JANUARY  7  1914 

SPECIAL  SPRING*] 


I)  R  V    COO  DS     I!  I.  V  I  E  W 


Hayes  &  Lailey 
to  larger  quarters 


jg 


Wrril  the  growth  of  our  trade  comes  the  necessity  for  a 
larger  and  more  convenient  place  of  business,   We, 
therefore,  announce  to  the  trade  that  we  are  changing 
onr  address 


From  40  Melinda  St. 


where  our  successful  business  in  silks,  woollensand  tailor.-'  trim- 
mings has  been  conducted  for  the  past  few  years  and  which  has 
now  become  too  small  to  accommodate  any  further  growth 
which  is  sure  to  be  made 


lo  Bay  &  Wellington  Sts. 


This  change  will  not  only  relieve  the  congested  condition  of  our 
stock  and  show  room-,  hut  will  enable  us  to  offer  our  patrons 
even  better  sen  ice  than  ever. 

When  in  the  city  call  and  see  us.  We  are  centrally  located  and  will  be 
pleased  to  show  you  the  1914  range  of  samples.  We  would  also  invite 
your  attention  to  our  new  sampling  department  which  will  give  you 
quick  and  efficient  service  in  answer  to  your  wire  and  letter  enquiries. 
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Hayes  &   Lailey 

(Now)     Bay    and    Wellington    Sts.     Toronto 


DRY    GOODS    REVIEW 


Dress  Goods 


This  year  we  can  take  care  ot  your  require- 
ments in  this  line,  better  than  ever  before.  Our 
range  is  considerably  larger  and  we  have  gone  to 
manufacturing  centres  that  heretofore  we  have 
not  touched. 

We  are  featuring  particularly,  weaves  such  as 
Jacquarts,  Honeycombs,  Ratines,  and  the  popular 
Black  and  Whites  in  all  the  best  shades  to  retail 
from  50c  to  $3.50  per  yard. 


Wash   Goods 


The  very  best  colorings  and  designs,  in  all 
classes  of  Wash  Goods,  are  in  our  stock  now. 

Crepes,  Ratines,  Piques  and  Cords  appear 
exceptionally  good  and  we  are  showing  a  large 
range  of  shades  and  prices  in  each. 

Will  gladly  send  samples  on  request. 


£->'  ,  •«•,.  1,-v- '  .',  <v,- 


^ti^gS 


•Hi 
1911! 


JOHN  M.  GARLAND 
SON  &  CO. 

Ottawa  Canada 


iit&—tip-. 
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Embergarten" 


FOR     BOYS    AND    GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


Andersons 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 
A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


WM.  ANDERSON  &  CO.,  Ltd. 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 


DRY    GOODS    REVIEW 


SILKS -SILKS -SILKS 


W 


E  manufacture  the  above  lines  in  all  shades   and   qualities  for  the 
various  trades. 


We  are  the  only  manufacturers  of  silk  ribbons  in  Canada  and  are 
showing  a  most  complete  range  this  season  in  all  the  best  shades,  quali- 
ties and  widths.    Our  ribbon  values  are  worthy  of  your  attention. 

The  "Corticelli"  Rolled  Tapes  are  of  high  standard  in  quality  and  are 
in  full  five-yard  lengths  in  all  widths. 

Corticelli  Dainty  Lingerie  Braid,  in  10  yards,  with  bodkin  attached, 
Washing  Colors. 


SPOOL     SI  UK 


Belding  Paul  Corticelli  Limited 

Silk  jVlanufacturers  : 

SALESROOMS : 
MONTREAL,      TORONTO,      WINNIPEG, 
VANCOUVER  and  SYDNEY,  AUSTRALIA 

MILLS : 
MONTREAL,  ST.  JOHN'S,  COATICOOK,  P.Q. 
3  : 
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tANUFACTt 


&G 


S* 


JAKfiniupI  <&Of 


^Smm^        35,  Church  Slreeh 

Manchester  - 


ENGLAND. 


Represented  in  Canada  by 

Mr.  W.  F.  MACOUN, 

211,  Lindsay  Buildings, 

MONTREAL 

Mr.  J.  E.  ROBSON, 

471,  Dovercourt  Road, 

TORONTO 

Mr.  A.  F.  HOUSTON, 

605,  Welton  Block,  325,  Howe  Street 

VANCOUVER 

Mr.  W.  C.  BEAUMONT, 

Halifax  Hotel, 

HALIFAX 
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Awarded  the  Certificate  of  The  Incorporated  Institute  of  Hygiene. 

■ 


Established 
1791. 


"  The 
Test 
of 

Time." 


LONG  CLOTHS&SHEETINGS 


- ..-"",■/..  ^r.r.^-.  ~i+»*mM 


KfKil.  Trade  Mark 


HORROCKSES, 

Longcloths,  Nainsooks,  Cambrics,  India  Longcloths,  etc. 

Sec  Horroekses'  Name  on  Selvedge. 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horroekses'  Name  on  Each  Sheet. 


Flannelettes  of  the  Highest  Quality. 


Sec  Horroekses'  Name  on  Selvedge. 


Horroekses,  Crewdson    &    Co.,  Limited, 

Manchester  and  London,  England. 
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^Wim 


HWiC° 

UNDER  THE  SHADOW 

OF 

5T.  PAUL'S 
CATHEDRAL 


Represented  by  MR.  A.  W.  CLIFFE  who  can  be  communicated  with  at  The  Windsor  Hotel, 
Montreal ;  The  Queen's  Hotel,  Toronto  ;  Royal  Alexandra,  Winnipeg  ;  Vancouver  Hotel, 
Vancouver.  Our  representative  carries  samples  of  the  latest  ranges  of  Ribbons,  Laces,  Nets,  Chiffons, 
British  and  Foreign  Dress  Goods,  Printed  Cotton,  Dress  Silks,  Velvets,  Etc. 

Canadians  when  visiting  London  are  invited  to  walk  around  our  warehouse  and  inspect  the  above  goods  ; 
also  our  showrooms,  devoted  to  Mantles,  Costumes,  Gowns,  Ladies'  and  Children's  Millinery  Straws,  Flowers, 
Feathers,  Maids'  and  Children's  Costumes,   Underclothing,   Curtains,  Etc. 

Indents  sent  direct  have  special  attention.    Usual  shipping  terms. 

ABC  CODE,  FIFTH  EDITION 

Telegrams  : 

Churchyard,  London 


l>  -■:...    xL*N£ 


Factories,  10  and  11  Warwick  Lane,  E.C. 
Factories,  29  to  33  Warwick  Lane,  E.C. 
Factories,        Paternoster        Square,     E.C. 


St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON  APPLICATION 
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THE 

LADIES"  HOME 
JOURNAL 


Merchants  Who  Sell 

Ladies'  Home  Journal   Patterns 

have    these    powerful    pub- 
lications working  for  them 


Ladies'  I  Come  Journal  Patterns 
are  being  used  aa  the  basis  for 
the  fashion  pages  of  over  300 
newspapers  with  a  daily  circu- 
lation of  more  than  3,500,000  copies. 
Also  by  over  a  dozen  leading  magazines 
with  a  monthly  circulation  of  more  than 
6,000,000  copies. 
Full    information    regarding   our  service 

will  be  sent   if  yon  will  write  us. 

Home  Pattern  Co.  (Dc,>t -c) 

615  West  43rd  Si..    New  York 


DRY    GOODS    REVIEW 


Merchants  Who  Sell 
Ladies'  Home  Journal  Patterns 

have    these    powerful    publications   working    for    them 


The  Ladies'  Home  Journal. 


Beginning  in  February  there  will  be  a  large  increase  in 
space  in  this  magazine,  devoted  to  patterns  and  fashions. 
Over  1,700,000  families  read  this  publication  every  month. 


The  Criterion  of  Fashion. 


A  magazine  devoted  (o  clothes  and  fashions,  with  8  to 
16  color  pages  illustrating  Ladies'  Home  Journal  Patterns. 
Issued  Monthly.  The  same  size  as  The  Saturday  Evening 
Post. 


Good  Dressing. 


Our  Monthly  Fashion  Sheet.  12  pages  illustrating  our 
newest  patterns.  Outside  covers  in  two  colors.  No  ad- 
vertising. 


Children  s  Clothes. 


A  book  devoted  exclusively  to  clothes  for  children  up 
to  14  years  of  age.  Full  of  helpful  suggestions  for  every 
mother.   64  pages  containing  over  350  designs. 


The  Home  Style  Book. 


A  valuable  style  book  for  the  home.  Issued  each  sea- 
son. 40  pages  and  cover  in  two  colors,  containing  over 
400  designs,  thus  giving  a  large  varietv  for  selection. 


The  Counter  Book. 


A  pattern  Catalogue  de  Luxe,  revised  monthly  so  as  to 
contain  all  new  patterns  properly  classified.  Printed  on 
high-class  paper  and  substantially  bound.  For  use  on  the 
merchant's  pattern  counter. 


The  Embroidery  Book. 


A  book  of  Embroidery  designs.  32  large  pages  and 
cover  with  a  sample  Embroidery  pattern  enclosed.  Con- 
tains over  550  designs. 


Pattern  Talk. 


A  monthly  magazine  devoted  to  the  employees  behind 
your  pattern  counter.  Contains  many  helpful  suggestions 
for  increasing  pattern  sales. 


The  Home  Pattern  Company  (DCPt.c.) 

615  West  43rd  St.,     NEW  YORK 


DRY    COOPS     HE  VI  E\V 


YOU  CAN  SELL  WITH  CONFIDENCE 
IF  YOU  HAVE  THIS  MARK  ON  YOUR 


SHIRTINGS! 


Because  then  the  cloth  is  as  perfect  as  it  can 
be  made. 

For  over  half  a  century  D.J.  A.  Shirtings 
have  taken  the  lead  in  the  highest  class  trade. 

There  is  an  enormous  range  of  fine  designs, 
and  you  are  sure  to  find  just  the  one  you  want. 

These  Shirtings  include  Zephyrs,  Cheviots, 
Silk  and  Cottons,  Fancy  Mattes,  Ceylons,  All- 
wool  and  Union  Taffetas. 


DAVID  &  JOHN  ANDERSON,  Limited 

GLASGOW 


Atlantic   Mills 


ESTABLISHED 

1822 


D  R  Y    G  0  0  I)  S     R  E  V  I  E  W 


3j  \)-    V    GUARANTEED    BY  B.D./K/^^W 


The  whole  field  of  merchandis- 
ing contains  no  surer-to-sell  nor 
surer-to-satisfy  line  of  dress 
goods  than  the  beautiful  mohair 
fabrics  from  the  world's  centre 
of  the  mohair  industry — Brad- 
ford. 


English  Mohairs — guaranteed  by  the  B.D.A. — do  not  belong  to  the  come-and-go  variety.  You  do  not  have 
to  consult  the  style  oracle  for  the  answer  to  the  question,  "Will  they  Sell?" 

English  Mohair  fabrics  are  necessities.  They  fill  so  many  needs  that  they  really  belong  to  the  staple  class. 
This,  however,  does  not  deter  the  English  manufacturers  from  continuing  to  produce  new  and  stunning 
designs  and  patterns  in  harmony  with  every  change  in  Fashion. 

You  get  the  best  Mohairs  the  world  produces  when  you  buy  ENGLISH  MOHAIRS.  Guaranteed  by  the 
B.D.A. 

Htt)t  PraMorb  ©per*'  Ss&octation,  Htmtteb,   ^ratrforb,  Cnglanb 
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Introduce  the 

"NOESTING" 

during  stock-taking 


T  Ft  A  D  F 

r-O  A  R  K 

j^jEpg; 

It  is  the  price-ticket 
that  saves  time  and 
money — It's  Humane 

NEVER  PRICKS  THE  FINGERS 


When  going  through  your  stock  at 
stocktaking  time  why  not  discard  the 
old  trouble-making,  finger-pricking, 
fabric-damaging,  price  tickets  and  re- 
place them  with  '\Noesting." 

The  "Noesting"  price  ticket  enables 
your  employees  to  ticket  faster  and  does 
away  with  the  ever  annoying  sharp 
points  which  tear  your  u,o<>ds  and  cause 
your  customers  and  snlespeople  to  lose 
their  tempers  by  tearing  their  fingers. 

The  "Noesting*'  is  made  in  every  style 
to  suit  all  requirements. 

Prices  arc  right.  Stocktaking  time  is  an 
ideal  tunc  i<>  change  from  the  old  to  the 
new  way.  Why  not  write  for  a  free  sample 
box  to-day?  It  places  you  under  no  obli- 
gation to  buy.    Write  now. 


The  Copp,  Clark  Co. 
Limited 

495-517  Wellington  St.  West,  Toronto 


Australian  Trade 

Arc  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 


Subscription     $^.50     Mailed  Free 

Specimen  Copy  avill  be  supplied  on  application 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 


Publishing  Office*  : 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 


I  Crow/7  Over  All 


"  Rooster 
Brand" 

SHIRTS 

Everything  that  any  man  wants,  he  he 
Millionare  or  Mechanic,  when  looking 
for  Soft  Shirts  the  "Rooster  Brand"  line 
is  the  most  comprehensive  and  un- 
doubtedly has  what  the  correct  trade 
demands. 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

Soft  Shirts  Pants  White  Duck  and 
White  Coats  Overalls    Khaki  Clothing 

Montreal,  501  New  Birks  Building 
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Established  1832 


Cable  Code:  Law-Bradford 


Spring  1914 


REGISTERED 


Exclusive  Designs 

in 

Novelty  Plaids 

and 

Check  Effects. 


Gabardines 


in  all  the  newest  shades. 


Royal  Squadron 
Serges 

in  all  widths  from  39  inches  to  54  inches. 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND    LONDON,   ENG. 
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PIT  TVTTT?  Q  3    will  you  give  us  a  3 
r>u  irL/rvor     call  when  over. 


We  are  Manufacturers ■ 

YOU  WILL  BE  INTERESTED 

In  Going  Through  Our 

CORRECT  and  STYLISH  GOODS 

LADIES'  BLOUSES  AND  SHIRT-WAISTS: 
BLOUSE-ROBES:  COLLARS  AND  CUFFS: 
FANCY  NECKWEAR:  SPORTS  COATS: 
VEILINGS:  LACES:  MOTOR  VEILS: 
HANDKERCHIEFS:  FRILLINGS:  APRONS: 
BAGS:  BELTS:  AND  OTHER  NOVELTIES. 

SOLE  AGENTS  for  the  celebrated  "SOMERSET"  Brand  of  Ladies' 

Shirt  Waists 

We  are  Makers  of  "VIYELLA"  and  "SPUNELLA"  Shirt  Waists 


E.  &  H.  TIDSWELL  &  CO.  Ltd. 

WOOD  STREET,  LONDON,  ENGLAND 

Please  Make  a  Note  of  Our  Address  For  Reference 


(FACTORIES  :    New  Union  Street,  LONDON) 


Merchants  of  the  Maritime 

Provinces 

For  prompt  shipments  of  "the  right  goods"  at 
the  "right  price",  send  your  orders  for  dry 
goods  to  us. 

VASSIE  &  COMPANY,  Limited 

Wholesale  Dry  Goods  and  Woollen  Merchants 


ST.  JOHN,  N.  B. 
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Mclntyre's 

THE  SPECIALTY  HOUSE 
OF  CANADA 


Dress  Goods,  Silks,  Velvets 

Linens,  Wash  Goods,  Linings 

Smallwares,  Ribbons,  Laces, 
Embroideries 

Hosiery  and  Underwear 

Trefousse  Kid  Gloves 

Rouillon  Kid  Gloves 

Fabric  Gloves 


Mclntyre  Son  &  Co.  Limited 


MONTREAL 


and 


WINNIPEG 


OFFICES    IN 


Halifax 
Quebec 


Ottawa 
Peterboro 


Toronto 
London 


Calgary 
Vancouver 


European  Offices  :       Manchester  Paris         Chemnitz 


m 
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Why  is  it 


that  "Old  Bleach"  Linens  take  from 
three    to    four    months    to    bleach? 

Is  it  because  the  "Old  Bleach*  Linen 
Co.  prefer  to  turn  their  money  over  slower 
than  other  linen  manufacturers — - 

Or  is  it  because  the  strength  and  silki- 
ness  of  "Old  Bleach"  Linens  can  be  pro- 
duced in  no  other  way — 

answer 


? 
? 


Any    judge    of     Linen     can 
these  questions  at  a  glance. 

R.  H.  COSBIE,  LIMITED 

Irish  Linen  Agency 
30  West  Wellington  Street,  Toronto 
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FASHION'S 

Latest  Word  in  Fashion  s 
Greatest  Pattern 


BUTTERICK 

goes  ahead 
faster  than  ever 


There  is  in  every  community 
an  army  of  women  ready  to 
visit  the  store  that  handles 
Butterick  Patterns, 

Here  is  a  ready-made  demand  for  you 
to  supply.     Are  you  doing  it? 

H^rite  and  let  us  tell  you  how. 

Butterick 

Butterick  Building  New  York 

72-74  DUCHESS  ST.,      TORONTO,  ONT.,  CANADA 


Make  yours  a 

BUTTERICK 

STORE 
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PAWSONS  &  LEAFS 

LIMITED 

Manufacturers  and  Warehousemen 

St.  Paul's  Church  Yard,  London,  Eng. 


Departments 

BRITISH  AM)  FOREIGN  DRESS  GOODS. 
silks.  VELVETS;  RIBBONS 
PRINTS,  LINENS,  CALICOES. 
VELVETEENS,  SCOTCH  MUSLINS  WD  SOFT  FURNISHINGS. 
MANTLES,  COSTUMES,  BLOUSES,  LADIES'    AND  CHILDREN'S  OUTFITTING 
LACES,  VEILINGS,  NECKWEAR  AND  HANDKERCHIEFS. 
LADIES'  AND  CHILDREN'S  TRIMMED  MILLINERY    \ND  STRAWS. 
FLOWERS  AND  FEATHERS,  GLOVES,  HOSIERY. 
FURS,  FUR  GARMENTS,  UMBRELLAS  AND   SUNSHADES. 
DRESS  TRIMMINGS,  BUTTONS  and  HABERDASHERY. 

Give  Us  a  Call  When  in  London  and  Sec  Our  Novelties  and  Values 

All    Mail   Orders  will   receive  our  prompt   and   careful   attention 


is 


DRY    GOODS    REVIEW 


24%  of  your  total  business 
created   in  one  department 

That's  a  startling  statement — but  we  can  prove  that 
McCall  Pattern  merchants  are  creating  sales  that  are 
directly  traceable  to  the  exclusive 

McCall  Selling  Service 

in  the  following  most  important  departments 


Laces  and  Embroideries,  Gloves,  Dress  Goods,  Ribbons, 
Wash  Goods,  Hosiery,  Bags  and  Belts,  Silks  and  Velvets, 
Millinery,  Notions  {Buttons,  Linings,  Trimmings,  etc.), 
Neckwear  and  Veilings. 


You  know  that  the  above  lines  constitute  nearly  one- 
fourth  of  the  total  annual  business  in  the  average  Dry 
Goods  Store. 

The  McCall  Selling  Service  is  the  result  of  the  most 
complete,  accurate  and  far-reaching  organization  in 
the  world  for  gathering  of  Fashion  News. 

Weljhave  made  a  definite  assertion 

We  have  definite  proof 

which  we  will  send  to  any  merchant  who 
asks  for  it 

THE   McCALL  COMPANY 

World's  Largest  Manufacturers  of  A  Paper  Pattern 
McCALL   BUILDING  NEW  YORK 
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•Q1 
XT 


<> 


Racine's  Review 


11 


Departments 


AT    ATTENTION 
AT  YOUR  SERVICE 


4. 


«■> 


<9 


for  1914 


11 


Specialty  Houses 


-1 


THE  NEW 


P 


OUR 


i  Fills  Orders 
Will  give  you  the  opportunity  wuis.  carefully 

ARCEL      to/ncrease  your   businesi  and  Letter  Order    intelligently 

and  same 


OST 


offer   further   satisfaction   to 

your  customers.  Department  |  da° received 

ORDER    FORMS   SENT    YOU    ON    REQUEST 


«5> 


X 


9» 


ALPHONSE    RACINE    LIMITED 

Manufacturers  and  Jobbers 

340  St.   Paul   Street,    MONTREAL 
20 


JSP 


4 


* 


F 


Having  Grasped  the  op- 
portunity and  "  taking 
time  by  the  forelock"  we 
will  continue  to  offer 

Telephone  :  9452  Central. 


DRY    GOODS    REVIEW 

WEINSTEIH  &  Co. 


An  opportunity  should 
never  be  missed — a  wise 
man  always  embraces  it. 
We  now  offer  it 


Telegrams  :    "WIDERLEGEN,  LONDON" 


49  &  50,  BARBICAN,  LONDON,  E.C.. 


The  Largest  Job  Buyers  in  London  for  Cash 

Half -Yearly   Bargain   List 


Note  the  Bargains  enumerated  below. 


1.000  doz    Squares,   Runners    (4  doz.   parcels  equally  as- 
sorted) 5s.  lid.,  worth  9s.  lid. 
150  doz.   Ladies'   Chemises,    French   made.   Lis.   lid..   15s. 

lid..  ISs.  lid.,   24s.  lid.,  36s.  lid.   (The  least  25%   off 

regular  prices.) 
250    doz.    Ladies'      Knickers,      French      made,    10s.    lid., 

12s.  lid.,  15s.  lid.,  ISs.  lid.,  and  24s.  lid. 
500   doz.    Ladies'    Camisoles,      French     made,     10s.    lid., 

12s.  lid.,  15s.  lid..   18s.  lid. 
250   doz.    Ladies'    Nightdresses,    French    made,    ISs.    lid.. 

24s.  lid.,  2Ss.  lid.,  42s.  lid. 
500  9x4  White  Honey-comb  Quilts,  2s.  6%d. 
250   10   x   4    White    Honey-comb    Quilts.    2s.    lid.,    worth 

3s.  lid. 
250   II    x    4   White    Honey-comb    Quilts,    3s.    lid.,    worth 

4s.  lid. 
500  11  x  4  White  Honev-comb  Quilts,  3s.  fid.,  worth  4s.  fid. 
500  12  x  4  White  Honey-comb  Quilts,  2s.  9d.,  worth  3s.  6d. 
1,500  pairs   .Men's  Trousers   (good  sizes)    18s.   lid.,   worth 

24s.   lid. 
50  doz.  Alpaca  and  other  Skirts.  15s.  lid.,  worth  24s.  lid. 
100    doz.    Japanese     Dressing     Gowns,    23s.    lid.,    worth 
35s.  lid. 
500  doz.  Japanese  Carved  Fire  Screens,  assorted  designs 

(5s.  lid.  each,  some  worth  12s.  fid.) 
50  gross   Ladies'   Leather  Belts,  assorted,  5s.  lid.   gross. 
100  doz.   Ladies'   Silk   Handkerchiefs,   3s.   lid.   doz. 
150  doz.  Men's  Silk  Handkerchiefs,  self  color  and  colored 

bprders,  1  doz.  boxed  7s.  Cd.  doz. 
200   doz.    Ladies'    Patent    Folding    Bags.    15s.    lid.    doz., 

worth    double. 
500  doz.  Enamel  Sleeve  Links.  3s.  doz..   worth  7s.  6d. 
150  gross  Gents'  Single  and  Double  Alberts  with  Charms, 

9s.    lid.   gross,    worth   24s. 
200  gross  Ladies'  Bracelets,  Ss.  lid.,  worth  ISs.  fid. 
250  doz.  Ladies'  Silk  Hose,  12s.  lid.  doz..  worth  18s.  lid. 
200  doz.  Bath  Sheets.  72  x  3S.  14s.  lid. 
100  dnz.  Bath   Sheets.  78  x  44.   18s.   lid. 
5.000   yards    French    Delaine.   5V2d.   yard,   worth   9%d. 
500  doz.  Gents'  White  Kid  Gloves  for  evening  wear,  good 

sizes,    7s.    (id.    doz.,   worth    16s.   lid. 
1.475    lbs.    Swiss    Long    Cloth    Embroidery,    5s.    lid.    lb., 

worth   7s.   lid.  ... 

880  yds.  Swiss  Embroidered  Allovers,  54  inches  wide,  m 

about  30  yd.  lengths,  9'/-d.   yard,   worth  Is.  4d. 
2  000    yds.    42-inch    Muslin.    Swiss,     assorted     Flouncings 

richlv  embroidered),  ll^d.  yd.,  worth  Is.  9d. 
1  650   yds.    27-inch    Swiss    Cambric    Flouncings,   assorted 

des'igns.  6%d.   yd.,   worth  9%d. 
1.500   yds.    36-lnch    Swiss    Cambric    Flouncings,    assorted 

des'igns,  8d.  yd.,  worth  Is. 
300    Sheets    Swiss    Embroidered    Ribbon     Insertion     (^& 

doz.  yds.  per  sheet  l.  (i%d.  doz.  yards. 
5  000   gross   White,    Cream,    Ecru   and   Black   Nottingham 

Lace  and   Insertion,   in   bundles   of  6  gross,   good   as- 
sortment,  Is.  3d.,   Is.  Cd.  and  2s.  6d.  gross. 
360    doz.    Swiss    Muslin    Embroidered      Blouse    Lengths, 

rich   designs.   6s.   lid.   dozen. 
950   doz.    Swiss    Delainette      Silk     Embroidered     Blouse 

Lengths.  8s.  lid.  doz.,  worth  14s.  lid. 
400  doz.  Delaine  Silk  Embroidered  Swiss  Blouse  Lengths. 

15s.  Od.  doz..  worth  22s.  lid. 
144    doz.      Colored      Silk      Swiss      Embroidered      Blouse 

Lengths.  24s.  6d.  dozen. 
200   doz.    Fine    White    Muslin    Blouses,     latest     designs. 

trimmed    (embroidery  and  lace)  8s.  lid.  doz. 
186  doz.  White   Muslin   Blouses,  superior  quality,   richly 

embroidered.  12s.  fid.  dozen. 
310  doz.  Flannelette  Blouses,  7s.  lid.,  worth  12s.  lid.  doz. 
270   doz.    Striped    Cambric     and     Print     Shirt     Blouses. 

10s.  lid.  doz. 
94  doz.  Casement  Cloth  Blouse  Robes  in  assorted  colors. 

a  genuine  bargain,   15s.   lid.   doz.,   worth   35s.   lid. 
138   doz.   White   Embroidered,     Lace     Trimmed      Blouse 

Robes,   22s.  6d.   doz.,  worth  double. 
25  doz.  White  Embroidered  Allover  Robes,  boxed  singly, 

5s.  fid.  each. 
88  doz.   Men's  Assorted   Jerseys   (cotton),  27s.   lid.   doz. 
260    doz.    Children's      White      Pinafores,    trimmed    lace, 
2s.  3d.  doz. 


170   doz.   Children's   White   Pinafores,    trimmed   lace  and 

embroidery,  rich  designs,  9s.  lid.  doz. 
300  doz.  Ladies'  Print  Aprons,  7s.  6d.  doz. 
12fi   doz.    Children's    White    Drillette    Overalls,    trimmed, 

colored    galor,    8s.    lid.    doz. 
!i2   doz.   Children's   Colored   Print   Overalls,   6s.  lid.   doz. 
700  doz.  Children's  Lace  and  Embroidery-trimmed  Bibs. 

Is.  6d„  2s..  2s.  3d.,  2s.  9d.  doz.,   worth  double. 
110  gross   Bibs    (trimmed   lace,   etc.)    10s.   lid.,   12s.    lid. 

gross. 
836   doz.    Ladies'    Chemises   and    Knickers,    lace   trimmed. 

equally   assorted,   10s.   6d.   doz. 
345  doz.  Ladies'  Chemises,  trimmed  lace  and  embroidery, 

in   2   dozen    lots,   12s.   6d.   doz. 
77    doz.    Assorted    Cream.    Navy.    Saxe   and    Resida    Chil- 
dren's Serge  Kilted   Skirts,  9s.  6d.  doz. 
208  doz.  Navy  only,  Wool  Serge  Children's  Kilted  Skirts, 

12s.  fid.  doz. 
500  pieces  42-inch  Black  and  Colored  Chiffons,  3V2d.  yd., 

worth   5d.   yard. 
946  pieces  36-inch  Tulles  in  colors  only,  l'/id.  yard. 
1,500  pieces  27-inch  and   36-inch   Tulle   (slightly   tender) 

in  various  colors,  6d.  doz.  yards. 
340  doz.  Silk  Neck  Ruffles  (assorted  colors)  Ss.  lid.  doz., 

worth  14s. 
130   gross    Cream    and    Ecru      Lace     Jabots.    24s.    gross, 

worth  60s. 
90    doz.    Artificial    Silk    Long    Scarfs     (assorted    colors), 

10s.   9d.    dozen,    worth   15s.   lid. 
125  doz.  Long  Crystaline  Motor  Scarves   (assorted  colors) 

Ss.  lid.  dozen,  worth  16s.  lid. 
330   doz.    Crystaline      Motor      Hoods      (assorted      colors) 

7s.  6d.  dozen,  worth  15s.  lid. 
500  pieces  Colored   Fall   Nets,   in   spot   and   other  effects, 

Id.  yard,  worth  4d.  and  6d.  yard. 
100  only,  Coney  Seal  Sets.  Furs  and  Muffs,  4s.  lid.  per  set. 
166   doz.   Grey    Striped    Men's    Shirts   and   Pants,   7s.   6d. 

doz.,   worth  13s.  lid. 
61  doz.  Men's  Colored  Tunic  Shirts,  stiff  fronts  and  cuffs. 

lfis.   lid.  dozen. 
200   pes.   Black   Silk   Waterproof  Crapes.   20   inches   wide 

in   3G-yard   lengths,  3%d.   yard. 
100  doz.  Ladies'  Divided  Skirts  (pink  onlv)  5s.  lid.  doz., 

worth  12s.  lid. 
"»50  gross  Ladies'  Fancy  Hat  Pins,  5s.  6d.  &  7s.  lid.  gross. 
400  doz.    Ladies'    Cotton    Combinations,   8s.    lid.   and   9s.    lid.    dozen. 
130  doz.   Fleecy  Divided  Skirts   (grey),   12s.   dozen. 
72  doz.    Fleecy   Divided    Skirts   (girls),  8s.    lid.   dozen. 
150   doz.    Children's    Wool    and    Cotton    Undervests,    2s.    lid.    dozen, 

in  3  dozen  bundles. 
660  doz.  Ladies'  and  Children's  Undervests  (assorted),  23s.  lid.  gross. 
200  doz.   Ladies'   Undervests,   Lace  Fronts,   cream  and  pink   (assorted 

in    1    dozen    boxes),    4s.    6d.    dozen. 
800  doz.    Ladies'    Assorted   Undervests,    Lace   Fronts,   22s.   lid.   gross. 
175  doz.  Striped  Cotton  Undervests,  10s.  Ud.  doz.,  worth  18s.  lid.  doz. 
240   doz.    Colored    Shirts   and    Pants,    6s.    lid.    dozen. 
66    doz.    Heavy    Fleeced    Shirts    and    Pants,    13s.    Ud.    dozen. 
308  doz.   Long   Sleeves,   Cotton   Spencers,   4s.   lid.  dozen. 
120  doz.    Flannelette    Underskirts,    Lace    Trimmed,    Us.    9d.    doz.    and 

15s.    lid.    dozen. 
260  doz.   Flannelette  Underskirts,   Plain   and  Striped,   13s.   6d.   dozen. 
84   doz.    Flannelette  Underskirts   (check)    12s.   6d.   dozen. 
18    doz.    Natural    Merino    Nightdresses,    22s.    lid.    dozen. 
150   doz.    Children's    Flannelette     Petticoats     and     Knickers,     Lace 

trimmed. 
150  doz.  Children's  Flannelette  Petticoats  and  Knickers,  3s.  Ud.  doz 

Larger  Sizes,  4s.  Ud.  dozen. 
500  doz.    Men's   Heavy   Cotton   Hose    (Seconds)    3s.    3d.    dozen 
25   doz.    Men's   Cream    Woollen   Jerseys,    36s.    dozen. 
61  doz.   Ladies'   Navy  and   Black   Costume   Skirts,   15s.   6d.   dozen 
65  doz.    Ladies'   Assorted   Costume   Skirts,    17s.    Ud.   dozen 
115  doz.    Ladies'   Assorted   Rinkers,   10s.    lid.    doz. 
1,000    Boxes    Flowers,    is.    6d.    doz.,    worth    4s.    Ud. 
1,000  Boxes  Wings  and  Mounts,  Is.  Ud.  doz.,  worth  4  times  the  vain. 
I'Sffi  onVv'   B'1"*  Lancers'  *•  9(1-   each,  worth  6s    lid  "ach  '' 

LO00  only.    Black  Lancers,   5s.   Ud.   each,    worth  double. 

doubfe0    °Stnch    Mounts.    9s-    Ud..    12s.    Ud.,    18s.    lid.    doz.,    worth 

200  worth  °dSoubk.. Feath6r   B°aS'   *■    lld"    &'    Ud'    and   5s-    lld-    each> 

120  doz.   Ladies'   Corsets,  assorted  sizes  (boxed  singly)   7s.  6d.  doz. 

81    doz.    Ladies     Corsets     Superior    Quality,    9s.    lld.    doz. 

400   doz.    Boys     Braces,    2s.    6d.    dozen. 

600   pieces   Ribbons,   4s.    Ud.    and   7s.   lld.   piece. 


We  have  £1,000  worth  of  other  goods,  too  numerous  to  mention  in  our  Catalogue. 

Terms  :  STRICTLY  NET  CASH. 

All   Mail  Orders  will  receive  immediate  attention  and  must  be  accompanied  with  Cheque  or  London  Reference* 
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No  rubbers  necessary  with 
the  Doctors'  Shoe 


the  shoe  for 
city  streets  or 
country  roads 


HAVE  you  a  shoe  department  in 
your  store?  If  you  have  you  will 
appreciate  the  growing  demand 
for  Winter  shoes  that  do  not  require 
cumbersome  rubbers  to  protect  the  feet 
from  moisture.  If  you  have  no  depart- 
ment you  should  consider  the  advisa- 
bility of  installing  one,  for  in  it  you 
will  find  one  of  the  best  paying  depart- 
ments of  your  store. 

The  "Doctors"  Cock-o'-the-North  shoe 
as  shown  above  is  a  neat  high-class, 
plain  design  shoe — strongly  made  of  the 
best  grade  leather  only — stylish  enough 


for   city   streets — strong 
roads. 


for     country 


A  patented  waterproof,  non-perspiro 
shoe,  made  on  hygienic  lines  to  keep  the 
feet  healthy — always  dry  and  comfort- 
able. 

Along  with  the  "Doctors"  shoe  goes  its 
companion — the  "Professor."  It  is 
built  especially  to  meet  the  requirements 
of  the  particular  trade — the  men  who 
like  good-looking,  good-feeling,  and  good- 
wearing  shoes. 

These  two  lines  are  real  trade-pullers, 
they're  never  shelf- -warmers. 


Send  to-day  for  samples.    Write  or  wire  to-day  and  take  advantage 
of  the  inclement  Fall  and  Winter  weather. 


The  Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers,  Quebec 
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OSTRICH 

AND    FANCY 

FEATHERS 


L  Salaman 


&  I    .0.,  Ltd. 


ESTABLISHED   1816 


MONKWELL    HOUSE,    FALCON    SQUARE    and 

7,    FALCON    SQUARE 
LONDON,  ENGLAND 


NEW  YORK:  41/3  East  11th  Street 

MANUFACTURERS  and 

PARIS:    14,   Rue    Sainte    Apolline 

IMPORTERS  of 

OSTRICH 

SOUTH   AFRICA:    Port  Elizabeth 

and 

FANCY  FEATHERS 
AIGRETTES 

BOAS 

CABLES:  "MONKWELL,  LONDON" 

Etc. 
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AGENTS:     MARSHALL  &  ROGERS 
CRITERION    CHAMBERS,  BRANTFORD,  ONT. 

Josiah  Wilson  &  Co. 

13,  Addle  St., 

Wood  St.,   London,  Eng. 


V: 


ESTABLISHED  IN  1808 

(OVER  10(1  YEARS) 


Manufacturers. 

Mendings,etc.  ||i 


Are  You 
on  the 
Lookout 
for 
Bargains? 


We   have    opened  a  Warehouse   in  Montreal   where 
we  shall  always  have  a  large  variety  ol 

Dry  Goods 

and  All  Kinds  of  Jobs  at 

Very  Attractive  Prices 

Swiss  Embroideries  Handkerchiefs 

Nottingham  Curtains  Shawls 

Nottingham  Netts  Furs  and  Skius 

Nottingham   and   Plauen  And  all  kinds  of  Hosiery, 

Laces  Cloths       and       Fancy 

Irish  Linens  Goods 

Let    us    hear    from    you. 

Tauber  Bros.  &  Co. 


67  St.  James  Street 


Montreal 


Branches     London.  Enirland  !      St.  Gall.    Switzerland  !    Plauen. 
Germany  ;    Pcrnambuco.   Brazil  :     Rio  de  Janeiro.  Brazil. 


Liddell's   Linens 

(GOLD  MEDAL) 

WE  announce  to  the  trade  that  tin- 
complete  new  range  of  Liddell's 

Gold  Medal  linens  is  now  in  the 
hands  of  our  representatives  who  will 
present  them  very  shortly  for  your  con- 
sideration. 

These       beautiful       higl 

bleached  linens  will  prove  t..  he  \u^  busi- 
ness-getters   £ot   1914. 

Samples  sent  on  request. 
IRISH  LINEN  AGEM  \ 

R.    H.   COSBIE 

LIMITED 
30    West  Wellington     St.,     TORONTO 


ESTABLISHED   1849 


BRADSTREETS 

Office*  Throughout  the  Civilised   World 


OFFICES  IN  CANADA: 


Calgary,   Alta. 
Edmonton,  Alta. 
Halifax,  N.S. 
London,  Ont. 


Ottawa,   Ont. 
St.  John  N.  B. 
Vancouver,   B.   C. 
Victoria,  B.  C. 
Hamilton,   Ont. 


Montreal,  Qne. 
Quebec.  Que. 
Toronto,  Ont. 
Winnipeg.  Man 


Reputation  gained  by  long  years  of  vigorous, 
conscientious   and   successful   work. 

THOMAS  C.  IRVING.  SSS.'fcS 

TORONTO.  CANADA 


Kindly 

mention 

this 

paper 

when 

writing 

ad  ver 

t  isers. 
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Circularizing  the  Dealer 


1  "I  had  not  made  a  personal  investigation  of  the  retail  situation  for  a  year  or  two,"  said 
an  agency  solicitor  and  service  man,  "and  I  thought  I  would  go  out  and  get  a  line  on  it  as 
a  help  to  preparing  a  trade  circular. 

\  "And  what  do  you  think  I  found?  Why,  some  of  the  retailers  I  saw  were  getting  fifty  and 
sixty  circulars  a  day!  The  worst  was  in  the  grocery  line,  but  the  drug  line  was  almost  as 
bad.  Bead  them?  What  a  chance!  Nine-tenths  of  them  went  to  the  floor  and  were  swept 
up  unopened. 

%  "I  have  had  some  experience  as  to  the  waste  of  dealer  literature  before,  but  the  condition 
to-day  surpasses  anything  I  have  ever  seen.  It  has  grown  much  worse  in  a  single  year.  There 
is  no  doubt  about  it,  the  dealers  are  being  frightfully   over-circularized." 

U  If  that  is  so,  and  of  course  it  is,  what  becomes  of  the  specious  claim  of  ' '  exclusive  atten- 
tion" made  for  the  trade  circular  or  prospectus?  What  sort  of  impression  does  the  retailer 
get  of  national  advertising  when  he  sees,  daily,  this  enormous  waste  of  advertising  effort,  and 
compares  the  inflated  claims  of  many  advertisers  with  respect  to  consumer  advertising  with 
their  failure  to  get  a  hearing  from  him,  the  very  first  milestone   on   the  way. 

If  Multiply  this  waste  of  trade  circulars  by  their  cost,  both  in  postage  and  printing,  and  then 
draw  a  direct  comparison  with  the  same  message  when  put  through  the  columns  of  the  trade 
press,  the  standardized  medium  for  reaching  the  dealer.  Of  course,  the  efficiency  of  the  trade 
papers  in  different  industries  varies;  but  as  a  rule  there  is  at  least  one  first-class  medium  in 
each  field. 

U  There  are  several  good  reasons,  aside  from  cost,  why  the  trade  circular  should  not  be 
thoughtlessly  used,  and  why  advertisements  to  the  trade  should  be  made  preferentially  in  the 
trade  press.  One  of  these  reasons  is  that  the  trade  press  represents  an  organized  attention 
and  medium  of  publicity,  comparable  to  a  clearing-house  or  public  market.  At  a  certain  stage 
in  the  development  of  an  industry  or  business,  it  comes  almost  automatically  into  existence 
to  economize  the  effort  and  cost  of  doing  business  previously  being  done  in  an  unorganized 
way.  So  far  from  having  its  publicity-power  weakened  by  the  increase  in  its  advertising  pages 
by  the  apparent  increase  in  competition  between  advertisers,  the  very  reverse  is  true.  Be- 
cause with  the  growth  of  size  goes  the  growth  of  income  or  means  of  improvement,  and  with 
improvement  prestige  and  power.  From  either  the  retailer's  or  the  advertiser's  point  of  view, 
this  condition  is  ideal  in  that  it  fixes  the  time,  the  place,  and,  as  far  as  possible,  the  char- 
acter of  the  advertising  appeal.  It  makes  an  appointment  with  a  high  percentage  of  the  paper's 
readers,  and  if  it  has  a  real  message  to  deliver,  keeps  it. 

H  Dollar  for  dollar,  effort  for  effort,  idea  for  idea,  the  opportunities  for  cashing  in  are  much 
greater  in  the  trade  press  than  in  the  trade  circular.  Some  advertisers  talk  of  putting  more 
ideas  and  more  power  into  their  trade  circulars  to  lift  them  out  of  the  ruck  and  give  them 
a  better  chance  at  the  retailer's  attention.  Why  not  put  the  same  time  and  effort  into  the 
trade-paper  copy?  — Editorial,  Printers'  Ink,  November  6,   1913. 
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Wash  Goods- 
Spring  1914 

"Every  Dog  Has  Its  Day" 
Every  Fabric  Has  Its  Season 

The  Spring  1914  Season  belongs  undoubtedly  to 
FABRICS  of  CREPE  in  the  various  forms,  viz: 
PLAIN  COLORS,  JACQUARDS  and  PRINTED 
CREPES. 

We  are  showing  these  in  immense  variety.  The  great  quantities  already 
booked  predicts  a  successful  season.  There  is  always  a  shortage  of  the 
"Most  Wanted"  Goods.     There  will  certainly  be  a  Shortage  of  Crepes. 

RATINES  and  RATINE  CREPES 

are  in  reality  of  the  CREPE  FAMILY.  These  fabrics  too  have  been  having 
an  immense  run. 

LINEN  SUITINGS  I^E^Sl^S 

Colored),  MOTOR  LINENS,  CRASH  LINENS,  PONGEE  LIN  HNS  (large 

range  of  colors),  are  strong  sellers. 

'WFTTT'F  fOOnm   In  thc  White  Goods  section«  White 

VV  111  A  1^     KJKJVJLJ&     REPPS,      BEDFORD     CORDS     and 

PIQUES  are  pre-eminent. 

We  are  showing  a  beautiful  range  of 

Novelty    White    Crepes    and    Ratines 

at  popular  prices 

Samples  of  all   the   above-mentioned   lines   are   in   the   hands  of  our   travellers. 

The  W.  R.  Brock  Co.  (Limited) 

TORONTO 


~iii|iiiiii»iii.u  1 1  m  mi  i,i  1 1  u  in  1 1 1 1 1 1 1 1  n  hi  1  i,i  1 1 1  m  mi  1 1 1 1  u  1 1 1  in  1 

26 


ry  uooas /{mew 


VOL.  XXVI 


T1?  "2T&       "ST  "t      ^ 


FOR  some  time 
The  Review  has 
considering  the  open- 
ing of  a  campaign  that 
might  assist  the  dry 
goods  merchant  in  getting 
hand  of  the  swelling  costs 
goods,  probably  the  most  serious  prob- 
lem that  confronts  the  trade  to-day;  the 
problem  that  is  related  to  business  life 
as  the  "higher  cost  of  living"  is  to  the 
domestic  life  of  every  section  of  every 
community  in  the  land.  On  the  threshold 
of  a  New  Year,  and  in  this  Special 
Number,  the  time  and  occasion  seem 
peculiarly  fitting. 

Let  it  be  made  clear  at  the  outset  that 
the  editors  are  entering  the  inquiry  with 
no  theories  to  exploit.  The  subject  is 
too  complex  to  permit  of  any  dogmatiz- 
ing at  this  stage.  The  purpose  of  The 
Review  for  months  to  come  will  be, 
simply,  to  lay  before  its  readers  the 
views  of  the  men  who  have  been  and  are 
studying  out  this  puzzling  problem;  and 
the  conclusions  which  they  have  reached. 
In  so  far  as  we  are  able  to  secure  the 
cordial  co-operation  of  our  readers,  this 
magazine  will  be  a  Clearing  House  for 
the  ideas  of  men  who  are  face  to  face 
with  conditions  that  must  be  studied, 
understood  and  mastered.  From  these, 
The  Review  requests  statements  along 
lines  which  are  taken  up  in  this  introduc- 
tory   article;    records    of    their   own    ex- 


periences and  their  own 
experiments,  with  theories 
that  may  or  may  not  have 
been  verified  by  a  suc- 
cession of  facts. 

There  is  one  guarantee 
that  naturally  will  be  ask- 
ed by  firms  who  furnish 
such  information  that  the  name  of  such 
firm  be  not  connected  with  any  figures 
that  are  published.  The  Review  will  go 
one  step  further  and  guarantees  that  not 
even  the  name  of  the  city,  town  or  vil- 
lage will  be  used.  It  was  on  this  stipu- 
lation that  information  submitted  here- 
with was  secured. 

The  problem  may  be  stated  simply. 
Salaries,  rents,  expenses  of  delivery, 
taxes,  and  other  overhead  charges  have 
advanced  so  rapidly  in  the  past  ten 
years,  yes,  and  five  years,  that  the  margin 
of  profit  has  been  encroached  upon 
steadily,  and  in  some  cases  has  been 
wiped  out  altogether.  The  percentage 
which  costs  of  selling  bear  to  the  year's 
turnover  has  crept  up,  in  some  cases, 
from  15  or  16  to  25,  and  merchants  con- 
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The    greatest   problem    facing   the   retailer 
to-day  is  that     of     keeping     the  per- 
centage of  cost  from  creeping  up.      .J 


fess  themselves  as  powerless  to  check 
the  tide.  With  many,  net  profits  have 
been  cut  in  two,  or  even  worse.  With 
some,  unprecedented  growth  in  their' 
own  centre,  or  effort  on  their  own  part 
to  extend  their  business,  has  doubled  or 
quadrupled  their  turnovers  with  very 
little  permanent  increase  in  their  selling 
force,  so  that  the  cost  of  selling,  measur- 
ed by  the  percentage,  has  advanced  only 
slightly,  but  they  feel  they  cannot  hope 
to  duplicate  this  experience,  while  up, 
up,  up,  are  going  salaries,  rent,  delivery, 
taxes,  and  what  not. 

"It  cost  us  18  per  cent,  of  our  gross 
turnover  in  1911  to  do  business,"  says 
one.  "It  cost  us  20  per  cent,  in  1912; 
it  will  cost  us  at  least  21  per  cent,  this 
past  year.    Where  are  we  going  to  end  ?" 
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Ami  remember  always  that  20  pei 
cciit.  of  the  turnover  means  25  per  cent. 
n!  I  lie  cost,  so  that  tin-  whole  slock  m 
thai  store  had  to  lie  marked  up  '_'•">  per 
cent.,  simply  to  cover  the  actual  cost  of 
selling  before  a  cent  of  profit  was  made. 
And  when  some  men's  Eurnishers  tell  as 
i!  ro.sts  them  iJO  per  cent,  to  do  business, 
their  stock  must  he  marked  up  43  per 
cent,  to  let  them  come  out  only  even 
without  one  cent  of  profit  ! 

Again,  note,  as  merchants  who  are 
studying  this  vexatious  problem  tell  us 
with  a  certain  impatience  at  the  idea  of 
anyone  supposing  it  were  true.  The 
Solution  is  not  secured  by  raising  the 
selling  price  by  a  simple  arithmetical 
process. 

"Oh,  that's  easy,"  cry  the  unthinking. 
"If  we're  marking  goods  at  $1.00,  all 
we've  got  to  do  is  to  jump  them  to  $1.25. 
There's  an  extra  20  per  cent,  right  off 
the  reel." 

If  you  tried  this,  yon  would  have  just 
two  factors  to  contend  with:  your  rival 
who  would  still  keep  his  price  at  $1.00 
according  to  his  20-year-old  theory  that 
what  costs  $8.50  per  dozen  must  sell  at 
$1,"  and 

The  public,  who  consider  the  $1  for 
that  article  as  the  staple  price  and  would 
turn  away    resentful   at  you,  and  adopt 


GOING  J\TO  IT  AT  ONCE. 

A  Canadian  manufacturer 
who  lately  has  acquired  a  big  in- 
h  rest  in  a  department  dry 
goods  store  when  asked  for  par- 
ticulars as  to  rising  costs,  mid: 

'I  cannot  tell  yov,  now,  bvt 
the  moment  we  get  over  our 
CJiristmas  rush  I  am  going  into 
it  along  the  lines  you  were  ask- 
ing me,  to  get  at  the  exact  cost 
and  percentages  of  everything 
— and  I  shall  give  the  result  of 
my  investigations  to  The  Re- 
view. I  have  found  that  com- 
paratively few  dry  goods  stores 
go  into  the  question  of  'selling 
costs'  in  anything  like  the  de- 
tail that  a  manufacturer  does 
into  'making  costs.'  Hereafter 
we  shall  do  it  in  this  business." 


your  neighbor,  "who  is  not  trying  to 
overcharge,"  like  you. 

This  simple  addition  in  arithmetic 
might  serve  yon  if  every  dry  goods  man 
in  the  country  would  agree  never  to  sell 
goods  except  at  a  fair  profit — but  there 
you  are. 

No,  marking-up  is  not  the  sole  and 
complete   remedy,   although   it   must    be 


dered   a-  one  "i    several 
ones.     Unquestionably,  goods  are   b 
marked-np  higher  now  than  5  year- 
staple  as  well  as  other  line.-,  and  the  big 
department  Mores  have  been  forced  to  it 
as  well  as  anyone  else,  and  in  main 
where  they  obey  the  inexorable  demands 
of  System,  they   have  followed  this  out 
where  many  smaller  stores,  in  ignon 
of  the  real  advance  of  the  Tide 
have  failed  to  meet  the  need. 

Several  men  who  have  reckoned 
cost,  told  The  Review:  "No  dry  gi 
man  in  Canada  to-day  can  afford  to  do 
business  on  less  tl  an  50  per  cent,  of  the 
cost,  or  33  1-3  per  cent,  of  the  sellin.: 
[nice.  That  is  what  we  aim  to  do,  where 
we  used  to  mark  up  35  and  40  per  cent." 

Make   your   selling   price,   then.   01 
average    fifty    per    cent,    in    advam 
what  the  goods  cost  you.     Only  then  will 
you  be  doincr  business  on  a  safe  m. 

Costs  Going  Up 
Selling  costs  going  up ! 

The  owner  of  a  large  dry  go« 
in  one  of  the  leading  Canadian  cities 
told  The  Re\iew  that  his  books  showed 
he  was  paying  $1.90  in  salary  where  he 
paid  $1.00  in  1907,  an  increase  of  90 
per  cent,  in  6  years! 

Another,  bead  of  a  departmental  ston  . 
named  50  per  cent,  in  the  past  5  years 
for  the  same  type  of  clerk.  Another  made 


26.. 

1           1 

»SELUN<3    COSTS 

1.  STATIONERY  STORE  STARTED  AT  17-45 
DCOPPEO  TO  I5-60.TMBS  UP  TO    1770 

2    DRY  QQDDS:— 16  72  —  23-70. 
3.  DRY  GOODS:—  15-22  —  22   15. 
4-.  Grocery: 9-65  -  iA-78. 

?5  .. 

24. 

25. 

?,?... 

P.I.. 

P.O.. 

IF)., 

m.. 

/7~ 



£*.— , 

/(-> 

»••»• 

■  *^^^ 

/fi. 

Z4-: 

» •"■"" 

/S.. 

m  •  ^^" 

--- 

^^m  m 

~~*~ 

/?,.. 

^  m 

// , 

^   •   ^ 

/o.. 

—  •  ■ 

—  - 

9. 

_.. 

«*"•' 

s.. 

Ifi98 


1903 


1908 


1913 


8£V,- 


<.  ^$ 


87 


DRY    GOODS    REVIEW 


Chart  showing 
how  much  it  now 
costs  to  maintain 
certain  fixed 
items. 


Compiled    by    Dry 
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it  40  per  cent,  in  five  years,  and  nearly 
90  per  cent,  in  the  last  10  years. 

In  a  smaller  city  the  manager  of  the 
firm  submitted  the  following1  figures — 
Year.       1.  Wages.  2.  Wages.  3.  Wages. 
1906    .  .       $7-$8  $10  $14 

1913    ..         $12  $15  $18-$20 

The  three  classes  represent  three 
grades  of  salesmen. 

This  manager  declared  that  in  spite  of 
a  constantly  increasing  turnover,  his  cost 
of  doing  business  was  advancing  more 
relatively,  and  was  now  between  20  and 
25  per  cent,  of  the  .  turnover,  and  his 
salary  list  at  present  represented  12^ 
per  cent  of  this. 

Another  firm  gave  $12  as  the  figure 
for  the  salesman  of  1893  who  would  com- 
mand $25  to-day. — an  advance  of  over 
108  per  cent ! 

The  question  of  rents  was  not  so  obvi- 
ous a  one  as  was  the  salaries  of  employes, 
when  discussing  rising  costs.  The  Re- 
view found  many  merchants,  many  in 
very  large  stores  doing  several  hundred 
thousands  a  year,  perhaps  up  to  one  mil- 
lion dollars  turnover,  where  the  "rising 
costs"  situation  was  not  aggravated  by 
thrusting  in  the  rent  upon  "rising" 
salaries,  delivery,  advertising,  taxes,  etc. 
"Let  well  enough  alone,"  seemed  to  be 


the  guiding  motto.  In  one  case  an  an- 
nual rental  of  $1,500  had  been  paid  10 
years  ago.  Shortly  after  the  firm  had 
bought  the  property  and  still  kept  the 
rent  fixed  to  itself  at  $1,500,  although  ad- 
mitting that  $5,000  was  the  real  figure 
to-day !  What  any  new  owner  would 
have  charged.  Selling  costs  were  re- 
duced $3,500  on  paper,  but  it  surely  was 
robbing  the  real  estate  end  of  the  busi- 
ness to  make  the  merchandise  end  show 
up  better  on  paper, — not  intentionally, 
for  the  same  man  owned  both,  but  it  was 
a  reversal  of  bookkeeping  that  failed  to 
get  down  to  rock  bottom  in  fairly  ad- 
justing the  expenditures  and  net  profits 
of  the  whole  undertaking.  Had  the 
maximum  rental  been  allowed,  the  "sell- 
ing costs"  would  have  had  to  be  increas- 
ed from  2  to  3  per  cent.— of  the  turn- 
over. 

In  a  smaller  store,  in  a  large  city  also, 
an  inquiry  as  to  costs  of  doing  business, 
showed  that  the  rent  was  being  neglect- 
ed absolutely,  for  the  head  of  the  firm, 
owned  his  quarters. 

Costs  of  Delivery 

The  rising  costs  of  delivery,  although 
in  the  majority  of  cases  not  known  ac- 
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curately,  are  not  being  minimized  in 
many  stores. 

"Twenty-five  per  cent,  advance  in  five 
years,"  is  a  common  reply.  This  does 
not  mean  "actual"  advance,  for  the 
total  cost  may  have  doubled,  and  often 
has,  and  more;  but  for  the  same  amount 
of  business  done  in  1907-1908  the  cost 
of  delivery  now  is  25  per  cent,  more  in 
these  stores. 

And  this  is  probably  a  low  estimate. 
One  merchant  who  does  business  well 
into  six  figures,  says  that  where  less  than 
15  years  ago  he  did  all  his  delieveries 
with  three  boys  and  wheels,  now  he  has 
four  men  and  wagons.  And  the  boys 
used  to  get  about  $2.50  and  the  men 
now  get  $12  as  a  minimum. 

' '  The  whole  fashion  of  delivering  par- 
cels,— for  it  has  come  to  that,- — has 
changed,"  was  one  statement  to  The 
Review.  "Women  simply  wont  take  the 
smallest  tilings  home  now;  they  want 
even  a  package  of  pins  sent,  and  often 
as  not  C.O.D.  This  has  made  costs  of 
delivery  go  up  far  more  than  the  exten- 
sion of  the  territories  in  so  many  of  our 
cities,  which,  itself,  is  one  of  the  chief 
causes  of  expense.  Even  vanity,  whose 
real  extent  it  is  impossible  to  trace,  adds 
to  the  total.     One  evening  I  was  on  the 
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outskirts,  several  miles  away  from  tins 
Btore,  when  I  passed  a  house  and  saw- 
two  of  our  rivals*  delivery  wagons  drawn 
up  outside  the  gate.  A  few  minutes 
later  one  of  our  own  deliveries  arrived. 
Three  wagoi  b,  going  miles,  to  divide  up 
one  dollar's  worth  of  goods,  which  was 
about  the  capacity  of  this  woman.  I 
mention  this  simply  because  curiosity 
prompted  me  to  inquire  a  little,  and  1 
found  she  did  this  to  make  her  neighbors 
think  she  was  a  big  shopper.  That's 
pari  of  the  uncontrollable  expenditure 
a  merchant  is  up  against  to-day,  and  he 
has  to  watch  more  keenly  than  ever  to 
make  up  by  saving  in  every  other  possi- 
bl(    direction. 

Comparison  of  Costs 

A  Canadian  departmental  store  mana- 
ger submitted  the  following  as  the  main 
items  of  selling  costs  compared  with  the 
turnover : — 

Salaries    5y2    % 

Rent 2y2    % 

Advertising 3  4-10% 

Delivery    16-10% 

Insurance    3-10% 

Taxes  and  Legal 4-10% 

Current,  .'S-10;   Coal,   1-10;   engineer, 
1-10;  etc. 

The  salaries  ran  from  4  per  cent,  and 
under  for  departments  where  sales  cov- 
ered large  orders  such  as  carpets  and 
furniture,  to  small  articles  where  they 
were  6  and  even  over,  the  average  run- 
ning 51/2  per  cent.  This  average  has  been 
easily  maintained  during  1913  until  the 
last  two  months,  when  business  fell  a 
little  slack  (below  1912)  and  the  mana- 
ger was  facing  the  question  of  restoring 
the  balance, —  either  by  cutting  down 
some  of  tiie  sales  staff,  or  increasing  in- 
dividual sales. 

"Had  our  turnover  not  triple.]  in  die 
hist  three  years  we  would  never  have 
been  able  to  keep  our  percentage  of  ex- 
pense anywhere  near  where  they  are 
now.  As  it  is,  the  percentage  is  going 
up,  20.2  for  1912,  and  21.5  for  the  Brsl 
half   of   1913." 

The  owner  of  a  store  doing  a  smaller 
volume  of  business,  but  large  at  that, 
who    figured    out    that     his    salaries     bad 


increased  90  per  cent.  Bince  1907,  for  the 

same  service,  pointed   out   one  case  where 

early  closing  on  Saturday  evenings  ex- 
cepl  during  December  had  greatly  in- 
creased salaries.  That  is  47  or  48  Sat- 
urday nights  taken  off,  with  4  hours  of 
service,  or  '.',  hours  actual  selling  (allow- 
ing one  hour  for  tea),  meant  144  hours, 
01  about  16  days  of  9  hours  each  in  a 
year. 

In  this  store  the  total  Belling  expense 
is  21  per  cent.  of  sales,  and  of  this 
wages  reach  close  to  12  per  cent.  Ad- 
vertising is  fairly  high,  3  per  cent.  Al- 
though at  this  a  shade  lower  than  in  the 
store  quoted  before  which  is  a  very  large 
advertiser,  and  spends  nearly  3i2  l"r 
cent. 

In  another  store  the  owner,  who  has 
nearly  100  clerks,  did  business  20  years 
ago  on  a  15-16  per  cent,  cost;  10  years 
ago  this  had  reached  nearly  20  per  cent. 
and  this  past  year  he  estimated  it  would 
be  between  23  and  25  per  cent.  The 
range  in  the  last  mentioned  figures  was 
due  to  a  slight  falling  off  in  business  in 
December  which  would  raise  the  selling 
percentage,  although  to  what  extent  was 
then  uncertain.  Thus  the  advance  in  20 
years  had  been  from  under  16  to  over  23 
per  cent,  of  the  total  sales.  To  come  out 
only  even,  without  any  profits,  this  store 
must  mark-up  its  goods  on  an  average, 
30  per  cent. 

The  owner's     estimate     of     salary  in- 
creases in  15  years  was  as  follows: — 
15  Years 
1913.       Ago.  Increase   % 

Girls    . ...  $6-$10       $3  100-233  1-3 

Men    $15-$20       $8  S7-150 

Boys  ....  $5-$7.50  $2.50       100-200 

Departmental  Store  Costs 

Still  another  departmental  store  chiei 
said  his  selling  expenses  in  the  last  seven 
years  had  increased  from  15  to  17.50  per 
cent,  of  the  turnover.  Of  this,  salaries 
averaged  slightly  more  than  6  per  cent  . 
and  advertising  l'"',   per  cent.     In   this 

period  salaries  had  increased  50  per 
(•(■nt. 

"I  could  not  make  anything  like  this 
showing  (17'._.  per  cent.)  if  it  were  not 
that  T  have  brought   our  stock  and  busi- 


SELLING  COSTS  IN  SOME  STORES. 


A. — Dry  goods  in  large  city, 
21.50';     ' 


B.— Drv   g Is   in   large  citv, 

17.50' ,      ' 

C. — Drv  goods  in   large  city, 

21.00', 


Turnover  .".'•■   times  in    rear.   Salaries 

:.',,■;  :  rent  29!  .  adv.  32  1 

Turn. 'Vim-  .".  limes  in  year,    Salaries  up 
50%    in    .">   years. 


Salaries    up    <MV,     since    1007 
12'    ;  adi 


1 1       Drj    goods   in    large   cits. 

24.00'; 


!•'..     Grocery    in    small    city, 
14.70',' 


Salaries  doubled  Id  12  years     i  wagon 
deliveries   In   place  ,.r  i . . . \  s. 


Salaries  doubled  In  12  yean 
costs  l '  ■..  •    :  adv.  1%. 


Deliver; 


P.     Stationery  in  large  city, 

17.25%    . , 

I!        Hardware    in    small    city, 
20.82','    


Kepi    down   bj    Increasing   tune. mis 

Salaries    ran:;o    from   7   to   ''■:''• 


ip  to  B  point  where  we  have  a  turn- 
over five  times  a  year. 

'•The  year  1912  was  a  hard  one  on 
salaries,"  be  went  on.  "Help  was  very 
scarce  a-  store-  and  factories  were  run- 
Ding  at  full  limit,  and  we  were  compell- 
ed to  make  a  large  advance,  and  will 
have  to  do  some  more  of  i'  early  in 
1914." 

•And  the  remedy   tor  it   all?" 
"Avoid    overstocking;    buy   can  fully, 
si.  thai  your  turnover  will  be  as  lar/g 
possible;  but  whatever  you  do,  see  to  it 
thai    the      mark-up  is   not      less    for  the 
h  hole  stoch  than  50  per  c 
price. 

And  the  Remedy 

Still  another  owner  was  inclined 
policy  of  retrenchment.    This  be  tie 
he  would  try  along  two  lines.     He  W 
gradually  let  go  the  least  efficient  of  his 
help    and    take    on    others    at    lowei 
aries;  and  he  would  curtail  his  adv< 
bag  on  the  ground  that  the  field  of  1914 
would  not   be  as  fertile  as  those  ol   1912 
and  1913. 

But  there  are  few  who  will  follow  this 
policy. 

"My   theory      is  the   very     opposite," 
said  a  man  who  had  in  a  comparatively 
small  city  built  up  a  very  large  bus 
which  had  extended  rapidly  the  last  two 
or  three  years. 

"My  policy  will  be  to  put  forth  even 
greater  efforts  to  increase  my  sales  and 
thus  keep  ahead  of  these  costs  as  I  have, 
pretty  well,  these  last  few  years.  If  I 
thought  business  was  to  be  dull,  that  is 
the  very  time  1  would  work  the  harder. 
advertise  more  extensively,  (day  the 
game  for  all  it  is  worth.  A  man  who 
looks  for  something  small  is  likely  I 
it.  I  would  not  think  of  catting  down 
-a la rie-.  nor  of  reducing  my  staff.  That 
would  be  a  last  resort.  1  would  pull 
more  business  in.  and  have  the  sales- 
people work  harder  and  handks  a  gn 
volume. 

"But  what  1  look  to  most  for  a 
change  in  conditions  is  from  the  manu- 
facturers. The  logical  course  undei 
conditions  of  rising  costs  as  we  are  fac- 
ing to-day  would  be  for  us  to  advance 
!G  to  the  public  to  ensure  us  a  rea- 
sonable margin  of  profit.  But  with  the 
utter  lack  of  co-operation  among  dry 
goods  men.  this  would  be  unworkable. 
Most  merchants  nave  a  "recognized 
>-cale"  as  they  call  it  of  selling  prices  in 
relation  to  invoice  prices.  What  we  pay 
$4.25  xr  $4.50  for,  they  think  should  be 
sold  at  50  cents:  and  $6.50  or  - 
goods  a:  75  cents,  and  $8.50  goods  at 
$1.00  each.  You  could  not  -a\  to  them: 
advance  the  tirst   to  60  CI  i  -   oond 

or  90  cents:  the  third  to  $1 .15  or 
$1.25.     You  might  start   it  youraell 
find  your  neighbor  displaying  the  same 
goods    for   the   original   prices,   or   if  you 
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A   chart  which   appeared   in  a  recent  number  of  "System"  and   which  bears  on 
the  subject  of  Eising  Costs. 


made  it  59  like  as  not  he  would  cut  from 
50  to  49. 

"Besides  the  public  are  used  now  to 
certain  prices  for  staple  lines  and  it 
might  not  be  easy  to  turn  them  off  to 
"uneven"  prices. 

' '  The  only  remedy,  it  seems  to  me,  rests 
with  the  manufacturer.  I  am  not  asking 
him  to  cut  down  his  own  profits,  for  his 
selling  costs  are  rising  like  our's  are,  but 
he  could  make  an  article  that  he  could 
sell  to  us  at  less  than  the  $4.50,  say  $4.25 ; 
less  than  the  $6.50  or  $8.50.  Let  him 
provide  us  with  a  greater  margin  of 
profit,  25  or  50  cents  a  dozen,  according 
to  the  price.  The  result  of  this  will  be 
that  there  will  be  a  general  practice  of 
selling  the  $4.25  or  $4  goods  for  50  cents 
each,  just  as  the  $4.50  to-day;  no  one 
would  think  of  making  it  45,  46  or  48 
cents.  That's  where  we  would  get  at  the 
rising  costs,  literally,  by  cutting  the 
ground  from  under  its  feet.  It  will  be 
easier  to  regulate  this  through  a  limited 
number  of  manufacturers  than  an  al- 
most unlimited,  and  constantly  changing 
number  of  retailers." 

The  second  point  of  this  message  was: 

"Be  more  careful  in  buying;  study 
coming  styles  more;  study  your  custom- 
ers more.  Analyze  your  costs  of  selling ; 
consult  with  other  people  to  see  whether 
you  are  running  too  high  in  any  phase 
of  it.  To-day,  most  of  us  will  be  forced 
to  adopt  an  almost  entirely  new  attitude 
towards  the  question  of  buying  in  order 
to  best  keep  control  of  our  costs  of  sell- 
ing. 

"But  let  me  repeat:  do  not  pull  in 
your  horns,  or  your  business  will  recede, 
too.  We  are  planning  to  go  full  steam 
ahead  in  1914.  We  are  buying  the  same 
as  we  did  a  year  ago,  and  our  advertising 
will  be  even  larger. ' ' 

This,  in  substance,  was  the  position 
taken  by  a  number  of  retailers 


Tables  of  Cost 

In  a  table  of  comparisons  of  the  sell- 
ing costs  of  a  number  of  stores  given  in 
this  article,  a  grocery,  stationery  and 
hardware  are  included.  This  is  done  for 
purposes  of  reference.  The  stationery 
store  in  question  increased  its  business 
from  $12,000  to  $15,000  in  each  of  the 
past  two  years.  Only  thus,  declared  the 
manager,  was  it  enabled  to  keep  up  to 
rising  costs.  Even  as  it  was,  salaries 
went  up  1  per  cent,  in  the  last  two  years. 
They  ran  as  follows : 

%  of  turnover. 

1908    7.8 

1909    8.0 

1910    6.5 

1911   7.0 

1912   7.5 

Among  the  items  of  expenditure  tabu- 
lated are  rent,  insurance,  salaries,  taxes, 
traveling  expenses,  postage,  light  and 
heat,  power,  advertising,  stock  and  capi- 
tal, reserve  fund. 

"The  latter  amounts  to  one  per  cent, 
of  all  our  credit  sales;  this  is  carefully 
set  aside  to  make  up  for  'bad  debts,'  but 
so  far  it  has  always  run  ahead  of  them 
and  now  we  have  $7,000  to  the  good. 

"Ten  years  ago  it  cost  us  22  per  cent, 
to  do  business  but  we  have  gradually  re- 
duced that  to  15.25  per  cent.  This  last 
amount  does  not  cover  rent,  as  we  own 
the  store,  and  2  per  cent,  or  so,  will  need 
to  be  added  for  this." 

This  would  bring  the  total  to  about  18 
per  cent. 

In  this  store  salaries  rose  12  per  cent, 
in  1912  over  the  year  before,  and  this 
year  of  1914  will  see  another,  although 
not  nearly  so  large  an  advance. 

The  grocery  business  is  one  that  does 

something  like  $150,000  a  year  in  the  two 

or   three   stores.      The   expenses   at   the 

(Continued  on  page  34) 
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CLIMAX  OF 

RENT   QUESTION. 

A  dry  goods  dealer  who  had 
a  turnover  of  over  $65,000  last 
year,  when  seen  by  Dry  Goods 
Review,  just  before  the  close 
of  1913,  said  he  was  facing  a 
problem  of  rising  rent  that 
meant  either  giving  up  busi- 
ness or  finding  a  new  stand, — 
a  serious  matter  for  one  who 
has  familiarized  the  public  to 
his  own  location  during  near- 
ly twenty  years.  Early  this 
year  his  rent  will  be  raised 
50  per  cent  if  he  stays  on,  from 
$24.00  to  $36.00,  and  will  re- 
present at  the  higher  figure 
over  5Yz  Ver  cent,  of  his  turn- 
over. With  rents  averaging 
rather  under  3  per  cent,  he 
considers  this  exorbitant,  and 
too  risky  when  other  selling 
costs  are  on  the  upgrade  as 
well.  So  he  has  decided  to 
move  or  give  tip  business. 

His  situation  as  he  <sum- 
marized  it  for  Dry  Goods  Re- 
view was  as  follows: — 

Rent  up  to  10  years 

ago $  900 

Rent  last  10  years  .  .  .2,400 

Rent  for  future 3,600 

Salaries  10  years  ago .  .  5  p.c. 
Salaries  now,,  nearly  8  p.c. 
Advertising  10  years  ago 

2  per  cent. 

Advertising  now 

4.25  per  cent. 

Selling  costs  10  years  ago 

16  per  cent. 

Selling  costs  4  years  ago 

under  19  per  cent. 

Sri  ling  costs  to-day 

22  per  cent. 

Advance  in  salaries  in  15 

years 100  per  cent. 

The  advertising  as  well  as 
the  rent  in  this  store  is  excep- 
tionally large,  as  while  it  is  in 
a  large  city,  it  is  situated  away 
from  the  downtown  district, 
and  must  depend  for  business 
on  the  district  around  say  for 
V2  'miles,  instead  of  the  whole 
city.  The  cost  of  newspaper 
advertising  and  circularizing 
this  district  is  very  heavy,  and 
the  annual  turnover  advances 
slowly,  as  the  district  has  been 
settled  a  number  of  years. 


Effective  Systems  Applied 

In  an  Ontario  Store 

Methods  Adopted  to  Keep  Close  Account  on 
Business  Done  in  Various  Departments 
and  the  Work  of  Each  Member  of  the  Force 

— The  Percentage  Basis  on  Salaries — Regu- 
lar System  of  Inspections  in  the  Stoic. 


IDEAS  FROM   .1  BRANTFORD  STORE. 

Beloir  are  some  of  the  devices  of  the  Brantford  store  of 
E.  B.  Crompton  &  Co. : 

Each  clerk  receives  record  at  beginning  of  each  wet  k  of 
sales  made  by  him  in    corresponding    days  of  week  orn 
before — a  record  for  him  to  exceed  this  year. 

Weekly  record  sent  to  each  clerk  of  p<  rcentagt  of  his  salary 
to  his  sales,  for  past  week,  and  corresponding  one  of  yt  ar  before, 
as  well  as  once  a  month,  a  comparison  for  the  wholt  month  o) 
this  year  and  last. 

Committee  of  Inspection  discuss  conditions  in  e«ch  depart- 
ment periodically. 

Closed  cabinets  for  ladies'  dresses. 

Lunch  room  and  women's  rest  room  with  free  'plcone. 


EH.  CROMPTON  &  Co.,  of  Brant- 
#  lord,  in  the  27  years  that  they  have 
been  doing  business  in  that  city 
have  not  only  established  a  reputation 
in  the  large  district  from  which  they 
draw  their  chief  business,  but  have  de- 
veloped a  number  of  features  in  con- 
nection with  their  store  and  its  methods 
that  may  prove  profitable  for  many  of 
the  readers  of  The  Review  to  consider  in 
connection  with  their  own  business.  The 
store  itself  years  ago  secured  a  corner 
location    and     much     additional    window 


space  by  taking  in  the  property  next  it, 
which  like  the  rest  is  three  storeys  in 
height  and  goes  under  the  name  of  "The 
Annex."  Although  the  dividing  walls 
are  retained,  and  the  two  front  entrances, 
wide  openings  on  each  floor  admit  freely 
from  one  to  the  other. 

The  ground  floor  is  devoted  to  a  gen- 
eral stock,  worked  out  as  is  being  done 
as  a  first  principle  in  store  arrangement 
on  the  theory  of  reaching  the  "floating" 
or  "transient"  customers;  presenting 
goods  to  them  along   the   lines  of  least 
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We  look  (or  an  increase  in  the  volume  of  business  from  every  Department  from  season  to  season,  and  in  order 
to  keep  you  advised  as  to  what  we  expect  from  you  as  Departmental  Manager,  and  from  those  in  the  Department 
with  you,  we  append  the  memo  as  below. 

You  can  do  very  considerable  towards  establishing  new  and  improved  records.  It's  your  business  to  do  so. 
The  figures  below  represent  each  salesperson's  sales  for  last  year  for  the  week  corresponding  to  the  coming  week. 


Week  Ending       A)-0*,      9-« 
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NAME 

MON 

TUES 

WED 

THURS 

fRI 

S*T. 

H 

9 
ii 

IS 

:  i 

1  3 

fc3 

bi' 

X9 

X9 
2-7 
R2. 

Xo 

<*0 

3^ 

7&' 
10 

4"  1 
</7 
'or  a 

^3 

36 

32- 

*7 

3S 

10 
1% 

7i' 

7fc 

1  x<\ 

11 

1  5 

NO     J      RECORD    IT    IS    UP   TO   THEM   TO    HEAT   NEXT   WEEK. 

Tin-   inrin  use. I   in   E.  B.  Crompton  &  Co. 's  stoic  is  scut  out  :it  the  end  of  each 
week    to    the    head    of   each    department   and   contains   B    record   of   the   sale-   each   day 

of  the  week  the  year  before.  This  provides  an  incentive  to  exceed  it  this  year. 
The  usual  system  is  to  send  out  a  record  after  the  week  is  OVEB,  containing  con 
pa  i  isons  m  it li  t  lie  j  ear  before. 
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CUEPKS  .SELLING 
PERCENTAGE 

The  Standard  of  Percentage  for  selling 
other  words,  the  wages  paid  you  in  proportion  to  the 
amount  of  goods  -old.  i»  conceded  by  all  reta.l  h 
to  be  an  outM.lt  lii/urt  it  5  t"  6  .  Some  house- 
age  a-  low  u  i  1-2  to  4X,  and  we  are  goinif  t 
forth  every  effort  to  reduce  ours — Which  w  " 
can  do  if  we  ill  do  our  share  to  help. 

In   order  tn  judge  nghly  the  ibility  of  our 
vidual  salespeoph  ept,  and  has  tx-en 

for  the  last  several  years,  of  each  ones  selling  cost  per 
week.      It  i<    p.irtl;.    on    thit  kl 
ments  and  ii 


Name  *■)"/•».  jl^^aC.     fH  ijin 

Weekending         ISlslA-.    I  3  ,   I  9  I  3  4fc>3 

Same  period  last  &'  I  Q_ 

Average  for  month  V   S"fe 

Average  for  same  -ame  month  last  year  o  -2.^ 

E.  B  CROMPTON 


so. 


-EACH  CLERK  GETS  THIS. 


ance,  without  any  elevators  or  stair- 
ways to  deter  them  from  inspectii'i:  the 
contents  of  the  store. 

Dresses  in  Glass  Cabinets 

A  noticeable  feature  on  the  left  on 
entering  is  a  series  of  glass  cabinets, 
in  which  dresses  arc  hanging,  arc  "ready 
to  wear.''  The  purpose  of  t: 
plained  by  E.  C.  Crompton,  is  that  the 
constant  handling  by  customers  is  thus 
avoided,  and  the  consequent  soiling, 
while  by  being  measurably  out  of  sight 
a  woman  does  not  feel  that  the  dre> 
finally  selects  has  become  familiar  in 
price  and  design  to  hundreds  of  other 
women  in  town.  The  dress  retains  a  cer- 
tain amount  of  "exclusi\  that 
Mr.  Crompton  feels  is  lacking  it  all  are 
left  out  "in  the  open."  for  weeks. 

"They  ate  easily  shown,  and  yet  arc 
kept  in  better  condition  and  the  price 
nark  is  not  so  prominent  as  in  the 
usual  way  of  displaying  them  '  This. 
it  is  hardly  necessary  to  mention. 
is  not  a  method  that  the  firm  would  fol- 
low in  a  special  sale,  but  the  system 
adopted  for  early  season  displays  where 
good  prices  are  secured  for  stock  and 
the  question   of   e  something  dif- 

ferent from  anybody  i  se  :-  an  import 
ant  one  for  a  woman. 

At    the   rear  of  the    -  lery 

tor  the  office. 

The  second  lloor  of  the  main  store  is 
devoted  mainly  to  ready-to-wear,  millin- 
ery and  furs.  In  the  dress-making  de- 
partment twenty  power  machine-;  are 
kepi  busy,  Two  private  rooms  are  pro- 
vided for  trying  on  millinery.  The  third 
lloor  is  devoted   to  housefurnishii 
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Tea  Room  Run  By  Caterer. 

At  the  front  corner  of  the  annex,  on 
the  second  floor,  is  a  tea  room  seating 
40  to  45.  This  has  proved  a  very  popu- 
lar addition  and  a  rendezvous  not  only 
for  the  city  but  for  customers  from  sur- 
rounding towns.  The  firm  does  not  do 
its  own  catering,  finding  it  more  econo- 
mical and  satisfactory  otherwise,  as  well 
as  a  saving  in  space,  to  leave  it  to  out- 
siders. However,  control  is  retained, 
so  far  as  to  see  that  quality  is  kept  up, 
prices  regulated,  and  so  forth.  A  noon 
lunch  is  served  for  30  cents. 

"It  is  a  department  of  the  store  that 
I  would  not  be  without,"  Mr.  Crompton 
said.  "Arranged  as  we  have  it,  it  is 
no  trouble;  we  only  keep  a  general  sup- 
ervision over  it  and  everything  runs 
smoothly.  It  supplies,  we  feel,  a  de- 
mand in  the  way  of  convenience  for  our 
customers,  and  as  such,  it  was  our  duty 
to  see  that  this  was  filled  if  we  could. 
Not  only  so,  but  it  nets  us  a  fair  profit 
for  the  space  we  devote  to  it.' 

Free  Phone  in  Rest  Room. 

The  best  front  space  on  the  second 
floor  is  given  up  to  the  Women's  Rest 
Room.  One  has  only  to  glance  in  to 
these  bright  quarters  to  find  the  reply 
ready-made  to  any  query  as  to  the  ap- 
preciation of  this  accommodation,  for 
advantage  is  taken  of  it  every  hour  of 
the  day.  Besides  easy  chairs,  tables, 
writing  paper,  pens  and  ink,  the  firm  has 
two  additions  not  usually  found,  current 
magazines  and  a  telephone.  The  latter 
rather  surprised  The  Review  man;  and 
he  suggested  to  Mr.  Crompton  that  he 
appeared  over-generous  in  this  equip- 
ment. 

"Yes,  it  might  seems  so,  but  really  is 
not,"  came  the  answer.  "We  do  not  find 


couple  of  months,  looks  over  each  de- 
partment. This  Committee  is  formed 
entirely  inside  the  store,  of  members  of 
the  firm  and  heads  of  departments. 
The  idea  is  to  have  each  department  in 
turn  "inspected"  formally  by  one  or 
more  members  of  the  firm  and  the  other 
iieads,  for  the  purpose  of  making  friend- 
ly criticisms  or  securing  schemes  for 
adoption  themselves. 

For  instances  the  points  to  be  consid- 
ered are: 

Stock. 

Neatness. 

General  effect. 

Cleanliness. 

Freedom  from  undesirable  stock. 

This  is  not  an  arbitrary  division,  but 
may  be  taken  as  one  that  often  is  adopt- 
ed. A  special  member  of  the  committee 
is  chosen  to  judge  each  point  and  he  at 
the  close  announces  the  percentage  of 
efficiency  that  he  thinks  it  warrants.  The 
general  discussion  proves  a  valuable 
training  not  only  for  the  head  of  the 
department  under  review,  but  for  all 
taking  part,  and  as  it  has  been  operat- 
ed tactfully  no  friction  has  developed. 

Clerk's  Selling  Percentage 

The  "system"  of  the  store,  as  work- 
ed out  by  C.  F.  Ramsay,  is  unusually 
highly  developed.  The  closest  connec- 
tion is  maintained  between  the  manage- 
ment and  the  clerks,  and  their  actual 
services  to  the  store  analyzed  to  an  ex- 
tent not  found  in  many  establishments 
yet  in  Canada.  In  this  article  are  given 
three  of  the  forms  used  as  part  of  the 
business  system. 

One  is  a  form  marked  "clerk's  selling 
percentage."  While  many  stores  make 
it  a  practice  of  keeping  track  of  the  sal- 
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women  abusing  the  privileges  for  long 
conversations  or  even  frequent  calls. 
Generally  it  is  used  only  for  an  urgent 
personal  message,  and  quite  frequently 
for  enquiries  at  home  that  bear  on  pur- 
chases that  are  to  be  made  in  our  store." 
This  telephone  is  one  of  eighteen  in 
the  store,  operated  by  its  own  exchange. 

Committee  of  Inspection. 

Among  the  internal  workings  of  the 
Crompton  store  is  a  Committee  of  In- 
spection that,     periodically,     say    every 


ary  cost  of  selling  goods,  both  in  the 
aggregate,  and  as  applied  to  each  clerk, 
few  consider  it  information  that  should 
be  put  in  possession  of  the  clerk  himself. 
If  he  shows  a  tendency  to  fall  down,  he 
is  summoned  before  the  manager.  Other- 
wise he  remains  in  ignorance,  blissful  or 
unhappy,  of  the  relative  position  he  oc- 
cupies from  month  to  month,  unless  he 
happens  to  institute  a  personal  system 
of  bookkeeping  on  his  own  account. 

The  Crompton  Co.  send  a  slip  to  each 
clerk  every  week,  showing  his  percent- 
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age  of  salary  to  sales  for  the  week  just 
closed,  for  the  same  period  last  year; 
the  average  for  the  month  and  the  aver- 
age for  the  same  month  last  year.  In 
this  way  a  clerk  can  judge  whether  his 
own  efficiency  is  increasing  or  on  the 
wane,  and  whether  the  advance  of  sal- 
ary he  received  has  been  followed  by  a 
corresponding  advance  in  his  selling  re- 
sults. This  is  surely  an  excellent  scheme 
for  keeping  a  clerk  on  his  mettle. 

In  the  notice  sent  out  to  each  it  is 
stated  that  the  wages  paid  should  not  be 
more  than  5  or  6  per  cent,  of  the  sales 
made;  and  that  some  houses  average  as 
low  as  3V2  to  4  per  cent. 

Last  Year's  Record  in  Advance 

Leaving  percentages  and  coming  to 
actual  figures,  the  firm  makes  use  of  an 
"advance  information"  notice  which 
goes  to  each  head  of  a  department.  This, 
as  will  be  seen  by  the  accompanying  il- 
lustration, No.  2,  informs  each  man- 
ager of  the  actual  amount  of  sales  by 
each  one  of  his  clerks  on  the  correspond- 
ing week  last  year,  in  order  that  he  may 
know  what  standard  he  has  to  work  up 
to  and  surpass.  If  he  so  desires,  the 
head  gives  to  each  clerk  a  separate  slip 
showing  his  own  sales,  day  by  day  the 
year  before,  so  that  he  can  keep  track 
himself,  and  work  all  the  harder  to  beat 
them.  He  is  thus  kept  in  an  intelligent 
position,  and  knowing  what  he  "is  up 
against,"  he  is  more  likely  to  make  sure 
of  surpassing  it  than  if  he  worked  on 
blindly.  Such  is  the  theory  underlying 
this  practice. 

In  the  illustration  given,  four  clerks 
are  taken — with  fictitious  names  and 
similar  amounts,  of  course.  The  week  of 
1913  ended  on  Dec.  20,  and  about  Dec. 
11  the  notice  would  be  sent  out.  The 
corresponding  week  of  1912  ended  on 
Dec.  21.  which  date  could  be  used  on  the 
line  "week  ending." 

The  ordinary  practice  is  to  send  a 
memo  to  the  head  of  a  department  at 
the  "end"  of  the  week,  showing  actual 
comparisons  with  the  corresponding 
week  of  the  previous  year.  At  this  time 
"the  damage  may  be  done,"  and  there 
is  no  chance  to  remedy  it.  Mr.  Ramsay 
believes  the  Crompton  store's  method  is 
infinitely  superior. 

Illustration  No.  3  is  a  memo  for  the 
head  of  the  department,  sent  monthly, 
and  by  the  year,  showing  the  total  sal- 
aries paid  in  his  department  for  the 
month,  the  total  number  of  sales,  and 
the  average  percentage  of  cost  of  selling 
in  salaries.  This  can  be  arranged  with 
separate  percentages  for  each  clerk  at 
the  end  of  the  month,  or  for  each  week, 
as  the  ease  may  be. 

Keeping  Ahead  of  Costs. 
These  examples  from  the  store  of  E. 
B.   Crompton  &  Co.  will  serve  to  illus- 
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the  awakened  interest  among  the 
leaders  In  the  tin  goods  business  lo 
know  just  where  they  are  at;  to  analyze 

their  sales,  the  salaries  they  pay,  their 
gross  and  net  profits;  to  gather  all  the 
material  thai  will  help  them  work  to- 
ward ter  efficiency ;  to  eliminate 
srastes;  in  a  word,  to  grapple  most  suc- 
cessful with  the  problem  of  rising 
costs. 
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THE  PROBLEM  OF 
RISING  COSTS 

( <  'out  inued  Iron;  page  '!!  I 
head  -tore  averaged  L4.7  of  the  total 
sales  for  1912,  and  will  be  aboul  the 
same  for  1913.  At  one  branch  store  LI 
eosl  L3.92  and  al  the  other  12.71  per 
eent.  The  expenditure  is  set  down  under 
one  of  four  heads:  merchandise  pur- 
chases, store  expenses,  barn  expenses, 
advertising.  The  last  mentioned  is  1  per 
cent,  lower  than  most  dry  goods  stores, 
and  salaries  slightly  under  9  per  cent. 
Ten  per  cent,  of  the  value  is  allowed  for 
depreciation  of  fixtures  each  year,  and 
all  repairs  are  charged  against  barn  ex- 
penses without  lessening  the  10  per  cent, 
reduction   for  depreciation. 


CHINESE    COTTON 
CLOTH 

In  spite  of  all  political  and  revolu- 
tionary vicissitudes,  cotton  still  main- 
tains its  position  among  the  millions  of 
China  as  the  staple  cloth  for  all  pur- 
poses of  dress  and  general  use. 

The  Chinese  themselves  have  never 
manufactured  woollen  goods  to  any  ex- 
tent, with  the  exception  of  in  a  few  small 
areas  in  colder  regions.  Even  the  culti- 
vation of  cotton  and  the  spinning  of  it 
into  yam  were  unknown,  so  it  is  be- 
lieved, up  to  the  thirteenth  century,  but 
alter  that  time  the  use  of  cotton  spread 
into  all  places  in  the  empire,  and  became 
extensive  with  China  proper-  To-day 
you  go  into  interior  places,  and  there,  as 
a  general  household  industry,  you  find 
cotton  plant,  very  short  and  only  adapted 
to  welt  and  short-end  work,  planted  by 
e-verj   family  who,  in  turn,  grow  it.  spin 

it,  weave  it  and  wear  it. 
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IF  THE   WASTE   BASKET 
COULD  SPEAK 

1.  Don't. jolly  yourself.  Anybody  can 
throw  an  unread  letter  into  the  waste 
basket.  Carefully  read  letters  are  seldom 
thrown  away. 

2.   A    waste    basket    pets    many    ideas 
that    rightfully  belong  to  the  man   who 

uses   it. 

,'i.  The  waste  basket  is  more  often  the 
Cemetery   of  money-making  suggestions, 


than  the  Potter's   Field  of  Letters  that 
do  not  carry  an  idea. 

4.  Sober  second  thoughts  compel  us  to 

search    the    waste    basket    for    ideas   dis- 
carded on  the  spur  of  the  moment. 

5.  The  waste  basket  has  it  over  the 
most   of  ib  in   that  it    takes  everything 

il    can    get. 

ii.  An  empty  waste  baskel  is  a  great 
tribute  to  the  capacity  of  its  owner  for 

new     ideas. 

7.  The  waste  basket  is  the  Siren  that 
beckons  many  men  to  failure. 

8.  "Look  before  you  leap"  mean- 
think  twice  before  using  the  waste  papei 
basket  once. 

9.  Those  who  shirk  mosl  generally 
have  the  biggest  waste  basket. 

10.  A  well  filled  waste  basket  is  proof 
of  the  saying:  'Out  of  sight  is  out  of 
mind." 

11.  When  a  letter  goes  Lnto  the  waste 
basket  unread  the  laugh  is  on  the  man 
who  gets  the  letter  rather  than  on  the 
man  who  sends  it.  The  man  who  sends  a 
letter  may  lose  the  chance  to  make  one 
sale:  the  man  whoreceives  it  may  throw 
away  chances  to  make  many  sales.  Spare 
the  waste  basket  and  save  the  business. — 
Advertising   and    Selling-. 
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PREVENT  CO-OPERA- 
TION LEGISLATION 

It  is  quite  evident  that  another  at- 
tempt will  be  made  this  coming  session 
at  Ottawa  to  push  through  a  Co-opera- 
tive Bill  designed  to  extend  special 
privileges  to  the  few.  Among  the  re- 
quests made  by  the  Western  grain- 
growers'  deputation  at  the  Capital  re- 
cently was  one  asking  for  permission  to 
establish  and  operate  co-operative  stores 
in  the  West  without  having  to  go 
through  the  formalities  of  the  Joint 
Stock  Companies  Act. 

If  these  co-operative  associations  are 
in  any  way  different  from  joint-stock 
companies  and  therefore  entitled  to 
special  consideration,  we  are  from  Mis- 
souri, and  want  to  be  shown.  This 
should  be  the  attitude  of  every  merchant 
in  Western  as  well  as  Eastern  Canada. 
Merchants  out  west  organized  pretty 
thoroughly  during  the  past  year  and  are 
now  in  position  to  bring  great  force  to 
bear  on  their  Federal  representatives. 
Bui  the)  must  act  NOW.  They  should 
not  wail  until  a  Bill  lias  been  introduc- 
ed into  parliament.  Now  is  the  time  bo 
formulate    plan-    and    demand    of   their 

representative-  that  no  special  privi- 
leges shall  be  given.  Co  operative  stores 
are  being  formed  to-day.  That  is  prob- 
ably all  right.  Thej  come  under  the 
Joint  Stock  Companies'  Act.  but  they 
should  never  be  given  class  Legislation— 

and   only    the   merchants   can    prevent    it. 

Canadian  Grocer, 
34 


Annual    Meeting   Held 


T.  e  annual  meeting  Montreal 

Wind' -ah-    Drj    Groods    A-  was 

held   in   the   Board  of,  Trai  nittee 
room.  December  18, 

G.    I,'.    Martin,     pr< 

the  affair-  iciatio     during 


•  jBS 

A.LPH0N8E   h'.U'IXE,  JK., 

President   of  the   Montreal  Wholesale   Dry 

Goods  Association. 

past  year.     The  principal  matter  whicl: 
has   received    the   attention   of  the   ass< 
ciation  in  1913  was  the  question  of  cart- 
age  and    the   threatened  <Uscoutinuance 
of  the  service  of  the  railways. 

The  election  of  officers  resulted  as  fol- 
low-: President.  Alphonse  Racine  Jr.: 
vice-president,  George  Sumner;  treasur- 
er. P.  11.  Bartlett;  directors.  R.  A. 
Brock.  Ceo.  B.  Fraser,  W.  E.  Cushing,  G. 
R.    Martin. 

The  retiring  president,  G.  H.  Martin. 
was  chosen  as  the  association's  nominee 
for  election  to  the  Council  of  t!  e  Roard 
of  Trade.  ^ 

PAID    THEIR  DEBTS 

Montri  al.  Ten  years  ag< 
Samuel  Rabinovitch,  retail  drj 
merchants  at  St.  Guillaume  de  Gpton, 
tailed  and  the  creditors,  whose  accounts 
amounted  to  over  $15,000,  received  nine 
and  a  halt  cents  on  the  dollar  when  the 
estate  was  wound  up.  The  brothers 
Rabinovitch  came  to  Montreal  and 
started   m  the  real  estate  busii 

To  day,    ;"'  of  the  remaining  creditors, 
whose  accounts  varied     from     (9.68 
$968.74  and  totalling  $9,814.96,  were  sur- 
prised to  receive    cheques    covering  the 
amount    o\'  their  claims.      The      brothers 

have  prospered  and  while    not    legally 

compelled    to   pay    their   debts   did    - 
a  matter  of  conscience. 


Down  to  Rock  Bottom  For  Annual  Inventory 

Do  Not  Handicap  Year  1914  by  Jollying  Yourself  With  Inflated 
Stock  Valuations — Recording  Both  Cost  and  Selling  Prices — Sys- 
tems <>f  Reductions  on  Novelty  Lines. 


6  6X7*  VER  hear  of  a  man  jollying' 
l^j  himself  along  in  his  stock- 
taking?"' 

The  question  was  put  to  The  Review 
towards  the  close  of  the  year — by  a 
men 's   furnisher. 

Jollying  the  other  fellow — yes.  but 
oneself? 

Ami  yet  this  is  what  scores  of  dry 
goods  men  will  be  doing  a  few  days  after 
they  read  this.  —  if  they  -don't  change 
their  ways. 

What's  the  use  of  it?  Where's  the 
fun.'  You're  playing  a  game  with  your- 
self, and  your  right  hand  tries  to  fool 
the  left.  Did  you  ever  play  a  game  of 
solitaire,  or  chess,  or  checkers  by  your- 
self and  make  a  mis-move?  Maybe  it 
brought  you  nearer  winning,  but  what 
satisfaction  was  there  in  it?  Pshaw! 
you  said,  and  chucked  the  game,  and 
started  all  over. 

Get  Down  to  Rock  Bottom 

So  when  you  take  stock,  what's  the 
use  of  marking-up  everything  when  you 
know  it's  not  worth  the  value?  Of  what 
use  to  pad  your  own  stock  against  your- 
self? Why  not  get  to  rock-bottom? 
Why  saddle  the  new  year  with  last 
year's  losses? 

Watching  a  men 's  furnisher  at  work, 
The  Review  asked  him  about  his  system 
of  marking-down  his  stock. 

"Cutting  the  price  in  two  is  common; 
sometimes  more  than  that,"  he  said. 
"Here's  a  line  of  linen  shirts.  Maybe 
it  will  be  easy  to  get  rid  of  them,  but 
chances  are  they'll  go  slow.  They  cost 
$9.  I'll  put  them  down  at  $5.  That  will 
give  us  a  margin  to  work  on  in  reducing 
the  selling  price  in  a  few  days.    I  like  to 


know  just  where  I'm  at.  I  never  want 
to  think  I'm  fooling  myself.  What  is 
more:  the  inventory  list  is  what  I  begin 
the  new  year  with.  It's  this  record  I 
have  to  compare  with  the  record  of  my 
stock  one  year  hence.  Why  handicap 
my  results  in  1914  just  to  help  1913  out 
a  little?  Let  it  take  care  of  itself.  Be 
absolutely  honest.  Get  down  to  rock- 
bottom.  " 

First  He  Dusted  His  Stock 

The  stock-taking  of  this  dealer  con- 
sisted first  in  dusting  his  stock. 

'•I  have  the  boys  do  that  first  thing 
every  year,''  he  explained.  "They  go 
over  all  the  boxes  and  other  packages 
and  clean  them  up.  This  is  to  avoid 
any  dust  getting  on  the  goods  inside 
when  they  are  being  handled  and 
counted.  You'd  hardly  credit  the 
amount  of  damage  that  is  often  done  in 
a  store  in  stock-taking  from  this 
source. ' ' 

This  was  followed  up  by  the  clerks  go- 
ing over  the  stock  in  the  reserve  room 
first,  another  in  the  store  itself.  On  the 
outside  of  each  package  was  a  slip,  at- 
tached to  the  inside,  indicating  the 
quantity  of  goods  in  the  package.  The 
last  week  in  January  the  manager — if 
the  store  is  a  small  one — •  or  the  head 
of  each  department  if  fairly  large — will 
make  a  record  of  the  stock  with  an  as- 
sistant to  call  off.  Here  is  where  the 
real,  honest,  work  is  done;  and  here  is 
where  inflated,  worthless  inventories  are 
often  turned  out. 

"If  the  goods  are  staple  lines  of  un- 
derwear, or  black  cashmere  socks,  or 
collars  (which  are  always  worth  the  full 
selling  price),  I  mark  them  down  at  the 


full  value.  But  a  broken  line  of  shirts, 
for  instance,  I  always  cut  down;  often 
slash.  The  underwear  may  be  'broken 
lines,'  but  I  can  fill  in  in  my  next  order 
and  get  the  full  price  for  them.  But 
shirts  are  different.  If  I  put  some  of 
these  in  the  window  a  man  might  come 
in  and  ask  for  a  certain  size  and  I  might 
not  have  it.  Then  he'd  say,  'What  did 
you  show  it  in  your  window  for?'  That 
would  be  bad  business. 

"When  I  mark  a  package  down  say 
from  $8  to  $6  per  dozen,  I  mark  the  $6 
down  on  the  outside,  and  that  becomes 
the  new  cost  price  for  1914.  This  cost 
price  I  mark  down  by  a  private  code  on 
every  package,  as  well  as  the  selling 
price.  Often  while  I  have  the  package 
there  I  mark  down  the  reduced  selling 
price  as   well. 

"In  going  over  the  stock,  I  keep  every 
different  line  on  separate  sheets,  separ- 
ating gloves  from  collars,  and  under- 
wear from  ties." 

Soiled  Goods  or  Novelties 
Down 

The  head  of  a  department  in  a  dry 
goods  store  where  the  accompanying 
sheet  is  used,  is  having  his  clerks  go 
over  the  embroideries,  and  measure  them 
up,  and  the  ribbons,  glo'ves,  etc.,  mark- 
ing on  little  tags  the  quantity.  In  a 
couple  of  weeks  be  will  take  down  the 
record. 

"I  am  very  liberal  in  lowering  cost 
prices  or  values  on  everything  that  is 
soiled  or  is  not  a  staple  line,"  he  told 
The  Review.  "All  novelties  are  subject 
to   heavy  cuts." 

(Continued  on  page  45) 
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When   Alarm   Clocks  Fail  to  do  Their    Work 

Problem  of  the  Late-comers  in  Stores  and  Factories— All  Must 
Get  a  "Note"  From  One  Proprietor— Reducing    Wages    Wh< 
Lateness    Exceeds    15    Minutes    a    Week—Warnings    Usually 
Effective. 


COM]  N'< !  Late  to  School  is  one  of  the 
problems  that  faces  every  prin- 
cipal, past,  present  and  to  come, 
for  a  tendency  to  trail  behind  the  clock 
is  a  frailty  that  has  beset  human  kind 
before  there  were  clocks  at  all.  Dry 
goods  men  are  often  bothered  by  em- 
ployes coming  late  and  various  devices 
have  been  invented  to  act  as  effective 
agents  of  punctuality. 

The  time-clock  occupies  a  place  in 
thousands  of  stores  and  factories  and 
the  records  of  each  employe  are  entered 
up  carefully  four  times  a  day.  Some  large 
establishments — where  work  starts  and 
ends  rigidly  according  to  the  clock,  and 
employes  are  on  piece-work,  or  where 
there  is  an  exact  system  of  payment  for 
services  rendered — insist  on  deducting 
a  certain  portion  of  wages  where  the 
employe  offends,  say,  twice  in  a  single 
week.  Others  allow  15  or  20  minutes  as 
a  maximum  for  lateness  in  a  week,  and 
tor  any  time  over  that  deduct  from  the 
salary  for  the  exact  time  late.  A  few 
manufacturing  firms  will  not  allow  em- 
ployes to  work  for  that  morning  if  they 
are  late  a  certain  time,  deducting  half  a 
day  as  a  penalty. 

Distinction  Between  Two 
Classes 

Generally  speaking  there  is  a  dispo- 
sition to  make  a  distinction  between  the 
office  staff  and  the  rest  of  the  employes, 
the  latter  of  whom  stop  work  promptly  at 
the  ringing  of  the  gong  and  are  paid  for 
overwork,  which  often  is  not  the  case 
with  the  former. 

"All  except  the  office  staff  ring  in," 
said  the  manager  of  a  departmental 
store.  "The  staff  simply  hand  in  cards 
at  a  desk  with  name  or  number  on,  and 
the  time  is  recorded  in  that  way." 

Cannot  Be  Too  Strict 

"  1  st>  your  own  discretion,"  was  the 
advice  of  the  owner  of  another  large  dry 
goods  store  when  asked  what  penalties 
he  inflicted   for  lateness  of  employes. 

"As  a  matter  of  fact  the  last  two  or 
three  years  we  have  had  to  be  pretty 
careful  how  we  treated  them,  for  there 
has  been  so  great  a  demand  in  stores 
and  factories  and  offices  that  it  has  been 
difficult  Bometimes  to  keep  our  salesmen 

and  sales  girls..  So  we  could  nol  be  too 
exacting  and  have  had  to  overlook  much 
thai  otherwise  we  would  have  objected 
to,  and,  indeed,  would  not  have  tolerated 
at  all.     If  we  find  B  few  cumin!.'  late  per- 


sistently we  send  them  warning  notes, 
pointing  out  the  necessity  for  being  on 
time  and  this  in  nearly  every  case  is  ef- 
fective. We  have  no  system  for  deduct- 
ing a  part  of  the  salary  and  sending 
them  hack  for  quarter  or  half  a  day, 
as  in  some  stores  and  factories." 

Must  Get  Note  from  Head 
of  Firm 

A.  Hamilton  dry  goods  store,  Pratts, 
lias  had  the  time  clock  but  has  discard- 
ed it  for  a  special  system  of  their  own. 
This  recalls  public  and  high  school  days 
when  you  "had  to  see  the  principal 
when  you  were  late."  It  is  worked  by 
means  of  the  counter  check   hooks. 

These  are  handed  in  at  night  and  in- 
stead of  being  distributed  each  morning 
at  the  different  counters,  they  are  taken 
to  a  desk  and  each  clerk  calls  for  her 
own  before  going  to  her  place.  At  8.30 
a.m.,  when  the  store  is  open  to  the  pub- 
lic each  clerk  is  supposed  to  be  in  her 
place,  and  all  books  then  uncalled  for 
are  taken  into  the  office.  Before  a 
clerk  can  get  hers  now  she  must  get  a 
slip  from  Mr.  Pratt  himself  or  the  next 
in  charge  to  him. 

Fancy  the  Situation 

How  many  times  in  succession  is  a 
girl  likely  to  ask  the  "boss"  for  a  note? 
Mr.  Pratt,  if  he  finds  a  girl  late,  say  two 
days  succeeding,  questions  her,  and  no- 
thing more  is  said  if  she  has  a  valid 
reason.  In  the  few  cases  where  late 
coming  seems  incorrigible  a  girl  is  given 
a  half-holiday  without  pay.  If  this  does 
not  conduce  to  her  earlier  rising  she  is 
let  go.  But  such  a  result  is  very  seldom 
necessary. 

They  Come  To  You 

"The  advantage  of  this  system,"  Mr. 
Pratt  explained  to  The  Review,  "is  that 
they  come  to  you.  In  the  time  clock 
system  you  go  to  them;  yon  are  the  one 
who  has  to  do  the  fault-finding;  to  point 
out  the  digressions;  to  ask  for  an  expla- 
nation. You  have  to  hunt  each  one  up 
in  turn;  the  clock  is  impersonal,  and 
nothing  is  said  at  the  time.  The  beauty 
of  this  other  plan  is  that  the  clerk  is 
placed  on  the  defensive,  she  has  to  ask 
you  for  a  favor;  she  has  to  do  the  ez 
plaining.  and  whatever  humiliation 
there  is  in  it  she  has  to  bear.  We  find 
it  works  very  satisfactorily  and  the  only 
record  necessary  where  the  proprietor's 
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memory  i»  not  sufficient — is  kept  at  the 
office  in  the  -lips  that  are  sent  in  by  my- 
self or  whomever  else  I  depute. 

"Where  there  are  a  large  number  of 
clerks,  say  up  to  200,  several  divisions 
could  be  made  of  points  to  which  they 
could  go  for  their  books  to  avoid  confu- 
sion, and  two  or  three  of  the  heads  of 
the  firm  or  of  departments  could  be  de- 
puted as  ones  whom  the  girls  had  to  see 
before  being  given  their  counter  check 
books." 

Closing  the  Office  Door 

The  head  of  another  firm  said  that  he 
used  a  time  clock  for  his  office  staff  as 
well  as  in  his  large  work  room,  but  after 
moving  into  a  new  building  the  divisions 
of  the  structure  made  the  combination 
use  not  practicable.  So  he  continued 
the  time  clock  for  the  employes  in  the 
manufacturing  end  of  his  business  and 
-cut  Diit  notices  to  each  of  the  office 
staff  by  name,  pointing  out  the  time 
when  each  was  expected  to  be  in  his 
place,  and  intimating  that  the  firm 
looked  to  him  to  observe  this. 

"If  I  find  much  difficulty  now  that  the 
time  clock  is  given  up,  I  shall  simply- 
close  the  office  down  at  a  certain  hour, 
and  each  one  who  is  late  will  have  to 
pass  through  my  office.  That,  I  think, 
will  he  sufficient  of  a  deterrent  to  much 
late  coming.  Of  course  not  only  with 
the  office  staff,  but  in  the  case  of  the 
men  and  girls  above,  we  are  always 
ready  to  accept  any  reasonable  explana- 
tion. We  allow  the  employes  15  min- 
utes grace  each  week,  and  deduct  them 
lor  the  exact  time  thev  are  late  bevond 

-." 

@ 

The  brain  and  the  moscles  are  alike: 
the  more  you  use  them  the  better  their 
quality. 

Some  men  are  like  a  lazy  horse!  they 
work  harder  in  the  breeching  than  they 
do  in   the  eollar. 

Cleanliness  i>  next  to  Godliness.  The 
want  of  it  has  kept  many  from  "get- 
ting next  "'to  a  good  job. 

It  is  a  mistaken  idea  that  those  who 
are  employed  at  wages  are  necessarily- 
working  for  another.  Only  those  who 
watch  the  clock   are  working  for  a  I 


The   Trend   in   Cards  is   Towards  Simplicity 

Card  Writing  is  Emerging  From  a  Stage  of  Transition — The 
Smaller  Card  and  Neater  Style  of  Lettering  Prove  Their  Effec- 
tiveness— Tests  Which  Went  to  Show  How  Various  Styles  of 
Cards  Draw — A  Summary  of  the  Situation. 


THE  science  of  card-writing'  has  been 
passing  through  a  transition  stage. 
It  is  a  comparatively  recent  de- 
velopment that  placed  card-writing  on 
the  plane  where  it  could  fairly  be  term- 
ed a  scientific  pursuit.  It  is  probably 
within  the  last  ten  years  that  the  im- 
provement in  window  cards  has  taken 
place.  Before  that  time,  there  were 
practically  no  standards  and  the  cards 
of  the  average  store  were  just  what  the 
card-writer  cared  to  make  them.  As  a 
result  they  generally  reflected  the  char- 
acteristics and  tastes  of  the  writer  him- 
self, being  slovenly  or  artistic,  flashy  or 
quiet,  large  or  small  accordingly. 

But  during  the  past  decade  there  has 
been  a  distinct  movement  to  put  card- 
writing  on  a  better  basis,  a  higher  plane. 
Vast  strides  have  been  made.  Mam- 
new  ideas  have  been  adavnced  and  vari- 
ous schools  of  thought  have  been  formu- 
lated. 

Have  you  ever  noticed  how  a  locomo- 
tive behaves  on  starting  out  for  a  run? 
It  just  proceeds  slowly  with  a  series  of 
jerks  and  starts,  gradually  settling  down 
to  a  smooth,  easy,  rapid  motion.  The 
development  of  the  card-writing  industry 
has  borne  a  close  resemblance  to  the 
start  of  the  locomotive.  The  first  de- 
velopment was  very  slow  and  character- 
ized by  jerks  and  interruptions.  Now, 
however,  momentum  has  been  gained 
and  the  steady,  even  motion  has  begun. 

And  there  can  be  no  doubt  that  the 
development  of  card-writing  which 
should  now  proceed  along  smoothly  and 
in  one  direction  at  a  rapidly  increasing 
speed,  is  in  the  direction  of  greater  sim- 
plicity. During  the  transitory  periods; 
there  have  been  experiments  in  all  direc- 
tions. An  infinite  variety  of  cards  has 
been  produced;  loud  cards,  poster  cards, 
glaring,  blaring,  jarring,  blinding,  stun- 
ning cards,  neat,  artistic,  simple  cards; 
cards  with  stencilled  cut  outs,  cards  with 
comic  cartoons,  cards  on  black  mounts, 
cards  on  metal;  comic  cards,  serious 
cards,  inquisitive,  interrogatory,  impera- 
tive, appealing,  insinuating  cards.  All 
manner  of  styles  have  been  tried  out. 

And  now  the  locomotive  of  card  pro- 
gress is  settling  down  into  an  even  hum- 
ming run — toward  simplicity.  Of  course, 
there  are  still  plenty  of  advocates  of  the 
various  styles  and  schools.  One  still 
sees  cards  standing  out  from  windows 
with  all  the  distinctness  of  a  necktie  of 
glaringly  bad  taste  on  a  man  otherwise 
well  dressfd.     One  still  sees  all  kind  of 


grotesque  attempts  at  originality.  One 
will  continue  to  see  them  for  some  time 
to  come.  But  the  main  trend  is  in  the 
direction  named. 

Why  Simplicity  Counts 

And  few  will  dispute  that  after  all  ef- 
fectiveness demands  simplicity.  A 
show  card  is  a  salesman.  It  is  designed 
to  catch  the  eye  of  the  passer-by  and  to 
tell  something  of  the  goods  displayed 
with  it.  There  can  be  no  doubt  that  the 
manner  in  which  that  message  is  con- 
veyed is  of  great  importance;  quite  as 
important  as  the  manner  in  which  a 
salesman  conveys  his  message. 

If  a  clerk  speaks  in  a  loud,  ill-man- 
nered way  is  he  likely  to  ingratiate  him- 
self into  the  good  graces  of  customers? 
If  he  displays  bad  taste  and  a  lack  of 
discrimination,  is  he  likely  to  make  a 
good  impression? 

The  same  rule  holds  good  with  cards. 
If  a  window  card  is  glaringly  loud  and 
in  bad  taste,  it  offends  the  eye  of  the  on- 
looker and  its  message  is  conveyed 
through  a  most  unhappy  medium.  A 
grotesque  card  is  almost  certain  to  cre- 
ate the  same  impression  as  an  eccentric 
person.     It  will  attract  a  momentary  in- 


THE  SHOW  CARD. 

"I  am  a  connecting  link  be- 
tween the  goods  and,  the  cus- 
tomer. 

"I  am  a  silent,  potent  sales- 
man of  a  most  economical  and 
effective  calibre. 

"I  am  the  disseminator  of 
terse  and  vivid  description  of 
every  kind  of  merchandise. 

"I  am  a  guide-post  to  the  bar- 
gain hunter  and  a  valuable 
auxiliary  in  lowering  the  high 
cost  of  living. 

"I  am  in  evidence  every- 
where, in  city,  town  and  coun- 
try and  my  services  are  acknow- 
ledged to  be  indispensable. 

"I  am  a  universal  money 
saver  to  the  public. 

"I  am  a  tireless  worker,  my 
duties  are  multifarious  and  my 
cost  is  almost  insignificant. 

"I  am  the  price  ticket." 

Written    for    The    Review    by    James 
Orr,  card  writer,  with  the  Right  House, 
Hamilton. 


terest   but   no   one   will   desire   a   closer 
acquaintance. 

On  the  other  hand,  no  one  will  dis- 
pute that  the  quiet,  tactful,  well-manner- 
ed salesman  is  the  one  who  will  get  the 
business.  It  is  equally  certain  that  the 
quiet,  attractive  card  will  be  quite  as 
effective  in  its  own  way  as  the  tactful 
salesman. 

Card  writers  who  have  allowed  their 
work  to  run  toward  the  bad  taste  and 
blatancy  have  been  influenced  by  one 
consideration.  They  have  believed  that 
the  chief  function  of  a  show  card  is  to 
win  attention.  This  is  wrong,  quite  as 
fallacious  as  the  proposition  that  sales- 
man's function  is  to  interest  customers 
in  goods.  The  duty  of  the  salesman  is 
to  sell  goods.  He  must  interest  his  cus- 
tomer and  close  the  sale.  The  function 
of  the  card  is  not  only  to  attract  atten- 
tion but  to  turn  the  attention  of  the  on- 
looker into  favorable  interest. 

By  way  of  illustration,  take  the  case 
of  a  Midway  "spieler."  The  man  with 
the  stentorian  voice  will  attract  the 
crowd  at  the  start  off  but  if  he  is  all 
noise,  with  no  knack  of  making  his  audi- 
tors really  interested  in  the  show  behind 
the  canvas,  it  is  very  few  dimes  that 
he  will  entice  away  from  the  pockets  of 
the  crowd.  On  the  other  hand,  the  art- 
ful spieler,  who  speaks  in  lower  tones 
but  who  has  a  sense  of  humor  and  the 
gift  of  words,  will  have  more  difficulty 
in  getting  the  crowd  in  front  of  him 
but  every  one  of  them  .that  can  afford 
"the  price"  will  go  crowding  into  the 
tent. 

This  applies  to  the  use  of  show  cards 
and  illustrates  in  a  most  thorough  way 
the  results  obtainable  from  the  two  types 
of  cards. 

Which  Attracts  the  Most? 

The  only  excuse  for  loud  cards  or 
those  of  an  eccentric  description  is  that 
they  are  most  effective  in  attracting  at- 
tention. But  at  this  point  we  rise  to  a 
point  of  order.  Are  they  most  effective 
for  this  purpose?  Some  contend  they 
are,  others  claim  that  they  are  not. 

There  can  be  no  doubt  that  it  takes 
a  glaring  object  to  attract  some  people: 
but  are  such  people  in  the  majority?  To 
a  person  of  good  taste  and  a  certain  de- 
gree of  discrimination,  a  brightly-color- 
ed, loud  card  is  more  likely  to  prove  re- 
pellent than  attractive.     And,  after  all. 
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il  is  people  of  this  class  thai  the  store  is 
mosi  desirous  oi  reaching, 
One  is  inclined,  therefore,  to  dispute 
tatemenl  i  hal  ii  is  necessary  to  gel 
up  something  ' '  bj  riking  ' '  in  the  way  of 
v  indow  cards  in  order  to  \n  Lxi  i  he  atten- 
tion of  the  passing  public;  and,  iJ  thai  is 
taken  from  the  loud  card,  no  excuse  re- 
mains for  its  continuing   in  existence. 

Testing  the  Effect. 

The  tendency  nowadays  is  to  take 
nothing  for  granted  bui  to  prove  every- 
thing. Business  men  arc  noi  satisfied 
with  theory  or  conjecture.  They  want 
hard,  incontrovertible  lad.-..  Conse- 
quently  the  testing  of  operations,  plans 
or  principles  lias  become  common.  IF  a 
business  man  is  not  sure  whai  style  of 
advertising  is  going  to  prove  most  ef- 
fective for  him  he  institutes  a  test.  The 
effeel  of  '  various  styles  of  advertise- 
ments is  tried  in  the  most  conclusive 
way  possible;  by  submitting  them  to  a 
representative  number  of  individuals. 

And  so  the  large  users  of  show  cards 
have  not  been  content  to  take  the  opin- 
ions of  card  writers  and  display  nun  as 
the  last  authority  on  the  subject  of  the 
kind  of  cards  that  prove  must  effective. 
They  have  not  accepted  the  unsupported 
evidence  of  preference  or  the  testimony 
oJ  good  taste.  They  have  tested  the  mat- 
ter thoroughly,  judiciously  and  fairly. 

The  results  of  a  series  of  tests  con- 
ducted by  one  large  store  may  be  briefly 
referred  to  here.  The  manager  of  this 
store  himself  devised  the  plan  of  oper- 
ation and  followed  the  working  out  of  it 
with   closesl    interest. 

A  corner  window  was  selected  and 
cards  of  various  types  were  tried  out. 
In  order  to  make  the  test  a  reliable  one. 
an  endeavor  was  made  to  keep  the  na- 
ture of  the  displays  up  to  a  certain 
standard  of  attractiveness  and  season- 
ability.      The    object    of    this,    of    course, 


was   to   make   tin;  quality   of   the   various 

displays  so  uniform  that  any  difference 

iii    results    might    lie    attributable    to    the 

one  item  where  divergence  crept  in  the 
cards, 

Sometimes  a  display  would  be  1.1 1  in 
lor  three  days  and  three  different  Btyles 
urds  put  in.  a  change  being  made 
cadi    day. 

This  was  kept  up  lor  a  period  of  one 
month  and  the  displays  were  so  arrang- 
ed that  keeping  tab  on  results  was  made 
possible.     Thai    is,  the  articles   selected 

for  the  window  were  such  that  any  sale- 
made  would  be  almost  directly  attribut- 
able to  the  fact  that  they  had  been  in 
display.  Careful  records  were  kepi  oi 
all  sales  of  goods  during  the  period  oi 
the    test. 

It  was  found  that  the  cards  which 
proved  the  most  effective  were  the  small 
and  neatly  lettered  variety.  The  best 
sale<  record  was  obtained  when  the  cards 

Used    were    pen    lettered    in    gold. 

The  least  effective  were  large  cards 
with  lettering  done  in  several  colors  and 
on  a  large  scale  with  a  reinforcing  out- 
line of  air  brush  work.  On  the  other 
hand  some  smaller  cards  with  light  air 
brush  work  proved  highly  effective. 

The  results  from  a  test  of  this  kind 
could  not  be  accepted  as  conclusive  or 
final.      Too   many   conditions   entered   in 

Over  which   no  control   could   be   exercised. 

Nevertheless  the  management  of  the 
store  were  so  impressed  with  the  results 
that  they  decided  on  a  uniform  style  of 
cards — small  cards  with  neat  lettering. 
The  results  obtained  since  the  change 
have  convinced  them  that  they  are  in  the 
right   track. 

Tests  Prove  Value  of  Cards 

A  further  series  of  tests  was  under- 
taken in  the  same  store,  this  time  on  a 
different    basis.     A  section  of  an   upper 


•or    was   set    aside    and.    on    a    low 


lat- 


form   a   number   of   unit   trims   ol    d 

-.  ready-to-wear,  furnishings  and 
accessories  were  arranged.  Different 
styles  ol'  cards  were  used  on  each  unit. 
Numbers  of  the  staff  v.  instruct- 

ed   to   visit      this    floor   and      n 

showing.  The  developments  were  d 
watched,  one  man  being  told  oil  for 
unit  trim  with  definite  instructions  I 
how  to  (heck  results. 

One  hundred  salespeople  in  all  pass- 
ed along  the  line  of  trims.  To  illustrate 
how  the  test  was  carried  out,  the  results 
reported  ai  several  units  can  be  outlined. 
One  consisted  of  a  silk  drape  on  a  wax 
figure  with  more  of  the  same  material 
shown  in  the  piece  on  a  form.  A  small 
card,  with  neat  lettering  giving  informa- 
tion about  the  goods  was  used.  Of  the 
hundred  people  who  filed  past,  all  stop- 
ped to  look  at  the  trim  tor  an  average 
i  of  time  of  a  minute.  Thirty-two. 
asked  questions  of  the  man  in  charge, 
directly  based  on  the  information  con- 
tained on  the  card.  Twenty  commented 
audibly  on  the  attractiveness  of  tb< 
ting  while  six  people  spoke  of  the  card. 

Further  down  the  line  was  a  trim 
along  very  similar  lines,  a  different  ma- 
terial being  shown.  The  card  was  a 
large  affair  with  considerable  merit  from 
an  artistic  standpoint,  a  cut-out  : 
in  colors  being  used.  At  this  trim  the 
average  length  of  stay  was  a  little  less 
than  a  minute.  Three  out  of  every  four 
commented  loudly  and  enthusiastically 
on  the  excellence  of  the  card.  Four  made 
comments  on  the  goods  shown.  No  ques- 
tions were  asked  the  man  in  charge 
about  the  material  but  he  was  accosted 
several  times  on  the  score  of  the  splendid 
card. 

Still  another  trim  of  exceptional  merit 

perhaps    the    best    in    the   line — bad    a 
card  of  a   particularly  atrocious  d 
a   flamboyant,  glaring  mass  of  color  and 
(Continued  on  page  40. "i 
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Left:  This  card  is  an  exception  to  the  rule  stated  in  the  accompanying  article.     It  was  used  for  ■  Christmas  be 
special  bargains  were  offered,  and  as  such  could  be  made  on  striking  lines.     Right:   Neat   lettered  card  on  black 
ground.     The  trend  toward  simplicity  is  shown  in  tins  case. 
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Keeping    the    Sales    Staff    Efficient 

One  Store  Solved  the  Problem  by  Appointing  a  Sales  Manager 
Whose  Duty  it  Was  to  Keep  the  Staff  Thoroughly  Efficient— De- 
partment Managers  Sometimes  Object  to  Having  High  Salaried 
Men  Placed  Under  Them — A  Chart  Showing  How  Selling  Costs 
Have  Advanced  in  Various  Lines  of  Business,  Compiled  by  Dry 
Goods  Review. 


IT  i.s  not  an  uncommon  thing  to  find 
the  manager  of  a  department  in  a 
large  store  who,  though  extremely 
efficient  in  every  other  respect,  fails  to 
keep  his  staff  on  a  high  standard.  In 
most  cases  the  reason  is  not  hard  to 
find. 

The  genera]  manager  of  a  depart- 
mental store  in  a  Canadian  city,  one 
which  had  risen  from  the  comparative 
obscurity  of  a  small  dry  goods  trade  to 
the  point  where  practically  every  line  of 
goods  was  carried  and  over  two  hundred 
salespeople  were  employed,  was  surpris- 
ed at  the  end  of  the  store's  fiscal  year 
to  find  that  one  of  the  departments  had 
not  shown  a  satisfactory  increase  of 
business  during  the  year.  This  was 
strange  because  the  year  had  been  one 
of  unprecedented  advance  and  the  to- 
tal turnover  had  shown  a  very  big  in- 
crease. It  was  doubly  strange  because 
the  manager  of  this  department  was 
judged  to  be  one  of  the  strongest  men  in 
the  organization — a  keen,  hard-working, 
ambitious  fellow  with  a  veritable  genius 
for  certain  forms  of  merchandising. 

The  general  manager  made  some  dis- 
creet inquiries  around  the  store  and 
soon  discovered  where  the  trouble  had 
been.  The  department  did  not  contain 
one  really  capable  salesman  outside  of 
the  head  himself.  If  the  manager  re- 
moved the  department  would  collapse 
like  a  building  from  which  the  founda- 
tions had  been  removed.  With  the  sales 
force  so  weak,  it  was  no  wonder  that 
the  sales  had  not  kept  up  to  the  stand- 
ard of  the  other  departments,  in  every- 
one of  which  there  were  several  men 
thoroughly  experienced  and  capable  of 
taking    charge    of   responsible    work. 

The  general  manager  sent  for  the  de- 
partmental head.  Brown  (we  will  call 
him  that). 

"You  are  working  too  hard,"  he  said, 
"I  notice  that  von  carry  the  entire  re- 
sponsibility of  your  department  on  your 
own  shoulders.  Xow  there  is  young 
Cavers  over  in  the  housefurnishings. 
He's  a  bright  young  fellow  who  could 
help  you  a  great  deal.  I  think  it  would 
be  a  good  idea  to  transfer  him  to  your 
department.  " 

"There's  no  necessity  for  that,"  as- 
serted Brown.  "I  am  not  complaining 
of  overwork.     I  would  object  to  adding 


to  the  expense  of  a  high-priced  man  like 
Cavers  to  my  department. '' 

"All  other  departments  are  carrying 
high-priced  men.'  said  the  general  man- 
ager. 

"I  believe  in  running  my  department 
economically,  a  position  in  which  I  stand 
alone  among  the  department  heads  in 
this  store." 

"You  also  stand  alone  in  the  matter 
of  failure  to  increase  business,"  remark- 
ed the  general  manager  caustically. 

Despite  the  opposition  of  Brown,  the 
transfer  of  Cavers  was  effected.  A 
month  afterwards,  Cavers  went  up  to 
the  general  manager  and  asked  to  be 
transferred  again. 

I'll  uet  no  chance  where  I  am,"  he 
explained.  "Mr.  Brown  refuses  to  let 
me  take  any  more  part  in  the  work  of 
the  department  than  he  allows  the  two 
dollar  a  week  junior.  If  you  can't 
transfer  me,  I  intend  to  leave." 

"I  have  been  watching  this  depart- 
ment pretty  closely,"  said  the  g.  m.  "I 
won't  transfer  you,  Cavers.  Stay  where 
you  are  and  I  will  see  that  things  are 
changed." 

A  month  later,  Brown  had  been  re- 
moved to  another  department  as  as- 
sistant and  Cavers  had  been  installed  iji 
his  place.  The  reason  was  not  hard  to 
find.  Brown  was  afraid  to  put  a  reason- 
ably efficient  man  on  his  staff  for  fear 
that  in  time  he  (Brown)  would  be  sup- 
erseded. His  policy  had  been  to  keep 
the  department  a  one-man  concern,  bol- 
stering up  his  position  with  the  claim 
that  he  was  acting  from  an  economical 
standpoint.  When  the  general  manager 
became  convinced  that  Brown  was  hope- 
lessly set  in  the  narrow-gauge  groove  of 
selfish  fear,  he  had  no  alternative  but  to 
replace  him.  The  department  would 
continue  to  suffer  otherwise. 

A  Dead  Weight. 

This  failing  is  not  an  uncommon  one 
among  departmental  heads.  They  lack 
self-confidence  to  the  extent  that  they 
are  continually  in  fear  of  being  replaced. 
To  prevent  this  dreaded  contingency 
they  prefer  mere  puppets  to  real  sales- 
men, and  endeavor  to  get  along  with  a 
cheap  and  inefficient  staff,  doing  all  the 
heavy  work  themselves. 

A  manager  of  this  stamp  is  a  dead 
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weight,  a  drag  on  the  wheel  of  progress. 
As  long  as  he  is  in  charge  of  a  branch 
of  the  business  that  branch  will  fall 
sadly  short  of  being  efficient.  Things 
will  be  in  continual  confusion. 

The  worst  feature  of  the  one-man  de- 
partment is  that  the  service  rendered 
the  public  will  necessarily  be  of  an  un- 
satisfactory order.  Nothing  is  more 
essential  to  the  maintenance  of  a  high 
reputation  for  service  than  a  uniformly 
high  standard  of  salesmanship.  If  a 
majority  of  the  sales  people  of  a  certain 
store  are  not  up  to  the  mark  that  store 
will  soon  have  a  reputation  for  poor  ser- 
vice. If  the  majority  of  the  sales  people 
are  willing,  courteous  and  intelligent, 
the  store's  reputation  will  be  such  that 
people  will  like  to  shop  there. 

Where  the  manager  keeps  his  staff 
down,  the  standard  of  salesmanship  in 
that  department  will  be  very  low.  In- 
difference, carelessness,  sullen  disregard 
for  the  store's  interests,  will  be  the 
qualities  most   frequently  displayed. 

A  Sales  Manager. 

The  difficulty  has  been  felt  in  every 
store  of  any  size,  and  will  probably  con- 
tinue to  be  felt  as  long  as  managers 
are  necessary.  It  is  a  situation  full  of 
difficulty,  and  one  that  the  executive 
head  must  be  continually  on  the  watch 
for. 

A  solution  tried  out  in  one  store  is 
the  appointment  of  a  sales  manager.  The 
duty  of  this  official  is  to  see  that  the 
whole  store  staff  is  kept  up  to  a  reason- 
able basis  of  efficiency.  He  keeps  in 
touch  with  the  sales  people  in  each  de- 
partment, questions,  advises,  gives  in- 
structions. Where  advisable,  he  advises 
the  removal  or  transfer  of  certain  mem- 
bers. All  applicants  for  positions  come 
to  him  first,  and  are  referred  by  him  to 
the  various  managers.  No  one  who  has 
failed  to  win  his  approval  secures  ap- 
pointment, and  he  does  not  give  his  ap- 
proval until  he  has  thoroughly  ques- 
tioned the  applicant  and  convinced  him- 
self of  the  latter 's  ability. 

He  holds  classes  on  salesmanship  af- 
ter office  hours,  gives  demonstrations, 
and  in  many  other  ways  strives  to  instil 
a  deeper  comprehension  of  the  many 
sides  of  the  subject  of  salesmanship  into 
the  rank  and  file.    Although  he  does  not 
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assume  arbitrary  powers  and  never  goes 
farther  tlu.n  to  recommend  to  the  vari- 
ous managers  that  certain  thinps  be 
'lone,  his  control  over  the  staff  is  prac- 
'  ically  complete. 

The  plan  has  worked  out  well  in  this 
particular  store.  Without  developing 
any  friction  between  the  incumbent  of 
the  post  and  the  various  departmental 
managers,  it  has  resulted  in  put  tin- 
more  ginger  into  the  staff.  The  standard 
of  salesmanship  in  that  store  has  shown 
an  almost  inconceivable  advance.  There 
are  few  on  the  staff  who  could  fairly  be 
termexl  incapable;  and  the  tenure  of 
these  few  is  never  a  long  one.  Their 
shortcomings  are  soon  detected,  and  un- 
less rapidly  corrected,  lead  to  their  elim- 
ination from  the  staff.  The  great  ma- 
jority of  the  sales  people  are  brisk,  will- 
ing to  please  and  anxious  to  learn.  The 
store  is  gaining  an  enviable  reputation 
for  the  quality  of  its  service. 

This  system  is  suitable  only  for  a 
large  store.  The  duties  of  the  sales 
manager  are  carried  out  in  the  smaller 
store  by  the  manager  or  the  proprietor. 
Tn  the  average  dry  goods  store  the  pro- 
prietor devotes  considerable  of  his  time 
to  the  question  of  his  sales  staff,  and  in 
thai  way  is  able  to  keep  the  standard 
reasonably  high.  Tn  the  bigger  store  the 
difficulty  increases  more  rapidly  than  in 
proportion  to  the  increase  in  the  number 
of  employees.  An  official  with  duties 
somewhat  similar  to  that  of  the  sales 
manager  mentioned  becomes  a  necessary 
cog  in  the  store  machine. 

The  great  majority  of  buyers  and 
managers  are  sufficiently  far-sighted  and 
fair-minded  to  give  the  members  of  their 
staff  every  chance  to  develop;  but  there 
are  exceptions.  And  to  guard  against 
the  harm  that  an  exception  can  do.  the 
above  system  has  been  found  to  work 
to  good  satisfaction. 


THE  TREND  IN  CARDS 
IS  TOWARDS 
SIMPLICITY 

(Continued  from  page  38.) 

intricacies  of  design.  The  procession 
passed  this  point  with  greater  rapidity 
than  at  any  other.  Particularly  every 
'""  bad  an  unfavorable  comment  to 
make  regarding  the  card;  some  condemn- 
ed the  whole  trim;  a  Pew  praised  the 
trim  hut  deplored  the  detracting  influ- 
ence  of   the    Card  ;    none    made   any   emu 

merit  on  the  goods, 

The  results  of  this  test   were  deemed 
conclusive   evidence   of   the   importance 

of  show  cards.  It  had  heen  demons- 
trated thai  the  card  could  make  or  mar 
a  display.  The  beBJ  display  in  the  luu' 
had  heen     practical!]     obscured   bj    the 


had  taste  of  the  card  associated  with  it. 
In  other  instances,  as  in  the  case  of  the 
second  trim,  the  card  had  attracted  ad- 
miration to  itself  in  such  a  degree  that 
the  goods  had  been  overlooked.  Alto- 
gether there  was  a  very  substantial  array 
of  evidence  to  prove  the  potentiality  of 
I  lie  card. 

It  was  very  wisely  concluded  that  the 
results  obtained  from  the  first  named 
card  had  been  by  far  the  most  satisfac- 
tory. This  card  had  fitted  int..  the  dis- 
play so  perfectly  that  it  had  gained 
only  a  sufficient  share  of  the  attention 
to  impress  on  the  minds  of  the  passerby 
the  information  which  it  contained  about 
the  goods.  It  had  been  attractive 
enough  to  draw  the  eye  of  the  onlooked 
and  effective  enough  to  then  direct  at- 
tention from  itself  to  the  goods.  It  per- 
formed perfectly  the  legitimate  function 
of  the  window  card.  In  selling  force,  it 
could  be  marked  close  to  100  per  cent. 
efficient. 

The  second  card  had  been  so  large  and 
extremely  attractive  that  it  had  defeated 
its  own  purpose  absolutely.  It  had  at- 
tracted attention  away  from  the  goods 
to  itself,  thus  reversing  the  natural  and 
desirable  order.  Whatever  time  the  on- 
looker felt  inclined  to  give  to  this  trim 
was  devoted  to  consideration  of  this  no- 
table card.  Many  praised  the  trim,  as  a 
result  but  did  not  exhibit  any  interesi 
in  the  goods. 

The  third  card  drew  the  eve  of  the 
onlooker  at  once  and  so  jarred  on  the 
eye  that  this  trim  was  hurriedly  passed 

hy. 

The  results  of  this  test  were  deemed 
highly  conclusive  and  the  deduction  was 
■cached  that  the  small,  artistic,  painted 
card  was  most  highly  effective  in  per- 
forming the  function  of  the  show  card. 

The  Style  That  Counts. 

And  thus  it  narrows  down  to  this* 
I  hat  the  style  which  really  cunts  is  the 
small,  neatly  lettered  card.  The  best 
card  writers  are  coming-  around  to  this 
In  most  of  the  larger  stores.  The  neat 
pen-lettered  cards  is  coming  to  the  from. 

Of  course,  the  fact  must  not  be  lost 
->"ht  of  that  different  classes  of  windows 
require  different  kinds  of  car,!.  \,, 
arbitrary  rule  can  be  set.  It  cannot  be 
said:  This  style  or  that  style  of  card  is 
toe  style  to  be  invarial.lv  used.  There 
are  times  when  large  sized  cards  are 
necessary.  There  are  tunes  when  fancj 
scroll  work,  combinations  of  brighl  colors 
are  not  inadvisable.  There  are  times 
again  when  ornate  effects  can  he  intro- 
duced with  profit.    But  underlying  it  all 

the  card-writer  must  remember  that  the 
function  of  the  card  is  to  flrsl  attract 
attention     to    itself    and    to    then    defied 
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that    attention    to    the    goods;    and    that 
simplicity  of  design  and  terse  bus. 
like  diction  are  the  qualities  that  count 
in   the  performance  of  that   function. 


TO-DAY  not  TO-MORROW 

To-day  is  ours,  so,  do  it  now. 
Not   to-morrow,  for  somehow. 
Strange  as  it  may  just  appear. 
No  to-morrow  will  get  here, 
In  that   vague     the  yet  unknown,. 
The  to-morrows  they  are  sown. 

Do  not  fool  yourself.     To-morrow 
Won't   arrive,  so  do  not  borrow 
Timf  that  sure  will  never  be, 
No  to-morrow  will  you  - 
Life  contains  but  now.  to-day 
All  that's  past  is  yesterday. 

Menu  ry    holds   the   yesterdays. 
Backward  it  will  turn  its  gaze. 
There  we   stand — just   you  and   I. 
Book  of  memory,  smile  or  sigh. 
But  to-morrow  cannot   be — 
It 's  beyond  Eternity. 

—Oakley  Selliek. 


MOVE  TO  LARGER 
QUARTERN 

In  order  to  handle  their  rapidly  grow- 
in-  business  to  better  advantage  Walter 
H.   Barry    &    Co.   have  moved   froi; 
St.  James  Street  to  6  St.  Helen  Street. 
Montreal.     This  firm,  by  specializing    in 
ribbons,  has  developed  a  very  large  busi- 
ness, and  the  old  quarters  on  St.  James 
Street  proved  entirely  inadequate  to  the 
demand   made   upon   them.     In   the  new 
warerooms  on  St.  Helen  Street  a  much 
larger  space  has  been  secured,  and  the 
needs  of  the  business  will  be  more  effi- 
ciently   looked    after    than    ever    before. 
The  mail  order  department   of  the  busi- 
ness  has  heen  developed  to  a  remarkable 
extent    during   the   past    few   year- 
this  is   now   one  of  the  most  important 
features.     A   large   and   varied   class 
ribbons  of  every  description  is  kept  con- 
stantly   on    hand,    so    that    the    needs    of 
the   trade   can    he   supplied   at    shorl 
tice.     Mr.  Barry  has  just  returned  from 
a  trip  to  Europe,  where  he  was  visiting 
the  style  centres  and  placing  order- 
next    tail.      Visitors   to   Montreal   will    he 
given  a  cordial  welcome  at  the  new   « 
rooms. 

@ 

Edmonton,  Alta.     The  new  Rohberlin 
-tore    at    ('>.">.;    Pirsl     Street    has 
opened. 


Increased    His    Business    $1,000   a    Month 

How  An  Ontario  Merchant  Built  up  His  Turnover  by  Aggressive 
Advertising  Methods — The  Experience  of  A.  F.  Hawke  of 
Grimsby — Enlarged  the  Radius  of  Territory  That  His  Business 
Reached  by  the  Adoption  of  Progressive  Publicity. 


THE  problem  that  confronts  the 
average  merchant  doing  business 
in  a  small  town  within  easy  dis- 
tance of  a  large  city  is  how  to  create  and 
maintain  an  interest  in  his  store  against 
the  persistent  efforts  of  the  larger  peo- 
ple to  draw  business  from  the  territory 
that  is  legitimately  his. 

This  problem  is  made  the  more  serious 
when  the  territory  is  traversed  by  a 
trolley  line  giving  an  hourly  service  with 
the  city,  when  the  roads  leading  there- 
to are  among  the  best  in  the  country 
and  when  the  local  merchant's  custom- 
ers are  well-to-do  fruit  growers,  many 
of  whom  have  their  own  motors,  and 
can  whisk  into  the  city  and  back  again 
at  little,  or  no  inconvenience. 

Merchants  in  distant  towns  where 
there  are  only  two  or  three  trains  daily 
with  the  larger  cities  and  their  depart- 
mental stores,  will  admit  that  the  man 
who  has  to  contend  with  the  conditions 
described,  is  at  a  much  greater  disad- 
vantage than  they  are,  and  that  he  must 
avoid  the  rut  if  he  would  continue  in 
business. 

In  the  dry  goods  and  men's  wear  busi- 
ness of  A.  T.  Hawke,  Grimsby,  Ont., 
The  Review  has  a  notable  example.  This 
town  is  in  the  heart  of  the  Niagara  dis- 
trict, the  garden  of  Canada,  and  is  with- 
in 15  miles  of  Hamilton.  Mr.  Hawke 
here  finds  time  not  only  to  direct  his 
business  successfully,  but  also  to  pay  a 


little  attention  to  the  style  of  gardening 
that  has  helped  to  make  his  district 
famous,  not  only  among  manufacturers 
of  jam  and  canned  goods,  but  in  those 
circles  where  the  beauty  of  the  country 
is  measured  by  a  more  aesthetic  stand- 
ard than  that  of  so  many  cases,  crates, 
or  carloads. 

Mr.  Hawke  has  been  in  business  in 
Grimsby  for  23  years.  He  is  the  succes- 
sor of  E.  J.  Palmer,  who  was  there  for 
thirty  years  before  him,  though  in  a 
store  that  was  only  one-third  the  size 
of  the  present  one.  After  clerking  for 
Mr.  Palmer  for  six 'years,  he  opened  a 
store  for  himself,  and  a  few  years  later 
was  given  an  exceptional  opportunity  to 
purchase  the  business  of  his  former  em- 
ployer. Coincident  with  the  change  in 
ownership  an  addition  of  twenty  feet 
was  made  to  the  width  of  the  store,  giv- 
ing a  frontage  of  fifty-four  feet,  and 
later  the  store  was  lengthened  to  105 
feet,  with  two  floors.  This  gave  plenty 
of  room  for  development,  and  it  was  not 
long  before  Mr.  Hawke  had  re-arranged 
and  departmentalized  his  store  accord- 
ing to  modern  ideas. 

Separate  Department  for  Men's 
Wears 

The  section  which  is  now  used  as  a 
men's  wear  store  was  leased  for  $35  a 
month  to  a  grocer,  and  the  men's  wear 
section  had   a   space  in  the  main   store 


until  Mr.  Hawke  observed  that  it  was 
handicapped  by  its  location,  that  the 
men  had  to  be  practically  forced  into  it 
and  that  it  drew  very  little  of  the  smart 
or  really  profitable  trade  of  the  town. 
He  decided,  therefore  to  dispense  with 
the  gToeery  business  and  convert  that 
part  of  the  store  into  an  exclusive  men's 
store,  handling  furnishings,  men's  and 
boys'  clothing  and  custom  tailoring.  The 
change  was  a  fortunate  one  and  the  store 
is  now  a  much  better  paying  proposition 
than  ever  before. 

The  accompanying  plan  shows  the  lay- 
out of  the  two  stores,  the  men's  wear 
being  connected  with  the  dry  goods  floor 
in  two  places.  In  addition  to  general  dry 
goods,  ready  to  wear  garments,  millin- 
ery and  men's  wear,  there  are  carpet, 
wall  paper  and  furniture  sections,  the  en- 
tire store  being  departmentalized  under 
twelve  heads,  and  so  carefully  have  these 
been  systematized  that  report  sheets  are 
placed  in  Mr.  Hawke 's  hands  weekly 
showing  comparative  standing  of  stocks, 
sales  and  departments  for  previous  and 
present  years,  together  with  figures 
showing  cash  and  charge  amounts.  In 
short,  the  business  is  conducted  on  a 
strictly  departmental  basis. 

Advertising  did  it 

How      has      the      development      been 
brought   about?        What   methods  were 
(Continued  on  page  48.) 
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A  plan  of  the  store  of  A.  F.  Hawke,  Grimsby,  Ont. 
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The  Tendencies  of 
Retail  Advertising 

The  Largest  Retail 
Advertisers  Ate  Show- 
ing a  Tendency  Toward 
Simplicity  of  Layout 
and  the  Use  of  Lighter 
Faced  Type  —  Promin- 
ence of  Price  Quota- 
tions is  a  Most  Marked 
Feature — No  Tendency 
Yet  Noted  Toward  the 
Use  of  Smaller  Space. 

T  X  ulnit  direction  is  retail  advertising  tending? 

The  history  of  the  evolution  of  advertising 
would  be  one  of  absorbing  interest.  There  is  a 
vast  difference  between  the  old  stereotyped  an- 
nouncement and  the  typical  advertisement  of  to- 
day with  its  brierht  illustrations,  balanced  layout 
and  typographical  niceties.  There  will  be  just  as 
much  difference  between  the  ad  of  to-day  and 
the  form  of  publicity  that  will  be  generally  ac- 
cepted twenty  years  from  now. 

Changes  of  this  kind  come  about  slowly.  New 
ideas  are  exploited  in  certain  quarters  and,  as 
they  prove,  or  fail  to  prove,  their  feasibility,  are 
gradually  adopted  or  quickly  discarded.  There 
are  always  certain  leaders  of  thought,  or  found- 
ers of  new  schools  in  advance  of  the  mass.  They 
are  the  pioneers  of  advertising  and  the  rest  fol- 
low in  their  wake. 

The  next  few  years  will  see  important  changes 
in  the  form  and  principles  of  advertising.  Ad- 
vertising will,  undoubtedly,  be  gradually  placed 
on  a  basis  of  higher  efficiency.  Less  will  be  done 
by  guess  work.  Appeals  will  be  based  along  well 
defined  lines.  Tests  and  experiments  now  being 
conducted  by  specialists  are  establishing  beyond 
all  cavil  the  kind  of  matter  which  appeals  to  the 
average  person.  By  the  more  thorough  carrying 
out  of  tests,  it  will  become  possible  in  time  to 
place  the  microbe  of  latent  desire  under  the  mic- 
roscope of  analytical  study  and  determine  many 
of  its  characteristics;  to  determine  what  attracts 
the  mind  and  what  repels,  what  arouses  interest 
or  the  desire  of  possession  and  so  forth.  In  time, 
it  should  be  possible  to  turn  out  advertisements 
with  the  moral  certainty  that  they  will  .have  the 
desired  result. 

Many  developments  are  noticeable  in  the  ad- 
vertising field  at  the  present  moment.  In  some 
case's  they  are  of  a  very  different  nature.  Some 
leaders  arc  going  in  one  direction.  Others  are 
taking  the  opposite  tack.  Many  advertisers  are 
filling  their  space  with  illustrations  of  a  luridly 
original  character  sketches  of  the  new  schools 
of  art.  -iris  like  Egyptian  hieroglyphics,  with 
elongated  limbs  and  grotesque  faces.  They  claim 
that  it  is  the  "latest  thing"  and  that  the  public 
clamor-  for  it.  Perhaps.  Hut  the  fact  remains 
that  still  another  school  of  advertisers  are  pro- 
ceeding along  the  lines  of  simpler  advertisements, 
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Still  Greater  Sacrifices 


For   Wednesday  in   This  General 
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THIS  is  (i  *»'    m  nal  earn""*— a  forced  clearance  of  our  entire  attt  - 
Duel  a'  i    "h  lower  prices  than  we  have  ever  before  been  called  upon  n  urn     ^  on 
only  ,',  ,,.  .,  i  compare  tbem  with  anytb.ng  abown  elaewher 
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200  Suits— values  to  $29.75 V 

This  offering  Includes  eeleetlooa  from  our 
own  line* — together  with  many  new  pur-/ 
chases  Just  received  from  o-jr  New  York\ 
office.  ' 

Almost  300  Suits— up  to  $32.50 ^ 

Including  the  greater  portion  of  our  regular! 
IK  DO  line — a<  well  la  many  stylse  thaw 
heretofore  eoM  at  I27.S0.  II»7S.  IUS4— aadl 
a  few  worth  op  to  135.90.  / 

120  Suite — values  to  $65.00 y. 

Take  lot  mcl-idee  the  moat  excloalfe  lulte 
from  the  foremoat  makers  In  the  East.  andS 
limited  quantity  of  novelty  Suits— some  that 
sold  aa  high  aa  1*5  00. 


The  finest  in  the  house 


Tomorrow  we  offer  you  your  unrestricted  . 
choice  of  any  Cloth  Bolts  In,  »ur  enur»  stock  / 
regardless  of  former  selling  price — select  lhe\ 
ones  yoo  like  best  at  $S».7».  / 


Wtoi   ©©WEI: 


$16.95  Dresses J 

Almost  200  handsome  all-f 
cloth  and  Silk  Dresses  in  the\ 
prevailing  popular  styles  that! 
heretofore  sold  up  to  $1695—  I 
tomorrow   at  19.75.  / 

Dresses  up  to  $24.75 I 

The  very  newest  models  andT 
daintiest     effects     In     Crepe  > 
Meteor,  Crepe  de  Chine 
Chiffon  Dresses— that  sold 
to  $2175— at  $12 

Dresses  up  to  $39.75 "\ 

There  are  Just  ££  of  these/ 
Dresses— in  beautiful  silks. I 
chiffons,  lares  and  brocades/ 
— suitable  for  afternoon  and  I 
evening  wear — only  one  or  J 
two  of  a  hind.  ' 

Dresses  up  to  $65.00 \ 

Just  S6  of  these  Dresses  and/ 
Gowns — exQulBlte    effects     In) 
brocades,    laces    and   Tarloua 
silken  fabrics — (a  street  and 
afternoon  shades. 


and! 
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Values  up  to 
$39.75— in 
three  lots  at 

ERE    you   will    find   the  newest   and   prettiest   effect*— coats  and  wrapt  for  mq  occasion — In  fluve- 

tyne.  wool  plush,  brocaded  velvet,  Persian*  and  t'ral  lamb,  chlnchlll*  plush,  striped  mole,  imported 

ures.  rlbcllnes,   Hindu   lynx,   epemge  and   sealette  materials — values  up  to  $39  ~5 — at  the  three  prices 


ami  Wimps ^ 
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Price 


'■pHIS  Is  an  offer  that  win  certainly  keep  us  very  busy  all  day  tomorrow 
*  — a  apeclal  clearsoce  of  our  Isrge  snd  beautiful  stock  of  rolrlmmed 
Hsts.  Including  velvets,  rlushes  and  comMrtatlons— ranging  In  value  from 
It  95—  all  at  half  their  marked  price  In  the  lot  are  M  deten 
'pes.  regular  IS  values,  which  were  reduced  to  IS  9!-.  and  which 
will  go  on  sale  tomorrow  al  half  their  present  marked  price,  giving  you  a 
real  18  quality  lor  II  9s 


98c  for  $2.00  Shapes 
$1.50  for  $3.00  Shapes 
$1.98  for  $4.00  Shapes 
$2.50  for  $5.00  Shapes 
$3.00  for  $6.00  Shapes 


Great   Reduction*   in 

M@w©§G  SMriis 


"> 


a5p#cia,  atttntxon  »■ 
catttd  to  1*1  Ifau  0 

|  HrUwtafti 

tomorrow 


S-2 

THE  quantity  of  IbM*  skirts  Is  llmUM  M 
1  each  one  Is  a  -slue  that  .will  more  than 
plaan  you  -ihry  DOOM  in  Pnest  plaldt.  hem*?- 
•  •■-■  ehtTtOtl  v-ponaes— and  In  all  tha 
nyimi  thaAt  such  as  mahcrany  »nd  Dutch 
Mur.  aa  *rli  as  (be  ei>-T  p'M'uUr  blacks.  navUc 


Sotabtt   Vala**— 


$6.98    Wai*t$  at  $4.98 

-a.  !OK  th«   HOsy  =  •***.- 

o«   laC-»    c  "  ICft  o&s 

a  .tec    ll 

$2.98   WaUtB  at  $195 

A     »■  ■•     Embroidered 

Wilali    *ettai  ud  *»■-•**    I  <h*  «»••-' 
n  M  twin  <■•   •    I 

$1.25  Waittt  *t  79c 

Pntj  I   wa»h- 

iMk  orvpM  »»'   'h»n  ro* 

bs\*  he :»t,-'-*e  %~tri  ai   tats 
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eliminating  all  cuts  and  fancy  layouts 
and  pinning  their  faith  to  the  dignified 
ad,  with  straight  set  matter  and  plain 
rules.  That  either  school  will  prevail 
and  draw  the  great  volume  of  advertis- 
ing that  way,  does  not  seem  at  all  likely. 
In  the  one  case  it  would  make  advertis- 
ing a  frenzied  attempt  to  interest  peo- 
ple by  exaggerated  and  freakish  innova- 
tions; in  the  other  it  would  reduce  all 
advertising  to  the  dead  level  of  common- 
placeness. 

On  the  whole,  however,  the  trend 
seems  to  be  toward  simpler  effects.  Good 
illustrations  and  few  of  them,  is  the 
motto  of  many  a  prominent  advertising 
man  to-day.  No  longer  is  it  deemed  ad- 
visable to  sprinkle  cuts  of  indifferent 
value  in  every  corner  of  an  advertise- 
ment. It  has  become  generally  recog- 
nized that  this  detracts  from  tyie  value 
of  an  advertisement  in  a  most  marked 
degree. 

The  End  of  Exaggeration 

One  development  of  a  comparatively 
recent  date  which  bids  fair  to  become 
universal  is  the  reaction  from  all  forms 
of  exaggeration  It  was  a  common  thing 
at  one  time — and  not  so  very  long  ago 
— to  carry  exaggeration  to  an  extreme 
point.  Values  were  unscrupulously 
raised,  descriptions  were  written  in 
fancy  terms,  comparisons  of  a  most 
sw-eeping  nature  were  drawn.  Every- 
thing advertised  by  those,  who  fell  into 
this  trend  was  the  "best  on  the  earth." 
The  person  who  purchased  solely  from 
advertisements  must  have  been  sorely 
pressed  at  times  in  making  selections. 

It  was  recognized  in  time  that  this 
was  having  a  seriously  detrimental  ef- 
fect. People  were  beginning  to  take  what 
they  read  with  a  pinch  of  salt.  Too  much 
exaggeration  would  inevitably  have  un- 
dermined public  confidence.  And  so  a 
strong  reaction  has  set  in.  The  best  ad- 
vertisers are  now  keeping  their  state- 
ments within  the  facts  and  are  not  in- 
dulging in  sweeping  announcements  with 
the  regularity  of  old.  Even  where  the 
facts  warrant  a  "big  scream,"  the  ad- 
vertising man  injects  conservatism  as 
well  as  enthusiasm  into  his  pen. 

This  change  will  be  a  welcome  one  to 
the  advertiser  as  well  as  to  the  public. 
The  opportunity  to  present  goods  to  the 
public  for  exactly  what  they  are  worth, 
without  feeling  it  necessary  to  overesti- 
mate them  in  order  to  offset  the  opposi- 
tion, will  be  eagerly  grasped.  After  all, 
the  average  person  has  a  proper,  level- 
headed notion  of  values.  The  most  sure 
way  of  getting  results  is  to  present  a 
proposition  to  them  in  a  business-like 
way,  without  any  superfluous  claims  or 
wordy  effusions. 

Smaller  Ads  Coming 
The  head  of  a  large  house  which  has 
spent   many  millions  of  dollars   in   ad- 


vertising, Sir  Joseph  Beecham  of  Beech- 
am 's  Pills  fame,  makes  the  assertion 
that  an  era  of  smaller  space  advertising 
is  at  hand.  He  believes  that  the  large  de- 
partmental stores  are  going  to  limit  their 
space,  and  more  carefully  select  their 
matter. 

Certainly,  however,  there  seems  no  evi- 
dence of  this  yet.  The  writer  made  a 
careful  test  of  the  advertisements  in 
twenty  representative  Canadian  and  Am- 
erican newspapers  extending  over  a 
period  of  a  week,  and,  wherever  possi- 
ble, made  comparisons  with  the  showing 
of  the  previous  vear.  The  finding  was 
that  the  big  advertisers  were  using  as 
much  space  as  ever.  In  the  ease  of  sev- 
eral Canadian  stores,  the  amount  of 
space  used  during  the  period  was  prac- 
tically identical  with  the  same  period 
last  year. 

There  seems  little  reason  to  doubt  that 
the  use  of  large  space  by  firms  doing 
business  on  a  large  scale  is  bound  to  con- 
tinue. Where  there  are  a  multiplicity  of 
lines  to  be  featured,  the  necessity  for 
large  enough  space  to  do  justice  to  each, 
cannot  be  escaped.  Some  of  the  depart- 
mental stores  have  to  some  extent  tried 
the  scheme  of  using  space  in  different 
parts  of  the  paper.  This  is  conceded  to 
be  good  practice  in  some  instances  but 
the  advisability  nf  concentrating  the 
complete  announcement  of  a  firm  in  one 
place  where  the  reader  can  see  it  all  is 
so  unmistakable  that  the  other  method 
does  not  seem  likely  to  make  much  head- 
way. 

Featuring  Prices 

Perhaps  the  most  marked  trend,  is  to- 
ward the  featuring  of  price.  At  the  pre- 
sent moment,  the  writer  has  before  him 
a  dozen  or  more  advertisements  of  large 
American  departmental  stores.  Without 
exception,  the  one  feature  that  is  most 
conspicuous  in  each  is  the  prominence 
that  is  given  to  prices.  The  figures 
stand  out  with  almost  the  distinctness 
of  a  jet  of  light  against  the  background 
of  a  dark  curtain.  A  sample  is  repro- 
duced herewith  which  is  fairly  typical  of 
them  all.  Note  the  size  of  the  figures, 
the  full  depth  in  almost  every  case  of 
the  description  which  accompanies  it. 
This  advertisement  is  extreme  beyond  all 
doubt.  The  price  could  be  made  suffi- 
ciently prominent  without  going  to  this 
extreme.  But  there  is  this  about  the  ad : 
Tt  points  the  trend. 

Lighter  Type 

A  nother  very  marked  characteristic  of 
advertising  which  may  fairly  be  claimed 
to  be  "blazing  the  trail"  is  the  tendency 
away  from  heavy  type.  The  ban  is  put 
on  the  black  poster  type  so  dear  to  the 
advertising  man  of  a,  past  dav.  The  en- 
deavor seems  to  be  to  give  the  copy  a 
light  appearance.  No  objection  is  made 
43 


to  the  use  of  large  type  but  the  styles 
most  in  vogue  are  of  light  face.  The 
outline  type  shown  in  the  Kline  adver- 
tisement has  come  into  great  popularity 
and  is  used  by  a  great  many  of  the 
largest  stores 

Greater  Simplicity 

In  further  reviewing  the  specimens  at 
hand,  it  is  seen  that  the  tendency  to- 
ward greater  simplicity  is  evidencing 
itself  in  many  ways.  Headings  with 
pictorial  effects  are  not  seen  as  much  as 
formerly.  There  are  still  plenty  of  large 
advertisements  seen  which  have  elabor- 
ate headings  across  the  top  but  with 
the  most  of  the  specimens  in  hand,  this 
is  not  done.  The  reason  for  this  appar- 
ently is  to  prevent  too  much  prominence 
centering  in  the  artistic  effects. 

Simpler  borders  also  seem  to  be  the 
rule.  As  is  the  case  of  the  advertise- 
ment reproduced,  a  single  rule  border  is 
favored  by  many.  The  panel  effect  is 
used  as  much  as  ever  but  the  panels  are 
plainer,  ornate  effects  being  eschewed  al- 
most universally. 

This  briefly  sums  up  the  trend  in  re- 
tail advertising  as  accepted  from  the  ad- 
vertisements of  a  score  of  large  depart- 
mental stores.  On  the  whole,  it  can  be 
asserted  that  a  decided  improvement  is 
being  worked  out. 


NEW  CARTAGE  RATE 
SCHEDULE 

Increase  from  3  to  4  cents  per  cwt. — 
Montreal. 

Increase  from  3  to  314  cents  per  cwt. 
— Toronto. 

Same  rate  of  3  cents  as  before.  - 
Bothwell,  Brantford,  Glencoe,  Guelpli, 
Hamilton,  Kingston,  London.  Ottawa, 
Sarnia,  St.  Catharines,  St.  Hyacinthe, 
St.  Thomas,  Thamesville.  Valleyfield, 
Walkerville,  Windsor. 

Minimum  in  all  cases — 20  cents. 

Additions  to  list  of  exceptions  to  flat 
tariff:  Baskets,  empty  packages,  furni- 
ture  (except  brass  and  iron  bedsteads). 

Such,  in  brief,  are  the  new  cartage 
regulations  announced  by  the  railway 
companies  this  week,  as  coming  into  ef- 
fect on  the  first  of  the  year.  As  stated 
last  week  in  Canadian  Grocer,  some  ad- 
dition to  cartage  rates  was  expected 
after  railways  had  agreed  to  continue 
present  service.  Montreal  faces  heavi- 
est increase,  20  cents  per  ton,  while  To- 
ronto pays  5  cents  per  ton  more,  and  re- 
maining cities  where  schedule  has  been 
in  effect,  continue  under  the  same  rates 
as  before.  So  far  as  the  amount  of  the 
advance  is  concerned  there  seems  little 
objection    being   registered. 


Prospects    For  the    Future  are   Bright 

Business  Men  Agree  That  Conditions  Will  Show  a  Marked  Im- 
provement After  the  First   Few  Months  of  the  Year — -Was  Busi- 
ness as  Bad  During  1913  as  General  Opinion  Made  it  Out  to  be? — 
Investigation  Does  Not  Bear  Out  the  Pessimist  in  Full  Measure. 
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()\Y    was   business  during  the  year 

now  | >;isi  .'     More  important   still, 

how    will    business  be  during   the 

cdming  year?     These   are   the  questions 

now  foremost  in  the  minds  of  all  business 

men. 

With  regard  to  the  firs!  question,  one 
is  inclined  to  think  at  first  that  it  could 
he  answered  off  hand.  That  business 
has  been  bad  is  a  pretty  general  supposi- 
tion. So  much  talk  of  depression  and 
bad  business  is  beard 
that  one  naturally  as- 
sumes that  conditions 
are  such  as  to  warrant 
the  talk.  Ask  the  first 
ten  men  you  meet  how 
they  find  business,  and 
nine  of  them  will 
shake  their  heads  with 
concentrated  gloom 
and  voice  an  opinion 
pregnant  with  pessi- 
mism. If  it  happens 
that  the  tenth  man  you 
meet  reveals  a  cheerful 
outlook,  you  probably 
regard  him  as  an  in- 
curable optimist  and 
attach  no  weight  to  his 
view  s. 

Is  there  any  tangible 
reason  for  the  deep- 
seated  belief  that  busi- 
ness; has  been  so  had  .' 
There  is  no  denying, 
of  course,  t  hat  at  sonic 
seasons,  and  in  some 
districts  particularly, 
trade  has  hen  dull. 
Perhaps  the  dry  goods 
trade  has  suffered 
more  than  other  lines 
from  the  semi-depression,  inasmuch  as 
the  average   person    when    money   is  tight, 

or  when  it  appears  to  be  tight,  will  make 

the    "old     things"     do      a     Bad     truth     to 

which    cveiy    di\    ids    man      will      hear 

witness.      Certain    it    is    that    toward    the 

end  "i   the  year  business  became  dull,  a 

fad     which    can    he    attributed    partly    to 

t  be  unfavorable  weal  her. 

Conceding  all  this,  however,  one  does 
not  Bnd  il  possible  to  secure  proof  of  I  be 
existence  of  such  had  condit  ions  as 

era]  opinion  has  accepted.     Man\  whole- 
salers and   manufacturers     report     that 

the\     have    hail     increases      ,<['       business 


Many  more  state  that  they  showed  an 
advance  in  the  volume  done  up  to  the 
last  few   months   of  the  year.     As   the 

amount  of  business  done  by  the  manu- 
facturer is  indicative  of  the  business 
done  by  the  retailer,  it  is  quite  reason- 
able to  assume  that  many  retail  dry 
■jo, ids  merchants  have  passed  a  busy 
year.  Direct  reports  secured  by  The 
Review  from  many  districts  hears  out 
this  statement. 


Tlie   Answer  to   t lie   Pessimist 

A  Test  Year 

The  year  L913  will  pass  down  into  his- 
tory as  a  year  "t  severe  test.  There  can 
be  no  doubt  that  the  wave  of  prosperity, 

which    has   been   sweeping   over   the  conn 

try  for  the  past  five  years,  brought  along 
many  evils  with  it.  Extravagance,  specu- 
lation, inflation  of  values,  exaggeration 

were  things  that  had  crept  in.  .lust  as 
the  ore  must  be  pass,  d  through  the 
smeller  before  the  pure  metal  is  extract- 
ed, so  business  had  to  he  passed  through 
the  crucible  of  depressed  conditions  he 

lore   it    could   be    freed    from    the  dross   ot 

wild  cat   speculation  and  dishonest   meth- 

II 


oil-,  face  to  face  wit-,  a  serious  money 
shortage,  business  men     began     to 

-    in   a  new  light.      They   beaan   to 
view  conditions  and  pr<  I  ith  more 

moderation  and  to  put  a  sane  construc- 
tion on  values.  Commercial  spread- 
eagleism  vanished. 

In  view  of  this  result,  business  men  of 

large  outlook  arc  prone  to  regard  the 
turn  of  events  of  the  past  year  as  an 
economic  blessing  coming  in  the  dis_ 

of  semi-depression.     A 
number        of        manu- 
facturers express  theni- 
-i  Ives  as   pleased   that 
the  threat  of  a  check  in 
the   country'.-    pi 
it y  came  in  time  to  in- 
duce earnest   refl. 
and   to  effect    a   ret 
to  sanity  of  outlook. 

The  Future 

With  regard  to  the 
future,  one  finds  al- 
most complete  unanim- 
ity of  opinion.  It  is 
that  better  con- 
ditions are  ahead. 
Some  estimate  that 
several  months  of  dull- 
ness will  succeed  be- 
fore there  is  a  notice- 
able turn  in  the  tide. 
In  this  they  are  un- 
doubtedly riszht.  It  is 
not  to  be  expected  that 
the  early  months  of  the 
3  ear.  ordinarily  the 
dullest,  will  see  the  re- 
sumption of  complete 
trade  activity 
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Mint  generally  wins  and  you'll  like- 
ly to  uet  what  you  merit.  It'  you  think 
you  arc  getting  a  raw  deal  remember  that 
mean  people  require  mean  measui 

subdue  them. 

•      •      • 

The  mule  has  a  great    reputation 
beast   of  determination   and  as  a   kicker, 
but    he    doesn't    cut    much     ice     on     the 
speedway    or    in    the    money    market.     It- 
some  men  would  cease  kicking  and 
some  ot'  their  stubbornness,  they',! 

find  themselves  in  higher  company. 


Expects  a  Banner  Year  for  Business  in  1914 

Head  of  Montreal  Departmental  Store  Speaks  Most  Optimistically 
of  the  Future — No  Basis  for  Pessimistic  Talk — In  Interview  He 
Points  Out  Tangible  Reasons  for  a  Marked  Improvement  in 
Business. 


FREDERICK  A.  SCROGGIE,  manag- 
ing director  of  W.  H.  Scroggie, 
Limited,  Montreal,  who  recently  re- 
turned from  a  business  trip  to  New 
York  and  Philadelphia,  stated  that  he 
found  retail  business  conditions  in  both 
cities  much  better  than  he  expected,  and 
that  from  his  observations  there,  as  well 
as  judging  by  the  experience  of  his  own 
establishment,  he  was  convinced  that 
much  of  the  prevailing  pessimism  in 
trade  circles,  was  the  reflex  of  the  per- 
sistent and  sensational  indulgence  by  a 
considerable  section  of  the  press  in  ex- 
aggerated "hard  times  scare"  reports 
and  interviews. 

Mr.  Scroggie  went  on  to  declare  his 
conviction  that  the  general  outlook  for 
1914  was  for  the  biggest  year  in  the 
business  history  of  the  Dominion,  bas- 
ing his  prediction  upon  his  own  personal 
knowledge  and  upon  the  latest  available 
Government  and  trade  statistics.  "There 
is  no  better  barometer  of  trade,"  he 
said,  "than  a  department  store  catering 
to  the  masses,  and  the  present  year  has 
been  by  far  the  greatest  in  our  history, 
even  after  making  allowances  for  the 
greater  facilities  of  our  new  store. 
There  are  no  pessimists  on  our  staff. 
The  vigor  and  activity  of  our  business 
are  the  result  of  liberal  purchasing  by 
the  people,  the  majority  of  whom  have 
too  much  common  sense  to  spend  more 
than  they  can  afford. 

"The  stringency  about  which  we  hear 
so  much  these  days,"  continued  Mr. 
Scroggie.  "is  in  my  mind  largely  con- 
fined to  individuals  inoculated  with  the 
gambling  spirit,  who  prefer  reckless 
speculation  to  sound  and  solid  invest- 
ment. These,  however,  represent  only  a 
small  proportion  of  the  population." 

Asked  as  to  the  grounds  upon  which 
he  based  his  prediction  for  a  big  year  in 
1914.  Mr.  Scroggie  replied:  "I  am  a 
convinced  optimist,  and  a  careful  study 
of  the  conditions  in  Canada  confirm  my 
optimism.  According  to  the  latest  Gov- 
ernment report  for  six  months  of  1913, 
ending  with  September,  Canada's  im- 
ports increased  twenty-six  million  dol- 
lars over  the  same  period  last  year,  im- 
ports increased  thirteen  millions,  and 
general  business  increased  over  forty- 
five  millions.  These  figures  indicate,  not 
hard  times,  but  promising  and  prosper- 
ous conditions.  The  head  of  a  large 
manufacturing  concern  told  me  that  his 
collections  for  the  past  month  were  95 
per  cent.,  an  exceptionally  large  propor- 
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One   view   of   the   effect   of   the   American 
tariff  reductions   on  business. 


tion.  The  railway  returns  indicate  pro- 
gress and  profit  in  every  department  of 
traffic.  A  leading  commercial  lawyer 
saj's  that  his  firm  incorporated  a  record 
number  of  companies  since  October.  The 
recently-published  reports  of  the  Bank 
of  Montreal  and  the  Royal  Bank  point  to 
healthy  financial  conditions  everywhere. 
It  must  be  remembered  that  the  close  of 
navigation  and  the  advent  of  winter  al- 
ways causes  a  large  number  of  persons 
to  be  thrown  out  of  employment  tem- 
porarily. This  is  a  normal  condition 
with  which  Canadians  are  familiar,  but 
it  is  being  used  by  the  pessimists  to  bol- 
ster up  their  arguments. 

"The  outlook  for  the  new  year  is  in 
reality  bright  and  encouraging.  In  Mon- 
treal indications  point  to  a  year  of  un- 
paralleled activity  in  the  building  trades. 
Immigration  figures  show  that  Canada 
is  still  the  Mecca  for  shrewd  and  ambi- 
tious workers  from  the  old  world,  and 
railway  and  steamship  companies  are 
preparing  to  handle  more  immigration 
traffic  than  ever  before.  The  approach- 
ing completion  of  two  new  transcontin- 
ental railroads  will  in  itself  form  an  im- 
portant factor  of  progress,  attracting 
new  population  and  capital,  and  leading 
to  incalculable  expansion.  These  are 
some  of  the  reasons  why  I  depreciate  the 
publicity  given  to  hard  times  stories, 
and  why  I  believe  that  1914  promises  to 
be  the  brightest  year  in  Canada's 
history." 
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DOWN  TO  ROCK  BOTTOM 

(Continued  from  page  35.) 

The  new  cost  and  selling  prices  are 
marked  on  the  packages  as  the  work  is 
done. 

Both  Cost  and  Selling  Price 

"I  receive  from  the  central  office  a 
number  of  printed  sheets  for  making 
the  stock  records  on,  all  numbered,  say 
from  20  to  300.  The  quantity  and  des- 
cription is  marked  down  on  the  sheet 
and  both  cost  and  selling  price.  This 
you  probably  will  find  is  rather  unusual, 
some  taking  only  the  cost  and  others 
preferring  the  selling  price.  The  'exten- 
sion' contains  the  price  of  the  whole  lot, 
for  instance  if  22  yards  that  cost  10 
cents  a  yard,  $2.20.  So  with  the  similar 
column  following  the  selling  price. 

"The  column  at  the  extreme  left  will 
contain  a  record  of  the  reduction  I  make 
in  any  lines,  say  10  of  the  22  yards  will 
be  cut  from  10  to  6  cents,  a  total  reduc- 
tion of  60  cents.  So  the  'extension' 
column  will  contain  not  the  22  yards  at 
10  cents,  but  12  yards  at  10  cents  and 
10  yards  at  60  cents,  or  $1.80  instead  of 
$2.20." 

Record  of  All  Reductions 

The  record  of  the  reduction  on  the 
left  hand  side  is  copied  out  later  and 
sent  on  to  take  its  place  with  the  re- 
cords of  cuts  made  in  stock  at  other 
times  of  the  year. 

The  inclusion  of  both  cost  and  selling 
prices  entails  more  work — although  not 
much  as  the  two  figures  are  together  on 
each  package  —  but  this  firm  finds  the 
complete  record  far  more  satisfactory. 

"Of  course,'  remarked  the  manager 
of  the  bookkeeping  department,  "we 
could  do  as  others  do.  estimate  the  cost 
from  the  selling,  or  the  selling  price 
from  the  cost,  but  this  way  of  recording 
both  is  more  accurate  and  leaves  nothing 
to  guess  work.  It  also  enables  us  to 
know  exactly  what  percentage  we  mark 
up  our  goods  by,  and  otherwise  helps  us 
in  keeping  track  of  the  selling  costs  in 
relation  to  gross  and  profits..  We  have 
investigated  the  other  two  systems  and 
find  that  one  has  little  superiority  over 
the  other;  we  prefer  the  'double'  one 
we  have  adopted." 

(Continued  on  page  52.) 


Aii  interior  view  of  the  furnishings  department  of  Clinkskill 's,  Limited,  Saskatoon. 

Space-Saving    Arrangement    of    Two    Stores 

A  Description  of  the  New  Premises  of  OlinkskhTs,  Limited, 
Saskatoon — Furnishings  and  Shoe  Stores  Are  Joined,  with  Stock 
Rooms  Between— A  Plan  of  the  Arrangement  of  the  Furnishing 
Stock — Equipment  is  Dustproof  Throughout. 


THE  new    store  oJ   Clinkskills'   Lim- 
ited, at    Saskat 1   presents  many 

teat  ares  of  decidi  <1  interest.  It 
has  been  laid  out  on  a  plan  which  is 
unique  in  several  respects  and  which  is 
well    worthy    of   consideration    by    retail 

men    u  ho  are   laeiirj   I  he  problem   of  Store 

arrangement. 

The  establishment  consists  in  reality 
of  two  stores,  one  devoted  to  men's 
furnishings  and  the  other  to  boots  and 
shoes.  The  two  sections  are  joined,  bow- 
ever  and  1 « .rni  one  store.  They  have 
separate  enl  ranees  and  show  vt  indows, 
appearing  From  the  street  to  be  separate 
-inre-.  (>n  the  accompanying  plan  the 
details  of  the  floor  arrangement  will  be 
Pound. 

This  arrangement  was  made  to  effect  a 
Baving  m  space  Between  the  two  sets 
of  windows  is  the  entrance  id  the  upper 
floors  of  the  two  storey  brick  block,  built 
by  the  firm.    Eacli  store  is  26x90  feet  and 


in  the  space  between,  immediately  lie- 
hind  that  given  over  to  the  stairway,  are 
stuck  rooms,  each  :S0  s  !•  feet.  The  stock 
rooms,  as  shown  on  the  plan,  are  separ- 
ated by  a  large  recess  in  which  is  located 
the  genera]  office.     A   passage  joins  the 

two  stores  and  thus  there  is  ready  access 
from  each  store  to  the  office  and  the 
cashier   is    aide    to    serve      both      without 

difficulty,  By  this  plan  also,  the  office  is 
centrally  located  without  interfering  in 
any   way   with   the  store   arrangements. 

Another  advantage  is  the  (dose  proximity 
of  the  -lock  rooms  to  the  stores.  A  sales- 
man  can    procure      any      article      desired 

without  loss  of  time  and  without  keeping 
customers  waiting. 

Altogether  the  lay-out  of  the  two 
-lores  ha-  points  alunit  it  which  make-  n 
worth  very  careful  consideration. 

The  Men's  Wear  Store. 
The  display  windows  are  deep,  reced- 
ing sharply    to   the   entrance   and    so   ar- 
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ranged  that  displays  are  arranged,  front- 
ing   on    the    sides.      Thus    onlooker-    ax- 
prone  to  step  into  the  entrance  in  order 
to   -ee    the    lull    display:    and    then,   per- 
haps,   to    step    within    the    store.      Main 
merchants   have    found   that   an   an. 
incut    of   front    which   lead-   people   from 
the   street    is   most    effective   in   dra 
trade  tor  the  reason  that,  the  first 
once   taken,  the  rest    arc   more  likely   to 
he  taken. 

Along  the   left    wall, 
drawer  wall  fixture,  2  '  eet  3  in< 
by  36  feet   long.      It   is  divided   half  way 
h\    a  mirrored  recess.     This  fixture  ha? 
five    rows    of   drawer-,    above      tlm« 
which    are    used    tor   goods    in    immediate 
demand.    The  upper  two  row-  are  utiliz- 
ed  for     reserve     purposes      Two     deep 

drawers  are  helow  the  level  of  the  silent 

salesman. 

Adjoining  the  recess  OB  one  Bide    - 
especially  useful  arrangement  >>t'  shallow 
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sectional  drawers  for  ties  and  smaller 
lines.  It  is  divided  into  several  sections 
and  in  the  first  section  underwear,  neck- 
wear, pajamas,  etc..  are  carried;  the 
second  section  is  devoted  to  the  shirt 
stock.  Here,  again,  attention  to  detail 
is  marked,  the  drawers  being-  so  designed 
that  it  is  possible  to  show  eolor  scheme 
of  any  article  without  removing  it.  The 
third  section  contains  the  collar  stock 
and  consists  of  drawers  divided  in  such 
a  way  that  two  dozen  of  every  size  of  a 
given  style  are  kept  intact  and  can  lie 
located   without  any  delay. 

In  front  of  the  wall  fixtures  on  this 
side  is  a  continuous  row  of  glass  silent 
salesmen  which  are  used  for  the  display 
of  the  better  lines  of  goods. 

Along  the  opposite  side  of  the  store 
is  a  very  handsome  four-section,  glass- 
fronted  fixture,  also  36  feet  long  and 
broken  by  a  mirrored  recess  exactly 
opposite  to  that  on  the  other  side.  This 
fixture  is  devoted  to  the  hat  stock.  Be- 
low are  two  rows  of  drawers  which  are 
used  for  extra  stock. 

The  rear  of  the  furnishing  store,  which 
i>  beyond  the  passage  connecting  both 
sides,  is  the  clothing  department.  The 
walls  on  both  sides  are  occupied  by 
clothing  cabinets  of  latest  design  and 
construction.  There  are  in  all  six  double- 
deck  Welsh  cabinets  with  revolving- 
garment  hangers.  At  one  end  is  a  par- 
ticularly convenient  arrangement  where- 
by samples  of  suitings  can  be  attractive- 
ly arranged  and  pulled  out  in  a  plain 
view  by  a  sliding-  panel  which,  when  not 
in  use,  slides  back  into  the  fixture  and 


is  shut  in  by  a  dustproof  glass  door.  At 
each  side  back  of  the  wall  fixtures  is  a 
comfortable  fitting  room,  while  across 
the  store  at  the  extreme  end  is  a  tailor 
shop,  separated  from  the  main  store  by 
a  partition,  in  front  of  which  is  placed 
a  handsome  oak  mirror  with  panelled 
recess  and  containing  in  "the  bottom  an 
electric  heater.  This,  facing  as  it  does 
the  entrance,  presents  a  most  inviting 
appearance. 

A  decidedly  unique  feature  of  the  store 
is  the  use  of  hand-painted  panels  for 
decorative  purposes.  There  are  six  panels 
in  all,  executed  in  pale  blue  on  the  mauve 
colored  walls.  They  are  just  below  the 
ceiling  and  extend  four  feet  down  the 
wall.  Each  panel  shows  one  of  the  prin- 
cipal lines  carried  in  stock.  The  four 
lines  thus  featured  are  underwear,  shirts, 
collars  and  clothing-. 

An  Artistic  Finish 

The  store  is  finished  in  a  most  attract- 
ive manner  without  being  in  any  way 
ornate.  All  the  interior  woodwork  is  of 
quarter  cut  oak  in  a  dull  rub  finish,  with 
the  exception  of  the  panels  enclosing  the 
windows  which  are  of  oak  in  a  natural 
finish.  Wall  fixtures,  show  cases,  chairs 
and  office  furnishings  are  all  in  the  dull 
finish  oak,  thus  giving  a  complete  harm- 
ony to  the  scheme.  The  entire  fittings 
and  fixtures  were  supplied  by  the 
Walker  Bin  and  Store  Fixture  Co.,  Ber- 
lin. 

The  lighting  arrangements  were  made 
with  an  eye  to  the  maintenance  of  harm- 
ony with     the  furnishings.       Large     arc 


lights  arc  suspended  from  the  ceiling, 
while  globes  on  upright  supports  are 
placed  at  close  intervals  along  the  ledge 
on  either  side.  As  the  indirect  sysieni 
is  thus  used,  the  store  i«  brilliantly 
illuminated  without  any  suggestion  of 
glare, 

The  credit  for  the  store  plan  and  the 
selection  and  arrangement  of  the  fixtures 
is  due  to  Mr.  Horsman,  vice-president, 
who  is  in  charge  of  the  store. 

Clinkskill's,  Limited,  is  the  outcome  of 
the  growth  of  the  business  of  James 
Clinkskill,  who  went  to  Battleiord  in 
1SS2  from  Glasgow,  Scotland,  and  start- 
ed a  store  there.  So  well  did  his  busi- 
ness progress  that  in  1900  he  opened  a 
branch  in  Saskatoon,  where  business  in- 
ci-eased  at  a  pace  which  soon  rendered 
larger  quarters  necessary.  In  1906  he 
left  his  first  Saskatoon  stand  adjoining 
the  Queen's  hotel  and  moved  it  to  the 
Clinkskill  block,  which  he  built  on 
Twenty-first  Street.  In  1911  the  busi- 
ness was  incorporated  as  Clinkskill's, 
Limited,  with  James  Clinkskill  as  presi- 
dent and  J.  P.  Horsman  as  vice-presi- 
dent. All  the  stock  is  OAvned  by  these 
two  men.  Mr.  Horsman  for  three  years 
previous  to  the  incorporation  wa-:  store 
manager,  and  since  1911  has  been  the 
active  head  of  the  business 

@— 

Your  brain  is  the  director  of  your 
energy  and  skill.  Your  eyes  see,  your 
ears  hear,  your  hands  execute,  all  in 
combination,  but  your  brain  directs.  See 
that  it  is  kept  clear. 


A  view  of  the  front  of  the  furnishings  department  of  Clinkskill's,  Limited. 
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A  plan  of  the  new  store  of  Clinkskills,  Limited. 


INCREASED  HIS  BUSI- 
NESS $1,000  A  MONTH 

(Continued   from  page  41.) 

employed  to  increase  this  business  $1,000 
a  month  during  the  past  yeart  Apart 
from  the  advantages  of  a  simple  but 
thorough  system,  which  takes  care  of 
important  details  and  the  appreciation 
of  conditions  peculiar  to  the  district,  the 


hulk  of  the  explanation  is  found  in  the 
two  words  "aggressive  advertising." 

Merchants  of  Grimsby  draw  business 
from  a  very  rich  territory  within  a 
radius  of  five  miles  south,  east  and  west. 
Bad  accounts  are  scarce.  Notes  are 
taken  on  large  purchases,  and  Mr. 
Hawke  states  that  his  loss  on  these  has 
been  negligible.  Besides  it  is  a  method 
which  has  a  tendency  to  direct  business 
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to  the  local  merchant,  whereas  if  a  hard 
and  fast  cash  rule  were  enforced,  the  re- 
sult would  undoubtedly  be  a  lar?er  pat- 
ronage  for  the  city  stores  at  those  times 
when  ready  money  is  more  plentiful 
than  others.  On  such  accounts  the  mer- 
chants may  be  confident  of  a  settlement 
once  a  year. 

This  five-mile  radius,  so  easily  trav- 
elled, is  a  rich  prospecting  field  for  the 
city  stores. 

"The  country  was  being  flooded  with 
the  advertising  of  the  Hamilton  and  To- 
ronto -\i,Vf-..'  said  Mr.  Hawke,  "and 
about  nine  months  ago,  I  realized  that 
I  would  have  to  do  something  more  than 
use  a  small  regular  space  in  t  lie  local 
paper.  I  accordingly  got  in  touch  with 
a  concern  supplying  a  good  advt.  service 
— layouts,  seasonable  parasrraphs.  cuts, 
and  all  necessary  material  for  an  inter- 
esting campaign.  Then  I  arranged  my 
advertising  contract  with  the  weekly 
newspaper  so  that  I  would  have  a  mon- 
thly service  of  one  page  and  eleven 
halves  to  be  used  as  desired.  Frequent- 
ly. I  would  have  the  printer  strike  off 
5.000  copies  of  this  full  page  advt.  Then, 
with  my  runabout  and  two  boys  we 
would  go  over  our  five-mile  radius  thor- 
oughly, distributing  those  circulars 
where  we  thought  they  would  do  the 
most  good.  For  special  occasions,  our 
advts.  would  be  exceptionally  appropri- 
ate and  never  failed  to  bring  results. 
Our  Christmas  advertising  is  an  ex- 
ample. We  secured  through  the  syndi- 
cate, a  four-page  sheet  bordered  in  color 
with  holly  and  mistletoe  with  a  head  of 
Santa  set  in  the  border  on  the  front 
page.  I  immediately  made  an  arrange- 
ment with  the  newspaper  to  use  this 
two-sheet  supplement  as  the  front  and 
back  of  the  regular  issue.  In  a  panel 
on  the  front  page  the  editor  ran  a  seas- 
onable message  to  his  subscribers,  used 
the  inside  for  reading  matter,  while  I 
had  the  front  and  back  for  advertising. 
1  was  able  to  do  this  at  a  fair  price  by 
co-operating  with  the  publisher,  and  the 
result  was  an  exceptionally  fine  Christ- 
mas display  and  one  that  was  very  effec- 
tive. By  watching  opportunities  such 
as  these,  we  have  kept  our  customers 
interested  and  have  developed  the  busi- 
ness from  sections  which  were  formerly 
more  or  less  prospective.  Then.  too. 
the  loyalty  of  the  staff  both  in  and  out 
of  office  hours  has  assisted  materially." 

Apart  from  his  business  as  a  merch- 
ant, Mr.  Hawke  devotes  considerable 
attention  in  summer  to  his  fruit  farm, 
a  short  distance  west  of  Grimsby,  where 
he  has  a  verv  fine  residence. 
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Montreal.' — Thieves  visited  the  furn- 
ishings store  of  L.  Brownstein.  and  got 
away  with  roodfl  valued  at  $4.15. 


Innovations   Shown    In    Western    Store 

Hudson's  Bay  Co.  Store  at  Edmonton  Has  Been  Enlarged  and 
Renovated— Fourth  Floor  Given  Over  Largely  to  the  Comfort  of 
Shoppers — A  Roof  Garden — Details  of  Arrangement  and  Equip- 
ment. 


EVERY  n  e  w 
store  erected  on 
a  large  scale 
means  the  introduc- 
ing1 of  a  certain 
number  of  new 
ideas  as  well  as  the 
perfecting  of  old 
ones.  Few  depart- 
mental stores  built 
in  Canada  of  recent 
years  have  introduc- 
ed more  original 
ideas  than  that  of 
the  Hudson's  Bay 
Co.  at  Edmonton. 

The  new  "Bay" 
i.s  not,  strictly 
speaking.  a  new 
store.  It  has,  how- 
ever, been  so  com- 
pletely renovated  and  enlarged  that  it 
can  be  treated  as  such  and  some  of  its 
unique  features  described. 

The  Hudson  Bay  Co.  store  in  Edmon- 
ton stands  at  the  corner  of  Third  and 
Jasper  streets.  The  work  carried  out 
this  year  includes  the  erection  of  a  five- 
storey  warehouse,  the  building  of  an 
addition  to  the  store,  six  storeys  in 
height  and  the  raising  of  the  main  store 
to  four  storeys.  This  has  resulted  in  a 
complete  renovation  of  the  interior  and. 
when  thrown  open  to  the  public,  the 
"Bay"  was  a  new  store  in  every  par- 
ticular. 

The  establishment  now  boast  130,000 
square  feet  of  store  space. 

It  will  be  possible  to  enumerate  the 
original  features  of  the  store  best  by 
giving  a  briefly  detailed  description  of 
it.  On  the  main  floor  will  be  the  follow- 
ing departments :  Men 's  furnishings, 
boys'  department,  dress  goods,  linens, 
boots  and  shoes,  ribbon  and  noveltv 
counters,  drugs,  stationery  and  a  soda 
water  fountain  and  candy  department. 
On  the  main  floor  also  will  be  a  dark 
room  arranged  to  gauge  the  effect  of 
colors  by  artificial  light,  the  express  and 
postal  departments,  the  transfer  and  ad- 
justment bureau  and  other  depart- 
mental features  of  the  store  service. 

The  second  floor  will  be  devoted  ex- 
clusively to  women's  needs.  Here  will 
be  found  the  ready-to-wear,  millinery, 
furs  and  ladies'  boots'  and  shoes'  de- 
partments A  separate  section  has  been 
set  aside  for  children 's  clothing.  Under 


The  new  store  of  The  Hudson's  Bay  Co.  at  Edmonton 


the  heading  of  ready-to-wear  is  includ- 
ed whitewear,  corsets,  etc. 

The  third  floor  will  be  set  aside  for 
household  needs  and  requirements.  Here 
groceries,  provisions,  fruits,  vegetables, 
china  and  glassware,  furnishings,  drap- 
eries and  curtains,  will  hold  undisputed 
sway.  A  well-equipped  library  is  locat- 
ed here. 

The  Major  Innovation 

The  fourth  floor  contains  what  may 
safely  be  termed  the  major  innovation. 
A  good  part  of  this  floor  is  given  over 
to  catering  to  the  comfort  of  the  store's 
customers.  A  rest  room  is  provided  for 
the  ladies,  with  provision  for  letter 
writing  and  with  a  good  supply  of  cur- 
rent magazines.  Cloak  and  check 
rooms  are  located  here  also.  A  dining 
and  tea  room,  massage,  manicuring  and 
hairdressing  parlors  are  also  features 
designed  to  attract  shoppers  to  the 
store. 

On  the  fourth  floor  is  a  larse  cafe- 
teria, which  occupies  nearly  nine  thous- 
and square  feet  of  floor  space.  The 
kitchen  connected  with  the  cafeteria  is 
one  of  unusual  size.  It  is  equipped 
with  labor-saving  devices,  including  a 
dish-washing  machine,  capable  of  wash- 
ing 20,000  plates  an  hour.  A  refrigera- 
tion plant  operated  in  connection  with 
the  cafeteria  alone  cost  $18,000. 

The  final  feature  of  the  fourth  floor 
is  a  smoking  and  writing  room  for  men, 
with  a  telephone  for  the  use  of 
shoppers. 
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The  fifth  floor 
will  be  given  over  to 
bedding,  stoves, 
sewing  m  a  c  h  i  n  es 
and  dressmaking 
rooms  alongside, 
while  the  sixth  floor 
will  be  sacred  to  the 
store  executive  and 
employees. 

A  Roof  Garden 
Too. 

On  the  roof, 
reached  by  a  wind- 
ing staircase,  is  a 
roof  garden.  This 
is  an  innovation 
that  will  be  used  to 
splendid  advantage 
during  the  summer  time. 

The  store  is  fitted  up  on  a  practically 
luxurious  scale  throughout,  the  fixtures 
being  of  the  highest  quality. 

There  are  six  elevators  in  operation. 
Drinking  fountains  are  provided  at 
various  points.  Problems  of  lighting 
heating  and  ventilating  have  been  solv- 
ed by  the  installation  of  the  most  up- 
to-date  equipment  obtainable. 

A  fur  storage  vault  is  provided  where 
the  stock  can  be  kept  and  where  custom- 
ers can  store  furs  during  the  summer 
months. 

It  is  intimated  that  the  total  cost  was 
three  hundred  and  fifty  thousand  dol- 
lars. 
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Berlin,  Ont. — Lang  &  Co.,  are  about  to 
enlarge  their  business  by  forming  a  joint 
stock  company.  The  store  will  be  en- 
larged and  a  big  sale  is  now  being  held  in 
preparation  for  same. 

Vancouver,  B.C. — With  a  cargo  which 
included  a  million  dollars'  worth  of  silk, 
the  C.P.R.  liner  Empress  of  India  reach- 
ed port  recently  from  Yokohama  after  a 
stormy  passage  of  twelve  days  across 
the  Pacific.  The  silk  was  immediately 
shipped  and  sent  by  special  train  across 
the  continent. 

Orangevelle,  Ont. — E.  H.  Besley,  head 
salesman  in  Ritchie  Bros. '  store,  has 
severed  his  connection  with  the  firm  and 
is  movinsr  to   Toronto. 
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A    \  iciv  of  tlic   main  floor  of  the  Cressinan   Store. 


J^l  Siore  writ)  OridinaliTy 


BARGAIN  ANNEX. 

Tin  plan  followed  mil  in  tht 
k/iii-i  of  flu  Cressman  Com- 
pany, Limited,  of  holding  bar- 
gain sales  mi  a  a  rtain  day 
mcli  week  "ml  in  a  certain 
section  is  on<  which  has  much 

In    rmii  an  ml    it.      Tin     </n  nh  si 

ml rmiini/i  is  that  it  makes  't 
possibli  iii  keep  tin  bargain 
pari  of  tin  business  absolutely 
distinct  from  ih<  work  in  the 
regular  <l<  partmt  nts.  Tin 
work  carru  >l  mi  in  the  regular 
departments  proceeds  smooth- 
ly without  any  intt  rrupHons 
in-  changes  in  tin  pria  stand- 
ards. If  tin  i-i  an  goods  in  one 
ill  i>ini mi  ni  which  it  is  dt  sin  d 
in  si  II  off  ni  a  n  duced  prict . 
ilu  1/  m-i   nmr,  ,1  in  tin  bargain 

mi  in  X.       Tims      I  In       priC(       8(  / 

cannot  afft  ci  tin  work  "I  thai 
,1,  partmt  ni  nil,  rward  >  " 
maintaining  th(  r<  gular  pria  . 

Tin  plan  has  worh  <l  so  n  t  II 
thai  Hn  company  has  si,  adily 

nitiiiiliiim  tl  'I  for  n  unit, h,  r  "i 
t/tttrs.     ,iml      n  ill    iinitin  ni       In 

opt  mi'  tin  Bargain    I  n  m  x  in 

III,  umi  ,  iilm  in  tl  ninl  r,  nmil,  I 
li  tl  slnr, 


The  Establishment  of  the  Cressman  Co.,  Ltd., 
Peterborough,  Has  Been  Enlarged  and  Com- 
pletely Renovated — A  Furniture  Department 
Staitcd  -Some  Features  of  tin-  Store  System — 
Large  Crowds  at  Opening  of  the  Store. 


A  LARGE  extension  was  made  re- 
cently by  the  Cressman  Co.,  Lim- 
ited, Peterborough,  Ontario,  for  the  pur- 
pose of  introducing  new  departments.  A 
fancy  goods  department  was  started  bui 
the  chief  innovation  was  (he  enlargement 
of  their  home  furnishings  section  to  in- 
clude a  stock  of  furniture.  Two  lloors 
are  now  devoted  to  furnishings  and  the 
depart  men!  promisi  s  to  establish  itseli 
as  one  of  the  most  active  ami  profitable 
carried. 

In  order  to  thus  enlarge  the  scope  of 
the  business,  it   was  necessary  to  make 

an  addition  to  the  building.  At  the  same 
lime,  the  Store  throughout   was  renovated 

and  improved  in  numerous  waj  b. 

The   formal   opening,   after   the   com 
pletion   of   the   work   of   extension   ami 
renovation,   was   held   on   the   evening  of 
Thursday,  December  tih      Large  crowds 

\isited   the  store,  which   had   heen  attrac 

lively  decorated  I'm-  the  event.  Tem- 
porary arches  had  been  put  up  o\er  the 
main  aisles  in  the  store  and  decorated 
with  flowers,  evergreens  ami  floral  hells. 
The  above  illustration  of  one  section   of 


the  main  floral  gives  an  idea  of  the 
scheme  of  decoration  carried  out.  Special 
window  trims  had  been  arranged  for 
the  occasion.  A  festive  air  had  been  in- 
stilled into  each  department  and  the 
whole  -tore,  in  fact,  presented  a  strik- 
ingly effective  appearance. 

Review  of  Business 

Before  proceeding   with  a  description 

of  the  new  store,  it  will  he  interesting 
to  ui\e  a  brief  resume  oJ  the  history  of 
the  Cressman  store.  The  growth  of  the 
business  lias  heen  remarkable,  due  to 
the  energy  and  initiative  of  the  mem- 
bers of  the  Arm. 

The  business  was  -tailed  m  September 
1898    witli    .me   store   J:i    ice:    l.y   50   and 

two  storeys  in  height,  giving  a  floor 
-pace  of  2,300  Bquare  feet.  Seven  em- 
ployees composed  the  -tall.  From  tins 
comparatively  -mall  beginning  the  husi- 
ne->  grew  with  rapidity,  and  in  two 
years'  tune  u  was  found  necessary  to 
acquire  the  adjoining  store,  which  in- 
creased the  BOOT  space  used  to  3,fi00 
square  feet. 
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A  view  of  the  ready-to-wear  department  on  the  second  floor. 


In  1907  a  third  store  was  added  and 
all  three  were  thrown  into  one  by  the 
removal  of  the  partition  walls.  An  en- 
tirely new  store  front  was  then  put  in 
and  a  number  of  new  departments  added. 

The  next  important  step  in  the  devel- 
opment of  the  company  came  this  year 
with  the  complete  remodelling  of  the 
store,  bringing  it  up  to  date  and  the 
building  of  an  extension  at  the  rear.  The 
store  now  occupied  by  the  company  is 
65  feet  by  100,  with  four  storeys  and 
basement.  This  gives  32,500  square  feet 
of  floor  space,  and  every  foot  of  it  is 
utilized  for  merchandising'  purposes. 
Nearly  one  hundred  employees  are  now 
on  the  staff.  Seventeen  departments  are 
carried,  including  the  two  new  ones  al- 
ready mentioned.  Another  new  one,  de- 
voted entirely  to  children's  goods,  will 
be  opened  in  the  Spring. 

Before  leaving  the  question  of  the 
firm's  expansion,  it  may  be  Stated  that 
further  expansions  and  additions  are  in 
contemplation. 

How  Store  is  Arranged. 

The  additions  were  made  chiefly  on 
the  two  upper  storeys,  which  were 
brought  out  to  the  same  depth  as  the 
lower  storeys.  Formerly  they  had  lack- 
ed forty  feet  of  the  depth  of  the  main 
floors.  Now  all  floors  run  back  100  feet 
from  the  front.  The  rear  wall  was  sub- 
stantially rebuilt  and  carried  up  to  the 


roof.  In  this  way  the  floor  space  was 
increased  by  twenty-five  per  cent. 

The  enlarged  Home  Furnishings  de- 
partment occupies  practically  all  of  the 
third  floor  and  a  section  of  the  fourth  as 
well.  A  wide  staircase  extends  from  the 
third  to  the  fourth  floor,  thus  giving 
ready  communication  and  linking  the 
two  sections  of  the  department  closely 
together. 

On  the  top  floor,  the  space  allotted  to 
furniture  is  expansive.  The  range  here 
is  complete  from  a  kitchen  cabinet  to  the 
most  handsome  piece  of  drawing  room 
furniture.  The  stock  has  been  classified 
according  to  utility.  On  one  side  is  the 
dining  room  furniture,  for  instance,  and 
parlor  goods  are  shown  on  the  other  side. 

The  better  grades  of  goods  are  shown 
on  the  third  floor.  Here  is  found  an  as- 
sorted stock  of  high  priced  goods,  in- 
cluding a  not  inconsiderable  showing  of 
antiques,  Chippendale  effects  and  Shera- 
tons. A  special  room  has  been  allotted 
to  the  display  of  bedroom  furnishings 
and   appointments. 

On  this  third  floor  also  are  the  other 
sections  of  the  Housefurnishings  depart- 
ment— rugs,  drapes,  curtains,  linoleums. 
Wide  space  has  been  given  for  the  dis- 
play of  window  hangings  and  trimmings. 

Ready-to-Wear  Section. 

The    second    floor    is    devoted    to    the 
Ready-to-wear   department.    As  will   be 
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STRONG  FEATURES. 

The  Cressman  Co.  are  mak- 
ing a  special  feature  of  th< 
It  a  use  fa  rn  ish  ings  departme  n  f. 
Not  only  are  the  usual  lines 
carried,  carpets,  rugs  and 
drapes,  but  a  complett  stock 
of  furniture  has  now  been  put 

in. 

*    *    * 

.1  special  effort  is  made  to 
(l<t  orders  from  the  surround- 
ing district  and  to  encourage 
telephone  orders:  all  tolls  are 
paid  by  the  firm. 

*     *     * 

.1  strong  advertising  cam- 
paign is  conducted  the  year 
around.  The  Bargain  Amur 
specials  are  given  prominence 
from  an  advertising  stand- 
point. 

^     %     ^ 

The  store  has  its  own  de- 
livery system  and  efforts  are 
made  to  keep  it  thoroughly  ef- 
ficient. 
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A  view  of  the  furniture  department   in    the  Cressman  store.  Peterborough. 


seen  from  the  illustration  presented,  this 
department  is  arranged  on  a  roomy  plan 
but  a  lar<re  and  varied  stock  is  shown, 
including  some  exceptionally  high  class 
lines.  Counters  are  provided  for  white- 
wear  and  racks  are  used  for  the  stock- 
ing of  a  number  of  the  ready-to-wear 
lines. 

The  feature  of  the  department  is  a 
row  of  fitting  rooms  along  the  south  wall. 
These  are  comfortably  appointed  and 
have  been  found  a  great  aid  to  sales- 
manship in  this  department. 

The  general  offices  are  along  the  west 
wall.  On  this  floor  also  are  the  millinery 
and  dressmaking  departments  and  the 
ladle-  '    -hoe    section. 

A  n  st  and  reading  room  is  local  ed  on 
this    Booi 

Fancy  Goods  on    Main   Floor 

The  new  fancy  goods  department  is 
located  on  the  main  lloor.  Il  is  devoted 
In    art     nrr. lie    goods,    patterns.    no\ellies. 

and     fancj     goods    of    all    descriptions. 

( Hass  ' '  silent  salesmen  ' '  are  used  I 

l\   in  this  department  Eor  the  displaj  ol 

lln <ls. 

Behind   tins  IS  I ther  department,  in- 

eupied    previous    to     the     holiday     by 
i  'in  1-1  mas  lines.   Prom  n"«  out .  il  will  be 
itionerj   department, 
An   office   is  located   i.n    the   main    ll"nr 


which  is  used  as  a  cash  desk  and  infor- 
mation bureau,  the  auditing  and  gen- 
eral offices,  as  stated  before,  being  on 
the  second  floor. 

Details  of  Equipment 

The  store  is  fitted  up  with  a  private 
telephone  exchange,  connecting  all  de- 
partments and  operating  two  lines  to 
Central. 

A  cash  carrier  system  is  used  through- 
out  the  various  departments. 

A  delivery  system  is  operated,  three 
rigs  ami  drivers  being  maintained. 

Unique  Business  Methods 

One  of  the  outstanding  features  of  tile 
-hue  is  the  "Bargain  Annex."  This 
was  started  six  years  ago  and  has  been 
operated  continuously  since  with  suc- 
cess. Il  is  located  on  the  fourth  lloor 
and  is  open  one  day  each  Week,  mi  Wed- 
nesdays. 

This  department   serves  as  a  "clear 
ing  house"  for  all  departments.  Goods 
that  are  to  be  cleared  out.  are  offered  Eor 

-ale  there.  Leaders  are  provided  each 
week  and  the  event  is  advertised  \  cry 
e\lellsi\  el\  . 

The  term  "Bargain    \nne\"  has  been 

cnp\  righted   for  Canada. 
.".•J 


Another  feature  of  the  business  is  the 
strong  effort  made  for  mail  order  busi- 
ness Not  only  are  the  mail,  express  and 
freight  charges  paid  on  outgoing  goods, 
but    incoming    telephone    B  for 

orders  are  deducted  from  the  amount  of 
the  bill. 

The  business  was  started  in  L898  bj  A. 
YV.  Cressman.  He  was  joined  by  his  two 
sons  some  three  years  ago  and  the  per- 
sonnel of  the  firm  is  now  as  follows: 

A.   \Y.   Cressman.   President. 

H.    YV.   Cressman.   Y ice-President. 

F.  C.  Cressman.  Secretary. 


Gait,  Out.  Another  old  resident  of 
the  town  ha-  passed  awa\  in  the  person 
of  Harry    Brownlee,  of  Beverly   Street. 

The    late    Mr.     Brownlee    was    about     78 

years  of  age,  and  was  born   in   County 
Cavan,  Ireland,  and  about  65  yean 
came  to  Canada,  settling  in  Toronto. 
12  years  ago     .   moved  t<>  Gait,  residing 
I  >.  ceased  conducted  a 
and    furnishing   -tore   on 
Street    ami   later  on    Ain-lie  Street    for  a 
number  of  years,  and   was  the  first   man 
to    introduce   ready-made   clothing   into 
Gait. 
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THE  BUSINESS  SITUATION 

WHILE  THERE  is  no  denying-  that  business  during  the 
latter  half  of  1913  was  far  from  satisfactory,  at  the  same 
time  conditions  were  not  nearly  so  black  as  they  were 
painted.  Belief  in  hard  times  is  contagious.  One  mali- 
cious or  merely  idle  person,  by  talking  bad  conditions,  can 
influence  scores  of  others  to  believe  that  times  are  hard. 
There  was  a  great  deal  of  this  sort  of  thing  last  year, 
rumors  bandied  from  mouth  to  mouth,  swelling  in  volume 
and  becoming'  in  time  settled  beliefs,  mole-hills  of  fact 
converted  into  mountains  of  dangerous  fancy.  This  had 
an  unsettling  effect  on  business  and  certainly  did  not  tend 
to  help  conditions  any. 

The  fictitious  opinion  of  business  conditions  thus  set 
up  was  generally  accepted.  Close  investigation  fails  to 
show,  however,  that  business  was  so  poor  during  the  year. 
Many  manufacturers  express  their  dissatisfaction  and  in 
some  cases  their  alarm  most  unreservedly,  but  on  the 
other  hand  many  report  a  satisfactory  year.  The  number 
of  those  who  have  found  conditions  unsatisfactory  is  per- 
haps larger  in  the  dry  goods  industries  than  in  some  other 
lines;  a  fact  which  is  partly  accounted  for  by  climatic 
conditions,  which  have  been  far  from  favorable  through- 
out the  year.  Complaint  has  also  been  heard  on  the  score 
of  collections  and  this  complaint  is  undoubtedly  well 
founded.  The  volume  of  business  done  in  most  lines, 
however,  was  large;  so  large  that  the  sweeping  theories 
of  the  pessimists  as  to  actual  conditions  prevailing  during 
the  year  can  be  discounted.  As  to  the  future,  it  is  gen- 
erally agreed  that  1914  will  show  a  distinct  improvement 
and  the  only  matter  for  conjecture  is  in  regard  to  the 
length  of  time  that  it  will  take  for  the  improvement  to 
manifest  itself.  Some  of  the  most  optimistic  anticipate 
an  immediate  change  for  the  better.  Maturer  judgment 
points,  however,  to  a  continued  lull  in  business  for  the 
first  few  months.  It  is  believed  that  a  second  good  crop 
is  needed  to  clear  away  all  traces  of  the  depression  which 
has  existed  and  with  this  view  few  are  inclined  to  find 
fault.  Thus,  while  the  improvement  will  undoubtedly 
start  immediately,  it  should  gain  greatest  impetus  during 
the  summer  months,  swinging  into  the  full  stride  of  un- 
conquerable prosperity  in  the  early  Fall.  It  is  agreed  on 
every  hand  that  the  end  of  the  year  should  see  the  com- 
mencement of  an  era  of  unprecedented  prosperity. 


A  STAFF  CONVENTION 

WHY  NOT  start  off  the  new  year  with  a  staff  convention  ? 
It  is  an  annual  feature  in  most  manufacturing  and 
wholesale  houses.  The  salesmen  get  together  and  thor- 
oughly thresh  out  the  whole  situation  with  regard  to  their 
market.  They  discuss  experiences,  exchange  advice  and  in- 
dulge in  a  thorough  examination  of  their  work.  The  re- 
sult is  that  they  start  out  the  new  year  with  mine  grasp  of 
their  work  and  with  renewed  confidence. 


The  same  idea  could  be  followed  out  in  the  retail  store. 
Problems  of  the  same  order  as  face  the  sales  staff  of  the 
wholesaler  are  confronting  the  store  staff.  The  results  of 
a  conference  should  be  equally  useful  and  gratifying. 

It  pays  to  take  the  members  of  the  staff  into  your  con- 
fidence, to  outline  your  plans  to  them,  and  to  ask  for  their 
advice.  An  appeal  of  this  kind  invariably  leaves  the  pro- 
prietor with  a  firmer  hold  on  the  loyalty  of  his  employees 
and  richer  by  a  number  of  suggestions,  some  of  which  will 
be  valuable. 

® 

THE  NEW  YEAR  AND  THE  REVIEW 

IT  IS  the  universal  custom  to  start  the  new  year  with  a 
set  of  resolutions  to  cover  one 's  future  conduct  in  personal 
and  business  matters.  This  rule  applies  to  individuals  as 
well  as  institutions.  Even  publications  indulge  in  New 
Year's  resolutions  and  The  Review  is  no  exception  to  this 
rule. 

The  chief  resolution  that  The  Review  has  laid  down 
for  the  future  is  to  strive  to  give  its  readers  a  more  com- 
plete service  in  the  future,  to  cover  their  needs  more  fully: 
generally  speaking,  to  be  as  useful  as  lies  in  the  power  of 
the  trade  paper.  The  Dry  Goods  Review  of  1914  will,  we 
trust,  live  up  to  this  resolution.  New  features  will  be  in- 
troduced, all  of  direct  practical  interest.  Investigations 
are  now  under  way  into  problems  of  most  vital  interest, 
the  outcome  of  which  will  be  the  publication  of  articles 
letting  light  in  on  questions  now  vexing  the  trade.  The 
first  of  a  series  on  Rising  Costs  appears  in  this  issue,  to  be 
followed  by  others  giving  the  experience  of  merchants  in 
various  parts  of  the  country.  It  is  hoped  that,  from  the  in- 
formation thus  obtained,  it  will  be  possible  to  find  the 
remedy  to  existing  conditions. 

With  this  issue,  Dry  Goods  Review  appears  in  a  new 
dress.  The  type  is  set  in  narrower  measure  and  in  a  small- 
er size.  This  change  is  made  in  order  to  increase  the 
amount  of  reading  matter  on  each  page;  and  thus  to  im- 
prove the  service  that  the  paper  supplies  its  readers.  In 
addition,  we  believe  that  the  change  has  served  to  im- 
prove the  appearance  of  the  paper  from  a  typographical 
standpoint. 

During  the  coming  year,  Dry  Goods  Review  will  con- 
tinue to  give  the  first  information  on  style  developments. 
Always  strong  in  this  department,  The  Review7  will  be 
stronger  and  can  be  depended  upon  to  forecast  styles  ac- 
curately and  far  in  advance  of  any  other  publication  in 
the  field.  Our  style  writers  keep  closely  in  touch  witli  the 
thorough  and  reliable  reports. 


SERVICE  IS  THE  SOLUTION 

ALTHOUGH  definite  arrangements  have  not  yet  been 
made  with  the  railways  as  to  the  carrying  of  matter  under 
the  proposed  new  Parcels  Post  measure,  it  is  a  practical 
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certaintj  thai  the  system  will  go  into  force  in  the  course 
..i   i be  next   few   months. 

Tins  is  ;i  matter  of  deepesi  significance  to  the  retailer. 
It  iiiciin*  thai  he  will  be  brought  more  closely  than  ever 

before  into  i ipetition  with  the  mail  order  houses  and 

the  large  stores  in  the  cities.  For  man;  years  the  possi- 
bility of  baving  to  face  this  opposition  lias  been  before  the 
retailer.  He  has  regarded  it  as  a  remote  menace,  a  danger 
thai  mighl  be  staved  off.  Now  he  is  lace  t<>  lace  with  it 
and  must  decide  what  he  is  going  to  do. 

The  solution  of  the  difficulty  is  Improved  Service.  If 
the  retailer  desires  to  hold  the  trade  <>r  the  public,  there 
is  one  way  to  go  about  it:  To  make  it  so  well  worth  the 
while  of  the  public  to  ileal  with  him  that  they  will  n< >i 
in  sorl   i  o  purchasing  by  mail. 

There    are    countless    stores    in    Canada    where    no    tear 

need  be  felt  of  the  effects  of  the  new  system.  In  these 
stores,  the  idea  of  service  has  been  carried  out  in  the 
fullest  degree.  They  carry  well  assorted  stocks,  display 
the  g Is  prominently,  give  the  public  prompt  and  courte- 
ous attention,  deliver  promptly  and  advertise  aggressively. 
Customers  have  become  convinced  that  at  these  stores  t.  ej 
get  go*  d  service. 

After  all.  service  is  what  customers  buy  at  a  store. 
The  goods  are  only  a  pari  o1'  the  service  that  a  store 
renders.  Courteous  attention  and  prompt  delivery  are 
essential  features  of  what  should  be  offered.  A  store  may 
otter  the  best  values  possible,  but  still  fail  to  establish 
itself  permanently  if  the  service  offered  is  not  up  to  the 
mark.  Customers  appreciate  values,  but  in  a  still  wider 
sense  they  appreciate  service,  which  in  its  broadest  mean- 
ing includes  values. 

There  are  many  stores,  however,  which  have  reason 
to  view  the  approaching  change  in  the  order  of  things 
with  a  certain  decree  of  apprehension.  This  applies  to  all 
retail  establishments  which  have  not  made  service  their 
keynote  with  all  that  the  word  implied.  The  store  of 
dingy  appearance,  the  store  that  does  not  advertise,  the 
store  that  is  not  efficiently  managed  and  manned:  All 
will  suffer  if  the  inauguration  of  Parcels  Post  finds  them 
w  ithoul  their  defences  built  up. 


FEATURING  DRESS  FABRICS 

MERCHANTS  an  prone  at  times  to  deplore  a  h>-s  of 
business  in  dress  fabrics.    The  use  of  the  word  "loss"'  in 

the   i nection    may   be   a    little    misleading.      It    is   very 

doubtful  if  inn  merchants  of  standing  have  suffered  an 
actual  loss  in  this  department  although  many  have  failed 
lo  increase  their  volume  of  business  in  proportion  to  the 
■  i  out  ii   id'  ot  her  depart  meiit  S. 

The  nason  is  not  hard  to  find.  Ill  many  stores,  other- 
wise thoroughly  up  to  the  minute  and  aggressive,  the 
fabric  department  is  not  handled  on  an  aggressive  basis. 
Iii  an  arti.de  elsewhere  in  this  issue,  the  question  is  dealt 
with  and  some  of  the  chief  weaknesses  are  pointed  out. 
Failure  to  recognize  new  standards  in  materials,  slowness 
ill  stocking  novelties  and  new  fabrics  and  shades  and  the 
lack     oi     a     thoroughly     competent     -tall'    are    some    of    the 

~^  militating  againsl  increased  business  in  the  fabric 

sections  of  man]   sioies. 

This   is  a   problem   which  every  dry   goods  merchant 

mid   i sider  closely.      Is  your   fabric   section   keeping 

pace  with  the  genera]  growth  of  your  business.'  If  not, 
wii.it  is  the  reason.'  The  truth  of  the  matter  is  that  the 
merchant     should    give    a    great    deal      of      Ins      time      ami 

'■•hi  to  t  he  problems  of  1  he  fabric  Bed  ion 


ENTER  THE  SKYSCRAPER  LADY 

SPRING  STYLE8  will  usher  in  a  new  woman  the  »k\  - 
scraper  I. adv.  Fashion  decrees  that  woman  must  deck  her- 
self out   in  garments  that  tend  toward  height.     She  will 

wear  a  high  hat.  she  will  dress  her  hair  in  a  towering  coif- 

fure,  she  will  even  wear  high  French  heels.    The  lim 

her  gowns  will   tend  to  increase  the  effect   of  height.     A i . 
with   the  new   idea   m  dress   will  come   the   necessity   tor  a 

new  personal  carriage.  The  spineless  poise  of  the  past 
year  will  give  place  to  an  erect  bearing.  The  mincing  gail 
that  the  hobble  taught  will  be  displaced  b\  a  Longer  un- 
dulating stride.  A  grenadier  will  replace  the  Egyptian 
symbol. 

And  on  the  whole  it  will  be  an  improvement.    Spi 

styles  show  every  evidence  of  being  artistic  and  more  com- 
fortable. The  color  trend  will  be  a  decide  1  improvement 
inasmuch  as  the  vivid  shades  that  the  new  art  Schools  in- 
troduced will  give  place  to  clearer  and  more  attractive 
tones.  In  fact,  the  color  cards  for  Spring  are.  from  an 
artistic  standpoint,  much  superior  to  those  of  last  year 
The  Sky-scraper  Lady  will  lave  this  advantage  t<»  begin 

with. 

— @— 

PLAYING  UP  TO  TALKING    POINTS 

WHEN  A  MAX  opens  a  retail  store  in  any  community,  he 
must,  of  necessity,  have  a  pretty  definite  idea  of  what  kind 
of  service  he  is  going  to  offer  that  community.  He  must 
see  an  opportunity,  for  a  certain  kind  of  service,  or  lie 
wouldn't  be  so  foolish  to  invest  his  capital  and  time  in  the 
enterprise. 

It  may  be  that  there  is  an  opening  tor  a  store,  dealing 
with  high-class  and  high-priced  goods.  Or,  possibly,  the 
opportunity  may  be  for  a  business  specializing  on  cheaper 
lines,  where  quality  would  not  be  the  main  consideration. 
Almost  every  community  contains  people  who  pride  them- 
selves upon  always  buying  the  best  articles  and  paying  a 
good  price  for  them.  And.  in  the  same  locality,  there 
will  be  a  large  class  who  are  looking  for  cheapni 

When    the    dealer    has    decided    upon     which     ot      | 
classes   he  wishes  to   concentrate,  he  should   lose  no  oppor- 
tunity "f  playing  up  the  talking  points  which  would  appeal 
most  strongly  to  this  class. 

And  yet  this  very  obvious  point  is  sometimes  over- 
looked, and  especially,  in  the  newspaper  advertising  done 
by   retail  stores. 

The  dealer  who  really  wants  the  custom  of  the  class 
who  cannot  afford  high-priced  hues,  will  often  advertise 
his  goods  as  being  the  besl  and  of  the  highest  quality, 
whereas  his  strongesl  talking  point  is  the  length  to  which 
a  dollar  bill  can  be  stretched  by  purchasing  at  this  store. 

In  the  same  way,  the  dealer  who  caters  to  the  more 
exclusive  trade,  is  sometimes  found  advertising  as  if  his 
prices  were  v  er\  low.  Of  course,  they  may  lie  low.  quality 
considered,  but  the  most  important  thing  that  dealer  has 
to  offer  is  his  ability  to  satisfy  the  most  particular  buyer. 


THE  PASSING   VIEW 

A  prosperous  new   year  to  all  readers  of  The  Review. 

•  •  • 

Start   the  new   year  righl   by  planning  an  aggressiv< 

and  systematic  advertising  campaign. 

•  •        • 

Tine  to  banish  that  pessimism  habit.  A  stiff  upper  lip 
is   n  ore  useful   in   business  than   a   d"oni\    trown. 

•  •  • 

sk\  scraper  hats  are  coming!  At  present  writing  it  ap- 
pears that  some  models  will  be  fullj  as  extreme  in  the  mat- 
ter of   beighl    as  the    Merrv    Widow    ot    a    tew   seasons  hack 

was  m  circumference. 
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DRY    GOODS    REVIEW 


Is  to  give  good  service 
to  our  customers — to  see 
that  YOU,  when  buying, 
get  the  most  dependable 
merchandise,  and  —  a 
very  important  point  — 
that  YOU  get  the  dry 
goods  when  you  want 
them.  To  this  end  we 
have  very  carefully  sys- 
tematized our  business 
to  ensure  the  satisfactory 
filling   of   every  order. 


The  W.   R.   BROCK    COMPANY   (Limited) 


MONTREAL 
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1>KY    GOODS     K  E  V  I  E  W 


For  new  goods,  our  buyers 
have  ransacked  the  factories 
of  Europe  and  America  — 
they  have  visited  the  fashion 
centres  for  style  information, 
and  in  all  purchases  have 
kept  in  view  the  maxim  of 
our  business — "  good  service 
to  our  customers."  This 
means  that  their  selections 
are  peculiarly  adapted  to 
the  Canadian  Dry  Goods 
trade — that  in  point  of  value, 
of  "up-to-dateness''  and  of 
quality,  they  are  the  very 
best  to  be  had. 


The   W.   R.  BROCK   COMPANY   (Limited) 

MONTREAL 
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DRY    GOODS    REVIEW 


We  give  what  YOU  want — 
not  what  we  want  you 
to  want. 

—  treat  YOUR  business 
as  though  it  were  our 
own,  and  use  our  best 
efforts  to  make  it  a 
success 

—  give  YOU  every  assist- 
ance to  procure  what 
you  need  —  even  if  it 
entails  trouble  without 
profit  to  ourselves. 

—  give  prompt  delivery — 
send  the  goods,  if  they 
are  to  be  had. 

Can  we  do  more  ? 


The  W.   R.  BROCK  COMPANY  (Limited) 


MONTREAL 
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DRY    GOODS     REV!  E  W 


Remember  "  who  serves 
best  profits  most." 

This  means  that  if  you  stock 
or  will  get  what  YOUR 
customers  want  —  YOU  hold 
their  money — YOU  gain  new 
trade.  If  you  won't  —  the 
city  store  gets  it. 

Now  the  service  we  have 
built  up  and  the  goods  we 
have  secured  are  at  YOUR 
service. 

Order  through  our  traveller 
or-  WRITE  us  direct. 

Try  it  and  watch  your  sales 
GROW. 


The   W.   R.   BROCK    COMPANY   (Limited) 


MONTREAL 
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DRESS    FABRICS 


DRESS  FABRICS 
AND  SILKS 


JUDGING  from  the  color  card  put  out 
by  Claude  Freres  the  fondness  fov 
dark  shades  will  last  over  into 
the  Coming-  Spring  season.  Almost  every 
set  of  colors  on  the  card  runs  into  very 
dark  tints,  and  three  sets,  one  brown,  one 
blue,  a  grey  set  and  a  green  begin  with 
deep  shades  and  end  with  tints  that  are 
nearly  black.  There  are  many  bright 
colors  on  the  card  but  their  brilliancy  is 
dimmed  and  reduced  and  given  what  may 
be  termed  a  smoky  cast.  There  is  not 
the  admixture  of  white  as  in  pastel 
shades,  nor  the  brown  effect  of  the  arr 
tones,  but  the  colors  are  like  the  dyes 
and  tints  of  the  Far  East— the  greens"  in 
particular  reminding  one  of  jade.  The 
first  set  on  the  card  shows  a  very  artistic 
set  of  grey  greens  which  are  quite  re- 
moved from  reseda.  Vert  de  greis  is  the 
central  shade,  and  coucumbre  ends  the 
series.  The  millinery  trade  has  already 
taki  u  up  the  first  shade  in  the  second 
series — a  very  soft  old  rose  called  on  the 
Claude  Freres  card  eglantine.  No.  2808, 
a  fuller  color,  is  named  Bruyere.  No 
2810,  Tenieres,  is  one  of  the  colors  Paul 
Poiret  is  favoring  for  the  new  season 
and  Corinthe  and 
Silene  are  lovely 
deep  wine  shades. 

The  next  ser. 
beginning  w  i  t  li 
Canari,  meil, 
eigale,  feuile  moit 
and  ending  with 
a  bronze  brown, 
includes  a  nam 
ber  of  colors  that 
will  be  prominent 
in  accessories  anJ 
in  millinery. 

Blue  holds  its 
own  and  is  repre- 
sented on  this 
card  by  a  number 
of  dark  shades,  a 
number  of  which 
are  almost  black. 
This  applies  to 
the  set    of    three 


Dark  Shades  Will  Last  Into  Spring 


The  Claude  Freres  Color  Card  for  Spring  is 
Issued — Colors  Are  Decidedly  Darker — Grey 
Green  is  Given  the  First  Place  on  the  Card — A 
Full  List  of  the  Shades  Favored. 


Justice,  and  Capri  and  Petrole,  the  two 
last  colors  in  the  set  that  begins  with 
brilliant  paon  blues.  Four  forget-me-not 
blues,  Danube,  Celeste,  myosotis  and  bar 
beau,  deepen  into  slate  blues  in  the  other 
two  that  complete  the  set.  Petrole  is  a 
color  that  is  much  worn  in  Paris.  Besides 
the  green  set  which  heads  the  card,  there 
are  several  Russian  greens.     Mvrtle  has 


LATEST  SILK  NOVELTY. 

The  Must  ration  shown  at 
the  top  of  the  page  is  of  one 
of  the  latest  silk  novelties — ■ 
chiffon  radium  taffeta.  The 
pattern  is  Chinese,  the  ground 
color  being  the  new  honey 
shade  and  the  pattern  in  dull 
purple.  Shown  by  courtesy  of 
Silks  Co.,  Ltd. 


not  been  worn  for  some  time,  but  there 
is  a  set  of  three  deep  shades  of  this  color 
shown. 

Red  is  particularly  well  represented 
and  the  scarlet  named  Sultan  and  the 
two  cardinal  tones  are  exceptionally 
good.  The  shrimp  and  coral  shades  aro 
good  now,  and  all  the  brown  set  ending' 
with  tobacco  are  wearable.  The  apricot, 
salmon  and  rust  tones,  deepening  into 
terra    eotta,    are    colors   that    fashion    is 


Description  in  panel 

favoring,  and  the  growing  favor  with 
which  violet  is  regarded  makes  the  full 
purples,  and  the  set  of  wisteria  tones 
interesting. 

The  card  ends  with  six  sets  of  Roman 
or  Balkan  striped  ribbons. 


colors       named 
Danton.      Pabri". 


Printed   silk   crep 
pattt  ins 


es  ami    ratines    in    Chinese   and   Jouy 
Shown  bv  Silks  Co.,  Limited. 
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Colors  for 
Spring  1914 

While  from  a  fashion  stand- 
point green  and,  reds  are  tak- 
ing the  lead,  blues,  yellows 
a  n  d  yellow-brown  shades 
promise  to  be  the  popular  sell- 
ers. 

BLUES:  Petrol,  midnight, 
aavy,  national,  peacock,  moon- 
light, Gobelin,  sapphire,  for- 
get-me-not, September  morn. 

YELLOWS:  Canary,  ecru, 
honey,  old  gold,  dollar,  dead 
leaf,  mustard. 

BROWNS:  Topax,  pheas- 
ant, tobacco,  seal,  nigger 
brown,  chestnut,  mahogany. 

GREENS:  Gray  green,  cu- 
cumber. Russian  green,  char- 
treuse, vervaine,  leaf-green, 
onyx. 


Review  of  Conditions  in   Dress  Fabrics 

Prices  Are  Lower  on  Some  Lines  of  Materials — Draping  Qualities 
and  Soft  Finish  the  Best  for  Spring— Crepes  Are  in  First 
Position. 


Crosshreds     were 


THE  MOST  importani  question  in 
the  woollen  goods  market  to-day 
is  that  of  price.  Already  prices 
an-  softening  on  many  lines,  and  it  is 
well  known  that  there  has  been  a  slowing 
down  of  activity  in  many  Yorkshire 
mills,  and  that  both  Germany  and  France 
aic  keen  after  new  business.  Not  all 
mills,  however,  are  affected,  and  those 
equipped  for  turning  out  certain  fabrics 
have  still  all  the  business  they  can 
handle.  Under  these  conditions  the  last 
three  sales  of  the  London  wool  market 
assume  a  greater  degree  of  importance 
than  usual.  It  is  well  known  that  York- 
shire is  seeking  cheaper  wool,  and  that 
both  spinners  and  top-makers  are  agreed 
that,  if  trade  is  to  be  stimulated, 
wool  should  be  cheaper.  Therefore  the 
London  sales  will  lack  the  usual  support 
given  by  the  West  Riding. 

The  first  sale  of  the  series  brought  out 
a  tnll  complement  of  buyers,  France  and 
Germany  being  especially  well  represent- 
ed. As  usual  on  the  opening  days  prices 
showed  some  irregularity,  but  as  far  as 
fine  merinos  were  concerned  prices 
showed  little  change, 
a  little  easier,  and 
medium  and  fine 
qualities  showed  a 
reduction  of  about 
5  per  cent. 

All  conditions  con- 
sidered the  retail 
trade  has  done  in 
the  season  now  end- 
ing a  very  satisfac- 
tory business  ;u 
woollen  dress  ma- 
terials. In  spite  of 
tight  money,  then! 
has  never  before 
been  a  season  in 
Canada  when  high 
priced  good>  have 
-old  so  freely,  and 
in     such      quantity. 

Not  onlj  i-  I  lie  wo- 
man .it'  means  pur 
c  h  a  s  i  irj  expensive 
dress  materials,  bul 
righl  through  the 
tendency    ia    to    bin 


WOOL  DRESS  FAB  P."  > 

CREPES:  plain,  brocaded 
and  printed;  all  wool,  silk  and 
wool. 

QARBEDINE:  plain  and 
brocaded. 

SERGES:  in  light  and 
medium  weights. 

WORSTEDS:  in  armure 
mid  craquele  weaves;  crepe 
poplins. 

PLAIDS  AND  CHECKS: 
Tartan  and  novelty  plaids, 
honeycomb  checks. 

NOVELTIES:  Golf  in  e, 
light  weight  velours  eponges. 


better  goods,  as  the  woman  of  Limited 
means  is  finding  that  they  look  better, 
wear  better,  and  in  the  long  run  are 
really  cheaper  than  materials  of  ;>  lower 
grade. 

The  call  this  Fall  has  been  almost  ex- 
clusively for  materials  that  drape  easily, 
and   that   arc  of  clinging  finish.     This  is 


COTTON    NOVI-.l  I'll  s   FOR   Sl'RIXG 

Top  row.  I. 'it  i"  right:  Cotton  crepe  with  cotton 
chenille  dot;  organdie  with  figure  in  chenille,  the  flower  in 
color  and  the  leaf  black;  ratine  brocade  on  voile  ground. 
Bottom  vow:  Looped  ratine  Btripe  on  cotton  chiffon  ground; 
crepe  with  nub  yarn  Btripe.  All  but  organdie  Bhown  by 
Sterling  Lace  *v  Nbveltj  Co.  Organdie  shown  by  Martin, 
Smith  &   Co 
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the  arc), ted  trend,  and  this  has  been  the 
leading  influence  with  buyers  in  placing 
Spring  ord<  re. 

With  crepe     the     hie:     development  in 
both    cotton    and    -ilk    material-,    il 
only  natural  that  buyers  -hould  be  great- 
ly interested  in  fabrics  of  similar  con- 
struction   in   woollen   goods,     More 
crepes  are  liiiht   in  weight  and  have  the 
requisite  draping  qualities-     Therefore  it 
is  not  to  be  wondered  at  that  buyers  have 
gone  in   heavily  for  the  many  plain 
fancy   crepe   weaves   offered     and     that 
crepes  promise  to  hold  the  first  pla- 
the  coming  season.     Crepes  come  in  all- 
wool,  and  in  silk  and  wool  mixture-,  and. 
in  plain,  printed  and  brocaded  effc 

Crepes  are  so  popular  that  materials 
approaching  crepe  will  be  freely  taken, 
particularly  when  the  element  of  lower 
price  enter-  into  consideration.  Light 
weight  piece  dyed  worsteds  in  armure 
and  craquele  effect  >  a  -     poplins  in 

crepe  effects  come  in   this  class. 

Garbedine  is  put  out  to  take  the  place 
of  serge,  but  medium  and  liijht  weight 
-i  rges  have  had  a  bis  advance  sale.  This 
is  not  to  be  wondered  at  when  the  pre- 
eminence of  serge  is  so  n  arked  as  to  al- 
most be  permanent  for  many  uses. 

For  the  early  Spring  plaids  are  .-trong- 
ly  indicated  and  it  look-  a>  though  tar- 
tans would  be  supplemented  by  fancy  ef- 
fects in  subdued  colors.  Expensive 
French  goods  show  a  white  around  with 
over-plaids  of  soft  blended  colors.  For 
separate  skirts  black  and  white  checks 
and  plaids  in  the  new  honey-comb  weave 
will  be  good. 

Honey-comb  checks  are  also  snowing 
in  white  and  high  colors  such  as  white 
and  old  rose,  white  and  Chinese  blue. 
white  and  peacock,  white  and  taupe  ani 
white  combined  with  other  leading 
-hades.  These  checks  are  expected  to 
sell  for  separate  skirts. 

Plain  ep. .i:;es  are  retained  for  the 
coming  season  and  among  other  materials 
used  to  round  out  the  selling  list  are 
broadcloths,  henriettas,  lisrht  weigh!  wooi 
velours,  pean  <le  soies  and  duvetyn. 

The  new  Rodier  fabric  for  Sprinj 
named  golflne,  The  foundation  i-.i  very 
thin  material  ribbed  with  velvet}  cut 
stripes.  Like  duvetyn  las!  Fall,  golfine 
comes  in  all  wool,  -ilk  and  wool,  silk  and 
cotton,  and  all  cotton  and  drapes  beauti- 
fully. 

For  popular  selling  jacquarda  promise 
well  and  jacquard  materials  will  be  made 

1 1  'ontinui  d  on  pace  I 


PRESS    FABRICS 


Plain,  Fancy 
and  Corduroy 


Our  salesmen  are  now  on  the  road,  showing  for 
next  Fall  a  very  exclusive  selection,  from  renowned 
manufacturers,  of  Velveteens  in  plains,  cords  and 
attractive  fancy  effects — Worrall's  fast  dye. 

Velvets  and  Velveteens  are  recognized  as  leaders 
for  1914,  and  as  such  will  have  a  tremendous  sale  in 
all  grades,  our  Empress  quality  in  24  in.  and  27  in. 
widths,  fast  pile,  twill  back  cloths  being  particularly 
strong. 

Be  sure  to  see  our  range  and  compare  our  values, 
for  in  comparison  lies  the  Silks  Company's  success. 
Drop  us  a  card  to-day,  and  our  traveller  will  call 
upon  you  with  a  complete  range  of  our  lines. 
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Prices  are  Firm  on  Cotton  Fabrics 

Crepes,  Ratines  and  Voiles  Are  the  Leading  Materials  for  Spring 
Selling— Rice  Cloths  and  Crepes  and  other  Cloths  Decorated 
With  Bourretted  Yarns  in  High  Favor— Printed  Cottons  in  a 
si  rong  Position. 


Bl  1>  I'.K'S  need  look  for  qo  downward 
revision  of  values  in  cotton  fab- 
rics in  the  near  future,  for  the 
Government  estimate  of  the  American 
cot  inn  crop  for  the  present  year  made 
public  last  week  places  it  at  a  total  of 
13,677,000  bales.  As  the  needs  of  the 
world's  spindles  comes  to  14,500,000  or 
L4,800,000  bales,  the  stand  the  mills  have 
been  making  recently  in  the  matter  of 
prices  seems  to  be  fully  justified.  Pre- 
dict ions  of  still  higher  prices  for  raw 
cotton  are  being  already  made,  but  it  is 
-aid  that  manufacturers  are  well  pre- 
pared against  any  possible  attempt  to 
Ion  e  up  prices  to  abnormal  levels. 

1'rices  are  firm  in  the  cotton  goods 
market,  and.  while  the  business  passing 
at  present  is  of  small  proportions,  there 
are  no  accumulations  of  stocks  to  pull 
down  prices,  and  even  in  staple  lines 
there  are  enough  orders  on  hand  to  keep 
looms  busy  for  some  time  ahead.  The 
main  activity  has  been  in  cotton  dress 
fabrics,  and  from  this  standpoint  the 
advance  business  done  has  been  very 
satisfactory.       Evidently    the    trade    has 

not  forgotten  the  manner  in  which  high- 
priced  novelties  have  sold  in  the  past 
two  seasons,  and  novelties  in  crepes. 
mil)  yams,  printed  fabrics  and  ratines 
are  shown  in  wonderful  variety.  An- 
other point  about  the  materials  bought 
so  far  is  the  very  general  preference 
given  to  wide  cloths.  Cloths  less  than 
36  in.  are  not  considered  desirable. 
Crepes  have  been  indicated  since  the  be- 
ginning  of  the  season  as  the  season's 
best  selling  material,  and  since  that  time 
have  increased  rather  than  decreased  in 
importance.      White   crepes   are   the   best 

sellers,   and   excellent   orders  have  been 

placed     tor    fanCJ     colors.       The    opinion 

to  be  thai   crepes  are  only  at   I  he 

i    popularity,   and    that 

their    vogue    will    continue   over   several 

■lis. 

\\  ite  col  ton  crep<  s  have  made  For 
i     mseh  es  a  place  as  a  desirable  waist 

i  ic.  <  Yepes     COD rnametited     in 

i  ■   >',  a\  3,  of  »  hich  Reckings,  checks 

and  stripes  made  of  nub  yarns  is  on 
the  newest.  With  printed  patterns  in 
such  high  favor  in  silk  materials  it  is 
ot  astonishing  to  And  them  taking  the 
lead  in  crepes.  Cotton  crepes  come 
printed     in     a     variety     of      ( Ihinese, 

Futurist,  Jou J    and    Dresden    patterns.    In 

high  grade  novelties  embroidered  effects 

stand   in   fir-t    position.       Chenille  dots 

ems   worked  oul    in   mercerized 


COTTON  MATERIALS 

FOR  SPRING. 

(  "Hon  materials  promise  to 

lead  the  procession ,  and  many 

of  them  are  adapted  for  early 

in  nr. 

CREPES  showing  in  rust 
variety,  plain  en  pis.  printed 
crepes,  embroidered  in  colored 
threads  and  chenille,  and 
striped  and  checked  with  nub 
ana  ratine  yarns;  brocaded 
en  pi i us.  crepe  poplins. 

I!  MIXES  en  mi  in  0  big 
range  of  plain  and  novelty 
cloths,  in  clucks,  plaids,  bro- 
cades   in    solid    color     and      in 

white  and  soft  tones:  ratines 
on  voile  or  crepe  grounds,  and 

in   man  U  printi  d  patterns. 

OTHER  MATERIALS  an 

coili  s,  plain,  brocaded  and 
printed;  brocaded  reps,  cotton 
dncit yns,  cotton  golfines,  shot 

en  pes.  and  eta  mines. 

LINENS  in  light  and  med- 
ium weights  in  all  colors  Loth 

plain  and  in  jaci/nard  path  ms. 


colored  threads  and  threads  of  chenille 
are  shown.  Motifs  are  small,  and  those 
that  are  closely  spaced  are  best  liked, 
and  generally  two  or  more  colors  are 
used  in  the  production  of  the  pattern. 
Crepe  is  also  made  the  ground  for  loop 
ed  yarns  and  ratine  effect  in  si  ripe-, 
plaids  and  jacquard  effects.  Chenille  or 
cotton  velvet  stripes  are  among  the  high 
novelties  produced  on   crepe  ground-. 

Next   to  crepes  come  ratines,  and   here 
also   there  is   wonderful    variety  of  cloths 

and  effects  to  choose  from.  A  very  Iiilt 
busini  ss  has  been  done  in  black  and 
white  novelties  in  block  checks  of  vari- 
ous sizes  and  plaids.  Fancy  plaid  and 
checked  ratines  are  shown  in  effects  thai 

should   suit    every   taste,  for  tliev    come  in 

soft  tones  combined  with  white  and 
with  perhaps  an  over  plaid,  showing 
narrow  lines  of  some  brighter  color. 
Soft-toned  plaids  are  showing,  and  there 
are  striking  tartan  patterns  that  do  not 

as      though     thej      were     made     of 

cotton. 
The  big  advance  that  lias  taken  place 

in    dveinp    and    finishing   in    recent    years. 

is   very  apparent    in   the  new    materials 

and   t  lie  Soft    art  isl  ic  colors,  are   UO    ] 

r»2 


er  confined  to  silk  and  wool  fabrics. 
Moreover,  these  novelty  colors  are  rea- 
sonably fast,  and  will  stand  a  STeat  deal 
of  sun. 

In  popular  lines  voile-  rank  high,  and 
besides  plain  voiles  in  white  and  solid 
colors,  but  to  sell  the  weave  must  be 
line  and  sheer  and  the  finish  soft  and 
yet  Arm.  Novelty  voiles  come  :n  em- 
broidered, bourretted.  ratine,  and  in  a 
host  of  printed  effects.  White  or  color- 
ed grounds  show  tiny  bouquets,  with  the 
flowers  and  leaves  outlined  in  black  and 
in  Jouy  or  Japanese  patterns. 
grounds  are  printed  on  white  voile  and 
over  the  net  are  scattered  small  wreaths 
and  bunches  of  flowers.  Chantilly  lace 
designs  are  also  printed  in  black  on 
grounds  of  while  voile.  Cord  effects  are 
giving  way  to  rice  cloths  and  cr< 
and  to  the  jacquards  that  have  reps 
cords  for  a  ground  silk  and  cotton  mix- 
tures are  also  decorated  with  jacquard 
figures.  All  white  cheeks  have  taken 
well,  and  with  plaids  and  stripes  in 
bonnet  tc  yarn-  and  riee  cloths  are 
among  the  materials  that  have  sold  best. 

The  interest  in  plaids  has  renewal  to 
some  extent  the  demand  for  Lrin<2 
and  buyers  have  taken  very  sheer  cloths 
with  beautifully  colored  and  blended 
stripes  forming  artistic  plaids  and 
checks. 

Dress  linens  are  doing  exceptionally 
well  in  the  lighter  weights  in  white  and 
in  a  bitr  range  of  solid  colors.  Checks 
and  stripe-  formed  of  nub  yarns,  linen 
crepe  and  ratines  are  included  in  the  list 
of     ovelties  for  spring  selling. 


Midland.  Out.  L.  Orenstei  has 
moved  his  ladies'  tailoring  business  into 
the  Levine  building. 

I'm  i  nto,     The  death  ooenrre 
Walter  Davidson  in  his  72nd  vear.     lie 
was  i"  the  clothing  business,  conducting 

two  stores,  one  on  Queen  Street  and  one 
01  Bang  Street,  the  former  being  known 
as   the    White    Hon-,  He    had   retired 

from  business  a  few   years  previous. 

Edmonton,  Alta.  Burglars  who  drill- 
ed around  a  Vale  lock  in  a  show 
standing  in  the  lobby  of  the  store  of 
Barries,  limited,  furriers,  on  Jasper 
Avenue,  stok  twenty  mink  skins  valued 
at  about  $2,000  son  e  time  dm 
da\  night. 
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The  Cloth  that  put  the  "GO"  in  "TANGO." 

To 

The 

Retail 

Buyer 

"TANGO"  CREPE 

is  absolutely  the  best 

Cotton    Wash    Dress    Fabric 

for  next  Spring  and  Summer 

WILL  RETAIL  PROFITABLY  TO  YOU 
At  30c  Per  Yard 

A  HIGHLY   MERCERIZED   GOOD 
WEIGHT  MATERIAL 

You  will  need  it  with  the  return  of  Spring.     Buy  it  now  and 
ensure  having  the  goods  in  time. 

"TANGO"  CREPE 

as  popular  as  its  namesake. 

Samples  are  yours  for  the  asking,  through  the  jobber. 

Do  not  miss  seeing  "TANGO"  Crepe,  nor  be  put  off  with       v 
substitutes. 

There  is  not  another  cloth  to  equal 

"TANGO"  CREPE 

in  the  market 

The  Montreal  Cottons,  Limited 

Sales  Offices  : 

Toronto  MONTREAL  Winnipeg 
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Prices  are  Firm  on  Silks 

Conditions  Are  Satisfactory  in  the  Retail  Trade — Crepe  de  Chine 
Ranks  First  in  Favor — Oriental  Influence  is  Decidedly  Strong — 
Novelty  Plaids  Will  Sell  as  the  Season  Advances — Taffetas  Re- 
turn to  Favor. 


Scotch    Tartan    silk    in    bine    and    green 
with    "\  ei  plaid    in    white   and    red, 


Novelty    plaid    silk   in   nut   browns   and 

navy  and   black   with  over-plaid  of 

white. 


Printed   satin. 


1 
f 

hmI^I 

1 

k 

*■  -m.JK 

Novelty  warp  print  with  brocaded  over 

pattern.      The    above    samples    are 

shown    by    Silks    Co.,    Limited. 


WITH    no    material    change    in    the 
condition  of  the  raw  silk  mar 

ket.    w  itii    silken    fabries   high    in 

fashion'-  favor,  and  with  every  prosped 
of  a  good  selling  season  before  them, 
prices  are  firm  on  all  wanted  silk 
terials.  Conditions  are  fairly  satisfac- 
tory m  (lie  retail  trade,  for  silks  have 
had  a  big  fall  season,  and  stocks  are  in 

shape.        Buyers    were    earlj    ba- 
ted in  Bpring  lines,  and  the  volume 
0f  0Tder    placed  ahead  Is  encouraging. 

far   the   bulk   of   the   orders   have 


and  messaline,  but  with  the  opening  of 
the  selling  season  so  near  at  hand  buy- 
ers are  evincing  more  interest  in  fancies. 

Charmeuse  is  back  in  its  old  position, 
because  of  its  beautiful  draping  quali- 
ties and  because  of  its  softened  sheen 
t  hat  shows  up  to  perfection  the  lovely 
new  shades  brought  out  so  lavishly  for 
the  spring  season.  Satins  are  wonder- 
fully strong,  and  because  of  its  adapta- 
bility to  many  uses  and  its  moderate 
price  messaline  is  a  fabric  that  is  eager- 
ly sought  for. 

Crepe  de  chine  ranks  first  in  favor, 
and  next  comes  crepe  meteor  and  vari- 
ous weights  in  dress  crepes.  Besides 
plain  crepes,  crepes  come  in  printed. 
broche,  striped  and  embroidered  fabrics. 
The  Oriental  influence  is  decidedly 
strong,  both  in  coloring  and  pattern,  and 
the  newest  show,  the  flat  open  Japanese 
and  Chinese  flora]  patterns,  Jouy  pat- 
terns and  Cubist  and  Futurist  effects, 
are  also  strong. 

Printed  and  warp  print  satins,  some 
of  which  show  brocaded  figures,  are 
showing  in  Jouy,  Moral  and  Oriental  de- 
signs. These  silks  are  intended  to  form 
combination  costumes,  with  plain  satin 
to  match. 

Blue  and  green  tartan  plaids,  with 
overplaids  of  white,  red  and  yellow,  are 
good  sellers  at  the  present  time,  but  the 
opinion  is  expressed  that  the  novelty 
plaids  in  soft  colors  will  sell  better  as 
the  season  advances.  Black  and  white 
checks  are  good,  and  novelties  are  show- 
ing in  black  and  white. 

A  feature  of  present  selling  that 
should  be  noted  is  the  heavy  demand  for 
black.  Black  messaline.  satin,  char- 
meuse  and  crepe  are  among  the  best  sell- 
ing silks.  The  most  interesting  feature 
of  the  assorting  season  is  the  return  to 
favor  of  taffetas.  Parisian  modistes 
have  been  pushing  taffetas  for  costumes 
and  dressy  gowns,  and  there  is  every  in- 
dication that  buyers  will  again  try  out 
taffetas.  Leading  cutting  up  houses  are 
also  placing  orders  for  taffetas,  both  for 
immediate  and  for  early  fall  delivery. 
In  fancies  Roman  stripes  are  the  latest 
noveltx  to  make  their  appearance.  This 
silk  promises  to  be  used  for  vests,  neck- 

u  ear  and   for  trimmings. 

Moire  is  a  fabric  that  seems  to  re- 
appear    each   season,   and   Bofl    finished 

moire-    are    showing    in    both    Street    and 

evening  shades.     This  silk  promise-   to 

have    some    attention    from    milliners,    as 

well  as  for  trimming  purposes. 
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SILKS  FOR  8PRINQ   1914. 

(  REPES: — crepe  de  chine, 
metior,    <nirl    novelty    & 
plain  printt  <l.  1-rorJie. 

SA  TINS:  messaUm  .  char- 
in  ■  use,  soft  finished  satins: 
plain,  printed. 

TAFFETA  :  plain,  rhange- 
able,  prmted. 

FANCIES:  prints,  <h 
Japanese,  Join/.  Dresden,  warp 
prints.     Tartan     and     fancy 
plaids,  broches. 

MOIRES  in  street  and  ■ 
ing  shndes. 


REVIEW  OF  CONDITIONS 
IN  DRESS  FABRICS 

(Continued  from  page  60.) 

up  into  dresses  and  medium  priced  suits. 

Manufacturers  are  completing  their 
collections  for  the  Fall  and  Winter  ot 
1014-15.  Evidently  honey-comb  checks 
are  expected  to  score,  an  expectation 
fully  justified  by  the  way  in  which  they 
have  been  received  on  the  European  and 
New  York  market-  Honey-comb  checks 
are  showing  in  dress  and  suiting  weights, 
in  various  colors  and  combinations  and 
with  and  without  line  over  plaids.  Curl 
(lot lis  in  suiting  weights  come  in  two- 
toned  effects  'with  the  curl  very  short  and 
line  in  black  or  nigger  head  on  a  medium 
of  high  colored  ground  Velours  come  in 
plain  cloths,  and  in  vertical  and  diagonal 
stripes. 

In  cloaking?  pean  de  peche  backed 
with  a  contrasting  color  is  one  novelty, 
another  is  a  worsted  plush  put  out  a? 
teddy-bear  cloth.  Curl  cloths  are  also 
showing  the  new  cloth  having  a  close 
curled  rib  forming  a  stripe.  Colors  are 
decided!}  high  with  novelty  blues,  tango 
shades,  purple  and  taupe  well  in  .  \  :- 
dence. 


Sarnia.    Out.      The    Watson      ('he 
Co.  are  putting  in   a   new  store  front. 

Parry    Sound.    Out.     For   the    second 
time   in   a   year  the  store  of   A.  B 
A  Co   was  burglariied,  two  entire  outfits 
ot'  clothing  being  see-nrcd. 


DRESS    FABRICS 


Dry  Goods  Review 


JAPONETTE    CREPE 

AND    PRINCESS     CREPE 

New    and    attractive     Designs   and  Shades   being 
shown  by  the  wholesalers. 


Designs  and  Colorings  up 
to  date. 


Prices  lower  than  ever.     Sales  larger  than  ever. 
Place  your  order  early. 


DOMINION  TEXTILE  CO.,  LIMITED 

MONTREAL  .-.  TORONTO  .-.  WINNIPEG 
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Creating   Increased  Demand  for  Fabrics 

What  is  Needed  in  the  Dress  Goods  Department  is  Comprehen- 
sive Salesmanship,  which  [ncludes  Foresight  in  Buying  and 
Proper  Display  of  Goods,  as  Well  as  Skill  in  Selling  the  Stock — 
Increasing  the  Interest  of  the  Public. 


•"*  *: 

COATINGS   AND   DRESS  FABRICS    FOR    FALL. 
Top  row,  left  to  right: — Honeycomb  coating,  black  and   leaf  green;   dress  cloth,  grey-blue  ground  with  short  black 
curl.     Bottom   row: — Honeycomb   coating  in    tan,   old   gold  and  two  shades  of  blue  check;  worsted  plush  or  teddy  bear 
coating  in  bright  blue;   blister  crepon;   black  and  green  honeycomb  dress  fabric;  novelty  curl  cloth  in  solid  color. 


WHAT  is  needed  in  the  fabric  de- 
partment is  comprehensive  sales- 
manship. This  statement,  made 
by  a  manufacturer  who  has  studied  the 
field  thoroughly,  can  best  be  explained 
in  his  own  words. 

"Many  stores  have  lost  business  in 
dress  goods  of  recent  years,"  he  ex- 
plains, "but  inasmuch  as  this  has  been 
due  to  the  increasing  sale  of  ready-to- 
wear  they  have  not  boon  inclined  to  com- 
plain. The  lack  of  growth  of  business 
in  the  one  department  has  coincided 
with  growth  in  (lie  other,  so  there  has 
been  no  actual  loss  to  the  merchant. 

"This  has  led  to  a  perhaps  uncon- 
scious inclination  to  push  ready-to-wear 
and  let  the  fabric  department  sret  what 
business  it  can  afterward.  It  is,  of 
course,  quite  proper  that  the  merchant 
should  be  aggressive  in  his  efforts  to  se- 
cure the  ready-to-wear  trade  hut  under 
no  circumstances  should  the  fabric;  de- 
partment be  made  to  suffer.  Both  de- 
partments      ran    lie    worked       for    bigger 

business    without    one    interfering   with 

the  other. 

"By  'comprehensive  salesmanship,'  I 

mean    the    handling    of    thr    department 
witli    a    clear    \  iew    of    the    wants    of    tlio 

ids  customer,     Many  a   woman 
buys  ready-to  wear  garments  because  --he 


cannot  secure  what  she  wants  at  the 
fabric  counter.  Therefore,  the  term 
comprehensive  salesmanship  would 
cover  not  only  the  actual  handling  of 
sales  but  the  buying  and  arranging  of 
the  goods  as  well." 

This  sums  up  in  a  nutshell  the  situa- 
tion with  regard  to  the  fabric  section. 
There  can  be  no  doubt  that  the  growth 
of  the  department  in  the  average  store 
lias  not  been  as  rapid  as  in  other  de- 
partments and,  although  there  have 
been  signs  of  an  improvement  of  late, 
the  fact  remains  that  the  merchant  who 
would  keep  his  business  in  dress  goods 
on  the  increase  lias  plenty  of  scope  for 
hard  work  and  harder  study. 

With  the  development  of  the  ready- 
to-wear  industry,  it  has  become  possible 
for  women  to  get  whatever  they  may  de- 
sire in  style,  size  and  price.  The  range 
of  ready-to-wear  garments  runs  from 
the  cheapest  of  wash  dresses  to  the  most1 
elaborate  of  evening  gowns.  Frequent- 
ly, however,  it  is  impossible  to  get  other 
than  a  meagre  selection  in  the  dress 
goods  department,  the  stock  being  made 

up  Largely  of  staples  with  a  small  show- 
ing of  novelty  goods.  Is  it  any  wonder 
that  many  women,  who  formerly  picked 
out  their  material  and  had  it  made  up 
to  Miit  them,  now  follow  the  lines 
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least  resistance  and  go  to  the  ready-to- 
wear  department? 

An   Ideal  Department. 

The  ideal  fabric  department  would  be 
one  where  the  buyer  kept  so  closely  in 
touch  with  the  vagaries  of  style  and 
demand  that  he  would  have  the  latest 
goods  to  offer  at  all  times.  If  Miss  Gay 
Dresser  reads  that  tango  is  the  very 
latest  color  and  decides  to  have  a 
with  generous  trimmings  in  that  shade. 
she  wants  to  get  tango  and  not  " some- 
thing close  to  it."  In  the  ideal  depart- 
ment she  would  get  the  shade  ,i,  - 
in  the  quality  that  suited.  If  she  reads 
that  a  certain  society  leader  has 
appearing  in  a  particularly  striking 
gown  of  a  new  shade  of  green,  she  may 
decide  to  use  that  shade  of  green  her- 
self. If  she  finds  that  it  is  not  obtain- 
able, the  nearest  approach  to  it  being  a 
green  quite  obviously  a  shade  or  hi 
moved,  she  is  certain  to  lose  faith  in  the 
store  slu-  has  been  patronizing. 

Here   is   an   actual   instance   which    il- 
lustrates  why   custom    is    sometimes    lost 

to  the  dress  goods  ami  dress  making  de- 
partments. A  woman  in  an  Ontario  city 
iad  always  been  in  the  custom  of 
having  her  dresses  made  at  a  certain 
More,    read    in    a    style    periodical    that 


DRESS    FABRICS 


Dry  Goods  Review 


Th 


a 


PI  RLE"   FINISH 


(Regd.) 


"INDISPENSABLE  FOR  THE  OPEN  AIR  GIRL." 


The  Editress 

"LADY'S    REALM" 

(London) 

says  ; — 

"The  outdoor  girl 
who  loves  to  cycle, 
walk,  and  drive, 
will  never  wear 
anything  but  a 
'PIKLiE'  costume, 
when  she  once  don- 
ned one.  It  may  be 
the  shower  of  May 
or  the  storm  of 
November,  her  neat 
cloth  dress  will  re- 
main unspotted  and 
unshrunk,  and, 
when  ary,  will  be 
as  fresh  as  when  it 
came  from  the  tail- 
or's hands." 


MADGE- 


TRUTH" 


says ; — 

"Every  dressmak- 
er ought  to  leave 
out  a  bit  of  selv- 
edge somewhere 
with  the  'PIRXE' 
stamp  on  It,  as  this 
affords  an  absolute 
guarantee  for  the 
wearer.  The  propri- 
etors undertake  to 
make  good  any 
materials  so  stamp- 
ed that  has  been 
actually  damaged 
by   rain." 


m 


(  Copuriiht) 


Sffi.^"-^.0^?"    THE  "PIRLE"  FINISH    stamped  on  the  selvedge. 

"  Pirle"  finished  Cloths  and  made-up  Skirts  in  great  variety  to  be  obtained  from  Leading  Importers. 

if  .ny  difficulty.  The  Bradford  Dyers'Association,  Limited,   DeJ,»,A6n«?iInt-    I    128-129  Cheap.ide 

please  write  to     i : BRADFORD  LONDON 


Attractive  showcarde  Biipplied  free  of  charge  through  leading  importers. 


ENGLAND. 


Robert  Whittaker  &  Co. 

London,   Eng. 


SPECIALTY:— 


BRITISH    &    FOREIGN 
DRESS  GOODS 

We  are  Represented  in  Canada,  by 
William  Pawley 

856a  College  Street 
TORONTO 

JVho  has  a  full  range  of  our  Samples 
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I)  R  ES8     V  A  B  UICS 


duvetyn  was  being  verj   largely  ased  by 

fashionable  women.  1 1  was  a  new  word 
id  her:  and  a  noveltj  is  always  Beized 
with  avidity  by  the  woman  who  takes 
a  pride  in  her  appearance.  She  made  a 
special  trip  to  the  store  to  see  about 
this  new  material.  "Duvetyn?"  said 
alesman,  who  waited  on  her.  ' '  Xes, 
il  is  a  novelty  thai  has  been  broughl  out. 
We  haven'1  stocked  it.  There  would  he 
no  demand  here  for  -nods  of  that 
kind." 

The  lady  felt    disappointed  and  visited 

several   ready-to-wear  departments.   She 

finally  found  a  garment  made  up  in  the 
new  material  which  suited  her  fairly 
well   and   she   bought    it. 

li  is  quite  possible,  in  fact  probable, 
thai  tin'  experience  will  make  a  regular 
customer  out  of  this  ladj  for  the  ready- 
to-wear  department.  II'  the  garment 
purchased  proves  satisfactory,  it  is  cer- 
tain that  she  will  look  at  the  proposition 
from  a  new  angle.  The  fact  that  she 
secured  the  garment  with  a  minimum  of 
trouble  will  weigh  heavily.  There  is  a 
grave  danger  that  the  dress  goods  de- 
partment  will   lose  a    valuable   customer. 

It  is  not  sufficient  any  longer  to 
stoek  the  fabric  department  with  a 
good  showing  of  staples.  Women  have 
been  educated  up  to  the  use  of  novelties. 
Tin  \  want  the  latest,  materials  and 
-hades.  If  it  is  not  possible  to  have 
irarments  made  up  in  the  latest  style 
and  according  to  the  ideas  which  the 
customer  has  formed,  she  is  not  likely 
to  incur  the  delay  and  trouble  involv- 
ed, 'fhe  advantages  id'  using  the  dress 
making  department  is  that  the  customer 
can  gei  exactly  what  she  wants  that 
May.  If  that  advantage  is  withdrawn, 
it  is  practically  certain  that  she  will 
start    to   buy   everything   ready-made. 

It  has  become  incumbent  on  the  dress 
goods  buyer  to  recognize  the  fact  that 
people  demand  novelty  in  dress  goods 
nowadays  and  that  the  only  way  to 
keep  business  on  a  standard  of  steady 
growth,  he  must  trive  them  what  they 
want. 

Well  Informed  Salesmen. 

It  is  fully  as  necessary  to  have  a  fully 
informed  sales  staff.  The  average  Cus- 
tomer requires  a  great  deal  from  the 
fabric  salesman  information  as  to  the 
quality  of  goods,  uses,  proper  treatment 
and  proper  styles.  The  successful 
-ale-man  is  the  one  who  can  influence 
the  selections  of  customers  in  the  righl 
direction.  Women  will  alvvavs  go  to 
the    Btore    where    they    know    there    is    a 

salesman  whose  advice  can  be  depended 

upon.  1 1  i-  oecessary,  therefore,  for  the 
fabric    salesman    to  be  right  up  in  the 

\,i\     latest    developments,   to   understand 

the  matching  of  colors  ami  to  know  dress 
•roods  thoroughly. 


Display  the  Goods. 

And  lastly,  there  is  a  great  deal  in  the 
proper  arrangement  of  the  goods  in  the 
department.     When  you  find  the  fabric 

sect  nui   of  a   store  attractive,  with  goods 
of    the      novelty      and      popular      -hade- 
prominently   and     invitingly     displt 
put  it  down  as  certain  that  this  depart- 
ment  i-  a  busy  and  profitable  one. 

A  good  share  of  window  publicity  is 
also  essential.  A  well  draped  piece  of 
material  will  interest  fully  as  strongly 
as  a  showing  of  garments.  "That  would 
look  lovely  made  up  in  such  and  such 
a  style,"  i-  the  mental  comment  of  the 
feminine  onlooker.  Get  your  fabrics 
into  the  windows  "early  and  often" 
and  have  the  displays  of  the  veiv  I 
novelties. 

Follow  this  programme  and  result- 
will  follow. 


Till-.  MANAGER'S  PAGE 


DOWN  TO  ROCK  BOTTOM 

(Continued  from  page  4">.  I 

Stores  have  different  methods  of  keep- 
ing track  of  sales  made  during  stock- 
taking or  after  the  quantity  has  been 
called  off. 

"If  we  have  not  marked  down  the  re- 
cord on  our  sheets  it  is  a  simple  matter 
for  the  sales  clerk  to  cross  out  the  num- 
ber 14  and  put  down  11  if  she  sells  three 
from  a  certain  package,"  explained  one 
manager.  "If,  however,  the  jroods  have 
been  checked  up.  the  clerk  places  it  on 
a  list  and  at  the  end  all  are  deduct t-1 
from  our  total  for  that  department,  so 
that  our  records  will  be  true  for  Janu- 
ary 31,  or  whatever  the  date  on  which 
we  declare  stock-taking  over." 


Calgary,  Alfa.- Eire  did  $20,000  dam- 
age to  the  Semi-Ready  store  conducted 
by   B.  B.   Lockwood  and  J.  L.  Feltham. 

Brantford,  Ont.-  The  shareholders  of 
the  Kitchen  Overall  Co.,  decided  to  in- 
crease the  capital  stock  from  $40,000  to 
$80,000. 

Montreal.  Que.-  The  death  occurred 
through  pneumonia  of  Edmond  Bouch- 
er, of  Boucher  &  Roffey.  merchant  tail- 
or-. ;it    1  he  aire  of  47. 

IiOLrina.  Sask. — J.  J.  Crotfie.  manager 
of  the  dry  goods  department  of  the  Re- 
gina  Trading  ('".,  was  given  a  presenta- 
tion bj  the  sales  staff  on  Christmas  Eve. 

Hamilton.  Ont. — T.  L.  Haygarth   has 

announced    that    he   will    close    his   men's 
furnishings    store    at    40    .lames    street. 
north,   ami    in    future   'jive   all   his  atten- 
tion   to   his   London   store. 
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Every  department  head  and  buyer  and 
every  live  man  and  woman  behind  the 
counter  should  have  a  genuine  interest 
in  the  displays  of  their  particular  lines 
of  merchandise  in  their  departments  and 
in  the  show  windo 

It's  a  mistake  to  leave  it  all  to  the 
window  trimmer  and  it  isn't  fair  to  him 
or  to  the  respective  department  whose 
goods  are  bein^'  displayed. 

Co-operation  on  the  part  of  buyers  and 
department  people  with  the  window  trim- 
mer i-  highly  essential  if  you  expect  to 
gel  the  maximum  results  out  of  the  high- 
ly valuable  window  advertising  space  and 
department  displays. 

Unfortunately  it  is  not  an  infrequent 
occurrence  to  hear  a  customer  ask  a 
salesperson  for  some  particular  thing 
seen  in  the  show  window,  only  to  find 
that  the  salesperson  is  entirely  ignorant 
of  what  is  in  the  window,  notwithstand- 
ing that  the  '.roods  are  from  his  or  her 
own  department. 

Such  an  incident  has  a  decided  ten- 
dency to  lessen  the  importance,  in  the 
customer's  mind,  id'  the  particular  value 
or  desirabiltiy  of  the  article  in  question. 

The  average  person,  when  seeing 
something  in  a  -how  window  takes  it 
tor  granted  that  considerable  importance 
i-  given  to  such  merchandise  by  the  store 
or  it  would  not  be  given  such  promin- 
ence as  the  window  srives  it.  It  can, 
therefore,  easily  be  understood  why  it  is 
important  to  have  everyone  in  the  de- 
partment, whose  <_'oods  are  on  display, 
aware  of  what  is  being  shown 

It  is  the  mission  of  SELLING  AND 
DISPLAY  to  stimulate  a  general  in- 
terest on  the  part  of  buyers  and  depart- 
ment people  in  the  highly  important  mat- 
ter of  the  display  of  merchandise  in  both 
the  show  windows  and  in  the  store. 

They  should  watch  for  this  helpful  and 
valuable  service  every  month. 

® 


B.  B.  Small  has  recently  joined  the 
travelling  staff  of  the  forces  at  J.  R. 
Palmenberg'8  Sons.  New  York.  Mr. 
Small  will  cover  Ohio.  Indiana,  and 
Michigan.  This  srentleman  is  very  well 
known  in  this  territory,  having  travelled 
over  il   t"r  a  number  of  years. 

—  •:::■ 

Employers  do  not  pay  you  for  the 
pleasure  of  your  company  no  matter 
how  pleasant  and  attractive  you  may  be. 
You  are  employed  and  paid  according  to 
what  you  produce,  either  in  sales,  or 
other  things  of  value.  It  is  not  luck. 
It  is  you  and  results. 


DRESS    FABRICS 


Dry  Good*  Review 


Build  up  on  PRIESTLEYS'  Dress  Fabrics 

The  Standard  of  the  whole  British  Empire. 
Can  be  purchased  at  any  of  the  leading 
Dry     Goods     Houses     in     Cana  d.a. 


PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 
PRIESTLEYS' 


Resildas 
Ravenna  Twills 
Ottoman  Royals 
Baroda  Crepe 
Tenby  Figures 
Plisse  Brocades 
Silk  Warp  Eudoras 
Crepeliss 
Syntella 
Cream  Serges 
Black  Serges 
Colored  Serges 
Cravenettes 


Greenshields  Limited,   Montreal 

Sole  Agents  in  Canada  for  Priestleys'  Dress  Fabrics 


The  CRAVBNETTB  Co., 
Ltd.,  affix  their  stamp 
only  to  such  goods  as 
are  suitable  in  quality  for 
Shower-proof  purposes. 


Rec?  Trade  Mark 

proofed  by 

THE<fozwyzftfrC?LT9 


Therefore,  this  stamp  Is 
a  guarantee  not  only  of 
Shower-proof  properties, 
but  also  of  the  Quality  of 
the   Material. 


DUST- 
PROOF 

as 

well 

as 

SHOWER. 
PROOF. 


Attractive 

Show  Cards 

For  Window 

Display     Sent 

Free  of  all 

Charge  on 

Application 

to  Leading 

Importers. 


(Regd.) 


RAINCOATS  f^B?&- 
"KEEP  THE  WORLD  DRY:' 

The  "Cravenette"  proof  is  rain  and  weather  resisting,  because 
it  treat*  each  separate  fibre  of  the  cloth;  it  is  permanently  rain- 
proof, water  running  off  as  from  a  cluck's  back.  The  ventilation 
is  perfect,  the  goods  being  porous.  "Cravenette"  fabrics  in 
great  variety  in  black  and  colours,  and  ready-to-wear  Coats  and 
Cloaks  in  tasteful  and  fashionable  styles,  are  readily  obtainable 
FROM  ALL  LEADING  IMPORTERS. 


m 


(Copyright) 


In  case  of  any  difficulty  in  obtaining  "CRAVENETTE"  please  write  to— 


The  CRAVENETTE  CO.,  Ltd.,  Dept.  6,  Well  Street,  BRADFORD 
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DRESS    FA  BE  ICS 


Popularity  Increasing   Immensely 


Copyright. 


This  is  Your 
Protection 


* 


PATENTED 


i  B 
An  Exact  Reproduction  of  Hand  Made  Lace 

Manufactured  solely  by    OlTKin     \SL     C-^O.      Nottingham,     England 

Also  Manufacturers  of  High  Class  Washing   Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent  :  A.  B.  FISHER 
400  Empire  Building,  64  Wellington  Street  West,  TORONTO 


The  most  perfect  re- 
production of  Hand- 
made Goods.  Un- 
equalled  for 
"  Strength,  Beauty, 
and  Value." 


LACE 
CURTAINS 
AND  NETS 


Pronounced  by  ex- 
perts "  The  Aristoc- 
racy of  Window  De- 
coration." 


N.B.— Our  Mr.  A.  J.  Burrows  from  Nottingham  visits  the  Canadian  retail  trade  twice  a 
year  and  a  communication  from  you  will  ensure  a  call. 

Sole  Manufacturers  : 

T.  I.  BIRKIN  &  CO.,  Broadway,  NOTTINGHAM,  ENGLAND 

70 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


KING'S 


E.tabli.hed   177S 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian  Representatives  : 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and  Toronto 


FIGURE  IT  OUT  YOURSELF— 
We  Specialize  in 

SILKS 

and  have  a  complete   assortment   of  all   shades 

and  qualities  always  in  stock. 

That  means  prompt  service  if  you  Write,  Phone 


or  Call. 


DO  IT  NOW 


How  is  your  stock  of — 

Paillettes,     Messalines, 
Duchesse 

J.  O.  BOURCIER 

IMPORTERS    OF    SILK    AND    VELVETS 

230  McGill  Street  MONTREAL 

Phone  Main  5088 


Germania   Manufactur-Waren    Cie. 


1  Cripplegate  Buildings, 

LONDON,  ENGLAND 


Wood  Street 


Factories  in  Germany- 


Hosiery 

Cotton,  Lisle  and  Silk 
Ladles'  Hose,  Oents'  Half 
Hose,    Children's   Socks. 

Gloves 

Silk,  Lisle,  Suede  and 
Duplex  for  Ladies  and  Gentle- 
men. 

Motor    Scarves 

Latest  novelties  in  Silk, 
Imitation  Silk  and  Cotton, 
both    woven    and    knitted. 


Furnishing    Draperies 

CURTAINS  AND  POR- 
TIERES of  Tapestry,  Wool, 
Plush   and    Felt,   etc. 

Casements    Cloths 

Cotton.     Linen      and      Linen 

and    Cotton,    etc. 

Carpets  and  Mats 

Hair  Yarn  and  Cotton,  etc. 
Hand  made  SMYRNA  in 
modern  designs.  Bath  and 
Bedroom    Mats,    Washable. 


Table    Covers 

Tapestry,  Plush  with  Tapes- 
try borders,  Also  Embroidered 
(and  with  Applique)  Plush, 
Felt,  Billiard  Cloth,  Kochel- 
leinen  and  Crasn,  etc. 

Felts  for  all  Trades 

Furnishing  (Table  Covers, 
Curtains,  Carpet  and  Up- 
holstery, Tailors'  Trimmings, 
Clothing,  Hat,  Cap  and 
Millinery,  Shoe,  Slipper  and 
Saddlery,    etc. 


Art     Needle     Work     and 

Fancy   Furnishing  Goods 

Latest  novelties  in  Em- 
broidered Cushion  Cases 
Table  Centres,  Runners, 
Duchesse  Sets,  Bedspreads, 
Table  Covers,  Curtains,  etc. 
Also  Tapestry  Cushion  Cases, 
and  in  squares  made  up,  filled 
and    unfilled. 


Cotton    Tweeds 

All    kinds    for    cheap    cloth- 
ing. 

Millinery   Materials 

Wool    and    Silk    Fancies    for 
Infants'  and         Children's 

Millinery. 

Buttons 

Gilt    Anchor    and    Celluloid, 

also    Press    Studs. 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR    :     :     :     : 

the  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing  Rates 


stains  Best 


^DREADNOUGHT^ 


<S/nart~* 


|  SUPERIOR  TEXTURE! 


SUmprd  •  DREAONOUCHT'n  err  Urit. 

Sole  Agents  for  Canada  :  J.  B.    Henderson  &  Co 
77   Wellington  St.  West.  Toronto 


Ltd. 
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A  sample  of  interior  decorations  for  the  Spring  opening       by  Warren  Andrews,  with  the  Anderson  <V>..  St.  Thoma-. 

The    Early   Spring    Display    Programme 

Something  on  the  Work  Ahead  of  the  Display  Manager  up  to  the 
Time  of  the  Spring  Openings — The  Clearing  Sales  of  January 
and  February — Decorating  the  Store  Interior  in  Keeping  with 
the  Work  Carried  on — The  Opening  Windows. 


WITH  tlu  Spring  openings  comes 
the  display  man's  opportunity 
to  make  a  grand  showing.  Spring  open- 
ing windows  are  generally  the  most  in- 
teresting of  the  whole  year's  programme. 
Thej  represenl  the  greatest  effort,  the 
culmination  of  ingenuous  preparation. 
They  are  usually  the  masterpiece  of  the 
year. 

The  reason  for  this  is  uol  hard  to  find. 
Spring  is  I  he  season  of  reaction.  Freed 
from  tin1  hampering  influences  of  winter, 
people  plunge  into  everything  with  re- 
newed vigor.  Members  of  the  fair  sex 
begin  to  consider  what  they  are  going  to 

wear    when    tlie    change    "I     temperature 

makes  ii   possible  to  discard   the  heavy 

Winter  wraps.    Interest   shown  in  the  of- 
ferings of  the  stores  gains  a  new  impetus 

anil    so    the    store    windows    must     relleet 
(he    spirit    of    the    season    m    a    series   of 

striking  ami  unusual  displays. 

Then-  i<  n  reason  also  for  the  import- 
ance "i'  Spring  publicity  which  is  found 
within    the   store   itself.    The   ftrsl    two 

months    of    the    year    are    devoted    to    a 

-cries    of    sales,    till'    oliject    of    "Inch    I-    In 


reduce  surplus  stock.  On  the  comple- 
tion of  these  clearance  sales,  the  whole 
store  staff  turns  with  relief  to  the  open- 
ing of  the  new  season  with  its  offering 
of  new  merchandise  and  its  new  inter- 
ests. After  the  procession  of  sales, 
whitewear,  furniture,  housefurnishings 
and  silverware,  the  return  to  the  season- 
able merchandising  is  hailed  with  relief 
and  is  started  oft  with  e\ei\  evidence  of 
renewed  energy  and  inspiration. 

The  month   of  January     is     featured 
chiefly    by    the    annual     whitewear     sale. 

February  is  given  over  to  the  Furniture 

and  BousefurnishingS  sale  and  follow- 
in-  on  the  heels  of  this  event  comes  the 
Silverware  sale.  As  already  pointed  out 
the  object  of  these  sales  is  almost  entire- 
ly clearance  id'  surplus  stock  so  that  the 
display  man  finds  it  incumbent  on  him  to 
make  the  store  windows  a  strong  factor 
in  selling  goods  which  are  not  in  the 
strictest   sense  of  the  word  seasonable. 

It    follows  that,  as  interest    is  aroused  by 

the  featuring  of  leaders,  the  window 
displays  must  he  strictly  merchandising 
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displays,  with  the  idea  of  showing  a 
wide  assortment    uppermost. 

In  the  last  issue  mention  was  made 
ai  some  length  of  Whitewear  sales.  The 
question  of  February  furniture  and 
housefurnishings  trims  now  becomes  of 
chief  interest.  It  is  not  possible  to  dis- 
play a  -real  degree  of  originality  in 
furniture  displays  inasmuch  as  the  most 
effective  showing  possible  is  to  present 

the  g Is  as  they  would  appear  in  use. 

For  dining  room  furniture,  for  example. 
nothing  could  be  more  effective  than  the 
representation  of  a  dining  room.  There- 
fore,  the  skill  of  the  display  man  will  be 
manifested  in  the  matter  ol'  detail  in  the 
arranging  <>i    I  s  to  tin'  best  pos- 

sible advantage,  to  the  proper  selection 
of  hangings  and  the  blending  o(  shades, 
the  A    B.  (    's  ol'  the  decorating  art. 

There  is.  however,  some  -cope  lor  • 
inality    tor   the   man   who   desires   {■ 
out  o\'  the  beaten  path.    An  office  equip- 
ment window  will  prove  an  effective  in- 
novation   and    arouse    a    decree    of    in- 
terest   among    a    class    of    men    who    are 


EQUIPMENT    AND    DISPLAY 
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NO  matter  how  man}'  dozens,  hundreds  or  thousands 
of  people  pass  your  Store  daily,  only  those  who 
ENTEE  your  Store  pay  your  dividends.  The 
sidewalk  in  front  of  your  Store  may  show  the  wear 
of  countless  footsteps,  but  the  story  o«!  your  business 
is  only  told  by  the  wear  your  threshold  shows. 

In  wet  weather  foot-steps  dirty  up  your  vestibule 
— but  each  one  represents  money-dirt  to  you.  Janitor 
service  isn  't  expensive.    LACK  of  business  is. 


Highest  Store  Front  Development 


Merchants  in  every  section,  state  and 
town  are  adopting  KAWNEEB  STOEE 
FRONTS  to  modernize — to  increase  their 
businesses.  Competition  of  to-day  demands  that 
every  means  of  advertising  and  selling  be  pressed 
to  the  limit.  During  the  past  eight  years 
30,000  Merchants  have  placed  their  confidence 
in  KAWNEER  STORE  FRONTS  to  make  sales 
and  to  satisfy  yourself  of  their  success,  see  if  you 
can  recall  of  ever  having  seen  a  "Bankrupt,"  "Forced 
Out  of  Business"  or  "Receiver's  Sale"  sign  tied  to  a 
KAWNEER  FRONT!  The  next  time  you  pass  a 
KAWNEER  FRONT  just  step  inside  the  Store  and 
ask  the  proprietor  what  HE  thinks  of  his  Front.  Ask 
him  how  much  his  business  has  increased  since  he  in- 
stalled his  KAWNEER  FRONT.  Ask  him  if  he  re- 
grets the  money  he  spent  for  it — if  he  considers  his 
KAWNEER  FRONT  an  expenditure  or  an  investment. 

To-day  a  modern  Store  Front  is  a  PART  of  the 
business  with  which  it  is  associated — not  simply  a  ma- 
terial part  of  the  building. 

Since  1906  KAWNEER  has  been  installed  in  more 
than  30,000  fronts.  Proofs  of  Merchants'  experiences 
are  strongest  and  for  that  reason  we  feel  your  con- 
sideration is  justified. 

A  Logical  Demand 

Store  Fronts  have  a  business  reason  for  existence — 
not  simply  to  keep  out  the  rain  and  cold — not  simply 

Rawneer 

Manufacturing  Company 

Francis  J.   Plym,   President 

1193  Bathurst  St.,  TORONTO 
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Kawneer 


Store  frontS 


Dept.  Q 


to  let  in  daylight — not  for  a  place  to  merely  store 
merchandise,  but  a  force  to  SELL.  If  yours  does  not 
sell  then  your  Store  Front  is  absolutely  worthless 
from  a  business  standpoint.  You  are  paying  a  big 
rental  to  SHOW  merchandise — are  you  benefiting? 

Your  Front   is   either   a   "partition"   or   a   "sales- 
man"— which? 

KAWNEER  FRONTS  are  made  of  either  solid 
copper,  brass,  bronze  or  aluminum;  made  up  in 
almost  any  finish  to  harmonize  with 
the  general  color  scheme  you  adopt.  They 
cannot  leak,  rot,  rust  or  warp  and  you 
will  not  have  to  spend  one  cent  for  paint. 
Insurance  agencies  consider  glass  set  in 
KAWNEER  a  good  risk. 

One  merchant  writes:  "Have  been  in  business  42 
years,  had  41  winters  of  frosted  windows,  placed  a 
KAWNEER  FRONT  in  last  fall— have  had  one  winter 
of  clear  windows."  Think  of  the  sales  this  one  store 
lost  during  those  41  years  because  their  windows 
couldn't  be  used.  Show  windows  are  supposed  to 
SELL  merchandise.  Are  yours  doing  it? 
STORE  FRONT  BOOK 
Before  you  take  another  step  in  considera- 
tion of  a  new  Store 
Front,  send  for  "Boost- 
ing Business  No.  21." 
It's  a  Store  Front  book 
full  of  practical  Store 
Front  ideas  compiled 
and  printed  for  you  mer- 
chants. We  are  ready  to 
help  you — ready  to  give 
you  the  benefit  of  more 
than  seven  years  of 
specialization  —  to  tell 
you  what  we  have 
learned  by 
KAWNEER 
Fronts. 

Just   fill   in     the    coupon 
and       send       to-day — each 
HOUR    you     conduct   your 
business      without      a 
KAWNEER  FRONT  you 
are  losing  sales.  FOOT 
STEPS  are  PASSING 
by     your     door     in 
stead   of  entering. 
You  will  not  be 
obligated  — 
we   want  to>"    ( 
show  you 
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Culture  and 
Refinement 

are  depicted  in  our  wax  heads 

They  are  made  by  "Artists"  not 
mechanics — It  is  this  artistic  touch 
which  makes  our  wax  figures  so 
life-like. 

We  illustrate  two  new  lines  with 
long  Papier  Mache  Bodies. 

Note: — The  forms  are  perfect  in 
every  line  and  heads  can  be  sup- 
plied either  %  or  full  bust. 

Write    us    before    placing    your 

orders. 


No.   1565 


No.    1566 


Write  for  a  copy  of  our  large  Catalogue 


!l 


The  beautiful 

Eiffel  Display 

Fixtures 

are  becoming  more 
and  more  popular. 
The  bases  are  of  solid 
east  metal  and  will 
not  dinge.  Standards- 
and  crossbars  of  best 
brass  tubing  and  cold 
rolled  steel. 

All  bases  fitted  with 
rubber  tips  to  pre- 
vent scratching 
polished  surfaces. 

There  is  nothing  in 
Store  Equipment  we 
cannot    make  or  sup- 

ply. 


No    168  E— GLOVE  STAND 


"W4 

EIFFEL  T  STANDS 


CLATWORTHY  &  SON,  LIMITED 


Kstnljlished    1896 


'The   largest   makers  of   Display   Fixtures  in   Canada' 

161   King  St.  W.,  TORONTO 


Incorporated    1908 
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Is  Your  Ready-to-Wear   Department 
Well  Equipped? 


If  not 

you  in 
Racks 


see  to  it  at  once — it  will  pay  you — If  you  want  to  sell  goods 
ust  keep  them  out  in  full  view  of  the  public — Our  Revolving 
and.  Garment  Hangers  are  designed  to  accomplish  this  end 
—You  cannot  buy  better  goods,  no  matter  where  you 
try,  and  our  prices  are  the  lowest. 
Mail  us  your  "Spring"  orders.  Send  for  our  large 
-.  Catalogue  at  once — it  is  free 

for  the  asking. 


Our      Rev 

o  1  v  i  n  g 

Racks    are 

too    well 

known    to 

need    ex- 

planation. 

Send    us 

j  out  orders  at  once. 

We      have 

a      good 

8  t  o  c  k      o 

n      band. 

Price,  each  $13.50. 

The 


The  Perfection  Skirt 
Rack  is  going:  to  be  a 
big  seller  this  Spring. 
It  holds  over  50  skirts; 
any  style  of  hanger 
may   be   used. 

Price,  each  $14.50. 


Showing      Perfection      Skirt 
rilled    with   skirts. 


ing    how    little 
upied    by    No. 
Hangers. 


space    is 
1    Dress 


No.     560,     Waxed     Hanger. 

Price,  per  100,  $6.00. 


No.    515.    Waxed    finish. 

Price,  per  100,  $3.50. 


No.  1  Dress  Hanger. 


No.   560X. 


No.    560X,    Waxed     Hanger. 

Price,  per  100,  $7.50. 


No.  92. 


No.    92,     Suit     Hanger — holds    skirt    and 
coat. 

Price,  per  100,  $6.00. 


No.  1  Dress  Hangers  are  unexcelled  for 
light  garments — the  hangers  are  %-inch 
thick,  and  in  above  cut  we  illustrate 
how  (!  dresses  may  be  hung  on  4  inches 
of  bar.  125  dresses  may  be  displayed 
on  one  rack. 

The  hangers  are  made  of  hardwood, 
steamed    and    bent    to   shape. 

Price,  per  100,  $3.00. 


CLATWORTHY  &  SON,  Ltd. 


Established 
1896 


"The  Largest  Makers  of  Display  Fixtures  in  Canada 

161  King  St.  W. 

TORONTO 


Incorporated 

1908 
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usually  too  busy  or  too  indifferenl  t" 
pay  much  attention  to  Btore  windows. 

There  is,  of  course,  wider  scope  for  the 
exploitation  of  original  ideas  in  the 
liousefurn  is  hinge  end  of  it.  For  the  av- 
eraged  sized   window    a    splendid   effect 

can    he    secured    by    putting    in    samples 

of  different  treatment  of  drapes  and 
hanging,  illustrating  the  newest  methods 
of  draping  and  introducing  the  newest 
materials  and  shades. 

With  the  lirst  of  March  the  prelimin- 
ary opening  displays  will  be  started. 
Leading  up  to  the  formal  openings.  These 
Bhowings  should  include  a  number  of 
fabric  displays.  The  function  of  these 
preliminary  displays  is  to  pave  the  way 
for  the  styles  which  will  he  shown  at 
the  regular  openings,  giving  an  indica- 
tion of  the  trend  and  preparing  the  pub- 
lic mind  for  the  new  features. 

This,  then,  is  the  programme  ahead  of 
the  display  man:  To  gradually  work- 
through  the  January  and  February 
jlean-up  sales  and  then,  by  the  transi- 
tion stage  of  preliminary  showing,  pass 
to  the  all-important  work  of  the  Spring 
opening  publicity  campaign. 

Interior  Decorations. 

This  programme  is  not  confined  to  the 
trimming  of  the  store  windows  by  any 
means.  The  interior  of  the  store  must  be 
decorated  in  accordance  with  the  nature 
of  the  merchandising  effort.  During  the 
period  of  the  white  sale,  it  is  customary 
to  have  the  interior  decorated  neatly  with 
white  effects.  The  use  of  the  cotton  ball 
for  decorative  purposes  at  this  period 
of  i he  year  has  become  a  fairly  general 
thing  and  one  which  works  out  with  un- 
varying success. 

The  style  of  decoration  throughout  the 
store  should  be  uniform.  In  many  stores 
temporary  circles  or  counters  are  put  in 


tor  the  whitewear  stock  and  these  are 
generally  given  an  appropriate  appear- 
ance by  the  construction  of  arches  and 
upright  structures  covered  with  white 
cambric  and  perhaps  trimmed  with  cot- 
ton balls. 

Ledge  trims  are  also  an  important 
feature.  In  the  case  of  the  whitewear 
sale,  available  ledge  space  should  be 
used  for  the  suitable  arrangement  of  the 
predominant  stock. 

The  necessity  for  a  suitable  interior 
setting  becomes  of  double  import  when 
the  big  opening  season  rolls  around.  The 
whole  store  then  must  reflect  the  spirit 
of  Spring,  must  be  redolent  of  Spring 
from  top  to  bottom.  It  becomes  neces- 
sary to  introduce  a  system  of  interior 
decorations  which  will  give  the  desired 
effect.  The  plan  generally  adopted  is  to 
use  pillar  decorations  such  as  hanging 
baskets  of  Spring  flowers,  sometimes 
making  the  effect  more  elaborate  by  in- 
troducing arches  or  festooning  the 
llowers  from  pillar  to  pillar. 


La-t  year  the  Right  House.  Hamilton, 
introduced  a  highly  effective  form  of  in- 
terior decoration  for  the  Spring  and 
Easter  openings.  Double  rows  of  tem- 
porary pillars  were  placed  in  the  main 
aisles,  running  up  to  the  level  of  the 
ledge  trims.  Flower  laden  baskets  were 
placed  on  the  tops  of  the  pillars.  Floral 
covered  scroll  work  was  used  for  decor- 
ating the  store  pillars.  Natural  and  ar- 
tificial foliage,  palms,  narcissus  and  other 
Easter  llowers  figured  in  the  decorations. 

The  Opening    Trims. 

The  nature  of  the  Spring  opening 
trims  will  be  decided  to  a  great  extent 
by  the  style  developments.  The  display 
man,  therefore,  should  study  the  situa- 
tion carefully  and  base  his  plans  on  the 
trend  of  Spring  styles. 

His  main  chance  tor  a  display  of  orig- 
inality will  consist  in  the  planning  of  a 
Spring  background.  This  phase  of  the 
iiuest  ion    is  treated  on  succeeding  pages. 


Curved  Window  for  Display 


A  RADICAL  departure  from  all  pre- 
vious styles  of  windows  is  being 
tried  by  R.  H.  Macy  &  Co.,  New 
York,  in  the  form  of  a  concave  surface 
for  eliminating  reflections.  The  success 
of  the  experiment  in  this  respect  at 
least  is  pronounced. 

Two  distinct  pieces  of  plate  class  form 
the  window,  the  upper  being  flat  like  or- 
dinary  class.  The  lower  piece,  however, 
is  concave,  the  ".lass  extending  back  in- 
to the  window  21  inches  at  the  farth- 
est  point,   compared    with    the   ordinary 


front.  In  this  lower  half  there  is  an 
entire  absence  of  reflection,  and  the 
merchandise  within  is  seen  as  clearly  as 
though  there  were  no  glass  at  all,  or  as 
if  the  window  were  lighted  at  night.  In 
the  ordinary  window  no  windows  are  en- 
tirely free  from  reflections  on  clear, 
bright  days,  and  in  this  particular  case 
the  reflection  in  the  flat  upper  part  is 
such  that  the  display  behind  is  invis- 
ible, unless  one  p  -  losely  to  the 
glass  (which  is  above  one's  head).  The 
i  Continued  on  pace   - 


A   iinc,ht  opening  trim  bj    W,  C,  Simon,  with  Stanley    Mills  ft  Co.,  Hamilton.  A  simple  hut  highly  attractive  background. 
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Forms  That  Make 
Sales-Producing 
Window  Displays 

Striking,  distinctive  window  dis- 
plays; displays  that  instantly  catch 
the  eye  of  the  passing  public — your 
prospective  customers — are  the  kind 
that  capture  the  mighty  dollar.  Sales- 
producing  displays  are  not  made 
from  old-fashioned  forms,  but  from 
those  that  are  built  to  conform  with 
present  styles.  Therefore,  if  you 
would  have  your  displays  create  a 
desire  on  your  customers  to  buy,  it 
is  necessary  that  forms  bringing  out 
news  value  in  your  goods,  be  used. 
D.  &  P.  Forms  are  best  able  to  do  this 
because  they  are  made  to  conform  to 
present  fashions,  and  can  thus  show 
to  the  best  possible  advantage  the 
latest  style  effects,  the  materials,  and 
just  how  the  article  would  look  on 
the  wearer. 
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No— 1001  K. 


Send  us  an  order  for  your 
needs  and  you  will  learn  that 
D.  &  P.  ready-to-wear  and 
drapery  forms  are  the  most 
modern,  attractive,  sales-pro- 
ducing forms  on  the  market 
to-day. 

D.  &  P.  Wax  Heads 

are  true  to  life  in  every  detail. 
They  represent  a  high  type  of 
sculpture  modeling,  even  to 
the  smallest  details  of  contour 
and  expression.  The  grace- 
ful pose  of  the  head;  the  re- 
fined, animated  features  of  the 
face;  and  the  charming  coif- 
fure of  real  hair  will  add 
beauty  and  dignity  to  your 
gowns  and  a  human  touch  to 
your  displays. 

Write  for  catalogue. 


No— D.  52 


No— D.  57 


Dale    and  Pearsall,    106  Front  St  E.,  Toronto 

Jrfanufacturers  of  High-Class  Forms  ana  Figures 
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A.  11  Hangtrs  stained  and  buff  waxed 

finish. 

We  will  gladly  submit 

sam- 

files  of 

any  of  the  hangers  below. 

No. 

Men's 

hanger, 

tachmer 

trousers 

off  bar. 

100. 

64.— Men's 

combination  suit 
with     wire   at- 

t  to  prevent 
from  slipping 
Cost  $9.00  per 

JVlail  us  your  order  to-day,  and  if 
the  hangers  are  not  satisfactory  they 
may  be  returned  at  our  expense. 

No.  64.— Boys' 

-  .me  as  men's  only  15 
in.  long  with  wire  at- 
tachment, to  prevent 
trousers  from  slipping 
off  bar,  $8.50  per  100. 


No.  33IB 

Men's  combination  hanger  with  inserted  bar  to 
hold  trousers.     $7.50  for  100. 

Made   in   boys'  size,  only  15  inches   long,  $7.50 
per  100. 


No.  74B 

Combination  Hanger,  concave  shoulder,  shaped 
to  fit  collar  of  coat,  will  keep  the  garment  in 
perfect  shape,  $15.00  per  100,  with  wire  attach- 
ment, $16.00. 

No.  34IB 

Combination  Hanger,  rounded  top  with  inserted 
bar  to  hold  trousers.    $8.00  per  100. 


No.  34IB 


The   Taylor   Manufacturing   Company 


82  Queen  Street  North,      HAMILTON,  ONT.. 


John  D.  Moser,  Manager 
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A  clothing  store  equiftfied  with    Taylor- 
made,  double  bar,  polished  steel  tube  racks 


Made  of  Polished  Steel  Tubing. 


Made  of  Oxidized  Steel  Tubing. 


No    paint,    no    rust,    no    tools    or    trouble    to    set    up. 
Shipped,  crated.     K.D.     Ball  Socket  Rollers. 

6  feet  long,  6  post   $10.50 

8    feet    long,   6    post    11.50 

10  feet   long,   6  post    12.50 


6  feet   long,   6   post    $13.00 

8  feet   long,   6   post    14.00 

10  feet  long.  6  post    15.00 

Suit   Racks,  5  feet  high,  26  ins.  wide.    Overcoat  and 
Ladies'   Garments,   6  ft.   high. 


jvLail,     vvire   or  Vhone  your  order  to-day  and  equiji   your  store   to   he   ready  for  a   big 
Spring  business.      Your  smallest  commands  will  receive  our  firomfit  and  careful  attention. 

The   Taylor   Manufacturing  Company 

82  Queen  Street,  North,  HAMILTON,  ONT.,  John  D.  Moser,  Manager 
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The  Background  is  the  Thing 

The  Success  of  the  Spring  Opening  Windows  Will  Hinge  to  a 
Great  Extent  on  the  Quality  of  the  Background — Ideas  Followed 
Out  Last  Year — The  Trend  Toward  Simplicity. 


srotiKSTiON  foe  spring  backgroind. 


This  background  is  designed  for  a  window  of  large  dimensions.     It  could  be  simplified  to  meet  the  requirements 
the  taste  of  the  display  man.     The  framework  could  be  constructed  of  wood  or  compo  board,  a  1  with  alabas 

or   stucco  work.     The  idea   is  to  show  a  typical  spring  scene.     This   setting    would    be    appropriate   for    millinerv   s 


ready-to-wear  trims. 

THE  background's  the  thing.  This 
paraphrase  of  a  well  known 
Shakespearian  quotation  sums  up 
the  problem  of  the  Spring  opening  trims 
to  a  nicety.  Provided  that  the  display 
man  lias  the  right  materials  to  show,  the 
display  man  can  be  depended  upon  to 
show  them  to  the  best  possible  advantage. 
It  is  the  first  essential  of  his  calling  that 
he  know  how  to  drape  and  group  goods 
so   that    tin'  appearance  will  lie  right. 

The  opportunity  for  originality  comes 
in  the  backgrounds.  So  many  devices 
have  been  adopted  in  past  years  and  the 
variety  attempted  has  been  so  large  that 
it  has  become  a  mat  ter  of  some  difficulty 
to  evolve  a  really  original  background. 
Many  a  display  man  is  losing  sleep  al- 
ready trying  to  think  of  an  idea  that 
will  carry  the  shopping  public  by  storm; 
a  background  that  will  combine  attrac- 
tiveness with  originality. 

Efforts  along  this  line  must  neces- 
sarily run  along  a  well  worn  route. 
Spring  backgrounds  must  be  highly  sug- 
gestive of  Spring.  An  arbor,  a  spring, 
a    sylvan    glade,    wall    overhung    with 

Spring  foliage,  are  all  ideas  on  which  the 

changes   have  been   rung  in  an  endless 
number  of  ways,    Nevertheless  it  is  still 


or 

alabaster 

illinery    and 


possible  to  utilize  the  old  ideas  in  a  new 
way,  thus  producing  an  effect  distinctly 
pleasing  and  new;  and  the  great  bulk  of 
the  opening  windows  in  representative 
Canadian  stores  will  almost  certainly 
have  backgrounds  this  year  based  on  cer- 
tain of  the  old  ideas  or  close  develop- 
ments of  the  same. 

Ideas  Used  Last  Spring 
A  review  of  some  of  the  backgrounds 

\\>ci\  by  representative  display  men  last 
Spring  will  be  of  interest. 

One  series  of  windows  had  back- 
grounds consisting  of  panels  about  7  feet 
high  and  10  feet  long,  interspersed  with 
square  pillars  2  feet  wide,  running  a  foot 
above  the  level  of  the  panels.  The 
pillars  and  bottom  sections  of  the  panels 
were  covered  smoothly  with  light  tan 
felt-  The  top  of  each  panel  consisted  of 
an  art  nouveau  design  cut  out  of  beaver 
board  and  kalsomined  a  deep  cream. 
shaded  with  ground  eoak.  Wreaths  of 
foliage  were  attached  to  the  art 
nouveau  designs  and  frosted  roses  decor- 
ated the  tops  of  the  pillars.  On  each 
pillar  was  a  yellow  lion's  head  with  a 
chain,  hanging  almost  to  the  floor,  finish- 
ed in  antique  to  harmonize  with  the  rest 
80 


of  the  trim.  This  background  was  a 
most  successful  and  attractive  departure 
from  the  usual  run.  It  had,  neverthe- 
less, a  distinctly  Spring  atmosphere. 

-Many  displays  had  plain  backgrounds 
built  of  rough  wood  and  cover,  d  with 
unbleached  muslin,  then  outlined  with 
2  x  4  lumber  and  painted  with  alabastine. 
Various  forms  were  constructed  in  this 
way.  These  backgrounds  lent  themselves 
readily  to  the  use  of  floral  designs  and 
the  introduction  of  flowers  in  abundance. 

The  Robert  Simpson  Co..  Toronto,  used 
a  system  of  screens  composed  oi'  elabor- 
ate frames  with  handsome  drapes.  These 
were  placed  with  a  five-foot  space  be- 
twi  en.  Flowers  were  placed  between  the 
screens  and  in  front  with  good  effect. 
This  style  of  background  was  adopted 
largely  with  an  eye  to  suiting  it  directly 
to  the  prevailing  style,  this  object  being 
amply  attained. 

The  T.  Eaton  Co.  had  an  elaborate 
background  consisting  of  a  rounding, 
pillared  portico,  the  steps  and  floor  of 
which  were  carried  out  in  0-recian  marble 
effect.     This     stvle     proved     a     popular 

"hit." 

The  plan  of  representing  marble  in 
backgrounds   was   used   in  a  >rreat   mnnv 
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Practical  Window  Trimmers 
Use  Richardson  Forms 


The  successful  window  trimmers  throughout 
Canada  owe  their  success,  to  a  great  extent,  to 
the  display  fixtures  they  use.  The  majority  of 
these  men  have  found  that  they  can  better  execute 
those  trade-pulling  displays  which  they  formu- 
late in  their  mind  by  using  Richardson  Forms. 
Built  on  the  very  latest  lines  to  suit  the  most 
up-to-date  garments,  Richardson  Forms  are 
well  able  to  display  your  newest  creations — will 
bring  out  their  exclusive  teatures  and  will  show 
them  off  to  the  best  possible  advantage. 


47  S  gives  a  dainty  aud 
elegant  effect  to  display. 
One  of  the  charming 
features  of  this  form 
is  the  half-arm.  An- 
other is  that,  instead 
of  the  regular  iron 
base,  No.  47  S  has 
feet,  which  add 
greatly  to  the  effect 
of  the  gown,  espe- 
cially when  short 
length  skirts  are  dis- 
played. No.  47  S, 
with  Half-Wax  Arms, 
$36.00;  specially  adapted  for 
high-grade  gowns.  Each  limb 
is  adjusted  separately,  up  and 
down,  sideways,  forward,  etc.; 
made  of  flesh-colored  wood  for 
shoes  and  stockings. 

5E  has  round,  narrow  shoul- 
ders, makes  the  collar  stand 
up  without  bulging,  and  also 
the  front,  either  buttoned  or 
unbuttoned.  This  form  is  ad- 
justable to  any  desired  height, 
and  can  be  used  for  any  style 
of  men's  coat. 

No.  5E,  as  cut $5.00 

9     inch     round     base,     in 

black  japan   4.50 

9  inch  round  base,  in  ox. 

copper    6.00 


Coat 


Form      with      oak 
stand  and  revolving 
motor,    as    used    by 
New  York  tailors 
(ox.  copper)    .  .$30.00 
(Euns    12    to    15    hours 
after   winding.   Size 
36  to '40.) 


41  AA  The  new  special  tilting 
device  of  this  form  makes  it 
adjustable  to  any  pose  after  the 
garment  is  on.  Conforming  to 
the  latest  dictates  of  fashion  it 
lends  itself  to  the  elegant  dis- 
play of  the  newest  styles  in 
suits,  coats  and  dresses.  Makes 
a  very  attractive  window  or 
department  display. 

No.  41AA,  as  cut $  7.50 

No.  41AA,   without  flesh- 
colored  bust    6.75 

No.  41A,    without    tilting 

device 5.50 

With  wax  head  and 
hands,  specially 


fine 


r.oo 


Agencies :  Putnam  Measuring 
Charts,  Flanders  Display  Racks, 
etc.  Manufacturers  of  Pipe  and 
Rotary  Racks  in  very  best 
styles. 


A.  S.  RICHARDSON  &  CO 

Oldest  Manufacturers  of  Wax  Figures  and  Display  Forms  in  Canada 


Showroom— 99  ONTARIO  ST. 
Factory  —101 


TORONTO 
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SUGGESTION  FOK  SPRING  DISPLAY. 


A    variation    of   the    idea    presented   on    the   preceding   page.    This  setting  could  be  arranged  with  less  trouble,  and  would 

be   an  effective   one. 


eases,  in  fact-     The  effect  in  some  was 
obtained  by  using  rock  crystal. 

A  good  many  display  men  last  year 
adopted  scenic  backgrounds  and  found 
them  highly  suitable  and  effective.  They 
are  peculiarly  suitable  for  Spring  open- 
ings as  they  can  be  made  to  represent 
typical  spring  and  pastoral  scenes. 

Trend  Toward  Simplicity 
Behind  everything  there  is  a  marked 
trend  toward  simplicity  in  the  matter  of 
backgrounds,  a  trend  which  all  display 
men  should  take  cognizance  of.  It  is  not 
intended  by  this  to  imply  that  back- 
grounds should  be  commonplace  or  the 
result  of  little  effort.  Some  of  t he 
simplest  on  the  surface  are  the  most 
expensive  and  entail  the  most  work.  The 
rule  to  be  borne  in  mind,  however,  is 
that  the  ornate  effects  do  not  please  as 
highlj  as  they  mice  did.  Simplicity. 
ddgnitj  are  qualities  thai  now  weigh 
heavily. 


CURVED  WINDOW    FOR 
DISPLAY 

(Continued  from  page  76.) 

only  view  to  be  seen,  indeed,  is  the  Mar 
bridge     Bkyscraper     opposite   the  store, 
two  other   high   buildings  and    the   sky, 
all  reflected  clearly. 

The  diagram  accompanying  this  indi 
cates      ii    construe!  ion    oi    t  his    «  indov.  . 


The  deepest  point  of  the  concave  is  near 
its  centre,  where  it  is  nearly  two  feet 
inside  the  point  where  a  flat  plate  would 
be.  At  the  floor  of  the  window  the  line 
where  the  glass  ends  is  about  9  inches 
back  from  where  the  flat  glass  would  be. 
Rising  above  this,  on  the  outside  of  the 
window,  is  an  inverted  "cornice"  of 
metal,  with  a  blackened  surface  which,  it 


is  claimed,  assists  in  eliminating  reflec- 
tions. This  is  called  the  "shadow  box." 
The  bottom  is  open  to  form  a  drain,  so 
that  dust  and  water  run  down  to  the 
sidewalk  instead  of  accumulating  on  the 

leduv. 

The  concave  surface  begins  at  a  point 
above  the  ordinary  observer's  head  so 
that  iiis  view  is  not  obstructed  by  the 
join  of  the  flat  and  curved  glass.  The 
exact  bend  of  the  glass  depends  on  the 
window  and  has  to  be  calculated  in  each 
case,  it  is  said,  scientifically. 

Already  certain  criticisms  are  being 
heard    of    the    new    scheme    although    it~ 

success  in  eliminating  reflections  is  ad- 
mitted. It  is  pointed  out  that  a  certain 
portion  of  window  space  is  lost  by  the 
glass  curving  inwards,  ami  the  whole 
appearance    of    the    window    is    of    course 

ged. 
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A  scientific  magazine  in  commenting 
on  the  inventions  says: — 

"The  curve,  which  has  been  determin- 
ed after  careful  study  of  optical  laws, 
diverts  the  rays  of  light  from  the  street, 
downward  or  upward,  at  an  angle  at 
which  the  diverted  light  rays  strike  a 
black  plate  which  absorbs  them.  In 
the  ordinary  window  on  bright  sunshiny 
days  it  is  necessary  to  stand  so  close 
to  the  mirror-like  surface  in  order  to  see 
clearly  the  goods  on  display  that  one's 
nose  must  flatten  against  the  plate  irlass. 
Window  dressers  have  been  obliged  to 
n  sort  to  expedients  of  various  colored 
backgrounds,  wide  awnings,  and  inter- 
ior illumination,  with  only  partial  suc- 
cess. In  case  of  shops  which  wish  to  dis- 
play their  entire  interiors,  as  piano  and 
automobile  stores,  the  window-box  ar- 
rangements gives  full  range  of  vision, 
requiring  no  background." 


$ 


BUSINESS  CHANGES 

Knderby.  R.O.— R.  C.  Attenborough 
\  \.  B.  Courtenay  have  taken  over  the 
gents.'  furnishings  and  dry  goods  de- 
partment o\'  the  Poison  Mercantile  Com- 
pany. The  Poison  store  is  undergoing 
alterations  to  accommodate  the  change. 
Ross  and  Victor  Poison  will  carry  on 
the  grocery  business  as  before,  under 
the  old  title  of  the  Poison  Mercantile 
Company. 
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A  business-magnet 
for  a  dry  goods  store 
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The  Canadian   Gem" 


Design  No,  205 

WRITE  FOR  OUR  COMPLETE 
CATALOG  OF  NEW  DESIGNS  for  1914 

A  good  show  case  is  indeed  a  silent,  but  effective  salesman.  It  not 
only  gives  the  store  a  bright  and  attractive  appearance,  but  sells  thous- 
ands of  dollars  worth  of  goods  during  the  year  by  merely  presenting 
them  to  the  casual  looker  in  an  irresistible  manner.  You  can't  have  too 
many  silent  salesmen  if  they  are  selected  with  care.  WRITE  TO-DAY 
for  our  catalog  of  designs  whether  interested  or  not.    You  may  be  later. 

H.  L.  Wood  &  Company 

Cor.  Noble  and  Strickland  Sts.,  Toronto 
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Show    Cases    Higher    as    Plate  Glass  Goes  up 

Advance  of  35  Per  Cent,  in  Glass— A  Satin  Bust  Form  for  Even- 
ing Wear— A  Light  Beech  Hanger— Lower  Rack  for  Ready-to- 
Wear  — Slit  in  the  Back  —  Whole  Trend  of  Store  Equipment 
Towards  Better  Display. 


A  HIGHER  standard  of  store  equip- 
ment i-  being  established  in  Can- 
ada year  by  year,  and  manufac- 
turers are  starting  oul  this  year  with  a 
class  of  fixtures  holding  a  preponderat- 
ing place  in  their  showings  such  as  they 
would  nut.  have  dared  to  develop  even 
i  in  er    ur    fuiir  years   ago. 

The  new  order  is  sweeping  the  land. 
ami  n  would  be  difficult  to  say  whether 
it  is  the  public  that  is  forcing  the  change 
or  the  merchant  that  is  keeping  just  a 
little  ahead  of  the  demands  of  public 
taste.  The  aesthetic  element  in  merch- 
andising  is  dominating  the  art  of  win- 
dow displaj  ;  of  store  decoration,  of  ad- 
vertising, and  of  store  equipment.  Re- 
volutions have  transpired,  or  are  fer- 
menting the  business  world,  in  one  and 
all  these  directions.  This  is  one  element, 
and  an  important  one,  in  the  "rising 
costs  of  selling; "  conversely,  it  is  a 
growing  factor  in  the  rising  cost  of  liv- 
ing; one  of  those  "secrets"  thai  some 
zealots  of  demagogic  temperament  have 
announced  themselves  as  determined  to 
lav  hare,  with  dark  hints  as  to  what  will 
happen  to  the  ''middleman"  in  the  after 
process.  It  is,  for  the  most  part,  simp- 
ly a  manifestation  of  a  policy  that  one 
greal  New  York  editor  once  declared 
was  the  governing  power  behind  the 
newspaper  be  turned  out,  "Give  the 
public  what  they  want,''  and  the  retail- 
er is  following  out  this  theory  along 
lines  that  the  public  have  demonstrated 
time  and  again. 

"Give  the  public  what  they  want,"  is 
the  motto  on  which  all  large  businesses 
have  been  built  up.  The  guarantee  of 
the  financial  success  of  such  a  policy 
might  be  formulated  in  this  addition: 
"For  fchej  are  willing  to  pay  for  what 
they  want." 

Store  of   Display  Centres 

Experience  has  shown  that  more  and 

more  to  the  possession  of  goods  must  be 

linked     up    an     advantageous     display. 

There  is  a  good  deal  in  the  theorj  of  a 

grocer   in    a    Canadian    <  - 1 1  \     w  QO   declared 

he  was  equipping  his  new  store  as  a 
"sample  room  "  not  i,,  display  quantity 
but    the   character   and    quality   of   the 

ne  kepi    in  slock.     So  his  store,  in- 
stead of  having  heavy  rows  of  shelving 
and  counters,  was  broken  up  into  ■•■ 
play    centres;"    his   aim    was    to    show, 
not  to  stock  goods. 

Ii  is  iusi  this  idea  of  showing  goods 
to  the   best   advantage  thai   has  proved 


life  of  the  sileni  salesmen,  those 
substitutes  for  counters  in  so  many  of 
the  newer  stores  of  Canada.  And  close- 
ly allied  to  these  bave  come  systems  of 
electric  lighting,  whose  very  success  is 
based,  no!  so  much  on  the  greater  inten- 
sity of  the  light  that  is  furnished  a 
mote  skilful  direction  of  its  rays. 

This  trend  is  seen  to  an  equal  extent 
in  the  polished  hardwood  floors,  or  soft 
carpeted  coverings  of  the  millinery  de- 
partments; in  the  mahogany  woodwork, 
or  the  bird's-eye  maple;  in  the  airy. 
better  lighted  and  ventilated  structures 
that  are  features  of  modem  store  and 
factory  alike.  It  is  all  a  product  of  the 
public's  desire  for  comfort  in  its  buy- 
ing as  in  all  other  activities  of  life;  in 
the  satisfaction  of  the  artistic  side  of 
its  make-up  under  conditions  that  might 
seem  to  have  no  direct  bearing  upon  it. 

Glass    Replacing  Wood  Ob- 
structions 

This  is  why  the  same  influences  arc  at 
work  among  the  designers  of  store  equip- 
ment and  the  purchasers  thereof  that 
are  rapidly  transforming  the  window 
display  man,  and  ingenuity  is  setting 
its  brains  to  work  out  improvements  in 
details  that  will  minister  to  the  more 
fastidious  tastes  of  a  more  discriminat- 
ing public.  The  dislike  for  "obstruc- 
tion" is  a  highly  developed  feeling  of 
to-day  that  the  manufacturer  is  doing 
his  best  to  eater  to.  and  he  is  trying  to 
substitute  the  transparencj  of  -lass  for 
the  blindness  of  wood.  This  has  been 
going  on  of  late  in  the  substitution  of 
all  glass  show  cases  or  silent  salesmen 
for  those  held  by  a  framework  of  wood. 
This  has  gone  so  far  as  to  replace  the 
metal  clamp  on  the  sides  by  invisible 
cement,  to  gei  a  view  unobstructed  even 
by   this  diminutive  barrier. 

Even  sliding  glass  doors  must  not  be 
encased  in  wood,  for  this  obstructs  the 
vision    of    the    goods    within.         Grooved 

rollers  are  being  made  on  which  the  -lass 
doors  lest,  and  move  back  and  forth. 

Serving  a  somewhat  different  purpose 
is  a  decided  movement  by  some  manufac- 
turers in  favor  of  sectional  show  cases. 
These   are   designed    not    only    for  ease   in 

shifting  around  to  sun  tin'  store  ar- 
rangement, from  time  to  time,  but  are 
handy  when  a  merchant  moves  from  one 
location  to  another.  They  are  made  so 
carefiillv  now  that  it  is  difficult  to  de- 
tect the  fact  that  thev  are  sectional 
■  uiis    at    all. 


Plate  Glass   Up  35  per  cent. 

I  ere  is  a  question  of  price  about 
show  cases  that  is  worth  noticing  this 
year.  Manilla.-  of    show    cases 

state  that  plate  -lass  has  advanced  35 
per  cent,  compared  with  one  year  ai'o. 
They  are  not  -low  to  attribute  this  to 
a  certain  lack  of  competition  that  is 
often  referred  to  in  a  term  that  bulks 
largely  in  politicial  discussions  during 
U.S.  Presidential  elections.  It  implies  a 
freedom  from  rate  cutting  that  is  sup- 
posed  to  work  out  satisfactorily  to  the 
several  firms  interested. 

Prices  of  Material 

However  the  lull  35  per  cent,  advance 
will  not  apply  to  the  price  of  finished 
show  cases.  Labor  usually  represents 
in  this  case  60  per  cent,  of  the  manufac- 
tured product,  so  that  the  advance  works 
out  to  about  1.")  or  20  per  cent.  While 
wood  has  risen  in  price  many  times  over 
in  the  past  40  or  50  years,  the  increase 
over  one  year  ago  in  oak  is  slightly 
under  5  per  cent.  Mahogany,  on  the 
other  hand,  manufacturers  report,  is 
le-s  than  it  was  two  years  ago.  Mexico 
and  South  Africa  are  the  two  main 
sources  ,,f  supply  nowadays  for  ma- 
hogany. 

A  Lower  Style  of  Rack 

Keeping  the  goods  in  clear  view  of  the 
public  is  a  theory  held  by  many  ready- 
to-wear    managers,    where    they    are  de- 
pendent   on    a    general    trade,    whatever 
the  arguments  are  in   favor  of  less  pub- 
licity   where    a    firm    caters    to    exclusive 
trade.        This    is   showing    itself   in    the 
tendency  to  display  women's  and  men's 
clothing  on  racks,  with  each  suit  attach- 
ed   to  a    hanger,     instead    of    the  older 
style  of  piling  it  up  in  shelves,  on  count- 
ers  or   on    tables.      Some    bave   objected 
that    the    floor    space    in    stores    is    being 
tilled    up    too    much,    and    the    racks    are 
being  made  so  high  that  the  view  is  ob- 
structed.       "Granted,"      remarks      the 
manufacturer,    ami    comes    along   with    a 
lower    pattern    of    skirt    rack,    which    al- 
low- a  view  over  the  top.     One  that   was 
shown     The     Review     had     a     circle     30 
inches    in    diameter   and    revolves    easily. 
The  rack   will  hold  about   50  skirts  com- 
fortablj    and    any    style    of   hamrer   ma\ 
be  used,    The  base  is  of  metal  finished  in 
black  enamel  while  the  balance  is  of  ox- 
idized   copper.      On    top    is    a    holder   for 
displaying  a  card  announcing  a   special 
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Aggressiveness 
shows  in  your 
store   fittings 

— your  cases 

your  counters 
your  shelving 


The  first  impressions  of  your  store  are  often  the  making 
or  losing  of  a  good  customer.  And  undoubtedly  a  good 
impression  of  a  store  at  first  sight  can  do  no  harm.  A  store 
that  is  well  fitted  gives  the  impression  of  aggressiveness 
and  means  greatly  increased  sales.  Goods  that  are  pre- 
sented in  an  attractive  way  to  prospective  buyers  (or  only 
lookers)  are  half  sold.  Very  few  departments  in  a  store 
cannot  be  improved  by  installing  a  new  case.  Why  not 
look  into  the  BERLIN  styles? 


Th< 


Walker  Bin  &  Store  Fixture  Co, 

Limited 

Manufacturers  and  Designers  of 
MODERN   STORE   FIXTURES 


BERLIN, 


ONTARIO 


Write  to-day  requesting  us  to 
submit  our  fully  illustrated 
catalog.  It  may  offer  a  sug- 
gestion worth  while  for  im- 
proving- Spring  business. 
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style  or  price.  Hut  it  is  the  lack  of 
height  about  this  fixture  that  will  be 
pressed  in  the  Belling  of  it. 

A  Thin,  Light  Hanger 

Another  of  the  new  showings,  is  a 
specially  thin  hanger  for  light  dresses 
and  waists,  or,  indeed  garments  of  any 
light  material,  one  that  does  not  take  up 
room.  This  is  made  in  straight 
grained  beech,  whicli  is  steamed  and 
bent  to  shape,  which  makes  it  very 
tough.  The  hanger  is  %  inch  wide,  so 
that  a  number  can  be  hung  in  a  small 
space.  The  illustration  shows  six  of 
these  hangers  in  use  on  a  regular  revolv- 
ing rack.  The  width  of  these  is  only 
four  inches,  so  that  nearly  150  could  be 
hung  from  an  ordinary  rack.  Incident- 
ally, the  manufacturer  might  whisper, 
the  freight  rates  on  these  light  hangers 
will  be  very  low. 

From    100   to   800   in    a    Year 

Speaking  of  revolving  racks,  it  is  no- 
ticeable that  they  are  becoming  more 
and  more  popular  in  ready-to-wear  de- 
partments. A  Canadian  manufacturer 
of  display  fixtures  stated  recently  that 
three  years  ago  their  sales  for  this  style 
of  rack  were  approximately  only  100  in 
the  year,  whilst  their  sales  for  1913  ex- 
ceeded  800.  They  furnish  one  of  the 
simplest  designs  for  keeping  the  stock  in 
full  view  of  the  buying  public. 

Triplicate  Mirror 

A  new  and  moderate-priced  triplicate 
mirror  is  being  placed  on  the  market, 
whicli  is  lighter  than  most  models.  The 
main  support  of  the  frame  is  of  metal, 
finished  in  oxidized  copper,  the  latter 
by  the  way  proving  one  of  the  most 
serviceable  finishes  yet  discovered.     The 
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l  lames  and  backs  are  of  the  best  quart- 
er cut  oak,  beautifully  figured,  and  the 
mirrors  of  beveled  plate. 

White   Satin    Bust 

A  novelty  in  display  forms  is  a  figure 
made  up  with  a  white  satin  bust,  slight- 
Is  padded  to  look  like  the  human  form. 
It  is  suited  best  to  draping  evening 
gowns,  and  evening  night  dresses,  for 
which  purposes  it  may  be  obtained  in 
pink  satin  as  well,  giving  a  flesh  color  ef- 
fect at  a  distance.  It  is  made  three- 
quarter  length  with  hobble  effect  and 
does  not  require  a  wire  skirt.  The  whole 
effect  of  the  satin  bust  is  to  lend  a  rath- 
er elegant  appearance  to  the  draping. 
The  base  is  a  special  one  with  four  short 
arms,  rubber  bumpers  being  used  in- 
stead of  castors. 

A  new  tube  form  has  been  made  with 
hips  slightly  larger  but  waist  and  bot- 
tom much  the  same.  This  may  be  used 
for  costumes  either  with  or  without  wax 
head  and  arms.  It  is  mounted  on  a 
round  wooden  or  oxidized  copper  base. 
It  is  used  also  for  draping  purposes  and 
is  made  with  a  slit  all  the  way  down  the 
back  to  take  care  of  surplus  goods,  mak- 
ing the  back  view  neater  than  in  the  or- 
dinary form.  This,  it  will  be  recalled, 
was  recommended  by  Mr.  Nowak  at  the 
Last  convention  of  the  Canadian  Win- 
dow Trimmers'  Association,  but  up  to 
that  time  had  been  little  used  in  Canada. 
Both  of  these  stands  have  small 
bases  so  that  they  do  not  project  beyond 
the  skirt  and  by  placing  a  shoe  to  peep 
out  daintly  from  under  the  skirt,  the  ef- 
fect is  much  enhanced,  while  it  means 
less  work  for  the  trimmer  than  if  he  had 
to  fit  on  shoes,  stockings,  etc. 


Adustable   Draping   Stand 
An  adjustable  draping  stand   ie  being 
made  up  in  several  designs.     One  bas  a 

curved  rod  which  admits  of  man  •   varia- 
tions, curved  up  or  down,  at  either  side, 
or  centered.     In  the  latter  cat 
turned  down  it  can  be  used  as  a  rack  to 
display  gowns,  and  night  robes,  and 
bathing  suits. 

A  Bimple  hanger  is  on  the  market  r 
lias  a  cross  piece  slightly  curved  at 
end  and  about  two  feet  across.        T     s 
may  be  used  for  showing  special  gowns 
or  hanging    15  to  20   on   as  stock.        U 
takes   up   only   about   one  foot   of  floor 
space,  is  of  adjustible  height  and  has  a 
stand  on   top  lor  a  price  ticket  or 
other  style  of  card. 


© 


Stanstead,  Q  ie.  Henry  Gauthier,  who 
has  been  in  the  employ  of  the  Monarch 
Shirt  Co.  al  years  past,  has  pur- 

chased one-half  interest  in  the  R.  ft  G. 
Manufacturing  Co. 

St.  Thomas,  Ont.— - A.  L.  Sarland, 
formerly   a   dry   goods  merchant   of  St. 

is.  died  suddenly  in  Prince  Albert, 
Sask.,  aged  59.  He  leaves  a  widow  and 
two  daughters. 

Montreal.  Que. — During  the  recent  tie- 
up  of  Montreal's  waterworks  system  a 
n nmher  of  buildings  were  destroyed  by 
fire,  including  the  store  of  S.  P.  Barrett, 

merchant  tailor. 

Halifax.  X.s.  \V.  .1.  Wetmore  was 
elected  president  of  the  Maritime  Com- 
mercial Travellers'  Association.  This 
body  has  1,300  members  and  surplus 
assets  of  nearly  $100,000. 


* 


\,u  design  for  triplicate  mirror,  with 
metal  frame,  finished  in  oxidized  eopper  and 
Lighter 


than    the    usual    slvlr 


Low    style    of    skirt  rack,    planned    so    that    it 

will    not    obstruct    the  view    in    the    store.      Will 

hold  about  50  skirts.  Finished  in  black  enamel 
and    oxidized    copper. 
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INTRODUCTION  SALE 

The  prices  named  below  will  not  prevail  after  Jan.  31,  1914. 

Order  Early 

LOW  PRICE 

HIGH   GRADE 

FIXTURES 

TO 

INTRODUCE 

US 

TO  CANADIAN 

MERCHANTS 

We  have  a   full  line  on  hand  and 
orders  will  be  filled  promptly. 


ECONOMIST  RACK 

EXCEPTIONALLY    STRONG. 

Built    ol   1V2    iuch    steel    tubing,    mounted    on    heavy    base   and 
move  on    easy    rolliug    casters.     Finished    in    Oxidized   Copper. 

6  feet    long,   each  .  ....      $  9.50 

7  feet  long,  each  . 10.50 


COMPARE  OUR  PRICES  WITH  OTHER  HIGH  GRADE 
MAKERS,  THEN  SEND  US  YOUR  ORDER. 


MEN'S  COAT  FORM 

ENGLISH    STYLE. 

Substantially  made  of  heavy   paper  mache, 

covered   in   fast  black  jersey,  adjustable  to 

any      height.       Metal      Cap     top.  Heavy 

standard. 

Mounted  on  9-inch  Base,  each        .  $3.00 

Mounted  on  7-inch  Base,  each  2.25 


MEN'S    SUIT    HANGER     (Correct    Shape) 

Bar   to   hold   trousers. 

Well   made   of   hard   wood.     Packed    100  in   a   crate 
Price  per  100   $4  5Q 


LADIES'  WAX  FIGURES 

FINEST    WAX    HEADS. 

Guaranteed    against    heat    or    cold.      Latest  Parisian 
style  body,  adjustable  arms,  wax  hands. 

Same     as     illustration  .  $11  50 

For    extra    leg     attachment    add  .  3.50 

For  wax  forearms   add  .        .         .  150 


SHIRT  WAIST  FORM 

LATEST  SHAPE. 

SETS      OFF      WAIST      to 

PERFECTION. 

Mounted   on   6"   base$2  00 

Mounted  on  7"  base   2.25 

Velvet   Belt   25c   extra. 


LADIES'  SITTING  FIGURE 

An  attractive  feature  in  modern  dis- 
play. Shows  off  to  good  advantage 
among  standing  figures. 

As   illustrated,   each    $21.0 

For   wax    forearms   add    1.5 


ROYAL  DISPLAY  FIXTURE  CO.^^B'WAY/NEW  YORK 

Makers  of  Up-to-Date  Fixtures  for  Wide-Awake  Merchants 
(Note  Our  Prices)  SEND  FOR  CATALOGUE  (Save  Money) 


Dry  Good*  /.'<  I  u  u 
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No.  682  -  -  This 
form  is  provided 
with  the  tilting  Leg 
attachment  which 
holds  firmly.  Beau- 
tiful life-like 
French  wax  head. 
Guaranteed  not  to 
crack  or  melt. 


After  the  Holidays 

come  the  January  Sales 

Are  you  prepared  to  display 
your  goods  so  that  you  will 
get  your  share  of  the  business? 
Your  newspaper  advertise- 
ments will  start  things — but — 
your  window  displays  will 
create  the  interest  that  gets 
people  in.  Have  you  the  fix- 
tures to  make  these  displays? 

Our  catalog  shows  the  entire 
line  of  Delfosse  Fixtures  and 
Wax  Heads  and  Busts,  the 
kind  that  sell  the  goods.  Send 
for  a  copy. 

Delfosse  &  Co. 

Office  and  Sample  Rooms— 247-249  Craig  St. 
West. 


Factory 


1-3-5-7   Hermine  St. 


MONTREAL,  QUE. 


\       283  -Fine     spedmi 
French    art.     Note     the     real 
life  expression   of  this   In 

The  head   is  made  of  hard 

wax,   has   human   hair,   veined 

curled       eye       lashes. 

Belect 

from.  '  The  form  is  of  the 
new  style  19M  narrow  hip>. 
jointed  spring  arms.  Price. 
each,   net    >- 

No  KM  Same  form  with 
hands    only    

\  . 63  w  Lth  Grade  \ 
bead     .... 

\  083  Grade  v  head,  no 
arms,  with  wire  skirt  and 
full   bust  $1600 

\  690—  With  French  head. 
no  arms,  wire  skirt  and  full 
luist  *1 


Nc,    64?     - Saving    Double   Bat    Rack    verj    strouglj    built,  with   wj    «Md< 

se  Oxldl  sed     I  Is  tu<  b   tubing,   6  8   "     long 


japan  |    ,,i     i  %  in     tubing,  8    ti     high,   7   fl     long   , 

Oxidized   Copper,    IU  in     tubing,  8  tt.   high.  6  ft     long 

Oxidised    Coppei      i ''    In     tub!  i.    '    «.    long. 

Single   Racks   from   *7.00  up   to  J15.00      Gel   <'<ir  Catalog:. 


ou   ball-lx 


15.00 
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The  Zouri  Business  Producing 

front   of  Hortons  , 

Canton,    O. 


Let  a  Zouri 
front  be  your 
silent 
salesman 


How  to  get  people  into  our  store — that's  your  big  problem,  isn't  it?  After  that  your  fair 
dealing  and  quality  merchandise  will  hold  them. 

You  are  spending  a  lot  of  time  and  money  to  make  your  window  displays  so  that  they 
will  bring  the  people  right  into  your  store,  but  your  display  doesn't  have  the  "grip" 
unless  the  ones  you  want  to  reach  get  a  good  view  of  it. 

Be  sure  your  store  front  is  neat  ana  attractive 
at  all  times,  ana  your  window  displays  will  move  a 
lot  of  goods.       You  will  aftftreciate  the  advantages  of 

SAFETY fr  BURGLAR- PROOF 
SETTING  for  PLATE  GLASS 

OPERATING    UNDER    MURNANE   AND    MARR    PATENTS 

The  Zouri  system  makes  an  inviting  and  durable  store  front.  You  can  replace  your  old  front  with 
the  Zouri  at  a  very  low  cost,  and  your  increased  business  will  reimburse  you  many  times  over 
within  a  very  short  period.  It  is  easily  and  quickly  set  in  place,  and  the  method  of  securing 
indirect  pressure  on  the  glass  lessens  the  danger  of  breaking.  No  unsightly  screw  heads  —  all 
fastenings    hidden.     Perfect   ventilation    and    drainage.     All   standard  finishes. 

Send  us  photograph  of  your  store  as  it  is  to-day,  and  let  us  give 
you  detail  sheet  and  full  particulars  of  the  Zouri  System.  Your 
window  can  be  made  your  star  salesman,  one  who  requires  no 
salary  or  drawing  acrount  and  who  will  work  for  you  incessantly. 
Write  us   for  information   to-day. 


©uni  Pomim  Pimm 


GENERAL  OFFICES  AND  FACTORY 

223-247  W.  Schiller  St.,  Chicago,  111 


CANADIAN  AGENTS 

W.  H.  CLARK  &  CO.,  LTD.,  EDMONTON,  ALTA.     PRAIRIE  GLASS  CO.,  WINNIPEG,  MAN. 
SASKATCHEWAN  SUPPLY  CO.,  LTD.,  SASKATOON,  SASK. 
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How  about  your  store  front? 

Is  it  dingy  or  attractively  bright? 

Does  your  store  front  stand  out  as  a  bright  spot  on  a  dingy  street  or  doee  it  lie 
back  secluded  as  a  dingy  spot  among  the  other  attractive  looking  fronts?  Size 
it  up  yourself  and  put  your  store  in  its  right  class — the  class  that  the  average 
passer-by  would  put  it  in. 

Your  very  best  advertisement  is  the  outside  appearance  of  your  store.  It  is  the 
introduction  you  get  to  the  good  folk  of  your  community.  How  are  you  being 
introduced?    Are  you  attracting  attention  to  your  well  dressed  windows. 

Let  us  give  you  an  estimate  on  a  new  full  glass  front,  any  setting  or  style  you 
desire. 

We  can  brighten  up  your  store's  interior  with  our  Prism  and  art  glass  fronts 
and  make  it  attractive  with  glass  shelves,  mirrors,  etc. 

Write  for  Estimates. 


Consolidated  Plate  Glass  Co.  of  Canada 

TORONTO,  CANADA 


LIMITED 


J 


An  entirely  new  catalogue  with 
Palmenberg's  latest  ideas  in  dis- 
play forms  and  fixtures  is  about 
to  leave  the  press.  We  want  you 
to  own  an  early  copy,  and  feel 
sure  that  you  will  be  pleased 
when  it  reaches  your  hands. 

Let  us  have  your  name  and  ad- 
dress and  we'll  send  in  return 
this  interesting  manual  of  our 
aids  to  your  work  in  window 
dressing  and  display. 

J.  R.  PALMENBERG'S  SONS 

I  -ublished  1852 

710  Broadway.    New  York 

Factory  :    89  and  9i   W* at  3rd  St..  New  York 

Boalon  Salesroom  Baltimore  Salesroom 

30  Klnrston  St.   110  Hedford  SI.  10  U  12  Hopkins  I'l.ur 


Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
(Grand  Rapids,  Michigan) --and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 

Show  Rooms  and  Factories: 

New."York  Grand   Rapids  Chicago 

""Boston  Portland 
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Dress 
Linens 


In 

Seventy 
Colours 


J.  Harris   &   Sons   Ltd. 

COCKERMOUTH,    ENGLAND 

WHOLESALE:—    15  and  16  Aldermanbury,  E.C. 


Makers  of  the  World  Famed  Flax  and  Silk  cloth. 


Free — Ten  Display  Managers  Tell 


fjowjo&^ell  Jt 


In  order  that  you  can  become  better  acquainted  with  the  Economist 
Training  School  instruction— the  lecturing  force  of  twenty -five  experts 
—the  methods  of  personal  instruction,  and  the  practical  equipment  in 
all  of  our  branches 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We  will  mail  you,  free,  our  new  fifty  cent  book  entitled  "Ten  Display 
Managers   Tell   How   to   Sell   It." 

Did  you  ever  know  of  a  man  that  could  do  retail  advertising,  window 
trimming,  show  card  writing,  or  instruct  the  sales  force  of  the  store 
that   was   ever   out   of   a   position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.  39th  St  New  York  City 

(In   writing   be    sure    and    mention    The    Dry    Goods    Review.) 


^7m 


The  Light  that  Pays  for  Itself 

Cheaper  than  Kerosene.     Better  than 

Gas  or  Electricity. 
Superior  to  all  other  pressure  sys- 
tems. Gives  a  steady,  clear,  power- 
ful light  and  costs  little  to  operate. 
All  lamps  supplied  from  one  pressure  tank,  inside  or 
outside  your  building.  Anyone  can  install  it,  aud  it's 
as  safe  as  a  candle.  Get  catalog,  terms  to  agents,  and 
details   of  our 

Premium  Offer : 

Beautiful    Eastman    Kodak    (No.    3    Premo    Jr.      Photos 
3%  x  4%)     Free  to  Purchaser  of  6  lamps  in  1  Year. 

Sun  Light   Co.,  1414   Market   St.,  Canton,  .0 


CASH^ 
PARCEL 


CARRIERS 


SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Our  guarantee :— We  will  instal  » 
system  of  our  carrier!  in  your  store. 
After  10  days'  test,  if  they  hare  no* 
proved  their  superiority  to  all 
other  makes  of  store  service,  wt 
will  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  In- 
vestigate our  modern  Improved 
PNEUMATIC  DESPATCH 
TUBES  AND  ELECTRIC  CABLE 
CASH     CARRIEE8. 


CATAXOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO,  ONT. 

EUROPEAN  OFFICE :ilt  hOLBORK.  LONDON  EX.  IRC. 


Kindly  mention 
this  paper 
when  -writing 
advertisers. 
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Advance   Hints   For   Spring 


MILLINERS    stocks   arc     heavy    in 
many   lines   and    strenuous    work 
will  have  to  be  put  in.  in  the  next 
few  weeks  lo  gel    I  hem  illlo  shape  before 

the  advance  preparations  for  another 
season  begin  in  earnest.  The  all-black 
velvet  hat  has  left  colors  on  hand,  but 
velvet  is  still  the  fabric  and  colors  are 
expected  to  come  into  their  own  again 
with  the  return  of  Spring.  Therefore 
there  will  be  many  colors  that  will  be 
needed  in  the  preparation  of  the  early 
seasons  millinery.  Feather  novelties 
which  change  from  season  to  season,  and 
felt  shapes  and  the  less  staple  of  ma- 
terials form  the  hulk  of  the  stock  to  be 
cleared  out. 

In  most  centres  there  will  he  found  a 
demand  for  dressy  hats,  and  the  large  in- 
crease; in  the  sale  of  party  gowns  would 
suggest  that,  if  novelties  for  the  hair, 
evening  caps  and  corsage  bouquets  were 
shown,  that  much  material  might  be 
used  up,  and  quite  a  good  business  done. 
Milliners  will  he  glad  to  (dose  the  present 
season  and  turn  to  the  more  hopeful 
Spring.  Advance  models  are  now  in  pre- 
paration for  people  who  are  going  south 
as  soon  as  the  new  year  opens.  These 
models  are  very  small  and  many  of  them 
are  very  high.  The  brims  are  extremely 
turned  up  and  ostrich  mounts  and  small 
natural  colored  wild  Mowers  are  among 
the  leading  trimmings.  Another  attempt 
is  to  be  made  to  launch  jet.  Jet,  net, 
lace  and  fur  have  been  combined  suc- 
cessfully on  late  winter  models  and  with 
fur  dropped  jet  and  net  together  is  to  he 
featured. 

Tagel  and  crinoline  are  the  leading 
straws,  and  Belgian  straw  braid  is  to  be 
combined  with  both  plain  ami  ribbed 
velvet. 

Flowers  are  to  be  used  in  a  new  way. 
The  brim  edges  and  lines  of  fur  have  fur- 
nished the  idea,  and  when  Spring  opens 
compact  lines  of  fine  llowers  will  take 
the  place  of  fur.  Puffings  of  crepe  or 
Malnies  and  narrow  feather  hands  are 
ill  her    ideas    for    decorat  ing    Spring    liats. 

These  ideas  will  be  also  applied  to 
linings  and  Pacings. 

Flat   brims  of  lace  or  of  straw  draped 


Ribbon  trim 
med  turban 
for  early 
spring  wear 


Very  Small  lints 
Will  Begin  the 
Season  —  Fine 
Flowers  Indicat- 
ed to  Take  the 
Place  of  Fin-  for 
Brim  Edges  and 
Lines  o  f  Trim- 
ming —  Milliners' 
Stocks  Are 
Heavy  in  Many 
Lines. 


witli  lace  promise  to  take  in 
dressy  millinery,  Suit  crowns 
have    not    had    the    best    of 

their  day,  and  will  he  lea- 
lured  in  lace,  net.  crepe. 
chiffon,  and  kindred  fabrics. 
A  smart  advance  model 
siiowed  the  flat  sailor  brim 
and  soft  crown  of  white 
crepe.  Around  the  crown 
was  a  narrow  band  of  black 
velvet  ribbon  backing  a 
wreath  of  many  colored  fine 
flowers.  The  umlerbrim  was 
laced  with  lace  and   the  crepe 

facing  of  the  upper  brim  was 
loose.  There  was  a  binding  of 
black  velvet  and  a  line  of  fine  dowers, 
linishing  the  edge  of  the  wire  shape.  Tin 
distinctive  features  of  the  hat  were  tin 
ties  of  1 1 L,  iii.  velvet  ribbon  that  were 
fastened  in  with  the  flower  wreath 
around  the  crown  and  which  passed 
through  slashes  in  the  brim  about  •_"  -2  in. 
from  tin'  crown  and  hung  down  on  either 
side  of  the   wearer's   face. 

Hats  in  minaret  styles  designed  foi 
mid-winter  hut  trimmed  with  hands  of 
ostrich,  marabout  or  tulle  in  place  of  I'm 
will  be  shown. 

Chignon   Loops  Seen 

Chin  straps  and  chignon  loops  will  hi 
seen  on  mid-Victorian  models.  Stream- 
ers are  also  show  ing  on  eapeline  and  bon- 
net  shapes. 

Tailored  hats  will  be  trimmed  with 
ribbons  and  butterfly,  windmill  and 
broad  Alsatian  bows  will  be  used.  Plain, 
moire,  figured,  striped  and  plaid  ribbons 
will  lie  used,  and  to  go  with  these  bows 
a   revival  of  ornaments  is  talked  of. 

New  millinery  ribbons  come  in  moire, 
satin,  and  in  combinations  of  satin  aid 
moire,  moire  and  Ottoman  effects.  Paris- 
ian   modistes   are    favoring   taffetas,   and 

Bayaderes  are  in  pronounced  favor. 
Roman  and  Balkan  stripes  are  a  high 
novelty  and  will  certainly  be  featured, 
and  besides  there  are  taffeta  warp  prints 
and     prints    OH    the    .Tony    and    Dresden 


order.  Georgette  is  still  showing  bows 
made  of  ribbons  with  picof  edges.  Among 
the  new  ideas  worked  out  in  ribbons  are 
front  trimmings  and  bows  with  long 
stems  wrapped  with  ribbon. 

For  the  very  reason  that  the  Fnited 
States  is  prohibiting  the  use  of  fancy 
plumage,  more  novelty,  if  it  is  possible, 
will  have  to  be  gotten  out  of  ostrich, 
ami  ostrich  is  manipulated  into  won- 
drous  shapes.  Palm  tree  jiom-poms  are 
new.  and  so  are  the  tall  shower  pom- 
poms. Combinations  of  two.  three  or 
more  tips  are  shown  and  each  day  adds 
to  the  clever  feather  novelties  that  manu- 
facturers are  patting  out. 

Imitation  aigrette  is  showing,  that  is 
wonderfully  (dose  and  some  of  the  latest. 
it  is  said,  are  good  enough  to  deceive  all 
but  an  expert. 


© 


Red    Deer.   Alta.     1>.  Small,  who 
tailoring  establishment    in    Nelson.    B.C., 
lias  opened  up  B  store  here. 

Campbellford,  Out.  A.  A.  Willis  has 
purchased  a  farm  and  is  selling  out  his 
stock  of  drj  goods  and  grocer 

Shediac  N.B.     ,1.  B.  LeBlane,  who  was 

for  some  years  in  the  millinery  business 
in  St.  John,  but  had  retired  and  been  liv- 
ing here,  is  dead. 


MILLINERY 
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Our  Spring  Styles  are  now  on  Display 
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M  I  LL I NERY 


FRKAKS  STYLES 

ARE  BAD  BUSINESS 

They     Upset    Calculations     and 
( >ften  lo-ult  in  Materials  Bcinjj; 

Left  on  the  Milliners'  I  Lands 
I  l"\v  Freaks  Originate. 

I-IVERYBODY  knows  that  the 
xt.nxon  just  closing  has  not  been  one 
of  tlie  best  experienced  in  the  millin- 
■  ry  (rude  and  it  will  pass  into  the 
limbo  of  dead  seasons  unmourned 
'Hid  nnregretted.   Nine  people  out  of 


ten,  if  asked  what  was  the  matter, 
would  blame  <ither  the  weather  or 

the  Unsatisfactory  financial  condi- 
tions for  the  poor  season,  but  they 
would  only  be  partially  in  the  right. 
Though,  u ■mtln  r  ninl  financial  condi- 
tions do  affect  the  millinery  business 
to  some  extent,  both  hare  to  give 
place  to  the  trouble  occasioned  bg  un- 
timely style  changes.  This  is  proved 
by  the  record  of  seasons  when  finan- 
cial conditions  were  very  much  worse 
than  those  through  which  we  are 
now   passing.     When    the  millinery 


The  Skyscraper  Launched 

Paris  is  Showing  Hats  Abnormally 
Eigh  -  Mounts  Will  Measure  14 
Inches,  it  is  Said  —  Discomfort 
Predicted  for  the  Wearers. 

AND  NOW  comes  the  sky-scraper.  News  comes 
from  Paris  I  hat  at  the  late  season  race  meetings 
.iikI  at  the  Salon  d'Automne  that  a  number  of 
wry  close  fitting,  very  high  velvet  toques  were 
>  i  in.  Many  of  these  hats  are  of  velvet  with  a 
i  upstanding  frill  of  moire  ribbon,  or  with 
i"l  ite   wings  placed   directly  m  front.     An- 

other  bigh  model  shows 

i  lie  berel  only  wired  in 
such  a  manner  as  to 
give  height.  The  nar- 
row brim  is  covered 
with  moire  ribbon  and 
there  is  a  small  bow  of 
the  same  placed  on  one 
side  of  t  lie  front. 
Draped  toques  of  panne 
velvet  had  high  fan- 
like pleatings  of  black 
taffeta.  Tins  pleating 
is  placed  on  one  side 
or  right  in  front  and 
hears  a  strong  resemb 
lance  to  a  palm  Leaf. 
Tins  is  the  first  appear- 
ance   that     taffeta     is 

making,  but  milliners 
are  favoring  this  fab- 
ric and  it  is  expected 
to   make  more  progress 

in  popular  favor  later. 
Not  only  high  hats  hut 
very   high   mounts  are 

spoken    of,  and   in   this 
connection      the      com- 
ment   is   made   that    it    is  going   to  he  another  addition   to  inconvenient    mil 

Linery  fashions.  Tins  time  it  will  be  the  woman  herself  that  will  suffer  and 
Tint  the  persons  that  have  to  travel  with  her.  A  season  or  so  ago  hat  pin 
dodging  was  a  fine  art  with  the  man  who  travelled  on  the  cars  or  frequented 
the  city  streets,  -lust  at  present  we  are  the  victims  of  the  feather  posed  at 
right  angles  with  the  brim  of  the  bat.  If  very  hign  millinery  plays  tin 
part  expected,  the  woman  wearing  the  sky  scraper  will  have  to  mind  bei 
hat  when  entering  or  leaving  a  streel  ear  and  will  be  totally  unable  to  sit 
upright  in  either  taxicab  or  Limousine  unless  the  builders  go  back  to  the 
days  of  the  sedan  chair  and  build  hat  boxes  on  top  to  accommodate  milady's 
feathers.     Another  consequence  of  this  fashion  would  he  a  further  change 

in  the  feminine  figure  ahum  present    lines.      All   the  tendency   is  away   from 

the  ereci  figure  with  shoulders  held  back  and  in  favor  of  a  loose-limbed 
slouch  with  the  shoulders  held  forward  and  with  the  stomach  out  of  balance. 
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business  not  only  did  not  suffer  but 
had  a  remarkably  good  season. 

A   pronounced  run  on  one  or  two 
articles  with  all  the  other  materials 

purchased  left  on  tht  sin  !<■■<:  sudden 
changes  of  style  or  the  appearance  of 
unexpected  new  materials  in  the 
height  of  the  season,  hare  more  effect 
on  the  millinery  business  than  either 
weather  or  bad  financial  conditions, 
unless  tin  lalt'r  are  so  bad  that  bay- 
ing is  eliminated  alloy  I j. 

For  son"    i'ii"    now  the  tendency 
has  bet  n  for  tht  hat  with  little  I 
miug,  and  when  these  hats  art 

the  volume  of  business  must  of 

sity  decrease. 

Sadden  changes  leave  merch"  n 

On    hand  that  is  difficult  to  dispose  of 

at  any  price.  If  certain  styles  could 
be  adopted  thai  would  last  through 
i In  season  there  might  be  an  im- 
provement in  conditions  noted,  but 
at  present  fads  originated  and  found 
a  following  as  it  were  over-night,  and 
tin  sources  from  which  these  fash- 
ions were  derived  were  so 
that  it  would  be  extremely  difficult 
to  maintain  certain  fixed  styles 
against  tin  m  and  still  satisfy  cusA 
■  rs. 

It  is  by  no  means  as  a  rule  the  i 
linery  peopU    or  the  manufacto 
of  millinery  materials  that  originatt 
thest  fads,  but  they  come  from  such 

sources    as    n    play    or   some    popular 
event.      From     a    strikingly    original 
hat  worn  by  some  popular  actr> 
woman  of  fashion  which  is  foil* 
and  taken  up  independently  by  wo- 
rn* n   of  individual  tastt . 

@ 

ADVANCE  SPRIV. 
COLORS 

A  Long  List  of  Yellow  and 
Brown  Shades  and  Pink-  and 
Reds  Featured—  Spring  Colors 
on  the  Brighter  Order  A  Sum- 
mary of*  the  Most  Popular  Series 
A   Violet   Easter. 

COLORS  FOR  the  coming  Spring  pro- 
mise to  be  decidedly  on  the  brighter 
ord.r  and  all  yellow  and  brown  tones 
from  champagne  to  seal  will  be  prom- 
inent. Old  gold  tones  promise  to  be 
featured  and  the  golden  yellow  that  has 
been  named  soleil  is  particularly  worthy 
of  notice.  Topaz,  tobacco,  and  faisan. 
and  the  mordive  shades  are  all  put  for- 
ward for  the  new  season,  and  in  lighter 
tones  honey  or  miel  are  ^oo<\  rutty, 
parchment  ami  ecro  shades  are  well  to 
the  fore  and  eanari.  cigalo.  and  feuille 
mort  or  dead  leaf  are  new  colors  that 
will   be  heard  of  later. 

Blue,  as  usual,  is  a  leading  color,  and 
petrol  is  again  put  forward  as  a  leading 
(Continued  on  page  102.1 
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MORRIS  &  SAWARD 

21-22  GREAT  CASTLE  ST.,  LONDON,  W. 

Manufacturers  of  High-Grade  Tailored  Hats  for  Morning  Wear, 
also  Un-trimmedj_Shapes  in  the  Latest  Paris  Styles. 


WHOLESALE  ONLY. 


READY,  to  wear  buyers  will  have  a 
really  wonderful  selection  of 
models  to  choose  from  when  pur- 
chasing  their  stock  of  dresses  for  the 
coming  Spring.  Styles  are  wonderfully 
favorable  to  the  general  dress  line 
though  there  are  some  items  that  have 
been  long  before  the  public  that  will  not 
be  taken  up  so  well.  This  will  be  no 
hardship  to  the  department  for  there  is 
ample  choice  given  in  other  lines  and 
merchandise  can  be  easily  gotten  to  fill 
the  place. 

lli-h  .-la-  models  follow  as  never  be- 
fore on  this  market  the  leading  style  sug- 
gestion- both  in  material  and  in  line, 
and  the  more  extreme  style  features  are 
so  deftly  moderated  in  the  production 
of  popular  priced  models  that  the  style 
element  has  been  well  retained  and  yet 
is  so  modified  that  the  practical  and 
sale  producing  features  are  well  retain- 
ed. In  short,  never  before  have  dresses 
as  a  line  been  so  saleable  even  to  con- 
servative  customers. 

Popular-priced  lines  are  full  of  models 
that  are  both  simple  and  smart  and 
which  show  such  leading  features  as 
boleros,  jackets,  vests,  novel  collar 
forms,  girdles,  -ashes,  modified  minaret 
tunics,  draperies,  and  tiered  skins. 
Serges  are  retained  for  the  development 
of  dresses  of  this  class,  but  poplins. 
various  weaves  of  crepes,  broches, 
eponge,  brocaded  ratines,  etc.  are  all  in 
evidence.  For  the  early  season  wool 
checks  and  plaids  particularly  when 
combined    with    plain    material    will    sell 

freely.     Plain,  Roman  striped  and  fancy 

print', id    Bilks     are     used     for    trimmings, 

and  net  and  shadow  lace  are  used  to  give 

a  LighteT  appearance  to  the  waist. 

Silk  gowns  are  given  a  large  represen- 
tation. In  the  higher  grade  lines  taffeta 
town  m  the  new  chiffon  weights  and 
Hl  „„,,,-,.  ami  printed  patterns.  Crepes 
S1„.|i  as  crepe  de  chine,  crepe  meteor, 
n, in.  se  crepe  and  novelties  of  the  Bame 

,th    plain   ami    printed   promise   to 

De  largelj  used.    Bengalines,  poplins  ami 

tuflsah    ratines    are   also    used    for 

,p      draperies    and     minaret 

toniot     Gowns  of  this  class  Bho*  a  large 


Outline  of  Greek  Vase 
Adopted 

The  New  Figure  Line  is  Classic — Styles 
Generally  Favorable  to  the  Production 
of  a  Spkndid   Dress  Line    -High  CI; 
Gowns  Follow  Indicated  Style  Features       ( 
Very  Closely,  While  the  Popular-priced 
Line  is  Full  of  Salable  Adaptations. 

use  of  net.  ami  shadow  lace  in  the  con- 
struction of  the  waist  Which  gives  an 
appearance  of  greater  transparencj  and 
softness. 

Great  things  are  expected  of  cotton 
dresse-  which  are  expected  to  introduce 
themselves  at  an  early  period  in  the 
new  season.  Embroideries  will  be  well 
ased  in  the  production  of  these  dresses 
DU1  more  is  being  done  with  the  40  in. 
allover  embroideries  in  colors.  These 
embroideries  are  best  liked  when  work- 
ed „n  a  (.Vepe  -round,  and  crepe  novel- 
ties  which  are  numerous  are  favored. 
Crepes  show  stripes  and  Bgures  wrought 
in  ratine  and  bourretted  yarns,  and  have 
dots  and  figures  worked  out  in  cotton 
chenille. 

Ml  kinds  of  bolero,  blouse  and  peplum, 
bolero  front  and  coat-tail  back  effects  in 
bordered,  embroidered  and  brocaded  ra- 
tines come  with  the  skirt  portion  made 
lM,  in  nice  cloth  or  striped  or  checked 
crepe.     Other  models  show   adaptations 
of  pannier  fashions,  and  minaret  tun 
made    of    embroidered    crepe    with    the 
skirt  of  a   fancv  material   in   one  color. 
Printed    crepes,    crinkle    cloths,    ratines 
in  checks  and  stripes,  printed  voiles,  rice 
cloths    and    other    cotton    novelties    are 
freely  employed.    Skirts  folio*  general- 
ly the  peg-top,  tunic  and  three  tiered  de- 
signs, and  in  the  more  elaborate  models 
there  is  a  feeling  for  drapery  pulled  up 
at   the  back— a   tendency  that  has  been 
absent   for  a  very  long  period  of  time. 
The     waist     pari      is  very     loose  and 
blousy   and   net    or  lace  let   into  the   ma- 
terial' makes  for  extra  sheerness.  Waists 
are  kmiona  oi  raglan  cut  and  the  sleeves 
are   Bel    into   wide   arniholes  of   the  bats- 

wing  type.  There  should  be  no  com- 
plaints about  fitting  for  the  waisl  must 
tit  loosely  to  be  Easbinable. 

Earl3     season     deliveries    will     include 

models    with    Length    sleeves,  but    Later 

all  sleeves  will  be  :''i  or  shorter. 

Slowh  hut  surely  the  new  silhouette 
is  becoming  popular  and  while  skirt- 
are    narrow    at    the    feet,    the   cut    of    the 

skirt  and  the  draperies  and  trimming 
Features  introduced  all  produce  thi 

fe0|  of  width  from  the  waist  down  to 
the  hips.  The  figure  line  is  classic  like 
(he   outline   of   an    ancient    Creek    \a-e. 


Drape. 1  skirt  of  shrimp  pink 
channelise  with  waist  and  minaret  of 
white  tulle  edged  with  frills  of  the 
.a me  The  kimona  bodice  is  lined  with 
flesh  pink  ehiffou  ami  the  .lapanese 
collar  and  crushed  girdle  and  touches  of 
trimming  on  waist  are  of  geranium  red 
\  eh  et. 

THE  NEW  WAISTS  ARE 
VERY  TRANSPARENT 

Many  Novelties  Are  Shown — 
Novelty  in  Material  is  as  Im- 
portant as  iii  Cut-  -Buyers 
Interested  in  Low  Belted  and 
Other  Forme  of  Middy  Blous  - 

THE  separate  waist  is  airain  becom- 
ing an  important  factor  in  i 
and  fashion  is  busy  with  new  de- 
velopment-. Manj  new  i.leas  are  Min- 
ing to  hand  from  European  sources, 
which  waist  manufacturers  are  taking 
up  and  modifying  into  irarments  fitted 
to  the  practical  needs  o\'  the  popular- 
priced  trade.  From  the  fashion  stand- 
point   material    is   jusl    as   important    as 
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tUfetroit  princess 

Wash  Dresses 

The  Pioneer  Line  at  Popular  Prices  that  appeals  to 
the  discriminating  buyer. 


3060.  Dorothy  dress. 
Made  of  gingham  in  assorted 
checks,  stripes  and  plain 
colors.  Yoke,  wide  belt  and 
piping  of  white  repp.  Sizes 
612,  $12.00  per  dozen. 

Send  us  an  order  for 
old  customers.  You 
mailed  today  will  bri 
on  your  part. 


3188.  Peplum  dress.  Fine 
white  lawn  with  collar  and 
curls  of  gingham  in  assorted 
colors.  Also  made  in  a  full 
range  of  plain  colors  in 
French  percale.  Sizes  6-14, 
$18.00  per  dozen. 


3209.  Two-piece  dress. 
The  waist  of  plain  gingham 
in  full  range  of  colors.  Col- 
lar, cuffs  and  belt  of  plain 
gingham.  Skirt  of  plaid 
gingham  on  underskirt. 
Sizes  6-14,  $24.00  per  dozen. 


231.  French  repp  in  plain 
colors.  Collar  and  cuffs  of 
embroidery  and  lace.  Large 
crochet  buttons.  Roman 
striped  silk  belt.  Sizes  6-14, 
$42.00  per  dozen. 


any  of  the  above  garments  or  let  us  refer  you  to  some  of  our 

will  recognize  all  of  our  patrons  as  leaders.     A  postal  card 

ng  one  of  our  salesmen  to  call  on  you  without  any  obligation 


Detroit -Princess  Wash  Dresses 

sell,  stay  sold,  and  people  who  buy  them  come  back  for  more.  They  are  made  for 
the  merchant  who  respects  himself  and  his  trade  and  who  appreciates  that  the  biggest 
asset  on  earth  is  a  satisfied  customer. 

See  the  Detroit -Princess  Line  in  Toronto  and  New  York 

Children's  2-6;  6-14;  Juniors',  Misses',  Women's,  ranging  in  prices  from  $4.65  to  $120.00 

per  dozen.    Over  five  hundred  numbers  in  our  Spring  line  now  on  exhibition.    Something 

new  every  day  in  materials  and  design.    Wide  range  of  styles  in  stock  for  immediate  delivery. 

Buyers  visiting  Toronto  and  New  York  markets  this  winter  will  receive  prompt 

and  courteous  attention  at  our — 

TORONTO  OFFICE  NEW  YORK  OFFICE 

Hees  Building,  52  Bay  Street  522  Fifth  Ave.  Bldg.,  200  Fifth  Avenue 

DETROIT  -  PRINCESS  MANUFACTURING  COMPANY 

Factory  and  General  Offices,  Detroit,  Mich. 
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the  manner  in  which  the  blouse  is  made. 
The  transparent  waist  is  more  favored 
than  ever  and  is  made  of  the  sheer 
crepes  and  voile  neige  novelties.  Em- 
broidered crepes,  erepes  with  brocade 
figures,  and  with  the  new  ladder  and 
drop  stitch  patterns  are  to  be  extensively 
used,  and  as  if  these  material  were  not 
transparent  enough  net  and  allover 
shadow  laces  are  used  in  the  form  of 
yokes.  The  new  waists  fit  so  loosely 
that  buyers  are  difficult  to  persuade  that 
sizes  are  right  at  times.  Bolero  effects, 
raglan  sleeves,  waists  with  the  sleeves 
cut  in  one  with  the  body  in  kimona 
fashion  are  all  in  evidence.  The  wide 
or  bat  wing  arm  hole  is  being  promin- 
ently featnred,  and  vest  effects,  basques 
and  peplnms  are  all  new  ideas  that  are 
coming  to  the  front  in  the  production 
of  spring  waists.  Some  peplums  take 
on  the  form  of  a  tunic,  and  waists  are 
seen  that  have  a  pleated  peplum  as  a 
finish. 

Up  to  Easter  waists  with  full  length 
sleeves  will  sell,  but  for  the  later  trade 
all  sleeves  will  be  %  or  shorter.  Waists 


for  popular  selling  still  show  the  V 
opening  at  the  neck  which  is  often  fin- 
ished by  a  frill  of  lace  which  extends 
down  the  front  of  the  garment.  New 
collars  are  high  at  the  back  and  are 
often  of  pleated  lace  wired  so  that  they 
will  stand  up.  Other  new  forms  are  the 
Roi  de  Rome  and  the  flat  collar  that 
comes  only  to  the  shoulders.  Various 
forms  of  yokes  form  another  feature 
that  is  used  in  many  new  ways. 

Thus  a  yoke  of  embroidered  crepe 
covering  the  shoulder  runs  from  the  neck 
to  a  point  half  way  between  the  elbow 
and  the  shoulder.  The  sleeve  is  cut  in 
one  with  the  sleeve  with  the  new  bats- 
wing  effect.  Just  above  the  shoulder 
the  material  is  tucked  in  a  group  of  six 
or  eight  tucks  giving  the  fullness  and 
looseness  that  is  so  fashionable.  The 
front  of  this  blouse  is  formed  by  a  band 
of  embroidery  with  the  buttons  so  ar- 
ranged as  to  form  a  part  of  the  pattern. 
On  each  side  of  this  band  is  a  group 
of  tucks  and  a  narrow  frill  of  pleated 
lace  is  placed  under  a  tuck  giving  a  shirt 
bosom  effect  to  the  front. 


Another  blouse  of  flesh  colored  crepe 
<le  chine  has  a  similar  yoke  piece  to  the 
one  discribed  above  with  the  crepe  gath- 
ered into  the  yoke.  The  crepe  forms  a 
bolero  which  is  slashed  up  at  the  side  of 
the  front  to  show  an  under  blouse  of 
filet  lace  lined  with  net  which  is  finished 
at  the  neck  with  a  medici  frill.  The 
crepe  bolero  finishes  in  front  with  two 
tabs  which  cross  and  button  onto  the 
girdle  finishing  the  waist.  The  peasant 
sleeve  of  crepe  has  a  narrow  tight  cuff 
with  a  ruffle  of  shadow  lace. 

In  addition  to  the  lingerie  waists  of 
crepe  and  net  middy  blouses  will  demand 
attention  when  the  outing  season  com- 
mences. Middy  blouses  by  their  useful- 
ness and  becomingness  have  made  for 
themselves  a  permanent  place  in  sum- 
mer economy.  The  low-belted  or  Balkan 
blouse  will  be  very  prominent  and  will 
be  seen  in  various  forms  and  combina- 
tions. For  the  coming  summer  Balkan 
blouses  made  of  crepe  are  showing  as 
well  as  in  ducks  and  lines.  The  straight 
cut  regulation  middy  and  the  belted 
middy  promise  also  to  interest  buyers. 


Frills  and    Furbelows    Cease    to    Interest 

The  Straight  Line  Belted  Models  rule  in  Children's  Coats  and 
Dresses  for  Spring — Many  Novelties  in  Cotton  Fabrics — Slip-on 
and  Front-fastening  Models  in  High  Favor  —  New  Ideas  in 
Children's  Spring  Coats. 


SIMPLICITY  marks  the  line  of  chil- 
ren's  garments  put  on  the  market 
for  spring  and  summer  wear. 
Straight  lines  and  easy  fitting  styles 
that  give  comfort  and  perfect  freedom 
of  movement  are  becoming  more  and 
more  en  evidence,  as  designers  now  fully 
realize  that  complicated  styles  for  young 
girls'  and  children's  wear  are  very  sel- 
dom satisfactory.  Witli  the  advent  of 
the  factory  made  garment  prepared  by 
a  designer  thai  gives  bis  or  her  time  to 
the  making  of  children 's  garments  solely 
there  has  come  about  a  great  reform  in 
the  making  of  children's  clothes.  Frills 
and  fur  belows  have  ceased  to  interest, 
and  in  their  place  have  come  smartly  cut 
practical  garments  that  bring  out  the 
best  points  in  tlie  child's  figure  and  con- 
ceal its  angularity  and  defects. 

Another  -nod  feature  is  that  small 
garments  are  easy  to  get  into,  a~  they 
either  slip  over  the  head  or  fasten  in 
front.  Even  when  garments  are  high 
priced  the  -ame  simplicity  prevails,  only 

richer  materials  are  used. 

Since  the  manufacturer  entered  the 
field  and   put   out    factory  made  garments, 

he  has  been  making  selections  of  trim- 
mings   and    fabrics    suited    to    children's 

needs.      This  condition    has   had   it-   elTect 


upon  the  makers  of  fabrics,  laces  and 
embroideries,  and  has  led  to  the  putting 
out  of  a  definite  line  designed  solely  for 
the  making  up  into  garments  for  chil- 
dren's wear.  And  many  of  these  fabrics 
go  only  to  the  manufacturer  of  chil- 
dren 's  garments. 

These  are  points  that  the  retailer  who 
does  not  handle  children's  garments  may 
well  study  out,  for  values  are  so  good, 
workmanship  and  cut  so  clever,  and 
prices  so  reasonable  that  it  really  does 
not  pay  any  woman  to  make  up  the  gar- 
ments worn  either  by  the  infant  or  the 
young  girl.  The  girl  in  her  teens  has 
long  before  this  taken  the  matter  into 
her  own  hands,  and  in  the  majority  of 
9tores  the  misses'  department  is  one  of 
the  most  profitable  in  the  store. 

Colored  Wash  Dresses 
Extra   prominence  is  being  given   for 

the  coming  season  to  colored  wash 
dresses.  The  long  waisted  and  low 
belted  styles  are  prominent,  and  vest 
effects  yokes  and  boleros  are  counted 
among  the  new  features.  Sashes  and 
girdles  of  satin  or  taffeta  ribbon  are 
used  on  many  of  the  more  dressy  models. 
and  belts  of  the  same  fabric  are  used 
when    the    dress    is    made    of   one    of   the 
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heavier  cotton  suitings.  Serge  dresses 
have  often  belts  of  patent  leather.  Cot- 
ton crepes,  voiles,  ratines,  piques,  cotton 
suitings,  ducks,  etc..  are  the  materials 
that  are  most  used.  Many  smart  little 
dresses  are  made  up  in  two  materials, 
one  being  plain  and  the  other  either 
striped  or  checked.  The  skirt  goimpe 
belt  and  trimmings  will  be  of  the  fancy 
cloth,  while  the  rest  of  the  dress  is  of 
the  plain.  Two  colors,  such  as  white 
and  red,  white  and  blue,  white  and  tan. 
will  also  be  combined  in  this  fashion. 

For  summer  wear,  either  for  the  in- 
fant or  the  small  jirl.  most  mothers 
favor  white,  as  it  stands  the  ordeal 
of  constant  tubbing  as  no  colored  fabric 
can.  Lingerie  dresses  are  always  a 
stand-by  for  summer  wear,  and  one  or 
more  lingeries  dress  is  a  stand-by  in  the 
child's  wardrobe. 

The  lingerie  drosses  follow  the  same 
general  outline,  and,  because  of  market 
conditions,  are  extra  attractive  this  sea- 
son, as  the  embroideries  are  extra  fine 
and  the  patterns  and  designs  very  hand- 
some. Flonnoings  are  most  used  in  the 
making  op  of  these  dresses,  and  the 
smart  models  shown  show  how  well  they 

(Continued  on  page  112.) 
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Borgenicht  Kornreich  &  Co. 

The  Largest  Children  s  Dress   House 

In  America 

Pioneers  in  the  Industry — Leaders    in  the    Business 


6600.  Junior  dress,  made 
of  a  fancy  striped  ratine  in 
blue  and  white  and  tan  and 
white,  trimmed  with  white 
ratine  collar  and  cuffs  and 
black  silk  tie  and  belt; 
skirt  trimmed  with  silk 
covered  buttons  and  white 
ratine  piping.  Ages  13,  15 
and  17. 

Price  $24.00  per  doz. 


8532.  Misses'  dress,  made 
of  a  French  finish  percale, 
lapels  and  overskirt  trim- 
med with  a  contrasting 
color  of  plain  percale  and 
stitching.     Ages    14,    16,    18. 

Price  $18.00  per  doz. 


4-'<?9 


4329.  Girls'  dress,  made  of 
a  combination  plaid  ging- 
ham, collar,  cuffs  and  belt 
of  white  linen,  and  trimmed 
with  strappings  of  material 
and  point  of  Swiss  inser- 
tion ;  dress  opens  in  front. 
Ages  6  to  14. 

Price   $9.00    per    doz. 


6G50.  Junior  dress,  made 
of  a  very  fine  percale  in 
blue,  tan  and  pink,  ramie 
linen  collar  and  cuffs,  collar 
trimmed  with  braiding  and 
dots;  dress  opens  in  front; 
pocket  on  overskirt.  Ages 
13,  15  and  17. 

Price  $18.00  per  doz. 


Spring  line  ready  and  on  exhibition  at  our  show  rooms. 

Drop  in  to  see  our  stock  when  in  New    York 

Borgenicht    Kornreich    &    Co. 

1115  Broadway  (Facing  Madison  Sqr.)  NEW  YORK 

99 


Fancy    Skirts    the    Leading    Suit    Feature 


Short  ( 'oats  Are  Also 
Largely  Seen — Novel- 
ty in  Cut,  Cloth  and 
Color  Eagerly  Sougbl 
for.     Vests,     Sashes, 

MAM  KACTURERS  are  doing  all  in 
their  power  to  give  variety  to  their 
line  of  suits  for  spring,  and  with 
this  object  in  view  are  using  an  unus- 
ally  wide  range  of  novelty  cloth-, 
in  a  less  restricted  range  of  colors  than 
rules  in  the  majority  of  seasons,  An 
other  feature  is  the  number 
of  suits  showing  made  up  in 

silk  materials  such  as  ire. 

paillette,  messaline,  and 
other  soft  finished  sal  ins. 
These  are  made  up  in  com- 
bination models  or  just  of 
the  one  material, 

Crepe  like  materials  in 
small  broche  patterns  thai 
give  a  crepe  like  effecl  arc  leading 
materials.  Kponucs  and  materials  bro- 
caded with  ratine  yarns  are  used.  Fine 
serges,  and  in  better  priced  suits  garbe- 
dines,  and  light  weigh!  velours  are  in- 
cluded in  the  list  of  spring  suitings. 

Novelty  blues  and  tan  shades  have  the 
strongesl  following  the  blues  ranging 
from  midnight,  navy,  national  to  ('open 
hagen  and  grey  blues.  Tans  constitute 
o  big  range  of  colors  commencing  with 
lighi  yellows  and  pinkish  tones  and  deep- 
ening into  nut  and  yellow  and  red  brown. 
Grey  is  not  so  prominent  as  usual  i 
place  being  filled  this  spring  by  the  many 
black  and  white  checks  and  plaids 
shown.  Checked  suitings,  honey-comb 
checks  and  plaids  in  black  and  white, 
grey  and  white,  various  shades  of  blue 
and  white,  tan  and  while  and  other  lead- 
ing colors  are  strongly  in  evidence  and 
some  of  the  smartest  suits  are  developed 
in  these  checked  materials. 

Moire,  plaid  and  Roman  striped  silks. 
and   fancy  brocaded  and  printed  silks  are 

u^i'A  for  l  rimmings. 

Suit  Coats  Short 

Suit  coats  are  all  short,  and  iuan\  of 
them  are  cul  up  above  I  In  w  aisi  line  m 
front  hut  are  longer  at  (he  back.  Shorl 
fronts  and  basque  tails  are  numerous  and 

there  are  many  forms  of  peplums  Bome 
of  which  are  cut    in  circular  fashion  and 

flare. 
There  is    every    indication     thai     the 

bolero  will  be  prominent  in  later  models, 
and  some  high  grade  models,  are  now 
seen    in    bolero   effect.      Straight    cut    loose 

ooats  ending  in  low   loose  belts  are  an 

Other  form  of  coat   shown. 

\lan\    suits   have   fancy   vests,   which  as 


Suit  of  honey  colored  silk  ami  wool  crepe 
cloth.  The  coat  shows  the  new  cutaway 
hues  and  the  pointed  fastening  secured  by 
ji  single  button,  also  the  kimona  cut  and 
%  bell  sleeves.  The  skirt  has  the  Baring 
tunic  which  with  the  skirt  of  the  coal 
gives  a  wrapped  around  3-tiei  effect. 


-ample    of    tango    crepe,    a     new    COttOD 

wash    fabric,    being   shown    by 

Meet  real    Cottons,     Limited.  ' 


a  rule  form  a  separate  garment.     Some 

of    these    \ests    are    skeleton    affairs    with 
the  collar  going  around  the  neck,  and  the 

fronts  connected  bj  a  belt  through  which 
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Pendants  a  u  d  Odd 
Shaped  Buttons  Are 
the  Trimming  Fea- 
tures— Trend  Toward 

Simplicity  is  Noted. 

in  a  heavy  elastic  webbing.  Vest 
belts  also  are  used,  the  belt  being  cut 
with  vest  points  connected  with  a  wide 
belt.  Belts  and  vests  are  made  of  fancy 
silks  which  may  or  may  not  match  the 
collar  facings  and  cuffs.  Collars  show 
various  new  forms,  the  majority  of 
which  lit  up  to  the  neck  in  the  back. 
Very  many  suits  show  collars  that  do  not 
lit  on  the  Japanese  and  cow-boy  order. 

(lirdles,  braid  sashes,  various  kinds  of 
drop  ornaments,  and  odd  shaped  buttons 
form  the  accepted  trimmings,  and  in 
spite  of  their  novel  cut  and  fanciful  ef- 
fects there  is  a  certain  simplicity  obt 
able  in  the  new  suit  styles. 

Skirt  Gives  Keynote 

It  is  the  skirt  that  really  gives  the 
keynote  to  present  suit  styles,  for  the 
skirt  is  responsible  for  the  advent  of  the 
short  coat.  Manufacturers  have  put  out 
some  straight  cut  skirts  but  this  may  be 
regarded  as  a  concession  made  to  con- 
servative buyers  for  the  whole  tendency 
is  away  from  straight  lines  and  in  favor 
of  the  draped  and  the  tunic  skirt. 
Modified  minaret  tunics,  skirts  mounted 
on  a  yoke  which  is*  hidden  by  the  tunic, 
box-pleated  and  side  ideated  Tunics, 
skirts  with  tunic  fronts  and  plain  backs 
and  many  forms  of  draped  skirts  are  be- 
ing shown.  The  strong  tendency 
wards  a  very  narrow  skirt  but  even  peg- 
top  models  are  cut  l1,.  wide,  and  few 
garment  manufacturers  are  showing 
ments  with  skirts  narrower  than  this 
width.  Should  customers  wish  the  ma- 
jority of  skirts  can  be  easily  made  nar- 
rower. 

Now  that  the  year  is  turned  buyers  are 
beginning  to  show  interest  in  suits,  for 
as  in  the  past  few  years  the  selling:  sea- 
son is  sure  to  open  early.  Early  in  Feb- 
ruary city  stores  now  bi  -now  suits 
as  many  women  now  buy  an  advance 
model  to  wear  daring  the  bright  days  of 
early  spring.  With  Easter  falling  as  late 
as  the  middle  of  April  this  year  the 
stores  should  have  a  longer  solium-  BeaSOB 
for  suits,  for  as  a  rule  it  is  Easter  that 
puts  a  period  on  Spring  bustm 

Very  few  coats  show  the  regulal 
sleeve  set  in  at  the  shoulder,  either  the 
kimona  cut.  some  form  of  the  BftgfauD 
effecl  or  drop  shoulder  with  low  set  in 
sh,  76  being  used.  The  drooping  should- 
er effect  introduced  last  season  is  more 
pronounced  and  more  strongly  in  evi- 
dence  than   ever. 
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The  Triple  Alliance  You 
Should  Hook-up  With 
For  Early  Spring  Selling 


ORDER    THESE     DRESSES    NOW 
DELIVERY    AS    YOU    WANT    IT 

At  the  prices  here  quoted  and  quality  con- 
sidered, what  better  trio  could  you  join 
forces  with  to  boost  Spring  business? 
These  dresses  are  representative  of  the 
values  we  are  showing  throughout  our 
Spring  range,  and  a  trial  order,  say  half  a 
dozen  of  each,  will  serve  to  prove  the  state- 
ment that  they  offer  values  better  than  you 
have  yet  seen.  Just  drop  a  card  to-day, 
giving  quantity  and  number  of  each — or 
only  one  if  you  wish,  but  by  all 
means  see  them  early.  WRITE 
NOW. 


F.   344 — $36.00  dozen. 

Cotton   Bedford   Cord   Dress,  trimmed,   white  collar  and 
fuffs,  edged  with  scallop  stitch. 

Sizes  14,  16,  18  years,  and  32  to  42. 

Made   in   Tan,   Sky,   Pink   and   White.  ' 


E.  B.  Jfatrtmttn  &  Co.,  Uto. 

107  Simcoe  Street,  Toronto 


President: 
RHYS  D.  FAIRBAIRX 


Vice-  Presidents: 

F.  J.  KNIGHT 
W.  C.  CLIFK 


Directors: 

C.  N.  TAYLOR 

E.  M.  McGONEGAL 


F.358 


F.    358 — $45.00    dozen. 

Striped  Crepe  Dress,  trim- 
med Lace  with  Bolero  ef- 
fect, white  Crepe  collar 
and  cuffs.  Skirt  shows 
peplum  effect. 

Sizes  14,  16,  18  years,   and 
32  to  42. 

Sold  in  Black  and  White, 
Tan  and  White,  Sky  and 
White,    Helio    and    White. 


F.  365 — $5.00  each. 

Ratine  Dress,  trimmed, 
heavy  striped  Crepe  collar 
and  cuffs,  and  crochet 
buttons.  The  waist  shows 
the  Raglan  sleeve,  the 
skirt  the  top  draping. 
Sizes  14,  16,  18  years,  and 

32  to  42. 

Colors     are     Copen,     Tan, 

Brown,  Nell  Rose,  Salmon, 

Pink   and    White. 
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/>,-,/  Goods  R(  >'>ew 

CORSETS     AND 
SIERES 

Buyers  still   interested  in  low 
cut   models     New   Cm-sets   are 
supple    and    Lightly    boned 
Flesh  colored  corsets  and  bras- 
sieres the  new   feature. 

[X  is  STILL  the  uncorseted  figure  that 
ia  the  leading  influence  in  corse*  fashions. 

The  ae*  i tels  are  as  flexible  as  possible 

and  x    extend  an   inch  or  two  above 

the  waist-line.     Flexibility  and  ease  are 
Q0S|  desirable  features  and  thecorsel 
n0  longer  serves  as;,  tight  sheath  i  or  the 
irlllr.  but  molds  ii    much  on  the  same 
principles  as  the  brassiere.    Some  of  the 
lates1    imported     models     have     neither 
busks  nor  elasps  but  are  made  ..I   yield 
1;1.  ,,,,,,,   doths  as  lightly  as  is  consist- 
ed with  the  models  keeping  their  shape. 
These  corsets  are  put  on  over  the   feel 
and  are  pulled  up  into  position  and  ad- 
justed with  lacings  in  front.    Corsets  oJ 
this  kind  generally  have  a  short  bone  in 
the  centre  of  the  front  but  they  are  011I3 
suitable    for   slim    figures.     Corsets   for 
heavier  figures  often  lace  in   Eronl    and 
are    made   with    sections   and   panels   of 
elastic  webbing  or  rubber  cloth,  with  the 
l  ,uu;   panel  as  a  rule  of  double  material 
in  which  the  front  hones  are  set.  Popular 
models   have,   as  a  rule,  the  usual  bask 
and  clasps,  hut   the  material  and  boning 
is   flexible   to   an    unusual  degree.     The 
bus)  is  very  low  and  no  attempt  is  made 

1 mpress  the  waist.     The     hips     are 

not  so  much  suppressed  and  every  effort 
is  made  to  give  an  easy  graceful  figure. 
Vnother  innovation  is  the  shortening 
.at  oi  11- skirt  of  the  corset  I  Ins 
,  it  is  staled,  is  due  to  the  in- 
creasing craze  Eor  the  tango  and  other 
dances  thai  demand  the  free  movement 
0f  the  hips  and  legs.  There  is  no  question 

tba1  COrsets  thai  Lace  in  front 

,,...  in  favor  and  many  manufacturers  are 

putting  corsets   that   Lace   in    front    into 

their  lines. 

Mother  nev,    feature  due  to  the  verj 
transparent    waists     now     worn     is  the 
bringing  oul   of  corsets  in  flesh  tints  so 
tha1  thecorsel  blends  in  with  the  figure. 
Pink  batiste  is  used  for  French  corsets 
d  brassieres  to  match  are  shown  with 
these  corsets     [n  high  class  departments 
brassieres  are  being  shown  made  ol  flesh- 
eolored  materials  such  as     silk    tricot, 
China  silk  and  chiffon.    These  are  intend 
,.,,  to  be  worn  over  the  corsel  and  give  an 
appearance  of  nudity  that   is  somewhat 
startling  to  the  uninitiated.     Much  more 

practical   are  the  brassieres  made  ol    net 

or  shadow  hoe  as  these  conceal  the  top 
nr  the  corset  and  veil  the  upper  pari  ol 
the  figure, 

The  best  Belling  brassieres  come  in  the 

corset  cover  bn.ssiere    types,  and    there 

„  large  number  of  excellent   1 lels 


READY-TO-  W  I-  A  k     GARMENTS 


BRAS-         '"•  l1"'  n"0*6*-     All-over  embroidery  is 

much  favored  in  their  development, 

but     the  practical     and     popular-priced 

models   are    made-    l  nun    linn    batiste    and 

are  either  lace  or  embroidery  trimmed. 


DANGERS  ACROSS  THE 

LINE 

Feather  Regulations  in  the 
U.S.  Are  Very  Strict—Only 
Ostrich  and  the  Plumage  of 
I  >omestic  Fowl  Permitted  to  be 

Imported  Into  the  L'nited 
States. 


MILLINERS  who  are  making  plans  for 
a  visit  to  New  York  in  connection  with 
the  Spring  openings  will  have  to  be  care- 
ful  how  they  trim  their  hats  if  they  do 
not  wish  to  come  into  contact  with  the 
l'nited  States  Customs  authorities.  Near- 
ly every  hat  carries  some  sort  of  feather 
as  a  trimming,  but  it  is  only  the  natural 
covering  of  barnyard  ''biddy"  and 
ostrich  plumes  that  will  be  allowed  to 
pass  over  the  line,  and  the  woman  who 
has  aigrette,  paradise,  or  other  plumes  on 
her  hat  runs  an  excellent  chance  of  losing 
them  altogether.  In  many  cases,  it  is 
said  that  this  law  has  been  none  too 
gently  enforced  and  that  the  offending 
feathers  have  been  torn  from  the  hat. 
and  I  need  not  tell  any  milliner  in  what 
condition  a  handsome  hat  would  be  left 
after  this  had  happened. 

Though  the  woman  entering  the  States 
runs  a  risk  of  Losing  her  feathers,  these 
particular  plumes  are  by  no  means  un- 
worn in  the  States— there  is  no  law 
against  the  wearing  of  the  feathers  if 
only  they  bought  in  the  American 
market.  The  Law  is  framed  to  prohibit 
the  importation,  buying  and  selling  of 
the  prohibited  plumage  as  an  article  of 
merchandise,  and  neither  State  nor  Na- 
tional Laws  prohibit   the  wearing  of  the 

same. 

One  lady,  it  is  staled.  Landing  from 
England  at  New  York  saved  the  hat  she 
wore  by  declaring  that  pheasants  were 
domestic  fowl  in  England  and  it  ^a- 
allowed   to  pass  at   that. 

For  some  time  now  fancy  feathers 
have  been  favored  above  all  other  trim- 
ming, but  these  new  regulations  would 
seem  to  place  a  bar  upon  the  use  of 
some  very  popular  feather  effects,  such 
as  aigrette,  goura,  numidi,  and  numerous 
other  plumes.     Aigrette,  ol    course,  has 

been  barred  for  some  time,  but  the  visi- 
ble results  have  not    been  ver\    apparent. 

and  one  awaits  with  considerable  curi- 
ositj  the  bringing  in  of  the  early  New 
York  models, 

-@— 

Kemptville.  Ont.       R.    K.    Helyar  i< 
Belling  out. 
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ADVANCE  SPRING 
COLORS 

(Continued  from  page  94.) 
color.     The    duck    or    puoii    shades    are 
si  ion-,     ami     national,     turquoise     and 
Chinese   blues   are   to   be   very  much   en- 
evidence   when   Spring  opens  up. 

There  is  a  long  list  of  pink  sha 
Under  tint  term  ••Scherarasade'r  comes 
a  series  of  pinks,  the  lightest  shade  of 
which  verges  on  salmon,  only  it  has  a 
mauve  east.  Crevette,  coral,  ecrevisse 
and  langonste  clearly  indicate  the  order 
to  which  these  tones  belong. 

Chambertin  is  the  nam*  given  to  a 
scries  of  reddish  tones  that  have  become 
very  popular  in  Paris,  and  which  are 
expected  to  score  a  like  success  in  the 
coming  season.  Another  new  red  is 
charmeuse.  This  red  is  on  the  vivid  ger- 
anium order.  Bordeaux  is  applied  for 
the  new  season  to  a  series  of  mauvish 
reds  which  include  fox  glove  or  di-atale 
and  petunia,  and  there  is  a  lovely 
,,f  true  rose  shades,  which  most  appro- 
priately receive  the  name  of  eglantine. 

Ii  ,  latest  green  is  named  Deauville, 
and  on  the  yellow  order  there  is  char- 
treuse and  verhcine.  Luisant  or  glow- 
worm is  a  water  green  that  is  particular- 
ly beautiful  in  the  deeper  tones. 

1,,  the  emerald  series  comes  Petrouska 
and  another  series  shows  a  range  of  yel- 
low greens  that  runs  into  olive.  Two 
greens  that  are  being  taken  up  by  the 
millinery  trade  are  verd t-de-gris  and  80- 
eombre. 

With  a  violet  Easter  expected,  all  the 
violet  tones  are  interesting.  The  leading 
shades  are  violine,  amethyst  and  new 
mauve  named  colchique.  This  color  looks 
promising  for  the  early  season  as  it  has 
lad  a  great  success  at  the  Autumn  race 
meets  in  Paris. 

In  vivid  reds  are  shown  two  new  tones 
Sultan  and  cardinal.  In  ribbons  and 
in  trimmingB  the  newest  novelty  comes 
in  the  rayures.  Balkaniques,  or  Balkan 
-tripes.  These  stripes  show  nine  dif- 
ferent tones,  each  stripe  being  1-3  of  an 
inch  wide.  This  idea  is  another  version 
of  Roman  stripes  that  were  predicted  for 
Spring    at    an    earlier   date. 


@ 


Sarnia.  Out.-  -Fire  gutted  the  store  of 
the  Rosenburg  Fur  Co..  destroying  all 
the  stock. 

Cayuga,  Out.    Fire  Blightly  damaged 

E     D.    HolHdaj  '8   -tore    and    Mrs.    lleas- 

lip'a  millinerj   parlors. 

To,,,nto  B.  R.  Cronyn,  vice-president 
of  \Y.  R.  Brock  A  Co.,  Toronto,  has  been 
elected  as  director  of  the  Fnion  Rank 
of  Canada,  to  fill  the  vacancy  created 
bv    the      death    of   the   late      Hon.    John 
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TNh  SKIRTS 


Be  Prepared  for 
Big  Business  in 
Separate  Skirts 
for  Spring  1914 


All  the  New 

Features 

in 

Styles  and 
Materials 


are  more  than  well  represented  in  our 
range  of  high  grade  Cloth  Skirts  to 
which  we  have  added  a  line  of  Tailored 
Wash  Skirts  of  the  better  class  which  it 
will  pay  you  to  inspect. 


Note  the 
New  Address 


Our  new  premises  are  situated 
7a  1B£e 

Heart  °*  ^Garment  Section 


A  Request 

for  Samples 

Will  be  Promptly 

Attended  to 


where  our  increased  space  and  facilities 
will  enable  us  to  give  even  a  better  serv- 
ice than  heretofore.  Call  and  see  us 
when  in  the  market  and  give  us  a 
chance  to  convince  you  that  we  have 
the  goods. 


Gardiner,  Foley  &  Co.,  Limited 

468   King   Street   West,  Toronto,   Canada 
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Spring 

1914 

Waists 


Our  travellers  will  be  out  in  January 

with  the  complete  Spring  range  of 
Allen  Waists  to  which  have  been 
added  additional  lines  in  the  latest 
novelty  and  high-class  stylea  In  this 
range  you  will  find  an  unparalleled 
assortment  of  high-grade  waists  suit- 
aide  for  youi  besl  trade  as  well  as 
attractive  lines  galore  for  the  general 
business. 

The  success  of  the  Allen  line  in  the 
past  has  been  the  high  standard  we 
placed  for  our  goods  and  service  and 
the  strict  adherence  to  it.  Quality  i- 
the  keynote  of  Allen  goods. 

Here  are  four  reasons  in  as  many 
words  why  you  should  hold  your 
Spring  order  until  you  have  inspect- 
ed our  extensive  range — STYLE, 
QUALITY.  WORKMANSHIP,  and 
DELIVERIES.  All  four  predomin- 
ate the  Allen  Spring  range  and 
Allen  sen  ice. 

Samples  sent  on  request. 


Allen  Manufacturing  Co. 

LIMITED 

103-5-7   Simcoe  St.,    Toronto 

Long  Di»t«nce  Phone  Adelaide  966 


104 


READY-TO- WEAK     GARMENTS 


Dry  Goods  Review 


Spring 

1914 

Whitewear 


is  now  in  the  hands  of  our  staff  of 
representatives. 

Sort   up   your   Stock 
after  January  White- 
wear  Sale. 

1914  gives  promise  of  being  the 
banner  whitewear  year.  Why  not 
choose  the  lines  that  will  gain  for  you 
the  trade  of  the  people  who  know 
what  is  right?  Our  Spring  range  far 
surpasses  any  of  our  previous  efforts. 

A  card  to-day  will  bring  our  range  to 
you  at  the  earliest  possible  moment.  Why 
not  send  it  to-day  and  make  sure  of  see- 
ing the  complete  Allen  Spring  range? 
It  is  worth  a  little  wait. 

Allen  Manufacturing  Co, 

LIMITED 

103-5-7  Simcoe  St.,   Toronto 

Long  Distance  Phone  Adelaide  966 
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Figure    1. 

NOTHING    nev.    under   the   sun,   de- 
claims the  moralist.     And   perhaps 
he    is    right.       At    any    rate,    the    fash- 
ion historian  finds  in  his  research  work 
in  the  pasl  thai  fashions  have  been  run- 
ning   in    cycles,    with    a    regular   recur- 
rence of  the  same  ideas;  in  a  modified  or 
intensified    form,     sometimes,     but   the 
same  idea-   uevertheless.     For  instance, 
the  styles   of   the   presenl    day    can    be 
traced  back  for  the  most  pan   to  earlier 
periods.     The    inspiration    for   some   of 
the  ideas  comes  from  the  Orient.  Others 
have  manifestly  been   resurrected    from 
the    past.      A    few    recent    developments 
of  the  presenl   vogue  bear  the  hallmark 
of  originality.     Bui    who  knows?     Per- 
haps the  germ   of  the  idea  is  contained 
in    tin.   costume    of    a    king's    favorite 
away  back  in  mediaeval  days.     Perhaps 
it  goes  hack  si  ill  farther  and  the  origin 
can  be  found  in  the  robe  of  an  Egyptian 
or  the  kirtle  of  primitive 

man's  male. 

This  nam  •  i  relied  ions  is  broughl  to 
the  fore  by  an  excursion  into  the  tiles  of 
11,,.  Drj  Goods  Ke\  iev,  of  twenty  years 
ago  i,,  search  of  information  on  the 
styles  ol  two  decades  ago,  the  writer 
came  across  the  specimens  reproduced 
and  thoughl  them  good  enough  to  again 
presenl  to  tin   readers  of  The  Review. 
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Styles  of  Twenty   Years  Ago 

A  Dip  Into  the  Past— The  Files  of  Dry  Goods 
Review  Yield  Some  Interesting  Information  on 
the  Style  Situation  of  Two  Decades  Back— The 
Origin  of  Present  Styles. 

For  one  thing,  they  indicate  the  vast  strides 
that  the  ready-to-wear  industry  has  made  in 
the  twenty  years.  Ready-to-wear  was  in  its 
infamy  twenty  years  ago,  as  the  styles  shown 
amply  and  eloquently  attest.  Its  growth 
since  lias  been  enormous  and  the  stage  to 
which  the  production  of  garments  has  been 
broughl  would  have  appeared  absolutely  m- 
possible  to  the  merchant  in  business  it  I 
time  these  early  styles  were  exploited. 

For  another  thing,  one  finds  in  these  pre- 
historic specimens  of  ready-to-wear,  the 
germs  of  developed  ideas  figuring  at  the  pre- 
sent time.  Consider  the  fur-trimming  effects 
in  figure  one,  surely  the  forerunner  of  the 
fur  craze  of  to-day.  The  cloak  and  coats  on 
all  three  figures  can  be  dismissed  as  relies  ci' 
a  long-forgotten  past  whose  manifest  ugliness 
and  absurdities  will  ban  them  from  any  re- 
currence in  the  styles  of  the  future:  that  is, 
onless  the  pendulum  of  fashion  swings  at 
some  time  to  the  extreme  of  grotesqueny.  in- 
l  troducing  lack  of  comfort  with  peculiarity  of 
"  lines  and  fit. 

But  in  the  hats  one  detects  signs  of  the 
germ  of  idea-  now  fully  developed.  Figure 
three  shows  the  stiek-up  in  modified,  or  per- 
haps embryonic  form.  As  for  the  rest  of  the 
millinery  features,  requiescat  ad  pace! 

Reminiscences  are  always  interesting,  so  the 
reprinting  of  the  article  which  accompanied  these  illustrations  will  give  an  in- 
sight into  the  fashion  situation  of  twenty  years  ago. 

""The  cloak  trade,"  says  The  Review,  "is  a  rapidly  growing  one,  and  these 
ready-made  garments  are  here  to  stay.    Large  quantities  of  these  goods  are  now 

annually  imported  into  Canada,  and  they  find 
ureal  favor  with  the  general  trade.  For  the  bet- 
ter dass  of  trade,  of  course,  the  ordered  cloak 
will  still  be  a  necessity,  but  some  very  high- 
priced  ready-mades  are  nevertheless  imported. 

"For  Fall  many  orders  are  already  placed.  A 
favorite  in  the  market  is  one  similar  to  that 
shown  in  Fig.  1.  Such  capes  as  these  are  made 
from  tine  velvet,  with  a  fur  trimming.  The  cut 
is  much  liked  because  the  large  sleeves  of  the 
fashionable  dress  require  either  a  jacket  with 
balloon-like  Bleeves  or  a  cloak  of  this  description. 
Tin-  style  looks  very  rich,  indeed,  in  black  velvet. 
with  chinchilla  edging  on  both  itself  and  the  plain 
umbrella  skirt.  Combinations  of  cloth  and  vehei 
will  be  fashionable;  that  is.  the  upper  and 
smaller  cape  will  he  of  cloth  and  the  lower  part 
,„•  body  of  velvet.  A  uarnient  exactly  like  Fig.  1 
will  be  shown  at   the  Columbian  Exposition  by  a 

leading  New   York  cloak  hon  The  leading 

lengths  will  be  from  32  to  o4  in. 

••  Figure  '_'  is  a  popular  design,  and  figure  S  is  a 
fashionable  jacket  Both  these  designs  show 
variations  o(  the  Empire  style  with  the  fashion- 
able butterfly  capes.  Figure  2  shows  a  single- 
breasted  jacket  witli  fur  trimming,  and  figure  :; 
:l  double-breasted     jacket     without   fur  edging. 

Some  o(  these  jackets  have  simple  round  backed 


Figure  3. 


Figure 
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740— .Maternity  Waist— $2 
Strong  coutil.  Special 
adjusting  straps  to  sup- 
port abdomen  comfort- 
ably. Adjustable  lacings, 
sides  and  back.  Very 
satisfactory.  Sizes  22  to 
34  waist. 


2— Athletic  Waist— $1.50 
Good  coutil.  Cut  low 
under  bust.  Elastic  sec- 
tions front.  Short  flex- 
ible clasps.  Very  popular 
for  dancing  and  all 
sports. 


-Extra   Fine   Coutil— 


733— Extra     Fine    Batiste 

— $2 
Fashionable  medium  low 
bust.  Long  over  hips. 
Pearl  buttons  front. 
Beautifully  corded,  prop- 
erly boned. 


730— Fine  Coutil— $1.50 
731— Fine  Batiste— $1.50 
Fashionable  form.  Medi- 
um low  bust.  Long  over 
hips.  Pearl  buttons 
front.  Beautifully  cord- 
ed,  properly  boned. 


e  Coutil-$1.50 
879— Fine  Batiste— $1.50 
Fashionable  form.  Low 
bust,  lace  and  ribbon 
trimmed.  Extra  long 
over  hips.  Flexible 
clasps.  No  shoulder 
straps.  Beautifully  cord- 
ed,  properly  boned. 


876— Coutil— $1.00 
877— Batiste— $1.00 
Rather  slender  form. 
Low  bust,  trimmed  with 
edging.  Extra  long  hips. 
Flexible  clasps.  No 
shoulder  straps.  Nicely 
corded   and  boned. 


Ferris 

Have  a  Stylish  Figure, 
Yet  Be  Comfortable 


GOOD 

SENSE 

CORSET 


Permanent  faults 
of  line  and  poise  in 
the  mature  figure 
can  almost  always 
be  traced  to  incor- 
rect corseting  dur- 
ing girlhood.  Ferris 
Waists  gently  but 
effectively  train  the 
youthful  figure  into 
beauty  of  form  and 
graceful  poise. 

Young  girls  are  as  par- 
ticular about  the  fit  and 
appearance  of  their 
clothes  as  their  elders. 
Young  women  and  ma- 
ture women  can  wear 
Ferris  Waists  and  have  a 
stylish  figure  and  yet  en- 
joy absolute  bodily  com- 
fort, for  a  Ferris  Waist 
will  do  for  you  all  that 
any  corset  can  do  without 
the  corset's  injurious  ef- 
fects. 


Waists 

Sold  by  Leading  Dealers 

Don't     substitute,     for 
they   will   not   produce 


will 
the  same  results  or  look 
as  well  as  a  genuine 
Ferris  Waist. 


% 


■ 


¥¥ 


Waist  and  Brassiere 

Combined 
754— Coutil— $3.50 


FERRIS 

This  Label 

GOOD 

is   on   every 

SENSE 

genuine 

««•'«•« '" 

Ferris    Waist 

Write  for  Ferris  Catalog: 

Illustrated     with     over 
100  different  styles  that 
suit  every  want  of  the 
trade. 

There's  a  FERRIS 
\       WAIST  to  Fit  Every 
Age   and   Figure 

The?  are  right  on  price, 
quality  and  style.  Wo- 
men ask  for  FERRIS 
WAISTS. 

If  you  want  to  hold 
your  trade  DON'T  SUB- 
STITUTE. Order  to- 
day from 

FERRIS  BROS.  CO. 

48-52  East  21st  Street 
NEW  YORK 


720— Coutil— $1.00 
721— Batiste— $1.00 

Medium  bust,  long  hips. 

Nicely  corded  and  boned. 

770— Coutil— $1.00 
Extra   long  hips. 


Young  Women's    Waists 

of  12  to  17  years 

715— Coutil— $1.00 

717— Batiste— $1.00 

Fashionable    styles,    low 

bust,    long  hips.     Nicely 

corded— properly      boned. 

Very   satisfactory. 


712— Coutil— 75c 
713— Batiste— 75c 
Misses'  Waists  of  11  to 
15  years.  Girlish  cos- 
tumes are  stylish  as 
mothers'.  The  youthful 
figure  needs  a  waist  of 
similar  lines.  Nicely 
I    corded— lightly-  boned. 


704— Coutil— 50c 
705— Batiste— 50c 

Designed  for  girls  from 
7  to  12  years.  Shapes 
the  body  into  a  grace- 
ful figure  without  undue 
pressure. 


Shirred  Waist 
193— Cambric— 50c 
Lace    and    ribbon    trim- 
med.     6    months    to    i4 
years. 

145— Cambric— 25c 
No   trimmings. 
6    months    to   14   years. 


Boys'    Waist 

279— Coutil— 5Cc 

Holds  pants  and  drawers 
with  elastic  straps,  with- 
out tearing.  Buttons 
front— fits  like  a  vest. 
Removable  hose  sup- 
porters. 


Women  read  "Ferris  Waist"  Advs.  in  Fashion  papers.^ Look  in  your  Pattern  Dept. 


Dry  Goods  Renew 
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I  The  "Star  Brand"  § 

|  circle  is  widening  | 

1  Every    day    brings    new 

|  friends   for  "Star  Brand" 

g  women's  whitewear,  dress- 

1  es,    waists  and  children's 

=  dresses.    "Star  Brand"  styles  appeal 

=  to  the  women  everywhere — from  the 

EE  Atlantic  to  the  Pacific.  Eepeat  orders 

=  are  sufficient  evidence  to  prove  this 

=  statement  beyond    a     shadow    of   a 

=  doubt.     The  '"Star  Brand"  circle  of 

=  popularity  is  growing  fast.    Are  you           = 

=  in  the  circle?    Do    you    know    this 

sj  famous  big-value  linel                                = 

I  OUR  WAISTS                                             1 

EE  this  season  show  many  of  the  finest  styles  pro-            = 

=  duced  on  either  side  of  the  Atlantic.    Tney 

=  are  sure  to  bring  nnniediate  returns  as  soon 

=  as  exhibited.     The  range  is  very  complete            = 

and  the  values  are  of  the  usual  high  order 

55  associated  with  "Star  Brand."                                   = 

Don't   stop    by   reading   this.    Drop    a    card   to-day 

=  asking  to  see  samples  early. 


Star  Whitewear  Mfg.  Co. 

BERLIN,  ONTARIO 
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Look  for  the  "Star 
Brand"  samples 

Take  the  first  opportunity 
which  presents  itself  to 
look  through  the  entire 
range    of    "Star    Brand" 

Samples — in  fact  you  can  make  your 
own  opportunity  by  requesting  us  to 
send  our  representative. 
Our  representatives  are  now  out  with 
the  trunks  containing  the  full  "Star 
Brand"  range — the  range  that  holds 
the  record.  Besides  waists  and  chil- 
dren's dresses  the  trunks  contain  a 
full  showing  of 

WOMEN'S  DRESSES 

in  as  exclusive  an  assortment  as  the  trade  has 
ever  seen.  The  styles  come  from  American 
and  European  fashion  centres,  the  fabrics 
are  the  latest  dictates  of  the  best  authorities 
on  what  will  be  popular  for  Spring  and  Sum- 
mer 1914.  Among  the  newest  fabrics  used 
are:  Crepes,  Costume  Crepes,  Ratines,  Bro- 
caded Eponges,  Figured  Voiles,  etc. 

Don't  miss  seeing  the  "Star"  Range. 


=  CHILDREN'S  DRESSES 

ZZZ  We  take  care  of  the  requirements  of  the  little 
—  miss  in  a  way  which  pleases  both  merchant  and 
SS  mother.  Our  1914  samples  contain  a  repre- 
ss sentative  showing  of  the  new  ideas. 

S  See  these  now. 


Star  Whitewear  Mfg.  Co. 

BERLIN,  ONTARIO 
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capes,  others  are  shown  with  derby- 
backed  eapes  which  are  somewhal  more 
showy.  Some  very  Past-selling  lines 
have  capes  similar  to  the  butterfly,  ex- 
cept thai  the  fluting  is  Lacking,  and  a 
plainer  appearance  is  Becured.  The  lat- 
ter style  with  fur  edgings  are  very  neat 
and  promise  exceedingly  well.  Cavalry 
■  apes  promise  well,  both  in  cloth  and 
Cur.  The  short  butterfly  shoulder  cape 
gives  a  natty  finish  to  these  goods.  Tiny 
look  well  in  beaver  or  lamb. 

'In  colors  there  is  an  immense  variety. 
Navy  and  cinnamon  are  two  leaders,  but 
nearly  every  color  will  have  its  repre- 
sentative, Every  importer  seems  to 
have  favorite  shades  of  his  own,  until 
fashion   decides   what    shall    he   worn. 

"The  goods  which  will  be  mostly  used 
are  the  plain  beavers  or  sateens  in 
black,  navy,  Russian  green,  and  in  new 
colors,  such  as  medium  tobacco — a  new 
light  green — a  medium  grey,  and  tan, 
with  colored  or  checked  backs.  Chevi- 
ots, diagonal  cheviots,  and  corkscrews 
are  also  demanded  again.  All  these 
goods  are  made  to  perfection  on  your 
side,  and  we  have  very  little  chance  to 
export  them  to  your  country.  Colored 
silk  velvet  will  be  a  promising  art  icle 
next  season.  Jackets  and  capes,  partly 
of  cloth  and  partly  of  velvet,  trimmed 
with  fur,  shall,  in  my  opinion,  be  good 
sellers.  Embroidery  on  cloth,  as  well 
as  on  velvet,  is  bought.  Beaded  em- 
broidery, in  combination  with  tinsel  and 
narrow  braid,  in  arabesque  or  with 
leaves  and  flowers,  on  velvet  garments, 
are  shown  as  a  novelty.      Mohair  braids 


The    New    Separate    Coat  is    Shorter 

Staple  Styles  Come  in  :'/1  Lengths — Novelty 
Coats  Flare  at  the  Skirt  -Spoils'  Coats  Show 
i  he  Low  Belt  and  Come  in  Fancy  Colors. 

LINES  OF  separate  coats  cannot  yel  be  regarded  as  complete,  lor  the  ma- 
jority of  models  shown  follow  along  the  cut-away  lines  now  so  long  estab- 
lished. As  a  concession  to  the  new  skirts,  lengths  are  shorter  and  cut-away 
effect  is  broken  up  by  giving  an  irregular  outline  to  the  lower  edge  of  the 
coat. 

This  is  the  staple  style  that  manufacturers  are  putting  out  for  popular 
priced  trade  and  coats  of  this  class  are  developed  in  checks,  serges,  epouges 
and  in  novelty  cotton  materials,  many  of  which  eome  in  bright  colors  and  in 
velvet  ribbed  effects. 

The  outing  coal  promises  to  be  a  big  feature  during  Spring  and  Sum- 
mer. As  a  rule  the  body  is  cut  in  (me  with  the  coat,  or  the  >leeve  comes  right 
up  over  the  shoulder  in  Raglan  fashion.  The  upper  part  is  frequently 
bloused  and  the  basque  has  considerable  fullness,  being  laid  in  pleats  across 
the  hack.  In  most  instances  there  is  a  low  belt  covering  the  join  between 
the  waist  and  the  basque.  Peau  de  Peche,  velours,  honeycomb  checks,  fancy 
check  and  plaids,  etc.,  high  colors  and  striking  plaids  and  cheeks  will  be 
freely  used. 

Extreme  coats  will  show  the  flare,  but  modified  so  that  it  will  become 
practical.  Another  feature  will  he  found  in  the  use  of  the  yoke.  Yokes  and 
the  long  shoulder  are  cut  in  one.  or  there  will  be  a  yoke  front  and  back  with 
the  sleeve  continued  up  to  the  neck  in  Raglan  fashion.  The  newest  collar  is 
draped  and  collars  are  made  to  stand  away  from  the  neck  in  Japan- 
fashion. 


will  continue  to  be  a  favored  trimming 

next  season.  In  buttons  the  pearl  but- 
tons, large'  size,  will  be  preferred  for 
the  double-breasted  jackets.  As  linings, 
the  black  or  colored  satin  is  applied. 
The  changeable  silks  as  well  as  the 
fanc\   silks  are  also  used,  hut  not  so  much 

as  last  year.  The  principal  trimming  is 
undoubtedly  the  fur,  for  which  there  is 
a  great  demand  for  all  kinds,  although 


the  prices  are  very  high.  It  is  no  doubt 
of  a  sound  state  of  trade  that  all  ma- 
terials are  very  high  at  present.  Cot- 
ton goods  as  well  as  woollens  and  silks 
are  very  high.  Silk  has  never  before 
reached  the  price  it  brings  at  present. 
Mohair  yarns  have  risen  considerably, 
partly  on  account  of  the  demand  for  mo- 
hair braids.  Everything  tends 
good  Pall  season." 


Increasing    Business    Done    in    Separate    Skirts 

Manufacturers  Well  Pleased  With  the  Outlook  for  Spring — Tunic 
and  Draped  Styles  in  Checks  and  Plaids    Strongly    Featured — 
Monkey  Coats  Are  Becoming  a  Well-liked  Feature. 


MANUFACTURERS  of  separate 
skirts  are  looking  for  increased 
business  during  the  coming  season 
lor  at  last  fashion  has  her  face  turned 
their  way,  and  big  business  in  separate 
skirts  should  develop  in  the  next  few 
months.  The  broken  waist  line  came 
first,  and  during  the  pas!  season  the 
vogue  of  the  plaid  or  check  skirt  worn 
with  a  coat  of  plain  material  has  done 
much  to  help  tu  increase  the  possibilities 
(if  separate  skirl  selling. 

Orders  booked  so  far  for  Spring  are 
larger  than  a  year  ago  ami  separate 
skirt  manufacturers  are  well  nleascd 
with  tin-  outlook.  The  fad  that  economy 

lias      tu      he      practised      in      many       case> 
i>    a       help      lo      the      separate      skirl       as 

the  skirt   and  blouse    is  a  less    expens- 
ive   form    of  dress     than     the    suit     and 


1m  i  b     can     he     purchased      si  parately. 

Checked,  plaid  and  crepe  materials 
are  well  though!  of  with  serge  as  the 
standby  and  poplins,  garhedines  and 
crepe  broches  as   the  novelty    materials. 

Tunic  styles  and  draped  skirts  are 
\ery  much  favored,  the  yoke  with  skirt 
attached  covered  by  the  tunic  being  very 
much  m  e\  idence.     Simple  tunics  come  in 

graduated  lengths  with  the  hack  longer 
than  the  front.  Some  tunics  are  longer 
on    one     side    and    ripple     considerably. 

Other  tunics  button  in  front  and  some 
are  laid  in  tucks  or  stitched  down  pleats 
to  just  below  the  hips  which  are  then  al- 
lowed to  Hare.  Two  and  three-tier  skirls 
are    also    shown.         Many      simple    skirts 

have  bands  simulating  tunics  or  are  cut 
so  that  the  panels  wrap  over  and  hold 
drapery  pleats. 

no 


A    new    idea    is   the   showing  ■  >!    smart 
short  boleros  or  monkey  jackets  to  • 
the   skirt.      These   jackets   are    si,',-         -- 
and  have  watch  pockets  and  fasten  with 
a    tab   or  sinele   button   on   the   hreast. 

With  the  trade  looking  with  a  favor- 
able eye  on  the  separate  skirt,  and  with 
a  long  list  of  cotton  novelties  specially 
suited  to  its  production,  designers  have 
Keen  stimulated  in  the  production  of 
Spring  1914  models.  Styles  of  nee 
are  simpler  than  in  cloth  skirts,  and 
washable  skirts  are  cut  in  peg  top  or  in 
straight  line  two-piece  pattern, 
a  feature  is  made  of  the  hip  pocket  and 
many  models  button  up  one  side.  Skirts 
show  tunic  modifications  and  BOD  r 
them  have  in  addition  the  monkey  jac- 
ket or  bolero  without  sleeve-  and  scal- 
loped   around   the  ede- 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


Spring  Announcement  1914 


WITH  the  New  Year  comes 
the  new  Spring  showing  of 
Martin  and  Smith  Dresses — 
dresses  for  every  member  of  the 
family  from  the  little  miss  to  the 
mother.  The  range  which  our 
representatives  are  now  showing  is 
the  most  complete  of  any  we  have 
ever  offered  and  we  doubt  if  you 
will  see  such  variety  and  selling- 
possibilities  in  any  other  range  this 
season. 

To  send  for  an  open  trial  order  or 
even  for  samples  will  place  you  in  a 
position  to  judge  for  yourself. 
We  're  satisfied  that  our  1914  show- 
ing is  without  an  equal,  but  we  also 
want  you  to  feel  the  same. 

P.  S. — We  will  be  pleased  to  have 
you  call  when  in  the  city  and  look 
through  our  Spring  line.  To  do  so 
places  you  under  no  obligation  to 
buv. 


Martin  &  Smith  Co.,  Limited 


Makers  of  Women's  Waists  and  Dresses,  Junior 
Girls'  Dresses.    Gait  Fleece  Robes  and  Kimonas. 


350  Sorauren  Avenue 


Toronto 


in 


New  Ideas  in    Lingerie 

Transparenl  Dress  Fabrics  [ncrease  the 
Sale  of  Underskirts— New  Skin-  Straight 
Cm  and  Narrow — Dancing  Skirts  in  Crepe, 

Lace,  Net  and  China  Silk  Selling. 


There  are  many  new  ideas  in  lingerie  and  silk 
and  crepe  de  Chine  arc  much  employed.  The  gar 
inciii  illustrated  shows  a  princess  slip,  with  the 
-i  ii  i   in  "tango"  effect. 


'T*  1 1 K  big  citj   stores  began  to  feature 
■*-       lingerie  jus!  as  soon  as  the  Christ- 
mas rush  was  over,  and  this  year  the  dis- 
play   is  special!}   attractive  and  perhaps 
jusi   a   litl  le  bew  Ildering    for  on   picking 
up  a  Bofl  mass  of  sheer  materia]  and  lace 
jarmenl    \<t-    possibly    maj    take  on 
lines  that  are  nol  familiar.    Nbl  onlj  arc 
i    ere   manj    mo  d    garments  shom  n,  l>ui 
i-  present  and  man]   mat erials  not 
tofore   associated    with    lingerie   arc 
in  c\  nlcn.  e     Special  prominence  is  given 
to   underwear   made   of  crepe  de  chine. 
i  i  epe  de  chine  is  i  be  ia\  ored  material 
ol    the   i nciit    Cor  the  developmenl   of 


luxurious  iimlcrwi  ar,  and  the 
size  of  the  stuck  carried  in 
:  e  large  departmental  Btores 
show  s  t  lie  grow  i  li  of  the  sell- 
ing in  this  direction.  Be- 
cause   Of    the     ilelns    id     cx- 

pi  use  and  durability  crepe  de 
chine  undergarments  can 
never  bulk  Large  iii  tlit'  popu- 
lar priced  trade.  Its  influ- 
ence upon  the  sale  of  gar- 
ments made  of  cotton  crepe 
should  be  wort! ting  be- 
cause it  points  the  way  to  a 
more  extended  use  ol  cotton 
.•rope  fabrics  during  tin 
coming  spring  and  summer. 
The  new  lingerie  lias  few 
frills  or  furbelows  and  is 
ki  pt  wonderfully  flal  and 
closefitting,  Many  models 
bave  merely  a  scalloped  edge, 
and  where  embroidery  or  lace 
is  used  it  is  either  let  into  or 
worked  right  onto  the  mate- 
rial id'  the  garment.  The 
preference  is  given  to  the 
sheerest  materials  and  coin- 
binations,     underskirts     and 

corset  covers  are  made  en- 
tirely of  nel  and  lace.  Be 
cause  ol'  the  very  transpar- 
enl materials  and  the  scanty 
nit  of  the  dress  skirt  the 
under  petticoat  will  he  of 
more-  importance  than  for 
some  seasons.  The  new  pet- 
ticoats urc  cut  straight  and 
narrow  and  are  hire,  em- 
broider}  and  net  trimmed. 

At    the    present    time    there 

is  quite  a  demand  lor  danc- 
ing skirts.  These  are  uencr- 
allj  made  oi  crepe  de  chine 
or  China  silk  in  white  or  pale 
flesh  pink  being  particularly 
fashionable.     The  top  of  the  skirt   i-  ol 

crepe  ami  pleat  ingS  of  lace  or  net  form 
the  trimmings,  and  either  bands  of  fur 
oi-  chiffon  rosea  and  foliage  may  he  add- 
ed, (larter  skirt-  are  also  on  the  mar- 
ket. To  an  elast  ic  garter  is  attach,  d  a 
pantalelte  of  accordion  pleated  net.  silk. 

crepe  or  mull  or  of  ruffles  of  lace  over 
pleated  chiffon.  These  garter  skins  arc 
favored  because  they  give  more  freedom 

than  a  petticoat  and  because  tlnv  lake 
up    h  SS    room    abo\  e    I  he   knee. 

The  corse!  cover  is  becoming  again  an 
important   garment   because  it   is  so  ob- 
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\  ious     beneath 

waists  now  worn.  The  new  organdie 
embroideries    an-    very    much    liked 

trimi  •  rs  and  are  combined 

effectively   with   Maline  and  fine   Valen- 
ciennes hue-.       Corset    covers     co 
crepe    de    chine,    and    net.    ami 

daintily  trimmed  with  lace  embroidery 
and  colored  washing  or  satin  ribbons. 

The  high-class  trade  i-  showing  uovel- 
ties  in  combinations  and  manufacturers 
are  watching  sale-  to  note  the  particular 
success  oi  any  garment.  Garments  that 
promise  to  make  a  popular  appeal  arc 
quickly  copied  and  brought  out  in  mate- 
rials that  allow  of  the  selling  of  the  arti- 
cle at  a  popular  price.  This  is  because 
i he  cutters  up  find  that  it  pay-  to  pro- 
duce novelties  in  this  manner. 

Gowns  are  shown  in  a  big  variety  of 
styles  the  majority  beinsr  of  the  slip-over 
order.  The  simpler  and  less  expensive 
models  are  made  with  daintily  embroid- 
ered yokes  both  back  and  front,  and 
with  3 1  sleeves  trimmed  with  an  em- 
broidery frill  and  beading  and  finished 
with  dainty  ribbon  bows.  A  new  cut  in 
the  sleeve  is  introduced.  This  improve- 
ment insured  that  the  sleeve  will  not  slip 
up  when  the  arm  is  raised. 

Drawers  are  very  -imply  trimmed  the 
demand  centering  strongly  on  the  nicker 
ami  closer  fitting  st\ 


FRILLS  AND  FURBELOWS 

(Continued  from   page   98 
lend    themselves    to    children's    garment 

styles. 

Children's     coats     are     exceptionally 
good    in    style   for  the    comiiiir    Beason. 

are  developed  in  worsted  checks, 
crepe  effects,  and  novelty  weaves,  and 
also  in  -alius  and  moire  velours.  The 
veiv  newest  models  show  the  skirt  laid 
in  pleats  or  cut  with  a  circular  flounce, 
which  is  joined  onto  the  long  bloused 
waists  under  <leep  belts  or  srirdb 
satin   or  the  material. 

e  of  these  coat-  have  the  regula- 
tion coat  sleeve,  but  the  majority  show 
the  sleeve  sel  into  the  long  shoulder,  and 
the  sleeve  cut   in  one  with  the  blouse  is 

avored.  Buttons  are  an  important 
item,  and  are  either  self-covered  with 
the  same  doth  and  the  centre  of  the 
trimming  silk  used  for  the  collar  and 
cuffs,  or  vice  versa.  Metal  buttons  and 
buttons  showing  splashes  and  designs  in 
gaj    colors  arc  also  used. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


SPRING  BUDS  :  A  wonderful  variety  soon  to  appear, 
embracing  every  new  novelty — for  rain,  touring  or  sport, 
to  be  worn  both  in  Europe  and  America. 

C.  Kenyon  Company 

Fifth  Avenue  Building,  23d  Street  and  Fifth  Avenue 
New  Chicago  Salesrooms  INew   York  Boston 


Congress  and  Franklin  Streets 


501  Washington  Street 


■HI 
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Dry  Goods  Review 


READY-TO-WEAB     GARM  E  N  T  B 


Figured  crepe  voile  dress,  the  full  Moused 
waist  is  kimona  cut,  and  the  large  collar  the 
•..  sleeves  and  tunic  are  lace  edged.  The  skirt 
is  a  peg-top.  and  the  folded  girdle  and  Japanese 
collar  are  of  satin,    shown  by  H.  C.  Boulter  Co. 


Early  season  waist  of  black  figured  net 
over  white,  Bhowing  vest  effect  and  peasant 
aleeve     sot     into     long     drooping     shoulders. 

Shown   bv    Ladies'   Wear.   Ltd. 
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READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


WATCH  and  WAIT 

For  these  Men 

lhey  are  getting  their  new  range  of  samples  ready 
and  will  call  on  you  very  soon  with  the 

Finest  and  Most  Complete  Selection  of 

WATERPROOFS  and  RAINPROOFS 

for  Men,  Women  and  Children  ever  shown  the 
Canadian  trade. 

It  will  be  to  your  advantage  to  see  our  range  before 
placing  orders  for  1914. 


MR. 

C.  H.  NORMAN 

Lower  Provinces 

MR. 

J.  LIGHTSTONE 

Eastern  Ontario   and   Soo  Line 

MR. 

H.  NAROVLANSKY 

will  now  cover  Winnipeg  City 
in   addition    to   the    Western 
Provinces. 

These  are  THE  THREE  NEW 

MEN  on  our  sales  force  of  eight 
men  who  cover  Canada  from  coast 
to  coast.  Get  acquainted  with 
them.  They  will  look  after  your 
interests  in  every  respect. 


r 


j 


Every  garment  bears  this  trade- 
mark, which  ensures  satisfaction  and 
protects  YOU  and  YOUR  CUSTOM- 
ERS. There  is  no  "come  back"  when 
you  sell  Waterproofs  with  this  label  on 
them. 


The  Montreal  Waterproof  Clothing  Company   ^ 

The  largest  and  oldest  Waterproof  Clothing  House  in  Canada 
MONTREAL  CANADA 
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READY-TO-WEAR     GARMENTS 


Infants'  straight  cut  dress 
with  yoke  and  skirt  of  sheer 
embroidery.  Ribbon  is  run 
through  the  beading  and  is 
formed  with  a  decorative  bow 
in  front.  Shown  by  Home  & 
Watts. 


Combination  one-piece  costume.  The  semi- 
peg-top  skirt  is  of  white  cotton  crepe,  and  the  coat 
is  of  China  blue  and  white  ratine  brocade  with 
collar.  CUfla  and  girdle  to  match.  Not.'  the  •% 
sleeve,  deep  shoulders,  vest  effect  and  modified  bat- 
wing  sleeve.    Shown  by  R.  D.  Fairbairn  Co. 
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READY-TO-WEAR     GARMENTS  Dry  Goods  Review 

The  Mark  of  Quality 


NATIONAL 

1914 

COATS 

Raincoats  Utility 


The  merchant  in  search  of  better  styles, 
better  fabrics,  better  tailoring,  better  fit 
and  better  values,  will  find  a  merger  of  all 
in  our  showing  for  the  coming  season. 

The  more  rigidly  you  compare  a  National 
Brand  Garment  with  other  makes,  the 
more  convinced  will  you  be  of  its  super- 
iority. 

The  possibility  of  going  wrong  is  reduced 
to  a  minimum  when  you  buy  National 
Styles. 


"The  coats  that  sell  themselves" 


National  Rubber  Co.  of  Canada 

Head  Office  A/TO  NT  HP  I?  TT  A  T  Cor-  St-  Catherine 

and  Factory  lVlVJi'N  1  fvLAL/  and    Bleury    Sts. 

Salesrooms  at: 

TORONTO  WINNIPEG 

60  Front  St.  West  286  Bannatyne  Ave. 

S.  M.  HANSHER,  Rep.  CHAS.  COPPLEMAN,  Rep. 
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Dry  Goods  Renew 


READY-TO-W  E A  R     G A R M K N  T S 


Tunic  skirl  and  monkey  jacket 
of  dark  blue  and  white  check. 
Shown  by  Gardiner,  Foley  &  Co. 


Panniei   Areas  of  two  materials.    The  skirt  is  of 

rice  cloth  and  the  pannier  effect  and  waist  are  of 
ratine  patterned  crepe  with  a  figured  border 
into  which  pale  pink  cotton  chenille  .lots  are  in- 
troduced. The  Sleeves  are  on  the  bat's-wing  order 
and  are  continued  up  to  the  neck  in  Raglan  fashion. 
The  girdle  is  of  pink  satin.  Shown  by  Martin 
Smith  &  Co. 


IIS 


READY-TO-WEAR     GARMENTS 
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Chas.  E.  Yorick 

51  WEST  AVENUE  SOUTH,     HAMILTON,  ONT. 

Canadian  Agent  for 

Rosebud  Tub  Dresses 

LADIES'  AND  MISSES' 

SITUATED  as  we  are  in  the  heart  of 
the  fashion  world  and  in  close  touch 
with  the  designers  of  the  modes  in 
Tub  Garments,  we  are  in  a  position  with  our 
immense  manufacturing  facilities  (factor- 
ies situated  in  the  suburban  districts — 
East  New  York,  Hoboken  and  Brooklyn, 
where  labor  and  rent  is  low)  to  offer  styles 
and  values  that  are  unequalled  in  the  tub 
dress  trade. 

We  are  exclusive  manufacturers  of  tub 
dresses,  ranging  in  price  from  $1.25  to  $5.00, 
included  in  which  are  the  new  cloths,  such 
as  crepes,  ratines  and  voiles,  and  a  full 
range  of  linens  and  ginghams.  Economy  in 
manufacturing  owing  to  our  location  and 
long  experience  gives  Rosebud  brand  the 
winning  hand  in  values. 

Get  in  touch  with  our  agent.    Write  to-day. 

Let  us  send  you  our  Spring  Catalogue.    It 
is  now  ready. 


Price 
$18.00  a  doz, 


Rosebud    Mfg.    Co. 

Cutting  Dept.   and  IVarehouse 
193-5  Mercer  St.,     New  York 

Up- town  Showrooms, 

St.  James  Building 
Broadway  &  26th  St.,  New  York 

Lot   2501,   made   of   Irish   Linen,    front,   collar   and   cuffs   em-         FaCtOrieS    at    EaSt     NeW    York,     Brooklyn     and 
broidered  in  red.     Patent  leather  belt.     Samples  ready  tt      i        i 

to   deliver   in    sizes   16   or  36  AT   ONCE.  tlODOrven 
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A    Craze    for  all    OThings     Oriental 

Paris  Correspondent  of  The  Review  Refers  to  the  Strong  Trend 
Toward  the  Fashions  of  the  Mysterious  East— A  Close  Alliance 
Noted  H« 'tween  the  Artists  and  the  Couturiers. 


\m 


Costume       I  0  r 

which  the  In- 
spiration is 
drawn  f  r  0  m 

Oriental  sources. 
The  general  out- 
line of  the  gown 
is  Persian,  but 
the  embroideries 
and  colors  are 
Chinese.  T  ii  <• 
skirt  Is  of  bril- 
liant red  panne 
velvet  with  bo- 
lero of  black 
satin  and  minar- 
et and  vest  of 
white  chiffon 
embroidered  in 
dull  blues  and 
gold   and   Bllver 


Paris,  Jan.  5. 

THERE   is   no   change   in   the   earlj 
models    from    accepted    styles    in 
those  presented  to  American  buy 
ors  over  here  after  spring  models,  nor  is 
there  anything  distinctly  differenl  shown 
for    wear   at    (lie    lii\  ieni    resorts.      Mill- 
ard slvles  still  rule  ami  there  is  a  posi- 
tive craze   for  all   things  thai   are  Ori- 
ental.     Tins  outbreak     of     Orientalism 
m„st    color  to  a   verj    greal    extent    the 
coming   Bpring   Beason,  bul    ii    is  nol    so 
certain  thai  ii  will  be  quite  tbe  dominat- 
ing cote  and  the  leading   motif  around 
which  all  others   will   revolve.     Minaret 
styles   have   become   much    too    popular, 
and   the  Japanese  and  Chinese   fashions 
have  been     well     exploited.      Therefore 
when  the  leading  couturieres  bold  theii 
formal   spring    openings   there   is   every 


possibilitj    in    favor  of   the   Bhowing   of 
something  new. 
Jusl   a   peep  into  the   future   is  given 

h>    authority   who  declares  thai    no 

special  period  or  adaptation  from  any 
one  section  of  the  globe  is  being  con- 
sidered.   Thai  all  periods  and  all  forms 

0f   dress    will    be   under   review,   and    that 

each  artist  and  designer  will  frankly 
help  himself,  and  that  the  resull  will  be 
the  evolution  of  a  style  and  type  that  is 

distinctly   new   and   distinctly    I lern. 

There'  is    little    fear    that     the    natural 

outline  of  the  figure  will  Buffer  any 
change   save   that    which    will    intensify 

the  present  effect.  The  present  figure  is 
nearer  the  ideal  of  the  artist  than 
woman's  figure  has  been  in  many  cen- 
turies now  that  the  hips  are  taking  then- 
natural  place  and  form  and  this  fact 
alone  insures  the  continuance  of  all  thai 
is  best  and  most  sensible  in  presenl 
styles. 

.lust  how  intimately  artists  of  note 
are  connected  with  the  movement  of 
fashion  at  the  present  time  is  illustrated 
by  an  exhibition  that  is  being  held  in 
Paris  by  the  contributing  artists  of  the 
Bon  Ton.  The  Gazette  dn  Bon-ton  made 
its  appearance  over  a  year  ago  under  the 
patronage  of  seven  of  the  most  promi- 
nent dressmaking  houses,  viz  Paquin 
Poiret,  Worth.  Cheriut,  Doucet,  Doeuil- 
let.  and  Kedfern.  Each  of  these  firms 
agreed  to  make  up  one  model  each 
month  from  sketches  furnished  by  th< 
fashion  artist*  connected  with  this 
magazine.  It  is  these  sketches  that  are 
now  on  exhibition.  The  artists  who  be- 
long to  the  -roup  who  furnish  these 
sketches  for  the  Bon  Ton  are  among  the 
real  creators  of  fashion,  and  not  infre- 
quently garments  designed  from  these 
sketches  have  been  the  means  of  launch- 
ing a  new  mode  and  a  successful   fashion 

Roberl    Dammy     designed     "La   robe 
rose"   which   was  made  up  by   Doucet. 

Tins  dress  had   t«o   Bounces  on   the    front 

of  the  skirt  beginning  at  the  waisl  line. 

and  this  line  of  lloitnces  is  the  one  that 
fashion    i-   at    present    following.      Doucel 

also  made  up  La  Souris  from  a  colored 
sketch  of  Dresa.  Poirel  has  made  up 
dresses  form  designs  by  Lepape  The 
most  interesting  gown  this  artisl  is  show- 
ing is  termed  "Laquelle"  which  Poirel 

made   up   in   black   and    white   satin    with 

large  motifs  of  roses  embroidered  on  it 
in  colored  beads.    Andre  Marty,  d. 
Rarbier,  and  Pierre  Brissard  are  among 
other  artist*  of  note  who  contribute  tn 
this  paper. 
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A-  a  design*  r  of  fabrics  the  uami 
Rodier   is   becoming    as    well    known    as 
,    ,  -,    ,,f   the   leading    maker-   up   of  ad- 
vance model-   in  '.own-  and   other   - 
The  keynote  of  summer  no  ■ 
D   cotton  mat'  rials  shown  by  Rodier 
lies  ,,,  the  gauze  foundation.     The  new 
fabric  golfine  about    which  so  much  stir 
haS   he,  n    made   ha-   a    foundation  of  this 
carrying  narrow    -tripes  of  cotton 
velvet    which    give    it    -omewhat    the   ap- 
pearance ol    a  cul    cord.     This  material 
was  lirst   see     at   Deauville  la-t   Amrust. 
and  the  chief  use  found  for  it   was  for 
making   sporting   coats,  and  also  to  re- 
place linen  for  suits  ami  simple  dp  - 

Later  collection-  of  Rodier  novelties 
-hows  golfine  in  checks  and  stripes.  This 
fabric  also  come-  in  printed  efl 
many  of  the  designs  being  of  art  nou- 
\eau  origin.  White  printings  in  the 
form  of  groups  of  dot-  ami  small  pat- 
tuns  on  a  colored  -round  are  new. 
Waterfall  is  another  cotton  velvet  nove- 
ty.  It  comes  in  two  tones  and  the  cord 
is  diagonal,  ami  has  the  -am.-  gauze 
foundation  as  golfine. 

Crepe-  will  ha\e  a  tremendous  \ 
in  the  coming  Bpring  and  Rodier  i-  show- 
ing a  wonderful  variety.  The  very  new- 
est have  -mall  embroidered  designs  work- 
ed on  them  in  cotton  chenille  such  a-  a 
small  pink  rosebud  with  green  foliage, 
or  a  small  cherry  worked  m  natural 
colors  on  a  white  ground.  Anothei  new 
idea  in  crepes  i-  an  open  drawn  work 
pattern  worked  into  the  ground.  This 
material  comes  in  colors  as  well  a-  white. 


Novelty  cottons.  I  should  state  are  be- 
ing given  great  attention  in  the  produc- 
tion  of  the  new   -owns  for  the  Riviera. 
ami  are  being  frequently  combined  with 
-ilk.  Skirts  of  -at in  are  to  be  worn  with 
corsages  or  jacket  of  printed  cotton  vel- 
vet  and   with   ve-tee  o\'  the  same  over  a 
guimpe   or   blouse   of   tine   white   batiste. 
Chinese  designs  are  the  latest   produced 
both  on  pile  fabrics  and  crepes.  Chinese 
landscapes     Bhowing     temples,     house-, 
is  and  mountains  in  pastel  shades  are 
either  printed   or  embroidered  in  crepe. 
Still  more  startling  is  a  crepe  in  two  ool- 
•  n  which  ;-  worked  a  tiger  hunt  with 
palm    trees,    and    the    tiger    pursued    by 
hunter-    armed    with    bows    and    arrows. 
Manx    of  these  printings  come  in  black 
ami   white,  a   \er\    effective  one  showine 
black    fruit     trees    on    a    white    ground. 
Mountains,  landscapes  and  nsrures  print- 
ed  on   a    while   crepe   background. 
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We're  on  the  ground  floor 
of    New   York    buying 

Let  us  act  as  your  resident  buyers; 
make  our  office  your  New  York  office 

Through  long  experience  in  actual  New  York  buying  and  being  closely  in  touch  with 
this  city's  best  manufacturers  we  are  in  a  position  to  offer  a  number  of  Canadian  mer- 
chants a  buying  service  second  to  none.  If  you  have  a  buyer  who  comes  to  New  York 
periodically,  we  can  make  his  trip  more  valuable  to  you  by  making  our  office  his  head- 
quarters and  giving  him  the  benefit  of  our  New  York  experience.  If  you  do  not  send  a 
buyer  to  New  York  and  are  interested  in  an  idea  that  will  enable  you  to  meet  the 
competition  of  the  big  mail  order  houses  who  maintain  resident  buyers  in  New  York 
we  can  be  of  service  to  you.    You  will  appreciate  what  this  means. 

We  refer  you  to  The  Dry  Goods  Review  as  to  our  reliability. 

WITTEMANN  &  MORGAN 

116  West  32nd  St.  New  York 

r \ 


Our   Message   to    You    is    This 

If  you  want  the  best  sellers — best  fitters 
and  nattiest  creations  in  Children's  and 
Girls'  Dresses  you  must  secure  them  from 
us. 

Call  upon  us  when  in  Toronto,  or  drop  us 
a  card  and  a  selection  from  our  range  of 
four  hundred  models  will  be  sent  you. 

Open  orders  receive  our  very  careful 
attention. 

Home   &    Watts,     Limited 

19    Duncan  Street, 
TORONTO 
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The  foregoing  descriptions  will  rive 
Borne  idea  of  the  beauty  and  diversity  of 
cotton  materials  shown  and  their  adapt- 
ability lor  lingerie  and  compose  effects. 
Compose  effects  will  be  adopted  not  only 
for  simple  suits,  but  will  be  used  in  con- 
nection  with  (lie  most  elaborate  effects. 
Rich  materials  are  combined  with  beau- 
tiful  laces  and  over  all  is  worn  a  coat  ri- 
ot' bright  lined  silk. 

Draperies  Succeed 

At  last  dressmakers  seem  to  have  had 
their  way  and  the  plain  straight  line  is 
superseded  by  draperies  and  tunic  ef- 
fects. Already  we  have  advanced  furth- 
er than  the  three-tiered  skirt,  and  skirts 
"1  many  flounces  are  a  reality.  These 
flounces  it  must  be  remembered  are  kept 
very  skimpy  and  the  foundation  skirt 
is  so  narrow  that  the  slender  silhouette 
is  still  maintained. 

Tall  eta  is  the  silk  fabric  that  the  Paris 
model  houses  have  chosen  to  present  as 
their  leader  for  Spring.  Paris  dressmak- 
ing houses  have  placed  large  orders  for 
this  fabric  in  checked,  striped  and  in 
changeable  effects.  Roman  striped  silks 
it  is  said  will  be  used  extensively  for 
short  coatees  and  for  the  taffeta  hats 
that  will  be  worn  in  the  early  Spring. 

Plaids  and  checks  will  predominate  in 
the  materials  put  out  for  Spring  Belling. 
These  will  be  used  for  trimming  pur- 
poses and  in  combination  with  plain  ma- 
terials. With  the  approach  of  warm 
weather  there  may  be  some  falling  off 
in  their  vogue,  but  if  taken  up  as  ex- 
pected they  will  appear  again  for  Fall. 

Early  in  December  one  of  the  model 
bouses  hebl  what  may  be  termed  a  mid- 
season  opening,  featuring  models  suit 
able  tor  spring.  Nearly  every  model 
was  completed  with  the  short  coat.  Many 
were  on  the  bolero  order  and  many 
hi  Imt>  woe  shorter  than  hip  length.  Tt 
is  the  bolero  that  is  favored  as  it  is  par- 
ticular^ suited  as  the  finish  to  t ho  pres- 
ent  style  of  dress. 

It  should  be  remembered  that  Pans 
laid  aside  the  strictly  tailored  suit,  and 
that  all  suits  and  dresses  are  much  t rim- 
med   and    dressy    affairs. 

Besides  the  bolero  the  new  models 
show  vests  and  high  collars  of  white 
moire  silk,  the  presence  of  which  gives  a 
new  and  exceedingly  smart  look  to  this 
particular  style  of  coat.  These  new  col- 
lar- are  either  Medici  high  at  the  back 
and    with    slightlj    rolling  corners  or  are 

mi  tin-  Km  de  Rome  order.    Both  serge 
and  garbardine  are  employed  in  making 

up  these  suits,  and  both   fabric-  are  com 
limed    with       black       satin    and    brocaded 

moil  e  taffeta. 

CnntpOSe  suits  are  made  1 1 1 •  in  two-inch 

check  Buiting  with  blue  and  green  com 
binations     verj     much     favored.       The 
checked  material  is  most  favored  for  the 
jacket    and   the  skirt   is  of  the  plain  ma- 


terial. Sometimes  there  are  godet 
flounces  of  the  check  used  to  trim  the 
skirt. 

Roman  striped  ribbons  and  silks  are 
used  for  sashes,  wide  girdles  and  for 
general  trimming  purposes. 

X"  belted  models  were  shown  as  Paris 
doe-  not  consider  that  the  belt  should 
form  part  of  the  short  coat. 

The  High  Hat 

The  mid-Winter  millinery  worn  in 
Paris  have  been  fashioned  so  that  they 
add  to  the  height  of  the  wearer  very 
considerably.  The  Cossacks*  moujik,  the 
high  busby  worn  by  the  English  Ouards. 
and  the  beretta  wired  and  pulled  into 
high  shapes  have  all  been  prominent,  and 
it  is  along-  these  lines  that  the  new  mil- 
linery for  Spring  is  being  designed,  only 
high  standing  trimmings  of  ribbon  are 
taking  the  place  of  other  materials. 
When  worn  in  Paris  towering  aigrette 
mounts  are  the  accepted  trimming-,  but 
these  mounts  are  changed  for  ostrich 
when  the  hat  is  intended  for  the  United 
states.  Another  favored  model  is  a 
high  Directoire  toque — very  close-fitting 
and  very  closely  draped.  This  toque 
comes  in  velvet,  or  in  moire  and  tulle 
and  is  trimmed  with  an  upstanding 
spray  of  paradise. 

All  leather  effects  and  other  trim- 
mings are  extremely  high  and  every  ef- 
fort is  made  at  present  to  give  em- 
phasis to  this  effect  of  height.  Har- 
lequin, and  Napoleon  are  very  similar, 
only  one  is  more  sharply  pointed  at  the 
sides  and  less  curved  in  front  than  the 
other.  These  toques  have  a  soft -draped 
crown  that  is  quite  high  and  the  triangu- 
lar brim  revers  are  bent  close  back  and 
decorated  with  jet  or  lace.  Just  now 
the  brim  finish  is  of  fur.  ostrich  or  mara- 
bout. For  Spring  wear  fine  flower-,  or 
tulle  or  chiffon  pleated  close  to  resemble 
plumage  or  fur  will  be  used. 

It  is  an  open  secret  that  ribbon  will  be 
well  employed.  Black  taffeta  or  moire 
ribbons  combined  with  colored  velvets 
are  used  to  give  the  new  flare  effects, 
and    crown-   are   [died    high      there   is   no 

other  description  to  be  given  with  pleat- 
Lngs   id'   broad    ribbon. 

Toques  are  making  their  appearance 
formed  of  fur  and  tulle,  and  if  predic- 
tions are  righl  that  bands  of  tine  tlower- 
will  replace  those  of  tulle,  tulle  and 
flower  hats  should  be  en-e\  idence  when 
the  season  opens.  Stiff  potallod  flowers 
such    as    asters,    ami    orchids,   a-    well    as 

lose-  are  developed  in  gold  and  silver 
with  the  foliage  made  of  velvet   in  soft 

shades  of  green,  'these  gold  flower-  are 
combined  with  white  gardenias  and  u-e.l 
on    hats  of   tulle   and   velvet. 

The  all  black  bat  is  very  fa-hionahlo 
here,    and    will,    it     i-    said,    be    a    decided 

factor  in  spring  millinery, 
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l  e  collarlees  blouse  is  still  the  popu- 
lar one.  but  efforts  are  being  put  forth 
towards  bringing  about  a  revival  of  the 
stock  and  also  to  brim.'  back  high  fancy 
neckwear  into  prominence. 

Hair   Dressed   High 

Hair  dressing  is  undergoing  a  com- 
plete change.  There  is  a  complete  reac- 
tion from  the  simple  natural  style  now 
worn  to  a  type  that  is  decidedly  arti- 
ficial. 

The  first  hint  of  the  change  came 
from  Deauville  last  August  when  several 
leader-  of  the  mode  appeared  with  their 
hair  tightly  drawn  back  from  the  tem- 
ples and  showing  the  ear,  in  front  of 
which  was  either  a  little  flat  or  a  cork- 
-crew  curl.  From  this  development  has 
taken  place  and  the  hair  is  now  piled 
high  in  a  fashion  that  is  neither  Japan- 
ese nor  Watteau  style,  but  which  re- 
minds one  of  both,  and  curls  are  offered 
to   go    with    it. 

The  hair  is  brushed  back  from  the. 
face,  waved  and  drawn  close  to  the  head 
with  a  decided  tendency  to  a  high  pomp- 
a  dour  at  the  back.  Any  fringe  of  hair 
that  may  be  left  at  the  temples  is  curl- 
ed into  flat  little  ringlets.  With  this  new 
coiffure  aicrrettes  are  not  worn  and  ban- 
deaux are  not  desirable.  High  square 
combs  ot  carved  shell  form  the  last  word 
in  hair  ornament  - 

Low  heeled  slippers  and  pumps  have 
had  their  day.  the  new  pumps  have  high 
heels  and  so  have  the  high  heeled  Col- 
onial  shoes. 


KNITTING  MILLS  IN 
CHINA 

Hong  Kong  has  in  recent  years,  ac- 
cording to  a  Calcutta  paper,  become  the 
centre  of  a  considerable  knitting  indus- 
try winch  now  sends  its  products  in  large 
quantities  to  the  United  States  market 
(largely,  no  doubt,  for  the  Chinese  in. 
States).  The  largest  factory,  belong- 
ing t"  tin-  Wei  San  Knitting  and  Spin- 
ning Company,  has  a  daily  capacity  ot 
inn  1,,  120  sweaters  or  similar  garments, 
and  there  are  seven  other  concerns  ot 
more  or  lees  importance  belonging  to 
and  operated  by  Chin.  • 


BUREAU  OF  INFORMA- 
TION 

The    American      Fair      Trade      League, 

Avenue  Building,  New    York,  has 

established  a  bureau  of  information, 
which  aim.-  at  the  dissemination  ot  un- 
colored  fact-  relating  to  trade  conditions 
and  tendencies.  Members  of  the  trade 
are  at  lull  liberty  at  any  tune  to  call 
upon  the  bureau  for  any  data  they  may 
rupure  tor  personal  or  business  pur- 
posi 
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Helena   Again   Leads  in   Spring   Styles 


No.  8162.  A  Novelty  Waist  of  Rice  Cloth, 
which  conies  in  Copenhagen,  Light  Navy, 
and  Reseda  stripe.  Drop  shoulder  and  % 
length  sleeve.  Collar  and  Cuffs  of  White 
Organdie,    trimmed    with    knife-pleated    frill. 


No.  8168.  Waist  of  fine  Lawn.  Panel  front 
outlined  with  Val.  Lace  Insertion.  Drop 
shoulder  with  long  sleeves  and  Cuffs  and 
Collar    edged    with    Val.    Lace. 


Spring  Waists  Spring  Skirts 

HELENA     COSTUME    CO.,     LIMITED, 


No.  8141.  A  very  handsome  English  Voile. 
Front  and  Sleeves  have  groups  of  fine  pin 
tucks.  Collar,  turn-back  Cuffs  and  Front 
are  edged  with  Black  and  White  or  Colored 
Val.   Lace. 

Spring  Dresses 
London,  Ontario 


LIONEL 


PROFIT  &  PRESTIGE 

ARE  SURE 

when  you  have  got 
THE    VERY   BEST. 

To  be  sure  of  always  getting  the  Best 

BUY  FROM   the 

SPECIALIST. 


'LANCO" 


THE 


JUVENILE  SPECIALISTS 


ARE 


LANCASTER 

&  CO.  (1900),  LTD., 

Victoria  Factory,       PLYMOUTH. 
35-37  Noble  Street,    LONDON,  E.C. 

MONTREAL,  Harrower  &  Johnston 


SMART   TUNIC    SUIT. 
One  of  a  large   and   select  range  of 
smart,    up-to-date    styles     for     boys.     VANrOIIVFR       F       W       Dpan 
An    examination     of     the     collection      TrtMtUU  TLIX,     C.      ¥Y  .     UKO.U 

will    justify    our    claim    to    be    the 
JuTenUe    Specialists. 


301  St.  James  St. 


P.O.  Box  942,  Vancouver,  B.C. 


THE  IDEAL  JERSEY  SUIT. 
All  Wool  Jersey  and  Serge 
Knickers ;  both  Garments 
Dyed    to    match. 
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These  three  numbers  are  of  Crepe  materials  and  are  special  for  retailing  at  $1.25 


No.  2517 


No.  2521 


No.  2514 


Travellers 
with  these 


It's  the  something  different  that  does  it. 


Now  Out 
new  lines 


included  in  our  big  1914  showing 

These  are  only  a  few  of  the  many  handsome  examples  portraying  the  skill  of  our  designers 
in  creating  distinctive  styles.  These  being  "different,"  are  ready-sellers  and  good  profit- 
makers  for  you.  Some  show  the  new  low-pointed,  tasselled  back  collar. 
Drop  a  card  to-day  asking  for  a  trial  shipment  of  the  numbers  here  shown. 
The  distinctive  feature  of  Shirtwaists  for  the  coming  Season  being  in  the  material  used 
rather  than  the  trimming,  consequently  we  have  paid  particular  attention  to  this  feature. 
And  among  the  line  will  be  noticed  materials  in  cloths  such  as  Crepe,  fancy  Crepes,  Snow- 
tlake  Crepes,  Stripe  Crepes.     Also  stripe  and  check  Voiles. 

Eclipse   Whitewear   Company,  Limited 

355  KING  STREET  WEST,  TORONTO 


No.  26.M 


No.  265<» 
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How    about    the   Athletic   Girls? 


Every  town  and  city,  large  or  small,  has  athletic  girls  and  a  good  many 
of  them — girls  whose  trade  is  very  desirable.  To  say  the  least  their  patron- 
age  is   worth   while  going  after  with   a   full   range  of 

Gymnasium    Suits     ^ 
Bathing  Suits 

Our  stock  is  the  largest  in  Canada,  and  our  values  are  unusually  attractive. 
They  offer  profitable  trade-pulling  possibilities  that  cannot  be  overlooked, 
and   which   should   be  given   your  earliest  consideration.     These  suits   made 

with    patent    adjustable    waist 

give  two  sizes  in  one,  thereby  reducing  your  stock  to  one-half.  Plan  on  your 
stock  of  Bathing  Suits  now.  They  come  in  Lustres,  Brilliantines,  and 
guaranteed  silks  against  sun  and  salt  water.  Gymnasium  suits  are  made  in 
Lustres  and  Serges  only.     Send  for 

Trial  order   by   mail 

and   show   these  garments   to   athletic   girls. 

Note — We  make  a  complete  range  of  Middy  Blouses  in  styles  and  values 
most  interesting. 

Electros  supplied  with  order. 

ATHLETIC  SUIT  COMPANY    ^J 

313-315  College  St.,  Toronto 


Put  class  into  your  store's  advertising 

by  labelling  your  goods  with  the  Firm  s  name 

Labelling  is  the  most  direct  method  of  advertising  that  any  store  can  adopt  to-day. 

The  window  is  splendid,  but  the  customer  can  only  see  the  goods;  the  newspaper  is  fine,  but  goods  do  not 
always  show  to  advantage  in  print.  The  goods  themselves  bearing  a  dainty  little  label  can  be  handled  and 
admired — the  name  does  the  rest.     Send  for  samples  of  our  woven  silk  labels  to-day. 

COLONIAL  WEAVING  CO.,  LIMITED 

PETERBORO,  ONTARIO 


How  about  your  Stock  Boxes?  Now  the  Xmas  rush  is  over 
A  New  Year  Resolution. 

I  won't  forget  to  tell  Hercules  Boxes,  Ltd.,  of  Toronto,  my  needs  for  1914.  Keep  the  name  before  you 
and  act  quickly.  Let  us  know  your  wants,  and  at  least  give  us  a  chance  to  quote  you  on  your  stock 
Boxes.  Black  Cloth  Covered,  with  or  without  drawer  pull  and  card  holder.  Look  ahead,  and  whilst  it  is 
yet  fresh  in  your  memory,  figure  your  requirements  for  Xmas,  1914.  We  are  already  hot  after  the  Holiday 
Trade,  and  our  range  of  Fancy  Tops,  Novelty  Papers  is  almost  completed.  Select  early  and  pick  a 
winner.  Don't  come  in  for  the  left-overs  at  the  11th  hour,  and  don't  forget,  a  rush  job  is  very  unsatis- 
factory.    We  make  the  Goods.     You  make  the  Request. 

HERCULES  BOXES,  LTD. 

400  Richmond  St.,  Toronto 
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BRAND 


nfiiteujGcut 


Special  Leaders  Only 

At  the  beginning  of  a  new  year  we  take  this  opportunity  t'i  thank  our  many  Friends  for  their  kind  favors  during  1913 
and  to  wish  them  all  a  happy  and  prosperous  New  rear. 

While  we  bear  lots  of  hard-time  talk,  we  are  thankful  to  s.iv  thai  the  pasl  year  has  been  the  best  we  ever  had  and 
thai  this  pasl  December  was  the  biggest  month  in  our  history.  While  others  may  !"■  curtailing,  we  are  enlarging  and 
Increasing   oui    capacity.     There  are  several    reasons   f"r   these  gratifying  conditions: 

We  make  special  leaders  only,  enabling  us  to  buy  in   large  quantities. 

We  consider  our  customers'  interests,  giving  them  better  goods  often  than  they  buy. 

We  sell  at  very  small  profit  direct  to  the  trade. 

The  F.  G.  Hayward  Co. 


The  Corset  Cover  House  of  Canada 


77  York  St. 


TORONTO 


READY  FOR  SPRING 
DELIVERY— 

This     Kimono,    as    well     as 

other  good  styles    in    House 

Dresses     and     Dressing 

Sacques 

HOUSE  DRESSES 

$5.50  and  $24.00  a  doz. 
ot     Chambray     and     Percale 

KIMONOS 

$3.75  to  $21.00  per    doz. 
Lawns,   Crepes,  Challies 

DRESSING  SACQUES 
At  Lowest  Prices 

it   is  TO  YOUR  ADVANTAG1    i" 
CARRY   "IK    LINES 

No.  270— Si/cs  36  to  -II,  made  ol 
Serpentine  Crepe,  wide  Satin  Rib- 
bon  trimmed,  $15.00  :>  doz 

.S>;/</  us  a  Sampleonier.      Prompt 
Deliveries   (iuatnnteed 


HIRSCH  BROS.,     71  W.  23rd  Street 

NEW  YORK  CITY 

Mfra.   of  Houit  Drrnr»,   Kimono..  Rob**,  Etc. 


Manufacturers' 
Fitting    Forms 


We  \\  Nil  to  call  garment  manufai  turers" 
attention  t.>  >>ur  specially  constructed 
fitting  forms  -perfect  in  figure,  strongly 
made  and  finished.  There  are  hundreds 
in  use  in  the  best  factories.  This  Ctlt 
Shows  our  style  0.  at  $9.  It  Is  ex- 
eeptlonal  value;  Write  fur  s] 
catalog  of  1914  models  of  D.  and  P. 
Fitting   Forms. 

DALE    and    PEARSALL 


Front  St.  K.. 


Toronto 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING   FOR     :     :     :     : 

Cbc  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Writ,'  for  Special  Clubbing  Rates. 
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New-Address  Notice 


MAKE    A    NOTE    OF    IT  AND 
WRITE  FOR  SPRING  SAMPLES 


We  herewith  announce  to  the  trade 
that  we  have  removed  our  factory  and 
showrooms  from  the  Darling  Build- 
ing, Spadina  Avenue,  to  68-70-72 
Claremont  Street. 


Jf asfnon  OTaist  &  OTfntetoear  Co. 

NEW    ADDRESS 

68  Claremont  St.,  Toronto 
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FANCY  GOODS  AND  NOVELTIES 


Novelties   in    Notions   and    Fancy    Goods 

Blouse-holder  with  New  Features  and  Nothing  to  Prick  the 
Fingers  —  Oval  Dress  Fasteners  Should  Appeal  to  Home  and 
Professional  Dressmakers— Unbreakable,  Unrastable,  Washable 
Buttons  a  Practical  Item— New  Invisible  Collar  Supporter  with 
Merits— Button  Novelties  for  Spring. 


JANUARY  should  be  a  good  month  in 
every  well  conducted  notion  depart- 
ment. Advance  preparations  should 
have  been  made  for  giving  values  that 
will  mean  a  rousing  sale,  and  the  new 
ideas  evolved  to  meet  the  demands  of 
the  coming  fashions  should  be  shown 
and  demonstrated.  The  increasing 
vogue  of  the  separate  skirt  and  blouse 
means  that  blouse  holders  and  belts  for 
retaining  the  blouse  in  position  will 
again  come  to  the  fore.  One  of  the  best 
of  these  blouse  holders  consists  of  a 
narrow  belting  very  firmly  woven,  which 
may  be  had  according  to  price,  either  in 
silk  or  cotton.  At  the  centre  of  the  back 
and  at  each  side  are  firmly  fixed  sec- 
tions of  rubber  covered  with  small  pro- 
jections, which  cling  firmly  to  the  blouse 
and  prevent  its  slipping  up.  Another 
improved  feature  is  the  fastener,  which 
is  patented.  The  belt  threads  through 
and  through.  There  is  no  prong  either 
to  catch,  to  hold  or  prick  the  fingers,  the 
Btronger  the  pull  on  the  belt  the  firmer 
it  holds.  Another  good  feature  of  this 
new  belt  is  that  it  is  stocked  in  sizes, 
coming  in  25,  30,  35  and  40  incites,  and 
in  black  as  well  as  white. 

There  are  a  lot  of  collar  supporters  on 
the  market,  of  more  or  less  merit,  but 
there  is  always  room  for  one  that  is  ex- 
tra good.  The  latest  comer  is  made  of 
sudi  line  wire  thai  it  is  almost  invisible, 
and,  therefore,  is  specially  adapted  for 
us,,  with  the  high  collars  of  shadow  lace 
;iik1  line  net  as  now  worn. 

Cotton    buttons    thai     are    washable, 
rustproof  and  unbreakable  should  prove 
a  boon  to  the  housewife.    These  buttons 
have  the  frame  made  of  aluminum,  cot- 
ton   covered,    and    with    the    regulation 
boles  to  sew   through,  and   come   in  all 
size- 
New   Dress 
Fasteners 
Dress   fasteners 
nre       indispens 

able,  and  a  1 

dress    fastener   is 
always     a     trade 


NOVELTY  BUTTONS. 

A  number  of  novelty  but- 
tons in  celluloid  and  galalith 
for  Spring  1914  are  presented 
on  this  page.  They  include 
translucent  and  transparent 
celluloid.  Odd  shapes  and  pol- 
ished pebble  effects  are  the 
novelties.  The  transparent 
celluloid  centers  closely  imi- 
tate those  of  real  pearl. 


puller  in  any  notion  department.  A 
dress  fastener  that  snaps  easily,  and  will 
not  open  accidentally,  but  pulls  apart 
when  the  proper  pressure  is  applied,  is 
always  sought  after.  The  new  fastener 
has  all  these  features,  and  in  addition 
they  come  in  a  new  shape,  being  oval  so 
that  they  more  easily  conform  to  the 
shape  of  the  hem  or  waist  finish.  Small 
sizes,  too,  are  provided  for  the  fastening 
of  yokes  of  net  or  lace. 

Spring  styles  suggest  the  free  use  of 
buttons,  and  the  new  buttons  for  spring 
selling  are  already  on  the  market.  Cel- 
luloid and  galalith  designs  are  mottled 
to  m;,tch  the  different  cloths,  and  have 
the  effect  of  semi-precious  stones. 

Ball  buttons  are  still  Belling,  but  the 
new  buttons  are  more  like  pebbles  in 
shape,  being  thick  and  irregular  or  oval 
.,,,,1  flat,  and  are  cut  to  show  a  layer 
beneath  of  contrasting  color.  Buttons 
0f  transparent  celluloid  form  a  high 
novelty.  These  buttons  come  m  the 
one  color,  and  the  play  of  light  through 
the  transparent  or  semi-transparent  ma- 
terial gives  fine  shaded  color  effects. 
Transparent  celluloid  is  used  in  place  oi 


expensive  pearl  centres,  with  celluloid 
and  galalith  edges  of  various  kinds,  and 
gives  a  button  that  is  not  easily  distin- 
guished from  one  having  a  real  pearl 
centre  at   a  very  much  less  price. 

Fancy  Shapes  in  Buttons 
Fancy  shapes  are  still  a  big  factor  in 
the  button  field.  Square  buttons  with 
the  corners  cut  off  come  in  two  colore 
There  is  a  line  about  1-16  in.  cut  down 
to  the  lower  layer  of  color,  and  the  same 
appears  at  the  edges  and  where  the 
holes  are  drilled.  These  buttons  seem 
to  be  designed  to  go  with  the  numerous 
plaid  and  check  novelties  shown  for 
spring  and  early  summer  selling.  But- 
tons of  this  class  come  in  such  combina- 
tions as  black  and  white,  blue  and  white, 
red  and  white,  etc.  Glass  buttons  are 
showing  mottled  in  high  colors  or  with 
a  tiny  high  colored  flower  painted  on  a 
.lark  ground. 

Small  novelty  buttons  for  trimming 
purposes  come  in  crystal,  in  bright  blue. 
green,  pink,  yellow,  and  for  present  sell- 
ing there  is  still  a  call  for  rhinestone 
Muds  and  buttons.  Pearl  buttons  hand- 
somely carved  are  shown  for  the  better 
trade,  but  pearl  buttons  are  distinctly 
expensive. 

Vestee  Cut  Belts 

The  increasing  vogue  of  the  separate 
skirl  and  various  other  items  of  fashion 
arc  offering  more  encouragement  to  the 
bell  manufacturer.  A  form  of  belt  that 
would  seem  to  offer  good  Belling  possi- 
bilities comes  in  the  vestee  cut.  This  belt 
simulates  the  lower  part  of  a  waistcoat 
and  tills  up  the  opening  left  by  the  But- 
ting away  of  the  new  suit  coats  accept- 
ably. Another  uood  form  of  belt  is 
made  of  fancy 
-ilk  braid,  either 
J(  J  ^^W  LV  plain  or  in  plaid 
1  effects,  T  b 
widths  of  braid 
are  eat-stitctaed 
together,  forming 
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De  Long 
Hook  and  Eye 

D 

See  that    . 

hump? 


TRADE    MARK 
DFG  US    PAT  OFF 


De  Long 
Press 
Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never!!. 

De  Long 
Hook  and  Eye 


Tape 


Uv«* 


LOOK 
FOR  THE^ 
TAGS. 


NUJ2 


Hookand  Eye 


Bless  that 

Nub! 


TRADE  MARK 
fttQ  U.S.  PAT- OFF. 


The  De  Long 
Ho  ok  and  Eye 

Company 

St.Marus,  Ontario 


Manufacturers 
of  Quality 
inlittle  things" 


De  Long  products 

represent 
the  best 
workmanship, 

the  greatest 
satisfaction  in  use, 

and  the  truest 
economu. 
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a  deep  belt,  which  fastens  under  a  loop 
and  single  end  funned  in  the  same 
manner,  the  loop  being  caughl  under  a 
rhinestone  buckle     and     the    end  being 

drawn   into  a  tassel. 

Footwear  of  Importance 

Well  stocked  fancy  departments  are 
making  an  extra  display  of  fancy  shoe 
buckles.  Just  now  the  tango  and  fancy 
dancing  craze  and  the  tight  skirts  are 
making  both  footwear  and  hosiery  of 
the  greatest  importance*  Many  stores 
undertake  to  dye  hosiery  to  match  any 
shade  on  a  few  days'  notice,  and  they  all 
are  showing  novelties  in  shoe  buckles 
and  tango  sets  that  permit  the  lacing  of 
the  shoe  with  ribbons  in  classic  fashion. 
Smart  shoe  buckles  come  in  rhinestones, 
cut  steel,  silver,  rolled  plate  and  cut  jet. 
Jet  buckles  are  considered  very  smart 
when  worn  on  white  satin  slippers  with 
silk  hose.  Tulle  bows,  both  plain  and 
edged,  with  rhinestones  or  pearls,  are 
also  used  on  evening  slippers  this  season. 

There  is  a  big  call  for  brooches,  both 
in  the  bar  and  in  the  wreath  designs,  in 
mock  jewels,  pearls  and  strasse.  Blue 
stones  always  take  well,  but,  owing  to 
the  popularity  of  the  yellow  shades,  am- 
ber and  topaz  effects  promise  to  sell 
freely.  Bar  pins  in  sets  of  two  or  three 
have  many  uses  and  always  sell. 

The  big  city  stores  have  been  featur- 
ing tango  garters  during  the  holiday 
period,  and  these  garters  are  also  very 
prominent  in  the  advance  showings  of 
crepe  de  chine  underwear.  The  garter 
proper  is  placed  under  the  upper  edge 
of  an  accordion-pleated  pantalette  of 
crepe  de  chine  or  shadow  lace,  which  is 


further  trimmed  with  marabout,  fur  and 
chiffon  roses  and  leaves.  Just  what 
measure  of  selling  success  these  garters 
will  have  remains  to  be  seen,  but  they 
are  very  generally  shown  at  the  present 
time. 

Vanity  boxes  form  a  line  that  should 
do  well  in  the  coming  spring,  as  the  free 
use  of  the  tiny  powder  puff  is  universal. 
And  it  is  in  the  heated  season  that  the 
use  of  powder  is  most  comforting  and 
must  necessary.  Therefore,  moderately- 
priced  vanity  boxes  should  form  ;i  big 
selling  item  in  the  coming  season. 

The  Vogue  of  Mesh  Bags 

Mesh  bags  promise  to  be  another  large 
item,  and  medium  sizes  in  sterling  white 
metal  and  black  should  be  stocked  in 
staple  and  novelty  shapes.  Bag  novel- 
ties promise  to  come  in  moires  and  fancy 
silks  .and  both  fabric  and  mesh  bags 
should  be  featured  in  the  coming  season. 

With  the  promised  turning  to  China 
and  Japan  for  fashion  inspiration 
should  come  a  marked  increase  in  the 
sale  of  imitation  shell  goods  in  the  form 
of  hair  ornaments,  combs  and  pins. 
There  is  literally  nothing  that  is  new  at 
present  to  be  seen,  but  the  trade  reports 
that  there  is  a  better  sale  for  shell  goods 


in  dark  and  light  shell,  amber  and  in 
grey.  Sets  of  fancy  pins,  two  matching 
in  size  and  one  a  third  larger,  and  sets 
of  comb  pins,  and  barrette  are  the 
latest,  and  the  newest  pins  have  a  square 
top. 

The  great  appreciation  that  has  de- 
veloped during  the  past  year  for  stamp- 
ed goods  in  the  art-needlework  depart- 
ment is  giving  clever  department  head- 
an  interest  in  the  January  sales,  and  spe- 
cial efforts  should  be  made  to  intere-- 
needle  worker*  in  such  goods  as  chil- 
dren's linen  middy  dresses,  made  up  and 
stamped.  This  dress  shows  scalloped 
edges  on  the  blouse  and  cuffs,  with  eye- 
let holes,  through  which  a  silk  lace  or  a 
ribbon  is  threaded  to  fasten  in  the  front. 
Anchors  are  also  worked  on  the  front 
and  sleeves,  the  garment  being  finished 
when  the  embroidery  is  done.  Other 
dresses  come  in  soft  finished  pique  or 
rep,  and  there  are  smart  little  coats  that 
are  very  desirable. 

Other  made  up  ideas  include  chil- 
dren's [day  aprons,  women's  and  chil- 
dren's night  gowns,  corset  covers,  draw- 
ers and  chemises.  There  is  also  always 
a  call  for  stamped  guest  and  laig 
towels,  baby  cushions  and  pincushion 
tops,  runners  and  articles  for  domestic 
use. 


A     Field     for     Further     Development 


M  1  taking  full  advantage  of  my 
possibilities'?  Am  I  getting  all 
the  business  and  profit  that  it  is 
possible  to  obtain?  are  questions  that 
must  always  be  present  in  the  mind  of 
every  progressive  merchant,  and  which 
must  acquire  more  prominence  now  that 
it  is  the  beginning  of  a  new  year.  For 
first,  last,  and  all  the  time  a  merchant 
is  in  business  to  make  money,  and  the 
only  way  in  which  he  can  make  more  is 
to  improve  his  methods  and  service  so 
that,  lie  sells  more  goods  and  makes  more 
profit. 

•  lust  where  to  concentrate  is  often  the 
vital  question,  and  of  course  there  are 
many  factors  in  determining  the  nature 
of  the  answer.  One  very  good  depart- 
ment is  often  overlooked  simply  be- 
cause the  individual  sales  arc  small,  and 
5c.  and  10c.  items  do  not  seem  to  prom- 
ise any  particular  gain  to  the  average 
merchant.        Counter   balancing   advant- 


ages are  often  overlooked  when  this 
view  is  taken.  For  instance  there  is  the 
very  good  profits  made  on  properly 
bought  notions,  the  staple  nature  of  the 
bulk  of  the  stock  and  the  constant 
nature  of  the  demand  for  spools,  pins, 
hair-pins,  and  a  thousand  and  other 
items  have  no  selling  season  but  are 
just  as  much  wanted  in  the  dull  months 
as  at  the  opening  0  fthe  season.  Of 
course  there  are  items  that  change  when 
fashion  changes  but  these  items  give  a 
chance  to  draw  attention  to  the  depart- 
ment and  if  their  sale  is  carefully  watch- 
ed they  should  only  bring  added  profit 
and  no  loss. 

Of  course  the  notion  buyer  has  his  own 
problems  to  solve,  one  of  the  greatest 
of  which  is  th<>  preventing  of  over 
stocking.  There  is  no  need  to  overstock 
if  the  buyer  wHl  keep  a  sufficiently  close 
watch  over  his  business  and  will  watch 
each  group  of  items  and  keep  tab  on  how 
1.10 


they  are  selling  .  If  you  want  to  build 
a  notion  department  on  profitable  lines 
you  must  know  how  each  article  is  sell- 
ing, and  be  able  to  put  your  finger  on 
those  that  are  not  moving  as  fa- 
tliey    should.         Tin  Is    should    be 

pushed  either  by   bringing  them  t" 
notice  of  the  sales  girls,  or  by  bringing 
them   forward   and   reducing  their  price. 

The  notion     buyer     should     always  be 
able  to    take    advantage    of  odd  lines. 
clearances  .and     special     bargains  that 
may  fall  in  his  way,  Pox  as  a  rule  ■ 
are  most  attractive. 

There  is  very  little  limit  to  be  pi.. 
to  the  extention  possible  in  this  depart- 
ment. Just  what  can  he  done  in  the 
line  of  selling  articles  under  '25c.  is  very 
well  demonstrated  b  >the  big  money 
made  by  the  stores  that  sell  no  article 
over  the  above  price. 

Such  stores  are  extensively  and  liber. 
(Continued  on  paste  l( 
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TOILET  "RITE"  SPECIALTIES 


tu 


BABY 


DV 
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All  "Rite"  for  1914 

The  "Rite"  line  is  the  perpetual  motion  in  the  creating 
of  novelties  and  specialties. 

A  thousand  new  ideas  are  ready  to  greet  the  progressive 
buyer — every  one  an  eye-catcher,  a  sales-maker.  The  won- 
derful success  of  Rite  Specialties  wherever  shown  may  be 
duplicated  by  any  live  Canadian  store.  Try  it  by  one  of 
our   famous 

$25,  $50  or  $100 

Assortments  of  Best  Sellers 

which  have  started  so  many  retailers  in  Canada  on  the 
road  to  big  Baby  Novelty  business. 

A  few  of  our  successful  and  well  known  specialties : 


CRADLE  TIME  NOVELTIES 
PULLMAN  APRONS 
TOURIST  ROLL-UPS 


DECORATED  RITE  IVORY 
BATHING  CAPS 
AUTO  POCKET  PUFFS 


Canadian   buyers  visiting   New   York   are  cordially   invited   to   call 
at  our  iipw  Show  Rooms.  35-37-39  W.  36th  Street,  New  York  City. 


time:   RITE   noveltfls 
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FOR  THE   NOTION  COUNTER 


PATENT 
REGISTERED 
GT.  BRITAIN 
GERMANY 
FRANCE 
U.S.  A 
ETC..  ETC 


WITH 


UP-TO-DATE 

BUYERS  SHOULD 

STOCK  THE 

Frilling    Support 


Without 


Made  in  \\2  in.,  2  in.,  2j^   in. 
and  3  in. 

One    Yard   in  a  Packet. 

Absolutely  Essential  to  the 
Spring  Fashion  for  Medicis 
Collars. 

FOR  PARTICULARS  WRITE  OR  CALL  ON  THE  MANUFACTURERS  AND  SOLE  PATENTEES:— 

BURNET    &    TEMPLE    LTD-  4  fitchetts  court,  london,  eng 

Sole  Agent     R.  W.  R.  Cowie,  77  York  St.,  Toronto. 


VICARS  &  POIRSON,LTD. 

5,  NEWGATE  STREET 
LONDON,  ENGLAND. 

PROPRIETORS  OF  THE  FAMOUS  ARTIFICIAL  SILK  "SALOME 
BRILLI ANTE"  FOR  EMBROIDERY  KNITTING  AND  CROCHET. 

Our  Mr.  Carmichael  will  be  in  Canada  shortly  with 
our  full  collection  of  novelties  and  is  visiting  all  the 
principal  towns.  You  can  always  rely  on  getting 
plenty  of  novelties  with  us, — that  is  why  our  goods 
are  so  readily  slipping  over  the  counters  in  all 
countries. 

GENERAL  CATALOGUE  AND  PATTERN  CARD  OF  "SALOME 
BRILLIANTE"    POST    FREE    ON    APPLICATION. 
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No.    386.    Five-strand    Barrette,    IV*    inches 

by   '."  ,.      Heavy   stock,  hand   polished. 

$1.25    per    dozen. 


Barrettes 

With  the  opening  of  the 
after-holiday  social  events 
comes  the  demand  for  spe- 
cial hair  ornaments,  bar- 
rettes, etc.  You  should  look 
over  your  stock  to-day  and 
sort  it  up. 

Combs 

We  handle  a  very  extensive 
range  of  Combs  and  Ban- 
deaux in  plain  and  fancy 
styles.  Our  values  for  1914 
are  particularly  attractive. 
Good  values  to  retail  for  25 
cents. 


Jewelry 


Popular-priced  jewelry  in 
bar  pins,  brooches,  beauty 
pins,  etc.,  has  a  very  strong 
sale  in  all  classes  of  trade, 
and  presents  a  good  profit. 
Our  1914  showing  is  a  win- 
ner. Send  for  samples  of  our 
cloisonne  enamel  bar  pins  at 
$2.00  per  dozen. 


** 


No.    419.       Side    Comb,    extra    heavy,    hand        No.   607-9.    Turban    Pins,   assorted   patterns, 
polished.     $1.85   per   dozen.  set  with  good  rhinestones.  $2.00  p«r  dozen. 


Hair  Nets 

A  cabinet  of  "Ideal"  Hair 
Nets  is  not  a  big  investment. 
Costs  $9.00  for  a  gross  of 
nets ;  no  charge  for  the  hand- 
some glass  top  cabinet  with 
metal  partitions.  Other  lines 
in  hair  nets  from  $1.50  per 


Switches 

We  carry  a  very  large  stock 
of  switches,  and  can  match 
any  shade.  Prices  are  the 
most  reasonable  in  the  trade. 
Send  for  sample  of  our  24- 
inch  Switch  (shown  above). 
Price  $18.00  per  dozen. 


Send  for  Sample 
Order  to-day. 

We  will  forward, 
charges  paid. 


The  Ideal"  hair  goods  co.,l 


IMITED 


77  YORK  STREET,  TORONTO 
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Elastic  M- 


'ncn 


~«»»««T„    r„lL    lE„rH         "      *>« 


Star  Brand 

GARTER 
ELASTIC 

The  highest  quality. 

PUT  UP  IN  THE   MOST 

ECONOMICAL  AND 
CONVENIENT  PACKAGE 


For  Sale  by  all  Leading  Wholesale  Houses 


PENNANTS 

The  Largesi  and  oldest  manufacturers  in  Canada  offer  you.  in  their 
latest  catalogue  and  supplement  thereto,  exceptional  advantag 
in  the  purchase  of  this  most   popular  and  salable  novelty.     A 
card  will  bring  full  particulars. 

Let  us  make  you  a  trial  order. 

Niagara  Pennant  Co., 

Niagara  Falls,  -:-  Canada 


in 
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Buyers  of  Ladies'  Silk  and  Real  Hair  Nets  in  Back  Nets  and  Fringe  Nets,  will 
be  well  advised  to  take  an  early  opportunity  of  seeing  samples  of  the  newest  and 
most  serviceable  novelties  in  these  goods  yet  put  on  the  market. 

It  is  the  maker's  idea  to  advertise  certain  of  these  special  numbers,  such  as 
the  "Fitzwell,"  "Toreador,"  "Halo,"  "Samson"  and  "Neat  Nape,"  regularly  in 
this  paper,  and  we  confidently  expect  the  same  good  results  in  the  Canadian 
market  as  we  enjoy  in  nearly  all  markets  of  the  Globe. 


Show 

Cards 

Free 


%  O*  THESE  NOV^ 


°  "Challenges  All" 

THE  "TOREADOR"   NET 


Show 

Cards 

Free 


REG'D. 


The  smaller 
meshes  at  the  one 
side  needed. 

Hold  up  all 
loose  hair  under 
the  Chignon. 
This  net  lies 
gracefully  and  in- 
visible to  the 
shape  of  the  Coif- 
fure. 


"0§0<m+ 


SPhCIAL  IT-A1  Ml: 


SmallcrMeshes      gW^if      Uos  G 

1.    tut  .  ,.;V 

ONE  SIDE  NEEDED . 


\ 


1RRANTED     REAL,  Sit 

THE  TOREADOR." 


It  is  made  in  3 
sizes  of  back  nets 
and  one  size  in 
Fringe  Nets  in 
the  best  Silk  pro- 
curable. 


Every 


guaranteed 


Net    is 
per- 
fect and  specially 
prepared. 

In  Real  Hu- 
man Hair,  there 
are  two  sizes  in 
Back  and  two 
sizes  i  n  Fringe 
Nets. 

! 

Made  in  England 

None  Genuine  Unless  Ticketed  "Toreador"  on  Cards  or  in  Envelopes 

Our  "Iris"  and  "Gordian"  Veilings  are  also  well  on  the  market. 
Wholesale  Buyers  can  see  samples  of  these  goods  at  our  agents  in 

Montreal,  Mr.  H.  Fiedler,  43  Herald  Buildings. 

Toronto.  Mr.  H.  Kidd,  Eoom  29,  165-167  Yonge  St. 

Winnipeg,  Mr.  G.  A.  Harris,  120  King  St. 

Vancouver,   Mr.    H.    E.    Walker,    601    Mercantile   Buildings. 

Or  Samples  will   be  sent  Free,  on  application,  to   the  above. 
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e  Advertising 


GEM 

Dress  Shields 

has  helped  a  lot 

But  it  is  the  Quality  of  the  mer- 
chandise that  has  given  this  shield 
its  position  as  the  STANDARD 
of  Dress  Shield  Excellence 
throughout  the  world. 


I. B.  Kleiner*  Rubber  Company 


TORONTO 
CANADA 


r 
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Go  tfancp  Zinen  and  meedlewovk  3Bupevs 

SPRING  NOVELTIES 

Among  a  numerous  collection  of  Novelties  f/r  the  coming  Autumn,   a   collection    upon    which     has     been     spent    months   of 

thought  and  preparation,  and  upon  which  has  been  bestowed  the   experience  of  over     a     quarter   of  a  century,   we   desire  to 

draw  the  attention  of  buyers  to  our  NEW  SERIES  of  the  celebrated 

Chinese  Willow  Work 


(REGISTERED) 


The  interest  which  has  been  created  among  ladies  by  this  quaint, 
pretty  and  aesthetic  work  has  been  so  widespread,  that  we  have  de- 
cided to  further  stimulate  such  interest  by  bringing  out  a  NEW 
SERIES  of  this  popular  work.  CHINA  boasts  of  some  very  beautiful 
specimens  of  bird  life,  and  the  Chinese,  who  are  expert  em- 
broideresses,  have,  in  times  past,  exemplified  their  birds  by  the  art 
of  embroidery.  Our  new  series  of  the  Chinese  Willow  Work  there- 
fore takes  the  form  of  different  specimens  of  Chinese  birds,  both  in 
flight  and  resting  on  the  branches  of  willow  trees.  The  effect  is 
therefore  both  pleasing  and  pretty.  We  give  an  illustration  of  this 
new  work.  Like  the  celebrated  Willow  Plate  Pattern,  it  is  worked 
in  different  shades  of  China  blues  on  pure  white  Irish  Linen  with 
blue  scolloped  edges.  At  the  same  time  as  the  demand  for  the 
Chinese  Willow  Plate  Pattern  shows  no  signs  of  abating,  and  in  order 
to  enhance  its  beauty,  we  have  remodelled  the  design  in  certain  of 
the  articles,  notably  the  Table  Covers,   by   the  introduction   of  a  key 

border,  some- 


what similar 
in  character 
to  the  Bed- 
spreads. The 
i'  »  m  in  ercial 
merit  of  these 
new  series  of 
the  Chinese 
Willow  Work 
lies  in  the 
fact  that 
while  they 

exemplify  art 
in  its  highest 
form,  yet  in 
point  of  price 
each  article 
In  the  series 
comes  within 
the  purchas- 
ing   power  of 

the  million.  For  the  power  of  arresting  the  attention  of  ladies  there 
[S  nothing  to  compare  with  that  created  by  a  full  window  sriow  of 
Chinese   Willow    Work. 


New  BIRD  Series.  Chinese  Willow 
Work.  Complete  Range  of  Articles. 
PRICE    LIST     ON     APPLICATION. 


The  Daily  Mirror,  March  28th, 
1913,  says: — The  Chinese  vogue 
has  taken  quite  a  hold  on  the 
affections  of  the  fastidious." 


Chinese  Willow  Work.  Willow  Plate 
Design.  Complete  Range  of  Articles. 
PRICE    LIST     ON     APPLICATION. 


The  Daily  Mail,  April  7th,  1913, 
says: — 

"Chinese  patterns  are  the  most 
popular  in  the  West  End  this 
year.  The  various  scenes  in  the 
Willow  Plate  pattern  are  In 
great    demand." 

The  Evening   News,   April  23rd.  1913,   says:— 
"HKK   MAJESTY   QUEEN   MARY   yesterday   expressed   her  pleas- 
ure that  the  favorite  Willow   Pattern  was  still   holding  its  own." 


Iftcnsington  WLovk 

(REGISTERED) 
ANOTHER   POWERFUL-SELLING   NOVELTY 

Nothing  is  "newer"  than  the  "old."— ANCIENT  SAW. 

Here  we  are  introducing  a  vogue  of  25  years  ago,  when  the  celebrated 
School  of  Art  Needlework  at  Kensington  was  issuing  those  beautiful 
floral  designs  which  were  the  delight  of  our  mothers  and  which  will  be  a 
novelty  to  the  generation  of  to-day.  The  flowers,  it  will  be  observed 
from  the  illustration,  are  embroidered  in  the  natural  way  they  grow  in 
the  fields,  viz.,  standing  up  from  the  hem  of  the  cover,  with  blades  of 
grass  between  them.  The  embroidery  is  of  a  raised  description,  and 
stands  out  in  beautiful  relief  against  the  linen.  The  flowers  are  em- 
broidered in  white,  on  pure  white  Irish  Linen  of  good  quality,  and  the 
general  effect  is  so  charming  in  its  simplicity  as  to  appeal  to  the  re- 
fined instincts  of  the  lover  of  real  artistic  embroidery.  The  prices  of 
this  novelty  are  quite  low  and  an  enormous  demand  is  already  assured. 
These  are  only  a  few  out  of  many  of  the  special  novelties  now  in  the 
hands  of  our  travellers.  It  is  desirable  therefore  in  view  of  the  trade  of 
the  Autumn  and  Christmas  seasons,  which  are  the  seasons  for  fancy 
work,  that  orders  should  be  placed  as  soon  as  possible  to  ensure  delivery. 

For  Shippers  to  the  Colonies  and  Foreign  Markets  this  is  doubly 
important. 

All  the  above  novelties  are  designed  and  registered  by.  and  to  be 
had   only   of 

Herbert  Doree  &  Co.,  ,04&ffij&  St- 

All  imitations  or  infringements  of  these,  or  of  our  other  registered 
designs,   will  be  prosecuted. 

Electros  and  price  lists  of  all  the  above  novelties  can  be  had  on 
application. 
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Kensington   Work. 

Complete  Range  of  Articles. 

PRICE     LIST     ON     APPLICATION. 
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Real   Gun    Metal 

Mesh  Bags 

We  can  make  immediate  deliv- 
eries from  stock  in  Real  Gun 
Metal  Ring  Mesh  Bags,  plain 
narrow  frame — 


5  in.  Shirred   $24.00  doz. 

5  in.  Reversible  Ring  Mesh 27.00 

BVfein.       "        "      "      3o.oo    " 

6V2in.        "         •'       "        39.00     " 


These  bags  are  a  medium  ring  mesh  and  are 
made  extra  deep  and  full,  all,, him-  plenty  of 
space. 

T  Real  Gun  Metal,  or  German  Silver,  Ring  Mesh 
Purses,  with  long  chains $4.89  doz. 

H  German  Silver  Fine  Ring  Mesh  Purses,  with 
Ions  chains  $7.50  doz. 

"   Send  for  a  Sample  order. 

T  <>ur  new  Spring  Line  of  Hair  Ornaments,  Hair 
Goods  and  Mesh  Bags,  etc.,  will  be  ready  for  in- 
spection on  January  Htih.  There  will  be  many 
exclusive  novelties  which  we  will  be  glad  to  show 

you. 

r  Let  us  send  you  one  of  our  new  Art  Calendars 
Write  for  it  to-day. 


S&     5$ 


HIBBKRT  &  JASLOW 

43  LeonardfSt. 

NEW  YORK 


207  St.  James  St. 
MONTREAL 


Specialists  in  Haii  Goods  and  Style  Accessories. 


TWINING  &  SONS 

Established   1865  /     ^  ^^ 

185  Brearley  St.,  Birmingham  /       Vg^^J 

Manufacturers  ol  even 
description  <>l  HAIR 
PINS 


Specialty  : 

Tin-   "Twyn/ast' 

The  REAL  Hair 

Pin   at   last. 
Tr\   it. 


Write   and  ask 
our  agents 

to   gh  e   >  ou  a  call. 

on   must 
ot  miss  our  specialties. 


^     /  Toronto: 

S.  J.  McGovern  &  Co. 

106  Mail  Building,  Bay  St. 


Montreal : 

P.  O.  Box"  974 


Button  Values 


are  usually  based  on  their  selling  qualities.  We 
keep   in   close   touch    with    the   Styli  -   and 

making  a  specialty  of  Buttons  can  place  before 
the  Canadian  buyer  a  sate  and  extensive  range. 
We  import  and  manufacture.  Our  traveller  will 
call   on   yon  soon.      Wait    for  him. 


Forsyth  Kimmel  Co.  Ltd. 


IMPORTERS 


BERLIN,  ONT. 


MAKERS 


STORE     MANAGEMENT— COMPLETE 


1<> 

UK. 


ull-l'ngc 
i  rntioi.M 


storeM,f 


J   Pud*. 
.1  in  Cloth 


ANOTHER  NEW  BOOK 

Br  FRANK  FARR1NCT0N 

|  A  Companion  b.-k  u,    Retail   Advertising   Complete 

$1    00     POSTPAID 

"Store    Management — Complete"    tells  sit   about    the 
management  of  a  store  bo  that  not   only   the   greatest   amies 
|  but  the  Isrge&t  profit  may  be  rcalited. 

THIRTEEN  CHAPTERS 

Hviill  sample: 

CHAPTER  V.— The  Store  Policy— What  ii  .UnMbe 

to  hold  trad*.  The  non«)  -ti  »d.  plan.  Taking  bark  goods. 
Meeting  cut  r«(rs.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.       CooHM)    tO  fu«.tomers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Sent!  us  $1.00.       Krrp    the    book  ten  ds>  s  and  if  it  isn't 
wortll  the  prio.  return  it  and  set  )  our  money  back. 

Technical  Book  Drpt.,   Mac  Inn  Publuhiog  C. 
TORONTO 
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HAIR  GOODS 

for 

Spring 


1  <  ok  foi  Ihll  label  in  b  u: 


our  three-strand  switches 
—24  in.,  2%  oz.;  26  In., 
2%  oz.,  are  made  of  the 
best  refined  hair,  with  nat- 
ural  wave. 


Now  is  the  time  to  place  your  orders 
for  Hair  Goods  for  Spring 

Much  of  your  success  depends  on  what  brand  of 
Hair  Goods  you  sell.  Let  it  be  our  goods  and  you'll 
have  to  offer  to  your  customers  the  best  in  style,  in 
quality,  and  price. 

We  sell  only  through  the  wholesalers,  this  being  the 
most  economical  way  from  manufacturer  to  retailer. 

Ask  your  wholesaler  for  samples. 


Standard  Hair  Co.,  Montreal 


HAIR  GOODS 


Advance  stylo  from  Paris  and  London  indicate  a  return  to  the  high  coiffure.    This  means 
that  Switches  will  be  much  in  demand. 

We  have  a  very  large  stock  ready  to  meet  the  requirements  of  the  trade  and  can  ship  orders 
promptly.    Special  prices  on  all  lengths  and  qualities. 

Switches  20  to  30  inches  long,  at  $6.00  to  $30.00  per  doz.,  according  to  length  and  quality. 
SPECIAL — A  nice  switch  of  fine  hair  to  retail  at  25c  should  interest  you. 
Write  at  once  for  sample  and  quotations. 

HIBBERT  &  JASLOW 

207  ST.  JAMES  STREET  MONTREAL 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 
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Preparing  to  Take   Advantage  of  Parcels  Post 

The  New  System  Will  Soon  be  Inaugurated  and  Merchants  Must 
be  Prepared  to  Meet  the  Conditions  Which  Will  Arise  —  Some 
Plans  Which  Might  be  Followed  Out  to  Advantage — A  Suggested 
Form  for  Circular  Letter. 


THE  Canadian  Parcel  Post  service 
will  be  inaugurated  sometime  dur- 
ing the  month  of  February.  It 
was  announced  originally  for  the  first  of 
January  but  was  postponed  owing  to  de- 
lays in  coming  to  agreements  with  the 
railways  over  rates.  The  interval  should 
be  employed  by  dry  goods  merchants  in 
making  preparations  to  cater  to,  secure 
and  hold  the  trade  of  their  district  out- 
side of  their  usual  vehicular  deliveries. 
If  they  are  not  ready,  they  will  have 
abandoned  their  own  legitimate  field  to 
the  departmental  stores. 

One  important  item  is  not  yet  known 
about  Parcel  Post,  and  that  is  the  rate. 
We  are,  however,  assured  that  the  rate 
for  the  first  zone  (which  will  include  all 
territory  within  the  radius  of  20  miles 
from  any  post  office)  will  be  low.  This 
was  designed,  it  is  understood,  to  restrict 
the  work  of  the  mail  order  business. 
Will  the  retail  trade  take  advantage  of 
the  superior  position  they  will  occupy 
within  this  20-mile  radius? 

Two  things  that  will  help  the  dealer 
in  the  smaller  centres  are  rural  free  mail 
delivery  and  rural  phones.  But  these 
will  help  only  him  who  uses  them.  The 
parcel  post  will  go  into  operation  along 
every  one  of  the  rural  mail  routes  as  well 
as  in  the  city,  town  and  village  offices. 

The  dealer  should  first  secure  a  list  of 
all  farmers  in  the  surrounding  country 
past  whose  gates  go  His  Majesty's  mails, 
and  also  those  who  have  rural  phones  for 
a  special  auxiliary  store  service.  The 
farmer  can  easily  be  tempted  to  try  out 
the  new  system,  but  the  merchant  must 
assume  the  initiative.  Domesday  will  find 
the  dealer  still  waiting  who  expects  the 
farmer  to  make  the  first  move.  That  is 
not  the  policy  of  the  big  mail  order 
houses;  and,  however  you  approve  or  dis- 
approve of  their  operations,  it  is  not  al- 
ways a  bad  policy  to  follow  similar 
methods.  There  will  be  a  race  to  get 
the  business  of  the  rural  mail  route 
farmers  as  soon  as  the  parcel  post  sys- 
tem opens:     it  is    the    big  mail     order 


DRY  GOODS  DELIVERED 
BY  HIS  MAJESTY'S  MAILS. 

From 

Thompson  &  Henry, 

Dry  Goods  Merchant*, 

.    Bensonville. 
To 

Mrs.  James  Brown, 

R.  M.  R.  No.  6, 

Bensonvilh  . 
Dear  Madam : 

On  February ,  the  Post 

Office  Department  will  in  augur- 
ate  the  new  Parcel  Post  system 
by  which  any  goods  under  11 
pounds  in  weight  may  be  sent  in 
one  parcel.  We  have  made  spe- 
cial arrangements  to  give  you  a 
quick  service  by  taking  full  ad- 
vantage of  the  new  system. 
Your  rural  mail  leaves  the  Post 
Office  each  day  at  11  a.m.,  and 
any  order  received  by  us  up  to 
9.30  the  same  morning  will  be 
sent  out  at  11  will  reach  you  in 
the  course  of  the  same  day.  If 
you  have  a  phone,  just  call  us 
up  at  No.  133  Bensonville:  by 
letter  or  phone,  it  matters  not; 
Thompson  &  Henry  and  the 
new  Parcel  Post  are  at  your 
service.  The  Government  has 
arranged  a  specially  low  rate 
within  a  20-mile  zone  (which 
will  include  you  and  ourselves), 

commencing  at  cents  per 

-,   and  going   up   to   — 


cents  for  11  lbs. 

We  keep  everything  in  dry 
goods,  and  have  added  your 
name  to  our  list  for  special  an- 
nouncements. 

Try  that  new  combination — 

Thompson  &  Henry. 

The       Parcel      Post. 


houses, — or  you,  and  if  you  give  a  rapid 
as  well  as  satisfactory  service  you  should 
win  out.  So  get  ready  at  once,  and 
figure  out  how  you  .are  going  to  make  a 
bid  for  their  trade.  Some  of  them  you 
may  have  already  from  calls  they  make 
when  in  town.  Take  it  for  granted  they 
will  do  more  by  mail  now,  so  get  in  touch 
with  them.  Many  you  have  never  touch- 
ed:  get  after  them  at  onee. 


The  preliminary  steps  are: — 

1.  Get  from  the  local  Post  Office  a 
list  of  all  the  rural  free  mail  delivery 

routes  operated  from  it. 

2.  Secure  from  the  Post  Office,  or 
the  men  who  have  the  contracts  for 
delivering  these  mails  (the  "car- 
riers"), a  list  of  all  the  farmers  and 
others  on  these  routes.  (If  this  fails, 
it  might  pay  you   to  get   the  names 

from  the  boxes  themselves  on  a  special 
trip). 

3.  From  a  phone  book,  ascertain 
how  many  of  these  have  phones. 

4.  Prepare  a  circular  letter  or  hand 
bill,  and  send  it  to  each  of  these  farm- 
ers, announcing  date  of  inauguration 
of  the  Parcel  Post,  what  it  means  to 
them,  and  how  they  may  take  ad- 
vantage of  it. 

5.  A  few  days  after  the  service 
starts,  send  a  circular  or  phone  those 
whom  you  have  not  heard  from,  re- 
minding them  that  others  have  taken 
advantage  of  your  expeditious  handl- 
ing of  orders  in  combination  with  the 
Parcel  Post,  and  dwell  again  on  the 
stock  and  values  you  can  supply  and 
give  particulars  as  to  the  filling  and 
sending  out  of  orders.  Make  this 
follow  a  regular  schedule,  which  will, 
in  many  districts,  allow  orders  to  be 
filled  the  same  day  and  forwarded  to 
reach  their  destinations. 

A  sample  form  of  circular  is  suggested 
for  those  who  have  'phones  in  their 
houses.  For  those  who  have  not,  the 
wording  naturally  will  be  different  in 
some  respects,  but  the  general  message 
will  be  the  same.  You  might  add  to  it  a 
general  list  of  goods,  start  out  by  giving 
a  list  of  special  lines  to  which,  perhaps, 
you  can  attach  prices  that  will  interest 
them.  The  more  definite  you  are,  the 
more  pull  your  letter  will  have.  Or,  if 
you  are  satisfied  with  a  general  list  first 
time,  have  a  special  one  ready  for  your 
next  assault  upon  their  custom.  If  they 
send  in  an  order,  have  some  message  to 
send  back,  with  the  order,  to  help  draw 
a  second  order. 

Make  it  a   live-wire  connection. 

From  time  to  time  this  year  The 
Review  will  describe  the  experiences  of 
merchants  who  make  successful  use  of 
the  Parcel  Post. 
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Replacing  Atrocious  Reds,  Greens  and  Yellows 

Soft  Tones  of  Grey,  Fawn,  Brown  and  Grey  Green,  More  Grateful 
to  Average  Person  in  Decoration  of  Rooms — Thirty-foot  Friezes 
Without  Repeating  the  Pattern — Luxurious  Combinations  in 
English  ( Jretonnes — Relieving  Insipidity. 

Written  for  The   Re>  tew   by    W.    II.    Elliott. 


TELE  tendency  of  all  ulterior  deco- 
ration at  present  is  towards  sim- 
plicity in  treatment  and  modera- 
tion in  color.  Broad,  plain  surfaces, 
emphasized  or  relieved  by  friezes  or  nar- 
rower borders  in  which  color  more  pro- 
nounced is  introduced,  are  appropriate 
for  all  rooms  public  or  private. 

And  this  is  conducive  to  a  better 
standard  of  taste,  for  while  nothing  is 
more  satisfying  to  nearly  everybody 
than  glowing  harmonious  coloring,  very 
few  who     have     the     handling    of  such 


•Mr.  Elliott  Is  head  of  the  well  known  firm 
(if    KUIott   A    Sou,   Toronto. 


schemes  are  equal  to  the  task.  Our 
houses  in  too  many  cases  were  a  succes- 
sion of  red,  green  and  yellow  rooms  not 
always  pleasing  in  their  individual  col- 
or,  but    harrowing  in   their  combination. 

Vivid    Green  and  Vivid   Reds 

In   our   public   buildings   may    now   be 

Been  atrocious  attempts  by  amateurs  in 
which  vivid  greens  are  relieved  by  vivid 
reds, — •  if  we  may  use  the  term  "reliev- 
ed" in  such  a  case.  The  soft  tones  of 
grey,  fawn,  brown  and  grey  green  now 
favored,  it   somewhal   non-committal,  are 


much  more  grateful  to  the  avei 

son.     And  when  these  tones  are  ei 
ed    and    purified    by    smaller   bodf 
harmonious  color   in    the  shape  of   nar- 
row border-  or  friezes,  the  effect  19 
pleasing. 

Very  good  surfaces  are  obtained  by 
passing  over  the  under  tint  a  gia/e  of 
transparent  color  which  is  then  reduced 
by  padding  with  a  soft  cloth  until  it  is 
a  mere  film  but  giving  a  much  mellow- 
er surface  than  flat  painting  can  pro- 
duce. The  same  effect  is  got  in  many 
wallpapers  by  over-printing  a  texture 
imitating  rough     plaster,     burlap,  linen. 


DBAWING   KOOM   IN  YELLOW  sn.K   PANELS. 

Tin-    handsome    mom    has   a    color    BCbei >t'    SOfl    brown   and   green.      The   walls   are   covered    with   brown    silk    panels, 

while   the   woodwork    i-   of   white  enamel.     The   apholstering   iii    the   eorner   seat      is     of     brocaded   silk.     The   ruj;   is   hand- 
made with  border  of  floral  effect,  repeating  the  coloring  of  the  wall,  while  the  body  of  the  carpet  is  Ln  -oft  green,    The 

curtains    are    of    Negamo    silk    with    the    -aino    Coloi     -elieme    a-    the    wall.      The   electric    lights    on    the    mantel    an    torcheres 

carved   in   wood  and   gill   with   green   -ilk   shade-.     Designed  bj   Elliott  A  Son,  Toronto. 
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CANADIAN 
LINOLEUMS 


AND' 


OIL    CLOTHS 

Linoleums  Floor  Oil  Cloths 

Table  Oil  Cloths  Stair  Oil  Cloths 

Enamelled  Oil  Cloths 

Designs,  Quality  and  Prices 


Our  goods  are  made 
to  suit  the  require- 
ments of  the  Cana- 
dian climate  and 
trade,  and  their  ever 
increasing  popularity 
is  proof  that  they 
give  satisfaction. 


are 
Right 

SEE 
OUR 

SAMPLES 

SAMPLES 

of  our  Goods 
are    in    the 
hands   of    all 

Wholesale  Dry 
Goods  Jobbers 

Manufactured  by 


The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 
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DESTGN    FOR    LIBRARY    IX    MODERN    RENAISSANCE. 

This  rich  looking  room  has  woodwork  of  English  oak  with  book-eases  set  in  wall.  The  ceiling  is  beamed,  and  the 
frieze  and  ceiling  hand-decorated  in  a  soft  blue  color  scheme.  The  curtains  on  the  windows  are  of  blue  velvet  made 
with  applique  borders  and  the  window  seat  is  of  velvet  of  the  same  shade.  The  rug  is  hand  tufted,  specially  made  for 
this  room,   in   a  scheme  of  soft  blues  and  rose.     Courtesy  of  Elliott  Ac  Son,  Toronto. 


etc.  Another  excellent  paper  is  made  by 
spraying  the  color  on  a  prepared  ground. 
producing  much  the  effect  of  the  pad- 
ding described  above.  This  paper  can 
be  had  as  wide  as  nine  feet,  and  in  a 
variety  of  colors,  so  that  a  whole  wall 
may  be  covered  without  a  joint.  Where 
there  is  no  workman  capable  of  mating 
good  colore  this  is  a  useful  material. 

Mural   Painting  Adds  to 
Interest 

In  a  room  where  some  such  space  ex- 
ists as  a  panel  over  the  mantel  shelf  or 
a  deep  frieze  around  the  room,  a  bit  of 
mural  painting  adds  wonderfully  to  the 
interest  of  the  room.  If  the  purse  does 
not  allow  of  (his  friezes  may  be  had  as 
long  as  thirty  feel  without  repeating  the 
pattern,  and  reproducing  v*erj  well  the 
effeci   "i    band  painting. 

Drapery  materials  follow  the  lead  of 
the  wall   papers   in  being  quiet    in   lone 

and  bezture,  if  W<  perhaps  except  the 
printed  linens  and  cretonne-  which   while 

much  quieter  in  color  than  a  \ ear  or  t wo 

ago,  -till  revel  in  luxurious  combinations 

itoral     flowers.     I  and  birds. 


Joining    Wallpaper  and     Hangings    to 

Increase  Sales 

Public  Appreciate  Advice  in  Scheme  for  Whole 

Decoration  of  Room — Buying  a  Few  <  1 1  Lines 

— Spring  Styles  in  Paper  for  the  Various  Rooms 

—  Blends  for  the  Halls     -  Cretonne  Effects  in 
Bedrooms. 


As  is  pointed  out  elsewhere  by  Mr. 
VY.  II.  Elliott,  an  expert  in  house 
furnishings,  the  whole  trend  in 
wall  papers  and  roof  decoration  general- 
ly is  towards  softer  tone-  and  greater 
simplicity  in  design  ami  the  blending  oi 
the  various  (dements,  paper,  hangings, 
floor  coverings  and   furniture. 

Equally  as  noticeable  is  the  apprecia 
lion  by  the  public  of  skill  mi  the  pari 
of  the  house  furnisher  in  harmonizing 
all  these  elements.  There.is  :i  growing 
disposition  to  regard  each,  not  as  com- 
plete in  itself  or  :i-  separate,  i»u i  as  part 
of  :i  whole  that  can  onlj  be  arranged  ar- 
tistically by  a  mutual  dependence  ot 
one  on  the  others,  :i  blending  in  n 
111 


the  colors  and  designs  ot  all  alike  must 
harmonize. 

This  demand  for  specialized  know- 
on  the  part  of  the  one  who  is  sell- 
ing the  various  part-  of  a  room's  furn- 
ishings,  unquestionably  adds  to  the  dif- 
flculties  and  costs  of  carrying  on  thi* 
branch  o\'  a  dry  goods  store,  but  a-  in  bo 
main  other  departments  oi  merchandis- 
ing, the  inclinations  of  the  public  must 
be  met.  It  is  ail  axiom  that  an  ideal 
salesman  must  know  more  about  the 
articli  .  is  selling  than  his  customer, 
and  there  prohahh  is  not  a  branch  in  a 
dry  goods  store  in  which  this  ideal  con- 
dition   is  more   difficult    to  attain.     This. 

perhaps,  is  due  more  than  anything  else 
tinned  on  page  148.) 
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English  Made  Furniture 

CANADA 

E.COHEN  &  SONS 

1~19  CurxainRqad  e.g. 

LOTMDON     *>■    ^*    -=*     ^     "    ^         ETNTGLAJSTD 

ARE  OFFERING  AN  EXCLUSIVE 
RANGE  OF  MODELS  REPRODUCED 
AND  ADAPTED  FROM  ALL  THE 
PERIOD  STYLES   « — -» 

WITH 
A."N  LLNIQJIE    SELECTION    OF 
CONTEMPORARY    DAMASKS 
TAPESTRIES  VELVETS    ETC., 


PHOTOGRAPHS  WITH  PRICES 
MAILED    OTST    APPLICATION. 
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Adapting  Period  Styles 

To  Modern   Requirements 

The  Necessity  of  Applying  the  Period 
Idea  With  a  Regard  to  Utility — French 
Designers  Have  Shown  Considerable 
.skill  in  Adapting  Period  Styles — The 
Position  of  the  Retailer. 


The  new  art  adapted. 

T1IK  introduction  of  period  styles 
in  housefurnishing  has  ool  been 
entirely  a  step  in  the  right  direc- 
tion. A  room  finished  in  period  style 
if  properly  finished  lias  beauty,  distinc- 
tion and  individuality.  It  is  possible  to 
obtain  these  qualities  more  surely  by  the 
cairying  out  of  the  style  of  some  par- 
ticular period  than  in  any  other  way. 
Nevertheless,  there  are  grave  dangers 
among  which  the  gravest  is  that  in  nine 
out  of  ten  the  "finishing"  is  not 
done  properly. 

It  is  not  the  easiest  thing  in  the  world 
to  carry  out  a  period  idea  to  the  letter 
in  fitting  up  a  modern  room.  Little  in- 
congruities are  almost  certain  to  creep 
in.  Modern  touches,  faulty  rendition  of 
period  ideas,  jarring  details  soon  mani- 
fest themselves  even  when  the  selection 
and  arrangement  is  in  the  most  skilled 
hands. 

The  fact  of  the 
matter  is  that  it 
ia  almost  an  im- 
possibility to 
carry  out  a  per- 
iod setting  for 
modern  use  with 
a  complete  de- 
gree of  accuracy. 
For  show  pur- 
poses  it  is  quite 

possible  to  ar- 
range a  room  ex- 
actly as  they  did 
it  hack  in  the 
days       of      Marie 

Antoinette.  or 
Queen  Elizabeth. 
When  the  room 
thus  arranged    is 

to  be  actually 
lived  in.  how- 
ever, difficulties 
start  to  arise. 
The  furniture  of 
8      few      rent  lines 

ago    «as   alrighl 

as    far   an   it    went 


hut  it  did  not  go 
far  enough.  Try 
to  make  yourself 
comfortable  in  a 
strictly  Pompei- 
ian  or  Jacobean 
room  and  this  fact  will  impress  itsell 
most  strongly  on  your  mind.  In  period 
furnishings  there  is  a  lack  of  the  little 
thingsj  the  details  of  comiort.  bo  neces- 
sary in  modern  life.  It  is  almost  cer- 
tain, therefore,  that  people  will  start  to 
make  certain  innovations,  to  introduce 
small  articles  and  details  distinctly 
modern  and  useful.  Before  long  th< 
room  has  become  a  hotch-potch,  a  con- 
glomeration of  period  and  modern,  in 
fact,  an  abomination. 

In  addition  to  this,  there  is  the  fad 
that  the  period  styles  date  so  far  back 
that  it  is  difficult  indeed  to  carry  out 
the  idea  faithfully.  It  is  almost  as  ditli- 
cult  for  people  of  the  present  day  to  ac- 
commodate themselves  to  the  effects  of 
the  fifteenth  century  as  it  would  be  for 
the  people  of  that  remote  time  to  get 
accustomed  to  modern  domestic  arrange- 
ments. 


\n 


it   windi 


itting  in  the  Mi 


rshnll    Field 
treatment. 
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The  jSecessityf  olJAdaptation 

Thus    it    follows   that   it   has   bee 
necessary   for  those  who  desire  to  fur- 
uish   certain    rooms  in  period  sty;. 
adapt  the  periods  to  modern  needs.     The 
process  of  adaptation  has  been  brought 
down   to  a   fine  science   in    France  where 
furnishers  have  found  it  possible  to  give 
to  a  room  the  proper  period  setting  witi. 
all   the  comfort   of  modern  surrounding- 
as    well.     The   adaptation   of  periods   is 
an    important    development   in    homefur- 
nishing,  which  promises  to  give  a   .. 
vogue  to     period   >tyles  as     a  result    of 
their  being  rendered  more  practical. 

It  is  not  intended  to  imply  any  criti- 
cism of  period  settings.  Rather  it  is  in- 
tended to  widen  the  popularity  of  the 
antique  style  by  finding  a  compromise 
between  the  cold,  formal,  not-to-be 
room  on  strictly  period  lines  and  the 
commonplace,  strictly  modern  room— a 
compromise  which  will  have  the  artistic 
merit  of  the  one  and  the  real  comfort  ol 
the  latter. 

The  accompanying  diagrams  show  how 
irnishers     of  Paris  are  proceeding 
about    the    work 
of  adaptation 

The  Retailers 
Position  '^j 

This  is  a  ma- 
ter of  import - 
ance  to  the  man- 
ager of  the  ho 
furnishings  d<  - 
partment  in  the 
retail  store.  The 
average  custom- 
er- relies  very 
much  on  the 
knowledge  of  the 
salesman  in 
matter  of  har- 
monizing and  the 
following  out  of 
period    lines     The 

average      pen 

in  fact,  know- 
little  about 
period  furnish- 
ing. In  c 
where  per. 
styles  can  be  af- 
forded,   however, 


ikowiag    a    now    drape 
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Feature  the  KT/gjEKA  ana<  Increase 

Your  Profits  in  1914 

You  are  now  deciding  important  matters  in  connection  with 
your  business  for  the  New  Year.  Here  is  one  that  should  claim 
your  serious  consideration  : — 

Many  merchants  last  year  added  a  nice  sum 
to   their  housefurnishing  department  earnings 
by   featuring  a  vacuum  cleaner  that  has  stood 
every    test    and    is    absolutely    reliable.      This 
was   the  "Eureka." 
The    Eureka    Yac- 
uum    Cleaner    never 
was  an   experiment, 
but      today      repre- 
sents   the    standard 
of  efficiency  in  this 
class    of   equipment 
for      the      sanitary 
home,      office     o  r 
store. 

You     can     sell     it 
to    your    customers 
with  confidence.  You 
can    demonstrate    it 
in  your  store  know- 
ing that  it  will  repeat    the   service    in    the    home   to    which    it  is  delivered. 
The  1914  model  of  the  Eureka  embodies  a  number  of  changes  which  will 
place  this  machine  in  a  position   of  still  greater  superiority.    Its   perfection 
safeguards  you  against  any  mistake. 

Write  us  at  once  for  descriptive  literature  and  for  details  of  our   propo- 
sition to  merchants. 

Onward  Manufacturing  Co, 

BERLIN,  ONTARIO 


Our  Newest  Styles  and  Designs 


OF  THE 


BRITISH 


MANUFACTURE 


MADE 


CANDLE  SHADES 
LAMP  SHADES 


ELECTRIC  SHADES 
INVERTED  SHADES 


LINEN,        SILK,        PAPER,  ETC. 
and  a  variety  of  Decorative  Paper  Goods,  Table  Centres,    Garlands,    Bells,    Etc. 

Will  Shortly  Be  Shown 

Ask  for  Catalogue  and  Particulars 

HAUSMANN  &  WOLFF 

Bunhill  Row,  LONDON,  E.C.    Factory:— Leyton,  N.E. 
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I  .  customer  is  keen  to  ti\  them,  in  rec- 
ognition of  the  great  favor  which  the 
antique  idea  has  won. 

In  ordi  r  to  give  satisfaction,  therefore, 
ii  i-  accessary  Cor  the  salesman  to  have 
a  clear  and  thorough  knowledge  of  period 
styles  .-  •  r i  <  I  their  adaptation  to  modern 
use. 


JOINING   WALLPAPKR 

(('out inued  on  page  L44.) 
to  the  fact  thai  a  houscfurnishcr  must 
depend  to  a  groat  extent  on  his  own 
taste,  and  although  this  may  be  develop- 
ed, there  must  he  rather  more  of  it  in 
B  salesman  or  a  saleswoman  as  a  foun- 
dation possession,  than  in  most  other 
lines,  before  any  satisfactory  develop- 
ment can  take  place.  So  much  depends 
on'  knowing  just  what  color  in  a  drapery 
will  suit  the  carpel  or  the  wall  paper,  or 
even  the  general  use  of  the  room  itself. 
"Matching"  with  some  is  an  instinct, 
an  instinct  purely  feminine,  some  would 
remark  until  you  reminded  them  of 
males  who  are  the  world's  greatest  mil- 
liners, the  world's  greatest  makers  of 
-owns,  and  designers,  indeed,  of  all 
things  feminine,  except  feminine  dis- 
positions, which  are  a  trifle  too  illusive 
for  men  to  work  with. 

Where  Every  Merchant  Can 
Score 
While  a  study  of  period  furniture 
and  mural  decorations  is  beyond  all  hut 
the  largest  and  most  exclusive  of  Cana- 
dian housefurnishing  departments,  there 
are  two  points  in  which  any  store  can 
meet  the  desires  of  the  most  of  its  cus- 
tomers. In  the  presence  of  the  enor- 
mous and  rapidly  increasing  demand  for 
cliint/ves,  cretonnes  and  indeed  all  kinds 
of  printed  fabrics  of  these  descriptions, 
the  merchant  should  have  a  good  selec- 
tion ill  patterns  and  have  them  well  dis- 
played, and  the  clerks  slmuld  be  trained 
in  the  use  of  these  materials,  and  be  able 
to  make  suggestions,  for  instance,  for  a 
rosy  corner,  and  tell  the  quantity  that 
will  be  required     and     the     price.     The 


making  up  of  curtains,  lambrequins,  and 
the  general  upholstery  work  can  easily 
be  attended  to  in  the  store-  itself. 

In  some  stores  the  departments  with 
wall  paper  and  hangings  of  all  kni'ls. 
and  ruga  and  carpets,  are  being  kept 
close  together,  and  some  one  is  employ- 
ed with  special  training  to  go  with  the 
customer  from  one  to  the  other,  and 
make  one  for  the  complete  deco- 

ration of  a  room,  outside  usually  of  the 
furniture.  The  point  to  be  settled  first, 
would  be  i  e  color  scheme,  then  the  style 
of  wall  paper,  then  the  curtains  and  up- 
holstery and  the  rugs,  and  so  forth.  The 
advice  that  the  store's  special  artist  in 
these  lines  can  supply  is  abundantly  ap- 
preciated and  in  more  than  half  the 
cases,  full  liberty  is  given  this  person 
to  arrange  for  the  fitting  out  of  the 
room.  For  such  a  service  the  store  re- 
'  i  ives  a  return  either  in  a  specific  charge 
or  inure  generally  in  the  greatly  increas- 
ed sales  in  all  the  departments  that  are 
comprised  in  that  decoration.  In  many 
cases  contracts  are  made  for  the  deco- 
ration of  the  whole  house,  and  where 
confidence  is  felt  in  the  taste  of  the 
store's  designer,  the  question  of  cost 
becomes  a  minor  consideration,  and 
there  is  no  system  of  tendering  to  re- 
duce the  profits  of  such  a  service. 

Styles  in  Paper  Constantly 
Changing 

Of  late  years,  more  than  formerly, 
questions  of  changing  styles,  have  play- 
ed an  important  part  in  housefurnishing 
business,  and  scarcely  a  season  passes 
without  some  significant  reverse  of  ex- 
isting customs.  This  applies  perhaps 
more  to  wall  paper  than  most  other  lines 
in  room  decoration.  It  is  thus  impera- 
tive on  the  merchant  to  follow  closely 
the  trend  of  fashion  in  order  that  his 
stuck  may  not  be  turned  down  as  out  of 
date,  a  condition  he  would  not  dream  of 
allowing  to  exist  in  some  more  obvious 
departments  of  constant  changes,  such 
as  mantles  and  dresses. 

Reference  has  been  made  in  previous 
articles  in  The  Review  to  the  close  rela- 


tion that  has  been  established  between 
wall  papers  and  chintz  hanging! 
much  BO  that  many  wall  paper  manufac- 
turers, if  they  turn  out  ■  that 
bids  lair  to  he  a  good  seller,  send  it  to 
a  designer  of  chintzes  that  he  may  turn 
out  an  exact  copy  or  one  that  will  blend 
with  it  in  design,  and  shade.  These 
papers  are  afterwards  sold  with  the 
chintzes  to  match,  and  this  simplifies  the 
work  of  the  salesman,  as  the  sale  of  one 
90  attractive  are  the  designs — invari- 
ably is  accompanied  by  the  sale  of  the 
other.  These,  of  course,  will  be  taken 
up  most  readily  for  sitting,  living 
-.  libraries  and  bedrooms. 

No  Reds  for   Dining   Rooms 

In  dining  room  decorations,  browns, 
greys  and  greens,  and  a  certain  amount 
of  blue  will  be  the  most  popular  this 
spring.  "Reds  are  out  altogether,  even 
is  not  in  demand."  said  one  auth- 
ority  to  The  Review. 

In  drawing  rooms,  greys,  fawns  and 
champagnes  are  among  the  leaders,  the 
whole  tendency  being  towards  quieter 
color-.  Some  foliage  papers  in  soft 
greys  are  being  shown,  and  a  white 
stripe  on  a  grey  background  is  treated 
with  a  deeper  color  effect  in  the  panel. 
Imitations  of  tapestry  in  pattern  papers 
are  also  seen.  Silks  and  silky  effects  are 
more  popular  than  ever. 

In  halls,  as  was  mentioned  in  an  ar- 
ticle in  The  Review  some  weeks  ago, 
leather  and  leather  effects  are  not  as 
strong  in  demand  as  one  or  two  years 
ago.  Blends  seem  to  be  taking  their 
place  to  a  considerable  effect,  in  delicate 
combinations,  of  which  a  russety  green 
is  among  the  most  popular.  Japanese 
i:rass  cloths  are  also  doing  well.  Leath- 
er, however,  is  being  much  used  in  of- 
fices to  compensate  for  the  lessened  de- 
mand    for  halls. 

In  bedrooms  there  is  the  only  change 
at  all  for  bright  colors,  and  these  are 
seen  in  pretty  cretonne  effects  especial- 
ly in  the  borders.  The  rest  of  the  pap- 
er, the  body,  is  of  plainer  floral  pat 
terns. 
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REPRODUCTION  OF  MUSEUM  RUGS— Seamless  Wilton 


We  herewith  announce  t<>  the  trade  thai  our  representatives  are 
now  showing  the  most  complete  and  attractive  range  of  imported 
reproductions  of  Real  Oriental  Rugs  copied  from  those  found  in 
European  museums,  valued  at  fabulous  sums.  These  rugs  have 
had  tremendous  sale  in  the  past  and  with  the  present  demand  for 
Orientals  will  be  extremely  popular  this  season. 

We  ask  you  to  look  through  the  range  when  our  representatives  call. 
Our  values  are  interesting.    Write  for  Color  Cards. 


OTTO  T.  E.  VEIT  &  CO. 


Importer*     and 
Commissioners 


14S 


Showrooms:   726  Empire  Bid*..  64  Welllniton 
Street  Weat.   Toronto.      Phone   Adelaide   3018 


HOUSEFURNISHINGS 


Dry  Goods  Review 


The  "Cadillac" 

an  efficient, popular-priced 

vacuum  sweeper  and 

cleaner 


ThesP  bandy  little  labor-savers,  though  popular 
price  ,  produce  the  most  extraordinary  results 
in  their  efforts  to  collect  dust  from  carpets, 
rugs,  draperies,  walls,  floors,  etc.  The  Cadillac 
Vacuum  Sweeper  (shown  to  the  left)  is  a 
marvel  of  simplicity,  gives  efficient  service  in 
sweeping  and  cleaning  at  the  one  time.  Price 
within  reach  of  all.  The  Electric  Cleaner 
shown  to  the  right)  is  the  "little  giant"  dust 
collector,  powerful,  easily  operated.  Send  for 
a  sample  of  these  machines. 


Write  for  full  particulars. 


The  Clements  Mfg.  Co.,  Ltd. 

78  DUCHESS  ST.  TORONTO 
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Look  after  the  1914  Quilt  Orders 
of  your  town— //   will  pay  you. 

Size  up  the  institutions,  public  and  private,  in  your  town  and  make  an  estimate  on  the 
number  of  quilts  that  they  use  in  the  year.    This  trade  will  pay  you  to  introduce 

DEARDEN'S  MONOGRAM  QUILTS 

jYLaae   oy  Jonathan    Dearaen    (y     Co.,   Limited 

11-13   Bridgewater     Place,      T^lanchester.     Trills  ■      Bolton,       Lancashire 

We  make  monogram  and  special  design  quilts  for  hotels,  hospitals,  large  boarding 
houses,  asylums,  railway  and  steamship  companies,  etc.  Let  us  quote  you  on  the 
estimated  requirements  of  those  interested. 

Write  for  samples  to-day  either  plain  or  with  monogram. 

R.  H.  Cosbie,  Limited 

IRISH  LINEN  AGENCY 
30  Wellington  St.  W.  Toronto 
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NEWS  OF  FUR  TRADE 


Eyes  Will   Blink   at   Next  Year's  Freaks  in  Furs 

Odd  Combinations  of  Furs  and  Fur  and  Silk — "Public  Going 
Crazy  on  Novelty  Sets" — Shorter  Coats,  Big  All  Over,  to  Match 
Peg-top  Skirts — Fox  and  Wolf  Leaders  for  Sets — "To  the 
Furnace  With  Dyed  Furs." 


fcinp   HE  freakiest  I've  seen." 

_|_  So  spoke  the  buyer  who  re- 

turned from  a  week's  sojourn 
in  New  York  early  this  year. 

And  he  had  been  in  the  business  for 
25  years. 

"Talk  about  extreme,  -well,  you  just 
should   see   them." 

He  went  on  to  declare  that  Canada 
would  never  accept  them  except  in  a 
greatly  modified  form;  and  this  buyer 
and  manufacturer,  it  should  be  under- 
stood, is  rather  inclined  to  novelties,  as 
lenders  or  baits  for  the  more  conserva- 
tive   lines    lie    carries    in    stock. 

The  "freaks,"  lie  described  briefly  as 
weird  combinations  of  furs,  black  and 
white  fox,  or  red  and  black  fox  predom- 
inating. Not  so  much  in  the  two  meet- 
in-  in  ;i  set.  but  in  the  odd  and  as  In- 
called  it  "outlandish"  forms  in  which 
the  mixture  was  perpetrated. 

Before  taking  these  up  in  detail, 
notice  one  or  two  more  points  in  the 
1914-1915   category   of   novelties. 

A  combination  of  silk  and  fur,  the 
silk  in  the  form  of  a  broad  band  or 
holder  and  the  fur  running  down  the 
centre,  often  so  small  that  it  was  little 
better  than  an  excuse. 

The  silk  ornament,  is  being  eliminated 
in  eoats  and  sets,  but  the  silk  tassel  re- 
mains. 

A  new  style  of  36-inch  coat  has  been 
worked  out,  with  a  bag  effect,  very 
loose,  and   fur  belt  around  the  waist. 

A  new  24-inch  "hip  coat"  also  with 
belt  of  fur,  also  very  loose. 

The  latter  coat  he  thinks  may  be 
adapted  to  Canada,  but  he  is  a  full- 
fledged  skeptic  about   the  36-inch-er. 

Public    Must    Have    Novelties 

The  novelties  in  fur  sets  were  to  be 
expected,  and  if  ingenuity  tall  not  down. 

the   fall  of   1915   will   see  another  edition 
more    extreme,    if    it     can    be.    even    than 

this  year's.  Daring  the  Pall  of  L913  then- 
was  a  remarkable  eagerness  displayed  in 

picking    up    those    same    freakish    stoles 

and    muds.        \-    a    supplement    to  the 


INTO  THE  FURNACE. 

.1  viz/tor  to  Nt  a  ]'(,r/:  early 
this  year  reports  that  those  un- 
natural dyed  manipulations'  of 
(jood  honest  furs,  in  brilliant 
'/allows,  greens,  reds,  blues  and 
tango,  that  were  effected  chief- 
ly for  trim  in  in g  gowns  this 
past  year,  are  dead,  absolutely 

ib ml. 

"Firm*  that  have  any  stock 
of  them  arc  casting  them  into 
the  furnace,  for  there's  no 
other  place." 

"Good  thing,  ten."  was  his 

rations  com  mint. 


staple  business  of  the  fur  dealer  it  rank- 
ed as  a  bonanza,  better  even  than  the 
Christmas  bonuses  handed  out  by  the 
banks, — to  their  employes.  The  new 
rage  for  associating  furs  with  evening 
or  afternoon  gowns  and  hats,  created  a 
new  field  tor  the  sale  of  separate  pieces, 
and  the  very  fact  that  they  were  sold 
separately  permitted  a  departure  from 
any  regular  type  that  might  be  requir- 
ed if  there  was  any  mating  to  be  done 
with  another  piece.  Dealers  from  end 
to  end  of  the  land  were  enthusiastic 
over  the  possibilities  both  of  the  novelty 
sets  ami  the  sales  of  single  pieces,  and 
a  New  York  designer,  when  a  mild  re- 
monstrance was  entered  by  the  Cana- 
dian, replied:  "What  can  T  do?  They 
will  have  them,  and  I've  been  racking 
m\  brains  to  turn  out  something  new." 
His  success,  without  venturing  on 
dangerous  flattery,  may  be  regarded  as 
phenomenal. 

Red   Fox  and   Seal   Set 

Take,  for  instance,  a   neck  piece  form 
ed    of     a    Combination     o\'    red      fox    and 
French   Bndson  seal.     The  upper  portion 

around  the  neck,  is  broad  and  goes  well 
over  the  shoulders  like  a  cape.       The 

main    portion    is    of    seal,    with    red     Pox 

Oil    the    inner    and    outer   edges.      A    nar- 
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'ow  bow  or  "streamer"  of  seal  fall.- 
from  the  centre,  with  a  ring  of  red  fox 
half  way  down  and  another  on  the  low- 
er end.     Can  you  picture  it  T 

A  large  muff  in  white  fox  has  an  M- 
shaped  border  of  black  along  the  front. 

A  stole  of  white  fox  has  a  couple  of 
V-shaped  trimmings  of  Hudson  seal  or 
black  velvet,  and  the  odd  effect  is  in- 
creased by  the  upper  trimming  on  the 
left  side  being  above  the  one  on  the 
right. 

Silk  and  fur  is  a  very  common  com- 
bination. Several  stoles  are  shown  of 
silk,  with  a  fur  knot  half-way  down  and 
fur  tails  on  the  end  of  the  silk  at  the 
bottom.  One  fur  ruff  has  a  silk  bow  and 
tassels   hanging  down. 

A  stole  is  made  of  a  wide  piece  of 
black  silk  with  niching,  and  a  narrow 
strip  of  red  fox  or  natural  wolf  running 
down  the  centre. 

There  are  some  odd  arrangements  of 
red  fox  and  mole.  The  main  part  of  a 
muff  is  formed  of  mole,  and  across  the 
trout  is  thrown  a  red  fox  skin,  with  the 
head  at  the  lower  right  hand  corner,  and 
the  brush  hanging  below  the  left  hand 
corner. 

In  another  the  head  is  in  the  centre  at 
the  righl  hand  side,  with  the  body  run- 
ning up  to  the  upper  left  hand  corner 
and  falling  down  the  left  hand  side, 
while  tails  bang  down  below  either  end. 

\  silk  muff,  with  niching  at  the  sides. 
is  finished  with  a  red  fox  head  and  black 
silk  bow  in  the  centre  and  bands  of  red 
Pox  running  vertically  near  each  end. 

Often  the  paw  of  the  fox  is  separate-! 
from  the  head,  and  is  used  as  a  fastener. 
or  otherwise  shaped. 

In  some  neck  pieces  as  many  as  three 
Pox  heads  are  seen  together. 

The  old  Empire  shape  of  muff,  with  a 
flap  on  it.  seems  to  be  coming  back,  but 
with    it    are  a   variety  of  Strange  sli; 

Even  the  heart-soaped  muff  has  not  been 
allowed  to  remain  unaltered,  for  alom: 
the  bottom  through  the  apex  runs  a  long- 
bow of  Pur  01  black  velvet  or  silk  the 
whole  length.  These  bows  are  often  u-ed 
at   the  neck  as  a  fastener,  and  are  made 
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I  For  Manufacturers  of  Women's  Outer  Garments,  j 
the  Cutting-up  and  Millinery  Trades,  etc. 
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KT  us  wish  you  all  a  very  prosperous  New  Year !  We  want  to  assist  you  to  begin  1914  aright, 
by  giving  information  about  some  of  the  numerous  Products  of  our  Shelton  Looms.  Several 
of  our  specialties  are  adapted  to  multifarious  uses. 


Let  us  emphasize  that  this  is  headquarters  for  everything  capable  of  being  made  on  Velvet  or 
Plush  looms.  Here  you  will  find  those  exclusive  creations  which  received  the  Grand  Prix  at  the 
recent  Ghent  Universal  and  International  Exposition;  also  other  creations  that  can  not  be  found 
elsewhere  in  the  civilized  world.  The  Grand  Prix  was  awarded  to  our  Products  in  face  of  the 
world's  competition.  It  shows  conclusively  that  Europe  no  longer  excels  the  United  States  in  some 
things ! 

Good  furs  are  growing  scarcer  and  dearer.  The  Hudson  Bay  Company  is  obliged  to  send  its 
trappers  and  agents  farther  North.  Poor  furs  are  the  most  expensive.  Our  Artificial  (Synthetic) 
Furs,  are  the  best  fabrics  for  replacing  natural  pelts.  Domestic  Cloak  and  Suit  manufacturers  and 
the  Cutting-up  and  Millinery  trades  consider  them  indispensable.  For  years  they  have  known, 
from  practical  experience,  that  our  near-furs  reflect  all  of  the  beauty  and  rich  lustre  of  expensive 
natural  skins.  Their  profuse,  dense  plush  is  in  marked  contrast  with  the  meagreness  of  some  other 
plushes.  Microscopic  enlargements  of  ours  and  of  others  will  demonstrate  the  superiority  of 
Shelton!  You  can  learn  this  for  yourself,  by  taking  sections  of  them  all  and  putting  them  under 
a  high-power-magnifier. 

Our  Last  rah  moth-proof  Mohair  panne,  is  of  great  value  to  progressive  Upholsterers  and  In- 
terior Decorators.  For  seats  and  backs  for  chairs,  etc.,  it  will  be  found  preferable  to  leather,  which 
it  will  outlast,  without  cracking.  For  mural  decorations,  Lustrah  is  far  more  desirable  than  coarse 
jute  fabrics,  which  often  disfigure  otherwise  harmonious  rooms. 

For  Carpet  and  Department  Stores  our  Mohju  Sanitary  Rugs  are  decided  attractions.  Theii 
sizes  are  so  accommodating  as  to  admit  of  use  in  many  places  where  the  dimensions  make  it  impos- 
sible to  consider  imported  rugs  of  known  rigid  sizes. 

Correspondence  is  invited.  We  have  a  number  of  customers  in  Canada  who  have  dealt  with 
us  satisfactorily  and  profitably  for  many  years.  But  we  desire  a  far  larger  representation  on  our 
books.  There  is  not  a  Canadian  manufacturer  or  dealer  who  will  not  be  decidedly  benefited  by 
dealing  here.  Our  prompt  service  is  a  boon  to  many.  It  emancipates  them  from  the  delays  insepar- 
able from  importing  goods  from  Europe.  The  advantages  we  offer  are  more  than  sufficient  to 
offset  the  duty  which  shipments  from  our  Looms  must  pay.  Acquaint  yourself  with  us,  without 
delay.    Every  day  spells  opportunity. 


mmmw  BMMMmwwMMM*  &  Communy,  me. 

Founded  in  1854 

Pres't    fir  Treas. 


395-401  Fourth  Ave.,  at  28th  St.      New  York. 
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either  in  black  fur  or  in  velvet  or  silk; 
it  <ioes  not  seem  to  matter  much  which. 

Fox  and   Wolf  are   "It" 

As  will  be  judged  by  these  sample 
showings,  i'ox  is  running  very  strong  for 
n.vl  season.  In  fact,  it  is  easily  the 
leader  for  sets,  and  red  fox  seems  al- 
most as  strong  as  black  or  white.  A 
close  second  would  appear  to  be  wolf,  in 
black,  bine  and  natural. 

So  far  as  New  York  forms  the 
standard  lor  Canada,  moleskin  and  civet 
•  at  will  not  be  as  prized  this  next  season 
as  they  have  been  for  the  last  two.  There 
were  unusually  heavy  runs  on  both  in 
191.1-1914,  I  he  moleskin  not  only  for  sets, 
but  for  coats,  and  the  civet  cat  chiefly 
for  a  contrast  fur  as  trimming,  although 
a  few  coats  and  full  sets  were  sold  in 
arli  cits   in  the  novelty  lines. 

Coming  to  the  question  of  coats,  Hud- 
son seal,  it  would  appear,  will  be 
stronger  than  ever,  and  that  is  not 
minimizing  its  influence,  for  it  has  ruled 
strong  this  past  year.  Persian  lamb  as 
a  staple  line  continues  to  flourish,  and 
there  is  no  indication  of  any  subsidence 
in  its  popularity.  While  fox  and  wolf 
are  likely  to  cost  fully  as  much  as  last 
year,  both  Hudson  seal  and  Persian 
are  amoni,'  the  many  furs  due  for  a  de- 
cline, although  the  exact  degree  of  this 
will     not     be     known     until     after     the 


SFAY  I'll:  STYLES 

S(  ti  a  ill  go  b>  <j>>  ater  ex- 
treme* in  stifle  than  ever  be- 
fore, with  si, an  ,-<  markable 
combinations  of  fur  with  fur 
inn!  fur  iiinl  sill    <>r  i  <  I ' i  <  I . 

New  style  of  38-inch  rout. 
very  loose,  full  right  to  bottom, 
to  accommodate  present  style 
of  peg-top  skirl .  1 1  has  a  I"  If 
of  fur  and  «  plain  straight 
front  with  no  cutaway. 

A  -2  [-inch  "hip  coat"  very 
full,  with  In  1 1  of  fur  and 
straight  front. 

Silk  ornaments  disappear, 
but  silk  or  velvet  bows  and 
tasst  Is  are  vt  ry  strong. 

Fox,  black  and  red,  and 
wolf,  black,  blue  and  natural. 
will  be  leaders  for  sets.  Mole- 
skin and  rivet  cat  and  mink 
not  as  strong  as  before. 


January   and   March    sales    have   passed 
into  history. 

So  far  as  the  styles  of  coats  go,  for 
Canada  at  all  events,  the  three-quarter 
45-inch  is  likely  to  be  the  rule  next  fall. 
It  has  come  with  this  season  to  be  a 
staple,    and    has   been    taken    up    in    all 


<|iiar-  a     warm,     becoming     and 

moderate  priced  article.  This  L 
and  tin'  40-inch  have  a  big  following. 
despite  the  attempt  across  the  border 
to  run  to  shorter  lengths.  In  fact,  a 
manufacturer  who  sent  a  40-incb  Persian 
to  B  lady  in  Eastern  Ontario  was  ad- 
monished for  making  it  "a  little  too 
t." 

Shorter  and   Looser   Coats 
But   all  the     same,  New     York 
shorter  coats,  Jfi-inch  and  a  special  line 
of  24s.     These   arc   as   n    eh    fi   . 
their  make-up  a«   the  novelty    - 
approximate — as     furs     this    past     year 
showed  a  tendency  to  do-    to  the  ~t  \  1<  « 
owns,  skirts,  etc. 
This   coat,   as  described   for   Tin 
.    lias    rejected   entirely   the   general 
iit.it  of  last  year's  that  started  full  and 
narrowed   down   at   the  bottom,   with   a 
cutaway    front    and    long    shawl    collar. 
These     coats     must    fit    over    those    big 
skirts  with    their  peg  tops,  those  broad 
hip  affairs.  The  upper  part  is  very     - 
and  an  innovation  is  a  fur  belt  around 
the  waist,  with  button  of  fur.     The  full- 
ness continues  right  down  in  this  coat, 
BO   as    to    allow    for   the  fullness  of  the 
skirt,  and  the  front  is  plain  and  straight 
ami  not  cut  away.     Many  are  made  with 
Russian   Mouse  effect. 

(Continued  on  page  160.) 


UP  TO  DATE! 

Our  new  range  for  the  coming  season 
comprises  the  best  and  latest  ideas 

Fur    Trimmings 

Frog  Ornaments 
Tassel  Ornaments 
Muff  Hangers 
Fringes  and  Braids 
Fancy  Buttons,  etc. 

Our  own  handsome  designs  and  su- 
perior work — which  competitors  try 
hard  to  imitate. 

THE 

Moulton  Manufacturing 

Company,  Limited 

MONTREAL 


Store  Management-Complete 


16  Full-Pate 
Illustrations 


272  Pases 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 
BY 

FRANK 
FARRINGTON 


A  Co 


Book   to 


Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management  — 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
hut  the  lamest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTFR  V  -THE 
STORE  POUCY  What  it 
should  he  to  hold  trade. 

The  money-back  plan. 
Takmu  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
tele  p  hone  calls. 
Courtesy.     Rebating 

railroad  fare    Conrteay 

to  customers. 

.MST  PUBLISHED 


Si  nil  us  $1.00.     Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 
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WE  ARE 

AIMING  TO 

SECURE 

A  SHARE  OF 

YOUR 

TRADE  IN 

1914 


In  buying  and  making-up  our  Furs  we  keep  constantly 
in  mind  the  wants  of  our  customers — the  retail  dealers,  and 
of  their  customers — the  public  in  general. 

Our  aim  is  to  supply  to  the  trade  the  most  up-to-date  and 
attractive  models  in 

STYLISH  FURS 

Our  travellers  will  be  going  out  soon  with  the  new  range 
of  samples  and  we  would  ask  that  you  see  them  before  plac- 
ing orders  for  next  Fall  and  Winter. 

If  you  require  anything  in  Furs  for  immediate  sorting 
our  large  and  varied  stock  is  at  your  service. 

We  guarantee  Style  and  Quality  and  our  Prices  speak  for 
themselves. 


Laberge,  Chevalier  &  Company 


Montreal 


Makers  of  Stylish  Furs 


Winnipeg 
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Underwear  Advance  Does  Not  Reach   Retailer 

Manufacturers  and  Jobbers  Decide  to  Absorb  Higher  Cost  of 
Yarns — Sweater  Coat  Advances  Go  Into  Effect  —  Pressure  of 
Retailer  for  $2,  $4  and  $8  Lines  May  be  Met  by  Many — Promising 
Reports. 


WHILE  travelers  for  knit  goods 
lines  for  next  Fall  have  been  in 
their  territories  a  few  days  it  is 
too  early  yet  to  secure  definite  informa- 
tion as  to  their  reception  by  the  retail 
trade.  Most  of  them,  naturally,  are  not 
building  on  as  heav\  orders  as  one  year 
ago  owing  to  the  more  conservative  tone 
that  prevails  amongst  a  large  section  of 
the  retail  trade.  For  a  time,  at  least, 
smaller  placing  orders  may  be  a  feature, 
with  repeats  bulking  larger  than  before 
to  fill  up  gaps  created  more  easily  in  the 
smaller  stocks. 

So  far  as  could  be  learned  from  a 
number  of  sources,  spring  orders  given 
last  September,  October  and  November, 
in  very  large  volume  in  most  cases,  have 
been  honored  nearly  100  per  cent.,  very 
few  cancellations  coming  in.  From 
Spring  on  the  disposition  seems  to  be 
to  look  for  brisk  business  conditions,  and 
with  these  to  temper  Fall  and  Winter 
business  the  pessimist  is  playing  to  an 
almost  deserted   house. 

Higher  Cost  of   Sweater  Coats 

For  several  issues  past  The  Review 
lias  discussed  the  question  of  advances 
in  the  juices  of  sweater  coats  and  under- 
wear, It  was  pointed  out  that  increases 
of  $2,  but  mostly  $3  per  dozen,  would 
be  put  into  effect  for  the  Fall  of  1914. 
This  was  done  to  meet  an  advance  of  5 
to  7  per  cent,  in  yarn, — and  a  dislike 
of  retailers  to  work  with  odd  price-  such 

as  $28,  $36,  $43,  etc.,  which  might  cover 

fully  the  actual  amount  of  the  higher 
COSl  to  the  manufacturer.  In  the  case 
of  most    linns   these  new   prices  are  being 

put  into  effect  as  the  travelers  going  out 
month,  with  lines  of  goods  of  light- 
er   Weight     to    meet     the    old     schedule    of 

prices,  which  work  out  al  $3,  $5,  and  so 

On,     to    the    "consumer."       One    or    two 

ore   trying   "odd   prices,"   with   -mallei 
aces     than     the     regulation  $3  per 
dozen,  testing  the  retailer's  willingness 
•••  figure  out   selling  prices  from  ohang 
e.l  promisee 


GOOD  LINE  OF  OPTIMISM. 

A  traveler  who  coverts  a  large 
district  in  Ontario  for  under- 
wear and  other  men's  lines  stat- 
ed to  The  Review  that  of  all  the 
Spring  business  he  had  secured 
last  September,  October,  and 
November,  only  two  cancella- 
tions had  come  in,  and  one  of 
these  was  from  a  merchant  who 
Inn]  hiin  burned  out  and  who 
had  not  started  up  in  business 
again. 

"On  the  contrary,"  he  said, 
"they  are  accepting  the  full 
orders  and  declare  the;/  antici- 
pate a  good  business  in  thi 
Spring  and  Sum mt  r." 


No  Advance  in  Underwear 

The  sweater  coat  business,  then  is  one 
where  the  higher  scale  of  prices  has  been 
-en I  on  from  each  handler  in  turn.  The 
underwear  situation,  however,  is  on  a 
different  footing.  In  last  issue  it  was 
explained  that  a  number  of  wholesaler- 
ami  manufacturers'  agents  were  not 
quite  easy  in  their  minds  as  to  the  advis- 
ability of  announcing  an  advance  to  the 
retailer.  In  the  first  place  there  was 
a    feeling  thai    stocks  in   some  districts 

had  not  been  cleaned  out  as  thoroughly 
as  they  would  have  liked.  Then,  again, 
a  number  of  reduction  sales  in  Decem- 
ber had  contradicted  the  idea  of  higher 
prices.  Under  the  conditions,  too.  each 
one  had  a  feeling  of  uncertainty  as  to 
what  action  his  rival  would  take,  and 
did  not  feel  like  entering  upon  a  posi- 
tion from  which  he  mighl  consider,  later. 
il    was  to  his  interest    to  recede.     So  they 

i  esitated,  and  thought  it  over  again,  and 
so  far  as  The  Review  has  been  able  to 
ascertain    travelers    have   gone   out,   or 

will    'jo   out,   to   present    the   same   under- 

wear  schedules  as  one  year  ago. 
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How  Manufacturers  are  Work- 
ing It  Out 

"In  one  way  they  will  be  the  same, 
and  in  one  way  they  will  be  different," 
remarked  a  jobber.  "Some  of  the  goods 
while  showing  the  same  price  may  con- 
tain a  trifle  less  weight  or  it  may  b< 
worked  out  some  other  way.  The  ad- 
vance in  materials  could  not   be  iimored. 

"It  i-  working  out  along  three  lines  so 
far  as  the  manufacturer  is  concerned. 
There  are  some  cases  where  the  per- 
centage of  cotton  has  been  increased  to 
keep  down  the  price  to  t lie  retailer  and 
enable  him  to  realize  his  old  profit.  In 
other  case-  where  a  manufacturer  feds 
it  best  to  retain  a  certain  good  sellimr 
line  in  the  running,  he  has  absorbed  the 
increase  himself.  In  still  other  cases  the 
jobber  is  bearing  part  or  the  whole  of 
it,  rather  than  attempt  to  shift  it  on  the 
retailer." 

Too  Small  for  Good  Argu- 
ment? 

Another  manufacturer  who  handles  a 
line  of  fairly  heavy  underwear,  'laimed 
that  the  real  crux  of  the  problem  was 
the  comparatively  small  advance  that 
was  being  made  in  the  garments.  Pick- 
ing uii  a  list  of  quotations  of  manufac- 
turer's prices  he  showed  that  these  ran 
from  10.  L"),  25,  .'!0  and  40  cent-  per 
dozen,  or  from  one  cent  to  less  than 
tour  cents  each  garment. 

"It  it  had  been  10  or  15  cents  at 
we  could  have  given  a  good  argument  to 
the  retailer  for  the  advance,  and  he  in 
turn  would  have  put  it  on  the  other  end. 
but  with  small  ones  like  we  would  have 
to  make  now.  he  would  tell  us  to  carry 
n  ourselves.  In  our  case,  where  we  sell 
one  line  of  underwear  for  another  manu- 
facturer, the  new  price  list  has  actually 
worked  out  to  a  reduction  of  50  cents  a 
dozen  to  us  in  one  brand  that  we  usual- 
U  -ell  pretty  heavily,  so  that  while  we 
ac  make  up  almost  all 
(Continued   on  page  158.) 
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THE  HARVEY  brand 


Ladies'  Sweater 
Coats 

in 

Full  Cardigan 

Half  Cardigan 

Angoras 

Children's 
Coats 

Knitted    Combin- 
ation Blouse  and 
Skirts. 


Men's 

Shakers 

\  Cardigan 

Full  Cardigan 

Angoras 
House  Coats 

Boys' 

Knitted  Suits 

Brushed  Suits 

Coats 


The  very  latest  styles  in  Knitted  Coats  and  Suits,  with  the  newest  reinforced 
ironclad  seams.  ! 

UNDERWEAR 

In  Men's  and  Ladies'  fine  wool  only. 

See  our  New  Style  Necks,  and  our  New  Style  "DROP  SEAT"  Ladies' 
Combinations.  Absolutely  Closed,  and  the  advantages  of  ordinary  drawers. 
See  these  new  styles,  which  are  now  in  the  hands  of  our  representatives. 
You  will  be  interested. 

SOLD  TO  RETAIL  TRADE  ONLY 

HARVEY  KNITTING  CO.,  Limited 


Woodstock,  Ont. 


Agents — B.    C.  and  Man.    and    Sask. — 

Alberta — H.  P.  Lang,  Harvey    Bros.,    53 

601     Welton     Bldg.,  Scott   Block,    Winni- 

Vancouver.  peg. 


Ontario — J.  E.  Mc- 
Clung,  33  Melinda 
St.,  Toronto. 


Q  u  e  b  ec  —  P.    De- 

Gruchy  &  Son,  207  St 
James  St.,  Montreal. 


Maritime  —  F.  S. 
White,  St.  Stephen, 
N.B. 
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'  Canuckinaw, "  a   new   line  offered   by   Canadian 
Converters  Co. 


New  "Shetland"  sweater  coat  in  plaid  combinations,  now  so 
fashionable,  and  having  decidedly  brush  effect,  which  cannot  be 
properly    reproduced   in   photo.     Shown   by   R.   M.   Ballantyne   Co., 

Stratford. 


Combinations  and   Lightweights  Gain  Rapidly 

Firms  Making  Full  Lines  in  Women's  and  Children's  Dnion  Suits 
-Better  Measurements  a  Factor  in  Popularity — Steady  Improve- 
ment in  Quality  Demanded  is  General  Report — Heavy  Weights 
Losing. 


A  STEADY  improvement  in  the  class 
oi'  underwear  thai  appeals  to  the 
public,  a  lighter  garment,  and  a 
growing  sentiment  in  favor  of  combina- 
tion suits,  are  features  of  the  markel 
that  arc  more  pronounced  litis  year  than 
ever  before,  and  they  arc  all  factors  that 

appeal-    to    meet     with     lull    approval    of 

retailer  and  manufacturer  alike. 

Slow  to  Take   Up   New    Styles 

Probably  the  public  have  been  Blower 
in  being  induced  to  buy  a  better  quality 
of   underwear     than    most      other     lines. 
ni;inil\   because  it  is  an  invisible  depart 
meiit  of  a  man's  or  woman's  outiii.  Their 

COatS,    trousers    and     Vest8,    lies,    collars, 
hoots,      socks.      OVerCOatB,      scarfs,      and 

gloves,   as   external   marks   of   a    man's 
taste  (ami  purse),  were  the  Htm   to  Peel 


,iu  upward  movement,  for  the  world  was 
Looking  on.  Now  that  these  have  been 
attended  to  more  or  less  satisfactorily, 
the  vision  of  man  is  east  upon  his  un- 
derwear, and  lie  is  beginning  to  accede 
to  the  oft-repeated  admonition  of  his 
mentor  in  men's  furnishings  to  look  to 
the  quality  of  his  undergarments  as  an 
essentia]  point  in  comfort,  if  oot,  indeed, 
in   economy. 

Marked  Change  in  Weights 
A  manufacturer  told   The  Review  thai 

a   marked  change  has  taken  place  even  in 

a  period  of  two  years.  At  that  time  he 
was  Belling  a   line  of  elastic   ribbed   at 

$5.40  per  do/en.  and  the)  were  good 
sellers  at  that.  Now  he  has  eut  out  this 
line  in  favor  of  the  $6.00  ones,  and  tinds 

thai   $7.50  and  $9.00  Lines  are  i;,st  re- 
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placing  the  lower  ones.  •'.More  natural 
wools  ami  liu'ht  weight  wools  are  being 
sold  than  ever,  and  $9  and  $12  are  th. 
popular  price's.  Going  hack  seven  or 
eighl  yet  -  25  and  .r;>.7:>  wac 
price  for  a  large  proportion  of  the  old 
striped  goodB." 

Popularity  of   Union   Suits 

Tlie  popularity  oi  combination  or 
union  Miits.  manufacturers  report,  Lb 
showing  up  better  than  ever  m  ph. 
orders  tor  Pall,  and  in  the  repeats 
spring  goods  One  manufacturer  states 
that  a  certain  tirm  which  ordered  1">  Of 
■JO  dozen  of  one  line  jumped  to  90  Off 
L00    do/en     as     soon    as    the]     put     closed 

crotch  combinations  on  the  market  Xow 
every  man's  union  soil  they  turn  out  has 
the  closed  crotch. 
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TRADE      MARK 

RECISTE  R  ED 


HOSIERY 

Is  a  Wonderful  Seller 


Three  Eighties  Hosiery  for  Ladies  and  Misses  has  the  largest  sale 
of  any  line  of  hosiery  in  Canada,  because — 

Although  it  is  th«  popular-priced  line,  it  is  made  of  a  high  grade  of 
long-fibre  cotton;  it  is  seamless;  it  has  as  perfect  a  finish  as  the  most 
expensive  lines;  it  has  3-ply  heel  and  toe  and  so  saves  darning;  it  looks 
fine ;  feels  fine ;  wears  splendidly. 

Every  dealer  in  hosiery  is  encouraged  to  push  Three  Eighties  Hosi- 
ery, because — ■ 

It  nets  the  best  profit  for  a  popular-priced  line — it  is  as  attractively 
boxed  as  the  expensive  hosiery — it  has  a  silky  finish  that  appeals  to 
the  customer  from  the  first  glance. 

It  is  a  business-builder  in  the  best  sense  of  the  word. 
There  are  12  perfect  pairs  to  the  dozen  in  every  box — consider  that 
well ! 

Ladies'  sizes 8  ^  to  10 

Misses'  sizes 4}^  to    Sy2 

Black,  Tan  andJWhite. 

Order  exclusively  through  your  jobber  ! 

&be  CJ)ipman=J|olton  knitting  Co.,  limited 

Ilargest  Rosier?  jfWanufatturers  in  Canaba 
Hamilton  -  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 

Sole  Selling  Agents :[  Branch  Offices: 

E.  H.  WALSH  &  CO.,  Toronto 


EVERY    PAIR    OF 
BY  THIS 


MONTREAL  and  WINNIPEG 

HOSE  PROTECTED 
TRADE  MARK 


Dry  Good*  /.'<  >',,  u 


K  N  I  TT  J :  I  >    COODS 


It  is  a  common  Baying  in  retail  and 
wholesale   circles   thai    " ■<■  a    person 

wears  a  comhinai  ion  lit-  will  wear  no 
Other,  and  tins  has  no  mannci  of  an- 
alogy to  the  doubtful  conclusion  of  a 
celebrated  advertisemenl  of  Boap,  where 
a  perfect  type  of  the  tramp  genius,  with 
matted  hair,  b!  ubbly  chin  and  dirt-color 
.-,l  face  ami  hands  remarks,  "Since  as- 
soap,  I  ha^  e  used  no  ol  her.  "  It 
is  a  case  of  once  using  a  union,  always 

USing  it  and  never  "going  hack."  That 
i  In-  is  a  not  unwelcome  turn  to  the  mak- 
ers <>i  underwear  may  be  judged  from 
the    I  act    thai    nearly   every   oue    has    pul 

in  machinery  for  turning  oul  union  Buits, 

and   a    lew  estimate  their  output   of  these 

as  now  fully  50  per  cent,  of  their  total. 
Women's  and  Girls'  as  Well 

This    popularity    of    tin e-picee    suit 

i-  coming  to  apply  lately  to  women  '.- 
and  girls',  and  a  jobber  declared  this 
month  thai  this  year  several  firms  thai 
had  been  limiting  ladies'  union  suits  to 
one  or  two  classes  of  their  output,  were 
showing  them  in  every  one. 

Costs  Same  as  Two 

Many  retailors  are  inquiring  why 
union  suits  cannot  be  made  to  sell  more 
cheaply  than  the  two  pieces.  As  a  mat- 
ter of  fact  at  first  they  were  higher,  but 
now  inquiry  of  a  number  of  firms  shows 
that  taking  quality  into  account  the  price 
of  the  one  is  almost  identical  with  the 
added   prices  of  the  two  single  suits.     It 

is  generally  explained,  however,  that 
while  there  is  much  less  material  in  the 
union  suit,  the  cost  of  manufacture,  tak- 
ing into  account  the  new  type  of  machin- 
ery that  was  required  to  he  installed,  is 
higher.  The  closed  crotch  patent  costs 
have  naturally  kept  these  suits  up.  One 
manufacturer  of  a  well-known  line  with 
a  national  reputation  is  showing  the 
closed  crotch  for  1914  for  the  first  hum 
Another  is  adding  $2  per  dozen  to  the 
cost    where   the  closed   crolch    is    included. 

Better  Measurement  of  Unions 

Tlii>  method  id'  measurement  that  is  be- 
ing adopted  by  the  leading  men's  fur- 
nishers in  selling  union  suits  has  been 
a   factor  in  their  popularity.     The  tape 

line  is  run  over  the  shoulder  and  down 
under   the   crotch,   a    system    that    invan 

ably  guarantees  an  easj  fit.  The  neces 
Bity  for  satisfaction  in  this  suit,  is  great- 
er than   in   the   iwo-piece   garments,  so 

that  the  retailer  should  see  lo  it  that  he 
ensure-  a  perfect  lil.  The  rigid  system 
adopted    in      some      stores   ol       iiieasurinu 

customers  when  buying  i wo  piece  suits. 

ral  her  I  han  taking  their  word   (and  some 

defective  memories),  was  referred 

to   in    a    recent    issue   of    The    Ke\  ii'W  . 

Just  in  Larger  Centres 
The  vogue  of  the  combination  has  not 
passed     beyond   the     cites  and     larger 


towns  to     any  considerable     extent,  ac- 

i ling     to  t  i.i   i  in  - '     reports;     in  the 

COUntrj     at     large    the    other-    stand     Willi 

little  inquiry  lor  the  newer  style. 

Willi  this  feature  of  design  goes  close 
l\  thai  oi  lighter  weight  goods,  although 
are  penetrating  more  quickly   into 

the  smaller  place-.  This  applies  not  oiil\ 
lo  men's,  lint  women's  and  children's. 
In  the  case  ol'  women   it    is  explained,  as 

one  reason,  that   many  are  employed  in 

offices  that  are  heated  by  steam  and  us- 
ually kept  warm  all  <!.  v.  and  i  he  heavier 
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Plaid    sweater    coat    in    black    and    white. 
Show  n   by   Monarch    Knitting   Co. 

weights  are  irksome.  This  explanation, 
however,  lias  heen  a  possible  one  for  a 
number  of  years,  and  if  can  only  he  con- 
cluded thai  changes  in  the  adoption  ol' 
I  he  new  styles  ol  underwear  are  coming 
more  slowh   than  in  mosl  other  lines  oi 

clothing.       Bui     once    adopted,    they     are 

here  to  si.i \ . 


UNDERWEAR  ADVANCE 

1 1  Continued  from  page  154. 1 
on  this.  Eence,  we  have  concluded  to 
sell  at  the  same  price  to  the  retailer.  1 
have  no  explanation  of  the  lower  price 
given  us  in  the  one  case  unless  the  flg- 
uring  out   of  last   year  was  inCOJTect." 

Retailers    Want    Larger   Profits 

The  higher  cost   id'  yarn   comes  unfor- 
tunately  in   another  respect    for  it   has  n 
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stion.:  counter  cm  rent  to  meet  tins  year 
on  the  side  of  the  retailer..  As  is  dealt 
with    elsewhere    in  rising 

costs   of   doing   bui  ive  started   a 

movement    individualistic  yet  it  is   I 
tnit  none  the  It  'cut,  for  the  turn- 

of  an  article  that  will  come  less 
to  the  retailer  hut  enable  him  to  move 
out  for  the  saim-  a  and  thus  net 

a  larger  profit. 

"Within  the  past  year,"  a  jobber  told 
The  Review,  "there  has  been  a  tendency 
for  lines  to  he  reduced  from  $2.25,  $4.50 
and  $9  per  dozen  '  ■  -    to  sell 

retail  at  25  ci  I  ts,  50  cent.-  and  $1,  giv- 
ing  the  retailer  33  l-'»  per  cent,  on  the 
selling  price,  a  figure  most  are  beginning 
to  feel  they  bave  a  ri'_rht  to  secure.  This 
•easier'  price  fixing  on  the  part  of  the 
manufacturer,  being  induced  gradually 
by  t tie  keen  competition  in  knit  goods. 
is  directly  at  variance  with  the  tendency 
they  think  it  should  assume  from  their 
own  point  of  view,  so  they  have  the 
double  difficulty  I 


Very- 


Few  Lines  Were 
Advanced 

Another  manufacturer  stated  to  The 
Review  that  his  prices  to  the  wholesalers 
had  been  advanced  only  in  two  or  three 
lines.  Elastic  ribbed,  for  instance,  were 
the  same  as  last  year,  but  prices  wert 
up  a  little  in  some  goods  for  •which  im- 
I Hiiied  yarns  were  used.  The  low,  - 
grade  of  the  heavy  elastic  ribbed  I 
was  cut  out.  not.  however,  on  account  of 
not  heing  able  to  meet  the  higher  cost  of 
materials,  hut  because  of  the  improve- 
ment in  the  demand  for  a  better  line  of 
goods.  There  was  no  change  in  the 
$7.25,  $7.50  and  $8.50  lines  at  all.  - 
far  as  he  knew  the  price  to  the  retailer 
would  he  the  same,  lie  had  bought  he 
added,  before  the  advance  in  yarns,  and 
felt  it  was  best  to  leave  prjees  prettx 
much   as  they   \\  ere. 
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SALESMEN'S  T1UNKS 
BY  FREIGHT 

The  Traffic  Bureau  of  The  Merchant  's 
Association  of  New  York  has  just  soeur- 
ed  from  the  Official  Classification  Com- 
mittee its  consent  to  accept  salesmen's 
trunks  by  freight,  without  being  wired. 
or  crated,  provided  they  are  sealed  in 
such  a  way  as  to  prevent  the  trunk  beim.' 
opened  without  the  seals  heing  broken. 
The  refusal  of  the  railroads  to  :u 
these  shipments  in  the  past  without  hi 
ing  wired  or  crated  has  resulted  from  tin- 
fact  that  it  was  very  easy  for  any  one  so 
inclined  to  obtain  duplicate  keys  and 
i oh  the  package  without  the  rail: 
being  aide  to  discover  that  a  robbery 
had  occurred. 
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Handling  Vacumn  Cleaners  Aggressively 

Dry  Goods  Merchants  Should  Make  Strong  Ef- 
forts to  Gel  Their  Share  of  Trade  in  a  lane  That 
is  Growing  in  Importance  Rapidly — Methods  to 
be  Employed. 


AN'EVY  idea     new   in  Bome  respects 
;il    least  bas  developed   in  the 

minds  of  drj  goods  merchants. 
The  importance  of  the  bonsefumishings 
departmenl  is  being  considered  on  a  dif- 
ferenl  standard,  a  decidedly  higher 
standard,  Not  only  is  more  attention  be- 
ing  made  to  the  regular  lines  such  as 
ruga  an<l  drapes,  but  new  lines  are  be- 
ing introduced  and  featured  with  great 
3uceess  from  a  merchandising  stand- 
point. 

Among  the  articles  most  recently  in- 
troduced is  the  vacuum  cleaner.  Al- 
though  the  invention  of  this  now  indis- 
pensable article  dates  back  many  years, 
it  can  still  be  termed  an  innovation. 
There  are  still  many  people  unaware  of 
its  value  and  many  more,  who  appre- 
ciate the  usefulness  of  the  machine,  but 
who  have  not  yet  made  use  of  it.  The 
time  will  come  when  the  vacuum  clean- 
er will  be  a  necessary  pari  of  the  equip- 
ment of  every  home.  That  this  is  being 
brought  closer  by  the  energy  of  the 
manufacturers  and  the  exploitation  of 
the  vacuum  cleaning  system  which  is 
going  forward. 

The  demand  for  vacuum  cleaners  as  a 
result  is  getting  larger  all  the  time.  No 
dry  goods  man  with  a  housefurnishing 
department  should  neglect  this  profitable 
a nd  growing  line. 

Some  merchants  may  think  that  lines 
such  as  vacuum  cleaners  are  hardly  fit- 
ted for  sale  in  the  dry  goods  store,  thai 
they  belong  rather  to  the  hardware 
-tore.  There  is,  however,  no  reason  why 
the  dry  goods  man  should  hesitate  to  put 
in  a  stock.  He  already  sells  carpets, 
rugs,  drapes,  wall  paper  and  linoleums; 
in  fact,  is  the  recognized  medium  for 
the  distribution  of  these  lines.  Is  it 
not  logical  thai  he  should  also  handle 
vacuum  cleaners  which  are  used  to  keep 
the  furnishings  of  the  home  in  Banitary 
.mi]    fresh  condition f 

\|;n!\  stores  have  started  of  late  years 
to  feature  vacuum  cleanera  prominent- 
ly, In  almost  all  such  cases  the  demon- 
stration method  is  adopted.  Some 
have    held      demons!  rations      in    private 

lomea  but  the  method  generally  adopted 

;-   to  announce  dates  for  demonstrations 
n    the    -tnic    and    to    have    an    expert    on 

hand   on   tboae  datea  to  show  how  the 

machine  is  bandied  and  to  explain  the 

.  iple  of  its  application.       Splendid 

results  invariably     follow     the  carrying 

out   of  this  plan. 

One  merchant  writes  to  The  Keview: 
•■1    have   been    handling   vacuum    cleaners 


for  three  yeara  now  and  have  had  a 
mosl  substantial  increase  in  business 
done  each  year.     I  sold  twelve  the  first 

yi  ar,  twenty-two  the  next  and  over  forty 
la.-t  year.  At  thai  1  have  only  •scratch- 
ed the  surface'  of  (he  demand-  in  this 
locality.  People  are  only  just  beginning 
id  lake  a  real  interest  in  the  new  inven- 
tion. 

"I  have  had  a  special  part  of 
housefurnishings  department  set  aside 
for  the  showing  of  our  line  of  vacuum 
cleaners.  Here  we  have  a  rng  for  demon- 
stration purposes.  We  never  make  a 
sale  in  another  part  of  the  department 
without  proposing  an  inspection  of  our 
stock  of  cleaners.  Some  customers  con- 
sent out  of  curiosity  and  become  highly 
interested  before  they  leave.  We  have 
sold  machines  to  lots  of  women  who  had 
not  the  faintest  intention  of  buying  one 
when  they  entered  the  store. 

"One  point  I  insist  on  and  that  is 
that  our  salesmen  must  know  the  prac- 
tical sides  of  the  machine  thoroughly 
The  salesman  must  know  what  he  is 
talking  about  if  he  expects  to  convince 
the  customer." 


A  FIELD    FOR    FURTHER 
DEVELOPMENT 

(Continued   from  page  130.) 

ally  patronized,  but  as  a  rule  they  do 
best  in  the  small  towns  and  cities.  In 
the  larger  centres  the  big  departmental 
stores  put  up  such  a  keen  competition 
that  the  5c.  and  10c.  store  cannot  meet 
the  compel  it  urn.  Take  but  one  hiir  item 
out  of  the  man]  the  departmental  store 
because  of  its  superior  organization  can 
promptly  deliver  even  the  smallest  par- 
cel a  point  that  the  5c,  10c  and  15fl 
store  has  yet  to  meet.  In  any  town 
whirc  tlure  is  a  flourishing  5c.  and  lite, 
store  the  retailer  may  rest  satisfied  that 
there  is  a  promising  field  for  the  furth- 
er development  of  the  fancy  goods  and 
notion  department    in   his  own  store. 

•  tiic  tiling  the  merchant  may  be  sure 
of,  he  will  never  build  up  a  department 
thai  has  neither  the  proper  space  nor 
the  proper  location  given  to  it.  There 
i-  no  need  to  carry  all  lines  together,  un- 
less the  matter  of  help  makes  it  impera- 
tive. No  plan  can  be  outlined  to  suit 
all  needs  just  the  outline  can  be  sketch- 
ed leaving  details  to  be  filled  in  accord- 
ing to  indiv  idual  needs, 

.lu-t    what    can    be   done   by    the    proper 
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handling  ■••  a  ieetioi  is  shown  t»y  the 
developments  in  the  art-needle 
work  department.  Mot  so  many  years 
ago  there  waa  only  a  fall  season  in  this 
departmenl.  Gradually  a  »uminer  trade 
milt  up  and  now  there  is  quite  a 
good  all  the  year  round  business  done 
in  tin-  department.  There  are  many 
other  lines  only  waiting  for  the  same 
Bor!  of  development.  Take  toya  for  in- 
stance. All  merchants  do  well  with  toys 
for  i  itmaa  trade,  but  few  seem 

to  consider  that  a  toy  department  would 
be  an  excellent  all  the  year  round  pro- 
position. Merchants  will  find  that  if 
they  carry  toys  all  tbe  year  round  that 
children  knowing  this  will  clamor  to 
their  parents  to  visit  your  store,  and  if 
to  toys  yon  add  candies  they  will  do 
their  best  to  have  their  parents  come 
into  your  store.  You  will  ?ain  the  good 
will  of  the  children  and  accustom  the 
buyers  of  the  growing  ireneration  to  buy- 
ing in  your  store. 

There  is  always  something  new  in  toys 
which  if  featured  will  draw  business  to 
your  store.  Birthdays  and  other  festi- 
vities create  an  opportunity  for  selling 
dolls,  games  and  other  toy  lines  and 
there  is  no  reason  why  these  items 
should  not  be  used  to  help  along  sales 
and  draw  trade  into  the  fancy  soods 
and   notion  department. 


EYES  WILL  BLINK 

(Continued  from  page  152. ) 

The  shorter  or  "hip  coat"  is  only  24 
inches  in  length,  and  is  full  like  the 
other  except  that  it  does  not  cover  up 
the  broadest  part  of  the  skirt  of  the 
dress,  as  it  does  not  reach  that  far.  The 
same  style  of  fur  belt  runs  around  the 
waist  about  IS  inches  down,  leaving 
about  0  inches  below,  with  the  fullness 
falling  over  it.  The  coat  is  plain  and 
straight  in  front,  with  no  cutaway.  It 
has  a  tailor-made  collar. 

The  buyer  who  saw  this  last  coat  de- 
clares that  be  will  bring  it  out  in  Can- 
ada as  a  novelty  line,  but  he  intends  to 
give  the  36-incb  one  a  wide  berth,  at 
for  •' stock  ""  goods.  He  is  afraid 
Canadians  will  rebel  at  its  extreme  style. 


Montreal,  Que.-  The  St.  Renie  Dry 
Qoods  store  was  gutted  by  fire. 

Ottawa,  Ont.—  An  exploding  furnace 
in  .1.  A.  Larocque'a  dry  goods  store  did 
several  hundred  dollars'  worth  o{  dam- 
age. 

Didshun.  Alta. —  Every  business  es- 
tablishment in  the  town  was  destroyed 
by  lire  which  started  in  a  moving  pic- 
ture theatre.  The  losses  include  B  V 
Kaufmann.  A.  (>.  Studer  and  John 
Sohroeder.  general  merchandise,  and  J. 
<;.    Beraehl,    housefurnishinga. 
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BRIGHT  PROSPECTS 
FOR  1914 

Addressed  to  Our  Friends  in  the  Trade 

Gentlemen : — 

There  is  one  thing  that  everyone  seems  to  agree 
on — Good,  steady  business  for  1014. 

The  steadying  tone  of  the  markets,  the  general 
disappearance  of  anxiety,  and  the  strengthening  and 
increasing  of  trade  all  speak  favorably  for  a  substan- 
tial financial  year. 

In  the  Underclothing  and  Underwear  Trade, 
we  have  not  the  slightest  doubt  that  there  will  be 
large  and  satisfactory  sales  during  the  present  and 
coming  seasons. 

The  result  of  improvement  in  general  condi- 
tions will  result  in  a  relief  from  the  rigid  economy 
practiced  by  so  many  people  during  the  past  period 
of  stress,  and  buying  put  off  last  year  will  have  to  be 
done  this  year. 

Therefore,  we  wish  to  remind  you  that  our  trav- 
ellers will  be  on  the  road  this  month,  taking  orders 
/tfrgFall  delivery. 

We  wish  you  also  to  remember  that  when  Fall 
comes  your  trade  and  financial  conditions  will  un- 
doubtedly be  very  satisfactory,  probably  a  good  deal 
better  than  now,  and  you  should  be  in  a  position  to 
handle  all  the  trade  you  will  receive. 

But  if  you  are  to  have  the  CEETEE  Under- 
clothing and  Turnbull  Underwear  to  fill  the  demand 
in  the  Fall — we  will  need  to  have  your  order  now. 

Let  us  all  take  heart — buckle  down  to  hard 
work  and  forget  all  this  "hard  times"  talk — 1914  is 
going  to  be  a  big  year — not  a  boom — but  steady,  sure 
business  for  us  all,  so  start  preparations  with  a  capa- 
city order  for  CEETEE  Underclothing  and  Turn- 
bull  Underwear. 

Wishing  you,  all  the  best  the  New  Year  has  to 
offer. 

C.  TURNBULL  CO.  of  Gait,  Limited 

Manufacturers  of  CEETEE  Underclothing  and  Turnbull's  fine  ribbed  Underwear 
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"MONARCH    KNIT" 

The  standard  for  style,  quality,  workmanship 


'  HE  accompany- 
ing cuts  and 
those  in  the  follow- 
ing pages  represent 
a  few  good  values 
and  styles  in  Knit- 
ted Goods  in  our 
1914  range. 


Mis  ; 


OJK  travellers  are  now  011 
the  Road  with  the  best  range 
of  Fancy  Knit  Goods  ever  dis- 
played in  Canada.  They  will 
show  you  new  styles  in  Sweater 
Coats  for  men,  women,  youths, 
hoys,  girls  and  infants,  also  pull- 
over sweaters,  toques,  nuit't; 
motor  scarfs,  senoritas,  skirts, 
aviation  caps,  and  motor  hoods. 


The 


Monarch  Knitting  Co.,  Limited 

Head  Office,     DUNNVILLE,  ONT. 


Factorial  at  : 
DUNNVILLE  ST.  CATHARINES  ST.  THOMAS 


BUFFALO 
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"MONARCH    KNIT" 

The  standard  for  style,  quality,  workmanship 


VA/E  would  appreciate  it  if  you 
would  not  place  your  order 
for  Knitted  Goods  until  you  see  our 
travellers. 

Order  from  our  traveller  and  so  get 
your  goods  when  you  want  them. 


Monarch  Knitting  Co.,  Limited 

Head  Office,     DUNNVILLE,  ONT. 

Factories  at  : 
DUNNVILLE         ST.  CATHARINES  ST.  THOMAS  BUFFALO 
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**s 


4*7zn 


W\\  would  appre 
eiate  it.  if  you 
would  not  place 
your  order  I'm-  Knitted 
Goods  until  you  see  our 
traveller. 

Order  from  our  travel- 
ler and  so  m't  your 
goods    when    you    want 


K  60 


Aviation  27 


Motor  Hood  37 


Suit  18 


Suit   9 


Aviation  28 


Th< 


Aviation  25 


Monarch   Knitting  Co.,  Limited 

Head  Office,     DUNNVILLE,  ONT. 


DUNNVILLE 


Factories    at  : 

ST.  CATHARINES 


ST.  THOMAS 


BUFFALO 


164 


KNITTED    GOODS 


Dry  Goods  Review 


"MONARCH    KNIT" 

The  standard  for  style,  quality,  workmanship 


G90 


Motor  Hood  35 


Motor  Hood  40 


The 


G  99 


Motor  Hood  32 


Monarch  Knitting  Co.,  Limited 

Head  Office,     DUNNVILLE,  ONT. 


DUNNVILLE 


Factories  at  : 
ST.   CATHARINES  ST.  THOMAS 


G  70 


BUFFALO 
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THE       COATS       THAT      ARE       TAILORED      TO       FIT" 


"Outing"     the    truly   tailored 

knit  coats  for  men's  and 

women's  wear 


The  Spring  range  of  men's  knit  coats  consists  of  many  rapid 
fire  seller-  which  arc  even  now  beginning  to  get  in  their  good 
work  in  the  shape  of  big  orders.  The  two  numbeiB  here  Bhown 
represent  a  couple  of  them.  They  are  snappy  in  style  and  of  a 
high  quality. 


Our  ladies'  coat  range  consists  of 
four  or  five  full  fashioned  lines, 
some  of  them  in  that  new  and 
popular  camel  hair  effect.  Our 
ladies'  coals  have  that  natty  tail- 
ored appearance  which  appeals  to 
the  outing  girl  and  woman. 


Men's  A. 54  Coat 

This  coat  shown  to  the  left  is  our 
A.  54  made  from  fine  Australian 
wool  in  Jumbo  stitch,  weighing  4 
His.,  full  fashioned  with  shawl  col- 
lar and  taped  pockets.  Colors: — 
silver  grey,  brown,  fawn,  navy, 
maroon,  slate,  cardinal,  dark  grey, 
and  white. 


Men's  Heavy  Wool  Underwear  for  Fall  and  Winter. 

We  are  showing  a  high-grade  line  of  men's  wool  underwear 
in  both  Fall  and  Winter  weights. 

Our  range  of  samples  will  reveal  garments  that  are  without 

r.  duplicate  in  the  trade.     Our  values  are  right. 


Men's  and  Women's  Coat,  A50 

The  coat  illustrated  above  is  made 
from  high-grade  English  worsted 
yarn,  full  fashioned,  a  real  Shaker 
Knit  Coat  with  shawl  collar.  Colors 
silver  grey,  hrown.  fawn.  navy, 
maroon,  slate,  cardinal,  dark  arev. 
and  white. 


A  card  to-day  will  ensure  you  seeing  our  range. 

Frank  W.  Robinson,  Limited 

BA.THURST  and  WELLINGTON  STS.,  TORONTO 

Western  Ontario    C.  <>.  Morrow.     Eastern  Ontario— C.  M,    Browne.      Northern    Ontario— J.    Berl 

w ,  •        da     i:    w.   Verner.     Maritime   Provinces  and    Newfoundland— Jones  A;    Cairns,  St.  Joan,    NJi 

Quebei      i      r     Desjardlns,    1021    st.    Denis    si.    Montreal. 
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SCOTCH  KNIT 

J.  L.  Gibson 
&  Co. 

DUMFRIES, 
SCOTLAND 

•     • 

Scotch  Knit 
Gloves 

Woollen  Gloves 

Caps 

Motor  Scarves 

and 

Waistcoats 

Wm.  Lockie 
&  Co. 

HAWICK, 
SCOTLAND 

Scotch  Knit 
Waistcoats 

LEICESTER 

Sweater  Coats 

Caps,  Motor  Scarves,  Hoods,  Mufflers,  etc. 

John  Currie 
Son  &  Co. 

STEWARTON, 
SCOTLAND 

Scotch  Knit 

Caps,  Scarves  and 

Sweater  Coats 

These 
Are  All 
Leaders 

H.  W.  Plant 
&  Co. 

LEICESTER, 
ENGLAND 

•     • 

Caps,  Scarves  and 
Sweater  Coats 

Sole  I 

SEWi 

112-116  St.  Nicho 

Selling  Agents   to   the    VC^hoJesaJe    '. 

\RD  BROTI 

las  Building, 

Phone,  Main  627 

Trade 

1ERS 

Montreal,  Que. 
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Our  fine  line  tf/Bentro-Knit 
Coats  is  ready  for  Spring 

We  again  announce  to  the  knit  goods  trade  of  Canada  our  pre- 
paredness to  supply  the  very  finest  range  of  men's  and  women's 
knit  coats  and  knit  novelties,  such  as  mittens,  gloves,  toques  and 
<-aps. 

Bentro-Knit  styles  are  deserving  of  the  high  standing  they  have 
been  awarded  by  the  trade  in  general  throughout  the  Dominion. 
Our  values  are  exceedingly  attractive  to  the  knit  goods  buyer. 
They  are  worth  looking  into. 


No— 70-R 

An  exceedingly  fine 
Norfolk  Coat.  Made 
of  best  Saxony 
yarn,  w  i  t  h  heavy 
roll  collar.  A  very 
snappy  and  stylish 
coat. 

Our  travellers  are 
now  showing  the 
complete  range.  Be 
sure  to  look  it  over. 


Samples    on 
request 


The  Williams-Trow  Knitting  Co.,  Limited 

STRATFORD,     ONTARIO 


I    M.  ROBERTSON  &  CO 
70  Baj  Streel 

TOROM  l '<• 


J.  B.  TROW  &  CO 
117  Birki  Bldg. 
MONTR]  \l. 


GEO.  A     HARRIS 
[traveller!  Bide, 

W  INMIM  (. 


J    W    NIXON 

Mercantile  Bldg. 

\  INCOUTl  K 
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Under 


FOR 

HEALTH  AND 
COMFORT 


We  are  the  sole  makers  of  this  famous  un- 
derwear in  Canada.  It  requires  special  and 
expensive  machinery  to  get  that  peculiarly 
soft,  comfortable  finish  for  which  Dr.  NefT's 
underwear  is  noted. 

The  soft,  non-irritating'  fabric  is  knitted  in 
a  way  that  gives  the  garment  a  close-fitting, 
though  not  binding  tendency.  It  allows  a 
free  circulation  of  air  and  is  warm  and  com- 
fortable on  the  coldest  day  in  Winter  and  is 
yet  not  uncomfortable  in  milder  weather. 

A  sample  will  convince  you  that  Dr.  Neff's 
is  the  underwear  you  should  handle. 

WRITE  TO-DAY. 


Thos.  Waterhouse  &  Co.,  Ltd. 

INGERSOLL,   ONT. 

Mr.   W.  R.  Mosey,   Toronto,   agent  for  Ontario. 


169 


Dry  (1  < mils  /,'■ 


K  N  I  TTK  I)    HOODS 


Imperial 
Pure  Wool 
Underwear 


Experience  is  a  good  teacher. 
Experience  in  specializing  for 
thirty-three  years  on  Men's  Un- 
derwear has  taught  us  nearly  all 
there  is  to  be  known  about  this 
line. 

That's  why  many  wide-awake 
merchants  have  stocked  Imperial 
Brand  Underwear  year  after 
year.  They  have  found  that  for 
all-round  satisfaction  and  value 
to  both  themselves  and  their  cus 
tomers,  Imperial  cannot  be  .  \ 
celled.  There  is  no  underwear  on 
the  market  to-day  that  is  more 
painstakingly  made,  more  per- 
feci  fitting,  longer  wearing,  or 
made  of  better  materials  than 
Imperial  Brand. 


<v 


Men's  Natural  Wool 
Men's  Elastic  Knit 

Men's  High-Grade 
Imperial 

Men's  Double-Thread 
Balbriggan 

When  ordering  your  next  sup- 
ply of  underwear  be  sure  that 
each  garment  you  buy  bears 
the  Imperial  Brand  trade- 
mark. It's  a  smell  thing  in 
itself,  Init  your  customers 
knOTf  that  it,  stands  for  all 
round  satisfaction.  For  your 
self,  yon  will  find  that  il 
stands  for  increased  under 
u  ear     business     increase! 

profits. 

Your  wholesale   house   can  sup 
ply      you      with      Imperial    for 
your  Spring  and   Summer   tin 
derwear  business. 


KINGSTON  HOSIERY  COT. 

KINGSTON  ONTARIO 

V. J 


>r\M 


<z^ 


The  same  sea-breezes 
that  put  sinew  into  the 
make-up  of  the  "Old 
Salt/'  put  strength  and 
toughness  into  the 
fibre  of  maritime  wools. 

Humphrey's  Unshrinkable  Under- 
wear for  men  rivals  the  world's 
best.  It  costs  no  more,  but  pays 
retailer  and  wearer  the  best. 

WRITE     TO     VOUR     NEAREST 
WHOLESALER    FOR    SAMPLES. 

E.  H.  Walsh   &   Co.,  Toronto 

Selling    Agents   for   Canada 

Humphrey's  Unshrinkable 
Underwear,  Limited 

Moncton,   N.B. 
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Protected   bv   Canadian    Letters   Patent   No.   131,529,   and   Canadian    Letters   Patent 

No.   120,709. 

THE  VISOR  "4  in  1"  SWEATER 

(FOUR  SWEATERS  IN  ONE) 

Note  the  four  ways  the  collar  can  be  worn.  The  most  practical 
and  best  selling  coat  on  the  market.  Made  in  many  weights  in 
both  HALF  CARDIGAN,  SHAKER  and  JUMBO  stitch. 

We  make  also  up-to-date  SHAWL  COLLARS,  RUFF  NECKS, 
and  a  full  line  of  V-NECKS,  also  double  reversible  shaker  CAPS. 
Our  high  grade,  heavy,  hand  finished  Shaker  knit  line  is  just 
what  your  trade  demands,  it  fits  extremely  well,  and  at  our  prices 
it  will  pay  you  a  big  profit. 

Our  heavy  big  Jumbo  stitch  coats  will  sell  at  sight. 

We  furnish  free  colored  show  cards,  circulars,  cuts,  picture 
slides,  etc.  One  of  our  representatives  will  call  early  in  the  season. 
Don't  place  your  order  until  you  see  our  complete  line.  Prepaid 
samples  now  if  you  wish. 

If«  V      •..•  r*  I   •        *J.     J    NIAGARA  FALLS 

Visor  Knitting  Company,  Limited,    Ontario 

FACTORIES  ALSO  AT   NIAGARA  FALLS,   N.   Y. 


JAEGER  PURE  WOOL 

FOR  1914 

It  will  be  of  interest  to  our  Agents  to  learn  that  our  Travellers 
are  now  leaving  with  a  most  complete  range  of  "Woollen 
Goods"  for  Spring  and  Fall  Trade. 

Our  samples  comprise  many  new  novelties  and  styles  that 
are  bound  to  become  popular  during  the  coming  year. 

When  placing  your  orders  for  the  coming  seasons  you  should 
remember  that 

The  public  now  demands  JAEGER,  recognizing  its    HYGIENIC ; VALUE. 

YOU  ARE  SURE  OF  YOUR  TRADE,  SURE  OF  YOUR  PROFITS, 
YOU  MAKE  NO  BAD  STOCK. 

For  Catalogues  and  Trade  Terms  apply  to 

T\\>       I AUr*VD9GL    sanitary     QVQT171VVI    company, 

U1\.     J  ACiLllliIY  O     WOOLLEN      O  I  O  1  HiM    LIMITED 
Head  Office  and  Warehouse:  243  Bleury  St.,  Montreal 
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Knit  Coats 

for  men 


The 


ROB-ROY 


Rob-Roy 

the  new  1914  coat  of  hand-spun 
worsted  yarn — heavy  stitch 


Here  is  a  coat  with  every  ear-mark  of  a  quality 
coat — a  coat  that  is  in  shape  when  you  get  it  and 
will  keep  its  shape  after  being  given  hard  wear. 
The  Rob  Roy  is  made  of  a  high  grade  heavy  hand- 
spun  worsted  yarn  in  a  very  massive  ribbed  stitch. 
It  comes  in  any  shade  of  the  season,  with  the 
shawl  collar. 

This  is  only  one  of  our  many  fine  lines  of  nun  's 
coats  shown  in  our  1914  range.  We  also  make  all 
kinds  of  toques,  snslics,  etc.,  for  men.  women, 
and  children. 

Write  to-day  for  a  trial  half  dozen  of  these  coats 
— returnable  if  not  the  best  coats  you  have  seen. 
Send  to-day. 


R.  M.  BALLANTYNE,  Limited 

MANUFACTURERS  OF    "BEAVER  BRAND  KNIT   GOODS' 

Stratford  Ontario 
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710 


Knit  Coats 

for  women 


The 

Shetland 

a  distinctly  new  departure 
in  fancy  stitch  coats 


The  fancy  of  the  women  to-day  seems  to  turn 
toward  the  fancy  stitch  in  knit  goods  and  indeed 
there  is  little  reason  for  them  doing  otherwise, 
for  the  fancy  stitch  has  a  much  better  effect  and 
follows  the  distinct  trend  of  fashion. 

The  Beaver  Brand  Shetland  is  by  far  and  away 
the  most  beautiful  coat  ever  offered  the  Canadian 
trade.  It  is  fleecy  in  effect  and  patterned  in  de- 
sign similar  to  the  Shetland  or  Shepherds  tartan 
check.  The  shades  are  beautifully  blended  and 
have  a  nice  soft  tone. 

Your  trade  will  be  delighted  with  the  Shetland. 
Send  to-day  for  a  trial  order  even  if  only  a  single 
coat.    Get  in  on  this  coat  first. 


SHETLAND 


R.  M.  BALLANTYNE,  Limited 

MANUFACTURERS  OF  "BEAVER  BRAND  KNIT  GOODS" 

Stratford  Ontario 
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r 


,m\ 


yVVONKNIT 


the  essence  of 

jit  and  quality 


Always  well  to  the  front  in  up-to-date  creations, 
and  there  has  been  no  exception  this  year. 
Every  line  has  been  augmented  by  something 
entirely  new  and  different.  Before  buying  see 
our  latest  Mufflers,  Gloves,  Ties,  Toques,  Mitts, 
etc.    It  will  pay  you  many  times  over. 

Write  for  our  1914  samples. 

Avon  Hosiery,  Limited 

STRATFORD,  CAN. 
R.  L.  Baker  Co.,  100  Wellington  St.  W.,  Toronto,  Ont. 


v.. 


J 


VANGUARD  Knitting  Wools 


Established 


1752. 


Scotch 

Fingerings, 

Vanguard, 

15'8,  12'8, 

Fine. 

Hosiery 

Yarns, 
&c,  &0. 


Ot   H. 


'•'•Tl** 


soft 

Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 
Fine. 

0      and  00 
Worsteds, 

&c. ,  &c. 


THOMAS  BURNLEY  &  SONS,  Limited 

Manufacturers    of  Scotch    Fingering   and   Knitting    Wools, 

GOMERSAL    MILLS,    nr.    LEEDS,    ENGLAND. 
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Dominion  Brand  Sweater  Coats 

Not  LiJ^e  Other  Coats 

When  your  customer  buys  a  sweater  coat 
j/fi^  he  expects  to  get  several  years  of  service 
from  it.  That's  why  he  buys  a  Dominion 
Brand  coat  and  that's  why  we  make  it.  It 
resists  wear,  keeps  its  shape — will  not  bag 
nor  stretch.  That's  because  a  Dominion 
Brand  coat  is  different  from  other  makes. 

It  is  made  better,  more  painstak- 
ingly and  for  longer  service.  And 
it  is  made  of  pure  worsted  wools 
— not  one  ounce  of  cotton  being 
used. 

Our  travellers  are  now  on  the  road  with  samples 
for  Spring  and  Summer  trade.  It  will  pay  you 
to  see  them. 

A.  BURRITT  &  CO. 

MITCHELL  ONTARIO 


The  Beauty  of  Silk  Plus  the  Service  of 
Cotton  in  the  New  "Hermsdized"  Hosiery 


Works : 
Chemnitz,  Saxony 


"Hermsdizing"  is  the  world's  greatest  hosiery  im- 
prover— invented  and  perfected  by  the  originator  of 
Hermsdorf    Fast    Black. 

combine  the  sheen  of  silk  with  the  service  of  cotton. 
They  are  dyed  in  all  colors  from  the  softest  grays  to 
the  brightest  reds.  The  process  which  individualizes 
"HERMSDORF  BRILLIANTS"  ensures  absolute 
even  coloring  from  toe  to  cuff.  No  streaks — no 
blotches. 

Their  bright  silky  gloss  is  rendered  wear-proof  and 
laundry-proof  by  the  "Hermsdizing"  process. 
Names  of  German  manufacturers  using  Hermsdorf's 
latest  and. greatest  hosiery  improving  process  will  be 
cheerfully  furnished  on  request. 


American  Bureau : 

235    West  [39th    Street 
New   York 
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K N I TTED    GOODS 


UNSHRINKABLE 


Made  of  the  finest  wool  obtainable, 
and  manufactured  in  England  under 
perfect  conditions  Your  customers 
can  rely  upon  the  utmost  satisfaction 
if  they  wear  JAY.  You  and  they  will 
be  fully  protected  if  each  garment 
bears  the  above  trade  mark. 

Send  enquiries  to  the  wholesale  agents  : 

I.  &  R.  MORLEY,     ■     G.  BRETTLE  &  GO. 

LONDON.  ENG. 


WOOL 

UNDER- 
WEAK 


a 


SUNRAY"     Ardficial 

Silk 


Wholesale 
onh 


John  Standring  &  Co.  Limited 

Livesey  St.  Mills 
MANCHESTER 

TELEGRAMS  TELEPHONE 

THISTLE  MANCHESTER  No.    1266  CENTRAL 


vve   specialize   on    skein    dyeing 
Artificial  Silk    ana    Hosiery     Yarn 

Label  Your  Goods 

with    our    handsome 

SILK   AND  COTTON 
WOVEN  LABELS 


can    'In    must    direct    advertising 
with    the    little    woven    label    that    you 
attach  to  your  gooils-  neckwear,  an 
clothing,  hats  and  tho  dozens  of  small 
articles  of  wear  which  you  Bell. 

It  speaks  volumes  to  the  man  or 
woman  wearing  :i  natty  garment  of 
\  ours. 


WRITE  TODAY  FOR   SAMPLES   AND  PRICE    LIST 

Narrow  Fabric  Weaving  and  Dyeing 

LIMITED 

Gait,   -   Ontario 
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Ladies',  Misses'  and  Children's  Underwear 

For  Spring  1914 

Before  placing  your  order  for  Spring  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


bcc/stehco 


and   call  your   special  attention  to  the  new  patent  Pandora  Style  in  Women's, 
Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole  Selling  Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 


THE  HALL-MARK  OF  Registered  No.  282,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


From  Greenshields 
Women's   and  Children's 
Underwear    Department 


Health  Brand  Underwear 
Ensures  Satisfied  Customers 

Our  1914  samples  of  Health  Brand 
Underwear  are  ready.  The  range  con- 
sists of  hot  and  cool  weather  weights  for 
women  and  children. 

Health  Brand  Underwear  gives  the 
merchant  a  "come  back"  trade  because 
it  looks  right,  feels  right,  and  wears 
right.  Every  garment  gives  perfect 
satisfaction. 

Our  travellers  will  show  you  the  range. 

Greenshields  Limited 

Montreal 
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Maple  Leaf  Brand 
Hosiery  and  Mitts 

Have  Stood  the   lest  of  Time 

The    old    reliable 
brand   that   is   made 
up  to  a  standard,  not 
down  to  a  price.    We 
were     fortunate     i  n 
buying    our    yarns 
early  in  191 1  before  the  ad- 
vance in  price  and  therefore 
we  can  give  you  your  fav- 
orite   lines    below    present 
price.     It  will  pay  you  to 
wait  till  our  agent  calls  on 
you  with  our  new  samples 
and   prices   before   placing 
your  Fall  orders. 

Goderich    Knitting    Co.,   Ltd. 

GODERICH,  ONTARIO 


To  Wholesale   Buyers 


S.  F.  GIBSON 
&  CO. 

Argyle  Works,      Malvern  Road 

EAST  HAM,     LONDON, 
ENGLAND 

MAKERS  ot  LADII 5 
KNITTED    SPORTS 
COATS 

in 
Pure  Silk.    Wool,    Artifi- 
cial Silk  and   Mercerised 
Silk  and  Cotton. 
KNITTED    MOTOR 
SCARVES 


in    Artificial     Silk, 
Silk  and  Cotton. 


Real 


Canadian  Agents 

MARSHALL  & 
ROGERS 

16  McGill  College 
Ave. 

MONTREAL 

Arethusa  Brand 


Unkrnw 


f+ 


K.. 


UNSHRINKABLE 

UNDERWEAR 

FOR   MEN 


For  over  twenty  years  we  bave  made  mens  underwear  alone. 

We  have  specialized  and  concentrated  on  Unshrinkable  \\  «><>1 

Underwear  for  men  with  the  one  resull     underwear  thai  l: 

dollar  fi'i-  dollar  in  satisfaction  for  your  customers' 

money.    Handle  St.  George  and  Wbolnap  Men's 

Underwear   for    I'M  I.     Send  to  your  wholesaler        pt^r<»rflr 

tor  t lie  new  range  of  samples. 

Schof  ield  Woolen  Co.  Ltd. 


OSHAWA,  ONT. 
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A    Review  of   the   Scottish    Linen    Trade 

The  Dunfemline  Industry  is  Centuries  Old  —  Large  American 
Trade  Has  Been  Done  Since  the  Act  of  Union,  but  the  High  U.S. 
Tariff  Has  Been  a  Hampering  Influence — A  Brief  Sketch  of  the 
Growth  of  the  Industry. 

Written  for  The  Review  by  E.   Dunn,  dry  goods  buyer  with  C.   W.  Sherwood  Co.,   Regina 


IN  McCulloeh's  Geographical  Diction- 
ary, published  in  1841,  we  are  told 
that  a  great  change  had  taken  place 
in  the  manners  of  the  Mahomet  Ali  of 
Egypt,  and  one  of  the  changes  is  thus 
set  forth:  "Instead  of  sitting  at  dinner, 
squatted  on  carpets  or  Ottomans,  the 
Pacha  now  dines  from  a  mahogany  table 
covered  with  a  handsome  Dunfermline 
table  cloth."  Long  before  the  advent 
of  the  table  cloth  into  Egypt,  Dunferm- 
line manufacturers  were  annually  send- 
ing great  quantities  of  linens  and  cottons 
to  America  and  into  this  Dominion. 

In  no  town  in  United  Kingdom  was 
the  Union  of  1707  more  opposed  than  it 
was  in  Dunfermline.  In  1706  Sir  Peter 
Hackett,  of  Dunfermline,  represented 
the  city  in  the  Scottish  Parliament,  and 
the  Town  Council  asked  the  member  to 
vote  against  and  to  protest  against  the 
Union  of  Scotland  and  England.  A  copy 
of  the  motion  was  passed  by  the  Council 
and  posted  to  Sir  Peter,  and  the  motion 
was  followed  up  by  a  "humble  ad- 
dress" unanimously  signed  by  the  citi- 
zens, in  which  it  was  pointed  out  that 
the  proposed  union  would  be  destruc- 
tive to  the  true  interests  of  the  nation. 
Sir  Peter  Hackett,  despite  the  Council's 
resolution  and  the  address,  voted  for 
the  Union. 

So  far  from  the  Union  destroying  the 
linen  trade  in  Scotland,  it  had  the  ef- 
fect of  opening  up  new  fields.  The  re- 
strictions anent  trading  in  England  were 
withdrawn,  and  a  trade  was  opened  up 
with  America.  Linen  and  other  goods 
were  sent  to  the  American  ports,  and 
goods  came  back  to  London  in  ex- 
change. 

In  1836  there  were  5,644  persons  em- 
ployed in  connection  with  the  linen  and 
bleaching  trades  of  Dunfermline.  Up- 
wards of  3,500  looms  were  in  operation, 
and  it  was  estimated  that  the  capital 
invested  was  about  £826,261.  The  fol- 
lowing description  of  the  looms  employ- 
ed in  Dunfermline  will  give  practical 
men  a  fair  idea  of  the  trade  of  1836: 

Single  Diaper  770 

Single  Damask   1,880 

Double  Damask    369 

Table  Covers   445 

Worsted  Warps   13 


Linen,  Full  Harness 
Bed  Quilts 


15 
17 


Total 3,517 

A  careful  estimate,  compiled  by  manu- 
facturers, showed  that  the  value  of 
goods  sold  for  home  consumption 
amounted  to  £198,700,  while  the  exports 
to  American  ports  were  £153,000.  From 
the  date  of  the  Union  until  1824  Dun- 
fermline manufacturers  were  content  to 
deal  with  American  patrons  through 
Manchester,  London,  Liverpool,  Havre 
and  Glasgow  shipping  merchants.  How- 
ever, in  1824  James  and  Thomas  Alex- 
ander, of  Dunfermline,  took  up  the  ques- 
tion of  dealing  direct  with  American 
consumers,  and  in  the  beginning  of  1825 
they  began  to  consign  goods  to  a  New 
York  house.  Subsequently  they  ap- 
pointed an  agent  in  Boston,  etc.,  and 
the  departure  was  one  which  soon  came 
to  be  appreciated  by  the  sellers  and  pur- 
chasers. Early  in  the  thirties  Birrell 
Bros,  followed  their  example,  and  as  the 
years  advanced  the  American  trade  con- 
tinued to  grow  to  proportions  which 
even  the  most  sanguine  had  not  antici- 
pated. The  power  loom  gave  the  Am- 
erican trade  an  enormous  stimulus,  and 
so  well  have  the  connections  formed 
with  the  great  linen  houses  of  America 
been  maintained  that,  roughly  speaking, 
it  may  be  stated  that  half  of  the  goods 
manufactured  in  Dunfermline  and  dis- 
trict are  exported  to  the  States  and 
Canada. 

The  first  imposing  duties  "on  goods," 
wares  or  merchandise  imported  into  this 
Dominion  or  States  after  the  adoption 
of  the  Constitution  was  approved  in 
1789,  coming  into  operation  in  August 
of  that  year.  Cottons  and  linens  were, 
to  the  delight  of  Dunfermline  manufac- 
turers of  the  olden  time,  exempted  in 
the  Act.  Within  five  years,  however,  a 
scheme  of  tariff  reform  was  submitted 
by  the  Government  in  1794.  An  Act 
became  law,  by  which  an  "ad  valorem" 
duty  of  five  per  cent,  was  placed  upon 
all  cottons  and  linens  landing  in  New 
York  and  other  ports.  A  small  import  of 
five  per  cent,  did  not  in  the  slightest 
degree  check  the  export  of  Scottish 
manufacture.  It  was  soon  found,  how- 
ever, that  the  tariff  would  not  remain 
long  at  five  per  cent.  In  1824,  the  very 
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year  manufacturers  were  considering 
the  advisability  of  exporting  direct  to 
the  States,  the  duty  on  cotton  goods  was 
raised  to  20  per  cent.  Linens  were  left 
at  the  old  rate,  but  within  seven  years 
an  agitation  arose  for  an  increased  tariff 
on  linens,  and  a  still  higher  rate  on  cot- 
tons. The  manufacture  of  linens  was 
thought  to  be  impracticable,  but  it  was 
contended  that  there  was  nothing  in  the 
climate  calculated  to  operate  against 
cottons,  and  the  supporters  of  a  high 
tariff  were  of  opinion  that  an  increased 
import  might  stimulate  home  manufac- 
tures. In  1842  cottons  were  subjected 
to  an  increase  to  an  "ad  valorem"  duty 
of  30  per  cent.,  and  with  the  view  of 
giving  a  stimulus  to  experiments  in  the 
manufacture  of  linen,  despite  the  ad- 
verse climatic  conditions,  the  tariff  on 
damasks  was  raised  to  25  per  cent. 

A  sweeping  revision  of  the  American 
tariffs  took  place  in  1864,  and  on  linens 
the  import  was  fixed  at  35  per  cent,  on 
goods  valued  at  30  cents  or  less  per 
square  yard,  while  on  manufactures 
valued  at  rates  above  30  cents  ad  val. 
duty  of  40  per  cent,  was  enacted. 

In  1866  cottons  once  more  came  under 
the  review  of  the  American  Legislature, 
and  the  tariff  fixed  in  the  case  of  color- 
ed, stained  or  printed  goods  was  5J£ 
cents  per  square  yard  and  a  duty  of  10 
per  cent. 

By  1883  the  rate  on  linens  to  the 
States   was   fixed  at  35  per  cent. 

Ultimately,  in  August,  1894.  how- 
ever, an  Act  was  passed  providing  for  a 
uniform  tariff  of  35  per  cent,  on  both 
linen  and  cotton  goods.  The  Dingley 
Act  retained  a  uniform  tariff  of  35  per 
cent.,  but  imposed  an  additional  rate  on 
all  goods  weighing  more  than  4^2  oz. 
per  square  yard.  This  Act  simply  meant 
a  rate  of  50  per  cent,  on  regular  Dun- 
fermline weights  and  a  maximum  of  60 
per  cent,  on  the  heaviest  weights.  The 
average  would  be  about  55  per  cent. 

Reports  just  received  by  the  writer 
that  manufacturers  all  over  the  coun- 
try, meaning  the  linen  centres  of  Scot- 
land, anticipate  that  there  will  be  in- 
creased demands  for  the  finest  goods. 
Yarns  at  present  are  extremely  high, 
and  the  tendency  is  so  much  upward  as 
to  indicate  that  the  maximum  prices 
have  no!  vet  been  reached. 


Dry  Goods  Review 


DRESS    ACCESSORIES 


DRESS  ACCESSORIES 


NOW  that  tlie  holiday  season  is  over 
and  done  with  the  neckwear 
houses  are  busy  with  the  prepara- 
tion of  a  range  of  mid-season  and  early 
spring  novelties.  Paris  and  New  York 
have  been  visited  during  the  past  month 
or  six  week  and  the  latest  fashion  indi- 
cations studied  before  the  new  range 
has  been  put  out.  Therefore  neckwear 
buyers  can  be  assured  of  something  new 
with  which  to  attract  customers  in  the 
early  days  of  the  New  Year. 

Fur  trimmings  are  advancing  in  favor, 
and  skunk,  ermine,  fitch,  mole  and  other 
furs  will  be  used  extensively.  Fur 
not  only  finishes  guimpes,  collars,  high 
stocks  and  jabots  of  shadow  lace  and 
fine  net,  bnt  it  is  used  as  a  neck  ruche 
edged  on  each  side  with  pleatings  of  rib- 
bon and  tulle.  Small  turnover  collars  of 
fur  have  a  net  rufHe  close  to  the  neck 
and  small  lappets  of  fur  edged  with 
lace,  and  the  handsome  vests  of  velvet, 
brocaded,  and  printed  silk  are  finished 
on  the  edges  and  on  the  pockets  with 
bands  of  fur.  The  shawl  collar  develop- 
ed in  bright  hued  brocaded  silk,  printed 
silk  or  crepe  de  chine  is  new  and  is  often 
edged  with  a  narrow  line  of  fur. 

The  newest  collar  is  the  Japanese. 
Extreme  models  stand  out  from  the  neck 
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Plaucn  lace  collar  and  eofl  1 
Shown  by  Novelty  Import  C 


Novelties  in  Neckwear  for  the 

New    Year 

Fur  the  Fad  of  the  Moment-  Novelties  in  Fancy 
Silks,  in  Prints  and  Etonian  Stripes  Promise 
Well — Vest  Effects  a  Growing  Feature — Im- 
mense Vogue  of  Net  and  Lace  Pleatings. 


1. — Fichu  of  flame  red  crepe  de  chine  edged  with  skunk  and  fastening 
under  a  bow  of  velvet.    The  Medici  collar  and  revers  are  of  Alencon  lace. 

2. — Flat  collar  of  Eoman  striped  silk  with  plastron  of  the  silk  and 
shadow  lace.  Pleating  of  shadow  lace  edges  both  collar  and  plastron. 
8hown  by  R.  D.  Fairbairn  &  Co. 
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like  the  collar  of  the  kimona 
but  the  collars  that  are  sel- 
ling give  only  a  modified  ver- 
sion of  this  effect.  Another 
feature  is  the  increasing  use 
made  of  brighter  colors 
Fichus  come  in  tango,  coral. 
beauty,  national  and  Paddy 
green,  crepe  de  chine.  Many 
of  these  fichus  are  edged 
with  a  line  of  fur  and  have 
Medici  collars  of  lace  boned 
to  make  them  stand  properly 
and  revers  of  pleated  lace. 
For  after  all  it  is  the  Medici 
collar  that  is  the  seller  and 
which  gives  the  character  to 
the   rest    of   the   neckpiece. 

Waistcoats  are  showing  in 
brilliant  printed  materials, 
plaid  silks  and  velvets,  plain 
velvets  and  cords  and  print- 
ed and  warp  print  silks  and 
180 


moires.  Besides  the  full  vest  there  is 
the  skeleton  vest  which  goes  around 
the  neck  in  the  form  of  a  turn-down 
collar  and  has  a  vest  covering  the  bust 
in  front  and  is  belted  across  the  back 
with  an  elastic,  covered  with  the  ma- 
terial of  the  vest.  Then  there  is  the  vest 
belt  which  is  six  or  seven  inches  deep 
in  front  and  has  points  and  jackets  like 
a  vest  and  a  belt  across  the  back.  All 
these  items  would  seem  as  though  their 
use  would  increase  with  the  opening  of 
the  spring  season  as  they  are  so  suit- 
able for  wearing  with  the  boleros  and 
monkey  jackets  that  are  being  prepared 
for  the  new  season.  Later  vests  prom- 
ise to  be  developed  from  printed  chif- 
fons  and    even    shadow   hi. 

Qnimpes  are  still  leading  neckwear 
items  and  -rive  no  evidence  of  any  fall- 
ing out  of  favor.  First  selling  place 
must,  however,  be  given  to  pleatings  and 
frilling*,         Pleatings    and    frilling*    ar« 
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New  Features  in  Neckwear  for  Spring 

FROM 

Ladies'  Wear  Limited 

TORONTO 


181 


Dry  Goodx  lit  <  u  ti 


DRKSS    ACCESSORIES 


having  mi  immense  vogue  and  this  vogue 
in  one  of  the  main  reasons  for  the  scar- 
city and  the  high  price  of  nets. 

Suitable  nets  have  been  advanced  by 
Nottingham     manufacture™    fully    50c 

per  yard  and  manufacturers  of  neck- 
wear and  Other  lines  who  use  nets  exten- 
sively are  willing  to  pay  any  reasonable 
price  for  early  deliveries. 

Prospects  for  neckwear  selling  con- 
tinue favorable  and  tendencies  favor  an- 
other good  year  so  far  as  can  be  seen. 

Woman  stripes  and  fancy  printed  silks 
in  Chinese  and  Japanese  patterns  will 
be  much   used  at  the  season  advances. 


THE  OUTLOOK  IS   GOOD 

(■nod  Season  Expected — An- 
other Season  of  Neat  Effects  and 
Fine  Meshes  Promised — Increas- 
ing [nteresl  in  Small  Chenille 
and  Velvet  Spots. 

TiiK  verj  coldest  months  of  the 
year  always  mean  a  check  upon 
the  selling  of  veilings  on  the 
Canadian  market  as  they  cannot  be  worn 
with  comfort  when  the  weather  becomes 
very  cold.  Importers  and  buyers  are 
busy,    however,    as    they    have    excellent 


New  veilings  Tor  Spring,  L914.    Thomp 
bod    Lace  &    Veiling  Co. 

grounds  for  the  belief  thai  an  extra 
- I  season  is  before  the  trade.  Col- 
lections Been  so  Par  consisl  of  Maple  ef 
Sects  and  it  will  not  be  until  later  thai 
definite  informal  ion  w  ill  come  as  to  the 
line  novelties   u  Ml   follow. 

Fine  meshes,  hexagons,  Brussels,  and 
fillets,  craqueles  and  fine  fancj  meshes 
are  assured  and  the  patterns  are  to  Pol- 
ios the  game  quiet  tendency  thai  lias 
ruled  in  the  pasi  Beason.  The  new,  si 
idea  Pavors  tinj  chenille  and  velvet  dots. 
•Ml  veils  t<>  be  a  success  must  be  Boft 
finished  and  shadow  Shetlanda  both  in 
black  and  wlnie  will  be  [food  Por  the 
coming   b<  ason, 


16    BUTTON    GLOVES 

Wrist  length  gloves,  will  sell  up 
to  Easter — Fashion  favors  the 
embroidered  glove  both  in 
.-kin>  and  ehamois-lisles — Chil- 
dren- department  proves  a  good 
feature. 


Not  only  are  all  leathers,  glove  leath- 
ers included,  high  in  price,  but  indica- 
tions point  to  even  higher  prices  bet  ore 
very  long.  According  to  all  reports  the 
leather  markets  generally  show  an  ad- 
vancing tendency  owing  to  the  fact  that 
the  world  supply  of  hides  is  growing 
shorter.  As  to  glove  leathers,  much  of 
this  scarcity  is  due  to  the  recent  Balkan 
war  as  vast  herds  of  animals  that  pro- 
duced the  skins  for  making  gloves  have 
been  killed  for  food  during  that  struggle. 

Up  to  Easter,  which  comes  late  this 
year  the  demand  will  be  for  the  wrist- 
length  glove.  After  Easter,  as  both 
gowns  and  waists  produced  for  Summer 
wear  have  sleeves  just  covering  the  el- 
bow, 16  button  and  12  button  gloves  will 
have  the  call. 

There  is  little  in  glove  fashions  that  is 
not  of  staple  character.  Some  novelties 
that  are  extreme  have  been  shown  but 
they  are  too  impractical  to  affect  the 
genera]  trade.  Wrist  lengths,  capes  and 
mochas  will  soil  for  outdoor  wear  until 
the  advent   of   warm   weather. 

Heavily  embroidered  gloves  are  the 
latest  fashion  development,  and  while 
tan.  black  and  grey  are  selling  to  some 
extent,  the  heavy  sale  comes  on  white 
gloves.  Plain  white  gloves  are  good,  but 
in  high-priced  gloves  embroidered  gloves 
are  better,  and  white  gloves  embroidered 
in  black  are  in  great   demand.     Tans  and 

grey  are  also    Belling     in     embroidered 

gloves  and  in  all  these  lines  the  demand 
i-  larger  than  the  supply. 

I"p  to  Easter,  wrist-length  capes  and 
mochas  in  tans  and  grey,  and  doe  skins 
iii  white  with  either  self  or  black  stiteh- 
ings  will  be  worn  and  there  will  be  the 
same  general  demand  Por  overseam  and 

lamh    gloves    for      the      between      season 

trade.     Wrist-length  gloves  will  sell  up 

to  Easter  but   alter  that  date  a  quick  de- 
mand will  come  for  longer  gloves 
Sixteen     and     twelve     button  lengths 

promise  best,  chiefly   in  white  and  black. 

Chamois  [isles  again     promise     well     in 

white,  natural  color,  black,  tan  and  grey. 

Por  the  coming  Spring  these  gloves  will 

follow   the   lead   of   kids   and    will    he    fin- 
ished   with    heavy   silk   embroideries   both 

in  self  and  contrasting  colors. 

The  Summer  glove  is  to  be  a  long 
•  • !  ■  ■  \  e  Por  the  slee\  es  of  Summer  di 
and  waists  will  he  short.  The  sixteen 
button  length  will  be  the  best  seller 
though  the  cheaper  trade  will  call  tor  12 
button  lengths.     Every  indication  points 

to   a    hea\  \    sale   of   long  -ilk    gloves   both 
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in  white  and  black.  White  always  leads 
the  sale  of  Summer  jrloves  but  this  year 
black  is  expected  to  sell  extra  well.  This 
is  due  to  the  prominence  given  to  black 
in  all  color  schemes  and  also  to  the  great 
favor  given  to  black  and  white. 

Very  few  colored  gloves  will  be  sold, 
the  colors  selling  being  confined  to 
pongee,  champagne,  gold  and  tan  shades 
and  to  navy  and  Copenhagen  blues. 

Many   buyers  noting     the     increasing 
attention    given    to   items   of   children  s 
wear  and  the  profit  that  is  going  to  other 
departments  through     paying    incr. 
attention  to  children's  garments,  are  be- 
ginning to  look   up  the  business  that    i- 
possible  to  be  done  in  chidren  \s  glo 
The  increased  attention  and  interest  they 
have  shown  has  met     with     an     ins 
response  and   this  attitude   is  being    re- 
fleeted  in  the  manufacturing  end  of  the 
trade.     Makers  are  putting  '.'loves  on  the 
market   made     from     specially     Bell 
skins    instead    of    from    imperfect    skin- 
and   odds  and   ends   left   over   from    the 
cutting   of   men's  and   women's   gl< 
Cutters    now    specialize   on      gloves      for 
children's  wear  and  styles  are  as  smart 
and    the    finisli    is    as    perfect    as    in    the 
lines  intended  tor  grown-up  wear.  Child- 
ren's  lines   follow  their     own     fashions 
and   tans  are  the  big  sellers. 


NOVELTIES  IN    RIBBON S 

Price-  Up  and  Deliveries  Slow — 
Fashion  Favors  Wide  Ribbons 
—  Roman  Stripes  and  Fati<-\ 
Plaids  Promise  to  Be  Popular 
Novelties  Printed  l!il>l>"!i- 
Show  An  Oriental  Tendeni 

THERE  has  been  a  decided  advance 
in  the  price  of  ribbons  due  to  the 
higher  values  of  raw  silk  and  the 
increasing    demands    of    weavers     and 
other   workers  connected    with   the   mak- 
ing of  ribbons   in   Europe.     Every  indi- 
cation  points   io   prices  Continuing 
on  the  present  high  basis  and  mon 
ribbons  are  bo  much  in  demand  in  other 
markets  that   deliveries  will  be  noni 
good,    and    that    late    placed    orders    will 
come   to    hand    only    when   the   season    is 
tar  advanced. 

Parisian    milliners    look    upon    ribbons 
with  a  favorable  eye,  and  it  is 
ed  that   they  will   be  more  used  than   for 
man}     season-    in     the    coming  sprimr. 
Milliners  it  is  said  are  preparing  to  use 

verj    wide   ribbons.      In   Paris  ribbot 
wide  as  15  inches  are  talked  of,  on  this 
market    the   general    feeling  is  that     rib- 
bons  from   (i   to   S   in.    will    be   about 
limit.      Wide    ribbon-    will    be    also 
for    -ashes,    tiie    vogue    lor    which    is    on 

the   increase.     In    plain   ribbons   n 

and   satins     come   Rrat      with  a   gn 
fContinned  on  page  198  | 
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PRING  1914 

We  beg  to  announce 
to  the  trade  that  we 
have  secured  for 
Spring  the  finest 
and  most  extensive  range 
of  novelties  that  we  have 
ever  shown. 

We  are  in  a  position  to  meet  the  requirements 
of  our  customers  in  every  respect  and  it  will 
be  to  your  advantage  to  see  our  salesmen  who 
are  now  on  the  road. 


SALESMEN 

Br.  Col.  &  Alberta,  A.  C.  Warner 
Great  West  -  E.  C.  Thompson 
Nor.  Ont.      -        -      L.  H.  Lewis 


^. 


SALESMEN 

East  Ont.  -  Marshal  P.  Stanbury 
West  Ont.  -  Lloyd  W.  Adams 
Toronto     -       -       -      G.  M.  Tod 
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The     Spring     Tendencies     in     Embroideries 

A  Very  Large  Range  of  Attractive  Novelties  shown  Ground 
Material  .Just  as  Important  as  Pattern — New  Embroideries  Show 
Inlets  of  Venise,  and  Brussels  Craquele  and  Filet  Net— Novelties 

in  Colored  Embroideries. 


NOT  only  are  novelty  goods  Belling 
but  there  is  a  better  demand  for 
staple  embroideries.  The  embroid- 
eries Belling  are  along  the  lines  of  neat, 
fine  patterns. 

All  collections  show  how  the  vogue  of 
very  sheer  material  dominates  the  em- 
broidery trade  and  when  either  batiste 
or  nainsook  is  employed  it  is  the  very 
thinnest  and  sheerest  makes  that  are 
used.  Crepe-voile,  crepes,  snow-flakes 
and  fancy  checks  are  used  for  grounds, 
but  soft-finished  organdie  is  the  newest 
material.  This  year  buyers  must  take 
notice  that  materials  count  just  as  much 
as  the  pattern. 

For  Spring,  Bouncings  outsell  the  other 
effects  and  thouirh  45  in.  flouncinga  have 
sold  well,  there  is  an  increasing  interest 
taken  in  18  in.,  15  in.  and  12  in.  yoods 
which  can  be  used  for  tunics,  hip  ruffles 
and  three-tier  skirts. 

Exquisite  embroideries  have  lace  in- 
troductions in  Venise  or  with  the  pattern 
backed  bv  Brussels,  craquele.  hexagon  or 


filel  net.  Sprays  of  Swiss  work  form  the 
1  lt-m  or  scallop  that  finish  the  Bounce  and 
ran   up  ov<  r  the  ground   from    Hi  to  20 

inches.  Other  patterns  show  exquisitely 
dainty  work  combined  with  panels  in  Boft 
sheer  mesh,  other  new  Bouncings  show 
a  design   in   small  quantity   confined  to 

about  %  down  or  to  near  the  edge  of 
the  flounce.  Many  of  these  Bounces  are 
in  two  colors  or  two  materials  one 
shows  a  hem  of  heavy  canvas  joined  onto 
sheer  crepe  with  a  spray  and  a  leaf  and 
flower  cluster  above  formed  in  heavy 
work  with  centres  in  canvas.  Many  of 
these  embroideries  show  color  very  often 
strong  blue  and  black,  mauve  and  black 
and  also  the  new  pinks. 

Baby  sets  of  Swiss  or  nainsook  are 
really  wonderful  this  year  for  the  very 
finest  of  convent  work  is  closely  imitated 
on  these  sheer  materials.  These  are  per- 
fectly safe  goods  as  women  buy  them  on 
s  igh  t . 

All-over  embroidered  voiles,  batistes, 
crepes,  anil  Swiss  muslins  are  to  he  made 


u]i  into  Summer  waists,  and  the  novelty 
features  in  other  lines  have  led  to  the 
prodnction  of  simulated  handwork  in  the 
form  of  yokes  and  motifs  to  be  used  with 
the  all-overs  in  the  making  up  of  these 
new  waists. 

Another  outlet  for  both  Bouncings  and 
allovers  is  the  making  of  boudoir  caps, 
dressing  Bacques  and  petticoats.  Colored 
designs  are  not  absent.  In  the  better 
class  trade  ecru  embroideries  will  sell 
well.  Edgings,  Bouncings  and  narrow 
band  trimmings  and  the  wider  flouncings 
are  all  Bhowing  in  crepe  and  batiste  in 
ecru  shade-.  Batiste  embroideries  are 
developed  in  fine  Madeira  patterns  re- 
lieved with  squares  of  fine  filet  drawn- 
work.  Plaid  effects  not  only  in  the  clan 
colors,  but  in  bright  shades  of  green, 
blue,  coral,  red  and  also  black  have  been 
brought  out.  Crepes  have  been  brought 
out  with  patterns  worked  out  in  cotton 
chenille.  Various  ratine  patterns  are 
used  for  borders  and  for  all-over  pat- 
terns     (Continued  on  page  188.) 


'•ft* 


X 


& 


v.  *?m 


Flouncing  of  chiffon  Twentj        le^  en,  Shadow      Ohuntillj 

embroidered     in  eighteen  and  twelve  lace.      mi    shown    by 

Chinese     effect     with  inch     flouncinga    and   Thompson       Li A 

hea \  v  ecrn   i bread  ba nd.  \  eiiinu  (\>. 


Slia, 


Chantilly     lace     flounces. 
Veiling  Co 


Show  d     liv     Canada 
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No 
order 

too 
large 

or 

too 
small. 


Oyez,  Oyez 

We  have  moved  to 
larger  quarters 


For  some  time  we  have  felt  the  need  of  having 
more  room  for  handling  our  rapidly  grow- 
ing business. 
We  simply  had  to  have  larger  ware- 
house space.    The  demands   of   the 
trade  have  become  so  exacting  that 
more  than  ever  we  must  keep 
constantly  on  hand  a  very  large 
and  varied  stock  of  Ribbons 
of  every  description. 


"The  Ribbon  House  of  Canada" 

Removal  Announcement 


We  have  secured  very  commod- 
ious premises   at   No.  6  St.  Helen 
Street  and  will  be  in  a  better  position 
than    ever    before    to    handle    orders 
promptly  and  satisfactorily. 

We  will  continue  to  make  "Efficient  Serv- 
ice" the  big  outstanding  feature  of  the  Barry 
business. 

"EVERYTHING  IN  RIBBONS" 

Walter  H.  Barry  &  Go. 

"The  Ribbon  Specialists" 

6  St.  Helen  St.,  MONTREAL 

Winnipeg  Branch: — 222  McDermott  Ave. 


Test 

us 
with 

a 
letter 
order. 
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Novelties  in  Shadows   the   Feature   for  Spring 

Combination  Net  Grounds  the  Newest  Feature  Camisole 
Shadowsa  Most  Promising  Feature  An  Active  Market  for  Plain 
Nets-  Fashion  Suggestions  Favorable  to  a  Freer  [Jse  of  Lace. 
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BE    fashion 

8   II  gg    I 

tions  cer- 
tainly look  as 
i  h  o  a  g  h  they 
would  be  favor- 
able to  a  freer 
use  of  lace  dur- 
the    coming 

spring    and     sum- 
mer      seas  0  D  B. 

Buyers  evidently 
think  thai  way. 
for  orders  are 
more  encourag- 
ing and  all  indi- 
cations point  to 
a  continuation  of 
popularity  f  o  r 
the  same  general 
type  of  la 
thai  have  been 
selling  during  the 
past  fall  and 
winter.  Therefore 
in  all  probability 
the  coming 
spring  will  be 
another  season 
in  which  shadows 
and  light  laces 
will  predomin- 
ate. 

Laces  are  nev- 
er   in    favor   long 
before      Venises 
come  to  the  front 
and      for      many 
trimming       pur- 
poses     and       as 
counter      laces 
Light  Venise  laces 
in    the    form    of 
narrow     bands 
and  edges  are  be- 
ginning;    to     sell. 
These  laces  have 
been  well  taken  earlier  by  the  cutting  up 
trade     for  use     in  the     making     up  of 
blouses,    and    ladies'    and    misses'    sum- 
mer dresses,  and  now  buyers  are  placing 
fair  orders  along  the  same  lines  for  the 
counter  trade. 

Light  laces  form  the  centre  of  interest 
with  shadows  in  first  place,  but  though 
light  shadows  lead.  Chantilly.  Orientals 
and  net  lacea  are  by  no  means  neglected. 
With  laces  of  about  the  same  charact- 
er as  the  past  two  seasons  selling  the 
novelties  manufacturers  are  putting  out 
are  all  in  the  way  of  design.  This  rather 
narrows  the  scope,  and  therefore  buyers 


Madeira  embroid- 
eries worked  on 
very  sheer  ecru 
batiste.  Exquisite 
shadow  lace. 
Shown  by  Sterling 
Lace  &  Novelty 
Co. 


are    searching    for    pattern-    thai 

individual  touches  and  idea-.  One  "I 
the  chief  way-  in  which  novelty,  is 
achieved  this  season  i-  by  the  varying 
of  the  ground  by  tin-  use  of  many 
varieties  of  net-;  and  meshes,  and  bj  the 
applying  of  Chantilly  and  applique  pat- 
terns to  shadow  lac.-.  Nottingham  has 
produced  some  very  line  lace-  of  this 
elass  that   promise  to  -ell   freely. 

Though  white  hoes  will  probably  -ell 
best  there  is  a  developing  inten  -t  in 
ecru,   and    rusl    -hade-.        These   colors 

promise    to    be    featured    in    better    priced 

in  some  extent.  The  v« 
waist  indicate-  the  necessity  i"i  som< 
form  of  very  light  weight  corsel  cover  or 
camisole  \<'  be  worn  under  it.  Manu- 
facturers are  showing  various  widths  of 
shadow  lace  flouncings  with  a  beading 
woven  in  on  either  edge — one  edge  being 
straight  and  the  other  having  the  seal- 
lop.  These  corsel  or  camisole  flouncings 
are  intended  for  the  counter  trade  and 
thej  promise  to  be  a  very  big  factor  in 
the  spring  and  summer  lace  situation. 
The  big  sale  is  for  Bouncings  in  12.  14. 
IS   and   27   in.   widths. 

Though  metal  laces  are  really  a  winter 
article  there  is  everj  appearance  of  a 
fair  demand  for  them  during  the  early 
part  of  the  spring  season.  Tinsel  lace- 
are  showing  in  silver,  bright  gold,  steel 
and  bronze  with  silver  and  bright  gold 
in  the  lead.  A  novelty  in  laces  comes  in 
silk  laces  made  by  a  special  process 
which  gives  the  glitter  and  appearance 
of  a  metal  lace. 

The  outlook  for  nets  is  particularly 
bright.  Brussels  nets  will  be  used  in 
white,  ecru,  rust,  flesh  and  in  many  col- 
ors for  waists,  dresses,  drapery  and  for 
lining  purposes.  The  demand  is  larger 
than  the  supply,  and  the  manufacturers 
are  able  to  obtain  their  own  prices. 
Bretonne  nets  are  also  good  and  cotton 
and  silk  allovers  will  be  well  taken  by 
the  popular  priced  trade  and  fancy  all- 
overs  will  be  greatly  used  by  dress  and 
waist  manufacturers. 

Another  feature  that  is  putting  up  the 
price  of  nets  is  the  prospect  ahead  of  a 
big  season  in  pleatings  and  frillings. 
Plain  nets  will  be  most  used  for  this 
purpose  but  there  will  be  a  very  good 
call  for  frillings  made  from  fancy  nets. 
I, aces  suitable  for  pleating  purposes  are 
also  in  big  demand. 

ISA 


Shadow  la.e  -ilk  embroidered  aim  with  battle 

mented  edge   and   a   chantilly   flounce. 

Shown    by    the    Novelty    Import    ''". 

— ®- 

REV1VAL    OF     PROSPER- 
ITY PREDICTED 

Tlio  lace  trade  in  Nottingham 
,mk1  neighboring  centres  receiv- 
ing more  business — Net*  in 
active     demand     and     pr 

away  up. 

A  Nottingham  correspondent  who  is 

(lose   touch    with    I  lie    lace   trade    both    in 
that  city  and  Long  Eaton  writes  tl, 
last    he  ventures  to   predict    an   earl] 
turn   to   prosperity    in   tin-  general   lac. 
trade.     At   the  present   time  the  call  i> 
only  for  the  very  lightest  and  sheen  - 
goods.     These  laces  are  produced  extens- 
ively at   Beeston  and  Ivone;  Eaton  as  well 

as  at  Lyons  and  Calais.  Already  ma- 
chinery at  Long  Eaton  is  better  em- 
ployed than  for  months  back  and  many 
orders,  though  not  of  any  great  size,  an 
coming  in  from  the  United  States  ami 
Canada.  The  goods  wanted  are  shadow 
lacea,  pleatings.  corset  eover  laces,  am! 
all-overs  in  double  widths.  Flouncings  in 
the  better  grades  are  also  selling  in 
moderate  quantities* 

In   this  connection   it   should  be  stated 
that      Nottinghamshire      manufacturers 

bave   greatly    unproved    both   the   d« 
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^ADAVEILINGm 


SPECIAL 

SHADOW    FLOUNCINGSj 

ALL  WIDTHS  J 

WHITE,  BLACK  and  ECRU  j 

also  | 

Shadow  Allovers  J 

Shadow  Edges  j 

Shadow  Bandings  j 

Vanity  Spot  Veilings,  Laces  j 

and  Nettings  f 

We  will  be  pleased  to  send  samples  | 

Mail    orders  receive   our    most    particular   and   prompt   j 

attention.  | 

84-86  WELLINGTON  ST.  W.,  TORONTO  I 


^84-86V 
'ELLINGTON)) 
«ST.W.i 


^NADAVEILING  CO- 
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and  the  finish  of  their  laces  and  are 
Bhowing  patti  rns  and  lacea  that  are  both 
novel  and  well  designed.  Some  of  the 
oaosl  attractive  are  copies  of  Chantilly 
and  Malines  patl  irns  in  Bbadow  effects 
with  clever  use  made  of  fancy  net 
grounds  in  combinations. 

A  very  large  business  is  being  done  in 
plain  nets  and  the  Americans  are  buying 
with  greai  freedom.  The  request  for 
silk  aets  is  improving  and  more  are  Bell- 
ing than  for  months  past.  All  machin- 
ery making  nets  ;  re  well  i  mployed,  ami 
;ill  concerned  in  the  net  trade  an-  mak- 
ing money.  It  is  a  matter  of  currenl 
talk  thai  the  manager  of  one  large  ware 
house  has  sold  a  large  quantity  of  plain 
nets  that  he  has  in  stock  over  three 
years,  ami  the  price  paid  for  them  was 
over  double  that  for  which  they  could 
have  been  bought  for  eighteen  months 
ago. 

Reports  from  lace  centres  on  the  Con- 
tinent are  not  so  good  as  from  Notting- 
ham, and  with  a  few  except  ions.  Euro- 
pean lace  and  einhroidi  ry  mills  are  by 
no  means  fully  employed.  This  applies 
particularly  to  Plauen  and  St.  Gall  and 
it  is  stated  that  mills  there  are  not  run- 
ning on  full  time. 


-®- 


D  R  ESS    A.CCESSOB  1  E  - 

NOVELTIES 

IN   RIBBON 

(Continued  from 
page  L82.  i 

idea  that  plain  taf- 
i(  tas  will  work  into 
a  bettei  pi  ail  ion  be- 
for  long. 

The  interesting 
feature  in  novelty 
ribbons  is  the  tend- 
ency to  put  out 
•  hiental  designs,  t  e 
newer  of  which  fa- 
\  or  ( Ihinese  and  Jap 
effects.  Many  of 
these    show      Chine-' 

yellows  and  blues, 
Persian  reds  and 
greens   and    glowing 

violets  These  color- 
come  ill  a  softened 
and  smoky  blend 
that  is  hot  h  rich  and 
artistic.  Flat  Chin- 
ese flower  patterns 
are  much  used  and 
so  are  characteristic 
.lap  floral  effects. 


THE     SPRING     TENDEN- 
CIES  IN    EMBROIDERIES 

(Continued  from  page  184.) 

The  success  of  40  in.  all-overs  in  crepe- 
voile,  crepe,  snowflake  and  other  cloths 
with  embroidered  figures  in  one  or  two 
colors  is  assured.  The  patterns  are  small 
and  fairly  closely  set  and  the  colors  are 
soft  and  clear.  Difficult  to  class  either 
as  embroidery  or  trimming  are  the 
flouncings  and  hands  of  embroidered 
chiffon.  The  patterns  are  worked  out  in 
solid  motifs  in  Chinese  and  Japanese  de- 
signs generally  in  ecru  or  ochre  on  black, 
white,  rose,  sky.  hclio.  and  other  colored 
grounds. 


M. 


fichu   collar   of    net    lace   with    inserted    veat. 
shown  bv  Phoenix  Novelty  Co. 


Colli 


1. 1  cuff  set  ti 


■  I   with   fur.     Shown   hv    Pare   (mio.1<  Co. 


WHERE  NOVELTIES  ARE  TO  BE  FOUND 

If  you  are  going  to  London,  and  want  goods  out  of  the  ordinary,  you 
should  not  fail  to  inspect  at  17  Hanover  Square,  Regent  Street,  London 
W.,  the  Lmbroideries,  Trimmings,  Ornaments  a\k\   Tassels   for  ladies' 

dresses  and  eloaks  made  by 

THOMAS  MUDDIMAN,   189  Dalston  Lane 

HACKNEY,  LONDON,   N.E. 


iss 
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VAN  RAALTE  VEILS 


"f>: 


Butterfly 
Fascination  Veil 
A  Wonderful  Novel- 
ty,   all    Colors 

No.  1206 


^. 


New 
Beaumou 
French  Novelty 
in   the    Ivory   and 
all  New  Lead- 
ing Colors 
No.  1242 


Only  two  of  the  thousand  new  novelties  from  our  American 
Mills  direct  to  you  at  proper  selling  prices — Samples  for  the  asking. 
Dealers  may  send  for  our  beautiful  Van  Raalte  display  girls — gratis. 

E.  &  Z.  VAN  RAALTE,  100  Fifth  Ave.,  New  York 

The  Largest   Veiling  Mannjacturers  in  the    World 
Factory  at  Patterson,  N.J.  Canadian  Representative  :  Mr.  S.  Oldershaw,  195  Waverly  Road,  Toronto 
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H.  &  W.  Service  to 


THE  H.  &  W.  SERVICE  is  unique  in  the  brassiere  trade — it  is  an 
advance  over  ordinary  buying  methods — assuring  you  of  a  cleaner, 

surer    retail    profit. 

H.  &  W.  SERVICE  means  the  right  goods  to  you  at   the  correct   tune  and 
in  the  proper  quantities. 

H.  &  W.  SHEATHLINE  Brassieres  are  acknowledged  the  foremost  figure- 
moulding  brassieres  obtainable. 

Our   brassieres   are   scientifically    constructed    to    naturallj    support    the 
figure,  and  are  accurate  in  everj   detail. 
H.  &  W.  SHEATHLINE  BRASSIERES  range  from  $4.25  to  $36.00  doz. 

No.  "-H   la   made  <>f  embroidery  edging  and    trimmed     with     real    Clunj    lao 
ribbon  straps  oyer  Bhoulder  and   front    book   Fastening,     sizes  32  to    i^  '   P 
$24    per   dozen, 

No.  3126  is  made  <>i  shadow   lace  and  net,  trimmed  with  -.uiu  ribbon;  fastens 
in  back,    Sizes  32  (••  is     Price  si-'  per  dozen, 

J1!"'  cau   bank  on   n   real   lasting,  satlstactorj    profll    In   carrying   the   n.  *   w. 
bine    bundreds  ol  retailers  are    let  as  explain  <>nr  service    write  for  samples. 


GEORGE  C.  BATCHELLER 
&  CO. 

Selling  agents 

New    fork     180    Fifth    avenue 

Chicago:    168  Adams   Street 


s.in    Francisco: 
B.   F.  WELLINGTON 

H.  &  W.  COMPANY 

Factory,    New  irk     N   J. 
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)tcrling — all  that  the  name  implies 


Laces,  Embroideries,  Veilings, 
Imported  Neckwear,  etc.,  of 
"Sterling"  Brand  for  the 
season,  Spring  1914. 


Our  standard  of  styles  and 
values  is  set  very  high;  in 
fact,  it  is  the  highest  in  the 
trade  without  any  exception. 
The  "STERLING"  Spring, 
1914,  range  presents  safe, 
smooth  sailing  for  you  in 
your  lace  and  novelty  de- 
partment. 

Our  import  line  of  handker- 
chiefs for  next  Christmas  is 
now  ready. 

Our  travellers  are   now  out 


with   the   collection- 
pay  you  to  wait. 


-It  will 


We  have  never  before  shown 
such  an  attractive  range  of 
all  the  lines  we  deal  in. 

Set  your  sails  for  the  quick- 
profit,  rapid-turnover  course 
for  the  New  Year  by  stock- 
ing the  cream  of  the  "Sterl- 
ing" collection.  Don't  de- 
lay looking  through  the  en- 
tire range  when  you  are  in 
the  city  or  when  our  travel- 
ler calls. 


THE 


Sterling 

Lace  and  Novelty  Company 

80-82  WELLINGTON  ST.  W. 

TORONTO 
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The  Suspender  most 
Moved  of  all  ladies" 
of  all  nations  is  un- 
doubtedly the 


SPHERE 
SUSPENDER 

The  latest  and  best  type  is 

"Hurculastic 


which  ou  t  wears 
the  corset.  It  will 
pay  you  hand- 
somely  to  stock 
this  suspender. 

'SPHERES' 

FOR 

MEN 

are  an  equally 
good  line  for  sell- 
ing. The  most 
popular  suspender 
of  its  kind. 


FAIRE  BROs  CO.,  LIMITED 

LEICESTER,  ENGLAND 


£ 


^> 


s. 


DOMINION    BUTTON 

MANUFACTURERS,  Limited 

57  WATER  ST.  NORTH,  BERLIN,  ONT. 


MANUFACTURERS    OF 


Fine  Lines  of  Buttons — 
Ivory,Hor  n,Pearl  and  Pearlette 


T )  -  i  • 
Tt:9  * 


rp 


Buying  Buttons 


from  us  is  not  guess  work.  No  effort  is  spared 
in  placing  before  you  the  Right-To-Date  goods. 
We  stock  the  Buttons  we  show.  You  can  get 
sure  delivery  and  quick  sorting.  Our  traveller 
will  call  on  you  soon.     Wait  for  him. 


Forsyth  Kimmel  Co.,  Ltd. 


IMPORTERS 


BERLIN,  ONT. 


MAKERS 


John  R.  Foster  &  Co. 

LONDON,  (ENG.) 
Established   over  50   Years 

Manufacturers  and  Warehousemen  of  Upholstery 
Trimmings  and  Sundries  for  Curtains,  Draperies 
ami  Furniture. 

Special  Features:  Novelty,  Good  Tasto.  and  Good 
Value. 

Borders,  Edgings,  Laces,  Fringes.  Gimps,  Cords, 

Buttons,  etc.     Artistic  Kmbroidcry  in  all  Styles. 

City   Warehouse:    44a   GUTTER   LANE,    E.C. 

Factory:    46.  47.  48.  FOLEY    STREET.  W. 

AGENTS   IN    CANADA: 

For  Ontnrio  and  Quebec  :  Edgar  Fenlon.  71J  Empire  Building. 

Toronto.      For  the  Western  and  Maritime  Provinces:    J.    B. 

Henderson  fli  Co..  Ltd..  77  Wellington  Street  West.  Toronto 


192 


DRESSACCESSORIES  Dry  Goods  Review 


To  Glove  Retailers : 


With  the  opening  of  the  New  Year — our  travellers  are  starting  out, 
taking  to  you 

The  Very  Finest  Line  of  Gloves 

that  has  ever  been  shown  in  Canada. 

When  you  examine  this  range,  you  will  at  once  appreciate  the 
enormous  organization  which  alone  can  produce  such  values  notwith- 
standing the  great  advance  in  the  cost  of  raw  material. 

In  Dent's  range  you  will  find  every  line  of  fine  gloves  fully 
represented: 

Ladies'  Gentlemen's  Kid,  Suede,  Cape,  Mocha,  Reindeer, 
Chamois,  Unlined,  Wool-lined,  Fur-lined,  Fabric  Gloves,  Wool-knit 
Gloves  and  Mitts,    Children's  Gloves  and  Mitts  in  all  varieties. 

Make  a  special  point  of  including  on  your  order: 

Dent's  "Neuvel"  Regd.  Washable  Gloves 

This  line  is  in  a  distinct  class  by  itself.  The  leather  is  dressed  by 
an  exclusive  process.  After  each  washing  the  gloves  are  practically  re- 
stored to  their  original  new,  velvety  touch. 

You  will  get  many  inquiries  for  Dent's  Neuvel — as  this  line  will 
be  extensively  advertised  for  Spring  Trade. 

Hold  your  order  until  you  have  seen  this  range — your  own  judg- 
ment will  justify  this  suggestion. 

DENT,  ALLCROFT  &  CO. 

52  VICTORIA   SQUARE,   MONTREAL 

Factories — London,    England    Martock,    England;    Worcester,   England;     Grenoble,    France; 
Brussels,  Belgium;  Lepisic,  Germany;  Naples,  Italy. 

Warehouses — London,  Paris,  New  York,  Melbourne  (Australia),  Montreal. 
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Order  Buttons  Now 

Direct  from  the  makers 

We  carry  the  most  extensive  range  of  buttons  of  every  descrip- 
tion in  Canada,  the  selling  success  of  which  is  assured  for  it 
embodies  everything  that  is  approved  of  fashion  for  Spring  and 
Summer,  1914. 

Be  on  deck  first  in  your  town   with  a  complete  showing  of  the 

popular  button  styles.    Get  in  touch  with  us  to-day. 

Wait  for  our  salesmen  or  write  for  samples. 

A.  Weyerstall  &  Company 

BUTTON     MANUFACTURERS 

Head    Office  :  Branch  Offices  : 

TORONTO  MONTREAL  and  WINNIPEG 


PFe  are  exclusive  makers  of 

*mmm&>°  combs 

WE  ARE  specialists  in  plain  fYUR  SPRING  range  is  now 
and  fancy  combs  of  all  ^-^  on  the  market  and  is  meet- 
kinds  and  being  such  are  enabled  ing  with  excellent  success.  You 
to  offer  values  that  are  1111-  should  see  it  at  the  very  earliest 
equalled  in  the  trade.  We  als-»  opportunity. 
make  a    very  complete   range  of 

rhinestone    dress    trimming,  A  request    for    samples  will  be 

rhinestone    buttons,    rhinestone  given  our  prompt  arid  careful  at- 

shoe  buckles,  etc.  tention. 

The  Smith  D'Entremont  Co.,  Limited 

MANUFACTURERS 
1475-1477  Queen  Street  West,  TORONTO 
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THE  LACE  GOODS  CO.,  Limited 

Importers  and  Manufacturers'  Agents 

Lace  Collar  Special 

\u\    of  these   New  l!U4  Shapes  in  Point  Venise  Lace  Collars,  as  Illustrated    below,    can    be   delivered    at    once    in    White    >>i-    Ecru. 

PRICE  $2.10  DOZEN 

Write    to-day    for    your    Early    Spring    requirements — if    the    stock  is  unsatisfactory  in  any  way  when  you  see  thein — return  at  our 
expense.     Do   it  now — order  by  number. 


NEW  SHADOW  LACES  AND  FLOUNCINGS 

Consignments  now   coming  forward   of  the  very  latest  productions    in    Shadow      Laces      and      Flouncings — all    widths.      Especially 
12-inch — 18- inch — 27-inch — in   Ivory.  Paris  or  Black.     Send  for  some  on  Approval. 


Phone 

Adelaide 

2934 


The  LACE  GOODS  CO.,  Limited 

64  Wellington  St.  West  V  Toronto,  Canada 


Empire 
Building 
4th  Floor 


v.. 


Selling  Agent*  in  Canada  for 

Oppenheimer  &  Alder,  St.  Gall,  Swiss  Embroideries. 

Morton,    Young   &    Borland,    Newmilns,    Scotland,    Madrasses    and  Curtain  Goods 

A.    T.  Gilliland,    Belfast,    Hand-Embroidered    Handkerchiefs. 
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Announcement 


4  Phoenix" 
Neckwear 
Waists 
Rufflings 
53 


We  are  now  ready  for  business  with  one  of  t lie  finest  and 
most  complete  ranges  of  exclusive  novelty  neckwear, 
waists,  rufflings,  etc,  that  lias  yet  been  produced  and 
offered  to  the  Canadian  trade. 

Our  designer  is  widely  versed  in  the  correct  styles  and  is 
closely  in  tonch  with  the  world's  best  creators  of  styles 
in  ladies'  garments  and  accessories. 

When  in  the  city  call  and  see  us.    Samples  sent  on  request. 


Phoenix    Novelry    Company 

(FORMERLY  SANDERSONS   LIMITED) 

Pearl  Street     Toronto 


We  make  them. 
What? 

Rhinestone 

Shoe  Buckles 

— at  all  prices — 

Everybody  is  asking  for  them.     Have 
you  a  stock.  ? 


Let  us  send  you  our  new  art  cal- 
endar.    It  is  worth  writing  for. 


HIBBERT  &  JASLOW 


43  I  .eon. it  J  Si. 

NEW  YORK 


207  St.  .lames  St. 

MONTREAL 


H 


KLAUBER&CO. 

ST.  GALL,  SWITZERLAND 


Manufacturers   of 


EMBROIDERIES 
Calais  Laces 


NEW  YORK  WAREHOUSES. 

Broadway  at  18th  Street 

TORONTO  OFFICE: 

T.  H.  Litster,  27  Wellington  St.  East 

MONTREAL  OFFICE: 

H.  Kaegi,  Room  404  St.  Nicholas  Bldg. 
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Veilings 

Laces,  Malines 

Chiffons,  Nettings 

and  Neckwear 


O 


«ft»    *t»    H?    *l? 

UR  Spring  line  for  immediate 
delivery  is  now  complete  and 
our  travellers  will  call  on  you  in 
January.  Our  line  has  met  with 
great  success  from  most  of  the  lead- 
ing merchants  in  this  country  since 
it  has  been  shown.  This  line  com- 
prises all  the  new  novelties  which 
can  be  shown  and  all  the  new  Spring 
colors  are  in  stock. 


If  you  are  not  already  ac- 
quainted with  our  line, 
give  our  travellers  a  little 
of  your  time  and  look  it 
over  the  next  time  they 
call  on  you.  It  will  do 
your  department  good. 
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Voste  Sc  ^>tuffmannt  lltmtteb 

"GObe  2@re*s  Accessories;  House" 


Announcing  their 

1914 

Range  of  latest  Novelties 
in 

SWISS  EMBROIDERIES 

LACES 

DRESS  TRIMMINGS 

NECKWEAR 

now  being  ready  for  inspection. 
Stocks  are  more  complete  than  ever 
ana  all  seasonable  lines  are  avail- 
able in  a  profusion  of  designs. 


Our  travellers  will  call  on  the  trade  early  in  the  New 
Year  with  a  complete  range  of  all  our  specialties,  and 
all    orders    entrusted    to    them    will    find    careful    attention. 


12  g>t  $elen  Street 


♦  ♦ 


Jtftontreal,  ©tie. 
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HllllllllllllilffllllM 

ItToste  $c  g>tuffmann,  Htmtteb 

"Cfje  ©re**  &cces&ortes  ?|ou*e" 


A  few  of  our  latest  importations  of  Camisole,  Shadow  and 
Frilling  Laces,  in  which  large  stocks  will  be  at  your  service 
throughout  the  season.  Our  connections  in  the  European 
lace  centres  enable  us  to  supply  our  trade  with  all  desirable 
lines  at  short  notice.  Try  our  service— we  feel  sure  we 
can  satisfy  you. 


12  &t.  Helen  Street 


Jltontreal,  <©ue. 
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Latest  Novelty ! 

Fancy 
Shopping    Bags 

Useful  and  Ornamental 

This  is  sure  to  be  one  of  the  most  fashionable 
Ladies'  Dress  Accessories  this  season. 


An  Entirely  New  Idea 


Made  in  a  variety  of  styles  and  colors.  Every 
merchant  should  put  in  a  stock  at  once.  SEE 
THEM  !  If  you  cannot  wait  for  our  traveller 
to  call,  write  us,  and  we  will  tell  you  all  about 
them. 

The  Moulton  Mfg.  Co. 

LIMITED 

Manufacturers   of    Dress    and    Cloak  Trimmings, 

Braids,  Cords,   Fringes,  Tassels,  Ornaments, 

Ladies'  Neckwear  and  Frillings. 

Craig,  Gosford  and  St.  Louis  Sts.,      MONTREAL 


A  Trade- Puller 
for  Your  Store 

Increase  the  efficiency,  trade  and  profits  of  your 
dress-making  department  by  letting  us  do  your 
Accordion  Pleatings,  Hemstitching,  Covered  But- 
tons, Pleated  Skirts.  Specializing  on  this  work, 
we  have  the  equipment  that  enables  us  to  give 
you  n  service  that  cannot  be  excelled  and  which 
gives  l  lie  greatest  amount  of  satisfaction  to  your- 
self and  customer. 

Another  good  way  <>r  making  TEE-PEE-CO  serv- 
ice bring  profits  to  your  store  is  by  showing  our 
display  can!  in  your  window  and  fancy  goods  de- 
partment.    The  growing  popularity  of  pleatings 

lias  created  the  demand  and  our  display  card  will 
turn   this  business  In  your  store. 

Write  for  catalogue  with  special  discount  to  the 
trade. 

TRADE        TEE-PEE-CO.        MARK 

= TORONTO  PLEATING  CO.^ 

600  Yonge  Street  Toronto,   Ont. 


Comfort 


"* 


is    the    result     of    the    scientific     ar- 
rangement of 
the     rust-proof 
Steels  in 

P.  C.  Corsets 


The  vice-like  forcing  of 
the  human  figure  into  the 
correct  tinea  will  never 
give  satisfaction,  for  the 
modern  woman  not  only 
wants  B  correct  figure,  but 
demands  comfort.  v.  C. 
Corsets  are  so  constructed 
and  the  steels  BO  scienti- 
fically arranged  that  noth- 
ing but  satisfaction  comes 
from  their  use.  The  steels 
are  rust-proof,  and  each 
Is  enclosed  in  a  double 
canvas  interlining.  They 
are  arranged  to  give  not 
only  comfort,  but  long 
wear.  The  new  models 
will    interest    you. 

Samples    gladly    expressed 
prepaid. 


Parisian  Corset  Manufacturing  Co.,  Limited 
QUEBEC 

Ontario  Branch— 126  Wellington  St.   Weit,      Toronto 


From  Greenshields' 
Glove  Dept. 


Pewny's 
Kid  Gloves 


give  more  real  satisfaction  to  the 
square  inch  than  any  other  line 
of  kid  gloves  on  the  market  to- 
day. 

Quality  counts  in  the  Glove  De- 
partment and  Pewny's  Gloves 
will  make  trade  for  you. 

Letter  orders  for 

Glace  Kid  or  Suede  Glove  Specials  at  $6.50, 
89.00,  $10.00,  $11.50,  $13.50,  $15.00,  $16.50, 
will  be  carefully  attended  to. 

Sole  Agents  for  Canada. 

GREENSHIELDS  LIMITED 

MONTREAL 
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PERRINS 


Silk  lined,  wool  lined 
fur  lined,  fleece  lined 
entire  knit  lined  and 
all   wool 


^ 


*& 


GLOVES 


With  the  opening  of  the  New  Year  comes 
the  unfolding  to  the  merchants  of  Canada 
of  the  most  extensive  range  of  wool  and  lined 
gloves  of  all  kinds  that  has  ever  been  associ- 
ated with  the  name  of  Perrin's. 

Our  representatives  are  now  taking  orders 
for  Fall  1914  stocks.  It  is  to  your  advantage 
to  see  this  big  line  and  to  place  your  order 
early. 

See  the  Perrin  line. 


Perrin   Freres  &  Cie 


MONTREAL 
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Broadening    of    Scope    of    Furnishings   Trade 

Stores  in  New  York  Are  Improving  the  Quality  of  the  Service 
They  Offer  the  Public — Why  the  Demand  Tor  Improved  Service 
Has  Arisen — The  Mattel-  of  Improved  Display  Methods. 


IT   is  a   'lc-\  ( lopir.enl   of  note   i  tiai    in 
many  of  the  largest  men's  wear  and 
haberdasher}     stores    in    the    large 
cities,  the  tone  of  the  window  displays  is 
being  most  appreciably  raised. 

Tins  is  l>«'i iiy:  done  in  two  ways.  In 
the  first  place  the  small  section  idea  is 
being  discarded  )>>  some  extent.  Larger 
sections  are  being  put   in. 

The  reason  for  this  change  is  nol  hard 
to  find.  The  small  sect  inn  gave  a  very 
limited  Space  to  work  in  and  thus  the 
expert  display  man  had  very  little  op- 
portunity for  t  lie  display  of  originality. 
He  could  put  in  a  neckwear  unit  or  an 
arrangement  of  footwear  but  the  pos- 
sibilities of  placing  and  displaying  the 
goods  were  not  wide.  When  a  really 
creditable  unit  had  been  arranged,  it 
could  easily  be  copied  by  display  men  of 
originality  and  skill.  Thus  the 
work  of  the  trimmer  was  kept  on  a 
restricted    plane      and       there      was    very 

little  opportunity   for  the  superior  man 
to  demonstrate  liis  superiority. 

The  tendency  now  noted  among 
larger  establishments  is  to  have  the  win- 
dow sections  larger.  This  results  in  the 
broadening  of  the  opportunity  for 
originality  and  should  give  the  trimmer 
a  better  chance  to  demonstrate  what  he 
can  do.  Mau\  believe  also  that  it  ma- 
terially improves  the  general  display 
work  inasmuch  as  it  makes  each  unit 
more  effective.  With  many  the  window 
crowded  with  small  section  displays  has 
never  represented  the  best  methods  of 
showing   ■ Is, 

The  second  tendency   is  in  the  matter 
of  window    fixtures  and  accessories,  The 
best    stores     lave  always  used   good    ii\ 
ture-  but  now  a  ti  ndencj   is  noted  to  in 
troduce  tnori    wax  figures        and  bet ter 
Some  of  t  i    w  inilow  s   in 

the  larger  Ww    York  stores  have  shown 
t  hi-  nev    tendt  ncj    \ i  rj    markedly  .     The 
wax  li\i  hi.    will  become  a  si  ill  moi 
sential   part    "i    clothing   displays   where 
the  windov     pace  wa  rrant  -  t  heir  use. 

Superior  Surface 

Undoubtedly  the  men'--  wear  dealer 
to-daj  fives  a  superior  order  of  Ben  ice 
to  (lie  customer,  in  so  far  at  least  as 
sen  ici    applies   to  the  Btore  equipment. 


Investigation  shows  that  the  percent- 
age of  turnover  thai  he  finds  it  neces- 
sary to  apply  to  the  cost  of  doing  busi- 
ness is  larger  than  that  found  neces- 
sary in  any  other  retail  line.  In  some  of 
the  large  city  stores  the  cost  of  doing 
business  runs  as  high  as  30  per  cent. 
This  is  due  to  the  fact  that  stores  are 
maintained  in  the  most  expensive 
tions,  the  fixtures  and  appointments  are 
invariably  of  the  best  and  high-priced 
salesmen    must   be    maintained. 

The    tendency    in    the   direction   of   a 
-till  higher  standard  of  window  display 


R  E  AD   T  II  I  S 

A  RT  I  CL  E. 

The  men's  furnisher 
is  face  to  face  with  the 
problem  of  improving 
the  service  that  he 
offers  to  the  public.  Men 
are  taking  a  bigger  in- 
terest in  the  matter  of 
clothing  and  are  insis- 
tent on  the  highest  effi- 
ciency in  the  service 
rendered  by  the  dealer. 
Some  interesting  phases 
of  this  problem  are 
lunched  upon  in  the  ac- 
companying article. 
Editor. 


work    i-    hut     another     evidence     of     the 

haberdasher's  intention  to  give  the  ous 
tomer  pre-eminent  Ben  iee. 

Men  Taking   More   Interest 
Men  are  taking  a  greater  interest   in 

the  matter  of  clothing  nowadays.     This 

i-  due  to   some  extent    to  the  advert  isinu' 

of  the  manufacturers  and  the  larger 
amount  of  publicity  given  to  the  sub- 
ject.    In  fact,  there  is  do  excuse  to  daj 

for  the   man   who  does  not    die--  proper- 
ly      With    the    newspapers    and    maga- 
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zines  so  readily  obtainable,  a  man  can 
keep  closely  in  touch  with  the  questions 
of  proper  garb  and  accordingly  dress  to 
proper  standards. 

There  is  less  excuse  for  the  man  who 
does  not  attempt  to  dress  properly. 
Proper  dress  has  become  a  necessary 
qualification.  It  is  expected  of  the  man 
who  aims  to  be  successful  and  to  "get 
on"  in  the  world  that  he  should  dress 
correctly  and  neatly.  Lack  of  correct- 
ness is  accepted  as  an  evidence  of  some- 
thing lacking  in  a  man.  Appearances 
count  for  a  great  deal  nowadays,  and 
(lot lies  are  at  least  fifty  per  cent,  of  ap- 
pearance. Clothes  may  not  actually 
make  the  man  hut  incorrect  clothes  un- 
doubtedly go  a  long  way  towards  break- 
ing. " 

The  growing  importance  of  masculine 
dress  has  led  to  a  wider  interest  in  the 
subject.  Most  men  nowadays  are  frank- 
ly interested  in  the  cut  of  their  suits,  in 
the  latest  shape  of  hats  and  the  shade 
of  neckties.  Some  carry  it  to  extremes 
ana  thus  various  types  have  been 
evolved- the  ''dude.*'  the  "swell'*  and 
"nut."  The  latter  specimen  is  a 
particular  product  of  the  larger  cities 
where  there  is  a  leisure  class  and  where 
-ubject  of  dress  is  the  only  serious 
one  that  some  men  have  to  contend  with. 
Varieties  of  the  "nut"  are  found  even 
anadian  cities  and  towns — foppish- 
ly dressed  youngsters  who  are  the  first 
to  take  up  a  new  idea  and  who  carry  it 
i-  uttermost   extreme. 

point  is.  however,  thai  men 
class  are  finding  it  incumbent  upon  them 
to  -  o\\  a  more  practical  interest  in 
their  clothing  and  that  it  pays  them  to 
-  right.  This  means  that  the  men's 
wear  dealer  must  be  prepared  to  cater  to 
a  more    enlightened     and  live  demand. 

that   the  stock  in  the  store  must  be  thor- 
oughly   up-to-date,    that    it   must   be  dis- 
played   well    and    that    the    idea    ^\" 
service  must  be  kept  uppermost. 

The  development  ol  the  men's  clothing 
and  haberdashery  trade  has  been  so 
marked  that  the  merchant  engaged  in  it 
is  facing  the  problem  of  making  his  ser- 
vice  better  and  more  what  is  demanded 
>\    C  r   public. 
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HAMILTON 
FRONT  I  7/Sin. 


l^\NT^RACl^ 

COATED   LINEN  COLLARS 

have  embodied  in  them  features  not  to  be 
found  in  other  waterproof  collars  and 
which  will  give  them  a  ready  sale.  They 
have  a  long  slit  back  which  gives  when 
being  attached  without  breaking,  and  the 
riveted  flap  which  reinforces  the  usual 
weak  spot. 

Because  of  their  wear-resisting  qualities, 
convenience  and  superiority,  KantkracK 
collars  are  in  great  demand.  It  will  pay 
you  to  get  in  a  stock  of  our  1914  line.  An 
assortment  of  the  latest  styles  will  be 
gladly  sent  you  to  choose  from. 


A  Clean  Collar 
At  A  Moment's  Notice 

This  is  a  strong  selling  point  you  can 
profitably  drive  home  to  your  customer 
when  offering  him  a  KantkracK  collar. 
Made  of  real  linen  that  has  received  a  coat 
of  a  waterproof  preparation,  one  of  these 
collars  will  look  as  clean  as  new  when  it 
receives  a  few  rubs  with  a  wet  sponge  and 
some  soap.  "One  grade  Only,  and  that 
the  Best." 

Made  in  Canada 
Sold  direct  to  the  trade  by 

The  Parsons  &  Parsons 
Canadian  Co. 


HAMILTON 


ONTARIO 
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Pearl    or 

moonstone 

links  and 

studs 

Gold   or 
Jewelled 
links  and 

<umls.    gold 
bar  chain 
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Patent 

leather, 

buttoned 

cloth   or 

kid    tops, 

patent 

leather 

pumps 

Patent  or 
dull 
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o 
go 

Black,    grey 

or    deep    blue 

silk    or    other 

subdued 

color 
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Plain     while 
glace  kid  or 
white    suede 

i  'liamols 

best,   or 

suede   or 

tan    cape 
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Butterfly, 
with      round 
or    straight 
ends,     plain 

wliite    or 

small     pique 

pattern 

Butterfly, 

as   above, 

black    satin. 

figured    silk 

or    color    to 

match 

waistcoat 
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1 

Black,    dress- 
ed   or    un- 
dressed 
worsted, 
plain    or 
fancy   weaves, 
dull    facings. 
Blue 
occasionally 
worn. 

Black    or 

Oxford 

grey,    single 

breast,    with 

dull    facing. 

■3- 

2  * 

a  o 

B 

_  u 

2s 

Swallow- 
tail 
Chesterfield, 

single 

breasted, 

Inverness 

and     Spanish 

cape,   or  cape 

overcoat. 

Jacket 

Same 

overcoat 

as  above. 

s     1 

JUOSkHH 
«i6a©>-ttl> 


os  -  .°w 
OMOHZ 
fe  P  <     v, 

ZdHHx 
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Gold    or 

pearl 

uncut 

.jewelled 

ornament, 

Jewelled 

pin 

•t. 

> 

01  o 

u 

--  t-'*z 

~  '-  — 
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go 

Button,     kid 

top*. 

patents    or 

varnished 

lowers. 

plain 

cross  tips 

on    toe 

Buttoned 
patent 
leather. 

plain     tip 

-! 

Black      or 

brown,     plain 

or  fancy 

u  Pliers, 
button    or 

laced,    plain 

ir    cross    tip 

Black     or 
brown     lace 
•nlf.    low    or 
high      plain 

tip   or   full 
brogued 

Dark 
colored 

silk 

Dark 

colored 

silk 



Cotton.    V7001, 
lisle,    shades 

in    harmony 

Wool     to 

harmonise, 

-     _   ot'2  m 

~-r~\  !!»  = 

White  or 

grey  glace 

kid    or 

suede, 

white    buck 

OB 

01  o 

=  •= 

at  ■ 

Tan.   red, 

chamois. 

colored  or 

white    buck 

K 

a« 

.1 

=■2 

DO 

Once-over. 
or    four-in- 
hand   or 
Ascot    in 
solid    colors, 
black,    white, 
grey  or 
pastel 
shades 

Once-over, 

or    four-ln- 

hand   or  bow, 

same    shades 

as  above 

Pour-In - 
hand   or 
bow    In 
harmony 

■ 

a  « 
V. 

Poke 
or   wing 
or  plain 

band 

Poke  or 

wing 

White, 
wing  or 
turnover 

White    or 

turndown 

to    match 

shirt 

Wliite, 
single 

cuffs. 

White  or 

colored  ; 

if    latter. 

cuffs,     white 

and     single 

White  or 

colored, 

single  and 

double 

cuffs,    may 

match 

Flannel     or 

Oxford 

suitings, 

double 

cuffs 

< 

High    silk, 

with   broad 

felt 

band 

High   silk, 
broad 
band 

Derby    or 
Alpine 

Cloth,     felt. 

Alpine 
cap 

Black 

worsted, 

with    white 

or    colored 

stripes,    or 

dark    grey 

striped 

worsted 

■r. 

g| 

3-c 
es  a 
w 

With    black 
lackel     same 

material, 

otherwise 

fancy 

stripes   in 
cheviots 

and 
worsteds 

Same    as 
suit   or 
flannel : 

knicker- 
bockers   with 
strap     and 
buckle, 
knicker- 
bocker 

breeches 

Same 

material 

as    coat. 

double 

breasted. 

or    of    fancy 

fabric 

Single 

breasted 

with     collar, 

but    without 

collar    if 
braided    and 

of    same 
material 
as    coat 

1 

Silicic 

breasted 

like   Jacket, 

or   fancy   to 

harmonize 

Single 

breast 
like    suit    or 
fancy    knitted 

lamb's 
wool 

Black    or 

grey    lamb's 

wool, 

undressed 

worsteds. 

plain  or 

braided 

edges. 

Same  as 
above 

Flannels, 

worsteds. 
Saxonys 

Tweeds. 

cheviots. 

homespuns, 

flannels 

Frock   or 

Cutaway 
Chesterfield 
overcoat, 
s.  or  d. 
breasted. 

Cutaway 
coat 
Same 

overcoat 
as  above. 

Single     and 

double 

breasted 

Jacket  and 

walking 

coat 

Chesterfleld 

Norfolk     or 

Jacket, 

single   or 

double 

breasted 

chesterfleld. 

Haglan 

draped. 

Highland 

i  b      ulMter. 

APTBBNOON 
CALLS. 
RECEPTIONS, 
MATINKE8, 
DAY    WEDDINGS 

AFTERNOON 

TEA. 

PROMENADE, 

Q 
V. 

T.      -" 

SB§JB« 

UOTOBINO, 
OOLR 
COUNTRY, 
DRIVING 
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Reid's    Kerchiefs 

In  Safety  Sealed  Packages 


HANDKERCHIEFS 
RETAIL 

AT 

1  for    10c. 


3 
2 
3 
1 
3 
1 


25c. 
25c. 
50c. 
25c. 
$1.00 
50c. 


Soft  Laundered 
— ready  for  use. 

Qualities 
Guaranteed 


With  Reid's  Handkerchiefs  you  are  furnished  free  a  handsome  case  and  display  rack  similar  to  that  above  illustrated. 

It  has  been  thoroughly  demonstrated  that  this  idea  is  a  great  help  in  increasing  sales — in  many  cases  it  has  trebled 

sales. 

The  display  cases  are  made  of  Mahogany  or  Circassian  Walnut.     The   kerchiefs  boxed   according  to  prices  in   sealed 

packages  that  assure  cleanliness  and  thus  prevent  stock  from  deterioration. 

With  every  $50.00  purchase  a  complete  outfit  consisting  of  Case  Rack,  Price  Tickets  and  Signs  is  furnished  free. 

Immediate  delivery.    Select  qualities  to  suit  your  trade  requirements.    Our  prices  allow  you  a  very  good  profit. 

For  Ladies'  fancy  handkerchiefs  1914,  at   special  import  prices,  we  call  to  your  attention  our 

Chalet  and  Cloister  Lines — Swiss  and  Irish  hand-embroidered,  all  patterns  proprietary. 
Real  Hand-Made  Madeiras.  Real  Hand-Made  Armenians.  Lace  and  Fancy  Boxed  Novelties. 

BUY  EARLY  FOR  BEST  SELECTION 

A.  T.  REID  CO.,  Limited 

TORONTO 
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The  Day  of  the  Merchant  Tailor 
Has  Almost  Passed  Away. 

Most  men  now  realize  that  among  the  high-class,  ready-made  models  they 
can  secure  better  clothing  at  the  price  they  can  afford,  than  could  possibly 
be  obtained  from  the  average  merchant  tailor. 

Make  n  strong  l>i<l  for  their  trade  by  stocking  the  new  line  of 


known  throughout  Canada,  both  among  the  trade  and  better  still  hy  the  man  who  wears  it.  as  abso- 
lutely trustworthy  m  manufacture  and  wearing  quality. 

Ktoek  only  what  you  need  of  regular  sizes  and  look  after  the  odd-sized  man  and  the  man  who  still 
wants  his  (lollies  made  to  order  by  our  Special  Order  System. 

You   will   have  no  unsold  stock,  no  odd   unsalable   sizes,  no  money  tied   up  and  no  bargain  sales. 

A   (dean   profit   all   through  and  satisfied  and   permanent   customers. 

We  uihmt  one  representative  in  each  town.    If  CampbeWa  Clothing1  is  not  already  sold  wheri 

you  >n-t   Incut,  (I,  write  us. 

The  Campbell  Manufacturing  Company,  Limited 

MONTREAL 


i 'King  George' ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body    and 
Shoulders 

Easily  the   best 
value  in   Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


WE 

SPECIALISE 

IN 

DRESSING  GOWNS 


AND  can  supply  you  with  the  best 
British  made  Garments  from  British 
made  Fabrics,  at  the  right  price. 


AGENTS  WANTED 


Price  List  on  Application 


WM  COATS  &  CO.,  LTD. 

17  %   ADDLE  ST.,  WOOD  ST. 
LONDON,  ENG. 

Cable.  :     Lamb.pring*,    London. 
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Little  Outlay 


Good  Profits 


And  a  Big  Business  To  Be  Done 


With  the   Crown   Tailoring  Outfit 


Many  a  live  merchant  has  turned  a 
corner  of  his  store  into  a  small  mint  for 
producing  money  by  installing  the 
Crown  Tailoring  Outfit. 
It  isn"t  a  matter  of  investment,  for 
there  is  practically  no  money  tied  up  in 
stock  and  very  little  floor  space  used. 
The  investment  is  your  own  time  in 
introducing  the  Crown  Tailoring  range 
of  samples  to  your  patrons  who  go  to 
the  custom  tailor,  or  those  who  cannot 
be  suited  from  the  ready-to-wear  racks. 


A  department  of  this  kind  means  a 
clear  gain  for  you  and  is  the  foundation 
for  bigger  furnishing  business.  Every 
suit  or  coat  sold  bearing  the  Crown 
Tailoring  Brand  is  guaranteed  to  give 
satisfaction.  Every  order  you  send  in 
gets  the  prompt  attention  of  expert 
cutters,  operators  and  finishers. 

You  should  have  the  exclusive  agency 
for  your  town,  if  there  is  not  already 
one.     Write  to-day  and  find  out. 


It  costs  you  nothing  to  learn  about  our  proposition.  It  may 
mean  hundreds  of  dollars  to  you  to  know  about  it  and  to  take 
it  up. 

WRITE  NOW. 


The  Crown  Tailoring  Co.,  Limited 

Our  New  Address  :  533  College  Street,  TORONTO 
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flllap    pvospevitp   3Be   $J)ouv8 


TRAM  MARK  REGISTERED 


A  good  way  to  bring  trade,  profits  and 
prosperity  to  your  store  is  to  stock 
the  popular  BIG  FOUR  line  of  heavy 
Mitts,  (iloves  and  Gauntlets.  We 
guarantee  them  to  give  your  custom- 
ers the  maximum  amount  of  comfort 
and  wear.  Their  great  strength  en- 
sures long  and  satisfactory  service 
for  railway  men,  teamsters,  farmers, 
etc.  BIG  FOUR  Gloves  are  honest 
value  and  will  win  and  hold  the  best 
trade. 

Union  made — fully  guaranteed. 


Durham    Glove    Co., 

LIMITED 

BOWMANVILLE,  ONTARIO 


TRAX  HAM  RXCISTCTCD 


Rhys  D.   Fairbairn 

President 


Thos     D.    Kerr 
Managing-Director 


KNITTED    GOODS 

for  Immediate  Delivery 
or 

—FALL     1914— 

KNITTED  MUFFLERS 

In  Wool,  Silk  and  Artificial  Silk, 
in  all  qualities,  styles  and  prices. 

SWEATER    COATS,    CAPS,    HALF 
HOSE,   UNDERWEAR,   TIES,   ETC. 

In  all  the  above  lines  we  have  a 
large  stock  always  on  hand  for  sort- 
ing. 

Our  samples  for  Fall,  1914,  are 
ready.    May  we  show  them  to  you? 

The  REGENT  SHIRT  CO.,  Limited 

149  Notre  Dame  Street  West 
MONTREAL 


r 


MILLER  BRAND 

Duck    Clothing 


"AHEAD  OF  ALL" 

Our  duck  service  and  specialty  clothing 
comprises  all  the  popular  styles  for  all 
classes  of  trade.  We  are  masters  in  the 
art  of  tailoring  uniforms  for  Cooks, 
Waiters,  Barbers,  Bartenders,  Butchers, 
Grocers,  Doctors,  etc,  and  guaranl 
every  garment  to  give  absolute  satis- 
faction. 

The  "Miller  Ahead  Of  All"  label  is 
also  found  on  the  best  made  Militia  ami 
Cadet  Khaki  Uniforms,  Boy  Scout  ami 
Girl  Guide  Outfits,  Choir  Vestments, 
Academic  and  Professional  Kobes. 
Lei  us  know  what  you  are  interested  in 
ami  we'll  send  catalogue  and  prices. 

The  Miller  Mfg.  Co.,  Limited 

251-3  Mutual    St.,  Toronto 

Sole  Manufacturers  of  the  Celebrated 

MILLER  GUARANTEED  UNSHRINKABLE 

DUCK  CLOTHING. 


v.. 
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i^eGMis  "8  rand 
't ve-ry  Tie 


/^j  UR  representatives  were  in- 
variably greeted  with  the 
remark  "Your  ties  sold  out  to  the 
last  one,  and  were  the  nicest 
goods  we  had." 

A  persistent  endeavor  to  pro- 
duce only  the  most  stylish  and 
natty  men's  neckwear  is  our 
purpose. 

The  Regnis  ties  are  exclusive, 
but  inexpensive,  and  mean  in- 
creased business  to  the  dealer. 
No  effort  has  been  spared  in 
getting  a  collection  of  silks  to 
meet  the  approval  as  to  price, 
quality,  and  style  for  our  cus- 
tomers. 


The  Fowke  Singer  Co.,  Limited 

Toronto 
Manufacturers  of  REGNIS  BRAND  CRAVATS 

Sole  agents  for  Cheney  Bros,  in  the  Dominion  of  Canada 

for  their  justly  celebrated  tubular 

and  silk  cravats. 
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With  our  new  facilities 
ffl  he  ART  clothes  \gency 

is  open  to  you 


A  brand  new  factory  with  increased  capacity  and 
facilities,  enables  us  to  take  on  more  business  than  was 
possible  under  previous  conditions.  Even  now  we 
must  confine  our  agencies  for  Art  Clothes  to  one 
first-class  merchant  in  a  town  (  unless  in  large  cities). 

Art  Clothes  meet  the  urgent  demand  for  strictly  high- 
quality  tailoring,  not  alone  in  quality  of  fabric,  but  in 
quality  of  fit  and  finish,  and  in  their  character  touches 
which  make  them  "clothes  distinctive"  and  give  them 
the  magnetism  which  draws  the  good-dressers'  trade. 


Cook:  Bros,  #  Alle>1 

Wholesale  Tailors 

TORONTO 
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How  you  can  get 

he  flRTEIOTHES  CiVn 

I       on  your  door 


The  Spring  Outfit  consists  of: — 

Large  Sample  Book,  or  Swatches — over  350  all  new  samples.  Fashion 
Portfolio — showing  50  styles  shown  exclusively  by  us.  8  beautiful 
window  style  cards,  4  of  them  hand-colored.  6  window  phase  cards, 
mounted  on  heavy  card,  printed  in  colors. 

Art  Clothes  ad.  book- 
tising. 

Lantern  slides. 


-containing  cuts  and  copy  for  newspaper  adver- 


Measurement  blanks  tape  lines,  and  all  necessary  equipment  for  a 
complete  tailoring  department. 

If  you  conduct  a  reliable  men's  furnishing  store  (not  a  cleaning  and 
pressing  shop  or  a  canvasser),  ami  desire  to  increase  your  present  busi- 
ness without  investing  any  capital,  by  drawing  the  smart-dressers  to 
your  store,  you  are  eligible  to  hang  up  the  Art  Clothes  sign.  Unless, 
however,  there  is  already  a  live  Art  Clothes  Agency  in  your  town. 

Write  to-day  asking  for  particulars  of  our  advertising  campaign  for  Spring. 


Cook:  Bros,  fc  Allei\[ 

Wholesale  Tailors 

TORONTO. 
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Curiosity 

has  often  won 
fortunes 


— yes,  idle  curiosity  pure  inquisitiveness,  and 
nothing  else.     Bui   what  has  thai  to  do  with  the 

S.    C.    S.     Course-.'         Simply     lliis  you     liny 

no!  be  interested  in  changing  or  improving 
your  position,  you  taaj  be  satisfied  with  tin* 
salary  you  are  now  receiving  and  may  be  in  the 
rut  of  "I-don't-care-wbether-I-improve-or-not" 
so  deep  thai  you  think  there  is  do  chance  of  get- 
ting out,  but  you  no  dOubi  have  ordinary,  plain 
curiosity  enough  to  want  to  know  how  other 
people  jus!   like  you  got  out  of  deeply-worn  ruts 

and    ••made    good." 

Be  Curious 

and  underline  one  of  the  courses  below,  write 
your  name  and  address,  and  we  will  send  you  our 

handsome  prospectus.  This  obligates  you  in  no 
way. 

How  about  show-card  writing,  salesmanship,  and 
advertising?  These  courses  offer  men  and 
women,  boys  and  girls  invaluable  opportunities. 

The  Shaw 

Correspondence 

School 

Yonge  and  Gerrard  Sts.,  TORONTO 


Shaw  Correspondence  School 


Gerrard  &  Y»««r 


Toronto  Canada 


Cb*r1«T«d   ACCOUGIIBI 

Artul 

Auditor 

Drabser 

Cosl    Adounlnl 

An  Sprcjliii 

Modrrs  Baahioi 

Ttacbcr  ol  Art 

Bo4>kt.*rper 

Story  V-r.l«r 

Slr«ogr»pk*r 

JOtir.»l.tl 

PWMM 

KrM«o*»''  Hrp«^*i 

Cnmmrrcial  3f)*<iali»t 

Pkole(r«p»rr 

Ad  Wr.lrr 

Show  Card  Wataff 

Out  of  the  ashes 

of  our    old 

factory 


has  sprung  a  new  and  better  one — 
better  facilities  for  producing  the 
country-wide  famous  brand  of  mitts, 

gloves,  robes  and  mats. 

Since  the  fire  of  a  few  mouths  ago 
that  wiped  out  our  factory  and  dis- 
organized our  production  we  have 
built  up  a  uew  and  better  structure, 
adding  such  improvements  that  we 
thought  would  enable  us  to  more 
easily  live  up  to  the  high  standard  of 
the  goods  hearing  the  Sovcreeu  label. 


TRADE     MAP* 


RE-GiSTERCD 

We  have  everything  in  first-class  shape  now 
and  have  our  1914  range  of  samples  in  the 
hands  of  our  representatives,  who  are  now 
booking  orders  for  Sovereen  goods,  includ- 
ing the  celebrated  black  Galloway  Coats  and 
Robes,  Mittens.  Gauntlets,  Gloves,  etc,  in 
buck,   horse,  calf,  hog,  and  other  leathers. 

Sovereen  Brand  goods  offer  the  merchant  and 
his  customers  the  besl  value  that  is  given  in 
the  trade  in  the  above  lines. 

It  will  pay  you  to  wail  for  our  travelers  who 
are  ii"\\  on  the  road. 


Sovereen    Mitt,   Glove 
oc  Robe  Company,  Limited 

DELHI,     ONTARIO 
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"BLACK  PRINCE"  FOR  1914 


For  the  coming  year  the  leader  in  working-men 's  shirts  is  "Black  Prince."  We 
say  this  in  all  confidence  as  1913  was  the  banner  year  for  this  line. 

The  onward  march  of  the  "Black  Prince"  has  been  in  no  way  affected  by  some 
other  black  serge  lines  which  have  been  put  on  the  market. 

The  familiar  Black-and-Gold  Label,  which  is  known  from  coast  to  coast,  will 
continue  to  represent  what  Black  Prince  has  always  been :  the  most  serviceable,  all- 
the-year-round  work  shirt  on  the  market. 

For  1914  the  same  high  quality  serge  will  be  used — strong,  soft,  absolutely  fast 
in  color  and  fully  guaranteed.  The  size  and  high-class  finish  of  the  garment  will  be 
identical  with  the  Black  Prince  standard  of  the  past,  and  no  Wholesaler,  Retailer 
or  Consumer  need  lose  a  cent  through  a  defective  garment,  as  we  stand  behind  every 
shirt  which  bears  "Black  Prince"  Label. 

The  flood  of  orders  for  Black  Prince  of  the  past  season  has  been  so  great  our 
delivery  has  not  been  of  the  best,  but  we  are  now  in  a  better  position  to  handle  de- 
mands more  promptly. 


Your  customers  will  insist  on  the 
substitutes  for  Black  Prince  Shirts. 


: Black  Prince"  Label,  therefore  do  not  accept 


VnenUeaC 
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Have  you  the  agency  for 
your  town  or  city? 

Have  you  the  agency  for  a  brand  of  special 
order  tailored  clothes  which  you  really  have 
confidence  in,  and  can  introduce  to  your  pat- 
rons knowing  positively  that  it  will  li\e  up  to 
your  standard  of  merchandising? 

"Style  Craft"  clothes  are  high-class,  tailored- 
to-measure  garments  such  as  are  seldom  found 
outside  exclusive  city  tailor  shops. 

The  "Style  Craft"  proposition  is  open  to  a  live 
merchant  in  every  town  and  city — no  invest- 
ment, good  profits.  A  card  asking  for  full 
particulars  will  receive  our  prompt  attention. 


E.  G.  HACHBORN  &  CO 

TORONTO 
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— the  key  to  unlimited 
money-making  possibilities 

Affords  an  opportunity  to  have  in  connection 
with  your  regular  business  the  most  complete 
Custom  Tailoring  establishment  in  your  town, 
without  the  investment  of  a  dollar  for  stock  on 
your  part. 

This  is  the  service  we  offer  you — a  service  that 
gives  every  order  individual  attention.  This 
is  the  service  that  gives  your  patrons  clothes 
with  character  as  well  as  style,  fit,  and  dura- 
bility. 

We're  now  ready  to  send  out  our  Spring  sam- 
ples and  suggest  that  you  write  to  find  out  if 
the  agency  for  your  town  is  taken. 


E.  G.  HACHBORN  &  CO. 

TORONTO 
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Special  Orders 


OME  men  are  so  unusual 
in  style  and  build  they  can 
be  suited  and  fitted  to  much 

better   advantage  by  having  their 

clothes  made  to  measure. 

«J  C.  N.  &  R.  Clothes  are  able  to 
capture  this  Tailoring  business  by 
means  of  our  Special  Orders,  en- 
abling them  to  compete  with  local 
tailors.  If  you  haven't  already 
investigated  this  feature,  get  a 
letter  off  to  us  by  first  mail. 

•J  A  plan  that  is  working  charm- 
ingly and  profitably  for  hundreds 
of  wide-awake  clothiers  should  be 
good  enough  for  you.  Our  tail- 
oring is  extraordinary,  and  you 
can   be  sure  of  satisfaction. 


Copplep,  i^opesi  $c  3&anbali  Htb. 


Hamilton,  ©ntario 


m 


m 
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Here  is  Your  Opportunity 


3        G 


D        E 


THE    man     who    sits    around 
waiting    for    things    to    come 

to  him  never  has  much.     The 

man  who  gets  ahead  in  the  world 
is  the  man  who  hustles.  We  offer 
you  a  splendid  chance  to  establish 
a  Custom  Tailoring  business  without 
any  expense,  or  any  risk.  We  want 
you  to  take  orders  for  C.  N.  &  R. 
made-to-measure  clothes,  in  addition 
to  your  regular  trade.  Every  garment 
is  individually  designed  and  made- 
to-order,  and  the  profits  are  liberal 
enough  to  make  it  pay  you  hand- 
somely. 


■- 


Copplep,  iSopesi  &  Hanbail  Htb. 


Hamilton,  (Ontario 


# 
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Wreyford  &  Co. 

TORONTO 

Wholesale  Importers  of  Up-to-date 
Specialties  for  Men's  Wear — 

Selling  Agents — 

for  following  Manufacturers 

Young  and  Rochester,  London  and 
Londonderry,  "Wyanar"  Shirts  and 
Neckwear.  Corred  "Dress"  Re- 
quisites     House  ( 'oats. 

Tress  &  Co.,  London  and  Luton, 
High-class  Hats  and  Caps — Special- 
i  ies — The  "Mascot,"  registered.  The 
"Strathmore."  The  "Rosmar." 
English  velours,  silk  lined. 

T.  H.  Downing,  Leicester,  "Alpha" 
Underwear  and  Knit  Coats  and  Suits 
— "Superba"  and  "Alpha"  Hosiery. 

"Aquatite"  Coats  for  Men.  Rain- 
coats in  yarn-proof  for  Spring.  Soft, 
warm  Ulsters  and  "Guard's"  Coat, 
lined,  check  for  Fall. 

(Jet  agency  for  your  town  for  1914. 


Ashton  &  Pulford 

22  Back  Piccadilly 

IMPORTANT 

MANCHESTER      (ENGLAND) 

to 

Can  supplj  .ill  \  our  re- 

PYJAMA 

quirements  m 

MAKERS 

KNITTED  or    BRAID 
GIRDLES,    FROGS, 

LOOPS,     TASSELS, 

BUTTONS, TAPES,  etc. 

Duck    and   Wash 
Clothing 

FOR  MEN  AND  BOYS 

Seven  years'  selling  to  wholesale  only 
now  offering  direct  to  Retail — 

WHITE  DUCK  AND  KHARKI 


9 


<  ■•  H  - 

Trousers 

Aprons 

Luftre  ami 

\l|.;»'.l     Coals 


\  eats 

Motor    (  out  s 
l.onK    Shop    (  "  ii- 

Norfolk    -suits 
Corduroy    Suits 


i  Black,  Slate,  Fancy.) 

Boy    Scout    Suits,    etc. 
Haugh    15rar.fl    garments,    in    Dust-proof 
packages,   will    meet   any   competition. 
Ask    tor   samples   "i    your   requirements 
.it-  i.-t  us  send  yon  Catalogue. 

Defiance  Mfg.  Co.,  Ltd. 

College   and    Bathurst   Sts 
TORONTO 


« 


Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 


A   collection    of 

three  hundred 
and  thirty-three 
Successful  ways 
of  getting   husi- 

iu-ss,  including  a 
groat  varietj  ol 
practical  plans 
that  have  boon 
used  by  rot  ai I 
m  e  re  h  ants  to 
a  dverti  a e  sad 
s<>n  goods, 


PRICE  $2.50 

.Sent  postpaid  only  on  receipt  of_price. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN    PUBLISHING    CO. 

143-149  UNIVERSITY   AVENUK    ::    TORONTO 
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Pull  Off  This  Patch 


and  you  will  find  underneath  it  as  per- 
fect a  glove  as  if  it  wasn't  there.  This 
is  a  bona  fide  one-piece  reinforcement 
which  actually  prolongs  the  life  of 
Carhartt  Gloves  to  double  the  life  of 
the  ordinary  kinds.  Besides  this  every 
seam  of  every  Carhartt  Glove  is  sewed 
with  waxed  thread,  thus  preventing 
deterioration  when  exposed  to  the 
weather.    And  for  these  reasons 

Every  Glove  is 
Guaranteed 

(i  give  absolutely  perfect  satisfaction  or 
money    refunded.     Once   Carhartt   glove 
users,  your  customers  will  never  be  sat- 
isfied to  use  any  other  brand.    Why  not 
try   them   out?     They   are  made   in   all 
styles    for    workmen,    laborers,    drivers, 
trainmen,     etc.   —  for 
every    man     who     has 
hard  work  to  do  or  is 
exposed     to     the     ele- 
ments. 


The  agency  in  your 
town  is  desirable — why 
not  secure  it  now,  if 
not     already     taken? 

Write  for  sixty-days 
approval  assortment  of 
gloves  and  overall  uni- 
forms. Return  what 
you  do  not  sell  or  need, 
at  our  expense. 


WRITE  FOR  60  DAYS'  APPROVAL  ORDER 


Hamilton  Carhartt  Mfr.  Limited 


Toronto 


Detroit 
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FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard   Air    Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


/^VNE    inch    space    in    this 

Department    will  cost 

you   $25   for   12    insertions. 


TOYS 


ot    the    lollowing    type    arc 
manufactured   by 

BING  BROS..   Nurernburg. 
SEE  THEM  AT 

381  FOURTH  AVENUE 
New  York  City 


Railroads, 
signals,  etc. 


mechanical     and     electrical 


Constructing  Bets,  steam  engines  and 
attaelmicn  ts  ;  ocean  liners  and  war  boats, 
automobiles,  steam  rollers,  moving  picture 
machines,  i>o~i  card  projectors,  toy  ranges  thai 
res  llj  eook. 

Enamel  tea  and  kitchen  sets,  unbreakable. 


SSL^ERSON 

Thi  Whelitili  Millinery  ind  Fine;  Dry  Seeds 

Houti  of  the  Maritime  Preiinces. 

MAIL  ORDERS  OUR  E8PECIAL  HOBBY 


LARGEST  MANUFACTURERS 

Artificial  Flowers.  Plants  and  Vines.  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions. Papier  Mache  Novelties.  Electric  Lighted 
Flower  Hushes.  Write  for  our  104  page  Cata- 
logue.    It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Inuorporar 
310  Fifth  Avenue.  Chicago.  111. 


Condensed  Advertisements 


FOR  SALE 


FRESH,  CLEAN  STOCK  OF  SHOES  AND 
men's  clothing  and  furnishings  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
J.  T.  Locke.  The  Ark,  Cornnna,  Out.,  for 
Information, 


POSITION  WANTED 

OPEN  FOR  POSITION  -SUPERINTENDENT 
or  service  manager  man  with  10  years'  ex- 
perience  in  devising  service  system.  Have 
originated  large  number  of  systems,  cheek 
book,  etc.,  in  use  by  large  stores  In  Canada 
nnd  United  States.  Best  references.  Apply 
Box  4!),   Dry   Goods   Review 


The  Condensed  Ads  in  this  Paper 
will  bring  good  results 


J-M    ASBESTOS    TABLE    COVERS 

practically  sell  on  sight. 

You  eliminate  competition  when  you  handle  this 
line.  And  you  satisfy  your  customers  because  you  give 
them  the  very  BEST  at  a  lower  price  than  they  would 
pay   for  ordinary   goods. 

IrVife  Our    Nearest   B-anch   for  Special   Proposition    to   Dealers. 

THE   CANADIAN    II.    \V.  JOII  N  S-  M  AN  VILL.K   CO.,  LTI>. 

Toronto,       Montreal,       Winnipeg,      Vancouver. 


TO  MANUFACTURERS 

Firm    ot    Commission     Merchants,    good    financial    stand- 
ing,  ai    trade  connection,   desires   Agencies   fr.'in   Mann- 
ers   to    Wholesale    trade.    Winnipeg    and    Western 
( 'anada. 


Michael  Ert  Company. 


Travellers  Bidg. 


Winnipeg 


-    -  THINK  IT  OVER  -    - 

The  advertisements  appearing  in  this  paper  each  issue  are  there  be- 
cause it  pays  the  advertiser  and  for  no  other  reason. 

Is  it  not  about  time  you  investigated  this  proposition,  and  not  let  the 
other  fellow  do  all  the  talking  to  the  man  you  should  be  selling? 

You  can  talk  across  Canada  in  full  page  space  to  live  dry  goods  deal- 
ers for  $25  an  issue  if  you  contract  for  twenty-four  insertions.  Worth 
while,  isn't  it? 


TWO  CENTS  PER  WORD 

with  a  Want  Ad.  in  this  paper. 
You  can  talk  across  the  continent  for  two  cents  per  word 
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Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  o] 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowers  for  Decoration. 

L.  Baumauu  &  Co.,  357   W.  Chicago  Ave., 

Chicago,  111. 
L.  J.  A.  Deroiue,  35  Notre  Dame  St.  W., 

Mouti.al,    Que. 
Schack    Artificial    F'ower    Co.,    1739    Mil- 
waukee Ave.,  Chicago,  111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 
Montreal. 
Accordion   1'laitings. 

Toronto    Dress    i'laiting    Co.,    600    Yonge 
St.,    Toronto. 
Burlaps. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blankets. 
Feuinans,  Limited,  Paris,  Ontario. 
Fraser,    Mather    Co.,    Winnipeg,    Man. 
Miller   &   Porteous,   Hollybush,   Ayrshire, 
Scotland. 
Bathing    Suits. 
Home  &   Watts.   19  Duncan   St.,  Toronto, 
Out. 
Boy    Scont    Supplies. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Suits. 
Home  &   Watts,   19   Duncan   St.,  Toronto, 
Ont. 
Batting. 

Robt.    Henderson    &    Co.,    181   McGill    St., 
Montreal,  Que. 
Burlap    (Dyed,   Oil   Coated   and   Sized). 

Stauntons,   Ltd.,  934   Youge   St.,   Toronto. 
Brassieres. 

H.  &  W.  Co.,   130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian   Corset   Co.,  Quebec,   Que. 
Voss  &   Stuffmann,  Montreal,  Que. 

Buttons. 

Forsyth   Kimmel  &   Co.,   Berlin,   Ont. 
Moulton    Mfg.   Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,    City    Road,    London,    N.,   Eng. 
Ashton    &    Pulford,    22    Black    Piccadily, 
Manchester,   Eng. 
Buttons    (covered). 

Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,    Clinton,    Ont. 
Belts.    Ladies'. 

R.  D.   Fairbairn   Co.,  105  Simcoe  St.,  To- 
ronto, Out. 
Boot  and    Shoe   Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids. 

Moulton   Mfg.  Co.,   Montreal,  Que. 
Children's  Dresses. 
Home  &   Watts,  19  Duncan  St.,  Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.   Fairbairn  Co.,   105  SlmCoe  St.,  To- 
ronto,   Out. 
Star    Whitewear    Mfg.    Co..    Berlin.    Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Correspondence   Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Oerrard   Sts.,  Toronto. 
Economist   Training   School.   239   W.  39th 
St.,   New  York,   N.Y. 
Cash    Registers. 

National    Cash    Register    Co.,    285    Yonge 
St.,   Toronto,   Ont. 
Cash  and  Parcel  Carriers. 
The   Lamson    Store    Service    Co.,   Boston, 

Mass.,   U.S.A. 
Gipe-Hazard    Store    Service    Co.,    99    On- 
tario  St.,   Toronto,   Ont. 
Cloth    Charts. 

A.  E.  Putnam   Co.,   Washington,  Iowa. 
Caps. 
Cooper   Cap   Co.,   Spadina   Ave.,    Toronto, 
Ont. 
Corsets. 
H.  &   W.  Co.,   130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian    Corset   Co.,   Quebec,   Que. 
Voss  &   Stuffmann,  Montreal,  Que. 
Crochet    Cotton. 

Hicks,  Bullick  &  Co.,  Belfast,  Ireland. 
Carpets. 

W.    R.    Brock    Co..    Notre    Dame    St.    W., 

Montreal,  Que. 
Greeusl)ield8.    Ltd.,    Montreal,    Que. 
Canadian    Carpet    &    Comforter   Mfg.   Co., 

Toronto.  Ont. 
Guelph  Carpet   Mills.  Guelph.  Ont. 


Cutting    and    Wire    Stapler   Machines. 

Walter  Williams  &.  Co.,  Montreal,  Que. 
Corset    Covers. 
F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Unt. 
Cottons. 
Gieeushields,   Limited,   Montreal,  Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
llorrockses,    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Varns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars    ( Waterprool). 
Arlington    Co.,   54    Fraser    Ave.,    Toronto, 

Uut. 
Parsons   &   Parsons   Canadian   Co.,   Ham- 
ilton,  out. 
Smith    D'Entremont    So.,   1475  Queen   W., 
Toronto. 
Chiffons. 

Novelty    Import  Co.,  70  Bay  St.,  Toronto, 

Out. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington  W.,  Toronto. 
Comforters. 
Canadian   Carpet   &   Comforter    Mfg.   Co., 
Toronto,  Out. 
Cushions. 
Canadian    Carpet   &   Comforter   Mfg.   Co., 
Toronto.  Out. 
Canvas  Coat  Fronts. 
Toronto   Pad   Co.,  569  Queen   St.   W.,   To 
ronto.   Out. 
Cotton   Linen   and  Elastic   Laces. 

Parisian   Corset   Co.,   Quebec,   Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Parisian   Corset  Co.,   Quebec,   Que. 
Coats    (White). 

Robert    C.    Wilkins    Co.,    Farnham,    Que. 
Miller   Mfg.   Co.,   Toronto.  Ont. 
Coats    (Ladies'). 
Patrician     Cloak    &    Suit    Co.,    Samaels 

Bldg.,  Toronto,  Ont. 
Goldhamer    Coat    &    Suit     Co.,   Spadina 
Ave..   Toronto.   Ont. 
Clothing    (Made-  to-  measure). 
Crown  Tailoring  Co..  College  St.,  Toronto, 

Ont. 
International   Tailoring  Co.,  62  John   St.. 
Toronto.    Ont. 
Clothing   (Duck  and  all   Specialties). 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto, 
Ont. 
Dress   Fabrics. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 
Brophy  Parsons  &  Rodden,  Montreal,  Que. 
W.  R.  Brock  Co..  Bay  &  Wellington  Sts., 

Toronto,    Ont. 
W.    R.    Brock    Co.,    Notre   Dame    St.    W., 
Montreal,  Que. 

Greenshields,   Limited,   Montreal,   Que. 
Nisbet    &    Auld,    31    Wellington    St.    W., 

Toronto.   Ont. 
Law.  Russell  &  Co.,  Ltd.,  Bradford,  Eng. 
Bradford     Dyers     Association,    Bradford, 
Eng. 
Dress    Forms. 
Delfosse  &  Co.,  Montreal,  Que. 
Dale   &    Pearsall,    106    Front    St.    E.,    To- 
ronto,  Ont. 
Hall-Borchert    Dress    Form    Co.,    158   Bay 
St.,  Toronto,  Out. 
Dresses. 
Detroit  Princess   Mfg.  Co.,  Detroit.   Mich. 
Rosebud   Mfg.  Co.,  193-5  Mercer  St..  New 

York.   N.Y. 
Star    Whitewear    Mfg.    Co.,    Berlin.    Ont. 
R.    D.    Fairbairn    Co.,    105    Simcoe    St., 

Toronto.    Ont. 
Germain  &  Smith,  Ltd..  Montreal,  Que. 
Borgenicht.  Kornreieh  &  Co..  1115  Broad- 
way.  New  York,   N.Y. 
Dress   Shields. 
I.    B.    Kleinert    Rubber    Co.,    Wellington 

St.   W..  Toronto,  Ont. 
Parisian   Corset  Co.,  Quebec,  Que. 
Dress    Trimmings. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington   St.   W..   Toronto.   Ont. 
Smith    D'Entremont   Co.,   1475   Queen   W.. 
Toronto. 
Embroideries. 

Klauber   &   Co..   Broadway   and    18th    St.. 

New  York.  N.Y. 
Sterling    Lace    &    Novelty    Co..    Toronto. 

Ont 
Neuherger    &    Co.,    124    Fifth    Ave.,    New 
York,  N.Y. 
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Tauber    Bros.    Ac    Co.,   67    St.    James    St., 
Montreal,  Que. 
Embroidered   Applique   Letters. 

Krautheimer     &     Co.,    20     Edmund     PI., 
AlUersgate   St.,    Loudon,   E.C.,   Eng. 
Flannellettes. 

Horrockses,  Crewsden  &  Co.,  Manchester, 
Fug. 
Furs. 

Sidney     Blumeuthal    &    Cc  ,    395    Fourth 
Ave.,   New   York,   N.Y. 

L.  liuiiediuger,  Sou  Ac  Co.,  Montreal,  Que. 

Laberge  Chevalier  &  Co.,  Ltd.,  Montreal, 
gur. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  Que. 
Furniture. 

The  Victoriaville  Furniture  Co.,  Victoria- 
ville,   Que. 

B.  Cohen  &  Sons,  1-19  Curtain   Rd.,  Lon- 
don,  Eng. 
Frilling. 

It.  D.  Fairbairn  Co.,   105  Simcoe  St.,  To- 
ronto, Out. 
Flowers  for  Millinery. 

Melles  &  Co.,   Montreal,  Que. 

Continental  Mfrs.  Syndicate,  77  York  St., 
Toronto,  Out. 

Riegel  &  Langer,  319  Kings  Hall,   Mont- 
real, Que. 

Debeuham's,  Ltd.,  Montreal  and  Toronto. 
Feathers. 

Melles  &  Co.,  Montreal,  Que. 

Continental   Mfrs.  Syndicate,  77  York  St., 
Toronto,  Out. 

Dominion  Ostrich  &  Feather  Co.,  Toronto, 
Ont. 

Riegel  &   Langer,  319  Kings   Hall,  Mont- 
real, Que. 

Debeuham's,  Ltd.,  Montreal  and  Toronto. 
Fancy   Dry   Goods. 

Thompson    Lace   &    Veiling   Co.,    76   Wel- 
lington   St.   W.,   Toronto. 
Fringis. 

Moulton    Mfg.    Co.,    Montreal,   Que. 
Gowns. 

F.    G.    Hayward    Manufacturing    Co.,    77 
York   St.,   Toronto,  Ont. 

Riegel  &    Langer,  319   Kings  Hall,   Mont- 
real, Que. 
General    Dry    Goods. 

Mclntyre  Sou  &  Co.,  Ltd.,  Montreal,  Que. 
Que. 

J.  &  N.  Phillips  &  Co.,  Manchester,  Eng. 

Vassie  &  Co.,  Ltd.,  St.  John,   N.B. 

Cook,   Son   &   Co.,   London,   Eng. 

Debenhams,   Ltd.,   Montreal  and   Toronto 

A.  Racine,  Limited,  Montreal,  Que. 

Hitchcock    Williams    &    Co.,    St.    Paul's 
Churchyard,   London,  Eng. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,  Ont. 

W.    R.   Brock   Co.,    Montreal,    Que. 

Greenshields,  Ltd.,  Montreal,  Que. 

Brophy,    Parsons    &    Rodden,     Montreal, 
Que. 

John  King  &  Son,  Glasgow,  Scotland. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que. 
Gloves. 

Perrin    Frerc  &   Cle..    Montreal,  Que. 

Germain  &  Smith,  Ltd.,  Montreal,  Que. 

Greenshields,   Ltd.,   Montreal,  Que. 

Charles  Perrin  &  Cie.,  16  McGill  College 
Ave.,    Montreal,    Que. 

Mclntyre   Son   &    Co.     Ltd.,   Montreal. 
Grass    Carpet    Rugs. 

Crex     Carpet     Co.,    377    Broadway,     New 
York,  N.Y. 
Girdles. 

Moulton  Mfg.  Co.,  Montreal,  Que. 
Ginghams. 

Wm.    Anderson    &    Co.,    Ltd.,    Glasgow, 
Scotland. 
Gloves    (Working). 

Durham  Glove  Co.,  Bowmanville,  Ont. 

Hamilton   Carhartt  Mfg.,   Ltd.,  535  Queen 
E.,    Toronto,    Ont. 
Hose   Supporters. 

The  Berlin   Suspender  Co.,   Berlin,   Ont. 

Faire  Bros.  Co..  Leicester,  Eng. 

I.  B.  Kleinert  Rubber  Co.,  Wellington  St. 
W.,  Toronto,  Ont. 

Parisian  Corset  Co.,  Quebec,  Que. 
House  Furnishings. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,  Ont. 

Greenshields,  Limited,  Montreal,  Que. 

Stouards.    Limited.   7   Paternoster   Bldgs.. 
London,  E.C.,   Eng. 


DRY    GO  (JDS    REVIEW 


£:H!rrv,,'i'^!',t: s, 

UwZTiii&Turt™.  Hamilton,  o,.t. 

"Cruftana."  m„,.uiev    Ene 

»if,<.,i    Hiiwlev   &   Co.,   Ilincmej,   i^"s. 
pfr?ln   F^i  Cle     Montreal    Que. 
Louis  Uerintdorf,  2Jo  w.  ."in   »- 

Gr^USuS,   Limited    &>°XV  Out. 

yVreytord  &  Co.,  BO  « '"':,..  :,    Bieun    St., 
in-    Jaegei    '  "■■    ]A,i--   - 
Montreal,  Que. 

HEiS5etCfteAuia,    34    Wellington    St.    W.. 

JETS!:****    St.,    Toronto.    On,. 

,";';,;;,;,,!.i'a"'  ..  -  Km«  w.,tw«*>. 

HL"ekLo"'KHuok'&  Eye  Co..  St.  Mary'..  Out. 

"WSllr  Goods  CO.,  77  York  St..  To- 
S.^;'rd,"Hulr  Co.,  Ill  Windsor  St., 
HVuSSrtrea&  Ja-low.  207  St.  Janie.  St., 
Montreal. 

"iWAlr  O ,  C.  n   Vo.k  St..  To- 

Montreal, 
"""n'o""^  Co.,  -:■  King  W..  Toronto 
"^VhST  Goods   Co.,   77    York   St.,   To- 
Hirbbert  °«f  Jaslow,    207   St.    James    St., 
SmltWlUemont  Co.,  1475  Queen    W., 
Toronto, 
"^routo' Dress    Plaiting    Co..    600    Youge 

St      Torouto,    Ont. 
Individual  N»nies  on  Tape.  Ont. 

Colonial  Weaving  Co..  Pete""™,,",,     Pi., 
Krautbeimer     &    ,",„„     w  r     Ene 
Alrtersgate  St.,   London,  E.C.,  Lng. 

InHo"ne  Witts.   10   Duncan   St..  Toronto, 

^B^Fspe^alt'rCo..   35   W.  36tb   St..    New 
B^ard  OKrueger  Co..  162  W.  21st  St., 

New    York,    N.Y. 
■"fSnklli.    Mfg.   Co..  260   Cburcb    St.,    New 

york.  N.Y. 
Knitted    pood".  Woodstock.    Ont. 

Zimmerman  Mfg.  Co« tnm  nvlUe. 

The    Monarch     Knitting     »-«•. 

'";',     n   n.ntvne     Ltd..    Stratford.    Ont. 
rT.^Sa^g"^     ont. 

^t^Tt^Co^Wre    Dame    St.    W., 

B.TiSlSlo^Co.,  Bast   Ham,   I Ion, 

'•'•"?  annitnrv     Woollen    Sy«t<  n 

DrCoi[aigtd,  243*5  Bteury    St.,     Montreal, 
Que 
"ISSSSb     Klmona     Co.,     St.     Helen     St., 

■SSSSS    *    Sons.    Nr.    Leeds.   Bug. 
^fuomlnion    Oil    Cloth    Co..    Montreal. 

Que. 
"1KK  &  Auld,  34  Wellington  St.  W.,  To- 
BrWfWwi  Association.  39  Well  St.. 
Bradford,  Eng. 

Nllhel  «    Auld,  34  Wellington  St.  W.,  To- 
h''",',     Cotbre,    Wellington    St.    W..    To- 

M.-VnlyreSon   ACn.Ltd..   Montreal.  Que. 


U.   D.   Fairbulrn    Co..   105  Slmcoe   St.,   To- 
ronto, Ont.  _       _ 
Novelty   Import  Co.,  76  Bay  St..  Toronto, 
Xaubei     Bro«     A    Co      81    Bt.    James    St., 
Montreal,  Que 

Longcloths. 

Horrockses.  Crewsdeu  &  Co..  Manchester, 
Bug. 
Luces     (Hand     Made). 

G.  &   S.    Kassab  &  Co.,   Montreal,  Que. 
Laces.  _ 

Blrkln    &   Co.,   Nottingham,   Eng 
Klauber   &:    Co..    Broadway    and    18th   bt.. 

New    York.    N.Y. 
Thompson    Lace  &   veiling  Co.,  GO   Wel- 
lington   St.   W.,   Toronto,  Ont. 
Greeiisliielils,    Limited.    Montreal,   Que. 
Novelty    Import  Co.,  76  Bay   St.,  Toronto, 

Sterling    Lace    &    Novelty    Co.,    Toronto. 

Riegel  &    Lunger,  310   Kings  Hall.   Mont- 
real. Que. 

Tauber    Bros.    A    Co.,    67    Bt.    James    st., 
Moul  I'-.i  I    Que. 
Lighting   System. 

Canadian  H.  W.  Johus-Manville  Co.,  Flat 
Iron   Bldg.,   New   York.    NY. 
Leather  Novelties. 

P.   W.   Lambert  &  Co.,  61    Llspenard   St.. 
New   Y'ork,   N.Y. 

Julian   Sale  Leather  Goods  Co.,   King  Bt. 
\\\.   Toronto,  Ont. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 

Sperling  &  Lea,  Herald   Bldg.,   Montreal. 
Ladies'   Bust    Forms. 

Toronto   Pad   Co.,  569  Queen   St.  W..  To- 
ronto, Ont. 
Lace   Curtains.  ,  _ 

T.   I.  Birkln  &  Co.,   Nottingham,  Eng. 

Men's   Furnishings. 

John  M.  Garland  Son  &  Co     Ottawa.  Out 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sis., 

Toronto.  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Men'*    Neckwear.  . 

Plm    Bros.    &    Co.,    William    St..    Dublin. 

Ireland.  ,     _ 

Crescent    Mfg    Co.,  Montreal.  Que. 
Fowke.    Singer    &    Co.,    7    Wellington    St. 

W\.  Toronto.  Ont. 
W.    R.    Bvock    Co..    Notre    Dame    St.    W.. 

Montreal.    Que. 
Greenshlelds,    Ltd.,    Montreal,   Que. 
Tooke   Bros.,    Ltd..    Montreal,    Que. 
Wreyford  &  Co.,  86  Kins  W.,  Toronto. 

Reliance    Knitting    Co..    King    and    Bath- 

urst   Sts.,   Toronto.   Ont. 
R      M     Ballantvne.    Ltd..    Stratford.    Ont. 
Goderlch    Knitting    Co..    Goderlcn,    Ont. 
A.   Burrltt  &   Co..   Mitchell,   Ont. 

\  I  ■  I  |  i  |    .  ■  -. 

John    Heathcoat  &  Co.,   London,   Eng. 
Novelty    Import  Co.,  76  Bay   St..   Toronto, 

Thompson    Lace   &   Veiling   Co.,   59   Wel- 
lington  W„  Toronto. 

Hihbert    A    Jaslow,     207     St.   James    St., 
Montreal,   Que. 
Millinery. ,     „ 

Continental  MfrR.  Ryudlcate,    ■  •    torn  St.. 

Toronto     Out.  .         .    _ 

Debenham's.  Ltd..  Montreal  and  Toronto. 
Morris  A   Soward,  21-22  Castle  st.   Lon- 
don  W.,  England. 
Gage  Bros.  &  Co..  Chicago.   111. 
D.    B.     Fisk    Co.,    225    N.    Wabash    Ave.. 

Chicago     111. 
Melles  &   Co.,  3  Cripplogate  Bldg..  Wood 

St       London.    England. 
Germain    A    Smith.    Ltd.,    Montreal.    Que. 
I).   McCall   Co.,  Toronto,  Out. 
Montreal    Hat    A    Frame   Co.,   Ltd  .    Mont- 

r^'il     Out* 
Strachnn,   Burden  A   Flaskett,  7G  Welling- 
ton  St.   W.,   Toronto.   Ont. 
Riegel   &    Lunger,   :U9   Kings   Hall.    Mont- 
real.  Que. 

M.,r nnd   Ostrich    Stoles. 

Germain    &    Smith,    Ltd.,    Montreal.    Que. 
Motor    (Out-    (Men's    Cotton    and    Linen). 

Miller    Mfg     Co      Toronto,    Ont. 
Motor    Coats. 

National    Rubber    Co.,    Montreal.    Que. 

Motor    Scurfs. 

S      1'     GlbSOB    .*.     Co  .    Btll     Ham.    London 

Eng. 

Moqueltes. 

Otto   T.   K.    Velt  &   Co..   64   Wellington   St. 
\Y  .    Toronto.    Ont. 

Otto  "T.   E.   Velt   A    Co.,   64   Wellington    St. 
w  .  Toronto,  Ont. 

Nets.  .  _ 

T     I     Blrkln    A    Co..    Nottingham.    Eng. 
Novelty    Import   Co..   7t'>   Bay   St..  Toronto. 
Ont.  _        ,„    _  , 

Thompson    Lace    A    Veiling    Co„    Dfl    W« 
llngton    W..    Toronto 
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Narrow    I  aliri.  s    (Cotton,    Linen,    bilk). 

Waiter   W us  ^  '-o.,  Montreal,  Que. 

Neckwear    (Ladie»'). 

I.  ones'   Wear,  Ltd..  W  Wellington  St.   w  ., 

Toronto,  out. 
Voss  &   3iuffiii.ini).   Montreal,  Que. 
steiiing    Lace    .v    Novelty    Co.,    Toronto, 

oiii.  _ 

Mouitou    Mfg.    Co..    Montreal.    Que. 
Oil    Cloth*. 
The    Dominion    Oil    Clot!    Co..    Montreal. 
Que. 

Office    SJstelllB. 

Copebiud-Cbatterson  Co..  Kent  Bldg.. 
roiitu,   "Jut. 
Ostru  H    1  eallicrs. 

&.    L     L'ortet    >v    Co.,    Montreal,    Que. 

OoruiiB. 

UuLiert    C.    Wilkins    Co.,    Farunani,    Que. 
ll.iaiiltou   Carhartt   MIg.,    Ltd.,   i*Xi  Qio 
E.,     loioiilo,    Uut. 

O,  nit., Mills     (.silK>. 

Moulluu    Aiig.   co.,   Montreal.  Que. 

1'  r  i  li  I  i-.l     imlwiiB. 

The  Uumiuiuu  Textile  Co.,  Moutreal,  Que. 
I'uiieruB. 

Home   1'atteru    Co.,    New    \ork,   N.i 
The    McCall    Co.,    230     VY.    37lh    bt..     New 
York,    N.Y.  ,   . 

tbe    Butterick    Publishing    Co.,    Butlerlck 
Bldg.,   New   York,   N  ~> 
1'ads. 

ioronto    Pad    Co.,   569   Queen    St.    W.. 
run  to,  unt. 
I'lau-d   Jewelry. 

lueal    Han    Goods    Co.,    77    York    St.,     10- 

roulo,   Out. 
Hibbert     <V     Jaslow,    207    St.    James    St.. 
Montreal. 
Pin    Tickets. 
ColUi,    cl.uk    Co.,   517    Wellington    St.    w  .. 
Torouto,  out. 
riiiows. 

Canadian    Carpel    A;    Comforter    Mfg.    CO. 
Toronto,   Ont. 
Quills.  .     , 

Jonathan     DeOTdeu    ic    Co.,    11-1S    Bridge- 
water    Place,    Manchester,    Eng. 
Keady-to-\\ear. 

Greenshlelds,  Ltd..   Montreal,  Que. 
Raincoats. 

II.   E.   Davis  &   Co..   Montreal. 

C.    Keuyon   Co..   23rd    St.   aud    Fifth    Ave.. 
New    York.    N.Y. 

The  Cravenette  Co..  Ltd..  Well  8L.  Brad- 
fold,  Eng.  , 

National  Rubber  Co..  Ltd..  Montreal,  Que. 

Scottish  Rubber  Co..  Moutreal. 

Canadian   Consolidated   Rubber  Co.,  Ltd.. 
Montreal. 

Regent    Shirt    Co.,    Notre    Dame    st.    fl 
Montreal.  Que. 

w  rej  rord  .v  C  •.,  86  King  °1      Ti  ronto. 

Kihlioiis. 

\V.   II     Barry  ,*c   Co..   Montreal^ 
Continental   Mfrs.   Syndicate,    n    York   St.. 

r      into.  Ont. 
Belding     Paul     Cortlcelll     Co       Montreal. 

0"e' 
Silks    Co..    58   Bay    St..    Toronto,    Ont. 
Kugs    (Wilton). 
Otto  T.  E.  Veil  &   Co.,  64   Wellington   st 
\V        ioronto.    Ont. 

Hugs    (A.vminster).  

Otto  X.   E.   Yeit  A   Co..  64   Wellington   St. 
\V  .    Toronto,    Ont. 
Kugs     (Velvet). 
Otto   T.   B.   Yeit   .v    Ce      M    Welling: 
\Y  .    Toronto.    Ont. 
Kugs    (Oriental). 

L.  Babsysn  A  Co.,  Bay  St.,  Toronto,  Ont. 

suspenders. 
Berlin    Suspender    Co..    Berlin.    Ont. 
S     K     Porter   A    <-'^-,    Montreal.   Que. 
Halls,    Limited,   Brockvllle.   Ont. 

spool     silks     (lor    Manufacturers'    I'se). 

Walter   Williams  A   Co„   Montreal.  Que. 
Staple  i>r>   tiooiU. 

W      K     Brook    Co..    Bay    and    Wellington 
Sts  .    Toronto.    Out. 
Smilllwiircs. 

W      R,    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto,   Ont. 

W      K.    Brook    Do„    Notre    Dame    St.    \\   . 
Montreal.   Que. 

Greenshlelds.    Limited.    Montreal.   Que. 

Ideal    Hair   Goods    Co.    77    York    St.,    To- 
ronto.   Ont. 
store     li\(lires. 

Jones    Bros.    A    Co..    Parliament    St.,    To- 
ronto,   Ont.  m 

Clatworthy  &   Son.   King  St.  W.,  Toronto. 

ill,     UM     Front     - 
ronto.    Ont 
i     K     Palmenl. erg's    Sons.   710   Broadway. 

N,'«    York.    N.Y. 
it    Braver    48  Crosby  st  .  New  York.  N.T. 
Delfoase   A    Co.,    Montreal.   Que. 

Richardson    Co„    99    Ontario     st 

rnylor    Mfg    Co     Hamilton.   Ont 
Walker   Bin   A    Store    Fixture   Co      Berlin. 
Ont 
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Store   Fronts. 

The    Consolidated    Plate    Glass    Co.,    241 

Spadiua   Ave.,   Toronto,   Out. 
The    Kawneer    Mfg.    Co.,    Nlles,    Mich. 
Zourl  Drawn  Metals  Co.,  221  West  Schil- 
ler St.,  Chicago, 
gweatercoats. 

reuuKins,    Limited,   Paris,   Ontario. 
Reliance    Knitting   Co.,    King    and    Bath- 

urst   Sts.,   Toronto,    Ont. 
Pride    of    the    West    Knitting    Co.,    Van- 
couver,   B.C. 
Monarch   Knitting   Co..   Duunville,   Ont. 
R.    M.    Ballautyne,    Ltd.,    Stratford,    Ont. 
C.   Turnbull   Co.,   Gait.   Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
A.   Burritt   &   Co.,    Mitchell,   Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal.  Que. 
Sanitag  Wall   Covering. 

Stauntons,   Ltd.,  934   Youge   St.,   Toronto. 
Skirts.  „       m 

W.   H.   Wright  &  Co.,  433   Queen   St.   W., 

Toronto,   Out. 
The    Clayson    Co.,    2S0    College    St.,    To- 
ronto,  Out. 
Skirt   Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids     Show     Case    Co.,     Grand 
Rapids.    Mich. 
Shoe  Buekles. 
Smith   D'Eutremont   Co..    1475   Queen    W., 
Toronto. 
Skein   Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing    Co., 
Gait,   Ont. 

R.  D.  Fairbairn   Co.,  105  Simcoe  St.,  To- 
ronto,  Out. 
Silk    Ornaments. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont 
Scarfs. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 
Shirts    (Soft). 
Robert    C.    Wilkins    Co.,    Farnham.    Que. 
Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto 
Summer    Clothing. 

Robert    C.    Wilkins    Co.,    Farnham,    Que. 
Silks. 

Debenhnms,   Ltd..   Montreal  and   Toronto. 
Belding,    Paul,    Corticelli    Co.,    Montreal, 

Que. 
Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Silk   Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Snits. 
Patrician     Cloak    &    Suit    Co.,    Samuels 

Bldg.,  Toronto.  Ont. 
Goldhamer     Coat     &     Suit     Co.,     Spadina 
Ave.,    Toronto,    Ont. 


The    Clayson    Co.,    280    College    St.,    To- 
ronto, Out. 
Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent  Mfg.  Co.,   Montreal,   Que. 
Deacon   Shirt   Co.,   Belleville,   Ont. 
Regent   Shirt    Co.,    Notre   Dame   St.    W., 

Montreal,  Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Toques. 

Reliance  Knitting   Co.,   King  &  Bathurst 

Sts.,    Toronto,   Ont. 
R.  M.  Ballantyne,   Ltd.,  Stratford,  Ont. 
A.   Burritt  &  Co.,  Mitchell,  Ontario. 
Tailors'   Trimmings. 
Toronto     Pad     Co.,     569     Queen    St.   W., 
Toronto,  Ont. 
Tweeds. 

Greenshields,    Limited,   Montreal,   Que. 
Tassels. 
Moulton   Mfg.  Co.,   Montreal,   Que. 
As! i ton  &  Fulford,  22     Back     Piccadilly, 
Manchester,    England. 
Trousers   (Dork). 
Robert  C.  Wilkins  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 

Belding     Paul     Corticelli     Co.,     Montreal, 
Que. 
Thread     (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 

S.   Lenuard  &   Sons,   Dundas,   Ontario. 
Penmans,   Limited,   Paris,   Ont. 
Mercury    Mills.    Limited.    Hamilton,    Ont. 
Reliance  Knitting  Co.,   King  &  Bathurst 

Sts.,   Toronto,   Ont. 
G.  Brettle  &  Co.,  London,  Eng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Underwear, 

Limited,  Moncton,  N.B. 
C.   Turnbull   Co.,   Gait,  Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,  Ont. 
Melntyre  Son  &  Co.,  Ltd..  Montreal.  Que 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal.   Que. 
Umbrellas  and   Parasols. 
R.    D.    Fairbairn    Co.,    105    Simcoe    St., 
Toronto,   Ont. 
Underskirts. 

Form      Fitte      Co.,      182      Spadina    Ave., 
Toronto,  Ont. 
Vacuum   Cleaners. 
Clements  Mfg.  Co.,  Duchess  St.,  Toronto. 
Onward   Mfg.  Co.,  Berlin,  Ont. 
Veilings. 
Canada   Veiling  Co.,   Toronto. 
John    Heathcoat  &   Co.,   London,   Eng. 
Thompson      Lace     &      Veiling     Co.,     60 

Wellington    St.   W.,   Toronto,   Ont. 
Novelty   Import  Co..  76  Bay   St.   Bay   St., 
Toronto,  Ont. 
Velveteens. 

J.  &  J.  M.  Worrall,  Limited,  Manchester. 

Eng. 
"Louis."  57  Newton  St.,  Manchester,  Eng 


Velvets. 

The  Continental  Mfrs.  Syndicate,  77  York 
St.,  Toronto,   Out. 
Wholesale       Carpets,       Oil        Cloths       and 
Linoleums. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Women's  Outer  &  Under  Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,  Ont. 
W.   R.   Brock  Co.,   Notre     Dame   St.   W., 
Montreal,   Que. 
Wholesale    Woollens   and   Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Pale    &    1'earsall,      106      Front      St.      E., 

Toronto,    Ont. 
Delfosse  &   Co.,  Montreal,  Que. 
A.    S.    Richardson    Co.,     99     Ontario    St.. 

Toronto,  Ont. 
J.  R.  Palmenberg's  Sons,  710  Broadway, 
New   York,    N.   Y.,   U.   S.   A. 
Wholesale    Smallwares   and    Fancy    Goods. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale  Merchant   Tailors. 
Win.  H.  Leishman  &  Co.,  119  Adelaide  St. 
W.,    Toronto.    Ont. 
Wholesale   Drygoods. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Whitevvear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,  Out. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear   Co.,    Three    Rivers. 

Que. 
Sperling  &   Lea,   Herald   Bldg.,  Montreal. 
Waists. 
Star  Whitewear   Mfg.   Co.,  Berlin,  Ont 
R.   D.    Fairbairn     Co.,     105     Simcoe   St., 

Toronto,  Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Meyer  Mfg.  Co.,  Toronto,  Out. 
Ladies'  Wear,  Limited,  84  Wellington  St. 
W.,    Toronto,   Ont. 
Wall  Paper  Display  Racks. 

The   Onward    Mfg.   Co.,   Berlin,   Ont. 
Wardrobes. 
Grand    Rapids  Show     Case     Co.,     Grand 
Rapids,  Mich.,  U.  S.  A. 
Window   Shade  Paper. 

Stauntons,  -Ltd.,  934  Yonge  St.,  Toronto. 
Wool    Underwear,   Men's. 
Thos.   Waterhouse  &  Co.,   Ingersoll,   Ont. 
Schofield  Woollen  Co.,  Oshawa.  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St.. 
Montreal,  Que. 
Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Narrow    Fabric    Weaving   &    Dyeing   Co. 
Limited,  Gait,  Ont. 
Woven    Labels   for   Garments. 
Krautbeiuier     &     Co.,    20     Edmund     PI. 
Aldersgate  St.,  London,  E.C.,  Eng. 
Wallpaper. 
Stauntons,  Limited,  944  Yonge  Street,  To- 
ronto.   Ont. 
The    Watson    Foster   Co.,    Montreal,    Que. 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "Review"  do 
not  necessarily  hold  themselves  responsible 


NOVELTIES  FOR  THE  NOTION 
COUNTER. 

Now  that  the  blouse  and  the  separate 
skirt  is  favored  by  fashion  blouse  hold- 
ers are  becoming  an  important  selling 
item.  The  adastra  lias  new  features 
that  should  insure  a  ready  sale.  There 
are  rio  pins  and  sharp  points  to  prick 
fingers  and  stain  and  push  holes  through 
delicate  fabrics.  In  their  place  are 
pieces  of  rubber  so  treated  that  the 
blouse  is  gripped  and  held  firmly  down. 
The  fastener  is  unique  as  it  is  not  a 
buckle,  but  a  metal  arrangement  through 
which  the  belt  is  threaded  and  the  pull 
on  the  belt  makes  the  fastening  secure. 
The  adastra  comes  sizes  from  25  up  to 
40  in  and  also  in  four  different  qualities 
and  in  white  and  blaek. 


The  astra  is  an  invisible  and  unbreak- 
able collar  supporter  so  light  in  con- 
struction that  it  disappears  into  the  pat- 
tern of  the  lace  yet  strong  enough  to 
keep  it  perfectly  in  position. 

Astra  washable  buttons  are  made  of 
cotton  over  a  foundation  of  aluminum, 
and  are  unrustable  and  unbreakable. 

An  oval  dress  fastener  that  will  not 
open  accidentally  should  sell  as  it  is 
much  more  easily  hidden  under  the  hem 
than  one  that  is  round.  This  fastener 
comes  in  a  variety  of  sizes  and  in  black 
and  white. 

All  these  notion  novelties  are  carried 
by  Alfred  Weyerstall,  145  Wellington 
West. 


"MONEY  IN  YOUR  SHOW  WIN- 
DOW." 

"To  force  the  public  to  stop,  look,  like 
and  learn  are  the  four  simple  steps  that 
lead  to  a  show  window  sale.  ...  Do 
something  different.  Make  every  window 
tell  a  simple,  honest,  cheerful  story  and 
your  show  window  will  sell  goods.*' 
223 


This  is  the  theory  and  advice  tendered 
in  an  attractive  booklet  issued  by  the 
National  Cash  Register  Company  of 
Dayton,  Ohio,  illustrated  with  a  valuable 
collection  of  sample  window  displays. 
These  cover  nearly  every  line  of  mer- 
chandise and  glitter  with  bright,  catchy 
ideas  such  as  have  made  the  BT.€.R.'s 
windows  models  in  many  a  town  and  city. 
"There's  money  in  your  show  window" 
is  the  title  of  the  booklet,  and  the  proof 
is  found  in  abundance  in  the  interior.  A 
copy  will  lio  sent  on  request. 


© 


BIGGER    QUARTERS    FOR    WATER- 
PROOFS. 

The  Toronto  Waterproof  Manufactur- 
ing Co.,  have  moved  from  Wellington 
street  to  large  new  quarters  \  in  the 
Samuel.  Benjamin  Building  ou  King 
street  west.  Here  with  much  increased 
space,  and  splendidly  lighted  rooms, 
they  are  placed  in  a  position  to  increase 
their  staff  so  as  to  handle  their  growing 
business. 
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COOK  BROS.  &  ALLEN. 
The  firm  of  Cook  Bros.  &  Allen,  To- 
ronto (Art  Tailoring  Co.),  began  the 
year  1914,  in  a  fine  new  five-storey  build- 
ing of  their  own  on  College  street  with 
a  floor  space  of  45,000  feet.  Facilities 
for  manufacturing  and  the  comfort  of 
their  employes  have  been  consulted  to 
an  unusual  extent  in  this  new  home 
where   provision      has      been      made    for 


ing  after  the  welfare  of  the  employes, 
although,  naturally  this  is  not  the  prim- 
ar\  motive  underlying  these  accommo- 
dation^ A  dance  was  given  the  em- 
ployes and  their  friends  in  the  new 
building  early  this  year. 

The  heating  of  the  building  is  provid- 
ed for  by  a  triple  set  of  boilers,  thus 
obviating  the  risk  of  a  break-down  of 
one. 


GARDINER,  FOLEY  &  CO'S  NEW 
FACTORY. 
Gardiner.  Foley  &  Co.,  who  have  re- 
cently moved  into  their  new  quarters  at 
168  King  West,  Toronto,  are  now  in  the 
.  ery  centre  of  the  dry  goods  manufac- 
turing district,  which  of  course  is  very 
convenient  lor  buyers.  Their  factory 
facilities  have  been  largely  increased, 
the  floor  space  having:  been  doubled.  At- 


NKYV  HOME  OK  cook    BROS,  .v    ALLEN    (Art   Tailoring  Co.),  TORONTO. 


doubling  the  output   of  "Art"   clothes. 
The   first    floor,    finished    handsomely    in 
oak.  is  devoted     to  offices     and  sample 
rooms,  and  the  upper  floors  to  manufac- 
turing and  stock  rooms,  each  floor  being 
113  by  100  feet.    The  top  floor  is  provid- 
ed  with   what  is  known   as  the  "buck- 
saw"  system   of  lighting,    which   by   a 
special    arrangement    in    the    nature    of 
fanlights  the  light  from  the  north,  free 
f V  >m  the  direct,  sun's  rays,  comes  in  con- 
tinually down  from  on  top  upon  the  em- 
ployes  at   their   machines.     These   ,too, 
are   arranged  in  sections  so  that  the  goods 
are   passed  on   from   one  process  to  an- 
other directly  to  the  person  seated  next 
in   each   case,  avoiding  delay   and  eon  In 
-ion  in   passing  pieces   on    to  the  mach- 
ine that  performs  the  next  work. 

Lunch   and   rest    rooms  have  been   pro- 
vided for  the  employes  and  a  roof  gard- 
en   will    be    available    for   lunch    and    re- 
creation purposes,  so  thai  the  -iris  will 
Qeed   to  spend   the  noon  hour  on  the 
,,s        The     Him     believe*     thoroughly 

that  ^renter  efficiency  results  from  look- 


A  NEW  RAINCOAT  HOUSE. 

Under  the  name  of  Fels  Limited,  a 
new  company  has  been  formed  in  Mon- 
treal for  manufacturing  raincoats  for 
men,  women  and  children.  They  have 
offices  and  warerooms  at  283  Notre 
Dame  street,  west.  S.  Z.  Fels  is  vice 
president   and  managing  director. 


CHEERINESS  AT  FOWKE-SINGER'S 

Excellent  trade  during  the  holiday 
season  has  only  strengthened  the  en- 
thusiasm of  the  managers  of  Fowke- 
Singer  Co.,  Limited.  Toronto,  towards 
the  future,  and  greater  energy  than  ever 

will  be  put  forth  lo  keep  well  in  the 
van  with  up-to-date  goods.  For  the  new 
year    the    Btrong    demands    received    for 

the  better  class  of  goods,  they  say. 
"Spell    Prosperity,    with    a    capital    r." 

Many  varieties  of  beautiful  ^ilk  tie 
l-  with  watered  and  shot  effects  of- 

i    wide    range    of    selection    for    the 

firm's  customers. 
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tractive  woodwork  of  a  light  finish  gives 
a  cheerful  appearance  to  the  whole  in- 
terior. A  noticeable  feature  of  the  new 
establishment  is  the  commodious  and 
well-appointed  show  rooms  where  goods 
may  be  displayed  to  splendid  advant- 
age. 

-® 

BIGGER  FACTORY  FOR   '  DE- 
FIANCE. " 

The  recenl  growth  of  the  business  of 
Defiance  Manufacturing  Co..  of 
Toronto,  has  required  the  extension  of 
their  factor]  space,  500  feet,  and  the 
staff  has  been  of  course  increased  ac- 
cording. Many  large  windows  facinff 
,„it  on  Bathorst  Street,  add  to  their 
comfort.  The  company  is  now  in  a  bet- 
ter  position  than  over  for  the  manufac- 
ture of  Hall  Brand  garments,  ladies' 
neckwear  and  waists  and  general  wash 
goods.  Prospects  for  business  are  con- 
sidered good  and  a  prosperous  venr  is 
looked    forward    to 
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BATTING 


NORTH   STAR,   CRESCENT   and   PEARL 

These  brands  represent  the  batting  that  your  customers  want. 
They're  made  from  long  staple  cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that  open  out  into  strong  sheets  of 
even  thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your  Wholesaler. 

ROBERT  HENDERSON  &  CO. 

DRY   GOODS   COMMISSION    MERCHANTS 

181-183  McGill  St.  MONTREAL 

JAMES   STANBURY   &   CO .,   TORONTO 


D.  &  P.  DISPLAY  FORMS. 

In  the  new  catalogue  of  "D.  &  P." 
models  issued  by  Dale  &  Pearsall,  Toron- 
to, Manufacturers  of  Display  Forms, 
Wax  Figures  and  Manufacturers  Fitting 
Forms,  some  very  complete  lines  are  to 
be  noted.  The  catalogue  directs  the  at- 
tention of  manufacturers  and  merch- 
ants to  certain  characteristics  of  D.  & 
P.  forms, — the  lines  across  the  back  of 
the  shoulders  giving  a  natural  curve  that 
eliminates  the  possibilities  of  collars 
that  stick  out  at  the  back,  and  the  en- 
durance of  these  forms.  Among  the 
forms  illustrated  is,  one  for  the  manu- 
facturers of  ladies'  waists.  Covered  in 
strong  linen  canvas  it  revolves  on  a 
heavy  iron  base  which  can  be  screwed  to 
the  bench.  Metal  arm  plates  and  leath- 
er covered  shoulders  are  other  features. 
Forms  for  ladies'  garments  and  a  set  of 
skirt  forms,  all  with  well  defined  cuts 
make  the  catalogue  attractive  as  well  as 
instructive. 

® 

GLASS  SHELF  DISPLAY  CLIPS. 

Clatworthy  &  Son,  Limited,  Toronto, 
have  secured  a  very  valuable  agency  for 
a  most  complete  line  of  glass  shelf  dis- 
play clips.  These  clips  are  manufactur- 
ed bv  the  well  known  firm  of  William 
Mitchell  (Pens),  Limited,  of  Birmina- 
ham,  England,  with  offices  in  Birmina- 
ham  and  London.     Clatworthv  &  Son  are' 


their  sole  representatives  in  Canada.  A 
complete  stock  is  being  placed  in  their 
warehouse  in  Toronto.  The  line  com- 
prises clips  which  are  suitable  to  dis- 
play   goods    for    almost    every    class    of 


there  are  about  200  different  varieties  of 
clips. 

Each  clip  is  designed  to  display  the 
article  from  the  edge  of  the  glass  shelf, 
and  they  accomplish  this  purpose  to  per- 
fection. The  price  is  also  very  moderate, 
so  that  the  line  of  goods  will  be  within 
the  reach  of  all  merchants.  We  illus- 
trate on  tins  page  an  example 
of  the  William  Mitchell  glass  shelf 
clips.  A  beautiful  illustrated  catalogue 
has  been  prepared  in  England  and  will 
be  mailed  to  any  merchant  interested, 
on  application  to  Clatworthy  &  Son, 
Limited,  166  King  street  west,  Toronto. 


Extension  "  T  "  clip  for  dis- 
playing gloves,  handkerchiefs, 
ties  and  kindred  articles. 


trade,  dry  goods,  men's  furnishings, 
boots  and  shoes,  silverware  department, 
jewelry  departments,  cutlery,  fancy 
goods,  leather  goods,  hats,  confectionery, 
stationery,  and  tobacco.  Altogether 
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EXTENDING  TO  CANADA. 

Mr.  Wolff  of  the  enterprising  firm  of 
Hausmann  &  Wolff,  of  Bunhill  Row, 
London,  England,  is  about  to  sail  for 
this  country  with  a  view  to  extending 
the  trade  of  his  house  to  the  Dominion. 
He  has  been  for  some  twenty  years  in 
the  trade  and  is  already  well  known  to 
many  buyers  here.  Messrs.  Hausmann  & 
Wolff  are  a  progressive  firm  as  their  new 
and  spacious  premises  indicate.  Their 
goods,  of  which  they  specialize  in  small 
artistic  lamp  shades  and  decorative 
paper  goods,  were  formerly  made  in 
France  and  Germany,  but  now  all  their 
lines  are  made  at  their  own  manufactory 
in  London,  and  doubtless  some  will  soon 
find  their  way  to  Canada. 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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MR.  CARPET 
BUYER 

This   is  your  chance 
to  test  the  values 
of  the 

GUELPH 

line  of  Tapes- 
try Squares. 
Note  the 
special 
oftcr. 


Our  Guarantee 


Upon  reeeipi  of  these  rims,  you  are  specially  requested  to 
examine  the  quality,  coloring  and  style,  and  if  you  arc  nol  abso- 
lutely satisfied,  we  will  be  pleased  to  have  you  return  them  at  oui 
expense,  ami  any  transportation  charges  paid  by  you  \\  il  1  tie 
refunded. 

We  also  make  two  better  grades  of  Seamless  Tape-try  Squares. 

Ask  us  for  our  New   l!ild  colored  Catalogue. 


SPECIAL  CLUB 
PRICE 

For  $23.40,  we  offer 
one    rug    each    of 
the    above    pat- 
tern (or  assort- 
ed   patterns 
if     desired) 
in  sizes 2^ 
x  3,  3  x  3, 
3  x    3', 
and  3 
x4. 


MARK 


Tin:  <»i  ii.ru  i  vki»i;  r>lius  Co.  Li>n  ii:i> 

WILTON,    BRUSSELS,    AHMlNSTtR  .VELVET.  TAPESTRY. 
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There  Are  a  Few 
Cover    Positions 

for  1914  still  available.  If  you  de- 
sire this  important  position  for  any 
particular  date  let  us  know  now  so 
you  will  not  be  disappointed. 


The  outside  back  cover  on  Canada's 
only  semi-monthly  dry  goods  paper 
is  a  position  worth  while. 

Write  for  particulars. 
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Building  Dry  Goods  Stores  Against  Earthquakes 

How  Business  is  Carried  on  in  Jamaica — Bartering  With  the 
Negroes  Over  Farthing  Sales — Temperature  From  50  to  95  De- 
grees— Chinese  Run  General  Stores  in  Smaller  Towns — Where 
Part  of  Town  Sank.  / 

Written  for  The  Review  by  E.  F.  Coke 


KINGSTON,  Jamaica,  B.  W.  1.,  Jan. 
12. — Perhaps  in  no  other  country 
is  there  as  great  a  variety  of  lines 
earried  under  the  head  of  "dry  goods" 
as  in  the  Island  of  Jamaica,  Britain's 
chief  possession  in  the  West  Indies. 
Situated  some  thirteen  hundred  odd 
miles  south  of  New  York,  and  ninety 
miles  south  of  Cuba,  this  island  is  known 
as  the  Paradise  of  the  West.  Discov- 
eied  by  Christopher  Columbus  on  May  3, 
1494,  whilst  on  his  second  voyage  to  the 
New  World,  this  island  on  account  of  its 
geographical  as  well  as  agricultural  ad- 
vantages has  been 
the  scene  of  remark- 
able conflicts  and 
considerable  blood- 
shed. Held  by 
Spaniards  for  160 
years,  during  which 
time  the  most 
frightful  atrocities 
were  indulged  in, 
the  island  became  a 
bone  of  contention 
between  them  and 
the  English,  and  it 
was  not  till  1655 
that  it  became  a 
British  possession. 
In  size  it  is  only  144 
miles     long     by     42 

wide,  with  a  total  area  of  4,207  square 
miles  and  a  population  of  830,000.  In 
spite  of  the  limited  extent  of  territory 
the  development  since  it  came  into  full 
control  of  Great  Britain  has  been  so  re- 
markable that  this  small  spot  is  looked 
on  as  one  of  the  most  valuable  posses- 
sions in  the  British  Empire. 


From  an  early  date  Jamaica  became 
the  centre  of  trade  of  the  West  Indian 
Islands.  In  the  sixties  of  the  seven- 
teenth century  the  famous  buccaneer, 
Morgan,  made  Jamaica  his  headquarters 
and  the  wealth  pillaged  from  the  Span- 
ish Main, — now  known  as  Central  Amer- 
ica,— was  brought  to  Port  Royal,  the 
leading  harbor  at  the  time  in  the  island. 
In  1692,  however,  Port  Royal — the 
stronghold  of  the  buccaneers  and  the  em- 
porium of  the  West  Indian  trade,  "the 
finest  town  in  the  West  Indies,"  and  at 
that  time  the  richest  spot  in  the  universe, 


This   looks   more   like 


play  than  work.     Cross  indicates    one   of 

sixty    miles   from   Kingston. 


— was    entirely    destroyed   by   an    earth- 
quake. 

Part  of  Town  Sank. 
This  completely  altered  the  trend  of 
the  island's  trade.  A  considerable  part 
of  the  town  sank  so  that  what  remained 
was  merely  a  miniature  of  the  whole  as 
it  existed  before.  The  city  after  a  time 
could  not  retain  its  largely  growing  pop- 
1 


ulation  and  plans  were  prepared  for  the 
laying  out  of  the  city  of  Kingston,  which 
is  situated  across  the  harbor  on  the  main- 
land from  Port  Royal,  which  was  on  the 
narrow  peninsula  forming  the  harbor, 
and  at  its  entrance.  Now,  all  that  re- 
mains on  this  historic  spot  is  the  fort 
which  guards  the  entrance  to  the  harbor. 
Fires  and  Earthquakes. 
Kingston,  which  became  the  capital 
and  chief  centre  of  trade,  continued  to 
grow,  and  in  spite  of  disastrous  fires  and 
earthquakes  which  have  visited  the 
island  frequently,  the  latest  being  in 
1907,  we  find  a  city 
to-day  which  is  look- 
ed upon  as  the  fin- 
est in  the  tropics  of 
the  Western  Hemis- 
phere, with  a  set- 
tled population  of 
60,000. 

WTith  the  gradual 
growth  and  develop- 
ment of  the  island, 
trade  with  the 
Mother  Country  as 
well  as  foreign 
countries  naturally 
increased.  In  ex- 
change for  the  fruit 
of  her  soil,  Jamaica 
imports  a  large  part 
of  her  foodstuffs  and  all  her  cloth- 
ing material.  From  the  beads,  knives, 
firearms,  and  gaudy  colored  cloth 
brought  in  by  the  Spaniards  to  trade 
to  the  natives,  which  were  originally  In- 
dians, we  now  find  extensive  mercantile 
houses  importing  large  quantities  of  lux- 
uries as  well  as  necessary  lines  to  fill 
their  extensive  stores. 


-liief   stores    in    Xloiideville, 
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Largesl  dry  goods  store  in  Kingston,  Jamaica,  L40  x  100  feet,  owned  by  Nathan  iV  Co.     Upper  part 

department,  and  lower  for  retail. 


'  H     llsr-l      t  <■  ' 


Come  From  Central  America. 

The  trade  in  dry  goods  carried  on  in 
the  island  is  by  no  means  a  local  one 
only.  Trips  are  made  from  the  surround- 
ing islands,  as  well  as  from  some  of  the 
Central  American  states  to  purchase  the 
animal  "outfit."  Many  of  the  larger 
houses  or  firms  deal  not  only  retail,  but 
conduct  an  extensive  wholesale  depart- 
ment as  well.  These  not  only  supply  the 
smaller  stores  throughout  the  country 
parts  of  the  island,  but  also  ship  to  other 
islands.  Some  firms  have  branches  in 
Haiti,  Panama,  Costa  Rica,  and  other 
large  centres,  and  also  on  the  smaller 
islands. 

Trade  in  the  island  itself  is  nol  of 
course,  restricted  to  Kingston  only.  The 
wholesale  firms  supply  goods  to  all  parts 
although  frequent  trips  are  made  to 
Kingston  by  the  white  people  and  the 
wealthier  colored  people  to  effect  their 
purchases.  This  is  especially  so  with 
the  dry  goods  trade.  The  lines  handled 
by    the   stores    in    the    smaller    towns    are 

generally  of  a  cheaper  grade  as  most  of 

them     cater     to     the     lower     classes     of 
roes. 

Selling  a  Farthing's  Worth. 

An  important  point    in  the  trade  of  the 

island   is  the  question  of  "bartering.'1 

The    trade    is    divided    into    two    distinci 
(dasses,    thai     with    the    whites,    ami    thai 

with  the  colored  inhabitants.    The  negro 
rat  on  bartering,  and  it  is  a  common 

Occurrence  to  hear  a  prospective  pur- 
chaser endeavoring  to  heat  down  the 
in  u  e.  This  is  especially  t me  of  the 
inhabitants  of  Haiti.  These  m 
simply  will  noi  buy  unless  some  reduc- 
tion is  made  on  the  tirsl  price  asked 
Due  prominent  merchant  who  deals  ex- 
tensively with  them  informed  the  writes1 


that  a   cut    in   prices  asked    was   essential 
if  any  business  was  ever  to  be  done  with 

t  helll. 

Both  Partners  Killed. 

I  n  order  to  gel  some  detail  informal  ion 
the  writer  interviewed  the  managei 
of  several  of  the  large  firms  in  Kingston. 
One  of  the  largest  and  best  known  firms 
in  this  line  id'  business  is  Nathan  & 
Company.  Limited,  and  their  store  is 
"The  Metropolitan  House." 

This  firm  was  established  25  years 
uii  a  partnership  basis  by  Messrs.   A.   M. 
Nathan     and     Chas.  Sherlock,    and  was 
known  as  Nathan,  Sherlock  &  Co.     Both 


of      t  •  an.  >vtre 

killed    in  -    fire    :■■• 

quake  of  L907,  and  alter  their 
husim  ss   was  i    angei    into  a  jo 
company.     This  firm  now  has  as 
manent     managing    director,     Mr.  -I.  A 
Scott,  "  ho  was  formally  connei 
Rylands,  England. 

.Mr.  -I.   Tapley,  secretary  "i 
pany,  spoke  enthusiastically  of  pros 
He  pointed  oul   thai   his  firm  i  a 
an  extensn  e  whoh  -ale  a-  well 
business  so  that   they  gol   :  ance 

to  size  up  conditions.     During 
three  years   severe  droughts  ami   hurri- 
canes had  curtailed  bi 


Men's   Wear   Department    o(   Nathan   a    Co. 'a  store   Decorated   for  Christmas 

Flaga,    Palms,   etc. 
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tions  pointed  to  the  new  year  bringing 
business  back  to  normal. 

Continuing  Mr.  Tapley  stated  that  the 
majority  of  the  goods  imported  were 
from  England  and  the  United  States,  the 
firm  maintaining  offices  in  London  and 
an  agent  in  New  York.  These  represent- 
atives bought  not  only  for  their  Jamai- 
can trade  but  also  for  firms  in  Trinidad, 
British  Guiana,  Barbadoes,  and  South 
Africa.  It  is  the  policy  of  this  firm  to 
pay  spot  cash  for  goods  as  soon  as  they 
are  shipped,  even  before  delivery. 


Fahr.  in  the  summer  to  50  degrees  Fahr. 
in  the  winter. 

Buildings  Earthquake-Proof. 

The  building  known  as  the  "Metro- 
politan House,"  is  a  typical  example  of 
the  kind  of  stores  erected  in  Kingston 
after  the  disastrous  earthquake  of  1907. 
Formerly  brick  and  stone  were  in  con- 
stant demand,  but  now  nothing  but  solid 
reinforced  concrete  buildings,  two  storeys 
in  height,  are  being  put  up.  Experience 
has  taught  that  these  resist  earthquake 


shocks  the  best.  The  ground  floor  of 
these  buildings,  as  in  this  particular 
case,  is  used  for  the  retail  business,  while 
the  second  storey  is  given  up  to  the 
wholesale  department.  This  building  is 
150  x  100  feet  in  size,  and  special  atten- 
tion has  been  paid  to  display  window 
space,  as  well  as  for  ventilation  purposes. 
Owing  to  the  heat  in  the  summer  ventila- 
tion is  very  important. 

Negroes  Curious. 
The  season  for  sales,  and  the  advertis- 


View   of   main   entrance    of   Nathan  &   Co.  's   Store,   showing   in   the   centre   a  unique    feature,    a    fountain    with    water 
running.     On  the  right  is  a  display  of  silver  and  cut-glass,  and   behind   are   seen   various   articles,   all   ticketed. 


"Cheapness,"  the  Crying  Need. 

Mr.  Tapley  pointed  out  that  the  cry- 
ing need  in  the  Jamaican  trade  was 
"cheapness."  The  rate  of  wages,  he 
stated,  was  low  and  as  the  laborer  aver- 
aged from  37  cents  to  43  cents  per  day, 
he  could  not  afford  expensive  lines.  As 
the  negro  population  exceeded  the  white 
in  overwhelming  majority  it  was  evident 
that  they  were  the  important  factor  to 
cater  to. 

No  Skates  in  These  Stocks. 

Of  the  stock  carried  by  such  firms 
cheap  lines  predominate.  These  include 
all  lines  of  boots  and  shoes,  tweeds, 
drills,  sheetings,  all  classes  and  patterns 
of  cotton  goods,  laces  and  embroideries, 
dress  materials  of  every  description; 
light  underclothing,  table  and  household 
linen,  and  such  articles  as  are  suitable 
to  a  climate  that  ranges  from  95  degrees 


WITH  BUY  GOODS 

M 'EN  IN  JAMAICA. 

Buildings  only  two  stories 
in  height  to  resist  earthquakes. 

Sales  in  February  and  Oc- 
tober. 

Fountain  playing  in  en- 
trance to  store. 

Combination  of  retail  and 
wholesale. 

Sales  to  negroes  often  as  low 
as  a  farthing. 

Many  Chinese  merchants. 

Bartering  over  every  sale 
with  negroes. 

All  year  round,  between  50 
and  95  degrees. 

Customers  from  Central 
America. 

Some  Jamaican  history. 


ing  methods  are  much  the  same  as  in 
Canada.  Nathan  &  Co.  have  two  sales  a 
year,  in  February  and  October.  Daily 
advertising  in  the  newspapers  is  prac- 
tised and  window  price  cards  are  also 
used.  It  is  found  that  curiosity  or  "the 
desire  to  see  things"  is  even  more  de- 
veloped in  the  negro  than  in  the  white 
races. 

Chinese  Merchants. 

As  has  been  pointed  out  the  majority  of 
the  island's  trade  in  dry  goods  is  trans- 
acted in  Kingston.  The  smaller  stores 
throughout  the  island,  nevertheless,  do 
considerable  business.  Of  latter  years 
the  Chinese  residents  have  increased 
enormously.  The  Chinese  practically  en- 
joy a  monopoly  of  the  island's  "small 
shop"  or  grocery  trade.  As  soon  as 
business  advances  they  generally  branch 
out  into  a  general  store,  carrying  cheap 
(Continued  on  page  16.) 
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The  Books   That   a   Merchant   Needs 

In  Order  to  Operate  a  Retail  Store  Efficiently  the  Merchant  Must 
Know  Every  Detail  of  I  lis  Business — He  Must  Have  a  Close  Check 
on  All  Matters  of  Detail — The  Links  in  the  Efficient  Business 
Chain. 

By  William  Cambell. 


The  accompanying  article  is  the  first  of  a  series  that  William  Cambell  has  prepared.  Mr. 
Cambell  is  a  cost  accountant  whose  daily  work  is  to  study  the  problems  of  expense  and  main- 
tenance in  one  of  those  enormous  retail  stores  which  grow  up  m  all  large  cities.  He  has  put 
in  the  better  part  of  his  life-time  studying  the  problems  of  retail  costs,  and  the  benefit  of  his 
experience  will  be  given  to  the  readers  of  this  paper  in  the  course  of  the  series  that  he  is  preJ 
paring. — Editor. 


WHY  is  it,  that  a  man  who  has  been  a  good  Salesman,  or  a  good  Traveller,  so  often  fails  to  make  the 
success  he  expects,  when  he  starts  in  business  on  his  own  account?  In  nine  cases  out  of  ten  it  is  be- 
cause he  neglects  to  make  his  business  efficient  in  the  full  sense  of  the  word,  and  it  is  only  those 
who  realize  all  this,  that  make  successful  business  m  en.  How  many  men  keep  a  record  of  every  purchase 
and  sale,  and  can  tell  exactly  how  much  they  were  per  day,  per  week  or  per  month,  and  for  the  same  period 
how  much  their  Gross  Profit  was,  their  Expenses,  and  what  their  Net  Profit  was?  Also,  how  many  know  how 
much  stock  they  are  carrying,  and  how  many  times  they  are  turning  it  over  in  the  year?  Those  who  do  this, 
will  also  be  careful  to  compare  the  actual  gross  profits  made  on  their  turnover,  as  shown  by  the  books,  com- 
pared with  what  they  expected  it  to  be.     Very  often  t  he  result  will  prove  a  rude  awakening. 

The  chief  trouble  is  that  when  a  man  starts  in  business  he  has  often  so  many  different  things  to  do,  that 
he  fails  to  do  the  main  thing,  viz.,  Make  Money. 

The  Manager  of  one  of  Toronto's  largest  Banking  Institutions,  told  the  writer  that  in  most  cases  it  was 
because  of  bad  bookkeeping,  that  firms  got  into  difficulties.  What  is  the  reason  of  this  slackness?  It  is 
because  merchants  fail  to  fully  understand  what  it  is  costing  them  not  to  keep  a  proper  Accounting  System, 
that  will  give  all  essential  particulars  at  a  glance.  If  the  books  kept  don't  tell  this,  they  are  lacking  in 
what  is  necessary  for  the  success  of  a  business. 

The  writer  well  remembers  a  case  of  this  kind,  when  he  was  called  in  by  a  storekeeper  to  prepare  a 
balance  sheet  and  trading  account  for  a  partner,  whom  he  wished  to  secure.  The  books  that  he  had  kept 
himself  were  a  hopeless  jungle  of  figures,  but  in  handing  them  to  me,  he  said:  "I  have  been  going  over 
them,  and  don't  seem  able  to  get  the  particulars,  but  of  course  it  will  be  easy  for  you."  The  books  were  in  a 
chaotic  condition.  I  don't  know  that  I  ever  remember  a  more  difficult  task  than  that  which  confronted  me 
in  them.  It  was  only  after  a  long  and  arduous  struggle  that  I  was  able  to  find  approximately  where  he 
stood.     It  was  a  wonder  that  he  had  ever  managed  to   keep  his  business  running. 

I  would  strongly  advise  that  an  experienced  bookkeeper  or  accountant  should  always  be  called  in  to  pre- 
pare a  suitable  set  of  books,  but  for  the  benefit  of  those  who  wish  to  keep  their  own  accounts,  I  will  give  a 
description  of  the  books  needed  in  order  that  full  details  of  a  business  can  be  ascertained  at  any  time. 

The  Books  Needed. 

First. — Purchase  Journal,  2  columns.  In  this  you  enter  all  invoices  as  you  receive  them,  putting  the 
name  and  total,  in  first  column  if  merchandise,  or  in  second  column  if  expense.  By  adding  this  book  up  every 
week,  you  will  get  the  total  of  your  purchases.  Insist  on  having  an  invoice  or  voucher  for  everything 
bought,  file  these  away  first  on  an  unpaid  file,  then  when  paid  transfer  to  a  paid  file,  first  marking  on  invoice 
date  when  paid.    Your  unpaid  file  should  represent  wh  at  you  owe. 

Second. — Sales  Record.  Enter  up  here  the  daily  record  of  your  sales.  Where  the  cash  sales  consist  of 
very  small  items  the  total  of  these  entered  at  end  of  day  is  sufficient,  but  when  the  casli  sale  is  of  any  size  a 
separate  record  should  be  entered.  In  fact,  a  duplicate  slip  should  be  made  for  every  sale.  The  importance 
of  this  is  recognized  by  all  large  stores.  The  goods  sold  on  credit  will  be  entered  in  Day  Book  and  the  total 
of  this  ascertained  every  day  or  week. 

Third. — Cash  Book.  This  should  give  an  account  of  all  incoming  and  outgoing  Cash.  There  should  be 
several  columns,  according  to  the  requirements  of  the  business,  viz.,  Accounts  Receivable.  Cash  Sales,  To 
Bank,  From  Bank,  Accounts  Payable,  Expenses,  etc. 

Fourth. — Ledger.  Open  up  accounts  in  this  of  the  Total  of  your  weekly  sales,  purchases  and  expenses,  as 
well  as  all  oilier  accounts.  At  the  end  of  six  months  when  you  take  stock,  you  will  then  be  attic  to  ascertain 
the  amount  of  your  Total  Sales,  Total  Purchases,  Stock  on  Hand,  from  which  you  trot  your  gross  profits  by 
adding  together  your  sales  and  present  stock  and  deducting  from  them  the  amount  of  your  previous  stock  (if 
any)  and  the  amount  of  your  purchases.  From  this  you  deduct  all  your  expenses,  and  the  balance  left  is 
your  net  profit.  11  you  have  added  one-third  to  your  cost  for  your  profit,  your  gross  profit  on  turnover 
should  come  out  at  25%,  but  as  there  will  be  cuts  and  losses  on  some  goods  sold,  it  would  probably  come  out 
at  22%,  and  if  your  expenses  were  17%,  it  would  leave  you  f><,    Nett  Profit  on  your  turnover. 

II',  when  you  take  stock  you  find  that  your  profit  is  not  what  you  expect,  it  would  be  wise  to  call  in  a 
Business  Expert  to  go  over  things.  If  this  article  has  the  effeel  of  making  you  keep  a  full  record  of  your 
business,  and  take  stock  every  Bis  months,  it  will  probably  be  the  means  of  saving  you  a  lot  of  money. 
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A  STORE  ORGAN. 

The  Editor, 

Dry  Goods  Review, 
Toronto,  Ont. 

Dear  Sir : — 

We  are  enclosing  a  copy  of 
the  first  number  of  our  store 
organ,  The  "Retrado,"  and 
would  be  glad  to  hear  your 
criticism  of  same  through  the 
medium  of  your  paper. 

This  paper  has  been  started 
with  the  object  of  increasing 
the  efficiency  of  our  sales  staff, 
and  welding  the  whole  into 
one  solid  chain. 

It  will  be  published  every 
month.  Articles  will  be  con- 
tributed  to  each  issue  by  the 
various  Departmental  Manag- 
ers, who  are  associate  editors. 

Yours  truly, 
The  Regina  Trading  Co.,  Ltd., 
T.  R.  Atkin, 
Adv.  Manager. 


"If  you  at  any  time  feel  that 
you  are  unable  to  satisfactorily 
close  a  sale  with  your  custom- 
er, don't  hesitate  to  call  the 
attention  of  your  department 
manager.  In  doing  so  it  does 
not  show  you  up  as  being  an 
incompetent  salesman.  There 
is  always  the  chance  of  his  be- 
ing able  to  offer  you  some  new 
argument  as  to  quality  and 
value  that  you  have  not 
thought  of." — From  "The  Re- 
trado." 

"The  features  that  distin- 
guish one  store  from  its  com- 
petitors, that  make  it  stand  for 
something  distinctive  and 
characteristic  in  the  mind  of 
the  shopping  public,  are  the 
features  of  its  service  that  ex- 
cel those  of  its  rivals." — From 
"The  Retrado." 


"In  my  experience  behind 
the  counter  your  goods  are 
sold  by  the  greeting  you  give 
your  customers."  From  "The 
Retrado." 

In  Stocktaking. — "1.  Meas- 
ure your  goods  corettly;  2.  Al- 
ways put  quantity  tickets  on 
same  end  of  goods  with  the 
price  tickets;  3.  See  that  the 
cost  and  selling  prices  are  cor- 
rect."— From  "The  Retrado." 


Working  Up  Efficiency 
by  a  Store  Paper 

Staff  of  Regina  Trading  Co.  Start  Issue  of 
Monthly  Organ  —  Articles  on  All  Manner  of 
Subjects  Helpful  to  Employes— One  Solution  of 
Big  Problem. 


THE  "Retrado,"  published  monthly 
by  the  Regina  Trading  Company, 
Limited,  for  its  employees,  "with 
the  object  of  increasing  the  store  service 
and  general  efficiency  of  the  staff,"  has 
reached  The  Review  in  the  form  of  its 
first  issue  of  January  5,  1914,  and  will 
be  welcomed  month  by  month,  and  its 
career  chronicled  as  occasion  suggests 
and  permits.  This  "store  paper,"  of 
four  pages,  issued  in  convenient  form,  is 
the  product  of  an  energetic  and  ingeni- 
ous West,  and  the  outcome  of  the  same 
brainy  management  that  lately  sent 
forth  a  twenty-page  advertisement  in  a 
single  issue  of  a  Regina  newspaper. 

The  editor  of  this  latest  product  in 
journalism  is  the  Advertising  Manager, 
T.  R.  Atkin,  and  associated  with  him  is 
the  General  Manager  of  the  Regina  Trad- 
ing Co.  and  the  heads  of  various  depart- 
ments. 

Pointing  Out  the  Weak  Links. 

In  the  introductory  announcement  the 
editors  state  that  promotion  of  the  staff's 
efficiency,  by  means  of  the  paper,  will 
run  along  the  line  of  pointing  out  the 
"weak  links,"  and  suggesting  "ways 
and  means  of  moulding  the  same  together 
into  one  solid  and  unbreakable  chain." 
The  paper  will  be  given  to  each  employee. 
"Take  it  home  and  read  it  carefully,  and 
profit  by  the  suggestions  offered.  Articles 
dealing  with  the  news  of  the  Store,  and 
contributed  by  the  different  department 
managers  will  appear  in  each  issue,  and 
articles  pertaining  to  the  store  service, 
etc.,  by  any  sales-person,  will  be  gladly 
welcomed  by  the  Editor." 

Some  of  the  Articles. 

Among  the  articles  in  the  first  issue 
are  "Successful  Service,"  by  Mr.  Little; 
"Salesmanship  and  Business  Efficien- 
cy/' by  Mr.  Crottie;  "Co-operation,  and 
what  it  stands  for  in  the  world  of  mer- 
chandising,' by  Mr.  Gibbons;  "A  Few 
Suggestions  on  Stock-taking,"  by  Mr. 
Nelson;  "Salesmanship  and  Service," 
by  Mr.  Van  Valkenburg;  with  short  mis- 
cellaneous items  scattered  through  on 
such  topics  as  "Be  a  Booster,"  "Be 
Thorough, "  "Read  the  Advertise- 
ments," "We  Would  Like  to  H^ar  of 
Your  New  Ideas,"  "The  Ideal  Sales- 
man," "Are  You  Making  Good?"  etc. 
5 


Radiating  the  Store  "Spirit." 

The  "Retrado"— a  title  selected,  we 
presume,  from  portions  of  the  firm's 
name — should  serve  a  highly  useful  pur- 
pose in  this  large  store.  It  has  been  the 
outcome,  doubtless,  of  a  feeling  among 
the  members  of  the  firm  and  the  heads  of 
departments,  that  the  larger  the  store, 
the  more  difficult  it  is  for  the  "spirit" 
of  the  establishment,  the  impulse  of  loy- 
alty, the  esprit  de  corps,  to  radiate 
through  it.  The  personal  knowledge 
maintained  by  the  recognized  head,  is 
often — sometimes  necessarily  —  lacking 
as  the  list  of  employees  widens  and  the 
floor  area  is  extended  and  storey  rises 
upon  storey  and  department  is  added  to 
department.  That  intimate  association 
of  the  small  store  must  needs  be  modified 
and  fortunate  is  the  department  store 
where  it  does  not  disappear.  Individual- 
ity often  seems  lost  in  the  collective 
whole;  the  incentive  to  continuous, 
earnest  effort  often  is  weakened  by  a 
feeling  that  such  service  would  go  un- 
noticed among  the  crowd  and  bustle  of 
store  life.  If  the  employer  takes  no  step 
to  regain  or  retain  that  strong  feeling  of 
sympathy  and  lively  sense  of  co-oper- 
ation that  marked  the  earlier  and  smaller 
efforts  of  his  business  career,  he  soon 
will  come  to  realize  that  the  bond  that 
should  be  the  most  reliable  basis  v>f  all, 
has  weakened  and  snapped. 

Lack  of  Individual  Responsibility. 

There  is  the  same  element  to  contend 
with  in  the  growth  of  every  business, 
every  institution.  The  university  is  as 
good  an  example  as  any  of  this  obliter- 
ation of  the  feeling  of  individual  respon- 
sibility and  co-partnership,  with  the  ex- 
pansion of  the  buildings  and  growth  in 
numbers  of  the  student  body.  Publicly 
it  has  been  deplored  time  and  again,  and 
more  than  any  other  obstacle,  has 
weighed  in  preventing  the  centralization 
of  the  higher  educational  units  in  prov- 
ince and  country.  It  is  a  boast  of  the 
comparatively  small  Scotch  universtities 
to-day  that  they  have  retained  by  the 
lack  of  numbers  among  their  students 
that  leavening  spirit  that  is  becoming 
the  despair  of  many  of  the  huge  institu- 
tions in  Canada  and  the  United  States. 

There  is  one  large  store  in  Canada  to- 
day which  will  readily  be  called  to  mind 
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ae  a  conspicuoiiN  example  of  efforts  put 
forth  to  create  and  sustain  a  pride  in 
the  establishment,  the  name,  the  record, 
the  position  of  the  store  in  the  commun- 
ity and  far  beyond  it.  One  of  'lie  suc- 
cessful plans  has  been  the  formation  of 
an  athletic  association  that  embraces  a 
number  of  lines  of  sport,  hockey,  asso- 
ciation  football,  cricket,  baseball,  etc. 
Teams,  under  an  adoption  of  the  firm 
name,  have  been  entered  in  various 
leagues,  and  monster  athletic  meets 
"pulled  off."  that  attracted  crack  U.S. 
sprinters  and  were  the  envy  of  the  organ- 
izers of  the  official  all-Canada  meets. 

This  idea  is  being  carried  out  on  var- 
ious lines  in  dozens  of  stores.  In  some, 
bonuses  are  paid  to  the  most  deserving 
employees;  in  others,  the  co-operative 
system  is  adopted  and  a  presentation 
made  at  the  end  of  the  year  of  a  per- 
centage of  t  he  turnover,  or  the  increase 
therein,  or  it  is  based  on  the  net  profits. 
In  many,  special  recognition  is  given  to 
promotions  for  services  performed,  and 
in  scores  of  other  ways  it  is  sought  to 
establish  and  maintain  a  close  connection 
between  the  firm  and  its  staff,  and  be- 
tween the  members  and  one  another. 

Value  of  the  "Store  Paper." 

The  "store  paper"  must  be  accounted 
an  effective  means  towards  such  an  end. 
The  possibilities  of  this  suggest  them- 
selves in  almost  endless  array.  The 
"Retrado,"  no  doubt,  will  seek  to  local- 
ize the  articles  on  service,  efficiency,  etc.. 
by  examples  drawn  from  experiences  of 
the  writers  in  the  store  itself.  These 
will  serve  to  remove  all  the  writings  from 
any  suggestion  of  mere  theories.  One  of 
these  special  "locals"  appears  in  this 
first  number.  It  runs,  in  part,  as  fol- 
lows : 

Do  You  Know? 
Or  have  you  been  advised  by  the 
manager  of  your  department  to 
notify  any  of  our  country  customers 
that  all  parcels  are  sent  to  the 
C.P.R..  C.N.R.,     or     G.T.P.     station 
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I     By  Way  of  Introduction     * 


THE  MANAGEMENT  of  the  .tore  arc  issuing  thll 
little  paper  with  the.  object  of  increasing  the  store's 
service  ana  the  general  efficiency  of  out  staff  of  salespeo- 
ple, to  the  highest  possible  level — to  point  out  the  weak 
links,  anrl  suggest  ways  and  means  of  moulding  the 
same  together  into  one  solid  and  unbreakable  chain. 

This  paper  will  be  issued  once  a  month,  and  one  will 
be  given  to  each  employee.  Take  it  home  and  read  ir 
carefulsy,  and  profitably   by   the  suggestions  offered. 

Articles  dealing  with  the  news  of  the  Store,  and  con- 
tributed by  the  different  department  managers  will  ap- 
pear in  each  issue,  and  articles  pertaining  to  the  store 
service  etc.,  by  any  salesperson  will  be  gladly  welcomed 
by  the   Editor.  , 

In  conclusion  we  wish  all  our  staff  a  Very  Happy 
I     New   Year. 

P**********   ****************** 


Salesmanship  and  Busi- 
ness Efficiency 


Successful   Service 

By  A.   F.   Little. 

I  RE  YOU  content  to  work   week 
l-and  week  out  for  a  life  time  on  the 


your  part  is  thought  concentration. 
Have  you  any  idea  of  the  cost  of 
running  a  business*  Have  you  evei 
wondered  if  your  sales  were  sunVicn 
to   warrant   your  salary? 

The  fourth  essential  of  success  is 
apply  that  knowledge  which  you  DOS' 
sees.      Granted  that   you   know  your 


By  J.   J.   Crottle. 

/N  MY  opinion  the  most  essential 
principles  a  person  must  possess  ia 
order  to  make  a  successful  salesman 
or  saleslady  are  as  follows: 


INTRODUCTION. 

We  will  first  consider  the  introduc- 
tion and  what  may  be  called  the  ap- 
proach. The  two  individuals  meet, 
the  salesman  greets  his  customer  and 
bids  him  the  time  of  day  and  some- 
times shakes  hands  if  he  or  she  is  a 
personal  friend  has  a  chat  on  the 
weather  and  sometimes  asks  him 
how  all  the  family  is  at  home  and 
then  after  that  you  can  put  in  your 
big  digs  and  ask  him  or  her  which- 
ever it  may  he  if  there  ia  sore  lines 
|ui  merchandise  that  we  could  show 
-them.  In  my  experience  behind  the 
Icounter  your  goods  are  sold  by  the 
greeting  you  give  the  customer. 


LOYALTY. 

Loyalty    consists    in    giving    faithful 
allegiance  to  your  employer.     It  con- 


Portion  of  front  page  of  the  first  issue. 


parcel  rooms  free  of  charge.     If  not. 

take  this  as  your  information. 

Personal  items  about  the  staff — store 
happenings — should  figure  in  the  store 
paper.  This  will  add  to  the  interest  in 
it,  and  cement  the  store  feeling.  It  will 
make  it  the  "local  paper''  of  this  par- 
ticular business  community. 

Official  announcements  from  the  firm 
would  naturally  be  found  there,  as  well 
as  personal  statements  from  the  manager 
of  the  store  whenever  the  opportunity 
seems  to  present  itself.  It  will  all  serve 
to  build  up  the  paper,  and  establish  a 
feeling  of  identity  of  interest  through- 
out the  institution. 

Long  Article;  Proof -Reading. 

While  it  is  always  unfair  to  judge  the 
First  Number,  a  couple  of  points  may  be 
worth  a  remark,  since  the  invitation  to 
criticize  was  extended.  Long  articles, 
it  would  appear,  should  be  avoided  un- 
less there  is  a  special  reason  for  then 
appearance:  there  is  always  the  tendency 
to  skip  them  like  one  does  long  editorials, 
or  as  one  would  do  if  there  were  any 
hint  beforehand  in  the  case  of  long- 
sermons.  And  the  "store  paper"  should 
be  readable  and  read  From  firs!  line  to 
last. 

Proof-reading  maj  seem  an  accidental 
detail:  probably  the  second  number  will 
not  provide  any  excuse  fur  the  action  of 
a  critic.  The  first  number  does.  In  the 
introductory  announcemenl  we  are  told 
to  take  it  home  and  read  "ir"  carefully, 
and    "profitably"     (meaning    "profit") 

by  the  suggestions  offered.  Typograph- 
ical errors  are  not  included  in  the  make- 
up of  efficiency,  and  therefore  The  Re- 
view     acting    on     the    invitation    of    the 


editor-in-chief  himself — has  taken  the 
opportunity  to  remark  upon  this  point. 

But  this,  and  all  else  that  has  been 
suggested,  is  trivial  and  easily  remedied. 
The  idea  behind  The  "Retrado"  is  em- 
inently fitting:  the  conception  as  worked 
out  in  No.  1  is  exceedingly  practical  and 
interesting,  and  gives  already  an  assur- 
ance of  a  generous  co-operation  on  the 
part  of  the  staff. 

Congratulations,  ye  editors  of  The 
Retrado! 

© 


DEMANDS    FOR    MACKI- 
NAWS 

There  is  a  biir  demand  for  Mackinaw 
coats  for  next  season  and  liberal  orders 
have  been  placed  with  manufacturers. 
One  of  the  largest  makers  of  these  gar- 
ments told  The  Review  that  they  were 
to  a  great  extent  replacing  sheepskin 
coats.  They  have  certainly  caught  the 
popular  fancy  as  a  sports  coat  and  are 
now  used  for  all  outdoor  purposes,  such 
as  driving,  snow-shoeing,  skiimr,  curling, 
etc.,  and  are  also  being  taken  up  by  men 
engaged  in  heavy  work  wher  Freedom 
of  movement  is  essential.  It  is  worthy 
of  note  that  three  of  the  International 
league  baseball  teams  which  visited 
Montreal  during  the  last  summer  wore 
Mackinaw  coats  of  distinctive  colors  in- 
stead  of  the  time  honored  sweaters. 

While  there  is  still  a  good  demand  for 
the  staple  blacks,  greys  and  navy  blues. 
the  newest  and  most  popular  lines  for 
next  seasuti  seem  to  he  the  hold  checks 
on  colored  grounds.  The]  are  made  in 
the  plain  style  with  belt  or  Norfolks, 
and    both   styles   are  selling   well. 
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TRY  A  DOUBLE  INVENTORY 

THE  investigation  that  is  being  conducted  by  The 
Review  along  the  line  of  methods  for  gaining  control 
of  the  rapid  growth  in  selling  costs  indicate  a  gen- 
eral agreement  among  leading  dry  goods  merchants  that 
a  better  knowledge  of  actual  costs  and  profits  is  becoming 
more  and  more  essential  to  future  security  and  reasonable 
success.  A  haphazard  system,  or  an  utter  lack  of  system 
that  trusted  to  an  almost  blind  instinct  for  keeping  above 
water,  was  all  very  well  in  its  way  when  profits  were  on  a 
much  higher  level  than  they  have  been  for  the  last  two 
or  three  years.  Where  the  turnover  has  been  piling  up 
beyond  the  proportionate  increase  of  the  local  population 
the  race  against  rising  costs  fared  on,  with  the  victory 
resting  upon  the  merchant.  Where  the  population  rested 
as  it  was,  or  the  resources  for  pulling  outside  trade  were 
temporarily  at  least  exhausted,  the  pinch  of  the  close 
approaching  elements,  cost  and  selling  price,  began  to  be 
felt  and  many  an  anxious  hour  struck  for  the  puzzled 
proprietor.  But  whatever  the  advice  that  is  to  be  proffered 
by  men  who  are  solving  this  problem,  the  very  condition 
necessary  for  applying  the  remedy  will  be  lacking  without 
definite  information  on  the  part  of  everyone  that  would 
lead  him  to  set  his  finger  upon  the  weakness  in  his  own 
operations.  A  merchant  in  a  Canadian  city  of  under 
20,000  population  told  The  Review  this  year  that  in  order 
to  learn  exactly  what  was  the  profit  in  each  department 
and  the  percentage  relation  between  the  buying  and  selling 
price,  he  was  taking  a  double  inventory,  recording  on  his 
sheets  both  the  cost  and  the  selling  price.  Adding  up  the 
goods  in  each  department  this  enabled  him  to  see  at  a 
glance  the  percentage  of  profit  in  each,  and  he  was  thus 
in  a  position  to  strengthen  the  weak  spots  in  his  mercan- 
tile armor.  This  double  system  is  employed  in  many  insti- 
tutions even  where  the  information  is  available  through 
other  sources  of  bookkeeping,  but  in  stores  where  the 
latter  is  absent,  it  would  appear  to  be  a  vital  necessity. 
Learn  where  you  are  at  and  thus  equipped  you  can  intelli- 
gently seek  for  and  apply  the  remedy. 


READY-TO-WEAR  WINNERS 

CASTING  an  eye  forward  to  Spring-time  possibilities, 
there  is  no  other  department  in  dry  goods  establish- 
ments that  has  so  bright  a  promise  as  the  Ready-to- 
Wear.  Its  growth  has  been  phenomenal,  and  it  is  a  safe, 
though  rough  guess  that  no  other  existing  line  has  in- 
fluenced the  enlargement  of  floor  space,  through  exten- 
sions or  the  erection  of  entirely  new  buildings,  as  the 
Ready-to- Wears.  Occupying  often  a  complete  floor  in  com- 
paratively small  buildings,  they  are  the  favorite  child,  the 
reason  for  the  swelling  pride  of  fond  proprietors. 

This  advance  is  equally  the  product  of  greater  skill 


in  manufacture  and  in  the  retail  store  display,  and  he  is  a 
wise  merchant  who  is  bending  his  keenest  faculties  to  de- 
veloping these  ready-made  goods.  Not  only  can  he  de- 
pend this  Spring  on  the  natural  growth  in  sentiment  to- 
wards this  line,  but  in  suits,  for  example,  the  new  styles 
are  so  altered  that  Dame  Fashion  with  that  periodic  whim 
of  hers,  would  refuse  to  recognize  those  who  are  so  ignor- 
ant or  thoughtless  as  to  wear  "Last  Spring's."  Those 
upheavals  in  Paris  are  felt  with  somewhat  modified  force 
in  Canada,  but  cannot  be  ignored  with  impunity,  and  the 
revolutions  in  styles  will  force  general  purchasing  on  the 
part  of  the  public.  This  tendency  will  be  accelerated  by 
the  fact  that  styles  in  dresses  as  well  as  suits,  are  par- 
ticularly adaptable  this  year  and  the  models  produced  are 
smart,  becoming  and  a  trifle  picturesque.  The  new  models 
are  not  freaks,  a  danger  point  wherever  it  manifests  it- 
self. The  Ready-to-Wear  department  for  the  Spring  and 
Summer  of  1914  more  than  ever  before  will  be  "quite 
worth  while. ' ' 


GOOD  ADVERTISING 

A  NOVEL  offer  along  advertising  lines  was  made  by 
John  Wanamaker  in  an  address  in  which  he  offi- 
cially opened  a  pure  food  exposition  of  the  Reading 
Terminal  Market  Business  Men's  Association  of  Phila- 
delphia. He  had  pointed  out  that  a  business  association 
could  make  use  of  newspaper  advertising  to  increase  the 
trade  of  its  indivdual  members  to  a  surprising  extent.  To 
prove  the  truth  of  this  assertion  he  said  he  was  prepared 
to  offer  the  association  the  use  of  a  full  column  in  the 
Wanamaker  daily  page  advertisements  for  the  period  of 
one  week.  He  added  that  he  would  supply  them  with 
trained  advertising  writers  so  that  they  could  get  the  full 
benefit  of  the  proper  use  of  the  space. 

In  enlarging  upon  the  benefits  of  retail  advertising 
Mr.  Wanamaker,  who  holds  his  reputation  as  one  of  the 
shrewdest  of  the  world's  advertisers,  declared  that  while 
the  first  necessity  to  success  in  retail  trade  was  good  mer- 
chandise, good  advertising  was  quite  as  necessary  to  a 
business  that  was  to  keep  up  a  healthy  growth.  If  you 
have  in  your  shop  exactly  what  500,000  people  in  this 
city  want,  but  only  500  of  them  know  that  you  have 
the  care  and  energy  you  have  experienced  in  maintaining 
a  stock  of  high  quality  do  little  good  either  to  your  cus- 
tomers or  to  your  own  business.  The  satisfaction  of  know- 
ing that  your  name  stands  for  good  merchandise  is  a  good 
thing,  certainly,  but  it  is  not  apt  to  be  greatly  profitable 
unless  the  public  at  large  knows  it  also.  And  the  profit 
of  judicious  well-placed  advertising  does  not  exist  merely 
for  the  large  merchant. 

"A  large  newspaper  advertisement  undoubtedly  at- 
tracts attention,  and  if  it  is  attractively  put,  it  holds  at- 
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tent nm.  lint  there  are  hundreds  "i  small  dealers  through- 
out the  cily  who  would  lind  upon  experiment  that  news- 
paper advertising  is  the  most  powerful  of  all  means  for 
increasing  their  trade.  These  smaller  merchants  have  been 
joining  forces  latch  in  associations  such  as  the  Reading 
Terminal  Market  Business  Men's  Association.  That  is  a 
movement  which  I  regard  as  of  the  greatest  importance. 
I  hope  to  sec  it  go  on  until  all  the  smaller  business  asso- 
ciations m  the  city  arc  merged  into  one  great  body." 


-®- 


DON'T  SAY  TOO  MUCH 


SALES  RECORDS  FOR  THE  CLERKS 

EXPRESSIONS  have  reached  The  Review,  already, 
commending  the  system  in  the  Crompton  store  of 
Brantford,  as  explained  in  the  Special  Spring  Num- 
ber, whereby  clerks  arc  furnished  in  advance  with  a  re- 
cord of  the  sales  made  by  them  one  year  before,  and  an 
intimation  that  they  are  expected  to  equal  or  surpass  these 
during  the  coming  week.  Associated  with  such  a  system 
is  naturally  one  by  which  a  clerk  is  kept  in  Conned  of  the 
relation  in  sales  of  his  work  by  the  month  and  by  the 
year,  with  a  comparative  statement  for  the  corresponding 
month  or  twelvemonth  preceding.  From  the  point  of  view 
of  employer  and  clerk  alike  the  method  is  an  admirable 
one  in  furnishing  a  definite  incentive  to  strain  towards  a 
goal  that  is  the  natural  indication  of  progress,  increased 
sales.  Competition  is  a  life-giver  in  business,  and  self- 
competition  in  the  case  of  all  whom  ambition  mines,  is  a 
potent  stimulant.  But  from  the  standpoint  of  justice  to 
the  clerk  financially,  knowledge  of  his  sales  record  is  no 
less  advisable.  In  a  large  store  where  individuals  are  more 
or  less  merged  in  numbers,  this  is  often  the  controlling 
factor  in  granting  increases  where  personal  observation 
and  a  close  study  of  each  is  out  of  the  question.  Where, 
however,  the  manager  of  a  department  receives  no  such 
returns  or  treats  them,  coming  in  monthly  or  weekly,  as 
of  no  moment,  this  equitable  mode  of  judging  claims  to 
higher  salaries  is  nullified  and  a  superficial  impression  or 
personal  favor  may  become  the  arbiter.  Nor  does  the  clerk 
in  urging  his  own  merits,  hold  evidence  of  bis  growing 
skill  and  value  to  the  store  that  of  right  belongs  to  him. 
When  he  asks  for  an  increase  and  proof  is  demanded,  what 
chance  has  he  to   vindicate   himself? 


RISING  COSTS 

APPRECIATION  of  the  movement  started  in  the  last 
issue  of  The  Review  in  reference  to  the  higher  costs 
of  doing  business  has  been  received  to  an  unusual 
degree.  In  most  cases  it  has  had  its  origin  in  those  whose 
bookkeeping  system  did  not  extend  to  an  analysis  of  per- 
centage costs  of  rent,  salaries,  delivery  and  the  rest,  nor 
the  means  for  a  fruitful  comparison  covering  a  period 
of  years.  In  other  cases  it  has  been  welcomed  as  ampli- 
fying personal  investigations  carried  on  in  the  natural 
order  of  a  well-organized  system,  or  forced  by  results 
whose  causes  must  be  sought,  and  eliminated  or  at  least 
controlled.  As  was  indicated  in  the  article  itself.  The 
Review  is  seeking  to  secure  information  along  these  lines, 
and  Suggestions  thai  may  solve  this  intricate  maze.  Co- 
operation along  this  line  cannot  help  conferring  a  mutual 
benefit  even  upon  the  most  advanced  along  tins  difficult 
mad.  by  throwing  new  ami  probably  illuminating  informa- 
tion   upon    their  own   conditions.      All    information    thai    i- 

entrusted  to  The  Review  will,  it  is  hardly  necessary  to  an- 
nounce, be  considered  entirely  as  confidential  in  so  tar  as 
the  names  of  firms  and  even  the  location  ate  concerned. 


ABOUT   the   last    person    in    the    world    to    whom    the 
motto  •'Speech   is  SilVCT,  Silence  is  (.olden,'"  would 

at  first  Bight  appear  to  be  applicable,  is  the  u 
man,  but  it  is  the  exception  which  proves  the  rule,  and  the 
exception  in  this  case  recently  came  to  light  in  connection 
with  an  advertisement  in  one  of  the  MacLean  publica- 
tions, carrying  with  it  a  lesson  which  should  be  carefully 
noted  bj  all  salesmen. 

The  ad-writer  had  performed  his  part  of  the  work 
well.  A  good  forcible  Belling  talk  bad  stimulated  in  the 
prospective  buyer  the  desire  tor  possession  and  had  con- 
vinced him  that  the  article  advertised,  an  expensive  en- 
cyclopaedia, was  exactly  what  lie  required.  He  ther. 
noted  tlie  address  of  the  agent,  to  whom  he  forthwith  paid 
a  visit   with  the  object  of  placing  his  order. 

Now  here  was  a  sale  practically  completed,  a  mere 
order-taker  could  have  done  the  rest;  but  the  agent  or 
salesman,  who  was  something  more  than  one  of  the  mere 
order-taking  kind,  without  stopping  to  find  out  how  far 
the  sale  had  progressed,  rashly  assumed  that  he  had  to 
deal  with  practically  a  •'raw"  prospect  and  at  once  start- 
ed off  with  a  long  and  carefully  prepared  selling  talk. 
pointing  out  the  advantages  of  the  work  in  question,  its 
low  price,  its  superiority  to  other  similar  works,  how  com- 
plete, and  how  up-to-date  it  was.  etc.,  etc.  all  of  which 
would  have  been  quite  in  place  for  a  new  enquirer,  but 
which  was  quite  unnecessary  in  the  case  of  a  would-be 
purchaser  who  had  already  carefully  read  the  advertise- 
ment. It  was  in  vain  that  the  customer  endeavored  sev- 
eral times  to  interrupt  and  explain  that  he  had  already 
been  so  much  impressed  by  these  arguments  that  they  had 
induced  him  to  decide  upon  purchasing  the  work  which  he 
had  now  come  to  do;  the  salesman  would  not  let  him  get 
a  word  in  edgeways,  but  insisted  on  going  through  with 
his  talk  to  the  bitter  end:  with  the  result  that  the  cus- 
tomer, whose  time  was  of  value  to  him,  left  the  store  in 
disgust,  deciding  to  send  an  order  by  mail. 

It  may  not  be  often  that  such  an  extreme  case  as  this 
occurs,  but  there  are  doubtless  many  occasions  on  which 
a  sale  is  missed,  at  any  rate  for  the  time  being,  because 
the  salesman  does  not  watch  to  see  the  effect  of  his  talk 
and  therefore  says  too  much,  not  being  content  to  •Met 
well-done  alone.*' 

It  is  not  always  an  easy  matter  to  spot  the  psycholog- 
ical moment,  it  varies  with  different  individuals.  One  man 
may  be  of  the  slow  and  cautious  type,  and  may  wish  to 
hear  all  the  salesman  has  to  say  on  the  matter  before  he 
makes  up  his  mind,  and  it  may  be  that  only  after  everj 
argument  has  been  advanced  that  he  is  satisfied  and  can 
be  brought  up  to  the  order-placing  point.  On  the  other 
hand,  a  man  who  has  read  up  all  the  seller  has  to  say  in 
favor  of  his  wares  and  who  has  made  up  his  mind  to  buy 
subject  to  a  satisfactory  reply  t"  one  or  two  queries  he 
may  have  to  ask,  will  not  wish  to  waste  time  in  hearing 
again  what  he  has  already  read,  but  is  prepared  to  close 
the  deal  as  soon  as  his  questions  are  answered. 

Too  much  talk  is  as  bad  as  too  little.  Let  the  salesman 
see  that  nothing  is  left  unsaid  that  is  likely  to  promote 
the  sale  for  which  be  is  working,  but  let  him  not  go  to  the 
other  extreme  and  bombard  his  prospect  with  arguments 
with  which  the  latter  is  already  familiar.  He  should 
watch  carefully  to  see  whether  his  arguments  are  being 

appreciated,  and  even  if  be  cannot  always  spot  the  exael 
moment  at  which  the  (leal  could  be  closed,  he  can  at  least 
remember  that  the  client  in  order  to  give  an  order  must 
have  an  opportunity  of  ^I'tiiii^   in  a   word  somewhere 
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« 

We    want    to    show    you 

the    new    fall    lines   of 

men's  sweaters  and  under- 

wear. 

In  point  of   value    and   of 

up-to-dateness,  those  mer- 

chants who    have    seen 

the    range   say    it    is    one 

of  the  best  in   Canada. 

We'd    like    to    have    you 

look  it  over. 

A   card    will    bring  the 

traveller. 

The  W.  R.  Brock  Company,  (i 

limited) 

Montreal 

Mutual  Effort  to  Increase  Employes'  Efficiency 

Establishment  Where  Clerks'  Association  May  Have  Rules 
Repealed — Part  a  Girl  May  Play  in  Her  Own  Improvement — An 
Enlightened  Policy  Among  Employers. 

Written   for  The  Review  by  a   Business  Woman 


THERE  are  many  sides  to  a  success- 
ful business,  but  in  these  modern 
days  when  the  large  store  is  gen- 
eral and  when  the  merchant  who  owns  it 
is  known  personally  to  only  a  few  of  his 
customers,  and  even  his  department 
heads  are  known  only  to  a  minor  number 
of  the  people  who  buy  goods  in  the 
store,  the  connecting  links — the  people 
who  come  into  close  and  intimate  con- 
tact with  the  customers— are  becoming 
of  more  importance.  Every  merchant 
wishes  to  make  his  sales  larger,  and  lays 
plans  to  make  his  customers  more  fre- 
quent callers.  But,  after  all,  when  he 
has  made  every  possible  provision  for 
this  expansion,  it  rests  very  largely  with 
the  selling  force  to  put  in  the  final  point, 
and  bring  the  merchant's  plans  to  a  pro- 
fitable ending. 

Condition  of  Employes 
Counts 

This  is  why  so  many  really  progres- 
sive merchants  are  giving  so  much  at- 
tention to  the  conditions  under  which 
their  employes  work,  and  to  the  possi- 
bilities for  increasing  efficiency,  by 
means  of  special  training,  and  more  com- 
fort in  general  surroundings. 

The  merchant  is  seeking  to  perfect  his 
selling  force.  He  has  done  much  for  his 
customers'  comfort  in  his  stores.  He 
has  reduced  merchandising  to  a  science. 
Stores  that  do  good  business  in  these 
days  usually  are  handsome  and  well 
equipped.  Now  he  is  studying  the  peo- 
ple that  work  for  him,  and  he  is  striving 
to  interest  them  in  their  work,  to  de- 
velop them,  and  make  them  more  useful 
and  more  efficient. 

Helpful  Rules  Necessary 
One  of  the  first  methods  the  merchant 
bakes  in  the  regulation  of  the  selling 
force  is  by  means  of  a  set  of  rules.  Rules 
are  a  necessity  where  there  is  a  definite 
object  to  be  attained,  and  where  concen- 
trated effort  is  required  to  bring  about 
any  amount  of  efficient  organization. 
Rules  really  should  be  helps,  and  not  the 
hardships  thai  they  are  so  often  held  to 
be,  and  the  management  should  see  to 
it  that  they  are  so  regarded. 

The  first  tiling  an  employe  should 
Learn  aboul  store  rules,  should  be,  that 
they  are  intended  to  help  him  ami  that 
they  are  framed  for  the  good  of  all.  A 
rule  that  is  resented  by  those  to  whom 
it    applies    is    injurious    to    any    business, 

and  Bervea  onlj  to  weaken  discipline. 


Where  Employes  Votes 
Decide 

There  is  a  large  and  most  successful 
store — Filenes,  of  Boston — that  so  clearly 
recognizes  the  truth  of  the  foregoing 
that  a  vote  of  the  employes  may  change 
any  rule  made  by  the  management.  The 
employes  of  this  store  are  to  all  intents 
and  purposes  self-governing.  They  do 
not  originate  rules,  but  they  vote  on 
them  and  those  voted  down  are  dis- 
carded. 

Over    16    and    up  to     Educa- 
tional Standard 

This  store  pays  high  wages,  and  finds 
that  it  is  profitable  to  do  so,  because  by 
this  means,  it  attracts  a  more  efficient 
and  intelligent  class  of  help.  The  en- 
tire policy  of  the  Filene  management  is 
centred  in  the  development  to  the  high- 
est point  of  efficiency  of  each  individual 
clerk.  No  girl  under  sixteen  is  employ- 
ed, and  no  one  taken  on  who  does  not 
come  up  to  a  certain  educational  stan- 
dard. 

Beginners  are  paid  good  wages,  and 
experienced  employes  receive  both  wages 
and  commission. 

Filenes  do  not  want  irresponsible,  au- 
tomatic employes,  who  do  not  desire  to 
be  efficient,  and  who  only  work  for  the 
pay  envelope  at  the  end  of  the  week.  It 
is  in  order  to  develop  responsibility  and 
initiative  that  the  Filene  employes  are 
put  on   a  self-governing  basis. 

An  Association  of  Clerks 
The  medium  through  which  the  clerks 
express  their  opinions  is  through  an  as- 
sociation of  which  every  employe  is  a 
member,  and  all  matters,  controversy, 
all  grievances,  and  all  disputes  are  set- 
tled by  the  executive  of  this  body. 

Board  of  Arbitration 

All  disagreements  as  to  wages,  posi- 
tion, promotions,  and  all  personal  issues 
between  saleswomen,  salesmen  and  oth- 
ers in  authority,  are  referred  to  a  board 
of  arbitration.  There  can  be  no  tyranny 
of  buyer,  or  undue  exercise  of  authority 
by  the  head  of  any  department,  and  so 
long  as  the  work  is  efficiently  performed 
each  employee  is  safe  in  his  or  her  situa- 
tion. 

Quality  of  Staff  Raised 

I    have   referred    to    these    innovations 
in  store  management  at  some  length,  be- 
cause there  are  so  many   points  brought 
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out  that  make  for  efficiency  in  the  em- 
ploye. In  the  first  place,  this  store  takes 
every  care  to  secure  employes  that  are 
a  little  above  the  average  in  intelligence, 
and  who  will  more  easily  be  trained  in- 
to the  policy  and  become  interested  in 
the  store  and  its  systems.  The  very 
fact  that  the  store  carefully  selects  its 
employes,  raises  the  personnel  of  the 
class  that  apply  for  positions,  for  nat- 
urally, all  other  things  being  equal,  a 
girl  or  boy  just  starting  out  in  life  likes 
to  place  himself  or  herself  in  the  best 
surroundings    possible. 

The  fact  that  employes  have  it  in  their 
power  to  vote  against  the  enforcement 
of  any  rule  they  consider  offensive  or 
unjust,  and  that  the  right  of  appeal  in- 
sures all  fair  treatment,  must  give  all 
an  interest  in  maintaining  the  highest 
efficiency  possible. 

Hard  to  Retain   Interest 

One  of  the  hardest  things  the  store 
organization  finds  to  do,  is  the  maintain- 
ing of  interest  among  the  girls  employ- 
ed. This  is  not  because  young  girls  are 
not  capable,  but  because  many  do  not 
look  upon  their  positions  in  the  store 
as  permanent  ones,  and  therefore  take 
little  interest  in  what  they  are  doing. 
If  girls  could  only  be  brought  to  see  that 
this  attitude  is  against  all  their  best  in- 
terests progress  might  be  made. 

It  is  not  so  long  since  the  girl  clerk 
invaded  the  dry  goods  field,  but  in  that 
short  time  she  has  made  considerable 
progress,  and  girls  are  found  in  increas- 
ing numbers  in  every  store.  Not  so  many 
of  them  that  might  have  done  have  made 
good,  but  in  most  cases  the  fault  has 
been  their  own.  They  have  refused  to 
concentrate. 

Know  the  Goods  as  a 
Stepping  Stone 

The  very  first  thing  that  should  be  ex- 
plained to  a  girl  when  she  goes  behind 
the  counter  is  the  necessity  for  concen- 
trating all  her  intelligence  on  the  busi- 
ness  in  hand.  She  should  be  advised  fco 
get  acquainted  with  the  goods,  to  take 
more  interest  in  them  than  the  gossip 
that  is  flying  around  the  store.  What- 
ever she  is  the  young  clerk  should  re- 
solve that  she  never  will  be  only  a  price 
tag  on  the  goods  in  the  department. 
There  is  lots  to  learn  about  goods  be- 
side the  price.  Goods  have  a  history 
and  the  more  you  know  about  them,  the 
(Continued  on  page  14.) 
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Butterick 
Goes  Ahead 
Faster  Than  Ever 


Make  Yours 
A  Butterick 
Store 


The  women  of  the  world 
know  that  Butterick 
means  Style  Supremacy. 

The  leading  merchants 
know  that  women  know  it. 
This  is  why  they  handle 

BUTTERICK 
PATTERNS 

Write  us  for  information 
on  "How  to  Increase 
Sales  of  Dress  Goods." 


Butterick  Butterick  Building  New  York 

72-74  Duchess  Street,  Toronto,  Ont.,  Canada 
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TRANSPARENCY  is  the  cry,  and  a 
careful  analj si>  of  i he  lace  situa- 
tion leads  to  i  be  expression  of  the 
beliei'  thai  the  season  of  Spring  and 
Summer,  now  before  us.  will  sec  light 
laces  still  in  the  leading  place.  Advices 
from  Nottingham  and  from  the  French 
manufacturing  centres  confirm  this  view. 

as  machinery  is  more  Fully  employed 
than  ii  was  a  short  time  hack.  Reports 
from  Nottingham  are  particularly  en- 
eouraging,  partly  due,  it  is  true,  to  the 
increasing  demand  for  plain  and  fancy 
nets.  Nets  are  wanted  and  buyers  are 
more  than  willing'  to  accept  sellers' 
terms.  Prices,  it  is  claimed,  are  fully 
50  per  cent,  over  those  of  last  year,  and 
all  accumulations  are  being  rapidly 
cleared. 

Everything  in  light  laces  is  selling 
with  shadows  in  first  position  in  both  the 
popular  and  the  high-priced  trade. 
Shadows  are  shown  with  designs  in 
Chantilly  effect  and  with  the  ground 
varied  by  the  use  of  several  distinct 
nets.  The  finish  of  the  new  shadows  is 
also  distinctive,  as  it  is  remarkable  for 
its  soft  clinging  effect  and  for  the  man- 
ner in  which  it  falls  into  line  and  fold 
without  adding-  to  or  marring  the  figure 
silhouette.  Materials  are  to  be  thin  and 
clinging,  and  the  laces  must  match. 
Lyons  laces  that  are  more  delicate  in 
design  than  many  shadows,  and  which 
are  outlined  by  a  thread  of  silk,  are  con- 
sidered good  candidates  lor  favor.  Mai.v 
shadows  of  the  better  grade  have  silk 
mixed  with  the  cotton  of  the  thread,  this 
forming  a  richer  effect,  and  giving  the 
lace  a  better  finish.  Shadows  also  are 
embroidered  with  silk  threads,  emphasiz- 
ing in  a  pleasing  way  portions  of  the 
pattern. 

All    other    kinds    of    light       laces       are 

favored.  alencon  is  very  cleverly  imitat- 
ed in  machine  made  lace,  and  can  be  sold 

at  prices  well  within  the  reach  of  the 
moderate  purse,  and  is  shown  to  give 
variety  to  the  stock  of  shadow  laces.   All 

Oriental   and    net-top   laces  are   indicated. 

and  some  particularly  good  numbers 
mi  \  cry  fine  net,  Bui  after  all  it  is  the 
sluidou    laces   in    various   qualities   thai 

are    the    In  —  t    Bellers       There    is    BOme    en 

quirj    for  allovers,  and  shadow   allovers 


Laces  Selling  Better,  With  Shad 
ows  in  First   Place 

Greatly  Improved  Demand  for  All  Light  Lacea 
— Vciiisc  Edgings  and  Narrow  Bands  Popular 
— Camisole  Laces  Look  Promising. 


This  collar  and  cuff  set  trimmed  with  Eur  is  a  special  line  carried  by  .Sterliiii: 

Lace  &  Novelty  Co.    Ju  the  Spring  number  of  The  Review  this 

was  incorrectly  credited  to  another  firm. 


now  come  in  double  width,  like  nets.  The 
big  business  is  being  done  on  flouncings, 
in  10  in.,  12  in.,  14  in.,  18  in.  and  27  in. 
wide.  These  flouncings  are  used  for  tunics 
and  for  edging  tunics  of  net,  and  also 
for  the  tiers  of  flounces  that  are  taking 
the  place  of  over-drapery,  and  are  being 
placed  directly  on  the  skirt  of  many 
gowns. 

Many  dresses  are  being  prepared  that 
are  all  of  lace,  and  many  others  are 
shown  of  net  mixed  with  shadow  lace. 

Laces  are  selling  in  white  and  black, 
and  there  is  some  demand,  which  may 
grow  stronger,  for  ecru  and  rust-colored 
laces.  Many  forms  of  colored  laces  will 
sell,  but  it  is  only  once  in  a  ureal  while 
that  there  is  a  very  strong  demand  for 
this  (dass  of  merchandise. 

Venise  edgings  and  bands  are  selling 
freely  for  the  counter  trade,  and  houses 
carrying  good  assortments  are  doing 
good  business, 

A  new  line  that  promises  to  be  a 
winner  and  provides  big  outlet  for  laoes 

conies    in    the    form    of    corset    cover    or 

camisole  laces.     These   laces  are   really 

flouncings  in  suitable  widths,  with  a 
beading  woven  in  on  both  edges  through 
which  a  ribbon  may  be  run.  These  rib- 
bons shape  the  cover,  and  lace  or  ribbon 

straps  over  the  shoulder  are  all  that  is 
necessary   to  finish   the  cover.     Because 

..f    the    very    transparent    nature    of    the 

material-    u-ed    for    the    waist-    ,.f    gowns 
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and  for  blouses  there  would  seem  to  be 
quite  a  good  future  for  camisolo  . 
Buyers  who  remember  how  corset  cover 
embroideries  used  to  sell  will  be  easily 
induced  to  put  in  a  stock  of  these  laces. 


-®- 


GOOD  OUTLOOK  FOR 
VEILINGS 

Small  Hats  and  More  Formal 
Fashion  of  Pressino  the  Hair 
Makes  Veil  a  Necessity — Fine 
Meshes  and  Floral  Patterns 
.Main  Features — Paris  Reviv- 
ing Chiffon  Motor  Veil. 

Till-',  veiling  outlook  is  generally  con- 
ceded io     be  highly     satisfactory. 

Not  onlj  do  the  hat  styles  favor 
veilings,  tor  veils  have  always  been  con- 
sidered as  the  nccessan  finishing  I 
in  the  small  bat,  but  the  more  Formal 
fashion  in  which  the  hair  is  beginning 
lo  be  dressed  makes  the  \ed  a 

Moreover  the  delicate  meshes,  and 
filmy  finished  nets  that  are  now  put  out 
for  the  new  season  make  the  veil  -<■  ex- 
ceptionally becoming  that  this  factor 
alone  should  insure  a  successful  season. 
Fine    meshes    and    small    simple    d<  - 

mostly    of  a  floral     character    are  best 
(Continued  on  page  16.) 
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O  The  Milliners 


When  in  Toronto  do  not  fail 
to  see  our  beautiful  range  of 

Novelty  Veilings         Malines 

Millinery  Laces  and  Ribbons 


IT 


Ld—d. 
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O  Department  Buyers 


We  carry  a  splendid  range  of 

Shadow  Flouncings  Swansdown 

Plain  and  Fancy  Nets         Marabout 
Allovers       Collars       Chiffons 
and  Camisoles 
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New  Embroideries  Worked  on  Sheer  Grounds 


Heavy    Raised     Work    the 
Main   Feature — Allovers  in 
Wide;  Widths  Good  Sellers- 
Oriental  Patterns. 

MATERIALS  that  will  drape  and 
cling — that  is  the  keynote  to  the 
coming  Spring  season,  and  to  this 
demand  the  manufacturers  of  em- 
broideries  have  had  to  conform.  This  is 
why  crepe  and  voile  neige  have  been  ad- 
vanced to  t  lie  front  as  the  basic  ma- 
terials,  and  why  the  verj  sheerest  of 
batistes  and  soft-finished  organdies  arc 
being  used.  Embroidered  llounce  and 
band  effects,  speaking  generally,  run 
along  the  lines  of  heavy  raised  blind 
patterns  on  a  ground  of  extreme  sheer 
ness.  Lace  insets  are  used,  and  so  are 
long  stitch,  chenille  and  ratine  patterns. 
Straight  edges  are  best  with  the  design 
limning  up  in  tapering  panels  or 
medallion  styles.  Many  patterns  show 
distinctly  the  influence  of  Chinese  and 
Japanese  patterns,  while  others  show 
Rococo  garlands  and  scrolls. 

Colored  embroideries  are  also  shown. 
made  up  of  flouncings  and  bands  worked 
in  various  shades  of  pink,  blue,  mauve, 
green  or  yellow.  The  patterns  are  mostly 
in  the  pompadour  order,  but  some  are  in 
border  form  in  the  shape  of  line  checks. 
The  new  crepes  also  come  in  delicate 
floral  designs.  Wide  bands  of  craquele 
or  filet  or  Brussels  net,  with  the  em- 
broidery  patterns  on  the  net,  and  run- 
ning up  on  to  the  crepe  or  batiste 
forms  another  attractive  novelty.  The 
very  sheerest  ecru  batiste  worked  in  fine 
Madeira  patterns  are  taking  in  the  high- 
class  trade.  Other  interesting  patterns 
show  the  design  worked  near  the  centre 
of  the  pattern,  and  with  the  lower  half 
in  coarse  canvas  and  splashes  of  the 
canvas  used  as  the  centre  of  the  leaves 
and  Bowers  thai  form  the  pattern. 

Staple  embroideries  have  sold  well  to 
the  retail  trade,  but  even  here  the  favor 
for  sheer  goods  is  most  marked.  This  is 
because  the  sheerest  and  softest  ma- 
terials procurable  are  now  used  by 
whitewear  manufacturers,  and  trim- 
mings must  match.  Brassiere  manufac- 
turers are  using  quantities  of  all-over 
embroideries,  the  greater  part  of  it  being 
of  the  eyelet  description  worked  on  fine 
yel   linn  batiste. 

All  o\  er    embroideries    in    \\  idc    « idth 

i  ials   form  oi £  the   best   selling 

lines.     The   patterns   are   on    the   Bmall 

Bprig    order,    and     are      worked       in     solid 

color,    or    in    two    or    more    of    the    new 
dower    colo]  - .    and    I 
fairly    (dose    together.      All-overs,    with 
colon  ii  sprigs,  are  made  up  with  novelty 
materials  in  white.     Lingeries  are  made 

of    sheer    batiste    all  overs,    plain    bali-lc. 


Lingerie  gown  of  crepe  embroideries  in  two 

widths  of  flouncings  and  wide  banding. 

The  vest  and  the  undersleeve  is  of  net. 


embroidery  bands  and  narrow  flounc- 
ings,  combined  with  shadow  laces. 
downs  of  this  class  are  showing  now  for 
wear  at  Palm  Beach  and  other  Southern 
resorts. 


Mutual   Effort  to  Increase 
Employes'  Efficiency 

(Continued   from  page  10.1 

more  interested  you  will  be.  an]  it  will 
come  easy  for  you  to  give  information 
about  the  goods  you  are  selling  to  cus- 
tomers. Besides,  knowing  all  about  the 
goods  will  form  a  stepping  stone  to  posi- 
tions higher  up. 

Another   thing  you   must    study    is    the 
Customers    you    wait    upon.      You    should 
size  up  customers,   liml  out   their  wants, 
14 


Allovers,  Flouncings  and 
Lace  Combined  to  Make 
Lingerie  Dresses,  Especially 
for  the  South. 

and  decide  from  what  standpoint  to  ap- 
proach them. 

If  a  customer  asks  for  something  that 
is  not  in  stock,  don't  answer  with  a  bald 
statement  that  you  have  not  got  it.  and 
turn  away.  Say  pleasantly  that  you  are 
just  out  of  the  article,  but  should  have 
it  in  a  day  or  so.  If  the  customer  hesi- 
tates tell  her  that  you  sell  Buch  an  ar- 
licle  in  its  place  and  ask  if  she  would 
like  to  see  it.  Many  times  you  will 
make  a  sale  in  this  manner  that  will  tell 
in  your  favor  when  salary  increases  ar° 
made.  You  will  also  make  friends  for 
the  store,  and  the  store  management  is 
always  on  the  lookout  for  girls  who 
attract  customers. 

If  a  girl  can  do  her  work  quickly, 
apparently  without  haste,  she  will  double 
her  value  and  customers  do  not  like  to 
be  hurried,  nor  do  they  like  to  think 
that  they  hurry  others.  It  is  pretty 
hard  to  watch  all  these  points,  and  so 
easy  to  get  into  the  way  of  just  doing 
enough    to   hold   your   position. 

More  Enlightened   Policy 

When  once  the  right  attitude  has  been 
gained  the  work  becomes  interesting,  and 
you  will  enjoy  your  work  for  its  own 
sake.  The  work  itself  brings  its  own 
joy,  and  when  joy  in  your  work  is  sub- 
stituted for  joy  outside  of  it.  hardships 
vanish. 

Fortunately  for  the  girl  who  takes  up 
the  dry  goods  business  now,  a  more  en- 
lightened policy  as  to  the  hours  of  work, 
and  about  needed  rest,  is  coming  to  the 
front.  Public  opinion  has  led  merch- 
ants to  provide  many  comforts  and  con- 
veniences tor  the  girls  behind  the  count- 
er in  their  stores.  These  comforts  have 
increased  the  efficiency  of  the  employes 
and  have  made  other  moves  in  the  same 
direction  easier.  Of  course  there  are 
always  men  who  trail  behind,  and  who 
think  every  minute  wasted  that  is  not 
spent  on  the  job.  Such  men  do  not  think 
that  a  tired  girl  cannot  soil  goods — and 
therefore  is  no  use  behind  the  counter. 
More  progressive  men  realize,  or  are  be- 
ginning to  realize,  that  they  benefit  most 
of  any  one.  by  shortening  hours,  or  so 
arranging  matters,  that  their  clerks  can 
rest  during  the  hours  when  busim  - 
slack.  Many  feet  are  not  started  alone 
this  road  yet.  but  when  it  is  more  ecner- 
ally  followed,  there  will  be  a  srroat  gain 
in  efficiency  made  by  the  women  and 
girls  behind  the  counter.  And  one  of  the 
biggesl  drawbacks  to  women's  presence 
"behind  the  counter"  will  also  he  re- 
moved. 
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WE  WANT  TO  GIVE  YOU  EVEN  BETTER 
SERVICE  THAN  IN  THE  PAST 

With  larger  warehouse  space  we  can  carry  a  larger  and  more  varied  stock 
of  RIBBONS  than  ever  before. 

We  fill  your  letter  orders  the  same  day  they  are  received,  and  we  absolutely 
guarantee  you  satisfaction. 

We  have  the  stock — We  give  the  service. 

WALTER  H.  BARRY  &  CO. 


Winnipeg  Branch  : 

222  McDermott  Avenue 


6  St.  Helen  St. 

MONTREAL 

THE  SPECIALTY  RIBBON  HOUSE" 
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Novelties    in     Advance    Neck 

wear  Lines 

Fichu  and  Medici  Effects  Still  in  High  Favors- 


Light  Venise  collars  shown  by  Sterling 
I, ace  &   Novelty  Co. 


Building   Dry   Goods  Stores 
Against   Earthquakes 
(Continued    from   page  3.) 

Inns  of  dry  goods  and  hardware.  Trad- 
ing with  the  Chinese  is  done  in  as  small 
a  quantity  as  a  Earthing  or  hair  a  cent. 
Tins  is  slightly  different  from  trading  in 
Canada,  especially  in  the  West,  but  one 
must  remember  they  enter  an  entirely 
different  atmosphere  when  they  cross  the 

t  went  ietb  degree  of  lat  itude. 


Good  Outlook  for  Veilings 
(Continual   from  page  12.) 

[iked.  The  hexagon  meshes  so  much 
liked  this  Fall  are  well  represented  in 
the  new  lines,  hut  single  ami  double  hair- 
lines, craqueles  and  filets  will  also  be  in 
,.\  idence,  A  Springlike  touch  is  the  oul 
lining  of  the  pattern  in  either  gold  or 
silver  thread.  Butterflies  are  included 
but  the  new  designs  are  of  small  size. 
Another  interesting  item  is  the  beauts 
spol  veil.  Designs  are  numerous  but 
most  Favor  is  given  to  the  veil  which 
shows  jusl  one  large  spot.     These  spots 

are  hacked   h\    meshes  thai    are  c\lrcmcl\ 

filmj    and    indefinite,   and    there    are    five 

es  tn  i  he  yard  whereA  <  r  t  he  \  eiling 

is    cut    there    is    always    a    figure    on    the 

Face,     Small   chenille   do!  s  arc   used    to 
ornament   the  new    floral  patterns 

I'm    harem  idea  si  ill  sun  i\  es  and  t  he 

veil     with    the    uppei     part     of    light     mesh 

ami   the  h>wer  in   heavier  pattern  come 
among  t  he  noi  ell  ies  shov  n   For  t  he  new 
Fho  e  \  eils  leai  e  t  he  ej  es  prac- 
tical   unobstructed, 


Guimpes  and  Pleatings  a  Big  Item - 
Novelties  in  Flat   Collars — Not    Much 

for  High  Stocks. 


THE  year  thai    has  jusl    (dosed    has 
been  an  exceptionally  good  one  in 
the  field  of  ladies'  neckwear  and 
us  there  is  no  particular  change    from 

present  styles  in  view,  there  is  little 
reason  to  doubt  that  the  year  now  open- 
ing will  show  a  substantial  advance, 
Neckwear  is  just  as  fashionable  and  as 
mportant  an  item  in  dress,  and  financial 
conditions  generally  are  showing  a  de- 
cided  itnprm  ement. 

Advance  Spring  lines  are  now  out  on 
the  road,  and  fashion  news  has  been 
L-athered  at  first  hand  both  from  New 
York  and  Paris.  This  has  been  passed 
on  to  the  designers  and  the  strength  of 
the  manufacturing  staff  is  concentrated 
on  the  development  of  the  uovelties  that 
are  to  find  acceptance  in  the  coming 
Spring.  For  immediate  selling  neckwear 
trimmed  with  fur  takes  first  rank.  Lace 
and  fur,  particularly  the  light  shadow, 
Maline  and  Oriental  laces  now  used. 
coinbim  charmingly  with  Fur,  and  the 
neckwear  produced  is  highly  saleable. 
Fur  is  not  used  with  lace  exclusively  but 
variously  shaped  Hat  collars  are  made  of 
brocaded  silk  in  white  and  in  clear 
strong  shades  which  are  edged  with  fur. 
Fichu  effects,  perhaps  more  drapery  than 
'ichu,  have  an  edge  of  fur  and  Medici 
Erill  and  collai  at  the  ueck.  Double  frill 
fichus  are  headed  with  a  band  of  fur 
above   which    is  a      Medici   collar  of  fine 


-  Many 
<  lhance 
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Shadow    laces    specially     designed     For    corsel    covera   01 

Camisoles,     These   lacea  promise  to  be  >  big  feature 

in  tlii    com  i n lt  Spring.    Shown  bj    Lace 

Goods  Co.,   Limited. 
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Shadow  hoc  flouncing,  featuring 
the  combination  of  different  kinda  of 
net  grounds,  shown  by  Lace  Goods 
Co.,  Ltd. 


net.  Fur  hands  with 
pleated  trills  of  ribbon 
or  tulle  on  either  side  and 
finished  with  a  ribbon  bow 
are  shown  for  outdoor 
wear.  The  furs  most 
used  are  fox,  red  and 
black,  fitch,  nude  and 
coney.  Moleskin  ap; 
on  a  fichu  of  white  net. 
The  tichu  is  shirred,  and 
i  band  of  t lie  fur  over 
the  shoulders  and  down 
the  fronts  to  the  waisl 
line,  and  above  is  a 
Medici  collar  of  the 
V  ruffle  of  hue  is  at- 
tached to  the  fur  around 
the  neck  and  falls  in  a 
cape-like  floimw  around 
the  shoulders,  and  the 
Medici  finishes  in  a  frill 
o\'  net  that  narrows  as  the 
w  aisl  i-  reached. 


Rumors      come       from 

Paris        that      the        high 


DRESS    ACCESSORIES  Dry  Goods  Review 


Millinery  Buyers  and 

Lace  Department  Buyers 

will  find  our  line  complete  in 

Veilings,  Malines,  Chiffons, 

Nettings,  Shadow  Laces, 
Flouncings  and  Allovers, 

Laces,  Neckwear,  Novelties 

Call  when  in  the  city,  or  see  our  travellers. 

NOVELTY  IMPORT  CO. 

"  The  Lace  and  Veiling  Mouse  of  Canada" 

76  BAY  STREET,  TORONTO 


Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  each  issue  of 
Bookseller  and  Stationer. 
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DRESS    ACCESSORIES 


-lock  is  shoving  there,  hut  there  is  little 
promise  that  stocks  have  any  chance  of 
net.     Fur  bands  with   pleated   frills  of 

ribbon  or  tulle  Ot)  either  side  and  finished 
with  a  ribbon  how  are  shown  for  outdoor 
wear.  The  furs  most  used  are  fox,  red 
and  black,  fitch,  mole  and  coney.  Mole- 
skin appears  on  a  fichu  of  white  net. 
The  fichu  is  shirred  and  has  a  hand  of 
the  fur  over  the  shoulders  and  down  the 
fronts  to  the  waist  line  and  above  is  a 
Medici  collar  of  the  net.  A  ruffle  of  lace 
is  attached  to  the  fur  around  the  neck 
and  falls  in  a  capelike  llounce  around 
i  In  shoulders,  and  the  Medici  finishes  in 
a  frill  of  net  that  narrows  as  the  waist 
is  reached. 

Rumors  come  from  Paris  that  the  high 
Mock  is  showing  there  hut  there  is  little 
promise  that  stocks  have  any  chance  of 
adoption  on  this  or  on  the  American 
market  during  the  Summer  season. 
Every  tendency  points  to  the  wearing  of 
the  low-necked  waist,  and  neckwear 
styles  must  follow  those  adopted  for  the 
gown.  Not  only  is  this  style  the  most 
comfortable  for  the  time  of  the  year  that 
is  coming  but  the  soft  folds  of  net  or 
lace  around  the  neck  is  a  fashion  that 
is  exceptionally  becoming, 

When  fur  novelties  are  done  with  in- 
dications are  for  neckpieces  on  more 
simple  lines  and  with  fewer  trimmings 
than  are  now  used.  Good  use  will  be 
made  of  surplice  effects  trimmed  with 
pleat ings  of  the  same.  Vesf  effects  com- 
bined with  Medici  collars  and  fichus  of 
lace  will  be  shown  and  many  of  the  new 
cotton  velour  novelties  will  come  into 
use. 

Low  collars  in  a  wide  assortment  of 
shapes  are  promised.  These  will  be 
square  hacked,  round  epaulette  and  in  a 
variety  of  shapes.  A  new  idea  that 
promises  to  have  some  influence  is  the 
hood  or  capuchon.  Draped  collars  in 
cowboy  style  like  a  handkerchief  knotted 
in  front  are  also  included  in  the  ideas 
put    forth  to  be  worked  from. 

(iilimpis  promise  to  he  as  important  as 

ever,  and  will  certainly  retain  the  place 

they    have   held    during   the    past    season. 
\ew   Styles     in  guimpes    are    being  de- 
signed   and    novelties   may    he   expected    as 
eason    opens.      As    in    the    past    year 


.1   WALKING 

ILLUSTRATION! 

Crepes  are   decorated   with 
<  mbroidi  r<  d  figun  s  in   ( 'hin 
is,     patterns    with     pagodas, 

I,-, <  s,  junks,   h'luh  rs  on   <  h 
film nis,  linns  mill  arrows,  etc. 
Printed  crepes  ar<   also  shown 

in     I  In  si      (  hi  in  si      ih  si,  /us     in 

black  or   >l<  cid<  d  color  on   a 
whitt  ground. 


A  Big  Ribbon  Season 

Japs  and  Chinese  Furnish  Manufacturers 
With  Designs  and  Colors— For  Girdles  as 
Well  as  Hats. 

THIS  is  to  be  a  big  ribbon  season.  When  ribbons  are  good  the  millinery 
trade  always  leads  the  way  and  ribbons  always  form  an  important 
item  in  millinery  trimmings.  Ribbons  are  used  in  many  ways  on  tin- 
new  millinery  besides  the  regulation  bows  and  loops.  Ribbons  are 
pleated  along  the  edge,  giving  a  high  Pocohontas  effect.  Failles,  moires, 
chene  and  brocaded  ribbons  are  found.  Roman  and  the  newer  Moorish  or 
Balkan  stripes  are  the  high  novelty,  and  there  promises  to  he  some  field  for 
tartan  and  fancy  plaids,  There  is  a  very  decided  tendency  towards  the 
Orient,  both  in  color  and  design,  but  it  is  the  far  east— the  patterns  and 
the  colors  of  the  Jap  and  the  Chinese — that  is  furnishing  manufacturers 
with  their  ideas  both  in  design  and  color.  The  new  colors  are  clear  and 
include  wonderful  yellow  shades,  jade  greens,  Chinese  blues  and  glowing 
reds,  and  these  colors  are  blended  into  perfect  harmony.  Chinese  flowers 
in  flat  patterns,  and  Japanese  cherry  blossom  and  chrysanthemum  motifs 
are  prominent.  Futurist  patterns  in  high  colore  and  Persian  rng  d<  - 
are  other  ideas  noted. 

Roman  stripes  in  Ottoman,  moire  and  cord  grounds  are  new.  and  there 
are  handsome  velour  effects  and  gold  and  silver  ribbons  with  i_ronreou> 
single  blooms  and  bouquets. 

Many  of  the  Spring  ribbons  are  very  wide  and  these  are  obviously 
designed  for  girdles  as  well  as  hat  trimmings.  Some  ribbons  come  as  wide 
as  15  inches,  hut  8  inch  and  10  inch  are  more  practical  and  because  of  price 
considerations  are  better  sellers. 


the  trimming  features  introducd  in  neck- 
wear will  be  repeated  in  the  new 
guimpes. 

Pleatings  are  offering  in  wide  variety 
and  their  sale  will  be  very  large.  Net- 
are  chiefly  used  hut  both  shadow  and  net 
laces  are  made  up  into  pleatings,  and  th" 
widths  are  very  varied. 

Not  only  nets  hut  a  number  of  soft 
drapable  materials  will  he  used  for  mak- 
ing neckwear  such  as  cotton  and  silk 
crepe,  chiffon,  the  new  soft  finished  or- 
gandies, as  well  as  very  sheer  batiste-, 
and  lighl  weighl  laces. 


Conditions  Over  the   Line 


BOUQUETS  OF  BLUE 

In  most  stores  the  selling  of  corsage 
bouquets  is  now  carried  on  in  a  special 
department.  This  is  the  season  of  the 
\ear  when  the  selling  of  either  button- 
bole  bouquets  or  large  single  Bowers 
- Id   he  pushed. 

Pull  hh.w  n  roses,  clematis,  orchids. 
poppies  and  other  large  (lowers  are  in 
immense  vogue  a-  a  finish  to  the  evening 
toilel te  and  the  -mailer  bouquets  are 
verj  attractive  when  the  snow  is  flying 
pinned  onto  the  fur  or  the  heavy  winter 
coat. 

The  new  fancy  of  the  moment  in  this 
olaSS  of  flowers  is  for  blue.  All  shades 
and  tone-  are  represented  and  rose-. 
poppies,   etc.,   come   made  of   blue   velvet 

or  taffeta. 

IS 


New  York,  Jan.  21. — The  uew  condi- 
tions due  to  tree  wool  coming  in  under 
the  Underwood  tariff  have  caused  some 
trouble  to  selling  agents  in  pricing  their 
goods.  Slighl  reductions  were  made  in 
a  lew  cases  where  revision  seemed  to  be 
required,  but  in  most  eases  old  prices 
were  retained  and  better  value  given  at 

1  hose    price-. 

Onion    suits   are   selling    well   all   ■ 
the  country.     The  demand     -  at   as 

to  lessen  the  sale  for  two-piece  suits,  bul 
•  arly   all   the   mills  are   engaged   on 
both  types,  few  complaints  are  heard. 

While  the  -eason  on  the  whole  has  been 
satisfactory,  buyers  have  exhibited  some 
signs  ot  conservative  tendencies.  This 
was  seen  in  a   falling  off  early  in  Dei 

her  and  is  applying  now     to    duplicate 
orders   for  Spring.     However,   it    :- 

peeted   good    business   w  ill   be   in   e\  id< 
when   buyers   \i-it    the  markets   early    in 
lie    New    Year     and    also      in   connection 

with  the  meeting  ot  the  Jobbers'  A- 
ation  of  Knit  Goods  Buyers  in  the  middle 

'.muary. 
Manufacturers   and   jobbers   report    a 
successful  season  in  buying  for  the 

1914  in  worsted  hosier*  Even  the 
slighl  advance  in  woolen  goods,  ii 
making  of  which  cotton  plays  an  im- 
portant part,  had  no  apparent  influence 
ill  cuttins  down  orders.  Ribbed  ami 
(Continued  on  page  -1 
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FANCY  GOODS 


High  Backed  1830  Combs  in  Spring  Novelties 

Buyers  Interested  in  Fabric  Bags  —  Collarless  Neck  Favors 
Necklace  Selling — Amber  Beads  Promise  to  be  Good — Celluloid 
Novelties  Likely  to  do  Well — Stamped  Goods  Lead  in  Art-Needle- 
work— Stocks  Well  Cleaned  Out,  and  Good  Spring  Season  Likely. 


CHRISTMAS  selling  is  always  heavy 
in  the  fancy  goods  section  and  the 
early  part  of  January  is  a  be- 
tween-seasons  period.  The  retail  stores 
are  holding  clearing  sales  and  preparing 
for  the  inventory  period  at  the  end  of 
the  month,  and  manufacturers  and  im- 
porters are  busy  with  the  preparation 
of  their  Spring  lines. 

Fabrics  have  the  preference  in  the 
hand  bag  line.  The  reason  for  this  is 
apparent  as  the  fancy  material  bag  is 
more  in  keeping  with  the  exceedingly 
ornate  and  elaborate  gowns  and  cos- 
tumes now  worn.  Leather  bags  are  by 
no  means  excluded  but  their  use  is  more 
for  travelling  and  for  times  when  use 
takes  precedence  of  fashion.  Pannier, 
pouch,  and  balloon  shapes  are  those 
brought  out  for  Spring  and  plain  and 
fancy  moire  is  the  favored  material  in 
high  class  bags.  Moire  embroidered  in 
small  pompadour  patterns  in  soft  pinks, 
hlues  and  greens  is  a  leading  idea,  and 
newer  still  is  the  combination  of  Chinese 
embroideries  with  moire.  The  new 
moires  with  the  watering  forming  the 
pattern  are  also  used  and  leather  is 
cleverly   combined   with   moire. 

Many  of  the  frames  are  oval  and  near- 
ly all  frames  are  curved,  and  when  the 
bag  is  of  material  the  frame  as  a  rule 
is  covered  with  it  leaving  just  the  clasps 
and  fasteners  exposed.  A  very  new  idea 
is  to  have  the  clasp  carved  in  the  shape 
of  some  animal.  If  there  is  leather  used 
in  the  make-up  of  the  bag  the  handle  is 
of  leather,  but  the  general  idea  is  to  use 
narrow  moire  ribbons  attached  with 
clasps  for  the  handle.  Sometimes  a 
stitched  band  of  silk  does  duty. 

Linings  and  fittings  are  just  as  much 
considered  as  the  outside.  White  kid  or 
champagne  kid  is  always  good,  but  pale 
tints  in  cord  silks  are  used  to  line  the 
more  expensive  bags  and  the  pockets  for 
holding  mirror,  change  purse  and  other 
fittings  are  shirred  and  held  by  an  elastic 
run  through  the  stirrings.  Every  bag 
no  matter  what  the  price  has  vanity  fit- 
tings. An  improvement  noticed  in  the 
new  bags  is  that  the  handles  are  attach- 


SPRING  LINES. 

Plain  and  fancy  'moire  favor- 
ed for  bags,  with  clasp  carved  in 
shape  of  animal. 

All  have  vanity  fittings. 

Novelties  in  necklaces  for 
low-necked  gowns. 

Quaint  designs  for  St.  Valen- 
tine's day. 

High  backed  1830  combs. 

Blue  flowers  for  bouquets. 


ed  to  both  sides  of  the  frame.  Another 
new  idea  is  the  presence  of  outside 
pockets  fastening  with  clasps.  Tassels 
and  passementerie  ornaments  finish  a 
large  number  of  the  new  bags. 

Novelties  in  beaded  bags  are  promised. 
From  what  is  seen   so  far  solid  beaded 


comes  in  both  plain  and  clouded  forms 
and  in  large  round  and  flat-backed  beads. 
Particular  prominence  is  given  to  opera 
lengths.  Amethyst  beads,  Indian  beads, 
and  beads  made  from  roses  and  other 
sweet-smelling  flowers  are  among  the 
novelties. 

February  14th  is  St.  Valentine's  Day, 
and  many  quaint  and  original  designs 
both  in  valentines  and  cards  are  show- 
ing. There  is  the  usual  amount  of 
"hearts  and  darts"  designs  with  appro- 
priate verses.  Cards  in  heart  shapes  are 
also  good,  and  there  are  some  pleasing 
Dutch  designs. 

New  forms  of  hair-dressing  being  more 
set  and  elaborate  call  for  more  em- 
bellishment in  the  way  of  combs  and 
pins.  Foremost  among  the  novelties  are 
the  high-backed  1830  combs.  These 
combs  are  showing  both  carved  and  set 
with  rhinestones  and  mock  jewels.  Back 
combs  are  showing  in  increasing  variety. 


effects  all  in  black  or  the  one  color  are 
going  to  be  featured. 

Now  that  assurance  is  given  that  the 
low-necked  gown  will  continue  at  least 
for  another  season,  manufacturers  are 
turning  their  attention  to  the  production 
of  novelties  in  necklaces,  pendants, 
lavallieres,  etc.  Bead  necklaces  will  con- 
tinue to  sell  in  the  coming  Spring  and 
Summer.  Pearl  necklaces  are  a  fixture 
and  are  shown  in  an  enormous  range  of 
prices,  and  the  sales  are  extremely  large. 
With  Oriental  fashions  strong  amber  is 
expected  to  come  to  the  front.  Amber 
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They  are  of  imitation  shell  and  demi- 
amber  and  are  set  with  rhinestones  in 
many  beautiful  and  fanciful  effects.  The 
new  barrettes  are  broader  and  rhine- 
stones set  in  are  more  desirable  than  the 
mounted  ideas. 

Pins  come  in  numberless  forms ;  some 
are  horseshoe  shape,  others  square-head- 
ed and  many  are  carved  and  set  with 
rhinestones.  Whatever  shape  is  shown, 
rhinestone  decorations  are  used  and  the 
more  expensive  pins  are  thickly 
studded. 

The   turning  of  the   year   is   giving  a 
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new  lease  oi'  life  to  the  cap  trade  and  is 
extending  their  rogue.  Beautiful  lingerie 
are  not  complete  now  without  either 
the  matching  cap  or  one  of  crepe  de 
chine.  A  decidedly  new  feature  here  is 
the  trimming  of  these  caps  with  fur  or 
marabout.  The  fur  is  applied  in  the 
form  of  a  band  tacked  into  place  so  that 
it  can  be  removed  and  ending  under  a 
cluster  of  made  Mowers  in  many  soft 
shades. 

For  wear  with  the  indoor  gown  the 
new  cap-  an-  made  of  spangled  chiffon, 
gold  and  silver  nets,  or  metal  laces  lined 
with  chiffon  in  the  new  pinks,  tango, 
yellow,  powder  blue,  purple,  or  Russian 
green.  These  caps  used  to  be  chosen  to 
match  the  gown  but  now  they  are  used 
to  give  a  color  note  in   contrast. 

Retailers  are  beginning  to  find  that 
there  is  a  good  sale  for  many  articles 
that  they  have  hitherto  only  stocked  for 
the  holiday  trade.  This  applies  particu- 
larly to  many  classes  of  celluloid  articles 
and  imitation  ivory  novelties.  Never 
before  has  the  assortment  been  so  large 
and  come  in  such  wide  variety.  Toilet 
articles  such  as  brushes,  combs,  mirrors, 
shoe-horns,  hat-pin  holders,  jewel-boxes. 
powder-boxes,  pin-trays,  manicure 
pieces,  hat-brushes  and  other  articles 
for  the  dressing-table  can  be  had  in  tint- 
ed ivory  to  match  any  color  used  in  deco- 
rating, and  in  clear  or  clouded  amber, 
demi-amber  or  shell.  Perfume  bottle 
containers  are  a  new  addition  to  this 
line,  and  another  novelty  that  should 
take  for  Easter  comes  in  the  form  of  an 
egg  fitted  inside  with  embroidery  scis- 
sors, thimble,  bodkin  and  an  assortment 
of  needles. 

Clocks  in  rases  are  very  dainty  and 
some  of  them  have  the  ivory  pressed  in 
imitation  of  carved  goods.  This  idea 
gives  scope  for  some  very  artistic  effects 
in  decoration.  Statuettes  and  other 
novelties  such  as  thermometers,  paper 
weights,  desk  ornaments,  etc.,  help  to 
make  up  an  attractive  line  which  shown 
all  the  year  round  should  find  a  ready 
sale. 

Desk  sets  are  shown  in  shell  and  ivory, 
but    are   more    favored    in    a   composition 
that  takes  the  finish  and  grain  of  differ 
ent     woods    matching    the    desk     itself. 

sets  are  -how  n   m   mahirjanv  .  light . 
dark,    fumed    oak    ami    mission,    and    pail 

inkwell,  stationery  rack,  calendar,  blot- 
ter, -tamp  box  and  pen-rack  complete 
the  set.  These  articles  can  also  he  pur- 
-l  a  ed  separately.  Telephone  lists,  ami 
. i. hire,-  hooks,  card  cases,  ami  desk  mats 
Can   be   had   as   well   in   t  his  new    material. 

Expensive  desk   sets  come  in  burnished 

and     hammered      brass,      copper,    and     in 
l  i  .    H I   ami   i-r\  stal. 

(  )ihl       nape-    ami    de-mn-   Mich    a-   o\  al-. 

apes 

•  •I mli'il    pebbles   are   the    form   in 
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BUTTONS  IN  SHAPE  OF  FRUIT. 

HE  most  striking  button  noi  elty  that  has  ye  /  appeared  comes  in 
black  glass  with  designs  in  Chinese  coloring.  Them  designs  are 
painted  under  the  glass,  and  dainty  floral  effects  are  done  in  the 
Mum  /'in/.  Half-ball  bullous  conn;  half  in  one  color  "ltd  half  in 
another,  or  divided  into  four,  each  of  which  is  colore  d  differently.  The 
new  tango  shades  are  often  seen  in  this  class  of  button. 
The  fruit  buttons  are  new  and  tiny  apples,  pears,  plums  and  che  rries 
an  shoirn  in  realistic  shapes  and  colorings.  Many  crystal  novelties 
an  see  n,  particularly  in  small  trimming  buttons. 


which  button  novelties  are  appearing  for 
Spring.  Ball  buttons  still  continue  to 
sell  and  other  buttons  come  in  half  ball 
and  concave  and  convex  effects.  Trans- 
parent celluloid  in  rich  colors  promises 
to  form  a  considerable  feature,  as  but- 
tons of  this  kind  are  very  rich  in  color 
ami  effect.  Other  novelties  come  in 
pebble  and  semi-precious  stone  effects  in 
mottled  iridescent  and  many  colored 
mixtures.  Often  there  is  a  pearl  centre, 
and  this  centre  is  of  transparent  cellu- 
loid which  very  successfully  imitates  the 
real   pearl  and  at    half  the  cost. 

There  is  one  item  that  sells  in  enor- 
mous quantities  and  yet  very  little  is 
heard  about  it — and  this  is  hair-nets. 
Late  ideas  in  hair-dressing  are  such  as 
to  encourage  a  larger  demand  for  hair 
nets.  Hair-dressing  promises  to  grow 
more  set  and  formal  and  the  hair  is  once 
again  to  be  waved  in  large  marcel  waves. 
If  the  new  ideas  in  hair-dressing  strike 
the  popular  fancy  there  will  certainly  be 
a  much  larger  demand  experienced  as 
they  will  be  needed  to  retain  the  hair  in 
place.  Hair  nets  come  in  transparent 
envelopes,  one  net  in  each. 

I'he  holiday  business  in  the  art-needle- 
work department  was  very  large  and 
now  that  white  sales  are  on  up-to-date 
departments  are  keeping  up  sales  in  a 
satisfactory  manner.  There  is  no  kind 
of  question  about  the  growth  of  this  de- 
partment when  modern  methods  are 
used,  and  stocks  kept  up  to  date.  With 
the  attention  manufacturers  are  giving 
to  the  production  of  new  and  attractive 
designs  that  present  little  or  no  difficulty 
in  working,  and  do  not  take  up  an  undue 
amount  of  time  the  already  great  de- 
mand for  art-needlework  is  kepi 
growing. 

An  important  factor  is  the  way  in 
which   the     women's     magazines     keep 

needlework   novelties  to  the   fore  by  con- 

atantly   Bhowing  new    ideas,  and   giving 

direction  how  to  work  them.  Women  Bee 
the  illustrations  and  wish  to  buy  the 
same.      This  means   that    the  -tore   which 

intends  to  do  a  big  fancy  work  business 

has  lo  keep  in  ch.se  touch  and  have  these 

new    ideas   in    -lock    as   custom   naturally 

■>rav  itate-  to  I  lie  -lore  lia\  inu  the  reputa- 
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tion  of  keeping  up  their  Btock  and  of 
having  the  best  -tuck  of  novelties  as 
they  come  out. 

Stamped  goods  have  been  splendid 
lers  right  through  the  past  Summer  and 
during  the  Fall  season,  and  a  steady 
business  even  in  these  early  days  is  pa-s- 
ing. Articles  that  sell  all  the  year  round 
arc  stamped  huckaback  towels,  having 
the  end-  stamped  tor  scalloping  and  for 
bands  of  cross-stitch  above.  Simple  pat- 
terns sell  best,  for  many  women  who 
cannot  do  elaborate  embroidery  can 
easily  work  cross-stitch.  Patterns  are 
offered  in  great  variety  and  come  in  one. 
two.  or  more  colors.  Dutch  tile  patterns 
are  very  much  liked  and  very  effective. 
Bands  of  crochet  lace  are  often  set  in 
between  the  hem  and  the  ends. 

Pillow  tops  come  in  a  big  variety  of 
patterns  and  here  also  cross-stitch  is 
well  liked.  Filet  lace  comes  in  the  piece 
and  is  embroidered  and  cut  in  squares 
for  mats,  cushions,  runners,  centre- 
pieces. Squares,  mats,  runners,  etc..  are 
edged  with  fringe  or  Cluny  lace. 

Garments  tor  children's  and  for  wo- 
men *s  wear  are  a  splendidly  selling  line. 
For  the  Spring  children's  middys.  all 
ready  made  and  with  the  collar  and  cuffs 
-tamped  ready  for  scalloping  are  shown. 
Some  models  have  the  collar,  the  cuffs. 
bottom  and  pocket  stamped  ready  for 
scalloping.  White  wide  wale  pique  and 
mercerized  cords  are  made  into  child- 
ren's box-coats  with  round  collars  and 
cuffs  are  also  stamped  for  scalloping. 
Gowns,  corset  covers,  combinations, 
drawers,  chemises  come  in  fine  crepe  ma- 
terials, stamped  in  patterns  closely  re- 
sembling French   convent    work. 

® 

Mi.  Barnard  Goes  to  Montreal 

Frank  M.  Barnard,  manager  of  the 
Toronto  office  of  the  Eagle  Knitting 
Co.,   Hamilton,  has  removed  to  Montreal 

to  take  charge  o\'  the  office  there.  John 
P  Moodie  has  come  down  from  Hamil- 
ton  to  run   tl'.e  Toronto  oll'n  i 
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De  Long 
Hook  and  Eye 

See  that 

hump? 

TRADE    MARK 
BEG  US   PAT  OFF 


De  Long 
Press 
Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never.1! 


The  De  Long 
Ho  ok  and  Eye 

Company 

St.Manjs,  Ontario 

Manufacturers 
of  Quality 
in'little  things" 

De  Long  products 

represent 
the  best 
workmanship, 

the  greatest 
satisfaction  in  use, 

and  the  truest 
economu. 
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Increasing  Interest  in  White  Waists 


Manufacturers  Report  Good 
Advance  Sales — Tunic  Si vies  in 
High  Favor — Checks  Selling 
Freely  —  Crepe  Weaves  and 
Small   Jacquard    Fabrics   Good. 

WEHTE  waists  arc  extensively 
shown  at  the  January  sales  but 
>o  far  the  showing  is  not  repre- 
sentative and  is  largely  confined  to  th« 
ebeapei  kinds  that  sell  at  low  prices. 
These  are  selling  well  and  every  indica- 
tion points  to  a  larger  distribution  of 
lingerie  waists  than  for  many  seasons 
past    in  the  coming  Summer. 

The  semi-transparent  waist  in  strong 
contrast  with  the  skirt  has  become  a 
fixed  idea,  and  women  no  longer  look 
with  disfavor  on  the  break  at  the  waist 
line.  Separate  skirts  are  selling  freely 
and  many  of  them  are  accompanied  with 
boleros  without  sleeves,  only  needing  a 
blouse  to  complete  the  costume. 

Manufacturers  of  waists  have  brought 
out  a  full  line  of  novelties  both  in  style 
and  in  materials,  and  at  prices  that  are 
reasonable  when  the  smartness  of  the  'ef- 
fect is  considered.  Crepes  head  the 
list,  but  cotton  voiles  are  also  selling. 
while   batiste   as   a   rule    is    reserved    for 


THE  NEW  WAISTS. 
( 'repes  lead,  with  cotton  voiles 

III    .l/. 

Tt  nil*  nrij       in       rulnrs,       rln  im 

blue,     (/in  n,     orange,     coral, 

Aiiuriciin    In  null/   mill  mauve. 
Loir-hilliil      ilalkan       middy 

strong  for  Sv/m/mer. 

After  Easter  all  blouses  will 
have  sleeves  just  long  enough 
to  cover  elbow  or  a  little  longer. 

I'u i  in  going  in  for  high  stock 
collar,  but  in  Canada,  low  with 
I '  effect  more  popular. 

h'iiuonu  rut  and  long  droop- 
in  </  shoulder. 


the  cheaper  lines.  There  is  quite  a  dis- 
position to  use  color  in  making  up  many 
of  these  waists.  Often  embroidered  or 
printed  crepe  is  used  in  combination 
with  plain  or  patterned  crepe  in  white. 
Other  waists  are  of  printed  crepe  with 
the  collar  cuffs  and  vest  piece  of  white. 
Nets  and  shadow  laces  are  used  with 
crepes  and  voiles,  and  collars  and  cuffs 
are  trimmed  with  Yenise  edgings  and 
narrow  bands  of  the  same  lace.    The  col- 


ors used  are  (')iina  blue,  green,  orange, 
coral.  American  beauty  and  mauve 
shades. 

Waists  of  net  and  lace  are  indicated 
for  dressy  wear  and  many  of  these  are 
lined  with  llesh-colored  net  or  chiffon.  In 
silk  waists  crepe  de  chine  and  Jap  silk- 
will   have  a   leading  place. 

Middy  blouses  have  a  sure  place  for 
Summer  distribution  with  the  low-belted 
Balkan  middy  in  first  place.  Ralkans 
are  appearing  made  of  crepe,  but  duck, 
linen  and  lincne  fabrics  are  most  fav- 
ored. 

Alter  Easter  all  blouses  Bold  will  have 
the  sleeve  just  long  enough  to  cover  the 
elbow  or  just  a  little  longer;  at  pr» 
the  call  is  for  the  waist  with  long 
sleeves.  Though  Paris  is  said  to  be  go- 
ing  in  for  the  high  stock  collar,  waists 
are  generally  finished  with  a  low  col- 
lar and  have  the  much  liked  V  effect  in 
front.  The  only  trace  of  a  high  collar  i> 
that  some  models  have  a  high  ruche  at 
the  back  finishing  at  the  side  of  the  neek 
with  points  that  Hare  away  from  the 
neck.  Many  waists  have  the  Medici  frill 
as  a  neck  finish,  but  more  popular  than 
all  for  the  Summer  waists  is  the  simple 
turn-down  collar.  The  kimona  cuts  and 
the  long  drooping  shoulder  are  other 
features  thai  are  seen  in  Summer  and 
Spring  waists. 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


"One  Hundred  Easy 
Window  Trims" 

"One  Hundred  Easy  Window  Trims"  is  the 
title  of  a  new  book  just  published.  It  is  the 
only  popular-priced  window  trimming  book  on 
the  market,  the  only  book  with  inexpensive  win- 
dow trims,  and  the  only  window  trimming  book 
written  exclusively  for  the  small  store.  The 
book  is  in  two  parts,  both  included  in  the  one 
volume.  The  first  part  is  devoted  to  general 
instructions  on  window  trimming,  with  pointers 
on  such  subjects  as  making  window  cards,  photo- 
graphing windows,  keeping  frost  from  windows, 
and  the  like.  The  second  part  is  given  up  to 
illustrations  and  descriptions  of  one  hundred 
window  trims.  These  include  backgrounds  and 
displays  for  all  classes  of  goods,  each  described 
so  that  any  clerk  can  handle  it.  All  the  mate- 
rials are  from  the  store,  or  can  be  supplied  at 
very  little  if  any  cost.  This  is  just  the  kind  of 
a  book  the  merchant  with  limited  capital,  un- 
able to  employ  experienced  window  trimmers, 
has  been  looking  for.  With  this  hook  he  can 
change  his  window  once  a  week  and  have 
enough  ideas  to  last  him  two  years.  It  is  the  big- 
gest value  and  the  most  practical  book  on  the. 
subject  ever  offered.  ''One  Hundred  Kasv 
Win.low  Trims'"  is  bound  in  cloth,  has  224  pages 
and  104  full-page  illustrations,  and  sells  for 
only  $1.(H1.     Sent   postpaid   upon  receipt   of  price. 

The  MacLean  Publishing  Co.,  Ltd. 

BOOK  DEPARTMENT 
143-149    University  Ave.,  Toronto 
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Fine    Profits    in  High  Class   Cotton  Novelties 

One  of  Best  Paying  Departments  in  the  Big  Stores — Wealthy 
Customers  Are  not  Seeking  Bargains  for  Exclusive  Goods — Buyer 
and  Display  Man  Should  Keep  Posted — Short  But  Profitable 
Season. 


THERE  are  many  excellent  reasons 
why  the  larger  retailers  in  the 
Dominion  should  be  interested  in 
high  class  cotton  novelties  for  Spring 
selling.  One  of  the  chief  is  that  this 
class  of  trade  has  been  tried  out  and  de- 
veloped and  found  profitable  by  the 
big  city  stores,  who  have  thus  paved 
the  way  for  a  more  general  adaptation 
of  the  idea.  This  business  in  high  class 
cotton  novelties  is  growing  for  it  meets 
the  demands  of  a  growing  class  of  weal- 
thy consumers  with  whom  fine  cottons 
are  at  present  accorded  much  the  same 
favor  as  has  heretofore  been  given  to 
silk  alone. 

One  of  the  Best  Payers. 

The  large  stores  are  finding  that  this 
kind  of  business  is  extremely  profitable, 
and  in  the  past  few  years  the  depart- 
ment handling  this  business  has  paid 
about  the  best  in  the  store.  These 
novelty  cottons  are  shown  early  and  the 
effort  is  always  made  to  have  the  more 
extreme  goods  entirely  different  from 
those  shown  by  any  other  store.  High 
profits  are  marked  on  these  goods  and  as 
may  be  expected  they  are  not  bought  in 
any  great  quantity.  Just  a  sufficient 
number  of  pieces  to  give  a  fair  color  as- 
sortment and  in  some  cases  only  dress 
lengths  are  bought. 

Should  be  Marked  Well  Up. 

These  goods  are  bought  for  the  use  of 
the  wealthy  woman  and  just  because 
they  are  exclusive  she  is  very  willing  to 
pay  the  extreme  prices  asked  for  the 
materials.  Each  retailer  knows  his  own 
trade  and  his  opportunities  for  selling 
such  goods,  but  if  he  puts  in  a  stock  he 
should  mark  prices  high  enough  to  pay 
him  well  for  the  service  he  is  giving. 
If  he  will  visit  any  of  the  buying  cen- 
tres where  there  are  big  department 
stores  when  they  make  a  first  show  of 
such  goods,  he  will  gain  an  idea  of  the 
profits  that  can  be  made  on  such  lines  of 
goods.  Remember  the  class  of  women 
you  are  striving  to  interest  both  can 
and  will  pay  for  handsome,  fashionable 


and  exclusive  fabrics,  and  it  is  in  the 
satisfying  of  the  needs  of  the  woman  of 
means  that  the  future  progress  of  the 
piece  goods  department  is  bound  up. 

It  is  perfectly  obvious  that  the  trade 
is  limited  and  the  season  for  such  goods 
is  a  short  one.  By  the  time  the  general 
department  trade  for  cotton  fabrics  is 
on  very  little  will  remain  to  be  done  in 
exclusive  goods.  But  the  very  act  of 
showing  such  goods  should  have  its  in- 
Huenee  on  the  popular  priced  trade,  and 
should  increase  the  store's  sale  of  bet- 
ter priced  cotton  fabrics. 

How  Goods  Should  be  Displayed. 

Naturally  the  merchant  who  puts  in 
for  the  first  time  a  stock  of  high  grade 
cottons  will  want  to  call  attention  to  the 
fact.  A  window  display — but  not  con- 
tinued too  long — and  decorations  in  the 
department  with  the  goods  shown  on 
tables  and  in  cases,  and  draped  so  as  to 
give  an  idea  of  how  the  goods  will  look 
when  made  up  in  the  latest  advance 
mode  for  Spring  will  be  profitable.  It 
is  the  duty  of  both  buyer  and  store 
decorator  to  keep  posted  in  this  respect, 
as  such  knowledge  is  most  essential  in 
showing  and  selling  goods  nowadays. 

The  majority  of  buyers  in  city  stores 
are  endeavoring  to  work  up  this  end  of 
the  business,  as  there  are  both  possibili- 
ties and  profits  in  this  new  development. 
It  must  be  remembered  that  both  high 
price  and  materials  of  an  exclusive  char- 


S  PR  I  NO  COLORS  IN  WOOL 
FABRICS. 

Crepes  and  soft  velvety  mate- 
rials lead  in  wool  dress  fabric*. 

Oriental  colors  displaced  by 
soft,  clear  ones,  shading  into 
very  dark  tones. 

Blue  much  worn,  with  ecru, 
champagne,  gold,  tan,  terra 
cotta,  and  a  wide  range  of  pink 
shades. 


acter  are  imperative  factors  in  its  suc- 
cess. Only  a  few  years  ago  50c  to  75c  per 
yard  was  about  the  highest  retail  price 
that  could  be  obtained  for  cotton  ma- 
terials. Now  there  are  plenty  of  ma- 
terials that  sell  from  $1  to  $5  per  yard. 


Wool     Fabrics     For 
Spring 

Strong  Oriental  Colors  of  Last 
Spring  Displaced  by  Soft,  Clear 
Shades — Serges  and  the  Newer 
Gabardines  in  Demand. 


V 


EKY  little  is  doing  for  the  moment 
in  wool  dress  fabrics.     Advanced 


gether,  and  have  already  in  some  in- 
stances been  shown  to  the  cutting  up 
trade  and  to  the  big  buyers.  Retail  buy- 
ers generally  are  hard  to  interest  in 
either  Spring  fabrics  for  the  assorting 
season  or  in  the  advance  lines  for  Fall 
and  Winter  (1914-15).  This  holding 
hade  is  not  due  to  any  misgiving  as  to 
the  business  of  the  opening  year,  for  al- 
ready there  are  signs  that  trade  is  im-  ( 
proving,  and  that  prospects  are  growing 
better  and  brighter.  The  reason  that  in- 
fluences buyers  is  that  they  will  be  in 
the  various  markets  shortly,  and  will  de- 
cide then  what  are  the  leading  tenden- 
cies, and  will  either  place  fresh  orders 
when  they  are  down  or  after  their  re- 
turn. 

Crepes  and  soft  velvety  materials, 
such  as  velours,  lead.  Such  materials 
as  duvetyn.  peau  de  peehe,  in  plain  rib- 
bed and  diagonal  effects,  are  the  leading 
materials.  These  fabrics  lend  themselves 
to  the  new  colors,  as  they  take  the  dye 
beautifully.  The  colors  put  out  for 
Spring  are  very  rich,  and  in  place  of  the 
strong  Oriental  colors  favored  last 
Spring    are    soft,    clear   colors,    shading 
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into  very  dark  tones.  The  new  blues  are 
particularly  pleasing,  and  blue  will  be  a 
much  worn  color  in  the  coming  Spring, 
For  genera]  wear  all  the  ecru,  cham- 
pagne,  gold  and  tan  shades  will  be  good, 
and  there  is  a  wide  range  of  pink  shades 
that  will  be  used  for  dressy  gowns  and 
for  millinery  and  trimmings.  Terra 
cotta  shades  will  be  good,  and  so  will 
\arious  shades  of  yellow. 

In  suitings,  serges,  and  the  newer 
gabardines  are  in  the  greatest  demand. 
Popular  priced  trade  is  taking  worsted 
suitings   with   a    crepe   effect.      Some   of 


are  ereped  in  the  weave,  while 
others  come  in  small  jaequard  patterns 
that  give  a  crepe  effect.  Novelty  suit- 
ings come  in  plaids  and  checks.  Honey- 
comb check  in  white  and  color,  similar  to 
the  black  and  white  checks  worn  this 
Fall,  promises  to  sell.  These  cloths  will 
be  made  into  compose  suits,  and  the 
latest  idea  is  to  make  the  coat  of  the 
check  and  the  skirt  of  plain  material. 
The  new  checks  and  plaids  come  in  soft 
colors  and  in  black  and  color.  Many 
novelties  are  shown  in  black  and  white, 
in  checks,  plaids,  and  in  stripes. 


In  New  York  Retail  Stores 


Rodier  Novelties  in  Cotton   Fabrics — New   Pile  Fabrics  on  Sheer 

Grounds — Embroidered  Capes    in  Colored  Chinese  Patterns 

a   High   Novelty 


New  York,  Jan.  21. — Among  the  many 

imported  cotton  materials  now  showing 
in  the  New  York  stores,  the  most 
interest  attaches  to  those  put  on  the 
market  by  Rodier.  This  Parisian 
house  has  achieved  in  a  very  short 
space  of  time  a  reputation  of  the  highest 
order  because  of  the  great  originality 
and  beauty  of  the  new  materials  they 
have  produced. 

Velvets  and  pile  fabrics  are  still,  in 
spite  of  their  long  reign,  the  most 
favored  of  all  materials  in  Paris,  supple 
velvets,  duvetyn  and  wool  velours  being 
at  the  present  time  the  most  worn.  In 
the  production  of  Spring  materials 
Rodier  is  evidently  influenced  by  this 
tendency,  for  the  most  important  of  his 
new    fabrics  are  on  this  order. 

These  new  materials  are  very  beauti- 
ful, both  in  the  effect  produced  by  the 
pile  and  in  the  novelty  of  coloring. 
(iolfine  is  produced  by  placing  narrow 
stripes,  cords  or  welts  of  cotton  velvet, 
or  plush  on  a  ground  of  very  sheer  ma 
terial.  In  the  case  of  chutedo  the  pile 
stripes  are  closer  together,  and  the  num- 
ber of  delicate  shade-  u-nl  produces  a 
remarkably  Lovely  irridescenl  or  glace 
effect.     Chutedo  like  golfine  has  a 

in!    and,    therefore,    tins    material    is 

much  lighter  than  vel\et  or  corduroy, 
ami  also  the  Bhadings  produced  bj  the 
ribbed  piles  and  the  various  tints  of  one 

Color  or  the  combination   of  two   Or  more 

colors  are  vers  much  more  beautiful  than 
those  that  can  be  seen   in  a   pile   fabric  of 

solid    color.      Raline    is    another    pile 

Ity,  and   may  be  described   as  a   voile 
ped    or    checked    with    a    cut 
velvet    cord.  The-o    tiuveltie-    doubtleBS 

will  .  way   for  ,.(  her  idea-   m   col 

Ion    ^  c|\  els. 


It  is  hardly  to  be  expected  that  cloths 
of  this  description,  though  by  no  means 
so  heavy  as  they  look,  will  be  made  up 
into  dresses  or  suits.  They  will  be  used 
for  the  new  cape-like  wraps,  and  for 
dressy  and  spoils  coats.  Costumes  are 
being  prepared  in  Paris  having  the  skirt 
and  vest  of  flowered  silk,  with  waist  of 
net  and  short  bolero  or  jacket  made  of 
these  cotton  fabrics,  either  checked. 
striped  or  printed. 

The  latest  idea  as  applied  to  printed 
fabrics  is  the  use  of  Chinese  patterns. 
These  patterns  are  not  the  flowered 
effects  in  small  flat  floral  designs  hither- 
to used.  The  new  patterns  show 
houses,  pagodas,  trees,  boats,  and  people. 
and  even  hunters  with  bows  and  arrows 
riding  on  an  elephant. 

Chutedo  is  not  only  put  forth  as  a 
new  fabric,  but  it  is  being  used  in  much 
the  same  manner  as  ratine  yarns  to 
decorate  other  materials.  Thus,  chutedo 
shapes  decorate  crepes  and  voiles,  and 
form  border  effect-;.  Golfine  is  also  used 
to  decorate  crepes  and  other  sheer  fab- 
rics, but  the  latest  idea  in  crepe  decora- 
tion   comes    in    embroideries.      This    new 

embroiders  look-  like  handwork,  but  is 
done  on  the  loom.  Crepes  are  decorated 
with  embroidered  figures  in  the  Chinese 
patterns  alluded  to  above,  and  both  the 
stvle  of  decoration  and  the  manner  in 
which  it  is  achieved  i-:  making  these 
crepes  a  high  noveltv.  Pagodas,  people, 
animals,  trees  and  junks  all  appear,  and 
these  new  pattern-  are  so  striking  that 
i!.e\  promise  to  have  excellent  Buccess, 
Printed  crepes  are  also  Bhown  in  these 
Chinese  designs,  and  some  of  the  besl 
Bhov  the  design  in  black  or  decided  color 
on   a    white  ground. 
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Crepee  are  decidedly  the  material  indi- 
cated for  the  great  selling  success  in  the 
coming  Spring,  and  many  new  ideas  in 
this  fabric  are  presented.  Among  the 
best  are  the  glace  crepes.  This  novelty 
is  yarn  dyed  instead  of  piece  dyed,  and 
warp  and  woof  are  of  different  color-. 
Open  work  and  ladder  pattern.-  come  in 
crepes  as  well  as  other  materials,  and 
embroidered  crepes,  crepes  with  a  velvet 
-pot.  and  crepes  with  spots  and  patterns 
so  woven  thai  the  color  has  a  veiled  ap- 
pearance, are  all  new. 

Ratines  are  being  shown  both  in  I 
weight  and  in  the  heavier  cloths.  M 
attention  i-  being  given  to  the  checked 
eponges,  designed  especially  for  making 
the  compose  suit.  This  year  preference 
will  be  given  to  the  checked  coat  worn 
with  a  skirt  of  plain  material.  Eponges 
are  also  shown  in  awning  stripes,  a  name 
that  is  so  suggestive  that  no  description 
is  needed.  These  awning  stripes  were 
launched   at   the    1  .aside  resorts 

last  year,  and  a  few  have  been  imported 
for  making  sports  coats  and  to  see  how 
they  promise  to  take  over  here.  Besides. 
coats.  <lresses  and  parasols  are  contem- 
plated. 

There  is  a  very  complete  collection  of 
black  and  white  novelties  in  brocaded 
linens,  Griped  and  plaid  epomres.  and  a 
variety  of  ratine  stripes  and  plaids,  and 
ratine  and  bourretted  effects  on  crepe 
and  voile  grounds,  and.  judging  from 
the  increasing  favor  accorded  to  black 
and  white,  a  good  season  i-  before  these 
material-. 

Both  printed  and  embroidered  ma- 
terials show  strongly  the  Oriental  note. 
both  in  design  and  coloring.  Many 
bordered  materials  are  shown,  which 
will  be  made  into  bodice  and  tunic  over 
a  narrow  foundation  skirt  of  plain  ma- 
terial, t'n  pes  with  embroidere-1  <nots 
ami  sprig  patterns  are  seen  and  there  are 
some  striking  striped  materials  showing 
to  be  made  iu>  in  combination  with  plain 
fabrics. 


Conditions  Over  the  Line 
(Continued  from  page  IS.) 
fleece-lined  hosiery,  however,  have  not 
been  so  satdsfatcory.  Business  was  in- 
fluenced both  by  the  unseasonable 
weather  and  by  cuts  in  prices,  the  basis 
of  $1.05  for  ladies'  'Jib  lleeee.  ribbed  top 

goods,  being  dropped  to  $1.02%  later. 

Lack  of  supply  in  children's  lines  has 
tended  to  keep  prices  up.  and  even  to 
make  them  advance.  Boys'  S-lb.  ribs 
opened  at  $]  1".  an  increase  of  5  cents 
,.\er  last   year.     Same  in  misses'  ribs. 

Silk  ho-n  rv  i-  -till  expensive  and  hard 
I,,  secure.  Some  lines  were  advanced  to 
-_'.  which  meant  little  retailing  at  'Jo 
(.nt-.  bni   the  easier  feeling  has  caused 

to  drop  to  the  old  scale  of  - 
ladies'   a'  .1    $1  B5   for  mi  i  '- 
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Taffeta  Novelties  for  Spring 

Paris  Houses  Favor  This  Silk  With  High 
Colored  Stripes  the  Leaders — Glaces,  Jacquards, 
Printed  and  Moire  Taffetas  Are  Being  Shown — 
Satin  and  Crepes  Heavy  Sellers. 


FHOM  a  fashion  point  of  view  taffetas 
will  be  the  most  interesting  and 
the  most  talked-of  silk.  When  last 
taffetas  were  offered  they  did  not  make 
much  impression  upon  the  general  trade. 
This  season  they  are  back  again,  and 
come  strongly  endorsed  by  Paris  dress- 
making houses,  and  the  expectations  are 
that  they  will  be  taken  up  this  season  by 
the  exclusive  trade  and  in  a  wider  and 
more  geueral  manner  when  the  Fall  sea- 
son opens.  Glace  and  shot  effects  are 
showing  in  many  new  color  effects,  and 
some  jacquards  are  seen  with  the  figures 
in  colors  on  black  or  dark  colored 
grounds.  Self-colored  jacquards  are  seen 
in  the  less  expensive  silks.  Moire  taf- 
fetas are  showing  with  the  moire  pattern 
or  waterings  forming  small  floral  or 
Chinese  designs. 

A  new  weave  that  is  being  shown  is 
faille  taffeta,  and  in  more  expensive 
silks,  radium  taffetas,  both  plain  and 
printed.  These  taffetas  have  a  high 
lustre,  and  are  very  sheer  and  light. 


Among  the  later  novelties  are  striped 
taffetas  in  such  combinations  as  brown, 
with  turquoise  blue  and  in  other  similar 
combinations.  Moire  striped  taffetas 
are  being  shown  on  the  New  York  mar- 
ket, with  stripes  such  as  those  on  the 
Claude  Freres  color  card.  These  cannot 
be  quite  described  as  Roman,  as  the  col- 
ors are  more  those  of  the  Moors  or  the 
near  East. 

Plaids  and  Roman  stripes  will  be  used 
for  trimmings  and  for  making  into  com- 
pose costumes  and  dresses.  The  newest 
plaids  for  Spring  are  not  tartans,  but 
are  more  on  the  order  of  French  plaids. 
Browns,  tans  and  yellows  are  markedly 
favored  in  these  new  plaids. 

Many  printed  novelties  are  shown  on 
crepe,  satin  taffeta  and  voile  grounds. 
At  present  Jouy  and  flat  Chinese  floral 
patterns  and  floral  effects  are  shown  so 
far,  but  modern  art  and  the  new  Chinese 
patterns  will  most  probably  be  intro- 
duced later. 


So  long  as  present  drapery  styles  last 
and  garments  are  made  to  cling,  satins 
in  supple  soft  makes  will  continue  to  be 
used.  Soft  satins  in  weaves  adapted  to 
suits,  costumes  and  separate  skirts,  and 
in  weaves  suitable  for  foundations  and 
for  dressy  gowns,  have  been  ordered  in 
large  quantities,  and  will  divide  with 
crepes  the  position  of  best  sellers  for 
the  coming  Spring  season.  Duvetyns 
will  be  shown  in  beautiful  colorings  in 
plain  effects  and  in  shadow  stripes. 
Striped  and  printed  duvetyns  will  be 
favored  for  vests  and  for  trimmings, 
and  this  material  will  be  used  for  wraps 
and  dressy  coats. 

Duvetyn  is  originally  a  Rodier  fabric, 
but  now  comes  in  many  grades  and  de- 
signs. The  usual  width  of  this  material 
on  the  loom  is  40  inches,  but  the  dyeing 
and  finishing  causes  it  to  shrink  about 
8  or  9  per  cent,  in  width  and  about  6  per 
cent,  in  length.  The  warp  is  usually 
schappe  yarn,  and  the  filling  is  a  very 
slack  twist  bourette  yarn.  The  weave 
employed  is  a  six-leaf  satin  known  as 
satin  a  la  reine.  Duvetyn  is  also  made 
of  tussah  schappe  warp  and  a  tussah 
bourette  filling.  The  peculiar  downy 
effect  is  produced  in  the  finishing,  and  is 
obtained  by  raising  the  nap  of  the  slack 
twisted  filline'. 


KINGS 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives  : 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and  Toronto 
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MILLINERY 


New  York  Millinery  Not  So  Youthful  as  Before 

Sonic  Change  May  be  Made  Before  Season  is  Far  Advanced — 
M alines  and  Jet  Hats  the  Leading  Feature — Fur,  Flowers  and 
Leghorn  Combined — Simplicity  in  Line  and  Trimming. 


NEW  YOKK.  .);m.  21  (Special).— 
The  first  models  of  the  Spring 
season  are  those  prepared  for  the 

Southern  trade.  The  hats  are  modelled 
on  what  lias  obtained  a  standing  in  late 
Winter  styles  and  upon  the  reports 
cabled  by  buyers  who  are  now  in  Europe. 
Though  there  may  not  be  much  origin- 
ality shown  these  models  always  bring 
out  clever  saleable  adaptations  of  the 
recent  ideas  that  have  been  shown  in 
Paris. 

The  maline  hat  seems  to  come  to  the 
front  each  year  in  New  York  just  at 
i  lie  turn  of  the  year.  This  year  it  is 
combined  with  jet,  a  combination  by  the 
way  which  has  been  selling  in  Fifth 
avenue  stores  for  the  last  month  or 
more.  The  various  types  of  the  bigh 
draped  toques  reported  from  Europe 
habe  been  cleverly  worked  out  in  malines. 
This  material  is  well  suited  to  the  pro- 
duction of  these  hiu'h  pleated  effects  as 
it  allows  the  designer  to  pile  up  the  ex- 
aggerated  draped  effects  either  at  the 
side  or  back,  and  yet  preserve  the  ap- 
pearance "!'  lightness  that  should  go 
with  a  Spring  model.  Also  the  hat  it 
-'II  is  light,  a  very  important  point  as 
there  are  many  customers  who  will  not 
buy   a    heavy   hat. 

While    these    high    draped     effects    arc 

becoming,  those  models  having  the  shorl 

front     line    arc     not     found     to    suit     the 

greater  number  of  women  and  speaking 

generally    the    new    millinery    is    not     so 

youthful  in  appearance  as  the  hats  we 
have  been  wearing  during  the  pasi 
Winter.       Thej     are    a    change,    and    are 

smart,  and  as  such  they  are  welcomed. 

Possibly  before  Hie  season  is  advanc 
ed   far  some  little  change  maj   be  made 

that    will    change    this   condition    as    it    is 

well    known   that    these  advai models 

:nc  l>\    no  means  the  last    word  in  Spring 

il  \  lea, 
The  newest   feature  is  the  free  use  of 

jel     01    al lover  effects,   crowns,   brims   and 

111   Jam  \    mi  Qaments.       Nail   heads  and 

strings  oJ   round  beads  are  used  in   Pac- 

1    11  namenl -  and  there  are  cabo 


chons,  spears,  and  daggers  and  butter- 
fly and  fan-like  ornaments  in  this  o-lit- 
terin^-    material. 

Many  fabric  hats  are  shown  in  moires 
and  taffetas.  Some  are  in  the  form  of 
sailor  hats  with  either  the  crown  or  the 
brim,  in  Scotch  plaid  taffeta  or  in  the 
new  Balkan  stripes.  Many  of  these 
fabric  hats  are  black  or  all  id'  one  of  the 
new  dark  shades,  but  there  are  others 
that    are  all   white  or  in   such  colors  as 


poms  of  dyed  coque  or  ostrich  either  m 
dark  or  bright  shades  are  placed  directly 
in  front  of  many  of  the  new  hats,  and 
on  some  models  right  at  the  centre  of 
the  back  also.  Quills  are  very  much 
used  and  are  generally  of  the  couteau 
variety. 

The  sailor   with   the  Derby   crowi: 
made    its   appearance   and   one   seen    was 
of    black    Milan    straw     with    the    brim 
covered    with      pleated      ribbon      pr 


Ostrich  novelties  are  to  be 
a  big  featun  for  thr  early 
season.  Pressed  shape  of 
black    straw  with    ostrich 

In  ml    hum  i,l    ',  „    shodi 

blue,   -h  f  ornament  i 
ally  designed  for  holding 
high  mount. 


bright  orange,  powder  blue  or  Russian 
green. 

Ribbon  trimmings  are  very  much  used. 

BOme  of  the  frames  being  covered  with 
narrow  ribbons  about  two  inches  wide. 
These     hats     are     trimmed      with     small 

butterflies     made    of     feathers     placed 

around    the    crown.      Clusters    or    pom- 
86 


down  Bat,  placed  over  the  narrow  brim. 
and  a  mount  in  front  of  peacock 
feather-. 

Another  advance  model  is  of  hemp 
with  the  brim  turned  up  high  all  the 
wax  round.  The  crown  is  a  soft  one  of 
'.back      satin      and      two      narrow      long 

atinued  on  page  28  ) 
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Exquisite  1914  Millinery 

THE  SPRING  SHOWING 
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will  show  at 


Toronto 

on  and  after 

Monday,  September  16th 

the  season's  styles  of  Pattern 
Hats  and  Millinery  Novelties. 


The  D.  McCall  Co.,  Ltd. 

TORONTO 


27 


Paris   is   exploiting     American     modes     to 

some  extent.     The  Indian  head-dress 

carried  out  in  Malines  and  jet. 

Al'l'  the  new  models  are  small  and 
it  looks  as  though  the  early  hat 
at  least  would  be  a  small  one  and 
small  hats  arc  so  much  in  favor  that 
they  are  fairly  certain  to  have  a  place 
righl  through  the  season.  Toques  arc 
a  big  feature  and  come  in  many  original 
shapes,  particularly  high  ones.  Brims 
often  stand  as  high  as  the  crown,  and 
those  bent  into  fantastic  points  are  the 
latest. 

Tricornes,  bicornes  and  Napoleons 
with  points  over  the  ears  that  are  often 
accentuated  with  funnel-like  projec- 
tions are  very  new.  The  Turkish 
fez  is  reproduced  in  straw  and  so 
are  many  sailor  and  postillion 
shapes.  Russian  turbans  are  repro- 
duced in  jet  with  -littering  cabochons 
and  high  aigrette  and  paradise  mounts. 
Hats  come  in  tag-el,  and  in  pressed 
shapes  in  Milan  and  picot  straws.  Lighl 
weight  straws  such  as  crin.  and  horse- 
hair as  well  as  Tuscan  straws  and  imi- 
tations of  the  same  point  to  new  mil- 
linen  features.  Fancy  horsehair  braids 
and  fancy  Tuscans  are  very  suitable  to 
the  high  raffled  effects  that  are  so  much 
en-evidence. 

One  of  the  very  newest  features  is  the 
revival  of  jet.  .let  comes  in  the  form  of 
ornaments,  plateaux  and  bandeaux  in 
many  new  forms.  Cabochons,  spear  and 
dagger  effects  are  used  to  support  looped 
ribbon  bows  and  high  feather  novelties. 

Many  novel  ways  of  using  ribbons  arc 
evolved  even  at  this  earlj  day.  Shapes 
are  covered  with  ruffled  ribbons  about 
two  inches  wide,  and  draped  toques  are 

made  wholly  of  wide  ribbons  in  soli 
or  taffeta  weave-.  Picot  ribbon- 
arc  still  in  the  ring  and  hat  crowns  are 
covered  with  them.  Kibbons  are  used 
ad  of  icai  hers  to  form  i  be  high  In 
dian  head  dies-  effects  dom  bo  fashion 
aide.     ,\   111  'w    form  of  ribbon   trimming 


Indian  Head-dress  Effects  Car 
ried  Out  for  Spring 

Between  Seasons  Models  Ate  Small — The  Use 
of  Jel  .1  New  Feature — Ribbons  Find  Many  New 
Uses — Indian  Head-dress  Effects  in  Ribbons, 
(Quills,  Aigrette  and  Horse-hair  and  Tuscan 
Braids. 


is  a  band  of  ribbon  placed  along  the  up- 
per edge  of  a  Napoleon  shape  ending  on 
each  point  with  loops.  Looped  bows  and 
fancy  cockades  made  of  ribbon  pleatings 
come  in  many  forms. 

1 1st  rich  promises  to  be  of  extra  im- 
portance  as  all  the  dressy  models  that 
come  to  Canada  through  the  States  will 
have  to  depend  on  ostrich  to  take  the 
place  of  aigrette,  paradise  goura  and 
other  wild  bird  feathers.  Ostrich  natur- 
ally, therefore,  appears  in  many  new  ar- 
rangements. High  slim  mounts  with 
the  heads  turned  in  different  directions 
are  effective.  Tiny  ostrich  heads  are 
showing  in  single  little  plumes  and 
grouped  into  mounts  of  considerable 
height.  All  kinds  of  border  effects  are 
good  in  ostrich.  Demi-plumes  are  very 
much  talked  of  and  will  be  used  in  the 
new  flower  shades  on  both  black  and 
colored  straw  hats.  Several  plumes 
showing  different  shades  of  the  one  color 
are  to  be  used.  Pom-poms  id'  clipped 
o-trich  will  trim  the  straw  fez  hats  and 
the  sailors.  Quills  both  long  and  point- 
ed and  short  and  broad  will  be  used  and 
small  quills  will  be  placed  upright 
around  toques.  Napoleons  and  tricornes 
in  the  same  manner  that  aigrette  is  now 
used  in  Paris.  Wings  in  pairs  are  verj 
much  used  as  they  make  splendid  trim- 
minus  for  the  Napoleon  and  three-corn- 
ered  hats. 

Flowers  are  used  in  bunches,  and  tri- 
cornes ami  toques  and  other  shapes  of 
the  same  kind  have  the  brims  massed 
with  flowers.  Violets  are  very  much 
used  for  this  purpose  and  hats  of  silk. 
\el\et  and  flowers  showing  shades  of  the 
one  color  are  indicated. 

Outing  hats  are  developed  in  the  new 
cotton  velvets  and  cord  effects.  Some 
really  wonderful  color  combinations 
come  in  these  cotton  goods,  and  such 
model-  are  \  en    attractive. 


New   York.   Millinery    Not   So 
Youthful  as  Before 

( Continued    from   page  26.) 
quills    Crossing    in    front     form    the    only 

trimmings,     Manx    of   these  mid-season 

hatfi    are    of    moire    or    satin    with    hemp 

or  Milan  braid.     Draped  toques  are  being 

28 


so  well  received  that  they  pron 
right    into    the    Spring   season. 

The  all-black  hat  is  very  much  iu  evi- 
dence and  black  and  dark  colors  are  very 
strongly  indicated.  This  is  certainly 
pre  Heated  on  the  new  Spring  color 
cards  for  very  dark  colors  are  in  the 
majority.  Black  will  be  in  use  both  for 
the  bod>  of  the  hat  and  for  trimmings 
and  besides  black,  myrtle  '.Teen,  the  new 
dark  blues,  such  a-  petrole  and  corbean, 
and  the  very  dark  browns  named  tans 
on  the  color  card  will  be  used.  White 
will  be  -ecu  <•'  iefly  in  combination  with 
black. 

So  far  ribbons  are  undoubtedly  the 
most  favored  of  the  season's  trimmings. 
Faille  is  largely  used  and  so  is  moire. 
Laees  in  black  and  white  chiefly  in 
Chantilly  patterns  and  in  shadow  effects 
are  to  be  good,  and  maline  in  black  and 
in  colors  seems  to  promise  well.  Accord- 
ing to  advance  ideas  lace  and  straw 
forms  a  very  favored  combination  and 
one  that  will  form  one  of  the  main 
features  of  the  Spring  styles. 

■tinned   on    page   30.) 
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Sailer  with  brim  of  Leghorn  and  soft  srowa 

of  tete   de  negre  and   t&ngO  satin.   High 

tete  de  negre  mount  of  fancy  feathi 
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We   beg  to   announce   our   opening   of 
PARIS,  LONDON  and  NEW  YORK 

Pattern   Hats   and   Parisian    Novelties. 

on  Monday,  2nd  March 

and  following  days 

INSPECTION  CORDIALLY  INVITED 


(©♦#oulbtn8&ii>on£ 


55-57  WELLINGTON  ST.  WEST 
TORONTO 


MONTREAL  OTTAWA 


WINNIPEG 


N.B. — Buyers  visiting  the  markets  in  advance  of  the  opening  date  will  find 
us  thoroughly  prepared  from  Wednesday,  11th  February. 
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The  Growing   Evil  of   Returning  Goods 

Some  Retail  Milliners  Send  Back  50  Per  Cent,  of  Their  Orders- 
Much  Ordered  for  Openings  Only — Practice  Causes  Higher  Initial 
Prices  and  There  is  Cut-price  Goods  Later  on  to  Market. 

Written  for  The  Review  by  a  maker  of  hats. 


A    PEW   words  on  the  subject  of  re- 
turning  goods  will  be  timely  now 
thai    another   millinery  season   is 
opening  up.    Though  much  has  been  said 

and  written  on  this  question,  there  has 
been   little   abatement    of   the   evil,  and 

most  probably  there  never  will  be  any 
meat  change  tor  the  better  until  the  in- 
terests involved  get  together  and  take 
concerted  action.  It  can  do  no  harm, 
however,  to  point  out  once  more  how 
generally  injurious  this  practice  of  re- 
turning  goods  for  which  positive  orders 
have  been  placed,  and  which  have  been 
sent  out  by  the  millinery  houses  in  good 
faith   and   true   to   sample. 

The  practice  is  injurious,  because  re- 
turns each  season  cause  quite  a  larg'e 
portion  of  the  season's  trade  to  be  writ- 
ten oft  as  a  total  or  partial  loss.  And  as 
losses  of  this  nature  must  be  provided 
against  when  profits  are  figured,  this 
means  that  all  millinery  materials  must 
be  marked  at  a  figure  high  enough  to 
secure  the  wholesaler  against  returns. 
Therefore,  in  reality  the  whole  trade,  so 
as  to  make  due  allowance  for  these  re- 
turns, pays  more  for  its  goods,  so  that 
the  milliner  who  offends  in  this  respect 
is  helping  to  increase  prices.  This  should 
prove  a  strong  argument  with  mamy 
milliners.  No  amount  of  extra  profit  is 
enough  to  compensate  for  the  trouble 
and  annoyance  these  returns  cause  to  a 
millinery    house. 

No  exception  can  he  taken  to  goods 
being  returned  because  they  are  not  as 
ordered,  or  not  up  to  sample.  These,  of 
course,  are  perfectly  legitimate  return-, 

;iml    no    millinery    firm    ever    make-    anj 

exception    to   returns   for   these   causes. 

h    i-    where    buyers   shift    their   own    rr- 

ibilitj    and   t>o\  er  up  t  heir  lack  of 

efficiency    bj    imposing  their  obligations 

on    the    house    which    is    furnishing    them 

wiih  goods. 

Returns  Sometimes  Reach  50  Per  Cent. 

Fortunately  there  is  a   large  class  of 
buj  ei  -    I  kit    do    nut    ovi  i  figure    their 
demand,     and     that    accepl    the    conse 
quences  of  1  lien  own  mistakes  and  errors 
in  judgment.     These  are  the  people  t bal 

are    self  reliant,    and    as    a    rule    the    most 

successful    milliners   are   to    be   counted 
among  their  numbers.       There  i».  bow 
unfortunately    another   class   who 
feel  that   it   is  legitimate  business  to  re- 
turn merchandise  or  cancel  orders    They 

'..I    that    the   wholesale   house    is  anxious 


to  retain  their  account  because  it  is  a 
Large  one,  and,  therefore,  they  can  do  as 
they  please  in  this  matter  of  return-. 

Sometimes  returns  bulk  as  large  as  50 
per  cent,  of  the  order-,  a  fact  which  robs 
their  business  of  all  element  of  desira- 
bility  with  the  firm   from  which  they  are 

ordering  goods. 

For  a  Show  During  Spring  Season. 

Many  buyers  realize  to  the  full  the 
bad  features  of  this  question,  but,  find- 
ing that  the  millinery  houses  take  back 
goods  with  little  or  no  complaint,  thej 
continue  to  make  returns  as  best  suits 
them.  It  is  even  asserted  that  there  are 
milliners  who  overbuy  with  the  definite 
fore-knowledge  that  they  do  not  intend 

to  keep  all  the  goods  bought.  They  take 
goods  lor  the  purpose  of  making  a  show 
during  the  opening  season,  and  when 
this  is  over  send  them  back  with  only 
the  excuse,  or  often  with  no  excuse  what- 
ever. Every  season  the  same  thing  oc- 
curs, and  each  season  the  wholesale 
house  has  a  large  amount  of  goods  to  job 
off,  because  they  have  either  come  back 
too  late  for  profitable  selling,  or  because 
they  are  not  in  proper  condition  after 
two  packings  ami  their  journeys  back 
and  forth.  Such  goods  are  sold  at  cut 
prices,  and  naturally  come  into  competi- 
tion  with   those  in  the  milliners'  stores. 


New  York  Millinery  Not  So 
Youthful  as  Before 

(Continued   from   page  28.) 
To  conclude,  the  advance  model-  are 

marked  by  a  certain  simplicity  of  line 
and  trimming  and  this  feature  is  -aid 
to  also  he  likely  to  play  a  part   iii   the 

later    styles. 

l>re--\    hats   for  the  south   are    la-hion- 
ed    of    white     net      veiled      with    delicate 

flower   colors   in    chiffon    and    the   brims 

are    co\  ere-1    with    chiffon    in    la\  er-.    each 

edge  finished  with  picol  edging,  Brims 
are  -ecu  of  leghorn  with  fur  edging  brim 
and  around  the  crown  in  which  are  posed 
roses     in     contrasting     color-.       Fancy 

Milan  braid  plateaus  are  draped  into 
-mall  hats  and  are  trimmed  with  ostrich 
pom  poms.  Quite  small  sailor  shapes 
have  crowns  of  chiffon  mounted  over  net 

with  the  brim  of  leghorn  and   with  chcr- 
ind    green    leaves    in    wreath    form 

completely    encircling  the  crown.  Some- 

no 


lime-  the  cherries  are  of  rex]  beads  and 
the  foliage  i-  worked  out  in  irreen.  When 
the  smarter  hat  is  of  black  Milan  or 
hemp  ostrich  feather  banding  trims  the 
edge  of  the  up-turned  brim  and  a  cluster 
of  ostrich  plumes  or  a  fantasy  is  placed 
at  the  back.  .Many  of  the  new  hat-  are 
of  the  Napoleon  order  and  are  worn  the 
long  way  across  the  head.  The  front 
rever  is  higher  than  the  back,  srivin?  a 
glimpse  of  a  draped  satin  or  moire 
crown,   and    the   righl    sid<  rally 

higher  than  the  left.  Ostrich  plumes 
and  jet  arrow  heads  crossed  in  front 
form  the  trimming  on  this  das-  of   hat. 

Quite  a  few  hats  have  velvet  crowns 
and  straw  brims.  (Jolfine,  and  the  new 
shot  cotton  velvets  both  plain,  in  mother- 
of -pearly  effects  ami  printed  are  used  for 
Spring  hats. 

A  Georgette  hat  which  formed  one  of 
the  earliest  importation-  received  in  one 
of  the  large  departmental  store.-  was  a 
sailor  with  a  Derby  crown  and  very 
straight  narrow  brim.  The  hat  was  cov- 
ered with  two-inch  ribbon  in  powder 
blue  shade  shirred  alonu'  one  ed;re  and 
put  on  like  straw,  l'osed  in  front  was 
a  bunch  of  quaint  small  field  flowers  and 
another  bunch  was  placed  directly 
behind. 

A  turban  has  a  cap-like  crown 
with  a  brim  of  lace  or  hemp  up-turned 
high  and  parting  in  the  centre  front  to 
-how  a  big  pin-wheel  made  of  moire  rib- 
bon. A  Lewis  model  is  a  box-like  tur- 
ban trimmed  with  ball  pom-poms  i 

o-l  rich. 

•:::•   - 
FIXED  RETAIL   PRICES 

"Knii    <  roods' '    voices  a    fee! 
number   of   manufacturers  and   jobber--. 
"Jobbers  are  raising  the  old  com- 
plaint   that,  because  of  fixed   retail 

prices,  the  pre-ent  prices  that  they 
are  compelled  to  pay  will  i 
sadly  with  their  profits,  and  this  un- 
doubtedly more  than  anything  else 
explains  the  hesitancj  that  is  being 
manifested  bj  -<  me  about  operating 

oil  the  better  grade  gOOds  More 
and  more  persons  in  the  underwear 
trade  are  beginning  to  think  that  the 
policy  of  adhering    to    fixed    retail 

prices  OD  undergarments  is  sense!. 
and    before   long  perhaps   it    mav    be 
abolished,    or    at    am     rate    eease    to 

have  the  importance  attached  to  it 
that  it  has  at   present." 
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Dry  Goods  Review 


Strachan,  Burden  &  Plaskett,  Ltd. 

The  largest  exclusive  Flower  and  Feather  House  in  Canada 

New  Address     59-61  Wellington  St.  West 

This  is  a  cordial  invitation  to  you 
to    attend     our     millinery     opening 


FaiBHcy  IHEaft© 

are  the  latest  report  from  the 
Millinery  fashion  centres.  We  have 
the  newest  things  out,  in  all  the 
leading  brands  —  something  you 
cannot  obtain  elsewhere. 

Order  a  sample  line  to  brighten 
your  season  opening.  Our  prices 
are  the  lowest. 

Satisfaction  guaranteed. 

Net  shapes  -  -  $2.50  per  dozen 
Wire  shapes    -    $1.50  per  dozen 

PanMKg  gftB  Wesft 


MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO.,    Birks  Building 
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Millinery    Opening 

SPRING 
::  1914  :: 


Why  buy  from  the  wholesale  importers  when 
you  can  save    50^  by    buying    direct  from  the 
§         manufacturers?  §§ 

We  have  the  newest  designs  from  the  Parisian 
and  New  York  markets. 

The  following  are  some  of  our  prices: 

=  Milan  Tagal $18.00  doz. 

§  Milan      Tagal      (Soft      Satin 

§  Crown)   21.00  doz. 

Tagals 12.00  doz. 

Patent  Milan 12.00  doz. 

Mohairs 7.50  doz.  g 

Chip 8.00  doz.  m 

Italian  Milan 30.00  doz.  §§ 

Moire  Tasal 13.50  doz. 

Buy  early  and  get  a  good  assortment. 

|  New  York  Hat  ManTg.  Co.  | 

1   284  Notre  Dame  St.  W.,    MONTREAL    m 
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INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

the  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates. 
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Models  Paris  is  Sending  Out  for  Early  Spring  Wear 


Parisian  design- 
ers are  showing 
hats  draped  high, 
or  with  towering 
ostrich  mounts, 
quills  or  bows. 


Ostrich,  j  a  n  c  y 
quills,  pleated  rib- 
hon  hows  are  early 
season  features. 


Sketches  by  a  Review   Artist 


Top  row,  left — Toque  of  taffeta  and  pleated  tulle.  Right — Napoleon  shape  of  hemp 
trimmed  with  jet  beads  around  crown  and  ostrich  quills, 

Bottom  row,  left — Postillion  shape  of  panne  velvet,  brim  of  Milan  straw,  and  ribbon  drape 
around  crown.     Ostrich  butterfly  in  front. 

Middle— Pressed  shape  of  hemp  with  the  brim  drooping  low  over  the  eye  on  one  side  and 
daring  to  a  greal  height  at  the  side  and  back.  The  hal  is  black  and  the  plumes  ae  in  shades  of 
blue.  Right — Milan  toque  with  high  flaring  brim  faced  with  black  panne  velvet,  Faille  silk 
ribbon  bow  placed  at  the  bighesl  point  of  the  brim. 
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Parisian  Millinery  for  the  Early 

Season 

The  Use  of  Jet  and  Black  Tulle  Roses  New- 
Many  Hats  of  Velvet  and  Hemp  in  New  Dark 
Colors — Napoleon,  Tricorne,  Sailor  and  Bell  and 
Postilion  Shapes  Showing — Flowers  Indicated 
on  Later  Models— Like  College  Mortar  Board. 


PARISIAN  modistes  are  busy  with 
millinery  for  the  Riviera  which 
are  always  regards-.!  as  the  fore- 
runners of  the  Spring  fashions.  The 
earliest  models  show  a  free  use  of  ma- 
line  and  tulle  and  jets  are  also  used  to 
some  extent.  The  very  latest  trim- 
mings consist  of  black  roses  made  of 
tulle,  which  are  sprinkled  over  with 
black  sequins.  Not  only  are  these 
tulle  ruses  used  to  trim  black  hats 
but  they  are  very  effective  when  used 
with  white  tulle  or  lace. 

Quite  a  number  of  these  new  hats 
are  of  velvet  and  hemp  and  the  trim- 
mings arc  decidedly  simple.  All  the 
models  shown  so  far  are  small  but 
this  may  be  modified  when  the  season 
is  more  advanced.  The  Maria  Guy 
tricorne  which  shows  two  sharp  points 
which  project  one  on  each  side  over 
the  ears  is  being  well  taken  up.  This 
shape  is  not  much  trimmed;  ostrich 
effects  which  project  and  stand  high 
somewhat  in  the  way  the  unicorn's 
horn  does  are  most  en-evidence.  Some- 
times the  upturned  brim  is  covered 
with  jet.  Another  new  model  is  four- 
cornered  with  the  high  brim  and  fol- 
lowing the  outline  of  the  hat.  This  hat 
is  very  much  tilted  when  on  the  head. 
Another  good  shape  is  the  roll- 
brimmed  Breton  sailor  which  is  usual- 
ly trimmed  with  two  large  ostrich 
pom-poms.  The  Rebow  tricorne  has 
the  brim  turned  up  high  and  comes  in 
tine  picot  straw  with  eacli  section  out- 
lined with  narrow  moire  ribbon. 

Paris  si  ill  clings  to  aigrette  and 
some  of  the  new  Napoleon  models  are 
trimmed  with  cross  aigrette  standing 
straight  up  like  a  fence  all  around  the 
upturned  hrim  of  the  hat  while  right 
in  fn>nt  is  placed  two  single  sprays 
of  paradise  mounted  in  a  plaque  of 
breast     feathers.  Other    Napoleon 

models  have  sprays  of  aigrette  placed 
in  the  extreme  corner  of  the  points 
over  the  ears.  Many  of  the  small 
sailor  models  are  trimmed  with  fancy 
feathers;  long  crossed  couteau  quills 
are  a  very  favored  decoration.  Pointed 
wings  are  also  posed  on  both  crown 
and  brim  in  the  same  manner.  Many 
mid-season  toques  are  faced  with 
feathers.     One  of  these  toques  worn 


Auteuil  was  a  very  high  turban  and 
was  faced  with  sand-colored  breast 
feathers  and  the  effect  of  extreme 
height  was  given  by  wings  of  the  same 
color  which  were  adjusted  just  to 
the  right  of  the  back  and  with  the 
points  tilted  well  forward.  This  same 
toque  was  also  seen  faced  with  pea- 
cock feathers  and  with  a  fantasy  in 
blue  green  feathers  used  instead  of 
the  wings. 

Many  of  the  draped  velvet  toques 
show  aigrette  used  in  novel  ways.  One 
of  them  shows  the  drapery  massed 
high  on  the  left  side  with  a  fence  of 
cross  aigrette  outlining  the  high 
drapery  and  making  this  high  model 
even  higher. 

Another  interesting  model  is  adapt- 
ed from  the  college  mortar  board  and 
is  either  of  black  velvet  or  moire 
mounted  on  a  high  bandeau  and  under 
faced  with  color.  A  string  of  jet 
beads  goes  around  the  crown  and 
sprays  of  paradise  are  attached  to  the 
edge  of  the  brim   at  stated  intervals. 

More  curious  than  all  arc  the  dim- 
inutive hats  with  the  high  stiff 
crowns  set  on  narrow  straight  brims 
same  as  those  worn  by  postillions. 
These  hats  are  of  Milan  or  picot  straw 
ami  have  an  aigrette  set  in  a  jet 
spear  and  a  band  of  narrow  ribbon 
around  the  crown  for  the  sole  trim- 
ming. Some  of  these  hats  have  the 
band  mid-way  up  the  crown  with  a 
quill  standing  erect  and  caught  under 
a  bow  of  ribbon.  Some  new  hats  are 
bell-shaped  with  a  hand  of  ribbon 
drawn  around  where  the  junction  of 
crown  and  brim  is  supposed  to  come 
and  cross  aigrette  or  some  high  stand- 
ing feather  fantasy  is  placed  directly 
in  front.  High  busbys  wound  round 
with  narrow  ribbons  and  with  their 
height  increased  with  feather  novel- 
ties are  among  the  more  eccentric 
styles  in  millinery. 

Ribbons  are  very  much  used,  the 
leading  idea  being  the  use  of  Balkan 
stripes.  As  illustrating  the  tendency 
to  create  new  ways  of  using  ribbons  a 
creation  of  Rebow 's  is  mentioned.  The 
hat  is  a  sailor  shape  with  a  Derby 
crown.  There  is  a  fiat  rosette  of  rib- 
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THESE   SKY-SCRAPER   PLUMES. 
"Keeping    up"    with    the    new    hats,    as    inter- 
preted by  Evans,  in  Baltimore  American. 


bon  placed  on  top  of  the  hat  made  of 
inch-wide  ribbons  from  which  ends  of 
ribbon  are  drawn  flatly  down  over 
both  crown  and  brim  in  a  manner  re- 
sembling the  spokes  of  the  cart  wheel. 

Many  new  ideas  in  plumage  are 
shown  among  which  may  be  mention- 
ed piles  of  tiny  ostrich  feathers  and 
white  wings  with  Roman  stripes 
across  them.  Ostrich  banding  has 
been  mentioned  before  and  promises 
to  be  very  much  used. 

Paris  milliners  are  now  busy  with 
millinery  that  is  of  a  more  spring-like 
character.  While  the  hats  are  to  he 
small  the  high  side  trimmings  are  to 
be  retained.  Soft  crowns  and  many 
flowers  as  well  as  ribbons  are  to  be 
used. 


RETAIL  CLERKS  NOT  INCLUDED. 

When  the  Betail  Merchants'  Associ- 
ation of  Ontario  sent  a  deputation  this 
month  to  the  Ontario  Government  asking 
I  hat  retail  clerks  should  not  be  included 
in  the  Workman's  Compensation  Act, 
lion.  Mr.  Lueas  informed  them  that  the 
Government  had  no  intention  of  includ- 
ing them. 


Hamilton,  Out. — Harry  Raphael,  tail- 
or, is  dead. 

Calgary,  Alta. — Fire  losses  were  suf- 
fered by  Globe  Woollen  Mills  and  Lock- 
wood  &  Feetham,  men's  furnishings. 

London,  Out. — Mademoesille  Wight- 
man  and  Madenmoissille  Von  Schelroth 
are  opening  a  ladies'  tailoring  establish- 
ment at  446  Park  Avenue. 

Toronto,  Out. — Jesse  Applegath,  hat- 
ter, has  bought  the  north-west  corner  of 
Albert  and  Yonge  Streets  for  $90,000.  It 
is  considered  a  splendid   retail   site. 
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Spring    Dress  Styles  Becoming 
and  Saleable 

Ivxtreme  Ideas  Being  Modified  t<>  Suit  Popular 
Taste — Increasing  Demand  for  Factory-Made 
Dresses — Indications  of  Bustle-Effect  —  Rage 
for  Transparent  Materials. 


EVERY  indication  points  to  an  ex- 
ceptionally good  season  for 
dresses,  as  the  present  styles  af- 
ford much  encouragement  to  designers  as 
they  are  allowing  them  to  produce 
styles  that  are  both  saleable  and  becom- 
ing. Many  of  the  new  ideas  are  extreme 
hut  they  have  been  found  to  be  very  cap- 
able of  modification  into  garments  emin- 
ently suited  to  the  popular  taste.  Very 
large  space  is  devoted  to  the  selling  of 
dresses  in  the  largest  and  most  up-to- 
date  stores  and  there  is  every  evidence 
that  the  demand  for  the  factory -made 
dress  is  increasing.  This  is  because 
system  and  organization  is  producing 
garments  that  are  better  cut  and  which 
have  more  style  and  value  for  the  money 
than  the  dresses  turned  out  by  the 
average  dressmaker.  Therefore,  the 
ready-made  dress  gets  the  bulk  of  the 
popular-priced  trade.  Also  the  factory 
made  dress  is  invading  to  a  definite  ex- 
tent the  province  of  the  more  exclusive 
dressmaker.  This  is  clearly  shown  by 
the  prices  and  appearance  of  many  of 
the  models  now  shown.  There  is  no 
doubt  that  dresses  will  hold  a  prominent 
place  in  the  wardrobe  of  the  smart  wo- 
man in  the  coming  Summer  and  Fall,  so 
that  this  department  will  be  sought 
after  both  by  the  woman  who  buys  ex- 
treme styles  and  the  one  who  is  conser- 
vative in  her  tastes. 

The  newest  gowns  are  rather  eccentric 
in  outline  as  they  are  fullest  around  the 
hips  and  narrow  around  the  feet  and 
some  models  show  decided  indications  of 
.i  bustle  effect  gained  by  draping  up  the 
back  and  by  placing  large  sashes  and 
bows  at  the  back  of  the  waist.  This  is 
the  most  advanced  feature  and  so  far  is 
confined  to  very  advanced  models. 

Tunics  arc  shown  in  infinite  variety 
and  are  in  many  types.  Panniers  and  hip 
draperies  also  appear.  These  are  cut  in 
the  circular   lloiince  which   ripples  at  the 

edge  and   also  in   an  arrangement   that 
shows    a    fancy     material    or    a    bordered 

flounce  attached  to  the  skirt  between  the 

knees  and   the   hips  and   brought    up   and 

gathered  in  at   the  waist   line  in  the  form 
of  a    puff. 

Waists  ari'  simple  and   the  much-liked 

transparent  effect  is  gained  by  using  nets 

and    shadow    laces.         Many    silk    dresses 

.„»    the  bolero  or  jumper  effect   o\ er 
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under-blouses  of  net  or  lace.  Surplice 
arrangements  are  also  good  and  vest  and 
bolero   effects  are  strong. 

Silks  are  in  big  demand.  Silk  crepes 
in  soft  weaves  have  sold  freely  and  so 
have  soft  satins,  and  soft  summer  silks 
in  printed  and  plain  combination?  are 
showing  for  the  later  trade. 

There  is  much  talk  about  taffeta  and 
mi  i  e  better  trade  taffeta  dresses  will 
sell.  The  new  taffetas  come  in  light 
weight  supple  finish  and  in  changeable- 
printed  and  striped  effects  as  well  as 
solid  color.  Xot  only  is  plain  taffeta 
used  in  combination  with  printed,  plaid 
and  striped  taffeta,  but  plain  taffeta  is 
combined  with  lace,  net,  or  printed 
crepes. 

There  is  a  perfect  rage  for  transpar- 
ent materials  and  lingerie  gowns  are 
made  of  exquisite  embroidered  crepes,  or 
of  nets  combined  with  shadow  or  Ori- 
ental laces.  The  skirts  are  designed 
with  tunics,  but  the  pronounced  minare: 
has  been  modified  and  the  upper  tunic 
takes  the  form  of  a  pleated  flounce  or  a 
series  of  flounces,  the  first  falling  to  the 
hips  and  the  others  adjusted  below.  Oft- 
en the  first  flounce  forms  a  puff  in  pan- 
nier fashion  and  is  made  of  one  of  the 
many  bordered  crepes,  crepe  voiles,  voile 
s,  or  rice  cloths. 

Waists  are  once  more  cut  in  the  much- 
liked  kimona  fashion  and  the  sleeves 
are  either  dropped  or  cut  up  to  the  neck 
in  raglan  style.  Many  models  show  the 
bolero  either  simulated  or  real  and  the 
vest  front  is  in  very  great  prominence, 
with  the  bodice  draped  in  surplice  with 
the  lower  ends  part  of  the  waist  cut  in 
rounded  or  pointed  tab  ends,  falling 
girdle  or  sash  of  silk. 

Lingerie  dresses  will   form  a  part  of 

summer   wardrobe   of    many    women 

and   flounced  effects  and  tunics  in  man> 

forms   are  the   chief  feature   of   Summer 

frocks. 

•:::•  — 

Beebe,  Que.    The  Snag  Co.,  Limited. 

have  obtained  a  charter  as  manufactur- 
ers of  o\  eralls.  etc., 

Montreal.  Que.  Abraham  Bngelberg 
has  been  registered  under  the  name  of 
Metropolitan  Ladies'  Tailoring  To. 


EVERYONE  MUST 
BUY 

One  point  that  is  strongly  in 
favor  of  a  good  season  in  suits  is 
that  styles  are  so  altered  that  wo- 
men will  have  to  purchase  a  new 
suit.  Orders  received  so  far  have 
not  been  large,  but  this  is  due  to 
the  fact  that  buyers  are  intend- 
ing looking  over  manufacturers' 
lines  when  in  the  big  centres  on 
their  buying  trips.  Large  buy- 
ers are  due  to  arrive  after  the 
middle  of  the  month,  and  with 
their  arrival  there  promises  to 
come  a  decided  activity  in  the 
suit  situation. 

The  Spring  suit  is  to  be  of  the 
demi-tailored  or  dressy  type, 
and  even  when  the  suit  is  plain 
the  demi-tailored  effect  is  there 
because  of  the  style  adopted. 
With  peg-top,  draped  skirts  and 
tunics  the  short  coat  was  a  ne- 
cessity and  though  the  one  out- 
line is  very  general  the  varia- 
tions are  very  numerous: 


The  cutting  of  the  sleeve  is  an 
important  feature.  Few  models 
show  the  regulation  sleeve,  the 
majority  being  either  cut  in  one 
with  the  body  of  the  coat,  ki- 
mona  fashion,  or  cut  up  into  the 
shoulder,  forming  a  Raglan  ef- 
fect. 

There  is  quite  a  tendency  in 
the  smarter  suits  towards  the 
bell  sleeve  and  to  %  and  % 
lengths.  Vests  are  a  feature,  and 
are  often  separate  skeleton  af- 
fairs or  in  the  form  of  deep  belts 
with  points  in  front.  Collars-  are 
smaller  and  less  important, 
many  being  in  modified  Japan- 
ese effect,  only  setting  close  up 
to  the  neck  at  the  back  and  cut 
in  shawl  shape  in  front.  Collars 
and  cuffs  are  of  fancy  silk  in 
brocades,  Roman  stripes  and 
checks,  and  often  there  is  a  sash 
effect  pulled  through  slashes  in 
the  coat  at  the  side  and  with  the 
sash  knotted  loosely  behind. 
Sometimes  this  sash  is  of  wide 
plaid  braid. 

Later  models  show  lingerie 
and  lace  collars,  the  newest  be- 
ing of  embroidered  organdie  or 
shadow  lace.  Drops,  tassels  and 
ornaments  are  judiciously  used, 
and  there  are  indications  that 
braid  trimmings  may  become  a 
feature. 


Palm  Beach   Fashions  in   Fifth 
Avenue  Stores 


New  York,  Jan  20.— (Special). 

AS  soon  as  the  New  Year  opens  gar- 
ments and  materials  for  wear  at 
Palm  Beach  and  other  Southland 
resorts  are  on  show  in  the  Fifth  Ave. 
shops  and  in  the  large  departmental 
stores.  These  garments  are  based  upon 
what  Paris  is  producing  for  Riviera  wear, 
and  form  the  first  intimation  as  to  what 
is  in  the  minds  of  the  Parisian  couturi- 
eres,  and  give  an  idea  of  what  may  be 
expected  later. 

No.  1  is  a  sports  coat  made  of  the  new 

ribbed  Rodier  material,  golfine  in  taupe 

shade.    It  shows  the  collar  standing  well 

away  from  the  neck  in  Japanese  fashion 
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and  the  body  of  the  coat  cut  kimona 
fashion  with  long  drooping  shoulder  into 
which  the  full  baggy  sleeves  are  set. 
The  cuff  and  the  belt  are  on  the  straight 
of  the  cloth  and  there  are  large  patch 
pockets  on  either  side. 

No.  2 — Jacket  and  skirt  frock  of  grey 
blue  cotton  velour.  The  vest  and  lower 
yoke  of  the  skirt  is  made  of  linen  of  ex- 
actly the  same  shade  as  the  velour  to 
which  the  skirt  is  attached,  the  pleats 
on  each  side  forming  the  drapery  being 
carried  up  to  the  waist  line.  The  jacket 
opens  in  front  to  show  the  waistcoat  and 
is  trimmed  on  each  side  with  ivory  but- 
tons and  simulated  button  holes  of  cot- 
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ton  braid.  The  jackel  is  slightly  I  rilled 
on  each  Bide  o'  the  fronl  from  the  under 
seam  and  the  back  is  attached  to  the 
bodj    bj   a  scam.      Yo-t   of  lace  and  collar 

..i  the  same. 

No.  •'!-  -Aftern i  frock  of  chiffon  and 

lace.  The  lower  skirl  is  of  white  chiffon 
o  er  white  satin,  and  the  lower  tunic  is 
of  hlack  chiffon  and  the  upper  pannier 
drapery  of  allover  shadow  lace.  The 
v.  aist  is  of  lace  cut  V  shape  and  is 
draped  in  the  centre  above  the  girdle 
a  knot  of  chiffon.  The  neck  is  par- 
tially filled  in  with  chiffon  embroidered 
with  silver  around  the  opening.  The  col- 
lar is  of  lace  and  the  girdle  of  white 
sa  t  i  i  . 

NO.  4  -Lingerie  frock  of  batiste  em- 
broiderj  and  lace.  The  lower  skirt  is  of 
embroidered  and  plain  batiste  trimmed 
with  embroidery  bands,  trimmed  above 
with  a  frill  of  shallow  lace.  The  draped 
tunic    is   also   trimmed   with   embroidery 
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Buying  More  Separ- 
ate Skirts 

Novelties  in  Cut  and  Materials 

Should    Help    Sale- — Sheet 
the     Keynote     in     Fabrics  — 
Crepes,  Voiles,  I. ace-  and 

the   Most    I  feed   Material-. 

THOUGH  garment  buyers  have  _ 
it  out  that  they  will  place  orders 
when  in  the  market  early  in  the 
year,   manufacturers  of  separate  skirts 
continue  to    receive    trood   sized  orders. 
Separati    skirts  are  certainly  selling  bet- 
ter  than    for   mat  is    back,    and 
manufacturers     are     doing    all    in    their 
power  to  keep  up  the  interest  by  adding 
ties  to  their  staple  numbers.  One  of 
the  mosl  striking  of  these  is  the  addition 
of  a  bolero  or  monkey  jacket  to  match 
-  parate    skirt,    thus   making   along 
with  a  waist  a  complete  costume. 

Tunic  models  are  very  much  liked  and 
there  are  a  variety  of  styles  on  the  mar- 
<  onl  i   ued  on  Page 


Mo.  3. 


No.   5. 
hand-   and    a    flounce   of   lace.      The    louci 

part  of  the  corsage  is  of  tucked  batiste 
finished  with  a  band  of  embroiderj 
ing  somen  hal  I  be  effects  of  a  bolero.  The 
upper  part    of  tin-  waist    is  of  embroid 
ered   batiste  and  a   band   of  embroidery 
forms   the   neck    finish   and   outlines 
ves\    which    is  filled   in   surplice   fas 
u  1 1 1 1  li.it  iste.       The  waisl  and  skin   ar< 
joined  togel  her  \\  ith  an  embroiderj   bam 
and  the  sect  ion  in  fronl  bel  ween  is  filled 
in  with  tucked  batiste. 

No.  5     This   frock      is  oi    shell     pink 

cotl -rope   with  double  tui  adow 

[ace  and  file!  net.     The  waist  and  upp<  i 
tunic     is  oi    the  crepe     and  the     waisl 
es  considerably    over   I    e   bell    that 
hides  the   join   bel  w  i  eu  it  and  t  he  - 
I    . ■  w  aist  i  -in  plice  fashion  and 

,     . .  '        ■■:■       ed  wit     n  1  rill  ol  net. 
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Many    Lingerie    Novelties    For    Spring    Wear 

Combinations  Showing-  in  New  Forms — Growing  Tendency  to 
Take  Separate  Garments  Noted — Pantaloons  and  Tango  Skirts 
in  Crepes  and  Soft  Silks  a  New  Feature  —  Increasing  Sales  of 
Drawers,  Corset  Covers  and  Chemises. 


THE  tendency  in  lingerie  garments 
is  all  towards  extravagance,  not 
so  much  in  the  quantity  of  ma- 
terials used  as  in  the  quality  of  materials 
and  trimmings  employed.  The  imported 
lingerie  is  of  the  most  transparent 
character,  and  the  laces  and  embroideries 
used  as  trimmings  are  a  match  for  the 
material  in  delicacy  and  fineness.  The 
linen  lawns  and  batistes  used  are  of  the 
sheerest  possible  weave,  and  as  if  this 
were  not  enough  silk  voiles  and  even 
chiffons  are  used,  while  of  course  there 
is  nothing  new  about  the  employment  of 
crepe  de  chine  and  Jersey  silk. 

Combinations  are  very  much  in  evi- 
dence, and  garments  are  so  managed  that 
they  follow  the  lines  of  the  figure  which, 
by  the  way,  is  a  much  more  easy  task 
now  that  natural  figure  lines  are  fash- 
ionable. Trimmings  are  all  flat  and 
therefore  new  trimming  schemes  have  to 
be  devised.  One  of  the  most  practical  is 
to  use  narrow  bandings  of  fine  embroid- 
ery to  join  the  garments  together  in- 
stead  of  the  usual  seam.  In  addition  it 
should  be  noted  that  new  combinations, 
corset  covers,  etc.,  are  cut  square  across 
the  bust  and  have  straps  of  embroidery 
and  lace  to  form  the  armholes.  As  a  rule 
there  is  a  wide  beading  as  a  finish  with 
a  scant  lace  ruffle  on  either  edge,  and  the 
wide  ribbon  that  is  threaded  through 
the  beading  helps  to  keep  the  garment 
in  place.  Some  of  the  new  combinations 
show  a  deep  ruffle  of  material  insertion 
and  lace  forming  the  drawer  portion  and 
taking  the  place  of  a  short  skirt.  With 
garments  of  this  class  the  corset  cover 
or  camisole  of  shadow  lace  or  net  is  a 
necessity. 

It  should  be  noted  that  there  is  a  very 
decided  tendency  towards  the  revival  of 
the  separate  garments  and  that  the  sale 
of  drawers,  corset  covers,  and  chemises 
is  increasing.  There  are  many  new 
ideas  in  drawers  some  of  which  make  a 
complete  revolution  in  the  cut  of  that 
garment.  One  model  that  has  attracted 
a  great  deal  of  attention  is  cut  like  a 
two-piece  skirt  and  is  finished  with  a 
beading  at  the  waist  line.  This  garment 
opens  in  front  a  sufficient  distance  to 
allow  of  it  passing  over  the  head  like  a 
skirt  and  there  is  a  sort  of  tab  that  is 
cut  in  one  with  the  back  of  the  skirt  in 
the  centre  which  passes  between  the 
legs  and  buttons  on  to  the  edge  of  the 
front  gore.  Insertion  and  lace  edge  the 
bottom  of  the  drawers  and  give  the  trim- 
ming touch. 

Pantaloons    of    silk    Jersey,    crepe   de 


chine,  washable  silk  and  China  silk  ap- 
pear in  various  lengths  and  in  pale  col- 
ors as  well  as  white.  Some  of  these 
pantaloons  are  quite  long  reaching  almost 
down  to  the  ankle.  These  garments  are 
trimmed  with  pleatings  of  Oriental  or 
shadow  lace,  lines  of  fur  and  chiffon  or 
silk   flowers  and   foliage. 

Tango  skirts  are  showing  in  many 
stores  and  promise  to  sell  well  as  they 
are  well  suited  to  the  present  style  of 
dress,  and  because  of  their  cut  they  do 
not  wrap  around  the  legs  under  the  very 
tight  dress  skirts  now  worn.  To  make 
this  new  skirt  the  silk  is  doubled  and 
the  corners  cut  off  and  trimmed  with 
pleated  frills,  and  all  the  shaping  is  done 
at  the  sides  the  waist  being  finished  with 
a  slot  through  which  is  run  an  elastic. 
Another  slot  is  placed  at  the  bottom  be- 
tween the  openings  trimmed  with  pleat- 
ings through  which  the  feet  pass.  An 
elastic  is  run  through  this  slot  which 
gives  with  every  step  taken.  These 
skirts  come  in  crepe  de  chine,  silk  crepes, 
soft  satins,  messalines,  brocades  and  in 
black,  navy  and  high  colors  as  well  as 
in  evening  shades. 


BUYING  MORE  SEPAR- 
ATE SKIRTS 

(Continued  from  Page  36.) 

ket  which  are  simple  or  more  elaborate 
according  to  the  style  of  skirt  and  the 
material  from  which  it  is  made.  Some 
tunics  are  straight  all  round  while  others 
are  shorter  in  the  front  than  at  the 
back.  Some  skirts  have  a  front  panel 
with  a  tunic  that  ripples  slightly  all  the 
way  round.  In  addition  to  tunics  some 
skirts  show  the  two  and  three-tier  effect. 


and  there  are  numbers  which  have  the 
tunic  simulated  by  just  one  or  more 
bias  folds. 

Serges  are  still  the  standby,  but  there 
is  an  unusual  variety  in  the  cloths  from 
which  separate  skirts  are  made.  Crepe 
weaves  in  worsted  fabrics,  small  broche 
patterns  that  give  a  crepe  effect,  pop- 
lins, checked  worsteds  and  suitings  and 
plaid  materials  are  those  most  used. 
Checks  come  chiefly  in  black  and  white 
and  in  blue  and  white  and  the  plaids  in 
blue  and  green  tartans  and  in  soft-toned 
effects. 

With  separate  skirts  selling  and  so 
many  materials  on  the  market  suitable 
for  making  into  wash  skirts  there  is  no 
wonder  that  such  a  handsome  and  com- 
plete line  is  presented.  Wash  skirts 
come  in  plain,  checked  and  striped 
eponges,  ratines,  linen  crash,  crepe  lin- 
ens, and  in  plain  and  fancy  linens,  pique, 
rep  and  khaki  cloth. 

Many  skirts  are  cut  in  modified  peg- 
top  models;  others  have  a  peplum  at- 
tached which  forms  a  tunic  and  there  is 
a  sleeveless  bolero  to  match  which  is 
often  scalloped  around  the  edges.  Many 
skirts  have  a  patch  pocket  placed  on  the 
right  hip  and  many  button  up  the  left 
side.  All  styles  are  simple  as  befits 
the  outins"  skirt. 


Belle  Isle  Station,  N.B.— S.  R.  Brown, 
general  merchant,  was  burned  out. 

Toronto,  Ont. —  A  charter  has  been 
granted  Regal   Men's  Wear,  Limited. 

Ancaster,  Ont. —  Thos.  Postans,  gen- 
eral merchant,  has  sold  out  to  Regan  & 
Eggleston. 

Montreal,  Que.  —  The  fancy  goods 
stock  of  G.  W.  Clarke  &  Co.,  was  partly 
damaged  by  smoke  and  water. 


The    Latest    Dress    Models 

Full  around  the  hips,  narrow  around  the  feet,  with  indications  of 
a  bustle. 

Nets  and  shadow  laces  secure,  transparent  effects  for  waists. 

Surplice  arrangements,  and  vest  and  bolero  effects  strong. 

Taffeta  dresses  will  sell  for  better  trade,  in  light-weight  finish,  and 
in  changeable,  printed  and  striped  effects,  as  well  as  solid. 

Rage  for  transparent  materials. 

Pronounced  minaret  modified. 
— Waist  cut  in  kimona  fashion,  and  sleeves  dropped  or  Raglan  cut. 


Girl's  dress  of  fine  muslin  em 
broidery.  The  waist  and  skirt  are 
joined  under  ;i  wide  banding  through 
which  is  run  a  satin  ribbon  finished 
by  smart  bow  with  many  ends  in 
Croat,  each  end  having  a  loop  at 
the  end.  A  flat  bow  to  match  finishes 
the  collar.  Shown  by  Home  & 
Watts,  Limited. 


MANY  children  wear  wash  dresses 
all  the  year  round  for  useful  wear, 
and  as  soon  as  the  weather  per- 
mits dresses  thai  will  wash  are  worn 
continuously.  This  is  because  mothers 
recognize  that  washable  clothing  is  both 
sensible  and  sanitary.  Never  were 
children's  styles  so  sensible,  comfort- 
able, and,  withal,  so  very  becoming  to 
their  small  wearers.  Designers  have 
mastered  the  art  of  properly  cutting  the 
l"\\  bloiised  and  straight  line  dresses, 
and  the  new  models  do  nol  in  the  least 
impede  the  movements  of  their  small 
w  earers. 

h  used  to  be  thai  moi  her-  bought 
white  Cor  children's  wear  continuously, 
simply  because  they  knew  that  it  would 
not   alter    color    iii    the    wash.      Now    that 

materials  are  so  much  improved  in  the 
matter  of  the  fast  dyeing  of  colors,  col- 
ored materials  have  the  preference  be- 
cause thej   do  not  gel  dirty  so  soon  and 

do    net     h:i\  e    to    \  i-it     I  he    wash    tub    quite 

-I  ..i ten  as  whiti 

There    are    no    nillles    on    little    dreSSCS 

intended  for  utility   wear,  ami  the  verj 

simple  styles  in  which  they  are  made 
mean,  that    materials   '-an    be   used    that 


Simple  Styles  for  Children's 

Wear 

Children's  Dresses  Sensible  and  Comfortable — 
Straight  Dresses  and  Low-Belted  Blouse  Styles 
the  Feature— Col., red  Sell  Better  Than   Whit. 
— Lingerie  for  Dressy  Wear — Crepes  and  Voil<  - 
the  New   Materials. 


are  durable  and  reps,  poplins  and  heavy 
cotton  materials  that  lend  themselves 
to  a  plain  tailored  finish  are  used  chiefly 
for  children's  dresses.  The  straight  un- 
belted middy  is  worn  both  by  the  small 
girl  and  her  brother.  With  the  middy 
the  small  boy  wears  trousers  and  the 
small  girl  a  pleated  skirt.  Often  this 
skirt  is  in  contrasting  color  such  as 
Copenhagen,  navy  or  tan. 

A  low-belted  blouse  also  suited  to 
either  the  small  boy  or  girl  is  cut  square 
at  the  neck  an<l  buttons  diagonally  on 
the  left  side.  This  blouse  is  belted  in  by 
a  belt  of  jiatent  leather  either  in  black 
or  red.  If  the  belt  is  red  the  buttons 
on   the  blouse  match. 

Another  little  blouse,  also  low  belted. 
fastens  over  on  the  right  side  and  has 
a  double  row  of  buttons  in  double 
breasted  style.  The  collar  is  a  simple 
round  one  and  the  belt  is  of  the  same 
materia]   while  the  skirt   is  set  in  pleats. 

The  revival  of  plaids  for  ladies'  wear 
is  bringing  plaid  ginghams  to  the  fore 
in  children's  lines.  A  very  smari  straight 
cut  dress  of  plaid  gingham  made  on  the 
bias  had  belt  of  plain  duck  and  was  fin- 
ished with  a  bolero  jacket   to  match. 

Crepes  and  voiles  are  shown  for  more 
dressy  wear.  Dresses  of  white  voile 
have  the  yoke  and  belt  made  of  colored 
or  embroidered   voile  with  colored  dots. 

Nothing  ever  takes  the  place  of  the 
embroidered    lingerie    dress    for    the   girl 

of  14  ami  younger.  The  lingerie  dre^<  is 
suitable  for  party  wear  all  the  year 
round,  and  the  accepted  gown  for  more 
dressy  wear  all  Summer.  Lingeries  have 
crush    belts   and    sashes   of   pink    or   blue 

ribbon   and   have  as   further  decoration 

fancy    hows    id'    the    same. 


THE  TRADE  JOURNAL 


Tin-  Saturday  Evening  Post,  m  its  tirst 
issue  of  the  new  \ear.  pays  a  high  tribute 

to  the  trade  journal.     In  a  Story  advising 

young  men  how  to  succeed  in  life,  it  has 
the  following!  "When  a  man  begins 
studying   a    Held    id'    business      in      trade 

journals  ami   technical  books,     he     will 
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soon  be  led  farther  if  he  is  really  inter- 
ested.  These  books  give  him  general 
principles  and  current  news,  tell  him 
what  the  trade  is  driving  at.  who  the  men 
are  that  count  in  its  activities,  and  he 
will  soon  want  to  know  some  oi  these 
men.  and  there  is  nothing  in  the  world 
to  prevent  him  from  getting  acquainted 
with  them.*  The  voim?  fellow  who  selects 
a  field  of  work  because  he  likes  it  and 
studies  methods  therein  tor  the  purpose 
ol  developing  his  own  personal  value, 
has  every  right  to  profit  by  what  the  best 
men  in  the  field  can  tell  him,  and  they 
will  be  always  glad  to  help  him  if  he  is 
intelligent  and  tactful.  Leaders  in  every 
field  of  business  are  continually  1.: 
themselves  open  to  hi-  approach.  They 
work  mil  new  methods.  They  build  up 
organizations.  They  -peak  at  trade 
gatherings.  They  expound  their  opinions 
and  it  all  appears  in  the  trade  journals 
devoted  to  their  work.  Mighty  few  men 
are  too  busy  or  too  big  to  pay  attention 
to  the  inquirer  who  i-  interested  in  their 
methods 


MERCHANT  WINS  OUT 
ON  BOOKS 

The  Supreme  Court  of  the  United 
Slate-  has  just  handed  down  a  decision 
wherebj  it  was  held  that  the  agreement 
hit  ween  publishers  and  regular  book- 
sellers "not  to  sell  books  to  those  who 
resell  to  the  public  at  less  than  tie  price 
fixed     by  the  publisher"     violates     the 

Sherman  Anti-Trust   law.     R.  H     Ma.-y  A 

('<>.  brought  suit  against  the  American 
Publishers'  Association  a-  the  culmin- 
ation of  a  legal  battle  which  this  firm 
have  foughl  against  the  "book  trust" 
for  the  purpose  o\'  maintaining  their 
business  policy  to  sell  books  to  the  pub- 
lic at  as  cheap  a  price  as  possible. 


$ 


Montreal.  Que.  Silver  Bros  Com- 
pany, •Furs'  Limited,  has  been  incorpor- 
ate.!. 

Caledon  Bast,  Ont.  W.  c.  Hun-ell.  of 
K.  W.  Burrell  A  Son<.  general  mer- 
chants, is  dead, 
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EQUIPMENT  AND  DISPLAY 


I 


Where  Window  Trimmers  and   Ad   Men  Lack 

Support 


Customers    Go   Away    Angry  Because     Clerks     Have 
Looked  at  Window  Nor  Read  the  "Ad." 


Not 


ii  >T~^  HE   window   displays 

_L      advertising'  of  manv 


ys    and    the 

many  firms  are 

not  giving  the  store     all     the 

returns    that    they    should,   and    through 

no  fault  of  their  own." 

This  was  a  complaint  voiced  to  The 
Review  by  a  well-known  display  man 
who  knew  whereof  he  spoke,  actual  ex- 
perience in  his  own  store. 

He  was  referring  to  the  frequent  fail- 
ure of  employees  to  find  out  what  was 
in  t he  store's  advertisement  for  the  day, 
or  the  articles  in  their  dpartment  that 
were  set  out  in  the     window,     so     that 


buyers  might  choose  them.  He  included 
many  heads  of  departments  in  a  failure 
to  see  that  their  clerks  gained  the  neces- 
sary knowledge. 

As  well  Have  Blinds  Down. 
"As  often  as  not  the  blind  might  as 
well  be  down,"  he  exclaimed.  "What 
do  we  put  things  in  there  for  but  to 
create  a  desire  on  the  part  of  people 
passing  by  for  certain  articles  in  that 
window?  Under  the  system,  or  lack  of 
it,  that  is  found  in  a  great  number,  par- 
ticularly of  the  larger  stores,  that  win- 
dow is  a   detriment :   it   is  losing  money 


for  the  proprietor  in  many,  many  cases. 

"I'll  show  you  what  I  mean.  Take  a 
woman  who  sees  something  she  wants 
and  says  to  herself,  'I'll  just  go  in  and 
pet   that.' 

"So  she  goes  in  and  says  she  wants  to 
buy  such  and  such  a  thing. 

"The  clerk  looks  mystified.  'I  really 
don't  know  what's  in  the  window, 
ma'am.  Have  we  anything  here  like  it? 
Perhaps  you  can  describe  it  for  me.' 

Perhaps  she  can  and  perhaps  she  can- 
not. Perhaps  she  at  last  gets  what  she 
(Continued  on  page  45.) 


What  Quebec  Can  do  in  Window  Trimming 


A  very  tasty  and  good  merchandising'  fancy  goods  window  for  Christmas,  by  J.  H.  Roy,  with 
the  Paquet  Co.,  Quebec.  The  decoration  is  a  scenic  back,  on  each  end  supported  by  pillars  with 
snow  effect.  From  the  pillars  are  suspending  beautiful  foliage,  some  green  and  red.  The  flowers 
are  poinsettias,  with  white  leaves. 
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Dry  Goods  Review 


EQUIPMENT    AND    DISPLAY 


Good  Selling  Window  Finished  in 
Forty-five  Minutes 


This  vyhitewear  display  is  the  work  of  II.  C.  Macdonald,  of  Murray-Kay,  Ltd.,  Toronto,  a  former  presi- 
denl  of  the  C.  W.  T.  A.  Ii  is  an  excellent  example  of  an  attractive  window  with  splendid  selling  fea- 
tures. Ii  will  be  noted  thai  it  is  well  balanced,  tne  two  wax  figures  in  "evening"  dress  lending  a  life-like- 
ness and  elegance  to  the  whole  effect.  In  the  centre,  to  avoid  any  weakness  in  comparison  with  the  sides 
where  the  figures  arc  is  a  corsel  cover  on  a  form,  raised  so  as  to  be  above  them.  (Mom  to  each  figure  is 
another  corset  cover  on  a  form.  There  is  a  certain  stock  arrangement  of  goods  along  the  lower  pari 
of  the  window  in  front,  but  it  will  be  ooticed  thai  this  doe-  not  reach  high  up  in  the  window  on  eithei 
side.     At  right  and  Left  is  a  skirt,  draped  over  a  glass    shelf. 


February    Displays   of    Hosiery 
and  Upholstery 

Different  Treatment  for  Silk  and  Cashmere 
Host — Grouping  Rugs,  Curtains  and  Furniture 
Where  Space  Demands. 


AMONG  the     special     sale>     usually 
accredited  to  the  monl  Ii  of  Febru- 
.o  \    are   i  he   upbolsterj  ,   furnil  ure 
and  hosiery.    Some  stores  now  group  the 
flrsl  and  third  among  the  January  sales 
or  '  ■  Bemi  annua]  sale  "  as  ii  has  come  to 


be  called]  and  make  furniture  a  promin- 
i  ni  feature  of  the  second  month  of  the 
year.  Where  iliis  is  done  a  fairly  large 
-pace  i>  required  it  any  attempl  is  made 
to  secure  a  grouping  of  pieces  thai  be- 
Long  in  a  special  room  or  a  particular 
4ii 


p  riod.  A.s  a  genera]  rule,  the  back- 
ground is  used  it  omitted  entirely  ac- 
cording Id  the  i>lan  of  the  window  taken 
as  a  whole.  Ii  a  room  is  to  be  shown, 
complete  with,  say  a  dining  room  suite. 
or  a  bedroom  suite,  curtains  and  ruga 
are  added  to  match  and  often  the  wall 
effeel  is  made  more  natural  l-\  an  ap- 
propriate paper.  Where  the  furniture 
permits,  pretty  colored  lights,  usualh 
eh  (trie,  are  set  hen  and  there,  on  a 
table,  or  against  the  wall  For  a  bed- 
room Buite,  toilet  sets  are  placed  upon 
the  dres>er.  and  often  a  few  pictures 
upon  the  wall  A  neat  (aid  indicating 
(Continued  on  page  42.1 
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Will  Your  New  Store  Front  be  a  SALES  POWER  or  Simply  a  Combination    ■ 

of   Building  Materials  ■ 


When  you  contract  for  a  new  Store  Front  make  sure 
of  one  thing  above  all  others — that  it  will  add  a  sales 
power  to  your  business,  not  merely  a  "partition'  to  keep 
out  the  cold  and  rain.  Store  Fronts  should  sell,  not  simply 
protect  the  merchandise   on  display. 


Just  think  what  365-day-and-night  show    window    service 
would  mean  to  your  business. 

Nearly   Eight  Years   Experience 


During  1914  thousands  of  new  Fronts  -will  be  installed 
— some   will  increase  the  sales   of    the  Stores    with   which 
they  are  associated  and  others   will   do   nothing   more   than 
insulate  the  storeroom  from  the  street.      Today  competition 
among  retail  stores  demands  that  the   leaders   be   attractive. 
Attraction  through  show   windows   is   the  power  that   sells 
more    merchandise    than    any    other  Store   element.      One 
Merchant  tells  us  that  60%  of  his    entire  bus- 
iness is  created  by  his  KAWNEER   FRONT 
— another  says  his  Front   is    worth    $5,000    a 
year  (and  it's  only  20  feet  -wide) — another  in- 
creased    his     business     40%     by    installing    a 
KAWNEER    FRONT.      One     Merchant    said, 
Front  -was  fair  but  it  takes  KAWNEER  to   increase 
ness — -Ours  jumped  30%. 


Since  1906  we  have  -worked  with  Merchants,  Arch- 
itects and  Contractors  in  the  construction  of  over  30,000 
Store  Fronts — not  alone  in  big  cities  but  in  towns  even 
as  small  as  150  people.  Among  this  long  list  of  users 
you  will  not  find  one  Merchant  who  regrets  the  money 
spent — you  -will  never  hear  even  one  say,  "I  wish  I 
had  the  old  Front."  KAWNEER  FRONTS  have  been 
developed  around  your  requirements  and  we  can  help  you 
increase    sales,    just  as   we    have    helped    the 

WflWflGef*      Merchants     behind   the     30,000    KAWNEER 

■  V    cxn„r  „DnNrrc    I  FRONTS  that  now  stand. 


Store  frontS 


A  Store   Front   Book 


'Our     old 
busi- 


Kawneer  Fronts   Pay  for  Themselves 

When  you  buy  a  KAWNEER   FRONT  you   don't  ex- 

=  pend    its    cost — you    simply    loan   it  to   your  business   be- 

B  cause    it  will  all  come   back  to   you   in  a   few  months,  then 

=  for  years  and  years  the   profits   on  the   constantly  increas- 

H  ing  business  will  be  yours — net — won't  even  have  to   paint 

=  or  repair  the  Front  as  KAWNEER  is   built   permanently — 

=  only  solid  copper,  brass,  bronze   or  aluminum   is   used.      A 

m  KAWNEER   FRONT   can  pay  for  itself  in   your  Store. 

Show  Window  Ventilation 

Just  think  of  the  thousands  of  sales  lost  every  -winter 
day  by  frost  or  sweat  on  show  windows.  One  Mer- 
=  chant  -wrote,  "Have  been  in  business  42  years,  had  41 
=  winters  of  frosted  windows — placed  a  KAWNEER 
=  FRONT  in  last  fall — have  had  one  winter  of  clear  win- 
g         dows."        KAWNEER    FRONTS     give     constant    service. 

|  Kawneer 

Manufacturing  Company 

=  Francis  J.  Plym,  President 

Dept.  Q 

119  3     Bathurst   Street 

TORONTO,  CAN. 


Naturally   during    these    years   of    specialization   -we   have 
learned   a    great   deal    about    Store    Fronts    that    cannot  be 
learned     in    any    other  way — information  that    cannot   be 
bought,  and  to  be  of  greater 
service    to   you  who   con- 
template    the    erection    of 
new  Store  Fronts, we  have 
compiled  a  book  "Boosting 
Business  No.  21"  which  is 
without  a   doubt  the  most 
instructive  and  most  inter- 
esting   Store    Front    book 
ever  published.    This  book 
we   will  gladly  send  to  you 
free  —  yours  in  an   envel- 
ope,  stamped    with     a     5c 
stamp,    and    all   ready  for 
your     name    and  address. 
Just  send  along  this  coupon 
and  see  the  book  that  con  • 
tains     photographs     and 
drawings  of  many  of    the 
best  paying,  big   and    little 
Store  Fronts  in  the  country 
Don't  risk   the     amount  of 
money   you    will  invest 
in  a  new  Front    when 
you  get  the  most  com 
plete  Store    Front 
book  for    a   2 
stamp.   Send 
Coupon 
todav.         /         St.  and  No 


No. 


Kindly    send   "Boosting 
21"   without  obligatioi.-s 


business 


City  or  town  . 


usiness.. 
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Please  Go  Away  and  Let  Me  Sleep'1 


f*  I    SAW  ;i  window  the  other  <lay  that  was  a  detriment  to  the  Btore,  not  ;t  help,"  remarked  one  of  the  forei 
'   display  men  in  Canada  in  a  talk  with  The  Review. 

"I  often  go  out  and  stroll  around  and  look  at  other  fellows'  windows  and  try  to  figure  out  where  their  draw- 
ing power  and  value  as  merchandise  sellers  lie,  in  order  that  I  may  not.  by  carrying  out  my  own  ideas  exclusively, 
get  into  a  rut.  and  forget  that  every  window  trimmer  can  give  pointers  to  every  other  window  trimmer  alive. 
"Bui  none  of  this  window  for  mine.  It  is  quite  true  it  attracted  a  number  of  passers-by.  And  by  what?  From 
my  own  standpoint  I  picked  nut  the  merchandise  cn<\  first,  some  comforters  strong  up  or  grouped  at  either  end. 
Then  there  were  a  lew  other  housefurnishing  lines ;  but  under  what  surroundings!  There  was  a  bed  lying  along 
the  Hour  with  the  figure  of  a  tramp,  within  it,  with  the  clothes  pulled  up  to  his  neck  and  his  back  toward  us.  On 
a  table  tail  her  away  from  us  was  a  beer  bottle,  a  glass,  a  sandwich,  a  piece  of  cheese,  I  think,  and  possibly  some- 
thing else.  Banging  down  from  the  table  was  a  card  with  the  words  on  it.  "Please  go  away  and  let  me  Bleep." 
To  me  the  whole  conception  was  absolutely  out  of  keeping  with  the  business  of  drawing  customers  for  the  com- 
forters, and  bed  and   bed  clothes,  and  whatever  else  was   there. 

"But  I  still  wanted  to  test  my  own  judgment  by  thai  of  son ne  else,  so  I  asked  one  of  the  boys  from  the  Btore, 

one  of  my  window  trimmers,  what  he  thoughl   of  it. 

••  'That's  a  queer-looking  thing-,  isn't  it?' 

•'  'What    was  there  in  the  window?'    I  asked. 

Only  the  Bottle,   Not  the  Merchandise. 

"Me  looked  at  me  in  surprise.  'Why,  don't  you  know?  There  was  a  beer  bottle,  and  a  glass,  and  a  tramp  on 
the   bed, .' 

"  'But  I  mean  what  merchandise  was  in  the  window?     What   were  they  trying  to  sell?' 

"He  looked  at  me,  no!  surprised,  but  puzzled  this  time. 

••  'Well,   I    don"t    know   exactly,  but  wasn't  there  something 

•'There  you  are.  The  merchandise  end  of  it  was  lost  on  him  as  on  everybody  else,  I  imagine.  It  reminds  me  of 
years  ago  when  I  was  young  at  the  business  and  we  had  a  window  when  races  were  on.  As  a  matter  of  fact  it 
was  gotten  up  to  display  millinery,  but  I  had  an  idea  then  you  had  to  attract  a  crowd:  and  the  bigger  the  crowd  the 
more  valuable  your  window  trim.  So  I  rigged  up  a  moving  background  and  set  up  the  figure  of  one  or  two 
jockeys  on  horses  in  front  of  it.  and  as  the  background  moved  it  made  the  horses  seem  to  move.  In  trout  were 
hats. 

But  What  About  the  Buying  Women? 

"Well  you  should  have  seen  the  crowd  stop  and  look  at  that  window.  Women.'  No,  men  of  course.  They  were 
taken  by  the  moving  jockeys.  So  big  a  crowd  there  that  as  likely  as  not  they  kept  the  women  from  seeing  it.  Suc- 
cessful? Yes.  It  drew  a  crowd,  but  as  a  seller  of  hats  it  was  about  as  successful  as  the  operation  -'but  the 
patient   died.' 

"I've  given  up  that  idea  since  then,  and  I'd  sooner  plan  a  window  that  would  draw  a  few  of'  the  women  who  buy 
as  I  would  one  that   would  keep  a  constant  stream  of  people  thronging  it  the  whole  day. 

"The  average  window  display  is  valuable  only  in  proportion  to  the  sales  thai    are  the  after-result." 


February    Display    of    Hosiery 

(Continued  from  page  40) 

the  class  of  furniture  and  the  price,  is 
nsuallj   all  that   is  required. 

Where  various  pieces  that  have  no 
special  connection  are  used,  the  external 
deem  at  inn  w  ill  he  almost  altogei  her 
lied,  ami  a  regular  merchandise  win- 
dow substituted,  with  price  tickets  for 
e\  ery  ait  icle. 

Variety  of  Rugs  and   Hangings 
The  character  <>f  i  he  «  indow   lor  rugs, 
ings,  etc.,  will  vary  with  I  he  w  Lndov 
space  :ii  the  disposal  of  the  store.  Where 
tore   would   specialize  on   unit    dis- 
plays,   showing    one    kind    of    rug    only . 
chinl zes,  etc  ,  ha\  ing  bs\ eral  "t her 
windows  for  the  balance  of  the  lines  on 
sale,  a  smaller  store  would  he  compelled 


to  make  up  a  fairly  stocky  window  with 
;i  combination  of  a  number  nf  lines. 
These  could  conic  fairly  high  up  in  the 
window,  as  no  human  figures  are  being 
used  that  limit  the  natural  height.  Price 
tickets  in  this  case  would  he  a  necessary 
l'(  at  ure. 

Keep   Silk   Hose    Separate 
The  hosiery  windows,  a-  the  January 
whitewear   displays,    fall    naturally    into 
two  groups,  the  liner  lines,  and  the  ordin- 
ary   merchandise.      Where   silk    hosiery    i> 

being  show  n  alone,  i  lie  w  induw  is  nol  so 
i  row  ded,  A  figure  of  a  w  oman  could 
will  be  used  as  acentrepiece,  and  silk 
skirt-   uf  different    tones,   matching    the 

Colors  of  the  hose.  These  could  he 
draped    over    a    table    ami    below     it,    and 

over  -~  i  «•«»!-—      A    bedroom   scene   with   a 

dresser  could   be  developed   and   a   niani- 
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cure  set  laid  upon  it  Various  stands 
would  do  for  the  hose,  which  would  be 
black  and  colored. 

Stocky  Windows  for  Others 

A  dilVerent  line  would  be  followed  m  a 

general    hosiery  display     of     cashmere, 

COtton,  etc.  Here  a  tilled-up  stocky  win- 
dow is  the  best.  One  of  the  differ 
from  the  silk  display  i>  that  here  the 
boxes  tit  in  well,  and  being  of  yellow. 
purple  or  other  colors,  make  a  distinct 
contrast  with  the  black  hose.  These 
boxes  aii'  found  high  up  in  the  window. 
stocked    up     on     pedestals     and     glass 

shelves        They     have     been     urouped     in 

circle-,  loo.  making  an  effective  display. 
No  figures  would  lie  nsed  in  this  window 
and  it  would  follow  that  >ilk  hose  had 
better  not  be  shown  in  the  same  window 
as    the   others. 
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New  forms  for  the 
Spring  Display  of 
Suits 


To  better  execute  your  displays 
during  the  coming  months,  get  in 
a  few  Richardson  forms.  They 
are  built  to  conform  with  the 
latest  New  York  models  and  will 
thus  prove  very  effective  in  dis- 
playing your  latest  styles  in 
Spring  and  Slimmer  suits  and 
dresses. 

No.  41AA  is  a  very  popular  form 
because  of  the  special  tilting  de- 
vice which  permits  it  to  be  posed 
after  dressing.  Makes  a  very  at- 
tractive window  or  department 
display. 

No.  41 AA,  as  cut    $7.50 

No.    41AA,      without     flesh- 
colored  bust 6.75 


h 


No.  41AA,  without  tilting  de- 
vice        5.00 


A.  S.  Richardson 
&  Co. 

99  ONTARIO  ST.  TORONTO 


No.  41AA 


The  Light  that  Pays  for  Itself 

Cheaper  than  Kerosene.     Better  than 

Gas  or  Electricity. 
Superior  to  all  other  pressure  sys- 
tems. Gives  a  steady,  clear,  power- 
ful light  and  costs  little  to  operate. 
All  lamps  supplied  from  one  pressure  tank,  inside  or 
outside  your  building.  Anyone  can  install  it,  and  it's 
as  safe  as  a  candle.  Get  catalog,  terms  to  agents,  and 
details   of  our 

Premium  Offer : 

Beautiful    Eastman    Kodak    (No.    3    Premo    Jr.      Photos 
314  x  4%)     Free  to  Purchaser  of  6  lamps  In  1  Year. 

Sun  Light  Co.,  1414  Market  St.,  Canton,  0. 


STORE     MANAGEMENT— COMPLETE 


16   Full-Pane 
Illustrations 


Store 

Mana^f 


272  Pa*»s 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARR1NGTON 

I  A  Companion  book  to   Retail  Advertising  Complete 

$1.00    POSTPAID 

Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.-The  Store  Policy— What  it  shonM  be 
to  hold  trade.  The  money-back  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1  00.      Keep  the   book  ten  daya  and   {  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


More  Profitable 
Displays  for  1914 

Every  window  trimmer  in  Canada  has  un- 
doubtedly resolved  to  make  his  1914  window 
displays  more  attractive,  educative  and  sales 
productive  than  ever  before. 
If  you  have  been  hindered  in  the  past  from 
doing  your  goods  and  yourself  justice  by 

displaying  them 
o  n  low  -  grade, 
obsolete  forms, 
the  1914  range  of 

D.&P. 

Display 

Forms 

and  fixtures  of- 
fers you  a  good 
opportunity  t  o 
better  execute 
those  profitable 
displays  which 
you  often  formu- 
late in  your 
mind,  but,  be- 
cause of  your 
poor  working 
materials,  are 
unable  to  carry 
them  out. 
If  D.  &  P.  forms 
make  an  attrac- 
tive display  because  they  have  the  most 
intelligent,  life-like  faces,  charming  coiffure 
and  delicate  poise  of  the  head,  and  are  thus 
able  to  give  the  display  a  human  touch  that 
is  very  attractive. 

If  D.  &  P.  forms  are  educative,  because,  con- 
forming with  the  very  latest  dictates  of 
fashion,  they  can  show  to  the  best  possible 
advantage,  your  customer  or  passer-by  (your 
prospective  buyer)  the  latest  style  effects; 
the  materials;  how  the  garment  would  look 
on  herself. 

If  D.  &  P.  Forms  are  sales-productive,  because 
having  shown  your  customer  the  garment 
and  its  special  selling  points,  the  desire  is 
created  to  possess  one. 

If  Start  the  year  right  by  getting  in  a  few  of 
these  forms. 

DALE  &  PEARSALL 

106  FRONT  ST.  EAST,  TORONTO 
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HOUSEFURMSHINGS 


Completed  Design  an  Aid  in  Selling  Wallpaper 


Many  Arc  Attracted  by  Made-up  Forms — Small 
Rooms  or  Flat  Surface  Displays  of  Furnishings 

Useful — Some  New  Wallpapers. 


IT  will  1 1 •  > i  be  Long  before  the  bouse- 
cleaning  lexer  begins  its  course 
through  the  veins  of  the  housewife,  a 
harbinger  of  Spring  as  sure  a  guide  as 
the  calendar,  the  girl  with  the  skipping 
rope,  the  hoy  with  his  "alleys,"  or  thai 
delicious  gurgle  of  the  brooklel  in  a 
country  wood.  The  primary  instinct  of 
t he  housekeeper  is  a  destructive  one. 
Let  us  not  be  misunderstood — not  al- 
ways: not  even  often,  hut  on  this  one 
occasion.  She  moves  first  to  destroy  all 
1 1  aces  thai  might  continue!  in  her  mind 
that  uneasy  feeling  in  the  winter  that 
her  Inline  was  losing  its  spick-and-span- 
ness.  This  out  of  the  way,  her  mind 
takes  up  a  constructive  (its  usual)  line 
of  thought  and  no  line  of  house  furnish- 
ings strikes  her  more  cordially  than  wall 


paper.  More  than  anything  else,  ii 
transforms  a  room;  gives  it  a  new  tone. 
Probably  the  difference  is  measured   bj 

the  amount  of  space  occupied,  and  if  so, 

wall-paper  is  an  easy  leader  over  rugs, 
or  hangings,  or  furniture.  For  a  time, 
it  may  be  chintzes  held  sway  tor  beauty 
of  decoration,  from  their  attractive 
colors,  but  that  time  is  past.  It  is  not 
that  paper  has  superseded  them  as  that 
the  two  are  working,  or  being  worked 
together  harmoniously.  One  is  made  for 
the  oi  her,  and  it  matters  not  which  is 
the  one  and  which  the  other.  You  can 
buy  both  together,  one  matching  the 
other,  literally,  as  well  as  in  a  general 
color  sense. 

Both  Pull  Well  Together. 
The  showing  of  wall-paper  alone   may 


prove   satisfactory   in   a   simple  display, 
but    for    a    real    "pulling"    window     or 
model    room   inside   the  store,   the   paper 
should    be    shown    made    up,    border    and 
all,    with    crown    and    base   desi_ 
plete    and    a    draped      window,      say      in 
lambrequin   effect,  to  add   the  touc 
completeness    and    develop    the    ide. 
harmony.     A  cosy  window  seat  may  be 
added    in    appropriate   upholstery   and   a 
rug  and  chair  and  small  table  will  make 
the  impression  all  the  more  pleasing  and, 
hence,  of  better  selling  value. 
A  Demonstration. 
Some   Canadian   stores  have  the  walls 
of    their    paper    departments    lined-   win, 
-ample-  of  finished  work.  Lro  even  so  far 
as  covering  a  Liberal  section  to  repn 
the  whole  side  of  a  paneled  room.    ' 


"LAMMERMOOR"  Scotch  Blankets 


Guaranteed  made  wholly  from  PURE  WOOL 

The    Perfect    Scotch    Blanket 
Bath  and  Crib  Blankets 


Manufacturer 

WM.  LAIDLAW 

Cumledge  Mills,  Duns,    Scotland 


The    Original   "Highest   Grade* 

Scotch   Home-Made  (l>:ire  finish) 
and    Hospital    Blankets 


SCOTCH  CHEVIOT 
(Twill  Weave)  and 

SCOTCH  BATH 
( Plain  Weave)  in  stan- 
dard weights  and 
qualities. 

CRIB  BLANKETS, 
in  standard  sizes,  in 
both  weaves. 

BORDERS  in  Sky, 
Indigo  and  Pink,  or  to 
special  shade  if  re- 
quired. 

ENDS  Plain  Whipped 

or   Satin    Bound. 


wear    these 
arc     unex- 


For  hard 
Blanket- 
celled. 

The        HYOEAl 
Red     Cross    All-wool 
Hospital      Blanket     i> 
the  standard  tor  Hospi- 
tal use. 

BORDERS.  Sky,  In- 
digo and  Pink,  or 
imbordcred. 


TO  MERCHANTS 

It  inn  earn  the  Lammer- 
moor"  Scotch  Blanket,  you 
will  be  in  a  stronger  position 
to  compete  for  i  he  large  con- 
trad  work  in  your  ut\ . 


AGENTS 

Western  Canada:  The  Fraser-Mathei  Co. 
228  Chambers  "i  Commerce,  Winnipeg 
loi   Wilton    Building,    Vancouver. 


Eastern  Canada  :     W.  11.  Baker, 

si    Wellington    St     West, 


II 


Toronto 


TO  MERCHANTS 

The  "Lammermoor"  Scotch 
Blanket    w  ill    stimulate    the 

sales  in  your  Blanket  Depart- 
ment and  enhance  your  repu- 
tation lot  selling  high-class 
goods. 


Dry  Goods  Review 


HOUSE FURNISHINGS 


Brophy,  Parsons  and 
Rodden,  Limited 

IN  LIQUIDATION. 
NOTICE    OF    SALE    OF    DRY    GOODS. 

Notice  is  hereby  given  that  under  an 
authority  of  an  order  of  the  Superior  Court,  the 
undersigned  Liquidator  is  authorized  to  call  for 
tenders  for  the  sale  of  the  stock  of  Dry  Goods  of 
Brophy.  Parsons  &  Rodden,  Limited,  in  Liqui- 
dation. The  goods  can  be  seen  and  information 
obtained  on  the  premises,  25  Victoria  Square. 

Tenders  in  writing  for  purchase  of  the  above. 
addressed  to  the  Liquidator,  will  be  received  up 
to  3  o'clock  p.m.,  on  Tuesday,  the  3rd  day  of 
February  next,  together  with  an  accepted 
cheque  for  10  per  cent,  of  the  amount  of  the 
tender.  The  highest  or  any  tender  not  neces- 
sarily accepted. 

Montreal,  19th  January,  1914. 

JOHN  J.  ROBSON,  Liquidator, 

211  McGill  Street. 


ADS  ^D  SALES 


A  Study  of  Advertising  and  Selling  from 
the  standpoint  of  the  New  Principles  of 
Scientific  Management. 

By  Herbert  N.  Casson. 

An  Invaluable  Book  for  the  Manufacturers, 
Sales  Managers,  Salesmen,  Etc. 

This  is  the  first  book  which  has  attempt- 
ed to  apply  the  principles  of  Scientific 
Management  to  the  Problems  of  Sales 
and  Advertising. 

Cloth-bound,  Limited  Edition,  167  pages. 
Sent  Postpaid  on  Receipt  of  $2  to  any  Address. 


Technical  Book  Department 

MacLean  Publishing  Co. 

143-149   University  Avenue,  Toronto 


suggestions  as  to  just  what  can  be  done 
with  the  various  papers  kept  in  stock  by 
the  firm  have  proved  remarkably  success- 
ful in  actual  sales.  Often  the  exact 
counterparts  of  the  samples  have  been 
ordered,  or  others  that  would  work  up 
into  similar  beauty  of  design.  It  is  the 
simple  question  of  a  demonstration,  and 
in i  mie  appreciates  the  universal  influ- 
ence of  this  more  than  the  itinerant  ped- 
lar  who  Nells  Indian  cure-alls  upon  the 
street  corner  beneath  a  smoking,  dripping 
coal  oil  lamp. 

From  Around  a  Pillar. 
A  Canadian  store  has  adopted  the  idea 
of  arranging  four  units  around  a  pillar; 
in  the  form  of  a  square.  Each  shows  a 
window  draped,  with  wall-paper  as  part 
of  the  combination  and  a  rug  along'  the 
front,  and  a  chair  or  two  in  keeping. 
They  form  miniature  rooms  and  the 
novelty  of  turning  around  the  pillar  to 
Bee  the  other,  varied  decorative  effects, 
only  adds  to  the  suggestive  force. 

Another  display  man  arranged  a  series 
el  narrow  rooms  so  as  to  save  space,  at 
entrance  to  each  o  f which  were  corn- 
plete  curtains  of  cretonne,  while  inside 
on  the  back  wall  was  a  wall  paper  with 
borders  complete.  A  rug  and  one  or  two 
pieces  of  furniture  completed  the  effect. 


WINDOW  TRIMMERS 

i    AND  AD.  MEN 

(Continued  from  Page  39.) 
is  alter,  hut  often  she  is  told  to  try  an- 
other department.  1  remember  once  a 
lady  was  referred  to  me  by  a  clerk,  and 
had  to  find  her  way,  over  obstructions  in 
some  cases,  away  down  to  a  corner  of  the 
basement.  Often  customers  come  to  me 
for  something  that  we  have  put  in  tin- 
window.  In  order  to  assist  clerks  in 
making  sales  like  this  I  had  a  'phone  put 
in  my  office  and  the  head,  or  the  clerk  in 
many  cases,  'phones  me  about  it.  That 
is  all  right,  and  I  can  explain,  and  the 
customer  can  be  satisfied.  But  this  is 
only  a  make-shift  at  best.  Each  clerk  in 
each  department  should  know  just  what 
is  in  the  window  for  that  day  or  the 
several  days  it  may  be  there. 

"In  the  case  of  advertising  the  remedy 
is  more  simple.  There  are  only  a  limited 
number  of  items  for  each  department 
but  as  it  is  now.  often  the  clerks  do  not 
think  of  reading  the  list,  and  frequently 
ignore  the  single  copy  of  the  "ad."  set  up 
in  the  circle. 

Come  in  Ready  to  Buy. 

"The  reason  that  this  weak  point  in 
our  system  appeals  to  me  so  strongly  is 
that  it  is  not  even  an  ordinary  case  of 
obliging  a  customer.  The  fact  is  that 
every  one  who  inquires  about  something 
in  a  window  or  an  ad.  is,  in  the  language 
of  an    insurance  man,   a  first-class  risk. 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


"HAUGH"  BRAND  FACTORY. 

In  an  item  in  the  Special  Spring  Num 
her  it  was  stated  that  the  Defiance 
Manufacturing  Co.,  Ltd.,  of  Toronto, 
were  manufacturers  of  Hall  Brand  gar- 
ments. This  should  have  read  "Haugh" 
Brand,  which  is  applied  to  the  firm's 
v* ell-known  lines  oi  duck  and  wash  cloth- 
ing for  men  and  boj 

Tlif  Defiance  Co..  owing  to  a  rapid 
growth  of  business  Lis  been  force!  to 
extend  their  factor;  space  by  5,000  feet, 
and  a  large  addition  has  been  made  to 
their  staff.  The  new  quarters  are  splen- 
didly lighted  and  ail  other  requisites  are 
provided  for  carrying  on  the  business  effi- 
ciently. After  devoting  themselves  for 
seven  years  to  the  wholesale  trade  Hum 
have  begun  selling  to  the  retail  trade 
direct.  Their  lines  include  coats,  trous- 
ers, lustre  and  alpaca  coat-,  motor  coal  . 
Norfolk  suits,  wash  suits,  aprons, 
hoy  scout  suits,  etc.  The  "Haugb 
Brand''  garments  are  sent  out  in  dust- 
proof  packages.  A  catalogue  will  be  for- 
warded on  application. 

Tt  should  be  added  that  the  "Hall" 
Brand  is  the  product  of  A.  &  T.  Hall, 
1. muted. 


Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  Impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial   Flowers   for  Decoration. 

L.  Kallmann  &  Co.,  357   W.  Chicago  Ave., 

Chicago,  111. 
L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 

Monacal,   Que. 
Schack    Artificial    F'lwer    Co.,    1730    Mil- 
waukee Ave.,  Chicago,   111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 

Montreal. 
Accordion   Flattings. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 

St.,    Toronto. 
Burlaps. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 

Que. 
Blankets. 
Penmans,  Limited,  Paris,  Ontario. 
Fraser,    Mather   Co.,    Winnipeg,    Man. 
Miller  &  Porteous,   Hollybush,   Ayrshire, 

Scotland. 
Wm.     Laldlaw     Cumledge     Mills,     Duns, 

Scotland. 

Bathing    Suits. 
Home  &   Watts,  19  Duncan   St.,  Toronto, 
Ont. 
Boy    Scout    Supplies. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Suits. 
Home  &  Watts,  19  Duncan  St.,  Toronto, 
Ont. 
Batting. 

Robt.   Henderson    &    Co.,    181    McGlll   St., 
Montreal,  Que. 
Burlap    (Dyed,   Oil   Coated   and   Sized). 
Stauntona,   Ltd.,  934  Yonge   St.,  Toronto. 

H.  &  W*.  Co.,  130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian   Corset  Co.,  Quebec,   Que. 
Voss  &  Stuffmann,  Montreal,  Que. 
Buttons. 

Forsyth   Kimmel  &   Co.,   Berlin,   Ont. 
Moulton   Mfg.  Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,   City   Road,   London,   N.,   Eng. 
Ashton    &    Pulford,    22    Black    Piccadlly, 
Manchester,   Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.   Co.,    Clinton,   Ont. 
Belts,   Ladies'. 

R.  D.  Falrbairn   Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Boot   and    Shoe    Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Children's   Dresses. 

Home  &   Watts,  19  Duncan   St.,  Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.   D.   Falrbairn   Co.,  105  Simcoe   St.,   To- 
ronto.   Out. 
Star    Whltewear    Mfg.    Co.,    Berlin,    Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Correspondence    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts..   Toronto. 
Economist   Training   School.   239   W.  39th 
St.,   New   York,   N.Y. 
Cash    Registers. 

National    Cash    Register    Co.,    285    Yonge 
St.,   Toronto,   Ont. 
Cash  and  Parcel  Carriers. 
The    Lamson    Store    Service    Co.,    Boston, 

Mass.,    U.S.A. 
GIpc  Hazard     Store    Service    Co.,    99    On- 
tario  St.,   Toronto,   Ont. 
Cloth    ChnrtH. 

A.   E.   Putnam   Co.,   Washington.   Iowa. 
(  .iii- 
Cooper   Cap   Co.,   Spadlna    Ave..    Toronto, 
Ont. 

Corsets. 

H.  &  W.   Co.,   130  Fifth  Ave.,   New   York, 

N.Y. 
Parisian    Corset   Co..    Quebec,    Que. 
Voss  &  Stuffmann,  Montreal,   Que. 
Crochet    Cotton. 

Illcks,  Bulllck  &  Co.,  Relfast.   Ireland. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dnme    St.    W., 

Montreal,  Que. 
Greenshields,   Ltd.   Montreal.   Que. 
Canadian   Carpet   4   Comforter  Mfg    Co., 

Toronto,  Ont. 
Guelph  Carpet  Mills,  Gnelpt   i 


Cutting    and    Wire    Stapler    Machines. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Corset    Covers. 
F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Ont. 
Cottons. 
Greeushlelds,   Limited,   Montreal,   Que. 
The  Dominion  Textile  Co..  Montreal,  Que. 
Ilorrockses,    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars   (Waterproof). 
Arlington    Co.,    54    Fraser   Ave.,    Toronto, 

Ont. 
Parsons   &   Parsons   Canadian   Co.,   Ham- 
ilton.  Ont. 
Smith    D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Chiffons. 
Novelty   Import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington W.,  Toronto. 

Comforters. 

Canadian   Carpet   &   Comforter   Mfg.   Co., 
Toronto,  Ont. 
Cushions. 
Canadian    Carpet   &    Comforter    Mfg.   Co., 
Toronto,  Ont. 
Canvas   Coat  Fronts. 
Toronto   Pad   Co.,  569  Queen   St.   W.,  To 
ronto.   Ont. 
Cotton   Linen  and   Elastic   Laces. 

Parisian  Corset  Co.,  Quebec,  Que. 
Corset    Clasps    and    Sanitary    Necessities 

Parisian   Corset   Co.,   Quebec,   Que. 
Coats    (White). 
Robert   C.   Wilklns   Co.,   Farnham,    Qu-v 
Miller   Mfg.   Co.,  Toronto.   Ont. 
Coats    (Ladies'). 

Patrician     Cloak     &     Suit     Co.,     Samu'ds 

Bldg.,  Toronto,  Ont. 
Goldhamer    Coat    &    Suit     Co.,    Spadlna 
Ave.,  Toronto.  Ont. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto, 

Ont. 
International  Tailoring  Co.,  62  John   St., 
Toronto.   Ont. 
Clothing   (Duck  and  all  Specialties). 

Miller  Mfg.  Co..  251   Mutual  St.,  Toronto, 

Ont. 
Defiance  Mfg.   Co.,  College  and   Bathurst 
Sts.,    Toronto, 
Dress   Fabrics. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 
Bropby  Parsons  A  Rodden,  Montreal,  Que. 
W.  R.  Brock  Co  .  Bay  &  Wellington  Sts., 

Toronto,    Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 

Greenshields,   Limited.   Montreal.   Que. 
Nisbet    .V:    Auld,    34    Wellington    St.    W.. 

Toronto,    Ont. 
Lnw,   Russell  &  Co.,  Ltd.,  Bradford,  Eng. 
Bradford     Dyers    Association,    Bradford. 
Eng. 
Dress    Forms. 

Delfosse  &  Co.,  Montreal.  Que. 
Dale    A    Penrsall,    100    Front    St.    E.,    To- 
ronto.  Ont. 
Hnll-Bnrchert    Dress    Form    Co.,   158   Bav 
St..  Toronto.  Ont. 
Dresses. 

Detroit    Princess  Mfg.  Co.,  Detroit.  Mich. 

Rosebud   Mfg.  Co.,  io:!-.ri  Mercer  St.,  New 
York.    N.Y. 

Star    Wbitewpar    Mfg.    Co..    Berlin.    Ont. 

I!      D.     Falrbairn     Co..     105    Simcoe     St., 
Toronto,   Ont. 

Germain   &   Smith,  Ltd.,  Montreal.  Qne. 

Borgenlcht,  Kornrelch  &  Co..  1115  Broad- 
way,  New  York,  N.Y. 
Dress   Shields, 

I.     R      Klelncrt     Rubber    Co.,     Wellington 
St     W  .   Toronto,   Ont. 

Parisian   Corset   Co..   Quebec,   Que. 
Dress    Trimmings. 

Thompson   Lace  A   Veiling  Co.,  DO  Wei- 

llnctnn    St.    W..    Toronto.    Ont. 

smitii    D'Bntremont   Co.,   I  it:.  Queen   w.. 
Toronto, 
Embroideries, 

Klnnber  A   Co.   Broadway   and    istb   St.. 

New  York,  N.Y. 
Sterling     Lacs    A     Nnvpltv     Co..    Toronto. 

Ont 
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Neuberger    &    Co.,    124    Fifth    Ave.,    New 

York,   N.X. 
Tauber    Bros.    &    Co.,    G7    St.    James    St., 
Montreal,  Que. 
Kmbroidered    Applique   Letters. 
Krautheimer     i     Co.,    20     Edmund     PI.. 
Aldersgate   St.,    London,    E.C.,   Eng. 
Flannellettes. 
Horrockses,  Crewsden  4  Co.,  Manchester, 
Eug. 
Fours, 
Sidney    Blumenthal    &    Cc  ,    395    Fourth 

Ave.,  New  York,  N.Y. 
L.  Guaedluger,  Son  &  Co.,  Montreal,  Que. 
Laberge  Chevalier  &  Co.,  Ltd.,  Montreal. 

Que. 
Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  Que. 
Furniture. 
The  Victoriaville  Furniture  Co.,  Victoria - 

ville,   Que. 
B.  Cohen  &  Sons,  1-19  Curtain   Rd.,  Lon- 
don,  Eng. 
Trilling. 
R.  D.  Falrbairn  Co..   105  Simcoe  St..  To- 
ronto, Ont. 
Flowers  for  Millinery. 

Melles  &  Co.,  Montreal,  Que. 
Continental   Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
Riegel  &   Langer,  319  Kings  Hall.   Mont- 
real, Que. 
Debenham's,  Ltd.,  Montreal  and  Toronto. 
Feathers. 
Melles  &  Co.,  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St.. 

Toronto,  Ont. 
Dominion  Ostrich  &  Feather  Co.,  Toronto. 

Ont. 
Riegel  &  Langer,  319  Kings  Hall,  Mont- 
real, Que. 
Debenham's,  Ltd.,  Montreal  and  Toronto. 
Fancy  Dry  Goods. 

Thompson    Lace   &    Veiling    Co..   70    Wei 
llngton   St.   W.,   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Gowns. 
F.    G.    Hayward    Manufacturing    Co..    77 

York  St.,  Toronto,  Ont. 
Riegel  &   Langer,  319   Kings   Hall, 
real,  Que. 
General    Dry    Goods. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 

Que. 
J.  &  N.  Phillips  &  Co.,  Manchester,  Eng 
Vassie  &  Co..  Ltd.,  St.  John,   N.B. 
Cook,   Son   &   Co.,   London,  Eng. 
Debenhams,   Ltd.,   Montreal  and   Toronto 
A.  Racine,   Limited,   Montreal,  Que. 
Hitchcock    Williams    &    Co.,    St.     Paul's 

Churchyard,  London,  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts  . 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Montreal.    Que. 
Greenshields,   Ltd.,   Montreal,   Que. 
Brophy,    Parsons    &     Rodden.     Montreal. 

Que. 
John   King  &  Son.  Glasgow.  Scotland. 
Mclntyre  Son  &  Co..  Ltd.,  Montreal,  Que 
Gloves, 

I'errin    Frerp  &   Cie ..    Montreal.   Que. 
Germain  &   Smith,   Ltd.,  Montreal,  Qne. 
Greenshields.    Ltd..   Montreal,   Que. 
Charles   Perrin   &   Cle.,   16  McGlll   College 

Ave.    Montreal,    Que. 
Mclntyre   Son   &   Co.,    Ltd.,   Montreal. 
(.ra~s   Carpet    Ktigs. 

Crei     Carpet     Co.,     377     Broadwav.     New 
York,   N.Y. 
Girdle*. 

Moulton   Mfg.  Co„   Montreal.  Que. 
Ginghams. 
Win.     Anderson     A     Co.,     Ltd.,    Glasgow 
Scotland. 
Gloves    (Working). 
Durham  Glove  Co.,  Bowmanvllle.   Ont. 
Hamilton   Carhartt   Mfg..    Ltd  .  .'>:«  Queen 
B„   Toronto,   Ont 

Hose    Supporters. 
The   Berlin    Suspender   Co..    Berlin.   Ont 
Falre  Bros.  Co..  Leicester.  Eng 
I.  B.  Klelnert   Rubber  Co..  Wellington   St 

V7.,   Toronto.   Ont. 
Parisian   Corset  Co.,   Quebec,   Que. 
Iloiihp    Furnishings. 
\Y    1!    Brock  Co.,  Bay  A  Wellington  Sts. 

Toronto.  Ont. 
Greenshields,   Limited.  Montreal.  Que 
Stonards.    Limited.   7   Paternoster   Bldgs 
London.    EC..    Eng 
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Hosiery. 

A    Burritt  &   Co.,   Mitchell,   Ont. 
Ciiipman,  Holtou  Knitting  Co.,  Hamilton, 

Pe^mans,   Limited    Paris,  0«it. 

Tauber    Bros.    &    Co.,   61    St.    James    »i., 

MercSr"  MiUs^Limited,   Hamilton,   Ont. 

AlfraedaHa'wley  &  Co..  Hinckley    Eng. 
Perrin  Frere  &  Cie.,  Montreal,  Que. 
Louis   Hermsdorf,  235  W.  39th  St.,   New 

York    N  Y 
Greenshields",  Limited,  Montreal,  Que. 
Goderich    Knitting   Co.,   Goderlch,   Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Dr     Jaeger    Co.,    Ltd.,    243-5   Bleury    St., 

Montreal,  Que. 

Handkerchief!*.  _.      w 

Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Out.  _    . 

Silks  Co.,  58  Bay   St.,  Toronto,   Ont. 

"w^ordTco.,  85  King  W..  Toronto. 

HOD0ekLoangdHoyoek-&  Bye  Co..  St.  Mary's.  Ont. 

Hadea?°Ha!r   Goods   Co.,   77   York   St.,   To- 

Standard0  Hair    Co.,    Ill    Windsor    St., 

Hl^Dertea&    Jaslow.   207   St.   James   St.. 
Montreal. 
HIdea?eHalr   Goods   Co.,   77   York   St.,   To- 

Bvard°Mfg.  Co.,  Nottingham,  Eng. 
Hlbbert    I    Jaslow,   207   St.   James   St., 
Montreal. 

HWreyf?rd'&  Co.,  S5  King  W.,  Toronto. 
Hair    Ornaments.  _ 

Ideal   Hair   Goods   Co.,   77   York   St.,    10- 

Hibbirt  °&t-  Jaslow.   207   St.   James   St., 

Sinlth^D^'ntremont   Co.,   1475   Queen   W., 
Toronto. 

HemstitchinK.  „.   ...  r<         cm    vn„m 

Toronto    Dress    Tlaiting    Co.,    600    Yonge 

St..    Toronto,   Ont. 
Individual  Names  on  Tape. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautheimer     &     Co.     20     Edmund     PI.. 

Aldersgate  St.,   London,   E.C.,   Eng. 

,nCWt8s,  19  Duncan  St..  Toronto. 

Ont. 
Infants  Novelties.  „ 

Rite  Specialty  Co.,  35  W.  36th  St.,  «ew 

Richard  GYkrueger  Co.,  162  W.  21st  St., 
New   York,   N.Y. 

InFrinkUn   Mfg.  Co.,  260  Church   St.,   New 
York,   N.Y. 

^"v^KnUting   Co..   Woodstock,   Out. 
Greenshields,   Limited,   Montreal.   Que. 
Zimmerman  Mfg.  Co.,  Hamilton,  Ont. 
The    Monarch    Knitting    Co.,    Dunnville, 

R    m!   Ballantyne,    Ltd.,   Stratford,    Ont. 
A."  Burritt   &    Co.,    Mitchell,    Ont. 
Gait   Knitting  Co.,   Gait,   Ont. 
C.   Turnbull    Co.,   Gait.    Ont 
Goderich    Knitting   Co.,   Goderich     Ont. 
Schofield    Woollen    Co.,    Oshawa,    Ont. 
Kingston  Hosiery  Co.,  Kingston,  Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,   Toronto.  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
S.   F.   Gibson  &  Co.,  East  Ham,   London. 

Dr  "jaeger's  Sanitary  Woollen  System 
Co..  Ltd.,  243-5  Bleury  St.,  Montreal,- 
Que. 

Kassab     Kimona     Co.,     St.     Helen     St., 
Montreal. 
Knitting   Wools. 

Thos.   Burnley   &    Sons,    Nr.    Leeds,   Eng. 
Linoleums.  _.._»««»  , 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 
Bradford  Dyers  Association,  39  Well  St., 
Bradford,  Eng. 
Linens. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont.  ,     , 
Wm.   Liddell  &   Co..  Belfast,   Ireland. 
Old  Bleach  Linen  Co.,  Randalstown,  Ire- 

R.    H.'  Cosbie,    Wellington    St.    W.,    To- 
ronto, Ont.  ,     _ 
Greenshields,   Limited,   Montreal,   Que. 
Silks  Co..  58  Bay  St.,  Toronto,  Ont. 
John  S.  Brown  &  Son,  Ltd.,  Belfast,  Ire- 
land. .    _ 
Mclntyre  Son  &  Co..  Ltd.,  Montreal,  Que. 


R.  D.  Fairbalrn  Co.,  105  Simcoe  St.,  To- 

Novelty  I°mport  Co.,  76  Bay  St.,  Toronto, 
Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  Que. 

Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Laces    (Hand    Made). 
G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 

Birkin  &  Co.,  Nottingham,  Eng. 

Klauber  &  Co.,  Broadway  and  18th  bt., 
New  York.  N.Y.  „        ,„    _  , 

Thompson  Lace  &  VeiUng  Co.,  59  Wel- 
lington  St.   W.,   Toronto,  Ont. 

Greenshields,   Limited,   Montreal,   Que. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Sterling    Lace    &    Novelty    Co.,    Toronto, 

Riegei  &  Langer,  319  Kings  Hall,  Mont- 

Taube'r  Bros.  &  Co.,  67  St.  James  St., 
Montreal,  Que. 

Lighting  System. 

Canadian  H.  W.  Johns-Manville  Co.,  Flat 
Iron  Bldg.,  New  York.  N.Y. 
Leather  Novelties. 

P    W.  Lambert  &  Co.,  64  Llspenard  St., 

New  York,  N.Y. 
Julian   Sale   Leather  Goods  Co.,  King  St. 

W.,  Toronto,  Ont. 

Germain   &   Smith,   Ltd.,    Montreal,   Que. 

Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Ladies'   Bust   Forms. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  To- 
ronto, Ont. 
Lace   Curtains. 

T.   I.  Birkin  &  Co.,  Nottingham,   Eng. 
Men's  Furnishings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,  Ont. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 
Men's   Neckwear.  ... 

Pim  Bros.  &  Co.,  William  St.,  Dublin, 
Ireland. 

Crescent   Mfg.   Co.,   Montreal,   Que. 

Fowke,  Singer  &  Co.,  7  Wellington  St. 
W.,  Toronto,  Ont.  ol     w 

W.  R.  Brock  Co.,  Notre  Dame  St.  W., 
Montreal,   Que. 

Greenshields,    Ltd.,    Montreal,    Que. 

Tooke   Bros.,    Ltd..    Montreal,   Que. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Mitts.  .    _    .. 

Reliance  Knitting  Co.,  King  and  Bath- 
urst  Sts.,   Toronto,   Ont. 

R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 

Goderich    Knitting    Co.,    Goderich,    Ont. 

A.  Burritt  &  Co.,   Mitchell,  Ont. 
Maiines.  _       .         _ 

John   Heatheoat  &   Co.,   London,  Eng. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 

Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington W.,  Toronto. 
Mesh   Bags.  „.     _ 

Hibbert   &   Jaslow,     207     St.   James   St., 
Montreal,  Que. 
Millinery.  , 

Continental  Mfrs.  Syndicate,  77  York  St.. 

Toronto.  Out. 
Debenham's,  Ltd.,  Montreal  and  Toronto. 
Morris  &   Saward,   21-22  Castle   St.,   Lon- 
don W.,  England. 
Gage  Bros.  &  Co.,  Chicago,   111. 
D.    B.    Fisk    Co.,    225    N.    Wabash    Ave., 

Chicago,  111.  m 

Melles  &  Co.,  3  Crlpplegate  Bldg.,  Wood 

St.,   London,   England. 
Germain   &   Smith,   Ltd.,    Montreal,   Que. 
D.   McCall   Co.,   Toronto,   Ont. 
Montreal   Hat  &   Frame  Co.,   Ltd.,   Mont- 
real,  Que.  

Strachan,  Burden  &  Plaskett,  76  Welling- 
ton St.  W.,  Toronto,  Ont. 
Riegei  &  Langer,  319  Kings  Hall.  Mont- 
real,  Que. 
Maribou  and  Ostrich  Stoles. 

Germain   &   Smith,    Ltd.,    Montreal,   Que. 
Motor  Coats   (Men's  Cotton  and  Linen). 

Miller  Mfg.  Co.,  Toronto,  Ont. 
Motor   Coats. 

National    Rubber   Co.,    Montreal,    Que. 
Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Motor    Scarfs. 

S.   F.  Gibson   &   Co.,  East  Ham,   London, 
Eng. 
Moquettes.  _ 

Otto  T.  E.  Veit  &  Co.,  64  Wellington  St. 
W.,   Toronto,   Ont. 
Matting. 

Otto  T.  E.  Velt  &  Co.,  64  Wellington   St. 
W.,   Toronto,   Ont. 
Nets.  _ 

T.   I.  Birkin  &  Co.,   Nottingham,  Eng. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Ont.  m 

Thompson   Lace  &   Veiling  Co.,   59   Wel- 
lington   W.,   Toronto. 
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Narrow   Fabrics    (Cotton,  Linen,   Silk). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Neckwear   (Ladies'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W., 

Toronto,   Ont. 
Voss  &  Stuffmann,  Montreal,  Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 

Ont. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Oil  Cloths. 
The   Dominion    Oil   Clotr    Co.,    Montreal, 
Que. 
Office  Systems. 

Copeland-Chattersou  Co.,  Kent  Bldg.,  To- 
ronto, Ont. 
Ostrich   Feathers. 

S.  E.  Porter  &.   Co.,  Montreal,  Que. 
Overalls. 

Robert   C.   Wilkins   Co.,   Farnham,   Que. 
Hamilton  Carhartt  Mfg.,   Ltd.,  535  Queen 
E.,    Toronto,    Out. 
Ornaments   (Silk). 

Moulton   Mfg.   Co.,   Montreal,  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home  Pattern  Co.,  New  York,  N.Y. 
The    McCall    Co.,    236    W.    37th    St.,    New 

York,   N.Y. 
The  Butterick  Publishing  Co.,  Butterick 
Bldg.,  New  York,  N.Y. 
Pads. 

Toronto  Pad   Co.,  569  Queen   St.  W.,  To- 
ronto,  Ont. 
Plated   Jewelry. 
Ideal  Hair  Goods  Co.,  77  York   St.,  To- 
ronto, Ont. 
Hibbert    &    Jaslow,   207   St.   James    St., 
Montreal. 
Pin   Tickets. 
Copp,  Clark  Co.,  517  Wellington  St.  W., 
Toronto,  Ont. 
Pillows. 
Canadian   Carpet  &   Comforter   Mfg.  Co., 
Toronto,  Ont. 
Quilts. 
Jonathan    Dearden   &  Co.,   11-13   Bridge- 
water   Place,    Manchester,   Eng. 
Keady-to-Wear. 

Greenshields,  Ltd.,  Montreal,  Que. 
Raincoats. 
H.  E.   Davis  &   Co.,   Montreal. 
C.   Kenyon   Co.,  23rd   St.  and   Fifth   Ave., 

New  York,  N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford, Eng. 
National  Rubber  Co.,  Ltd.,  Montreal,  Que. 
Scottish  Rubber  Co.,  Montreal. 
Canadian  Consolidated  Rubber  Co.,  Ltd., 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto.   Ont. 
Belding    Paul    Corticelli    Co.,    Montreal, 

Que. 
Silks    Co.,    58   Bay    St.,    Toronto,    Ont. 
Rugs    (Wilton). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington   St. 
W.,   Toronto,   Ont. 
Rugs    (Axminster). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St. 
W.,   Toronto,    Ont. 
Rugs    (Velvet). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington   St 
W.,   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Ont. 
Suspenders. 
Berlin    Suspender    Co.,    Berlin,    Ont. 
S.   E.   Porter  &   Co.,   Montreal.   Que. 
Halls,    Limited,    Brockville,    Out. 
Spool    Silks    (For   Manufacturers'    Use). 
Walter  Williams  &  Co.,  Montreal,  Que. 
Staple  Dry  Goods. 
W.    R.    Brock    Co..    Bay    and    Wellington 
Sts.,   Toronto,   Ont. 
Smallwares. 
W.    R.    Brock    Co..    Bay    and    Wellington 

Sts.,   Toronto.   Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal.  Que. 
Greenshields.   Limitpd.   Montreal.   Que. 
Ideal    Hair   Goods   Co.,   77   York    St.,    To- 
ronto,  Ont. 
Store    Fixtures. 
Jones   Bros.    &    Co.,    Parliament    St.,    To- 
ronto.   Ont. 
Clatworthy  &  Son,  King  St.  W.,  Toronto, 

Ont. 
Dale   &    Pearsall.    106    Front    St.    E.,    To- 
ronto.   Ont. 
J.   R.   Palmenberg's   Sons,  710  Broadway, 

New  York.  N.Y. 
B.  Brager.  49  Crosby  St..  New  York,  N.Y. 
Delfosse   &    Co..   Montreal.   Que. 
A.    S.    Richardson    Co.,    99    Ontario     St., 

Toronto.  Ont. 
Tnvlor    Mfg.    Co..    Hamilton.    Ont. 
Walker  Bin   &   Store  Fixture  Co.,  Berlin, 
Ont. 
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More     1  runts. 

J  in-    Consolidated    Plate    Glass    Co.,    -Ml 
Spadluu    Ave.,   Toronto,    Ont. 

Tlie    Kaivuecr    .Mfg.    Co.,    Nlles.    .Mlcli. 
Zourl   Drawn    Metals  Co.,  221   West   Schil- 
ler St.,   Chicago. 
Siveaterc-oats. 

Penmans,    Limited,    I'aris,   Ontario. 

Reliance    Knitting    Co.,    King   and    Bath- 
urst    Sts.,    Toronto,    Ont. 

Pride    of    the    West    Knitting    Co.,    Van- 
couver,   B.C. 

arch    Knitting   Co..    Dunnvllle,   Out. 

Et.    M.    Ballantyne.    Ltd.,    Stratford,    Out. 

C.   Turnbull   Co.,    Gait,    Ont. 

Harvey  Knitting  Co.,  Woodstock,  Ont. 

A.    Burritt    &    Co..    Mitchell,    Ont. 

Dr.    .laeger    Co.,    Ltd..    243-6    Bleary    St., 
Montreal,  Que. 

Hanitas   Wall   Covering. 

Stauntons,   Ltd.,   934   Youge   St.,   Toronto. 
Skirts. 
W.   H.   Wright  &  Co.,  433   Queeu   St.   W., 

Toronto,   Out. 
The    Clayson    Co.,    2S0    College    St.,    To- 
ronto,  Ont. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Out. 
Silk   Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
.Show    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids     Show     Case    Co.,     Grand 
Rapids,    Mich. 
Shoe  Itnckles. 

Smith    D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Skein   Dyeing-. 

Narrow    Fabric    Weaving   &    Dyeing   Co., 
Gait,   Ont. 
Sashes. 
R.  D.  Falrbairn   Co.,  105  Simcoe  St.,  To- 
ronto, Ont. 
Silk    Ornaments. 

Moulton   Mfg.  Co.,   Montreal,  Que. 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto,    Out. 
Scarfs. 
Novelty   Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 
Shirts    (Soft). 

Robert    C.    Wllkins    Co.,    Farnham,    Que. 
Miller  Mfg.  Co.,  251  Mutual  St.,   Toronto 
Summer     Clothing. 

Robert    C.    Wllkins    Co.,    Farnham,    Que 
Silks. 

Debenhams,   Ltd..   Montreal  and   Toronto. 
Beldlng,    Paul,    CortlcelH    Co.,    Montreal, 

Que. 
Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Silk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Salts. 
Patrician     Cloak     &     Suit     Co.,     Samuels 

Bldg.,  Toronto,  Ont. 
Goldhamer    Coat    &    Suit    Co.,    Spadina 
Ave.,    Toronto,    Ont. 


The    Clayson    Co.,    280    College    St.,    To- 
ronto.  Ullt. 
-colli     siiil-. 

Deflam  -    \ttg    I     .   I  o]  egi    and    Batliurst 

si-..    Toronto. 

MiirlN. 

Tooke  Bros.,  Montreal,  Que. 
Crescent   Mig.  Co.,   Montreal,  Que. 
Deacon    Shirt   Co.,   Belleville,   Ont. 
Regent   Shirt    Co.,    Notre   Dame    St.    W., 

Montreal,   Que. 
Wreyford  &  C"..  s-"i  King  w..  Toronto 

Defl: Mfg.  Co  .   College  ami    Batnnrst 

si  s  .    Toron  to. 
Toques. 
Reliance  Knitting  Co.,  King  &  Batnnrst 

Sts.,    Toronto,    (Jut. 
R.    M.   Ballantyne,    Ltd.,   Stratford,   Ont. 
A.   Burritt  &.   Co.,   Mitchell,   Ontario. 
Tailors'    Trimmings. 
Toronto     Pad     Co.,     569     Queen    St.    W., 
Toronto,  Ont. 
Tweeds. 

Greenshields,    Limited,    Montreal,   Que. 
Tassels. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton  &  Pulford.  22     Back     Piccadilly, 
Manchester,    England. 
Trousers    (Duck). 
Robert  C.  Wllkins  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 
Belding     Paul     CortlcelH     Co.,     Montreal, 
Que. 
Thread     (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
s.   Lennard  &  Sons,  Dundas,  Ontario. 
Penmans,   Limited,   Paris,   Ont. 
Mercury    Mills.    Limited.    Hamilton,    Ont. 
Reliance   Knitting   Co.,    King   &   Bat  hurst 

Sts.,    Toronto,    Out. 
G.  Brettle  &  Co.,  London,  Eug. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Uuderwear, 

Limited,  Moncton,  N.B. 
C.   Turnbull   Co.,   Gait,   Ont. 
Harvey   Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,  Ont. 
Mclntyre  Son  &  Co.,  Ltd..  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St., 
Montreal,  Que. 
Umbrellas  and  Parasols. 
R.    D.    Falrbairn    Co.,    105    Simcoe    St., 
Toronto.   Ont. 
Underskirts. 
Form      Fitte      Co.,      182      Spadina    Ave., 
Toronto,  Ont. 
Vacuum   Cleaners. 
Clements  Mfg.  Co.,  Duchess  St.,  Toronto. 
Onward   Mfg.  Co.,  Berlin,  Ont. 
Veilings. 
Canada   Veiling  Co.,   Toronto. 
John    Heathcoat  &   Co.,   London,   Eng. 
Thompson      Lace     &     Veiling     Co.,     69 

Wellington    St.   W.,   Toronto.   Ont. 
Novelty   Import  Co.,  76  Bay   St.   Bav   St., 
Toronto,  Ont. 


Velretaeas, 

.1     iV  J.  M.  Worrall,  Limited,  Manchester. 

Eug. 
"Louis."  57  Newton  St.,  Manchester,  Eng 
Velvets. 
The  Continental  Mfrs.  Syndicate,  77  York 
St.,   Toronto,   Ont. 
Wholesale        Carpets,        Oil        Cloths        and 
Linoleums. 

John  M.  Garland  Son  &.  Co..  Ottawa,  Ont. 
Women's   Outer   &    Under    Garments. 
W.  K.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,  Ont. 
W.    R.   Brock   Co.,    Notre     Dame   St.    W.. 
Montreal.   Que. 
Wholesale    Woollens    and    '1  rimming*. 

.John  M.  Garland  Sou  &  Co.,  Ottawa,  Ont. 
Wax  I-'igures. 
Pale    &    Pearsall,      106      Front      St.      E.. 

Toronto,    Ont. 
Delfosse  »V-   Co.,   Montreal,   Que. 
A.    S.    Richardson    Co.,     99     Ontario    St.. 

Toronto,  Ont. 
J.   R.   Palmenberg's   Sons,  710  Broadway. 
New    York,    N.    Y.,    D.    S.    A. 
Wholesale    Smallwares    and    Fancy    Goods. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale   Merchant    Tailors. 
Win.  H.  Lelshman  &  Co.'.  119  Adelaide  St. 
W.,    Toronto.    Ont. 
Wholesale    Drygood*. 

John  M.  Garland  Son  &  Co..  Ottawa.  Out. 
Whitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivers. 

Que. 
Sperling  &   Lea,   Herald   Bldg.,   Montreal. 
Waists. 
Star  Whitewear   Mfg.   Co.,   Berlin,   Ont. 
R.    D.    Falrbairn     Co.,     105     Simcoe    St.. 

Toronto.  Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Mever  Mfg.  Co..  Toronto.  Out. 
Ladies'   Wear.   Limited,  84  Wellington   St 
W..    Toronto.    Ont. 
Wall   Paper   Display   Racks. 

The   Onward    Mfg.   Co.,   Berlin,   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co.,     GraDd 
Rapids.   Mich..  D.  S.  A. 
Window    Shade    Paper. 

Stauntons.    Ltd..   034   Yonge   St..   Toronto. 
Wool    Underwear.   Men's. 
Thos.   Waterhouse  &   Co..   Ingersoll,   Ont 
Schofield  Woollen  Co..  Oshawa.  Ont. 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    s 
Montreal,  Que. 

Woven  Labels. 

Colonial  Weaving  Co..  Peterborough.  Ont 

Narrow    Fabric    Weaving   &    Dyeing   Co.. 
Limited.  Gait.   Out. 
Woven    Labels   for   Garments. 

Krautheimer     &     Co..    20     Edmund     PL. 
Aldersgate  St.,  London.  E.C.,  Eng. 
Wallpaper. 

Stauntons.  Limited,  944  Yonge  Street.  To- 
ronto,   Ont. 

The    Watson    Foster   Co.,    Montreal.    Que 


John  Wanamaker  says  that  advertising  doesn't  jerk  — 
it  PULLS.  He  ought  to  know,  and  yet  some  men  think 
that  advertising  should  go  against  all  rules  and  prece- 
dents and  jerk  them  to  success  with  one  tremendous  yank. 
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MEN'S  WEAR   SECTION 


Features  of  This  Number 


Concealing  Cu1  in   Prices  From  the  Public. 
Noisome   and  Nauseous   Advertising.    * 
Lucky  Man  Took   Hat  Store's  $400. 
Cupids,  Hearts  and  Arrows  on  Show  Cards. 
What  We  Shall  Wear  in  the  Spring. 
Protecting  the  Window  Trimmer. 
Gravitating  Towards  a  Larger  Window  Unit. 
Illustrations  of  New  York  Trims. 
Bright  Combinations  in  Shirts. 
Coming  to  Black-Edged  Evening  Wear? 
Salesmanship  in  a  Clothing  Store. 
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Hum  fori' 
tr\ i 


vers 


Robbers  and 

Over-Slockings  in  On.-. 

Buy  to  put  on  and  take  olT.  Kit  well 
— Look  well — Wear  well.    All  sizus  for 
ivoracn  and  children. 
Buy  them  and  protect  yourself  and 
^  fa  rally  from  winter  Ills. 

Canadian  Consolidated  RubberCo. 
Limited,  Montreal 


All  Dealers 


Kumfort 

■AOver- 
\       Shoes 


Rubbers  and 
Over-Stockings 
AH  in  One.  * 

Easy  to  put  on  and 
take  off.  Fit  well- 
Look  well — Wear  well. 
All  sizes  for  women 
and  children. 

Buy  them  and  protect 
yourself  and  family 
from  winter  ills. 

Canadian 

Consolidated 
RubberCo. 
Limited, 
Montreal. 


All  Dedkw 


These 
ADVERTISEMENTS 

are  appearing  in  thousands  of 
daily  newspapers  in  Canada 
during  the  winter  months. 

Have  You 
A  Sufficient  Stock  of 

KUMFORTS 

to  meet  the  demand  of  your 
customers  for  this  popular 
seller?  If  not,  send  your  order 
to-day  to  our  nearest  branch. 


CANADIAN 

CONSOLIDATED   RUBBER 

CO.,  LIMITED 


Montreal 


28   Branches  Throughout   Canada 


MEN'S  WEAR   SECTION 


When  Prices  are  Cut  Public  are  Not  Informed 

Unique  Method  of  Men's  Wear  Store  of  Woodstock,  Out.,  Run  by 
Moore  &  Doherty — Customers  Will  Appreciate  Values  Given — 
Oval  Display  Windows  —  Avoiding  Suspicion  of  Having  Two 
Prices. 


IF  you  found  a  firm  that  showed  a  dis- 
position not  to  let  the  public  know 
they  were  selling  goods  at  reduced 
prices  when  they  were,  would  you  say 
they  were  hiding  their  light  under  a 
bushel?  Would  you  declare  they  were 
losing  the  main  advantage  in  making 
that  reduction  ? 

There  is  not  one  store  in  a  hundred, 
perhaps  in  a  thousand,  in  Canada  that 
follows^  the  same  procedure  as  Moore  & 
Doherty.  men's  furnishers,  of  Wood- 
stock, Ont.,  a  city  of  between  10,000  and 
11,000  population.  These  bright  young 
men,  trained  in  their  business,  and 
reaching  after  and  securing  a  fine  class 
of  custom,  have  carried  out  such  a 
policy  for  several  years,  and  two  cir- 
cumstances are  worthy  of  note: 

1.  Their  business  has  developed  to 
such  an  extent  that  within  the  past  year 
they  have  extended  their  premises 
forty-two  feet  in  the  rear,  and  torn 
down  an  outer  hallway  in  one  side  of 
their  building  and  made  it  part  of  their 
store,  the  greater  width  permitting  of 
the  construction  of  two  display  windows 
in  place  of  one. 

2.  They  have  no  intentions  of  aband- 
oning their  present  system. 

Reducing  Without  Telling. 

Let  W.  R.  Doherty,  one  of  the  part- 
ners— who  spent  15  years  with  George 
Robinson  (who  sold  out  a  few  years  ago 
to  Grafton  &  Co.),  and  has  been  in  busi- 
ness with  Mr.  Moore  for  seven  years — 
explain  his  system  as  he  did  recently  to 
The  Review. 

"It  is  just  this  way:  we  don't  like  to 
give  the  idea  of  'bargain  sales'  in  our 
store.  They  are  all  right  in  their  place, 
but  we  don't  feel  it  strengthens  our 
position  to  feature  reduced  prices  even 
once  or  twice  a  year.  Our  theory  is 
that  the  great  majority  of  people  who 
come  into  a  men's  wear  store  know 
pretty  well  the  value  of  goods,  and  if 
we  are  selling  a  'regular  $3'  line  for  $2 


they  will  know  that  just  about  as  well 
as  we  do,  and  give  us  all  the  more  credit 
for  not  seeming  to  feel  it  is  out  of  the 
way. 

"Then  how  do  you  get  rid  of  your 
odds  and  ends,  say  before  stocktaking?" 

"We  mark  down  all  goods  that  are 
slow  in  selling,  or  lines  on  which  we  are 
overstocked,  and  in  the  smaller  goods 
display  them  prominently  inside  our 
store,  probably,  as  now  on  tables;  sweat- 
ers here;  ties  there,  etc.  Fifty-cent  ties 
we  may  mark  down  to  25  cents,  $5  sweat- 
ers to  $4  or  less,  underwear,  say  25  per 
cent,  lower,  and  so  forth.  We  do  not 
placard  them  as 'reduced  lines,  but  de- 
pend on  the  announcement  of  the  lower 
prices  in  themselves  inducing  sales,  and 
we  find  with  our  customers  anyway  that 
it  does.-' 

"Do  you  not  display  these  lines  in 
your  windows?" 

"We  may,  probably  would,  but  not  as 
offered  at  cut  prices.  We  would  not 
think,  for  instance,  of  marking  in  our 
window,  '50-cent  ties  for  25  cents.' 
That  would  seem  to  cheapen  the  whole 
line  of  stock  we  carry." 

Reduces  Without  Telling. 

Mr.  Doherty  applies  this  rule  in  a 
rather  interesting  manner  in  another 
direction.  He  carries  an  extensive  stock 
of  ready-made  clothing,  as  well  as  tak- 
ing orders. 

"How  are  reductions  in  your  ready- 
made  clothing  worked?"  The  Review 
inquired. 

"We  mark  down  clothing  but  never 
say  it  is  marked  down.  Take  such  a 
case  as  this:  A  man  comes  into  the  store 
and  asks  to  see  some  suits  and  we  show 
him  a  line  marked  $18,.  for  instance 
'No,  I  don't  want  to  go  that  high;  some- 
thing around  $16  would  be  better,'  he 
says.  However,  I've  said  that  is  an  $18 
coat,  and  so  that  is  the  best  I  can  do 
on  that  particular  one.  But  I  go  along 
the  rack  and  see  another  perhaps  mark- 
ed $18.  on  which,  if  the  season  is  pretty 
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well  advanced,  I  can  sell  below  $18.  So 
I  pull  it  out  and  say,  'Here's  a  coat  for 
$16.50' — the  fifty  cents  being  neither 
here  nor  there  with  him  if  he  really 
wants  that  suit.  If  he  takes  it,  all 
right;  still  he  is  not  told  he  is  getting 
an  $18  coat  for  $16.50." 

"But  what  about  the  price  ticket? 
Won't  that  give  you  away?" 

Curse  of  Two  Prices. 

"No,  for  the  price  ticket  in  our 
line  of  clothes  is  attached  to  the  under 
side  of  the  coat  collar,  in  pencil,  and  not 
prominent  even  if  a  person  happened  to 
look  at  it.  Once  the  coat  is  sold  the 
ticket  is  removed.  If  the  customer  saw 
it  marked  $18  no  great  harm  would  be 
done,  except  that  it  might  give  the  im- 
pression that  we  have  two  prices.  That 
is  not  a  question  that  bothers  the  big 
city  stores,  but  in  towns  and  smaller 
cities,  especially  a  few  years  ago,  it  was 
a  regular  curse  to  business.  'This  is 
marked  so  much, — but  we'll  give  it  to 
you  for  so-and-so.'  Bad  business  that. 
In  the  case  of  the  man  who  got  an  $18 
coat  for  $16.50,  he  would  recognize  that 
we  gave  him  good  value,  and,  as  always, 
we  would  be  the  gainers  in  the  future." 
This,  then,  is  the  application  of  the 
theory  that  it  is  best  not  to  tell  the  cus- 
tomer that  your  price  is  a  "marked 
down,"  "cut"  or  "reduced"  one. 

Bargain  Sales  Have  a  Place. 

Mr.  Doherty  made  it  clear  that  he  did 
not  ignore  the  need  for  and  benefit  of 
"bargain  sales."  but  he  feels  that  in  the 
men's  furnishing  business  the  reputa- 
tion of  a  store  that  caters  for  a  fairly 
fine  class  of  trade  suffers  if  there  is  a 
mixture  of  "bargain"  or  "reduced" 
and  exclusive  lines  carried,  even  for  a 
few  weeks  a  year. 

"Remember  we  are  not  after  an  ex- 
treme high  class  business,  but  what  you 
would  call  a  fairly  good  class,  for  we 
consider  that  the  best  paying  in  the 
end." 


Dry  Goods  Review 


MEN'S    WEAK    SECTION 


On  Odd  Prices  in  Men's  Wear 

Jn  Tics,  Eats,  Collars,  Hose  and  Sweater  Coats  Men 
Expect  the  Regular  Line  of  Prices— Underwear  May 
J->c  Aii  Exception — I )o  Not  ( 'any  <  loppers  lake  Women 
in  Dvv  Goods  Store 


SOME  manufacturers  in  various  lines, 
ties,  underwear,  sweater  coats,  etc., 
arc  urging  on  the  retailers  that  it 
is  both  uecessary  and  advisable  that 
wholesale  prices  should  be  advanced 
slightly,  10,  lf>  or  25  cents  per  dozen  for 
50-cent  lines,  and  that  there  be  estab- 
lished in  consequence  55,  60  or  65-cent 
Belling  prices,  thereby  enabling  the  re- 
tailer to  obtain  a  larger  profit  as  well 
as  the  maker. 

"To  me.it  seems  impracticable;  The 
public  have  not  been  educated  up  to 
those  prices.  Suppose  a  man  came  in 
and  asked  you  about  a  tie  and  you  said, 
'That's  60  cents.'  'Sixty  cents!'  h'd 
say,  and  probably  think  you  were  over- 
charging him  1.0  cents,  and  go  out  with- 
out buying.  It  is  quite  true  our  marg- 
in of  profit  as  it  is  is  very  small,  too 
small.  In  underwear  where  we  used  to 
pay  $4.25  for  fleece-lined,  we  have  to 
pay  $4.75  and  $4.80  now,  and  these  we 
are  Selling  here  still  for  50  cents,  so  you 
see  there  is  no  profit  in  that.  In  Toron- 
to lots  of  stores  charge  75  cents  when 
ever  they  have  to  pay  more  than  $4.25. 
Our  schedule  for  75-cent  goods  runs  be- 
tween  $5.50  and  $6.50  as  cost  price.    But 


I  d  sooner  buj  good  goods  at  $4.50  and 
sell  for  50  cents,  than  poorer  ones  at 
$4.25,  selling  at   the  same  price. 

Men's  Coppers  for  Papers. 

"I  do  not  think  the  US-cent  dry  -.roods 
price  has  any  place  in  a  men's  wear 
store.  Look  at  the  different  class  of 
customers:  men  in  one  case,  women  in 
the  other.  Women  carry  coppers  in 
their  purse,  for  three-cent,  seven-cent, 
thirteen  and  fifty-seven-cent  articles:  the 
only  coppers  men  carry  are  in  their  hip 
pockel  to  buy  a  paper.  'Quarters'  are 
their  regular  coin;  we  sell  far  more  col- 
lars now  at  two  for  a  quarter  than  we  did 
at  20  cents  a  piece.  We  sell  more  socks 
at  25  cents  a  pair,  and  the  range  at  3- 
for-a-dollar  than  we  would  at  .'iO  cents, 
and  I  know  we  could  get  a  bigger  profit 
at  30  cents  than  we  do  on  the  ones  we 
sell  at  25  or  35  cents.  Same  way  with 
shirts.  $1,  $1.25,  $1.50  and  so  on.  Per- 
haps underwear  is  the  only  exception.  I 
am  not  sure  that  we  could  not  sell  it  at 
(i(l  cents  or  90.  and,  indeed,  many  women 
buy  it  for  their  husbands  or  sons. 

"No,  we  must  all  admit  that  men's 
goods  are  different  from  ladies;  no  odd 
pines  for  men." 


On  Stock  and  Stock-Taking 

Good  Variety,  But  No  Heavy  Stocking  —  Anything 
Out  of  Date  is  Struck  Off  As  Dead  Loss  —  Oval 
Show  Windows  Whose  Display  is  Accounted  Best 
Advertising. 


IT  has  been  mentioned  that  the  firm 
"I  Moore  &  Doherty  widened  their 
store  and  created  two  windows  in- 
stead of  one.  Mr.  Doherty  maintains 
that  the  character  of  the  show  windows 
is  the  greatest  factor  in  the  making  or 
the  undoing  of  a  men's  wear  store. 

This  was  why  they  chose  rounded 
corners — with  curved  (oval)  -lass  for 
theil  windows  instead  oi'  the  square 
corners.  They  did  this  partly  because 
this,  they  thought,  gave  a  more  uninter- 
rupted view  of  the  windows  from  the 
street. 


They  chose  it  also  because  there  were 
no  other  windows  of  the  kind  in  Wood- 
stock. Much  care  is  spent  on  window 
dressing.  In  addition  to  the  regular 
floor  space  there  is  a  ledge  farther  up 
which  is  used  to  advantage.  Not  content 
with  half  a  dozen  60-watt  lights  in  each. 
four  250-wati  reflectors  have  been  added 
so  that  the  effect  at  night  is  a  perfectly 
lighted  display. 

"The  best  advertising  a  men's  furn- 
ishing store  has  is  its  windows.  They 
show  the  public  the  quality  of  the  stock 
within."  added  Mr.  Doherty.  "We 
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have  tested  our  windows  time  and  auain 
and  know  the  truth  of  this." 

When      The      Review     representative 
visited  the  store  the  partners  wer< 
ting  ready  to  take  stock. 

"We  make  it  a  rule  to  buy  little  and 

often    and    keep   our   stock    clean.        We 

keep  good  lines  of  men's  wear  and  deal 

in     ready-to-wear     and     ordered 

clothing. 

"In   taking   stock   we  do   the   reserve 
stock  first  and  keep  the  small  wear,  ties, 
scarfs,    collars,    etc..    to    t lie    end.      We 
i'  each  line  separata  on  our  lists." 

Keep  Up  Collars  and  Gloves. 

"What     principle    do    you   follow   in 
marking  down?" 

"In  collars — unl  are  odd  lines 

are  out  of  date,  we  list  them  at  full 
cost  price.  So  with  gloves  which  are 
staple  line~.  In  .sweater  coats,  if  we  are 
not  pretty  well  sold  out,  we  make  liberal 
reductions.  In  underwear  if  they  are 
staple  lines  we  keep  up  pretty  well  to 
cost  price.  In  shirts  we  cut,  unless  they 
are  very  good  selling  lines.  But  in 
shirts  and  ties,  as  was  tic-  case,  this 
year,  we  generally  keep  pretty 
cleaned  out. 

"Some  stock  we  mark  out  entirely. 
That  was  so  with  some  brown  still 
several  years  ago  which  we  had  left 
over.  They  were  considered  valueless 
then,  and  we  are  keeping  them  yet, 
rather  as  souvenirs  and  valueless  now  as 
then.  You  must  consider  such  goods  as 
a  loss  some  place,  and  the  present  is  the 
3J  for  you  to  mark  it  down  as  a 
loss." 

— $ — 

DIFFERENT  TROUSERS 

THERE  are  few  neater,  better-look- 
ing,  smarter  effects  in  day  clothes 
than  that  given  by  the  "different 
trousers"  idea  that  is  surely  coming 
says  Haberdasher.  It  has  an  unusually 
distinctive  and  pleasing  air.  The  jacket 
and  waistcoat  must  be  utter  black  or 
blue  or  of  a  very  dark  Oxford.  The 
jacket  may  lie  either  single  or  double- 
breasted  but  must  be  straight  in  front. 
On  the  other  hand  trousers  may  be  either 
checked  or  striped  although  it  is  be- 
lieved checks  will  be  short  lived  even 
though  now  most  favored.  The  popular- 
ity of  this  garb  is  growing. 

Two-Button   Morning   Coats. 
In  morning  coats  the  two-button  model 
i-    favored    DJ    the     majority      of      well- 
dressed  men   in  London.     One  tall  young 

man  noticed  wearing  one  oi'  these  two* 

button  coats  had  on  a  shirt  of  white 
with  rose-eolored  stripes.  His  bow  tie 
was  unusually  long  and  the  pattern  was 
new,  consisting  of  oblong  figures  in 
white  on  an  indigo  irround. 


Noisome  and  Nauseous  Clothing  Advertising 
and  the  Legitimate,  Clean  Cut 


New  York  Advertising 
Expert  ivrites  For  The 
Review. 


NEW  YORK,  Jan.  20  (Special).— 
The  essence  of  all  advertising, 
good  "copy,"  has  no  wider  field 
nor  broader  scope  for  practice  than  in 
the  clothing  advertising  fraternity.  Its 
gamut  is  almost  infinite,  and  embraces 
from  the  very  worst  to  the  very  best. 
More  ingenuity  is  employed  in  writing 
up  clothing  ads.  than  any  other.  More 
ideas  are  created,  more  schemes  evolved 
and  more  money  expended  in  promoting 
the  business  in  retail  and  wholesale 
clothing  establishments  than  in  any  other 
industry. 

Clothing  advertisements  offer  more 
opportunities  for  the  exercise  of  every 
faculty  that  tends  to  creation  than  any 
other  source  of  inspiration.  More 
styles  are  affected  in  effecting  an  indi- 
viduality than  there  are  in  the  clothing 
itself.  In  the  New  York  newspapers 
during  the  seasons  can  be  seen  every 
angle  and  curve  of  the  clothing  game  re- 
flected by  the  advertisements.  From  the 
bizarre  to  the  brief,  from  the  artistic 
to  the  artificial,  a  veritable  panorama 
of  clever  ideas  and  startling  statements 
unfold  themselves  to  the  public  view. 

A  Regular  Avalanche. 

The  past  six  months  have  marked  the 
highest  point  reached  in  money  expendi- 
tures for  retail  clothing  advertising. 
From  an  inconspicuous,  timid,  introduc- 
tion by  one  assuming  house,  a  regular 
avalanche  has  been  hurled  in  our  midst. 
And  the  momentum  already  attained  is 
but  a  shrinking  presage  of  what  will 
soon  follow. 

More  real,  vital,  forceful   "copy"  is 


Some  New  York  Firms  Try  to 
Gull  Public  with  "$60  Value 
for  $12"— Others  That  Tower 
Above  Sea  of  Corruption  Like 
Beacon  Light — A  New  Semi- 
Humorous  Style. 

By  Walter  A.  Olsen 


injected  into  the  clothing  advertisements 
of  to-day  than  was  ever  before  apparent. 
A  higher  ideal  and  standard  of  illustra- 
tions is  evident.  Also  the  latter  are  far 
more  profuse  than  ordinarily.  In  fact  it 
would  be  safe  to  say  that  the  clothing 
advertising  of  this  country  is  far  more 
advanced  and  consummate  than  is  evid- 
ent in  any  other  industry.  To  this  end 
then,  it  admits  of  more  impositions  and 
masterpieces  in  the  name  of  "copy." 

Deliberate  Misstatement. 

In  strong  contrast  to  this  development 
is  the  present  style  of  advertising 
effected  by  some  of  the  retail  clothiers 
in  New  York.  By  way  of  illustration  we 
have  recently  witnessed  glaring  an- 
nouncements which  offered  $60  suits  for 
$12.  On  the  face  of  it  this  soaring 
value  (and  still  soaring)  is  a  deliberate 
and  reprehensible  misstatement  of  facts. 

The  authors  of  this  stigmatized  style 
of  advertising  are  misguided  mortals, 
actuated  solely  by  the  greed  for  imme- 
diate money.  They  cannot,  by  all  the 
laws  of  commerce  and  nature,  thrive 
very  long.  One  party  to  it  boldly  pro- 
claims the  fact  that  it  has  seven  large 
stores  to  serve  the  public  with  this 
$60.00  clothing  for  $12.00.  How  long  it 
will  continue  with  this  policy  is 
measured  entirely  by  the  gullibility  of 
the  public.  And  all  this  in  the  face  of 
the  fact  that  we  have  a  far-famed 
"Vigilantes  Committee"  in  New  York, 
which  has  for  its  purpose  the  suppres- 
sion and  obliteration  of  such  kind  of 
advertising.  Judging  from  the  atrocious 
statements  these  clothiers  are  permitted 


More  Ingenuity  Shown 
in  Clothing  Ads.  Than 
in  Any  Other  Line. 


to  print,  this  committee  must  be  about 
as  vigilant  as  a  sleeping  sentry  on  duty. 

Nefarious  Advertising. 

If  this  nefarious  style  of  advertising 
was  the  excrescence  of  one  concern  alone 
it  could  easily  be  wiped  out.  But  a  num- 
ber of  other  retail  clothiers,  in  the  same 
city,  sheep-like  in  texture,  follow  along 
like  lambs  being  led  to  the  slaughter. 
They  apparently  become  possessed  with 
the  illusion  that  to  make  their  advertis- 
ing bring  results  they  must  make  it  a 
succession  of  inflated  values.  And  so 
each  retailer  hurdles  the  other  in  an- 
nouncing the  value  of  his  clothes  as  com- 
pared to  the  selling  price.  The  initial 
value  was  $20.00  clothes  for  $14.00.  Next 
the  value  increased  overnight  to  $30.00. 
When  last  seen  in  the  daily  papers  it 
had  vaulted  over  $60.00,  and  still  run- 
ning strong. 

Possibly  if  they  keep  up  these  same 
clothiers  will  be  paying  the  public  of 
New  York  money  for  buying  their 
clothes  from  them. 

Some  Strong,  Clean  Copy. 

In  the  other  extreme  we  have  the  ad- 
vertising of  houses  like  Saks  &  Co.,  John 
Wanamaker,  Smith,  Gray  &  Co.,  and  a 
host  of  others  in  New  York.  In  turning 
the  pages  of  the  daily  newspapers  the 
announcements  of  the  above  concerns 
are  as  refreshing  as  an  oasis  in  the 
desert,  and  as  revivifying  as  a  June 
bride.  Strong,  clean  copy,  forceful  illus- 
strations,  in  some  instances  a  liberal  but 
judicious  employment  of  white  space, 
they  mark  the  antithesis  of  the  style  of 


Advertising    Orgies  and     Their  Antidotes 

1.  Value  started  at  $20 ;  increased  over-night  to  $30 ;  when  last  seen  it  had  vaulted  over  $60,  and  still 
running  strong — with  selling  price  $12 !    Deliberate  and  reprehensible  misstatement. 

2.  Strong,  clean  copy,  and  truthful,  like  Saks,  Wanamaker's,  etc.,  totally  divorcing  old  flamboyant  style. 
Campaign  recently  inaugurated  of  short,  chatty,  breezy  and  crisp  talks. 

3.  New  and  entertaining  style  of  short,  flashy  ads.   converging  to  semi-humorous,  but  truthful. 
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j§rwit^gro^^).: 


Fine 


Suits  and  Overcoats  Cut 
to  Sure  Selling  Prices 


Into  this  Ktt*t  lot  wr  havr  assembled 
/iiJ  of  the  regular  season's  popular  priced 
suit*  and  overcoats.  The  former  Smith 
Gray  or  Co.  prices  were  $1 8. 00  to  $15.00. 


12.00 


whtrh  means  that  the  actual  value  of 
these  suits  and  overcoats,  based  on  a 
comparison  with  similar  parmenM  sold 
by  other  retailers,  is  trom $25. 00  to $20.00. 


Lot  No.  2 

$16.75 


The  suits  and  overt-oats  (jiouprd  under  this  price 
were  sold  during  the  season  by  Smith  Gray  4:  Co.  at 
$25.00  to  $20.00.  They  are  the  equal  in  value  of  any 
suits  offered  in  New  York  this  season  by  the  majority  of 
retail  eloOiiers  at  from  $30.00  to  $25.00. 


'16.75 


Lot  No.  3 

At  thifl  aak  prv»  you  CM  liuy  the  type  of  suit  or  over 
at  that  iv  usually  purchased  during  the  regular  aea*on 
,  men  who  can  afford  to  pay  liberally  for  their  clothin* 
u)  no  eiajweration  to  nay  that  nrfta  equal  to  these  hav* 
«i  aotd  durum  '«r  ""wii  in  many 
■rr-  at  from  «M  00  upward. 


Lot  No.  4 

In  ihu  lot  »on  will  find  onle*  lolhinj  da  h 
th*  Smith  Gray   It  Co   ■hop*  to  rwrt  rootfirtitic 


tod' 


|*1   ■ 


X',: 


.  -  t 


-f  , 


run   hiu/    rrviy-i-n  wtu  tarrornta   «u(jrr>of  to  thow  of 
custom  tailot  at  tar  tea*)  pnera  than  euitois  tailor*  rh*ir 
if    (iun'iiIi    m    tail    lot    that    »t«    formarrj' 
pnoH  >,y  Smith  Gray   k  Co   at  1*0.00,  hi  00. 
•4000    tod    19400 


J2_2.75 

There  Is  a  Real  Reason  Why 
This  Sale  Offers  Unprecedented  Values 


$29.75 


I  are  orerttorktd  with  men '•  fine  clothu 
Whether  the  condition  ia  due  to  the  protracted  period 
of  uneeaeonoble  mother  or  what  not  makes  little  difference 

'fhja  clothing  abould  no  longer  be  in  our  store,  and  it 
won't  be  very  long  if  the  lowert  pnow  ever  quoted  in  New 
York  City  are  sufficient  to  tempt  you  to  buy. 

In  our  long  trxperience  as  one  of  the  leadine  clothing 
ealabbahmeoU  of  Greater  New  York  we  have  never  known 
such  teneahtmolly  tow  priest  to  be  quoted  on  high-grade 
rloOnng  aa  we  are  quoting  in  this  •alt. 

Smith  Gray  &  Co.,  as  you  know,  are  manufacturer* 
of  clothing,  selling  direct'  from  manufacturer  to  con- 
saner,  -ntli  the  elimination  of  intermediary  profile.      This 


'  be  true  in  retail  storea  that  depend  on  outside 
manufacturer*  for  their  merchandise 

During  the  regular  season  a  Smith  Gray  at  Co.  suit 
priced  by  Smith  Gray  &  Co.  at  $to.0O  has  repreaented 
fully  the  value  of  a  suit  offered  by  many  other  retailers 
at   |«5.00 

And  the  same  comparative  values  maintain  throughout 
the  entire  range  of  price*  in  the  Smith  Gray  &  Co    Stores. 

Therefore,  era*]  price  quoted  to  you  m  this  clearance 
sale  as  the  original  Smith  Gray  at  Co.  price  represents  a 
ralut  at  Uast  *•'>%  greatfr  than  the  price  indicates. 

This  reason  alone  should  satisfy  you  that  in  making 
clothing  purchases  at  this  time  they  can  be  made  to  the 
Ixst  advantage  in  the  Smith  Gray  &  Co.  stores 


$mitfyGroiy^&. 


•STWTUWC 

BROADWAY  AT  VARREM  ST 
6™  AVENUL  ABOVE  27™  ST 


BROOKLYN 

FSJITON  ST  AT  FLATBUSH  AV 

BROADWAY  AT  BEDFORD  AV 


THE  HOUSE  FOR  THE  CAREFUL  BUYER 


Our  Brooklyn  Stores 

Are  Open 
Saturday  until  9  P.  M. 


Exceedingly    popular   ads.,  in    that   every   story    is    short    and    to    the 
Attractive  set-ups  and  convincing  arguments  bring  home  the 
bacon." — Walter  A.  Olsen. 


point. 


advertising    thai     is     as 
nauseous  as  the  plague. 


noisome    and 


Nothing  Flamboyant. 

The  chatty,  heart-to-heart  talk  cam- 
paign recently  inaugurated  by  Saks  & 
Co.  is  being  received  very  favorably, 
and  has  excited  no  little  comment.  It 
takes  a  large  heart,  generous  purse  and 
unlimited  courage  to  buy  up  space  Cor 
this  kind  of  advertising  BUT  IT 
PAYS  though  not  in  Immediate  and 
always  direct  results.  This  series  of 
ads.,  by  the  way,  mark  the  ultimate 
achievement  in  totally  divorcing  the  old 
flamboyant  style  so  prominent  at  present 
among  New  York  retailers  catering  to 
the  lower  class.  While  each  paragraph 
is  crisp,  the  advertisements  are  not 
stilted,  nor  are  thej  "heavy''  ill  the 
sense  of  deep  meaning  and  inference.  A 
light,  breezy  style  is  affected  throughout. 

The  Smith  Gray  ix  Co.  style  is  excei  I 
ingly  popular  in  thai  every  story  is  short 
and   to  the  point.     "  To   the  point  "   is   its 

chief    characteristic.       No     words     are 

wasted,  as  none  are  intended  to  be,  but 
attractive  set  ups  and  convincing  argu- 
ments brinv  home  the  ba The  ads 

of   this    house   are    well    Worth    thoughtful 

l\   and  assimilation. 
Wanamaker's  Tell  the  Truth. 
John    Wanamakcr    is    a    irreater    artist 
anything  else,  and   his  ereal    busi 


uess  and  unique  style  of  advertising 
proves  it.  "Will  it  pay  .'"is  not  so 
vital  an  issue  with  him  as  "Will  it  be 
believed.'"  A  number  of  people  em- 
brace the  belief  that  the  lengthy,  some- 
times studious  style  of  clothing  copy  is 
not  as  productive  as  it  might  be.  Vet  no 
one  ever  heard   another  say  that    he  was 


tired  of  reading  the  Wanarnaker  f'loth- 
iir_r  ads.  Such  a  verdict  would  be  bad 
form,  and  might  indicate  illiteracy.  All 
the  ad-,  emanating  from  this  house  are 
characteristically  individual  and  distinc- 
tive. And  towering  above  all,  like  a 
beacon  lighi  in  a  sea  of  corruption,  is 
act  thai  they  all  tell  the  truth. 

Short,  Flashy  Ads. 

There  suddenly  stole  over  the  horizon 
of  Ne«  York  clothing  advertising  a  new 
and  very  entertaining  style  of  short, 
flashy  ads.,  converging  more  or  less  to 
the  semi-humorous.  These  latter,  like 
the  first  breath  of  a  swimmer  who  comes 
to  the  surface  after  having  "fetched*' 
his  lungs  out,  are  sustaining,  and  contain 
the  pap  of  current  intelligence.  A  few 
clothiers  have  adopted  this  style  into 
their  business,  and  incidentally  it  has 
been  received  right  royally  by  the  public. 
Striking  a  happy  medium  has  ever  been 
a  safe  course,  and  at  times  the  only  logi- 
cal one.  Wallack  Bros,  have,  to  a  cer- 
tain degree,  pioneered  this  style,  and 
author  some  very  interesting  and  enter- 
taining advertisements. 

It  is  a  peculiar  fact,  or  it  may  be  pre- 
meditated, that  the  character  of  adver- 
tising  maintained  by  the  manufacturers 
is  nearly  always  reflected  in  that  of  the 
retail  clothier  to  whom  he  sells.  If  the 
manufacturer  adheres  to  a  legitimate, 
(lean-cut  and  attractive  standard,  the 
pendulum  of  averages  favors  his  re- 
tailer doing  likewise.  There  are.  of 
course,  exceptions  to  every  rule,  and  this 
is  no  exception. 

Cannot  Digest  $60  for  $12. 
George  Benjamin,  Brooks  Bros..  Weber 
&  Beilbroner  all  stick  close  to  a  distinc- 
tive   style   all    their   own.   and   evidently 


$40 


OVERCOATS  *9SU  IT  *ll75 


All  Style*.  All  Color*.  AD  Slam,  In  All  Stom 
ar»-ALL  GOODS  MA  Hit  ED  IN  MAIN  llGUtES 


Ritchie  &  Cornell 


1147   Broadway.    IU  I 

1SI  i  iiiim.  Air.. 
«0S  lasl  11  'lh  SI. 
11S8  Third  Ave, 

UIMtrnimimlKMalll 


■Hi    A     .''I!.     SI- 
Srar  !ld  SI. 
Near  3d    \\c. 
Near  IUd  SL 

I      *»'«r  «»'    I*  *  1 1*  t 


9 


113?   Broaduav    V-ar    ll»l   SI 

:J.H    llohlh    \\c    i    IWr    (►.,<    ISSlh   SI. 

ISS  u  Milam  St..  (or.  Ann  SL 

1914  Third  A»c  Near  >.SIh  SL 

K-    v.  i*  ■**«?*  m  in  fcr  Qw  n— .- 


Gh  ttina  close  to  the  "  WO  for  |12" 


>rd. 
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Clothiers  tor  53  Years—and  Never  a  Sale  Like  This! 

'There  was  a  check  and  a  halt,  and  wait, 
and  worry  to  businesa  The  result  is  that  now 
there  is  a  congestion  of  merchandise.  Millions 
of  dollars  tied  up  in  Winter  clothing  that 
people  have  not  found  it  necessary  to  buy. 
We  will  take,  the  overstocks  on  hand  of  manu- 
facturers and  jobbers,  no  matter  how  large,  so  far  as  they  come  up  to  the  W ana- 
maker  standards  of  quality."  -fnm  Mr.  w*nmm*k~;  Bdiu*i*l  4  D«*wJ»r  re,  ma 

"We  stand  ready  to  take  in  two  million  dollar*-  worth  of  high  quality  Winter 
merchandise  which  we  can  sell  quickly  for  manufacturers,  importers  and  others 
who  wiah  to  unload.  Consumers  knowing  by  experience  that  they  can  have  con- 
fidence in  our  offerings,  buy  quickly  what  we  recommend." 

— fWw  Mr.  r««HW-.  EdilcrUt  oj  D*f*i*  ».  1913 

From  Fifteen  Manufacturers 

of  Men's  High-grade  Clothing,  with  great  work -shops  in  New  York, 
Boston,  Baltimore,  Rochester,  Syracuse  and  Philadelphia,  we  have 
taken  in  our  choice  of  surplus  stocks,  which,  with  a  few  lots  from 
our  regular  assortments,  enables  us  to  offer  tomorrow,  Wednesday, 

Overcoats  and 
Suits  for  Men 

At  regular  retail  prices  (which  you  may  figure  yourself  from  the  tables-  below)  the  value  of  these 
overcoats  and  suits  aggregates  $343,313.50,  We  offer  them  tomorrow  for  a  total  of  $217,694 — 
a  saving  of  $125,619.50. 

This  sale   makes  -three   new   records — 

It  is  the  largest  assemblage  of  men's  clothing,  specially  priced,  ever  seen  on  one  floor,  under  one  roof. 
You  may  examine  ALL  the  merchandise  in  the  sale  without  leaving  the  floor  of  the  Men's  Store,  stretch- 
ing from  the  L/iraer  of  Broadway,  and  ElghUt-io  Fourth  avenue  and  Ninth. 
I  ^y\  lt  /s  the  most  representative  showing,  in  a  sale,  of  American  cloths,  correct  styles  and  good  work- 
\£i  manship.     Ten  times  the  quantity  of  garments  and  cloth  were  gone  over  before  the  1 1 ,860  garments 


in  this  sale  were  selected. 

It  offers  the  highest  average  of  savings— REAL  SA  VINQS.     The  least  saving  on  a  garment  is  $4,  and 

that  only  on  243  out  of  the  11,860.     The  greatest  saving  is  S3S.S0.     The  average  $10.60. 

Measured  by  the  prices  on   our  own   regular  stocks  of  clothing,  the 
11,860  garments  grade  up  as  follows 

5,839  Suits  6,021  Overcoats 


391  of  $30  grade 
343  of  $32. 50  grade 
728  of  $35  grade 
416  of  $37.50  grade 
293  of  r 

103  of  $45  grade 


$23.50 

(2.274    Suits! 

$18.50 

(1,219   Suit*) 

<*r  Elgtob) 

$14.50 

(1.314    suits 

$12.50 


staples  and  Fancy 

fturllnflon  Artl 


1.219  of  $35  gr  ad 
619of$40grad 
522  of  $45grad. 
1*1  of$50grad' 
68of$55grad 
53  of  $60  grad. 


2.622  Silk-lined 


$24.50 


huf/infion   An  nit  Floor. 

540  of  $22  grade 
723  off  25  grade 

385  of  827.50  grade 
304  of  $30  grade 


$14.50 

(2.012  Overcoats' 

$12.50 

387  Overcoats) 


JOHN  WANAMAKER 

Broadway  and  Ninth  Street 

A  TYPICAL  WANAMAKER  FULL  PAGE  AD. 

"John  Wanamaker  is  a  greater  artist  than  anything  else,  and  his  great  business  and  unique  style  of  adver- 
tising proves  it.  'Will  it  pay?'  is  not  so  vital  an  issue  with  him  as  'Will  it  be  believed?'  A  number  of  people 
embrace  the  belief  that  the  lengthy,  sometimes  studious  style  of  clothing  copy  is  not  as  productive  as  it  might 
be.  Yet  no  one  ever  heard  another  say  that  he  was  tired  of  reading  the  Wanamaker  Clothing  ads.  Such  a 
verdict  would  be  bad  form,  and  might  indicate  illiteracy.  All  the  ads.  emanating  from  this  house  are  character- 
istically individual  and  distinctive.  And  towering  above  all,  like  a  beacon  light  in  a  sea  of  corruption,  is  the 
fact  that  thev  all  tell  the  truth."— Walter  A.  Olsen. 
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Some  Models  Submitted  For  Bright,  Snappy 

Clothing  Ads 


JUDGMENT  CLOTHES 

are  for  Men  of 
ASSERTION  ! 


THE  man  who  has  ideas  of  his 
own  regarding  clothes,  whose 
taste  is  assertive,  will  find  in 
Judgment  Clothes  the  expression  of 
his  full  desires.  In  bringing  out 
the  full  force  of  his  personality,  he 
will  find  no  greater  stimulus,  no 
more  eager  sponsor,  than  Judg- 
ment Clothes.  After  years  of 
specialization  it  has  become  a  dis- 
tinction to  be  Judgment  Clothed. 
Are  YOU  a  man  of  distinction  ? 
Then   be   Judgment    Clothed. 


JUDGMENT  CLOTHING  CO. 
NEW.  YORK 


have  no  regrets,  because  they  are  still 
at  it  after  many  years'  usage.  The  class 
catered  to  establishes  the  style  of  adver- 
tising, but  no  class,  whether  illiterate  or 
not,  ean  digest  $60.00  clothes  for  $12.00 
with  any  degree  of  equanimity.  If  it 
were  so  the  profits  of  the  other  clothiers 
would  soon  pauperize  the  clothing  buy- 
ing public,  and  make  billionaires  of  the 
perpetrators. 

In  Seeking  a  Style,  However,  Do  Not 
Sink  Simplicity! 
A  id,  remember,  continuity  or  associa- 
tion is  a  most  important  factor  in  mak- 
ing your  advertsing  successful.  Stick  to 
one  stylo — if  it  is  a  good  one  and  brings 
results.  But  no  style  is  good  which  'hies 
not  make  Truth  ils  standard-bearer, 
Style  without  truth  is  like  clothes  -with- 
out class.  Sooner  or  later  it  will  surely 
sag. 

® 

TIES  AT  THE    RACES 

While  ties  worn  al   the   French  races 

.ire   Baid    to   lie   of  e\  cry    description,   dark 

fabrics  in  brown,  garnet,  russet,  bur- 
gundy, etc.,  are  reported  to  he  the  mosi 
popular.  The  allover  designs,  plain  or 
combined  with  brocaded  Moral  patterns, 
were  more  in  evidence  than  anything 
\  dark  mauve  and  game!  were 
i he  colors  seen  in  large  numbers, 

.iii!    that     while    some    striped    pat 
in    satin    were    noticed,    bill    a-    for 


The  Only  Weak  Part  of 

JUDGMENT  CLOTHKS 

i-  the  Price ! 

EVERY  part  that  enters  into 
the  making  of  Judgment 
Clothes  must  be  perfect — thus 
making  the  finished  model  a 
standard  of  excellence.  The  price 
is  Weak — being  uniformly  low  in 
contrast  to  the  standard.  And  it 
is  only  the  net  result  of  years  of 
specializing,  Concentration  of 
capital  begets  big   opportunities. 

Sl'ITS  OR  TOP  COATS 
/mm    $16.00    to     $35.00. 

The  above  facts  are  vital  to  you 
who  are  paying  the  price — not  the 
price  of  the  clothes  but  our  own 
policy. 

JUDGMKNT  CLOTHING  CO. 

New  York 


moires,  not  more  than  a  score  were  in 
evidence. 

Close-Fit  Overcoats. 

At  a  race  meet  at  Auteuil,  Paris,  not 
long  ago  the  majority  of  well-dressed 
men  wore  overcoats  cut  with  tight  skirts 
.miiI  form-fitting  body.  Many  were  fin- 
ished with  fly  fronts,  silk-faced  lapels. 
plain  sleeve  ends  and  a  high  breast 
1 1  icket.  The  back  was  made  without  a 
vi  nl  ami  gray  Shetland  was  a  favorite 
fabric.  Two  coats  worn  worthy  of 
notice  were  cut  double-breasted  and  fast- 
ened with  two  buttons  placed  rather  far 
apart.  One  of  them,  worn  by  an  Eng- 
lishman of  military  appearance,  was  de- 
cidedly form-fitting  al  the  waist,  and  the 
back  was  finished  with  a  belt  and  pleats 
mi  each  side. 

Strange  Evening  Attire. 

One  night  at  t'.ie  Comedy  Theatre, 
London,  recently,  a  gentleman  was  se>n 
wearing  white  silk  socks  with  patent 
Oxfords.  The  trousers  were  cut  short. 
SO  that  they  should  not  catch  in  the  top 
of  the  shoe.  In  other  details  he  wore 
correct    evening  dress.      Hi-  collar  was  a 

high  two  and  one-half  inch  poke,  for  he 
wore  :i  twice  round  Block  white  lawn  tie. 
Mi   carried  a  black  ebony  cane  which  was 
decorated  « ith  a  tassel. 
The   same   evening,    Roberl    Lorraine, 

the  actor  airman,  wore  something  new  in 
waistcoats:  it  "as  of  white  materia!  with 
a  line  silk  -tripe.  The  roll  collar  wa-  of 
corded    moire    -ilk    ami    the    whole    wa:-t- 
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Selecting  a  Suit  and 
Choosing  a  Wife. 


TWO  important 
factors  enter 
into  a  man's 
climb  to  success — his 
wife  and  his  clothes. 
As  to  the  clothes. 
Judgment  can  more 
than  satisfy  him.  but 
his  wife  ncshallhave 
tochoose  for  himself. 
But  bring  Judgment 
Clothed  will  help  in 
securing  the  right 
wife,  thus  acceler- 
ating success  in  two 
ways. 


Judgment  Clothing  Co. 

\iu   York 


coat  was  piped  with  white  cord,  while 
the  buttons  were  white  also.  He  also 
exhibited  another  idea  in  waistcoats, 
one  was  a  gray  silk  stripe  with  a  white 
moire  collar  and  in  this  case  the  buttons 
and  cord  were  of  utcy. 

Velvet  on  Cuffs  and  Pockets. 
An  overcoat  style  much  favored  at  the 
French  races,  the  hotels  and  on  the 
boulevards  is  described  as  follows:  The 
lapel  is  set  high  and  is  of  medium  width 
with  a  horizontal  notch.  It  is  cut  slight- 
ly longer  than  in  former  seasons.  The 
front  of  the  coat  is  double-breasted,  with 
four  buttons,  which  are  set  at  a  distance 
of  about  live  inches  apart.  This  coat  is 
form-fitting  and  is  cut  without  a  waist 
-earn,  but  with  two  gores,  one  on  either 
side,  which  give  plenty  of  room  to  the 
chest.  There  is  no  vent  behind,  and  in 
length  it  scarcely  reaches  the  knee.  Two 
particular  coats  of  this  style  may  be 
mentioned:  one  had  a  velvet  collar  in  a 
shade  to  match  and  the  cuffs  were  fin- 
ished with  a  velvet  piping.  The  pockets 
wen  slanting  ami  also  had  a  line  of 
velvet  at  their  opening.  The  other 
garment  was  cut  with  a  novel  back. 
These  coat-  were  made  with  a  velvet 
collar  and  intended  for  wear  with  a  silk 
hat. 

® 

Toronto.  Out.  Toronto  Fur  Co.  have 
dissolved  partnership,  Max  Krehn  con- 
tinuum- under  same  style. 


Gravitating  Towards  a   Larger  Window  Unit 

Reaction  Among  Many  Haberdashers  Against  Small  Sections — 
Possibilities  Exhausted  and  Present  Plans  Getting  Too  Common 
— Scenic  Backgrounds  and  Elaborate  Wax  Figure  Displays  for 
Clothing — New  Fixture  Devices,  a  Crescent  and  Maltese  Cross. 


THE  work  of  two  distinct  classes  of 
window  trimmers  is  now  visible 
in  the  men's  wear  stores  of  Can- 
ada, in  silent  eloquence  pleading  their 
cause  with  the  only  real  tribunal  that 
counts,  the  public  passing'  by.  In  late 
issues  The  Review  has  presented  excel- 
lent types  of  both  of  these,  the  window 
space,  divided  up  usually  into  three 
sections,  even  if  each  one  is  only  a  foot 
wide,  and  in  the  other  the  whole  space, 
even  six  or  eight  feet  in  width,  utilized 
for  a  single  trim,  following  the  fashion 
rather  of  a  dry  goods  display.  Of  the 
two  the  latter  is  a  departure  from  the 
former,  or  rather,  it  is  more  correct  to 
say  that  many  trimmers  of  men's  wear 
windows  are  going  back  to  the  idea  of 
five  or  ten  years  ago,  before  the  sec- 
tional arrangement  had  been  introduced. 
Which  method  will  gain  the  ascendency 
is  now  one  of  the  mooted  questions  in 
haberdashery  circles. 

Sectional  a  Natural  Course. 
The  sectional  idea  was  a  natural  one. 
and  the  strange  thing  was  that  it  came 
so  slowly.  The  men's  wear  window 
dresser  always  has  been  face  to  face 
with  the  necessity  for  working  out  his 
trims  in  a  meagre  space.  Nearly  all  the 
stores  are  narrow.  It  is  an  exception  to 
find  counters  on  each  side,  or  double 
windows.  Even  the  window  there  is 
usually  is  rather  narrow,  four  feet  in 
many  cases.  In  these  cramped  quarters 
the  window  dresser  is  expected  to  herald 
to  the  public  his  varied  stock.  If  he 
uses  it  up  in  ties  to-day,  to-morrow  and 
next  day,  his  shirts,  his  gloves,  his  un- 
derwear, his  sweater  coats,  his  hats,  per- 
haps his  clothing,  including  overcoats, 
are  doomed  to  a  modesty  of  demeanor 
that  is  not  a  desirable  asset  for  business 
purposes.  Hence  came  the  division  of 
the  slim  space,  into  two  or  three  parts, 
in  order  to  display  two  or  three  lines  at 
once,  carrying  out, — to  borrow  an  agri- 
cultural adjective — an  idea  of  "inten- 
sive'" display. 

Limits  of  Sectional  Display. 

But  this  system  has  been  copied  far 
and  wide.  The  downtown  stores  no 
longer  possess  a  monopoly  of  it;  it 
has  been  taken  up  in  all  directions.  Its 
very  universality  has  drawn  attention, 
more  and  more,  to  the  objections  of  the 
system,  to  the  crowding  of  the  units 
against  the  woodwork,  and  against  each 
other,  to  the  lack  of  a  definite  impres- 
sion, of  something  distinct  reaching  the 


The  Latest  Allover  Flower  Effects 


(From  Budrts,  New  York.) 


This  window  unit  carries  out  the  one-cravat  idea  of  the  other  trim  of  Budds 
shown  on  another  page.  Here  only  three  ties  fitted  to  collars  are  shown,  but  the 
nature  of  the  tie  allows  of  a  section  of  silk  being  draped  on  top,  accentuating  the 
pattern.  A  new  idea  is  the  monster  bow  shape  occupying  the  centre  "high  spot"  of 
the  trim,  made  of  a  piece  of  the  same  cravat  silk.  The  whole  effect  is  to  render 
more  prominent  the  special  design  of  silk,  both  in  the  piece  and  in  the  manufac- 
tured shape.  As  in  the  other,  the  trim  is  kept  very  simple,  with  lots  of  room  and 
arranged  systematically. 


passer-by  from  the  varied  display. 
Weighing  the  favorable  and  unfavorable 
factors  a  number  of  window  trimmers 
have  concluded  that  the  single  unit  is 
the  more  advantageous  display;  and  the 
roomy  appearance,  and  the  limited 
numerical  contents,  are  preferable  to  the 
other. 

Two  New  York  Units. 
In  this  issue  The  Review  presents  a 
photograph  taken  for  it  in  New  York  of 
two  units  in  window  displays  in  one  of 


Budd's  well-known  stores.  These,  it 
will  be  recognized,  require  fairly  liberal 
space,  and  could  not  form  one  of  the  or- 
dinary sized  three  sections  of  a  narrow 
men's  wear  window.  The  window  dis- 
play in  the  Hudson-Parker  store  of  Ham- 
ilton, in  the  December  issue  of  The  Re- 
view, carried  out  the  same  idea  along 
a  different  line,  and  the  upper  section  of 
Dunfield's  window  in  November  issue, 
where  the  whole  width  was  devoted  to 
one  unit,   evening  wear,  also  illustrated 
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MEN'S    WEAR    SECTION 


An  attractive  glove  showing  by  M.  Goebel,  of  Wheaton   A:   Co.'s,  Toronto. 


this  side  of  the  argument.  In  many  new 
stores  ;ui  attempt  is  being  made  to  si  eure 
wider  window  spaces  and  to  utilize  each 
one  for  single  units. 

How  New  York  Views  It. 
It  is  interesting  to  present  evidence  at 

tin-  same  time  of  a  similar  movement  go- 
ing "i!  m  New  York  stores.  In  an  ar- 
ticle by  J.  M.  Feinson,  with  Weber  & 
I  liili.i  oner,  New  York,  in  * '  Men 's 
Wear,*'  he  declares  there  i-  "a  reaction 
anion u    haberdashers    against    the  small 

sect  ion  that  I-,  I  he  u  iliilou  ili\  lileil  in- 
to small  seel  ion-  of  about  a  yard  in 
width  which  Weber  &  Heilbroner, 
through  having  adopted  them  ten  years 
ago  I'nmi  the  exclusive  Bhops  have  done 
so  much  to  popularize.  Sulka  has 
abandoned  them  ;  Budd  's  shop  on  Fift  h 
avenue  ami  17th  street  baa  nol  opened 
with  them;  George  Benjamin  now  rare 
1\  employs  them,  ami  Weber  &  Heil 
broner  are  beginning  to  discard  them, 
\-  i\    i  his   i eacl  ion    is   not    w  it hout    I 


reason.  There  i-  a  strong  ami  valid  case 
against  the  small  window  section.  Novel 
ami  distinctive  at  first  and  permitting  of 
many  variations  of  display,  its  possibili- 
ties with  use,  soon  became  exhausted 
and  its  style  became  the  most   common  of 

show  window  effects. 

All  Got  to  Look  Alike. 

"Everyone  who  opened   a   haberdash- 
ery  shop,  no   matter   where,  subdivided 

his    window    or    windows    into    small    S6C 
tions,   and    I  lie    amateur   win-low    dresser. 
having  the  same  or  similar  window  area 

to  work  in.  soon  succeeded  in  bringing 
about   t  he  same  or  similar  w  imlow  efj 
;i-  in-  professional  brother.     The  result 
was,  every  haberdasher)  shop  got  to  look 
like  everj    other:   .lone-'   like   Brown's, 

••The  I'aris  Shop"  like  the  •'The  Lon- 
don Shop."  the  shop  in  the  Bronx  like 
the  shop     among     the     skyscrapers  Is 

••Wall  Street  "  Nor  is  this  all.  The 
small    section    never    did    and    never   Can 


allow  a  margin,  so  to  speak,  around  a 
trim.  Only  of  about  a  yard,  and  fre- 
quently less,  in  width,  a  few  necktie 
stands  or  a  few  shirt  stands,  or  a  few  of 
each  combined,  till  it  up  to  the  brim,  the 
merchandise  rubbing  sides  with  the  par- 
titions. And  when  it  comes  to  dressing 
one  with  clothing,  placing  a  suit  form  in 
it,  it  remind-  you  of  a  prison  pen  with 
the  prisoner  pent-up  and  motionless.  On 
perceiving  one  of  these  sections  so 
dressed  you  feel  like  entering  the  shop 
and  exclaiming  to  the  shopkeeper:  'Why 
don't  you  give  the  poor  dumb  thing  in 
your  show  window  some  more  roon 
it   wouldn't  look  -o  cramped  and  cr   --' 

Window  trimming,  he  says,  has  ca  :_ 
the  "restless,  do-something  spirit  of  the 
day."  and  is  changing,  making  history. 
This  is  particuarly  true  of  the  popular- 
price  shops  that  depend  so  much  upon 
their  window  displays  for  publicity  and 
direct   and    immediate   results. 

Of  Incalculable  Value. 

"One  of  the  first  evidences  in  New- 
York  City  that  window  trimming  has 
caught  this  spirit  was  Macy's  artistic 
and  highly  effective  display  this  Autumn 
of  men's  and  women's  apparel.  This 
display  consisted  of  scenic  backgrounds 
giving  three  different  views  of  Monte 
Carlo.  In  front  of  these  backgrounds. 
dressed  in  the  latest  fashions  and  ad- 
mirably grouped  in  sitting  and  standing 
postures,  were  the  most  realistic  effigies 
of  cultured  human  beings  that  ever 
found  their  way  into  show-  windows.  The 
most  perfect  wax  figures  that  at  any 
time  graced  "The  World  in  Wax"  did 
not  surpass  them  in  naturalness  of  facial 
mould,  of  complexion,  of  hair  and  of 
look  and  pose.  You  could  almost  see 
them  breathe.  The  effect  was  compel- 
ling. Immense  admiring  crowds  were 
standing  in  front  of  these  windows  from 
early  morning  until  late  at  night,  each 
day  of  the  display.  It  would  be  difficult 
if  not  impossible,  to  get  at  the  true 
measure  of  the  publicity  value  of  this 
mast ei-  stroke  of  Mr.  Allert.  Mae\  's  dis- 
play manager.     It  was  incalculable. 

•■<>!  .-ours.',  the  use  of  scenic  back- 
grounds and  wax  ligures  for  windo 
play  purposes  is  not  new.  A  decade  or 
SO  ago.  before  Thirty-second  street  be- 
came the  -out  hern  boundary  of  New- 
York's  department  store  district,  it  was 
quite  common,  and  a  decade  or  so  back 
of  that,  when  the  window  trimmer  had 
not  as  yet  evohed  from  the  artist-mech- 
anic type,  when  sawing  arches,  painting 
scenes  and  electric  wiring  were  still  the 
great  essentials  of  a  trimmer's  work,  it 
was  the  rule.  Rut  the  eonsnmmat.  art 
with  which  these  one  time  popular  help- 
meets of  window  trimming  were  used  by 
Mr.  Allert  amounted  to  genuine  origin- 
ality. It  denoted  a  decided  departure 
from  tin-  complacency  and  sameness 

atinued   on    page   64.) 
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You  Wish  to  Become  a  Weil- 
Read  Man,  Do  You  Not  ? 


Each  of  us  can  probably  recall  to  mind  among  his 
acquaintances  one  or  more  men  who  appear  to  be  so  well 
acquainted  with  any  subject  that  may  be  brought  up  for 
conversation  that  they  are  able  to  enter  upon  a  discus- 
sion or  give  information  upon  the  matter  whatever  it 
may  be.  They  are  men  to  whom  we  instinctively  turn 
for  information  whenever  any  question  crops  up  with 
which  we  are  unacquainted  and  upon  which  we  need 
enlightenment. 

At  first  sight  there  appears  no  particular  reason  why 
these  men  should  be  better  acquainted  with  any  particu- 
lar subject  than  we  ourselves  are.  They  may  have  had 
no  advantage  over  us  in  the  matter  of  education.  They 
have  probably  not  travelled  any  more  than  we  have,  and 
as  far  as  we  can  see  there  is  no  reason  why  we  should 
look  to  them  for  information  on  diverse  subjects  rather 
than  to  any  other  of  our  acquaintances. 

What  then  is  the  reason  for  this  deference  we  con- 
sistently show  them  by  asking  their  opinions  on  this  or 
that  question? 

Consider  any  case,  as  referred  to  above,  which  may 
occur  to  you  and  you  will  find  it  is  because  your  friend 
or  acquaintance  is  invariably  what  we  would  call  a  ' '  well 
read"  man.  No  matter  whether  the  subject  under  dis- 
cussion be  the  past  or  present  history,  political  or  social, 
of  our  own  or  any  other  country,  whether  it  be  of  noted 
writers,  painters,  politicians,  celebrities  of  any  kind  or 
of  any  country,  the  latest  discoveries  or  inventions,  the 
best  opinions  expressed  by  the  foremost  writers  of  the 
day  on  present  questions  of  most  vital  interest,  he  is 
able  to  take  an  intelligent  interest  in  the  conversation 
and  to  contribute  his  own  quota  to  the  discussion,  prob- 
ably expressing  some  viewpoint  new  to  his  auditors. 


You  will  doubtless  admit  that  such  a  man  occupies 
to  some  extent  an  enviable  position  among  his  fellows; 
and  the  object  of  this  article  is  to  show  you  how  by  the 
employment  of  a  small  portion  of  your  leisure  time  regu- 
larly, methodically,  and  at  practically  no  expense  to 
yourself,  you  can  also  occupy  this  enviable  position  and 
become  one  of  those  well-read  men,  to  whom  your 
friends  will  turn  for  information  whenever  they  may 
be  in  need  of  it. 

You  have,  of  course,  heard  of  MacLean's  Maga- 
zine and  have  probably  at  some  time  or  another  seen  a 
copy.  It  is  a  purely  Canadian  Magazine,  and  was  origin 
ally  called  the  Busy  Man's  Magazine,  a  title  which 
explains  the  idea  upon  which  it  was  originally  founded. 

The  average  man  of  the  present  day  is  too  much 
occupied  in  his  business  avocations  to  devote  a  great 
deal  of  his  time  to  literary  pursuits.  In  many  cases  the 
daily  papers  form  the  extent  and  limit  of  his  literary 
experience.  Now,  while  the  reading  of  the  daily  paper  is 
practically  a  duty  which  no  live  merchant  should  neglect, 
the  man  who  is  ambitious  of  improving  his  mind  will  feel 
a  desire  for  a  little  more  than  the  daily  or  weekly  maga- 
zine can  give,  and  this  is  where  MacLean's  Magazine 
stands  ready  to  give  him  a  helping  hand. 

The  February  number  is  particularly  interesting 
and  a  source  of  interesting  information.  It  is  brimful 
of  good  instructive  reading,  containing  just  that  infor- 
mation which  is  most  beneficial  to  busy  Canadian 
business  men  to  keep  them  in  touch  with  things 
Canadian. 


Secure  a  copy  from  your  nearest  news- 
dealer to-day,  and  become  acquainted 
with    Canada's    foremost    magazine. 


Price  20  cents  a  copy. 


Subscription  $2.00  a  year. 


THE  MACLEAN  PUBLISHING  CO.,  LIMITED 
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Double     Receipt    for  the    Window    Trimmer 

(Jives  One  to  Department  When  Receiving  Goods  and  (Jets  One 
When  They  Are  Returned  —  A   Means  of  Protection. 


SOMETIMES  misunderstandings,  in  a 
lew  cases  on  record,  unfair  charges, 
have  resulted  from  the  free-and- 
easy  met  hod  obtaining  in  most  stores  in 
connection  with  goods  used  in  window 
displays.  A  window  trimmer  will  get  some 
here,  and  some  there,  and  usually  no 
record  is  kept  by  him  or  by  the  head  of 
i  lie  department.  He  returns  them  in 
three  days,  or  a  week,  perhaps,  and  still 
there  is  no  record  or  receipt  of  any  de- 
scription. Tn  establishments  where  so 
much  care  is  taken  for  an  accurate 
accounting  in  every  other  transaction,  it 
is  strange  that  this  has  been  over- 
looked. 

Absence  of  some  form  of  receipt  has 
led  in  some  instances  to  the  window 
trimmers  being  held  responsible  for 
articles  that  were  returned  in  a  damaged 
condition  to  the  head  of  the  department. 
Perhaps  the  goods  were  in  that  condi- 
tion  before  they  reached  the  trimmer. 
Or  something  may  have  been  mislaid 
after  it  came  back,  and  cannot  be  found. 
The  window  trimmer  again!  And,  it 
may  be  as  well  to  add  as  further  evi- 
dence of  the  need  for  protection  the  dis- 
play man  has,  that  instances  are  not  un- 
known where  a  clerk  has  taken  an 
obvious  course,  by  removing  an  article, 
to  get  a  window  trimmer  into  trouble. 
All  would  have  been  avoided  with  an 
adequate  system  such  as  is  herewith 
presented. 

A  Double  Check. 

The  reproduction  of  the  form  used  by 
the  Robert  Simpson  Co.,  Toronto,  is  so 
far  as  is  known,  the  only  one  of  the 
kind  in  use  in  this  country.  In  a  well- 
known  store  of  the  United  States,  a 
card  system  was  introduced  embodying 
the  receipt  by  the  window  trimmer  for 
the  goods,  but  not  the  receipt  given  him. 
A  glance  at  the  form  will  explain  it. 
First  of  all  it  is  a  requisition  on  a  cer 
tain  department  for  the  handing  over  of 
certain  goods  tor  a  window  trim.  These 
arc  named  in  detail  and  the  price  mark- 
ed down  also.  Two  slips  are  signed  by 
the  window  trimmer,  one  given  the  head 
of    the    department;    the    other    retained. 

When    i  lie    goods    are    taken    from    the 

window  again,  the  same  trimmer  returns 
them;  the\  are  checked  0VCT  and  this 
time  I  he  iiead  of  the  ile|  >a  rt  nient  siu'iis 
a  receipt  thai  tbej  were  "returned  to 
department     in     good     order    this    

v  of  -  L9    — ."       At  the  same 

time    he   gives    back    to   the    window    man 

the   receipt    he    holds    |,,r   the   g Is   since 

I  hex    were  handed   In  the  trimmer.     Thus 

the    transaction    is    ended,    ami    if   any 


THE 
ROBERT 


SIMPSON 


COMPANY 
LIMITED 


Requisition  for  Window 


Dept. 


Window  Dressing  Department  will  please  receive  goods  as  per  attached  Inventory 

for   display    from        till In   window    No. 

Rent  per  day  $ 


Received  the  above  this        day  of 


19 


Window  Drvuer 

Returned  to  department  In  good  condition  this        day  of  19 


question  comes     up    later,     the  window 
trimmer  has  his  receipt  and  the  " 
condition"    one   as   well. 

Clerks  Not  Allowed  Inside. 
In  the  Robert  Simpson  Company's 
-lore  this  system  as  originated  by  Harry 
Bollingsworth,  is  carried  one  step  farth- 
er. All  goods  brought  from  a  depart- 
ment by  a  clerk  must  be  left  outside  the 
window.       If    a    clerk    went    inside    there 

would  be  risk  of  goods  being  damaged, 
it  is  held,  and  before  the  flral  receipt  is 
given  the  trimmer  examines  the  goods  as 
di  in  ered  to  him. 

Two  Rings  in  One  Case. 

In  discus-im,'  the  same  question  with 
The  Review  a  window  trimmer  remark- 
ed that  .me  time  one  of  his  assistants 
had   borrowed    some   riiiLrs.   six.    from   the 

jewelrj    department    for  a   window,     lie 
60 


Manager  of  Dcparfmaot 


returned  them  but  a  day  or  so  later  the 
head  of  the  department  called  him  up 
ami  said  one  ring  was  missing.  The 
man  went  down  and  sure  enough,  there 
was  a  ring  gone  from  one  of  the  « 
lie  was  nonplussed;  lie  knew  or  felt 
sure  he  had  given  it  back,  but  had  no 
proof.  Finally  another  search  was  made, 
and  it  was  only  when  the  other  live 
cases  weii'  opened  that  it  was  discovered. 
wedged  in  with  one  of  the  others.  But 
several  days  had  passed,  and  the  trac- 
ing of  the  last  ring  in  an  ordinary  ease, 
would  grow  more  difficult  with  the 
delay. 

Under  the  old   system   there   is  no   de- 
finite protection  for  the  window  man. 

rhis  system  <  ould  be  utilised  not  only 
in    dry   goods   stores  but    in   large   men's 

wear  stores  as  well,  where  the  different 
sections  are  departmentaliied 


Cupids,  Hearts  and  Arrows  on  Your  Show  Cards 

Directions  for  Making  Cards  for  St.  Valentine's  Day,  and  Hat, 
Glove  and  Suit  Sales — Overcoming  the  Dullness  of  an  Off-season 
Month. 

Written  for  The  Review  by  Paul  O'Neal 


FEBRUARY  is  another  of  those 
sort  of  off-season  months  that  keeps 
the  average  merchant  guessing: 
what  are  the  best  moves  to  keep  up 
trade.  It  is  necessary  during  all  slack 
periods  to  do  something  to  overcome  the 
dullness,  no  matter  what  may  be  the 
cause  of  the  quietness.  February  is  so 
situated  in  the  calendar  that  business 
seems  to  be  at  a  standstill,  except  for  the 
very  necessities  of  life.  However,  prices 
that  are  inviting  because  of  their  low- 
ness  always  move  people  to  buy,  no  mat- 
ter at  what  time  of  year  they  may  be 
offered. 

Odds  and  Ends  Left  Over. 
It  may  be  well  to  go  over  your  stock 
and  see  if,  even  after  the  January  clean- 
up, there  may  be  a  few  odds  and  ends 
you  may  lay  on  the  sacrificing  bargain 
counter  and  invite  your  customers  to 
come  and  partake  of  the  good  things  you 
have  to  offer  at  prices  that  are  below  the 
ordinary,  possibly  by  50  per  cent.  Yes, 
make  it  a  genuine  half-price  affair,  and 
you  will  be  able  to  clear  away  the  dead 
stocks  and  have  your  shelves  clean  for 
the  Spring  lines  which  you  must  start 
to  boom  not  later  than  the  1st  of  March. 

Three  or  Four  Days'  Sale. 

You  may  arrange  an  odds  and  ends 
sale,  into  which  you  may  gather  various 
lines  of  articles,  including  gloves,  ties, 
collars,  fancy  vests,  odd  lines  of  pants, 
shirts,  knitted  jackets,  sweaters,  etc. 
Group  all  these  into  one  big  sale,  with 
the  prices  cut  down  to  the  bone.  Adver- 
tise them  for  a  three  or  four  days'  sale 
to  start  on  some  Monday  morning.  Quote 
prices  in  your  newspaper  advertisements 
and  use  your  windows  in  displaying 
these  goods  and  make  use  of  plenty  of 
cards  and  price  tickets. 

Cupids  and  Hearts  Liberally. 
On  past  occasions  we  have  called  at- 
tention to  the  advisability  of  taking  ad- 
vantage of  special  days  and  holidays  for 
advertising  purposes.  February  offers 
one  day  that  may  be  taken  advantage 
of.  even  though  it  may  not  be  a  holiday. 
We  refer  to  St.  Valentine's  Day.  The 
picture  postcard  craze  brings  the  day 
out  sufficiently  strong  to  make 
it  afford  a  splendid  opportunity 
for  decorating,  which  is  one  way, 
and  a  good  way,  of  advertising. 
You  may  use  cupids,  hearts,  darts, 
arrows,  red  ribbons,  red  tissue  and  crepe 


papers,  etc.  Use  red  hearts  for  your 
price  tickets  all  through  the  store.  Use 
various  cupid  and  heart  designs  for  your 
window  cards.  And  has  it  ever  occurred 
to  you  that  this  same  craze  for  postcards 
may  be  taken  advantage  of  by  using  a 
few  well  selected  cards  in  your  window 
decorations  and  displays?  A  little 
thought  in  placing  these  cards  on  and 
among  the  articles  in  your  window  dis- 
play will  make  a  verv  effective  showing. 
Do  not  be  afraid  to  decorate  your  store. 
It  is  good   advertising. 

Treatment  of  Cards. 

The  samples  of  cards  for  February  are 
exceptionally  strong,  and  should  furnish 
you  with  ideas  for  other  designs.  The 
odds  and  ends  card  is  for  a  sale,  as  sug- 
gested above.  The  card  is  an  air  brush 
design,  but  simple  to  execute.  The 
round  or  oval  projections  are  made  witli 
a  pattern  and  the  card  cut  away.  The 
air  brushing  gives  the  effect  of  these  be- 
ing behind  the  square  card.  No  pattern 
is  needed  for  the  air  brushing,  as  a 
straight  piece  of  card  laid  on  the  edge  is 
all  that  is  needed  to  air  brush  the  edges. 


The  large  letters  should  be  in  some  at- 
tractive color,  and  shaded  in  a  subdued 
color.  Red  for  these  large  letters  would 
he  very  effective.  The  small  letters 
should  be  in  black.  The  card  may  be  any 
size  up  to  14  x  22  inches,  which  is  a  half 
sheet.  The  size  will  be  governed  largely 
by  your  window  space. 

Air  Brush  on  Suit  Cards. 

The  $15  suit  card  is  for  a  clearance  in 
suits.  There  may  be  some  clothing  in 
stock  that  should  have  been  run  out  in 
January,  but  somehow  got  missed.  A 
few  days'  sale  will  finish  it.  This  card 
is  made  very  similarly  to  the  last  one. 
But  it  will  be  necessary  to  use  the  oval 
pattern  in  doing  the  air  brushing.  Lay 
the  oval  on  and  air  brush  to  give  the 
effect  of  the  angle  pieces  being  behind 
the  oval.  The  figures  may  be  in  red  or 
some  other  bright  color,  and  shaded  in 
a  color  to  harmonize  with  the  color  of 
the  figure.  The  size  of  this  card  may 
be  anything  up  to  11  x  22  inches,  al- 
though this  is  a  little  narrow. 

(Continued  on  page  62.) 
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15,000 

Guesses 

for    this 

Automobile 


AN    automobile    or    $400    in    gold    m 
consideration       of      the      correct 
count  of  the  number  of  hats  and 
caps  in  the  two  windows  of  the  Yonge 
and  Queen  streets  store,  was  the  effective 
method  of  advertising  used  by  the  man- 
agers of  L.  J.  Applegath's  hat  store,  To- 
ronto, this  year.     Everybody  who  knows 
the  firm  expects  that  any  plan  of  cam- 
paign  they   use   will  be  original   as  well 
as  effective  and   this  one   was  no  excep- 
tion.   The  idea  was  this:     A  large  num- 
ber of  hats  and  caps  were  displayed  in 
the   windows   of   this   store   and    a    card 
announcing  that  an  automobile  or  $400 
in  gold  would  he  given  to  the  firs!  per- 
son making  a  correct  count  of  the  hats 
and   caps  in   the  windows.     In   the  win- 
dow of  the     other     store     (Applegath's 
have   two   on   the   same  street,   and    near 
by),  was  placed  the  automobile,  and  an- 
other card  announcing  the  competition. 
The  windows     in  which     the   hats  were 
placed  were  locked   on   December   15th, 
and    the  keys  given   into  the  possession 
of  two  well-known   newspaper  men   until 
January   5th,   the   day    set   for  the   con- 
clusion of  the  contest. 

Every  competitor's  count  had  to  be 
returned  on  a  coupon  furnished  for  the 
purpose,  hearing  a  space  for  the  com- 
puted number,  and  for  the  name  and 
address  of  the  contestant.  Xo  condition 
was  imposed  except  that  each  person 
entering   the   contest    was   allowed   only 

one  coind.  No  good-,  had  to  he  bOUghl 
from  the  store  before  any  one  was  per- 
mitted to  compete:  do  entrance  fee  had 
to    be    paid.       It    was    absolutely    free    to 

all.        The   only    requirements    were    to 

secure  a  coupon,  till  it  in  and  return  it 
before  Jan  nth. 

Twenty  thousand  coupons  were  issued 
and  about  fifteen  thousand  were  re- 
lumed.   These   were  all   placed    in    a   large 

boa  which  at  the  end  of  the  contest  was 

vigorously  shaken  so  that  the  hist  in- 
serted had  an  equal  chance  with  the 
first.  The  actual  number  of  hats  in  the 
windows     was     determined     h\      the     two 

men  holding  the  keys,  and  then  ea  Aid. 
Burgess  drew   at   random  from  the  pile. 

The  correct      number     was    286     and   the 

iir-t  card  bearing  this  number  belonged 
to  Mr.  Jas.    A.    Dickson,    of    171    Roa 
borough  West.     Be  elected  to  take  the 
,„on,  o\  a  ohe<  100  on  the 

. l;i  \   after  the  competition  closed 
The    authorities    in    charge   are   quite 


Lucky  Man  Took  Hat 

Store's  $400  in  Place 

of  Car 

Thousands  of  People  Attracted  to  Store  by 
Competition  In  Number  of  Eats  in  Window — 
Devices  of  Other  Merchants  to  Induce  Public 
to  Enter  Their  Places  of  Business. 


satislied  with  the  result  of  the  competi- 
tion. Xo  person  passing  down  Yonge 
street  during  the  competition  could  help 
being  struck  by  the  interested  crowds  in 
front  of  the  windows.  The  automobile 
itself,  the  number  of  hats  and  caps,  the 
probable  result  all  formed  topics  of 
conversation  for  many  people  and  in 
many  places.  Similar  competitions  on 
a  smaller  scale  might  easily  be  worked 
to  advantage  by  merchants  in  other 
places,  the  firm  point  out. 

The  benefits  accruing  are  obvious,  the 
publicity  given  to  a  store  using  such  a 
method,  the  people  brought  there  by  the 
competition  who  were  perhaps  never  in- 
side the  door  before,  the  interest 
aroused  in  the  whole  proceeding,  these 
are  only  a  few  benefits  that  might  be 
mentioned. 

Nor  are  the  effects  short  dived.  The 
originators  believe  that  they  will  con- 
tinue throughout  the  year. 
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CUPIDS,  HEARTS  AND 

ARROWS  ON  YOUR 

SHOW  CARDS 

(Continued  from  page  61.) 

The  hats  card  is  made  with  three  pat- 
terns. Two  torch  patterns  and  open 
space,  which  is  much  like  an  oval.  The 
oval  pattern  should  be  laid  over  the 
torch  patterns,  and  after  air  brushing 
the  torches  should  be  pulled  out,  taking 

care  not  to  disturb  the  other  pattern. 
Then  air  brush  at  the  edge  where  the 
torches  come  to  give  the  effect  of  throw- 
ing them  behind  the  oval.  The  air  brush 
color  should  lie  in  some  dark  shade. 
Brown  or  even  black  gives  good  results. 
The  lettering  in  the  space  may  be  in 
red.  Note,  the  shading  is  done  on  op- 
posite   sides    of    letters.      This    gives    the 

effeel  of  the  letters  being  turned  in  op- 
posite    directions.       The     torches     are 
finished  by  hand  at  the  top. 
The  Cupid  card  is    for  your  Valentine 

Daj    dc ration.      It    I-  pOSSibl.A    the  haid- 
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est  card  to  execute  of  the  samples 
shown.  The  cupid  is  drawn  by  hand 
and  cut  out.  The  heart  is  made  from  a 
pattern  and  partially  cut  out.  The  base 
is  air  brushed  similar  to  the  others.  The 
heart  is  air  brushed  slightly  to  give  a 
rounded  effect.  The  heart  could  be  in 
red  and  the  lettering  in  white,  but  this 
sample  is  on  a  white  card  with  the  let- 
tering in  red.  the  small  letters  black. 
This  makes  a  very  attractive  card. 

Arrow  Through  Glove  Card. 

The  glove  card  is  similar  in  treatment 
to  the  last  card,  but  is  not  cut  out.  The 
heart  pattern  and  the  bow  and  quiver 
are  all  separate.  The  last  two  are  slip- 
ped down  behind  the  heart  pattern  and 
removed  after  air  brushina:  around  them. 
and  the}  are  then  air  brushed  at  the 
edge  of  the  heart,  fare  must  be  exer- 
cised to  leave  the  heart  pattern  on  while 
air  brushing.  The  figures  should  be  in 
red  and  the  small  letters  in  black.  The 
other  card  with  tin'  arrow  is  very  simi- 
lar, only  the  arrow  is  cut  and  laid  on  to 
the  top  of  the  heart  and  air  brushed  to 
o-ive  the  effect  of  coming  throush  the 
card.  If  desired  a  piece  of  card  may  be 
cut  into  the  shape  of  the  arrow  and  ac- 
tuallv  st ink  through  a  hole  in  the  card, 
and  will  give  a  stronger  effect  than  this 
design. 
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SHORT  TROUSERS  AT 
LOTUS  CLUB 

At    the    Lotus    (dub.    the    new    -■        f 

(dub.  one   evening     lately     where 

mosl    of    the    notable    people    in    London 

Society  as  well  as  the  leading  aetn 

may  be  seen,  dinner  jackets  wore  not  in 
evidence  but  the  -hort  trousers  worn  by 
nancing  men  indicate  that  this  is  becom- 
ing a  fashion  since  Oxford  have 
taken  the  place  o\'  pumps  or  court  - 

® 

Toronto.   Ont.  Davis   Clothing   Co. 

have    succeeded     David     Davis,    clothing 

and  men's  furnishings. 
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Tear  off  the 

Carhartt    Label 


and  if  your  customer  has  ever  worn 
Carhartt  Overalls  before,  you  can  be 
sure  he  will  recognize  the  identification 
marks. 


Carhartt's 

Overall 

Uniforms 

have  distinct  and  exclusive 

features  which  no  other 

overall  has. 

Carhartt 's  Overalls  are  cut  liberally 
— they're  cut  and  built  for  comfort 
and  service.  They  never  split  and  rip 
when  the  wearer  stoops. 
How  do  you  think  this  feature  will 
appeal  to  your  trade? 
Carhartt 's  Overalls  are  well  made, 
sewed  with  the  best  thread  and  rein- 
forced where  the  greatest  strain 
comes — another  reason  for  giving 
service. 

Then,  too,  Carhartt 's  Overalls  give 
freedom  of  action  because  of  the 
patent  self-adjusting  suspender 
which  works  with  every  movement  of 
the  body. 

This  is  an  exclusive  feature  that 
your  trade  will  remember. 
Would  this  not  be  a  good  time  to 
have  the  exclusive  agency  for  your 
town?  Write  to-day  for  our  sixty- 
day  approval  basis  shipment.  Send 
it  back  if  it  does  not  come  up  to 
your  requirements.  We  pay  return 
charges. 

Note. — Approval  shipment  consists  of 
Overall  Uniforms  and  Gloves. 


Hamilton  Carhartt 
Manufacturer 

Limited 
TORONTO  VANCOUVER 
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Bright  Combinations  in   Shirts 
For  Spring  Wear 

Some  of  More  Exclusive  Men's  Furnishers 
Carrying  Pink  and  Red— Silks  Will  be  Strong 
—French  CufEs  and  Soft  Collars  Likewise. 


IF  you  are  wise  this     year     in     your 
Spring  buying  you  will  not  forget  to 
lay   in   a  good   stock    of   silk    shirt-. 
Such  is  the  opinion  expressed  by  some  ol 

the  wholesale  men  who  report  big  sales 
already  in  this  particular  line.  To  be  a 
little  more  exact,  the  material  is  known 
as  moire  and  is  a  sort  of  mercerized 
cloth.  Taffeta  wool  as  well  as  a  stuff 
much  favored  for  Spring  wear,  while 
zephyrs  and  crepes  are  also  in  the  run- 
ning. 

When  it  comes  to  color,  there  seems  to 
be  considerable  diversity  of  opinion  as 
to  what  will  be  most  worn.  Without 
doubt,  pink  is  strong  in  New  York  at 
present  and  some  say  it  will  be  just  as 
strong  here  but  on  the  other  hand  there 
are  many  who  claim  that  this  year  at 
leas!  there  will  not  be  any  rush  after 
pink  on  this  side  of  the  line. 

One    merchant    stated    to    The    Review 
that    if  men   would   come  in   themselves 
and  buy,  there  would  be  little  difficulty 
in   introducing  the  gayer  colors  widely, 
hut   as   long  as  many  ladies  continue  to 
buy  their  husbands'  shirts  they  will  fall 
hack  on  the  old  reliable,  quieter  patterns 
blue  ami  white,  black  and  white,  etc     It 
is  safe  to   say,   however,  that   pink   and 
red  in  stripes  will  lie  by  no  means  un- 
common and  both   are   being  carried  by 
some  of  the  more  exclusive  haberdashers. 
Yellow,  too,  is  given  as  a   favored  color, 
while  combinations  of  yellow  and  purple, 
pink    and    black,    green    and    yellow    are 
also  in  the  display.     Solid  colors,  while 
shown    will,   in    the    opinion    of   quite   a 
number,  not  be  so  popular  as   the  two- 
color  designs.     Pale  pink     with     white 
stripes,  white  with  pink  stripes,  tan  with 
blue  stripes  and   white  with   helio  stripes 
are  some  of  the  smart   and  effective  pat- 
ferns  on  exhibition. 

Spots  vs.  Stripes. 

An  effort  is  being  made  in  some 
quarters  to  replace  the  stripe  patterns  b\ 
neat  spots,  or  a  combination  of  spots 
and  stripes,  while  on  silk  shirts  a  strik- 
ing effect  is  given  watered  BguringS.  All 
patterns,  however,  will  be  small  and  neat 
and    stripes    will    be    narrow. 

The  thousand  plea!  front  is  growing  in 

public  esteem  and  will  be  very  stn.ni; 
♦  his  season  in  silk  ns  well  as  in  cotton 
•roods.  Stiff  and  soft  cuffs  are  both 
favored,  one  furnisher  giving  his  opinion 
that   stiff  cuffs  would   he  worn   mostly  on 


shirts  of  striped  materials,  except  silk. 
l,ut  French  cuffs  will  be  strong  in  everj 
line— cottons  and  silks,  in  solid  colors 
and   in   combinations.     Soft   collars   will 

still  maintain  the  popularity  of  la-t 
season,  striped  as  well  as  plain  patterns 
being  favored  and  it  is  said  that  a  water 
wave  effect  and  fancy  pique  will  have  a 
very  strong  run. 

More  Expensive  lines. 

The  indications  on  every  hand  are 
that  there  is  going  to  be  a  strong  demand 
for  the  more  expensive  class  of  goods. 
Judging  by  all  signs,  zephyrs,  crepes, 
taffeta,  wools  and  silks  will  be  much 
worn,  and  with  better  quality  shirts  can 
he  .,,1,1  better  quality  hats,  ties,  -loves, 
etc..  a  gain  all  around  and  an  oppor- 
tunity for  the  men's  furnishing  trade  to 
improve  the  quality  of  their  business. 


GRAVITATING  TO- 
WARDS A  LARGER 
WINDOW  UNIT 

(Continued  from  page  58.) 

lias  reigned  over  New  York's  shop  win- 
dows for  the  past    half  decade." 

Using  Curtains  in  Background. 


He  takes  up  a  third  point  as  follows: 
"Another   sign    that    window    trimming 
has   caughl    the    changing   and   progres- 
sive spirit   of  the  day  is  the  new  treat- 
ment which   Mr.  Zeggers  is  applying  to 
the    luxurious    mahogany    show    window 
backgrounds  in    Stern  Brothers'    stately 
store  on  42ml   street.  New  York.     This 
treatment    consists  in  removing  the  cen- 
tral  panel    in   each   of  the  show   window 
units  and  replacing  it.  according  to  the 
nature  of  the  merchandise  displayed,  now 
by  a  lace  curtain  hung  to  give  the  effect 
df    a    parlor    window    from    within;    now 
by  a  ulass  of  an  irregular  surface  set  in 
an  artistic  black  metal  lattice  frame,  the 
-lass  colored   from  behind  by  a  material 
of    a    tint    to    harmonize    with    the    color 
scheme  of  the  display,  giving  the  effect 
of  a  balcony  door;  and  now  by  rich  tape- 
stries, also  of  hues  corresponding  to  the 
color  scheme  of  the  display,  hung  apart, 
leaving   the    centre    open,    suggesting   an 
entrance  to   another   room. 
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"This,  of  course,  is  a  great  improve- 
ment over  the  uninterrupted  wood,  whicn 
has  always  been  held  inviolate,  not  to 
be  tampered  with  by  the  window  trim- 
mer regardless  of  the  exigencies  of  win- 
dow trimming.  It  helps  eliminate  the 
diabolical  glare  that  so  wantonly  takes 
possession  of  most  show  windows  of  the 
solid  wood  back  in  sunshine  time,  and 
is  pleasingly  different,  which  means 
t  registers  itself  on  the  minds  of 
many  more  passersby  than  the  same  dis- 
play would  if  it  did  not  have  it.  For 
only  variation  can  gain  the  attention  of 
the  busy  and  preoccupied  New  Yorker. 
And  this  extra  registration  mean*  addi- 
tional business. 

New  Fixtures  Also. 
"The  window  fixture,  too,  has  ielt  the 
active  hand  of  change.  With  the  reac- 
tion among  the  more  progressive  haber- 
dashers against  the  yard-wide  section, 
making  one  out  of  a  space  that  formerly 
held  two.  it  became  necessary,  in  order 
to  save  the  display  that  went  into  these 
more  roomy  compartments  from  extreme 
mediocrity,  to  get  up  something  different 
in  the  way  of  a  fixture,  some  contrivance 
to  set  off  the  merchandise  in  a  display 
in  a  decidedly  new  and  different  manner. 

••Weber  &  Heilbroner,  who  pay  as 
(lose  attention  to  their  show  windows 
as  any  concern  in  America,  as  soon  as 
they  began  gravitating  toward  the  larg- 
er window  unit,  immediately  realized 
this  point. 

••  'It  is  not  enough,"   said    Mr.   Heil- 
broner to  his  three     window     trimmers 
when    he  a-sembled   them   a   few   months 
ago  up  in  his  office  to  make  certain  win- 
dow  plans     known   to   them,      'that   we 
merely   change   the   size  of  the   section. 
We  want  more  than  that.     We  want   a 
change  in  the  haberdashery  fixture."     A 
month  later  a  new  haberdashery  fixture 
came  to  birth  and  was  displayed  in  the 
show  windows  of  their  44th  street  store. 
This  fixture  is  a  combination  of  a  cloth- 
ing stand  and  a  shirt  easel,  the  easel  at- 
tached     to   a   twelve-inch      arm      which 
makes    a    right   angle   with    the   clothing 
stand  and  which  in  turn  is   fastened  to 
the   inner   post    of   this  stand.        To   this 
arm  there  are  two  detachable  parts,  one 
in  the  shape  of  a  crescent,  the  other  in 
that  of  a  Maltese  cross.     The  crescent  is 
puffed  with  silk  of  the  same  design  and 
quality  as  the  neckwear  in  the  rest  of  the 
display,  and  the  cross,  from  left  to  right. 
also   with   silk   like  the   neckwear  in   the 
balance  of  the  trim,  but  from  top  to  bot- 
tom, with     plush  of  the     same  color  as 
pulled    on    the    window    tloor.      Both    the 
silk  and   the  plush  on  the  cross  are.  un- 
like   the   silk    on    the   crescent,   stretched 
and    pleated.         These    attachments    are 
used   alternately,  one  one  week   and   one 
the   other,    thus    alternating   the    effect 
with  each  change  of  trim." 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Garment  Hangers  are  more  than 
mere  pieces  #/wood  glued  together 

They  must  have  the  proper  shape  or  your  garments 
zvill  be  better  piled  on  tables 

You  will  likely  be  making  some  changes  soon  in  your  men's  and  boys'  clothing  and  ladies'  ready-to-wear 
department.  We  think  you  will  agree  that  there  is  no  question  about  displaying  these  lines,  and  the  Taylor- 
Made  Rack  and  Hanger  System  meet  the  requirements  for  this  display. 

THE 

Taylor -Made 

Rack  and  Hanger 
System 

doubles  the  efficiency  of  your  selling  forces. 
The  Taylor  Hangers  are  made  to  keep  cloth- 
ing in  proper  shape.  If  you  are  using  poorly 
made  and  ill-shaped  hangers — hangers  which 
do  not  keep  the  garments  in  proper  shape, 
there  is  absolutely  no  economy  in  hanging  on 
to  them. 

The  Double-Bar  Rack 

here  shown  gives  more  hanging  space  and 
takes  up  less  room  and  obstructs  the  store 
less  than  any  other  rack  made.  By  using 
the  side  rods  you  have  24  ft.  of  hanging  bars 
in  one  rack.  Double  Deck  Racks  are  used 
only  for  boys'  suits  and  short  garments  in 
the  ready-to-wear  department. 

Made  of  Polished  Steel  Tubing.  Made  of  Oxidized  Steel  Tubing. 

No   paint,   no   rust,  no  tools   or  trouble   to  set  up.  Shipped  crated.  K.  D.  Ball  Socket  Rollers. 

6  feet  long,  6  post   $10.50         6  feet  long,  6  post   $13.00 

8  feet  long,  6  post    11.50         S  feet  long,  6  post   14.00 

10  feet  long,  6  post    12.50       10  feet  long,  6  post    15.00 

Suit  racks,  5  feet  high,  26  ins.  wide.     Overcoat  and  ladies'  garments,  6  ft.  high.     Additional  for  side  rod,  $1.25  each. 


hanger, 


No.  331B. 
Men's    combination    hanger    with    inserted    bar 
to    hold   trousers,    $7.50    per    100. 
Made  in   boys'   size,  only  15  inches  long,  $7.50 
per  100.     With  wire  attachment,  $8.50  per  100. 


No.   74B. 


Combination  Hanger,  concave  shoulder,  shaped  to  fit  collar  of  coat,  will  keep 
the  garment  in   perfect  shape,  $15.00  per  100.     With  wire  attachment,  $16.00. 


Mail,  wire  or  'phone  your  order  to-day,  and  equip    your  store  to  be  ready  for  Spring  business, 
smallest  commands  will  receive  our  prompt  and  careful    attention. 

The  Taylor  Manufacturing  Co. 


Your 


82  Queen  Street  North, 


HAMILTON,  ONT. 


John  D.  Moser,  Manager 
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FURNISHINGS 


Clothes,  Methods  and  Men 


TWO  KINDS  OF  PROPHETS 

LONDON  tailors  are  rejoicing  over  the  fact  that  His 
Majesty  the  King  has  expressed  his  disapproval  of 
the  easy  way  in  which  the  men  of  the  fashionable 
world  have  dressed  recently,  and  has  voiced  his  desire 
that  all  officers  of  the  Guards  when  wearing  mufti  in 
London  should  adopt  correct  town  clothes.  While  the 
Kins  has  no  power  to  enforce  this  upon  his  officers  there 
is  no  douht  that  the  execution  of  his  desires  will  he  gen- 
eral among  military  men  and  the  smart  set  of  the  Metro- 
polis. Already  more  men  in  town  clothes  may  be  seen  in 
Bond  Street  and  Piccadilly  than  for  a  long  time  hack. 
Town  clothes  have  therefore  got  a  fresh  stimulus  and 
better  business  will  undoubtedly  result. 

This  incident  is  expected  in  some  quarters  to  modify 
recenl  tendencies  to  a  "lounge"  costume  even  for  evening 
wear,  and  to  create  again  the  sharp  distinctions  between 
formal  and  informal  wear  that  only  within  the  past  year 
<>r  SO  have  shown  any  si^iiis  of  being  weakened.  Probably 
this  has  been  produced  more  than  anything  else  by  the 
recent  innovations  in  evening  dress  accessories,  a  field  of 
design  I  hat  no  one  had  dared  to  intrude  upon  hitherto. 
With  a  multiplicity  of  novlties,  such  as  French  cuffs, 
mushroom  shirts,  soft  collars,  white  vests  with  a  black 
corded  edging  ami  linen  to  match,  there  has  been  a  certain 
confusion  created  and  equally  confident  prophets  are  to 
be  found  supporting  Hie  theories  that  the  plain  stiff  sea- 
son of  yore  will  come  into  its  own  again,  or  that  the 
sacred  boundaries  will  be  trampled  down  by  the  world-wide 
passion    for  the  new  and   the  daring. 


-©- 
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DISHONEST  ADVERTISING 

N    interesting  survey  of  the  New   York  advertising 
lidd   lias  been  secured  by  The  Review   for  this  issue. 

together  with  samples  of  different  styles.  A- 
might  he  expected,  men's  furnishers  there  as  well  as  here, 
an-  besel  by  the  Bame  temptations  to  mark  up  their  goods 
i,,  fabulous  prices  before  marking  them  down  again. 
There  i-  an  impression  among  a  few  merchants  that  "the 

public    will    fall    for   H."   "ii    the   theory    that    this   terribly 

unintelligent,   unsophisticated   and   credulous  public  will 

•■tall"  Cor  anything  that  has  a  firm's  name  at  the  bottom 
.,!  ,i  l„  Belling  "$80  suits  for  $12,"  New  York  has 
gone    farther    than    Canada    ever    did.    although    examples 

,.f  gross  exaggeration  arc  not  wanting  in  newspaper  ads. 

j,,  i,        AIiuii!   the  Oftly  other  line,  besides  clothing,  in  which 


the  disparity  between  the  "former"  Belling  price  and  the 
''latter"  is  so  intense  is  in  furs.  While  the  profit  on 
some  lines,  especially  in  furs,  is  considerable,  and  admits 
of  fair  reductions  at  time-,  the  majority  of  business  men 
deplore  the  tendency  to  an  unwarranted  inflation  of  the 
"reduction"  as  tending  to  imply  enormous  regular  pmlits 
and  to  cast  discredit  generally  on  legitimate  trading.  So 
strong  has  this  resentment  been  that  the  Toronto  "Ad." 
Club  has  started  a  campaign  to  end  by  exposure  all  forms 
of   dishonest    advertising. 


® 

GOOD  BOOKKEEPIM. 

REALIZING  the  inadequacy  of  the  bookkeeping  sys- 
tems in  many  of  the  dry  <roods  stores  of  Canada  and 
the  desire  of  many  merchants  tor  information  on  this 
subject  The  Review  has  engaged  a  cost  accountant,  Wil- 
liam Cambell,  to  write  a  series  of  articles  on  the  problems 
of  retail  costs,  which  will  include  a  study  of  the  books 
thai  a  merchant  needs  as  well  as  a  discussion  of  various 
systems  of  accounting  by  which  accuracy  and  definiteness 
may  he  secured.  The  first  of  these  appears  in  the  present 
issue. 

® 


SARTORIAL  NOTES 

Is  the  mushroom  with  its  thousand  pleats  erainii 

foothold  for  dress  wear  in   your  town? 

•  '•  • 

In  Paris  they  are  showing  shirts  with  a  monogTani  em- 

broidered  on  the  left  side  some  distance  down. 

•  •         • 

Did  you  find  the  mid-January  cold  dip  lasted  long 
enough    to   make   him   decide      to     discard    Inst    Winter's 

overcoat  .' 

•  •         • 

With  the  display  of  medium-priced  Panamas,  even  mors 
I  hi-  year  than  last,  Lloyds  are  likely  to  raise  their  eh. 

for  risks  on  the  existence  of  higher  priced  lines. 

•  •  • 

The  black  edged  while  cuffs  and  shirts  have  the  mush- 
room style  beaten  for  novelty  and  many  Canadian  men's 
wear  men   are  trying  to   Sgnre  out   when   it    will   be  worth 

while  carrying  them  in  stock. 

•  •        • 

It     would     take    nearly     that     whole    column     of    John 

Wanamaker's  ad.  to  gel  in  the  name  itself,    the  Reading 

Terminal    Market    Business   Men's    Association.     Probably 
the  first  step  of  lu-  ad.  expert  would  he  a  suggestion  that 

it    be   chopped    down    a    tntle 
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DRY    GOODS    REVIEW 

It's  the  cloth  in  your  overalls  that  gives  the  wear 


Good  Coat  Linings 

ARE  ESSENTIAL 
if  vou  wish  to  please  your  Customers. 

L'JI  muk 


m 


Copiiriflhi 


PA  TTERNS  shotting  FINISH,  and  Full  Particulars  from 

THE  BRADFORD  DYERS' 
ASSOC,  LTD., 

39.    Well  Street.    BRADFORD,     and 
128-129.  Cheapside.  LONDON.    E.C. 

An    Attractive    Shorn    Card  for     Window     Display    obtainable   FREE 
an  application  tt  Leading  Importers 


Qtifels  Indigo 
&    Cloth 

Standard  for  over  75  Years 

For  Overalls,  Uniforms, 
Shirts  and  Coats 


I  always 
look  for 
this  trade 
mark  on 
the  back 

of  the 
goods 


as  my  guarantee  against  all  imitations  of  the  Indigo 
Cloth  that  has  held  the  confidence  of  garment  makers 
and  wearers  for  over  75  years --on  its  unapproach- 
able merit. 

Nothing  can  equal  Stifel  Indigo  Cloth  for  service 
and  satisfaction. 

Insist  upon  Stifel's  Indigo  Cloth — the  world's  standard. 
CLOTH    MANUFACTURED    BY 

J.  L.  STIFEL  &  SONS 

INDIGO  DYERS  and  PRINTERS 


NEW  YORK 
260-262  Church  St. 

TORONTO 
14  Manchester  Bldg. 

MONTREAL 

100  Anderson  St. 

BALTIMORE 

114  W.  Fayette  St. 


SALES  OFFICES 

ST.  LOUIS 

426  Victoria  Bldg. 

PHILADELPHIA 

839  Market  St. 

BOSTON 

68  Chauncy  St. 

CHICAGO 

223  W.  Jackson  Blvd. 

SAN  FRANCISCO 

Postal  Telegraph  Bldg. 


ST.  JOSEPH 
201  Saxton  Bank  Bldg. 

KANSAS  CITY 
205  De  Craw  Bldg. 

ST.  PAUL 
242  Endicott  Bldg. 

WINNIPEG 
400-02  Hammond  Bid*' 


67 


Back  Bow  in  Soft  Hat  Refuses  to  be  Dislodged 

Three-quarter  and  Side  Stronger  in  Stiff  Hats— Yedd«.  With 
Touch  of  Color  in  Band,  Will  be  Pushed  Again— Big  Brown 
Checks  in  Caps  Going  Well— Pushing  the  Three-in-one  Variety- 
Straws  With  Velvet  Bands. 


The  Pugaree  band,  showing  pleats  and  bow 

running  on  bias.  Courtesy  of  Fried, 

Grills  &  Co. 

T11K  deliveries  of  placing  orders  for 
Spring  hats  and  the  latesl  samples 
that  are  being  added  to  jobbers' 
Btocks  in  novelty  lines  bear  out  the 
general  characteristics  announced  in  The 
Review  last  September,  higher  crowns  in 
stiffs  and  straws;  narrower  brims  on 
st  laws,  and  a  more  pronounced  roll  on 
the  stiff  hats.  On  the  other  hand  the 
early  movement  of  the  bow  style  from 
back  to  three-quarters,  while  steady,  is 
not  as  universal  as  was  Eelt  some  months 
ago,  so  that  back  and  three-quarter  will 
divide  the  field  fairly  evenly  for  the 
younger  men  and  exclusive  dressers,  leav- 
ing the  side  how  to  the  more  conservative, 
and  older  men.  In  soft  bats,  indeed,  the 
rear  position  would  appear  to  have  the 
preference,  as  it  did  last  Fall.  In  the 
stiff  hats,  on  the  other  hand,  many  deal- 
ers intend  to  carry  nothing  else  than 
three-quarter  or  side  bows,  considering 
i  he  back  bow  iii  this  staple  line  of  head- 
gear as  the  only  thing  permissible,  leav- 
ing the  back  position  to  the  more 
sprightly  blue  or  green  \  clour. 

Stiff  Hats. 
In  stiff  hats  the  changes  from  last 
Spring  are  not  as  striking  as  in  some  of 
the  other  lines.  The  band  will  be  of  silk 
and  will  be  wider  than  last  year,  in  keep- 
ing with  the  higher  crowns.  A  width  of 
one  inch  is  given  as  about  the  average, 
while  wider  hands  are  not  uncommon. 
As  indicated  above  the  roll  will  be  deeper 
and   the  brim   narrower  than    formerly. 

Blues  Strong  in  Soft  Hats. 
In  the  coming  months  blue  w  ill  be  t  he 
predominating  color  in  soli    felts.    This 


will  be  one  of  tin'  most  popular  shades 
in  new  Spring  suitings  and  headgear  will 
he  worn  to  match.  Besides,  blue  i>  al- 
ways a  standard  color.  People  never  re- 
quire much  education  to  be  persuaded  to 
wear  it,  and  it  will  replace  to  a  large  ex- 
lent  the  browns  and  the  greens  which 
especially  the  latter — were  worn  so  much 
last  Fall.  Greys,  of  course,  will  always 
be  strong  and  will  form  the  staple  in 
any  stock. 

A  fashionable  type  of  soft  hat  will  be 
a  flat,  set  style  with  high  crown,  narrow 
brim  and  wide  "pugaree"  band.  Two 
and  a  quarter  inches  will  not  be  an  un- 
usual width  for  bands  and.  as  in  the 
other  line,  a  heavy  roll  will  lie  in  vogue. 
The  bow  will  be  inclined  to  be  loose  and 
flaring  and  may  he  worn  in  any  of  the 
three    mentioned    positions,    although    in 


becks  will  be  popular  in  caps. 


Stiff   hats  for   Spring  have  higher   crowns 

and  a  more  pronounced  ioll.     Courtesy 

of   Fried,   Grills   &  Co. 

soft  hats  the  smartest  place  will  be  uni- 
formly aft  or  at  the  three-quarter  mark. 
An  extra  touch  is  given  to  the  bow  by 
the  addition  of  a  feather. 

Straws  With  Velvet  Bands. 

One  London  firm  is  putting  out  straw- 
hats  with  velvet  bands,  but  so  far  as  can 
be  learned  these  are  not  likely  to  he  "the 
go"  in  Canada.  Removable  silk  pugar- 
ees  will  be  strong,  however. 

For  Summer  wear,  Sennet  straw  has 
the  call  and  will  be  the  most  sold.  A  hat 
in  the  market,  however,  of  \eddo  straw 
deserves  special  mention.  It  is  lighl  on 
the  head:  possesses  little  starch  in  its 
make  up  and  is  therefore  of  a  service- 
able shade,  and   has  open   work  at    the  top 

of   the   crown    which   allows   the  breeze 
to  play  through  the  hair.     It  should  make 
a   popular  seller  for  hot    weather,  and  al- 
ii introduced     last     year    without 

much  success  it  will  be  put  on  the  market 
again    this   Spring   and    (if   properly    ad- 

vertised  and  displayed)  should  prove  a 
profitable  line.  It  is  one  of  the  higher- 
priced    ranges    and    is,    therefore,    worth 

considerable  efforl  on  the    part     o(  the 
68 


Yeddo  with  band  streaked  with  green  and 

lighter    green    cord    with    ornament    at 

bottom.    Courtesy  01  Cooper  Cap  Co. 

salesman  to  introduce.  A  sample  is 
shown  here  with  dashes  of  green  appear- 
ing  in  the  black  band  and  a  bright  green 

eord   around    the  base. 

A  Self-Adjuster. 
An  interesting  innovation  in  caps  be- 
ing put  on  the  market  for  Spring  is  the 
selfradjusting  cap  made  to  tit  three  sizes 
of  head-.  The  design,  while  providing 
for  a  curious  adaptability  of  the  cap,  is 
very  simple.  A  piece  of  the  cloth  is  fit- 
ted in  between  the  peak  and  a  broad  silk 
sweat  band,  m  such  a  way  that  while  it 
not  disfigure  the  lines  of  the  cap  in 
any  way.  yet  retains  sufficient  elasticity 
to  grip  the  head  firmly  without  any  un- 
due pressure.  The  cap.  the  makers 
point  out.  does  away  with  the  tiresome 
"trying  on"  and  saves  the  retail  dealer 
from  'he  awkward  plight  of  a  cus: 
not  being  aide  to  find  a  cap  that  fits,  as 
the  one  will  suil  three  heads,  i.e..  6Tv.  7. 
and  71  |.   tor  instance. 

Large  Checks  in  Browns. 

Linings  will  not  he  found  in  general 
Eavor.  In  patterns,  large  checks  of  the 
different  shades  of  brown  are  the  nobby 

thing,  and  black,  white     and     different 

shades  of  grey  ami  brown  are  prevailing 
colors.  Some  plaid  patterns  of  the 
Scottish  hunting  tartan  type  look  very 
-mart  and  dressy  and  will  no  doubt  have 
a   strong  following. 

(Continued  on  page  76.1 


\  eap  that  will  lit  three  different  heads, 

(•>",  to  7',.  The  piece  of  cloth  between 
inner  edge  and  peak,  marked  by  arrow. 
gi\es  sufficiently  to  allow  for  the  differ- 
ence.   Shown  bj  Cooper  Cap  Co. 
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Duck 


Clothing 

FOR  MEN  AND  BOYS 

Seven  years'  selling  to  wholesale  only 
now  offering  direct  to  Retail — 

WHITE   DUCK  AND   KHAKI 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Humphrey's  Underwear 
has  fibre  toughness 


Vests 

Motor  Coats 
Long  Shop  Coats 
Norfolk   Suits 
Corduroy  Suits 


Coats 
Trousers 
Aprons 
Lustre  and 

Alpaca  Coats 

(Black,  Slate,  Fancy.) 

Boy  Scout  Suits,  etc. 
Haugh    Brand    garments,    in    Dust- 
proof  packages,  will  meet  any  com- 
petition. 

Ask    for    samples    of    your    require- 
ments or  let  us  send  you  Catalogue. 


®> 


Defiance  Mfg.  Co.,  Ltd. 

College  &  Bathurst  Streets 
TORONTO 


0 


Right  where  it's  needed 

is  the  place  where 

it's  strongest 

The  toughest  proposition  the  brave  little  housewife 
has  to  face  to-day  is  to  keep  her  boys  well-clothed; 
in   fact,   to   keep   them   in   clothes   at   all. 

The  Lion  Brand  comes  as  the  well-tried  and  proven 
solution  to  her  troubles,  with  clothing  that  givei 
wear   where   it   is   needed. 

Lion  Brand  pleases  both  parents  and  boys,  and 
gives  satisfaction   to  all. 

Our    catalog    is    worth    having. 

Write  to-day  for  Catalogue. 

The  Jackson  Mfg.  Company 

CLINTON,  ONT. 

Factories  at  : —  Clinton,  Goderich,   Exeter,   Zurich 


MARITIME  wools  are  world-famous  for 
their  fine  texture,  their  tough  fibre  and 
unshrinkable  quality,  the  result  of  con- 
stant contact  with  salt  sea  breezes. 
This  is  the  wool  that  is  used  exclusively  in 
Humphrey's  Unshrinkable  Underwear,  selected 
by  experts,  prepared  and  knit  by  skilled  work- 
men, and  every  garment  thoroughly  inspected 
before  leaving  our  mills. 

It  costs  no  more,  but  pays  both  retailer  and 
wearer  best.  Wholesaler  will  submit  samples  on 
request. 

E.  H.  Walsh  &  Co.,  Toronto 

Selling  Agents  for  Canada 

Humphrey's  Unshrinkable 
Underwear,  Limited 

Moncton,  N.B. 

liiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiilililililiii 
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.  I  Prizi  Eway  on 


At   Store   Banquet 


"How  a  Salesman  Can  Be  Most  Valuable  to 

Customer  and  Store" 


u 


Working 


in  Clothing  Establishment  Be  Should  Look   Well- 


Dressed — Wait  Promptly  on  Customers— Work  in  Harmony  and 
Make  Suggestions  -Knowledge,  Judgment  and  Enthusiasm. 


AT  a  banquet  of  a  men's  furnishing 
stoic  in  Cleveland,  0.,  Browning, 
King  iV  Co.'s,  an  innovation  on 
the  programme  was  a  prize  essay  compe- 
tition  on  the  subject,  "How  a  Salesman 
Can  Be  Musi  Valuable  to  Customer  and 
Store."  The  one  adjudged  the  best  was 
by  T.  J.  Wise,  and  is  a  level-headed  view 
of  a  salesman's  attitude,  and  well 
worked   out. 

"A  salesman  should  make  it  a  point 
to  be  loyal  to  the  store  he  works  for;  he 
must  act  and  show  it  in  every  way,  not 
only  in  the  store,  but  outside  of  business 
hours  as  well.  Always  praise  the  firm, 
their  merchandise — and  by  so  doing  you 
will  boost  their  business  and  your  own. 
Always  make  yourself  have  confidence 
in  the  store's  merchandise.  In  some  in- 
stances the  stoic  may  receive  goods  that 
in  your  opinion  do  not  come  up  to  the 
standard  you  think  they  should  carry, 
but  don't  criticize  and  run  down  the 
goods,  as  it  has  a  bad  effect  on  your  fel- 
low salesman  and  also  makes  you  lose 
confidence  in  tin-  -cods  yourself.  Show 
your  loyalty  to  the  store  by'  working 
hard  to  Bell  the  hard  numbers.  It  is 
impossible  for  any  store  to  always  buy 
the  goods  that  are  easy  sellers,  and  we 
should  all  put  forth  an  extra  effort  to 
dispose  of  the  hard-to-sell  merchandise. 
Do  not  forget  the  fact  that  we  sales- 
men are  paid  to  sell  the  firm's  merchan- 
dise, not  to  criticize  it. 

"The    salesman    should    also    make    a 
study    of    I  lie    goods    lie    sells,    he    should 

acquire  a  thorough  knowledge  of  same. 
30  thai  he  can  answer  intelligently  any 
question  a  customer  mighl  ask  in  regard 

to  fchem.  In  bo  doing  the  customer  will 
gain  confidence  in  the  salesman,  which  is 
half  the  sale,  and  it   will  bring  him   back 

again. 

Good  Personal  Appearance. 
''A   salesman  should  always  make  it  a 
point  to    put    up    a    good    appearance, 
especially    if     he     works     in  a  clothing 

store;  T  don't  mean  that  a  salesman 
should  go  beyond  his  means  in  his  dress. 
but  he  can  be  careful  in  select  ing  his  ap- 
parel, BO  that  he  looks  well -■dressed,  lie 
.•an  advertise  the  linn's  goods  more  than 

he  realizes  himself,     People  who  know 

von   are  connected   with  a  clothing  estab- 


lishment are  quick  to  observe  any  new 
garment  you  wear,  and  also  note  the  cut 
and  style  of  your  clothing,  hats  and 
furnishings,  so  let  us  all  be  careful  in 
our  dress,  and  make  as  good  an  appear- 
ance as  possible. 

"How  can  a  salesman  best  serve  the 
customer  to  show  the  best  results?  In 
ray  opinion,  this  is  the  vital  point  i 
success  of  any  retail  business.  The  sales- 
men can  make  a  great  showing  if  thej 
will  only  pull  together,  and  make  it  a 
point  to  be  pleasant  and  courteous  to 
every  customer  they  meet;  make  them 
feel  at  home  in  your  store,  impress  them 
with  the  fact  that  it  is  a  pleasure  to 
wait  on  them. 

Bringing  Customers  Back. 

"I  can  recall  quite  a  number  of  in- 
stances where  customers  have  come  back 
to  our  store  and  bought  from  us  because 
of  the  proper  treatment  we  gave  them. 
We  can  also  well  serve  the  store  and  the 
customer  if  we  all  are  on  the  alert  to 
approach  customers  and  see  that  they 
are  promptly  waited  on.  whether  it  be  in 
our  own  department  or  not.  If  the  cus- 
tomer should  want  to  purchase  some- 
thing  in  some  other  department  than 
your  own.  and  all  the  salesmen  are  busy, 
step  in  and  show  him  goods,  until  you 
can  turn  him  over  to  someone.  It  is  im- 
possible for  the  floorwalker  to  approach 
every  customer  who  enters  the  store,  and 
we  can  assist  him  very  much  if  we  all 
make  it  a  point  to  meet  customers  and 
see  thai  they  are  served.  T>et  us  have 
people  who  come  into  our  store  say  it 
is  a  pleasure  to  trade  with  Rrownimr. 
Kin','  &  Co..  because  the  salesmen  are  so 
prompt  and  courteous. 

Deliver  When  Promised. 
"T  also  think  a  salesman  can  well 
aerve  the  customer  and  the  house  if  he 
makes  a  note  of  what  time  the  customer 
he  waits  on  wants  his  purchase  de- 
livered; go  to  the    tailor  shop  or  bundle 

counter  and  impress  on  those  two  depart- 
ments that    they   must    get   the  goods  out 

when  promised.  The  salesman  should  get 

the  customer  to  give  the  tailor  as  long  a 
time  as  possible  to  make  the  alteration 
on  his  suit  or  overcoat;  in  so  doing  you 
help  the  tailor,  and  the  customer  is  not 
so  often  disappointed  in  the  delivery. 
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"A  salesman  can  increase  his  sales 
wonderfully,  and  also  the  sales  of  other 
departments,  if.  after  making  a  sale,  he 
will  suggest  other  goods  to  the  custom- 
er. If  a  customer  asks  for  a  certain  ar- 
ticle  or  make  of  goods  which  you  do 
not  have  in  your  stock  don't  let  him  get 
away;  suggest  to  him  that  we  do  not 
carry  the  line  of  goods  he  asked  for, 
inn  we  i  ave  something  jusl  a-  good,  and 
show  him  the  article  at  the  same  time. 
In  this  way  many  a  sale  can  be  saved. 

No  Petty  Jealousies. 

'•The  salesmen  of  any  store  should  al- 
ways try  to  be  on  friendly  terms  with 
each  other.  Do  away  with  the  petty 
jealousies  that  come  up  in  business;  be 
honest  and  on  the  square  with  one  an- 
other at  all  times.  Never  start  an  argu- 
ment in  front  of  a  customer;  it  makes  a 
bad    impression. 

"The  salesman  should  always  see  that 
his  stock  is  kept  clean  and  in  good  order. 
It  always  creates  a  good  impression 

ustomer  if  you  can  lay  your  hand 
quickly  on  the  garment  you  want.  A 
salesman  should  always  work  in  har- 
mony with  the  head  of  his  department: 
help  him  in  every  way  by  making  sug- 
gestions  for  the  betterment  of  the  de- 
partment. Tt  will  be  appreciated,  T  as- 
sure you,  and  it  means  the  succe- 
your  store  if  you  all  work  together.  As 
I  write  this  essay  a  irreat  many  things 
come  up  in  my  mind  which  apply  to  this 
subject,  but  will  close  now  by  making 
a  suggestion.  No  doubt  there  will  be 
many  good  things  said  here  to-night,  so 
let  us  all  profit  by  what  we  hear,  and 
practice  what  we  preach;  by  so  doing  we 
will  well  serve  the  customer  and  also  the 

re." 

The  second  in  a  lengthy  list  of  those 
judged  worthy  o\'  a  prize  was  by  D.  X. 
Jerauld,  scarcely  as  practical  or  definite 
but  still  full  of  good  ideaa  He  divided 
the  subject  of  the  value  to  the  customer 
into    three    headii  I       (fledge,    Judg- 

ment  and  Enthusiasm. 

The  Risk  of  Bluffing. 

••If  ever  "knowledge  is  power1  it  is 
to  the  salesman  who  knows  his  line,  and 
this  is  one  of  the  prime  essentials  in 
dealing  with  a  customer.  A  lack  of 
such  knowledge  reveals  itself  in  a  weak 
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Collars 

In  Every  Walk  of  Life 

you  will  find  men  who  wear  and  appreciate  KANTKRACft 
collars.  They  are  durable,  because  they  wear  longer  than  the 
ordinary  kinds,  being  made  with  the  slit  back  and  flexible  lips. 
Economical  because  they  wear  long  and  eliminate  laundry  bills 
— (washed  with  soap,  water  and  sponge),  dressy  because  they 
have  the  regular  linen  appearance  in  fabric  and  cut 

"One  grade  only,  and  that  the  best." 

MADE  IN   CANADA.     vSOLD  DIEECT  TO  THE  TEADE. 
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Suggestions  for  better 
display  and  store  service 


The  "Wood"  store  fixtures, 
display  cases,  hold  an  ele- 
vated position  in  store-fitting 
of  to-day.  They  offer  the 
merchant  valuable  sugges- 
tions for  better  display  of 
goods  and  better  service  to 
his  patrons. 

Our  new  catalog  contains 
ideas  which     will     prove  of 

value. 

CATALOG  SENT 
ON    REQUEST 

Supply  is  limited,  write  for 
your  copy  to-day. 


Round    Top    Umbrella  Case. 


H.  L.  WOOD  &  COMPANY 

Corner  of  Noble  and  Strickland    Sts. 
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"MONARCH    KNIT" 

The    standard  for    style,    quality,    workmanship 
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HP  HE  accompany- 
-^  ing  cuts  and 
those  in  the  following 
pages  represent  a  few 
good  values  and  styles 
in  Knitted  Goods  in 
our  1914  range. 


M    17(> 

Ol  l;  travellers  are  now  on  the  road  with 
the  best  range  of  Fancy  Knit  Goods 
ever  displayed  in  Canada,  They  will  show 
you  new  styles  in  Sweater  Coata  for  men. 
women,  youths,  boys,  girls  and  infants,  also 
pull-over  sweaters,  toques,  mufflers,  motor 
scarfs,  senoritas,  skirts,  aviation  caps,  and 
motor  hoods. 

The 


Monarch  Knitting  Co.,  Limited 

Head  Office,  DUNNVILLE,  ONT. 


DUNNV1LLE 


Factories  at: 

ST.  CATHARINES  ST.  THOMAS 


BUFFALO 
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"MONARCH   KNIT" 

The   standard  for   style,    quality,    workmanship 


WE  would  appreciate 
it  if  you  would  not 
place  your  order  for 
Knitted  Goods  until  you 
see  our  travellers. 

Order  from  our  travel- 
ler and  so  get  your 
goods  when  you  want 
them. 


Monarch  Knitting  Co.,  Limited 

Head  Office,  DUNNVILLE,  ONT. 


K  60 


DUNNVILLE 


Factories  at: 
ST.  CATHARINES  ST.  THOMAS 


BUFFALO 
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MEN'S    WEAR    SECTION 


uncertainty  on  the  part  of  the  salesman, 
which  lias  lost  many  a  sale,  and  it'  he  en- 
deavors to  hide  it  under  a  bluff  he  runs 
a  chance  of  being  discovered  by  a  critical 
public. 

"Second  to  a  knowledge  of  his  line,  a 
salesman  should  try  to  acquire  a  fund 
of  general  information  that  can  be  used 
incidentally.  Nothing  so  impresses  a 
customer  as  to  have  a  salesman  able  to 
converse  intelligently  on  any  subject 
fcKat  comes  up. 

"Judgment. — If  knowledge  is  power, 
then  judgment  is  the  right  use  of  that 
power.  We  often  hear  of  a  salesman 
who  is  resourceful,  tactful  and  diplo- 
matic, which  really  means  that  he  uses 
good  judgment.  He  uses  it  in  handling 
his  customers  and  catering  to  their 
whims.      He   does   not   forget   that   it   is 


FOR  THE  SALESMAN. 

He   loyal  by   working   hard 
to  xell  the  hard  numbers. 

Acquire  a  thorough  know- 
ledge  of  tlte  goods. 
Look  well-dressed. 

Be  pleasant    and    courteous 
to  every  customer. 

See  that  delivery  is  on  time. 

Avoid  petty    jealousies    in 
your  department. 


he  is  honorable  in  his  dealings,  positive 
in  his  statements  relative  to  the  goods 
he  is  selling.  He  avoids  arguments,  if 
possible,  and  exercises  self-control  in 
meeting  the  insults  of  customers,  realiz- 


TWO-BUTTON 
SACK 


SPRING 


This  two-button  sack  suit  has  a 
coat  about  30  inches  in  length.  It 
is  distinguished  by  the  soft  roll, 
semi-notch  lapel,  natural  shoul- 
ders, form-fitting  back, 
and  rounded  corners.  As 
in  the  other  the  sleeves 
are  somewhat  narrower 
than  before,  vest  is  cut 
rather  high  and  has  6 
buttons.  Trousers  are 
straight-hanging  and  a 
little  narrower  than  has 
bee  n  worn  recently. 
Cuffs  on  trousers  may  or 
may  not  be  worn,  ac- 
cording to  taste.  Model 
of  K.  O.  Hachborn  &  Co. 


Courtesy  of  E.  G.  Hachborn 
&  Co. 


up  to  him  to  extract   the  almighty   do) 
lar  Prom  them    with    the    leasl   possible 
pain,    He  creates  a  favorable  impression 
bj  bei  rful,  polil  e,  and,  abo\  e  all, 

having  an  obli  unci-.     Antagonism 

melts  before  a  Bmile,     The  old  mol  to  of 

■  look  pli  asant,  pli 
has  Bold  man]   a  customer.     Ee  encour 
ages  his  customer  to  i>a\  e  implicil   i  oi 
fidence  in  him  and  his  goods.    To  do  1  his 


Lng    thai    the    ability    to    do    these    are    a 

salesman '-  greal  assets. 

'Ginger'  of  a  Sale. 
■  •  I  :  ism.         I'm busiasm  lias  ac- 

eomplished   practically  all   the  greatest 
undertakings  of  the  world.    The  part  it 

plays  between   salesman  and  customer  is 
paramount.    It  multiplies  the  salesman's 

power  and   raises  his  ability   to  the  high- 
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est  point  of  efficiency.  Enthusiasm  is 
the  'ginger'  of  a  sale^  without  it  the  ef- 
forts of  the  salesman  are  flat  and  taste- 
less, and  the  customer  remains  unim- 
pressed.  Goods  enthusiastically  present- 
ed are  half  sold. 

"If  we  are  enthusiastic  in  our  w<>rk 
and  over  our  goods  the  customer  will 
catch  the  fever.  We  will  repeat  our 
division  of  qualities  a  salesman  should 
possess  to  be  of  most  value  to  a  custom- 
er: Knowledge,  Judgment  and  Enthu- 
siasm. But  the  greatest  of  these  is  Kn- 
thusiasm;  it  is  the  keynote  of  the  sales- 
man's success. 

"The  second  phase  of  our  subject, 
namely,  'How  Can  the  Salesman  Be  Most 
Valuable  to  the  Store?'  is  in  a  large 
measure  included  in  his  value  to  the 
customer,  for  the  one  reacts  to  the  good 
of  the  other.  But  there  are  perhaps  a 
few  points  which  I  might  suggest  as 
having  a  more  definite  relation  between 
the     alesman  and  the  store. 

First  Impressions. 

"Fi*st — The  salesman  is  under  more 
obligation  to  the  customer  than  the  cus- 
tomer is  to  him.  He  should  appreciate 
his  customer  and  be  on  the  alert  to  make 
as  many  as  possible  on  the  outside,  by 
always  having  a  good  word  for  the  store. 

"Second — Nothing  creates  in  the  cus- 
tomer a  desire  to  buy  like  stepping  into 
a  well-ordered  and  attractive  department 
— well-kept  stock,  clean  eases,  including, 
of  course,  well-groomed  clerks.  '  First 
impressions  are  lasting  impressions." 

"Third — The  salesman  should  never 
forget  to  be  watchful  of  hi>  conduct,  for 
customers  are  inclined  to  form  from  him 
their  opinions  of  the  house  and  visit  up- 
on it  all  his  short-comings. 

"Fourth —  Be  ever  mindful  of  sug- 
gesting goods  in  other  department! 
valuable  salesman  will  always  do  this. 
Last,  but  not  least,  let  the  relation  be- 
tween salesman  and  management  be  most 
cordial,  and  that  does  not  necessarily 
mean  intimacy.  Then  let  there  be  per- 
fect co-operation  on  the  part  of  the  en- 
tire working  force,  and  we  challenge  you 
to  find  a  more  ideal  condition  in  any 
Btore  in  the  country.  In  the  common 
vernacular  of   the   day,   'Can    von 

-© 

COLORED  WAISTO  >ATS 

AN  at  tempi  i-  being  made  to  enliven 
informal  evening  dress  bj 
the  waistcoat  include  colors 
as  red  and  blue  distinctly  but  not  con- 
spicuously, while  the  use  of  Color  cannot 
be  vetoed  as  the  scheme  is  informal  and 
so  admits  of  considerable  latitude,  but 
there  are  man;;  who  would  dislike  to  Bee 

it   carried  out    to  any  conspicuous  . 
for  tear  it  would  approach  too  closely  to 
the  line  where  a  sutlicient  different! 
from  da\    clothes  could  not   be  mad. 
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Are  you  waiting 
for  a  windfall,  or — 

are  you  climbing  the  business  tree  yourself  and  gathering 

in  the  big  juicy  apples  and   leaving  the   culls   for  others  less 

ambitious?     To-day,  the  man,  the  woman,  the  boy  or  the  girl, 

who  prepares  for  the  better  position  is  sure  to  get  it  and  along 

with  it,  the  better  money.     Start  in  now  on  a  mail  course  in 

CARDWRITING 

AD.  WRITING 

or  SALESMANSHIP 


THE 
TORONTO 


Please    fwrwar'd 
particulars     re     the 
course     below    m.irke'd 
with  a  cross. 


CARDWRITING 
AD.  WRITING 

with  the  Shaw  Correspondence  School,  and  you  will  be  on       MggSl 
the  first  branch  of  the  tree — Success.      You    can   start        Mk  5ALESMANSH 

six  months  from   now,  but  why  waste  six  months? 
Start  now,  and  be  better   prepared   to   earn  the 
bigger  salary  at  an  earlier  date. 

^E&£m-w       Address. 

THE  SHAW  CORRESPOHDENCE  SCHOOL 

Yonge  and  Gerrard  Sts. 

TORONTO 


VANGUARD  Knitting  Wools 


EstablishedM!        1752. 
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^'STt^ 


Scotch 

Fingerings, 

Vanguard, 

15'8,  12's, 

Fine. 

Hosiery 

Yarns, 

&c,  &c. 


C'STtP' 


Soft 

Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 
Fine. 

0)4  and  00 
Worsteds, 


THOMAS  BURNLEY  &  SONS.Limited 


Manufacturers    of  Scotch    fingering  and   Knitting    Wools. 

GOMERSAL    MILLS,   nr.   LEEDS,   ENGLAND 
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Allover  Flower  Effects  Supplanting  Border  End 

Bordered  Ends  Not  so  Strong  for  Spring — Will  Black  Edging  on 
Dress  Shirts  bo  Accepted  in  Canada?  —  Combinations  of  Bright 
Colors  in  Knitted  Tics. 


a  narrow  black  border  on  dress  cuffs  ami 
a  black  line  down  the  front  of  the  shirt 
would  be  recognized  in  Canada  within  a 
few  months,  probably  next  Fall.  Be 
though!  the  mushroom  shirt  would  be  in- 
cluded in  evening  dress  (formal)  wear 
as  an   easy   fitter. 


A  type  "f  all  over-flowered  effects  iu 
silk  ties  thai  will  be  very  popular  in 
Spring.  Note  wide  effect  on  collar. 
Courti-s\    of  Stanley  &   Bosworth,  Toronto. 


Til  E  tendency   in  ties  l'a\  ors  the  all- 
over  flower  effects  supplanting  the 
border  ends  to  a  ureal  extent,  for 
Spring,     This  is  true  so  far  as  England, 
France,  Canada  and  the  United  States  is 
i  ned,  and  some  \  erj   pretty  designs 
are  show  □  wil  h  the  all-over  patterns. 

A  t  ie  w  hich  is  quite  popular  jusl  now 
is  a  loose  weave  silk,  oearlj  tour  inches 
wide,  which   lies  up  vrerj   easilj    with  a 

W  ide   flare  below    t  he   knot  ,       His   made   ll|> 

iii   club  stripes     and     combinations     ol 
■    contrasting  colors  such   as  burnt 
orange   and    old    n  en    and    uelio 

trope,  Padd)   green  and  Royal  blue.     It 
is  pinned   down   below    the   knol    to   in 
e  effect .     It    is  ;i   change   1 1 om 
the  narrow   accordeon  ideated. 

A    man    who  usualU    is  well   informed 
d  to  The  l«'e\  iew  i  hat  the  fashion  of 


BACK    BOW  IN    SOFT 

HAT  REFUSES  TO  BE 

DISLODGED 

(Continued  from  page  68.) 

In  all  lines  of  headgear  the  standard 
of  quality  is  advancing.  Canadians  con- 
tinue to  be  satisfied  only  with  the  better 
grades.  The  cheaper  ranges  of  hats  and 
caps  are  being  neglected  more  and  more 
every  year.  One  manufacturer  went  so 
far  as  to  declare,  "The  fifty  cent  cap 
will  soon  not  be  on  the  market  at  all." 
Almost  every  retailer  is  found  to  be 
steadily  raising  the  quality  of  the  goods 
he  carries,  and  the  great  demand  for 
"'specially"  good  headwear  in  a  few 
quarters  shows  that  there  is  much  room 
for  development  in  this  direction  on  all 
sides. 


SPECIAL    RATES     FOR     CITY 
MERCHANTS. 

Ottawa,  dan.  17.— The  Post  Office  De- 
partment  has  not  changed  its  attitude 
with  respect  to  the  provincial  zone  sys- 
tem for  parcels  post  in  Canada,  the. 
operation  of  which  will  begin  very  soon. 
The  whole  system  was  uiven  most  care- 
ful consideration  before  the  plans  were 
drawn  up.  Dr.  Coulter,  deputy  post- 
master-general,  states,  and  he  declares 
that  he  is  unable  to  see  how  the  Govern- 
ment can  be  accused  of  discriminating 
in  fa\  or  of  Toronto. 

"There  is  no  special  rate  from  Toron- 
to." he  said  to-day.  "A  Loudon  mer- 
chant  can  send  parcels  just   as  cheaply 

as  a   Toronto  merchant,   and.   in   his  own 

territory,  should  be  able  to  do  it  more 
quicklj  .On  ■  r   hand,  the  mer- 

chant   at    Sarnia,   St.   Thomas   or   Borne 

other    point    would    be    entitled    to    raise 

jusl   such  objections  against    Condon  as 
Londot    has  raised  against   Toronto. 

Objections  Were  Met. 
••It  was  to  meet  this  objection  on  the 
pari  of  merchants  in  smaller  places  that 
we  made  provision  for  a  local  /.one  ol  20 
miles,  within  which  there  will  be  a  spe- 
cial   rate      That   i-.   for  the   area   within 
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Double  Ascot  tie,  a  new  and  popular 
line,  made  up  by  Stanley  &  Bosworth, 
Toronto.  Ends  cover  lower  part  of  wings 
of  collar.     Note  easier  lifting  collar. 

20  miles  of  London  there  will  be  a  rate 
that  will  offer  special  advantages  to 
London  merchants." 

The  view  expressed  here  by  those  in 
close  touch  with  the  question  is  that  the 
parcels  post,  taken  in  conjunction  with 
rural  delivery  and  the  rural  'phone, 
should  be  of  meat  advantage  to  the 
smaller  merchants.  An  order  sent  in 
over  the  'phone  can  be  sent  by  parcels 
post  and  delivered  within  a  few  hours  by 
the  rural  delivery.  The  same  order  sent 
to  Toronto  would  not  arrive  until  three 
days  afterwards.  Hon.  Mr.  Pelletier  is 
known  to  be  exceedingly  anxious  to  make 
system  not  only  the  most  efficient 
ble  for  all  parts  of  the  country,  but 
to  bring  it  into  operation  as  soon  as 
possible.  H<  had  hoped  to  have  it  in 
snape  by  the  firs!  of  next  month.  That. 
However,  may  not  be  possible,  but  an 
early  opening  np  of  the  serviee  is 
promised. 

®- 

DON'T  SAY  IT. 

From  tin-  good  dope  don't  run  aw 
'Twill  save  you  trouble  day  by  day. 
'Twill    make    you    smile    and    raise    your 

pay. 
'Twill  help  to  make  the  old  world 
When  you  ain't  got  a  thing  to  Bt 

Don't    sav   it. 
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No.  246,  Vest 
Form.  Price, 
each   .  .  $4.00 


Display  Your  Stock 


On 

Proper 

Forms 

and  Fixtures. 

Vest    and 

Coat 

Forms    are 

invalu- 

able 

for    this 

use — 

the 

cost 

is    small 

and 

re- 

suits 

large  in 

profits 

for 

you. 

The  No.  1056Tie 
Stand  is  just  the  thing 
you  need  to  make  your 
Spring  neckwear  sales 
the  largest  yet. 


Send  for  our  com- 
plete   catalogue. 

Write  for  it  to-day 


No.    105h\    Tie  Stand,  Price,  each 


.  $5.50 


Clatworthy  &  Son,  Limited     -     Toronto,  Ont. 


161   KING  ST.  W. 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PR  INC  I* 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


"King  George' ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body    and 
Shoulders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN        ::         ONTARIO 


77 


Dry  Goods  Review  MEN'S    WEAR    SECTION 

THREE-BUTTON  SPRING  SACK 


This  suit  is  three-button  sack,  the  coat  being  medium  long,  about  3] 
inches,  with  notch  lapel,  natural  shoulders  and  semi-form  fitting  back, 
sleeves  a  little  narrower  than  formerly.  The  vest  is  cut  rather  high,  and 
has  six  buttons.  The  trousers  are  straight-hanging,  and  a  little  narrower 
than  heretofore.  Cuffs  may  or  may  not  be  worn  on  the  trousers.  Courtesy 
E.  (I.  Eachborn  &  Co. 


GRADUATE     RATES     WILL 
SUPPLANT  MINIMUM. 
There  lias  been  considerable  misunder- 
standing in   connection   with   the   reduc- 
tion  of   express   charges    to    be   made    on 

Februarj    1   nexl  as  a  result  of  an  order 
of  the  board,  and  the  Dominion  Express 
I  lompanj   hastens  to  explain  mat  ters  be- 
fore Hie  regulations  come  in   force. 
The  ordei    refers   i"  shipments  carried 


by  two     ur  more     companies     between 

points  in   Canada,  and  to  shipments  -uli- 

jecl  to  graduated  char 

Section   ('   of   rule  9   id'   the  conditions 

.■I'  carriage  on  classified  shipments  im- 
posing, subject  to  qualification,  a  mini- 
mum through  charge  of  (in  cents  when 
the  through  it  aggregate  rati'  per  LOO 
pounds  is  less  than  $2.  should  lie  abolish- 
ed "ii  Februarj    1      The  qualification  re- 


ferred  to  m   thi^  section        I  that 

when  the  graduate  charge  under  rate  of 
$2  per  100  pounds  is  less  than  60  cents, 
such  graduate  charge  applies  instead  of 
the  minimum.     There!  ■  ion  C   will 

be  discontinued  and  when  shipments  are 
carried  by  two  or  more  companies  there 
will  then  be  a  single  graduate  on  the 
through  rate  without  the  minimum. 

@ 


HINTS  TO   BUYERS 


■NEW  WAY"  OF  MERCHANDISING 
"How  to  merchandise  the  New  Way," 
is  the  title  of  a  catalogue  issued  by  the 
Grand  Rapids  Show  Case  Company, 
Grand  Rapids.  Michigan,  and  so  great 
has  been  the  demand  for  this  unusul 
type  of  catalogue  that  already  four  edi- 
tions have  been  run  off.  The  book  con- 
tains a  number  of  fine,  clear  views  of 
stores  that  use  the  "service"  provided 
by  this  firm  in  revolving  wardrobes,  etc., 
and  the  idea  is  extended  to  plans  of  the 
stores,  many  of  them  laid  out  by  the 
firm's  special  architects.  The  principle 
underlying  the  "New  Way,"  is  to  im- 
prove the  means  for  bringing  the  pros- 
pective customer  in  contact  with  the 
goods.  showin<r  the  line  to  advanta?e: 
handling  goods  as  they  ou?ht  to  be 
handled,  saving  clerks'  time  and  labor, 
increasing  sales  and  conserving  profits. 
A  bier  programme,  but  backed  up  by  re- 
sults published   in   this  catalogue. 


A  NEW  FIRM. 

Tauber  Brothers  &  t'ompany  have 
opened  an  office  and  warehouse  in  Mon- 
treal at  t!7  St.  James  Street,  where  they 
will  handle  a  full  line  of  general  dry 
goods,  and  all  kinds  -  for  the  trade. 

Tim  \  have  branch  offices  in  London, 
England,  St.  Gall,  Switzerland;  Plauen. 
Germany;  Pernambueo,  and  Rio  de 
Janeiro,  Brazil-  With  their  wide  buy- 
ing connections  this  firm  is  in  a  position 
t,i  .iifer  to  the  Canadian  trade  some  ex- 
ceptional bargains  in  almost  every  class 
of  « 1 1  >  goods.  Buyers  visiting  Montreal 
will  find  it  profitable  to  visit  the  ware- 
of  Tauber  Brothers  and  Company. 


U«nM3»i 


Worn  by  the 
Best  People 

SolJ  by 
the  Best 
Dealers. 


PUREST  WOOL  ONLY—  UNSHRINKABLE 
The  n/Turnbull  Co.of  Gait  Limit ed.GALT  Ontario 


Manufacturers  of 
Turnbull  >    High-clots 
KtkhrJ     I    ndrruear 
jpi  Ladies  and 
C  hiUrrn.      Turn- 
M/V'Af"  Bands 
for  Infants,   and 

Shaker      Knil 
Su  ratcrCoat*. 


J 


DRY    GOODS    REVIEW 


John  Wanamaker  says  that  advertising  doesn't  jerk — it 
PULLS.  He  ought  to  know,  and  yet  some  men  think  that 
advertising  should  go  against  all  rules  and  precedents  and 
jerk  them  to  success  with  one  tremendous  yank. 
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"The   Phantom   of   Fear" 

The  imagination  when  seized  with  Fear  will  create 
things  more  terrible  than  either  sickness  or  hunger. 

A  few  days  ago  a  young  man  was  selected  to  present  a  business  proposition  to  a 
number  of  manufacturing  firms  located  in  a  large  industrial  centre.  He  had  just 
completed  a  "college  education,"  came  of  a  "good  family," — his  father  had  made  a 
success  in  business,  and  as  far  as  we  can  judge  raw  human  material,  he  measured  up, 
in  mentality  and  in  character,  above  the  average. 

But  in  the  Scheme  of  Life,  the  value  of  a  man 's  ambitions  is  determined,  the 
quality  of  his  character  is  tested,  and  the  fibre  of  the  moral  and  mental  courage  that 
runs  through  his  being  is  developed  and  strengthened,  by  coming  in  contact  with  the 
realities  of  life.  No  man  can  predict,  with  any  degree  of  certainty,  this  thing  or  that 
of  any  other  man  until  his  sincerity  has  been  called  up  for  judgment  before  the  Court 
of  Experience. 

After  a  preliminary  training  in  New  York  City,  this  young  man  started  on  his 
first  business  trip;  with  all  necessary  information,  money,  opportunity,  an  unusual 
business  proposition  to  place  before  his  prospects  and  a  fine  position  awaiting  him  as 
Assistant  Manager  of  a  Magazine,  if  he  proved  to  be  made  of  the  right  substance. 

When  the  train  pulled  out  from  the  Grand  Central  Station,  facts,  realities,  verities 
and  uncertainties  came  thudding  through  his  brain.  For  the  first  time  the  threads  of 
safety,  certainty  and  security  were  severed.  Day-dreams  tottered  and  fell  clattering 
one  by  one.  College  illusions  and  fancies  were  turned  to  for  assistance,  but  these 
castles  had  crumbled  to  white  ashes.  Bubbles  of  conceit  bursted  and  vanished, — the 
mirage  had  disappeared,  and  everywhere  stood  silhouetted  the  great  black  shadows  of 
Reality — the  necessity  of  dealing  with  life  on  the  strength  of  his  own  courage. 

WORK,  a  strange  monster,  with  shapeless  hands  and  stalking  feet,  confronted  him 
at  every  turn.  He  planned  to  return  home  at  the  first  station  stop  but  did  not  have 
the  courage — his  entire  being  was  frozen  in  a  block  of  life's  cold  and  rigid  uncertainties. 
When  he  Stepped  from  the  train  strangers  were  everywhere — humanity  looked  different 
than  it  ever  had.  Ee  went  to  his  room  and  retired  at  three  o'clock  in  the  afternoon. 
In  a  little  while  he  arose  and  with  trembling  hands  fumbled  through  his  lists  of  business 
prospects,  and  each  of  these  manufacturing  firms  had  been  transformed  into  a 
"phantom." 

The  next  day  he  passed  by  the  door  of  a  few  business  houses  but  returned  to  the 
hotel  without  making  a  single  call.  In  a  little  while  he  wired  for  money  and  when  this 
came  the  fear  of  being  forced  to  meet  life  on  his  own  individual  strength  was  tempor- 
arily relieved,  but  still  the  Night  of  Work  hung  about  him  like  a  dismal  fog. 

For  twenty-two  days  he  sat  in  the  lobby  of  his  hotel  or  turned  restlessly  in  his  bed, 
his  mind  constantly  filled  with  the  Phantom  of  Fear.  Around  every  place  of  business 
he  built,  with  his  imagination,  a  wall  filled  with  dark  crevices  in  which  lived  the  Rumi- 
nants, Owls.  Bats  and  Dragons  of  Fear.  On  the  evening  of  the  twenty-second  day  he 
returned  to  New  York  City,  pursued  and  beaten  by  a  phantom— a  thing  thai  does  not 
exist. 

And  the  Phantom  of  Fear  has  forced  the  imagination  to  create  all  the  ghosts  and 
ghouls  that  ever  haunted  either  the  " grave-yard '    or  the  courage  of  man. 


These  articles  are  copyrighted,  and   mutt  not  be  reproduced   tn   part   or 
whole    without    the    permission    of   The    MacLean    Publishing    Company 
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What  We  Shall  Wear  in  the  Spring 

Tendency  for  Business  Quarters  to  Develop  Styles  of  Their  Own 
—  Brown  Has  Really  Gone  —  Chesterfield  and  Bahnacaan  in 
Overcoats,  Unlined — Brown  Long  Dress  Bow  Tie  Replaced  By 
Short — Wearing  of  Odd  Trousers. 

Some  ideas  of  men's  wear  magazines 


THE  first  Spring  jacket  suitings  have 
shown  a  considerable  preponder- 
ance of  grey,"  says  a  London 
writer  in  Haberdasher,  New  York. 
"Stripe  designs  are  losing  favor,  and 
cheek  patterns  seem  to  be  on  the  up- 
grade. I  write  while  we  still  have  the 
winter  to  get  through,  and  during  the 
winter  the  brown  suitings  that  have  been 
left  over  will  be  used  up  to  a  certain 
extent;  but  brown  has  really  gone.  These 
brown  suits  have  the  stripe  character, 
which  the  Spring  will  displace  by  checks. 
In  the  matter  of  material,  Saxonies 
and  Angolas  seem  to  be  a  little  more  in 
favor  than  last  Spring.  Cashmeres  are 
still  fashionable,  and  the  bluish-grey 
tone  which  I  liked  so  much  continues  to 
be  quite  fashionable.  There  is  nothing 
at  all  to  show  that  it  will  be  the  rage; 
but,  as  it  is  in  line  with  the  tendency 
towards  grey  and  gives  a  little  more 
color,  it  will  certainly  be  wearable.  For 
country  wear,  Cheviots  and  the  harsher 
tweed  called  Bannockburn  will  receive  a 
certain  amount  of  favor;  but  I  do  not 
think  it  is  going  to  be  a  tweed  or  a 
homespun  season.  As  yet,  however,  it  is 
rather  early  to  predict  with  too  much 
assurance  what  will  happen. 

For  Business  Wear. 

The  tendency  for  business  quarters  to 
develop  styles  of  their  own  seems  to  be 
increasing.  There  has  lately  been  a  con- 
siderable revival  of  an  old  style  which, 
when  I  was  young,  had  quite  a  smart 
effect.  This  was  a  suit,  consisting  of  a 
black  jacket  and  waistcoat — in  those 
days  the  jacket  generally  double- 
breasted — worn  with  light  trousers.  This 
is  the  suit  with  which  city  men,  particu- 
larly on  the  Stock  Exchange,  first  began 
to  wear  a  silk  hat  at  the  same  time  with 
a  jacket,  to  my  mind  an  odious  combina- 
tion. 

This  style  of  suit  is  being  revived,  and 
its  connection  with  the  old  idea  is  shown 
by  the  fact  that  the  jacket,  although  not 
double-breasted,  is  cut  rather  square, 
and  with  lapels  not  rolling  quite  so  far 
down  as  they  are  rolled  in  the  ordinary 
lounge  suit.  This  is  in  line  with  the 
general  tendency;  jacket  suits  are  not 
cut  with  such  long  rolling  lapels  as  they 
used  to  be.  With  the  business  suit  that 
I  speak  of  a  wing  collar  is  worn,  and 
either  a  bow  or  preferably  a  small  loose- 


LONDON  SPRING  STYLES. 

"Browns  have  really  gone,"  in 
suits,  and  checks  will  replace 
stripes. 

Jacket  suits  with  shorter 
lapels. 

Double  cuffs  in  overcoats  and 
shirts  discredited. 

One-button  overcoat  finding 
favor  for  evening  wear. 

Unlined  overcoats  for  busi- 
ness wear. 


ended  knot  in  a  dark  color.  Shepherd's 
plaid  trousers  are  sometimes  worn  with 
it,  not  at  all  unacceptably. 

The  Spring  Overcoat. 

Winter  overcoats,  as  I  predicted,  run 
rather  to  nap  cloths,  and  the  strap  back 
is  an  idea  that  has  worked  itself  out. 
Double  cuffs  in  overcoats  and  shirts,  too, 
are  entirely  discredited.  It  is  quite  true 
that  you  see  plenty  of  double-cuffed 
shirts  in  the  ready-made  shirt  windows, 
but  they  have  no  fashionable  vogue. 
For  the  Spring  I  think  an  unlined  over- 
coat will  very  likely  have  a  run.  The 
so-called  reversible  cloths,  having  a  dif- 
ferent pattern  on  the  back,  do  not  seem 
to  have  caught  on,  and  all  that  is  re- 
quired of  an  unlined  overcoat  is  that  the 
under-side  of  the  cloth  should  look  un- 
objectionable. The  best  makes  of  these 
unlined  overcoats  are  made  with  satin- 
lined  shoulder,  so  that  the  coat  may  slip 
on  easily. 

It  is  difficult  to  say  that  there  is  any- 
thing new  in  the  cut  of  overcoats.  The 
one-button  overcoat — the  button  at  the 
waistline — is  a  good  deal  talked  of,  and 
for  evening  wear  in  the  black  evening 
overcoat  it  is  not  without  its  recom- 
mendations. The  less  buttoning  you  have 
to  do  on  an  evening  coat  the  better.  For 
the  daytime  wear  a  man  is  liable  to  have 
a  walk  in  the  wind,  or  ride  in  an  auto- 
mobile, and  a  coat  with  skirts  that  can 
be  blown  about  with  the  wind  is  a  nuis- 
ance. The  collar  of  an  overcoat  for 
heavy  wear  is  now  generally  made  so 
that  the  lapel  can  be  buttoned  right 
across  the  throat  without  turning  the 
collar  up  to  the  ears.  This  is  an  idea 
that  was  introduced  some  considerable 
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while  ago,  and  it  has  so  many  conveni- 
ences, especially  in  these  days  of  auto- 
mobile travel,  that  it  has  quite  forced 
itself  upon  the  public  acceptance.  Of 
course,  this  does  not  go  with  the  one- 
button  ideas,  and  the  latter  is  really  an 
evening  dress  overcoat  idea  more  than 
anything  else. 

We  quite  feel  nowadays  that  evening 
dress  requires  an  overcoat  of  its  own. 
Just  any  coat  used  for  all  wear  is  not 
satisfactory  for  evening  dress.  What 
we  use  is  a  plain  single-breasted 
Chesterfield  in  black,  with  a  black  collar 
and  very  often  silk-faced  lapels.  Of 
course,  this  is  nothing  like  so  satisfac- 
tory as  the  antiquated  evening  cape 
overcoat  fastening  at  the  neck  with  a 
buckle — an  overcoat  that  hung  about  a 
man  like  a  cloak,  and  had  a  romantic 
mediaeval,  Italian  sort  of  effect.  I  never 
recollect  a  winter  season  in  London 
when  I  have  not  seen  a  smart  man  here 
and  there  wearing  this  cape  evening 
coat.  It  is  not  in  the  least  fashionable; 
the  fashion  for  it  died  long  ago;  but  yet 
it  can  be  worn  any  time  purely  by  the 
grace  of  its  own  intrinsic  comeliness. 

A  certain  number  of  things  not 
fashionable,  yet  never  out  of  fashion, 
always  exist.  The  blue  indigo  serge 
suit  is  another  example  of  it.  There  is 
never  any  necessity  to  wear  it;  no  oc- 
casion urgently  demands  it.  Yet  it  is 
never  otherwise  than  in  good  form. 

The  Evening  Tie. 

The  orthodox  evening  tie  of  the  day, 
always  white,  is  rather  broad,  and  ties 
into  a  somewhat  short,  fat  bow.  Butter- 
fly evening  ties  are  not  at  all  worn,  and 
the  long  bow  of  recent  seasons  has  given 
way  to  the  short  one.  The  breadth  of 
the  tie  redeems  it  from  the  paltryness 
sometimes  associated  with  a  small  bow." 


NATTY   CLOTHES 

AT  the  Aerodrome,  at  Hendon,  Eng- 
land, on  a  recent  afternoon,  some 
very  natty  effects  in  clothing 
were  to  be  seen,  says  Men's  Wear,  New 
York.  One  of  the  aeronauts  perform- 
ing was  very  neat  in  a  navy  blue  serge, 
double-breasted  suit,  over  which  a 
double-breasted  overcoat  of  heavy  navy 
blue   box    cloth,    with   belted    back    and 
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two  Bide  pleats,  wag  worn.  Lord  Gros- 
venor,  who  was  also  present,  wore  a 
knitted  Spencer  overcoat,  lounge  suit 
of  dark  brown  Scotch   herringbone,  and 

motor  cap  "f  the  same  material. 

Sir  Bryan  Leigh  ton  wore  a  lou 
suit  and  o1  i  rcoat  of  a  brown  material, 
with  a  touch  of  purple  in  it.  A  black 
bowler  hal  and  mahogany  brown  shoes 
and  socks  completed  his  outfit,  which 
was  perhaps  the  most  fashionable  pres- 
ent. His  overcoat  was  cut  double- 
breasted  and  finished  at  the  back  with 
a  belt  and  side  box  pleats. 

A  tasteful  English  costume  was  worn 
bj  Mr.  Clifford  Harman,  who,  it  is  said, 
is  a  wealthy  American  motor  enthu- 
siast. He  had  on  a  navy  blue  single- 
breasted  loose  coat  of  box  cloth,  with 
ll.\  front,  double-breasted  lapels  and  out- 
side handkerchief  pocket,  a  heavy- 
weight navy  blue  serge  suit,  white  buck- 
skin gloves  and  a  black  hard  bowler — a 
very  neat  garb. 

® 

BROWN   SOFT  HATS 

it  A  NUMBER  of  high-class  stores 
_l\_  in  several  cities  in  the  East 
this  Fall  reported  dark  brown 
hats  were  received  with  favor,  and  sales- 
men tra veiling'  in  several  sections  report 
a  good  sprinkling  of  orders  for  this  color 
for  Spring,"  declares  "American  J  lat- 
ter. "The  introduction  of  brown  hats 
by  the  leading  retailers  is  assured  of  the 
support  of  the  public,  and  as  the  Spring 
season  develops  the  vogue  will  streng- 
then. 

"In  trimmings  velvet  bands  are  passe, 
but  scarf  bands  will  be  a  dominant  fac- 
tor, [ncidentally  a  novelty  in  trimming- 
iias  been  introduced  in  the  form  of  a 
leather  band,  which  is  very  attractive. 
It  is  a  thin  leather  with  a  small  neat 
pattern  cut  out,  to  be  used  either  plain, 
showing  the  felt  of  the  hat  through  the 
□  or  with  a  narrow  insertion  of  silk- 
similar  to  the  lacing  on  sweat  leathers. 

"In  si  iff  hats,  taper  crowns  are  gradu- 
ally -rowing  in  favor  with  the  better 
•  lass  o  trade.  This,  of  course,  means 
higher  crown  and  narrower  brim  dimen- 
sions, with  more  roll  to  the  brim.  The 
besl  dimensions  are  5%  x  1%  for  this 
style.  A  novelty  derbj  that  is  meeting 
with  some  success  has  a  dish  brim. 

"In  straw  hats  for  next  summer  there 
is  a  strong  tendency  in  high-class  trade 
for  soft  braids,  SUOb  as  Milan  and  par- 
ticular^ in  body  hats,  sueli  as  leghorns, 
Madagascars,  etc.,  in  shapes  that  follow 
the  general  mode  of  prevailing  soft    hat 

and    trimmed    with   Bash   bands. 

These   effects  will   be  B   strong   factor  in 
the  coming  straw  hat  season. 

"Velvet  bands  with  straw  hats  are  no1 
favored  to  the  extent  that  the  opening-  of 


th<  season  had  seemed  to  indicate  they 
would  be.  It  is  better  policy  for  retail- 
ers to  have  their  straw  hats  trimmed 
regularly,  and  then  have  a  stock  of  ad- 
justable bands  for  customers  who  re- 
quire  them." 


SOME  LONDON  OVER- 
COATS 

ANEW  double-breasted  oven-oat 
appeared  lately  in  London,  says 
Men's  Wear  London  correspon- 
dent.  Its  distinguishing  characteristic 
is  the  shaping  at  the  chest,  which  is 
secured  by  introducing  two  seams,  one 
on  either  side,  thus  making  the  front  fit 
closer  to  the  figure  below  the  waist  than 
is  usual  with  a  double-breasted  coat. 
The  coat  falls  just  to  the  knees,  has  a 
loo-e  back  with  centre  seam  and  long 
vent.  It  looks  particularly  well  in 
heavy  blue  box  cloth  or  melton. 

A  coat  combining  the  lines  of  both 
belted  and  Chesterfield  shapes  was  re- 
cently noticed  on  the  streets  of  London. 
It  was  a  single-breasted  Chesterfield, 
with  a  double-breasted  lapel,  the  but- 
tons coming  through.  Waisted  back 
and  a  belt  laid  on  were  further  features 
of  the  coat.  Four  minute  pleats  at  the 
top  secure  the  Chesterfield  shape;  below 
the  belt,  except  for  a  long  vent,  the  coat 
was  plain.  It  is  a  smart-looking  coat, 
but  it  requires  a  smart  man  to  wear  it. 


SPRING  WALL  PAPERS 


PRINTED  oatmeal  ingrains  are  show- 
ing  strong   for   Spring    with    manj 
new    and   taking  designs.     A    large 
number    have   effective   borders.   !)   inches 
or  18  inches  in  depth,  and  arranged   so 
thai   t  hey  can  be  cut  out. 

"There  are  many     charming     foliage 
and    flora]    independent    tapestries,"   says 

a     large     manufacturer.       "These     are 

printed    in    rich    dark    colorings   and    also 

in   soft    tones    1"  suit    each    particular   re 

quirement.  Many  of  these  by  aid  of  the 
ink   embossing  process,  closely  resemble 

the  actual    fabric.      Engraved   burlap  and 

other  interesting  fabric  grounds  are  an 

innovation  which  will  certainly  appeal  to 

the  aesthetic  taste  of  the  consumer  of 
high  class  wall  papers,     These  with  the 

Ooze  and  Cordova  Leathers  are  shown  in 
the  plain  goods  with  an  ex.piisite  scenic 
frieze  and  also  with  a  cut-out    frieze  and 

base  of  classic  seroll  design.  There  are 
also  trimmers  provided  for  these  en- 
graved papers  which  are  brought  out  in 
the  bright  clean  colorings  which  are  be- 
ing introduced  in  the  latest  decorative 
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styles.  A  number  of  appropriate  pat- 
-  are  printed  on  these  engraved 
grounds,  some  with  crown  and 
treatments  and  others  with  1£  ineh 
friezes.  Wash  colors  are  used  to  a  large 
extent  bo  that  the  grain  and  weavi 
i  Dgraved  under-print  is  not  obliter- 

■    but    plainly  through 

• i  ansparent  coloi  i 

There  are  wide  lines  oi  independent 
ceiling  papers,  including  ink-embossed, 
for  use  in  halls,  libraries,  ete.,  with  new 
samples  of  white  and  cream  grounds. 
Some  are  being  shown  in  tapestry  finish 
in  a  variety  of  shades  to  blend  with  any 
kind  of  wall  coloring 


KEEP   TRACK   OF    COSTS 

The  end  of  the  year  is,  in  fact,  a  time 
when  the  merchant  should  endeavor  to 
probe  to  the  foundation  of  every  phase 
of  the  business  He  should  "get  be- 
hind the  totals." 

When  the  books  are  closed  he  finds 
that  the  total  cost  of  doing  business  for 
the  year  has  been,  say,  $9,000.  Reckon- 
ing on  the  turnover  this  figures  out  at 
about  20  per  cent.  This  is  the  percent- 
age that  he  has  found  necessary  in  past 
years  so  he  feels  convinced  that  his 
business  costs  are  down  to  an  economi- 
cal basis  and  does  not  investigate  any- 
further. 

A  merchant  located  in  an  Eastern  On- 
tario town  once  got  the  economy  bee  in 
his  bonnet— as  he  himself  phrased  it — 
and  started  in  to  study  store  expenses. 
He  had  been  doing  business  on  a  twenty- 
one  per  cent,  basis  prior  to  that  and  had 
believed  that  to  be  a  fairly  average  al- 
lowance for  costs — until  he  met  anoth- 
er retailer  doing  business  on  somewhat 
the  same  scale  who  was  getting  along 
on  eighteen.  It  was  this  meeting  which 
got  him  started  on  the  cost  economy. 

In  the  next  two  weeks  he  located  an 
astonishingly  large  number  of  small 
little  t'ning^s  which  were  unneces- 
sarily costing  him  ten  cents  here  and 
a  quarter  there,  small  items  in  them- 
selves but  gigantic  in  their  total.  There 
was  a  remedy  for  all  of  them,  simple 
enough  to  find  when  the  need  for  it  was 
recognized.  A  little  more  system  was 
the   remedy   in   most    c. 

The  installation  o{  red  bulbs  to  show 
when  the  lights  were  left  on  in  the  cel- 
lar made  quite  a  difference  in  his  mon- 
thly electric  lisrht  bills.  A  system  for 
the  checking  of  all  material  which  went 
out  OH  tinning  and  furnace  work. 
wrought  marvels  in  that  department. 
f  supplies  tx?incr  reduced  to  a 
minimum.  And  so  on  nil  down  the  line, 
lie  was  able  in  time  to  get  his  expenses 
within  the  IS  per  cent.  mark,  and  that 
without  scrimping  in  any  way  or  putting 
a  check   on   expansion   in   nny   direction. 
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Dry  Good*  Review 


THE 


Maeo/i 

SHIRTS 


Our  new  Fall  range  is  now  being  shown  by  our  travellers. 

Our  samples  include  the  best-selling  lines  of  former  seasons,  as  well  as  the 

latest  novelties  of  the  world's  big  mills. 

Be  sure  to  see  our  samples.    You  cannot  afford  to  pass  them  by,  for  our  values 

are  the  best  being  offered. 

We  are  prepared  to  serve  you  with  your  immediate  needs  and  will  be  pleased 

to  submit  samples. 

We  make  a  shirt  for  every  need.    Let  us  show  you. 

Quality  is  the  highest  and  prices  the  lowest. 

THE   DEACON   SHIRT   CO.,   Belleville,  Ontario 


LAMSON 


V 


Lamson  Cash    and    Parcel    Carriers 

— brine  to  you  the  means  or  mechanically  doine  important  work 
heretofore  done  by  hand,  and  at  the  same  time  doing  it  much 
better,  quicker  and  cheaper.     ASK  YOUR  NEIGHBOR  ! 

Wire,    Cable,    Tube,    Belt    and    Pickup    Carriers. 

The    Lamson    Company,  Boston,  U.S.A. 

Representatires  in  all  principal  cities. 

-SERVICE- 


J 


MILLER  BRAND 

Duck  Clothing 


mjhMHb^ 


"AHEAD  OF  ALL" 

Out-  duck  service  and  specialty  clothing  comprises 
all  the  popular  styles  for  all  classes  of  trade.  We 
are  masters  in  the  art  of  tailoring  uniforms  for 
Cooks,  Waiters,  Barbers,  Bartenders,  Butchers. 
Grocers,  Doctors,  etc.,  and  guarantee  every  gar- 
ment to  give  absolute  satisfaction. 

The  "Miller  Ahead  Of  All"  label  is  also  found 
on  the  best-made  Militia  and  Cadet  Khaki  Uni- 
forms, Boy  Scout  and  Girl  Guide  Outfits,  Choir 
Vestments,    Academic    and    Professional    Robes. 

Let  us  know  what  you  are  interested  in  and  we'll 
s<mh1    catalogue    and    prices. 

The   Miller  Mfg.  Co.,  Ltd 

251-3  Mutual  St.,       Toronto 
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uty  Ooode  kernel 


MEN'S    WEAK    SECTION 


\  SAMPLE  ARTICLE 


Salesmanship  and  Service 

B\    W.   M     Van  ValkenburE  in  The  "  Retrado  " 


A  ROTABLE  change  has  taken  place 
in  the  last  few  years  in  the  me- 
thods of  retail  merchandising.  In 
the  okl  days,  "let  the  buyer  beware" 
expressed  the  attitude  of  most  shopkeep 

ers  towards  the  buying  public.  The  aim 
was  i"  make  a  profit  at  all  hazard.  The 
. .lie  [nice  store  was  a  rarity ;  exchanges 
u.re  seldom  granted,  and  then  grudg- 
ingly. It'  the  article  bought  was  not 
satisfactory,  that  was  the  buyer's  mis- 
fortune, but  imposed  no  obligation  upon 
I  he    merchant.  The    practices    of    the 

trade  were  such  that  haggling  over  the 
price  and  standing  by  the  bargain  onee 
made  were  accepted  as  a  matter  of 
course. 

Far-sighted  Policy  of  To-day. 

To-day  every  reputable  store  makes 
.me  price  only  to  one  and  all  customers. 
Moreover,  exchanges  and  refunds  are 
freely  allowed.  Experience  has  found  it 
to  be  good  business.  It  is  a  far-sighted 
policy.  The  petty  losses  of  to-day  are 
more  than  offset  by  continued  patronage 
from  satisfied  customers  to-morrow.  A 
!ia  id-listed,  grudging  policy  in  the 
handling  of  complaints  will  mean  re- 
stricted business  and  slow  growth. 

"Service  is  continuous-'  is  the  maxim 
by  which  the  merchant  must  shape  his 
policy.  Competition  on  the  selling  end 
of  the  business  is  -rowing  keener  than 
on  the  buying  end.  The  buyers  of  all 
big  houses  meet  and  mingle  in  the  same 
markets.  They  have  access  to  the  same 
goods  and  buy  on  the  same  terms. 

Demands  Best  Type  of  Service. 

Then  the  features  that  distinguish  One 
store  from  its  competitors,  that  make  it 
stand  for  something  distinctive  and 
characteristic  in  the  mind  of  the  shop 
ping  public,  are  the  features  of  its  ser- 
\  ici'   I  hat    excel    those   of   its   rivals.      Aim! 

here  is  reached  the  aspect  of  the  quo 
turn  of  most  significance  to  the  salesman 
and   saleslady.  Successful  merchandising 
demands  the  besl  type  of  service  to  cus 

tomers,    and     this,    in    turn,    demands    a 

well-trained,  i rteous,  intelligent   force 

Of    sales    people.       The    public    must    be   at 

tracted  to  t  lie  retail  store,  not  merelj  bj 
the  advertising  of  new    g Is  and   bar 

■.mi-,  hut    bj    the  assurance  and   mainten 

:i ■     of    fair.    Intelligent,    an. I    liberal 

i  reatment.      With   so  nian\    points  of  cut 

tact  with  the  customer,  it  is  ob\  tous  i  hal 

successful   Belling  depends  largely  on  a 

thoroughlj    train. •■!   organization.     Buai- 

i, . ,       i equires  w\ entories  of  the 


mental    stock   as    well    as  of   the   bus 
slock. 

"Know  your  goods."  If  you  know  of 
any  interesting  process  through  which 
an  article  passes  in  the  process  of  manu- 
facture tell  your  customer,  create  an  in- 
terest in  the  article,  get  on  his  side  of 
the  fence.  Your  prospective  customer 
doesn't  care  one  cent  for  what  you  have 
to  sell  until  you  can  show  him  that  you 
have  something  that   will  benefit  him. 

Fairly  Heavy. 

A  customer  who  knew  that  the  weight 
ol  a  desk  had  something  to  do  with  its 
value,  asked  what  the  weight  of  a  cer- 
tain desk  was.  The  salesman  did  not 
know.  Taking  hold  of  a  corner  of  the 
desk  and  lifting  he  remarked  that  it  was 
"fairly  heavy,  though."  Now  the  cus- 
tomer had  read  in  a  mail  order  catalogue 
that  his  local  dealer  would  ask  the  same 
price  for  a  light  desk  that  the  mail  order 
house  would  ask  for  a  heavy,  substantial 
one.  The  customer  had  a  motive  in  ask- 
ing the  weight;  he  was  mentally  compar- 
ing values,  lie  went  out  without  buy- 
ing, when,  by  being  well  informed  or 
making  an  effort  to  supply  the  informa- 
tion, the  salesman  would  probably  have 
closed  the  sale. 

Pointless,  Blanket  Claims. 

Pointless,  blanket  claims  are  the  curse 
of   salesmanship  and   advertising. 

"Best  sardines  in  the  world"  is  over 
used  ami  general;  "Tender,  spicy  little 
lisii  from  the  coast  of  Norway,  packed 
in  pure  olive  oil,"  is  specific,  illustrative 
ami  desire-creating.  Other  essentials  we 
will  enlarge  upon  in  some  future  issue. 

Suggestion  in  Selling. 

"Suggestion  in  salesmanship."  We 
think  thi~  the  most  important  poinl  to 
be   discussed   at    present. 

The   word   suggestion    means  v  orv    little 

to  the  average  man.  and  yei   suggestion 

exercises  a  marvelous  power  in  politics. 
religion,  medicine,  salesmanship  and  ad- 
vert ising. 

Hire  are  two  valuable  law  s  for  all 
-  i  'smeii   to   keep   in   mind  : 

1.    The     subjective     mind     is     amenable 

to  control  bj  suggest  ion. 

•J.    The  subjective  mind   is  incapable  of 

control  ersial  argument. 

Let     us    remember    that    we    cannot    an 
i/e  and   influence  at   the  same  time. 

for  this  reason  a  good  salesman  will  not 

controvert  what  his  prospective  cus- 
tomer   says,    nor   argue    with    him    or   her 

ill  :in\    wn\ . 
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Tncie  an-  tour  kinds  of  Buggestio 
Positive  ami  negative. 

Direct   and   indirect. 

posit  i\  e  saj  -.  "This  hat  will  a 
you  excellent  sat  ist  act  ion  :  "  the  negative 
says,  '•You  wouldn't   want   this  kind  of 
a    hat.   'would   you?" 

The  positive  says,  "You  can  gel  two 
collars  for  a  quarter  and  save  a  nickel;" 
the  negative  suggestion  accepts  the  15 
cents  and  says,  "That's  all.  isn't  it 

Suggesting  Negative   Response. 

The direel  suggestion  is  a  positive  - 
-est  i,m    made    by    one    man    to    another. 
The   indirect    suggestion   i~  _.    suon 

by  a  third  party.  For  instance, 
wui  ask  .loties  how  he  likes  a  certain 
stove.  .Ion.-  -ays  it  is  fine,  couldn't 
uct  along  without  it.  That  suggestion 
coming  from  Jones  is  far  more  effective 
than  if  it  came  from  the  man  whose 
business  it  is  to  sell  the  stove. 

We  will  contrast  results  of  positive 
and  negative  suggestion.  The  <.:roc«ry 
clerk  said  to  his  customer,  "You  would- 
n't want  any  oranges,  would  you?"  She 
said,  "No."  Didn't  he  tell  her  she 
didn't  want  any ! 

(Questions  such  as  "Can't  I  sell  you 
a  pair  of  shoes  to-day  ?"  put  to  the  cus- 
tomer after  he  has  bought  a  suit,  usually 
brings  the  answer.  "No."  The  very 
wording  and  inflection  of  the  question 
usually  invite  the  negative  answer.  The 
idea  that  the  salesman  wants  to  sell 
something  more  arouses  the  customer's 
defence.  lie  is  not  out  to  spend  all  his 
money,  and  he  is  quick  to  resist  such 
suggestions.  The  salesman  should  have 
said.  "You  will  need  a  pair  of  nice  shoes 
with  this  suit,  will  you  not?  I'd  like  to 
show  you  something  you  may  want  now 
or  later."     Negative  BS— Sup- 

pose a  youim  man  decides  tn  get  mar- 
ried: suppose  in'  edges  iiis  way  to  his 
lady-love  and  says,  "Mary,  you  would- 
n't want  to  gel  married,  would  you?" 
Do  you  think  he  would  get  her?  Not  un- 
less she  thought   it   was  her  last  chance. 

Using  Chloroform 

I  went  into  a  store  the  other  .lav  to 
huv  a  collar.  The  clerk  said  "Some- 
thing.'" 1  told  him  1  wanted  a  collar. 
Now,  whv  didn't  that  clerk  take  it  for 
granted  that  1  was  there  for  something 
and  ask  a  positive  instead  native 

question)  Well.  I  handed  him  the  fif- 
teen cents,  and  he  said.  "That's  all.  is 
it  .'"  and  1  walked  out.  Instead  of 
e  iloroforming  my  mind  into  inaction  by 
saying  "That's  all."  suppose  he  had  of- 
me  two  collars  tor  a  quarter  and 
.ailed  my  attention  to  ties,  shirts,  etc. 
and  if  some  other  department  was  offer- 
ing a  special  bargnin  in  some  article 
that  would  he  of  some  use  to  me.  why 
not  direct  me  to  that  department.  It  is 
1 1  ontunn  .1   on    Page  s<.  | 
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Dry  Goods  Revieu 


Analyzing 


the    Retail 
Public 


Buying 


An  Investigation  Carried  on  by  One  Store  Into 
Reasons  People  Had  for  Shopping  at  Others  in 
District — Tactful  Adjuster  Followed  Up  Each 
Complaint — Points  of  Weakness. 


DEPARTMENT  stores  of  the  older 
so  distinctly  in  a  class  by  them- 
type  used  to  feel  that  they  were 
selves  that  it  would  be  impossible  for 
anyone  outside  their  own  domain  to  give 
any  information  that  would  help  solve 
their  individual  problems,  writes  M.  L. 
Anthony  in  The  Efficiency  Magazine. 
What  does  a  woman  want  to  buy?  Where 
does  she  prefer  to  shop?  What  advertis- 
ing argument  appeals  most  to  her? 

It,  therefore,  revolutionized  things 
when  an  advertising  man  who  had  been 
successful  in  the  manufacturing  field. 
asked  his  new  employer,  a  retail  merch- 
ant, for  more  concrete  data. 

He  had  before  him  all  the  usual 
"shoppers'  comparative  reports."  He 
knew  from  these  what  each  store  in  the 
city  was  carrying,  and  how  prices  com- 
pared with  those  of  the  same  line  of 
goods  in  his  own  store.  He  had  criti- 
cisms on  window  decorations  and  dis- 
play^ He  had  time-sheets  showing  the 
drawing  power  of  every  big  "Special 
Sale''  his  competitors  had,  even  down 
to  just  how  many  customers  "looked" 
and  how  many  purchased,  between  ten 
and  eleven,  eleven  and  twelve  o'clock 
ami   so   on. 

'•Yes.''  he  said,  "this  is  fine.  It  is  in- 
valuable. But  what  I  want  as  well  is 
concrete  information  direct  from  the 
people  who  don't  come  to  the  store.  Why 
does  Mrs.  Jones  go  to  Brown  Bros,  for 
shoes  when  we  carry  the  same  line?  Why 
does  she  go  there  for  china  and  come 
here  for  linen  and  furniture?  Our  com- 
parative reports  show  that  our  line  is  as 
good  as  any  in  the  city." 

The  merchant  demurred  for  a  time. 
but  finally  the  advertising  man  won  his 
point  and  a  campaign  was  started  to  get 
the  unusual  data.  This  demanded  that 
investigation  be  made  not  only  in  the 
city  proper,  but  also  in  a  group  of  towns 
within  a  radius  of  thirty  miles  of  the 
store. 

Each  investigator  was  required  to  give 
detailed  information  on  a  list  of 
questions. 

(1)  Consumer's  name? 

(2)  Address? 

(3)  Number  in  family:  Men,  Women. 
Children  (sex)? 

(4)  Which  store  do  you  prefer  for 
general  shopping?     Why? 

(5)  Which  store  do  you  patronize 
for  special  articles? 


DISCOVERIES. 

Adjuster  followed  up  each 
complaint  at  once. 

One  lady  had  to  tell  con- 
descending clerk  she  was  buy- 
ing cheap  furs  for  her  cook. 

Parcels  delivered  at  different 
times. 

Exaggeration  in  reducing 
prices. 


(6)  Which  days  of  the  week  are  most 
convenient  for  you  to  shop? 

(7)  Which  store  has  the  best  delivery 
service  in  this  town? 

(8)  About  'what  is  the  average 
amount  you  spend  on  your  shopping 
trips  ? 

In  addition,  the  investigators  were  re- 
quired to  make  notes  on  surroundings, 
character  of  household  equipment,  furn- 
ishings, etc. 

There  were  many  and  varied  reasons. 
"Because  I  have  always  bought  there," 
was  a  familiar  reply  to  the  second  part 
of  question  number  four.  When  asked 
why  they  had  always  bought  there  they 
would  admit  that  they  had  no  particular 
reason. 

It  was  found  that  one  store  had  built 
an  exceptionally  great  amount  of  good- 
will through     its     superior     adjustment 


methods.  Instead  of  permitting  the  cus- 
tomer to  follow  up  her  complaint  by  re- 
peated letters  and  telephone  calls  until 
she  had  the  annonyance  deeply  impressed 
on  her  mind,  the  store  took  a  different 
course.  As  soon  as  a  complaint  was 
made,  a  tactful  adjuster  took  the  matter 
in  hand,  and  by  personal  call  and  follow- 
up  not  only  straightened  out  all  tangles 
and  adjusted  the  matter  satisfactorily, 
hut  saw  to  it  that  the  customer  was  im- 
pressed with  the  store  service  and  left 
in  a  wholly  favorable  attitude  of  mind. 
This  sort  of  personal  effort  left  its  im- 
pression and  resulted  in  a  general  feeling 
among  a  large  group  of  women  that  that 
one  particular  store  was  strong  on  "per- 
sonal service." 

Another  important  item  in  the  investi- 
gation was  the  delivery  system.  One 
store  would  deliver  within  twenty-four 
hours;  another  store  only  two  or  three 
times  a  week.  In  one  case  the  men  on 
the  wagons  were  always  courteous,  while 
the  other  men  seemed  indifferent  and 
often  impertinent.  One  firm  delivered 
everything  at  one  time;  another  came 
straggling  along  with  the  little  bundles 
in  spasms  from  six  to  twenty-four  hours 
late. 

Another  item  of  interest  which  the  in- 
vestigation disclosed  was  the  attitude 
of  the  club  women  and  the  women  of  the 
better  class  toward  comparative  values 
in  advertising.  There  was  a  great  deal 
of  criticism  of  one  house  in  particular, 
a  house  that  had  always  had  good  stand- 
ing in  the  community,  but  which  clung 
to  the  comparative  values  in  its  adver- 
tising. The  women  seemed  to  feel  that 
they  were  not  getting  a  square  deal.  They 
read  the  advertisements  and  went  to  the 
store  on  account  of  the  old-established 
reputation.  They  found  that  $75  suits  at 
$39  were  misquoted  values.  Tlve  suits 
were  probably  good  value  and  had  orig- 


The  semaphore  is  a  new  line  in  store  display, 
but  "it  is  a  winner,"  according  to  a  propri- 
etor of  a  Los  Angeles  store  where  it  was 
installed.  In  regard  to  this  device,  "Popular 
Electricity"  quotes  him  as  saying: — "Many 
a  customer  has  stopped  at  the  unfamiliar  sight 
of  a  semaphore  on  a  store  front,  and  entered 
to  ask  questions,  usually  making  a  purchase 
before  leaving.  Others  watch  the  flashing 
light,  the  rising  and  falling  arm,  and  then 
drop  in  with  such  a  remark  as  'Well,  I  saw 
your  stop  signal,  and  followed  it.'  It  is  in- 
expensive to  install.  One  of  my  clerks 
originated  the  idea  and  constructed  the  upright 
and  arm  from  pine  boards,  and  a  sign  painter 
did  the  lettering  at  small  cost.  The  operation 
of  a  small  motor  keeps  the  arm  in  motion  and 
the  cost  of  power  behind  the  colored  panes  is 
very  slight,  compared  to  the  results." 
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malls  sold  at  $45  or  $50,  bat  they  were 
not  worth  $75  and  never  had  been  sold 
at  that  figure. 

Another  store,  in  many  departments. 
had  lofty  clerks,  who  became  quite  con- 
deseeoding  if  a  customer  wanted  to  make 
a  modest  purchase.  One  well-to-do 
woman    Beid    she   had    (dosed    her  account 

with  this  store  because  of  an  exaggerated 
ease  of  hauteur  of  one  of  the  clerks.  She 
asked  to  see  furs  such  as  she  supposed 
would  he  satisfactory  to  the  woman  for 

whom  she  was  purchasing  them.  When 
asked  if  they  hadn't  something  at  a  low- 
er price  than  those  which  she  showed,  the 
clerk  became  (insufferably  rude,  until  the 
customer  said:  "I  want  a  set  of  warm 
furs  for  my  cook.'"  Presto!  The  clerk 
was  as  subservient  as  possible.  Hut  an 
unpleasant  impression  was  made  and 
fatigue  had  caused  the  woman  to  make 
her  purchase  in  that  store,  and  she  never 
went  there  again.  This  same  sort  of 
complaint  came  up  in  a  number  of  of 
cases  and  it  was  evident  that  that  par- 
ticular store   was  losing  trade  daily. 

The  data  obtained  by  personal  investi- 
gation of  this  sort  supplied  the  advertis- 
ing man  with  an  excellent  basis  for  de- 
termining: 

(1)  The  kind  of  arguments  that  ap- 
pealed to  department  store  patrons. 

(2)  Days  when  it  was  most  conveni- 
ent to  shop  for  most  women. 

(3)  Average  buying  power  of 
patrons. 

In  addition,  it  gave  the  most  concrete 
material  for  meeting  points  of  competi- 
tion hitherto  iinfelt  and  improving  store 
service  at  the  weakest  spots.  When  the 
reports  were  tabulated  it  was  possible  to 
graphically  show: 

(1)  Proportion  of  population  served 
bj    the  store  and  each   competitor. 

(2)  Proportion  of  surban  population 
served. 

(3)  Comparative  strengtli  of  various 
departments  of  all  stores  from  the  con- 
sumers'  viewpoint. 

(4)  Total  possible  sales  to  be  made  in 
am   department. 


Salesmanship    and  Service 

(Continued   from  page  84.) 
the  business  of  a  salesman  to-day  to  do 
a  lot  of  thinking  for  his  customer.    Tf  he 
doesn't,    some    one    else    whose    mind    is 
awake  will  '_rei  a  lot  of  the  business. 

Had  Troubles  of  His  Own. 
Bere    18    an    illustration     which    shows 

the  negative  effect  of  a  suggestion  which 
queers  the  sale.  A  farmer  came  to  town 
to  buj  B  hinder.  lie  looked  at  one 
louder,    wag    Satisfied,    and    about    to    tun. 

At  this  point  the  salesman,  thinking  he 

would    make    a    hit    more    and    (dose    the 

-ale  immediately,  -aid:  "T'U  tell  pou, 
this    binder     has    riven    us    very    little 


trouble."  Now  this  farmer  was  not 
looking  tor  a  binder  that  was  going  to 
»ive  him  even  a  little  trouble.  He  had 
troubles  of  his  own.  That  one  suggestion 
scared  him  away.  He  went  out  and 
bonghl  a  hinder  from  a  salesman,  who 
-aid:  "This  hinder  ha-  'jiven  08 
lent  satisfaction." 

Positive    and    negati  <tion    di- 

vide all  clerks  into  two  broad  classes. 
The  negative  clerk  is  an  order  taker: 
the  positive  clerk  is  a  sale-man  in  the 
true  sense  of  the  word. 

Order  Taker  vs.  Salesman. 

The  order  taker  says:  "Yes,  ma'am; 
a  tube  of  tooth  paste,  is  that  all?"  The 
-.desman  wraps  up  the  tootli  paste  and 
suggests  a  new  tooth  brush,  or  calls  at- 
tention to  some  new  toilet  preparation 
just  received. 

The  order  taker  causes  the  customer  to 
say  to  herself,  "Yes,  that  is  all  I  want 
here."  The  suggestive  questions  of  the 
true  salesman  causes  the  customers,  be- 
fore the  original  transaction  has  been 
concluded,  to  question  themselves  as  to 
whether  they  do  need  a  new  tootli  brush 
or  some  of  the  articles  that  have  been 
casually  mentioned. 

Determines  Quantity. 

The  suggestion  is  a  factor  in  determin- 
ing the  quantity  that  a  customer  will 
buy  for  instance.  Hard  boiled  candy  is 
sold  at  40c  per  lb.,  or  two  ounces  for  5 
cents.  Some  salesmen  when  asked  the 
price  by  a  customer  quote  2  ozs.  for  5 
cents,  and  will  make  a  5-cent  sale.  If 
the  quotation  made  is  per  pound,  the 
lea-t  quantity  sold  will  he  a  quarter 
pound,  in  many  cases  a  half  or  a  pound. 
In  many  cases  all  tinctures  are  sold  by 
the  fluid  ounce.  If  you  quote  10  cents 
per  ounce,  the  customer  usually  says. 
'  Put  me  up  10  cents  worth,"  whereas 
by  having  the  article  ready  bottled  in  25- 
cent  sizes  you  have  little  difficulty  in 
selling  the  increased  quantity  and  your 
-ales  percentage  is  augmented. 

Why  Mark  Twain  Gave  Nothing. 

Closing  the  sale  is  usually  very  easy, 
the  customer  offering  the  money  or 
voluntarily  suggesting  thai   he  i-  ready 

to  give  a  definite  order.  At  other  times 
the   closing    is  the  most    difficult    part    of 

the    -ale.        A     SUCCeSSflll     cloSU]  j     depends 

Is  on  knowing  ss  hen  to  stO]  the  de- 
monstration. Don't  talk  too  much.  Mark 
Twain  delighted  lo  tell  of  a  missionary 

talk  that  he  once  heard  which  so  moved 
him  that  at  one  point  of  the  sermon  he 
was  inclined  to  ..rive  $5.  As  the  minister 
continued  to  talk,  the  enthusiasm 
dwindled  until  he  sva-  willing  to  pay  only 
$1,  and  linalh  the  speaker  became  ->. 
much    of   a    bore    that    when    the    basket 

was  finally  parsed  Die  celebrated  listener 
'■:i\  e  nothing1. 
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The  Time  to  Close. 

The  best  time  to  close  i-  when  the  sell- 

ing   points   in    favor  of   the  goods   have 

such   a   height   and     with 

such  an  intensity  that  the.s  outweigh  the 

objections  in  tin-  customer's  mind.  Then. 

suddenly.  'oincr    feels    that   the 

good-  t.    This  is  the  time  for  the 

(do-e.     It  Lb  difficult  to  tell  how  this  time 

may  be  recognized;  it-  recognition  comes 

mostly    from   intuition;   it  must  be  felt. 

Kven  if  a  salesman  has  not  said  one-half 

of  what  he  intended  to.  he  should  clo^e 

-  that  the  customer  is  ready 

to  buv. 

@ 


KING  ALFONSO  IN 
PARIS 


King  Alfonso,  upon  his  arrival  in  Paris 
lately  i-  reported  to  have  worn  a  dark 
green  sofl  felt  hat  and  a  brown  traveling 
coat  cut  with  Raglan  sleeve-.  i>n  another 
occasion,  at  the  Hotel  Meurice  lo1  had  on 
a  silk  hat.  a  black  double-breasted  frock 
coat,  fastening  with  three  buttons  and 
with  lapels  half  faced  with  silk.  His 
trousers  were  of  a  dark  combination  of 
black  and  white  He  was  stopping  at 
otel  incognito. 

© 


FUR  COATS  IN    PARIS 

IN   -pite  of  the  lack  of  extremely  cold 
weather  over  tl  •  fur  .oats  in 

restaurants  and  at  the  theatre  have 
been  noted.  One  of  them  seen  after  a 
performance  at  the  Rejane  Theatre  i> 
said  by  authorities  to  be  the  style  pn>- 
by  the  leading  Parisian  tailors  this 
season.  The  front  is  double-breasted, 
with  a  long  wide  Persian  lamb  collar,  the 
garment  fastening  with  two  buttons  and 
braided  loops.     It  is  cut  very  full. 

Another    model    is   described    as    tx'imr 
lined    with    silk   and    looked    exactly   like 
many  of  the  belted  coats.     The  Bealskin 
collar  was  narrow      but  long,     and     the 
front       was    finished    with    two    row 
three  buttons.     The  waist  was  very  well 
defined    and    the    skirts    were    shor 
■  d  the  figure.     The  back  was  fir 
Ike  a   frock  coat  with  the  exception 
vent  between  two  tuck  pleats  which  wi  r 
-ei   \  er\  close  together. 


M  dland,  Onl      Fire  caused 
Ukei  -  &  '  o.,  tailor-,  and  Christina  M 

McLeod,  millinery. 

Sarnia,   Ont.         Fire  caused   loss   t„ 

Smith  A  A.sh,  dry  goods.  . 

Montreal,  Que.    The  Britannia  Cloak 

ifactnring  Co,  have  been  registered. 

hi  stow  id.  Ont.    •'  s   Qee,  genera]  mer 

it,  is  retiring  from  business. 
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AFTERNOON 
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DAY   WEDDINGS 
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TEA 
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BUSINESS, 
LOUNGE    AND 
MORNING 
WEAR 

MOTORING, 
GOLF. 
COUNTRY, 
DRIVING 
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The  New  Tendency  in 

Trims 


Men's  Wear 


Window    Trl f   Builds,    Now    Vork 


:  pftpli    t  i  ken 


The    Review 


This  unit  display  in  tht  Fifth  Avenut  stort  of  Budds  is  typical  of  the  new  movement  in  men's  wear 
trims  in  many  of  the  mort  exclusive  stores.  The  most  novel  point  about  it  is  that  it  is  a  display  o) 
one  line  of  cravats  only,  the  five  all  bt  ing  tht  sam  ■ ,  Its  simplicity  in  arrangi  iw<  nt,  and  th<  fat 
variety  or  of  numbers,  or  of  crowding,  and  the  systematic  manner  in  which  tht  groups  of  two  ties 
and  a  collar  art  set  up  art  readily  noticeable.  The  only  accessories  used  art  three  canes  which  art 
becoming  a  favorite  addition  in  many  stores'  displays,  and  two  handkerchiefs  with  bordered  ends. 
— a  newjashion-  and  bt  it  noted,  tht  patterns  and  shades  "re  copies  of  tht  Hes  themselves.  The 
plvsh  "flooring''  and  the  background  which  appears  to  be  a  curtain,  art  also  typical  of  the  new 
rlp/parturr.     This  display  is  one  of  tht   neatest  seen    of  late  in  New  York. 
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ililililililililililililililili 


A  QUESTION  OF  VALUE 


At  the  close  of  the  last  convention  a  trimmer 
was  heard  to  say  that  the  addresses  and 
demonstrations  were  worth  50  times  the 
price  of  his  membership  fees. 


♦ 


You  may  think  that  this  trimmer  in  a 
moment  of  enthusiasm  placed  a  monetary 
value  on  his  membership  in  this  association 
which  he  would  perhaps  not  make  in  a 
calmer  moment.  However,  the  fact  remains 
that  membership  in  the  C.  W.  T.  A.  is 

Actually  Worth  Far  More 
Than   The   Membership   Fee 

Nineteen   fourteen   programme    will 
be  bigger  and  better  than  ever 


I  APPLICATION  FOR  MEMBERSHIP 

1  Canadian  Window  Trimmers'  Association 


Date. 


1  F.  J.  THOMPSON, 
1  Secretary  C.WT.A. 

I  52  Stanley  Street, 

|  St.  Thomas,  Ont. 

I  hereby  enclose  the  sum  of  Two  Dollars  for  membership  in  the  Canadian 

Window  Trimmers'  Association.    I  am  now  employed  by 

1       have  had years'  experience. 


(Mark  X   on    Diagram 


AD  MAN 

CARD  WRITER 

WINDOW  TRIMMER 

Signed 
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MEN'S    WEAR    SECTION 


This  is  a  type  of  English  Balnia- 
eaan.  This  and  a  modification  will 
I"1  worn  in  Canada  this  Spring  in 
homespuns  and  fancy  suitings,  with 
collar  ami  lapel  ratlin  than  being 
dose-buttoned.  Courtesy  of  Kenneth 
Durward,  London,  Eng. 


Turning  to  Loose  Fit  Overcoats 

Balmacaan  Will  Be  Made  Up  in  Homespuns  and 
Fancy  Suitings  Chesterfield  Still  a  Strong 
Favorite. 


TALKING    nl    Spring  overcoats,  the 
buyer     for     a    high     class    men's 
store  in  Canada  thus  sized  up  the 
styles  for  The  Review: 

There  will  be  striking  patterns  such 
as  checks  and  overplaids,  and,  to  use  a 
common  expression,  they  will  be  quite 
"noisy.'*  It  will  take  a  man  of  courage 
to  wear  some  of  those  I  have  ordered. 

In  style  there  is  a  strong-  feeling  for 
I  he  loose-fitting  Balmacaan.  Ordinarily 
so  far,  this  has  been  made  for  evening 
dress  but  we  are  having  it  made  up  in 
homespuns  and  fancy  coatings.  It  has 
a  raglan  sleeve,  and  indeed  may  lie 
called  a  cape  with  sleeves.  The  coat  is 
very  loose-fitting  at  the  bottom  and  is 
easily  put  on.  It  is  quarter  silk  lined 
ami   made  with  just  the  sleeves. 

The  seams  are  tapeil  with  the  same  silk 
or  satin  as  the  lining,  so  as  to  give  a 
nice  finish. 

Tn  general  Scotch  homespuns.  Irish 
homespuns,  Harris  tweeds  and  cheviots 
are  all  going  to  be  in  vogue  for  Spring 
coats. 


Irish  homespuns,  Connemara  and 
Kerry  tweed-  have  preference  over  the 
more  general  kind  known  as  Donegals. 

There  is,  indeed,  not  much  change  in 
styles.  The  most  radical  is  the  turn  t" 
the  Balmacaan,  from  the  narrower,  more 
contracted  garment  to  the  loose  slip-on 
effect. 

For  general  wear  the  plain  Chester- 
lield  coat  is  still  a  strong  favorite  and  is 
practically  the  same  style,  holding  \<> 
natural  lines. 


-®- 


GRAY  AND  BLUE  COATS. 

Willi   regard  to     colors     and   fabrics, 

•.ray  woolens  are  said  to  be  the  favorites 
in  the  dressy  coats,  as  well  as  a  number 
of  blue  -hades,  such  as  gray  blue,  mauve 
blue  and  deep  slate  blue.  At  the  last 
races  lighi  -rays  and  blues  were  the 
Leading  shade  and  while  some  browns 
were  seen  the  latter  shade  was  confined 
more  to  the  automobile  coats  Rough 
Shetlands  and  vicunas  were  the  popular 
fabrics. 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


THE  "I  WILL"  MAN. 
Grafton  &  Co.,     Hamilton,    attracted 
considerable   alien! ion    l>.\    a   uovel   stj  le 

of  advertising  in  which  mailer  appeared 
over  the  name  of  the  "I  Will"  man.  The 
''I  Will"  man,  after  a  preliminary 
canter,  offered  a  price-cutting  sale  to  the 
public. 


THE      LONELY"  SALES 
Semi  Heady   extended    their   "Lonely" 
sales   tins   month    to   nearly   every    town 


and  city  where  they  are  represented. 
This  strikng  term  is  copyrighted  and 
local  dealers  report  that  it  is  easily  re- 
membered ami  awaited  with  interest  ear',. 
\  ear. 

® 

COCKBURN  &  BUNDY. 
By  an   Order  of  the   Lieutenant-Gov- 
ernor  in   Council,  Hie   name  of  Fockburn 
&    Rea,    Limited,    ha-   been    changed    to 
i  'oekburn  &   Bundy,  Limited. 


-®- 


J.  B.   GOODHUE  CO..  LTD. 
The  business  of  the  .1.  B.  Goodhue  Co  . 

Rock      l-laiid.     Que.,     manufacturers      of 
overalls,    eoats.    shirts,    pants,    etc..    has 
been    taken    over  by   a   new   company   nn 
der    Hie    name    of    "The    J.    B.    Goodhue 


Co.,  Ltd..  with  a  capitalization  of  $100.- 
imiii.  The  former  management  in  the 
office  and  factory  continue  with  the  new 
company.  A  charter  has  been  applied 
for. 

Condensed  Advertisements 

FOR  SALE 

I'KKSH.    CLEAN,    STOCK    OF    SHOES    AND 
Men's    Clothing    mid    Furnishings    In    growing 
village  of  (."nurtriglit  on  St.  Clair  River.     '>' 
J.  T.  Locke.  The  Ark.  Cornnna,  Ont..  for  In- 
formation. 

POSITION  WANTED 

OPEN   For   POSITION     SUPERINTENDENT 
ot    service   manager    man    with    10  rears'   e> 
per  leu  ce    in    devising     service     system.      Have 
originated    large    Dumber    of    systems,    cberk 

i,.  etc.,    in    u-<-   bj   large  stores   In   Canada 

and    United    States      Beat    references      Applj 
B  is   19,   i'r>    <; is   Rei  lew 
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Dry  Goods  Review 


You  Wish  to  Become  a  Well- 
Read  Man,  Do  You  Not  ? 


Eaeb  of  us  can  probably  ret-all  to  mind  among  his 
acquaintances  one  or  more  men  who  appear  to  be  so  well 
acquainted  with  any  subject  that  may  be  brought  up  for 
conversation  that  they  are  able  to  enter  upon  a  discus- 
sion or  give  information  upon  the  matter  whatever  it 
may  be.  They  are  men  to  whom  we  instinctively  turn 
for  information  whenever  any  question  crops  up  with 
which  we  are  unacquainted  and  upon  which  we  need 
enlightenment. 

At  first  sight  there  appears  no  particular  reason  why 
these  men  should  be  better  acquainted  with  any  particu- 
lar subject  than  we  ourselves  are.  They  may  have  had 
no  advantage  over  us  in  the  matter  of  education.  They 
have  probably  not  travelled  any  more  than  we  have,  and 
as  far  as  we  can  see  there  is  no  reason  why  we  should 
look  to  them  for  information  on  diverse  subjects  rather 
than  to  any  other  of  our  acquaintances. 

What  then  is  the  reason  for  this  deference  we  con- 
sistently show  them  by  asking  their  opinions  on  this  or 
that  question? 

Consider  any  case,  as  referred  to  above,  which  may 
occur  to  you  and  you  will  rind  it  is  because  your  friend 
or  acquaintance  is  invariably  what  we  would  call  a  ' '  well 
read"  man.  No  matter  whether  the  subject  under  dis- 
cussion be  the  past  or  present  history,  political  or  social, 
of  our  own  or  any  other  country,  whether  it  be  of  noted 
writers,  painters,  politicians,  celebrities  of  any  kind  or 
of  any  country,  the  latest  discoveries  or  inventions,  the 
best  opinions  expressed  by  the  foremost  writers  of  the 
day  on  present  questions  of  most  vital  interest,  he  is 
able  to  take  an  intelligent  interest  in  the  conversation 
and  to  contribute  his  own  quota  to  the  discussion,  prob- 
ably expressing  some  viewpoint  new  to  his  auditors. 


You  will  doubtless  admit  that  such  a  man  occupies 
to  some  extent  an  enviable  position  among  his  fellows; 
and  the  object  of  this  article  is  to  show  you  how  by  the 
employment  of  a  small  portion  of  your  leisure  time  regu- 
larly, methodically,  and  at  practically  no  expense  to 
yourself,  you  can  also  occupy  this  enviable  position  and 
become  one  of  those  well-read  men,  to  whom  your 
friends  will  turn  for  information  whenever  they  may 
be  in  need  of  it. 

You  have,  of  course,  heard  of  MacLean  's  Maga- 
zine and  have  probably  at  some  time  or  another  seen  a 
copy.  It  is  a  purely  Canadian  Magazine,  and  was  origin- 
ally called  the  Busy  Man's  Magazine,  a  title  which 
explains  the  idea  upon  which  it  was  originally  founded. 

The  average  man  of  the  present  day  is  too  much 
occupied  in  his  business  avocations  to  devote  a  great 
deal  of  his  time  to  literary  pursuits.  In  many  cases  the 
daily  papers  form  the  extent  and  limit  of  his  literary 
experience.  Now,  while  the  reading  of  the  daily  paper  is 
practically  a  duty  which  no  live  merchant  should  neglect, 
the  man  who  is  ambitious  of  improving  his  mind  will  feel 
a  desire  for  a  little  more  than  the  daily  or  weekly  maga- 
zine can  give,  and  this  is  where  MacLean 's  Magazine 
stands  ready  to  give  him  a  helping  hand. 

The  February  number  is  particularly  interesting 
and  a  source  of  interesting  information.  It  is  brimful 
of  good  instructive  reading,  containing  just  that  infor- 
mation which  is  most  beneficial  to  busy  Canadian 
business  men  to  keep  them  in  touch  with  things 
Canadian. 


Secure  a  copy  from  your  nearest  news- 
dealer to-day,  and  become  acquainted 
with    Canada's    foremost    nVagazine. 


Price  20  cents  a  copy. 


Subscription  $2.00  a  year. 


THE  MACLEAN  PUBLISHING  CO.,  LIMITED 
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Do  you  get 

the  clothing  trade 

of  the  young  man  who 

buys  your  best  furnishings? 
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There  are  very  Few  stores  which 
do  not  have  a  certain  class  of 
voting  moii,  and  older  men  too, 
who  buy  good  furnishings,  hut  go 
to  the  tailor  h>r  their  clothing. 
You  can  get  this  trade  by  having 
the 

Crown 

Tailoring 

Outfit 

This  mitiit  consist-;  of  our  late-t 
hooks  of  samples,  measuring 
equipment,  style  charts,  signs  and 
complete  instructions.    It  enables 

yon    to   give    this   class   of    trade   a 

first-class  tailoring  service  without 

i  cent   of  outlay.     This  service  LS 

ihe   hot    ill    the  eoimtn  . 


Behind  every  Crown  Tailoring 
garmenl  i-  an  established  bush) 
with  a  ''square  deal  to  all"  policy 
a-  well  as  facilities  which  enable 
us  to  turn  out  garments  thai  defy 
competition  and  give  complete  sat- 
isfaction. 

Tin  smallest  order  you  send  in  i- 
given  the  same  careful  attention 
that  the  high-class  city  tailor  gives 
the  orders  of  hi-  best-paying  pat- 
ron-. ( »nr  aim  i<  to  give  a  service 
that  is  beyond  question  one  hun- 
dred cents  for  a  dollar. 

There  may  he  a  Crown  Tailoring 
agency  in  your  town  there  may 
not  he;  no  matter,  your  request 
will  gel  prompt  response.  Why 
not  write  now  *.' 


The  Crown  Tailoring  Co.,  Limited 

Our  New  Address:     533  College  Street,  TORONTO 


DRY    GOODS    REVIE  W 


Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY  AVENUE  — 

TORONTO 


INFORMATION  WANTED 


DATE 191 

PLEASE  TELL  ME  WHERE  I  CAN    PROCURE    . 


NAME 

ADDRESS 


DRY    GOODS     REVIEW 


a, 


DRYGOODS 
REVIEW 

FEBRUARY        4         1914 

Vol     XXVII      -         •  No  3 


FEATURING  KNITTED  GOODS 


DRY    GOODS    REVIEW 
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PERSISTENCY  IN  ADVERTISING 

One  stroke  of  a  bell  in  a  thick  fog  does  not  give 
any  lasting  impression  of  its  location,  but  when 
followed  by  repeated  strokes  at  regular  intervals 
the  densestfog  or  the  darkest  night  can  not  long  con- 
ceal its  whereabouts.  Likewise  a  single  insertion 
of  an  advertisement-  as  compared  with  regular 
and  systematic  advertising  is  in  its  effect  not 
unlike  a  sound  which,  heard  but  faintly  once, 
is    lost    in    space    and    soon    forgot.  —  Printing  Art. 


->iniiiiiii:i  1 1  I'm  u  1 1  iniinii  1 1 1  i,i  i  m  1 1  Li  1 1  iiii'i  1 1 1 1 1 1 1 1 1  m  1 1 1 1 1 1 1 '  1 1 1 1 1 1  ii  1 1 1 1 1 1  u  1 1  n  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  ri  1 1 1 1 1 1  in  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  n  u  1 1 1 1 1 1 1 1  u  1 1.; 


"Rooster  Brand 


» 


ICrdw/7DverAll 


SHIRTS 


We   make   500   lines 

SOFT  SHIRTS 

The  best   mills  in   Europe  and  America 
produce  the  fabrics  we  use. 

You  will  consult  your  own  best  interests 
in  stocking  "Rooster  Brand." 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

Shuts,  White  Coats,  Trousers,  Overalls, 
Khaki,  Duck  and  Automobile  Clothing 

MONTREAL   OFFICE:   501    New   Birks  Building 

OTTAWA  OFFICE  s  62  BanW  St.  (Gamble  a    I 

VANCOUVER   OFFICE;   707    Welton   Block 

I  Robcrl    \    i 


Australian  Trade 

Are  You  Interested? 

If  so.  The  Draper  oj  jJuitralatLi  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New   Zealand. 

Subscription      $2.50      Mailed  Free 

sprattrn  C.'o/>)  will  !•>  supplied  on  application 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen   St.    E.C 


Publishing   Offices: 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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Linking  you  with 
Europe's  markets 


F 


IFTEEN  Greenshields  buyers — one  for  each  of  the  fifteen 
main  departments  of  the  business — go  to  Europe  every  year 
to  bring  the  best  they  find  back  to  Canada. 


They  look  for  the  newest  things — and  for  bargains  in  standard 
staples — in  England,  Scotland,  France,  Belgium,  Switzerland. 
They  come  back  with  the  bargains  and  the  novelties  that  mean 
quicker  sales  for  you. 

This  Spring  our  buyers  have  been  particularly  fortunate.  If  you 
haven't  seen  a  Greenshields  traveler  lately,  write  in  direct,  and  we'll 
tell  you  about  some  interesting  lines. 


Greenshields  Limited 


MONTREAL 
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DEBENHAMS 

FOR 

NOVELTIES 


SPRING  1914 


, 


Some  of   the  Season's  Creations  for  Dresses, 
Blouses  and  Trimmings,  are : 

Cottons Brocaded  Cotton    Crepes,    Printed    Ratine,  Cotton 

Broche,  Cotton  Velvet  Cords,  Printed  Crepe. 

(*jllrft_  Taffeta     Chiffon,    Channelise.     Bengaline    Ondnle, 

°11IM>  Moires,  Cords,  Printed  Silks,  Printed  Silk  Crepes. 

Rihhnn<5-     M  ousseline  Satins,  Moires,  Failles,  Cords,  Fancies  in 
U     a       Velvet  Effects  and  Roman  Stripes,  Velvet  Ribbon, 
Plaids. 

Gauzes Crepe  De  Chene,  plain  and  printed  designs;  Ninons, 

plain  and  fancy,  tinsel  effects. 

Millinerv ^  ('  naV(1  some  interesting  Importations  in  Millinery, 

^       Trimmings,  Hats,    etc.,    confining   ourselves  to  the 

most  exclusive  French  and  English  styles  and  de- 
signs. 

Buyers  are  cordially  invited   to  inspect  our  various  lines 

when  in  the  City 

DEBENHAMS  (Canada)  LIMITED 

66-68   WELLINGTON   STREET    WEST 

TORONTO 


B 
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Spring  Millinery  Opening 

1914 

MONDAY,  MARCH  2nd 


Strictly  Imported  PARIS,  LONDON 

and  NEW  YORK    MODEL  HATS 

on  view 

ALSO 

The  Latest  Novelties  in 

Flowers,  Laces,  Ribbons,  Silks, 

Straw  Hats,  Millinery  Braids. 


*$"• 


Our   Trimming   Room 
Opens  February   10th 


V 


NOW  READY  FOR 

EARLY  BUYERS 


Ottawa  and  Quebec  Opening  Dates 
Monday,  March  9th 


Debenhams  (Canada)  Limited 

18  and  20  St.  Helen  Street, 

MONTREAL 
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Ixtnbcrgarten"     ia± 

FOR     BOYS     AND    GIRLS  I  & 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


ANDERSON'S 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 
A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


J\\     WM.  ANDERSON  &  CO.,  Ltd.    FTl  A 

m^  PACIFIC  MILLS,  GLASGOW  P" 

£  0  SCOTLAND  l& 
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10c 

10c 

WORTH  MORE 
BUT  NEVER 

WORTH  MORE 
BUT  NEVER 

SELLS  FOR  MORE 

SELLS  FOR  MORE 

Take  care  of  the  women 

and  the  profits  will  take 

care  of  themselves. 

THE  Success  of  your  business  depends  on  the  WOMEN'S 
Trade.   Then  why  not  direct  your  efforts  towards  educating 
them  to  make  YOUR  STORE  their  regular  trading  place  ? 

NOTHING  gets  a  WOMAN'S  Interest  and  holds  it,  like 
PATTERNS.    Time  has  tried  them  and  proved  their  Value. 

Start  the  Spring  Season  Right 

JgJS                 by  installing  a 

b 

New  Idea  Pattern  Department 

The  NEW  IDEA  is  the  only  10c  SEAM  ALLOWANCE 
PATTERN  on  the  market,  and  includes  the  simplest  and  Best 
Cutting  Diagram,  therefore  no  Merchant  can  undersell  YOU. 

As   an  ADVERTISING  MEDIUM   the   NEW   IDEA 
PATTERN  stands  out  from  all  others  as  a  PERPETUAL 
BARGAIN— 15c  in  VALUE  for  10c. 

You  can  feature  "NEW  IDEA"  with  the  confidence  that 
you  are  giving  your  customers  the  BEST  Pattern  Value  in 
the  WORLD. 

We  ask  you  to   judge   NEW  IDEA   PATTERNS  and 
Terms  purely  on  a  Competitive  Basis. 

Write  to-day  for  terms  and  Free  Samples. 

New  Idea  Pattern  Co. 

636-638  Broadway,           New  York 
Market  and  Louise  Sts.,  Winnipeg 
70  BAY  ST.,        -        TORONTO 

10c 

10c 

WORTH  MORE 
BUT  NEVER 

WORTH  MORE 
BUT  NEVER 

SELLS  FOR  MORE 

• 

SELLS  FOR  MORE 
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Ladies'  Home  Journal  Pattern 
Week  is  not  an  experiment.  It 
has  already  been  tried  out  in 
several  cities  with  tremendous 
success. 


In  one  instance  10,000  people  called  for  patterns,  and  the  cash  sales  increased 
500%.  In  every  instance  the  business  stimulation  has  been  markedly  shown,  the 
average  increase  in  cash  sales  being  75%.  This  Pattern  Week  will  be  widely 
advertised  in  the  Ladies'  Home  Journal,  the  Saturday  Evening  Post  and  other 
great  national  magazines.     It 

Will  bring  millions  of  women 

to  the  stores  of  our  seven 

thousand  dealers 


It  will  introduce  a  pattern  of  greater  accuracy, 
simplicity  and  style  than  women  have  ever  known 
before.  It  will  start  a  great  home  dressmaking 
movement  and  dressmaking  is  what  sell*  mer- 
chandise. 

This  Pattern  Week,  however,  is  only  a  begin 
nin^      Our   plans   include   the  closest    and   most 


helpful  dealer  co-operation  in  our  power.  Ybu 
should  know  about  our  contract,  our  new  methods, 
our  distributing  facilities,  our  clean  stock  provi- 
sions, our  advertising  plans  and  many  other 
interesting  features  new  to  the  pattern  business. 
Write  ua  now.  30  that  you  can  start  while  the 
starting  is  good. 


The  Home  Pattern  Company 


615  W.  43rd  St., 


Dept. 

c. 


New  York    City 


Owned  and  controlled  by  The  Curtis    Publishing   Company 
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For  one  week  we  are  going 
to  give  Ladies'  Home  Jour- 
nal Patterns  free  to  the 
women  in  your  locality 

We  have  selected  for  this  free  distribution,  three  of  the  latest  and  most  admired 
Spring  creations.  Every  woman  who  calls  at  the  pattern  counter  of  the  store 
that  sells  Ladies'  Home  Journal  patterns  can  get  free  whichever  pattern  she 
prefers  in  any  size. 

Is  this  store  your  store?    If  not  it  should  be,  for 

Ladies  Home  Journal 
Pattern  Week, 

FEBRUARY    23^  TO  28'* 


will  be  a  merchandising  event  in  every  city  and 
town  where  these  patterns  are  on  sale.  You  bend 
every  energy  towards  getting  people  into  your 
store.  Your  advertising,  your  windows,  your 
special  sales,  your  circulars,  are  all  an  invitation 
to  come  in.  This  free  pattern  week  will  bring  them 


in  in  greater  numbers  than  they  ever  came  before. 
It  is  not  too  late  to  get  the  necessary  stock,  the 
show  cards,  the  window  strips  and  the  ready-to- 
print  newspaper  advertisements.  The  patterns  to 
be  given  away  will  be  furnished  you  without  cost. 
Write  us  to-day  about  it. 


The  Home  Pattern  Company 

615  W.  43rd  St.,  D2"  New  York  City 

Owned  and  controlled  by  The  Curtis  Publishing  Company 
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We  Can  Increase  Your  Business  in 

Carpets, 

Oilcloths  and 

Linoleums 

Special  rug  orders,  successfully  handled,  will  help  your 
profits  in  this  department  and  gain  you  many  steady  custom- 
ers. We  know  they  are  difficult  to  handle,  and  are  out  to  help 
you  in  every  possible  way.  Be  it  special  size  or  design,  just 
send  us  the  particulars,  and  you  will  receive  samples  and 
quotations  by  return. 

Seamless  tapestry  squares  and  stair  carpet  to  match  are 
exceptionally  strong  and  we  have  a  very  large  and  interest- 
ing range.  Squares  are  stocked  in  sizes  2^x3  to  4x5  yds., 
and  carpet  in  %  and  Ya  widths. 

Brussels  and  Wilton  squares  in  all  sizes,  designs  and 
prices  are  also  a  feature  of  our  showing,  as  well  as  a  large 
range  of  mats  and  sofa  rugs. 

OILCLOTHS  in  the  best  selling  makes   and  qualities   in  2  4,  5  8,  3  4,   4  4. 

5/4,  6/4,  8/4  and  10/4  widths. 
LINOLEUMS  in  8/4,  12/4  and  16  4  widths. 


SAMPLES  OF  ANY  ON  REQUEST. 

John  M.  Garland, 
Son  &  Co. 


Ottawa 


Canada 
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Mclntyre's 

THE  SPECIALTY  HOUSE  OF  CANADA 

OUR    REPRESENTATIVES 

are    now    showing    for    FALL 

KID  GLOVES 

LINED  GLOVES  AND  MITTS 
FABRIC  GLOVES  of  every   description 
SCOTCH  KNIT  SEAMLESS  GLOVES— the  best  made 
CORONA  MILLS  and  VIYELLA  UNDERWEAR 
HOSIERY  and  HALF  HOSE  in  Silk,  Cotton,  Lisle  and  Worsted 
SWEATERS  and  FANCY  WOOLENS  for  Women  and  Children. 
A  complete  assortment  in  every  department,  at  old  values. 


YOUR  ORDERS  RESPECTFULLY  SOLICITED 


"IF  IT'S  NEW  AND  DESIRABLE  WE  HAVE  IT" 

Mclntyre    Son    &  Cov  Limited 

Victoria  Square  47  Rorie  Street 

MONTREAL  WINNIPEG 

Offices  in  Halifax,   Ottawa,  Peterboro,   Toronto,   London,   Calgary,   Vancouver 


DRY    GOODS    REVIKW 


* 


* 


Make  this  the  linen  day  of  the  year 
by  advertising  and  displaying  the 
world-famous,  sun -bleached  'Old 
Bleach"  Linens.  Place  your  order 
now     for     your     1914     requirements. 

O.  B.  Stock  in  Toronto 


R.  H.  Cosbie   Limited 

IRISH    LINEN    AGENCY 
30   WELLINGTON   STREET   WEST,   TORONTO,   ONT. 


* 


* 
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Cable  Address   : — "Bargains" 

Tauber  Bros.  &  Co. 


67  St.  James  Street 


Montreal 


The  Cheapest  Dry  Goods  Firm, 
Manufacturers  and  Jobbers 


Keen  buyers  will  find  it  worth  their 
while   to   send   for    our    samples    in 

English  Curtains. 
English  Laces. 
Bedspreads. 
Pillow  Cases. 
Table  Covers. 
Runners  and  Squares. 
And  all  kinds  of 
Swiss  Embroideries. 

I  We  have  also  been  fortunate  in  buying  a  pant 
manufacturer's  stock,  and  have  5,000  pairs  of  pants 
to  clear  at  very  reasonable  prices. 

"i  All  orders  promptly  attended  to. 


and  its  name  is     = 


r 


LIDDELL'S 

GOLD   MEDAL 

LINENS 


^ 


^<- 


J 
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Make  March  the  17th 
Your  Linen  Day 

Advertise  Gold  Medal  Lin- 
ens, display  them  and  talk 
them  all  the  time,  but  es- 
pecially make  "the  17th"  the 
big  linen  day  of  the  season. 

R.  H.  COSBIE.  Limited 

IRISH  LINEN  AGENCY 

30  WEST  WELLINGTON  ST.,    TORONTO 


trade: 

MARK 

Ey^ft] 

H        It    never    pricks    the 

fingers  or  ruffles  the       § 
j§  temper 

I       IT   IS   "HUMANE"     I 


v>    = 


The  "Noesting 
Pin  Ticket 

is  fast  replacing  the  old-time 
finger-tearing  kind  that  has  caused 
so  much  trouble  for  years.  It  does 
away  with  lost  sales  caused  by 
ruffling  customers'  tempers. 

It  saves  much  of  the  salespeople's 
time,  because  they  can  ticket  goods 
without  danger  and  without  in- 
jury to  the  finest  fabrics. 

A  Free  Sample  Box  Will  Be  Sent 
On  Request.    Why  not  write  now? 


I    The  Copp,  Clark  Co.    | 
=  Limited  = 

W      495-517  Wellington  St.  West,  Toronto      = 

i  I 
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"Her  Habpsfytp"  (garments 

Suggestions     to     Buyers    of 

Ladies'   and    Misses'    Ready-to-Wear 

Requisites 

.  Our     in  o  s  t 

hearty  welcome 
is  extended  to 
all  buyers  visit- 
ing the  market 
for  the  purpose 
of  securing 
Spring  require- 
ments. We  di- 
rect  particular 
attention  to  the 
excellence  o  f 
our  ranges  in 
Ladies'  Ready- 
to-Wear  Outer 
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and  Under  Garments  for  the  coming  Spring  season.  During  the 
next  few  weeks  purchases  will  be  numerous  of  goods  for  imme- 
diate delivery.  The  ranges  we  show  include  the  following  special 
lines  and  quotations  of  exceptional  merit,  and  should  be  seen  by 
every  buyer  in  the  trade. 


CORSET      COVERS,      lace 
trimmed.     Price  per  doz., 

DRAWERS,  plain     or     lace 
trimmed.     Price  per  doz., 


or  embroidery 
$2.00  to  $15.00. 
or    embroidery 

$2.25  to  $12.00. 
SLIPS. 


COMBINATIONS    AND    PRINCESS 

Price  per  doz.,  $6.75  to  $45.00. 
UNDERSKIRTS,    made    from    White    Lawn. 

Sateen,  Cotton  Taffeta,  Satin  and   Messe- 

tini    Silk.      Price   per  doz.,   from   $4.50   to 

$36.00. 
LADIES'   WAISTS,    made     from     the   newest 

materials  and  cut  in  the  latest  styles.  Price, 

per  doz.,  from  $4.50  to  $30.00. 
HOUSE  DRESSES,  made   Prom   Prints.   Per 

calcs  andGinghams,  all  colors.      Price,  per 

doz..  $9.00  to  $21.00. 


We  excel  in  LADIES'  AND  MISSES'  WASH 
DRESSES  for  street  "wear.  Our  1914 
range  has  just  been  completed,  and  the 
latest  cloths  and  styles  are  very  much  to 
the  fore. 

We  are  prepared  for  extra  big  business  in  the 
above.  Sizes  14.  16,  is.  20  and  32  to  40. 
Price,  per  doz..  $9.00  to  $24.00. 

LADIES'  CLOTH  SKIRTS  made  in  the  lat- 
est cut.  All  sizes.  Price,  per  doz..  $13.50 
to  $27.00. 

CHILDREN'S  DRESSES,  White  or  Colored. 
in  lii  ages  from  1  to  14  years.  Price  per 
doz.,  $2.25  to  $45.00. 


"Her  Ladyship"  Ready-to-Wear  Garments  meet  the  situation  in 
point  of  selling  excellence,  price  feature,  distinctive  design,  form- 
ing a  combination  of  unbeatable  reliability.  It  is  not  a  specula- 
tion, but  sound  business  for  the  merchant  to  bank  on  the  sales  of 
our  brand  of  Keady-to-\\'ear  requisites.  Travelers  now  on  the 
road  with  complete  range. 

THE  W.  R.  BROCK  COMPANY  limited, 
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How  John  White  Won  and  Held  Public  Con 
fidence  For  Over  Half  a  Century 


I860 


Big  and  Beautiful  Store  in  Woodstock  a  Monument  to  Remark- 
able Success  in  Small  City — Principles  that  Underlie  His  Business 
Dealings — Sends  Thousands   of  Dollars   in   Goods  as  far  as  the 
Yukon. 


1914 


The  Review  presents  in  the  article  that  follows  some  account  of  the  reasons  for  a  growth  in  a  dry  goods 
business  that  has  had  few  equals-  in  a  place  of  its  size  in  the  history  of  merchandising  in  Canada.  As  a 
young  man,  Mr.  White  blazed  the  trail  for  many  a  reform  in  business  methods,  and,  in  these  days  of 
lightning  transformations  in  mercantile  practices  it  is  in  many  ways  unique  to  find  principle  established 
fifty  years  ago  in  a  tiny  store  of  a  small  town  applied  continuously  with  the  magnificent  measure  of  suc- 
cess that  Mr.  White  has  achieved  in  a  city  of  scarcely  more  than  10.000,  and  a  district  adjacent  to  far 
larger  centres.  To  all  merchants  of  capital,  large  or  small,  the  lesson  is  reassuring:  that  permanent 
growth  mAist  in  the  end  rest  upon  the  established  and  merited  confidence  of  the  public.  This  surely  is 
the  meaning  of  the  institution  known  as  The  John  White  Co.,  Limited. 


FIFTY-FOUR  years  running  his  own 
store ! 

Starting  in  1860,  a  lad  of  barely 
nineteen,  and  continuing  year  by  year, 
up  to  the  present. 

And  wearied  out  by  the  "labor  and 
heat  of  the  day '  '—that  long  day  of  over 
half  a  century? 

Not  a  bit  of  it.  And  here's  the  proof. 
On  the  evening  of  Thursday,  January  22, 
1914,  Lieut.-Col.  John  White,  Officer 
Commanding  the  22nd  Regiment,  Wood- 
stock, Ont.,  was  chief  host  at  a  military 
ball  in  that  city  that  drew  its  guests 
from  over  one  hundred  miles  around. 

And  early  on  the  morning  of  January 
23,  1914,  there  sat  in  his  office,  keen, 
alert,  and  courteous,  Mr.  John  White, 
President  of  The  John  White  Co.,  Lim- 
ited. 

Some  days  before  Mr.  White  had  been 
ordered  by  his  doctor  to  remain  home  to 
nurse  an  attack  of  grippe :  one  of  the 
rare  occasions  in  which  he  had  been  in- 
disposed in  fifty  years  and  more. 

Successful  in  business?  And  re- 
sourceful and  keen  as  ever,  keeping  his 
linger  on  the  pulse  of  rapid  transform- 
ations in  the  principles — no,  rather,  the 
details  of  business  life? 


Surely,  for  he  was  master,  planner, 
builder,  of  a  store  edifice  of  whose  ex- 
terior structure  and  interior  fittings  and 
furnishings  the  city  of  Woodstock  is 
proud.  A  glance  at  the  imposing  build- 
ing illustrated  elsewhere  will  explain 
that  pride,  and  give  an  inkling  of  the 
extent  of  that  success. 

Inspiration  in  Such  a  Record. 

There  is  something  inspiring  in  the 
history  of  a  firm  like  the  one  under  re- 
view; something  inspiring  in  the  annals 
of  any  Canadian  firm  that  like  the  hoary 
oak  breasts  the  stressful  storms  of  busi- 
ness life  and  triumphs,  reaching  up  with 
its  branches  higher  and  higher  as  its 
roots  strike  deeper  and  deeper  into  the 
soil  of  public  confidence.  For  the  head 
of  The  John  White  Company,  Limited, 
has  proved  in  his  big  handsome  four- 
storey  building,  with  its  33,000  square 
feet  of  floor  space  and  nearly  200  clerks, 
that  a  merchant  of  the  Old  School  can 
retain  his  place  at  the  head  of  the  class 
in  the  New  School  as  well,  and  that, 
fundamentally,  the  pedagogical  prin- 
ciples of  the  two  are  identical. 

Won  Public  Confidence. 

Stripped  of  all  verbiage  the  secret  of 
13 


John  White's  success  as  a  merchant  has 
lain  in  his  ability  to  win  and  retain 
public  confidence.  This  has  a  ring  of 
old-time  virtue  about  it;  a  simplicity 
that  may  seem  to  many  too  simple  for 
this  complex  age,  but  fortunately  for  the 
welfare  of  virtue,  it  is  a  principle  that 
the  complexity  of  this  age  cannot  prevail 
against. 

Leaving  aside  for  the  moment  the 
more  superficial  question  of  description 
of  the  new  store,  The  Review  is  able  to 
present  in  Mr.  White's  own  words,  as 
related  to  a  staff  representative,  the 
principles  that  he  has  followed  during 
the  course  of  his  business  career.  It 
should  be  remarked  at  the  outset,  that 
in  some  directions  he  was  facing  perni- 
cious conditions  that  obtained  in  nearly 
all  dry  goods  stores  in  Canada  40  or  50 
years  ago,  and  in  some  departures,  he 
blazed  the  trail  for  the  most  of  others 
to  follow,  for  practices  that  would  not 
be  thought  of  to-day  were  in  full  vogue 
during  the  earlier  part  of  Mr.  White's 
business  career. 

Selection  of  Goods. 

"A  careful  selection  of  goods  is  the 
first  point  I  would  mention,"  he  de- 
clared. 
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Attractive  ready-to-wear  department     with 


well    displayed. 


Mr.  White's  lirst  experience  as  a 
buyer  was  when  he  \v;is  commissioned 
by  liis  brother  to  go  to  a  wholesale  a1 
the  tender  age  of  17.  It  was  barely 
two  years  later  before  he  set  up  for  him- 
self, and  the  following  year  he  began 
the  practice  of  going  direct  to  the  British 
markets.  Jn  course  of  time  he  estab- 
lished a  buying  headquarters  there,  and 
on  an  average  receives  two  shipments  a 

week,  or  100  a  year  from  this  source.  lie 
himself  has  gone  over  twiee  every  year. 
altogether  to  the  present,  10.'!  times. 

Thousands  in  Discounts. 

"In  my  buying  I  lake  full  advantage 
of  rash  and  trade  discounts  ami  this 
nets  me  thousands  of  dollars.  Had  it 
not  been  for  these  cash  discounts  we 
would  have  been  down  and  out  long  ago, 
margins;  of  profit  have  come  to  be  so 
close. 

One  Price  to  All. 

"  A  second  principle  I  hal  I  early  put 
into  effect  was  One  Price  To  All,  and  to 
Carry   this  out    I    marked   all    my   goods    m 

plain  figures.  In  the  old  days  i  Ins  was 
done  in  vcrv  feu  stores.  Instead,  char- 
acters, known  onlj  to  the  salesmen,  were 
used,  and   ha>l   bo  be  interpreted   to  the 

customer.  Along  with  this  there  was  in 
force    a    practice    of    reducing    price-    to 

customers  who  seemed  unwilling  to  pay 
i he  marked   pi  ic< .  and  asked   for  > i 

thing  off.  It  is  not  many  years  since 
this  was  flpne  in   many   Mores  and   a    few 

-i  ill  keep  1 1  up  to-day. 

Prices  in  Plain  Figures. 
' '  I'm!    after   I    had   come   to   the  con- 
clusion to  have  one  price  Eor  all,  I  said 

to  myself,  'Why  not  let  the  public  know 
it  1     \\'\i\    noi    mark   all   my  p Is  BO  that 

can  Bee  at  a  glance  for  themselves .'' 
I"  other  words,  |  introduced  a  condition 

such    that    a   Child   could    be   sent    to   -diop 


for  its  mother  with  the  certainty  that  it 
would  gei  the  goods  at  exactly  the  same 
price  as  a  grown-up  person. 

"This  was  unusual  in  those  early  day-. 
but    it    helped    to   secure    for    me    the   con 
lidence   of    the   people,   and    I    recognize 
il    as  an   undoubted    factor   in    building   up 

my   business, 

Courteous  Assistants. 

''A  third  factor  has  been  the  employ- 
ment of  courteous  assistants.  I  have 
been  very  particular  to  avoid  any  dis- 
courtesy or  inattention  to  customers  "n 
i  lie  part  .d'  my  employees.  The  treatment 
id'  the  public  in  a  store  has  much  to  do 
with  retaining  or  losing  their  bush 
I  have  tried  to  have  them  treated  so  that 
they  will  like  to  come  into  the  store. 

"I  believe  in  a  clerk  always  being 
courteous,  and  never  pressing  a  cus- 
tomer to  buy.  I  urge  on  them  the  net d 
for  their  treating  customers  as  they 
would  like  to  be  treated  themselves.     I 

It'll  them  to  greet  the  visitors  with  a 
pleasant  "(iood  Morning,"  or  "(oh,,! 
Day,"  not.  with  a  curt  inquiry  as  to 
what  they  tire  looking  for.  This  applies 
to  all  in  my  employ,  from  cash  '.iris  or 
boys,   up. 

Keeps  in  Close  Touch. 

''In  order  to  see  thai  this  rule  was 
carried   out,  and    in    general,   to   know   all 


HOW  SUCCESS  WAS 

WON 

1 .  <  'an  fii/  s<  h  ction  of  g> 

•_'.  On,  pria  /"  nil  and  all 
goods  marked  in  plain  figures. 

."..  Employrrn  nt  of  courU  out 
assistants. 

I.  Taking  full  advantage  of 
cash  discounts. 


that  is  taking  place  in  my  store    1  have 
made  it   a   custom  to  keep   -  >und, 

giving  attention  in  many  cases  iven  to 
-mall  details,  such  a-  instructing  a  i  t-\v 
clerk  in  the  proper  way  to  wrap  pa 
In  this  wax  I  have  kept  in  touch  tot 
only  with  my  employees,  but  my  cue 
ers,  and  hav<  learned  what  they  want. 
This  has  been  of  inestimable  assistance 
to  me  in  buying  .stock.  The  head  of  a 
firm  cannot  expect  to  do  his  best  work 
by  hiding  from  his  customers  away  back 
in  his  office.  " 

A  Good  Training. 
Mr.  "White  added  that  some  of  nis 
clerks  thought  at  the  tim,  that  be  was 
too  particular  both  in  regard  to  their 
regular  work  and  their  attitude  to  I 
customers;  too  careful  about  settimr 
them  right  in  what  they  considered  then 
to  be  unimportant  details,  bat  years 
afterwards,  when  they  had  come  to  hold 
positions  as  managers,  or  owned  busi- 
-  ol  their  own.  they  had  told  him 
of  the  irrcat  advantage  Such  a  course  of 
training   had    proved    to   them. 

Employees  Over  30  Years. 
Strictness  in  these  matters  evidently 
had  not  modified  the  tonality  of  the 
relations  between  Mr.  White  and  his 
staff,  for  several  who  eominei  ced  wit'; 
him  as  boy-  had  remained  in  I  is  employ 
over  30  years,  and  still  were  with  him. 
Among  these  w.re  heads  ot  departments, 
for  the  principle  of  promotion  is  kept  in 
force    wherever    it     i-    at    aii    possible    to 

apply  it. 

Memory  for  Faces. 
Not  only  has  this  (lose  attention  to  the 
selling    transaction-    in    hi-    store    bene- 
fited   the    proprietor    through    the    train- 
ing    of    his    clerks,    but    he    has    kept    in 

personal  touch  with  a  Large  proportion 

of  his  customers.     He  has  been  aided  in 
tin-    by   an    unusually    retentive   memorv 
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DRY    GOODS    REVIEW 


On  the  left  is  a  view  of  the  first  store  in  which  Mr. 
White  commenced  business  as  a  boy  of  19,  in  1860: 


Tin-  present  new  premises 
of  the  John  White  Com- 
pany, Limited,  Wood- 
stock, standing  out  con- 
spicuously with  the  buff 
brick  and  granite  facings. 


A  Monument  to  54  Years'  Successful  Business 
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DRY    HOODS    ItEVIKW 


Well-lighted  millinery  department  amply    equipped    with   mirrors,   stands.   et< 


and  cases  have  occurred  on  several  oc- 
casions where  ho  has  recognized  people 
who  had  been  absent  from  town  for  LO 
or  15  years,  and  were  paying  the  store  a 
visit. 

"'On  occasions.  1  not  only  recognize 
I  hem  but  can  refer  to  the  actual  trans- 
action which  took  place  at  the  time  they 
were  in,  years  ago,"  Mr.  White  de- 
clared. "Those  who  have  not  watched 
this  can  hardly  appreciate  the  value  of 
recognition  and  the  calling  by  name  of 
a  prospective  customer,  on  the  part  not 
only  of  the  head  of  the  store,  but  the 
clerks  themselves.  It  is  one  of  the  most 
taking  forms  of  welcome  to  any  cus- 
tomer, "Good   morning  Mrs.  ,' 

in    place   of   some   uninterested   "What 
can  I  do  for  you,  ma'am?'  " 
Goods  to  the  Yukon. 

Probably  it  is  this  two-fold  bond,  good, 
reliable,  one-price-to-all-and  -  all  -  goods- 
marked-in-plain-figures  system,  re-in- 
forced  by  the  personal  recognition  they 
receive,  that  has  continued  connections 
for  the  firm  with  scores  of  families  who 
have  moved  out  of  Woodstock.  This  in- 
cludes every  province  in  Canada,  and 
even  places  much  further  away.  "Daw- 
son City  in  the  Yukon,  Mr.  White  in- 
stanced as  one  example  where  thousands 
of  dollars'  worth  of  goods  had  been  sent. 
A  Few  Clearing  Sales. 

"The  confidence  of  the  public"  thai 
is  what  this  stoic  strives  to  obtain. 
Through  this  trading  has  extended  to 
three  generations. 

"1    always    aim    to    buy      no      inferior 

goods,  no  shoddy,"  Mr.  White  said,  en- 
larging on  bis  practices.  Bargain  sales 
are  not  frequent,  mainly  clearing  sales 

of  remnants  at  the  end  of  each  season: 
and  hi".  OUtS  are  made  only  in  goods  like 
jackets  whiob  must  he  gol  rid  of,  lest 
I  lie   styles    next    season    may    make   them 


INCIDENTS  IN  MR. 
WHITE'S  CAREER 

1858 — At  age  of  17  went  to 
Toronto  as  buyer  for  his  broth- 
er. 

1860 — Started  business  for 
himself. 

1863 — Doubled  size  of  store. 

1866 — Extended  his  store 
again. 

1869 — Made  another  exten- 
sion. 

1861-1913  —  Crossed  ocean 
103  times  on  buying  trips. 

1913-14  —  Completed  new 
store,  4  storeys  high,  with 
33,500  square  feet  of  floor 
xpace. 


impossible  even  on  the  bargain  counter. 
"The  first  loss -is  the  least,7'  is  a  well- 
tried    maxim    of   Mr.   White. 

Tn  advertising  "bargains"  he  does 
not  exaggerate  real  values.  "Reductions 
as  announced  are  genuine;  and  customers 
are  satisfied,  not  disappointed.  1  have 
found  the  public  know  more  than  they 
usually  are  given  credit  for.  Lincoln 's 
words  can  be  applied  will  to  the  dry 
goods  business.  'You  can't  fool  all  the 
people  all  the  time. ' 

Bonuses  to  Clerks. 
In  dealing  wiffa  the  clerks,  the  bonus 
Bystem  is  applied  to  a  limited  extent  at 
Christmas.  For  a  particularly  good 
record,  for  hard  work,  or  other  special 
services,  a  cheque,  say  for  $50  is  sent 
in  recognition,  and  cases  like  this.  Mr. 
White  thinks,  net  as  a  spur  throughout 
the    whole   store 

System  of  Book-keeping. 

\-   might  be  expected  with  a  thOTOUgh- 
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going  merchant  like  Mr.  White,  the 
book-keeping  system  is  carried  out  on  a 
highly  efficient  scale.  Each  of  the 
fifteen  departments  is  kept  separate  in 
records  of  sales,  purchases  and  expenses, 
so  that  the  profit  each  supplies  is  accur- 
ately worked  out.  The  books  are  closed 
at  5  o'clock  each  afternoon  and  by  6.15 
they  are  made  up.  Comparisons  with 
previous  days,  weeks,  months  and  years 
are  worked  out  at  length,  as  are  the 
purchases,  stock  on  hand,  sales,  etc..  of 
each  department,  and  thus  the  weak 
points  are  detected  and  braced  up  be- 
fore they  have  had  time  to  be  a  drag  on 
the  rest. 

The  percentages  of  the  salary  of  each 
clerk  to  his  sales  is  kept  track  of  with 
the  same  fullness.  In  some  departments 
5  to  7\'2  is  allowed:  in  others,  chiefly 
small  wares,  they  may  even  go  up  to  10, 
but  over  that  suggests  a  weak  spot 
somewhere. 

Check  on  Over- Stocking. 

The    close    check    kept    on    stocks    en- 
ables  the   linn    to   start    cleaning   out    a 
surplus  in  any  department  in  good  time. 
No  Grey-Haired  Goods. 

"In  this  way  we  carry  very  little  old 
Stock,"  Mr.  White  stated.  "In  this  de- 
partment "  the  one  he  was  in  at  the 
time  "we  had  a  big  stock  at  the  begin- 
ning of  the  season,  but  now  an  armful 
would  cover  it.  No.  we  have  no 
haired  goods  in  our  store."  he  added, 
with  a  smile.  "We  are  often  asked, 
'Why,  where  have  all  your  goods 
conot' 

Goods  Coming  in  Fresh. 

Not  only  is  it  a  theory  and  practice 
to  keep  stocks  clean,  but  another,  worked 
out  just  as  carefully,  is  to  keep  stock 
fresh  all  the  time.  Twice  a  week  orders 
are  filled  out,  and.  if  need  be,  cables  are 
tent  to  hasten  an  import  order." 


DRY    GOODS    REVIEW 


Business  Philosophy 


"Careful  selection  of  goods.  I 
aim  to  buy  no  inferior,  no 
shoddy." 

"Had  we  not  taken  advantage 
of  cash  discounts  we  would  have 
been  down  and  out  long  ago." 

"One  price  to  all  and  all  goods 
marked  in  plain  figures." 

"Often  I  can  recognize  custom- 
ers after  ten  years'  absence,  and 
tell  lliem  what  thev  bought." 


that  Has  Achieved  Success  for 
54  Years 


"There  are  no  grey-haired 
goods  in   our  store." 

"The  first  loss  is  the  least." 

"The  head  of  a  firm  cannot  ex- 
pect to  do  his  best  work  by 
hiding  from  his  customers  away 
back  in  his  office." 

"I  tell  my  clerks  to  greet  cus- 
tomers with  a  pleasant  'good- 
morning/  not  a  curt  enquiry  as  to 
what  they  want  to  buy." 


Mr.    John  White 


THE  new  store,  which  has  just  been 
completed,  was  constructed  upon 
the  old  site,  and  yet  the  work 
was  done  so  skilfully  that  business  went 
on  as  usual  with  little  inconvenience  to 
shoppers.  An  outside  view  shows  a  dis- 
tinctive scheme  of  material  and  of  archi- 
tecture, that  makes  the  store  stand  out 
prominently  along  the  main  street,  for 
it  is  of  buff  brick  with  facings  of  grey 
granite,    handsome,    bright,    clean,    and 


commodious  to  the  eye.  The  frontage  is 
67  feet  and  the  depth  100,  for  all  the 
four  storeys  and  basement.  The  mass 
of  plate  glass  front  is  one  of  the  features 
(it  which  everyone  connected  with  the 
White  store  is  proud.  There  are  two 
huge  windows,  each  of  a  single  piece, 
16.1  feet  by  11.5,  which  it  is  claimed  is 
the  largest  piece  of  plate  glass  in  any 
store  in  Canada.  Handsome  high  ma- 
hogany paneling  is  the  background   for 


the  windows.  There  are  two  entrances, 
one  at  the  left,  for  the  dress  goods  and 
staple  dry  goods  departments,  and  one  on 
the  right  with  double  window  displays, 
for  the  men's  furnishings  section. 

Lofty,  Well-lighted  Rooms. 

The    store    inside    is    lofty    on    every 
floor,  splendidly  lighted,  and  has  a  roomy 
appearance    for    customers    and   clerks 
(Continued  on  page  23.) 


When  Santa  Claus   Paid  His  Annual  Visit 


J9    hi  fa'i  fc  ' 


^-^^©IHTM  WIHUI1T3E  ©©  iucbczsts 


TOPfPOt 


X»     J 


.--    *     &  T9  &k    _    ^5L 


Typical  scene  in  front   of  the   White   store  before  Christmas.      Santa    Claus,    according    to    announcement, 

appeared  in  the  window,  which  was  filled  with  to  ys,  and  afterwards  held  a  reception  to  hundreds  of 

the  kiddies  and  their  mothers  in  the  toy  department.     The  front  of  the  store  was  thronged  like 

this  on  three  afternoons. 
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The  Retail   Merchant  and  the  Figure  "Bogie" 


Figures  Frighten  Some  Dealers — They  Cannot 
Take  in  the  Many  Things  That  Totals  Tell— A 
Few  Simple  Rules  for  the  Financing  of  a 
Retail  Store. 

Second  of  Series  Written  for  Dry  Goods  Review  by  Wra.  Cambell 


A  MERCHANT  who  bad  called  me  in 
to  "doctor  up"  his  business — it 
was  in  a  decidedly  sickly  condi- 
tion— confessed  to  me:  "I  can't  master 
figures.  They  make  me  feel addle- 
headed.  I  can  tell  when  I  am  making 
money  or  when  I  am  losing  it,  but  how, 
why  or  to  what  degree,  I  simply  can't 
figure  out." 

Bis  knowledge  of  accounting  was  very 
meagre.  His  hooks  indeed  were  a  joke. 
At  least  I  thoughl  them  a  joke  when  T 
started  the  work  of  untangling  them. 
Before  I  got  through  I  decided  they  were 
a  tragedy.  He  had  not  taken  stock 
properly  in  five  years  and  I  found  stock 
listed  at  the  price  he  had  paid  for  it 
when  it  was  new,  but  which  through  long 
acquaintance  with  the  store  shelves  had 
deteriorated  in  value.  He  had  reckoned 
that  lie  was  carrying  a  stock  valued  at  a 
certain  figure.  I  discovered  that  the 
actual  value  was  nearly  two  thousand 
dollars  less.  The  book  accounts  were  in 
very  bad  shape. 

Underestimated  the  Stock  Carried. 
I  really  do  not  think  that  this  mer- 
chant was  very  much  more  lax  in  his 
methods  than  a  great  many  others  in  the 
retail  trade.  It  is  surprising  how  many 
merchants,  reckoned  prosperous  and  pro- 
gressive, conduct  the  business  end  of 
their  stores  with  a  carelessness  and  lack 
of  knowledge  that  reeks  of  the  amateur. 
I  remember  a  case  not  so  long  ago  where 
I  was  called  in  by  a  dealer,  who  was 
negotiating  the  sale  of  his  business,  to 
give  a  full  statement  of  the  standing  and 
stock.    This  store  was  a  big  one,  doing  a 


'The   man    «  n   bopping   mad    on    discovering 
ii Is   mlsl  i ke  " 


splendid  trade.  The  owner  was  mayor 
of  the  town,  a  fairly  wealthy  man  as 
wealth  goes  nowadays.  He  was  account- 
■  d  an  eminently  successful  business  man 
and  I  looked  to  find  things  in  the  store 
in  a  number  one  shape.  The  store  was 
being  operated  under  a  system-  a  Bystem 
with  several  bad  faults.  I  went  into  the 
books  and  thoroughly  appraised  the 
stock,  making  the  discovery  that  this 
merchant  was  carrying  $4,000  more  goods 
than  he  had  himself  reckoned.  Accus- 
tomed to  finding  the  shoe  on  the  other 
foot,  I  could  hardly  believe  it,  but  at  the 
same  time  I  knew  I  was  right.  Will  yon 
believe  it.  that  man  was  hopping  mad 
when  I  told  him  of  his  mistake?  He  re- 
fused to  credit  it  at  first  and  said  that 
his  system  was  too  thorough  to  make 
such  a  mistake  possible.  Be  gave  in 
finally. 

It  just  goes  to  show  that  you  can  never 
be  sure.  In  some  of  the  largest  stores  in 
i  in  country,  the  system  employed  is 
inefficient  and  literally  full  of  leaks. 

Questions  to  Ask  Oneself. 

Here  are  a  few  questions  that  should 
be  placed  before  every  merchant: 

What  is  your  net  profit?  Are  you 
absolutely  sure  on  that  all-important 
point?  Do  your  half-yearly  or  yearly 
stock-taking  and  your  balance  sheet  show 
it?  Is  your  surplus  item  growing  as  fast 
as  you  expected?  If  not,  perhaps  this 
article  will  throw  some  light  on  the  sub- 
.!'<i  and  be  the  means  of  that  surplus 
growing  beyond  the  infant  stage. 

Calculate  All  Expenses. 
In  the  first  place,  it  is  absolutely 
necessary  thai  you  put  down  and  calcu- 
late for  all  expenses.  They  will  be  there 
all  the  same  whether  you  calculate  for 
them  or  not,  so  be  sure  you  get  them  or 
they  will  surely  get  yon. 

Put  down  a  salary  for  yourself.  Also 
put  down  wages  for  members  of  your 
family  who  help  in  the  business  just  as 
if    they    were    hired    at    a    certain    wage, 

This  should  be  fixed  on  the  one  feasible 
basis:    the    value   of   the   help   to   you, 

reckoning    on    what    you    would    have    to 
pay  an  outsider  to  do  the  same   work. 

It'  you  own  the  store  yourself,  the 
business  must   pay  a   rent:  the  same  rent 

you  would  gel  if  you  let  the  premises  to 
someone  else 
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"Figures   made  him  addleheaded." 


Proving  Your  Figures. 
Now  let's  get  down  to  cases.  Suppos- 
ing your  total  expenses  equal  20%  of 
your  turnover,  which  is,  say,  $2,000  per 
i.  What  percentage  of  profit  will 
you  require  to  mark  on  cost  to  leave  you 
lii';  net  profit?  The  answer  in  round 
figures  is  43%.  For  example: — An 
article  costing  $10  would  require  to  be 
priced  at  $14.30.  Prove  it  by  taking  off 
20< ,  .  which  is  $2.86.  This  leav,  s  $11.44. 
Then  take  off  10'  c .  your  net  profit,  which 
is  $1  .  13,  and  you  are  down  to  $10,  your 
cost,  proving  that  it  requires  I 
cost  to  allow  _'o  .  xpenses  and  leave 
I"- ;    net  profit. 

Or  again,  on  $2,000,  your  turnover  for 
the    month,   your   expenses   at    20$     are 
$400,  and  your  net  profit  of  10 
This   leaves  $1,400   as  your  cost.     Take 
43%    of  this    and   you  -   02,    which 

equals,   as   nearly   as   possible,   your   ex- 
-  and  profit  combined,  or  added  to 
your  cost  of  $1,400,  gives    you    $2,002. 
your  turnover. 

The  Danger  of  Discounts. 
Then  there  is  another  danger  to  guard 
against,  viz:— Taking  discounts  off  for 
sale  purposes  or  otherwise.  Here  is  an 
example: — A  man  wishing  to  ma 
large  purchase  of  goods  for  a  charitable 
institution    got    the    head  -.era] 

store   to  give  him  a  special  disooui 

off  marked  prices.     When  the  head 

spoken    to   on      the   subject      by   the 

accountant,     he     replied:  "Why 

goods    were   marked    at    40';.    on    and    I 

we  will  come  out   all  right.       Now 

cpenses  of  the  store  worked  out  at 

L81       and    this   is   how   it    worked    out    on 

goods  costing  $100,  and  selling  at  $140. 

&21.00)   equals  Bali 
$119      Expenses  on  this  at   is<-;    equal 
$21.42,  so  the  sale  resulted  in  a  loss 
ntinued  on  page  32.) 


Town   Merchant  on  the   Lure  of  City  Stores 

John  M.  Hall,  of  Paris,  Declares  People  Should  Buy  in  the 
Cheapest  Market  —  How  He  Meets  What  He  Calls  a  Natural 
Condition — -Using  Rural  Mail  Delivery. 


EVERY  business  in  a  town  or  com- 
paratively small  city  is  face  to  face 
with  a  tendency  of  many  of  its  in- 
habitants going  outside  to  do  a  small  or 
a  large  portion  of  their  shopping.  This 
is  a  factor  that  has  to  be  counted  on, 
more  or  less  nearly  everywhere.  But  to 
John  M.  Hall,  who  has  run  a  dry  goods 
business  in  Paris  for  the  past  23  years, 
the  visible  operation  of  the  theory  that 
far-off  fields  are  green  does  not  bring 
the  wrinkles  of  anxiety.  Else  would  he 
look  years  older  than  to-day,  when  the 
mention  of  "23  years  in  business," 
creates  an  expression  of  surprise. 

"You  cannot  help  that  sort  of 
thing,"  Mr.  Hall  replied,  in  a  talk  with 
The  Review,  on  a  recent  afternoon. 
"People  will  do  it,— at  first."  The  added 
words  carried  a  certain  significance. 

"If  you  argue  with  them  you  only  an- 
tagonize them  and  make  them  think 
there's  something  in  the  outside  trip 
after  all.  But  wait  until  they  have  tried 
it,  and  if  a  girl  happens  to  remark  that 
she  bought  a  waist  in  a  certain  city  for 
$1.  then  is  your  chance,  if  you  have  one 
at  as  good  value,  or  better,  as  you  often 
have,  to  quietly  show  it  to  her.  That 
will  cure  a  good  deal  of  this  running 
away  to  do  shopping.  Let  them  find  out 
that  they  can  get  as  good  values  at  home 
as  away.  That  is,  in  most  lines. 
Same  Principle  for  All. 

"But  the  theory  I  hold  is,  'Go  where 
you  can  get  the  best  value.'  We  retail 
men  do  it.  That  governs  our  buying.  We 
leave  this  firm  and  go  to  that;  we  leave 
Toronto  and  go  to  Montreal,  or  leave  a 
Montreal  connection  and  turn  to  a  new 
one  in  Toronto.  We  buy  in  the  best 
market.  How  can  we  expect  the  people 
of  our  own   towns  to  do  differently? 

"So  I  tell  them:  'Yes,  we  are  asking 
$1  for  this.  If  you  can  get  it  for  75 
cents  at  that  place  by  all  means  go  there. 
But,  if  it  costs  you  75  cents  here  and  75 
cents  there,  then  I  think  it  is  your  duty 
to  buy  at  home.'  " 

The  Tax  Question. 

Mr.  Hall  pointed  to  cases  where  mer- 
chants combined  and  put  up  big  posters 
urging  people  to  support  their  own 
townsmen,  because  they  paid  taxes,  etc. 

"Pooh!  I've  no  use  for  that  theory. 
I  don't  believe  in  it.  It's  against  human 
nature.  It  never  works.  You  only  make 
people  think  you  are  selling  goods  at 
more  than  you  should.  No,  as  I  said 
before,  all  things  being  equal,  give  your 
own  town  the  preference,  but  that  is  all 
you  can  ask  or  expect." 


"There  is  the  question  of  the  cost  of 
going  to  another  town  or  city  to  buy. 
Would  you  take  that  into  consideration? 
Would  you  have  the  home  store  given 
the  preference  to  the  amount  of  the 
fare,  when  prices  are  slightly  higher?" 
inquired  The  Review. 

"I  wouldn't  consider  the  railway  fare 
at  all.    I'd  decide  it  on  the  actual  mark- 


ed price  of  the  goods  in  the  two  places. 
We  may  as  well  accept  things  as  they 
are,  look  them  in  the  face, — we  may  as 
well,  for  the  public  will  do  it  for  us  if 
we  don't.  No,  every  man,  business  man 
or  consumer  has  the  right  to  buy  where 
things  are  the  cheapest.  It's  a  rule,  and 
we  cannot  alter  it,  so  we  had  better 
learn  to  adapt  ourselves  to  it." 


Using    Rural  Mail  Deliveries 


PARIS  is  particularly  well  served 
with  rural  mail  delivery  lines,  three 
routes  being  covered  every  day.  Mr. 
Hall,  looking  around  as  every  live  merch- 
ant does,  for  some  source  to  enlarge  the 
territory  tribute  to  his  store,  decided 
that  circulars  might  prove  of  advantage. 
He  tried  it  several  times,  announcing 
sales  for  Friday  and  Saturday,  and  send- 
ing out  his  bills  early  in  the  week. 
He  found  unmistakable  signs  that  the 
special  appeals  drew  sufficient  response 
to  make  them  profitable.  This  use  of  the 
rural  mail  delivery  has  now  become  a 
regular  part  of  his  system. 

"Before   we  had  rural  mail   delivery 
most    of   the    notices   we    sent    out    for 
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Sample  of  circular  sent  out  by  rural  mail  to 
hundreds  of  families  around  Paris. 


special  sales  reached  the  farmers  too 
late  for  them  to  take  advantage  of  them 
in  time.  But  now  the  letters  reach  them 
the  same  day  they  are  posted,  and  my 
town  trade  is  thus  enlarged. 

"Even  for  Paris  itself  I  find  that 
sending  round  circulars  pays  me.  Per- 
haps, as  is  the  case  in  some  places,  the 
people  do  not  read  the  ads  in  the  papers. 
I  suppose  in  past  years  they  have  not 
been  changed  enough,  and  tailors  have 
carried  advertisements  around  Christ- 
mas time  of  suitings  for  the  previous 
Spring  and  Summer,  but  I  accidentally 
tested  it  one  week. 

Only  Two  Women  Came  After  Them. 

"I  was  announcing  a  sale  of  regular 
$1  white  kid  gloves  for  75  cents  and, 
by  mistake  it  was  set  up  '25  cents'  in 
my  ad.  Now,  what  woman  in  town  who 
read  that  over  would  not  at  least  come 
down  t'>  see  what  the  25-cent  value  was? 
Men  would  not,  they  are  more  for 
quality,  and  price  reductions  do  not  in- 
fluence or  draw  them  as  much,  but  wo- 
men are  different,  as  all  of  us  know.  The 
only  response  to  that  mistaken  25-cent 
offer  were  two  enquiries.  So  I  conclud- 
ed that  Paris  needed  announcements  by 
bills  as  well  as  newspaper  advertising. 
In  Paris  the  large  knitting  company 
pays  its  employees  every  two  weeks,  so 
naturally  we  send  out  our  circulars 
'every  two  weeks.'  " 

Good  Service  in  the  Store. 

This  conversation  with  Mr.  Hall,  cov- 
ered a  considerable  portion  of  an  after- 
noon, for  although  it  was  neither  market 
day  nor  Saturday,  customers  came  in 
steadily.  Accustomed  to  watch  the 
transient  thousands  that  pass  in  and 
out  of  large  city  stores,  many  not  buy- 
ing or  even  intending  to  buy,  it  was  a 
relief  for  The  Review  man— possessing, 
(Continued  on  page  28.) 
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Announcement    of    Rates    For    Parcels]  Post 

A  Local  Zone  Within  a  Radius  of  20  Miles — Eleven-pound  Weight 
Limit — Six-pound  Limit  for  the  First  Three  Months — Rates  for 
Provincial  Zones. 


OS    February    10   the    long-promised 
Parcels   Post   system   will   be   in- 
augurated   in    Canada,    according 
tn   the  announcement  just  made  by   the 
Posl  master-General. 

The  service;  was  promised  for  January 
1st.  hut  was  held  up  by  the  inability  of 
the  Department  to  make  a  satisfactory 
arrangement  with  the  railways  to  carry 
the  service.  The  railways  demanded  a 
total  of  six  millions.  It  is  understood 
that  an  agreement  was  finally  reached 
whereby  the  railways  will  be  paid  three 
millions  a  year  for  carrying  all  the 
mails,  including  those  by  parcels  post. 

A  memo,  issued  by  the 
Postmaster-General  states  as 
follows: — 

"After  considering  care- 
fully every  phase  of  the 
parcel  post  question,  the 
Postmaster-General  has  de- 
cided to  adopt  the  zone  sys- 
tem in  fixing  parcel  posl 
rates  on  account  of  the  great 
area  over  which  distribution 
has  to  be  made  in  Canada 
and  the  comparatively  sparse 
population  of  the  Dominion. 

"If  a  flat  rate  were  fixed 
that  would  not  entail  too 
great  a  loss  to  the  Depart- 
ment in  carrying  parcels 
from  one  end  of  the  Do- 
minion to  the  other,  or  even 
from  the  centre  provinces  to 
the  extreme  east  io  west,  the 
rate  would  be  too  high  for 
comparatively  short  dis- 
tances or  even  between 
points  within  the  same  pro- 
vince, and  the  only  practical 
plan  appeared  to  be  the  zone 
system,  under  which  the 
rates  are  graduated  accord- 
ing to  the  distance  a  parcel 
will  have  to  be  carried. 

Provincial  Boundaries. 
"On  accounl  of  the  geographical  posi- 
tion   of    the    provinces    of    Canada,    and 
their  being  approximately  the  same  size 

when  the  three   Maritime  provinces  are 

considered  as  one.  it  was  found  that  the 
provincial  boundaries  would  he  the  most 
convenienl  to  adopt  as  the  limits  of  the 

zones,    anil    consequently    the    rates    were 

fixed  by  provinces.    Tins  makes  the  Bye 

tem  8  very  simple  one,  much  easier  to 
follow   than  the  zone  system  based   upon 

mileage  alone. 
"The   first    or   local    rate   is   5   cents 

for   the   first    pound,   and    1    cent    for  each 


additional  pound  or  fraction  thereof  up 
to  four  pounds,  and  2  cents  for  each 
subsequent  pound  up  to  eleven  pounds 
within  a  radius  of  twenty  miles  from 
the  place  of  mailing,  irrespective  of  pro- 
vincial boundaries.  This  is  to  give  local 
merchants  an  advantage  within  their 
own  neighborhood,  and  also  farmers  and 
gardeners  who  can  use  the  mails 
sending  produce  to  their  local  market  at 
a  low  rate. 

"A  parcel  of  eleven  pounds  can  be 
sent  twenty  miles  for  2  cents  a  pound, 
and  this  should  <>ive  the  farmers  a  de- 
cided  advantage  in   marketing  eggs  and 


of  handling  a  one-pound  panel  is  ap- 
proximately the  same  i  ■:  two  or 
three  pound.-,  and  consequently  it  was 
necessary  to  fixe  a  minimum  rate  for  the 
first  pound  considerably  higher  than  the 
average  rate  for  the  additional  pounds 
included  in  the  w(  ight  of  a  parcel. 
Method  is  Simple. 
"For  an  adjacent  province  the  rate 
oi  10  cents  for  the  first  pound  will  apply, 
but  for  o:>a-\\  additional  pound  an  extra 
charge  oi  -  cent-  will  be  imposed,  mak- 
ing the  rate  111  cents  tor  the  first  pound 
and  (i  cents  for  each  subsequent  pound. 
Beyond   tin    province  adjoining   thi 

in  which  a  parcel  is  mailed, 
an  additional  2  cents  a 
(pound  will  be  imposed  for 
each  province  that  has  t"  be 
crossed  to  the  destination  of 
tiie  parcel  up  to  a  maximum 
rge  of  12  cents  a  pound. 
The  method  of  finding  the 
rate  on  any  pare.  1  i-  ex- 
tremely simple.  Bate  cards 
will  be  furnished  to  all  post- 
masters and  lor  distribution 
to  the  public,  there  being  a 
seperate  card  for  each  prov- 
ince. On  this  card  is  given 
the  amount  of  postage 
chargeable  on  any  parcel  up 
to  a  weigh!  of  eleven  pounds 
within  the  province  in  which 
a  parcel  is  posted  and  to  all 
"t  her  province  s  of  the  Dom- 
inion. 
••When  a  parcel  is  mailed, 

the  postmaster  sees  from  the 

address     the     province     to 

which    it    has    to    be    carried, 

and  a  -lance  at  this  card 
shows  him.  without  making 
any  calculation,  what  the 
postaare  will  be.  " 


hat  Canadian  Postmasters  expect  from  now  "n 


other  perishable  matter.  It  will  also 
give  a  decided  advantage  to  the  country 
merchant  over  the  departmental  stores. 
Tin'  farmer  can  send  out  goods  in  parcels 
up  to  eleven  pounds  to  his  customers  at 

'_'  cents  a  pound,  while  if  the  same  goods 
were  ordered  from  a  departmental  store 
or  any  other  business  concern  more  than 
twenty  mile-  distant,  it  would  COSl  about 
5   cents  a   pound    for   postage. 

••The    next    rate    is   lixed    for    the    pro- 
vince in  which  an  article  is  posted.  For 

the  first    pound   the   rate  i-    10  cent-,  and 

each   additional   pound    1   rent-.      The  co-t 
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Basis    of    Rates. 

The  first  rate  i-  .">  rents 
tor  the  first  pound  and  1  cent  each  addi- 
tional pound  or  traction  thereof  up  to 
tour  pounds,  and  'J  cents  for  each  sub- 
sequent pound  up  to  eleven  pounds, 
within    a    radius    of    twenty    miles    from 

the  place  of  mailing,  irrespective  o\'  pro- 

v  imial    bouiidarn  -. 

The  next  rate  is  fixed  for  the  province 
to  where  the  arti.de  is  posted.  The  first 
pound  is  to  be  10  cents  and  each  addi- 
tional pound  4  cents. 

For  an  adjacent  province  the  rate  of 
1(1  cents  for  the  first  pound  will  apply. 
but    for  each   additional   pound   an   extra 
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charge  of  2  cents  will  be  imposed,  mak- 
ing the  rate  10  cents  for  the  first 
pound  and  6  cents  for  each  subse- 
quent pound.  Beyond  the  province  ad- 
joining the  one  in  which  a  parcel  is 
mailed,  an  additional  2  cents  a  pound 
will  be  imposed  for  each  province  that 
has  to  be  crossed  to  the  destination  of 
the  parcel,  up  to  a  maximum  of  12  cents 
a  pound. 

Rates  for  Ontario. 
The  Ontario  rates  are  as  follows: — 
To  any  post  office  within  20  miles — 
One  pound,  5  cents;  two  pounds,  6  cents; 
three  pounds,  7  cents;  four  pounds,  8 
cents,  and  2  cents  for  each  additional 
pound  up  to  the  maximum  of  eleven 
pounds. 


One  of  the  important  features  of  the 
new  legislation  is  the  zone  system 
adopted,  which  provides  for  a  special 
rate  lower  than  the  provincial  rate  when 
a  parcel  is  sent  to  a  point  within  a 
radius  of  20  miles  from  the  office  it  is 
sent  from.  The  purpose  of  this  is  to 
afford  some  protection  to  the  small  mer- 
chant against  his  competitor  in  the 
cities.  It  also  takes  into  account  the 
"short  haul"  question. 

There  will  be  seven  major  provincial 
zones,  the  Maritime  provinces  compris- 
ing  one.  In  sending  a  parcel  across  the 
continent  there  will  be  an  additional 
charge  for  each  additional  zone  or  pro- 
vince through  which  it  passes. 


To  any  post  office 
beyond  20  miles,  but 
within  the  province 
— One  pound.  10 
cents;  two  pounds, 
14  cents;  three 
pounds.  IS  cents; 
f  o  u  r  pounds.  22 
cents;  five  pounds, 
26  cents;  six  pounds, 
30  cents;  seven 
pounds,  34  cents ; 
eight  pounds,  38 
cents;  nine  pounds, 
42  cents;  ten  pounds, 
46  cents;  and  eleven 
pounds.   50  cents. 

To  any  post  oil  ice 
in  Quebec  or  Mani- 
toba— One  pound,  10 
cents ;  two  pounds, 
16  cents;  three 
pounds,  22  cents ; 
four  pounds,  28 
cents ;  five  pounds, 
34  cents ;  six  pounds, 
40  cents ;  seven 
pounds,  46  cents ; 
eight  pounds,  52 
cents;  nine  pounds, 
58  cents ;  ten  pounds, 
64  cents ;  eleven 
pounds,   70   cents. 

To  any  post  office  in  Saskatchewan  or 
the  Maritime  Provinces — One  pound,  12 
cents;  two  pounds,  20  cents;  three 
pounds,  28  cents,  and  8  cents  extra  per 
pound  up  to  the  eleven-pound  limit. 

To  any  post  office  in  Alberta— One 
pound,  12  cents;  two  pounds,  24  cents; 
and  10  cents  for  each  extra  pound. 

To  any  post  office  in  British  Colum- 
bia— One  pound,  12  cents;  two  pounds, 
24  cents,  and  12  cents  for  each  extra 
pound. 

During  the  organization  period  of 
three  months  an  additional  fee  of  5 
cents  is  to  be  charged  on  parcels  mailed 
for  local  delivery  by  the  carriers. 


Map  showing  how  the  local  zone  will  work.  The  zone  around  Ottawa  is 
taken  as  an  example,  the  special  rate  applying  to  all  places  within  the  circle, 
whether  in  Ontario  or  in  Quebec. 


Eleven  Pounds  Weight  Limit. 

Eleven  pounds  is  the  weight  limit 
under  the  new  system.  It  will  be  noted 
that  after  four  pounds  the  rate  in- 
creases by  2  cents  per  pound.  For  the 
first  three  months  of  the  parcels  post  the 
Department  will  accept  parcels  up  to  a 
six-pound  weight  only.  This  is  to  pro- 
vide against  a  rush  of  business  at  the 
outset  before  the  facilities  for  handling 
the  parcels  post  have  been  fairly  tested. 

In  connection  with  the  regulations  re- 
garding the  system  there  will  be  full  in- 
structions for  farmers  and  others  re- 
garding the  methods  of  sending  farm 
produce,  such  as  butter,  eggs,  vege- 
tables, and  fruit. 
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The  parcels  post  rates  will  be,  of 
course,  very  materially  lower  than  the 
prevailing  express  rates  on  parcels  of 
corresponding  size. 

Is  U.  S.  System  Top  Heavy? 

Canadian  Post  Office  officials  who  are 
pushing  forward  our  new  parcel  post 
system  had  better  beware  lest  it  be- 
come a  millstone  about  their  necks. 

Nothing  could  have  been  more  or  bet- 
ter advertised  than  the  system  which  our 
friends  in  the  United  States  adopted  a 
little  over  a  year  ago.  It  came  in  with  a 
flourish  of  trumpets,  so  to  speak,  and 
during  1913  a  C.O.D.  system  was  added 
and  advances  in  weight  limits  were  made 
with  the  reckless- 
ness of  a  woodsman 
when  he  reaches  the 
city  in  the  spring. 
Now  the  Post  Office 
Depart  ment  a  t 
Washington  is  faced 
with  a  likely  deficit. 

Without      Thought 
of  Expense. 

A  writer  on  the 
subject  in  a  United 
States  trade  news- 
paper states  that 
"evidence  continues 
to  accumulate  that 
the  parcel  posi  sys- 
tem was  installed 
without  thought  as 
to  its  expense  to  the 
people  at  Large  or 
its  injury  to  private 
enterprise,  and  that 
a  deficit  of  un- 
known proportions 
may  yet  be  faced  by 
the  Post  Office  De- 
partment to  keep 
the  system  going, 
and  that  this  deficit 
will  be  an  annual 
and  growing  one." 
In  his  report  just 
made  public,  the  Postmaster-General  of 
the  United  States  claimed  that  there 
was  a  surplus  of  $4,510,650  in  the 
running  of  the  Post  Office  Depart- 
ment. Notwithstanding  this,  on  De- 
cember 19  last  he  asked  Congress  for  an 
emergency  appropriation  of  $1,000,000  to 
keep  the  system  running  until  June  30, 
1914,  the  end  of  the  fiscal  year.  Con- 
gress has  already  granted  an  emergency 
appropriation  of  $600,000  to  support 
the  system,  and  it  is  a  matter  of  con- 
jecture how  many  emergency  ap- 
propriations will  be  necessary  before 
Congress  has  information  as  to  just 
what  the  system  is  costing,  and  paying. 
(Continued  on  page  23.) 


Creating  Business  During  Dull  Times 

It  is  Not  Advisable  to  Retrench  in  the  Matter  of  Advertising  and 
to  Relax  in  Advertising  When  Business  Becomes  Dull — Greater 
Difficulties  in  Getting  Business  Should  be  a  Spur  to  More 
Strenuous  Effort — The  Experience  of  an  Automobile  Manu- 
facturer. 


WHEN  the  driver  of  an  automobile 
comes  to  an  upgrade,  he  puts  his 
machine  on  a  speed  where  lie  gets 
the  largest  leverage.    Only  in  this  way  is 
it  possible  to  make  the  grade. 

When  a  man  engaged  in  any  task  en- 
counters something  of  a  particularly 
difficult  nature,  he  braces  himself  for  the 
work,  throwing  his  full  strength  and  skill 
into  it.  If  it  is  a  heavy  weight  to  be 
lifted,  he  finds  it  necessary  to  exert  him- 
self to  the  utmost,  to  call  to  his  assist- 
ance every  ounce  of  reserve  strength  that 
he  may  possess.  If  a  teamster  ap- 
proaches a  muddy  part  of  the  road,  which 
he  fears  will  "mire "'him,  does  he  drive 
his  team  slowly,  to  husband  their 
strength  for  the  work  of  pulling  the  load 
out  after  it  has  been  stuck?  On  the 
contrary,  he  may,  if  the  need  seems  great 
enough,  place  planks  ahead  for  the 
wheels  to  cross  on  and  urge  the  team  over 
at  top  speed.  By  putting  on  extra 
speed,  it  is  possible  to  skim  over  dan- 
gerous places  on  the  ice,  where  a  slow 
skater  would  go  through  every  time. 

All  of  which  goes  to  show  that  when 
any  task  or  feat  presents  unusual  diffi- 
culty it  is  necessary  to  exert  unusual 
effort  in  coping  with  it. 

Is  this  rule  followed  out  in  business 
circles?  Strangely  enough,  the  answer 
is  in  the  negative. 

Some  business  men,  particularly  retail 
merchants,  consider  it  advisable  when 
trade  gets  a  little  dull  to  adopt  a  policy 
of  immediate  retrenchment.  They  start 
to  cut  down  expenses,  to  save  in  every 
possible  direction,  to  buy  in  limited 
quantities — and  to  cut  down  or  eliminate 
entirely  their  advertising. 

In  other  words,  at  times  when  the 
greatest  difficulties  confront  them,  they 
reverse  the  law  of  nature  and,  instead  of 
exerting  greater  efforts,  they  permit 
themselves  to  relax. 

It  is  not  intended  to  assert  that  when 
business  becomes  dull,  the  merchant 
should  throw  economy  to  the  winds  and 
endeavor  to  force  business  by  strenuous* 
extravagance.  It  is  undoubtedly  advis- 
able and  expedient  to  carefully  supervise 
nil  disbursements  when  receipts  fall  off. 
It  i<  intended  to  assert,  however,  that  the 
time  of  trade  depression  is  the  time  for 
renewed  effort,  for  earnest  striving  to 
keep  business  moving.  It  is  the  time 
when  advertising  is  most  essential. 

It  is  in  respect  to  advertising  thai 
business  is  most  likely  to  err  when  times 


get  dull.  1 1  is  sometimes  the  first  item 
lopped  off  the  expense  list.  "Unneces- 
sary expense,"  declares  the  merchant. 
But  is  anything  which  brings  in  business 
unnecessary?  Can  a  revenue  bringer  be 
considered  at  any  time  as  unessential? 

Advertising  brings  results  always, 
whether  times  are  at  the  crest  of  pros- 
perity or  down  in  the  trough  of  depres- 
sion. A  carefully  planned  and  skillfully 
executed  campaign  will  bring  business 
when  money  is  as  tight  as  the  bark  on  a 
tree.  It  is  sometimes  said  that  results 
from  advertising  can  be  traced  more 
surely  during  a  dull  season  than  during 
an  active  one.  Business  will  be  secured 
then  which  would  never  have  been  se- 
cured in  any  other  way  while  during  a 
time  of  business  boom,  the  general  pros- 
perity urges  people  to  buy,  and  thus 
places  advertising  in  the  role  of  an  as- 
sisting agency. 

When  Aggressive  Work  Told. 

A  couple  of  months  ago  the  manager  of 
a  large  hardware  house  decided  that 
business  had  reached  such  a  stage  that  a 
a  careful  investigation  of  conditions  was 
necessary.  He  called  in  the  head  buyer 
and  asked  him  how  he  stood. 

"We  are  pretty  heavily  stocked,"  con- 
fessed the  buyer,  with  a  worried  look."  I 
fully  expected  a  brisk  fall  trade  and 
ordered  a  little  more  heavily  than  usual. 
You  see,  we  have  increases  right  along 
each  year  and  in  order  to  meet  the  de- 
mand it  has  become  necessary  for  us  to 
buy  in  gradually  increasing  quantity.  I 
followed  along  on  this  policy  for  our  fall 
and  winter  stock." 

"Sales  are  light,"  said  the  manager. 

"I  know  it.  Unless  things  pick  up, 
we  won't  sell  out  our  present  stock  let 
alone  handle  repeat  orders  as  in  other 
years." 

"We  have  heavy  payments  to  make 
soon  and  we  simply  must  get  the  money 
to  meet  them.     What  do  you  suggest?" 

"There's  only  one  thing  to  do,"  urged 
the  buyer.  "Retrench.  We  can  cut 
down  expenses  in  lots  of  ways.  A  couple 
of  the  men  could  be  let  out.  And  there's 
no  use  advertising  now.  You  can't  get 
business  when  the  business  isn't  there  to 
be  got.  If  we  cut  down  in  every  direc- 
tion,  we  can  iret  over  the  difficulty." 

"Frank,"  said  the  manager,  "You've 

•jd   me  into  this  difficulty  by  overbuying. 

Now  you  propose  a  way  to  get  out  which 

would    Bet    us    farther    hack.      It    doesn't 
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seem  feasible  to  me,  when  we  are  over- 
loaded with  stock,  to  suddenly  drop  all 
efforts  and  try  to  make  up  for  lack  of 
sales  by  shortening  up  on  expenses.  If 
you  had  your  money  tied  up  in  a  piece  of 
property  and  you  needed  that  money 
badly,  you  would  just  naturally  hustle 
out  to  sell  that  property.  You  would 
take  off  your  coat  and  work  early  and 
late.  If  you  knew  of  a  prospective  pur- 
chaser living  in  a  town  nearby  who  could 
be  reached  by  the  payment  of  a  small 
railway  fare,  you  would  get  over  there 
as  soon  as  the  train  would  take  you.  The 
cost  of  the  ticket  wouldn't  stick  you. 

"Now  then,  here  we  have  our  money 
tied  up  in  goods  and  we  need  the  money 
badly.  There  are  prospective  purchasers 
all  over  the  district  if  we  can  only  get 
to  them.  It  costs  us  the  price  of  adver- 
tising space  to  get  to  them  but  we've  got 
to  do  it.  To  cut  down  our  advertising 
would  be  just  as  foolish  as  for  that  man 
with  the  property  to  economize  by  not 
buying  a  railway  ticket. 

"No,  Frank,  I  am  going  to  try  exactly 
the  opposite  to  what  you  suggest.  In- 
stead of  letting  any  men  go,  I'm  going  to 
keep  them  as  long  as  the  prospect  of 
work  holds  out.  Instead  of  cutting  off 
all  advertising.  I  am  going  to  try  the  ex- 
periment of  using  more  space  for  a  while 
to  see  if  we  can't  scare  up  more  busi- 
ness." 

This  policy  was  carried  out.  A  more 
comprehensive  advertising  scheme  was 
started  and  the  results  soon  showed. 
Business  became  appreciably  better  and, 
according  to  last  reports,  the  firm  are 
beginning  to  send  in  repeat  orders. 

This  is  an  actual  instance;  not  a  hypo- 
thetical case.  It  shows  that  where  suc- 
cess can  be  achieved  by  not  slowing  down 
the  wagon  of  business  when  it  approaches 
the  bog  of  depression  but  by  laying  down 
the  planks  of  advertising  to  provide  a 
firm  way  across. 

How  it  Works. 

However,  nothing  is  more  convincing 
than  to  hear  a  successful  business  man 
tell  of  his  own  experience.  It  will  be 
interesting,  and  convincing,  therefore,  to 
quote  extracts  from  an  address  by  John 
N.  Willys,  president  of  the  Willys-Over- 
land Co.,  Toledo,  delivered  before  the 
Sphinx  Club,  New  York,  on  December  0. 
He  said  in  part : 

We  have  found  that  it  pays  US  to  be 
(Continued  on  page  2:>.) 
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Plan  of  the   New  White  Store 

Main  Floor — Staple  Lines  and  Men's  Furnishings. 

Second  Floor — Women'&and  Children's  Ready-to-Wear,  Whitewear,  Millinery,  Furs  and  Ladies'  Rest 
Room. 

Third  Floor — Llousef  urnishings,  Carpets,  Rugs,  Linoleums,  Curtains,  etc. 

Fourth  Floor — Manufacture  of  Dresses,  Millinery,  Men's-  and  Boys'  Clothes;  Fitting  and  Waiting 
Rooms. 

lias,  meni — Reserve  Stock  Departments,  Fifteen   in  all,  and  Parcel  Room. 


(Continued  from  page  17.) 
alike,  in  spite  of  the  heavy  stocks  of 
goods  in  every  department.  In  a  later 
issue  The  Review  will  deal  at  greater 
length  with  the  fittings,  hoth  those  now 
in  use,  and  the  plans  of  the  manage- 
ment for  the  near  future. 

The  main  floor  is  divided  naturally  by 
shelving  into  three  parts.  To  the  left 
on  entering  are  linens,  prints,  etc.,  with 
shelving  and  counters  on  either  side, 
and  display  tables  in  the  centre.  The 
middle  section  is  devoted  to  smallwares, 
gloves,  hosiery,  dress  goods,  etc.,  and 
the  right  section  to  a  fine  assortment  of 
men's  furnishings  and  clothing,  with  a 
liberal  use  of  silent  salesmen  and  racks. 
The  offices  are  at  the  rear,  and  an  ele- 
vator on  the  left  hand  side,  connecting 
with   the  upstairs  departments. 

Ready-to-wear,  Millinery,  Etc. 

The  second  floor  is  fitted  up  in  a  cosy 
and  almost  luxurious  fashion,  for  wo- 
men's and  children's  ready-to-wear  at 
the  rear,  millinery  on  the  right  when  one 
faces  the  front,  furs  in  the  centre,  and 
corsets  and  whitewear  on  the  left  in 
new  white  enameled  shelving  now  being 
put  in  position  with  mahogany  counters. 
At  the  right  side  near  the  rear  is  a  wo- 
men's rest  room  with  tables,  easy  chairs 
and  everything  else  inviting. 

Fine  Section  for  Furnishings. 

The  third  floor  is  a  department  in 
which  the  proprietors  take  special  pride, 
as  it  lias  one  unobstructed  sweep  from 
front  to  rear,  side  to  side,  and  is  devoted 
entirely  to  house  furnishings,  rugs,  lino- 
leums, curtains,  fixtures  and  wallpaper. 
Manufacturing  on  Fourth. 

The  fourth  floor  is  the  manufacturing 
department,  not  too  strong  a  name  when 
it  is  considered  that  ladies'  dresses, 
hats  and  men's  clothes  are  made  here 
on  ant  extensive  scale,  as  well  as  blinds, 
eurtains  and  other  household  "acces- 
sories." Six  skylights  give  a  good  ven- 
tilation. The  men's  clothes  are  made  on 
power  machines  under  a  team  system 
that  saves  time  and  expense.  The  fitting 
rooms  for  the  dressmaking  are  well  light- 
ed and  furnished  with  easy  chairs,  car- 
pets, curtains,  etc.,  cosy  and  comfortable. 

The  basement  is  devoted  to  reserve 
stock,  kept  separate  for  each  of  the  15 
departments.  Each  outgoing  parcel  is 
entered  in  a  book,  after  being  designated 


to  its  route,  and  the  book  is  signed  and 
otherwise  a  complete  check  is  kept. 

From  top  to  bottom  the  new  store 
marks  a  conception  of  years  of  planning 
and  experimenting,  and  is  admirably 
suited  to  the  convenience  of  shoppers, 
the  welfare  of  the  clerks,  and  the  order- 
ly conduct  of  what  has  grown,  steadily, 
year  by  year  to  be  one  of  the  leading 
dry  goods  stores  in  Western  Ontario. 

With  Mr.  White  in  building  up  and 
maintaining  this  large  business  are  as- 
sociated his  two  sons,  William  and  James 
A.,  while  Mr.  R.  M.  Whitelaw  is  the 
secretarv-treasurer. 


Announcement  of  Rates  for 
Parcels  Post 

(Continued  from  page  21.) 

"While  the  department,"  adds  the 
writer,  "isn't  accused  of  a  deliberate  de- 
sire to  mislead   the  public  in  regard  to 


LOCAL  ZONE  SYSTEM. 

The  territory  around  every 
postoffice  within  a  20-mile  ra- 
dius will  constitute  a  local  zone, 
within  which  local  rates  will 
prevail.  These  local  zones  will 
overrun  Provincial  boundaries 
wherever  the  postoffice  is  lo- 
cated within  20  miles  of  such 
boundaries. 

The  local  zone  rate  is  expect- 
ed to  be  of  considerable  benefit 
to  merchants  in  small  centres, 
who  will  thus  have  the  advan- 
tage of  posting  at  a  lower  rate 
than  that  paid  by  the  large 
stores  of  the  big  cities  beyond 
the  20-mile  zone.  The  local 
zone  rates  will  be : 

Cen  ts. 

One  pound 5 

Two  pounds 6 

Three  pounds 7 

Four  pounds 8 

Five  pounds 10 

Six  pounds 12 

Seven  pounds 14 

Fight  pounds 16 

Nine  pounds 18 

Ten  pounds 20 

Eleven  pounds 22 
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the  exact  status  of  the  matter,  neverthe- 
less all  of  its  reports  and  comments  give 
that  impression.  Postmaster-General 
Burleson's  report  is  based  on  the  fiscal 
year  which  ended  June  30,  last,  and  yet 
it  is  admitted  that  from  January  1st,  the 
date  of  installation  of  the  system,  until 
June  30,  the  ending  of  the  fiscal  year  the 
railroads  of  the  country  did  not  get  one 
additional  cent  for  the  carriage  of  the 
300,000,000  packages  carried,  and  that 
since  July  1,  the  beginning  of  the  present 
fiscal  year,  some  of  them  have  received 
from  but  1  to  5  per  cent,  additional  com- 
pensation. In  addition  to  this,  the  Post- 
master-General has  been  compelled  to 
announce  that  he  will  make  an  emergen- 
cy recommendation  to  Congress  for 
further  compensation  to  carriers  to  save 
them  from  actual  loss  in  the  handling  of 
mail,  the  recommendation  being  based  on 
the  volume  of  mail  due  to  parcel  post." 

The  C.O.D.  Addition. 

In  this  report  of  the  U.S.  Postmaster- 
General,  he  makes  it  clear  that  the 
C.O.D.  system  benefited  the  mail-order 
houses.  This  is  self-evident,  and  it  would 
be  to  the  lasting  shame  of  the  merchants 
of  Canada  if  they  ever  permitted  our 
postal  officials  to  go  so     far. 

— m — 

Creating  Business  During  Dull 
Times 

(Continued  from  page  22.) 
continuous  advertisers.  We  do  not  be- 
lieve in  advertising  to-day  and  forgetting 
it  for  six  months.  We  do  not  believe  in 
stopping  our  advertising  in  the  dull  sea- 
son. We  believe  in  keeping  our  name 
before  the  public  twelve  months  in  the 
year,  and  that's  what  we  try  to  do  in 
some  form  or  other. 

If  times  are  really  going  to  be  as  bad 
as  we  are  led  to  believe,  every  time  we 
go  down  town,  why,  I  say,  advertise! 
Instead  of  spending  eight  hundred  thou- 
sand dollars  for  advertising  this  coming- 
year  I  am  willing  to  spend  a  million  and 
a  half. 

The  time  really  to  make  good,  the  time 
to  know  whether  you  have  got  a  real 
business  in  any  line,  isn  't  in  boom  times. 
Anybody  can  be  successful,  anybody  can 
sell  a  lot  of  merchandise,  in  boom  times, 
when  the  times  are  s^od 
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BRIGHT  FOR  KNIT  GOODS 

FAITH  in  the  bright  inline  of  knit  goods  needs  no 
further  basis  for  its  existence  than  the  news  and  ad- 
vertising pages  devoted  to  this  department  in  the 
special  sections  of  this  issue-  Never  since  the  industry 
became  of  recognized  importance  to  warrant  unusual 
treatment  by  retailers  in  the  advertising  columns  of  the 
newspapers,  in  lull  window  displays  and  in  attractive  in- 
terior arrangements,  have  there  in  en  so  many  new  lines 
offered  to  the  public,  so  many  improvements  brought  out. 
such  an  extension  of  knitted  fabrics  into  the  held  hitherto 
occupied  by  '•ordinary"  cloths.  This  movement  on  the 
part  of  the  manufacturers  has  come  only  after  a  shrewd 
survey  of  the  future  possibilities  of  knit  goods,  based  on 
the  extraordinary  growth  during  the  past  three  or  four 
years.  It  is  thus  no  haphazard  experiment  for  the  manu- 
facturers and  will  not  be  for  the  retailers.  The  position 
taken  by  the  makers  of  knit  goods  is  all  the  more  reassur- 
ing after  some  disappointments  due  to  mild  weather  be- 
fore Christmas.  The  position  for  knit  goods  is  growing 
stronger  steadily  as  their  merits  are  becoming  recognized, 
and  already  they  have  attained  the  position  of  staples  in 
nearly  every  dry  goods  stun'  in   the  country. 


LOCAL  ZONE  IN  PARCELS  POST 

TEE    official    announcement    was    made    in    Ottawa    m 
the  latter  part   of  January  thai   arrangements   for 

the    Parcels    Post    system    hail    been    completed,    and 

thai  ii  was  hoped  t"  have  the  system  inaugurated  by  the 
lenih  of  February-  Complete  details  of  the  rates  were 
given  out. 

The  most  satisfactory  feature  is  the  fact  that  the 
promise  of  a  local  zone  has  been  fulfilled.  A  low  rate 
will  apply  on  all  goods  shipped  from  any  postoffice  to  a 
point  within  a  radius  of  twenty  miles.  The  rate  within 
this  local  zone  is  on  practically  the  same  basis  as  that 
adopted  for  the  first  zone  in  the  United  Stales.  The  next 
Step  in  the  system  is  the  establishment  of  provincial  zones. 
In  other  words,  one  rale  will  apply  on  all  goods  shipped 
to  any  point  in  each  province  beyond  the  20  mile  radius  of 

the  local  zone.  Thus  it  will  be  possible  to  ship  goods  from 
Toronto  to  Sault   Stc.   Marie  tor  the  same  rate  that   would 

apply  if  the  shipment  were  made  to  Hamilton.    Charges 

will    he    made    in    proportion    to   the   zones   traversed.      The 

local  zone  will  be  maintained  irrespective  of  the  bounds 

of  the  provincial  zones,  however.  Thus  it  will  be  possible 
to  send  from  Ottawa  o\  er  the  provincial  lines  into  Quebec 
at  the  local  rate  for  all  territory  within  the  twenty-mile 
radius. 

The    rales    are    explained       elsewhere       in       this    issue. 

Whether  the  advantage  of  the  local  zone  will  prove  suffl- 


cint  protection  to  the  local  merchant  against  the  mail 
oiihr  houses  is  a  matter  which  time  alone  will  tell.  That 
I  he  local  zone  will  enable  the  merchant  to  give  his 
tomers  a  better  service  is  obvious,  however.  If  this  ad- 
vantage is  energetically  followed  up.  it  would  seem  possible 
for  the  retailers  to  hold  their  own.  That  the  new  sy 
will  serve  as  a  stimulus  to  mail  order  buying  is  certain. 
however,  and  the  retail  body  will  have  to  be  thoroughly 
wide-awake  if  the  balance  is  to  be  maintained. 

The    interest    of   the    retail      merchant    would    sugL' 
tin  refore,  that  immediate  steps  he  taken,  to  find  the  means 
of  utilizing  the  lower  rate  on   the  local  zone.     To  get  in 
touch    with   outside   customers    is   now    the   most   pressing 
duty  of  the  merchant. 

Get  them  interested  in  the  service  YOU  can  jive  them 
via   Parcels  Post. 


THE  BUSINESS  OUTLOOK 

IT  will  perhaps  be  in  order  to  briefly  review  some  figures 
relatine  to  the  year  P0P>  -  figures  which  go  far  to  prove 

that  conditions  were  not  so  bad  for  all  and.  what  is 
more  to  the  point,  which  point  with  unmistakable  direct- 
ness to  the  bright  prospects  ahead. 

"The  financial  stringency."  says  a  writer  in  a  current 
periodical,  "appears  to  be  preparing  for  departure."  11. 
is  not  over-stating  the  facts.  The  stringency  has  gone. 
Money  lias  "eased  up"'  very  considerably.  The  prices  of 
securities  are  going  up.  There  is  a  more  generally  active 
tone  on  the  money  market  and  even  the  stock  exchanges 
are  beginning  to  show  signs  of  activity,  a  sure  sign  of  a 
more  free  circulation  of  the  medium  of  barter.  And  busi- 
ness is  showing  the  same  hopeful  signs.  An  improvement, 
slow  but  sure,  has  set  in.  By  the  middle  of  the  summer, 
business  will  be  headed  toward  a  new  plane  of  activity. 

A  lew  figures  will  demonstrate  how  fundamentally 
sound  conditions  were  under  1913.     Dairy  products  of  the 

prairie  provinces  brought   in  about    $5, 1,000,  or  nearly 

$2,000,000   more    than    in    1912.      live    stock    in    the    B 
section  approximated  $23,000,000,  or  an  increase  of  nearly 
$8,000,000    over   the    preceding   year. 

The  output  of  the  iron  and  steel  trades  showed  an  in- 
crease of  10%.  The  earnings  of  the  railways  showed 
advances  ranging  from  -Pj',  to  1 -'•_•'",  a  significant 
indication  of  national  growth.  Canada's  cereal  milling 
capacity  increased  to  121,000  barrels  per  day.  which  is 
about  10.000  barrels  more  than  the  1912  capacity. 

Approximately  Bpeaking,  Panada's  external  trade  was 

$200,000,000  greater  during  L913  than    tor  the  preceding 

year  and   this,  so  the  statisticians  tell   us.  is  the  gret 
increase  in  any  one  year  in  the  history  o\'  the  Dominion. 
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Keep  Your 

Customers 

Satisfied 

See  that  they  get  what  they  ask 

for    (you    can    get    anything    in 

dry  goods  from  ourselves) — and 

not   only   will   you   please   them, 

but    you    will     rivet    still    more 

closely   the   chain   of    habit    that 

impels    them    to   buy    from    you. 

Just  now  we  are  showing  some 

very    nice    "challie    antoinettes" 

and    Empire   twills   at    10   cents. 

Just  what  you  need  now. 

We'd  like  to  send  you  'samples. 

May  we? 

The  W.  R. 

Brock  Company  (Limited) 

MONTREAL 

• 
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A  few  other  (ads  will  serve  to  prove  the  fact  that  1913, 
though  a  year  of  uncertainty  and  of  hampering  financial 
tightness,  was  nevertheless  a  year  of  industrial  activity. 
Some  4,000  miles  of  new  track  was  laid.  The  population 
increased  by  nearly  half  a  million,  the  immigration  figures 
showing  a  total  influx  of  48,812  during  the  year.  The 
crop  figures  showed  very  large  increases.  Building  per- 
mits were  large  in  most  centres.  Bank  clearings  were 
large.  In  Winnipeg  alone  they  reached  a  total  of 
$1,634,977,237. 

The  present  year  is  opening  with  splendid  promise. 
The  gradual  improvement  in  conditions,  which  was  pre- 
dicted, is  being  felt.  Each  week  sees  a  brightening  of  the 
business  horizon  and  a  larger  volume  of  trade.  That  this 
gradual  process  of  development  will  continue  for  several 
months  is  the  general  belief;  and  after  that,  there  will  be 
no  limit  to  the  measure  of  the  prosperity  that  will  be  felt. 

From  the  standpoint  of  the  dry  goods  business  the  out- 
look is  steadily  becoming  brighter.  In  some  lines,  partic- 
ularly heavy  clothing,  inclement  weather  supplemented  the 
general  conditions  to  the  disadvantage  of  the  retailer,  the 
jobber  and  the  manufacturer.  In  many  lines  at  present 
there  is  a  tendency  to  buy  more  lightly  than  one  year  ago, 
and  the  system  of  dividing  responsibility  for  carrying 
stock  may  have  to  be  reorganized  as  between  all  three 
parties,  temporarily  at  least.  But  this  ultimately  will  not 
affect  the  basic  conditions  of  trade.  Towards  Spring  and 
Summer  business  there  is  a  growing  confidence,  and 
knit  goods  manufacturers  report  many  firms  not  only 
equalling,  but  adding  to  last  year's  orders.  Undoubtedly 
there  has  been  stirred  up  a  feeling  that  a  more  systematic 
analysis  of  costs  and  selling  prices,  the  buying  of  goods, 
the  cleaning  up  of  too  heavy  stocks,  and  other  vital  points 
in  the  business  of  to-day  is  imperative  upon  those  mer- 
chants who  have  trusted  hitherto  to  the  buoyancy  of  the 
commercial  wave  to  carry  them  over  the  line  year  alter 
year.    And  this  will  be  of  untold  benefit. 


THE  OLD-TIME  VIRTUES 

IN  BUSINESS  life  as  in  every  other  occupation  there  is 
a  temptation  these  days  to  leave  the  narrow  path  that 
absolute  veracity  would  prescribe  and  essay  a  more 
brilliant  or  more  flashy  method  as  a  short-cut  to  a  larger 
turnover  and,  presumably,  higher  profits.  The  stock  mar- 
ket and  real  estate  transactions,  with  all  their  enticing, 
earned  and  unearned  "increments,"  have  exercised  a 
more  or  less  disquieting  influence  upon  that  more  staid 
course  of  business  life  that  is  limited  to  the  selling  of 
merchandise  to  the  general  public.  This  had,  doubtless,  a 
more  potent  appeal  for  the  younger  men  but  it  has  per- 
meated a  certain  number  of  all  ages.  The  establishment 
nl'  a  strung  public  confidence  was  admitted  as  an  ideal,  but 
tins  necessarily  meant  providing  tangible  evidences  of 
merit  over  a  COUTSe  "f  years.  The  career  of  Mr.  White 
provides,  however,  abundant  proof  of  the  superiority  of 
such  a  system  nf  business  over  all  other  forms.     The  study 

of  the  public;  accommodating  them  not  only  in  the  goods 

they  desired  hut  in  courteous  treatment;  making  the  store 
a  place  they  liked  to  ileal  with,  so  much  that  orders  con- 
tinue tu  come  in mii  thousands  of  miles  away  fur  years 
aiier  a  removal:  all  have  resulted  in  a  success  that  justi- 
fied the  long,  painstaking  experiment.    Coupled  with  such 

a  system   it    is  gratifying  always   In  note  an  alertness  and 

intelligent  adaptation  of  details  tu  changing  public  moods 

as  years  went  by,  and  a  tightening  up  m  internal  systems 
of    bookkeeping,   display,   delivery,    and    the   like    that    en- 


abled the  general  policy  mentioned  before  to  achieve  a 
development  under  the  most  favorable  external  condi- 
tions.  This  is  no  suggestion  that  the  business  practices 
of  Mr.  White  are  not  duplicated  along  similar  lines  in 
hundreds  of  stores  in  Canada,  but  that  an  example  of  a 
merchant  being  spared  his  physical  Mrensrth  for  over 
fifty  years  to  see  and  enjoy  in  his  daily  wurk  such  a  con- 
summation of  bonorable  practices  is  so  rare  as  tu  be 
worthy  of  comment. 


A  MAGAZINE  OF  SERVICE 

UlT  J  I'.'I.'K  going  to  try  out  that  plan  for  late- 
\\  comers,  suggested  in  the  Spring  Number  of 
Tin?  Review.*'  observed  an  official  of  a  U 
manufacturing  concern  in  Canada  to  a  member  of  the 
editorial  staff.  ••!  mean  the  one  in  which  employees 
pass  through  the  office  if  they  are  late.  The  superintend- 
ent has  been  bothered  a  good  deal  by  girls  persisting  in 
coming  after  the  hour  for  starting  wurk.  We've  tried 
taking  a  dollar  a  week  off  their  wages,  but  this  has  not 
seemed  to  have  much  effect.  They  prefer  the  luxury  of 
a  few  minutes  mure  in  bed  in  the  morning,  and  it  is  get- 
ting  to  be  a  serious  problem  with  us.  The  other  day  the 
Superintendent  came  to  me  again  with  the  same  complaint, 
apparently  helpless.  I  told  him  I  remembered  reading  a 
plan  that  looked  good  to  me.  and  found  it  in  The  Review- 
fur  him.  It  appealed  to  him  at  once,  and  we  have  deter- 
mined to  put  it  into  force  in  February.  We  will  give  them 
a  couple  of  minutes'  grace,  and  then  lock  the  door  and 
have  them  come  into  the  office  and  explain  to  me  or  some- 
one else.     I  think  that  will  stop  their  late  habit 

This  is  not  the  only  firm  that  has  announced  its  inten- 
tion of  adopting  the  same  suggestion.  The  point  is  men- 
tioned, not  as  a  reference  to  any  particular  article  that 
has  appeared  in  this  magazine,  but  merely  to  recall  to 
our  readers  the  fact  that  The  Review  exists  to  perform  a 
service  to  its  readers.  It  endeavors  tu  present  plans  that 
have  been  tried  out  successfully  by  merchants,  on  the 
assumption  that  what  "ill  benefit  one.  will  benefit  many 
mure.  It  aims  to  be  a  medium  fur  the  circulation  of  prac- 
tical ideas  for  the  merchant,  and  will  welcome  at  any- 
time, as  it  frequently  has.  suggestions  from  its  readers 
from  their  own  experiences,  and  equally,  inquiries  from 
those  who  are  confronted  by  difficulties  that  others  have 
solved.  A  special  form  of  inquiry  is  published  in  each 
issue,  but  the  request  may  be  sent  to  The  Review  in  any 
form.  Consider  our  "Trouble  Department"  as  freely  at 
your  disposal. 


EDITORIAL  NOTES 

Make  that   twenty-mile  /one  your  own  preserve. 

•  •  • 

Once    again    we    remark.    "Count    the    Cost*'    m    your 
business.     It  will  help  swell  your  profits. 


In  providing  all   the  many  conveniences  for  the  public 

these  days,  it  is  possible  to  \:o  tu  the  Length  of  being  im- 
posed on.     Are  there  any  cases  where  we  are  pampering 

the    public"? 

•  •  • 

"It    will   give   a   decided   advantage   to   the   oountrj 

merchant    oxer    the    departmental    stores. *'     declared     the 

Postmaster  General  in  his  speech  on  Parcels  Post.    Will 
this  Berve  to  dissipate  London  Board  of  Trade's  alarm f 
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SELL  ALL  Ifi  THE  TIME 


There's  no  let-up  to  the  demand   for 
English     Mohairs    from     January 
December. 

They  are  style  fabrics  with  staple  de- 
mand. Used  by  the  smartest  because  of 
theii  style — used  by  the  economical 
because  of  their  qualities. 


The  leading  Paris  designers  frequently 
select  Bradford-made  Mohairs  for  the 
expression  of  their  best  ideas. 

Yon  can  obtain  English  Mohairs  guar- 
anteed by  the  B.  D.  A.  in  an  endless 
variety  of  stunning  patterns  and  color 
combinations. 


See  your  importer  or  wholesale  house. 
Make  it  an  invariable  rule  to  carry  the  best 

ENGLISH  MOHAIRS 

Guaranteed    by  the  B.  D.  A. 

W$t  prabforb  23per£  gtestociatton,  Himtteb,  of  prabforb   €nglanb 


THE  i rade  alw ays  holds  it  as  an  in- 
dication of  continuance  when  a 
fabric  or  weave  finishes  the  sell- 
ing season  in  a  strong  position.  During 
the  Fall  and  Winter  now  ending  there 
has  been  an  exceptionally  strong  call  for 
velvets,  velveteens  and  all  pil«  fabrics. 
So  strong  is  the  velvet  craze  that  velvets 
will  sell  for  early  Spring  wear,  and  this 
materia]  is  in  no  inconsiderable  use  for 
the  early  season's  hat. 

Not  only  have  velvets  sold  freely  for 
street  dresses,  suits  ami  costumes  hut 
velvets  in  rich  colors  have  been  combined 
with  filmy  tulles  and  laces  in  the  pro- 
duction of  evening  gowns. 

Entire  coats  and  voluminous  wraps 
draped    and   loose   at   the   top  and   drawn 

in  towards  the  bottom  have  been  featured 
in  velour  and  velvet  and  in  imitation 
furs  and  plushes. 

Majority  Wore  Velvet. 
During   the    late    Winter    months    the 
wearing  of  pile  fabrics,  such  as  velvet. 

velour  de  laine,  diivetyn.  etc.,  lias  been 
ver\  noticeable  in  New  York.  Ai  the 
last  Monday  morning  Bagby  recital  held 
at  the  Waldorf-Astoria,  black  velvel  was 

worn  by  the  majority  of  the  matrons. 
while  the  younger  women  were  "-owned 
in  velvel  in  such  colors  as  olive  green, 
Burgundy,  uny  green  and  petrole  blue. 
When  velvel  was  chosen  duvetyn  or 
\  elour  de  laine  were  the  materials  used. 

In  Paris  at  the  present  moment  black 
velvei    i-    the    one    fabric    for    outdoor 

wear,    and       the      ureal       coiit  urieres    are 

making  velvet  gowns  lor  their  leading 
customers  tor  evening  in  such  colors  as 

sapphire    blue.      A    Doucei    mode]    in    this 


Velvets    Still    Hold    Lead    For 
Early  Spring 

Parisian  .Makers  Using  it  Extensively  -  Ww 
York  Also  Favors  it  --  Dark  Colors  Gaining 
Ground,  with  Black  a  Favorite. 


FOR  SPRING 

WEAR. 
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rich  color  made  lor  one  of  the  principal 
actresses  was  of  chiffon  velvet  combined 
with  chiffon  of  the  same  color  richly  em- 
broidered in  oblong  metal  heads.  A 
Paquin  model  recently  shown  was  of 
Kind's  him  velvei  and  black  tulle  trim- 
med   with    blue    ostrich. 

In  short.  Parisian  dressmakers  are  so 
pleased  with  velvety  weaves  that  Rodier 
is  designing  materials  of  this  class  for 
their  use  for  Spring  wear.  These  ma- 
terials all  point  to  a  vogue  for  cut  cords 
and  corduroys  in  the  <-■  >i 1 1 i 1 1 u  Fall.  The 
new  Rodier  fabrics  are  of  cotton  velvet, 
or  of  silk  and  cotton,  the  cotton  being 
on  the  crepe  or  voile  order  with  stripes 
of  pile  fabric  forming  a  cord  effect. 
Cotton  duvetyns  have  been  perfected, 
and  these  pile  novelties  are  the  fres  lesl 
ami  latest  ideas  that  I'aris  has  put  out. 
.Many  buyers  feel  that  velvet-  and 
pile  fabrics  have  had  three  good  -easons 
in  succession  and  that  it  would  he  wise 
to  expect  a  change.  So  far  as  both  Paris 
and  Xew  Fork  i-  concerned  the  smartly 
gowned  woman  is  accepting  velvets  ami 
pile  fabrics  as  the  last   word  of  fashion. 

Dark  Colors  Promised. 

Colors  promise  to  he  dark,  with  blue-. 

browns,  myrtle,  olive,  purples  on  the 
amethysl  order  and  green  greys  and 
taupe-  as  the  leading  colors.     Black   is 


ug  ground  in  all  market-  and  will 
be  very  much  to  the  fore  in  the  Fall 
and     Winter    of    l!il4  15.         '  !s    in 

solid  color  promise  in  first  • 

and    two-tone    melanges,    and    two-color 
effect-  in     plaids    and     eh'  od  in 

fane 

-® 


Using   Rural    Mail   Deliveries 
'  ontinued  from  pag 

■  i.     a   fellow-feeling     with  the 

merchant-    to  notice  that  n  ten, 

perhaps  a  strict  count  would  have  made 
it  onl\  one  in  twenty,  went  nut  without 
buying  one  or  even  several  articles.     It 

was  a  tribute  botb  to  Mr.  Hall'-  i urate 

sizing-up  of  his  constituency's  i 
and  to  the  persuasive  powers  of  himself 
and  his  assistants.  Necessarily,  in  a 
small  place  there  is  the  personal  element, 
the  acquaintance  inside  and  outsidi 
store.  This  counts  for  much  as  a  tie 
and  acts  as  an  almost  indissoluble  bond. 
Hut  this  undoubted  attraction  was  sup- 
plemented by  an  unfailing  courtesy  and 
a  trained  salesmanship,  backed  up  with 
tact.  Supplementing  this,  or  rather 
sharing  at  least  half  the  credit  for  actual 
-ales    was    the    pi,  -  '     well-st 

shelves,  with  varieties  in  t<  -hade 

ami  design  that  satisfied  the  wish, 
almost  one  hundred  per  cent,  of  | 
who  entered. 

It  is  only  fitting  to  add  as  wort! 
special    note    in    a    Knit    Hoods    Number 
tiiat  the  first  thing  one  no:       -         -mer- 
ino:  the   store   i-   a    special   counter   with 
knitted    caps,    toques,   and    other    head- 
gear 'hat  in  a  lively  hockey  town  Bach  as 
Paris,  always  receives  a  targe  slur 
attention.       So    did    that    table    on    the 
afternoon   when  The  Review  n  . 
Mr.  Hall. 


*  : 


mm 
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ADVANCE  NOVELTIES  IN  VELVETS   FOR  FALL. 

Velvet    i-  -till   the  most  worn   material   in    Paris  and    \cw     Fork,  and   cotton    velvets,   particular!)    in    ribbed  effects,   form 
the    Rodiei    novelties  just    introduced   this  Spring.     Shown   by   Silks  Co.,  Limited. 
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Silks  Are  In  The  Lead 


Silk  of  all  kinds  are  required  to  meet  the  trend  in  fashion,  and 
to  fill  this  demand  we  have  a  large  range  of  popular  lines. 

Included  in  which  are — The  new  Chiffon  Taffetas,  Crinkled 
Crepes,  Crepe-de-chenes,  in  plain,  printed  and  broche  effects. 

There  are  also  warp  prints,  Roman  stripes,  new  fancy 
Tartans,  Moire  Velours,  in  all  the  newest  designs  from  the  Fashion 
centres. 

With  our  extensive  range  to  look  through,  you  will  have  a 
broad  view  of  the  trend  in  Silks. 

Our  new  lines  are  now  arriving  from  the  mills,  and  we  will  be 
pleased  to  show  you  our  complete  range  of  staple  and  novelties. 
Kindly  give  us  a  call  when  in  the  city. 

Write  for  samples,  they  will  be  mailed  on  request. 


C%e$i\  ks  CompanijjLtd. 

55  BAY  ST-      TORONTO,ONT. 
Thom&s  Block       C&/^^t^rAltsL. 
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New  Year    Brings  a  Better    Demand  For    Silks 

Pi-ices  Finn  on  a  Basis  Giving  Manufacturers  Adequate  Profits 
—The  Trade  Generally  Buying  Better  Materials-  Little  Surplus 
Stock  Available  for  Cut-Price  Sales— The  Favorite  Shades. 


THE  last  month  of  the  old  year,  and 
the  first  weeks  of  the  new.  have 
brought  niii  an  increasing  demand 
for  silk  materials  that  is  most  encourag- 
ing for  the  future.  And  the  outlook  for 
the  Spring  season  nov,  opening  is  further 
brightened  because  stocks  are  in  good 
shape  and  there  is  very  little  material 
on  the  market  for  cut  price  activities  to 
work  with. 

Buyers  are  beginning  to  come  in  for 
(lu-  openings,  and  arc  showing  an  in- 
creasing willingness  to  place  liberal 
orders,  and  another  feature  that  shows 
improving  conditions,  and  makes  for 
their  permanence  is  that  the  demand  is 
largely  for  the  better  qualities.  This 
means  that  both  buyers  and  customers 
will  receive  more  satisfaction,  and  the 
retail  trade  should  use  every  effort  to 
encourage  the  sale  of  better  goods.  Not 
only  are  profits  better  and  turnover 
larger,  but  the  customer  receives  more 
satisfaction  as  the  color,  style  and  ap- 
pearance is  better,  and  the  wearing 
qualities  increase  the  reputation  of  the 
department. 

Interest  in  Chiffon  Taffetas. 

The  chief  new  feature  now  develop- 
ing is  the  increasing  interest  in  chiffon 
taffetas.  These  new  taffeta  weaves  are 
very  sheer  and  supple,  and  though  they 
drape  beautifully  have  a  little  more  sub- 
stance and  body  than  satins.  They  are 
exactly  suited  to  the  new  forms  of  flar- 
ing tunics,  and  pannier  and  hip  draperies 
and  this  is  why  the  Parisian  couturieres 
bave  adopted  and  are  pushing  taffetas. 

Retailers  who  do  a  high-class  trade, 
and  garment  manufacturers  who  produce 
advance  styles  are  showing  chiffon  taf- 
fetas as  the  leading  material  in  their 
new  lines. 

Taffetas  come  in  plain  colors,  glaces 
chiefly  with  black  or  white  warps,  and  in 
Roman  stripes,  suiting  stripes,  and  in  a 
hosl  of  surface  printed  and  warp-printed 
patl  i 

Moire  effect-  are  also  featured  in  taf- 
fetaB,  and  in  other  Bilks,  such  as  poplins 

in   silk      and      wool,     and     in     the   velour 

variety.    The  new  moires  come  m  novel 
eftei  i  jacquard     pal  terns 

produced  bj     i  be    watering    and  also  in 
ired  and  flowered  designs. 

Chinese   Influence    Strong. 

Printed  taffetas  bead  the  list  of  print- 
ed Bilks,  but  printed  patterns  are  ap- 
plied to    Dearly    nil    the    silks  selling. 


Printed   chiffons   in    <  Ihim  se   and    Pi  I 
designs.     Shown  by   Noveltj    frnporl   Co. 


Printed  crepes  are  a  big  feature,  and 
bengalines,  Jap  silks,  sofl  satins,  chif- 
fons and  voiles  all  -how  printed  pat- 
tern-.      T  ie    (   lunese    inllueilce    is    -tl'ong 

and  the  newer  patterns  are  larger  and 
no!  so  closely  -paced.  Branches  of 
,  blossoms,  bamboo,  and  Hal  floral 
pattern-  taken  from  Japanese  and 
ese  souroes  are  some  of  the  leading 
mot  i  f-  in  i  he  new  designs. 

Soft  Satins  and  Crepe  Weaves. 

Though  fashion  is  endorsing  chiffon 
taffetas  the  popular  trade  i-  still  in- 
terested  m  -"I  I   satins  and  crepe  \\ea\es. 

and   from  the  standpoint   ol   big  Belling 
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materials  still  lead.  With  the  bet- 
ter trade  charmeuse  is  a  favored  ma- 
terial, and  for  -lips,  linings,  moderate- 
priced  gowns  and  costumes,  messaline6, 
Paillettes,  and  other  soft  makes  of  satins 
<till   hold  the  first  place. 

Plain  and  printed  crepes,  crepe  de 
chine,  satin  finished  crepes,  crepe  meteor, 
and  many  weaves  in  silk  and  cotton  as 
well  as  mixed  with  artificial  silk  promise 
w  i 11  for  the  new  season. 

Brilliant  Shades  Still  Selling. 
The  color  development  seems  in  favor 
of  dark  colors,  though  for  many  special 
uses  brilliant  shades  are  still  selling.  The 
new  color-  put  out  for  Spring  are  rich 
and  flowerlike,  and  the  color  card 
provides  a  number  of  light  tones  that  are 
evidently  intended  as  relief  colors  for 
use  with     the    numerous     dark     shades 

All. 

As  favoring  dark  colors  one  only  has 
to  point  out  the  increasing  sales  of  black 
materials  during  the  past  year,  and  the 
prominence  black  has  a--umed  in  the 
advance  orders  for  the  season  now  open- 
Black  at  the  present  time  is  the 
feature  of  the  new  millinery  and  stands 
an  excellent  chance  for  keeping  its  place 
right  through  the  Spring  season. 

Blues  and  Browns. 

Blues  promise  well  and  here  again 
fashion  is  favoring  the  darker  shade-. 
Petrole  may  he  placed  first  on  the  list 
and  is  a  deep  blue  green  shade.  Deep 
sapphires  and  grey  blues  will  interest  the 
ionable  trade  and  so  will  the  new 
dark  navies.  Popular  trade  will  take 
somewhat  brighter  tones,  particularly 
due-  on  the  Nattier  order. 

[n  browns  the  situation  is  much  the 
same  for  fashion  favors  most  the  very 
dark  shades,  such  as  the  new  tans  and 
tete  de  negro,  while  for  more  popular 
selling  mahogany,  beech,  and  browns 
with    decidedly    a    yellow    casl    arc 

ie  Canadian  market  marked  favor  is 
j  shown  for  prunelle  and  deep  ame- 
tlnst  tones  and  this  development  is  re- 
flected in  many  accessor]  lines.  Q 
is  growing  in  favor  with  deep  myrtle  and 
Russian  greens  in  first,  and  with  bron/e 
and  dead  leaf  shades  creating  interest 
in  the  hotter  trades.  Deep  wino  shades 
are   shown. 

In  trimming  color-  emerald,  sapphire 
blues,  royal  purples,  gold,  apricot,  card- 
inal,  and    the    new    foxglove   shades    will 

replace  con- 
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The  Reason  Why  We  Want  Your  Trade 

You  can  always  depend  on  getting  from  us 

The  Newest  Fabrics 
The  Latest  Styles  and 
The  Big  Sellers 

We  make  a  thorough  study  of  the  needs  of  the  Canadian  trade,  secure 
control  of  the  most  suitable  fabrics  and  style  them  to  suit  your  wants. 
Many  of  the  biggest  mills,  knowing  our  capacity  for  big  things,  favor 
us  in  the  matter  of  styles  and  delivery. 

We  specialize  in: 

Ladies'  Costume  Cloths,       Sport  Coat  Cloths 

Suitable  Fabrics  for  Ladies'  Tailor-Made  Suits 

The  Famous  "Empire"  Satin  Linings 

(The  Best  Satin  Lining  in  Canada) 

"Vickerman,"  "Monarch,"  "Rockfast" 

Serges  and  Cheviots 

In  qualities  and  weights  for  ladies'  or  gentlemen's  wear. 


7u(dJCimiftd 
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High-Priced    Lines    in 

Novelties 


Crepes  Ave  the  Novelty  Fabric,  With  Ratines 
and  Voiles  in  Second  Place    Chinese  Patterns, 

Embroidered  and  Printed,  the  Newest   l-Yature. 


Till',  season  in  cotton  dress  fabrics 
i~  already  opening  up  as  novelties 
arc  making  their  appearance  in 
the  big  citj  stores,  and  as  soon  as  the 
inventory  period  is  over  a  more  exten- 
sive showing  will  lake  place.  Interest 
cenire.-  largely  under  present  conditions 
on  novelties  retailing  from  75  cents  up 
1.00,  and  over  per  yard,  for  it  is  in 
tliis  section  of  the  department  that  de- 
velopment is  taking  place.  One  feature 
in  this  development  seems  to  be  the 
scarcity  that  always  makes  itself  felt  at 
an  early  date.  This  is  due  largely  to  the 
slower  rate  of  production  occasioned  by 
the  larger  assortments  of  weaves,  pat- 
terns and  qualities,  ami  to  the  dividing 
up  of  orders  into  smaller  lots.  Mills 
making  these  high-priced  goods  and  also 
converters  and  jobbers  do  not  naturally 
care  to  provide  heavy  stocks  of  these 
novelties  in  advance  of  the  demand.  And 
■when  the  retail  trade  is  ready  to  order 
it  is  too  late  to  get  the  goods  on  time. 
Merchants  who  face  the  situation  in  the 
modem  manner  and  are  close  enough  to 
the  trend  of  fashion  development  to 
place  orders  at  the  proper  time  are  doing 
a  large  business,  and  making  profits  com- 
mensurate with  the  risks  they  lake. 

In  the  coming  Spring  the  importance 
of  uovelty  cotton  goods  is  assured,  and 
buyers  are  preparing  to  give  their  first 
showings  the  setting  that  is  due  to  the 
business  done  in  this  section  of  the  de- 
part  ment. 

Crepes  Easily  in  the  Lead. 

There  is  no  change  in  the  position  of 
the  materials  prepared  for  Spring  sell- 
ing. From  the  first  opening  out  of 
Spring  cottons,  crepes  have  assumed  the 
lead  and  now  that  the  retail  selling  sea- 
son is  due  crepes  have  if  anything  taken 
a   position   of  added  streimth. 

( Irepe  w  eaves  conn  in  infinite  \  arietj 
ami  effects,  and  in  qualities  that  range 
from  the  10c  and  L2%C.  qualities  to  ma- 
terials that  sell  at  prices  that  duplicate 
those  obtained  in  the  silk  and  wool  fabric 

departments. 

Though  tor  the  mosl  part  the  crepes 
shown  are  very  sheer,  Borne  oi  the  later 
productions    are    decidedly    heavier    and 

approach  very  nearly  to  ratines  iii  effect. 

In    short    it    should    be   said    that    the   cx- 
lreme    novelties    m    crepe    fabrics   show   a 

tendency     in     favor    of    heavj     rough 

we.-r 


Another  high  novelty  comes  in  the 
shape  of  embroidered  crepes  produced 
on  the  loom  and  ornamented  with  Jap- 
anese and  Chinese  patterns  of  very 
original  design,  other  crepes  show  em- 
broidered sprigs,  spots  and  small  set 
figures  worked  out  in  chenille.  Printed 
crepes  come  in  a  wide  variety  of  pat- 
terns in  small  floral  and  in  larger  fiat 
Chinese  figures  in  futurist  designs  and 
many  others.  Crepes  also  show  stripes 
and  checks  tunned  of  bourrette  yarns, 
and  crepes  decorated  with  ratine  yarns 
in  the  form  of  checks,  stripes  and  bro- 
cades are  in  a  very  strong  selling 
position. 

Plain  crepes  are  to  be  largely  used 
for  making  children's  dresses,  waists, 
and   under-garments. 

Voiles  and  Ratines. 

Voiles  rank  next  to  crepes  in  white 
g Is.  but  in  the  section  devoted  to  col- 
ored cotton  materials  ratines  have  the 
selling  position  after  crepe  fabrics. 
Waist  manufacturers  are  using  quanti- 
ties of  white  cotton  voiles  of  sheer  weave 
ami  firm  finish,  and  are  also  using  voiles 
ornamented  with  inwoven  white  and 
colored  stripes  often  of  artificial  silk. 
All  the  leading  colors  can  now  be  had 
in  cotton  voiles  and  for  many  purposes 
cotton  voiles  in  the  more  delicate  shades 
are  taking  the  place  of  the  more  expen- 
sive silk  materials.  Printed  voiles  are 
showing  in  floral  patterns  chiefly,  and 
also  in  bordered  etf'ecfs. 

White  ratines  are  important  materials 
and  will  be  used  for  separate  skirts. 
dresses   and   suits.        In   colored    goods 

ratines  come  in  plain  and  mingled  cloths 
in  color  and  white,  and  in  a  wide  ranure 
of  black  and  white  stripes,  checks  and 
plaids,  and  iii  checks  and  plaids  in  soft 
colors  and  in  effect-  that  approach  tar- 
tan   plaids    in    brilliance    of    coloring. 

The  dress  linens  sold  come  in  the  light- 
er weaves  and  in  weights  and  weaves 
suitable  for  automobile  coats  and  sep- 
arate skirts.  The  crepe  weaves  intro- 
duced a  year  ago  have  done  well  and  the 

strongest  development  has  been  in  white 
and  natural  shades.  Fair  advance  orders 
have  been  placed  on  colonel  dress  linens 
but  the  business  is  of  a  staple  nature. 


Toronto,  Ont.     Win,  Petley  who  form 

erly   kept   a  dry   goods  store  on    Kim;   St. 
with   his  brother,   is  dead 
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C^OttOn      The    Retail    Merchant   and   the 

ritfiire       noj^ie 

(Continued  from  page  18.) 

over  1' ',  .  When  the  head  got  these  tacts 
into  his  system  be  was  more  than  sur- 
prised and  you  may  be  sure  that  he  will 
not  do  it  again. 

It  will  be  noted  that  in  the  f< 
all  reckoning  has  been  done  on  the  sell- 
in  _'  price.  There  are  merchants  who  ob- 
ject to  reckoning  overhead  expense  and 
profits  on  the  selling  price,  but  there  are 
no  valid  reasons  for  this  stand.  It  is 
customary,  in  fact  it  is  obligatory  to 
reckon  on  the  selling  price  in  other  mat- 
ters. The  percentage  for  overhead  ex- 
pense is  reckoned  on  the  selling  price;  it 
could  not  be  reckoned  in  any  other  way. 
When  a  salesman  is  paid  on  the  percent- 
age basis,  the  reckoning  is  done  on  the 
selling  price,  not  the  cost  price,  of  the 
uoods  he  has  sold.  He  reverses  the  pro- 
cess in  reckoning  profits? 

Finally.  I  would  propound  this  advice : 
Get  to  be  sure  of  the  percentage  of  train 
-loss  profits:  secondly,  of  your  expenses. 
and  then  prove  them  by  taking  stock  at 
regular  intervals,  when  your  trading 
account  will  show  you  whether  your  net 
profit  works  out  right  or  not.  Do  this 
and  you  are  on  the  right  way  to  make 
your  business  a  success. 
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GRAY  YEAR  FOR  Cil.()\  ES 

The  conviction  is  growing  anions-  the 
-love  style  watchers  that  this  is  not  only 
the  gray  dawn  of  a  new  year,  but  the 
dawn  of  a  "gray"  year,  says  The 
Glovers'  Review.  The  demand  for  grays 
rowing  a-pace.  Not  for  just  gray, 
but  oyster  gray  and  French  graj  - 
class  of  distinction.  The  black  vamp 
with  the  gray  top  is  railing  for  the 
-ray  glove  to  match  the  top.  and  this  in 
both  men's  and  women's.  And.  too, 
there's  the  black  shoe  with  the  light 
fawn  or  dark  mode  top  for  which  there 
i-  a  call  for  gloves,  of  like  shades.  This 
mainly  in  women's. 

The  glove  made  from  "degrained'* 
leathers — Mochas  and  suedes — in  these 
shades  is  wanted  and  it  looks  a^  though 
more  of  them  would  be  wanted  than  will 
be  obtainable  at  prices  that  appeal, 
that  this  demand  is  country-wide.  l>ut 
even   the  ultra   style   sections  can   absorb 

no  mean  quantity  of  these  goods,  if  the 

shade     is     rb_rht     and    the     stvle    is    dis- 
tinctiv  e. 

$- 


Port  Coquitlam,  B.C.  The  Grinnell 
Glove  Co,  have  commenced  manufactur- 
ing. 

Winnipeg.  G.  Lerman's  clothing  and 
shoe  store  sustained   heavy  damage  by 
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DRESS    FABRICS 


Dry  Goods  Review 


The 


Finish 


for  LUSTRE,  ALPACA  or  MOHAIR  TWILLS 


L_ 


f  REAT  attention  has  been  given  to 
producing  a  Black  Dye  and  Finish 
on  Lustre,  Alpaca  and  Mohair  Twills 
better  than  anything  previously  obtained, 
and  after  extensive  experimenting  over  a 
long  period  the  result  is  that  thV'P.N.C." 
Finish  has  no  equal  in  the  market.  Its 
special  points  are  great  brilliancy,  clearness 
of  dye,  fastness  to  rubbing,  with  a  greater 
permanency  to  the  Tailor's  Iron  than  has 
ever  been  previously  attained. 

The  Fast   Black  has  also  the  great 
advantage  of  being  perspiration  proof. 

NOGUARANTEE  WITHOUT  STAMPS 

facsimiles  of  which  are  reproduced  at  side 


NON-Cfl, 


(Selvedge 
Stamp) 


Fabrics  dyed  and  finished  by  the  B.D.A.  are  sold  by  leading  merchants  throughout 
the  world. 

Patterns  showing  Finishes  advertised  on  this  page,  and  of  many  others  adaptable  for 
all  purposes,  with  full  particulars,  can  be  had  on  application  to  the  Bradford  Dyers' 
Association,  Ltd.,  (Dept.  6),  Well  Street,  Bradford,  and  128-129,  Cheapside, 
London,  E.C. 
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MARQUISE"  Finish 

for  COTTON  VENETIANS 


QOTTON  VENETIANS  finished 
by  this  process  are  equal  in  appear- 
ance to  the  finest  Silk  Satins,  and,  owing 
to  their  thorough  mercerisation,  never 
lo$e  their  beauty  and  smartness.  For 
Men's  Wear  and  for  Ladies'  Jackets, 
Coats  and  Capes,  they  make  beautiful 
Linings,  their  wearing  quality  can  be 
thoroughly  relied  upon,  and  the  Finish  is 
Permanent  under  the  Tailors'  Iron  and 
Damp  Cloth.  Owing  to  the  many 
advantages  of  this  Finish  it  is  proving  a 
great  success  and  is  having  a  phenomenal 
run.  The  goods  can  be  had  in  Fast 
Aniline  Black  or  in  Colours. 

Ask  also  to  see  patterns  showing  finish  of 
"MARQUISE  DE  LUXE" 

a    brighter   and    softer   finish   than 

"  MARQUISE  " 


No  Guarantee  Without  the  Stamps, 

facsimiles   of   which   are   shown   below. 

(Selvedge  Stamp) 


Stamp  at  end  of  piece) 


fat 


o^/rusyn- 


DYE  &  FINISH    GUARANTEED 


BV     THE 
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Dry  Goods  Review 


D  l;  ESS    FA  BRICS 


Popularity   Increasing   Immensely 


CoPf right. 


This  is   Your 
Protection 


PATENTED 


An  Exact  Reproduction  of  Hand-Made  Lace 

Manufactured  solely  by    OirKin     \SL     C^O«      Nottingham,    England 

Also  Manufacturers  of    High-Class   Washing   Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent  :  A.  B.  FISHER 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 


The  most  perfect  re- 
production of  Hand- 
made Goods.  Un- 
equalled  for 
"Strength,  Beauty, 
and  Value." 


LACE 
CURTAINS 
AND  NETS 


Pronounced  by  ex- 
perts "  The  Aristoc- 
racy  of  Window 
Decoration." 


N.B.— Our  Mr.  A.  J.  Burrows  from  Nottingham  visits  the  Canadian  retail  trade  twice  a 
year  and  a  communication  from  you  will  ensure  a  call. 

Sole  Manufacturers  : 

T.  I.  BIRKIN  &  CO.,  Broadway,  NOTTINGHAM,  ENGLAND 
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DRESS    FABRICS 


Dry  Goods  Review 


"LUMENA"  Finish. 


(Reg.) 


For  ARTIFICIAL  SILKS. 


This  is  the  highest  development  that  has 
been  attained  in  the  dyeing  and  finishing 
of  Artificial  Silks,  and  goods  so  treated 
can  be  thoroughly  recommended  for  Blouses 
and  Dresses. 

The  fabrics  drape  gracefully,  are 
brighter  than  silk,  and  are  durable  in 
wear. 

Goods  dyed  and  finished  by  this 
process  were  awarded  a  Grand  Prix  at 
The  Brussels  Exhibition  and  received  the 
special  congratulations  of  the  jury. 


Facsimile   of   Stamp   at   the   end    o      the 
Piece,   without   which    it   is   not    genuine. 


"£,iyjMIEMj£ " 


BRADFORD  OVERS- ASSOCIATION 
LIMITED 


A  beautifully  coloured  showcard  for  window 
display  (reference  No.  SK2  I ),  1 8"  deep  x 
13%"  wide,  can  be  obtained  through  the 
leading  wholesale  importers. 


$u\tains  Best 


,a^&.... 


DREADNOUGHTS 


<SmarC 


SUmprd  •  DREAONOUCHT  rMrj  firO. 


SfCzaags 
/tts/iiona6Ce 


Sole  Agents  for  Canada  :  J.   B.   Henderson  &   Co.,  Ltd. 
77    Wellington  St.   West,   Toronto 


Not  an  Enterprise  for 
the  "Quitter" 

\  "If  there  is  one  enterprise  on  earth,"  says  John  Wana- 
maker,  '"that  a  'quitter'  should  leave  severely  alone,  it 
is  advertising.  To  make  a  success  of  advertising  one 
must  be  prepared  to  stick  like  a  barnacle  on  a  boat's 
bottom. 

•J  "He  must  know  before  he  begins  it  that  he  must 
spend  money — lots  of  it. 

H  "Somebody  must  tell  him  that  he  cannot  hope  to  reap 
results  commensurate  with  his  expenditure  early  in  the 
game. 

^  "Advertising  does  not  jerk;  it  pulls.  It  begins  very 
gently  at  first,  but  the  pull  is  steady.  It  increases  day 
by  day  and  year  by  year,  until  it  exerts  an  irresistible 
power." 


KINGS 

Established  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian   Representatives  : 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and  Toronto 
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Fancy  Bags  Will  Be  Strong  for  Spring 

Useful  Shopping  Bag  Will  be  Relegatod  to  Background  for  the 


Time    Sashes  in  Roman  Stripes  and  Fancy  Plaids- 
ties  in  Belts. 


Many  Novel- 


Tl  1 1-',  holiday  trade  in  fancj  goods, 
particularly  in  the  smaller  cent  re- 
in  i  be  older  settled  parts  of  I  he 

ttion,  was  large,  and   the  result    is 
lie    merchants'    hands, 

cleared  slueks,  and  increased  con- 
fidence in  the  inline.  A ihI  this  acces 
sioi  ol  confidence  is  now  being  favor- 
ably felt  in  the  supply  houses  and  those 
manufacturing  fancy  goods  and  notions. 
Notions  are  always     a     stand-by     in 

ary,  and  special  -ales  in  this  depart 

arc    relied    upon    keeping    up    the 

volume  of  takings,  and  to  (dear  broken 

and     undesirable    stock.      Notion 

buyers  who  are  putting  in  Spring  stocks 

should  be  careful  not  to  discard  reliable 

articles   for  untried  makes,  even   if  the 

■    thai    promises   is  more    attractive. 

A   hook,  a  pin,  or  a  snap   fastener  may 

just  aboul  the  same,  but  when  put 
to  the  test  may  not  give  the  proper  serv- 
ic(  Tins  means  that  dressmakers  and 
many  customers  "ill  follow  this  small 
article  to  Some  other  store  and  by  this 
means  you  may  lose  entirely  a  valuable 
customer.  <>n  the  other  hand,  there  may 
in  articles  you  have  been  stocking  that 
could  be  witli  advantage  replaced  by 
others  more  up-to-date  and  whicb  would 
serve  your  customers  better.  Perhaps  il 
is  a  hook  that  has  some  feature  that  is 
easy  to  fasten  and  stays  fast,  or  a  pin 
that,  has  a  more  perfect  point  and  will 
not  rust.  Sometimes  it  is  something 
CO)  fleeted  with  the  present  fashions  such 
as  an  invisible  frilling  support  thai  can 
Im  sold  by  the  yard  and  which  gives  the 
perfect  Medici  effect  to  the  lilmicst  frill- 
ing. 

Quality  and  novelty  are  the  stand-bys 
of  the  notion  department.  When  they 
are  present  in  the  stock,  quick  sales, 
rapid  turnover,  and  good  profits  are 
assured. 

The  demand  for  fur  trimmings  contin- 
U<  S,  and  narrow  lines  of  fur  promises  to 
sell  right  up  to  the  opening  <>f  Spring 
weather.  The  use  of  fur  has  introduced 
marabout    and    tin-    item    is   so   popular 

that    it    is   bard   to  keep   it    in   stock.     Whv 

marabou!  is  bo  well  liked  undoubtedly  is 
because  it  can  be  had  dyed  to  match  the 
n  ajority  of  colors  and  it  has  the  effect 
of  fur  as  well,  These  trimmings  are 
used  to  edge  t he  minaret  or  the  hem  of 
the  gown,  and  even  lingerie  now  is 
trimmed  with   fur  or  marabout.     Tango 

RkirtS,    corset     covers,     underskirts,     bou 

dour   caps   and    many    other   garments 

the   touch   of   fur.     Manx    ,.i    the 

!■< ■«   Spring  trimmings  follow  on  similar 


SOME  FANt  )' 

LINES. 

l><  in" a (1  for  fur 

Ini,  s 

/,•"  ps 

strong. 

Jet  strong     in 

brooc 

h    and 

pendant  ornarra  nts 

Butterfly  motifs 

and 

flou 

effects. 

Tas8(  Is  selling  well. 

Fancy  bags    />i"iaise 

to  be 

vi  i'ii  popular. 

lines     and     frogs,     buckles,    etc-.,     have     a 

fringe  of  fur  as  a  finish.     This  fashion 

will  give  way  when  warm  weather  comes 
but  is  sure  of  a  revival  in  the  early 
Autumn  season.  The  weather  this 
Winter   has  been   against    the    furriers, 

but  the  fashions  are  all  in  favor  of  fur 
trimmings.     Often  there  is  a  line  of  jet 

and  jet  nail-heads  used  with  the  fur,  and 
white  jet   and   pearls  arc  used   with   white 

fur. 

Jet  is  strong-  in  trimming  lines  par- 
ticularly in  the  form  of  brooch  and  pen- 
dant ornaments  with  a  bar.  or  motif  from 
which  a  waterfall  of  small  beads  cas 
cades.  This  idea  comes  in  both  black 
and  in  white  jet.  This  waterfall  idea  is 
strong  in  all  trimming  lines  and  i-  very 
beautiful  when  carried  out  in  clair  de 
lime  beads.  Waterfall  fringes  caught  at 
both  edges  and  carrying  out  the  draped 
idea  form  a  prominent  feature  ol'  the  new 
tunics.  The  new  tunics  come  on  \ery 
sheer  nets  in  Paris,  rust,  and  apricot 
colors  chiefly,  and  clair  de  lune  ami 
nacre  beads  arc  combined  with  small 
colored  crystal  beads  in  working  out  the 
pattern.  Tunic  and  coat  effects  hang- 
ing in  Sfodcf    folds  arc  the  latest. 

Fashion  is  still  favoring  glittering 
bead  trimmings,  The  new  bead  trim- 
mings are  worked  out  in  small  beads  in 
Chinese  and  Japanese  designs.  Butter- 
fly  motifs   and    Rower  effects   are   good 

and  come  wort  ed  on  net  ready  to  trans- 
fer to  any  material, 

All  kinds  of  drop  ornaments  and 
tassels  are  good.  Tassels  conic  in  gold 
or  silver  cords,  in  jet  ,.r  crystal  and  in 
passementerie  and  silk,  both  in  white 
and    black.      Apart    from    fur   and    mara- 

bout,  trimmings  generally  arc  not  wry 
active  at  present. 

Fancy  bags  of  all  kinds  arc  to  be 
prominent  during  the  Coming  season. 
I'.'i-    the   time   being,   the   useful    shopping 

bag  is  relegated  to  the  background  and 
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all    kind-  i    line 

are   Bh0W  Q.       M-i 

very    fanciful    ami    tin-      majority 
vanity   fittings.     Fabric   b 
high  novelty  and  come  in  moire,  velvet 
and   Chinese  embi  -  bags 

and    vcrv    ornate  wear   with  a 

veiv    dressj    gown   an  in      silk 

Maltese  lace.  The  lining  ol  the  bag  and 
the  ribbons  used  tor  handles  can  be  in 
any  color  that  will  match  the  -own. 
These  bags  com*  without  the  lining  and 
Strings,    but    could    easily    '!..  ip    in 

t    ,-  store. 

Leather  bags  an-  by  uo  m<  ans  of 

market,   but    I  _-    selling   .. 

famv    order.     The   leathers  cuue  in  the 

new  colors  and  in  two-color  effects.     The 

feeling  is  for  a  fiat  bag,  am!  one  of  no 
ureal   size.     A  i.eu   bag  on  the  market  is 
oval   in   shape,   and   is   made   in   tw. 
tions  puf  r  with  a    hinge  at   the 

bottom.  The  bag  opens  flat  out  and  has 
a  compartment  for  a  change  purse  of 
the  same  leather  as  the  bag,  side 

below  which  is  a  pocket  of  shirred 
through  winch  is  run  an  elastic.  'I 
is  a  similar  bag  at   the  on  ibove 

which  is  placed  pockets  for  mirror  and 
powder     puff.       -  of    the     nevv- 

have  a  place  tor  the  watch  in  tin 
and  the  weanr  has  only  to  look  at  her 
bag  to  sec  the  time.  Another  new  ba- 
lms two  handles,  one  of  which  can  be 
11-1  d  as  wrist  strap  to  contain  a  watch. 
Many  bags  have  tlat  straps  attached  to 
the  bag  30  that  the  bag  lies  flat  ami 
through  which  the  hand  can  be  slipped 
and  left  free.  Copper  mounts  arc  a  new 
feature  that  is  very  attractive  with 
brown,  tan  and  taupe.  The  ! 
idea  is  to  have  the  clasp  carved  in  the 
form  of  some  animal  and  does.  eats, 
elephants  and  other  animals  are  repro- 
duced   in   miniature   for  this  purp  - 

It  must  be  confessed  that  there  has 
been  very  Tittle  doing  in  belts  during  the 
last   tew  woks,  but  fashion  is  certainly 

favoring  belts  and  girdles  and.  moreover, 
i  i  separate  skirt  and  waist  is  again  in 
favor,  and  makers  remember  the  belt 
business  that  was  done  in  the  days  when 
that  combination  was  last  to  the  fore. 
Therefore,  with  the  determination  to  be 
there  if  there  is  to  be  anything  k>ing, 
manufacturers  of  ladies'  belts  are  put- 
ting out  a  large  assortment  of  new  st\l,>> 
and  ideas  Kelt  novelties  are  « 
loose,  and  often  heavy  for  main  of  then- 
arc  made  o\'  moire,  satin  or  \  civet,  lined 
and  interlined.  This  feature  is  one  that 
has    not    appeared    before    and    it    s 
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De  Long 
Hook  and  Eye, 

See  that 

hump? 


TRADE    MARK 
BEG  US    PAT  OFF. 


De  Long 
Press 
Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never! 


De  Long 
Hook  and  Eye 


Tape 


i**** 


LOOK 
FOR  THE^ 
TAGS, 


Hookand  Eye 


Bless  that 

Nub! 

TRADE.  MARK 
REG  U.S.  PAT.  OFF. 


The  De  Long 

HO  OK  and  Eye 

Company 

St.Manjs,  Ontario 


Manufacturers 

of  Quality 

in" little  things" 


De  Long  products 

represent 
the  best 
workmanship, 

the  greatest 
satisfaction  in  use, 

and  the  truest 
economu. 
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OMO  DRESS  SHIELDS 


ODORLESS 
Contain  No  Rubber 


Women  everywhere  associate  Dress  Shield  quality  with  OMO. 

And  stores  that  sell  OMO  have  that  much  added  prestige,  besides  having  the  line 
that  sells  fast  and  rolls  up  profits. 

The  basis  for  OMO  popularity  is  in  the  many  good  points  concentrated  in  this 
one  line  of  Shields — 

OMO  are  double  covered,  durable,  light,  dainty. 

OMO  contain  no  rubber,  are  odorless,  pleasant  to  wear— MOISTURE  PROOF. 

OMO  are  sold  under  this  strong  guarantee: —  "We  will  pay  for  any  garment 
damaged  through  the  imperfection  of  an  OMO  Dress  Shield." 

OMO  quality  is  impressed  on  the  minds  of  millions  of  women  through  extensive 
advertising  in  leading  publications,  issue  after  issue. 

Equally  good  and  famous  are  OMO  Sanitary  Aprons,  OMO  Infants'  Pants,  OMO 
Sheets,  etc. 

Write  for  samples  and  prices. 

THE    OMO    MANUFACTURING    CO. 

MIDDLETOWN,  CONNECTICUT 

DE  GRAFF  &  PALMER 

Selling  Agents 
222  Fourth  Ave.,  New  York  223  West  Jackson  Blvd.,  Chicago,  111. 

38  Sansome  St.,  San  Francisco,  Cal.  67  Chauncy  St.,  Boston,  Mass. 
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rery  pointedly  the  indifference  thai  is 
manifested  nowadays  as  to  the  appear- 
ance ni  size  at  the  waist.  Besidi 
fabric  belts,  wide,  loose,  crusfa  belts  of 
Buede  or  kid,  and  wide  belts  of  patent 
leather  are  shown.  The  majority  of  belts 
lia\ c  buckles  covered  with  the  f 
and  some  of  the  belts  have  pipings  of 
contrasting  color  with  buckles  to  match. 
Another  idea  is  the  belt  with  the  sash 
end   attached    to   the   belt   with   covered 

buttons  to  match  the  cuds.      \Ian\    ..I    I  he 

new   belts  simulate     the     points     of  a 

waist-coat  and  when  these  belts  are  of 
material  the  hack  pari  is  often  of  elastic 
covered  with  shirred  silk  to  match. 

New  sashes  come  in  Roman  stripes  and 
fancy  plaids.  Many  of  these  sashes  are 
made  of  wood  silk  braid  with  a  narrow 
moire  ribbon  to  match,  cat-stitched  to 
either  side.  They  are  long  enough  to 
encircle  the  waisl  and  come  round  again 
and  tie  in  front,  leaving  two  ends  hang- 
ing down  and  finished  with  drops  and 
tassels.  These  sashes  come  in  black  and 
colors  and  in  Roman  stripe  and  plaid 
braids. 

Even  during  January,  good  business 
has  been  done  in  the  art  needlework 
section,  principally  in  stamped  goods 
in  such  lines  as  children's  dresses  and 
coats,  caps,  ladies'  nightgowns,  chem- 
ises, corset  covers,  combinations  and 
other  garments.  And  in  household 
articles,  towels,  runners,  centre  pieces, 
pin-cushions,  baby  cushions,  etc.,  arc  the 
besl  sellers.  In  this  class  of  goods  and 
also  in  pillow  tops,  centre  pieces,  run- 
nels. 5  o'clock  tea  cloths,  mats,  etc., 
patterns  in  cross-stitch  are  anion--  the 
besl  sellers.  Many  effective  flora]  pat- 
tern- are  shown  and  many  others  in 
more  conventional  designs.  Dutch  style 
patterns  showing  Dutch  children  and 
landscapes  with  windmills,  are  among 
those  favored.  For  Spring  selling.  I 
ese  patterns  are  the  latest,  seen  in 
Europe,  they  taking  a  strong  hold  there 
and  as  they  are  in  line  with  present-day 
fashions,  and  are  quaint  and   pretty  they 

are   sure   to  make  their  appearance  on 

this  market.  The  patterns  are  taken 
from  the  chinaware  imported  in  the  L8th 
century  into  Europe  and  which  form  the 
basis  of  much  of  the  China  decorations 
used  m  the  English  patterns.  The  most 
familiar  pattern  is  the  old  willow  pat- 
terned plate  design,  This  design  is 
worked   in   the  deep     Chinese     blue  on 

white     lin    ,,     With     the     edge     hull 

m  blue  nit,,. i-  patterns  reproduce  the 
flat  flowers  and  the  brilliant  birds, 
branch*  a  of  w illow  and  cherry  trees,  the 
bamboo  and  other  charai  t<  risl  tc  de- 
iii  the  clear,  rich  colors  mm, I  by 
Chinese  arti 

1 1  is  ah.. ni  ;i  quarter  of  a  centurj 
-nice  women   w bo  embroider  trie. I   I 

ski"  ni »!"   flora]  P(  productions  n Inch 

■    .ni    k  ,  rlh  nork 


known   a-    Kensington     Work,     because 
i his  beautiful  embroidery  had  its  i 

at  the  celebrated  School  of  Art  Needle- 
work at  Smith  Kensington.  The  feature 
of  this  work  was  the  copying  of  flowers 
in  the  natural  way  in  which  they  grew, 
and  in  colors  that  reproduced  the  tints 
of  the  flowers  as  closely  as  possible. 
And  in  those  days  when  Kensington 
Work  was  all  the  rage  many  a  piece  "f 
needle-work  was  copied  directly  from 
tiie  (lower.  Much  of  the  new  work, 
while  retaining  the  natural  form  of  the 
flower  is  done  in  raised  embroidery  in 
white  on  white  linen.  As  a  rule,  the 
flowers  spring-  from  the  hem  or  one  sid< 
of  the  centre-piece  as  if  growing  from 
the  ground  and  stem  leaves  and  flowers 
are  arranged  as  nature  orders.  This  is 
an  evolution  of  the  revival  of  natural 
flowers  in  embroideries  on  cushion  top-. 
runners  and  the  many  articles  that  are 
decorated  in  this  manner.  Such  flower- 
as  fuchsia,  clover,  roses,  daisies  and 
many  others  are  worked  in  silk,  wood 
silk,  or  mercerized  cotton.  Artificial 
silk  or  wood  silk  is  on  the  market  for 
embroidery  purposes.  It  is  cheaper 
than  silk,  and  has  a  very  brilliant  lustre 
and  what  is  more  to  the  point,  for  many 
uses  it  forms  a  highly  raised  embroidery 
without  much  padding.  Artificial  silk 
can  be  had  for  embroidery,  knitting  and 
for  crochet  work. 

Pillow  tops  come  in  a  wonderful  var- 
iety of  patterns,  including  floral,  conven- 
tional and  comic  designs,  the  latest  of 
which  show  devotees  of  the  new  dances 
in  various  poses.  One  of  these  top- 
shows  a  couple  dancing  the  tango  with 
a  lady  in  an  I860  crinoline,  looking  envi- 
ously on.  These  tops  should  be  winners 
for  they  are  particularly  easy  to  work 
as  the  stitches  used  are  simple.  The 
pillow,  like  so  many  seen  now,  are  ob- 
long and  not  square  and  are  finished  all 
round   with   a   linen   fringe. 

Buyers  will  he  interested  in  a  new 
way  of  using  Coronation  braid.  This 
braid  is  very  much  used  in  place  of  em- 
broidery  in  the  working  out  of  some  pat- 
terns on  white  linen.  This  braid  is  now 
used  in  connection  with  crochet  work  as 
it  can  be  shaped  into  effects  and  figures 
that  take  the  place  of  much  difficult  and 
detailed  pattern  in  the  production  of 
crochet  work.    Crochet  work  i-  now  verj 

much    used,   and    its   devotees   are   always 
on  the  look-out    for  something  new.    This 

new    work    is   applied    to    towel-,   hand- 
bags, centre-pieces,  scarf-,  pillow-,  hand 

bags   and   an   endless   \ariet\      of      other 

articles,     Books   of   design   can   he   had 

showing   example-    ,.'    iln-   n«  w    idea    in 

crochet    work. 

■:::■ 

Montreal.    Q  ie.      T   p    :.i  stab 

li-hinenl    of    Wo-arm    IVrrault     wa-    dam 

aged  by  tire. 
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GLOVE 


C  Yt  LE   A 
THING 


GOOD 


The    enlarged    and    enlar<rim_'   demand 
for   Mm  imois  and  doeskin 

es  ami  away  from  the  glace  finish 
in  gloves,  appear-  to  have  no  reason  for 
it.   other    than    that    it   has   again    been 

ed  in  the  cycle  of  style  changes. 
But  ever  and  anon,  the  Cape  comes  back. 
It  is  well  that  this  is  so,  for  there's  a 
limit  to  Mocha  production  in  any  one 
season  that  is  rigidly  enforced  by  the 
-apply  of  skin-.  A'  y  over-draft  on  this 
supply  soo  prices  above  the  point 

of  profitable      dove     operations.        F 
glove  operations  appear  to  be  profitable 
and    pleasing   to    the    trade,   only   when 
prices   are    in    close    proxin 
fixed  by  .  eg  and  muc 


HOW    TARIFF    AFFECTS 
GLOVES 

The    reduce-  of    materials    to 

American  manufacturers,  due  to  the  new 
tariff  rat's,  will  not  result  in  any  price 
benefit  to  the  consumers,  say  the  manu- 
facturers, although  they  may  get  better 
•roods  for  their  money.  This  is  the  fault 
of  the  price  rule  that  obtains  here. 
Twenty-five  cents  and  fifty  cents  are  the 
retail  prices  fixed  by  custom  for  wool 
gloves  and  the  dealer  won't  buy  "off 
prices.''  Yon  can  -ell  for  $3.50  a  dozen. 
hut  you  can't  -ell  For  say  $3.00  or  $4.00 
a  dozen.  The  result  is  that  when  ma- 
terials were  high  manufacturers  had  to 
put  out  inferior  articles  to  conform  to 
the  25-cenl  and  50-cent  selling  prices. 
With  materials  at  prices  below  the  aver- 
age, all  that  they  can  do  toward  reducing 
the  cost  of  living  will  be  to  produce  bet- 
ter merchandise. 


FALSE  ADVERTISING 

\  Fur  dealer  in  Newark.  N  J., 
held   for  the  Grand  Jury  on  tl 
of  making   false   represental  oi  -    in   his 
advertising   in    efforts  trade. 

The   complaint    was   made   by    the   chair- 
man of  the  Vigilance  Comi 
Newark    Advertising   Men's  Clnb,     The 
accused   man.  acoordim  .nee.  had 

sie-ns  in  his  shop  window  reading,  "'  T  i 
largest  retail  fur  dealers  in  the  world," 
and  "all  samples  of  furs  in  our  whole- 
sale house  to  he  sold  at  COSt."  It  I 
contended  that  the  first  was  false  and 
that  the  firm  had  no  wholesale  hnsii 


Incorporated.— The   Shaw   W 
tin-'    Mill-.    Limited.     W".       •  .    Out.' 

tal    $50,000,       To  construct,     li 
purchase,    sell    and    operate    cotton    and 
woollen  manufactories  o\'  even   descrip- 
tion. 
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Buyers  of  Ladies'  Silk  and  Real  Hair  Nets  in  Back  Nets  and  Fringe  Nets,  will 
be  well  advised  to  take  an  early  opportunity  of  seeing  samples  of  the  newest  and 
most  serviceable  novelties  in  these  goods  yet  put  on  the  market. 

It  is  the  maker's  idea  to  advertise  certain  of  these  special  numbers,  such  as 
the  "Fitzwell,"  " Toreador,"  "Halo,"  "Samson"  and  "Neat  Nape,"  regularly  in 
this  paper,  and  we  confidently  expect  the  same  good  results  in  the  Canadian 
market  as  we  enjoy  in  nearly  all  markets  of  the  Globe. 


Show 

Cards 

Free 


^ 


$> 


0*  ?HESE  No^ 


?\ 


Show 


/#,      Cards 
Ov  <J>     Free 

"Challenges  All" 


THE   "TOREADOR"   NET 


REGD. 


The  smaller 
meshes  at  the  one 
side  needed. 

Hold  up  all 
loose  hair  under 
the  Chignon. 
This  net  lies 
gracefully  and  in- 
visible to  the 
shape  of  the  Coif- 
fure. 


4w 


'  ** 


SPECIAL  FBATl-'KR 


Smaller  ^Mashes 
ONEJIDE  HEEDED . 


MOM'.-  -  - 
AfJAPTASLF 


WARRANTED      REA 


'THE  TOREA&OR." 


It  is  made  in  3 
sizes  of  back  nets 
and  one  size  in 
Fringe  Nets  in 
the  best  Silk  pro- 
curable. 

Every  Net  is 
guaranteed  per- 
fect and  specially 
prepared. 

In  Real  Hu- 
man Hair,  there 
are  two  sizes  in 
Back  and  two 
sizes  i  n  Fringe 
Nets. 


Made  in  England 

None  Genuine  Unless  Ticketed  "Toreador"  on  Cards  or  in  Envelopes 

Our  "Iris"  and  "Gordian"  Veilings  are  also  well  on  the  market. 

Wholesale  Buyers  can  see  samples  of  these  goods  at  our  agents  in 

Montreal,  Mr.  H.  Fiedler,  43  Herald  Buildings. 

Toronto,  Mr.  H.  Kidd,  Eoom  29,  165-167  Yonge  St. 

Winnipeg,  Mr.  G.  A.  Harris,  120  King  St. 

Vancouver,   Mr.    H.    E.    Walker,    601    Mercantile   Buildings. 

Or  Samples  will   be  sent  Free,  on  application,  to   the   above. 
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"A* 


'S^_+fJD 


THt  ^SKvDsr^8^>rft«''' 


*L 


ST  elastic  M^ 


Inch 


Granted  Pull  l£ngth 


<?*     VARC 


Star  Brand 

GARTER 
ELASTIC 

The  highest  quality 

PIT  UP  IX  THE  MOST 

ECONOMICAL  AND 
CONVENIENT  PACKAGE 


For  Sale  by  all  the  Leading  Wholesale  Houses 


Seeing  is  Believing 

When  in   New  York   do 
not  fail  to  see  the 

Complete    Lambert 
Lines 


Novelties    lor  Spring. 

Refined    Departures    in 

Shapes,  Shades,  Effects. 

Travelers'  Utilities. 


P.W.LAMBERT 
&  COMPANY 

MAKERS  Of  FASHION 
A  RLE  NOV  HI.  TIES  IN 
I   \BRIC    AND    LEATHER. 

64-66  LISPENARD  ST. 
NEW  YORK,  N.Y. 

Convenient  to  All  Lines 

of  Transit,  Subw ay,  Sur- 
face ami  1 .. 


•I'll]-:  shins  Indicate  :>  slight   relaxation  from  the  conservatism  tual   marked  Bags  I 

PALM    LEAF    \  UNITIES         Pastel    Shades      Soft    <':iir   of   handsome  grain.    The  same  trend   i-  Bbown   in   Hi.-  Pekln  strip.-  and 

i  i    .in    i troufl   PANNIEB   BAGS      Made  also   li  ite    leathers       in    short,   nil    tin-   popular     f..rm<     ,.f 

novelty   bags  uin   here  be  round  fresh   from  the  bauds   of  the  designer  and   manufacturer.     M    Is    i    BAG    KXH1BI1 

ire  when   fou  reach   New    JTork,  come  here  iirst.     Leave  Stibway  at  Canal  Street;  Sixth  Ave    L    al  Grand  st,  or  l 
Broad         Car  a 'd  St. 

\  it   «r  have  pi  relera  In  our    Imperatoi    BAGS     I    ivt   Ing    Hals. 

"IF   I  PS   POPULAR,    its    HERB  " 
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Why  The  Advertiser  Succeeds. 

If  Why  is  it  that  during  the  last  few  months,  when  money  was  admittedly 
tight,  the  manufacturers  who  advertised  the  most  felt  the  pinch  the  least? 

If  And  how  is  it  that  now,  when  the  circulation  of  money  is  less  restricted,  the 
manufacturers  who  felt  the  pinch  the  most  will  be  the  last  to  experience  relaxa- 
tion and  relief  ? 

1f  The  same  wisdom  and  foresight  which  prompts  a  manufacturer  to  advertise 
will  naturally  guide  him  in  forming  his  whole  selling  and  general  business 
policy,  and,  like  a  good  general,  he  is  prepared  for  every  contingency  and 
emergency. 

Tf  The  fact  that  the  successful  business  men  is  an  advertiser  is  usually  incidental. 
He  is  an  advertiser  because  he  is  wise  and  possessed  of  good  sound  business 
sense  and  an  analytical  mind.  At  some  time  or  other  he  came  to  the  conclusion 
that  advertising  could  be  made  one  of  the  mightiest  factors  of  his  business 
organization,  and  having  arrived  at  this  conclusion,  he  just  naturally  went  to  it 
and  advertised. 

If  He  had  faith  in  his  product,  and  his  own  faith  manifested  in  a  public  way, 
inspired  confidence  in  the  minds  of  his  prospective  customers.  His  name  and 
his  manufactured  product  became  synonymous  with  good  service  and  satisfying 
quality.  The  public  became  acquainted  with  the  merits  of  his  line  and  familiar 
with  its  outstanding  features. 

If  Consequently,  when  conditions  were  normal,  he  secured  a  liberal  share  of 
business  and  received  first  consideration  when  purchases  were  made. 

If  When  money  tightened  and  business  was  curtailed,  he  continued  to  get  the 
lion's  share  of  what  was  going.  When  purchases  were  carefully  considered  the 
advertised  line  received  first  attention  and  usually  secured  the  order. 

If  And  now  that  the  financial  tide  is  coming  back,  the  advertiser  is  getting  the 
biggest  slice  of  the  business  melon,  simply  because  during  those  cloudy  days  of 
curtailment,  his  advertising  message  had  been  studied  and  absorbed  at  a  time 
when  the  public  mind  was  most  receptive. 

If  It  pays  to  advertise  if  your  line  is  good,  and  it  pays  to  buy  advertised  lines, 
because  they  are  invariably  satisfactory.  The  general  public  have  long  been 
educated  to  believe  that  advertised  goods  are  best.  Can't  you  see  that  you  are 
laboring,  not  only  under  a  handicap,  but  under  a  cloud,  if  your  product  is 
not  advertised?  Publicity  dispels  the  cloud  of  suspicion  and  removes  the 
handicap. 

If  You'd  better  hop  on  to  the  band  wagon  right  away.  Hopping  on  now,  when 
the  prospects  for  big  business  are  so  bright,  will  be  not  only  timely,  but  ex- 
tremely profitable. 
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A  Knit  Goods  Era 


KNIT  GOODS  need  no  defence  in  being  ac- 
corded a  place  of  prominence  in  a  publication 
or  in  the  plans  of  the  most  progressive  mer- 
chants. Knitted  underwear  is  undergoing  a  cer- 
tain evolution  in  the  decided  movement  towards 
union  suits,  and  the  past  year  has  seen  an  accelera- 
tion of  this  in  the  direction  of  women's  wear.  The 
substitution  of  medium  for  heavy-weight  in  the 
centres,  and  an  almost  universal  testimony  that 
the  public  are  being  educated  up  to  a  finer  quality 
of  goods,  are  developments  that  give  grounds  for 
satisfaction  to  both  the  making  and  the  selling 
ends  of  the  business. 

There  is  one  phase  of  the  knit  goods  business 
that  even  yet  astonishes  the  manufacturers,  while 
again  and  once  more  he  enlarges  his  factory, — the 
remarkable  popularity  of  the  sweater  coat.  There 
are  a  few,  a  very  few,  who  think  it  transitory,  but 
there  are  too  many  indications  not  only  of  the 
maintenance  of  the  position  it  has  reached,  but 
that  it  will  strengthen  its  hold  materially  for  the 
negative  idea  to  be  tenable.  The  outdoor  scenes 
on  the  preceding  page  are  symbolic  of  the  place 
the  sweater  coat  has  won.  The  only  lasting  reason 
for  its  existence  would  be  the  common-sense  one, 
that  it  supplies  an  actual  need,  and  that  has  been 
abundantly  proved.  It  has  ceased  to  be  regarded 
as  a  luxury,  and  is  recognized  as  a  staple  line  of 
dress. 

As  a  development  from  the  sweater  in  sporting 
circles,  it  has  spread  out  to  every  line  of  outdoor 
exercise,  hockey,  skating,  tobogganing,  snowshoe- 
ing,  ski-ing,  ice-boating,  and  for  girls  as  well  as 
men  and  boys.     It  has  become  a  recognized  re- 


quisite for  a  cold  drive.  An  extra  cold  dip  calls  it 
forth  for  an  ordinary  walk  or  trip  downtown. 
Among  women  it  has  extended  to  vests  and  more 
lately  to  skirts.  Each  Fall  sees  an  index  assortment 
of  children's  suits,  in  weaves,  in  colors,  and  in 
styles.  From  two  years'  old  it  forms  the  warmest 
outdoor  outfit  for  the  child,  and  it  is  a  frequent 
cause  for  many  a  mother's  thankfulness. 

For  Summer  it  is  almost  as  varied  in  its  uses; 
and  has  almost  as  many  votaries.  For  Summer 
outings  it  has  no  substitute,  and  once  again  girls 
become  quite  as  loyal  customers  as  their  brothers. 
For  hunting  it  is  being  made  up  with  all  the  am- 
munition requisites  of  the  long-time  favorite 
hunting  coat. 

This  is  truly  a  knit  goods  era.  One  Canadian 
mill  doubled  its  output  between  1909  and  1911, 
and  in  1913  doubled  again  the  1911  figures,  or 
quadrupled  its  sales  in  four  years.  In  seven  years 
another  large  mill  reached  ten  times  its  first  year's 
output.  In  three  years  one  mill  increased  its 
manufacture  from  1,000  dozen  to  22,000  dozen. 
One  million  pounds  of  wool  falls  far  short  of  the 
stock  a  single  factory  requires.  Three  hundred 
thousand  garments  a  year  is  turned  out  by  still 
another. 

The  optimism  of  the  knit  goods  manufacturers 
is  tremendous,  and  the  new  lines  they  are  making 
up  this  year  attest  their  faith.  In  the  pages  that 
follow  The  Review  has  endeavored  to  present  some 
of  the  offerings  prepared  to  suit  the  tastes  of  a 
greater  clientele  than  has  been  during  the  season 
of  1914-1915. 
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Many  New  Lines  Brought  Out  in  Knit  Goods 

For  Next  Fall's  Trade 

Business  Will  Be  Stimulated  by  Novelties  and  Extension  of 
Knit  Goods  Men  Into  NVw  Fields — Descriptions  of  Offerings  in 
Sweater  Goats,  Caps,  Underwear,  Etc. 


THE  knit  goods  men  have  no  though! 
yel  of  Bighing  like  Alexander  the 
Great  because  there  are  no   more 

worlds  to  conquer.  Content  are  they  to 
emulate  the  earlier  days  of  the  meat 
Macedonian  general  and  lay  their  plans 
for  the  conquest  of  those  worlds  that 
still  lie  before  them.  The  territory  that 
acknowledges  their  suzerainty  has  ex- 
panded as  year  followed  year,  and  judg- 
ing by  the  preparations  that  have  been 
under  way  for  months  past,  more  new- 
fields  will  come  under  tribute  to  them 
next   season  than  ever  before. 

There  are  certain  tendencies  in  sweater 
coats  fairly  well  decided,  that  are  influ- 
encing the  "models'"  for  next  Fall  ami 
"/inter.  Speaking  generally  it  may  be 
■said  that  the  shawl  collar  has  estab- 
lished its  supremacy  over  all  others. 
Visits  to  factories  show  line  after  line 
without  another  variety.  The  military 
collar  is  retained  for  some  styles  of 
garment  that  seem  peculiarly  adapted 
to  this  stiffer,  more  contracted  design, 
but  the  open  neck,  following'  the  form  of 
an  ordinary  (doth  coat  or  ladies'  waist  is 
the  one  that  will  be  seen  tar  more  Ere 
quently.  It  is  probably  as  good  a  proof 
as  any  that  the  sweater  coat  is  now 
recognized  as  an  ordinary  article  of 
(dot  hing. 

Lighter  Weight  for  Same  Price. 

In  the  matti  r  of  weigh!  i  here  seems 
little  change.  It  is  true  that  heavj 
weaves  are  common  in  factory  samples, 
and    the    ''.lumho"    with    its    handsome. 

solid  and  "g 1'"  appearance  still  runs 

a  strong  favorite,  hut  on  the  whole  this 
was  a  tendency  of  L913  over  previous 
years,  ami  it  has  not  increased  certainly 
(his    year.       Indeed    the    usual    coal    does 

no!    weigh    mine   than    two   pounds,   al- 

I  hough   firms  are  making  them  up  to 

in    the   Jumbo,   and   one.   as  shown    in   an 

illustration,    has    reached     I '  ■ '       On    the 

oi  ber  hand  the  increase  in  price  of  coats 
su -t-  that  a-  a  $24  or  $36  line,  as  a 

rule,    will    not    he    a-    heavj    as    lasl    year, 

her   cos!    of  yarn    forcing    the 

tfacturers  I dure  the  weigh!   for 

t he  same  price  t he  tendency  will  be 
for  proportionally  lighter  coats  to  be 
sold. 

I II     t  he     Btj  le     of     u  ea\  e.     t  here     ;i|  i|  ie;i  i  - 

to   he  a    feeling    in    favor   of   the   plain 
rather  than  the  fancj  lines.    In  anj  rase, 
Hie  demand  has  not   tempted  the  man u 
to  indulge  in  mnnv  inno\  at  ions 


Ladies'  angora  coat,  shawl  collar, 
heather  shade,  with  jaunty  cap  to  match. 
Shown  li\    Harvey   Knitting  Company. 


Brighter  Colors  for  Girls. 

In  colors  of  yarn,  there  is  noticeable  a 
tendency  in  women's  to  he  influenced  by 
prevailing  fashions  in  dress  goods,  and 
old  rose,  champagne,  etc..  have  been 
made  up.  while  uavy  blue,  the  staple 
for  so  man]  years,  ha-  been  ignored. 
In  some  directions,  other  blues,  especiallj 
"i  girls'  coat-,  have  come  in:  among 
these  Cadet,  a   mixed   Oxford   shade,   is 

on,    of  the  new  effects,  hot  h  of  men's  and 

women's,  for  ladies,  Leading  colors  in- 
clude maroon,  -late.  Havana  hrown: 
while  cardinal  is  stronger  for  men's, 
with  slates,  greys,  whites,  scarlets 
amons  the  best  -idler-.  Brush  cloths 
and  Shetland-  promise  to  he  stronger 
than  la-t  year  ami  both  are  made  up  in  a 
much  greater  variety  of  lines  this  year. 
\ngora  coats  for  girls  are  made  in 
brighter  -hade-,  civnarj  being  a  -ample 
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Smoothing  the  Seams. 

Among  the  m  w  directions  in  whicl 
knit  goods  men  an-  working  are  towards 
a    smoothing    of    the    -cam-,   and    r 
edues    on    the    insides    of    many    of    the 
cat-.        This    is     attained    in      some   in- 
stance-, as  will  be  pointed  out  later,  by 
weaving   the  whole  coat   in  one.  and  in 
the  case  of  children's  suits  the  feet  are 
fashioned    where   before   in   many   lines 
there   was   simply   a   Bewing    togethi 
two  strip-. 

Silk  Flounce  on  Skirt. 

Bui  new  fields  have  been  invaded.  In 
some  cases  the  lines  are  entirely  new; 
in  others  they  are  new  tor  Canada,  be- 
ing adaptations  from  imported  goods. 
often  necessitating  the  installing  of  new 
and  costly  machinery.  For  instance,  a 
silk  flounce  is  being  fitted  to  knitted 
-kirts  to  give  the  appearance  of  an 
ordinary  silk  skirt,  in  keeping  with  the 
dress  material.  A  bathing  suit  is  beimr 
made  up  in  a  single  piece  to  srive  the 
effeel  of  two  pieces,  bnt  without  the  dis- 
advantage of  the  draw-string.  Bru-h 
unit  coat-  are  made  with  collar  and 
lapel  like  an  ordinary  cloth  coat.  Boy-' 
sweater  coats  arc  beimr  made  with  but- 
tons or  clasps  down  the  centre  of  the 
collar  and  extending  a  few  inches  below 
the  neck,  a-  a  substitute  for  the  open- 
ing along   the  shoulder. 

Greater  Elasticity. 

The    former   custom    of   making   girls' 
coats    buttoning    on    the    left    is    ohs. 
less  and  less,  and  in  many  lines  there  has 
been  no  distinction  this  year,  the  greater 
elasticity  of  the  knitted  cloth  providing 
for    the    widening    at     the    hips    i: 
ordinary      pattern.        In      infants'    wear, 
there   are   many    dainty    novelties   shown 
for  the  first  time  in  sacks,  skirts,  etc.     In 
caps   then    arc   some  quaint   new   d(  • 
and    many   jaunty    effects    have    been    Be- 

cui'ed. 

Some   Sporting  Coats. 

A  \isit  to  one  factor]  -  owed  a  num- 
ber of  developments  in  ladies'  sporting 
coat-.  One  was  of  links  stitch  with  large 
buttons  covered  with  knitted  cloth  ol 
same  shade  as  the  edging  of  the  collar 
an.)  cuffs  and  the  flaps  of  the  pockets. 

Cheeked  coats,  a-  well  a-  brushed,  also 

appear   among    the   latest    -porting   goods 

t'or  ladies     These  -port     coats    include 
stvles  with   wide-belted  effects  and  four 
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Don't  Get  Burdened  with  a  Slow-selling  Line! 

A  slow-selling  line  of  Sweater  Coats  is  like  a  mill-stone  around  your  neck.     What  you  want  is  a 
line  that  you  know  is  dependable  because  made  right,  and  a  fast-mover  because  popular. 


M 


*~enman4 

Sweater  Coats 


■>i  i 


L^r 


— for  Men,  Women  and  Children — are  great  trade-bringers 
and  profit-makers.  Only  the  best  selected  Wool  is  used — the 
long-wearing  and  shape-retaining  kind. 

No  Sweater  Department 
is  complete  or  at  its 
best  unless  it  carries 
Penmans   Sweater  Coats. 


Ar    KNIT  GOODS   •* 


/s 


Penmans  Limited,  g§    Paris,  Canada 


Wftujlj 
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Brushed  sweater  coat,  silver  grey,  shawl 
collar,  with  three  buttons  attached.  Shown 
by  the  Williams-Trow  Knitting  Company, 
Limited. 


large  patch  pockets.  Among  the  checks 
are  grey  and  cardinal,  black  and  white, 
scarlet  and  black,  myrtle  and  black,  and 
navy  and  Irish. 

This  firm  reported  orders  for  the 
Jumbo  stitch  coals  stronger  than  ever, 
both  for  men  and  women.  The  Norfolk 
with  belt  and  straps  and  shawl  collar 
was  also  taking  well  in  both  men's  and 
women's.  This  firm  is  showing  the 
shawl  collar  to  the  exclusion  of  almost 
every  other  style  and  has  discarded  en- 
tirely  the  old    tri-collar  or  combination. 

Reference  has  been  made  to  a  brushed 
sporting  coat.  One  was  seen  in  scarlet, 
with  wide  belted  effect,  and  four  large 
patch  pockets.  The  lower  ones  were  like 
those  of  cloth  goods,  curving  to  either 
side  instead  of  with  straight  lines.  The 
collar  also  resembled  that  of  a  cloth 
coat,  with  lapels.  In  f;ict  the  tendency 
among  the  makes  of  a  number  of  firms 
is   tor  a   resemblance  to  ordinary  coats 

in    being    straighf    instead    of    shaped    at 

the  hips. 

Norfolk  Without  Separate  Pleats. 

Many  firms  are  featuring  the  Norfolk 
for  next  season.  Aniomr  several  varia- 
tions, one  may  be  described  in  a  little 
greater  detail.  The  special  features  of 
this    coat     are     the     wide     stripes    id'    the 

same  material  as  the  body  of  the  coat 

lull  of  a  different  weave  passim:  down 
the  front  and  back  and  taking  the  place 
of  the  ordinary  Norfolk  pleats.  The 
lull  of  course  is  worn  as  well  and  the 
finish   of   the  pockets   with   a   turned-over 


NEW  THINGS  IN 

KMT  GOODS. 

/'<  arl  stitch  in  ladies'  -s 
-  rs. 

Inserted  pocket*. 

One-piece  combination  bath- 
ing  suit. 

Skills    made  in    one    />< 
without  seams  or  darts.    Skirts 
with  silk  flounce. 

Shetland  vests. 

Shetland  coats  in  variety  of 
triple  combinations-. 

Scotch  knitted  gloves;  seam- 
less fingers. 

Sacks  for  infants. 

Boys'  and  men's  Jerseys  op>  n- 
ing  at  the  neck. 

Mottled  'motor  scarf*. 


edge    resembling    the    Hap    of  a  pocket, 
adds  much  to  the  Norfolk  appearance. 

Another  attractive  style  shown  by  the 
same  firm  as  the  preceding  coat  is  one 
in  genuine  camel's  hair.  The  coat  is 
woven  with  a  very  fancy  stitch.  It  is 
shaped  to  fit  the  waist  on  a  hand  ma- 
chine. The  lapel  collar  can  be  worn  but- 
toned right  up  to  the  neck  or  turned 
down  in  a  soft  roll  somewhat  resembling 
the  shawl  collar  seen  on  some  of  this 
Winter's  overcoats.  The  edges  are  scal- 
loped. This  coat  is  proving  a  good 
seller. 

Light,  Elastic,  Sporting  Coat. 

Anot  Inn-  linn  is  getting  out  a  vc\ 
nice  coat  specially  designed  for  those  of 
athletic  tendencies,  particularly  golf  and 
tennis.  What  the  makers  are  particularly 
proud  of  is  that  this  coat  is  not  as  heavy 
as  an  ordinary  sweater  coat,  and  is  made 
in  a  finer  stitch  very  closely  woven  and 
being  very  elastic  is  specially  adapted 
for  games  demanding  activity.  It  is 
full-fashioned,  and  while  stretching 
with  every  movement,  thus  giving  per- 
iod freedom  to  the  wearer,  it  is  design- 
ed purposely    to     retain     its     shape  and 


BRIGHTER 

COMBINATIONS. 

Whili  the  usual  run  of  men's 
sir, ■(iter*  is  the  same,  then  are 
m'lr  combinations  of  three  col- 
ors in  shepherd  or  tartan  ef- 
fects that  show  a  distinct  ten- 
dency to  brighter  shades.  There 
i*  also  a  feeling  in  (amy  of 
adopting  some  of  the  fashion- 
able colors  in  dress  goods,  and 
'in    old    rose   shade    is     used     to 

pretty  effect    in   one    garment 
shown. 


-tyle.  This  eoat  is  about  thirty  inches 
in  length.  There  is  no  collar  to  the  coat 
or  perhaps  to  Bpeak  more  particularly, 
the  collar  mimit  be  described  as  a  "vest 
collar."  It  is  a  moderate-priced  coat 
and  is  made  in  bol  »ool  and  camel's 
hair. 

A  Child's  Coat. 
same  firm  -how  a  very  neat  de- 
sign in  children*-  coats,  which  is  made 
with  wide  notch  lapel  which  can  be 
turned  up  and  buttoned  close  up  to  the 
neck  giving  a  high  collar.  Loops  are 
used  on  the  lapels  instead  of  button 
holes  and  the  button-  are  covered  to 
match    the   goods. 

A  Child's  Hood. 
This  establishment  also  is  putting  out 
a  very  practical  knitted  hood  specially 
patented  for  children's  school  use,  which 
they  believe  is  different  from  any  other 
on  the  market.  It  is  made  to  fit  right 
over  the  head  with  no  tucks  in  it,  and 
lias  a  particularly  neat  effect. 

Four  Collars  in  One. 
A  very  useful  and  handy  combination 
sweater  coat  is  being  put  on  the  market 
this  Spring,  the  collar  of  which  may  be 
worn  in  four  different  ways,  really 
giving  four  coats  in  one.  The  sample 
seen  by  the  writer  was  in  a  pretty  shade 
of  garnet.     It   is  made  with  a  laree  col- 


Pearl  stitch  in  full-fashioned  hand- 
finished  coat  with  hand-crocheted  buttons, 
of  Scotch  alios  yarn,  do  rough  seams,  and 
no  join  between  the  binding  and  the  body 
of  the  coat,  all  being  made  in  one  pice 
Colors  include  latest  London  art  shades. 
Cap    made    to    match.      Shown     by     IJ.    M. 

Ballantyne,  Ltd. 
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TIGER  BRAND 


Features  of  Tiger   Brand   Closed 
Crotch  Union  Suits : 

Elastic,  snug-fitting  collarette,  the  spe- 
cial   reinforced    shoulder,    soft    beige 
button  and  button-hole  stays. 
Genuine  Gusset  crotch,  close-fitting  and 
easy-opening. 


TIGER  BRAND 

Comfort 
Closed  Crotch 

UNION   SUITS 

FOR  MEN  AND  BOYS 


The  only  big  objection  that  mer- 
chants have  experienced  in  selling 
and  makers  in  manufacturing  com- 
bination underwear  has  always 
been  the  uncomfortable  crotch. 
Every  objection  on  this  score  is 
knocked  sky-high  under  our  new 
process,  which  gives  the  new  com- 
fort-closed crotch. 

Every   garment   is   guaranteed  to 

give     perfect     satisfaction  —  real 

comfort. 

Made  in  light,  medium,  and  heavy 

weights.  • 

Write  to  agents  or  to  us  direct  for 

Pall,  1914,  samples. 


Selling  Agents: 

Ontario:  J.  E.  McClung,  Toronto. 
Quebec:  P.  DeGruchy  &  Son,  Montreal. 
Maritime  Provinces:  F.  S.  White,  St. 

Stephen,  N.B. 
West   and  British   Columbia:   Hanley, 

McKay  Co.,  Winnipeg,  Man. 


The  Gait  Knitting  Co.,  Limited 

GALT,     CANADA 
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"MONARCH  KNIT" 


L2(Hi 


L188 


M183 


M 1 36 


(>ur  travellers  are  now  on  the  road 
with  an  exceptionally  strong  and 
comprehensive  range  of  Fancy 
Knit  Goods.  It  includes  many 
new,  attractive  styles  in  Sweater 
Coats  for  Men,  Women,  Youths. 
Boys,  Girls,  Infants;  also  pull-over 
Sweaters,  Toques,  Mufflers,  Motor 
Scarfs,  Senoritas,  Skirts,  Aviation 

( laps  and  Motor  Hoods. 

WAIT  FOR  ONE  OF  OUR  TRAV- 
ELLERS TO  CALL. 


The 

Monarch  Knitting 
Co.,  Limited 

Head  Office:      DUNNVILLE,  ONT. 

Factories  at: 

DUNNVILLE  ST.  CATHARINES 

ST.  THOMAS  BUFFALO 


L195 
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"MONARCH  KNIT" 


M92 

We  would  appreciate  it  if  you 
would  not  place  your  order  for 
Knitted  Goods  until  you  see  our 
range. 

The 

Monarch  Knitting  Co. 

Limited 
Head  Office,         DUNNVILLE,  ONT. 


Factories  at; 


DUNNVILLE 
ST.  THOMAS 


ST.  CATHARINES 
BUFFALO 


L173 
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K  NIT  TED    cool.- 


"MONARCH  KNIT" 


Motor  Hood  37 

The  cuts  shown  here  and  (iii  the  other 
three  pages  are  representatives  of  a  few 
attractive  styles  and  values  included  in  our 
range  for  L91  \. 

We  would  appreciate  ii  if  you  would  care 
fully    inspect    the   samples   our    traveller 
will  show  you. 


The 

Monarch  Knitting  Co. 

Limited 


Head  Office 


DUNNVILLE,  ONT. 


G70 


Factories  at: 

DUNNVILLE  ST.  CATHARINES 

ST.  THOMAS  BUFFALO 
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"MONARCH  KNIT" 


Suit   18 


B64 


Motor  Hood  40 


Motor  Hood  32 


The  Standard  for 
Style,  Quality, 
and  Workmanship 


The 

Monarch  Knitting  Co. 

Limited 
Head  Office :  DUNNVILLE,  ONT. 

Factories  at: 

DUNNVILLE  ST.  CATHARINES 

ST.  THOMAS  BUFFALO 


B70 
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lar,  something     like     a  sailor  collar  on 
first  appearances  which  may  be  worn  in 
a  variety  of  styles,  and    forms   the  die 
tinctive  feature  of  the  coat. 

The  first  display  showed  this  collar 
turned  in  giving  the  coat  a  V  neck.  It 
is  then  pulled  half  way  up  inside  and 
buttoned  close  around  the  neck  giving  a 
high  collar  with  military  effect.  In  the 
third  position  the  collar  is  pulled  rit>ht 
out  and  the  points  being  buttoned  to- 
gether it  can  be  worn  as  a  cosy  hood  over 
the  head.  Then  the  fourth  exhibit 
shows  the  hood  hanging  down  the  back 
with  ornamental  effect. 

Shetland  Coats. 

A  Shetland  coat  is  being  made  by  one 
firm  in  the  Norfolk  style,  of  soft  Shet- 
land yarn,  in  shepherd  or  tartan  check, 
with  brushed  effect.  It  is  made  up  of  a 
new,  one-piece  shawl  collar,  with  no  join 
between  the  collar  and  the  binder.  This 
is  found  in  .'iO  different  checks,  for  ex- 
ample, scarlet,  black  anil  white.  Bui  SO 
skilfully  and  tastily  are  the  combinations 
of  three  arranged  that  mere  mention  of 
the  colors  would  not  do  justice  to  the  ef- 
fect. This  is  not  a  case  where  the  im- 
agination is  sufficiently  trained  to 
suffice. 

A  Cashmere  coat  fur  men  is  made  with 
light,  soft-fleeced  effect  in  a  one-piece 
garment.  It  has  a  neat  inserted  pocket, 
which  retains  a  flat  appearance  and  has 
no  bulging.  There  is  a  roll  collar  of  one 
piece  with  the  body  of  the  coat,  lien, 
too.  there  is  a  marked  elasticity,  enabling 


One-piece  combination  bathing  Buit, 
without  button  or  string  at  the  waist  to 
bind  us  ttie  two-piece  lias,  imt  having  the 
same  practical  effect  as  the  latter.  Made 
in     navy,     cardinal.     ni;n and      white. 

shown  K\   Monarch  Knitting  Company. 


Light,  warm  skirt  for  children;  comes 
well  over  chest,  in  one  piece  without 
scams.     Shown  by  Avon   Hosiery  Co.,   Ltd. 

the   garment     to    cling    warmlv     to   the 
body,  and  making  it  suitable  for  an  of- 

fice  or   house  as   it    Ills   easily    under   the 
coat. 

Handsome  Pearl  Stitch. 

The    pearl    stitch    is    a    distinctly    new 

idea,    in    another    factory,    and    ! 

most  attractive  coat,  (hie  model  shown  is 


CHAMPION 

HEA  VYWEIOHT. 

T!i  in  I:    of    increasing    i/<mr 
ir,  ii/lii   In/    four    <ni<l    a    half 

pounds   if,  ri/    linn    you    /ml   <>n 

your  sweaU  r  coat.  Yon  would 
think  it  was  sovm  garment  you 
h,  ,-,    ir<  aring,  would  you  not? 

Will,  tlml  is  jnsl  what  tin  /"/•- 
si, ii     nil/    ili,     who    /mis    i,ii     lli, 

aptly  mi  mill  "Arctic"  sweater 
(■mil  which  is  '"  in'/  shown  by 
,i  *  'anadian  linn .  So  }<n'  as  the 
uriti  r  knows,  th is  is  ,i  a, or 
champion  in  tin  heavyweight 
division  <</  sir,  nt,  ,■  coats.  It 
would  indeed  l><  very  Arctic 
weather  tlml  am/, I  penetrate 
such  a  garment.    Tins  runt  has 

l„  ,  a  mail,  ,is  yet  mil;/  in  pwe 
nliit,    wool  in   tin    Jumbo  stitch 

with  shawl  collar. 


a  full  fashioned  hand-made  coat,  with 
-made  crocheted  buttons  in  fashion- 
able lengths,  and  all  the  latest  London 
art  shades,  saxes,  heathers,  purples,  rose 
color,  and  other  popular  shades.  They 
are  made  of  the  finest  Scotch  alloa 
yams.  One  of  the  advantages  in  this 
new  model  is  that  there  are  no  rough 
seams.  It  i-  fashioned  to  the  figure. 
There  is  no  join  between  the  binding  and 
the  body,  all  beins:  made  in  one  piece. 

A  pearl  stitch  cap  to  match  has  a 
double  band,  and  is  unusually  elastic, 
and  finished  with  two  hand-made  cro- 
cheted buttons  at  the  side. 

This  firm  picks  out  scarlets,  greys, 
sky.  white,  cardinal,  khaki  and  cham- 
pagne a-  tie  most  popular  colors. 


@ 


Other  Novelty  Lines 

Many  Novelties  Are  Being 
Shown — Knit  and  Silk  Com- 
bination  One-piece  Bathing 
Suit — Scotch  Gloves. 

Many  interesting  samples  are  being 
shown  in  other  new  lines  than  sweater 
i  oats,  that  will  repay  examination,  for 
not  only  do  they  reveal  the  possibilities 
of  the  knit  ;roods  market,  but  should 
prove  aids  to  increased  business.  For 
instance  the  manufacture  in  Canada  has 
begun  <>f  ladies'  skirts  with  jersey  knit 
tops  and  sateen  and  silk  flounces.  These 
impart  the  warmth  of  knitted  goods  with 
the  appearand   of  a  silk  skirt. 

The  top  is  close  fitting  and  is  adapted 
to  the  present   fashion  in  skirts.     These 
run  from  $0  up.     Navy  blue  is  the  most 
popular  shade  in  these. 
(Continued  on  pi 


Ladies*   directoire   drawers,    made    with 

elastic  waist  and  knee.  Tins  also  comes  in 
ankle  length.  Shown  by  Zimmerman  Manu- 
facturing Company. 
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BEAVER  BRAND  KNIT  GOODS 


Ladies'  and  Children's  Coat  Sweaters 


REPRESENTATIVES  : 

T.  H.  Alike,  -  British  Columbia 
Thompson  &  Henselwood,  -  Alberta 
Thompson  &  Henselwood,  Saskatchewan 
F.  G.  Rumble,         -         -  Manitoba 

H.  Cook,  -         -       Northern  Ontario 

W.  Easson,     "1 

C.  B.  Heath,  /  "  Western  Ontario 
J.  N.  Boyd,  373  Broadview  Ave.,  Toronto 
A.J.  Turnbull.  -  Eastern  Ontario 
W.  C.  Brown,  -  -  -      Quebec 

J.  E.  Patte,         -         Maritime  Provinces 


Pearl    Stitch    Coat    Sweaters,    Caps    and    Child's    Suit. 

OUR  REPRESENTATIVES  WILL  CALL  ON 
YOU    WITH    A    COMPLETE    RANGE     OF 

Beaver  Brand  Knit  Goods 

Wait  for  him. 

R.  M.  Ballantyne,  Ltd.,  stornatYr°iod* 


Manufacturers  of  Beaver  Brand  Knit  Goods. 
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Some  "Perfectly  Dear"  Lines  in  Children's  Goods 

Little  Sacks    in    Worsted    and    Other    Varus      Knitted    Skirts 
-Jerseys  Wit  li  Opening  at  Neck-  -Hoods  and  Sweater  <  '<>ats  for  the 
Youngsters     New  Fields  Essayed. 


IX  a  Blight  pause  from  the  rush  of 
satisfying  the  heavj  demands  for 
boys,  grirls  and  grown-ups  in  knitted 
goods,  the  manufacturers  this  year  have 
devoted  more  attention  to  children's 
lines.  This  activity  has  consisted  both 
in   increasing  the  number  of  sizes  ami 

eolors    in    lines    already    on    the    market, 
and  also  in  entering  new   fields  in  youth- 
ful clothing.     The  results  are  a   number 
of     garments      that 
will     be     described 
probably  a  thousand 
times  as  "perfectly 
dear;"    —    "icute'' 
will   be  a  srood   sec- 
ond choice  in  adjec- 
tival   expression    of 
admiration  when  the 
goods  reach  the  pub- 
lic. 

These  garments 
will  offer  to  the  re- 
tailer not  lines  that 
might  mean  lessen- 
ed sales  in  other 
directions,  hut  some 
articles  that  are  en- 
tirely new,  and  I  hat 
look   good   to   sell   on 

sight.  Children's 
garments  are  com- 
ing to  fill  a  larger 
place  in  the  business 
of  scores  of  stores 
that  have  via  sped 
an  idea  of  their  pos 
sihilities.  This  is 
more  and  more  an 
age  in  which  "  home 
work"  of  the  old 
kind  is  being  hand- 
ed over  to  out siilers. 
and  the  making  of 
children's  garments 
is  an  art  whose 
place  the  -tore  is 
looked  to  to  fill.  It 
follows        that         the 

wise  merchant     will    want    to    Bee  com- 
plete   lines    of    children's    knitted 
and    make    his    Selections    with    a    \  iew     to 
ttg  a    dlj    share  ol    the   trade   that 

with  such  goods. 

In  a  review   thai    has  included  men's 
and  won-  ds,  merelj  a  brief  out- 

line   of    the    new    things    m    infants'    and 

children'-     is     post  These     include 

knitted  Back  coats,  one-pieci   Bkirts,  and 


many  variations  of  the  popular  overall 
suit;  hoods,  caps,  sashes,  mitts,  etc.  In 
jerseys  several  changes  have  been  made, 
ami     altogether     tin-re     is    a     splendid 

choice  before  the  buyer. 

An  attractive  hood  is  fashioned  after 
the  well-known  "Billie  Burke"  style, 
ami  is  made  without  ribbons  which  have 
a  habit  of  flying  loose.  This  tit-  the 
head    snuglv. 


CHILDEEN  s  SACK  COATS. 

Top    row:    Brushed    ^ Is,    white   ami    dot    effect.      Lowei    row:    First, 

worsted,   with  combination   stripes;   second,   botanj    yam.   with   -ilk  Btripes. 
Made  bi    Monarch  Knitting  Co. 


turned  over  and  worn  with  a  tie  like  a 
neglige  shirt.  This  line  is  made  in  men's 
jersej  -  as  well. 

Among  the  leader-  i-  to-  knitted  over- 
all suit  in  live  piece-,  jersey,  overalls,  or 
pants,  as  they  are  more  commonly  call- 
ed now.  cap.  sash  and  mitts.  The 
alls  in  some  cases  are  being  fashioned 
-..  a-  to  lessen  the  -earn  effect,  ami 
strengthen  t1  •  rts  where  the  wear 

-  heavy.  One  firm 
reported  cardinal 
and  dark  -axe  .1- 
the  best  -ellers  in 
these     for    .  :   • 

i ween  :;  ■•!•  4  an 

made 
for  girls  as  well, 
while    a  •>m- 

binatiou  is  added,  a 
knitted  waist  and 
skirt  with  bloomers 
separate. 

The  pear!  stitch  is 
being  uscl  in  a 
child's  -nit  as  well 
a-    adult  's. 

This  is  .. 
made  and   compi 
sweater      coat.      in 
Norfolk      style,  and 
overalls.       R  o  i 

-can-     are    avoided. 

re      is      nothing 
bulky       about 
suit,    and    it    i- 
tremely  elastic 
of    the    new    points 
about  the  ov  eralls  is 

i  they  are  ar- 
ranged with  a  draw- 
ing eord  that  pa  - 
through  a  tut' 
piece.  These  are 
made  in  ages  from 
infants  upwards. 


Camel's   Hair 


Boys'   Sweaters,  Open  at  Neck. 
As    has    been    Stated,    a    departure    has 

been  made,   from  t  he  custom  of  hav  bag 
an  opening  in  boys'  sweaters  along  the 

ler,  A  new  mie  l-  on  i  be  market 
that  has  an  opening  down  the  collar  and 
continuing  a   short      distance     below    it 

which      permit-      of      the      head      passing 

through  easily.    Dome  fasteners  are  used 
in-tead    ot    button*        r   i    collar   rail   be 

-.t; 


A  Fashioned 
men!  in  came!'-  hair.  si/,.  -JO  to  28,  for 
a  child  id'  'J  to  s  years,  with  four  pit 
This  is  made  in  a  plain  stitch,  without 
nap.  ami  comes  in  all  shades.  The  popu- 
lai  color-  for  children,  this  linn  find,  are 
scarlet,  navy,  cardinal.  whit<  and  a  fair 
demand  tor  brown. 

Another    child '8    garment     is    a    light 
warm  skirt.  suspi    ded  from  the  shouM- 

er-    h>     band-.       1'  >vell    over    the 
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Diagram   showing  prices  of  Lincoln  hogs,  60S   Botany  Tops  and  408  Crossbred  Tops  for  the  past   17  years.    Courtesy  oi 

Yorkshire  Observer. 


chest  and  is  made  in  one  piece,  obviating 
3cams  and  rough  edges. 

The  "Balkan  middy"  style  lias  been 
extended  to  knit  goods  and  is  selling 
well  for  Spring.  It  is  made  up  in  com- 
binations of  white  and  cardinal,  white 
and  sky.  cardinal  and  white,  navy  ami 
cardinal,  slate  and  cardinal,  and  lawn 
ml   khaki. 

One  firm  reported  additional  lines  of 
ladies'  and  childrens'  brushed  coats. 
The  ladies',  in  nearly  every  line,  were 
made  to  button  the  same  as  the  men's, 
but  had  a  flare  at  the  bottom.  Some 
firms,  however,  are  depending  on  the 
greater  elasticity  of  the  coats  and 
making  them  exactly  I  he  same. 


-®- 


UNDERWEAR  LINES 

rhroughoul  underwear  circles  the  same 
general  tendency  is  reported  as  in  sweat- 
er coais,  an  improvement  in  t he  qualil  > 
which  the  public  is  buying.  There  is  a 
tendency  Por  lighter  weight  garments, 
especially  in  the  large  centres,  and  com 
binations  arc  steadilj   growing  in  favor. 

Among  the  new  points  in  one  firm's 
showings  is  the  insertion  of  a  piece  in 
the  Bhoulder,    instead    of    the  ordinary 

-cam.  This  makes  it  roomier  and  strong- 
er and  adds  to  the  appearance  by  the 
i j  running  across  the  front.  This 
innovation  is  Pound  in  fine  and  Derby- 
ribbed. 

The  close  crotch  is  being  used  in  this 
Bran   m   all     its  combination     suits,  in 

fleeci  d,  ribbed  nr  natural  wool. 


A  (ream  cashmere  suit  i-  selling  well, 
weighing  only  SVo  lbs.  per  dozen.  This 
sells  well  especially  in  ladies'  wear  and 
for  men  in  high  class  t  rade. 

Natural  wool  garments  si  ill  lead  in 
sales.  and  generally  are  the  most 
popular. 

Fleece  underwear  is  being  made  in 
boys'  combinations,  in  low  grade  and  the 
better  <rrade  as  well. 


Child's   Bweater   coat,    with    wide   notch 

lapel.        Can      he     huttoncd     d086     to     neck. 

Close-fitting  hood  to  match,  without  tucks. 
Shown  by  Olympic  Manufacturing  Co. 
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In  socks,  white  ribbed  wool  are  being 
made  up  for  fall,  and  are  very  warm. 
They  are  used  for  instance,  in  Saskatche- 
wan where  hunter-  are  compelled  to 
wear  white. 

There  has  been  an  advance  in  price  of 
extra  heavy  wool  socks,  but  cashmere 
prices  tend  to  be  lower. 


OTHER  NOVELTY  LINES 

(Continued  from  pa;re  54.) 

In  knitted  skirts  one  firm  has  put  on 
i  he  market  tor  Pall  a  double  cai\liLran. 
racked,  garment,  with  no  seams  or  darts, 
and  with  dome  fasteners  up  the  back. 
Under  the  improved  conditions  of  manu- 
facture it  is  a  soft  and  elastic  ;rarment. 
It  comes  in  three  sizes  in  women's  and 
three  in  misses'  as  well.  These  are  made 
in  black  and  pale  green,  and  black  and 
scarlet. 

Shetland  Vests. 

New  machinery  has  been  installed  by 
one  firm  for  the  manufacture  of  Shet- 
land vests,  which  it  is  claimed,  produce 
superior  results.  These  vests  are  made 
in  old  Scotch  shepherd  checked  pattern 
from  soft  Shetland  wool.  They  are  so 
elastic  that  they  fit  the  form  snusrly  and 
stretch  so  easily  that  they  conform  to 
every  movement  of  the  body.  The  real 
i  natural  selvedge  edge  and  fits 
neatly  at  the  waist.  In  appearance  it 
has  a   brushed  effect. 

Among  lines  of  gloves  arc  Scotch 
knitted    which    the    makers    claim,    have 
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Your  wholesaler  can  sup- 
ply you  with  the  Canada- 
Famous  Humphrey's  Un- 
shrinkable Underwear. 


f 


•II 


f 


Back  on  the  hills  of  the  Maritime  Provinces, 
within  earshot  of  the  roar  of  the  mighty  Atlantic 
and  in  the  embrace  of  the  eagle-winged  salt  sea 
breezes,  roams  the  finest  wool-producing  sheep 
raised  in  the  world. 

The  Maritime  wool  has  a  tough,  long  fibre  which 
is  noted  for  its  absolutely  unshrinkable  nature 
and  its  long-wearing  quality  when  made  into 
fabrics.  This  is  the  wool  used  in  Humphrey's 
Unshrinkable  Underwear. 

We  employ  experts  to  select  the  finest  of  Mari- 
time wools,  expert  spinners,  knitters  and  finish- 
ers. This  is  the  reason  why  Humphrey's  Un- 
shrinkable Underwear  has  a  quality  in  texture 
and  finish  that  is  noted  from  coast  to  coast. 
Every  garment  is  guaranteed  perfect  when  it 
leaves  the  mill. 

Samples  of  1914  range  will  be  sent  by  any  wholesaler 
upon  request. 


E.  H.  Walsh  &  Co.,  Toronto 

Selling  Agents  for  Canada 

Humphrey's  Unshrinkable 
Underwear,  Limited 

MONCTON,  N.B. 
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Prloee   p«r   lb.    in   t&ch    year  ol   somi   Colonial   and   Tofi^u    Wool*. 
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not  before  been  produced  in  Canada. 
They  are  made  of  the  finest  Scotch  al- 
loa   imported  yarns,   in   all   the  leading 

shades  and  heather  mixtures,  including 
greys  and  lovats.  The  gloves  are  trim- 
med  wit  1 1   leather  and   have  dome  fasten 

ers.  The  fingers  are  seamless,  and  fash- 
ioned to  the  point.  Another  line,  iden- 
tical in  make  to  this,  is  shown  without 
tin-  leather  binding. 

Two  Pretty  Caps. 
In  regard  to  head  gear  two  very  prettj 
types  must  not  be  forgotten.  One  of 
these  is  a  patchy  knitted  cap  known  as 
the  "Rah,  Rah!"  and  puts  one  in 
mind   at    once  of  the  college  girl.        The 


crown  is  white  of  a  fancj  weave  with  a 
turned-up  border  of  red  and  white  which 
gives  it  an  attractive  januty  air.  The 
other  is  a  very  neat  white  tarn  hat  with 
a  tasty  edging  of  purple  and  tied  around 
the  crown  by  a  purple  cord  with  knotted 
ends. 

Motor  Scarfs. 
Motor  scarfs  follow  the  general  fash- 
ion and  turn  to  knit  goods  for  their  ma- 
terial. A  rich  looking  novelty,  a  two- 
color  accordeon  i  (fed  in  plain  or  mot- 
tled colors  in  all  the  popular  shades. 
These  run  from  $12  up  to  $24,  and  there 
promises  to  be  a  big  demand  for  them 
next    all. 


An    Invention  for   Fastening 

Patent  Issued  in   United  States    for    Body  Garment   Machine  that 
Omits  Use  of  Buttons,   Hooks,   Etc.   in   Fastening. 


A  NUMBER  of  improvements  to 
knitted  garments  are  claimed  by 
an  invention  patented  recently  in 
the  United  States.  One  purpose  is  to 
provide  a  body  garment  with  means  for 
fastening  by  omitting  the  use  of  but- 
tons, hooks,  etc.  Another  is  to  provide 
a  garment  open  at  the  top  with  flaps 
extending  from  the  arm  openings  to  the 
centre  of  the  breast  with  means  for  se- 
curing such  flaps  at  more  than  one  point 
so  that  one  fastening  forms  substan- 
tially a  straight  line  across  from  the 
arm  pits  while  the  other  fastening 
es   to   supporl    the    front    of   t he   gar 


Baps  extending  from  the  aim  openings 
toward  the  centre  with  mean-  tor  per- 
mitting adjustment  of  the  flaps  to  com- 
pensate lor  the  size  of  chest  measure. 
also  to  provide  a  bodj  garment  com- 
posed of  a  fabric  capable  of  transverse 
stretching  with  Haps  extending  from  the 
arm   openings  toward    the     centre,     such 
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mint,  also   to  provide 
Haps   being   bound   with    material 
is    non-elastic    or    less   elastic    than    the 
material  from  which  the  garment  is 
strncted   whereby   the  width  of  the 
meht   between  the  shoulders  may  be  ad- 
justed  to  such   size     a-  is     desired     by 
manipulating  the  flaps. 

In  the  drawings-  Figure  1  i-  a  view 
of  a  body  garment  showing  one  of  the 
flaps  open  and  turned  back.  Figure  2  i~ 
a  view  of  a  body  garment  having  tluv 
flaps  extending  entirely  together  and 
tied.  Figure  -i  is  a  fragmentary  view 
showing  the  ends  of  the  flaps 
apart  for  enlarging  the  bust  measure  of 
t!ie  garment.  Figure  4  is  a  fragmentary 
view  showing  the  bottom  corners  of  the 
Haps  spread  apart  providing  enli 
ment  of  the  bust  measure  at  a  point 
substantially    between   the  arm    pit 

The    improvement    which      fori    - 
subject    matter  of   this     application      is 
adapted  to  lie  applied  to  body  garments 
of  any  usual  and  ordinary  kind  ami 
illustrated  as  applied  to  garmi 
sisting    of    tubular    knitted    fabric. 
garments   are   provided   with   sleev 
set  in  armholes  or  opening  in  Bui  - 
tially    the    usual    manner.      At    the 
the   tubular  material   of  the   garment    is 
cut  on   an   upwardly   carved   line   as  in- 
dicated   at    12.   extending    from    a    little 
above   the   bottom   of  the   arm   openings 
as    indicated   at   13   up   to   substantially 
the  line  of  the  neck  openimrs  as  indicat- 
ed   more    particularly    at    Fig.    1.      The 
front   is  completed  by  flaps  14  and  15, 
the   lower  edges   of  which  arc! 

somewhat   below   the  lowest   point    ol 
curved    line    12    and    extends    ordinarily 
substantially   straight    across   from   arm 
pit    to  arm  pit.  as  indicated  at   FigUl 

fh,   trout  of  the  body  is  provided 
tapes  or  other  cords  or  strings   16  and 
17    while    the    flaps    are    provided     with 
i  Continued  on  patre  04  A 
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The  .Monarch  Knitting  Co  have 
doubled  their  warehouse  during  the  pas; 
year,  adding  a  section  200  feet  in  depth, 
three  storeys  and  basement,  to  the  large 

pile    of    buildings    at     Dunnville    air 
bearing   their   name         At    Buffalo   they 
nave  just  oompleted  the  construction  "\ 

a   oew  factory  for  their  plant,  200  hv  80 
i  Continued  on  pasr<    122 
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the  final  word  in  wool 


IT  has  been  the  final 
word  in  wool  under- 
wear quality  and  fit  for 
over  twenty  years — the 
final  word  in  real  wool 
underwear  value. 


VOUR  wholesaler 
^  handles  this  famous 
line  of  underwear,  and 
will  be  pleased  to  sub- 
mit the  range  of 
samples. 


Your  men's  underwear  dept. 

on  the  St.  George  basis  will  pay 

The  St.  George  basis  is  one  of  unequalled  quality,  fit,  finish  and  comfort,  built 
on  a  life-long  experience  in  the  exclusive  manufacture  of  men's  wool  under- 
wear. St.  George  will  put  your  underwear  department  on  a  profitable, 
business-getting  basis.    Your  wholesaler  will  supply  you.    Write  for  samples. 

Schofield  Woolen  Co.,  Limited 

OSHAWA,  ONT. 
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Reg.   U.  S.  Pat.  Off 


"Hermsdorf  Fast  Black" 
was  the  first  reliable  dye 
for  cotton  hosiery. 

]t  is  still  first  in  points  of  purity, 
permanence  and  world-wide  prefer- 
ence. The  laboratory  that  created  it 
has  now  perfected  a  process  — 
"Hermsdizing" — for  giving  cotton 
hosiery  in  all  shades  the  even  color- 
ing, softness  of  texture  and  sheen  of 
silk.  Hosiery  treated  with  this  great 
improving  process  is  known  as 
"Hermsdorf  Brilliants"  (Reg.  U.S. 
Pat.  Off.).  Progressive  Hosiery  buy- 
ers and  retailers  in  all  parts  of  the 
world  have  pronounced  "Hermsdorf 
Brilliants"  a  tremendous  merchan- 
dising and  commercial  success !  You 
will,  of  course,  want  to  see  samples  of 
these  remarkable  goods.  If  you  have 
a  European  branch — write  or  wire 
your  representative  at  once.  If  not — 
any  Large  wholesaler  or  importer 
should  be  able  to  supply  your  de- 
mands. 

NAMES  OF  GERMAN  MANUFACTURERS 
USING  HERMSDORF'S  LATEST  AND  GREAT- 
EST HOSIERY  IMPROVING  PROCESS  WILL  BE 
CHEERFULLY  FURNISHED   ON  REQUEST. 


"The  name  thai  lella  the  stocking." 

WORKS:  CHEMNITZ,  SAXON'S 

AMERICAM  BUREAU, 
235  West  39th  Street,  NEW  YORK 


You  owe  your 
mens  underwear 
department 
this  consideration 


The  success  of  your  depart- 
ment depends  very  largely 
upon  your  stocking  lines  that 
will  have  the  pull  with  the 
111011  of  your  town — lines  that 
surpass,  in  value  and  appear- 
ance, those  of  your  opposi- 
tion. 

A  thorough  inspection 

of   the  complete  1914 

range  of 

Imperial 

Underwear 


included  in  which  are  such 
pure  wool  lines  as  men's 
Natural  Wool,  men's  Elastic 
Knit,  men's  Scotch  Wool, 
men's  Scotch  Knit,  men's 
High-Grade  Imperial  and  our 
Summer  special  Double 
Thread  Balbriggan.  We  have 
been  specialists  in  men's  pure 
wool  underwear  for  over 
thirty  years  and  guarantee 
Imperial  Brand  Underwear 
in  give  absolute  satisfaction 
in    every    way.       We   do    not 

make  combinations. 
Send  to-day  to  your  whole- 
saler for  the  complete  range 
of  samples. 


\ 


/ 


n 


I 
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Kingston  Hosiery  Co. 

EitabliiheJ  1 

KINGSTON,  ONTARIO 


62 


KNITTED    GOODS 


Dry  Goods  Review 


asli  »our  ©Jlljoltsalrr  Jfor 

SCOTCH    KNIT 


J.  L.  Gibson 
&  Co. 

DUMFRIES, 
SCOTLAND 


Scotch   Knit 
Gloves 


Woollen  Gloves 

Wm.  Lockie 

Caps 

&  Co. 

Motor  Scarves 

HAWICK, 
SCOTLAND 

and 

•    * 

Scotch    Knit 

Waistcoats 

Waistcoats 



LEICESTER 

Sweater  Coats 


Caps,  Motor  Scarves,  Hoods,  Mufflers,  etc. 


John  Currie 

H.  W.  Plant 

Son  &  Co. 

These  Are 

&  Co. 

STEWARTON, 
SCOTLAND 

All 

4 

LEICESTER, 
ENGLAND 

Scotch   Knit 

Caps,  Scarves  and 

Sweater    Coats 

Leaders 

Caps,  Scarves  and 
Sweater  Coats 

Sole  Selling  Agents  to  the    vvholesale  Trade 


SEWARD    BROTHERS 


112-116  St.  Nicholas  Building, 

Phone,  Main  627 


Montreal,  Que. 
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Child's   Camel    Hair   Suit 

Four  Pieces — Fashioned 

Bere  is  one  of  the  smartesl  little  suits  that  evor 
came  off  the  knitting  loom.  It  is  of  soft  woolly 
fabric  in  real  camel  hair  effect,  made  in  different 
colors,  for  children  2  to  8  years  of  age.  It  is  made 
in  four  pieces,  sweater,  pants,  cap  and  mitts,  all 
fashioned  to  tit.    Samples  sent  upon  request. 

We  also  make  hosiery,  gloves,  mitts  and  toqu<  s 
Sec  our  1914  range. 

Avon  Hosiery,  Limited 

STRATFORD,  CAN. 
R.  L.  Baker  Co.,    100  Wellington  St.  W.,  Toronto,    Ont. 


MADE  BV 
SOOERICH  KNITTING  CO 


Maple  Leaf 
Hosiery 


THE  OLD  RELIABLE  BRAND 
THAT  IS  MADE  UP  TO  A  STAND- 
ARD, NOT  DOWN    TO   A    PRICE. 

Hosiery  and  mitts  La  not  a  *ide  line  with  us; 
we  make  nothing  else,  and  as  we  were  fortun- 
ate in  buying  yarn  before  the  advance  in- price 
we  can  sell  you  goods  below  present  value,  and 
also  maintain  our  high  standard  of  quality.  It 
will  pay  you  to  seo  our  new  cashmere  lines 
before  placing  your  fall  <  >rder. 

[f  our  traveller  has  not  called  on  you.  send 
for  samples  and  prices.     IT  WILL  LAY  Vol'. 

GODERICH  KNITTING 
CO.,  Limited 

GODERICH,  ONT. 


To  Wholesale  Buyers 


S.  F.  GIBSON 
&  CO. 

Argyle  Works,     Malvern  Road 

EAST  HAM,     LONDON, 
ENGLAND 

MAKERS  of  LADIES' 
KNITTED  sports 
COATS 

in 
Pure  Silk.    Wool.    Artili- 
cial  Silk    .md    Merccriseil 
Silk  and  Cotton. 
KNITTED    MOTOR 
S<  VRVES 

in    Artificial     Silk.     Real 

Silk  .unl  Cotton. 


Canadian   Agents 

MARSHALL  & 
ROGERS 

16  McGill  College 
Ave. 


MONTREAL 

Arethusa  Brand 
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"THE       COATS      THAT      ARE      TAILORED      TO      FIT 


"Outing"  the  truly  tailored  knit 
coats  for  ladies  and  gentlemen 


This  coat  shown  to  the  Left  is  our  A. 54, 
made  from  fine  Australian  wool  iu 
Jumbo  stitch,  weighing  4  lbs.;  full- 
fashioned  with  shawl  collar  and  taped 
pockets.  Colors:  Silver  grey,  brown, 
fawn,  navy,  maroon,  slate,  cardinal, 
dark    grev    and    white. 


This  is  one  of  our  new  Norfolk  styles. 
A  coat  that  is  made  of  a  fine  quality 
worsted  yarn,  knit  in  one  piece,  with 
no  side  seams.  Made  in  any  combina- 
tion of  colors.  Colors  are:  Silver  grey, 
brown,  fawn,  navy,  maroon,  slate, 
cardinal,  dark  grey  and  white. 


Men's   and    Women's  A.50   (oat. 

The  coat  illustrated  above  is 
made  from  high-grade  yarn,  full- 
fashioned,  a  real  Shaker  Knit 
Coat  with  shawl  collar.  Colors: 
Silver  grey,  brown,  fawn,  navy, 
maroon,  slate,  cardinal,  dark  grey 
and  white. 


Men's    A.54    Coat. 


Woman's    Norfolk    Coat. 


Men's  Heavy  Wool  Underwear  for  Fall  and  Winter 

A   card   to-day  will   ensure   you   seeing  our  range 

Frank  W.  Robinson,  Limited 

BATHURST    and     WELLINGTON     STREETS,    TORONTO 

Western    Ontario — C.    Q.    Morrow.  Eastern    Ontario — C.    M.    Browne.  Northern    Ontario — J.     Bert    Robinson. 

Western    Canada — E.    W.    Verner.  Maritime    Provinces    and    Newfoundland — Jones    &    Cairns,    St.    John,    N.B. 

Quebec— F.     E.    Desjardins,    1521    St.    Denis    St.,    Montreal. 


THE      COATS      THAT      ARE      TAILORED      TO      FIT" 
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More  Reason  Than  Ever 
For  Ordering  Your 
ZIMMERKNIT"  Early 

XTOU  are  accustomed  to  the 
"■■  appeal  of  the  manufacturer 
that  you   "get   your   order 
in  early." 

Like  the  little  boy  who 
cried  "wolf"  so  often  that 
when  a  real  wolf  did  ap- 
pear he  couldn't  get  any- 
one to  pay  attention,  the 
manufacturer  often  finds 
himself  talking  to  deaf  ears 
when  he  has  a  real  reason 
for  saying  "order  early." 

But  do  not  make  the  mis- 
take of  assuming  that  it  is 
merely  a  cry  of  "wolf" 
when  we  say 

Order  Early  This  Season 

There  is  a  real  reason  for 
it.  Practically  all  Canadian 
manufacturers  have  during 
the  past  year  confined  their 
activities  to  the  production 
of  goods  against  orders — 
thus  avoiding  the  accumu- 
lation of  stock. 
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This    means    a    shortage    of   available    underwear   in 

general — and  this  is  as  true  of  our  business  as  it  is  of  any  other.  But  Zimmerknit 
faces  still  another  exceptional  condition.  It  is  going  to  experience  practically  a  double 
demand  this  coming  season — because  so  many  of  its  wearers  have,  owing  to  the  un- 
usually "open"  winter,  been  wearing  their  Zimmerknit  Balbriggan  right  through  the 
Fall  and  well  into  the  Winter.  Many  men,  in  fact,  are  wearing  "Zimmerknit"  right 
now — wearing  out  their  supply;  getting  down  so  low  that  they  will  have  to  soon  order 
more  from  their  dealers. 

How  about  this  increased  demand  ? 

How  about  this  question  of  low  stocks  ? 

Isn't  there  just  one  solution — just  one  thing  for  you  to  do? 

In  the  face  of  two  such  important  and  unusual  conditions  would  it  not  be  well  to 
"take  time  by  the  forelock"  and  get  your  order  for  Zimmerknit  in  right  now  ? 

To  be  sure  of  delivery,  see  that  your  requirements  for  Spring  and  Summer  are  immed- 
iately covered,  with  a  selection  from  our  complete  range  of  Balbriggans  in  White, 
Egyptian  and  colors;  and  from  our  range  of  Porous,  Mesh,  Lisles,  Silkettes,  Merino, 
Cashmeres,  Fine  Ribs,  Jerseys  and  Bathing  Suits  for  men  and  boys. 

Remember,  too,  our  complete  range  of  fine  Balbriggan  fabrics  in  white,  for  one-piece 
and  two-piece  suits  for  ladies  and  children. 

ZIMmerkNIT 

UNDEKWEAR 


E.  H.  WALSH  &  CO. 

W.  R.  BEGG 

A.  R.  McFARLANE 

TORONTO 

TORONTO 

VANCOUVER 

Agents  for  Quebec,  Maritime 

Agent 

Agent 

Provinces,  Manitoba,  Alberta 

for  Province  of 

for  Province  of 

and  Saskatchewan 

Ontario 

British  Columbia 

Zimmerman    Manufacturing    Company 

Limited 

Head     Office     and     Factory     at     Hamilton,     Ontario 
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Bentro 
Knitted 
Coats 


For  Ladies 
or  Men  with 
whom  re- 
finement is 
a  creed.  .  . 


60-R 


We  produce  a  line  of  Coats,  Caps,  Mitts, 
Gloves  and  Fancy  Novelties,  that  is  positively 
without  a  superior, — a  line  that  has  forced  its 
\\a\  into  the  leading  position  in  the  better  class 
Made,  by  sheer  merit. 

There  are  no  knit  garments  that  are  more 
painstakingly  made  or  everlastingly  shape- 
keeping  and  with  more  style  and  snap  than 
"Bentro  Knit." 

Quality  is  our  watchword. 

The  coat  pictured  above  is  our  No.  60-R,  and 
is  only  one  of  a  score  of  coats  in  our  1914  range 
now  being  shown  by  our  travellers. 

Ladies',  Men's  and  Children's 

Mitts  and  Qloves,  to  pluln,  Brushed   and    Fulled   Caps 

fancj    and    Brushed    knits.  and  Toques. 

Mori's    Scotch    Knit    Mitts  Men'-;    Motor   Caps, 

find  Gloves  Infants'  Sets,  Sashes, 

Sweater  Coats. 


The   Williams-Trow   Knitting 
Company,  Limited 


STRATFORD, 


ONTARIO 


AGENTS 


\!     Robertson    &    Co 
7<>  Baj    si  .  Toronto. 
.1    B    Tro\i    A    Co 

Bldg      Montreal 


QeO.     A      Mann. 

Travellers   Bid.,   Winnipeg 

.1     W,    Nixon, 

601    Mercantile    Hidg.. 

\  incouver. 


THE 

HARVEY  BRAND 

Knit  Coats  for  Men, 
Women  and  Children 


in  tin'  oewesl 
and  most  fash- 
ionable s  t  y  l  e  s, 
ilso  in    the    new 

1)  r  ii  s  li  e  il     AN 
GORA  effects. 

ireed    Iron- 
clad si 

Boys'   and   girls' 

knitted   su 

c  "  in  b  I  n  a  t  ioi 

blouse       and 

skirf;. 


Sold  to 
Retail 
Tradi 
Only. 


Underwear 

in  men's  and  la- 
dies' fine  Botany 
wools.  See  our 
new    style    necks 

and  drop-seat  ladies'  combination,  some- 
thing entirely  new,  absolutely  closed  and 
with  the  advantages  of  ordinary  drawers. 

You  will  be  interested  in  these  new  styles. 

HARVEY   KNITTING 
COMPANY,  Limited 

WOODSTOCK.         ONTARIO 


Agents    B    '     and  Alberta    H    P    Lane,  ""  Walton  lu.in . 
Vancouver. 

Man,  and  Bask     Harrej   Bi   -    N  Beotl  Block,  Winnipeg. 
Ontario    .i    i.    McClung    93  Mellnds  BI     Toronto. 
Quebec    i     DeGruchj    .v.   Bon,  201  SI    Tames  31     Montreal 
Maritime    i'.   B    White,   31    Stephen,    N  B 
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Under 


The  Combination 
with  the  perfect  one- 
piece  closed  crotch 

The  accompanying  illustration 
shows  clearly  the  form  of  the  new, 
perfect  -fitting,  one  -  piece  closed 
crotch  as  used  exclusively  on  the 
Dr.  Neff:  Underwear. 

This  crotch  gives  absolute  comfort 
and  facilitates  action  without  the 
uncomfortable  drawing  sensation 
usually  accompanying  closed- 
crotch  combination  underwear. 

We  are  exclusive  makers  of  Dr. 
Neil's  Underwear  for  Canada  and 
with  our  unlimited  facilities  we  are 
enabled  to  give  the  trade  excellent 
service. 

This  underwear  is  made  of  a  soft, 
non-irritating  wool  fabric,  close- 
fitting,  but  not  binding.  It  is  the 
comfort-giving  underwear  for  the 
better  trade,  good  for  both  cold  and 
cool  weather. 

Samples  sent  on  request. 


Thos.  Waterhouse  &  Co.,  Ltd. 

INGERSOLL,   ONT. 

Mr.  W.  E.  Mosey,  Toronto,  agent  for  Ontario.  J.  W.  Peek  &  Co.,  Winnipeg,  agents  for 
Manitoba,  Saskatchewan  and  Alberta.  Garneau,  Ltd.,  Quebec,  agents  for  Quebec  and 
Maritime  Provinces.   J.  W.  Peck  &  Co.,  Vancouver,  agents  for  British  Columbia  and  Yukon. 


"~\ 
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"  Reliance 
Sweater 


Brand  " 
Coats 


■ 

.    loi    CanaJa. 


A/£^^'U  STRETCH  BUTNEVt^'^ 
*"   SHRINK  AND  ALW^VS 

Sweater  Coats 
for  men,  women  and 
children 

They  re  the  coats 
for  the   best-dressed 
people 


tvtAKE  Reliance  the  basis  of 
your  1914  knit  goods  buying. 
The     styles     are     exclusive,     the 
values  are  right. 

Reliance  Garments  have  features 
that  are  all  their  own. 

Note  the  illustration  above.  Send 
tor  samples  of  our  latest  numbers. 
We  make  Sweaters,  Knit  Coats, 
Underwear,  Caps  and  Children's 
Wear. 


Made  by 

The  Reliance   Knitting 
Company,  Limited 

KING  AND  BATHURST 
TORONTO 


DRESS    ACCESSORIES 
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"  Reliance  Brand  " 

Underwear 


*£vr»lLL  StRetch  BUT  Hcve^  e^ 

C*  SHR,NK  AND  ALWAVS  ^ 


1  he  perfect- 
fitting 
underwear 

The  underwear 
with  the  exclusive 
points 


The  Elastic 
Collarette 

fits  the  neck  snugly 
and  keeps  out  the 
winter  wind,  never 
gaps  and  leaves  the 
neck  exposed. 


The  Reinforced 
Shoulder 

Shoulders  are  reinforc- 
ed with  a  narrow  strip 
of  cloth  running  across 
the  wale  to  prevent 
them  trom  stretching 
and  dropping  down. 


The  Staunch 
Waistband 

— strongly  stitched  and 
thoroughly  well  finish- 
ed, showing  the  extra 
fine  workmanship  put 
into  all  parts  of  the 
garment. 


ARGE  or  small,  your  orders 
will  be  given  the  best  of  our 
attention.  Our  underwear  styles 
and  values  are  right.  Note  the 
points  of  Reliance  superiority  in 
the  accompanying  illustration. 

See  our  new  Fall  range  before 
placing  your  order.  Our  line  will 
open  up  new  business  for  you. 


Made  hy 

The  Reliance   Knitting 
Company,  Limited 

KING  AND  BATHURST 
TORONTO 


The  Unbreakable  Seams 

No  amount  of  stress  or  strain 
can  break  them.  Fabric  will 
tear  before  seam  breaks.  Your 
money  back  or  a  new  gar- 
ment for  any  one  returned 
with  seam  broken. 


The  Improved 
Cuffs 

'  are  firmly  knit  to  hug 
the  wrist  and  cannot 
flare  out. 


A  Closed  Crotch 
Combination 

that      is     positively 
perfect. 


The  Form-Fitting 

Anklets 
knit    to    shape    and 
will  not  flare  out. 


Dry  Good*  live  ten 
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VANGUARD  Knitting  Wools 


Established 


Scotch 
Fingerings, 
Vanguard, 

15'8,  12'S, 

Fine. 

Hosiery 

Yarns, 

<&c,  &c. 


C'STt> 


Soft 

Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 
Fine. 

0      and  00 
Worsteds, 

Ac.  Ac. 


THOMAS  BURNLEY  &  SONS,Limited 

Manufacturer's    of  Scotch    Fingering  and   Knitting    Wools. 

GOMERSAL    MILLS,    nx*.    LEEDS,    ENGLAND. 


JAEGER  PURE  WOOL 

SHIRTS  and  WAISTS 

The  Most  Popular  Spring  and  Summer  Wear 

PURE  WOOL  <P 

fl  ]  TAFFETA  and  ZEPHYR  fk 

Made   in   our  own  factory  from  exclusive   designs, 

and   have  the  smart-tailored   appearance  that  meets 

the  most  exact  demands. 

We  will  gladly  send  you  pattern  sets  on  application. 


DR.  JAEGER'S 

HEAD  OFFICE  AND  WAREHOUSE 


*C    SANITARY    WOOLLEN 


SYSTEM 
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OLYMPIC  KNIT  GOODS 


GarmenfN"    : 

Si    SWEATER  COATS 


Gnnnenl  NV5 

/,i57  m 

I5!i   160 


OLYMPIC  KNIT  GOODS  are  made 
exclusively  from  pure,  unmixed, 
first  quality  English  woollen  yarns 
or  in  combinations  of  wool  and 
silk,  as  the  case  may  be. 

OLYMPIC  KNIT  GOODS  are  made 
by  expert  knitters  and  skilled  fin- 
ishers, and  are  ''full-fashioned" 
and  hand-finished  throughout. 

OLYMPIC  KNIT  GOODS  are  made 
in  accordance  with  a  proper  appre- 
ciation of  the  lines  of  the  human 
form  and  an  artistic  knowledge  of 
proportions. 

OLYMPIC  KNIT  GOODS  have  the 
style.  The}'  are  beautiful  when 
made,  and  remain  beautiful  during 
the  whole  life  of  the  garment. 

OLYMPIC  KNIT  GOODS  for  sport- 
ing and  athletic  purposes  are  be- 
coming favorites  all  over  Canada. 
They  are  made  in  club  lots  with 
crests  as  required. 

OLYMPIC  KNIT  GOODS,  while 
strictly  first-class  in  all  cases,  are 
not  dear.  In  fact  they  are  the  best 
value  in  the  market  for  the  prices 
asked. 

Our  1914  Catalogue  is  now  ready  and  at 
the  service  of  buyers  or  purchasing 
agents,  and  a  postcard  request  for  same 
will  meet  with  prompt  attention.  Those 
interested  are  cordially  invited,  when  in 
Toronto,  to  call  and  inspect  the  season's 
range  of  samples. 


The  "Olympic  Label"  attached  to  all 
articles  of  our  manufacture,  including 
Sweaters,  Sweater  Coats,  Jerseys,  Snow 
Suits,  Skating  Caps,  Toques  and  Hoods, 
is  our  guarantee  of  Excellency,  Fit  and 
Style. 


OLYMPIC 


MANUFACTURING     COMPANY 

64  COLBORNE  STREET,  TORONTO 


73 


Dry  (loads  Review 


K  N  I T TED    GOO D S 


ALL-WOOL  UNSHRINKABLE 

Underwear 


Every  Customer  who  purchases 
JAY  Underwear  will  be  a 
satisfied  customer. 


Viewed  at  from  every  point  of  view— comfort, 
durability,  weight,  range  of  sixes,  cost — JAY 
is  emphatically  the  underwear  for  Canadians. 

The  patented  improvements,  securing  greater  comfort  and 

M  D      „  .  durability,  added  to  the  high  skill  dis- 

N.B.— Lvery  genuine  i         j    •  t.  u  J 

JAY  garment  bears  played  m  its  manufacture,  have  made 

this  Trade  Mark.  I    A  V 

THE  WORLD'S   LEADING  WOOLLEN    UNDERWEAR 

Wholesale   Agents:     1.    &   R.    Morley  ;     Geo.    Brettle   &   Co. 

LONDON.    ENGLAND  *mk'i  M.  brUa 


r 


■^ 


LABEL  YOUR  GOODS  WITH  "  COLONIAL"  WOVEN  SILK   LABELS 


You're  Not  Ashamed  of  Your  Goods 

or  you  would  hardly  be  offering  them  for  sale,  in  facl  you  realized  in  buying  them  that  your  reputa- 
tion was  at  stake.  Why  not  turn  every  sale  into  a  real  live  advertisement  for  your  store  by  attaching 
to  each  article  a  handsome  silk-woven  label  bearing  your  name?  It  is  sure  to  bring  results  in 
return  sales.       Samples  sent  on  request. 

COLONIAL  WEAVING  COMPANY,  LIMITED 
PETERBORO,  ONTARIO 


L 


LABEL  VOIR  GOODS  WITH  "COLONIAL'1  WOVEN  SILK  LABELS 


.J 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 


KNITTED    (100DS 
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A   New   Member    Enters 

The  famous  Turnbull  family 


"  New-Tex 


» 


comfortable, 
children. 


warm 


and 


the  new  children's  garment,  is  de- 
signed to  do  away  with  the  old, 
cumbersome     and     inconvenient 
-  child's  vest. 

The  tapes  sewn  into  the  garment 
and  running  over  the  shoulders, 
front  and  back,  equalize  any  strain 
there  may  be,  and  prevent  the  gar- 
ment from  stretching.  There  are 
buttons  front,  back  and  sides,  and 
each  is  on  a  strong  tape  of  ample 
length  to  allow  buttoning  on  of  two 
or  more  outer  garments. 

Tape  and  buckles  are  provided 
at  the  side  for  fastening  of  garters. 
The  whole  garment  presents  some- 
thing new  and  very  desirable — a 
convenient    under-garment   for  the 


As  every  careful  Mother's  eye  is  instantly  attracted  by  these 
many  desirable  features,  every  dealer  can  sell  this  "New-Tex" 
garment  without  trouble.  Speak  to  our  travellers  or  write 
directly. 


Sweater  Coats 

CEETEE  Shaker  Knit  Sweater 
Coats,  automatically  shaped  during 
the  knitting  with  pockets  and  sleeves 
knitted  to  the  body  of  the  garment 
(instead  of  sewn)  are  acknowledged 
to  be  the  finest  Sweater  Coats  in  Can- 
ada. They  make  an  ideal  house  coat 
for  the  cold  winter  months  and  ample 
protection  for  vigorous  outdoor  sports. 
Every  dealer  should  handle  this  suc- 
cessful and  quick-selling  line ;  our 
travellers  will  show  you  samples. 


M  Bands 

for  infants,  are  a  garment  no  dealer 
should  be  without.  These  dainty, 
convenient  and  necessary  baby  gar- 
ments are  especially  designed  for  the 
comfort  of  the  little  ones  and  the  con- 
venience of  the  mother. 

Put  up  in  attractive  boxes  they  find 
instant  sale.  Speak  to  our  travellers 
about  them. 


The  C.  Turnbull  Co.  of  Gait,  Limited 

GALT,  ONTARIO 

Also  manufacturers  of  "CEETEE"  Underclothing  and 
Turnbull's  Ribbed  Underwear. 
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K  N  ITTKD    HOODS 


Ladies',  Misses'  and  Children's  Underwear 

For  Spring  1914 

Before  placing  your  order  for  Spring  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well-known  brands,  viz: 


fit 


and    call  your   special  attention  to  the  new  patent  Pandora  Style  in  Women's, 
Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,   100  Wellington  St.  W.,  Toronto,  Ont. 


Service  and  Specialty 

Duck  Clothing 


Duck     uniforms     for     cooks, 

waiters,     barbers.     Icirti'iidcrs. 

butchers,  grocers,  doctors. 
et<  Every  garment  bearing 
the  label 


"millp:r's 
ahead  of  all" 


.  — 


our    Duck    service    and 
specialty  clo(  blng  com 

]> rises    all     I  lie     popular 

stj  les  [or  all  classes 
de  We  are  "past 
masters"  i»  the  ari  of 
making  duck  clothing 
thai    al  m   ab 


The     '•Miller     All. 

All"      label      Is      your 

guarantee.     See  thai   II 

is  (iii  your  (luck  Cloth- 
ing and  your  Bpeclal 
orders   of   HUltla     and 

Cadet       1  iiifnriiis.      Hoy 

Scout    and    Olrl    Guide 

oiiinis,  etc. 


\\  •    iu  \  .■  ,i  special  depart  menl   for 

Church  Choir  Vestments 

Mini  can   Dauke  you  d   One  proposition   to  go  after  the  bu 

•  ■I  j ofl  ii  and  ..'  hi  r  chun  bes 

The    Miller  Mfg.  Co.,  Ltd. 

251-3  Mutual  St.,  'Toronto 


THE  HALL-MARK  OF  Refinered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PR  INC  I* 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,   it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  procest 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless, 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECT/ON  IM 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 
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FASHION'S 

Latest  Word  in  Fashion  s 
=====  Greatest  Pattern  =— 


BUTTERICK 

Goes  Ahead 

Faster  Than 

Ever 


The  name  Butterick  means 
Fashions  to  millions  and  millions 
of  women  throughout  the  civil- 
ized world. 

They  go  where 

BUTTERICK 
LEADS 

There  is  no  greater  sales-force  you  can  ap- 
ply to  your  business  than  the  power  and 
prestige  of  Butterick. 

Write  for  further  particulars 


BUTTERICK 

Butterick  Building 
New  York 


72-74  Duchess  Street 
TORONTO,  Ont.,  Canada 


Make  Yours 

A 

BUTTERICK 

Store 
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Good    Mid-Season   Business    Promised   in   Hats 

Spring  and  Summer  Styles  Held  Back — Wide  Ribbons  Joined  To- 
gether— Nothing  Smarter  Than  Black — Toques  in  Big  Variety. 


So  far  it  is  the  jaunty  note 
thai  is  strongest,  and  the  great- 
est factor  in  its-  production 
seems  to  lie  in  the  proper  ad- 
justment of  the  hat,  for  the  new 
/mis  are  worn  with  a  decided  tilt 
over  one  eye.  In  addition  the 
width  of  the  brim  has  dimin- 
ished almost  to  nothing  on  the 
right  side,  while  the  left  rises 
high  in  broad  revers  which 
often  soar  higher  than  the  crown 
itself.  This  high  flare  is  often 
accentuated  by  high  trimming 
posed  at  the  very  highest  point 
of  the  brim. 


MILLINERY  showings  so  far  are 
confined  chiefly  to  hats  that  are 
suited  to  «arly  season  wear.  Late 
Spring  and  Summer  modes  have  not  ar- 
rived. This  is  a  tendency  that  has  pre- 
vailed for  some  seasons  now  and  is  one 
that  certainly  makes  for  the  selling  of 
more  millinery.  Such  a  procedure  is 
particularly  suited  to  the  Spring  season 
now  approaching  as  there  should  be  a 
good  before-Easter  season,  as  that  festi- 
val falls  so  late  this  year.  Much  of 
course  depends  upon  the  weather.  Early 
Springlike  weather  will  mean  that  the 
majority  of  women  will  invest  in  a  mid- 
season  hat,  but  cold  stormy  weather  will 
curtail  sales. 

The  early  models  while  showing  new 
tendencies  follow  very  closely  along  the 
lines  laid  down  for  the  late  Winter 
hats. 

e  present  vogue  is  for  taffeta,  tulle 
and  moire,  and  t  he  result  is  that  hats 
arc    nearly    all    of   tin'   made    \arieU    ami 

show  these  materials  either  separately 
or  oombinedji  Pine  -I  raw  braids  gener- 
ally in  the  form  of  narrow  brim  or 
revers  are  also  added.  Narrow  pleatings 
of  tulle  and  tosades,  ehous  and  how  ar 
rangements  are  all  introduced  into  the 
trimmii I'  these  hats. 

Joining  of  Wide  Ribbons. 
A  new  idea  is  the  joining  together  of 
wide  ribbi  '   for  covering  crowns 

and    brims.       I  d    to 

run    aero    .   l<  ngt  h«  ise   or   on    the   '"as 
just  as  the  millmer  chooses.    Shapes  are 

narrow    ribbons    about     two 

inches  wide.     These  ribbon-  are  shirred 
along    on.  and    used    in    the   Bame 

manner  as  Bt raw  braid-. 


Taffeta  turban  with  high  front   trimming. 


There  is  a  growing  disposition  to  use 
malines,  and  crowns  made  of  layer  upon 
Layer  of  maline,  until  the  material  has 
sufficient  body  to  render  it  opaque,  form 

one   of  the     new      ways     of     usimj:  this 


Chinest  infiuenct  on  pattern* 

strong. 

Black  continue*  strong;  dark 
shades  of  blue  and  dark  browns 
also  selling  well. 

Green  growing  in  favor 
deep  myrtle  and  Russian  first. 

In  trimming,  <  merald,  sap- 
phire, blues,  royal  purples,  gold, 
apricot,  cardinal  and  new  fox- 
glove shades  replacing  cerise. 


Casque  shape  of  Milan  Tagal  brimmed 
« itli  mount  "i  hi  i  on  and  bow  <>i  corded 
i  ibbon,     slum  n   i.\    Debenhams,  Ltd.  • 

7< 


material.  Transparent  crowns  are  ap- 
pearing for  afternoon  and  evening  hats, 
and  are  almost  always  of  jet  spangled 
net.  and  the  newest  models  show  the 
brim  jetted  also.  Jetted  nets  worked 
out  in  handsome  patterns,  strings  of  jet 
beads,  loops,  twists  and  drapes  of  jetted 
nets  or  ol  taffeta  or  moire  are  preferred 
a  present  to  all  other  forms  of  trimming, 
but  as  the  season  opens  up  milliners  are 
preparing  to  use  fancy  feathers,  ostrich, 
flowers,  lace,  ribbons  and  ornaments  of 
jet  and  metal  set  witli  mock  jewels.  Paris 
is  using  amber  and  doubtless  this  idea 
will  reach  here  by  the  time  the  season 
opens. 

Velvet  and  Silk  Plush. 

Velvet  is  much  too  popular  to  be  dis- 
carded, and  will  he  used  for  facing  the 
brims  or  for  making  the  crowns  of  hats 
with  the  brim  of  Milan,  hemp.  Leghorn 
or  Panama  straw.  Even  silk  plush  will 
be  used  for  this  purpose  and  large  hand- 
some bows  ol'  moire  edged  with  bands  of 
maline  will  be  used,  supplemented  some- 
3  with  tight  bouquets  of  mixed 
flowers.  Very  few  hats  are  seen  that 
are  wholl]  aw,  and   when  pressed. 

crown  or  brim  are  veiled  with  some 
material,  some  having  one  or  two-piece 
berreta  crowns  either  of  silk  or  crepe 
which  is  often  figured. 

Many  Models. 
Milliner-  are  taking   full  advantage  of 
lea    of   drawing   st\les   from    many 
sources  and   besides  the  models  that   are 
strictly   modern,  F.mpr  n, id-Vic- 

torian, and  also  Rembrandt,  Gains- 
borough and  Pragonard  shapes  promise 
to  have  a  measure  of  popularity.  Mil- 
liners,  therefore,   have  plenty   of  - 

for  the  production  ^'J  DOVel   models,  and 


MILLINERY 
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Exquisite  1914  Millinery 

THE  SPRING  SHOWING 

The  D.  McCall  Co.,  Ltd. 

will  show  at 

Toronto 


on  and  after 


Monday, 


-w*ju  mm  mxmj  *  *m  *r*ju  j—m  m  mi* 


W    *— **    m?    ^/  m  m   mV    %^r     ^*s 


February  16th 


the  season's  styles  of  Pattern 
Hats  and  Millinery  Novelties 


The  D.  McCall  Co.,  Ltd. 

TORONTO 
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MILLINERY 


shown  by  Stracbaii,  Burden  &  Plaskett. 


models  that  are  becoming  to  all  types  of 
faces. 

Height  of  New  Hats. 

The  height  of  the  new  hats  is  due  to 
the  high  coiffure,  and  to  this  also  is  due 
the  retaining  in  favor  of  the  soft  crown 
and  the  tam  or  beretta  crowns.  There  is 
quite  a  change  in  these  crowns  as  illus- 
trated l),\  the  new  millinery  for  this  kind 
of  crown  is  wired  and  pulled  up  high. 

Toques  that  are  very  high  on  one  side 
and  Hal  on  the  other  are  shown  in  big 
variety.  As  a  rule  it  is  the  trimming 
that  produces  this  high  effect;  wide- 
pleated  ribbons,  piece  silk,  maline  or 
velvet.  Some  hats  have  circular  ban- 
deaux ni-  bandeaux  only  on  the  lefl  side. 
Some  of  these  bandeaux  are  cap-like  and 
are  trimmed  often  with  ribbon.  On  the 
top  of  this  cap  is  posed  a  large  plateaus 
of  straw  or  one  covered  with  some 
material  slantwise  producing  somewhat 
the  effect  of  a  beretta. 

Tricorne  shapes,  and  Napoleons  come 
in  smart  effects  and  are  all  more  or  less 
on  the  toque  order.  Some  four-sided 
toques  are  also  on  the  market.  Hats  of 
this  class     have     triangular     or  square 

crowns,  while  the  crowns  of  the  Xapo 
LeOD  Bhapes  are  Softly  draped  and  follow 
the  outline  of  the  hat. 

Black  is  Very  Smart. 
Jusl  at  the  present  moment  nothing  is 

smarter  than  black,  and  black  will  cer- 
tainly lie  ver\  much  in  evidence  right 
into   Spring,  though    there   are  Bigns   thai 

colored  hats  with  black  trimmings  will 

ood.     Humors  as  to  the  return   of 

ven   vivid  colors  again  next  Spring  do 


mil  seem  to  be  justified  by  recent  de- 
velopments,  nor  i<  it  borne  out  by  the 
color  cards.  Colors  are  rich  rather  than 
vivid  and  there  is  quite  a  preponderance 
of  dark  shades.  Very  dark  tones  of  blue 
such  as  petrole:  very  dark  navy  shades, 
deep  preens,  verj  dark  garnets,  mulberry 
and  dusky  mauves,  copper  browns  and 
tete  de  n-egre  are  the  best  thought  of 
colors.  Rich  flower  shades  will  be  used 
in  the  trimmings  and  accessories. 

Revival  of  Jet. 

The  most    important    development  so 

far  is  the  strong  revival  of  jet.  and  from 
Paris  comes  the  news  that  jet  is  being 
combined  with  amber  there.  Aisrrette 
and  paradise  are  seen  on  the  hats  im- 
ported from  Paris,  but  New  York  models 
feature  striking  ostrich  garniture,  Rib- 
lion   arrangements,   (lowers,  berries  and 

lace   will   decorate  the  later  models. 


117/.  IV  PARIS  SA  YS  OF 

HATS. 

Black  //'  I"  rally  worn. 
Aigrette  and  Paradisi    drop- 
ped <in<l  substituted  by  ostrich, 

Inn  .  rihl'inis.  fruit,  etc. 

1 1  nis  r,  ni     high,    hut  small 

shojpl  s. 

.I,t  in  featured  by  "II  millin- 

i    IS. 

Tnlh     mill       in  i  ii  vr       used    in 

i/lllllltllll  s. 


Paris  Says   Jet 

Made  hate  in  tin-  majority,  brim 
Hilly  being  of  Btraw  Possibili- 
ties Li"<"l  for  flowers. 

Gl -.<  iKOET'l  I.  •  .v    respo 

for  tin-  grow  ing  craze  Cor  jet   for 
has   been    pn  jet    trim- 

mings during  the  last  few  months  of  the 
pa  si   year.     Paris   is  -now.  alto- 

ui  ther  of  jet.    These  models  ai 

with  jet  bead-  and  -pair.'les.  and  tulle 
hoe  and  straw  are  used  in  combination. 
\  civ  few  hat>  are  all  of  straw,  and  as 
a    rule  straw   will   be  used  brim 

alone,   i he  crown   being  of  some   fabric. 
Ilai-  are  appearing  that   have  only  the 
edge  of  the  brim  ami  a  band  at  tin 
ol     the    crow  Q    ..I    straw,    t:  •  the 

being  ■•  soft  fabrii  i 

crepe.      Crepes    to    match    the   govt 
suit  or  the  Summer  waist  an   otter, 
for   the    hat.   and    this    idea    pre-Bupposes 
ise  of  much  embroidered  and  printed 
crepe.      Other    new    el<  d    in    the 

trade  such  as  the  cotton  velvets, 
golfine  and  ribbed  pile  cloth-  will  be  m 
e\  idence.  New  ideas  in  jet  ornaments 
are  adapted  to  the  foot  of  leather  fan- 
cies and  ribbon  bows,  and  one  novelty 
comes  in  the  shape  of  cigar-like  orna- 
ments of  jet  intended  to  clasp  the  Btem 
part  of  fancy  ostrich  effects  and  the  new 
pom-poms  and  puffs.  Ostrich  novelties 
and  fancies  are  showing  in  profusion, 
and  long  mounted  fancies  in 
feathers.  Coque  and  peacock  are  good 
and  any  feather  effect  that  will  take  the 
place  of  aigrette  and  paradise  will  be 
worn. 

The  new  shapes  are  very  various,  the 
more  so  because  milliners  are  more  than 
i  ver  making  their  own  shapes.  Many 
models  raised  high  and  flaring  at  one 
side  are  and  tricornes  arc  certain  to 
be  prominent  among  the  many  shapes. 
The  straws  that  promise  to  be  most  used 
are  yedda,  tagel  and  pieot,  and  a  new 
straw  known  as  Belgian  Split  which  is 
identically  the  same  straw  as  used  tor 
the  Empire  bonnets  one  hundred  years 
ago 

Manufacturers  of  flowers  are  hoping 
thai  the  new  customs  regulations  in  the 
States  prohibiting  the  wearing  of  t In- 
most attractive  of  natural  feathers  will 
work  out  in  their  favor  and  that  inillin- 
,r-  will  have  to  find  the  required  novelty 

by    again    turning    to    trimming    efl 

composed    of    Bowers,    ribbons    and    tulle 

lace.  Certainly  the  (lowers  shown  an 
attractive  ami  the  color  effects  are  new. 
All  authorities  note  the  growing  vogue 

of  black,  and  after  black  the  colors  most 
used  in  Pans  are  Russian,  almond  and 
bottle  green,  ohartreuse  tilleul,  and  cor- 
inthe  and  wine  shades  to  which  should 
be  added  petrole.  na\.\  .  N'att  ler  and  de.  p. 
dull    shades   of   brown 


<*0 
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D.B.Fisks-Co. 

2,2,8   North    Wabash    Avenue 


Chicago 

NEW  YORK     •     ST.  LOUIS      ■      CLEVELAND      *     ATLANTA 
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Paris  Making  Its  Hats  of  Tulle  and 

Moire 

Wonderful  Vogue  of  Jet  is  Another  New  Feature — A  Small  Hat 
Season  Promised — Limited  Use  of  Lighter  Colors — Aigrette  and 
Paradise  Dropped. 


MILLINERY  seen  so  far  in  Paris  shows  col- 
ors that  are  flower-like  in  their  harmonious 
tones,  rather  than  brilliant  and  vivid.  The 
lighter  tones  are  bright,  but  they  are  used  only  in 
limited  quantity.  The  very  deep  rich  browns, 
Mues,  mulberrys  and  smoky  mauves  that  have 
been  good  during  the  Fall  season  are  still  retained, 
and  the  brighter  hues  only  serve  to  accentuate  the 
depth  of  the  principal  color.  Black  is  most  gen- 
erally worn,  and  there  will  be  many  black  hats  at 
the  openings,  and  indications  are  not  wanting  that 
the  colored  hat  trimmed  with  black  will  feature 
very  prominently.  Colors  are  too  beautiful  this 
season  to  be  generally  overlooked. 

It  would  seem  as  though  Parisian  milliners 
were  rather  glad  to  drop  aigrette  and  paradise  out 
of  their  trimming  schemes  and  to  substitute  some- 
thing that  is  newer  in  the  garniture  line.  In  the 
feather  line  unusually  handsome  effects  in  ostrich 
are  substituted  and  lace,  Malines,  ribbons,  flowers, 
fruit  and  berries  are  being  fashioned  into  striking 
trimming  effects. 

Parisian  designers  have  taken  full  advantage 
of  the  medley  of  styles  that  are  being  presented, 
and  have  helped  themselves  to  the  ideas  of  all  the 
ages ;  therefore,  it  is  a  difficult  matter  to  indicate  all 
the  novelties  in  shapes  that  are  shown.  The 
height  of  the  new  hats  is  the  outstanding  feature, 
and  the  fact  that  there  are  very  few  large  models. 
Russian  toques  are  favored  first,  and  every  model 
house  is  showing  this  toque  in  some  form  or  other, 
and  some  of  them    are    over    half    a  yard  high. 


Napoleon  and  Empire  models,  tricornes  and  hate 
that  are  four  square  are  also  new. 

As  might  l>e  expected,  many  bat-  are  Oriental 
in  suggestion  and  outline.  A  curious  fact  that 
should  be  well  noted  is  that  although  the  hats  are 
( )riental  in  style  they  are  developed  in  black  or  the 
much-liked  dark  colors.  Models  that  may  be 
mentioned  in  this  connection  are  the  Turkish  fez. 
the  Hindoo  turban,  shapes  that  are  modeled  on  the 
Chinese  pagoda,  and  the  coolie  shapes  of  Japan. 
Watteau  models,  new  ideas  in  berettas,  some  of 
which  are  formed  of  crownless  plateaux  are  seen, 
which  are  tilted  to  one  side  by  cap-like  bandeaux. 
These  plateaux  are  often  colored  hemp  or  fancy 
straw  almost  covered  with  black  ribbons  arranged 
in  twists  and  loops  which  are  caught  down  by  little 
clusters  of  flowers  or  miniature  fruits. 

All  the  Parisian  designers  are  featuring  jet. 
Jet  comes  in  the  form  of  ornamental  cabachons, 
plaques,  strings  and  festoons  of  round,  nail-head 
and  half-beads,  sequins,  paillettes,  and  in  plateaux, 
handcaux  and  in  every  form  of  ornament.  Crowns 
and  often  the  entire  hat  are  jet  beaded  and  jet 
embroidered. 

Jet  is  combined  with  tulle,  moire  and  taffeta. 
Tulle  and  moire, — these  are  the  two  materials  that 
Paris  is  using  in  quantity  now.  Malines  is  used  in 
enormous  quantities,  and  Paris  is  going  moire 
mad.  Hats  are  made  of  moire,  and  when  dress, 
costume,  or  wrap  is  made  of  any  other  material, 
it  is  moire  trimmed. 


FORTUNE    FROM 
FEATHERS 


The  development  of  Hie  ostrich-rearing 

industry  in  South  Africa  is  being  re- 
garded with  the  greatest  satisfaction  by 
people  in  other  countries  interested  in 
the  business.  There  is  scarcely  a  home- 
stead in  Soutli  Africa  where  one  will  not 
hear  people  talking  of  the  profits  of 
ust rich  farming,  nnd  there  is  no  doubt 
that  judicious  investment  in  this  busi- 
ness is  productive  of  sound  profit.  In 
twelve  months  547,70!)  lbs.  of  ostriob 
feathers,  valued  at  $7,500,000,  was  ex- 
ported from  South  Africa,  and  these 
QgnreS  are  steadily    rising. 

\s  a    matter  of   fact,   this   really    won 


derful  export  industry  has  been  the 
cause  of  the  distribution  of  upwards  of 
two  million  pounds  among1  the  popula- 
tion of  the  (ape.  And  even  though  the 
output  is  still  increasing  and  promises 
to  increase  at  an  even  greater  rate  later, 
this  marvellous  market  still  bears  up. 

The  ostrich-rearing  industry  has  es- 
tablished hundreds,  even  thousands,  of 
persons  on  the  land  who  could  never 
have  succeeded  without  its  aid,  for 
ostriches  can  be  reared  on  pasturage  and 
naturalized  veldt  which  would  be  quite 
insufficient  for  cattle.  And  tlit-  differ- 
ence between  driving  live-stock  to  mark- 
ets, across  mountains  and  plains,  i-;  \a.-t 
when  compared  with  the  fact  that  a 
year's  crop  of  feathers  from  an  ordin- 
ary holding  can  be  taken  out  in  a  Cape 
cart  drawn  by  a  pair  of  horses. 
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According  to  the  latest  results  which 
have  been  obtained,  it  appears  that  a 
good  plucking  bird  fed  on  lucerne  can 
generally  be  depended  upon  for  three 
Drops  of  feathers  in  two  years,  and  as  an 
acre  of  lucerne  will  easily  carry  three 
birds,  the  profits,  say,  at  £6  to  £7  pec 
pluoking,  are  quite  sound,  taking  one 
season   with   another. 

And   ostrich    farmers   in   South    Africa 

have  now  acquired  such  a  knowledgi 

the  birds  that  by  judicious  selection  ami 
mating  they  are  able  to  send  feathers  to 
market  which  command  very  high  prices. 
It  is  found  that  birds  thrive  best,  are 
freest  from  diseases,  and  give  the  strong- 
est and  richest  feathers  when  subji 
to  varied  food  and  conditions — which  is 
one  oi'  the  secrets  of  successful  ostrich 
farm  ine. 
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To  the  seeker  after 
Unusual  and  Exceptional 

Novelties  in  Headwear 


We  take  pleasure  in  announcing  to  Canadian  buyers  that  Mr. 
H.  IT.  Winder  has  just  returned  from  Europe,  via  the  S.  S.  Alsa- 
tian, bringing  with  him  the  latest  decrees  of  Dame  Fashion  in 
Trimmed  and  Untrimmed  Model  Hats,  Tailored  Hats,  Feather 
and  Flower  Mounts,  etc.,  etc. 

These  creations  from  the  famous  salons  of  Paris,  Vienna,  Berlin 
and  London,  are  now  on  exhibition  in  our  showrooms,  Kings 
Hall  Building,  Montreal. 

A  cordial  invitation  is  extended  to  visiting  buyers  to  inspect 
these  models. 


GOWNS 

FURS 

LACES 

MILLINERY 

FRENCH  LINGERIE 


319-322    KINGS  HALL 

ST.  CATHERINE     STREET    WEST 

MONTREAL 
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MAT 
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Morris  &  Saward 

21-22  Great  Castle  Street,  London,  W. 

Manufacturers   of    High-Grade  Tailored    Haiv 

for   Morning    Wear,    also    Untrimmed    Shapes 

in  the  Latest  Paris  Styles 


WHOLESALE   ONLY 


w 


E  extend  a  cordial 
invitation  to  all  the 
Millinery  Trade  to 
visit  o  u  r  S  h  o  w  - 
rooms  during 

Millinery 
Opening 


STRACHAN,  BURDEN 
cS:  PLASKETT 

Limited 

New  Address  : 
59-61   Wellington  St.  W.,         Toronto 
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The  Optimist's  Creed 


We  believe  in  our  country — the  Dominion  of  Canada. 
We  believe  in  her  Constitution,  her  laws,  her  institu- 
tions, and  the  principles  for  which  she  stands.  We 
believe  in  her  future — the  past  is  secure.  We  believe 
in  her  vast  resources,  her  great  possibilities  —  yes, 
more,  her  wonderful  certainties. 

We  believe  in  the  Canadian  people,  their  genius,  their 
brain,  and  their  brawn.  We  believe  in  their  honesty, 
their  integrity,  and  dependability.  We  believe  that 
nothing  can  stand  in  the  way  of  their  commercial 
advancement  and  prosperity. 

We  believe  that  what  are  termed  "times  of  business 
depression"  are  but  periods  of  preparation  for  greater 
and  more  pronounced  commercial  successes. 

And  we  believe  that  in  our  country  are  being  worked 
out  great  problems,  the  solution  of  which  will  be  for 
the  benefit  of  all  mankind. 
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Waiting  for  Paris  to  Reveal  Her  Spring  Secrets 

Nothing  New  Expected  Just  Now  as  Couturiers  Are  Preparing  for 
spring-  Openings — Poiret's  Gowns  in  "Le  Tango"  Attracting 
Great  Attention — Fashion  Drawing  Her  Ideas  From  Many  Op- 
posite Sources — Will  "Trousers"  he  Tried  Again? 


PARIS,  Jan.  27  (Special).— With  the 
February  openings  so  close  the 
Parisian  couturiers  are  bringing 
out  nothing  that  is  really  new,  as  they 
are  busy  behind  closed  doors  working 
out  the  new  ideas  and  developments  that 
are  to  shape  fashion's  course  for  the 
Spring  season. 

Their  secrets  are  carefully  guarded, 
and  the  utmost  care  is  taken  to  prevent 
information  leaking  out  prematurely, 
therefore  advance  information  as  to 
what  the  model  houses  are  doing  and  as 
to  what  they  have  in  mind  is  very  hard 
to  obtain,  and  much  of  it  is  of  doubtful 
authenticity. 

There  is  as  usual  at  this  period  of  the 
season  a  plentiful  crop  of  rumors  afloat, 
many  of  which  owe  their  origin  to  en- 
deavors to  place  some  article  or  industry 
on  a  more  profitable  basis.  At  this  time 
there  is  always  some  authority  to  come 
iput  with  the  claims  of  the  Louis  XV. 
|  and  XVI.  styles  for  the  place  of  leader- 
ship during  the  coming  season.  The  real 
fact  is  that  Louis  styles  are  always 
copied  by  many  designers  to  some  ex- 
tent possibly  because  they  are  so  fa- 
miliar that  models  based  upon  the  ideas 
of  this  period  are  sure  to  take. 

Just  at  present  it  is  easy  to  emphasize 
Louis  styles  because  taffetas,  Alencon 
laces  and  pannier  draperies  are  in 
vogue  which  it  must  be  remembered  by 
no  means  alters  the  intensely  modern  ef- 
fect and  outline  of  the  presenl  style  of 
dress. 

Just  in  t lie  same  way  flounces  are 
made  the  text  for  anticipating  an  1860 
revival,  including  crinoline  and  all, 
which  certainly  would  be  a  big  jump 
from  the  narrow  skirts  which  wrap 
around  the  feet.  Bustle  effects  are  made 
to  stand  for  a  bringing  back  of  the  1880 
pufT  and  back  draperies.  Color  is  given 
to  this  latter  idea  by  the  costumes  worn 
at  the  Mannequins'  ball.  It  was  noticed 
thai  mueh  less  emphasis  was  given  to  the 
backward  slope  of  the  figure  which  was 
adopted  to  give  grace  to  the  hack  of  tin- 
plain  narrow  skirt.  This  change  in  t In- 
line would  seem  to  shadow  forth  a  re- 
turn to  dresses  thai  are  puffed,  draped  oi 
otherwise  trimmed  a1  the  hack. 

Remembering  the  success  of  minarel 

fashions   taken    From    the   costumes   de- 

■  .1  bj  Paul  Poirel  for  the  play  of  thai 

inline,   many    arc    wondering   if  a    similar 

development  will   result    from  the  tango 
dresses  he  has  designed  for  Richepeu's 

play.      The   \er\    tail    that    Poiret    has  de- 
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signed  these  dresses  has  sent  everybody 
interested  in  dress  to  see  it. 

These  dresses  are  very  different  from 
those  designed  for  the  minaret,  for  they 
are  distinctly  a  development  of  modern 
art  ideas.  They  follow  the  outline  of 
the  natural  figure  very  closely  and  favor 
the  present  corsetless  effect.  One  fea- 
ture that  strikes  is  that  waist  and  skirt 
is  in  contrast  and  also  emphasize  the 
combining  of  black  and  white  with  a 
bright  note  of  color.  One  dress  is  of 
white  satin  narrow  around  the  feet  and 
draped  over  the  hips.  The  neck  of  the 
gown  is  decollete  and  the  tight  plain 
white  satin  sleeve-  come  down  over  the 
hand.  Over  this  satin  slip  is  worn  a 
casaque  of  black  velvet  laced  together 
at  the  shoulders  with  crossed  green  silk 
cords,  and  also  laced  in  the  same  fashion 
from  just  above  the  waist  at  the  sides. 
At  each  point  of  the  casaque  is  placed 
pendents  or  tassels.  The  hat  worn  with 
this  dress  had  a  cap-like  bandeaux  upon 
which  the  flat  brim  was  posed  slantwise 
giving  the  appearance  of  a  beretta.  The 
upper  brim  and  the  soft  satin  crown  was 
of  black  velvel  and  the  under  brim  fac- 
ing and  bandeaux  of  many  thicknesses  of 
white  tulle.  A  large  srreen  rose  deco- 
rated the  bandeaux 

The  other  costume  was  also  made  up 
of  waist  and  skirt  the  skirt  of  black  ami 
white  duvetyn  in  wide  awning  stripes. 
The  blouse  has  many  new  Features  and 
while  it  has  somewhat  the  appearance  >A' 
the  low-belted  Balkan  blouse  it  is  orig- 
inal in  man]    of  its  lines. 

The  cut  is  kimona  with  long  drooping 

shoulders    and     the    sleeves    are    of    the 

peasant  type  gathered  at  the  wrisl  and 

ending  in  a  flaring  frill.  The  blouse  has 
a  suggestion  of  the  minaret  tunic,  ami 
i<  belted  low  with  a  belt  of  gold  traloon 
and  embroidery.  It  open-  with  a  deep- 
Mi 


ly  cut  U  which  is  partly  filled  in  with 
a  vest  of  net  buttoned  with  gold  buttons 
and  frills  of  lingerie.  The  blouse  is 
slightly  shirred  under  the  collar  which 
-tands  away  from  the  neck  and  which  is 
in  hood  shape  at  the  back  and  only  comes 
just  over  the  line  of  the  shoulder  in 
front.    This  blouse  is  of  black  satin. 

There  is  much  speculation  a 
whether  I'oiret  and  Callot  will  attempt 
to  make  an  extended  display  of  jupe  cul- 
lote  models  at  the  openings.  It  i3  three 
years  since  Poiret  first  attempted  to 
launch  the  trousex  skirt  that  created 
such  a  storm  of  protest.  Many  of  the 
other  model  houses  at  that  time  followed 
Poiret 's  lead,  and  had  in  consequence  to 
make  up  other  models  to  take  the  place 
left  vacant  when  the  jupe  cullote  was 
withdrawn.  This  finished  this  model 
with  many  bouses,  but  Poiret  and  Callot 
nave  always  favored  the  idea,  and  have 
from  time  to  time  shown  cullote  models. 
Now  these  models  have  been  found  to 
he  just  the  right  thing  for  gowns  made 
for  tango  teas  and  dances. 

Some  of  (allot '>  latest  dresses  of  this 
kind  promise  to  have  good  success  for 
they  do  not  present  any  features  at  first 
sight  that  look  out  of  the  ordinary.  They 
look  like  the  ordinary  draped  skirt  that 
is  clinsrins:  around  the  feet  and  full 
around  the  hips.  When  the  wearer  be- 
gins to  move  it  is  seen  that  the  skirt  is 
joined  at  the  bottom  with  an  aperture 
left  on  each  side  through  which  the  feet 
pass.  The  best  description  of  such  a 
skirt  is  that  it  is  like  a  bag  with  the 
corners  rounded  off.  There  is  the  usual 
tunic  arrangement  and  of  course  the 
very  sheer  waist.  At  any  rate  such 
garments  cannot  be  held  to  be  immodest 
a>  verj  much  less  of  the  leg  is  seen  than 
when  the  split  skirt  is  worn. 

The  split   made  its  appearance  simul- 
taneously   with    the    jupe    cullote    and 
rh  much  criticized  eventually  scored 
a  popular  success. 

Judging  from  the  gowns  now  worn 
Paris  is  still  partial  to  soft  pile  fabrics. 
At  the  present  moment  black  velvet 
reigns  supreme.  Next  to  black,  brown 
tones  seem  to  be  in  strongest  vogue. 
Everything  is  trimmed  with  fur  and 
jackets  have  collars  that  follow  the  Jap- 
anese fashion  and  fall  away  from  the 
neck,  particularly  at  the  back,  a  fat 
that  will  it  is  said  be  repeated  on  the 
Spring  suits. 

There  is  plenty  of  contrast  in  the 
Paris   stores   for   the   woman    who   is   d1- 
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ing  to  St.  Moritz;  there  is  the  sweater 
coat  with  collars  and  revers  of  fur,  and 
for  the  woman  who  is  going  south  the 
couturiers  are  preparing  filmy  gowns  of 
embroidered  nets  and  sheer  cotton 
fabrics. 

The  sweater  with  the  fur  collar  made 
its  appearance  at  Deauville  last  August 
and  has  sold  as  a  novelty  in  the  Paris 
shops  daring  the  Winter.  Silk  sweaters 
have  been  generally  adopted  as  women 
are  finding  that  they  are  warm  and 
light  as  well  as  smart  and  dressy.  The 
best  models  are  trimmed  with  fur.  A 
typical  coat  in  the  popular  Nattier  blue 
has  the  collar  and  cuffs  of  putois  and  is 
fastened  with  large  Pierrot  buttons  of 
the  same  fur.  Often  there  is  a  sash  of 
crocheted  wool  in  contrasting  color  with 
a  silk  sweater,  and  of  silk  when  the 
sweater  is  of  wool.  The  sash  with  the 
sweater  seems  to  be  an  established  fash- 
ion for  many  models  both  in  silk  and  in 
wool  have  them.  Some  are  of  plain  mo- 
hair braid  finished  with  silk  ornaments 
while  others  smarter  still  are  of  Roman 
striped  or  plaid  mohair  braid. 

The  loose  Norfolk  sweater  is  preferred 
to  the  more  close-fitting  types  and  the 
newest  sweaters  are  about  30  inches  long. 
Many  of  them  are  bound  around  the 
edges  with  narrow  silk  braid,  and  both 
belt  and  pockets  are  also  bound.  Some 
of  the  new  sweaters  are  two-toned,  and 
many  are  mixed  silk  and  wool. 

Women  going  south  are  ordering  the 
most  exquisite  gowns  of  filmy  trans- 
parent fabrics  often  combined  with  taf- 
feta. Up  to  date  the  minaret  effect  is 
good,  but  many  tunics  are  seen  that  take 
the  form  of  a  pleated  flounce,  or  a  series 
of  tiers,  the  first  of  which  falls  to  the 
hips  and  the  others  are  adjusted  accord- 
ing to  the  ideas  of  the  dressmaker.  Many 
mat erial  gowns  and  also  gowns  of  taf- 
feta have  a  hip  yoke  to  which  the  skirt 
is  attached  and  the  first  tunic  is  in  pan- 
nier style  in  front  with  the  top  fulled 
on  t"  the  corsage. 

Another  idea  which  Cheruit  is  featur- 
ing shows  the  1880  tablier  or  apron  front 
overskirt.  One  model  seen  had  the  three- 
tier  idea  carried  out  as  three  aprons  one 
above  the  other  and  all  having  Btrings 
carried  to  the  hack  and  ending  in  a  flat 
bow.  Some  gowns  have  tulle  or  net 
draped  up  so  as  to   form  a   hustle  effect. 

The  bodice  is  in  all  0*868  of  the  filmiest 

materials,  and  tulles,  nets  and  laces  are 
worked  out  OH  lines  giving  either  the. 
vestee  or  bolero  form.     Vest   fronts  are 

often    draped    surplice    fashion    with    the 

lower  pari  of  the  corsage  cul  pointed  or 

round  tab  ends  and  falling  over  a  irirdlo 
of  cdloied    silk. 

Drecoll  has  introduced  the  lilting  bas- 
que:  tins  does   not    mean    that    the   Bgure 

line  i<  changed,  only  that  the  basque  is 
darted  below  the  bust  bo  that  it  follows 

the     line    of     the     li'-Mire    and     does     ;iwa\ 


with  all  blonaing  and  fullness.  Band- 
ings, motifs,  buttons,  froks.  fringes,  tas- 
sels, and  drop  ornaments  are  outlined 
for  trimming  purposes. 

A  notable  dress,  because  it  shows  the 
use  of  pleat ings,  is  one  of  bright  red  taf- 
feta from  the  house  of  Jenny.  The 
skirt  is  laid  in  knife  pleats,  but  does  not 
gain  in  width  because  it  is  pleated  for 
all  up  the  skirt  a  few  inches  apart  bands 
of  elastic   are   sewn    to   keep   the  pleats 


WITH  THE  MERCHANTS 

Begins,  Sa>k. — H.     Weber,     late 
Toronto,    has      taken      a   position      with 
McKay    ft    Co..   as    head    of   the   ladies' 

tailoring    department. 

Arnprior,  Ont. — H.  B.  Pollock  sold  bi> 
tailoring  and  men's  furnishing  business 
to  a  joint  stock  company  of  which  he  is 
the  largest   stockholder,  and  also  pres 
dent. 


DRESS  of  plain  and 
i  mbroidt  red  en  pt . 
showing  tht  doublt  tunic 
with  Godet  flare,  the  de- 
fined waist  and  tin  neio 
cut  at  the  in  (/.'  coming  to 
a  point  on  eacli  shoulder. 
Tin  collar  effect  i»  new, 
standing  away    from    the 

IK   (/.'. 


m  place.  The  over-draperj  is  of  voilet 
silk   net   patterned  oxer  with  drops  and 

motifs  of  amethyst  heads  and  over  this 
is  ;i  short  pannier  tunic  of  mist  grey 
chiffon.  The  waist  is  of  flesh-colored 
tulle  over  which  is  laid  silver  hue  which 
is  held  in  place  by  hands  of  amethyst 
and    colored     heads     o\cr     the    shoulder. 

The  girdle  is  of  red  velvet  matching  the 

taffeta  and   the  shoes  are  to  match   with 
stockings  of  pale  grey  silk. 
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Brandon.  Man.  A  dry  goods  com- 
pany with  capitalisation  of  $200,000  has 
been   formed   here   under   the   nan  - 

Doig,   Rankin   and    Robertson. 

Vancouver,    B.C.      The    Hudson's    Ba> 

Co.  has  acceded  to  the  request  of  the 
Manufacturers'    Association   of   Britisl 

Columbia  to  push  the  sale  of  local  pro- 
duels  in  order  thus  to  encourage  local 
industries. 
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The  "Star  Brand" 
makes  optimists 
of  pessimists 


To  look  through  the  "Star"  range  is  to  get  that  feeling 
of  kere-is-sornething-that-will-bring-business.  And  to 
stock  a  good  range  is  to  become  a  thorough  optimist, 
for  it  not  only  supplies  the  daily  demand,  but  creates 
new   business.      It's   the     live     wire   that    sets   things 


finding. 


Star  Brand 
Dresses  and  Blouses 


will  give  your  ready-to-wear  department  the  touch  of 
optimism. 

Every   numher    is    an   irresistible    pulling   medium   for 
your  department. 

"Star"      Brand      dresses     and 
blouses  for  1914  comprise  a  very 
large  range  of  the  latest  styles 
in  fabric  and  design.     The  fab- 
rics    shown     are     Crepes, 
Costume  Crepes,  Ratines, 
Brocaded     Eponges,     Fig- 
ured Voiles,  etc. 

Children's 
Dresses 

Our  representatives  are 
showing  a  very  complete 
range  of  dresses  for  all 
ages  of  juveniles  from  the 
little  tot  to  the  young 
miss. 

Stock  of  Whitewear 

We  have  a  good  stock  of 
whitewear  to  supply  your 
rush  requirements. 


New  Montreal  Address 

Note — We   announce   to 
the  trade  that  the  new 
address     of     our     Mon- 
treal salesrooms  will  in 
the   future   be: — 
Mr.    L..    I. mill-    Auger, 
8     Sommer     Bids., 
MONTREAL,.  Que. 


Star  Whitewear  Mfg.   Go. 

BERLIN,  ONTARIO 
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The  Dressy  Suit  is  Supreme  for  Spring 

Buyers  Must  Carefully  Study  the  New  Models,  for  They  Totally 
Differ  From  Previous  Suit  Styles  -Will  Require  Special  Intro- 
ducing— They  Are  Smart,  New  and  Do  Not  Require  Mueli  Help 
Prom  the  Alteration  Department. 


01  ITE  enough  has  been  seen  of  the 
new  suits  to  predict  that  the  tail- 
ored suit  in  the  common  accept- 
ance  of  the  word  is  out  of  the  running. 
Many  suits  are  extremely  simple  in  ef- 
fect, but  they  are  cut  on  new  lines  and 
have  nothing  in  common  with  the  gar 
ment  heretofore  known  as  the  tailored 
suit.  Certainly  the  new  suits  will  have 
to  be  introduced  to  the  more  conserva- 
tive among  the  store's  customers  and 
buyers  will  have  to  exercise  a  fair 
amount  of  discrimination  in  making 
their  selections.  To  compensate  there 
will  be  little  in  the  way  of  alterations 
needed. 

The  natural  figure  makes  women  easier 
to  fit,  and  the  straight  hang  from  the 
shoulders  and  the  total  elimination  of 
the  troublesome  line  at  the  back  from 
neck  to  the  waist  does  the  rest.  Even 
the  sleeves  will  not  have  to  be  altered 
this  year  as  any  length  from  %  to  7/s 
is  right.  Also  the  styles  are  so  different 
that  the  woman  wearing  a  last  season's 
suit  will  be  instantly  spotted,  therefore 
every  woman  who  aspires  to  dress  smart- 
ly and  in  style  will  be  forced  to  buy  a 
new    suit. 

Not  only  are  suits  on  the  dressy  order 
and  decidedly  novel  in  cut,  but  the  ele- 
ment of  novelty  extends  also  to  the 
material  and  colors.  Of  the  six  suits 
shown  in  a  window  display  made  by  the 
T.  Eaton  Co.,  two  were  of  moire  in  the 
new  watered  effect  with  the  pattern 
formed  by  the  watering  one  black,  the 
other  dull  amethyst.  One  was  of  black 
and  white  check,  one  navy  uabardinc, 
and  one  Nattier  blue  and  one  tango 
crepe.  This  display  gives  concisely  the 
fashion  trend  both  in  color  and  ma- 
terials,  tl nly   fault   being  that    it   does 

not  give  enough  prominence  to  black. 
ami  .iocs  not  give  the  mahogany    shade 

w  hich  promises  to  sell  well  in  the  no\  eltj 
class. 

Suit  coats  are  Short  and  none  define 
the  figure.  Many  coata  are  cut  awaj 
from  just  above  the  bust  line.  Some  are 
in  bolero  etl'ect  in  front  and  are  con 
tinned  in  basque  or  tail  effect  at  the 
hock,  Short  straight  cut  emits  banging 
from    the    shoulders,    some    of    which    are 

caught  in  pleats  or  with  girdle  forming 

a  bloUSed  effect  are  verj  new.  Some 
very  extreme  coals  take  on  almost  the 
.  If.  .1    of    a    Cape    at     t  he    hack.       Yoke    ef- 

fects,  ami  sleeves  carried  up  oxer  the 
shoulder    hi    raglan    fashion  Kiraona 


iut  coats  with  long  drooping  shoulders 
and  set  in  sleeves  are  some  of  the  new 
features,  Kxtreme  coats  flare  decidedly 
over  the  hips  and  often  form  with  the 
skirt  a  three-tier  etl'ect. 

The  shorter  coat  and  the  loose  straight 
cut  i-  necessitated  bv  the  new  tunic  and 


Outing  coat   made  of  checked  velour  cloth. 

Note   ill''   'in    el'   the   Bleeves   and   the 

Bare  of  the  coat. 


peg  top  -kirts  which  give  the  new  figure 

outline.     Skirts  are  loose  and   wide  over 
I  he   hips   and   are    tight    around    the    feet. 

The  split     is    no    Longer    conspicuously 

place!    though    it    is  -till   present    because 

in  the  majority  of  skirts  walking  would 

no- 


be  difficult  without  it.  It  is  often  placed 
at  the  back  or  is  filled  in  with  a  pleating 
of  the  material  of  the  suit. 

Many  suits  have  a  separate  vest,  and 
some  models  show  vest  effects  set  into 
the  coat.  Girdles  are  present  and  sash 
effects  are  numerous.  Collars  are  of  no 
particular  type,  with  the  roi  de  Rome, 
the  Japanese  and  the  draped  collars  as 
the  newest  features.  Lingerie  are  often 
added  and  often  there  is  both  lingerie 
collar  ami  Medici  frill.  Sleeves  are  just 
as  often  :!  (  and  %  as  full  leneth  and 
there  is  a  tendency  towards  bell  flares 
at  the  wrist  with  pleatinsrs  of  lace  or 
net  as  the  finish. 

Buttons  are  in  odd  effects  and  tone  in 
with  the  materials,  but  there  is  an  in- 
creasing use  of  covered  buttons  of  the 
same  material  noted.  Tassels  and  drop 
ornaments  are  also  coming  into  use. 

« 


MONTREAL  VETERAN 
RETIRES 

Mr.  Robert  Henderson,  of  the  recent- 
ly  formed  stock  company  of  Henderson 
&  Smith,  Limited,  has  retired  from  ac- 
tive business  after  forty-eight  years  of 
commercial  life,  still  retaining  the  pre- 
sidency  of  the  company  and  some  fin- 
ancial interest.  He  ha?  gone  to  South- 
ern California  for  the  rest  of  the  winter. 

Mr.  Henderson  came  from  Beauhar- 
noia  to  Montreal  in  1865,  when  the  popu- 
lation of  that  city  was  only  80,000.  He 
has  seen  many  great  changes  since  then 
and  can  tell  many  interesting  tales  of 
the  eastern  metropolis  nearly  half  a 
century  ago.  He  commenced  business 
first  m  the  employ  of  the  late  Thos.  Mus- 
sen.  Tiring  of  the  retail  business  he 
went    on   the  road   for  the  wholesale   dry 

-  firm  of  A.  I^aurie  &  Co.,  in 
and  claims  to  be  one  of  the  oldest  mem- 
bers of  the  Dominion  Commercial 
Travellers'  Association,  At  this  time  he 
made  his  lirst  visit  to  Toronto.  In  1868 
when  Messrs,  Laurie  sold  out  their  busi- 
ness   he    went    with    Messrs.   dosepi     M, 

Kay  v.v  Bro.,  of  which  firm  the  present 
Senator  Robt.  McKay  was  a  partner. 
Eight  years  later  he  decided  to  go  into 
business  lor  himself,  ami  went  to  Europe 

to  secure  some  wholesale  dry  cood* 
agencies.  Among  the  agencies  secured 
at  that  time  was  a  British  one  which  as 
well  a-  a  United  States  one  and  a  Cana- 
dian obtained  in  that  year  his  company 

•.till    h.dds. 
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<1>atrician 


have  an  undefinable  selling 
force  which  not  only  sells 
but  satisfies 


And  in  satisfying  your  patrons 
with  suits  and  coats  you  are  not 
only  placing  yourself  in  a  posi- 
tion to  get  their  continued 
patronage  for  these  garments, 
but  more  than  likely  will  win 
their  trade  for  nearly  all  their 
needs. 

Patrician  suits  and  coats  for 
Spring  are  being  shown  to  the 
trade  everywhere. 


Have  you  seen  them  yet? 
Our  Spring,  1914,  showing  is 
most  pronounced  for  its  exceed- 
ingly good  values  and  its  well- 
planned  style  features. 
Our  designer  has  gathered  to- 
gether the  finest  range  of  ex- 
clusive models  we  have  yet 
shown — models  of  a  stylish,  yet 
very  practical  type.  A  card  will 
bring  our  samples. 


Patrician  Cloak  &  Suit  Co 

SAMUEL  BUILDING,  KING  &  SPADINA 

TORONTO 


,J\cuic 


The  Flare  is  the  New  Idea  in  Coats 

Many  New  ideas  in  Coat  Lines — Mannish  Coats  Are  Cut  on 
"Burberry"  Lines — Godet  Flounces  Finish  More  Dressy  Models 
— High  Colors  a  Feature.     % 


WITH  fashion  favoring  the  separate 
waist,  and  the  separate  skirt  for 
practical  wear,  and  the  big  in- 
terest that  is  being  shown  in  dressy 
gowns  there  must  be  a  safe  and  sure 
place  for  the  separate  coat.  There  are 
many  new  features  coming  to  the  front 
in  coats,  and  there  is  a  hint  that  the 
much-liked  cut-away  idea  is  at  the  height 
of  its  favor  and  that  newer  forms  are 
being  tried  out.  Many  of  the  new  coats 
are  decidedly  mannish  in  cut  and  style 
and  suggest  the  "Burberry*'  idea.  Rag- 
Ian  effects,  sleeves  cut  in  one  with 
cither  the  back  or  the  front  of  the  gar- 
ment, dropped  sleeves  and  long  drooping 
shoulders  are  all  new  features,  but  the 
newest  idea  is  the  wide  flare  at  the  bot- 
tom, and  the  straight  cut  all-round  witli 
i  he  corners  cut  square  instead  of  round- 
ed. Other  new  models  show  the  straight 
cut  body  drawn  into  a  godet  flounce  that 
is  often  deeper  at  the  back  and  which 
continues  the  idea  of  the  cut-away 
models,  only  in  a  new  combination  and 
type.  This  is  the  cut  seen  in  the  more 
dressy  coats. 

For  the  trade  that  is  conservative  and 
which  does  not  take  up  with  novelties 
until  they  are  well  established  there  are 
many  models  built  upon  variations  of  the 
present  modes,  but  made  up  in  the  fancy 
colors  that  have  been  adopted  for  Spring 
and  Summer  wear. 

The  cloths  adopted  are  ratines,  chin- 
chillas, and  blanket,  rough  serges,  coat- 
ings  in  plaids  and  checks  with  black  and 
white  checks,  particularly  prominent. 
Corded  velour,  and  corded  cotton  velvets 
are  among  the  latest  cloth  novelties  in- 
troduced. 

Such  colors  as  maize,  tango,  moss 
green,  hunters'  green,  delft,  Copenhagen, 

tomato  and  American  beauty  red  are  on 
the  market.  Smart  over-plaids  in  tan, 
brown,  green,  red.  navy,  and  delft,  and 

also     111     black    and     white    are    strongly 

featured. 

Later  on  Bhort  coats  of  silk,  both  plain 
and  printed,  will  make  their  appearance. 
Black   will  sell  best,  but  colors,  glaces 

and  prints  will  be  extensively  worn,  par- 
ticularly if  taffeta  answers  to  present 
expectations.     Moire  silks  and  also  soft 

satins  will  be  used  m  the  development 
of  I  hese  smart   little  coats. 

Outing  coats  are  t  hree  i|iiarter  length, 
but  sonic  very  short  coats,  some  only 
about  hip  length  are  shown  in  silk. 


PARCELS  POST  FOR 
CLEANER 

The  trade  seems  to  have  reached  a 
period  when  the  term  lingerie  as  ap- 
plied to  dresses  is  a  misnomer,  for  very 
many  of  the  new  models  though  made  of 
cotton  materials  would  not  come  out  of 
the  tubbing  ordeal  with  credit.  There- 
fore, once  again  the  cleaner  will  be  re- 
quisitioned. When  once  a  dress  lias  been 
laundered  it  needs  the  freshening  process 
at  frequent  intervals  and  if  an  account 
is  kept  of  the  cost  of  these  frequent 
trips  it  will  be  found  that  this  expense 
is  no  small  item.     With  ordinary  care  a 


dress  should  not  need  to  be  cleaned  more 
than  twice  or  three  times  during  the 
season,  and  barring  the  effects  of  wear 
after  cleaning  is  practically  new  again. 
These  are  sellint:  points  that  every  sales- 
woman should  know.  Moreover,  in 
centres  where  there  is  no  cleaner  avail- 
able the  merchant  might  with  profit  both 
to  himself  and  department  make  arrange- 
ments with  some  reliable  cleaner  to  have 
the  work  properly  done.  By  this  means 
he  would  insure  that  full  satisfaction 
was  given  by  t lie  garments  bought  in 
his  department.  The  new  parcels  post 
ought  to  help  in  the  carrying  out  of 
such   a   plan. 


Crepe  the  Accepted  Material 
for  Summer  Gowns 

Two  or  More  Used  in  Making  Gown,  With  Light 
Laees  for  Trimming — Buyers  Interested  in  Silk 


Models  and  Dancing  Frocks. 


JUST  as  soon  as  any  indication  of  real 
Spring  weather  makes  its  appear- 
ance a  very  large  demand  is  expect- 
ed for  the  smart  dresses  shown  in  the 
new  cotton  materials.  Lines  already 
shown  are  being  added  to,  and  the 
variety  is  great  both  in  style  and  fabric. 
Specially  prominent  are  the  new  crepes 
that  show  embroidered  and  printed  pat- 
terns on  a  crepe  ground.  Chenille  or  pile 
fabrics  on  mounds  of  crepe,  crepes  deco- 
rated with  ratine  yarns,  or  with  bour- 
retted  yarns  are  among  the  best  liked 
materials.  Rice  (doth,  and  voile  neige 
are  included  in  the  list  of  materials  to 
go  into  dresses  that  are  finding  a  ready 
sale. 

Dresses  of  the  tailored  variety  come 
principally  in  cord  weaves  and  plain  and 
fancy   ratines. 

These  materials  are  seldom  used  for 
the  whole  dress  but  two  or  more  are  com- 
bined, and  as  a  rule  either  lace  or  em- 
broidery or  both  are  used  as  trimmings. 
Entire  dresses  are  being  shown  in 
flounced  and  tier  effect  made  of  very 
sheer  embroideries,  and  the  tiered  effect 
is  also  good  in  the  new  embroidered  piece 

fabrics.  The  foundation  cloth  of  the 
new  embroideries  is  verj  sheer,  the  latest 
note  being  the  use  of  soft-finished  or- 
gandies. 
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Puff  draperies  and  tunics  are  first  fav- 
orites and  these  styles  are  so  manipulat- 
ed as  to  give  either  a  conservative  or  ex- 
treme line  to  the  figure.  The  neck  in  all 
is  low  and  for  late  Spring  and 
Summer  wear  all  models  are  being  pre- 
pared   with   short   sleeves. 

Buyers  are  interested  in  silk  dr, 
for  present  delivery,  and  up  to  Lent  a 
big  business  is  expected  in  dancing 
frocks  and  party  gowns.  Owing  to  the 
vogue  of  the  "tango,"  dresses  of  this 
description  are  shorter.  Hip  and  pan- 
nier draperies  are  first  favorites,  and 
tunics  appear  in  every  conceivable  shape 
and  form.  The  minaret  is  very  much  in 
evidence,  and  when  made  of  tulle  and 
edged  with  marabout  is  a  favorite. 
Flouncings  arranged  in  form  and  placed 
one  above  the  other  are  appearing,  and 

Bouncings  are  either  of  shadow  or  net 
lace-.  The  majority  of  these  dresses  are 
made  over  net,  and  net  forms  the  most 
desirable  of  the  new  foundation 
materials. 

The   ver\    sheerest    of  laces  and   tulles 
are  used    for  the  waist     and   tunics  over 

clinging  draped  skirts  of  eharmeuse  and 

chains  of  small  roses  are  used  for  should- 
er straps.     Chains  of  beads  and  the 
waterfall     fringes     are     the     latest     in 
trimmings. 
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Originators  of  Styles 


We  have  just  completed  a  set  of  samples 
of  the  very  newest  and  most  attractive 
styles  in 

LADIES'  and  MEN'S 

WATERPROOFS    and 

RAINCOATS 


Our  travellers  are  now  all  on  tht  road,  and  will  be 
pleased  to  show  you  what  we  confidently  believe  to  be 
the  finest  selection  ever  shown  in  Canada. 

You  need  not  take  our  word  for  it — See  the  full  range 
and  judge  for  yourself.  It  is  a  pleasure  for  us  to  show 
our  goods.  We  are  proud  of  them,  and  so  will  you  be 
when  you  offer  them  to  your  customers. 

Every  garment  bearing  our  label  may  be  depended  upon 
to  give  complete  satisfaction  in  every  particular.  It  will 
be  to  your  advantage  as  well  as  ours  if  you  look  over  the 
samples  when  our  traveller  calls. 


THE 


Montreal  Waterproof  Clothing  Co. 

The  largest  and  oldest  Waterproot  Clothing  House  in  Canada 

MONTREAL        -•-        CANADA 


is gggj^^g^^te -•« 
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Many   New   Features  in  Waist 

Fashions 

Definite  Acceptance  of  the  Light  Waist  and  I  )ark 
Skirt  Means  Big  Waist  Business — Yoke  and 
Raglan  Effects  the  Novelty  in  Middys. 


NOW  that  fashion  has  definitely  ac- 
cept ed  the  light  waist  and  the 
dark  skirt,  blouse  manufacturers 
air  preparing  to  make  the  most  of  such 
an  advantageous  situation.  The  ma- 
jority of  the  new  waists  are  very  trans- 
parent, and  one  might  almost  say  that 
the  more  transparent  a  waist  is  the  bet- 
ter it  fulfils  fashion's  requirements. 
White  lace  and  white  net  waists  have 
a  very  high  place  and  a  touch  that  em- 
phasizes the  prevailing  fashion  idea  is 
the  lining  of  net  and  lace  waists  with 
flesh-colored  chiffon. 

Buyers  must  remember  that  fashion 
is  again  husy  with  the  separate  waist 
and  that  that  busy  dame  is  not  content 
to  leave  any  garment  that  she  is  inter- 
ested in  alone  and  on  lines  already 
familiar.  A  feature  that  promises  to 
create  a  little  trouble  early  in  the  selling 
season  is  the  general  looseness  and  the 
easy-fitting  type  of  the.  new  blouses.  The 
new  blouses  are  made  of  the  very  softest 
of  materials  anil  blouse  all  round.  Under 
the  arm  is  full  and  the  fullness  is  placed 
also  at  both  front  and  back.  The 
sleeves  are  cut  with  wide  arm-holes, 
which  is  carried  to  the  extreme  in  the 
more  dressy  and  expensive  models.  De- 
signers are  for  the  time  being  softening 
and  modifying  these  features  but  it  is 
in  such  matters  that  the  buyer's  judg- 
ment is  shown.  For  he  has  both  to  em- 
phasize the  style  idea  and  at  the  same 
time  place  in  stock  models  that  his  cus- 
tomers   will  accept. 

Silk  crepes  are  combined  with  print- 
ed crepes  and  with  plain  glace  and  print- 
ed taffetas.  Many  of  these  waists  are 
adaptations  and  copies  of  Paris  blouses. 
Among  the  new  features  the  most  in- 
teresting development  comes  in  the  many 
peplum  and  vest  belt  ideas.  Lengths, 
adjustments  and  shapes  vary  but  the 
majority  have  the  high  waist  line  or  are 
adjusted  with  elastics  covered  with  shir- 
ringa  BO  that  the  waist  size  varies  with- 
out alteration. 

The  most  interesting  feature  is  the 
way  in  which  the  numerous  peplum  ideas 
are  managed.  Some  are  rounded,  some 
square,  others  are  accordeon  or  flat- 
pleated,  and  reach  either  nil  the  way 
round,  or  come  to  each  side  of  the  front. 
Some  show  a  vest-like  belt,  and  others 
have    tails    nt    the    hack.  Some    new 

modelfl    show    an    apron    effect    that    ties 
with  a  lnrjje  flat   how  nt  the  back. 

Many  of  the  new  blouses  are  made  of 


crepe  and  glace  or  printed  taffeta.  A 
very  distinctive  model  was  of  glace  silk 
in  Nattier  blue  and  white  combined  with 
white  crepe.  A  deep  U-shaped  front  was 
filled  in  with  a  vest  of  crepe  buttoned  up 
with  brilliant  buttons  rimmed  wit  h  blue 
and  the  collar  was  formed  by  and  the 
II  outlined  with  a  frill  of  very  fine  net 
lace  in  ecru  shade  edged  with  a  picot  in 
tango  color.  This  frill  was  wired  at  the 
back  and  bent  away  from  the  throat  at 
the  sides.  The  raglan  sleeves  were  fin- 
ished with  cuffs  of  the  crepe.  Another 
elegant  blouse  was  of  white  crepe,  plain 
and  printed  in  a  set  Chinese  pattern  in 
blue,  yellow,  green  and  black  and 
ernquele  lace.  The  printed  crepe  formed 
bolero  fronts,  and  the  back  was  laid  in 
box  pleats  that  hung  straight  from  the 
shoulder  ending  in  a  square-cut  coat. 
The  front  was  of  white  crepe  with  cross- 
over vest  of  the  craquele  lace.  The  col- 
lar of  the  lace  formed  deep  Vandyke 
points  ending  in  revers  on  either  side  of 
the  deep  V.  A  two-toned  girdle  of  jade 
green  and  yellow  satin  ribbon  was 
crossed  high  on  the  corsage  at  the  front, 
ending  on  either  side  at  the  under  arm 
seam.  Jade  buttons  one  inch  long  and 
half  an  inch  wide  decorated  the  front  of 
the  bodice  and  were  used  to  catch  up  the 
under  sleeves  of  lace. 

A  very  striking  waist  was  of  grey 
green  taffeta  cut  with  the  body  and 
sleeves  in  one,  and  the  fronts  of  cream 
shadow  lace  over  flesh-colored  chiffon 
lining.  Small  green  tassels  were  used  to 
decorate  the  front  while  a  green  silk 
cord  with  tasseled  ends  finished  the 
pleated  lace  frills  that  form  the  collar. 
Short  sleeves  cut  in  one  with  the  waist 
are  finished  with  puffs  of  lace  drawn  up 
with  a  silk  cord  witli  bow  and  tasseled 
ends  on   the  underside  of  the  elbow. 

Main  styles  of  waists  are  seen  made 
up  in  floral  patterned  taffetas  or  satins 
with  the  vest  of  plain  taffeta  and  the 
round  yoke  back  finished  with  a  half 
inch  hemstitched  hem.  The  bodice  is 
baggy,  and  a  pleated  frill  which  gradu- 
ally widens  into  an  up-standing  collar 
completes  t he  neck. 

The  middy  blouse  has  a  very  well  de- 
fined place  in  the  Summer  trade.  There 
are  a  large  number  of  smartly  cut  mid- 
dys  on  the  market  for  Summer  selling, 
though  there  has  to  be  enough  simplicity 
included  to  preserve  the  utility  of  the 
garment.  Many  models  are  on  Balkan 
lines,  hut  the  majorit\  are  straight  cut 
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though  there  is  a  cuff  turned  up  at  the 
lower  edge  that  gives  some  hint  that  it 
is  due  to  the  low-belted  fashion.  Novel- 
ties in  cut  come  in  yoke,  raglan  and 
kimona  cutting.  A  blouse  of  this  de- 
scription is  so  smart  and  practical  that 
the  firm  introducing  it  is  seeking  patent 
rights,  and  is  making  special  regulations 
as   to   distribution   and   confining  rights. 
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INVENTION  FOR  FAS- 
TENING 

(Continued  from  page  60.) 
holes  18  and  19  similar  to  button  uoles 
through   which  the  tapes  16  and  1"  are 
inserted    and      tied,      as      indicated      at 
Figures  2,  3  and  4. 

The  lower  edges  of  the  flaps  14  and  13 
are  provided  with  a  binding  20  which  is 
preferably  non-elastic  or  only  slightly 
elastic  while  the  front  edges  of  the  flaps 
me  provided  witli  a  similar  binding  21. 

By  employing  the  flaps  as  indicated 
several  desirable  functions  are  accomp- 
lished. As  a  first  function,  the  upward- 
ly curved  portion  of  the  body  is  held 
upwardly  in  position  by  the  upper  tape 
10,  while  the  lower  tape  17,  with  t lie 
binding  20  serves  to  determine  the  de- 
sired measure  from  arm  pit  to  arm  pit 
which  may  be  regulated  as  suggested  at 
Figures  3  and  4,  the  tapes  16  and  17 
being  capable  of  tying  when  the  edges 
of  the  flaps  are  spaced  apart  to  a  con- 
siderable distance.  Also  as  illustrated 
at  Figure  1,  the  use  of  the  flaps  are 
spaced  apart  to  a  considerable  distance. 
Also  as  illustrated  at  Figure  1.  the  use 
of  the  flaps  and  the  upwardly  curved 
poition  form  a  double  thickness  over 
the  chest  of  the  wearer,  the  position  of 
such  double  members  being  insured  by 
the  use  of  the  two  tapes  and  the  use  of 
the  lower  edges  of  the  Baps  as  straight 
from  arm  pit  to  arm  pit,  prevents  any 
gapping  or  stretching  of  the  parts  out 
of  position  to  form  a  crack  between  the 
body  portion  and  the  Haps.  It  is  found 
desirable  at  times  to  prevent  too  § 
elasticity  of  the  upwardly  curved  por- 
tion, 12,  and  for  such  purpose  a  strip, 
22,  is  secured  upon  each  side  of  the 
centre  of  such  length  as  is  desired,  which 
will  prevent  the  stretching  of  a  portion 
of  the  curved  line. 

Among  the  inventor's  claims  for  it 
are:  "an  upper  portion  cut  upon  a 
curved  line  extending  from  the  arm  pits 
substantially  to  the  neck  line,  flapt 
cured  at  the  sleeves  and  extending  with 
their  bottom  line  substantially  str.. 
between  the  arm  pita,  a  tie  secured  t. 
the  upper  end  of  the  upwardly  extending' 
body  portion  and  adapted  ft  the 

(laps  at  the  neck  lint1,  and  a  second  tit 
adapted  to  secure  the  Baps  together  ad- 
justably at  the  straight  line  eonnectint; 
the  arm  pits." 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Borgenicht,  Kornreich  &  Co 

THE  LARGEST  CHILDREN'S  DRESS  HOUSE 

IN  AMERICA 


We    always    have    on     hand,     for    immediate     delivery,     a    large    stock    ol     Dresses    in 

Ages  2  to  6  from     $4.50  to  $18.00  per  dozen 

<l     6  to  14  -            -                 "       $4.50  to  $36.00 

"     13-15  and  17  -            -          "     $10.50  to  $42.00 

"     14-16  and  18                               "     $12.00  to  $48.00 

Send  us  open  orders.     We  pay  special  attention  to  them,  and  fill  them  to  your  entire 

satisfaction 

SPRING  LINE  READY  AND  ON  EXHIBITION  AT  OUR  SHOW-ROOMS 
DROP  IN  TO  SEE  OUR  STOCK  WHEN  IN  NEW  YORK 

BORGENICHT,  KORNREICH  &  CO. 


1115  BROADWAY 


(FACING   MADISON    SQUARE) 
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K  E A D  Y  -  T  0  -  W  E  A  R    GARMENTS 


Rosebud  Tub  Dresses 


Over  200  Numbers.     $15  to  $60  Dozen. 

Rosebud  are  the  champion  high-class 
Tuli  Dresses  to  retail  at  little  money. 
They  are  made  BIGHT,  in  our  suburban 
factory — light  and  clean;  where  pro 
duction  costs  are  low,  and  the  "hands" 
happy  and  contented. 
Bverj  Dress  shows  tins  in  its  fresh 
ness,  noveltv  ami  attractiveness. 
Thus 

WE  HAVE  NO  COMPETITION 

in   making  good    in-esses   to   retail  al   little 
money. 

Style  8601  Remarkably  pretty  ilrcss  of 
pure  Irish  i n.  collar,  cuffs  and  fronl  em- 
broidered;   leather   belt,   ami    bow-knot    tie 

Of    poplin;     made     in     tan     linen     only:     em- 
broidered  in   Mae  ami   red.     Trice 

$18.00  Doz. 

style    3110— Fascinating    dress    made    of 

ratine    in     white,    blue,    lavender    and    rose: 

knitted   sash    in   colors   to   match;   a   great 
leader  at 

$27.00  Doz. 

style  :sr>ll  Dainty  frock  of  lice  cloth  in 
white.      Copenhagen,      lavender      ami      rose; 

pretty  embroidered  double  collar,  cuffs  and 

vest     of    shadow     lace,     edged     with     chiffon 
ruchlng.       Price    only 

$33.00  Doz. 
The  ROSEBUD  MFG.  CO. 

193  Mercer  St.,  New  York 

Uptown    Showrooms:    St.    .lames    Building, 

26th    si.    and    Broadway. 

CHICAGO    OFFICE, 

Medlnah  Bnlldlng. 

s.w   FRANCISCO  OFFICE, 

154    Sutter    street. 

CANADIAN  OFFICE,  Chas.  E.  Xorlck, 

M    Wesl     Ave,    South.    Hamilton,    lint. 


(Ok 


Miller  Choir  Gowns 

Make  You  Profits 
With  No  Investment 


Ari'  tin-  choirs  of  \  our  t o«  n   un 

U"«  lied  '.•       If    they    are.    3  .hi    h:i\  e 

,  -..mi  opportunity  of  increasing 
your  profits  and  adding  presl 
I.,  your  stcic  This  can  easily  be 
done  by  using  your  Influence  in 
securing  the  orders  fur  choir 
l;..w  lis   from    t  hose  choirs. 

Miller      ( 'hoir      <;..\\  ns       1 1 :  i  \  .■    cm 

1. ...lied    man;    exclusive    features 

which  make  them  the  most  ser- 
\  1. ci  hie  nml  popular  Riffl'ii  that 
COUld     I"'     worn. 

The  ample  fulness  allowed  everj 
w  here     iii     correel      proportion!! 

ui\c^       thai        hang       ami       drape 

hi.  ii  :i.i Mined.    The  full  Bkirl : 

iii..  deep  banglngi  tall-pointed 
cathedral  sleeves,  and  the  snugly- 
1 1 1 1  iii—     collar      .ire      seme    of    the 

strong  Belling  points  thai  will 
nppe  '  1  i"  everj  choir. 

The  special  discount  we  give  the 
trade    will    make     your     ell 

dc  f..r  you  Write 
t..r  ii.u  1. 1. ..Kiel  .111,1  samples  "f 
material,  Please  give  mime  ..f 
church. 


The  Miller  Mfg.  Co.,  Limited 

251-3    Mutual   Street,  Toronto 


READY  FOR  SPRING 
DELIVERY— 

This     Kimono,    as    well     as 

other  good  styles    in    House 

Dresses    and     Pressing 

S.  ieg  ues 

HOUSE  DRESSES 

$5.50  and  $24.(X)  a  do/. 
!,  CX  ot  Chambrav  and  l'ercale 
1  A 

-y    KIMONOS 

$3.75   to  $2\. (K>   per    doz. 
Lawns.    Crepes.    Challtes 

DR1  SSING  S  u •(  u  1  S 
At  I  owesl  Pi 

I  r    1^    rO    Yi'l'K   Atn  WT.U.I     m 
e\KK\     OOB    1  IM  s 

No.  270 — Made  ol  Serpentine 
Crepe,  (ride  Satin  Ribbon 
trimmed,  115.00  ■  >l»/ 

S(l  i  MS  ■'  Sample ordfr.       P- 

Deliveries  (luaw 
No.  z~o    K Intone 

HIRSCH  BROS.,     71  W.  23rd  Street 

NEW  YORK  CITY 

Mfn.  of  Hoove  Drrssea.  Kimonoi,  Roke>,  Etc. 
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READY-TO-WEAR     GARMENTS 


Dry  Qoodi  Review 


Ask  Our  Travellers  About 

The  New  Middy  Waist 

Sold     to     one     customer     only     in     a     town 

Made    also    in     Dresses 
HELENA     COSTUME    CO. 

LIMITED 
LONDON,  ONT. 


THE  firm  of  Goldhamer  Cloak  Co.,  Limited,    has   been    dissolved    under   the 

Wind-up  Act  of  Canada.  = 

Mr    Goldhamer  is  announcing  to  the  trade  that  he  is  continuing  the  making  of  ss 

=  the  well-known  brand  of  GOLDHAMER  GARMENTS,  and  is  located  for  the  = 

present  at  183  Roncesvalles  Ave.  _  _  j= 

For  sorting,  our  late  models  are  unique  and  attractive.    A  call  will  bring  our  samples  3 

—  to  vour  door.  = 

=  THE   GOLDHAMER   CLOAK   CO.     = 

183  Roncesvalles  Ave.  IS 

E  TORONTO  = 

%y||||||||||||||||||||||||||||||||||IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIHIIIIIIH 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbe  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates. 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  in  figure,  strongly 
made  and  finished.  There  are  hundreds 
In  use  In  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting   Forms. 

DALE   and    PEARSALL 

Front  St.  E.,  Toronto 
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Till-'.  Spring  season  is  opening  most 
auspiciously  for  ladies'  neck- 
wear, the  holiday  business  was 
large  and  the  merchants  cleaned  up  their 
.-ic.-ks  s,,  thoroughly  that  they  were 
(•arly  in  the  Held  lor  new  goods  with 
which  to  begin  the  present  year.  Some- 
time new  in  neckwear  always  helps  sales 
and  manufacturers  were  ready  with 
dainty  effects  thai  showed  Eur  and  the 
filmiest  of  shadow  Laces  in  combination 
with  fur.  Pur-trimmed  neckwear  is 
selling  now  and  will  continue  to  sell  into 
early  Spring.  Every  indication  points 
to  a  continuation  of  filmy  neckwear  and 
Huffy  effects.  Medici  and  fichu  collars 
are  still  the  big  feature,  but  there  is  a 
decided  change  in  the  idea.  The  new 
neck-pieces  are  larger  and  simpler  in 
effect  and  there  are  more  ruffles  and  less 
pleating.  This  means  that  the  pattern  of 
the  lace  is  of  more  importance  as  it 
forms  no  small  part  of  the  attractiveness 
of  the  new  neckwear.  Many  of  the  new 
fichus  form  a  point  in  the  centre  of  the 
back  and  come  well  on  to  the  shoulder, 
ending  righi  at  the  waist-line  or  below 
the  bust.  The  high  Medici  collar  is  made 
by  darts  shaping  the  lace  and  by  in- 
\isible  wires  so  that  the  collar  rolls 
away  from  the  neck  at  the  back  and  at 
the  Bides.  Very  careful  shaping  is  need- 
ed to  give  the  required  form  to  these 
Medici-fichu  effects  as  the  correctness 
and  beauty  of  line  is  of  first  importance. 

A  very  big  business  is  being  done  in 
Hat  collars  both  in  Plauen,  Venise  and  in 
made  effect-.  The  shape  is  the  main 
feature  for  no  collar  meets  in  front. 
1 'la uen  lace  collars,  and  some  of  the 
material  collars  are  shaped  so  as  to  en- 
circle the  V  front.  The  very  newest 
shapes  do  not  do  much  more  than  come 
over  the  shoulder  line,  the  end  of  the 
collar  just  appearing  in  front . 

Manufacturers   have  had  considerable 

trouble  with  some  buyers  over  Collars  of 
find.      These   buyers  do   not    seem    to 
realize   that  thi8  is  a   new   shape  emhoilv 
ing    an    accepted    style    feature    that     ha- 

in  en  accepted  in  New  York  and  in  the 

city       -tore-.       Therefore,      if    the 

manufacturer   conceded    the   point    and 

met      the     buyer-'      demand      for     added 


Ladies'   Neckwear    Sells  Freely 

Holiday  Sales  Large  and  Buyers  in  Good  Shape 
for  the  Spring  Selling — New  Ideas  in  Medici- 
Kichu  Effects  Showing  —  Trouble  Over  Short 
Collars — Interest  Developing  in  Flat  Collar-. 


\et    and    ribbon    camisole.      Shown    by 
Phoeni  s   Novelty  Co. 


length,  the  chances  are  ten  to  one  that 
later  he  would  have  these  collars  back  on 
his  hands  as  unsalable. 

There  is  no  change  in  the  neckwear 
situation  as  far  as  guimpes,  chemisettes 
and  vestees  are  concerned,  and  these  will 
continue  to  sell  in  great  numbers.  As  the 
collar  finish  changes,  these  changes  in- 
fluence the  finish  of  these  articles  and 
the  new  guimpes  are  finished  with  shaped 
lace  collars  wired  and  cut  so  as  to  roll 
away  from  the  neck. 

Flat  collars,  and  also  Medici  and  lichu 
effects  embroidered  organdie  are  being 
featured  and  buyers  who  are  on  the 
look-out  for  the  something  that  is  differ- 
ent are  putting  this  class  of  neckwear 
into  their  line.  Batiste  collars,  chiefly  in 
ivory  and  Paris  shades,  embroidered  in 
Chinese  colors  and  patterns  and  in  new 
art  effects,  have  sold  well  in  the  city 
stores.  There  is  a  certain  demand  for 
collars  of  this  class  particularly  from 
the  dressmaking  trade  to  work  up  into 
the  trimming  scheme  of  the  waist. 

Guimpes  made  of  crepe  de  Chine,  or 
chiffon,  both   in  white  and  in  flesh   color. 


xkwxeckwkar. 

Trouble  arising  with  buyers 
ovt  r  shortness  of  n<  w  mllnr 
styh  8. 

Flat  collars  I"  in<i  featured. 

Extensive  lines  of  camisoles 
in  shadow  laa ,  and  net  and 
shadow  I 


are  showing.  Many  of  these  guimpes 
have  a  deep  yoke  finished  with  an  inch- 
wide  hemstitched  hem  and  the  collar  at- 
tached is  either  flat  or  in  the  new  shape 
that  rolls  away  from  the  neck.  The  front 
and  often  the  back  is  formed  of  tucked 
material  laid  in  wide  tucks  and  fasten- 
ing up  the  centre  with  crystal  or  novelty 
buttons.  A  belt  of  satin  having  vest 
points  and  buttoning  in  front  forms  the 
finish. 

Neckwear  manufacturers  are  goim: 
extensively  into  the  making  of  camisoles 
of  shadow  lace,  and  net  and  shadow 
lace.  These  dainty  little  articles  have  a 
very  practical  use  now  that  the  waist  of 
the  gown  is  so  sheer  and  blous. 
much.  These  camisoles  are  trimmed 
with  ribbons  and  bows  in  pale  colors. 
Sample  lines  have  only  been  on  the 
market  a  very  short  time  but  the  makers 
have  all  they  can  do  to  fill  first  orders 
and  the  numerous  repeats. 

Pleatings  and  frillings  of  net  and  lace 
form  one  of  the  largest  items  in  popular 
selling  and  the  making  of  the  same 
accounts  for  a  very  large  yardage,  both 
of   net    and    lace. 


The  Summer  Gloves 
Will  Be  Long 

silk  glove  outlook  for  Spring 
and  Summer — Prices  are  Ad- 
vancing— Embroidered     gl 

d    tor    Easter   trade    More 
IVmand   for  Children's   Wear. 

EMBROIDERED  -loves  promise  to  be 
a    big   feature   in    the    Faster   trad< 
The  demand  for  -loves  of  this  char- 
acter has  been  growing  daring  the  past 
two  or  til-  OS  and  in  spite  of  pre- 

dictions as  to  its  short  continuance  is 
still  in  vogue,  and  there  is  something 
that  is  so  smart  about  the  embroidered 
-love  that  renders  it  particularly  suit- 
able to  a  season  that  is  always  consid- 
ered a  clothes  festival.     Though   fashion 

is  favoring  pale  greys  and  champagnes. 
this  idea  has  made  no  change  in  the  sale 
of  white  -loves  as  far  as  the  greater 
bulk  of  tic  trade  is  concerned  for  there 
are  economic  reasons  why  women  favor 
white  gloves.  They  clean  better  than 
colors,  and  they  can  be  worn  with  any 
-own  and  therefore  are  the  best  invest- 
utinued  on  page  110.) 
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DRESS    ACCESSORIES 


Dry  Goods  Review 


SPRING   NECKWEAR 


9732— Fine  Muslin— $4.00  per  dozen 


Two  of  our  range  of 
ONE  HUNDRED  DESIGNS 

See  Our  Travellers  or  Write  for  Sample  Order 

Flett,  Lowndes  &  Co.,  Limited 

MANUFACTURERS 

144  Front   Street  West 

TORONTO 
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Ribbons  For  Spring 

Millinery  tiso  of  ribbons  will  bo 
large — Wide  and  narrow  rib- 
bons wanted  -  Wide  velvets 
with  Roman -striped  backs  a 
new  feature. 

THE  holiday  business  in  ribbons  was 
an  extremely  good  one.  All  kinds 
of  ribbons  sold  well,  but  business 
was  largest  on  floral  novelties  suited  for 
bags  and  other  fancy  work  purposes. 
There  was  a  very  large  call  for  narrow 
satin  ribbons  and  also  for  baby  ribbons 
and  the  printed  holly  ribbons  suitable 
for  the  season. 

Owing  to  the  higher  price  of  raw  silk 
and  the  increasing  cost  of  manufacturing 
ribbon  prices  are  higher,  and  the  size 
of  the  demand  is  keeping  these  advances 
firm. 

Not  only  is  raw  silk  higher,  and  there 
seems  to  be  no  reason  for  expecting  any 
change  while  the  demand  keeps  up  to 
present  proportions. 

All  indications  point  to  a  big  ribbon 
season.  Ribbons  are  again  to  the  fore 
for  millinery  purposes.  Wide  ribbons 
are  indicated  particularly  in  faille, 
taffeta,  Ottoman  and  moire.  Plain  rib- 
bons promise  so  far  to  outsell  fancies 
though  fancies  are  to  be  used  likewise. 
Two-inch  ribbons  will  be  used  just  like 
straw,  gathered  on  one  edge  for  cover- 
ing whole  shapes  or  only  the  brim  or 
crown.  Black  particularly  and  the  new 
dark  shades  promise  to  be  the  big 
sellers. 

In  fancy  ribbons  the  Roman  or 
Moorish  stripes  on  black  or  dark  green, 
brown,  grey  or  violet  grounds  are  a  new 
feature  that  is  being  well  taken  up. 
Plain  ribbons  besides  black,  dark 
browns,  greens,  dull  purples,  dark  blues, 
Nattier  and  wine  shades  will  be  the  lead- 
ing colors. 

Velvet  ribbons  are  expected  to  sell 
well  next  year.  Big  orders  have  been 
placed,  and  all  looms  are  fully  employed ■ 
and  deliveries  are  beginning  to  be  slow. 
Among  the  new  season's  novelties  arc 
wide  velvet  ribbons  with  heavy  cord 
backs  that  liive  a  faint  striped  effect  to 
the  velvet  side.  Velvet  ribbons  arc 
showing  having  satin  backs  in  Roman 
stripes. 

Warp  prints  and  printed  ribbons  conic 

in  brilliant  colored  \Yw  Art  effects,  and 

cleai  toned  Chinese  colors  and  patterns. 
Moire  ribbons  will  be  a  bin'  feature  in 
black  and  in  all  the  new  tones.  Moire, 
cord    and    Ottomans      about    two      indies 

wide  and  with  picol  edge  arc  selling  to 

the.  millinerv  trade. 


Tassel  showing  Chinese  influence.  Jet  ornaments  in  nail-head  and 
round  beads  with  water-fall  effect  in  small  jet  beads.  Buckle  and  frog 
with  fur  edges  of  braid  passementerie.  Shown  by  Thompson  Lace  & 
Veiling  Co. 

Big  Season   is   Predicted    in 

Veilings 

These  Have  Come  [nto  Their  Own  Again,  as 
Fashions  Have  Withdrawn  the  Drooping  Brim 
—  Colors  Beginning  to  he  Asked  for  —  Small. 
Conventional  Designs. 


IMPORT  orders  and  orders  received 
during  the  month  of  January  show 
that  buyers  are  in  a  very  receptive 
mood  when  veilings  are  under  consider- 
ation. The  trade  is  very  optimistic  over 
the  veiling  outlook  for  the  coming  sea- 
sin  for  millinery  styles  are  favoring  the 
veiling  business  to  a  high  degree,  li  is 
not  just  that  hats  are  small  but  so  many 
of  the  new  shapes   Hare  riuht    back    from 


Montreal.      S     Wagner's    men's    furn- 
ishing  store    was   gntted    by   fire. 


VEILINGS. 

A  baence  of  drooping  brim 
has  brought  veilings  in  again. 

Tendency  to  neat,  *mtill  pat- 
terns and  conventional  designs. 

Plain  hexagon  methes  very 
fashionabk . 

Sunburst,  dragonfly  andoth  r 

I   ijt  ('/.S"     ft  tit  II  ft  (/. 


the    face.      The    drooping   brim    eat 
softening  and  becoming  shade  over  the 
features  and  when  fashion  withdraw  - 
drooping  brim  women  resort  to  the  veil 
to  obtain  the  same  effect. 

During  the  past  season  the  fashion  in 
veilings  has  been  all  in  favor  of  neat 
small  patterns.  Fine  neat  meshes  will 
continue  to  be  worn,  but  florals  are  not 
so  strong,  the  tendency  being  towards 
more  conventional  designs  and  towards 
B  revival  of  the  fine  mesh  veils  of  six  or 
seven  years  ago.  Daring  the  late  Winter 
no  type  of  veiling  was  more  worn  than 
the  plain  hexagon  meshes,  and  do  type 

will    be    more      fashionable      during      the 

preaenl  Spring  season.  Black  Shetland- 
form  a  most  desireable     cold     weather 

veil,  and  right  Shot  lands  are  Belling,  but 
with  the  approach  o\   Spring  the  demand 

creasing    for   white.     Light    scroll 

patterns  in  flower  and  leaf  effects  are 
besl  i"  Shetlands,  Snider  web  meshes 
are  also  much  worn. 
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III    I1'111111 

iVAs 


A  Cordial 
Invitation 


A  cordial  invitation  is  extended  to  mil- 
linery and  lace  department  buyers  to 
visit  our  showrooms  during  the  open- 
ings, when  they  will  be  shown  a  very 
complete  and  up-to-date  range  of 


Veilings,  Laces 


Malines,  Chiffons, 


Nettings,  Neckwear 


and  Novelties 


Our  bill  comprises  the  latest  styles  and 
includes  all  fashionable  colors.  A  call 
will  convince  you  that  our  showing  is 
as  good  as  the  best  and  better  than  most. 


i".  .11 


IS 


1 1 
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Hand-run  pattern  in  gold  thread  on  fine 
Paris  net  ground.  Shown  by  Thompson 
Lace  &  Veiling  Co. 

The  beauty  spot  veiling  is  out  for 
Spring.  Dots  are  again  featured  and 
besides  the  popular  butterfly,  dragon 
flies,  sunbursts  and  other  effects  that 
are  new,  are  showing.  The  spacing  is 
always  so  managed  that  there  is  one  to 
every  veil  length.  The  novelties  shown 
^o  far  come  in  velvet  and  chenille  dots, 
and  in  the  appearance  of  narrow  con- 
ventional  borders. 

Hlack  is  always  staple,  but  the  early 
call  for  white  indicates  how  sales  will 
go.  Black  and  white  is  in  high  favor  and 
complexions  continue  to  sell.  There  arc 
already  indications  that  colors  will  be 
wanted  later  for  already  purple  is  be- 
ginning to  sell.  Predictions  are  heard  in 
many  directions  of  a  purple  Easter,  and 
the  demand   for  purple  veils  that    is  now 

coming  to  hand  seem  to  lie  one  indica- 
tion pointing  in  this  direction. 

The  hiirh  flaring  brim  referred  to  i^ 
affording  a  new  opportunity  for  increas- 
ing the  importance  of  the  veil.    The  veil 

is    adjusted    so    that    the    high    brim    is 

covered  completely  with  the  veiling.     A 

fen    minutes   study    of  any    advance    fa 
shion    book    will   show   how   this   is   done. 

The  collarlesa  neck  is  still  the  vogue, 

and   with  an  expanse  of  bare  neck  lielou 

it     is    extremely    difficult     to    adjust     the 

of  the  veil   so   that    a   neat   finish    is 


secured  under  the  chin.     A  little  device 

Las  been  pin  out  that  utilizes  the  be- 
comingness  of  a  hlack  velvet  neck  band 
and  at  the  same  time  finishes  the  veil 
neatly  under  the  chin.  Also  it  is  a  help 
io  easy  adjustment.  One  yard  is  the 
length  usually  sold  for  a  veil.  A  piece 
of  narrow  ribbon  velvet  from  half  to 
one  inch  wide  that  will  just  fit  comfort 
ably  around  the  neck  is  cut   off.  and  the 


centre  of  the  band  of  velvet  is  caught  to 
the  centre  of  the  veil.  The  veil  is  caught 
to  the  velvet  by  light  stitches  and  is 
frilled  a  little  onto  the  band  and  a  tiny 
fastener  maki  'ire  at  the  back. 

Veils  of   this  description     might      be 

made  up  in  the  department,  as  the  idea 
practical    that    it   would  be  a   sure 
help   io   making  sal's 


Demand  for  Laces  Broadening 

Shadows  Are  Big  Sellers  at  Present  Time — 
Orientals  and  Net  Laces  Arc  Coming  to  the 
Front  Again — Many  New  Uses  Are  PxingFound 
for  Laces. 


DECEMBER  and  January  have  seen 
a  very  welcome  increase  in  the 
demand  for  laces.  Lace  is  being 
used  in  quantity  for  trimming  many 
articles,  and  there  is  every  indication 
that  in  certain  directions  there  will  be 
a  large  outlet  for  laces.  So  far  the  sale 
has  been  principally  for  shadow  [aces 
and  a  big  business  has  been  done  both  in 
Nottingham  and  French  laces.  One  fea- 
ture that  promises  a  free  use  of  lace  is 
the  vogue  for  the  shadow  lace  and  the 
net  and  lace  corset  cover.  Corset  cover 
laces  or  as  they  are  termed,  camisole 
laces  come  in  various  widths  with 
a  beading  woven  in  top  and  bottom. 
They  have  only  been  on  the  market 
a  few  weeks  but  already  there  is 
a  difficulty  in  keeping  stocks  in  shape 
because  of  the  frequency  with  which  re- 
peats are  made.  This  is  leadinu  to  the 
substituting  of  covers  made  of  net  and 
narrower  laces  and  wide  bandings,  and 
is  causing  a  demand  all  aldng  the  line. 
Light  shadow  laces  of  delicate  pattern 
and  of  the  most  filmy  nature  are  OSed 
for  tunics,  draperies  and  tiers  of  flounces 
and  there  is  a  tendency  to  use  lace  for 
millinery  purposes. 

When    one    form    of   lace    is    so   slron-U 


takes  up  a-  shadows  are  now.  there  is 
always  a  tendencj  to  >eek  out  a  newer 
type  for  the  better  trade.  The  idea  oi 
transparency  and  filminess  is  so  firmly 
fixed  thai  only  light  laces  at  present  can 
be  considered.  Novelty  laces  come  in 
Orientals  and  net  tops  of  the  very  sheer 
variety  and  craquele  net  laces.  Filet 
laces  have  been  taken  to  some  extent, 
and  for  special  purposes  there  is  a 
steady  demand  for  light  Venise  edsrin'.'s 
and  narrow  bandings. 

The  demand  for  plain  and  fancy  nets 
is  increasing.  Net  is  used  for  founda- 
tion purposes,  and  for  waists,  dresses 
and  for  neckwear.  The  present  vogue 
for  pleatings  accounts  for  a  large  yard- 
age. Nottingham  manufacturers  have 
thinus  their  own  way  at  flu  present  time 
and  prices  are  all   in  sellers'  favor. 

Cold  laces  and  metal  laces  worked  on 
deep  Paris  net  with  the  patterns  run  in 
in  Lrold  thread  are  very  much  used  a; 
the  present  time  as  many  evening  2*owns 
are  trimmed  with  metal  laces,  and  they 
are  also  used  in  millinery  to  some  extent. 
Some  high  class  effects  come  with  the 
pattern  embroidered  in  color  in  soft 
Oriental   and   Chinese  effects. 


On  left:  Opera  b.i£  of 
hand-made  silk  Maltese 
l.ioe.  Shown  by  Novelty 
Import  Co.  On  right: 
Flat  collar  of  cotton 
crepe  with  Vonisc  edge. 
The  new  shape  that  just 
conies  over  the  shoulder. 
Shown  by  Phoenix 
Novelty  c,\ 
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The  "BELL" 

The  "Popular  Novelty"  for  this  Parasol  Season 


Shown  in  the  latest  color 
combinations  and  popular 
plain  shades. 


The  Brophey  Umbrella  Co.,  Limited 

Manufacturers  of  Umbrellas  and  Sun  Shades 

266  King  St.  West,  Cor.  King  and  Duncan  Sts. 

TORONTO 

Montreal  Office:  214  King's  Hall  Bldg.,  St.  Catherine  St.  Percy  C.  Adair 
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A  Popular  Seller 

for  the  Spring  Season 


CORTICELLI  DAINTY  LINGERIE  BRAID 


A  beautiful 
soft,  smooth 
Lingerie  Braid 
washable 
Made  in  four  colors 
White,  Sky, 
Pink,  Mauve, 
Each  card  of  10  yds. 
in 
Transparent 
Envelope. 


Put  up 
One  dozen  cards 
each  color 
to  box. 


A  Bodkin 

attached  to  each 

card. 


A  Dainty  Article 

for 

lingerie  use 


Give  our  travellers  a  hearing,  and  look  at  our  samples  before  purchasing.     Extra  good  values. 

Belding  Paul  Corticelli  Limited 

Sales  Rooms:      Montreal      Toronto      Winnipeg      Vancouver      and      Sydney,     Australia 


LOOKSGOOD.MAKESGOOD 

AND  KEEPS  GOOD 

jLike  its  Sister  lino,  SPHERE  SUSPEND- 
IERS  for  ladies,    quality    of    materials  has 
[gained  for  it  a  world  wide  reputation. 
JBoth  are  fitted  with  the  famous  'grip  thai 

Jftfrip>  and  never  slip-  ' 

[  Don't  lose  the  chnnce  of  un<><l  l.usines-..  Mr. 

I  Dealer, 

FAIRE  BR0S  &  CO.,  Limited,  Leicester,  Eng. 


Why  P.C.  Corsets  Excel! 


1 1 1 1 . »  the  manufacture  of 
r.t  .  Corsets,  nothing  but  the 
Bnest  material  and  best  work- 
manship   enter. 

The  Style  being  of  primary 
Importance  we  have  alwayv 
made  a  point  of  offering  only 
Ihe  most  up-to-dnte  and  pru- 
greestve  goods. 

The  appearance  commands 
attention  from  the  most  par- 
ticular customer,  and  from 
the  Woman  Who  Presses  Well. 

The  Wearing  Quality  la  un- 
equalled. Remember,  each  In- 
dividual steel  is  eurased  In  a 
Doable  OaaVM  Interlining  to 
it  the  protrusion  of  the 
steels  through   the  cloth 

In  P.C.  Corset*,  you  have  ■ 
Hue  that  will  satisfy  every 
customer  from  those  who 
want   I   lOK  orset.   but 

expect  full  value  for  their 
money.  to  those  who  are 
willing    to    pay    for    the    wr> 

Samples  expressed  prepaid 


PARISIAN    CORSET    MANUFACTURING 

COMPANY  LIMITED 

QUEBEC 


104 


DRESS    ACCESSORIES  Dry  Goods  Review 

A  Tip  for  You  i 


RUFFLING 

[  will  be  in  demand 

this 

SPRING 


Are  You  Prepared 


Now  is  the  Time 


Get  Ready 


R.  D.  FAIRBAIRN  CO.,  Limited 

107   SIMCOE   STREET,  TORONTO 

President  Directors  Vice-Presidents 

Rhys  D.  Fairbairn  C.  N.  Taylor  F.  J.  Knight 

E.  M.  McGonegal  W.  C.  Cliff 
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The 

Mail  Order 
Business 

for 

Barrv  Ribbons 


IS 


Steadily    Increasing 

Are  you  taking  advantage  of  the 
Barrv  Service?    If  not,  why  not? 


Letter  orders  are  coming  in  in  larger  numbers  even-  day.  Merchants  all  over  Canada 
realize  that  "The  Ribbon  House  of  Canada"  is  giving  them  top-notch  service  by  keeping  con- 
stantly on  hand  an  almost  endless  variety  of  ribbons  for  quick  sorting. 

The  Barry  Service  not  only  gives  you  prompt  shipment  but  it  also  affords  von  the  advice 
of  RIBBON  EXPERTS  on  the  class  of  goods  to  buv.    MAY  WE  SERVE  YOU? 


Our  new  address  is   No.   6   St.   Helen   St. 
Drop  around  and  see  us  when  in  Montreal 


Walter  H.  Barry  &  Co.,  Montreal,  Que. 


Winnipeg  Branch:  222  McDcrmott  Ave. 

IOC 
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Van  Raalte  Veils 


New  Floral  Design 

Dainty    little    leaf    pattern 
on  a  fine  single    thread 
ground,    all     colors. 
S/1243 


Drooping   Orchid 

Endorsed  by  every  fash- 
ionable   New    York 
Shop.      All    colors. 
S/1368. 


Again  we  show  you  two  of  our  1914  Models 
from   our    American    Mills    direct    to    you. 

SAMPLES  FORWARDED  UPON  REQUEST. 

E.&Z.  Van  Raalte,  ™  New  York 
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BEST  SELLERS 

Shadow    Flouncings---Camisoles---Plain  and  Fancy 

Nets---Novelty  Veilings  and  Laces, 

Fancy  Collars,  etc. 

We  extend  a  hearty  invitation  to  Millinery  and  Department 
buyers  to  visit  our  showrooms  when  in  the  city. 


Dress  and  Cloak 

TRIMMINGS 


We  do  mil  hesitate  to  say  that  our  new  range 
of  Kiolt  Ornaments,  Tassel  Ornaments  and 
other  Silk  1'assamentarie,  which  will  be  ex- 
tensively used  the  coming  season,  in  beauty 
and  effectiveness  of  design,  surpass  anything 
we  have   shown    hitherto. 

Quality  of  materials  and  workmanship  guar- 
anteed as  usual. 

We     also     show     a     nice     collection     of 

BEADED  TRIMMINGS 

in  Jet,  Silver,  Gold  and  Pastel  shades, 

The  MOULTON  MFG.  CO.,  Limited 

MONTREAL 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

it  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler 


108 


DRESS    ACCESSORIES 


Dry  Goods  Review 


/84-86V 


r^A  VEILING  CQ 


©ur  ©petting;  BtSplap 

will  be  of  unusual  interest.  There 
will  be  on  exhibition  fifteen  exact  re- 
productions in  miniature  of  the  latest 
models  in 

Wedding  Gowns 

from  le  Maison  TVorth 

Garden  Party  Frocks 

from  le  Maison  Paul  Poiret 

Afternoon  Toilettes 

from  le  Maison  Doucet 

IN  addition  (which  will  be  of  special  interest  to  the 
millinery  trade)  will  be  in  stock  to  choose  from,  all 
ready  for  delivery,  assortment  of  horse-hair  lace  for 
the  coronet  finish  of  the  "Kitty  MacKay"  Turban  and 
rain-proof  special  "Canvelco  Brand,"  Velvet  Finish, 
Wire  mesh  nets  for  millinery  pleatings  and  ruchings. 

OUR  showing  of  Camisole,  Flouncing  and  Pleating 
Laces  is  largest  and  best  in  Canada,  and  we  have 
a  complete  range  of  Vanity  Veiling  in  Cluster,  Sun- 
burst, Crossbar,  Bow  Knot,  and  other  novelty  designs, 
also  the  Perfect  Frame  Veil,  in  black  and  violet. 

We  cordially  invite  you  to  inspect  our  stock,  which  will  be 
complete  and  on  view 

February  23rd  to  March  3rd  inclusive 
Canada  Veiling  Co. 

KNOX  BUILDING 

84  and  86  Wellington  St.  W. 
TORONTO 


^ANADAYEILING  CO- 
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TEE   big  fur  sales  in  London  which 
took  place     the  end     of  January 
have  shown,  according  to  first  re- 
ports, some  declines  in  prices  from  those 
which   ruled   at  previous  sales  in   Sept- 
ember  and  October. 

Among  those  furs  which  have  seen  a 
decline  from  the  earlier  prices  are 
skunk,  coon  and  muskrat  in  which  last 
a  drop  of  40  per  cent,  is  reported. 
Mink  and  ermine  held  their  own  with  no 
change,  while  advances  occurred  in  fox 
and  wolf,  owing  to  the  very  strong  de- 
mand there  has  been  for  these  furs  of 
late. 

Some  Certainties  for  Fall. 

Furriers  are  now  turning  their  atten- 
tion to  new  styles  for  next  Fall  and 
while  not  many  details  can  be  given 
about  these  as  yet,  there  are  a  few  prob- 
able innovations  that  may  be  regarded 
as  fairly  certain.  In  the  Spring  Number 
of  The  Review  it  was  pointed  out  that 
New  York  had  declared  for  shorter 
coats,  and  this  year  many  think  shorter 
coats  will  be  worn  by  Canadian  women 
as  well. 

"The  42,  44  and  50-inch  favorites  of 
the  past  season  will  be  replaced  by 
36  to  44-inch  lengths  this  year.  Any- 
thing longer  than  45-inch  will  be  a  rar- 
ity," declares   one   Canadian   buyer. 

"Another  change  will  be  seen  in 
collars.  Last  year  shawl  collars  and 
collars  and  lapels  were  the  thin;:;  this 
year  a  Dutch  collar  that  comes  across 
the     shoulders     with     no     lapels,     will     he 

seen." 

"The  kimona  sleeves  which  were  in  an 
experimental  Btage  a  year  ago  are  now  a 
fixture,"  said  one  up-to-date  furrier  to 
The-  Review.  "With  regard  to  color 
design,"  he  continued,  "coats  will  not 
be  made  of  one  fur  alone,  but  furs  of 
contrasting  colors,   lighter  and     darker 

will   be   used." 

Long-haired    furs    will    have    the   '\r 

mand     over    others    and     black    and     blue 

shades  of  Pox  and  wolf  will  have  many 
supporters. 

Fancy  Neck  Pieces. 
Another   certaintj    il    is  claimed    will 
be  fancy  designs  for  neck  pieces.    While 


Fox  and  Wolf  Sold  Higher  in 
January  Sales 

Muskrat  and  Skunk  Woe  Lower  ■ —  General 
Tendency  Towards  Lower  Prices  Continued  — 
Shorter  Coats,  Contrasted  Combinations — Will 
Every  Coat  Have  Fur  Trimming? 


as  yet  detailed  information  is  not  to  be 
had  it  is  safe  to  say  that  there  will  be 
a  change  from  last  year's  styles  when 
stoles  were  made  so  that  they  could  be 
worn  only  at  the  front.  This  year  one 
device  will  be  to  make  them  with  one 
side  shorter  than  the  other  so  as  to 
necessitate  the  other  being  thrown  over 
the  shoulders,  and  other  novelties  will 
probably  be  developed.  Muffs  will  be 
large  in  style  and  not  smaller. 

Many  authorities  say  that  in  the  com- 
ing season  furs  will  be  worn  even  more 
as  trimmings  on  coats  and  dresses.  One 
manufacturer  even  went  so  far  as  to  say 
that  every  cloth  coat  that  goes  out  next 
season  will  have  a  fur  collar.  This  state- 
ment is  supported  by  the  fact  that  many 
of  the  leading  dealers  in  women's 
furnishings  are  giving  orders  for  fur- 
trimmed  coats.  Here  as  in  the  other 
garments  long-haired  furs  will  have  the 
call.  The  very  flashy,  dyed  stuff,  how- 
ever, that  was  brought  out  at  the  begin- 
ning of  last  year  will  not  be  shown  at  all 
this  season.  Even  for  dress  trimmings, 
while  light-colored  stuff  will  be  the 
proper  thing,  the  ban  will  be  placed  on 
all  startling  effects.  Certain  lines  of 
opossum  and  sable  will  be  arnon^  the 
favorite  varieties  used  here. 

Meanwhile  the  work  of  making  up 
trial  sets  sroes  on. 


-@- 


THE  SUMMER  GLOVES 
WILL  BE  LONG 

(Continued  from  page  98.) 

ineiit  in  the  long  run.  White  gloves  are 
favored  for  Kaster  and  earlj  Spring 
wear  with  either  black  or  self  embroid- 
ery, and  blacks  embroidered  with  white. 
and  a  limited  number  of  colors  with 
black  embroideries  are  also  shown. 

children's  gloves  are  Belling  in  in- 
creasing quantities  as  proper  attention 
is  being  paid  to  them  by  both  the  mer- 
chant and  the  manufacturer.  Now  that 
-mart    leather   gl0V6fl    can    he    had    many 

mothers  are  buying  then  in  preference 

to  cheap  woollen  gloves  and  incr. 
business  has  followed,  for  these  chil- 
dren's gloves  are  properly  cut.  ami  made 
from  good  leather.  Mothers  seem  to 
think  that  there  is  nothing  too  good  for 
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their   children    and    make   no   objections 
to  paying  the  price. 

Up  to  Easter  wrist  length  glovee  will 
sell,  but  after  that  date,  as  the  sh 
of  Summer  gowns  are  to  be  short,  the 
big  enquiry  will  come  for  16-button 
lengths.  Prices  in  some  of  the  lower 
numbers  have  advanced,  and  as  raw  silks 
are  high,  the  general  tendency  favors 
advances  all  round.  This  will  not  be  felt 
in  its  full  force  for  some  time  as  big 
buyers  and  the  jobbing  houses  have  pro- 
tected their  interests  by  large  orders 
placed  before  the  advances  matured. 

The  question  of  what  length  the  sleeve 
will  be  for  Spring  and  Summer  wear 
always  settles  that  of  the  glove  selling. 
Styles  are  sufficiently  advanced  for  as- 
surance to  be  given  that  the  sleeve  reach- 
ing just  a  little  above  or  just  a  little 
below  the  elbow  will  be  the  one  worn. 
Therefore  the  bulk  of  the  gloves  will  be 
needed  in  the  longer  lengths.  Even  in 
suit  styles  the  sleeve  is  often  %  and 
frequently  %  length  so  that  longer 
gloves  will  be  needed  to  complete  the 
street  toilette.  Under  present  conditions 
wrist  lengths  will  only  sell  to  the  very 
conservative  and  the  staple  trade. 


THE  GREAT   FUR  SALES 

The  famous  •'fur  sales,"  as  they  are 
known  the  world  over,  are  held  four 
times  a  year,  in  January.  March.  June 
or  the  latter  pari  of  May.  and  October, 
in  London,  England,  and  Leipsic,  Ger- 
many. The  London  sales,  however, 
are  by  far  the  largest  and  most  import- 
ant. It  i>  there  that  the  Hud- 
Company  hold  their  sales.  These  sales 
are  attended  by  buyers  from  nearh 
everj  part  of  the  world,  but  the  German 
and  American  bl  .illy  outnum- 
ber all  the  rest.  The  goodfl  are  now 
sold  entirely  by  auction,  the  bids  an 
quickly  made,  and  quickly  disposed  of. 

At  one  time  the  skins  were  sold  by  the 
lighl  of  a  candle  After  the  candle  was 
lit.  bids  were  received  until  the  candh 
burned  to  a  certain  point,  the  parcel  was 
then  sold  to  the  last  bidder.  This  pic- 
turesque, but  undoubtedly  slow  method. 
became  obsolete  with  the  modern  de 
mand   for  quick  action. 


DRESSACOESSORIES  Dry  Goods  Review 


A  Basis  for  Strangers'  Confidence. 

vgQkUR  books  contain  the  names  of  many  respected  Canadian  customers. 
fjp/  Many  of  them  have  dealt  with  us  for  years,  invariably  to  their  satisfac- 
\^  tion  and  profit.  As  we  think  of  the  tremendous  progress  which  our  neigh- 
bor over  the  border  is  making,  we  feel  that  we  want,  as  regular  customers,  all 
strangers  whose  business  would  be  desirable. 

In  dealing  with  a  concern — especially  if  it  is  to  be  their  principal  source 
of  supply — strangers  should  make  certain  of  the  reliability  of  the  people  with 
whom  they  deal.  It  will  interest  dealers  who  have  not  handled  The  Shelton 
Looms'  Products,  to  learn  that  our  business  has  been  conducted  without  inter- 
ruption since  1854.  We  are  conceded  to  be  the  leaders  in  everything  capable  of 
being  manufactured  on  a  Velvet  or  Pile  loom.  Sixty  years  have  made  us 
specialists  in  Velvet  and  Pile  fabrics. 

One  of  the  important  benefits  in  dealing  with  us  is  the  service  you  will 
have.  Altho  the  border  separates  us  geographically,  the  separation  really  is 
invisible.  We  can  be  of  great  helpfulness  and  value  to  each  other.  The  ability 
to  receive  shipments  from  us  very  promptly  will  often  be  worth  much  more  to 
you  than  the  preferential  duty  you  must  pay  on  shipments  from  the  United 
States.  So  far  as  your  relations  with  us  are  concerned,  this  duty  is  more  or  less 
of  a  "bogy  man"  and  need  not  disturb  you!  If  you  compare  the  quality,  condi- 
tion and  landed  cost  of  European  importations,  with  the  same  factors  in  shipments 
received  from  us,  you  will  find  it  to  your  advantage  to  order  here. 

You  know  the  great  delays  involved  in  shipments  from  Europe.  You  can 
get  from  us,  in  a  few  days,  what  would  take  many  weeks  before  even  "rush" 
orders  could  reach  you  from  abroad !  The  gain  in  time  over  foreign  importations 
will  make  you  independent  of  jashion  changes.  You  will  not  be  caught  with  a 
stock  of  unsold  goods.  You  will  close  out  your  Shelton  purchases,  or  cut  the 
fabrics  into  garments,  before  new  styles  threaten  loss  or  left-over  stock. 

Particulars  of  our  extensive  line  of  fabrics  will  gladly  be  sent  on  request. 
Our  Synthetic  {Artificial)  woven  Furs  are  indispensable  for  your  winters.  We 
reproduce,  with  absolute  fidelity,  the  skins  of  over  thirty  fur-bearing  animals. 
Possessing  all  the  advantages  of  real  furs,  our  creations  have  added  advantages 
peculiar  to  themselves.    Learn  about  them! 

Cloak  and  Garment  manufacturers,  the  Cutting-up  and  Millinery  trades 
will  find  here  a  large  assortment,  in  the  latest  styles,  of  those  things  which  will 
be  the  vogue.  Also  Silk  Velvet  Ribbons.  You  will  not  find  any  better  quality 
elsewhere.  We  also  make  a  line  of  exquisitely  beautiful  Plushes  and  other 
things  which  have  never  been  successfully  imitated,  in  Paris,  Lyons  or  elsewhere 
in  the  world. 

Shipments  will  be  made  to  you  direct  from  our  looms  at  Shelton-on-the- 

Housatonic.     They  will  reach  you   weeks  before  the  swiftest  liners  sight  the  St. 

Lawrence.     Moreover,  unlike  foreign  importations,  you  can  get  our  fabrics  in 

smaller  lots  and  more  frequently. 

We  invite  correspondence.     Samples  cheerfully  sent  on  request.    Earnestly  do  we  solicit  a 
personal  call  so  that  you  may  inspect  the  good  things  in  our  showrooms. 

Sid ney  B^piiraFMm  a  Cgmpimiit,  me. 

Founded  in  18 5 4- 

Prest    &  Treas. 


395-401  Fourth  Ave.,  at  28th  St.      New  York. 

illinium 
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HOUSEFURNISHINGS 


Predicting    a    Run    of    Blues    In    Wall  Papers 

Delft  Coming  Strong  for  Dining-room  Decoration  —  Quaint 
Designs  in  Period  Chintz  Patterns  —  Papers  Made  in  Greater 
Widths  to  Avoid  Seams. 


IN  the  Special  Spring  Number  of  The 
Review  it  was  pointed  out  that  some 
experts  considered  the  whole  trend  in 
wall  papers  and  mural  and  room  decor- 
ations to  be  towards  simplicity  of  design 
and  softer  tones.  This  opinion  is  borne 
out  by  many  others  who  say  that  plain 
and  "semi-plain"  patterns  will  be 
much  in  vogue  this  Spring.  On  the 
other  hand,  there  are  a  few  who  claim 
that  small  patterns,  tapestries,  cloth 
effects  and  striped  patterns  will  be  the 
thing  rather  than  the  plain.  Paris  is 
the  authority  for  the  latter  view  where 
some  recent  interior  designs  are  brilliant 
in  colorings. 

"Fabric  effects  such  as  burlaps, 
crashes,  and  chambrays,  of  course,  are 
always  in  vogue  more  or  less,"  said  one 
authority  to  The  Review,  "and  leather 
effects,  hide  and  ooze,  both  plain  and 
blended,  will  be  appreciated  by  a  section 
of  the  public  and  sold  to  a  greater  or 
less  extent." 

While  the  consensus  of  opinion  is  that 
the  "cut-out"  borders  and  panels  show 
no  signs  of  waning,  (and  some  say  they 
will  be  more  popular  than  ever)  others 
again  suggest  trying  to  get  away  from 
the  "cut  out"  borders  to  other  designs, 
but  as  far  as  the  writer  can  learn,  these 
other  designs  to  fill  the  place  of  the 
"cut  out"  do  not  seem  to  be  coming 
forward  and  as  there  is  nothing  very 
striking  to  display  in  its  place  it  is 
likely  that  the  present  borders  will  re- 
main. 


Quaint  designs,  according  to  many, 
are  meeting  with  good  demand.  Many 
pretty  and  interesting  Queene  Anne  and 
Early  Victorian  chintz  patterns  are  to 
be  seen  showing  traces  of  Chinese  and 
East  Indian  influence  on  English  life 
and  art.  In  deference  to  this  demand 
many  merchants  keep  books  showing 
period  designs  for  complete  rooms. 
These  books  are  shown  to  patrons  on 
request  or  where  a  suggestion  of  cer- 
tain styles  would  be  helpful. 
Blue  a  Coming  Color. 

For  dining-room  decorations  blue  is 
declared  to  be  the  coming  favorite;  the 
shade  being  what  is  known  as  delft  blue. 
For  other  rooms  as  well  this  will  be  a 
popular  color.  As  a  matter  of  fact  one 
wholesale  firm  claimed  that  they  have 
sold  more  blue  papers  and  decorations 
in  the  last  two  months  than  they  did 
in  the  three  years  previous  to  that 
time.  Blue  has  been  a  fashionable  color 
in  the  United  States  for  some  time  but 
is  comparatively  new  in  the  Canadian 
trade.  It  is  now  to  a  considerable  ex- 
tent replacing  the  brown  so  much  used 
of  late. 

In  drawing  rooms,  besides  blue,  greys 
and  grey  tans,  soft  grey  colorings  and 
grey  and  brown  will  be  leaders.  Some 
Chinese  and  Japanese  papers  of  foliage 
designs  are  coming  in  as  well  and  will 
no  doubt  have  many  followers.  Light 
foliage  backgrounds  may  be  mentioned, 
particularly,  as  likely  candidates  for 
favor. 


For  halls  and  on  plainer  walls,  tapes- 
tries and  cloth  effects  will  have  good 
vogue,  tweed  and  serge  effects  being 
aimed  at.  German  styles  are  also  ex- 
pected to  meet  with  approval.  These 
are  distinguished  by  neat  little  coloring 
touches  of  black,  black  and  white,  black 
and  white  and  blue,  and  black  and  white 
and  grey.  Java  canvas  will  also  meet 
with  good  sales,  it  is  believed. 

In  bedroom  decorations,  fioral  pat- 
terns and  pretty  bright  cretonnes  are 
shown  and  it  is  here  alone  that  bright 
colors  are  allowed  any  run.  They  will 
be  seen  particularly  in  the  borders,  as 
the  body  of  the  paper  will  tend  toward 
the  plainer  patterns. 

Demand  for  Matched  Hangings. 
This  year  a  greater  call  than  ever  will 
be  made  for  actual  matches  between 
draperies  and  papers,  and  draperies 
manufactured  exactly  to  match  the 
papers  are  expected  to  meet  with  good 
demand.  Some  dealers  claim  that 
matched  decorations  are  not  sold  as 
much  as  they  should  be,  and  a  special 
effort  will  be  made  to  educate  the  public 
up  to  buying  draperies  with  an  eye  to 
match  wall  papers  exactly. 

Distinctive  Decorations. 
"Of  course."  said  one  man  to  The 
Review,  "the  better  class  of  people  are 
looking  for  distinctive  decorations  and 
are  not  following  any  set  style.  We.  for 
our  part,  do  all  we  can  to  encourage  them 
in    this    and    try    to    suggest    something 


Parisian  Adaptation  of  period  stylos. 
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ORIGINAL 


E  N  U     N  E 


"  A  Square  Deal  in  Every  Square  Yard " 

Nature's  Own  Floor  Covering 

The  Standard  for  Years 


9  Reasons  Why 

1 — GREX  is  the  pioneer  wire-grass  floor  covering  and 
still  maintains  its  supremacy. 

2 — OBEX  owns  and  controls  practically  all  the  choic- 
est wire-grass  fields. 

3 — CBEX  owns  exclusive  patented  machinery  which 
twists  strands  into  cable-like  rope. 

4 — CBEX  puts  honest  value  in  every  yard.  Note  the 
weight — body — substance. 

5 — CBEX  designs  are  heavy — substantial.  No  skimp- 
ing—no saving — anywhere. 

6 — CBEX  warp  is  highest  grade  obtainable.  Has  to 
stand  severest  tests — that  means  longer  life. 

7 — CBEX  cord-edge  binding — made  for  and  used  ex- 
clusively by  us — makes  best  finished  grass  rug  on 
market. 

8 — CBEX  trade-mark  name  woven  almost  invisibly  in 
side  binding  on  rounded  edge — protects  both  dealer 
and  consumer. 

9 — CBEX  original  designs  and  color  combinations  in 
wide  range  of  sizes  make  it  possible  to  supply  most 
any  demand. 


9  Points  to  Remember 

1 — OBEX  has  imitators,  but  every  imitation  is  easily 
recognizable.    There 's  a  vast  difference. 

2 — CBEX  users  have  long  realized  its  superiority  as 
the  original  and  genuine. 

3 — CBEX  users  are  satisfied.  They  make  good  cus- 
tomers because  they  always  want  more. 

4 — CBEX  is  a  household  word.  It  means  HIGHEST 
PERFECTION  in  grass  floor  coverings. 

5 — CBEX  needs  no  apology.  It  speaks  for  itself  — 
stands  alone — above  comparison. 

6 — CBEX  sales  are  greater  than  all  competitors  com- 
bined. What's  the  answer?  The  public  wants  the 
best. 


and    consumer — is 
The  trade-mark  is 


7 — CBEX    advertising — to    dealer 
straightforward — above-board, 
pointed  to  with  pride. 

8 — CBEX  has  millions  behind  it — a  world-wide  reputa- 
tion— and  that  reputation  we  propose  to  maintain 
and  justify. 

9 — "CBEX"  woven  in  side  binding  means  highest 
quality  and  genuineness.  That  is  what  the  public 
wants  and  will  insist  on. 


Our  new  HERRINGBONE  weave — in  rugs  and  runners — has  already 
met  with  popular  favor.  They  are  decidedly  heavier,  most  attrac- 
tive in  appearance,  designed  specially  for  porch  and  outdoor  use. 
They  are  sure  to  please  your  customers.  Testimonials  from  mer- 
chants everywhere  are  most  gratifying. 

Write  for  our  1914  color  catalogues. 

CREX  CARPET  COMPANY,  D|f  21 2  Fifth  Ave.,  New  York 

Originators  of  Wire-Grass  Floor  Coverings 
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_L^^^b^^te_  ' 

The   20th  Century 

SB^^^^S'^ 

Rug  Rack 

=  ^^^? 

Invest   in  a  Bag  Rack  now  and  it  will  reach 

^I^J     x\j 

you  in  good  time  for  your  Spring  Rug  Trade. 

S^1  ■■MHte*!    i    ^0)             ^m^IhJB 

You  will  be  delighted  with  the  machine  and  so 

will  your  customers.     The  money  spent  is  an 

HKb.                .                                  m 

investment  that  will  pay  you  perpetual  divi- 

?Bttn(9mn^^B ^^^^^■^n^^^fili^^ 

dends.      Advise    how    many    designs    of    Rugs 

ill 

you  would  wisli  to  put  on  your  Rack  and  we 

will  quote  you  price.    Write  for  catalog  to-day. 

BhHHH^H^HII 

The  Steel   Furnishing  Co. 

New    Glasgow,    N.S. 

Showing   a   Large   Rack   Holding    120   Rugs 

PREDICTING    A   RUN  OF 
BLUES  IN  WALL  PAPER 

(Continued  from  page  112.) 

new      iii     some     of     the     details     of     room 
decoration    for   nearly   everybody.      As   a 

rule,  we  try  to  Bel]  heavj   patterns  for 
rooms  where  heavy,  solid  furniture  will 

be  used,  such  :is  libraries,  dinimr  rooms. 
etc.     Then   for  others,  such  as  bedrooms, 

we  try  to  sell  something  in  curved,  easy, 


graceful  patterns,  Personally,"  he  con- 
tinued, "we  do  not  think  that  the  "cut 
out"  Bora]  border  is  the  best  for  dining 
rooms  or  libraries.  We  prefer  for  these 
rooms  Btraight  lines  and  sharp  corners 
in  the  border  instead  of  curved  lines 
and  round  corners." 

One  more  point  that  ought  to  be  men- 
tioned is  that  papers  are  coming  now  in 
much    wider    sizes    than    formerly.      The 

idea   is  io  avoid  Beams  on  the  wall  as 
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much  as  possible,  So  widths  now  run 
frmn  30  to  ;;.">  or  36  inches  and  some  still 
-\  ider. 


WITH  THE  MERCHANTS 

Montreal.-  The  Broeton  Manufactur- 
ing  Company  sustained  a  tire  loss. 

Edmonton,  Alta.  —  J.  Daviea  ha* 
opened  a  tailor  shop  for  men  ami  women 
at    1502   Alberta   Ave. 
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English  Made  Furniture 

CANADA 


E.COHEN  &  SONS 

1-19  Curtain  Road  e.c. 


LONDON     -c    *s-    **■     -v     ^    ^        ENGLAND 

ARE  OFFERING  AN  EXCLUSIVE 
RANGE  OF  MODELS  REPRODUCED 
AND  ADAPTED  FROM  ALL  THE 
PERIOD  STYLES   < — -» 

WITH 
AN  UNIQUE    SELECTION    OF 
CONTEMPORARY    DAMASKS 
TAPES  TREES  VELVETS    ETC., 


PHOTOGRAPHS  WITH  PRICES 
MAILED    ON    APPLICATION. 
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EQUIPMENT  AND  DISPLAY 


Saskatoon  Window  Trimmer  Won  First  Prize 

in  Christmas  Competition 

Inviting  Display  of  Christmas  Toys  in  the  MacMillan  Store  — 
Montreal  Window  Was  Second  in  Larger  Class — Fort  William 
;md  Vancouver  Figured  in  the  Prize  List. 


FROM  fci.tns  thousands  ol  miles 
apart  came  entries  for  the  first 
Christmas  Window  Dressing  Com- 
petition of  The  Dry  Goods  Review,  and 
t  he  best  of  all,  in  the  opinion  of  the 
judges,  was  that  of  Herbert  Daniels, 
with  F.  R.  MacMillan,  Saskatoon.  The 
photograph  of  this  appears  on  the  next 
page  and  its  merits  will  be  apparent  at 
a  glance. 

The  second  prize  for  the  larger  class 
of  windows  was  awarded  to  J.  K.  Coul- 
ombe,  of  Hamilton's,  Montreal,  and  the 
third  to  H.  F.  Saunders,  away  at  the 
other  side  of  the  Dominion,  in  Van 
couver,  B.C. 

In  the  contest  for  the  smaller  win- 
dows, a  Montreal  entry  headed  the  list, 
that  of  A.  A.  Davoust,  with  George  G. 
Gales  &  Co.  The  Province  of  Ontario 
figured  in  the  list  with  second  prize, 
taken  by  B.  Wright,  with  Kutledge  & 
Jackson,  Limited,  Fort  William,  and 
W.  1\.  Horner,  of  Granby,  Quebec,  was 
third. 

The  competition,  which  it  is  intended 
to  make  an  annual  affair,  should  call 
attention,  if  such  were  needed,  to  the 
excellent  quality  of  window  trimming 
that  is  being  turned  out  in  the  West. 
But  already  tin  bright  young  men  in 
charge  of  the  display  of  these  rapidly 
growing  stores  of  the  Prairie  Provinces 
and  the  Pacific  Coast  have  established 
reputations  for  themselves  of  turning 
(.ut  samples  of  windows  that  are  quite 
in  Hie  van  with  the  whole  mercantile 
development    of    the    newer    portion     of 

Canada.     It  may  lie  interesting  to  note 

in  this  connection  that  Mr.  Daniels' 
"chief"    has  built    up   his   beautiful   new 

3tore  hi  a  period  of  barelj  tour  years  in 

business   in   Saskatoon,  and  that    it    is  nol 

so  many  years  ago  Bince  he  started  in 
witli  a  Toronto  wholesale  firm  a-  an 
apprentice  at    a   salarj    of  one  dollar  a 

week.  This  is  hut  one  of  the  husiness 
romances  of  the  West.  In  that  same 
city,  as  The  Review  has  pointed  out  be- 
fore,    another     largl      departmental     store 


has  a  business  romance  behind  it,  dat- 
ing back  to  the  pasing  through  of  the 
Barr  Colony  in  1903,  on  their  trek  of  over 
200  miles  to  Lloydminster.  So  much  for 
the  city  of  Saskatoon,  the  stuff  its  dry 
goods  men  are  made  of,  and  its  prize- 
winning  window  dresser,  Herbert  Dan- 
iels. 

The    window    it  sell,    as    will    tie    seen. 


WINNERS  IN  XMAS 
CONTEST. 

The  following  are  the  winners 
of  the  prizes  offered  by  The 
Review  in  its  Christmas  Win- 
dow Display  Competition. 

Class  1. — Windows  of  over  9- 
foot  frontage : 

1. — Herbert  Daniels,  of  F.  R. 
MacMillan,  Saskatoon.  Prize, 
five  dollars. 

2.— J.  R.  Coulombe,  of  The 
Hamilton  Company,  Montreal. 
Prize,  three  dollars. 

S.—H.  F.  Saunders,  with  W. 
S.  Moore,  Vancouver,  B.C. 
Prize,  two  dollars. 

Class-  2. —  Windows  nine  feet 
frontage  or  under: 

1. — A.  A.  Davoust,  with  Geo. 
G.  Gales  &  Co.,  Montreal. 
Prize,  five  dollars. 

2.—B.  Wright,  with  Rutledge 
&  Jackson,  Ltd.,  Fort  William, 
Ont.    Prize,  three  dollar*. 

3. — If.  /,'.  Homer,  Qranby, 
(hit .   Prize,  t no  dollars. 


holds   a    toy   display,   and   a    tempting   one 

at  that.  It  is  meant  simply  to  announce 
the  nature  of  the  "piles  of  toys"  that 
are  ready  for  the  ho\  s  and  irirls  inside, 
and  a  further  description  appears  in 
connection  with  the  illustration.  The 
committee   of  judges,    II.    ('.    Maedonald, 

of     Murray-Kay,     president      of      the 

C  W.T.A.  in  1912;  Barry  Bollinsworth, 
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ol  t lie  Robert  Simpson  Co.,  president  of 
the  C.W.T.A.  in  1913,  and  the  Editor  of 
The  Review,  who  is  a  member  of  the 
C.W.T.A.  Executive,  were  unanimous  in 
according  this  first  place. 

The  second  prize  window  of  the  larger 
class,  the  work  of  Mr.  Coulombe.  of 
Hamilton's,  Montreal,  is  a  ready-to-wear 
display,  which  is  referred  to  where  the 
reproduction  appears.  The  third  prize, 
to  Mr.  Moore,  of  Vancouver.  B.C.,  had 
a  descriptive  card  "An  early  showing  of 
Christmas  presents — Make  your  selection 
now.  A  small  deposit  secures  it."  This 
window,  as  would  be  evident,  contained 
a  considerable  variety  of  merchandise. 
rather  too  much  of  a  "mixture,"  in  the 
opinion  of  the  judges,  in  some  cases 
fine  goods  appearing  with  ordinary  com- 
l  orters.  etc.  The  central  feature  was  a 
cot.  with  a  "baby"'  lying  in  it.  while 
r  it  were  some  to 

The  smaller  window  displays  usually 
showed  an  excellent  use  of  the  space 
available  and  some  skilful  arrangements 
of  the  merchandise.  The  third  prize 
window,  in  which  a  snow  storm  was  de- 
picted, might  have  been  filled  to  ad- 
vantage with  a  larger  quantity  of  mer- 
chandise. 

It  will  he  noted  that  the  price  ticket 
played  little  pari  in  these  displays,  and, 
in  the  opinion  of  the  judges,  this  was 
usually  justified.  As  a  rule,  they  are 
not  required  in  a  toy  window  if  it  is 
regarded  as  merely  a  sample  of  a  large 
assortment  that  is  inside  the  store.  Nor 
are  they  usually  employed  with  a  special 
line  of  the  liner  goods,  such  as  is  in  Mr. 
Davoust 's  window.  This  does  not  con- 
tradict the  theory  that  the  price  ticket  is 
advisable  tor  ordinary  merchandise  win- 
odws.  but  rather  that  several  of  I 
Christmas  displays  there  were  special 
reasons  why  they  were  not  advisable. 
Three  of  the  prize-winninir  windows 
appear  in  this  issue. 

The  Review  takes  this  opportunity  of 
announcing  tin-  second  annual  Christmas 
competition   for  December.  1914 
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No.— 1003D 


D.  &  P.  DISPLAY  FORMS 

Are  true  to  Life  and 
Present -Day  Styles 

Attractive,  sales-producing  window  displays — displays  that  will  be 
a  great  factor  in  selling  your  Spring  and  Summer  dresses,  waists, 
etc. — are  made  possible  with  the  use  of  charming,  life-like  D.  &  P. 
Forms.  Built  from  the  latest  New  York  models,  D.  &  P.  Display 
Forms  are  well  able  to  bring  out  the  style  effects  embodied  in  your 
newest  lines. 

The  Wax  Heads  represent  a  high  type  of  sculpture  modeling  even 
to  the  smallest  details  of  contour  and  expression.  The  refined 
features  of  the  face,  the  delicate  poise  of  the  head  and  the  charm- 
ing coiffure  all  lend  a  touch  of  beauty  to  the  dress  that  makes  the 
display  attractive  and  gives  it  a  human  touch. 

Send  for  catalogue  to-day. 


No.— D.  52 


DALE  and  PEARSALL,  106  Front  St.  E.,  TORONTO 

MANUFACTURERS  OF  HIGH-CLASS  FORMS  AND  FIGURES 
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First  Prize  in  Christmas  Competition 


In  this  toy  window  of  MacMillan's,  Saskatoon,  the  Christmas  idea  is  admirably  carried  out.  The 
background  with  Santa  (Mans,  the  snow  effect,  the  life-like  hearth,  and  .just  enough  holly  and  poinsettia 
to  attract  and  keep  up  the  Christmas  atmosphere  without  detracting  attention  from  the  merchandise. 
The  latter  is  artistically  arranged;  everything  is  built  up  so  that  it  can  be  seen  clearly,  and  yet  not  piled 
too  high.  Situated  on  a  corner  and  sloping  around  as  it  does,  and  with  its  artistic  display  this  window 
of  Mr.  Daniel's  must  have  proved  a  profitable  piece  of  work. 


EQUIPMENT  AND  DISPLAY 


Dry  Goods  Review 


Is  Your  Ready-to-Wear  Department 

Well  Equipped  ? 

If  not  see  to  it  at  once — it  will  pay  you — If  you  want  to  sell  goods 

you  must  keep  them  out  in  full  view  of  the  public — Our  Revolving 

Racks  and  Garment  Hangers  are  designed  to  accomplish   this   end 

— You  cannot  buy  better  goods,  no  matter  where  you 

try,  and  our  prices  are  the  lowest. 

Mail  us  your  "Spring"  orders.     Send   for   our   large 

_  Catalogue   at   once — it  is  free 

for  the  asking. 


Our  Revolving; 
Racks  are  too  well 
known  to  need  ex- 
planation. Send  us 
your  orders  at  once. 
We  have  a  good 
stock  on  band. 
PRICE.  EACH 
13.50 


$i; 


The  Perfection  Skirt 
Rack  is  going  to  be  a 
big  seller  this  Spring. 
It  holds  over  50  skirts; 
any  style  of  hanger 
"iv    be    used. 

Price,"each  r$14.50 


Showing     Perfection     Skirt    Rack 
filled   with  skirts. 


No.  560. 

No.  560,   Waxed   Hanger. 

Price,  per  109,  $6.00. 


g    how    little 
pied  by  No.  1 
Hangers. 


space    is 
Dress 


No.  515. 

No.    515,    Waxed    finish. 

Price,  per  100,  $3.00. 


No.  1  Dress  Hanger. 


No.  560X. 

No.    560X,     Waxed     Hanger. 

Price,  per  100,  $7.50. 


No.  92. 

No.    92,    Suit    Hanger — holds    skirt    and 
coat. 

Price,  per  100,  $6.00. 


No.  1  Dress  Hangers  are  unexcelled  for 
light  garments — the  hangers  are  %-inch 
thick,  and  in  above  cut  we  illustrate 
how  6  dresses  may  be  hung  on  4  inches 
of  bar.  125  dresses  may  be  displayed 
on   one  rack. 

The  hangers  are  made  of  hardwood, 
steamed    and    bent   to    shape. 

Price,  per  100,  $3.00 


CLATWORTHY  &  SON,  Ltd 


Established 
1896 


The   Largest   Makers  of   Display   Fixtures   in   Canada" 

161   King  St.  W. 

TORONTO 


Incorporated 
1908 
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Winner  of  Second  Prize  in  Competition 


A  window  showing  a  good  general  line  of  ladies'  wear,  with  light,  and  background,  and  an  artistic 
arrangement  of  the  accessories,  shirts,  collars,  bags,  etc.  The  drapes  are  neatly  done,  and  the  placing  of 
the  goods  between  the  four  figures  retains  a  nice  balance.  Some  might  consider  the  window  as  a  little 
crowded,  but  altogether  the  work  of  Mr.  Coulombe,  of  Hamilton's,  Montreal,  is  excellent. 

First  Prize  For  Smaller   Windows 


This  window    of  line  hosiery   and  shoe-  is  a  daint\    piece  of  WOrkj  and  the  -how  card,  while  nerh.m 
a  liltl"  '••-""    ■'"  n  — 1' J  ;--   ,l-: '    •—    '' ■■•  'i ;..  i...      'im .1 

s 
effect 


i   uib     MMiumi     iii     line     uosn   i  j      .imu    Dliuoo     i-    ,  i    i  i.i  i  u  i  \     ['nu     w  i     \>  >  - 1  i\  .    ,  i  i  h  i     uu     suun 

a  little  large,  is  well  placed  in  this  ease,  and  speaks  for  the  window.  The  goods  mij 
slightly,  hut  a  study  of  the  "fronl  ground"  will  show  that  each  piece,  as  it  is,  has  he 
affect,    Trimmed  l>\   A.    \.  Davoust,  of  Geo.  <!.  dales  &  Co.,  Montreal. 


_  ghl  have  been  raised 
been  displayed  bo 


1'20 
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Spring 


Spring 

Spring 

Are  you  ready  for  your 
Spring  Opening? 

BUY  IN 
CANADA 

SAVE  DUTY  AND   AVOID 
CUSTOMS  DELAY 

You  will  be  just  as  pleased 
as  the  large  stores  which  are 
buying  from  us. 

SEND  FOR  OUR 

ILLUSTRATED 

CIRCULAR. 


Acazia  Spray,  finely  veined  leaves  and  beautiful  flowers,  all  in  natural  colors. 


Canadian  Flower  Manufacturing  Company 

243-245  Bleury  Street -  MONTREAL 


Make  Your  Spring  Displays 

Attractive 

By  Using  Richardson  Forms 


Your  Spring  line  of  Dresses  will  be  well  displayed  if  they  are  shown  on 
Richardson  Forms.  These  forms  will  show  off  to  the  best  possible  advantage 
your  very  latest  1914  dresses  because  they  are  made  to  conform  with  those 
styles. 

47  S  gives  a  dainty  and  elegant  effect  to  display.  One  of  the  charming 
features  of  this  form  is  the  half-arm.  Another  is  that,  instead  of  the  regular 
iron  base,  No.  47  S  has  feet,  which  add  greatly  to  the  effect  of  the  gown, 
especially  when  short-length  skirts  are  displayed.  No.  47  S,  with  Half -Wax 
Arms,  $36.00;  hobble  skirt  if  desired,  specially  adapted  for  high-grade 
gowns.  Each  limb  is  adjusted  separately,  up  and  down,  sideways,  forward, 
etc. ;  made  of  flesh-colored  wood  for  shoes  and  stockings.  Deduct  $6.00  if 
four-leg  stand  is  required  instead  of  feet. 

37  E — Rich  and  dignified.  White  jersey  covered,  $9;  white  jersey  sateen  bust, 
$12.50;  all-white  sateen,  satin  bust,  $15.00.  Short  leg  base,  rubber  bumpers. 
Wooden  base,  if  preferred  (round,  white). 

Milliners  are  cordially  invited  to  visit  our  showrooms  when  in  the  city. 

Write  for  Catalogue. 

A.  S.  RICHARDSON  &  CO. 

99  Ontario  St.,  Toronto 
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For  the  February  Hosiery  Sale 


Display  of  women's,  misses'  and  children's  hosiery  assortments.     A  g 

stocky  window,  with  price  tickets  attached    to   different    Lines.     Arranged 
bj*  E.   G.  Meadows,  with  McLaren   &  Co.,  Limited,  St.  Catharines. 


AMONG  KNIT  GOODS 

MEN 

(Continued  from  page  60.) 

teet,  and  five  storeys  high.  They  value 
this  for  their  Canadian  trade  as  bringing 
them  closely  in  touch  with  United  States 

styles. 

During  the  year  the  premises  of  R.  M. 
Ballantyne,  Limited,  Stratford,  have 
been  painted  and  whitewashed.  The 
former  offices  have  been  turned  into  a 
dining-room  for  the  female  employees. 
with  tables,  chairs,  dishes,  free  sugar. 
gas,  and  cooking  utensils.  A  sprinkler 
system  has  been  installed  throughout  the 
office  and  mill. 

General  regrel  was  fell  a1  the  recent 
death  of  George  Henderson,  manager  of 
the  Penman  Company's  mill  at  Coati- 
cook,  Quebec,  in  his  fifty-first  year.     Mr. 


Henderson  had  been  appointed  superin- 
tendent of  the  mill  in  1900  ami  manager 
in  L907. 

The  Cambridge  Knitting  Mills.  Lim- 
ited. Three  Rivers,  Que.;  capital,  $50,- 
000.  To  construct,  purchase,  sell,  lease, 
and  operate  cotton  and  woollen  manu- 
factories of  every  description. 

A  new  company,  the  Toronto  Cotton 
Mills  Company,  proposes  to  erect  a  new 
cotton  mill  at  Welland,  Out.  The  com- 
pany is  capitalized  at  $350,000,  of  which 
$200,000  has  been  paid  in  and  accord- 
ing to  reports  propose  to  erect  a  main 
building  1.08x640  feet,  one  storey  high. 
of  brick  construction,  also  a  warehouse 
82x162  teet  and  a  small  office  building. 
It  is  proposed  to  manufacture  duck  and 
yarn. 

A.  C.  Marsh,  formerly  with  the  Mer- 
i •  u i ■  \     Mills.    Limiti  d    of    Hamilton,    has 


been  appointed  manager  of  the  Ypsilanti 
I'nderwear    Company,    Ypsilanti,    Mich. 

The  new  mill  of  the  Sovereign  Mitt, 
Clove  and  Robe  Company  at  Delhi,  Ont., 
to  replace  the  one  destroyed  fay  fire  last 
April,  is  about  completed.  The  new 
plant  is  100x33  feet,  three  storeys  high 
.ind  is  double  the  size  of  the  old  one. 
The  company  have  been  operati 
temporary   quarter-   since   the   lire. 

The  Beaver  Knitting  Mills,  Alton. 
Ont.,  have  completed  the  additions  to 
the  plant.  One  set  cards,  one  mule  and 
ten  knitting  machines  have  been  install- 
ed. Elastic  rib  '.roods  and  rubber  linings 
will  be  manufactured:  about  4.500  feet 
additional  floor  space  has  been  added. 


HINTS  TO  BUYERS 

MARTIN   SMITH    &    CO.'S    SAMPLE 
ROOMS. 

For  the  convenience  of  buyers  in  the 
Toronto  market.  Martin  Smith  & 
Sorauren  Ave.,  have  opened  sample 
rooms  at  the  Prince  George,  where  their 
Spring  lin<  -  show.  These  rooms  are 
now  open,  and  will  he  maintained  up  to 
about  February  25th.  As  they  are  pro- 
duced, new  numbers  will  be  added  to  the 
line,  so  there  will  always  be  something 
new   to   interest    buyers. 

The  Spring  line  put  out  by  this  firm  is 
an  exceptionally  strong  one.  as  the  great- 
i  -i  care  has  been  exercised  not  only  in 
the  selection  and  adaptation  of  the  very 
latest  expression  of  the  New  York  and 
Paris  modes  to  the  the  Canadian 

trade,  by   a   staff  of  skilled  and  compe- 
desimiers.  but   special  attention  has 
been  paid  to  the  selection  of  the  D< 
in  materials  and  trimmings — a  point  that 
is  becoming  of  the  greatest   importance. 

Therefore,  the  waists  and  di 
shown  are  not  only  right  as  to  style,  but 
will  be  found  to  be  produced  in  materials 
that  fashion  is  busy  with  at  the  present 
moment.  Duvetyn  is  one  of  them,  and  BO 
is  chiffon,  taffeta,  and  there  is  a 
wealth  of  new  patterns  in  plain  crepes 

embroidered   crepes  and   other  materials. 


tim  CARRIERS 

SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Out  guarantee :— We  will  lmtal  • 
system  of  our  carrier*  In  your  •tore. 
After  10  <l»y»'  tent,  If  they  hare  no* 
proTed  their  iuperlorlt7  to  all 
other  makes  of  store  serriee,  w« 
will  remore  the  equipment  without 
coat  to  you.  It  will  pay  jou  to  In- 
vrMliiate  our  modern  Improved 
P  N  K  U  M  A  T  I  C  DKHPATCIl 

TUBES    AND    KI.KOTUIC    CAIILE 
CAflH     CARRIERS. 


Hazard  Store  Nervier 


99    ONTARIO  STREET  TORONTO.  ONT. 

'    EUROPEAN  OrUCCJHtlOUQRH  l»HD*N  C.C.  IMC. 


Free — Ten   Display   Managers  Tell 


i#*l°&sai  fc& 


In    order    that    you    QUI    In-con:  twunist 

Training    BchocJ    instruction— the    lecturing    force    of    twenty-A'rs    expert* 

method)    of    personal    instruction,    and    tin-    practical    equj-ruent    in 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We    «i!l   mail    you.   free,    our   p  at    book   entitled   "Ten    Display 
\i  I-  igtn   Ti  ll    Ham    to  s,n   it." 

Did    roll    erer    know    of    ■    man    thai    OOuld    do    retail    a  hertisinjr.    win. low 
trunin  the    sales    force    of    the    store 

I     90.1    of    I     position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.   39th  St  New  York  City 

In    writing    be    Hire    and    mention    The    Dry    Goods    Uenew.) 
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Our  Handsome  Wall  Case— No.    125 


H.  l.  wood  &  CO. 


NOBLE  AND 
STRICKLAND  STS. 


Especially  adapted 
for  the  display  of 
millinery. 

This  is  one  of  the  many  hand- 
some business-getting  store  fix- 
tures to  be  found  in  the  H.  L. 
Wood  line  for  1914. 

It  is  a  fixture  which  will  pay 
for  its  installation  many  times 
over  in  increased  sales  and  bet- 
ter service.  Your  millinery  de- 
partment will  be  the  better  for 
having  at  least  one  of  these. 

Our  new  catalog  contains  many 
excellent  ideas  in  store  fittings. 

It's  Yours  for  the  Asking. 


TORONTO 


M 


L 


If 


THE  PRICE  SELLS 

Compare  Our  Prices  with  Other  Makers' 
SEND  US   A    SAMPLE   ORDER 

SEND  FOR  OUR  CATALOGUE 


Ladies'  and  Misses'  Dress 
and  Suit  Forms 

Conforms  with  latest 
styles. 

Heavily  constructed  of 
papier  mache— mounted 
on  four-claw  base  with 
brass  top.  Sizes  16  to 
42.    $2.50  each. 

This  leg  attachment 
will  fit  to  any  style  or 
mike  of  form,  complete 
without  shoes  $3.50. 


Revolving    Cloak 
Rack 

Oxidized  copper  stand- 
ard and  ring. 

Ring  30  in.  diameter 
and  is  66  in.  from  floor. 

Mounted  on  heavy 
smoothly-rolling  base, 
with  oxidized  1/4  sheet 
card  frame, $8.25  each- 

Without  card  frame, 
$7.50  each. 


Ladies'  and  Misses'  Dress 
and   Suit  Forms 


Make  Your  Old  Figures  Up-to-Date  by  Adding 
this  Leg  Attachment 

ROYAL  DISPLAY  FIXTURE  CO. 

812  Broadway,  NEW  YORK 


Revolving    Cloak  Rack 


MAKERS  OF  UP-TO-DATE  FIXTURES  FOR  WIDE-AWAKE   MERCHANTS 
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The  Menard  Commercial 


the  car  that  reduces  the  cost  of 
delivery. 

It  gives  you  better  and  quicker  service  than  is  possible 
with  the  old  horse  method.  This  car  is  especially  adapted 
to  the  dry  goods  business,  has  a  large  reserve  of  power, 
carries  at  good  speed  a  load  up  to  1,500  pounds.  It  will 
pay  you  to  look  into  the  Menard  Commercial's  possibilities. 

Menard  Commercial  Motor  Car  Co. 

WINDSOR,  ONT. 


Timely 

Suggestions 

in 

Delfosse 

Fixtures 


v.  71.'.     Shlitwalil    trail  on  i  Feathei    .mil     Bowei   standi 

-Und,  line  w.n  tin urr.  $15.00,  in  gii.it  raiittT. 

DELFOSSE  &  CO. 

COR.  CRAIG  &  HERMINE3TS.  MONTREAL 


LAMSON 


Why  Pay  a  Dollar.  For  a  Dime's  Worth  of  Work? 

—That's  what  you  do  as  long  as  you  continue  requiring  ycxi' 
clerks  to  run  back  and  forth  for  change  after  every  transaction, 
biK    or    little 

LAMSON    CARRIERS    are    a    practical    economy,    they    insure    fair 

listribution  of  labor,  instant  detection   of  mistakes,  centralized  cash 

or  charsi-.    ;ind    Quick   Service!     ASK    YOUR   NEIGHBOR: 

Wire.    Cable,    Tube,    Belt,    Pickup   Carriers. 

The    Lamson    Company,  Boston,  U.S.A. 

Representatives  in  all  principal  cities. 

'V—  SERVICE—^ 


& 


f,,^ 


An  entirely  new  catalogue  with 
Palmenberg's  latest  ideas  in  dis- 
play forms  and  fixtures  is  about 
to  leave  the  press.  We  want  you 
to  own  an  early  copy,  and  feel 
sure  that  yon  will  be  pleased 
when  it  reaches  your  hands. 

Let  us  have  your  name  and  ad- 
dress and  we'll  send  in  return 
this  interesting  manual  of  our 
aids  to  your  work  in  window 
dressing  and  display. 

J.  R.  PALMENBERG'S  SONS 

1  -tAblishcil    1S5J 

710  Broadway.    New  York 

Factory:     8«  and  »l    Wrst  M  St..  New  York 

Boston  Salesroom  Baltimore  Salesroom 

,*0   Kinrnton  St.    110   Bedford   St.  10  A   U    Hopkini    Place 
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Every  time  a  person  passe)  by  your  Store  without  entering 
you  lose  —  every  time  he  enters  you  have  the  opportunity  of 
making   a  sale — of  making  a  profit. 

There's  a  psychological  point  in  the  path  of  every  passer- 
by that  means  a  profit  or  loss  to  you — that's  the  point  -where  he 
either  enters  or  continues  on  his  way. 


Profitable  "Points' 


It*s  your  ideal  to  cause  every  passer-by  to  pause  and  enter 
and  can  tkere  be  a  more  logical 
power   to  do  that    than    a    good 
Store  Front? 

No     matter     How     much 
time  and  money  you  spend  to 
make  attractive    displays   it  is 
literally    wasted     unless    your 
Store   Front  is    adequate — un- 
less  it  allows  the  passers-by  to    actually  see  what  you  have  for 
sale.      A  Store  Front  that   merely  keeps_out  the   snow    and  rain 
never    resulted    in  a  good   investment.       Sates   make    profits — so 
let  sales  he  your  guide. 

Other  Merchants'  Experiences 

One  Merchant  debated  for  three  years  whether  or  not  a 
KAWNEER  STORE  FRONT  would  increase  his  business. 
Finally  he  put  one  in  and  now  he  says,  "Our  Front  is  worth  $5,000 
a  year'* — and  that  in  a  city  of  12,000  people.  Another  Mer- 
chant says,  "There's  no  question  but  what  our  new  KAWNEER 
STORE  FRONT  sells  at  least  $10,000  worth  of  merchandise  a 
year  over  what  we  could  have  possibly  sold  -with  the  old  Front. 
We  !are  more  than  willing  to  recommend  your  Fronts  because 
of  the  great  satisfaction  ours  has  given.**  Another  says,  'Our 
business  increased  40%  —  the  KAWNEER  FRONT  paid  for 
itself  in  eight  months."  If  you  could  only  see  the  actual  letters 
of  recommendation  that  we  have  on  file  from  Merchants  you 
would  not  hesitate  another  day. 


and-night  satisfaction  every  year.  We  do  not  ask  you  to  even 
consider  a  KAWNEER  FRONT  simply  on  our  claims  but  we 
do  feel  that  the  actual  experiences  of  30,000  other  Merchants 
reasonably  justifies  it. 

When  you  get  ready  to  buy  a  Store  Front  go  into  the  subject 
thoroughly — consider  it  from  your  own  view-point,  then  think 
what  the  passersby  will  say.  Their  opinion  is  the  deciding  one, 
if  they  are  impressed  and  influenced  into  entering  your  Store, 
your  Front  is  a  success — if   they   pass  Ail,  your  Front  is  a  failure. 


neef» 


"Boosting  Business 

No.  21" 


30,000   Fronts 

For  eight  years  we've  been  building  KAWNEER  STORE 
FRONTS  and  30,000  Merchants  have  adopted  them.  In  big 
cities  and  little  towns  you  -will  find  KAWNEER  producing 
sales,  costing  nothing  for  upkeep  and  giving   complete  365-day- 

icawneer 

Manufacturing  Company 
Limited 

Francis  J.  Plym.  President 

Dept.   Q.    1193   Bathurst   Street 
TORONTO,  ONT. 


There  is  such  a  multitude  of 
different  kinds  of  Store  Fronts 
both  big  and  little,  that  you 
musttake  care  lest  you  choose 
one  that  -will  not  fit  your  busi- 
ness. To  be  of  greater  help  to  you  in  making  thisimportant  de- 
cision we've  compiled  "Boosting  Business  No.  21"  which  is  un- 
doubtedly the  most  complete  and  interestingStore  Front  book 
ever  published.  "Boosting  Business  No.  21"  contains  actual 
photographs  of  many  of  the  best-paying  large  and  small  Store 
Fronts  in  the  country  —  Fronts  in  all  kinds  of  businesses  — 
together  with  drawings  of  suggestions  that  will  interest   you. 

Don't  risk  the  amount  of  money  it  requires  to  install  any 
kind  of  Front  when  a  mere  2c  stamp  will  bring  to  you  this 
book  of  practical  Store  Front  ideas.  Your  copy  is  in  an  envel- 
ope, stamped  with  a  5c  stamp  and  ready  for  your  address  don't 
delay — every  day  you  conduct  your  business  without  a  KAW- 
NEER STORE  FRONT  . 
the  people  are  passing  ff 
instead    of    entering  ,y 

your    Store.  y* 


/coupon 

,''  yawneer 

Manufacturing  Company- 
Limited 

Awn  J  rtjm.  *rj*m 

Dept.  Q    1193   Bathurst  St. 
Toronto,  Ontario 
Kindly  send     "Boosting  Business    No. 
21'*  -without  obligation 
Name    


'i£R*'       Street  and  No. 

^c^*^'       City  or  Town 

Business  


iWMMWWWMMMMMMW 


^J 
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j  A  QUESTION  OF  VALUE  j 

=  =: 

i  I 

At  the  close  of  the  last  convention  a  trimmer 
was  heard  to  say  that  the  addresses  and 
demonstrations  were  worth  50  times  the 
price  of  his  membership  fees. 

You  may  think  that  this  trimmer  in  a 
moment  of  enthusiasm  placed  a  monetary 
value  on  his  membership  in  this  association 
which  he  would  perhaps  not  make  in  a 
calmer  moment.  However,  the  fact  remains 
that  membership  in  the  C.  W.  T.  A.  is 

Actually   Worth   Far    More  | 
Than   The    Membership    Fee  | 

Nineteen   fourteen   programme    will 
be  bigger  and  better  than  ever 


v 


APPLICATION  FOR  MEMBERSHIP 


Canadian  Window  Trimmers'  Association 


Date 


m 


F.J.THOMPSON, 

Secretary  C.W.T.A. 
52  Stanley  Street, 
St.  Thomas,  Ont. 

I  hereby  enclose  the  sum  of  Two  Dollars  for  membership  in  the  Canadian 

Window  Trimmers'  Association.    I  am  now  employed  by 

have  had years'  experience. 


'Mark   X   on   Diagram' 


AD  MAN 


CARD   WRITER 


WINDOW   TRIMMER 


Signed 


TinTiiiTiiiiiiiTHTiinnnnnTnT!' 


1 1 II  riTtTITITITITI' 
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FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard   Air    Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


/"\NE    inch    space    in    this 

Department    will   cost 

you  $25  for   12    insertions. 


{pill 

TT1I  1  1  1  I  III!  1  1  11I1I1    j 

{Coy  Makers  1 

\            to 

f  HdtTWfinPM* 

J    at  Large    B 

•  ^ll  ■«  i  ^     ^•""'^ 

•  \%/E  are  the  largest  manufacturers  of  high-grad    J 

•  toys  in  the  world,  including  Miniature  Rail    g 

■  way  Systems.  Plush  and  Felt  Animals,  Movim   ■ 
S  Picture  Machines,  Mechanical  Boats  and  Engines    ■ 

and  many  otherall-year-roundsellert    J 

•  J^l             Bing  Brothers  A.  G  Nuremburg        J 

■  «^6  B\«^              John  Bing,  Sole  Representative 
-*"  ^s!i^                  3$\  Fourth  Avenue.  New  Yor*    « 

!0CK£?J 


"ATERSON 


LIMITED 


Thi  Wholesali  Millinery  and  Fancy  Dry  Good* 
Houii  of  the  Maritime  Provincts. 

MAIL  ORDERS  OUR  E8PECIAL  HOBBY 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vine*,  Window 
Decorations.  Japanese  and  Chinese  Decora- 
tions, Papier Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.    It's  free  (or  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicaro,  111. 


Condensed  Advertisements 


FOR  SALE 


FRESH,  CLEAN  STOCK  OF  SHOES  AND 
men's  clothing  and  furnishings  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
J.  T.  Locke.  The  Ark,  Corunna,  Ont.,  for 
information. 


FOR  SALE— CHEAP.  FOUR  PARCEL  CAR- 
riers,  complete,  practically  new,  having  been 
used  for  two  months  only.  Apply  E.  B.  Cromp- 
ton  &  Co.,  Brantford,  Ont. 


POSITION  WANTED 


THOROUGHLY  EXPERIENCED  FOREIGN 
buyer  and  department  manager,  with  trade 
connection,  would  make  a  change.  At  present 
with  wholesale  house.  Would  consider  good 
i-et.iil  proposition.     Box  50,  Dry  Goods  Review. 


A  MEN'S  FURNISHING  SPECIALTY  SALES- 
MAN, fourteen  years'  experience,  aged  twenty- 
seven,  married,  desires  Toronto  position  with 
manufacturer  or  wholesaler  of  high-grade  goods, 
shirts,  neckwear  or  underwear  preferred,  as 
salesman.  Salary  or  commission.  Best  of  ref- 
erences.    Box  51,  Dry  Goods  Review. 


The  Condensed  Ads  in  this  Paper 
will  bring  good  results 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


The  new  factory  of  H.  L.  Wood  Co., 
Toronto,  an  illustration  of  which  is 
shown  on  this  page,  is  about  three  times 
the  size  of  the  former  establishment.  Its 
dimensions  are  50  x  120  feet  and  it  is 
three  storeys  high.  It  is  supplied  with 
plenty  of  light  on  all  sides  and  is  fitted 
up  with  new  and  up-to-date  machinery. 
The  firm  will  manufacture  show  cases 
and  store  and  office  fittings,  counters, 
partitions  and  everything  pertaining  to 
store  and  office  furnishings. 


SPRING    LINES    IN    PARASOLS. 

The  Brophey  Umbrella  Co.,  are  pre- 
senting, through  their  travelers  their 
line  of  parasols  for  the  Spring  and  Sum- 
mer. Among  the  many  shapes  shown 
the  "bell"  is  promised  the  preference, 
as  this  shape  is  particularly  graceful 
and  is  so  shaped  that  it  will  not  inter- 
fere with  the  high  plumes  and  trimming 
on  the  Spring  hat.  Handles  are  long 
and  stained  to  match,  or  to  tone  in  with 
the  cover,  and  are  both  carved  and  plain. 
Wide  borders  hemstitched  to  the  body 
or  bell  of  the  cover  is  the  new  feature. 
When  the  bell  is  of  plain  silk  the  border 
is  of  fancy  plaid  in  colors  toning  in  with 
the  plain  silk,  or  of  brilliant  colored 
Roman    striped    or    Oriental    patterned 


paillette.  When  the  bell  is  of  fancy  silk 
the  border  is  of  the  plain,  and  two  colors 
in  plain  silk  are  also  combined.  Thus 
champagne  is  combined  with  Paddy 
green,  or  black  with  Nell  rose.  Many 
parasols  come  in  smart  black  and  white 
combinations,  and  the  black  silk  parasol 
satin  striped,  with  the  stripes  forming 
the  border  is  very  much  in  evidence. 


THE  LATE  WILLIAM  RAVEN. 

Leicester,  England. — The  death  occurred 
recently  of  Mr.  William  Raven,  director 
and  founder  of  the  firm  of  William 
Raven  &  Co.,  Ltd. 


H.  L.  WOOD  CO.'S  NEW  FACTORY. 


"B.D.A."  FINISHES. 

The  Bradford  Dyers'  Association  have 
been  giving  special  attention  to  pro- 
ducing dyes  and  finishes  for  fabrics. 
These  include  "P.N.C."  finish  for  lustre, 
alpaca  and  mohair  tuills;  "marquise" 
finish  for  cotton,  Venetians,  and  "Lum- 
ena"  finish  for  artificial  silks.  Patterns 
showing  finishes  can  be  had  on  applica- 
tion to  the  Bradford  Dyers'  Association, 
Ltd.,  Dept.  6,  Well  street,  Bradford,  and 
128   Cheapside,   London,   E.C. 
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Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowers  for  Decoration. 

L.  Baumann  &  Co.,  357  W.  Chicago  Aye., 

Chicago,  111. 
L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 

Montreal,   Que. 
Schack    Artificial    Flower   Co.,    1739    Mil- 
waukee Ave.,  Chicago,   111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 
Montreal. 
Accordion   Flattings. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blankets. 
Penmans,  Limited,  Paris,  Ontario. 
Fraser,    Mather   Co.,    Winnipeg,    Man. 
Miller  A   Porteoua,   Hollybush,   Ayrshire, 

Scotland. 
Wm.     Laidlaw     Cumledge     Mills,     Duns, 
Scotland. 
Bathing    Suits. 
Home  &   Watts,  10  Duncan   St.,  Toronto, 
Ont. 
Boy    Scout    Bupplles. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Salts. 

Home  &   Watts,  19  Duncan   St.,  Toronto, 
Ont. 
Batting. 

Kobt.   Henderson    &    Co.,    181    McOill   St., 
Montreal,  Que. 
Burlap    (Dyed,  Oil  Coated  and   Sized). 
Stauntons,    Ltd.,  934  Yonge   St.,  Toronto. 

Br  ahn  i#*r<*B 

H.  A  w".  Co.,  130  Fifth  Ave.,  New  York, 

N.Y. 
Parisian  Corset  Co.,  Quebec,  Que. 
Vobs  &   Stuffmann,   Montreal,  Que. 
Buttons. 
Forsyth   Kimmel  &  Co.,  Berlin,  Ont. 
Moulton   Mfg.  Co.,   Montreal,  Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,   City    Road,    London,   N.,   Eng. 
Ashton    Si,    Pulford,    22    Black    Piccadlly, 
Manchester,   Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  A  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.   Co.,    Clinton,   Ont. 
Belts,    Ladies'. 
R.  D.  Fairbairn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Boot   and    Shoe   Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids. 

Moulton   Mfg.  Co.,   Montreal,  Que. 
Children's   Dresses. 
Home  A   WatU,  19  Duncan  St.,  Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.   Fairbairn  Co.,  105  Simcoe  St.,  To- 
ronto,   Ont. 
Star    Whltewear    Mfg.    Co.,    Berlin,    Ont. 
Sperling  A  Lea,  Herald   Bldg.,  Montreal. 
Detroit    Princess  Mfg.   Co.,   Detroit,  Mich. 
Correspondent    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard    Sts..  Toronto. 
Economist   Training  School.   239   W.  39th 
St.,   New   York,   N.Y. 
Cash    Registers. 
National    Cash    Register    Co.,    285    Yonge 
St.,   Toronto,  Ont. 
Cash  and   Parcel   Carriers. 
The    Lanison    Store    Service   Co.,   Boston, 

Mass.,   U.S.A. 
Glpe-Hnzard    Store    Service    Co.,    99    On- 
tario  St.,   Toronto,   Ont. 
Cloth    Charts. 

A.  E.  Putnam   Co.,  Washington,  Iowa. 
Caps. 
Cooper   Cap   Co.,   Spadlna   Ave..    Toronto, 
Ont. 
Corsets. 
H.  A   W.  Co.,   130  Fifth  Ave..   New   York, 

N.Y. 
Parisian    Corset   Co.,   Quebec,    Que. 
Voss  A  Stuffmann,  Montreal,  Que. 
Cotton    Threads   und    Crochet    Rails 

Hicks,  Bulllck  A  Co..  Belfast,   Irelnnd. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal.  Qne. 
Greenshlelds,   Ltd.,    Montreal,    Que. 
Canadian    Carpet   A   Comforter   Mfg.   Co., 

Toronto,  Ont. 
Otielph  Carpet  Mills,  Ouelph.  Out. 
Cnttlnf    and    Wire    Stapler    Machine*. 
rVnlter  Williams  &  Co.,  Montreal,  Que. 


Corset    Covers. 
F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Ont. 
Cottons. 
Greensbields,   Limited,   Montreal,  Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
Horrockses,    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    Carpet6. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars   (Waterproof). 
Arlington    Co.,   54   Fraser   Ave.,    Toronto, 

Ont. 
Parsons  &   Parsons  Canadian   Co.,  Ham- 
ilton,  Ont. 
Smith   D'Entremont   Co.,   1475  Queen    W., 
Toronto. 
Chiffons. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto. 

Ont. 
Thompson    Lace   &    Veiling   Co.,   69    Wel- 
lington W.,  Toronto. 
Comforters. 
Canadian   Carpet   &   Comforter   Mfg.   Co., 
Toronto,  Ont. 
Cushions. 
Canadian    Carpet   &    Comforter   Mfg.   Co.. 
Toronto,  Ont. 
Canvas   Coat  Fronts. 
Toronto   Pad  Co.,  569  Queen   St.   W.,   To 
ronto,   Ont. 
Cotton    Linen   and   Elastic   Laces. 

Parisian   Corset   Co.,   Quebec,   Que. 
Corset    Clasps    and    Sanitary    Necessities 

Parisian   Corset  Co.,  Quebec,  Que. 
Coats    (White). 
Robert   C.    Wilkins    Co.,    Farnham,    Qw>. 
Miller  Mfg.  Co.,  Toronto.  Ont. 
Coats    (Ladies'). 
Patrician     Cloak    &     Suit    Co.,    Sama-ils 

Bldg.,  Toronto,  Ont. 
Goldbamer    Coat    &     Suit    Co.,    Spadlna 
Ave..  Toronto.  Ont. 
Clothing-    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto, 

Ont. 
International   Tailoring  Co.,  62  John   St.. 
Toronto.   Ont. 
Clothing   (Duck  and  all   Specialties). 

Miller  Mfg.  Co..  251  Mutual  St.,  Toronto. 

Ont. 
Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts.,    Toronto. 
Dress    Fabrics. 

Mclntyre  Son  A  Co.,  Ltd.,  Montreal. 

Brophv  Parsons  &  Rodden.  Montreal,  Que. 

W.  R.  Brock  Co  .  Bay  A  Wellington  Sts.. 
Toronto,    Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W.. 

Montreal,   Que. 

Greenshlelds.   Limited.   Montreal,   Que. 

Nisbet    A    Auld,    34    Wellington    St.    W.. 
Toronto.   Ont. 

Law,  Russell  A  Co.,  Ltd.,  Bradford,  Eng 

Bradford     Dyers    Association,    Bradford. 
Eng. 
Dress    Forms. 

Delfosse  A  Co.,  Montreal,  Que. 

Dale    &    Pearsnll,    106   Front   St.    E.,    To- 
ronto.  Ont. 

Hall-Bnrohert    Dress    Form    Co.,    158   Bay 
St..  Toronto,  Ont. 
Dresses. 

Detroit   Princess   Mfg.   Co..   Detroit.   Mich. 

Rosebud   Mfg.  Co.,  193-5  Mercer  St..  New 
York.   N.Y. 

Star    Whltewear    Mfg.    Co..    Berlin,    Ont. 

R.     D.     Fairbairn     Co.,    105    Slmcoe    St.. 
Toronto.    Ont. 

Germain   A   Smith,   Ltd.,   Montreal,   Que. 

Borgenleht.   Kornroloh  &   Co.,  1115  Broad- 
way.   Now    York.    N.Y. 
Dress    Shields. 

I.    B.    Klelnert    Ruhher    Co..    Wellington 
St.   W..   Toronto,   Ont. 

Parisian   Corset   Co.,   Quebec.   Que. 
Drexs    Trimmings. 

Thompson    Lace    *    Yelling    Co.,    59    Wel- 
lington   St.    W.,   Toronto,    Ont. 

Smith    D'F.ntroraont   Co.,   1475  Queen    W.. 
Toronto. 
Embroideries. 

Klnuber   *    Co..    Broadway    nnd    18th    St.. 
New  York.  N.Y. 

Sterling    Lace    *    Novelty    Co..    Toronto, 
Ont 

Nenberger    A    Co.,    124    Fifth    Ave.,    New 
York.    NY. 
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Tauber    Bios.    A    Co.,    67    St.    James    St. 
Montreal,  Que. 
Embroidered    Applique   Letters. 

Krautheimer     A     Co.,    20     Edmund     PI 
Aldersgate  St.,    London,   E.C.,   Eng. 
I  iannellettes. 
Horrockses,  Crewsden  tc  Co.,  Manchester 
Eng. 
I  urt. 
Sidney    Blumenthal    A    Cc„    S95    Fourth 

Ave.,  New   York,  N.Y. 
L.  Gnaedlnger,  Son  &  Co.,  Montreal.  Que 
Laberge  Chevalier  &  Co.,   Ltd.,  Montreal 

Que. 
Tauber    Bros.    &    Co.,    67    St.    James    St 
Montreal,  Que. 
I  urniture. 
The  Victoriavllle  Furniture  Co.,  Victoria  - 

vllle,  Que. 
B.  Cohen  A  Sons,  1-19  Curtain  Rd.,  Lon- 
don,  Eng. 
Frilling. 

R.  D.   Fairbairn   Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Flowers  for  Millinery. 
Melles  &  Co.,  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St 

Toronto,  Ont. 
Rlegel  A   Langer,  319  Kings  Hall,  Mont- 
real, Que. 
Debenham's.  Ltd.,  Montreal  and  Toronto 
Strachan,  Burden  A  Plaskett.  59  Welling- 
ton W.,  Toronto. 
Feathers. 
Melles  &  Co.,  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St 

Torouto,  Ont. 
Dominion  Ostrich  A  Feather  Co.,  Toronto 

Ont. 
Riegel  A   Langer,  319  Kings   Hall,   Mont- 
real. Que. 
Debenham's,  Ltd.,  Montreal  and  Toronto 
Strachan,  Burden  A  Plaskett.  59  Welling- 
ton \V..  Toronto. 

Fancy   Dry  Goods. 
Thompson    Lace   A    Veiling   Co.,   76   Wel- 
lington  St.   W.,   Toronto. 

]  ringes. 

Moulton    Mfg.   Co.,    Montreal,   Que. 

Gowns. 

F.    G.    Hayward    Manufacturing    Co.    77 

^ork  St..  Toronto,  Ont. 
Riegel  A   Langer,  319  Kings  Hall,   Mont- 
real, Que. 
General    Dry    Goods. 
Mclntyre  Son  A  Co..  Ltd.,  Montreal,  Que 

Que.  ^ 

J.  &  N.  Phillips  &  Co.,  Manchester.  Eng 
\as-iie  &  Co.,   Ltd..  St.  John.   NB 
Cook.   Son   A   Co.,   London.   Eng 
Debenhams.   Ltd.,   Montreal   and   Toronto 
A.   Ratine.   Limited,   Montreal,   Que 
Hitchcock     Williams    &    Co.,    St.     Paul's 

Churchyard,   London,  Eng 
W    R.  Brock  Co.,  Bay  &  Wellington  Su 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Montreal,    Que 
Greenshlelds,   Ltd.,   Montreal.   Que' 
Brophv.    Parsons    A    Rodden.     Montreal 

Que. 
John   King  &  Son.  Glasgow.  Scotland. 
Mclntyre  Son  A  Co.,  Ltd..  Montreal,  Que 
Glove*. 

Perrln    Frere  &   Cle..    Montreal.   One 
Germain   A   Smith,   Ltd..   Montreal    Qua 
Greenshlelds.   Ltd.,   Montreal.   Qne 
Charles  Perrln   &   Cle.,   10   McGIll  College 

Ave..    Montreal.    Que. 
Mclntyre   Son    A    Co.,    Ltd..    Montreal 
Grass    Carpet    Rug's. 

CYorkCnNPYt     C°"     8~     Broad,raT-     N«w 
Girdles. 

Moulton   Mfg.  Co..   Montreal.  Que. 
Gingham  a. 
Wm.     Anderson     &    Co..     Ltd..    Glasgow 
Scotland. 
<;iovr<    (  Working). 

Durham   Glove  Co..   Bowmanvllle.   Ont 
Hamilton   Carhartt   Mfg..   Ltd..  536  Queen 
E..    Toronto.    Ont. 
Hose   Supporters. 
The    Berlin    Suspender   Co..    Berlin.   Ont. 
Falre  Bros.  Co..  Leicester,  Eng 
I.  R    Klelnert  Rubber  Co..  Wellington  St 

W..   Toronto.   Ont. 
Parisian   Corset   Co..   Quebec.   Que 
Mouse    Furnishings. 
W^R.  Brock  Co..  Bay  A  Wellington  Sts 

Toronto.   Ont. 
Greenshlelds.  Limited.  Montreal.  Qne 
Stonards.    Limited.   7   Paternoster   Bldg* 
London.   EC.   Eng 
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Hosiery. 

A.   Burritt   &   Co.,   Mitchell,   Ont. 
Chipman,  Holton  Knitting  Co.,  Hamilton, 

Ont. 
Penmans,  Limited,  Paris,  Ont. 
Tauber   Bros.   &    Co.,   67    St.   James    St., 

Montreal,  Que. 
Mercury   Mills,  Limited,  Hamilton,  Ont. 
"Craftana." 

Alfred  Hawley  &  Co.,  Hinckley,  Bng. 
Perrin   Frere  &   Cie.,  Montreal,  Que. 
Louis   Hermsdorf,   235   W.  39th   St.,   New 

York,  N.Y. 
Greenshields,  Limited,  Montreal,  Que. 
Goderich    Knitting   Co.,    Goderich,    Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Dr.    Jaeger    Co.,    Ltd.,    243-5   Bleury    St., 
Montreal,  Que. 
Handkerchiefs. 

Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Out. 
Silks  Co.,  58  Bay   St.,  Toronto,   Ont. 
Halt,  and  Caps. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Hooks  and  Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Mary's,  Ont. 
Hair    Goods. 

Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Standard    Hair    Co.,    Ill    Windsor    St., 

Montreal. 
Hibbert     &     Jaslow,    207    St.    James    St., 
Montreal. 
Hair  Nets. 

Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Byard   Mfg.  Co.,   Nottingham,  Eng. 
Hibbert    &    Jaslow,   207   St.   James    St., 
Montreal. 
Hesse  Coats. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Hair    Ornament*. 
Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Hibbert    &     Jaslow,   207   St.   Jame»   St., 

Montreal. 
Smith    D'Entremont   Co.,    1475   Queen   W., 
Toronto. 
Hemstitching. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto,   Ont. 
Individual  Names  on  Tape. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautheimer     &     Co.,    20     Edmund     PI., 
Aldersgate  St.,   London,   E.C.,  Eng. 
Infants   Layettes. 

Home  &   Watts,  19  Duncan   St.,  Toronto, 
Ont. 
Infants  Novelties. 
Bite  Specialty  Co.,  35  W.  36th  St.,  New 

York,   N.Y. 
Richard  G.  Krueger  Co.,  162  W.  21st  St., 
New   York,   N.Y. 
Indigos. 
Franklin   Mfg.   Co.,  260  Church   St.,   New 
York,   N.Y. 
Knitted   Goods. 
Harvey   Knitting   Co.,   Woodstock,   Ont. 
Greenshields,   Limited,   Montreal,   Que. 
Zimmerman   Mfg.   Co.,   Hamilton,   Ont. 
The    Monarch    Knitting    Co.,     Dunnvllle, 

Ont. 
R.    M.   Ballantyne,    Ltd.,   Stratford,    Ont. 
A.   Burritt   &    Co.,    Mitchell,    Ont. 
Gait   Knitting  Co.,   Gait,   Ont. 
C.   Turnbull    Co.,   Gait,    Ont. 
Goderich   Knitting   Co.,   Goderich,    Ont. 
Schofield    Woollen    Co.,    Oshawa,    Ont. 
Kingston  Hosiery  Co.,  Kingston,  Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
S.   F.  Gibson  &   Co.,  East  Ham,   London. 

Eng. 
Dr.   Jaeger's     Sanitary     Woollen     System 
Co.,   Ltd.,   243-5  Bleury     St.,     Montreal, 
Que. 
Kimonas. 
Kassab     Kimona     Co.,     St.     Helen     St., 
Montreal. 
Knitting   Wools. 

Thos.   Burnley   &   Sons,   Nr.   Leeds,   Eng. 
Linoleums. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 
Bradford  Dyers  Association,  39  Well  St.. 
Bradford,  Eng. 
Linens. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 
Wm.  Llddell  &  Co.,  Belfast,  Ireland. 
Old  Bleach  Linen  Co.,  Randalstown,  Ire- 
land. 
R.    H.    Cosbie,    Wellington    St.    W.,    To- 
ronto, Ont. 
Greenshields,   Limited,   Montreal,  Que. 
Silks  Co.,  58  Bay  St.,  Toronto,  Ont. 
John  S.  Browa  &  Son,  Ltd.,  Belfast,  Ire- 
land. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que. 


R.  D.  Fairbalrn  Co.,  105  Simcoe  St.,  To- 
ronto, Ont. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Tauber   Bros.   &    Co.,   67    St.   James    St., 
Montreal,  Que. 
Longcloths. 

Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Laces    (Hand    Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 
Laces. 

Birkln   &   Co.,   Nottingham,   Eng. 

Klauber  &   Co.,   Broadway   and   18th   St., 
New   York,  N.Y.  i 

Thompson   Lace  &   Veiling  Co.,  59   Wel- 
lington  St.   W.,   Toronto,   Ont. 

Greenshields,    Limited,   Montreal,   Que.      ' 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Out. 

Sterling    Lace   &    Novelty    Co.,    Toronto, 
Out. 

Riegel  &  Langer,  319  Kings  Hall,  Mont- 
real, Que. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  Que. 
Lighting  System. 

Canadian  H.  W.  Johns-Manville  Co.,  Flat 
Iron  Bldg.,  New  York,  N.Y. 
Leather  Novelties. 

P.  W.  Lambert  &  Co.,  64  Llspenard  St., 
New   York,   N.Y. 

Julian  Sale  Leather  Goods  Co.,  King  St. 
W.,  Toronto,  Ont. 
Lingerie. 

Germain   &   Smith,   Ltd.,    Montreal,   Que. 

Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Ladies'  Bust   Forms. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  To- 
ronto, Ont. 
Lace  Curtains. 

T.  I.  Birkin  &  Co.,  Nottingham,  Eng. 
Men's   Furnishings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,  Ont. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 
Men's  Neckwear. 

Pim    Bros.    &    Co.,    William    St.,    Dublin, 
Ireland. 

Crescent    Mfg.    Co.,    Montreal,   Que. 

Fowke,    Singer    &    Co.,    7    Wellington    St. 
W.,  Toronto,  Ont. 

W.    R.   Brock    Co.,   Notre   Dame   St.   W., 
Montreal,   Que. 

Greenshields,   Ltd.,   Montreal,  Que. 

Tooke   Bros.,    Ltd.,   Montreal,   Que. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Mitts. 

Reliance    Knitting   Co.,   King   and   Bath- 
urst Sts.,  Toronto,  Ont. 

R.   M.   Ballantyne,    Ltd.,   Stratford,   Ont. 

Goderich    Knitting   Co.,    Goderich,    Ont. 

A.  Burritt  &  Co.,  Mitchell,  Ont. 
Malines. 

John   Heathcoat  &  Co.,  London,  Eng. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Out. 

Thompson    Lace   &   Veiling   Co.,   59   Wel- 
lington W.,  Toronto. 
Mesh    Bags. 

Hibbert   &   Jaslow,     207     St.   James   St., 
Montreal,  Que. 
Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St.. 
Toronto,  Ont. 

Debenham's,  Ltd.,  Montreal  and  Toronto. 

Morris  &   Saward,   21-22  Castle   St.,   Lon- 
don W.,  England. 

Gage  Bros.  &  Co.,  Chicago,   111. 

D.    B.    Fisk    Co.,    225    N.    Wabash    Ave., 
Chicago,   111. 

Melles  &  Co.,  3  Crlpplegate  Bldg.,  Wood 
St.,    London,    England. 

Germain   &    Smith,    Ltd.,   Montreal,   Que. 

D.   MeCall   Co.,   Toronto,   Ont. 

Montreal   Hat  &   Frame  Co.,   Ltd.,   Mont- 
real,  Que. 

Strachan,  Burden  &  Plaskett,  76  Welling- 
ton St.  W.,  Toronto,  Ont. 

Riegel  &  Langer,  319  Kings  Hall,  Mont- 
real, Que. 
Maribou  and  Ostrich  Stoles. 

Germain   &   Smith,    Ltd.,    Montreal,   Que. 
Motor  Coats    (Men's  Cotton  and  Linen). 

Miller  Mfg.  Co.,  Toronto,  Ont. 
Motor    Coats. 

National    Rubber   Co.,   Montreal,   Que. 

Defiance  Mfg.  Co.,  College  and  Bathurst 
Sts.,    Toronto. 
Motor   Scarfs. 

S.  F.  Gibson  &  Co.,  East  Ham,   London, 
Eng. 
Moquettes. 

Otto  T.  E.  Veit  &  Co.,  64  Wellington  St. 
W.,   Toronto,   Ont. 
Matting. 

Otto  T.  E.  Velt  &  Co.,  64  Wellington  St. 
W.,   Toronto,  Ont. 
Nets. 

T.  I.  Birkin  &  Co.,  Nottingham,  Eng. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Thompson   Lace  &  Veiling  Co.,  59   Wel- 
lington  W.,   Toronto. 
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Narrow  Fabrics   (Cotton,  Linen,  Silk). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Neckwear   (Ladies'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W., 

Toronto,   Ont. 
Voss  &  Stuffmann,  Montreal,  Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 

Ont. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
OU  Cloths. 

The    Dominion    Oil    Clotr    Co.,    Montreal, 
Que. 
Office   Systems. 

Copeland-Chatterson  Co.,  Kent  Bklg.,  To- 
ronto, Ont. 
Ostrich  Feathers. 

S.   E.   Porter  &   Co.,   Montreal,   Que. 
Overalls. 

Robert    C.    Wilkins   Co.,    Farsham,   Que. 
Hamilton  Carhartt  Mfg.,  Ltd,.,  535  Queeu 
E.,   Toronto,    Out. 
Ornaments   (Silk). 

Moulton   Mfg.  Co.,  Montreal,  Que. 
Printed    Cottons, 

The  Dominion  Textile  So.,  Montreal,  Que. 
Patterns. 
Home  Pattern   Co.,   New   York,   N.Y. 
The    MeCall    Co.,    236    W.    37th    St.,    New 

York,   N.Y. 
The   Butterick   Publishing   Co.,   Butterlck 
Bldg.,  New  York,   N.Y. 
Pads. 
Toronto  Pad   Co.,  569  Queen   St.   W.,  To- 
ronto, Ont. 
Plated    Jewelry. 

Ideal   Hair   Goods   Co.,   77    Yarh   St.,   To 

ronto,  Ont. 
Hibbert    &    Jaslow,   207   St.   James   St. 
Montreal. 
Pin   Tickets 
Copp,   Clark  Co.,  517  Wellington   St.   W. 
Toronto,  Ont. 
Pillows. 
Canadian    Carpet   &   Comforter   Mfg.   Co. 
Toronto,  Ont. 
Quilts. 
Jonathan    Dearden   &   Co.,   11-13   Bridge 
water   Place,   Manchester,   Bng. 
Ready-to- Wear. 

Greenshields,  Ltd.,  Montreal,  Que. 
Raincoats. 
H.  E.  Davis  &  Co.,  Montreal. 
C.  Kenyon   Co.,  23rd   St.  and   Fifth   Ave., 

New  York,  N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford, Eng. 
National  Rubber  Co.,  Ltd.,  Montreal,  Que 
Scottish  Rubber  Co.,  Montreal. 
Canadian  Consolidated  Rubber  Co.,  Ltd., 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
Belding    Paul    Corticelll    Co.,    Montreal, 

Que. 
Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Rugs    (Wilton). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington   St. 
W.,   Toronto,   Ont. 
Rugs    (Axminster). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St. 
W.,   Toronto,   Ont. 
Rugs    (Velvet). 
Otto  T.  E.  Veit  &  Co.,  G4  Wellington   St. 
W.,   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Ont. 
Suspenders. 
Berlin    SuspendeT    Co.,    Berlin,    Ont. 
S.   E.   Porter  &   Co.,    Montreal,   Que. 
Halls,    Limited,    Brockvllle.    Ont. 
Spool    Silks    (For   Manufacturers'   Use). 
Walter  Williams  &  Co.,  Montreal,  Que. 
Staple  Dry  Goods. 
W.    R.   Brock   Co.,   Bay    and    Wellington 
Sts.,   Toronto,   Ont. 
Smallwares. 
W.    R.    Brock    Co.,   Bay   and    Wellington 

Sts.,  Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W„ 

Montreal,  Que. 
Greenshields,  Limited,   Montreal,  Que. 
Ideal   Hair  Goods   Co.,  77  York   St.,   To- 
ronto, Ont. 
Store    Fixtures. 
Jones  Bros.   &   Co.,   Parliament   St.,   To- 
ronto,  Ont. 
Clatworthy  &  Son,  King  St.  W.,  Toronto, 

Ont. 
Dale  &   Pearsall,   106   Front   St.   E.,   To- 
ronto,  Ont. 
J.  R.  Palmenberg's  Sons,  710  Broadway, 

New  York.  N.Y. 
B.  Brager,  49  Crosby  St.,  New  York,  N.Y. 
Delfosse  &   Co.,  Montreal.  Que. 
A.    S.    Richardson    Co.,    99    Ontario     St., 

Toronto,  Ont. 
Taylor  Mfg.   Co.,   Hamilton,   Ont. 
Walker  Bin  &  Store  Fixture  Co.,  Berlin, 
Ont. 
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Store    I  r.mii.. 
The    Consolidated    Plate    Glass    Co.,    241 

Spadlna   Ave.,   Toronto,   Out. 
The    Kawneer    Mfg.    Co.,    NUes,    Mich. 
Zourl   Drawn  Metals  Co.,  221   West  Schil- 
ler St.,  Chicago. 
Sweatercouts. 

Penmans,   Limited,   Paris,   Ontario. 
Reliance    Knitting    Co.,    King    and    Bath- 

urst    Sts.,    Toronto,    Ont. 
Pride    of    the    West    Knitting    Co.,    Van- 
couver,   B.C. 
Monarch   Knitting   Co.,   Dunnvllle,   Ont. 
R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 
C.   Turnbull   Co.,    Gait.   Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
A.   Burrltt   &   Co..    Mitchell,    Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal,  Que. 
Sanitas   Wall   Covering. 

St.iuntons,   Ltd.,  034   Yonge   St.,  Toronto. 
Skirts. 

W.   H.   Wright  &  Co.,  433  Queen   St.   W„ 

Toronto,   Out. 
The    Clayson    Co.,    280    College    St.,    To- 
ronto,  Ont. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk   Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show   Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids     Show     Case    Co.,    Grand 
Rapids,    Mich. 
Shoe  Buckles. 

Smith    D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Skein   Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing   Co., 
Gait,   Ont. 

R.  D-.  Falrbairn  Co.,  105  Simcoe  St.,  To- 
ronto, Ont. 
Silk    Ornaments. 

Moulton   Mfg.  Co.,   Montreal,  Que. 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont. 
Scarfs. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 
Shirts    (Soft). 

Robert    C.    Wllkins    Co.,    Farnham,    Que. 
Summer    Clothing. 
Robert    C.    Wllkins    Co.,    Farnham,    Que. 
Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto 
Silks.  4 

Debenhams,   Ltd.,  Montreal  and  Toronto. 
Belding,    Paul,    Cortlcelli    Co.,    Montreal, 

Que. 
Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Silk   Woven   Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Suits. 
Patrician     Cloak     &     Suit     Co.,     Samuels 

Bldg.,   Toronto,  Ont. 
Goldhamer     Coat     &     Suit    Co.,     Spadlna 
Ave..    Toronto,    Ont. 


The    Clayson    Co.,    280    College    St.,    To 
ronto,  Ont. 
-•  ■nil    Suits. 
Defiance   Mfg.   Co.,   College   and    Iiathursi 
Sts.,    Toronto. 
Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent  Mfg.   Co.,   Montreal,   Que. 
Deacon   Shirt   Co.,   Belleville,   Out. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Wreyford  ft  Co.,  S5  King  W.,  Toronto. 
Defiance  Mfg.  Co.,  College  and   Bathnrst 
Sts.,    Toronto. 
Toques, 

Reliance   Knitting  Co.,   King  &  Batburst 

Sts.,    Toronto,   Ont. 
R.   M.   Ballantyne,   Ltd.,   Stratford,   Ont. 
A.  Burrltt  &  Co..   Mitchell.  Ontario. 
Tailors'    Trimmings. 
Toronto     Pad     Co.,     569     Queen    St.   W.. 
Toronto,  Ont. 
Tweeds. 

Greenshields,   Limited,   Montreal,  Que. 
Tassels. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton  &  Pulford.  22     Back     Piccadilly, 
Manchester,    England. 
Trousers  (Duck). 
Robert  C.  Wllkins  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 
Belding     Paul     Cortlcelli    Co.,     Montreal, 
Que. 
Thread    (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
S.   Lennard  &   Sons,   Dundas,  Ontario. 
Penmans,   Limited,   Paris,   Ont. 
Mercury    Mills,    Limited,    Hamilton,    Ont. 
Reliance   Knitting   Co.,   King  &   Bathurst 

Sts.,   Toronto,   Ont. 
G.  Brettle  &  Co.,  London,  Eng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Underwear, 

Limited,  Moncton,  N.B. 
C.  Turnbull  Co.,  Gait,  Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,  Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal.  Que 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St., 
Montreal,   Que. 
Umbrellas  and   Parasols. 
R.    D.    Falrbairn    Co.,    105    Simcoe    St., 
Toronto,   Out. 
Underskirts. 
Form      Fitte      Co.,      182      Spadlna    Ave., 
Toronto,  Ont. 
Vacuum   Cleaners. 
Clements  Mfg.  Co.,  Duchess  St.,  Toronto. 
Onward  Mfg.  Co.,  Berlin,  Ont. 
Veilings. 
Canada   Veiling  Co.,   Toronto. 
John    Heathcoat  &   Co.,   London,   Eng. 
Thompson      Lace     &      Veiling      Co.,     68 

Wellington    St.   W.,   Toronto,   Ont. 
Novelty   Import  Co.,  76  Bay   St.  Bay   St., 
Toronto,  Out. 


*  elveteens. 
J.  &  J.  M.  Worrall,  Limited,  Manchester, 

Eng. 
"Louis,"  57  Newton  St.,  Manchester,  Eng 
Velvet*. 
The  Continental  Mfra.  Syndicate,  77  York 
St.,   Toronto.   Ont. 
Wholesale        Carpets,        Oil        Cloths        aad 
Linoleums. 

John  M.  Garland  Son  ft  Co.,  Ottawa,  Ont. 
Women's   Outer   &    I  ml.  r    Garment*. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,  Ont. 
W.    It.    Brock   Co.,    Notre     Dame   St.    W.. 
Montreal,   Que. 
Wholesale    Woollens   and    Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa.  Out. 
Wax  Figures. 
Dale    &    Pearsall,      106      Front      St.      E.. 

Toronto,    Ont. 
Delfosse  &  Co.,  Montreal,   Que. 
A.    S.    Richardson    Co.,     09     Ontario    St.. 

Toronto,  Ont. 
J.   R.   Palmenberg's   Sons.  710  Broadway. 
New    York,    N.   Y..   U.   S.   A. 
Wholesale    Smallwares    and    Fancy    Goods. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale    Merchant    Tailors. 
Wm.  H.  Leishman  &  Co.,  119  Adelaide  St 
W.,    Toronto.    Ont. 
Wholesale    Drygoods. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Whitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivera. 

Que. 
Sperling  &   Lea,   Herald   Bldg..   Montreal. 
Waists 
Star  Whitewear   Mfg.  Co..  Berlin,   Ont. 
R.    D.    Falrbairn     Co.,     105     Simcoe    St., 

Toronto.  Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Meyer  Mfg.  Co..  Toronto,  Ont. 
Ladies'  Wear,  Limited,  84  Wellington  St. 
W..    Toronto.   Ont. 
Wall   Paper   Display    Racks. 

The   Onward   Mfg.   Co.,   Berlin.   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co..     Grand 
Rapids,   Mich..  U.   S.   A. 
Window    Shade    Taper. 

Stauntoiis.    Ltd..   934   Yonge   St..   Toronto. 
Wool    Underwear,   Men's. 
Thos.   Waterhouse  &   Co.,   Ingersoll,   OnL 
Schofield  Woollen  Co.,  Oshawa.  Ont. 
Dr.    Jaeger    Co..    Ltd..    243-5    Bleury    St.. 
Montreal.   Que. 
Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough.  Ont. 
Narrow    Fabric    Weaving   &    Dvelng   Co., 
Limited,  Gait,   Ont. 
Woven    Labels   for   Garments. 
Krautheimer     &     Co..    20     Edmund     Pl„ 
Aldersgate  St..  London,  E.C..  Eng. 
Wallpaper. 
Stauntons.  Limited,  944  Yonge  Street,  To- 
ronto.   Ont. 
The    Watson    Foster   Co.,    Montreal,    Qus. 


J-M   ASBESTOS  TABLE  COVERS 

pract  Ically  soil  on  sight. 

'i  (in    eliminate    competition    when    you    handle    this    lino. 

Ami    you    satisfy    your   customers    I ause   you   give   them    the 

wry  BEST  ai  a  lower  price  than  they  would  pay  for  ordinary 

g Is 

VPrite  Our  Neareit  Branch  for  S/>eciaJ  Proposition  t  o  Dealers. 

THE  CANADIAN  H.  W.  JOHNS-MANVILLE  CO..    LTD. 
Toronto.     Montreal,     Winnipeg1,     Vancouver. 


TO  MANUFACTURERS 

Firm  of  Commission  Merchants,  good  financial  stand- 
ing. Al  trade  connection,  desires  Agencies  from  Manu- 
facturers to  Wholesale  trade.  Wiuiiipeg  and  Western 
Canada. 

Michael  Ert  Company,   Travellers  Bldg.,    Winnipeg 


ESTABLISHED  1849 


BRADSTREETS 

Offices  Throughout  the  Civilized   World 


OFFICES  IN  CANADA 


Calgary,   Alta. 
Edmonton,   Alta. 
Halifax.   N.S. 
London.   Ont. 


Ottawa,   Ont. 
St.  John  N.  B. 
Vancouver,  B.  C. 
Victoria,  B.  C. 
Hamilton,  Ont. 


Montreal,  Que. 
Quebec,  Que. 
I'oronto,  Ont. 
Winnipeg,  Man. 


Reputation  gained  by  long  years  of  vigorous, 
eouscleutlous   and   successful   work. 

THOMAS  C.  IRVING.  &E£MS3S 

TORONTO.  CANADA 
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W.  E.  LORD 

P-«S     »MANA«Cft 

Geo.  K    JOHNSTON 


the  w.  E.  LORD  Coy  uh™ 

......  RED  DEER.  ALTA. 


"  IT  PAYS  TO  PAY   CASH  " 

.essrs  The  Llci-eari  Publishing  Ca 
Toronto. 

Ont. 


DEPARTMENTS 

A 

Groceries,  staple  hi«1  Vaat 

PHONES 

165 
166 

B 
C 

D 

Buller  and  Ebk*.  Product 

Linens  and  Staple  Dry  C 

■  ,!f.vr-     llnvri     Stoallwnn 

E 

Heady -U>  Wear  (iarmtnlh. 

F 

MeniKarnUhinss.  Habere 

G 

ClotMn*  for  Men  and  Boy 

(H 

Millinery.  Chlldren'9  H«. 
Boon  *nd  Shoe*    Trunk*  ■' 

K. 

Crockery.  Fancy  Chin*.. Gl* 

L. 

Window  Shades.  Polei.  Trln 
Pattern*  [Standard  1 

O. 

Confectionery 

P. 

Toys.  Doll*  and  Noveltle* 

s. 

TlreA«m«klni     Ladle*  Tallo 

Gentlemen: 

A8  a  retailer  mho  is  always  looking  'or 
"  More  Light"  on  the  problem  of  store  management 
and  store  merchandising,  I  wish  to  express  my 
appreciation  of  the  splendid  work  you  ere  doing 
through  the  medium  of  your  severt.1  publications, 
particularly  the  Dry  Goods  Review. 


Yo-.irs  respectfully. 


tfEL'OS. 

Red  Deer.  lite,. 

Jai  .  Slut. 1914. 


Mr.  Lord  is  just  one  of  the  many  progressive  merchants  who  finds  it  pays  to  read  "The 
Review."  A  trade  paper  that  is  authoritative,  useful  and  practical  is  bound  to  be  read. 
As  a  paper  that  does  things  "The  Review"  stands  alone  in  its  field.  It  pays  to  use  the 
paper  the  retailer  reads,  and  the  advertiser  knows  it.  A  paper  without  influence  is  use- 
less to  the  advertiser. 
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ADVERTISING     INDEX 


A 

Australian  Draper  ..Inside  Front  Cover 

Anderson,    Win.,   Co 4 

Avon  Hosiery  Co 64 

B 

Birkin  &  Co 34 

Birkin,  T.  I.,  &  Co 34 

Blumenthal,  S.,  &  Co Ill 

Bradford  Dyers'  Assn 27 

Bradstreets' 130 

Brock,  W.  R.,  Co.,  Montreal 25 

Burnley,  Thos.,  &  Suns 72 

Barry,  Walter  II.,  &  Co 106 

Butterick  Pub.  Co 77 

Byard  Mfg.  Co 41 

Borgenicht,  Kornreieh  &  Co 05 

Ballantyne,  R.  M.,  Ltd 55 

Belding,  Paul,  Corticelli  Co 104 

W.  R.  Brock  Co.,  Toronto 12 

Bradford  Dyers'  Assn 33 

Brophey  Umbrella  Co 103 

C 

Graf tana  76 

Cravenette  Co.,  Ltd 35 

( lolonial  Weaving  Co 74 

Copp,  Clark  Co 11 

Chipman  Holton  Knitting  Co 57 

( Mat  worthy  &  Son    110 

Cohen,  B.,  &  Sons   115 

Canada  Veiling  Co 109 

Crex  Carpet  Co 113 

Can.  Flower  Mfg.  Co 121 

D 

Dale  &  Pearsall    97.    117 

Dreadnought  Serges 35 

Delfosse  &  Co 124 

Detroit  Princess  Mfg.  Co 87 

DeLong  Hook  &  Eye  Co 37 

Debenhams,    Ltd 2,   3 

E 
Economist  Training  School 122 

F 

Fairbairn,  R.   D.,  Co 105 

Faire  Bros 104 


Fisk,  D.  B.,  Co 81 

Flett,   Lowndes  Co 99 

G 

Garland,  J.  M.,  Co 

Gipe-Hazard   Store  Service  Co 122 

Gibson,   S.   F.,   &   Co 64 

Goderich  Knitting  Co 64 

Greenshields,  Ltd 1 

Gait   Knitting  Co 49 

Goldhamer  Cloak  Co 97 

11 

Henderson,  Robt.,  Co 108 

Hermsdorf,  Louis  62 

Hamilton  Cotton  Co 42 

Humphrey's    Unshrinkable    Under- 
wear, Ltd 59 

Home  Pattern  Co 6,  7 

Helena  Costume  Co 97 

Hirsch  Bros 96 

Harvey   Knitting  Co 68 

J 

Jaeger,  Dr.,  Co 72 

Jay  Finish  Underwear 74 

Johns-Manville,    Canadian.     II.     W. 

Co.,  Ltd 130 

K 

King,  John,  &  Son  35 

Kingston  Hosiery  Co 62 

Kleinert  Rubber  Co.,  Outside  Back  Coyer 

Kawneer  Mfg.  Co 125 

L 

Lennard,   S.,   &   Sons    7(i 

Liddell  's  Linens 11 

Lambert,  P.  W.,  &  Co 42 

Lamson  Co 124 

M 

Monarch  Knitting  Co.,  Lid.. 50,  51.  52,  53 

Morris  &  Saward   84 

Mclntyre,  Son  &  Co 9 

Mondial    Waterproof   Clothing  Co.     93 

Monlton  Mfg.  Co 108 

Miller   Mfg.  Co 76.  96 

McCall,  D.,  Co 79 

Menard    Motor  Gar  Co 124 


N 

Novelty  Import  Co 1*1 

New  Idea  Pattern  Co 6 

Nisl.et  &  Auld  31 

0 

• '  Old  Bleach ' '  Linen  Co Ml 

Omo   Mfg.   Co 9* 

Olympic  Mfg.  Co Ti 

P 

Parisian  Corset  Co KH 

Penmans,  Ltd 47 

Palmenberg's,  J.  E.,  S«o*   134 

Patrician  Cloak  Co 91 

B 

Rosebud   Mfg.  Co 9t 

Richardson,  A.  S.,  Co 12J 

Hoyal  Display  Fixture  Co 123 

Kite  Specialty  Co 38 

Robinson,  P.  W.,  Co 66 

Reliance  Knitting  Co 70,  71 

lw  igel  &  Langer 83 

S 

Schofield    Woollen  Co si 

Silks  Co 2i< 

Star  Whitewear  Mfg.  Co 89 

Sew  ard    Bros 63 

Strachan,  Burden  A  Plaakett   84 

Stauntons,  Ltd 114 

Steel    Furnishing    114 

1 

Thompson  Lace  &  Veiling  Co.,  Ltd..  10b 

Turnbull,   C,  Co 75 

Tanber  Bros.  &  Co 11 

V 

Van  Raalte,  E.  &  Z 107 

W 
Wilkins,  Robt.  C  Co.  Inside  Front  Cover 

Wood.  II.  L,  Co.   

Williams-Trow  Kuittiue:  Co 68 

Waterhonse,  T..  &  Co. 69 

Z 

Zimmerman   Mfg.  Co <•' 


John  Wanamaker  says  that  advertising  doesn't  jerk — it 
PULLS.  He  ought  to  know,  and  yet  some  men  think  that 
advertising  should  go  against  all  rules  and  precedents  and 
jerk  them  to  success  with  one  tremendous  yank. 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


I)  1!  V    coons     REVIEW 


SOME 

Wi  se  Merchants  Push 


GEM  Dress  Shields 

BECAUSE    "™    being"  best knowrt- 

t  hey  are  easiest  to  Sell 

OTHERS    BECAUSE -they 

like  the  Extra  Pbodt 

STILL  OTHERS- 

because  they  like  to 

Sell  the  very  best  in 
merchandise  m  every 

class 


Kleinert  Rubber  Company 

TORONTO,  CANADA 


JDMlf  <S@@ID) 
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MEWTEW 


No.  4 


February  18th,  1914 

Pu b lis h ed    Se m i-  Mo n tli ly 


Featuring 

Millinery 
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There  Are  a  Few 
Cover    Positions 

for  1914  still  available.  If  you  de- 
sire this  important  position  for  any 
particular  date  let  us  know  now  so 
you  will  not  be  disappointed. 


The  outside  back  cover  on  Canada's 
only  semi-monthly  dry  goods  paper 
is  a  position   worth  while. 

Write  for  particulars. 
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How  Canadian  Store  Circularizes  Buffalo  at 
Midnight  to  Sell  Knit  Goods 

Young  Electrical  Engineer,  Charles  Dalton,  Draws  Thousands 
Across  the  River  to  Fort  Erie  and  Crystal  Beach  —  Unique 
Systems  of  Getting  Customers  and  Their  Friends  to  Come  Again 
— Woolens  and  Linens  Ranged  Opposite  U.S.  Tariff  at  Border. 


IT'S     A     SIGN 

YOU  see  on  the 
telegraph  poles 
from  the  time 
you  leave  the 
station  at  Bridge- 
burg,  across  from 
Buffalo,  until  you 
reach  the  store 
in  Fort  Erie. 

DALTON 'S  is 
what  you  read  on 
a  huge  40-foot 
electric  sign 
above  the  store. 
Dalton  's  for  sweaters ' '  is  the  message 
that  stands  out  from  the  pages  of  news- 
papers along  both  borders,  for  thirty 
miles,  Buffalo  and  Niagara  Falls,  N.Y. ; 
Niagara  Falls,  Ont. ;  Welland,  St.  Cath- 
arines— all  along  the  line. 

" Dalton 's  for  your  pennants"  reaches 
the  High  School  girls  and  boys  in  hun- 
dreds of  circulars  sent  across  the  border 
to  that  city  of  half  a  million. 

Dalton 's  for  your  bathing  suits,  some- 
how, is  the  "first  aid"  idea  that  comes 
into  the  minds  of  thousands  who  swarm 
over  to  the  Canadian  summer  resort  of 
Crystal  Beach,  twelve  miles  from  Fort 
Erie. 

Publicity,  service — and  the  goods — 
have  built  up  a  flourishing  business  in  a 
small  Canadian  village  in  the  space  of 
three  years.  The  planning  has  been  the 
work  mainly  of  Mr.  Charles  Dalton,  who 
at  the  start  was  only  19  years  of  age. 
This  unique  business  recks  little  of  fin- 
ancial conditions:  it  goes  on  growing, 
and  every  sale  is  for  cash.  And  in  all 
that  time,  with  tens  of  thousands  of  a 
turnover,  there  has  been  only  a  single 
article  returned,  and  that  was  taken 
away  against  the  advice  of  the  skilful 
voune  woman    who   is   the   chief  sales- 


SERVICE  AND  VALUE. 

"We  are  building  up  our 
business  on  the  basis  of  people 
coming  back.  We  take  the  best 
possible  care  we  can  of  our  cus- 
tomers. Often  we  send  a  letter 
out  that  does  not  mention  our 
goods,  in  introducing  our  store 
to  friends,  say,  of  regular  cus- 
tomers. We  offer  to  look  after 
them  <>vcr  in  Canada;  to  supply 
them  with  information,  and  so 
forth.  The  mainstays  of  our 
business  are  service  and  value." 
— Charles  Dalton,  manager  of 
John  Dalton  &  Son,  Fort  Erie, 
Ont.,  opposite  Buffalo,  N.Y. 


woman  during  the  Summer  months  when 
the  young  manager  is  busy  at  Crystal 
Beach. 

The  goods  are  there,  all  high-class 
woolens  and  linens,  protected  from  any 
hot  fire  of  American  competition  by  the 
shelter  of  a  tariff  wall — inside  that  coun- 
try. The  sweaters  run  from  $4.50  to 
$25,  with  children's  at  $3  and  up. 
Blankets  start  at  $6  and  continue  to  $25. 
No  "bargain  prices"  there,  but  good 
values  for  the  money,  and  a  window  dis- 
play sold  out  a  large  lot  in  a  single  day. 
"All  wool  and  a  yard  wide,"  truly  is 
the  quality  in  the  Dalton  store. 

His  College  Hobby — Department  Stores. 

The  stock  consists  of  woolens  and 
linens,  two  lines  that  a  high  tariff  in  the 
United  States,  running  close  to  100  per 
cent.,  prevented  from  being  imported  ex- 
cept to  sell  at  a  steep  figure.  The 
graduate  engineer,  long  before  his 
graduation,  grasped  the  chance  that  lay 
before    him    across    the    river   from    his 


home  in  Buffalo,  in  a  duty  that  laid  an 
impost  on  underwear  of  60  per  cent,  ad 
valorem  and  a  specific  duty  of  44  cents 
per  pound.  In  his  college  days  he  had 
a  hobby;  one  that  he  little  knew  he 
would  apply  to  good  purpose  in  a  year  or 
two — lie  spent  his  spare  time  visiting  the 
great  departmental  stores  of  New  York — 
Wanamaker's,  Macy's,  Altman's  and  the 
rest.  He  studied  their  stocks,  their  store 
systems,  their  advertising.  It  was  the 
avocation  of  a  student's  holiday  that  he 
later  turned  into  the  vocation  of  his 
working  day. 

And  so  to-day  the  electrical  engineer 
is  selling  sweater  coats  in  the  village  of 
Fort  Erie,  and  house-furnishings  in  the 
Summer  resort  of  Crystal  Beach.  The 
latter  store  by  the  way  was  started  five 
years  ago  in  a  24  x  36  building.  To-day 
it  has  120  feet  frontage  and  80  feet 
depth. 

"Monotonous?"  you  ask  him.  Don't 
you  feel  like  getting  back  to  your  tables 
of  logarithms,  to  your  graphs,  to  your 
kilowatt  hours — in  fine,  to  those  brain- 
teasers  in  electricity,  or  any  other 
science  that  are  a  delight  to  the  master- 
ful engineer?" 


RIGHT  ON  THE  HEAD. 

Recently  an  article  in  the 
Saturday  Evening  Post  adver- 
tised a  5-lb.,  pure  wool  blanket, 
direct  from  a  factory  at  $8.80,  or 
$1.36  per  lb.  We  can  sell  you  a 
genuine  wool  blanket  of  the 
same  weight  at  $4.50,  or  90c. 
per  11). — A  Dalton  circular. 
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Pig,    1.   Card   for  record  of  customers  and   their  friends. 


Fig.  2.  Reverse  of  car']  for  detail  of  purchases. 


Profession  of  His  Business. 

"No,  I  don't,"  he  answers  you.  "Il 
I  were  selling  goods  here  for  the  money 
I  make  out  of  it,  if  I  became  absorbed  in 
the  routine  work  and  let  myself  rust 
away,  I  would  be  tired  of  it,  and  get  out; 
but  I  am  trying  to  make  a  profession  of 
my  business,  and  it  is  a  profession  quite 
a-  much  as  any  other  profession.  I 
use  as  much  thought  in  planning  for  my 
own  business,  in  my  buying,  in  selling, 
in  studying  the  workings  of  the  tariff 
laws,  in  transferring  to  diagrams  the  re- 
sults of  my  business " 

He  broke  off  to  illustrate  this  last  de- 
velopment in  which  his  mathematically- 
trained  mind  exulted.  He  had  cards  on 
which  he  traced  his  sales,  month  by 
month,  the  lines  telling  the  story  at  a 
glance — his  progress  or  retrogression  in- 
dicated by  the  "tendency  curve,"  as  he 
styled  it.  Not  only  month  by  month,  but 
the  totals  as  the  year  wore  on,  the 
"cumulative  total,"  and  the  tendency 
curve  of  his  purchases  must  run  as  did 
the  tendency  curve  of  his  sales. 

Perpetual  Stock  Record. 

Out  in  back  room  of  the  store  was  a 
blackboard  with  a  perpetual  stock  re- 
cord, of  sizes  and  colors,  and  as  goods 
were  sold,  the  amount  of  the  sales,  fig- 
ured from  the  slips  as  they  came  in  from 
the  store,  were  erased.  The  sales  of 
each  department  are  analyzed;  the  stock 
of  each  department  likewise.  In  this 
store,  40  feet  by  30,  the  business  is 
checked  up  with  as  much  precision  as  in 
a  Large  departmental  store. 

He  loves  it  all,  this  young  engineer. 
He  is  making  it  his  profession.  When 
lie  lias  a  few  days  to  spare  from  the 
rush  of  work  be  goes  down  and  visits 
the  big  stores  in  Chicago  and  New  York, 
ami  Philadelphia  and  Toronto  and  Mont- 
real \l  another  time  he  sends  in  his 
card  to  the  managers  of  the  knit  goods 
factories  in  Canada,  and  revels  in  the 
icalities  of  the  manufacturing  end 

of  his  business. 

\V    ,ii    the   beavy    trade   is  over    for   the 

■:,  Mr.  Dalton  turns  his  brain  and 
■    equipment.     Me  planned 


the  two  stores  at  Fort  Erie  and  Crystal 
Beach;  and  he  makes  his  own  show  cases, 
and  they  are  beauties!  He  is  working  at 
a  system  for  lighting  them,  and  his  win- 
dows as  well. 

Following  Up  a  Customer. 

While  the  "graph"  system — indicat- 
ing figures  by  a  curve,  such  as  was  done 
in  last  issue  of  The  Review  in  the  record 
of  wool  prices  over  a  lengthy  period — 
may  not  be  as  intelligible  to  those  who 
have  not  been  familiar  with  it,  Mr.  Dal- 
ton  has  a  customer's  card  system  that 
can  be  adapted  to  almost  any  business. 
The  Review  has,  at  various  times,  pub- 
lished accounts  of  "follow-up"  methods 


Comparison  With 
U.  S.   Prices 

Extracts  from  the  Dalton  cir- 
culars:— 

Below  are  selections  from  cir- 
culars sent  out  by  Dalton's,  em- 
phasizing the  lower  prices  in 
/heir  Canadian  store  than  in 
stores  across  the  border. 

"We  sell  you  a  $3.00  U.S. 
value  in  Jerseys  for  $1.75." 

"Our  $7.50  Sweater  Coat, 
$12.50  in  U.S." 

"Fleecy  coats,  grey,  maroon 
n, n\  brown,  $7.75,  genuine  Eng- 
lish   coats,  $12.50  in  U.S." 

"Our  $7.50  auto  or  traveling 
rugs,  $12.50  in  U.S." 

"Our  doz.  price  on  towels  is 
less  than  any  U.S.  dealer  can 
hull  them." 

Y'0ur  No.  Hi:'.,  size  40,  sells 
per  suit,  $4.50.  Same  suit  in 
U.S.  $8.40." 

"  M  -  have Jaeger  Under- 
wear $3.00  suit  up.    i.S.,  Sfi.OO 

"  /  his  (■•"it,  man  s  ulstrr. 
would  cost  in i u  in  U.S.  $7.">. 00. 
We  sell  it  for  $40.00." 


adopted  bj  .stores  to  induce  hrst  cus- 
tomers to  continue  their  patronage.  The 
Dalton  stores'  s\  stern  probably  trans- 
cends all  others  in  the  minute  detail  wit;: 
which  it  is  operated. 

Reproductions  have  been  made  in 
this  article  of  both  faces  of  a  3  by  5 
card,  one  of  thousands  arranged  in  com- 
pact form  in  a  cabinet.  These  cards  con- 
tain records  of  names  of  customers  who 
have  actually  dealt  at  either  store,  with 
address,  home  and  business,  occupation, 
etc.  It  also  adds  the  "source"  of  the 
customer— thai  is.  from  some  advertise- 
ment, circular,  or  perhaps  a  friend  who 
has  recommended  the  store.  The  "Sum- 
mer address"  is  a  handy  point  also  in 
this  particular  section. 

Next  came  the  records  of  measure- 
ments tor  underwear,  sweater  coat,  hose. 
3,  gloves,  etc..  with  bust,  waist,  arm. 
iir.  "Remarks"  may  include  any  re- 
ference by  a  customer  as  to  his  likes  or 
dislikes  of  any  special  srarment.  make, 
color,  etc.  This  ma\  seem  like  going 
into  details  with  too  much  nicety:  but 
<>ns  of  customers  as  to  his 
stock  furnish  Mr.  Dalton  with  most 
valuable  i"  formation  in  deciding  on  new 
purchases.  Tt  keeps  him.  through  ac- 
curate and  systematic  reports  of  his 
salesmen,  in  close  touch  with  what  the 
public   want. 

And  what  of  "friends?"  How  many 
merchants  consider  as  possible  cus- 
tomers, a  customer's  friends — that  is. 
in  any  direct  wa\  ?  How  many  ever  try 
to  find  out  in  order  to  send  them  some 
kind  of  an  invitation  to  buy?  How  many 
ever  •"strike  while  the  iron  is  hot" — 
jusl  after  one  pleased  customer  has 
given  the  firm  a  good  word?  This  i< 
jusl  what  the  Dalton  system  aims  to  do. 
The  clerks  try  to  find  out:  never  In- 
direct questioning,  for  that  might  si 
discourteous,  but  in   various   ways,  from 

bearing  the  names  of  those  accompany- 
ing purchases,  etc.  And  once  heard. 
they  mark  it  down  for  future  use.  Often 
even  tic  name  of  the  customer  is  not 
learned  until  his  second  or  third  visit, 
but  he  is  "marked,"  and  the  nam< 
tilled   in   on   the  card   when  -rained.     T 
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BUFFALO   READS 


DALTON'S  BBT  STORE 


To  reach  our  store  take 
Niagara  or  We»t  Utica 
car  to  Ferry  Street.  Ferry 
to  Fort  Elrie.  Ferry  dur- 
ing day  every  20  minutes 
After  8:00  P.  M..  every 
30 


We  excel  in  Unde 
Hosiery.  Sweaters, 
Sweater  Coats.  Jerseys, 
all  kinds  of  Knitted  Hats 
Caps,  Scarfs,  Shawls, 
Blankets,  Rugs,  Mitts. 
Gloves,    etc. 


JAEGER 


PURE 

We  have  a  few 
Sport  Coats  left 
in  stock.  It 
take  an  imme- 
diate response 
to  secure  them. 

WAN'S  ULSTER 

Delivery  can  be 
made    at    the 
present  time  in 
one  week. 
Special   Sizes 
would    take    6 

weeks  to  import  from  England. 

Cap  to  match.  $2.50. 

JAEGER  WOOLEN    WEAR 
is  superior  in  that  it  gives  warmth 
without  superfluous  weight.      It 
absorbs  all  moisture. 


WOOL 

Ladies'  Jaeger 
Ulster,  S25.00 
U.  S.  price,  S40 
A  few  left. 

Pure    Wool 
Ladies'    tiding 
Hat  to    match 
a  n  oo     at  $2.50. 


"M 


MANS  ULSTER 

This  Coat 
would  cost  you 
in   U.  S.  75.00 
We  sell  it  for 
40.00. 

We  have  a  few  Camel  Han 
and  Angora  Wool  Vests  and 
Waistcoats  $6.00  to  $6.50. 

Jaeger  Pure  Wool  is  the 
standard  by  which  all  woolens 
are  judged.  AMERICAN 
prices  in  Jaeger  goods  will 
not  change  January  1st. 


Site,    I'e.rl,    Oxford.    Tan.    Brow 

DALTON'S 


Tin.  Coal  Shak.r 
Knit.  Shu.,1  ( „l. 
lar.  Pure  Austra- 
lian Yam,  2|  II*. 
-6  00. 
Same  Coat  in  "Jumbo"   Shaker 
Knit  31  Ihs.     .     .     .    S7..5M 
Other  Shaker  Coats,  V  Neck.  4. in 
,1  Military    Collar.    S.i.00.     Colors 

Maroon.  Cardinal.  Scarlet,  Crey. 
Heather, 

WOOLENS 

LINENS 

IMPORTS 


STORE 


FOKT  ERIK.  ONTARIO.  CANADA 


advantages  of  the  recorded  measure- 
ments, or  preferences,  are  obvious,  in 
case  of  repeat  orders  by  mail,  or  even 
second  visits,  when  the  card  is  consulted. 
At  the  bottom  of  this  card  is  a  space 
for  "advertising:  sent" — referring  to 
circulars  that  are  poured  out — and  sales 
that  result  from  these.  In  this  way  the 
methods  of  advertising. 

The  opposite  of  the  card  is  used  for 
details  as  to  purchases  made. 


The  information  from  this  card  index 
is  carried  one  step  farther.  On  the  top 
of  the  card  which  is  of  light  yellow,  a 
semi-circular  mark  may  be  seen,  perhaps 
a  quarter  of  an  inch  wide.  If  it  is  in 
white  ink  the  person  whose  name  is  on 
it,  has  come  in  but  bought  nothing;  if 
red,  he  is  a  "prospect;"  if  a  black  dot, 
he  is  a  customer.  Other  simple  marks 
indicate  whether  he  lives  in  Canada  dur- 
ing the  summer;  whether  he  owns  his 
own  house,  etc.  A  blue  dot  indicates  he 
is  a  policeman ;  a  red,  a  fireman,  and  so 
forth.  Details?  Yes.  Not  applicable 
to  all  businesses?  Probably  not,  but 
adaptable  to  some,  and  of  distinct  im- 
portance to  these  stores  in  a  border  vil- 
lage, with  the  chief  customers  resident 
in  a  city  of  half  a  million  across  the 
Niagara  River,  with  a  train  and  ferry 
service  every  little  while. 

Samples  of  the  circulars  that  are  dis- 
tributed in  Buffalo  and  elsewhere  are 
shown  in  this  article,  and  it  will  be 
noticed  that  a  strong  play  is  made  on 
the  fact  that  woolen  and  linen  goods 
can  be  sold  more  cheaply  in  Canada 
than  in  the  United  States.  Actual  com- 
parisons are  given  in  a  number  of  cases. 
These  circulars  are  sent  out  not  only  to 
old  customers,  but  to  any  names  that 
can  be  secured  of  friends  of  customers. 

Motorcyle  in  Buffalo. 

A  motorcycle  is  used  for  distributing 
circulars  in  Buffalo.  It  has  a  side  car 
with  a -special  seat  in  the  back  for  the 
circulars.  A  couple  of  different  ones 
are  rolled  up  together  in  a  small  tube,  or 
sometimes  with  a  rubber  band  only,  and 
2,500  of  these  piled  into  the  seat.  As  the 
motorcyclist  passes  house  after  house  in 
the  night,  the  man  in  the  car  shoots 
these  packages  up  on  the  verandahs, 
and  with  the  early  morning  papers  they 
are  scanned  between  bites  of  toast  and 
sips  of  coffee  by  the  breakfasting  Buf- 
falonians.  As  many  as  90,000  circulars 
have  been  distributed  in  this  city  alone 
during  a  a  campaign  of  John  Dalton  & 
Son,  for  their  two  stores  across  the 
river. 

Special  circulars  are  sent  out  to  pupils 
of  high  schools,  colleges,  boating  clubs, 
and  other  organizations,  dealing  especi- 
ally with  club  sweaters,  club  pennants, 
etc.,  and  scores  of  orders  for  special  de- 
signs come  in  from  these.  Then  there 
are  the  policemen,  the  firemen,  and  other 
bodies;  the  Dalton  stores  get  their 
names  and  forthwith  they  are  presented 
with  a  Dalton  circular  showing  them 
how  much  cheaper  it  is  to  deal  across 
the  river  than  in  their  own  city.  And 
being  intelligent  men  they  follow  the 
advice  in  large  numbers. 

There  is  advertising,  of  course,  along 
the  frontier,  in  newspapers  on  both 
sides,  and  in  college  and  school  paper. 
There  are  hie  bulletin  boards  at  various 


90,000  OF  THESE 


DALTONS 

WOOLENS-LINENS.-IM  1'OHTS 

STORE 

Port  Erie.  Ontario.  Canada,  and  Crytslal   Beach. 

Men's    Pure    Australian    Wool    Jerseys,    34,36.   38-1.75.  40-44.    190 

Boys  Jerseys.  20-26.   1.00.  28-32,  1.35 
We  sell  you  a  3.00 US  value  _  Colors  Maroon.  Navy.  Whif 

ip    Jersey,    for    1.75.    Men's  PI        p„r|  and  Cford  G.e) 

Sleveleaa,  1.00 


Our  7.50  Jaeger  Sweater  Coat.  12.50 
in  U.  S  Other  Jaeger  Coats.  5  00 
to  14.00 


Jaeger  Fleecy    C< 

Grey,  Maroon 

7.75  genuine  English 

Jaeger  Coats-12  50  in 

U.S. 

Dr.  Jaeger'a  genuine  pure  undyed  Cui 


Jaeger  Auto  or 
Traveling  Rugs 
5  to  7.50.  Our  7.50 
Rug  12.50   in  U  S 

ii.-l  Hair  Blanket 


Small  sue-.  7.00 


Sue 63x8 1.  9.00 


Extra  Urge  sue.  12.00 


HUCI  TOWELS 


g^^-^-a E - 

■'   ^"* ' — "  uai.  .<: 


FANCY  TOWELS 


I-,,,.,  ir.ut 

Hemstitched 

Towel,.  Dama.-J. 
and  Birds-E  y  < 

ttni.h,    in  lot.  "I 
one  down  6.00 

1 I    rowels 

niched, 
Pisa    I, 


ich  Tabl 
Remetnlier  lhal  itn 


Example  No    1 
o„r  No.   L03,  Sto    M 

-mi,    1 50.     Sam*" 
S.  H.l<< 


Wfc  SAV]    Y01     v\u\h  ,   ON 
Jaejjer    lTnd<rweHr  and    Hosiery 

™*°<    /£&*.    »■»«»  Estample  No.  1 


No.  941  Jaeger  Woo 

iHow-60..  Lowe.1  U.  S 

e    in    Women*    Jaege. 

>^>  How,  1.25.    We  ht^r  warn 

en*  Jaeper  Underwear  3.(1" 

-.nil  up.  U,  S.  5.00  up 

IT  PAYS  tN  THE  END  TO 
BUY  THE  BEST. 


rill^f  GLOVES  FROM  DENT.  ALLCHOrT  &  CO..  ENGLAND. 


DALTONS  IIHSTORE 

FORT  ERIE,  ONTARIO,  CANADA,  and  CRYSTAL  BEACH 


points  where  tourists  pass.  There  is  a 
"movie"  in  Crystal  Beach,  and  the 
Daltons  have  the  sole  right  to  use  it 
for  advertising-  purposes.  When  one 
considers  that  at  this  Summer  resort 
there  are  fully  10,000  people  that  may 
be  termed  inhabitants  during  Summer, 
and  some  990.000  more  who  come  and  go, 
remaining  from  a  few  minutes  to  days 
at  a  time,  the  Crystal  Beach  field  is  seen 
to  be  a  fairly  populous  stalking  ground 
for  trade. 

Lest  some   chance  conclusion   may  be 
(Continued  on  page  11.) 
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I.N  large  American  and  Canadian  de- 
partmental stores  where  over  a  thous- 
and clerks  are  sometimes  required,  it 
is  not  always  possible  to  secure  those 
who  are  experienced  in  the  art  of  serv- 
ing behind  the  counter.  Resort  is  often 
made  to  the  material  coming  to  this  con- 
tinent and  who  are  constantly  applying 
for  work  of  this  kind.  Such  material  is 
not  always  polished  sufficiently  to  be 
trusted  with  the  transaction  of  business, 
even  with  the  sale  of  the  simplest 
article. 

To  turn  these  men  and  women  into 
salesmen,  some  of  the  largest  stores  have 
introduced  business  colleges  where  their 
new  clerks  are  taught  the  elements  of 
salesmanship  for  two  or  three  hours  each 
day  during  the  first  week  of  their  em- 
ployment. From  the  points  of  view  of 
economy  and  safety,  this  has  been  found 
necessary  and  profitable,  and  as  some 
of  the  lessons  imparted  in  these  schools 
are  those  that  should  be  learned  by 
every  salesman,  a  brief  description  is 
given  of  the  system  used  by  the  T. 
Eaton  Company,  Toronto,  for  the  bene- 
fit of  dealers  who  consider  their  own 
clerks  lacking  in  one  or  two  points. 

When  the  store  is  busy,  and  clerks  are 
leaving  and  being  taken  on  every  day, 
these  classes  are  held  continuously.  It 
can  be  imagined  what  a  busy  section  of 
the  work  this  is  prior  to  the  Christmas 
rush,  when  so  many  new  and  temporary 
hands  are  engaged.  As  each  new  clerk 
usually  takes  four  or  five  afternoons  or 
mornings  to  complete  the  course,  and  as 
the  company  is  paying  them  all  the 
while,  it  is  easily  seen  that  the  T.  Eaton 
Co.  spends  hundreds  of  dollars  every 
vear  on  the  preparation  of  its  clerks. 
Am]  :is  this  is  one  of  the  most  skilfully 
operated  stores  in  the  world,  it  is  obvious 
thai  smaller  storekeepers  might  benefit 
In    emulating  sonic  of  their  methods.     If 

Baton's  find  thai  it  pays  to  Bpend  ;i  few 
dollars  on  each  clerk  in  teaching  him 
how  to  make  out  a  complicated  cheek 
the  smaller    tradesman    mighl   at  least 

•.pern]   B    few  minutes  for  this  purpose. 

There    is     nothing     ver\      scientific    or 
technical  aboul   the  lessons.     One  could 
ij  thai  if  the  training  were 


What  a  Canadian  department  store 

to     help    the    clerks    sell     more    goods. 


earned  a  little  further,  along  psycho- 
logical lines,  it  would  result  in  more  ef- 
ficient clerks.  How  many  of  them,  when 
they  have  supplied  the  demands  of  a 
customer,  attempt  to  create  further  de- 
mands by  asking  a  negative  question? 
A  customer  will  invariably  reply  "no"' 
to  the  query,  "You'll  not  be  wanting  any 
eggs,  will  you?"  whereas  she  will  think 
and  act  if  informed  thai  a  consignment 
of  fresh  eggs  arrived  that  morning.  She 
is  so  often  "sold"  with  fresh  eggs,  that 
she  will  grasp  at  the  chance  to  take 
some. 

The  Psychology  of  Delivery  Service. 

The  only  suggestion  of  psychology  in 
this  class  is  in  the  instructions  given  re- 
garding  the  delivery  of  parcels.  While 
the  T.  Eaton  Co.  have  one  of  the  most 
efficient  and  rapid  delivery  systems  of 
:m\  store  in  the  world,  they  take  care 
not  to  deliver  a  parcel  if  the  customer 
will  take  it  with  her.  For  that  reason, 
new  clerks  are  taught  after  taking  an 
order  to  suggesl  that  the  customer  carry 
it  herself  by  putting  the  simple  question. 
"Will  you  take  it  with  you?''  In  a  large 
percentage  of  cases,  if  the  parcel  is  not 
a  large  one,  the  customer  will  say  "yes," 
whereas  if  the  question,  "Shall  we  send 
it?"  had  been  put,  she  certainly  would 
have  relieved  herself  of  the  burden.  How 


necessary  this  tuition  is  can  be  judged 
from  the  number  of  clerks,  even  in 
Eaton's,  who  ask  the  second  question, 
and   not  the  first. 

The  Class-room  Used. 

The  class-room  is  arranged  like  any 
other  class-room  in  a  school,  except  that 
the  blackboards,  of  which  there  are  sev- 
eral, are  ruled  permanently  in  a  manner 
that  will  allow  lessons  on  the  making 
of  sales  checks,  invoices,  etc..  to  be  made 
easily.  In  fact,  facsimiles  of  checks  are 
printed  on  the  board,  allowing  the  teach- 
er to  till  in  typical  examples  of  sales, 
which  can  quickly  be  erased. 

The  clerks-to-be  are  seated  at  ordin- 
ary school  desks  and  tables,  and  at  the 
front  stands  the  teacher.  She  or  he  is  a 
person  who  has  spent  many  years  with 
the  firm,  and  is  familiar  with  the  work 
in  every  detail.  During  the  greater  part 
of  the  day,  she  is  pursuing  her  duties  as 
head  of  some  department,  but  usually 
finds  time  for  two  hours,  either  in  the 
morning  or  the  afternoon,  to  irive  this 
lesson. 

T.  Baton  Company  run  their  busi- 
on  a  strictly  cash  basis,  so  that  it  is 
unnecessary  to  train  clerks  how  to  deal 
with  credit  customers,  but  there  is  an 
enormous  amount  to  be  tausrht  in  deal- 
ing with  cash  slips,  returned  goods,  and 
deposit  slips.  When  a  person  applies 
for  a  position,  and  is  accepted,  he  is 
given  a  card,  and  told  to  be  in  a  certain 
class-room  at  a  certain  hour.  Before  the 
lesson  begins,  the  teacher  delivers  a  little 
speech  explaining  how  long  he  or  she 
has  been  with  the  firm,  how  necessary  it 
is  to  be  accurate  to  succeed,  and  so  on. 
Then  check-hooks  similar  to  those  used 
in  the  store  are  handed  around. 

First  lessons  are  given  on  how  to  ad- 
dress customers.  Instead  of  leaving  to 
the  new  clerk  to  say,  "And  what  do  you 
want?"  he  or  siie  is  instructed  to  Bay, 
"Is  anyone  waiting  on  you,  madam?" 
The    term    "lady"   is   strictly    forbidden 

by  this  company  when  clerks  are  addres- 
sing customers,  ("are  is  taken  to  instruct 
the  pupil  not  to  worry  people  who  are 
standing  near  their  counter,  and  yet  by 

(Continued  on  page    11.1 


Merchants  Involved  in  Labyrinth  of  Rising  Costs 

Problem  as  it  Confronts  Them  in  Small  Towns  and  Cities  as  Well 
as  Large  —  Women's  Knowledge  of  Latest  Styles  and 
Idiosyncrasies  of  Fashion  Blamed  by  One — Careful  Buying  and 
Keeping  Tab,  Suggests  Another — Sharing  Up  Delivery. 

SEVERAL  communications  have  been  received  by  The  Review  bearing  on  the  problem  of  the  rise  in 
selling  costs,  an  inquiry  into  which  was  begun   in  the  Spring  Special.     A  number  of  merchants  in 
Canada  are  making  up  figures  for  The  Review  based  on  the  result  of  their  stock-taking  and  these, 
when  received,  will  be  tabulated  and  announced  in   due  time. 

That  the  question  is  attracting  widespread  interest,  especially  following  upon  the  concrete  examples 
given  in  the  first  article,  is  quite  evident  from  comments  made  to  staff  members. 


BLAMES  WOMEN  FOR  IT 

A  merchant,  in  business  over  20  years, 
in  a  medium-sized  Canadian  town, 
contributes  the  following  to  the  dis- 
cussion : 

"I  have  not  figured  out  the  costs  of 
doing  business  in  detail  under  different 
heads,  so  that  at  present  I  have  only  a 
general  view  as  to  the  actual  extent  of 
the  increase.  But  here  is  one  phase  where 
it  strikes  me  a  tremendous  change  has 
taken  place  that  adds  to  the  cost  of  doing 
business,  and  I  see  no  way  of  getting 
out  of  it,  the  rapid  changes  in  styles. 

"Styles  change  so  quickly  that  often 
before  you  get  your  goods  in,  a  new  one 
is  nannonnced  that  is  bound  to  affect  the 
sale  of  these  new — old  goods.  The  great 
trouble  is  that  every  woman  nowadays 
is  posted  on  styles;  they  follow  them 
closely  in  the  magazines,  and  are  right 
up  to  the  minute.  Fifteen  or  eighteen 
years  ago  when  we  got  our  new  Fall 
dress  goods  in,  it  was  simply  a  question 
of  buying  them;  or  rather  it  was  not 
that,  it  was  up  to  the  dreessmaker  to 
make  them.  People  accepted  what  we 
had  as  the  right  thing  and  bought  it. 
But  now!  'Have  you  this  shade?' — 
mentioning  one  she  has  seen  referred  to 
somewhere.  If  we  have  not,  there  is  no 
sale. 

Wouldn't  Take  It  After  All. 

"I  remember  one  time  we  were  asked 
for  hop  sacking.  It  was  new  then,  and 
we  had  decided  not  to  put  any  in  stock. 
When  the  women  asked  for  it  we  said, 
'No,  we  haven't  any.  If  you  saw  it  you 
wouldn't  buy  it.'  But  they  were  not 
satisfied  and  told  us  they  would  have  to 
go  out  of  town  for  it. 

"Well,  the  upstart  was  that  against 
our  own  judgment  we  bought  some.  They 
still  came  for  it.  'Is  that  hop  sacking? 
I  wouldn't  wear  it;  it's  too  coarse.'  So 
it  went,  until  in  the  end  we  got  rid  of 
it  by  marking  it  at  25  cents  a  yard — it 
cost  us  75  cents. 

"Then  there  are  gloves.     Will  they  be 


lung  or  short?  If  we  buy  long,  months 
in  advance,  waist  sleeves  may  come  in 
long  and  gloves  will  be  short,  and  we'll 
be  caught. 

"The  only  solution  I  can  see  is  to  buy 
in  small  lots  except  in  staple  lines,  and 
then  the  ceaseless  changes  in  styles  may 
not  catch  us.  Then,  I  suppose,  people 
will  tell  us  we  run  the  risk  of  slow  de- 
livery or  the  jobbers  being  cleaned  out 
before  our  turn  comes. 

"I  give  it  up." 


IN  A  SMALL  CITY 

"Careful  buying  and  keeping  in  close 
touch  with  stocks  on  hand  in  each  de- 
partment— knowing  just  where  one  is  at 
every  week  or  month,  and  making  regu- 
lar comparisons  with  the  previous  year — ■ 
this  seems  to  me  the  only  way  to  beat  the 
rising  costs,"  declares  the  head  of  a 
large  firm,  who  has  put  these  principles 
into  practice  with  unusual  success.  He 
adds  that  increasing  the  turnover 
steadily  is  a  necessity  for  a  fair  share 
of  profits  even  when  extreme  care  is  ex- 
perienced along  the  other  lines. 

He  has  succeeded  in  keeping  expenses 
down  to  15  per  cent,  of  his  sales,  but  at 
that  has  increased  nearly  3  per  cent,  in 
less  than  ten  years.  His  salary  costs 
run  between  5  and  7y2  per  cent.  In  a 
very  few  departments  they  go  up  to  10 
but  at  that  point  action  is  started 
towards  a  descent. 

This  merchant  keeps  tab  on  each  de- 
partment and  sees  that  unless  there  is 
an  abnormal  increase  in  business,  stocks 
do  not  pile  up.  He  knows  each  month 
what  stock  lie  has  in  each  of  a  dozen 
departments;  what  he  had  one  year  ago, 
and  whether  sales  justify  the  larger 
quantity.  If  not,  purchases  are  cut 
down,  reductions  made,  and  the  lower 
level  of  safety  reached. 

"I  look  carefully  after  the  weak  de- 
partments: you  cannot  do  business  in  a 
haphazard  way  these  days." 


FROM  10  to  17  PER  CENT. 

A  merchant  in  a  town  of  about  5,000 
makes  the  following  statement: 

"I  am  taking  home  the  Special  Num- 
ber of  The  Review  to  study  the  article 
on  'The  Problem  of  Rising  Costs.'  I 
have  not  gone  into  the  same  detail  in  my 
own  business  but  my  chief  item  in  the 
near  future  in  rising  costs  will  be  rent. 
I  have  this  store  on  a  five-year  lease  that 
soon  expires  and  I  am  told  an  advance 
of  25  to  30  per  cent,  will  be  made.  My 
rent  figures  out  to  iy2  per  cent,  of  my 
turnover  so  that  the  new  rent  will  be 
close  to  2  per  cent. 

"My  salaries  have  advanced  25  to  50 
per  cent,  in  10  years. 

Using  Delivery  in   Common. 

"My  delivery  expenses  are  not  up  as 
much  as  some  stores  you  mention  for  a 
number  of  us  hire  a  general  man  who 
charges  us  so  much  per  week  or  month. 
He  delivers  different  lines  to  the  same 
district  at  once,  and  thus  saves  money. 
I  don't  know  the  size  of  the  places  you 
have  reference  to,  but  I  should  think  in 
lots  of  towns  and  even  cities,  dry  goods 
men  could  save  money  by  combining  with 
merchants  in  other  lines. 

"Our  total  selling  costs  here  are 
naturally  smaller  than  in  the  large 
cities,  but  they  have  gone  up  almost 
proportionately.  I  used  to  do  business 
on  10  per  cent,  of  my  turnover;  less  than 
ten  years  ago  it  ran  between  12  and  13; 
now  it  is  from  15  to  17. 

"Of  course  we  have  advanced  prices 
to  meet  it,  although  in  some  lines  we 
could  not  do  so.  In  staples,  our  average 
marking-up  has  increased  from  25  to 
33  1-3  per  cent.,  and  we  tack  on  50  per 
cent,  on  special  purchases.  In  mantles, 
furs  and  some  fancy  goods  we  can  get 
as  high  as  100  per  cent. 

"But  more  and  more  the  cost  of  sell- 
ing is  mounting  up,  and  I  do  not  see 
yet  how  we  can  clear  up  the  situation." 
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Clean  Up  The  Books 

The  Relationship  a  Man's  Methods  of  Collection 
Bear  to  J  lis  Credit  Standing  —  Laxness  in 
Collecting  Leads  t<.  Slowness  in  Meeting 
O I  (ligations. 

Written  for  Dry  Goods    Review  by   Byron  J.   Morrow 


A    RETAIL  merchant's  credit   is  his 
most  valuable  asset.    It  represents 
his   borrowing   power    and    defines 
his  capacity  for  business  expansion. 

If  there  is  one  thing  a  merchant  must 
keep  unimpaired  it  is  his  credit.  If  the 
jobber  or  manufacturer  finds  reason  to 
put  a  question  mark  after  a  merchant's 
name,  the  latter  can  count  upon  a  cer- 
tain amount  of  difficulty  thereafter  from 
which  he  bad  previously  been  exempt. 
If  he  has  occasion  to  ask  for  an  exten- 
sion of  credit  at  any  future  time,  it  will 
become  necessary  for  him  to  satisfy  the 
jobber  on  a  number  of  salient  points.  If 
bis  record  had  been  clear  and  spotless, 
the  extension  would  doubtless  have  been 
granted  without  any  question. 

It  should  be  borne  in  mind  thai  the 
balance  a  man  is  able  to  show  is  not  the 
only  factor  in  establishing  his  credit. 
Character,  habits,  past  records,  social 
connections,  and.  in  fact,  everything  per- 
taining to  a  man's  life  are  entered  into 
the  account.  The  credit  man  of  a  large 
manufacturing  or  jobbing  house  does  not 
guide  himself  solely  by  the  actual  figures 
which  make  up  a  customer's  account, 
lie  tries  to  get  all  the  information  avail- 
able about  the  customer  from  many 
sources,  unsuspected  sources  in  many 
cases.  He  has  his  lines  out  here,  there 
and  everywhere  and  facts  come  to  him 
which  the  customer  "wots  nol  of." 
To  illustrate  the  point,  a  case  may  be 
cited,  which  shows  how  closely  some 
eredit  men  keep  tab  on  matters  pertain- 
ing to  their  department.  A  certain  D  er 
chanl  in  a  small  town  was  down  on  the 
1 ka   of   a   jobbing   firm    for   a    larger 

amount  than  the  credit  man  cared  to  Bee 
there.  His  payments  had  been  slow  and 
-canty  for  the  previous  six  months. 
•  hie   day    the   salesman    who   handled    this 


account  dropped  in  fo  see  the  credit 
man. 

"I   want  to  enlist  your  «:ood  services 

on  behalf  of  Jones  of  A , "  ho  said. 

"I  know  h is  account  is  heavy  and  that 
he  has  shown  little  ability  to  clear  it  off 
but  I  feel  as  sure  as  I  am  standing  here 
thai  Jones  will  weather  the  storm  and 
pay  us  up  every  cent  on  the  dollar  within 
the  next  six  months.    He  is  straight  and 

decent  and  is  thought  highly  of  in  A . 

The  only  reason  for  bis  being  hard  up 
has  been  because  he  has  had  family 
troubles." 

"I  know.  I  have  no  intention  of  mak- 
ing serious  trouble  for  Jones — yet," 
said  the  credit  man.  "  •  II is  wife  has 
l.(  en  in  the  hospital  for  some  months  and 
he  has  been  forced  to  support  the  family 
of  his  son,  I  hear.  He  losrf  on  an  invest- 
in  land  somewhere.  However,  as 
you  say,  Jones  is  honest.  I've  watched 
him  tor  ten  years  and  have  never  found 
one  thing  that  he  has  done  that  would 
had  me  to  doubt  his  worthiness 

"You  know  more  about  him  than  I 
do,"  -aid  the  traveller.  He  took  it  as 
a  matter  of  course,  however.  The  credit 
man  had  an  almost  uncanny  way  of 
learning  tacts  about  customers,  which 
had  impressed  the  members  of  the  sales' 
- 1 : i tT  with  the  idea  that  they  had  a  sys- 
tem behind  them  almost  occult  in  its 
far-reaching  power. 

Settling   Accounts. 

Of  course,  there  is  one  thins:  that  has 
the  mo-t  direct  effect  on  a  man's  credit 
and    thai    is    his    method    of    Battling    his 

hills.  It'  he  pays  promptly,  takes  his 
discounts  regularly  and  shows  in  ■  husi- 
i!'  BS  like  light,  his  credit  will  rank  high. 
There  is  no  getting  away  from  the  argu- 
ment  of  hard  cash.     If  he  delays  in  his 
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payments,  asks  continually  for  exten- 
sions, makes  objections  and  enters  tech- 
nical claims — as  so  many  do — his  credit 
standing  will  be  low. 

As  a  writer  in  a  well-known  periodical 
said  recently:  "A  man  is  judged  first 
by  his  business  methods."  Promptitude 
in  answering  correspondence,  business- 
like attention  to  details  and  the  ability 
to  treat  all  business  relations  in  a  busi- 
ness-like way  are  the  qualities  which  go 
the  farthest  in  establishing  a  man's 
good  name  with  the  firms  he  is  buying 
from.  What  is  more  exasperating  than 
to  wait  days  for  a  reply  to  an  import- 
ant letter  which  should  have  been  attend- 
ed to  by  return  mail?  Can  anything 
arouse  prejudice  and  critical  estimate  of 
characters  more  surely  than  laxness  in 
a   correspondent? 

Continual  negligence  and  carelessness 
will  often  weigh  more  heavily  against 
a  man  than  an  attack  of  acute  financial 
troubles. 

Tennyson  has  said:  "the  sin  that  prac- 
tice burns  into  the  blood,  and  not  the 
one  dark  hour  which  brings  remorse, 
shall  brand  us  after  of  whose  fold  we 
be." 

This  thought  can  be  applied  to  the  re- 
lationship existing  between  jobber  and 
customer.  There  are  always  times  when 
a  retailer  finds  it  necessary  to  ask  a 
favor  or  an  indulgence  from  the  jobber, 
just  as  the  jobber  must  sometimes  throw 
himself  on  the  indulgence  of  the  retail- 
er. Eelations  should  be  conducted  on  a 
basis  taking  this  ever  possible  contin- 
gency into  consideration. 

It  is,  therefore,  highly  essential  that 
the  retailer  should  be  prompt  and  busi- 
ness-like in  all  his  dealings.  Careful  at- 
tention to  such  matters  now  will  estab- 
lish relations  on  a  basis  which  will  be 
highly  satisfactory  to  the  merchant  in 
the  future. 

Keep  the  Books  Cleared. 

Back  of  it  all  is  another  essential  mat- 
ter, the  most  essential  of  all.  The  retail 
merchant  must  keep  his  own  accounts  up 
to  the  mark  so  that  he  can  meet  his  ob- 
ligations. If  he  can  do  this,  he  need 
never  worry  about  his  credit  standing. 

The  credit  man  of  a  large  wholesale 
hardware  house  once  said  to  the  writer : 
"In  the  course  of  my  experience  as  a 
credit  man,  I  have  investigated  the  af- 
fairs of  many  hundred  merchants  at  one 
time  or  another.  In  at  least  ninety-five 
per  cent,  of  cases  the  trouble  has  been 
that  the  merchant  has  been  too  easy 
with  his  customers  in  the  matter  of  col- 
lections. He  had  allowed  people  to  run 
accounts  and  hold  back  payment  to  such 
an  extent  that  he  himself  was  unable  to 
meet  his  own  obligations." 


It  has  been  the  custom  for  merchants 
to  regard  the  slow-pay  customer  as  one 
who  was  robbing  them  (the  merchants) 
of  their  legitimate  profit,  As  a  matter 
of  fact,  the  obduracy  of  the  customer 
hits  the  pocket  of  the  retailer  first  and 
through  him  that  of  the  jobber  and  the 
manufacturer.  The  loss  and  inconveni- 
ence runs  the  gamut  of  the  whole  trade, 
inasmuch  as  through  it,  the  retailer  is 
very  frequently  compelled  to  defer  pay- 
ments and  secure  extensions  of  credit. 

In  approaching  the  subject  of  collec- 
tions, therefore,  the  merchant  should 
consider  that  it  is  inextricably  involved 
with  the  maintenance  of  his  own  credit 
standing;  and  he  will  thereafter  regard 
it  in  a  different  light.  He  will  realize 
that  the  future  expansion  of  his  business, 
perhaps  even  its  very  existence,  will  de- 
pend largely  on  the  success  that  he 
achieves  in  the  matter  of  making  col- 
lections. 

Clean  up  the  books ! 

Only  a  comparatively  small  number  of 
retailers  do  business  on  a  cash  basis. 
With  the  remainder  the  problem  of  reg- 
ulating credits  and  making  collections 
is  an  ever  present  one,  involving  close 
attention  and  vigorous  application. 

Keeps  Debts  Down. 

A  certain  Lardwareman,  whose  name 
need  not  be  stated,  has  followed  the 
plan  for  years  for  keeping  the  amount  of 
his  credit  sales  down  to  a  certain  per- 
centage of  his  cash  sales.  He  has  found 
by  experience  that  a  certain  amount  of 
ready  cash  is  necessary  to  keep  the  busi- 
ness running  smoothly  and  to  enable 
him  to  take  his  discounts  regularly.  He 
has,  therefore,  made  his  rule  iron-bound, 
immutable.  When  the  accounts  on  his 
books  get  close  to  the  danger  line,  he  be- 
gins to  hammer  away  unceasingly  until 
collections  restore  the  balance.  At  such 
times,  his  salesmen  are  warned  to  give 
additional  credit  sparingly  and  only  to 
old  customers. 

Regulation  is  Necessary. 

Cleaning  up  the  books  is  not  entirely 
a  matter  of  active  collection.  The  pro- 
per regulation  of  credits  is  a  phase 
which  must  not  be  overlooked.  A  firm's 
hooks  can  be  kept  clean  by  careful  regu- 
lation. In  fact,  where  discrimination  is 
shown  in  the  giving  of  credit,  there  is 
seldom  much  difficulty  found  in  making- 
collections. 

A  strong  effort  to  clean  up  the  books 
is  particularly  expedient  toward  the  end 
of  each  year.  Not  only  is  it  desirable  to 
start  the  new  year  with  as  few  old  debts 
carried  over  as  possible,  but  the  prac- 
tical impossibility  of  getting  money  in 
during  the  first  months  of  the  year  in 
any  volume  is  an  impelling  reason. 


Fighting  Mail  Order  Houses  at  Their  Own  Prices 

What  Has  Been  and  is  Being  Accomplished  by  a  Western  Ontario 
General  Merchant  in  This  Regard  —  Hew  the  Wants  of  His 
Fiirnicr  Customers  Are  Looked  After  —  The  Importance  of 
Personal  Service  and  of  Knowing  Thoroughly  Characteristics  of 
Every  Customer. 


SIXTY  years  ago  in  the  spring  the 
general  store  business  now  operated 
in  Lambeth,  Ont.,  by  James  A.  Rel- 
ies, was  established.  Lambeth  is  a  little 
hamlet  nestling  in  the  centre  of  a  fine 
farming  district  a  few  miles  from  Lon- 
don. Here,  back  in  1854,  Mr.  Kelle\  's 
father  founded  a  small  store  which,  un- 
der his  and  his  son's  direction,  lias  pros- 
pered throughout    the  intervening  years. 

The  general  reason  for  this  prosperity 
is  the  fact  that  the  Kelleys  have  been 
able  to  keep  the  tanner's  trade  at  home. 
Had  their  business  methods  been  of  such 
;i  character  that  farmers  found  it  more 
convenient  to  go  to  London  or  send  to 
distant  mail  order  houses  for  their  goods, 
there  might  have  been  a  different  story 
to  tell.    But  more  about  that  presently. 

Jas.  A.  Kelley  has  been  a  general  mer- 
chant ever  since  he  was  big  enough  to 
look  over  the  top  of  the  counter.  For 
.'i.'i  years  the  present  store  has  been  oc- 
cupied, the  lirst  having  long  since  been 
razed  to  the  ground.  For  the  past  12 
years  the  present  proprietor  has  been 
supply  it. 

Raises  Standard  of  Goods. 

Shortly  alter  Mr.  Kelley  assumed  con- 
trol of  the  business  12  years  ago,  he  de- 
cided on  an   important    policy   which   he 


THE  TRIUMPH  OF 

PERSONAL   SERVICE 

This  articlt  runs  along  tht 
line  of  "Keeping  tht  Ilium 
Trade  "/  Home.'  it  illustrates 
tin  methods  of  a  progressive 
country  general  merchant  who 
I, as  to  ih  nl  principally  with  far 
mi  rs.  /in/  what  is  nf  more  im- 
portance, H  shmrs  llnil  Ihr  unm 
who  sum, i/s  in  holding  tht 
trade  of  his  community  against 
iln   mail  order  and  n<  arby  city 

Irmli     CUm  nls,    m  a  si    i/iri     n   s,  /■- 

I,,-,  which  Ims  no  competition. 
II  here  tin  re  exists  "  live,  ag- 
gressivt  dealer  om  who  gives 
thought  in  iln  pro l>l'  in  of  m.od 
'  rn  8(  rvice  tht  r<  is  littlt 
chance  fur  iln  mail  ordt  /■  houst  8 
h,  a,  i  ,i  footing  in  his  com 
m  a  a  1 1 1/.      Th,   flesh  "ii,l  blood 

/inn  ,  r  of  jirii/n  r  /n  rsonal  s,  rrir, 

always  triumphs. 


claims  has  been  one  of  the  chief  factors 
in  carrying  him  through  all  comnetition. 
outside  or  otherwise-  he  decided  on  rais- 
ing the  standard  of  the  goods  to  his  cus- 
tomers. 


JAS.  .1.   KELLEY.  Lambeth,  Out. 

This  was  not  accomplished,  all  in  a 
day.  Step  by  step,  gradually  bin  surely, 
his  trade  was  taught  to  appreciate  high 
quality  goods  in  every  line. 

"For  instance,"  remarked  Mr.  Kelle\ 
lo  the  writer,  "when  a  customer  a^ks  me 
for  a  pair  of  bouts.  1  always  show  the 
higher  priced  ones  first.  In  most  cases 
I  sell  them.  If  they  are  too  high,  then  1 
sliow  cheaper  lines  and  even  at  that  it  is. 
in  a  majority  of  case-,  easy  b\  contrast 
to   sell    t  he    bitter    I Is. 

"Besides  making  some  80  cents  mar- 
gin on  the  superior  goods  a-  compared 
with  afoul  III  on  the  others,  we  give 
better  satisfaction  and  have  more 
pleased  customers." 

This  method  of  Mr.  Kcllev  'fi  has  done 
much  to  keep  the  trade  id'  his  neighbor- 
hood iit  home.  His  customers  have  learn- 
ed that  they  cannot  do  an\  better  than 
adopt  lu>  suggestions  in  the  matter  of 
qualitj  comparisons,  and  as  he  is  care- 
fid  not  to  charge  prices  higher  than  dis- 
tant mail  order  houses  or  London  mer- 
chants, the  difficulties  in  the  wa>  of 
holding  the  1 1 1 . ■  i h ■  \  at  home  are  not  so 
■j  real . 

Studies  Mail  Order  Catalogues. 

• ' The  lea il  order  houses  .'   Oh,  t hej  do 

not  give  me  anj   bother,"  said  Mr.  Kel- 

le\  in  answer  to  a  question.   "'There  are 

a  few  catalogues  coming  into  the  district 
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and  1  get  oik-  ,,f  them  myself.  This  1 
study  caret  ally  to  find  out  .just  where  are 
the  catch  prices.  In  wall-paper,  for  in- 
stance. 1  Ion-  ago  discovered  that  the 
catalogue  houses  sold  the  wall-paper  it- 
self rather  low,  but  they  made  up  on  the 
border  what  was  lost  on  the  pa]>er.  I 
adopted  the  same  policy  and  my  cusp.- 
mers  know  that  wall-paper  is  just  as 
cheap  ami    as   good    here   a-   any   place 

else. 

Has  Department  Store  Himself. 

In  the  opinion  of  this  general  mer- 
chant, many  dealers  lose  trade  by  not 
having  the  goods  the  farmer  wants  and 
not  making  any  effort  to  get  them. 

"I  always  get  a  farmer  what  he  asks 
for  if  it  is  not  in  stock. ?"  he  declared. 
■•  It  makes  no  difference  what  it  is  (from 
a  needle  up  to  a  piano  I   I  get  it  for  him," 

This  is  surelj  one  of  the  chief  obsta- 
cle preventing  the  mail  order  houses 
from  getting  a  footing  in  eountrj 
I  rids.  When  a  man  ask*  for  a  certain 
article  he  usually  wants  it  and  is  going 
to  get  it  somewhere.  It  is  up  to  the 
merchant  to  make  his  best  endeavor  to 
supplx    it. 

A  nip  through  Mr.  Kelley's  general 
store    re\cals   a    wide    range   o1      .roods. 


PERSONALITY  IN 

THE  '  ALENDAR. 

Tin     19]  1    '"/'  /"/"/■    issued    by 

Mr.  Kelley  this  season  is  one  in 
which  is  contained  his  own  p>  r- 
8onality.  As  rt  ft  rrt  </  to  in  tin 
accompanying  articli  ht  is  this 
year  celebrating  the  completion 
of  (it)  year 8  in  business  of  his 
father  and  himself.  Symbolical 
of  th,  past  and  present,  the  il- 
lustration of  thi  calendar  si. 
u  hesitating  maid  attempting  to 
choost    between    two  appealing 

tiniius.    mi,     uitli    tin     Inns,     ,} ad 

buggy  and  tin  otht  r  with 
modern  automobile.  The  sub- 
ject of  th,  sketch  is  "Tht  Old 
and  tht  Nt  w."  /><  low  is  n  pro- 
duct <l  n  cut  of  thi  l\'i  U 
us  il  appears  to-day,  and  the 
wording-.    "1854     L91  1:   '  om- 

jiliim  ills    of    tin     8<  ''>"/<    •■/,     the 

occasion  of  th,    QOth  .1  nniver- 

suril  of  mi r  liusi , 


DRY    GOODS     REVIEW 


There  are  dry  goods  of  many  kinds,  hard- 
ware, boots  and  shoes,  harness,  whips, 
wallpaper,  robes,  paints,  garden  tools, 
screen  doors,  and  all  kinds  of  other  hard- 
ware. A  vacuum  cleaner  was  also  ob- 
served in  stock.  But  if  the  farmer  docs 
not  find  what  he  wants  among  such  a 
varied  list,  Mr.  Kelley  takes  his  order  on 
the  spot  and  gets  it.  He  finds  he  can 
in  the  majority  of  cases  sell  such  goods 
cheaper  than  the  larger  stores  in  any  of 
the  surrounding  towns.  In  other  cases 
prices  are  usually  the  same. 

Rural  Phones  a  Help. 

The  rural  phone  has  been  quite  an  ac- 
quisition to  business  in  the  vicinity  of 
Lambeth.  Some  300  rural  phones  are 
distributed  throughout  the  district  an  1 
the  owners  of  probably  half  of  these  are 
customers  of  the  Kelley  store.  "Often 
after  the     husband     leaves  for  the  vil- 


bad  debts,  emphasizes  the  advisability 
of  the  merchant  knowing  personally  the 
character,  likes  and  dislikes  of  each  in- 
dividual credit  customer.  During  the 
past  twelve  years  particularly,  he  has 
educated  many  of  his  customers  to  either 
paying  cash  or  to  pay  accounts  more 
promptly.  Twelve  years  ago  when  he 
assumed  the  proprietorship,  due-bills 
circulated  freely  in  Lambeth.  When- 
ever farmers  brought  in  some  produce, 
the  merchants  gave  them  due-bills  for 
any  balance  there  happened  to  be.  The 
result,  in  Mr.  Kelley 's  experience,  was 
that  sii  many  of  these  were  in  circula- 
tion that  they  became  somewhat  of  a 
nuisance.  Farmers  didn't  have  the 
money  to  pay  the  blacksmith  or  the  liar- 
be]'.  There  was  no  "ready"  money  on 
tap. 

On  taking  over  the  business,  Jas.  A. 
Kelley  immediately  discontinued  the  due- 
bill  system.  If  there  was  a  balance  due 


his  customers,  having  lived  among  them 
close  to  half  a  century.  That  probably 
explains  why  he  loses  so  little  in  bad 
accounts.  He  has  no  difficulty  in  getting 
his  money  in.  For  some  accounts  he 
has  to  wait  a  year.  When  October  comes 
around  he  sends  out  the  account  in 
full — not  itemized.  If  a  customer  would 
like  to  see  the  items  he  has  them  in  a 
loose-leaf  book  and  just  as  soon  as  trie 
account  is  paid,  he  tears  out  the  leaf  and 
gives  it  to  him.  If  any  are  a  little  tardy 
about  paying  accounts,  he  suggests  to 
them  that  he  "would  like  a  little 
money,"  etc.,  etc.,  and  has  no  trouble 
in  getting  it. 

To  only  one  farmer  does  he  refrain 
from  sending  out  an  invoice.  "I  did  it 
once,"  he  said,  'and  he  was  insulted. 
I  know  he  is  good  so  I  wait  and  I  get  my 
money  once  a  year  and  lose  nothing." 
Saves  Much  In  Discounts. 

A    strict  policy  is  pnrsued  in  buying. 


The  store  of  Jas.  A. 
Kelley,  Lambeth.  Ont.,  typi- 
cal of  many  of  the  general 
stores  throughout  old  On- 
tario. It  will  be  remodelled 
in  the  Spring  to  permit  of 
greater  display  space  in 
the  front.  The  business 
has  been  conducted  for  60 
years  by  Mr.  Kelley  and 
his   father   before   him. 


lage, ' '  explained  Mr.  Kelley,  ' '  his  wife 
thinks  of  something  she  has  forgotten  to 
ord^r.  If  she  has  the  phone  she  uses  it 
Sometimes,  too,  when  certain  goods  come 
in  which  T  think  will  be  appreciated  by 
certain  customers,  I  call  them  up  on  the 
phone  and  suggest  that  they  be  sent 
along  with  Mr.  So-and-so  who  happens 
to  be  in  the  village." 

Asked  if  he  thought  Parcel  Post  would 
be  a  help  to  a  merchant  situated  as  he  is, 
he  replied  that  it  would  depend  consid- 
erably on  the  rate.  If  the  rate  for  the 
first  20-mile  zone  were  low  enough,  small 
goods  might  frequently  be  sent.  In 
country  districts,  of  course,  such  goods 
as  sugar  and  flour  are  bought  genera !iy 
by  the  sack. 

Little  Lost  in  Bad  Debts. 

The  fact  that  Mr.  Kelley  finds  very 
few.  if  any,  losses,  during  the  year  from 


a  farmer,  he  paid  him  cash.  The  black- 
smith and  the  barber  then  often  secured 
cash  and  in  turn  they  paid  more  cash 
for  their  goods.  But  the  greatest  bene- 
fit to  Mr.  Kelley  in  this  move  was  the 
fact  that  it  increased  his  trade.  The 
news  quickly  spread  around  that  he  was 
paying  cash  for  all  produce  that  wasn't 
taken  out  in  trade. 

"Trade  began  to  pick  up,"  he  stated 
to  the  writer,  "and  in  three  months' 
time  I  had  a  good  many  new  customers 
many  of  whom  are  with  me  yet." 

This  policy  together  with  the  tenden- 
cies Inwards  more  mixed  farming,  have 
helped  payments  in  the  Lambeth  dis- 
trict. It  taught  many  of.  the  farmers 
promptness  and  although  there  are  cases 
where  some  settle  up  but  once  a  year 
yet  the  percentage  of  cash  and  short- 
term  credit  has  greatly  increased. 

Mr.  Kelley.  as  aforementioned,  knows 
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Cash  is  paid  for  everything  and  all  dis- 
counts are  taken.  "While  I  could  not 
say  definitely  I  think  I  save  probably 
$500  a  year  by  taking  all  discounts." 
In  twelve  years  that  would  amount  to  a 
tidy  sum. 

While  this  store  has  considerable 
warehouse  room,  Mr.  Kelley  feels  that 
there  should  be  more  display  space. 
Wall-papers,  boots  and  shoes  and  other 
goods  now  have  to  be  kept  upstairs.  In 
the  spring  he  intends  expanding.  The 
front  of  the  store  will  be  remodeled  to 
make  way  for  more  windows.  So  this 
year  will  be  Expansion  Year  as  well  as 
the  60th  anniversary  of  the  founding  of 
the  business. 

Stock  is  turned  over  in  the  Kelley 
store  an  average  of  three  times  a  year. 
Expenses  are  about  12  per  cent,  of  turn- 
over. 


Inauguration   of  the  Parcels    Post   System 

For  First  Time  Three  Months  Weight  Limit  of  6  Pounds — After 
Three  Months,  Limit  Will  be  Increased  to  Eleven  Pounds — 
Ordinary  Stamps  Being  Used  —  Additional  Charge  in  Sonic 
I  districts. 


A  SOUVENIR  mail-bag  sent  by  Post- 
master-General   Pelletier    to    the 
Duke    of  Connaught  inaugurated 
Canada's   Parcels  Post   system   at   mid- 
night on  Monday.       The  first  deliveries 
took  place  Tuesday  morning,  Feb.  10. 

To  what  extent  parcels  post  will  be 
used  is  still  problematical.  For  the  first 
three  months  parcels  up  to  6  lbs.  only 
will  be  accepted.  After  the  first  three 
months  parcels  up  to  11  lbs.  will  be  ac- 
cepted. 

Retail  dry  goods  merchants  will  receive 
a  certain  amount  of  protection  from  the 
mail  order  houses  by  making  use  of  the 
local  zone,  which  gives  him  a  low  rate 
for  twenty  miles  in  each  direction  from 
the  town  in  which  his  store  is  located. 

It  will  no  doubt  take  some  time  to  get 
the  new  system  working  smoothly. 

Mail  order  houses  are  already  sending 
out  advertising  matter  regarding  parcels 
post,  and  will,  no  doubt,  make  a  huge 
effort  to  boost  sales  by  featuring  parcels 
post. 

Retail  merchants  should  begin  imme- 
diately to  make  use  of  the  new  system, 
especially  the  local  zone. 

Dry  Goods  Review  has  published 
several  articles  pointing  out  how  the  new 
system  could  be  used. 

In  the  near  future  a  number  of  articles 
will  appear  showing  how  American  mer- 
chants have  made  use  of  parcels  post. 
and  pointing  out  how  Canadian  mer- 
chants can  nlsii  use  methods  that  will 
make  the  new  system  work  to  their  ad- 
vantage. 

The  accompanying  panels  show  the  in- 
formation that  has  so  far  been  issued  by 
the  Postal  Department  regarding  rates, 
stickers,  etc. 

What  May  Be  Sent. 

Articles  of  mail   matter  acceptable  al 


parcels  post  rates  include  farm  and  fac- 
tory products,  merchandise  of  all  descrip- 
tions, such  as  dry  goods,  groceries,  hard- 
ware, confectionery,  stationery,  blank 
books,  etc.,  seeds,  cuttings,  bulbs,  roots, 
bedding  plants,  scions  or  grafts,  and  all 


CANADA— PARCEL  POST 
PERISHABLE 

HANDLE  WITH  CARE 

rhia  gummed  label  is  to  be  attached  to 
parcels  containing  perishable  articles,  such 
as  meat,  fish,  butter,  fruit,  etc.,  also  to 
the  back  of  the  "fragile"  tag,  which  is  to 
be  used  when  articles  of  a  perishable  nature 
are   being   forwarded. 


Tins  label  to  be  used  only  when 
sacks     contain     fragile     articles. 

CANADA— PARCEL  POST 

FRAGILE 

HANDLE   WITH  CARE 

REMOVE  TAG  CAREFULLY  AND  LSE 

AGAIN. 
P.P.2     500,00n-15|l|14. 


other  matter  not  included  in  the  first 
class,  and  not  excluded  from  the  mails 
by  the  general  prohibitory  regulations 
with  respect  to  objectionable  matter. 

Parcels  consisting  of  third-class  mat- 
ter may  be  mailed  at  parcel  post  rates, 
or  third-class  matter  rate  at  the  option 
of  the  sender. 

Parcels  containing  intoxicating  liquors 
or  explosives  are  expressly  prohibited. 

Sender's  Address. 

li  is  desirable  that  the  sender's 
address  should  appear  either  inside  the 
parcel  or  on  the  cover,  and  this  must  be 
kept  distinct  from  the  address  proper. 

A  parcel  may  contain  invoices  and  ac- 
counts provided  they  relate  exclusively 
to  the  contents  of  such  parcel;  it  is  also 
permitted    to    enclose   a    card    or   slip   of 


directions  for  the  identification  or  treat- 
ment of  the  article  or  articles  contained 
in  the  parcel.  Care  must  be  taken  not  to 
paper  giving  in  a  brief  manner  necessary 
abuse  this  privilege  by  converting  such 
notes  or  marks,  designed  solely  for  the 
facilitation  of  business  between  the 
sender  and  addressee,  into  what  might 
properly  be  called  correspondence.  A 
parcel  containing  a  letter  or  any  writing 
intended  to  serve  the  purpose  of  a  letter 
in  the  ordinary  sense  will  become  liable 
to  letter  postage. 

Limit  Is  Six  Pounds. 
During  the  organization  period,  which 
includes  the  months  of  February,  March 
and  April,  the  limit  of  weight  is  sis 
pounds,  but  after  that  it  will  be  eleven 
pounds.  In  the  same  period  there  will 
be  no  insurance,  but  parcels  may  be  re- 
gistered. In  addition  to  the  regular 
rates  of  postage  an  additional  fee  of  five 
cents,  prepaid  by  postage  stamps,  is  re- 
quired for  each  parcel  mailed  for  local 
delivery  in  places  where  the  letter  car- 
rier system  is  in  operation. 

How  to  Pack  Goods. 

In  the  regulations  for  the  parcels  post 
the  Postmaster-General  has  given  specific 
suggestions  how  the  various  anicles 
should  be  packed  for  safe  transit 
through  the  mails. 

Fur  instance,  in  regard  to  eggs,  it  is 
recommended  that  a  papier  mache, 
wooden  or  other  box  of  a  rigid  material 
with  a  tight-fitting  lid  be  used;  that  each 
egg  be  wrapped  separately  in  newspaper 
or  other  protecting  material  and  fill  up 
the  vacant  spaces  carefully.  In  addi- 
tion, the  parcel  is  to  he  clearly  marked 
ns  containing  eggs. 

Specific  regulations  are  given  as  to  the 
l  Continued  on  next  pa-re.) 


Postal   Rates  By  Parcel   Post 

1st  2nd  3rd  llli  5th  tith         7th          Stli          '.»tli 

lb,  lb.  lb.  lb.  lb.  ll>.         ll>.         lb.         lb. 

within  20-mile  zone  05  .00  .07  0s  .  io  ,12        .14         .16          .18 

within  e.icii  provincial  zone  10  .14  is  ,22  ,20  .30        .34           -          .42 

Ontario  rate  to  Quebec  or  Manitoba 10  .18  .22  ,28  .34  w        .4(5                     .68 

Ont,  rate  to  Saskatchewan  or  Maritime  Prov's.     .12  .20  ,28  3t>  .44  .52        .co        .88 

Ontario    rate    to    Alberta    12  .24  :!l  It  r.4  .fl|          .74            s(              114 

Ontario  rate  to  British  Columbia  12  .24  86  is  in  ;•_>         s;         bq        1.08 

Law  effective  Feb.  io.  1014. 
Weigh!    limit,   ii   pounds, 

Weight    limit    first   .')   mouths.   0   pounds 

Sire   limit.   2   feet    (i  In.   long;   12  In.   wide  or  deep 


10th 

lltl 

lb. 

lb. 

.20 

<v> 

.48 

.50 

,M 

.70 

.84 

.81 

1.04 

1    14 

1.20 

1   32 

PUCS    tills    tnlile   In    your    lint      It    will    come    In    liandy.      It    Shows    parcels     yost    rates   for  ouch   posl     OfflCSJ    In    Canada    for    the    20- mile    lone 

and    the   provincial    zone,    and    tlio    Ontario    rates    to    Other  provinces. 


in 


DRY    GOODS    REVIEW 


HOW  CANADIAN    STORE 
CIRCULARIZES 

'Continued  from  page  3.) 

drawn  that  this  firm's  large  business 
has  been  built  up  on  a  tacit  acknow- 
ledgment and  encouragement  of  evasion 
of  customs  duties  on  the  part  of  pur- 
chasers, let  it  be  distinctly  stated  that 
this  is  not  the  case.  The  great  majority 
of  the  customers  are  those  who  come 
over  to  Crystal  Beach,  and  other  re- 
sorts for  visits  of  days'  or  weeks'  dura- 
tion. There  is  a  clause  permitting  goods 
purchased  in  a  foreign  country  to  be 
taken  over  free,  if  for  one's  comfort  or 
convenience  up  to  the  value  of  $100.  No 
one  is  allowed  to  buy  for  the  purpose  of 
selling  again;  nor  a  wife  for  her  hus- 
band even ;  all  is  for  personal  use  only. 
At  Crystal  Beach,  on  the  other  hand, 
there  is  a  clause  applicable  to  the  ex- 
tent of  many  thousands  of  dollars  in  a 
season.  The  $100  purchases  that  go 
over  duty  free  may  include  household 
effects.  These  of  course  cannot  be 
bought  for  immediate  shipment  across. 
but  are  used  in  cottages  for  various 
lengths  of  time  during  the  season  be- 
tween May  and  November. 


-@- 


THE   FORT  ERIE   STORE 

The  store  is  forty  feet  wide  and  only 
thirty  deep,  with  the  entrance  in  the 
centre.  This  gives  ample  window  dis- 
play and  the  space  is  skilfully  used.  The 
background  and  indeed  all  the  wood- 
work of  the  window  is  of  mahogany.  In 
a  late  Summer  display,  a  line  of  white 
sweaters  were  arranged  high  up  at  the 
back.  In  pleasing  and  effective  group- 
ings in  front  were  21  different  styles  of 
sweaters:  grey,  slate,  blue,  black,  scarlet, 
maroon,  natural,  camel's  hair,  with  a 
couple  of  blazers,  while  pennants  dis- 
tributed here  and  there  gave  a  summery 
and  an  "outing"  atmosphere  to  the 
whole.  At  the  forefront  on  the  floor 
were  thrown  carelessly  two  or  three 
skeins  of  fingering  yarn,  suggestive  of 
the  "pure  wool"  quality  of  the  manu- 
factured goods. 

In  the  opposite  window  were  shawls 
of  wool,  tastily  draped. 

The  store  itself  is  lined  with  ivory 
beaver  board,  paneled,  but  the  fittings 
are  of  a  rich  mahogany  shade.  The  show 
cases  at  once  attract  the  eye:  they  are 
so  different  from  the  usual.  These  were 
designed  by  the  young  proprietor  and 
fitted  togetther  as  well.  They  are  of 
heavy  plate  glass,  and  the  only  wood  is 
the  bottom.  There  are  hanging  shelves 
inside,  and  these  too  are  of  glass.  When 
filled  up  with  maroon-colored  sweaters, 
the  effect  is  very  handsome.  The  walls 
are  shelved  and  filled  with  goods  to  the 


It  was  the  high  duty  on  imported 
woollens  and  linens  charged  by  the 
United  States,  often  reaching  nearly 
90  per  cent.,  that  first  gave  Mr.  Dal- 
ton  and  his  son  the  idea  of  estab- 
lishing a  store  in  Canada  where 
under  more  favorable  conditions 
these  lines  could  be  sold  to 
American  tourists  at  big  reductions 
on  U.S.  prices.  The  tariff  changes 
became  operative  on  the  first  of 
January,  whereby  the  duties  were 
lowered  considerably,  but  so  far  as 
can  be  judged  at  present  the  Dalton 
stores  still  can  undersell  U.S.  firms 
to  a  degree  that  will  not  weaken 
their  advantageous  position. 


ceiling,  all  in  orderly  array,  some  still 
in  ca*es. 

The  completeness  of  the  stock  may  be 
noted  from  the  following  extensive 
range  of  goods: 

All  kinds  of  sweaters,  men's  and 
ladies'  knitted  coats,  motor  hoods, 
toques,  mittens,  underwear,  stockings, 
woolen  ulsters,  woolen  shirts,  jerseys, 
automobile  coats,  shawls,  blankets,  rugs, 
bathing  suits,  fingering  yarn,  etc.  As 
special  lines  there  are  pennants,  cut 
letters,  bathing  caps,  water  wings  and 
so  on. 

The  linen  goods  have  a  section  to 
themselves  and  include  table  cloths, 
handkerchiefs,  napkins,  towels,  etc. 


© 

MAKING  EFFICIENT 
SALESMEN 

(Continued  from  page  4.) 
using  tact,  to  catch  people  who  would 
otherwise  pass  away  without  purchas- 
ing. In  large  departmental  stores  one 
often  notices  clerks  who  stand  behind 
the  counter  mute,  while  others  are  too 
aggressive,  and  by  their  zeal  drive  cus- 
tomers away;  the  T.  Eaton  Company 
teach  their  clerks  to  adopt  tactics  be- 
tween  these  two. 

In  order  that  each  pupil  will  know 
how  to  handle  cash  and  the  check-book, 
the  teacher  describes  typical  sales  on  the 
blackboard,  each  pupil  being  required  to 
copy  them  into  his  or  her  book  of  slips. 
Following  that,  the  teacher  goes  around 
to  each  desk  pretending  to  be  a  customer, 
the  clerks  selling  her  imaginary  goods, 
and  making  out  the  necessary  checks. 
At  one  desk  she  will  order  something  C. 
O.  D. ;  at  the  next  she  will  be  returning 
goods,  and  making  a  further  purchase, 
and  at  another  desk  a  pupil  will  be  re- 
quired to  supply  her  with  goods  on  which 
she  intends  to  make  a  deposit. 

When  this  has  all  been  gone  through, 
three   other   afternoons   are   usually  re- 
quired, at  which    the    pupils  are  given 
11 


papers  containing  about  twenty-five  ques- 
tions, covering  every  conceivable  kind  of 
complicated  sale.  Each  paper  is  more 
difficult  than  the  preceding  one,  and  the 
pupils  are  kept  at  these  until  they  have 
supplied  satisfactory  answers,  and  are 
considered  sufficiently  proficient  to  act 
as  clerks  in  the  T.  Eaton  Company's 
store. 

It  should  be  pointed  out  that  while 
these  lessons  are  being  given,  a  portion 
of  the  day  is  spent  by  the  novice  in  the 
store,  where  he  or  she  has  an  opportunity 
of  putting  what  has  been  learned  into 
practice,  and  is  able  to  obtain  advice  in 
the  class-room  on  any  difficulties  met 
with  behind  the  counter. 


INAUGURATION  OF  THE 
PARCELS  POST  SYSTEMS 

(Continued  from  page  10.) 
methods  in  which  liquids,  oils,  or  fatty 
substances  must  be  packed  in  order  to 
be  sent  through  the  mails.  Strong  wooden 
or  heavy  cardboard  blocks  or  tubes  are 
necessary,  with  a  cushion  of  some  ab- 
sorbent material  to  take  up  the  liquid  in 
ease  the  container  should  break.  Fur- 
ther, every  precaution  must  be  taken  to 
make  the  block  or  tube  water-tight. 
Manufacturers  or  dealers  who  intend  to 
send  such  articles  in  quantities  are  re- 
commended to  submit  a  sample  package 
to  the  officials,  so  that  the  conditions  are 
seen  to  be  observed. 

Further  all  parcels  have  to  be  pre- 
pared in  such  a  way  that  the  contents 
can  be  easily  examined,  and  the  sender's 
name  and  address  should  appear  on  the 
cover  of  the  parcel. 

Note  A. — During  the  organization 
period,  covering  the  months  of  February, 
March  and  April,  1914,  an  additional  fee 
of  5  cents,  to  be  prepaid  by  postage 
stamps,  will  be  charged  on  each  parcel 
mailed  for  local  delivery  in  places  where 
the  letter  carrier  system  is  in  operation. 
Note  B. — During  the  months  of  Feb- 
ruary, March  and  April,  1914,  no  packet 
will  be  accepted  for  transmission  by 
parcel  post  weighing  more  than  six 
pounds. 

Note  C. — An  additional  charge  to  meet 
the  extra  cost  of  transportation  will  be 
made  on  parcels  addressed  to  or  posted 
at  offices  in  certain  outlying  districts 
when  such  parcels  have  to  be  conveyed 
more  than  100  miles  by  a  continuous 
stage  service,  such  districts  to  be  desig- 
nated by  the  Postmaster-General. 

For  fragile  articles,  an  official  tag  has 
been  provided.  For  perishable  goods,  a 
gummed  label  of  similar  design  is  pro- 
vided. When  the  article  in  a  parcel  is 
both  fragile  and  perishable,  the  label  is 
to  be  stuck  on  the  back  of  the  tag. 

No  parcels  will  be  collected  for  post- 
age. 
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THE  YOUNGER,  AS  THE  ELDER 

SERVICE  and  value!  How  often  the  combination 
stands  oul  as  the  invariable  cause  and  accompaniment 
of  success.  This  was  the  basis  for  half  a  century  of 
steady  progress  illustrated  in  the  last  issue  of  The 
Review.  It  was  told  in  different  words,  of  careful  buying, 
of  nothing  inferior  or  shoddy;  of  keeping  faith;  of  mak- 
ing of  a  store  a  family  institution,  and  a  place  desirable 
to  visit  as  one  generation  passed  on  its  active  trading  to 
another;  a  store  where  Public  Confidence  lodged.  In  the 
Fort  Erie  store,  and  in  that  of  Crystal  Beach,  a  man 
nearly  fifty  years  younger,  is  achieving  a  remarkable  suc- 
cess for  the  one  has  grown  twelve  times  its  size  in  five 
years,  and  another  is  piling  up  annual  increases,  and  a 
third,  of  like  design,  is  soon  to  be  established.  But  the 
same  keynote  is  sounded  in  the  young  man's  analysis  as 
the  elder's,  Service  and  Value,  twin-seeds  whence  spring 
public  confidence,  thai  grows  on  and  on,  solving  almost 
automatically  the  recurring  problems  of  "bard  times," 
or  higher  costs,  or  unseasonable  seasons,  or  the  siren 
voices  of  the  illustrated  catalogue. 
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ON  HANDLING  CUSTOMERS 

MANY  a  sale  is  lost  in  approaching  a  prospective  cus- 
tomer the  wrong  way.  Many  an  order  too  could 
have  been  extended  if  the  salesman  had  gone  about 

Hie  matter  by  the  proper  method. 

In  the  article  in  this  issue  on  "Making  Efficient  Sales- 
men," there  is  shown  what  one  large  Canadian  firm  does 
to  promote  more  effective  selling  methods  among  the 
clerks.  Schoolroom  classes  are  held,  each  being  attended 
by  a  section  of  the  sales  stall'.  Scientific  methods  of  ap- 
proaching customers  are  discussed  and  clerks  are  taught 
how  to  and  how  not  to  attempt  to  make  extra  sales.  They 
are  instructed  on  the  art  of  taking  advantage  of  human 
nature  from  the  standpoint  of  deliveries.  For  instance,  a 
customer  buying  a  small  parcel  is  not  asked,  "Shall  1  semi 
this  lor  youf"  but  "Will  you  take  it  with  you?''  In  the 
majority  of  cases  "Yes"  would  be  the  answer  to  each 
question.  The  former  would  mean  extra  expense,  the 
latter  a  saving. 

While  all  merchants  cannot,  of  course,  conduct  the 
system  on  the  same  scale  as  the  T.  Eaton  Co.,  they  can 
.imc  policy  ni  a  smaller  way.  These  are  all 
things  a  clerk  should  know.  In  fact  it  might  be  a  good 
idea  if  retail  grocers  and  merchants'  associations  were 
t..  an  in   lo  carry  on  a  similar  educative 

campaign  among  the  clerks. 


THE  BUSINESS  SITUATION 

THE  Business  procession  is  moving  forward  and  mak- 
ing steady  progress  each  day.  It  is  not  going  ahead 
by  leaps  and  bounds',  it  is  slow,  but  sure.  Depression 
and  pessimism  are  falling  behind,  and  there  is  a  general 
movement  toward  normal  conditions. 

Canadian  business  men  have  great  faith  in  the  future 
of  Canada,  and  believe  that  the  recent  stringency  will  not 
pass  without  leaving  a  beneficial  effect.  There  is  no  doubt 
but  that  we  will  have  a  general  improvement  in  business 
from  now  on,  in  all  hardware  and  kindred  lines.  Since  the 
first  of  the  year,  and  especially  during  the  past  few  weeks 
there  has  been  a  steady  improvement  in  the  metal  markets. 
For  a  considerable  length  of  time,  caution  and  conserva- 
tism reigned  supreme,  and  very  little  buying  took  place. 
There  has  been  a  general  buying  movement  during  the 
past  two  or  three  weeks,  and  a  general  all-round  better 
feeling  is  exhibited.  Quotations  are  in  nearly  all  cases, 
very  firm,  and  several  recent  advances  have  taken  place. 

That  American  business  men  are  cheerful  is  evidenced 
by  a  letter  issued  by  the  National  Association  of  Credit 
Men.  It  says:  "The  first  month  of  the  new  year  has 
clearly  given  a  new  note  to  business.  Uncertainty  as  to 
what  was  going  to  happen  next  has  been  giving  way  dur- 
ing the  month  to  definiteness.  Instead  of  pursuing  a 
policy  of  self-protection,  as  business  men  have  thought 
necessary  for  several  years,  they  may  look  forward,  in 
lines  where  stocks  have  not  been  carried  over  on  account 
of  unseasonable  weather,  with  genuine  confidence,  work- 
ing aggressively  and  expansively  for  business. 

"There  is  a  world-wide  ease  in  the  money  market,  a 
condition  almost  novel,  so  long  is  it  since  we  have  been 
free  from  linancial  stress  and  strain  in  one  or  more  of  the 
world's  centres. 

"'Phis  note  <>l  cheer  does  not  mean  that  we  need  be 
less  vigilant  in  keeping  receivables  well  under  control,  for 
no  matter  how  favorable  business  prospects  may  be,  any- 
thing but  a  close  collection  policy  is  bad  business. 

® 


THE  EXCEPTIONAL  SALESMAN 

SALESMANSHIP    has    become    a    most     potent     force. 
Business  to  day  |s  focused  on  the  soiling  end  more 
strongl}    than  on   an\    other  branch  o\'  industry.      To 
market  Ins  product:  that  is  the  problem  that  the  manu- 
facturer is  bending  his  energies  upon.    The  beat  product 
that  the  ingenuitj  ol  man  could  conceive  and  engineering 

-.kill  produce  would  he  offered  on  an   unresponsive  market 
if  the   Belling  campaign   were  not    aggressively  handled. 

Salesmanship   has   become  the  dominant    factor   in   the 
retail  -lor.'.  Perhaps  it   Would  be  better  to  define  tln>  (• 
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There's  no  WAITING  for  "rush" 
orders  sent  to  our 


LETTER  ORDER 
DEPARTMENT 


We  "railroad"  them  through 
the  house  and  you  have  our 
assurance  that  you  will  get 
your  dry  goods  by  return. 


They  are  packed  and  SHIPPED 
the  day  the  order  reaches  us. 

May  we  show  you  ? 


The  W.   R.   Brock  Company,  (Limited) 

MONTREAL 
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of  merchandising  in  a  more  general  and  comprehensive 
way  by  making  use  of  the  word  "service."  After  all, 
salesmanship  is  service  just  as  surely  as  Bervice  is  sales- 
manship in  the  broadesl  Bense.  It  is  incumbent  on  the 
merchant  who  would  succeed  to  offer  the  public  the  best 
possible  service — the  best  stock,  the  fairest  prices,  the 
in. isi  attractive  store,  the  mosl  courteous  of  attention,  the 
iiiusl  compelling  advertising.  All  t  hese  points  are  summed 
up  under  the  word  service  and  are,  as  a  result,  salesman 
ship  in  the  fullest  sense. 

The  efficient  man  will,  therefore,  be  an  Exceptional 
Salesman.  To  he  exceptional  lie  must  possess  more  than 
the  mere  ability  to  make  the  sale  of  a  specific  article.  He 
must  be  capable  of  establishing  friendly  relations  with 
the  customer.  He  must  interest  customers  in  goods  other 
than  what  is  asked  Cor.  In  addition,  he  must  understand 
the  goods  thoroughly  and  be  in  a  position  to  explain  how 
to  use  them;  he  must  understand  the  value  of  proper 
arrangement  and  display;  he  must  appreciate  the  import- 
ance of  prompi  delivery  and  courteous  attention  to  com- 
plaints. In  brief,  he  must  understand  service  in  its 
every  phase  and  be  prepared  to  follow  out  the  idea  of 
service  in  every  particular. 

Are  5TOU  an   Exceptional   Salesman? 

® 


"MAKE  MONEY  AND  GO  FISHING" 

JOHN  Carruthers  writes  the  editor  as  follows: — I  have 
been  reading  men's  ideas  about  how  to  arrange  sales. 
Some  are  very  good,  but  to  my  thinking  it  is  not  good 
business  to  have  too  many  sales.  In  the  first  place  yon 
get  people  educated  only  to  huy  when  sales  are  on,  and 
to  travel  around  where  the  sales  are  held.  Secondly,  you 
get  all  the  merchants  in  the  town  cutting  each  other's 
heads  off.  Now.  are  there  any  other  persons,  manufactur- 
ers or  even  hankers,  that  are  doing  this?  I  think  not.  The 
day  laborer  has  his  wages,  the  mechanics  are  organized, 
but  I  fail  to  see  much  organization  about  retail  merchants. 
They  are  afraid  to  g<  t  together,  and  some  are  so  jealous  if 
an  opposing  merchant  should  get  a  customer.  Surely 
there  is  enough  for  all  if  a  man  knows  how  to  run  a  store 
and  get  a  profit  on  what  he  sells.  It  will  pay  him  better 
than  continuing  slashing  and  price-cutting  to  get  volume 
of  business.  It  is  better  to  turn  the  stock  once  and  make 
money  than  to  turn  it  three  times  and  not  be  able  to 
pay  your  creditors.  Just  last  Fall  we  had  organizers  to 
form  a  retail  association.  1  joined,  but  that  is  about  all 
that  was  done.  Now,  I  say,  lei  us  get  together,  do  busi- 
ness as  business  men.  make  some  money  and  then  go  fish- 
ing  and  have  a  good  time.  T  would  like  to  read  of  how  a 
fellow  could  run  his  business  and  make  some  money. 


THE  DEBTOR'S  HIDING  PLACE 

THERE  is  a  phase  of  the  Dominion  postal  regulations 
which  might  receive  the  attention  of  the  retail 
merchants  to  their  mutual  profit.  Postmasters  are 
not  permitted  to  disclose  the  forwarding  addresses  of 
people  who  have  left  "for  parts  unknown."  So  far  as 
the  dry  goods  merchant  is  concerned;  the  grocer,  the 
liardwareman  ami  the  coal  dealer  who  have  carried  them 
on  their  books  for  months,  they  "have  folded  their  tents 
like  the  Arab,"  and  silently  stolen — hundreds  of  dollars 
worth  of  merchandize.  Yet  the  postmaster  and  his  clerks 
have  a  monopoly  in  the  knowledge  of  their  addresses  and 
the  creditors  are  helpless.  All  their  mail  may  be  for- 
warded, including  the  demands  for  payment  of  the  mer- 
chants, but  these  are  powerless  if  the  delinquents  ignore 
the  bills,  and  no  attempt  can  be  made  to  enforce  pay- 
ment by  process  of  law  through  ignorance  of  the  new 
abode.  In  support  of  existing  conditions  it  will  be 
claimed  that  every  man  has  a  right  to  live  where  he  pleases 
without  divulging  the  fact  to  "the  whole  town."  and 
that  it  would  be  a  delicate  matter  for  a  postmaster  to 
make  public  something  that  the  public  as  a  whole  have  no 
business  to  know.  On  the  other  hand  it  should  be  pos- 
sible to  place  it  in  the  discretion  of  postmasters  to  give 
such  information  where  it  is  tor  the  purpose  of  securing 
tin'  payment  of  legitimate  accounts  ami  preventing  the 
escape  of  liabilities  through  inability  to  gel  into  personal 
touch  with  the  defaulter  who  would  laugh  at  a  paper 
request  for  settlement.  To  avoid  the  misuse  of  such  in- 
formation it  easily  could  be  arranged  for  action  through 
a  committee  of  retailers  as  a  guarantee  of  good  faith. 
As  the  law  stands,  many  con>idcr  that  it  works  out  un- 
fairly to  business  men.  and  at  once  accords  a  privilege  to 
a  dishonest  man  and  shields  him  in  bis  dishonest  escape 
from  his  indebti  dness. 

There  is  one  device  which  The  Review  has  discovered 
as  a  remedy  that  will  work  in  the  majority  of  cases,  pend- 
ing some  Government  action.  Send  a  registered  letter 
to  the  delinquent  debtor  and  add  five  cents  for  an  "ack- 
nowledgement of  receipt."  Your  registered  letter  will 
be  forwarded  and  you  will  learn  from  your  receipt  the 
new  address  of  the  man  who  has  disappeared.  Where 
letter  carriers  operate  you  are  likely  to  get  even  his  street 
address. 

Try  this  out. 


EDITORIAL  NOTES 


What  are  termed  "times  of  business  depression"  are 
really  only  periods  of  preparation  for  greater  and  more 
pronounced    commercial    success. 

•  •     • 

The  salesman  who  assimilates  all  possible  knowledge 
bearing  upon   the  things  he  has  for  sale   will   never  be 

placed   in   the  p. .sit  ion   where  hi-  customer  will   know    more 

than   he  does. 

•  •      • 

It  is  not  an  uncommon  thing  to  see  the  merchant  whose 
time  is  worth  two  or  three  thousand  dollars  a  year,  doing 

id  properly  come  within  the  Bcope  .>t'  a 

.N  dollar  a  week    clerk    or   a    In  e  dollar  a   week    apprentice 
or  errand  bov. 


After  that  eoldest-snap-in -28-years  we  must  hand  it  to 
the  Weather  Man  as  the  greatest  fur  and  clothing  sales- 
man on  earth. 

•  •     • 

Encourage  your  shop  assistants  to  otTer  suggestions. 
They  will  eoiue  forward  with  good  ones  and  every  time 
you  adopt  one,  the  assistant  who  made  it  will  be  all  the 
more  enthusiastic  in  the  business. 

•  •     • 

A-k  the  traveling  men  to  tell  you  o(  any  new  schemes 
successfully  adopted  by  t  he  merchants  whom  he  calls 
upon  in  other  towns.  You  cannot  over-estimate  the  value 
of  the  co  operation  you  can  get  by  having  the  right  rela- 
tionships    with    the   road   men. 
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The  Optimist's  Greed 


We  believe  in  our  country — the  Dominion  of  Canada. 
We  believe  in  her  Constitution,  her  laws,  her  institu- 
tions, and  the  principles  for  which  she  stands.  We 
believe  in  her  future — the  past  is  secure.  We  believe 
in  her  vast  resources,  her  great  possibilities  —  yes, 
more,  her  wonderful  certainties. 

We  believe  in  the  Canadian  people,  their  genius,  their 
brain,  and  their  brawn.  We  believe  in  their  honesty, 
their  integrit}r,  and  dependability.  We  believe  that 
nothing  can  stand  in  the  way  of  their  commercial 
advancement  and  prosperity. 

We  believe  that  what  are  termed  "  times  of  business 
depression"  are  but  periods  of  preparation  for  greater 
and  more  pronounced  commercial  successes. 

And  we  believe  that  in  our  country  are  being  worked 
out  great  problems,  the  solution  of  which  will  be  for 
the  benefit  of  all  mankind. 


Dry  Goods  Review 
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T!  RKISH   towels  in  guest   sizes  are 
among  the  now   features  in  fancy 
goods.     These     are     embroidered 
.mtm.-   the     ends,     the   patterns     being 
carried    out    principally    in    cross-stitch 
and  French  knots. 

The  new  millinery  will  do  much  to 
force  along  a  change  in  lav  or  of  the  high 
dressing  of  the  hair.  The  hair  is  waved 
and  drawn  back  from  the  face  and  piled 
high  ai  the  back  in  casque  or  turban 
shape.  This  style  has  already  been 
adopted  for  evening  wear,  and  must  be 
come  general  if  the  small  hat  is  to  be 
becomingly  worn.  Already  there  has 
been  fell  a  greater  demand  for  switches 
as  ii  is  impossible  to  do  the  hair  in  the 
new     way     without    souk'    artificial     aid. 

\'<>r\  extreme  styles  show  the  use  of 
little  bunches  of  cm-Is  placed  in  fronl 
of  tin  ears,  and  11  i-  said  thai  Mat  curls 
on  the  forehead  are  to  follow.  Bandeaux 
and  high  mounts  arc  not  suitable  to  this 
style  of  hair-dressing  and  will  be  re- 
placed by  casque  pins,  barrettes  and  higli 
combs.  The  feeling  is  for  small  pins  and 
also  for  small  barrettes.  New  patterns 
come  in  carved  patterns  rather  than  in 
the  much  worn  bar  effects.  Rhinestones 
are  favored  as  women  never  seem  to  tire 
of  then-  sparkle  « hen  sel  in  hair  orna- 
ments. The  high  1830  shell  comb  has 
1,1  en  mi  roduced,  but  up  to  date  has  made 
little  popular  progress,  and  it  remains 
to  be  seen  as  to  whether  il  will  be  gener 
nllj    taken   up. 

Bags  promise  to  be     a   big     item   for 

tteSS  as  the  -marl    woman   will 

own  a  collection  of  bags  from  which  she 

U  ill     make    Choice    Of    the    one    best     suited 

to  the  gown  she  is  wearing.  The  Latest 
novelties  in  bags  come  in  Chinese  em- 
broiderj  and  satin,  moire  or  velvet. 
Moire  bag  -  in  \  ai  ious  shapes  ai  i    in  de- 

<  ided  ia\ or  and  mesh  bags  are  also 1, 

I  at  e  bags  are  to  the  fore  for  wear  w  it h 
the  dressy  gown,  \ Vn  handsome  bags 
arc  shown  made  of  real  Bilk  maltese  lace. 
TIh'm'  bags  an  to  be  lined  with  colored 
silks  and  have  a  beading  worked  in  the 
top  thi  ough  which  a  ribbon  is  i  bread*  d 

ill    Hat     fancy    leal  her   bags   are   -ell- 

to  1  lie  popular  trade  part  icularlj    in 


Another   Big    Season    in    Beads 
Necklaces  and  Pendants 

Pear]  Necklaces  still  the  Besl  Sellers-^-Amber 
Ones  Featured  in  Paris  -  Strings  of  Indian 
Beads  and  .Jade  Necklaces    Cameo  Effects  in 

Buttons. 


high-colored  and  ooveltj  leal  lie-.  No 
nailer  of  what  fabric  or  leather  the  bag 
is  made  of,  one  feature  present  is  the 
provision  for  vanity  fittings.  Sometimes 
is  only  the  mirror,  hut  as  a  rule. 
there  is  the  case  for  the  powder  put!  as 
well.  Ribbed  silks  and  moires  in  color-. 
matching  or  contrasting  with  the  mater- 
ial of  the  bag,  form  the  best-liked  lin- 
ings. 

Because  the  fashion  of  wearing  the 
ueck  bare  continue.-,  another  big  season 
in  beads,  necklaces  and  pendants  is 
assured.  Pear]  necklaces  are  the  best 
sellers  and  come  in  a  big  variety  of 
prices  to   retail    from  25c   up.     Paris   is 

featuring    amber   and    (dear    and    clouded 

amber  necklaces  with  the  beads  in  gradu- 


Antique  leather  bag,  flat  shape,  lined 
wiili  UK, ire  to  match,  and  with  pockets 
for  change  purse  ami  mirror,  shown  by 
Flett,   Low  ndes  &  Co. 


ated  sizes  are  shown.  Turquoise,  an  e 
thyst,  scarlet,  pink  and  white  coral  head 
necklaces  are  included  in  the  line  shown. 
Among   the    novelties     are     strings   ot 

Indian     head-,     and      necklace-     o\'     jadi  . 

Rose  beads  made  of  rose-leaves  or  the 
leaves  of    other     fragrant     flowers  and 

perfumed    to    match,      are      new        Thesi 

beads  are  usually  threaded  with  several 

small    gold    or    silver    head-    between    the 

Moral  head,  as  otherwise  the  perfume 
would  present  the  only  attraction,  The 
handsomest  pendants  come  in  bron 
with  mock  -tone-.  These  pendants  are 
copies  from  more  expensive  "new  art" 
-  and  are  higbh  attractive  Also 
l<; 


attractive  line  hut  not  so  new  are  the 
brilliants  Bet  in  white  metal.  Both  the 
bronze  and  the  white  metal  pendants  arc 
attached  to  fine  chains.  There 
practically  limitless  demand  for  bar  pins 
and  anything  new  in  design  is  instantly 
taken  up.  Endless  designs  in  enamel  are 
brought  out.  some  of  which  have  floral 
and  others  conventional  patterns.  The 
patterns  Bhown  for  Spring  show  much 
brighi  blue  and  emerald  green  combined 
with  white  and  the  newest  shape  e 
in  a  (perfect  square  ended  bar. 

Dainty  buttons  arc  used  both  for  trim- 
ming    purposes    and    for    fastening   the 
new    vests,  ami  for  the  fronts  of  bli 
chemisettes,  etc.     Many  of  these  buttons 

are    in    cameo    effects,    the    cameo    being 

formed  of  porcelain  on  coral.  amb< 
turquoise  -round-.     Other  small  buttons 
come  in  French  pear]  with  a  bar  of  e 
across   the  centre,   the   button   being  in 
half-ball  olive  or  square   shape.     I  • 
hut  tons    are    of    dear   crystal    with    the 
hack  painted  with  a  butterfly  with  out- 
-piead    wings   on   a    while  or  pale  tinted 
ground.      Tiny    porcelain    buttons    have 
bunches  of  flowers  painted  on  them,  and 

are  many  buttons  imitati 
heads,   or   flecked     in     bright      Oriental 
colors.      Tiny    and    medium-sized    brass 
buttons    are   used    to   decorate    vests   and 
for  other  trimming  purpos 

For   trimming   the     i  i  w      Balmacaan 

coai-   large   flat    buttons     with     lei 
centres  and  rimmed  with  colored  galalith 
or  brass  are  showing.     Qeneralrj   speak- 
ing,  there   is   a    tendency    tow  a; 

covered   buttons,  and  many  of  the 
new    suits  hav  e  half-ball  button-  ,-,■ 
with  the  material.     When  these  buttons 

are   used    the   accompanying   brimming   i-, 

made  of  cord  covered     with     the 
material   and   some   very   effective   trim- 
ming  effects   are   of    this   nature.      Right 
up  to  Lent   fur  and  marabout  trimmings 
will   he   big   sellers  as   they   are   us..,: 

edging  tunics  of  evening     gowns,     and 

around  the  hem  <^\'  the  skirl  i  ption 

ami    alternoo  Fur    trimmings 

appear  on  all  kinds  ot  unlikely  garments 
underwear  is  trimmed  with  fur  and  so 
are  the  tops  ot  -hoes  and  slippers, 
Tango  Caps  are  made  o!  metal  nets  and 
trimmed    with   marabout    or   fur. 


FANCY  GOODS,  NOTIONS  AND  TOYS 
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De  Long 

Hooka,dEy£ 

See  that  ,. 

hump? 


TRADE    MARK 
BEG  US   PAT  OFF 


De  Long 
Press 
Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never!! 

De  Long 
Hook  and  Eye 


Tap  i 


LOOK 
FOR  THE^ 
TAGS. 


Hookand  Eye 


Bless  that 

Nub! 

TRADE  MARK 
BEG  U.S.  PAT.  OFF. 


The  De  Long 

H00KandEYE 

Company 

St.Marus,  Ontario 


Manufacturers 
of  Quality 
inlittle  things 


*» 


De  Long  products 

represent 
the  best 
workmanship, 

the  greatest 
satisfaction  in  use, 

and  the  truest 
economu. 


17 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Th 


makes  dress-making  easy 


No.   500. 


Whether  you  introduce  them  to  the  ladies  who 
make  th'eir  own  clothes  or  into  your  own  dress- 
making and  alteration  departments,  you  will 
find  them  the  very  foundation  to  better-fitting 
clothes  to  better  business. 
"Everlast"  coal  foundations  are  what  the 
name  implies.  They  will  keep  the  shape  of 
the  coal  as  Long  or  longer  Than  the  doth  will 
last. 

They  make  dress-making  easy  for  the  profes- 
sional or  novice. 
st"  canvas  bust  forms  and  coat  foundations  arc 
used  by  most  high-grade  tailors  whose  aim  is  to  satisfy  their 
customers.     They're  made  right,  are  guaranteed  to  lit.  and 
never  shrink. 

The  "Everlast"  should  be  on  sale  in  your  notion  department 
and  used  m  your  own  alteration  and  dress-making  work- 
rooms.    Made  in  all  sizes  and  grades. 
Write  for  samples  and  prices  to-day. 

TORONTO  PAD  CO.,  LIMITED 

569  Queen  Street  West  TORONTO,  ONT. 


No.   501. 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


ADS  ^D  SALES 


A  Study  of  Advertising  and  Selling  from 
the  standpoint  of  the  New  Principles  of 
Scientific  Management. 

By  Herbert  N.  Casson. 

An  Invaluable  Book  for  the  Manufacturers, 
Sales  Managers,  Salesmen,  Etc. 

This  is  the  first  book  which  has  attempt- 
ed to  apply  the  principles  of  Scientific 
Management  to  the  Problems  of  Sales 
and  Advertising. 

Cloth-bound.  Limited  Edition,  167  pages. 
Sent  Postpaid  on   Receipt  of  $2  to  any  Address. 


Technical  Book  Department 

MacLean  Publishing  Co. 

143-1 49   University   Avenue,  Toronto 
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Instruction  in  Art  Needlework  Increases  Sales 

Skilled  Needle-Woman  Used  in  Some  Stores  to  Give  Instruction 
Free — Increasing  Inquiry  for  Stitches — Necklets  and  Bar-Pins 
Important  Items— Cameo  Effects  in  Buttons. 


THE  very  good  showing  made  in  the 
past  few  years  in  the  art  needle 
work  department  is  responsible 
for  the  increasing  attention  paid  to  the 
placing  this  line  as  attractively  as  pos- 
sible before  the  buying  public.  Though 
the  Fall  season  with  the  pre-holiday 
selling  is  still  the  best  part  of  the  year 
for  business  in  this  department  there  is 
a  rapidly  increasing  general  trade,  and 
the  Summer  season  is  becoming  of  great- 
er importance.  Most  women  when  out 
of  town  at  their  Summer  homes,  or  when 
sitting  on  porch  or  verandah,  while  away 
the  time  by  doing  fancy  work,  hence  the 
increasing  Summer  business. 

Now  that  the  holiday  interest  in  novel- 
ties is  past,  and  the  January  clean-up 
sale  has  been  held,  merchants  are  on 
the  lookout  for  new  numbers  in  such 
staple  sellers  as  cushions  and  pillows,  for 
the  pillow  shape  is  now  better  liked 
than  the  square  runners,  table  scarfs, 
centre-pieces,  bags  for  laundry  and  other 
uses.  Lingerie  articles  and  children's 
and  infants'  wear  are  always  in  big  de- 
mand. 

Somebody  at  the  head  of  the  depart- 
ment that  is  capable  of  holding  a  needle- 
work class,  or  if  the  business  warrants 
it,  a  teacher  that  will  give  her  whole  time 
or  will  spend  so  many  hours  during  the 
week  holding  classes,  forms  the  best 
method  of  advertising  this  department 
and  of  bringing  customers  into  the  store. 
The  lessons  are  always  free,  the  only 
stipulation  being  that  all  materials  are 
to  be  bought  in  the  store. 

Not  only  is  an  accomplished  needle- 
woman of  use  as  a  teacher,  but  her  spare 
time  can  be  utilized  to  advantage  in 
working  finished  pieces  to  show  in  the 
department.  The  majority  of  customers 
cannot  form  a  good  idea  of  what  an 
article  is  going  to  look  like  when  worked. 
Therefore,  she  must  be  shown  it  in  fin- 
ished form,  hence  worked  and  made  up 
pieces  are  necessary  to  the  doing  of  a 
proper  business  in  the  art  needlework 
department,  and  cushion  centre-piece,  or 
runner  is  always  shown  with  the  stamp- 
ed goods. 

Besides  adding  to  the  attractiveness 
of  the  display  made,  these  finished  pieces 
have  a  direct  use  as  a  much  more  satis- 
factory business  can  be  done  when  the 
salespeople  are  in  a  position  to  show 
customers  how  the  article  looks  when 
worked  and  made  up.  The  finished  piece 
of  work  shows  definitely  the  color  Mend- 
ings and  the  artistic  value  of  that  par- 
ticular piece  of  work. 


There  is  always  a  search  going  on  for 
patterns  that  are  both  simple  and  ef- 
fective. Patterns  worked  out  in  Cor- 
onation braid  have  these  qualities,  and 
the  braid  is  used  for  crochet  work  and 
for  working  out  patterns  on  white  linen. 
The  use  of  colored  Coronation  braid  is 
new.  Centre-pieces,  runners,  't'ween 
meals  cloths,  pillow  tops  and  other  like 
pieces  show  baskets  or  roses  worked  out 
in  pink  Coronation  braid.  This  idea  is 
entirely  new,  and  the  effect  is  good,  and 
very  little  effort  is  needed  to  produce 
the  pattern.  This  pattern  is  worked  on 
tan  linen. 

Another  effective  Coronation  braid 
pattern  shows  a  wheat  design  on  white 
linen.  The  braid  is  white  and  the  pat- 
tern is  heightened  by  touches  of  yellow 
silk.  Very  dainty  is  a  basket  of  roses 
and  foliage  worked  out  in  pink,  yellow 
and  green  Coronation  braid.  Other 
floral  effects  show  baskets  of  flowers  in 
the  above  shades  combined  with  violet 
and  blue.  Conventionalized  daisies  done 
in  double  rows  of  the  braid  are  combin- 
ed with  punch  work  effects.  Other 
stitches  that  are  favored  are  cross-stitch, 
French  knot,  and  lazy  daisy  stitch. 

Bungalow  sets  are  something  new. 
Many  of  them  consist  of  centre-piece 
and  different  sized  doylies.  A  totally 
new  idea  is  the  combination  of  centre- 
piece and  runners  in  one.  The  centre- 
piece has  four  runner  ends  attached,  all 
cut  out  of  the  one  piece  of  cloth.  The 
circle  forming  the  centre-piece  is  em- 
broidered as  one,  and  the  runner  ends 
are  worked  to  match  and  there  are  small 
doilies  similarly  embroidered  to  complete 
the  set.  Bungalow  sets  are  particularly 
well  liked  in  the  willow  and  china  pat- 
terns that  are  expected  to  take  so  well 
this  season.  As  a  rule  these  sets  come 
in  natural  or  brown  linen. 


TASSELS  AND  PENDANTS. 

JUST  at  present  fur  is  the  trimming 
that  is  attracting  most  attention,  and 
fur  is  used  to  trim  everything  from 
the  boudoir  cap  to  the  tango  pantalon. 
Fur  is  used  on  neckwear,  and  edges  the 
new  vests  that  are  becoming  so  fashion- 
able and  a  border  of  fur  edges  the  hem 
of  many  of  the  new  skirts.  Nearly  all 
the  shorter  haired  furs  are  used  and  so 
are  skunk,  fox  and  fitch.  Marabout  too 
is  in  great  demand  and  is  dyed  in  pastel 
and  all  the  leading  new  colors.  Fur  will 
undoubtedly  be  used  up  to  Easter. 
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Spring  ideas  are  slow  in  coming  to 
hand  but  tassels  particularly  in  silk  will 
be  largely  used  to  trim  dresses,  suits  and 
waists,  and  pendant  ornaments  are 
shown  for  finishing  stole  ends  and  col- 
lars, the  ends  of  sashes  and  for  holding- 
folds  of  drapery  and  weighting  flounces. 

Beads'  are  revived  in  new  forms  as 
they  coincide  with  Oriental  ideas  in 
trimming  effects.  Cascades  and  festoons 
of  pearl  and  crystal,  and  jet  or  satin 
beads  are  used  to  trim  evening  gowns. 
The  butterfly  motif  is  again  appearing 
and  will  be  put  to  many  trimming  uses. 


STORE   HOURS   IN   BUFFALO. 

All  of  the  large  department  stores  in 
Buffalo  have  adopted  an  eight-hour  day, 
the  store  opening  at  9  a.m.  and  closing 
at  6  p.m.,  with  an  hour  for  lunch.  It 
will  be  recalled  that  the  eight-hour  day 
was  adopted  in  May  of  last  year  by  Ham- 
lin's, the  successors  of  the  Sweeney  Co. 
The  hours  then  adopted  by  that  concern 
were  8.30  to  5.30.  In  the  latter  part  of 
November  Hamlin's  changed  their  hours 
from  9  a.m.  to  6  p.m.  The  same  has  now 
been  generally  adopted  in  Buffalo. 


A   STOCKKEEPING  AID. 

To  lessen  the  losses  created  by  the 
soiling  of  fine  dresses  through  handling 
in  the  retail  department,  there  has  been 
put  on  the  market  a  bag,  made  of  cre- 
tonne, in  which  such  delicate  garments 
can  be  inserted  and  hung  on  the  racks 
in   the  cabinet   or  stockroom. 

These  bags  are  made  in  two  lengths, 
58  and  62  inches,  with  a  width  of  24 
inches.  At  top  and  bottom  is  a  tube, 
nearly  an  inch  in  diameter  and  in  part 
composed  of  wire  net,  in  which  moth 
balls  may  be  inserted  for  the  further 
protection  of  the  goods.  The  bag  opens 
all  the  way  down,  and  is  closed  by 
buttons. 

Within  the  bag  is  the  usual  hanger  on 
which  the  garment  is  placed,  and  there 
is  a  wire  hook  for  hanging  up  the  bag. 


Edmonton. — Geo.  L.  Smellie  has  left 
for  Fernie,  B.C.,  where  he  will  be  man- 
ager and  buyer  for  the  Trites-Wood  Co., 
dry  goods  department. 


DRESS  ACCESSORIES 


Making  Parasols  High  to  Clear  the  Skyscraper 


Tub  or  Dome,  With  High 
Lines,  but  Straight  Ribs,  Are 
Alternatives — Gilt  Ribs  in  the 
Better-Priced  Lines. 

THE  old  idea  of  the  use  of  the 
parasol  was  to  shade  the  face  and 
eyes  from  the  sun.  The  new  idea 
is  that  of  a  dainty  accessory  worn  to 
complete  the  toilette,  and  one  which  is 
incidentally  of  use  for  the  purpose  of 
affording  shade. 

As  in  all  other  lines,  manufacturers 
are  not  putting  all  their  eggs  in  just  one 
basket,  and  are  not  pinning  their  faith 
to  one  shape  alone.  Shapes  vary,  but 
because  of  the  very  high  mounts  worn 
in  the  new  hats,  and  because  height  is  , 
such  a  feature  in  millinery,  shapes  show- 
ing a  distinctly  high  line  are  selected  as 
the  best  sellers  for  the  coming  Spring; 
bell  shapes,  tub  shapes,  domes,  canopy 
shapes  and  the  new  India  shape,  which 
is  deeper  than  the  one  put  out  last 
Summer. 

The  shapes  showing  the  high  line  are 
those  most  favored,  and  the  "bell,"  be- 
cause of  its  accordance  with  the  Oriental 
idea  in  fashions,  is  expected  to  be  of  the 
best  seller.  Where  the  "bell"  is  con- 
sidered too  extreme,  the  tub  or  dome 
will  be  selected,  as  it  has  the  high  line, 
with  the  straight  ribs. 

Borders  are  the  feature.  Wide  borders 
of  fancy  plaid,  or  of  Roman  striped  silk, 
are  used  with  the  dome  of  plain  silk  in 
matching  color.  Thus  a  plain  green 
dome  will  have  the  border  in  plaid,  in 
which  green  is  the  dominant  color,  or  if 
the  border  is  of  Roman  stripe  the 
ground  color  will  be  green.  Persian  pat- 
terned silks  in  soft  colorings  are  also 
used  lor  hinders,  and  white  borders  are 
combined  with  the  dome  of  all  black  or 
black  and  white  -ilk.  Narrow  borders 
of  velvet  or  satin  ribbon  edged  with 
fancy  braids,  or  veiled  with  silk  fringe, 
are  Bhowing,  and  the  popular  Dresden 
patterns  arc  again  Belling. 

Bandies  are  long,  1">  and  16-in,  being 
the  length  mosl  featured,  and  come  in 
natural     w I.     plain,    carved     and     acid 

eaten,  and  also  stained  or  enameled    to 
match,  or  to  tone  In  with  the  cover.   Gilt 

nbs    are    also    a     feature    in    the    better 

priced  parasolB, 

Tnns.  golden  browns  and  champagne 
are  leading  colors.       Blues  are  Belling 


Upper,  Plain  dome  with  Roman  stripe 
border.  Lower,  Plain  dome  with  plaid 
border.     Shows   bj    Brophej    Umbrella  Co. 

well,  with  sapphire,  virgin's  blue,  royal 
and  navy  as  the  leading  shades.  Paddy 
or  Kelly  green  and  hunter's  green  are 
good,  and  grej  green,  grey  blue,  purple 

and  amethysl  and  the  new  petunia 
shades,  which  take  the  plaee  o(  eeriso. 
are  leading  colors. 

Black  and  white  and  all  black  parasols 
are   always   big   sellers.        Buyers  should 
watch    carefully    Eoi   a   move   in    favor  of 
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Leading  shapes  Show  High 
Lilies— Border  Effects  a  Big 
Feature — Long  Handles  Also 
to  Help  Clear  High  Hat. 

the  black  parasol.  Black  is  making  a 
gain  in  other  lines,  and  should  do  so  in 
parasols. 

Imported  models  come  in  unique 
shapes,  many  of  which  show  the  high 
lines,  some  of  which  feature  fluffy  trim- 
mings of  shirred  chiffon.  One  model 
having  a  Dresden  canopy  had  a  border 
of  shirred  chiffon  with  a  wreath  of  satin 
rosebuds.  Another  parasol  was  of 
spangled  and  flower-printed  chiffon  over 
a  irilt-ribbed  frame.  A  beautiful  parasol 
had  the  dome  part  of  the  cover  of  black 
chiffon  with  the  border  of  silk  brocaded 
in  colors  to  represent  the  tail  feathers 
of  the  peacock. 

Other  models  are  of  faille  silk  in  the 
new  Parisian  color?,  edged  with  black 
velvet  ribbon  or  band  of  black  satin, 
above  which  is  placed  a  galoon  of  metal 
lace.  gold,  gold  with  some  colors,  and 
■_rold  and  platinum  with  others. 

© 

More    Laces   Selling 

Flounoirms  the  Principal  Item 
—The  Bettor  Trade  Favors 
Craqueles,  Sheer-Net-Topa  and 
Orientals — Camisole  Laces  a 
Big  Item — Nets  Scarce. 

DURING  the  past  month  there  has 
been  a  steady  increase  in  the  de- 
mand for  light  laces.  This  has 
come  chiefly  from  the  sale  of  flouncings. 
L2  to  27  inches.  These  flouncings 
are  used  for  tunics,  and  for  the  llounced 
skirts.  When  once  lace  gets  a  firm  hold, 
other  uses  arc  quickly  found,  and  the 
camisole  is  only  another  added  example. 
Camisole  laces  form  a  very  important 
item  at  the  present  time,  and  not  only 
are  camisole  laces  selling,  but  narrower 
lacea  that  can  be  joined  together  are  be- 
imr  taken  in  increasing  quantity  for  the 
purpose  of  making  up  into  camisoles 
and  corsel  overs.  Lace  pleatings  and 
laces  in  suitable  widths  for  rufllings  for 
forming  the  finish  of  the  sleeve  are  pro- 
mising  items.  It  should  be  remembered 
in    this   connection    that    there    is   a   ten- 
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The  Vogue  For  Ribbons 


You  don't  have  to  take 
our  word  for  it. 

Read  what  trade  paper 
authorities,  or  any  of  the 
ladies'  Fashion  Journals, 
say  about  the  use  of 
Ribbons  for  Sashes  and 
Millinery. 

We  are  prepared  to  meet 
the  demand  for  Ribbons 
of  all  kinds. 

Our  stock  contains  all 
the  wanted  lines. 

You  should  have  a  good 
supply  of  these  wide  rib- 
bons. TVe  can  fill  your 
order,  no  matter  how 
large,  but  we  advise  you  to 
order  now. 

Don't  wait  until  the 
goods  are  so  scarce  that 
there  are  none  to  be  had. 


(From  American  Styles  Number  of  "Dry  Goods  Economist" 
New  York.  Jan.  17th.) 


Large  Use  of  Ribbons 

There  will  be  liberal  use  of  ribbons,  in 
millinery  and  for  sashes  and  girdles. 

Belting  and  grosgrain  ribbons  in  nar- 
row widths  will  be  profusely  employed  for 
bandings,  and  for  entire  hats,  as  also  will 
tall  loops  of  failles,  wide  moires,  and  satins. 
Thin,  soft  satins  with  very  high  lustre  in  a 
wide  range  of  sweet-pea  shades  will  be  much 
employed  as  novel  sashes  and  girdles. 

Novelty  metal  effects  will  remain  in  use 
chiefly  for  the  decoration  of  evening  gowns, 
and  to  form  simulated  vestees. 

Warp  prints,  especially  of  the  faille  weave, 
and  velours  in  field-flower  and  in  Chinese  de- 
signs will  be  prominent. 

The  bayadere  idea  in  combination  with 
jacquard  floral  patterns,  moire  stripes  and 
velour  designs  will  be  represented. 

Some  interest  will  be  manifested  in  plaids. 

Both  plaids  and  bayaderes  will  find  favor 
in  millinery  during  the  earlier  part  of  the 
season. 

Sashes  in  Evidence 

An  extensive  use  of  odd  sash  arrangements 
is  noted  in  the  new  dresses.  This  has  ex- 
tended even  to  the  tailor-mades,  which  often 
have  sashes  in  the  back  of  the  coats. 


(Fjom  "Dry  Goods  Review,"  Jan.  21st  Number) 

A  Big  Ribbon  Season 

Japs  and  Chinese  furnish  manufacturers 
with  designs  and  colors — for  girdles  as  well 
as  hats.  This  is  to  be  a  big  ribbon  season,  etc., 
etc. 


WALTER  H.  BARRY  &  CO. 


Winnipeg  Branch: 
222  McDermott  Avenue 


6  St.  Helen  Street 
MONTREAL 


'THE  SPECIALTY  RIBBON  HOUSE" 
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Upper,  new  India  parasol;  plain  silk 
with  inlets  of  stripe.  Lower,  bell-shaped 
in  plain  silk  with  narrow  stripe  border. 
Shown  by   Irving  Umbrella  Co. 

dency  to  sleeves  thai  are  on  the  bell  or- 
der,  and,  therefore,  more  lace  is  needed. 
At  the  present  moment,  and  up  to  Easter, 
long  tight-fitting  sleeves  rule  for  day 
wear,  but  these  sleeves  all  show  the 
pleated  finish  of  net  or  lace. 

Laces  promise  to  be  used  extensively 
I'm-  trimming  lingerie,  and  in  this  con- 
nection the  Summer  business  should  see 
an  increase  in  the  sale  of  Cluny  laces. 
This  is  because  there  is  promise  of  a 
use  of  Crepe  for  underwear  pur- 
poses, and  Cluny  is  the  most  appropriate 
trimming  lace  Eor  cotton  crepe. 

The  increasing  vogue  of  shadows  and 

the   Dumber   -  ons  in    which   they 

bave  been  the  Leading  lace  are  inducing 

buyers,  who  cater  to  the  more  exclusive 

in  lock  around  Cur  some  other 

lace  to  take  their  place.      The   whole  ten- 
dency  is  to  filmy,  transparent,  soft   ef- 
d  lace  must   follow  the  general 

lead,   and    the    novelty    laces   shown    cune 

iii  ( Orientals,  Bheer  net  tops  and  oraquele 
effects. 


Spring   Neckwear  Flares  Away 
From  the  Head 

New  Ideas  in  Medici-Fichu  Styles — Flat  Collars 
Good — Vests  in  Cotton  Velvets,  Printed  Plaid 
and  Roman  Striped  Silks. 


NECKWEAB  manufacturers  are 
well  pleased  with  the  outlook  for 
the  coming  season,  for  not  only 
are  fluffy  styles  in  ladies'  neckwear  on 
deck  again,  but  there  is  a  wealth  of 
other  novelties  in  allied  lines  that 
promise  to  swell  greatly  the  sales  during 
the  coming  season,  it  is  still  t he  fichu 
and  the  Medici  collar,  but  the  new  form 
in  which  they  are  now  presented  gives 
the  old  combination  all  the  force  of  a 
novelty. 

The  sheerest  of  shadows  and  net 
laces  are  used  and  the  patterns  pre- 
sented are  of  the  greatest  import- 
ance, for  the  lace  is  used  flat  and 
there  is  a  marked  absence  of  folds  and 
pleatings  employed.  The  Medici  is  so 
cut  and  boned  that  it  flares  and  rolls 
softly  over  away  from  the  neck  and  the 
face,  and  in  this  new  form  it  is  receiv- 
ing added  favor  as  it  is  extremely  be- 
coming. The  fichu  part  comes  low  down 
at  the  back  often  ending  in  a  point,  and 
comes  well  over  the  shoulders  and  is 
caught  up  and  draped  lightly  ou  the 
bust  or  at  the  waist.  Favor  has  turned 
again  from  colored  trimmings  and  all 
lace    is   best   liked. 

Gladstone  collars  with  points  thai 
flare  away  from  the  face  on  either  side 
are  put  out  in  sheer  batiste,  fine  lawn 
or  white  taffeta.  These  collars  are  com- 
pleted by  a  collar  that  lies  fiat  around 
the  neck  and  ends  in  a  more  or  less 
pronounced  V.  Very  fine  lace  edges  on 
the  Arabian  order  or  just  a  picot  finish 
are  given  to  this  collar  and  the  hems  are 
finished  with  a  line  of  hemstitching. 

Flat  collars  are  going  to  be  good  and 
the  best  shapes  are  moderate  in  size, 
coming  to  a  poini  at  the  back,  and  reach- 
ing just  over  the  shoulder  in  front. 
Buyers  should  note  that  many  of  the 
new  collars  do  not  meet  in  front,  and 
that   models  of  tins  kind  are  purposelj 

short   in  the  neck  hand  and  arc  not   small 
as   to    size.    ■ 

These  collars  are  best  liked  in  plain 
and    novelty      crepes      trimmed    with    llat 

Venise  edges,  many  of  which  are  special 

ly   designed   With    points  upward   for  this 

very  purpose.     Pine  pique,  novelty  and 

brocaded    ratines   and    new    ribbed    cotton 
\el\ets   are    some   of    the    materials    used 

for  these  collars,     rial  collars  are 

in    real    lace-    Bach    88    linen,    cluny    and 

silk  Maltese,  and  also  are  Belling  in  sheer 
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embroidered  organdie,  and  for  popular 
priced  trade  in  flat  Venise. 

Guimpes,  chimisettes  and  sleeves  are 
selling  in  even  greater  profusion  than 
before  Christmas  and  a  new  develop- 
ment is  the  wearing  of  a  guimpe  with 
sleeves  with  a  vest  in  place  of  a  regu- 
lar shirt    waist. 

This  leads  to  waistcoats,  vesteee  and 
vests.  Neckwear  houses  are  showing 
these  articles  made  in  a  big  variety  of 
materials  and  in  numberless  new  de- 
signs. Many  of  these  vests  are  of  tuck- 
ed white  chiffon  and  it  is  whispered  that 
batiste  will  be  used  later.  The  new  cot- 
ton velvets  are  used,  and  so  are  printed 
plaid  and  Roman  striped  silks.  Man\ 
of  these  vests  have  a  bell  effect  and  tabs 
or  points  coming  over  the  skirt. 

Neckwear  houses  are  showing  cami- 
of  net  and  lace,  shadow  lace  and 
u'ood  quality  satin  ribbon  that  will  wash 
and  lace.  A  new  idea  that  is  being  well 
taken  u | •  is  to  thread  an  elastic  through 
the  bottom  of  the  cover  s,>  that  the  dif- 
ference in  the  waist  line  may  eaailj    be 

taken    can 


Waistcoat    of    pr  nte.l    silk,    with    belt    of 

violet  velvet  wita  i.'i't  ball  buttons.  Shown 

!>v   1  .adit's  '  Wear,  1  united. 
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For 

Shadow  Flouncings 

Camisoles 

Pleating  Laces,  Marabout 

Novelty    Veilings,   Plain  Nets 

You   cannot   beat  our  showing 


"One  Hundred  Easy 
Window  Trims" 

"One  Hundred"  Easy  Window  Trims"  is  the 
title  of  a  new  book  just  published.  It  is  the 
only  popular-priced  window  trimming  book  on 
the  market,  the  only  book  with  inexpensive  win- 
dow trims,  and  the  only  window  trimming  book 
written  exclusively  for  the  small  store.  The 
book  is  in  two  parts,  both  included  in  the  one 
volume.  The  first  part  is  devoted  to  general 
instructions  on  window  trimming,  with  pointers 
on  such  subjects  as  making  window  cards,  photo- 
graphing windows,  keeping  frost  from  windows, 
and  the  like.  The  second  part  is  given  up  to 
illustrations  and  descriptions  of  one  hundred 
window  trims.  These  include  backgrounds  and 
displays  for  all  classes  of  goods,  each  described 
so  that  any  clerk  can  handle  it.  All  the  mate- 
rials are  from  the  store,  or  can  be  supplied  at 
very  little  if  any  cost.  This  is  just  the  kind  of 
a  book  the  merchant  with  limited  capital,  un- 
able to  employ  experienced  window  trimmers, 
has  been  looking  for.  With  this  book  he  can 
change  his  window  once  a  week  and  have 
enough  ideas  to  last  him  two  years.  It  is  the  big- 
gest value  and  the  most  practical  book  on  the 
subject  ever  offered.  "One  Hundred  Easy 
Window  Trims"  is  bound  in  cloth,  has  224  pages 
and  104  full-page  illustrations,  and  sells  for 
only  $1.00.    Sent  postpaid  upon  receipt  of  price. 

The  MacLean  Publishing  Co.,  Ltd. 

BOOK  DEPARTMENT 
143-149  University  Ave.,  Toronto 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
.houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 
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With  Shortage  in  Ribbons  Prices  May  Go  Higher 

Advices  from  Europe  Indicate  a  Tremendous  Demand — Manufac- 
turers Astonished  at  Profuse  Displays  in  Paris — Retailers  Should 
Take  Better  Class  of  Goods — Review  of  the  Situation. 

By  a  Staff  Correspondent  of  The  Review. 


MONTREAL,   Feb.    17— (Special).— 
With   the      price      of     raw     silk 
steadily  advancing  it  would  seem 
to  be  almost  a  certainty  that  the  prices 
of  ribbons  will  be  higher  for  Fall. 

The  demand  for  wide  ribbon  both  for 
millinery  purposes  and  for  dress  trim- 
ming continues  very  strong,  and  it  would 
appear  to  be  a  wise  move  on  the  part  of 
the  retailer  to  order  these  goods  early 
in  order  to  get  a  good  assortment,  and  to 
avoid  disappointment. 

If  sashes  and  girdles  are  to  be  fashion- 
able, as  all  authorities  seem  to  say  they 
will,  wide  ribbons  are  bound  to  be  scarce, 
just  as  any  other  article  for  which  there 
is  a  sharp  demand,  and  in  which  the 
manufacture  is  limited  to  the  facilities 
at  the  disposal  of  the  makers. 
Facing  a  Shortage. 

At  the  present  time  the  manufacturers 
in  Europe  are  so  filled  up  with  orders, 
that  they  are  asking  six  months'  delivery 
time,  where  ordinarily  three  months 
would  be  ample.  It  is  of  course,  diffi- 
cult for  buyers  to  foresee  so  far  ahead 
the  extreme  demand — which  all  know 
to-day  is  bound  to  be  on,  especially  for 
sashes  and  girdles,  within  the  next  few 
months  to  come.  Importers  who  placed 
what  they  thought  were  very  generous 
orders  for  these  goods  some  months  ago. 
now  find  that  they  are  facing  a  short- 
age, and   frantic  efforts  are  being  made 


to     replenish     the     rapidly     decreasing 
stock. 

One  of  the  large  manufacturers  in 
Basle,  Switzerland,  in  writing  to  a  prom- 
enent  Canadian  importer  of  ribbons  says 
in  the  course  of  his  letter: — "Of  course 
you  will  be  in  the  middle  of  business 
now,  and  if  it  is  anything  like  I  hear 
from  London  you  will  be  in  for  a  lively 
time.  Everybody  seems  to  be  afraid  not 
to  have  bought  enough  the  way  the  sea- 
son is  opening  out.  If  only  I  had  50  to 
100  fancy  looms  at  my  disposal  for  April 
delivery!  I  have  had  several  inquiries  of 
late  for  our  autumn  collection.  All  the 
buyers  seem  very  anxious  to  see  it  early 
and  place  their  orders  accordingly." 
Marvelous  Displays  in  Paris. 

Another  manufacturer  in  telling  of  his 
\  isit  (o  Paris  says: — "I  wont  to  see  some 
of  the  prominent  milliners  and  was  very 
much  surprised  and  agreeably  astonished 
at  the  marvelous  display  of  ribbons 
which  adorned  most  of  the  hats.  In  fact 
it  was  a  rare  thing  to  find  a  hat  without 
an  adornment  of  ribbon,  large  or  small. 

"Lots  of  moires,  taffetas  or  satin 
envers  moire  are  seen,  also  taffetas  with 
tinsel  borders.  Even  a  lot  of  picots  taf- 
feta ribbons  are  shown;  almost  every 
milliner  has  picots  ribbons.  Artificial 
silk  is  also  seen.  Wide  ribbons  and  nar- 
row ones  are  used. 

"The  forms  of  the  hats  are  small  or 


medium;  no  large  hats.     The  few  I  saw 
destined  for  Biarritz  and  were  of 
light  straw     with     velvet     ribbons  and 
flowers. 

••Km-  the  dresses,  you  can  see  all  kinds 
of  wide  fancy  ribbon,  warp  prints, 
stripes,  plaids  and  tinsel  broches. 

"The  vogue  for  sashes  is  still  going 
on,  and  it  is  astonishing  to  see  the  mani- 
fold way  these  sashes  are  trimmed,  al- 
ways a  newer  turn,  giving  to  the  frock  a 
new   and  smart  appearance. 

Prominent  in  Ladies'  Underwear. 

"Ribbons  will  play  a  prominent  part 
in  ladies'  underwear  this  coming  season 
on  account  of  the  fullness  of  the  skirts 
round  the  body.  This  will  bring  back 
the  use  of  more  underwear,  and  I  have 
seen  some  pretty  creations  for  this  pur- 
all  enhanced  with  narrow  ribbons. 

"The  new  law  in  the  United  States 
prohibiting  the  use  of  certain  kinds  of 
plumage  has  done  an  immense  lot  of 
good.  All  the  collections  now  shown  to 
American  buyers  are  without  feathers. 
Ribbons  are  the  principal  adornment,  to 
which  are  added  a  few  very  small  flow- 
ers, simply  to  add  a  lively  note  to  the 
effect." 

As  these  manufacturers  were  not  writ- 
ing for  publication,  but  simply  to  keep 
the  importer  informed  of  conditions  on 
the  other  side,  they  are  well  worth  the 
study  of  the  retail  buver. 


Veiling  novelties  from  Spring  line  of  Canada  Veiling  Co. 


Good  Advance 
Business  in  Veilings 

Small  lint  1  lelps  Selling  of 
Veils — Fine  Meshes,  Neat  Pat- 
terns and  Soft  Finishes  Rule — 
Purple  Veils  Indicated  for 
Easier  Wear. 

BUYERS   are   beginning   to   show    in- 
terest in  veilin<rs  nt  an  early  date 
this  year.    At  the  present  time  the 
call    is    for    soft  finished    Shot  lands,   and 


white  is  being  asked  for  in  increasing 
quantities.  The  weather  up  to  date  is 
of  the  kind  that  always  fosters  the  sale 
of   veilings   a-   a    protection   to   the  skin 


from  the  cold   winds  and  bright  sun  of 
the  early  Spring  days. 

The  now  millinery  is  particularly 
suited  to  a  big  selling  of  veilings,  for  not 
only  is  the  hat  small,  but  the  very  high 
flare  of  the  brim  of  the  face  points  to 
the  necessity  o['  a  veil,  not  just  to  keep 
the  hair  in  place,  but  to  soften  both  the 
lines  of  the  hat  and  the  face.  Sailor 
k  9  are  shown  for  Summer  wear,  and 
veils  and  sailors  have  always  gone  hand- 
in-hand.  The  sailors  are  to  be  daintily 
trimmed,  but  as  the  veil  follows  the 
fashions  in  other  lines  and  is  filmy  and 
transparent,  its  presence  adds  to  rather 
than    hides    the    pretty    trimming. 
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Veiling  novelties  from  Sprint:  line  of  Canada  Veiling  Co. 
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Dry  Goods  Review 


THE  call  for  fine  goods  and  for 
novelty  fabrics  dominates  the 
cotton  goods  situation.  During 
the  past  three  or  four  seasons  retailers 
have  found  that  good  business  could  be 
done  with  goods  of  this  kind,  and  that 
excellent  profits  were  obtainable.  This 
has  led  to  something  like  a  change  in  the 
manner  of  doing  business  that  is  not 
altogether  to  the  liking  of  manufactur- 
ers who  depend  upon  a  big  run  for  their 
profits.  Buyers  of  novelty  goods  as  a 
rule  go  slow  when  it  comes  to  the  placing 
of  big  orders.  When  one  novelty  is  sold 
they  are  in  the  market  for  something 
different  to  take  its  place,  and  there- 
fore are  always  interested  in  goods  of 
different  construction  and  made  up  from 
novelty  yarns. 

When  orders  are  small,  and  the  varie- 
ty of  cloths  asked  for  large,  the  variety 
of  yarns  and  the  different  construction 
of  the  cloths  greatly  increases  the  ex- 
pense of  manufacturing.  This  craze  for 
novelties  has  meant  loss  of  profits  in 
many  cases.  The  mills,  however,  see  that 
business  is  changing,  and  that  in  the 
long  run  adaptations  to  the  new  condi- 
tions will  have  to  come.  Buyers,  it  has 
been  proved,  will  pay  for  novelty  and 
originality  because  they  find  they  can 
make  good  profit  on  such  goods. 

Though  novelty  goods  are  the  big  sell- 
ers one  feature  is  quite  encouraging  and 
that  is  that  ever  since  the  selling  for  the 
present  season  opened  the  class  of  goods 
that  would  be  taken  has  been  clearly  de- 
fined and  the  only  development  that  has 
taken  place  has  been  the  establishment 
of  the  sheerer  classes  of  materials  in  a 
better  position  than  that  occupied  by  the 
coarser  heavier  weaves.  Crepes  are  in 
first  place  and  because  of  the  beauty  and 
variety  of  the  cloths  shown  these  fab- 
rics will  undoubtedly  retain  this  position 
all  through  the  summer  season. 

Nevertheless  ratines  will  be  in  big  de- 
mand and  for  many  purposes  will  retain 
their  hold  on  the  public  fancy.  Many 
crepes  are  decorated  with  ratine  yarns, 
nub  yarns,  and  also  with  lines  of  pile 
fabric  thus  giving  a   dual   character  to 


Will  Muslins  and  Ginghams 
Return  to  Favor? 

Interest  Taken  in  Organdies  and  in  Checks  and 
Plaids  Suggests  This— Crepes  Will  Hold  First 
Place  for  Summer. 


these  cloths.  Because  of  their  ground 
they  are  sheer  and  have  the  draping  ef- 
fect of  sheer  fabrics,  but  the  patterns  in 
heavy  yarns  also  put  them  in  the  heavier 
class.  Great  use  is  being  made  of  this 
class  of  fabrics.  Crepes  come  embroid- 
ered and  printed  and  also  in  plain  colors. 
Novelty  colors  promise  to  be  a  big  de- 
velopment because  dyers  can  now  pro- 
duce soft  shades  in  cottons  almost  as 
easily  as  they  can  be  produced  in  silk  or 
wool  fabrics.  Colors  even  when  they 
are  novelty  colors  are  more  frequently 
both  sun-proof  and  will  stand  washing. 

Cotton  goods  houses  are  watching  with 
interest  the  present  trend  in  favor  of 
transparent  materials,  and  are  speculat- 
ing as  to  whether  it  is  going  to  lead 
back  to  muslins.  There  is  considerable 
interest  taken  in  organdies,  and  or- 
gandie embroideries  are  good  sellers  at 
the  present  time.  The  organdie  that  is 
shown  is  different  from  the  stiff  fabric 
that  used  to  sell.  Though  it  has  con- 
siderable body  it  is  soft  and  chiffon-like 
in  texture  and  finish  and  admirably 
suited  to  making  up  into  gowns  with 
panniers,  flounces  and  frills. 

Another  matter  for  speculation  is  as 
to  whether  the  strong  vogue  of  checks 
and  plaids  will  not  lead  to  a  revival  in 
ginghams.  Very  high-priced  ginghams 
are  on  the  market  in  soft  novelty  plaids 
and  new  stripe  effects,  and  have  been 
fairly  well  taken  up  in  some  quarters. 


Printed  Silks  in  New 
York 

Poiret's  Novel  Ideas  Attract 
Great  Attention  ■ —  Striped 
Grounds  a  Big  Feature. 

LATE  advices  from  Paris  state  that 
a  soft  finish  is  essential  in  all  the 
materials  used  at  the  present  time. 
This  means  the  continuance  in  vogue  of 
soft  silks  and  such  silk  and  wool  ma- 
terials as  silk  and  wool  duvetyn  and  vel- 
our.  This  means  that  there  is  an  active 
market  for  raw  silks,  and  there  is  a 
larger  scale  of  consumption  at  the  mills 
than  for  a  long  period  of  time.  The 
raw  silk  market  is  active  and  prices  are 
becoming  higher.  Certain  kinds  of  Can- 
ton filatures,  and  China  ts-atlees  are  be- 


YOUNG    GIRLS' 

New     York 


DESIGNS. 


is  having  its 
craving  for  novelty  satisfied 
now  by  designs  of  printed  silks 
turned  out  by  young  girls  of 
14  or  15  from  Poiret  Mortine 
school  in  Paris;  often  crude, 
but  always  original.  One  is  a 
splash  of  red,  green  and  black. 


coming  scarce,  and  their  supply  for  the 
balance  of  the  season  promises  to  be 
limited. 

The  Milan  market  has  an  upward 
trend  and  Italian  reelers  are  shy  about 
making  forward  contracts  as  cocoons  are 
becoming  scarce  and  high.  The  supply  of 
Japanese  re-reels  is  entirely  exhausted, 
and  nothing  more  can  be  expected  for 
the  beginning  of  the  season.  Canton  re- 
ports a  steady  demand  both  from 
Europe  and  America.  Shanghai  reports 
further  advances  in  sympathy  with  the 
higher  quotations  for  Japan  and  Italian 
silks. 

Printed  silks  are  in  a  very  good  posi- 
tion for  the  coming  season,  and  addi- 
tional attention  is  being  drawn  to  them 
on  this  continent  by  the  showing  of  silks 
in  the  United  States  printed  from  de- 
signs made  in  Paul  Poiret's  school  of  de- 
sign in  Paris.  These  designs  are  pro- 
duced under  peculiar  conditions  as  the 
majority  are  created  by  young  girls  14 
or  15  years  old,  who  have  had  no  instruc- 
tion in  designing.  These  girls  have  a 
brush  and  the  primary  colors  given  to 
them  and  are  allowed  to  copy  any  flow- 
er form  that  they  may  fancy.  The  re- 
sults are  often  crude  but  the  result  is 
original,  and  there  are  often  bold  Mend- 
ings of  color  that  are  very  striking.  In 
short  these  designs  are  different  and 
satisfy  the  craving  for  novelty  that  is 
one  of  the  leading  merchandising  de- 
velopments at  the  present  day. 

These  silks  are  the  production  of  an 
American  firm,  only  the  designs  being 
made  in  Paris.  One  pattern  comes  in 
black,  white  and  navy  stripes  worked 
over  in  a  series  of  palm  leaves  in  green, 
and  with  an  allover  effect  of  small 
cubist  flowers  in  many  colors.  A  plain 
silk  in  dark  colors  has  scattered  over  an 
allover  conventional  floral  pattern  in 
three  colors. 


Forms    Close   February  25  For  Easter  Special 
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Much  more  unusual  is  ;i  new  silk  pal- 
tern  splashed  over  with  green,  red  and 
black  representing  foliage  and  flowers. 
This  silk  is  intended  for  making  up  in 
combination  with  black.  Perhaps  the 
mo  si   pleasing  pattern  yel   shown   has  a 


dark  background  with  pencil  stripes  in 
vivid  colors  and  the  pattern  is  of  field 
flowers  and  ferns  in  charming  coloring. 
Another  striped  fabric  has  an  allover 
pattern  of  clusters  of  Bmall  cubist 
flowers  and  brighl  green  foliage.  Awning 


stripes  and  Pekin  stripes  form  the  back- 
ground of  other  patterns. 

Besides  these  novel  printed  silks,  silk 
and  wool  matelasses  and  broche  satins 
are  showing  in  New  York,  ami  many  of 
the  new  colorings  are  decidedly  bright. 


Novelty  Plaids  and  Roman   Stripes  Open  the 

Season 

Novelty  Plaids  and  Roman  Stripes  Open  the  Season— Crepes  the 
Big  Sellers — Gabardines  Well  Taken — Serge  the  Staple  Fabric— 
Color  Growing  More  Important — Read)  for  the  Openings. 


CREPES   have  been  the  best   selling 
materials    for    the    Spring    season, 
ami    when    the  openings  arc  held  a 
big  display  of  crepe  fabrics  in   all   the 
new  colore  is  promised. 

The  initial  sale  has  been  large  and  it 
is  many  seasons  since  any  one  material 
has  been  so  freely  taken.  As  usual  when 
i  here  is  a  run  on  any  one  fabric  a  short- 
age is  developing,  and  the  trade  is  glad 
to  accept  such  deliveries  as  it  can  ob- 
tain. With  one  material  in  the  first 
place  as  is  natural  the  question  of  color 
becomes  of  importance.  Black  is  in  high 
favor,  and  is  followed  by  blue.  Dark 
navy,  petrole,  Virgin's  blue,  sapphire 
and  peacock  are  leading  shades.  Just 
at  present  mahogany  and  rust  shades  are 
strong.  Tango  is  on  the  wane,  but  pig- 
skin, caramel,  honey,  dollar,  seal  and 
tcte  de  neige  are  favored  shades.  Purple, 
amethyst,  bottle  and  myrtle  greens  arc 
other  good  shades,  and  Burgundy  is 
good  in  reds. 

Gabardine  is  another  new  material 
that  has  been  well  taken  up.  Gabardine 
comes  in  all  colors  but  sells  best  in  blue. 
Paris  is  featuring  this  material  at  the 
present  time  trimmed  with  plaid  or 
Roman  striped  silk.  Coteles,  particular- 
ly in  velum1  effects,  are  strong  with  the 
better  trade.  Serge  is  still  the  staple 
material  ami  comes  in  all  the  leading 
colors. 

For  earlj  season  wear  soli  wool  ma- 
terials in  fancy  checks  and  Roman 
stripes  form  the  high  novelty.  Though  a 
costume  bere  ami  there  will  be  wholly  of 
plaid  or  stripe,  these  materials  will  sell 
besl    for  combination  purposes.     Checks 

are   Strong  but    here   black    ami    while   ef- 

t'i ■<  i  -  are    -<  rongest,    and    a     new  note 

Comea    from     the    combination    of    black 
and     white    check     with    colored     SB] 

wooled  fabric  for  the  coal . 
The  position  of  plaida  and  (died 

beal  andersl 1  w  hen  it  is  reported  thai 

extensive  linea  are  being  shown  by  the 
mills  for  the  Pall  of  1914  L5.    The  plaids 

now  showing   are  only  suitable   lor  early 

Spring  wear,  but   are  Bure  to  come  up 
h   again  in  the  Fall.    The  plaida 


now  showing  though  not  in  the  proper 
tartan  patterns  are  in  Scotch  colorings 
with  plenty  of  red  and  orange  subdued 
by  a  dark  ground.  Fancy  plaids  in  sub- 
dued shades  arc  also  shown.  For  Fall 
there  is  promise  that  this  tendency  will 
advance     and     that     plaids     and    chocks 


THE  NEW  PARASOLS. 

Bt  II .  tub,  dome,  canopy  and 
new  India  shapes. 

Wide  borders  of  fancy  pin  id 
or  Roman-striped  silk. 

1 1 'i  nil  Irs,  1,")  or  16  inches 
long,  in  natural  wood  or  stain- 
ed or  enameled  or  in  color  to 
mulch  cover. 

Tans-,  golden  browns  and 
champagne  the  leading  colors 
of  materials. 

Black  is  gaining. 


showing   color  and   black  and   monotone 
effects   will   sell. 

Preparations    are   going   steadily    for- 
ward  for   the  opening  of   the   millinery 

season    tor  Spring  and   Summer,  1914. 


-@- 


Higher   Prices    for 
Gloves 

APEATl  RE  of   the   1913  business 
was  the  demand  for  better  grades 
of  beavj  gloves,  especially  for  un- 
lined    gauntlets,   saya   the   (Hovers'    Re- 
view.        There    has   been    a    tendency    to- 
ward   the    better    grades    lor    BOme    time. 

but  during  L913  the  demand  was  notably 
heavy.    The  days  of  the  25-cenl  ami  50- 

ceut    leather    glove    are    fast    passing,    -ay 

the   manufacturers,   and   the  one  dollar 

quality  is  now  the  popular  thing,  with 
the  $1.50  BOrl  gaining  steadily  in  favor. 
Another  feature  wa-  the  big  demand   for 

leather  glovea  from  telephone  and  elec 

trie  railroad  linemen.     The  call  from  this 
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source  is  now   a  goodly  part  of  the  busi- 
ness and  is  growing  rapidly. 

Between  the  closing  days  of  Winter 
and  passing  of  Easter  with  the  coming 
of  silks,  of  course  the  glace  lamb  and 
kid  will  have  their  demand,  chiefly  in 
wrist-lengl b  tins  season. 

Prices  Will  be  Higher. 

Prices  are  going  to  be  higher  during 
1914  than  they  have  ever  been.  Some  of 
the  lim-  are  going  out  this  year  with  ad- 
vances of  from  five  to  ten  per  cent.  The 
$9.00  glove,  for  instance,  is  now  offered 
by  most  house-  at  >0.50  or  more.  This 
increase  i-  due.  of  course,  to  the  advance 
in  leather  prices.  Labor  has  gone  up 
some  in  the  last  half  dozen  years,  but 
leather,  a-  everybody  knows,  has  been 
climbing  steadily.  Split  leather,  sheep- 
skin, cowhide  kept  going  up.  but  it  was 
not  until  horsehide  began  to  climb  that 
glove  prices  had  to  go  up.  The  indica- 
tions are.  say  the  manufacturers,  that 
other  advancea  will  follow.  Attempts  to 
meet  the  advance  by  cutting  down  the 
quality  here  or  there  in  order  to  hold 
to  their  old  scale  of  prices  has  been  the 
policy  of  some. 

Whatever  the  condition  o(  the  glove 
business  may  be  there  is  no  chance  for 
reduction  in  the  cost  of  glove  leather.  In- 
stead  there  is  every  likelihood  of  further 
advance-.  Said  a  leading  dealer  in  glove 
leather-:  "Manufacturers  cannot  ex- 
pect to  buy  leather  any  cheaper  than  at 
int.  The  scarcity  of  the  raw  ma- 
terial makes  this  certain.  The  past 
showed  a  steady  increase  in  prices.  The 
la-t    .t    these    came    in    November    when 

hide   went    up    from    >4.50    to    - 
This  advance  came  too  late  to  amount  to 
much,  on  account  of  weather  conditions, 
but    horsehide  is  still   keeping  up.   Splits 
are  as  high  and  a-  scarce  a-  .  I  er.  Sheep- 

skina  are  -till  on  the  upgrade.    Demand 

or  no  demand  for  glove  leather  will  not 
cut  any  figure  in  the  leather  market. 
I'iie    glove    manufacturing    end    is    the 

-mall  end  of  the  business.  Its  wants  are 
Small  and  cannot  be  considered  as  ca- 
llable- of  influencing  the  price  situation." 


READY-TO-WEAR     GARMENTS 
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Novelties  in  Easter  Waists 
With  Crepe  Leading 

Transparency  and  Fullness  the  Main  Features 
— New  Ideas  in  Middies — Fancy  Cuffs  in  Place 
of  Hem,  and  New  Shapes  in  Collars. 


MAKERS  of  blouses  are  already 
fussy  on  waists  intended  for  the 
Easter  trade.  The  coming  Spring 
promises  strongly  to  be  a  waist  sea- 
son, and  manufacturers  of  waists  are 
backing  up  the  change  by  showing  a  big 
variety  of  smart  styles  in  high,  medium 
and  popular-priced  waists.  Next  to 
transparency,  looseness  and  fullness 
form  the  chief  feature.  Kimona  cut  and 
butterfly  and  raglan  effects  are  all  free- 
ly used.  The  V-shaped  opening  in  front 
and  the  collarless  neck  is  retained,  but 
there  are  any  number  of  new  collar  ef- 
fects many  of  which  roll  back  away 
from  the  neck  and  some  of  which  leave 
a  considerable  part  of  the  nape  of  the 
neck  bare.  Turnover  collars  come  in 
shapes  that  point  at  the  back.  Others 
show  the  new  Gladstone  roll  or  the 
Normandy  collar,  and  again  there  are 
collars  standing  straight  up  and  ending 
in  flaring  points  just  above  the  shoulder 
line. 

The  Easter  showing  is  by  no  means 
confined  to  the  white  waist.  Cream- 
colored  embroidered  net  is  used  to  veil 
flesh-colored  chiffon.  There  is  a  tiny 
vestee  of  plain  net  trimmed  with  tiny 
French  pearl  ball  buttons,  and  a  pleated 
frill  of  lace,  centred  with  a  tie  of  black 
satin,  ending  with  jet  and  amber  drops 
forms  the  collar,  the  frill  outlining  the 
fronts  to  the  waist.  The  embroidered 
net  sleeve  finishes  with  a  band  of  Ori- 
ental lace  from  under  which  is  a  net  puff 
ending  in  frills  of  net.  Flesh  colored 
chiffon  is  also  veiled  with  chiffon  in 
black  and  various  colors  as  Nattier  blue, 
mauve  or  apricot.  There  is  a  deep  yoke 
into  which  the  material  is  gathered. 
The  sleeves  are  elbow  length  and 
gathered  to  form  a  frill  and  there  is  a 
vestee  with  rolling  collar  attached  which 
fastens  down  the  front  with  crystal  but- 
tons. Another  novelty  shows  a  blouse 
of  plain  net  trimmed  with  Cluny  lace 
medallions  and  with  collar  cravat  and 
cuffs  of  Roman  striped  silk. 

Tailored  or  sports  blouses  come  in 
crepe  de  chine  or  Habutai  silk  and  while 
they  follow  the  general  outline  and  are 


full  and  blousy  are  tailored  in  effect. 
Blouses  of  this  kind  are  shown  with  long 
shirt   sleeves. 

The  popular  material  for  the  lingerie 
waist  this  season  is  crepe.  Sheer  cot- 
ton crepes,  and  crepes  decorated  with 
new  yarn  stripes  and  checks  are  in  high 
favor.  Venise  edgings  and  bandings  are 
much  used  trimmings  Some  of  the  more 
advanced  modeL  have  collar  and  cuffs 
of  duvetyn  in  rose  pink  tango,  French 
olive,  and  hunter's  green.  Very  sheer 
voile  is  combined  with  embroidered 
organdy. 

A  delightful  little  waist  of  these  ma- 
terials is  trimmed  with  shadow  lace  and 
Venise  bands  There  is  a  high  standing 
collar  just  reaching  to  the  turn  of  the 
V-fronted  neck.  The  vest  is  of  the 
shadow  lace  and  is  closed  with  fancy 
buttons.  Waists  of  white  voile  are  trim- 
med with  voile  embroideries  and  with 
set-in  lace  medallions. 

Tailored  taffeta  waists  come  in  plain 
and  shot  silk.  A  new  model  had  the 
roi  de  Rome  collar  of  the  same  silk  and 
the  neck  cut  V  in  front.  The  sleeves 
were  raglan  and  the  blouse  fastened  with 
four  tiny  tabs  or  straps,  each  decorated 
with  a  button.  The  sleeves  were  long 
and  plain  and  had  turndown  cuffs  drawn 
in  ait  the  wrist  by  a  strap  of  the  silk. 
Plain  tailored  blouses  are  shown  in 
soft  satin  fabrics  for  Spring  selling. 

Middy  blouses  have  a  settled  place 
among  outing  garments  and  besides  the 
low-belted  models  there  are  many  new 
ideas  in  the  straight-cut  garment.  Very 
few  of  this  season's  middies  show  the 
regulation  collar.  Some  come  to  a  point 
at  the  back,  others  just  cover  the  turn 
of  the  shoulder  while  others  come  to  a 
point  on  each  side  of  the  front,  and 
finish  with  a  button.  Fancy  cuffs  in 
place  of  the  hem,  set-in  pockets  on  the 
front  and  laced  and  buttoned  fronts  are 
a  feature.  Sleeves  are  three-quarter 
length.  One  model  is  on  jacket  lines  and 
the  collar  and  front  piece  is  laid  on  to 
the  garment  and  stitched  down.  This 
garment  is  something  like  the  shirt  the 
Chinaman  wears.  A  new  idea  is  to  de- 
velop the  middv  in  Habutai  or  pongee 
silk. 

® 

Elora,  Ont. — Damage  to  the  extent  of 
$3,500  was  done  to  the  factory  of  the 
Elora  Textile  Company  by  fire. 
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Flare  in  New  Coats 

Balmacaan  the  New  Outing 
Coat — Coats  Come  in  Light 
Cloths  and  Many  of  Them 
Have    Printed    Silk    linings. 

WITH  dresses  of  light  transparent 
fabrics  free  sellers  and  an  in- 
creasing favor  showing  daily 
for  the  very  sheer  waist  and  the  separate 
skirt,  the  only  logical  conclusion  comes 
in.  favor  of  a  good  coat  season.  The 
spring  separate  coat  is  a  gay  little  affair, 
and  comes  in  decidedly  bright  colors  and 
in  light-weight  cloths.  So  much  is  this 
the  case  that  many  high-priced  coats 
have  a  silk  lining  and  printed  silk  in 
high  colors  is  favored  for  this  purpose. 
The  new  coats  flare  at  the  lower  edge 
though  for  the  more  conservative  trade 
the  straight-cut  cut-away  model  is  bet- 
ter liked,  but  both  the  cut-away  effect 
and  the  coat  that  is  tight  at  the  bottom 
is  giving  way  before  tunics  and  peg-top 
skirts.  Many  of  the  new  coats  have  a 
flaring  godet  frill  and  instead  of  the  low 
belt  there  is  some  sash  arrangement. 
These  coats  are  very  smart  in  velour 
cloths  and  ribbed  velours  and  cotton  vel- 
vets. These  cloths  are  in  line  with  golf- 
ine,  a  fabric  that  Paris  is  featuring 
this  Spring  for  coat  purposes. 

The  new  outing  coat  is  the  Balmacaan. 
This  coat  is  exaggeratedly  mannish  and 
is  built  on  Burberry  lines  with  wide 
ripple  skirt  and  Raglan  sleeves.  Checks 
and  plaids,  some  of  which  are  decidedly 
loud,  are  the  favored  materials  for  this 
coat. 

Smart  little  coatees  and  short  coats 
with  flaring  skirts  in  silk  fabrics  are 
promised  later. 


-®- 


Montreal. — The  millinery  store  of 
Gravel  &  Company,  was  damaged  by 
fire. 

Fort  Frances,  Ont. — Fire  gutted  the 
"Square  88"  store  occupied  by  J.  A. 
Tullock,  clothier. 

St.  Catharines,  Ont. — Burglars  stole  a 
quantity  of  clothing  from  the  men's 
furnishing  store  of  George  B.  Darker. 

Montreal. — Fire  did  considerable  dam- 
age to  the  dry  goods  stores  of  L.  Crown, 
J.  D.  Millard,  and  Laufer  Bros.,  on  St. 
Catherine  street. 
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READY-TO-WEAR     GARMENTS 


Silk  and  Cotton  Underwear 

Crepe  Materials  Coming  to  the  Front — Kaglan 
Sleeve  on  Gowns — Combinations  With  Square 
Neck  and  Shoulder  Straps  of  Ribbon. 


THEKE  have  been  few  seasons  when 
the  garments  have  been  more  at- 
tractive or  where  the  novelty  has 
been  greater.  Among  the  many  new  ideas 
the  strong  showing  made  of  garments  in 
pink  and  blue  was  a  feature.  Many 
high-class  lines  were  in  crepe  de  chine, 
and  in  this  material  pale  pink  or  pale 
blue  keep  their  color  even  better  than 
white. 

Cotton  crepe  is  following  in  the  wake 
of  silk  crepe  for  underwear  purposes, 
and  when  once  the  buying  public  become 
alive  to  the  merits  of  cotton  crepes  for 
lingerie  purposes  the  sale  will  assume 
large  proportions.  Buyers  who  are  put- 
ting in  crepe  garments  will  do  well  to 
test  the  material,  for  there  are  crepes  on 
the  market  that  wash  out.  It  is  the  crepe 
that  is  woven  in  that  is  wanted.  So 
far  this  material  has  been  taken  for 
gowns  only,  but  chemises,  drawers  and 
combinations  are  all  being  put  out  in 
this  fabric. 

Novelties  in  corset  covers  are  a  big 
feature.  Corset  covers  have  to  be  dainty, 
as  the  waist  is  so  transparent.  Covers 
made  of  shadows  laces  and  of  net  and 
lace  and  elaborately  ribbon-trimmed  are 
to  be  a  big  feature,  and  as  soon  as  the 
Summer  dresses  can  be  worn  the  sale 
will  reach  large  dimensions.  Even  at 
the  present  time  they  are  going  well  and 
repeats  are  numerous. 

Novelties  in  combinations  include  Em- 
pire corset  covers  and  skirt  effects.  One 
of  the  new  models  has  the  front  opened 
on  each  side  and  fastened  with  buttons, 
and  the  insertion  is  run  down  and  forms 
a  butterfly  on  the  skirt.  Similar  butter- 
flies are  placed  at  the  sides,  and  the  skirt 
is  finished  with  a  row  of  lace  above  a 
fine  batiste  embroidery  insertion,  ending 
with  a  lace  with  a  beading  in  the  head. 

through  which  a  ribbon  is  run,  which 
draws  the  skirt  in  slightly  at  the  lower 
edge.  The  neck  is  square,  and  straps  of 
ribbon  run  over  the  shoulders. 

The  fact  that  this  style  of  strap  and 
square  neck  is  replacing  the  curved  cut 
shoulder  should  be  noted.  The  French 
term  is  "  forme  bal,"  and  it-  use  is  the 

outcoj r   the    rage     for    transparent 

fashions  in  dressing  the  waist.  This  idea 
i-  not   favored  yei    by    manj    Canadian 
buyers,    and    even    shadow    lace   corset 
covers  are  asked  for  cut  in  the  old  man 
ner.    Both,  of  course,  ar 1  sale. 

The  newest  in  cut  nightgowns  is  the 
Raglan  sleeve,  This  sleeve  is  verj  rooms. 

and     forma    B     point     over    t  he    shoulder. 


ending  at  the  neck.  This  idea  is  likely 
to  take  well,  as  it  forms  a  new  point  for 
the   use  of  ornamentation. 

The  cottons  used  are  very  sheer,  and 
the  same  may  be  said  of  the  nainsooks 
and  batistes.     Crepes,  as  has  been  said, 


Dress}    outing  coal   with  ripple 
Bare  and  sash  in  delft  blue  corded 

\  clour,    with    collar    and    cult's    of 
du\  et  vn. 


are   coming   to   th<'    front,  and    there   is  a 

chiffon-like  crepe  thai  is  being  used  in 
the  production  of  high-grade  white  wear. 
Silk  garments  are  luu-  sellers,  the  silks 
used  being  crepe  de  chine,  Milanese  silk, 
which  is  n  knitted  fabric,  China  and 
Japan  silks  and  pongee.    Lingerie  is  also 

made  of  plain  and   f-<nc\    nets      The  laces 
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used  are  shadows,  Valenciennes,  Cluny, 
Maltese  and  filet,  and  the  new  em- 
broideries are  worked  on  very  sheer 
ground  with  lace  eyelet,  blind  and 
Madeira  patterns  the  best  sellers.  Square 
and  battlement  edges  are  very  well  liked, 
and  beading  and  eyelet-holes,  through 
which  ribbons  may  be  threaded,  is  the 
best-liked  feature  in  lingerie  em- 
broideries. Ribbon  trimmings  are  going 
to  be  a  conspicuous  feature  in  underwear 
trimminsr  this  Summer. 


@ 


Many  Dresses  are 
Costumes 

Coat  Dress  Predominates  — 
Taffeta  Leading  for  Better 
Trade — Smart  Little  Dresses  of 
Silk    Crepe    and    Soft    Satin. 

MANY  of  the  dresses  are  in  reality 
costumes  for  they  seem  to  be  spe- 
cially designed  for  outdoor  wear. 
The  big  majority  are  on  the  compose 
order  with  the  coat  of  one  material  and 
skirt  of  another.  The  coat  is  of- 
ten one  with  the  dress.  These  coats  are 
smart  bolero  effects  with  a  peplum, 
postilion  or  some  form  of  tail-effect  at 
the  back.  They  are  straight  cut  but  are 
often  held  in  a  little  so  as  to  define  the 
figure  by  a  cord  or  ornament,  half-belt 
or  sash.  The  front  rounds  up  to  show 
the  blouse  front  and  fastens  with  a 
single  button  at  the  breast.  The  col- 
lars come  in  various  shapes,  but  are 
dominated  by  the  frill  of  lace  or  net  that 
finishes  the  inside  and  stands  up  round 
the  neck  in  Medici  fashion. 

A  dress  of  this  kind  of  rose  pink  cot- 
ton crepe  had  coatee  and  skirt  of  the 
same,  while  the  blouse  portion  was  of 
very  sheer  white  crepe  with  a  heavy 
nub  yarn  stripe.  The  skirt  was  draped 
by  means  of  slanting  tucks  running  from 
a  front  panel.  Another  oi  these  coin- 
pose  dresses  had  the  coat  of  tango  ratine 
brocaded  crepe,  with  a  skirt  of  striped 
crepe  and  tunic  of  crepe  embroidered  in 
black  and  white.  Another  form  in  which 
many  dresses  appear  is  the  jumper.  The 
waist  and  skirt  is  of  plain  crepe  over 
which  comes  a  jumper  and  single  or 
double  tunic  of  embroidered  or  printed 
crepe. 

Though  dresses  made  of  piece  ma- 
terial- are  Belling  best  when  the  style 
is  new  and   fresh  embroidery  dresses  are 

selling.  The  embroideries  that  are  tak- 
ing best  show  very  little  pattern  and  t he 
designs  are  \ery  simple.  Therefore  the 
working  up  of  the  stock  of  embroideries 
is.  this  season,  largely  a  matter  of  suit- 
able buying  and  intelligent  use.  Crepe 
i  Continued  on  page  32.) 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Our  1914  Spring  Showing  of 
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This  trade-mark 
label  attached  to' 
any  garment  is 
your  and  your 
patrons  best  guar- 
antee of  perfect 
satisfaction  in 
style,  fit,  finish  and 
workmanship  i  n 
suits  and  coats. 


tfAOcLe, 


GarmemS 


presents  a  big  money- 
making  opportunity. 

We  are  this  season  showing  a  range  of  Patri- 
cian suits  and  coats  that  is  second  to  none  in 
exclusiveness  of  style,  in  extensiveness,  and 
in  real  value. 

The  range  is  most  interesting  in  view  of 
the  fact  that  every  garment  stands  on  its  own 
legs,  presenting  an  individuality  which  is 
most  pronounced,  and  which  makes  select- 
ing an  easy  matter  for  both  merchant  and 
customer. 

If  you  have  not  seen  the  Spring  samples,  we 
invite  an  early  inspection  at  our  showrooms 
or  a  request  for  samples  to  be  sent. 


The  Patrician  Cloak  &  Suit  Co. 

SAMUEL    BUILDING    (KING    AND    SPADINA),     TORONTO 
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RKADY-TO-  W  E  A  I!     G  A  R  M  E  N  T  S 


CT*AFFETA     is     the      ac- 
■*-      ceptt  (I  fabric  for  Spring, 

tiii'l  shot  '//•  moire  taffeta 
is  just  <i  degree  smarter  than 
plain.  This  dress  <  m  bodies  a 
a  umber  of  new  style  fea- 
tures, hul  is  both  simple  and 
wearable.  Blut  mid  black 
sjmt  taffeta  is  used  for  the 
skirt,  whilt  tin  modish  tunic 
shows  the  Godet  frills  piped 
one  on  to  the  other.  The  full 
kimona  waist  is  of  printed 
taffeta,  showing  splashes  of 
bright  color.  The  sleeves  are 
bell-shapt  </.  "/(</  m-i  finit 
with  ruffles  of  black  lace.  The 
vest,  allur,  cuffs  and  girdle 
are  of  the  shot  silk.  Buttons 
reproduce  the  colors  of  the 
printed  silk.  Note  the  long 
chain  of  Oriental  pearl,  am- 
hi  r   and   ji  t    h,  ails. 


30 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Defy  the  Weather 


The  new  convertible  collar  permits  of  these  stylish  raincoats  being  worn  as  shown,  90% 
of  the  time;  yet,  when  the  necessity  arises,  they  are  immediately  convertible  into  military 
collar  raincoats  that  give  real  protection  from  showers  and  sudden  changes,  as  well  as  dust. 

A  Kenyon  Kenreign  Slip-on  Raincoat  will  not  become  stiff  or  hard,  nor  will  it  have  an  odor 
of  decomposition.     Moreover,  the  seams  will  not  separate. 

The   V£eT\Vevd,TCY    label  protects  you. 

C.  Kenyon  Company 

New  Chicago  Salesroom*  Fif  *  Avenue  Building,  23d  Street  and  5th  Avenue  Boston 

Congress  and  Franklin  Streets  NEW    YORK  501  Washington  Street 
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READY-TO-WEAR     GAR  M  E  NTS 


Some  Phases  of  Ready-to-Wear  Fashions 

Cotton  crepe  becoming  popular  for  lingerie  purposes. 

Combinations  have  square  neck  with  straps  of   ribbon  running  over  the  shoulders. 

Silk  underwear  big  sellers. 

Many  dresses  are  costumes  on  compose  order. 

Collars  stand  up  around  neck  in  Medici  fashion. 

Embroideries  used  show  very  little  pattern. 

Organdy  embroideries  replacing  Swiss. 

Pannier  tunic  new  idea  in  drapery. 

New  development  favors  bustle  arrangement. 

Flounce  of  lace  hanging  from,  edge  replacing  split  skirt. 

Short  coats  predominate. 

Greater  tendency  for  covered  buttons. 


Short  Coats  the  Best  Sellers 

Change  in  Line  of  Skirt  and  Peg-top  Tunic,  and 
Draped  Effects  Responsible — Increasing  Ten- 
dency for  Covered  Buttons — Tunics  on  Skirts. 


THERE  has  been  no  very  general 
showing  of  Spring  suits  so  far. 
Merchants  have  been  devoting 
energies  to  getting  clear  of  Winter  stock 
of  ready-to-wear  garments,  and  have 
been  busy  with  planning  sales  rather 
than  arranging  to  show  new  goods. 

Fashion  has  done  her  utmost  to  help  a 
brisk  trade,  for  there  is  a  total  change 
in  style.  Though  the  plain-tailored  gar- 
ment is  a  back  number,  there  is  a  good 
deal  of  simplicity  about  the  cut  of  the 
suit.  The  change  in  the  line  of  the  skirt 
and  the  rapid  way  in  which  peg-top, 
tunic  and  draped  effects  have  come  to 
the  front  have  assured  the  success  of 
the  short  coat.  With  a  totally  new  figure 
outline  to  work  from  and  a  complete 
change  in  coat  lengths,  manufacturers 
have  had  full  scope  for  originality  in 
presenting  their  ideas.  Coats  generally 
are  shorter  in  front  than  at  the  back, 
and  many  take  the  form  of  an  Eton  or 
bolero  in  front,  but  are  elongated  in 
many  styles  from  the  under  arm  seam 
hack.  Many  coats  bang  straight  and 
loose  at  the  hack,  and  form  with  the 
tunic  a  double  tunic  or  three-tier  effect. 
Sashes  passed  through  slashes  and  hang- 
ing loose  and  knotted  at  the  back 
decorate  many  suits.  Some  of  these 
sashes  arc  of  braid,  and  others  of  the 
same   material   as   the   trimmings. 

Collars  assume  many  shapes,  and  are 
of  moire  or  fancy  printed  silk,  and  also 
of    Woman    striped    or    l'anc\     plaid    silk. 

Newer  numbers  feature  lingerie  and  net 

collars.     Buttons  tone  in  with  the  raa- 

i  of  the  suit  or  match  the  colors  of 

tings,  hut  there  is  an  increasing 

to  use  covered  buttons. 


Tunics  are  in  the  majority,  the  skirt 
proper  being  joined  to  a  yoke  of  silk  or 
some  lining  material  that  is  hidden 
under  the  tunic.  Rome  tunics  are  simu- 
lated by  means  of  bands  and  flounces. 
The  low  part  of  the  skirt  is  narrow.  Slits 
are  still  a  feature,  but  there  is  a  dis- 
position either  to  hide  them  or  fill  them 
up  with  pleated  panels.  The  slit  is  often 
placed  at  the  middle  of  the  back. 

Crepe,  gabardine,  serge,  crepe-finished 
worsteds  and  cord  weaves  are  leading 
cloths,  but  there  is  more  variety  to  the 
colors  than  the  cloths  this  season.  All 
the  blues  are  good.  Navy,  'Copenhagen, 
and  Nattier  blues  are  strong,  and  all  tan, 
apricot  and  champagne  shades.  Tango 
attracts  some  attention,  and  mahogany 
is  a  good  selling  shade  for  the  early 
season. 

-m — 


Attractive  Lines  for 
Children 

Hats  and  Bonnets  Trimmed 
with  Rosettes  of  Lace — All 
White  for  Dresses  and  Romp 
ers. 

CHILDREN'S    urarments    promise    to 
be   a   great    success   simply    because 
they  are  so  attractive.  Some  of  the 
mosl    effective  lines  are  the  children's 

bats  and  bonnets  of  white  pique  or  mer- 
cerized cord.  The  hats  have  drooping 
brims  scalloped  at   the  edges  and   soft 

crowns  also  scalloped  and  tied  to  the 
brim  with  colored  ribbons.  Both  the 
hats  and  the  bonnets  are  trimmed  with 
rosettes     of     lace    about     six     inches     in 
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diameter  with  the  centres  filled  in  with 
small  colored  silk  apples  or  tiny  ribbon 
roses.  Smaller  rosettes  are  used  on  the 
children's  bonnets. 

Children's  dresses  and  rompers  come 
in  many  designs,  but  those  in  all  white 
are  best  liked.  Collars,  belts,  cuffs  and 
pockets  are  button-holed  round  and  some 
simple  design  is  worked  in  raised  pat- 
tern for  additional  ornaments.  Many  of 
the  new  dresses  are  perfectly  straight 
cut  in  kimona  style  and  the  use  of  the 
belt  is  a  matter  of  individual  taste.  The 
front  is  cut  down,  and  has  worked  eye- 
let holes  through  which  a  ribbon  or  a 
cord  is  threaded,  and  the  sleeves  may 
be  slashed  up  through  the  centre  and 
laced  to  match. 

— © 

MANY  DRESSES  ARE  COSTUMES. 
(Continued  from  page  28.) 
embroideries  are  the  best  sellers  and 
some  lovely  dresses  are  made  up  of  the 
new  organdy  embroideries,  but  there  i> 
very  little  call  for  the  lingerie  gown 
made  of  the  regulation  Swiss  em- 
broidery. 

Any  embroidery  that  has  a  new  touch 
or  which  lends  itself  to  some  new  idea  in 
designing  will  sell. 

Taffeta  :-  the  mos4  talked-of  of  t he 
silk  materials  and  for  the  better  trade 
the  future  of  the  chiffon  taffeta  gown 
locks  decidedly  promising.  With  taf- 
feta pannier  drapery  lias  been  revived 
and  what  may  be  termed  a  pannier  tunic 
is  a  happj  new  idea.  That  is.  the  drapery 
is  caught  in  at  t he  lower  edge  and  there 
is  the  further  added  decoration  of  a 
ruche  or  a  frill.  Tunics  finished  with 
two  or  three  frills  and  skirts  cut  in 
peg-top  fashion  without  the  tunic,  but 
finished  with  frills  arranged  ;.t  the  hips 
are  worn,  but  the  new  development  fa- 
vors the  bustle  arrangement  which  is 
really  a  drapery  hack.  With  this  style 
conies  the  apron   tunic. 
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To   Garment   Buyers 

You  will  find  the  "Something  Different"  you 
are  looking  for  in  the  samples  of  these  manu- 
facturers, for  which  I  have  the  sole  Canadian 

Agency: 

Andrew  Ryan,  Inc.,  New  York— Silk  Petti- 
coats and  Bathing  Suits. 

The  Eagle  Skirt  Co.,  New  York — All  kinds  of 
Petticoats,  also  the  celebrated  "Snugfit" 
Brand. 

Triangle  Waist  Co.,  New  York. 

Riviera  Waist  Co.,  New  York. 

Reliance  Waist  Co.,  New  York. 

Trueville  Waist  Co.,  New  York. 


Marcus  Roman 

Jacobs  Building, 
MONTREAL 


Miller  Choir  Gowns 

Make  You  Profits 
With  No  Investment 


Are  the  choirs  of  your  town  un- 
gowned?  If  they  are,  you  have 
a  good  opportunity  of  increasing 
your  profits  and  adding  prestige 
to  your  store.  This  can  easily  be 
done  by  using  your  influence  in 
securing  the  orders  for  choir 
gowns   from   these   choirs. 

Miller  Choir  Gowns  have  em- 
bodied many  exclusive  features 
which  make  them  the  most  ser- 
viceable and  popular  gown  that 
could  be  produced. 

The  ample  fulness  allowed  every- 
where in  correct  proportions 
gives  that  hang  and  drape, 
so  much  admired.  The  full  skirt; 
the  deep-hanging,  full-pointed 
cathedral  sleeves,  and  the  snugly- 
fitting  collar  are  some  of  the 
strong  selling  points  that  will 
appeal  to  every  choir. 

The  special  discount  we  give  the 
trade  will  make  your  efforts 
highly  profitable  for  you.  Write 
for  new  booklet  and  samples  of 
material.  Please  give  name  of 
church. 


The  Miller  Mfg.  Co.,  Limited 

251-3   Mutual   Street,!  Toronto 


Mlth 


EQUIPMENT  AND  DISPLAY 


Making  Plans  For  the  First  Millinery  Opening 

This  and  the  Mantle  and  Dress  Goods  Openings  Are  Being 
Arranged  for  Last  Week  in  February — Setting  of  Window  Must 
Harmonize  With  Small  Hats  This  Year — Avoid  Man\T  Vertical 
Lines — An  Orchard  in  Your  Store. 


EASTER  comes  late  this  season,  not 
until  April  12,  and  the  majority  of 
stores  and  special  millinery  estab- 
lishments will  figure  upon  the  possibility 
of  selling  an  "early  season,"  as  well  as 
an  Easter  hat.  Therefore,  there  will  be 
no  delay  in  the  holding'  of  millinery,  as 
well  as  mantle  and  dress  goods  openings. 
Many  stores  will  make  their  first  open- 
ing during  the  last  week  in  February  or 
during  the  first  half  of  March,  so  that 
there  will  be  a  full  month  almost  in  the 
majority  of  cases  of  retail  selling  be- 
fore the  Easter  trade  arrives. 

When  opening's  are  held  so  early,  and 
come  before  winter  has  fully  commenced 


to  relax  his  grip,  extra  efforts  have  to  be 
made  to  impart  the  feeling  of  the  near 
approach  of  Spring  that  the  weather  so 
oft  denies.  It  is  not  enough  to  prepare 
a  setting  that  will  show  up  the  hats, 
mantles,  etc.,  to  perfection,  but  the 
background  of  your  window,  and  of  your 
interior  display  must  tell  plainly  and 
clearly  of  the  nearness  of  Spring  time. 

An  Orchard  of  Blooming  Trees. 

This  is  an  effect  that  store  decorators 
are  familiar  with,  and  should  know  to 
the  full  how  to  use.  One  very  backward 
Spring  a  few  years  ago  when  the  weather 
refused  to  behave  and  sent  snow,  ice, 
sleet  and  bitter  winds  in  the  place  of 
33 


running  waters,  blue  skies  and  golden 
sunshine,  a  departmental  store  decorator 
started  Spring  selling  in  departments 
that  were  full  of  new  goods,  and  only 
waiting  for  seasonable  weather,  by  turn- 
ing the  store  into  orchard  of  bloom-laden 
trees. 

Though  the  snow  was  flying  outside, 
when  once  you  passed  the  door,  the 
thought  that  Spring  was  not  far  away, 
and  that  it  was  wise  to  begin  and  pre- 
pare was  irresistible.  This  is  the  idea 
you  must  aim  to  give  your  visitors  at 
opening  times,  and  if  you  get  the  people 
into  the  right  vein,  buying  is  sure  to 
follow. 


Early  Spring  Display  of  Plain  and   Roman   Stripes 


AX  early   February  window  put  in  by  the  decorating  staff  of  the  T.  Eaton  Co.,  Toronto,  featured 
Roman  stripes  and  novelty  plaids.     The  class  of  colors  seen  in  these  materials  are  on  the  order  of 
the  Balkan  colors  so  much  en  evidence  last  Spring— only  they  are  not  so  bright  nor  so  crude  in 
tone.    The  brightness  is  further  modified  by  the  very  dark  browns,  greens.  Davys  and  garnets  that  are 
used  for  the  ground  color  for  both  stripes  and  plaid-. 

The  materials  used  in  dressing  this  window  are  fancy  plaids  and  Roman  stripe-  in  soft  woolen 
fabrics,  striped  moires  and  paillettes  and  other  soft  satins  in  fancy  plaid  and  Roman  striped  patterns 

Drap.-s  arc  shown  on  figure  forms  with  the  material  arranged  so  as  to  give  the  effect  ol  the  com- 
plicated cutting  and  the  tier  and  tunic  effects  of  the  skirt.  The  waist  drapery  simulates  boleros  or  Etons 
and  plaid  silk  is  used  to  suggest  blouse  or  waistcoat.  Novelty  buttons  in  Chinese  effeel  showing  the 
colors  of  the  stripes  are  used  as  Hammings  and  are  also  shown  on  cards.  A  novelty  in  the  way  of  a  necklet 
of  narrow  silk  in  such  colors  as  tango,  Chinese  yellow.  Kelly  green,  and  bright  blue  put  together  with 
Oriental,  amber,  pearl  and  jet  heads  and  with  drop  ornaments  finishing  the  end-  i-  also  shown. 

The  high  drape  al  the  hack  of  Roman  sniped  velour  is  drawn  tightly  over  a  high  cardboard  drum, 
and  the  flowing  drape  at  the  side  is  of  Roman  striped  moire.  The  accessories  and  background  are 
vers  appropriate,  and  while  exceedingly  simple,  are  perfectly  calculated  to  set  off  the  warm  rich  color- 
ing of  the  materials  shown.  The  woodwork  of  the  background  ifl  while  and  there  l-  a  large  mirror  in 
the  centre  on  cadi  side  of  which  hang  in  straight  set  folds  curtain-  of  grej  blue  corduroy  velvet  I  he 
central  figure  in  the  window  is  a  wicker  vase  in  copper  gold  holding  a  sheaf  of  long-stemmed  red 
and  foliage. 


Tirst  Year  in  Small  Hats. 
Alter  many  BeaBons  in  which  large 
picturesque  bate  have  reigned  supreme, 
the  first  season  when  the  realrj  Bmall 
kit  is  being  featured  lias  arrived.  There 
is  a  very  decided  character  to  the  new 
decorator  should  presume 
to  put  in  a  display,  until  be  baa  made 
an  exhaustive  Btudj  of  the  new  milli- 
nei > .  and  decided  bow  beBi  to  plan  his 
ill ,  oral  iona  to  bring  out  I  be  beautj  oJ 
id,,  hats,  and  emphasize  their  best  lines. 
1 1  inn,,  i  b  must  remember  there  « ill  be 
the   i  ning,   the    Easti  r   millinen 


display,  and  the  Bhowing  of  the  Summer 
models  to  plan  for. 

Many    Black    Models    in    First   Display. 

Early  models  will  include  many  black 

hats,  and   hats  of  black  and  color,  and 

l  here      will    he      t  lie    glitter   of      jet    also, 

Height  is  another  feature  which  needs 
in  he  emphasized,  and  there  is  softness, 
transparency,  and  rounding  crown  lines. 
To  -linu  up  millinery  of  this  kind  back 
•  inmid-  will  need  to  be  light,  and  while 
vertical  lines  should  be  used,  thej  must 
nut  be  made  too  prominent, 
Chinese  and  Japanese  influence  is 
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si  ion-  m  Spring  fashions,  and  while 
are  others  no  one  of  which  domi- 
nates, then  i-  sufficient  of  the  former  to 
both  form  and  coloring,  tor  the-  use  od 
Chinese  and  Japanese  decorative  ideas 
in  the  preparation   of  display   features. 

When  this  Class  of  decoration  is  talked 
of,  the  mind  naiurally  turns  to  flower- 
ing   cherry    and    plum    branches,    and    to 

flowers  and  foliage.  Happily  these  all 
give  the  idea  of  Spring.  Spring  Bowers: 
dafTodilla,  tulips,  narcissi,  rambler  roses 

and   other  flowers  both   natural  and   sirti- 

i  Continued  on  page  39) 
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One  Merchant  Stayed— The  Other  Left 


Ever  see  a  "Cue  Price  Sale",  "Bankrupt"  or  "Receiver's 
Sale"  sign  nailed  to  a  KAWNEER  FRONT?  No,  your 
mind  picture  of  KAWNEER  FRONTS  is  one  o£  action- 
one  -which   shows   prosperity  and   big  business. 

And  there  is  a  logical  reason  for  that.  KAWNEER 
FRONTS  create  interest  on  the  part  of  the  passers-by — they 
make  the  people  stop,  then  enter.  After  all,  that's  the  true 
work    of  a   good  Store  Front — to  make  people  enter. 

Almost  every  day   we    see   just   such    a   condition    as   is 
shown  in  this  illustration — the  Merchant  with  the  oltl,  back- 
number  Store  Front  going  out  of  business  and  the  Merchant 
with  the    attractive,    busi- 
n  e  s  s-producing      KAW- 
NEER FRONT  constantly 
building  up  his  business — 
It's    a   lesson    that    shows 
failure   and   prosperity — 
not  an  exception  but  an  ev- 
ery-day  occurrence.     Most 

people  do  not  enter  a  Store  and  make  purchases  simply  be- 
cause of  the  large  stock  carried,  or  the  cheapness  in  price 
— they  buy  because  they  believe  they  will  be  satisfied — they 
have  been  favorably  impressed.  How  can  that  feeling  of 
satisfaction  and  favorable  impression  be  produced  in  a  more 
logical  and   business-like   way   than   by   a   modern,   clean-cut 

KAWNEER  STORE  FRONT? 

30,000  Merchants  have  staked  their  belief  in  KAW- 
NEER by  installing  it  in  their  Stores — and  those  same 
30.000  Stores  are  today  pointed  out  as  the  most  successful. 
They   are  the   leaders — patronized  by  most  of  the  people. 

The  type  of  KAWNEER  FRONT  shown  here  may  not 
be  adequate  for  your  business,  nevertheless  the  underlying 
principles  are  exactly  the  same.  This  front  -was  designed 
to  make  salei — to  keep  out  the  snow  and  rain,  to  let  day- 
light into  the  Store,  to  cost  nothing  for  upkeep  and  to  last 
indefinitely.  It's  one  of  the  30,000  that's  doing  it.  In  the 
largest  trade  centers  the  streets  are  lined  with  KAWNEER 
FRONTS  and  in  the  smallest  hamlets,  even  down  to  150 
people,  you  will  find  KAWNEER  FRONTS  making  money 
for  the   Merchants   behind  them. 

Krawneer 

Manufacturing  Company 
Limited 

frauds  J.  Plym,  President 
Dept.  O 

1193      Bathurst    Street 

TORONTO,  CAN. 


Let  the  experience  of  this  multitude  of  the  most  sue- 
scessful  Merchants  guide  you — don't  think  this  universal 
adoption  of  KAWNL1  R  is  a  fad — it's  founded  upon  the 
business  judgment  of  the  keenest  and  most  conservative 
Merchants  in  the   country. 

A  Particular  Type  For  Your  Business 

Every  one  of  you  million  Merchants  need  a  KAW- 
NEER I  RONT — not  merely  because  it  will  save  money 
in  repairs  and  paint  bills  or  act  as  a  proteclion  to  your 
displays,  but   because  of  the  sales — the  profits — it  will  make. 

The  type  of  Front  your 
business  requires  can  only 
be  determined  by  an  in- 
telligent analysis  and  to 
help  you  in  your  first  step 
we  ve  compiled  and  print- 
ed "Boosting  Business  No. 
21.  It  s  without  question 
the  most  instructive  and  interesting  Store  Front  book  ever 
published.  Send  for  it  and  see  the  actual  photographs  of 
many  of  the  best-paying  Store  Fronts  (big  and  little)  in  the 
country — see  what  other  successful  Merchants  have  adopted 
to  increase  business — see  photographs  of  some  of  the  1  ronts 
that  paid  for  themselves  in  eight,  ten  and  twelve  months. 
1  he  book  also  contains  drawings  of  suggestions  that  will 
help  you.  I  ill  in  and  mail  this  coupon  today — no  matter 
•where  you  are  located.  The  countrywide  KAWNEER  or- 
ganization enables  us  to  help  you.  Ihe  coupon  ■will  not 
obligate  you  in  the   least. 


neer* 


**g^K,»aiy 


COUPON 
Kawneer 

nufacturing  Company 
Limited 

j  pi,. 

pt.Q.     1193  Bathurst  St. 

TORONTO,  CAN. 

id    "Boosting   Business   No.    21" 


-without  obligation  to  me. 

•        Name 

,''     Street  and  No. 

f  City  or  Town.    .  

Business  
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Kaster  Display    of    Millinery  and  Ladies'  Ready-to-wear 


rlllS  handsome  and  effective  trim  was  the  wor 
<i riii <*,  a  C.W.T.A.  prize-winner.  The  decor 
lilies,  inn  "I  each  end,  and  the  other  in  the 
the  four  panels  at  the  back,  an  effective  feature  of 
the  full  length  costumes  and  waists,  Mr.  Meadows  »a 
oak,  stimuli  with  cherry.  Size  of  window  35  x  10  x 
back,  I'n n hut  with  Easter  lilies  and  barberry  sprays. 
ered  with  n  soft  shade  of  tan  felt,  decorated  with  cl 
ground.    Flour  covering  of  pure  white  flanneleth    w 


/,  of  A'.  0.  Meadows,  with  the  McLart  n  Co.,  St.  CatJt- 
'ilimi  of  the  window  includes  three  panels  of  Ea 
•  I  ntre.  A  large  lily  sininls  in  the  centre  of  each  of 
the  display.  Writing  of  tin  setting  In  planned  for 
ys\  "The  permanent  background  was  of  quarter-cut 
LO.  Square  iron  pillar  in  centre,  stained  same  as 
Temporary  background  cut  from  beavt  r  board  cov- 
ematis  vines,  shaded  in  tun.  blending  with  back- 
iili  fluffing  of  light  tun  silk.  Cost  of  display,  $20.00." 


Advertising  Spring  Goods  First  Week  February 

In  Spite  of  Lateness  of  Easter  Firms  All  Over  Canada  Arc 
Pushing  Spring  Lines  of  Dress  Fabrics.  .Mantles,  Millinery, 
Skirts,  etc. — Many  Stores  Going  into  Fashion  Talks  in  Their  Ads. 


LAST  year  Easter  came  before     the 
ments  of  the  "first"  and  "second" 
end   of    March    and   the   announce- 
openings     were    scarcelj     a     fortnight 
apart.     This   year   Easter   is   unusually 


nil  Spring  styles,  and  take  up  individual 
ones  farther  on.  Few  feel  Spring-like 
enough  to  devote  the  whole  space  to  the 
Spring  goods,  feeling  that  tag-end  sales 
cannot   l"  ed  entirely  vet.     The 


vaneed  this  year  to  The  Review  and 
the  keen  weather  of  earl\  February 
made  "Spring"  anouncements  all  the 
more   noticeable     was    that   the   earlier 

Spring  goods  are  placed  before  the  pub- 
lute.  Good  Friday  not  arriving  until  lie.  the  greater  the  opportunities  for  T.  Katun  Co.  on  February  11  disdained 
April  10.  But  for  all  that  dry  goods  displaying  a  variety  of  lines  and  the  Spring  announcements  altogether,  and 
stores  all  over  the  Dominion  rushed  in-  more  chance  id'  selling  them.  It  has  the  most  the  Robert  Simpson  Co.  would 
to  the  papers  as  well  as  their  windows  been  argued  that  there  will  he  a  double  do  was  a  four-inch  sinde  column  corner 
— with  spring  showings.  It  is  only  in  sale,  an  early  and  a  h'te.  especially  in  in  a  full-page  ad. 
the  last  year  or  so  that  the  date  on  millinery.  The  early  February  display 
which  Easter  falls  ha-,  not  determined  man,  however,  docs  not  counl  much  on 
the  period  the  merchant  has  chosen  for  ibis,  lie  feels  it  is  time  to  start  the 
ting  his  Spring  goods.  Now  it  is  new  stuff  going  and  rather  welcomes  the 
the  calendar,  irrespective  altogether  of  longer  period  in  which  to  gel  in  his 
,-.  and  the  tendency  is  to  bring  W()rk  of  persuadin-  the  public  to  buy 
back  the  dale  graduallj  t<>  near  the  first  ],js  0f|'rni 
,,\    i  'ebruarj .     It   would  almost  seem  as 

Instruct  Public  in  Styles 


if  the  Februai  5    ales  of  furniture  and 
hosiery  and   the  left-01  ers   of   1  he  Jan- 
uary sales  did   not    Batisfy   the  enci 
desires  of  the  buyers,  the  ad-men  and 
the  trimmers)  thej   musl  try  themselves 

,,ut    on    nbsolnteh     new    lines,    even    if    it 
does   mean   a    form    of  "rushing    the   sen 

.on." 

'I'!,,,   argument    as    it    has   been     ad- 


A  Btudy  of  the  ads.  that  are  being 
drawn  up  shows  in  ncarl\  every  case 
an  attempt  to  instruct  the  public  in  de- 
tails of  Spring  BtyleB.  In  some  the 
whole  ad.  is  devoted  lo  tins  to  the  ex- 
clusion of  special  items  and  prices; 
others  have  a  general  introductory  talk 
:;ti 


In   Moose   Jaw.    Sask. 

Out    in    Moose    daw,    Robinson,    Mm- 
Bean,      Limited.      "Tl  of    The 

Economist,"    in    a    five-column    ad. 
Spring  goods  I  prominent  place, 

with    a    panel    on    each    side    of    the    tism 

.  one  reading,  "Everj   ladj   \isitor 
should  see  the  new  Reai  Wears  on 

the  Fourth  Floor."  and  in  the  other, 
••The  Prettj  Spring  Wash  Fabrics  are 
here  in  great  varietj  Pirsi  Floor." 
Two  line-  oi  large  type  follow,  the  full 
width,  "The  Arrival  o!  N<  w  Goods, Plus 
Some  Special  Values  Should  Make  a 
Busy  Week."  In  the  body  of  the  ad. 
below  one  reads,  "Spring  is  asserting  it- 
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Your  Spring  Displays 

will  be  more  attractive  and  bring  you 
greater  results  if  you  use  a  few  D.&P. 
Display  Forms.  Your  dainty  Spring 
dresses  will  appear  to  the  best  possible 
advantage  when  shown  on  one  of 
these  fine,  modern  forms  because  they 
are  true  to  life  and  conform  to  the 
very  latest  1914  styles. 

We  make  and  have  in  stock  one  of  the 
largest  and  finest  range  of  high-grade 
forms  in  Canada.  Your  order  will 
receive  prompt  attention. 

Write  for  catalogue  to-day. 

DALE  &  PEARSALL 


106  Front   St.   E. 


TORONTO 


No.  1003  D 


No.  1001  K 


Special  Spring 
Offer 

to  introduce  this  Form 

Manufacturer's   and    Display    Model 
1914  Model  No.  40  HB 

Sizes  32,  34,  36,  38,  40,  42,  44 

In   canvas,   with   leather   shoulder  or 

a  dozen  armpiece  reinforced  skirt, 

$8.00 

(You  cannot  duplicate  this   form   anywhere 
for  less  than  $12.00) 


In  Black  Jersey  Cloth,  $4.50 


In  canvas,  without  leather  shoulders, 
$7.00 

•A1 

We  also  manufacture  the  famous  Hall-Borchert 
Adjustable  Dress  Forms 

We  specialize  in  Dress  Forms  and  can  save  you 
25  to  30% 

Hall-Borchert  Dress  Form  Co. 

41-45  Lombard  St.,  Toronto 


LAMSON 


ECONOMY 


EFFICIENCY 


LAMSON  CARRIERS  improve  your  service  by  common- 
sense  centralization   and  equal   distribution   of  labor. 
They  cut  out  lost  motion,   reduce  the  payroll,  speed  up 
the  work,  and  ensure  correct  records. 
Thev    double    check    every    sale,    whether    it    be   "cash," 
"charge."   or   "C.O.D."     ARK   YOUR   NEIGHBOR! 
Wire — Cable — Tube — Belt  and  Pickup  Carriers. 

The   Lamson   Company,  Boston,  U.S.A. 


V- 


Representatives  in  all  principal  cities. 

SERVICE 


Jf 
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One  of  our  Famous 

French  Wax  Models 


This  figure  was 
'Imped  and  rich 
gown  supplinl 
through  t  h  < 
CO  a  r  t  e  sy  of 
Goodwin's, 
Ltd..   Montreal. 


II  i    have    Wax 
Figures  at  p 
starting      from 

s  1.1.00. 


We  will  Qlustrate  ;i  series  of  these  line  French  Wax  Figures  in  different  poses. 

They  will  make  your  windows  unusually  attractive  for  the  Spring  displays.  The  life-like 
pose  and  expression  of  the  face  make  them  stand  out  from  other  wax  figures  like  a  masterpiece 
painting  alongside  of  a  cheap  imitation. 

Yon  mighi  think  that  these  models  would  be  very  expensive,  but  Delfosse  &  Co,  can  furnish 
them  at  prices  that   will  astonish  yon. 

Write  at  once  and  ask  for  lull  particulars. 

DELFOSSE  &  CO. 

Office  and  sample  rooms      2  17.   24<)   Craig   Street  West.  Factory — 1,  3,  5,  7    Hermine  Street 

MONTREAL,    QUE. 
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Get  This  Book 


i 


i 


f     % 


S  G  HACK'  s 

Spring  Flower  Book 


Showing  .1  large  .mil  varied 
cnllei  tion  »l  llcir.il  units  and 
other  new  ideas  for  de 
window  ■>  and  inte 
spun-  ..  -  -rid* 
shades,  i.,\,j0F$ 
and  ..tlu-t^rT^" 


self  in  every  department  of  the  store, 
the  shelves  on  the  main  floor  are  being 
taxed  to  their  full  capacity  with  the  new 
Silks,  new  Dress  Goods,  and  lovely 
Wash  Fabrics  of  every  description." 

"Silk  Waists  in  the  Newest  Styles*' 
have  a  section  of  the  ad.  to  themselves. 

Full  Space  to  Spring  in  Victoria. 

Gordon  Drysdale  Limited,  of  Victoria, 
just  after  February  started  devoted 
their  full  space  to  "New  Suits  For 
Spring,"  shown  in  a  variety  of  At- 
tractive Styles.  Then  after  a  short  in- 
troduction comes  the  following  style 
notes : 

The  Coats  feature  the  new  short 
lengths  (24  to  26  inches)  and  inmost 
cases  are  of  the  fancy  types.  Cut- 
away fronts  are  much  in  evidence  in 
the  new  models,  while  the  Chinese 
effect  at  the  back  and  the  kimona 
sleeves  are  features  of  special  note. 
Then  again,  some  of  the  coatsi  are 
carried  out  in  Eton  and  bloused  ef- 
fects with  belted  backs.  These  are 
decided  changes  and  while  novel  in 
design  are  particularly  good  style. 

The  Skirts  in  a  great  many  in- 
stances are  of  the  "peg  top" 
variety  and  drapes  are  strongly  fea- 
tured. Even  in  the  plainer  skirts 
foldsi  of  the  material  indicates  the 
popularity  of  the  more  fancy  styles. 


Before    Planning  Your 
Spring  Windows 

If  you  have  seen  onr  other  Flower  Books,  you  will  know 
what  it  means  when  we  say  Schack's  Spring  Flower  Book 
is  the  best  we  have  ever  issued.  We  consider  it  the  best 
book  that  has  ever  been  published  on  Spring  Window 
decoration. 

Schack's  Spring  Flower  Book  contains  hundreds  of  new 
ideas  that  have  never  before  been  published.  These  splendid 
designs  have  been  worked  out  in  the  Schack  studios  by  our 
special  designers.  You  will  find  them  wonderfully  attrac- 
tive and  you  will  be  surprised  to  discover  how  easily  they 
can  be  carried  out  in  your  own  windows. 

YOU   CERTAINLY   NEED  THIS    BOOK 

The  ideas  it  contains  are  the  best  that  can  be  produced, 
and  you  will  find  them  a  big  help  in  designing  your  Spring 
windows.  Our  special  designers  are  working  constantly  to 
develop  new  and  attractive  ways  for  using  Schack  products, 
and  the  illustrations  in  this  book  show  you  exactly  how  our 
flowers  will  appear  in  your  own  windows.  Send  in  your 
name  now  for  Schack's  Spring  Flower  Book  No.  DW50. 

SCHACK  ARTIFICIAL  FLOWER  CO. 

1739-41    MILWAUKEE  AVENUE,  CHICAGO,  ILL. 


PLANS  FOR  FIRST  MILLI- 
NERY OPENING 

(Continued  from  page  34.) 

ticial  should  be  used  in  both  department 
and  window.  Canaries  in  cages  are  easy 
to  obtain  and  are  a  good  adjunct  as  no 
music  gives  the  spirit  of  Spring  like  the 
song  of  a  bird.  Other  music  should 
supplement  this  if  possible.  Possibly 
some  trimmer  may  say  that  these  ideas 
are  not  new,  and  to  these  objectors  it 
may  be  replied  that  Spring,  flowers  and 
birds  and  the  re-birth  of  greenery  is  ever 
old  and  ever  new,  but  it  is  up  to  the 
decorator  to  give  it  an  individual  and 
original  interpretation. 

Work  That  Falls  to   Sales  Staff. 

There  is  much  of  the  decorative  work 
in  the  millinery  department,  that  of 
right  falls  to  the  lot  of  the  selling  staff. 
This  work  includes  the  trimming  up  of 
the  wax  heads,  and  half-figures,  the  pre- 
paring of  the  show  cases,  and  the  filling 
of  the  fancy  baskets  that  no  modern 
millinery  department  is  now  without, 
and  the  arranging  of  stock  on  stands, 
etc.  The  decorator  and  the  head  of  the 
department  should  act  together  in  the 
arranging  of  this  part  of  the  display,  so 
that  no  clashing  of  effects  should  show. 
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Exclusive  Stock  in  Boxes. 

Though  there  is  always  necessary  room 
for  the  hat  stock,  in  cases  and  drawers, 
the  something  different  that  makes  sales, 
can  be  added  at  little  cost.  During  the 
opening  period,  keep  the  show  pieces, 
and  high-priced  millinery,  in  cardboard 
hat-boxes,  which  have  been  covered  with 
floral  paper  imitating  tapestry  or  chintz. 
This  will  enable  the  saleswoman  to  bring 
out  models  that  the  customer  has  not 
had  the  opportunity  of  seeing  previous- 
ly, and  will  impart  that  air  of  exclusive- 
ness,  that  often  makes  the  sale  with  a 
wealthy  customer.  Any  good  stock  of 
wall-papers  can  supply  suitable  patterns 
and  it  should  not  be  hard  to  find  help 
to  cover  the  boxes. 

Trying-on  Rooms. 

According  to  the  size  of  the  depart- 
ment, and  the  class  of  trade  the  store 
draws,  there  should  be  two  or  more  try- 
ing on  rooms,  where  a  particular  custo- 
mer can  be  waited  upon,  free  from  the 
interruptions  that  must  occur  in  the 
open  department.  These  rooms  need 
not  be  permanent  but  can  be  arranged 
by  pulling  out  cases,  and  by  arranging 
rods  and  curtains.  The  light  should  be 
good,  but  it  should  be  deftly  screened 
so  that  it  is  not  too  glaring.  Mirrors, 
tables  and  comfortable  chairs  should  be 
provided. 


MILLINERY 


Good  Guarantee  for  Profitable  Millinery  Season 

Fashion  Favorable  to  Use  of  So  Many  Lines  of  Trimming  a  Bright 
Factor  —  Pressed  Hats  Will  Have  Good  Sale  —  Smart  Turban 
First,  but  Sailors  Later — Many  Ostrich  Effects. 


PREPARATIONS  arc  going  steadily 
forward  for  the  opening  up  of  the 
Spring  and  Summer  millinery  sea- 
son tor  1914.  Slocks  in  all  departments 
will  be  full  of  novelties,  and  both  im- 
ported models  and  the  models  produced 
in  Canadian  workrooms  were  ready  for 
buyers  in  time  tor  the  openings.  The 
millinery  trade  is  decidedly  optimistic 
as  to  the  prospects  for  the  new  season — 
for  conditions  arc  improving,  and  though 
conservative  buying  is  expected,  the  fact 
that  fashion  is  favorable  to  the  use  of  so 
many  lines  of  trimming  and  (hat  it  is  no 
longer  just  a  shape  and  a  plume  that  is 
worn  will  in  itself  form  a  uood  guaran- 
tee for  a  profitable  season. 

The  season  that  is  opening  up  prom- 
ises  to  be  a  general  one,  one  in  which  al- 
most the  whole  gamui  of  millinery 
materials  will  be  wanted.  Jet  is  experi- 
encing a  stron--  revival,  and  if,  as  some 
authorities  point  out,  jet  seldom  con- 
tinues as  a  Summer  article,  there  is  little 
doubt  but  thai  it  will  again  come  to  the 
front  in  the  Fall.  The  jel  that  is  used 
is  really  nol  jel  at  all  hut  a  mixture  of 
wood  silk  and  gelatine  that  has  all  the 
brightness  and  glitter  of  jet  and  the 
lightness  of  a  feather.  The  jet  favored 
Comes    in    the    form    of    tiny    beads    and 

sequins  in  close  si  t,  not  very  well  defined 
patterns,  and  is  used  both  for  crowns 
and    brims.      Ornaments    conic    in    many 

forms    such    as    long    pins    cabochons, 

mounts   for  clasping  around    the   base  of 

the   high   feather  effects,  cords,  girdles, 

drops   and    tassels,      .let,   inaline.  and    I  a  f- 

feta  or  jet   maline  and   moire   form  the 

most     favored    of    the    earl\     sea  .sou    com 
binations   and    in    addition    straw    is  also 
freely  used, 

Pressed    hats   wil]    have   a    g I   sale. 

but    as    a    rule    either    the    brim    or    I  he 

crown  will  be  us,  d  in  making  up  the  hat. 

I  I    the    brim    is   of    straw    ihe    crow  n    w  ill 

be  of  flowers  or  some  material,  and  it  is 
the  brim  that    is  oftenesl    used.     Straw 

bands,  muffs.  COneS,  plateaux,  and  whal 
are   know  u   as  bins  COnOB   w  ill   .ill    be   USI  d. 

The  crown  is  eithei   of  Batin,  taffi  ta  or 

-I     the  m;m\     printed     materials, 

Man}   crow  us  are  of  maline  and  are  so 

parent      that    the\      -how      the    hair 


through.  The  demand  is  all  for  fine 
braids  with  hemp  and  .Milan  or  moire 
tagal  as  the  most  important  item.  The 
\ei\  high-class  trade  is  taking  Belgian 
split,  and  Italian  Milan,  and  there  is 
some  cheaper  demand  for  chip.  Crin  is 
much  used  but  comes  chiefly  in  the  form 
of  bands  and  plateaux,  etc.,  and  is  com- 
bined  with  lace  and  maline. 

For  the  early  season  there  is  a  wealth 
of  smart  turban  shapes,  but  the  tendency 
if  for  sailors  later — not  banded  sailors, 
hut    fancy   sailors   that    will   be   trimmed 


Sailor  shape  of  Belgian  split  straw.  The 
hat  is  slashed,  allowing  the  crown  to  come 
through  and  form  a  bandeaux.  Moire  rib- 
bon, wreatli  and  hunch  of  mixed  llowers 
and  jet   ornament   form  the  trimming. 

with  lace  ribbons,  fancy  feathers  and 
last,  but    b\    no  means  least,  with   llowers. 

For  those  who  like  something  different 
there  are  the  double  decker S  which  look 
as  though  two  hats  were  being  worn  at 
once.      Many  of  the  Bailors  have  the  high 

bandeaux  effect  at  the  side  or  towards 
i  he  back  and  some  of  t  hem  ha\  e  the  hat 

slashed  at  the  brim  line  and  the  crown 
pushed  through  to  give  this  bandeaux 
effect,       Hals    of    this    kind    are    apl     to 

have  the  brim  much  wider  on  the  side 
that   is  elevated.     Crowns  as  a  rule  are 

round,      but    there      are      the      regulation 
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sailor  crowns,  and  crowns  that  exhibit 
considerable  height,  and  some  of  them 
have  the  creases  in  them  that  one  look* 
for  in   hats  for  masculine  wear. 

There  are  many  hats  this  season  that 
an  wholly  milliner  made,  and  many 
shapes  that  are  not  seen  in  the  straw 
department,  though  in  the  majority  of 
models  straw  is  used  for  the  brim. 
Many  of  these  shapes  are  on  the  Wat- 
teau  order,  and  there  are  many  bicornes. 
tricornes  and  four  cornered  hats  in  this 

Paradise  and  osprey  will  still  be  used 
for  the  expensive  hat  for  it  is  strong 
in  Europe  if  forbidden  in  New  York. 
One  result  of  the  American  plumage  laws 
is  seen  in  the  manipulation  of  ostrich 
and  other  feathers  into  beautiful  fancies 
to  take  the  place  of  the  forbidden 
plumes.  Burnt  ostrich  effects  are  par- 
ticularly good,  and  are  being  featured 
by    the    best    Paris  -    in    placi 

paradise,  numidi  and  goura.  Novelties 
made  from  the  plumage  ot  the  rhea  bird 

and    from   vulture   are   also  good. 

There  seems  to  be  no  limit  placed  upon 
the  new-  effects  in  ostrich.  The  flues 
are  manipulated  in  all  sorts  of  ways  and 
even  flowers  and  foliage  are  imitated. 
Among  the  best  sellers  will  be  the  vari- 
ous pom-pom  and  military  plumes  made 
of  clipped  ostrich.  Palm  tree  and  high 
mounts  form  one  of  the  most  distinctive 
features  of  th<  season.  There  is  some 
talk  of  coque  but  very  little  is  shown  so 
far.  Wings  are  small  and  pointed,  ami 
are  generally  used  in  pairs  perched  on 
the  very  (due  of  the  brim.  Many  quills 
are   used  and   they  are  often   crossed. 

Now  that  the  season  is  opening  up 
there  is  increasing  confidence  in  tin-  use 
<•['  flowers.  Flowers  this  season  show 
more  than  ever  the  wonderful  ingenuity 
and  inventiveness  of  the  Parisian  mind. 
The  new  floW<  ra  are  wonderfully  alike  in 
color  ami  design,  and  what  is  more 
wonderful  -till  are  distinctly  new  m  ar- 
rangement and  coloring.  This  w  ill  be  a 
ureal  season  for  mixed  (lowers,  and 
panaies,  roses,  lily-of-the-valley  and  for- 
get-me  oots  miter  into  every  combina- 
tion. Some  unusual  (lowers  are  intro- 
duced such  as  cylamen,  synnii 
i  Continued  on  page  -17.1 
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Dry  Goods  Review 


The  D.  McCall  Company,  Ltd. 


TORONTO 


lllllllllllllllllllll!lll!lllll!lllll!lil!l!lil^ 


The  new  and  clever 
things  in  millinery 


Every  week  adds  new  interest  to  the 
already  large  and  exclusive  McCall 
Spring  range  —  new  ideas,  clever 
productions. 

With  our  six  convenient  distribut- 
ing centres  you  need  never  be  out 
of  touch  with  "what's  doing"  in  the 
millinery  world.  Our  service  is  for 
you. 

A  call  at  any  of  our  warerooms  at 
any  time  will  pay  you  well.  For 
quick  and  satisfactory  service  try 
the  McCall  people. 


Keep  in  touch  with  us 
for  new  ideas 


mini  1:11,11:11.11 1 


iltillllllllllllll 


Warerooms  to  give  you  service  at : 

TORONTO 

WINNIPEG  OTTAWA  MONTREAL 

QUEBEC  VANCOUVER 
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Dry  Goods  Review 


M  I  L  L  I  N  E  R  Y 


Parisian  Mandate  on  Spring  Millinery 

Higher  but  no  larger  shapes. 

Latest  fiats  with  jet  art  sum//,  round  sailors. 

Minn/  brims  of  ribbon  as  well  ax  tin  trimming. 

Unusual  range  of  floral  novelties.    Roses  and  pansies  blended.    Somt  made  of  oilcloth. 

New  straw,  Belgian  or  .satin  split. 

Many  varieties  of  turbans  and  toques,  "ml  sailor  shapt  s. 

Double-deckers  the  newest. 

Hi  il  is  leading  color. 


Edict  of  Paris  is  Added  Height,  But  Small  Shapes 

Double-Deckers  the  Latest — Belgian  Split  the  High  Novelty — 
Red  the  Leading  Color  —  Many  Hats  Arc  Ribbon-Trimmed  — 
Descriptions  of  Creations  of  Famous  Parisian  Milliners. 


ami 


AW1S,    .Ian. 
new    hats 
trade      have      all 
tlic     models     that 


1*.        (Special.)  —  The 

made    for    the    Kiviera 

been      small, 

the     Parisian 


modistes  are  preparing  for  the  Spring 
openings  show  no  signs  that  would  indi- 
cate any  present  tendency  to  larger 
shapes.  The  real  change  seems  to  favor 
added  height  and  mosl  milliners  seem  to 
emphasize  high  models.  Not  only  are 
trimmings  high,  but  shapes  themselves 
are  being  drawn  up,  and  the  proportion 
of  high  crowns  and  extremely  high  flar- 
ing  brims  is  increasing.  And  this  ef- 
fecl  of  height  is  made  all  the  higher  by 
the  very  high  mounts  and  fancies  that 
arc  being  used.  Coque  is  coming  back 
line  and  jet  is  as  popular  as  ever. 

Paris  is  still  fascinated  with  jet,  and 
I  lie  latest,  hals  showing  this  develop- 
ment are  small  round  sailors  with  very 
narrow  straight  brims.  The  brim  and 
about  two  inches  up  the  crown  is  covered 
with  the  new  sequined  jet  while  the 
crown  is  formed  of  pleatings  of  maline 
and  there  is  a  high  jet  ornament  placed 
right  in  the  centre  of  the  front. 

Black  maline  hats  are  very  generally 
adopted.  Many  of  these  are  shirred  and 
a  very  high  velvet  ribbon  bow  is  placed 
against  the  crown  to  give  the  high  trim- 
ming. Maline  and  hemp  is  becoming  a 
mosl  popular  combination,  either  the 
brim  or  the  crown  being  of  straw  ami  I  he 
rest  of  the  hat  of  maline.  Two,  three 
and  Pour  cornered  hats  and  turban 
shapes  or  toques  come  uith  the  brim  of 
liemp,  or  Milan  tagel   with  crown  of  ma 

line  and    draperj     of  taffeta   or  moire. 

Fancy   ostrich,  ostrich    feather  banding 

outlining    Hie    edge    and    the    top    of    the 

ciown,   quills    of    ostrich    banding    ami 

black  shadow  lace,  goura,  imitation 
numidi    and    COque    feathers    as    well    as    ;i 


variety  of  ribbon  bows  are  the  favored 
modes  for  trimming  the  small  early  hats. 
Quantities  of  ribbon  are  used  on  tin 
new  hats  and  many  of  them  have  ribbons 
as  their  sole  trimming.  Again  there  are 
hats  that  are  almost  all  of  ribbon,  for 


Pour-cornered  shape  of  Milan  tagel. 
Sei'i  crown  of  taffeta  with  pleating  of  the 

same  silk  around  the  crown.  The  high 
mount    is   of   burnt    ostrich. 

the  brim  will  he  of  ribbon  and  the  hemp 
crown  will  be  almost  hidden  under  the 
ribbon  trimming.  Pressed  shapes  are 
lavishly  trimmed  with  ribbons,  and  rib- 
bons in  many  cases  give  both  the  line 
ami  the  high  note  of  ooloi . 

The  manufacturers  of  Bowers  have 
been  quick  to  Bee  the  possibilities  before 
Bowers   for  the  coming  sen  They 

started  in  earl\  to  show  (lowers  and  arc 
dated    up    to    Hie    results    of    their    cam 


paign.  Not  only  did  they  show  early  but 
they  put  out  an  unusual  range  of  floral 
novelties  in  mixed  colors  and  mixed 
blooms.  Roses  are  shown  in  natural 
and  unusual  shades,  and  pansies  and 
are  shown  together,  the  colors  of 
which  blend  and  run  into  each  other. 
Lilics-of-the-valley.  forget-me-nots,  small 
roses  and  other  flowers  are  combined 
with  velvet  foliage  in  both  natural  and 
fancy  shades. 

flowers  in  the  new  petunia  shades  and 
in  yellows,  tango  and  warm  browns  are 
in  high  favor. 

In  distinctly  novel  effects  are  shown 
medium  large  roses  with  the  centres  of 
silk  and  the  outer  petals  of  plaited 
straw.  The  foliage  that  e,„.s  with  these 
roses  is  made  of  dyed  cork  very  thinly 
sliced.  Flowers  made  of  oilcloth  very 
stiff  and  set  are  new.  Some  flowers  have 
both  stem  and  roots  attached.  Flowers 
are  being  used  for  the  crown  with 
brims  of  hemp  or  other  straws,  flat  - 
and  combinations  of  small  flowers  bcinsr 
besl    liked    for  this  pur: 

Beside  paradise  and  aigrette  there  are 
many  fancies  in  burnt  ostrich  and  there 
is  an  aigrette  idea  made  of  scorched  os- 
trich that  closely  imitates  heron  that  will 

be  good. 

The  new  straw  is  Belgian  split  or  satin 
split.  Hemp,  tagel  and  moire  or  Milan 
tagel  just  about  complete  the  list.  Paris 
is  also  favoring  horse  hair  or  crin,  as  well 
as  horse  hair  and  Straw  laces.  Some  of 
are  croc  heted  or  tatted,  but  simple 
I'luny  patterns  arc  very  popular.  All 
kinds  of  turbans  and  toques  are  Bhowing. 
Some  are  high  at  the  back  and  low  in 
front  others  are  reversed.  Many  are 
round  and  tit  snugly,  and  others  arc  oval. 
Newer  than  the  tnrhans  are  the  numer- 
1 1  Continued  on  page  47.) 


Plan  That  Dominating  Advertisement  For  the 

Easter  Number  Now 
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Dry  Goods  Revieu 


STYLE  LIDS /^  KIDS   <*UALITY 


DESIGNED    AND    MANUFACTURED   BT 

.  MAYER.  ft-SONS 

BABY    BONNETS     CHILDRENS     Qc    MISSES     MILLINERY 

SOLE     MAKERS      FAMOUS       LITTLE       CHERU'B      ALL     WASHABLE       HATS   (patented) 
SAMPLE   ROOMS  584  to  590    B'WAY       NEWYORK        FACTORY  114  to  |20    CROSBY    ST. 

1     *  ■  COPYRIGHT   1914    S-H.4-S0N5 


This  is  a  particularly  attractive  proposition  because 

"T    TT^Q    f~r    T^TT^C~~Attract  the  Children— Attract  the  Women. 
i^llVO    lur    iVll_>/0     —Sell  Easily  and  Quickly— Produce  Fine  Profits. 

All  the  smart  Styles  for  Spring  are  included  in  this  line  at  prices  from  $4.50  to  $18.00  per  doz. 
Send  open  order  for  assortment,  Fashion  Plate  C  and  Price  List  upon  request. 
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An  Advance  View  of  Parisian  Models 


Among  advance  shipments  of  Parisian  hats  the  following  striking  and 
representative  models  have  been  selected  for  a  detailed  description ,  as  giving 
milliners  an  accurate  idea  of  the  new  shop's   materials  and  the  manru 
which  they  «re  to  be  iisrrf. 


i '   I,  rtesj    of   I  >•  * i >< ■  1 1  hams,    Limited. 


ALONG  oval  turban,  a  Germaine 
model,  had  the  brim  made  of  a 
band  of  grej  green  straw,  the 
shade  being  very  similiar  to  the  one 
named  " concumbre, "  which  is  2806  on 
the  Claude  Freres  Co.  color  card  for 
Spring  1!)14.  The  straw  is  mitered  at 
each  end,  and  passes  around  the  crown 
forming  two  points  in  front.  The  crown 
is  nf  nialine  and  has  a  COCk's-comb  ar- 
rangement of  straw  lace  to  match  the 
color  id'  t'ie  brim  worked  in  a  simple 
Clunj  pattern.  The  rest  of  the  crown  is 
covered  with  shaded  grey  green  foliage 
and  along  the  base  of  the  lace  arrange- 
ment on  either  side  a  row  of  medium- 
sized  half  blown  ro.sos  in  tango,  gold  and 
pink,  is  placed. 

»     *     • 

ANOTHER  model,  also  a  turban,  is 
of  Virgin's  blue  moire  tagel,  that 
has  a  brim  formed  of  a  straight 
piece  of  the  same  straw  in  black.  The 
upper  edge  is  outlined  with  a  pleating  of 
narrow  moire  ribbon,  and  is  draped  up 
in  front  to  show  the  bine  straw  beneath. 
The  trimming  of  this  hat  is  placed  right 
in  the  centre  of  the  front  and  consists  of 
a  drooping  military  pom-pom,  blue 
underneath  and  black  on  top. 
*      ♦      • 

A  SMALL  while  moire  tagel  pressed 
hat  in  a  high  crowned  narrow 
brim  rolling  slightly  up  at  one 
side  in  a  style  very  reminiscent 
of  the  hats  worn  in  the  early  '80s,  was 
simply  trimmed  with  a  drape  of  wide 
sapphire   blue    ribbon    around    the   crown 

and  a  gTOUp  of  double   w  heel-  oft  he  same 

ribbon  on  the  turned-up  side.  To  make 
these  wheels  the  ribbon  had  a  cord  run 
through  a  tuck  placid   in   the  centre,  and 

a  shirring  drawn  tighl  on  the  inner  edge. 
Two   wheels   were   placed   together  and 

two  ends  of  ribbon  were  knotted  and 
drawn    through    the    hole. 


A  NAPOLEON  shape  had  the  brim 
of  black  split  satin  s|raw  ending 
in    shaped    points    on    either    side 

Like  t  In'  lip  of  a  jug,  in  w  hich  t  lie  i  rim- 
ming is  laid.    The  -oit  crown  placed  be 
twieii   the   two   upturned   brims   wa-  of 
11  's     blue    bi ocade    and    pom  poms 
ioi  med  of  shaded  \  elvel  cow  slip-  m  t  he 

blue    were    laid    ill    the    lips    above 
spoken   of.     Out    of  t he   largest    Bpi .i 
two  black  Mephisto  -tripped  quills. 


A  PERFECTLY  round  shape  some- 
what on  t  te  >aih>r  order  had  both 
crown  and  narrow  straight  brim 
com  red  with  jet  sequins.  A  narrow 
band  of  moire  ribbon  was  folded  around 
the  crown  and  an  ostrich  pom-pom  wa- 
placed   on   the   brim   on   each   side.     This 

hat    was  all   black. 

*  •      • 

TRIMMED  sailors  are  strongly  indi- 
cated and  a  verj  good  example  of 
how  they  will  be  treated  was 
given  by  a  model  of  black  satin  finished 
split  straw.  The  brim  was  in  double 
tubular  effect  that  needed  no  lining  and 
jusl  about  two  inches  above  the  brim 
the  crown  was  cut  away,  and  a  trans 
ent  crown  inserted.  Standing  high 
above  was  a  beretta  effect  of  pleated 
tulle  showing  between  the  pleat-  medium 
sized  garnet  and  tango  shaded 
crushed  fiat  to  the  transparent  crown. 
At  one  side  was  placed  a  pleated  ar- 
rangement of  wide  garnet  moire  rib- 
bon pinned  down  to  the  hat  by  jet  pins 

with   long   heads. 

•  •     • 

TWO  picturesque  models  of  the 
Watt  can  order  have  been  very 
much  admired.  One  is  very  trans- 
parent and  shows  black  net  lace  of  a 
very  sheer  and  light  character  over  the 
same  lace  in  white.  The  crown  is  round 
ami  moderately  low  and  the  brim  droops 
slightly  on  the  narrow  side  and  flares 
high  on  the  other  where  it  is  cut  to  al- 
low the  round  crown  to  appear  through. 
This  part  of  the  crown  is  white  and  the 
brim  is  double  and  slashed  into  battle- 
ments. A  girdle  of  small  jet  sequins 
goes   around    the   crown    where   it    droops 

and  coming  through  where  the  brim  is 
slashed  is  knotted  over  the  crown  and 
ends    in    two  jetted    tas-els. 

The  other  hat  is  a  coolie  shape  raised 
high  on  one  side  by  a  deep  handeauv 
I  i  at  is  of  black  hemp,  and  the  ban 
deaux  is  almost  hidden  under  a  number 
of  ruchings  <'\'  narrow  taffeta  ribbon 
The  crown  was  covered  with  black  taf- 
feta ribbon  pleated  and  spread  out  in 
Ian  shape.  The  join  between  crown  and 
brim  was  hidden  under  a  narrow  nich- 
ing broken  at  stated  intervals  with 
boutonneries   ol    -mall    rose-   with    coral 

pink   centre-  and   m\-ofes  blue  petal-     At 

the  low    -ide  oi'  hat  and  b1  an  ting  over 

the   brim    was  placed   a   drenched   ostrich 

quill.  Save  tor  the  brilliant  colored 
roses   this  hat    wa-  all   black. 
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To  the  Millinery  Trade 


Vyse,  Sons  &  Co. 

Limited 

of  London,  England 

The  largest  exclusive  Millinery  Specialty 
House  in  Europe 

announce  the  Opening  of  their  Canadian 
Showrooms  and  Warehouse  at 

229  Notre  Dame  St.  W. 
MONTREAL 

Where  they  will  carry  in  stock  at  all  times  a  comprehensive 
assortment  of 

Ladies*  and  Children's  Headwear 

Ready  for  the 

Spring   Millinery  Opening,  March  2nd 

with  an  unusually  attractive  array  of  European  Pattern 
Hats,  Trimmed  and  Untrimmed  Straw  Hats,  Flowers, 
Feathers,  Fancy  Trimmings  and  all  in  Millinery  Materials. 

You  are  cordially  invited  to  visit  our  new  Showrooms 
when  in  Montreal. 

H.  J.  Lelievre  and  R.  de  Grandpre 


Canadian  Managers 
229  Notre  Dame  Street  West, 


MONTREAL 


Barred  from  Plumage,  New  York  Turns  to 
Trimmings 


Semi-mushroom  shape,  silk  braid 
brim,  velvet  crown,  trimmed  with 
mixed  wreath  of  pansies  and  dahlias. 
Shown  by  Debennam's,  Limited. 


Jet  and  Sequin  Goods  Lead — Flowers  of  Small 
Variety  for  Spring  and  Summer  —  Metallic- 
Effects  in  Ostrich — Braids  of  Finer  Kinds. 


NEW   YORK,  Feb.   17.     (Special.)— 
\'e\\    York  .si  vies  are  evidi  otly  to 
be  swayed  by  the  clause  in  the  new 
tarifl  bill  prohibiting  ibe  importation  of 
the  plumage  of  certain  birds.     This  con- 


•  i 1 1  ]<>ii  is  leading  to  the  offering  of  a 
great  profusion  of  millinery  trimmings. 
A  Imost  e\  i  r\  arl  icle  i  hal  can  be  as<  <1  is 
pressed  into  service.  Firsl  and  fore- 
iimi-i  .uiii,  -  jej ,  bol  li  black  and  i  olor<  d. 
The  material  featured  under  the  name 
-I  . j < -i  is  a  compound  formi  d  oi  jj<  lal  ine 
and  wood  silk.  This  matt  rial  is  almost 
Ceather-weight.  Tiny  sequins  like  small 
heads  are  worked  into  allover  patterns 
on  tulles  and  nets,  and  jei  is  also  madi 
up  into  a  \a-i  variety  of  ornan 
r (*■  \\  and  unique  designs.  Besides  black, 
these  .pi   and  sequin  goods  come  in  the 

new     blues,    greens,    pinks    and    1'eds,    and 

:  he  bands  and  crowns  made  oJ  i  hem  are 
verj  handsome,  and  have  the  added 
merit  of  being  very  light  in  weight,  in 
spite  of  the  fad  thai  the  patterns  are 
fine  and  close  set.  Scotch  plaids  are 
shown  in  these  colored  sequins  in  com- 
binations of  red,  green  and  blue,  and 
there  are  also  lame  pins  of  colored  jet 
to  match.  Among  other  high  novelties 
may  be  mentioned  bands  of  straw  and 
crin,  as  well  as  muffs  and  other  fancj 


es,  and  some  of  these  bund-.  I  te„ 
have  I'ane.v  crowns  m  the  same  straw, 
only  they  are  not    ol    tbe     -.  color. 

Black  and   white  mense  vogue, 

and  so  is  black  and  color,  thai 

hand    is   of    black    the    ciov 

colored,  or  \  ice  \  i  rsa. 

Flowers  promise  to  nave  their  woi 
place    in    Spring   and    Summer   milli 

showing   an-  mostly  of   the 
small   variety     in   montures     and 
mountings    in    Watteau    colorii 
with  the  American  beauty  and  La  Franc* 
roses  featured. 

Vogue   in    Ostrich    Feathers. 

Ostrich  teal  her-  are  to  have  a  _:reai 
vogue,  and  the  ingenuity  of  the  trade 
has  been  directed  to  producing  th 
the  process  of  burning,  many  of  the  pro- 
hibited effects  and  designs.  Thes.  effects 
it  i-  expected  will  fill  the  gap  caused  by 
new  tariff  laws.  Ostrich  is  also  clipped 
and  formed  into  pom-poms,  bands. 
fringes,  and  innumerable  fancy  mounts, 
and  as  well  tin  re  are  full-headed  mounts 
and    tips.      Another   ostrich    novell 


are  the  latest  report  from  the 
Millinery  fashion  centres.  We  have 
the  newest  things  out,  in  all  the 
leading  brands  something  you 
cannot  obtain  elsewhere. 

Order  a  sample  line  to  brighten 
your  season  opening.  Our  prices 
arc   the   lowest. 

Satisfaction  guaranteed. 

Net  shapes  -  -  $2.50  per  dozen 
Wire  shapes    -    $1.50  per  dozen 

®Ei(hr@gQE  Msaft  &  Frame  C©( 

3®@  MdDfhr©  ©sunn©  S(l„ 
MONTREAL 


MANU- 
FACTURERS 
OF 


OSTRICH 

PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH   FEATHER    COMPANY.   Limited 
96-100  SPAOINA  AVENUE.  TORONTO 

Montreal  Agents:     S.  E.  PORTKR  «c  CO..    Birks  Building 


Not  an  Enterprise  for 
the  "Quitter" 

'I   "If  there   it  one  enterprise  on  earth."  aiyi  John   Waua- 
milker,    "thai    a    'quitter    should    leave    severely    alone.    It 

s  advertising;.     To   m:ike  ■  success  of  advertising  one 

must   be  prepared  to  stiek  like  ■   barnacle  on  a  boat'* 
bottom. 

"    "He     must     know     before     lie    boffins     It     that     he    must 
spend   money     lots  of  It. 

•  meboily   must   tell   bin    that    he  OUBOt    hope   to   reap 

result!   Commensurate    With    his   expenditure   early    in    the 

game. 

"    "Advertising    does    not    Jerk:    It    pulls.      It    begins    very 

gently  at  first,  but  the  pull  is  steady,    it  increases  day 
bj   da]   and  year  bj   year,  until  it  exerts  an  irresistible 

l>"\\  er." 
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formed  by  the  metalizing  of  ostricli 
feathers.  These  metallic  effects  come  in 
various  colors  and  are  much  favored  for 
trimming'  high-class  millinery. 

Besides  flowers,  Japanese  berries, 
fruits,  cherries,  apples,  plums,  limes  and 
other  miniature  fruits  are  shown  in  big 
variety. 

Finer  Kind  of  Braids. 

The  braids  are  all  of  the  finer  kind. 
Belgian  split  and  real  Italian  Milan 
have  the  call  fox  the  very  finest  trade, 
while  for  moderate-priced  selling  hemp 
and  picot  or  Milan  tagel  are  all  that 
there  is  to  it  in  the  straw  business. 

So  strong  are  these  fine  straws  at  the 
present  time  that  it  is  leading  to  the  pre- 
diction that  the  exclusive  trade  will  turn 
to  rough  braids  later.  Yeddos  and  what 
are  known  as  "oyster  braids"  are  being 
shown  by  one  or  two  Paris  houses  at  the 
present  time. 

© 

EDICT  OF  PARIS  ADDED 
HEIGHT 

(Continued  from  page  42.) 

ous  sailor  shapes.  Some  are  quite  small 
and  perfectly  round  witli  the  tiniest  of 
narrow  brims.  Some  have  soft  round 
crowns  and  brims  rolling  up  on  one  side. 
Still  newer  are  the  sailors  with  the 
round  crown  projecting  through  the 
brim  and  forming  a  sort  of  bandeaux 
that  rests  upon  the  hair.  The  latest 
shapes  of  all  are  the  double  deckers 
having  the  appearance  of  two  shapes 
placed  one  over  the  other.  Many  models 
come  in  the  Watteau  style  and  these 
hats  which  are  worn  high  on  the  left  side 
and  tilted  so  that  they  come  down  on  the 
right,  reveal  the  hair  in  a  manner  that  is 
very  new. 

The  principal  colors  in  straws  are  mor- 
dore,  and  all  tan  shades,  serpent  green, 
peacock  blue,  and  all  the  reds  ranging 
from  cardinal  to  Bordeaux.  Red  is  de- 
cidedly the  leading  color  in  Paris  at  the 
present  moment. 

Maire  &  Annie  is  a  new  house  that  is 
making  a  specialty  of  tailored  hats.  One 
of  their  most  striking  models  is  a  polo 
turban  of  tete-de-negre  Milan  tagel  hav- 
ing small  Mercury  wings  of  the  same  col- 
or standing  out  from  the  brim  on  each 
side.  All  the  houses  practically  are 
showing  Watteau  hats  with  the  trimming 
schemes  worked  out  in  small  flowers  and 
ribbon.  French  blues  and  coral  and  rose 
pinks  are  effectively  combined  with 
black.  Many  of  these  hats  are  made  of 
plateaux  of  Leghorn  or  hemp  with  the 
back  turned  up  high  and  filled  in  under 
the  brim  with  rosettes  of  velvet  ribbon. 
Wreathes  of  flowers  are  placed  around 
the  brim  or  are  massed  on  the  bandeaux. 

Reboux  is  showing  many  small  sailors. 
One  of  these  was  very  small  and  was  of 
royal  purple  hemp  with  a  band  of  evique 


Suggestions  of  the  Spring-Time 


oucci;  \1 
1W 

'1W 

June 
Bitcies 
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W&kS 


Just  Arrived, 


C.W.T.A.   PRIZE-WINNING  CARDS,  BY  ROY  N.  THEOBALD,  ST.  THOMAS. 

No.  1  is  a  dainty  card,  hand-painted,  with  floral  design  in  natural  colors,  giving 
a  beautiful  effect.  The  lettering  is  a  combination  of  pen  and  brush  work.  The 
arrangement  is  very  neat,  and  the  inscription  stands  out  well,  being  black  on  a 
white  coated  cardboard. 

No.  2  is  an  attractive  card  for  a  Spring  opening.  The  decorative  scheme  is 
worked  out  with  an  air  brush,  as  is  the  lettering,  which  is  in  white  with  relief 
shading. 

Mr.  Theobald's  prize-winning  display  included  some  attractive  Fall  Opening 
Cards. 


velvet  ribbon  around  the  crown  which 
served  to  hold  in  place  small  fantastical- 
ly curled  tips  that  were  placed  at  inter- 
vals all  round  the  crown.  A  high  turban 
shown  by  this  house  was  in  Belgian 
split  straw,  with  the  brim  raised  high 
and  slashed  at  each  corner 


PROFITABLE  MILLINERY 

(Continued  from  page  40.) 

in  the  new  petunia  and  garnet  and 
tango  shades.  Not  only  are  flowers  to 
be  used  but  this  promises  to  be  a  big 
season  for  grasses,  and  wheat  which  it  is 
said  will  take  the  place  of  osprey  on  the 
Summer  hat.  Boutonnieres  of  mixed 
flowers,  trails  and  wreaths  are  used  in 
many  wonderful  ways  on  the  new  pat- 
tern hats.  Besides  flowers  there  are 
berries,  apples,  cherries,  limes,  straw- 
berries, thistles  and  buds  in  unique  and 
elaborate  colorings.  Floral  hat  pins 
matching  the  small  tight  trimming- 
bunches  are  also  new. 

The  high  novelty  in  lace  comes  in  the 

horse-hair  and  straw  laces.     These  laces 

are  used  for  brims  often  in  double  effect. 

Their  most   striking  use  is  for  forming 
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the  comb  effect  across  the  crown  of  the 
new  Cocorieo  models.  Ribbons  and 
ostrich  tips  are  also  used  for  this  pur- 
pose. Fine  shadow  and  very  sheer  net 
laces  are  extensively  used,  white  lace 
being  veiled  with  black. 

Almost  every  hat  has  ribbon  trimming 
in  some  form  or  other,  and  what  should 
encourage  the  sale  of  ribbons  is  that 
nearly  every  hat  shows  a  different  way 
of  using  ribbon.  Narrow  ribbons  and 
ribbons  up  to  six  inches  are  the  big 
sellers — when  wider  widtiis  are  wanted 
the  milliner  joins  two  or  more  widths 
and  often  gains  variety  by  so  doing. 
Moire  ribbon  is  used  extensively  at  pres- 
ent, but  later  on  in  the  season  the  de- 
mand will  come  more  heavily  on  taffetas, 
faille  and  cords.  Roman  stripes  and 
plaids  lead  in  fancies  and  there  are 
Chinese  and  weird  new  "Art"  patterns 
and  color  effects  shown  in  warp  prints 
and  printed  ribbons.  Metal  brocaded 
ribbons  form  one  of  the  opening  novel- 
ties. Metal  patterns  are  thrown  onto 
grounds  of  velvet  or  gauze,  and  some 
beautiful  color  effects  are  shown.  Velvet 
ribbons  are  particularly  well  liked  and  a 
novelty  make  that  has  a  coarse  ribbed 
back  that  gives  a  faint  ribbed  effect  to 
the  velvet  has  caught  the  fancy  of  the 
trade. 
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HINTS   TO   BUYERS 

Prom  Information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "He- 
iriew"  do  not  neoessaril]   hold  themselves 

~iblc. 


VYSE  SONS  &  CO.  OPEN  BRANCH 
AT  MONTREAL. 

It  will  be  of  interest  to  buyers  of  mil- 
liner; goods  to  learn  that  Vyse  Sons  & 
Company,  Limited,  one  of  the  oldest 
established  millinery  specialty  houses 
in  London,  England,  have  op<  m  <1  ;i 
Canadian  branch  at  229  Notre  Dame 
-i  reel.  west.  Montreal.  The  Canadian 
business  is  in  charge  of  H.  J.  Lelievre, 
formerly  with  Dehenhani's  (Canada) 
Limited,  and  R.  de  Qrandpie,  until  re- 
cently with  Farrell,  Belisle  &  Company, 
Both  arc  young  men  of  experience  with 
many  friends  and  thej  will  no  doubt 
make  a  decided  success  of  the  new  ven- 
ture. Their  travelers  will  cover  every 
province  of  the  dominion  in  due  course. 

The  firm  of  Vyse  Sons  &  Co.,  Limited, 
is*  already  well  known  to  Canadian 
buyers  as  they  have  been  doing  business 
direct  from  their  London  offices  for  some 
years  past.  The  establishment  of  a  Can- 
adian warehouse  and  showrooms  marks 
a  step  forward  in  their  policy  of  giving 
the  Canadian  trade  an  even  better  ser- 
vice than  in  the  past.  With  the  large 
stock  they  will  carry  at  all  times  and 
their  large  manufacturing  output,  they 
will  be  enabled  to  fill  orders  promptly 
and  to  offer  new  goods  as  they  are  re- 
ceived   from   the   fashion   centres  of  the 

world. 

An  idea  of  the  size  and  importance 
of  the  business  of  Vyse  Sons  &  Co., 
Limited,  maj  be  gathered  from  the  fact 
i  hat  they  own  and  operate  five  factories 
in  London,  St.  Albans,  Luton  and  Red- 
bourne,  England,  and  bave  branch  offices 
and  warehouses  in  Paris,  Brussels, 
Buenos  Ayres,  Cardiff,  Manchester,  etc, 

The    new    showrooms    m    Montreal    will 

be  iii   readiness  for  the  Spring  opei 
March   2nd.   with    .1    verj    iine   array    of 
hats,     trimmed    and      untrimmed 

-Iran     hats,    fiowers,    feathers   and    every- 
thing in  millinery  accessories. 


LARGER  P.  C.  CORSET  WAREROOMS 

Owing    to   the    increased    demand    for 

imou     P.    C.    <  lorsel    and   t  be   en- 


couragement received  from  time  to  time 
in  regard   to  the  Toronto   warehouse  on 
Wellington     Street      W.,     the     Parisian 
et     Manufacturing    Company     have 
been  persuaded  to  move  their  (.Dice  and 
stock-room   to   a    more   commodious   and 
spacious  warehouse,  situated  at  77  York 
Street.     There   has   been   a   steady   and 
decided  increase  from  Toronto  for  some 
time    past,    and    now   that    the   bus 
warrants  a  larger  room  and  the  firm  are 
settled  therein,  they  are  in  better  shape 
to      serve      their      many     clients     in      a 
most   satisfactory   and  pleasing  manner. 
Mr.     Louie,     the     manager,     would     be 
1 'leased   to  meet  any  merchant   when  in 
Toronto,  and  his  time  and   services  will 
be   at    their  disposal.      Not   only   lias   the 
fame  of  P.   C.   Corsets  been   so   in  On- 
tario,  but   in  Western    Canada   the   ser- 
vices of  Mr.  F.  J.  McFadden  have  been 
secured.     He  will,   therefore,  look   after 
the    company's    interests    in     Manitoba 
and     Saskatchewan,    while     Mr.     T.    H. 
Adams,   who   has   represented   them   pre- 
viously,  will   devote  his  time  to  British 
Columbia   and   Alberta. 


-i?&- 


OLYMPIC      MANUFACTURING      CO. 

A  fully  live  and  up-to-date  concern 
which  reports  meeting  with  <rood  suc- 
cess both  during  the  past  season  and  the 
present  is  the  Olympic  Manufacturing 
Company.  04  Colborne  St..  Toronto. 
The  personnel  of  this  company  are  prac- 
tical knitters  who  are  old  in  experience 
while  they  aim  at  the  same  time  to  have 
their  machinery  ami  appliances  of  the 
latest  and  most  up-to-date  type.  They 
are  now  devoting  their  energies  to  the 
production  of  hand  finished  goods  made 
of  quality  imported  woollen,  silk  and 
camel's  hair  yarns.  Their  sroods  are 
full-fashioned  throughout  and  are  de- 
signed specially  to  keep  their  shape, 
parts  are  all  hand  selvaged  before  be- 
ing joined  to  guard  against  ravelling  of 
the  edges. 

MARCUS    ROMAN'S    SHOWROOMS. 
Buyers  of  ladies'  garments  "ill  be  in- 
terested to  learn  that  through  the  estab 

lislimeiil     of    showrooms     in     the     Jacobs 

Building,  Montreal,  bj  Marcus  Roman, 
iln\  will  be  able  to  see  from  time  to 
time  the  latest  creation-;  of  New  York 
designers  and  manufacturers  in   waists, 


petticoats  and  bathing  suits.  Mr.  Roman 
has  secured  the  sole  Canadian  agency 
for  Andrew  Ryan,  Inc..  of  New  York, 
manufacturers  of  silk  petticoats  and 
bathing  suits;  the  Eagle  Skirt  Co.. 
York,  makers  of  all  kinds  of  petticoats. 
including  the  celebrated  "Snugfit" 
brand.  This  latter  has  a  patented  ad- 
justable waistband  that  makes  it  fit 
without  a  wrinkle.  Mr.  Roman  is  spe- 
cializing  on  voile  waists  of  every  descrip- 
tion, and  petticoats  and  Princess  slips  in 
high-class  novelty  designs  in  messaline, 
crepe  de  chine  and  jerseys.  Among  the 
waist  manufacturers  whose  lines  he  is 
showing  are:  Triangle  Waist  Co..  Riviera 
Waist  Co.,  Reliance  Waist  Co.  and  True- 
ville  Waist  '  0.,  of  New  York.  Buyers 
in  search  of  somethin?  different  would 
do  well  to  see  this  line  of  samples. 


-©- 


HENDERSON  &  SMYTH  CO.'S  JOIN. 

Robert  Henderson  &  Company  and  11. 
L.  Smyth  &  Company,  who  have  been  in 
business  in  Montreal  for  about  forty 
years,  as  manufacturers'  agents  and  com- 
mission merchants,  have  joined  forces, 
and  have  offices  and  warerooms  at  No. 
507  Read  Building,  Montreal.  They  will 
continue  to  handle  the  lines  cariicd  by 
these  firms  in  former  years. 


Condensed  Advertisements 


FOR  SALE 


FRESH,  CLEAN.  STOCK  OF  SUCKS  AND 
Moil's  Clothing  and  Furnishings  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
J.  T.  Locke,  The  Ark.  Corunna.  Out.,  for  in- 
formation. 

FOB  SALE  CHEAP.  POUR  PARCEL  CAB 

practically    new.    having    been 

ii-i  ■  I   for  t  w  0  111. on  Irs  only.     Applj    1      B    " 

&  O      Brantford,  Ont. 

WE    ABB    i'ITN    FOB    DEMONSTRATIONS 

of  :ill  linos  of  reliable  goods.  good 

■  us  allotted   ai  '1   «  li  I  lommnnl- 

cate  with  the  O.  W  Robinson  y.'^..  Ltd.. 
Hamilton. 


AGENTS    WANTED 

IQENT     WANTED     Bl      LA  ROE     ENGLISH 

Mnnul  I  es'  sku:s.  OteraJ  - 

Children's    Dresses     who    manufacture    to    the 

gale    tr:it!<\      So;  D  Is    tvipiir- 

rn  Canada  and  Western  i  Manu- 

facturers   :iro    alread;  -  ip(      with      the 

Canadian  trade,  and  have  a  connection,    i 

^'  partlcul  -  references 

.  i       Boi   ."-'.    1  tv   Go  is    R(  rlew. 


ADVERTISING     INDEX 


Barry,  W.  II..  &  Co 21 

Brock,  w    R  ,  Co.  I  Montreal)    ....  13 

Dale  &   Pearaall    .T7 



DeLonc  Hook  8   Eye  Co 17 

Dominion   Ostrich    Feather  Co.  18 

l  lull   Borcherl    Dress  Form  Co.    . . .  37 

I  lamillon    Cotton    <  !o Is 


Kaw  neer     Ml-      '  !o 35 

.    •'..    &    Son     23 

Kenyan,  C,  Co    :>1 

Lamson    Co :!i 

M.Ca".    D.,    CO 'I 

Millc,    Mfg   Co 33 

s.  M.i  .or  A  Sons  1 3 

48 


Montreal  Hal  A  Frame  Co 16 

Patrician    Cloak    Co 20 

Roman,  M 

Schaek    Artificial    Flower  Co 

Thompson  Lace  and  Veiling  Co. 
Toronto   Fad   Co ' 18 

\  yse  Son  &  Co    16 


— *=S^=»=» 


MEN'S  WEAR   SECTION 


Features  of  This  Number 


New  Western  Editor  for  The  Review. 

Adapting  Display  Fronts  to  New  Conditions. 

Novel  Advertising  in  Y.M.C.A.  Locker-Room. 

Two  Special  Articles  From  Expert  Accountant. 

Parcel  Post  Advertising. 

Basis  for  Advance  Buying  of  Clothing. 

Special  Designs  for  Easter  Cards. 

New  Lines  in  Ties  and  Shirts. 

Trims  Showing  Monogram  Shirt,  and  New  Spring- 
Shirtings. 

Clothing  for  Next  Fall. 


«£=^£W^' 
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^umlorf 
Overshoes 


Rubbers  and 
Over-Stockings  in  One. 

Easy  to  put  on  and  take  off.  Fit  well 
—Look  well— Wear  well.  Alliliesfor 
women  and  children. 

Buy  tbem  and  protect  yourself  and 
family  from  winter  Ilia.  2 

Canadian  Consolidated  RubberCo. 
Limited.  Montreal 


All  Dealers 


Kumfort 

•AQyer- 
V      Shoes 


Rubbers  and 
Over-Stockings 
AH  in  One. 

Easy  to  put  on  and 
take  off.  Fit  well- 
Look  well — Wear  well. 
All  sizes  for  women 
and  children. 

Buy  them  and  protect 
yourself  and  family 
from  winter  ills. 

Canadian 

Consolidated 
RubberCo. 
Limited, 
Montreal. 


All  Dealers 


These 
ADVERTISEMENTS 

are  appearing  in  thousands  of 
daily  newspapers  in  Canada 
during  the  winter  months. 

Have  You 
A  Sufficient  Stock  of 

KUMFORTS 

to  meet  the  demands  of  your 
customers  for  this  popular 
seller?  If  not,  send  your  order 
to-day    to    our    nearest    branch. 


CANADIAN 

CONSOLIDATED   RUBBER 

CO.,  LIMITED 


Montreal 


28   Branches  Throughout   Canada 


MEN'S  WEAR   SECTION 


Ingersoll  Merchant  uses  Axiom  of   Euclid  to 
Increase  Sales  of  Men's  and  Boys'  Wear 

Seven  Display  Fronts  in  Place  of  Two  —  Combines  Men's  and 
Boys'  Clothing  and  Furs  on  One  Side  of  Store  —  Carries  Out 
Advertisements  to  the  Letter. 


A  STORY  of  a  men's  wear  store  in 
Woodstock,  Moore  &  Doherty's, 
where  the  single  window  had  been 
transformed  to  two  with  oval  curves  at 
the  front  corners  because  they  would  be 
* " the  only  oval  windows  in  town,"  was 
told  in  the  last  issue  of  The  Review. 
In  this  article,  an  Ingersoll  store  is  men- 
tioned, that  of  George  Nay  Ion,  that  has 
windows  that  are  in  a  class  with  few 
others  in  the  province,  as  will  be  seen 
by  referring  to  the  accompanying  illus- 
tration. 

Both  these — as  others  already  de- 
scribed— indicate  a  feature  in  present 
day  methods  in  connection  with  men's 
stores, — the  development,  to  the  utmost, 
of   the   possibilities   of  window    display. 

Windows  Their  Best  Ads. 

Many  leading  men's  furnishers  hold 
that  their  windows  are  their  best  adver- 
tisements; that  the  taste  and  originality 
in  trimming  and  the  quality  of  the 
goods  set  forth,  are  more  than  any 
printed  word  can  be,  an  index  of  the 
character  of  the  goods  within.  There 
has  come  to  be  so  little,  comparatively 
speaking,  of  the  stock  in  a  men's  store 
that  can  be  classed  as  staple  lines,  such 
as  any  merchant,  good  or  poor,  can  be 
relied  on  to  keep.  Time  was  when  all 
collars  looked  alike,  and  there  was  a 
sameness  in  ties,  in  shape,  fabric  and 
design  that  enabled  a  man  to  pick  one 
out  with  his  eyes  shut,  provided  only 
the  color  was  told  him.  There  was  the 
regulation  dress  tie,  so  much  so  that  a 
man  who  was  ordinarily  careful  and 
tucked  it  away  in  its  little  box  in  his 
drawer,  could  pull  it  out  next  winter 
and  be  quite  in  style.  Chances  are  he 
repeated  the  performance  three  or  four 
years  before — or  after.  Season  after 
season  the  hats  were  identical,  the  bands, 
and  crowns  and  brims  were  the  same 
shape  and  height  and   width,  and   there 


were  no  velvet  trimmings  or  back  bows 
or  cute  little  feathers  to  proclaim  a  man 
who  wore  last  year's  vintage  as  behind 
the  times.  And  for  clothing  a  similar 
word  might  be  said. 

Bigger  Opportunities  Now,  If— 
The  revolution  that  has  decreed 
yearly  changes  in  styles  lias  in  the  main 
been  all  for  the  good  of  the  men  who  are 
''on  the  inside  looking  out."  There  is 
the  disquieting  risk,  ever  existent,  that 
stocks  may  be  held  over  and  deteriorate 


GEORGE    NAYLON   INGERSOLL. 

into  a  pile  of  junk  within  a  six-month. 
But  that  is  a  necessary  and  universal 
evil  of  the  style  system.  What  it  has 
done  in  men's  wear,  as  in  half  a  dozen 
lines  of  a  dry  goods  business,  is  to  cre- 
ate a  new  selling  constituency,  far  more 
extended  than  before,  and  inclusive  of  a 
large  percentage  of  "repeats."  That 
is,  men  are  buying  more  and  buying 
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oftener,  and  such  a  condition  automati- 
ally  quickens  trade. 

More  Study  on  Merchant's  Part. 

But,  this  removal  of  the  men's  wear 
business  from  the  level  of  mechanical 
trading,  has  thrown  upon  the  merchant 
a  more  difficult  proposition  in  meeting 
the  desires  of  the  public.  Those  who 
have  been  equal  to  the  task,  have  pros- 
pered more  abundantly,  and  others  have 
fallen  by  the  wayside.  A  keener  dis- 
cernment is  required  in  buying;  a 
thorough  knowledge  of  styles  and  ten- 
dencies; a  more  accurate  and  more  fre- 
quent analysis  of  stocks  on  hand,  and 
the  conditions  under  which  they  are 
moving;  and  a  more  educated  skill  in  the 
display  of  the  choicer,  more  varied  mer- 
chandise, by  means  of  window  trims, 
silent  salesmen  and  the  other  inside 
artifices  that  win  custom  from  the  man 
who  has  entered  your  store.  The  possi- 
bilities of  gains  are  immeasurably  great- 
er, and  the  risks — for  the  man  who 
would  rely  on  the  antique  methods — also 
immeasurably   increased. 

The  window  displays  of  a  men's  wear 
store  have  been  forced  to  reflect  the 
greater  variety  of  the  goods  within.  This 
lias  thrown  a  problem  upon  the  merchant, 
for  window  space  in  such  a  case  usually 
is  at  a  premium.  The  obvious  device, 
now  widespread,  was  to  subdivide  the 
existing  window  space,  and  put  separate 
trims  in  each,  ties,  shirts,  hosiery, 
sweater  coats,  clothing,  and  so  forth. 
This  is  succeeding  admirably  in  many 
cases,  particularly  where  transient  trade 
is  depended  on,  for  in  the  greater  vari- 
ety of  goods  displayed,  the  greater  the 
chances  of  successful  appeals.  But,  the 
revolt  against  this  crowding  together  of 
goods,  especially  if  these  are  of  a  high 
class,  has  begun,  and  these  partitions 
have  been  removed  in  many  windows 
and  the  store  has  reverted  to  the  single, 
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A    i  ra  iist'oi  mat  ion 


[ngersoll 


i'i  nut    1 1 1 :i t    bri  ngs    busi  n(< 


well-spaced  unit,  such  as  nave  been 
shown    from    Canadian    stores    bj     The 

\\i\  lew  .    ;iil(l     ill     I  he    New     York    I  rim-    ol 

l!u(l(l 's  in  last  issue  and  in  ilns.  Prob- 
ably the  most  successful  solution  of  all 
has  In  en  tlic  adopt  ion  ol  de\  ices  for 
increasing  the  '.da-s  front  area  secur- 
ing the  variety  oi  display,  and  avoiding 
the  crowding  thai  might  detract  from 
i lie  pulling  power  of  thai  display, 

Three  Divisions  on  Each   Side. 
The    windows   of   George    Naylon,   of 
[ngersoll,  have  been  adapted  admirablj 

to  these  rc(|it  I  rinents.  As  will  he  seen 
I  here  are  three  divisions  of  the  ".lass  on 

each    side   on    entering   the   store,   each 

coming  to  an  angular  point  like  the  ser- 
rated edges  of  a  saw.  The  result  is  that 
the  glass  surface  presented  represents 
two  long  sides  oi    a  triangle  instead  of 

the   "third"   side,    whieh    We   do   not    need 

Euclid's  proof  to  recognize  as  longer, 
and  preferable.     Mr.  Naylon  ha-  in  ail 
d  it  ion  a  display  "window'"     m-  virtually 

mil       in    the    cent  re    of   the    w  ide    front,   a 

high  showcase  that  is  used  generally  for 

shoes,  while  tlie  nindoWS  on  either  side 
contain  the  other  hue-  Viewed  from 
the    other    side    of    the    street     these    tlipli- 

.  at,    w  mdow  -   reinforced   bj    t  In-  cenl  i  al 
i >  gh e  an  impression  oi  t ull\  t In e< 
tunes  the   frontage  of  the   former   win 
dim  ~  ;im nnged  on  ordinan   lines 


.\    single  day's  displa)    oJ    clothing    in 

the  one  side  will  indicate  the  vnrietv  at 
Mr.  Naylon's  disposal:  boy's  clothing, 
men's  odd  trousirs.  men's  overcoats. 
All  this,  without  interfering  with  the 
space  at  the  other  side,  devoted  to  tics, 
shirts,  gloves,  and  so  forth.  A  varia- 
tion of  this  form  of  arrangement,  hut 
one  that   could  he  carried  out    in  a   men's 

wear  store  also  to  good  effect  is  shown 
in  a  view  of  another  store,  not  a  nun's 
Wear,    hut        one    thai     depended       almost 

equally  on  displa}  facilities  to  build  up 
a  business, 

The  Interior  of  the  Store. 
The  interior  of  Mi-.  Naylon's  store,  as 
may  he  judged   from  the  front,  is  room} 

and  arranged  in  a  practical  manner.  On 
the    left    side    are    the    men's    I'urnisli Jul:-. 

shirts,  ties,  underwear,  etc  These  are 
shown  in  a  number  of  silent  salesmen, 
and  the  ties  ami  gloves  have  a  number 
of   holder-   tor  themselves.       A   special 

silenl     salesman     is     used     for     children's 

bats,  for  in  children's  and   boys'  cloth 

imj    this    -tore    has    a    large    business. 

Boys'  suits  are  piled  upon  tables  on  the 
righl  hand  side  at  the  front  of  the  store, 
and  the  prominence  given  here  and  in 
window  displays,  as  well  as  in  advert  is 
ing,  is  a  hi-  factor  in  building  up  a  sub- 
stantial business  with  the  mothers.  Mi 
Na\lon    ha-   not    tell    an\    force   in    an   oh 


ject  ion   raise!  once  or  t  «  •  Re- 

view that  women  do  nol  like  going  into 
a  men's  wear  -tore  tor  children's 
clothes.  This  certainh  i-  "i  the  case 
in  [ngersoll. 

The  men'-  clothing    is   hung   on    rack-, 
suits  and  overcoat-  along  the  ri<_rht - 
side,  giving  a  good  display,  and  ke< 
the  -nits  and  coats  in  line  order. 

Keeps  Furs  for  Men. 

A    feature  of  tins  -tore  not    found  in 
maii\     exclusive    men's    wear    establish- 
ment- i-  a  stock  of  turs  tor  men. 
are  on  \  iew   along  the  lodging  above  the 
men'-  suits,  and.  a-  no  firm  in  towi 

cializes  on  fur  goods,  Mr.  Naylon 

good  chance  for  business  along  tins  line, 

and  finds  ill  [ngersoll  that  furs  work  m 
uiii     |  he    oilier    line-    a-     well    a-     boys' 

clothing. 

The  proprietor   is  a    firm   believer   in 
keeping    his   stock   cleaned    out.      11' 
two     seasons    for    -ale-    ol    Burplus    or 
threatened    left-over   good 8,   in   July    and 
January,  and  pushes  both  vigorously. 

Keeps  to  Letter  of   His  Ad. 

In  referring  to  the  ''dragging  on"  of 
some  sales  tins  year  Mr.  Naylon  de- 
dared  thai  when  he  started  a  sale,  a 
I  w  o  n  eek-  '    one.    or    I  iiree.    as    thi 

might  be.  or  onh   a  week  in  some  lines. 
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Another  form  of  double  displa 


seen   at   Remiek  store,  Toronto. 


he  took  care  to  have  the  sale  end  at  the 
time    the   advertisement   stated. 

"I  cany  out  the  advertisement  in  this 
respect  as  in  all  others  to  the  letter. 
When  I  say  a  sale  will  stop  on  a  certain 
day  it  stops  then,  and  the  public  know 
from  past  experience  that  this  is  final. 
This  induces  them  to  come  in  good  time, 
and  keeps  the  sale  moving  briskly." 

"No  juggling  with  prices,"  is  another 
of  Mr.  Nayhm's  practices.  He  would 
not  advertise  clothing  at  -$17.98.  instead 
of  $18.  He  does  not  think  men  are  in- 
fluenced by  a  "two-cent  bargain,"  how- 
ever well  this  works  in  a  dry  goods  store 
when  the  customers  are  women. 

No  "Marking-up." 
Another  principle  is  in  refusing  to 
"mark-up"  goods  beyond  their  usual 
selling  prices,  in  order  to  make  the  pub- 
lic think  they  are  getting  a  specially  big 
bargain. 

"This  exaggeration  may  work  all  right 
in  large  cities  where  there  is  so  much 
transient  business,  and  where  people 
will  go  into  a  store  once  and  the  pro- 
prietor never  expects  to  see  them  acrain: 
but  in  a  town  where  one  is  known,  you 
cannot  fool  the  public  and  expect  to 
succeed." 

Such  are  the  principles  on  which  a 
large  business  has  been  built  up  in 
Ingersoll. 


Among  the  Men's  Furnishers 


Markham,  Oat. — Joseph  Urquhart, 
merchant  tailor,  is  dead. 

Edmonton,  Alta. — E.  G.  Ranton  is 
enlarging  his  clothing  store. 

Winnipeg.- — A  burglary  took  place  at 
the  tailor  shop  of  Henry  Presch. 

Calgary,  Alta.  —  Mendelson  Bros.' 
clothing  establishment  was  destroyed  by 
fire. 

Windsor,  Ont. — Ex-alderman  John  S. 
McConnell,  a  tailor  here  for  many  years, 
is  dead. 

Sarnia,  Ont. — The  Watson  Clothing 
( 'ompany  are  remodeling  the  front  or' 
their  store. 

Milton,  Ont. — Burglars  took  some 
clothing  from  the  dry  goods  store  of  F. 
Hemstreet  &  Co. 

New  Water  ford,  N.S.— J.  H.  Holmes 
lias  taken  over  the  tailoring  business  of 
Morrison  &  Holmes. 

Windsor,  Ont,— J.  W.  Peddie,  of  J.  W. 
Peddie  &  Son,  dry  goods  merchants,  one 
ol  the  oldest  business  men  in  Windsor, 
is  dead. 

Edmonton.— Fire  did  nearly  $100,000 
damage  in  the  quarters  of  the  Canadian 
Fur  Co.,  Ltd.,  and  Ross  Bros..  Ltd., 
furriers. 

Quebec,   P.Q  —At    a    staff   banquet   of 
L'Heureux   &   Grauvin,     dry      goods,   M. 
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L  Heureux,  who  is  leaving  the  firm,  was 
presented  with  a  splendid  deer's  head. 

Wingham,  Ont,  -Orvay  Taylor  has 
sold  his  tailoring  business  to  P.  A. 
Taylor. 

Toronto,  Out. — Eire  destroyed  over 
$1,500  worth  of  furs  in  Morris  Hoch- 
man's   fur  store. 

Montreal,  Que. — Waugh-Boulter,  Lim- 
ited, is  registered  as  a  wholesale  dealer 
in  hats  and  furs. 

Hamilton,  Ont, — The  Dominion  House 
Furnishing  Company's  establishment 
was  visited  by  thieves. 

Bowmanville,  Ont. — J.  T.  Allen  has 
moved  his  tailor  shop  to  the  Mason  block 
over  Anderson  Clothing  Co. 's  store. 

St.  John,  N.B. — Scovil  Bros.,  Limited, 
men's  furnishings  and  trunks,  had 
building  and  stock  damaged  by  fire. 

Montreal,  Que. — The  premises  of  the 
Merchants'  Clothing  Company  were  de- 
stroyed by  a  fire,  which  also  destroyed 
the     stocks     of    S.    A.    Delorimier     and 

Samuel   May  &  Co. 

Dartmouth,  N.S. — Henry  C  Walker, 
who  died  here  recently,  was  one  of  the 
veteran  clothiers  and  men's  furnishers 
of  Dartmouth,  having  been  in  business 
lor  upwards  of  thirty  years. 


Advertising  Men's  Wear  on  Mirrors  in  Dressing 

Rooms  of  Y.M.C.A. 

Aggregate  of  2,400  Reached  Every  Week  by  This  Method    -Good 
Results,  Says  Men's  Furnisher     Idea  Applicable    to    all   Places 

Where  Crowds  Gather. 

M  AXING  advertising  capita]  out  of 
masculine  vanity,  by  installing 
"publicity"     mirrors    in     places 

where  large  numbers  of  young  men  con- 
gregate,  is  the  original   idea  of   W,    A. 

Kenney,  a  men's     Furnisher,     near  the 

corner   of   College    street    and    Ossington 

avenue,  Toronto. 

Or  if  this  statement  of  the  case  is  a 

slander    on  the  young-  athletes,  let   it    be 

said  that  the  plan  of  Mr.  Kenney  is  this: 

In  the  dressing  rooms  of  the  West   End 

Y.M.C.A.    he   has   placed   a   number   oJ 

mirrors,    each    bearing    in    chipped    gold 

leaf  letters  his  name  and   the   name   oJ 

some  of  the  goods     he     carries.     These 

rooms  are  used  by  about  1,200  members 

who  visit  the  rooms  on  an  average  twice 
every  week.  Thus  during  that  time  the 
advertiser's  name  is  brought  before  the 
public  approximately  2,400  times.  Nor 
are  members  the  only  ones  who  enter 
Ihese  rooms.  There  are  very  few  of  the 
members  who  do  not  occasionally  take  a 
li'i end  with  them  and  hence  a  larger 
number  arc  reached.  At  the  least,  95% 
of  those  who  enter  the  rooms  will  not 
leave  without  looking  at  the  mirrors  for 
some  purpose  or  other.  Not  only  the 
man  from  the  swimming  pool  who  must 
perforce  arrange  his  "back  hair"  ami 
tie  his  neckwear,  but  every  man  who 
passes  is  tempted  to  stop  to  have  a  look 
at  himself,  and  will  read  the  ads.  at  th« 
same  time, 

Another    point       is      that       the    peopli 
reached    in    this   way   are  .just    the  ones 

I  hat    the   store   wishes   to  gel    into  connec 
Mon    with. 

Supplies  Mirrors  for  the  Ads. 

Mr.    Kenney   Bays     he  i>     \,  ry     well 

at  isfled  with  the  results  of  the  plan.  Bj 

reemenl  with  the  Y.M.C.A.  authorities 

maxim  has  been  adopted  thai   •■  fair 

exchange    i<    no     robbery,"     ami      Mr. 

Kennej  i     advertising    and    the 

I    their  mirrors,  ami   b 

"  Manj  men,"  said  Mr  Kent  ej  to 
The  Review,  "see  those  ad-,  ten  or 
twelve  Him-  before  thej  come  In,  but 
■  'alls  do  come  Bnally,  and  I 
often  have  new  customers  tell  me  thai 
'i    uas   in   the   >i  M.i  .A.   they   saw    1M\ 

ad.      Those   mirror-   are   a    I    medium. 

all  right." 

Could   Be  Used   in   Other  Places. 

■    i-  no  reason  «  hy  die  same  id<  a 

Would     not     work     W(  II     in     anj      public    O] 


Y.M.C.A.  dressing  room  with   men's  wvar  ads.  on  mirrors. 


si  mi  public  place,  particularly  in  cities 
where  the  daily  papers  are  not  used  lor 
men's  wear  advertising  so  much  as  the 
weeklies  in  smaller  places.  And  even  in 
I  he  smaller  centres  this  plan  could  be 
used  to  good  advantage.  Club  rooms. 
Lodge  rooms,  theatre  dressing  or  sitting 

i ins,    railway    station    waiting    rooms 

and  hotel  offices  and  sitting  rooms  mighl 
all  be  utilized  for  this  purpose.  It  is 
a  scheme  by  which  the  eye  is  readily 
cauirht  and  in  the  case  of  regular  fre 
rjuenters  of  the  places  where  the  mirrors 
ai  e  ]'iit.  i  he  ad.  is  constantly  before  their 
iiotiee. 

A 

CONVICT  FAKE  ADVERTISERS. 

What    IS  said   to  be  the  lirst    , 
under  the  Illinois  fraudulent  advertising 
act    was  obtained   recently    b\     Assistant 
State's  Attorney  -1.  K    Murple   in  .\\\i\^ 
Pake's  in-  i   ,    Municipal  Court, 

Chicago.     Prank  Nerad  and  Otto  Nerad, 
a,  both  were  oharged  with  selling 

-..<>,!<   as  "bankrupt    Mock."   which    were 

aot.  Oscar  M.  Wolf,  representing  the 
defendants,  contended  that  they  had  Bold 
goods    worth    $2,000,    of    which  $1,200 

worl  h    w  as  bankrupt   stock. 

"If    an\     portion     of    the    goods    Bold 

actually   is  bankrupt     stock,    these  men 

1 aiu    have  a   right   to  advertise  their 
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sale  a-  a  bankrupt  sale,"  he  said.  ' 
sales    take    place    on    State    street    every 
day. 

"When  nun  advertise  a  bankrupt  sale 
everything  sold  in  that  sale  must  be  a 
piece  of  bankrupt  stock."  declared  Mr 
Murphy.  "These  men  buy  a  few  fix- 
tures at  a  bankruptcy  sale,  throw  in  a 
few  hairpins  and  whatnots,  and  all  of  it 
doesn't  cost  them  more  than  .*2.->.  and 
then  they  advertise  a.  bankrupt  sale,  at 
which  i  ;e\  sdl  $2,500  worth  of  goods 
that  never  caught  a  glimpse  ol  a  re 
r.  " 

The  case  will   probably   be  tried   again 
and  there  ierable  interest   among 

ants  ami   ad-men  as  to  whether  or 
•  ids  decision   w  ill  stand. 


•:':• 


Better   late   than      never,      but      b 

e\  i  r  late. 

•  •     • 

e  within  your  means.     A  srentleman 
Id  have  more  in  his  pocket   than  on 

his  back. 

•  •      • 

Benjamin    Franklin   once   said   that   by 

observing  and  planning  before  you  come 
io  a  definite  decision  you  will  be  better 

prepared    to    meet      and      Overcome      any 
obstacle  that   may  confront   von. 


MEN'S    WEAK    SECTION 


Dry  Goods  Review 


Single  Aral   clou  (arc 
wHCT.R.andC.r.R. 

0O*d  cmmencinu 

February  19  p.m. 
A  U  trains 


20  g 


ISJ 


i . . -*d  returning 

Monday 
F&ntary  **3«d 


New   Era   in  Shopping  at  This  Store 

BUYING  BY  MAIL—— 


0Jw! 


ParanU  llailtad  t»  six  poundi. 
Vhe  new  Parcel  Post  System  is  now  Id  operation  and  by  mailing  us  yourorde 
tlonal  charge  to  you.     Femember,  this  splendid  new  addition 
still  greater  shopping  connection  between  you  and  *JiU~-~<-«- 
requirement,  we  treat  all  alike.    Our  ^Msj^^^rp  {Mi  M . 
protects  you  from  overcharge,  gives*^^  CL  \J   V  \  lt^ 

Send  us  your  mall  ordeg^^"^'^ 

^■-»»   . „«. »«*  *1 


WE  PAY  THE  POSTAGE 

TO  YOUR  HOME  POST  OFFICE 

■J^^cV^  oft w  •*+£" 


$$$$$ 


T*l*-phnne  Ordei 


['Lon*    46 

Given  Our  Prompt  Attention 


KINUAHDINK 


PARCEL  POST 

THE  LONG  DESIRED  IS  HERE  AT  LAST. 

THE  RURAL  PHONE  AND  RURAL  MAIL  Dfe 
LIVERY  are  doing  rood  service.  Get  busy  and  take  ad- 
vantage of  PARCEL  POST  Make  out  your  list,  phone  or 
nuil  us  your  order  and  have  them  delivered  to  your  d*or  a*T 
first  post  PHONE  and  MAIL  ORDERS  given  SmtcAl 
Attention. 

Sweater  Goats. 


PARCEL  POST 


On  February  10th  the  Post  Office  Department 
will  inaugurate  the  New  Parcel  Post  System  by 
which  any  goods  under  eleven  pounds  in  weight 
may  be  sent  in  one  parcel.  We  are  in  a  position 
to  give  you  quick  service  by  taking  advantage  ol 

*"**$r%~^fiefWst»rything  in  Dry  Goods.  Ladies' 
Ready-to-wear,  House  Furnishings,  Furs,  Shoes 
and  Clothine.     Try  the  New  Combination — 

The  Parcel  Post  and 


g{   MITCHELL'S  STORE 


Inauguration  of  New  Parcel  Post  System 


GIVE  IT  A  GOOD  SEND  OFF 

THIS  STORE  PAYS  THE  POSTAGE 

Beginning  Tuesday  nesl,  February  10th,  the  Honorable  The  Poitmaxtvr 
General    h««  declared  operative  the  new  reduced  rates  for  parcel*  aenl  by  msQ, 

This  will  prove  a  great  boon  to  the  Canadian  public,  and  we  believe  every- 
body wants  to  ihow  appreciation.  You  may  hare  a  parcel  anil  to  you  the  Hral  day 
(neal  Tuesday)  by  mailing  choice  of  any  food*  on  thia  pace.  Everything  on  this 
page  will  be 

On   Sale    Monday  and  Tuesday     We   Pay  Postage  to  Destination 


-of -I. 


n*w»  or  deliver  free  ■  r    city    and    i  uburba  as  uaui 
IN  THE  STORE  buying  good*  advertised  on  thia  page  Mondai 
may  have  them  mailed  by  new  Parcel  Poi<    Sy.tero    anywhere    in  the  Province  of 
Ontario  at  Our  Expense. 

Any  cuilomer  in  the  Province  of  Ontario  may  write  for  any  foods  on  Bus 
pare  TO-DAY.  MONDAY,  OR  TUESDAY,  endoamg  the  amount  of  order  and  the 
parcel  will  be  sent  All  Charge*  Prepaid  by  us. 

Nolr  that  the  gooda  are  brand  new—  manufactured  or  imported  for  Sprm*. 
1914 

EMPSON  SHIES 


Merchants  who  grasped  possibilities  of     Parcels   Post   for   pushing  men's  wear. 


Used   in  center  of  full  page  ad. 


Grasped  Parcels   Post  as  New  Mode  to  Sell 

Men's  Wear 

Response  Was  Slow  Until  After  System  Went  Into  Operation- 
Combining  Rural  'Phone,  Rural  Mail  Delivery  and  Parcels  Post. 


ADVERTISING  of  the  parcel  post 
system  has  been  very  meagre  so 
far.  The  accompanying  reproduc- 
tion was  the  single  attempt  the  depart- 
mental stores  appear  to  have  made  up  to 
the  middle  of  February.  This  was  set 
in  the  centre  of  a  seven-column  ad. 
which  had  the  appearance  of  an  illus- 
trated page  out  of  a  catalogue.  As  it 
was  not  followed  up  by  the  firm,  it  is 
probable  that  it  was  not  intended  so 
much  to  increase  business  at  the  mo- 
ment, as  to  secure  attention  by  dealing 
with  a  topic  of  live  public  interest, 
especially  as  this  firm  at  present  pre- 
pays its  parcels.  The  first  day  some 
5,000  parcels  were  sent  out  of  Toronto 
from  two  mail-order  houses,  mainly,  it  is 
believed,  through  the  firms  shifting  from 
express  to  parcel  post  on  the  smaller 
parcels.  So  far  as  can  be  learned  the 
20-mile  zone  limit  will  not  be  of  much 
assistance  to  Canadian  mail  order 
houses,  as  many  of  them  cover  this  area 
pretty  well  now  by  their  ordinary  de- 
livery routes.  What  they  are  expect- 
ing is  that  a  larger  zone,  intermediate 
between  the  20  and  the  provincial  will 
be  established,  say  50,  or  100  miles.  For 
the  longer  distances,  as  a  rule,  express 


charges  are  lower  on  the  larger  parcels. 
By  all,  the  regulations  that  came  into  ef- 
fect on  Feb.  10,  are  looked  upon  as  an 
experiment,  and  the  extension  of  the 
service  in  the  matter  of  weight,  and  in 
a  lowering  of  some  of  the  schedules  is 
awaited  in  a  few  months. 

But  for  the  present  the  20-mile  zone 
affords  an  excellent  opportunity  for  the 
retail  merchant,  and.  as  in  everything 
else  where  publicity  would  increase 
sales,  the  advertising  of  the  store's 
readiness  to  handle  business  on  the  new 
parcel  post  basis  is  eminently  advisable. 

More  After  February  10. 

Following  February  10  there  were 
more  signs  that  merchants  were  awaken- 
ing to  the  new  field  opened  by  Parcels 
Post,  and  by  February  12  several  Can- 
adian firms  were  bidding  for  new  trade. 

One  of  the  best  seen  was  Mitchell's, 
of  Kincardine,  Ont.,  who  used  a  four- 
column  display,  part  of  which  is  repro- 
duced. A  form  of  expression  advocated 
by  The  Review  was  made  use  of:  "Try 
the  new  combination,"  and  a  definite 
announcement  of  the  hours  as  follows:— 
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' "  Your  rural  mail  leaves  the  post  office 
here  each  day— R.  R.  No.  1  at  6.30  a.m., 
R.  R.  No.  2  at  7  a.m..  and  any  order 
reaching  us  by  6.15  in  the  evening  will 
reach  you  the  following  morning. 

"If  you  have  a  'phone,  just  call  up 
No.  48,  Kincardine,  or  write  us,  it  mat- 
ters not.  Mitchell's  store  and  the  new 
parcel  post  system  are  at  your  service. 

"The  Government  have  arranged  a 
specially  low  rate  within  a  20-mile  zone 
(which  includes  you  and  ourselves),  com- 
mencing at  5c  per  lb.  and  going  up  to 
22c  for  eleven  pounds." 

Sutcliffe  &  Sons,  of  Lindsay,  made 
parcels  post  the  feature  of  a  full-page 
announcement,  and  Brown's,  of  Brigden, 
used  good  space  with  this  as  one  of  the 

leaders. 

Samples  of  sections  of  these  ads.  are 
reproduced. 

ft 


Salaries  depend  on  what  one  does  do; 
not  what  he  is  going  to  do.  In  other 
words,  you  must  catch  the  bear  before 
vou  sell  his  skin. 


Oriental  and  Flower  Designs  for  the  Easter  Trade 


Butterflies,  Peacocks  and  other  Similar  Designs 
Among  the  Musi  Popular  in  All-over  Effects  - 
Small  Plaids.  Both  in  Four-in-Hands  and  Hows. 


IKS     for     Easter 

I  lade       will        be 
show  n    in    v&Th  U1S 

all-over     desij 
whirl  i.      as      lias 
been     noted     be 
fore,    are     di 
in  g         attention 
wii h  border  ends, 
and  in  mam  cen 
i  r  e  s,        robbing 
them  hi'  t  be  sell 
1 1 1 ■_:  -t  ivnut  h  i  hej 
bave  enjoyed   for 
the   pasl    year  or 
two.     Figures    ol 
butterflies,      pea- 
cocks,    birds     of 
paradise,       a  n  <1 

...       .     .    ..        .  other    ( Oriental 

Printed    taiile,    Rhown 

in    20    differenl    designs,  ;u"'      nower     de- 

in  all  combinations,  with  signs  will  be  verj 

Paisley,     Egyptian     ami  strong    and     will 

« Iriental  effects.  <  lourl  esv  ,  . , 

,.  ,.    ,    o    ,.  he       anions       he 
01    E.  &  s.  (  in  1 1. 

besi  sellers.  Pan 
el  borders,  too, 
w  ill  command  the  fa\  or  of  a  large 
section  of  the  public.  This  style  shows 
no  sign,  w  liate\  it.  oJ  waning  in  pop 
ularitj  in  anj  range.  I  [ere  the  ' '  band- 
kerchief  tic"  will  have  a  verj  strong 
Mimic  These  arc  ties  made  from  silk 
bandana   bandl  erchief  squares     in  na\ \ 

blue  and  while  polka  diils  and  ancient 
madd  r  and  Oriental  patterns  on  Eng- 
lish foulards.  Manx  of  the  larger 
haberdashers   say    thai    these    will    have 

the    chid'    run    for    Ea&ter    wear. 

All    soli     materials    will    be    popular, 

poplins   and      hen   alines      will    be 

among   the  stuffs  mosl   shown  and   plain 

colors  will  not  be  among  i he  least   « orn. 

In    batwings    large     widths     will      be 

-how  n.    'J   inch.    'J '  ,-inch       and       '_"  -_.  -  i  1 1  <  - 1 1 

being  common.  In  the  States  samples 
show  n  as  w  ide  as  3  inches  will  nol  be 
•  nit  of  the  way. 

In  the  opinion  of  many,  knitted  tics 
arc  iroing  to  he  exceptionally  popular 
in  the  pure  silk  hand  frame  knitted 
goods  in  bright  colors.  <  Hd  gold,  orange, 
a  mong   i  in-  colors  show  n 

Ties  of  i  be  all  m  (i  designs  will  also 
nown    m    rich   colorings   of   two   and 

three    tone- 
Si, me  novelties   in   braided   plaids  and 
stripes  to  tie  up  in  small  knots  all  racl 
considerable   attention     and     will,     no 

donht    meet    w  ilh    a    lair  demand. 

Vmong    the    prettj    ties    being    shown 


for  Spring  wear  are  m;iii \  in  printed 
faille  cloths.  Thej  arc  shown  in  fig- 
ured effects  of  Paisley,  Egyptian  and 
Oriental  designs  in  all  combinatio 
colors  Similar  to  these  is  a  butterfly  de- 
sign in  silk  crepe  in  all  past*  I  shades,  the 
;  ntterflies  beinu  in  two-tone  effects.  Both 

of  these  styles  arc  said   to  lie  \ei  y  Strong 

favorites  and  as  pointed  oul  in  a  pre 
\  Mm-  issue  of  The  Review,  have  gained 
a  verj  considerable  part  of  the  pop- 
ularity enjoyed  by  the  border  ends. 

A  small  shepherd's  plaid  also  makes 
a  very  neat  tie,  and  some  arc  so  design- 
ed that  when  properly  made  up  a  black 
satin  stripe  inns  diagonallj  across  the 
knot.  This  tits  in  with  the  growing 
popularity  of  black  and  white  in  cloth- 
ing, as  well  as  i ies. 

Brocades  arc  also  shown  in  black  and 
w  hite   silk   and   arc   said      to     be     good 

sellers. 

Wide  stripes,  too.  are  on  display,  -on  c 
rather  lirilliant  colors  appearing  in  com- 
bination  such   as  cerise  and   black. 

In  paddle  ends  a  very  pretty  thing 
being  displayed  is  a  line  shepherd's 
check  so  designed  thai  it  shows  a  small 
edging  of  black  satin  on  the  end  of  the 
loops.  This  is  a  particularly  neat  and 
dressy  tie. 

-®- 
A  NEW  DRESS  TIE. 

One  of  the  assistants  at  Budds,  in  the 
Piccadilly  Arcade.  London,  is  aboul  to 
pat'  ill  a  new  evening  tie,  under  the  name 
of  the  ''Hill."  from  his  own  name.  The 
tie  has  no  loops  and  the  essential  part 
is  thai  it  must  be  made  to  measure  or 
sold  io  lit  t  he  si/,-  of  the  collar.  To  ajel 
t  lie  'Hi  '  I .  two  hard  knots  arc  just  t  led 
in  front  and  I  he  hats  pull<  d  out  to  stand 
forward,  as  it  were.  Prom  the  manu- 
facturer's point  of  view  it  has  an  ad- 
vantage as  ii  takes  hut  22  inches  of 
-ilk  for  a  size  L5  collar:  that  is  ten 
inches  less  than  heretofore.  The  band 
of  the  tie  may  be  one  inch  in  width:  the 
Ii  ugl  h   of  the  l>:ii    from   w  here  il    starts 

at   the  shoulder  '_"  j  inches,  and   the  width 

across  _M  ,  inches.  The  shape  made  up 
in  black  barathea  has  been  much 
admired. 

$ 

TANGO    SQUARES   TOR   TIES. 

In  a   London  store     some     wonderful 

silk  s,|n;iiis  for  ties  in  what  are  called 

the  "Tango"  shades  were  shown.     The 

grounds   were  ..i    ice  or  crystal   in  shot 
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The  upper  tie  is  »   new    line 

with  iiiiusualh  w  le  stripes, 
which  is  being  featured  for 
early  Spring.  The  tie  illus 
nated  her,-  -  ■  ei  ->■  and 
black  combination. 

The  lower  one  is  a  brocaded 
silk  in  grey  and  Mark,  wider 
than  usual  holow    the  knot. 

Both  ties  are  well  suited  to 
t  tie    w  nler    Collars    tliat    :i 

ing  strong  for  Spring.  Courtesy 
of    Hicke\     A     Pascoe,    Toronto. 


MEN'S    WEAR    SECTION 


Dry  (Juods  Review 


shades   of   gold   and    purple,   gold      and 

mauve,  gold  and  pale  blue,  and  over 
these  were  heavy  tnogador  stripes  in 
contrasting'  shades.  Shot  reps  in  the 
above  shades  with  neat  pin  stripes  of 
purple  blue,  and  brown  on  gold  grounds 
were  also  displayed.  These  shot  reps 
■were  very  popular  at   the  moment.     An- 


PARISIAN  NECKWEAR 


Moire  is  a  much  favored  material  lor 
neckwear  among  the  retailers  of  Paris. 
One  shop  was  noticed  displaying  an 
pssortmpui    of   black    how  ties  for  even- 


Attractive  types  of  Spring  neckwear.  Th,  ippi  i  bow  t'n 
is  of  fine  shepherd's  check  with  edging  of  black  on  the 
ends.  Below  is  a  similar  four-in-hand,  with  two  black  bias 
stripes.  The  one  on  the  right  is  of  grey  background,  with 
all-over  figured  effect  in  butterfly  pattern.  These  are  made 
in  all  pastel  shades  in  contrasting  colors  and  two-tone  effects. 
Shown  by  Sword  Neckwear  Co. 


other  design  which  had  a  large  sale  at 
the  same  shop  was  an  indistinct  check, 
shot  purple  and  black,  white  and  black, 
and   blue  and   black. 


Fort  Frances,  Out. — Fire  destroyed  J. 
A.  Tullock's  clothing  store. 


ing  wear,  mack'  up  in  this  fabric.  At 
the  Louvre  where  they  have  one  of  the 
most  extensive  collections  of  neckwear 
in  the  city,  they  have  been  showing  a 
large  and  beautiful  line  of  changeable 
moire  ties,  among  which  was  one  having 
a  striking  changeable  effect  in  blue  and 
green  shades. 
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In  the  shops  on  the  Boulevard  there 
has  been  an  unusual  display  of  satin  ties 
with  blue  and  black  grounds,  ornamented 
with  little  brocaded  patterns  consisting 
of  figures  and  flowers  in  gold,  red  and 
white,  etc.  Green  shades,  too,  have 
recently  come  to  the  front  and  are  being 
pushed  extensively.  Printed  moires  and 
printed  taffetas  are  seen  in  many  hand- 
some combinations.  In  silks  the 
"matted"  grounds  woven  to  show  a 
kind  of  diamond  pattern  in  the  weave 
have  been  shown  in  the  best  shops.  All- 
over  designs  in  "rough  stone"  effects, 
as  well  as  in  flower  and  leaf  patterns 
continue  popular. 


A  NEW  STOCKING  FOOT. 

A  new  feature  in  hosiery  has  been  pat- 
ented in  the  United  States.  The  improve- 
ment has  to  do  with  the  fact  of  the 
storking.  This  is  so  attached  to  the  leg 
as  to  perfectly  follow  the  human  ana- 
tomy. In  the  ordinary  stocking  the 
foot  is  attached  to  the  leg  obliquely, 
whereas  in  the  human  body  it  is  appar- 
ent enough  that  the  foot  joins  the  leg 
at  right  angles  or  very  nearly  so.  In 
stockings  as  at  present  constructed  this 
failure  to  carefully  follow  the  form  of 
the  foot  causes  a  stretching  at  the  heel 
and  a  consequent  wrinkling  at  the  in- 
step, resulting  in  undue  wear  and  strain 
at  the  former  point  and  discomfort  to 
the  wearer  at  the  latter.  Just  how  great 
this  stretching  at  the  heel  and  resulting 
fullness  at  the  instep  is  may  be  better 
appreciated  when  it  is  mentioned  that 
the  measurement  from  any  point  at  the 
back  of  the  leg  around  the  heel  to  the 
large  toe  exceeds  the  measurement  from 
a  similar  point  at  the  front  of  the  leg 
over  the  instep  to  the  large  toe  by  6  to 
6V2  inches.  In  the  ordinary  stocking 
the  measurement  at  the  back  exceeds  the 
measurement  in  the  front  by  but  three 
inches,  and  the  stocking  is  ma-de  to  ad- 
just itself  to  the  foot  by  stretching  the 
fabric  at  the  heel  and  wrinkling  it  over 
the  instep  at  the  front.  The  new  Hirner 
stocking  is  made  to  conform  accurately 
to  the  measurement  and  shape  of  the 
toot  which  is  accomplished  by  inserting 
by  a  new  method  an  additional  piece  of 
fabric  running  from  the  instep  to  the 
bottom  of  the  foot.  This  allows  the  foot 
to  slip  naturally  into  the  stocking  with- 
out causing  any  unnecessary  strain  on 
and  stretching  of  the  fabric  at  the  heel 
and  without  any  uncomfortable  fullness 
at  the  instep. 

It  is  claimed  for  the  new  stocking  that 
it  is  many  more  times  serviceable  than 
the  old;  that  it  is  decidedly  more  com- 
fortable, and  that  it  is  more  sightly,  a 
feature  that  will  be  especially  ap- 
preciated when  low  shoes  are  worn,  as 
the  fabric  over  the  instep  is  always  cer- 
tain to  appear  snug   and   unwrinkled. 


Knit    Goods    Men    Offer   Many    New    Lines 

For  Fall 

('lasses  Pilled  Out  More  Than  Before  and  splendid  Assortment 
Available  to  Stimulate  Trade— Higher  Price  of  Yarn  Reflected 
Compared  with  Last  Year's  Values     Better  Quality  Demanded. 


TIIK  knit  goods  manufacturers  have 
sent  their  Kail  samples  broadcast 
among  the  retail  men  and  the 
numerous  uew  Lines  thai  have  been  de- 
veloped within  the  year  are  giving  gen- 
eral satisfaction  as  likely  to  stimulate 
selling  through  the  novelties  thai  have 
been  added  to  l  be  good 
assortment  of  last 
year 

While  there  is  no 
radical  departure  in 
the  direction  of  weave 
or  shade  or  even  the 
designs  of  garments, 
the  choice  in  different 
classes  has  been  ex- 
tended considerably 
and  several  improve- 
ments brought  into  ef- 
fect in  the  direction  of 
greater  comfort, 
through  the  elimina- 
tion of  rough  seams. 
Many  firms  have  in- 
stalled machinery  that 
will  permit  of  fashion- 
ing in  one  piece  what 
before  required  a 
seam.  This  applies  to 
shoulder  pieces  in  un- 
derwear as  well  as 
sweater  coats  and  par- 
ticularly t<>  knitted 
skirts   for  children  and 

boys'  overalls.     In  the 

last  mentioned  there 
lias  been  a  develop- 
ment bj  many  firms  in 
the  way  of  turning  out 
complete  costumes,  in- 
cluding the  caps,  jer 
M'\s,       or       sweaters, 

sashes,  mitts   and   0\  er 

alls,  or  pants.    For  the 

men  's  wear  Btoree  thai 

lit.,  boj  's  clothing 

this    will    prove   a    ureal 

■  "n\  enience,      as      in 
manj    cases    before    il 

was   difficult    to   Stock    a 

rarietj    of   these   cum 

plete  overall  suits. 


piece,  where  the  upper  Calls  over  the 
trunks,  reaching  well  to  the  knee.  The 
advantage,  however,  is  that  there  is  no 
draw-string  at  the  waist  to  bind  the 
wearer,  as  the  trunk  part  is  attached 
to  the  upper  portion.  This  is  beiiiLr 
made  up  in  navy,  cardinal,  maroon,  and 


lira  \  \  \\  pig  III 

lbs. 


ham] i    sweatci    coats  in  a  Jumbo  stitch,  weighing   i 

\   uoveltv  shown   In    I".   W.   Robinson,  Ltd. 


A  One-piece  Bathing  Suit 

Among  the  knit  goods  novelties  in- 
tended for  summer,  though  being  shown 
in  the  Pall  trips,  is  n  one  piece  baithing 
suit   having  exacth   the  effect  of  b   two 


white.       Canadian     manufacturers     are 
still  fighting  sh\  of  the  heavier  sweater 

style  of  bat  hum  suit,  such  as   is  seen    in 

the  United  state-,  and  was  shown  in  a 

lew    -Lie-     ii(;    !.  da   last    v  ear.  bill   with 
out    much    success    SO    far   a-    sales    were 

concerned 
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How  Higher  Prices  Work  Out. 
In    weight    the   sweater   coat*      snow 
little  difference  from  last  year,     It 
respect,  indeed,  i hey  may  be  expected  t" 
average  slightly  less,  but  this  is  not  the 
fault  of  the  public,  and  indicates  nothing 
as    to    their    fond: 
for  heavy  weights,  me- 
diums or  lights.     It  is 
a  question  of  price  en- 
tirely.      As   was    fore- 
cast     several      months 

•lie   Kail 
of   sweater   coats    sjiow 
an    advance    in    prices. 
With    most    firms    this 
has  taken  the  form  of 
raising  the  figures  for 
one   class   to    the    one 
higher:  $24  to  27. 
to   $33;     $33     to 
.*:J9  t< 

and    so    on.      This    has 
been   done   in    order   to 
keep     to     what      t  h  e 
manufacturer  and  job- 
ber    claim     the     retail 
want,       e  v  e  n 
1;    is   not 
wool    ha-   advanced     to 
that    extent,    especially 
in    the    lighter    weight 
but     if    the     in- 
■  tease     amounted      ex- 
actly to  the  actual 

Ma    COSt,    a    new     - 
of     ••uneven"     figures 
vv.uild     be     introd 
The  latter  is  an 
lisfa    custom.       At    this 
The  Rei  iew    will 

rot  discuss  •' uneven 
3";  they  have  not 
been  adopted  except  by 
one  or  two  firms.  The 
average  increase  in  the 
.-.  -i  of  wool  has  been 
tiv .  cents  per  pound, 
compared  with 
year  ago  ■  n  d  t  h  e 
theory    of    the 

fact  uier-    has    been    that    a-    the    publie 

wen     used  to  $3  or  I 
.oat-,  a  new   scale  would  be  hurtful,  and 
would   retard   selling,  even   if   it    tt 
ti  d  -oim  w  hat   low .  r  figures 
i  I  arged. 

tinned  on  next  page.  1 


Appointment  of  Western    Canada  Editor 

Chas.  W.  Byers  to  be  Western  Canada  Editor  of  Dry  Goods 
Review — Rapid  Growth  of  the  West  Necessitates  an  Addition  to 
Staff  of  Western  Representatives. 


THE  growth  of  the  Western  Can- 
adian provinces  has  been  so  rapid, 
and  of  such  importance,  that  The 
Review  has  recognized  the  necessity  of 
making  additions  to  the  western  staff, 
In  addition  to  the  present  Vancouver 
and  Winnipeg  representatives,  The 
Review  will,  from  now  on,  have  a  West- 
ern Canada  editor,  in  the  person  of  Chas. 
W.  Byers,  with  headquarters  in  Winni- 
peg- 

Mr.  Byers  -vill  tour  the  West  in  the 
interests  of  The  Review  anj  will  keep 
closely  in  touch  with  the  progressive 
men's  furnishers  there  who  are  working 
out  their  problems  on  original  lines.  Mr. 
Byers  will  describe  how  they  are  doing 
this,  and  will  furnish  readers  of  The 
Review  with  illustrations  of  their  win- 
dow displays  and  store  interiors,  and 
describe  their  systems  of  buying,  stock- 
keeping,  etc. 

The  appointment  of  a  Western  Canada 
editor  will  demonstrate  to  our  many 
readers  in  the  West,  that  The  Review 
is  not  slow  to  recognize  any  improved 
service  which  can  be  instituted  for  the 
benefit  of  the  readers  of  this  paper. 

Mr.  Byers  turns  naturally  to  the 
problems  of  salesmanship  in  dry  goods 
and  men's  wear  stores,  having  been  bom 
in  the  work.  He  comes  of  an  old  estab- 
lished   firm      of   dry      Q-oods      merchants. 


CHAS.  W.  BYERS. 

tailors  and  haberdashers  and  one  of  his 
earliest  recollections  was  of  his  father 
reading  the  Drapers'  Reeoid.  At  the 
age  of  twelve  lie  went  behind  the  counter 
and  engaged  in  selling  goods  for  the  next 
live  years,  and  even  spent  some  of  his 
school    vacations    in    this    work.      Since 


that  time  Mr.  Byers  has  had  a  thorough 
college,  journalistic  and  trade  paper  ex- 
perience. 

Mr.  Byers  studied  engineering  under 
Professor  William  Robinson  at  Notting- 
ham University,  winning  two  scholar- 
ships there  and  graduating  in  1906,  after 
a  wide  experience  in  engineering  in 
Claremont,  N.H.,  Cincinnati,  Bellows 
Falls,  Vt.,  and  Detroit.  Mr.  Byers  in 
1909  decided  to  enter  the  journalistic 
field. 

He  went  to  Ottawa  and  secured  a  posi- 
tion on  the  Evening  Journal.  In  August 
1910,  he  received  an  offer  to  join  the 
staff  of  the  Hamilton  Spectator  and  ac- 
cepted, remaining  with  the  latter  paper 
until  the  following  year  when  he  went 
to  England  for  the  coronation  and  re- 
turned to  Canada  just  prior  to  the  gen- 
eral elections.  Because  of  his  know- 
ledge of  the  French  language  he  was 
given  a  position  on  the  editorial  staff  of 
the  ''Daily  Witness,"  before  long  be- 
ing appointed  telegraph  editor.  He  later 
became  assistant  to  the  city  editor. 
After  spending  eighteen  months  with  the 
"Witness"  Mr.  Byers  joined  the  edi- 
torial staff  of  the  MacLean  Publishing 
Company,  on  the  trade  and  technical 
papers,  with  headquarters  at  the  Toronto 
office,  where  ho  has  since  been  engaged. 


KNIT  GOODS. 

(Continued  from  page  58.) 
In  this  way  the  public  will  not  get 
quite  as  heavy  a  sweater  at  $5  as  they 
did  last  year;  the  $5  line  of  last  year 
will  be  selling  for  more  in  the  Fall  of 
1914.  Where  a  certain  price  has  become 
popular  at  a  men's  wear  store,  it  is 
probable  the  lighter  sweater  coat  will 
be  sold  at  that  figure  again,  but  it  is 
noticeable,  so  far,  that  in  large  placing 
orders  most  retail  firms  are  asking  for 
better  class  and  higher-priced  goods 
than  last  year,  following  improved  re- 
quirements on  the  part  of  the  public 
in  nearly  every  line  of  merchandise. 
How  far  a  cautious  tone  in  buying  will 
restrict  such  a  cause  among  most  buy- 
ers, the  records  do  not  yet  show. 

In  the  heavier  coats,  the  Jumbo  stitch, 
considered  by  many  as  the  most  sub- 
stantial looking  (as  well  as  "sub- 
stantial weighing"),  shows  no  signs  of 
lessened  favor,  and  it  is  continued  im- 
partially in  ladies'  as  well  as  men's. 

Norfolks  hold  a  strong  place,  but  it 
is  too  early  yet  to  figure  out  whether 
they  have  gained  or  lost  in  the  past 
year.      One  firm   is   showing  a   Norfolk 


without  the  separate  pleats  that  have 
distinguished  it  so  long  in  cloth,  as 
well  as  knit  goods.  The  portion  taking 
the  part  of  the  "pleat"  is  of  a  different 
weave,  but  part  of  the  body  of  the  coat. 
The  belt  is  worn  as  usual,  and  the 
pockets  are  finished  with  a  turned-over 
edge  like  an  ordinary  flap, 

Another  firm  is  featuring  a  cashmere 
coat  for  men,  with  a  soft-fleeced  effect. 
The  collar  is  a  roll  in  one  piece  with  the 
rest  of  the  coat.  The  weave  is  unusu- 
ally elastic,  permitting  of  a  close  but  easv 
fit 

Jerseys  Opening  at  Neck. 

In  jerseys  one  firm  is  departing  from 
the  opening  along  the  top  of  the  shoul- 
der, and  is  using  a  high  collar  and  slit- 
ting it  down,  and  fitting  it  with  dome 
fasteners.  The  opening  continues  slight- 
ly below  the  neck.  The  collar  can  be 
turned  over  aril  worn  with  a  tie,  as  in 
the  style  of  negligee  shirts. 

In  shades  for  men  cardinal  seems  to 
be  in  the  lead,  with  slates,  greys,  whites, 
and  scarlets  among  the  rnnners-un, 
Several  new  shades  of  blue  particularly 
cadet,  are  being  pushed  by  one  or  two 
firms. 
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Set-in  Piece  in  Underwear. 

In  underwear  the  movement  continues 
towards  medium  weight  and  the  use  of 
combinations,  the  closed  crotch  ones  be- 
ing particularly  strong.  Little  fear  is 
expressed  of  legal  complications  fol- 
lowing a  settlement  of  the  bushel  of 
suits  now  being  tried  in  the  United 
States  courts. 

One  firm  has  made  an  innovation  in 
t  e  shoulder  by  which  a  piece  is  let  in, 
and  the  seam  is  found  below  the  shoul- 
der on  either  side.  This,  it  is  claimed, 
adds  room  and  strength,  and  the  neat 
stitch  over  the  seam  in  front  and  back 
improves  the  appearance. 

In  the  fine  class  trade  there  is  a 
cream  cashmere  suit  that  is  meeting 
with  acceptance,  a  very  light  garment, 
weighing  less  than  twelve  ounces  each. 

The  natural  wool  garments,  of  course, 
still  le?d  in  total  sales,  and  their  popu- 
larity shows  no>  signs  of  waning. 

The  demand  for  white  socks  in  cash- 
mere and  silk  for  dress  wear  continues, 
and  sales  promise  to  be  better  next  Fall. 
A  heavy  line  of  ribbed  socks  are  being 
made  in  wool,  and  are  likely  to  be  pop- 
ular for  hunting  and  late  camping. 


Clothes,  Methods  and  Men 


ANALYZE  YOUR  SALES 

TWO  distinct  values  accruing  from  an  analysis  of  the 
work  of  the  salesman  in  men's  wear  stores,  as  in- 
deed  in  everj    kind  of  business,  are  emphasized   in 

special  articles  in  tins  issue,  one  dealing  with  the  personal 

side,  the  other  with  its  relation  to  the  stocking  of  g Is 

for  the  season  thai  follows.  So  far  as  the  salesman  is 
concerned  the  proprietor  is  enabled  to  keep  tab  on  the 
real   value  of  his  work,  whether  it   is  of  the  stereotyped 

nature  that   disposes  of  g Is  of  the  "leas!    resistance," 

the  new  or  otherwise  popular  lines  that  almost  move  oJ 
their  own  accord,  or  whether  he  is  of  far  superior  meril 
in  helping  to  keep  stocks  cleaned  up  l>\   moving  the  older 

and   e  slow-selling   articles.     This   knowledge   on   the 

part  of  the  manager  not  only  enables  him  with  impartialitj 
to  arrange  for  proper  dispositions  of  salaries.  Imt  ads  as 
a    spur   to   the    whole   staff. 

In  another  direction  this  analysis  is  of  advantage.     A 

clothier  of  wide  experience  sets  down  as  a  hasis  lor  ail- 
Nance  siock  buying  the  number  id'  suit.-,  in  each  line  that 
were  sold  ai  full  prices  without  reductions  the  previous 
season.  This  is  a  record  that  the  ureal  majority  id'  men's 
furnishers  would  find  it   impossible  to  supply  at   the  end 

of  anj  season.  With  it  on  hand  as  a  guide,  the  merchant 
is  at  least  in  an  intelligent  position  to  proceed  with  his 
advance   buying,   whether   he  duplicates  it.  as   is   recom 

mended   In   t  he  ail  icle,  or  not. 


-®- 


I'UR  ON  TWEEDS  AND  FRIEZES 

IN  the  new   range  of  samples  senl  out   !>\    fur  manufac- 
turers it   is  interesting  to  note  thai   among  the  men's 

COatS    with    fur    collars    are    a    number   of    tweed    coat-. 

For  some  time  pasl  ii  has  been  taken  for  granted  that  all 
coats  with  fur  collars  had  to  he  of  black  cloth,  hut  it  i- 
predicted  that  lor  the  coming  season  tweed-  and  friezes, 
mainly  in  plain,  -ohd  color-,  diagonals  ami  plain  stripe 
.•fleet-,    will    he    popular.      Tin-    -ample-   shown    arc    mostly 

in  brown  shades,  though  some  have  a  touch  ,,t  grej  or  are 
somewhat  on  the  heather  mixture  design  The  collars  are 
of  beaver,  persian  lamb  and  otter.     Beaver  collars 

to   he   \n\    popular,   a-   the  color   matches   the   brown   cloths 

to  best  advantage.  Quite  a  number  of  these  coats  were 
-old  during  the  pasl   season,  ami  it   i-  claimed  thai   thej 

w  ill    he    in    high    fax  or    lor    in\l    \  ear. 


THE  TRUTH  IN  ADVERTISING 

NOWADAYS  it  i-  the  new  idea  that  count-  tor  most. 
The  merchant  who  can  show  his  customers  a  new 
reason  why  they  should  purchase  certain  goods,  or 
an  exaggerated  touch  to  them  are  not  appealing  to  the 
reader.  The  time  ha-  evidently  come  when  "best  on  the 
market,"  "greatest  of  all  -ales."  "wonderful  value-." 
and  a  legion  of  other  such  phrases,  produce  some  such 
results  a-  drops  of  water  falling  on  a  duck's  hack. 

It  must  be  understood  that  advertising  is  a  science. 
It  becomes  effective  in  proportion  to  the  power  it  has  to 
show  the  reader  a  real  reason  why  certain  goods  should  be 
purchased.  The  public  is  beginning  to  appreciate  the  fart 
that  each  of  two  separate  things  'join-  under  the  sanu 
name  cannot  be  the  "best"  on  the  market.  There  can  only 
be  one  "best"  and  if  it  is  one  it  certainly  cannot  be  the 
other — and  the  reader  is  placed  in  a  quandary.  This  sort  of 
publicity  undoubtedly  has  the  effect  of  lessening  generally 
i  he  faith  in  all  ad\  ei  tising. 

At  a  dinner  of  ad-men  m  Toronto  a  short  time  ago, 
the  famous  Dr.  Harvey  Wylie,  United  States  pure  food 
expert,  gave  an  address  on  the  question  of  honesty  in 
advertising,  in  which  he  pointed  to  flaring  examples  of  the 
disregard  for  the  plain  truth.  He  maintained,  however. 
that  the  day  i  eration  in  advertising  was  passing; 

that  plain  common  sense  talks  were  succeeding,  but  that 
there  was  still  great  opportunity  for  reform. 

It  is  time,  therefore,  that  many  merchants  discarded 
many  of  t!  e  old  phrases  used  in  their  advertising  which  are 
not  the  whole  truth.  For  instance  "freshly  churned."  on 
ige  butter:  "eggs,  direct  from  the  farm."  that  haven't 
-ecu  a  farm  lor  sis  months;  "No.  1  standard  granulated 
sugar,"  out   of  a  second  grade  barrel,  etc..  etc..  are  all 

little  deceptions  that  the  fair  and  conscientious  denier  will 
not  tolerate. 

Let  the  truth  be  told  in  advertising  or  do  not  advertise 
:it   all. 

® 

SARTORIAL  NOTES 

IK  predominating  styles  in  Men's  Neckwear  for 
the  coming  season  are  stupes,  figures  and  plaids 
in  contrasting  colorings,  such  a-  blue.  red.  pur- 
ple, emerald,  orange,  mandarin,  flaming  gold,  absinthe. 
tuscan  and  firefly,"  says  a  prominent  tie  manufacturer. 
Sounds  almost  like  a  fashion  writer  on  dress  goods, 
do,  -n't    it  .' 

Thai   "the  East   and  ihe  Weal   .11.'  <bu"  will  be  appre 

ciated  better  b\  readers  of  The  Review  alter  our  new 
Western  editor,  Mr.  Byers,  reaches  his  field  of  operations. 
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MEN'S    WEAK    SECTION 


Dry  Goods  Review 


T^  VERY  customer  you  turn  away 
'  from  your  clothing  department 

cither  without  selling-  him  at  all  or 
selling  him  something  he  is  not 
exactly  pleased  with,  is  a  black 
mark  for  your  store. 

When  a  customer  comes  to  your 
store  and  asks  to  see  goods,  a  man 
especially,  you  can  bank  on  it  that 
he  is  interested  to  the  extent  of 
buying,  nine  times  out  of  ten. 

[f  you  cannot  sell  him  a  stock  suit 
you  should  have  the  highest  grade 
of  made-to-measure  tailoring  to 
offer  him — Crown  Tailoring. 


YX/lTH  this  service  at  your  com- 
mand you  are  as  amply  pre- 
pared to  go  after  the  smartest 
tailoring  business  in  your  town  as 
the  high-class  custom  tailor.  You 
can  give  a  service  with  the 

Crown 

Tailoring 

Outfit 

that  he  cannot  give — a  service  that 
satisfies  every  customer  or  we  want 
to  know  the  reason  why. 

The  outfit  consists  of  the  latest 
hooks  of  samples,  measuring  equip- 
ment, style  charts,  signs  and  com- 
plete instructions. 

This  service  is  yours  without  a  cent 
of  outlay.  Our  styles  are  the  very 
latest,  our  workmanship  is  without 
a  rival.  Write  for  full  particulars. 
The  agency  for  your  town  may  not 
be  taken  yet. 


The  Crown  Tailoring  Co.,  Limited 

Our  New  Address:    533  College  Street,  TORONTO 
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Dry  Goods  Review 


MEN 'IS    WEAR    SECTION 


The  Review  is  able  again  thi.s  issue  to  .-how  a  couple  more  trims    of  the  well-known,   New   "\  ork, 

tinctive  from  a  showing  of  the  monogram  shirt,  a  Fifth  Avenue  store  of  Budds.     The  one  above  ia  di? 

II',  hut  sometimes  on  the  hosom.    The  shirting,  a  self-design  embroidered  usually  in  silk  above  the  left  cu 

two  drapes.     The  stockings  arc  two  tone  silk  em  striped  linen,  is  shown  in  a  rather  unusual  form,  in 

ripe.    Gloves  complete  a  very  tasty  and  original  trim.broidered,  and  the  muffler  of  plackard  and  white  st 


No  Public  Glimpses  "Behind  the  Window  Trim" 

The  Display  Man  Must  Make  His  Work  Complete  to  the  Last 
Detail — The  Construction  of  a  Display  is  a  Determining  Factor  in 
the  Business-getting  Qualities  of  a  'Prim — A  Suggestion  for  a 
Motion  Device  Suitable  to  the  Season. 


TBE   big   thing   behind    the   modern 
play  is  its  realism.     To  the  audi- 
ence on  tlie  other  side  of  the  toot- 
lights,  what  happens  on  the  Btage  seems 
real    because   it   simulates   the   real    thing 

to  the  last  detail,    A  Btage  courtroom  is 

B    courtroom    in    miniature   without    a    de- 
tail missing;  a  Btage   foresl    is  as  much 

like  a  real  foresl  as  man  can  copy  the 
work  of  nature.     The  action  is  earned  OU 

openly  and  realistically  without  an\  of 
the  mechanical  devices  obtruding,  When 
Peter   Pan   floats   from     the     stage     on 

.tot  he  audience  he  act  ually  flies ; 

there    is    no    outward      c\  idem  e      ol       t  he 

clever  mechanical  de\  ice  bj    «  hicfa   1 1  e 
flying  i-  accomplished. 
If  the  transformation  scene  in   Faust 


were  carried  on  in  full  \  iew  of  the  audi- 
ence, the  awe  which  greets  the  sudden 
change  from  a  crippled  greybeard  to  a 
handsome  gallant  would  he  lacking  en- 
tirely. The  scene  would  lie  robbed  ol  its 
reality  and  shorn  of  its  effect. 

Suppose  the  audience  could  sec  the 
sta^e  "supe"  beating  a  metallic  sheet  at 
the  wings  to  produce  the  sound  of  thun- 
der! It  would  not  sound  like  thunder 
to  them,  if  they  saw  how  it  was  accomp- 
lished 

The     rule     which     thus    applies     In    the 

Btage      that    the  public  must   sec-  only  the 

finished  effeel  ami  not  anything  of  how 
it   i-  dom-    applies  with  equal  force  to 

window  decorating  The  display  man 
aims  at  a  certain  offpcl  but  in  achieving 


it.  he  must  be  careful  thai  the  01 
passing  public  mt<  only  the  effeel  and 
not  the  means  by  which  it  has  been  ob- 
tained. The  devices  adopted  to  arrange 
materials  in  a  certain  position  and  to 
make  them  stay  as  arranged,  it  di- 
ed, would  ruin   the   whole  effect. 

Nothing  is  more  unattractive  than  a 
display  which  lets  the  onlooker  sec  "be- 
hind the  trim.-'  Some  little  time  IgO  a 
clerk  in  a  certain  city  store  planned 
a  window  display  on  an  unusually  elabor- 
ate scale,  He  carried  out  the  idea,  al- 
though he  found  himself  sadly  cramped 
for  time  before  he  had  finished  it.  On 
thai  account  be  scrimped  things  «  little 
here  and  there,  failing  to  entirely  con- 
ceal  tie   forms,  with   which   he  had  built 


MEN'S    WEAR    SECTION  Dry  Goods  Review 

Merchants  carefully  read 

Magog  Indigo  Drill 

None  Better- —None  as  Good 


The  purpose  of  this  pure  Indigo  Drill  is  for  a  garment  to  be  worn  where 
heavy  work  is  required,  whether  in  the   field,  on  the  engine,  or  by  the  builder. 

Therefore  the  wearing  quality  of  the  cloth  itself  is  the  most  important  fea- 
ture. The  color  is  also  important,  but  any  dyer  having  an  up-to-date  Indigo 
plant  (such  as  we  have),  and  men  who  know  how  to  dye  cloth,  can  produce  a 
pure  Indigo-dyed  cloth,  which  in  fastness  of  color  and  other  qualities  is  equal 
to  the  best  produced  the  world  over. 

Therefore  the  merchant  need  only  assure  himself  that  cloth  ispure  Indigo- 
dyed  and  can  then  dismiss  the  color  question. 

But  how  about  the  cloth  itself?  This  is  the  most  important  part.  We  manu- 
facture every  yard  of  grey  cloth  that  goes  into  our  250  and  285  pure  Indigo 
Drill.  From  the  purchasing  of  the  raw  cotton  to  the  finished  cloth,  every 
operation  of  carding  and  spinning  the  yarn  and  of  weaving  this  yarn  into  cloth, 
is  watched  over  by  competent  operators  and  inspectors,  with  the  one  idea  of 
producing  a  cloth  of  great  tensile  strength  and  durability,  that  will  stand  the 
wear  and  tear  that  the  garments  made  of  these  cloths  are  subjected  to. 

No  other  drill  cloths  on  the  market  can  stand  the  wear  and  tear  of  service 
as  well  as  ours,  as  no  other  is  made  under  the  same  favorable  conditions,  to  in- 
sure the  maximum  of  strength  in  each  and  every  piece. 

Each  piece  is  thoroughly  tested  before  going  to  our  Print  Works  to  be 
dyed  and  printed,  which  insures  each  and  every  merchant,  that  garments  made 
from  MAGOG  INDIGO  DRILL  will  give  absolute  uniformity  of  wear,  and 
better  wear,  than  if  we  only  dyed  and  printed  cloths  which  we  had  purchased 
from  many  different  sources. 

Remember  we  produce  every  piece  of  MAGOG  INDIGO  DRILL  from 
the  raw  cotton  to  the  finished  goods.  Is  it  not  reasonable  that  we  can  guaran- 
tee our  goods  with  more  assurance  than  if  we  only  dyed  and  printed  them? 


DOMINION  TEXTILE  CO,  Limited 

MONTREAL 
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An  extremely    neat   trim  arranged   for  The   Review    bj    C.   Norman    Beaton  of 
Score  &   Son,  Toronto,  showing  new   Spring    shirting    and    ties.     The    former    is   a 

Zephyr,   with   purple  stripes  and  the  latter  the  fashionable   K an   strip  s.     N'ol 

the  single   line  of  each,  retaining  the  effeH   of  uniformity. 


up  the  window,  in  several  places  and 
making  a  number  of  other  errors  of 
omission  on  the  same  order.  The  finish- 
ed result  \v;is  a  distinct  disappointment 
to  him. 

A  Cter  n  had  been  in  a  tew  daj  s,  I  he 
trimmer's  disappointmenl  became  acute- 
ly confirmed.  The  window  had  failed  to 
create  iimcli  interest.  People  'topped, 
looked  at  it  for  a  moment  or  so  and  then 
passed  on.  So  he  got  a  brother  window 
i  runnier,  engaged  in  the  largest  dry 
■roods  store   in   town,  to  look   it  over  and 

see  what   was  wrong. 

"Your  idea  was  good,"  said  the  lat- 
ter, "hut  you  carried  it  out  in  most 
slovenly  Btyle,  Sec  bere:  several  inches 
of  hare,  rongb  board  are  Bticking  out  in 
that  corner.    The  nails  show  everywhere, 

I    suppose   you    think    that    safety    pin    in 

the  folds  of  the  banting  docs  not  show 

It    fairh    hits  you  in  the  eye.      A   coat  of 

varnish  on  the  edges  of  the  background 

would    have    made    a    great    improvement. 


"As  I  said  before,  your  idea  is  -ieat, 
hut  your  execution  is  very  had.  Let  Tie 
tell  you  the  neat  working  out  of  details 
is  the  most  important  part  of  win. low 
trimming,      A    brilliantly    original    idea. 

worked    OUl    carelessly,    is    far   less   effect 

ive  than  a  commonplace  one  artistically 
i  secuted.  " 

Planning  the   Display 

Inasmuch  as  it  is  so  highly  necessary 
that  the  public  should  not  be  allowed  to 
see  "behind  the  trim."  the  work  on   p 

display  winch  does  not  show  is  of  double 
importance.  A  trim  must  he  so  planned 
and  carried  ont    that   no  difficulty  will  be 

experienced   from  that   source.     Many  ;. 

trim  is  spoiled  because  it  is  not  entire- 
ly practical.  The  idea  had  been  adopted 
before    the    display       man       had       figured 

whether  he  could  work  out  the  details 
properlj  or  not. 

It  follows  that  each  displaj  must  he 
figured  out  well  in  advanoe.  The  success 

ti-l 


lul  window  trimmer  knows  just  exactly 
what  he  is  going  to  do  before  he  start- 
the  actual  work;  how  tin1  decorative 
effects  an  to  he  placed  and  where  each 
article  is  to  go. 

This  result  can  he  brought  about  h\ 
the  use  ol  a  -pact'  similar  to  the  store 
window  in  size  and  shape  for  the  plan- 
ning out  of  trims.  Some  men  arrange 
their  displays  roughly  in  this  way  before 
touching  I  lie  -tore  windows.  Thus  they 
know  exactly  what  they  have  to  do  and 
practically  all  difficulties  have  been  met 
and  solved  before  the  window  trim  is 
attempted. 

Still  another  successful  display  man 
has  a  miniature  o(  each  window  in  the 
store  he  serves.  By  means  of  these  he 
plans  his  display  and  arranges  consider 
able  of  the  detail.  It  is  interesting  to 
note   that    many    playwrights    follow    the 

[dan  of  using  miniature     stages 

dummy   figures      m    the     preparati.e 
their  scenes 
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"King  George* ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body    and 
Shoulders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN        ::         ONTARIO 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  makingit  essential!* 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECT/ON  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


It's  the  cloth  in  your  overalls  that  gives  the   wear 

Qtifels  Indigo 
&    Cloth 

Standard  for  over  75  Years 

For  Overalls,  Uniforms, 
Shirts  and  Coats 


I  always 
look  for 
this  trade 
mark  on 
the  back 
of  the 
goods 


as  my  guarantee  against  all  imitations  of  the  Indigo 
Cloth  that  has  held  the  confidence  of  garment  makers 
and  wearers  for  over  75  years  — on  its  unapproach- 
able merit. 

Nothing  can  equal  Stifel  Indigo  Cloth  for  service 
and  satisfaction. 

Insist  upon  Stifel's  Indigo  Cloth— the  world's  standard. 
CLOTH    MANUFACTURED    BY 

J.  L.  STIFEL  &  SONS 

INDIGO  DYERS  and  PRINTERS 


NEW  YORK 

260-262  Church  St. 

TORONTO 
14  Manchester  Bldg. 

MONTREAL 

100  Anderson  St. 

BALTIMORE 
114  W.  Fayette  St. 


SALES  OFFICES 

ST.  LOUIS 

426  Victoria  Bldg. 

PHILADELPHIA 

839  Market  St. 

BOSTON 

68  Chauncy  St. 

CHICAGO 

223  W.  Jackson  Blvd. 

SAN  FRANCISCO 

Postal  Telegraph   Bldg. 


ST.  JOSEPH 
201  Saxton  Bank  Bldg. 

KANSAS  CITY 
205  De  Graw  Bldg. 

ST.  PAUL 
242  Endicott   Bldg. 

WINNIPEG 
400-02  Hammond  Bid* 
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Budds.   New  York. 


-Photo  taken  for  The  Review. 


Preparing  Fixtures. 

Whenever  some  special  feature, 
mechanical  or  otherwise,  is  being  intro- 
duced, it  is  advisable  to  prepare  it  before 
placing  it  in  the  window.  For  instance, 
if  a  windmill  is  to  be  used,  it  should  be 
built,  painted  and  made  complete  in 
every  way  before  beinir  placed  in  the 
window.  One  recalls  tlie  ease  of  the 
young  merchant  in  an  Albertan  city 
who  took  the  reverse  plan   and   bnill   a 

windmill   in  the  window  itself.      When   he 

same  to  lake  it  out,  lie  Pound  I  bal  he  bad 
miscalculated    and    made    ii    too    1  i 
Ami  so  it  had  to  be  taken  to  pieces  in 
the  window  before  any  other  trim  , 
be  an-  raged. 

Use  More  Fixtures. 
Do     most     window     trimmers      make 
is   much    use   of  manufacturi  ■!   display 

irCB  a-   t  hey   should T 
The  proper  utilization  of  fixtures  is  an 
MM!     part,    of    the    display     man's 

tvork,  one  of  the  very  mosl    important. 

The   fact   that  store  fixtures  sell   1-   is 


something  that  the  retail  world  has 
wakened  to  a  sudden  realization  of  the 
last  few  years.  What  the  silent  sales- 
man and  the  cabinet  does  in  the  store, 
the  window  fixture  does  in  the  window. 
It  helps  to  show  the  goods  to  such  ad- 
vantage that  they  arouse  the  desire  of 
possession. 

The    introduction    of    display    fixtures 
has   revolutionized  the     art     of  window 
trimming.      The    display    men    of    to-day 
secure    effects    with    the      greatest 
which  were  quite  impossible  not  so  ni;  ny 

years  ago.    Thus  the  necessity  of  Btudy- 
r:    the   use   of   fixtures   is   one   of   prime 
importance, 

The    initial    cost    will    not     seem    large 

when  it  is  considered  that  a  fixture  will 

he  used   for  years,  adding  an  appreciable 

percentage  to  the  Bales  force  of  the  -tore 
displays  during  that  time. 

-@- 

Every  man  should  have  his  field  of  use- 
fulness hut   it    isn'l   necessary    to  put   a 
barbed  w  ire  Pent  <•  around 
66 


TWINS!  CONGRATULATIONS!  ! 

On  Feb.  11.  1914,  to  Mr.  and  Mrs.  E. 
P.  Burns,  Toronto,  twins,  a  boy  and  a 
girl. 

Mr.  Hums  was  the  winner  of  The  Re- 
view 's  silver  cup  at  the  C.W.T.A.  con- 
vention in  1913,  and  his  clever  and  ar- 
work  for  the  Robert  Simpson  Co. 
has  been  the  subject  of  frequent  com- 
ment. 


The  Nova  Scotia  Underwear  Company. 
Montreal.  Canada,  finds  it  necessary  to 
install  additional  machinery,  the  cost  of 
which  will  he  met  by  an  additional  issue 
of  7  per  cent,  cumulative  preferred  stock 
of  the  company  which  is  being  issued  at 
B9. 


Montreal.-  The  express  companies  say 
they  have  no  intention  of  cutting  rates 
to   compete   with    the   parcel    post    unless 

ordered  to  do  so  by  the  Railway  Com- 
mission, which  they  do  not  believe  is 
probable, 
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Prize  List  Prepared  for  Annual  C.W.T.  A. 

Convention 

Eighteen  Valuable  Prizes,  Including  Handsome  Silver  Loving 
( 'up  Presented  by  Tlie  KYview — Fourteen  Gold  and  Silver  Medals 
—  New  Regulations  in  Force  for  Third  Annual  Convention  in 
August. 


4£Tpy>YS,  Number  Yourselves  Among 
_|j  the  Progressive,  and  .Make  1914 
a  Banner  Year.'-  is  the  foreword 
of  the  President.  Secretary  and  Execu- 
tive of  the  Canadian  Window  Trimmers' 
Association  m  presenting  in  this  issue  of 
The  Reviev,  the  list  of  prizes  offered  for 
competition  al  the  August  convention 
for  window  display,  card-writing  and 
advertising.  The  official  staff  have  com- 
pleted this  portion  of  their  work  in  good 

time,  and  the  members  of  the  Association 

and  others  who  are  planning  to  join  will 

he  ready  to  lie-in  -elliny;  their  exhibits 
in  shape  at  once.  The  events  at  the  first 
and  second  conventions  were  keenly  con- 
tested and  this  year  promises  to  exceed 
the  rest,  as  the  standard  of  the  displaj 
mi  ii  is  advancing  steadily  in  all  three 
departments. 

There  are  several  modifications  notice- 
able this  year  in  the  conditions  govern- 
ing   the   contest,   as   decided    upon   at    the 

hist  meeting  of  the  executive,  thai  should 

meet  with  general  approval.  Heretofore 
,!  has  been  customary  for  entries  to  be 
received  up  to  the  time  of  judging.  This 
year  all  photographs  must  be  forwarded 
to  the  secretary  by  duly  1,  1914.  The 
purpose  of  this  is  to  allow  of  the  entries 
being  judged  before  the  convention 
.,i  of  during  it,  thus  obviating  de 
lays  and  enabling  the  members  the  very 
Brsl  day  to  look  over  the  entries  and 
consider  the  points  taken  into  consider- 
ation by  the  jud| 

No   Means   of   Identification. 
Bach  contestant    must    give  a  descrip 
i  ion  of  the  w  indov  b,  color  scheme,  gen- 
plan,  cost,  etc.,   upon   the  back   of 
the    photograph.      The    name,    however, 
Innst  be  sent   in  Beparatelj   to  the  secre 
tary,  who  w  ill  number  each  photograph, 
S1,  thai  there  « ill  be  no  mark-  of  idenl  i 
Reation.     This    is   a    recognized    rule    in 
leading      compel  it  ions    ei  erj  w  here,  and 
«  ill  rcino\  e  an\  conscious  or  unconscious 
influence   thai    a    personal    consideration 

can  hardlj   Pail  to  evert  under  boi > 

ditions,  even   in   the     moel     stoical     of 
jud| 

I,  ded   also  thai    each   photo 

rFaph  shall  be  taken  since  the  last  con 
ention,   and   musl    not    have   been   Bub 

nulled    in    an\    other  COntesI 

Some     changes     have     been      made     this 

year  in  the  nature  of  the  classes  for  the 
window  dressing  competitions,    The  firsl 

fi\  e    remain    as    la-l     \  ea  r  ;    <  'la--     1     bene: 


The  Review's  silver  Loving  cup,  suitably 
engraved,  for  the  best  six  displays,  origi- 
nal   window   and   unit   trim    photographs 

submitted  by  contestant,  the  cup  to  be- 
come the  permanent  property  of  the  win- 
ning decorator.  (  lass  '1  is  for  original 
windows  in  cities  of  over  L00,000  inhabi- 
tants, which  this  year  will  include 
Montreal,  Toronto,  Winnipeg,  Vancouver 
and  the  latest  entrant-,  Hamilton  and 
Ottawa.  Class  3,  Holiday  or  Opening 
Windows,  up  to  100,000;  Class  4.  Mer- 
chandising Windows,  under  50,000;  each 
idass  having  gold  and  silver  medals  a- 
prizes;  Class  5,  for  nun's  wear  trimmers, 
with  two  medals  also  as  rewards. 


SOME  NEW  RULES. 

Photographs,  cards  and  ad- 
vertising copy  must  be  in  Sec- 
retary's hands  by  July  1 .  191  I. 

( 'ommittees  of  juagt  s}     out 
side  the  C.W.T.A.  organization 
— will  hove  reports     ready  by 
opt  ning  day. 

Prizes  will  be  prest  nU  <1  by 
a  prominent  citizen  of  Toronto. 

Eight  classes  for  window 
trims,  two  for  cards,  and  ont 
for  advertising. 


I  hi--  6   has  been  changed   t  rom  floral 
decoral ions    to   medals    for     the     "bes 

,  fleet  i\  e     «  imlow      ariaimeliienl      ol      W  0 

men  '-  Readj  to  W<  ar  Garments,"  prizi  s 
being  donated  by  the  Dry  Goods  Record. 
i  hi--  7.  as  before,  besl  •  tamping  or 
Drapes;  and  <  'lass  8,  for  the  besl    1 1 

■  round-. 

In    t  he    card    «  lit  in-    contest     t  here    an 
t  n  0    (la—  <  -    this    year    instead    of    9 
i  'lass  1   i-  '•  for  the  mosl  artistic  pen  or 

brush    lettered    card,   used    for  opeiiu 

special     announcement";     and     Class  2, 

"for    I  lie    hi  -t     plain    letter'  d    pi  i(  e    card 

used  to  indicate  the  price  ol  merchan- 
dise." The  term-  a n  similar  to  those 
for  «  indou   di  essii  being  in  the 

.eeietar.1  's    hand-    o\     Jm1\     1     at  d    being 

ree  fi  out  idenl  ifical  ion  mark-. 

Two  prizes  an   offered  for  advertising, 
"for  the  besl   all  round  advertising,  in 
eluding    general    publicity,   opening 

announcements  "      All    entries    in 
also    must    lie    forwarded    to    the 
secretary    bj    .Tnly  1 
6S 


Honoring  the  Winners. 

The  executive  are  planning  on  making 
the   presentation    of    prize-  the 

features  of  the  convention.  The  an- 
nouncement of  winner-,  a- 
said,  will  be  made  at  the  opening,  and 
the  judges'  reports  will  go  into  the 
merits-  and  demerit-  of  the  exhibits 
in  some  detail.  The  presentation  of  the 
prizes  will  be  made  by  the  Mayor  OX 
some  other  prominent  citizen  of  Toronto. 
to  add  to  the  distinction  ol   the  vict« 

The  programme  is  being  worked  out 
and  a  number  of  valuable  papers  are 
promised.  1'anicular-  of  these  may  be 
looked   for  at   an  earlv  date. 


© 

PARCELS  POST  AND  EXPRESS. 

Some  idea  of  the  wa\  in  which  the 
proposed  parcels  post  rates  will  work 
out  will  be  found  in  the  subjoined  table. 
showing  the  cost  of  sending  a  ten-pound 
pi  reel  to  the  places  mentioned.  The  dis- 
tance from  Toronto  by  rail  is  given,  the 
proposed  Canadian  rate,  the  express  rate, 
and  the  rate  which  would  be  paid  for  a 
similar   distance   in    tl  •     - 
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MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Fall  and  Winter  1914-15 


II  you  only  knew  just  how  many  suits  and  overcoats  you  are  going 
to  sell  next  Fall  and  Winter,  it  would  be  a  simple  matter  to  place 
your  order — hut  you  don't  know  and  you  don't  want  to  "take 
chances.'' 

The  Answer 

You   can    buy  just    the   number 
of    suits    and    overcoats    in    — 

ART  CLOTHES 


C^7<7K   BROS     &- 
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ALLeN    LIMITEC 


that  you  arc  practically  sure  of  selling  and  use  our  Special  Order 
Department  for  the  overflow  and  for  the  better  class  of  trade  you 
cannot  get  in  any  other  way. 

The  ART  CLOTHES  men  will  soon  be  on  the  road  with  a  most 
exclusive  range  of  models  and  fabrics,  and  an  advertising  proposi- 
tion that  will  appeal  to  you — A  postal,  and  you  can  be  the  first  in 
your  town,  if  we  are  not  already  represented. 


Cook:  Bros,  fc  Alle^ 

Wholesale  Tailors 

TORONTO. 


''■iHiiiiiiiiiiiiiiiiiiiiiiiiiiS^ 
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MEN'S    WEAR    SECTION 


Boys,  Number  Yourselves  Among  the  Progressives  and 

make  1914  a  Banner  Year 

EIGHTEEN  VALUABLE  PRIZES 


Handsomely  Engraved 
Silver  Loving  Cup. 

14    Gold     and     Silver 
Medals. 

Cash  Awards. 

3rd  Annual  Contest, 
August,   1914 

OPEN   TO   WINDOW   TRIM- 

MERS,  CARD-WRITERS 

AND  ADVERTISERS 

Awards  to  be  made  and  Prizes 
Presented  by  Prominent  Toronto 
Citizens  at  the  August  Conven- 
tion, Canadian  Window  Trimmers' 
Association. 

C.  W.  T.  A.  Window    Decorating 
Contest. 

The  Review  Loving  Cup. 

Classification  of   Prizes  : 

Class  I— Annual  Grand  Prize.— Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the 
winning  decorator  each  year.     Presented  by  Dry  Goods  Review. 


ORIGINAL   WINDOWS. 
Class  2  -Open  to  .-ill  trimmers   in  cities  of   LO 
or  over. 

1st  Prize— C.W.T.A.   Gold   Medal. 
2nd   Prize— C.W.T.A.   Silver   Medal. 

I'm     Mm     beet      win. low     nl'     (lie     year     showing     must 

beautiful    and    original    background    and    groupings. 

HOLIDAY    OR    OPENING    WINDOWS. 
Class  3-  Open  in  all  trimmers  in  cities  from  r»0,000 
to   100,000. 

1st  Prize— C.W.T.A.   Gold   Medal. 
2nd   Prize— C.W.T.A.   Silver  Medal. 
i'"i   best  holiday  or  opening  window,  millinery  and 
ready  in  wear  display. 


MERCHANDISING    WINDOWS. 

Class  4— Open  to  all  trimmers  in  towns  ami  eities 
up  t.i  50, 

1st   Prize— C.W.T.A.    Gold   Medal. 
2nd   Prize — C.W.T.A.   Silver   Medal. 
For   tlio   best    display,    merchandising   or   bos 
bringing  windows  judged   by   Bales  an. I   effective   ar 
rangement   tor  such  event. 

MEN'S   WEAR   WINDOWS. 
Class  r>    Open  to  men's  wear  trimmers  of  Oanada. 
1st   Prize— C.W.T.A.   Gold   Medal. 
2nd   Prize— C.W.T.A.   Silver   Medal. 
For  besl    men's  wear  unit-  and   furnishing  tallies 
..I   win. low-,  dressed,  showing  arrangement  o(  units  in 
completed  trim. 


MEN'S    WEAR    SECTION  Dry  Goods  Review 


OPEN  TO  ALL  WINDOW  TRIMMERS  IN  CANADA.  For    the    best    display    of    drapes    or   ready-to-wear 

Class  6 —  ,  .      t  -3 

1st  Prize       -       -      -     Gold  Medal  grouping  arranged  in  department  windows  or  eases. 

2nd  Prize      -     -     -     Silver  Medal 
For  best  effective  window  arrangement  of  women 's  BEST  BACKGROUNDS. 

ready-to-wear  garments.  Class  8 — 

Medals  donated  by  courtesy  of  Dry  Goods  Record.  1st  Prize $5 

Class  7_  BEST   GR0UPING   OR   DRAPES-  For  the  best  background  suggestions.     Suitable  for 

1st  Prize $5  opening,  anniversary  or  special  events. 

TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in 
a  city  of  less  population  than  that  stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,  but  only  one  view  is  necessary  to  enter  competition  in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,  1913,  to  June  15th,  1914,  and  must  not  have  been 
submitted  in  any  other  contest. 

(d)  All  photographs  to  be  forwarded  to  the  secretary  by  July  1st,  1914.    Pictures  will  be  returned  to  contestants 
after  the  convention  if  requested. 

(e)  Contestants  must  give  detail  description  of  windows,  color  scheme,  general  plan,  cost,  etc.,  marked  on  back, 
and  whether  for  annual  contest.     Class  number  must  also  be  designated. 

(f)  All  windows  to  be  judged  under  numbers,  any  identifying  marks  must    be    removed.      And   names   sent   to 
secretary,   who   will   number  photograph,   each  member  having  different  number. 

C.  W.  T.  A.  Cardwriting  Contest 

Class  1 —  Class  2 — 

First   Prize    -     -    -     Gold  Medal  Silver  Medal. 

Second  Prize     -     -     Silver  Medal 
For  the  most  artistic  pen  or  brush  lettered  card—  For  tne  best  Plain  lettered  price-card— used  to  in- 

used  for  opening  or  special  announcement.  dicate  the  price   of  merchandise. 

TERMS  OF  CONTEST. 

(a)  Cards  used  must  be  first  used  in  merchandise  dis-  (c)  Each  card  must  have  no  mark  or  name,  but  must 

„  .   Plavs-  be  sent  not  later  than  July  1st  to  secretary,  who 

(b)  All  cards  must  be  of  uniform  size.     None  larger  .„  .  .  .  .    , 
than  half  and  none  smaller  than  1-16  of  regulation  wm  number  same  for  contest-     A  card  must  be 
sheet,  22  in.  x  28  in.  sent  with  each  entry,  stating  name  and  when  used. 

C.  W.  T.  A.  Advertising  Contest 

CLASS   1— GOOD  ADVERTISING. 
First  Prize     ------    Gold  Medal  Second  Prize Silver  Medal 

Awarded  for  the  best  all-around  advertising,  including  general  publicity,  opening  and  sale  announcements. 

TERMS   OF  CONTEST: 

(a)  Announcements  must  have  appeared  this  year. 

(b)  All  copy  must  be  original. 

(c)  Not  more  than  six  examples  to  be  entered  in  contest. 

(d)  All  ads  to  be  judged  on  points — 1.  Editorial  and  descriptive   text.     2.  Layout.     3.  Typographical   effect.     4. 
Originality  of  ideas. 

All   entries  to  be  forwarded  to  secretary  by  July  1st,  1914. 

Contestants  must  be  members  of  C.W.T.A.  and  staff  employees  in  Canadian 
Stores.     Contest  closes  June  15th,  1914. 

The  Award  Committee  decisions  to  be  final. 

Canadian  Window  Trimmers,  Association 

J.  A.  McNabb  F.  J.  Thompson 

Pres.  Sec. 

52  Stanley  St..  St.  Thomas.  Ont. 

71 


Using    Photographs   to    Reduce   Bulky  Sample 

Cases 

Omaha   Firm  Adopts  System  That  Saves  Big  Expense  and  is 

I'x'iiciicial  to  the  Mei-eliaiits     In  Son,,.  Cases  Weighl  of  Samples 
Only  One-twentieth. 


TJ 1 IJ  sampling  of  dry  goods  by  means 
of  photographs  and  swatches, 
rather  than  by  using  the  different 
garments,  was  the  subject  of  a  paper  at 
the  Jobbers'  Association  of  Knit  Goods 
Buyers  in  New  York,  by  C.  E.  Hutchin- 
son of  M.  E.  Smith  &  Co.,  Omaha, 
Nebraska. 

After  declaring  that  it  was  spreading  all 
over  the  country,  lie  added: — It  is,  I  be- 
lieve, the  first  radical  improvement  to  be 
made  in  the  method  of  sampling  dry 
goods,  in  the  last  quarter  of  a  century. 

The  advantages  are  very  great.  In  the 
first  place,  the  conservation  of  the  sales- 
man's time  is  one  of  the  greatest  bene- 
fits. It  is  no  little  task  to  pack  and  un- 
pack from  ten  to  fourteen  trunks  once  or 
twice  a  day.  Frequently  our  own  sales- 
men each  carried  1.700  pounds  of 
samples  in  the  general  line.  To  handle 
these  requires  not  only  much  time,  but 
no  little  strength.  To  inspect  them,  a 
merchant  frequently  was  required  to 
visit  the  sample  room  in  the  evening, 
after  a  hard  day  in  the  store.  The  re- 
sult was  that  he  bought  indifferently 
he  was  tired  and  wished  to  get  through 
with  the  job  of  selecting  stocks  as  soon 
as  possible.  The  salesman  was  tired  too 
—and  it  is  only  human  nature  to  lose 
enthusiasm  as  one  takes  on  fatigue. 

Reduces  Number  of  Trunks. 

With  the  new  system  of  sampling,  we 
have  reduced  our  trunks  to  not  more 
than  seven,  as  against  ten  to  fourteen. 
The  men  are  selling  more  goods  from  Hie 
photos  than  they  did  from  the  actual 
Bamples.  They  are  covering  more  terri- 
tory, mid  averaging  at  least  one  town 
more  pei  week.  This  is  an  increase  in 
efficiency  of  lfi  per  cent,  in  time  saving 
alone.  But  best  of  all.  the  men  are  not 
tired  out  with  handling  a  ton  or  two  of 
Bamples  and  being  fresher,  they  attack 
their  problems  more  vigorously,  with  the 

result  that    sales  ;ire   increased. 

The      merchant,      on      the     other    hand. 

Beems  to  he  a<  well  pleased  as  the  sales 

man.         It    i-.    much    easier    to    buy    from 
photos   than    from    dimples. 

How  It  Works  in  Each  Case. 

Suspenders.    Two  years  ago,  each  man 

earned  about    L50  st\les  of  Buspenders, 
i\t \  pounds,  or  more.    '1'"  daj . 
by  means  of  a  book,  in  which  a  short  Bee 

tion  of  t  he  w  eb  and   the  ends  and   mount 


//OH'    IT    WORKS    OUT. 

Sixty  pou ml*  of  suspenders 
riil need  to  twenty. 

Sixty  pounds  of  neck^.m- 
reduced  t<>  fiftet  n . 

In  duel,  inn!  simp  coaU  240 
pounds  ml iirr<l  In  10. 

Big   Siiri ill/    in    rust    of   siimp/rs. 

Saves  three-fourths  Uu  time 
of  the  merchant  and  visits  in 
tin-  showrooms. 


ings  are  shown,  he  displays  his  line  in  a 
few  minutes  and  to  better  advantage  and 
carries  only  20  pounds.  A  few  actual 
suspenders  show  the  models — the  bal- 
ance are  all  in  the  book. 

Neckwear.  The  neckwear  line  weighed 
60  pounds;  to-day  it  is  swatehed  and 
shown  in  a  book  wei;rhin<r  about  15 
pounds. 

Shirt  Waists.  Shirt  waists  formerly 
required  .-m  entire  trunk;  to-day,  by 
means  of  photographs  and  a  half  dozen 
or  so  actual  garments,  the  retailer  finds 
the  line  put  before  him  in  better  condi- 
tion and  in  a  little  24-lb.  package  which 
requires  one-eighth  of  the  space  formerly 
needed. 

Muslin  Underwear.  Muslin  under- 
wear also  required  an  entire  trunk. 
Photos  have  reduced  the  samples  of  this 
line  to  a  24  lb.  portfolio.  The  garments 
photographed  on  living  models  give  a 
better  idea  of  the  line  than  the  actual 
samples. 

Notions,  eii-.  Salesmen  formerh  car- 
ried 120  lbs.  of  house  dresses,  L20  lb-,  of 
children's  dresses,  60  lbs.  of  boys'  wash 

-mis  and  240  lb-,  of  notions.     Photos  and 

swatches  have  reduced  all  these  samples 

from  540  lbs.  to  :S00.  The  apparent  re- 
duction here  is  only  one-half:  but  ii  must 
be  remembered  that  we  now  show  all  the 
notion  line  where  formerly  only  little 
more    than    half    was    sampled. 

Duck  and  sheep  coats  required  a  240- 
pound  trunk.  To  day  IS  styles  are  shown 
in    a    10-pound    swatch    book,    ami    a    few 

act ual  models. 

Dress  shirt-..  DreBS  shirt>  required  a 
200-pound  trunk.  Today  10  pounds  of 
swatches  and  a  few  models  show  the  line. 

Wash     Qoods.       Formerly     required 
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about  60  pounds  of  samples  made  up  in 
miscellaneous,  odd  size  folders,  without 
uniformity  in  en t  her  size  or  make-up. 
To-day  everything  is  swatehed  and  bound 
in  one  standard  loose  leaf  book,  wcisrhinsr 
about  15  pounds. 

All  these  various  books,  portfolios. 
etc.,  have  been  worked  out  to  meet  the 
requirements  of  a  standard  unit.  They 
lit  the  sample  trunks  and  are  capable  of 
expansion  or  contraction  as  the  i 
sity  may  require. 

From  360  Pounds  to  30. 

In  my  own  department,  sweater  gar- 
ments formerly  took  up  a  trunk  and  one- 
half,  and  weighed  about  .'160  pounds. 
Photos,  mostly  colored,  with  the  <rar- 
ments  shown  on  livins;  models,  reduced 
this  mass  of  samples  to  a  thirty -pound 
portfolio.  The  sales  last  season  were 
more  than  the  previous  year.  Underwear 
i-  sampled  in  the  same  way  with  the  gar- 
ments  shown  on  living  models  so  far  as 
possible.  This  reduces  the  sample  line 
from  .'Kid  pounds  to  about  30  also. 

There  is.  of  course,  a  great  savin 
the  jobber  who  samples  his  lines  in  this 
way.  The  photos  are  inexpensive.  The 
samples  cost  money,  and  have  to  be  sold 
at  a  reduction  when  the  men  are  through 
with  their  trip.  There  is  a  lot  of  differ- 
ence between  supplying  our  traveling 
force  of  lid  men  with  a  15e.  photograph 
each,  and  giving  them  a  wool  sweater 
whici  00.     Multiph    this  in- 

stance by  the  number  of  sweaters  in 
the  line,  and  you  will  see  what  it 
amounts  to. 

Another  great    saving  is  in   the  r> 
baggage  charges.    This  is  no  small  item. 
I  believe  we  have  at  least  300  less  trunks 
on  the  road  to-day  than  we  did  a  year 
or  so  ago,  and   figuring  each  at  240  lbs., 
it  will  be  seen  that  there  i^  72.000  pounds 
of  excess     which      formerly      had    t 
moved   each     day,  as  a   rule,     on   w 
charges  are  now  saved. 

To-day  a  salesman  can  walk  into  the 
store  of  the  busiest  merchant  and,  with 
hi-  photographs,  show  his  line  in  one- 
fourth  the  time  formerly  required.  The 
merchant  can  examine  50  photographs 
in  the  time  he  required  to  look  at  10 
samples,  and  the  labor  o(  looking  over  a 
line  has  been  reduced  to  almost  nothing. 

It  Beems  not  too  much,  to  predict  that 

before  many  \ears  this  method  of  samplr 

(Continued  on  page  78.) 
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ROB-ROY 


A  Ballantyne  Result-Getter 

BEAVER  BRAND  "ROB-ROY" 

This  coat  is  taking  exceptionally  well  with  the  men 
in  all  parts  of  Canada.  It  is  a  real  live  model  with 
true  manly  lines,  heavy  hand-spun  worsted 'yarn  and 
massive  ribbed  stitch. 

The  Rob-Roy  Coat  has  every  quality  mark  of  Beaver 
Brand — fine  workmanship,  perfect  fit  and  high-grade 
finish. 

Write  for  a  trial  half  dozen  of  these  coats  to-day.  If 
they're  not  what  you  want — send  them  back. 

R.   M.   BALLANTYNE,   LIMITED 

Manufacturers  of  '  ''Beaver  Brand  Knit  Goods  ' ' 
STRATFORD,   ONTARIO 


VANGUARD  Knitting  Wools 


Established 


Scotch 
Fingerings, 
Vanguard, 

15'8,  123, 

Fine. 

Hosiery 

Yarns, 

&o.,  &c. 


Soft 
Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 

Fine. 

0  '■>  and  00 
Worsteds, 

&c,  &c. 


THOMAS  BURNLEY  &  SONS,Limited 


Manufacturers    of  Scotch    Fingering  and  Knitting   Wools. 

GOMERSAL    MILLS,   nr.   LEEDS,    ENGLAND. 
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How  the  Clothier  Can  Win  Out  in  Early  Buying 

Advantages  of  This  System  Best  Secured  by  Accurate  Record  of 
Sales  in  Each  Size  and  Style  During  Previous  Season — Position 
<>f  the  Manufacturer — How  One  Firm  Has  Solved  Difficulty. 


tf/TViE  early  bird  catches  the  worm," 
±  or  at  Least  1 1 is  chance  should  be 
the  best,  writes  a  clothier  in 
Men 's  Wear,  New  York.  When  the 
Armours  were  practically  the  only 
people  of  any  size  in  the  packing'  busi- 
ness their  first  competitor  was  Nelson 
Morris.  Phillip  Armour  wasted  little 
time  in  those  days,  and  he  was  generally 
on  the  job  at  pretty  near  daylight,  buy- 
ing pigs  from  the  pens  as  they  had  been 
brought  in  by  the  farmers. 

One  morning,  much  to  his  chagrin,  he 
found  the  pens  entirely  empty.  Morris 
had  been  there  at  four  o  'clock  in  the 
mornin.ir  and  gotten  the  jump  on  his 
larger  competitor.  Armour  was  a  hard 
man  to  beat,  and  the  following  week, 
upon  his  arrival  at  the  stock  yards, 
Morris  found  the  pens  empty  at  daylight. 
Armour's  men  had  been  there  with 
lanterns,  bought  their 
pigs,  and  this  time  left 
Morris  the  empty  pens. 
Morris  took  the  laugh 
good-naturedly,  but  next 
week  the  pigs  came  into 
Chicago  consigned  direct 
for  Morris.  His  men  had 
bought  them  from  the 
farmers  and  shipped  them 
direct  into  Chicago. 

Early  buying  seemed  to 
be  a  requisite  in  the  pack- 
ing business  at  that  time. 
It  has  long  been  con- 
Bidered  so  in  the  men  's  re- 
tail clothing  game.  Let 
us  consider  it  from  the 
different  angles,  and  see  just  what  the 
clever  merchants  are  doing  to-day  along 
these  lines. 

i  lompei  ii  ion  has  made  \  olume  take  the 
place  of  high  profits,  with  the  natural  re- 
sult that  the  methods  of  doing  business 
have  changed.  To-day  the  retailer  must 
lit  every  shaped  man.  and  lit   him  as  well 

or  better  than  the  tailor.  The  manufac 
turer  must  design  his  patterns  so  thai 
thej  will  compare  favorably  with  the 
models  of  the  latest  London  and  New 
York  custom  tailors.  lie  musl  adapl 
them  to  tit  the  regular,  the  stout,  the 
tout,  th(  tout,  t  be  long  and 

the  short. 

He  must   select   Ins  woolens,  and   in  such 

variety  thai  everj  section  of  the  country 

may  be  supplied  with  their  individual 
aeeda,  He  must  to  a  great  extent  gamhle 
on  these  woolens,  for  the  tremendous 
demands  from  an   industry    that   fli 


third  in  the  country's  business  makes  it 
impossible,  except  in  rare  instances,  to 
reorder  with  a  promise  of  delivery  under 
six  weeks,  and  then  with  a  strong  possi- 
bility of  being  unable  to  get  the  goods 
at  all. 

The  labor  situation  to-day  is  one  thai 
is  so  uncertain  that  the  manufacturer 
feels  he  must  allow  himself  some  lee- 
way, so  that  he  may  be  sure  not  to  dis- 
appoint his  customers  who  are  depend- 
ing on  him  for  delivery  at  a  certain  date. 
and  such  a  condition  as  developed  in 
New  York  last  season  only  goes  to  prove 
the  necessity  of  such  a  precaution. 
These  are  the  manufacturers'  difficulties, 
and  they  seem  to  prove  conclusively  that 
there  is  a  necessity  for  buying  far  in 
advance  of  actual  needs  and  long  before 
the  season  is  in  progress. 

Rut  the  retailer.    Where  does  he  "get 
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oil"  on  this  "Early  Buying"  game? 
Let  's  take  a  glance  at  his  peculiar  situa- 
tion and  where  the  evolution  of  the 
clothing  business  has  left  him. 

It  is  onlj  a  trifle  over  one  hundred 
years  thai  someone  discovered  thai  most 
men  were  made  along  the  same  general 

lines,  and  that  started  the  clothing 
game.  To-daj  il  is  the  third  largest  in- 
dustry in  the  United  states.  Fortj 
years  ago  ready-made  clothing  was  a  dif- 
ferent proposition.  The  man  whose 
purse    allowed    him    the    leeway    went    to 

the  tailor  it'  he  wanted  anything  but  a 
decidedly  ordinary  suit  of  clothes.  In 
the  old  days  all  men   were  regulars  or 

stout-,    and    someone    who    could    not    do 

anything  else  changed  last  year's  pat- 
terns  as  little  as   po88ible  and   the   suits 

were  cut.  To-daj  the  designer  of  ready- 
to  wear  doilies  gets  $5,000,  $10,000  or 
*'20,nno  if  he  can  produoe  whal  the  trade 
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demands.     It    a   suit   was  of  attractive 

fabric  and  would  hold  together  it  wa.» 
desirable,  and  even  in  the  small  towns  a 
merchant  could  sell  twenty  or  thirty  of 
one  pattern  if  he  could  get  the  village 
I'm  an  Brummell  to  buy  the  first  one. 

To-day  clothe-  muBl  not  only  fit,  but 
they  must  have  character  and  distinc- 
tiveness, and,  moreover,  there  must  not 
be  many  of  a  pattern.  Then  the  manu- 
facturer relied  on  his  judgment  of  the 
fabrics  that  would  sell,  estimated  how 
much  lie  could  sell  in  a  season,  made  the 
clothes  and  carried  the  stock  for  the  re- 
tailer, who  went  into  market  and  pur- 
chased his  season's  stock  about  two 
weeks  before  he  actually  needed  the 
goods.  If  unfavorable  conditions  pre- 
vented their  sale  their  value  was  not 
\er\  heavily  impaired  for  their  disposal 
on  the  following  season. 

Not  very  long  ago  the 
writer  of  this  article  had 
an  opportunity  to  see  the 
books  of  a  clothing  manu- 
facturer of  thirty  years 
They  had  made  a 
net  profll  of  'J">  per  cent, 
on  their  business 
greater  evolution  in  any 
business  in  the  world  has 
taken  place  since  that 
time  than  in  the  clothing 
industry. 

For  example,  the  small 
merchant  in  the  town  of 
75,000  or  100.000  inhabi- 
tants must  be  in  active 
competition  with  his  big  brothers  in  the 
metropolitan  cities.  Under  the  condi- 
tions as  thej  <  xi-i  today  he  must  select 
his  clothing,  furnishings  and  hats  some- 
where in  the  neighborhood  of  BU  months 
in  advance  of  the  time  his  season  opens. 
Of  course,  bis  possibilities  of  keeping  in 
dose  touch  with  the  ever-changing 
ditions  an1  more  or  less  limited,  where 
in-  assumes  the  active  management  of 
his  business,  particularly  if  he  is  at  any 
distance  from  the  manufacturing  centres 
With  his  list  of  stock  on  hand,  he 
into  the  market  in  March  to  buy  the 
merchandise  he  knows  will   not   begin  to 

sell  until  the  following  October.       Hi 

buys  $1,000  here  and  $5,000  there,  and 
when  he  li'-rures  it  all  up  on  the  train  he 
linds  he  has  bought  several  hundred 
dollars  more  than  he  thought  he  would. 
but  what's  tin'  odds,  next  year  should  be 
better  than  last,  anywav.  or  so.  he  fisrures 
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But  in  the  meantime  there  is  a  strike 
in  the  lamp  works  that  wipes  $75,000  a 
week  off  the  payroll,  business  conditions 
in  general  are  none  too  good,  and  his 
season  starts  slow.  Not  so  slow,  how- 
ever, but  that  he  sees  that  there  is  a  big 
demand  for,  say,  chinchillas;  in  fact, 
they  are  the  only  overcoats  that  are  sell- 
ing at  all.  Well,  it  so  chances  that  that 
is  the  one  kind  of  which  he  bought 
lightly,  and  so,  regardless  of  his  already 
heavy  stock,  he  hustles  into  market  and 
buys  the  chinchillas  that  he  must  have. 

This  means  one  thing:  when  the  time 
to  clear  his  stock  comes  he  must  take  a 
loss  that  may  wipe  out  his  entire  sea- 
son's profits.  It  seems  clear  that  this  is 
not  the  best  arrangement  for  him,  but 
what  can  he  do?  His  demands  for  bet- 
ter made  merchandise  all  the  time  have 
made  it  impossible  for  the  manufacturer 
to  give  him  what  he  wants  unless  he  has 
his  orders  well  in  advance.  And,  of 
course,  that  is  true,  and  although  more 
strongly  applicable  to  the  manufacturer 
of  hand-tailored  clothing,  to  a  greater  or 
less  degree  it  fits  the  ease  of  producers 
of  every  kind  of  men's  apparel. 

There  must  be  a  happy  medium  some- 


On  the  back  of  the  card  (Fig.  2)  you 
find  the  lot  of  the  coats  in  stock,  the 
number  in  each  lot  and  their  prices.  As 
any  lot  is  received  during  the  season  it 
is  added  to  the  front  in  sizes,  and  to  the 
back  in  the  same  method  in  which  the 
coats  carried  over  are  listed,  and  the 
date  of  their  receipt  noted.  At  the  end 
of  the  season  the  stockman  again  takes 
a  list  of  everything  on  hand,  and  places 
it  on  the  front  of  the  card,  under  the 
totaled  list  of  the  coats  on  hand  at  the 
beginning  of  the  season  and  those  sub- 
sequently received. 

The  subtraction  of  the  coats  then  on 
hand  from  the  totaled  list  will  give  the 
number  of  coats  actually  sold  and  the 
exact  sizes.  If  at  any  time  any  part  of 
the  clothing  stock  is  reduced  in  price 
a  record  is  kept  of  it.  Then,  before  the 
buyer  goes  to  market,  he  notes,  for  ex- 
ample, the  number  of  garments  sold  in 
every  grade  and  how  many  of  a  size. 
Their  method  is  to  buy  the  actual  num- 
ber of  garments  in  the  exact  sizes  that 
have  been  sold  at  a  regular  price. 

Of  course  that  system  requires  a  great 
amount  of  detail,  and  in  so  complete  a 
form      is      hardlv      suitable      for      the 


mean  an  increased  number  of  employees 
in  the  factories  during  the  rush  periods, 
and  months  when  practically  there  would 
be  no  employment  for  tailors.  This,  of 
course,  means  less  uniformity  in  the 
making  of  the  garments  themselves,  and 
probably  an  increased  cost.  It  would 
eventually  necessitate  a  different  ar- 
rangement with  the  mills  in  reference  to 
the  delivery  of  woolens. 

Late  buying  would,  of  course,  solve 
some  of  the  difficulties  of  the  retailer, 
leave  less  to  guess  and  reduce  his 
chances  of  overstocking  through  his  in- 
ability to  forecast  future  conditions.  It 
would,  however,  tend  to  decrease  the 
grade  and  raise  the  cost  of  his  mer- 
chandise. With  these  conditions  of 
manufacturer  and  retailer  as  they  are,  it 
seems  imperative  that  the  retailer  should 
give  the  manufacturer  his  support  by 
buying  as  early  as  possible  such  mer- 
chandise as  he  feels  sure  that  he  may 
dispose  of,  and  the  manufacturer  should 
assist  the  retailer  by  every  means  in  his 
power  to  reorder,  with  an  assurance  of 
quick  delivery  and  workmanship  up  to 
the  standard. 
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where,  and  the  solution  seems  in  care- 
fully-kept stock  records.  At  least  that 
is  how  the  large  stores  are  solving  the 
problem.  An  example  of  the  exactness 
with  which  one  New  York  house  keeps 
lists,  from  which  they  finally  make  up 
their  minds  how  much  and  what  to  buy, 
will  serve  as  an  example. 

A  card  system  like  the  one  shown  on 
these  pages  is  in  operation.  At  the  be- 
ginning of  every  season  a  list  is  taken 
of  everything  in  the  clothing  depart- 
ment. It  is  then  placed  on  the  front  of 
the  card  in  sizes  (Fig.  1),  and  on  the 
back  of  the  same  card  (Fig.  2)  is  shown 
the  lot,  date,  quantity  and  price.  The 
top  row  of  figures  on  the  front  of  the 
card  show  the  $15  silk-faced  overcoats 
carried  over  from  the  previous  season. 
Each  line  under  that  represents  the 
coats  subsequently  received  during  the 
season. 


small  or  medium-sized  store,  but  it  could 
readily  be  adapted  to  the  needs  of  the 
individual  merchant,  and,  moreover,  any- 
one who  has  some  such  system  cannot  go 
very  far  wrong  with  overstocking  his 
store.  This  method,  carefully  adhered 
to,  would  give  the  merchant  an  oppor- 
tunity for  frequent  reorders,  under  nor- 
mal conditions,  and  would  work  to  the 
advantage  of  both  manufacturer  and  re- 
tailer, although  the  early  orders  would 
probably  suffer  to  some   extent. 

The  retailer  must  supply  the  consumer 
at  the  time  he  demands  his  clothes,  and 
in  like  manner  the  manufacturer  must 
meet  the  demands  of  the  retailer  and 
deliver  his  merchandise  when  the  latter 
wants  it,  regardless  of  when  the  pur- 
chase is  made.  For  the  manufacturer  to 
produce  his  garments  in  the  period  of 
perhaps  a  two-month  interval  between 
their  selection  and  their  delivery  would 
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VENTILATED  CLOSED  CROTCH. 

A  feature  of  a  new  union  suit  that  will 
be  placed  on  the  market  by  a  United 
States  manufacturer  is  a  ventilated 
closed  crotch.  This  is  a  radical  and  new 
idea  in  union  suit  construction.  The 
gusset  is  a  perforated  insert  of  double 
and  elastic  texture,  the  perforations  of 
which  are  not  directly  opposite  each 
other,  thus  preventing  a  draft  upon  the 
wearer.  The  particular  benefit  of  the 
ventilated  crotch,  it  is  explained,  is  a 
practical  provision  whereby  the  confined 
heat  of  the  body  and  the  resulting 
accumulation  of  moisture,  to  the  discom- 
fort of  the  wearer,  is  avoided  without 
interfering  with  the  appearance  or  fit  of 
the  garment.  The  double  ventilated 
fabric  of  this  style  closed  crotch  acts  as 
a  bellows,  and,  while  the  wearer  is  in 
motion,  draws  a  steady  stream  of  air 
through  the  crotch,  thus  allowing  per- 
fect circulation  and  avoiding  moisture 
and  consequent  chafing. 


ADJUSTABLE  NECKTIE. 

A  necktie  that  can  be  lengthened  or 
shortened  is  the  invention  of  John  Cal- 
vin Stanford,  of  Atlanta,  Ga.  The  tie 
lias  a  strip  of  rigid  material  secured  by 
a  single  transverse  line  of  stitching  be- 
tween the  ends  of  the  tie,  so  that  the 
material  of  the  tie  may  be  folded  over 
the  strip  in  different  directions  to  effect 
different  adjustments  in  the  length  of 
the  tie. 


SOME  years  ago  a  business  of  com- 
paratively small  size  changed  bands. 
The  first  owner  bad  not  made  much 
headway  with  it.  lie  was  the  kind  of 
man  who  makes  a  splendid  employee 
hut  a  poor  employer.  When  working 
under  direction  he  proved  himself  cap- 
able, aggressive,  careful  in  detail — a 
brilliant  salesman.  On  launching  a  busi- 
ness 01]  his  own  account .  be  found  new 
responsibilities  saddled  upon  him  which 
bewildered  him.  The  detail  and  careful 
planning  ahead  which  falls  to  the  Lol  of 
nil  executive  head  were  beyond  him. 
lb  lei  matters  slide,  devoting  his  time 
to  superintending  sales,  [n  othei  words, 
he  worked  in  the  present  as  the  average 
employee  dues  and  let  the  future  provide 
Cor  itself. 

Needless  to  state.  | r  Dempsey's  ex- 
perience as  proprietor  of  a  retail  store 
was  a  short  one  and  it  not  exactly  dis- 
astrous was  in  a  sense  very  inglorious. 
Ii  took  less  than  a  year  to  run  the  busi- 
ness into  a  bad  hole  from  which  Dempsej 
extricated  himself  by  selling  out.  The 
savings  he  had  invested  in  the  business 
were  partlj  wiped  out,  but  be  was  luckj 
caping  with  anything  lefl  at  all.  Ho 
secured  his  old  position  back  and  I 
understand  is  t  here  to  daj  .     I  le  is  doing 

a-  well  as  ever  and  each  Near  adds  to 
his   neat    pile   "I    Ba\  ingS.      lie    is,    1    may 

a\  .    in    his    proper   eleinenl  . 

System,  His  Cardinal  Creed. 
The  man    who   bought    out    the   business 
was    a    hard   headed    lellow     w  ho    had    been 
n     the     commission     business     lor     some 

years.  Earding,  we  will  call  him,  Be 
did  not  know  anything  about  running  a 
retail  store  but  he  did  know  the  primary 
elements  of  successful  business.    He  was 

lamp    of    man    w  ho    OOuld    take    hold 

ot  anv  kind  of  a  business,  carefull 


down  to  the  roots  of  it  and  find  out.  how 
that  business  needed  to  be  run  to  get  the 
best  results  out  of  it.  lie  had  a  keen 
instinct  for  essentials  and  he  believed  in 
system  as  the  cardinal  creed  of  the  busi- 
ness man. 

Immediately  on  completing  the  deal 
whereby    he    secured    the    almost    defunct 

Dempsey  store,  he  came  to  me. 

"This  business,"  he  explained,  "is  in 
had  shape.  1  am  prepared  to  put  in 
enough  cash  at  the  start  to  get  it  on  a 
right  basis.  After  that  it  has  got  to  be 
put  on  a  paying  basis  at  once.  We'll 
have  to  go  through  it  with  a  dark  lan- 
tern, you  and  me.  and  find  exactly  what's 
needed. 

We  went  at  it;  and  needless  to  state, 
found  the  business  to  be  in  a  water- 
logged condition.  The  systems  Dempsey 
had   put    in    were   hopelessly   inadequate 

and  the  details  had  been  loosely  ar- 
ranged. We  worked  at  it  hard  for  some 
time   and    finally    succeeded    in    putting    in 

a  system  which  seemed  to  tit  the  re- 
quirements of  that  class  ,,|  business.  A 
i  boroughlj  experienced  merchandising 
man  was  put  in  charge  of  the  sale-  cam- 
paign. Earding,  himself,  camped  on  the 
system  end  of  the  business,  lie  had  it 
working  like  a  well-greased  machine  in 
no  time. 

The  business  has  grown  iuan\  tunes 
over,  A  huge  business  oak  has  grown 
from  the  acorn  that  Dempsey  planted. 
It    must   almost    make   him  dizzy   when   he 

implates    the    store    that    has    been 

built  up  and  thinks  o|  the  wobbling  little 
concern    il    was    :i|    I  he    start, 

<»f    all    the    systems    we    put    in,    i 
was    one    that     1     believe    paid    Us    best     of 
all.      This,  at    any    rate,  is  the  tirm  belief 

oJ    Earding  himself.     It  was  a  plan  for 

keeping  track  of  the  work  of  the  sales 
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staff,  which  enabled  him  to  judge  accur- 
ately the  worth  of  each  employee.  l>y 
means  of  this  system  he  kept  his  sales 
stall  as  close  to  efficient  as  it  is  possible 

to  do. 

Weigh  Up  the  Clerks. 

When  a  man  buys  uroods  for  his  store 
he  takes  care  to  get  good  value;  he  tries 
to  get  articles  that  will  yield  a 
margin  of  profit.  Do  you  wei^h  up  your 
clerks  in  the  same  way?  Large  depart- 
mental stores  do  this,  in  addition  to 
dividing  their  store  into  departments. 
Your  business  may  not  yet  be  large 
enough  to  divide  into  departments,  but 
there  is  no  reason  why  you  should  not 
make  every  clerk  a  Department,  and  find 
out  what  clerk  gives  yon  the  la  m 
profit.  Try  it,  and  you  will  probably  be 
surprised  at  the  difference  shown  when 
you  find  that  one  or  two  salesmen  are  far 
ahead  of  their  fellows.  Study  their 
methods    and    get    others    like    them. 

In  teams  playing  tor  sport  they  weed 
out  the  weak  men  and  so  build  up  a 
learn  that  wins  the  coveted  trophy. 
Surely  a  business  is  at  hast  as  worthy 
of  being  built  up  as  a  baseball  team. 
Yet  how  few  businesses  are  run  on  such 
keen  lines  as  a  successful  baseball  team? 

Do  you  take  an  analysis  ot'  your  sales- 
men every  week  or  month?  Probablj  you 

know    that    it    would   be   a    good    tbil  _    to 

no  but  are  not  sure  of  the  best  w  ay  to  do 
it    and   so   let    the  matter  slide. 

In  order  to  check  the  m<  n  's  sales,  you 

w  ill  require  either  a  cash  register  or  to 

furnish  each  one  with  a  duplicate  counter 
book,  one  copj  o.  sale  to  be  handed  iii 
or   tiled    as    the   sale    is   made   out.      lkm 

n    sMck    tile  salesman's   slips. 

add  them  up  everj   day   and  enter  them 
iii    a    record    book.      You    will    then 
find  out    who  is  selling  the  most   goods. 
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Profit  Margin  Analysis. 
You  can  go  further  than  this  and  find 
out  who  is  selling  the  goods  that  are 
bringing  you  the  best  margins  of  profit. 
The  man  who  is  selling-  just  advertised 
goods  at  a  small  margin  and  at  a  mini- 
mum amount  of  trouble  to  himself  is  not 
the  man  who  is  going  to  help  you  to 
build  up  a  big  profitahle  husiness.  When 
von    find   von    have   a    good   salesman    it 


should  be  both  a  pleasure  and  a  profit 
for  you  to  give  him  an  advance.  It  is 
surprising  how  good  salesmen  help  a 
husiness  and  how  poor  ones  let  it  down. 
Study  the  methods  of  your  salesmen:  it 
will  pay  you. 

Encourage  a  steady,  reliable  man : 
don't  be  afraid  of  giving  him  a  word  of 
praise,  let  him  see  that  lie  is  appreciated. 
Now    that    rents   are    higher   and    nearlv 


all  expenses  growing,  you  must  look  to 
the  increase  of  your  sales  to  keep  down 
the  percentage  of  your  expenses  and  one 
very  good  way  is  to  dive  down  into  each 
man's  sales  and  weigh  them  up.  You 
will  find  a  great  deal  can  he  gained  in 
this  way,  so  even  if  you  have  a  cash 
register,  have  counter  check  books  as 
well,  keeping  each  clerk's  sales  separate 
and  checking  one  against   the  other. 


Lessons  That  Are  Learned  from  the  Inventory 
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If  is  my  intention  in  this  article  to  go 
thoroughly  into  some  phases  of 
stock-taking.  The  subject  will  per- 
haps seem  a  little  untimely,  as  most  re- 
tail merchants  take  their  inventory  dur- 
ing the  first  few  weeks  of  the  new  year. 
In  many  respects,  however,  the  present 
is  the  most  suitable  time  possible.  I 
venture  to  say  that  a  large  proportion  of 
the  merchants  who  have  finished  up  their 
stock-taking  either  did  not  carry  out  the 
work  on  the  most  thorough  basis  or 
failed  to  comprehend  all  that  their  in- 
ventory had  to  teach  them.  Perhaps, 
therefore,  the  facts  which  I  desire  to 
present  are  likely  to  impress  themselves 
thoroughly  when  the  work  of  stock- 
taking is  still  fresh  on  the  mind. 

What  Inventory  Shows. 

The  first  point  to  be  brought  out  is 
the  importance  of  the  annual  inventory. 
In  the  first  place,  it  lets  you  know  for 
certain  what  your  stock  is,  and  by  in- 
cluding it  in  your  assets  your  balance 
sheet  when  prepared  by  an  accountant 
will  show  you  how  you  stand.  Secondly, 
if  you  took  stock  a  year  before,  the  dif- 
ference in  the  amount  of  your  surplus 
item  will  show  your  net  gain  during  that 
period.  Thirdly,  if  you  have  kept  a  pur- 
chase and  sale  journal  and  know  the 
amount  of  your  total  purchases  and 
total  sales,  it  will  show  your  gross  pro- 
fit— a  most  important  point,  because  it 
will  show  you  for  certain  what  per- 
centage of  profit  you  have  made,  not 
what  you  think  you  are  making.  For 
instance,  if  you  have  put  40  per  cent,  on 
to  your  cost  your  stock-taking  should 
show  that  your  gross  profits  have  been 
28V2  per  cent. 

Stock-taking  tests  your  profits  and  de- 
termines if  there  is  any  leakage,  so  that 
at  least  stock  should  be  taken  once  a 
year  for  that  reason  alone.  The  biggest 
and  most  progressive  stores  keep  stock 
svstems  to   tell   them   what   their   stock 


should  be  at  any  time,  and  if  anyone 
could  say  with  reason:  "Oh,  I  take 
stock  only  once  in  about  three  or  four 
years,  because  I  have  a  good  idea  of 
what  I  have,"  it  would  be  them.  Yet, 
we  find  that  the  firms  with  the  best  re- 
cords take  stock  the  most  frequently. 
Why?  Because  it  pays  them  to  do  it, 
and  they  are  in  business,  and  they  have 
big  business  because  they  have  the  right 
methods  and  know  every  detail  of  their 
business. 

The  writer  knows  men  conducting 
large  stores  and  enjoying  the  reputation 
of  aggressiveness  who  have  not  taken 
stock  for  three  years  or  more.  They 
claim  they  have  a  good  idea  of  what 
their  stock  is.  I  have  tested  this  know- 
ledge on  several  occasions  and  I  would 
not  risk  a  nickel  on  it. 

A  man  starts  in  business  and  does 
$5,000  a  year;  he  has  five-thousand-dol- 
lar ideas,  and  possibly  knows  the  amount 
of  stock  he  is  carrying;  his  business 
grows  and  he  is  doing  three  or  four 
times  that  amount.  That  man's  stock 
will  have  outgrown  that  man's  ideas, 
and  if  he  takes  stock  he  will  find  that 
he  has  a  great  deal  larger  stock  than  he 
thought  lie  had. 

The  Man  Who  Thought  He  Knew. 
I  was  consulted  by  such  a  man  once, 
and  he  wanted  his  business  put  in  order. 
He  confided  to  me  that  he  knew  all 
about  it  himself,  but  that  he  wanted  to 
show  it  to  a  partner  who- was  to  get  a 
share.  I  asked  him  how  much  stock  he 
had,  and  he  told  me  confidently  that  he 
could  tell  any  leakage  directly,  and  he 
almost  apologized  to  me  for  his  weak- 
ness in  allowing  an  inventory  of  his 
stock  to  be  made.  It  showed  $6,000 
more  stock  than  he  thought  he  had.  I 
do  not  think  he  has  quite  forgiven  me 
yet,  but  he  increased  his  insurance,  fired 
the  man  who  kept  his  stock  and  put 
fresh  energy  into  his  sales  department. 
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How  to  Go  About  It. 

The  next  phase  to  be  considered  is 
the  proper  method  of  procedure  in  tak- 
ing stock.  It  is  a  fact  that  many  re- 
tailers who  take  stock  out  of  a  sense  of 
duty  carry  out  the  work  in  such  an  in- 
complete way  that  it  is  really  useless; 
worse  than  useless,  for  the  merchant  ac- 
cepts the  totals  at  their  face  value  and 
believes  he  knows  how  his  business 
stands.  An  incomplete  inventory  will 
often  give  a  merchant  an  entirely  er- 
roneous idea  of  his  standing  and  lead  to 
the  adoption   of  suicidal  methods. 

I  remember  one  instance  where  a  cer- 
tain merchant  had  been  carrying  out  his 
stock-taking  each  year  quite  regularly, 
but  doing  so  on  a  slipshod  basis  that 
amounted  in  reality  to  guessing  at  what 
he  had  in  stock.  To  make  it  worse,  he 
based  each  succeeding  year's  inventory 
to  a  great  extent  on  that  of  the  previous 
year,  with  the  result  that  each  year  he 
got  further  away  from  the  truth.  When 
the  time  of  readjustment  came — as  it 
must  come  in  all  such  cases — the  differ- 
ence between  the  real  value  of  the  stock 
and  the  figures  on  the  books  was  almost 
unbelievable.  It  was  great  enough  to 
create  a  suspicion  of  dishonesty  in  some 
minds,  but  I  knew  that  the  whole  diffi- 
culty had  cropped  up  through  sheer  care- 
lessness. 

System  for  Recording  Stock. 
Now,  how  is  stock  to  be  taken  so  that 
every  article  shall  be  taken  down  for 
certain  and  a  prominent  record  kept, 
one  that  can  be  referred  to  and  any  ar- 
ticle traced  at  once — a  list  that  anyone 
can  go  over  and  check  quickly?  For 
this  you  need  sheets  numbered  00  to  99, 
and  as  it  is  generally  sufficient  to  have 
50  on  a  sheet,  you  need  two  sets  of 
sheets,  one  set  numbered  00  to  49  and 
the  other  50  to  99.  The  reason  for  this 
is  that  you  only  need  two  lots  of  print- 
ing,   even    if   you    require    hundreds    of 
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sheets;  after  you  get  to  99  you  add  the 
figure  1  to  the  00  and  you  have  100. 

Previous  to  taking  stock  a  ticket  must 
be  placed  on  each  article  or  package  to 
be  taken,  and,  as  it  is  taken  down,  the 
number  on  the  list  is  marked  on  the 
article  or  package;  the  first  article  will 
be  numbered  00,  the  second  1,  and  so 
on.  The  articles  must  be  taken  down  in 
exactly  the  same  order  as  they  are  ar- 
ranged, so  that  a  package  numbered  40 
would  be  between  articles  numbered  39 
and  41. 

If  this  system  is  thoroughly  followed 
out  you  will  get  all  your  stock  down  and 
nothing  down  twice  . 

These  sheets  should  be  filed  in  a  post 
binder  and  then  you  have  a  permanent 
and  reliable  list  of  your  stock. 

The  experience  of  the  writer  extend- 
ing over  twenty  years  devoted  to  a  study 
of  business  methods  has  shown  him  the 
necessity  of  taking  stock  frequently. 
Profit  by  this  and  you  will  never  regret 
it.  It  is  simple  but  it  is  comprehensive. 
It  enables  the  merchant  to  cover  the 
ground  and  to  thoroughly  estimate  the 
stock. 


USING  PHOTOGRAPHS  TO  REDUCE 
BULKY  SAMPLE  CASES. 

( ( lontinued   from  page  72. 1 

ing  will  have  become  standard  with  most 
of  the  large  houses  of  the  country. 

Practically  all  of  our  sweaters,  knit 
goods,  and  knit  underwear  are  now  sold 
from  photos;  so  arc  the  notions,  furnish- 
ings, muslin  underwear,  etc.  We  are  ex- 
panding the  idea  in  every  department  of 
the  boose,  a>  rapidly  as  possible;  and  it 
will  not  be  long  before  the  sample 
trunk  will  be  a  rather  small  affair. 

These  results  have  not  been  accom- 
plished in  a  day  or  a  year,  and  the  end 
is  not  yet,  and  to  the  merchant  the  bene- 
fits are  just  as  great  as  to  the  road  man. 

® 


i...,.  will  be  a  good  seller  especially  in 
Btriped  patterns  and  Madras  clotht. 
These  will  be  extremely  .rood.  Another 
big  Belling  shape  will  be  the  double  fold 
collar  with  the  cutaway  front  in 
plain  and  striped  patterns. 


SPRING  SHAPES  IN  COLLARS. 

I:i    Spring   collars     there     are      three 
shapes   which   look    likely   to   meel    with 

popular  favor.  The  double  fold  collar  is 
one,  with  the  V  opening  at  the  top  in- 
stead of  the  lock  toil.     The  long  point. 


@ 


Montreal.— Fire    gutted    the    - 
Brennan  Bros.,  men's  furnishers. 

St.  John,  N.B.  For  the  third  time  in 
seven  weeks,  burglars  visited  the  tailor 
shop  of  A.  Gilmour. 

Weyburn,  Sask.- — W.   T.   MeCona 
formerly  of  Symes  &   IfcConaehie,  has 

opened    a   tailor   shop    here. 

Pembroke,    Ont.— Luxenburgs'    n 
furnishing  store  has  been  taken  over  by 
X.  &  D.  B.  Cohen,  of  Montreal. 

London,   Ont.-    M.    Fishbein   has 
his  business  at  638  Dundas  St.  and  will 
devote   his    whole   time   to    his    London 
"ready-to-wear"    store    at   256    Dundas 
si  reet. 


lit,  ubovi  pictuti  shows  tin  progress  being 
iiniih  mi  Hi,  ii r,  storey  50  \  1(|"  addition  to  the 
WacLean  Publishing  Co.'s  building  on  Unv 
sity  .1 ''  mi, .  Toronto,  proprii  tors  of  this  paper. 

This  building  will  providi  space  that  has 
been  urgently  required  for  th(  last  year  or  two 
for  Hi,  editorial  and  business  staffs  of  tfu  ir 
various  publications,  That  wt  have  great  faith 
in  ih,  fill  in;  of  Canada  is  shown  by  the  foci 
that  a,  havt  acquired  th<  whole  block  on  I'ni- 

ty   I  n  mi, .  running  from  Edward  to  Agnes 


Street.  As  flu  business  develops  and  as  Canada 
develops,  the  next  building  will  be  erected  on 
the  southern  corner  of  (hi-  property,  bordering 
on  Agnes  Street.  Tht  old  building  on  the 
right  of  the  picture-  -and  it  is  only  four  y 
old  is  "ii,  of  tin  most  substantially  built 
brick,  steel  and  reinforced  concrete  buildings  in 
(  anada.    It  will  be  d<  voted  exclusively  to  the 

printing  prisma  <  i;  ntuallg.     It  runs  through  to 
C  utrr  .1  venue. 
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Window  Cards  for  Advanced  Spring  Showings 

St.  Patrick's  Day  a  Time  for  Special  Line  of  Decoration  and  Show 
Cards — For  Hats,  Ties  or  Clothing — Wallpaper  Effects  and  Harps 
in  Reverse  Designs. 

Written  for  The  Review  by  Paul  O'Neal 


NO  matter  what  the  weather  condi- 
tions are,  lamb  or  lion-like,  the 
first  of  March  should  see  every 
progressive  merchant  alive  to  the  fact 
that  he  should  be  pushing  his  Spring 
lines.  It  may  be  a  little  in  advance  to 
show  straw  hats,  but  "Advance  Show- 
ings" always  create  talk,  and  talk  is 
advertising.  The  young  man  who  is 
particular  about  his  wearing  apparel  is 
always  pleased  to  see  the  coming  modes 
for  the  Spring  season.  So  the  merchant 
who  is  out  early  with  his  Spring  displays 
will  be  the  one  to  attract  trade,  for  it 
will  be  seen  he  is  alive  and  up-to-date. 

No  Price-Cutting  in  March. 

January  and  February  should  have 
seen  all  the  winter  lines  well  cleared, 
so  that  the  Spring  goods  may  have  all 
the  attention  of  advertising  and  pushing. 
There  should  be  no  necessity  for  special 
sales,  price-cutting,  or  extra  inducements 
during  the  month  of  March.  Regular 
Spring  lines  should  be  in  sufficient  de- 
mand to  keep  business  at  a  brisk  point. 
This  will  be  particularly  true  in  ordered 
clothing.  Orders  should  begin  to  come 
in  promptly  now,  if  a  little  extra  adver- 
tising, display  and  decorating  has  been 
attended  to. 

It  is  important  that  some  attention  be 
given  to  decorating  during  the  Spring 
season.  Artificial  flowers,  garlands,  a 
few  singing  birds,  attractive  cards  here 
and  there  through  the  store  will  give  an 


air  of  Springtime  that  will  be  attractive, 

effective  and  produce  a  buying  feeling  in 
your  customers.  The  extra  attractive- 
ness will  alone  repay  for  all  the  expense 
and  trouble.  The  public  admire  pro- 
gressiveness  in  this  direction  and  will 
talk  and  advertise  your  business  enough 
to  pay  many  times  the  cost  of  the  work. 
In  a  western  Ontario  town,  a  men's 
furnisher  spent  considerable  time  in 
putting  attractive  window  displays.  It 
was  only  a  short  time  after  his  arrival 
until  he  was  known  all  over  the  town  as 
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the  man  with  the  "pretty  windows." 
l»ather  odd,  but  it  was  powerfully  good 
advertising — and  he  did  business. 

The  cards  for  your  interior  decor- 
ations should  be  about  C  x  10  inches, 
neatly  lettered  with  pen  or  small  brush. 
Have  direct  personal  appeals  on  each, 
such  as: 

"Have  you  thought  about  your  new 
Spring  suit  ? ' ' 

"We  have  the  tie  that  is  specially 
suited  for  you." 

"Try  on  one  of  our  new  mode  hats — 
it  will  look  well  on  you." 

On  each  card  have  a  YOU.  Try  this 
once  and  see  the  result. 

For  St.  Patrick's  Day. 

March  offers  one  day  that  will  furnish 
a  basis  for  decorating.  That  is  St. 
Patrick's  Day.  The  dominating  color,  of 
course,  must  be  green.  Harps,  pipes, 
hats,  shamrocks,  etc.,  may  enter  into  the 
decorative  features.  Crepe  tissue  paper 
may  be  had  at  moderate  cost  and  used 
effectively  for  decorative  purposes. 
Shamrocks  in  green  card,  and  harps  in 
gilt  may  be  purchased  or  made  at  trifling 
expense. 

The  Sample  Window  Cards. 

The  cards  presented  this  month  are 
somewhat  unique  in  design.  They  are 
merely  suggestive  and  may  be  elaborated 
upon  and  adapted  to  any  line  of  mer- 
chandise.    The  75c  card  may  be  used  for 
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lies,  shirts  ur  other  similar  lines.  The 
price  maj  be  made  to  suit  the  article  and 
the  wording  for  gloves  could  be  changed 
i"    "a    pair"    instead    of   "one."     The 

card  is  a  wall  paper  design.  A  piece  <il 
small  pattern  wall  paper  should  he 
chosen,  .Mount  this  on  a  white  or  grej 
card   and   letter   in    white. 

The   one   dollar  and    twenty-live   dollar 

cards  are  wall  paper  effects  showing  a 

reverse  design  or  how  to  kill  two  birds 
with  one  brick.  Dark  paper  is  cnosen. 
and  care  exercised  in  cutting  out  design 
-o  as  to  preserve  the  "cut  out''  as  well 
a-  the  background.  .Mount  each  of  these 
on  separate  cards  ami  Letter  to  suit  the 
articles  chosen.     <>n    the  card    with   the 


Design  of  Paul  O'Neal. 

background  card  a  few  flowers  may  be 
painted  of  the  "splash"  type,  which  are 
always  attractive.  The  lettering  on  this 
card  may  he  in  black  shaded  in  a  color  to 
harmonize   with   the  paper. 

Reverse  Pattern  Type. 

The    two    barp    card-    are    of    the    "  re 

\  rise'"  pattern  type.    They  are  air  brush 

designs     made     from     the     same     pattern. 

using  the   background    in   one  case  and 

i  be  ••rut  ou1  "  in  the  other.     They  ma\ 

ilded   first   and   air  brushed   on   top 

•  'i  thej  nia\  bi  dour  in  dark  green  color. 

rfl'eci    of  passing    the   harp  througlt 

icroll  or     ribbon  is     i  asilj    accomp 

lished.      In    fact,   the   design    will    show 

i"u    it    i-   done     better     than     a    word 

description.      Notice    the    scroll    on    the 

harp  i-  shov  o  enl  irelj  on  the  fan' 

side,    the    harp    being    behind    it.      The 

li  tin  in-   1 1 1 .  i  \    be  done  in  black  and  the 

figures  in  dark  green,  -haded  w  ith  light 

i  een      Bui  care  should  be  taken  to  keep 

i  he   colors    in    ha  rmonj  .   a  ml    Free    t  rom 

si rong  cont rasts. 

These   rani    suggestions  should   be  ol 
help  i"  the  enterprising  card  w  rit( 

w  indow     trimmer    and     may     he    enlai  •  ed 

upon  lo  -uit  tin'  circumstai 


Programme  of  Ontario  Branch,  R.M.A. 

Convention 


This  will  be  held  in  the  Temple  Building.  Toronto,  on   Wednesday  and  Thursday. 

February  25  and  20. 
Wednesday    Morning: — 

Morning   session    opens    at    10.30   a.m..    when    the    usual    preliminaries   of   registra- 
tion,  reception  of  delegates,  and   receiving  resolutions  will   be   In   order. 
Wednesday   Afternoon: — 

Address   of  welcome — President  J.  C.   VanCamp   of   the  Toronto   Branch. 

Response — B.  W.  Ziemann,  Esq.,   Dominion   l'ast  President,  I'reston,  Ont. 

President  E.  C.  Matthews'  address. 

Report  of  the  Executive  Officers. 

Receiving    and    considering    resolutions    and    reports.      Some    Interesting    subjects 

will  come  up   under  this  order  of  business. 
Thursday,  February  26th   (10  a.m.): — 

Considering  resolutions  continued. 

Secretary's   report. 

Treasurer  and  Auditor's   report. 
Thursday   Afternoon    (2   p.m.)  : — 

The  election   of  officers. 

The  election   of  representatives  on   the  Dominion   Board. 

Arrange  the  date  and   place  of  next  meeting. 

Joint    conference   with    leading   wholesale   merchants   and    manufacturers. 

On  Thursday  evening  it  8  o'clock  a  banquet  will  be  given  in  the  Assembly  Hall 
w  lien  in  address  will  lie  beard  from  A.  P.  Sheldon,  proprietor  of  The  Sheldon  School, 
of  Chicago,  111.,  on  "The  Science  of  Building  a   Retail   Business." 

In  sending  out  the  programme  Secretary  E.  M.  Trowern  adds  several  suggestions 
and  hints  regarding  some  of  the  questions  to  be  considered.  Among  them  are  the 
following: — 

"Please  be  in  attendance  promptly  at  every  session.  If  you  do  not  put  something 
into    the   world,    you    cannot   expect    to   get    anything   out   of   it." 

"If  you  ask  for  a  Convention  Certificate,  you  will  secure  reduced  rates  on  all 
railroads." 

"Consideration  of  the  report  of  the  Special  Committee  who  waited  upon  the 
members  of  the  Ontario  Government,  to  reduce  the  rate  of  our  Business  Tax  through- 
out the  Province." 

"Consideration  of  the  plan  proposed  by  our  Special  Committee,  to  accomplish  the 
purpose  desired  by  the  wholesalers  and  manufacturers,  and  for  which  they  asked 
legislation    known   as   the  'Bulk   Sales  Act.'" 

"The  now  Parcels  Post  legislation  and  what  effect  it  will  have  on  the  retailers 
throughout  the  Province." 

"What  effect  the  proposed  Workmen's  Compensation  Act.  which  we  have 
vigorously  opposed,  will  have  on  the  retail  merchants  if  provision  is  left  in  the  Act 
whereby  the  Board  which  will  be  appointed  to  administer  it.  can  tiring  us  into  It 
without  our  consent." 

"To  what  extent  the  large  mail  order  catalogue  houses  are  injuring  the  local 
trade  of  the  cities,  towns  anil  villages  of  Ontario,  aud  if  they  should  pay  their  fair 
share  of  the  up-keep  of  the  various  municipalities  out  of  which  they  secure  trade." 

"The  advisability  of  securing  an  amendment  to  the  Transient  Traders  and  Ped- 
lars  An .  -  i  that   ii  will  be  administered   bj    1 be  0  G     em  men  t.  who  will 

all  pedlars  and  collect  a  fee  and  pay  a   portion  of  it  to  the  municipality." 

"The  proposed  Fire  Marshal's  Bill,  which  if  it  becomes  law  will  place  into  the 
hands  of  a  Eire  Marshal  the  power  lo  order  certain  changes  in  our  premises,  and 
we  will   have   no   opportunity   to   appeal,    if   the   proposed   changes   are   unfair    I 

■■Consideration    of    what    action    we    should    take    lo    discontinue    the    pa 
freight    cartage  charges  at    both   ends   and    what   effect    the   recent   arrangement    between 
the   railways   and   the  cartage  companies   will   have  on    the   retail   trade" 

"Some    practical    plan    to    save    trouble    and    delay    in    tracing    parcels    and    securing 

payments  for  claims   from  express  ami   freight   companies." 

"The    appointment    of   committees    from    every    section    of   our    Association,    to    take 

up   simultaneously   the  question   of  wholesalers   and    manufacturers   selling  direct   to 

our   customers." 

"What  further  stops  we  Should  take  to  oppose  Co-operative  Society  Legislation  ami 
Co  oper.it  i\e   Sodet  y   Stores." 

''Consideration   of  further  changes  in   the  Weights  ami   Measure-;  Act.  and  especially 

the  abolition  of  the  fees  for  their  Inspection." 

"A  definite  plan  to  develop  and  retain  the  retail  trade  of  the  home  town  anil 
urge   upon    retailers   to  Bee   lint    their  Importance  collectively,   as  a   class,   is  not   omitted 

on    any    literature    that    ;s    put    out,    advertising    their    town." 

"A  plan  whereby  our  members  will  be  protected  against  unreliable  rating  and 
collecting  associations  and  agencies." 

"The  advisability  of  amending  the  Shops   Regulating  Act  regarding  the  hours  of 

employment    for   females." 

"The  question  of  retail  markets  and  the  municipality  going  Into  the  retail  trade. 
mill  showing  why  we  should  nol  tie  charged  with  being  the  cause  of  the  high  c.^st  of 
living." 

"Tile  question  of  receiving  credit  notes  from  wholesalers  and  manufacturers  whieh 
were   not    ordered,   or   not    according   to   order" 

"Consideration  of  what  Further  mean-,  can  he  adopted  to  regulate  or  control 
Severe    price  cutters   and    trade   demoralizers" 

"Taking  further  steps  to  secure  an  amendment  to  the  Criminal  Code,  to  make 
false    advertising    a    crime" 

"Taking  further  steps  to  press  our  amendments  to  the  Division  Court  Act  re- 
garding   g.irnisl s   and    simplifying    the   collection    of  small    debts" 

"  \  report  will  lie  submitted  of  the  excellent  results  our  members  are  meeting 
with  In  collecting  their  old  over  due  accounts,  through  our  Credit  Reporting  De- 
partment." 
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Bad  Debt  Problems  Were  Discussed 

Retail  Merchants  of  British  Columbia  Get  Together  in  Annual 
Convention  on  the  Question  of  Improving  Collection  Facilities 
— Deputation  Waits  upon  Hon.  Mr.  Bowser. 

By   Special  Wire. 

Victoria,  B.C.,  Feb.  10. — The  two-day  convention  of  the  British  Columbia  Retail 
Merchants'  Association  adjourned  this  evening  after  consecutive  and  spirited  ses- 
sions. A  number  of  important  resolutions  were  passed,  dealing  with  problems  fac- 
ing the  trade. 

The  convention  opened  on  Monday  with  a  large  attendance  of  retail  merchants 
from  all  parts  of  the  province,  and  representatives  of  all  trades.  A  significant 
feature  was  the  unanimity  shown  on  many  points,  all  the  trades  represented  dis- 
playing a  willingness  to  co-operate  to  secure  better  conditions. 

Many  of  the  points  taken  up  and  debated  at  greatest  length  had  to  do  with 
proposed  amendments  to  the  provincial  statutes,  giving  the  merchant  more 
adequate  protection  against  the  "dead  beat."  Statistics  were  introduced  which 
showed  that  during  the  year  1912  the  money  lost  by  the  retail  merchants  of  the 
Province  of  British  Columbia  through  bad  debts  amounted  to  one  million  dollars. 
This  staggering  total  had  not  been  improved  upon  during  1913,  which  was  a  bad 
year  in  the  matter  of  collections.  The  unfairness  of  laws  which  permitted  so  ser- 
ious a  condition  to  develop  was  most  pointedly  brought  out. 

The  present  Capias  Act  fixes  the  amount  at  $50  for  which  a  man  can  be  prose- 
cuted. Anyone  owing  less  than  that  amount  cannot  be  reached  effectively.  This 
phase  of  the  question  was  debated  at  some  length,  and  the  consensus  of  opinion 
was  that  the  minimum  amount  should  be  changed  from  $50  to  $10. 

The  Loan  Act,  which  allows  farmers'  money  at  4  per  cent,  for  co-operative 
societies,  was  criticized. 

Changes  were  advocated  in  the  Garnishee  Act. 

It  was  thought  that  there  should  be  provisions  making  wives  jointly  responsible 
for  goods  sold  for  maintenance  of  the  household. 

In  fact  the  "bad  debt"  problem  bulked  very  largely  in  the  proceedings,  and 
the  greater  amount  of  the  time  was  taken  up  in  discussing  the  many  phases  of 
it.     Resolutions  covering  the  points  above  were  carried. 

To-day  a  strong  delegation  waited  upon  Attorney-General  Bowser  and  laid 
the  resolutions  before  him.  The  speakers  gave  a  strong  presentation  of  their  case 
and  showed  the  extent  to  which  losses  from  bad  debts  bad  grown,  demonstrating 
that  it  constituted  a  severe  menace  to  business. 

Hon.  Mr.  Bowser  gave  attention  to  the  arguments  presented  and  promised  that 
the  question  would  be  given  full  consideration. 

A  number  of  routine  matters  were  taken  up  at  the  convention,  including  elec- 
tion of  officers  and  making  arrangements  for  convention  next  year.  The  1915 
convention  will  be  at  Victoria. 


The  above  brief  synopsis  of  the  proceedings  at  the  convention  of  the  British  Columbia  Retail  Merchants ' 
Association  held  at  Victoria  on  Monday  and  Tuesday  was  secured  by  wire  from  our  editorial  representative  in 
the  City  of  Victoria.  A  complete  report  is  being  sent  on,  giving  full  particulars  and  a  resume  of  the  discus- 
sions.   This  will  appear  in  next   issue. — Editor. 
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Selling  Point 


Number  One 


They  re  IVater-proof 


These  famous  collars  lack  nothing  in  appearance  found  in 
the  regular  linen  collar,  but  have  features  which  place  them 
infinitely  higher  in  point  of  service  and  appearance.  Being 
water-proof  they  are  easily  cleaned  with  soap,  water  and 
sponge,  thereby  eliminating  the  laundry  expense  and  ensur- 
ing a  clean  collar  at  a  moment's  notice.     Arlington   Collars 


are  made  in  six  grades,  ranging  in  price  from  70c  to  $2 
dozen,  each  a  third  heavier  in  weight  than  other  water- 
proof  collars   at  a   corresponding   price. 

A  trial  order  of  Challenge  Collars  will  prove  our  statements. 
Five  styles  shown  below. 


The  ARLINGTON  CO.  of  Canada,  Limited,  Toronto 

Western  Agent:  R.  J.  Quigley,  Winnipeg.  Eastern   Agent:   Duncan  Bell,   Limited,   Montreal. 

Ontario  Agent:   John   A.  Chantler  &  Co.,   Toronto. 


^OF  w   Iff*)  ^^ 


ECLIPSE 


SHAMROCK 


VIGILANT 


AMERICA 


ATALANTA 


Lion  Brand  Clothing    \fisr 

Correct  and  Exclusive  Styles  for  Boys 


We  make  nothing  but 
boys'  clothes.  Into  them 
we  put  every  ounce  of 
tailoring'  and  designing 
skill  that  we  possess.  We 
give  them  elegance  and 
exclusiveness,  and  the 
iittle  touch  which  can- 
not be  found  in  clothes 
that  do  not  bear  the 
Lion  Brand  label. 

If  you  would  capture 
the  boys'  clothing  busi- 
ness of  your  town,  get  in 
a  stock  of  these  popular 

clothes. 


Write  for  Catalogue 


The  Jackson  Mfg.  Company 

CLINTON,  ONT. 

Factories  at  : —  Clinton,   Goderich,   Exeter,   Zurich 


Duck  Trousers — 

$0.00,  $10.50, 
$12.00,   $15.00 
Duck  Coats — 
$9.00,   $11.50, 
$12.75,  $13.50 
As  Illustration — 
$13.00,  $14.00, 
$15.00. 
Duck  Vests — 
$9.00,  $11.25, 
$12.00,  $12.75, 
$13.50. 
Aprons-  Carpenters '  - 

$2.25,  $2.50. 
Aprons — Butchers'-- 
$2.50,  $2.75, 
$3.00,  $3.50. 

Haugh    Brand    garments,    in    dust- 
proof  packages. 

Ask    for    samples    of    your    require- 
ments or  let  us  send  you  Catalogue. 

.  Defiance  Mfg.  Co.,  Ltd  ^j 

^^1        College  &  Bathurst  Streets      iTim 

tvffi       TO"°™>       flSff 
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Brown    Tweeds   are   a    Rival    to  Chinchillas  is 

Fall  Clothing  Prophecy 

Many  Predict  a  Return  t<>  Brown  A  fter  a  Weak  Spring — Worsteds 
Very    Ili-h   ill    Price— .Meltons  and  Other  Soft  Cloths   Will   Come 


Back  Again  in  Overcoats. 


Rl'.l'i  IRTS  of  placing  orders  for  Fall 
—till  ings  shite  t  hat   black  and  white 
patterns   are   not    being    taken    up 
quite  as  freely  as  for  Spring.  One  manu- 
facturer  gives   as   an   explanation    thai 

l    ese     patterns     are     made     in     su     many 

qualities  and  the  white  is  su  often  cot- 
ton or  partly  cotton  thai  the  trade  are 
no!  quite  SO  keen  as  they  were.  There 
i-  greal  buying,  however,  being  dune  in 
small  checks  other  than  black  and  white. 

The  predominating  colors  for  Pall,  one 
Canadian  authoritj  declared  to  The  Re 
\  lew  .  w  ill  be  brow  n  and  graj  .  While 
manj  people  though!  that  brown  was 
done  with,  and  it  ha.s  been  rather  weak 
for  Spring  there  seems  no  doubt  thai  it 
will  be  stronger  for  Fall  and  Winter 
wear  and  may  resume  its  old  place  as  a 
standard  color. 

Navy  blue  of  course  is  always  <rood. 
Wholesalers  report  lately,  a  slight  de- 
crease for  Spring  in  the  sale  of  blues, 
but  this  can  easily  lie  accounted  for  by 
the  tremendous  -ale  last  year  while 
prices  were  jumping  and  in  many  cases 
merchants  covered  themselves  at  the  low 
prices.  Bui  with  the  ever  increasing  de- 
mand   for  blues   there    is   nut    much   doubl 

thai  at  the  end  of  the  year  1914,  the 
actual  yardage  of  blues  used  will  be 
greater  than  thai  of  L913,  in  spite  of 
i  in  fact  thai  there  was  considerable 
specula!  ion  in  t  his  color. 

High  Prices  May  Hurt  Worsteds. 

While  many  people  feel  that  tweeds 
have  received  a  sel  back,  it  would  not 
be  a  surprise  if,  owing  to  the  very  high 

price  of  worsteds,  u  e  should  see  tweeds 
take    a    vei  '-'    hold,    especially     for 

next  Winter  season.  The  price  of 
worsteds  i-  very  high  and  it  is  almost 
impossible  to  gel  deceni  worsteds  unless 

you  paj    b    I  Bgure  for  them,  w 

as   a    much    more   sightly    tweed    that    will 

i    equally   good  w  ear  can  be  obtained 

at    le-  I  .ilr-   lit'   1  he   hit  Irr. 

arded   as  a    *trot 
ibilil  v . 

Chinchillas   Will   Have   Rivals. 
W    ill-    m  ercoal  ings    for    nex!    Winter 

will  still  lie  of  the  soft   materials  used 

■  .      w  ill    be    a    \  cry    milch 

r  Bale  o  ter  cloth-  such   as 

id  i  lot  hs  of  the  melton  order 
ichillas  ami   Whitneys  are  undoubt- 
edly trong  and  the 
showings  of  thai   class  of  stuff  will   be 

•ard    to    color, 


TROUSERS   IN   ROTATION. 

A  cable  from  Nict ,  Franct , 
says:  <>n<  of  tht  best  dressed 
nn  n  in  Nice  has  appeared  with 
a  %trip  of  braid  running  down 
the  »idt  of  his  evening-dress 
I  rim. si  rs.  lh  explains  that  tht 
innovation  is  ih<  idea  of  his 
tailor,  who  says  a  well-dressed 
man  must  possess  at  least  four 
pairs  of  evening  trousers  in 
ordt  r  not  to  wear  any  pair  too 
frequently. 

To  make  it  certain  that  his 
customer  wears  his  jour  pairs 
of  trousers  in  rotation,  hi  has 
iiKiih  oik  pair  stripleless,  the 
second  pair  with  a  singU  stript . 
iIk  third  with  a  double  stripi . 
and  the  fourth  with  a  triple 
stript . 


black,  blues  and  grays  as  well  as  a  great 
variety  of  mixture  colorings  will  be 
shown. 


GLIMPSES  OF  NEW  YORK 

At  the  Ritz-Carlton,  New  York,  -ays 
Men's  Wear,  a  well-dressed  young  man 
was  seen  wearing  a  plain  blue  double- 
breasted  suit,  a  blue  shir!  which  had 
white  cuffs,  a  while  wing  collar  and  a 
blue  and  while  polka  dot  tie.  A  pan 
of    lighl     brown    cloth    lopped    boots    com 

pleted  a  \  erj  quiel  j  el  smar!  cos!  nine. 

The  san bserver  noticed  also  a  well- 

ilo  pla\ er  and  an  equally  well 
known    dilettante,    both    recognized    as 
men    o!    posit  on.      ••  I    want    \  our   atten- 
tion,"   says   he.    ••for    their    boots      good- 
ig   button  boots.     There  was  no  ,\ 
aggeration  as  to  extension  T  ■ 

-  lape    is    not     new     with    them,    a    long 
vamped  boot    with  a  blunt   toe  and  plain 

tips." 

The  dilettante  wore  a  costume  of  black 

and    wine       \    black   two-button   jacket 
and     double-breasted     waistcoat   lo 

nice    over    black    and    white    Bhepherd's 
I  le   had  on  a   double  ml 
.11.    the    inverted    V    Bbowing    a    space    at 

the   i"i>.   and   a    grenadine   silk    sailov*s 

knoi    tie. 

This  -i  \  |,.  of  collar  and  tie  will  be 
during  the  coming  Spring  in  New  York. 
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The  polo  player  wore  a  .-mart  assemb- 
ling of  brown  and  green.  Rich  dull 
brown  sin  adistincl 

are  well  liked  ami   tins  man  added  to  his 
a  low  cut  double-breasted  and 

pale  blown   -ilk   Bbirl   and  green   bow  tie 
and   white  double  collar.      He   bad  lately 
returned   from   Europe  and  the  col. 
wore  ma\    be   regarded  as 
well  a-  an  odd   shade  of  blue  flannel,  al- 
a   peac  ick   blue  whic  man 

had    on. 

The  same     afternoon      at      the   Cl 
lloiisL..  tiie  dan-ant   house,  it  was  noticed 
that   among  the  men   an. I    women  of  con- 
sequence  and  others  there  was  little  or 
no  attempt  at   formal  evening  i 
pecially  with  wearing 

their  most  informal  town  apparel. 

& 


SLASHED  TROUSERS. 
American  Idea  is  Ridiculed  in  England. 
e  of  as  remember  Mr.  Walter 
Passmore's  exultant  exclamation  in 
'•The  Earl  and  the  Girl"--  "It  ain't  the 
coal  wot  make-  t  .  man:  why.  demme, 
ie  trousers,"  says"  a  writer  in  the 
London.  Eng.  Daily  Telegraph.  So  evi- 
dently, think  certain  sartorial  experts  in 
America,  when  tin  -'  that   fas 

;s  about  to  prescribe  to  the  "nuts 
the  other  side,  nether  garmi  shall 

d  "  or  " '  slit."  ju>:  as  wot 
skirts   are,   according   to   t  ie   prevailing 
1 1-      com  -  rospeet  ol 

"slashed"  tn 

ss  possibilities,  aver- 

age male  mind.      V7e  seem 

lv  embroidered  th.  -w .      Also 

do  thi  to  loom  up  enchantingly 

dreams  <^\'  fairy      footwear,     bejewi 

and    dainty    garters — with, 

aps,  a  bit  of  airy  frillimr  thrown  in. 
for.  once     yon     open     t  ie  floodgati 
fashion   at    the   tr<  una   from   the 

downwaj  ming  that 

•  he  innovation  is  to  be  confined  to  the 
line    betwixt    the    knee    and    the    ankle 

1      Hut.  after  all. 

dally    with    the   modern    trouser-    at 

all  ?     Whj    not    hark   back   to  the  knee- 

breechea  of  our  forefathers?     Or  if  the 

the  male 
calf   and    ankle   what    is    wrong  with    the 

But,  perhaps,  the  kilt   t 
veal  too  much  the  poverty  of  the 

.  as  it   were,  from  below  the  knee      Tl 
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"Harvey"  Knitted  Coats 

for  men,  women  and  children 


Combined  with  the  latest  decrees  of  Dame  Fashion  is  our  own 
individuality — our  own  exclusive  characteristics  which  have  made 
Harvey  Brand   popular. 

We  are  showing  for  Spring  a  wide  range  of  coats  in  the  new  brushed 
Angora  effect  with  reinforced  iron-clad  seams. 

Harvey  men 's  and  ladies '  fine  Botany  Wool  underwear  with  the 
new  style  necks  and  drop  seat  ladies'  combinations  (Entirely  new, 
absolutely  closed  and  with  the  advantages  of  ordinary  drawers) 
should  be  of  interest  to  you.  Be  sure  you  see  our  range  before 
placing  order.     Sold  direct. 

Harvey  Knitting  Co.,  Limited 

WOODSTOCK,    ONTARIO 

Agents:— B.C.  and   ilberta— H.  1'.   Lang.  C01  Welton  Bldg.,  Vancouver,  B.C. 
Man.  and  Sask. — Harvey  Bros.,  53  Scott  Block,  Winnipeg,   Man. 
Ontario — J.    E.    McClung,    33    Melinda    St.,    Toronto. 
Quebec — P.  DeGruchy  &  Son,  207  St.  James  St..  Montreal. 
Maritime — F.  S.  White,  St.  Stephen,  N.B. 


V.. 


Imperial  Pure  Wool 
Underwear 


-\ 


The  same  high-grade  quality  of  pure  worsted 
wool  that  has  made  Imperial  Brand  Men's 
Underwear  the  most  popular  and  profitable 
line  on  the  market  for  the  last  34  years  is  still 
being  knit  into  comfortable,  durable  Imperial 
Brand  uuder-garments  for  men. 

We  specialize  in  Men's  Natural  Wool,  Men's  Elastic  Knit, 
Men's  High-Grade  Imperial,  Men's  Double-Thread  Bal 
briggan. 

With  these  rapid-selling  lines  stocked  in  your  kuit-goods 
department,  your  profits  for  1914  will  be  greatly  in- 
creased. 

Your  wholesale  will  supply  you  with  Imperial  for  your 
Spring  and  Summer  trade. 

KINGSTON   HOSIERY   COMPANY 

KINGSTON  Established  1880  ONTARIO 
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Clothing  Designers'  Style  Forecast  For  1914 


/t  T  the    annual    three-day 

^\£  convention     of    the    Na- 

t  i  o  n  a  I    Association    of 

('/oihin'/  Designers,  Baltimore, 
one  of  the  important  features 
was  the  fashion  exhibit  and  the 
issuing  of  a  "Style  Forecast  for 
I'M  I."  This  forecast  read  as 
follows: 

"Three-button,  conservative 
men's  sack;  natural  shoulder, 
with  a  straight  scye  line;  length 
'■\\  inches,  centre  vent  9  inches; 
sleeve,  3-inch  vent,  two  but- 
tons; slightly  form  fitting,  reg- 
ular pockets. 

"Young  mi  n's  sack:  Three- 
button,  soft  front,  narrow  shoul- 
der, no  pads,  small  sleeves,  fin- 
ished  with  cuffs;  extreme  form 
fitting,  29-inch,  no  vent;  with 
or  without  patch  pockets. 

"Double-breasted,  same  type 
coat;  3  buttons;  soft  front; 
length,  29  inches;  no  vent. 

"One-button  cutaway  coat; 
edge  bound  half  and  half  with 


galoon  braid,   3-16-inch   wide; 

peaked  lapel;  low  gorge,  short- 
uaisleil;  skirts  extremely  cut- 
away;  .",7    inches  long. 

Dinner  coat,  satin  faced  to 
edge;  collar  and  cuffs  bound 
with  satin:  outside  breast  poc- 
ket; no  rent;  link  button  on 
front;  30  inches  long. 

"Dress  coat,  short  waisted, 
low  gorge,  39  inches  long;  3  jet 
/>n  I  tons  on  front;  cottar  and 
cuffs  bound  with  satin;  outside 
breast  pocket  optional;  ex' 
treme  narrow  skirts  at  bottom. 
Staple  overcoat,  single-breasted, 
fly  front,  slightly  form  fitting, 
4  1  inches  long. 

"Young  men's  3-  button 
single-breasted  button  through 
overcoat;  patch  pockets,  no  out- 
side breast  pocket;  narrow 
shoulders;  small  sleeves;  ex- 
treme form  fitting;  40  inches; 
no  belt. 

"Young  men's  double- 
breasted  overcoat;    3    buttons, 


soft  front;  skeleton  lined;  mad* 
as  above;  bellows  pockets;  no 
belt. 

"Balmncaan  for  the  city 
trade;  Five-button,  button 
through,  hut  ton  to  n<ck:  one- 
pii  ct  sit  i  re ;  vertical  pod 
skeleton  lined;  Prussian  collar; 
44  inches  long:  90  inches 
sweep. 

"Balmacaan;  single-breasted, 
button  through;  convertible 
collar;  two-pica  sU  <  vt  ;  vertical 
pockets;  skeleton  lined;  48 
inches  long;  90-inch  sweep. 

"Box  overcoat:  Single-breast- 
ed  fly  front:  VI  inches  long. 
I  ests:  To  go  with  conserva- 
tive men  8  sack;  6-button;  med- 
ium high  cut,  athletic  scye. 
Trousers  to  go  with  conserva- 
lii-i  nun's  coat,  20  knee,  16 
bottom. 

"Trousers  to  go  with  young 
men's  sack:  18%  knee,  15  bot- 
tom cuff." 


takes   a    shapely    man    to    wear    the   kilt 
properly. 

English  Experts  Contemptuous. 

"Slashed  trousers!"  said  a  leading 
London  tailor,  when  the  subject  was 
broached  to  him.  "Why."  he  exclaim- 
ed, "the  thing  is  simply  absurd!"  More 
strongly  than  that,  indeed,  did  the 
gentleman  in  question  express  himself, 
but  that,  perhaps,  is  besides  the  point. 
What  matters  is  thai  this  authority 
and  others  to  whom  the  subject  of 
"slashed"  trousers  was  mooted,  regard- 
ed it  with  unqualified  contempt.  They 
could  scarcely  find  words  in  which  to  ex- 
their  derision  of  the  very  idea. 
Said  one  of  these  men  rather  pithily: 
"Slashed   trousers  mighi   appeal   t<>  the 


East-end  coster,  but  not  to  the  average 
Englishman.  Anybody  who  suggests 
•-lashed'  trousers  for  English  gentlemen 
knows  nothing  of  English  male  taste  in 
the  matter  of  clothing.  You  have  only  to 
look  around  yon."  he  said,  "in  order  to 
appreciate  I  hat  what  the  Englishman  de- 
sires above  everything  in  his  clothes  is 
'quietness'  in  style.  In  dress  he  utterly 
deplores  'loudness.'  To  wear  'striking' 
clothes  is  the  last  thing  lie  wishes.  What 
he  really  aims  at  is  beimr  'well'  dressed. 
And  to  think  of  an  Englishman — whose 
sole  desire,  as  I  say,  is  tor  'quietness'  in 
his  cost  nine  wearing  'slashed'  trousers! 
Why.  the  tiling  is  positively  unthink- 
able!" Ami  the  expert  almost  purpled 
with  indignation  as  he  spoke.  It  was  as 
if  his     professional     tastes     were     being 


gratuitously  insulted.     "Another  Ameri- 
can freak!"  he  seemed  to  say. 

— m— 


SPRING  SHIRTINGS. 
The  trend  in  Sprim:  shirtim;- 
strongly  towards  bordered  zephyrs  and 
Oxford  materials.  Silk-.  too.  are 
strengthening  their  hold  more  than  ever. 
as  also  are  -ilk  and  wool  combinations. 
More  highly-colored  stuff  is  continually 
becoming  stronger,  the  novelty  effects 
showing  tones  of  yellow,  pink,  srreon  and 
purple.  Striped  designs  of  larger  pat- 
terns  in  bright  colors  are  being  shown. 
salmon  and  blue,  purple  and  helio  on  a 
white  ground  being  some  of  the  cont- 
inual ii 


Attention,  Manufacturers'  Agents! 

we  are  being  continually  approached  by  manufacturers  in  Great  l'>rit;iin  and  United 
stale-  who  require  representatives  in  this  country,  asking  us  if  we  can  recommend  suitable 
representatives. 

We   would   appreciate  it   if  you   would  (Imp   US    a    line    and    -tate    whether    you    ran    handle 

another  good  line  in  Canada.  lm\  fog  f,,n  particulars  bo  we  can  refer  these  enquiries  to  you. 

The  Dry  Goods  Review 

Publication  Office,  143  University  Ave.,  Toronto,  Ontario 
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S    ft^tr~~t^f 


ANT|fRAC 

Collars 


There  are  moreKANTKRAcKCollarssold 
to-day  than  ever  before 

—Not  because  they  are  KANT^RACK  collars,  but  because  they 
give  a  service  that  has  never  been  equalled.  You  can't  get  away  from 
the  fact  that  I^ANTKRACK  exclusive  features— the  long  slit  over  the 
back  button-hole  and  the  flexible  flap,  etc.,  prolong  the  life  of  the 
collar.  ftANTKRACK  saves  collar  bills  as  well  as  laundry  bills. 
Made  in   "One  Grade  only  and   that  the   best." 

Made  in  Canada.     Sold  direct  to  the  trade  by 


HAMILTON,  ONTARIO 


i 
1 


Will  your  head  be  next? 

Are   you   as  necessary  to'/your  employer's  business  as  you   think  ? 

Can  lie  replace  you  from  the  vast  ranks  of  the  unemployed  who  are 

looking  for  just  such  a   position  as  yours — an  ordinary  sales  position  ? 

With  the  thorough  training  we  give  you  in  our  courses  in 

CARDWRITING 

AD.WRITING 

SALESMANSHIP 

you  can  face  the  world  with    the    knowledge    that   "You're    wanted." 

You  will    lose  the  feeling  that  "  your    head  may  be  next."       Plan  on 

more  money  and  a  sure  position  by  writing  to-day  for  our  complete 

prospectus  on  the  subject  you  are  interested  in.     Fill  in  the  coupon 

to-day.     Send  it  now. 

SHAW  CORRESPONDENCE  SCHOOL 

YONGE  AND  GERRARD  STREETS 

TORONTO 


THE 
TORONTO 

Please    fwrward 
particulars     re     the 
course     below    marked 
with  a  cross. 

CARDWRITING 
AD.  WRITING 
SALESMANSHIP 

Name 

Address 
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CLOTHING  IN  LONDON 
AND  PARIS 


IN  Paris  it  appears  that  double- 
breasted  overcoats  arc  Leading  in  the 
demand  of  the  well-dressed  men  this 
Winter,  and  the  two-button  mod?]  with 
form-fitting  back  is  a  favorite.  En  the 
single-breasted  garments  the  conserve 
lively  cut,  slightly  formatting,  style 
continues  to  hold  it--  own.  The  skirts 
do  not  tlnrc  hut  are  wide  enough  to 
allow   perfect    treed. mi    in    walking   and 

the    sleeves    ill     many     eases    are    finished 

with  narrow  cuffs. 

A  recent  fad  is  to  leave  the  top  button 
of  this  garment  unfastened,  and  in  a 
number  id'  the  models  the  pocket  open- 
ings and  flaps  arc  cut  in  curved  lines. 

In    fabrics,    the    gray    Shetland    is    la 
vorcd  and  there  are  also  a  large  number 
id'  blue  mixtures. 

Peculiar  Pockets. 

A  very  peculiar  arrang-ement  oi  pock 
ets    and    pocket    (laps    was    noticed    on    a 

form-fitting  frock  overcoat.  The  large 
->nlo  pockets  were  set  on  a  slant  towards 
the  rear  and  the  flap  of  the  small 
''ticket  pocket"  was  fixed  on  the  waist  - 
line  and  overlapped  slightly  the  (lap  of 
the  slanting  side  pocket. 

An  elderly  gentleman  not  long  ago 
was  seen  in  Paris  wearing  a  striking 
double-breasted  model.  The  coal  Eol 
lowed  the  lines  of  the  figure  at  the  waist 
and  a.  raised  scan,  ran  down  the  centre 
of  the  back.  On  either  side  of  the  seam 
Starting   just    below    the    waist     were    two 

inverted  pleats. 

Attractive  Golf  Jacket. 
"Bobby"  Hale,  of  "Revue"  fame,  was 
seen    playing    '-oil'    the    other    day    in    an 

attractive  jacket,  says  Men's  Wear,  Lon- 
don  correspondent.  By  the  addition  of 
four  short  seams,  placed  on  either  side 
of  the  centre  seam,  the  material  is 
gathered  into  the  waist  without  the  addi- 
tion of  a  belt.  The  result  is  one  gets  a 
business-like  garment  with  a  greal  deal 
of  style  and  comfort.  The  front  of 
this  coat  was  like  the  ordinary  single 
breasted  style  with  three  buttons  and 
i  wo  patch  pockets. 

"It    seems    to    me.*'    says    the    v  ritei . 

"thai  this  particular  kind  of  coat  will  be 
a  popular  style  Eor  countrj  sports  during 
the  coming  year." 

New  Lease  for  Belted  Overcoat. 

It  would  appear  from   I  be  notes  of  a 
London  writer  thai   the  belted  overcoat 

is  in    for  another   lease   of   life       At    the 

aning  of  th<   present   Winter  il   was 

predicted  that  this  fashion  was  finished, 
\ei   in  Hyde  Park  one  Sundaj    morning 


MEN'S    WEAK    SECTION 

Artists    Alarmed   at  Men's    Spring 
Fashions 


rtfOH 

CROVV-N 


.  A   LITTLE. 
FEATHER  BEHIND 


DECORATlVt. 
HAT  BAND 

RAKISH   COLLAR. 

NO   PADDlNCV 


Posture. 

WILL-    BE- 

STOPifiLP 


According  t..  the  National  Association  of  Clothing  Designers  man  must  we*r  hi* 
clothes  aa  uctu  '"  Bis  figure  :i-  possible. 

So  padding  win  be  need,  and  the  man  with  the  thlrty-slx-lnch  shoulder  <-:in  r... 
I,,!,.-,  i  rade  ms  the  coming   middleweight   champion. 

Quiet     colors    and    little    cloth    will    be    the    rule    except    for    orerooata         1  lien    ever: 

man  can    Indulge   his   fancy    t.>   the   tulles!    extent      Horse   blanket   effects,   fattening 

alcoves  Mini   loud  color-;  will  tie  tin'  mode. 


recently   u   maj   Bafely  he  said  that   -i\ 
out   of  every  twelve  men   were  wearing 

belted  overcoats.     There  were  many  ideas 

hut    the   mo^t   popular  seemed   to  he  a 

straight    back   with    belt    from    which   the 
inverted  pleat   fall-.     This  year's  belted 
coat-  arc  being     made     double-breasted 
nior.   often  than  single 
88 


Next  in  popularity  seem  to  ho  single- 
breasted  Chesterfields  of  blaek  vicuna. 
hopsao  and  barathea  cloths.  Every  one 
of  these  have  double-breasted  lapels. 
faced  with  blaek  eorded  silk  and  fly 
fronts  very  plain  English  looking  ear- 
ments.  Among  the  wearers  of  this  lat- 
ter   -vie    was    aeen    Lord    Vivian    while 
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Remember,  in  Success  you  get  a  first-class  collar,  well 
made,  accurate  as  to  size,  a  genuine  hand-turned  collar — 
which  will  hold  its  shape  through  the  most  severe 
laundry  work. 

The  shape  illustrated  is  the  Success  "Angus,"  a  close- 
front  model  which  is  a  steady  big-seller.  At  the  retail 
price,  2  for  25  cents,  Success  offers  the  best  value  on  the 
market.    Ask  your  wholesaler. 
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young    Lord    Edward    Hay    l'avored    the 
former. 

The  black  Chesterfield  coats  seem  the 
most  popular  for  evening  wear  at  the 
moment.  At  the  Empire  Theatre,  on 
the  occasion  o£  the  Oxford  and  Cain- 
bridge  varsity  Rugby  football  match, 
t lie  yonng  hloods  flocked  up  in  thou- 
sands, and  on  this  occasion  again  were 
seen  many  of  the  above-mentioned  coats, 
Many  of  these  boys  favor  the  white  silk 
tubular  woven  mufflers,  which  are  wound 
round  the  neck  and  are  tied  in  a  big, 
ihit  knot  at  the  coal  opening,  other- 
wise these  young  men  were  not  respon 
Bible  for  anything  startling  in  the  way 
of  clothes. 

A  Waterproof  for  Riding. 

At  the  meet  of  the  Quorn  bounds  not 
long  ago,  says  a  London  writer,  Count 
Arco  was  noticed  wearing  a  very  ex- 
cellent waterproof  for  riding  which  had 
many  good  points  but  the  most  import- 
ant of  all  was  the  attached  apron  fast- 
ened on  the  side,  which  absolutely  shuts 
out  any  rain  and  completely  protects 
the  horseman  from  the  waist  to  the  calf 
of  the  leg.  When  the  apron  is  not  in 
use  it  can  be  put  out  of  sight  inside  the 
coat  and  the  garment  can  be  used  for 
everyday  wear. 

"Best  Dresser's"  Costume. 

Mr.  Mallaby-Deeley  of  London,  who  is 
said  to  be  one  of  the  four  hest  dressed 
men  in  the  British  House  of  Commons, 
according-  to  the  London  correspondent 
of  Men's  Wear,  always  wears  perfectly 
cut  trousers  of  some  light  gray  material 
and  a  superbly  cut  black  lounge  coat 
and  waistcoat  the  coat  braided  at  the 
edges.  His  collar  and  shirt  are  gener- 
ally of  blue  with  narrow  white  stripes; 
his  necktie  a  dark  blue  with  white  spots 
and  with  this  unusual  get-up  be  dons 
a  silk  hat.  He  has  been  seeii  in  Hyde 
Park  on  Sunday  mornings  wearing 
colored  collars  with  a  silk  hat,  he  being 
in  favor  of  such  a  Bohemian  addition  to 
town   clot  lies. 

When    on    the   links    he   is   said    to    wiai 

golfing  suits  of  cream  or  very  pale  bis* 
riiii  colored   homespun. 


CHANGE  FOR  EASTERN  BUYER. 
Ralph  Bonnell,  of  St.  John,  N.B.,  Joins 
Selling  Staff  in  Truro. 
Ralph   II.  Bonnell,  of  St.  John.  NT.B.. 

who    for    the    past    twelve    years    has   oc 

cupied    the    position    of    buyer  for  the 
furnishings  department   of  Scovil  Bros.. 

Limited,  retail  clothing  and  men's  f  mil  - 

ishings  dealers,  ha-  severed  his  connec- 
tion with  that  lirm  to  accept  a  position  on 
the  selling  -taiT  of  the  Eastern  Hal  & 
Cap  Manufacturing  Co.,  of  Truro,  N".g 
Mr.  Bonnell  has  been  remarkably  sue 
i  i  •  :  '     salesman  and  he  will 

DO  donbt    ''make  D 1"   in   his  new  work. 


lie  has  a  wide  acquaintance  all  over  the 
Maritime  Provinces  and  also  in  Upper 
<  Canadian  cities. 

It  is  interesting  to  note  that  the 
Truro  concern  have  recently  organized 
another  big  industry  under  the  name  of 
Eastern  Shirts,  Limited.  A  big  new 
factory  has  been  built  and  samples  of  the 
new  lines  of  high  grade  shirts  are  now 
being  shown    to   the   trade.     It  is  under- 


RALPH  BONNELL. 

stood  that  the  company  will  cover  every 
province  of  the  Dominion  with  their 
sales  force. 


FROCK  COAT  DOOMED? 

A  despatch  from  Cleveland  says  that 
"The  frock  coat  is  doomed.  Next  aut- 
umn any  one  wearing  one  of  these  time- 
honored,  long-beloved,  flowing  frock 
coats  will  be  chalked  up  as  out  of  style. 
The  International  Association  of  Cus- 
toms (utters  of  America,  fifteen  hundred 
strong,  is  opposed  to  it.  It  indicated  as 
much  when  it  met  for  the  thirty-fourth 
annual  convention  here." 

To  use  the  words  of  one  of  the  lead- 
ing members  of  the  committee  lecelted 
to  draw  up  a  set  of  resolutions  on  what 
men  shall  and  shall  not  wear  hereafter 
the  frock  coat  will  be  "utterly 
abolished." 

"The  long-tailed  cutaway  will  be  in 
vogue  for  an  indefinite  and  lengthy 
period,"  he  said. 

Tt  will  also  be  perfectly  impossible, 
according  to  the  tailor-,  for  an.\  one  to 
wear  an  evening  coal  thai  has  not  a 
plain  silk  or  satin  facing  and  satin  cuffs 
to  match.  Waistcoats  for  evening  wear 
must    be   of   white   silk,   with    white   ball 

pearl  buttons,  four  of  them,  close  to- 
gether. And,  besides,  there  must  be 
broad  braid  on  the  trou- 

"Silver  suitings"  are  to  be  the  thing. 
Their  effect,  it  is  said,  will  be.  at  a  dis 
tauec,    like    a      shining    piece    of    silver. 

They  may  be  plain  or  of  blaek  and  white 
mixtures. 
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Ail  the  coats  are  to  be  a  little  longer 
than  in  previous  years.  The  waistcoats 
will  be  high  buttoned,  without  collars. 
The  trousers  are  to  be  narrow,  with 
cuffs. 

-■£ 

CLOSED  CROTCH  SUIT  IN  U.S. 
At  the  annual  meeting  of  the  Job- 
bers'  Association  of  Knit  Goods  Buyer- 
in  New  York.  The  closed  crotch  union 
suit  situation  was  touehed  upon  by  F. 
II  Burgher,  of  Bliss-Fabyan  vv 
Burgher  said  that  in  his  belief  the  situa- 
tion would  be  cleared  up  and  that  the 
jo  manufacturers  he  represented  would 
defend  any  suit  brought  against  uiem- 
oeis  of  the  association  in  regard  to  the 
idosed  crotch  union  suit.  He  commented 
upon  the  phenomenal  growth  of  sales  in 
this  particular  line  and  stated  that  the 
value  of  union  suits  Bold  in  1899  was 
$800,000  and  had  increased  in  1909  to 
£9,000,000. 

-m- 

THE  NECKWEAR  MARKET. 

At  the  present  time  all  varietie- 
scarfs  seem  to  be  selling  well,  with  no 
particular  leaders,  says  "Men's  Wear" 
of  New  York.  The  tendency  toward 
better  grades  is  growing,  the  result  of 
which  is  in  favor  of  the  dollar"  scarf, 
'fhe  salesmen  behind  the  counter,  noting 
this,  are  inspired  with  the  courage  to 
show  the  one-dollar  grade  first,  instead 
of  the  fifty-cent  scarf.  Manufacturers 
who  have  found  it  difficult  to  make  a 
fifty-cent  scarf  that  would  yield  a  profit 
to  themselves,  to  the  retailer  and  give 
satisfaction  to  the  wearer,  welcome  the 
change  and  hope  that  it  will  become 
stronger  as  the  season  advances. 

The  larger  designs  are  still  in  the  lead, 
and  a  diversity  of  colors  are  called  for, 
though  some  furnishers  are  of  the  opin- 
ion that  more  conservative  colorings 
will  follow,  probably  alter  Faster. 

There  is  considerable  comment  upon 
the  status  of  knit  neckwear,  some  beliei 
Hie  it  will  be  in  improved  demand,  bas- 
ing this  opinion  upon  the  favorabl 
perienoe  wearers  had  with  knit  scarfs 
two  seasons  ago.  Returning  to  the  silk 
scarf  for  B  season.  the\  find  that  the 
wearing  qualities  o\  the  knit  tie  surpass 
does  not  show  pin  holes  is  another  argu- 
ment in  its  favor.  On  the  other  hand. 
the  wonderful  array  of  patterns  in  the 
nit  silk  variety  is  strongly  in  the  tatter's 
the  later,  and  the  fact  that  the  former 
favor. 

There  is  said  to  he  a  good  demand  for 
printed  crepes  for  Faster,  and  they  are 
expected  to  he  a  popular  summer  scarf, 
competing  for  favor  with  wash  ties 

f   at  bias  stripe-  and  patterns  are  fa\ 

.red    is    admitted,    and    this    fact,    some 

makers  say.  it   not   altogether  to  their 

liking,  nor  to  the  entire  satisfaction  of 

(Continued    on    page    94  A 
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Are  you  listening? 

All  the  extra-size  talk  and  silk-lined  sentences  about 
Garment  Hangers  wont  convince  you  half  as  quickly  as 
to  the  correct  shape  and  finish  of  the  Taylor  Hangers, 
as  the  sample  you  will  receive  by  writing  us,  stating 
the  style  best  suited  to  your  requirements. 

Store  and  display  your  clothing  in  such  a  manner  that  the  public  can  come  into 

your  establishment  and  see  the  wide  range  of  shades  and  fabrics  carried  in  stock. 

Permit  them  to  examine  the  stock  and  satisfy  themselves  as  to  style,  quality  of 

fabric,    workmanship,       h^-^^srr^v^^^A^^  Wl^  De  saved,  and  the 

coats    will     "try     on" 


and  special  details  by 
displaying  your  cloth- 
ing on  Taylor-made 
racks.  The  customer 
will  enjoy  looking 
over  the  line,  and 
your   salesmen's    time 


without  pressing. 
Don't  wait  until  your 
Spring  Clothing 
arrives,  but  order  to- 
day. Racks  and  Hang- 
ers for  "right-a-way" 
shipment. 


Made  of  Polished  Steel  Tubing.  Made  of  Oxidized  Steel  Tubing. 

No  paint,  no  rust,  no  tools  or  trouble  to  set  up.     Shipped  crated.      K.  D.  Ball  Socket  Rollers. 


6  feet  long,  6  post $10.50 

8  feet  long,  6  post 11.50 

10  feet  long,  6  post 12.50 


6  feet  long,  6  post. 

S  feet  long,  C  post. 

10  feet  long,  6  post. 


.$13.00 
.  14.00 
.   15.00 


Suit  racks,  5  feet  high,  26  ins.  wide.  Overcoat  and  ladies'  garments,  6  feet  high. 

Additional  for  side  rod,  $1.25  each. 


No.  331B. 

Men's  combination  hanger  with  inserted 
bar  to  hold  trousers,  $7.50  per  100. 

Made  in  boys'  size,  only  15  inches  long, 
$7.50  per  100.  With  wire  attachment, 
$8.50  per  100. 


No.  92. 

Combination  skirt  and  coat    hanger, 
$6.00  per  100 


No.  74B. 


Combination  Hanger,  concave  shoulder,  shaped  to  fit  collar  of  coat,  will 
keep  the  garment  in  perfect  shape,  $15.00  per  100.  With  wire  attach- 
ment, $16.00. 


The  Taylor  Manufacturing  Co. 


82  Queen  Street  North 


HAMILTON,  ONT. 


John  D.  Moser,   Manager 


91. 


Dry  Goodx  Review 


MEN'S    WEAR    SECTION 


jl  new   moderate-priced   Triplicate    Mirror 

—a  selling  help  no  store  should  be  without 
in  the  clothing  and  ready-to-wear  departments 


There  was  a  day  when  a  merchani  would  not  dare  alio* 
his  customer  to  Bee  the  back  of  a  garment  being  tried  on 
lint  tluit  day  is  gone.  No  merchant  can  hold  his  busi- 
ness to-day  if  he  <loi  -  not  give  perfect  fit  and  satisfaction 
with  every  sale  in  the  clothing  and  ready-to-wear 
departments. 


This  triplicate  mirro 


ike  all 


Established   1896 


Clatworthy  Fixtures 

lias  a  reputation  for  superior  workmanship  and  high  qual- 
ity materials  to  sustain.  It  is  made  with  a  strong,  yet 
light,  metal  frame  in  the  popular  oxidized  copper  finish. 
heavy  British  bevel  mirrors,  with  hack  of  quarter-cut  oak. 
handsomely  marked,  mounted  on  ball-bearing  casters, 
easily  moved  a hout.  Let  us  send  you  our  big  catalog 
showing  the  complete  Clatworthy  range  of  store  fittings 
and  display  fixtures. 


CLATWORTHY  &  SON,  LIMITED 

"The  largest  makers  of  Display   Fixtures   in  Canada" 

161  King  St.   W.,  TORONTO 


Incorporated     1908 


IMPORTANT 


to 


PYJAMA 
MAKERS 


Ashton  &  Pulford 

22  Back  Piccadilly 

MANCHESTER      (ENGLAND) 

Can  supply  all  your  re- 
quirements in 

KNITTED  or  BRAID 
GIRDLES,  FROGS, 
LOOPS,  TASSELS, 
BUTTONS.TAPES.etc. 


John  Wanamaker  says  that  advertising  doesn't  jerk — it 
PULLS.  He  ought  to  know,  and  yet  some  men  think  that 
advertising  should  go  against  all  rules  and  precedents  and 
jerk  them  to  success  with  one  tremendous  yank. 
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i  I  SHOW  WINDOW 
51  BACKGROUNDS, 


This  Book  Will  Help   Trim 
Your  Show  Windows 

"Show    Window    Backgrounds" 

By  GEO.  J.  COWAN 

Vice-President  of  the  Koester  School   of 
Window  Trimming 

This  is  the  most  useful  window  trimming  book 
ever  published  and  sells  at  only  $1.70  postpaid ; 
a  price  t hat  makes  it  possible  for  every  Avindow 
trimmer  and  merchant  to  possess  it. 

Every  background  design  is  drawn  in  such  a 
way  that  anyone  can  follow  out  the  idea  the  same 
as  a  carpenter  does  his  work  from  blue  prints. 
Every  detail  is  fully  illustrated  and  fully  de- 
scribed  with   complete  text  matter. 

The  first  half  of  the  book  has  the  windows 
arranged  in  the  order  in  which  they  should  be 
installed,  thus  being  a  yearly  window  trimming 
program . 

The  following  partial  list  of  contents  will  give 
you  a  clear  idea  of  what  a  valuable  book  this  is : 
New  Year's  Windows.  Period       Decorations       i  n 

White   Goods  Windows.  backgrounds,    showing 

St.  Valentine's  Day  Windows.      examples  of 
.Spring    Opening    Windows.       Greek,  Moorish, 

Easter  Windows.  Roman,  Italian, 

Summer   Windows.  Gothic,  French, 

Horse    Show    Windows.  German,         Empire, 

Fall  Opening  Windows.  Japanese,       Colonial, 

Carnival   Windows.  Egyptian,       Mission,  etc. 

Hallowe'en   Windows.  Sale  Windows, 

Thanksgiving  Windows  Bas   Relief  Backgrounds. 

Christmas  Windows.  Stencil   Backgrounds. 

and  a  great  variety  of  general  and  special  backgrounds, 
making  up  a  total  of  over  150  background  designs,  with 
a  great  number  of  small  detail  drawings.  Many  of  the 
drawings  are  in   colors. 

It  has  taken  over  ten  years '  continuous  work 

to  make  the  drawings  in  this  book  and  over  25 

years'   experience   in   every    phase    of    window 

trimming  to  equip  the  editor  with  the  practical 

knowledge  necessary  to  prepare  a  volume  of  this 

kind. 

This  book  is  7  x  10  inches  in  size,  strongly 

bound  in  de  luxe  silk  cover  with  handsome 

art  design.     Over  250  pages  and  about  200 

illustrations.     Sent  prepaid  only  on  receipt 

of  $1.70. 

The   MacLean  Publishing  Company,   Ltd. 

Montreal         -         Toronto  Winnipeg  Vancouver 

Book  Department' 
143-149  University  Avenue,  -  TORONTO 


The  Glove  That  Made 
The  "Big  Four"  Famous 


No.  542.     $11.00  Doz.  Pair 

The  only  engineer's  glove 
made  in  Canada  with  a 
seamless  thumb— 


This  is,  without  a 
doubt,  the  best  en- 
gineer's glove  made  in 
Canada.  It  is  ab- 
solutely s  t  e  a  m  and 
scorch-proof,  being 
chrome-tanned  leather  only.  When 
dirty  it  can  be  washed  in  gasoline 
and  will  dry  out  as  soft  and  pliable 
as  new.  It  is  made  with  welted 
thumb  and  hand  outseam — Union 
made  and  fully  guaranteed. 

A  trial  order  will  convince. 

The  Durham  Glove  Co.,  Limited 

BOWMANVILLE,  ONTARIO 


TRADE  MARK  R£CISTERED 


m  a  d  e     <>  f 


R.  D.  Fairbairn 

President 


ThoS.  D.  Ken- 
Managing  Director 
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retailers,  as  the  bins  goods  are  apt  to 
stretch  oul  of  shape  the  first  time  they 
are  worn,  Q  fault  not  found  with  the 
straight  silk.  No  matter  how  carefully 
the  bias  tie  is  made  it  is  bound  to 
bound  to  stretch,  and  the  excessive 
Btrain  used  in  pulling  it  through  the 
fold  collar  almost  invariably  rips  01 
tears  the  lining,  with  consequent  com- 
plaints from  purchasers.  The  call  for 
the  bias  scarf  makes  it  imperative  that 
bhej  be  supplied,  however,  and  there  are 
numerous  dealers  who  maintain  that 
very  few  complaints  are  heard  or  claims 
made. 

— © 


Among  the   Merchants  Over  Canada 


BOYS'    SWEATER    SIZES. 

The  National  Wholesale  Dry  Goods 
Association  announces  that  the  first 
statement  of  the  scale  of  sweater  sizes 
submitted  by  a  special  committee  to  the 
Jobbers'  Association  of  Knit  Goods 
Buyers,  contained  a  slight  inaccuracy. 
The  corrected  scale  for  boys'  sweater 
coats  is  as  follows: 

Boys'   Sweater  Coats. 

Chest.       Width.       Length.       Sleeve. 

24  11  18  13 

26  12'.,  19  13y2 

28  I.31/2  20  14 

30  14%  21  16 

32  15  23  19 

34  16  24  20 

This  report  is  tentative  and  will  be 
acted  on  at   the  -luly  meeting. 

-©- 
NEW  BRANCH  R.  M.  A. 

Branches  of  the  Retail  Merchants'  As- 
sociation have  ben  formed  at  Fort  Wil- 
liam, Port  Arthur.  Kingston.  Fort 
Francis,  Port  Perry,  S.  S.  Marie,  Sud- 
bury, Uxbridge,  and  Hamilton.  Where 
returns  of  officers  have  been  received 
containing  names  of  men  in  the  dry 
-nods  trade,  these  are  noted  below: — 

Kingston. — E.  11.  Steacy,  president; 
John  Laid!  aw,  firsl    vice-president. 

Port  Perry.— F.  W.  Mclntyre,  presi- 
dent. 

S.  S.  Marie  and  Steelton.  —  Second 
vice-president,  II.  Bryans;  secretary.  F. 
Gorman. 

I'xbridge. — N.  Alexander,  secretary 


Gait,   Ont.--.Mi--   .M.   Cowan,   milliner. 
as  sold  ceit  I  er  business. 

Sydney,  N.S. —  Mr.  Bonaviski,  sus- 
tained a  loss  of  $9,000  bj   fire. 

Princeville,  Que—  Mr.-.  Albeit  Bussiere 
is  registered  as  a  general  merchant. 

Kipling,  Sask. — Louie  Krescy  has  suc- 
ceeded Geo.   Mask  ell,  general   merchant. 

Brantford,  Ont.     The  Slingsby  Woolen 

Manufacturing   Co.    sustained   $500   loss 
by  fire. 

Sheho,  Sask. —  M.  Cremer  has  succeed- 
ed Soloway  &  Cremer,  general  mer- 
chants. 

Blind  River.  Ont. — P.  J.  Kenny,  gen- 
eral  merchant,     is  moving     to    Algoma 

Mills. 

Howell,  Sask. — ('has.  Mossen  &  Son 
succeeded    Marcott    &    Mossen,    general 

merchants. 

Montreal.  —  The  premises  of  II. 
Garght,  cloth  manufacturer,  were  dam- 
aged by  fire. 

Hawarden,  Sask. — M.  W.  Perry,  men's 
furnishings,  has  been  succeeded  by  E. 
S.  Fligg. 

St.  Thomas,  Ont.— S.  Chant,  dry  <roods 
merchant,  will  commence  improvements 
to  his  store  shortly. 

Montreal,  Que. — The  Harris  Company, 
manufacturers  of  celluloid  goods,  sus- 
tained  a   fire  loss. 

Bethune,  Sask. — Jennings  &  Slater 
have  succeeded  Jennings  ft  Winterstein, 
general  merchants. 

Cornwall,  Ont.  —  A  branch  of  the 
Dominion  Retail  Merchants'  Association 
lias  been  organized  here. 

Wiarton,  Ont.     Damage     to     the     es 

lent  of  $2,500  was  done  to  the  drj   goods 
-lock  of  the  Levin e  store  here. 

Edmonton,      Alta.  —  Thieves      stole 

$1,500  worth  of  furs   from   the   Eur   - 

of  Alexander  ft    llilpert.     The   furs  were 

Pound  afterward-  hidden  in  an  adjoining 

barn. 


Toronto— .J.eiii  (  .  Green  ft  Co.,  Ltd.. 

wholesale       milliners.       have    pur. 
N'os.  291  and  293  Spadiana  avenue. 

Alton,  Ont. — Win.  AJgie,  proprietoi  oi 
the  Beaver  Mill-,  who  recently  pur- 
chased the  machinery  of  the  Waterloo 
Knitting    Co.,   of   Carleton    Place,    died 

early  in  February. 

Waterous,  Sask. — The  firm  of  St.  en  ft 
Bretz  has  dissolved  partnership.  Mr 
Rretz  leaves  for  an  extended  eastern 
trip  shortly.  W.  .1  G.  Steen  has  taken 
ov<  r  the  busir 

Edmonton,  Alta. — At  a  meeting  of  all 
the  employees  of  the  Hudson  Bay  store. 
M.  S.  Booth,  the  retiring  general  man- 
ager,  was  presented  with  a  solid  silver 
combination  tea  and  coffee  set. 

Hamilton,  Ont.— The  W  E.  Sandford 
Manufacturing  Company  entertained 
their  employees  at  their  annual  banquet, 
supplemented  by  a  musical  programme 
and  later  by  dancing.  Superintendent 
George  Sweet  occupied  the  chair. 
Speeches  were  given  by  J.  J.  Green.  D. 
Kapple,  R.  McHaffie  and  H.  Dodds. 

New  Liskeard,  Ont. — Capling  ft  Hick- 
ling  are  holding  a  thirty  days'  cash  sale. 
To  every  purchaser  of  $2.00  worth  of 
stock  a  coupon  is  given,  one  out  of  even 
50  coupon  holders  wins  a  $10  prize  free. 

Melfort,  Sask.  —  McCallum's  Haber- 
dashery is  offering  a  $400  piano  free  to 
the  person  getting  the  key  that  will  fit 
the  lock.  Keys  are  supplied  with  even 
$2  purchase. 

Alton,  Ont. — Win.  Algie.  head  of  the 
Beaver  Woolen  Mills  here,  whose  death 
was  noted  in  a  recent  issue,  was  well 
known  as  ''the  man  who  invented  the 
Drummers'  Snack'' — a  combined  con- 
cert and  picnic  held  annually  for  com- 
mercial travelers  ever  since  Mr.  Algie 
established  it  twenty-five  years  ago.  The 
earlier  celebrations  were  usually  held  at 
Mr.    Abie'-   home   in    Alton. 
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Dry  Goods  Review 


You  Wish  to  Become  a  Weil- 
Read  Man,  Do  You  Not  ? 


Each  of  us  can  probably  recall  to  mind  among  his 
acquaintances  one  or  more  men  who  appear  to  be  so  well 
acquainted  with  any  subject  that  may  be  brought  up  for 
conversation  that  they  are  able  to  enter  upon  a  discus- 
sion or  give  information  upon  the  matter  whatever  it 
may  be.  They  are  men  to  whom  we  instinctively  turn 
for  information  whenever  any  question  crops  up  with 
which  we  are  unacquainted  and  upon  which  we  need 
enlightenment. 

At  first  sight  there  appears  no  particular  reason  why 
these  men  should  be  better  acquainted  with  any  particu- 
lar subject  than  we  ourselves  are.  They  may  have  had 
no  advantage  over  us  in  the  matter  of  education.  They 
have  probably  not  travelled  any  more  than  we  have,  and 
as  far  as  we  can  see  there  is  no  reason  why  we  should 
look  to  them  for  information  on  diverse  subjects  rather 
than  to  any  other  of  our  acquaintances. 

What  then  is  the  reason  for  this  deference  we  con- 
sistently show  them  by  asking  their  opinions  on  this  or 
that  question? 

Consider  any  case,  as  referred  to  above,  which  may 
occur  to  you  and  you  will  find  it  is  because  your  friend 
or  acquaintance  is  invariably  what  we  would  call  a  "well 
read"  man.  No  matter  whether  the  subject  under  dis- 
cussion be  the  past  or  present  history,  political  or  social, 
of  our  own  or  any  other  country,  whether  it  be  of  noted 
writers,  painters,  politicians,  celebrities  of  any  kind  or 
of  any  country,  the  latest  discoveries  or  inventions,  the 
best  opinions  expressed  by  the  foremost  writers  of  the 
day  on  present  questions  of  most  vital  interest,  he  is 
able  to  take  an  intelligent  interest  in  the  conversation 
and  to  contribute  his  own  quota  to  the  discussion,  prob- 
ably expressing  some  viewpoint  new  to  his  auditors. 


You  will  doubtless  admit  that  such  a  man  occupies 
to  some  extent  an  enviable  position  among  his  fellows; 
and  the  object  of  this  article  is  to  show  you  how  by  the 
employment  of  a  small  portion  of  your  leisure  time  regu- 
larly, methodically,  and  at  practically  no  expense  to 
yourself,  you  can  also  occupy  this  enviable  position  and 
become  one  of  those  well-read  men,  to  whom  your 
friends  will  turn  for  information  whenever  they  may 
be  in  need  of  it. 

You   have,   of   course,   heard   of   MacLean's   Maga- 
zine and  have  probably  at  some  time  or  another  seen  a 
copy.    It  is  a  purely  Canadian  Magazine,  and  was  origin 
ally  called  the  Busy  Man's     Magazine,     a  title  which 
explains  the  idea  upon  which  it  was  originally  founded. 

The  average  man  of  the  present  day  is  too  much 
occupied  in  his  business  avocations  to  devote  a  great 
deal  of  his  time  to  literary  pursuits.  In  many  cases  the 
daily  papers  form  the  extent  and  limit  of  his  literary 
experience.  Now,  while  the  reading  of  the  daily  paper  is 
practically  a  duty  which  no  live  merchant  should  neglect, 
the  man  who  is  ambitious  of  improving  his  mind  will  feel 
a  desire  for  a  little  more  than  the  daily  or  weekly  maga- 
zine can  give,  and  this  is  where  MacLean's  Magazine 
stands  ready  to  give  him  a  he:ping  hand. 

The  March  number  is  particularly  interesting 
and  a  source  of  interesting  information.  It  is  brimful 
of  good  instructive  reading,  containing  just  that  infor- 
mation which  is  most  beneficial  to  busy  Canadian 
business  men  to  keep  them  in  touch  with  things 
Canadian. 


Secure  a  copy  from  your  nearest  news- 
dealer to-day,  and  become  acquainted 
with    Canada's    foremost    m'agazine. 


Price  20  cents  a  copy. 


Subscription  $2.00  a  year. 


THE  MACLEAN  PUBLISHING  CO.,  LIMITED 

143   UNIVERSITY  AVENUE  V  V  TORONTO,  CANADA 
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MEN'S    WEAK    SECTION 


Let  the  breezes  blow — 
The  Cooper  3  in  1  cap  will  stick 


The 

Windless 
7hree-in-()ne 
Cooper  Cap 


embodies  selling  points  in  an  abundance 
which  cannot  well  be  overlooked. 
Selling  points  are  what  you  waul.  The 
exclusive  points  embodied  in  the  Cooper 
three-in-one  cap  will  turn  your  cap 
-lock  into  ready  cash  very  quickly, 
and  will  make  satisfied  customers  and 
friend-  for  your  store. 
Point  No.  I.  Thre*  sizes  in  ont  cap.  A 
size  »>:;  i  cap  will  automatically  adjusl  to 
a  head  6%  and  7.  without  changing  its 
comfortable  feeling  or  perfection  of 
shape.  This  fad  enables  you  i  i  reduce 
your  stock  two  thirds  and  still  have  a 
good  assortment,  or  to  have  a  larger 
\  arieh  w  ill)  no  more  outlaj . 


Point  No.  .'.  Tin  windless  front.  The 
Cooper  cap  lit-  the  head  In  such  a  way 
that  the  wind  does  oot  strike  the  fore- 
head. It  sticks  to  the  head  on  the 
windiesl  daw 

Point  No.  3.  Every  cap  guaranteed. 
Even  Cooper  three-in  one  cap  is  guar- 
anteed perfect  will  be  replaced  if 
defectix  e. 

Point  No.  '/.  Tin  leading  styles.  The 
Cooper  trade-mark  in  anj  cap  is  a 
surety  of  its  correctness  in  style  and  it< 
ea-\  fitting  i  Fit  l-'./e  |  construction. 

Vou  should  set  tht  rangi  now.  Samples 

1,11   ii  <//'<  st. 


THE    COOPER    CAP    COMPANY 

260  Spadina  Ave.  TORONTO 


1)  K  Y    G  0  O  D  S    R  E  V  I  E  W 


Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY  AVENUE  ~ ~ "* 

TORONTO 


INFORMATION  WANTED 


DATE 191 

PLEASE  TELL   ME   WHERE  I  CAN    PROCURE    , 


NAME 


ADERESS 


DRY    GOODS     RE VIE W 


One  of  the  Brightest  and  Most 
I  seful  Numbers  of  the  Year 
Makes  Its  Appearance  March  4 


This  number  is  known  as  our  Faster  Special.  This  issue 
ushers  in  a  revival  of  business,  the  start  of  the  bis:  buying 
season.  Merchants  and  buyers  are  on  the  lookout  for  lines 
that  will  help  them  make  record  sales  for  Faster  and  Spring. 
How  much  do  they  know  about  your  line? 

Don't  sit  and  wait  for  the  buyers  to  rind  you.  Get  out  and 
say  something.  Tell  them  you  have  the  goods  of  style. 
quality,  and  value.  Goods  that  it  will  pay  them  to  handle, 
and  use  the  paper  they  read  to  tell  them  about  your  house. 
your  goods,  your  policy,  your  plans  to  help  them  increase 
sales. 

This  is  your  opportunity.  Reserve  space  now  in  the  Faster 
Number.     Forms  close  February  25. 

I  low  much  space  did  you  say  to  reserve  tor  you? 


THE    Din    COODS   RKVIKW 


March  4th,  1914 
Vol.  XXVI,  No.  5 


Special    Easter    Number 


DRY    (iooDS    REVIEW 


Keep  your  hair  goods  stock  moving 
by  making  it   IDEAL,' 

A  good  display  of  Idea!  Bair  Goods — switches,  jewelry, 
barrettes,  combs,  turban  pins,  hair  nets,  etc.,  will  be  of 
interest  to  every  Easter  shopper  who  is  on  the  <|iii  vive 
for  something  natty  for  her  new  Spring  outfit. 

We  carry  a  very  line  range  of  quality  goods  at  popular 

prices — styles  arc  the  latest. 

At   $18.00  a   dozen   the  switch   here  This  is   No.  'i"7  !'  Turban  Pin,  comes 

illustrated  will    prove    to    be    a    big  in  assorted   designs.     Set  with   g< 

seller   anil  profit  maker.     Our    range  rhinestones.      It    has   had  a   big   - 

is  large.  at   $2.00  per  dozen. 

A  trial  order  will  be  sent  charges  paid  upon  receipt  of  request.  A  sample 
order  will  start  you  right  for  Easter. 

The  IDEAL  HAIR  GOODS  CO. 


77  YORK  STREET,  TORONTO 


Montreal   Office 

_•!    I. a    I'.ilri.    Iliiil.l  i._ 


II  M  lit  I' 


ICrdw^/DverAll 


"Rooster  Brand" 


SHIRTS 


We   make  500  lines 

SOFT  SHIRTS 

The  best  mills  in  Europe  and  America 
produee  the  fabrics  we  use. 

Yon  will  consult  your  own  best  interests 
in  stocking  "Rooster  Brand." 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

Shirts,  White  Coats,    Trousers,  Overalls, 

Khaki,  Duck  and  Automobile  Clothing 

MONTREAL  OFFICE:  501   New  Birk»  Building 
OTTAWA  OFFICE  :  62  Bank  St.  (( iamble  &  Trowbridge) 

VANCOUVER   OFFICE:   707   Wdton  Block 

(RoI.i-h    \    *  ..-■■.  h) 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  jJustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New   Zealand. 

Subscription     3>«£.5U      Mailed  Free 

Specimen  Copy   -vill  he  supplied  on  explication 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
7 1    Queen  St.   E.C. 


Publishing   On 


McllllHlIIU', 

Sydney, 
London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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The    fastest-selling 
line  of  Dress  Goods 

Dress  goods  that  stand  first  in 
quality  and  style  and  that  are 
known  the  world  over,  lead  all  the 
other  lines  in  sales — 


Dress  (soods 


Priestleys'  looms  supply  the  goods  with  which  many  of  the 
original  styles  are  first  made  up  by  the  master  designers  of  the 
Rue  de  la  Paix  and  the  Strand. 

Priestleys'  dress  goods  are  always  abreast  of  the  latest  styles. 
Their  makers  are  the  largest  weavers  of  dress  goods  in  the 
world.  They  have  wonderful  facilities  for  keeping  in  touch  with 
fashion's  tendencies;  for  obtaining  the  best  of  silk  and  wool; 
and  for  producing  highest  quality  at  reasonable  prices. 

Priestleys'  dress  goods  are  known  the  world  over — they 
are  worn  by  women  of  all  countries.  All  the  stores  of  the  bet- 
ter class  have  the  "varnished  board"  on  their  shelves. 

Silk  and  Wool  Baroda  Crepe,  Cyntella  and  Broche  Royal, 
in  all  the  leading  shades;  Serges,  black,  blue  (including  the 
popular  Copenhagen  blue)  in  various  weights  and  qualities; 
Taffetas,  Panamas,  Genistas,  Tricots,  Cremona  Poplins,  Crav- 
enettes  and  Mohairs. 

Greenshields  Limited 

Montreal 

Sole  Canadian  Representatives  for  Priestleys'  Limited,  Bradford,  Eng. 
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Stnbergarten" 

FOR     BOYS     AND    GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Womens  House  Dresses 


ANDERSON'S 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 
A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


A       WM.  ANDERSON  &  CO.,  Ltd     kvl  A 

-nf  PACIFIC  MILLS,  GLASGOW  P"' 

&L?3  SCOTLAND  l& 
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RAINCOATS 

Have  You  a  Complete  Stock  for  this  Spring  ? 

Remember  the  Shortage  of  Last  Season  and 
Be  Prepared 

We  Have  Now  the  Largest  Stock  We  Have  Ever   Had 

MEN'S— 

In  all  styles  and  shades,  to  retail  at  from  $5.50  to  $18.00  each. 

Our  Special,  No.  300,  to  retail  at  $10.00,  will  be  sure  to  interest  you.    It  is  an  extra 

heavy  weight,  all  pure  wool  paramatta,  inside  and  outside,  with  gummed  and 

double-sewn  seams. 

An  exceptionally  attractive  line  to  retail  at  $12.00  each  is  our  rubber-backed  tweed 

coat.    This  is  a  pleasant  change,  and  the  demand  has  been  good. 

All  prices  and  styles  in  the  famous  Currie  Coat  are  among  our  range. 

WOMEN'S— 

We  have  all  weights  and  styles  for  your  selection,  in  black,  navy  and  the  best 
tones  of  greys,  greens,  browns  and  fawns. 

These  retail  at  from  $5.00  to  $15.00  each,  in  cotton,  wool  and  all  weights  of  silk, 
according  to  price. 

CHILDREN'S— 

Boys',  in  cotton  paramatta,  to  retail  at  $5.00  each,  and  a  black  rubber  coat  in 
Currie 's  make  to  retail  at  $4.75  each. 

GIRLS'— 

iii  combination  cape  and  hood,  to  retail  at  $3.50,  in  all  sizes,  and  coats  to  retail 
at  from  $4.00  to  $5.00,  according  to  size. 


SAMPLES   OF  ANY   LINES   CAN   BE   HAD 
ON   REQUEST 


John  M.  Garland,  Son  &  Co. 

Ottawa,  Canada 
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HW&C° 

UNDER  THl  SHADOW 

OF 

5T.  PAUL'S 
CATNtDflAl 


'EOQKnTEi! 


Represented  by  MR.  A.  W.  CLIFFE  who  can  be  communicated  with  at  The  Windsor  Hotel, 
Montreal ;  The  Queen's  Hotel,  Toronto  ;  Royal  Alexandra,  Winnipeg  ;  Vancouver  Hotel, 
Vancouver.        Our  representative  carries  samples  of  the  latest  ranges  of  Ribbons,  Laces,  Nets,  Chiffons, 

British  and  Foreign  Dress  Goods,  Printed  Cotton,  Dress  Silks,  Velvets,  Etc. 

Canadians  when  visiting  London  are  invited  to  walk  around  our  warehouse  and  inspect  the  above  goods  ; 
also  our  showrooms,  devoted  to  Mantles,  Costumes,  Gowns,  Ladies'  and  Children's  Millinery  Straws,  Flowers. 
Feathers,  Maids'  and  Children's  Costumes,   Underclothing,   Curtains,   Etc. 

Indents  sent  direct  have  special  attention.     Usual  shipping   terms. 

ABC  CODE,  FIFTH  EDITION 

Telegrams  : 

Churchyard,  London 


Factories,  10  and  ll  Warwick  Lane,  R.C. 
Factories,  29  to  33  Warwick  Lane,  E.C 
Factories,        Paternoster        Square,     E.C. 


St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AM)  SAMP1  ES  SENT  ON   APPLICATION 
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ENGLISH  MOHAIRS 

Guaranteed   by  the  B.  D.  A. 

Sanctioned  by  the  very  latest  style  creations  of  the  most  exclusive 
Paris  designers.  The  draping  qualities,  dust  and  moisture- 
repelling  powers  and  non-creasing  merit  of  English  Mohairs, 
guaranteed  by  the  B.D.A.,  make  a  constantly  increasing  demand 
among  all  classes. 

Obtainable  in  a  great  variety  of  distinctive 
color  combinations  and  original  patterns  in 
checks,  stripes,  plaids,  etc. 

The  beauty  and  style  of  English  Mohairs, 
guaranteed  by  the  B.D.A.,  ensure  rapid 
sales  among  the  stylish,  while  their  durabil- 
ity and  serviceable  qualities  add  an 
increased  strength  to  appeal  to  women  of 
moderate  means. 

A  fabric  that  fills  the  demands  of  fashion  as 
well  as  the  requirements  of  wear. 

W$t  Jlrabforb  ©per*'  Association,  Himiteb,  of  JlraMortr,  €ng. 

Advertising  cuts  (free)  and  further  information  may  be  obtained  by  addressing  the  American  Bureau  at 

235  West  39th  Street,  New  York  City 


DRY    GOODS     REV]  E  W 


YOU  CAN  SELL  WITH  CONFIDENCE 
IF  YOU  HAVE  THIS  MARK  ON  YOUR 


SHIRTINGS 


Because  then  the  cloth  is  as  perfect  as  it  can 
be  made. 

For  over  half  a  century  D.  J.  A.  Shirtings 
have  taken  the  lead  in  the  highest  class  trade. 
There  is  an  enormous  range  of  fine  designs, 
and  you  arc  sure  to  find  just  the  one  you  want. 

These  Shirtings  include  Zephyrs,  Cheviots, 
Silk  and  Cottons,  Fancy  Mattes,  Ceylons,  All- 
wool  and  I'nion  Taffetas. 


DAVID  &  JOHN  ANDERSON,  Limited 


Atlantic  Mills 


ESTABLISHED 

1822 


GLASGOW 
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Cable  Address: — "Bargains' 
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Keen  buyers  will  find  it  worth 
their  while  to  send  for  our 
samples  in 

English  Curtains. 
English  Laces. 
Bedspreads. 
Pillow  Cases. 
Table  Covers. 
Runners  and  Squares. 
And  all  kinds  of 
Swiss  Embroideries. 

Special — 3,000  pairs  of  Pants 
must  be  cleared  regardless  of 
cost. 

All  orders  promptly  attended  to. 


dauber  $5rosL  &  Co. 
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67  £>t.  fames  £>t., 


Jfflontreal 
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Liddell's  Linens 
have  led  for  one 
hundred  years — 
are    still    leading 


For  about  a  full  century  Liddell's  Gold 
Medal  Linens  have  held  the  lead  for 
high  quality,  beautiful  finish  and  ex- 
clusive designs.  See  our  range  of 
Table  Cloths  and  Napkins,  Irish  Hand- 
Embroidered  Bed  Spreads,  Shams, 
Sheets,  Pillow  Cases,  Lunch  Cloths, 
D'Oylies,  Bureau  Scarfs,  etc. 

R.  H.  COSBIE,  LTD. 

IRISH   LINEN  AGENCY 
30    WEST    WELLINGTON    ST.,    TORONTO 


V.. 


.J 


March  the 
Seventeenth 

IS  LINEN  DAY 

Specialize  on  linens  on  Ire- 
land's Day — push  Ireland's 
world-favored  linens — 


<< 


Old  Bleach 


y> 


There  is  no  more  appropriate 
time  during  the  whole  year  to 
push  linens  than  on  the 
Seventeenth  of  March. 
People's  minds  are  all  on  the 
Irish  folks'  day  and  naturally 
are  susceptible  to  the  idea  of 
buying  Irish- made,  sun- 
bleached  linens.  Push  "Old 
Bleach"  now. 

O.  B.  Stock  in  Toronto 

R.  H.  Cosbie  Limited 

Irish  Linen  Agency 

30  Wellington  Street   West 

TORONTO 
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For  home  and  custom  dressmaking 


^ 


No.  500 


V.. 


introduce  the 


CANVAS 

BUST   "~         FORMS  and 
COAT    FOUNDATIONS 

By  introducing  in  your  dress  goods  depart- 
ment   or    at    your    pattern    counter    these 
practical  and  useful  articles  you  are  boosting 
your  customers'  interest  as  well  as  your  own. 
"Everlast"  bust  forms  and  coat  foundations 
make   either  amateur  or  professional    dressmaking  very 
simple,  and  ensure  perfect-fitting  and  long  shape-keeping 
garments.    They  give  perfect  form  to  every  coat,  save  labor 
and  time.    Made  in  all  sizes  and  grades.    Use  them  in.  your 
dressmaking  and  alteration  departments. 

Booklet  sent  on  request,  or  send  for  sample  order. 

TORONTO  PAD  CO.,  LIMITED 

569  QUEEN  STREET  WEST  TORONTO 

Western  Representative  :      J.  W.  Leathorn,  Pacific   Mercantile  Agencies 
603   Mercantile  Bldg.,  Vancouver,  B.C. 
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Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 


Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  each  issue  of 
Dry  Goods  Review. 
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<»ue  of  tlie  completed 
MVCall  Fashion  Fab- 
r'c  Drapes  included  In 
t lie   March   Service. 


T^l)  1^  T~7^  The  first  series  of  the 

*  ^^  McCall  Dry  Goods  Sell- 
ing and  Draping  Service 

will  bejj  sentj  postpaid  [to'^any  window  trimmer,  display 
manager  or  merchant  who  mails  us  the  attached  coupon. 
No  store  too  small — no  store  too  large — to  use  this  service 
effectively.  , 

THE  McCall  Dry  Goods  Selling  and  Draping  Service  is  the  first  publication 
ever  issued,  the  purpose  of  which  is  to  keep  abreast  of  the  newest  achieve- 
ments in  the  art  of  window  and  store  display,  and  combine  them  with  the 
latest  fashions  in  women 's  dress.  It  will  be  published  monthly  in  the  future. 
So  comprehensive,  clear  and  concise  is  it,  that  with  no  cutting  or  damaging  of 
material,  displays  of  your  newest  fabrics,  draped  in  the  latest  style  and  of  the 
greatest  possible  selling  power,  are  equally  available  to  the  window  trimmer  of 
limited  experience  and  the  expert  display  manager.  The  simplest  and  most 
effective  way  of  making  each  drape  is  shown  step  by  step. 

The  McCall  Company  is  the  largest,  most  accurate  and  far-reaching  organization 
in  the  world  for  gathering  fashion  news.  All  of  its  authentic,  authoritative, 
advance    style-information  is  drawn  on  for  this  service. 

This  service  brings  to  you  the  ready  means  for  making  displays  without  addi- 
tional cost,  which  will  carry  an  irresistible  temptation  to  style-loving  women  to 
buy  the  merchandise  shown.  It  will  enhance  the  reputation  of  your  store  as  a 
fashion  centre. 

THIS  MONTHLY  SERVICE  WILL  SELL  MORE  FABRICS 

Because  it  enables  you  to  display  your  newest  fabrics  made  up  in  the 
latest  styles,  exactly  a3  they  will  look  when  worn,  your  customers  will 
realize  they  can  buy  both  the  goods  and  patterns  from  you.  By  thus 
showing  a  number  of  new  fabrics  you  afford  a  choice  of  material  and  style. 
Therefore  this  is  a  real  dry  goods  selling  service. 

WILL  ALSO  SELL  MORE  ACCESSORIES 

Special  attention  is  also  given  to  the  latest  and  most  artistic  effects  in 
stand  and  wall  drapes  for  ledge,  counter  and  window  use,  explaining  in 
detail  how  they  are  adapted  to  seasonable  fabrics  and  how  appropriate  dress 
accessories  such  as  millinery,  shoes,  gloves,  laces,  neckwear,  hosiery,  parasols, 
jewelry,  etc.,  can  best  be  shown  in  order  to  get  the  largest  sales. 

THIS  MONTHLY  SERVICE  INCLUDES 

Complete  series  of  Fashion   Drapes. 

Complete  series  of  fully  trimmed  Fashion   Fabric  Windows. 

Complete   window    trim   of  Fashion    Publications. 

Instructions  for  making  all   drapes  and   trimming  all   windows. 

Auxiliary   drapes  for  ledge,   counter  and   wall. 

Background   ideas — seasonable,  architectural,  floral. 

Definite  instructions  for  appropriate  use  of  all  dress  accessories. 

How   to   use  forms,   stands  and   fixtures. 

Complete  set  of  hand-lettered  and  illustrated  show  cards. 

In  fact,  everything  that  goes  to  make  a  complete  service. 

Send  this  Coupon  Today  so  you  will 
have  this  FREE  service  for  your 
Spring  Windows. 

One  of  the  instruction  plates  reduced 
that  illustrates  and  explains  how  to 
make  the  completed  McCall  Fashion 
Fabric  Drape  shown  above. 

THE  McCALL  COMPANY 

World's  Largest  Manufacturers  of  A  Paper  Pattern 

McCall  Bldg.,    New  York 
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SPRING  OPENING  DISPLAY 

Every  department  in  our  warehouse  is  brimful  of  SPRING 
GOODS  of  immense  interest  to  buyers  visiting  the  market  to 
complete  EASTER  SORTING. 

An  attractive  range  of  Wash  Goods  from  finest  tissue  to  suiting- 
weight,  plain  and  patterned  of  especial  interest. 
Splendid  assortments,  comprising  the  new  features  in  SPRING 
DRESS  GOODS,   etc.,   and   including   many    novelties    in    these 
fabrics  for  this  season,  in  wool  and  silk. 

An  opportunity  for  sorting,  HOSIERY.  ENDERWEAR  AND 
(J  LOVES,  also  SMALL  WARES  AND  NOTIONS.  Pour  depart- 
ments in  one— to  which  we  give  extra  attention.  Values  and 
assortment  not  surpassed. 

OUR  READY-TO-WEAR  GARMENT  DEPARTMENT  com- 
bines, in  LADIES',  MISSES'  A  XD  CHILDREN'S  OUTER  AND 
UNDERGARMENTS,  an  unusually  fine  display  of  styles  and 
values  of  exceptional  merit.  We  invite  inspection. 
MEN'S  WEAR  of  every  description,  NECKWEAR,  HOSIERY, 
UNDERWEAR,  GLOVES,  OVERALLS  and  ALL  CLASSES  OF 
W(  >R  K  ( I  ARM  ENTS.  W(  >OLLENS  AND  T  A I  L<  >RS'  R  EQTH  S 
ITES  and  LININGS,  the  besl  range  to  be  seen  in  the  trade. 

The  W.  R.  Brock  Company  (Limited) 

TORONTO 
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Lindsay   Store    Works   Out    Some    Practical 

Business   Systems 

Record  of  each  clerk's  sales  under  proper  department — Purchases 
numbered  from  1  to  over  10,000 — Form  for  inquiries  into  goods  not 
kept  in  stock — Extra  week's  holidays  for  girls — Another  54  years 
of  progress. 


BY  a  peculiar  coincidence  the  dates 
1860  and  1914  are  set  opposite  in 
this  story  of  Dundas  &  Flavelles  of 
Lindsay,  Ont.,  as  was  the  case  in  a 
Woodstock  store  one  month  ago.  As  with 
the  other,  the  Lindsay  firm  is  steadily 
expanding  and  year  after  year  it  is  ad- 
justing itself  to  meet  conditions  that 
change  yearly  now  where  a  decade  was 
less  variable  in  the  olden  days. 

The  original  firm  of  the  sixties  was 
Cluxton  and  Dundas.  and  although  one 
of  these  names  remains,  the  bearer  as 
well  as  his  partner  has  passed  away.  Mr. 
Wm.  Cluxton  in  1860  was  in  business  in 
Peterborough,  and  Mr.  J.  R.  Dundas 
came  up  to  manage  the  newly  established 
branch  in  Lindsay,  sharing  the  firm 
name.  In  1861  fire  destroyed  the  modest 
dry  goods  store  and  the  firm  moved 
twice  in  the  next  two  years,  returning 
to  the  original  site.  Five  years  later 
they  moved  again,  to  the  corner  of  Wil- 
liam and  York,  into  a  little  21-foot  front 
by  80  depth,  part  of  the  present  site,  but 
only  one-sixth  of  the  present  size  with- 
out taking  into  account  the  single  storey 
as  against  three  busy  floors  that  are  now 
in  use.  Soon  after  an  addition  of  30  by 
40  feet  was  made.  In  1894  the  firm  tried 
unsuccessfully  to  secure  the  store  ad- 
joining as  well  and  were  forced  to 
"jump"  one  to  the  store  next  to  this, 
having  thus  double  entrances  and  two 
stores. 

In  1900,  however,  the  one  next  door 
was  secured  and  all  three  were  united 
into  ime  of  the  finest  stores  that  can  be 
found  in  a  town  of  its  size  anywhere. 

Changes  in  Personnel. 

Changes,  meanwhile,  took  place  in  the 
firm.  Mr.  Cluxton  retired  in  1870  and 
Mr.  Dundas  carried  on  the  business  alone 
for  two  years.  In  1872  he  took  in  Mr. 
J.  D.  Flavelle,  who  had  been  connected 
with   the  firm   since  1864.     In  1877  Mr. 


Wm.  Flavelle  was  added  and  the  firm 
called  Dundas  &  Flavelle  Bros.  In  1895 
on  Mr.  Dundas'  death  the  Flavelle 
brothers  bought  his  interest.  In  1900 
Mr.  Wm.  Dundas,  who  had  been  employ- 
ed for  eight  years,  became  a  partner, 
and  the  name  was  changed  to  Dundas  & 
Flavelles,  Limited,  as  it  is  to-day.  On 
May  1,  1910,  fifty  years  after  the  busi- 
ness was  started,  two  bright  young  em- 
ployes, Messrs.  Harry  Brimmell  and  W. 
W.  Staples  became  partners  and  direct- 
ors, and  with  the  far-reaching  business 
interests  of  the  Flavelle  Brothers, 
these  two  younger  partners  in  a  large 
measure  are  responsible  for  the  active 
working  of  the  big  business  to-day. 

As  a  Poet  Saw  It. 

Before  passing  on  to  describe  the 
store  and  some  of  the  excellent  business 
systems  that  have  been  introduced,  it 
might  be  well  to  inscribe  here  the  posi- 
tion held  by  this  veteran-young  store  in 
Lindsay 's  business  life,  as  it  appealed  to 
a  rather  poetical  writer  at  the  time  of 
its  fiftieth  anniversary.  "Since  the 
days  when  the  saw  in  Purdy  's  mill  sang 
its  song  amid  the  cedar  swamps  and 
hurled  its  echoes  far  and  wide  upon  the 

ELEVEN  DEPARTMENTS. 

A — Dress  Goods. 

B — Ladies'      smallwares,      pat- 
terns-, etc. 

C — Staple  goods. 

D — Ladies'  underwear  and  knit- 
ted goods. 

E — Men's  clothing. 

F — Ladies'  gloves,  hosiery  and 
corsets. 

G — Men's  furn  is  h  i  n  gs. 

LI— Milliner)/. 

J — Ladies'  mantles-    and  ready 
to  wear. 

L — Carpets. 

M — Furs. 
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wilds,  and  up  and  down  the  river,  this 
town  has  never  been  without  the  sounds 
of  industry  and  those  commercial  ac- 
tivities of  which  its  citizens  have  been 
justly  proud.  Bigelow,  Baker,  Britton, 
Needier,  Sadler,  Dundas  —  these  are 
names  written  large  in  the  commercial 
and  industrial  history  of  the  town.  They 
find  worthy  successors  in  the  Flavelle 
brothers  who  now  bear  up  the  head  and 
front  of  our  enterprise  and  put  a  fitting 
climax  on  the  development  of  more  than 
half  a  century.''  They  present  striking- 
examples  of  success  by  sheer  force  of 
business  ability.  Beginning  without 
large  capital  or  a  business  of  more  than 
modest  proportions  they  have  compelled 
success  until,  while  young  men,  they 
control  such  capital  and  have  so  ex- 
tended their  operations  as  to  gain  for 
themselves  a  prominent  place  in  the 
big  business  concerns  of  this  country, 
while  by  imports  and  exports  they  have 
made  their  name  well  known  abroad." 

In  Pounds,  Shillings  and  Pence. 

It  is  interesting  to  note  that  the  firm 
have  in  their  possession  the  first  day 
book  used  in  1860.  Many  of  the  en- 
tries are  in  pounds,  shillings  and  pence. 
The  articles  mentioned  included  dry 
goods,  tea,  butter,  eggs,  candles  and  even 
carpet  tacks.  Some  of  these  first  cus- 
tomers are  still  living  and  visited  the 
firm  on  its  anniversary. 

Practical  Business  Forms. 
Many  practical  forms  have  been  de- 
vised by  the  members  of  the  firm  the  last 
few  years  tending  towards  an  efficient 
business  system;  several  of  which  have 
been  reproduced   in   this   article. 

Each  Purchase  is  Numbered. 

The  stock  or  invoice  book  as  it  is 
called  frequently,  is  different  from  the 
great  majority  in  that  each  separate 
package  as  it  comes  in, — three  blankets, 
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half  a  dozen  handkerchiefs,  etc. — is 
given  ;i  number  and  these  are  kept  up 
for  the  whole  year.  For  instance  the 
first  package  arriving  is  called  No.  1; 
the  second  No.  2,  and  so  on,  perhaps  20 
or  30  in  the  first  consignment  from  one 
jobber.  As  the  year  goes  on  these  con- 
secutive  numbers  rise  to  5,000,  6,000. 
9,000,  L0,000,  and  so  on. 

Number  Repeated  on  Tag. 
The  practical  application  of  this  con- 
secutive  numbering  is  found  in  the 
system  of  "marking"  goods  that  are 
on  sale  in  each  department.  The  first 
package  to  come  in  this  year  is  marked 
14  to  represent  the  year;  then  a  stroke 
and  after  it  the  figure  1.  Months  later 
the  number  marked  on  package  on  the 
shelves  may  be  14  stroke  8794.  In  addi- 
tion the  name  of  the  goods  is  marked 
plainly,  as  shown  by  Fig.  3,  and  at  the 
end  of  the  card  the  selling  price  —  in 
plain  figures.  The  cost  price  never  ap- 
pears, even  the  customary  code  being 
omitted. 

Where  then  is  this  information  found? 
In  the  stock  book,  which  reads  some- 
thing as  follows: 

14,    stroke    673,    1-3     do/,     blankets. 

$1.50   $2.50,  $4.50,  C. 

Which  being  interpreted  means : 

Goods  received  in  1914,  the  673rd 
package,  of  1-3  dozen  blankets,  costing 
$1.50  each,  with  selling  price  marked 
at  $2.50,  total  value  $4.50,  for  depart- 
ment C. 

The  headings  of  the  columns  corres- 
pond to  this  information. 

Guide  to  Old  Goods. 

It  will  be  seen  that  as  soon  as  an  ar- 
ticle is  received  not  only  the  cost  price 
but  the  selling  price  is  marked,  and  it  is 
a  simple  matter  to  look  up  the  cost 
price  of  any  article  that  is  on  the 
shelves.  The  "14"  or  "13"  or  "12" 
prefix  on  the  tag  denotes,  as  has  been 
said,  the  year.  This  is  not  only  a  guide 
to  the  stock  book,  but  is  a  reminder, 
especially  "12"  and  "13"  marks,  that 
the  goods  are  lingering  longer  than  they 
should. 

The  "tag"  is  attached  to  the  hoard 
centre  of  looms  of  cloth ,  etc.,  and  en- 
ables  the  clerk  to  see  at  a  glance  not 
only  the  soil  ill";  price  but  the  descrip- 
tion of  the  goods,  a  very  valuable  as 
Bistance  in  these  days  when  new  names 
of  fabrics  and  shades  are  almost  as 
numberless  as  the  sands  OH  the  seashore. 

Each  Counter  Check  Recorded. 
The  forms  for  recording  the  sales  ol 

each  clerk  may  appeal-  to  involve  great 
labor  but  in  practice  this  is  found  not 
to    be    the    case.      In    fact    Mr.    Brimmell 

pointed    out    to   The    Review    thai    the 

firm    carefully    avoided    any    ByBtem    that 

would  become  too  cumbersome  for  the 
benefit  -   re<  eived,     One  instance  of  tins 


Mr.  .1.  D.  Plavelle. 

was  a  transfer  system  from  one  de- 
partment to  another  somewhat  similar  to 
those  in  large  city  stores,  but  this  was 
given  up  as  it  became  too  complicated 
for  any  advantage  received  from  it. 

This  one.  however,  is  simple  in  opera- 
tion. The  form  as  illustrated  herewith 
shows  a  column  for  the  number  of  the 
clerk,  and  the  number  of  his  counter 
checks,  say  50,  51,  52,  etc.;  the  alphabeti- 
cal letter  of  his  department,  A,  or  B  or 
C  or  D,  etc.,  and  the  amount  of  the 
sale  for  that  particular  check,  cash  or 
credit.  If  a  clerk  made  30  sales  in  a 
day,  every  one  is  entered  in  order  of 
the  number  on  the  counter  check,  and  in 
this  way  no  numbers  can  be  "skipped." 
or  sales  made  without  the  duplicate  be 
handed  in  to  the  store.  Several  large 
sheets  in  a  loose  leaf  book  are  used  each 
dav  in  this  record  of  individual  sales. 


Monthly  Record  of  Totals, 
natural  outcome  of  this  form  ia  a 
monthly  record  of  total  sales,  the  first 
column  representing  the  days  of  the 
month  in  order.  1.  2,  3,  4  and  so  on  up 
to  3L  Next  come  separate  columns  for 
\  department,  B.  C.  etc.,  and  eaeh  one 
subdivided  again  into  cash  and 
i  redit ;   for  example: 

A  B,  etc 

Dav                    Cash.  Credit. 

L 75.40  24.36 

2 39.60 


Mr. 


Win.  FlavelU 
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Total 

The   tot)  the   business  for  the 

month  of  each  department,  both  cash 
and  credit,  and  the  grand  total  for  the 
whole  store.  This  is  compared  with  the 
corresponding  month  of  the  previous 
year. 

Three  Months'  Credit. 

A  word  in  regard  to  the  "credit" 
sj  stem  will  be  in  order  at  this  point, 
-eparate  column  may  imply  that  it 
is  operated  to  a  considerable  extent. 
This.  Mr.  Brimmell  assured  The  Review, 
was  not  the  case.  The  main  part  of  the 
credit  was  reserved  for  customers  who 
had  had  connection  with  the  firm  for 
many  year-:  few  new  names  were  added 
in  a  whole  year.  From  a  basis  of  bills 
only  once  a  year,  these  were  sent  in  now 
every  three  months,  with  a  stray  settle- 
ment still  on  the  annual  scale  as  prob- 
ably had  been  the  case  for  the  last  30 
or  40  years. 

Inventory  and  Percentages. 

In  taking  stock  the  selling  price  is 
marked  after  each  article  and  the  totals 
of  each  page  entered  on  a  summary 
page.  Above  each  department  <>r  sec- 
tion as  the  case  may  be  is  entered  the 
"marked  up"  percentage,  331-3,  40.  50 
and  so  on.  This  signifies  to  the  account- 
ant— for  one  from  Toronto  is  employed 
on  the  balance  sheets  once  a  year — the 
amount  of  discount  on  the  selling  price 
to  secure  the  cost  price.  Howeve- 
stead    of  this     being     worked     out.   the 

"overhead  expenses"  a-  toured  out  for 
each  department  are  subtracted  from  the 
131-3,  or  40.  etc.,  and  the  balance  de- 
-  the  approximate  profit  on  the  de- 
partmenl  or  section. 

Record  Inquiries  for  Goods. 

Another  form  that  has  been  found  of 
value  is  the  one  for  the  record  of  in- 
quiries made  tor  goods  that  are  not  in 
-lock. 

With  many  firms  the  clerks  are  sup- 
posed to  report  such  inquiries  —  in 
many  cases  the\  are  not  and  do  not. 
Even  in  the  former  event,  where  there  is 
no  regular  plan  to  follow,  it  i-  safe  to 
say    that    the    majority    of    inquiries    arc 
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Slip 

No 

DEPARTMENT    ANALYSIS 

A 

B 

c 

D 

Cash 

Credit 

Cash 

Credii 

Cash 

Ctvdli 

Cash 

Credit 

Cusli 

Credit 

,Cash 

Credii 

Ca*iB            firvdil 

Form  for  entering  daily  counter  cheeks  of  each  clerk  under  proper  department. 


like  seed  planted  on  sterile  soil;  they  do 
not  bear  fruit. 

The  inquiry  for  goods  is  one  of  the 
most  valuable  guides  a  firm  has  as  to 
what  the  public  want,  and  what,  there- 
fore, it  should  buy  for  them.  The  regu- 
lations in  the  Drjndas-Flavelle  store  in 
this  respect  are  strict  and  to  the  point; 
each  inquiry,  no  matter  how  often  re- 
peated, must  be  noted  down  on  a  sep- 
arate slip  and  sent  in  to  the  manage- 
ment, with  the  clerk's  number  attached. 

Once  the  suggestion  of  such  a  system 
is  made,  every  merchant  will  recognize 
it  as  thoroughly  sound,  and  it  has  the 
virtue  of  many  other  of  the  systems  in 
this  store — simplicity  and  adaptability 
to  a  place  of  business  that  has  not  yet 
reached  city  proportions. 

Good  Way  for  Handling  Spools. 
A  good  scheme  for  handling  spools  has 
been  arranged  for  the  department  where 
these  are  kept.  A  series  of  drawers  harve 
been  set  in,  each  divided  into  two  com- 
partments. In  one  are  white  spools,  say 
of  number  12,  and  in  the  other  black 
spools  of  the  same  number.  This  num- 
ber is  marked  in  big  figures  on  the  out- 
side. In  the  next  drawer  are  whites  and 
blacks  of  number  16,  in  the  next  of  No. 
24;  next,  No.  30,  36,  40,  50,  and  so  on. 
In  this  way  the  clerks  can  see  at  a  glance 
what  drawer  holds  the  spools  they  want, 
instead  of  searching  "long  and  careful- 
ly" through  a  number  of  rows  as  is 
often  the  case. 

CREDIT  CHECK 
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Week  Extra  for  Girls. 

Another  feature  of  the  store  that  is 
noteworthy  is  the  vacation  system.  This 
consists  in  summer  of  the  regulation  two 
weeks'  holidays  for  both  men  and  girls. 
In  the  Winter  the  girls  get  an  extra 
week  with  the  salary  still  going  on,  and 


FiU  in  this  Chech  when  Goods  are  returned  to  you. 
m-  DO  IT  AT  ONCE. 
Mistakes  cause  trouble. 

Mark  on  this  check   "Charged"  or   "On   Approval"  when 
sent  out. 

DVNDAS  &  FLAVELLES.  Limited. 


Uniform  tag  used  by  Dundas  &  Flavelles, 
Lindsay,  containing  number  of  article 
corresponding  to  number  in  stock  book, 
name  of  material,  etc.,  and  selling  price. 
All  other  information  is  in  stock  book, 
easily  found.  Dotted  lines  show  parts  that 
fold  over. 

a  second  week  at  their  own  expense.  The 
firm  consider  they  need  more  rest  than 
the  men,  and  the  latter  are  too  gallant  to 
object. 

© 

LAYOUT  OF  THE  STORE 

The  building  is  three  storeys  in  height, 
with  sixty-five  feet  frontage  and  115  feet 
depth,  and  well  upholds  the  substantial 
appearance  of  Lindsay 's  business  sec- 
tion. The  front  has  an  attractive  ap- 
pearance with  its  two  windows  35  and 
30  feet  long  respectively,  the  one  used 
for  dry  goods,  the  other  for  the  display 
of  men's  wear.  This  suggests  the  divi- 
sion of  the  ground  floor  into  two  main 
departments.  Such  is  the  case.  The 
larger  portion  on  the  right  upon  enter- 
ing the  main  doors,  is  devoted  to  general 
dry  goods,  with  shelving  on  both  sides, 
counters  next  to  this,  and  smaller  circles 
and  tables  occupying  the  rest  of  the 
floor. 
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Upon  the  right  side  are  dress  goods, 
wash  goods,  'muslins  and  prints  as  one 
goes  towards  the  rear.  Smaller  sections 
across  the  aisle  are  devoted  to  fancy 
goods,  ribbons  and  collars  in  one;  em- 
broidery, lace,  etc.,  in  the  second,  notions 
in  a  third,  and  linens  in  fourth  and  fifth. 
Then  comes  ah  aisle,  and  next  this  two 
long  tables,  one  nearer  the  front  for  the 
display  of  ladies'  underwear,  and  the 
back  one  for  other  knit  goods. 

The  left  end  of  the  dry  goods  section 
is  devoted  to  gloves,  hoisery  and  corsets 
nearer  the  front,  with  underwear  and 
other  knit  goods  towards  the  rear. 

A  cash  desk,  with  wires  running  to  the 
various  sections  is  set  at  the  left  hand 
corner. 

Ready-to-Wear  at  Rear. 

Behind  the  main  dry  goods  section  is 
the  ready-to-wear  department,  handsome- 
ly equipped  with  racks,  tables,  etc.  It  is 
the  intention  of  the  firm  to  install 
closed  glass  cabinets  along  the  left  side 
for  the  finer  class  of  mantles  and  dresses 
and  the  more  perishable  goods. 

Adjoining  this  department  at  the  rear 
of  the  store  also,  is  the  office  in  unusu- 
ally  commodious   quarters. 

Men's  and  Boys'  Separate. 

The  left  section  of  the  store  is  devoted 
to  the  men's  department,  a  plan  of 
which  will  appear  in  the  next  issue  of 
The  Review.  This  is  admirably  worked 
out  for  the  display  of  men's  furnishings 

GOODS  ASKED    FOR 

When  Customers  ask  for  goods  which  we  have  noi  in 
stock  or  do  not  keep,  write  out  one  of  these  notices,  describing 
the  goods  asked  for,  and  sign  "number."  No  matter  what  kind 
of  goods  are  asked  for,  nor  how  often  in  the  same  day  they  may 
be  inquired  for,  one  of  these  notices  must  be  written  out  every 
time,  and  sent  up  by  the  cash  carrier  to  the  desk. 


CLERK'S     NO. 

Introduce  goods  to  your  customers. 

When  serving  customers  give  them  all  your  time  and  attention 

Politeness  and  attention  are  inexpensive.     Give  it  freely  to  your 

customer*. 

DUNDAS  &  FLAVELLES 

LIMITED 


Honest  in  Work,  Service  and  Advertising 


Montreal,  March    1. — (Special) 

St  Uing  as  tht   final  analysis  of 

all   business   was   the   thesis   laid 

don  n  by  Frederick  A.  Scroggie  of 
the  firm  of  W.  H.  Scroggie,  in  nil 
address  to  the  members  of  the 
Montreal  Publicity  Association  at 
their  weekly  luncheon.  Business, 
he  said,  meant  three  great  pro- 
cesses, manufacturing,  buying  and 
selling,  but  the  last  of  these  three 
was  the  greatest,  as  the  climax  of 
all  productive  business  effort. 
Tin  refore  salesmanship  was  an 
essential  qualification,  and  adver- 
tising was  simply  printed  sales- 
manship. Competition,  service 
and  advertising  were  three  essen- 
tials to  all  trade. 

As  to  advertising,  Mr.  Scroggie 
said  the  most  efficient  advertising 
was  useless  unless  backed  by  ef- 
ficient service.  No  longer  could 
"the  public  be  d — d,"  it  must  be 


served,  and  served  well,  and  ad- 
vertising was  tin  medium  to  bring 
the  public  to  the-  salesmen  who 
served  them.  After  good  advertis- 
ing had  brought  a  customer  it  was 
efficient  service  and  proper  results 
that  kept  him.  and  that  was  where 
the  services  co-ordinated. 

In  regard  to  service,  Mr.  Scrog- 
gie spoke  at  some  length,  insist- 
ing that  this  was  a  branch  of  busi- 
ness which  called  for  more  atten- 
tion. Business  men  were  only  be- 
ginning to  realize  the  amount  of 
selection  and  training  which 
should  be  given  to  employees. 
Many  successful  business  concerns, 
however,  now  realized,  this,  and 
not  merely  selected  their  em- 
ployees with  cure,  but  spent  money 
an  fully  on  their  subsequent 
training.  One  big  Canadian  retail 
firm  spent  on  an  average  $50 
apiece  in  training  its  employees, 
and   this  naturally   resulted  in  a 


desirt  of  tht  employees  to  remain 
with  tht  firm,  and  of  the  firm  to 
keep  tin  peopl,  it  hud  so  care- 
fully   train,  ,1    to    it.--    on  n     b'l. 

methods. 

Momy  could  buy  nil  sorts  of 
advertising,  scud  Mr.  Scroggie,  but 
if  it  were  not  backed  with  servict . 
th<  day  of  reckoning  would  soon 
come.  Ad-writers  and  business 
nit  a  must  be  men  of  imagination, 
with  an  optimistic  belief  in  the 
future  —  but  everything  began 
with  work  and  servict ,  <nid  would 
end  with  work  and  service.  The 
great  ideal  was  to  be  honest  in 
work,  honest  in  service,  and 
honest  in  advertising.  With  this 
combination,  success  could  not  be 
very  far  behind. 

At  the  conclusion  of  the  meet- 
ing a  hearty  vote  of  thanks  was 
passed  to  Mr.  Scroggie  for  his  ad- 
dress. 


Mr.    Harry    Brimmell,    b    director. 

and  clothing,  in  a  semi-private  landing 
bel  w  i  en  i  his  and  t  he  oilier  ia  the  boys' 
department,  where  clothing,  shirts,  etc., 
are  kept. 

On  the  flrsi  Boor  at  i  he  rear  is  an  al 
tractive  milliner]  department  raised  a 
couple  of  I  eel  Prom  i  he  main  floor  of  this 
itorey.  New  carpets  are  being  pu1  in 
and  a  new  Bel  of  show  oases  and  indi- 
\  idual  li.it  tables.  In  front  is  the  oar- 
i  i  !!•■  departmi  nl  and  nezl  to  this 
a  reel  room  fll  ted  up  w  ii  b  «  icker  chairs, 
tables  and  masra  nines. 


The  third  floor  is  reserved  for  the 
workrooms  for  making  up  curtains, 
Minds,  carpets,  and  the  dress  making  de- 
part menl . 

In  a  seel  inn  in  the  basement,  easily 
accessible  to  the  main  floor  is  the  oil- 
cloth    and    linoleum    department.  The 

walls  of  this  room  are  being  finished  in 
corn  color  as  less  liable  to  cast  Bhadows 
when  the  Lights  are  lit.  The  res!  of  the 
store  lias  the  walls  done  in  a  wash  paint 
of  a  light  green  shade,  on  which  Messrs. 
Brimmell  and  Staple--  have  long  experi- 
mented, with  the  ceiling  in  a  flat  white 
color. 

-® 

EDUCATION  FOR  MERCHANTS 
The   University  of  Minnesota  offers  a 
course  of  merchandising.   It    is   thought 

that   this  course  of  study  and  lectures  at 

the  University  will  do  as  much  for  the 
business  men  as  agricultural  courses  in 

other  universities  have  done  for  the 
farmers.  The  course  will  present  facts 
rather  than  theories  Lectures  ami  dis- 
cussion will  cover  the  result  of  the  suc- 
cessful experiences  of  many  retailers, 
The  course  is  planned  for  the  employer 
and  employed  alike.  Among  the  subjects 
taughl   will  be  window   dressing,  credits 

and  ad\  ei  t  ising 

WIONC  THE  MERCHANTS 

Sandwich,  Out.     Fire  did  damage  esti 
mated  al   betwei  □  $6,000  and  $7,000  to 

the  drj    ■ ds  and   furnishings  store  of 

P    o.  Trudelle. 

Embro,  Ont.     The  establishment   of  a 
knitting  factory  lure  is  under  considers 
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Mr.    Win.    Staples,   a       din 

1 1011.  with  J.  W.  Sim  of  WallaeebuTfj  as 
manager, 

Halifax,  N.S.  Ex-alderman  B,  Smith. 
president  ol  the  Nova  Scotia  Under- 
w  ear  i  'ompanj   is  dead, 

Montreal,  Que.  In  a  tire  on  St.  Law- 
rence boulevard,  $40,000  damage  was 
done.  Among  the  losers  were  Bern- 
stein &  Goldman,  whose  entire  slock 
of  furs  is  damaged;  B.  Ham-,  importer 

of    waterproofs    and     ladies'    garmi 
"The   Elonore"  millinery   store,   ami    H 
Gradiner,  suits  and  dry  goods;  th< 
tional    Leaders    >•(    Style    Company;    the 
Smart    Set    Cloak    and    Suiting   I 
and   the   Standard    Uress   Compw  J 


Are  We  Pampering  the  Public  in  Our  Privileges? 

Instances  Where  Customers  Abuse  the  Service  so  Freely  Offered 
— Wearing  Dresses  at  Dance  and  Then  Returning — Carrying  Off 
Notepaper — Making  Money  by    Exchanging    Goods    at    Wrong 

Store. 

By  the  Roving  Philosopher 

(f-pAMPERING   the  public." 

j~     "What!"   objected   my    friend  Smeaton  as  I  ventured  to  intrude  upon 
him  in  his  office  at  10  a.m.,  when   he   was  studying   the  returns  of  his 
store  for  the  previous  day;  the  total  sales,   comparisons   with   the   year   before; 
sales  of  each  department  and  of  each  individual   salesman;  for  he  is  an   up-to- 
date  merchant,  is  Smeaton. 

"What!  'pampering'  the  public?  That's  a  new  tack  you're  off  on  now. 
You've  hardly  done  with  lecturing  me  on  the  'value  of  service  to  the  public;' 
looking  after  them;  welcoming  them  to  our  places  of  business;  making  things 
pleasant  for  them;  in  fact  keeping  'open  house'  from  8  a.m.  to  6  p.m.  And  now 
you  throw  it  up  to  us  that  in  taking  your  advice,  in  all  humbleness" — and  a 
twinkle  showed  in  the  left  hand  outer  corner  of  his  blue  eyes — "we  are  pam- 
pering our  customers." 


ABUSING  PRIVILEGES. 
Fine    dresses    taken     home, 
worn  and  returned. 

•  •    • 

Buying  largely,  sending  CO. 
D.,  and  refusing  all — for  the 
sake  of  appearances. 

•  *    • 

Buying  article  at  one  store; 
exchanging  it  at  higher  price 
at  second  store,  and  buying 
again  at  first  store  for  lower 
price,  retaining  difference. 

*  •     • 

Carrying  off  note  paper  and 
pens  from  Women's  Rest  Room. 

*  •    » 

Ordering  beautiful  model 
dress  sent  home;  buying  similar 
silk  at  different  store;  copying 
design  of  made-up  dress,  and 
then  returning. 


Wearing  furs  on  trip  away 
from  city,  and  sending  them 
back  on  her  return. 


"I  mean  it,"  I  rejoined.  "Pampering  them;  coddling  them;  making  your- 
selves easy  marks  for  that  percentage  who  are  ever  on  the  lookout  to  get  some 
thing  for  nothing.  Mind  you,  I'm  not  going  back  on  my  old  principles,  don't 
you  ever  think  it,  but  it  seems  that  most  of  us  are  made  so  that  we've  got  to  be 
at  one  extreme  or  the  other.  Old  Socrates  would  be  as  broken-hearted  to-day  as 
in  500  B.C.  if  he  went  about  searching  for  the  'Golden  Mean.'  We've  rushed 
so  fast  to  the  other  extreme  in  our  business  that  we  can't  make  it  easy  enough 
for  the  few  of  light  consciences  to  'do'  us." 

"How,  for  instance?" 

Bushels  of  Paper  to  Take  Away. 

"I'll  start  with  a  comparatively  trivial  case,  at  first.  In  a  large  Canadian 
store  note  paper  was  furnished  in  rather  lavish  quantities  for  the  Women's  Rest 
Room.  It  was  astonishing  how  many  women  did  their  whole  correspondence 
there;  it  was  astonishing  how  much  more  correspondence  was  done  in 
women's  homes  on  paper  that  was —  well,  call  it  'accepted  by  them  as  a  slight 
token  of  appreciation'  from  that  firm.  It  was  carried  off  by  the  bushel  every 
day.  Now,  getting  wise  to  the  abuse  of  this  privilege,  that  firm  has  engaged  a 
woman  to  keep  her  eye  on  that  rest  room  stock  of  paper;  to  replenish  it  only  in 
small  quantities  and  to  see  that  the  room  serves  its  legitimate  purpose  only,  and 
not  as  a  reserve  stock  room  for  hundreds  of  women  whose  ethical  ideas  somehow 
stop  short  of  realizing  that  they  have  been  dishonest." 

My  friend  nodded. 

"And  yet,"  he  added,  in  a  resisting  tone,  "would  you  cut  off  the  supply 
entirely,  just  because  some  women  abuse  it?" 

Guard  Against  a  Certain  Percentage. 

"No,"  I  rejoined,  "but  the  point  I  see  in  this  incident  is  that  the  store  was 
'pampering  the  public'  in  the  method  it  employed  at  first;  and  secondly,  that 
before  any  new  system  of  'service'  is  established,  the  merchant  should  take  it 
for  granted  that  lie  must  guard  against  a  certain  percentage  of  the  public  who 
will  attempt  the  abuse  of  that  privilege  by  every  means  in  their  power." 

Again  my  friend  nodded,  as  lie  pondered. 

Returning  of  Goods  in  List  Also? 

"Now  you've  got  my  mind  working  along  that  line,  probably  we  are  pamp- 
ering the  public  to  a  certain  extent  in  the  way  we  are  accepting  the  return  of 
goods,'  he  observed. 

"You've  hit  on  the  next  point  I  was  going  to  take  up,"  I  returned.  "A  de- 
partment manager  in  one  of  our  largest  stores  told  me  they  were  almost  at  their 
wits'  end  to  know  how  to  get  out  of  what  he  called  a  'regular  nuisance,'  almost 
a  demoralization  of  the  sales  end  of  the  business.  His  store  had  followed 
another's  example  and  now  both  were  sick  of  it.   A  woman  comes  in  and  orders 

(Continued  on  page  60.) 
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Devices  Merchants  Are  Using  to  Increase  Trade 


ONE-CENT  NOVELTY  IN  WEST. 

In  Western  cities  one  eenl  pieces  have 
been,  until  very  recently,  anion;;  the 
novelties.  Indeed  it  lias  became  a  tradi- 
tion in  Die  West  that  it  was  the  T.  Baton 
Co.  that  introduced  coppers  into  Mani- 
toba, by  sending  np  carload  lots  at  the 
time  they  opened  their  store  in  Winni- 
peg. However,  this  may  be  "uneven" 
prices  have  not  been  very  plentiful  in 
Western  stores,  and  newspapers  sell  at 
five  cents  a  copy. 

To  many  Westerners  under  such  con- 
ditions the  full  page  ad.  of  J.  F.  Cairns, 
the  big  departmental  store  of  Saska- 
toon, Sask,,  in  featuring  a  one-cent  sale 
would  be  a  decided  novelty.  The  prin- 
ciple of  this  was  that  one  cent  was 
added  to  the  regular  price  of  hundreds 
of  lines  of  goods  and  an  offer  made  to 
supply  two  for  this  amount.  As  the  firm 
put  it,  "Buy  any  one  of  the  advertised 
items  listed  below  at  its  regular  price 
and  we  will  sell  a  second  one  of  the 
same  article  for  lc."  The  next  line 
reads:  "Always  first,  always  in  the  lead, 
always  wide-awake,  always  aggressive, 
always  original,  the  Cairns  store  again 
does  the  unique  thing  in  serving  the 
public." 

The  sale,  of  course,  applied  only  to 
the  goods  advertised  in  the  paper,  and 
only  one  order  of  any  one  thing  was 
allowed. 

Some  of  the  items,  as  illustrating  the 
plan  of  the  sale,  were: 

$2  Scout  and  Boys'  Annual  2  for  $2.01. 
15c  Hydrogen  Peroxide,  2  for  16c. 
$10.00  Parisisan     Diamond     Necklet, 
2  for  $10.01. 

30c  Velvet  rihhons,  2  for  31c. 

75c.  Men's  cuff  links,  2  for  76c. 

A  further  privilege  was  as  follows: 
"Should  you  not  need  two  of  the  same 
article,  as  in  jewelery,  you  may  buy  one 
article  at  its  regular  price  and  another 
article     advertised     herewith     of  equal 

Value    for  one  cent." 


— @- 

SPECIAL  BOOTHS  SELL. 

At    Christmas,  Rrieker  &   (lennan,  dry 
merchants,   Berlin,   Ont.,   tried    a 

plan    which   was   new    to   them  and   proved 

quite  a  drawing  card,  and  by  giving  un- 
usual prominence  to  seasonable  goods, 
they   increased   their  sales  considerably. 

In  addition   to  the  USUal  decorations  ilic\ 

put  up  three  booths  in  the  centre  of  the 
Btore,  one  for  linens,  one  for  handker- 
chiefs and  one   for  gloves.       The  electric 

also   were  covered   with   chrysan 
urns,  giving  a  verj  pleasing  touch. 


YARD  FREE  FOR  DOLLAR  BUY. 
The  Paquel  Company  of  Quebec,  used  a 
panel    lor   the    following  announcement: 
Vitrauphanie,  Free. 
All    next    week    we    will    give    one 
free  yard  of  any  pattern  of  Vitrau- 
phanie in  our  stock   with   every  dol- 
lar's  worth   of   Wall   Paper  bought 
here.     With   two  dollars'   worth    we 
will  give  two  yards  and  so  on. 

This  will  be  a  <rood  way  of  getting 
enough  Vitrauphanie  free  to  cover 
your  doors  and  windows.  Von  can 
choose  any  pattern  we  have,  no 
matter  what  price. 


'it  In  the  early  part  of  the  even- 
ing some  150  people  were  gathered  round 
each  of  the  entrances,  the  -outh  side  of 
St.  Catherine  street  between  St.  Alex- 
ander and  Bleury  streets  bein?  practical- 
ly impassable. 

Inside  the  store  nothing  was  sold, 
but  a  large  number  of  interestine  dis- 
plays had  been  arranged  and  souvenirs 
were  given  away,  these  including  sam- 
ples of  various  goods,  while  ice  cream 
was  dispensed  from  a  number  of  booths 
on  each  floor.  Among  the  exhibits  were 
miniature  plants  showing  various  stages 
of  manufacture  of  merchandise.     An  or- 
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Out  Of  Town  Mail 
Orders  Filled 
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Cash  Only 
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ALL  CARS  STOP  AT  CAIRKS lORSXJI 
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Cash  Only 
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NIGHT   OPENING    AT   SCROGGIE'S. 

'•Crowds  Blocked  Street."'  was  the 
heading  which  the  Montreal  Gazette 
used  to  describe  the  opening  of  Scrog- 
gie's  big   store,   a    picture   of   which    has 

appeared  already  in  The  Review. 

The  paper  goes  On  to  describe  a  novel 

entertainment  oi'  the  store,  presenl  and 

future,  as  follow  s: 

The  new  ScTOggie  More  at  the  cor- 
ner of  St.  Catharine  and   Bleary   Streets 

was  formally  opened  last  night,  enter- 
tainmenl  being  provided  for  all  who 
visited  the  building,  and  from  7.:>0  until 

nearh    11  o'clock  it   is  estimated  that   be- 
tween 25,000     and     30,000     people  were 
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ral  concert  was  held  in  the  base- 
ment, while  on  another  Hoot  a  gramo- 
pliiue  in  the  music  department  provided 
entertainment. 

The  new  auditorium  on  the  fourth 
floor  was  tilled  daring  the  entire  evening, 
and  here  an  entertainment  was  -.riven. 
parti]  by  employees  of  the  store  and 
partly  by  outside  talent.  This  marks  a 
new  departure,  B  special  department 
having  been  created  to  provide  amuse- 
ment for  the  public  daring  the  day  and 
for  the  employees  daring  the  evening. 
The  tirst  concert  Was  ver>  -ueeessful.  a 
good  portion  of  the  talent  being  recruit- 
ed   from    the   store   and   quite   justifying 

its  presence. 
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SUMMARY-DOMINION    OF    CANADA,    NEWFOUNDLAND    AND 
ST.    PIERRE    AND    MIQUELON. 


PERCENTAGES    OF    NUMBER    OF    FAILURES    AND    LIABILITIES 

IN    THE    UNITED    STATES    AND    CANADA    IN     1913    AND     1912,    CLASSIFIED    AS    TO  CAUSES. 


Failures 
due  to 

Number 

Asset* 

Liabilities 

1913 

1912 

1913 

1912 

1913 
$2,582,999 

l.74°>°52 
7,016,686 

439.795 

334,376 
94,972 

367.241 

42. 791 

2,129,179 

624,958 
1,277,401 

1912 

Inexperience 

Failures  of  others.. 

308 
175 
754 
48 
19 
14 

Sl 

260 

15 

174 

214 
67 

660 
17 
12 
11 
56 
»3 

168 
6 
88 

$1,067,538 
958,217 

3.452.927 
225.9=3 
140,073 
31,682 
148,478 
26,203 
1,417,072 
351,100 
320,780 

$1,121,328 

204,761 
2,784,605 

148,524 
77,967 
29,460 

172,871 

39.53s 
659,019 

23,800 
349,802 

$2,815,349 
435,468 
5,66o,66S 
204,744 
2,11,333 
65,510 
377.384 

Specific  conditions  . 
Speculation 

78,958 

1,081,139 

53,600 

1,271,129 

1,327 

1,312 

$8,140,990 

$5,611,675 

$16,650,450 

$12,355,252 

Failures 
due  to 


Incompetence 

Inexperience 

Lack  of  capital 

Unwise  credits 

Failures  of  others.. 

Extravagance 

Neglect 

Competition 

Specific  conditions . 

Speculation 

Fraud 


United  States,  Per  Ct. 


Number 


1913 


28.6 

51 
29.2 
2.6 
1.9 
.8 
2  o 

2-3 

15.3 


1912 


Liabilities 


1913 


18.4 
2.0 
24.9 
16.0 
11. 4 
.6 

•  7 

•  9 
14.0 

2.7 
8.4 


Canada,  Per  Cent. 


Number 


1913       1912 


16.3 
5-i 

5°-3 
1.3 

•  9 
.8 

4-3 

1 .0 
12.8 

•  5 
6.7 


Liabilities 


1913       19 


Eighty-five  Per  Cent,  of  Failures   Due  to 

Individual 

Lack  of  Capital  Caused  Only  41  Per  Cent.,  Compared  With  50  in 
1912 — Incompetence,  Inexperience  and  Fraud  at  Basis  in  Larger 
Number  of  Cases — An  Interesting  Analysis. 


AN  analysis  of  the  causes  of  business 
failures  in  Canada  prepared  by 
Bradstreets  is  worthy  of  careful 
consideration.  It  may  be  noted  that  a 
comparison  of  causes  in  Canada  bears  no 
unfavorable  relation  to  those  operative 
across  the  border.  As  is  inevitable  in 
every  young  country,  lack  of  capital  is 
a  besetting  trouble.  In  1912  this  was 
the  cause  of  50.3  per  cent,  of  the  fail- 
ures, although  in  1913  the  figure  fell  to 
41.3,  less  than  any  preceding  year.  In- 
competence held  nearly  the  same  posi- 
tion as  in  1912,  the  percentages  being 
16.9  and  16.3  respectively,  so  far  as  the 
actual  numbers  were  concerned,  although 
in  1913  the  percentage  of  liabilities  due 
to  incompetence  was  only  15.5  compared 
with  22.8  in  1912.  Inexperience  was  the 
cause  of  nearly  double  the  failures  in 
1913  as  in  1912,  9.6  to  5.1;  unwise 
credits,  2.7  in  1913  to  1.3  in  1912;  fail- 
ures of  others,  1  per  cent.,  compared 
with  .9  per  cent. ;  extravagance,  .8  per 
cent,  in  each  year;  neglect,  2.8,  compared 
with  4.3;  competition,  .4,  as  against  1 
per  cent.;  "specific  conditions,"  14.2 
versus  12.8;  speculation  a  shade  higher, 
.S  against  .5;  and  fraud  9.5,  compared 
with  6.7. 

The  total  number  of  failures  in  Canada 
was  1,827  and  1,312  in  the  two  years 
respectively,  with  the  assets  $8,140,990 
in  1913  to  $5,611,675,  and  liabilities 
$16,650,450  and  $12,355,282. 

Different  in  the   States. 

In  the  United  States  incompetence 
ranks  far  higher  than  in  .Canada  as  a 
cause  for  failure  in  business,  28.6  per 
cent,  in  1913  and  30.2  in  1912.  Inexperi- 
ence was  less  fatal  than  here,  5.1  per 
cent. :  while  lack  of  capital,  as  might  be 
expected,  also  had  much  less  to  do,  29.2 
per  cent,  of  failures  being  classed  under 
this  head.  There  is  a  remarkable 
similarity  in  the  place  of  extravagance, 


eight-tenths  of  one  per  cent,  in  each 
country.  Fraud  caused  11  per  cent,  of 
failures  in  the  United  States,  and  specu- 
lation more  than  in  Canada,  1.1  per  cent. 

Dividing  causes  of  failures  roughly 
into  two  classes — A,  due  to  faults  of 
those  failing,  and  B,  not  due  to  faults  of 
those  failing.  In  the  former  are  included 
incompetence,  inexperience,  lack  of  capi- 
tal, unwise  credits,  speculation  (outside 
regular  business),  neglect  of  business 
(due  to  doubtful  habits),  personal  ex- 
travagance, fraudulent  disposition  of 
property. 

In  class  B.  are  three  specific  condi- 
tions disaster,  etc.,  failure  of  others 
(of  apparently  solvent  debtors),  and 
competition. 

Mostly  Due  to  Individual. 

In  1913,  80.5  per  cent.,  or  over  four- 
fifths  of  the  failures  in  Canada  and  the 
States  were  attributed  to  the  shortcom- 
ings of  those  who  failed,  while  19.5  per 
cent,  were  due  to  causes  apparently  be- 
yond their  control.  In  1912  the  propor- 
tions were  almost  identical,  80.3  and  19.7 

"This  constancy  in  statistics  over  two 
such  dissimilar  years,"  remarks  the 
Bradstreet  report,  "is  a  striking  feature, 
and  one  which  seems  to  point  to  the 
relatively  small  effect  of  what  might  be 
termed  business  environment  in  predis- 
posing to  disaster  in  1913." 

In  1911.  78.9  per  cent,  were  charged  to 
the  individual,  while  21.1  proceeded 
from  outside  causes.  In  1910  the  pro- 
portions were  82  and  18  per  cent,  respec- 
tively: in  1909.  81  and  19;  and  in  1908. 
77.5  and  22.5.  It  is  presumed  that  the 
cutting  down  of  outside  causes  since 
1908  was  due  mainly  to  greater  care  in 
granting  credit.  Taking  the  amount  of 
liabilities  in  place  of  the  number  of 
failures,  personal  causes  are  credited 
with  73.7  per  cent,  of  the  dollars  and 
cents  total  for  1913,  and  26.3  per  cent. 
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to  outside  causes.  In  1912  the  percentage 
was  80  and  20,  almost  the  exact  percent- 
age of  the  numbers  of  failures. 

Leading  causes  of  failures  rather  lost 
in  influence  in  1913  in  the  United  States 
when  compared  with  1912:  lack  of  capi- 
tal, incompetence  and  specific  conditions ; 
but  in  Canada  the  latter  two  increased 
in  force. 

Increase  in  Fraud. 

In  both  countries  failures  due  to 
fraudulent  disposition  of  property 
showed  a  considerable  increase,  perhaps 
the  most  unfavorable  phase  of  all.  It 
accounted  for  26  per  cent,  of  the  in- 
crease in  the  number  of  failures  over 
the  previous  year.  Fraud  as  a  cause 
in  1913  showed  the  largest  number  ever 
recorded,  and  its  proportion  was  ex- 
ceeded only  four  times  in  twenty-three 
years.  In  the  States  Unwise  Credits 
furnished  16  per  cent,  of  the  liabilities 
compared  with  2.6  in  1912,  but  the  in- 
crease in  Canada  was  not  nearly  as 
large. 

Over  94  Per  Cent,  With  Little  Credit. 

"Of  the  16,378  insolvent  concerns  in 
the  two  countries  for  1913,  15,533,  which 
is  94.8  per  cent.,  were  rated  as  having 
very  moderate  or  no  credit,  as  compared 
with  95.2  per  cent,  in  1912 ;  93.9  in  1911 ; 
95.9   in    1910.   95   in   1909    and   91.3    in 

1908.  Only  4.4  per  cent,  were  classed  as 
good  credit  in  1913  against  4.3  per  cent, 
in  1912,  5.4  per  cent,  in  1911,  and  3.4 
per  cent,  in  1910;  while  eight-tenths  of 
1  per.  cent,  of  all  those  failing  or  sus- 
pending had  very  good  or  higher  credit, 
as  against  half  of  1  per  cent,  in  1912, 
seven-tenths  of  1  per  cent,  in  1911  and 
1910   and   five-tenths   of  1   per  cent,   in 

1909.  The  proportion  of  all  failing  in 
the  two  countries  possessed  of  $5,000  or 
less  capital  was  91.8  per  cent,  in  1913, 

(Continued  on  page  19). 


British    Columbia    Dealers    Robbed 

Million    a   Year 

At  Annual  Convention  in  Victoria  They  "Beard  the  Government 
in  Its  Den"  and  Demand  Legislative  Changes — Ridiculous  Laws 
That  Favor  Delinquents — Farmers  Get  Cheap  Government  Money 
and  Compete  Against  Merchants. 

Prepared  for  Dry   Qoode    Review   by   Special    Corresponds 


Of 


VICTORIA,  B.C.,  Feb.  21.— The  an- 
ual  two-day  session  of  the  Retail 
Merchants'  Association  of  British 
Columbia,  which  opened  on  Monday  of 
last  week  at  the  Empress  Hotel,  closed 
the  following  evening  after  six  consecu- 
tive and  spirited  sessions.  As  a  result 
of  the  discussion  on  the  different  ques- 
tions of  interest  to  the  trade  in  this 
province,  in  which  delegates  from  the 
far  interior  had  joined  with  those  from 
the  Coast,  certain  conclusions  were 
reached  which  were  laid  before  Attor- 
ney-General Bowser  on  Tuesday  after- 
noon. The  Minister  received  the  strong 
delegation  which  waited  on  him,  cordi- 
ally, and  promised  that  the  representa- 
tions made  would  receive  careful  con- 
sideration. F.  W.  Welsh,  the  Associa- 
tion's president,  acted  as  spokesman  and 
Hon.  Mr.  Bowser  congratulated  him  on 
his  lucid  exposition  of  the  issues. 

Dead-Beat  Losses  Mount  High. 

In  practically  every  case  the  repre- 
sentations made  were  along  the  line  of 
giving  those  engaged  in  the  retail  trade 
more  protection  against  the  class  of  peo- 
ple commonly  known  as  "dead  beats." 
Statistics,  it  was  stated,  proved  that  the 
total  loss  of  the  B.C.  merchants  from 
bad  debts  in  1912  was  $982,000— or  just 
about  a  round  $1,000,000.  In  the  State 
oj£  Washington  in  the  same  year  it  was 
$1,750,000. 

These  figures  were  quoted  in  substan- 
tation  of  the  assertion  that  government 
assistance  was  needed,  the  added  state- 
ment being  made  that,  if  such  protective 
measures  could  be  adopted  as  would 
wipe  out  this  loss,  the  cost  of  living, 
over  which  there  was  such  an  outcry, 
might  be  reduced  to  a  similar  extent.  In 
this  connection  it  was  declared  that  the 
organization  did  not  exist  to  tamper  with 
prices,  it  having  put  itself  on  record  as 
being  in  favor  of  unhampered  competi- 
tion. What  \v:is  wanted  was  more  pro- 
tection and  this  end  was  being  Bought 
by  the  formation  of  mure  branches  and 
binding  them  closer  together. 

One  of  the  first  questions  deal!  with 
was  the  "Capias  Act"'  as  it  now  stands 
on    the   statute    books       The    opinion    was 


that  it  is  not  adequate.  Under  its  pro- 
visions a  person  owing  less  than  $50 
cannot  be  detained,  if  an  attempt  is  made 
to  leave,  by  the  jurisdiction  of  the  court. 
It  was  asked  that  the  amount  be  reduced 
to  $10  and  that  power  be  given  the  sti- 
pendiary magistrates  to  accept  and  to 
act  on  affidavits  of  merchants  swearing 
that  any  individual  is  in  their  debt  for 
any  specified  sum  and  is  attempting  to 
leave  the  community  in  question. 

Reference  was  made  to  the  B.C.  Loan 
Act  the  contention  being  that,  in  some 
instances,  the  farmers  were  taking  an 
unfair  advantage  of  the  privilege  they 
have  been  extended  in  having  govern- 
ment funds  placed  at  their  disposal  at 
4  per  cent.  Co-operative  societies  had 
been  formed,  it  was  stated,  in  direct 
competition  with  the  merchants  which 
was  not  fair  or  just,  and  could  not  have 
been  what  was  intended  by  the  legis- 
lators. 

Want    Garnishee   Limit   Lowered. 

It  was  claimed,  also,  that  the  Gar- 
nishee Law  was  inadequate.  Under  the 
existing  regulations  the  wages  of  the 
man  in  debt  were  exempted  up  to  $40. 
This  did  not  afford  the  merchants  pro- 
tection, it  was  argued,  because  of  the 
fact  that  persons  well  able  to  pay  but 
bent  on  defrauding  received  their 
cheques  either  by  the  week  or  every  two 
weeks.  Often  the  total  was  not  above 
the  sum  mentioned  in  which  event  it  was 
difficult  to  make  collection  because  the 
debtor  was  very  careful  to  keep  well 
abreast  of  his  income.  The  recommend- 
ation was  that  the  limit  of  exemption  be 
placed  at  $10. 

Another    practice    roundly 
condemned     and     whirl)     the 
merchants  requested  the  go? 
ernment  to  assist  in  allaying 
is  that   of   trans- 
ferring   propertj 
to      the      wife's 
name  When  in  dif- 
ficulties.    K 

was   affirm- 
ed thai  this 

was       ex- 
c  e  e  (1  ingly 

common    in 


British  Columbia;  that  many  confirmed 
"dead  beats"  had  reduced  it  to  a  science 
and  that  those  engaged  in  the  trade  were 
suffering  to  the  extent  of  thousands  of 
dollars  annually  as  a  result.  As  a 
remedy  it  was  suggested  that  the  wife 
be  made  jointly  liable  for  zoods  sold  for 
the  maintenance  of  the  household. 

Cheques  Used  and  No  Funds. 

That  something  should  be  done  to  pre- 
vent the  spread  of  the  habit,  which  was 
said  to  be  becoming  more  general,  of 
sianing  cheques  without  having  the  funds 
to  cover  them  was  another  conclusion. 
The  delegates  said  that  they  could  make 
a  fine  display  of  cheques  returned  from 
banks  marked  "X.  S.  P."  if  they  were 
to  be  produced.  It  might  be  argued  that 
there  was  the  usual  recourse  under  the 
Criminal  Code  through  the  police  court 
but,  it  was  answered,  it  seemed  to  be 
exceedingly  difficult  to  obtain  convic- 
tions.    That   there  should  be  some  more 


Street    sceue 
Victoria,    B  < 
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Harbor  scene  at 
Victoria,  B.  C, 
where  the  con- 
vention was  hold. 
In  the  insert  is 
a  sample  of 
British  Columbia 
sockeye  salmon 
which  has  help- 
ed to  make  the 
province  famous. 


severe   penalty    was   the   declaration   of 
the  Convention. 

Bonding  of  Collection  Agents. 

The  collection  agent  also  was  dis- 
cussed. There  have  been  a  number  of 
instances,  it  was  said,  of  Americans  com- 
ing to  the  province,  setting  up  in  busi- 
ness, collecting  several  thousand  dollars 
and  leaving  for  the  other  side  again 
without  saying  good-bye.  It  was  sug- 
gested that  this  would  be  remedied  if  all 
collection  agencies  were  bonded  in  an 
adequate  sum  by  the  provincial  govern- 
ment so  that  those  who  placed  their  ac- 
counts in  such  hands  for  liquidation 
might  be  reasonably  sure  of  securing 
the  returns. 

Uniform  Closing. 

Another  subject  receiving  general  sup- 
port of  the  convention  was,  fixing  the 
daily  hour  of  closing  of  all  retail  stores, 
and  the  closing  of  all  of  them  in  one 
afternoon  of  each  week;  opinions  diff- 
ered as  to  who  has  the  power  to  legis- 
late, the  Provincial  or  the  Dominion 
Parliament.  This  the  Attorney-General 
will  consider. 

Mr.  Lorrimer  of  the  C.  P.  R.  was 
present  and  gave  answers  to  many  ques- 
tions concerning  freight  charges,  de- 
murrage, theft  from  goods  in  transit 
especially  from  those  on  ocean  bills  of 
lading.  Addresses  were  given  on  adver- 
tising, cost  of  doing,  business,  calcula- 
tions of  profit  on  cost  or  selling  price, 
etc.,  etc.  Not  a  slack  moment,  and 
everything   well    and    clearlv   discussed. 

It  was  decided  that  the  next  annual 
convention  will  be  held  in  Victoria, 
B.C.,  in  February  of  1914,  on  dates 
synchronizing  with  the  session  of  the 
provincial  legislature. 


EIGHTY-FIVE  PERCENT 

(Continued  from  page  17.) 
as  against  91.5  per  cent,  in  1912,  90.9 
per  cent,  in  1911,  91.5  per  cent,  in  1910, 
91.8  per  cent,  in  1909  and  90.2  per  cent, 
in  1908.  If  the  next  highest  capital 
rating  is  considered  with  the  lowest,  it  is 
found  that  97.5  per  cent,  of  all  failing 
had  less  than  $20,000.  Of  those  failing 
in  1913,  56.7  per  cent,  had  less  than 
$5,000  liabilities,  as  against  58.2  per 
cent,  in  1912,  60.3  per  cent,  in  1911,  60.9 
per  cent,  in  1910  and  61.2  per  cent  in 
1909." 

The  comparative  statement  of  failures 
in  Canada  for  the  past  four  years  is 
as  follows: — 

Year.  No.  in  business, 

1913    149,852 

1912    142,583 

1911   130,466 

1910   128,881 

How  Capital  Was  Distributed. 
As  regards  capital  the  percentage  of 
failures  in  the  two  countries  with  less 
than  $5,000  capital  was  91.8,  almost  the 
same  as  the  year  before.  There  were  5.7 
per  cent,  between  $5,000  and  $20,000; 
1.6  per  cent,  from  there  to  $50,000;  and 
.5  from  this  to  $100,000.  These  percent- 
ages have  a  remarkable  similarity  to 
those  of  previous  years. 

In  a  general  survey  Bradstreets  refers 
to   certain   unsettling    causes    operating 


View  of  Parlia- 
ment Buildings 
at  Victoria, 
where  Attorney- 
General  was  be- 
sieged by  many 
merchants. 


No.  failures. 
1,827 
1,312 
1,401 
1,469 


LEGISLATION  CHANGES 
WANTED. 

The  merchants  of  British 
Columbia  have  a  large  order  to 
fill  if  they  are  to  remove  from 
the  statute  books  of  the  Pacific 
Coast  Province  the  unfair  leg- 
islation now  chalked,  down 
against  them.  As  reported  in 
the  accompanying  article,  they 
waited  on  the  Government  last 
week  and  carefully  laid  before 
the  Attorney-General  facts  and 
figures  demonstrating  that  they 
were  actually  being  robbed  of 
about  a  million  dollars  a  year 
by  delinquents  and  dead-beats. 

Their  deputation  to  the  Gov- 
ernment requested  among  other 
things : — 

1. — Amendment  to  the  "Capias 
Act"  so  that  a  person  can  be 
detained  from  moving  if  he 
owes  $10  or  more,  instead  of 
$50  or  more. 

2. — Discontinuance  of  govern- 
ment loans  at  4%  to  farmers  for 
establishing    co-operative    soci- 
eties. 

3. — Lowering  of  garnishee  lim- 
it from  $40  to  $10. 
4. — A  law    to    make    the  wife 
liable  with     the     husband  for 
debts  accrued  by  either. 
5. — Preventive  measures  to  alle- 
viate the    facility    with  which 
cheques  are     signed    when  no 
funds  exist  in  the  bank. 
6. — The  bonding  of  all  collect- 
ing agencies  by  the  provincial 
government. 


_ 


more  across  the  border  than  in  Canada, 
floods,  tariff  changes,  etc. 

A  Brighter  Outlook. 

It  goes  on:  "To  what  extent  each  of 
these  unsettling  causes  was  directly  re- 
sponsible for  some  curious  fluctuations 
in  the  failure  totals  and  liabilities  can- 
not, of  course,  be  established,  but  as 
time  goes  on  and  the  outlook,  which  be- 
.    (Continued  on  next  page.) 
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Engineering   Business   Through   Its    1914  Trip 

Your  Windows  Are  the  Headlights— Your  Customers  "Come 
Along"  Will)  You— "All  Ready!"  Will  Replace  the  Kn-me's  "All 
Aboard!"— Have  a  Rapid  Service— Don't  Get  Side-tracked. 


Written  for  The  Review  by  Win.  J.  Ferguson,  ol  Sutcliffe  &  Sons,  Lindsay 


ik\r  OU  now  occupy  a  relative  position 
Y  to  thai  of  a  railway  engineer 
upon  assuming  charge  of  an  im- 
portant  train  loaded  with  passengers. 
V„„r  aim  is  as  his,  "To  reach  your 
destination  safely  and  on  time."  To 
you  the  time  is  set  and  your  safety  is 
in  being  on  the  right  side  of  the  bal- 
ance sheet  twelve  months  hence. 

Now  let  us  examine  your  business  in 
detail  and  place  it  along  comparative 
lines  with  this  so-called  important 
train.  What  particular  parts  occupy 
situations  similar  to  certain  governing- 
ones  that  face  this  engineer?  There 
are  many.  Naturally  many  will  say 
"Wherein  lies  the  comparison — how 
can  tli ere  be  any  similarity  whatever 
in  these  two  factors  of  so  radical  a 
business  difference."  Yet  there  is. 
*     »     » 

Place  your  stations  where  you  wish. 
The  end  of  each  week  or  month.  Bet- 
ter each  week  with  a  central  depot  at 
the  cud  of  the  month,  so  to  speak.  Did 
you  have  a  clear  run  last  year,  or  did 
you  find  you  were  behind  at  certain 
stations  during  some  of  the  trip?  This 
is  just  the  point  where  we  want  to 
commence  this  important  trip  of  1914 
n  ith  its  twelve  big  depots. 

To  begin  with  plan  well  that  there 
maj  be  no  unnecessary  hold-ups  along 
the  line,  especially  in  the  way  of  mer- 
chandise arising  late,  after  the  de- 
mand has  been  on  for  some  time.  If 
your  competitor  had  the  goods  to  de- 
liver then  we  might  say  you  were 
side-tracked,  and  the  other  fellow  had 
running  orders  on  the  main  line. 


EIGHTY-FIVE  PERCENT. 

(Continued  from  previous  page.) 
,,.,,,  ,,,  ciear  late  in  1913,  Ls  being  viewed 
more   favorably,  the  overmastering   im 
portance  of  the  financial  element   in  the 
entire  situation  seems  to  become  Lncreaa 
,  1, .,,      Money  hoarding  abroad  be 
i  0f  fears  of  war  found  a  parallel  at 
home  in  close  handling  of  bank  reserves 

and    a    BOrutinj    and    restriction    of   credit 

which  has  found  few  counterparts  in  anj 

bul    years    Bf    acute    panic    strain.         The 
Striking    ease    of    money    since    the   outset 

0f  i <» 1 1  and  the  stronger  lone  of  securi 
ties  market*  abroad  as  well  as  al  home 
fortifies  the  theorj   thai  as  the  financial 


Then  how  about  efficient  help?  This 
determines  whether  you  will  be  able  to 
handle  successfully  the  business  that 
should  come  your  way.  I  emphasize 
•■successfully"  for  it  covers  not  only 
your  present  transactions  but  bids 
strongly  for  future  business. 


•     •     • 


Has  your  place  of  business  an  invit- 
ing appearance,  sanitary  and  clean? 
Remove  the  objectionable  and  make 
everything  look  as  though  someone 
had  an  interest  in  things  in  general. 
»     *     * 

Did  you  ever  think  your  windows 
were  your  headlights — right  out  in 
front— as  on  an  engine!  Better  see 
that  these  are  in  keeping  with  modern 
business  demands.  A  dark  or  partial- 
ly lighted  front  is  a  dangerous  one. 
You  cannot  afford  to  run  this  business 
trip  without  well  cared  for  headlights. 
»     •     * 

Of  course  you  have  advertised  | 
trip,  for  you  want  a  great  many  to 
come  along  with  you.  To  have  a  suc- 
cessful one  you  must  have  the  people 
come  and  the  more  that  share  in  it  the 
better  it  should  be  from  a  trade  and 
financial  view.  They  are  your  cus- 
tomers. 

Now  instead  of  the  time-honored 
"all  aboard,"  we  will  substitute  "all 
ready"-  -Your  doors  swing  open  for 
what  you  hope  will  be  the  most  suc- 
cessful   trip   in   your  history-    Let    us 

hope  it   will. 

»     •     • 

Now  for  a  few  reminders  and  we 
will  nut  them  this  way  in  order  to  help 


stress  and  its  effects  were  of  a  world- 
wide character,  so  the  reaction  there- 
from is  and  should  be  equally  wide- 
spread, and  should  necessarily  have  cor- 
respondingly far-reaching  effects,  mak- 
ing due   allowance,   of   course,    for   the 

crop     and      trade     developments     of    the 

coming  spring  and  summer. 

"The     record     of     1913     shows    14,551 

failures  or  suspensions,  with  aggregate 
liabilities  of  $292,347,343  and  assets  o\' 

$159,054,911.      There    is    here    shown    an 

increase  of  5.3  per  cent,  over  L912,  of 
L5  per  cent,  over  1911,  of  25.7  per  cent, 
over  1910,  and  of  3.6  per  rent,  over 
puis,  the  year  of  trade  depression  fol- 
lowing the  acute  financial  panic  of  1007. 
20 


you  get  the  text  of  this  twelve  months' 
trip  as  quickly  and  clearly  as  pos- 
sible. You  are  off  on  time — a  splendid 
start.  Don't  keep  your  passen_ 
waiting.  Have  a  rapid  service.  Don't 
get  side-tracked — it's  easy — watch  for 
the  signals  all  along  the  line.  Be  sure 
you  read  the  colors  right.  They  are 
your  guide.  Arrive  at  each  station 
with    steam   up. 

•  •     • 

Let    us   hope   it  will. 

•  •     • 

Will  it  prove  a  successful  trip  from 
all  points  of  view? 

•  •     • 

Remember  you  are  the  engineer  of 

your  business. 

•  •     • 

The  ti  rottle  is  your  control.  It  is 
the  why  and  the  wherefor. 

•  •     • 

The  steam  guage  shows  the  vim  you 
are  putting  into  the  business. 

•  •     • 

The  mechanism  is  your  store  service. 
Have     it     working     smoothly     and  in 

harmonv. 

•  •     • 

The  lares  paid  by  these    passengers 

are    represented    by    the    sales;    the 
moue.N    received  for  your  merchandise. 

•  •     • 

The  fuel  is  the  merchandise  yon 
have  for  your  customers.  Good  fuel 
burns  best.  Likewise  good  merchan- 
dise properly  handled  and  priced  sells 
best. 


Over  1906,  about  the  best  of  r 
years,  the  increase  in  number  was  55 
per  cent.,  but  compared  with  1896,  and 
1893  decreases  were  shown  of  3.5  and 
(i.l  per  cent.,  respectively.  Lb  regards 
liabilities,   1913  showed   an  inereM 

4ti  per  cent,  over  1912,  of  55  per  cent. 
over  1010  and  1911,  and  of  108  per  cent, 
over   1000.  but   marked  a  d<  I  !•- 

per  cent.  from  100S  and  of  23.5  per  cent. 
from  1007.  It  was  this  combination  of 
increased  number  and  enlarged  liabili- 
ties which  made  1913  the  third  worst 
years  as  regards  failures  and  the  fourth 

worst  year  in  liabilities  that  the  country 

has  record  of  in  the  past  third  of  I 
ce"tur\ . " 
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OBSTRUCTING  THE  HIGHWAY 

WINDOW  dressing  in  Cardiff,  Wales,  evidently  has 
reached  a  condition  of  efficiency  that  leaves  the 
rest  of  the  world  behind.  A  merchant  was  sum- 
moned for  "obstructing  the  highway  and  the  police  gave 
evidence  that  he  had  dressed  his  window  so  attractively 
that  "crowds  assembled  and  people  passing  up  and  down 
the  street  had  to  get  off  the  pavement."  The  magistrate 
finally  decided  to  have  the  summons  withdrawn.  It  is  a 
safe  guess  that  the  information  was  not  laid  by  any  of 
the  passers-by,  for  human  curiosity  would  draw  all  but 
the  most  callous  to  investigate  the  source  of  the  unusual 
degree  of  entertainment  offered  in  a  store  window  that 
would  block  pavement  traffic.  Some  windows  in  Canada 
have  had  an  equal  pulling  power,  but  the  most  the  police 
have  done  is  to  regulate  the  crowds,  to  see  that  they 
"kept  moving." 

The  incident  is  useful  if  it  impresses  itself  upon  the 
few  merchants  who  still  fail  to  recognize  the  enormous 
value  that  their  windows  can  be  made  to  their  business. 
Men's  furnishers  are  almost  unanimous  in  declaring  that 
their  window  trims  are  the  most  successful  of  all  forms 
of  advertising.  Late  in  February  a  large  city  store  set 
out  attractively  in  a  window  a  certain  line  of  silks.  In 
two  days,  without  any  other  means  of  pushing  it,  the 
whole  stock  on  hand  was  sold  out,  and  the  arrangement 
by  which  the  department  was  given  control  of  the  window 
for  that  display  for  three  days  had  to  be  cancelled.  The 
buyer,  in  other  words,  sent  a  message  to  the  window  trim- 
mer, 'Take  my  ad.  out." 

Give  the  public  windows  that  will  "obstruct  the  high- 
way." This  is  an  infinitely  harmless  form  of  law-break- 
ing; likewise  infinitely  helpful. 


AVAUNT,  THE  TIP 

IS  Canada  to  be  a  tipless  country?  Are  the  faces  of 
brass  to  disappear  from  the  thousands  of  employees 
who  to-day  inhabit  our  restaurants,  our  hotels,  and  our 
sleeping  cars?  Is  the  reign  of  the  tip- receiver  over,  and 
will  proprietors  of  these  restaurants  and  hotels  and  the 
magnates  who  control  our  railways  have  to  dig  down  in 
their  jeans  and  pay  their  own  employees? 

Sounds  rather  too  good  to  be  true!  And  yet  if  Senator 
T.  0.  Davis,  of  Prince  Albert,  Sask.,  has  his  way,  that  will 
henceforth  be  the  state  of  affairs  in  Canada.  If  the 
Senator  can  put  through  the  bill  he  is  fathering,  to  make 
it  a  crime  to  accept  a  tip  he  will  be  doing  the  country  a 


blessing,  from  the  want  of  which  it  has  suffered  a  good 
many  years. 

The  traveling  salesman  of  the  country  would  reap  the 
greatest  benefit  if  such  a  bill  became  law.  For  scores  of 
years  they  have  been  subjected  to  a  regular  drain  on  their 
pockets  by  employees  of  public  houses,  who  should  have 
been  paid  sufficient  wages  to  keep  them  by  the  proprietors. 
If,  perchance,  one  does  not  provide  the  everlasting  tip, 
he  is  often  subjected  to  the  ridicule  and  the  sombre  faces 
of  the  bell  boy,  etc.  Frequently,  too,  for  this  "lack  of 
appreciation"  of  the  services  of  the  butler,  he  does  not 
get  the  service  to  which  he  is  entitled. 

Senator  Davis'  bill  is  to  be  commended  and  every  sales- 
man on  the  road  should  back  him  up  by  forwarding  their 
approval  by  letter  or  wire,  and  by  requesting  the  Senators 
of  their  own  constituencies  to  support  its  principles. 


-@- 


SUNSHINE    IN    FAILURE    RECORDS 

SEVERAL  phases  of  the  relation  of  business  failures 
to  sucesses  are  discussed  in  an  article  in  this  issue, 
based  on  complete  returns  compiled  by  Bradstreets 
for  Canada  and  the  United  States  for  the  year  1913.  One 
of  the  tables  prepared  by  this  company  affords  proof  of 
the  gradual  improvement  in  the  personal  equipment  of 
men  who  are  entering  business.  In  1882  the  percentage 
of  failures  to  those  in  business  was  .93,  or  about  one  in 
110.  The  next  year  the  percentage  was  1.20,  or  one  in 
eighty-five,  and  in  1893  reached  its  highest  point,  1.4& 
per  cent.,  or  one  in  seventy-one.  In  1911  this  had  dropped 
to  .77  per  cent.,  in  1912  it  was  .82,  and  even  in  1913  was 
only  slightly  higher,  .82  per  cent.,  or  one  in  122.  This 
is  a  far  call  from  the  1893  record. 

There  is  no  doubt  that  a  certain  proportion  of  the 
improvement  is  due  to  stricter  methods  in  granting  credit, 
but  a  marked  advance  in  the  average  equipment  of  the 
merchant  is  a  large  factor  in  the  better  result.  There  is 
a  more  general  recognition  that  success  in  business  calls 
for  personal  qualities  of  a  high  order,  as  well  as  financial 
backing  and  other  external  facilities,  and  there  is  less 
evidence  of  ignorant  embarking  upon  this  difficult  sphere 
of  work  as  the  years  go  by.  The  cutting  down  of  the  per- 
centage of  failures  is,  of  course,  of  unusual  advantage  to 
every  community  and  every  country,  and  the  personal 
efforts  of  merchants  to  raise  the  level  of  business  opera- 
tions, and  the  partnership  work  of  associations,  and  the 
influence  of  trade  journals  all  find  their  reward  in  this 
hopeful  tendency. 
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OTTAWA  AND  ADVERTISING 

TEE  Dominion  Board  of  the  Retail  Merchants'  Asso 
eiation  of  Canada  will  have  the  backing  of  the  dry 
Is  trade  generally  in  a  resolution  adopted  at  the 
Ottawa  co  in  pr<  ss  ['or  legislation  that  would  make 

the  false  advertising  of  any  article  an  offence.  This  has 
done  iii  a  number  of  states  and  invariably  it  is  the  local 
Merchants'  Association  thai  lias  taken  action.  False 
advertising  in  nearly  every  case  misrepresents  the  goods 
of  competitors,  and  tends  to  discredit  all  merchants  alike 
by  creating  a  skeptical  public  opinion.  Truth  is  the 
besl   in  the  "long  run,"  and  usually  in  the  "short." 


Western    Problems 


A  FAIR  WARNING 

IK  the  regulations  of  the  Workmen's  Compensation  Act. 
as  at  present  drawn  up,  go  into  effect,  the  retail  mer- 
cl  ants  of  Ontario  will  be  placed  in  a  position  that  is 
scarcely  tair  to  their  interests.  The  commissioner  has 
promised  that  they  will  not  be  included  in  the  original 
hill  as  it  is  presented  to  the  Legislature,  but  a  rider  has 
been  added  that  may  nullify  this  provision  at  any  time. 
Under  this  the  retail  merchants  may  be  included  in  the 
operation  of  the  Act  if  the  commissioner  so  decides.  The 
only  warning  is  to  consist  of  a  thirty  days'  notice  in  the 
official  Gazette.  This  the  Retail  Merchants'  Association 
lakes  to  mean  that  no  opportunity  will  be  afforded  the 
retail  men  to  present  any  case  against  inclusion;  they 
will  be  condemned,  unheard,  with  a  thirty  days'  stay  of 
sentence.  This  is  manifestly  an  unfair  method.  The 
merits  of  the  ease  for  the  retailers  have  not  been  laid  at 
length  before  the  commission,  as  from  the  outset  there 
was  ttO  serious  intention  evident  of  including  them.  Be- 
fore the  commission  reaches  a  decision  it  surely  should 
allow  the  association,  or  individuals,  to  argue  against 
inclusion  in  the  Act;  then  if  the  decision  goes  against 
them,  they  should  be  permitted  to  deal  with  the  terms 
that  would  govern  them  in  that  event.  The  K.  M.  A.  pro- 
poses the  precaution  that  the  Government,  not  the  Com- 
mission, be  the  arbiters. 

® 

EDITORIAL  NOTES. 
Till'.    MORE    accurate    knowledge    a    dealer    lias    of     his 

business,  the  more  efficiently  can  he  conduct  it. 

•  •         • 

THE  WORST  pari  of  advertising  cut  prices  is  that 
it  tends  to  demoralize  trade  in  the  town,  and  this  reacts 

upon  everyone  in  the  trade. 

•  •         • 

AN  ADVERTISEMENT  that  telle  the  truth  will  be 
a   permanent    investment  if  the  truth   is  judiciously  told 

and  the  goods  are  satisfactory. 

•  •         • 

ONE  SWALLOW  doesn't  make  a  summer.  Neither  does 
the  suppression  of  one  leak  dam  up  everj  avenue  of  loss 

constant  vigilance  is  oecessarj 

•  •        • 

BRITISH    COLUMBIA    MERCHANTS    are    hot    on    the 

trail   of  the  dead-beat.     A    few  pen-scratches  by  the  At- 

.  General    would     help     considerably     to  arrest  his 

progress.     Lei   us  hope  they  will  be   forthcoming. 

•  •         • 

REDUCING  the  money  limit  that  a  delinquent  resident  of 
British  Columbia  can  carry  away  with  him  from  $50  to 
$10.  should  simply  be  a  matter  on  the  part  of  the  Gov- 
ernment  i  ing  a  wrong  thai   has  already  existed  too 


DISHONESTY    is    surely    protected    by    the    existing 
Capias   Act    in   British   Columbia.     Under  the   pro- 
visions of  that   law   no  one  owing  a  merchant  less 
than  $50  can  be  detained  by  the  courts  if  he  d< 
decamp  to  other  parts. 

This  represents  the  brand  of  injustice  the  retailer 
has  been  up  against  for  years,  not  only  in  British  Col- 
umbia, but  in  other  provinces.  The  government  t  iere  is 
actually  shielding  under  its  wings  dead-beats  who  bleed 
the  dealers  who  befriend  them  in  their  days  of  all 
penury.  How  such  a  law  found  its  way  to  the  statue 
books,  Heaven  only  knows.  Unfair  critics  maintain  that 
the  merchant  has  himself  to  blame  for  not  being  more 
careful  in  the  extension  of  credit.  That  may  be  true  in  a 
sense,  but  it  certainly  denotes  a  warm  heart  and  a  Chri-t- 
ian  spirit  when  a  dealer  succumbs  to  a  hard  luck  tale  from 
even  a  polished  actor  of  the  bead-beat  type.  Then  again 
not  all  credit  applicants  are  dead-beats.  Some  among 
them  deserve  consideration  because  they  are  honest.  Just 
how  a  man  can  seperate  the  wheat  from  the  chaff  becomes 
the  problem,  and  in  his  endeavor  to  do  what  is  fair  for  the 
worthy,  he  is  entitled  to  the  protection  of  the  izovern- 
ment  from  the  wily  ones  who  make  it  their  business  to  rob 
the  retail  trade. 

This  problem  was  gone  into  thoroughly  at  the  conven- 
tion of  British  Columbia  Retail  Merchants'  Association 
last  month  when  the  Attorney-General  was  interviewed. 
As  usual,  consideration  of  their  request  has  been  prom- 
ised: but  the  merchants  of  the  Pacific  Coast  province 
should  never  rest  until  the  act  has  been  amended.  They 
want  the  $50  limit  reduced  to  $10.  and  it  appears  to  be 
only  a  matter  of  honesty  that  their  claims  should  be  met. 

Statistics  show  that  in  1012  the  British  Columbia 
merchants  lost  (dose  on  to  a  million  dollars  through  bail 
accounts.  That  in  itself  should  wake  up  any  govern- 
ment, no  matter  how  soundly  it  may  be  Bleeping, 


The  Retail  Merchants'  Association  of  Saskatoon  at  its 
annual  meeting  heard  numerous  expressions  of  sati- 
tion  from  its  members  over  the  improved  system  of 
credits,  which  is  working  steadily  in  the  direction 
cash  system.  The  president,  J.  L.  S.  Hutchinson,  while 
noi  in  favor  of  forming  the  association  into  a  collection 
agency,  recognized  the  good  results  that  had  followed  the 
recent  co-operation  of  business  men  in  weeding  out  "bad 
payers."  In  referring  to  the  Delinquent  Debtors'  List 
which  the  association  carries,  containing  the  names  of 
those  who  persistently  fail  to  meet  their  obligations,  Mr. 
Hutchinson  urged  the  continuance  of  the  experiment  as 
of  genera]  benefit.  The  president  also  urged  on  the 
eiation  to  press  for  provincial  action  in  increasing 
transient  traders'  fees,  and  tor  judgments  of  inter-pro- 
vincial  force   in   connection   with   creditors'   proceedings. 


Man\   prominent  business  men  of  Kegina  have  organised 

with  a  view  to  stimulating  industries  in  the  SaskatolK 
capital.     The    purpose   of   the   organisation    is   to    form 
companies  for  the  manufacture  of  the  raw  products  of  the 
province  into  articles   for  whnh   there  i^  a   ready  demand 
al    bome  and  outside. 
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Your 
Easter 


"Fixings" 


This  is  the  time  to  show  and  SELL 
them. 

Get  your  stock  ready---display 
your  net  and  silk  blouses,  your 
neckwear,  your  gloves  and  your 
ribbons. 

Remember  too,  if  you  are  short  of 
any  of  these  goods  we  can  ship 
them  in  a  hurry.  There's  a  splen- 
did assortment  for  you  to  choose 
from—goods  that  are  everything 
you  can  desire  in  point  of  style,  of 
daintiness  and  of  value.  Let's  show 
YOU. 

THE  W.  R.  BROCK  CO.  (limited) 

MONTREAL 
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FANCY  GOODS 


^mp 


Taking  Full  Advantage  of  the  Easter  Trade 

Practice  of  sending  Easter  gifts  growing — Artificial  Mowers  a  line 
that  is  gaining  in  favor — Biu  business  in  fancy  bags — Jewelry  line 
important  and  attractive — Ornaments  for  the  hair. 


II  i-  onlj  bj  taking  advantage  of  the 
opportunity  that  each  returning 
season  presents  of  selling  goods  that 
aisiness  of  store  or  department  can 
be  extended.  The  next  big  event  on  the 
season's  calendar  is  Easter,  and  pre- 
parations are  now  in  order  for  Easter 
aess.  Xot  only  are  Easter  cards 
wanted,  but  there  is  a  growing  tendency 
i"  send  to  friends  some  little  Easter  gift 
or  token  that  has  more  value  and  indivi- 
duality than  a  card.  The  encouragement 
of  this  idea  means  added  business,  and, 
besides  showing  a  line  of  Easter  cards 
and  postcards,  it  would  be  wise  to  make 
a  display  prominently  of  articles  suit- 
able for  Easier  gifts.  How  to  show  these 
goods  and  how  to  draw  attention  to  them 
are  matters  of  importance,  for  it  will 
have  to  be  done  mainly  by  means  of  in- 
side display  and  suggestive  show  cards. 
Easter  lilies  and  violets  are  suggestive 
of  the  season,  and  much  can  be  done  with 
this  combination.  Crepe  paper  in  violet 
shades  could  be  used  for  trimming  cases 
and  stands,  and  would  form  a  particu- 
larly suitable  background  for  the  dis- 
playing of  the  majority  of  fancy  lines. 

One  line  that  would  command  a  ready 
sale  at  this  time,  and  which  would  make 
a  really  splendid  show  are  artificial 
flowers  and  decorative  plants.  The  use 
of  these  flowers  has  spread  from  the  re- 
tail stores  to  the  homes,  and  now  that 
the  firms  making  these  flowers  have 
realized  how  big  the  field  is.  the  demand 
is  largely  increasing. 

There  are  on  the  market  now  repro- 
ductions of  different  flowers  and  plants 
thai  are  very  close  (o  nature,  and.  a- 
these    flowers    do    not    fade,    women    are 

«  lling   to   paj    a   good   price   for   them, 

Many    blooms  are  scented,  and   when   dis 

pated  the  perfume  can  be  renew  ed. 
M.ii!\   of  these  flowers  come  in  e 
blooms,   and    in    this  <  lass  come   carna 
i  ic.       Plants  .'in'; 
e   and    blooms    are   also   shown    in 
daintv    ba  tnd    brass 

jardinieres,      such      as     one     see-     in     (lie 

With  the  increasing  at 
tention  given  to  the  close  copying  oi 
natural   flowei 


up,  and  decorations  of  delicate  hot- 
house blooms  as  well  as  more  hardy 
flowers  are  produced.  There  are  many 
ideas  suitable  for  dinner  table  decora- 
tion, such  as  little  jardinieres  filled  with 
tiny  trees  and  plants,  that  may  be 
grouped  around  a  central  piece.  White 
Austrian  ware  jars,  containing  little 
bay  trees  or  rose  bushes  are  particularly 
attractive.  All  kind  of  flowers  are  suit- 
able for  Easter  trade,  but  lilies,  violets, 
daffodils,  narcissi,  lilacs  and  flowering 
almond  shrubs  are  particularly  appro- 
priate, while  roses  sell  all  the  year 
round. 

The  vogue  of  the  fancy  bag  shows  no 
abatement.  Fabric  bags  stand  first, 
and  both   leather  and   mesh   bass   follow 


turban  pin  and  fancy  barettes.    Shown  bj 
The   [deal   Bair  Goods  Co.,   Limited. 


iiu  ics  in  si \  ic.     The  newest 

■  Mine   m   the  pannier  and  other  odA 
BS,   and    in    weave-    thai    give   c\pan 

-ion   and   increase  the  holding  capacity 
of  the  bag.     The  fastening  of  the  chain 

OH    hoi   i    -ides    of    the    frame    is    another 

-  \  ement    that    has   met    with    Pa\  or. 
Little  metal  plates,  in  diamond,  fourfoil, 

and    in   other  shapes.  ;ire  used   to  connect 

the  mesh.     Some  of  these  plates  are  gold- 

ed,    and     these    gold  washed     plates 


forming  stripes  and  set  with  pearls  form 
t    e  newest   feature  in  mesh  bag! 
bags  enameled  black  are  favored  in  bet- 
ter priced  bags.    Small  coin  purses,  with 
a  long  for  suspending  them  round 

the    neck,    are    attractive,    and    in    the 
cheaper   numbers   find  a  ready  sale 
children's  and  misses'  use. 

Though  nevelties  here  and  there  are 
being  shown,  the  assortment  of  leather 
bags  seen  so  far  is  limited,  and  it  looks 
as  though  the  small  flat  ha?  and  pannier 
effects  were  to  predominate.  The  novelty 
is  given  by  the  leather  and  new  finishes, 
and  the  free  use  of  colors  promises  to 
be  the  leading  features  in  leather  bags. 
The  leathers  used  are  fine  grained  and  as 
soft  and  flexible  as  it  is  possible  to  make 
them.  Softness  is  decidedly  the  key- 
note in  emulation  of  the  moire  and 
brocaded  velvet  bags  that  arc  now  so 
prominent.  The  handsome  evening  bass 
brought  out  for  the  holiday  trade  have 
not  yet  been  withdrawn,  and  soft  baggy 
shapes  in  satin  and  brocaded  silk  or 
moire  and  Chinese  embroideries,  orna- 
mented with  tassels,  are  still  bier  sellers. 

Among  the   leather   e  llinsr  are 

traveling  bags,  dressing  bags,  manicure 
cases,  work  cases  and  a  host  of  other 
leather  articles.  One  feature  in  the  trade 
that  is  sure  to  make  itself  felt  sooner  or 
later  is  the  increasing  cost  of  leather. 
Manufacturers  have  had  to  pay  more  for 
-  Spi  ing,  and  advices 
from  the  European  markets  show  that 
not  only  has  leather  advanced,  but  fur- 
ther   increases    are    anticipated,    so    that 

:e  to  be  expected  is  in  the 

direction  of  higher  prices. 

Many  fancy  bags  OB  the  opera  ha?  or- 
der are  shown  in  large  variety.     Some  of 
are  of  la.e.  particularly  ban. '.some 
ideas  being  shown  in  silk  Cluny,    Others 
are   made    up   of  all   kinds 

materials,  Buch  as  gold  brocade-,  colored 

brocades    and    velvets.         All    these    are 
small,  and  will  hold  little  more  thai 
hand'  .   opera   g] 

powder  puff. 

Bead  bagfl  come  in  very  elaborate  de- 
signs. Some  of  the  newest  look  like 
mosaic  work,  and  have  fringe  in  ool 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  (Joods  Review 


Kj 


2  2" 

2   S 

•<       n- 

£L    en 

<-r      0> 

^       = 

o-   5 

c     <" 

§•  * 

3      3" 

n     _. 

CO        /-) 

en     _ 

z 

< 

M 

c/> 

3 

*1 

a 

en 

Kj 

3 

o 

>■< 

?o 

« 

W 

En 

n 

n 

l-H 

B! 

^ 

5T 

*! 

^ 

o 

c 

05 

l-t 

CD 

o 

o 

3 

i-*  • 

D 

05 

orq 

D" 

O 
3 

o 

3 

^ 

r& 

D 

3 

o 

cr 

pr 

P 

<j 

D 

Ci- 

05 

ty) 

r+ 

O 

3 

a> 

O) 

C/5 

<-h 

3 

(X) 

o 

P"* 

C/5 

o 

c+ 

3 

i— '  • 

D 

o 

CD 

o 

fD 

3 

05 

^  T3 


Dry  Goods  Review 


FANCY     GOODS,    NOTIONS    AND    TOYS 


beads  as  a  finish.  Many  of  the  bags 
open  with  a  lid  of  elaborate  carved  metal 
work  set  with  stones  or,  smarter  still, 
with  a  cameo  inset.  Bead  bags  come 
with  the  regulation  frame,  and  all  kinds 
of  bead  bags  are  used  calling.  As  a  rule 
all  these   bags  carry   vanity   fittings  and 

a  change  purse. 

\1  \  of  the  most  advanced  type  of 
gowns  show  the  hustle  effect  at  the  back; 
and,  while  the  idea  that  hustles  may  be 
worn  is  decidedly  a  new  one,  and  one 
t  hat  does  not  seem  to  be  very  credible, 
the  hustle  is  on  the  market.  The  new 
bustles  are  made  of  braided  wire  and 
have  a  cotton  cover  that  can  be  taken  off 
to  wash.  Another  idea  shows  the  bustle 
made  with  frills  of  embroidery  that  can 
be  starched.  The  sizes  are  small;  and,  in 
short,  bustles  are  on  the  market. 

Everyone  that  is  connected  with  the 
hair  '.roods  trade  is  delighted  with  the 
turn  fashion  is  taking,  for  the  high 
coiffure  gives  a  greater  promise  of  better 
business.  For  one  thing  the  hair  is  to 
be  waved  or  mareeled,  and  that  alone 
will  mean  a  big  increase  of  trade. 

Fashionable  women  have  accepted  the 
high  coiffure,  as  is  easily  seen  by  a  visit 
to  the  theatres  or  receptions,  and  the 
new  millinery  will  introduce  it  to  the 
popular  trade,  as  the  hats  now  showing 
can  only  be  becomingly  worn  when  the 
hair  is  dressed  in  the  new  way — that  is, 
with  the  low  ]>ompadour  in  front  waved 
and  drawn  back  and  dressed  in  a  high 
narrow  casque  at  the  back  of  the  head. 
There  is  a  softening  fringe  and  curls  at 
the  side,  jiving  a  square  effect  to  the 
forehead.  This  style  of  hair-dressing 
needs  the  help  of  false  hair,  and  calls  for 
the  liberal  use  of  turban  pins.  Bar- 
ret tes  are  used,  but  they  are  much 
smaller  than  those  now  worn.  The  high 
]s.'>0  comb  of  carved  shell  is  being  intro- 
duced. Paris  is  introducing  white  and 
colored  wigs  tor  evening  wear,  and  while 
such  a  fashion  can  never  become  general, 
it >  presence  shows  the  increased  for- 
mality in  style  that  is  coming  into  vogue. 
Among  the  novelties  in  dress  trim- 
mings put  out  for  Spring  are  beaded 
trimmings  worked  out  in  rich  Oriental 
colors  in  a  mosaic  work  of  tiny  beads. 
The  butterfly  motif  is  particularly  well 
used,  and  these  headed  butterflies  are 
Used    to    fill    in    the    front    of    the    bodice 

and  to  catcli  up  filmy  drapries.  Tunics 
are    featured    in   minaret,    pannier    and 

coatee  effects,  richly  beaded  with  moon- 
light bends  and  elaborately  decorated 
with  head  strands  in  waterfall  effect. 
Strands  of  heads  in  moonlight,  jet   and 

pearls  are  used  in  place  Of  sleeves,  and 
also  to  drape  bodices  from  shoulder  to 
the   WaiBt. 

M;n, \  ideas  in  loop  and  button  arrange 

ments  arc  BllOWing.      A.8  B  rule  these  are 
,|n.i  embroidered      in      Chinese 

color-    on    squares    of    black    or    puttj 
lit    is  sel   in  a 


square   of   color   to   match    the    suit   or 
gown. 

Man}  of  the  button  novelties  come  in 
the  above,  and  are  hand-painted  on  black 
or  colored  glass.  All  kinds  of  glass  but- 
tons are  decorated  with  designs  in  bright 
colors.  Another  novelty  is  the  tortoise- 
shell  button.  These  buttons  are  made  of 
transparent  celluloid,  with  shell  mark- 
and  come  in  half  tall  and  half 
oblong  shapes.  Tiny  buttons,  -uitable 
for  vest  and  blouse  fronts,  are  seen  in 
many  new  designs;  some  of  the  preti 
are  in  amber  and  show  cameo  mountings. 
Low-priced  jewelry  promises  to  be  a 
big  item  this  Spring,  one  reason  being 
that,  though  the  price  is  moderate,  the 
goods  do  not  look  cheap,  as  the  designs 
are  both  artistic  and  handsome.  The 
hare  neck  and  the  low  corsage  means  a 
big  trade  in  all  manner  of  necklets  and 
pendants.  Pearl  necklaces  always  sell, 
and  are  showing  in  a  big  range  of  cheap 
and  medium-priced  goods.  Besides. 
pearls,  amber,  jade,  pink  and  white  coral, 
crystal  and  cherry  red  beads  are  having 
a  great  vogue.  The  fancy  for  Oriental 
beads  is  strong,  but  the  more  artistic 
strings  are  quite  expensive,  and.  there- 
fore, do  not  sell  as  freely  as  the  cheaper 
kinds. 

In  pendants,  imitation  platinum  is 
strong,  and  the  pendants  are  set  with 
jade  and  other  semi-precious  stones. 
Other  pendants  are  in  Rococo,  New  Art 
and  Renaissance  styles,  and  are  set 
with  brilliants  and  mock  jewels.  These 
pendants  are  suspended  from  very  fine 
chains  of  the  same  metal.  Bar  pins  come 
both  in  platinum  and  rolled  plate.  The 
bars  are  long  and  slender,  and  are  often 
enameled  in  light  colors.  Pins  and 
brooches  are  in  New  Art  shapes,  and  are 
set  with  jewels  and  pearls,  and  enamel  is 
used  to  pick  out  the  patterns. 

Big  city  jewelry  departments  have 
gone  in  extensively  for  fancy  shoe 
buckles.  All  the  new  styles  of  dress 
bring  the  foot  into  extra  prominence. 
making  hosiery  and  footwear  of  the  very 
first  importance.  Shoe  buckles  are  show- 
ing in  rhinestoties;  others  are  of  cut 
steel,  and  some  are  of  jet.  Many  slipper- 
are  finished  with  crossed  ribbon  ties,  and 
sets  of  sis  slides  and  two  buckles  are 
showing. 

Necklaces  of  amber  beads  are  good, 

and    there   are   graduated  bead   necklaces 
showing,    some    of    which    are    centered 
with  beads  of  very  large  size. 
Victorian  fashions  promise-  to  have  a 

revival,  and  with  flounces  and  bustles 
cameos  are  returning  to  favor.  0\' 
course,  old  cameos  are  expensive,  but 
modern  machinery  has  stepped  in.  and 
cameos  are  used  as  buttons,  and  are  also 
appearing  in  the  belter-priced  lines  of 
(dieap  jew  dry. 

A  line  thai  Bhould  sell  freely,  not  only 

al    Caster,  but    all    through   the   season,   is 

1  in  ^  anitj  i  as*      Vanitj  cases  and 
20 


card  cases  combined  come  in  sterling 
and  in  white  metal.  The  covers  of  the 
eases  are  carved  or  (based,  and  the  in- 
terior is  fitted  up  with  a  place  for  cards, 
a  mirror  and  a  case  for  the  powder  puff. 
Vanity  cases  are  brought  out  in  imita- 
tion ivory  an  -obeli,  with  the 
same  tin  contained  in  the 
metal   ca  - 
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VANITY  BAGS  OF  TO-DAY. 

Till-;  handsome  but  ponderous  dr< 
ing-caae  of  rich  leather  or  wood 
fitted  with  elaborate  toilette  articles 
in  silver  or  shell  which  the  lady  of  the 
early  Victorian  period  took  with  her  on 
her  travels  affording  a  striking  and  al- 
most ridiculous  contrast  to  the  miniature 
case  of  to-day.  The  responsibility  for 
the  change  lies  with  the  modern  taste  for 
motoring,  for  the  woman  of  1914  covers 
such  distances,  and  her  belongings  must 
bi  so  moderate  in  size  and  so  easily  pack- 
ed, that  designers  have  been  at  work 
turning  out  the  most  elegant  as  well  as 
the  most  convenient  form  of  toilette 
apparatus. 

The  party  bag  is  one  of  the  latest 
developments.  It  is  a  mere  trifle  to 
handle,  and  looks  almost  like  a  handker- 
chief in  black  moire  drawn  in  with  a 
ribbon.  It  is  concealed  in  a  coat  pocket. 
or  there  should  be  space  for  it  in  a 
little  handbag.  Within  its  folds  are  all 
the  items  that  go  to  give  a  woman  the 
finishing  touch  of  perfection  inseperat- 
able  from  her  standard  of  personal  ap- 
pearance. Just  a  little  frame  keeps  all 
the  gold.  Bilver-gilt,  or  enamelled  trifles 
together,  and  the  contents  are  all  that 
are  required. 

The  prevailing  taste  leans  to  easily 
folded  or  drawn  bags,  and  some  novelties 
consist  of  round  models  of  the  finest 
leather,  so  soft  that  it  crushes  into  next 
to  nothing.  Inside  there  is  a  frame, 
and  into  it  is  neatly  fitted  the  little  im- 
plements demanded  by  the  rules  o\'  hy- 
giene. A  tiny  hair-brush  is  set  into  gold 
gilt,  enamel,  or  inlaid  ivory  or  tortoise- 
shell.  The  comb  is  decorative,  and  there 
are  small  pots  for  cream,  powder,  lip- 
salve, tiny  bottles  for  perfume,  a  minia- 
ture tooth-brush,  diminutive  manicure 
implements,  and  a  long  thin  roll  o(  metal. 
matching  the  Betting  »(  the  case,  that 
turns  out  to  be  a  receptacle  for  sufficient 
needles,  cotton,  and  other  trifles  to  mend 
a    rent    or    restore    torn    giovefl. 

Into  the  centre  of  some  >^'  these  collap- 
sible bags  there  is  titte.l  a  waterproof 
compartment,  where  a  sponge  lies  con- 
cealed. 

Then  the  modern  girl  likes  a  toilette- 
bag  that  lies  perfectly  flat  folded  un- 
der the  arm.  like  a  letter  ease,  but  which 
las  every  lit tb'  tool  perfectly  mounted 
■  nic  handsome  enamel  or  fine  metal. 
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Odorless  Dress  Shields 
and  other  OMO  Products 


There  is  probably  no  one  line  of  goods  that  carries  with  it 
better  merchandise  reputation  or  more  prestige  than  OMO 
Dress  Shields  and  other  OMO  specialties. 

They  have  national  standing  and  a  progressive,  always-go- 
ahead  policy. 

This  makes  OMO  the  logical  goods  for  up-to-date  houses  to 
become  identified  with. 

The  sales  of  OMO  Dress  Shields  are  increasing  faster  than 
just  a  natural  growth. 

Such  a  popular  demand  is  significant. 

It  means  that  women  are  becoming  more  discriminating — 
that  the  many  OMO  features  are  appreciated  more  widely 
every  day. 

OMO  Shields  are  double  covered,  durable,  dainty,  moisture- 
proof  and  odorless. 

Our  guarantee,  "We  will  pay  for  any  garment  damaged 
through  the  imperfection  of  an  OMO  Dress  Shield,"  means 
just  what  it  says. 

OMO  Sanitary  Aprons,  OMO  Infants'  Pants  and  OMO  Sheets 
are  keeping  right  up  to  OMO  selling  records,  because  they 
have  all  the  OMO  qualities. 

Besides,  retailers  have  the  advantage  of  great,  constant, 
nation-wide  advertising. 

Don't  wait — if  you  haven't  a  complete  line  of  OMO  products, 
get  in  touch  with  the  OMO  line  now. 

Write  for  details  about  putting  in  a  compact  OMO  assortment 
of  leading  sellers. 


THE    OMO    MANUFACTURING    CO. 

MIDDLETOWN,  CONNECTICUT 

DE  GRAFF  &  PALMER 

Selling  Agents 

222  Fourth  Ave.,  New  York  223  West  Jackson  Blvd.,  Chicago,  III. 

38  Sansome  St.,  San  Francisco,  Cal.  67  Chauncy  St.,  Boston,  Mass. 
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Millions  of  Women  use  Duchess  Hoops 

for  embroidering   and   would   have   no  other,  because : — 


-Duchess  Hoops  hold  thick  or 
thin  fabrics  equally  taut. 

The  Fell  Cushion  protects 
the  embroidered  work  from 
injury  when  being  placed  in 
or  removed  from  the  Hoops. 


No  springs  or  attachments  to 
catcli  the  silks. 
-No  metal  about  the  hoops  to 
rust  and  stain  the  fabrics. 
Made  of  selected  hardwood, 
smoothly  finished  witb 
rounded  edges. 


The  Best  and  Most   Popular  Embroidery  Hoops  on  the  Market 

Bight   sizes   in   Round.  3,  4.  5.  6,   7.  S.  10.  12-inch. 
Chree  sizes   in   Oval,   3xG,   4'-..x!),   6x12   Inch. 

THE  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A. 

The  Largest  Makers  of  Embroidery  Hoops  in  the  World. 


Order  To-day 

Your  Jobber  carries    Duchess 
Hoops  and   recommends  them 


Over  18,000  dealers  sell  Dm 
Embroidery   Hoops. 

It's  the  "Duchess"  the  Hoop 
with  the  Pelt  Cushion,  women 
u  an!  and  ask  for. 


The  manufacturers  of  the  well-known  makes  of 

HAIR  NETS 

as  advertised  in  this  journal,  viz: 

The  "Halo,"    "Toreador,"    "Fitz    Well,"   "Neat    Nape" 
and  "Samson,"  etc.,  and  the  "Iris"  and  "Gordian" 

VEILINGS 

beg  to  announce  to  the  wholesale,  that  their  representative  will  shortly  call  on  them, 
and  may  also  be  seen  at  the  address  of  our  agents,  when  in  the  district,  and  will  be 
pleased  to  keep  any  appointment. 


MONTR]   M 

MR.  ii    i  ii  in  i  k 
13  Herald  Buildings 


TORONTO 
MR.   11    KIDD 
Room  29.  L65-167  '>  onee  Street 


w  iwii'i  G 

MR   G    \   HARRIS 

120  King  S i rwt 


Samples  will  he  sent  Free  on  application  to  the  above 
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XLo  ffancp  Zinen  and  Meedlewovk  3Bupevs 

SPRING  NOVELTIES 

Among  a   numerous  collection   of  Novelties  fT  the  coming  Autumn,   a   collection    upon    which     has     been     spent   months   of 

thought  and  preparation,  and  upon  which  has  been  bestowed  the   experience   of   over     a     quarter  of  a   century,   we   desire   to 

draw  the  attention  of  buyers  to  our  NEW  SERIES  of  the  celebrated 

Chinese  Willow  Work 


The  interest  which  has  been  created  among  ladies  by  this  quaint, 
prett)  and  aesthetic  work  has  been  so  widespread,  that  we  have  de- 
cided to  further  stimulate  such  interest  by  bringing  out  a  NEW 
SERIES  of  this  popular  work.  CHINA  boasts  of  some  very  beautiful 
specimens  of  bird  life,  and  the  Chinese,  who  are  expert  em- 
broideresses,  have,  in  times  past,  exemplified  their  birds  by  the  art 
of  embroidery.  Our  new  series  of  the  Chinese  Willow  Work  there- 
fore takes  the  form  of  different  specimens  of  Chinese  birds,  both  in 
flight  and  resting  on  the  branches  of  willow  trees.  The  effect  is 
therefore  both  pleasing  and  pretty.  We  give  an  illustration  of  this- 
new  work.  Like  the  celebrated  Willow  Plate  Pattern,  it  is  worked 
in  different  shades  of  China  blues  on  pure  white  Irish  Linen  with 
blue  scolloped  edges.  At  the  same  time  as  the  demand  for  the 
Chinese  Willow  Plate  Pattern  shows  no  signs  of  abating,  and  in  order 
to  enhance  its  beauty,  we  have  remodelled  the  design  in  certain  of 
the   articles,   notably  the  Table   Covers,   by   the   introduction  of  a  key 

.  border,  some- 


(REGISTERED) 


what  similar 
in  character 
to  the  Bed- 
spreads. The 
<■  i>  in  in  ercial 
merit  of  these 
new  series  of 
the  Chinese 
Willow  Work 
lies  in  the 
fact  that 
while  they 

exemplify  art 
in  its  highest 
form,  yet  In 
point  of  price 
each  article 
in  the  series 
comes  within 
the  purchas- 
ing   power  of 

the  million.  For  the  power  of  arresting  the  attention  of  ladies  there 
is  nothing  to  compare  with  that  created  by  a  full  window  show  of 
Chinese   Willow    Work. 


New  BIRD  Series.  Chinese  Willow 
Work.  Complete  Range  of  Articles. 
PRICE    LIST     ON     APPLICATION. 


:th,  1913. 


The  Daily  Mirror.  March  28th, 
1913,  says: — The  Chinese  vogue 
has  taken  quite  a  hold  on  the 
affections  of  the  fastidious." 


»La>s> 

Chinese  Willow  Work.  Willow  Plate 
Design.  Complete  Range  of  Articles. 
PRICE    LIST     ON     APPLICATION. 


The  Daily  Mail,  April 
says:— 

"Chinese  patterns  are  the  most 
popular  in  the  West  End  this 
year.  The  various  scenes  in  the 
Willow  Plate  pattern  are  in 
great    demand." 

The  Evening   News,   April   23rd.  1913,   says:— 
"HER  MAJESTY   QUEEN   MARY   yesterday   expressed   her   pleas- 
ure that  the  favorite  Willow   Pattern   was  still   holding   its  own." 


Kensington  fBIlovk 

(REGISTERED) 
ANOTHER   POWERFUL-SELLING   NOVELTY 

Nothing  is  "newer"  than  the  "old."— ANCIENT  SAW. 

Here  we  are  introducing  a  vogue  of  25  years  ago,  when  the  celebrated 
School  of  Art  Needlework  at  Kensington  was  issuing  those  beautiful 
floral  designs  which  were  the  delight  of  our  mothers  and  which  will  be  a 
novelty  to  the  generation  of  to-day.  The  flowers,  it  will  be  observed 
from  the  illustration,  are  embroidered  in  the  natural  way  they  grow  in 
the  fields,  viz.,  standing  up  from  the  hem  of  the  cover,  with  blades  of 
grass  between  them.  The  embroidery  is  of  a  raised  description,  and 
stands  out  in  beautiful  relief  against  the  linen.  The  flowers  are  em- 
broidered in  white,  on  pure  white  Irish  Linen  of  good  quality,  and  the 
general  effect  is  so  charming  in  its  simplicity  as  to  appeal  to  the  re- 
fined instincts  of  the  lover  of  real  artistic  embroidery.  The  prices  of 
this  novelty  are  quite  low  and  an  enormous  demand  is  already  assured. 
These  are  only  a  few  out  of  many  of  the  special  novelties  now  in  the 
hands  of  our  travellers.  It  is  desirable  therefore  in  view  of  the  trade  of 
the  Autumn  and  Christmas  seasons,  which  are  the  seasons  for  fancy 
work,  that  orders  should  be  placed  as  soon  as  possible  to  ensure  delivery. 

For  Shippers  to  the  Colonies  and  Foreign  Markets  this  is  doubly 
important. 

All  the  above  novelties  are  designed  and  registered  by,  and  to  be 
had    only    of 

Herbert  Doree  &  Co.,  10Y§bSSB?E£  St- 

All  imitations  or  infringements  of  these,  or  of  our  other  registered 
designs,    will   be   prosecuted. 

Electros  and  price  lists  of  all  the  above  novelties  can  be  had  on 
application. 
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Kensington  Work. 

Complete  Range  of  Articles. 

PRICE     LIST     ON     APPLICATION. 
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LAMBERT  All  Star   Headliners 

REIGNING  LEATHERS,  SHAPES  AND  SHADES 

NEW  MAXIXE  VANITY  BAGS 

in  Opera   Shades,  oni-  of  the  classy  novelties.     Choice  leathers   and  fabrics,     strong  appeal  to  dressy  women. 

NEW  IMPERIAL  TRIM  (JEWELED) 

Musi   i«'  Been  to  be  appreciated.     Called  "Imperial"  on  account   of  their  royal  richness.     Luxuriously  refined. 

TAPER   AND  ^ -^  SPECIAL  SHADES 

VELVET  CALF.  X  X  AND  LEATHERS. 


The  former  in  all  Spring 
shades.  The  latter  in  the 
Etaye  effect.    A  general  line. 

PALM  LEAF 
VANITY  BAGS 

Made  in  1'in  Seal  and  Soft 
Calf,  as  well  as  Fabrics.  The 

Pastel  Shade-  a  r  e  very 
dainty.  A  well-estahlished 
vogue. 


The  new  Tango  tint  in  Pol- 
ished Fine  Seal.  And  Vice- 
roy, the  new  Blue  in  Barley 
Seal  and  Crepe  Seal. 

MOIRE  AND 
PEKIN  STRUM > 

In  Pannier  Bags  which  har- 
monize with  the  Pannier  and 
Ruffle  effects  so  popular  in 
gowns. 


THE  IMI'KRATOR-LIMOUSINE 

The  generous  nature  of  the  above,  both  in  its  size  and  equipment,   makes  it  a  Btrong   feature   tor  steamer,  touring  car 
ends  and   the  like     The  well-groomed   lines  of  this   Case  are  attractive  anil  the  fittings  superior. 
Our  displays  in  all  linos  are  now  very  complete,  and  prices  In    all  cases  are  as  low  as  quality  permits. 

"IF    ITS    POPULAR    IT'S    HERB." 


P.  W.  LAMBERT  &  CO. 

64-6R  LISI'ENARD  STREET 


Makers  of 

FINE  LEATHER  NOVELTIES 

NEW  YORK 


FOR  THE  NOTION  COUNTER 

ALSO  A  GREAT  BOON  TO  MILLINERS 

"The  Beetee"  "HALO"  MILLINERY  SUPPORT 

PATENT.     Reg.  Gt.  Britain,  Germany.  France.  V.  S.  A..  Etc. 


ONE  YARD 

IN    A 

PACKET 


ONE  YARD 

IN    A 
PACKET 


ALSO  USED  FOR   FRILLING   SUPPORT 

FOR    Ml  DICIS  COLLARS 


Up-to-date  styles  of   millinery   with    new   "HALO"   LACE 

BRIMS  used  with  lasting  effect. 

Made  in  2  in.,  2y2  in..  3  in.,  M.2  in.      BLACK   and   WHITE. 
I  OR  PARTICULARS  WRITE  OR  CM. I    ON  THE  M  INUFAC  V\  Kl  RS   LND  sol  E  PATEN  11  I  - 

BURNET  &  TEMPLE,  Limited,  ■»  Fitchctts Court,  London,  Eng. 

SOLE     \<  .1  \  I        K    W.  R.  COWIE,  77  York  Street,  Toronto 
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"SAFETY  FIRST" 


Have  you  your 
employees'*  safety 
at  heart  ? 


trade: 

MARK 

py/%fl] 

SA 

Or  are  you  still  using  the  old  finger-tearing 
pin  tickets,  thinking  that  you  are  practising 
an  economy,  whereas  you  are  really  losing- 
money? 

You  may  not  realize  that  hardly  a  day  passes, 
but  some  of  your  goods  are  being  ruined  by 
using  the  old  style  pin  ticket,  or  some  sales- 
person having  lost  temper  by  getting 
scratched  or  stuck  with  it,  causing  a  ruffled, 
unsalesmanship  feeling. 


Your  pin  tickets  are  costing  you  too  much 
if  you  are  still  using  the  old  style.  Why  not 
switch  over  to-day  and  make  more  money, 
besides  treating  your  salespeople  with 
humanity?  They'll  ticket  more  goods 
quicker  and  bring  in  more  business  if  you 
consider  their  interests  and  adopt  the 
"Noesting." 

Free  sample  box  sent  on  request. 


The  Copp,  Clark  Company,  Ltd. 


497-517  WELLINGTON  ST.  W. 


TORONTO 
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'Twill  Do  Your  Advertising 


Here's    the    book    that    will 
be    your    ad    man 


227    Pages 
Bound  in   Cloth 

price,  return  it  and   ; 


This  new  book  on  ad- 
vertising will  tell  you 
all  you  want  to  know 
about  advertising  in 
the   store. 

Retail    Advertising 
Complete 

By  FRAN  1%  FARRINGTON 
With  this  book  on 
your  desk  you  are 
never  at  a  loss  what 
kind  of  advertising  to 
do  or  how  to  do  it. 
Every  kind  of  adver- 
tising is  treated  fully. 
Chapters  on  Newspaper 

Advertising. 
Making     an     Advertise- 
ment. 
Good    Specimen    Ready- 
made  Ads. 
Mail   Advertising. 
Window    Trimming. 
Advertising    Novelties. 
Outdoor  Advertising. 
Inside    Store     Advertis- 
ing. 
Advertising   Schemes. 
Special    Sales. 
Mail  Orders,  etc.,  etc. 

There  is  no  better 
book  of  the  kind  at  any 
price.  You  can't  af- 
ford to  get  along  with- 
out   it. 

Forwarded     direct. 

postpaid,   on    receipt   of 

price.    Keep  the  book  a 

week,   and    if   it   is    not 

;et  your  money  back. 


Price  $1.10  Postpaid 

THE  MACLEAN    PUBLISHING   CO.,    LIMITED 


Montreal  Toronto  Winnipeg 

Book    Department 
143-153  University   Ave.,  Toronto 


Vancouver 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 
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l'ii-i  favorite  with 
ladies     everywhere 

SPHERE 
SUSPENDERS 

("The  (Jrip  that 

Grips  and 

Never  Slips") 

for  men  as  well  as 
w  omen  are  appreci- 
ated for  their  super- 
aualitv. 


Are  //""  participating  in  tin  good  results? 

SPHERE 
SUSPENDERS 

FAIRE  BROS  Co.,  Limited 

Leicester,  England 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely   Guaranteed 
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PERSISTENCY  IN  ADVERTISING 

One  stroke  of  a  bell  in  a  thick  fog  does  not  give 
any  lasting  impression  of  its  location,  but  when 
followed  by  repeated  strokes  at  regular  intervals 
the  densestfog  or  the  darkestnight  can  not  long  con- 
ceal its  whereabouts.  Likewise  a  single  insertion 
of  an  advertisement — as  compared  with  regular 
and  systematic  advertising-  is  in  its  effect  not 
unlike  a  sound  which,  heard  but  faintly  once, 
is    lost    in    space    and    soon     forgot.  —  Printing  Art. 
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The  De  Long 

HOOKandEYE 

Company 

St.Manjs,  Ontario 

Manufacturers 
of  Quality 
in'little  things'* 


De  Long  products 

represent 
the  best 
workmanship , 

the  greatest 
satisfaction  in  use, 

and  the  truest 

economy. 
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DRESS    GOODS 


T1IK  last  week  of  February  saw  a 
very  genera]  showing  oi'  wash 
fabrics  in  t lie  larger  retail  stores. 
Evidently  the  big  stores  are  out  strongly 
lor  the  business  in  novelty  goods  and 
i  here  is  a  very  large  and  interesting 
displa;  ranging  from  50c  to  $2.00  per 
yard,  though  the  latter  figure  by  no 
means  sets  the  limit. 

The  display  of  ratine  and  eponge  fab- 
rics is  a  large  and  comprehensive  one, 
and  is  particularly  satisfactory  in  the 
matter  of  coloring.  The  new  novelty 
blues  that  are  so  fashionable  are  well 
represented  and  the  colors  are  decidedly 
clear  and  rich.  Next  to  blue  comes  the 
rose  and  pink  shades,  and  some  of  the 
brighter  reds.  Bright  cherry,  the  new 
crab  rose,  salmon  and  rose  pinks  are  all 
seen.  Tan  and  natural  were  not  so 
prominent  as  last  season,  their  place 
being  taken  by  tango  and  sulphur  yel- 
llows.  Various  shades  of  mauve  are 
good  and  yellow  green  and  sage  are  in- 
cluded in  the  new  color  list.  There  is  a 
really  wonderful  showing  of  checks  and 
plaids  in  Scotch  effects  and  French 
novelties  in  soft  toned  combinations. 
These  plaid  and  checked  cloths  arc  to  be 
used  for  combining  witli  plain  cloths 
and  the  coat  is  as  often  of  the  plaid  as 
tiie  plain.  Black  and  white  check  or 
plaid  with  the  coat  of  some  solid  color 
is  decidedly  new.  Stripes  are  well  to 
the  fore  particularly  in  black  and  white. 
Printed  ratines  are  numerous,  the  pat- 
terns running  to  Xew  Art  or  Chinese 
effect  and  color  schemes.  Printed  ratines 
are  used  for  vests  and  collars  and  cuffs. 
Cords  and  reps  arc  the  Leading  fabrics  in 
popular-priced  goods  and  the  popularity 
of  checks  and  plaid  is  improving  the  de- 
mand for  ginghams, 

Undoubtedly    the    tendency    in    better 

gOOdB  is  Btronglj  in  favor  of  the  sheerer 
fabrics.  This  is  very  markedly  indi- 
cated in  the  openings  now  111  progress  in 
Paris,  downs  n\'  cotton  voile  both  I  ;in«\ 
and     plain     are     made     up    over    slips    of 

taffeta,   and    blouses   of   organdie,   tulle 

and    net    are    shown    prominently.       This 

would  seem  to  point   to  a  de\  elopnu  nt    in 

of    the    sheerer    crepes    ;im|    also    ill 

of  voiles,   marquisettes   and    kin- 


Big  Business  in  Novelty  Cottons 

Large   and    [nteresting   Display   at   the    Early 

Opening8  —  One    of    Newest    is    I'se    of    <  'ottoii 

Velour  Stripes  on   Crepe  or  Voile  Ground  — 
Light,  Transparent  Fabrics  Very  Strong. 


died  weaves  of  like  transparency  in  the 

coining  Summer  and  also  for  1915.  At 
the  present  time  crepe  weaves,  both  lighl 
and  sheer,  and  finished  so  that  they  drape 
as  softly  as  woolen  fabrics,  are  growing 
in  favor  with  the  trade  Ratine  stripes 
checks  and  other  combinations  showing 
the  use  of  ratines  and  crepes,  ratines 
and  voiles,  and  newel  still,  the  use  oi 
cotton  velour  stripes  on  a  crepe  or  voile 
ground.  Golfine  is  the  typical  material 
of  this  class  and  will  be  used  chiefly  for 
outing  coats.  Other  materials  seen  ar< 
rice  cloths,  cotton  Bed  fords  and  poplins. 
Cotton  duvetyn  is  shown  for  trimming 
purposes  and  for  separate  coats. 

Besides  checks  and  plaids,  printed 
novelties  are  strong.  These  come  in  New 
Art  floral  effects,  Jouy  patterns  and  in 
Oriental  designs  and  colorings,  and  those 
id'  China  and  Japan  are  growing  most 
in  favor. 

® 

Taffetas  in  Paris 

Crepes  in  First  Place  at  Open- 
ings— Printed,  Plaid  and  Rom- 
an-Striped Novelties  Interest 
Buyers. 

A  DESPATCH  from  Lyon,  stales 
hat  the  silk  fabrics  most  in  demand 
with  the  manufacturers  there  are 
crepe  de  chine  printed  crepons,  mousse- 
lines,  soft  satins,  broche  velvets,  silk 
veilings,  moire,  taffetas,  plain,  checked 
and  striped,  and  with  Ottomans  grow- 
ing in  favor. 

All  the  Parisian  dress  makers  fea- 
tured taffetas  at  their  openings  and  un- 
doubtedly this  silk  will  be  the  most 
talked  of  fabric  during  the  Spring 
months.  The  demand  will  follow  but  it 
looks  as  though  the  supply  would  not  be 
equal.  The  fact  is  that  so  quick  a  de- 
velopment was  unlookod  for.  as  when 
tin.   fabric  came  to  the  front  a  season  or 

so  ago   the  consuming  public  turned   u 

down.  This  fabric  has  a  bad  name  with 
wearers,  due  to  the  cheapening  of  the 
silk   in   the   past    to  a   point    below    which 

no   serviceable   fabric   could   be   offered. 

The  movement  favorinv;  the  buying  ol 
better  grade  materials,  and  the  increas- 
ing willingness  of  the  majority  of 
women  to  pay  a  fair  price  for  material, 
should  help  to  keep  taffetas  m  favor 
now  that  they  have  once  again  been 
introduced.  The  taffetas  are  of  the 
supple  chiffon  weights  and  are  exactly 
( Continued  on  page  42.) 
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Dainty  Scrim  Curtains  are  made  from  Dominion  Textile  Co.'s 

MUSKOKA     AND     LAURENTIAN     SCRIM 

The  cloths  are  a  full  yard  wide  (36  in.).  Neat  double  borders,  with  a  few  allover  effects. 
Undoubtedly  the  best  quality  in  the  market,  even  at  double  the  price.  Can  be  retailed  at 
from  12^  to  20c  per  yard.     Ask  your  wholesaler  to  show  you  samples. 

MANUFACTURED  BY 

DOMINION  TEXTILE  CO.,  Limited,        MONTREAL 
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Materials  Used  by  Paris  Couturiers 


COLORS  FEATURED 

PREMET—Old  Mae,  paon, 
turquoise,  sapphire,  porcelain, 
many  yellows,  tango,  tan,  let- 
in, -c  green,  mahogany,  Bor- 
deaux, and  much  black. 

BERNARD  —  Blue,  Bor- 
deaux,     sulphur,      Chartreuse, 

light  geranium,  tan. 

PAQUIN  Turquoise,  aqua 
marine  blue,  cherry,  rose. 

WORTH  —  Sapphire,  light 
bine,  salmon  pink,  sulphur, 
tango  and  yellow  shades,  sage 
green,  bottle  green,  lettuce 
green,  cherry. 

BEER — Sunflower,  mimosa, 
Copenhagen,  sapphire,  porce- 
lain, apple  green,  lettuce,  gold- 
en brown,  wine  shades. 


A  SHORT  synopsis  of  the  differ- 
ent materials  used  by  the  lead- 
ing Parisian  model  houses  at 
their  February  openings  makes  very 
interesting  reading,  a>  ii  shows  i.ie 
different  fabrics  thai  Paris  dress- 
makers arc  interested  in,  and  there- 
Fore  is  of  use  as  a  guide  to  the  future 
fashion  tendencies. 

Premet  favors  taffetas  and  the  ma- 
jority of  his  models  were  developed  in 
this  fabric.  He  is  using  plain,  change- 
able and  embroidered  taffetas.  Si 
is  the  only  woolen  fabric  used  by  Mis 
house,  and  is  combined  with  Roman 
striped  and  plaid  silks.  Plain  and 
checked  cotton  voiles  used  over  a  taf- 
feta foundation  should  be  noted,  as 
they  form  a  new  fashion  departure. 
The  evening  gowns  here  are  of  fancy 
taffeta  embroidered  with  gold  a  id 
silver,  or  of  eharmeuse  with  bead  em- 
broideries. 

Bernard  is  showing  clever  street 
dresses  and  suits  of  gaberdine  com- 
bined with  Roman  striped  or  plaid 
silks.  Taffeta  is  used  for  afternoon 
dresses  and  lor  short  jackets.  Wraps 
are  made  of  duvetvn  and  taffeta,  and 


blouses  of  fancy  chiffon  and  taffeta. 

Paquin  is  featuring  a  new  fabric 
under  the  name  of  divette  satin,  which 
is  crepe  on  one  side  and  armure  weave 
on  the  other.  Plain  crepes  and  point- 
ed crepes  are  shown,  but  the  only  taf- 
feta madame  is  using  is  embroidered 
m  Bower  effect. 

Doucet  uses  poplin  weaves,  plain, 
changeable,  and  embroidered  taffetas, 
and  satin  and  crepes.  His  evening 
-owns  are  veiled  with  chiffon,  and 
many  are  of  gold  and  silver  brocades 
and  jet.  The  coats  shown  are  of  faille 
and  taffeta  with  ostrich  trimming. 
Black  taffeta  dresses  are  prominent, 
trimmed  with  ostrich  and  with  taffeta 
ruche-. 

Jeanne  Lauvin  is  using  serge  and 
garberdine  and  is  making  dresses, 
coats,  and  wraps  of  plain  and  change- 
able taffetas,  also  summer  dresses  of 
muslin,  dotted  nets,  and  white  damask. 

Beer  models  show  the  use  of  moire, 
plain  taffetas,  poplin,  satin,  a  little 
crepe,  duvetvn  and  ribbed  woolens. 
For  linings  and  blouses,  Beer  is  using 
printed  crepes  in  Art  Nouveau 
patterns. 


Crepe  Weaves  in  Wonderful  Diversity  of  Effects 


Serges  Still  For 
Cords  and  Bedf< 
the  Openings. 

NOW  that  the  retail  season  has 
opened,  and  the  big  stores  arc 
making  a  display  of  Spring  fab- 
rics, the  position  of  crepe  becomes  ap- 
parent. Not  onlj  is  there  a  wonderful 
diversity  displayed  in  crepe  weaves,  but 
there  are  many  familiar  weaves  thai 
have  been  given  the  crepe  effect.    Anion;: 

these  may  be  mentioned  crepe  suiting, 
prepe  basket  weaves,  crepe  diagonal  and 
crepe  gaberdine. 

Cord  weaves  are  by  no  means  super 
-.did  and  hold  their  own.  and  the  famil- 
iar Bedford  cord  comes  in  new  improved 

effects      and    in      Softer,    more      drapahle 

finis! 

Even  Bedf  ords  do  uol  e  cape  the  crepe 
influence  and  crepe  Bedfords  are  a  new 
departure.  These  come  in  two-tone  af- 
reets and  in  such  combinations  as  cara- 
mi  1  and  white,  seal  and  white,  crab  r0S< 
and     white,    and     the     various    blue-    and 

u  bite, 
s.  rgea  hai  e  is  no  v  ued  their 

hold  Oil   public   favor,  and  come  in  various 


m  the  Staple  —Growing  Interest  in  Gaberdine — 
irds  in  Softer  Finishes  Are  Big  Sellers — Colors  at 


weaves  and  qualities  from  the  finest  and 
smoothest  French  serges  to  the  rough 
diagonals  and  cheviots,  though  all  are 
of  course  in  Spring  weights,  and  ari  in 
sympathy  with  the  prevailing  taste  for 
light  materials. 

( 'leeks  are   legion,   and   conic   in   every 
weave   almost.        There   are     overchi 
draught      board      checks,     and      broken 
checks  in  two  and  three  colors  or  I 

I  -  in   the  weave  are  strong,  and   in 

this  class  are  shown  checked   Bedfords, 

checked    crepes,    checked    worsteds    and 

ed    ratines.      There   are    many    large 

sized    plaids    in    three    colors    with    over- 

plaids   cot  of   lims   of   whit<    or 

black.     The  colors  used  Eor  these  plaids 

are  very  soft,  and  they  are  beautifully 
blended.  These  an-  the  materials  fashion 
is  choosing  both  for  separate  coats  and 
skirts.  Tartans,  both  elan  tartans  and 
tartan  effects  as  in  11  as  French  plaids 
are    shown    in    rich    colors 

Another    smart       idea,    is    the       !>' 
striped      materials     Bhowing      stripi-   of 
varied  colors  and  widths,  on  black, 
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de  negre,  navy  or  very  dark  bottle  - 
grounds.  These  materials  form  01 
the  high  novelties  of  the  season,  and  are 
used  both  for  trimmings,  and  seperan 
skirts.  Dresses  of  plain  cloth  the  color 
of  the  ground,  have  the  tunic  and  the 
vest,  as  well  as  collar  and  cuffs  of  the 
Roman  stripe. 

The  newest  idea  in  checks  is  the 
honey-comb,  or  nid-d '-abellies,  literally 
bees'  nest  cloth.  This  cloth  comes  is 
all  the  new  colors,  and  also  checked  with 
white.     Another  new   cloth  much  favored 

berdine.  This  cloth  as  its  name  in- 
timates is  similar  to  the  cloths  used  in 
making  raincoats,  and  like  all  other 
materials  this  season,  besides  the  plain 
fabric,  there  are  fancy  developments, 
such     a-  crepe    gaberdine,    as    well  as 

..■ii  and  brocaded  gaberdine.    Many 

(dot lis  are  brocaded,  but  the  brocades 
besl  thought  of  are  those  in  small  all- 
over  designs  thai  give  a  crepe  effect. 

All  the  stores  are  giving  extra  atten- 
tion to  the  black  department,  as  black 
I  ('or.  tinned   on  page.  42.1 
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New 

Chiffon  Taffetas 
Crinkled  Crepes 
Crepe- ae-cnenes 


Silks 

Vi/arp  Prints 
Roman  Stripes 
Fancy  Tartans 


ours 


EASTEB,  with  its  business  activity,  will  soon  be  here — and  silks 
the  centre  of  attraction.  Dame  Fashion  says:  Silks,  more 
silks,  most  silks. 

Silks  this  Spring  will  be  the  keynote  of  your  dress  goods  depart- 
ment. Why  not  strike  a  higher  note  by  buying  your  stock  from 
silk  specialists? 

We  have  a  most  complete  range  of  the  season's  latest  novelties 
and  invite  every  buyer  to  look  through  our  lines. 

Let  us  send  a  few  samples  of  something  really  nice — Something 
new. 


55BAY3T.       nTORO]srTO>ON:T. 
Thomas  Block      C&7&i<~ir>tf,Al£a,.t 


_ 
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The  highest   development   of   MERCERISATION 

in  COTTON    GOODS 


"MARQUISE." 

For 

Cotton    Venetians, 

the  nearest   approach 

in  appearance  to  the 

finest  Silk  Satins. 

"MARQUISE 
DE  LUXE.'' 

For 

Cotton    Venetians, 

a  brighter  and  softer 

finish  than  above. 


"SLNBRITE." 

The  latest  textile 
achievement  for 
Cotton  Italian;, 
Satteens,  Twills, 
Venetians,  and 
Umbrella  clotht. 


"  APPRET 
DE  LAINE" 

A  soft,  permanent 
finish  for  black 
Cotton  Italians,  the 
nearest  imitation  of 
Botany  Wool 
Linings. 

"LAMATTE." 

A  silky  finish,  com- 
bined with  a  soft, 
glovey  handle,  for 
Black  and  Coloured 
Italians  and    Satteens. 


is     shown     in 

those  which  bear 

the 


(Copyright) 


GUARANTEE 


The  advance  in 

ANILINE 

Black  and  Colour 

DYEING 

has    been   synchronous 

with  that  of  the 

MERCERISATION. 


Fabrics    dyed  and  finished  by  branches 

of    the   B.D.A.   are   sold  by  leading 

merchants  throughout  the  world. 

Full  particulars  of  the  many  different  Finishes, 
adaptable  for  all  purposes,  from 


MARCHIONESS' 

A  lustrous  and  perm- 
anent Finish  for  Cotton 
Twills.  Blacks  only. 

"CAWLEY'S 

BRILLIANCY." 

For   Fast    Black 

Mercerised 

Satteens.' 

"RADIUM." 

A  bright  finish,  soft 
in  handle,  and  with 
great  strength  of 
cloth.  For  fast  Black 
Cotton  Satteens. 

"POPLA." 

The     best    finish    for 

Mercerised      Black 

and       Coloured 

Poplins. 

"FORTESSE." 

For  Cotton  Satteens. 
A  new,  rich,  and 
brilliant  finish,  giving 
the  maximum  strength 
with  a  perfectly  Fast 
Black. 


The  BRADFORD  DYERS'  ASSOCIATION,  Ltd.,  Bradford. 

London  Offices  :   128  and  129,  CHEAPSIDE,  E.C.  (Telephone  :  8440  Central) 
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You  Can  Make  Money  And   A 
Good   Reputation 

By  the  Persistent  Use  of  these  Brands 

Not  one  yard  of  "Monarch"  Serge  need  ever  go  on  the  job  lot 
table.  The  season  is  all  the  year  round  and  no  bad  stock  to 
figure  on.    Continuous  Sales — Continuous  Profits. 


^°kwFc* 


A 


td: 

SERGE 


The  demand  for  Empire  Satin  becomes  greater 
and  greater  week  after  week — conclusive  evi- 
dence of  the  superiority  of  this  Fabric  over  any 
other  make  on  the  market. 

Rough  or  Smooth  Finish  in  all 
the  newest  and  standard  colors. 


Recapitulation 


We  carry  a  very  big  stock  of  these  brands  all  the 
time  and  are  in  a  position  to  supply  bunches  and 
shade  cards  representing  the  whole  line.  With 
a  few  lengths  of  the  important  numbers  on  your 
counters  and  the  assistance  of  our  bunches, 
shade  cards  and  prompt  letter  order  service  you 
need  never  miss  a  sale. 


fief  &Gu(d,JCimi(ed 


32   and  34  Wellington   Street  West,  Toronto 
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DKKSS     HOODS 


Popularity   Increasing   Immensely 


Copyright. 


This  is  Your 
Protection 


PATENTED 


M 


An  Exact  Reproduction  of  Hand-Made  Lace 

anufactured  solely  by    DirKlH     %$L     C^O.       Nottingham,    England 

Also  Manufacturers  of    High-Class   Washing   Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent :  A.  B.  FISHER 
400  Empire  Building,  64  Wellington  Street  West,  TORONTO 


The  most  perfect  re- 
production of  Hand- 
made Goods.  Un- 
equalled  for 
"  Strength,  Beauty, 
and  Value." 


LACE 
CURTAINS 
AND  NETS 


Pronounced  by  ex- 
perts "  The  Aristoc- 
racy  of  Window 
Decoration." 


N.B.— Our  Mr.  A.  J.  Burrows  from  Nottingham  visits  the  Canadian  retail  trade  twice  a 
year  nnd  a  communication  from  you  will  ensure  a  call. 

Sole  Manufacturers  : 

T.  I.  BIRKIN  &  CO.,  Broadway,  NOTTINGHAM,  ENGLAND 
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'  'Fastolite 


(Reg.) 


The  latest  development  in 
colour  dyeing  is  the  "Fastolite" 
Dye  for  All- Wool  Coatings  and 
Dress  Goods,  which  in  its  sun- 
resisting  qualities  is  a  great 
advance  on  anything  pre- 
viously done. 

Patterns  for  exposure  to  sunlight 
can  be  obtained  on  application  to 

The  Bradford  Dyers' 
Association,   Limited 


Goods  Dyed  by  this  Process 
can  be  distinguished  by  the 
following  stamps. 

i  Selvedge  S         m 


39    Well    Street 
BRADFORD 


128-129     Cheapside 

LONDON,  E.C. 


Dye  &  Finish  guaranteed  by 

The  Bradford  Dyers' Association  Ltd 

(Stamplatlend'of  piece) 


Bwtains  Besr 


Dreadnought' 


andu 


>eST ; 


All 


«r5 


WOOL  SPECIAL  FINISH 


(Smart"* 


^SUPERIOR  TEXTURE fl 


SUmpcd  "DREABNOUCHT-raxIM. 
Sole  Agents  for  Canada  :  J.  B.    Henderson  &  Co 
77  Wellington  St.   West.  Toronto 


/as/iioaa6Ce 


Ltd. 


ESTABLISHED  1840 


BRADSTREETS 

Offices  Throughout  the  Civilized  World 


OFFICES  IN  CANADA; 


Calgary,   Alta. 
Edmonton,  Alta. 
Halifax,  N.S. 
London,  Ont. 


Ottawa,   Ont. 
St.  John  N.  B. 
Vancouver,  B.   C. 
Victoria,  B.  C. 
Hamilton,   Ont. 


Montreal,  Que. 
Quebec,  Que. 
Toronto,  Ont. 
Winnipeg,  Man. 


Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  Ses£1teS 


TORONTO,  CANADA 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian  Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 
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The  CRAVENETTE  Co., 
Ltd.,  affix  their  stamp 
only  to  such  goods  as 
are  suitable  In  quality  for 
Shower-proof  purposes. 


Rec?  Trade  Mark 

proofed  by 

The  Cravfiielte  C?  LT? 


Therefore,  this  stamp  Is 
a  guarantee  not  only  of 
Shower-proof  properties, 
but  also  of  the  Quality  of 
the  Material. 


DUST- 
PROOF 


as 

well 

as 


SHOWER. 
PROOF. 


(Regd.) 


RAINCOATS  *MT 


a 


Attractiv 

Sho w  Ca  rd   s 

Fo  r  W  indo  w 

Display    Sent 

Free  of  all 

Charge  on 

Application 

in  Leading 

Importers. 


KEEP  THE  WORLD  DRY'.' 


The  "Cravenette"  proof  i>  rain  and  weather  resisting,  because 
it  treats  each  separate  fibre  of  the  cloth;  it  is  permanently  rain- 
proof, water  running  off  as  from  a  (luck's  back.  The  ventilation 
is  perfect,  the  goods  being  porous.  "Cravenette"  fabrics  in 
great  variety  in  black  and  colours,  and  ready-to-wear  Coats  and 
Cloaks  in  tasteful  and  fashionable  styles,  are  readily  obtainable 
FROM  ALL  LEADING  IMPORTERS. 


m 


(Coprrig  hi) 


In  case  of  any  difficulty  in  obtaining  "CRAVENETTE"  please  write  to- 


The  CRAVENETTE  CO.,  Ltd.,  Dept.  6,  Well  Street,  BRADFORD 


CREPE    WEAVES    DIVERSITY. 

(Continued  from  page  36.) 
materials  arc  now  numbered  among  tin1 
besl  sellers,  and  are  increasing  in  vov.no. 
Paradoxical  as  it  may  seem,  this  is  al- 
ways the  case  when  novelty  colors  arc 
extensively  worn.  There  are  always 
many  women  of  conservative  tastes,  who 
i urn  to  black  at  such  a  time.     Also  the 

woman  who  has  many  gowns  chooses 
black  for  useful  wear,  and  therefore 
always  has  one  or  more  in  her  wardrobe, 
when  pronounced  colors  are  extensively 
worn. 

According  to  the  materials  shown,  al 
tin  dress-fabrics  openings,  held  in  Tor- 
onto, (he  floral  or  sweet-pea  colors  are 
accepted.  These  colors  are  delicate  and 
yet  vivid.  The  blues  are  greyish  and 
misty,  the  yellows  have  a  pinkish  tinge, 
and  Hie  pinks  arc  shot  with  yellow.  This 
gives  yellows  on  the  tango  and  apricot 
Order,  and  pinks  m  the  crab-rose,  and 
salmon    shades.        Rich      bronze      shade-. 

lime  green,  lettuce  and  grey  greens  are 
also  good,  and  there  are  many  noveltv 
blues  ranging  from  mysotis,  and  pale 
sapphire  down  to  peacock,  petrole  and 
slate. 


Montreal,  Que.— J.   A.   Richards,  pre- 

bioil    Craft    Manufacturers. 

has  left   tot-  :,  trip  to  Europe. 


TAFFETAS  IN  PARIS. 

(Continued  from  page  34.) 
suited  to  the  present  drapery  modes,  and 
also  to  the  modes  favoring  the  bustle 
development.  Taffetas  come  in  plain 
silks,  and  in  checks.  Roman  stripes  and 
plaids  and  also  in  printed  effects. 

Undoubted  strength  is  given  to  the 
development  in  printed  silks  on  this  side 
of  the  water  by  the  action  of  I'oiret  in 
cooperating  with  American  silk  manu- 
facturers by  furnishing  designs.  This 
Maritime  development  will  also  favor 
tin'  use  of  plaids  and  Roman  stripes 
both  for  millinery,  trimming  and  waist 
purposes.  It  will  also  favor  the  use  of 
striped  silks  and  points  the  way  to  a 
revival  of  Pekin  effects. 

For  the  first  lime  in  many  seasons 
satin  has  had  to  give  way  to  a  duller 
fabric.  Satins  arc  selling,  but  crepes 
rank  first.  Light-weighl  crepes  arc 
favored  for  evening  wear,  and  the  heav- 
ier weaves  ami  crepons  are  being  taken 
for  da.v  and  street  suit-  and  gOWUS  Nol 
only   are    silk    crepes    Belling    but    I  here    i- 

a    big    development    in    novelty    effects. 
Crepe  weaves  in  silk  ami  wool  materials 

Such  a-  cord  crepes,  crepe  poplins,  silk 
and  wool  striped  and  other  crepe  effects. 
A  visit  to  the  retail  stores  now  that 
openings  are  on  shows  crepe  as  the 
dominant    fabric   m   all    the  three   leading 

dress  fabric  sections.    Crepe  leads  in  the 
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silk  department  and  dominates  in  wool 
fabrics,  and  is  in  first  position  in  the 
cotton  section. 

@- 

A    CRIMINAL   OFFENCE. 
Board  of  R.M.A.  After  False  Advertis- 
ing and  Voting  Contests. 

At  the  ninth  annual  convention  of  t lie 
Dominion  Hoard  of  the  Retail  Merch- 
ants' Association  of  Canada  at  Ottawa, 
it  was  decided  to  press  for  legislation 
during  the  coming  session  if  possible: 
(1  )  To  make  the  false  advertising  of  anv 
article  a  criminal  offence;  (21  To  amend 
the  criminal  code  to  prevent  the  giving 
of  voting  contest  tickets:  (3)  To  abolish 
the  fees  charged  the  retail  mere 
for     the     inspection      of  and 

measures;  (41  To  institute  a  department 
under  the  Minister  of  Trade  and  Com- 
merce for  the  purposes  of  the  retail 
trade  similar  to  the  departments  that  arc 
now  in  operation  for  the  protection  of 
the  laboring  and  agricultural  elas- 

The  following  officers  were  elected  for 
the     Dominion     Hoard     for    the    coming 

year:     President.  B.  M.  Siemann,  P 
ton:  First  Vice-President,  W.  V.  Boivin, 

Montreal:      Second     Vice-President.      A 

Weslech.    Berlin,    Out.:    Treasurer,    J. 

A     Heaudrv.    Montreal:    Secretary,    B 

M.  Trowern.  Toronto:  Auditors.  .1.  Q, 
Watson.  Montreal.  The  next  annual 
meeting  will  be  held  in  Toronto. 
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"Maxim"  Linings   Mark  a 
New  Era  in  the  Lining  Trade 


F  all  the  improvements  devised 
in  fabrics,  none  exceeds  in 
importance  the  development 
of  Maxim  Satin,  and  through 
a  long  series  of  experiments  the 
adoption  of  those  features  that  make 
it  supreme  as  a  Suit  and  Coat  Lining. 
An  entirely  new  and  exclusively  con- 
trolled process  of  weaving  gives 
Maxim  Satin  the  splendid  lustre  of 
the  purest  dye-silk — and  durability 
far  superior  to  that  of  even  the  best 
of  other  cotton  and  silk  fabrics. 
Our  faith  in  these  goods  is  backed  by 
the  most  sweeping  guarantee  ever 
made  by  any  manufacturer  of  silk. 
It  has  no  provisos  nor  conditions.  It 
states  simply  that  Maxim  Satins  are 
guaranteed  to  give  satisfaction  to  the 
purchaser.  If  they  fail  to  do  so,  a 
new  lining  will  be  supplied.  Could 
anything  be  broader?  Could  any- 
thing be  fairer?  Could  anything  be 
devised  that  will  make  it  safer  for 
you  to  stand  behind  these  goods 
yourself? 

Maxim    Satin    is    obtainable    in    40 
splendid,  new  shades — 36  inches  wide, 


each  marked  on  the  selvage  with  the 
name  that  means  the  same  in  Satin 
as  Sterling  does  in  silver. 
You  cannot  do  better  for  yourself, 
nor  for  your  customers  than  by  hand- 
ling a  range  of  this  splendid  new 
Satin.  It  shows  a  wide  margin  of 
profit  and  rapidly-increasing  demand 
upon  the  part  of  discriminating 
buyers. 

This  demand  is  being  greatly  aug- 
mented this  year  by  an  advertising 
campaign  that  will  reach  nearly 
every  woman  in  Canada  who  has  the 
money  and  inclination  to  indulge  in 
good  clothes.  Maxim  Satin  is  being 
brought  to  her  attention  at  just  the 
time  when  she  is  planning  her  Sea- 
son's wardrobe. 

Send  for  color  cards,  price  list  and 
further  interesting  information  re- 
garding Maxim  Satin.  All  gladly  sent 
without  obligating  you  in  any  way. 
And  be  sure  to  ask  the  Mclntyre  Son 
&  Co.  's  traveler  to  show  you  samples 
of  our  "Maxim  Quality"  Chiffon 
Voiles,  Duchesse,  Satin  de  Chine, 
Crepe  de  Chine,  and  Chiffon  Taffetas. 


Louis  Roessel  &  Co.,  Ltd.,  ,i4W^tngton  Toronto,  Ont. 

Louis  Roessel  &  Co.,   Ltd.,   Sommer  Bldg.,   Montreal,  Que. 

Mclntyre,  Son  &  Co..  Ltd.,  *£%?  Montreal,  Que. 


m 
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READY-TO-WEAR 


Methods  for  Increasing  Sales  of  Ready-to-Wear 

Presentation  of  Stock  on  Proper  Fixtures  of  Vital  Importance — 
Special  Setting  for  Best  Garments — Display  Platform  in  One 
Store — Earlier  Showings  in  Big  Cities  Than  in  Smaller — The 
Order  for  Different  Openings — Caring  for  the  "Lookers." 

Written  for  Dry  Goods  Review  by  a  Business  Woman 


T1IKHE  is  always  business  for  the 
man  who  goes  after  it  soundly 
and  wisely;  who  buys  right,  and 
prices  rightly,  and  who  displays  his 
goods  attractively,  and  advertises  them 
intelligently.  There  is  no  trade  where 
selling  methods  change  so  quickly  as 
in  the  dry  goods  trade,  and  those  which 
were  considered  suitable  a  few  years  ago 
are  in  the  discard  now.  You  have  to 
strike  public  attention  nowadays,  for 
women  more  and  more  do  shopping  by 
the  eye,  and  it  is  attention  to  this  fact 
that  spells  sales. 

The  appearance  of  all  poods  are  im- 
proved by  the  use  of  a  proper  selling 
setting,  and  this  is  especially  true  of 
ready  to  wear  garments.  It  is  the  man- 
ner in  which  the  garment  strikes  the 
prospective  customer,  and  her  apprecia- 
tion of  the  style  and  lines  that  clinch 
the  sale,  therefore  the  careful  presenta- 
tion of  the  stuck  is  of  vital  importance. 
Stands  and  figures  should  be  modelled 
on  the  most  modern  lines.  All  figures 
periodically  cleaned  and  cared  for. 
Proper  display  fixtures  and  cabinets  not 
only  add  to  the  appearance  of  the  stock 
but  they  keen  it   fresh  and  in  good  order. 

Carpet  the  Best  Section. 

It'  all  the  section  cannot  lie  carpeted 
the  portion  where  the  besl  garments  are 
carried  certainly  should  receive  this  at- 
tention, and  any  other  touch  should  he 
bestowed  thai  will  help  to  give  the  cus- 
tomers the  impression  the  garments  car 

ried   in   this  section    are  of  the  finer  kind 

and  therefore  of  more  importance.     It  is 
here  where  ihe  besi  fittings  are  grouped 
thai  proi  ision  should  be  made  Tor  Bhov 
ing  novelties,  garments  boughl  Eor  show 
purposes,  and  the  better  priced  garments 
and  this  is  the  section   which  yon 
\  our  customers  to  \  isil  especially. 
The  no. si  goode  are  always  sold  in  the 

parts   of    the    store    u  here    customers    eir 

culate  most  Freely  and  therefoi 

oourti  aid  be  extended  to  all  cus 

toiners  whether  buyi or  just   looking 


around  when  they  enter  this  section. 
There  is  no  use  in  making  any  display 
if  no  one  ever  penetrates  far  enough 
into  the  department  to  see  it,  therefore 
rent  est  freedom  should  be  given 
even  to  the  "looker."  I  know  there  are 
many  salespeople  who  treat  a  "looker'' 
with  scant  civility. 

This  is  somewhat  natural  but  it  is  not 
id  business,  for  the  "looker"  of  to- 
day often  develops  into  the  customer 
of  to-morrow,  and  when  she  cannot  buy 
she  can  and  does  talk  about  what  she 
sees,  and  the  store  pays  lots  of  good 
money  to  secure  publicity,  and  this  kind 
of  publicity  is  doubly  effective  because  it 
is   disinterested. 

Special  Display  Section. 

A  very  good  plan  in  operation  in  one 
of  Canada's  leading  departmental  stores 
;s  the  setting  apart  of  a  section  for  dis- 
play purposes.  This  is  located  in  one 
.mule  of  the  department  and  there  is  a 
partition  built  oul  making  a  three-walled 
section  with  the  fourth  side  open  to  the 
department.  Around  the  three  sides  is 
built  a  display  platform  about  IS  inches 
high,  and  there  is  a  circular  platform 
the  same  height  in  the  centre.  These 
platforms  are  covered  with  felt  in  a 
.(dor  calculated  to  show  off  the  trar- 
ments.  For  special  displays  the  color  is 
changed,  but  as  a  rule  the  cover  is  the 
regulation  green,  and  so  is  the  drapery 

t  '  at    hides   the   woodwork. 

On     these     platforms     a  selection  of 

fed     on     stands  and 

figure  liters  little   which,   so   loner 

as  the  garments  are  carefully  put  on  the 

forms  so  .-is     to     bring    out     their  best 

ints.         Decorations    suitable    to    the 

■an.  An    and    to    the   season    are 

used. 

For  the  present,  decorations  should  of 

course  be  Springlike,  and    there  is  as  a 

rule  no  need  o  anj    expense  for 

always  material  on  hand  in  the 

decorators'    department    that    can 
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be  utilized.  Pink,  yellow  and  lots  of 
greenery  should  be  used.  Window  box- 
like arrangements  are  good  because  they 
can  be  placed  on  the  platforms  along 
with  the  garments.  Pedestals  with  • 
filled  with  Spring  flowers  are  suitable. 

Change  Displays  Every  Few  Days. 

Do  not  keep  the  same  garment  - 
show  more  than  a  few  days.  With  the 
constantly  increasing  lines  now  earned 
in  the  ready-to-wear  department  the  dis 
playing  of  one  set  of  garments  for  a 
longer  period  is  unnecessary  as  then 
are  so  many  others  not  only  ready  but 
waiting.  The  high-priced  suits  should 
be  shown  first ;  then  dresses.  Separate 
skirts  and  waists  should  be  shown  to- 
gether—  then  coats  and  misses'  and 
children 's  wear. 

Series  of  Openings  in  Cities. 

The  size  of  the  town  or  city  in  which 
-tore  is  located,  the  class  of  trade  it 
caters  for,  and  other  individual  and  local 
facts  determine  the  date  when  to  begin 
the  Spring  campaign.  The  bigger  the 
centre  the  earlier  will  ready-to-wear 
garments  be  shown.  It  must  be  remem- 
bered that  the  early  business  is  the  pro 
Stable     business,     and     tl  most 

worth  oultivati 

The   usual   rule    is  to   make   a    special 
hsplay    of   a    few    leading   novelties    as 
they  come  in.     If  the  department  is  of 
size   and    has  a   full   line  this  show 
ing  of  new  garments  can  be  carried  i 
through    the    main     part    of   thi 

re  will  be  the  "before  opening" 
play;   the  showing  of  opening  models-, 
t   e  Easter     display;     the     shown 
Summer  dresses,  the  display 
suitable  for  the  June  bride,  and   for  the 
wedding   guests,    and   last    but    not    lens- 
allowing  ol     outing     skirts,     middv 
and  outing  eoats.    Rigbtlj 
■  r,l  the-  to  be  something  to  at 

tract    on   show   here  all   through   t h< 
iitinued   on    pace  52.) 
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Consolidated    Cloak    Company,     Limited 


No.  49— Price,  $3.75. 


Beautiful 


SERGE 

in  all  the 
IMMEDIATE 


DRESSES 


best  shades 
DELIVERY 


$3.75 


From  our  large  range  of  Spring  styles 
we  have  selected  and  here  illustrate 
one  of  the  best  values  in  serge  dresses 
that  has  ever  been  shown  to  the  trade. 

It  is  representative  of  the  immense  values  we  are 
offering  in  every  number  of  the  range. 

In  style,  perfect  fit,  and  superior  finish,  Consolidated 
garments  excel,  and  in  variety  we  have  left  no  stone 
unturned  to  secure  the  widest  and  most  attractive 
range  possible. 

A  few  of  these  dresses  will  brighten  up  any  stock  and 
make  quick  sellers. 

Your  order  to-day  will  have  our  careful  attention. 

The  serge  dress  here  shown  is  our  No.  49,  made  of  very  fine  quality, 
guaranteed  pure  wool  serges,  in  all  shades.  It  shows  the  correct 
1914  lines  and  has  a  stylish  touch  which  is  sure  to  bring  quick 
business.   Note  the  price.   It's  real  value,  $3.75. 


Consolidated  Cloak  Company 

Limited 
310  Spadina  Ave.,  TORONTO 


Consolidated    Cloak    Company,    Limited 
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>/„  rial  Paris  l.<  tU  r. 


Tin    Earliest  Opening*. 


Natural  Figure  Still  Pivotal  Point  in  Paris 

Straight  Line  and  Bouffant  Draperies  in  Close  Rivalry — Trouser 

Skills  A^ain  Make  Their  Appearand — Taffeta  the  Leading  Ma- 
terial— Waistline  ( lhangeable. 


P\U\s  Feb.  23  (Special).— The 
Spring  openings  are  now  on  in 
Paris  and  the  army  of  American 
buyers  and  all  who  are  interested  in  the 
world  of  dress  are  agog  to  see  what  the 
"■nut urieres  are  introducing.  Qp  to  date 
the  only  important  houses  who  have 
opened  their  showrooms  are  Bernard, 
Premet  and  Arnold.  American  buyers 
arc  always  interested  in  Bernard's 
models  for  this  firm  is  noted  lor  the  pro- 
duction of  street  models  that  are  both 
smart  and  wearable,  and  which  as  a  rule 
strike  the  Canadian  as  well  as  the 
American  taste. 

For  the  coming  season  taffeta  is  un- 
doubtedly to  be.  the  leading  material 
a-  Ear  as  the  Parisian  couturieres  can 
influence  fashion.  Practically  all  Bern- 
ard's afternoon  dresses  were  of  taffeta, 
and  taffeta  and  eharmeuse  were  the  two 
leading  materials  used  in  the  production 
of  evening  dresses.  Three-piece  suits 
had  the  short  coat  of  taffeta,  and  manj 
of  the  wraps  shown  were  of  either  taf- 
feta or  duvetyn.  while  street  dresses  and 
cost  nines  are  made  of  serge  or  gaberdine 
trimmed  with  plaid  or  Roman  stripe  silk 
or  serge.  Some  of  these  dresses  show 
the  bouffant  effect  at  the  back. 

Bernard  favors  the  natural  waist  line. 
and  the  elbow  sleeve,  and  the  majority 
of  waists  are  finished  with  frilled  muslin 
collars.  Nearly  every  suit  shown  has 
the  vest  of  plaid  and  the  neck  cut  in 
\  -  ape.  The  leading  colors  noticed 
here  are  blue,  Bordeaux,  sulphur.  Char- 
treuse,  geranium   and   tan. 

The  most  striking  thing  seen  at  Pre- 
ii  ei '-  opening  were  hand  embroidered 
white  pantallettes  in  ls.iO  style,  showing 
about  four  or  li\e  inches  below  tin-  taf- 
feta gowns. 

Most  are  of  Taffeta. 

majority  of  the  dresses  seen  here 
were  of  taffeta.  The  taffetas  were  plain, 
glace,  changeable  and  flowered. 

Dre8Ses   for  street    wear   were  made  of 

serge  but   never  nsed  alone.     Serge  was 
combined     with    satin,    taffeta    and    with 

triped  or  plaid  silk.  Dn 
made  m|  cotton  voile  draped  over  a  taf- 
feta foundation  point  to  mw  ideas.  Taf- 
feta embroidered  with  -obi  or  silver  is 
used  for  evening  gowns,  Charmeuse  i- 
retained  a-  an  evening  fabric  and  is 
combined  with  beaded  tunica 


Skt  tcli  by  Hi  view  .1  rtist. 


Waistcoat  blouse  of  white  crepe  de  Chine 
with  vest  of  porcelain  blue.  Long  drop 
shoulder  and  sleeve  finished  with  frill  of 
shadow  lace.  The  turn-over  Medici  collar 
i>  of  shadow  lace  and  the  buttons  of  iri- 
descent crystal.  Shown  by  Ladies'  Wear. 
Limited. 


Many  gowns  show  the  bustle  effect 
and  bouffant  drapery.  Sleeves  run  from 
short  to  full  length  and  the  organdie 
collar  is  general. 

Colors  are  strongly  featured,  with  blue 
quite  in  evidence,  old  blue.  peon,  tur- 
quoise, sapphire,  peacock  ami  porcelaine 
being  the  leading  shades  of  this  color. 

Lettuce  green,  tango,  all  shades  of  yel- 
low and  tan.  rust,  Bordeaux  and  much 
black   are   the   other  colors   seen. 

Arnold  is  showing  flounces  and  tunics 
ami  Second     Empire     dresses  made  of 

either    taffeta    or    Liberty    satin.  The 

sleeves    extend    to    well    over    the    wrist 

and   the   high   collars  are  of  organdie. 

Gaberdine  i^  favored  tor  street  dr. 
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A  Flexible  Corset. 

The  general  use  of  taffeta  seems  to  be 
ne  point  upon  which  all  the  couturi- 
eres are  agreed;  another  is  the  figure 
line.  No  matter  how  divergent  are  their 
ideas  on  other  matters,  they  are  all  one 
in  the  use  of  the  corset  that  confines  the 
Hirure  only  from  a  point  about  two 
inches  above  the  waist  down,  and  which 
has  all  the  flexibility  and  lightness  that 
skill  finds  it  possible  to  impart. 

Bustle  Effect  or  Straight. 

Si^ns  that  there  will  be  a  division  of 
style  in  shaping  of  the  skirt  are  not 
wanting,  and  the  old  rivalry  between  the 
draped  and  the  straight  skirt  will  con- 
tinue. The  apostles  of  the  school  of 
drapery  at  the  head  of  which  may  be 
placed  Premet  and  Lucile  are  introduc- 
ing 1870  modes  and  bustle  effects,  and 
are  doing  their  best  to  introduce  styles 
that  call  for  the  use  of  more  material. 
The  dresses  shown  so  far  with  this 
drapery  idea  kept  within  due  bounds  are 
very  pleasing,  but  there  are  models  pre- 
paring that  feature  an  extreme  and 
which  call  for  billows  of  material. 

The  consistent  advocate,  and  the  one 
that  has  most  influence,  of  the  straight 
line  effect  is  Paul  Poiret.  Cheruit  is  also 
producing  a  straight  line  effect,  but  in 
her  own  way.  This  she  obtains  by  mous- 
ing the  waist  so  much  that  an  almost 
straight  line  is  produced  from  the 
shoulder  to  the  hips  and  this  is  con- 
tinued witli  very  little  break  to  the  bot- 
tom of  the  gown. 

Both  Types  Will  Take. 

In  view  of  the  tendency  to  individu- 
ality and  originalty  in  dress  it  is  ver\ 
possible  that  both  types  will  take,  and 
the  presence  of  either  style  will  be  a 
guarantee  against  the  extremes  of  tight- 
ness on  the  one  hand  and  billowly 
drapery  on  the  other.  The  waistline 
still  continues  to  be  a  moveable  feature. 
Some  couturieres  are  placing  it  high, 
and  with  others  it  is  normal  and  on 
it  is  placed  very  low.  Paquin  is  the 
chief  exponent  of  the  high  waist  line, 
but  as  a  rule  waists  with  this  couturiere 
are  chiefly   girdle. 

There  is  a  tendency  to  favor  the  nar- 
row   girdle  with  the  waist   Mousing  over 
it.      Then    there    are    straight    moyennire 
(Continued   on    page  60.) 
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A  STYLISH    raincoat   that   will   be  worn   like   this 
ninety  per  cent,  of  the  time,  yet,  when  necessary, 
is  immediately  convertible  into  a  military  collar 
garment  that  gives  protection  from  showers  and  sudden 
changes,  as  well  as  dust. 

CAUTION:  A  Slip-on  Raincoat  or  Waterproof,  sup- 
posed to  be  shower  proof  by  means  of  a  visible  or  invisible 
layer  of  rubber,  should  not  become  stiff  or  hard,  and 
ought  not  to  have  an  odor  of  decomposition.  Moreover, 
the  strappings  and  seams  should  not  separate. 

The  Ketvx»e'v6,rv  label  protects  you. 

C.  Kenyon  Company 

Fifth  Avenue  Building,  23d  St.  and  5th  Ave. 


New  Chicago  Salesrooms 

Congress  &  Franklin  Sts. 


NEW  YORK 


Boston 

501  Washington  Street 
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7~\I!ESS  of  black  and   white  embroidered 

M    MvoiU    with   pannier  tunic   uitjt   frill  of 

shadow  lace.    The  %  sleeves  have  a  frill 

of  lace,  and  a  lact   frill  is  arranged  to  form  a 

bolero   waist  effect.     Oirdle   of  petunia  moire. 

Shown  b]i  Martin  Smith  Co.,  Limited. 


iimiiiiiiiiimiiimmiiiiiiiiiiiiii 


iiiiiiiiiiiiiiiiimiiiiiiiiii 


illinium 


CyHORT  rout  with  flare  flounce  of  tango 
t\  broadcloth.  The  back  and  sleeves  are  cat 
^*  in  oit<  and  the  cutting  of  the  front  gives 
raijlaa  lines  to  the  sleeve.  The  collar  is  com- 
pleted  with  stole  ends  of  black  satin,  finished 
with  pendants  in  black  and  tango.  The  oval 
buttons-  are  tango,  striped  across  with  black. 
Shown  by  Consolidated  Cloak  Co.,  Limited. 
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SKETCH   BY  THE  REVIEW'S  FASHION  ARTIST 
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Crepes  and  Voiles 
are  now  the  thing 
in  women's  waists 


With  the  strong  lead  being  taken  by  these  two  fabrics 
— crepes  and  voiles,  and  the  persistent  high  quality 
of  "Allen"  garments,  you  should  hesitate  to  place  a 
further  order  without  seeing  and  examining  well  the 
full  range  we  are  offering  the  trade  this  season. 
"Allen"  waists  are  high-class  goods — quality  is  their 
keynote. 


Cf29fc, 


Note  the  lines  here  shown.  Send  for 
samples  and  compare  the  values  with  those 
you  have  seen.  A  trial  order  will  prove 
our  claims. 


Allen  Manufacturing  [Co. 

LIMITED 

103-5-7   Simcoe  St.,  Toronto 

Long  Distance  Phone  Adelaide  966 
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READY-TO-WEAR     GARMENTS 


New  Suits  Cut  on  Fanciful  Lines 

Tunics  and  Peg-Tops  Introduce  Short  Coats — 
Many  Boleros  Shown — Other  Coats  Cut  dp  in 
Front  to  Show  Vest,  and  Are  Longer  at  the  Back. 


UP  to  date  onlj  the  large  retailers 
have  made  any  definite  attempt  to 
show  suits,  but  from  now  on  the 
display  will  be  general.  Suits  this  sea- 
son are  cut  on  decidedly  original  lines, 
and  it  is  notable  that  there  is  nothing 
in  the  plain  tailored  class  shown.  There 
is,   however,  a   certain   simplicity  about 


Gown  (it*  printed  taffeta  drawn  up 
;it  tlic  back  in  liust ii  effect.  There 
is  a  narrow  frill  of  lace  finishing 
the  -i.iit  and  the  full  blouaed 
unist  baa  a  Japanese  collar. 
I'm  ii.  b  of  taffeta  trim  the  Bleevea. 

many  of  thfl  new  suits,  but  this  is  be- 
cause there  is  an  absence  of  elaborate 
trimmings,  tor  the  oat   is  more  or  less 

Complicated.  Suit  coats  are  all  short 
and    run    from    bolero    effects    to    models 


Cut  off  above  or  just  below  the  waisi 
line  in  front,  and  sloping  down  to  bip- 
lengtfa  behind.  Many  of  these  coats  have 
a  \  est -effect  either  separate  or  in  one 
with  the  coat.  Holero  coats  are  the 
latest  and  are  decidedly  straight  cut. 

Other  features  are  rolling  collars, 
drooping  shoulders  and  the  raglan  cut. 
When  the  sleeve  is  not  cut  in  one  with 
the  waist  part  it  is  set  in  very  low  down. 
The  set-in  sleeve  in  the  usual  manner 
is  only  seen  in  the  cheaper  suits. 

The  reason  for  the  peculiar  cutting 
and  the  short  length  of  the  suit  coat  is 
soon  seen  when  the  skirt  is  examined. 
Skirts  are  either  cut  peg-top  or  with 
tunics  that  flare,  and  it  is  to  make  room 
for  the  drapery  that  coats  flare  so  and 
are  short  and  cutaway. 

Many  suits  are  of  serge  and  other 
popular  materials  are  the  many  crepe 
weaves,  crepe  worsteds,  gaberdine  and 
ratine,  and  the  trimmings  are  fancy 
silks,  moire,  and  taffeta. 


A  suit  of  old  bine  serge  and  silk  had 
skirl   of  Berge   with  a  double  tunic 
effect,  the  upper  one  of  silk     and     the 
lower  one  of  serge.     These    tunics     are 
pointed  at    the  sides.       The  jacket 
bolero,   short    in    front,   and      extending 
down   below   the   waist   line  at   the   back. 
Filling   in    the   front   there   is  a  belt  of 
fancy  plaid  silk.    To  the  front  belt  and 
attached  to  the  jacket   at  the  back 
peplom  of  black  moire.    The  belt  is 
with   fancy  buttons. 

Another  suit  of  navy  serge  had  a  tunic 
of  the  same  under  which  was  placed  a 
wide  band  of  black  moire.  The 
jacket  was  of  moire  with  a  band 
of  the  serge  at  the  bottom  and 
the  three-cpiarter  sleeves  had  serge  cuffs, 
and  the  revers  were  of  serge  and  moire. 

Many  suits  are  in  compose  effect  with 
the  skirt  of  plaid  or  check  and  the  coat 
of  plain.  Quite  a  number  of  suits  are  in 
black  and  white  small  and  medium  sized 
check  materials.  A  very  smart  suit  of 
this  kind  has  the  skirt  full  in  front  and 
at  the  back  with  a  tunic  which  buttons 
up  the  front.  The  jacket  is  an  Eton, 
short  in  front  and  a  trifle  below  the 
waist  behind,  and  has  long  kimona 
sleeves.  The  cuffs,  revers  and  vest  are 
of  white  satin. 


Smart  Dresses  for  Summer 

Designers  Helped  by  Beauty  of  Materials  and 
Freshness  of  Styles — Skirt  of  One  Material  and 
Coat  of  Another. 


THE  season  now  opening  promises  to 
be  a  wonderful  one  for  the  sale  of 
dresses  and  costumes.  As  a  mat- 
ter of  fact  it  is  never  really  between  sea- 
sons for  this  department  for  there  is  al- 
ways some  want  to  be  supplied.  Up  to 
date  there  has  been  a  notable  business 
doing  in  party  am!  dancing  frocks,  but 
the  advent  of  Sprinu'  and  the  beginning 
of  the  Lenten  season  is  cutting  this  busi- 
ness short. 

Silk  dresses  for  afternoon  wear  also 
(■oust  it  lite  a  line  thai  has  been  ami  IS 
doing  well.  Interests  are  now  centering 
on  summer  goods,  and  the  beauty  of  the 
materials  and  the  newness  and   freshness 

of  the  styles  are  greatly  helping  design- 
ers in  the  production  of  smart  and  sale 
able   dresses. 

The  materials  air  sofl  and  "drapey." 
Not  only  is  the  skirt  draped,  but  the 
uaist    exhibits  a   fashionable   blousiness 

ami  Looseness.  The  much-liked  kimona 
has  again  achieved  a  triumph.  Often  the 
kimona    is   cut    up  SO   a-    to   simulate   the 

raglan  outline  or  yoke.     Tunics  are  the 

feature   of  the  skirt    and    Oaring  circular 

tunics   are    faking      the      place      of      (he 

minaret.    There  are  many  new    effects   in 
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drapery  and  tunics,  one  model  showing 
a  pleated  frill  upstanding  above  the  sash. 
Pannier  tunics  are  very  much  worn  and 
are  used  when  the  dress  is  of  voile  or 
crepe  or  of  taffeta,  silk  crepe  or  salft 
silk. 

Waists  are  all  collarless  and  the  finish 
is  most  varied.  Smart  little  dresses  are 
\er\  decollete  and  dresses  intended  for 
Summer  dances  ami  for  dressy  wear 
show  the  square  or  surplice  neck.  Simpler 
dresses  have  the  V-fronl  and  all  kinds 
of  turnover  Medici,  Gladstone  or  Byron 
collars.  The  cowboy  collar  is  a  new- 
idea  and  takes  the  form  of  the  silk  hand- 
kerchief the  cowboy  ties  around  his 
neck.  All  kinds  of  Hat  lingerie  collars, 
particularly  those  of  crepe  and  net  are 
good. 

Many  of  the  dresses  intended  for 
utility  wear  possess  teatures  of  the  suit. 
There  is  the  draped  fullness  of  the  skitt 
and  tunic  effects  with  smart  little  coats 
that  allow  a  \est  or  simulated  bio 
show.  Main  of  these  dresses  have  the 
skirt  in  one  material  and  the  coat  of 
another,  while  the  blouse  efT«  • 
crepe  net  or  shadow    lace. 
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Guaranteed  Wash  Dresses 

NOTE  THE  VALUES  HERE  SHOWN 


No.  WO.  Striped 
Percale,  in  all  col- 
ors,   at    $1.50. 


No.  649.  Dolly- War- 
ton  Crepe,  skirt  of 
Rice-Cloth. 


No.  633,  French 
L  i  n  e  n  e,  trimmed 
with  contrasting 
colors. 


No.       646,       French 
Linene,  trimmed 

with       honetz       em- 
broidery. 


No.  614,  Striped 
Percale,  Bolero, 
trimmed  with 
bleached  em- 
broidery. 


THESE  garments  are  all  guaranteed  in 
washing,  come  in  sizes  from  14-20  for 
Misses,  and  from  32-44  for  Ladies. 

We  have  illustrated  these  numbers  simply  to 
show  the  values.  Our  lines  consist  of  the  new- 
est materials,  the  best  workmanship,  and  are 


being     offered     from     $1.50     to     $3.50     each. 

We  are  equipped  for  the  Canadian  trade,  in- 
asmuch as  we  have  been  catering  to  Canadian 
trade  for  the  past  10  years,  and  are  well-posted 
on  rules  of  custom  requirements,  and  making 
invoices  subject  to  the  Canadian  Government. 


ROSE    MANUFACTURING  COMPANY 

18,  20,  22  W.  20th  St.  (Between   5th  and  6th  Avenues)   New  York,  N.Y. 
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l;  E  A  D  Y  -  T  0  -  W  EAR     G  A  R  M  KNTS 


New  Short  Coats  Very  Popular 

I'.uilt  With  Decided  Flare— Wealth  of  Novelty 
in  Colors  ;iiul  Trimmings — First  Intimation  of 
Fall  Modes. 


MANUFACTURERS  report  coats 
have  sold  extensively  and  that 
there  ha-  lieen  no  trouble  in  mar- 
keting the  new  short  coats  built  with  a 
very  decided  flare.  For  the  conservative 
trade  models  are  showing  that  are  more 
in  straight-line  effect,  and  which  are 
more  or  less  cutaway.  None  of  the  new 
Spring  coats  now  tighten  in  around  the 
bottom;  indeed  just  the  opposite  effect 
is  sought  for. 

<  oats  are  still  cutaway  and  are  shorter 
in  front  than  at  the  back.  The  body  of 
the  coat  is  cut  on  straight  lines,  and  is 
in  one  with  the  sleeve,  or  cut  in  one  with 
either  the  front  or  the  back.  And  even 
when  the  cut  is  kimona  the  shoulder  is 
cut  up  in  kimona  fashion.  One,  two  or 
even  three  tiers  of  flor.ices  are  added 
behind. 

Not  only  is  the  cut  of  the  coat  new, 
but  there  is  a  wealth  of  novelty  seen  in 
the  colors,  and  the  trimmings.  Stole 
ends  finishing  in  pendants  and  tassels 
are  good,  and  the  collars  come  in  a  host 
of  circular  and  draped  forms.  Some 
new  collars  consist  of  a  ruche  of  the 
material.  Buttons  come  in  fanciful 
styles  and  many  of  them  are  covered 
with  the  material  of  the  coat  or  its 
trimming.  Coats  are  made  of  light- 
weight cloths,  and  are  lined  with  either 
plain  or  fancy  silk  to  match.  Chinese 
and  new  art  patterns  are  used,  both  for 
linings  and  covering  buttons.  Golfine, 
cord  velvets,  lightweight  chinchillas  and 
ratines,  duvetyn,  crepes,  broadcloths, 
moires  and  other  fancy  cloths  are  used 
and  as  these  are  so  light  in  weight  they 
are  lined  with  soft  satins  exactly  match- 
ing in  color,  and  also  with  printed  pat- 
terns. 

A  new  shape  that  is  being  put  out  is 
known  as  the  Cossack  coat.  The  waist 
part  is  cut  in  kimona  fashion  witli  bats- 
win-  sleeves  reaching  to  the  wrist.  It 
is  belted  low  with  a  broad  belt  below 
which  is  a  skirt  reaching  well  below  the 
knee  in  front,  and  longer  at  the  back, 
cut  in  flaring  godet  fashion.  The  coat 
buttons  down  the  middle  of  the  front, 
the  corners  are  square,  and  the  collar  is 
a  narrow  shawl  effect.  This  model,  it  is 
expected,  will  be  put  out  for  Fall,  onlj 
the  cloth,  of  course,  will  bo  heavier,  and 

the  coat    will    button    up   to   the   throat. 

I  "i  outing  wear  the  roomy  voluminous 
flaring  Halmacaan  is  the  coat.  Bal- 
macaan  coats  come  in  rough-finished 
goods  an. I    tweeds,   in   very   pronounced 

plaidB.     All  the  high  colors  now    fashion- 
able   are    used     for    the       production      of 

separate   and    outinir   coats. 


Small  little  coats  of  black  taffeta  and 
brocade,  and  of  plain,  changeable,  and 
I  united  taffeta  made  along  the  lines  now- 
indicated  and  in  bolero  effect,  are  show- 
ing for  Summer  wear. 

Some  of  the  new  dressy  wraps  show- 
how  radical  are  the  changes  that  are  tak- 
ing place  in  the  lines  of  the  coats  made 
to  wear  over  the  new  pannier,  tunic 
gowns,  and  bustles.  One  new  feature  is 
the  return  of  the  cape.  Golfine  is  a  fa- 
vored fabric  for  capes  and  a  feature  is 
the  heavily  draped  back  in  hood  fashion 
decorated  with  tassels  and  cords.  The 
collar  is  on  the  Japanese  order,  stand- 
Lng  away  from  the  neck  at  the  back. 

Many  cape-like  wraps  are  made  of 
taffeta,  and  hang  straight  from  the 
neck  in  godet  fashion,  and  are  finished 
with  two  or  three  ruffles  of  the  silk. 
Ruches  of  silk  take  the  place  of  a  collar 
though  a  collar  of  embroidered  muslin 
may  rise  above  the  ruche.  Ornaments  of 
jet  are  used  instead  of  buttons  for 
fastening. 

Already  hints  of  what  will  be  shown 
for  Fall  are  coming  to  hand.  Chin- 
chillas, curls,  and  worsted  or  Teddy 
Bear  plushes  in  high  colors  are  indi- 
cated, and  the  full  flare  at  the  bottom 
is  seen  generally.  The  Russian  or  Cos- 
sack type  of  coat  is  -well  thought  of  and 
great  use  will  be  made  of  fur  and  fur- 
fabrics  for  collars,  cuffs  and  revers. 

Mannish  paddock  coats  in  plush  or 
rough  fabrics  in  plaid  or  with  plaid 
backs  are  cut  witli  flaring  fullness.  Many 
collars  are  convertible  and  the  hood  of 
plaid  or  fancy  silk  is  a  now  idea.  New 
buttons  are  saucer-shape  often  with  a 
white  line  around  the  edge,  and  there  are 
voluminous  side  pockets  in  many  shapes. 
Also  pockets  are  being  put  on  the  big 
cuffs  of  the  coat. 

Some  of  the  new  models  are  slightly 
shaped  at  the  waist-line,  so  as  to  give  a 
more  decided    flare  at    the  bottom. 


Children's  Wear 

Combining  of  ('hocks  or  Plaids 
and  Plain  Materials  a  Big  Pear 

lute       Novel     Cut     Ojf     flic     (\>;it 

sleeve  and  Shoulder-  Low  Belt 
still  Feature. 

CHILDREN  'S  drosses  are  verj  satis 
factory  as  to  style  this  season,  for 
never    before    have    the    lines    been 
so     simple     and     so     sensible.        PuSSineSS 
and    frills    are    banished    save    from    the 
t  Continued   on    page   GO.) 
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NATURAL  FIGURE  STILL  PIVOTAL 
POINT   IN   PARIS. 
(Continued  from  page  46.) 
\\ai~t s  with  no  girdle  and  waists  that  are 
draped  and  darted  so  a.-  to  fit  the  figure 
and  both  these  types  are  girdleless. 

No  matter  what  type  of  gowns  is 
chosen  nor  how  much  drapery  is  used 
above,  the  narrow  skirt  is  the  only  one. 
Plain  skirts  are  only  used  for  the  suit 
intended  for  country  wear  on  occasions 
when  only  the  plain  tailored  suit  is  ad- 
visable. Skirts  as  a  rule  are  puffed  and 
draped,  trilled  and  flounced  or  finished 
with  a  tunic.  The  new  idea  in  drapery 
includes  the  bustle  often  with  the  addi- 
tion of  an  apron  tunic  fastening  with 
Large  bow  at  the  back.  Some  of  these 
bustle  skirts  are  short  and  drawn  up 
behind  to  srive  freedom  around  the  feet. 
This  idea  takes  the  place  of  the  split  and 
often  the  short  skirt  is  made  longer  by 
a  flounce  of  lace  veiling  the  ankles.  The 
split  is  still  worn  as  skirts  are  too  nar- 
row to  be  worn  without  some  contrivance 
for  allowing  free  movement. 

Trouser  Skirts  Again. 

1'oirot  and  a  number  of  other  couturi- 
eres  still  cling  to  the  jupeculottes  or 
trouser  skirts,  and  they  are  safe  to  be 
emphasized  by  these  firms  at  the  open- 
ings now  in  progrc--.  The  draped 
skirts  as  now  worn  are  evidently  design- 
oil  to  pave  the  way.  but  the  difficulty 
seems  to  be  to  produce  a  model  that  is 
both   acceptable  and   practical. 

Coats  are  all  lengths  from  boleros  to 
three-quarter.  With  the  advance  of  fine 
weather  will  come  a  big  run  on  boleros. 
These  coats  will  be  used  to  finish  taffeta 
and  satin  frocks,  and  also  as  the  coat  for 
gaberdine  and  crepe  suits. 

Waistcoats  are  more  of  a  feature  than 
ever  and  the  now  note  is  to  attach  the 
flaring  collar  to  the  vest.  Waistcoats  are 
made  of  fancy  silks,  but  wash  silks, 
pique  and  linen  are  being  brought  out. 

®- 

METHODS  FOR  INCREASING  SALES 
OF   READY-TO-WEAR. 

(Continued  from  page  44.) 
son    until    the    time    for    clearing    sales 
comes  round. 

Though  salespeople  should  always  be 
on  the  alert  and  ready  to  give  customers 
information  about  the  garments  shown, 
or  to  wait  upon  customers  who  intimate 
thai  they  would  like  to  purchase,  no  im- 
portunity should  be  permitted,  and  cus- 
tomers should  be  made  to  fool  they  are 
as  free  to  inspect  this  display  as  to  look 
in  at  the  store  windows.  The  object  of 
this  interior  display  is  similar,  that  is, 
to  tret  customers  interested,  and  to  bring 
people  into  the  department.  It  is  ii, 
a  business  builder,  and  servos  to  intro- 
duce customers  and  possible  customers 
to  the  stock. 
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The  models  here  shown  rep- 
resent three  of  our  live  sell- 
ing lines.  A  half  dozen  of 
each  will  help  out  your  dis- 
plays and  bring  good  busi- 
ness. 


STAR  \f  BRAND 


We  predicted  right  in 
planning  our  fabric 
styles  for  Spring,  1914 


While  other  manufacturers  have  been  advo- 
cating Voiles  very  strongly  for  both  blouses  and 
dresses,  we  have  from  the  outset  pinned  our 
faith  to  a  greater  variety  of  materials,  such  as 
Ratines,  Rice  Cloths,  Fancy  Crepes  of  all 
kinds  and  Crepe  Voiles.  The  proof  that  our 
predictions  were  right  and  that  our  plans  were 
well  laid  is  in  the  fact  that  these  goods  are  "the 
thing"  right  now  and  are  having  tremendous 
sale. 

We  are  very  closely  in  touch  with  style  tend- 
encies in  both  design  and  fabric  and  keep 
"Star  Brand"  right  up  to  the  second  at  all 
times.  Write  for  the  "Star"  man.  Send  for 
samples  of  these  garments  here  illustrated. 
They're  real  value. 


Star  Whitewear  Mfg.   Co. 


BERLIN,  ONTARIO 
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— the  type  of  suits 
and  coats  that 
sell  readily 

We're  right  in  the 
centre  of  the  busy 
season  with  our  big 
range  of  women's 
high -class  suit  and 
coat  models. 

Things  have  come  our  way, 
and  are  coming  the  way  of 
the  merchants  who  have 
stocked  the  Patrician  Spring 
range. 


The  styles  are  right  in  the 
smallest  detail,  the  values  pre- 
sent a  money-making  oppor- 
tunity which  cannot  well  be 
overlooked. 

Wc  especially  invite  the  merchants  who 
visit  Toronto  from  time  to  time,  to  look 
us  up,  tor  we  .ire  constantly  adding  new 
numbers  as  the  season  advances. 


Patrician  Cloak  &  Suit  Co. 

SAMUEL    BUILDING.    KING    ami    SPADINA 

TORONTO 
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NATIONAL 

Raincoats  and  Utility  Coats 
for  SPRING,  1914 


The  Mark  of  Quality 


Any  National  Brand  Coat 
— whether  a  rain  or  utility 
coat — will  stand  up  to  the 
most  severe  examination 
and  criticism  possible  to 
give. 

For     styles     the     National 


range  offers  the  finest  assort- 
ment ever  put  out — they're 
new  and  well-selected  for 
their  selling  qualities. 

The  fabrics  are  very  correct 
and  the  quality  stands  for 
better  values. 


They  "re  the  coats  that  sell  themselves 


We  want  to  convince  you 
that  National  coats  for 
Spring  1914  live  up  to  their 
usually  high  -  standing  in 
every  respect. 

With  this  in  view  we  offer 


to  submit  samples  for  your 
approval  upon  request. 

If  you're  in  search  of  better 
styles,  better  fabrics,  better 
tailoring,  better  fit,  be  sure 
to  see  the  National  line. 


National  Rubber  Co.  of  Canada 


Head  Office 
and  Factory 

WINNIPEG 

286  Bannatyne  Ave. 
CHAS.  COPPLEMAN,  Rep. 


MONTREAL 


Salesrooms  at: 


Cor.  St.  Catherine 
and  Bleury  Sts. 

TORONTO 

60  Front  St.  West 
S.  M.  HANSHER,  Rep. 


r 
v. 
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THE  TRUTH   ABOUT 

RADIUM 

An  article  by  Dr.  George  Ryerson,  ex-M.P.,  of  Toronto, 
detailing  fully  all  the  facts  ascertained  up  to  the  present 
about  radium,  is  published  in  the  March  number  of 
"MacLean's,"  now  out. 

THE  ANNOUNCEMENT  OF  THE  USE  OF  $100,000 
WORTH  OF  RADIUM 

in  the  shoulder  of  an  American  member  of  Congress  set  us 
all  agog  at  the  time,  and  this  Ryerson  article  will  give  us 
much  interesting  enlightenment  regarding  the  mysterious 
substance  called  Radium  which  has  been  creating  such  a 
stir  in  the  scientific  world. 

CANADIANS  ARE  BECOMING  JUSTLY  PROUD 

of  this  great  national  monthly  periodical,  and  the  March 
issue,  with  its  cover  by  a  famous  Canadian  artist  and  the 
many  interesting  special  Canadian  features,  marks  a  new 
epoch  in  the  history  of  Canadian  journalism.  DonV-miss 
this  March  number. 


a 


MacLean's  Magazine" 


will  make  a  valuable  addition  to  your  library  table  and  keep 
you  well  informed  on  things  essential.  Send  us  a  postcard 
with  your  name  and  address,  and  have  your  name  added  to 
our  subscribers'  list. 

Write  Dept.  M. 


Subscription  price  $2.00  a  year;  Twenty  cents  a  copy. 

The    MacLean    Publishing    Co.,    Limited 

1 43-149  University  Avenue.  Toronto.   Canada 


11- 


56 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


®wx  Caster  %i\y 


ABOVE  is  illustrated  one  of  the  nattiest  Waists  we  have  ever 
shown.  It  is  made  of  a  superior  quality  Chiffon  Taffeta  Silk, 
in    all  the  leading  shades. 

We    are    prepared    to  give  immediate  delivery  on  this  waist.       Let  us 
send    you    a    trial    shipment    for  Easter  selling.        Price  is  $42.00  doz. 


Martin   &    Smith  Company,    Limited 

350  Sorauren  Ave.  TORONTO 


57 


Dry  Goods  Review 


READY-TO-WEAR     GARMENTS 


Miller  Choir  Gowns 


for  the  Easter  Services 


Now  is  Just  dip  time  for  you  to  get  or- 
dera  for  choir  gowns  from  the  ungowned 
choirs  of  your  town  and  community. 
.Miller  Choir  Gowns  impart  not  only  a 
very  desirable  uniformity  but  also  an 
linpresslveness  that  will  stamp  the 
Easter  services  with  special  dignity  and 
sincerity  of  worship.  Some  of  the 
"reasons  why"  Miller  Choir  Gowns  are 
so  effective  and  popular — Ample  fullness 
I  allowed  everywhere  in  correct  propor- 
tions, ensuring  a  perfect  fit.  No  other 
gown  has  such  a  beautiful  drape,  and 
full  skirt,  and  deep  -  hanging,  long  - 
pointed  Cathedral  sleeve.  And  no  other 
gown  is  as  comfortable  to  the  wearer. 
or  fits  so  closely  around  the  collar  and 
at  the  front,  thus  completely  hiding  all 
the    undergarments. 

Our'  special  discount  to  the  trade  will 
make  your  efforts  highly  profitable  to 
you  Write  for  new  booklet  and 
samples  of  material  to-day. 


The  Miller  Mfg.  Co.,  Limited 

251   Mutual  St.,  TORONTO 
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1      The  finest  voile      j 
|     waists  in  America     j 

1      for  $16.50  to  $24.00  doz.       J 

W  <■   have  the  sole  Canadian   agency   for  the   most 

exclusive    voile    waists   ever   produced.     They    an- 

=  made   by  the  famous  s 

Triangle   Waist   Co. 

New  York 

and     represented     the    season's     most     advanced 
=  styles.     Place   a    trial   order   now   to   brighten    up 

M  your  Easter  display. 

H  We  are  also   Canadian   agents  for 

The  Celebrated  "Snug 
Fit"  Petticoat  made  by 
the  Eagle  Skirt  Co., 

=  New  York 

H  Samples  on  rcqui-l. 

|     Marcus  Roman     | 

Jacobs  Building 
|  MONTREAL 
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Manufacturers' 

Fitting    Forms 

We  wish  to  call  garment  manufacturers' 
i               attention    to    our    specially    constructed 
[              fitting  forms — perfect  in  figure,  strongly 

made  and  finished.     There  are  hundreds 

in    use   In   the   best   factories.     This   cut 
shows    our    style    C.  at    $9.     It    Is    ex- 
ceptlonal      value.        Write      for      special 
catalog   of   1014    models    of    D.    and    1*. 
1              Fitting   Forms. 

DALE    and    PEARSALL 

Front  St.  E.,                         Toronto 

INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING   FOR     :    :    :    : 

Cbc  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates. 


READY  FOR  SPRING 
DELIVERY- 

This     Kimono,    as   well    as 

other  good  styles    in    House 

Dresses    and    Dressing 

Sacques 

HOUSE  DRESSES 

$5.50  and  $24.00  a  do/, 
of     Chambray     and     Percale 

KIMONOS 

$3.75  to  $21.00  per    doz. 
Lawns,  Crepes,  Challies 

DRESSING  SACQUES 
At   Lowest   Men 

IT  IS  TO   YOL'R  ADYAHTAGBTO 

CARRY    OIR    1 

No.  -70—  Made  ol  Serpentine 
Crepe,  wide  Satin  Ribbon 
trimmed,  (15.00  ■  dot. 

Sent/  </.•■-  a  Sample  order.      Prompt 
Peli-i-ries   Guamnleed 


No.  270 — Kimono 

HIRSCH  BROS.,     71  W.  23rd  Street 

NEW  YORK  CITY 
Mfr».  of  House  Dresses.  Kimonoi,  Robes,  Etc. 
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WASH   DRESSES 


There  is  a  selling  value  in  workmanship  which  is  not 
usually  found  in  wash  dresses. 

High-grade  workmanship  in  every  line  and  stitch  is  the 
absolute  standard  in  the  Betrott^rinces*  line. 

Originality  in  design,  proven  materials  and  a  rigid  high 
standard  of  manufacturing  throughout  are  the  reasons  why 
the  Mtttait^tintt&i  Dresses  stand  out  as  snappy  and  up-to- 
the-minute  merchandise. 

It's  a  practical  line,  too,  all  through. 

A  merchant  can  turn  his  stock  quickly  at  good  prices 
and  the  quality  brings  his  customers  back — next  time. 


Betrott=^rtnces!s!  Jflamrfacturtng 

Company 

Detroit  -  Mich. 

Toronto  Office,  52  Bay  St. 


MANUFACTURERS  OF 

Children's,  Juniors',  Women's 

WASH  DRESSES 


Dry  Goods  Review 
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ARE  WE  PAMPERING  THE  PUBLIC 
IN  OUR  PRIVILEGES? 
(Continued  from  page  15.) 
a  dress;  it  is  sent  up  and  she  pays  for  it, 
cash  or  C.O.D.  The  next  day  the  store 
receives  a  'phone  message  to  call  for 
that  dress  again.  The  driver  probably 
goes  four  or  five  miles  for  it;  and  the 
(!a\  after  he  or  another  driver  calls  at 
that  house  with  the  money.  Accommo- 
dating, isn't  it? 

"That  sort  of  thing  is  getting  more 
and  more  common  with  all  of  us,"  re- 
marked Smeaton,  "but  that  game  of  de- 
livering  the  money  instead  of  having  the 
woman  call  in  at  the  store,  seems  going 
pretty  far." 

"Surely.  But  if  that  were  all  they 
might  grin  and  bear  it.  But  in  a  goodly 
percentage  of  cases  the  'fair  ladye'  gets 
into  that  store  for  more  than  three  trips 
of  the  driver  and  the  business  of  making 
up  her  money.  When  the  dress  comes 
back  it  sometimes  happens  that  keen 
eyes  detect  that  it  has  been  worn,  some- 
times to  a  dance,  by  the  slight  fraying 
of  the  skirt.  There  is  no  absolute  proof 
oj£  it.  and  several  times  when  the  person 
who  bought  a  dress  and  returned  it 
under  such  circumstances  has  been  noti- 
fied, a  denial  has  come — though  not  al- 
ways. In  the  latter  case,  a  cheque  fol- 
lowed and  the  dress  went  back  to  the 
purchaser." 

Sales  Girl  Saw  Dress  at  Dance. 

Smeaton  had  met  such  experiences 
himself. 

"Here's  one  happened  in  a  city  store, 
not  my  own,  though  it  might  have,  as 
well  as  any  where  else.  A  lady  prom- 
inent in  society,  bought  a  beautiful  (and 
costly)  French  model  gown.  The  same 
evening  sales  girls  in  the  store  chanced 
to  be  spectators  at  a  public  function. 
One  of  the  girls  was  in  the  very  depart- 
ment where  those  French  models  were, 
and  she  spotted  this  gown  on  that  lady, 
for  it  was  a  rather  unusual  design  and 
of  course,  carried  only  by  her  own  firm. 
She  was  not  surprised  at  seeing  it  there, 
until  the  next  day  when  the  dress  was  re- 
turned- the  lady  had  decided  not  to 
keep  it !     Tableau! 

"The  upshot  was  that  the  lady  was 
requested  to  come  down  to  the  store  to 
make  certain  explanations  that  seemed 
in  order.  She  came,  and  when  one  wit- 
ness confronted  her,  began  to  protest  it 
was  a  mistake.  The  other  girl  was  sum- 
moned, and  backed  up  bsr  companion. 
Then,  a  cheque  was  made  out  for  the 
full   amount   and   the  dress  went    back. 

"But,"  observed  Smeaton,  "with  all 

cases  before  us,  what  are  we  going 
to  do  about  it?" 

Refused  Whole  Day's  Shopping. 
Unheeding  his  question  I  took  up  tho 

narrative  again:  , 


"Once  upon  a  time  lived  a  lady  in  a 
small  house,  with  neighbors  about  her  in 
rather  better  circumstances.  She  made 
8  descent  one  day  upon  a  department 
store  and  ordered  goods  sent  C.O.D. 
from  half  a  dozen  different  departments, 
some  of  them  bulky  articles.  The  first 
lot  that  was  sent  up.  was  refused.  No, 
she  had  not  ordered  them;  there  must 
be  some  mistake. 

"Very  good, 

"The  next  lot,  ditto,  and  the  third, 
ditto  also. 

"Meanwhile  neighbors  saw  good's  go- 
ing in  and  plight  be  supposed  to  surmise, 
'Mrs.  must  be  in  pretty  good  cir- 
cumstances after  all,  or  have  been  men- 
tioned in  some  one's  will,  surely.  See 
all    the   new   tinners   she's    jetting   from 


Had  Not  Been  There  at  All. 

"The  repetition  of  the  refusal  and  the 
declaration  that  the  goods  had  not  been 
ordered,  were  reported  by  one  of  the 
drivers,  and  an  enquiry  made  As  a  re- 
sult several  clerks  were  actually   taken 

up   to    Mrs.   I house,  and   assured 

her  that  she  had  ordered  the  goods  from 
them,   sent   C.O.D.     'Oh,  no,  you're   all 

mistaken.      I    haven't    been    in    

store  in  a  week.  What  could  be  done? 
The  real  truth  is  that  some  firms  make  it 
so  easy  to  return  goods;  such  a  favor 
indeed  that  people  abuse  the  privilege 
where  they  do  not  attempt  it.  where 
some  slight  harrier  is  raised  to  wholesale 
returns  without  a  shred  of  excuse. 

"Let  me  tell  you  another  incident,  re- 
peated hundreds  of  times.  A  girl  order- 
ed a  new  Spring  silk  dress  at  a  store, — 
a  different  one  this  time, — and  paid  for 
it  ordering  it  to  be  sent  to  her  home. 
She  then  went  to  another  store,  bought 
the  same  kind  of  silk  that  was  used  in 
that  beautiful  new  model,  and  the  trim- 
mings, examined  the  dress  closely  over- 
night, made  drawings  for  her  dress- 
maker to  use,  and  next  day  sent  back  the 
dress  and  got  her  money  back.  This 
method  of  abuse,  fortunately  does  not 
injure    the   dress  like    wearing   it   would. 

"Take  another  form  of  abuse:  in  this 
case  deliberately  dishonest.  A  woman 
— we  will  omit  the  word  'lady'  this  time, 
priced  an  aluminum  article  at  one  store; 
saw  a  similar  article  advertised  for  less 
at  another  store:  bought  one.  and  took  it 
to  the  first  mentioned  store  and  they 
accepted  it  and  paid  her  their  own,  a 
higher  price,  for  it!  With  the  money 
she  went  back  to  the  other  store,  bought 

t!fe  article  again  at  the  advertised  price, 
and  was  in  the  difference     if  we  do  not 

take  the  value  of  her  time  into  con- 
sideration." 

"In  that  case,"  was  Smeaton 's  quick 
criticism,  "the  store  should  not  have 
accepted  the  goods  without  the  bill,  and 
secondly,   it    would    have   heen   better  had 
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some  one  in  that  department  watched 
the  offerings  of  the  other  store  care- 
fully, to  see  that  they  did  not  sell  goods 
at  a  lower  rate.  But  this  latter  point 
we  can  go  into  some  other  way. '  * 

"Yes,  I  would  like  to  have  a  chat  with 
you  on  the  point  of  a  'comparison'  de- 
partment in  a  lar^e  store.  But  let  us  get 
back  to  'privileges  and  their  abuses.'  Do 
not  think  for  a  moment  that  I  do  not  ap 
preciate  the  enormous  advantages  accru- 
ing to  a  store  that  makes  it  as  conveni- 
ent as  possible;  as  pleasant  as  possible 
for  a  customer.  I  am  only  raisin?  the 
point  as  to  whether  the  theory  of  the 
divine  right  of  customers, — "The  Cus- 
tomer Can  Do  No  Wrong' —  in  a  legi- 
timate one." 

And  I  left  Smeaton  in  a  brown  study, 
his  'returns'  lying  untouched  on  the 
desk  before  him. 


CHILDREN'S  WEAR. 

(Continued  from  page  52.) 

party  gown,  and  the  little  woman  is  clad 
in  straight  line  dresses  that  give  perfect 
freedom  of  movement.  It  is  gratifying, 
too,  to  see  the  increasing  use  made  of 
checked  materials  for  children's  wear, 
tor  this  bads  hack  to  ginghams,  and  no 
other  material  is  quite  so  suitable  for 
children's  dresses. 

Certain  prominent  features  mark  the 
present  styles,  and  will  be  embodied 
in  the  new  lines  for  Fall,  which  are  now 
in  preparation.  Belts  and  sleeves  are 
emphasized  and  the  long  shoulder  ap- 
pears on  most  dresses.  Sometimes  it 
takes  the  form  of  the  drop  shoulder. 
Other  models  show  a  yoke  either  over  the 
shoulder  alone,  or  shallow  at  the  back 
into  which  the  garment  is  frilled,  both 
front  and  back.  Many  dresses  are  ki- 
mona  cut,  while  others  show  the  sleeve 
which  is  the  continuation  of  the  shoul- 
der yoke,  and  many  have  the  deep  cut 
or  bat  's-wing  armhole. 

Pleated  skirts  still  hold  their  own  not- 
withstanding  the  popularity  of  the 
straight  type  of  dress.  These  are  often 
attached  to  an  under-bodice  having 
sleeves  of  the  same  material.  This  is  a 
pleasing  style  when  the  skirt  and  slcevt  s 
are  of  plaid,  and  there  is  a  slec 
blouse  of  plain  material  provided  to 
plete  the  dress.  A  smart  little  dress 
of  checked  material  had  this  blouse  of 
plain  blue  serge.  There  is  a  collar  as 
well  as   \est   and  deep  belt  of  the  - 

Coats  are  built  along  the  same  simple 
lines,  and  the  low  belt  is  still  the  big 
feature.  The  only  change  comes  in  the 
cutting  of  the  sleeve,  which  is  either  ki- 
mona  or  raglan  fashion.  Coats  of  the 
outing  type  built  along  English  lines  are 
going  to  be  worn  by  young  girls  and 
misses  during  the  coining  season. 
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To   the   Ready-to-Wear 
Buyers  of  Canada 

This  to  acknowledge  with  thanks  the  kind  reception  given  to  our  Mr.  Morgan  on  his  recent 

trip  to  Canada. 

We  have  since  been  favored  by  calls  from  several  Canadian  buyers  who  have  expressed 

their  satisfaction  of  the  values  we  are  offering  the  Canadian  trade. 

We  anticipate  visits  from  other  buyers  and  extend  to  them,  and  likewise  to  those  whom  Mr. 

Morgan  has  not  yet  met,  a  most  cordial  invitation  to  call  upon  us  when  in  New  York  and 

we  will  show  them  lines  of  exceptional  values  in  cloaks,  suits,  dresses  and  waists  in  which 

we  specialize. 

Mr.  Morgan  visited  the  cities  of  Hamilton.  Toronto,  Ottawa  and  Montreal  and  is  planning 

another  trip,  at  which  time  he  will  have  the  pleasure   of  renewing  his  acquaintance   with 

buyers  in  these  cities  and  also  those   of   other  important  towns   in  Ontario   and  Quebec, 

bringing  with  him  for  inspection  samples  of  the  latest  New  York  offerings. 

Our  New  York  facilities  are  always  at  the  disposal  of  the  Canadian  trade. 

We  refer  you  to  The  Dry  Goods  Review  as  to  our  reliability. 

WITTEMANN  &  MORGAN 

CANADIAN    REPRESENTATIVES 

116  West  32nd  Street  New  York 

Telephone  Mad.  Sq.   1301 


BRAND 


niuteujGcuc 


Special  Leaders  Only 

The  Dorothy  Brand  white  wear  specials  are  known  from  coast  to  coast  for 
their  big  values.  We  are  going  them  one  better  by  a  monthly  extra  special 
which  we  offer  the  trade.  These  monthly  specials  give  the  buyer  an  oppor- 
tunity to  put  over  a  real  live  sale  that  will  attract  the  crowds. 

Drop  a  card  to-day  and  find  out  what  is  on  for  April. 

The  F.  G.  Hayward  Co. 

The  Corset  Cover  House  of   Canada 

77  York  St.  TORONTO 

^ , J 
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FURS 


Business  Brightening  in  Fur  Centres  Under 

Reduced   Prices 

At  London  Sales  Fox,  Wolf  and  Opossum  Brought  Higher 
Figures,  But  Rest  on  List  Dropped  as  Much  as  40  Per  Cent.  Com- 
pared With  January,  March  and  October — More  Hopeful  Feeling 
on  All  Sides. 


MORE  details  in  cables  and  corres- 
pondence on  the  earlier  auctions 
confirm  the  brief  reports  in  last 
issue  of  The  Review  that  fox  and  wolf 
alone  in  the  long  list  of  furs  improved 
their  position  in  every  transaction. 
Opossum  held  its  own  in  one  or  two 
cases,  and  even  advanced  once,  while  all 
the  rest  fell  below  the  figures  of  last 
March,  and  many  of  them  showed  a  de- 
cline even  on  October.  This,  of  course, 
was  generally  expected  and  was  indi- 
cated in  The  Review  as  far  back  as 
November.  At  that  time  it  was  known 
that  the  large  stocks  left  unsold  from 
the  October  sales  would  be  thrown  on 
the  market  in  January  with  the  stocks 
purchased  in  the  interval.  Then  there 
were  several  firms  whose  financial  con- 
dition forced  them  to  unload,  and  others 
who  had  surplus  goods  to  dispose  of 
owing  to  the  light  business  in  repeat  and 
other  "  immediate"  orders  in  October 
and  Nbvembi  r.  Another  market  condi- 
tion that  had  to  be  met  was  the  fact  that 
many  of  the  retailers  were  known  to 
have  large  stocks  on  hand  that  would  be 
curtailed  in  January  and  February  only 

if   a    Steady   Spell   of  COld    weather  sel    in. 

All    these    factors    broughl    a    natural 

result      a    falling   market      and    one    that 

will    be    welcomed    by    retailers,    with    the 

single  exception  of  those  who  may  be 
unfortunate    to    have    heavy    stocks   to 

hold    over.      This    condition,    however,    IS 

being  relieved  to  a  certain  extent  everj 
day    by    the    prolonged    period    of    cold 

weather  and  the  tempting  cuts  that  have 
been    made    on    every    side    in     fur    goods. 

'  Ince  t  be  reduction  in  the  price  of  furs 

has     extended     n\  er     several     BeaSOnB,     as 

tnanj   believe  it   will,  the  public  demand 

will    readily    respond    to    more    favorable 

quotal  ions,  As  has  be<  n  pointed  out, 
the  fashionable  furs,  made  up  mostly  in 
sets,  always  w  ill  be  in  demand,  but  after 
.-.II  the  ■re.it  majority  of  merchants,  95 
per  een! .  at  lea^t,  must  depend  on  public 
feeling    in   gi  aeral   towards  t  be  wearing 


SOME  OF  THE  DECLINES. 

Below  are  given  some  of  the 
declines  at  the  London  sales 
compared  with  one  year  ago: 

Pur.  p.c. 

►Bed  Fox 15 

Skunk 10 

Mink,  from  20  to 10 

Beaver 20 

Ermine,  30  to   25 

-Raccoon,  40  to 10 

.Civet  Cat 10 

Muskrat,  40  to 35 

Among  advances  on  October 
prices  were  opossum,  grey  fox, 
wolf,  raccoon,  Russian  sable. 


oi  furs  and  the  prices  they  will  be  con- 
lenl  to  pay.  It  is  these  who  will  wel- 
come a  lower  level  in  the  raw  fur 
markets    which    will    bring    the    price    of 

the  manufactured  article  down  to  a 
moderate   basis  for  selling. 

Wolf  and  Some  Fox  Up. 
Dealing   first    with    the    higher-priced 

furs,  wolf  at  the  Xesbitt  sale  reached 
a  20  per  (•.■nl.  advance  on  lasl  October, 
in     spite    of    the    fact    that     there    were 

17.:>oo  pelts  compared  with  6,23]  offered 
in  January,  L913.  Ai  the  Lampson  sale. 
wolf  was  25  per  cent,  higher  than   last 

March.       At     Huth's,     L5    per    een'.    0V6I 

Octobi  r. 

Pox,  indeed,  was  not   uniformly  higher. 
Red   fox,  BO  popular  this  season,  inclined 

to  lie  lower,  20  per  cent,  below  March 
prices  at  the  Nesbitl  sale;  10  per  cent, 
lower  at  Lampson 's,  ami  L5  per  cent, 
below   October  price-  mi   Huth's. 

Kill     fo\     was     15     per       cent.       below 
October   and    25    per    cent,    below     March 

Qrej  Pox  10  to  15  per  cent,  below  March, 
but  10  per  cent,  higher  than  October  at 
Huth's 
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Silver   fox   at  Xesbitt \s  was   ; 
as    March:   but   the  Lampson  pric. - 
quoted   as   50   per   cent,    higher  than    in 
March,   an   apparent   contradiction.      At 
Huth's   sale   it    is  marked   2"    per   cent. 
advance  on  October. 

Crcfss  fox.  .Ill  per  cent,  higher  than 
March  at  the  two  first,  and  the  same  as 
October  figure  at  Huth's. 

Generally  speaking,  in  January  and 
March,  prices  were  inflated  m  several 
Inns,  while  in  October  they  reached  low 
mark  in  several  years  up  to  that  til 

Opossum  was  10  per  cent,  higher  than 
in  January.  American.  12%  per  cent, 
above  October,  and  Australian  ringtail, 
10  per  cent,  below  October. 

(net    cat,    the    popular   trimmer. 
equal   to  October,  and  only  10  per  cent. 
below  March. 

Skunk  Kept  Up  Well. 

Skunk  held  tip  well,  bcin?  only  10  per 
cent,  lower  than  last  January:  20  per 
cent,  below  March,  and  7%  jxt  cent. 
higher  than  in  October. 

Mink,  which  was  scheduled  by  many 
tor  a  heavy  decline,  also  bore  up  bravely. 
10  to  20  per  cent,  below  last  March,  and 
holding  to  the  same  titrurcv  a-  in 
October. 

Beaver  declined  20  per  cent,  on  March, 
and  10  per  cent,  on  October. 

Ermine  fell  badly,  25  to  30  per  cent. 
below  March. 

Below  appear  details,  by  cable,  of 
Rgures  at  the  various  Bait 

The  Nesbitt  Sale. 
W'olt'.    northern,   20    per   cent,    above 
October,     Southern,  ditto. 
Wolf.  Western,  same  as  October. 

Hear.   40   per   cent,    below    October 

Wild  cat.  30  per  cent,  below  October. 

House  eat.  lo  per  cent.  abov<  October, 

Raccoon,   soul     western,  40  per  cent. 

belovi   Januari  ;   New    York  and  similar, 

10   per   cent.    b.  low    January. 

Mink.  'JO  per  cent,   below    March. 
(Continued  oa  p.iire  Pfi  ^ 


CANADIAN    FUR   TRADE  Dry  Goods  Review 


RELIABLE  FURS 

Absolutely  correct  in  style 
and  of  Exceptional  Value 


Our  stocks  were  reduced  considerably  this  season  and  we 
have  therefore  been  able  to  buy  large  quantities  of  furs  at  the 
NEW  PRICES,  which  are  in  almost  every  case  lower  than 
I9I3  figures.  Prices  are  now  advancing  again,  but  having 
bought  advantageously  we  are  in  a  position  to  sell  to  you  at 
RIGHT  PRICES. 

Our  travellers  are  starting  out  this  month  with  the  new 
range  of  samples.  It  will  be  to  your  advantage  to  see  them 
before  placing  orders.     Look  for 

MR.  JOHN  MAITLAND,  in  Ontario. 

MR.  MARTIN  WILLIAMS,  in  Western  Provinces. 

MR.  A.  LAMBERT,  in  Quebec  and  Maritime  Provinces. 

We  feel  proud  of  our  1914  range.  You  will  feel  proud 
to  sell  them  to  your  customers. 


LABERGE,  CHEVALIER  &  CO 

Makers  of  Stylish  Furs 
MONTREAL 
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New   Fashions  in    Furs   for  the   Fall  of  1914 

Shorter  coats  than  this  year,  with  loose-fitting  bodies — "Shawls'" 
with  one  side  longer  than  the  other — Contrasted  furs  popular — 
Silk  and  satin  trimming  on  sets. 


SOME  weeks  ago  few  forecasts  were 
made  in  The  Review  regarding  new 
styles  in  furs  for  the  Fall  of  1914. 
At  that  time  little  in  the  way  of  detail- 
ed information  could  be  given  hut  among 
other  thins  it  was  pointed  out  then  that 
short  coats  would  have  the  run  next  sea- 
son while  Dutch  collars 
and  kimono  sleeves 
would  be  seen. 

Later  information 
has  quite  confirmed 
these  opinions.  The 
average  length  for 
coats  in  Canada  will  be 
44  inches,  although 
some  will  be  seen  as 
long  as  52  inches  and 
in  New  York  36  will 
be  a  quite  fashionable 
length.  The  general 
tendency  in  coats  is  to- 
wards a  loose  fitting 
body  with  full  back 
and  a  slight  ripple  at 
the  bottom.  Kimono 
sleeves  too  will  be  very 
common  and  shawl  col- 
lars will  again  be  good, 
although,  as  already 
pointed  out,  a  new 
Dutch  collar  will  be  a 
Striking        innovation. 

Among  some  of  the 
new  models  shown  The 
Review  was  a  very 
handsome  forty  -  four 
inch  mole  coney  coat 
with  rounded  front. 
which  latter,  by  the 
way,  is  going  to  be  ex- 
tremely common.  The 
collar  is  of  a  small 
Dutch  cut  and  runs 
Btraighi  across  the 
front  from  shoulder  to 
shoulder  with  no  ap- 
proach to  a  lapel 
whatever.  It  was  very 
lighl  and  sofl  ami  made  to  be  used  for 
different  purposes,  even  as  an  opera 
cloak. 

Two  of  the  Longer  Coats. 

Another    coal     seen     was    one    of    the 

few  52-inch  lengths  in  a  handsome 
combination   of  Hudson   seal  and  mole 

In   this  coal,  the  body   was  of  seal 

and  the  collar  and  cuffs  were  of  mole- 
skm.  inlaid  with  Hudson  seal,  giving  a 
verj   rich  ami  attractive  appearanoe.  A 


coal  of  similar  length  for  carriage  use 
was  also  of  Hudson  seal  with  a  very 
square  back  and  a  very  large  shawl 
collar  of  Australian  opossum.  A  slash- 
ed pocket  on  the  right  side  and  very 
deep  cuffs  of  sealskin  were  further 
features. 


I. — Hudson   Seal    with    Civel     Trimming;     2— Persian     Lamb. 
Laberge,  Chevalier  &  Co.,  Montreal. 

in  coats  of  the  average  44-inch  length 
was  one  of  sealskin  with  the  usual 
loose-fitting  hack  and  rounded  or 
French  front  with  shawl  collar  ami 
Cuffs  of  Persian  lamb.  The  model  was 
shown  with  both  coat  and  kimono 
sleeves.     On   a  muskral   coat   displayed. 

the  skins   in   the  slee\es  were  so  cut   and 

arranged  thai  the  dark  parts  of  the  fur 
gave  a  zigzag  or  diamond  effect,  quite 
new   and  \er\    pleasing. 


Pur  trimmings  on  cloth  coats  and 
dresses  will  he  very  strong  and  few 
cloth  coats  without  a  fur  collar  or  other 
trimming  will  be  seen. 
Large  Muffs,  Elaborately  Trimmed. 
As  regards  sets,  muffs  will  be  large 
with  elaborate  trimmings  of  silk  or 
satin.  Stoles  this 
year  will  be  known 
mostly  as  shawls,  and 
generally  will  be  made 
with  one  end  much 
shorter  than  the  other 
and  may  be  worn  with 
fastening  in  front  or 
on  the  shoulder  or 
even  at  the  back.  One 
new  set  of  civet  cat 
was  shown  to  The  Re- 
view in  which  the 
short  end  of  the  stole 
was  ornamented  with 
two  heads,  and  fasten- 
ed by  slipping  through 
a  slit  in  the  longer 
side.  Some  muffs  are 
being  made  so  that 
they  will  be  reversible, 
enabling  either  side  to 
be  turned  out.  The 
common  size  will  be 
about  16  by  30  inches. 

Long  -  haired  furs 
will  be  in  the  greatest 
demand,  particularly 
for  sets  of  the  more 
fancy  designs,  as  this 
lends  itself  more  readi- 
ly to  this  purpose.  F or 
coats  on  the  other  hand 
short-haired  pelts  will 
be  mainly  used  in  the 
body.  while  longer- 
haired  furs,  such  as 
sable  skunk,  fitch  and 
mink  are  liked  for  use 
on  collars,  cuffs  and 
other  trimmil 


Shown    by 


Set  of  Blue  Wolf. 

A  \or\  nice  set  of  blue  wolf  is  being 
shown,  the  stole  of  which  can  ho  worn 
wilh    fastening  on   the  shoulder  and   the 

opposite  side  ornamented  with  a  head. 

The  muff  has  a  tail  in  the  centre  with  a 

lea!    above   and    two   pawn,   one   on   each 

\    i  erj    "  Pussy"    black    wolf   set 

was   made   up   as   the   manufacturer   s:1id 

itinuod   on    page  <'<»i.1 
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Our  Concrete  Foundation-  Cannot  be  Disintegrated 

.  Illustrating  the  Nation-Wide  Reputation  Upon  Which   Rests 

Moose  Head  Brand  Furs 

Through  over  60  Years  of  solid  satisfaction,  the  most  exacting 
public  has  come  to  regard  MQOSE  HEAD  BRAND  as  the 
National  Standard  of  Style,  Quality  and  Value. 

LADIES'      SLEIGH      MEN'S 
FURS  ROBES        FURS 

Guaranteed  Furs — Cost  No    Higher    than    Others 

vvhy  not  carry   the   most   refutable   brand  produced  ? 
FAVOR  US  WITH  A  LETTER  OF  ENQUIRY 


L.  Gnaedinger,  Son 

90,  92,  94  St.  Peter  Street, 


&    Company 

MONTREAL 
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CANADIAN     FUR    TRADE 


Canadian    Dealer's    Forecast 

Estimate  of  Montreal  firm  for  next  Fall  from 
8  to  30  per  cent,  lower  than  present  season — 
Even  Fox  is  included. 


A  PRACTICAL  recognition  bhal  fur 
prices  will  be  considerably  lower 
next  Fall  has  come  in  the  form  of 
a  circular  letter  thai  «as  scut  out  by  L. 
Gnaedinger,  Son  &  Co.,  of  Montreal,  to 
their  customers  as  early  as  the  first  week 
in  January . 

The  letter  read  as  follows: 
"With  every  indication  for  a  greal 
change  of  prices  in  most  lines  of  furs  for 
next  season,  we  feel  ourselves  in  duty 
bound  to  notify  you  of  the  fact,  and 
while  it  is  not  possible  just  now  for  us 
to  come  nut  with  any  positive  statement 
of  what  percent  aire  lower  the  new  prices 
may  be  on  the  different  lines,  we  give 
you  the  following-  rough  estimate  to 
show  you  what  may  be  expected  and  to 


guide  you  in  using  all  means  to  reduce 
your  stock  now  rather  than  take  any 
chance  of  carrying  over  to  next  fall :  — 

"Raccoon  coats,  25  %  lower;  raccoon, 
dyed  as  skunk.  20%  lower;  Alaska  sable. 
25%  lower:  liaison's  Bay  sable,  25% 
lower;  lynx,  30%  lower;  muskrat  No.  1. 
20%  lower;  muskrat  No.  2,  20%  lower; 
ermine,  25  %  lower;  mink  No.  1  quality, 
10%  lower;  mink  No.  2  quality,  15% 
lower;  Columbia  sable,  15%  lower; 
beaver,  10%  lower;  Persian  lamb,  10% 
lower;  foxes,  8%  lower;  otter.  10r; 
lower. 

"We  hope  that  your  stock  is  in  such 
condition  that  you  will  not  be  affected 
by  the  above." 


NEW  FASHIONS  IN  FURS  FOR  THE 
FALL  OF  1914. 

(Continued  from  page  64.) 
"with    heads    and    tails    and    paws    all 
over. ' ' 

Red  fox,  too,  is  a  fur  which  will  be 
much  used.  An  elaborate  "shawl"  of 
red  fox  is  to  be  had,  made  of  three 
skins,  one  across  the  back  and  two 
down  the  sides.  The  muff  was  adorned 
with  a  head  in  the  upper  right  hand 
corner  and  a  tail  on  the  lower  left. 
Less  Fur,  Therefore  Lower  Price. 

Furs  of  contrasting  colors,  lighter 
and  darker,  will  be  seen  in  coats  but 
sets  will  not  be  of  mixed  furs.  For  sets 
of  light  furs,  civet  cat  and  red  fox  will 
be  those  principally  used.  While  not 
saying  anything  about  the  relative  prices 
of  raw  furs,  women  should  this  year 
have  to  pay  less  for  their  furs  than 
formerly,  owing  to  the  fact  that  neck 
pieces  are  considerably  shorter  than  they 
were.  It  must  not  be  lost  sight  of,  how- 
ever, that  the  very  little  neckpieces  are 
quite  out  of  fashion,  but  so,  too,  are  the 
very  long  ones,  hence  less  skin  is  neces- 
sary in  the  making  up  of  the  average 
set. 


BUSINESS    BRIGHTENING    IN    FUR 

CENTRES  UNDER  REDUCED 

PRICES. 

(Continued   from  page  62.) 

Marten,   Hi  per  cent,   below   March. 
Pox,  kilt.  L5  per  cent,  below  October. 
POX,    '.rev.    Ill    per   criit.    below    March. 

Pox,  red.  20  per  cent,  decline  on  March. 
Pox,    cross,    50    per    cent,    advance    cm 

i.i-t  Mai-cii  sale. 

POX,    silver,    same    as    March. 
tail   sable.   Bame  as   March. 


Wolverine,  same  as  March. 

Ermine,  30  per  cent,  decline  on  March. 

Fisher,  30  per  cent,  decline  on  March. 

Beaver,  20  per  cent,  decline  on  M. 

Lynx,  50  per  cent,  decline  on  March. 

Otter,  30  per  cent,  decline  on  March. 

Skunk,  10  per  cent,  decline  on  last 
•TanuaVy. 

Civet  cat,  same  as  October. 

Opossum,  10  per  cent,  advance  on 
January. 

Muskrat,  15  per  cent,  decline  on 
October. 

The  Hudson's  Bay  Co.'s 

Muskrat.  ii?1  ■_.  per  cent,  lower  than 
last  January. 

Beaver,  10  per  cent,  lower  than  last 
January. 

Lampson  &  Co.'s. 

Raccoon,  Northern  and  North-western, 
same  as  March. 

Raccoon,  Central,  20  per  cent,  lower 
than  March. 

Raccoon,  Southwestern.  25  per  cent, 
lower  than  March. 

Muskrat,  Spring,  30  per  cent,  lower 
than  March. 

Muskrat.  winter,  35  per  cent,  lower 
I  han  March. 

Muskrat,  tall.  40  per  cent,  lower  than 
March. 

Muskrat.  black,  30  per  cent,  lower 
than  March. 

Muskrat,  Southern.  50  per  cent,  lower 
I  hau   March. 

Skunk,  black  and  short-stripe,  'JO  per 
cent,   lower  than    March. 

Skunk.  Long  Stripe,  20  per  cent,  lower 
than    March. 

Skunk,  white.  25  per  cent,  lower  than 
March. 

•'at.  civet.  10  per  cent,  lower  than 
March. 
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Opossum,   1">  per     cent,     lower     than 
March. 

Mink.   Northern    and    Eastern,    10    per 
cent,  lower  than  March. 

Mink,  Western.  15  per  cent,  lower  than 
March. 

Mink.  Southwest)  in.  20  per  cent,  lower 
than   March. 

Marti"  .  30  per  cent    lower  thfl 

Sable,    Russian.    10    per    cent,    higher 
than  March. 

Fox.  silver,  50  per  cent  'ban 

March. 

Fox.   cross,   50   per   cent,   higher  than 
March. 

.    red.    10    per    cent,      lower      than 
March. 

Fox.   grey,   15  per  cent,     lower     than 
March. 

Pox,  kitt.  25  per     cent,     lower 
March. 

Fox.  white.  March. 

Fox,  blue,  same  as  March. 

Otter,  25  per  cent,  lower  than  Marcii. 

Lynx,  40  per  cut.  lower  than  March. 

Fisher.  30  per  cent,  lower  than  March. 

Reaver.  15  per  cent,  lower  than  March. 

Bear,  40  per  cent,  lower  than  March. 

Wolf,  25  per  cent,  higher  than  Ifai 

Wolverine,    20    per    cent,    lower   than 
March. 

Cat.    wild.    40    per    cent,    lower    than 
March. 

Cat.    house.    40   per   cent,    lower    I 
March. 

Badger,  15  per  cent,  lower  than  March. 

Ermine,   25    per     cent,      lower     than 
March. 

Squirrel,  smiie  ;1s  March. 

Chinchilla.   30  per  cent,     lower     than 
March. 

Fox.  red.  Australian,  10  per  cent.  1 
than  Octoln  r. 

Opossum.  Australian,  sat:  her 

Opossun  .    Australian    rinsrtail.    To 
cent,  lower  than  October. 

Wallaby,   tanners".   10  per  cent.   I 
than  October. 

Wallaby,  furrier-. "   10  per  jlier 

than  October. 

Frederick  Huth  &  Co.'s 

Skunk   advanced    71  ■_.     per     cent 
October. 

Opossum,  American,     advanced     121  i 
per  cent,  on  October. 

Grey    fox    advanced    1"   per   cent,    on 
i  »c  ober. 

Silver  fox   ad\  anced  30   p«  r  eenl 
October. 

Bear  advanced  20  per  cent,  on  Oefa  I 

Wolf  advanced  16  per  cent,  on  October. 

Kaeeoon    (rough,    heavy  1    advanced   M 
per  sent,  on  October. 

Raccoon    (Western)   advanced   14  per 

cent,   on  October. 

Etaoooou  (Southwestern  and  seat)  un 
changed  on  October. 
Civet  unchanged  mi  October. 
Cross  Pox  unchanged  on  October, 
Wolverine  unchanged   on   October 


CANADIAN    FUR    TRADE  Dry  Goods  Review 


SEAL    BRAND 


It  is  a  fact  well  known  to  almost  every 
successful  merchant  in  nearly  every  city 
or  important  town  of  Canada,  that  the 


TRADE   MARK 


Seal  Brand  Fur  Garments 

have  a  reputation  for  quality,  durability,  and  style,  gained  by  our  many  years  of  experience,  also  by  our  constant 
endeavor  to  manufacture  nothing  but  the  best  and  the  latest  modes  and  exclusive  designs,  at  prices  that  are  as  low 
as  is  consistent  with  the  best  quality  and  workmanship.  We  now  beg  to  assure  you  that  when  you  will  carefully 
look  over  our  samples  shown  by  our  representatives,  who  will  visit  you  shortly,  for  the  coming  season,  you  will  be 
fully  convinced  that  we  have  not  relaxed  our  efforts,  but,  rather  stimulated  by  our  past  successes,  are  doing  our 
utmost  to  offer  you  still  better  values  and  much  better  service  than  even  in  the  past. 

B.  SILVER    &    CO.,  Wholesale  Fur  Manufacturers 

Makers  of   the  Famous  SEAL   BRAND   Fur  Garments — Guaranteed 

420  St.  Paul  St.  MONTREAL 


R.  L.  Jose,  Fine  Furs 

Hudson  Bay  Sable,  Ermine,  Fox,  Beaver,  Persian,  Mink,  etc., 
in  sets.  Seal,  Hudson  Seal,  Beaver,  Persian  and  Fur-Trimmed 

Coats.    Opera  Cloaks. 

QUALITY  FURS  ONLY 

75  BAY  STREET,  TORONTO 


John  Wanamaker  says  that  advertising  doesn't  jerk — it 
PULLS.  He  ought  to  know,  and  yet  some  men  think  that 
advertising  should  go  against  all  rules  and  precedents  and 
jerk  them  to  success  with  one  tremendous  yank. 
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KNITTED  GOODS 


Popular  Lines  of  Knit  Goods  for  Summer  and  Fall 

Self-Colors  in  Eeavier  Weaves  Appear  Most  Popular—Colored 
Eosiery  Thai  is  Selling— New  Shirt  and  Drawers  Combination 
for  Men     Some  Sporting  Outfits. 


THAT  plain  colors  in  sweater  coats 
w  ill  have  a  stronger  run  than  ever 
aexl  Fall  is  the  belief  of  many 
wholesalers.  Particularly  is  this 
thought  to  be  the  case  in  the  higher 
priced  coats  where  tans,  fawns,  grays, 
maroons,  cardinals,  khakis  and  navies 
,n    the    beavj    weaves   are    taking    well. 

In    the   lighter   grade   g Is,   as    bi  fore, 

trims  will  be  found,  such  as  may  with 
cardinal,  gray  with  blue,  etc.  While 
both  the  auto  and  shawl  collars  will  be 
good  sellers,  the  preference  is  in  favor 
of  the  latter  although,  of  course,  collars 
of  other  shapes  are  still  being  sold. 

As  was  stated  in  The  Review  recently 
prices  will  he  higher  than  last  Fall  on 
sweater  coats.     One   wholesaler  gave  it 

as  his  belief  thai  while  price-,  in  oth<  r 
knitted  lines  might  remain  almost  at  the 
same  level   for  some  time,  any   increase 

in  business  would  be  immediately  fol- 
low, ,1  by  a  jump  in  price.  He  also  pre- 
dicted   thai    some    lines    of    knitted    goods 

might  be  scarce  next  Fall  as  he  b<  tieved 
thai  as  large  quantities  as  usual  were 
not  being  manufactured  owing  to  cauti- 
ous buying. 

A  New  Cardigan  Jacket. 

Among  the  man>    mu  ell  ti  -   being   put 

out     for    Summer    wear    is    a    new     ladies' 

cardigan   jacket    which    i-    proving    very 

popular,  in  a  ' '  crocheted  knit  ' '  w  ea  \  e. 
1 1  is  made  in  all  pastel  shades  of  brilli- 
ant colors  j  el  w  ith  soi  i  effects.  It  is  a 
close-fitting  cardigan,  very  light  in 
weighl  and  has  tiie  advantage  of  taking 
up  very  little  (oom  under  a  woman's 
suit. 

Golf  Jacket  for  Women. 
\  ii,. i  in  i    new    thing    is   a    \  erj    -man 
lightweight    golfers'   jacket    for   women. 
This   coal    is   made   tight-fitting    with    a 
iod  deal  of  stj  le  w  Inch  is  a  point  much 
emphasized,    and    the    garment    is    \ cry 
hie   i  or  « i  aring   oy  et  light   Bummer 
dress,-       it    i-   made    with    a    \   shaped 
neck,  i-  ah, mi   lnp  length  and  has  a  high 
belted  eff<  cl  a4  t he  back.     It  i-  made  in 
shot    color   combinations    of    black    and 
d,  black  and  pur- 
ple,   black    and    emerald    ami    black    and 


white,  as  well  as  in  self  color-  of  a  large 
and  brilliant  range,  (ireat  elasticity, 
giving  the  wearer  every  freedom  of 
movement,    is   a    special    feature   of   the 

coat. 

A  Neat  Little  Coat. 
A    very   dressy      little  coat    somewhal 

similar  to   that    described   above   is    one 

which   differs   from   it    in   the   fact    that    it 

is  finished  with  a  collar  and  cull's  of  ( - 

trasting  colors,  for  instance,  the  sample 
show  n  to  'flu-  Review  was  of  navy  blue 
with  notched  lapel  collar  in  green  and 
white,  and  green  and  white  Cuffs.  It 
also  is  made  with  the  high  belted  effect 
and  the  button  holes  of  this  particular 
coat  were  trimmed  with  green  cord. 
These   coats     can     scarcely     be     called 

sweater   cat-    a-    the    effect    is   altogether 

different.      In    fact    as    one   young    lady 

who  was  present  remarked  when  looking 
at  the  coat  last  described,  '"Why.  it  just 
looks  at  a  distance  like  a  lovely  little 
blue  serge  coal  with  green  ami  white 
i  rimmings. 

Men's  Stockinette  Golf  Jacket. 

for  men.  a  'jolt'  jacket  is  shown,  made 
of  stockinette  material  in  Norfolk  style. 
form   fitting  with   bi  Ited   back  ami    four 

pockets.      The   collar  is   made   with    lapels 

and  a  -mall  notch.  As  in  the  women's 
coats  described  aho\e,  elasticity  is  being 
considered  of  more  and  more  import- 
ance by  the  manufacturers.  The  pre- 
vailing colors  are  -ray  and  lovat. 
Knickers  may  be  nail  of  the  same  mate- 
rial to  be  worn  with  goll  h,,-e.  This 
would  obviously  make  a  v  erv  smart  out- 
ing  suit. 

Wont  Slip  Over  Shoulders. 
In    w  omen  's    undent t  ar   one    (j  pe    of 

garmenl  lor  Summer  wear  that  is  be- 
ing pushed   is   sleeveless,   with   shoulder 

straps  and  a  V-cut  neck  that  huus  close 
in  and  is  designed  to  prevent  the  strap 
slipping  oil'  over  the  shoulder.  It  is 
made    only       in       Spring      and       Summer 

weights. 
In  men's  underwear  tor  next    Fall  all 

report-  go   i"  -how    that    the  combination 

or   union    suits   are   stead  ilj    growing  in 

favor   ami    are    now    being    made   in   all 
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lines,    not    only    in    the    in  tier   grad< 
formerly   but   in  tiie  lower  grades  as  well. 

Prices  in  fleece  lined,  elastic  ribbed  ami 

natural    wool    underwear   will   be   slightly 

er  owing  to  higher  values  of  wool. 

Plain  Colored  Hosiery. 
For  Summer    hosierj   tor     men     n 

colored    stuff   will    be   as   strong 

_reat  demand  is  tor  these  colors  to 
be  plain.  Navies,  -rays,  tans  and  whites 
are    the       ruling    shades.         While      Some 

maintain   white  to  be  very  good   others 

say  that  its  use  at  present  is  confined 
almost  exclusively  to  the  larger  cities. 
A  great  deal,  however,  appears  to  be 
being  sold. 

For  women's  wear  in  silk  and  lisle 
.  sky  blues,  pinks.  King's  blue.  tan. 
taupe  and  white  are  the  ruling  shades. 
In  cottons  black,  tan  and  white  will  be 
mo-t  common.  While  juices  on  Sum- 
mer hosiery  do  not  show  much  change 
from  last  year  some  say  that  repeal 
orders  of  cottons  will  be  about  •">  to  111 
per  cent,  higher  to  the  retailer  than 
formerly. 

Popular  Cap  for  Misses. 
Among  a  large  range  of  knitted  caps 
which    it     has    been     found    necessary    to 
put    out    for  the  boating  and   touris- 
son   this   year,   plain   colors  are   the   rule. 

some  dealer-  declaring  very  emphatically 

that  two  colors  tor  Summer  will  not  be 
good.  One  very  neat  little  cap  may  be 
mentioned,  of  a  turban  style  and  finished 
with  a  narrow  V-cut  at  eaeh  side,  the 
edges  of  the  Y  being  bound  with. 
and  trimmed  with  small  buttons.  It  i- 
said  to  be  meeting  with  much  favor. 

No  Danger  of  Shirt  Pulling  Out. 

A  new  -nit  which  will  probably  be 
popular  for  Summer  wear  is  one  made 
in  pure  wool  taffeta  and  pure  wool  crepe 
This    shirt    has    short    drawers    combined 

with  it  in  one  garment  with  drop  back. 
and  dispenses  with  the  wearing  y>f  sep- 
arate drawers.  Its  duet  advantage, 
however,   is   that    the   attached   drawers 

prevent  the  shirt  palling  up  and  do 
away   with  the  tiresome  tucking  in  which 

i-  -o  irksome  to  men  wearing  a  belt.     \ 
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"Harvey"  Knitted  Coats 


COATS  WITH   INDIVIDUALITY 


/x«" 


Extensive  range. 

Our  1914  showing  of  Knitted  coats  is  a 
very  large  one — a  variety  of  styles  that 
will  make  selection  an  easy  matter. 

For  men,  women  and  children. 

Not  only  are  we  showing  a  full  range  for 
men  and  women,  hut  we  have  taken  ample 
care  of  the  children's  requirements. 

Stuart  styles. 

And  the  style  represented  in  every  gar- 
ment is  not  a  back  number,  but  strictly 
right-up-to-t  be-second. 

Mens  and  women's  underwear. 

Our  fine  Botany  wool  underwear  with  the 
new  style  neck  is  making  a  hit.  You 
should  see  the  Harvey  drop-seat  ladies' 
combinations — an  entirely  new  idea,  abso- 
lutely closed  and  with  the  advantage  of 
ordinary  drawers.     We  sell  direct. 


SAMPLES    ARE   AT  YOUR    SERVICE 

Harvey  Knitting  Co.,  Limited 

WOODSTOCK,   ONTARIO 

Agents:— B.C.  and  Alberta— II.   P.   Lang,  001   Welton   Blrlg.,   Vancouver.   B.C. 
Man.  and   Sask. — Harvey   Bros.j  53  Scott  BloeU,  Winnipeg.   Man. 
Ontario — J.  E.  McClung,  .".:;   Melinda   St..  Toronto. 
Quebec— P.    DeGruchy   &    Son.   207   St.   James   St..    Montreal 
Maritime — F.  S.  White,  St.  Stephen,   N.B. 
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doubt  this  shirt   will  meet  with   the  ap- 
proval of  golf,  tennis  and  lovers  of  other 

outdoor  games. 

Confidence  In  New  York. 

Advices  from  New  York  state  thai 
while  currenl  business  is  filtering  into 
the  primary  market  for  hosiery  in  small 
lots  mill  ;i-_r<  i] t  -  feel  thai  success  for  the 
coming  Spring  is  already  assured  and 
their  confidence  in  the  future  is  carry- 
ing them  through  a  period  in  which  busi- 
nc-s  on  heavy  cottons  for  Kail  is  not  al- 
together  satisfactory.  The  same  dis- 
patch says  that  no  general  statement  can 
be  made  concerning  Winter  goods  which 
are  likely  to  be  carried  over  because  con- 
ditions seem  to  vary  in  different  parts 
of  the  country.  Jobbers,  however,  seem 
to  anticipate  increased  business  in  fine 
gauge  cotton  hosiery  of  the  medium 
grades  such  as  is  in  demand  the  year 
round,  for  one  large  mill  reports  a  larger 
total  of  business  along  these,  as  well  as 
other  lines  so  far  than  one  year  ago. 

While  hosiery  salesmen  of  several 
New  York  firms  are  still  on  the  road, 
business  is  seasonably  quiet  with  more 
interest  in  placing  orders  for  nearby  de- 
livery and  in  securing  prompt  delivery 
of  <roods  already  under  order  than  in 
operating  for  Fall.  The  mill  agent  who 
has  not  booked  the  business  he  expected 
lives  on  hopes  that  jobbers  will  find  their 
wants  radically   underestimated. 

Misses'  and  Children's  Scarce. 
For  nearby  deliveries  there  seems  less 
discussion  over  price  than  on  more  dis- 
tant datings.  The  small  lots  which  are 
now  being  sold  for  Spring  are  at  firm 
prices,  and  on  many  classes  of  goods  de- 
livery is  the  chief  thing  sought.  Misses ' 
and  children's  hosiery  in  grades  which 
retail  at  from  10  to  15c  are  reported  the 
scarcest  articles  on  the  market,  with 
men's  144-needle  half-hose  running  a 
close  second.  Branded  goods  in  25c 
grades  for  both  men  and  women  are  re- 
ported to  be  taking  a  good  business. 

Interest  in  Mercerized  Cotton. 

Information  from  the  same  source 
-ays  further  that  the  year  so  far  gives 
no  indication  of  increased  interest  in 
extracts  or  cheap  embroidered  hosiery. 
For  some  time  now  the  sale  of  extracts 
has  been  largely  confined  to  country  dis- 
tricts and  to  communities  of  foreigners 
in   the  larger  cities.      The   production    of 

extracted  g Is  has  always  been  a  slow 

and  troublesome  one  and  the  market  at 
large  is  not  interested  in  them.  Mill 
agents  have  been  receiving  good  orders 
for  artificial  silk  half-hose  costing 
around  $1.86.     The  consumption  of  these 

goods  Beems  on  the  increase  and  one  of 
the  most  important  producers  has  lately 
been  tied  up  with  a  strike.  Sellers  an- 
ticipate a  stringency  in  this  class  of 
-  and  a  oonsequenl   increase  of  in- 


in  mercerized  cotton  hose  to  re- 
tail at  the  same  price.  Despite  the  little 
irregularities  here  and  there  through  the 
market,  mill  agents  remain  optimistic. 

Knitted  Union  Suits. 

With  regard  to  Spring  business  in 
underwear,  it  is  stated  that  manufac- 
turers who  have  the  best  reputation 
among  buyers  seem  to  have  hooked  the 
best  business,  while  the  steady  increase 
in  nainsook  underwear  may  be  making 
itself  felt  in  other  quarters.  Light- 
weight knitted  union  suits  with  short 
sleeves  and  three-quarter-length  leg  are 
popular,  though  the  full  results  of  com- 
petition with  the  many  lines  of  nainsook 
union  suits  built  in  the  sleeveless,  knee- 
length  leg  models  are  yet  to  be  seen.  If 
the  latter  woven  garments  prove  popular, 
knitters  need  only  follow  their  design  to 
produce  a  garment  that  should  be  equally 
popular.  Knitted  union  suits  of  this 
most  abbreviated  design  have  already 
been  put  upon  the  market.  Those  which 
have  been  the  most  thoroughly  adver- 
tised seem  to  be  the  m^st  successful. 

The  reported  decrease  in  the  sale  of 
fleeced  cotton  shirts  ami  drawers  is  seen 
in  another  light  when  reports  of  in- 
creased sales  of  fleeced  union  suits  are 
given  consideration.  Wool  and  worsted 
union  suits  also  are  in  the  ascendency. 
with  two-piece  garments  hardly  holding 
their  own. 

Development  In  Knit  Goods. 

Following  a  line  of  manufacture  start- 
ed about  three  years  ago,  a  knitting  com- 
pany in  Pennsylvania  have  developed  the 
use  of  a  knitted  fabric  for  coatings  or 
suitings  to  a  remarkably  successful  de- 
gree. Three  years  ago  the  mention  of  a 
knitted  coat  would  call  up  visions  of  a 
sweater-like  garment.  Now  the  words 
suggest  something  altogether  as  stylish 
as  a  coat  of  woven  fabric,  and,  the 
makers  say,  more  comfortable  and 
durable. 

The  complete  line  of  garments  includes 
Norfolk  jackets  and  knickerbockers  for 
men's  golf  wear,  jacket  and  skirt  for 
outdoor  wear  by  women,  and  overcoats 
of  many  designs  for  both  men  and  wo- 
men. The  entire  process  from  yarn  to 
finished  garment  is  done  at  the  mill,  aud 
ureal    perfection  can  he  attained. 

The  manufacturers  claim  for  their 
fabric  that   it   wears  better  than  woven 

goods,  that  it  is  elastic,  hut  always  iv 
sumes  its  original  shape:  that  it  has 
greatest  warmth  with  least  weight,  and 
thai  it  will  shed  water.  The  fabric  may 
he  knitted  on  either  flat  or  circular  ma- 
chines of  a  long-fibred  worsted  yarn  an.; 
it  is  given  a  brushed  surface  in  finishing. 
Because  of  the  long  staple  the  face  will 
not  wear  off.  It  is  made  in  three  weights 
1  I  o/..  IS  OS,  and  30  08.  The  lighter 
weights  are  made  of  a  two-ply  yarn, 
while  the  heaviest  grade  is  made  o\'  a 
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three-ply  yarn  in  double  thread.  The 
fabric  is  made  in  heather,  Oxford,  and 
other  popular  mixtures  and  in  the  vari- 
ous solid  colors. 


OUTPUT  OF  $20,000,000. 

A  return  brought  down  in  the  Hou-- 
of  Commons,  shows  that  there  are  21" 
woolen  manufacturing  plants  in  Can- 
ada. All  told,  these  plants  employ  688 
males  on  salary  and  120  females,  while 
the  number  of  men  employed  on  wages 
is  6,087,  of  women  5.983,  and  of  children 
.">7.  Eighty-six  males  are  piece-workers 
and  90  females. 

For  the  calendar  year  1910,  the  value 
of  the  total  output  was  about  $20,000.- 
"iio.  Hoisery  and  knitted  goods  account- 
ed for  $13,393,854  of  this  amount;  wool- 
en iroods  for  $5,738,773.  and  woolen 
yarns  for  $791,750.  Wool  carding  and 
pulling  aeounted  for  somethine  more 
than  $500,000. 

@ 

SCALE  FOR  SWEATER  COATS. 

The  committee  appointed  by  the  Jol>- 

bers'  Association  of  the  Knit  Goods  of 

the  United  States  announces  the  follow  - 

ing    tentative    scale    for    men's    sweater 

coats: 

Chest.       Width.      Lensrth       Sleeve. 

34  16  27  21 

36  17  28  21 

38  18  29  22 

pi  19  30  22 

42  20  31  22 

44  21  -  23 

4( ;  22  32  23 
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THE  GREAT  FUR  FAIRS. 

The  "'fur  fairs"  are  held  in  Europe 
and  Asia,  as  a  preliminary  to  the  great 
London  sales.  They  are  attended  by  the 
smaller  dealers,  who  buy  or  collect  the 
skins  from  the  -mail  companies  and 
trappers.  Many  of  these  dealers  then 
-end  their  purchases  to  he  sold  at  the 
quarterly  sales. 

The  lairs  are  held  principally  in  Ger- 
many. Russia  and  Asia.  In  Germany, 
the  fairs  arc  at  Leipsic  and  at  Frank- 
furt-on-the-Oder,  In  Russia,  at  Xijni 
Novgorod,  lrhit  and  Ischim.  The  Asiatic 
fair  is  at  Kiatka.  on  the  border- 
China. 

At  the  Leipsic  fair,  furs  from  all  parts 
of  the  world  are  traded.  Persian  and 
astrakhan  lamb,  squirrel,  rabbit,  cat.  and 
both  American  and  Asiatic  furs.  At  the 
Xijni  Novgorod,  lrhit  and  Ischim  fairs, 
Ru88ian  furs  are  chietly  dealt  in.  F.r- 
mine.  all  kinds  of  fox.  beaver,  Persian 
and  astrakhan  lambs,  squirrel,  musk  rat. 

hear,    lynx,    wolf,   skunk,      otter,     fisher, 
kolinskv  and   Russian   fitch. 
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Ladies'  and  Children's  Coat  Sweaters 


m 


REPRESENTATIVES : 
T.  H.  Allice       -       British  Columbia 
Thompson  &  Henselwood,    -    Alberta 
Thompson  &  Henselwood, 

Saskatchewan 


-     Manitoba 
Northern  Ontario 

Western  Ontario 


F.  G.  Rumble, 

H.  Cook       - 

W.  Easson, 

C.  B.  Heath, 

J.  N.  Boyd,  373  Broadview  Ave., 

Toronto 
A.  J.  Turnbull,  -  Eastern  Ontario 
W.  C.  Brown,  -  -  -  Quebec 
J.  E.  Patte,     -     Maritime  Provinces 


Pearl  Stitch  Coat  Sweaters.  Caps  and  Children's  Suits. 

OUR    REPRESENTATIVE    WILL  CALL  ON 
YOU     WITH     A    COMPLETE    RANGE    OF 

Beaver  Brand  Knit   Goods 


Wait  for  him. 


R.M.Ballantyne,Ltd., 


STRATFORD, 
ONTARIO 


Manufacturers  of  Beaver  Brand    Knit  Goods. 
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"MONARCH  KNIT"  COATS 


BE  illustrations  published  on  these  two  pages  give  a  fairly  representative 
showing  of  our  enormous  and  thoroughly    up-to-date    range.     There    are, 
however,  many  equally  desirable  linos  which  we  have  not  sufficient  space  to 
show. 


Motor  Hood  40 


K(i() 


LI  38 


Aviation  27 


M<>2 


Th< 


Monarch  Knitting  Co 

Limited 


Head  Office, 


DUNNVILLE,  ONT. 


Factories  at  : 


DUNNVILLE 
ST.  THOMAS 


ST.  CATHARINES 
BUFFALO 


"MONARCH  KNIT"    CAPS 
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"MONARCH  KNIT"  HOODS 


lY^AKE  it  a  point  of  examining  the  complete  range  when  our  traveller  calls. 
Place  your  orders  now  and  thus  assure  good  business  in  the  early  Fall 
by  providing  for  prompt  delivery. 

"MONAKCH-KNIT"  Standard  for  Style,  Quality  and  Workmanship. 
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Motor  Hood  32 


Monarch  Knitting  Co. 


Limited 


Head  Office, 


DUNNVILLE,  ONT. 


Factories  at 
DUNNVILLE  ST.  CATHARINES 

ST.  THOMAS  BUFFALO 


X] 


K I 


■ 


G99 


1Vx183 


Aviation  25 


"MONARCH  KNIT"   COATS 
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have  the  lull  approval  of  the  Canadian;  'Underwear  trade.     Don't  decide  on 
your  Fall,  1914,  stock  until  you  have    considered    well    these    three    popular 

brands  of  ladies',  misses'  and  children's  underwear. 

MANUFACTURED  ON  LY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling    Agents 

RICHARD  L.  BAKER  CO.,   100  Wellington  St.  W.,  Toronto,  Ont. 


JAEGER  PURE  WOOL 
Sweaters  and  Cardigans 


For   Summer   Sports   and   Tourist  Trade 

PLAIN    KNIT   OR    BRUSHED    FINISH 

We     carry    stock    in    Montreal   in  a  great   variety   ot   Styles,    Weights    and    new    Colors 

for   Men,    Women  and  Children 

DR.  JAEGER'S  B-,BlJ&>-  CO.  LIMITED 

243   Bleury  St.,  Montreal 


SYSTEM 


Head   Office  and  Warehouse 
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There's  Money  in  Hosiery— 

Especially  rf&amcm4  Seamless  Kind 

YOU  should  handle  Penmans  Full-Fashioned  Seamless  Hosiery  for  Men,  Women  and  Children, 
the  only  kind  made  in  Canada  that  is  actually  so  fashioned  in  the  knitting  that  it  will  neither 
shrink  nor  stretch. 

Made  of  the  finest  quality  Cotton,  Lisle,  Cashmere  and  Silk. 

YOU'LL  get  TOUR  full  share  of  Hosiery  Profits  if  you  stock  up  your  shelves  with  Penmans 
Seanuuss  Kind. 

PENMANS  LIMITED,  Paris,  Canada 

HOSIERY  SWEATERS  UNDERWEAR 

A2l^AAAAAAAAA&£&AAAAAAA 
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A  great  little  suit  for  the  kiddies 

CHILD'S    CAMEL    HAIR    SUIT 

Plan   "ii   getting   the  trade  <>i    the  little  chaps  nexl 
Fall    and    Winter   by    Bending    foi    samples   of 
woolly  little  outfit. 

Tin-   is  one  of  the  smartest    little  Baits  ever  made 
real   camel   liair  effect,  Bofl    woolly    fabric,  mad' 
in  different  colors  for  children  '1  i"  8  years  ol  i 
It    is   made   in    lour   pieces,   sweater,    pants,  cap  and 
mitts,  all    lull   fashioned. 

Samples  on  Request. 

We   also    make    hosiery,   gloves,    mitts    and    to< 
See  the  L91  1  range. 

Avon  Hosiery,  Limited 

STRATFORD,  CAN. 
R.  L.  Baker  Co.,   100  Wellington  St.  W.,  Toronto,  Ont. 


VANGUARD  Knitting  Wools 


Established 


Scotch 

Fingerings, 

Vanguard, 

15'8,  12's, 

Fine. 

Hosiery 

Yarns, 

&c,  &c. 


Soft 

Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 

Fine. 

I 

0?  and  00 

Worsteds, 

&c,  &c. 


THOMAS  BURNLEY  &  SONS.Limited 


Manufacturers    of  Scotch    Fingorlng   and    Knitting    Wools. 

GOMEFtSAL    MILLS,    n*».    LEEDS,-  ENG  LAND. 
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BUSTER 
BROWN 

STOCKINGS 


Advertising  Campaign  |Opens 
This  Month 


Repeating  our  ureal  success  with  the  advertising  of  "Little  Darling" 
and  "'Little  Daisy''  Hosiery  for  infants  and  children,  we  have  prepared  a 
strong  series  of  business-pulling  advertisements  for  "Buster  Brown" 
stockings  for  boys,  and 

Buster  Brown's  Sister's  Stockings 
For  Girls 

The  strong'  feature  of  the  Buster  Brown  stocking  is  the  ham  wear 
it  stands.  Tell  your  customers  it  does  away  with  darning.  One-and-one 
rib,  long-fibre  cotton,  three-ply  heel  and  toe.  Sizes  5  to  10M>,  in  Black 
and  Tan,  1  dozen  pairs  to  a  box. 

Buster  Brown's  Sister's  stockings,  for  girls,  are  featured  in  all  the 
advertisements,  and  sell  well  because  of  the  dainty,  silken  appearance. 
Two-ply  English  mercerized  lisle  yarn,  mie-and  one  rib.  Sizes  4%  to  10 
in  Black,  Pink,  Blue,  White  and  Tan.     ' ^  dozen  pairs  to  box. 

Big  business  and  handsome  profit  in  both  lines  for  yon! 

ORDER   EXCLUSIVELY  THROUGH  YOUR  JOBBER! 

Che  Ct)tpman=^olton  Hmtting  Co.,  Htmtteb 

Hargest  Rosier?  Jfflanufaiturers;  in  Canaba 
Hamilton  =  =  =  =  =  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 


EVERY 


PAIR     OF 
BY  THIS 


Branch  Offices: 
MONTREAL  and  WINNIPEG 

HOSE  PROTECTED 
TRADE-MARK 
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Sir  a  i6bt  Talks 


/ 


By 


r 

ireys 


No. 


Processed  on  the 
sheep's  back 


/^k 


TO  the  North,  South,  East  and  "West 
iif  the  little  city  of  Moncton,  sit- 
uated on  the  historical  Petitcodiac 
River3  lies  vasl  areas  of  pastoral  lauds  de- 
voted largely  to  the  raising  of  sheep  for 
their  wool 

Maritime  wools  are,  in  softness  of  tex- 
ture, in  length  and  unshrinkable  qualities, 
far  the  superior  of  any  other  wool  used 
to-day  in  the  manufacture  of  underwear. 
This  is  caused  by  the  action  of  the  salt  sea 
breezes  and  salt-laden  atmosphere  on  the 
wool  while  still  on  the  hacks  of  the  sheep 
as  they  roam  the  hills. 

These  are  the  wools  you  gel   when  you 
stock    Humphrey's   Unshrinkable  Under- 
wear    the  underwear  that  lmhs  to  you  with 
an  absolute  guarantee. 
Fall     Samples   supplied   by    your   wholesaler. 

E.  H.  Walsh   &   Co.,  Toronto 

Selling   Agents  for  Canada 

Humphrey's  Unshrinkable 
Underwear,  Limited 

Moncton,  N.B. 


Doctor 

NEFF'S 

Pure  Wool 
Underwear 


made 
with  the 
perfect- 
fitting 
one-piece 
closed 
crotch 


CAN    you    conceive   of   anything 
more  perfect-fitting  than  the  fit 
,,t'  the  crotch,   and   flap  of  the 
incut  shown  ahove? 

Though  this  is  a  drawing,  it  illus- 
trates perfectly  Dr.  Neff's  one-piece. 
closed-crotch,  combination  under- 
wear the  actual  garment  fits  as 
perfect!]  and  uives  absolute  comfort. 


Samples   for   Fall  sent  on  request. 

Thos.   Waterhouse 
&  Co.,  Limited 


1NC.ERSOI.I.. 


ONTARIO 


Mr.  W.  K.  Mosey,  Toronto.  ajront  for  Ontario: 
.1.  W.  Peck  &  Co.,  Winnipeg,  agents  for  Mani- 
toba, Saskatchewan  and  Alberta  ;  Garnoau 
Limited,  Quebec,  agents  for  Quebec  and  Mari 
time  Provinces;  .1.  w.  Pack  ■  Co-  Vaacoarar, 
agents   for   HrltNli   Columbia   and   Yukon. 
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/? 


To  Buyers  of 
Men's  Half  Hose 


Here  is  a  new  line  of  imported  merchandise  that 
you  ought  to  know  about.  "Hermsdorf  Bril- 
liants ' '  are  the  result  of  an  entirely  new  finishing 
and  improving-  process,  invented  in  the  laboratory 
that  produced  the  celebrated  Hermsdorf  Fast 
Black.  They  come  in  all  colors,  and  combine  the 
appearance  of  silk  with  the  wear  of  cotton.  Ask 
your  wholesaler  or  importing  firm  to  show  you 
"Hermsdorf  Brilliants."  Names  of  German 
Hosiery  Manufacturers  using  the  "Hermsdizing" 
process  can  be  had  on  request. 


J&u$& 


Works  :   Chemnitz,  Saxony 
American   Bureau:  235  W.  39th  St.,  New  York 


THE  HALL-MARK  OF  Reentered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentiallv 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


TRADt* 


MARK- 


MADE  BV 
'SODERICH  KNITTING  CO 


^ 
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Maple    Leaf    Brand 
Hosiery    and    Mitts 


Our  1914  liue  offers  to  the  trade  a  most 
complete  range  of  popular-priced  hose  and 
mitts.  No  other  lines  can  compare  with 
this  old  reliable  brand  for  genuine  selling. 

Our  successful  buying  in  1911  before  the 
advance  in  price  of  yarns  will  enable  you 
to  sell  your  customers  their  favorite  hose 
and  mitts  at  a  good  profit  for  yourself  and 
a  considerable  saving  for  them. 

Our  agent  is  now  out  with  new  samples 
and  prices  for  Fall.  1914.  It  will  pay  you 
to  wait  for  him. 


Goderich   Knitting    Co.,   Ltd. 

GODERICH,  ONTARIO 

< 4 
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UNSHRINKABLE 

UNDERWEAR 

FOR    MLNSl 


Ask  Your  Jobber 

To  show  you  samples  of 
St.  (Beovge  "Woolnap" 

Underwear  for  Men. 

See  how  the  roughness  has  been  re- 
moved by  the  heavy  nap  on  the  inside. 
Think  how  many  of  your  customers  have 
been  looking  for  something  of  this  kind. 

Another  strong  selling  feature  of  St. 
George  Underwear  is  its  freedom  from 
shrinkage. 

It    looks  well — fits  well — wears  well 

and  sells  well. 


Schofield  Woollen  Co.,  Ltd. 

Oshawa,  Ont. 


IT  WILL  PAY  BUYERS 

to  purchase  their  wants  from  manufacturers  and  wholesalers  advertis- 
ing in  the  "Review."  They  represent  the  good  houses  in  their  parti- 
cular line. 

Progressive  manufacturers  usually  have  the  best  values.  Progressive 
manufacturers  advertise. 
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Retail  Men  Ask  for   Important  Amendments 

Annual  Convention  of  Ontario  Branch,  R.  M.  A.  —  Oppose 
Arbitrary  Inclusion  in  Workmen's  Compensation  Act  —  Half- 
Holiday  for  Summer — Credit  Notes  from  Wholesalers  Unfair  — 
Bulk  Sales  Act  Up  Again — False  Advertising  Criminal. 


MANY  important  points  were  under 
consideration  at  the  fifteenth 
annual  convention  of  the  Retail 
Merchants  of  Canada,  Ontario  branch, 
held  in  Toronto  on  Feb.  25  and  26.  Dry 
goods  merchants  and  men's  furnishers 
took  a  prominent  pai't  in  the  discussions 
and  recognition  of  their  services  at  this 
and  in  past  conventions  resulted  in  ap- 
pointments to  the  presidency,  and  first 
and  second  vice-presidencies. 

The  retiring  president,  E.  C.  Mat- 
thews in  the  course  of  his  address  advo- 
cated the  appointment  by  the  R.M.A.  of 
an  expert  to  examine  the  fire  insurance 
policies  of  the  members. 

G.  B.  Ryan,  dry  goods  merchant  of 
Guelph,  presented  a  resolution  in  favor 
of  a  fire-marshal,  if  one  is  appointed, 
being  under  some  Minister  of  the  Crown, 
so  that  merchants  would  have  access  to 
him  for  their  complaints.  Fire  loss  in 
Canada  was  the  largest  per  capita  of  any 
country.     The  resolution  carried. 

The  Workmen's  Compensation  Act 
came  up  in  the  form  of  a  resolution  ask- 
ing that  retail  merchants  be  not  taken 
under  the  Act  except  through  an  amend- 
ment to  the  Act  itself  passed  by  the 
Government.  Mr.  Trowern  the  secre- 
tary thought  the  whole  Act  was  "a  leap 
in  the  dark."  Mr.  Ryan  rather  felt  that 
retailers  in  opposing  control  by  the  Act 
were  showing  themselves  unwilling  to  do 
their  duty  to  their  fellow-men.  The 
resolution  carried,  however,  without  op- 
position. 

Warning  to  Creditors. 
The  Bulk  Sales  Act  which  was  with- 
drawn from  Parliament  at  the  solicita- 
tion of  the  retail  merchants,  came  in  for 
considerable  attention.  The  secretary 
had  a  resolution  which  would  permit 
wholesalers  in  giving  credit  to  get  an 
agreement  signed,  by  which  the  debtor 
bound  himself  to  notify  his  creditors 
fifteen  days  before  a  sale  of  his  business 
went  into  effect.  This  resolution  had 
been  prepared  at  the  suggestion  of  the 
Credit  Men's  Association  and  the  draft 
bill  included  farmers,  boarding  house 
keepers,  etc.  It  was  objected  that  the 
latter  had  not  applied  to  be  included 
and  that  in  any  ease  it  would  be  better 
for  the  move  to  be  made  by  the  credit 
men.  The  resolution  finally  was  referred 
to  the  committee  on  legislation.  An 
address  on  this  subject  was  given  on 
Thursday  by  J.  R.  Dargavel,  M.P.P.,  for 
Leeds. 


A.  M.  Patterson,  of  Brockville,  brought 
up  the  question  of  credit  notes  given  by 
wholesalers  in  return  for  goods  sent  back 
and  declared  it  was  unfair  to  the  retail- 
ers. He  cited  an  instance  in  Brockville 
where  $200  worth  of  shoes  had  been 
ordered  and  paid  for  but  were  found  to 
be  defective  and  sent  back.  Instead  of 
the  money  being  refunded  all  he  received 
for  his  money  was  a  credit  note,  and  he 
would  have  to  wait  now  until  next  Fall 
to  get  the  value  from  it,  his  $200  was 
drawing  no  interest,  and  if  he  did  not 
choose  to  buy  from  the  same  firm  again 
the  credit  note  would  be  worthless.  The 
executive  were  asked  to  find  some 
remedy. 

ONTARIO  R.  M.  A.  OFFICERS. 

President. — B.  W.  Ziemann,  Pres- 
ton, Ont. 

First- Vice.  —  A.  M.  Patterson, 
Brockville. 

Second  Vice. — R.  D.  Cameron, 
Lucknow. 

Treasurer. — F.  C.  Higgins,  Toronto. 

Secretary. — E.  M.   Trowern. 

Representatives  on  Dominion 
Board:— A.  Weseloh,  Berlin;  R.  D. 
Cameron,  Lucknow;  A.  M.  Patterson, 
Brockville;  F.  C.  Higgins,  Toronto, 
and  Secretary  Trowern. 

The  majority  of  the  above  will  be 
recognized  as  dry  goods  men  and 
men's  furnishers. 


Mail  Order  Catalogue. 

Some  discussion  took  place  on  a  ques- 
tion introduced  by  R.  D.  Cameron,  of 
Lucknow,  on  a  form  of  mail  order  cata- 
logue that  was  being  issued  to  retailers 
by  a  company  by  which  orders  for  dry 
goods,  hardware,  watches  and  furniture 
were  sent  in  direct  to  the  makers,  elimi- 
nating the  wholesalers.  Mr.  Cameron 
said  he  would  hate  to  take  orders  for 
hardware  and  other  lines  and  thus  injure 
the  business  of  his  fellow-merchants. 
The  executive  was  asked  to  take  the 
question  of  the  legitimacy  of  the  scheme 
up  with  the  wholesalers. 

Half-Holiday    Summer    Afternoons. 

A  resolution  was  put  through  in  sup- 
port of  an  Act  being  passed  allowing 
municipalities  to  declare  a  half-holiday 
for  stores  during  an  afternoon  in  any 
week,  upon  the  merchants  themselves  de- 
claring in  favor  of  it.  At  present  clos- 
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ing  hours  can  be  regulated  only  in  the 
evening  and  do  not  include  Saturday 
evenings  nor  nights  before  Saturdays  or 
holidays. 

A  resolution  for  the  prevention  of 
creditors  leaving  the  locality  was  refer- 
red to  the  executive.  It  was  felt  mer- 
chants should  have  some  such  protection 
for  debts  as  was  accorded  now  to  hotel 
men. 

False  Advertising  a  Crime. 

A  resolution  was  passed  supporting  the 
Dominion  Board  in  seeking  to  make  false 
advertising  a  criminal  offence,  and  also 
in  securing  an  amendment  to  the  Trading 
Stamps  Act  to  include  guessing  and 
voting  contests. 

The  executive  were  asked  to  try  to 
work  out  some  change  in  freight  cartage 
as  it  was  felt  unfair  for  merchants  to 
pay  it  at  both  ends,  as  was  often  the 
case. 

Other  resolutions  included  an  ex- 
pression in  favor  of  the  appointment  of 
a  Minister  of  Inland  Trade;  inter-pro- 
vincial judgments  in  case  of  debts; 
amendments  to  the  Division  Court  Act 
to  make  the  collection  of  small  debts 
easier,  and  opposing  the  engaging  of 
municipalities  in  retail  business. 

At  the  banquet  Wednesday  night  the 
toast  to  Canada  was  presented  by 
B.  W.  Ziemann,  of  Preston,  and  was  re- 
sponded to  by  R.  D.  Cameron  of  Luck- 
now, in  a  vigorous  and  stirring  address. 

"Our  guests"  were  proposed  by  F.  C. 
Higgins,  of  Toronto,  and  responded  to 
by  A.  M.  Patterson,  of  Brockville,  and 
Harvey  Gould  of  Woodbridge. 

"The  Press"  was  toasted  by  E.  M. 
Trowern,  and  replied  to  by  G.  B.  Van- 
Blaricom,  W.  J.  Bryans  and  B.  T.  Hus- 
ton. The  banquet  closed  with  the  singing 
of  the  National  Anthem. 


PERSONAL  ITEMS. 

Forest,  Ont. — D.  McGregor  of  the  dry 
goods  department  of  the  Mahler  Co., 
Limited,  has  accepted  a  position  with 
K.  M.  Stephen  of  Grimsby. 

Toronto,  Ont.— On  the  occasion  of  his 
marriage,  fellow  employees  of  D.  A.  Al- 
mas of  John  Macdonald  &  Company, 
presented  him  with  a  cabinet  of  silver. 

Regina,  Sask. — J.  J.  Crottie,  A.  F. 
Little  and  R.  J.  Orr,  buyers  and  man- 
agers of  the  dress  goods,  ladies'  garment 
and  men 's  departments  respectively  of 
the  Regina  Trading  Company  have  re- 
turned from  a  trip  to  the  eastern  centres. 
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MONTREAL 


This  Window  Card  is 
one  of  a  series  we  are 
^J I  sending  out  to  retailers 
-U  who  sell  Radium  Hosi- 
ery.     Its    appearance. 
full  size  (13  x  20).  is  strikingly 
handsome.        It    introduces    an 
attractive    touch    a  s   part   of    a 
window  trim  or   placed    on   the 
counter.      Its  direct  purpose  is 
to  form  a  connecting  link  between 
the   dealer's  store  and  our  ad- 
vertising.       Thus    the    inquiry. 
"  Where  can   I   buy    Radium 
Hosiery?"'    started    by   the  ad- 
vertising, is   answered   by   t  h  e 
card  in  your  window.      Write 
for   these    new  window    cards, 
also  cuts  for   use  in  your  local 
newspapers.      A    postcard    will 
bring  them. 
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We  have  taken  space  in  a  list  of  papers 
covering  your  locality  in  order  to  send  cus- 
tomers to  your  counters  for  Radium  Hosiery 

pVERY  day  Radium  advertising  is  reaching  a  combined 
*— '  circulation  of  457,777  people.  Every  day  this  advertising 
is  speaking  to  an  audience  large  enough  to  fill  Massey  Hall, 
Toronto,  1  25  times  over. 

And  this  steady,  persistent-sales  influence  is  benefiting  every 
dealer  who  sells  Radium  Hosiery. 

Apart  from  any  consideration  of  advertising,  Radium  Hosiery 
should  have  a  place  on  the  shelves  of  every  dealer  who  makes 
an  effort  to  buy  and  sell  goods  he  can  honestly  recommend. 

For  customers  whose  expenditure  is  limited,  as  well  as  for  those  to  whom  price  is  a  matter  of  no 
consideration,  wide  scope  for  selection  is  given  in  the  complete  Radium  line. 


Radium  Hosiery  comes  in  lisle,  silk 
mixtures  and  silk  for  men  and  women, 
to  retail  at  50c.  and  up.  It  is  well 
made — good  looking.  It  is  strong — 
serviceable.  It  has  reinforced  soles. 
Heels  and  toes  are  reinforced  jour 
times  to  resist  wear  and  washing. 

Four  times  reinforced  at  heel  and  toe  I 
Remember  that — it  will  help  you  to  sell  them. 
Most  hosiery,  you  will  find,  is  only  double 
thickness  at  these  points.  That's  one  reason 
why  stores  find  it  easy  to  sell  Radium  Hosiery. 
It  has  special  features  that  commend  it  to 
people  who,  particular  always,  are  doubly  so 
when  it  comes  to  buying  lisle  or  silk  hosiery. 

If  you're  not  handling  Radium  Hosiery  now — 
stock  up  with  a  sample  assortment  and  see 
how  quickly  it  makes  good  on  the  advertising 
we  are  doing. 


Perrin  Freres  &  Cie. 

Wholesale  Distributers 

Montreal 


A    Window  Display  Suggestion 

Here's  an  idea  for  a  window  trim  both  novel  and 
simple.  Clear  an  entire  window  of  the  samples 
generally  shown  and  cover  the  back  and  floor  of 
the  window   space  with  white  muslin.      In  the 

centre  put  one  pair  of  Radium  Hosiery  of  the  smallest 
women's  size  on  a  light  fixture.  Some  appropriate  legend, 
such  as  the  following,  may  appear  behind  the  pair: 

"  For  the  daintiest  feet  in  town." 

Or,  if  preferred,  the  window  card  might  be  dispensed  with. 
While  window  space  is  too  valuable  to  let  such  a  display 
remain  long,  its  contrast  and  oddity  would  probably  be 
worth  more  in  publicity  than  the  average.  The  very  con- 
trast would  help  even  the  displays  that  followed. 
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Why  you  should  "Rush" 
your  order  for 


u 


Zimmerknit" 


«/~\RDER    early!"    "Do  it 
^^   now!"    Two  worn-out 
bromides   to  whipspur  leth- 
argy to  action. 

They  have  been  worked 
so  hard,  for  so  many  adver- 
tisers, on  so  many  countless 
occasions,  that  one  now  is 
apt  to  take  little  stock  in 
them.  But  there  comes  a 
time  when  they  do  fit;  when 
conditions  arise  that  render 
imperative  the  early  placing 
of  orders.  And  when  that 
time  arrives,  as  it  has  now, 
don't  let  any  ostrich  credulity 
blind  you  to  the  need  for 
prompt  action. 

When  we  request  any 
dealer  to  order  his  supplies 
of  Zimmerknit  underwear 
early  we  have  good  reasons 
for  doing  so. 


84 


KNITTED    GOODS 


Dry  Goods  Review 


Stocks  were  never  so  low  as  now. 

Manufacturers — and  this    applies  to  all  lines— are  making  up 
only  enough  stock  to  fill  present  orders. 


Because  of  the  long  fall  and  compar- 
atively short  period  of  real  cold  weather, 
many  men  continued  to  wear  their  Zimmer- 
knit  garments  well  up  into  the  winter;  they 
will  want  a  double  supply  this  spring.  Im- 
mediate prospects  for  mild  weather  are  good. 
The  demand  for  Zimmerweights  is  likely  to 
start  earlier. 

The  point  is  that  we  have  to  commence 
to  fill  orders  right  away.  We  have  done  all 
that  was  humanly  possible  to  anticipate  the 
demand,  and  will  do  our  utmost  to  fill  all 
orders  as  they  come  in,  but  there  is  no  guar- 
antee that  we  shall  be  in  a  position  to  con- 
tinue to  do  so  once  the  season   gets  under 


weigh.  That's  why  we  say  "order  early." 
We  don't  think  there  is  any  need  to  say 
more  than  is  contained  in  our  explanation. 
The  dealer  who  knows  our  line  and  our 
methods  of  doing  business  will  find  this  sug- 
gestion sufficient. 

Zimmerknit  garments  for  Summer  wear 
include  Balbriggans,  in  white,  Egyptian,  and 
colors,  in  porous,  mesh,  lisles,  silkettes, 
merino,  cashmeres  and  fine  ribs,  besides 
Jerseys  and  Bathing  Suits  for  men  and  boys. 

For  ladies'  and  children's  wear,  one  and 
two-piece  suits  in  fine  white  balbriggan 
fabrics.      Order  from  your  jobber. 
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THE  season  is  opening  up  most 
favorably  in  the  neckwear  field, 
and  every  indication  points  to  a 
big  development.  The  collarless  waist 
continues  in  vogue,  and,  in  addition,  the 
new  boleros  and  coats  need  the  finishing 
touch  that  is  given  by  dainty  neckwear. 
These  styles  are  particularly  well  de- 
fined for  the  period  of  the  year,  and, 
therefore,  the  manufacturer  is  enabled 
to  put  out  his  novelties  with  complete 
assurance.  Though  neckwear  is  still  of 
the  Medici-fichu  type,  the  changes  that 
have  taken  place  are  very  decided,  and 
there  is  no  mistaking  the  vintage  of  the 
1914  collar.  As  in  everything  else  that 
fashion  is  concerned  in  this  season  in 
dress,  neckwear  is  very  sheer.  The  laces 
used  are  of  the  shadow  type,  but  because 
they  are  so  used  that  the  pattern  is  of 
importance,  great  care  has  been  given  to 
the  selection  of  artistic  designs.  Those 
laces  in  which  craquele  net  is  introduced 
are  particularly  good. 

The  new  feature  in  neckwear  is  the 
soft  roll.  When  the  collar  is  of  lace  or 
net  this  is  accomplished  by  boning  the 
collar  so  far  up,  and  when  on  the  neck 
the  unboned  part  is  so  cut  that  it  rolls 
over.  Many  collars  are  of  organdie  and 
sheer  muslin.  These  collars  are  unboned, 
the  roll  being  accomplished  by  the  man- 
ner in  which  they  are  cut,  and  the  names 
given  to  them,  such  as  Marie  Stuart. 
Gladstone,  Lord  Byron,  Medici,  Direc- 
toire,  indicate  both  their  style  and  theii 
picturesque  lines. 

Neckwear  styles  are  particularly 
<lam!\  and  pretty,  and  the  putting  out  of 
the  new  ideas  has  met  with  an  instant 
response.    The  throat  and  a  becoming  V 

in   front  is  left  bare,  as  tl dlars  meet 

at  just  about  the  yoke  point.    Verj  often 

there  is  a  double  collar  effect,  and   the 

rolling   collar    is   completed    by    a 

moderate-sized  flal   one  that  covers  the 

oulders.    These  collars  air  of  varying 
shapes,    t  he    lines    chosen    !»  - 
winch    contrast    best    with    the    high    roll 

.  ffect. 

Tins    is  o    be    a    big    season    for 

iiat  collars;  not  t  he  big  flai  in  •  Sal  collar 
of  previous  seasons,  but  a  -mailer  collar 
that    outlines    the    \     effect    and   doses 


New  Ideas  in  Neckwear  Meet 
Instant  Response 

I'.iu  Season  for  Small.  Flat  (V>llars — (Juimpes 
and  Chemisettes  Good  Sellers  —  Vests  and 
Boudoir  Caps  Popular  Lines. 


either  at  the  yoke  point  or  comes  just 
over  the  shoulder,  giving  the  short  collar 
that  has  puzzled  some  buyers.  Every 
kind  of  sheer  material  is  used  in  the  de- 
velopment of  these  collars.  Organdie  is 
the  newest,  and  sheer  muslin  is  also 
much  seen.  All  kinds  of  crepe  form  the 
stand-by,  and  many  collars  are  of  net, 
and  many  are  developed  from  shadow 
and  net  laces.  Some  of  the  new  collars 
are  perfectly  plain,  and  have  hemstitch- 
ing and  pieot  edges  for  their  only 
decoration. 

This  is  also  to  be  a  big  guimpe  and 
chemisette  season.  Guimpes  come  both 
with  and  without  sleeves,  and  there  are 
indications    that     the    net    guimpe    and 


Fichu    collar.     Shown    by    Phoenix     Xovelrv 
Company. 

waistcoat  will  be  worn  together,  forming 
a  waist.  Guimpes  will  certainly  he  worn 
with  boleros,  and  the  new  coats  and 
many  of  the  new  models  are  designed 
specially   for  t his  purpose. 

So  Par  net  and  shadow  lace  rule-,  and 
the  majority  of  them  are  very  frilly. 
The  net  yoke  attached  to  a  camisole  has 

many  features  to  recommend  it.  and  will 
doubtless  In'  a   hiu  seller,  as  the  cami-ole 

keeps  the  yoke  in  place,  while  the  cami- 
sole proi  ionable  laoe  lining 

for    the    ^lieer    wai^t. 

Neckwear  houses,  besides  their  regular 

line,  are  showing  many  other  accessories. 
Camisoles  are  being  made  in  ureal 
\arietv.  not  onlj   of  shadow  lace  and  net. 

si! 


but  ol  crepe  de  chine  and  soft  washable 
ribbons.  These  camisoles  have  every 
decoration,  and  made  flowers  of  silk  01 
crepe  in  delicate  shades  are  used. 

Boudoir  caps  promise  to  be  a  big 
feature.  These  caps  are  shown  in  a  big 
range  of  prices  and  in  a  variety  of  styles. 
Some  dainty  models  are  on  the  sun- 
bonnet  order,  while  others  are  wired  to 
stand  out  in  French  and  Dutch  peasant 
styles. 

Vests  form  another  item  that  promises 
well.  For  Spring  and  Summer  wear  the 
use  of  washing  silks,  both  plain  and 
printed,  is  favored,  and  styles  are  too 
numerous   to  describe. 

The  pronounced  vogue  of  flat  collars 
promises  to  help  the  selling  of  flat  ma- 
chine-made lace  collars.  Collars  of  this 
class  are  never  out  of  the  running,  but 
because  of  the  presence  of  the  made 
collar  will  be  better  than  ever.  First  on 
the  list  comes  the  embroidered  organdie 
and  batiste  collars.  These  are  best  liked 
in  neat  hand-worked  patterns,  and  are 
selling  in  both  white  and  ecru.  Flat 
Venise.  both  alone  and  combined  with 
the  lighter  laces,  are  also  good,  and  there 
are  a  large  number  of  pleasing  shapes 
to  choose  from. 

There  is  a  growing  tendency  in  favor 
of  real  lace  collars,  and  Cluny  is  well 
thonsrht  of. 

© 

Embroidery  Outlook 

Sheerness  the  Big  Feature — 
Organdie  Most  in  Pavor— Nar- 
row    Embroideries    Combined 

with  Net. 

NOVELTIES   rule  the  season   in  em- 
broideries, and  like  every  other  ar- 
ticle that    fashon   is  touching  the 
roideries  that  are  wanted  are  worked 
upon  materials  that  are  sheer  to  a  d( 
Not  only  are  the  new  embroideries  - 
but    they   are  so  soft    in   finish   as   to  be 
easily  drapable  and  the  designs  are  all 
planned   so  as  to  give  the   filmy   effect 
fashion  is  finding  so  desirable.     This  is 
leading    to   a    different    placing   of   the 
pattern    which    00    Longer    wanders    0V6I 
cloth    but    is    grouped    at    the    lower 

leaving  the  upper  part  of  the  mate- 
rial plain.  Lace  is  often  introduced  and 
net     effects    and    siadow     laces    are    best 

liked.      (Continued  on  page  B8.) 


DRESS    ACCESSORIES 


Dry  Goods  Review 


A  pair  of  ready- 
selling  lines  for 
Spring    business 

Number  9732— Fine  Muslin 
and  Lace  Collar  at 

$4.00  Doz. 

Number   892— Hand    Bag 
with  coin  purse 

$9.00  Doz. 


The  two  numbers  here  shown 
are  representative  of  our  ex- 
ceptionally smart  showing  of 
both  neckwear  and  leather 
handbags. 

Sample  order  given  prompt  and 
careful  attention. 


Flett,  Lowndes 
&  Co.,  Limited 

MANUFACTURERS 

144  Front  Street  West 
TORONTO 


Accessories   and  Trimmings  at  Paris   Openings 

Jet,  Q-old  and  Silver  Lace  Cloth  and  Brocades,  Artificial  Flower-. 
Much  Lace  and  Beaded  Tunics  Among  the  Most  Used  Trimmings 
— Favorites  of  the  Couturiers. 


p  AKIS,  March  .{.  -At  the  openings  I  be 
following  were  the  most  ooticeable 
<  >  t  the  showings  of  the  Leading  couturiers. 
Premet  showed  hand-embroidered 
white  pantalettes  similar  to  those  worn 
in  1830  showing  about  4  inches  below 
the  dress.  Many  of  his  suits  had 
sashes  crossing  in  front  and  brought  up 
!i>  the  back.  Much  talked  of  was  the 
head  designer  gown  of  mahogany  taff- 
eta made  in  Louis  Philippe  style  but  tun- 
ed down  the  front,  and  with  embroidered 
flounce  of  mousselin  the  same  color  em- 
broidered in  damask  effect  in  green  and 
with  deep  collar  of  Venise  lace. 

Callot    Soeurs   show   jet    embroideries 
and    trimmings.       Garlands   of   artifical 


flowers    and    pleat  ings    of    tulle.     Tulle 

coats  with  lace  flounces  and  ostrich  collar 

fastened    at   the    hack    with    silk    roses. 
Scarfs  of  tulle,  crepe  or  net. 

Drecoll   had    gowns    trimmed    with   jet, 
lace,  ami  net.      Beaded  tunic-.      Di 
veiled    embroidered    chiffon,    and    pearl 
beaded  net,  or  lace.       Many  wraps  here 
w  ere  beaded  with  jet. 

Beer  is  using  much  lace,  and  his  even- 
ing and  afternoon  gowns  arc  embroider- 
ed with  strass  and  pearl  beads  and  trim- 
med with  artificial  flowers. 

Jenny  shows  afternoon  gowns  with  tin 
whole  sleeve  of  tulle  or  jet.  and  with 
muslin  collars.       Her  evening  '.own-  arc 


of  gold  or  silver  cloth  veiled  with  lace, 
chiffon  or  net. 

Worth  -hows  evening  gowns  veiled 
with  chiffon  and  silver  or  gold  brocade 
trimmed  with  jet.  and  also  afternoon 
dresses  and  wraps  with  ostrich  trimmings 
and  taffeta  ranches.  This  firm  is  show- 
ing flounces,  d  Sow<  r 
belts  and  crinolines  of  tulle. 

Cheruit  is  trimming  taffeta  with  silver 
laci  .  One  pale  grey  moire  coat  is  trim- 
med with  silver  and  is  worn  over  a  skirt 
nl  green  chiffon  over  lace.  A  turquoise 
blue  taffeta  has  a  bodice  of  silver  cloth 
with  a  printed  chiffon  scarf  draped  and 
tied  at  one  side.  Much  lace  and  ribbon 
is  used  on  the  dresses  here. 


New  Parasols 

Many  Novelty  Shapes  -  Bell 
and  Dome  Shapes  the  Best 
Sellers  —  Parasols  Come  in 
Novelty  Shades  and  With 
Borders    in    Strong    Contrast. 

T11K  parasol  is  now  not  so  much  an 
actual  necessity  as  it  is  a  dainty 
accessory  that  gives  a  completing 
touch  to  a  dainty  toilette.  For  the  time 
being  the  tailor-made  idea  is  out  of  the 
picture  and  fashions  are  delightfully 
feminine,  therefore  the  parasol  is  in 
strict  keeping  with  the  fashion  ideas 
that  are  coming  forward.  Both  buyers 
and  manufacturers  are  impressed  with 
this  view  and  the  parasols  selling  come 
chiefly  in  what  may  be  termed  trimming 
or  accessory  colors. 

Though  the  new  parasols  do  nol  go  so 
far  as  to  exhibit   frills  and  Bounces  this 

lack  is  made  up  for  by  the  novelty  in 
outline.  There  is  mine  than  a  touch  of 
the  Orient  here  in  the  •'bells,-* 
"domes"  and  other  quaint  designs, 
winch  form  an  admirable  complement    to 

gowns    with     kimono    waisis.    bat-wing 

sleeves,    and     Baring    tunics.  Kvidclith 

makers  of  style  have  acted  in  conjunc- 
tion and  the  new  parasol  -hapes  give 
ample  mom  for  the  high  plumes  and  lint 
trimmings      that      are     so      marked      this 

Beason. 

Parasols  are  bordered  in  some  fashion. 
\  -   :i    rule  I  he  ihune  part    i-  of  plain   silk 

and  the  border  in  -nine  fancy,  or  two 
fancy  silks  will  he  combined.  Thus  a 
parasol  seen   had  the  dome  of  brocaded 

silk     in     the     new     pinkish     tango     shade- 

with   a   checkerboard    border    in     black 

and  while.  Roman  stripes,  plaids. 
Futurist  printed  silk-  and  fancy  warp 
print-    and       Drcsdens      are    all    u-ed    for 


both  domes  ami  borders.  Tango,  Kelly 
green,  sapphire,  and  novelty  blues,  ame- 
thyst,   voilet,     petunia,     tan.    chartreuse. 

and  black  and  white  are  all  prominent 
parasol   colors. 

The  handles  are  long  ami  come  in 
natural  wood  carved,  acid  etched  and 
stained  and  enameled  to  match  or  tone 
in  with  the  cover,  and  all  the  better 
parasols  have  gilded  frame-. 

— ©— 
EMBROIDERY    OUTLOOK. 

(Continued   from   page  N>. ) 
The  material  and  the  linish   is  (  !'  even 
more    importance    than    the    pattern    and 
manufacturers  are  using  sheci    tine  or- 


Medici  and   flchu  collar  of  fine  net   and 
-lia.inw    laee.     Shown    by    Plett,    Lowndes 

&   i  ,, 

B8 


gandie  and  batiste.  The  organdies  are 
given  what  is  known  as  the  batiste  finish 
and  are  entirely  free  from  their  old-time 
stiffness.  Batistes  are  very  much  in 
favor  and  so  are  sheer  voiles  as  an  em- 
broidery material.  Black  patten 
embroideries  in  white  outlined  in  black 
form  one  of  the  most  attractive  of  the 
later  novelties,  and  organdies  embroid- 
ered in  silver  or  gold  are  extreme  novel- 
t  ies. 

There  is  some  sale  lor  ecru  embroid- 
eries, but  white  is  meeting  with  the 
demand,  though  ecru  as  applied  to  collar 
and  cuff  sets  is  in  fair  demand.  Nar- 
row widths  of  embroidered  organdie  or 
batiste  are  attached  to  bands  of  net  and 
form  a  combination  well  adapted  to  the 
season's  styles.  Narrow  insertions  are 
also  seen  in  this  elTcet  with  the  insertion 
centering  bands  of  net.  Crepe  and 
\oile  embroideries  that  have  the  new 
touch  are  sidling  in  fairly  big  volume,  and 
here    as    in    other    lin<  patterns 

showing  the  embroidery  well  confined  to 
the  lower  ed^e  and  leaving  the  upper 
part  plain  are  the  nest  sellers.  Many 
ut'  these  embroideries  show  the  addition 
of  touches  of  -oft  color  particularly  in 
the  new  rose  shade-,  blue,  mauve,  ecru 
and  vivid  green. 

Staple  embroideries  worked  on  nain- 
sooks and  Swi-ses  are  put  out  in  finer 
and  sheerer  weaves  than  ever  before  \ 
new  feature  that  promises  to  take  is  the 
beaded  edge  through  which  a  ribbon  can 
he  run.  Battlement  edges  and  ■ 
that  gel  away  from  the  old  time  scallop 
are  also  good,  The  Bouncing  widths 
that  are  Belling  best  are  12  in.,  15  in..  '27 
in.  and    l"i  in.    Edgings  and  insert  ions  are 

moderately  good,  ami  galoons  are  selling 
best  of  all.      Bead  ings  some  in  all  widths 

from  narrow  up  to  one  designed   to  take 

a    ribbon    .!   or    I    indies   wide. 


DRESS    ACCESSORIES 


Dry  Goods  Review 


The  present  vogue  for  Shadow  Flouncings  and  Camisole  Laces  points  to  unprecedented  retail  demand 

See  our  Salesmen  ot   write  us. 

LADIES'  WEAR,  LIMITED 

TORONTO 
W.   F.   GOFORTH,    Managing  Director 
Arts  and  Crafls  Bide.,     VANCOUVER  Hammond   Bide.,  WINNIPEG 
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DRESS    ACCESSORIES 


Wide  Outlet  For  Ribbon  in  Trimming 

Milliners  Using  Both  Wide  and  Narrow   Ribbons 


There  promise-  to  be  that  all-round  use  of  rib- 
bon in  the  coming  Spring  thai  make-  for  a  sue 
cessful  season.  Milliners  are  certainly  going  to 
Miliums,  and  are  not  going  to  confine  their 
favor  to  any  one  kind  or  width.  Wide  ribbons  are 
favored  in  Paris,  but  many  model  hats  show  rib- 
bone  of  moderate  width  that  are  frankly  joined 
and  taking  the  place  of  the  ribbon  that  is  extra 
wide  and  therefore  extra  expensive.  In  solid 
colors,  taffeta,  moire,  and  faille  are  the  leading 
ribbons.  Wide  velvets  are  used,  but  these  ribbons 
are  generally  hacked  with  a  contrasting  color. 
Some  very  new  velvet  ribbons  have  Ottoman  backs 
with  the  cord  showing  through  and  giving  a  ribbed 
effect  to  the  velvet  face.  Roman  or  the  more  sub- 
dued Moorish-striped  ribbons  are  good,  and  these 
ribbons  seem  to  be  best  liked  when  the  ground 
color  is  tete-de-negre  or  very  dark  tan. 

Narrow  velvet  ribbons  are  very  much  used,  and 
narrow  faille  or  cord  ribbons  are  used  in  the  place 
of  straws,  covering  crown  or  brim  or  in  some  cases 
the   whole   hat. 


Wide  novelty  ribbons  will  be  used  for  the  new 
i-estees  that  promise  to  be  so  much  worn  and  also 
for  sashes.  Among  these  may  be  mentioned  chif- 
fon and  gauze  brocaded  in  metal.  Many  warp 
printed,  and  printed  ribbons  in  Chinese,  Oriental 
and  Persian  patterns  and  colors  are  showing. 

A  very  wide  outlet  for  ribbons  is  promised  for 
trimming  lingerie  garments.  This  applies  to  the 
special  lingerie  ribbons  that  are  put  on  the  mar- 
ket, and  to  the  usual  pinks  and  blues  that  sell  are 
added  this  season  yellow,  pale  green,  and  mauve. 
The  same  color-  jn  satin  ribbons  from  half-inch  to 
three,  and  also  in  wider  widths  for  BOme  garments 
are  being  taken  by  makers  of  whitewear  in  consid- 
erable quantities.  As  these  ribbons  have  a  definite 
use  and  are  not  altogether  a  matter  of  decoration, 
there  promises  to  develop  a  very  considerable 
counter  trade,  as  they  will  have  to  be  replaced 
when  soiled.  Lingerie  ribbon-  and  all  silk  satin 
ribbons  wash  fairly  well,  but  very  few  medium- 
priced  ribbons  will  stand  constant  tubbing. 


Big  Veiling   Season  Assured 

Novelty  lines  not  complete  yet — Mesh  veils,  nets 
and  neat  patterns  the  leading  ideas — Sugges- 
tions for  displaying. 


BEFORE  the  cold  weather  came  and 
checked  the  demand,  the  trade  had 
begun  to  ask  for  veilings.  Slut 
lands  led  in  this  early  demand  and  a* 
soon  as  the  weather  moderates  the 
woman  with  a  sensitive  skin  will  be  in 
the  stores  tor  veils  to  use  as  a  protection 
against  raw  winds  and  the  strong  sun- 
light   of  ihr  early  days  of  Spring. 

Importers  are  enthusiastic  about  the 
veiliim-  prospects  for  the  coining  season, 
and  about  the  orders  already  placed. 
With  the  small  hal  paramount  they  know- 
thai  a  veil  will  lie  n  necessity.  Import- 
ers   are    ready    with    a    varied    line    of 

noveltie-    hut    the   line   cannot    h.-   said    to 

be  .-i-  \  el  complete. 

Interest  centres  in  fine  meshes  and 
different  nets  such  as  hexagons,  Brussels, 
filets,  craqueles  and  fancj  meshes.  The 
patterns  buj ers  are  intei ested  in  are  on 

the    -hum     |  .  .il    ..i  d<  ''    I  lial    pre\  ailed    last 

year.    Tl  eeling  tor  tiny 

chenille  and  velvet  dots  and  very  neat 
effect-  m  narrow  horde  i'-  a  re  beginning 
to  appear. 


Chinese  patterns  in  shadow   lace,  shown 

li\     \  ns>    &    St  u  Hi  m  ;i  ii.    \l  mil  leal, 
(lit 


Black  and  white  are  the  big  sellers, 
with  black  in  the  lead  at  present.  As 
the  season  opens  this  position  will  be 
reversed  and  there  will  be  an  increasing 
sale  of  white  veils.  Colors  are  coming 
into  prominence  with  purple,  blue  and 
tan  shades  in  first  place. 

No  use  in  trying  to  do  a  big  veiling 
business,  Mr.  Merchant,  unless  you  are 
prepared  to  put  the  novelties  into  stock 
as  they  are  produced,  and  not  only  must 
you  be  prepared  to  stock  them  but  you 
must  have  the  facilities  to  show  them. 
A  wax  head  or  two  should  be  the  pro- 
perty of  the  veiling  department,  and  now 
that  the  new  millinery  is  coming  in  this 
figure  should  have  its  hair  arranged  in 
the  latest  style,  and  a  smart  street  hat 
should  he  posed  on  the  head  and  the 
whole  topped  with  a  veil  arranged  in  the 
latest   manner. 

It  is  seldom  that  a  woman  comes  to 
the  store  tor  the  special  purpose  of  buy- 
ing a  veil,   for  the  greater  Dumber  of 

\eils  are  sold  by  introduction  or  In 
the  veiling  has  been  seen  and  admired 
in  the  department.  If  you  get  the  habit 
of  always  having  something  new  in  veil- 
you  will  find  customers  will  make  a 
practice  o(  visiting  the  department  when 
in  the  store  just  to  see  what  you  are 
showing,  and  it  the  veiling  strikes  her 
fancy  she  will  buy  it.  Most  women  can 
do  with   an   extra   veil   at   anv  time. 
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Easter 
Veilings 


White 
Black 
Beet 

Saxe 


Taupe 

Violet 

Brown 

Paddy 


We  have  an  exceptional  range  both  in  colors  and  varieties 

Camisoles 

and 

Shadow  Flouncings 

We   can  give  prompt  shipment  on  these  quick-selling  lines,  which 
are  now  so  much  in  demand. 

Plain  Nets 


We  carry  an    immense  stock  of  nets  in    several    qualities    and     prices  in     White,      Black,      Paris,     Cream. 


Laces 


Shadow,  Pleating  and   Millinery 


sop  Lace  feVfeilin 

L/IMITE.D 

lindtor?  St.West.Toror? 
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Lace  Vogue  is  Broadening 

Extending  to  the  Finer  Makes  —  Metal  Laces 
Favored  fcrj  Sigh-class  Trade — Going  Back  to 
Older  I  land-made  Laces  for  Patterns — Nets  ii, 
Splendid  Demand. 


Bl  SINESS  in  lace  continues  to  grow. 
The  very  popular  shadows  still  hold 
.'ind  will  coni  inue  to  hold  tin  Lr  own. 
but,  as  ever,  when  one  kind  has  obtained 
extreme  popularity,  buyers  begin  to  turn 
towards  other  kinds.  T!iis  is  what  is 
happening  now,  and  buyers  for  the  more 
exclusive  trades  are  beginning  to  show 
an  increasing  inclination  toward  other 
fine  and  filmy  makes.  Orientals,  craq- 
ueles,  and  all  kinds  of  net  tops  in  white 
ecru  and  in  two-tone  effects  are  being 
talked  of  and  Alencons  are  becoming 
leaders.  There  is  a  very  decided  de- 
mand developing  for  black  laces,  and  for 
black  and  white  effects,  and  in  both 
black,  and  black  and  white  Chantilly  is 
beginning  to  sell. 

In  the  effort  to  produce  novelties 
manufacturers  are  going  back  to  the  old- 
er-hand made  laces  and  Carrick-macross, 
Limerick,  Point  Lierre  and  other  light 
laces  are  going  reproduced  with  abso- 
lute fidelity  in  machine-made  lace.  One 
feature  that  is  common  to  all  laces  selling 
at  the  present  time  is  the  preference  for 
patterns  having  the  straight  edge. 
Other  laces  selling  are  Torchons,  Valen- 
cic  unes,  Point  de  Paris,  Point  de  Binche, 
but  in  one  and  all  it  is  the  light  designs 
that  are  favored.  This  is  a  period  when 
shadows,  tulles  and  I'limy  laces  are  decid- 
edly in  the  lead. 

The  new  patterns  are  very  beau- 
tiful and  show  a  delicacy,  of  line 
and  character  in  strict  keeping  with 
the  lace  to  which  they  are  applied.  As 
a  rule  the  heavier  part  of  the  pattern  is 
confined  to  the  lower  edge,  Leaving  a 
spread  of  net  with  scattered  sprays  to 
form  the  upper  portion  an  arrangement 
that   makes  the  lace  more  filmy   in  effect. 

There  is  some  revival  of  repousse  laces 
in  which  the  pattern  is  embroidered  with 
the  centre  of  the  work  punched  or  de- 
pressed  and   the   edges   raised,       These 

repousse  and  also  other  laces  have  the 
edges  outlined  with  a  silky   thread   which 

adds  much  to  the  appearance  of  t he  lace. 
Color  effects  form  a  high  novelty  and 
some  >d'  the  more  fanciful  laces  show 
embroidered  patterns  worked  out  in  such 
colors,  as  rose,  porcelain,  lavender  ami 
lettuce  green  on  either  ecru  or  white 
grounds.       Cream  and   black   (nantillys 

with  the  patterns  lightly  traced  out  in 
black  are  decidedh  good,  These  lares  ;nv 
being  well  taken  up  for  millinery  pur- 
poBi 

Though  lis  ii"  mean-  a  Spring 
article,  metal   novelties  show   no  decrease 

in   favor,  and   from   reports  received   o\ 


the  Paris  dressmaker  openings,  it  will  be 
seen  that  the  Leading  model   houses  are 

using  metal  laces  in  the  production  oi 
tin  Spring  models.  Like  all  the  laces 
u-ed  this  season,  the  metal  laces  are 
light  in  effect,  or  are  of  Paris  or  grey 
net  with  the  pattern  worked  in  with 
cream  or  gold  silk  threads.  Gelatine 
spangles  in  the  form  of  small  .jet   beads 


Sheer    net.    tup    lace    and    band     in 

sliadow  effect.  The  almost  straight 
edge  is  a  bi<;  feature  in  the  new 
lares.  Shown  by  Riegel  A  Langer, 
Mont  real. 

are  used  to  work  into  the  pattern  of 
-line    of    (hi  Be    lace-. 

One     feature     thai     makes     for     a     big 

season  is,  that  instead  of  onlj  one  width 

of  Bouncing  lieinu  wanted,  i'\i'VV  width 
of    lace    from    narrow    edgings    up    to   45 

inch  fiouuees  are  m  demand,  though  the 

besl    ^elluiL!'  widths   are   the   nine,   twelve, 

eighteen,  ami  twentj  seven  inch  Bounc- 
ings. Then  i-  very  little  call  for  inser- 
tions,   though    wide    double    rd'jird    hands 

are  being  used  to  some  extent   tor  bod- 

ii-i  >  and    -lee\  es. 
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Another  big  outlet  is  provided  by  the 

growing  rage  for  camisole  or  corset  cover 
Since  the  end  of  last  year  this 
demand  has  shown  a  rapid  increase  and 
by  the  time  light  Summer  dresses  begin 
to  be  worn  will  have  attained  v<  ry 
large  proportions.  This  idea  proi 
t-  he  responsible  for  the  scllim.'  OJ 
narrower  laces,  as  laces  3  or  4  inches  wide 
and  net  or  insertion  to  match,  are  often 
substituted  for  the  camisole  flounce. 
Tango  garters  an-  shown  with  lace  in 
place  of  the  accordion  pleated  chiffon. 
Nets  are  already  in  unprecedented  de- 
mand, a  demand  that  shows  no  sign  of 
diminishing.  Plain  nets  are  the  leaders. 
and  besides  Brussels  which  has  first  call 
craquele,  filet,  hexagon,  octogon,  and  dia- 
mond mesh  nets  are  all  sellers.  A  big 
percentage  of  the  nets  used  go  into  pleat- 
ings.  but  waists,  bol<  ros,  whole  g 
skirts  and  gown  foundations  are  made 
of  net.  Net  has  invaded  the  under- 
garment field,  and  combinations,  corset 
covers  and  skirts  come  in  net.  Colored 
nets  are  big  sellers  and  come  in  all  the 
new  blues,  greenish  blues,  tango  and 
yellow  shades,  the  new  greens,  purple, 
amethyst,  petunia,  crab  rose  and  salmon 
pink,  as  well  as  black  white,  champagne 
and  grey.  Chiffons  are  wanted  M  well 
as  nets  and  besides  a  wide  range  of  plain 
colors,  chiffons  come  with  printed  pat- 
tern-;. ,,r  printed  and  embroidered  with 
tinsel.  These  chiffons  are  to  be  used 
for  veiling  silk  materials  and  for  millin- 
ery purposes. 

© 


rrhe    Easter   Glove 

ITp  to  this  Period  will  be  Short 
—After  Easter.  16  and  12  But- 
ton Lengths— Chamois  Lisles 
Big  Sellers — Prices  Will  Ad- 
vance. 

ANY  change  that  will  take  place  in 
glove  prices  will  be  in  the  direc- 
tion of  advances.  The  reason  is 
not  tar  to  seek;  it  coMs  more  to  manu- 
facture gloves  in  these  days,  and,  more- 
over, there  is  a  shortage  of  leathers  suit- 
able for  making  gloves.  Skins  for  this 
purpose  are  largely  the  product  of  the 
Balkan  States,  and  many  of  the  herds 
from  which  the  skins  came  were  killed 
off  in  the  recent  war. 

Styles  show  no  particular  change.  Up 
to  Easter  wrist  length  gloves  will  be  the 
sellers  in  kids,  and  after  that  date  the 
call  will  be  for  16-buttOD  and  12-hutton 
Lengths,  as  the  short  b1«AV4  will  pre- 
dominate during  the  Spring  and 
Summer. 

llea\\  embroidered  gloves  are  the 
fashion,  though  lots  of  plain  cloves  will 
sell,  and  the  bulk  of  the  demand  will 
come   on    white   gloves,       Tans   and    srreys 

(Continued  on  page  97.) 
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Exclusive  Laces  from  Paris 

One  Piece  of  Each  Kind 


UR  EUROPEAN   buyer  has  just 
returned  from  a  tour  of  Parisian 

Fashion  Salons  where  he  procured  the  most 
unusual    assortment   of 
model  laces  ever  shown  by 
any  one  house  at  one  time. 

These  laces  are  the  exact  pieces  used  to-day 
by 

DOUCET,  PACQUIN 

WORTH,  CALLOW 

SOEURS  and  BISCHOF 

DAVID 

on  the  latest  artistic  confections  displayed 
in  their  Parisian  Salons. 

Bruges,  Maline,  Alencon,  Florentine,  St.  Gall, 
Calais  and  other  exclusive  importations  are 
represented  in  the  collection. 

These  laces  are  absolutely  exclusive. 

There  is  only  one  piece  of  eachjmeasuring  from 
2Y2  to  3M>  yards  in  flounces,  with  insertions  to 
match. 


We    would   suggest  that  you  send  an  open  order  for  about 
.00  direct  to  us. 


We   will  make  careful  selections  and    forward  according  to 
your  requirements. 


GEBR.  RIEGEL  &  LANGER 

KING'S  HALL  BUILDING  :-:  ST.  CATHERINE  STREET  WEST 

MONTREAL,  QUE. 
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Don't  Hesitate 

to  call  and  see  us 
when  you  come  to 
Montreal. 

We  would  like  you  to  see 
our  new  showrooms,  which  are 
conveniently  situated  in  the 
heart  of  the  Millinery  district, 

No.  6  St.  Helen  Street 

You  will  find  everything  you 
want  in  RIBBONS  in  our 
immense  stock. 

New  Failles,  New  Moires,  in 
all  newest  shades,  are  especi- 
ally in  demand. 


The  new  PARCELS  POST  system  is 
an  aid  to  our  MAIL  ORDER  DE- 
PARTMENT in  giving  you  prompt 
service.  Write,  phone  or  wire  your 
requirements  and  get  the  goods  by 
return  mail. 


Walter  H.  Barry  &  Co. 

MONTREAL,  P.  Q. 
Winnipeg  Branch:  222  McDermott  Ave. 
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The  "Mary  Stuart"  Collar 


FOR  IMMEDIATE  DELIVERY 


This  is  the  Mary  Stuart  collar,  one 
of  our  inrmeuse  showing  of  1914 
novelties,  which  includes  all  the 
latest  fichu  and  Chinese  effects. 

The  Mary  Stuart  collar  is  one  of 
the  season's  newest  creations  and 
will  be  a  particularly  strong  seller 
as  it  appeals  to  the  fancy  of  the 
average  woman. 

Our  showing  of  minings  is  quite 


includes  all  that  is  new.  Organdie 
and  batiste  effects  are  extra  good 
sellers. 

We  are  also  showing  Camisoles  in 
an  immense  variety,  samples  of 
which  we  will  be  pleased  to  show 
you  when  in  the  city  or  will  send 
samples  at  your  request. 

Our  collection  of  waists  for  Spring 
and  Summer  show  the  widest  var- 
iety in  new  Crepes,  Voiles  and  Silk 

effects. 


worthy  of  your  early  attention.    It 

Our  travellers  will  call  on  you  at  an  early  date  with 
the  full  range.  To  make  sure  he  does — drop  a  card 
to-day. 


,NQt£ 


\*       TORONTO,  ON T.  ^0x 
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The  Success  of  the  Season 

MALINE  MALINE 

Our  own  make,  "CANVELCO"  BRAND;  every  yard 
guaranteed  by  us  absolutely  rain-proof  and  warranted  to 
retain  its  firm,  velvet  finish.  In  stock  for  immediate  delivery 
the  following  shades: — 

WHITE         CREAM  TUSCAN  SKY 

PINK  GREEN  TANGO  BROWN 

OLD  ROSE    NAVY  CERISE  GREY 

VIOLET  BLACK 

The  number  is  400  27  inches  wide. 

The  price  is  12/2c  per  yard 


Also  in  stock  for  immediate  delivery  all  colors  in  Breton, 
Brussels,  Bobinette,  Esprit,  Thread  and  Fancy  nets. 

And  the  finest  assortment  for  Easter  Trade  of  Vanity 
Veilings  in  Butterfly,  Sunburst  and  Beauty  Spot,  also  the 
Perfect  Frame  Veiling  in  Prunelle  or  Black. 

Letters  of  enquiry  will  be  appreciated  and  receive  prompt 
attention. 


CANADA  VEILING  CO. 

84-86  Wellington  St.   West,  Toronto 


!>('. 
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Suggestions 

foe  proper  Care  ot 

1ktb  (Sieves 


S>APt&3on  .iBroa.  Co. 
"ttbc  8ifl  Store** 
SlOUl  Cm.  Iowa 


©rees  *to  ©loved  $1 .50 


Poinl  embroidered  backs    made  ol 

specially  selected  skins. 
Black.  While  and    <t»     "(\ 
Colors,  per    pair     V  l  »JV 

Strcet"CfJlear©lore0$l.5O 

/ff\UR  "Regal"  is  an  Imported 
W  Lambskin  Clove,  the  skin  is  a 
trifle  heavier  than  our  "Superior" 
has  two  clasps,  with  the  lamou* 
full  pique  sewing,  fine  embroider.* 
backs.  Black.  White  and  Colo 
An  elegant  glo' 
everyday  wear,  i 


Servl 


■  Al» 


Si"!  $1.50 

•  Ihc  Bki  Jl  Out 


©avtoson  Bros.  Go. 

"ObcSlfl  Store" 
Slour  Cits,  Iowa 


SLIP   the   fingers    easily 
into  the  glove,  leaving 
out  the  thumb 

•LGenlly  and  gradually  work 
the  glove  down  until  the 
fingers  are  completely  in. 
then  put  in  the  thumb  and 
work  same  down  carefully. 

CStretch  glove  at  wrist 
carefully  until  clasps  mee'l. 
CWhen  removing  your 
gloves,  first  release  glove  at 
wrist  and  draw  off  back- 
wards, practically  turning 
the  glove  inside  out. 


risO  not  try  to  force  the 
**'  gloves  on  by  pushing 
them  down  between  the  fin- 
gers 

Q.Do  not  pull  gloves  olf  by 
finger  tips. 


(LKeep  Black  gloves  separ- 
ate from  White  or  Colored 


df  these  suggestions  are 
followed,  you  are  assured 
lhat  your  gloves  will  give 
you  entire  satisfaction 


Second  Page 


Third  Past 


THE  EASTER  GLOVE. 

(Continued  from  page  92.) 
are  selling'  to  some  extent,  and  there  is 
some  novelty  development  in  favor  of 
pearl  and  banana  shades,  but  f^  white 
glove,  either  self -embroidered  or  em- 
broidered in  black,  is  the  leading  seller. 

Chamois  lisles  promise  well  in  fabric 
gloves  in  white,  natural,  black,  tan  and 
grey,  and  for  Spring  selling  these  gloves 
are  favored  finished  in  heavy  silk  em- 
broideries in  self  and  in  contrasting 
colors. 

There  will  be  another  big  silk  gloV" 
season,  but  buying  has  been  done  on  eon 
servative  lines,  and  as  raw  silk  is  ad- 
vancing, it  is  not  impossible  that  a  short 
supply  and  higher  prices  mav  be  anion" 
the  developments   to  be  expected. 


This  Will  Tear  ll  This  Will  Nol 

Hint  sent  out  by   another  store. 

The  summer  glove  will  be  the  long 
glove,  for  all  dress  and  waist  sleeves  are 
elbow  length  or  shorter.  For  the  better 
trade,  16-button  lengths  will  sell,  and  the 
cheaper  trade,  because  of  price  con- 
siderations, will  take  the  12-button 
glove.  Though  a  few  fancy  colors  are 
always  shown,  white  and  black  are  in- 
variably the  Summer  colors,  with  white 
the  best  seller.  This  season,  because  of 
the  favor  in  which  black  is  regarded, 
black  gloves  should  make  some  gain. 

Do  you  pay  any  attention  to  your  stock 
of  children's  gloves?  Every  buyer  who 
features  children's  gloves  should  make 
preparations  to  bring  them  prominently 
before  the  having  public  during  the 
period  of  before  Easter  trade. 


Return  of  Damaged  Gloves 

Store  sends  out  folder  to  prevent  abuse  of 
delicate  gloves — Complaints  thus  reduced  fifty 
per  cent. 


MANY  stores — in  fact,  every  store — 
gets  into  difficulties  over  the  re- 
turn of  damaged  goods.  To  re- 
fuse them  often  would  destroy  a  connec- 
tion of  years  with  a  customer.  To  accept 
them  all  means  a  big  addition  to  the  loss 
account.  Davidson  Brothers  Company, 
of  Sioux  City,  Iowa,  have  an  excellent 
system  of  enclosing  an  explanatory 
folder,  which  the  glove  buyer,  NT.  A. 
Roller,  explains  in  a  letter  to  The 
(Movers'  Review: — 

"By  enclosing  one  of  these  folders 
with  every  pair  of  gloves  sold,  our  glove 
complaints  have  been  reduced  about  50 
per  cent,  during  the  two  years  we  have 
used  them,"  says  Mr.  Roller. 

"It  is  our  experience  that  the  average 
customer  believes  that  kid  and  lamb 
gloves  can  stand  the  strains  and  abuses 
of   heavv    leather    working    gloves,    and 


that  they  need  information  and  educa- 
tion to  impress  upon  them  that  fine, 
light-weight  gloves  must  be  handled  with 
intelligent  care.  We  use  this  Colder  very 
freely,  putting  it  in  the  high  grade  as 
well  as  the  cheap  gloves  sold  over  the 
bargain  counter. 

"I  make  no  claim  to  being  the  or- 
iginator of  the  idea,  but  as  an  adopter 
of  it  I  have  had  gratifying  results.  I 
might  state  further  that  the  word 
'guarantee'  is  never  used  in  our  glove 
department  or  its  advertising.'' 

As  is  done  in  many  underwear  depart- 
ments, there  should  be  a  east  iron  rule 
that  the  hand  measurement  of  every  cus- 
tomer be  taken  rather  than  to  accept 
the  customer's  word  for  it,  or  any  guess- 
ing by  cither  the  salesman  or  the  cus- 
tomer. This  alone  would  save  many  a 
ripped  glove  being  thrown  back  on  the 
store. 


DAMASSE  RIBBON'S. 

On  the  left:  1,  Bayadere  stripe;  2,  Fancy 
damasse;  3,  Combination  plaid  Hint  Bayadere 
effect. 

On  the  right:  1,  Oriental  design;  2,  Bayadere 
stripe   and    flower   effect;    3,   Oriental    design. 

Shown    by    Walter    H.    Barry    &    Co.,    Montreal. 
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Bright  for  Laces 

Flat  Collars  and  Collar  and 
( 'nil  Sets  <  lood  Seller-  Heavy 
Laces  <  >ul  al   Present   Moment. 

Heavy  laces  al  the  pn  sent  momenl 
are  quite  oul  oi  the  picture.  Light 
Venise  is  having  a  Pair  representation, 
chieflj  in  the  form  ol  edgings  and  band 
ings,  both  for  the  cutting  up  and  the 
counter  trade.  Flat  cellars  and  collar 
and  cuff  sets  in  lighl  Venise  are  also 
good  sellers,  particularly  in  popular 
priced  goods. 

There  is  little  doubt  thai  prospects  are 
decidedlj  brighter  for  the  lace  business 
generally.  Since  the  beginning  of  the 
year  Calais  reports  the  receipl  of  vers 
much  improved  orders  and  re-orders  in 
laces.  Also  the  confident  expectation  is 
that  orders  will  lie  still  larger  as  the 
season   progresses 

Figures  from  Nottingham  show  that 
an  increase  of  over  one  million  has  been 
made  in   the  exports  to  the  United  States 

alone  in  the  pasl  year.    Though  much  of 

this  increase  is  due  to  the  larger  use  of 
cotton  nets,  there  is  also  a  substantial 
increase    in    I  lie    value   of   lace    exported. 


Gloves  Higher 

Raw  Material  Scarce — Steady 
Increase  Last  Year  May  be 
Continued  Wrist     Lengths. 

Wrist  length  Capes  and  Mochas  will 
be  the  most  used  glovi  for  wear  in  the 
open  until  warm  weather  time,  and  the 
doeskins    and    the    fabric    imitations    of 

leather    will     also    be    in    g 1    demand. 

Local  conditions  have  an  influence  which 
should  lie  noted.  In  the  bituminous  coal- 
using  cities  ill  the  States  centres  where 
industry  is  the  life  ol'  trade  and  I  he 
death    ol'    .dean    apparel  unwashable. 

'•undressed"  gloves,  such  as  Mocha  and 
suede,  do  not  as  a  rule  sell  well,  style 
or    no    style. 

Whatever  the  condition  of  the  glove 
business  may  be  there  1-  no  chance  lor 
reduction  in  the  cost  id'  gkrt  e  leather,  [n- 
Stead  there  is  every   likelihood  of   further 

advances.  Saul  a  leading  dealer  in  '.dove 
leather-:  "  Manufacturers  cannot  ex 
pecl  lo  buy  leather  an\  cheaper  than  at 
|,i  ,  ,nl.  The  scareit\  of  the  raw  ma 
lerial  makes  tins  certain.  The  past  j  ear 
-linn  ed  a  stead]  increase  in  prici  s.  The 
last    of   i  In  se   came    in    November   \\  hen 

.11    elude    went     up    from    $]  ,50    to    $5.50. 

Tl  i-  ad\ ance  came  too  late  to  amount  to 
much,  on  aci  i  unt  of  n  eat    i  r  condil  ion 
fnt  horsehide  is  still  keeping  up.     Splits 

are  a-  high  and  a-  scarce  as  e\  .  i     Shet  p- 

Bkins  arc  -till  on  the  upgrade  Demand 
or  no  demand  for  glo\  e  li  at  her  will  n   I 

i  ut     an\      figure     in     I  he     leal  her     inai  lift, 


The    glove    manufacturing    end     is    the 

small  e-id  of  the  business.  Its  wants  are 
small  and  cannot  be  considered  a-  ca-. 
pable  of  influencing  the  price  situation.'' 


Fanciful  Waists 

Crepe  de  Chine  in   High  Favor 
Many  of  Figured  ami  Flow- 
ered   Crepe   ami    Voile — "Waist- 
coat Blouse  Popular. 

The  development  is  in  the  direc- 
tion of  a  fanciful  character  and  the 
best  liked  materials  are  shadow 
lace,  nets,  chiffon,  and  soil  -ilk-  with 
taffeta  in  the  lead  from  a  fas 
standpoint.  One  feature  that  i-  intro- 
duced into  nearly  ever\  waist  are  the 
wide  frills  of  lace  or  net.  All  waist-  an' 
loose  and  blousy,  and  the  kimona  sleeve 
is  cut  with  increasing  width  of  armhole 
in  what  is  termed  bats-wing  or  ele- 
phant's ear  shape.  »'ne  good  feature  id' 
this  cut  is  that  there  is  little  danger  of 
the  sleeve  tearing  across  which  was  the 
chief  fault  of  the  kimona  effect  when 
last  worn. 

Raglan   sleeves  and   yokes  are     again 

popular    ami    extra    prominence    i-    given 
to   the   seam   line-   b\    using   l)elli->t  it  ell  i  liu 

and  cording      The  V-front   and  the  un- 
covered  neck   rule-     the     collar,     being 

generally  of  a  Medici  frill  of  lace,  often 

-how  ing    the    new     roll    or    t  urn  0\  ei 

some  of  the  new    waists  have  fichus  <'f 
adow    lace  or  net    with     a   lace     frill 
forming  the  collar, 

The   new    idea    in    wai-t-    i-    the    waist 
,-,  at  bh  use     Son  e  ol  i  hese  blouses  have 
the  appearance  of  being    in    the 
-lee\  c  -.   but    already    i  his    idea    is   hi  ing 

I  no 


modified  and  the  waistcoat  i-  promising 
to  be  the  point  of  departure  in  the  pro- 
duction of  some  verj  prettj  and  original 
modes  where  the  waistcoat  cut  is  re- 
tained  without   the  present    palci.x    effect. 

Another  new  idea  in  blouse  construc- 
tion is  the  Russian  blouse.  This  blouse 
is  cut  on  kimona  lines  with  bats- 
sleeves,  and  the  skirt  lorn-  a  pephun 
that  reaches  down  five  or  six  inches  be- 
low the  waist.  The  blouse  i-  drawn  to 
the  figure  at  the  waist  line  by  a  belt, 
generally  of  fancy  -ilk.  Some  of  these 
blouses  are  just  jumpers  and  are  in- 
tended to  be  worn  over  a  net  guimpe. 
Others  button  straight  down  the  front 
ami  have  Baring  collars  to  match  the 
silk  of  the  crush  belt. 

Since  its  introduction  now  a  good 
ii  ai  \  seasons  ago,  the  chiffon  blouse  t" 
match  the  color  of  the  suit  it  is  to  be 
worn  with,  has  never  been  really  off  the 
ii  ail  et.  and.  lined  with  shadow  lace  or 
net,  it  is  just  as  important  as  ever.  An- 
other material  that  keep-  steadil)  in 
favoi  for  making  blouses  is  crepe  d< 
(bine.  White  is  the  best  seller.  A  new 
model  was  trimmed  with  ruffles  of  white 
net  edged  with  picot  in  black.  This 
picol  edging  is  produced  by  hemstitch- 
ing the  net  and  cutting  down  the  centre 
of  the  hemstitching.  The  collar  was 
:  orn  ed  of  a  standing  ruffl 
and  one  laying  on  the  waist  of  the  blouse 
joined  under  a  band  o\'  black  velvet 
collar  oui\  reached  to  the  shoulder  line, 
but  the  velvet  encircled  the  neck  Ruffles 
of  the  net  outlined  th<  fronts  and  fell 
over  a  small  vest  of  shadow  lace.  The 
sleeves  were  trimmed  to  match  with 
ruffles  of  ml  ami  bands  of  black  velvet. 
wai-t-  ol  flowered  crepe  and  voile 

are   -i  lling    at    l  he    pn  seill    time. 
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45-in.  Fancy  Crepe   Skirting 


All   the   Latest    Novelties 

in 

Embroideries 
Laces 

Trimmings 
Neckwear 

Carried    in   stock   in   a    large   selection. 
Call   and   see  us  when   in  the   Market. 


Uoss  $  Stuffmann,  Limited 

Che  Dress  Accessories  Rouse 
12  $t.  f>elen  $t.  montreal 
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DROOPING  ORCHID 


The  Drooping  Orchid  and  Rose  of  Japan  are  among 
our  newest  Spring,  1914  Veilings.  Originated  and 
made  in  our  American    mills— direct    to    your    shop. 


E.  &  Z.  VAN  RAALTK,   100  Fifth   Ave.  New  York 

Tin    Largest   Veiling  Manufacturers  in  the   World. 

Factory  al  Pa  tenon,  N  I  Canadian  Representative    Mi    S   Oldershaw,  ISSWamrj  Road,  Toronto 

i  mimmiiiiiiiiiiiiiiiiiiiii  illinium iiiinii  m  iiiiiiimii  111:11111111 n  inn  mini  mini  mini  inn  mini  limn  mini  ninniiiniiiiiiiiiiiinnni 
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ROSE  OF  JAPAN 


Both  these  designs  have  been  pronounced  an  immedi- 
ate success  by  all  good  shops  of  Canada  and  the 
American  Continent.     Samples  upon  request. 


E.  &  Z.  VAN  RAALTE,  100  Fifth  Ave.,  New  York 

The  Largest  Veiling  Manufacturers  in  the   World. 

Factory  at  Paterson,  N.J.  Canadian  Representative:   Mr.  S.  Oldershaw,  195  Waverly  Road,  Toronto 
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Science  of   Building  a  Retail  Business 

Address  of   A.   F.   Sheldon,  Chicago,  at  Ontario  R.M.A.   Banquet. 


SOME  OF  THE  OEMS. 

"The  man  who  spills  the  life-blood 
of  the  profits  is  not  a  salesman.  He 
is  a  store-keeper,  an  order-taker." 

"A  house  ?s  known  by  the  cus-tom- 
'  ra  it  keeps;  not  by  those  it  gets." 

"Failure  is  stumbling  in  the  dark- 
ness of  Nature's  law." 

"Business-building  is  the  art  of 
st curing  permanent  and  profitable 
patrons." 

"He  did  not  give  me  his  right  Q 
plus  Q — quantity  plus  quality." 

"The  science  of  business  is  the 
science  of  rendering  service.  He 
profits  most  who  serves  best." 

"To  have  the  permanent  patron 
one  must  give  three  things:  quality 
always,  right  quantity,  and  mode  of 
conduct  of  his  business — Q  phi  a  Q 
plus   M." 

"The  wagging  tongue  of  a  satis- 
fied patron  is  the  best  advertisement 
in   the  world." 

"Advertising  is  the  fire  under  the 
boilers  of  business." 

"The  negative  suggestion  kicks  the 
football  of  the  mind  toward  the  goal 
of  Wo.'" 

"Salesmanship  is  the  art  of  per- 
suading people  to  purchase  products 
at  a  profit." 

"There  ure  too  many  people  in  the 
world  who  lack  terminal  facilities." 

SO.MKTHINC;  after  the  manner  of 
Elbert  Hubbard,  was  the  address  of 
A.  F.  Sheldon,  head  of  the  Sheldon 
School,  Chicago,  at  the  annual  banquet 
of  Hie  Retail  Merchants'  Association  of 
Ontario;  original,  witty,  incisive,  epi- 
grammatic, pungent,  comprehensive,  and 
thoroughly  helpful,  altogether  a  rare  ad- 
dress  to  retail  men. 


"Prejudice,"  remarked  Mr.  Sheldon, 
at  the  outset,  "is  a  great  hindrance  to 
progress.  The  way  to  build  a  retail 
business  is  to  bring  the  conduct  of  that 
business  into  harmony  with  the  laws  of 
nature.  The  truly  great  reflect  con- 
sciously or  unconsciously  certain  basic 
natural  laws. 

"The  way  to  build  a  retail  business  is 
the  same  as  the  way  to  build  any  kind 
of  business — by  making  it  reflect  natural 
law.  Sir  William  Blackstone  defines 
common  law  as  a  rule  of  action  or  con- 
duct prescribed  by  the  highest  authority 
of  the  state.  You  and  I  must  bring;  our 
lives  into  harmony  with  those  laws  of 
the  state.  If  we  violate  any  we  pay  the 
penalty  of  a  fine,  the  penalty  dependinsr 
upon  the  seriousness  of  the  offence.  If 
we  violate  a  law  of  the  state  by  takine 
life  we  must  pay  the  penalty  of  death. 
Natural  law,  as  Blackstone  would  say,  is 
the  rule  of  action  or  conduct  prescribed 
by  the  highest  authority  in  the  universe 
— the  Creator,  the  Infinite,  the  Great 
First  Cause.  In  nature  we  see  the 
manifestations  of  intelligence.  Cause 
cannot  give  rise  to  that  which  is  not  in 
itself.  You  and  I  must  consciously  or 
unconsciously  work  in  harmony,  to  build 
our  business.  If  we  violate  any  law 
tending  to  the  building  of  that  business, 
we  lose  by  way  of  substraction  from  pos- 
sibilities of  greater  business.  If  the  of- 
fence is  serious  we  are  deprived  of  our 
job — we  die  a  financial  death. 

"I  submit  that  one  who  has  started  a 
business  and  gradually  built  it  to  great- 
er proportions  had  his  life  in  harmony 
consciously  or  unconsciously  with  basic 
natural  laws. 

Stumbling  in  the  Darkness. 

"Failure  is  stumbling  in  the  darkness 
of  nature's  law. 


"Business  building  is  the  art  of  secur- 
ing permanent  and  profitable  patrons.  If 
the  retailer  secures  a  sufficient  number 
of  permanent  and  profitable  patrons  he 
builds  up  his  business. 

"When  every  employee  awakens  to 
the  fact  that  the  sale  of  service  is  the 
same  law  as  that  which  influences  the 
price  of  sugar — quantity  plus  quality  of 
the  '.roods  delivered;  when  he  realizes 
that,  he  will  not  be  losing  his  eyesight 
looking  for  more  pay.  or  fosterin?  spite 
against  an  unappreciative  boss. 

Storekeeper  vs.  Merchant 

"Let  us  now  consider  the  concept 
'profitable.' 

"There  is  a  bi^  difference  between  a 
storekeeper  and  a  merchant.  Keep  your 
eye  on  the  profits.  The  man  who  cuts 
the  throat  of  a  transaction  and  spills 
the  life  blood  of  the  profits  is  not  a  sales- 
man. He  is  a  storekeeper — an  order 
taker.  Men  who  figure  they  have  made 
25c.  when  they  buy  a  picture  for  a 
quarter  of  a  dollar  and  sell  it  for  50c. 
are  not  conducting  a  profitable  business. 
Tiny  forget  that  the  25c.  margin  may  be 
entirely  eaten  up  in  overhead  char?es. 
There  are  men  who  do  not  charge  either 
rent  or  interest  on  their  investment  as 
part  of  their  expense  of  running  a 
business. 

"I  know  a  man  in  the  United  States 
who  operates  a  chain  of  stores.  He  is  an 
expert  on  mathematics,  and  has  been 
able  to  install  systems  in  every  depart- 
ment of  every  store  so  that  he  knows 
exactly  each  week  what  he  has  made  or 
lost  in  each  department  of  each  of  the 
stores. 

"That  man  is  consciously  in  harmony 
with  nature's  law  of  system  and  order. 
n lined  on  page  117) 


Don't  Make  A  Mistake 


l'.\   neglecting  to  replenish  your  Spring  stock  with  a  full  range  of  silk  ORNA- 
MENTS and  TASSELS;  also  Beaded  Passamentarie,  of  which  we  have  a  supply. 

Handsome  Sashes  in  plaid  effects  and  self -colors   are  also   fashionable   this   season.  s 

|   THE  MOULTON  MANUFACTURING   CO.,  Limited  | 

=  Craig.  Oosford  and  St.  Louis  Sts.  = 

1  MONTREAL  = 
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Sterling 

RAINPROOF  TULLES 


The  "Sterling"  brand  of  tulle  is  guaranteed 
waterproof,  it  is  proof  against  all  moisture.  The 
colors  are  absolutely  fast.  In  addition  to  being 
Waterproof,  the  value  of  the  "Sterling" 
Brand  is  enhanced  by  the  regularity  of  the 
make,  the  thickness  of  the  tulle  and  the  bril- 
liancy of  the  colors.  Owing  to  the  elastic  finish 
which  this  tulle  possesses  it  will  always  keep  the 
form  given  by  the  user  even  after  being  deluged 
by  water. 


This  is  an  advantage  which  no  other  water- 
proof tulle  possesses. 

For  ruffs,  bows  and  all  Millinery  pur- 
poses the  "Sterling"  tulles  are  superior  to  all 
other  makes. 

Made  in  four  qualities  in  black  and  one 
quality  in  colors.  Prices:  15c,  l^y^c,  20c, 
22Voc;  colors  17y2C.     36  inches  wide. 

A  trial  order  will  get  prompt  attention. 


Our  stock  is  now  complete  with  new  arrivals  of  Bretonne  Nets,  Pleatings,  Shadow  Laces 

(in  all  widths)  in  Flouncings  and  Camisoles. 
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STORE     MANAGEMENT— COMPLETE 


16   Full-Page 
Illustrations 


272   Pait-s 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  book  lo    Retail  Advertising  Complete 

$1.00     POSTPAID 

Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— Wh.t  it  shonM  be 
to  hold  trade.  The  money-bnck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.      Keep  the  book  ten  days  and    (  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Go. 
TORONTO 


Your  Button  Needs 

will  be  carefully  and  promptly  attended  to  by  us. 
We  keep  in  stock  Ivory,  Anchor,  Brass,  Hornoid, 
Pearl,  Crochet,  Fancy  Metal  Buttons,  and  we  are 
the  largest  makers  of  plain  and  fancy-covered 
buttons. 

Tell  us  your  requirements. 

A.  Weyerstall  &  Co. 

Head  Office:   145  Wellington  West,  Toronto 

Branches :     Montreal,     Winnipeg 


Increasing 

P.  C.  Corset  Service 

We  could  build  corsets  that  would  have  the  same 
graceful  lines,  fit  just  as  perfectly  and  give  the 
same  ease  and  comfort  as  our  present  modes,  but 
would  cost  considerably  less  to  manufacture. 


For     instance,      we      could 
leave  out  the 

Double  Canvas 

Interlining 

which  surrounds  each  and 
every  steel,  and  its  absence 
would  not  be  noticed,  but 
we  plan  on  service  to  our 
patrons.  This  interlining 
greatly  increases  P.  C. 
Corset  service. 
Our  models  give  more 
than  comfort,  durability 
and  service.  They  give  that 
desirable,  graceful  poise  to 
the  figure  which  conforms 
to  Dame  Fashion's  latest 
requirements. 

Samples     gladly     gent     on 
request,    prepaid. 

PARISIAN 
CORSET 
MFG.   CO. 

LIMITED  *V2S 

QUEBEC,  QUE.       jD\ 


Ontario  Branch: 
77  York  St.,  Toronto 
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3,000,000 

People  See  This 
Trade  Mark  Every 
Day  in  over  300 
Newspapers. 
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LADIES'  HOME 
JOURNAL  PATTERNS 


Home  Pattern  Company 

615  West  43rd  St.,  New  York  City 

Owned  and  Controlled  by  The  Curtis  Publishing  Co. 
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3,000,000  People 

see  this  Trade  Mark  every 
day  in  over  300  Newspapers 

The  Home  Page  of  the  newspaper  is  what  the 
woman  looks  at  first — and  looks  at  longest. 
On  this  page,  each  day,  in  more  than  300 
newspapers,  women  see  Ladies'  Home  Journal 
Patterns  illustrated  and  described. 

This  kind  of  publicity  cannot  be  bought. 
It  is  taken  by  the  newspapers  because  it  is 
news — fashion  news — the  latest  and  most 
accurate  that  can  be  obtained. 

These  daily  Ladies'  Home  Journal  fashion 
editorials  are  seen  bv  more  than  three  million 
people.  The  trade  mark  that  always  appears 
tells  what  patterns  they  are. 

The  stores  that  sell  Ladies'  Home  Journal 
Patterns  get  this  trade.  Is  this  identifying 
mark  on  your  window  ? 

LADIES'  HOME 
JOURNAL  PATTERNS 

Home  Pattern  Company 

615  West  43rd  St.,  New  York  City 

Owned  and  Controlled  by  The  Curtis  Publishing  Co. 
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MILLINERY 


Xovcltv  headweai  shown  by  Parisian  artist. 


Novelties   Showing   at   the   Early  Openings 

Far  Greater  Variety,  and  Not  So  Expensive  This  Year,  and  (iood 
Season  is  Predicted — Ribbons,  Laces.  Flowers.  ( )stri<-li  Anions  the 
Many  Materials  Shown — Irregularity  of  Brim. 

THE  trade  has  been  to  market,  ami 
though    there   has   been   a    certain 

conservativeness  in  the  buying 
done,  and  though  in  sonic,  sections  there 
has  been  a  tendency  to  substitute  cheap- 
er for  the  high-priced  materials,  on  the 
whole  the  wholesale  houses  are  very  well 
satisfied  with  the  advance  business  thai 
has  been  done.  Moreover  they  have 
every  confidence  in  a  good  steady  selling 
season  if  only  the  weather  is  reasonably 
propitious,  for  t he  trend  of  fashion  is 
very  favorable  to  a  good  millinery  sea- 
son. And  fashion,  it  may  be  said,  has  of 
recent  years  marred  more  seasons  than 
poor   trade,     -lust    an    expensive    shape 

and  a  plume  or  OSprey  has  been  in  de- 
mand so  long  that  there  has  been  aothing 
for  the  workroom  and  no  outlet  for  the 
majority  of  millinery  materials.  This 
season  everything  is  to  the  fore,  and  it  is 
the  milliner  ihat  gives  the  requisite  touch 
t  bat  finishes  the  hat. 

Conditions  on  the  whole  are  sound, 
and  there  are  very  decided  signs  of 
trade   improvement.     Last  year's  crops 

•■>  e  large  and  t  he  man  1  hat  greVi  I  hem 
has  money.  Millinery  is  a  necessity  as 
well  as  a  luxury,  and  i !'  the  poor  woman 
has  to  content  herself  with  what  she 
must  have,  there  are  plenty  of  her  sisters 
who  can  buy  according  to  the  dictates  of 

their  tastes.  Therefore  though  business 
may  take  a  little  more  working  for.  there 
is  plenty  of  it  to  he  had  durum  I  he  com- 
ing Spring,  ami  the  getting  of  it  is  a 
matter  of   individual   effort. 

Now  that  the  openings  are  over  the 
distinctive    features    of    the    new    season 

are  beginning  to  stand  out.     The  whole 

shapes  are  small  and  more  than  a  thought 

eccentric.     One   striking   feature   is   the 

lllarity    of    the    brim    and    lack    of 

symmetry  in  the  widths  of  it-  sides.     A 

feature  that    has  heen   ahsenl    for  a    long 

time  and  which  forms  a  welcome  change 

i-    the      amount    of      milliner-'      work    62 

pended  upon  both  the  hat  foundation 
and  the  trimming  arrangements,  Manx 
of  the  hats  are  based  on  the  dainty  and 
elaborate  models  that  adorned  the  heads 

of    the    Indus    during   the    Louis    \  V    and 

\\l  and  the  First  Empire  periods. 
These   models   are    eery    welcome   as    it 


means  that  there  will  be  a  revival  of  the 
use  of  flowers  and    trimming  materials. 

The  hat  which  is  the  newest  at  the 
present  moment  is  the  modern  version  of 
the  Watteau  hat.  This  hat  is  made  of  a 
Hat  plateau  which  is  raised  at  the  left 
side  or  hack  over  a  wide  bandeau  SO  that 
the  hat  shoots  up  at  a  jaunty  angle. 
These  plateaux  conic  m  split  straw,  picot 
tasrel,  hemp,  horsehair,  and  a  few  in  Leg- 
horn and  lace.  Ribbon,  tulle,  chiffon 
and  flowers  are  the  ho-t-likcd  decora- 
tion. 

A  typical  model  seen  at  the  opening 
was  of  black  split  straw  with  an  ostrich 
trimming  used  in  wreath  fashion  finished 
with  a  pom-pom  mount,  cameo  red.  and 
with  the  high  bandeau  tilled  in  with 
mixed  (lowers  and  bows  ol  red  vehet 
ribbon. 

Many  of  these  Hat  plaques  are 
adorned   with  garlands  of  rosebuds.     A 

Louison    model    of  this   kind    is  of  iniiMio- 

neite  strav  with  a  garland  of  pink  roses 
and  a  large  bow  of  Gobelin  blue  ribbon 
mi  the  bandeau  al  the  hack. 

Other  Louis  model-  -how  the  charac- 
teristic cache-peigne  at  the  back,  but  in 
these    hats,  the    hack  of    the    brim  is 

turned    up    in    broad    levers,   al-o    leaving 

the  bandeaux  which  is  always  much  trim- 
med, exposed  to  view.    This  type  of  hat 

IS    perhaps      the    most      extreme      thai    is 
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shown.  Bicornes,  tricornes,  and  foui 
cornered  models  come  in  exceedingly  be- 
coming shapes.  The  brim  is  usually 
curved  over  the  soft  fabric  crown  and 
its  'due  i-  finished  with  either  a  solid 
hand  of  flowers,  or  ostrich,  or  is  • 
with  a  pleating  of  tulle,  ribbon  or 
Tricornes  are  also  trimmed  with  ribbons 
and  jet. 

Many  beretta  model-  are  -tiii  - 
and  a  new  feature  is  added  by  reason  .>t 
the  smaller  size.  All  these  beretta  shap.  - 
are  raised  high  on  a  bandeau  which  af- 
fords a  good  space  for  tin'  reception  of 
various  kinds  of  ornamentation,  usually 
hand-  of  flow)  r-  or  tulle  or  lac  ruches. 

For  early  season  wear  the  toque  is  the 
big  favorite  and  comes  in  the  greatesl 
variety   of   tonus.      One  new    toque   is  an 

obvious  adaptation  of  a  bishop's  outre. 

A  -mart  mitre  toque  was  made  of  deep 
purple  crin  trimmed  with  jetted  ho. 
a  high  mount  of  mixed  wild  Bo 
Other  toques  are  helmet  shape  ami  some 
of  them  have  a  cocks-comb  brimming 
made  of  pleated  ribbon  or  tulle  or  of 
-tiaw  or  hair  lace  extending  along  the 
sharp  crease  that  divides  the  two  babes. 
Something     on    the     same   order     is  the 

jockey  cap  which  is  trimmed  with  long 

stemmed    attenuated    pom-poms    of   clip- 
ped ostrich.  Envelope  toques  with  fabric 

crown-    are   also   among    the    new   niodt !- 
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Warehouses  filled  with  new  ideas 


A  central  warehouse  with  a 
complete  and  up-to-the- 
moment  stock  ready  to  serve 
every  section  of  the  Dominion 
is   only  one  part  of   the 

McCALL  SERVICE 

The  three  illustrations  here  shown 
give  an  idea  of  the  extent  of  the 
Toronto  link  of  the  McCall  Service 
chain  which  extends  from  coast  to 
coast  of  the  Dominion. 

The  Toronto  service  is  duplicated 
in  Montreal,  Quebec,  Ottawa,  Win- 
nipeg, and  Vancouver.  The  com- 
plete stocks  carried  at  these  points 
and  the  prompt,  careful  filling  of  all 
orders  make  these  central  ware- 
houses of  great  value  to  the  trade. 

Distribution  is  only  one  part  of  our 
unequalled  service  —  our  buying 
system  is  so  well  organized  that 
nothing  that's  new  slips  through  our 
hands.  We  get  the  new  things  when 
they  are  new. 

We  give  them  to  you  when  you 
want   them. 


The  D.  McCall  Company,  Limited 

TORONTO 
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and  thej  are  trimmed  with  Sowers, 
plumage  and  ribbon. 

Sailor  Shapes  Prominent. 
Sailor  Bhapes  arc  playing  a  conspicous 
part  and   these   models  are   both   flower 
and   feather   trimmed.     A    Bailor   shape 

with  the  crow  M  of  white  taffeta,  and  the 
sides  cm  in  iwii  pieces  ami  put  together 

with  a  curd,  and  with  the  brim  of  white 
hemp,  was  trimmed  with  two  clusters  of 
caimlia  like  roses,  the  centre  petals  be- 
ing "f  cameo  pink  and  the  outer  ones  of 
white  velvet. 

Fineness  and  softness  are  the  charac- 
teristics of  the  new  braids.     Picot  tagel 

i-  a  new  braid  that  has  much  the  ap- 
pearance   nt'    Milan    hut     is    much    more 


•  ii    most;       That     moire    will    not     ia-t 

-ecms  to  he  the  general  impression  and 

that   cords  and   taffeta    will  take   its  place 

is  the  general  prediction.     Plaid   ribbon 
i-    in    great    demand    and    so    is    Roman 

stripe  hut  the  tendency  in  both  is  to 
choOSe  t  hose  in  the  deader,  duller  I 
Velvet  ribbons  are  also  good  and  a  fib- 
bed back  novelty  which  shows  through  in 
a  faint  cord  effect  on  the  right  side  is 
taking  well.  A  vclvt  with  a  >atiu  back 
in  Roman  stripes  i-  another  new  ribbon. 

A  Real  Flower  Season. 

Everything  seems  to   point   to  a    real 

flower  season   at    last.     The  new   flower 

effects     are  lovely     and     there     can  be 

nothing    but     admiration    expressed     for 


Types  of  Paris  hat-.    Courtesy  of  Women's  W 


pliable  ami  i-  softer.  Hemp.  Milan,  and 
the  brighl  Belgian  split  straw  are  the 
straws  that  have  made  then-  appearance 

so  far.  \>\  far  the  greater  number  of 
hats  shown  have  onlj  part  of  the  hat 
•  if  Btraw  the  rest  being  of  some  piece 
fabric  or  oi  ribbon,    To  the  straws  listed 

above  must  be  added  crin  and  hair  and 
straw     laces.        \lan\     hat-    are    made    eii- 

tirelv  of  ribbon  with  just  the  facing  of 
-trau   braid  and  these  hats  are  trimmed 

with    cut    ostrich    or    tulle    pom  poms    and 

mixed  flowers  or  berries. 

Good  Ribbon  Season. 

The  season  now  opening  promises  to 
lie  an  exceptionally  good  ribbon  season 
as  nearlj  every  hat  ha-  ribbon  on  ii   in 

.-nine  form  or  other.  Cord  ribbon-  are 
the  new  feature  Inn  just  at  present  moin 


t  lie  rich  and  glowing  color  harmonies. 
As  the  season  is  shaping  it  would 
as  though  daisies  are  to  be  good,  not  so 
much  the  well-known  Beld  daisy  as  .-mall 
aster-like  flowers.  These  daisies  come  in 
a  good  many  -i/c-  and  in  all  color-. 
They  .-'re  formed  into  trailing  wreath- 
ami  garlands  or  tall  piquets  with  roses 
and    other    flowers. 

Trails  ami  tall  branches  of  flowers  as 

well     a-    wreath-    seldom    -how     a     simile 

color  scheme.  Instead  there  i-  a  rich 
blending  of  mam  -hade-.  Wreath-  are 
broken  with  clusters  of  roses,  ami  roses 

ale  ii-ed  applied  flat  like  a  cabachon. 
A-    in      e\er\       other      -ea-on    no      (lower 

effect    i-     comph  te     « ithoul     the     rose 
Flower  novelties  are  porcelain  roses  and 
metal   roses  and   bell   flowers  in   bronze, 
copper  and  si|\  er  and  gold, 

no 


Big  Vogue  in  Laces. 
Chant  illy  and  shadow    laces  are  having 

a  big  vogue.    Lao  -  were  used  for  crowns 

and  brim-  and  often  for  the  whole  hat. 
Often  white  lace  wa-  veiled  with  black, 
and  white  lace  with  the  pattern  outlined 
in  black  i-  good.  Lace  i-  also  used  for 
making  numberless  trimming  motif- 
such  a-  butterflies,  mercury  wings,  etc. 
■  are  made  of  lace  and  edged  with 
ostrich  bands  or  .jet.  Often  the  up- 
turned brim  in  cuff  effect  is  made  of  lace. 
From  Paris  come-  the  news  that  be 
being    dyed  in     such  colon  anari, 

citron,  rose  and   mauve. 

Plumes  in  Great  Favor. 

I'lumes  are  in  as  great  favor  a-  ever. 
Exquisite  aigrette  ami  osprey  is  being 
shown  on  the  expensive  imported  models 
btu  it  is  ostrich  in  pom-pom  and  fancy 
effects  that  is  having  the  heav\ 
The  trade  is  taking  with  avidity  to  the 
ostrich  novelties  that  are  (dipped  and 
burned  so  as  to  imitate  nuniidi  and 
heron.  There  is  an  immense  run  on  pom- 
poms particularly  on  the  variety  that  is 
mounted  on  a  long  chenille  covered 
stem. 

New  Straw  Fabrics. 

Among    the    new    millinery    materials 

mention  should  be  made  of  the  new  straw- 
fabric-  that  are  made  of  straw,  some 
fibre  such  a-  cotton  or  linen.  One  oi 
the  best  of  these  is  a  brocaded  material 
called  straw  ratine.  This  material  comes 
in  all  the  new  colors  and  in  floral  and 
fancy  designs  and  is  used  both  for 
crowns  and  drap> 

The  transparent  crown  is  a  big  feature 
in  advance  millinery.  Some  few  im- 
ported models  show  these  crowns  in  -old 
or  silver  lace  or  int.  but  maline  or  crepe 
i-  lust  liked.  Figured  crepe-,  printed 
crepes  and  printed  chiffons  are  all 
lor  soft  crown-. 

Among  the  ornaments  used  jet  stands 
first,  but  there  are  some  very  attractive 
ornament-  in  straw  and  also  in  OS 
and  tinted  wood.  Straw  flowers  and 
berries  an  also  new.  Berries  and  all 
kinds  of  fruits  are  to  be  used  a-  well  as 
flowers  this  season. 

@ 

High   Hair  Dressing 

New    Models  in   Hat-    \w  Pol- 
lowing  the  Line  .if  the  Hair 
Milliner-    Should     Studj      New 
Tendency. 

MILLINERS  do  not  need  to  t» 
minded  oif  the  important  part 
which  tin  appropriate  dressing  of 
the  hair  plays  in  making  it  an  ea->  task 
to  -ell  new  millinery.  Therefore,  when 
down  at  the  openings  they  should  make 
themselves  familiar  with  the  new  modes 
of  dressing  the  hair.     Paris     hata    are 

(Continued    on    page    H<>) 
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GAGE    UNTRIMMED    SHAPES 

Exclusive  in  Design,   Gage   Quality  and   Workmanship. 


Write  for  folder  showing  other  newest 
styles  for  Spring  with  descriptions  and 
prices,  Plain  and  Milan  Hemp,  also 
other  Braids. 

Gage  Brothers  &  Co. 

CHICAGO 
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rococo  hat  of  purple 
hemp— trimmed.  vio- 
lets am)  pink  roses. 
band  of  velvet  across 
the  crown  is  in  du  ll 
blue  and  mixed  flowers 
a're  used  to  fill  in  the 
high  hack. 


inn 
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HAT     O 
GREE 


f  dead   leaf 

;reen  hicot  tagel 

with     horse  -  hair 

lace  trimming  and 

mount  of    paradise  to 

MATCH. 
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WHAT  NEW  YORK  IS  SHOWING  AS   PHOTOGRAPH1  I  > 
FOR   THE    REVIEW 
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D.B.FISKs-CO. 

Wholesale  Millinery 

225  North  Wabash  AOe. 
Chi  c  *&P\0 
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Paris  Decrees  Flower  Season 


in  Millinery 


Small  piquets  of  bright-colored  flowers, 
similar  to  the  assortment  shown  on  the 
opposite  page,  is  the  latest  word  from 
Paris  for  Spring  trimming. 

Colors  will  be  decidedly  bright  in  Tan- 
goes, Malmaisons,  Purples,  Pansies, 
Emeralds,  Royal  Blues  and  Browns. 

Our  assortments  are  the  very  latest 
importations  from  Europe. 

Absolutely  exclusive 

Packed  in  boxes  containing  half-dozens  of  each  design;  each  box  having 
from  two  to  three  half-dozens,  making  a  total  of  six  to  eighteen  piquets 
in  each  box. 

Prices  range  from  $5.00  to  $17.50  per  dozen. 

We  receive  shipments  every  week  from  our  London  house,  and  as  our 
stock  is  constantly  changing  we  cannot  guarantee  to  supply  any  specific 
variety. 

We  would  suggest  that  you  send  an  open  order  for  about  one  half-dozen 
boxes  direct  to  Mr.  H.  H.  Winder.  He  will  personally  make  careful 
selection  and  forward  according  to  your  instructions.  If  assortments 
are  not  satisfactory  they  may  be  returned  at  our  expense. 

Send  your  order  to-day  and  be  prepared  for  the  Spring  rush. 


GEBR.  RIEGEL  &  LANGER 

KING'S  HALL  BLDG. 
St.  Catherine  Street  West  Montreal 
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GEBR.  RIEGEL  &  LANGER 

KING'S  HALL  BLDG. 

St.  Catherine  Street  West 


Montreal 
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HIGH    HAIR    DRESSING 

(Continued    from  page  110) 

tied  i Ins  year  for  the  hair  dressed 
high.  Tin-  tendency  has  been  observable 
righl  through  the  Winter  Beason,  and  tbe 
smarter  women  arc  now  wearing  the  hair 
waved  and  drawn  back  from  the  fore- 
head in  a  low  pompadour  and  piled  at 
the  bach  of  the  head.  And  the  tendency 
is  all  in  favor  of  high  hair-dressing  with 
iim   parting   in    fronl    and   with   the  hadi 


raised  at  the  sides  so  thai  tbe  ears  show. 
This,  of  course  is  the  extreme  mode 
hut  th<-  modifications  are  all  tending  in 
direction.  When  the  new  models  are 
-riii.  milliners  should  carefully  study  tbe 
question    of   hair   arrangement.      Better 

still,  while  down  at  the  Openings  they 
should  practise  the  "new  methods  of 
arranging  the  hair  and  they  will  be  able 
to  demonstrate,  in  a  practical  manner 
just  how  far  the  hair  arrangement  goes 
in   making  the  new  millinery   becoming. 


-®- 


For  the  Young  Saleswoman 

I  >o  Not  Be  Anxious  About  the  Big  Book  -Seek 
Nut  to  Sell  a  Certain  Hat,  hut  to  Please  the 
( Justomer. 


MAKING    a     big     hook    is    only    lull 
way  to  being  a  good  saleswoman. 

It  is  the  woman  that  satisfies  as 
weil  as  sells  that  holds  the  blue  ribbon, 
and  many  average  sales  are  better  for  a 
department,  than  just   one  big  one. 

Customers  delight  in  a  little  personal 
attention,  the  kind  of  attention  that 
finds  nut  their  personal  predilections 
and  tastes  and  strives  in  satisfy  them. 
Every  customer  likes  to  feel  that  his  oi- 
lier patronage  is  oi  consequence  and 
like-  t<,  have  this  recognized.  This 
proper  personal  attention  does  not  mean 
thai  tin'  saleswoman  has  to  he  obsequi- 
OUS,  or  that  slu  need  in  any  way  sacri- 
fice her  personal  dignity.  The  secret  of 
giving  the  righl  kind  of  personal  atten- 
tion lies  in   the   willingness  to  ((lease,  ami 

a    determination    to   do   the   righl    thing 

nut     onlj     DJ     t  he    -lore    hill     b\     I  lie    CUStO- 

mer. 

A  saleswoman  of  this  kind  uever  per- 
suades ;i  customer  to  buy  a  hat.  simplj 
because  it  is  a  mode]  that  it  is  good  for 
tin  -lock  to  gel  quit  of.  If  there  is  a 
hal  ol  tins  kind  that  she  knows  will  suit 
the  particular  customer  well  and  good, 
She  will  push  the  sale  and  probably 
make  it,  jusl  because  her  customer  re- 
spects her  personality  ami  has  confidence 
in  her  judgment . 

Therefore  the  advice  The  Review 
gives   io     the   young     saleswoman   jusl 

Starting    nut     111     her    career    is    to    set     the 

satisfied  customer  ahead  of  the  big  book, 
To  the  experienced    woman   nothing   set 

down    here    is    new;    she    has    formed    her 
own    conclusions    on    the    matter    or    she 
would  doI   in    holding  a  Leading  position 
in  the  department  to-day. 
The   young   saleswoman   should   Btudj 

the  models  in  the  show  room,  so  that 
when  she  ha-  her  customer  sealed  she 
will  know  just  what  to  show  her  and 
Hist    what    to  keep  out    of  Bight.     Often   a 

deft  suggestion  made  as  to  some  change 

in  the  manner  in  which  the  hair  is 
dressed     will     make     the     new     mill  mum  \ 

becoming. 


There  are  man]   specially   stores  where 

this  idea    i.s  carried    -o    far  that    the   head 

saleswoman  or  the  proprietor  will  only 
show  ;i  customer  hats  which  sic  knows 
are  becoming.  When  any  other  is  de- 
manded the  customer  is  frankly  told 
that    they    do    not     wish    to    -ell    them    to 

her  as  such  a  proceeding  would  he  detri- 
mental  to  the  host    interests  id'  the  busi- 

ue-s. 

This  information  is  conveyed  delicate- 
ly and  tactfully  so  that  no  slur  is  placed 
upon  the  lady's  judgment  the  models 
are  new,  the  lines  are  unfamiliar  and 
"madam"  niu.-t  trust  to  the  trained  eye 
of   an    expert. 

This  attitude  must,  of  course,  he  genu- 
ine and  there  must  he  the  real  knowledge 
behind  it.  If  the  saleswoman  has  con- 
fidence in  her  own  judgment  because  -  ie 
knows  she  ha-  given  the  time  and 
thought  requisite  lor  training  it.  cus- 
tomers will  soon  find  it  out.  and  will  he 
-lad  to  rely  upon  her  advice  and  she  will 
find  an  ever  widening  circle  of  customers 
competing  for  her  services.  She  will  not 
have    to    worry    about    tin    size    of    her 

hook. 

— ® — 


Openings  Omitted 

Few  Wholesalers  Will  Make 
the  Seasonable  Showing  This 
Year     Buyers    Earlier   in    the 

Market. 

NO    millinery    opening    in    the    usual 
acceptance    of    the    word    will    he 
held  this  Spring  m  Toronto,  as  the 

firm  of  (i.  Gould ing  &  Sons  is  the  only 

prominent  house  that  will  make  an  olli- 
cial  show  on  the  usual  date  id'  the  open- 
ings. There  is  little  doubl  that  many 
milliners  will  regret  the  passing  of  tin- 
old  custom  that  one  cannot  hut  feel  has 
played  a  most  important  part  in  building 
up   the   position    Toronto   occupies   to  da\ 

of  being,  alter  New   York  and  Chicago, 

one    of    the    biggest    distributing    centres 


for  milliner}  goods  on  tbe  American  con- 
tinent. Growth  and  change  are  re- 
sponsible  for  so  many  firms  discontinu- 
ing the  opening  show.  In  its  pla 
Bbowing  the  month  before  the  old  day  of 
holding  the  openings  must  now  be  sub- 
stituted. Once  tiie  Belling  in  the  whole- 
sale    houses    began    with     the    opening 

day  the  hi-t  lew  year-,  it  .1-  been  the 
end    of    the    old    rule.       I  >. 

mean-      that      D  can 

lengthen   their  Belling  season   materially 
by  dividing  the  season  up  and  pushing  a 
certain    class    of    iiat    at    certain    periods. 
Canada   is  '_rrowim_r  in   wealth,  and  there 
are  a  larger  number  of  customers  each 
year   who  <an   afford   to   follow   the  sea- 
son and  buy  the  hats  each  peril 
ahum.     Though    this  may   be    held   to   be 
an  extravagance  by  Borne,  it    is  really  a 
logical  development  that  it  is  quite 
timate   tor  the  millinery  trade  to 
to  the  best  advant 

@ 

POWDERED  HAIR  IN  PARIS. 

Pari-  has  taken  kindly  to  powdered 
hair,  or  perhaps  more  properly,  to  white 
and  they  are  beginning  to  appear 
on  the  street.  Probably  the  wearing  of 
wi.ite  wigs  will  never  become  general 
but  tiie  point  to  be  brought  out  is  the  in- 
fluence  it  will  have  on  tiie  way  the  hair 
1-  dressed.  Powdered  and  high  hair 
dressing  have  always  gone  together  and 
therefore    this    fashion    !a  hair 

dressed 

The  new  arrangement  of  tin-  hair 
shows  a  pompadour  low  in  front  and 
gradually  rising  in  a  narrow  high  effeel 
at  the  back.  There  is  a  curly  fringe 
across  the  forehead  and  soft  curls  at  the 
side  uiviiiLT  a  square  line  over  the 
head   and   upper  pari    of  I  This 

new  arrangement  is  wonderfully  becom- 
ing ami  what  is  more  to  the  point  is  that 
it   invites  decoration.     For  wear 

jewelled   pin-,  tulle  halos  and  banc 
mixed    dowers   are   the   decorations   used. 


THE  FASHIONABLE  COLORS 
A  host  of  new  and  old  blues,  including 
Mattier,  Navy,  Sevres,  Gobelin,  W< 
wood,  the  Chinese  blue  of  willow  china. 
or.an  blue,  which  is  like  cadet  blu.  with 
a  tinge  of  green  in  it.  and  Labrador  blue, 
which  is  a  halt  between  Copenhagen  and 

navj  .  w  rites  an  authority. 

All  -hade-  of  tan.  from  biscuit  to 
tobacco  brown. 

Biege,  Tango,  Mahogany. 

'fete  de  mure  not  quiU  as  black  as 
"nigger's  wool."  but  the  darkest  brown 
on    the    dyer's   card. 

All  the  yellowish  hues  o['  green,  in- 
cluding  mignonette,  and  jonc,  or  rush 
green. 

Rose    in    all    its    tones,    from    the    faint 
cameo  to  the  deep  Turko  or  Indian    red. 
Sweet    pea   tint-  o\'  pink  and   purple 
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SCIENCE   OF   BUILDING   A  RETAIL 

BUSINESS. 

(Continued  i'roni  page  104.) 

"Now  we  come  to  the  concept 
"permanent.' 

"A  house  is  known  by  the  customers 
it  keeps — not  by  those  it  gets.  There 
may  be  no  profit  on  the  first  order  of 
Mrs.  Jones  because  the  advertising 
necessary  to  get  her  into  the  store  may 
have  absorbed  the  entire  profit. 
"Let  the  Seller  Beware." 

"In  olden  times  the  rule  of  business 
was  'let  the  buyer  beware.'  With  every- 
thing else  it  was  different,  but  when  it 
came  to  the  sordid  thing  of  business  the 
buyer  had  to  beware.  The  modern  ver- 
sion of  this  is  'let  the  seller  beware.'  If 
you  want  the  permanent  patron  don't 
do  him  up. 

"The  science  of  business  is  the  science 
of  rendering  service — he  profits  most 
who  serves  best.  The  square  deal  in  the 
here,  now  pays  in  dividends — it  pays  in 
the  sordid  thing  of  business  if  you 
please. 

•"But  the  retailer  must  be  more  than 
square.  To  have  the  permanent  patron 
one  must  give  three  things — quality  al- 
ways; right  quantity;  and  mode  of  con- 
duct of  his  business. 

"Q.  plus  Q.  plus  M  equals  service. 

"Success  in  life  means  the  making  of 
profitable  patrons. 

"The  butcher  who  gives  the  right 
quality  of  meat,  but  shortens  the  weight 
does  not  secure  permanent  patrons. 
That  man's  service  is  off  on  his  second 
Q.  The  man  who  puts  up  his  meat  in 
fine  packages  and  delivers  promptly  does 
not  secure  permanent  patrons  unless  he 
gives  quality  plus  quantity.  Neither 
does  the  man  who  gives  the  right  weight 
and  who  is  prompt  in  his  service  and 
yet  sells  tainted  meat. 

"The  wagging  tongue  of  a  satisfied 
patron  is  the  best  advertisement  in  the 
world. 

' '  The  wagging  tongue  of  a  dissatisfied 
patron  is  the  worst  advertisement  in  the 
world. 

"But  the  butcher  who  gives  quality 
plus  quantity  and  who  conducts  his  busi- 
ness properly  is  the  lucky  one.  People 
will  go  blocks  out  of  their  way  to  buy 
his  product. 

"It  is  obedience  to  God's  eternal  laws 
that  brings  him  success. 

"When  in  trouble  and  you  want  to 
find  the  cause  look  in  the  looking  glass 
— that  is  stern  philosphy,  gentlemen,  but 
it  is  true. 

"Ninety-nine  men  out  of  every  hun- 
dred you  ask  why  they  are  in  business 
and  they  will  tell  you  'to  make  money.' 
That  in  a  sense  is  true.  As  society  is 
organized  to-day,  we  must  have  money. 
There  are  four  ways  to  get  it — steal  it, 
beg  it,  inherit  it,  or  earn  it.  The  latter 
is  the  only  certain  way. 

"If  all  the  retail  grocers  and  clerks 


in  the  country  were  to  die  to-night  what 
would  become  of  the  people  in  the  morn- 
ing1? This  emphasizes  the  great  service 
the  retailer  renders.  The  money  you  get 
is  to  pay  for  service.  If  the  service  is 
little,  there  will  be  little  pay.  Big 
services  generate  the  heat  of  larger  pay. 
There  are  millions  of  men  losing  their 
eyesight  looking  for  dividends.  If  they 
looked  towards  rendering  Q  plus  Q  plus 
M  they  would  be  doing  a  much  greater 
service  to  the  community.  So  if  any 
one  asks  you  in  future  why  you  are  in 
business  tell  him  that  you  are  in  busi- 
ness to  render  a  service  to  the  com- 
munity. 

"The  next  concept  is  'making.' 

"Emerson  tells  us  that  if  a  man  makes 
a  better  mouse  trap  than  his  neighbor 
the  world  will  make  a  beaten  path  to  his 
door.  That  is  hardly  correct.  Very 
few  will  tear  down  the  tall  timber  to 
get  to  your  door  unless  you  tell  the 
people  about  the  mouse  trap— your  busi- 
ness. 

"I  believe  in  quality,  yes,  but  if  we 
are  going  to  make  profits  we  mustn't 
hide  our  light  under  a  bushel. 

"Advertising  is  the  fire  under  the 
boilers  of  business. 

"Advertise  a  little  and  it  does  not  pay. 
A  little  fire  will  not  help  build  much  of 
a  business — but  on  the  other  hand  too 
much  may  melt  the  business.  There  are 
many  forms  of  advertising  besides  the 
written  form.  The  boosting  of  the  men 
and  women  who  work  for  you  among 
their  friends  is  one  of  the  greatest  adver- 
tisements you  can  get.  One  of  the  worst 
is  the  knocking  of  these  people. 

"You  cannot  reap  figs  from  thistles. 

"Ninety-five  per  cent,  of  the  people  of 
the  world  are  employed  by  the  other 
five. 

"To  get,  you  must  give.  Loyalty  and 
love  are  queer  things.  The  more  you 
give  the  more  you  have. 

"You  cannot  give  of  hate  and  dis- 
loyalty and  get  something  in  return.  I 
know  of  exceptions.  The  more  you  do 
for  some  people  the  less  appreciated  you 
are,  but  I  am  speaking  of  the  great  law 
of  averages— the  great  law  that  if  you 
give  you  shall  receive.  'Do  unto  others 
as  you  would  have  them  do  unto  you,' 
as  the  Man  of  Galilee  said,  is  a  great 
motto  to  be  remembered.  The  man  who 
builds  his  business  must  do  unto  his 
customers  as  he  would  have  them  do 
unto  him. 

The  Negative  Suggestion. 
What  is  salesmanship?  One  of  the 
most  potent  elements  in  making  perm- 
anent and  profitable  patrons  is  the  law 
of  suggestion.  It  seems  to  be  the  uni- 
versal habit  of  order  takers  to  use  the 
negative  suggestion  instead  of  the  posi- 
tive suggestion.  There  are  millions  of 
people  in  stores  telling  you  every  day 
that  you  don't  want  this  or  that. 
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"The  negative  question  kicks  the  foot- 
ball of  the  mind  toward  the  goal  of 
'No,'  the  positive  question  to  the  goal 
of  'Yes.'  " 

To  illustrate  this  Mr.  Sheldon  told  of 
a  purchase  he  was  making  some  time 
ago  of  a  collar  and  cuffs.  After  making 
the  purchase  the  clerk  said  to  him,  "You 
don't  want  any  ties,  do  you?"  And  he 
said,  "No."  That  was  the  natural 
answer.  A  few  days  later  his  wife 
pointed  out  that  he  ought  to  have  a  new 
tie.  He  really  did  want  that  tie,  but  the 
clerk  told  him  he  didn't.  In  another 
store  just  three  doors  away  he  bought 
one.  The  clerk  said  to  him  after  mak- 
ing the  sale,  "You  will  want  some  more 
ties  in  a  few  days — it  will  save  you  shop- 
ping again  if  you  take  them  with  you." 
He  purchased  three  altogether  because 
the  clerk  told  him  he  needed  them,  and 
he  almost  bought  a  scarf  besides.  In 
fact  a  few  days  later  when  passing  the 
window  of  the  same  store  he  noticed 
some  scarfs  in  the  window,  and  he  went 
in  and  bought  one. 

"One  of  those  stores  is  no  more.  You 
can  easily  guess  which  one  it  is.  The 
clerk  should  remember  that  the  fault 
lies  not  in  the  boss  but  in  himself. 

"Salesmanship  is  the  power  to  per- 
suade people  to  purchase  products  at  a 
profit.  A  great  pod  of  peas,  isn't  it? 
But  if  you  want  to  make  the  pod  a  larger 
one  you  can  say  that  salesmanship  is  the 
power  to  persuade  plenty  of  people  to 
pleasurably  purchase  product  at  a 
profit. 

Lacking  Terminal  Facilities. 

"I  feel  sorry  for  the  man  who  is  af- 
fected with  the  disease  of  knowitallitis. 
Remember  you  can't  stand  still.  You 
must  either  go  forward  or  backward, 
and  the  power  to  persuade  people  to 
purchase  product  at  a  profit  has  never 
been  perfected  by  any  of  us. 

"The  old  idea  that  the  glib  talker  is 
always  a  salesman  is  entirely  wrong. 
Some  people  talk  a  man  into  buying  and 
talk  him  out  of  it  again.  There  are  too 
many  people  in  the  world  who  lack  ter- 
minal facilities. 

"You,  gentlemen,  can  make  this  or- 
ganization great  if  you  want  to  by  ele- 
vating the  profession  of  retail  merchan- 
dising. To  the  degree  that  men  fail  to 
co-operate,  to  that  degree  are  they  in- 
sane. In  any  insane  asylum  the  first 
sign  of  co-operation  means  the  return  of 
sanity.  Co-operation  is  one  of  God's 
first  laws.  We  witness  it  in  nature 
where  the  drops  of  water  co-operate  and 
form  into  one  big  white  drift." 

Prolonged  applause  greeted  the  con- 
clusion of  Mr.  Sheldon's  address,  which 
was  undoubtedly  one  of  the  most  prac- 
tical and  thoughtful  that  has  ever  been 
listened  to  by  a  group  of  Canadian  re- 
tail  merchants. 
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Riot  of  Color,  or  Black  and  White,  the  Rage  in 

Decorative   Art 

Poiret  Has  Added  Artistic  Detail  to  Work  of  Viennese — Startling 
I  nil  Pretty  Innovations  in  Rugs,  Bangings  and  Gowns  to  .Match 
Them — Paris,  London  and  New  York  Feel  the  Spell. 


AT  last  there  has  arrived  Something 
New  Under  the  Sun?  Something 
that  the  wisdom  of  Solomon  wot 
not  of?  If  there  is  any  such,  it  is 
Poiret's  development  of  those  weird,  in- 
tangible,  splashy  shapes  of  color  that  the 
Viennese  Hashed  upon  the  map  of  Euro- 
pean art  barely  a  year  ago,  or  the  sombre 
funereal  suggestiveness  of 
black  and  white,  whose 
very  simplicity  diffused  a 
refinement  of  horror. 

The  Review  has  been 
privileged  to  secure  the 
impressions  of  a  well- 
known  Canadian  buyer 
who  has  just  returned 
from  Europe.  Paris  en- 
I  hralled  him  with  its  new- 
decorative  art,  for  the 
Boor,  the  wall,  the  win- 
dow; every  part  of 
boudoir  or  sitting-room, 
ami  eloquent  of  its  con- 
quesl  in  the  gowns  of  the 
home,  t  lie  afternoon  upon 
the  boulevard,  or  the 
evening  in  the  opera.  But, 
as  to  the  latter,  it  is  an 
art  that  prefers  the  lady 
in  an  environment  of  its  own  choosing. 
So  the  black  and  white  of  her  gown  has 

reached    forth    to    the    Summer    house    in 

the  garden,  the  trellis  work  Tor  the  grape 
vines,  or  the  checkerboard  designing  of 
the  pavement  upon  winch  she  treads.  A- 
yet  the  blossoms  m  the  trees  and  the 
greener]  of  the  leaves  have  escaped  the 

decorative      hand      of      I'oiret      and      his 

bc] 1.     How    long,  it   is  unsafi    to 

t ure  a  prophecy. 

"Absolutely  the  greatest  feature  in 
decorative  art  to-day  in  Paris,  in  Lon 
don,  in  New  York  and  it  is  coming  |to 
Canada!"  exclaimed  out  Friend,  the 
Buyer.  The  Viennese  art  he  had  studied. 
aa  the  Buyer  must  study  all  that  is  new 
in  his  department;  but  he  had  rejected 
it   as  impossible.     His  judgment   proi ed 

correct.       Now     he     IS     won     over     h\      the 


modification,    the    development    that    he 
has  Been. 

"The  whole  tendency,  the  unsatisfied 
demand  in  decorative  work  to-day  is 
something  that   is  new.   and   you   and   T 
cannot   remember  any  development  that 
has     approached     it     except     the     Art 


Post  impressionist  rug,  in  black  with  dark  forest  green  and  bright 
yellow.  Note  the  entire  absence  of  conventional  form,  tin'  harmony  of 
.•olor  being  held  the  only  real   beauty.  Courtesy  of  the  Boberl    Simpson  Co. 


Xouveau  style  that  was  in  vogue  under 
Morris  ten  or  twelve  years  ago. 

Hitherto  Reverted  to  the  Past. 

"Decorative  art    has  hitherto  been  re- 
verting to  previous  styles;  to  Louis  X\ 
or  Louis   .XVI.:  to  something  that   was 
old.  not  new. 

"But  this  is  the  first  movement  that 
looks  like  an  evolution  towards  some- 
thing new.  The  work  of  llofman  took 
Vienna  bj  storm,  and  was  the  tirst  of  the 
kind  that  had  any  great  popularity. 

"But  a  lot  of  the  Austrian  work,  while 
verv  beautiful,  lacked  the  delicate  touch 
of  detail  there  is  in  the  French  and  did 
not  catch  on.  Hut  Paul  I'oiret.  in  his 
decorating  shop  'Martine,'  took  the  nexl 
great  Btep  in  the  evolution  of  stvle.  add 
hat  delicacy  of  treatment  in  color 
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and  design  that  was  lacking,  and  it  is 
this  work  that  ha-  become  the  pre- 
dominating  feature  in  Paris,  London, 
New  York  and  everywhere  else  where 
people  are  striving  after  the  latest 
effed>  in  decorative  art.'' 

Some  of  the  New  Carpets, 
'fhe  Buyer  passed  on  to  display  some 
carpets  of  the  new  move- 
ment. There  was  one  of 
dor.  a  pure  cerise, 
something  distinctly  dif- 
ferent. There  was  an- 
other in  all-over  tlower 
patterns,  of  yellow,  pink, 
blue,  green,  in  strange 
combinations  and  forms; 
an  uneven  circle  of  blue, 
uth  a  touch  of  yellow  in  it; 
a  circle  of  yellow,  with  a 
dab  of  pink  in  it.  There 
was  one  in  black  and 
fawn  made  up  of  a  series 
-.  one  within 
another,  like  the  etc 
building  blocks  when  they 
are  packed  up.  an  extreme 
conventional  design;  and 
another  on  a  green  back- 
ground, w  ;-  h  a  triangle  in 
black  and  black  stripes  on  either  eide. 

Turning  from  ruu> 
Buyer  loosened  out  the  folds  of  a  printed 
velvet,  in  canary.  Bevel  1,  lavender.  Per- 
sian, blue,  red  and  gret  fantastic 
scroll  these  combinations,  hut  in  reality 
a  beautiful  blending  of  color. 

Another  rich-looking  hanging  was 
colored  iii  magenta,  rose  and  amber  on  a 
black  ground. 

Many     of    these    "Futurist" 
that    came    out     originally     hand-colored 
an-  now  being  roller-printed,  and  United 
States   mills    have   followed    the   example 
of  European  in  turning  out  this 

e   product    of  the  new  French   art. 

Youthful.  Natural  Designers. 
Poiret,  in  developing  his  idea  of  this 
art.  instead  of  takinsr  the  stereotyped  de- 
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Two    thousand    five 

hundred  Rugs  on 

display.    All 


sizes. 


Arranged  for  your  easy 
inspection. 


Shown  in  a  good   light. 


Efficient 

and 
Sufficient 


Service 
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Thousand 


1914  PATTERNS 


Newest    effects  in 
Orientals,  Insert  Florals, 
Conventionals  etc.,  etc. 

in 

Tapesteries, 

Brussels, 

Wiltons, 

Axminsters,  etc.,  etc. 


Hundred 


u 


Come  and  Choose,"  or  "Ask  our  Travellers,"  or 
"  Write  our  Letter  Order  Dept." 


Alphonse  Racine,  Limited 

Wholesale  Dry  Goods,  Manufacturers  and  Jobbers 


340-350  Saint  Paul  St., 


Montreal 
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II  O  U  S  E  F  U  R  N  I  S  H  I  N  ( !  S 


sign  oi  the  trained  artist  thai  appealed 
in  all  it-  details  only  to  the  educated 
artist,  took  children  of  from  12  to  15 
years,  oi  ao  artistic  training,  and  from 
them  came  rude,  uneducated,  but  natural 
impressions.  Their  work  is  really  the 
old,  strong  and  free  use  of  pronounced 
colors. 

Explaining  the  use  of  the  terms 
Futurist,  Impressionist  and  Post  Iinpres- 
sionist,  the  Buyer  made  these  distinc- 
tions:— 

"The  Futurist  shows  a  bold  strength 
of  color,  as  do  all,  hut  there  is  detail  in 
it  to  the  veining  of  the  leaf  and  the  stem 
in  the  pear. 

''The  Impressionist  is  less  definite. 
You  would  recognize  the  drawing  as 
representing  a  pear,  hut  it  lacks  the 
shading  and  tones  of  the  Futurist  fruit. 
There  is  an  impression  only.  You  catch 
this  at  the  first,  and  the  details  are  not 
worked  out  with  the  minuteness  of  or- 
dinary art  or  the  Futurist. 

Why  Waste  Time  on  Details. 

"The  Post  Impressionist  says:  'The 
beauty  is  the  charm  of  that  rug,  that 
tapestry'.  Some  one  sees  it  and  ex- 
claims at  once:  'Isn't  that  a  pretty 
rug!'  He  gets  a  general  idea,  and  is 
pleased.  Why,  then,  put  in  the  detail; 
why  indicate  definite  forms  at  all,  like 
flowers  or  fruit?  Of  what  use  is  the 
secondary  impression;  the  real  value — 
the  only  value — lies  in  the  general  effect, 
the  harmony  of  the  color  scheme.  Stop 
al  that,  then;  at  the  mass  of  color  that 
lacks  definite  shapes.  Hence,  if  you 
looked  at  a  post-impressionist  rug  or 
painting  for  ten  days  you  would  know- 
no  more  about  it  than  at  your  first 
glance.    Bui  it  contains  the  germ  of  riot 

,,1     color    thai     it     is    a     characteristic    of 

.■very  human  being  to  love.  He  is  a  busy 

man.  the  Modernist  ;  of  what  use  for  him 

[a  a  beautiful  detailed  drav,  Lng  of  a  rose. 

'Cut   out    Whal    i-  ohviously  unnecessary.' 

thej  say." 

Post  Impressionist  Rug. 

I  n   i  his  article  is  contained  an   illuslra 
tion    of    a      Posi      Impressionist     rug,    the 

latesl  development,  and  the  lack  oi 
definite  shapes  will  be  readily  acknow- 

rug  is  hand  made  in  spe- 
cial colors;  black  with  dark  foresl  green 
and  bright  yellow  startingly  pretty. 
Tu,  re  l-  an  cut  ire  absence  of  conven- 
tional form ;  do  recurrence  of  the  same 
detail  until  one  tires  of  it.  Such  t j  pities 
die  ideal  concepl  ion  of  t  rue  arl  to  I  he 
Posi  [mpressionist. 
In  its  nexi   issue  The  Ke\  iew  will  give 

illustrations  of  the  adaptation  of  this 
-|\  le    oi     art     to    interior,    w  here    the    riot 

dor.  or  the  black  and  white  effects, 
are    carried    out    in    everj    article    that 

forms  part  of  interior  decoration. 
Two-color  Craze  in  Everything. 
Dealing  with  the  two  color  craze,  black 
and    whit(  .    a    special   correspondent    of 
The  Review  sends  the  following  descrip- 


mm$$$m* 


Cut-oul  frieze  and 
richly  colored  and  of  hold 
design,  and  specially  suit- 
able for  use  on  plain  fig- 
ured oatmeal  walls,  shown 
by  Staunton'-.  Limited. 


lion  of  the  feeling  and  practice  of  Paris, 
which   will   be  of  particular  interest,  as 
Canada   soon   will  be  visited  by  a  similar 
wave  of  Posi   Impressionist  and  Futurist 
art  as  re-interpreted  by  Poiret — and.  in- 
deed, already  some  scores  of  homes  have 
been   decorated  along  similar  lines. 
Grows  Like  the  Tango. 
"The  rage  for  black  and  white  grows 
apace    like    thai     for   the     tango,"    he 
write-.    "Black  upholstery,  while  > 
arum  lilies  arc  the  order  of  the  da>  for 
t  iie  small  apartment.    This  mania  is  de 

rived     from     A.ubrej      I  hard-ley.     hence 

forth  the  mosi  popular  of  latter-day 
artists.  It  is  the  Americans  who  have 
surreptitiously    foisted   this  idea   on   us. 

The     Americans    take    a    special     interest 

in  the  interior  arrangement  of  their 
dwellings.  Thej  have  banished  all 
superfluous  knick  knacks,  and  simplicity 

i-  the  order  of  the  day.  Like  the 
Japanese,  they  make  it  a  rule  not  to 
spread  or  distribute  one's  interest,  hut 
rather  to  concentrate  it  on  one  parti- 
cular  point.      They    prefer   a    black    tulip 

in  a  silver  vase  to  a  bouquet  of  be- 
ribhoned  roses,  or  one  priceless  trinket 
to  a  case  full  of  articles  which  tire  the 

at  t  cut  ion. 

More  Discreet  Than  Violent  Galaxy. 
"Iti-  --ar\  .    ladies,    to    make 
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any  excuse  for  I  tis  passing  fancy.  After 
all,  you  run  les-  risk  in  decking  your- 
selves out  in  black  and  white  than  in 
following  the  dictates  of  Bakst.  Black 
and  white  is  more  "discreet"  than  a 
violent  galaxy  of  colors.  We  are  not  a 
Xijni  Novgorod  Fair.  Our  ebony  pianos, 
so  ugly,  now  produce  a  very  p 
led,  when  you  are  seated  at  them 
cloth  df-mourning.     If  you   have 

a  tendency  to  embonpoint,  it  suit*  you: 
or  if,  on  the  other  hand,  you  have  a 
-pare  figure,  it  is  not  unbecoming.  But 
you  must  remember  that  this 
fashion  is  In  no  means  new.  It  dates. 
at  the  very  la  m  the  days  of  the 

Etruscan   rases.     Black  and  white 

by    t  li  fir    contrast     been    in     favor 
many   of  the  great  its  from   time 

immemorial.  The  Etruscans.  the 
Egyptians,  and  even  the  Chinese,  color 
artists  bj  nature,  with  black  and  white. 
as  well  as  with  their  universal  yellows, 
reds  and  greens,  were  unrivaled  as  de- 
signers of  artistic  ornament*.  The]  are 
never   found   at    a   disadvantage.        I 

of  wood  no  larger  than  the  palm  of 

your  hand,  they  will  provide  you  with  a 
forest,  a  jangle,  with  all  its  flora  and 
fauna,  and  a  thousand  grotesque  but 
charming  figures  which  till  up  the  sur- 
face in  marvelous  monochromes. 
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The 

Trade-Mark 


Your  Protection 


The 
Guarantee 


in  selling 

SWAN 

BRAND 

PILLOWS 


All    New    Feathers 
THE 

TORONTO  FEATHER  &  DOWN  CO. 

LIMITED 
TORONTO,  ONT. 


Grade 
Size  .  . 
Price.. 


Order  lio 

Guarantee  on  other  side. 


GUARANTEE 

The  feathers  in  this 
pillow  are  all  new  and 
have  never  been  used 
before.  They  are  ab- 
solutely clean  and 
sanitary. 


We  absolutely  guarantee  that  not  one  old  feather  goes  into   any  of  our  products.     You   or  your 

patrons  take  no  chance  whatever  when  the  above  label  is  attached  to  a  pillow  or  any  other  "Swan 

Brand"  article. 

This  guarantee  is  a  big  talking  point  for  you.    Behind  it  is  twenty  years'  experience  and    every 

facility,  including  a  modern  factory  and  new  machinery,  enabling  us  to  give  unparalleled  service 

and  prompt  delivery. 

Send  for  price  list  and  sample  pair. 

The    Toronto    Feather    &    Down    Co.,    Limited 

35  BRITAIN  ST.  TORONTO,  CAN. 

Eastern  Agent: 

MR.  J.  F.  SUMPTION 

Corner  St.  Catherine  and  University  Sts.,  Montreal,  Que. 


£o^eka 


~\ 


The  Eureka 
1914  Model 
with  new 
features. 


Electric 

Vacuum  Cleaners  will 
clean  your  store  and 
increase  your  revenue 

No  broom,  mop  or  brush  will  remove  the  dust  and 
dirt  the  way  the  Eureka  Vacuum  Cleaner  will  do 
without  filling  the  air  with  dust  and  germs. 

The  "Eureka"  may  be  demonstrated  in  your  house- 
furnishing  department  with  the  full  knowledge 
that  it  will  do  as  well  in  the  home  or  elsewhere. 
Send  for  our  descriptive  literature  and  details  of 
our  proposition  to  merchants.  You  can  keep 
your  store  clean  by  using  the  "Eureka"  and  in- 
crease your  revenue  by  selling  it. 

Onward    Manufacturing   Company 

BERLIN,     ONTARIO 


V 


J 


.J 


121 


Dry  Goods  Review 


IJ  o  USE  V  i;  l;  N  I  S  II  J  N  GS 


POINTED  TO  WITH   PRIDE 


Made  of 
Twisted 
Grass 


a  "V7"l'>.  t In-  i -  a  I  ."  v  wire  grass  rug. 
-*■     llnu  do  I  know  it  is  the  original 
and  genuine f     Because  it  has  the  uame 
ibly  in  1  be  side  bind- 
ing on  rounded  ed| 

CREX  i  tigs,  carpets  and  runners  are 
advertised  everywhere  in  Newspapers, 
Magazines,  Streel  Cars  and  on  Oni.ic.ni 
Signs.     CREX  is  a  household  word  and 

stands    for    the     BEST    in 

fibre    floor  coverings. 


I  tiscriminal  m^    housekeep 
ers   know   •  •  t here  's   a   differ- 
ence''   in    grass    floor    coverings 
and    arc    now    insisting    upon    the 
origi  aa  I  a  ad  genuine  ( IBEX. 


//MS/  :  %jS£ 

/f   jV\S^^M»ri/itJj^mrfl--'-'it  —  '~t   -r-»c?— —  ■ ■-     -      -      «. -  .-  -^  *     '■ 


^imwyj 


Grass  Carpi-is  mid  Rut^<t 

•-*•--'   " ■  - 

Made  by 
Patented 
Machinery 


WRITE    FOR    1914   COLOR    CATALOGS 


Crex  Carpet  Co.,  DePt.  5, 212  Fifth  Ave.,  New  York 


There's  money  in  special  orders 


Dear  den '  s 

Monogram 

Quilts 

Made  by 

JONATHAN 
DEARDEN&CO. 

LIMITED 

11  - 13  Bridgewater 
Place,  Manchester 
Mills:  Bolton,  Lane. 


Every  large  company  or  institution  in  which 
beds  are  used  is  a  prospect  for  special  design 
or  monogram  quilts  and  a  good  many  of  the 
smaller  institutions  as  well.  This  is  business 
which  runs  into  big  money,  with  good  profits 
and  no  actual  investment  on  your  part. 

Drop  us  an  estimate  of  the  requirements  of  your 
town  and  we  will  submit  samples  and  prices. 


R.  H.  COSBIE,  Limited 

30  Wellington  St.  W.  Toronto 


IRISH   LINEN  AGENCY 


HOUSEFURNISHINGS 
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\T7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


When  in  doubt — 

Write 
STAUNTONS ! 


Write  us  about  any  special  jobs 
that  you  have  in  view — we  will 
help  you  with  suggestions. 

Write  us  when  sundry  grades  of 
wall  papers  are  running  low — 
We  will  send  you  samples  from 
which  to  fill  your  needs. 

Write  or  wire  us  when  you  want 
goods  in  a  hurry — Our  service 
is  equipped  to  handle  such 
orders  promptly  and  expedi- 
tiously. 

WRITE  US  ABOUT  ANYTHING 
PERTAINING  TO 


WALL 
PAPER 

STAUNTONS 

LIMITED 

Wall   Paper    Manufacturers 

941    Yonge     Street 
TORONTO 
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EQUIPMENT  AND  DISPLAY 


Charming  Setting  for  a  Millinery  Opening 

Detailed  Description  of  a  Millinery  Parlor  Where  the  Decorative 
Art  was   Lavishly  Employed — Palms,  Cut  Flowers,  Birds  and 

Show  Cases. 


A»S  the  most   of  the  openings  in  mil- 
linery, dress  goods  and   nuintles — 

except  i huso  in  a  fev.  of  the 
largest  cities — will  bo  later  this  year 
"win-  to  Easter  falling  in  the  second 
week  of  April.  The  .Review  has  thought 
it  best  to  present  in  this  issue  an  inter- 
nal view  which  it  had  taken  of  one  oi'  the 
most  beaut  i I  til  and  attractive  of  the 
earlier  millinery  departments,  and  with 

this  is  included  a  detailed  description  of 
the  methods  employed  in  the  "staging" 
of  the  opening.  A  study  of  the  picture 
which  was  taken  near  one  corner  of  a 
room,  17(1  feel  long,  jusl  at  the  close  of 
a  busy  day  will  show  details  of  the 
decorative  ami  display  effects  that,  were 
secured.  This  opening  of  the  Robert 
Simpson  Co.  was  held  on  Monday,  Feb- 
ruary 23,  and  succeeding  days.  At  the 
same  time,  while  the  arrangement  of  the 
department  is  revealed  by  a  photograph, 
it  is  impossible  to  reproduce  its  main 
charm — the  manner  in  which  the  colors 
were  blended.  The  early  season  hats  are 
in    dark    tones,    relieved    here    and    there 

by  the  glitter  of  jet  and  splashes  of  clear 

rather  than  bright  color.  Therefore  it 
was  incumbent  on  the  store  decorating 
department     to    give     the     needed     life    to 

the     display.       And     certainly     success 

crowned  their  efforts,  lor  the  depart- 
ment looked  as  though  April  had  been 
there. 

"April   comes  with  a   hack  and   a  bill, 
ami   drops   the   (lowers   upon   the   green 

hill,"       says      the     old     nursery     rhyme. 

Flowers    were    everywhere,   the   central 

feature    of    the    decorative    design    being 

an   immense  majolica  vase  containing  a 

splendid  palm.      Besides  palms  and   ferns. 

a/.aleas.  Spring  Mootns.  yellow  daffodils, 
or  to  give  them  their  prettj  old  English 

name,  Lent  lilies,  pale  rose  and  white 
tulips,     tulips      in      flaunting      reds     and 

orange  shades,  the  perfumed  drooping 
in 'H  of  i\\c  hyacinth,  pink,  purple  and 
white,  ami   fragrant    Btar-eyed     narcissi 

w ere  used  in  profusion. 

Orchids  on  White  Pillars. 
Above    the    long    narrow    mirror-,    ma 
UIJ    framed,    the    white     pillars     were 

wreathed   with   purple,  yellow    ami   pink 


artificial  orchids.  Artificial  flower-,  such 
as  lose-  and  other  blooms,  were  also 
used,  as  well  as  numerous  cages  of 
canaries  in  full  song. 

Another  little  touch  was  the  bouton- 
niere  of  Spring  flowers  worn  by  each 
black-robed  saleswoman.  The  wearing 
of  a  black  gown  is  rigidly  insisted  upon 
in  every  up-to-date  millinery  depart- 
ment, as  black  does  not  clash  with  any 
color  with  which  it  comes  in  contrast, 
but  serves  as  a  foil  and  a  relief.  All  the 
saleswomen  and  cash  uirls  in  the  big 
city  stores  wear  black.  In  the  Summer 
season  this  rule  is  relaxed  so  far  as  to 
allow   of  the   wearing  of  white  lingerie 


HINTS  ON  HAT  D1SPLA  YS 

Make  background  fit  in 
with  display  of  sum  1 1  lmt.<. 

Chinese  and  Japanest  decor- 
ative ideas  will  suit  showings. 

Keeping  higher-priced  stock 
in  <li  coratt  d  /"i.n  s. 

Ft  ature  black  hats  and  j*  f. 

Ilmr  to  make  "/>  exU  mpon 
trying-on  rooms. 


waists.  This  make-  tor  uniformity,  ami 
greatly  add-  to  the  appearance  of  the 
store. 

The  department  was  so  arranged  that 
the  cases  form  a  series  of  bays,  in  which 
are  placed  fitting  tables.  Here  the  CUS 
tinner  can  be  seated  in  comparative 
privacy,  and  the  hats  out  of  the  ea-c- 
can  be  brought  to  her  to  try  on.  This 
method  is  one  that  greatly  helps  Bales 
In  the  south-east  corner  of  the  depart- 
ment was  a  larger  bay,  from  which 
opened  two  lifting  rooms.  This  corner 
was  known  a-  the  "French  room."  and 
here   the   choicest    imported    hatfl    were   to 

lie  seen.       In  the  photograph  this  point 

was   the   farthest    from    the   foreground. 
I  lommenl    must    be    made   on    the   e\i  ■ 

lent   arrangement   of  not   onlj    the  hats 

themselves,     but     of    the    millinery     ma- 
terials.      i>ne    display    of    particularly 
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marked  excellence  consisted  of  ostrich 
pom-pom  novelties.  Taniro,  gold,  dead 
leal,  petiole,  black,  bottle  green,  tete  de 
and  other  colors  were  tastefully 
blended  on  a  background  of  white. 
Flowers  were  shown  in  an  unusual  pro- 
fusion, ami  in  the  most  delightful  mix- 
tures of  blooms  and  colors,  and  were 
changed  every  two  days. 

By  far  the  most  gratifying  feature  of 
this  opening,  when  the  trade  cond;' 
that  have  obtained  in  Toronto  since  the 
beginning  of  the  year  are  considered,  is 
the  -access  that  attended  it.  All  the 
.lay  of  opening  the  department  was 
crowded,  and  since  then  the  interest  has 
been  well  sustained.  Moreover,  sales  are 
developing  in  a  satisfactory  manner.  Of 
course,  the  millinery  shown  is  almost  en- 
tirely of  the  early  season  class.  Smart 
tailored  and  semi-dress  hats  in  soft  dark 
straws  touched  with  colors  that  are  de- 
cidedly bright,  but  which  are  soft-toned 
beside  the  garish  Balkan  colors  that 
obtained  so  pronounced  a  vogue. 

Some  Admired  Models. 
One  of  the  most  admired  was  a  B< 
model    of    tete    denegre    picot      Milan. 
smart    and    small,    with    the   brim   flaring 
back  over  the  rounded  crown  on  on. 
and  slanting  slightly,  and  only  a  couple 
of  inches  wide  on  the  other.     The  upper 
brim   was  faced   with  champagne   faille, 
and   a   sweep  of  black   paradise  outlined 
the    side    brim    which    flared.         On    this 
flare,   about    mid-way   down,    was   set    an 
ornament    of   carved    wood,    tinted    from 
champagne   to  dull   brown   in   the  shape 
of    Mercury    wind's,    below    which    was    a 
mount  in  dull  gold,  set  with  stl 

A  toque  was  of  serpent  green,  Belgium 

split  straw,  and  dull  soft  satin.  The 
toque  was  high  in  front,  shaping  to  a 
blunt  point,  and  lower  at  the  back, 
the  strav  and  satin  brim  hugged  the 
crown  closely.  Right  at  the  point  in 
front      was      a      rooster's     head,     minus 

wattles  and  comb,  ending  in  a  atraight 
pheasant    feather  dyed  green. 

Another    hat    of   navy    hemp    had    the 
brim  with  the  high  flare  on  one  side  and 

low    droop  on   the  other  of  hair  lace    in 
the  same  -hade.     .Inst   a  band  of  narrow 
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It  Happens  on  Every  Street  Every  Day. 


Here's  a  picture  story  of  an  every-day  oc- 
currence. It  tells  the  truth  about  good  Store 
Fronts. 

It  tells  -what  is  happening  in  Front  of  your 
Store  every  time  a  person  passes. 

To  sell  you  must  attract  and  interest.  You 
must  get  the  people  into  your  Store,  and  you 
realize  the  great  number  of  extra  sales  (see  Fig- 
ure 3)  made  after  the  customer  has  entered. 
As  the  result  of  interior  sales 
helps  most  people  make  extra 
purchases  after  they  have  en- 
tered the   Store. 

One  Merchant  says,  "Our 
old  Front  was  fair  but  it  takes 
a  modern  KAWEEER 
FRONT  to  get  the  business. 
One  of  the  best  arguments  for 
good  show  windows  is  the  fact 
that  one  can  sell  the  people 
what  he  -wants  to  sell  rather  than  -what  they 
want  to  buy.''  Think  what  a  stock  free  of 
over-stock  would  mean  to  you — think  of  the 
money  you    have    tied    up    in    over-stock.      A 

KAWNEER  STORE  FRONT  will  not  only 

clean  up  your  old  stock,   but    it    -will    increase 
the  sales  of  the  new  lines. 

30,000   Proofs 

Do  30,000  proofs  of  one  thing  mean  any- 
thing to  you?  If  you  had  30,000  customers 
wouldn't  you  have  the  same  faith  in  your 
Store    that  we  have  in    KAWNEER  STORE 

FRONTS? 

You  may  go  from  coast  to  coast — stop  off 
at  bfg  cities   and    little    hamlets  and    you     will 

find  KAWNEER  STORE  FRONTS  making 

money  for  the  Merchants  behind  them.      Many 
of    the    keenest    and  most    conservative     Mer- 

Kawneer 

Manufacturing  Company 
Limited 

Francis  J.  Plym,  President 
Dept.    Q.    1193   Bathurst   Street 

TORONTO,  ONT. 


chants  have  manifested  their  faith  in  KAW- 
NEER  STORE  FRONTS  by  adopting  them. 
During  the  past  sixty  days  more  than  1,000 
Merchants  have  written  to  us  asking  for  more 
information  about  KAWNEER  STORE 
FRONTS  and  for  suggestions  for  their  busi- 
nesses. 

These  Merchants  have  investigated  thor- 
oughly   enough  to   know   that  their  businesses 

need  KAWNEER    FRONTS 

—their  initial  steps  (seeking 
information)  are  business-like 
and  that  s  just  -what  -we  want 
you  to  do. 

Send  this  coupon  for  "Boost- 
ing Business  No.  21"  and  see 
the  actual  photographs  of  many 
of  the  best-paying  Store  Fronts 
in  the  country.  See  the 
photographs  of  the  Fronts  be- 
fore alteration —  the  changes  are  truly  won- 
derful. 

Your  only  business  reason  for  putting  in  a 
new  Front  is  to  increase  your  sales — be  sure 
you  adopt  a  Front  that  -will  do  that.  In  mak- 
ing your  decision  let  the  experience  of  30,000 
other  Merchants  help  you. 

First  get  "Boosting  Business  No.  21" — 
it's  free  for  this  coupon,  and  it  -will  not  obligate 
you  in  the  least. 


BQMpnpp 


COUPON 
Kawneer 


«fFKina, 


Manufacturing  Company 

Limited 
<•—■  '  "!-  *•"**• 

ept.  Q.     1193  Bathurst  St. 

TORONTO.  ONT. 

ly  send  "Boosting  Business  No.   21" 
/.'  without  obligation  to  me. 

S       Name 

S      Street  and  No.    

pf        City  or  Town 

Business  . 
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EQUIPMENT  AND  DISPLAY 


A  beautiful  vision  of  Springtime  is  this  view  ol  a  corner  of  the  Robert  Simpson  Co.'a  millinery 
rooms,  looking  towards  the  French  model  section.  Flowers  are  -ecu  everywhere,  with  a  huge  palm  in  the 
centre.  Azaleas,  daffodils,  red,  orange,  rose  and  white  tulips,  hyacinths,  and  narcissi  were  also  used,  with 
the  while  pillars  wreathed  with  purple,  yellow  and  pink  artificial  orchids.  Many  cages  of  canaries  in 
full  song  were  hung  ii])  and  down  the  lone,  department.  The  department  was  arranged  in  a  serii  • 
"hays"  in  which  were  fitting  tables.    Display  cases   for  hats,  pinnies  and  Bowers  were  numerous. 


navy  moire  ribbon  encircled  the  crown,  shapes,  and  these  had  the  high-raised 
and  the  side  of  the  high  flare  was  massed  bandeaux.  This  is  a  shape  that  will  be 
with  medium-sized  red  roses  and  mossy  more  seen,  it  is  expected,  when  the  sea- 
foliage,  son  has  fully  opened  up.  Sailors,  very 
Many  of  the  hats    were    in    Watteau  much   trimmed,  were  also  prominent. 


Series  of  Monotone  Windows 

Spring  dress  goods  season  opened  by  firm  with 
number  of  novel  and  striking  displays — One 
color  for  each. 


NOVELTY  in  a  dress  goods  open- 
ing thai  was  much  admired  dur- 
ing the  last  week  of  February  and 

early    in    March   was  a    scries  of  displays 

by  the  T.  Baton  <  'o.  Each  window  was 
.1  monotone  ami  featured  the  leading  new 

colors,  and  the  whole  series  was  so  care- 
fully planned,  am'  worked  out  in  such 
detail  that  it  forms  a  synopsis  not  only 
jusl  of  colors  and  materials,  hut  also 
trimmings  ami  accessories  ami  the  man 

licr  in  which  they  will  he  used.  'the 
windows     include    those     from     the    north 

entrance   on    Ybnge    street    around    the 
corner  on  to  Albert.     As  the  greal    ma 
ioi!i\   "i   drj   goods  merchants  have  nol 
planned  to  show    their  Spring  goods  so 
early   a  detailed  description  of  this  tone 

scheme  ma  \    iuo\  r   helpful. 


The  Materials. 
The   materials   shown   are   crepes,   bro- 
cades,  and    broches    in    crepe   effeot,    fine 
ami  rough  finished  serges,  plain  and  bro- 
caded     gaberdine      duvetyns,      ratines. 

plain     and     cord     velours,    new     Bedford 
weaves  and  crepe  finished  worsteds. 

The  lir-t  window  from  the  entrance  i- 
ali  in  shade-  ol'  amethyst  and  purple. 
In  I  his  window  as  in  the  rest  of  the 
Series   the   majority   ol'  the  drape-  are  on 

forms  and  the  materials  are  combined 
with  new  trimming  silks  in  plaids,  Ro- 
man stripes  ami  pruned  effects  ami  with 
hut  ion-,  embroidered  frogs,  ami  beaded 
butterflies  ami  trimmings.  These  effects 
arc  selected  to  combine  with  purples  ami 
-how  combinations  of  sapphire,  mahop 
any,  ruby,  garnet,  green,  petunia,  etc. 
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The  second  i-  in  joric  or  rush  green 
shades  which  include  chartreuse,  lime 
shades  verging  upon  reseda.  Here  also 
the  trimmings  and  trimming  silks  are 
matched  up  and  the  same  use  is  made  of 
forms   as   in    the   first    window. 

Big  Tango  Window. 

The  big  cornci-  window  is  given  over 
to  tango  shades  which  in  this  case  are 
decidedly  pinkish  ami  include  all  the 
tones  in  the  series  of  colors  on  the 
Claude  Freres  color  card  beginning  with 
crevette  ami  ending  with  homard  as  well 
a-  several  mahogany  shades. 

Here  the  beautiful  blending  of  the 
various  shades  is  to  be  admired  and  the 
judicious  use  made  of  other  colors  in 
the  accessories  and  millinery.  One  or 
two  made-up  street  dresses  and  suit-  are 
introduced  into  this  Ihl:  window,  one  of 
which  has  pointed  panniers  ot'  Roman 
striped  silk  in  dull  petunia,  serbe,  and 

the    deep    brown    tone    Xo.    2829,    called 

hanneton.       After     the     tango  window 

romes  a  window  of  tans  chiefly  on  the 
order  of  canari.  miel  and  feuille  mort. 
and  the  last  window  is  devoted  to  the 
new    blues. 

Practical  Displays. 

These  window  >  an-  emphatically  pi  a. 
tical   windows.      They    feature   the   goodfl 
ami  not  onlv  show  how  thev  are  intend- 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


^■r^r"* 


The  Walker-Bin 
Sanitary  Counter 


The  Walker-Bin 
All-Glass  Case 


Make  your  store 

The  Bright  Spot  in  Town 

by  installing  sonic  bright,  attractive  fixtures  for  the 
easy  handling  and  displaying  of  your  goods.  No 
matter  what  the  outside  of  your  store  is  like,  you 
cannot  afford  to  have  the  inside  of  your  place  dead 
looking. 

In  brightening  up  your  store  with  Walker-Bin 
fixtures  you  are  paving  the  way  for  a  better  store 
service,  which  is,  after  all,  the  keynote  to  the  success 
of  modern  merchandising.  Note  the  fixtures  here 
illustrated  and  write  for  our  complete  catalog  and 
prices. 

The  Walker-Bin  &  Store  Fixture  Co. 


Limited 


Manufacturer*    and   Designers-   of 
MODERN  STORE  FIXTURES 

BERLIN,  ONTARIO 


■ f— 


The  Walker-Bin  Shelving  and  Counter 
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ed   I"   be   used,  hut    they  show  just  what 
trimmings    will    go    with    any    particular 
color.     Therefore  they  must  have 
Belling  value,  not  just  in  the  dress  goods 
alone,  hut    in    other   departments. 

The  backgrounds  are  dignified  and  en- 
tirely adequate,  though  the  expense  has 
not  been  great.  A  piece  of  material  in 
the  leading  color  in  each  window,  either 
draped  or  made  into  a  screen,  or  as  in 
the  centre  window  both  combined,  while 
a  drape  of  brocaded  silk  added  to  give 
variety  and  life  centres  each  window. 

The  Use  of  Flowers. 

These  drapes  and  screens  are  in  turn 
centred  with  a  cartouche  of  the  same 
cloth  around  a  classic  figure  in  floating 
draperies  executed  in  monotone.  Flowers 
in  the  prevailing-  tones  and  foliage  are 
used  in  bunches,  trails  and  sprays  and 
massed  in  vases,  gilded  baskets,  etc. 
Wisteria  is  used  in  purple  window. 
orchids  in  the  joric,  roses  in  the  tango 
and  tan  window  and  blue  wisteria  in 
the  blue  window.  Where  the  windows 
join  mixed  bunches  are  placed  on  the 
background — thus  purple  wisteria  and 
yellow  green  orchids  are  grouped  on  one 
side  and  yellow  orchids  and  tango  roses 
on  the  other.  Between  the  tango  and  the 
tan  window  are  grouped  tango  and  tan 
roses,  and  tan  roses  are  combined  with 
blue   wisteria. 


BRIDAL  WINDOW  IN  AFRICA. 

South    Africa    is      advancing      in      the 

quality  of  its  window  dressing.  Photo- 
graphs sent  to, England  of  two  windows 
of  Messrs.  Fletcher  &  Co.,  of  Oxford 
street,  East  London,  South  Africa,  and 
met  with  a  chorus  of  approval.  The  first 
trim  was  a  bridal  window.  The  color 
-,eii.  me  was  blue  and  white,  the  bridal 
dress  being  made  up  of  ivory  charmeuse. 
Veiled  with  oinon,  while  the  headed  trim- 
ming was  of  exclusive  style.  The  sides 
and  top  of  the  window  were  Festooned 
with   silks  suitable    for  weddings.     The 

scene  on  the  right  was  a  painted  one  of 
a    church    and    path,    which    added    to    the 

display.     The  bridal  dresses  were  made 

mi  the  premises  by  their  expert  dress- 
maker. 

The    second    trim    was    a    lace    display. 

The   color   scheme    was   orange,   purple, 

and  while,  and  proved  an  attractive 
show. 

®- 

CHANGES  IN   THE   RANKS. 

Mr.    Hollinsworth    Takes   Up    Salesman- 
ship and  Mr.  Burns  Succeeds  Him. 

Since     the    last     issue    of    The     Kc\  iew 

Beveral  changes  have  talon  place  in  the 
window  trimming  department  of  the 
Robei  i  Simpson  <  !o.  thai   w  ill  be  of  in 

ten     I     I"     iiearlv     e\  er\     member    oi      I  he 


Drapery   in  a  Brandon 
Window 


Drapes  of  uncut  material  showing  new-  Btyle  features. 
This  display  of  Jack  Bedford,  with  The  Merchants.  1. united. 
Brandon,  Man.,  is  very  promising,  and  all  the  more  so  after 
the  spirit  underlying  -Mr.  Bedford's  work  is  noted.  In  a 
letter  to  The  Review  he  says:  "l  am  particularly  fond  of 
displaying  goods  in  a  finished  way  because  1  believe,  and 
have  proved,  that  it  certainly  help-  to  sell  the  goods  on 
exhibit." 


craft  in  Canada.  Alter  managing  this 
for  over  fifteen  years  Mr.  Harry  Bollins- 
worth  has  resigned  and  is  now  represent- 
in-  the  firm  of  Clatworthy  ..V.  Son,  Tor- 
onto, in  display  fixtures,  forms,  etc.,  also 
the     Botanical     Decoratirig     Co.'s     art 

Bowers.  In  his  new  position  Mr.  Hollins- 
worth will  be  able  to  meet  score-  of 
window   trimmers  and   hand   out    to  thein 

suggestions  as  to  the  development  of 
their  work,  which  he  so  generously  gave 
as  president  of  the  C.  W.  T.  A.  and  later 
as  honorary  president. 

Mr.    E.    1'.    Bums,    winner    of   The    l\e- 

vi&w's   sihcr   loving   cup    in    1913,   has 

been  advanced  to  till  the  \acanc\  ami 
news    of    the    well-earned    promotion    will 

be  received   with   pleasure  by  bis  main 

I  i  lends    and    the    admirers    of    his    work. 

Mr.  Burns,  it  will  be  remembered  Btarted 

life   B8  a    window    dresser  In    touching    up 
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an   elevator      in   a      Hamilton      stor. 
Christmas  e\  e. 

The  member-  ot  the  C.  W.  T.  A.  will 
wish  success  for  both  these  enthusiastic 
association  work 

— c — 

A  CORRECTION. 
In   the  last    issue  of  The   Review  an 
Easter   display    was    wrongly    described 

as  the  work  of  E.  G.  Meadows.  St. 
Catharines.  It  should  have  been  credited 
to  Edwin  Mcllroy,  with  J.  Mickle- 
borough,  St.  Thomas,  who  was  the  win- 
lo  i  <<\'  tiist  prise  on  this  diapu 


Edmonton.   Alta. —  A.    B.    Hodman,   of 
the  Hudson's  Hay  Company,  Lethbr 
has  been  appointed  manager  of  the  com- 
pany '-  stores  here. 
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MaJ^e  Your  Show  Windows 

Pay  Your  Rent. 


PATO.'l 
L"tITED 
AND  FOREIGN 

COUNTRIES 


Many  Sales    are   made 
from  the  Sidewalk- 

This  particular  set  of  Interchange- 
able Window  Fixtures  will  make 
the  finest  of  Window  Trims,  will 
display  your  Dress  Goods  to  a 
'Selling  Point/'  will  give  you 
snappy  trims  which  will  attract 
local  and  transient  trade.  This  set 
affords  quick  and  frequent  changes. 

Read  further  about  this  wonderful 

Set  for  Dress  Goods. 

Hundreds  of  Trims.  With  this  set  over  500  original  trade-pulling  window  trims 
can  be  made  and  at  no  time  making  any  two  alike,  besides  hundreds  of  standard  and 
odd  window  fixtures  can  also  be  made. 

Can't  Wear  Oat.  ONKEN  YOUNITS  are  now  made  so  they  cannot  show 
any  wear.  The  NEW  construction,  the  "Sunken  Steel  Socket,"  takes  the  place  of 
the  old  construction.  There  are  now  NO  Screws  Screwing  Into  Wood.  They  will 
now  last  for  many  years.  The  construction  is  sturdy  and  high  grade  throughout. 
Simplicity  in  detail  is  the  principle. 

A  Book  °f  Window  Trims  Included.  A  large,  beautiful  book  of  many 
captivating  trims  made  with  this  set  will  be  sent  FREE  with  this  set.  This  book  is  a 
help  to  any  window  trimmer. 

Made  of  Oafy.  The  entire  set  is  made  of  thoroughly  Kiln-Dried  Oak.  the  metal 
parts  of  cold  rolled  steel;  each  YOUN1T  is  accurately  machined  to  fit  right  and  made 
interchangeable. 

Our  Guarantee.  We  guarantee  to  replace  this  set  FREE  of  CHARGE  any 
time  within  one  year  if  it  proves  defective  in  any  way  through  construction  or  parts  not 
fitting  satisfactory. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered,  Golden  or 
Antique  Oak,  all  in  a  soft,  mellow  wax  non-scratchable  finish. 

Window  trimming  becomes  easy  with  a  set  of  these  fixtures  to  help  you.  You  will  never 
be  taxed  about  "  what  kind  of  a  trim  to  make  next. " 


NET 


The  Storage  Chest.  The  36  YOUNITS  that  make  up  this  set  are 
put  up  in  A  HARDWOOD.  HINGED-UD  STORAGE  CHEST 
(oiled  finish).     A  good  place  to  keep  any  part  of  the  set  that  is  not  being  used. 


Price  for  the  Full  Set  No.  1 1 6  $3  1 .5N°E. 

F.  O.  B.   Hamilton,   Ontario,   Canada 
Older  thru  your  JOBBER  or  DIRECT 

The  Oscar  Onken  Co. 

No.  3814  W.  4th  Street,  Cincinnati,  0.,  U.S.A. 

Quick  Shipments.     Address  All  Correspondence  to  Cincinnati.     Send  for  Yonnil  Catalog 
Stock  is  also  csrried  in  CANADA,  ENGLAND  and  AUSTRALIA 
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THE  PRICE  SELLS 

Compare  Our  Prices  with  Other  Makers' 
SEND  US   A    SAMPLE   ORDER 

SEND  FOR  OUR  CATALOGUE 


Ladies'  and  Mis«es'  Dress 
and  Suit  Forms 


Conforms 

styles. 


with    latest 


I 


TO 


Heavily  constructed  ol 
papier  mache- mounted 
on  four-claw  base  with 
brass  top.  Sizes  16  to 
42.    $2.50  each. 

This  leg  attachment 
will  tit  to  any  style  or 
make  oi  form,  complete 
without  shoes  $3.50. 


Revolving    Cloak 
Rack 

Oxidized  copper  stand- 
ard and  rinji. 

Ring  30  in.  diameter 
and  is  66  in.  from  floor. 

Mounted  on  heavy 
smoothly-rolling  base, 
with  oxidized  1  4  sheet 
card  frame, $8.25 each. 

Without  card  frame, 
$7.50  each. 


Make  Your  Old  Figures  Up-to-Date  by  Adding 
this  Leg  Attachment 

ROYAL  DISPLAY  FIXTURE  CO. 

812  Broadway,  NEW  YORK 
MAKERS  OF  UP-TO-DATE  FIXTURES  FOR  WIDE-AWAKE   MERCHANTS 


Ladies'  and  Misses'  Dress 
and    Suit  Forms 


ff\ 


Revolving     Cloak   Rack 


As  a  millinery  show  case,  No.  125  cannot  be 
beaten— will  pay  for  itself  in  increased  sales 


H.      L.      WOOD      &      CO.    SI  RHKI.ANI)  SIS. 


no 


XTO.  1l!.-)  wall  case  is  one 
■*-  ^  of  the  handsomest  of 
the  II.  L.  Wood  range. 
Being  especially  adapted 
for  the  display  of  millin- 
ery, it  is  quite  seasonable 
t<<  call  the  manager's  at- 
tentioD  t<»  this  excellent 
sales-producing  case. 

A  card  to-day  will  bring 
our  new  catalog,  show  ing 
.1  very  complete  range  o\' 
ti\i  ures. 

It's  worth  writing  to-day 
for. 

TORONTO 
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ORDER  YOUR  FIXTURES 
FOR  "SPRING"  DISPLAYS 

From  "The  Pioneers   in 
Fixture  Making  in  Canada" 

Our  range  is  very  large  and   covers   such  lines  as — 
METAL  DISPLAY  FIXTURES   in  all  finishes,   Brushed 
Brass,  Ox.  Copper,  Chocolate  Bronze,  etc. 

WAX  FIGURES  and  FORMS.     All  the  latest  models  and 
a  large  variety  to  select  from. 

Racks  for  Clothing,  Display  and  Garment  Hangers.     Trip- 
licate and  Single  Mirrors,  etc. 

Send  for  our  large  Catalogue  and  also  supplements 
of  Racks,  Hangers  and  Wax  Figures. 

Clothing  Hanger  Department 

c 


No.   1— FOR   DRESSES. 
Thin    and    Light 
Price  per  100 


Price,    IS   in.   wide,    per    ion $(;..->o 


.$3.00 


No.  265 
REVOLVING     RACK 
Our    Racks    are    known 
from  const  to  coast. 
Send   ns  your  orders. 
Price,   each    $12.50 


Xo.   100.'— D. 
Beautiful    figure  for  show- 
ing evening   gowns.      "The 
highest   attainment   in    the 
figure   art." 
Price,  each   ¥60.00 


No.  515— W/C 
Price,  17  in.  long,  per  100  .  . 


Price  per  100 


.*.■>..-><> 


.  $3.00 


No.  515— S 
Combination     Hangers,     holds    co.it 
anil   skirt.     Price  per  100   $6.00 


No.  560— X 
The  largest  selier  of  all.     Price,    18 
in.   wide,   per   100   $7. 511 


No.   678— A 
SKIRT   HANGER 
Price  per  100   


Xo.   570— X 


.$5.25       I 'rice    per    100 


$12.50 


Xo.  60— A.    TRIPLICATE   MIRROR. 

We  oan  make  this  Mirror  with  mahogany  frames  in  place 
of  oak  at  the  same  price.  The  supporting  frame  is  of 
cast  metal,  polished,  and  finished  in  Ox.  Copper.  The 
frames  that  hold  the  mirrors  are  of  finest  quarter-cut  oak 
with  beautiful  oak  backs  in  one  panel. 
With   best    British   plate  mirrors.  20  x  48  in.,   one-inch 

bevel.    Price,  each  $48.00 


CLATWORTHY  &  SON,  LIMITED 


Established  1896 


"The  Largest  Makers  of  Display  Fixtures  in  Canada." 

161  KING  STREET  W.,  TORONTO 
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No.  47C. 


$30.00 


Attractive  Displays 

For  the  Spring  Openings 

will  everywhere  be  in  evidence.  How  about 
yours?  Will  the  displays  yon  are  planning 
We  striking  and  effective  enough  with  the 
forms  you  now  have  to  get  you  a  good  share 
of  the  Easter  business?  Make  your  1914 
Spring  Opening-  a  merchandising  succe.-- 
by  executing  those  display  schemes  on 
Richardson  Forms.  They  conform  with  the 
styles  embodied  in  your  Spring  line,  and 
are  well  able  to  show  your  best  and  latesl 
creations  off  to  the  best  possible  advantage. 

The  forms  here  illustrated  are  French 
models  for  the  elegant  showing  of  evening 
dresses.     Newest  creations. 

Write  for  catalogue  to-day. 

A.  S.  RICHARDSON  &  CO. 


09  ONTARIO  ST. 


TORONTO 


No.  47.         $48.00 
With  iron  stand.    S42.00 


Vital  Facts  About  Window  Illumination  That 
Every   Up-to-date   Merchant   Should   Know 


Good   window  lighting  is  an  essential  feature   of  modern    merchandising.      Hundreds    of    thousands    of    dollars    are 
spent  annually  by   "night  shoppers."     And  this  money  goes  to  the  stores  with  the  best  illuminated  windows. 

Even  the  store  that  closes  its  doors  after  the  day's  business  should  light  its  windows  well  in  order  to  make  a  bid 
for  the  next  day's  business.  ^^ 

And  what  IS  good  window  lighting? 

First  and  last,  it  is  WINDOW  lighting— not  SIDEWALK  lighting. 
It  is  lighting  that  illuminates  THE  GOODS — instead  of  throwing  a  glare 
into  the  eyes  of  THE  SPECTATORS. 

Here  is  a  parallel  that  illustrates  the  point: 

When  the  curtain  goes  up  in  the  theatre  all  the  illumination  is 
ON  THE  STAGE.  YOU  sit  in  the  DARK.  There  is  no  glare  to  blind 
your  vision  and  obscure  the  objects  of  interest. 

Your  store  window  is  a  stage.  The  spectators  are  the  audience. 
Give  them  the  same  advantage  of  lighting  that  the  theatrical  manager 
gives  you.  The  spectator  must  be  IN  THE  DARK  in  order  to  see  the 
goods  to  advantage.  And  to  accomplish  tins,  the  Lights  must  be 
CONCEALED. 

That  is  the  effect  produced  by  the  Frink  and  J-M  Linolite  Systems 
of  Lighting.     The  Lamps  are  tubular  in  shape,  one  foot  long,  one  inch 
in   diameter,    and   are   placed   end   to   end   in   a    CONCEALED   reflector. 
Il"     Bta«re  producing  a  continuous  "LINE  OF  LIGHT."     Reflectors  are  also  made 
,s  .I:,1."1;':;  for  standard  base  lamps. 

No  glare  in  the  SPECTATORS'   EYES.     No  illumination  is  wasted 
on   the  SIDEWALK.     All  the  light  is  concentrated  ON  THE  GOODS.     And   it  is  so  evenly  diffused  that   there  are  no 
bright  spots  or  deep,  harsh  shadows.     Every  detail  of  every  object  is  seen,   clean  and  clear,   in  its  natural   colors. 

And    the   most   remarkable    part    of    this   lighting   system  is,  it  reduces  your  lighting  bills — as  fewer  lights  are  used 
nnd  less  current  consumed. 

Over  25,000  merchant*  are  now  using  the  Frink  and  J-M   Linolite   Systems   of   lighting   show   cases,   windows   and 
stores,   and  we   can    furnish   their   names   if  you   are  interested. 

Write  our  nearest  Branch  for  Catalog  No.  410. 

The    Canadian     H.    W.    Johns-Manville     Co.,    Limited 


A  properly  llphti'.l  window 
spectator*. 


Sole  Selling  Agents  for  Frink  Products 


TORONTO 


MONTREAL 


WINNIPEG 


1968 


\    \N(  Ol\  IR 


!.;•_ 
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"Yes,  Sir,  It's  Certainly  Great" 

To  display  Clothing  on  Backs  and  Hangers.     Dealers  say  it,  their    customers    say    it,    and    Clothing-makers    say    it,    for 

there  is  no  getting  around  the  fact  that  there  is  genuine  merit  in   displaying  your  clothing  on  Taylor-made   Eacks  and 

Hangers. 

If  you  are  not  convinced  that  you  should  use  the  Taylor-made   Eacks   and   Hangers,   which   will   increase   your   clothing 

sales,  keep  your  stock  in  better  condition,  improve  the  appearance  of  your  store,  and  enable  you  to  make  more  profit, 

with  the  same   expense,   we  would  like   to   send  you   a  Double-bar  Eaek  and  let  you  try  it  in  your  store  for  ten  days, 

and  if  you  are  disappointed  with  results  you  may  return  it  at  our  expense. 

Double  Bar,  Polished  Steel,  Tube  Rack 

6  feet  long,  6  posts    $10.50  /^^  \ 

5  feet  long,  6  posts    11.50  iPv^C    J\ 

10  feet  long.  6  posts    12.50 

Double  Bar,  Oxidized  Steel,  Tube  Rack 

6  feet  long,  G  posts    $13.00 

8  feet  long.  6   posts   14.00 

10  feet  long.   6   posts    15.00 


No.    74   B. — Combiuation    Suit 
Hanger   $15.00  per  100 


No.  64 — Combination  Suit  Hanger  with  wire 
attachment  to  prevent  trousers  from 
slipping  off   $9.00  per  100 

The  Taylor  Mfg.  Co. 

82  QUEEN  STREET  N.       HAMILTON,  ONT. 


No.  33  I.B. — Combination   Suit  Hanger,  in- 
serted   Trouser    Bar    $7.50  per  100 

No.  33  B.— Boys,   15  in.  wide.. $7.50  per  100 
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EQUIPMENT  AND  DISPLAY 


The  Most  Beautiful  Store  in  the  World 


Let  The  Zouri  Front  Increase  Your  Profits 

Don';    handicap  your  Btore  with  an  unsightly  front.     You   exercise  your  shrewd   business  judgment    in  buying  and 
selling.     Do  more — figure   what    it   means  to  you    iu   dollars  and  cents  to  have  a  trout  that's  so  imposing  that  it   is  ■ 
constant   reminder  of  your  progressiveness.     Don't   hesitate  because  you   think  you  can't   afford   it.     You  can.     You've 
already   paid   for   it    many   times.     Now  own  one.     It's  a  simple   matter   to   have   a    business-producing   front    whe 
use   the 

SAFETY  6V  BURGLAR.- PROOF 
SETTING  for  PLATE  GLASS 

OPERATING    UNDER    MURNANE   AND    MARR    PATENTS 
\ot  only  arc  windows  installed  according  to  the  Zouri  System    more  attractive  and  inviting,  but  the  perfect  ventila- 
tion  prevents   frosted   windows— -the   windows  can   be   used  at  a  time  when  they  are  of  the  most  value.     Dust  and  <iirt 
are  excluded  in  mild  weather.     Drainage  is  also  perfect. 

One  of  the  man]   advantages  of  the  Zouri  System  is  that  it  can  be  easily  and  quickly  set  in  place.    The  method 
securing  indirect   screw    pressure  on   the  glass  eliminates,  to  a  very  large  degree,  the  danger  of  breaking. 

The  Zouri  System  makes  an   inviting  aiol  durable  store   front.     Nunc  of  the  >:lass  space  i-  tilled  up  with  unsightly 
rods  ami  supports.     Every  lot  of  ulass  permits  clear  vision.     No  unsightly  Bcrewheads  ate  risible,  either  from  outside 

'•i     inside      an    important     item.       Kven    the    fastenings    are    effectively    concealed    from    view. 

The  Zouri  Betting  i-  not  a  one-season  affair,     it   gives  service  year  after  year,  and  shows  no  near.     Built  of  solid 
copper. 

If  your  sales  are   slow,  send   us  a    photograph   of  your   window    .is    it    is   toda\.      It    the    fault    lies    in   your    front,    we'll 
icll   you    so,   and    we'll   show    you   how    you   can    make    it    your   star  salesman.     Write  us   for  information  now 


LLi 


wmwmww  P 


General  Offices  and  Factory:     223-247  W.  Schiller  St.,  Chicago,  111. 

CANADIAN  AGENTS:   w.  li.  Clark  A  Co.,  Ltd..  Edmonton,    Uta.;    Cushing    Hros.    Co..    Calgary,    Alta. 

Supply  CO.,  Ltd..  Saskatoon.  Sask. 


Saskatchewan 
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Make  Your  Spring 
Opening  Displays  as 
Attractive  as  possible 

Have  you  got  the  equipment  that 
will  enable  you  to  make  those 
dainty,  elegant  and  successful  dis- 
plays which  are  so  necessary  for  a 
Spring  Opening?  If  the  forms  you 
now  have  in  stock  are  not  up-to- 
date — do  not  conform  with  the 
styles  of  your  newest  Spring  crea- 
tions— the  success  of  your  opening 
(in  goods  sold)  will  not  be  nearly 
so  great  as  if  those  chic  garments 
were  displayed  on 

D.  &  P.  FORMS 


These  life-like  forms  are  best  adapt- 
ed to  bring  out  to  the  best  possible 
advantage  Dame  Fashion's  decrees 
for  Spring  and  Summer  1914,  because 
they  are  from  the  latest  New  York 
models. 

D.  &  P.  Wax  Heads  are  the  last  word 
in  sculpture  modeling.  The  refined, 
intelligent  features  of  the  face,  the 
charming  coiffure  and  the  poise  of 
the  head  will  add  greatly  to  the  ef- 
fect of  the  garment  displayed. 

Your  needs  can  be  promptly  filled 
from  our  large  stock  of  display  forms 
and  fixtures — the  largest  in  Canada. 

Write  to-day  for  our  catalogue 
illustrating  many  suitable  forms  for 
Spring  Displays. 


Dale  &  Pearsall,  m  Front  St-  East»  Toronto 

MANUFACTURERS  OF  HIGH-CLASS  FORMS  AND  FIXTURES 
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<a— N  LAMSON 


EQUIPMENT    AND    DISPLAY 


ft 
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Lamson    Carriers 

provide  you  with 

tested    perfection 

—  no    experi- 

meni  ing  neces- 

Bary.     Do  you 

know  thai  your 

customers  gel  the  goods 

I  hey  buy,  and  p;i\  for 
all  the  »-oods  tlie\  L'H  ' 
Lamson  Carriers  give 
iliis  assurance.  They 
save  time,  trouble  la 
bor,  floor  space  and 
Losi  [notion,  because 
i hey  centralize  all  cash 
and  merchandise.  A 
Lamson  Carrier  for 
every  need  -  Wire. 
Cable.  Tube.  Belt  and 
Pick-up  Carrier  Sys 
t  cms. 


THE  LAMSON  COMPANY 

Toronto  and  Montreal 

Representatives  in  all   principal  cities. 


^ 


SERVICE 


^ 


Free — Ten  Display  Managers  Tell 


In  order  that  you  can  become  better  acquainted  with  the  Economist 
Training  School  instruction— the  lecturing  force  of  twenty  five  experts 
—the  methods  of  personal  instruction,  and  the  practical  equipment  in 
all   of   our  branches 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We  "ill  mail  you,  free,  our  new  fifty  cent  book  entitled  "Ten  Display 
Managers   Tell   How   to   Sell   It." 

hiil  you  em  know  of  a  man  that  could  do  retail  advertising,  window 
I  rimming,  show  card  writing,  or  instruct  the  sales  force  of  the  store 
that    "as    ever    out   of   a    position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.   39th  St  Now  York  City 

(In    h riling    be    sure   and    mention   The    Dry    Goods    Review.) 


FACTS 


Wi     in  perform  more  Funotlonj  bj  our  modern  wire  Barrier  intern,  nn.i  with  « 
degree  "f  dispatch   end   oartalntj  Hum  can  !>.■  locompliahad  by  ins  other 
•  ■(  thli  type  nf  machine,  ill  "f  winch  meant  thai  »•    can  reach  more  pomti  i" 
i    better  and   more   tatiafictoni   mannei    than    n«"   been 
accomplished  heretofore.     Bamambei   qui  can  daye1  trial,    v.>  I  to  put 

us  to  tb  n. m  oatalosni  *'■■ 

GIPE-HAZARD  STORE  SERVICE  CO..  LTD. 
97    Ontario  St..    Toronto.  Canada 


Your  Spring  Opening 
Displays 

will  be  more  effective  if  you 
show  your  Spring  linee  of 
dresses,  etc.,on  I  [all-Borcheri 
Form-.  For  an  attractive 
display  for  both  window  or 
department  this  modern  form 
cannot  be  excelled. 

Special   Spring 
Offer: 

Our  L93  1  Cloak  and  Suit 
Model.  The  usual  price  of 
this  form  is  $12.00.  <>ur  price 
is  $10.00.  Ii  is  covered  in 
linen  with  leather  shoulders, 
reinforced  skirt,  oxidized 
) octal  arm  pieces.  Special 
introductive  price,  $8.00. 
Cloth,  $4.50. 

Hall-Borchert  Dress  Form  Co. 

41-45  Lombard  St.,  Toronto 


Money   In  Salesmanship 


The  trained  salesman  is  practically  independent 
Scores  of  business  houses  seek  his  services. 

It  should,  therefore,  be  the  aim  of  every  young 
man  to  qualify  himself  for  a  higher  position.  He 
can  accomplish  this  in  his  spare  time,  just  as  hun- 
dreds have  done. 

No  work  so  quickly  develops  poise,  self-reliance, 
ease,  ability  to  grasp  situations,  instinct  to  meet 
the  demands  of  the  moment,  and  the  capacity  to 
meet  men  of  their  own  level,  as  representing 
MACLEAN'S. 

This  work  puts  you  in  touch  with  the  prominent 
men  of  each  town,  a  connection  of  inestimable 
value.  We  require  representatives  in  nearly  every 
town  and  centre  of  population  in  Canada,  You 
can  make  from  $5  to  $10  per  week  in  addition 
to  your  regular  salary.  We  give  you  a  practical 
training  that  is  worth  consideration. 

Write  us  to-day  for  particulars. 

MACLEAN  PUBLISHING  CO. 


143  Univeraity  Ave. 


Toronto,  Ont. 
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Would  You  Like  a  Store  Like  This  ? 


We  fitted  this  store  complete. 

We  can  fit  up  yours  like  this. 

We  supply  everything  from  the  window  back  to  the  wrapping  desk. 

We  have  fitted  the  largest  stores  in  Canada;  those  of  the  Hudson's  Bay  Co.,  Calgary  and  Winnipeg;  J.  F. 
Cairns  and  F.  R.  McMillan,  Saskatoon;  Pryce  Jones,  Ltd.,  Calgary;  The  McKinnon  Co.,  Weyburn;  The 
T.  Eaton  Co.,  Winnipeg  and  Toronto;  The  Jas.  A.  Ogilvy  Co.,  and  The  Scroggie  Co.,  Montreal,  within 
the  past  three  years. 

No  order  too  large  or  too  small. 

Our  designing  and  planning  department  is  at  your  service  free  of  any  charge  or  obligation. 

Our  catalogue  gives  some  idea  of  our  lines  and  is  yours  for  the  asking. 

JONES  BROS.  &  CO.,  Limited 

29-31   Adelaide   Street   West 
TORONTO,  Ont. 
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A  SARNIA  ANNIVERSARY. 
Messrs.  A.  W.  and  E.  A.  Mills,  on 
February  17.  I!i(i7.  opened  in  Sarnia  for 
business.  Owing  to  their  long  connec- 
tion with  the  linn  of  T.  Symington  & 
Co..  trade  was  ready  for  them  at  the 
start,  and  on  the  opening  day  over  1,000 
customers    passed     through     the    doors. 

Since   then    their   record    has   been    one  of 

stead]     progress.       Prom     a    stock    of 

$1(1.(10(1  an  increase  has  been  made  to 
$40,000,  and  the  turnover  has  shown  a 
corresponding  increase.  It  has  been  a 
policy  of  this  firm,  indeed,  to  keep  stock 
moving,  and  this,  with  (dose  and  attrac- 
tive buying,  and  taking  advantage  of  all 
discounts,  has  been  responsible  for  much 
of  their  custom.  They  claim  that  in  no 
other  town  in  Canada  the  size  of  Sarnia 
is  there  such  a  large  turnover  of  silks 
and  dress  goods. 

The  business  of  Mills  Bros.,  who  last 
month  celebrated  their  eighth  anniver- 
sary, extends  in  all  directions  within 
thirty  miles  of  Sarnia,  and  the  mail  or- 
der business  has  now  reached  large  pro- 
portions. Anion-  the  features  of  their 
business  methods  are  vigorous  advertis- 
ing and  a  close  study  of  the  tastes  and 
requirements  of  I  lie  buying  public.    The 

members  of  the  firm  are  Alfred  W.  Mills 
and  Edgar  A.  Mills,  both  of  whose 
photographs  appear  on  this  page. 


B.  W.  ZIEMANN,  Frcston,  Ont. 
Tailor   ami    men's   furnisher   elected  presi- 
dent of  the  Ontario  Branch  R.M.A.,  at 

annual   convention. 


uire.i   w.   Mills,  Sarnia, 


STORE  HAPPENINGS 

St.  Croix,  N.S. — Nathaniel  Spence, 
general  merchant,  is  dead. 

Poplar  Hill,  Ont.— P.  K.  Owen  bas 
sold  out   to  bis  son.  R.  E.  Owen. 

Ottawa,  Ont. — The  Ren  Company  have 
opened  offices  in  Paris  and  London. 

Okotoks,   Alta.      The   clothing  store  of 

II.  P.  MacLeod  was  united  by  fire. 

Wingham,  Ont. — J.  K.  Irwin  has  sold 
in-  genera]  store  to  Joseph  Baker,  of 
Gait. 

Delhi,  Ont.     The  Sovereign   Mitt  Co.. 
whose    premises    were    totally    desti 
by    fire    a    tew    months    ago    have1    opened 
their   new    factory. 

Midland,  Ont. — ('.  B.  A  kins,  who  has 
sold    his   tailoring  business    here    to   Geo. 

Wilson,  intends  opening  a  wholesale  tail- 
oring busine88  in  Toronto. 
Macleod,   Alta.     A.    YY.    Kaiser,   man 

ager   of   the    Hudson's    Hay    Stores    here, 
has    been      appointed      n-si-tant       to   the 

manager  of  i  he  ( lalgai  j   stores. 

Montreal,  Que.      A   London  cable  Bays: 
Sir    Thos     Skinner,    Bart,    has    been    ap- 
pointed   Governor    of    the    Hudson's    Ba\ 
I  o    i.,    succession    to   Lord   Stratheonn. 
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Aurora,  Ont.  Fire  did  .-J. nun  damage 
to  the  dry  goods  store  of  M.   Skelli    _ 

Kincardine,  Ont. — Kincardine  mer- 
chants, who  held  their  first  "dollar 
day.''  declare  the  scheme  to  have  been 
a  huge  success. 

Vernon,  B.C.  Albert  Byers,  advertis- 
ing manager  tor  the  Hudson's  Bay  Co. 
here  has  gone  to  Vancouver  to  act  as 
advertising    manager   in    the    eompan\  a 

-tore  t  here   lor  a  time. 

Hamilton,  Ont.— The  Hamilton  Credit 
Trades'  Protective  Association,  which 
previously  has  included  only  dry  goods 
and  clothing  men.  has  decided  to  admit 
furniture  dealer-  to  membership. 

THE  LATE  MR.  PEDDIE. 

One  of  the  best  known  of  the  dry 
goods  men  of  Western  Ontario.  Mr.  J. 
YV.  Peddie,  of  J.  YY.  Peddie  &  Son., 
Windsor,  passed  away  in  February  after 
an  illness  of  over  three  months.  The 
late  Mr.  Peddie  was  connected  with  the 
dry  -nods  business  almost  continuously 
for  59  years,  and  had  many  friends  in 
the  province.  At  his  death  he  was  7  I 
year-   of  age. 

The  business  in  Windsor  will  be  con- 
tinued under  the  same  title  bv  the  son. 
Mr.  A.  B.  Peddie. 


Edgar   A.  Mills.  Sarnia. 


DRY  GOODS  REVIEW 


THE  W.  R.  BROCK  COMPANY  (LIMITED)  HOCKEY  TEAM. 

This  picture  represents  the  victorious  Brock  Hockey  Team,  who  hold  the 
championship  oi'  the  Mercantile  Hockey  League,  also  the  Aikenhead  Cup,  which 
they  succeeded  in  winning  after  a  series  of  exceedingly  strong  contests  with  the 
contending  teams.  Hard,  persistent  work  and  a  splendid  exhibition  of  team  play 
won  the  day,  and  it  is  no  wonder  they  look  so  proud  and  good-natured.  They 
have  this  year  entered  the  field  and  have  put  up  some  great  hockey,  battling  hard 
against  several  stalwart  teams.  Throughout  this  season  exceptionally  good  games 
have  been  played,  and  it  will  be  counted  as  the  most  successful  year  in  the 
history  of  the  Toronto  Mercantile   Hockey  League. 

Top  row,  from  left  to  right — B.  Ellison,  sec.-treas.;  A.  J.  Sisley,  point;  C.  S. 
Goodrick,  left  wing;  D.  B.  McLaren,  right  wing;  R.  D.  Crawford,  manager. 

Bottom  row,  left  to  right — C.  E.  Burden,  centre;  B.  Darlington,  goal;  W.  S. 
Smallpiece,  president;  G.  D.  Bell  (capt.),  cover-point;  H.  S.  Boehmer,  rover. 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


AFTER  THE  OVERCOAT  TRADE. 
"Mr.  Milling-ton,  of  the  firm  of  Studd 
&  Millington,  manufacturers  of  the  well- 
known  "Toga"  and  other  overcoats,  of 
Conduit  Street,  London,  has  recently  left 
England  for  Canada  via  New  York.  He 
will  visit  Quebec,  Montreal  and  Toronto, 
and  possibly  Winnipeg.  The  object  of 
his  visit  is  to  get  a  firmer  hold  of  the 
trade  and  conditions  in  the  Dominion  and 
to  appoint  some  more  agents  for  the 
big-o-er  towns." 


OVERALLS   AT    A   DOLLAR. 

The  Dodshon  Overall  Co.,  Windsor, 
manufacturers  of  "Fast  Mail"  overalls, 
are  making  a  garment  to  retail  at  a 
dollar.  It  is  built  along  the  high-grade 
lines  of  the  $1.25  garment,  and  includes 
several  of  the  patented  features  of  the 
"Fast  Mail"  line,  and  is  union-made. 
Blue,  black  and  striped  materials  are 
used.  •  The  manufacturers  report  very 
satisfactory  advance  sales. 


LARGER  GAGNON  SHOWROOMS. 

J.  H.  Gagnon,  Canadian  representative 
for  G.  Thomas  &  Co.,  St.  Gall,  Switzer- 
land, has  moved  his  Montreal  show- 
rooms and  offices  to  105  Unity  Building. 
He  has  secured  large  warehouse  space 
there,  and  will  be  in  a  position  to  carry 
a  much  larger  stock  of  embroideries  and 
flouncings  for  supplying  the  needs  of  the 
trade  promptly.  Buyers  visiting  Mont- 
real will  receive  a  cordial  welcome  at 
the  showrooms. 


' '  SERVICE '  *     CLOTHING     AT 
FARNHAM. 

The  Robert  C.  Wilkins  Company, 
Limited,  Montreal,  manufacturers  of 
service  clothing,  are  moving  to  Farn- 
ham,  Que.,  where  they  have  been  able 
to  secure  more  help  and  to  increase  then- 
facilities.  They  have  now  a  model  fac- 
tory situated  on  the  banks  of  the 
Yamaska  river,  built  on  an  acre  of  very 
nice  lawn  where  they  have  every  modern 
convenience. 

Mr.  R.  C.  Wilkins,  who  is  president 
and  general  manager  is  assisted  by  his 
sons  R.  C.  Wilkins,  junior,  Montreal 
manager;  L.  St.  George  Wilkins,  secre- 
tary-treasurer; W.  F.  Wilkins,  manager 
of  the  manufacturing  department;  while 
John  T.  Wilkins  has  just  entered  the 
office  as  a  junior. 

The  new  arrangements  will  enable  the 
firm  to  give  greater  satisfaction  to  their 
patrons   than    ever. 
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JAEGER'S   NEW   UPTOWN    STORE. 

The  Toronto  agency  of  Dr.  Jaeger's 
Sanitary  Woollen  System  who  about  a 
year  and  a  half  ago  opened  a  branch 
store  near  the  corner  of  Bloor  and  Yonge 
streets  and  whose  lease  on  the  premises 
occupied  there  will  soon  be  out,  have 
acquired  a  ten  years'  lease  on  the  ground 
floor  of  a  new  building  being  erected  at 
the  corner  of  Yonge  and  Hayden  streets 
by  Frank  Wilson  &  Sons,  realty  brokers. 
They  hope  to  occupy  their  new  premises 
in  August  and  will  have  five  or  six  good 
windows  for  show  purposes.  The  To- 
ronto management  are  exceedingly  sat- 
isfied with  the  business  done  at  their  up- 
town store  since  its  establishment  which 
they  say  has  meant  practically  a  clear 
gain  of  trade  altogether  distinct  from 
their  customers  at  the  downtown  store. 
They  have  great  faith  in  the  future  of 
their  uptown  business  district  of  Toronto 
and  believe  that  owing  to  the  peculiar 
layout  of  the  Queen  City,  a  business  firm 
is  almost  forced  to  have  two  stores  in 
order  to  get  the  best  out  of  the  city 
trade.  They  are  very  optimistic  over  the 
future  and  say  that  when  Spring  opens 
up  they  look  for  business  to  be  excep- 
tionally good. 


TWISTED   SILK  WIRE   FOR  HAT. 

A  very  smart  idea  for  the  latest  style 
of  millinery  is  in  the  shape  of  a  twisted 
silk  wire  run  on  a  tape,  which  is  being 
used  for  the  present  fashion.  Owing  to 
the  fact  that  this  is  made  of  wire,  the 
windy  weather  has  no  effect  on  the  trim- 
ming at  all,  for  the  wire  support  still 
keeps  its  shape.  This  is  an  article  which 
will  be  a  boon  to  ladies,  and  the  manu- 
facturers of  this  "Beetee  Halo"  sup- 
port, Burnet  &  Temple,  Ltd.,  4  Fritchetts 
Court,  Noble  Street,  London.  Eng.,  have 
already  found   in  great  demand. 


"B.D.A."  FINISHES. 

A  neat  booklet  has  been  issued  by  the 
Bradford  Dyers'  Association,  Limited, 
containing  an  account  of  the  leading 
finishes  guaranteed  by  them  and  show- 
ing the  piece  and  selveage  marks  by 
which  they  may  be  recognized.  Among 
these  are  the  "  Cravenette, "  the 
"Pirle,"  "Permo,"  "Fastolite," 
"Wulmella,"  "Suedena,"  "Ripley 
Soap  Shrunk,"  "Locktite,"  "Lumena," 
"Kirk's  Permanent  Finish,"  "P.  N. 
C"  "Solprufe,"  "Marquise,"  "Pop- 
la,"  "Appret  de  laine,"  "Lamatte," 
"Cawley's  Brilliancy,"  "Sunbrite," 
"Radium,"  "Sunshine,"  "March- 
ioness," "Fortesse,"  and  "Dazzleine." 
Patterns  showing  any  of  these  finishes 
may  be  had  on  application  to  the  associa- 
tion at  any  of  these  addresses,  39  Well 
street,  Bradford,  England;  6  Oxford 
street,  St.  Peter's  Square,  Manchester, 
England,  or  128-129  Cheapside,  London, 
E.  C. 
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FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard  Air    Brush  of  the  World 

Show-Card    Writers    and    'Window-Trimmers 
cannot  aflord  to  be  without  one. 

Send  for  Catalogue  C  79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  111. 


ATERS0N 


klMIT&O 

Tha  Wholesale  Millinery  and  Fancy  Dry  Goodt 
Houaa  of  tha  Maritime  Prorincei. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


Condensed    Advertisements 

Advertisements  under  this  bead  two 
cents  per  word  per  each  insertion.  Cash 
with   order. 

DKY  GOODS  MERCHANT,  NOVA  SCOTIA. 
JO  years'  experience,  age  40,  married,  good 
ha  hits,  best  of  references,  desires  position 
of  traveller.  Maritime  Provinces  preferred. 
As  manufacturer's  agent  or  with  first-class 
wholesale  bouse  on  salary  and  commission. 
Address  communications  to  D.  T.,  Care  of 
Dry   Goods    Keview. 


WE  ARE  OPEN  FOR  DEMONSTRATIONS 
of  all  lines  of  reliable  goods.  Big  store,  good 
positions  allotted  and  wide  aisles.  Communi- 
cate with  the  G.  W.  Robinson  Co.,  Ltd., 
Hamilton. 


FOR  SALE 


FRESH,  CLEAN  STOCK  OF  SHOES  AND 
men's  clothing  and  furnlsninga  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
J.  T.  Locke,  The  Ark,  Corunna,  Ont.,  for 
information. 


AGENT  WANTED  —  TO  REPRESENT  A 
good  British  Lace  Collar  and  Neckwear  novelty 
house.  Must  be  in  close  touch  with  lace  neck- 
wear buyers,  and  in  the  habit  of  taking 
periodical  special  journeys  to  principal  Cana- 
dian towns.  Good  man  will  be  well  supported. 
Box  No.  53,  Canadian  Dry  Goods  Review. 
University   Avenue,   Toronto,   Canada. 

The  Condensed  Ads  in  this  Paper 
will  bring  good  results 


Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowers  for  Decoration. 

L.  Baumann  &  Co.,  357  W.  Chicago  Ave., 

Chicago,  111. 
L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 

Monti_al,   Que. 
Schack    Artificial    Flower    Co.,    1739    Mil- 
waukee Ave.,  Chicago,   111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 
Montreal. 
Accordion    Plaitings. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blankets. 
Penmans,  Limited,  Paris,  Ontario. 
Fraser,    Mather    Co.,    Winnipeg,    Man. 
Miller   &   Porteous,   Hollybush,   Ayrshire, 

Scotland. 
Wm.     Laidlaw     Cumledge     Mills,     Duns, 
Scotland. 
Bathing   Suits. 
Home  &   Watts,  19   Duncan   St.,  Toronto, 
Ont. 
Boy    Scout    Supplies. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Suits. 

Home  &  Watts,  19   Duncan   St.,  Toronto, 
Ont. 
Batting. 
Robt.   Henderson    &    Co.,    181    McGlll    St., 
Montreal,  Que. 
Boxes,  Fancy. 

Hercules  Boxes,   Ltd.,  400  Richmond   W., 
Toronto. 
Burlap    (Dyed,  Oil   Coated    and   Sized). 

Stauntons,   Ltd.,  934   Yonge  St.,   Toronto. 
Brassieres. 

H.  &  W.  Co.,  130  Fifth   Ave.,   New   York, 

N.Y. 
Parisian  Corset  Co.,  Quebec,  Que. 
Voss  &   Stuffmann,   Montreal,  Que. 
Buttons. 
Forsyth  Kimmel  &  Co.,   Berlin,  Ont. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,    City    Road,    London,    N..   Eng. 
Ashton    &    Pulford,    22    Black    Piccadily, 
Manchester,   Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.   Co.,    Clinton,    Ont. 
Belts,    Ladies'. 
R.  D.  Fairbairn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Boot   and    Shoe   Laces. 
Walter  Williams  &  Co.,  Montreal,  Que 


Braids  and    Cords. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Children's   Dresses. 
Home  &    Watts,   19   Duncan   St.,   Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.  Fairbairn   Co.,  105  Slmcoe  St.,  To- 
ronto,   Out. 
Star    Whitewear    Mfg.    Co.,    Berlin.    Ont. 
Sperling  &   Lea,  Herald  Bldg.,  Montreal. 
Detroit  Princess  Mfg.  Co.,  Detroit,  Mich. 
Correspondence    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,   Toronto. 
Economist   Training  School,  239   W.  39th 
St.,   New   York,   N.Y. 
Cash    Registers. 
National    Cash    Register    Co.,    285    Yonge 
St.,   Toronto,  Ont. 
Cash  and  Parcel  Carriers. 

The    Lamson    Store    Service   Co.,    Boston, 

Mass.,   U.S.A. 
Gipe-Hazard    Store    Service    Co.,    99    On- 
tario  St.,   Toronto,   Ont. 
Cloth    Charts. 

A.  E.  Putnam  Co.,  Washington,  Iowa. 
Caps. 
Cooper   Cap   Co.,   Spadina   Ave.,   Toronto, 
Ont. 
Corsets. 
H.  &  W.  Co.,  130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian    Corset   Co.,   Quebec,   Que. 
Voss  &  Stuffmann,  Montreal,  Que. 
Cotton  Threads  and   Crochet  Balls. 

Hicks,  Bullick  &  Co.,  Belfast,   Ireland. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
Greenshields.    Ltd.,    Montreal,    Que. 
Canadian    Carpet   &   Comforter   Mfg.   Co., 

Toronto.  Ont. 
Guelph  Carpet  Mills.  Guelph.  Ont. 
''ntting    and    Wire    Stapler    Machines. 

Salter  Williams  &  Co.,  Montreal,  Que. 
Corset    Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Cottons. 
Greenshields.   Limited.   Montreal.   Que. 
The  Dominion  Textile  Co..  Montreal.  Que. 
Horrockses.    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
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Collars    (Waterproof). 

Arlington    Co.,   54    Fraser   Ave.,    Toronto, 
Parsons  &   Parsons  Canadian   Co.,  Ham- 
ilton,  Ont. 
Smith   D'Entremont   Co.,   1475  Queen   W., 
Toronto. 
Chiffons. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Thompson    Lace   &   Veiling   Co.,  59   Wel- 
lington  W.,  Toronto. 
Canada    Veiling    Co..     84     Wellington    W., 
Toronto. 
Comforters. 
Canadian   Carpet   &   Comforter   Mfg.   Co., 
Toronto,  Out. 
Cushions. 
Canadian   Carpet   &   Comforter   Mfg.   Co.: 
Toronto,  Ont. 
Canvas   Coat  Fronts. 
Toronto   Pad   Co.,  569  Queen   St.  W.,  To 
ronto,   Ont. 
Cotton   Linen   and   Elastic   Laces. 

Parisian   Corset  Co.,  Quebec,  Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Parisian   Corset  Co.,  Quebec,  Que. 
Coats    (White). 
Robert   C.   Wilkins   Co.,    Farnham,    Qw\. 
Miller   Mfg.   Co.,  Toronto.  Ont. 
Coats    (Ladies'). 

Patrician     Cloak     &     Suit     Co.,     Sam'd'ug 
Bldg.,  Toronto,  Ont. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co..  College  St.,  Toronto, 
International  Tailoring  Co.,  62  John   St., 
Toronto,   Ont. 
Clothing   (Duck  and  all  Specialties). 

Miller  Mfg.  Co..  251  Mutual  St.,  Toronto, 
Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts.,    Toronto. 
Dress   Fabrics. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 
W.  R.  Brock  Co  .  Bay  &  Wellington  Sts., 

Toronto,    Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 

Greenshields,   Limited.   Montreal,  Que. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Ont. 
Law,  Russell  &  Co.,  Ltd.,  Bradford,  Eng. 
Bradford     Dyers    Association,    Bradford, 
Eng. 

Dress    Forms. 
Delfosse  &  Co.,  Montreal,  Que. 
Dale   &    Pearsall,    106   Front    St.    E.,    To- 
ronto,  Ont. 
Hall-Borchert   Dress   Form   Co.,   41   Lom- 
bard  St.,  Toronto,  Ont. 
Royal    Display    Fixture    Co.,    812    Broad 
way.    New    York,    N.    Y. 
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Dresses. 

Detroit   Princess  .Mfg.  Co.,  Detroit,  Mich. 

Rosebud  Mrg.  Co.,  1U3-5  Mercer  St.,  .New 
York,   N.l. 

Stur    VVhltewear    Mfg.    Co.,    Berlin,    Ont. 

K.  1).  Fairbalrn  Co.,  106  Sltncoe  St., 
Toronto,    Ont. 

Germain   ft   Smith,   Ltd.,   Montreal,   Que. 

Burgenieht,  Kornrelcb  A:  Co.,  1116  Broad- 
way.  New    York,    N.Y. 
Kress    -in. lo- 

1.  B.  Kleluert  Rubber  Co..  Wellington 
St.   \V.,   Toronto,   Unt. 

I'arlslau   Corset  Co.,   Quebec,   Que. 

Dr.  -v      Irimi i;-. 

Thompson  Lace  &  Veiling  Co.,  69  Wel- 
lington   St.    W.,    Toronto,    Out. 

Smith  U'Kntremont  Co.,  1475  Queen  W., 
Toronto. 

Canada  Veiling  Co.,  m  Wellington  \\ .. 
Toronto. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 

Embroideries. 

Klauber  &  Co.,  Broadway  and  18th  St., 
New  York,  N.Y. 

Sterling  Lace  &  Novelty  Co.,  Toronto, 
Ont. 

Neuberger  &  Co.,  124  Fifth  Ave.,  New 
York,    N.Y. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
.Montreal,   Que. 
Embroidered   Applique  Letters. 

Krauthelmer     ft     Co.,    20     Edmund     PI., 
Aldersgate  St.,   London,  B.C.,  Eng. 
Flannellettes. 

Horrockses,  Crewsden  ft  Co.,  Manchester. 
Eng. 
Furs. 

Sidney  Blumenthal  &  Co,  395  Fourth 
Ave.,  New  York,  N.Y. 

L.  Gunedlnger,  Son  &  Co.,  Moutreal,  Que. 

Laberge  Chevalier  ft  Co.,  Ltd.,  Montreal, 
Que. 

Tauber  Bros.  &  Co.,  67  St.  James  St., 
Montreal.  Que. 

Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal, 
Que. 
furriers'   Trimmings. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Furniture. 

The  Vlctoriavllle  Furniture  Co.,  Victorla- 
ville,  Que. 

B.  Cohen  &  Sons,  1-19  Curtain  Rd.,  Lon- 
don,  Eng. 
Frilling. 

R.  D.  Fairbalrn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal. 
Que. 
Flowers  for  Millinery. 

Melles  &  Co.,  Montreal,  Que. 

Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
.Rlegel  &   Langer,  319  Kings  Hall,   Mont- 
real, Que. 

Debenham's.  Ltd.,  Montreal  and  Toronto. 

Strachan,  Burden  &  I'laskett,  5!)  Welling- 
ton W.,  Toronto. 

Vyee  Sons  Co.,   Montreal,  Que. 
Feathers. 

Melles  &  Co.,  Montreal.  Que. 

Continental  Mfrs.  Syndicate,  77  York  St.. 
Toronto,  Ont. 

Dominion  Ostrich  &  Feather  Co.,  Toronto, 
Ont. 

Rlegel  &  Langer,  319  Kings  Hall,  Mont 
real.  Que. 

Debenham's,  Ltd.,  Montreal  and  Toronto. 

Strachan,  Bunion  &  I'laskett,  5!)  Welling- 
ton W..  Toronto, 

Vyse  Sous  Co.,   Montreal,  Que. 
Fancy  Dry  Goods. 

Thompson    Lnre   &    Veiling   Co.,   76   Wei 
llngton   St.   W.,   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Gowns. 

F.  O.  Hayward  Manufacturing  Co.,  77 
York  St.,  Toronto.  Ont. 

Rlegel  ft   Langer,  319   Kings  Hall,   Mont- 
real, Que. 
Genera]    Dry    Good*. 

Mclntyre  Son  &  Co..  Ltd..  Montreal,  Que. 

J.  ft  N.  Phillips  ft  Co.,  Manchester,  Eng 

Vassle  &  Co.,  Ltd..  St.  John.   N.B. 

Cook,   Son   &  Co.,   London,  Eng. 

Debenhami,    Ltd.,    Montreal    nnd    Toronto 

A.    Racine,   Limited,   Montreal,  Que. 

Hitchcock  Williams  ft  Co.,  St.  Paul's 
Churchyard,   London,  Eng. 

W.  R.  Brock  Co..  Bay  ft  Wellington  Sts  . 
Toronto,  Ont. 

W.    It     Brock    Co.,    Montreal.    Que. 

Greensblelds,   Ltd..   Montreal,   Que. 

John    King  ft   Son,  Glasgow.   Scotland. 

Mclntyre  Son  ft  Co..  Ltd..   Montreal,  Que 
Gloves, 

Perrlrj    Frcro   *    CIS..    Montreal.   Que 

Germain   ft   Smith.    Ltd..    Montreal.   Qae. 

Greenshtelda,  Ltd.,   Montreal,  Que. 

CbariM  Pcrrln  ft  Cle..  16  McGlll  College 
Ave  .     Montreal,    Que. 

Mclntyre   Son    ft    Co.,    Ltd.,    Montreal. 
<;niNh   Carpel    Unas. 

Crei  Carpet  Co.,  377  Broadway.  New 
Y,.rk.    N  Y 


(iinihama. 
Wm.    Anderson     ft    Co.,     Ltd.,    Glasgow, 

Scotland. 
Cloves    (Working;). 

Durham   Glove  Co.,   Bowman vllle,   Ont. 
Hamilton   Carbarn   Mfg.,   Ltd.,  630  yueen 

E„    Toronto,    Ont. 
Hose    Supporters. 
The    Berlin    Suspender    Co.,    Berlin,    Ont. 
Fuire  Bros.  Co..   Leicester,  Eng. 
1.  B.  Kleluert  Rubber  Co.,   Wellington  St. 

W.,  Toronto,  Out. 
Parisian   Corset  Co.,  Quebec,   Que. 
House   Furnishings. 

W.  R.  Brock  Co.,  Bay  ft  Wellington  Sts., 

Toronto,  Out. 
Greeusblelds,  Limited,  Montreal,  Que. 
Stouards,    Limited,   7    Paternoster   Bldgs.. 

Loudon,    E.C.,    Eng. 
Hosiery. 
Chlpman,  Holton  Kulttlng  Co.,  Hamilton, 

Ont. 
I'eniiians.   Limited,   Paris,  Ont. 
Tauber    Bros,    ft    Co.,    67    St.    James    St., 

Montreal,  Que. 
Mercury    Mills,   Limited,   Hamilton,   Ont. 
"Craftana." 

Alfred   Hawley  ft  Co.,  Hinckley,   Eng. 
Perrin   Frere  &   Cie.,   Montreal,  Que. 
l.ouis    Hermsdorf,   235   W.   39th   St.,    New 

York,    N.Y. 
Greensblelds,  Limited,  Montreal,  Que. 
Goderlch    Knitting   Co.,   Goderlch,    Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Qae 
Wreyford  ft  Co.,  85  King  W.,  Toronto. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,  Que. 
!•'.     W.     Robinson,     Ltd.,    Bathurat    and 

Wellington  Sts.,  Toronto. 
Handkerchiefs. 
Nisbet    ft    Auld,    34    Wellington    St.    W ., 

Toronto,   Ont. 
Silks   Co.,   58  Bay   St.,   Toronto,   Ont. 
Huts  and   Caps. 

Wreyford  ft  Co.,  85  King  W.,  Toronto 
Hooks  and  Eyes. 

De  Long  Hook  ft  Eye  Co.,  St.  Mary's,  Ont. 
Hair    Goods. 
Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Standard    Hair    Co.,    Ill    Windsor    St., 

Montreal. 
Hlbbert     ft     Jaslow,    207    St.    James    St., 

Montreal. 
Hair   Nets.. 

Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Byard   Mfg.  Co.,   Nottingham,  Eng. 
Hibbert     ft     Jaslow,    207    St.    James    St., 

Montreal. 
House  Coats. 

Wreyford  ft  Co.,  S5  King  W.,  Toronto. 
Hair    Ornaments. 
Ideal    Hair   Goods   Co.,   77   York   St.,   To- 

routo,  Ont. 
Hibbert    ft     Jaslow,    207    St.    James   St., 

Montreal. 
Smith    D'Entremont   Co.,   1475   Queen    W., 

Toronto. 
Hemstitching. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 

St.,    Toronto,   Ont. 
Individual  Names  on  Tape. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krnutheimer     ft     Co.,    20     Edmund     Pi., 

Aldersgate  St.,   London,   E.C.,   Eng. 
Infants    Layettes. 
Home  ft   Watts,   19  Duncan   St.,  Toronto. 

Ont. 
Infants    Novelties. 
Rite  Specialty   Co.,  35  W.  36th   St.,   New 

York,   N.Y. 
Richard  G.  Krueger  Co.,  162  W.  21st  St., 

New   York,   N.Y. 
Indigos. 
Franklin    Mfg.   Co.,   260  Church   St.,   New 

York.   N.Y. 
Knitted    Goods. 
Harvey   Knitting   Co..   Woodstock,   Ont. 
Greensblelds,    Limited,    Montreal,   Que. 
Zimmerman    Mfg.   Co.,   Hamilton,   Ont. 
The    Monarch     Knitting    Co.,     Dunnvllle, 

Ont. 
R.    M.    Ballantyne,    Ltd.,    Stratford.    Ont 
Gait    Knitting  Co.,   Gait,   Ont. 
C.    Turnbull    Co.,    Gait.    Ont. 
Goderlch    Knitting   Co.,   Goderlch,   Ont. 
Sohofield    Woollen    Co.,    Oshawa.    Ont. 
Kingston   Hosiery  Co..  Kingston.  Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,   Toronto.   Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W  . 

Montreal,  Que. 
B.    F.    Gibson    .\  it    Ham.    London. 

Bub 
i>r    jaeger's    Sanitary    Woollen    System 

Co..    Ltd.,    243-5    Bleurv     St.,     Montreal. 

Qne 
r     w      Robinson    8    Co.,    Bathurat    ami 

gton    Stl  .     Toronto. 

I\  tOHltlllM. 

Kiss. ill      Klmona      Co.,      St.      Helen      St.. 
Montreal. 

Knitting    Wools. 

Thoa.    Burnley    ft    Sons,    Nr.    Leeds,   Eng 
Linoleums, 

Tlie    Dominion    Oil    Cloth    C0H    Montrenl. 

Qne. 
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Linings. 

Nisbet  ft  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 

Bradford  Dyers  Association,  39  Well  St., 
Bradford,  Eng. 
Linens. 

Nisbet  ft  Auld,  34  Wellington  St.  W.,  To- 
routo,  Ont. 

Wm.   Liddeil  ft   Co..   Belfast,   Ireland. 

Old  Bleach   Linen   Co.,  Kandalstown,  Ire- 
laud. 

R.    H.    Cosble,    Wellington    St.    W.,    To- 
ronto, Ont. 

Greensblelds,    Limited,    Montreal,   Que. 

Silks  Co.,  58  Bay  St.,  Toronto,  Ont. 

John  S.  Brown  &  Son,  Ltd.,  Belfast,  Ire- 
land. 

Mclntyre  Son  ft  Co.,  Ltd.,  Montreal,  Que. 

R.   D.   Fairbalrn   Co.,   106  Slmcoe   St..    i'o- 
routo,   Ont. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 

Tauber    Bros,    ft    Co.,    67    St.    James    it., 
Montreal,   Que. 
Longcloths. 

Horrockses,  Crewsden  ft  Co.,  Manchester, 
Eng. 
Laces     (Hand    Made). 

G.  &  S.   Kassab  ft  Co.,  Montreal,  Que. 
Laces. 

Birkln   ft   Co.,   Nottingham,   Eng. 

Klauber   ft   Co.,    Broadway   and   18th   St., 
New    York,    N.Y'. 

Thompson    Lace   ft   Veiling   Co.,  59    Wel- 
lington   St.   W.,   Toronto,   Ont. 

Greeushields,    Limited,    Montreal,   Que. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Sterling    Lace    ft    Novelty    Co.,    Toronto, 
Ont. 

Rlegel  ft   Langer,  319  Kings  Hall,   Mont- 
real. Que. 

Tauber    Bros,    ft    Co., 
Montreal,  Que. 

Canada   Veiling  Co., 
Toronto 
Lighting   System. 

Canadian  H.  W.  Johns-Manville  Co., 
Iron   Bldg..   New   York,   N.Y. 
Leather   Novelties. 

P.   W.   Lambert  ft  Co.,  64   Llspenard   St., 
New   York,   NY'. 

Julian   Sale   Leather  Goods  Co.,   King  St. 
W..  Toronto,  Cut. 
Lingerie. 

Germain    ft    Smith,    Ltd.,    Montreal,    Qne. 

Sperling  ft  Lea,  Herald  Bldg.,   Montreal. 

Ladies'    Bust    Forms. 
Toronto   Pad   Co.,  569  Qneen   St.  W.,   To- 
routo,   Ont. 
Lace    Curtains. 

T.   I.  Birkin  ft  Co.,   Nottingham,  Eng. 
Men's   Furnishings. 
John  M.  Garland  Son  ft  Co.,  Ottawa,  Ont 
W.  R.  Brock  Co.,  Bay  ft  Wellington  Sts.. 
Toronto.  Ont. 


,    67    St.    James    St., 
M     Wellington    W  . 

Flat 


Regent    Shirt    Co., 
Montreal,   Que. 
Men's    Neckwear. 

Pirn    Bros,    ft    Co. 
Ireland. 

Crescent    Mfg.   Co., 


Notre    Dame    St.    W 


William    St.,    Dublin, 


Montreal,    Que. 

Fowke.  Singer  ft  Co.,  7  Wellington  St. 
W.,  Toronto.  Ont. 

W.  R.  Brock  Co..  Notre  Dame  St.  W.. 
Montreal.    Que. 

Greeushields,   Ltd.,   Montreal.   Qne. 

Tooke   Bros.,   Ltd..   Montreal,   Que. 

Wreyford  ft  Co.,  S5  King  W..  Toronto. 
Mackinaw  *. 

r      W       Robinson,     Ltd..     Bathurst     ami 
Wellington   sts..  Toronto. 
Mitts. 

Reliance  Knitting  Co..  King  and  Bath- 
urst  Sts..  Toronto.   Ont. 

R.    M.    Ballantyne.    Ltd..    Stratford,    Ont. 

Goderlch    Knitting    Co..    Goderlch,    Ont. 
Mulines. 

John    Henthcont   ft   Co..   London,   Eng. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Thompson  Lace  ft  Veiling  Co.,  69  Wel- 
lington  W.,  Toronto. 

Canada    Veiling   Co.,     ^4    Wellington    W.. 
Toronto. 
Mesh    Bugs. 

Hibbert    ft    Jaslow.     207     St.   James    St.. 
Montreal,  Que. 
Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St.. 
Toronto.  Ont 

Debenham's,  Ltd.,  Montreal  and  Toronto. 

Morris  ft  Saward,  21-22  Castle  St..  Lon- 
don  W.,  England. 

QagS   Bros    ft    Co..   Chicago.    III. 

D.  B.  Flsk  Co.,  225  N.  Wabash  Ave.. 
Chicago,  in. 

Melles  I  Co„  I  Crlpplegate  Bldg..  Wood 
St..    London.    England. 

Germain    ft    Smith.    Ltd..    Montreal,    Qne. 

1>     McCall    Co.,    Toronto.    Ont. 

Mont  real  Hat  ft  Frame  Co^  Ltd..  Mont- 
real.  Que 

Strachan,  Burden  ft  I'laskett.  59  Welling- 
ton   St.    W..    Toronto.   Ont. 

Rlegel  ft  Langer,  319  Kings  Hall.  Mont- 
real.  Qns 

Vyse  Montreal 
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Maribou  and  Ostrich  Stoles. 

Germain   &   Smith,    Ltd.,    Montreal,   Que. 
Motor  Coats   (Men's  Cotton  and  Linen). 

Miller  Mfg.  Co.,  Toronto,  (Jut. 
Motor   Coats. 

National    Rubber   Co.,    Montreal,    Que. 
Defiance   Mfg.   Co.,   College  and   Buthurst 
Sts.,    Toronto. 
Motor   Scarfs. 
S.   F.  Gibson   &   Co.,   East   Ham,   London, 
Eng. 
Moquettes. 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St. 
W.,   Toronto,   Unt. 
Matting. 

Otto  T.  E.  Velt  &  Co.,  64  Wellington  St. 
W.,   Toronto,   Ont. 
Nets. 
T.   I.  Blrkin  &  Co.,   Nottingham,  Eng. 
Novelty  import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington   W.,    Toronto.  , 
Canada    Wiling    Co.,     84     Wellington    \V., 
Toronto. 
Narrow  Fabrics   (Cotton,  Linen,  Silk). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Neckwear   (Ladies'). 
Ladles'  Wear,  Ltd.,  84  Wellington  St.  W., 

Toronto,   Ont. 
Voss  &  Stuffmann,  Montreal,  Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 

Ont. 
The    Moultou    Mfg.    Co.,    Ltd.,    Montreal, 
Oil  Cloths. 
The    Dominion    Oil    Clott    Co.,    Montreal, 
Que. 
Office   Systems. 

Coppland-Cliatterson  Co.,  Kent  Bldgv  To 
ronto,  Ont. 
Ostrich   Feathers. 

S.  E.  l'orter  &  Co.,  Montreal,  Que. 
Overalls. 

Robert    C.    Wilkins   Co.,    Farnham,    Que. 
Hamilton   Carhartt  Mfg.,  Ltd.,  535  Queen 
E.,   Toronto,    Ont. 
Ornaments   (Silk). 

Moultou   Mfg.  Co.,  Montreal,  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home  Pattern  Co.,  New  York.  ILY. 
The   McCall   Co.,   236   W.   37tB    S).,    New 

York,   N.Y. 
The  Butterick   Publishing  Co.,  Butterlck 

Bldg..  New   York,   N.Y. 
New    Idea    Pattern    Co.,    70   Bay    Street 
Toronto. 
Pads. 
Toronto  Pad   Co.,  569  Queen   St.  W.,  To 
ronto,  Ont. 
Plated   Jewelry. 
Ideal   Hair   Goods   Co.,   77   York    St.,   To 

ronto.  Ont. 
Hibbert    &    Jaslow,   207   St.    James    St. 
Montreal. 
Pin    Tickets 
Copp,   Cla'rk   Co.,  517   Wellington   St.   W. 
Toronto,  Ont. 
Pillows. 
Canadian   Carpet  &  Comforter  Mfg.   Co 
Toronto.  Ont. 
Quilts. 
Jonathan    Dearden    &   Co»,    11-13   Bridge 
water   Place,    Manchester,    Eng. 
Ready-to- Wear. 

Greenshlelds,  Ltd.,  Montreal,  Que. 
Raincoats. 
H.  E.  Davis  &  Co.,  Montreal. 
C.  Kenyon  Co..  23rd  St.  and   Fifth  Ave. 

New  York.   N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad 

ford,  Eng. 
National  Rubber  Co.,  Ltd..  Montreal,  Que 
Scottish  Rubber  Co.,  Montreal. 
Canadian  Consolidated  Rubber  Co.,  Ltd 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.   W. 

Montreal,  Que. 
Wreyford  &  Co.,  85  King  W..  Toronto. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St. 

Toronto.  Ont. 
Belding    Paul    Corticelli    Co.,    Montreal 

Que. 
Silks   Co..   58  Bay   St.,   Toronto,   Ont. 
Rugs    (Wilton). 
Otto  T.  E.  Velt  &  Co.,  64  Wellington  St 
W.,   Toronto,   Ont. 
Rugs   (Axminster). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St 
W.,   Toronto,   Ont. 
Rugs    (Velvet). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St 
W..   Toronto,   Ont. 
Rugs   (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Ont. 
Suspenders. 
Berlin    Suspender    Co..    Berlin,    Ont. 
S.  E.  Porter  &   Co.,   Montreal.  Que. 
Halls.    Limited.    Brockville.    Ont. 
Spool    Silks    (For   Manufacturers'   Use). 
Walter  Williams  &  Co.,  Montreal,  Que. 
Staple  Dry  Goods. 
W    R.   Brock   Co..   Bay    and    Wellington 
Stfl.,   Toronto,   Ont. 


Small  wares. 

W.    R.    Brock    Co.,   Bay    and    Wellington 
Sts.,  Toronto,  Ont. 

W.    R.    Brock    Co.,    Notre    Dame   St.    W., 
Montreal,  Que. 

Greenshlelds,  Limited,   Montreal,  Que. 

Ideal   Hair  Goods   Co.,  77  York  St.,   To- 
ronto, Ont. 
Store    Fixtures. 

Jones   Bros.   &    Co.,    31    Adelaide    St.    W., 
Toronto,  Ont. 

Clatworthy  &  Son,  King  St.  W..  Toronto. 

Dale   &    Pearsall,    106    Front    St.    E.,    To- 
ronto,  Ont. 

J.   R.   Palmenberg's   Sons,  710  Broadway. 
New  York,  N.Y. 

B.  Brager,  49  Crosby  St.,  New  York,  N.Y. 
Delfosse   &   Co.,   Montreal,   Que. 

A.    S.    Richardson    Co.,    99    Ontario     St., 
Toronto.  Ont. 

Taylor    Mfg.    Co..    Hamilton,    Ont. 

Walker  Bin  &   Store   Fixture  Co.,  Berlin. 
Ont. 

H.  L.  Worn!  &  Co..  Noble  and  Strickland 
Streets.   Toronto,   Ont. 

Royal    Display    Fixture    Co.,    812    Broad- 
way,   New   York,    N.    Y. 
Store    Fronts. 

The    Consolidated    Plate    Glass    Co.,    241 
Spadina   Ave..   Toronto,    Ont. 

The    Kawneer    Mfg.    Co.,    Niles.    Mich. 

Zouri  Drawn  Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 
gweatercoats. 

Penmans,   Limited,   Paris.   Ontario. 

Reliance    Knitting   Co..    King    and    Bath- 
urst    Sts..    Toronto.    Ont. 

Pride    of    the    West    Knitting    Co..    Van- 
couver,   B.C. 

Monarch   Knitting   Co..   Dunnville.   Ont. 

R.    M.    Ballantyne.    Ltd..    Stratford.    Ont. 

C.  Turnhull    Co..    Gait.   Ont. 
Harvey  Knitting  Co..  Woodstock.  Ont. 
Dr.    Jaeger    Co..    Ltd.,    243-5    Bleury    St.. 

Montreal.  Que. 

F.     W.     Robinson.     Ltd..     Bathurst     and 
Wellington   Sts.,    Toronto. 
Sanitas   Wall   Covering. 

Stauntons.   Ltd.,  934  Yonge   St.,   Toronto. 
Skirts. 

W.   H.   Wright  &   Co.,  433  Queen   St.  W.. 
Toronto.   Ont. 

The    Clnyson     Co..    2S0    College    St.,    To- 
ronto.  Ont. 

Marcus  Roman.  Jacobs  Rldg..  Montreal. 

Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 
Delfosse  &  Co.,  Montreal.  Que. 
Grand     Rapids     Show     Case    Co..     Grand 

Rapids.    Mich. 
II.    L.    Wood    &    Co..    Noble    and    Strick- 
land   Sts..   Toronto. 
Shoe  Buckles. 
Smith    D'Entremont    Co.,   1475   Queen    W., 
Toronto. 
Skein    Dyeing. 

Narrow    Pahric    Weaving   &    Dveine    Co 
Gait.    Ont. 
Sashes. 

R.   D.   Falrbalrn   Co..   105  Simcoe   St..   To- 
ronto.  Ont. 
Silk    Ornaments. 

Moulton    Mfg     Co..    Montreal.   Que 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co..    600    Yonge 
St..   Toronto.    Ont 
Scarfs. 

Novelty   Import  Co..  76  Bav  St.,  Toronto 
Shirts    (Soft). 

Robert    C     Wilkins    Co..    Farnham.    Que 
Summer    Clothing. 

Rohert     C.     Wilkins     fn.     Fnrnhnrn       QllP 

Miller  Mfg    Co  .  251   Mutual  St..   Toronto 
Silks 

Pebenhams.   Ltd      Montreal   and   Toronto 
Belding.     Paul.    Corticelli     Co..    Montreal 

Oue. 
Silks    Co..    5S   Bay    St..    Toronto.    Ont. 
Silk    Woven    Isabels. 
Colonial  Weaving  Co..  Peterborough.  Ont. 

«1!<tS. 

Patrician     Clonk     *■     Suit     Co..     Samuels 

Ride  .   Toronto.   Ont 
The    Cl.nvsnn     Co.      2R0    OoRpge     St..     To 

Ave..    Toronto.    Ont. 
'•r«n*    Suits 

Defiance    Affsr     Co..    College    and    Bntlinrst 

Sts..    Toronto. 
Spirt*. 

Tookp  Bros  .   Montreal.   Que. 
r>psrpnf    \frs    Or,..    Montreal.    One 
Deacon    Shirt    Co..    Bellevlllp     Ont 
Regent    Shirt    Co..    Notre    Dame    St.    W.. 

Afonfrenl.    Oue. 
Wrorford    *   Co  .   S5  King  W..   Toronto 
Dpfianoe    Wftr     Co..    College    and    Rathur=f 

Sts..    Toronto. 
Toni>"s. 

RMlnnoe    Knitting   Co..    King   &    Bathurst 

Sts       Toronto     Ont 
R     M     Ballnntrne.    T,td  .    Stratford.    Ont. 
A      Rnrritt    X-    On.    Mitchell,    Ontario. 
To'lors'    Trimmings. 
Toronto     Pad     Co..     569     Queen    St.   W 

Toronto.  Ont. 
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Tweeds. 

Greenshlelds,   Limited,   Montreal,   Que. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton  &  Pulford,  22     Back     Piccadilly, 

Manchester,   England. 
Trousers   (Duck). 
Robert  C.  Wilkins  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,  Toronto,   Ont. 
Thread   (Silk). 

Belding     Paul     Corticelli    Co.,     Montreal. 

Que. 
Thread    (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
S.   Lennard  &  Sons,  Dundas,   Ontario. 
Penmans,  Limited,  Paris,  Ont. 
Mercury    Mills,    Limited,    Hamilton,    On  I 
Reliance  Knitting  Co.,   King  &  Bathu-»i 

Sts.,   Toronto,   Ont. 
G.  Brettle  &  Co.,  London,  Eng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Underwear. 

Limited,  Moncton,  N.B. 
C.  Turnbull  Co.,  Gait,  Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,  Ont 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St.. 

Montreal,  Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 

Wellington    Sts.,    Toronto. 
Umbrellas  and  Parasols. 
R.    D.    Falrbalrn    Co.,    105    Simcoe    St., 

Toronto.   Ont. 
Brophev  Umbrella  Co..  King  and  Duncan 

Sts.,   Toronto. 
Vacuum  Cleaners. 
Clements  Mfg.  Co.,  Duchess  St.,  Toronto. 
Onward   Mfg.  Co.,  Berlin,  Ont. 
Veilings. 
Canada   Veiling  Co.,   Toronto. 
John   Heathcoat  &   Co.,   London,   Eng. 
Thompson      Lace     &     Veiling     Co.,     58 

Wellington    St.   W.,   Toronto,   Ont. 
Novelty  Import  Co.,  76  Bay  St.  Bay  St., 

Toronto,  Ont. 

V  O I  V  (.*  1 66D  S  • 

J.  &  J.  M.  Worrall,  Limited,  Manchester. 

Eng. 
"Louis,"  57  Newton  St.,  Manchester,  Eng 
Velvets. 
The  Continental  Mfrs.  Syndicate,  77  York 
St.,   Toronto,   Ont. 
Wholesale        Carpets,       Oil       Cloths        and 
Linoleums. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Women's  Outer  &  Under  Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.   R.   Brock  Co.,   Notre     Dame  St.   W., 
Montreal,  Que. 
Wholesale  Woollens  and   Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Dale    &    Pearsall,     106     Front     St.     E.. 

Toronto,    Ont. 
Delfosse  &  Co..  Montreal,  Que. 
A.    S.    Richardson   Co.,     99     Ontario   St.. 

Toronto,  Ont. 
J.  R.  Palmenberg's  Sons,  710  Broadway. 
New   York.    N.   Y..   U.   S.   A. 
Wholesale    Smallwares   and   Fancy    Goods. 
John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale  Merchant   Tailors. 
Wm.  H.  Leishman  &  Co.,  119  Adelaide  St 
W.,   Toronto.   Ont. 
Wholesale    Drygoods. 

John  M.  Garland  Son  &  Co.,  Ottawa.  Ont. 
WTiitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto.  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivers. 

Que. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Waists. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
R.    D.    Fairbalrn     Co..     105     Simcoe   St.. 

Toronto.  Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Meyer  Mfg.  Co..  Toronto.  Ont. 
Ladies'  Wear.  Limited,  84  Wellington  St 

W.,    Toronto,   Ont. 
Marcus   Roman,   Jacobs   Bldg.,   Montreal. 
Wall  Paper  Display   Racks. 

The  Onward   Mfg.   Co.,  Berlin,  Ont. 
Wardrobes. 
Grand   Rapids  Show     Case     Co.,     Grand 
Rapids.  Mich..  U.  S.  A. 
Window   Shade   Paper. 

Stauntons,   Ltd.,  934   Yonge   St..   Toronto. 
Wool   Underwear,   Men's. 
Thos.   Waterhouse  *   Co..   Ingersoll,   Ont 
Schofield  Woollen  Co..  Oshawa.  Ont. 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St., 
Montreal.   Que. 
Woven  Isabels. 
Colonial  Weaving  Co.,  Peterborough.  Ont 
Narrow    Fabric   Weaving   &    Dyeing   Co., 
Limited.  Gait.  Ont. 
Woven   Labels  for  Garments. 
Krautbeimer     &     Co.,    20    Edmund     PI., 
Aldersgate  St.,  London,  E.C.,  Eng. 
Wallpaper. 
Stauntons.  Limited,  944  Yonge  Street,  To- 
ronto,   Ont. 
The   Watson    Foster  Co.,   Montreal,   Que. 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 
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women  have  UamSb 

that,  though  it  is  the  highest 
priced  Dress  Shield 


GEM  DressShield 

is  really  the  most  economical 

If  you  cater  to  the  most  intelligent  women 
in  your  locality,,         take  no  chances. 
Push  Kleinerts    GEM. 

I.B.Klemert Rubber  Company  —  tohonto,  Canada 
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Which  Front  Would  You  Trust? 


30,000  Merchants  have  placed  their  confidence  in 
KAWNEER  STORE  FRONTS  <„  produce  business— 
among  them  .ire  thousands  of  the  keenest  and  most  conserv- 
ative  business  nun  in  the  country.  They  studied  .Store 
Fronts  from  all  angles  and  decided  in  favor  <>f  KAWNEER. 
This  universal  adoption  of  KAWNEER  should  mean  much 
to  you  in  your  decision  of  a  new  Store  Front. 

rn  designing  and  building  KAWNEER  STORK 
FRONTS  we  always  have  had  the  people  in  mind— they  are 
the  jury  and  their  verdict  decides  your  prosperity  orfailure. 
If  your  Store  Front  appeals  to  and  at- 
tracts them,  it's  a  success — if  it  does 
not,  it's  a  commercial  failure.  If  you 
can  secure  a  better,  a  more  powerful 
Store  Front  than  KAWNEER  we  not 
only   expect    >ou  to  buy  it,  but  advise 

you  to  do  so.  If  we,  with  eight  \rars 
of  specific  study  of  Store  1  routs,  are 
not    able  to   build  (hem  successful  I  \      we 

are    willing    to  resign    in  favor  of  the 

concern   that   can   out-do   us. 


Out-  confidence  in  KAWNEER 
STORE  FRONTS  is  prompted  by  the  30.000  that  stand 
today.  We  sincerely  believe  the  confidence  which  has 
been  displayed  by  this  multitude  of  business  men  should 
warrant  your  fiith  in  KAWNEER — or  at  hast  your  in- 
s  est  igation. 

\\ C  are  willing  to  have  your  own  investigation  stand 
as  final  we  would  be  glad  to  have  j isk  as  man >  KAW- 
NEER Merchants  as  possible  onlj  wish  you  could  ask  all 
of  tli,  in.  You  will  never  find  even  one  Merchani  who  re- 
grets the  monej  he  "loaned  his  business"  for  a  K  A  \\  NEER 
STORE  FRONT  you  will  never  hear  one  say,  "1  wish  1 
had  ni>    monej   and  the  old   I  ronl   back. 

The  purchase  pri< fa   KAWNEER  FRONT  is  loaned 

to    your   business    because  the    I  ront    returns   it   t' 
\     slic.it     time.     One     Merchant!   said   I 


NEER  FRONT  liquidated  in  five  months  -another  said  i< 
took  his  Front  six  months  to  wipe  out  the  debt  another 
Bays  eight  months  another  says  (>0',  of  his  total  business 
is  credited  to  his  KAWNEER  FRONT  another  said  that 
his  1913  business  was  $10,000  greater  than  that  of  1912  be- 
cause of  the  new   KAWNEER    FRONT. 

These  are  proofs  —  the  kind  that  count. 

Book  on  Store  I"  ronts 

The  installation  of  a  Store  Front  is  an  important  thing 
as  it  takes  the  profit  on  many,  many 
sales.  It  behooves  you  to  make  a  thor- 
ough study  before  any  decision  is  made. 
Many  otherwise  flood  I  ronts  nave 
failed  because  of  their  types  or  styles 
— they  are  inadequate  for  the  purpose 
intended  they  do  not  jit  into  the  bus- 
iness with    which  they   are    associated. 


To  help    you    make    a    practical    de- 
cision   and    to     show     you     what     other 
Merchants   have  done  we    nave     com- 
piled    a     book     of     Store    Front    photo. 
drawings  and   information     we're   ready    to   send 
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,o   you  free  for  this  coupon.      Just   fill   it   in  and  send  todaj 
it    will  not   obligate   you.      No   matter  where  you  are   located 
or  what  your  business  is  we  have  an  organization    to    - 

you.       Store      Fronts      is      our      business       we're      specialists 
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Misses'  garments'  section  in  Lord  &  Taylor  store.    Noti 

roomy  spaces,   mirrors  and  show  cases  around 

pillars,   glass   cabinets  and   easy  chairs. 


Magnificent  New  York 
In  Equipment 

Ten-storey    establishment    of   Lord  & 

Taylor,  in  most  exclusive  retail  section 

—Finished  in    marble    and    mahogany 

and  Circassian  walnut,  inlaid  with  ebony 

In  this  series  of  articles  on  what  has  been 
termed  "the  last  word"  vn  stort  equipment,  ar~ 
rangement  and  system,  Mr.  Costain  will 
readers  of  Tht  Review  the  results  of  a  per- 
sonal inspection  of  the  latest  addition  to  < 
creation*  that  fill  il<<  public  mind  with  amaze- 
ment: alike  at  the  mnynificence  of  architectural 

First  of  scries    b\ 


IT  lias  boon  said  thai  the  Lord  &  Taylor  store  on  Fifth 
avenue,   New    York,    which    was    thrown    open    to    the 

public  a  few  weeks  ago,  is  the  most  complete  in  the 
world.  After  spending  a  day  in  the  store,  going  through 
it  from  top  to  bottom  in  company  with  one  of  the  execu- 
tive officers,  the  Dry  Goods  Review  representative  de- 
cided that  the  claim  was  well  based  on  fact. 

The  new  store  is  an  imposing  structure  towering  ten 
storeys  in  height  in  the  heart  of  New  York's  most  exclu- 
sive "retail  section.  The  architecture  is  Italian  Renais- 
sance. A  high-ibase  course  of  tooled  Stoney  Creek  granite 
has  been  used,  with  limestone  above  to  the  top  of  the 
third-storey  balustrade,  which  extends  around  all  fronts. 
The  upper  floors  of  the  building  are  laced  with  a  vitrified 
..■ray  brick,  laid  out  in  pattern  work  with  limestone  and 
terra   cotta   ornaments.     The  main  cornice  is  of  copper. 

It  would  be  impossible  to  tell  in  one  article  all  that 
(me  sees  on  entering  this  palatial  retail  store.  The 
system  used  for  handling  sales  and  returns,  of  checking 
stork,  of  making  shipments  and  collection  is  complete 
and   comprehensive.        The   plans   adopted   for  reaching 

business,  the  service  policy,  are  far-seeing  and  i 
fully  based  on  well-defined  psychological  laws  of  merch- 
andising. The  welfare  work  carried  out  adds  materially 
to  the  efficiency  of  the  sales  and  clerical  staffs.  There 
is  plenty  of  material  on  each  of  the  points  named  to 
write  an  article;  but  for  the  time  being  it  will  be  neces- 
sary to  confine  ourselves  to  the  topic  of  equipment  and 
store  arrangement. 

Regardless    of    Cost 

The  question  was  asked  an  executive  officer  of  the 
Lord  c<  Taylor  store:  "What  was  the  total  cost  of  the 
building  and  equipment?"  He  replied  with  a  smile: 
••\\Y  have  been  almost  afraid  to  reckon  it  up."  This  re- 
pl3  tells  the  siun  of  the  building  of  the  new  structure 
iu  a   sentence.     No  expense   was  spared.  besl   of 

material  was  used  throughout  and  the  decorative  features 
were  arranged  with  a  view  to  the  total  ensemble  or  effect 
rdless  of  whal  the  cosl  would  be. 
There  are  public  entrances  to  the  building  from  Fifth 
avenue,  38tb  streel  and  39th  Btreet.  A  good  feature  is  an 
automobile  entrance  on  38th  street.  The  vestibules  are 
flnished  m  Botticino  marble  and  travertine  Btone,  with 
vaulted  eeilinp  of  Guastoi  ino  tile. 


Artistic  Appearance 

On  entering  the  store,  the  first  impression  that  one 
gets  is  that  of  the  height  of  the  ceilings.  Columns  of 
graceful  design  ascend  to  grained  vaulted  ceilimrs.  As 
the  whole  interior  is  built  of  the  buff  travertine  stone. 
there  is  a  general  effect  of  simplicity  and  dignity  which 
heightens  the  artistic  appearance  of  the  building.  The 
same  material  is  used  for  the  floors  while  black  Egyptian 
marble  is  used  to  border  the  walls  at  the  ai*le  edges  and 
along  the  man.  floi     fixtui 

At  the  back  of  the  store  is  an  elaborately  carved  mez- 
zanine floor,  approached  by  a  broad  stairway.  This  is 
used  for  the  cut  flower  department  exclusively.  The  top 
of  the  railing  on  the  mezzanine  floor  is  lined  with  flowers 
growing  in  a  trench,  which  is  provided  with  runnine 
water. 

Everything   Under  Glass 

The  main  feature  of  the  fixtures  used  throughout  tin 
si  ore  is  the  fact  that,  as  far  as  possible,  everything  is 
under  glass.  Stock  shelves  are  equipped  with  glass  doors, 
many  of  which  do  not  even  have  wooden  frames,  but  are 
opened  and  closed  by  shoving  in  grooves.  Most  of  the 
shelves  also  are  of  glass,  so  that  the  goods  show  up  to 
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Bead]   tO-wear    department.       Note    glass    cabinets    and 
mirrors  around  each  pillar.     Lord  &  Taylor's  store. 


Store  Sets  World   Pace 
and  Arrangement 

Displays  in  all  glass  cases — Mannequins 
and  stage  for  costly  models — Electric 
bells  to  catch  shoplifters — Floors  of 
display  windows  move  up  and  down. 

design,  the  delightful  accommodations  for  pub- 
lic comfort,  and,  the  unexpected  devices  in  dis- 
playing and  handling  of  goods  and  the  whole 
internal  system  of  merchandizing  that  hate 
been  carried  out  with  consummate  art  and  skill 
in  Lord  &  Taylor's,  New  York — Articles-  on 
system  and  salesmanship  will  follow. 


T.   B.   Costain 


Hug  section  in  Lord  &  Taylor  store.     One  row  of  pillars 

left  out  to  provide  wider  space  for  displaying 

rugs  on  floor. 


tL:e  very  best  possible  advantage.  The  stock  fixtures  are 
surrounded  by  uiass  showcases,  in  which  glass  shelves 
aTe  used. 

On  a  number  of  the  floors,  the  stock  fixtures  are  built 
of  metal,  painted  to  give  a  semblance  of  wood  finish. 
This  adds  to  the  protection  afforded  against  fire  without 
in  any  sense  detracting  from  the  appearance. 

Wrapping  out  of  Sight 
The  stock  rooms  are  used  for  a  novel  purpose  on 
several  floors,  particularly  on  the  third  floor  which  is 
given  over  to  ready-to-wear.  The  wrapping  counter  is 
placed  inside.  When  a  sale  has  been  made,  the  goods  are 
handed  within  through  a  small  wicket  and  wrapped  up  by 
the  clerk  out  of  sight  of  the  customer.  The  result  is  that 
the  operation  is  kept  out  of  the  ken  of  the  public;  no  un- 
sightly paper  is  lying  around;  there  is  none  of  the  rush 
and  hurrying  that  always  accompanies  wrapping,  to  dis- 
turb. 

Ready  For  Shop-Lifters 

In  a  metropolitan  store  the  shop-lifting  problem  is  a 
serious  one.  There  are  people  in  the  store  at  all  times 
who  will  "lift"  an  article  which  appears  worth  the 
risk — if  occasion  offers.  Every  big  store  has  its  staff  of 
detectives  hut  the  lynx-eyed  guardian  of  stocks  cannot 
be  everywhere  and  they  do  not  find  it  possible,  therefore, 
to  prevent  thefts. 


Millinery   section.     Series   of   beautiful  glass   cabi 
and  show  cases  extending  whole  length. 
Lord  &  Taylor's  store. 


A  new  system  has  been  introduced  in  the  Lord  & 
Taylor  store  which  promises  to  render  the  detective 
staff  great  assistance.  Under  each  counter  is  an  electric 
bell.  If  a  member  of  the  sales  staff  sees  any  evidence  of 
shop-lifting,  he  touches  the  button  and  a  store  detective 
is  on  the  spot  before  the  thief  has  had  time  to  decamp. 

The  fixtures  on  the  main  floors  are  of  mahogany  but 
on  most  of  the  other  floors  Circassian  walnut,  inlaid  with 
ebony,  is  used. 

The  Ready-to-Wear  Section 

This  department  on  the  third  floor  is  one  of  the  most 
sumptuous  in  the  store.  Practically  everything  is  under 
glass.  Circular  and  conical  stands  witli  curved  glass  sur- 
faces are  used  for  the  display  of  high-priced  gowns  . 

The  outstanding  feature  perhaps  is  the  space  allowed. 
There  are  wide  aisles  between  all  fixtures  so  that  all  con- 
fusion, all  noise  and  rush  is  eliminated.  The  floors  are 
covered  with  heavy  Wilton  carpets.  Fitting  rooms,  pro- 
vided with  brilliant  illumination  to  give  the  effect  when 
worn  at  evening,  are  provided.  Mannequins  are  employed 
to  give  demonstrations  and  in  the  French  salon  is  a  stage, 
provided  for  the  showing  of  gowns.  This  is  used  at  all 
times  as  considerable  trade  is  done  with  stage  folk.  An 
actress  wants  to  see  how  a  creation  is  going  to  look  on 
the  stage  before  she  fixes  her  choice. 

All  surplus  stock  in  the  ready-to-wear  department  is 
kept  in  the  stock  rooms  previously  described,  which  also 
perve  the  purpose  of  wrapping  counters. 

Wrapping  in  Basement  Mezzanine 

On  the  first  floor  all  goods  are  sent  down  chutes  to  the 
basement  mezzanine  to  be  wrapped.  On  a  number  of 
other  floors,  wrapping  counters  are  placed  at  certain  in- 
tervals and  messengers  are  provided  to  carry  the  goods 
to  and  from. 

In  the  Rug    Department 

The  rug  and  carpet  department  is  especially  well  fitted 
up.  Practically  all  the  stock  is  displayed  on  revolving 
racks  so  that  a  selection  can  be  looked  over  in  a  very 
few  minutes  and  with  no  labor.  Economy  of  space  is 
also  effected  in  this  way. 

Some  of  the  larger  rugs  are  shown  on  the  floors.  In 
order  to  make  it  possible  to  show  rugs  of  unusual  size, 
a  column  was  left  out.  thus  providing  a  double  section  of 
fioor  space. 

Some  New  Departments 

A  number  of  new  departments  were  inaugurated  with 
the  new  store,  including: — 


DRY    (i(JOI)S    REVIEW 


This  Palatial  Establishment  the  Last 
Word  in  Store  Equipment 


View  of  ten-store;/  building  of  Lord  &  Taylor,  just  opt  m  <l  in  AT<  w  York.  In 
a  statevu  ni  I"  The  Review  the  manager  said  thai  no  cost  had  been  spared.  In 
man;/  respects  it  is  claimed  it  sets  a  world's  record  in  magnificent  appointnu  nts 
and  tli<  compU  t<  new  of  the  arrangements  for  display  ana  sale  of  goods. 


DRY    GOODS    REVIEW 


Automobile  Entrance,  Lord  and  Taylor  Store 


Children's  clothing. 
Piano  show  room. 
Misses'  waists. 

Cut  flower  and  plants  (already  re- 
ferred to). 

Children  's  barber  shop. 

Unique    Equipment     Features 

A  mechanical  horse,  which  duplicates 
the  actual  motion  of  a  horse,  either 
walking,  antering  or  trotticng  is  in- 
stalled in  the  equestrienne  section  of  the 
ready-to-wear  department.  This  makes 
it  possible  to  ensure  a  perfect  fit  in  rid- 
ing costumes. 

Fur  storage  vaults  extend  through  the 
ninth  and  tenth  floors  and  are  designed 
to  accommodate  thousands  of  garments. 

A  studio  for  interior  decorations  is 
provided  on  the  fifth  floor,  where  various 
styles  and  periods  of  household  decora- 
tion   will  be   demonstrated. 

In  the  concert  hall  is  a  $75,000  Welte 

Mignon  Pipe  Organ 
On  the  sixth  floor  is  the  furniture  de- 
partment. This  is  divided  into  sections 
according  to  the  part  of  the  house  for 
which  the  furniture  is  designed.  Thus, 
one  section  is  given  over  to  dining-room 
furniture. 

The  Restaurant 

The  restaurant  is  on  the  tenth  floor 
and  can  without  exaggeration  be  termed 
one  of- the  most  artistic  in  America's 
largest  city. 

A  large  lobby  in  the  form  of  a  foyer, 
of  French  Caen  stone  richly  ornamented 
in  Roman  Renaissance  style  gives  en- 
trance to  the  dining  rooms,  three  in 
number. 

The  Elevator  Service 

The  elevator  service  is  supplied  by 
twenty  of  the  latest  plunger  type  with 
a  carrying  capacity  of  5,000  passengers 
per   hour. 

These  elevators  are  undoubtedly  the 
"last  word."     They  are  profusely  deco- 


rated, well  ventilated  and  move  up  and 
down  with  a  steady,  smooth  motion. 
The  doors  open  and  close  by  pressure 
on  a  lever;  there  is  a  telephone  on  each 
elevator  so  that  the  operator  can  com- 
municate with  any  floor;  a  red  light 
shows  as  each  floor  is  approached.  In 
fact,  nothing  has  been  left  that  conduces 
to  the  comfort  of  the  shopping  public. 

The  Display  Windows 

A  particularly  noteworthy  feature  is 
the  store  windows.  They  are  large  and 
high  with  permanent  backgrounds  for 
the  most  part. 

The  Fifth  avenue  windows  are  op- 
erated on  lifts.  When  one  display  is  to 
be  removed  it  is  lowered  to  the  base- 
ment mezzanine  and  another  trim  is 
hoisted  up  to  take  its  place.  Thus  the 
trimming  of  the  windows  is  done  below. 

A  distinctly  original  feature  is  an  ar- 
rangement whereby  a  display  is  raised 
after  closing  hours  to  fill  the  entrance 
space  on  Fifth  avenue.  The  store  then 
presents  a  "solid  front  of  display  win- 
dows to  the  night  pedestrians  on  Fifth 
avenue. 


A  NEW  DAUPHIN  STORE. 

H.  C.  Purdy,  who  has  been  connected 
with  the  Dauphin  Mercantile  Co.,  Ltd., 
as  manager  and  buyer  of  the  dry  goods 
and  ready-to-wear  departments  for  the 
past  five  years,  will  open  a  large  ready- 
to-wear  store  in  that  town  in  the  near 
future.  Mr.  Purdy  will  specialize  in 
women's  and  children's  ready-to-wear 
garments  of  all  descriptions,  including 
dresses,  suits,  skirts,  coats,  furs,  as  well 
as  such  lines  as  hosiery,  gloves,  under- 
wear, fancy  goods,  notions,  ladies'  and 
children's  boots  and  shoes,  etc.  Dress 
goods,  silks  and  satins,  in  exclusive 
dress  lengths  will  be  featured.  Millinery 
and  dressmaking  departments  will  he  in 
connection  with  the  new  store. 


PERSONAL  ITEMS 

Swift  Current,  Sask.  —  Jack  Wood, 
Ltd.,  will  open  a  branch  at  Shaunavon, 
soon. 

Rock  Island,  Que.— Wm.  M.  Pike,  of 
W.  M.  Pike  &  Son,  general  merchants,  is 
dead. 

St.  Catharines,  Ont. — John  Cawker, 
for  many  years  a  merchant  tailor  here, 
is  dead. 

Cedar  Dale,  Ont. — A.  C.  Mason,  gen- 
eral merchant,  has  sold  out  to  Gilbert 
Packett. 

Chatham,  Ont.— F.  W.  Atkinson  has 
taken  over  the  general  store  of  Scott  & 
Atkinson. 

King  City,  Ont. — John  A.  McDonald, 
of  McDonald  &  Son,  general  merchants, 
is  dead. 

Williamsford,  Ont. — Boldt  &  Pattison, 
general  merchants,  have  sold  out  to  J.  T. 
Elliott  &  Co. 

Hamilton,  Ont. — The  loss  occasioned 
by  the  R.  McKay  &  Co.  fire  is  estimated 
to  be  close  to  $200,000. 

Macleod,  Alta. — R.  L.  Barnett  will 
succeed  A.  W.  Kaiser  as  local  manager 
of  the  Hudson's  Bay  Stores. 

Red  Deer,  Alta. — Burglars  got  away 
with  considerable  booty  from  the  cloth- 
ing store  of  H.  Vineberg. 

St.  John,  N.B. — C.  Brager  &  Sons  have 
dissolved  partnership.  The  St.  John 
business  will  be  carried  on  by  Louis  A. 
Braker,  and  at  Halifax  by  Jacob  N. 
Brager. 

Toronto,  Ont. — Fire  which  did  dam- 
age to  the  extent  of  $250,000  destroyed 
the  premises  of  Long  &  Co.,  glove  and 
knitting  works;  the  Independent  Cloak 
Co. ;  the  Beaver  Shirt  Co. ;  the  Can- 
adian Suspender  Co.;  the  Monarch 
Clothing  Co.,  and  L.  Freifeld  &  Co.. 
fur  manufacturers. 

Montreal,  Que\ — Thomas  Glen-Coats, 
eldest  son  of  Sir  Thomas  Glen-Coats, 
Bart.,  Lord-Lieutenant  of  Renfrewshire, 
Scotland,  and  chairman  of  J.  and  P. 
Coats,  Limited,  the  world  famous  thread- 
making  firm  is  registered  at  the  Ritz- 
Carlton.  His  father  is  one  of  the 
wealthiest  men  in  Great  Britain,  while 
his  mother,  the  late  Lady  Glen-Coats, 
who  died  in  1910,  was  a  native  of  Mont- 
real, the  daughter  of  the  late  Alexander 
Walker,  and  sister  of  John  A.  Walker 
and  C.  J.  Walker,  both  of  this  city. 

Mr.  Glen-Coats  has  come  to  Canada 
on  a  pleasure  tour,  and  will  visit  every 
great  centre,  going  through  to  the  Pacific 
Coast.  He  is  a  keen  sportsman  and  ex- 
presses himself  as  delighted  with  "the 
splendid  bracing  climate  of  Canada." 

He  is  a  keen  yachtsman,  and  is  also 
noted  as  a  cricketer.  As  a  designer  of 
small  racing  craft,  he  has  won  fame  in 
yachting  circles  in  Scotland  and  Eng- 
land. 


Hurling    Charge    of  "Modern    Piracy" 

Ocean    Rates 

Dry  Goods  Men  of  Canada   [licensed  ;it    Excessive  and   Rising 
Charges  for  Carrying  Freight — Nearly  Doubled  in  six  Yes 
Appealing  to  Government  for  Relief — Mr.  Lvey's  Annual  Addr. 
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TilK  dry  g Is  men  of  Canada. 
wholesale  and  retail,  appear  to 
have  reached  a  point  where  they 
are  determined  not  to  submit  much 
longer  to  the  constant  increase  in 
freight  rates  charged  by  the  ocean 
-teamship  companies.  AJreadj  through 
boards  of  trade  ami  other  bodies  \  ig 
orous  protests  have  been  made  to  the 
Dominion  Kailwa\  Commission  and  the 
Government.  The  difficulty,  as  pointed 
out  at  Ottawa,  is  that  the  Dominion 
Government  has  no  jurisdiction  over  the 
trans-Atlantic  carriers.  A  suggestion 
has  been  made  that  the  Governmeni  it 
self  establish  a  line  of  freight  carriers. 
or  in  default  of  this,  subsidize  some 
line  independent  of  the  "Atlantic  ship- 
ping combine,"  as  it  is  called.  An  ef- 
fort is  being  made,  apart  from  this,  to 
discover  some  concern  that  will  carry 
freight  at  lower  rates  than  are  being 
charged. 

The  dry  goods  men  are  not  the  onlj 
sufferers.  A  leader  in  the  milling  in 
dustry  in  Canada  stated  recently  that 
the  excess  rates  charged  for  Hour  going 
across  the  Atlantic  when  figured  out  on 
the  basis  of  the  wheat  crop  this  past 
yea i-  would  exceed  $0.250,000 — excess 
charges  alone.  It  has  Ween  declared  for 
months  now  by  the  millers  that  discrim- 
ination exists  as  between  wheat  and 
flour,  that  wheat  can  be  taken  over  by 
the  English  millers  far  more  cheaply 
than  the  Canadian  millers  can  send  their 
Hour — so  much  so  that  the  former  are 
placed  at  a  big  advantage  over  Cana- 
dians in  the  English   flour  market. 

The  case  was  presented  to  The  Re- 
\  iew  by  a  prominent  Board  of  Trade 
member,  who  has  investigated  the  <|iies 
tion  thoroughly,  and  he  related  experi- 
ences of  a  number  of  importers. 

Formerly    there   was   an   arrangement 

with  the  express  companies  by  which 
">ou  His  could  come  Prom  Liverpool. 
with  a  maximum  size  of  seven  cubic 
feet,   I'or  $2.95   per  CWt.      Some   time   ago 

a  150-lb.  package  that  should  ordinarily 
have  been  $7,  was  billed  at  $48.     A  pro 

".as    entered    and    I  In     hill    is    st  ill    III! 
paid. 

A    dispute  arose   about    this   lime   as    to 

insurance   of   packa  The    express 

-  d      steamship     companies 
were    not    insuring   for   more   thai 
i  he  1,1,1 ,  bants  cam  ing  t  heir  own  insur 
ance.     The  latter  contended  that   w  lure 

the  transportation   companies  did   not   as 

Slime    am     more    than    the    $50    risk,    (he\ 

should    not     increase    charges    on    more 


valuable  goods  as  they  had  begun  to  do, 
setting    an    ad    valorem,    rather    than, 
and    in    some   cases   in   addition    to — the 
specific.     This  point    is  still   at   issue. 

Soon  comparisons  began  to  be  made 
between  continental  shipments  and 
those  from  British  ports  A  Cap. 
mi  poller  bought  in  Hamburg,  and  was 
charged  $19.70  ocean  freight  charges. 
Had  lie  bought  in  London  the  charges 
via  Liverpool,  it  is  claimed,  would  have 
been  $55.10!  And  yet  the  Hamburg 
package,  it  was  found,  had  been  sent 
via  Liverpool! 

Discrimination  in  favor  of  the  East 
was  the  next  charge.  Goods  from  Tien 
Tsin  in  China  came  across  via  Van- 
couver and  over  Canada  for  $1.50  per 
cwt. ;  by  London  the  charge  for  similar 
uroods  was  $2.44. 

"From  1007  to  the  present  there  has 
been  an  advance  of  88  per  cent,  in 
freight  rates,  where  not  more  than  30 
per  cent,  was  justified."  declared  this 
importer.  "What  advantage  is  it  to  us 
in  Canada  to  spend  hundreds  of  millions 
on  improving  our  transportation  to  tide- 
water when  the  whole  benefit,  so  far  as 
exporting  and  importing  is  nullified  by 
the  ocean  shipping  companies.  It  is  al- 
most a  return  to  piracy  on  the  high 
seas.  Business  men  are  enraged,  and 
some  relief  must  be  had. 

"In  one  line  the  increase  in  ocean 
freight  rates  has  been  from  12  shillings 
iid  to  20  shillings  per  ton.  In  ordinary 
dry  goods  the  cost  lias  cone  up  from  1~> 
shillings  to  27s.  fid.  and  30s. 

"A  bill  of  lading  for  silk  goods  from 
Switzerland  calls  for  freight  charges  of 
17s.  fid.: — the  lowest  class  of  drj  goods 
via   Liverpool  would  cost  as  27s.  fid." 


CHAIRMAN   IVEY'S   ADDRESS. 

At  the  annual  meeting  of  the  dry 
goods  Bection  of  the  Toronto  Hoard  of 
Trade,  this  month.  Mr.  A.  M.  l\e\.  oJ 
John   1).   I\,\   Co..  Limited,  was  elected 

chairman    for   the   year.      In    his   address 

■e     touched     on     1  li|s    quesl  ioil.        I  le    spoke 
as    follows: 

t  ientlemen : — 

In  submitting  the  annual  review.  1 
beg    to    call    attention    to    a     few     of    the 

outstanding  conditions  affecting  the  drj 

goods   and    allied    trades    during   tiie    past 

year. 

Prosperity,    which    has   been    inci 
inglj  greater  since  the  year  1906,  appar- 
ently  reached  its  high  point  during  the 

i, 


early  pari  of  the  year.     J    •    woi .,; 
tightness  in  money  bad  its  effect  in  Can- 
ada,  the    real    estate   boom    in    the    \ 
I  a-  collapsed,  and  will,  it  i<  to  be  hoped, 
not    soon    revive,    and    a    falling-off    in 
trade    is   apparent. 

During  the  Spring  ami  early  Summer, 
.,  stead]  volume  of  trade  was  maintained 
and  business  done  at  a  profit.  The 
Fall  and  Winter  seasons,  however,  were 
no!  as  profitable  as  usual.  Owing  not 
only  to  general  unfavorable  conditions, 
but  also  to  the  abnormally  warm  weath- 
er which  prevailed  until  after  the  end 
of  the  year,  the  expected  business  was 
not  done  and  stocks  either  had  to  be  in- 
creased and  more  iroods  carried  over 
for  future  sale,  or  the  goods  sold  at 
sacrifice  prices. 

It  is  gratifying  to  note  that  the  trade 
in  general  have  stood  up  well  under  ad- 
verse conditions,  and  it  should  be  re- 
membered that  the  policy  of  the  bankers 
in  conserving  their  resources  and  ad- 
vising their  clients  to  do  likewise  long 
before  the  actual  acute  money  string- 
ency was  felt  strengthened  the  position 
materially  and  enabled  the  bankers  to 
make  necessary  loans  when  most  need- 
ed. In  this  connection  it  might  be  well 
•o  emphasize  the  fact  that  the  better 
the  understanding  between  the  merchant 
ami  his  banker  and  the  more  freely  con- 
lidences  are  exchanged  the  safer  for  all 
engaged  in  commerce. 

Attention  was  called  last  year  by  the 
chairman  of  this  section  to  the  ever-in- 
creasing rates  demanded  hy  the  Atlantic 
shipping  combine.  Mr.  H.  L.  Drayton, 
chairman  of  the  Railwaj  Commissioners 
for  Canada,  has  since  visited  F.mrland 
and  investigated  conditions  on  behalf 
of  the  Dominion  Government.  The  ques- 
tion was  referred  to  recently  at  Toronto 
Ontario  Associated  Boards  of 
Trade,  and  a  resolution  was  pa* 
•'That  the  Ontario  Associated  Boards  of 
Trade  strongly  urge  the  Government,  in 
view  of  the  report  of  the  Government's 
commissioner,  Mr.  H.  L.  Drayton,  show- 
111-  that  an  ocean  freight  rate  combine 
exists  with  power  to  make  such  rates 
as  will  extinguish  the  traffic,  to  take 
steps  immediately  to  establish  a  Gov- 
ernmeni line  o(  ocean  freight  steam- 
ships, or  take  such  other  means  as  will 
prove  immediately  effective  in  relieving 

the  producer  and  consumer  from  the  ex 

actions  of  the  ocean  freight  rate  com 
bine."  Thus  the  subject  is  having  such 
attention    a-    will    insure    a    solution. 


Adopting  Fashionable  Colors  on  the  Show  Card 

New  Departure  in  Card  Decoration,  Heliotrope,  Mauve,  Tango, 
Yellow,  Bright  Green,  Blue,  Etc.,  With  Gold,  Corresponding  to 
Fabric  Colors — Some  Artistic  and  Effective  New  Samples. 


SHOW  cards  are  the  latest  example  of 
following  the  fashions.  For  years 
past  they  have  for  the  most  part 
lived  the  simple  life,  making'  modest  an- 
nouncements of  the  wares  on  display  in 
the  window;  letting-  these  reflect  any 
coloring  that  was  going  in  fashionable 
life;  merely  pointing  an  unpretentious 
finger  at  their  superiors,  the  real  reason 
for  their  existence,  in  fact,  and  then 
retiring  gracefully  to  their  lowly  posi- 
tion upon  the  floor. 

Sometimes,  as  The  Review  has  shown 
in  illustration  of  the  work  of  various 
leaders  among  Canadian  card  writers,  a 
touch  of  some  soft  coloring  would  be 
introduced,  but  it  would  in  no  sense  hint 
at  rivalling  the  brightness  of  the  mer- 
chandise itself. 

But  the  humility  of  the  card  writer 
and  his  product  has  come  to  an  end.  The 
magnetic  influences  of  the  wave  of  eolor 
schemes  that  have  swept  over  dress 
uoods,  coats,  millinery,  and,  indeed,  what 
not  in  dry  goods  creations,  have  extended 
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Work   of  E.  C.  Edwards. 


to  the  card  itself,  and  on  this  ftage  are 
reproduced  half  a  dozen  examples  of  the 
adaptation  of  the  latest  color  effects  to 
showcards.  It  may  be  expected  that  the 
movement  will  grow  in  this  as  it  is  in 
other  directions,  and  that  bright  colors 
in  showcards  will  be  welcomed,  so  long 
as  they  are  limited,  of  course,  to  artistic 
effects,  and  also  with  merchandise  that 
will  harmonize  with  them  in  their  color 
scheme.  The  successful  use  of  these 
coloring's  naturally  calls  for  considerable 
skill  on  the  part  of  the  brush  or  pen 
artist;  but  the  work  of  Canadian  card 
men  is  making  strides,  and  the  new  de- 
velopment, if  it  is  a  permanent  one,  will 
tend  to  make  the  calling  all  the  more 
attractive. 

In  the  designs  submitted  here — all  the 
work  of  R.  C.  Edwards,  the  first  prize 
winner  at  the  last  C.W.T.A.  convention — 
it  will  be  noticed  that  every  one  has 
striped  borders,  usually  in  gold,  with  a 
color  corresponding  to  the  color  scheme 
of  the  rest  of  the  card.  In  most  there  is 
also  a  panel  acting  as  an  illumination 
to  the  initial  letter.  The  panels  in  most 
cases  are  of  the  prevailing  bright  colors 
— sky  blue,  yellow,  heliotrope,  tango, 
bright  green,  etc.  These  panels  are  com- 
bined with  colored  floral  decorations, 
cutouts  from  various  sources,  floral  cata- 
logues and  advertisements,  postal  cards. 
cover  paper,  sample  books,  etc. 

The  underlining  of  the  readers  in  most 
cases  carries  out  the  color  scheme,  or 
else  is  in  gold. 

The  cards  in  each  case  are  very  good 
examples  of  soennecken  or  music  pen 
lettering,  the  latter  being  better  adapted 
to  lettering  on  coarse  ground  or  pebble 
cards   such   as  these  are. 

It  will  be  noticed  in  nearly  every  case 
that  there  is  in  addition  to  the  "  dis- 
play "  line,  a  "  reader  "  or  descriptive 
phrase,  an  addition  which  has  been 
found  a  valuable  feature  of  a  display 
card.  For  instance,  on  one,  ' '  Novelty 
Silk  Crepes,"  the  additional  comment 
reads:  "  These  are  our  exclusive  goods, 
and  are  to  be  very  popular  for  this 
Spring's  wear."  On  another,  "Parisian 
Styles  in  New  York  Made  Garments," 
the  reader  is:  "  Quite  correct  for  this 
Spring's  wear."  On  a  third,  "  Latest 
Novelty  French  Ratine,"  are  the  words 
in  smaller  "  reader  "  lettering:  "  These 
are  to  be  very  popular  in  this  Spring's 
wear."  In  this  particular  card  the  pre- 
vailing color  of  the  panel  is  mauve,  while 
a  double  underline  of  mauve  and  gold  is 
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Works  of  R.  C.  Edwards. 

used  in  the  "  display  "  line,  and  mauve 
alone  with  the  "  reader."  The  underlin- 
ing of  "  Spring,  1914  "  is  also  in  the 
same  eolor. 

It  will  be  noticed  also  that  this 
"  timely  "  phrase  is  used  on  most  of 
the  cards,  a  suggestion  in  itself  of  "  the 
very  latest."  Also  the  name  of  the  firm 
in  smaller  lettering  at  one  corner,  a  fea- 
ture of  Mr.  Edwards'  cards,  and  theory, 
too,  it  may  be  added. 

Perhaps  the  most  effective  card  of  all, 
and  an  especially  attractive  one,  is  that 
with  the  stripes  on  the  bias,  and  "Spring 
1914  "  in  the  upper  left-hand  corner  and 
the  firm's  name  in  the  lower  right. 

It  will  be  noticed,  also,  that  often 
attention  is  directed,  in  small,  unobtru- 
sive lettering  to  the  location  in  the  store 
of  the  goods  referred  to — "  Dress  Goods 
Department,  2nd  Floor,"  etc. 

These  cards  are  quite  worthy  of  a 
careful  study. 


Carnival  in   Mid-Winter   Makes  Business  Hum 

Advancement  Club  of  Lindsay,  Backed  by  Merchants,  Draws 
Buyers  From  Surrounding  Country  on  Single  Return  Fare — 
Attractive  Street  Parade  With  Floats,  Business  and  Comic — Safe 
Plan  for  Delivering  Parcels  at  Station. 


T1IK  town  of  Lindsay  has  adopted 
as  an  annual  event  a  Winter  Car- 
nival to  give  a  two  days'  impetus 
to  February  trade.  The  event  includes 
a  street  parade,  a  Madc-in-Lindsay  ex- 
hibition, and  a  programme  of  sports, 
and  what  is  even  more  attractive  to  the 
hundreds  of  people  who  are  drawn  in 
for  many  miles  around,  the  leading 
merchants  arrange  a  special  series  of 
sales,  dry  goods,  hardware,  groceries, 
etc.  These  sales  are  advertised  exten- 
sively in  the  local  press,  daily  and  week- 
ly, for  a  couple  of  weeks  in  advance.  A 
further  incentive  to  visit  the  town  and 
its  excellent  stores  is  provided  by  the 
two  railway  companies.  Grand  Trunk 
and  Canadian  Pacific,  both  of  which  ad- 
vertise single  fare  re- 
turn rates  covering 
the  two  days. 

This  year's  celebra- 
tion took  place  at  the 
end  of  February  and 
drew  large  numbers  in 
both  by  train  and  in 
sleigh   loads. 

Street  Parade. 

The  big  display  fea- 
ture of  the  "Carni- 
val" was  the  street 
parade,  an  ingenious 
mixture  of  the  comic 
and  serious,  and  re- 
minding  one  of  the 
old<-time  "Calithum- 
pian"  parades  that 
did  duty  as  late  as  ten 
years  ago,  and  may 
yet  in  some  corners  of  the  universe. 
The  parade  was  led  off  by  the  Citizens' 
Kami  followed  by  the  fire  brigade  with 
their  polished  engines,  and  back  of  them 
were  a  series  of  fancy  and  comic  floats. 
The  local  post  office  entered  heartily  in- 
to the  scheme,  and  won  first  prize  for  a 
very  seasonable  skit  on  the  newly  in- 
stalled parcel  post.  Rows  of  mail  bags 
formed  the  outer  walls  of  the  b! 
and  the  usual  notices  were  posted  up. 
with  a  humorous  turn  to  them,  and  a 
young  man's  head  stuck  out  of  the  de- 
livery window  added  to  the  spirit  of 
the  occasion. 

1  i"»  de   and   boys  and   men    in   other 
■    costumes    lined    up    behind    and 
greatly  amuse. I  the  crowds  thai  throng- 
ed   both      sides     of     the     main    business 

street.      Among    the    skit--    were 


catchers'    outfit,  a    big    horse   pulling   a 

man    on    a    tiny  baby    carriage,    a    dog 

drawing   a   man  on   a   bicycle,   Indians, 
scouts,  etc. 

Merchants'  Floats. 

The  merchants  took  part  with  some 
creditable  floats. 

The  dry  goods  merchants  had  two 
floats,  each  representative  of  the  season's 
fashions  in  ready-to-wear  and  furs, 
Messrs.  J.  Sutcliffe  &  Sons,  and  Dundas 
&  Flavelle. 

An  automobile  company  were  seen 
with  four  cars  on  Friday,  the  first  day, 
and  came  back  with  eight  on  Saturday, 
labeled   "The  People's  Friend." 


The  merchants  generally  speak  very 
favorably  of  the  increased  business  that 
the  carnival   brings. 


Parcels  for  Station 


Carnival  Float  of  Dundas  &   Plavelles,  Limitei 

In  the  town  ball  were  the  Made-in- 
Lindsay  exhibits,  which  drew  a  large 
attendance  after  the  parade.  On  Sat- 
urday afternoon  a  good  programme  of 
sports  filled  out  an  attractive  two  days' 
entertainment. 

Handled  by  Advancement  Club. 

The  affair  was  bandied  by  the  Lind- 
say Advancement  Club,  an  organization 

composed  of  prominent  husine-s  and 
professional  men.  This  club  has  not 
limited    its    activities    to    this   event,   but 

ntiv  on   the  look-ont   for  any- 
thing thai  will  improve  the  already  pro- 
ive    record    of    the    town.         One    of 

their  achievements  has  been  the  placing 

of  numerous   ornamental   lights  through- 
out the  business  section  of  the  town. 
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A  point  connected  with  this  that  may 
prove  suggestive  to  merchants  in  other 
places  is  the  system  adopted  by  several 
firms  there  for  the  safe  delivery  of 
parcels  to  the  stations,  a  practice  which 
was  called  into  play  very  frequently 
during  the  two  days  of  the  carnival. 
This  was  originated,  it  is  understood,  by 
J.  Sutcliffe  &  Sons,  and  consists  in  a 
double  tag  Both  parts  contain  the 
same  number;  in  the 
one  shown  in  this 
article  it  happens  to 
be  7,332.  On  the  main 
section  of  the  tag  is 
the  firm's  name  and  a 
place  for  the  name  and 
address  of  the  cus- 
tomer. The  other  sec- 
tion is  torn  off  and 
handed  to  the  customer 
as  a  means  of  identifi- 
cation. Arrangements 
have  been  made 
through  the  railway 
companies  with  the 
baggagemen  to  receive 
all  these  parcels  sent 
down  by  some  of  the 
stores.  Just  before 
train  time  the  cus- 
tomers call  for  their 
packages,  hand  in  the  stub  with  the 
number  on,  and  receive  in  return  the 
correct  parcel. 

Good  Means  of  Identification. 

"Formerly  we  were  accustomed  to 
send  down  parcels  half  an  hour  or  so  be- 
fore the  train  left,  and  our  driver  hung 
around  until  just  before  the  whistle 
blew,  when  there  would  be  a  wild  rush 
of  the  people  to  get  their  parcels.  The 
result  was  that  there  was  confusion. 
many,  in  fact,  not  knowing  where  our 
delivery  was  standing,  and  often  they 
were  too  late.  Then,  again,  if  in  order 
to  prevent  the  delay  to  our  driver  we 
left  them  on  a  bench  or  table  in  the 
waiting-room,  we  had  to  trust  to 
people's  honesty,  not  to  take  some  one 
(Continued  with  illustrations  pa^e  IPO.) 


Hints  on  Pleasing  Telephone  Customers 


AN  article  helpful  to  salesmen 
who  handle  telephone  calls  for 
their  store  is  contained  in  the 
current  issue  of  "Notions,"  the 
store  paper  of  A.  T.  Lewis,  Chicago. 
It  says: — 

"Large  stores  all  over  the  country 
are  awakening-  to  the  fact  that  the 
telephone  is  something  more  than  a 
register  for  delayed  deliveries. 

"Telephone  courtesy  and  telephone 
salesmanship  require  a  great  deal 
more  than  ordinary  ability.  Remem- 
ber that  the  customer  is  not  aware 
that  you  have  not  had  your  eight 
hours'  sleep  the  night  before.  Speak 
slowly  and  distinctly;  use  the  mildest 
tone  of  your  voice;  when  you  lift  the 
receiver,  say,  "Lewis'  De- 
partment;" do  not  take  it  for  grant- 
ed that  the  customer  knows  she  has 


the  Lewis  store,  nine  times  out  of  ten 
she  may,  but  the  repeating  of  the  fact 
that  this  is  your  particular  section 
in  the  store  will  firmly  establish  it  in 
her  mind.  Always  name  the  section 
or  desk  at  Lewis' — Linen  Depart- 
ment, Accommodation  Section,  etc. 

"Please  do  not  say  'Hello;'  it  does 
not  convey  any  information  and 
wastes  energy. 

"Remember  this:  The  customer 
is  impressed  only  by  your  voice. 
Train  yourself  to  answer  the  call  in  a 
very  pleasant  manner,  much  more 
pleasantly  than  you  would  if  you 
greeted  her  in  person.  Throw  all  your 
greeting  into  your  voice  for  the  cus- 
tomer cannot  see  your  smiling  face. 

"In  taking  orders,  as  a  last  precau- 
tion, read  the  name  and  address  just 
before  ringing  off,  making  three  times 


in  all;  once  when  the  customer  spells- 
the  name  and  address,  once  again 
when  you  read  it  back,  and  lastly 
just  before  you  ring  off. 

"Do  not  hang  up  the  receiver  be- 
fore the  customer.  She  may  have 
some  further  instructions  to  give  or 
desire  information  from  other  de- 
partments. 

"Do  not  answer  the  telephone  like 
an  explosion  of  dynamite.  The  ear  is 
a  very  delicate  instrument  and  you 
impress  your  customer  only  through 
it.  Those  who  answer  the  phone 
should  see  that  the  party  inquired  for 
answers  the  call  promptly.  Minutes 
are  hours  when  you  are  holding  a  re- 
ceiver. 

"Study  telephone  salesmanship;  in 
a  few  years  you  will  not  be  able  to 
get  a  position  without  it." 


Carnival  Float  of  J.  Sutcliffe  &  Sons. 


PARCELS   FOR   STATION. 

(Continued  from  page  8.) 
else's  parcel.  So,  altogether,  the  pres- 
ent system  is  far  superior,  and  the  rail- 
ways give  us  their  assistance,  as  it  really 
helps  them  in  providing-  service  to  their 
passengers." 

The  firm  of  Dundas  &  Flavelles  have  a 
label  printed,  as  shown  herewith 
gummed  on  the  back.     One  section  goes 


to  the  customer,  and  the  other  is  at- 
tached to  the  parcel.  Each  bears  the 
same  number  for  recognition  purposes. 
The  member  of  one  firm  informed  The 
Review  that  at  the  end  of  one  year  one 
baggageman  returned  to  them  500  of 
these  "slips,"  and  the  official  at  the 
other  station  had  1,000,  showing  that 
the  firm  had  sent  out  fully  1,500  parcels 
in   this  handv  manner. 
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On  left,  label  stuck  to  parcel;  lower 
part  being  detached  for  customer. 
Above,  part  of  tag  attached  to  parcel. 
Torn  off  part — tor  customer — reads: 
"No.  7332,  parcel  cheek.  Your  parcel 
will  be  surrendered  only  on  presentation 
of  this  check.  Sutcliffe 's  Departmental 
Store,  Lindsay.    You  pay  less  here." 
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BABY    WEIGHING    CONTEST. 

The  Dayton  Company,  of  Minneapolis, 
caused  a  big  stir  among  the  mothers  of 
that  city  by  a  prize  contest  for  babies' 
weights. 

There  were  $20  allotted  to  the  five 
heaviest  babies,  $20  to  the  five  lightest 
babies,  and  $85  in  cash  prizes  to  the 
seventy  babies  whose  weight  was  the 
average  or  nearest  the  average  of  all 
babies  weighed  during  the  show.  The 
first  prizes  were  $4  each,  a  fairly  good 
inducement.  The  decision  of  the  pret- 
tiest babies  was  eliminated,  this  feature 
always  causing  much  dissatisfaction. 
Prizes  were  offered  for  such  features  as 
would  occasion  no  complaint  after  de- 
cisions were  made. 

In  addition  to  the  larger  prizes,  a 
special  prize  of  a  silver  dollar  was  given 
to  every  twin  and  triplet  weighed.  These 
prizes  were  separate  from  any  other 
prizes  that  might  have  been  won.  Every 
baby  entered  in  the  contest  was  pre- 
sented with  a  souvenir. 

The  only  restrictions  of  the  contest 
were  that  the  baby  must  not  be  over 
one  year  old,  resident  of  Minneapolis, 
and  be  brought  to  the  store  for  weigh- 
ing during  specified  hours.  In  this 
manner  it  was  a  much  easier  matter  to 
get  mothers  with  their  babies  to  the 
store  than  if  all  were  to  come  at  one 
time. 

This  proved  a  big  attraction  to  moth- 
ers who  were  compelled  to  visit  the  in- 
fants' wear  section.  It  enabled  the 
store  to  get  a  big  and  valuable  mailing 
list  of  mothers'  names,  and  incidentally 
made  many  direct  sales,  which  was  the 
prime  object  of  the  contest. 
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LESSONS  FROM  THE  BIGGEST 
STORES 

ATTENTION  is  directed  to  the  first  of  a  series  of 
articles  in  this  issue  by  a  special  contributor  to 
The  Review  on  the  latest  development  in  America 
in  store  architecture;,  equipment,  selling  and  bookkeeping 
systems,  as  worked  out  in  the  Lord  &  Taylor  institution  in 
New  York.  There  arc  some  who  scoff  at  the  idea  of  a 
huge,  indeed  palatial  establishment  that  was  built  to 
cater  to  the  wealthiest  trade  on  this  continent,  affording 
any  useful  lessons  to  a  business  whose  dimensions  might 
run  into  the  thousands  where  the  other's  is  represented 
by  millions.  But  this  theory  is  nullified  by  the  practice 
of  some  of  the  most  successful  merchants  in  the  country. 
Be  their  store  large  or  small,  they  find  that  practical 
ideas  can  be  gleaned  from  visits  to  these  immense  insti- 
tutions, or  reading  accounts  of  them  such  as  uiveu  in  this 
issue,  and  in  several  to  come.  Indeed  one  merchant  in 
Canada  whose  business  in  a  comparatively  small  city  is 
credited  with  building  up  for  him  an  estate  approaching 
a  quarter  of  a  million,  declared  to  The  Review  that  the 
mam  reason  for  his  success  was  the  periodical  visits  he 
paid  to  other  stores. 

So,  in  this  case,  one  of  the  most  valuable  lessons  to 
he  learned  is  thai  the  tendency  to  a  better  displaj  of 
goods,  be  it  in  ulass  cabinets,  silent  salesmen,  or  i,\ 
simple  tables,  is  clearly  along  the  right  lines;  thai 
wherever  possihle  the  public  value  ease  in  shopping,  and 
those  other  provisions  for  their  comfort  that  make  the 
store  a  place  to  he  soughl  in  future  expeditions;  (hat 
window  displays  are  so  valuable  a  factor  in  the  sale  of 
goods,  that  even  the  immense  entrances  are  converted  at 
night  into  extra  •"window"  trims,  so  that  a  continuous 
line  of  these  encircle  the  store  on  its  three  street  sides. 
Either  from  its  detail  or  the  principles  involved  in  work- 
ing out  ideas  mi  a  Larger  scale,  every  such  project  con- 
tains valuable  hints  for  the  most  mo. lot  of  merchants  in 
t he  humblesl  of  towns. 

-®- 

WHERE  SPRING   LOOKS   BRIGHT 

SEVERAL  fact oi 3  indicate  a  promising  outlook  tor  the 
dry  goods   merchant   in   dress  accessories  and   fancj 
goods  for  the  Spring  ami  Summer.     Nol  only  is  the 
whole  horizon  ol   business  brightening,  bul   unusual  style 

conditions    make    lor   a    good    Belling  season.      Tin-    is    par 
licularh   so   bj   laces,  veilings,  net   and   maline,  in  all  of 
which  a  distinct  revival  i-  manifest.     In  waists  and  skirts 
fashion  tolerates,  even  encourages,  a  difference  thai   ei 
tends  often  to  a  contrast,  and  both  ends  will  profit   ac- 


cordingly. There  i-  a  development  too.  m  novelty  cotton 
goods  that  should  ensure  the  present  as  one  of  the  best 
in  many  a  year  along  this  line.     In  the  fancy  goods 

tion  all  beaded  e,oods — to  take  a  single  instance — have  a 
tide  of  popularity,  and  although  the  season  for  these  will 
soon  be  waning.  Pall  business  gives  everj  indication  of 
being  even  stronger, 

Indeed  there  are  few  lines  where  decided  fashion 
changes  will  not  stimulate  buying.  More  and  more,  public 
sentiment  supports  general  style  movements;  though  not, 
of  course,  the  extremes  that  fade  in  a  single  season. 
Eence,  where  the  modifications  of  a  previous  year  are 
fairly  well  marked,  Spring  or  Fall  buying  becomes  a 
feminine  necessity. — and  to  a  certain  extent  this  situation 
is  being  reached  in  men's  wear.  There  is  always  a  com- 
pensating element  in  life  to  lie  guarded  against,  in  this 
case  a  loading  up  of  the  merchant  at  the  season's  end  in 
-tuff  that  will  he  unsaleable  next  year,  but  this  is  a  condi- 
tion that  is  inevitable  in  nearly  every  business,  where 
something  more  must  be  risked  for  a  larger  gain.  For- 
tunately one  of  the  distinct  evolutions  in  the  dry  - 
business  to-day  is  the  growing  tendency  of  the  merchant 
to  keep  a  close  watch  upon  his  stock:  to  push  on  the  slow- 
sellers,  weed  out  the  worthless,  buy  more  carefully  and 
often  in  smaller  parcels;  in  a  word,  to  regulate  his  own 
business,  with  less  dependence  upon  the  vagaries  of  a 
buying-  or  refusing— public. 

-&— 


WHY  3,000  CIRCULARS  WERE  SENT 

Till-',  announcement   of  the  increase  in   the  maximum 
parcel  post  weight   to  eleven  pounds  fixes  this  new 
transportation   system  on  a   definite  basis  that   was 
Lacking  in  the  first  few  weeks  of  its  operation.     Through 
a  source  that  would  appear  authentic.  The  Review  learns 
that    the   present    /ones   and   rate   regulations   will   be   con- 
tinued for  a  considerable  period,-    a  time  o\'  live  years  be- 
ing mentioned      in   order  to  create  a   stability   in   the 
t  fin  as  well  as  lo  Bubjecl    it   to  a   thorough  test.      Such  Ink- 
ing the  case  the  merchant    would  do  well  to  handle  the 
situation   in   earnest,   tor   properly   utilized   it    will  develop 
business,  and  neglected,  may  result  in  a  transfer  of  cus- 
tom to  a  more  resourceful  competitor. 

The  most  satisfactory  phase  of  the  system,  to  the 
majority  of  merchants  will  be  the  continuation  ot  the 
twenty-mile  zone,  which  wards  off  successful  competition 
of  mail  order  houses  where  a  question  of  equalized 
would  do  it.  The  increase  in  weight  to  eleven  pounds 
simplv  makes  traffic  by  parcel  post  worth  the  while  of  any 
customer  and  of  any  -fore.  All  over  the  countrv  a  few 
merchants  arc   reaching  out    bj    newspaper  and   circular 
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advertising  for  the  trade  around  them;  but  the  bulk  of 
the  merchants  so  far  have  done  nothing.  In  this  issue 
is  reproduced  a  card  sent  out  to  the  number  of  three 
thousand  by  a  Belleville  firm  that  is  thus  seeking  to  at- 
tract to  itself  by  an  early  effort  the  trade  of  a  big  sur- 
rounding district.  The  card  contains  a  full  list  of  the 
rates  in  compact  form,  and  a  convincing  store  announce- 
ment to  back  it  up  and  concentrate  attention  on  the 
senders.  Every  merchant  should  seek  to  size  up  the  possi- 
bilities of  the  new  system;  hostility  to  the  principle  will 
now  avail  nothing.  It  is  here  to  stay.  To  many  it  will  he 
"making  the  best  of  a  bad  job;"  to  many  more  it  signi- 
fies an  enlarged  opportunity  to  extend  their  trade,  and 
they  are  wasting  no  time  inveighing  against  any  possi- 
bilities of  harmful  effects. 


Who  Owns  the  Press  of  Canada? 


COMPULSORY  EARLY  CLOSING 

MERCHANTS  in  various  centres  who  are  after  com- 
pulsory early  closing  should  go  fully  into  the  law  on 
the  statute  books  at  present  to  see  exactly  where 
they  stand.  This  may  save  them  considerable  waste 
energy,  time  and  trouble. 

An  authority  stated  to  The  Review  the  other  day 
that  there  was  no  law  on  the  Ontario  Statutes  that  could 
compel  a  man  to  close  his  store  at  7  o'clock  every  week 
night.  The  law,  he  says,  reads  that  a  municipality  has 
the  right  to  close  stores  after  seven  o'clock  each  night, 
excepting  Saturday  and  nights  before  holidays,  providing 
a  petition  has  been  presented  to  the  council  signed  by 
seventy-five  per  cent,  of  the  merchants  in  this  particular 
line  for  which  early  closing  is  sought.  Therefore,  he 
claimed,  the  by-law  as  passed  sometime  ago  by  the  Lon- 
don, Ont.,  city  council,  and  later  rescinded,  was  illegal  and 
could  not  have  been  enforced. 

There  is  no  law  either,  this  merchant  says,  to  compel 
stores  to  close  on  an  afternoon,  even  should  the  council 
be  petitioned  by  three-quarters  of  the  merchants.  At  the 
annual  meeting,  however,  of  the  Retail  Merchants'  Asso- 
ciation of  Ontario  last  month,  a  Hamilton  merchant  got  a 
resolution  passed  in  this  regard,  and  the  executive  will 
now  apply  for  legislation  to  permit  municipalities  to 
close  stores  on  an  afternoon  in  any  line  of  trade  or  in  all 
lines,  providing  a  petition  has  been  signed  by  75%  of  the 
merchants. 

Where  compulsory  early  closing  and  afternoon  closing, 
therefore,  are  being  considered,  it  would  be  well  to  look 
carefully  into  the  matter  to  determine  just  how  far  a 
municipal  council  may  or  may  not  go. 


EDITORIAL  BRIEFS 

LOYALTY  LEADS  to  bigger  business. 

•  *         » 

IT 'S  FAR  better  to  lose  a  sale  than  a  customer. 

•  •         • 

A  SALESMAN'S  worth  to  his  firm  is  often  based  on  more 

than  the  total  of  his  sales  book. 

•  •         • 

MONEY  IS  easier.  If  you  are  carrying  credit  customers 
who  have  not  been  paying  up  regularly,  push  them  for 
payments. 

•  •         • 

PARCELS  POST  limit  has  been  increased  to  11  pounds. 
Many  retail  merchants  are  making  Parcels  Post  work 
for  them.     Are  you? 

•  •         • 

IF  THERE  is  any  such  thing  as  luck  in  business — and 
we  doubt  it — it  certainly  does  not  come  the  way  of  the 
man  who  waits  for  it. 


THE  following  editorial  from  Printer  and  Publisher 
bears  on  a  question  of  vital  importance  to  the  retail 
merchant.  The  daily  newspaper  is  the  medium  by 
which  the  merchant  reaches  the  public,  and  its  position 
and  its  ownership  are  matters  that  affect  him  directly. 
The  editorial  in  question  reads: 

The  question  of  newspaper  ownership  in  Canada  is  a 
very  live  one  at  the  present  time.  The  public  appear  to  be 
keyed  up  to  a  pitch  where  they  are  ready  to  believe  almost 
anything  and  apply  it  to  the  press  of  Canada  in  general. 
Especially  is  this  true  in  the  big  cities,  where  powerful 
industrial  and  financial  corporations  are  constantly  at 
work  to  secure  their  own  ends.  Quite  a  number  of  the 
metropolitan  city  dailies  decline  to  say  who  are  their 
owners  or  make  transference  of  stock  to  other  parties  and 
enter  certain  amounts  "in  trust"  in  their  list  of  share- 
holders. An  illustration  of  the  latter  kind  was  brought  to 
light  recently  by  Toronto  Telegram,  which  sought  to  have 
the  public  attribute  certain  ulterior  motives  to  its  two 
evening  contemporaries,  in  connection  with  the  stand  they 
took  on  the  municipal  situation. 

In  the  case  of  the  Star  it  was  noted  that  stock  to  the 
value  of  $65,300  was  held  in  trust  by  E.  T.  Malone  and 
J.  E.  Atkinson.  The  stock  personally  owned  by  these  two 
gentlemen  brings  the  total  of  the  four  amounts  up  to 
$114,900,  or  considerably  over  half  of  the  total  capitaliz- 
ation. It  is  understood  that  the  two  trust  amounts  repre- 
sent stock  owned  by  the  T.  Eaton  Company  and  the  estate 
of  the  late  Senator  Cox.  It  is  said  the  block  of  $17,700  in 
the  name  of  Wm.  Mulock,  Jr.,  was  secured  by  Chief 
Justice  Sir  William  Mulock  at  the  time  he  held  the  office 
of  Postmaster-General. 

Turning  to  the  list  of  News  shareholders  we  find  its 
capitalization  much  higher  than  that  of  the  Star.  One 
very  large  amount  and  two  smaller  ones,  aggregating 
$135,200,  arc  held  in  trust.  It  is  charged  that  these 
amounts  are  owned  by  manufacturing  and  financial  inter- 
ests who  do  not  wish  to  disclose  their  identity.  The  largest 
individual  shareholder  is  J.  W.  Flavelle,  who  owns  $92,900 
worth  of  stock.  As  is  generally  known,  Mr.  Flavelle  is 
head  of  the  William  Davies  meat  packing  company,  which 
also  operates  a  chain  of  retail  meat  stores.  He  is  also  a 
director  of  the  Robert  Simpson  Co.  department  store. 

It  must  be  admitted  that  the  secrecy  surrounding  the 
ownerships  and  part  ownerships  of  the  newspapers  men- 
tioned herein  and  also  a  number  of  others,  is  a  matter  for 
sincere  regret  on  the  part  of  the  press  of  Canada  as  a 
whole.  It  should  be  said,  however,  that  because  certain 
shareholders  see  fit  to  take  advantage  of  their  privilege 
and  place  their  stock  in  a  trust  account,  it  does  not 
necessarily  follow  that  they  or  the  newspaper  are  guilty 
of  any  wrong-doing.  The  fact  is,  public  opinion  has  been 
aroused  and  where  the  slightest  suspicion  of  unworthy 
motives  exists  the  public  is  inclined  to  arrive  at  hasty 
conclusions.  But  the  public  can  scarcely  be  blamed  for 
exaggerating — that  is  the  best  way  they  know  of  for  show- 
ing their  extreme  disapproval. 

It  is  of  vital  importance  that  the  question  which  forms 
the  title  to  this  article  be  answered  if  the  good  reputation 
of  the  press  of  Canada  is  to  be  sustained.  The  enactment 
and  strict  enforcement  of  postal  legislation,  similar  to 
that  which  is  in  force  in  the  United  States,  which  compel 
the  publication  of  complete  details  of  ownership,  should 
provide  an  efficient  remedy. 
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FANCY  GOODS 


Wigs  in  Pure  White,  Purple,  Green,  Blue,  Red 
Caused   Sensation  at  Opening 

Probably  Only  a  Passing  Fad,  but  Influence  Will  Affect  Hair 
Fashions — Opera  Bags  of  Real  Lace — Novelties  in  Fancy  Goods 


XT  OW  that  the  season  is  opening  up 
-^  full  stocks  in  all  departments  is 
the  rule.  Not  only  should  the  notion  and 
smallwares  stock  contain  all  the  staple 
items,  but  it  should  have  the  small  ne- 
cessities in  stock  that  are  brought  to  the 
front  by  fashion  changes.  New  styles  of 
dressing  the  hair  mean  a  call  for  hair 
wavers,  for  the  hair  has  to  be  marcelled 
before  it  can  be  done  up  in  the  new  way. 
Colored  wigs  will  hardly  become  a  big 
item  in  stores  catering  to  popular  priced 
trade,  but  the  connection  between  the 
wig  and  certain  styles  of  hair-dressing 
is  very  close.  The  adoption  of  this  type 
means  the  use  of  additional  hair  to  help 
out  the  natural  tresses.  Already  there 
is  a  quickening  in  the  demand  for 
switches,  and  more  interest  is  being 
manifested  in  puffs  and  curls.  The  new 
coiffure  is  high  at  the  back  and  narrow 
and  the  frame  Tor  forming  it  is  being 
shown,  also  the  frame  and  the  high  puff 
or  chignon.  Another  variation  is  made 
by  using  strands  of  hair  twisted  in  with 
the  natural  hair  while  dainty  (dusters  of 
curls   nestle   near  the   ears. 

As  at  all  times  when  the  hair  is 
dressed  high  barrettes  are  wanted  but 
the  new  barrelles  are  small  and  are  more 
for  use  than  ornament.  Turban  pins  set 
with  rhinestones  are  also  well  liked. 

Smartest  Wigs  of  Pure  White. 

Now  thai  the  openings  are  mi  much  is 
heard  of  the  wearing  of  colored  wins. 
Colored  wigs  worn  1>>  the  mannequins 
were  undoubtedly  the  feature  that  made 
i  he  biggesf  sensation  when  Baton's  held 
their  fashion  show.  Wigs  of  the  new 
rose  shade,  of  purple,  blue,  and 

red    were   either   matching  or   in    contrast 

with  the  gown,  Imi  smartesl  of  all  were 

the   w  [gs   in    pure   w  bite. 

In  all  probability  this  wearing  of 
i  oloi ed   (i  -'i\  a  passing  lad  mag 

1    si  1 1 )  1 1 1 1  \    for   the  ad\  erl  ising    \alile 

he  time  being,  hut  \\<  influence  will 
he   certain    t"   he   great    in   determining 

Bring  II'  in   hair  fashions. 


Beaded  Ornaments. 

Fashion  has  not  tired  of  beads,  and 
beaded  ornaments  more  elaborate  than 
ever  are  shown  in  crystal  and  satin 
beads  and  in  the  new  small  bead  sequins. 
In  this  kind  of  ornamentation  pompa- 
dour colors  and  patterns,  and  patterns  in 
Chinese  effect  vie  with  each  other  in  their 
appeal  to  popular  favor.  The  butterfly 
and  the  rose  are  the  two  best  liked  mo- 
tifs, and  beautiful  bead  butterflies  are 
arranged  so  as  to  fill  the  corsage  open- 
ings in  front  or  to  catch  up  filmy  bodice 
draperies  on  the  back  or  shoulder.  A 
great  deal  of  use  is  being  made  of  water- 
fall effects.  These  are  formed  of  roses 
of  beads  which  are  draped  over  the 
shoulder,  and  often  form  the  only  sleeve 
there  is  to  an  evening  gown.  Again  these 
ropes  are  caught  with  an  ornament  at 
the  shoulder  and  are  caught  again  at  the 
girdle. 

This  idea  has  been  developed  in  tunic 
form  and  a  dress  seen  at  a  recent  open- 
ing was  of  white  ehanneuse  and  chiffon 
over  which  was  a  tunic  formed  of  ropes 
of  large  jet  beads  alternatim:  with  small- 
er ones.     The  waist  was  of  white  chiffon 


POPULAR  LINES. 

Quickening  i  n  demand  for 
switchi  8. 

Butterfly     "nrf     rost      /<<st     liked 

motifs,. 

Waterfall  effects  by  beads  draped 
over  shoulder,  <>it>  u  forming  the 
sleevi . 

Old-fashioned  bead  />"</.•<  the 
smartest  thing,  with  beautiful  floral 
patterns. 

Pannii  r  type  of  h  atht  r  bags. 

( ''i ril  and  vanity  cast s. 

Artificial  bouquets  as  desirable 
I'usl,  r  gifts. 

Handy  sort  <  /'■••'  for  childn  n. 
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with  a  jet  cahochon  from  which  several 
strands  of  beads  depended  forming  the 
sleeve.  Other  strands  decorated  the 
front  of  the  waist  and  were  caught  un- 
der a  velvet  bow  in  the  centre  of  the 
waist,  while  still  other  strands  gave  a 
bolero  outline  at  the  back.  The  skirt  had 
a  pannier  tunic  of  chiffon  draped  over 
with  lines  of  beads,  the  whole  being 
caught  up  with  a  broad  band  of  black 
velvet  ribbon  fastening  in  front  under  a 
carved  jet  cabochon, and  below  the  tunic 
a  fringe  of  lines  of  jet  hung  down  to  the 
hem  of  the  gown. 

Varieties  of  Tunics. 

Tunics  come  in  coatee,  minaret,  and  in 
various  varieties  of  tunics.  These  are 
all  more  or  less  decorated  with  water- 
fall fringes,  and  moonlisrht  beads  are 
much  used  mixed  in  with  nacre,  pearl, 
crystal  and  jet.  Brooches,  ornaments, 
cabochons,  etc..  come  with  the  upper 
part  headed  in  Chinese  patterns  in  a 
mosaic  effect  with  pendants,  fringes  and 
waterfalls  of  heads.  Many  of  thest 
effects  come  in  both  black  and  white  jet. 

There  is  a  growing  disposition  to  place 
a  tassel  wherever  there  is  an  excuse  for 
using  one.  and  Paris  is  going  even  fur- 
ther and  is  using  both  cords  and  girdles 

It  begins  to  look  as  though  the  ultra 
smart  hag  during  the  coming  Summer 
would  he  headed.  Old-fashioned  head 
bags  of  grandmother  days  are  to  he  the 
smart  bag  for  calling  and  for  afternoon 
wear.  These  bags  come  in  the  well 
known  floral  patterns  and  are  even  more 
beautiful  than  the  old-time  hags  !*- 
cause  tiie  colors  of  the  beads  are 
beautiful,  Even  when  the  bag  is  not  all 
of  beads,  bead  decorations  are  lavishly 
us,  d  in  ever}  possible  manner.  Mosaic 
designs  are  used  OD  the  top  of  t ho  lid 
and  on  the  hag  itself  and  also  for  the 
finishing  fringe.  Some  of  the  more 
elaborate  bags  have  modi  jewels  set  in 

with   the  beads,  and   the  lids  are  carved 
metal   also   set    with   jewels.      Miniatures 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


De  Long 
Press  Button 


Worlds  Flattest 
Fastener 


De  Long 
Hook  ano  Eye 


See  That 

hump 

TRADEMARK    A 
BEG. U.S.  PAT    OFF. 


De  Long 

Safety 

Pins 

Strona 
Easy-Working 

Rust?  Never!' 


The  OriginalSee  That  Hump 
De  Long  Hook  and  Eye 

is  the  World's  Standard  of  Quality 
in  Hooks  and  Eyes. 
Make  yo\ir  Notion  Counter  known 
as  the  place  For  reliable  goods.  With 
our  Canadian  factory  at^your  service, 
you  should  never  be  without  full 
assortments  of  De  Long  Products 
-invariably  the  best  in  their 
respective   lines. 

DeLong  Hook  ^r^  Eye  Company 

of  Canada,  Ltd. 
St. Marys,  Ontario 


See  that 

hump? 

TRADE  PARK  REG  U  5  RAT  OFF 

DeLong 

HOOKAND  Eye~ 


PATENT  INVISIBLE  EYE5 


Hook  ^D  Eye 


Bless  that 

Ntib! 


TRADE  MARK 
REG.U.S.PATOFF. 


De  Long 
Hook  and  Eye 


Tape 


LOOK 
FOR  THE 
TAGS 


Dry  (Jouds  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


that  arc  copies  of  famous  paintings  and 
also  cameot  are  sel   in  the  lids  of  bags. 

Opera  Bags  of  Real  Lace. 
The  fitting  of  the  bag  is  almost  as  im- 
portani  as  the  bag  itself  for  every  bag 
new  carries,  as  well  as  a  change  purse, 
a  mirror  ami  other  vanity  fittings. 
Charming  little  bags  either  for  the  opera 
or  for  wear  with  a  trillj  Summer  gown 
arc   of   real    lace.      Clunj    comes    firsl    ami 

Irish  croclici  is  offered.  These  bags  arc 
silk  lined  and  draw  up  with  either  a 
ribbon  or  a  metal  cord  ending  with 
tassels. 

For  really  useful  wear  nothing  can 
quite  take  the  place  of  a  leather  hag.  As 
a  rule  the  bags  are  small  ami  are  either 
verj  flat  or  in  imitation  of  the  draped 
fabric  bags.  The  pannier  type  will  be 
the  leader  ami  the  leathers  used  will  he 
of  the  finer  softer  types  such  as  calf, 
mocha   and   pin   seal.      Another  feature   is 


i    .-   use   of   liandsome   linings,  to   matcb 

color  of  the  leather  and  the  -mart- 
ness  of  the  vanity  fittings. 

Botb   in   Europe   and   in   the   States  a 

very  decided   prel -   being   given 

to  the  mesh  bag,  and  mesh  bags  are  likely 
in  prove  good  sellers  in  the  ji -weirs  sec- 
fcion.  The  new  hags  come  in  very  fine 
mesh  ami  have  narrow  frame-,  and  some 
of  them  are  fitted  ssith  a  mirror  and  a 
vanitj  purse.  A  novelty  that  promises 
well  is  a  small  mesh  purse  with  a  small 
chain  and  a  ring  in  the  centre  through 
which  the  finger  goes. 

Card  and  sanity  cases  combined  come 
in  a  \\  iile  assortment  of  prices  and  de- 
signs. Card  cases  are  made  to  carry 
lull-sized  cards  and  are  fitted  with 
pockets  for  car  tickets  and  change  and 
also  with  a  memo  and  pencil.  Other 
cases  have  the  pocket  for  cards  on  one 
side  and  the  mirror  and  vanity  case  on 
the  other. 


Getting  Crazy  Over  Beads 

Chinese  Beads  in  Mosaic  Popular  in  High-Priced 
Lines— Baby  Walkers.  Screens  and  Well- 
Equipped  Washstands. 


BEADS  are     the     most     fashionable 
thing  in  jewellry,  and   Ne>v  York  is 

about  cra/s  over  beads.  Tango  is 
the  name  tacked  onto  the  new  bead 
necklaces  and  as  in  other  lines  this  name 
is  proving  a  passport  to  fashionable 
favor.  In  both  Paris  and  New  York 
the  costume  that  is  not  completed  by  a 
string  of  beads  is  not  counted  complete. 
and  manufacturers  have  turned  thoir  at- 
tention to  the  production  of  beads  that 
can  be  worn  ssith  any  color,  for  the  sec- 
tion in  the  store  where  beads  are  shown 
vies  with  the  rainbow  in  the  brightness 
ad  variety  of  its  color  scheme.  The  bes! 
liked  necklaces  are  made  'if  graduated 
beads  very  large  in  the  centre  ami  -rad- 
iiiLi'  down  to  quite  small  sizes  al 
hack.  Amber,  both  clear  and  clouded, 
has  firsl  place;  coral  is  coming  into 
favor,  both  in  pink  and  whhite,  and 
amethyst  ami  turquoise  heads  are  good. 
Ebcny  and  wood  beads  in  scarlel  and 
..I  her  colours  a  re  amona  i  '•"  se  las  ored. 

Heads  made   from    dowers  and    colored 
purple,   rose,   belio,  mahogany  ami   bla<  k 

retaining   the   odor   of  the   flowers 
another  novelty. 
i  ..mhin.it ions   of   s arious   colors    ami 
of   large    stoni  a    alternatiuu    with    small 

ne    HOW,      and      some      beads    ,    

m. united      ss  ilh      silver     chains     m      |   n.e* 
and    Some   have   fanes    t  :i  -  - .  1   drops. 

In    higher  priced    lines   i Ihinese   beads 

.lie   an  ■    I  hat    i-    in    strict 

keeping  ssith   the  present    style  tendon 
cies.     Bead  necklaces  can  in-  had  to  -ell 


at    scry     low    prices    and    also   at   prices 
that   run   up   to  $10. 

A  fashion  that  has  a  strong  hold  in 
the  cities  user  the  line  but  which  seems 
hard  to  gel  started  in  Canada  is  the 
wearing  of  bouquets  of  artificial  flowers. 
There  is  a  certain  selling  of  flowers  to 
complete  an  evening  gown  but  for  tin? 
popular  trade  it  is  the  wearing  of  a 
bouquet  of  flowers  with  the  street  at- 
tire that  is  aimed  at.  At  this  time  of 
the  year  a  bunch  of  voilets  or  siolets, 
roses  and  lils  of  the  valley,  or  jusl  B 
rose  and  its  buds,  or  orchid  and  pansies 
would  be  a  welcome,  relief  noss  that 
Spring  is  almost  here.  Natural  llowers 
come  expensive,  but  ssith  artificial  bou 
quets  the  Mrsi  outlay  is  the  only  expense. 
These  bouquets  come  in  dainty  little 
band  boxes  and  -lioiihl  form  very  de- 
sirable Easter  gifts.  Smart  bouquets 
could  be  made  up  from  the  range  of  ar- 
tificial dossers  in  the  department.  Die 
plays  should  be  made  both  in  the  mil- 
liners   and  the  fanes   goods  department 

and   the  -ale  pushed   in   both  sections. 

Handy  Screens. 

Something   for  master  or  miss  baby   is 
in    order  at    anj    period   of  the  year,  and 

a  sisit     to  the     infante'     wear  section 

about       an      embarras-meui       of 

choice,  so  numerous  are  the  useful  ami 
ornamental  articles  that   arc  presented. 

Mans     nt     I  he    u-el  ill    ones    aii     en. -nil  led 

white  or  balis    pink  or  baby  bine.     There 

are    baby    svalkers    for    the    child    that    is 
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learning  to  svalk.  high  chairs  and  screens 
to  keep  off  draughts  while  baby  has  his 
morning  bath.  Moreover  these  screens 
are  so  arranged  that  all  the  little  ar- 
ticle- of  dress  and  other  matters  for 
baby  's  toilette  arc  bun.:  on  hoc 
tained  in  pockets  fitted  on  the  inside  of 
the  screen.  Another  recent  addition  to 
nursery  comforts  is  a  wash-stand  of 
white  enamelled  red  equipped  ssith 
,  pitcher,  soap  box  and  powder  box 
in  enther  baby  pink  or  baby  blue  or 
white  and   gold. 

Soft  Wool  Toys. 
More  appreciated  by  baby  are  the  soft 
wool  toss  such  a-  cats,  doers,  sheep, 
balls,  etc.,  that  cannot  possibly  harm 
their  tiny  owners.  The  baby  line  is  an 
extensive  one  and  manufacturers  are 
constantly  adding  something  that  is 
either  just   new  or  ness    anil   useful. 

® 

VANITY    FOLDING    BAGS. 

Also  very  dainty  are  the  folding  bags 
which  spring  open  at  a  touch  to  display 
the  toilette  requisites.  Some  of  these 
are  only  a  few  inches  in  size,  others  are 
reasonably  large,  and  would  do  quite  well 
for  traveling,  saving  much  of  the  Bpac 
that  is  demanded  by  the  larger  fitment. 
Color  enters  into  many  of  these  fanci- 
ful cas(-,  a  green  leather  bag,  or  case. 
containing   red    oi  d    fittings, 

while  a  y<  1 1 < > sv  bag  will  have  every  item 
in  blue  enamel,  or  m  silver-  jilt. 

In     devices    many    and     varied     t 
dainis    trifles  arc  certainly  features  of  a 
season   of  luxury  and  elegance. 


"PUT  AND   CALL ' 
"A  draper  recently  sued  a  Tonbr 
gentleman   for     a  debt     owed     by     his 
daughters,     The  young  ladies  had  prob- 
ably   said.   'Put    it    down   to   papa,'   and 
when  papa  sasv  the  bill  he  demurred. ''- 
English  Paper.] 
You   never  can    tell     when     the     dainty 

young  belle. 
Your  daughter,  ssho  grows  like  mamma. 
Is  purchasing     furs,     and     the     draper 

curs 
In  "putting  them  down  to  papa." 
It's   reckoned   your  debt,   and      the     bill 

must   be  met  : 
1 1  '-  useless,  indeed,  to  ery  ••Rah'" 
Sour    daughter   may    "swank"    of   your 

business  or  rank. 
And  so  it  goes  down  to  papa! 
He  thankful,  say     1.  ssith     relief-giving 

sigh, 
That  drapers  aren't  brokers     hurrah! 
Who'd    soon    tell    the      fair-      that      they 

couldll  't    buy    sh; ;■ 
And  base   'em  put  doss  n  to  papa' 
Fred    Wallis,   in    the    London    •"Financial 
Times 


FANCY  GOODS,  NOTIONS  AND  TOYS 


I>ry  Goods  Review 


Millions  of  Women  use  Duchess  Hoops 

for  embroidering   and  would  have   no  other,  because  : — 


— Duchess  Hoops  hold  thick  or 
thin  fabrics  equally  taut. 

—The  Felt  Cushion  protects 
the  embroidered  work  from 
injury  when  being  placed  in 
or  removed  from  the  Hoops. 


— No  springs  or  attachments  to 

catch  the  silks. 
— No  metal  about  the  hoops  to 

rust  and  stain  the  fabrics. 
— Made  of  selected    hardwood, 

smoothly       finished       with 

rounded  edges. 


The  Best  and  Most   Popular  Embroidery  Hoops  on  the  Market 

Eight  sizes  in   Round,  3,  4,  5,  6,  7.  8,  10,  12-inch. 
Three  sizes   in   Oval,   3x6,  4%x9,   6x12  inch. 

THE  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A. 

The  Largest  Makers  of  Embroidery  Hoops  in  the  World. 


Order  To-day 

Your  Jobber  carries    Duchess 
Hoops  and  recommends  them 


Over  18,000  dealers  sell  Duchess 
Embroidery  Hoops. 

It's  the  "Duchess"— the  Hoop 
with  the  Felt  Cushion,  women 
want  and  ask  for. 


PERSISTENCY  IN  ADVERTISING 

One  stroke  of  a  bell  in  a  thick  fog  does  not  give 
any  lasting  impression  of  its  location,  but  when 
followed  by  repeated  strokes  at  regular  intervals 
the  densestfog  or  the  darkestnight  can  not  long  con- 
ceal its  whereabouts.  Likewise  a  single  insertion 
of  an  advertisement — as  compared  with  regular 
and  systematic  advertising — is  in  its  effect  not 
unlike  a  sound  which,  heard  but  faintly  once, 
is    lost    in    space    and    soon    forgot.  —  Printing  Art. 
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IT  looks  as  though  every  woman  would 
have  to  provide  herself  with  a  smart 
separate  coat  this  season.  The  short- 
er length  and  the  introduction  of  the 
Hare  is  responsible  for  a  host  of  new 
ideas  in  style  that  are  ably  developed  in 
a  wealth  of  variety  in  pattern,  color 
and  material.  Flares,  ripples,  yokes  and 
fancy  collars  are  the  most  striking  of 
the  new  style  features,  and  fabrics  are 
just  as  varied  as  the  cut.  First  in  favor 
comes  golfine,  a  new  soft  variety  of 
corduroy  velvet.  Then  there  are  check- 
ed Bedfords,  honeycomb  checks,  cord 
Redfords,  duvetyns,  serges,  broadcloths, 
eponges  and  crepes. 

The  color  range  is  as  extensive  as 
the  list  of  materials  in  which  these 
coats  are  developed.  Blue  shades  range 
from  Nattier  to  navy,  and  greens  I  rom 
lime  to  hunter's  green.  Tans  and  yel- 
lows come  in  all  shades  from  tango  to 
tobacco  brown,  and  the  new  rose  and 
Indian  reds  are  very   fashionable. 

Linings  to  Match  the  Cloths. 

The  lining  is  an  important  feature  in 
the  new  coats.  Linings  match  the  cloth 
exactly,  and  many  of  them  come  in  gay 
printed  patterns.  Collar  effects  are 
ver\  varied  and  show  touches  of  Roman 
stripe,  plaid,  brocade   or   embroidery. 

For  the  woman  who  does  not  favor 
bright  colors,  or  who  wishes  a  coat  that 
can  he  worn  wiili  any  gown  comes  the 
smart  black  model.  Useful  models  come 
in  eponge,  ratine  and  serge,  and  more 
dressy  its  arc  developed  in  such  ma- 
terials as  crepe,  poplin  and  Bedford 
cord.  Beautiful  coats  are  showing  in 
moire,  sonic  of  which  have  touches  of 
color  in  the  trimmings  and  are  lined  to 
match, 

Summer  Models  of  Taffeta. 

For  Summer  wear  over  the  light  sown 
exquisite  models  in  shot  ami  plain  taf- 
h  ia  are  being  prepared.  They  have  full 
hacks  and  are  edged  with  frills,  ruffles 
and  ruches  of  taffeta  silk. 

The  model  that  is  making  the  big  hit 

fur  motoring,  and  for  genornl  knock- 
about wear  is  the  " Ralmneaan, "  This 
Coal    is  an    adaptation    from    the    English 


Big  Separate   Coat  Season 

Fancy  Coat  Models  Numerous — Smart  and 
Attractive  Cut  With  Novelty  Colors — Balmac- 
aan  Popular  for  Outing— New  Models  in  Sports 
Coats. 


paddock  coat  lor  men's  wear.  It  is  ex- 
ceedingly simple  in  cut  and  hangs  full 
from  the  shoulder,  flaring  out  in  bell 
shape  around  the  kne,  s.  The  accepted 
collar  is  cither  in  military  or  notch 
style  and  it  has  raglan  sleeves. 

High-priced  models  come  in  real 
Scotch  ami  Irish  tweeds,  and  checked 
tweeds  are  decidedly  the  smartest  cloths 
in  which  the  Balmaeaan  model  is  de- 
veloped.     This   coat   comes   in    duvetyn, 


-©- 


pcau-de-peche   and   in   other  soft   rough 
cloths. 

Sports  coats  are  appearing  in  many 
new  belted  and  sashed  models.  Other 
features  are  the  kimono  ami  raglan 
sleeves  and  the  swirl  or  flare  cut  below 
the  waist.  Collars  are  high  at  the  back 
or  are  convertible.  These  coats  are  de- 
veloped in  light  weight  chinchillas  and 
in  high  colors  or  in  white,  striped  with 
blue,  red  or  black. 


Blouses  Growing  in  Importance 

Crepe  the  Present  Seller — New  Ideas  in  Tailored 
Models — High-Priced  Blouses  very  Transparent 


THERE  is  no  item  on  sale  at  the 
present  moment  in  the  ready-to- 
wear  department  of  more  import- 
ance than  the  blouse.  Blouses  that  har- 
monize with  the  suit  are  still  asked  for 
but  the  very  smart  woman  is  often  sub- 
stituting the  model  that  is  different,  and 
manufacturers  are  designing  and  pro- 
ducing models  to  suit  both  tastes. 

From  the  standpoint  of  fashion,  the 
transparent  effects  still  dominate,  and 
models  of  this  class  are  not  only  very 
decollete,  but  they  are  mere  whisps  of 
material. 

The  laces  used  are  of  the  cobwebby 
kind  and  are  often  run  with  metal 
threads.  Flesh-colored  tulle  is  the  fash- 
ionable foundation. 

Though  the  V  line  is  still  most  fav- 
ored at  the  neck  the  high-rising  collar  is 
the  mode,  and  Marie  Stuart,  Normandy 
and  Galdstone  shapes  are  among  the 
newest.  Another  idea  that  is  gaining 
ground  but  will  most  probably  not  at- 
tain any  great  vogue  until  Fall  models 
are  shown,  is  the  topping  of  a  sheer  lace 
blouse  with  a  collar  of  white  moire  or 
taffeta,  and  with  cuffs  and  girdle  to  cor- 
respond. Another  new  collar  idea  is  tin1 
use  of  organdie  for  both  collar  and 
— that  is.  the  blouse  will  be  of  chiffon, 
net  or  shadow   lace,   and    the   collar   and 

\est   of  plain  tucked  organdie. 

Another  new  blouse  idea  conies  in 
jumper  effect  cut  in  the  form  of  a  Rus- 
sian blouse  and  belted  in  at  the  waist 
line,  and  mounted  over  a  lining  or  body 

of    chiffon    or    net. 

All   the  new  blouses  are  designed  with 

large  arm-holes  and  on  loose  baggy  lines 
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and  are  full  both  back  and  front.  First 
on  the  selling  list  stands  the  waist  of 
soft  crepe  de  chine  which  is  washable  in 
mosl  colors,  hut  first  from  the  fashion 
standpoint  comes  the  waist  of  soft  chif- 
fon taffeta.  Fashion  certainly  is  push- 
ing taffeta  for  all  that  it  is  worth,  but 
it  remains  to  be  seen  whether  the  popu- 
lar prejudice  against  this  silk  will  be 
sucessfully  combatted.  Taffeta  waists 
will  certainly  be  an  item  in  the  Fall 
lines. 

Manufacturers  who  are  looking  to- 
wards Summer  trade  are  showing  tailor- 
ed morning  blouses  that  introduce  many 
new  ideas.  The  very  newest  of  these 
blouses  come  in  sheer  cotton  crepe,  with 
plain  and  with  embroidered  figures  and 
this  season  the  crepes  that  are  used  are 
sheerer  than  ever.  Batiste,  orsrandie  and 
fine  voile  both  plain  and  printed  are 
other  materials  used  for  the  washing 
tailored   waist. 

The  collar  is  the  main  thin?  and  near- 
ly all  the  new  collars  flare  away  from 
the  neck  in  Medici.  Gladstone  or  Nor- 
mandy fashion.  New,  too.  is  the  tuck- 
ed vest  that  accompanies  some  of  these 
collars.  Cording  and  hemstitching  is 
also  used  in  finishing  these  now  blouses. 
The  black  tie,  or  neck  band  of  velvet 
and  velvet  wrist  hands  are  seen  on  many 
Mouses.  Crepe  de  shine,  cotton  crepe, 
voile,  and  net  or  lace  blouses  still  show 
the  frill  finish  at  the  neck  and  outlining 
the  vest  effect.  Frills  of  net  are  well 
liked  and  often  have  a  dainty  line  of 
black  given  by  the  use  of  hemstitching 
which    lias    been    cut    down    the    centre 

leaving  a  picot  edge. 


READY-TO-  WJS  A  R    GARMENTS 


Dry  Goods  Review 


LATEST  SHOWINGS. 

Latest  models  of  suits  trimmed  with 
striped  silks. 

Black,  blue  and  brown  the  staple 
shades  for  ordinary -priced  suits. 

Many  smart  dresses  of  ratine,  or 
ratine  combined  with  crepe. 

In  cotton  dresses  leaders  are  crepes 
in  novelty  shades  of  blue,  new 
shrimp  pinks,  and  tango  and  yellow 
shades.  Waist  and  tunic  of  fancy, 
and  skirt  of  plain  material. 

Frill  of  lace  used  as  finish  to  full 
tunics. 

Some  cotton  crepe  dresses  in  modi- 
fied bustle  effect  with  skirt  slashed 
at  back,  revealing  inset  of  net  and 
lace,  simulating  a  petticoat,  with  or- 
gandie collars. 

Balmacaan  making  big  hit  for 
motoring. 

Separate  skirt  blossoming  out  into 
pannier,  flounce  and  tier  effects. 


Fancy  Suit  Season 

Business  Best  in  High-Priced 
Numbers — Three  Weeks  Extra 
Selling  Before  Easter  Should 
Mean  Sale  of  Many  More  Suits. 


THE  new  suits  are  taking  well  with 
the  city  trade  and  as  the  outside 
centres  usually  follow  the  lead  of 
the  big  cities  the  acceptance  will  be 
general,  particularly  in  the  high  priced 
suits.  In  the  eyes  of  the  woman  who 
has  to  study  economy,  the  dress  that 
comes  so  near  to  the  suit  is  apt  to  be 
chosen  as  it  can  be  made  to  do  duty 
on  more  occasions  than  the  suit.  This 
fact  has  nothing  to  do  with  the  accept- 
ance of  the  new  models  from  a  style 
point  of  view.  In  the  larger  centres 
present  styles  have  been  led  up  to  for 
some  time  now,  and  therefore  cannot  be 
looked  upon  as  a  sudden  innovation. 

In  spite  of  the  novel  nature  of  the 
new  suits  they  are  so  wonderfully  smart 
and  dressy  that  they  have  made  a  place 
for  themselves  in  popular  favor.  The 
latest  models  are  much  trimmed  with 
Roman  striped  silks.  Cheeked  materials 
trimmed  with  Roman  stripe  are  used  for 
the  vest  and  facings  and  such  materials 
as  poplin,  diagonal  and  French  serges 
are  not  only  trimmed  with  the  stripe 
but  are  brightened  with  touches  of 
gold.  Coats  are  all  short  and  the  skirts 
dressy,  many  of  them  in  three  tier  effect 
and  some,  intended  for  slender  women, 
with  box-pleated  overskirts. 

Black,  blue,  and  brown  are  the  staple 
shades,  but  in  the  highei  -priced  suits 
novelty  colors  are  strong. 


Waist  of  white  crepe  de  Chine  with  long 
shoulder  and  yoke  in  raglan  effect.  Vest  of 
shadow  lace.  The  collar  reaches  to  the  shoulder 
line  and  is  formed  of  pleated  net  with  pieot  edge 
of  black,  centered  with  black  velvet  which  con- 
tinues round  the  neck.  The  long  sleeves  are 
finished  with  net  frills  and  velvet  bands.  Shown 
bv  Phoenix  Novelry  Co. 

Sketch   by   Eeview   artist. 


New  Lines  in  Skirts 

Separate  Ones  Have  Features  of 
Suit  Skirts — Tunic  and  Double 
Tier  Models  Among  Best 
Sellers. 

NO  wardrobe  is  to  be  complete  this 
season  without  the  presence  of 
the  separate  skirt.  For  many 
seasons  now  separate  skirts  have  been 
bought  only  for  utility  wear,  for  fash- 
ion would  not  tolerate  the  break  at  the 
waist  line.  Now  fashion  is  favoring  the 
light  waist  and  the  dark  skirt  of  heavier 
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material,  and  the  separate  skirt  has 
blossomed  out  into  pannier,  flounce  and 
tier  effects. 

Useful  skirts  come  in  serge  and  worst- 
eds in  navy,  Copenhagen  and  black,  and 
in  black  and  white  and  novelty  checks, 
and  plaids  with  blue  and  green  plaids 
in  very  high  favor.  Crepe  eponge  in 
such  colors  as  delf  blue,  tango,  and  navy 
are  also  selling. 

Smart  models  for  later  wear  are  be- 
ing developed  in  moire  silk  in  colors  as 
well  as  black  and  in  taffeta.  One  smart 
taffeta  model  shows  a  quaint  hip  flounce 
effect  and  another  comes  in  a  double 
tunic. 


Dry  Goods  Review 


READY-TO-WEAR     GARMENTS 


More  Samples  than  Ever  Forced 
on  the  Manufacturers 

Decided  Changes  in  Styles  Make  Buyers  Desiiv 
to  See  Effect  on  Customers  Before  Heavy  Buy- 
ing— Competing  With  Mail  Order  Houses  in 
Better  Lines. 


RBADY-TO-WEAB  buyers  have  come 
and  gone  now,  and  the  manufactur- 
ing end  of  the  trade  are  busy  with 
the  orders  they  have  left,  and  in  sizing 
up  the  season  before  us.  Judging  from 
reports  the  total  amounts  of  the  orders 
are  somewhat  larger  than  last  year,  ow- 
ing to  the  taking  of  higher  priced  goods 
in  many  cases.  Conferences  with  the 
buyers  indicated  a  growing  confidence 
in  the  outlook.  Naturally  there  was 
manifest  the  caution  that  buyers  have 
developed  in  the  past  year,  and  there  are 
still  other  reasons  why  buyers  have  left 
over  a  considerable  portion  of  their  pur- 
chases for  the  sorting  season. 

One  glance  at  the  garments  themselves 
will  furnish  the  clue:  there  is  a  remark- 
able and  a  decided  change,  a  change 
that  runs  through  not  only  the  figure 
outline,  but  extends  to  coat  lengths  and 
the  cutting  of  the  skirts.  Buyers  all 
welcome  style  changes  but  they  all  want 
to  go  light  until  they  arc  assured  that 
the  great  buying  public  will  accept  them 
and  therefore  many  feel  indisposed  to 
place  very  heavy  orders  until  they  have 
made  their  customers  and  the  new  models 
acquainted.  This  means  a  more  difficult 
season  than  usual  for  the  manufacturer; 
one  in  which  it  will  be  harder  than  usual 
to  keep  a  steady  run  of  work  through  the 
factories  at  the  present   time  and  possi- 


bly congestion  and  j>oor  delivery  later. 
It  also  will  mean  the  putting  out  of  more 
than  the  usual  range  of  samples  for 
buyers  will  want  to  see  novelties  before 
further  orders  are  placed.  This  means 
more  pattern-making. 

To  offset  these  conditions  there  is  the 
longer  Spring  season.  Easter  usually 
winds  up  Spring  selling  particularly  in 
suits.  This  year  Easter  falls  late  as 
late  in  fact  as  Easter  can  fall  and  there- 
fore the  trade  will  have  three  extra 
weeks  in  which  to  do  business  this 
year. 

Another  satisfactory  feature  is  the 
noticeable  tendency  that  has  been 
steadily  developing  during  several  years 
past  in  favor  of  buying  better  garments. 
This  is  even  more  noticeable  this  season, 
and  the  trade  is  going  in  more  strongly 
than  ever  for  exclusive  merchandise. 
The  big  importance  of  this  item  lies  in 
the  fact  that  competition  between  the 
large  mail  order  stores  and  the  average 
retail  merchant  is  being  placed  on  a 
style,  not  a  low  price  basis.  This  means 
that  the  merchant  in  outside  centres  is 
not  spending  his  energies  in  trying  to 
compete  for  the  cheaper  and  less  profit- 
able trade,  but  is  devoting  his  energies 
to  building  up  a  profitable  business  and 
reputation. 
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Big  Business  in  Silk  Dresses 
and  Novelty  Cottons 

Many  Smart  Dresses  of  Ratine  Selling  as  Early 
Choice — Waist  and  Tunic  of  Fancy  Crepe  and 
Skirt  Plain — Modified  Bustle  and  Slashed  Skirt. 


THE  vast  importance  of  the  dress 
line  is  never  so  clearly  realized  as 
at  the  beginning  of  a  new  Beason 
when  everything  from  the  simple  house 
gown  up  tn  the  evening  gown  and  the 
gown  for  dressy  wear  is  in  its  place. 
This  season     tailored     dresses    are  not 

numerous  and  the  few  that  are  seen  are 
only    intended     for    useful    wear.       It     is 

the  season  of  the  silken  gown,  and  the 
fancy  material  for  the  early  sale,  with 
cotton  dresses  in  reserve  to  come  on  as 
soon  as  the  weather  will  permit.     Many 

smart    little    dresses   of    ratine    or    ratine 

combined    with   crepe  are  Bhowing,  and 


as  they  are  both  new  and  practical  they 
are  selling  to  the  woman  who  likes  to 
have  first  choice.  These  dresses  come  in 
the  new  blues,  pinks,  tan  and  tango 
shades  and  can  be  worn  with  comfort 
during  the  days  of  late  spring.  Many 
of  them  are  really  costumes  and  have 
the  effect  of  a  coat  and  skirt.  Others 
are  really  two  piece  and  have  a  bolero 
or  Eton  coat  that  can  be  removed.  One 
of  this  kind  seen  at  the  openings  was 
of  deep  blue  ratine  with  vest  and  collar 
of  sulphur  ratine  printed  in  soft  Orien- 
tal colors.  The  skirt  is  cut  along  the 
prevailing  lines  and  has  a  double  tunic 
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effect  broken  with  a  panel  in  front.  For 
ason  when  so  much  drapery  is  the 
rule  there  are  many  simple,  one-piece 
dresses  of  ratine  showing  and  these 
dresses  promise  to  make  a  success  when 
the  time  for  wearing  them  arrives. 

In  cotton  dresses,  as  in  other  lines, 
everything  stands  aside  for  crepe.  Cot- 
ton crepes  in  novelty  shades  of  blue,  the 
new  shrimp  pinks  and  tango  and  yel- 
low shades  are  shown.  It  is  very  sel- 
dom that  just  plain  crepe  is  used  alone. 
Plain  and  printed  crepe  is  a  much  seen 
combination.  The  waist  and  tunic  of 
the  fancy  and  the  skirt  of  the  plain  is 
the  general  rule,  and  this  applies  to 
white  as  well  as  to  colored  dresses. 

Though  many  dresses  are  made  of 
piece  crepe,  certain  lines  of  embroid- 
eries are  Belling  well.  Some  of  these 
show  the  introduction  of  color  and  are 
particularly  good  in  black  and  white. 

Shadow  lace  and  narrow  insertions  of 
heavier  laces,  sparingly  used,  trim  these 
dresses.  A  new  feature  is  the  frill  of 
lace  used  as  a  finish  to  the  full  tunics. 
Many  tunics  are  on  the  pannier  order 
and  are  full  and  bouffant. 

Shall  we  have  the  bustle,  or  will  it 
die  out  with  the  period  of  openings,  is 
a  question  that  many  desi?ners  are  ask- 
ing. Bustles  are  part  of  1S70  modes,  and 
designers  are  gointr  to  that  period  for 
inspiration.  The  bustle  is  quite  in  keep- 
ing with  many  of  the  materials  now 
coming  to  the  fore  and  develops  most 
effectively  in  the  new  soft  taffetas  that 
are  becoming  so  fashionable.  From  this 
period,  too.  dimes  the  ruches  and  ruf- 
fles that  are  making  their  appearance 
on  the  later  models. 

Some  of  the  new  cotton  crepe  dr. 
are  bein<r  made  in  modified  bustle  effect 
with  the  skirt  slashed  at  the  back  and 
revealing  an  inset  of  net  and  lace  simu- 
lating a  petticoat.  The  organdie  collar 
is  the  feature  of  this  model.  Gowns  of 
this  kind  would  be  adaptable  for  danc- 
ing, for  while  retaining  the  much  liked 
narrow  outline  at  the  feet  a  comfortable 
fullness  could  be  introduced  behind. 
Poiret  is  showing  straisht  line  dresses 
and  no  bustle  effects  are  included  in  his 
Sprins  line. 

$ 

NOVELTIES  IN    SKIRTS 

Till"  idea  that  the  separate  skirt  is 
to  be  an  important  factor  in 
Spring  and  Summer  selling  is 
training  strength.  Buyers  are  every- 
where interested  in  separate  skirts  and 
are  on  the  look-out  for  novelties  as  well 
as  staple  models.  As  the  season  ad- 
vances it  is  perfectly  evident  that  fancy 
materials  will  be  featured  in  the  separ- 
ate skirt  line.  The  new  crepe  cloths  are 
going  freely,  and  such  materials  as  silk 
crepe,  paillette,  moire  and  -rlace  and 
plain  taffeta  arc  indicated  for  later 
wear.      Fashion    has   brought    about    the 


READY-TO-WEAR     GARMENTS 
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change  by  favoring  once  again  the  dark 
skirt  with  the  light  waist,  and  the  pres- 
ent drapery  ideas  have  proved  a  good 
feature  for  the  maker  of  separate  skirts. 
Peg-tops,  tunics  and  three-tier  effects  are 
all  showing,  and  the  change  in  the  posi- 
tion of  separate  skirts  is  best  shown  by 
the  early  adoption  of  new  style  ideas, 
and  the  quickness  with  which  they  are 
incorporated  into  the  line.  Bustle  ef- 
fects are  the  latest  note  from  Paris,  and 
the  makers  of  separate  skirts  have  taken 
up  the  idea  and  are  showing  skirts  with 
the  draped  puff  at  the  back. 

A  big  season  is  assured  in  washable 
outing  skirts.  The  latest  outing  models 
conform  to  the  new  outline,  and  are 
wide  over  the  hips,  and  taper  to  the  feet. 
Simple  cut  skirts  sell  best,  and  yoke  and 
panel  effects  are  better  liked  than  the 
more  dressy  tunic  and  tier  skirts.  Patch 
pockets  are  quite  a  feature,  but  it  is 
said  that  some  buyers  do  not  take  kindly 
to  them.  Another  idea  is  the  adding  of 
detachable  vestee  girdle  of  the  same 
material  of  the  skirt,  which  with  the 
bolero  or  monkey  jacket  forms  a  smart 
costume  for  outdoor  wear.  Thick  pleats 
are  also  introduced  into  some  skirts  and 
are  practical  as  the  narrow  effect  is  pre- 
served and  the  skirt  is  given  enough 
width  for  comfort  in  walking. 

There  is  a  wealth  of  suitable  cotton 
materials  to  choose  from,  and  besides  the 
regulation  repp,  linens,  ducks  and  cot- 
ton suitings  and  plain  eponges  there  is 
a  wide  choice  in  checked,  plaid  striped 
and  plain  ratines,  eponges,  and  nub  yarn 
and  boucle  etimines. 

White  is  always  the  big  seller  in  out- 
ing skirts  and  natural  shades  and  khaki 
are  always  good,  but  this  year  there 
promises  to  be  more  than  the  usual  busi- 
ness in  novelty  cloths. 


Prospects  for  Gloves 

Embroideries  and  Fancy  Stitch- 
ings  Feature  of  Easter  Glove — 
Former  Now  Applied  to  Silks 
and  Lisles — Children's  Glove 
Section  Profitable. 


CAPES,  mochas,  and  doeskins  are 
selling  at  the  present  time,  and 
will  continue  to  do  so  until  the 
arrival  of  warm  weather.  Chamoisettes 
or  chamois-lisles  are  a  very  strong  sell- 
ing line.  The  majority  of  these  gloves 
are  sold  in  white.  Natural  grey  and 
blacks  are  also  stocked,  but  the  percent- 
age in  favor  of  white  is  heavy.  Cha- 
moisettes heavily  embroidered  in  black 
are  new,  and  are  taking  well. 

Fancy  stitches  and  embroideries  will 
have  a  larger  sale  than  usual  this  Spring 
both  on  kid  and  silk  gloves.  The  pre- 
sent vogue  is  for  3  and  4-row  embroid- 


Balmacaan  Waterproof,  with  patch  pockets  and  convertible 
collar.     Shown  by  National  Rubber  Co.,  Montreal. 


eries.  Now  that  heavy  embroideries  are 
being  taken  up  by  the  popular  trade, 
fancy  stitching  is  showing  in  their  place 
on  the  high-priced  glove. 

Embroideries  and  fancy  stitchings 
come  first  in  white  on  white,  and  also  in 
black  and  colors  on  white.  High  novel- 
ties for  Easter  include  colored  leathers 
with  fancy  embroidered  backs  in  navy, 
royal,  Copenhagen,  tango,  and  cham- 
pagne, tan  taupe,  and  Quaker  grey. 

There  is  no  question  about  the  vogue 
of  long  silk  gloves  during  the  coming 
summer  months,  as  all  dresses  and  waists 
for  that  period  are  being  made  with  short 
sleeves,  and  the  gloves  to  wear  with 
them  must  of  necessity  be  long. 

The  big  demand  will,  as  usual,  be  for 
white,  but  more  black  gloves  than  usual 
will  be  sold.  Colors  have  little  place, 
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and  will  be  chiefly  confined  to  cham- 
pagnes and  a  few  tans  and  greys. 

The  buyer  who  has  not  paid  any  ex- 
tra attention  to  children 's  gloves  will 
find  Easter  a  very  good  time  for  starting 
to  create  interest  in  this  new  section  in 
the  department. 

Superstition  favors  the  wearing  of 
something  new  at  Easter,  and  the  glove 
is  as  handy  an  article  as  can  be  selected. 
If  the  whole  new  outfit  has  been  pur- 
chased, mother  is  easily  tempted  to  pay 
the  extra  price  for  a  pair  of  smart  little 
kid  gloves.  Children's  lines  are  now  a 
special  study,  and  are  made  of  suitable 
leathers,  properly  cut  and  sewn.  There- 
fore they  give  the  right  service,  and  this 
fact  warrants  the  mother  in  paying  the 
price.  Tan  is  the  chief  color  in  chil- 
dren's gloves. 


Some  Advance  Indications  for 

Next  Fall 


Printed  Cotton 

Development  Along  Line  of 
Sheer  Materials — Soft-Finished 
Organdies   the   Newest   Fabric. 

NOW  thai  the  selling  season  has 
opened  up,  crepes  are  decidedly 
the  best  selling  among  cotton  fab- 
rics. Crepes  are  showing  in  a  wide 
variety  of  weaves,  styles  and  qualities, 
as  well  as  designs  and  effects.  They  are 
decorated  in  many  ways,  chiefly  with 
mil)  yarns,  ratine  yarns  and  velour 
stripes.  The  best  liked  crepes  are  very 
sheer,  many  of  them  having  the  fineness 
of  chiffon  and  the  crinkle  effect  is  in 
the  weave  so  that  they  are  slightly 
rougher  after  washing  than  before.  Be- 
sides the  demand  for  dress  crepes  there 
is  springing  up  quite  a  demand  for 
crepes  suitable  for  lingerie  underwear. 
This  is  a  new  development  and  one  that 
promises  to  be  a  large  one.  Underwear 
of  silk  crepe  has  been  well  featured  dur- 
ing the  past  few  months  and  this  prom- 
ises to  have  its  influence  on  the  develop- 
ment in  cotton  crepe  lingerie. 

The  newest  feature  is  the  favor  in 
which  printed  crepes  are  regarded.  The 
favor  of  printed  silks  is  extending  to 
printed  crepes  and  other  cottons.  Small 
floral  designs  predominate.  The  retail 
trade  is  beginning  to  find  a  demand  for 
the  printed  fabrics  in  such  materials  as 
crepes  and  voiles  and  for  another  season 
it  is  likely  that  organdies  will  be  added. 

The  class  of  fabrics  that  have  first 
choice  are  those  with  a  Bofl  finish  and 
which  drape  well.  The  newest  fabric  is 
similar   to    tl Id    time   organdie,   but    it 

comes  iii  the  soft  drapy  finish  thai  is  in- 
dispensible  to  any  material  at  the  pres- 
ent   time.      Crepe   weaves,  and   crepe  and 

ratine  combinations  on  colored  or  write 

grounds  are  also  a  feature.    There  is  an 

■  l    for    printed    voiles, 

and   the   novelties   here   include   Roman 

stripes  in  subdued  colors  and  plaid-,  and 

K.-it ines  are  b1  ill  Belling  in  plain 

cloths,  and   noveltj    checks  and   plaids. 

i-  the  honeycomb 

Cloth  and  ratine-  in  basket  and  crasb 
\\ea\  I 


Broadcloths 
Weaves   and   Pile 
Drapy     Materials 
Developments. 


Coming  to  the  Front  —  Velour 
Fabrics  in  Favor  -  Sheer 
Along    the    Line    of    New 


WITH  the  Spring  selling  season  well 
advanced,  buyers  are  turning  their 
attention  to  buying  for  the  Fall 
season.  Orders  placed  so  far  arc  for 
staple  goods  and  they  are  principally  of 
the  piece-dyed  description.  Fancies 
si  i  n  -I.  Ear  run  to  monotone,  cheeks  and 
plaids  or  two-tone  effects  of  a  quiet  char- 
acter. 

One  new  feature  that  is  much  dis- 
cussed is  the  probability  that  broad- 
cloths will  figure  more  extensively  dur- 
ing the  Fall  and  Winter  season  of 
1914-15. 

Colors  will  be  seen  to  a  greater  extent 
than  for  many  seasons  and  when  fancy 
colors  are  in  evidence  broadcloths  are 
pretty  sure  to  come  to  the  front  as  there 
is  no  material  made  in  which  it  is  pos- 
sible to  produce  such  good  color  effects. 
More  broadcloths  than  usual  have  been 
sold  during  the  present  Spring  and  a 
further  gain  in  favor  is  expected  before 
the  beginning  of  another  season.  An- 
other point  in  favor  of  light  weight 
broadcloths  is  the  excellence  of  their 
draping  qualities.  Some  of  the  Paris 
dressmaking  houses  have  put  out  gowns 
of  broadcloth  at  the  late  openings,  and 
broadcloths  and  cloths  of  the  same  na- 
ture promise  to  play  a  part  in  the  Fall 
selling. 

Velours  and  peau  de  peche  and  fabrics 
on  that  order  are  assured  of  good  suc- 
cess, as  soft  finished  pile  fabrics  will 
most  probably  sell  to  advantage  next 
Fall.  In  the  finer  grades  of  cloth,  silk 
and  wool  fabrics  made  of  fine  Vicuna 
yarns  are  to  be  largely  used. 

Pile  fabrics  will  play  a  prominent 
place  in  Fall  business  and  wool  plushes 
as  well  as  silk  and  mixture  plushes  will 
be  on  the  market.  Many  novelties  will 
be  featured  in  this  class  of  goods  but 
authentic  development  will  come  later. 
iPX 

Silks  Selling  Well 

Printed  Lines   Hold   First  PL-ice 

Taffeta  Leads  From  Fashion 
Standpoint,  Bui  Fine  Crepes 
\iv  Popular  Sellers. 

EYKK'Y   indication   points  to  an   ea 
cellenl    Belling   season.      Ever   since 

the  earliest    showing   of  the    new- 
season's  silks  the  retail  Belling  has  been 

particularly   brisk.      The  trend   of  Belling 
shows    a    decided    penchant     for    printed 
ns,    and    jusl    at    the    moment    they 
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are  receiving  the  lion's  share  of  atten- 
tion. The  finest  silk  crepes,  meteors, 
taffetas,  foulards,  etc.,  printed  with  odd 
flower  and  conventional  designs  in  the 
colors  that  have  come  to  the  front  this 
season,  are  those  selling.  This  class  of 
pattern  originated  with  the  Martine 
School  of  Art  in  Paris,  and  its  vogue 
has  just  begun. 

Advices  from  Europe  state  that  large 
orders  from  all  markets  are  cominur  in 
for  this  class  of  patterns,  and  that  it  is 
becoming  impossible  to  fill  orders  on 
time.  Buyers,  it  is  stated,  are  willing 
to  take  deliveries  as  they  can  get  them, 
as  there  is  a  well-grounded  belief  that 
printed  silks  of  this  class  will  not  end 
with  the  present  season. 

Not  only  are  printed  materials  used 
for  the  whole  gown,  but  also  for  combin- 
ing with  plain  silks.  They  are  also  used 
for  the  linings  of  smart  cloaks  and 
wraps  and  for  the  vests  that  are  now 
worn  with  dressy  tailor-made  suits. 

The  lines  of  materials  selling  includes 
all  the  principal  silk  fabrics,  and.  in 
spite  of  the  interest  developing  in  taf- 
feta, there  is  no  complaint  coming  as  to 
the  neglecting  of  any  one  material.  Taf- 
fetas are  in  short  supply,  and,  although 
they  are  exploited  by  all  fashion  autho- 
rities, there  are  still  buyers  who  are 
dubious   as   to   their   continued    success. 

Taffetas  promise  best  with  the  trade 
that  buys  high-class  materials,  and  de- 
partments of  t his  kind  are  confident  as 
to  the  success  of  soft  supple  chiffon  taf- 
fetas for  Spring  and  Sumer  wear.  Plain 
taffetas  stand  first,  but  printed  taffetas, 
moire  taffetas,  stripes,  changeables  and 
warp  prints  also  are  doing  well. 

Thomrh  taffetas  are  so  much  talked  of. 
crepes  continue  to  be  the  leading  sellers 
in  the  department.  Not  only  are  they 
Belling  now,  but  buyers  are  regarding 
them  with  a  favorable  eye  for  the  com- 
ing  Winter,  and  it  is  predicted  that  they 
will   again  be  wanted   for  Spring  1915. 

Moires  come  in  all  the  new  colors  and 
are  good  sellers,  and  there  is  a  steady 
demand  for  all  kinds  of  soft-finished 
satins  in  street  novelty  colors  and  black. 


FALL  DRESS  FABRIC  - 

In  its  Next  Issue  The  Review 

Will  Contain  n  Full  Descrip- 
tion of  the  Nt  >r  Fabric*  /or 
Fall,  With  Many  Illustrations. 
Watch  for  This  S,  ction. 


DRESS    FABRICS 
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When   selling   a   suit    length 
why  not  suggest  the  use  of 

ft        ±4*     CANVAS  BUST  FORM 

and  Coat    Foundation? 


>> 


The  value  of  association  and  suggestion  in  selling  goods  can  be 
made  very  evident  by  keeping  a  stock  of  "Everlast"  coat 
foundations  in  your  Notion  Department,  or  your  Dress  Goods 
Department. 

By  suggesting  a  pair  of  these  forms  you  can  promote  the  sale  of 
dress  goods. 

They  make  coat-making  easy  and  their  superior  workmanship 
and  shape-keeping  qualities  prolong  the  life  of  any  coat,  home 
or  tailor-made. 

People  who  once  use  them,  insist  on  them  next  time. 


Booklet  sent  on  request,  or  send  for  sample  order 

TORONTO  PAD  CO.,  LIMITED 

569  QUEEN  STREET  WEST  TORONTO 

Western  Representative  :     J.  W.  Leathorn,   Pacific   Mercantile  Agencies 
603  Mercantile  BIdg.,   Vancouver,   B.C. 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


KING'S 

E»t«bli.h„d  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 
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KNITTED  GOODS 


Fall   Sales   Should    Profit    by    Late  Cold    Spell 

Merchants  Should  Aim  to  Keep  "Coldest  February  ou  Record" 
Before  Public  as  Indicating  Return  of  "Long,  Cold  Winters" — 
Now  for  Sporting  and  Camping  Campaigns. 


THERE  are  evidences  that  the  re- 
cent stiffening  of  prices  of  yarn 
on  the  English  market  lias  recon- 
ciled that  portion  of  the  retail  trade 
who  were  disposed  to  rehel  at  the  con- 
siderate advance  made  in  the  quotations 
this  year  of  nearly  all  lines  of  sweater 
coats.  This  will  have  a  tendency,  too, 
to  bring  up  the  prices  of  underwear  and 
hosiery  on  repeat  orders,  as  the  manu- 
facturers needed  only  a  sterling  reason 
for  making  the  advance  when  Fall  plac- 
ing orders  were  bein<r  taken.  Probably 
such  news  of  the  higher  yarn  prices  as 
reach  the  public  will  also  make  them 
feel  more  kindly,  as  there  is  in  most 
lines,  an  appreciable  relation  between  a 
satisfied  public  feeling  in  regard  to  re- 
tail "changes'"  and  the  buying  of 
goods. 

Thanks  to  February  and  March. 
Whatever  be  the  actual  conditions  on 
the  shelves  of  the  merchants  as  a  result 
of  the  inclement  weather  conditions 
almost  up  to  the  first  of  February,  there 
is  this  comforting  reflect  inn  that  the 
goods  on  hand  or  ordered,  are  lines  that 
are  holding  and  will  hold  a  solid  place 
among  the  needs  of  the  public.  The 
word  'needs'  is  used  advisedly.  For 
sweater  coats,  and  similar  lines  such  as 
knitted  vests  and  skirts,  have  come  to 
be  recognized  as  an  essential  part  of 
winter  apparel.  Those  who  are  lament- 
ing over  December's  high  temperatures, 
have  at  least  as  substantial  a  cause  for 
rejoicing  in  the  lingering  of  the  present 
winter  up  to  the  middle  of  March.  For 
the  merchant  who  scans  the  horizon  for 
indications  of  the  altitude  of  the  public 
on  future  occasions,  has  been  impressed 
with  the  fait  that  a  large  percentage  of 
people   have   come   to   the   conclusion    that 

the  old-fashioned  winters  have  returned; 

the    ones    that    are    stormy    and    cold    in 
Februarj     and     March.       Surely     it     will 

mean  much  to  the  sale  of  Bweater  coats 
n<\t  winter  to  remember  that  "last 
February"  was  the  coldest  month  in  the 
history  of  Weather  Bureaus  in  Canada. 
Lest  They  Forget. 
\ ud  1 1  the  public  is  incl im  d  to  forget 


it,  the  seller  of  sweater  coats  will  be 
committing  a  commercial  crime  if  he 
allows  the  lapse  of  memory.  The 
weather  reports  of  February,  1914,  ought 
to  prove  some  of  the  best  possible  "sell- 
ing talks"  in  November  and  December, 
1914.  This  fact,  with  the  large  number 
of  attractive  novelties  already  described 
in  The  Review  should  make  next  season 
exceed  all  previous  ones  by  a  large  mar- 
gin. 

Summer  Sports  and  Outings. 
For  the   immediate  present   the   mer- 


chant has  his  Summer  business  to  go 
after,  and  he  should  start  his  campaign 
of  window  and  store  display  and  news- 
paper advertising  in  a  short  time. 

Camping  and  outings  generally,  are, 
of  course,  the  best  objective  for  the  large 
city  merchant  and  those  even  in  some  of 
the  towns.  For  all,  sports  furnish  one 
of  the  largest  fields  for  working  up  sale-:. 
This  idea  can  be  worked  out  in  window 
displays  in  numberless  ways,  for  in- 
stance, by  the  use  of  lacrosse  sticks, 
footballs,   baseballs. 


Wool  Prices  in   Europe  Rising 

Indications  Are  They  Will  Go  Still   Higher  - 
Many  Refusing  to  Sell  at  Present  Figures  — 
Weakness  in  Buying  Has  Been  Ended. 


ON  the  British  markets  prices  of 
wool  are  at  a  very  high  point  and 
seem  inclined  to  go  still  higher, 
especially  as  far  as  colonial  wool  of  all 
kinds  and  qualities  is  concerned.  On 
all  hands  there  is  a  greal  eagerness  to 
cover  prospective  needs.  It  has  become 
increasingly  difficult  to  brinu  about  ac- 
tual business,  however,  even  when  the 
description  of  raw  material  required  is 
found  to  be  available,  as  those  acting  in 
London  tor  the  growers  have  been  in- 
clined to  treat  for  the  wools  consigned 
lo  them  by  private  contract.  Looking  for 
higher  prices  they  have  much  preferred 
to  realize  what  was  held  over  in  the 
public  auctions,  and  to  this  end  the  ma- 
jority have  tried  to  prevent  business  bj 
asking  prohibitive  figures,  while  a  few- 
have  absolutely  debarred  their  brokers 
from      offering    any    of    their      holdings, 

There  has  been  greal  eagerness  to  exe- 
cute important  contracts  which  -pinners 
are  hoping  to  take  up  before  next  .lime. 
Offers     have    been     current     which,     had 

they  been  taken,  would  have  made  large 

additions     to     the    order    hooks    of    both 

wool  merchants  and  topmakers,  hut   the 

latter,    fearing   that    the   raw    material    is 

going   to   rise    rerj    sensibly   have   been 


reluctant  to  increase  their  obligations. 
The   present    inspiration   for  the  strong 

upward  movement  of  values  conies,  in  the 
opinion  of  many,  from  an  ahsence  of 
stocks  of  raw  material,  particularly  in 
crossbreds.  Merinos,  too,  are  reported 
to  be  dearer  and  show  no  siunis  of  de- 
clining.  Many  spinners  and  manufac- 
turers have  been  so  convinced  of  the 
soundness  of  the  raw  material  that  with 
not  the  slightest  prospect  of  wool  de- 
clining in  value,  they  have  bought  as 
much  as  they  are  likely  to  want,  in  many 
cases,  for  the  next  six  months.  It  1-  also 
stated  that  those  who  were  the  most  per- 
sistent hear-  have  lately  been  the 
heaviest   buyers. 

In  the  wool  consuming  districts  of 
Continental  Europe,  no  change  in  the 
condition  of  affairs  is  apparent  The 
month  of  February  saw  a  swinging 
around  from  a  condition  of  hesitation 
and  apprehension  to  one  of  confidence 
in  the  outlook.  Many  orders  which 
were  being  held  back  on  account  of  the 
feeling  that  prices  misrhl  possibly 
weaken,  were  immediately  placed  as  boob 
as  the  conviction  spread  that  such  was 
not    likely    lo    be    I  he    case    and    that    the 

probabilities  pointed  the  other  way. 
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There's  Money  in  Hosiery — 

Especially  cfyamcuij  Seamless  Kind 

YOU  should  handle  Penmans  Pull-Fashioned  Seamless  Hosiery  for  Men,  Women  and  Children, 
the  only  kind  made  in  Canada  that  is  actually  so  fashioned  in  the  knitting  that  it  will  neither 
shrink  nor  stretch. 

Made   of  the  finest  quality  Cotton,  Lisle,  Cashmere  and  Silk. 

YOU'LL  get  YOUE  full  share  of  Hosiery  Profits  if  you  stock  up  your  shelves  with  Penmans 
Seamless  Kinu. 

PENMANS  LIMITED,  Paris,  Canada 

HOSIERY  SWEATERS  UNDERWEAR 

|AA AAA A AAA AAA AA A A A A A A  AAA A 
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The  Mazamet  market  lias  been  visited 
by  numerous  home  and  foreign  operators 
who  bought  freely  at  an  advance  of  15 
to  20  centimes  per  kilo  or  5%  over  the 
rates  ruling  about  the  end  of  January. 
The  wools  chiefly  dealt  in  are  in  the 
fleece  washed  pulled  state,  and  cover  all 
qualities  from  coarse  crossbred  to  fine 
merino.  Buyers  who  are  in  the  habit  of 
looking  to  that  market  for  their  sup- 
plies of  clean  washed  raw  material  have 
been  greatrj  disappointed  thai  bo  very 
little  wool  in  this  condition  is  available, 
but  it  is  only  natural  that  the  pulling 
establishments  finding  such  an  extremely 
ready  market  for  their  wares,  whether 
of  long  or  short  staple,  realize  them  at 
ontfe.  America  is  credited  with  being  the 
recipient  oi  Bome  of  these  pulled  des- 
criptions, not  through  direct  purchases, 
but  by  way  of  intermediaries  in  England. 

It  is  believed  by  many  that  to-day's 
values  have  come  to  stay. 


New  York  Reports 

Lace  Effects  Across  Instep  in 
Vogue  in  Hosiery — Half  White 
Hose  Not  so  Strong  Nor  Tans. 


FROM  New  York  comes  the  report 
that  in  expensive  lines  of  ladies' 
hose,  all  kinds  of  embroideries  or 
lace  effects  across  the  instep  are  in 
vogue.  Some  designs  show  figures  em- 
broidered  in  colors;  others  floral  lace 
effects  and  still  others  fancy  figures  in 
bead  work.  This  hosiery  is  now  being 
offered  in  exclusive  retail  stores.  For 
the  coming  Spring  white  half  hose  are 
not  being  taken  in  so  large  a  volume  as 
a  year  ago.  These  have  been  particu- 
larly slow  during  the  last  few  weeks. 
Only  in  misses'  and  children's  cheap 
goods  is  white  really  a  good  seller,  while 
in  women's  stockings  it  is  just  about 
holding  its  own.  White  hosiery  came 
into  noteworthy  prominence  two  years 
ago  and  it  is  now  surpassed  in  import- 
ance only  by  black  and  tan. 

Tans  Have  Lost  Ground. 
Jobbers  seem  to  be  making  more  of 
colors  in  half  hose  than  heretofore. 
Gray  and  navy  seem  particularly  in  de- 
mand. In  some  quarters  tans  are  re- 
l>orted  slow,  but  taking  the  market  as  a 
whole  they  are  still  of  importance  al- 
though they  have  lost  a  small  propor- 
tion of  business  to  the  other  colors, 
iness   in    wool   and    worsted    hosiery 

is  at.  an  end   for  the  time   being  with   an 
unusually  large  number  of  orders  booked. 

The  advance  in  wool  i~  causing  no  em- 
barrassment  as   mills  are  either  covered 
e  able  to  juggle  the  proportions  of 

■  on  and  woo]  in  (ho  stock. 


Why  Unions  are  Popoular. 
In  underwear  the  present  tendency  is 
strongly  in  favor  of  the  ribbed  garment. 
In  flat  wool  underwear,  decreasing  pro- 
duction has  kept  pace  with  increasing 
demand  so  well  that  manufacturers  of 
such  goods  are  still  able  to  secure  rea- 
sonable prices.  Light  wool  or  worsted 
union  suits  are  reported  as  a  desirable 
thing  from  the  buyers'  point  of  view. 
Retailers  are  growing  to  realize  the  ad- 
vantage of  handling  union  suits  of  all 
classes.  The  selling  cost  per  garment 
is  reduced  at  the  end  of  the  season  be- 
cause of  unmatched  garments  as  with 
shirts  and  drawers. 


— © 

WOOL   STILL  GOING  UP. 

With  an  average  advance  at  the  cur- 
rent London  wool  sales  of  10  per  cent., 
says  the  Textile  Manufacturers'  Jour- 
nal, New  York,  and  with  nearly  a  third 
of  this  season's  clip  of  territory  wools 
already  under  contract  at  prices  well 
above  the  average  for  last  season,  it 
looks  as  though  the  lid  had  been  removed 
from  the  world's  wool  markets  and  that 
maximum  values  touched  during  recent 
years  might  be  exceeded.  The  advance 
at  London  had  been  largely  discounted 
in  top  and  yarn  prices,  and  is  being  rap- 
idly reflected  in  the  wool,  top  and  yarn 
markets  of  this  country,  and  can  hardly 
fail  to  give  a  fillip  to  piece  goods  prices. 
It  is  well  understood  that  many  English 
and  German  manufacturers  are  short 
of  wool,  and  the  reported  large  pur- 
chases of  domestic  manufacturers  at 
London  would  seem  to  reflect  a  similar 
condition  here. 

®— 

COTTON  IN  CANADA. 

The  number  of  spindles  in  Canada  in- 
creased from  550,000  in  1900  to  855,000 
in  1913,  or  55.5  per  cent.,  and  the 
quantity  of  cotton  consumed  from  110,- 
000  bales  in  1900  to  125,000  bales  in 
1913.  The  industry  in  this  country  par- 
ticipated in  the  general  improvement 
shown  in  other  countries.  The  value  of 
cotton  manufactures  imported  during 
the  year  ending  March  31,  1912,  was 
$21,330,862,  of  which  about  one-third 
was  supplied  by  the  United  States. 

© 


BARGAIN  HUNTERS  WRECK  STORE 
Women  bargain  hunters  wrecked  the 
dry  goods  st. ire  of  John  S.  Hooper,  in 
Pittsburgh,  tore  down  Bhelves  and  coun- 
ters and  stole  .*70i>  worth  of  merchan- 
dise. Hooper  advertised  a  sale,  prepara- 
tory   to    going    out    of    business.      At    8 

o'clock   in   the  morning  a  multitude  of 
bargain  hunters  was  at  the  doors.     The 

store      tilled    in    a    moment.        The    front 
doors  were  then  locked.     Women  climbed 

24 


through  basement  windows.  Clerks  were 
powerless.  Shoppers  from  the  Franks- 
town  avenue  district  rilled  aprons  and 
baskets  with  goods  and  made  no  pretence 
at  paying  for  anything.  Others  climbed 
on  counters  and  pulled  goods  from  the 
Shelves.  Police  reaervi  s  were  called 
from  the  Frankstown  station  and  cleared 
the  store.  The  remnant-  of  the  wreck 
-old  during  the  remainder  of  the 
day    under   police   protect?' 


WILL  SHARE  PROFITS. 
Officials  of  the  Kauffmann  Department 
Department  Stores,  incorporated,  s 
000,000  concern  of  Pittsburgh,  operating 
one  of  the  largest  department  stores  in 
the    United   States,  annoiu  they 

will  in  the  future  share  their  profits  with 
their  employees,  including  the  highest 
salaried  officials  down  to  cash  girls  and 
boys.  In  addition  to  sharing  the  profits 
with  the  4.500  employees,  the  company 
will  distribute  among  them  $1,000,000  u 
stock  of  the  corporation.  The  plan  also 
provides  benefits  for  employees  who  be- 
come permanently  disabled. 

® 


OF  A  PERSONAL  NATURE. 

Manitowaning,  Ont. — A.  Irving,  of  J. 
C.  Irving  &  Co.,  is  dead. 

Rosewood,  Man. — T.  S.  Wilson,  gen- 
eral merchant,  is  dead. 

Regina,  Sask. — Cole  &  Vint,  tailors, 
have  established  a  business  here. 

Thorold,  Ont.— A.  B.  Begg,  of  Parry 
Sound,  will  open  a  dry  goods  store  here. 

Beeton,  Ont. — J.  A.  Hallivan.  general 
merchant,  has  sold   out    to  J.  Patterson. 

Oshawa,  Ont. — Wind  caused  consid- 
erable damage  to  the  Schofield  woolen 
mills  storehouse  here. 

Winnipeg,  Man. — Fire  did  consider- 
able damage  to  the  premises  of  L.  Cai- 
man, wholesale   furrier. 

Swift  Current,  Sask.— E.  R.  Eaton,  of 
Moose  Jaw.  will  open  a  women's  ready- 
to-wear  and  fur  store  here. 

Toronto,    Ont. — The    Frank    Northoote 

Co.    have   succeeded   .1.    K.    Sni.;. 
jobbers,  jewelry  and  fancy  goods. 

Acme,  Alta.  -The  general  merohai 
establishment  of  Randall  &  Drown,  was 
destroyed  by  tire.    The  loss  will  be  about 
$10,000. 

Vancouver,  B.C. —  Woodwards'  have 
added  a  new  wing  to  their  departmental 
store  here  which  gives  many  new  con- 
veniences. 

Battleford.  Sask.  i  luff  and  Wright, 
have  opened  up  a  special  department  for 
ladies'  ready-to-wear  goods,  equipping  it 
with,  earpts,  mirrors  and  glass  tixtures. 
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Refinement,  Quality 

Refinement  is  what  the  average  man  and  woman  wants  in  a  knitted  coat. 
Quality  is  our  watchword.  With  these  two  elements  prominent  in  the  "Bentro- 
Knit"  coat  you  are  assured  of  ready  turnover  in  handling  them.     The 


u 


BENTRO-KNIT" 


line  includes  knitted  coats,  caps,  mitts,  gloves  and  fancy  novelties  that  are 
superior  in   make,  fit  and  finish. 

No  garments  are  more  carefully  made  with  the  one  idea  of  having  them  retain 
their  shape  until  worn  out- — giving  them  style  and  snap.  The  coat  shown  Is  our 
No.  20  S.  Travellers  are  now  showing  it  along  with  our  immense  range. 
We  make: 

LADIES',  MEN'S  AND  CHILDREN'S  mitts  and  gloves  in  plain,  fancy  and 
brushed  knits.  Men's  Scotch  knit  mitts  and  gloves.  Brushed  and  fulled  caps 
and  toques.     Men's  motor  caps.    Infants'  sets,  sashes,  sweater  coats. 


The  Williams-Trow   Knitting   Co. 

LIMITED 
STRATFORD  CANADA 


Agents  :— J.  M.  Robertson  &  Co.,  70  Bay  St.,  Toronto  ;  J.  B.  Trow  &  Co.,  424 
Birks  Bldg.,  Montreal;  Geo.  A.  Harris,  62  Albert  St.,  Winnipeg,  Man;  J.  W. 
Nixon,  607  Mercantile  Bldg.,  Vancouver,  B.C. 


A     Proposition     That    Is     VC^orth     VC^Jiih 


One  that  will  fill  your  spare  time  with  congenial  work — bringing  good 
money.     Are  you  interested  ?     You  are.     Well,  here  are  the  details. 

Throughout  Canada  is  scattered  an  army  of  men  who 
are  everywhere  booking  subscriptions  for  MacLean's 
Magazine.  If  you  join  them  you  can  add  very  con- 
siderably to  your  regular  income.  If  you  are  a  hustler 
you  will  find  it  will  pay  you  to  give  all  your  time  to 
the  work. 

Some  of  our  most  successful  salesmen  were  "  spare  time  men "  first. 

\vrite  us  for  terms  ana  full  particulars 

MacLEAN    PUBLISHING    COMPANY 

143-149  University  Avenue,  :-:  TORONTO,  CANADA 
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Colored    Veilings    General    For    Easter    Wear 

White,  and  Black  and  White  Expected  to  Sell  Well  for  After- 
Easter  Trade — New  Hat  Shapes  Flaring  Off  Face  Call  for  Veil — 
Beauty  Patch  Most  Popular. 


IMPORTERS  of  veilings  are  very  well 
satisfied  with  the  season's  outlook 
for  veilings,  as  every  indication 
points  to  a  decided  improvement  when 
once  the  .Spring  season  has  opened  up. 
Early  orders  were  exceedingly  good,  and 
whenever  there  has  been  a  period  of  suit- 
able weather,  there  has  always  been  a 
noticeable  increase  in  the  size  of  the 
orders.  The  hat  fashions  are  such  as  to 
encourage  the  belief  in  a  very  general 
wearing  of  veils.  All  hats  are  small  or 
medium,  and  there  is  a  general  feeling 
that  shapes  on  the  sailor  order  are  to 
be  very  much  worn,  and  no  shape  accords 
better   with   a    veil    than   a   sailor.        The 


new  shapes  that  flare  off  the  face  are 
also  very  much  in  need  of  the  veil  as  an 
adjunct  to  give  the  softening  influence 
to  the  features  that  comes  from  the 
shadow  cast  by  a  brim  that  shades  the 
face. 

At  the  present  moment  the  most  popu- 
lar veiling  is  the  beauty  patch.  The  best 
liked  design  consists  of  the  single  spot 
or  velvet  dot  in  medium  size.  This  dot 
is  placed  on  fine  meshes,  with  the  hexa- 
gon in  first  place.  All  meshes  are  very 
fine,  and  favor  is  divided  between  nets 
and  simple  hair  meshes.  Many  hexagons 
are    selling    and    other    net    meshes    are 


good.  Fancy  filet  effects  are  showing, 
but  all  types  are  simple  and  patterns 
neat.  Many  of  the  best  liked  numbers 
have  the  pattern  picked  out  with  tiny 
chenille  dots  or  small  velvet  spots. 

Broader  Demand  for  Colors. 

At  the  present  moment,  black  is  the 
best  seller,  but  there  is  a  broadening  de- 
mand for  colors.  Novelty  blues,  such  as 
Saxe  and  gendarme,  navy  and  light  navy, 
are  good,  and  so  are  tans,  dollar,  bronze; 
tete  de  negre,  and  grey. 

As  the  season  advances  expectations 
are  that  the  demand  will  again  centre 
on   white  and   black   ami    white  effects. 


Net  Tops  and  Orientals  Hold 
ing  First   Place 

Shadow  Novelty  Laces  a  Good  Second — Notting- 
ham Shadows  Big  Popular  Sellers — Demand  for 
Malines  in  all  Novelty  Colors  and  in  Black  and 
White. 


As  i in  Beason  opens  up,  business  in 
laces  continues  to  improve,  hut 
the  selling  is  almost  entirely  eon- 
fined  to  laces  of  a  light  character.  As 
"The  Review  "  before  predicted,  the 
ultra  trade  is  dropping  shadows  and 
moving  on  to  light  net  tops  and  Orientals. 

The  best  liked  are  of  what  may  lie  termed 
the  sketchy   variety.      This  is  not    applied 

to  the  patterns.  Init  to  the  ground.  The 
use  of  two  or  more  nets  m  the  -round  i- 
favored,    one    of    which    is    sure    to    he    of 

the  craquele  variety,    other  nets  favored 

come  in  Spider-web  effects  or  in  very  line 
Sheer  mesh.  The  finish  iS  important,  anil 
is   as    -oft     MS    possible.       The    lieu  e-l     pat 

terns  are  elaborate^  embroidered  floral 
designs,   and    a    possible    Bign    that    the 

VOgUe    of    lace-    may    extend     before    long 

i"  hea\  ier  pai  terna  i-  given  bj  the  use 
of  Hat  Venise  edges  to  Borne  of  the  later 
patterns.    Shadows  are  still  holding  their 

own.  part  t(  ulai  l\    u  illi   the  popular  trade. 


The  VOgue  lor  camisole  laces  is  still 
growing,  and.  besides  the  camisole 
flouncing,  wide  bands  and  straight  edge 
edgings   are   also    used    for   this    purpose. 

Lace  is  also  much  used  lor  trimming 
underwear,  and  there  is  a  steadily  in- 
creasing count  it  trade. 

Trimming    Dancing    Frocks. 

The    big    use    for    laces   at    the    present 

time  is  for  trimming  dancing  frocks  ami 

dresses  intenihd  for  party  wear,  and  as 
long  as  the  craze  lor  the  new  d.inees  con- 
tinues, just  so  long  will  lace  be  used  in 
this  manner.  Tunics,  hip  draperies,  and 
frills  thai   edge  tunics  of  material,  are  all 

of   lace,  and    flounces   up   to  27   inches. 

with    lS-inch    tloiuiees   as   the    besl    selling 

wulth.  centre  the  demand.  There  La  .1 
very  fair  sale  for  narrower  Bouncings, 
and  for  deiiu  Bouncings  and  edgings  also. 

The  -mart  waist  i-  made  of  very  trans- 
parent mati  rials,  and  therefore  must 
have    a    lining    or    foundation    of    nel    OT 
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lace  flouncing,  and  frilling  laces  art 
to  finish  both  neck  and  slee\  ■ 

To  sum  up  the  present  situation,  fine 
net-top  laces  ami  Orientals  lead,  and 
shadow  novelties  are  a  big  second.  For 
popular-priced  trade,  Nottingham  sha- 
dows will  be  good. 

While  these  laces  have  not  quite  the 
finish  and  appearance  of  the  French 
laces,  both  patterns  and  finish  have  been 
greatly  improved,  so  much  so  that  the 
difference  in  juice  does  the  rest  with  the 
cheaper  class  of  trade. 

Malines  have  come  to  the  front  ra- 
pidly, ami  since  the  beginning  of  the 
year  sales  have  been  very  large.  Black 
and  white  and  the  darker  shades  have 
sold   best   so  tar.  but    the  tendency   is 

lighter  colors.  The  besl  selling  colors 
are    taiiLjo.    meil.    canary,    porcelain,    and 

(dd  blue,  coral  ami  salmon  pink,  absinthe 
and  chartreuse  greens,  bronze  and  leaf 
shades,  tan-,  tete-de-neure.  cardinal  and 
the  new  petunia  shades.  So  insistent  is 
the  demand  that  many  wholesale  I 
ha\  e   had   to  cable  repeats. 

In  high  novelty  laces,  notwithstanding 

the  near  approach  of  the  summer  st  . 

interest  1-  still  strong  in  metallic  effects. 

Metal  lace-  ami  metal  run  laces  are 
favored  bj  fashion,  and  while  little  may 
be  heard  of  them  during  the  Summer 
months,  there  is  e\  erv  prospect  of  their 
heme  included  in  the  list  of  novel:\  laces 
for  Kail. 


DRESSACCESSORIES  Dry  Goods  Revieu 


VEILINGS 

FOR 


EASTER 


Violet                   ^^A  •  White 

Saxe                ^T^^^K  Black 

Navy          A    JL  JKplf  Fancies 

Brown    ^■■a  '  Magpie 


There  is  a  TREMENDOUS  demand 

for 

Camisoles,  Frillings 
Plain  Nets,  Laces 
Roman  Stripes 
Shadow  Flouncing 
=^=__  Malines  — — — — 


ALSO 

Ribbons,  Chiffons,  Trimmings,  etc. 

MAIL  ORDERS   A   SPECIALTY 


sop  Lace  &Veilin 

LIMITED 

lindtor?  St.  West,  Tor  or? 
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A  PARTIAL  VIEW  OF  THE  NEW  SHOWROOMS  OF 

"The  Ribbon   House  of  Canada" 


We  suppose  that  at  least  three-quarters  of  our  customers  are  not  likely  to  be 
in  our  showrooms  in  Montreal,  and  therefore  have  no  opportunity  of  judging  our 
facilities  or  of  knowing  that  we  carry  such   an  extensive  stock  of 

NOTHING    BUT    RIBBONS 

We  pretend  to  be,  and  think  we  are,  a  Specialty  Ribbon  House;  in  any  case 
the  very  best  class  of  trade  all  over  Canada  have  enough  confidence  in  us  to  send 
along  their  orders  for  regular  lines  as  required. 

The  view  shown  above  will  give  some  idea  of  the  immense  stock  of  ribbons  we 
carry.  When  in  Montreal  Ave  would  be  glad  to  show  you  the  "real  thing'*  instead 
of  the  photo. 

Whenever  you  need  anything  in  Ribbons,  Write.  Phone  or  Telegraph  us  and 
we  feel  sure  we  can  gain  youi  confidence.  Willi  every  mail  order  sent  to  us  we 
give  an  absolute  guarantee  of  perfect  satisfaction. 


WALTER  H.  BARRY  &  CO. 

No.  6  St.  Helen  St.  "The  Ribbon  Specialists"  MONTREAL,  P.Q. 

Winnipeg  Branch:  222  McDermott  Ave. 


MILLINERY 


Sailor  Shapes  are  in  High  Favor  in  Paris 

Canotier  Shapes  With  Trimmings  of  Flowers  and  Ribbons  Being- 
Put  Out — Good.  Season  for  Flowers  Opening  Up — Burnt  Ostrich 
on  Dress  Hats — Malines  and  Light  Laces  Later. 


HATS  are  to  remain  moderately  small 
all  through  the  season,  is  what  the 
authorities  assure  us.  Paris  is 
sending  us  over  many  models  taken  from 
the  hats  worn  during  the  Directoire  and 
First  Empire  periods,  and  also  from  the 
mid-Victorian  period.  The  best-liked 
models  seem  to  be  on  the  canotier  or 
sailor  order.  The  very  latest  models  have 
high  bell  crowns  with  the  crown  dented 
in  so  that  it  provides  a  place  for  fruit  or 
flower  trimmings. 

A  recently  imported  model  of  this  kind 
was  of  picot  in  honey  color.  All  the 
trimming  was  posed  on  the  crown  and 
consisted  of  bright  bunches  of  Japanese 
berries  and  green  foliage.  Just  to  one 
side  of  the  front  was  a  quill  effect  in 
green  grass. 

All  the  hats  shown  do  not  have  high 
crowns  for  many  flat  Watteau  shapes  are 
seen,  but  these  hats  are  raised  high  either 
on  the  side  or  back  with  a  bandeau  and 
are  intended  to  be  worn  with  high 
dressed  hair. 

The  high  novelty  in  straws  is  the  lisere 
which  has  a  very  high  glazed  or  satin 
finish.  Belgian  split  straw  is  on  the  same 
order,  but  for  popular  selling,  picot  and 
tagel  picot  and  hemp  are  the  leading 
straws.  Crin  is  popular,  and  the  new 
crins  certainly  look  like  summer  straws 
for  many  of  them  have  almost  the  ap- 
pearance of  tulle.  Straw  laces  are  very 
attractive  and  come  chiefly  in  Cluny  pat- 
terns. The  best  liked  are  very  fine  and 
form  crowns  that  are  almost  as  trans- 
parent as  tulle,  and  brims  that  look  like 
a  cloud  about  the  face. 

Flowers  Lead  in  Trimmings. 

In  speaking  about  trimmings,  flowers 
naturally  come  first,  for  interest  is  cen- 
tred here  as  flowers  promise  to  be  more 
used  than  for  many  years,  and  something 
like  an  old-fashioned  flower  season  is 
anticipated.  Just  at  present  black  hats 
trimmed  with  white  flowers  are  showing. 
Lewis  is  the  chief  exponent  of  such  com- 
binations, and  is  featuring  white  violets 
especially.  A  smart  model  is  a  toque  of 
hemp  hat.  the  brim  bound  with  black  vel- 
vet, and  the  rounded  crown  completely 


hidden  with  white  violets.  Balancing  on 
the  edge  of  the  brim  and  standing  above 
the  crown  two  pleated  wheels  of  narrow 
moire  ribbon  were  placed,  and  a  third 
wheel  jutted  out  from  the  brim  on  the 
opposite  side. 

Another  successful  hat  is  made  of  a 
dull  blue  crin  plateau  draped  and  folded 
into  a  toque  that  rises  high  at  the  back. 
The  crin  is  folded  and  twisted  into  shape 
and  the  folds  hold  full  blown  pinkish 
crimson  roses. 

Other  flower  novelties  come  in  silk 
with  glazed  surface  and  some  of  these 
flowers  are  iridescent.  New  roses  are 
made  in  taffeta  in  absinthe,  chartreuse, 
petunia,  old  rose,  and  electric  blue 
shades.  Another  novelty  that  is  well 
spoken  of  are  ears  of  wheat  dyed  so  as 
to  go  with  the  color  of  the  hat  or  the 
flowers. 

Though  there  is  a  varied  assortment  of 
flowers  shown  for  Spring,  roses  when  the 
season  opens  promise  to  be  the  most 
popular  of  all  flowers.  Wreaths  and 
trails  of  roses  trim  the  flat  hats,  and  one 
model  in  yellow  straw  has  a  wreath  of 
natural  pink  and  yellow  roses  which  goes 
across  the  front  of  the  hat  and  passing 
through  a  slit  in  the  crown  covers  the 
bandeau  at  the  back.  Another  plateau 
model  is  trimmed  with  wired  ro- 
coco bows  of  claret  velvet  —  one 
on  each  side  .holding  the  ends  of 
a  rose  bridal  that  passes  beneath  the 
hair  at  the  back.  This  plateau  has  no 
bandeau  and  the  proper  slant  is  given  by 
the  manner  in  which  the  hair  is  dressed. 

The  roses  used  are  American  Beauty, 
Paul  Nerm,  Sunset,  and  others,  both  full 
blown  and  half-blown  in  all  natural  and 
in  many  other  than  garden  shades; 
camelias,  asters,  daisies,  apple  blossoms, 
forget-me-nots,  pansies,  heliotrope, 
sweet-peas  and  many  others.  Fruits  are 
used  as  extensively  as  flowers.  All  kinds 
of  berries  are  good,  and  cherries  are  bet- 
ter than  usual  this  Spring. 

"Burnt"  Plumes  Best. 

Feathers   are   used  on   dressy   models 
with    ostrich    plumes    forming    the    most 
elegant    of   trimmings.     Natural    plumes 
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in  all  the  new  colors  are  good,  but  fash- 
ion seems  to  be  most  interested  in  the 
"burnt"  novelties  that  imitate  ostrich 
cross  and  numidi. 

Ribbons  appear,  as  well  as  flowers,  on 
many  hats.  Moires,  in  dark  shades,  are 
used  at  present,  but  taffetas,  velvets, 
gros-grains  and  failles  are  most  suited 
to  summer  trade.  Many  Roman  stripe 
and  plaid  silk  ribbons  are  very  much 
used  on  walking  and  tailored  models. 
Very  little  satin  ribbon  is  used,  but  Paris 
is  introducing  a  thick  satin  with  lustrous 
finish  called  satin  velour. 

As  the  Spring  advances  more  use  will 
be  made  of  light  laces,  both  white  and 
black,  and  of  printed  crepes  and  chif- 
fons. Tulle  is  selling  extensively  in 
black,  white  and  in  novelty  colors. 


Hats  and  Hair 

Importance  of  Proper  Arrang- 
ing of  the  Hair — New  Shapes 
Intended  to  Wear  With  Hair 
Dressed  High. 

WITH  a  decided  change  in  the  man- 
ner of  posing  the  hat,  there  must 
come  a  change  also  in  the  manner 
in  which  the  hair  is  worn.  Not  only  are 
new  hats  small  and  very  medium  in  size, 
but  they  are  raised  either  on  one  side,  or 
newer  still,  at  the  back.  If  these  hats 
are  to  be  worn  correctly  and  becomingly, 
the  hair  must  be  arranged  to  suit  them. 
For  some  reason  or  other  women 
change  the  style  of  dressing  their  hair 
more  slowly  than  they  make  other 
changes  in  their  apparel.  The  style  of 
hair-dressing  that  is  coming  in  was 
launched  at  Deauville  last  August  by  a 
well-known  Parisian  actress,  and  slowly 
but  surely  the  change  has  come  about. 
Gradually  the  hair  has  been  lifted 
higher  and  the  parting  has  given  way  to 
■  low  pompadour.  During  the  Autumn 
months  a  little  cap  or  puff  was  used  un- 
der the  hair  at  the  crown-line,  but  now 
the  hair  is  arranged  still  higher.  It  is 
to  be  marceled  and  drawn  up  from  the 
ears  and  forehead  and  massed  in  a  high 
knot  at  the  top  of  the  head. 


Dry  Goods  Review 


MILLINERY 


What  Paquin  is  Showing  in  Hats,  Dresses  and  Suits 


THE  EAT— Delightful  Em- 
pire  Polk     with     quillings  of 

(imrtbijst  ribbons,  "ml  brim  ut- 
most hidden  under  clusters  of 
many-colored  flowers.  Ties  of 
broad  amethyst  ribbon  to  go 
either  under  chin  or  <>i  back. 


THE  HAT  -Belgian  straw 
sailor  with  velvet  ribbon  to 
match    and     black     and    gold 

jl  oirers. 


'Hi,  Review  is  fortunaU  in  being  able  to  give  its  readers  th<  first  illustrations  of  /'"</<"'/i  gowns  that 
have  appeared  in  Canada.  Thi  upper  om  is  a  smart  gownofbeigi  printed crepi  </<  dan,  with  the  design 
in  Oriental  colorings.  The  skirt  is  moderately  full  over  th<  hips,  and  drawn  in  at  tb,  knees,  flaring  at 
lb,  foot  and  showing  the  scalloped  arrangt  ment  thai  gives  extra  freedom  and  r<  veals  tb,  fa  t.  The  bodice 
is  in  runt,,  effect  with  high  girdli  of  amethyst  silk  and  flaring  collar  of  lace. 

Tb,  lower  om  is  a  strawberry  red  tailored  suit  of  camieux  cloth  and  shows  the  ton-  Paquin  coat. 
short  in  front  and  long  at  the  back.  The  skirt  bus  godets  added,  giving  tb,  flare.  Note  tb,  slippers  with 
hose  matching  gown,  in  om   case  amethyst;  in  the  other,  strawberry  /•<</. 

Milliners  will  be  interested  both  in  the  gowns  and  tb,  hats  worn  to  completi  tb,  gown. 
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Paquin  Launches  the  Tango  Skirt  in  America 

One  Hundred  Models  Being  Shown  in  New  York  and  Other  Cities 
— Follows  Lines  of  Figure  to  Knee  Then  Flares  to  Allow  Feet 
Easy  Movement — Hats  That  Were  Worn  by  Mannequins. 


MADAME  HENRI  JOIRE,  sister-in- 
law  of  Madame  Paquin,  arrived 
on  March  1  in  New  York  from 
Paris.  Madame  Joire's  mission  on  this 
side  of  the  Atlantic  is  personally  to 
supervise  the  holding  of  a  Paquin  ' '  Ex- 
position d'Art."  Madame  Joire  opened 
her  display  on  March  4th  at  the  Ritz- 
Carlton  Hotel,  and  later  the  exposition 
is  to  be  repeated  in  the  leading  cities  in 
the  United  States.  Milliners  will  be  in- 
terested in  the  gowns  and  hats  shown  at 
these  exhibitions. 

Madame  brought  with  her  over  100 
models  selected  from  those  designed  for 
Paquin 's  Paris  Spring  opening,  and  to 
enable  the  American  woman  to  see  these 
gowns  just  as  exhibited  in  Paris  a  num- 
ber of  French   mannequins   came  along. 

This  exhibition  is  to  be  purely  an 
artistic  venture,  and  all  commercial  fea- 
tures are  to  be  eliminated  as  no  sales  are 
to  be  made.  As  Madame  Joire  says,  the 
idea  is  to  help  the  merchant,  as  the  plan 
is  simply  to  exhibit  these  100  models  so 
that  a  visitor  may  see  Paquin 's  ideas  for 
the  coming  season  in  one  well-rounded- 
out  display.  The  models  shown  are 
duplicates  of  those  shown  at  Paquin 's 
openings  in    the    middle    of    February. 


THE  PAQUIN  MODEL. 

Omits  the  exaggerated  figure,  and 
bouffant  hip  draperies  and  poufs,  favor- 
ing long,  straight  lines  of  elegance  and 
simplicity. 

Sufficient  fullness  in  skirts  to  allow 
of  graceful  drapery. 

Drapery  gathered  in  at  knee  to  follow 
lines  of  figure,  but  below  the  skirt  flares, 
giving  freedom  to  feet.  Some  are  slit 
and  have  drapery  set  in;  others  fall  in 
scallops  and  points  at  foot  of  skirt  and 
godets  seem  to  be  let  into  many  skirts. 

Called  "Tango  Skirt." 

Lace  collars  wired  to  keep  them  in 
shape. 

One  hat  of  split  Belgian  straw  sailor, 
trimmed  with  velvet  ribbon  and  black 
and  gold  flowers. 

Another  hat  an  Empire  poke  with 
quillings  of  amethyst  ribbons,  and  brim 
almost  hidden  with  flowers. 


None  will  be  sold  and  orders  will  only 
be  taken  through  a  commissionaire. 

The  formal  announcement  of  Paquin 's 
"Exposition  d'Art"  reads  as  follows: 

"Paquin,   the   world-famous    Parisian 


creators  of  fashions  have  the  honor  to 
announce  that  they  will  exhibit  for  the 
first  time  in  America,  their  entire  collec- 
tion of  Spring  creations.  This  'Exposi- 
tion d'Art'  will  be  the  most  important  as 
well  as  the  most  unique  ever  held  in  this 
country. 

Tea  Served  At  $3. 

"This  'Exposition  d'Art'  purely  ar- 
tistic, will  also  be  a  social  event,  as  it 
will  be  held  in  the  large  ballroom  of  the 
Ritz-Carlton,  where  tea  will  be  served 
($3)  after  the  French  fashion  from  3.30 
to  6  on  the  fifth,  sixth  and  seventh  of 
March. 

Long  before  the  hour  announced  the 
ballroom  at  the  Ritz-Carlton  was  crowd- 
ed with  spectators,  and  before  the  open- 
ing of  the  exhibition,  the  centre  aisle 
was  so  filled  up  that  only  the  side  aisles 
could  be  used. 

The  gowns  were  shown  on  a  stage 
erected  at  one  end  of  the  ballroom,  and 
each  mannequin  as  she  appeared  posed 
there  for  a  little  while,  then  descended 
the  steps  and  paced  down  one  aisle  and 
up  the  other,  ascending  to  the  stage, 
and  finally  disappearing. 

(Continued  on  page  38.) 


SPECIAL 

olack   and    C-hampagne 

Mohair  Hats 

A  good  assortment  of  shapes 

— about   a  dozen   styles  to 

choose  from 


$7.50  B 


er 
ozen 


Write  for  a  sample  order 

rafbrm!  Elaift  &  Fraim©  C®c 
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MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
0SPREYS 

MARABOU 
DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO.,    Birks  Building 


STORE     MANAGEMENT— COMPLETE 


16  Full-Pa0» 
111  as  (rations 


272  Patffs 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  book  io   Retail  Advertising  Complete 

$1.00     POSTPAID 

Store  Management — Complete"  tells  all  about  the 
management  of  a  store  50  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  should  be 
to  hold  trade.  The  money-b«ck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $I  00.      Keep  the  book  ten  days  and   (  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


EQUIPMENT  AND  DISPLAY 


New   "Bustle"    Effect   and    Paquin    "Tango 
Flare"  For   Window    Dressers 

Must  Prepare  to  Show  Up  the  Extreme  Forms  of  These  Latest 
Fashions  Paris  Has  Thrust  Upon  Us — Taffeta  Needs  no  Wiring 
for  "Bustle" — Short  on  Spring  Backgrounds  '. 


THE  new  styles  keep  the  window 
trimmer,  like  every  one  else, 
guessing  these  days.  It  is  not  a 
question  of  a  new  departure  in  draping 
once  a  season.  That  would  be  easy,  for 
he  could  master  it  after  a  few  trials. 
But  no  sooner  has  he  one  in  hand  than 
another  crops  up,  and  his  newly  acquired 
skill  must  be  relegated  to  the  dwelling- 
place  of  fond  memories.  Paul  Poiret's 
minaret  was  a  dainty  piece  of  work  to 
figure  on,  and  the  stiffening  of  the  bot- 
tom circle  has  puzzled  the  most  of  them. 
In  this  issue  The  Review  presents  a 
minaret  drape  by  one  of  the  most  skilled 
drapers  in  Canada,  our  old  friend 
"Eddie"  Burns.  In  this  he  used  a 
wire  around  the  bottom,  and  covered  it 
with  fur  to  hide  the  mechanism.  But 
now  he  is  almost  done  with  the  minaret. 
His  thoughts  are  turned  to  panniers,  and 
to  "bustles." 

Ah,  that  bustle  effect  that  Paris  has 
sent  forth.  It  is  being  seen  in  the  latest 
Spring  ready-mades,  in  two  tier  effects. 
But  the  window  trimmer  must  build  it 
up — or  down — for  his  dress  goods.  It 
is  quite  an  architectural  affair  this 
"bustle."  No  relation  at  all  to  the  old 
timer  that  confined  its  extensions  to  the 
rear  of  the  figure.  This  one  is  almost  as 
generous  at  the  sides,  although  the 
"protruberance,"  as  it  has  been  called, 
is  not  quite  as  marked  here. 

Taffeta  Stiff  Enough  for  Bustle. 

The  silk  most  adapted  for  the  out- 
standing hustle  effect  is  the  taffeta  for 
it  stands  up  with  little  trouble,  without 
the  limpness  of  so  many  others.  The 
best  way  to  secure  the  bustle  effect  is  to 
double  the  silk  and  arrange  it  in  pleats. 
It  is  so  rigid  that  few  will  require  a 
mechanical  device.  When  it  comes  to 
other  softer,  "limpor"  silks,  that  is  an- 
other matter,  Then  millinery  wire  may 
come  in  hand] . 

Next,  the  Tango  Skirt. 

There  LB  another  new  drape  that  the 
window  trimmer  must   he  trying  his  hand 

on  at   once:    Madame  Paquin's  "Tango 


TYPE  OP  GB  \« '  I :  II  1.  DR  SlPING. 

This  drape  was  made  from  shadow  la<  B 
flouncing  over  delicate  pink  silk  foundation. 
A  high,  crushed  girdle  of  blue  ninon  with 
delicate  pink  flowera  was  used.     The  bottom 

was    finished    with    a     very    delicate    shade    of 

pink   marabout,  the  skirl    being  caughl   with 
pearl  buckles  to  match;  Bleeves  and  neck  fin 
ished  with  sea  pearls  of  pale  blue  and  pink. 
Draped  by   Roy    Boot,  for  the  Robinson  Co., 
Limited,  Napanee, 
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Skirt."      In    tins    issue    Th<     Review    is 

able  to  L'ive  two  illustrations  taken 
specially  for  it  at  the  New  York  "Ex- 
hibition D'Art."  two  forms  of  the 
Tango  Skirt  idea. 

Both  of  these,  it  may  be  said,  are  ex- 
treme styles  and  not  likely  to  become 
general  in  Canada.  Quite  so,  and  the 
private  opinion  of  most  of  us  is  that 
Canada  will  receive  a  second  rather  than 
a  first  expurgated  edition  of  Parisian 
styles  in  the  most  of  lines.  But  for  the 
opening  display  of  the  Tango  Skirt  and 
Hustle,  the  window  trimmer  is  expected 
to  go  "the  limit."  He  has  to  attract 
attention  to  his  display;  it  must  give 
the  impression  that  his  store  carries  the 
"very  latest  thing." — even  to  colored 
wisrs. 

Cutting  Down  on  Backgrounds. 

While  the  whole  tendency  in  modern 
window  backgrounds  is  towards  artistic 
simplicity. — making  it  serve  as  a  con- 
trast to  set  off  the  goods  to  greater  ad- 
vantage or  fit  in  similarly  with  the 
goods  themselves,  but  always  subordi- 
nate to  them — there  has  been  a  feeling 
on  the  part  of  some  window  dressers  in 
Canada  that  too  much  retrenchment  has 
been  carried  on  this  Spring,  and  that 
their  goods  suffered, — particularly  at 
this  natural  time  for  rustic  backgrounds 
and  floral  displays — at  the  bareness  of 
the  window  behind  the  merchandise. 
The  complaints  often  have  been  well 
founded;  the  sales  value  of  the  windows 
have  lost  severely  in  consequence.  Those 
responsible  for  the  appropriation  for 
window  dresser  should  hear  in  mind 
the  fact  that  at  this  time  of  year  the 
window,  be  it  in  large  city  or  small 
town, — is  of  far  more  importance  in  sell- 
ing  the  new  dress  goods,  the  new  dresses, 
coats  and  hats,  titan  newspaper  adver- 
tising. The  Marshall  Field  store  spent 
more  than  $80,000  last  year  on  window 
dressing  alone.  An  enormous  sum.  but 
the  Marshall  Field  windows  drew  in  mil- 
lions of  busii 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Make  Your  Show  Windows 

Pay  Your  Rent. 

Many  Sales    are   made 
from  the  Sidewalk- 

This  particular  set  of  Interchange- 
able Window  Fixtures  will  ma\e 
the  finest  of  Window  Trims,  will 
display  your  Merchandise  to  a 
"Selling  Point"  will  give  you 
snappy  trims  which  will  attract 
local  and  transient  trade.  This  set 
affords  quick  and  frequent  changes. 

Read  further  about  this  wonderful 

Dry  Goods  Set 


Hundreds  of  Trims.  With  this  set  over  500  original  trade-pulling  window  trims 
can  be  made  and  at  do  time  making  any  two  alike,  besides  hundreds  of  standard  and 
odd  window  fixtures  can  also  be  made. 

Can't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  cannot  show 
any  wear.  The  NEW  construction,  the  "Sunken  Steel  Socket,"  takes  the  place  of 
the  old  construction.  There  are  now  NO  Screws  Screwing  Into  Wood.  They  will 
now  last  for  many  years.  The  construction  is  s'urdy  and  high  grade  throughout. 
Simplicity  in  detail  is  the  principle. 

A  Book  of  Window  Trims  Included.  A  large,  beautiful  book  of  many 
captivating  trims  made  with  this  set  will  be  sent  FREE  with  this  set.  This  book  is  a 
help  to  any  window  trimmer. 

Made  of  Oak,.  The  entire  set  is  made  of  thoroughly  Kiln-Dried  Oak.  the  metal 
parts  of  cold  rolled  steel;  each  YOUN1T  is  accurately  machined  to  fit  right  and  made 
interchangeable. 

Our  Guarantee.  We  guarantee  to  replace  this  set  FREE  of  CHARGE  any 
time  within  one  year  if  it  proves  defective  in  any  way  through  construction  or  parts  not 
fitting  satisfactory. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered,  Golden  or 
Antique  Oak,  all  in  a  soft,  mellow  wax  non-scratchable  finish. 

Just  ask  the  merchant  who  has  bought  a  set  of  these  fixtures  with  the  (NEW  CON- 
STRUCTION) what  he  thinks  of  them. 


NET 


PATO 
IKIWSMlf. 
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The  Storage  Chest.  The  96  YOUNITS  that  make  up  this  set  are 
put  up  is  A  HARDWOOD,  HINGED-L1D  STORAGE  CHEST 
(oiled  finish).     A  good  place  to  keep  any  part  of  the  set  that  is  not  being  used. 


Price  for  the  Full  Set  No.  1 19  $3  1 .5N°, 
Price  for  a  Half  Set  No.    119  1-2,  $18.50 

F.  O.  B.    Hamilton,    Ontario,    Canada 
Older  thru  your  JOBBER  or  DIRECT 

The  Oscar  Onken  Co. 

No.  381  W.  4th  Street,  Cincinnati,  0.,  U.S.A. 

Quick  Shipments.     Address  All  Correspondence  lo  Cincinnati.     Send  for  Tounil  Catalog 
Slock  is  also  carried  in  CANADA.  ENGLAND  and  AUSTRALIA 
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EQUIPMENT    AND    DISPLAY 


The  window  illustrated  above  was  used  the  second  week  of  March  by  Holt,  Renfrew  A:  Co., 
Toronto,  to  introduce  their  Spring  stock  of  millinery.  The  background  effect  was  very  graceful  an<l 
gave  an  out-of-the-way  setting  to  the  goods.  In  the  centre  was  a  lynch  gate  of  weathered  oak.  with  rail- 
ings ni'  the  same,  extending  to  both  ends.  The  gate  and  railings  are  constructed  of  light  wood, 
painted  and  stained  to  represent  oak.  The  roof  of  the  porch  has  a  few  ■'patch'*  shingles  to  bring  <>nt 
further  the  "weather-beaten"  impression.  The  sides  of  the  porch  are  trimmed  with  honeysuckle  and 
pink  and  white  rambler  roses.  In  each  corner  is  a  lattice  work  with  climbing  plants  with  ferns 
massed  around  the  base.  The  floor  of  the  window  is  covered  with  green  felt  and  pots  of  flowering 
plants  are  also  used. 

Two  wax  figures  wear  smart  wraps  and  millinery  to  match.  One  wear-  a  wrap  of  dollar  gold. 
brocaded  silk  with  turban  of  picol  straw  to  match,  trimmed  with  ostrich  plumes  in  the  same  color.  The 
other  figure  has  a  wrap  in  the  deep,  old  rose  shade  that  promises  to  be  so  fashionable  tin-  Summer 

and  the  hat   i-  a  (lat   Waltean  model  raised  high  on    one  side   with   a   handean.        This   hat    i-  of  black 
Belgian  splil  straw  and  is  trimmed  with  black  and    old  rose  fancy  ostrich. 

Many  of  the  models  are  in  the  new  canotier  shape.     One  of  navy  hemp  ha-  the  brim   faced  with 
dull  rose  and  the  crown  encircled  with  made  taffeta   roses  in  dull  blue,  pink,  and  chartreuse  shi 
There  is  a  beauty  rose  posed  like  a  door  knob  both    hack  and  front  just  on  the  turn  of  the  crown  and 
there  are  streamers  of  grass  green  rihhon  knotted  together  at   the  hack. 

This  very  creditable  and  original  trim  was  the   work  of  Mr.  Cousin-. 

A  variation  of  the  effect  and  one  that  would  have  fitted  in  well  with  the  millinery  showings  could 
have  been  secured  by  interposing  panels  of  light  color,  tinted  like  the  sky,  say,  between  the  handsomi 
background  and  the  goods  displayed. 


Be  Careful  of  Window  Models 

Old  Figures  and  Stands  Make  it  Impossible  lor 
Display  Men  (<>  do  Justice  to  huioval  ions  in 
This  Season's  Suits  or  downs  -Living  Model 
or  Up-to-date  Figure. 


Till',   advantage   "t    holding  a    fash 
ion  shiiw    was  never  more  marked 
than    this   Beason,    lei-    suit    styles 
differ  ro  widel)    Prom  what  has  untie  be 
fore.     This  is  enl  irelj   a  Pane)   suit  Bea 
sun  and  bo  man)    of  the  models  need  to 
be    placed    upon    either    a    living    model 
or  .-i   perfectl)    up  to  date   figure  to   de 
\  elop  i  heir  l>cst  point  s. 

In    putting   in    tin     window     displav*    ii" 

model  Bhould  be  allowed  t"  I"'  used  lie 
fore  it   has  been  critically    examined   l>v 


the   bead   <>r   the   read)  to  wear   depart 
ment. 

I  f  figures  and   stands  are   net    up  to 
date;  if  the  bust   is  high  ami  the  waist 
slender,   n    i^   well    nigh    impossible    for 
the  decorating  department   to  do  justice 

le   either   — ■  1 1 1 1  —   or   gOWHS   this   season.    In 

genuit)  and  care  oan  minimize  but  not 
lake  the  place  of  the  proper  fixtures 
Therefore  Bhould  a  hasty  requisition  be 

made    for   up  to  dale   stands   it    should    hi' 

remembered   that    new    -.lands   would   be 
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cheaper  than  a  la-  stoek  at  the 

end  of  the  season.  It'  the  merchant  does 
not  believe  this  let  him  get  out 
study  some  of  the  advance  displays  that 
have  been  made  so  tar.  and  he  will  soon 
see  enough  to  convince  him  of  the  utilit) 
of  the  advice  given  here.  It  is  the  im- 
pression made  by  the  garment  in  the 
first  glance  that  clinches  the  Bale,  and 
what  chance  has  a  garment  to  make  a 
right  impression  when  the  stand  bulges 
where  the  present  figure  is  tlat.  and  is 
Hat   where  it  should  bul 


There  is  no  need  for  advertising  a  re- 
ward  for  the  day  that   is  lost. 

•      •      • 

The  man  who  invented  the  eaharet  put 
the  din  in  dinner  and  took  the  rest  out 
of  restaurant. 
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Spring  Business  Producers 


At  this  Easter  season  of  the  year  every  Canadian 
woman's  thoughts  are  centred  on  that  new  Spring 
outfit  she  is  planning  to  buy.  Are  your  window  dis- 
plays going  to  he  attractive  and  effective  enough  to 
bring  her  into  your  store  for  your  goods?  Make  sure 
that  they  will,  by  displaying  your  Spring  lines  on 
D.  &  P.  Forms. 

D.  &  P.  Forms  are  true  to  life  and  present-day  styles 
in  every  detail.  The  refined  features  of  the  face, 
the  charming  coiffure  and  poise  of  the  head  will  add 
an  elegance  to  the  garment  and  a  human  touch  to 
the  whole  display  that  will  prove  very  successful. 

Our  large,  complete  stock  of  1914  models  is  at  your 
disposal.     Your  order  will  receive  prompt  attention. 

WRITE  FOR  CATALOGUE 


DALE  &  PEARSALL 

Manufacturers  of   High-Class  Forms  and  Figures 


106  FRONT  ST.  E., 


TORONTO 


Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  each  issue  of 
Dry  Goods  Review. 
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EQ1  [PMENT    WD  DISPLAY 


FROM  PHOTOGRAPHS  TAKEN  INSIDE   WINDOW. 


Those  views  of  minaret  drapes  by  E.  I'. 
Burns  were  taken  by  Mr.  Burns  himself 
with  a  camera  in  the  very  window  in  which 
they  were  set  up.  The  one  on  the  left  is  of 
white  silk  crepe  with  gold  and  old  rose 
minaret.  Wiring  is  used  to  sustain  the 
minaret  effect  and  the  fur  conceals  the 
wire.  The  right  side  of  the  skirt  is  plain, 
the  other  draped,  with  a  slit  in  front.  Black 
edging  is  used  on  waist  with  rhinestone 
beads.  These  trims  of  silk  crepe  were  so 
effective  that  the  line  was  sold  out  on  the 
second  da}-  and  the  display  had  to  be 
removed. 


Simple  Background  for  Millinery 
Window 


MANY  exclusive  millinery  store  win 
dows  lose  half  of  their  \alue  be- 
cause <>f  (lie  make-shift  or  un- 
ai  i  racl  n  i'  nature  of  t  he  background  used. 
It  is  no!  quite  an  easy  tiling  to  design  a 
background  for  tins  kind  of  store  for  it 
bas  to  be  of  such  a  nature  as  to  let  in  all 
the  light  possible.  Also  the  window  has 
to  be  accessible  at  all  times,  ami  last, 
lint  not  least,  it  must  not  clash  with  the 
bats  BhoVi  n  al  any  i  tine. 
A  background  Been   recently  tilled  all 

and    at     the    s: |    time    was 

new    ami    \  er\    att  ractiv  e.      It   consisted  of 

or  frames  formed  of  heavj 

moulding  or  skirting  boards  put  together 

:i    picture    frame    with    a    piece   "I' 

ed  like  a  brace  into  each  of  t  he 

!       u  m  e       tained     green 


and  finished  in  dull  wax  effect,  and 
the  centre  was  tilled  in  with  a 
simple  patterned  curtain  net  drawn 
plainly  ami  smoothly  into  the  frame 
Two  frames  were  set  upright,  one 
"II  each  side  of  the  window  and  the 
other  frame  was  arranged  in  horizontal 
fashion  to  run  in  a  groove  in  the  two 
upright  frames.  When  in  its  proper  place 

it  came  within  nine  inches  or  so  from 
the    level    of   the    window    and    there   was 

more  than  this  space  left  above.    When 

anything  was  wanted  out  of  the  window. 

or  when  the  window  was  being  arranged 

the  centre  panel  was  pushed  up.  When 
ill  place  it  formed  an  effectual  screen  for 
the    interior   id'   the   store. 

The  bottom  of  this  window,  as  is  often 

the    case    now.    was    raised    some     inches 

above  the  level  of  the  irlass  and  doped 


slightly  inward.    This  -lope  and  the  ll<*ir 
of  the  window  were  covered  with  a 
yellowish  tan   felt.    Curtains    of    cream 
casement  cloth  were  hong  on  bi 
and.    when    not    drawn    bong   in    .-traight 
folds  in  the  coiner.-,  ol    the   window. 

® 

PROFIT-SHARING     IN     EDMONTON. 

Profit-sharing  with  In-  employees 

been  introduced  by  .lame-  Ramsey, 
of    .Ian  es    Ramsey,    Ltd..   departmi 
store,    of    Edmonton.      This    notice    has 
been  posted  in  the  various  departn 
•"All    those    who   have   been   in   the   con- 
tinuoii-  employ  of  the  boost  lanu- 

ary  29,  L913,  ami  who  do  not  participate 
in  any  other  form  of  bonus,  will,  at  the 
end  of  each  half-year  busiiu-s  term,  par- 
ticipate in  the  distributioi  fecial 
bonus  calculated  on  the  basis  of  the  net 
earnings    for    the    current    term.      This 

bonus  will  be  divided  pro  lata  according 
t<>   the   amount    of  salary   e.  son    is 

earning     at      the     time     of     distribution. 

Bonnses    for   subsequent    terms   will   be 
divided   on   the   same    basis   an 
ployees  who  have  been  in  the  continuous 
employ   of  the   house   for  one  year  pre- 
vious to  the  commencement  of  the  term. 
It   is  worthy   of  note  that   had  this  plan 
been     in     operation     during     L913,    the 
amount    to    lie   divided   anion-    empl 
would   have   been   about    $8,000   for   the 
year.    This  sum  can  be  greatly  incri 
by    intelligent    and    loyal   service  on   the 
part  of  each  employee." 

-@- 

**■•  This    graceful 

drape  of  H.  C. 
McDonald,  ex- 
dent  of  the 
C.  \Y.  T.  A.,  is 
made  on  a  nu 
style  of  form 
with  an  open- 
ing down  the 
back  to  store 
away  the  sur- 
plus material, 
and  a  full  bust 
formation  and 
slender  taper- 
ing hips,  well 
fitted  to  pi, 
e  n  t  fashions. 
1'  h  e  name  of 
t  h  e      maiuil.i 

turei     will     lie 
furnished     b  j 

l'lic    U'ev  iew    ou 

request . 
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FURS 


Adapting    Paquin    Flare   to    New    Fur    Coats 

Paris  Not  Far  Behind  in  Latest  Novelties — Some  of  More 
Fashionable  Creations  at  Race  Meetings  —  Ermine  Not  as 
Popular  in  Daytime — The  Silhouette  Effect. 


IT  lias  not  taken  the  latest  idea  in 
Parisian  dresses  and  coats  long  to 
sweep  across  to  fashions  in  furs. 
Paquin 's  "flare"  or  "Tango"  skirt, 
that  leaves  a  trifle  more  space  for  the 
knees  and  feet  in  the  "glide"  or  "hesi- 
tation" waltzing  than  in  the  poor 
cramped  quarters  they  had  been  occupy- 
ing, has  been  incorporated  already  in 
Paris  in  the  new  fur  coat,  designs  for 
next  Fall.  Of  course  the  length  feature 
is  quite  different,  but  the  Paqin  Tango 
flare  is  being  imparted  to  the  coat  higher 
up. 

Many  of  the  sealskin  coats  are  being 
made  with  this  flare,  as  well  as  the  sup- 
ple furs  such  as  broadtail  and  moleskin. 
A  number  of  coats  have  been  made  of 
black  taffeta — this  fabric  being  in  high 
favor  for  coats  of  this  description  since 
the  material  itself  gives  that  much  de- 
sired bouffant  appearance. 

Taffeta  With  4-inch  Fur. 
One  new  model  in  taffeta  has  a  four- 
inch  band  of  black  fox  round  the  bot- 
tom, and  just  above  a  wide  puff  of 
taffeta.  The  neck  and  sleeves  were  fin- 
ished with  the  wide  fur  band  and  wide 
frills  of  taffeta.  The  whole  effect  might 
be  described  as  very  chic. 

Not  Much  Ermine  in  Daytime. 

At  Auteuil  a  larger  quantity  of  furs 
was  seen  than  at  any  previous  meet.  A 
large  number  of  long  mantles  in  such 
furs  as  broadtail,  caracul,  mole  and 
astrakhan  were  worn.  The  ermine  mantle 
which  was  so  popular  two  seasons  ago 
is  not  being  worn  much  now  during  the 
day,  its  use  being  restricted  to  evening 
wear.  An  Elizabethan  cape  of  ermine 
worn  by  a  young  girl  attracted  much 
attention,  and  there  were  a  number  of 
stole  and  mur  sets  of  ermine,  but  on  the 
whole  ermine  is  by  no  means  so  popular 
this  season  as  in  former  years. 

Cleverly  Draped  to  Figure. 

A  famous  Parisian  beauty  made  a 
sensation  at  the  big  race  meeting  by 
wearing  a  draped  wrap  which  really 
formed   a  whole  costume,   composed  en- 


tirely of  ermine  and  black  and  white 
breitschwanz.  The  form  of  the  wrap 
was  that  known  in  Paris  as  ' '  vogue. ' ' 
That  is  to  say,  the  garment  was  fash- 
ioned in  long,  straight  lines  and  then 
cleverly  draped  on  the  figure.  The  wide 
sleeves,  put  in  at  the  shoulders  in  raglan 
style,  were  made  of  breitschwanz  and 
the  remainder  of  the  mantle  was  of 
ermine.  The  fronts  were  draped  across 
the  lower  limbs  and  then  sharply  drawn 
up  at  the  sides,  forming  in  this  way  the 
fashionable  silhouette  which  makes  the 
female  form  seem  quite  bulky  over  the 
hips  and  very  slender  at  the  feet.  It  is 
a  curious  ligne,  but  an  effective  one,  and 
the  Parisiennes  understand  its  mysteries 
to  perfection. 

An  evening  wrap  was  of  King's  blue 
velvet  brocaded  on  to  a  white  satin 
ground,  the  ground  forming  the  new 
effect  of  a  design  of  leaves  and  flowers, 
Draped  up  in  loose  folds  and  tapering- 
down  to  a  sort  of  sleeve,  it  has  a  large 
boa  collar  and  wide  cuffs  of  the  gray  fox 
used  so  much  on  Paris  evening  wraps 
this  season.  An  ermine  scarf  under  the 
manipulation  of  Drecoll  looks  almost 
like  a  waist.  It  is  hung  over  the 
shoulders,  belted  at  the  waistline  and 
collared  in  fox  to  serve  the  purpose  of 
a  sleeveless  corsage.  The  muff  is  of 
ermine  with  wide  borders  of  the  fox. 

Wonderful  Combinations  for  Opera. 

Opera  coats  display  wonderful  com- 
binations of  fur  and  fabric.  In  one 
model  the  exquisite  velvet  brocaded 
chiffon  in  deep  yellow  is  wonderfully 
matched  by  the  coloring  of  the  canary 
yellow  fox — the  most  talked-of  fur  of 
the  year.  • 


CONFIDENCE  IN  PRICES. 

Results  of  Fur  Sales  in  London  Regard- 
ed With  Optimism. 

A  special  report  of  Messrs.  Phillips, 
Politzer  &  Co.,  on  the  London  fur  sales 
roads  as  follows: — 

Considerable  improvement  has  set  in 
in    the    fur    trade    during    the   last    few 


weeks,  and  a  much  better  feeling  pre- 
vails. The  depression  which  was  so 
marked  in  the  Autumn  appears  to  have 
subsided,  and  the  present  sales  went  off 
decidedly  better  than  was  expected. 

No  doubt  the  spell  of  seasonable 
weather  was  partly  responsible  for  the 
change,  but  it  is  to  a  great  extent  due 
to  forced  transactions,  which  caused 
quite  a  movement  in  the  trade  and  a  sub- 
stantial clearing  of  stocks. 

It  has  been  realized  for  several 
months  past  that  prices  paid  a  year  ago 
were,  as  a  whole,  too  high;  consumption 
suffered  and  supplies  became  in  many 
cases  excessive,  so  that  a  decline  at  these 
sales  was  inevitable. 

It  is  remarkable,  however,  that  some 
articles  which  up  to  quite  recently 
were  sold  by  holders  at  a  sacrifice,  in  an- 
ticipation of  a  heavy  drop,  were  now 
eagerly  competed  for,  and  the  actual 
declines  in  their  value  now  are  compara- 
tively small. 

Taking  the  result  of  the  sale  as  a 
whole,  prices  ought  to  inspire  confidence, 
and  it  should  be  a  relief  to  the  trade  to 
begin  the  new  year  on  a  safer  and  more 
moderate  basis. 


POPULAR  IN  PARIS 

Skunk,  Mole,  Ermine,  Persian  and  Fitch 
Among  the  Leaders. 

A  despatch  from  Paris  says  that  fitch 
is  still  the  fashion  there  and  looks  very 
much  as  if  it  would  continue  in  favor 
for  another  season.  Skunk,  it  says,  is 
termed  a  "classical"  fur  in  Europe  and 
bids  fair  to  stay  in  that  class  for  one 
more  season  at  least.  Mole  and  ermine 
will  return  with  the  Spring  and  there  is 
no  indication  that  their  favor  is  at  all 
on  the  wane.  Persian  lamb  jackets  will 
probably  be  popular  next  year  as  the 
half-length  silk  jackets,  mostly  taffeta 
and  moire,  are  very  much  worn  in  the 
French  capital.  Coney  is  somewhat 
cheaper  than  last  year  but  is  expected  to 
be  higher  as  soon  as  orders  of  any  pro- 
portion arc  placed. 
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(J  A  N  A  1)  I  AN     FUR    T  I!   \  DE 


Interior  view  of  store  of  F.  R.  Dugre,  Montreal,   where   furs  are  the   winter 
specialty    and   hats  for  spring  and   summer. 

Working  Up  Summer  Fur  Sales 

Montreal  Store  Scuds  Out  Circulars  in  July  and 
August,  Announcing  Discount  Sales — Combin- 
ation of  Furs  and  Hats. 


By   a  Start   Correspondent 


Montreal,  March  17. 

Tl  I  K  accompany  ing  photogi  ap'ti  oi 
the  interior  of  tlie  store  of  P.  (J. 
Dugre,  593  St.  Catherine  street, 
retail  hatters  and  furriers,  shows  how 
a  neat  and  attractive  display  can  be 
made  in  a  store  of  moderate  dimensions. 
The  width  of  the  building  is  about  25 
feet  and   the  depth  about  75  feet. 

The  entrance  to  the  store  is  recessed 
with  modern  show-windows  at  either 
side.  The  front  portion  of  the  store,  or 
salesroom,  extend-  hack  about  45  feet. 
and  in  the  rear  is  the  office  and  store- 
room. 

Along  the  rigid  wall  is  a  glass-fronted 
mahogany  wall-case  for  displaying  hats. 
while  the  lefi  wall  contains  fixtures  for 
hats  in  the  original  boxes.  Silent  sales- 
men, coal  racks  and  display  forms  are 
utilized  to  show   oil'  »-oods  attractively. 

During  the  Kail  and  Winter  months 
furs  are  featured  most  prominently,  but 

H  ith  I  lie  ad\  ent   id'  I  he   Spring  and   Sum 

mer  months   furs  are  put   in   Btorage   in 

the    rear  and    hats    hold    first    place.      The 

storage  is  not  confined,  however,  to  the 

firm's   own    Btock    exclusively,   but    they 

worked  up  a  verj    important   Btor- 

age  service  through  Btoring  furs  during 

I  he    Summer    in    utli.s    I  or    people    W  llO   are 
mil    in    a    |  in    properly    take   care 

of  t  hem  i  hemseb  i 

About  Jul]  or  August  circulars  are 
sent    mil    to   regular  and    prospective   COS 

tomers  annoum  ing    .>    Summer  discount 

.ile    of    furs    and    many    have    taken    ml 


vantage  of  these  sales  to  select  furs  for 
i  he  winter-to-come  and  have  them  stored 
until  needed.  In  this  way  I  he  store 
brightens  up  Summer  trade  in  a  line 
that  is  usually  considered  out-of-season 
and  the  customer  has  the  satisfaction  of 
knowing  that  the  price  paid  is  reason- 
able. 

The  store  is  run  under  the  manage- 
ment of  A.  Lcf'ort,  he  having  bought  out 
the  interest  of  Mr.  Dugre  some  years 
ago,  hut   retaining  the  same  (inn  name. 

-@- 

MONEY  IN  BREEDING  MOLES. 

The  popularity  of  nude  skin  as  a  I'ur 
is  bringing  fortunes  to  a  few  breeders. 
A  Maryland  tanner  last  year  made 
$9,000  clear.  He  declares  that  they 
breed  faster  than  white  rats  and  guinea 
pigs.  The  breeding  business  sprang  into 
existence  about  five  years  ago  near  Am- 
sterdam, Holland.     At   first,  moles  were 

trapped,    hunted,    and    caught    in    a    hap 

hazard  way.  hut   the  Dutch,  fearing  their 

extinction,  began   to  breed   them. 


INTERESTED  IN  FITCH. 

Reports  from  Leipzig  sa]  thai  on  that 
market  dyed  Persian  i-  receiving  more 
attention  and  daily  sales  of  small  quan- 
i  ii  ies  ha\  e  •><  en  made.  Russian  fitch 
i-  being  bought  bj  America  ami  Prance 
and  the  hitter  country  i>  also  much  in- 
terested in  land  lilch.  Mink  and  mu-k- 
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rat  >ates  have  been  much  more  act.- 
ilt  of  the  lower  price. 
In  Moscow  it  is  -ta!ed  inut  extr< 
cold  weather  has  stimulated  the  far  trade 

at  that  centre  to  a  very  large  extent. 
Persian,  fitch  and  raw  Bquirrel  are  at- 
tracting considerable  attention. 


PAQUIN     LAUNCHES     THE    TANGO 
SKIRT  IN  AMERICA. 
1  ontinued   from  page  3L) 
The    visitors    were   charmed    with 
beautj  of  the  -owns  shown  ami  with  the 
marvel     of     the     manj     perfect     eoloi 
es. 

Long,  Straight  Lines. 

The  most  notable  featun 
plaj  i-  a  marked  departure  from  all  the 
styles  shown  on  this  side  from  the  i 
Tan-  couturiers.  Madame  Paquin  is 
showing  a  distinct  style  just  as  new  as 
tnaret  Poiret  exploited  in  the  early 
Tail. 

Paquin    has    departed    trom     the 
aggerated  figure  of  the  moment  and  from 
the  bouffant  hip  draperies  ami  poofs  in 
favor  of  the  long,  straight    lines  of  ele- 
gance and  simplicity. 

The  natural  figure  line  i>  followed  with 
just    the    natural    i  -    placed    upon 

the  hips  and  there  i-  sufficient  fullness  in 
i.irts  to  allow  of  graceful  drapery. 
It  i-  this  drapery  idea  that  i>  totally  new 
lor  it  gathers  the  drapery  in  at  t lie  knee 
so  as  to  follow  the  lines  of  the  fig 
Below,  the  skirt  flares  in  easy,  natural 
lims,  giving  every  possible  freedom  to 
tin  feet.  This  Hare  is  accomplished  in 
various  ways.  Some  of  the  more 
elaborate  gowns  are  slit  and  have 
draper]  set  in.  Other  gowns  full  in 
scallops  and  points  at  the  foot  of  the 
skirt  and  godets  Seem  to  he  let  into  the 
skirt  of  man]  of  the  fancy  suit<. 
Jackets  Short  in  Front. 

All  the  jacket-  are  short  in  front  and 
long  at  the  hack,  and  often  there  i-  a 
tunic  following  the  same  outline. 
lars  are  high  and  flaring  and  fall  awa] 
trom  the  neck  and  some  have  graceful 
I  collar-  of  lace.  I. ace  collars  were 
noted  on  dancing  frocks  that  flared  away 

from  the  shoulder  am',  were  wired  to 
keep  them  in  shape. 

Tango  Skirt, 
The     "  Tango     Skirt  ' '      is      the      name 

given  to  this  new  flare  skirt   Paquin  is 

introducing.  Many  o\'  these  skirts  wen 
finished  with  a  trill  of  lace  or  a  pleat- 
ing  at    t  iie    ted. 

To    show     how     perfectl]    adapted    the 
new     skirt     is     tor    dancing,    one    of    the 

French    mannequins    danced    a    number 

of  the  new  dances  in  one  of  the  new 
flare  gowns  and  showed  that  the  full- 
ness below  the  knee  made  it  possible  to 
dance  even  Maxix.  with  comfort.  A 
similar  demonstration  was  given  by 
Mrs,   \  ei  non  <  'a-tle. 


CANADIAN     FUR    TRADE 
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In  New  York  latest  creations 

Not  last  year's  styles  made  over,  but 
smart,  snappy,  new  designs  that 
will  mark  your  store  as  progressive 
and  up-to-date. 


Tn  introducing  our  large  range  of  ex- 
clusive styles  in  high-grade  furs  for 
1914-15,  we  wish  to  draw  your  attention 
to  the  fact  that  in  buying  from  us  you 
are  getting  in  closer  touch  with  real  fur 
values  and  the  most  correct  styles,  than 
has,  we  believe,  ever  been  the  good  for- 
tune of  the  Canadian  merchants. 

We're  right  on  the  ground  floor  of  the 
fur-buying  market.  Our  designers  have 
their  fingers  on  the  style-pulse  of  New 
York.    You  get  the  benefit  of  both. 

We  are  specialists  in  Hudson  Seal,  Near 
Seal,  Persian  Lamb  and  Muskrat  coats 
and  small  furs  in  all  the  newest  New 
York  designs  in  Mink,  Skunk,  Fox, 
Wolf  and  Beaver. 

Our  extensive  range  for  1914-15  is  at 
your  service.  Merely  intimate  that  you 
would  like  to  look  through  it  and  we 
will  do  our  part. 

It  will  pay  you  to  hold  your  order  until 
you  have  seen  our  line.  Travellers  are 
now  on  the  road. 


Silver  Bros.  Co.  "Furs" 

Limited 
Sommer  Building  MONTREAL 


"IF  IT'S 


FURS 


WE  HAVE  THEM" 


No  matter  what  kind, 

at  prices  that  defy 

all  competition 


We  bought  furs  this  year 
when  prices  were  at  their 
lowest.  We  are  therefore 
in  a  position  to 
give  YOU  good 


4$'$3&$z&*  value.   Our  re p- 


wm. 


utation  for  styles 
is  well  known. 


Need  we  say  more? 

Our  travellers  are  now  on  the 
road.  Look  carefully  over 
their  samples.    It  will  pay  you. 


Laberge,  Chevalier  &  Co. 

Montreal 
Makers  of  Stylish  Furs. 
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POINTED  TO  WITH   PRIDE 


a  "V7"l>.  this  is  a  Crex  wire  grass  ru^. 
■*•  How  do  J  know  it  is  the  original 
rind  genuine.'  lirriiiisc  it  has  the  name 
woven  almost  Invisibly  in  the  side  bind- 
ing  on  rounded  edge." 


CREX  rugs,  carpets  and  runners  are 
advertised  everywhere — in  Newspapers. 
Magazines,  Street  Cars  and  on  Outdoor 
Signs.     CREX  is  a  household  word  and 

stands    for    the     BEST    in 

fibre    floor  coverings. 


Discriminating    housekeep- 
ers  know   "there's   a   differ- 
ence"   in    grass    floor    coverings 
and    arc    now    insisting    upon    the 
original  and  genuine  CREX. 


*v<-nfH.i.'.iW".'**i  * 


Made  of 
Twisted 
Grass 


■■«#Wt..CMJMM*y.W 


WRITE   FOR    1914   COLOR    CATALOGS 


Crex  Carpet  Co.,  DePt.  5, 212  Fifth  Ave.,  New  York 


John  Wanamaker  says  that  advertising  doesn't  jerk — it 
PULLS.  He  ought  to  know,  and  yet  some  men  think  that 
advertising  should  go  against  all  rules  and  precedents  and 
jerk  them  to  success  with  one  tremendous  yank. 


Barry,  W.  B.,  &  Co 28 

Cres   Carpel    Co I" 

Dale  &    I'earsall    35 

De  Long  I  took  &  Ej  e  Co L3 

I  lominion  <  tatricb   Feather  Co 31 

Gibba  Mia    Co 15 


ADVERTISING     INDEX 

Hamilton  Cotton  Co 21      Oscar  Onken  Co S3 

Laberge,  Chevalier  &  Co 39      Penman8.  Ltd -:! 

Silver  Bros.  "Purs"  Co.,  Ltd 39 

Kawneer  Mfg.  d>.  ..Inside  Front  Cover 

Thompson  Lace  and  Veiling  Co.   .  27 

King,  J.,  \   s..,i   21       ,.        ,     ,,    ,  r  .-,, 

I  oronto  Pad  Co Jl 

Montreal  Ha1  &  Frame  Co 31      Williams  Trow  Knitting  Co 26 

•Id 
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Features  of  This  Number 


White  Polka  Dot  on  Gold  Background. 

The  New  Tango  Tie. 

Half  a  Dozen  Colors  in  Club  Stripes  on  Single  Tie. 

Broad  Pink  Stripes  in  Shirts. 

Color  Combinations  in  Cross-Stripes  on  Mushroom 
Shirts. 

Black  Soft  Hat  Coming  for  Fall. 

How  Men's  Furnisher  Reaches  the  Fans  at  the  Ball 
Grounds. 

A  25-cent  Tie  Bargain  Show  Case. 

Trying  for  a  "Union''  Men's  Furnishing  Store. 

Fall  Stvles  in  Suitings. 


IE^_^=^W*> 
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2Z5SSS 


Dry  Goods  Review  MEN'S    WEAR    SECTION 


a 


The  MARCH  Issue  of 

"FOOTPRINTS" 

contains  the 

1914  CATALOGUE 

of 

JACQUES  CARTIER" 
"MERCHANTS" 
"DOMINION" 

ANCHOR"  and 

FLEET  FOOT" 

Brands  of  Rubber  Footwear 

It  is  full  of  new  and  improved  styles  and  shapes.  If  your 
eopy  has  not  reached  you,  write  for  one.  It  is  the  largest  and 
most  complete  catalogue  of  Rubber  Footwear  ever  issued 

Canadian  Consolidated  Rubber  Co.,  Limited 

SELLING     AGENTS 

MONTREAL 

28  BRANCHES  THROUGHOUT  CANADA 


u 
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From  the  man  in  the 
Ditch  to  the  man  in 
the  Auto    .'.     .*.     .'. 


Every  man  who  has  occasion  to  protect 
his  clothes  from  soil,  whether  he  be  work- 
ing on  the  railroad,  in  the  ditch,  or  repair- 
ing his  car,  he  will  appreciate  the  comfort 
and  service-giving  features  of 


"Carhartt's 

Overall 
Uniforms' 


They  are  cut  in  roomy  proportions  and  are  well 
made,  being  sewed  with  the  strongest  thread  pro- 
finable,  reinforced  where  the  strain  comes,  sup- 
plied with  a  patent  safety  watch  pocket  and  self- 
adjusting  suspenders.  Even  the  buttons  bespeak 
the  Carhartt  quality. 

Your  trade  will  appreciate  these  famous  work- 
ing man's  clothes.  Why  not  send  for  a  trial 
order  to-day  f  Try  them  for  sixty  days.  If  they 
are    alright,    keep    them;    if    not.    return    at    our 

expense. 

Our  approval  assortment  consists  of  Carhartt's 
Overall   Uniforms   and   Gloves   — 
Carhartt  s  gloves  that  have  double  the  life  of 

Corduroy  the  ordinary. 

i  ants  Drop    a    card    to-day.       You   will 

be    sure    to    want    the    exclusive 
agency. 


Carhartt's 
Gloves 


Hamilton    Carhartt 
Manufacturer,  Ltd. 


TORONTO, 


VANCOUVER 
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URETY 

GUARANTEED 

HIRT 


tC 


r^PS 


D 


¥ 

iL 


Sell  a  man  one  Surety  Guaranteed  Shirt  — 

and  lie  will  come  back  for  a  Second. 
The   Shirt  makes  good  because  it  is  good 


PHERE  is  no  question  about  the  satisfaction 
a  man  feels  in  wearing  a  SURETY 
GUARANTEED  SHIRT. 

It  means  something  to  him  to  know  that  he 
is  wearing  the  best  flannel  shirt  that  can  be  made 
— roomy,  liberal  incut,  patterned  to  fit,  finished 
finely  and  sold  at  a  moderate  price,  and  then 
this  big  added  advantage  over  any  other  flannel 
shirt — a  broad  guarantee  of  a  new  shirt  should 
anything  prove  to  be  defective  or  unsatisfactory. 

The  SURETY  line  is  the  most  attractive 
line  of  flannel  shirts  you  can  handle  for  the 
Eallof  1914. 

It  means  a  bigger,  better  and  vastly  more 
satisfactory  and  profitable  flannel  shirt  business 
than  you've  ever  had — you  are  selling  a  guaran- 
teed shirt  w  ith  a  name — and  of  a  quality  that 
lives  up  to  its  name. 

Every  outdoor  man  who  wecrs  flannel  shirts 


— for  work  or  recreation — is  interested  in  the 
SURETY  GUARANTEED  SHIRT  — 
whether  he  wants  to  pay  only  51.00  or  go 
higher  for  fine-  ,-rades  of  materials.  But  no 
matter  what  he  pays — he  gets  a  guarantied 
flannti  shirt. 

A  national  advertising  campaign  ia  the  con- 
sumer will  help  vou  move  your  goods  in  the 
Fall  of  1914. 

An  attractive  store  hancer  in  three  colors, 
furnished  on  request  thi>  is  no  ordinary  hanger. 
It  was  prepared  by  a  high-priced  artist — and  it 
will  move  your  goods. 

Here's  the  big  line  for  you  for  this  coming 
Fall.  Let  your  jobber  tell  you  more  about  it. 
If  he  does  not  happen  to  carry  the  SURETY 
line  just  now — write  us  direct.  We  will  give 
you  the  name  of  the   SURETY  jobber  nearest 

to   VOU. 


Sidney  Rosenstein  &  Co. 


87- K.    Franklin   Street 
New    York     City 


Established   1867 
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"Hero 
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THE  NAME  SUGGESTS 

Attractive  appearance, 
Clean-cut  strength, 
and  staying  qualities. 


ALPHONSE    RACINE,  Ltd 

Wholesale  Jobbers  and  Manufacturers 


HERO  SHIRTS 


"Hero" 


The   name  of    Canada's    best-value,    popular- 
price  shirts. 

NEGLIGEE,  DRESS,  OUTING 
AND  WORKING. 

Manufactured  and  wholesaled  only  by 

Alphonse  Racine  Limited,   Montreal 

The  name  makes  sales  easy. 

Workmanship,  material,  comfort  and  style  makes 
permanent  customers. 


340  to  350  St.  Paul  Street 

MONTREAL 
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9WO01W 


PUR1  IAN 


ECLIPSE 


SHAMROCK 


VIGILANT 


AMERICA 


ATALAS  r A 


AURORA 


COLUMBIA 


PILGRIM 


Selling  Point  No.  2 

His  Own    Laundryman 

Pwo  cents  a  flnj  does  not  Been  eerj  much,  imi  nrben  yon  Bgure  it  by  the  yeai 
it  amounts  to  $7.30.  This  Is  the  Baring  which  you  can  <'fTV<-t  for  your  customers 
bj    Introducing   and   Belling   them 

CHALLENGE  COLLARS 

Any  man  can  in  one  minute  have  :i  snowy-white,  fresh-laundered  collar  bj  using 
soup,  water  and  sponge. 

There  are  sis  grades  In  Arlington  Collars,  ranging  in  price  from  70c  to  (2.00  a 
dozen,  of  which  Challenge  is  the  highest.  They  are  ;iil  a  third  heavier  than 
similar  priced  goods  and  are  made  in  forty  different  styles  for  men  and  boys 
Samples  senl  on   request. 

The  Arlington  Co.  of  Canada,  Limited 

54-56  FRASER  AVE.,  TORONTO 

Western  Agent:  R.  J.  Quigley,  Winnipeg.  Eastern   Agent:   Duncan   Bell 

Limited,   Montreal.  Ontario  Agent:  John   A.  Cliantler  iV   Co.,   Toronto 


d 


GALATLA 


WINSOME 


ROMAN 


MAYFLOWER 
MERIT 


SAPPHO 


£»  # 


MAGIC 


DEFENDER 


BUSTER 


PRISC1LLA 


LIVONIA 


VANGUARD  Knitting  Wools 


ec»STt^ 


Scotch 

Fingerings, 

Vanguard, 

15'8,  12's, 

Fine. 

Hosiery 

Yarns, 

&c,  &0. 


^STt**" 


Soft 

Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguai  3, 

Fine. 

t 

0?  and  00 
Worsteds, 


THOMAS  BURNLEY  &  SONS.Limited 


Manufacture's    of   Scotch    fingering    and    Knitting    Wools. 

GOMERSAL    MILLS,    nr.    LEEDS,    ENGLAND. 
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—a  Spring  tonic 
for  your  men  9s 

und e rzv  ear 
department     * 

Imperial    Pure 
Wool  Underwear 


If  your  men's  underwear  department  needs  a 
tonic  try  the  remedy  that  has  been  successful 
for   thirty-four  years  in   boosting   up   sales. 
Give  Imperial  Pure  Wool 
Underwear  a  trial.    These 
comfortable         undergar- 
ments for  men  hold  their 
shape     better     and     wear 
1  longer  than  the  ordinary 
kind  and  through  a  pro- 
cess of  our  own  Imperial 
is  as  soft  as  the  softest. 

Dealers     throughout     the     .;  1 
.    Dominion     have     stocked   '*-0^r  \ 
this  old  reliable  line  year^ 
after    year    for    no    other 
reason    than    that    it    has 
given  them  and  their  cus- 
tomers   100%    underwear  / 
satisfaction.        Put     your            j 
underwear  department  on  J  , 
a    profitable,    sales-repeat- 
ing foundation  by  order- 
ing a  supply  of  Imperial 
Pure  Wool  Underwear. 

We  specialize  in  Men's 
Natural  Wool,  Men's  Elas- 
tic Knit,  Men's  High- 
Grade  Imperial,  Men's 
Double  -  Thread  Balbrig- 
gan. 

Your  wholesaler  can  now 
supply  you  with  Imperial 
for  your  Spring  and  Sum- 
mer trade. 


i 


i" 


Kingston   Hosiery  Co. 

Established  1880 
KINGSTON,     ONTARIO 


T3EING  shirt  specialists 
we  study  the  shirt  re- 
quirements of  the  men — 
the  outing  man,  the  work- 
ing man,  and  the  boy.    We 
study    every    feature    of 
shirts  to  the  smallest  de- 
tails in  fabric,    style    and 
manufacture. 

We  make  a  shirt  for 
every  need. 

Let  us  be  your  special- 
ists in  men's  and  boys' 
working  and  outiug 
shirts.  The  Deacon 
line  is  brimful  of  in- 
terest. Let  us  submit 
samples  of  our  latest  j 
outing  lines.  I 


BELLEVILLE,  ONT. 


47 


MEN'S  WEAR   SECTION 


Making  a  Hit  With  the  Baseball  Fans 

Berlin  Firm  Set  Up  Score-Board  in  Field  for  Canadian  League 
Games  —  Caused  Increase  in  Business  of  25  Per  Cent.-    Tin 
Circular  Letters  to  Each  of  500  Persons. 


WHILE  the  wideawake  advertiser 
will  endeavor  to  reach  all  classes 
of  the  community  likely  to  be 
ml  crested  in  his  yoods,  in  the  men's 
furnishing  business  it  is  of  the  utmost 
importance  that  the  younger  men  be 
reached.  The  older  men  generally  tend 
to  be  more  conservative  about  their 
dress,  they  are  not  so  fussy  as  the 
younger  set,  nor  do  they  change  their 
-tyles  so  often. 

The  younger  men  are  more  likely  to 
be  caught  by  the  newer  ideas.  They  are 
more  on  the  watch  for  the  latest  Btyles 
and,  generally  speaking,  where  the  young 
men  go  the  old  men  will  eventually  fol- 
low. In  advertising,  therefore,  that 
style  and  that  matte)  whicb  are  most 
likely  to  get  results  from  the  young  men 
must  not  be  forgotten  and  care  must  be 
taken    to   place    these    ads.    wk  re    they 

will    most    likely    lie    seen  

bj    those   for   whom    they 
were  designed. 

Ball  Players  Work  the 
Board. 

In  order  to  catch  the 
eye  of  the  young  men  in 
in  one  of  the  places  where 
i  bey  congregate  most,  1 1. 
Wettlaufer,  the  manager 
of  tin  Berlin  store  of 
fhornton  &  Douglas  de 
v-  ised  an  advertising  plan 
i"  which  be  attributes  b 
i  erj  considerable  increase 
in     bush  Be      had 

erecti  d  <>n  the  1  <><-.■  1 1  base- 
ball grounds  a1  the  firm 'a 
own  expense  winch  was 
"■:it  a  [arge 
score  board  al  the  top  of  winch  was 
placed  in  conspicuous  letters,  the  linn's 
name  and  a  general  advertisement  of 
took  contained.  Below  was  a  suit- 
able  Bpace  for  the  names  of  contesting 
teams,  one  under  the  other,  while  t<>  the 

I    of   these    were   spaces    fur   the  runs 

■  l   in  each   inning,  as  shown   in  the 
mpanying     cut.       At     the     District 


League  matches  the  scoring  was  at- 
tended to  by  the  management  of  the 
baseball  club,  to  whom  the  board  was  a 
great  convenience,  as  it  kept  all  spec- 
tators well  informed  as  to  how  the  game 
was  progressing.  Thus  the  name  of  the 
firm  was  constantly  before  the  eyes  of 
the  "fans,"  a  preponderating  percentage 
of  whom  were  prospective  buyers. 

Mr.  Wettlaufer  says  that  great  busi- 
ness was  drawn  by  this  ad.  Many  new 
customers,  both  old  and  young,  who  vis- 
ited the  store  said  that  they  had  seen 
his  advertisement  in  the  baseball 
grounds  and  had  come  to  see  the  store. 
There  is  no  reason  why  this  plan  should 
not  be  worked  to  advantage  in  every 
town,  he  thinks. 

Circular  Letter  with  Style  Notes. 

Another  scheme  which  this  store  has 
found  to  he  advantageous  is  to  send  out 


CLOTHES^ 

ALWAYS  MAKE  A  HIT 

STRATFORD  BERLW  6UELPH 


A  pood  ad.  set  up  in  the  baseball  grounds  in  Herlin  by 
&  Douglas.  The  local  ball  club  attends  to  the  fixing 
score  each  innings. 


a   circular  letter  once  a   month    tor   three 

months  to  a  lisl  of  500  people  residing 

within  a   reasonable  radius,  both  jn  town 

and  country,  whether  customers  or  not. 
'I'his  litter  would  tell  what  was  tor  Bale 
iii  the  Btore,  what  advantages  they  had 

to   offer   and    what    was    the   proper   thing 

I'm-  the  season's  wear.     The  letter  was 

nut    Miit    more   than    three   times   to   any 


one  individual  in  order  that  no  person 
might  V>e  antagonized.  Many  new  cus- 
tomers were  also  secured  by  this  plan. 

To  each  of  these  schemes  Mr.  Wett- 
laufer attributes  a  growth  in  business  of 
25%. 

A  Sample  Circular. 
The  following  is  a  sample  of  the  style 
of  circular  letter  sent  out  by  this  firm: 
Dear    Sir.    —    Everything    is    now 
ready   for  your  critical   inspection. 

All  our  Xmas  goods  have  arrived; 
are  unpacked,  and  are  tastefully  dis- 
played for  your  approval.  And  the 
srift  boxes  (which  we  will  pack  all 
Xmas  goods  in)  will  be  here  to-day. 
A-  one  who  uses  care  in  your  dress, 
we  feel  that  you  will  be  interested  to 
see  just  what  the  New  York  and 
London  fashions  have  decreed.  It  is 
for  this  reason  we  are  writing  you, 
so  that  you  may  see  the 
different  lines  all  com- 
plete before  they  become 
broken. 

Comfortable  house 
coats,  dressing  gowns, 
bathrobes,  the  season's 
bestin  neckwear,  warm 
and  stylish  gloves,  new 
ideas  in  ties,  the  latest  in 
shirts,  a  splendid  ramie  of 
Chris; mas  gU  |  tle- 

Buying  early  is  right 
•j.i»h\  judsrment.  Every 
year  more  gentlemen  are 
coming  to  believe  in 
policy  of  shopping  early 
in    the   siaso'i. 

Won't  you  drop  in  one 
day  this  week  T 

Kespectfullx . 
Thornton  &  Douglas. 

l's  If  you  have  not  as  yet  pur- 
chased your  winter  overcoat,  he  fair 
to  \  out-self,  stop  in  and  try  on  a 
Thornton  A  Hondas  model.  That  is 
all  we  want.  Our  coats  speak  for 
themselves. 


Thornton 
up  of   the 


Interior    of    men's    wear    section    of    Dundas    and    Flavelle's,   Lindsay,   showing  three   methods   for   handling 
clothing  according  to  value,   and  bargain  tie  display. 

Three  Methods  of  Handling  Clothing  in 
Lindsay  Men's  Wear  Department 

On  Tables  for  Lower-Priced  Lines,  Racks  and  Glass  Cabinets — 
Special  Show  Case  for  25-Cent  Ties  With  Handkerchief  Back- 
ground— How  102  Dozen  Shirts  Are  Displayed. 


DUNDAS  &  Flavelles,  of  Lindsay, 
have  a  men  'a  store  that  is  quite 
as  attractive  in  its  way  as  the  dry 
goods,  under  the  same  roof.  The  intro- 
duction comes  in  a  30-foot  window  de- 
voted to  displays  of  clothing  and  fur- 
nishings. This  extra  width  is  secured 
by  having  the  entrance  at  the  side  in  a 
diagonal  form. 

The  interior  strikes  the  visitor  as  ord- 
erly and  systematic  in  its  arrangements. 
As  will  be  seen  by  the  illustration,  one 
side  is  devoted  to  clothing.  This  is 
shown  in  three  forms,  on  tahles,  on 
racks  and  in  cabinets.  Each  has  its  ap- 
proved uses.  The  tables  are  near  the 
entrance,  and  the  less  expensive  grades 
from  $13.50  down  are  set  out  there. 
The  manager  of  this  department,  Mr. 
Harry  Brimmell,  states  that  he  arranges 
the  larger  sizes  on  top,  "so  that  in-over- 
lapping slightly  they  will  keep  the  low- 
er ones  from  getting  dusty. ' '  To  the  left 
is  a  series  of  shelves  for  separate 
trousers. 

Back  of  these  are  series  of  double 
racks,  in  the  centre,  for  the  better  class 
of  clothing,  and  behind  these  again 
racks  for  overcoats.  The  left  side  of 
the  store  is  filled     up     with  handsome 


glass,  dust-proof  cabinets,  for  the  finest 
class  of  clothing  $20,  $22,  $25,  etc. 

The  firm  thus  are  enabled  to  carry 
a  very  large  stock  of  clothing,  in  all 
prices  and  sizes,  and  find  that  this 
ready-to-wear  department  is  growing 
rapidly. 

Selling  Double  Number  of  Hats. 

The  front  wall  of  the  store  is  covered 
with  the  latest  approved  glass  cabinets 
for  holding  hats,  and  a  large  stock  is 
kept  in  full  view  in  this  manner.  Mr. 
Brimmell  takes  care  that  it  is  kept  full 
of  all  sizes  and  designs,  and  considers 
that  two  or  three  hat  sales  can  be  made 
under  this  arrangement  in  the  time  it 
takes  to  make  one  where  the  salesman 
has  to  delve  deep  into  a  dozen  hat 
boxes. 

In  front  of  this  cabinet  is  a  table  for 
caps,  arranged  according  to  sizes.  It 
does  not  take  much  space  but  the  goods 
are  shown  prominently,  and,  with  a 
good  assortment,  sales  often  are  in- 
duced where  they  would  not  be  thought 
of  if  the  caps  were  hidden  away  in  some 
other  quarter  of  the  store. 

The  first  silent  salesman  on  the  right 
is  devoted  to  jewellery  on  the  top  shelf, 
and  soft  hats  and  caps  under  it. 
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Handkerchief  Background  for  Ties. 

Next  it  is  a  show  case  with  an  in- 
genious arrangement  for  ties,  as  can  be 
seen  in  the  illustration.  Four  brass  cur- 
tain rods  are  strung  across  so  as  to 
give  a  pyramid  effect,  the  ends  support- 
ed on  curtain  poles.  To  these  are  at- 
tached ties,  each  one  set  on  a  folded 
handkerchief  for  a  background.  This 
brings  out  the  colorings  of  the  ties 
prominently  and  is  a  neat  and  effective 
arrangement.  This  show  case  is  used 
for  a  special  line  of  25-cent  ties  which 
the  store  always  carries,  as  good  value 
as  it  is  possible  to  give.  There  is  a 
constant  "sale"  of  these  going  on.  One 
show  card  is  used  insid*e  the  case,  with 
a  tie  painted  on  it,  and  a  short  price 
inscription. 

For  the  higher-priced  ties,  stands  are 
employed  on  the  top  of  the  show  cases, 
with  black  and  staple  stuff  kept  in  boxes 
on  the  shelves.  At  Christmas  time  the 
"25-cent"  show  case  is  utilized  for 
higher-priced,  fancy  stock. 

Shirts  According  to  Sizes, 

Back   of  these,   shirts  and   underwear 
are  arranged  in  compartments  along  the 
(Continued  on  page  53.) 


Present  Parcel  Post  Conditions  to  Last  Five  Years 

Government,  It  Is  Stated,  Has  Given  This  Assurance — Weight 
Limit  Now  Up  to  the  11  Pounds  and  5  Cent  Extra  Delivery  Charge 
Eliminated. 


ELK  V EN  pounds  is  now  the  parcel 
post  weight  limit.  It  was  the  or- 
iginal intention  of  Postmaster-Gen- 
eral Pelletier  to  hold  the  limit  down  to 
six  pounds  until  first  of  May  so  as  to 
prevent  a  tie-up  of  the  system  at  the 
outset.  However,  trade,  as  the  merch- 
ant would  say,  "has  not  been  rushing,'' 
so  we  have  the  eleven-pound  limit 
thrust  upon  us  two  months  sooner.  Deal- 
ers who  have  been  taking  advantage  of 
the  six-pound  limit  will,  therefore,  now 
be  able  to  send  parcels  by  post  to  their 
customers,  weighing  11  pounds  or  less 
at  parcel  post  rates. 

Extra  Five  Cents  Off. 
Another  change,  and  one  that  is  of 
more  or  less  interest  and  importance  to 
many  dealers  is  that  the  local  additional 
rate  of  five  cents  per  parcel  has  been 
eliminated.  This  means  that  in  future 
all  parcels  posted  within  the  20-mile 
zone  will  be  delivered  to  any  place  in 
the  city  at  the  ordinary  rate. 


TO  EAST  FOR  FIVE  YEA  RS. 

Tliis  paper  has  received  in- 
formation on  good  authority 
1 1"  if  the  present  parcel  post 
rates  and  tveight  limits  will 
hold  good  for  at  least  jive  years. 
A  scale  company  which  is  put- 
ting a  parcel  post  scale  on  the 
market  claims  that  when  it  was 
making  provision  for  its  "ready- 
reckoner'  weighing  device,  the 
question  was  taken  up  with  the 
government,  and  the  advice  re- 
ceived that  the  present  condi- 
tions governing  the  system 
would  prevail  for  five  years 
anyway. 

There  is,  of  course,  always  the 
possibility  of  <i  change  of  gov- 
ernment, and  it  is  a  difficult 
matter  to  say  what  a  new  post- 
master-general  <<■  o  »  /  d  d  o. 
Y,  vertheless,  it  looks  as  if  the 
present  government  has  given 
its  pledge  as  above  stated,  mid 
whether  there  is  a  change  of 
officials  or  not  it  is  pretty  <>  r- 

tain    that    the     pledge     Will     be 

maintained.    The  Wade  should, 

therefore,    make   a    not,    of   /■',//- 

ruary,  L919,  and  see  that  it  has 
a  say  as  to  whether  alterations 

should    or   shoal, I    not    fh,  n    h, 
'made 


READ  THE  NEW 


PARCEL  POST  RATES 

Rates  of  Postage  on  Parcels  Mailed  in  the  Province  of  Ontario 


DESTINATION. 


Any    Post    Office  within  20  miles,   including 
place   of  mailing 


Any   Post  Office  beyond  2H  miles  but  within  c 


the   Province  of  Ontario. 


Any    Post  Office  in  Quebec  or    Manitoba... 


Any   Post  Office  in   Saskatchewan  or   Mari- 
time   Provinces, 


Vnj    Post  Office  in  Alberta. 


\m    Post  Office  in  British  Columbia. 


1,  2    3   4   S   6   7   8      9    10 11  lbs 


5   6   7    810  12  14  16    18    20  22  cts. 


1014  1822  2630  34  38    42 
222834404652    S8 


1220  283644  52  6068 


1224  34  44  54 


- 


46  SO  C13 
64  70  cts. 

8492  CIS. 


H.04S1.14 


12  24364860  7284  96  lOSil.2061  32 


IMPORTANT. 


We  Prepay  Postage 


On  all  goods  bought  from  us  to  any  Post  Office  in  Ontario.  Send  to 
us  for  everything  you  want  and  our  Mail  Order  Department  will  give 
it  prompt  attention. 

GUARANTEE     We  p",uIn  *"  k0"15  Mnt  to  »°u  to  bc 

1       satisfactory    or    money    refunded    in    full 

THE  RITCHIE  COMPANY,  LIMITED. 

BELLEVILLE,        •        ONT3RIO. 

•-  ll.me  (his  id  prnmiofo!  ulatr  [or  rrfrreocr. 


One  of  :i,ii(Mi  notii  -.  -  nn  -till'  carillina i •  I  sent  out  by  the  Ritchie 
Company,  of  Belleville,  to  the  surrounding  .ii.-~tii.-t.  At  the  top 
was  a  hole  for  hanging  up  this  card  for  refer. 


City  merchants,  therefore,  who  have 
customers  in  distant  parts  of  the  same 
municipality  will  now  be  able  to  send 
panels  to  them  without  paying  or 
charging  up  the  extra  five  cents.  This 
places  the  system  in  its  regular  running 
order  and  it  remains  to  be  seen  of  what 
advantage  it  is  going  to  be  to  the  coun- 
try in  general. 

For  Light  Expensive  Goods. 

Retailers,  and  particularly  general 
merchants  who  handle  comparatively 
light,  and  at  the  same  time,  expensive 
goods,  should  go  fully  into  the  advant- 
of  parcel  post  before  rejecting  it 
entirely.  DreBS  goods,  boots  and  s 
books,    many       hardware      lines   such    as 

tools,  etc.,  and  the  lighter  groceries  can 

be    sent    within    the    twenty-mile    /one    at 
a    fairly   low   rate.        A    li fly-dollar  dress 

for  instance     weighing  a  pound     or  so 

COuld  be  mailed  for  5  Or  10  cents;  a  pair 

of  hoots  weighing  two  or  three  pounds 


may  also  be  mailed  at  little  extra  cost, 
and  a  cost  which,  considering  the  price 
of  boots,  would  not  be  excessive.  Same 
applies   to   expensive  tools,  etc.       With 

Mail  Order  Houses  Active. 

While  the  twenty-mile  zone  from 
each  post  office  was  made  to  protect  the 
retail  trade  yet  the  mail  order  houses 
are  not  only  taking  advantage  of  the 
system  to  gel  after  trade  in  the  first 
/one.  hut  beyond  it  as  well.  The  follow- 
ing clipped  from  a  city  daily  paper  par- 
tially owned  by  a  mail  order  house  will 
be  of  interest : 

"At  Bome  of  the  larger  stores,  the 
parcel  post  has  been  used  to  great  ad- 
age,  and  thousands  of  parcels  are 
being  sent  out  each  day,  and  the  ex- 
pectation is  that  the  increased  maximum 
will  lead   to  a  very  marked  increase. 

"The  present  time  is  an  off  season. 
the  special  winter  sales  are  practically 
(Continued  on  page 
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Include  Interest  on  Investment  in  Overhead 

Many  Owners  of  Their  Buildings  Do  Not  Make  Provision  for  This 
in  Expenses — Why  It  Should  Be  There — Example  of  Successful 
Manufacturer — An  Incomplete  Statement. 


It  looks  as  if  this  letter  might  eventu- 
ally become  interesting: — 
The  Review,  Toronto,  Ont. 

Dear  Sirs, — Don't  know  to  whom  to 
address  this  but  expect  it  will  fall  in- 
to the  right  hands.  Took  over  this 
store  July  1st,  1913,  and  doing  about 
$40,000  per  year  (at  that  rate).  Have 
$2,000  out  on  good  accounts.  My  ex- 
penses are  about  $85  per  week;  get 
very  good  prices  but  don't  seem  to  be 
able  to  pay  bills  the  way  I  should. 
Please  give  a  little  advice,  for  which 
I  am  willing  to  pay. 

Was  located  at , 

before  in  a  small  store;  did  about 
$14,000  a  year  and  made  money  every 
day. 

Thanking  you  in  advance, 
Very  truly  yours, 


But  the  writer  thereof  must  give  me 
further  details  to  work  with.  Certain 
zoological  sharks  are  said  to  be  able  to 
rebuild  an  entire  skeleton  if  they  are 
given  a  single  spinal  vertebra;  but  I 
cannot  do  that,  though  I  have  been  able 
to  dig  some  interesting  facts  from  very 
few  figures  and  meagre  details. 

So  I  must  ask  this  gentleman  to  tell 
me  what  he  put  into  the  store;  what 
average  amount  of  cash  he  has  on  hand ; 
what  he  thinks  he  makes  on  an  average 
in  margin ;  and  complete  details  of  his 
expense  account,  including  everything — 
such  as  his  own  drawing  account,  or  al- 
lowance for  household  expenses,  etc. 
Then  I  may  be  able  to  help  him.  There 
will  be  no  charge  for  the  service — it  is 
a  matter  of  mutual  helpfulness.  He  will 
aid  us  as  much  as  we  can  possibly  help 

him. 

*     *     * 

Fixed  Charges  or  Overhead. 

Some  months  ago,  quoting  from  a 
pamphlet  issued  by  an  iron  and  steel 
making  concern,  I  enlarged  on  the  sound 
busines  policy  of  charging  our  own  busi- 
ness with  interest  on  its  capital  invest- 
ment. So  many  have  questioned  the  pro- 
priety of  doing  this  that  I  am  going  to 
quote  again,  since  the  reasoning  in  that 
pamphlet  seems  to  me  particularly  con- 
vincing and  conclusive.  The  case  is 
taken  of  a  man  who  borrows  $10,000 
with  which  to  go  into  business,  because 
he  has  plenty  of  money  but  it  is  invest- 
ed where  he  does  not  wish  to  disturb  it. 

He  borrows  at  5  per  cent.,  therefore 
pays  $500     annual     interest     and   (pro- 


By    Henry    Johnson,   Jr. 

perly)  charges  that  $500  into  expense, 
or  "overhead."  After  five  years  he  is 
enabled  to  pay  off  the  debt  and  there- 
after have  $10,000  paid-up  capital  in- 
vested in  the  business.    So  I  quote: 

"Five  per  cent,  on  $10,000  was  con- 
sidered a  proper  overhead  charge  five 
years  ago;  why  is  it  not  proper  now? 

"Five  years  ago  the  business  was  re- 
quired to  earn  5  per  cent,  in  order  to 
pay  interest  and  (we  will  assume)  20 
per  cent,  to  pay  on  the  principal.  Then 
you  based  your  selling  price  on  cost  of 
raw  material,  productive  labor  and  over- 
head, which  last  included  $500  interest. 
Why  should  you  to-day  reduce  your 
selling  price  and  profit  simply  because 
you  are  furnishing  the  capital  instead 
of  your  creditor? 

"Are  you  not  just  as  much  entitled 
to  demand  $500  interest  to-day  from  the 
business  as  your  creditor  was  five  years 
ago  ?  " 

All  of  which  seems  so  conclusive  to 
me  that  I  cannot  improve  it.  I  have 
charged  interest  on  my  capital  invest- 
ment every  year  before  I  have  figured 
any  net  profit  at  all. 

Division  of  Expense. 

What  does  it  cost  us  to  sell  goods? 
The  old,  long-established  English  rule 
is  that  we  shall  pay  from  6  per  cent,  to 
iy-1  per  cent. — never  more  than  l1^  Per 
cent. — for  our  wages;  but  I  know  of  no 
rule  for  selling  expense. 

Recently  I  had  occasion  to  figure  what 
a  certain  clerk  was  costing  me  as  a 
salesman.  Dividing  his  salary  by  his 
sales  over  a  period  of  five  weeks  I  found 
that  he  was  costing  me  3^4  per  cent. ; 
but  that  man's  time  was  not  all  taken 
up  in  selling.  Probably  not  half  the 
time  could  be  so  charged.  This  because 
he  was  window  dresser,  took  care  of  the 
cracker  department,  buying  all  the  sup- 
plies, and  planned  and  executed  a  lot 
of  the  interior  displays.  I  calculated 
that  the  actual  selling  time  did  not  cost 
me  more  than  1%  per  cent,  to  2  per  cent. 

To  what  account,  then,  should  the  re- 
mainder of  his  wages  be  charged?  Plain- 
ly, to  general  expense,  or  overhead. 

In  the  manufacturing  business,  work 
done  by  a  man  in  turning  raw  material 
into  finished  products  is  called  "pro- 
ductive labor,"  and,  as  such,  is  charged 
into  cost  of  the  various  jobs.  Other 
work,  such  as  a  foreman  superintending 
a  job,  goes  into  overhead.  Probably  a 
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similar  practice  would  be  good  in  our 
business.  We  might  properly  analyze 
our  expenses  so  that,  as  in  the  case  of 
the  clerk  mentioned,  actual  selling  time 
should  be  charged  to  wages  and  the  re- 
mainder to  overhead;  because  selhng  is 
productive  and  other  work  is  certainly 
general  in  its  character. 

Items  of  Overhead. 

The  following  is  given  as  a  list  of 
overhead  charges;  and  I  think  it  will  fit 
our  business,'  so  far  as  it  goes,  just  as 
well  as  it  fits  the  manufacturing 
business: 

1.  Stationery. 

2.  Postage. 

3  Telegraph. 

4.  Telephone. 

5.  Insurance. 

6.  Advertising. 

7.  Fuel. 

8.  Light  and  Heat. 

9.  Traveling  Expenses. 

10.  Taxes.       .  . 

11.  Power.;    ,, 

12.  Rent. 

13.  Repairs. 

14.  Depreciation. 

15.  Salaries  of  employees  not  engaged 

in  productive  labor. 

16.  Claims  allowed. 

17.  Bad  debts. 

18.  Attorneys  and   collection  fees. 

19.  Salaries  of  principals. 

20.  Interest  on  borrowed  money. 

21.  Interest  on  investment. 

One  more  quotation  will  probably  give 
us  enough  to  think  of  this  time. 

"19.  An  individual,  a  partner  or  of- 
ficer of  a  corporation,  should  consider 
his  services  worth  a  fair  salary  and  not 
feel  content  with  simply  his  share  of  the 
earnings  of  the  business.  Therefore,  it 
is  necessary  and  right  that  fair  salaries 
for  prinicipals  should  be  considered  in 
overhead." 

Examples  for  Guidance. 

In  looking  around  for  guide  posts  to 
show  us  the  right  way,  we  should  choose 
the  sayings  of  those  who  ha\e  made  a 
success  of  their  undertakings.  The  con- 
cern from  whose  pamphlet  I  quote  is 
conspicuously  successful  in  a  fiercely 
competitive  field.  So  it  seems  to  me  that 
details  drawn  from  its  long  experience 
should  merit  our  closest  attention.  That 
is  why  I  give  those  details  the  space  I 
have  here  assigned  to  them. 


Prepared  for  The   Review   by   Paul  O'Neal 


Attractive  Show  Cards  for  the  Easter  Displays 

Coming  in  April,  Opportunities  Are  Greater  This  Year — Flowers 
for  the  Interior  and  Windows — Series  of  Neat  Cards  for  Suits. 
Ties,  Gloves,  etc. 


Written    for  The    Review   l>v    Paul   O'Neal. 


IF   the    weather   be    at    all    seasonable 
daring  the  month   of   April,  every 
merchant  should  engage  himself  in 
a  little  extra  effort  to  sell  his  best  Spring 
lines.        All    the    "advance    showings" 
should    have    been    made    m    March,    and 
the    "showings"    thai    are    made     now 
old  be  for  present  selling. 
It    is    now    that     men    arc    looking    lur 
new  suits,  new  hats,  new  gloves  and  ties, 

and   i'l  her  I  hingS  that   an-   right    up   in   Ilic 

first  row  of  styledom.  It  will  therefore 
bi  to  your  interest  to  put  forth  your  best 
efforts  I"  nice),  the  expectat  ions  and  de- 
sires   of   your    customers    and    others    by 

displaying  your  finest  lines  to  the  best 
advantage,  that  you  maj  reap  the  besl 
results. 

There  is  something  about   the  Spring 

Season    that    seems  fo  give   new    life   |o  all 

living  things.    Everyone  feels  in  a  happy 

mood.     It  is  just  such  a   feeling  thai   will. 

in  all  probability,  induce  the  buying  atti- 
tude in  an   mdi\  idual.      I  low    very  appro 

1'iiair   to  take  advantage  of   suofa   con 

ditions. 

It     is    fortunate    thai     Master    comes    in 
April,    for    it    alwayi    affords    a    splendid 


advertising  opportunity,  from  which 
every  merchant  should  reap  rich  returns. 
It  comes  at  a  more  seasonable  period 
than  last  year,  which  should  be  more 
favorable  for  business. 

Purples,  Blues,  Lilac  Flowers. 
There   was  a    lime   when    women    alone 

were  interested  in  new   Easter  bonnets, 

dresses,    etc.      Hnt    to-day    men    an 
cerned  about   their  Easter  suit-,  gloves, 

hats.    etc..    a-    much    as    the    women     are 
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ahoui  theirs.  So  Easter  displays  in  men 's 
wear  are  appropriate  business  bringera. 
The  colors  that  should  dominate  in  the 
decorations  are  purples,  blues,  lilacs,  and 
white.  Blowers  that  carry  these  colors 
may  lie  used  freely.  These  will  include 
violets,  lilacs,  lilies,  apple  blossoms,  etc. 
These  flowers  will  necessarily  be  arti- 
ficial lor  the  store  and  window  decora- 
tions. A  few  natural  Mowers  may  be 
used,  however,  in  special  places  through- 
out the  store. 

Easter  Window   Decorations. 
The   window    trimmer  of  to-day   1. 
decided  advantage  over  his  brother  - 
or  fifteen  years  auro.     To-day   there  are 
unique     and     attractive     conceptions    in 
crepe  tissue  papers  thai  make  charming 
decoration-.      This    material    is    inexpen- 
sive  and   easily    obtainable.      To    supple 
inent   this  then    are  various  and  appro 
priate    novelties    that    can    be    utilized    to 
produce   most    all  radix  e  effects,        These 

will  Include  eggs  in  a  wide  variety  of 
sizes.  Little  chicks,  ducklings,  rabbits, 
etc.,  all  of  which  may  be  worked  in  most 
pleasingly  effective. 

Give    your    windows    special    attention 
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Complete  Postal  Rates  for  Parcel  Post 


1st      2nd     3rd 


lb.  lb. 

Within   20-mile  zone   of  any   post   office    05  .06 

Within   each   provincial   zone   10  .14 

Ontario  rate  to  Quebec  or  Manitoba   10  .16 

Ontario  rate  to  Saskatchewan  or  Maritime  Provinces..     .12  .20 

Ontario  rate  to  Alberta 12  .24 

Ontario    rate   to    British   Columbia    12  .24 

Law  effective  Feb.  10,  1914. 

Weight  limit.  11  pounds. 

Size  limit,  2  feet  6  in.  long;  12  in.  wide  or  deep. 


lb. 
.07 
.18 

92 

.28 

.34 
.36 


4th 
lb. 
.08 
°2 
'.28 
.36 
.44 
.48 


5th 
lb. 
.10 
.26 
.34 
.44 
.54 
.60 


6th 
lb. 
.12 
.30 
.40 
.52 
.64 
.72 


7th 
lb. 
.14 
.34 
.46 
.60 
.74 


8th 
lb. 
.16 
.38 
.52 
.68 
.84 
.96 


9th 
lb. 
.18 
.42 
.58 
.76 
.94 
1.08 


10th 
lb. 
.20 
.46 
.64 
.84 
1.04 
1.20 


11th 
lb. 
.22 
.50 
.70 
.92 
1.14 
1.32 


Above  table  now  represents  the  complete  parcel  post  rates.     Merchants  will  find  it  convenient  to  place  it  on  file  for  future  use. 


for  this  Easter  season.  We  have  fre- 
quently intimated  that  there  is  no  better 
advertising  medium  than  your  windows. 
We  want  to  emphasize  this  all  the  time. 
So  we  suggest  that  you  take  a  little  extra 
time  and  expense  in  putting  in  the  most 
attractive  window  you  know  how  to  ar- 
range. And  no  window  is  complete  with- 
out a  neat  showcard  of  some  description. 
It  gives  that  finishing  touch,  the  climax 
effect.  And  we  will  also  emphasize  the 
desirability  of  price  ticketing  every 
article  in  the  window.  The  most  success- 
ful business  men  have  found  that  this 
method  is  a  paying  one,  and  successful 
men  are  worthy  of  emulation. 

Some  Sample  Cards. 

The  sample  cards  shown  for  April  are 
sufficiently  varied  to  meet  almost  all  de- 
mands. The  $20  suit  card  is  a  very  plain 
design,  lacking  in  embellishment  and 
super-flourishes.  Such  cards  are  always 
acceptable  to  merchant  and  customer. 
Their  plainness  is  attractive.  The  card 
may  be  worked  in  almost  any  color — 
brown,  red,  black,  etc.,  and  shaded  with 
subdued  colors,  green  or  grey.  The  size 
may  be  anything  from  half-sheet  (22  x 
14)  down  to  a  small  9  x  11;  but  the 
larger  size  is  preferable  if  your  windows 
will  permit  it. 

The  Easter  tie  card  is  a  hand-drawn 
picture  with  the  card  cut  out.  If  you 
find  it  difficult  to  draw  the  picture,  cut 
one  from  an  advertisement  and  paste  if 
on  to  a  card  and  cut  it  out  the  same  as 
sample.  This  card  can  be  made  very 
effective  by  having  the  head  life-size  and 
cutting  slits  in  the  card  and  tying  a  real 
tie  in  the  proper  place  on  the  collar.  The 
word  "  tie  "  and  the  price  are  done  in 
red,  with  a  black  outline.  The  shading 
should  harmonise  with  the  color  of  the 
tie. 

The  glove  card  is  an  air  brush  design. 
The  pattern  of  the  egg  and  rabbit  is  cut 
out  and  laid  on  the  card  and  air  brushed 
in  some  dark  Easter  color,  then  lettered 
in  blue  or  purple,  and  shaded  in  a  tint 
of  the  same,  color.  The  detail  of  the 
rabbit  is  finished  by  hand. 

Purple  Background  for  Lily  Card. 
The  Easter  lily   card   is   done   in   the 
same  manner  as  the  rabbit  card,  and  the 


Ik  st  effects  are  obtained  if  the  back- 
ground is  done  in  purple.  Leave  the  lily 
white  and  do  the  stem  and  leaves  in 
green.  The  lettering  should  be  done  in 
dark  purple  and  shaded  with  the  same 
color  much  required.  The  size  may  be 
14  x  22  or  11  x  17. 

The  $5.60  card  is  a  panel  effect.  The 
smaller  panel  is  cut  out  and  a  picture 
pasted  behind  it.  This  design  may  be 
hand-drawn  or  a  print.  The  one  used  in 
the  sample  card  is  printed  and  the 
flowers  are  purple,  leaves  and  stock 
green,  and  the  ribbons  the  same  color  as 
the  flowers.  The  box  or  tub  is  green, 
with  gold  bands  and  rings.  The  letters 
are  in  dark  purple  and  the  figures  in 
same  color  and  shaded  in  light  purple. 

These  cards  should  suggest  to  you 
some  good  selling  lines  on  which  you 
may  enlarge  and  embellish. 

$ 

THREE   METHODS   OF   HANDLING 
CLOTHING. 

(Continued  from  page  49.) 
wall,  according  to   sizes,  not  prices,   so 
that  the  whole  assortment  of  either  in 
a  certain  size,  is  ready  to  hand.    In  this 
compact  form  102  dozen  shirts  are  dis- 
played in  a  very  limited  space. 
Boys'  Department  Separate. 
At  the  rear  of  the  men's  section  is  the 
boys'   department,   where   shirts,   stock- 
ings, etc.,  as  well  as  clothing  are  kept. 
Several     chairs     are     provided  for  the 

FOE  GOODS  NOT  IN  STOCK. 

When  Customers  ask  for  goods  which  we  have  not  ._ 
stock  or  do  not  keep,  write  out  one  of  these  notices,  describing 
the  goods  asked  for,  and  sign  "number."  No  matter  what  kind 
of  goods  are  asked  for,  nor  how  often  in  the  same  day  they  may 
be  inquired  for,  one  of  these  notices  must  be  written  out  every 
time,  and  sent  up  by  the  cash  carrier  to  the  desk. 
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Introduce  goods  to  your  customers. 

When  serving  customers  give  them  all  your  time  and  attention. 
Politeness  and  attention  are  inexpensive.    Give  it  freely  to  your 
customers. 


mothers  to  rest  when  looking  over  the 
goods.  It  is  felt,  first  of  all,  that  wo- 
men prefer  a  separate  department  for 
children's  clothes,  and  also  are  accus- 
tomed to  purchase  the  "accessories"  at 
the  same  time  that  they  are  getting 
"new  suits." 

Record  of  All  Inquiries. 

One  of  the  regulations  in  this  depart- 
ment, as  throughout  the  whole  store, 
has  to  do  with  inquiries  for  goods  not 
kept  in  stock.  It  is  imperative  that 
every  one  be  entered  on  an  "inquiry" 
slip,  with  the  number  of  the  salesman, 
as  well.  No  matter  if  the  same  article 
is  inquired  for  six  times  a  day,  six  slips 
must  go  in.  The  object,  of  course,  is  to 
keep  the  management  in  touch  with 
what  the  public  want,  and  is  the  best 
kind  of  hint  for  the  buyer  for  his  next 
order. 

@ 

PRESENT     PARCEL    POST     CONDI- 
TIONS TO  LAST  FIVE  YEARS. 

(Continued  from  page  50.) 
over,  and  there  has  been  no  great  rush 
as  yet  for  the  spring  goods,  but  when 
that  comes  the  number  of  parcels  will 
be  decidedly  increased. 

"Many  of  these  parcels  have  hither- 
to been  sent  by  the  express  companies, 
as  the  old  postal  rate  was  practically 
prohibitive,  and,  it  was  remarked,  that 
the  companies  are  bound  to  feel  the 
competition  very  severely." 

This  shows  pretty  well  which  way  the 
wind  is  blowing  and  emphasizes  why  the 
retail  merchants  should  get  out  of  par- 
cel post  for  themselves  everything  there 
is  in  it. 

What  of  the  Express  Companies? 

The  question  has  been  raised  as  to 
what  course  the  express  companies  will 
pursue  if  they  see  their  trade  slipping 
away.  Possibly  their  rates  may  be 
lowered,  but  whether  they  are  or  not 
the  fact  must  not  be  overlooked  that  the 
three  largest  express  companies  in  Can- 
ada are  subsidiary  to  the  three  largest 
railways  which  have  already  been  grant- 
ed an  increased  government  subsidy  of 
$1,000,000  for  carrying  the  extra  mails 
under  parcel  post. 
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The  Valuable  Asset  of  a  Loyal  Sales  Staff 

Loyalty  Leads  to  Bigger  Business  —  No  Merchant  With  An 
Enthusiastic  Staff  to  Co-operate  With  Him  Can  Fail  to  Make  a 
Success — An  Anecdote  With  a  Moral. 


IT  was  at  a  meeting  of  credit  men  and 
the  conversation  liad  been  turning  on 
the  very  pertinent  question  of  assets. 
For  several  minutes  discussion  centered 
on  the  case  of  a  retail  merchant  known 
to  all  present  who  had  struggled  through 
countless  discouragements  and  several 
periods  of  semi-insolvency  to  a  position 
of  financial  soundness. 

"There  was  a  time,"  said  one,  "when 
he  had  no  assets  worth  speaking  of.  I 
wonder  that  his  creditors  didn't  wind 
him  up  then  and  there." 

"There  was  never  a  time,"  said  an- 
other member  of  the  party,"  when  Ben- 
nett didn't  possess  big  assets.  It  all 
depends  on  what  you  consider  assets. 
I'll  tell  you  what  Bennett  had  from  the 
start,  and  has  yet.  He  was  honest  as 
the  day  is  long,  he  had  an  indomitable 
will  and  he  had  a  loyal  staff.  Ever  con- 
sider loyalty  as  an  asset?  It's  one  of 
the  best  a  merchant  can  have." 

The  writer,  who  happened  to  make 
one  of  the  party,  pondered  the  last  re- 
mark over  very  carefully.  Is  staff 
'loyalty  an  asset?  Most  decidedly;  one 
r6f  the  most  invaluable  and  essential  as- 
'  sets  in  the  carrying  on  of  a  successful 
retail  business.  But  is  it  always  re- 
garded as  such  ? 

It  may  seem  at  the  outset  superfluous 
to  argue  that  staff  loyalty  is  an  asset  to 
the  merchant.  It  is  asknowledged  by 
all.  But  on  the  other  hand  it  is  equal- 
ly true  that  there  are  a  great  many  mer- 


chants who  handle  their  staff  as  though 
they  had  no  realization  of  the  fact. 

They  pay  their  employees  so  much 
per  week  and  make  it  their  business  to 
see  that  they  get  value  to  the  fullest 
extent  from  them.  That  is  the  sole 
basis  on  which  the  relationship  between 
employer  and  employee  is  maintained. 
In  the  course  of  a  recent  address,  A.  F. 
Sheldon  summed  up  very  concisely  the 
mental  attitude  of  the  parties  to  such 
a  relationship.  "How  much  can  I  get 
out  of  my  staff  for  the  wages  paid?"  is 
the  thought  of  the  employer.  "How 
little  can  I  do  for  what  I  am  getti 
is  tli e  idea  that  runs  in  the  mind  of  the 
employee. 

Mutual  liking  and  interest  and  loyal- 
ty; are  they  possible  under  the  circum- 
stances? An  automatic  adherence  to 
duty,  a  cut-and-dried  basis  of  minimum 
efficiency  is  the  result. 

What  is  staff  loyalty?  The  loyal 
salesman  can  be  described  as  one  who 
is  really  interested  in  the  business,  who 
takes  the  trouble  to  think  about  it,  who 
strives  to  please  customers.  The  most 
complete  degree  of  loyalty  consists  not 
only  in  loyal  service  during  store  hours 
hut  in  Loyal  thought.  The  salesman 
who  does  his  best  to  please  customers 
and  to  make  his  sales  large  but  who 
does  not  give  any  thought  to  how  the 
business  can  be  improved  or  to  the 
changing  of  conditions  which  he  knows 
to   be   wrong   and    detrimental,   who,    in 


fact,  does  not  bring  whatever  share  of 
initiative  and  resource  he  may  possess 
to  the  furthering  of  the  interests  of  the 
business;  this  salesman,  valuable  though 
he  may  be,  is  not  in  the  fullest  sense 
loyal. 

With  this  definition  of  loyalty  before 
one,  the  immense  advantage  of  a  loyal 
staff  becomes  at  once  apparent,  "Give 
me  the  services  of  a  thoroughly  loyal 
staff  and  I  can  win  through  any  difficul- 
ties." said  the  head  of  one  of  the 
largest  retail  establishments  in  the 
world. 

Lack  of  loyalty  is  the  hardest  handi- 
cap under  which  any  business  can  be 
placed.  It  spells  inefficient  service. 
prefunctory  performance  of  duty,  mach- 
ine-like manipulation  of  all  branches  of 
store  work. 

The  attitude  of  the  staff  decides  to 
no  inconsiderable  extent  the  growth  of 
a  business.  It  is  the  merchant  who  en- 
lists the  hearty  and  loyal  co-operation 
of  his  staff  who  builds  his  business  up  to 
large  proportions.  Where  the  bond  be- 
tween employer  and  employee  is  one  of 
dollars  and  cents — only  that  and  noth- 
ing more — the  growth  of  the  business 
will  not  be  spontaneous. 

A  case  comes  to  mind  of  a  retailer 
who  had  been  in  business  in  an  On- 
tario city  for  a  full  quarter  of  a  cen- 
tury. He  had  a  good  trade,  being  the 
oldest  established  merchant  in  the  town. 
At   one  time  be  had   been  leader  in  his 


Tin  next  morning  he  called  hit  staff  down  to  the  office, 
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own  line  in  the  district,  but  this 
supremacy  had  passed  from  him  fifteen 
years  or  more  back.  Two  of  his  competi- 
tors had  left  him  on  the  back  stretch. 
Their  trade  had  increased  very  con- 
siderably and  both  had  graduated  from 
modest  stores  on  side  streets  to  large, 
modern-front,  handsomely-equipped  em- 
poriums. Both  had  motor  trucks  for  de- 
livery purposes.  The  former  leader,  we 
will  call  him  Smith,  had  never  moved 
from  the  store  he  had  first  occupied — a 
spacious  but  rather  dingy  looking  stand 
on  the  main  street. 

The  writer  had  often  visited  the  store 
and  knew  the  whole  staff  from  the 
crabbed  old  proprietor  down.  The  es- 
tablishment always  left  the  impression 
somehow  that  it  lacked  something.  The 
store  was  large  and  well  stocked.  The 
fixtures  though  old  were  adequate  and 
had  not  yet  reached  the  stage 
of  dilapidation.  Manufacturers'  litho- 
graphs were  used  to  good  advantage — 
show  cards  were  to  be  seen.  But  there 
was  nevertheless,  a  distinct  something 
lacking  about  the  place. 

After  several  visits  the  writer  con- 
cluded that  the  trouble  consisted  in  a 
total  lack  of  originality  and  action.  The 
clerks  performed  their  work  well  but 
they  did  not  seem  to  be  actuated  with 
more  than  an  average  share  of  ginger. 
There  was  no  evidence  of  enthusiasm 
anywhere.  New  stunts  never  greeted 
the  eye  at  Smith's.  The  window  displays 
were  always  on  the  same  lines.  The 
store  service  was  good  enough  in  a  lim- 
ited way  but  one  would  never  need  to  ex- 
pect a  favor  at  Smith's.  To  sum  it  up, 
the  whole  staff  seemed  to  be  willing  to 
let  well  enough  alone  and  to  earn  their 
so-much  per  week, — and  not  give  an  ad- 
ditional cent's  worth  of  service. 

And  their  attitude  did  not  seem 
strange  after  one  became  acquainted 
with  the  head  of  the  business.  Smith 
was  a  morose,  snarling  old  fellow  with 
a  positive  genius  for  economy  in  de- 
tails. He  watched  the  lighting  and 
heating  bills  with  piercing  scrutiny. 
Disbursements  were  checked  and  re- 
ehecked  and  put  under  the  microscope  of 
ruthless  economy.  Needless  to  state 
Smith  did  not  believe  in  liberal  salaries. 
Pay  a  man  as  small  a  wage  as  possible 
and  keep  after  him  to  see  that  he  did 
his  work — such  was  the  policy  of  Hiram 
Smith. 

Just  when  his  change  of  heart  was 
effected,  or  how,  is  not  certain.  Prob- 
ably, however,  it  dated  from  the  time 
that  he  had  occasion  to  visit  another 
city  and  dropped  around  to  see  an 
acquaintance  in  the  hardware  business. 

During  the  course  of  the  conversa- 
tion, the  friend  alluded  to  the  fact  that 
he  had  just  closed  a  nice  contract  with 
a  builder  to   supply   the   hardware   and 


the  heating  for  a  row  of  dwellings  that 
the  latter  was  putting  up. 

•'We  got  in  on  the  ground  floor,"  he 
explained.  "One  of  my  boys  heard  that 
the  houses  were  to  be  built  and  he 
hustled  around  and  buttonholed  the 
builder.  We  had  figures  in  the  build- 
er's hand  before  another  dealer  in  town 
knew  anything  about  it.  And  we  got 
the  contract." 

"Do  your  clerks  get  business  for  you 
that  way  often?"  asked  Smith. 

"You  bet  they  do,"  affirmed  the 
friend.  "I've  the  greatest  little  bunch 
of  live  wires  ever  collected  together. 
Why,  those  boys  of  mine  are  fairly  bub- 
bling over  with  sales  ideas." 

"If  an  idea  got  into  my  store  by  any 
mistake,"  said  Smith,  morosely,  "they'd 
shoot  it  out.  Wouldn't  know  what  it 
was,  in  fact.  There  isn't  a  man  in  my 
store  that  has  had  an  idea  for  ten 
years. ' ' 

"Then  get  a  new  staff,"  advised  the 
friend.  "Or  perhaps  you  need  a  few 
new  ideas  yourself.     Think  it  over." 

When  Smith  returned,  he  created 
somewhat  of  a  sensation  by  shaking 
hands  with  each  member  of  the  staff.  He 
seemed  in  a  more  amiable  mood  than 
any  of  the  clerks  had  ever  seen  him  in 
before. 

The  next  morning  he  called  his  staff 
down  to  the  office  and  gave  them  a  long 
talk,  outlining  a  plan  he  had  evolved  of 
basing  salary  increases  on  the  increase 
in  the  turnover  in  the  business.  The 
salesmen  listened  in  wonder  and  with  a 
faint  show  of  growing  enthusiasm.  It 
was  the  first  time  in  the  recollection  of 
them  all  that  the  boss  had  ever  volun- 
tarily mentioned  the  odious  word  in- 
crease. 

"And  now  it's  up  to  you,  boys,"  he 
concluded.  "I  want  you  to  show  an  in- 
terest in  the  business.  If  you  can  in- 
crease our  sales,  your  salaries  will  go 
up  accordingly." 

The  change  in  the  attitude  of  the 
staff  was  rapid  and  complete.  They  be- 
gan to  take  a  real  interest  in  the  store. 
Innovations  were  introduced  here  and 
there  and  seldom  a  day  passed  but  some 
suggestion  was  given  to  the  boss.  A 
new  snap  was  noticeable  everywhere. 
Bright  ideas  were  used  to  improve  the 
window  display. 

"I  hardly  know  the  place,"  said 
Smith  to  himself  one  day. 

And  as  for  the  staff,  they  hardly  knew 
Smith,  so  complete  had  he  made  the 
change  in  himself.  His  attitude  invited 
co-operation  instead  of  repelling  it.  It 
was  an  effort  for  him  sometimes  to 
maintain  this  new  front,  but  he  suc- 
ceeded. 

The  result  was  felt  in  a  largely  in- 
creased turnover.  Business  started  to 
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steadily  increase — and  kept  on  increas- 
ing. The  improvement  was  so  marked 
that  each  member  of  the  sales  staff  got 
a  substantial  advance  on  the  strength 
of  the  promise  which  had  been  made. 

The  change  can  easily  be  accounted 
for.  Smith  had  acquired  a  new  asset, 
one  that  his  business  had  sadly  lacked 
before —  the  loyalty  of  his  staff. 
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THE  HEALTHY  STORE. 

"  His  store  is  healthy,  that  is  why  I 
trade  there,"  said  my  friend,  the  builder. 

"  Why  do  you  use  the  word  healthy?" 
I  asked. 

"Listen!  Dirt  is  nothing  but  matter 
out  of  its  proper  place.  Disease  is  no- 
thing but  dirt.  A  healthy  body  is  clean, 
wholesome,  radiant,  active,  intensely 
alive.  Every  fiber  is  of  the  right  qua- 
lity, and  is  in  the  right  place.  Every 
part  does  the  work  for  which  it  was 
created.  It  is  built  to  serve,  to  work 
efficiently,  and  it  does. 

"  Now,  let's  look  at  that  store  of 
Henderson's.  The  outside  is  inviting. 
One  would  think  that  he  had  been  train- 
ed in  one  of  those  high-grade  candy 
stores  where  they  sell  bon-bons  for  two 
dollars  a  pound.  He  has  somehow  per- 
formed the  miracle  of  making  uneatable 
things  look  appetizing. 

"  Inside  is  order.  There  is  a  place 
for  everything,  and  everything  is  in  its 
place.  The  salesmen  and  the  customers 
do  not  have  to  stumble  over  odds  and 
ends.  He  has  made  the  place  like  a 
home  that  radiates  hospitality.  Hender- 
son is  like  the  fellow  who  owns  the  Mis- 
sion Inn  out  in  California,  and  who 
puts  cut  flowers  and  baskets  of  fruit  in 
the  rooms  of  his  guests  every  day.  He 
makes  the  visitor  feel  welcome.  When 
I  go  in  there  he  makes  me  feel  that  he 
wants  to  serve  me,  but  that  he  is  not 
vitally  interested  in  selling  me  things. 
There  is  a  difference,  you  know." 

There,  you  have  it !  You  are  interest- 
ed in  one  thing — to  sell  your  goods  at  a 
profit  to  the  satisfaction  of  yourself  and 
customer.  Healthy,  laughing,  radiant 
folks  attract  friends,  make  them  feel  at 
home,  fill  them  Avith  comfort,  and  they, 
without  your  urging,  buy  your  goods. 
You  want  them  to  buy  your  goods,  there- 
fore you  make  your  store  healthy,  clean, 
orderly. 

Ingersoll  used  to  say  that  the  time 
would  come  when  people  would  see  that 
health  is  just  as  catching  as  disease. 
Employ  healthy  clerks,  treat  them  so 
that  they  will  remain  healthy,  keep  your 
store  clean,  wholesome,  orderly,  make 
friends  of  botli  clerks  and  customers,  and 
you  will  find  yourself  blessed  with  all 
the  business  vour  are  equipped  to  handle. 
— Plymouth  Products. 
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Clothes,  Methods  and  Men 


SUBSTITUTION   BY    MAN'F'RS 

IN  INSPECTING  deliveries  of  their  Spring  ready-made 
clothing  a  number  of  retailers  have  come  across  a 
certain  proportion  of  suitings  that  are  different  from 
the  original  orders.  So  tar  as  can  he  learned  this  is  a 
growing  tendency.  Where  the  variation  is  slight  and  the 
suit  in  a  good  selling  color,  the  returns  to  the  manufac- 
turer are  not  large.  In  odd  lines,  however,  or  those  of 
risky  selling  chances,  the  substitution  where  not  remedied 
by  an  immediate  return,  may  prove  cosily.  Moreover, 
where  goods  are  thrown  back  on  the  maker's  hands,  the 
retailer  runs  the  risk  of  having  his  stock  curtailed  ser- 
iously, at  least  temporarily,  and  he  may  not  be  able  to 
replace  the  rejected  lines  all  season.  The  maker,  on  his 
part,  blames  the  mills  for  introducing  variations  in  his 
cloth  order,  which  he  has  been  helpless  to  remedy  in  time 
if  he  would  save  his  retail  customers  from  lateness  in 
delivery.  Sometimes  his  tear  of  losing  an  order  prompts 
the  substitution.  One  retailer  showed  The  Review  a  lot 
of  goods  that  had  been  ordered  as  indigo  blue,  and  when 
opened  showed  a  purplish  tint.  He  blamed  the  manu- 
facturer for  deciding  to  make  up  substituted  materials  in 
place  of  the  right  order.  Often  where  original  samples 
and  a  record  of  ordeis  are  not  kept  by  the  retailer,  the 
substitution  passes  unnoticed  until  it  is  too  late,  and  the 
buyer  may  be  "stuck"  with  a  number  of  unsaleable 
lines.  The  situation  is  not  only  annoying  but  risky,  and  a 
close  watch  on  individual  suits  in  all  shipments  should  be 
kept    by   the  retailer. 


A  DESIGNER'S  CONVENTION 

APROPOS   of   the   convention   of   the    National    Asso- 
ciation of  Clothing  Designers  held  recently  at  Bal- 
timore, many   Canadian  designers  are  of  the  opinion 
that   such    an    association    would    he   of   immense    value   to 
the  clothing  trade  of  tliis  country.     "It    would  serve  as  a 

clearing  house  tor  clothing  men's  ideas,"  said  one  up-to- 
date  clothier.     A.1    present    no  one   knew    just    what     was 

Canadian    Style,    because    each    man    worked    out     his    own 

ideas  and  seemed  to  be  afraid  to  lei  the  other  know  what 
lie  was  doing.  It'  they  could  onlj  see  it,  he  maintained. 
an  i>  i  ..i    ideas  would  he  the  best   thing  tor  the 

trade  a-  a  whole.     Such  was  this  man's  criticism.       Nor 
does  he  Btand  alone  among  his  fellow  tra.le-.iuen  in  mak 
-mil  a  statement.     Thai   there  will  he  a  convention 
"  bj  ami  by,"  when  more  are  in  Bympathj  with  the  move 

ment,   is   (lie   present    feeling. 


MIREPRESENTING  GOODS 

FRAUDULENT  advertising  is  more  or  le>s  being  prac- 
tised in  Canada.     In  an  endeavor  to  make  money,  men 
still  persist    in   misrepresenting  their  goods   to  the 
disadvantage  and  injury  of  their  honest  competitors. 

The  recent  failure  of  the  New  York  and  Boston  de- 
partment stores  controlled  by  Henry  Siegel  and  asso- 
ciates, which  has  created  widespread  interest  in  com- 
mercial circles  in  the  United  States  recalls  a  conviction 
against  one  of  the  stores  of  that  firm  for  fraudulent 
advertising.  It  was  done  at  the  instance  of  the  Adver- 
tising Men's  League  of  New  York,  and  the  circumstances 
in  brief  are  outlined  in  an  issue  of  Pearson's  Magazine 
as  follows : — 

"The   Fourteenth    Street    store   advertised   '$90   to 
$100  fur  coats — Arctic  seals — your  choice  $47.50.'    An 
agent  of  the  Advertising  Men's  League,  which  is  try- 
ing   to    stop    fraudulent    advertising,   bought    one    and 
proved  in  court  that  it  was  French  coney — rabbit  skin, 
sheared  and  dyed.   The  coat  for  which  people  were  pay- 
ing $47.50  at  a  great  reduction  was  worth  about  $45. ' ' 
This    case    occasioned    considerable    comment    at    the 
time,  and  it  was  claimed  to  be  typical  of  the  operations 
of  a  number  of  large  city  retailing  enterprises. 

The  Siegel  failure  was  by  far  the  most  important  mer- 
cantile failure  in  recent  years,  and  it  has  served  to  create 
much  discussion  as  to  the  comparative  efficiency  and  suc- 
cess of  some  retailing  methods.  One  or  two  of  the  stores 
were  regarded  as  bargain  stores.  The  American  Fair 
Trade  League  contends  that  there  is  a  growing  popular 
inclination  to  seek  established  values  at  standard  prices, 
rather  than  purchase  classes  of  merchandise  without 
brand  names. 
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EDITORIAL  NOTES 

Till-:  TANGO  TIK!     It  had  to  come.  and.  anyway,  it  might 
ha\  e  been   worse. 

•  •  • 

SO  TIIKY  TELL  us  the  black,  soft    hat    is  about   due  next 

Pall.    Sort  of  foil  for  our  paddy  green  cravat. 

TELL  ME,  are  chinchillas  going  to  be  good  next  winter* 

[f  SO)   I'll  he  able  to  lake  a   Summer  trip  this  year  on  the 

-i  rength  of  w  hat  I  \  e  left. 

•  •  • 

NEVER  BEFORE  SINCE  the  days  of  Sir  Walter 
Raleigh  ha-  an  ESaster  time  brought  us  such  a  dazzling 
arra\    of   color-    in   shirts  and    neckwear. 
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A  Novel  Daily  Bulletin  Will  Attract  Trade 

Easy  to  Make  and  Easy  to  Operate — Useful  for  Featuring  New 
Goods — Announcement  of  Seasonable  Goods — Special  Sales — 
New  Goods,  Etc. 


EFFECTIVENESS  and  simplicity  are 
combined  in  this  novel  method  of 
advertising  by   means  of  a     daily 
bulletin.       One     of     these     home-made 
printing    presses    may    be    used    advan- 
tageously   for   window    or   interior   dis- 


Figure   1. 

play  or  as  an  outside  bulletin  to  catch 
the  eye  of  the  passer-by. 

The  upright  style  shown  in  Diagram 
1  is  best  for  outside  use,  since  it  would 
take  up  much  less  space  on  the  side- 
walk. The  wooden  frame  can  easily  be 
constructed  in  spare  time,  and  all  that 
is  needed  is  a  roll  of  manila  wrapping 
paper  in  its  holder  at  the  top  and  a 
small  wooden  roller  with  crank  attached 
at  the  foot.  If  desired  the  sides  and 
back  may  be  closed  in  so  as  to  protect  it 
from  the  weather. 

The  printing  press  idea  is  best  carried 
out  in  diagrams  2  and  3,  the  first  illus- 
trating the  skeleton  of  the  press  and 
the  second  the  way  it  looks  when 
finished. 

First  of  all  a  couple  of  packing  boxes 
are  secured  and  on  top  is  placed  the  roll 
of  wrapping  paper.  Two  scantlings  are 
used  for  the  lower  frame  and  two  short 
pieces  for  legs.  The  roller  is  made  to 
fit  into  the  end  of  the  long  scantlings 
and  the  crank  through  the  end  as  shown. 
If  a  board  is  placed  behind  to  support 


the  bulletin,  diagram  2  may  be  used  as 
shown  if  desired.  It  is  not  complete, 
however,  until  finished  up  as  shown  in 
diagram  3.  This  looks  rather  compli- 
cated at  first,  but  the  effect  is  easy  to 
secure.  The  sides  are  first  boarded  in 
with  planed  boards,  leaving  the  ends  of 
the  upper  roll  of  wrapping  paper  ex- 
posed by  cutting  the  boards  in  circular 
manner  around  it.  If  the  "printing 
press"  is  not  for  outside  use  and  is  not 
likely  to  be  damaged,  a  covering  of  card- 
board or  straw-board  may  be  used  in- 
stead of  wood.  The  frame  should  be 
given  a  coat  of  metal  grey  (dry  scenic 
color)  as  a  background,  and  the  mechan- 
ism can  be  painted  in  with  an  ordinary 
half-inch  brush,  using  black  for  the 
outlines  over  grey.  This  will  give  the 
effect  of  machinery  and  will  make  the 
sign  on  the  top,  "Good  News  Right  Off 
the  Press,"  seem  altogether  appropriate. 

This  is  a  good  practical  feature  and 
if  changed  daily  and  good,  live  "copy" 
used  customers  will  soon  look  for  it  just 
as  they  would  a  newspaper  bulletin. 


Figure  2. 
Make  your  bulletins  timely — season- 
able. It  is  important  also  to  vary  your 
subjects  so  that  all  lines  will  be  covered 
in  the  course  of  time.  The  bulletins  can 
be  made  much  more  attractive  if  illus- 
trated in  colors.  A  few  colored  crayons 
and  a  little  practice  will  enable  you  to 
make  very  fair  cartoons.  Or,  if  pictures 
of  the  goods  featured  can  be  secured 
and  pasted  on  and  the  bulletin  written 
around  the  illustrations,  an  excellent 
effect  will  be  secured. 
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SALESMANSHIP  OF  COURTESY. 

"Persistent  advertising  combined 
with  attractive  window  display  produce 
a  strong,  business-creating  force,"  says 
a  successful  Ontario  merchant,  "but  the 
effect  of  these  important  essentials  will 
be  greatly  reduced  without  the  sales- 
manship of  courtesy." 

Customers  are  human  beings,  with 
human  feelings,  and  are  as  susceptible 
to  the  influence  of  courtesy  in  business 
dealings  as  in  social  affairs. 

Take  for  instance  the  merchant  offer- 
ing accommodation  to  the  public  as  a 
means  of  attracting  people  to  his  store. 
He  should  see  to  it  they  are  given  in  a 
spirit  that  will  make  them  bear  good 
fruit.  A  directory  carelessly  flipped  on 
the  counter;  a  postage  stamp  sold  with 
a  look  of  annoyance  a  "five-spot" 
changed  with  a  tired,  weary  expression 
— these  things  done  by  an  unthinking 
clerk  may  kill  the  effect  of  a  liberal  store 
policy. 

Salesmanship  may  be  a  difficult 
science,  but  surely  the  "salesmanship  of 
courtesy"  may  easily  be  put  into  prac- 
tice even  by  the  junior  clerk. 

* 


A  SQUARE  DEAL. 

In  business  watch  your  competitors. 
No  one  man  or  concern  has  a  monopoh 
of  all  the  best  brains  and  methods.  Let 
competition  be  an  incentive  to  your 
energy  and  ambition.  Give  the  other 
fellow  a  fair  square  deal  and  beat,  him 
out  on  your  merits. — Walter  H.  Codding- 
liam. 


Figure  3. 


Are  We  Leading  Up  to  Black  Hats  for  Fall  ? 

From  Dark  Brown  and  Steel  Grey  and  Navy  Blue  Evolution  in 
Soft  Eeadgear  to  Black  Would  be  Easy — Fedora  Not  Much  Seen 
— Telescope  Selling-  Freely. 


NEARLY  all  dealers  agree  that  in 
sales  of  soft  hats,  blue  holds  the 
premier  position,  hut  is  closely 
pressed  with  a  good  demand  still  for 
screen.  Greys  and  browns,  particularly 
a  shade  known  as  stone  brown,  are  also 
very  good.  To  put  the  matter  plainly 
there  is  as  yet  very  little  difference  in 
popularity  between  the  various  colors, 
but  the  prder  given  above  is  correct  in 
the  opinion  of  many  salesmen  and 
jobbers. 

The  pencil  brim  and  telescope  crown 
are  good  selling  styles  though  of  course 
the  crown  is  often  much  manipulated. 
the  diamond  style  being  as  popular  as 
any.  While  many  hats  of  the  ordinary 
type  are  worn  with  the  diamond  crown 
there  are  others  which  have  been  blocked 
specially  for  this  purpose.  While  the 
pencil  brim  is  undoubtedly  strong  there 
are  very  many  who  prefer  the  mush- 
room style.  A  flat  brim  with  a  decided 
dip  fore  and  ait  is  also  very  popular. 

Both  plain  sarcenet  and  pugaree  silk 
bands  are  being  sold.  The  pugaree  is 
?oing  well  for  a  new  idea,  particularly 
as  the  later  forms  of  it  are  more  shape- 
ly than  the  original  adaptation  from  the 
straw  brims.  With  the  latter  hat,  how- 
ever, it  is  going  best. 

On  soft  hats  the  wide  flaring  bow  at 
the  back  prevails  among  the  younger 
men  almost  exclusively.  The  three- 
quarter  bow  lias  some  followers,  how- 
ever, Mid  the  side  bow  is  worn  by  the 
more  conservative  of  the  younger  men 
and   almost   entirely   by    the  older  ones. 

In  stiff  hats  as  has  been  stated  pre- 
viously, the  crowns  are  slightly  higher, 
but  there  is  a  call  from  some  for  a  quite 
high  crown.  The  general  run  of  brims 
have  a  fairly  heavy  roll.  Differing  from 
I  lie  s,,ft  styles  the  bow  here  is  worn  at 
the  side  almost  to  the  exclusion  of  other 
positions.  Of  course  there  are  some 
who  prefer  the  three-quarter  position 
and    a    few   the   rear   hut    these   are   decid 

edly  in  the  minority. 

Rush  for  Soft  Hats. 

The  rush  lor  soli  hats  in  preference 
lo  sv  1  ill'  which  was  a  feature  of  last 
fall's  trade  lias  begun  again  in  the 
earlj    sales,   ami    promises   lo   continue   to 

en  greater  extent.     There  appears 

lo  lie  a   revolt   against    the  stiff  hats,  and 
the  latest    shapes   do   not    tend    to   remove 

The  velour  hats   that   came  in   for  fair 

attention  Inst  Fall  are  weaker  even  than 
in i ltI' '    be     expected      for     light-weight 

weather      Indeed    one    miirhj     almost     sns 


BLACK  SOFT  HATS? 
A  hat  jobber  who  has  supplied  as  many 
new  ideas  for  hats  for  the  Canadian 
trade  probably  as  any  one  else  in  the 
business  ventured  an  interesting  pro- 
phecy to  The  Review. 

He  took  up  four  soft  hats  and  laid 
them  out  in  the  following  order: 

Dark  steel  or  slate; 

Dark  brown; 

Navy  blue; 

Black. 
"There  you  see  what  is  really  a  sort 
of  evolution  in  hats.  You  see  the  best, 
the  strongest  colors  to-day  are  the  dark 
ones,  and  once  we  get  people  calling 
strongly  for  navy  blue  as  they  are  to-day, 
it  is  but  one  step  to  black.  In  the  States 
they  have  adopted  it  already  and  we  will 
come  to  it  by  the  Fall,  anyway,  in 
Canada. 

' '  The  black  stiff  hat  is  getting  weaker. 
They  do  not  seem  to  appeal  to  the  public 
as  they  did.  As  a  matter  of  fact,  the  new 
dish  brims  are  approaching  very  near  the 
soft  hats  in  design  without  the  advan- 
tages of  the  soft  shapes." 


Two  styles  oi  hats  which  promise  to  be 
strong  for  fall.  On  the  upper  note  the 
puggaree  band  and  flat  brim  with  dip  for* 

and    alt;    on    the    lower   the    pencil    1'    ill 

diamond  crown,  tor  which  latter  effeel  this 
bat  i^  specially  blocked.  Shown  l>\  V  V 
Ulan  ^^   Oo. 


peel     I    '-\     had     gone    the    way    (if    velvet 

ins.  Strangelj  enough,  New  York  is 
again  Bhowing  velour  is  hi'_rh  grade  for 
the  smartest  dressers,  and  velvet  ties  are 


being  rushed  again  for  Easter — but  not 
lor    Canada. 

"tail      lea:  idea      has  not 

t  on  Btrongly  here  as  it  has  in 
England.  Retailers  have  stocked  a  few 
lo  In-  in  style  and  for  casual  demand, 
but  most  regard  them  as  extremely 
•■faddy." 

In  caps,  the  large  checks  retain  their 
popularity  and  are  growing  in  favor. 
Black  and  white  and  grey  and  white 
checks  have  the  big  run. 

Very  High  Crowns  in  Straws. 
In  straws  the  latest  models  tend  to 
extremely  high  crowns,  many  of  them 
four  inches,  in  this  case  some  are  made 
to  taper  to  a  certain  extent,  easing  off 
the  rather  top-heavy  idea  that  would 
otherwise  be  obtained.  In  these  hats, 
as  is  usual,  the  brim  will  follow  the  op- 
posite dimension,  and  be  very  narrow, 
about    two  inches. 

® 


STRAW  HAT  SALE  IN  WINTER. 

A   straw  hat  sale  in  February  is  sorne- 
thing  a  bit  out  of  the  usual,  yet  such  an 
event    was  conducted   by   Strawbrid 
Clothier    of    Philadelphia    last    month — 
and    it    was    well    patronized,   too.      They 
put  on  sale  fifteen  hundred  hats,  all  new. 
freshly    imported   and    in   a    dozen 
styles  at   reductions  of  from  $2  to  - 
the   hat.     The   public   responded   readily 
to   this  opport  mity  of  anticipating  the 
straw   hat    season. 


® 

COOPERATIVE  ADVERTISING. 

In  addition  to  their  regular  advertis- 
ing the  members  of  the  Merchants'  A - 
sociation  of  Princeton,  Ind..  print  a  co- 
operative advertisement  in  a  newspaper 
every  Thursday  in  which  special  offers 
an  made.  Bach  store  that  is  a  member 
of  the  association  is  requested  to  offer 
a  special  value  in  some  line  <>t  mars 
chandise  for  the  current  week.  In  this 
waj  people  from  out  of  town  can  always 
be    assured    of    real    bargain    whenever 

they  may  \  i-it  Princeton. 


® 


Winnipeg.      Man.     1. one's      Limited, 
clothiers,  267  Portage  Ave.,  will  shortly 

open      up   a    "ew      store    in    the      Queen's 
Hotel,  at  the  corner  of  Portage  and  N 
Dame  Streets,     There  has  never  been  a 
in  the  hotel  before,  and  consider- 
able alterations  have  to  be  made. 
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Connecting  Up  Sweater  Coats  With  Outings 

Sporting  and  Camping  Scenes  Should  be  Reproduced  in  Window 
Trims— Paddles,  or  Lacrosse  Sticks,  or  Bats,  or  a  Panel  Scene  as 
Background  Will  Suggest  Connection  and  Aid  Sales. 


NOW  is  the  time  to  begin  prepara- 
tions for  getting  the  best  out  of 
the  Summer  trade  in  sweater 
coats.  The  recent  advances  in  wool 
yarns,  following  closely  upon  the  de- 
c-lines before  Christmas,  have  served  to 
balance  up  to  a  considerable  extent  the 
new  scale  of  prices  that  more  than 
covered  the  actual  rise  in  the  "raw" 
material,  so  that  a  small-sized  grievance 
of  a  few  retailers  is  pretty  well  dissi- 
pated. 

Whatever  may  have  been  the  experi- 
ences due  to  the  slump  in  cold  weather 
during  the  early  part  of  the  Winter,  a 
good  Summer's  possibilities  are  before 
every  one.  These  lie,  not  so  much  with 
every  person,  as  do  the  Winter  pros- 
pects, but  with  those  who  go  on  outings 
or  engage  in  sports  at  home.  It  is  to 
these  classes  that  the  merchant  must 
carry  his  appeal. 

The  sporting  connection  of  the  sweater 
coat  is  easily  suggested  in  window  dis- 
plays. This  may  be  done  in  a  variety 
of  ways;  for  instance,  by  bringing  the 


A  novelty  in  knitted  goods  —  men's 
white  evening  vest.  Shown  by  Avon 
Hosiery,  Limited. 


Among  the  Merchants  in  Canada 


Orillia,  Ont.  —  The  Lion  Clothing 
House  have  moved  from  Hatley's 
Block  to  the  new  store  next  to  Vick  & 
Sons. 

Sutherland,  Sask. — E.  E.  Holder  has 
opened  a  clothing  store  here. 

Sudbury,  Ont. — J.  N.  Foster  is  open- 
ing a  tailoring  establishment  in  the 
Young  Block,  Cedar  street. 

Montreal,  Que. — Harry  Roffey,  Lim- 
ited, will  open  up  a  tailoring  business 
here. 

Parkhill,  Ont.— H.  H.  Hawley  has 
sold  his  tailoring  business  to  A.  Gammie, 
of  Ingersoll. 

High  River,  Alta. — J.  A.  Gillis  has 
opened  a  men's  furnishing  estab- 
lishment here. 

® 

NO  QUARTER-SIZE  SHIRTS. 

At  the  annual  convention  of  the  Il- 
linois Retail  Clothers'  Association,  a 
resolution  was  adopted.  Resolved,  "That 
we  do  not  approve  of  the  methods  of 
certain  shirt  manufacturers  introducing 
quarter-size  shirts,  as  they  are  of  no  ad- 
vantage to  the  consumer,  and  a  disad- 
vantage to  the  retailer.     Resolved,  That 


I 

the  secretary  of  our  association  notify 
the  secretary  of  the  other  associations 
of  our  action  in  this  matter  in  all  States 
having  retail  clothiers'  associations." 

They  further  recommended  that  the 
president  appoint  a  committee  of  five  to 
investigate  the  advantages  of  co-opera- 
tive buving.    , 

— m — 

NEW  YORK  FANCIES. 

"In  hoisery  there  is  an  increased  de- 
mand for  numbers  with  side  clockings 
and  instep  patterns.  In  brief,  fancy 
half-hose  is  reviving  markedly,"  says 
The  Haberdasher,  New  York. 

"The  collar  trend  is  towards  the 
deep-point  fold  collar  with  high  band. 
This  model  has  ben  produced  with  both 
square  and  rounded  corners,  in  plain 
and  a  variety  of  fancy  patterns.  The 
high-band  cutaway  collar  is  expected  to 
figure  about  as  generously  as  last  sea- 
son, while  the  close-front  has  taken  its 
place  as  a  very  strong  staple. 

Short-Bosom  Shirt. 

"The  short-bosom   shirt  continues  to 
gain  in  popularity.     There  is  also  an  in- 
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two  together,  a  window  of  sweater  coats 
and  lacrosse  sticks,  or  baseballs  and  bats, 
or  footballs.  Aquatic  requisites  could 
be  combined  with  the  coats  in  the  same 
way;  a  paddle,  if  you  have  no  canoe; 
and  a  few  pennants  to  diffuse  further 
the  air  of  sport  and  recreation.  Some- 
times a  panel  iu  the  background  with  a 
Summer  scene,  preferably  with  water, 
has  been  used  to  good  effect. 

The  sweater  coats  may  be  set  in  the 
window,  thrown  over  a  stand,  or  placed 
upon  a  full-length  figure.  In  the  latter 
case,  particularly  if  there  are  hands  con- 
venient, an  oar  or  paddle  or  a  ball  bat 
of  some  description,  cauld  be  leaned  up 
against  them  to  give  an  air  of  action  to 
the  trim. 

Anything  that  suggests  that  the  knitted 
garment  would  be  most  suitable  for  the 
season,  will  form  a  good  selling  window, 
and  any  trimmer  with  a  little  ingenuity 
can  change  the  whole  lay-out  every  few 
days  and  secure  a  variety  of  treatment 
for  weeks  to  come. 


creased  call  for  silk  and  silk  mixtures 
with  soft  cuffs.  The  decline  of  madras 
as  a  popular  material  has  continued  for 
several  years,  and  is  still  noticeable, 
though  in  some  quarters  its  return  to 
favor  in  the  near  future  is  confidently 
predicted. 

"The  unusual  vogue  of  fancy  braids 
in  straw  hats,  which  was  experienced 
last  year,  will  probably  be  once  more  in 
evidence  this  spring.  There  had  been 
for  some  years  just  a  smattering  of 
coarse  straws  in  the  market,  but  they 
made  no  material  headway  before  last 
year.  Colored  straws  sold  better  than 
had   been   anticipated. 

Velvet  Still  in  New  York. 

"Oriental  patterns  containing  a 
variety  of  bright  colors  rule  in  the  bet- 
ter grades  of  cravats.  For  holiday 
selling  these  will  have  a  place  alongside 
of  Persians.  Knit  cravats  of  the  more 
expensive  sort  are  showing  a  trend  to- 
ward figures  in  combination  with  stripes, 
while  popular-priced  goods  are  best  in 
narrow  stripes,  both  cross  and  bias,  in 
a  multitude  of  bright  hues.  It  cannot 
be  said,  as  it  could  in  many  previous 
seasons,  that  any  particular  colors  have 
the  preference,  doubtless  because  solid 
grounds  are  comparatively  scarce.  Vel- 
vet cravats,  some  with  gilt  design,  some 
with  cut  silk,  have  flooded  New  York." 


Strong  Tendency  to  Patterns  in  Fall   Suitings 

Feeling   That  There   Has   Been   Too   Much   Plain   Material  — 

Browns  and  Greys,  With  Tweeds  Regaining  Some  Lost  Ground 

—  Smoother  Cloths  for  Overcoats  as  Beinu   More  Wearable  — 


Balmacaans  Selling  Well. 


SOME  weeks  ago  it  was  stated  in  The 
Review  that  the  tendency  in  Fall 
suitings  this  year  was  towards  pat- 
tern cloths,  as  it  was  felt  that  for  some 
time  we  had  been  having  too  plain  ma- 
terials. Later  opinions  quite  sustain 
this  view.  For  while  loud  colors  will 
not  be  in  vogue,  neat  check  designs  and 
stripes  certainly  will  be.  According  to 
some  men  who  are  usually  well  posted 
on  such  matters,  bottle  greens  and  bottle 
blues  are  going  to  be  stronger  than  ever 
before,  especially  in  Saxonies  and  un- 
finished worsteds.  Some  are  showing 
unfinished  worsteds  in  olive  green,  with 
blue   and   brown   and   gold   over  stripes. 


'/>  S* '"»  A  A:J*  J*  S*  ,f **  «•  *  i*  t*t* 
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Pa  I  I  suitings,  showing 
sm:iii  black  ami  white 
checks,  larger  grej  over 
checks,  and  mixtures  of 
grey  and  brown.    Shown  by 

\inbot   &   Anlil. 


Small  black  and  white  checks  are  also  on 
display,  but  it  is  believed  widely  that 
these  will  not  be  in  great  demand,  espe- 
cially for  the  higher  class  trade,  al- 
though they  are  going  well  for  Spring. 
Some  large  over  checks  in  grey  are  also 
(icing  shown. 

There  is  a  general  feeling  that  brown. 
which  was  prophesied  as  likely  to  be 
■rood  for  Fall,  in  spite  of  its  present 
weakness,  will  come  back  much  stronger 
than  it  has  been  for  some  time.  Tweeds 
are  expected  to  be  in  good  demand,  as 
there  is  a  large  section  of  the  public 
which  seems  to  prefer  tweeds  to  worsteds, 
and,  besides,  the  price  of  good  worsteds 
is  so  high  that  often  a  better  value  for 
a  moderate  price  can  be  had  in  a  tweed 
than  in  a  worsted.  In  tweeds,  checks 
and  heather  effects  are  likely  to  be  the 
prevailing  styles. 

Patch  Pockets  on  Sack  Coats. 
From  what  designers  have  to  say, 
there  is  going  to  be  a  greater  striving 
than  ever  after  more  form-fitting 
clothes.  One  of  the  leading  clothiers 
showed  The  Review  representative  a  new 
sack  suit,  which  he  believed  would  be 
one  of  the  most  popular  styles  for  Fall 
wear.  In  this  coat  the  lapels  were  about 
five  inches  wide,  with  the  lapel  seam 
running  parallel  to  the  shoulder  seam. 
The  collar  was  about  two  and  one-half 
inches  wide.  The  sleeve  was  trimmed 
with  a  narrow  cuff,  and  the  coat  had 
four  buttons  close  together.  Patch 
pockets  were  a  further  feature.  This 
coat  was  slightly  form-fitting,  this  effect 
being  secured  at  the  waist  by  an  extra 
V  at  the  side.  It  was  further  stated  that 
the  noticeably  wide  lapel  would  be  a 
feature  of  all  sack  coats  next  Autumn. 

Smoother  Cloths  for  Overcoats. 

For  Fall  overcoats  there  seems  to  be 
no  doubt  that  chinchillas  and  the  rougher 
and  softer  cloths  will  have  serious  rivals 
in  the  smoother  cloths.  One  reason 
perhaps  is  that  the  rough  goods  do  not 
wear  as  well  as  the  smooth  ones.  And 
il  would  almost  seem  as  if  the  hotter 
the  quality  of  the  soft  goods  the  more 
quickly  they  wear  out.  which  certainly 
is  not  the  case  with  the  smoother  goods. 
By  this  it  is  not  meant  at  all  that  the 
woolly  fabrics  will  not  be  worn,  but  they 
will  have  stronger  opposition  from  toe 
other  materials  than  they  had. 

On  the  rough  goods  the  shawl  collars 
and  the  large  convertible  collar  for 
ulsters  will  obtain.  These  coats  will  be 
cut   on   a   very   ample  scale,  about  50  to 


Samples  of  Fall  suiting-. 
showing  tendency  towards 
goods  with  a  pattern,  in 
Bmall     checks     and     stripe.-. 

Shown  by  Xi«bet  &  A u  1 . i . 


52  inches  in  length,  with  belted  back. 
On  young  men's  coats  a  box  pleat  will 
be  a  common  feature. 

Velvet  Collars. 

On  coats  of  the  smoother  materials 
velvet  collars  will  be  fairly  strong,  and 
here  again  the  extra  V  at  the  side  will 
be  used  to  cause  a  tight  fit  at  the  wai&t. 
In  Tact,  i  In-  tight  tit  will  be  a  t'eatun 
more  or  lo-s  of  all  men's  clothes.  Brown 
and  grey  mixtures  look  to  be  in  the  lea'", 
for  next  year's  colors  in  Fall  and  Wintt  • 
overcoats. 

For  Spring  overcoats  some  exclusive 
houses  are  specializing  in  loose  Bowiag 
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Dry  Goods  Review 


The  premier 
ordered-to-measure 
tailoring  house  of  Canada 


"Crown  Tailoring"  is  the  orig- 
inal special  order  tailoring- 
house  of  Canada — built  up 
from  one  agency  to  a  service 
which  now  covers  Canada  from 
coast  to  coast,  is  represented  in 
most  of  the  best  towns  and 
cities  in  the  country. 
Our  aim  has  always 
been  and  always  will 
be,  to  have  only  the 
livest  and  most  reli- 
able merchants  as  our 
agents.  Our  service  is 
the  best  and  we  want 
men  who  take  full  ad- 
vantage of  it — men  who  look  to 
the  interest  of  their  patrons  as 
well  as  their  own  interest. 


With  the  steady  growth  of  the 
"Crown  Tailoring"  business 
we  have  added  such  facilities 
that  the  increased  business 
warranted  to  keep  our  service 
second  to  none.  To-day  we 
have  the  finest  clothing 
factory  in  the  Domin- 
ion, devoted  to  the 
made-to-order  men's 
clothing  business. 
There  are  still  a  num- 
ber of  towns  where  we 
are  not  well  repre- 
sented. This  is  an 
opportunity  for  fore- 
most clothiers  to  obtain  a  set  of 
samples  which  will  make 
money  for  them. 


The  Crown  Tailoring  Outfit  consists  of  our  latest  books  of  samples,  measuring  equipment, 
style  charts,  signs  and  complete  instructions.  It  enables  you,  without  a  cent  of  outlay,  to 
cater  to  the  men  who  buy  only  tailor-made  clothing.    Why  not  write  for  the  agency  to-day? 

The  Crown  Tailoring  Co.,  Limited 

Our  New  Address:    533  College  Street,  TORONTO 
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garments,  with  a  more  or  less  wide 
skirt.  One  man  in  conversation  de- 
scribed the  chief  advantage  of  this  style 
as  being  that  it  gave  the  feeling  of  ease 
and  the  appearance  of  what  he  aptly 
called  unconscious  dress. 

Among  the  characteristics  of  some  of 
the  coats  shown  was  the  set-in  sleeve 
with  the  seam  on  the  shoulder  meeting 
the  seam  in  the  sleeve.  A  convertible 
cuff  is  also  to  be  had,  which  can  be 
turned  down  to  button  right  around  the 
wrist  for  greater  comfort  when  motor- 
ing, driving,  etc. 


Many  coats  have  leather  buttons  to 
harmonize  in  effect  with  the  cloth.  A 
favorite  material  for  these  garments  is 
a  fine  homespun  stuff  called  "hand- 
woven  Connemara,"  which  is  made;  in 
the  lighter  shades  of  greys,  browns  and 
greens. 

Balmacaan   Going  Well. 

The  Balmacaan  in  tweeds  is  meeting 
with  public  favor.  This  coat  combines 
lightness  and  great  freedom  of  move- 
ment. Very  deep  armholes  are  a  special 
point   lo  be  noticed,  allowing  the  coat  to 


be  slipped  on  and  off  with  the  greatest 
case.  Some  firms  are  taking  the  chance 
of  heavy  stocking  in  this,  almost  dif- 
earding  the  Chesterfields. 

With  regard  to  belts,  there  is  con- 
siderable divergence  of  opinion,  but 
there  is  a  strong  feeling  that  the  belt 
will  not  be  so  much  favored  this  season. 
The  general  trend  for  Spring  and  Sum- 
mer overcoats,  according  to  one  of  the 
most  exclusive  clothiers,  is  all  towards 
looser-fittins:  lines. 


Will  Specialize  in  Clothing    For   Boys 

New  Preston  Store  Will  Make  the  Young  Folks  as  Important  as 
the  Grown-Ups — Busy  During  Day  When  Men  Arc  Working. 


CH.  MASON,  who  has  recently 
.opened  a  furnishing  store  in  Pres- 
ton, Ont.,  intends  to  specialize  in 
children's  wear.  He  believes  that  chil- 
dren 's  goods  are  a  fine  drawing  card  and 
help  to  advertise  the  store.  Besides,  in 
a  town  like  Preston  where  a  great  part 
of  the  male  population  is  busy  during 
the  day  the  presence  of  children's  cloth- 
ing in  the  store  attracts  considerable 
custom  from  the  female  population.  The 
following  is  a  circular  which  he  issued 
last  month  when  starting: — 

"Dear  Sir, — In  a  short  year  and  a  half 
while  I  have  been  in  Preston,  I  have 
particularly  noticed  the  rapid  growth  of 
our  town,  both  from  the  standpoint  of 
population  and  that  of  enthusiasm  which 
our  people  take  to  make  this  a  bigger 
and  better  Preston. 

"During  tbe  last  year  several  young 
men  have  taken  over  businesses  formerly 
run  by  older  inhabitants,  and  one  can- 
not help  but  feel  the  different  spirit  that 
it  puts  into  the  business  section  of  the 
Hub  of  Waterloo  County. 

"I  believe  with  tbe  man  or  men  who 
composed  the  wording  on  our  sign 
boards — 

PRKSTON:  A  Good  Town  to  Work  In. 
PRESTON:  A  Good  Town  to  Live  In. 

"  Taking  these  things  into  consideration 
I  am  about  to  open  a  Men's  Store  here. 
Yon  will  agree  that  this  town  is  suffici- 
ently large  to  warranl  besides  whal 
men's  stores  we  now  have  an  up-to- 
date  high  class  Men's  and  Boys'  wear 
store  handling  Men's  and  Boys'  Pur- 
nishines  of  all  kinds.  Ready-Made 
Clothing  and  specializing  in  Made-to- 
lieasnre  Clothing  for  Men. 

"   \-   \<  u  know   our  place  of  busino-  in 

the  Schultz  Block   has  been  undergoing 
excessive  alterations  both  inside  and  out, 

and    we   assure   you    that    all    whi<h    will 
tend    to    make    your    purchases    from    lis 


unregrettable  ones  will  be  our  aim  while 
in  business  here. 

"Mason's,  for  this  is  the  name  of  the 
new  store,  will  formally  open  on  Friday 
evening  and  Saturday  of  this  week.  We 
solicit  a  share  of  your  patronage,  guar- 
anteeing you  in  return  QUALITY  and 
SATISFACTION. 

"If  your  garments  are  marked  Mason's 
it  is  a  standard  of  quality. 

"Trusting  that  you  will  favor  us  with 
a  call  in  the  near  future." 

® 


Selling    Clothes     By 
Phone 

Follows  up  "Lookers"  and 
Makes  Sales  That  Otherwise 
Might  be  host  —  Man  is  Pleased 
at  Notice  Taken  and  Often 
Buys. 

YOU  see  that  clerk  over  there  tele- 
phoning .'"  queried  the  owner  of  a 
I  .clothing  store  in  a  big  Western 
city,  writes  W.  E.  Norton  in  System. 
"He'll  sell  more  suits  of  clothes  in  the 
next  half-hour  over  the  'phone  than  any 
other  man  on  the  door  will  sell  regularly 
in  an  entire  day. ' ' 

"He  has  a  system  all  his  own.  When 
a  man  comes  in  and  does  not  buy,  this 
clerk  gets  the  'looker's'  name  and  ad- 
dress and  hunts  the  name  up  in  the  tele- 
phone directory.  He  gets  a  pretty  exact 
line  on  how  the  prospective  customer's 
taste  leans:  then  he  waits  until  a  special 
Bale   is   on   and   calls   up   his   man. 

"'Mr.  Plank.'  he  says,  'you  were  in 
here  a  fvw  weeks  ago  and  said  you  liked 

a  light-weight,  navy  blue  suit,  but  pre- 
ferred   t"    I'a.v     about     eighteen    dollars. 

We've   a   sale   on   suits   thai    regularly 

bring    twenty-seven     till  v.    at     seventeen 

seventy-five.     I   am   bidding  your   size, 


coat  forty-two,  trousers  thirty-sir  thirty- 
four,  and  you  can  put  the  suit  right  on 
and  wear  it  away — or  I  can  send  it  over 
for  you  to  look  at  if  you  like.' 

"The  man  called  up  is  pleased  because 
he  was  remembered,  and  often  comes 
right  over  to  the  store,  asks  for  the 
clerk  who  called  him  up,  and  ten  to  one, 
buys.  This  first  satisfactory  experience 
often  makes  him  a  'regular'  and  after 
that  when  there  is  something  special  on, 
all  the  enterprising  clerk  has  to  do  is  to 
call  him  up. 

"You'd  be  surprised  to  find  how  many 
men  like  this  easy-to-buy  method.  So 
many,  in  fact,  that  we  think  of  putting 
this  clerk  in  charge  of  a  'telephone  noti- 
fication department,'  and  let  him  work 
the  idea  with  all  the  tactful  energy  he 
possesses. 

© 

Actors  Help  Trade 

At  Least  They  Create  Demand 
for  Hiedi-Class  Goods — Stocks 
in  University  Cities  Must  Keep 

up  to  Mark. 

That  the  young  men  of  the  larger 
cities  are  becoming  much  more  fastidious 
as  to  dress  is  the  contention  of  one  of 
the  more  exclusive  men's  furnishers  in 
one  of  the  largest  Canadian  cities,  and 
the  reasons  lie  assigns  are  the  university 
and  the  theatres.  "It  is  a  fact."  he 
S8V8,  "that  if  a  haberdasher  is  to  keep 
in  the  front  rank  here  he  lias  to  keep  the 
very  latest  things  in  clothing  and  uen 
era!  men's  furnishings.  Two  thin 
which  I  attribute  this  are  the  university 
and  the  theatres.  At  the  university, 
while  it  may  he  said  that  the  majority 
are  not  flush  with  money,  the  enrolment 
is  now  so  large  that  the  number  of  men 
with  means  in  attendance  there  is  suf- 
mtinued  on  page  70.) 
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1913  LEFT  OVERS 

OR: 

1914-15  STYLES? 


Do  you  want  "left  overs,"  or  new,  natty  fabrics  and 
styles— 1914-15  styles? 

We  are  no  doubt  in  a  different  position  than  most 
clothing  manufacturers — for  every  order  of  Art 
Clothes,  Ready-to- Wear,  is  made  up  especially  for  that 
order.  We  have  no  "left  overs" — not  a  single  suit  from 
last  season. 

ART  CLOTHES 


C^7CK   SR^7S.   &- 


mz 


ALLEN    LIMITCC7 


In  buying  Art  Clothes  you  will  get  the  newest  fabrics 
and  smartest  styles.  We  are  featuring  a  number  of 
young  men's  exclusive  models  in  suits,  overcoats  and 
evening  clothes. 

Our  representatives  are  out  with  these  models,  com- 
plete range  of  new  fabrics  and  an  advertising  proposition 
that  will  get  and  keep  the  best  business  in  your  town. 

Write  or  wire  NOW,  for  an  appointment. 

Cook:  Bros,  fc  AlleisI 

Wholesale  Tailors 

TORONTO. 

(The  Art  Tailoring  Co.,  Toronto) 


iiiiiiiiiiiiiiiii"1"111!!' 


'"■iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii111 


65 


Wholesale  and  Retail  Man   of    Mutual    Benefit 

Eow  Co-operation  Between  Two  Classes  in  Clothing  Trade  Can 
l»c  Made  Helpful — British  Business  Methods  Superior  in  Absence 
of  Continuous  Price-Cutting  and  Cancelations — Address  to  Ohio 
Association. 


THE  following  address  by  Wm. 
Goldman,  president  of  the  Na- 
tional Wholesale  Clothiers'  Asso- 
ciation at  the  first  annual  banquet  of  the 
Ohio  Retail  Clothiers'  Association  at 
Columbus,  will  be  of  considerable  inter- 
est to  Canadians  in  his  analysis  of  the 
contrast  between  the  systems  in  the 
United  States  and  England.  Mr.  Gold- 
man said  in  part: — 

I  have  been  asked  •  particularly  to- 
night to  tell  you  how  wholesale  and  re- 
tail clothiers'  associations  can  benefit 
each  other,  and  it  is  because  we  of  the 
National  Association  of  Clothiers  have 
felt  that  there  were  ways  by  which  we 
might  be  mutually  helpful  that  we  have 
advocated  these  organizations  of  retail- 
ers, with  the  idea  that  they  should  ulti- 
mately be  merged  into  a  national  asso- 
ciation, just  as  our  local  organizations 
were  merged  into  a  national  body;  and 
that  these  two  organizations  would  come 
together  in  conference,  through  a  joint 
committee,  to  be  named  to  represent 
each  association,  that  the  representa- 
tives of  these  two  associations  should 
consider  all  questions  which  might  help 
to  make  the  manufacturing  and  distri- 
buting of  clothing  more  efficient,  that  an 
effort  should  be  made  to  eliminate  the 
waste  that  results  from  a  lack  of  co- 
operation,  and  that  both  should  do 
what  they  could  to  put  the  standards  of 
trade  on  a  higher  plane. 

Bettering  Relations. 

We  have  such  a  joint  committee  com- 
I  of  clothing  manufacturers  and 
woolen  and  worsted  manufacturers,  and 
it  was  because  of  the  betterment  of  the 
relations  between  these  two  great  trades 
and  because  of  the  correction  of  many 
of  the  abuses  in  these  industries,  that 
we  have  come  to  advocate  this  method 
for  the  wholesaler  and  retailer.  Such 
an  organization  now  exists  between  the 
manufacturers  of  boots  and  shoes  and 
the  retail  boot  and  shoe  dealers.  Co- 
operation is  the  order  of  the  day.  We 
must  replace  antagonism  and  the  old  de- 
\t-  attitude  of  one  trade  toward 
another  with  a  disposition  to  work  out 
our  common  problems  in  a  spirit  of 
mutual  consideration. 

The  Joint  Committee  of  Woolen  and 
Clothing  Manufacturers,  in  addition  to 
dealing  with  questions  thai  would  serve 
to   make   lie. tli    mi. re    efficient,    established 

an    arbitration  board  and  a  board  of  joinl 

inera,  and  these  organizations  were 

predicated    on    the    theory    that    in    t he 


adjustment  of  all  disputes  that  arose  be- 
tween the  members  of  the  two  associa- 
tions, equity  and  fairness  should  control, 
rather  than  legal  or  technical  considera- 
tions. A  vast  number  of  cases  have 
been  satisfactorily  handled  under  the 
auspices  of  this  committee. 

Early  Buying  and  Late  Deliveries. 

While  it  is  not  my  purpose  to  take  up 
in  detail  the  questions  that  seem  to  re- 
quire attention,  and.  as  I  am  human,  1 
will  confess  that  T  perhaps  see  some  that 
appeal  more  clearly  to  the  manufacturer 
than  those  that  appeal  to  the  retailer, 
and  the  reverse  is  perhaps  true  of  those 
of  you  in  the  range  of  my  voice,  T  can- 
not refrain  from  referring  to  two  sub- 
jects—one  that  worries  you  and  one  that 
worries  us.  I  refer  to  early  buying  and 
late  deliveries,  on  the  one  hand,  and  to 
the  instability  of  orders,  on  the  other. 
The  more  we  examine  these  subjects  the 
more  convinced  are  we  that  they  are 
really  only  one.  That  if  a  joint  com- 
mittee of  manufacturers  and  retailers 
began  to  study  them  they  would  find  that 
one  overwhelmingly  involved   the  other. 

Now,  isn't  it  worth  while  for  whole 
saler  and  retailer  to  come  together  and 
tell  one  another  what  there  is  in  the 
present  method  that  creates  hardship, 
and  what  mighl  be  done  to  mitigate,  or 
perhaps  remove,  the  causes  of  waste  and 
loss  that  result?  Most  of  these  ques- 
tions seem  quite  baffling  at  first  <rlanee. 
but  in  the  light  of  the  methods  evolved 
to  deal  with  some  of  the  great  and  neces- 
sary governmental  reforms,  shall  we  de- 
spair  of  our  ability  to  solve  them?       Tf 

we    a< mplisbed    nothing    more    than    a 

better  understanding  each  of  the  other, 
a  fuller  realization  of  what  was  required 
to  free  our  transactions  of  restraint. 
whai  a  gain  that  would  be. 

But  T  am  optimistic  When  we  con 
sider  the  progress  that  has  been  made  in 
I '.  past  15  or  20  years  in  many  direc- 
tions, who  is  there  that  will  gainsay  me 
when  1  predict  that  the  solution  of  many 
of  the  problems  that  face  us  to-day  is 
not  "nh  possible,  but  not  far  distant3 
British   Business   Methods   Better. 

Their  is  much  that  we  needed  to  do  to 
bring  the  whole  industry  to  a  more  uni- 
formly high  plain-.  1  have  had  an  oh 
jeel    lesson      recently,      resulting   from   a 

trip  abroad,  which  1  made  for  the  pur- 
pose of  investigating  what  avenues 
would  be  opened  to  competition  bv  the 
new   tariff,  and   while  1   had  the  satisfae- 
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tion  of  learning  that  even  the  violent  re- 
duction in  Schedule  K  (the  storm  centre 
of  the  tariff)  would  let  very  few  foreign 
goods  in,  and  this  served  to  reassure  me 
as  to  its  effect  on  our  industries  general- 
ly, my  observations  tended  to  convince 
me  that  there  were  certain  directions  in 
which  we  might  with  profit  emulate  the 
English  business  man. 

The  very  enterprise  that  is  character- 
istic of  the  American  often  causes  him 
to  follow  a  false  lead.  His  aggressive- 
ut  infrequently  causes  him  to  de- 
part from  sound  practice.  We  are  prone 
to  accept  the  existence  of  an  evil  with 
complacency  and  as  a  matter  of  course. 
to  assent  to  a  proposition  because  the 
■'other  fellow  does  it."  While  my  con- 
tact  with  English  business  was  confined 
to  the  woolen  and  clothine  trades,  I 
learned  that  the  men  engaged  in  these 
industries  were  a  uniformly  prosperous 
lot  of  business  men.  They  appeared  to 
average  np  better  than  we  do  over  here. 
There  was  not  that  disparity  in  deeree 
of  prosperity  that  is  significant  of 
\n Li  rican  business,  and  T  am  very  much 
inclined  to  attribute  this  to  the  fact  that 
the  English  business  man  has  a  whole- 
some respect  for  traditions  and  for 
sound  commercial  practice.  He  believes 
that  if  he  has  been  thoroughly  schooled 
in  the  technique  of  his  trade  and  prac- 
tises economy  in  the  conduct  of  his 
business,  there  is  a  place  in  the 
business  world  for  him  that  he  can  hold 
without  stultifying  himself  or  sacrific- 
ing  a    single   time-honored   principle. 

I  am  not  defending  all  of  the  British 
methods.  It  is  easy  for  us  to  under- 
stand how  rigid  adherence  to  traditions 
lias  entailed  some  narrow,  and  to  us  an- 
tiquated methods,  but,  on  the  other 
hand,  our  breadth  of  view  and  prosrres- 
siveness  often  cause  us  to  disregard  vital 
principles,  the  violation  of  which  not  in- 
frequently returns  to  plague  us. 

Cut-Price    Sales    and    Cancelations 
Unknown. 

The  continuous  performance  of  cut- 
price  sales  that  we  M6  over  here  are  un- 
known on  the  other  side.  There,  when 
a  merchant  wants  to  clean  up  stock,  he 
offers  a  reduction  of  10  per  cent,  to 
continue  for  ■  certain  number  of  days. 
to  which  the  buyer  responds  because  he 
knows  it  is  genuine.  Over  here  the  very 
extravagance  of  the  announced  reduc- 
tions doubt  and  brings  demorali- 
zation. 

Cancelations    are   unheard    of  in   Eng- 
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Tailored    Clothes 


Our  travellers  are  now  out  with 
the    full    range   of    Style-Craft 
tailored    clothes    for    Fall    and 
Winter  1914-15. 

Never  have  we  offered  a  range  more 
notable  for  its  exclusive,  smart 
styles  in  both  cut  of  garment  and 
design  of  fabric. 

Style  Craft  clothes  make  a  strong  appeal  to  the  men 
of  the  day — the  men  who  make  appearance  a  matter 
of  much  moment. 

They  equal  the  finest  clothes  of  the  best  city  tailor 
except  in  height  of  price. 

Have  you  looked  into  the  Style  Craft  made-to- 
measure  proposition?  The  agency  for  your  town 
should  appeal  to  you. 

Write  for  full  particulars. 


"^ 


J 


E.  G.  HACHBORN  &  CO. 

TORONTO 
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land.  An  order  over  there,  if  its  terms 
are  observed,  is  an  obligation  of  equal 
standing  with  any  other  business 
liability. 

It  is  not  my  purpose  to  rehearse  the 
serious  shortcomings  that  we  encounter 
so  often  in  the  conduct  of  business  over 
here,  because  they  are  known  to  all  of 
you,  but  the  aggressiveness  of  the 
American  business  man  manifests  itself 
in  so  many  directions  that  we  don't  ex- 
amine some  of  them  very  closely. 

The  Moving  Habit  and  Others. 

Let  one  or  two  wholesalers  or  retail- 
ers move  to  a  new  locality,  in  which  the 
chief  attraction  is  higher  rent.  We  have 
the  moving  habit  over  here.  Pretty 
soon  they  are  all  in  line  like  a  flock  of 
sheep. 

Some  enthusiastic  retailer  comes  to 
market  with  a  rosy  plan  for  financing 
his  business,  selecting  certain  firms  as 
among  the  chosen  whom  lie  will  permit 
to  subscribe  anywhere  from  $1,000  to 
$10,000  of  his  capital  stock.  I  have 
known  wholesalers  with  an  eye  to  volume 
alone  to  vie  with  one  another  to  get  in, 
and  they  usually  do  "get  in" — bad. 

The  manufacturer  sends  his  salesman 
out  with  a  tremendous  assortment  of 
merchandise.  He  has  almost  every  con- 
ceivable model,  and  yet  he  finds  retailers 
want  to  be  their  own  designers  and  are 
ready  to  create  any  number  of  specials 
for  him,  and,  rather  than  see  the  "other 
fellow"  get  some  business,  he  takes  this 
along,  and  destroys  his  manufacturing 
policy  and  adds  to  the  cost  of  his  whole 
product. 

I  do  not  care  to  elaborate  too  much  on 
this  theme.  I  realize,  of  course,  that  a 
majority  in  all  branches  of  the  indus- 
try can  say  "not  guilty"  to  these  lapses, 
but  the  shortcomings  to  which  I  refer 
are  conspicuously  in  evidence,  and  con- 
taminate the  whole  trade. 

We  have  no  quarrel  with  the  ambi- 
tious or  progressive  man.  He  should 
be  keenly  alive  to  any  wholesome  in- 
fluence that  will  extend  his  trade,  but 
In-  must  learn  what  makes  for  healthy 
development  and  what  is  the  path  to  his 
own  undoing.  We  need,  in  other  words, 
to  combine  with  the  enterprise  and  en- 
ergy which  are  significant  of  all  Ameri- 
can business  men  that  "spine,"  poise 
and  sense  of  perspective  which  many 
have  here,  but  which  is  characteristic  in 
these  English  trades  as  a  whole. 

We  appear  to  be  on  the  eve  of  a  new 
era.  Let  ns  of  the  competitive  trades 
share  in  the  national  prosperity  to  come. 

I  am  not  pleading  for  larger  profits; 
our  gross  profll  seems  entirely  adequate 
yea,  even  liberal,  but  I  do  ask  for  an 
elimination  of  the  waste  which  these 
weaknesses  entail,  for  a  sounder  concep- 
tion of  the  meaning  of  the  words  "self- 
reliance  in  business,"  for  B  more  whole- 


Union    Label  Stores  in  Canada 

Labor  Unions  in  Toronto  Subscribing  to  New 
Concern  to  Sell  Only  "Label"  Men's  Furnish- 
ings— Appeal  to  Different  Union  Organizations. 


AN  interesting  document  has  come 
into  the  hands  of  The  Review 
in  the  shape  of  an  appeal  ad- 
dressed "To  fellow  trade  unionists 
of  Toronto,"  to  subscribe  to  the 
stock  of  "The  Union  Label  Stores 
Co.  Limited,"  organized  to  open  a  store 
for  the  sale  of  many  union  label  gents 
furnishings,  "not  made  at  present  in 
Canada,"  such  as  collars,  shirts,  neck- 
wear, suspenders,  underwear  and  socks. 
"The  Retailers,"  the  circular  states, 
"refuse  to  import  the  above-mentioned 
goods  from  across  the  line  where  our 
brothers  and  sisters  are  obtaining  fair 
wages,  but  continue  to  sell  the  sweat- 
shop articles  and  will  sell  them  if  you 
are  fools  enough  to  buy  them. 

"Don't  you  wish  to  see  your  union 
flourish  ?  Don 't  you  desire  to  see  other 
workers  become  organized?  We  believe 
you  do. 

"We  herewith  submit  a  practical  rem- 
edy to  protect  our  unions  against  the 
unscrupulous  employers  and  which  will 
help  to  organize  many  other  lines  of  in- 
dustry." 

The  statement  is  then  made  that  the 
Union  Label  Stores  Co.  Ltd.,  has  been 
organized  by  local  unions  and  union 
members  to  advertise,  display  and  pro- 
mote the  sale  of  Union  Label  goods, 
"which  we  will  be  able  to  sell  at  close 
competitive  prices."  About  $2,000  of 
the  share  capital  lias  already  been  sub- 
scribed, among  the  shareholders  being 
the  District  Labor  Council,  Garment  Cut- 
ters, Garment  Operators,  Boot  and  Shoe 


Workers,  lithographers,  Barbers,  Brass 
Moulders,  etc. 

"It  is  a  bread  and  butter  proposi- 
tion," it  is  declared,  "and  the  workers 
are  realizing  that  they  must  do  the 
co-operating  if  progress  is  to  be  made. 

"Now,  Brother,  we  expect  to  open  our 
first  store,  centrally  located,  in  another 
month.  Are  you  prepared  to  do  your 
part?  We  need  your  subscription  for 
stock!  Every  union  member  has  a  duty 
to  perform  to  advance  the  interests  of 
his  fellow  workers.  As  a  trade  unionist 
we  believe  you  want  to  discourage  non- 
union conditions  in  a  most  effective  man- 
ner; you  can  do  so  by  helping  to  get  our 
store  in  operation,  and  to  open  the  store, 
more  shares  must  be  subscribed." 

As  a  further  reason  for  support  it  is 
stated  that  "if  our  union  members  are 
to  obtain  constant  employment  in  union 
shops,  then  the  products  of  those  union 
shops  must  be  purchased  by  us  (con- 
sumers). If  you  fail  to  do  this  and  use 
your  union  wages  to  purchase  the  pro- 
ducts of  non-union  concerns,  then  you 
are  defeating  the  aims  of  your  union. 
Invariably  the  local  retailers  are  pre- 
judiced against  Union  Label  products, 
often  advancing  the  price  so  that  you 
may  be  discouraged  from  purchasing 
same." 

It  is  further  declared  that  later  on  as 
the  Company  develops  it  is  proposed  to 
sell  the  workers  all  kinds  of  fruits,  vege- 
tables and  provisions  to  be  obtained 
direct  from  the  producers — to  reduce  the 
"high  cost  of  living." 


some  regard  for  the  principles  which 
make  for  permanence  and  prosperity  in 
trade. 

© 

"ABBREVIATED"   SUITS. 

A  cable,  from  Loudon  states  that  "ab- 
breviated" suits  for  men  are  the  latest 
decree  of  fashion.  The  tailors  have  or- 
dained that  there  shall  be  a  reduction 
all  along  the  line.  Even  the  dress  suit 
is  to  be  abbreviated — it  is  to  be  short 
and   form-fitting. 

This  is  the  official  decision  for  the 
o\  ercoal :   Three-button,  Bingle-breasted, 

patch  pockets,  00  outside  breast  pockets. 
narrow  Shoulders,  small  sleeves,  ex- 
tremely form-fitting.  Also  four-button, 
double-breasted.        No   belts   on    either 

coat. 

Other  styles  are:   Sack  coats,  three 

button.   "  ■onservative    natural"    should- 

66 


ers,  with  straight  line,  9-inch  centre  vent 
for  skirt  and  3-inch  vent  for  sleeve;  two 
buttons  on  sleeve,  and  slight  form-fit- 
ting; or.  three-button,  narrow  shoulders, 
no  pads,  small  sleeves,  extremely  form- 
fitting. 

The  walking  coat  is  one-button,  peaked 
lapel,  short-waisted.  and  skirts  extremely 
"  cutaway." 

Dinner  coats  will  be  satin-faced  to  the 
edge,  the  collar  and  cuffs  bound  with 
satin,  with  outside  breast  pockets  and 
link  buttons. 


-£- 


MONTREAL    CLERKS    ORGANIZE 

The  retail  clerks  from  the  hardware, 
dry  goods  and  grocery  trades  in  Mont- 
real have  decided  to  organize  a  protec- 
tive association  affiliated  with  the  Retail 
Clerks'  International  Protective  AjBB 
oiation. 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Very  shortly  our  salesman  will   call   upon  you  with 
new  Fall  and  Winter  1914  models  of 

Sovereign  Brand  Clothing 


FOR   MEN   AND  YOUNG   MEN,  AND 


Sanford  Juvenile  Clothes 


We  indulge  in  absolutely  no  exag- 
geration when  we  say  that  ■  in  these 
lines  you  will  see  clothing  values 
that  have  never  been  excelled  in 
Canada. 

The  smart,  distinctive  styles,  the 
up-to-date  exclusive  materials,  the 
perfect  fit  and  the  splendid  quality 
of  tailoring  shown   in   these  goods, 


can  hardly  fail  to  elicit  your  admira- 
tion— and  your  orders. 

See  them ;  make  a  point  of  it — Sov- 
ereign Brand  and  Sanford  Juvenile 
Clothes  have  a  tremendously  strong 
reputation.  Every  dealer  who  has 
ever  tried  them  has  found  them 
good  and  quick-selling  lines  that  can 
be  relied  upon  for  profits  and  satis- 
faction. 


W.  E.  Sanford   Manufacturing  Co. 

Limited 
HAMILTON  WINNIPEG 


JUVENILE  CLOTHES 
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Strong    and    Weak    Points    in    Clothing  "Ads" 

Two  Samples  of  Prize-Winners  in  Newspaper  Competition  — 
Where  Selling  Idea  is  Combined  with  Pleasing  and  Attractive 
Display. 


TWO  types  of  clothing  advertisments 
are  presented  here  that  were  se- 
cured under  interesting  conditions. 
Some  time  ago  "Printer  and  Publisher" 
arranged  a  Newspaper  Advertisement 
Competition  and  in  order  that  the  judg- 
ing of  the  entries  ought  be  carried  out 
along  uniform  lines,  the  "copy"  for  the 
ads.  was  supplied.  The  one  on  this  page 
was  adjudged  the  best,  and  the  one  on 
the  next  page  was  given  second  place, 
out  of  a  large  number  of  competitors. 

The  first  was  submitted  by  H.  Beattie, 
of  the  Sudbury  "Star,"  and  the  second 
by  J.  W.  Cowan,  with  the  "Saturday 
Sunset"  presses,  Vancouver,  B.C.  In  its 
criticism  of  the  first  prize  "Printer  and 
Publisher'*  said:  "It  will  be  noticed 
that  Mr.  Beattie 's  entry  is  treated  in 
that  forceful,  but  pleasing  style.  A 
notable  feature  of  this  arrangement  is 
the  telling  four-line  bit  of  information 
at  the  start  that  catches  the  eye.  holds 
attention  and  rouses  interest.  Farther 
down  the  price  and  other  important  in- 
formation stands  out  prominently.  The 
arrangement  on  the  whole  is  neat  and 
attractive,  although  it  weakens  in  the 
final  three  lines  with  inconsistent  letter 
spacing,  unnecessary  panels,  and  light- 
faced  type  with  'quotes.'." 

The  second  prize  advertisement  was 
declared  to  show  "unity,  pleasing  form. 
emphasis  of  white  space  surrounding 
matter,  is  well  balanced  and  shows  con- 
sistent harmony  of  type  faces.  Good 
emphasis  is  given  to  three  headings  in 
1,  2,  3  order,  and  secondary  emphasis  to 
three  or  four  subordinate  points.  The 
panel  is  effective  and  emphasizes  one  of 
the  ma  in  points  of  I  he  ad;  erl  isement." 

Too  Close  to  Border. 
Another   prize   winner   was   weakened 
bj    being  sel   close  to  the  border.      It   was 

said  to  ''weaken  the  emphasis  given  by 
white  margin." 

Another  was  " weak  in  the  solid  por 
tiona  which  have  been  set  too  small  Por 

rapid   reading."     This  type  ua-   indented 
but  set    very  small. 

In  it-  Bummarj  of  the  entries  "  Printer 


A  Most  Amazing 
Opportunity  for 
You  to  Secure  a 
Stylish,  Dressy  Suit 


made  lo  measure  from  choice  materials  at  an  exceptionally 
low  price.  In  order  to  have  our  left  over  stock  of  heavy, 
fall  suitings  out  of  the  way  in  time  for  our  winter  goods, 
we  are  offering  you  for  the   next   five  days 


SUITS  TO 
MEASURE 


$12.50 


Considering  the  price  and 
the  quality  of  the  goods  you 
never  saw  such  a  Striking 
offer  as  this  before,  and  the 
o(  it  is  it  means  just 
what  it  says  The  materials 
arc  of  the  best  quality  from 
English,  Si  otch  and  Irish 
weavers 


in  have  the  style  you 
like  best,  whether  its  Amer- 
ican or  English,  and  made 
up  in  that  snappy,  gingery 
manner  which  has  made«our 
clothes  extremely  popular 
with  good  dressers.  Our 
tailoring  is  guaranteed  sat- 
isfactory 


Smith  &   Sons 


1       OPEN   EVENINGS 


Queen's  Road,  Opposite  the  Post  Office 


First  Prize   Clothing  Advertisement. 
and  Publisher"   says:  "There  was  one      type  and  ink.     The  minute  the  ad.-eom- 
poinl   in  ad.  composition  proved  beyond      positor  starts   to  work  on  an  advortise- 


cavil:  to  attain  its  highesl  efficiency  an 
advertisement  must  have  good  advertis- 
ing force  as  well  as  muni  Btyle  of  dis- 
play. 

Ad-Compositor   a   Salesman. 


mentj  thai  minute  he  has  began  his  ap- 
peal to  the  reader  o\'  his  paper  in  favor 
of  the  advertiser's  goods.  Like  the  sales- 
man's Belling  talk,  the  effect  of  the  ad.- 

eomposi tor's  appeal  will  depend  largely 


"The    ad.  compositor    may    he    likened  on    the    points    he    chooses    to    emphasize 

to  a    salesman.      Keally    the   main   differ  mosi   Btrongly,  and  the  manner  in  which 

ence  between  the  two  is  the  medium  with  he  presents  them.     Ever]   line  of  type. 

which    the\     work.      The    salesman    sell.-  every   rule,  each   piece  of  material  plays 

goods  through  the  medium  of  speech  and  its  part  in  the  sum  total  of  the  effect  on 

gesture;      the      ad. -compositor      through  the  reader. 
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MEN'S    WEAR    SECTION 
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WHO  IS  WALKING 
THE  STREETS  ? 

You  will  find  that  it  is  the  untrained 
man  or  woman  who  is  dispensed  with 
when  the  financial  pinch  comes  and 
expenses  must  be  lowered.  It  is  not 
the  clerk  who  has  had  thorough  train- 
ing in 

CARDWRITING 
ADWRITING  or 
SALESMANSHIP 

through  the  mail  courses  of  the  Shaw 
Correspondence  School.  Our  courses 
are  compiled  by  America's  most  prac- 
tical instructors.  They  contain  the 
cream  of  knowledge  gleaned  from 
years  of  practical  experience  of  these 
men  and  others.  Will  you  look  into 
them  and  prepare  to  insure  yourself 
against  joining  the  ranks  of  the  un- 
employed ? 

Fill  in  and  send  the  attached  coupon. 

The 

Shaw  Correspondence 
School,  Toronto 

Cor.  Yonge  and  Gerrard 


FILL  IN  AND 


f                  V 

The    Shaw     ^^ 
School        i 

MAIL  THIS     y                        > 
COUPON  ^Correspondence 
/TO-DAyX   Toronto 

Yonge  and 

\       /      Gerrard  Sts. 

Please   send   full 
particulars   of  the 
course  marked  with 

ImW  CARDWRITING 
l|f  ADWRITING 
x'  ▼  SALESMANSHIP 

Name 

Address 

-i 

It's  the  cloth  in  your  overalls  that  gives  the  wear 

Qtifels  Indigo 
&    Cloth 

Standard  for  over  75  Years 

For  Overalls,  Uniforms, 
Shirts  and  Coats 

I  always 
look  for 
this  trade 
mark  on 
the  back 

of  the 

goods 


as  my  guarantee  against  all  imitations  of  the  Indigo 
Cloth  that  has  held  the  confidence  of  garment  makers 
and  wearers  for  over  75  years ---on  its  unapproach- 
able merit. 

Nothing  can  equal  Stifel  Indigo  Cloth  for  service 
and  satisfaction. 

Insist  upon  Stifel's  Indigo  Cloth — the  world's  standard. 
CLOTH    MANUFACTURED    BY 

J.  L.  STIFEL  &  SONS 

INDIGO  DYERS  and  PRINTERS 


NEW  YORK 
260-262  Church  St. 

TORONTO 
14  Manchester  Bldg. 

MONTREAL 

100  Anderson  St. 

BALTIMORE 
114  W.  Fayette  St. 


SALES  OFFICES 

ST.  LOUIS 

426  Victoria  Bldg. 

PHILADELPHIA 

839  Market  St. 

BOSTON 

68  Chauncy  St. 

CHICAGO 

223  W.  Jackson  Blvd. 

SAN  FRANCISCO 

Postal  Telegraph  Bldg. 


ST.  JOSEPH 
201  Saxton  Bank  Bldg. 

KANSAS  CITY 
205  De  Graw  Bldg. 

ST.  PAUL 
242  Endicott  Bldg. 

WINNIPEG 
400-02  Hammond  Bid* 


Dry  Goods  Review 


MEN'S    WEAK    SECTION 


Some  That  Repelled. 

' 'Among  the  entries  in  the  competi- 
tion are  many  advertisements  arranged  in 
a  pleasing  and  attractive  manner.  Eax 
mony  of  tone  and  shape  is  good,  balance 
well  preserved  and  contrast  in  size  and 
tune  of  type  effectively  utilized.  .  .  . 
Yet  with  all  this  many  of  these  entries 
seem  to  suffer  seriously  from  the  lack  of 
spirit  and  force  and  are  by  no  means 
impressive  from  a  commercial  or  ad- 
vertising point  of  view. 

"In  other  cases,  crude  and  coarse  ar- 
rangement tends  to  repulse  a  reading, 
even  (rhere  the  salient  points  of  the  copj 
have  been  picked  out  and  boldly  empha- 
sized. 

"Others  strike  a  happy  medium  and 
effectively  combine  the  sellinu  idea  with 
a   pleasing   and   attractive   display." 


ACTORS   HELP   TRADE. 

(Continued  from  page  ti'2). 

licient  to  be  taken  into  account  by  the 
most  up-to-date  haberdasher.  I 
young  men,  many  of  them,  keep  in  touch 
with  their  confreres  in  other  college  cen- 
tres and  get  the  latest  ideas  in  clothing 
from  other  cities  and,  of  course,  as  a  re- 
sult demand  of  the  local  clothier  the 
newest  ideas  in  apparel.  This  city,  too, 
is  a  great  theatre  town,  the  attendance 
at  the  theatres  is  very  large  and  at  such 
places  the  latest  things  in  men's  wear 
are  often  worn  on  the  stage,  and  many  a 
young  fellow  sees  something  there  that 
catches  his  fancy  and  he  must  have  the 
same.  You  know  years  ago  we  used  to 
have  a  man  come  in  and  say,  "I  want  a 
sack  coat,"  well  we  gave  him  a  sack,  and 
he  was  satisfied.  Now  in  order  to  satis- 
fy the  public  we  have  to  carry  ten  dif- 
ferent styles  of  coat  and  fifty  kinds  of 
material." 


A  MOST  AMAZING 

OPPORTUNITY 

FOR  YOU  TO  SECURE  A  STYLISH,  DRESSY  SUIT 


made  to  measure  from  choice  materials  at  an 
exceptionally  low  price. 

•j  In  order  lo  have  our  left-over  stock  of  heavy 
fall  suitings  out  of  the  way  in  time  for  our 
wmter  goods  WE  ARE  OFFERING  YOU 
FOR  THE  NEXT  FIVE  DAYS 


SUITS  TO  MEASURE 

$12.50 


•I  Considering  the  price  and  the  quality  of  the 
goods  you  never  saw  such  a  striking  offer  as 
this  before,  and  the  best  of  it  is  it  means  just 
what  it  says. 

<J  Our  tailoring  is  guaranteed  satisfactory. 

^  The  materials  are  of  the  best  quality  from 
English,  Scotch  and  Irish  weavers. 

<J  You  can  have  the  style  you  like  best,  whether 
it's  American  or  English,  and  made  up  in  thai 
snappy,  gingery  manner  which  has  made  our 
clothes  extremely  popular  with  good  dressers. 

SMITH    &    SONS 

QUEEN'S   ROAD  opposite  the  post  orncr 

OPEN   EVENINGS 


SILK  SWEATER  COATS. 

Popular  in  New  York  for  Street  Wear — 
Vivid  Colorings  Order  of  the  Day. 

A  New  York  authority  writes: 
knit  on  loose,  straight  lines, 
which  suggest  rather  than  reveal  the 
figure,  seem  to  have  the  call  with  women. 
Demand  is  good  for  a  sweater  coat  at 
$5.00  and  over,  which  allows  the  manu- 
facturer a  fine  margin  for  the  addition 
of  style  and  quality.  Silk  sweater  coats, 
on  account  of  light  weight  and  small 
bulk,  are  popular  for  general  street  use 
worn  under  jackets  or  coats.  Originally 
imported  from  the  other  side,  these  silk 
coats  are  being  made  in  considerable 
variety  by  domestic  manufacturers. 
With  their  increasing  popularity  among 
those  who  are  able  to  afford  a  higher- 
priced  garment,  there  is  no  reason  why 
a  manufacturer  should  hesitate  to  allow 
his  ingenuity  and  creative  ability  free 
scope,  with  the  surety  of  a  ready  and 
appreciative  market  always  at  his  com- 
mand. 

Very  soft  wool  sweaters  are  being  im- 
ported from  the  other  side,  with  a  plain 
knitting  stitch,  very  long,  coming  well 
down  over  the  hips.  Vivid  colorings  are 
the  order — greens,  orange,  purple,  yel- 
low— with  scarf  and  cap  of  contrasting 
color.  Should  this  vividness  of  coloring 
come  into  vogue  on  this  side,  it  will  do 
much  to  liven  and  warm  up  the  coldest 
Winter  weather. 


-®- 


Ulothing    Vdrertiaement   Winning  Second  Prim 


WOOL  WILL  KEEP  HIGH. 

Production  Falling  Below  Demand,  Says 
French  Knit  Goods  House. 

The  following  statement  has  been  re- 
ceived from  an  important  French  house: 
"We  note  with  satisfaction  that  the 
English  wool  trade  now  looks  on  the 
future  with  more  confidence,  and  that 
they  are  now  operating  more  largely  in 
wool  and  tops.  Here  trade  continues 
good.  No  one  is  unloading  and  prudence 
is  observed  by  all  manufacturers.  It  is 
precisely  this  which  makes  the  strength 
of  the  situation.  Both  manufacturers 
and  merchants  hold  no  speculative  ideas. 
We  may  expect  well-sustained  prices  in 
London,  if  not  some  little  rise.  The 
United  States  continues  to  operate  in 
Europe  in  fabrics  and  wool,  and  tran- 
sactions from  this  source  grow  monthly. 
We  must  accustom  ourselves,  therefore. 
to  higher  values  for  wool  as  well  as 
other  articles.  Wool  holds  an  exceptional 
position,  because  consumption  is  in- 
creasing with  population,  while  produe 
tion  is  undergoing  a  progressive  diminu- 
tion. We  are  not.  therefore,  fright 
by  wool  values.  In  the  future  we  shall 
see  higher  prices." 


70 
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*"■*  o  /O  t~  ^~  /y 


ANTlfRAC 


•*    f0\f*r;K/ 


\^^  C3  L,  L«r  a5^  l^u  ^S 


Only  a  25c.  sale 


but 


hanging  to  that  sale  may  be  a  hundred  dollars'  worth  of  business,  perhaps 
more — you  never  can  tell  when  you  sell  a  25c  collar,  what  it  is  going  to 
bring,  but  if  it  is  a  KantKracK  you  can  be  certain  it  will  give  perfect 
satisfaction  and  with  satisfaction  comes  continued  patronage.  It  is  the 
long-wearing  quality  (the  result  of  the  flexible  lip  and  the  long  slit  ovet 
the   back   buttonhole)    the   natty   style   and   perfect   fit   that  appeals   to   men. 


\ 


Made  in  Canada  in  "One  grade  only  and  that  the  best." 
Sold  direct  to  the  trade  by 


HAMII^rOT* ,  ONTARIO 


i 

i 
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"King  George 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body    and 
Shoulders 

Easily  the   best 
value  in  Canada 

Berlin  Suspender  Co.,  Ltd. 


BERLIN 


ONTARIO 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit, 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading   , 
Wholesale  Dry  Goads  Houses 
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Tango   Tie    Leads   Novelties    for    Easter 

Figure  of  Dancers  Shown  Below  Knot  and  Near  End — Hosts  of 
New  Designs  for  Spring  Opening — All  the  New  (.'olors  Featured 
—Polka  Dots  Return  in  Strength— Social   Lofluencea  on   Men's 
Wear. 


THE  oldest  living  merchant  has  seen 
nothing  like  it — this  flash  of  color 
that  lias  hurst  upon  the  neckwear 
market.  The  ladies  won't  he  in  it  with 
us  on  Easter.  We  can  match  them  in 
every  color-scheme  they  like  to  I*i  i i il: 
out — in  their  wardrobes. 

Is  it  tango,  paddy  green,  mustard,  ma- 
hogany, cerise,  champagne,  indigo  or 
porcelain  blue?   We  have  them  all. 

But  if  by  any  chance  one  has  been 
omitted,  you'll  find  it  in  our  galaxy  of 
shirts.  Probably  honored  with  a  stripe 
an  inch  or  more  across. 

You  have  heard  of  the  tango?  Or 
rather  have  you  heard  of  anything  else? 
A  cartoonist  recently  pictured  mankind 
as  tango-ing,  two  and  two,  down  town  to 
their  work  in  the  morning,  so  as  to  lose 
no  time  from  the  tango,  and  three  couples 
in  a  Canadian  city  tangoed  up  and  down 
a  street  car  at  2  a.m. ! 

Well,  we  stop  the  press  to  announce — 
to  welcome— the  TANGO  TIE.  Spell  it 
in  caps.,  compositor;  shout  it  out  upon 
the  housetops.  "Let  joy  be  unconfined"; 
we  have  the  Tango  Tie  and  we  have, 
likewise,  the  Tango  Shirt. 

Recipe  For  Tango  Tie. 

The  recipe  for  the  Tango  Tie  might 
read  as  follows:  Take  a  plain  cold  silk, 
grey,  navy  blue,  and  so  forth.  Make 
some  whirls  below  the  knot  and  near  the 
end  to  represent  motion.  Inside  set  a 
figure  of  a  man  in  black  and  a  lady  in  a 
fashionable  shade  for  dango  dancing — 
and  you  have  the  tango  tie.  It  is  simply 
an  adaptation  of  those  bizarre  figured 
designs  of  aeroplanes  that  set  Paris  and 
London  by  the  ears — and  eyes — a  few 
months  ago. 

These  "Tango"  ties  have  colleagues 
in  the  "Tango"  shirts,  which  are  de- 
scribed elsewhere  in  this  issue.  The  two 
are  quite  in  the  running  for  Easter. 

As  prophesied  several  months  ago  in 
The  Review,  the  ties  that  held  their 
drawing  powers  chiefly  from  the  pattern, 
stripe,  or  contrasting  color  or  design  at 
the  flowing  ends,  are  weakening.  In  their 
place  are  all-over  effects:  whether  in 
flowered  patterns,  or  conventional  de- 
signs, or  a  succession  of  stripes,  Roman 
or  club,  it  matters  little  which.  Hut  in 
the  great  majority  of  lines  of  ties  the 
all-over  effects  are  manifest. 

Softness,  Not  Loudness  In  Colors. 
To  the  colors  there  is  no  limit.     And 
And  yet,  bright  as  they  arc.  they  do  not 
— except    in    a    few    extreme    cases — ap- 


THIS  IS  "  IT  " 


Tango  tie,  showing  printed  figure 
below  knot  and  at  end,  surrounded 
by  a  "w-hirl. "     Courtesy  of  Brass'. 


proach  the  oppobrium  of  being  "loud." 
There  is  a  certain  softness  about  the 
new  shades  and  an  artistic  arrangement 
of  the  patterns  that  transform  them  into 
things  of  beauty.  There  is  a  lack  of 
erudeness  in  design  that  has  distin- 
guished most  of  the  bright  color  cre- 
ations in  years  past. 

This  favorable  attitude  of  the  public 

may  he,  and  no  doubt  is.  due  to  a  spe- 
cial reason.  The  vests,  as  a  rule,  are 
higher;  the  space  below  the  collar  is 
therefore  smaller,  and  the  portion  of 
the  bright  tie  revealed,  proportionately 

smaller.      So   the   bright    color  display   is 

less  in  degree,  though  not  in  kind.     This 

safety  valve  will   bfl  removed,  of  course. 
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when  the  vest  is  discarded  in  summer 
weather,  and  it  will  be  interesting  to 
note  whether  there  will  be  a  reaction 
against  the  vivid  scarfs.  Chances  art- 
there  will  not,  for  by  then  custom  will 
have  "staled"  their  infinite  (and 
bright  l   colors. 

Polka  Dot  Back  Again. 

There  are  certain  well-defined  ten- 
dencies in  ties.  The  all-over  design  in 
various  lines  has  been  mentioned,  and 
self  colors  in  plain  silks  and  in  brocaded 
satins.  But  our  old  friend  the  polka  dot 
is  back  again,  in  renewed  strength.  In- 
deed one  might  surmise  the  designers 
had  spent  the  intervening  years  of  ab- 
sence in  working  out  a  variety  of  sizes 
for  the  dots  and  colors,  so  many  are  the 
forms  in  which  it  is  turning  up.  It  has 
been  a  favorite  remark  for  years  that  the 
polka  dot  in  navy  blue  and  white  for 
flowing  ends  and  bow  ties  were  "always 
in  good  taste."  But  this  Spring  the  navy 
blue  has  half  a  dozen  or  more  quite  suc- 
cessful rivals. 

Nor  in  this  summary  must  the  knitted 
tie  be  neglected.  More  and  more  it  is 
being  shown  in  the  broader  widths  and 
in  club  stripes  with  pronounced  con- 
trasting colors. 

Chief  Materials. 

Among  the  materials  selling  well  at 
the  present  time  are  pure  silk  repp  and 
foulards,  and  that  popular  line  in 
feminine  fabrics  also,  crepes. 

One  dealer  thus  summed  up  the  color 
situation:  "Ties  will  be  very  gay.  The 
best  sellers  will  be  mustard,  paddy  green, 
burnt  orange,  tango  and  cerise  in  self 
colors  and  combinations.  Black  and 
white  stripes  and  checks  are  also  shown 
in  profusion  with  black  satin  borders." 
Woodbine  stripes  and  mugadores,  he 
said  were  also  strong  and  knitted  ties 
still  held  favor,  particularly  with  con- 
servative men. 

Some  Ties  That  Are  Selling. 

among  the  special  lines  of  ties  that 
are  Belling  may  be  mentioned  the  follow- 
ing: 

The  heavy  club  stripe,  running  on  the 
bias,  a  sample  of  which  was  given  in 
last  month's  Review.  These  come  in 
black  and  white,  blue  and  black,  green 
and  black,  and  some  of  the  brighter 
colors,  in  twos. 

Another  bias  effect  is  in  Roman  stripes 
in  brilliant  combinations  of  three  colors, 
arranged  like  this:  red.  black,  yellow, 
hlack ;  or  yellow,  black,  blue,  black. 
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An  unusual  effect  is  secured  by  a 
broad  stripe  green,  yellow,  blue,  purple, 
etc.,  running  across  the  tie,  and  in  be- 
tween a  series  of  narower  stripes  of 
black  and  white. 

Various  forms  of  shepherd's  check  are 
also  selling  well,  closely  following  the 
popularity  of  this  venerable  combination 
in  suitings. 

Plain  colors  with  a  jacquard  figure. 

Brocades  in  self  colors,  tango,  paddy 
green,  mahogany,  cerise,  mustard,  navy 
blue,  purple,  and  a  few  more. 

Silk  in  self  colors  with  a  broad  satin 
stripe  about  1^4  inches  wide,  running  on 
the  bias. 

In  polkas  the  latest  novelty  is  a  white 
spot  on  a  gold  ground;  and  another  un- 
common one  is  a  gold  ground  with  a 
black  dot.  Green  on  blue  ground  is  an- 
other combination. 

These  dots  are  in  all  sizes  from  the 
smallest  pinhead  to  the  half-inch  in 
diameter  forms.  These  latter  have  at  a 
distance  almost  the  effect  of  a  honey- 
comb pattern.  A  few  ties  are  being 
shown  with  the  polka  dots  growing  larger 
towards  the  bottom  of  the  tie. 

Pinhead  Dot  on  Silk  Bengalines. 

Among  others  selling  well  just  now 
may  be  noted  silk  bengalines  with  a  pin- 
head dot.  These  are  further  distinguished 
by  a  plain  bar  crossing  the  tie  on  the 
bias  and  coming  just  below  the  knot 
when  tied  up.  The  same  idea  is  worked 
out  in  ties  of  a  check  pattern.  This 
makes  a  very  neat  tie  of  a  rather  un- 
usual style. 

In  medium-priced  lines  the  bordered 
ends  and  panel  borders  continue  to  move 
out  well. 

Some  dealers  are  pointing  out  as  one 
of  their  best  sellers  some  very  neat  ties 
of  a  narrow  cut  in  black  material,  re- 
lieved with  a  diamond  spot  of  various 
colors  coming  just  below  the  knot.  Others 
again  following  the  same  idea  have  a 
star-shaped  or  sun-burst  spot  taking  iii« 
place  of  the  diamond. 

A  peculiar  pattern  of  several  colors  in 
what  might  be  called  a  "hit  and  miss" 
weave,  following  no  particular  design. 
It  has  been  stocked  heavily  by  some  deal- 
ers, and  they  report  these  to  be  a  very 
satisfactory  line. 

A  deep  satin  border  also  is  a  feature 
of  many  ties.  Often  this  border  is 
edged  with  Roman  stripes. 

Another  buyer  gave  the  following 
opinion:  "There  appears  to  be  no  doubt 
that  highly  colored  ties  will  be  strong 
for  Easter  trade.  One  reason  is  the  fact 
that  the  vests  buttoning  up  fairly  close 
enable  a  man  to  wear  a  bright  tie  with- 
out feeling  too  conspicuous,  as  the 
amount  of  brilliant  coloring  shown  is 
pleasing  rather  than  startling." 

Foulards  Strong. 
For  later  on   in  the  season  foulards 
will  be  very  strong — stronger  than  for 


Samples  Of  Easter  Ties 


Foulard  silks,  showing  the  all-over  designs.     In  the  second 

and  third  the  well-known  Dresden  pattern  is  worked  in. 

Shown  by  Bilton  Bros.,  Toronto. 


years  in  fact.  These  will  be  made  from 
bandana  handkerchief  squares  in  ancient 
madder  effects,  printed  crepes  and  crepe 
de  chine.  Many  of  these  have  the  wide 
border  of  the  corner  of  the  handkerchief 
retaining  the  effect  of  the  bordered  ends. 

"In  fact,"  as  one  man  said,  "any 
style  is  good  as  long  as  it  makes  a  good 
appearance.  Some  prefer  the  all-over 
effects,  some  prefer  the  spot  and  others 
again  the  Oriental  patterns  or  the  bor- 
dered ends.  Everything  goes,  but  it  is 
necessary  to  have  a  variety." 

One    house    in     showing  •  some    very 
pretty  ties  in  plain  colors  of  Swiss  crepe. 
These,  they  say,  are  selling  very  well. 
Knitted  Ties  in  Better  Lines. 

Knitted  ties  seem  to  be  holding  their 
own  very  well  and  a  dealer  who  has  had 
long  experience  with  knitted  ties  says  he 
believes  that  the  future  for  these  is  ex- 
tremely good,  especially  in  the  higher- 
priced  goods.  One  firm  at  least  has 
bought  more  and  is  selling  more  than 
ever  before  in  their  history.  A  feature 
that  augurs  well  for  the  future  of  the 
knitted  tie  is  that  some  Canadian  manu- 
facturers have  installed  machinery  which 
enables  them  to  put  out  goods  of  the  very 
best  type  and  to  give  Canadian  dealers 
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every  facility.  The  cheap  knitted  tie  is 
becoming  a  thing  of  the  past.  In  the 
better  lines  club  bars  of  about  a  quarter- 
inch  or  wider  are  good  and  also  hori- 
zontal bars  in  two  or  three  colors. 

Here,  as  well  as  in  ties  of  other  ma- 
terial, all  colors  are  good,  quiet  greys 
and  blues  holding  favor,  as  well  as  more 
brilliant  tangoes,  purples,  reds,  etc.  The 
general  opinion  is,  however,  that  the 
brilliant  stuff  will  be  most  in  demand. 
Heavier  linings  are  now  being  used  by 
many  leading  firms  in  order  to  make  a 
larger  knot  to  fit  in  with  the  wider 
collars. 

® 

TANGO  INCREASING   SALES. 

The  craze  for  the  tango  has  become  so 
pronounced  that  it  has  long  passed  on 
from  tea  rooms  holding  afternoon  teas 
to  the  Big  stores.  In  New  York  Wana- 
maker's  arranged  a  program  in  the 
auditorium  of  their  store  in  which  a 
chronological  history  of  the  dance  was 
shown  from  the  old  Grecian  days  to  the 
present.  Gimbel  Bros,  are  holding  a 
daily  exhibition  and  demonstration  of 
the  "latest  dances"  every  afternoon  in 
their  Tea  Room  while  a  shirtwaist 
manufacturer     lifted  the     monotony  of 
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Easter  Ties 

No.  1,  Ombre  crepe  in  Paddy  green, 
purple,  black  and  white.  No.  2,  Pari- 
sian scarf,  with  hand-painted  flowers. 
Courtesy  of  Brass'. 


"Sew,  Sew,  Sew,"  by  installing"  an 
instructress  of  the  giddy  tango  in  their 
establishment  during  the  lunch  hour. 

In  New  York  it  is  reported  that 
several  fashionable  cafes  are  arranging 
to  sell  evening  dress  collars  for  men  in 
their  dressing  rooms, — so  strenuous  is 
the  exercise  that  it  wilts  down  a  collar 
half  way  through  the  evening. 

® 


"CASHING  IN  ON  DANCE 
CRAZE" 

In  an  article  on  "Cashing  in  on  the 
Dance  Craze,"  Men's  Wear,  New  York, 
says: — 

That  old  saying,  "He  who  dances 
must  pay  the  fiddler,"  should  have  an 
addition  tacked  on  the  end  of  it.  It 
should  read,  "He  who  dances  must  not 
only  pay  the  fiddler,  but  he  must  be  a 
pretty  good  patron  of  his  clothier  and 
haberdasher."  If  there  is  one  place 
more  than  any  other  where  a  man  wants 
to  look  and  feel  well  dressed  it  is  on  the 
floor  of  the  ballroom.  He  may  go  to  a 
banquet,  and  if  he  is  particularly  care- 
ful to  keep  in  his  seat  the  other  guests 
need  not  know  and  he  need  not  feel  par- 
ticularly conscious  of  the  fact  thai  the 
tails  of  his  evening  coat  are  cut  on  the 
lines  favored  by  our  best  designers  in 
1907.  Hi'  can  go  to  a  card  party,  and, 
if  careful  to  keep  his  feet  under  the 
table,  no  one  need  know  that  his  even- 
ing pumps  were  purchased  three  seasons 
ago. 

But  when  he  gets  out  in  the  spotlight 
on  the  ballroom  floor  it  is  a  far  different 
matter.  He  does  hnve  something  to  worry 


about  then,  and  the  1907  coat  tails  which 
he  sat  upon  at  the  banquet  and  the  1910 
pumps  which  he  kept  under  the  card 
table  are  very  likely  to  spoil  his  even- 
ing if  he  is  a  sensitive  soul.  Before  he 
goes  to  another  affair  he  visits  his  fav- 
orite men's  apparel  store.  "I  have 
found,"  said  a  live  men's  wear  dealer 
in  the  middle  West,  the  other  day, 
"that  these  tango  parties,  which  are  be- 
coming an  every-night  affair  in  my 
town,  are  boosting  the  sales  of  evening 
clothes  and  evening  dress  accessories. 
.Men  who  have  not  danced  in  years  are 
getting  to  be  fanatics  on  the  subject, 
and  every  day  finds  a  number  of  them  in 
our  store  freshing  up  their  evening 
wardrobe.  It  is  not  only  the  younger 
men,  who  have  always  been  considered 
the  dancing  men  in  past  years,  but  the 
middle-aged  men,  and  even  the  portly 
elderly  chaps  are  taking  it  up." 

Unless  your  town  or  city  is  a  rare  ex- 
ception, the  new  dance  craze  is  gaining 
a  large-sized  foothold  in  the  social  ac- 
tivities of  the  place.  In  nearly  every 
city,  town  or  hamlet  from  New  York  to 
San  Francisco  one  can  find  good-sized 
crowds  dancing  to  the  strains  of  the 
snappy  tango  music  or  the  graceful  hesi- 
tation waltz.  In  a  number  of  places 
they  are  tearing  out  the  seats  in  the 
moving  picture  palaces  and  installing 
ballroom  Boors.  Ice  ami  roller  Bkating 
rinks  are  being  transformed  into  large 

dance  pavilions.  Dancing  teachers  are 
a'_r:iin  in  their  glory,  and  leading  expon- 
ents of  the  art  like  the  Vernon  Castles 
are  becoming  wealthy  and  world  famous. 
There  is  no  time  limit  to  the  uew 
dance;  they  go  on  nearly  all  hours  of 
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the  twenty-four.  Back  in  the  days  of 
the  waltz  and  two-step  we  confined  oui 
terpsichorean  activities  to  the  evening 
hours;  but  now  we  have  the  tango  after- 
noon teas,  the  tango  luncheon  parties, 
and  in  some  places  they  are  said  to  be 
contemplating    tango    breakfasts 

While  the  dance  has  always  retained 
its  hold  in  the  smaller  towns  and  cities, 
it  has  not  in  years,  if  ever,  developed 
into  the  craze  that  is  sweeping  the  coun- 
try to-day. 

Where  It  Affects  the  Apparel  Trade. 
The  progressive  retailer  of  clothing  or 
furnishing  goods  can  make  this  epi- 
demic of  dancing  add  a  considerable 
amount  to  his  sales  and  profits.  He  can 
announce  through  his  newspaper  adver- 
tisements and  display  windows  that  his 
establishment  is  the  proper  place  for  the 
men  to  purchase  their  dancing  equip- 
ment. He  can  install  special  displays 
showing  the  complete  outfits  for  formal 
day  and  formal  evening  wear.  He  can 
make  a  study  of  the  correct  dancing 
dress  for  men,  as  outlined  in  the  Dress 
Ethics  Chart  and  in  special  articles  in 
this  magazine,  and  gain  the  reputation 
of  being  an  expert  on  the  subject  ot 
what  to  wear  and  when  to  wear  it.  That 
reputation  will  pay  handsome  dividends 
in  increased  trade  from  the  men  of  his 
town.  When  it  comes  to  matters  of 
formal     dress,     when    a    man    wants     to 


New  tics  for  Easter  wear,  one 
showing  the  doable  border  of 
Romas  stripes  on  figured  silk  in  a 
variety  of  patterns  and  colors; 
the  others  B  new  shaped  four  in- 
hand  of  silk  reppe  with  white 
corded  effect.  Courtesy  of  Fowktt, 
Singer  Co.,  Limited. 
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If  you  want  a  coat  that  will 
sell  on  sight — show  the  new 
Beaver    Brand    "  Rob-Roy" 


ROB-ROY 


Here  is  a  coat  that  is  fast  making  "Beaver  Brand"  the  talk  of  the 
trade.  It  is  made  along  exceptionally  manly  lines,  heavy  hand-spun 
worsted  yarns  in  massive  ribbed  stitch. 

The  workmanship  of  the  "Rob-Roy,"  as  in  all  Beaver  Brand  knit 
goods,  is  the  finest.     The  finish  and  fit  are  perfect. 

The  "Rob-Roy  "  has  the  heavy  shawl  collar,  which  adjusts  to  fit  high 
around  the  neck,  giving  warmth  and  comfort  in  the  coldest  Winter 
weather. 

Place  your  order  now  for  Fall.    Samples  sent  on  request. 

R.  M.  BALLANTYNE,  LIMITED 

Manufacturers  of  ""Beaver  Brand  Knit  Goods" 
STRATFORD,   ONTARIO 


WE  MAKE  BOTH  STYLES 


Either  revolving  or  straight 
bar  Tie  Stands — as  well  as 
hundreds  of  other  lines  use- 
ful to  the  men's  wear  man  or  the 
dry  goods  merchant. 


Garment  Racks 

Garment  Hangers 

Triplicate  Mirrors 

Metal  display  fix- 
tures inall  finishes 


Wax  Figure 
Forms 

Silent  Salesman 
Cases 

Glass  Shelf  Clips 


WRITE    TO-DAY    FOR    OUR    LARGE 
CATALOGUE 


No.  1130.     Revolving  Tie  Stand 


No.  1056.     Tie  Stand,  price,  each,  $5.50 


CLATWORTHY  &  SON,  Limited,  Toronto 
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WHAT  PARIS  IS   SHOWING  IN   MEN'S  SCARFS 


No.  1.  The  "1914  scarf"  of  fig- 
ured silk,  the  figures  1914  being  in 
satin  effect  on  clouds  oi'  lighter  color. 

No.  2. — Black  silk  ground,  brocaded 
fern  leaves,  veins  and  stems  dotted 
with  light  violet  silk,  outer  lines  of 
leaves  brown  mordore.  Carried  out 
also  in  blue  and  Havana,  and  green 
and  dark  prune. 


No.  '■>.  Spiral  effect,  figured  on 
Mack  background.  Design  is  brought 
out  in  somewhat  lively  shades,  red  or 
green,  or  gold,  mauve,  etc..  and  is 
accentuated  by  black  threads 

No.  4. — Japanese  design,  ilamingo 
sitting  on  bush  with  broad  leaves. 
This    "motif"    repeated    in    different 


directions.  The  shades  are  purple, 
wine  color,  green.  Havana,  etc.,  on 
black  background. 

No.  5. — All-over  floral  design  of 
brocaded  roses,  made  in  light  shades, 
salmon,  light  mauve,  light  garnet 
pink,  etc.  Courtesy  of  "Men's 
Wear,"  New  York. 


TANGO   INCREASING    SALES. 

(Continued  from  page  74.) 
be  positively  sure  he  is  right  in   every 
detail  of  his  garb,  he  will  take  his  pat- 
ronage to  a  man  he  knows  can  give  him 
the  proper  advice. 
More  Shirts  and  Collars  Will  Be  Sold. 

The  shirts  and  collar  end  of  the  busi- 
ness will  reap  an  added  harvest  from  the 
dance  craze.  More  men  are  going  to  buy 
evening  shirts,  and,  as  for  collars,  there 
is  no  greater  booster  of  collar  sales  out- 
side of  a  Chinese  laundry  than  a  fat 
man  at  a  dance;  in  fact,  nearly  any  man, 
no  matter  what  his  weight  may  lie,  will 
wilt  down  several  collars  during  an  ac- 
tive evening  on  the  ballroom  floor. 

One  authority  in  the  trade  believes 
that  the  "craze  de  dance"  is  going  to  be 
a  big  factor  in  reviving  soft  collars  dur- 
ing the  coming  summer.  Pie  believes  that 
for  the  informal  dances  at  the  summer 
resorts  and  summer  homes  silk  or  mohair 
suits,  negligee  shirts  and  soft  collars 
will  be  worn  by  a  great  many  men. 

Without  question  the  awakened  in- 
terest in  the  dance  will  help  the  sales  of 
silk  hoisery  and  the  tango  slipper  with 
rubber  insertion  in  the  soles.  It  may 
be  an  aid  to  the  sale  of  athletic  under- 
wear in  the  winter  time.  One  man  stat- 
ed the  other  day,  "Whenever  I  attend 
a  tango  party  I  lay  aside  my  full-length 
underwear  and  get  into  one  of  the  ath- 
letic knee-length  suits.  I  find  them  very 
more  comfortable  than  the  regula- 
tion win!'  at."  Another  man 
in  the  trade  suggested  thai  the  combina- 
tion outer  shirt  and  knee-length  drawers 
made   an    excellent    garment    Cor   dance 

birt     Was    held    securely    in 

place  and  could  not   work  up  from  the 

Opinions  of  the  Retail  Trade. 
\    number  of  men's  wear  dealers   in 


the  Chicago  market  stated  that  there 
was  no  doubt  in  their  estimation  but 
that  the  dance  fad  had  been  stimulating 
business  in  many  ways.  Clothiers  say  it 
has  brought  an  increased  demand  for  the 
Tuxedo,  or  evening  jacket,  as  well  as  the 
full  dress  suits.  It  seems  that  at  many 
of  the  Chicago  tango  parties  one  notices 
more  of  the  evening  jackets  than  full 
evening  dress.  It  depends  largely  on  the 
occasion  and  place.  Many  of  them  are 
formal,  while  others  are  what  one  well- 
known  furnisher  and  club  member  term- 
ed informally  formal.  This  furnisher 
related  an  incident  which  took  place  in 
his  store.  He  was  recently  asked  the 
question  by  a  prospective  customer, 
"What  is  the  proper  shirt  to  wear  with 
a  dress  suit  at  a  dancing  party?"  He 
answered  by  showing  the  man  a  line  of 
white  stiff-front  full  dress  shirts.  These, 
he  said,  were  the  proper  thing,  a  fact 
upon  which  he  thought  there  could  be  no 
doubt,  yet  the  prospective  customer 
walked  out.  saying  he  had  several  of 
that  kind.  The  furnisher,  after  another 
similar  experience,  gave  instructions  to 
his  salesmen  to  say  in  such  cases. 
"These  (referring  to  the  regulation  full 
dress  shirt)  are  the  proper  things,  but 
many  of  these  (referring  to  the  pleated- 
front  shirt)  are  being  worn."  The  re- 
sult was  that  many  more  of  the  finel\ 
pleated  and  tucked  bosom  shirts  were 
Bold. 

"Even  i  lough  we  are  selling  many 
of  these  finely  tucked  shirts  for  evening 
wear."    9aid    this    furnisher,    "it    is    not 

probable  that  such  a  shirt  will  be  worn 
at  a  bI rictlj  formal  affair,  nor.  o 

the  Tuxedo  be  worn  on  su< 

ID    is    noted    in    regard 

to  evening  dr<  Iry,  and  neckwear 

has  also  felt  the  effects  of  the  den 


"The  number  of  these  tango  parties," 
said  another  dealer,  "has  brought  out 
many  a  dress  suit  and  Tuxedo  which 
•may  have  been  unused  for  some  time. 
Finding  that  the  garments  are  not  ex- 
actly in  style  many  owners  have  been 
impelled  to  buy  new  ones." 

Demand  for  Soft  Shirts. 

"One  of  the  most  significant  effect* 
that  this  dance  craze  has  had  on  men's 
wearing  apparel,"  declared  a  buyer  for 
a  big  string  of  men's  furnishing  stores 
in  New  York,  "is  the  development  of  a 
remarkable  demand  for  soft-bosom  dress 
shirts.  We  sell  hundreds  of  dozen  of 
dress  shirts,  and  I  believe  I  can  truth- 
fully say  that  during  the  past  few 
months  we  have  sold  a  dozen  soft-bosom 
shirts  to  every  one  stiff-bosom  shirt  for 
evening  dress  wear.  Personally,  I  feel 
that  for  any  kind  of  formal  evening  af- 
fair the  absolutely  proper  shirt  to  wear 
e  stiff  bosom,  even  though  it  be  a 
fancy  figure,  but  that  is  evidently  not 
the  prevailing  opinion  to-day.  because 
almost  every  man,  both  young  and  old, 
seems  to  prefer  the  soft  pleated-bosom 
shirts,  and  I  think  it  may  all  be  attri- 
buted to  this  dame  craze  that  is  sweep- 
ing over  the  land  and  sea. 

"I  attended  the  annual  dinner  of  the 
Southern  Society  at  the  Waldorf-Astoria 
ther  evening.  This  is  an  exclusive 
Bociety,  composed  of  prominent  south- 
erners in  New  York  City — men  prom- 
inent, both  socially  and  commercial 
and  it  was  the  nicest  dressed  and  linest- 
looking  assembly  1  ever  saw.  There  wen 
1.100  members  and  guests  present  at  the 
dinner,   and    I   believe  <iderably 

half  of  the   men    were   woar- 

r  evening 

There  was  dancing,  of  « 
this  ma\  muted  for  tin 
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The  New 

American- English 

Coat  Form 


This  coat  form  gives  the 
proper  set  to  the  garment  dis- 
played. Has  the  round,  narrow 
shoulder.  Makes  the  collar 
stand  up  without  bulging  or 
straining  and  the  front  to  hang 
right  either  buttoned  or  un- 
buttoned. Is  adjustable  to  any 
desired  height. 

PRICE. 

E,  as  cut   $  5.00 

round  base  in  bla<k  Japan 4.50 

round  base  in  oxidized  copper..     6.00 

Form   (Japanned)    3.00 

Form   (Ox.  Copper)    4.00 

6  A.  Coat  Form  (any  plating) 
with  oak  stand  and  revolving  motor, 
with      heavy      steel      springs,      as 

used    by    "New    York    Tailors'* 30.00 

(Revolves  12  hours  without  winding.) 
Form  Booklet  sent  ou  request. 

A.  S.  Richardson 


&  Co. 

99-101  Ontario  St. 
TORONTO 


The  first  manufacturer  of    Wax  Figures,  Forms  and  Display 
Fixtures  in  Canada. 


Duck  Trousers — 

$9.00,    $10.50, 

$12.00,  $15.00 

Duck  Coats — 

$9.00,  $11.50, 

$12.75,    $13.50 

As  Illustration — 

$11.50.   $12.75, 
$13.50. 

Duck  Vests — 

$9.00,   $11.25, 
$12.00,  $12.75,   $13.50. 
Aprons— Carpenters'— 

$2.25,  $2.50. 
Aprons—  Butchers'— 
$2.50,  $2.75, 

$3.00,  $3.50 

Haugh  Brand  garments,   in  dust- 
proof  packages. 

Ask  for  samples  of  your  require- 
ments or  let  us  send  you  Catalogue. 

Defiance  Mfg.  Co.,  Ltd. 


College   &  Bat  hurst  Streets 
TORONTO 


I® 


Dr.Neffsw^Underwear 


made 
with  the 
perfect- 
fitting 
one-piece 
closed 
crotch 


This  feature 
alone  makes 
Dr.  Neff's 
combina- 
tions the 
most  com- 
fortable on 
the    market. 


Dr.  Neff's 
underwear  is 
made  of  a 
soft  non-irri- 
tating wool 
fabric  —  per- 
fect in  fit, 
close-fitting, 
but  not 
binding. 


We  are  exclusive  makers  of  this  famous  underwear  for 
Canada.  Our  1914  samples  should  be  of  interest  to 
you  and  will  be  sent  upon  request.  Write  direct  or  to 
our  nearest  agent. 

Samples  for  Fall  sent  on  request. 

Thos.   Waterhouse 
&  Co.,  Limited 


INGERSOLL, 


ONTARIO 


Mr.  W.  R.  Mosey,  Toronto,  agent  for  Ontario; 
J.  W.  Peck  &  Co.,  Winnipeg,  agents  for  Mani- 
toba, Saskatchewan  and  Alberta;  (Jartn-au 
Limited,  Quebec,  agents  for  Quebec  and  Mari- 
time Provinces  ;  J.  W.  Peck  &  Co.,  Vancouver, 
agents   for  British   Columbia  and   Yukon. 
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TANGO   INCREASING   SALES. 

(Continued  from  page  76.) 

tonishing  number  of  soft-bosom  shirts 
that  the  men  wore,  for  I  think  the  tango 
and  its  variations  must  be  held  respon- 
sible for  the  wonderful  popularity  of 
this  style  of  shirt  at  the  present  time." 
The  manager  of  one  of  the  stores  op- 
erated by  another  prominent  and  high- 
class  retail  clothing  and  furnishing 
goods  concern  in  the  metropolis  declared 
that,  in  the  absence  of  any  definite 
figures,  he  believes  they  sell  almost 
twenty  times  as  many  soft-bosom  shirts 
as  they  do  stiff-bosom  shirts  for  dress 
wear.  "Only  the  most  conservative 
dressers  and  the  older  men  buy  stiff- 
bosom  shirts  now,"  he  said,  "and  we 
seldom  have  a  demand  for  anything  but 
the  soft-bosom  styles.  Business  in  our 
evening  dress  department  has  been  very 
good  this  season,  dress  suits,  shirts,  col- 
lars and  ties,  silk  hats  and  accessories 
all  having  sold  very  well." 

Interferes  With  Business. 
There  is  another  phase  of  this  dancing 
craze  which  this  manager  pointed  out  is 
having  an  evil  rather  than  a  good  effect 
on  business.  He  claimed  it  is  causing 
young  men  in  various  lines  of  business 
to  neglect  their  work.     Salesmen,  clerks 


and  young  men  in  other  vocations,  so 
the  report  goes,  are  being  paid  to  attend 
the  afternoon  teas  in  the  big  hotels  and 
cafes  and  dance  with  the  women  there, 
the  attraction  for  them  being  twofold — 
the  pleasure  they  get  out  of  dancing  and 
the  financial  compensation  they  are 
given.  This  manager  said  that  he  had 
had  no  such  experiences  with  salesmen 
and  clerks  in  his  store,  hut  that  he  had 
heard  of  cases  where  employees  got  down 
to  business  very  late  in  the  morning, 
and  the  cause  was  found  to  be  late  danc- 
ing the  night  before.  In  New  York  City 
especially,  and  perhaps  elsewhere,  too, 
there  are  many  young  men  and  women 
who  have  developed  a  craving  for  the 
modern  dances  and  who  spend  every 
minute  they  possibly  can  in  the  dance 
halls  of  the  hotels  and  cafes,  and  here 
it  becomes  a  moral  as  well  as  a  com- 
mercial   question. 

@  — 

BIB  OVERALLS  IN  WEST. 

Winnipeg,  March  18. — (Special.) — 
Western  farmers  are  wearing  bib  over- 
alls, formerly  made  specially  for  en- 
gineers. This  change  has  taken  place 
within  the  past  few  years.  It  was 
formerly  customary  to  make  denim 
overalls,  of  grey  and  blue,  but  now  most 


of  the  overalls  going  West  are  made  of 
indigo  blue.  They  have  found  the  en- 
gineers' overalls  roomier,  durable,  and 
yet  they  are  more  expensive.  They  are 
utilizing  the  bib  as  a  protection  for  the 
shirt. 


ADVANCES  IN  UNDERWEAR. 

An  advance  of  from  5  to  12y3  cents  is 
reported  in  most  Spring  lines  over  that 
quoted  in  June,  according  to  New  York 
advices.  A  portion  of  the  Fall  duplica- 
tion of  these  lines  was  booked  at  an  ad- 
vance over  the  opening  figures.  This  is 
a  legitimate  raise,  in  view  of  yarn  prices, 
and  not  much  further  chance  of  revision 
is  entertained  by  agents.  Deliveries  of 
Spring  lines  have  been  hastened  by  some 
concerns,  probably  to  insure  a  proper  de- 
livery, in  most  instances,  as  mills  have 
been  extremely  slow  of  late  years  in  fol- 
lowing out  instructions  for  Spring  ship- 
ment. 

— -3 — 

Knowledge   is   the    gradual    discovery 

that  you  possess  precious  little. 

•     *     • 

Clothes  might  not  make  the  man  but 
they  very  often  make  the  opportunity 
that  makes  the  man. 


EVERY  RETAILER 

In  Saskatchewan 

should  attend  the  Annual  Convention  of  the  Saskatche- 
wan Branch  of  the  Ketail  Merchants'  Association  of 
Canada,   Inc.,  to  be   held   in 

MOOSE  JAW,  MARCH  23,  24,  25 

Keep  the  dates  open,  and  make  it  a  point  to  be 
present. 

There  are  1,200  Retail  Merchants  in  this  Province 
working  in  co-operation  for  the  good  of  the  Retail 
Trade.     Help    swell   the   number. 

Convention  rates  over  all  lines,  and  a  hearty  invita- 
tion  from   the   City   of   MOOSE   JAW. 

Remember  the  dates— March  23,  24,  25. 

Let  us  work  in  unity,  for  in  co-operation  lies  our 
strength. 

For  further  particulars  apply  Mr.  F.  E.  Paymond, 
Secretary,  Saskatchewan  Provincial  Board,  Box  475, 
Saskatoon. 


Lion  Brand  Clothes 

the   Boys     Favorite 

are  an  important  factor 
in  the  building  of  your 
business  that  should 
not  be  overlooked. 
Lion  Brand  clothes  are 
in  great  demand  among 
the  well-dressed  youths 
for  the  reason  that 
they  are  in  perfect 
harmony  with  his  ideas 
of  what  snappy,  cor- 
rectly finished  clothes 
should  be. 

Get  the  exclusive  boys' 
trade  of  your  town  by 
stoclking  this  popular 
line. 

Write  for  catalogue 
to-day. 

The  Jackson  Mfg.  Company 

CLINTON,  ONT. 

Factories  at  : —  Clinton,   Goderich,   Exeter,    Zurich 
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Tango  Shirts  and  Fine  Pink  Lines  For  Easter 

Cross-Stripes  on  Pleated  Shirts — Jacquard  Allover  Design  With 
Soft-Colored  Stripes  Latest  Novelty  in  from  Paris — What  Stores 
Are  Showing. 


ENTER  the  Tango  Shirt,  arm  in  arm 
with  the  Tango  Tie.  This  Easter 
creation  has  been  pleased  to  adopt 
the  pleated  shirt  for  its  display  of 
bright  colorings  and  marches  boldly 
across  it,  instead  of  in  the  customary 
"up  and  down"  fashion.  These  cross 
stripes  in  tan-jo  or  tan  colors  give  the 
name  "Tango  Shirt"  to  the  goods  they 
ornament,  but  many  dealers  are  using 
the  term  indiscriminately  to  apply  to 
all  shirts  with  cross  stripes  and  pleats. 
These  appeared  from  New  York  the  first 
few  days  in  March  and  made  a  hit  at 
once.  Indeed,  the  public  appear  to  be 
ready  for  any  novelty  that  is  offering, 
and  do  not  want  it  unless  it  is  a  novelty. 
One  of  the  most  popular  of  the  cross- 
stripe  patterns  comes  in  navy  blue.  It 
is  an  odd  fact  that  late  last  Fall  a  ('arm 
dian  retailer  brought  in  a  shipment  of 
these  cross-stripe  shirts,  showed  them  a 
day  or  two,  and  then  gave  it  up.  Evi- 
dently he  did  not  strike  the  "psycholog- 
ical moment."  At  the  time  of  writing 
he  is  featuring  them  again  rather  cau- 
tiously. 

Broad  Colored  Stripes. 

The  deep  colored  stripe  is  undoubtedly 
one  of  the  features  of  the  Easter  show- 
ings, one  that  was  hardly  anticipated  by 
the  manufacturers  in  their  offerings  last 
Fall.  But  along  with  this  general 
fashion,  is  a  distinct  revival  of  pink- 
shirtings.  These,  so  far,  are  shown 
mainly  in  the  more  expensive  lines,  such 
as  silk  crepe  de  chine,  and  the  bulk  of 
business  reported  is  of  the  made-to- 
order  type.  Several  exclusive  men 's 
wear  stores  report  a  very  brisk  demand 
for  the  goods  they  are  showing  in  this 
line.  There  is  surely  a  reason  for  this 
favorite  feeling;  the  samples,  so  far 
Prom  being  '"loud."  are  among  the 
most  tasty,  indeed  beautiful,  that  have 
come  on  the  market  in  years,  in  this  or 
any  other  shade.  It  is  usually  of  a  deli- 
cate, soft  coloring,  and  the  pink  gener- 
ally is  the  main  feature,  with  perhaps  a 
broad  stripe  of  white  silk  running  up 
and  down  at  long  intervals.  Of  course, 
pink  is  a  difficult  color  to  lind  a  match 
for  in  cravats,  hut  here  is  where  the 
popularity  of  black,  in  men's  as  in 
women's  goods,  conies  in. 

Beautiful    Pink    Lines. 

These  [link  linos  are  made   in  Bilk   and 

wool,  Bofl  crepes,  including  grenadines, 
and  tine  quality  "I'  taffeta.  In  the 
grenadines,  red  bI  ripes  arc  b<  ing  -how  n 

as  well  afl  the  pink,  hut  the  latter  are  in 

demand. 


SAMPLES  OF  SPRING   SHIRTINGS 


These  samples  of  Oxford  shirtings  include  Farley  cord  with  shadow  stripes 
of  reddish  brown  and  blue,  and  Russian   cord   with   stripes   of   taupe 
grey  and  pink  spot,  and  blue  with  orange  spot,  and  strip' 
two-shade  tans.    Courtesy  of  R.  .1.  Hunter  &  Co..  Toronto. 


In  silk  twill  some  very  neat  patterns 
are  seen  in  the  softer  shades,  purple, 
pink,  etc.  Indeed  in  the  finer  goods  the 
tendency  is  all  the  soft  colors,  with  very 
hroad  stripes. 

One  of  the  latest  novelties  in  the  finer 
lines,  a  direct  Paris  importation  shown 
The  Review,  was  a  beautiful  lie/lit  weight 
silk  in  an  elaborate  Jacquard,  all-over 
pattern  and  stripes  combined  in  delicate 
shades.  A  letter  from  Paris  describes 
this  as  the  latest  thing  over  there,  and 
Canadian  up-to-dateness  thus  has  re- 
ceived a  striking  testimonial 

Among  shirtings  generally  mauves, 
blacks,  bines  and  tans  in  heavy  stripes 
seem  to  he  the  best  sellers. 

French  Soft  Double  Cuffs 

Everywhere  are  to  be  seen  the  French 
soft  double  cuffs,  and  the)  promise  to  he 
bigger  favorites  this  Summer  than  on 
their  real  debut  last  year.  A>  lor  col- 
lars, there  is  not  the  same  demand  for 
oft  one-,  (o  match  the  shirting.  They 
aii>  made  up  in  many  lines  of  shirts, 
but   where  they  are  absent,  little  effect  is 

observable  on  sales     An  early  prophecy 

of  a  different  patterned  collar  from  the 
shirting,  which  was  introduced  in  Eng- 
land, so  far  lias  received  no  support  in 
this  count  ry. 

ill   course,  with  the  silk  shirts  the  soft 
Ml 


French  cuffs  are  almost  the  inevitable 
accompaniment. 

There  is  a  peculiar  looking  shirt  being 
shown  at  one  or  two  places,  a  pleated 
white  linen,  with  cross-stripes  of  black. 
The  effect  is  almost  cold,  and  not  as 
alluring  as  the  softer  color  shades  in  the 
"tango"   and   others  mentioned   before. 

Russian  cords  also  seem  to  be  taking 
bold  well  among  the  new  Spring  shirt- 
ings  on  display.  In  some  of  these  ma- 
terial- the  cords  are  about  two  inches 
apart,  raised  noticeably  from  the  sur- 
face of  the  goods,  These  make  up  well 
in  the  coat  style  with  the  French  cuffs 
and  are  made  up  frequently  with  the 
stripes  running  crosswise  or  on  a  her- 
ringbone  style. 

Pure  wool  taffeta  shirtings  are  also 
finding  a  good  place  for  themselves. 

Extra  pair  of  cuffs. 

•  hie  large  firm  is  making  a  praeti 
giving  an   extra   pair  of  cutis   with   each 
made-to-order     shirt.       These     cuffs  arv 
ready    to   stitch   on    when    the   first    cuffs 

become  worn  out. 

Long  Point  and  Cutaway  Collars. 
In  collars  the  long  point   and  the  cut- 
away seem  to  be  as  popular  as  any  and 
BOme    declare   that    low    cutaway    collars 
will  be  the  Leading  style  soon.    Tl 
only  a  matter  of  opinion,  however. 


MEN'S    WEAR    SECTION  Dry  Goods  Review 


"The  Selling  Power  of  the  Dealer" 

In  the  year  1910  one  of  our  trade  papers  brought  out  its  Fall 
number  with  the  above  headline  as  a  slogan.  It  proved  conclusively 
that  the  dealer,  the  retailer,  is  the  strongest  factor  in  the  chain  of 
distribution  and  that  a  manufacturer  who  ignored  him  was  working 
at  cross-purposes  in  his  sales  plan. 

This  was  merely  emphasizing  the  principle  upon  which  the 
MacLean  Trade  Papers  have  always  sought  advertising  from  manu- 
facturers and  jobbers  in  opposition  to  the  illogical  claims  of  many 
consumer  mediums  and  ill-informed  agencies  that  "y°u  could  adver- 
tise to  the  consumer  and  compel  the  dealer  to  handle  your  goods." 

It  was  thought  that  this  silly  theory  was  buried  beyond  recognition,  but  it  has  re- 
cently been  revived,  thinly  disguised  by  some  of  the  metropolitan  dailies,  who  would  have 
one  believe  the  retail  merchants  of  Canada  were  but  a  series  of  automatic  slot  machines 
to  be  played  upon  by  consumer-hypnotizing  and  dealer-compelling  advertisements  in 
the  aforesaid  metropolitan  dailies. 

Printers'  Ink,  the  well-known  advertising  authority,  pricks  this  fragile  bubble  with 
a  serious  article  in  a  recent  issue  entitled  "An  Investigator's  Experience  Among  Retail 
Dealers,"  which  every  advertiser,  national  or  local,  should  read. 

One  paragraph  quoted  will  suffice  to  show  the  scientific  accuracy  with  which  the 
investigator,  Geo.  L.  Lewis,  entered  upon  his  work  and  will  appeal  as  true  to  life  to 
every  reader  who  has  not  been  inoculated  with  the  coercion  germ. 

We  quote: 

I  kept  accurate  statistics  of  L;>w  the  consumers  inquired  for  the 
goods  they  Avanted.  My  records  showed  that  ninety-seven  per  cent, 
framed  their  first  query:  "Have  you  got  so-and-so?"  and  only  three 
per  cent.  "I  want  so-and-so."  Ninety-seven  per  cent. — think  this  over 
carefully — came  to  their  dealer  in  a  question  mark  attitude,  awaiting 
his  comments,  his  suggestions,  and  his  final  selling  climax.  Three  per 
cent,  only  came  resolutely  to  get  just  the  article  they  had  named.  The 
ninety-seven  per  cent.,  an  overwhelming  majority,  proves  to  me  that  the 
dealer  is  the  court  of  the  last  resort.  The  "desire"  and  "created 
demand"  are  but  the  first  elementary  step  in  the  buying.  THE  REAL 
SELLING  FORCE  TS  THE  ACTTON  OF  THE  DEALER  IN  INTIMATE 
CONTACT  WITH  THE  PROSPECTIVE  BUYER. 

Every  sales  manager  should  have  the  words  of  that  last  sentence  printed  in  gold  and 
hung  over  his  desk  where  he  could  see  it  every  day.  It  would  save  much  misdirected 
energy,  wasted  money  and  disappointed  hopes. 

The  advertisers  in  The  Dry  Goods  Review  work  with  the  dealei,  not  against  him. 
Their  motto  is  co-operation,  not  coercion. 

Drop  us  a  line  and  have  one  of  our  representatives  call  and  talk  over  our  co-operation 
plan.    It  will  place  you  under  no  obligation,  and  is  certain  to  tend  to  your  benefit. 


The  Dry  Goods  Review 

Publication  Office,   143  University  Ave.,  Toronto 
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Playing  up  "Tango"  Ties,  Shirts,  Collars 

and  Gloves 


i 


-2 


This  window  trim,  which  caughl  the  eyes  of 
as  one  of  the  brightesl  selling  propositions  this  si 
Opening"  of  Brass',  and  abounded  in  novelties 
sections,  and  each  was  devoted  to  a  particular  li 
lion.    The  "Tango"  Tic.  as  illustrated  elsewhere, 
the  "Tango"  Shirts,  shown  in  a  separate  cut  on 
or  rather  Jacquard  pattern  effect,  was  in  the  foreg 
stitching  on  the  back.    The  firm  advertised  in  a 
men  in  the  store  to  illustrate  the  different  mater 
a  store  decorated  with  bright  Spring  flowers,  mad 
mosl  successful  sale  was  the  result.    The  show  ca 
appropriate.    This  clever  trim  was  the  work  of  C. 


thousands  earl;  in  March,  was  regarded  generally 
ore  has  ever  turned  out.  It  marked  the  "Spring 
in  men's  wear.  The  window  i-  divided  into  three 
ne  of  goods,  skilfully  arranged  to  attract  atten- 

was  prominent  in  the  centre.  Farther  up  were 
the  opposite  page.  The  "Tango"  Collar,  a  Madras 
round,  and  "Tango"  Gloves  chamois  with  black 
five-column  space,  as  shown  here  also,  and  hnd 
ials  shown  in  the  window.  These  features  with 
e  an  effective  handling  ^(  Spring  novelties,  and  a 
rds.  white  lettering  on  a  dark  ground,  were  quite 

C.  Caldwell. 


A  Snappy  Window  Trim  For  Busy 

Thoroughfare 
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THE  "TOWEL"  SHIRT  AND  THE  "TANGO." 

On  left:  "Towel"  shirt  with  blue  stripes  on  pleated  bosom.     Note 

broad  blue  band  on  cuffs.     On  right:   "Tango"  shirt,  with 

mauve   stripes   across   pleats.     Shown   by   Brass'. 


"Well,"  the  office  boy  stammered, 
"I  sold  Mr.  Flanders  a  machine." 

"You  what?" 

"I  sold  him  a  $300  machine  and  he 
paid   cash   down   for   it." 

The  startled  salesman  showed  his  ap- 
preciation by  raising  the  office  boy's 
salary  from  $5  to  $7  a  week.  Just  thir- 
teen years  later  the  office  boy — whose 
name  is  Hugh  Chalmers  —  was  vice- 
president  and  general  manager  of  the 
whole  cash-register  business  and  his 
salary  was  $72,000  a  year.  To-day  he 
is  the  head  and  majority  owner  of  one 
of  the  half-dozen  largest  automobile  fac- 
tories in  the  country,  which  this  year 
will  do  a  business  of  $12,000,000. 

He  is  still  rather  small,  thin,  quiet 
and  smiling,  with  the  same  eager,  ques- 
tioning look  in  a  pair  of  brown  eyes 
that  have  never  grown  in  the  least  tired. 
Also  he  is  still  on  the  smiling  side  of 
forty  years. 


BOSTON'S   SHOPLIFTING  LOSS. 

Shoplifting  costs  each  of  the  larger 
department  stores  of  Boston  an  average 
of  $50,000  a  year,  District  Attorney 
Joseph  C.  Pelletier  told  the  Twentieth 
Century  Club  recently.  He  added  that 
the  owner  of  one  of  these  establish- 
ments had  offered  that  sum  for  guar- 
anteed protection  from  the  loss. 


THE  SUCCESSFUL   SALESMAN. 
By  Henry  M.  Hyde. 

On  day  in  the  late  'SO's  a  man  who 
was  selling  cash-registers  in  an  Ohio 
territory  hired  a  new  office  boy.  He  was 
a  small,  thin,  quiet  little  boy  with  a  pair 
of  big  brown  eyes.  At  first  glance  one 
was  reminded  of  a  scared  white  rabbit. 
But  presently  the  boy  smiled  and  the 
smile  somehow  made  it  clear  that  the 
boy  wasn't  scared  at  all,  but  was  simp- 
ly very  curious  and  very  anxious  to  find 
out  about  things.  After  he  had  been  on 
the  job  with  eyes  and  ears  both  wide 
open  for  about  six  months,  the  boss 
went  out  on  the  road  one  Monday  morn- 
ing, leaving  the  boy  alone  in  the  office 
to  answer  telephone  calls  and  forward 
the  mail. 

On  the  following  Saturday  the  sales- 
man got  back  liome.  "Well,  Hugh,"  he 
asked,  "did  you   have  any  callers?" 

"Mr.  Flanders  called  yesterday  after- 
noon." 

The  salesman  ripped  out  an  oath, 
"I've  been  trying  to  get  that  old  stiff 
to  call  at  the  office  for  a  year,"  he 
snapped.  "And  now  I've  lost  a  chance 
to  sell  him  a  machine.  Well,  anyhow," 
the  salesman  consoled  himself,  "he's  a 
pretty  cheap  man.  He  wouldn't  have 
bought  anything  but  the  cheapest  and 
he'd  have  stuck  out  for  an  extra  ten 
off." 


Tango  Display 


BRASS' 

Grand  Spring  Opening  and  Men's  Style 
Show— Featuring  Tango  Shirts— The  Tango 
Tie— Tango  Collars— Tango  Gloves,  etc.,  for 
Smart  Dressers. 

Don't  fail  to  see  our  Tango  window. 
Come  Saturday  and  have,  a  glimpse  of 
what  Paris  and  New  York  favor  for  Spring. 


Tango  Ties 

75c 


Tango  Shirts 

$2.50 


Tango  Gloves 

ititchitvv  (washable^     Special 

$1.50 


Tango  Collars 

20c each 


Special 
Attraction 

See  the  Men  Models 
wearing  t!ie 

LATEST 
CREATIONS 

Will  be  well  demon- 
strated between  the 
hours  of  12  noon  to  2 
p.m.,  3  p.m.  to  4 
p.m.,  and  8  to  9 
p.m.  Saturday. 


BRASS— Sets  jk  Pace 

ORIGINATOR  OF  STYLES  N~OT 
FOLLOWER    OF    FASHION. 

148  Yonge  Street 
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MENS    WEAK    SKCTION 


How  British  M.P.'s  Dress 

Morning  Coat  Still  Worn  by  a  Large  Portion — 
Smart  Touch  From  Breast  Pocket  With  Edge  of 
Eandkerhief  Visible — A  grey  Lounge  Suit — 
Cuffs,  too,  on  Trousers — Men's  Fashions  at 
Westminster. 


THE  editor  of  the  "Tailor  and 
Cutter,"  writing  in  the  "Daily 
Chronicle,"  London,  gives  his  im- 
pressions of  tlif  garments  worn  by  mem- 
of  the  House  of  Commons. 

It  was  a  raw,  damp  day,  he  says,  when 
I  paid  my  visit  to  St.  Stephen's  in  order 
to  take  my  notes  for  the  purpose  of 
writing  this  article. 

A  drizzling  rain  had  succeeded  a 
bright  frosty  morning,  and  the  touch  of 
spring  which  had  given  promise  of 
flowers  and  sunshine  had  vanished  from 
the  air,  so  that  there  was  little  tempta- 
tion to  don  anything  approaching  Sum- 
mer garb,  and  as  there  was  nothing  of 
a  very  special  nature  before  the  House, 
it  may  be  taken  that  what  I  observed 
represented  the  average  dress  of  the 
gentlemen  who  make,  mend,  or  mar  the 
laws  that  govern  this  "gem  of  the 
ocean." 

The  first  impression  of  the  House,  as 
viewed  from  the  press  gallery,  is  that  of 
a  sombre  crowd;  black,  indigo  blue  or 
dark  grey  clothing  covered  the  figures  of 
the  vast  majority,  so  that  it  looked  like 
a  monotony  of  neutrality,  but  as  the 
eyes  become  accustomed  to  the  subdued 
light  it  was  easy  to  detect  the  widest 
possible  differences  not  only  in  the  cut 
and  quality,  but  also  in  the  fit  and  finish, 
to  say  nothing  of  the  grace  (or  other- 
wise)  with  which  the  garments  were 
worn. 

There  were  specimens  that  would  do 
credit  to  Savile  Row,  as  well  as  ex- 
amples of  provincial  tailoring  that  were 
quite  worthy  of  being  worn  in  that 
august  assembly,  but  unfortunately  that 
does  not  complete  the  story,  for  there 
were  here  and  there  articles  the  "reach- 
me-down"  origin  of  which  could  hardlj 
be  a  matter  for  doubt,  to  say  little  of  a 
few  combinations  of  clothing  that 
violated  every  canon  of  good  taste. 

A  Very  Mixed  Gathering. 

The  House  of  Commons  is  a  verj 
mixed  gathering;  the  members  are  not 
all    Apollos  in  figure  any  more  than  they 

are  Solomons  in  wisdom;  still  it  is  prob- 
able there  is  a  larger  proportion  of  tall, 
uell  knit  men  Bitting  in  this  Parliament 
than  would  be  found  in  any  correspond- 
ing number  of  men  in  any  other 
assembly,  aparl  from  the  Horse  or 
Life  Guards,  and  it  was  a  pleasing  Bighl 
to  behold  these  tine  figures  attired  in 
really    well  made    and    Bmarth  tailored 


morning  or  frock  coats,  or  lounge 
jackets;  but  there  were  others  whose 
eccentricity  of  form  must  have  given 
their  tailors  many  anxious  hours  in  or- 
der to  clothe  their  abnormalities,  so  as 
to  tone  them  down,  or  to  dress  their 
angular  bony  figures  in  such  a  way  as 
to  impart  to  them  some  suggestion  of 
grace. 

M\  visit  quite  dissipated  the  idea — 
which  has  so  frequently  been  promul- 
gated by  certain  sections  of  the  press — 
that  the  time  has  come  when  the  frock 
coat  and  silk  hat  would  in  future  only 
be  met  with  at  the  theatrical  cos- 
tumiers— for  botli  were  in  evidence  by 
the  score,  and  as  many  of  them  appeared 
to  be  in  regular  wear,  it  seemed  hardly 
necessary  to  have  issued  a  Royal  com- 
mand to  popularize  them,  for  both  ap- 
pealed to  be  the  standard  articles  of 
attire  of  a  considerable  proportion. 

The  Most  Popular  Coat. 

The  most  popular  coat  was  unquestion- 
ably the  single-breasted  morning  coat. 
It  was  usually  made  of  a  dull-surfaced 
black  or  dark  grey  cloth  and  made  to 
button  one.  two.  or  three,  according  to 
the  taste  of  the  wearer,  and  in  mosi 
cases  finished  with  plain  edges  and 
those  soft  rolling  turns  which  are  so 
notable  a  feature  of  London-made  gar- 
ments. These  were  worn  in  conjunction 
with  the  single-breasted  no-collar  vests, 
having  long  pointed  corners  and  the  bot- 
tom button  usually  left  unfastened. 
Dark  grey  striped  trousers  of  medium 
width  completed  the  suit.  Some  of  the 
best-dressed  men  in  the  House  donned 
this  style.  A  particularly  smart  morn- 
ing coat  with  bound  edges  and  pointed 
lapels  was  worn  by  Mr.  Fred  Hall,  who 
also  set  off  the  neck  of  his  new  collar- 
vest  with  a  white  slip  which  gave  an  ad- 
ded touch  of  smartness  to  his  appear- 
ance. He.  however,  was  only  one  of  the 
man]  attired  in  a  similar  way  who  were 
tailored  to  perfection. 
The  third     style     of     garment   which 

found   lav  nr  was  the  lounge,  and  in  their 

liking  for  this  garment  all  parties  of 
the  House  were  agreed;  for  Liberals  and 
Conservatives,  Home  Rulers  and  Union- 
ists, Labor  members  and  Socialists,  all 
had  representatives  dressed  in  this  easy 
stj  le  of  jacket. 

Mr.   F.  YV.  Jowetl   introduced  a  little 
brightness  to  the  benches  by  his  adop- 
tion of  a  ey  lounge  suit,  and  in 
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this  respect  he  was  followed,  to  a  cer- 
tain extent,  by  Mr.  Arthur  Henderson, 
who  is  certainly  to  be  complimented  on 
the  general  appearance  of  his  mid-grey 
suit  of  the  three-seamer  pattern. 

Other  members  wore  this  style,  but 
popular  as  it  was,  it  was  not  dressy 
enough  to  satisfy  the  majority;  and  it 
was  with  pleasure  I  observed  many  men 
wearing  morning  coats  as  above  des- 
cribed, which  for  smartness  and  style 
are  unsurpassed. 

The  Finishing  Touch. 

It  has  been  suggested  that  fancy  vests 
are  a  relic  of  the  past,  but  I  observed 
a  small  number  of  these,  both  on  the 
Opposition  benches  and  in  other  parts 
of  the  House,  and  it  was  in  this  particu- 
lar garment  that  the  signs  of  cheap  and 
nasty  factory  manufacture  were  most 
clearly  visible,  though  there  were  some 
that  had  doubtless  emanated  from  good- 
class  tailoring  establishments.  The  best 
of  these  were  made  in  the  double-breast- 
ed style. 

Another  feature  which  calls  for  com- 
ment is  the  outside  breast-pocket  from 
which  appeared  the  top  of  a  white  hand- 
iief.  This  was  evidenced  in  the 
dress  of  Mr.  Asquith,  Mr.  Lewis  Har- 
court,  Mr.  R.  P.  Houston,  and  several 
others.  It  was  utilized  on  frock  and 
morning  coat,  lounge  and  Chester,  and 
in  each  case  added  to  the  smartness  of 
the  appearance. 

The  white  vest-slip  was  equally  attrac- 
tive, being  worn  by  all  the  best-tailored 
men,  not  a  few  of  whom  had  also  don- 
ned spats,  thus  giving  the  finishing 
touch  to  a  well-dressed  man. 

As  I  passed  out  through  the  lobby  and 
gazed  for  a  moment  on  the  statues  of 
Gladstone  and  Granville,  both  of  whom 
are  attired  in  frock  coats  of  almost  stan- 
dard shape,  I  realized  how  slowly  fash- 
ions in  men's  garments  change,  and 
that,  after  all.  it  was  in  "the  waistcoat 
and  the  overcoat  that  the  greatest  al- 
terations had  taken  place.  If  it  had  not 
been  for  the  introduction  of  the  crease 
down  the  front  of  the  trousers  and  the 
permanent  turn-up  at  the  bottom,  the 
nether  garment  of  to-day  would  not 
differ  much  in  style  from  those  worn  by 
Beaconsfield  and  Bright;  so  that  it  was 
only  when  1  passed  into  St.  Stephen's 
Hall  and  stood  before  the  statues  of 
Pitt  and  Walpole  that  I  realised  to  the 
full  the  advance  thai  fashion  had  made 
since  the  last  century  was  in  its  prime. 

9 

When   we   laugh   al    our   troubles   we 

lighten   them.     Troubles  and  smiles  can- 
not  chum   together. 


Politeness  pays  the  biggest  dividends. 

It    is  nature'-   free  capital.     Cultivate  it. 
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Young  men's  and  boys'  clothing   department,  Lord  &  Taylor's  store. 

Novel  Features  in  Men's  Store 

Barber's  Shop,  Manicuring  Room  and  Place  to 
Change  to  Evening  Wear  in  Basement — All 
Parcels  Down  and  Up  on  Dumb  Waiters  — 
Drawers  for  Ties — Lord  &  Taylor's  Store. 


New  York,  March  20. 

THE  men's  furnishings  departments 
of  the  new  Lord  &  Taylor  store, 
one  of  the  most  beautiful  in  the 
country,  are  located  on  the  main  floor 
and  have  a  separate  entrance.  The 
equipment  and  selling  arrangements  in 
this  section  are  quite  in  keeping  with 
the  rest  of  this  palatial  and  splendidly 
planned  establishment. 

The  provisions  for  the  convenience  of 
the  customers  seems  almost  endless. 
Rapid  service  is  the  motto.  All  goods 
bought  are  sent  down  on  dumb  waiters 
from  the  counters  to  the  basement  mez- 
zanine and  are  returned  promptly  by 
the  same  means.  This  is  a  provision 
all  over  the  store  and  avoids  littering 
up  the  space  within  the  counters,  and 
frees  the  clerks  from  the  delay  of 
wrapping.  Money  transactions  are 
facilitated  by  cash  registers  at  each 
counter.  Heavy  plate  glass  covers  the 
tops  of  the  counters. 

Below  the  furnishing  department  in 
the  basement,  are  a  barber  shop  and 
manicuring  parlor.  It  is  fitted  out  with 
the  latest  electrical  applicances  for 
shampooing  and  massaging.  Next  there 
is  a  suite  of  private  dressing  rooms 
where  customers  may  change  from  busi- 
ness to  evening  wear.  The  former 
clothes  are  sent  home  without  charge,  if 
requested. 

On  the  roof  is  a  men's  smoking  room. 

The  completeness  of  the  arrange- 
ments for  the  display  of  goods  is  a  fea- 
ture  of   this,  store         The   fixtures    and 


counters  are  of  fine  mahognay,  inlaid 
with  ebony.  In  the  cases  a  special  glass 
has  been  developed  for  lighting  which 
cuts  out  the  yellow  rays  and  gives  a 
pure  white  light,  allowing  colors  to  be 
matched  readily. 

Hundreds  of  open-front  mahogany 
drawers  are  used  for  keeping  neckwear. 
These  are  arranged  so  that  the  patterns 
and  colors  may  be  easily  selected. 

Bathrobes,  dressing  gowns,  and  similar 
goods  are  displayed  in  glass  cabinets 
along  the  wall.  The  shirts  are  kept  in 
drawers    that    are    dust-proof,    and    also 


displayed   in   show      cases,      with  vests, 
gloves,  etc. 

The  clothing  departments  for  the 
young1  men,  boys  and  children  are  lo- 
cated at  the  rear  of  the  fourth  floor.  The 
goods  are  kept  in  glass  and  mahogany 
cabinets  five  feet  high,  insuring  no  dust 
or  creasing.  A  special  feature  will  be 
made  of  English  lines  of  clothing. 


$100,000,000  a  YEAR. 
Marshall  Field  &  Co.,  of  Chicago,  do, 
in  the  wholesale  and  retail  business,  a 
volume  of  approximately  $100,000,000  a 
year.  In  the  height  of  the  holiday  sea- 
son, in  their  retail  store,  the  number  of 
employes  runs  as  high  as  12,000.  The 
normal  force  in  the  retail  during  the 
past  year  has  been  between  8,000  and 
9,000.  In  the  wholesale,  they  regularly 
employ  about  3,500  or  4,000  people. 
These  include  warehouses,  barns,  gar- 
ages, etc.,  but  do  not  include  factories 
or  foreign  offices.  Marshall  Field  & 
Co.,  have  just  completed  for  occupancy, 
within  the  next  thirty  to  sixty  days,  16 
acres  of  floor  space  in  connection  with 
their  retail  business  in  Chicago,  which 
will  give  them,  when  finished,  approxi- 
mately 62  acres  of  selling  space. 


A  SQUARE  DEAL. 

In  business  watch  your  competitors. 
No  one  man  or  concern  has  a  monopoly 
of  all  the  best  brains  and  methods.  Let 
competition  be  an  incentive  to  your 
energy  and  ambition.  Give  the  other 
fellow  a  fair,  square  deal  and  beat  him 
out  on  your  merits. — Walter  H.  Codding- 
ham. 


FT-a-jSKT" 


Men's  hosiery  department, 
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Lord  &  Taylor's  Store. 


Mail  Order  Houses  and  the  Newspapers 

Editorial  Arouses  a  Great  Deal  of  Discussion  on  Subject  of  Vital 
Importance  to  the  Retail  Merchant — Metropolitan  Newspapers 
(  iiculated  at  Low  Rate  Cany  Mail  Order  Advertising — A  Word 
For  the  Trade  Press. 


SOME  time  ago  an  editorial  appeared 
in    this   paper   in    which   the   state- 
ment was  made  that  mail  order  in- 
terests held   stock  in  certain   metropoli- 
tan newspapers. 

The  editorial  pointed  out  that  the 
newspapers  carried  the  advertising  of 
the  mail  order  houses  to  all  section  of 
the  country  and  went  on  to  say: 

"The  trade  of  these  houses  has 
grown  enormously  in  these  cities 
where  these  dailies  circulate,  but  in 
the  other  cities  and  smaller  places 
where  there  are  good  local  newspa- 
pers, they  have  not  made  the  same 
gains,  because  the  local  newspapers 
are  well  edited  and  are  loyal  to 
their  local  merchants  and  refuse  to 
carry  the  advertising  of  the  big  city 
store.  The  only  way  in  which  the 
big  dailies  can  make  headway  is  by 
cutting  their  prices.  They  get  $3 
to  $5  a  year  in  Montreal,  Toronto 
and  Winnipeg,  but  sell  in  other 
cities  at  50c.  to  $1  a  year.  This  does 
not  pay  for  the  white  paper  on 
which  these  newspapers  are  print- 
ed, but  the  heavy  deficits  are  made 
up  by  subsidies  through  big  adver- 
tising contracts  and  in  other  ways, 
and  by  the  low  postal  rates.  The 
merchants  and  newspapers  outside 
of  these  three  big  centres  should 
get  together  and  insist  that  no  news- 
paper should  have  the  privilege  of 
the  mails  which  has  a  lower  sub- 
scription price  outside  than  in  the 
centre  in  which  it  is  published  or 
which  sells  at  less  than  the  cost  of 
the  paper  used." 

This  editorial  created  a  wide  degree 
of  interest.  Not  only  have  many  re- 
tail merchants  realized  for  the  first  time 
that  the  mail  order  menace  has  been 
fostered  in  this  way,  but  the  newspaper 
press  of  the  country  has  become  arous- 
ed. The  newspaper  published  in  the 
smaller  city  or  town,  with  a  circulation 
largely  local,  has  a  double  interest  in 
this  matter.  The  invasion  of  the  cut- 
rate  metropolitan  daily  threatens  the 
circulation  of  the  local  newspaper.  But 
it  does  more  than  that.  It  carries  mail 
order  advertising  broadcast  and  thus 
threatens  the  local  merchant   who  is  the 

mainstay  of  die  local  newspaper. 

That   this  phase  of  the  situation  is  be- 

ing  i  dj  is  evidenced  by  the  com- 

ments which  have  appeared  in  the  daily 

and  wecklv  press. 

I    ■     Pot!    Elgin    Times   says,   in    part, 


under  the  caption,  "Unfair  to  small  re- 
tail merchants." 

"The  smaller  retail  merchants 
throughout  the  country  are  at  an  unfair 
disadvantage  under  the  present  postal 
arrangements.  Because  they  are  sub- 
sidized  by  the  big  mail  order  houses, 
some  of  the  metropolitan  dailies  are  sell- 
ing their  newspapers  at  outside  points 
at  a  mere  fraction  of  what  the  white 
paper  costs.  As  these  advertising 
sheets  go  through  mails  at  newspaper 
rates,  it  simply  means  that  the  govern- 
ment is  circulating  the  advertising  lit- 
erature of  the  big  department  stores 
practically  free  of  charge.  Already  the 
mails  are  almost  clogged  with  these  ad- 
vertising sheets  and  the  situation  is  be- 
coming steadily  worse.  The  mail  order 
dailies  do  not  actually  interfere  with  the 
circulation  of  local  newspapers  except 
setting  an  unfair  standard  of  newspaper 
values.  The  unfairness  is  in  a  greater 
degree  to  the  retailers.  The  effort  of 
some  local  newspapers  to  give  their  town 
merchants  a  fair  show  by  refusing  to 
carry  department  store  advertising  is 
offset  by  the  unfair  advantage  which  the 
postal  department  gives  to  the  'dollar' 
dailies.  We  believe  that  the  suggestion 
of  Dry  Goods  Review  that  the  big 
dailies  be  forced  to  charge  the  same  sub- 
scription price  in  the  country  as  in  the 
city,  would  provide  a  proper  and  ade- 
quate remedy.  This  is  a  matter  which 
should  receive  the  serious  attention  of 
the  retail  merchants  in  their  associa- 
tion." 

This  is  typical  of  the  attitude  adopted 
by  the  newspapers  throughout  the  coun- 
try on  this  vitally  important  problem. 

The  Value  of  the  Trade  Papers. 

It  is  also  evident  that  the  value  of 
the  trade  press  is  fully  recognized  by  the 
daily  press.  The  one  great  object  of 
the  trade  paper  is  to  serve  the  best  in- 
terests of  the  trade  to  which  it  applies, 
to  work  for  the  advancement  of  the 
merchant,  to  help  him  in  his  daily  prob- 
lems, to  show  him  what  others  in  his 
particular  line  of  business  are  doing.  It 
follows  that  the  trade  press  has  been  a 
staunch  advocate  of  the  value  of  adver- 
tising for  the  merchant  and  has  thereby 
influenced  many  to  a  course  which  has 
brought  them  increased  business. 

The  good  work  of  the  trade  press  is 
eulogized  in  the  St.  Mary's  Journal,  ns 
follows; 

"Few  people  realize  the  value  of 
good  trade  newspapers  to  the  whole 
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COLORS  IN  CARDS 


Ren's  New 

Spring  Suits 


1 


* 


en's  "^Vw 

Spring  Slits 


These  samples  of  cards  for  Spring  suits 
designed  by  R.  C.  Edwards,  with  the 
Robert  Simpson  Co.,  show  a  departure  in 
the  use  of  color  in  card-writing,  the  direct 
result  of  the  rage  for  bright  colors,  first  in 
women's  wear,  and  later  in  men's  ties  and 
shirts.  In  the  upper  one  is  a  panel  worked 
in  with  the  initial  letter  in  mauve,  and  in 
the  other  a  floral  design  also  in  colors. 
The  bands  across  are  a  combination  of 
gold  and  green.  The  display  line,  "Spring 
Suits,"  is  lettered  with  a  brush,  ant 
shade. 1   in    green. 

This  new  vogue  is  likely  to  become 
popular. 


community.  It  is  wrong  to  imagine  that 
advertisements  monopolize  the  columns 
of  the  average  Canadian  trade  paper. 
Yet  the  advertisements  alone  are  worth 
many  times  the  subscription  price  to  the 
progressive  retailer.  The  trade  paper 
not  only  contains  valuable  information 
in  regard  to  prices  and  trade  conditions, 
but  it  is  the  apostle  of  good  merchan- 
dizing, the  breeder  of  live  ideas  which 
make  for  prosperity  in  the  communities 
in  which  it  circulates.  For  instance  in 
the  advertising  field,  the  trade  journa- 
list, who  understands  the  science  of  ad- 
vertising and  appreciates  its  value, 
passes  his  ideas  on  to  bis  readers.  And 
lie  is  doing  more  to  educate  the  retailers 
of  Canada  to  the  value  of  judicious  pub- 
licity than  any  other  single  agency." 


Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowers  for  Decoration. 

Li.  Baumaun  &  Co.,  357   W.  Chicago  Ave., 

Chicago,  111. 
L.  J.  A.  Deronie,  35  Notre  Dame  St.  W., 

Mouti.nl,   Que. 
Schack    Artificial    F'ower    Co.,    1739    Mil- 
waukee Ave.,   Chicago,   111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 
Montreal. 
Accordion    I'lait  iiigs. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto. 
Burlaps. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blankets. 
Peuuians,  Limited,  Paris,  Ontario. 
Fraser,    Mather    Co.,    Winnipeg,    Man. 
Miller   &   Porteous,   Hollybusb,   Ayrshire, 

Scotland. 
Win.     Laidlaw     Cumledge     Mills,     Duns, 
Scotland. 
Bathing    Suits. 
Home  &   Watts,  19  Duncan   St.,  Toronto, 
out. 
Boy    Scout.    Supplies. 

Miller  .Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Suits. 

Home  &   Watts,  19  Duncan   St.,  Toronto, 
Ont. 
Batting. 

Kobt.    Henderson   &    Co.,   181    McGill    St., 
Montreal,  Que. 
Boxes,  Fancy. 

Hercules  Boxes,   Ltd.,  400  Richmond  W., 
Toronto. 
Burlap    (Dyed,  Oil   Coated   and   Sized). 

Stauntons,    Ltd.,  934  Yonge   St.,   Toronto. 
Brassieres. 

H.  &  W.  Co.,  130  Fifth  Ave.,   New  York, 

NY. 
Parisian   Corset  Co.,  Quebec,   Que. 
Voss  &   Stuffniann,   Montreal,   Que. 
Buttons. 
Forsyth   Kimmel  &   Co.,  Berlin,   Ont. 
Moulton    Mfg.   Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,   City    Road,   London,   N.,   Eng. 
Ash  ton    &    Pulford,    22    Black    Piccadily, 
Manchester,    Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,    Clinton,    Ont. 
Belts,    Ladies'. 

R.  D.   Fairbairn  Co.,  105  Slmcoe  St.,   To- 
ronto. Out. 
Boot   and    Shoe    Laces, 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids  and   Cords. 

Moulton    Mfg.   Co.,    Montreal,  Que. 
Children's   Dresses. 
Home  &   Watts,   19  Duncan  St.,   Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.   Fairbairn  Co.,  105  Slmcoe  St.,  To- 
ronto,   Ont. 
Star    Whitewear    Mfg.    Co.,    Berlin.    Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Detroit  Princess  Mfg.  Co.,  Detroit,  Mich. 
Correspondence   Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,  Toronto. 
Economist   Training   School,  239   W.  39th 
St.,   New   York,   N.Y. 
Cash    Registers. 

National    Cash    Register    Co.,    285    Yonge 
St.,   Toronto.   Ont. 

Cash  and  Parcel  Carriers. 

The   Lamson    Store   Service   Co.,   Boston, 

Mass.,   U.S.A. 
Gipe-Hazard    Store    Service    Co.,    99    On- 
tario  St..   Toronto,   Ont. 
Cloth    Charts. 

A.  E.  Putnam   Co.,  Washington,  Iowa. 
Caps. 
Cooper  Cap   Co.,   Spadlna  Ave.,   Toronto, 
Ont. 

Corsets. 

H.  &  W.  Co.,  130  Fifth  Ave..  New  York, 
N.Y. 

Parisian    Corset   Co.,   Quebec,   Que. 

Voss  &  Stuffmann,  Montreal,  Que. 
Cotton   Threads  and   Crochet  Balls. 

Hicks.  Bullick  &  Co.,  Belfast,   Ireland. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal.  Que. 
Greenshlelds.   Ltd.,   Montreal,   Que. 
Canadian    Carpet   &   Comforter   Mfg.   Co., 

Toronto.  Ont. 
Gnelph  Carpet  Mills.  Onelph.  Ont. 
rnttlng   and    Wire   Stapler   Machines. 
iValter  Williams  &  Co.,  Montreal,  Que. 


Corset     Covers. 

F.  G.  Hay  ward  Co.,  77  York  St.,  Toronto, 
Cottons. 

GieensbieUls,   Limited,   Montreal,   Que. 
The  Dominion  Textile  Co.,  Montreal.  Que. 
Horrockses.    Crewdson    &    Co.,    Manchester, 

Eng. 
fork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars    (Waterproof). 
Arlington    Co.,    54    Fraser    Ave.,   Toronto, 
Parsons   &    Parsons  Canadian   Co.,   Ham- 
ilton.   Out. 
Smith   D'Eutremont  Co.,  1475  Queen   W., 
Toronto. 
Chiffons. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 
Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington  W.,  Toronto. 
Canada    Veiling   Co.,    84    Wellington    W., 
Toronto. 
Comforters. 

Canadian    Carpet   &   Comforter   Mfg.   Co., 
Toronto,  Ont. 
Cushions. 

Canadian    Carpet  &   Comforter  Mfg.   Co.: 
Toronto.  Ont. 
Canvas    Coat   Fronts. 

Toronto   Pad  Co.,  569  Queen   St.  W„  To 
ronto,   Ont. 
Cotton    Linen    and    Klastic   Laces. 

Parisian   Corset   Co..  Quebec.   Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Parisian    Corset   Co.,   Quebec,   Que. 
Coats    (White). 

Robert   C.    Wllklns    Co..    Farnham,    Qui. 

Miller  Mfg.  Co.,  Toronto,  Ont. 
Coats    (Ladies'). 

Patrician     Cloak     &     Suit     Co.,     Sama'ds 
Bldg..  Toronto,  Ont. 
Clothing    (Made-to-measure). 

Crown  Tailoring  Co..  College  St.,  Toronto, 

Internationa]   Tailoring  Co.,  62  John   St., 
Toronto.    Ont. 
Clothing   (Duck  and  all  Specialties). 

Miller  Mfg    Co..  251   Mutual  St..  Toronto, 

Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts..    Toronto. 
Dress   Fabrics. 

Melntyre  Son  &  Co.,  Ltd..  Montreal. 

W.  R.  Brock  Co  .  Bay  &  Wellington  Sts., 
Toronto.    Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 

Greenshields.   Limited.   Montreal,  Que. 

Nisbet    &    Anld,    34    Wellington    St.    W., 
Toronto.    Ont. 

Law.  Russell  &  Co.,  Ltd.,  Bradford,  Eng. 

Bradford     Dyers     Association,    Bradford. 
Eng. 
Dress    Forms. 

Del  fosse  &  Co.,  Montreal,  Que. 

Dale   &    Pearsall,    106   Front    St.    E.,    To- 
ronto,  Ont. 

Hall-Borchert   Dress   Form  Co.,  41   Lom- 
bard  St..   Toronto.   Ont. 

Royal    Display    Fixture    Co.,    812    Broad- 
way,   New   York,    N.   Y. 
Dresses. 

Detroit   Princess  Mfg.  Co..   Detroit.   Mich. 

Rosebud   Mfg.  Co.,  193-5  Mercer  St.,  New 
York.   N.Y. 

Star    Whitewenr    Mfg.    Co..    Berlin,    Ont. 

R.     D.     Fairbairn     Co..    105    Slmcoe    St., 
Toronto.   Ont. 

Germain   &  Smith,  Ltd.,  Montreal.  Que. 

Borgenicht.  Kornreich  &  Co..  1115  Broad- 
way. New  York.   N.Y. 
Dress    Shields. 

I.    B.    Kleinert    Ruhber    Co..    Wellington 
St.  W..  Toronto.  Ont. 

Parisian   Corset   Co..   Quebec,   Que. 
Dress    Trimmings. 

Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   St.   W..   Toronto.   Ont. 

Smith    D'Entremont   Co.,   1475   Queen   W., 
Toronto. 

Canada    Veiling   Co.,    £4    Wellington    W.. 
Toronto. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Embroideries. 

Klauher   &    Co..   Broadway   and    18th   St., 
New  York.  N.Y. 

Sterling    Lace    &    Novelty    Co..    Toronto, 
Ont 

Nenherger    &    Co.,    124    Fifth    Ave..    New 
York.   N.Y. 

Tanber    Bros.    &    Co..    67    St.    .Tames    St.. 
Montreal.  Que. 
Embroidered    Appliqne   Letters. 

Kmnttieimer     &     Co..    20     Edmund      PI.. 
Aldersgate  St..  London,  E.C.,  Eng. 
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Flanneilettes. 
Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Furs. 
Sidney    Blumenthal    &    Cc,    395    Fourth 

Ave.,  New   York,  N.Y. 
L.  Guaedinger,  Son  &  Co.,  Montreal,  Que. 
Laberge  Chevalier  &  Co.,  Ltd.,  Montreal, 

Que. 
Tauber   Bros.    &    Co.,   67   St.    James    St., 

Montreal.  Que. 
Silver   Bros.   Co.   "Furs,"   Ltd.,   Montreal, 
Que. 
Furriers'   Trimmings. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Furniture. 
The  Victoriaville  Furniture  Co.,  Victoria- 

ville,   Que. 
B.  Cohen  &  Sons,  1-19  Curtain  Rd.,  Lon- 
don,  Eng. 
Frilling. 

R.  D.   Fairbairn  Co.,  105  Simcoe  St.,  To- 
ronto, Out. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Flowers  for  Millinery. 

Melles  &  Co.,  .Montreal,  Que. 
Continental   Mfrs.  Syndicate,  77  York  St., 

Toronto,   Ont. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real, Que. 
Debenham's.  Ltd.,  Montreal  and  Toronto. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton  W..  Toronto. 
Vyse  Sons  Co.,  Montreal,  Que. 
Feathers. 
Melles  &  Co.,  Montreal,  Que. 
Continental   Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
Dominion  Ostrich  &  Feather  Co.,  Toronto, 

Ont. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real. Que. 
Debenham's,  Ltd.,  Montreal  and  Toronto. 
Strachan.  Burden  &  Plaskett,  59  Welling- 
ton W..  Toronto. 
Vyse  Sous  Co.,  Montreal,  Que. 
Fancy   Dry   Goods, 
Thompson    Lace   &    Veiling   Co.,   76   Wel- 
lington  St.   W.,   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Gowns. 
F.    G.    Hayward    Manufacturing   Co.,    77 

York   St.,  Toronto,  Ont. 
Riegel  &    Langer,  319  Kings  Hall,   Mont- 
real, Que. 
General    Dry    Goods. 

Melntyre  Son  &  Co..  Ltd..  Montreal,  Que 
J.  &  N.  Phillips  &  Co.,  Manchester,  Eng. 
Vassie  &  Co.,   Ltd.,  St.  John.   N.B. 
Cook,   Son   &  Co.,   London,   Eng. 
Debenhams.   Ltd.,   Montreal   and   Toronto 
A.   Racine,  Limited,  Montreal,  Que. 
Hitchcock    Williams    &    Co.,    St.    Paul's 

Churchyard,  London,  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts  . 

Toronto,  Ont. 
W.    R.    Rrock    Co.,    Montrenl,    Que. 
Greenshields.   Ltd.,  Montreal,  Que. 
John   King  &  Son.  Glasgow.  Scotland 
Melntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Gloves. 

Perrin   Frere  &   Cie..   Montreal.  Que. 
Germain  &   Smith,  Ltd.,  Montreal,  Que 
Greenshields,   Ltd.,   Montreal.   Que 
Charles  Perrin   &  Cie..  16  McGill  College 

Ave..    Montreal,    Que. 
Melntyre  Son   &   Co.,    Ltd.,   Montreal. 
Grass    Carpet    Rugs. 
Crex    Carpet    Co.,    377    Broadway,    New 
York,  N.Y. 
Ginghams. 
Wm.    Anderson     &    Co.,     Ltd.,    Glasgow 
Scotland. 
Gloves    (Working). 

Durham   Glove  Co.,  Bowmanville.  Ont 
Hamilton   Carhartt  Mfg.,  Ltd.,  535  Queen 
E..    Toronto.    Ont. 
Hose   Supporters. 
The   Berlin   Suspender  Co..  Berlin,   Ont 
Faire  Bros.  Co..  Leicester,  Eng. 
I.  B.  Kleinert  Rubber  Co.,  AVelllngton  St 

W..  Toronto,  Ont. 
Parisian  Corset  Co.,  Quebec,  Que. 
House   Furnishings. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts  , 

Toronto.  Ont. 
Greenshields.  Limited,  Montreal.  Que 
Stonards.   Limited.  7  Paternoster  Bldgs 
London.   E.C.,   Eng. 
Hosiery. 
Chipman.  Holton  Knitting  Co.,  Hamilton 

Ont. 
Penmans.    Limited.   Paris.   Ont. 
Tnnher    Bros.    &    Co.,    67    St.    James    St, 
Montreal.  Que. 
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Mercury    Mills.    Limited,    Hamilton,    Out. 

"Craftana." 

Alfred    Muwley  &   Co.,   Hinckley,   Eug. 

Peirln    Krere  &   Cle.,   Montreal,  Que. 

Louis    Ueruisdorf,   235    W.   3Ulb    St.,    New 

York.    NY. 
Greeuxhlclds,   Limited,  Montreal,  Que. 
Ooderlcll    Knitting    Co.,    Goderlch.    Ont. 
Molntvie  Son   &   Co..    Ltd.,   Moutreul.  gue 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleuiy    St., 

MuiiUc.il.    Que. 
1'.      U  .      l:  ibllison,      Ltd.,     Bathurst     and 

Wellington  Sts.,  Toronto. 

Illllnll..  n  Luis. 

Nlsl.ct    ft    Auld,    34    Wellington    St.    W., 

Toronto,    Unt. 
Silks    Co.,   68   Bay    St.,   Toronto,    Ont. 
Hutu   and    C'apH. 

\V  icy  lord  &  Co.,  85  King  W.,  Toronto 
Hook*   and    Kycs. 

Ue  Long  Huok  &  Eye  Co.,  St.  Mary's,  Ont. 

Hair    (■ I». 

Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, (int. 
Standard     Hair     Co.,     Ill     Windsor    St., 

Montreal. 
Hlbbert     A     Jaslow,    207    St.    James    St., 
Moutreul. 
Hnlr   Neta. 
Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Rvnrd    Mfg.   Co.,    Nottingham,   Eng. 
Hlbbert     ft     Jaslow,    207    St.    James    St., 
Montreal. 
House  Coats. 

YVicytciid  ft  Co.,  85  King  W„  Toronto. 
Hair    Ornaments. 
ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto. Ont. 
Hlbbert     ft     Jaslow,    207    St.    James   St., 

Montreal. 
Suiltb    iriCutremont   Co.,   1475  Queen   W., 
Toronto. 

11.  in-l  ili  lling. 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St..    Toronto.    Out. 
Individual    Names   on   Tape. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautbcltner     &      Co..    20     Edmund      PL, 
Aldeisgate  St.,   Louden,   E.C.,  Eng. 
Infants    Layettes. 
Home  &    WaLs,  19  Duncan   St.,  Toronto, 
Out. 
Infant*    Novelties. 

Kite  Specialty   Co.,  35  W.  36th  St.,   New 

York.    NY. 
Richard   O.    Krueger  Co.,   162  W.  21st   St., 

New    York,    N.Y. 
Indigos. 

Franklin    Mfg.   Co.,  260  Church   St.,    New 

York.    N.Y. 

Km. Il.il     Goods. 

Harvey    Knitting   Co.,   Woodstock,   Ont. 
Oreensblelds.    Limited,    Montreal,   Que. 
Zimmerman    Mfg.   Co.,   Hamilton.   Ont. 
The    Monarch     Knitting    Co.,     Dunnvllle, 

Ont. 
R.    M     Rallantyne,    Ltd.,    Stratford,    Ont. 
Gnll    Knitting   Co.,    Gait,    Ont. 
C.    Tiirnbull    Co..    Gait,    Ont. 
Goderlch    Knitting   Co.,   Goclerleh,    Ont. 
Riln. field    Woollen    Co..    Oshnwn,    Ont. 
Kingston    Hosiery   Co.,   Kingston,   Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts..   Toronto.    Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal.    Que. 
S.    P.   Gibson   &   Co.,   East  Ham,   London. 

Eng, 
Dr.    Jaeger's     Sanitary     Woollen     System 

Co..    Ltd.,   243-5   Bleury     St.,     Montreal. 

Que. 
F.    W.    Robinson    ft    Co.,    Bathurst    and 

Wellington   Sts..  Toronto. 
Klmonaa. 
Knssnh     KImona     Co.,     St.     Helen     St., 

Montreal 
KnlMlng    Wool*. 

Thos.    Burnley   ft    Sons.    Nr.    Leeds,   Eng. 
Linoleums. 
The    Dominion    Oil    Cloth    Co.,    Montreal. 

Que. 

Linings. 

Nisi,,  t  &   Auld.  34  Wellington  St.  W.,  To- 
ronto   Ont.. 

Brfirlford    Dyers   Association.  3D  Well  St., 
Bradford,  Eng. 
Linens, 

Nlshcf  A  Auld.  34  Wellington  St.  W.,  To- 
rnnto,  cut 

W.n     I. ill. lull   A    Co..   Belfast.    Ireland. 

Old    Blench    Linen   Co.,   Randalstown,   Ire- 
Innd, 

R.     II.    Coshle,     Wellington    St.    W.,    To- 
ronto.  Out. 
en  shields,    Limited.    Montreal.    Que. 

Silks    Co      BS    Hiv    St..    Toronto,    Ont. 

.Inlin    S     Hr..\\n   A    Son.    Ltd..    lielfast.   Ire- 
la  ml 

Mrioivrp  son  g;  Co.,  Ltd     Montreal,  Qua 

i:    n    Pnlrbnlrn   Co.,  iar.  Slim si  .  To 

Onl 

■\     In. port    Co.,   7ft  Rav    St..   Toronto. 

.    st    James   St.. 
Que 


Longclotbs. 

Horruckses,  Crewsden  ft  Co.,  Manchester, 
Fug. 
I    ••  .  -     (Hand     Made). 

G.  &  S.  Kussub  &  Co.,  Montreal,  Que. 
LaccH. 

Blrkln   &   Co..   Nottingham,   Eng. 

Klauber  &    Co.,    Broadway   aud    18th   St., 
New    York.    N.Y. 

Thompson    Lace   ft    Veiling   Co.,   59   Wel- 
lington   St.    W.,   Toronto.   Out. 

Greenslilebls.    Limited.    Montreal,   Que. 

Novelty   Import  Co.,  76  Buy  St.,  Toionto, 
Out. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 
Ont. 

Rlegel  &    Longer,  319  Kings  Hull,   Mont- 
real.  Que. 

Tnuber    Bros.    ft    Co.,    67    St.    James    St., 
Montreal.  Que. 

Canada    Veiling   Co.,    84     Wellington    W, 
Toronto 
Lighting    System. 

Canadian   H.  W    Johns-Manvllle  Co.,  Flat 
Iron    Bldg..    New   York,   N.Y. 
Leather   Novelties. 

P.   W.   Lambert  &  Co.,  64   Llspenard   St., 
New    York.    NY. 

Julian   Sale   Leather  Goods  Co.,  King  St. 
W..  Toronto.  Cnt. 
Lingerie. 

Germain    ft    Smith.    Ltd..    Montreal.    Que. 

Sperling  &   Lea.   Herald   Bldg.,   Montreal. 

I. allies'     Bust     I  onus. 

Toronto   Pad   Co.,  569  Queen   St.  W.,   To- 
ronto.  Ont. 
Lace   Curtains. 
T.   I.  Blrkln  ft  Co.,  Nottingham,  Eng. 

Men's    I  on.  Ishings. 
John   M    Garland  Son  &  Co..  Ottawa,  Ont 

W.  R.  Brock  Co.,  Bay  ft  Wellington  Sts., 
Toronto.   Ont. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal.    Que. 
Men's    Neckwear. 

Plm    Bros.    &    Co.,    William    St.,    Dublin, 
Ireland. 

Crescent    Mfg.    Co..    Montreal.    Que. 

Fowke.    Singer    A    Co.,   7    Wellington    St. 
W..   Toronto.   Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W.. 
Montreal.    Que. 

Oreensblelds.    Ltd.,    Montreal,    Qne. 

Tooke    Bros..    Ltd..    Montreal,    Que. 

Wreyford  A  Co.,  85  King  W.,  Toronto. 
Mackinaws. 

F.     W.     Robinson.     Ltd..     Bathurst     and 
Wellington  Sts.,  Toronto. 
Mitts. 

Reliance    Knitting    Co..    King    and    Bath- 
urst   Sts..   Toronto.    Ont. 

R.    M.    Ballanfyne.    Ltd..    Stratford.    Ont. 

Goderlch    Knitting    Co.,    Goderlch,    Ont. 
Mallnes. 

John    neathcont   A    Co..    London.    Eng. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Thompson    Lace   A    Veiling   Co.,   59    Wel- 
lington  W..  Toronto. 

Canada    Veiling   Co.,    84    Wellington   W., 
Toronto. 
Mesh    Rags. 

HiM.ert    A    Jaslow,     207     St.   James   St.. 
Montreal,  Que. 
Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St.. 
Toronto.  Ont. 

Debenhnm's.  Ltd..  Montreal  and  Toronto. 

Morris   A    Saward.   21-22   Cnstle   St.,    Lon- 
don  W..  England. 

Gage   Bros.  A    Co..   Chicago.    Til. 

D.    B.    Flsk    Co.,    225    N.    Wabash    Ave.. 
Chicago.    111. 

Melles  &   Co..  3  Crlpplegate  Bldg.,  Wood 
St..    London.    England. 

Germain    A    Smith.    Ltd.,    Montreal,    Que. 

D.    McCall    Co.,   Toronto.    Ont. 

Montreal    nat   A    Frame   Co.,    Ltd.,    Mont- 
real.   Que. 

Strncban,    Rurden  ft  Plaskett,  59  Welling- 
ton  St.  W..  Toronto.  Ont. 

Klcgel   A    Langer,  319   Kings   Hall,    nfont- 
rcal.    Que 

Vyse   Sour   Co.,    Montreal.   Que. 
Hatihon   and   Ostrich    Stolen. 

Ocrmaln    A    Smith.    Ltd..    Montreal.    Que. 
Motor   Coats    (Men'.    Cotton   and    Linen). 

Miller    Mfc.    Co..    Toronto.    (Int. 
Motor    Coats. 

National    Rnhher    Co..    Montreal,    Qne. 

Defiance    Mfg.    Co..    College   and    Bathurst 
Rtg  .     Toronto 
Motor    Scarfs. 

8.    P.   Gibson   A   Co.,   East   nam.   London. 
Eng. 

Mnnuetti's. 

Otto    T     K     Volt    ,t-    Co..   64    Wellington    St 
W  .    Toronto.    Ont. 
Matting, 

otto   T    E    Volt   ,t-    Co.,   fU   Wellington   St. 
W  .    Toronto,    Ont. 
\,  >f* 

T     T     Rlrkln    A    Co.,    Nottingham.    Enc. 

iv    Import   Co..   7(1    Rav    St.,   Toronto 
Ont. 

B8 


Thompson    Lace   *    Veiling   Co.,   59    Wei- 

llugiuu    \V.,    Toronto. 
Canaiia    Veiling    Co.,     M     Wellington    W„ 
Toronto. 
Narrun     1  ji.ru  >    (Cotton,   Linen,    bilk). 

Wuller    Willuuid  fe  Co.,  Muuueul,  yue. 
SrihUfur    (Ladies'). 
Ladies'   Wear,  Ltd.,  84  Wellington  St.  W., 

To  ion  to,    (.ill. 
Voss  6i  Stuffmann,  Montreal,  Que. 
Sterling    Lace    a:    Nuveiiy    Co.,     Toronto, 
Out. 

atonlton    Mfg.    Co.,    Ltd.,    Montreal, 

Oil     I    loll. - 

The    Dominion    Oil    Clott     Co.,    Mouueal, 
yuu. 
Office  .>>  stems, 
Copelaiid-Chutterson  Co.,  Kent  Bldg.,  To- 
ronto,   Out. 
Ostrich    leathers. 

S.   E.   Porter  &   Co.,   Montreal,   Que. 
Overalls. 

Robert    C.    Wllklns   Co.,    Faruham,    Que. 
Uaiuiltou    Carharlt   Mfg.,   Ltd.,  isij   Queen 
E.,    Toronto,    out. 

Ornaments    oilk). 

Muuliuii    Mfg.   Co.,   Montreal,  Que. 
Printed     (  otioos. 

The  Douiluiou  Textile  Co.,  Montreal.  Que. 
Patterns. 
Home   Pattern   Co.,   New   Y'ork,   N.Y. 
The    McCall    Co.,    230    \V.    37lh    St.,    New 

York.    N.Y. 
The    iiutteiiik    Publishing    Co..    Butterlck 

Bldg..    New    York.    N.Y. 
New     idea    Pattern    Co.,    70    Bay    Street, 
Torouto. 
Pads. 
Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto, Ont. 
Plated    Jewelry. 

Ideal    Hair    Goods    Co.,    77    Y'ork    St.,    To- 
ronto,  Out. 
Hlbbert     A     Jaslow,    207    St.    James    8L, 
Montreal. 
I*in    Tickets. 
Copp.   Clark   Co.,  517   Wellington   St.    W.. 
Torouto,  Out. 
Pillows. 
Canadian    Carpet   A   Comforter   Mfg.   Co. 
Torouto.  Out. 
Quills. 
Jonathan    Dearden    A    Co».    11-13    Bridge- 
water    Place,    Slanchester,    Eng. 
Rea  d  y  -to- Wear. 

Oreensblelds,  Ltd.,  Montreal,  Que. 
Ralnroats. 
H.   E.   Davis  A   Co..   Montreal. 
C.   Kenyon   Co..   23rd   St.   and    Fifth   Ave.. 

New    York.    N  Y. 
The  Cr.ivenette  Co.,   Ltd.,  Well   St..  Brad- 
ford. Fog. 
National  Rubber  Co..  Ltd..  Montreal    Que 
Scottish   Rubber  Co..  Montreal. 
Canadian   Consolidated   Rubber  Co.,  Ltd.. 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W.. 

Montreal.   Que. 
Wreyford  A  Co.,  S5  King  W..  Toronto. 

Ribbons. 

W.  H.   Barry  A  Co..   Montreal. 
Continental   Mfrs.   Syndicate.  77   York   St.. 

Toronto.    Out. 
Belding     Paul     Cortlcelll     Co.,     Montreal. 

Que. 
Silks    Co..   58   Bay    St.,    Toronto.    Ont. 
Rugs    (Milton). 
Otto  T.  E.   Velt  ft  Co.,  64  Wellington   St 
W.,    Toronto.    Ont. 
Rugs    (Axminstcr). 
Otto   T    E.   Velt   ft   Co.,  64   Wellington    St 
W..   Toronto.   Ont. 
Hues     (Velvet). 
Otto  T.   E.  Velt  A   Co..  64   Wellington   St 
W  .    Toronto.    Ont. 
Rugs    (Oriental). 

I.    Bahnyao  A  Co.,  Bay  St..  Toronto.  Ont. 
Suspenders. 

Berlin    Suspender    Co..    Rerltn.    Ont 
S.    E.    Porter   A    Co..    Jfontre.nl.    Que 
Halls.    Limited.    Proekvllle.    Ont. 
Spool     Silks    (For    Mnnornrtiirrr«'    Cue). 
Walter  Williams  &  Co.,   Montreal.  Que. 
Staple    l)rv    Ooojes. 

W.    R.    Brock    Co..    Rav    and    Wellington 
sts..   Toron     .  Ont 

Smnllware*. 
W      R.    Rrock    Co.    Rav    and    Wellington 

Sts  .    Toronto.    Ont. 
W      R.    Rro.k    Co..    Notre    Dame    St.    W.. 

Montreal.    Qne. 
Greensbiebls.    Limited.    Montreal.    One 
Ideal    Hair    Goods    Co..    77    York    St..    To 
rnnto,    Ont. 
store    Ftttorea. 

I    Br  is     A    Co..    31    Adelaide    St.    W 
Toronto,  Ont 

Clntwnrthv  A    Son,   Klnr  St    TV  .  Toronto 

Dale   A    Pearmll,    1M   Front   St.    r 
rontn,    Out 

J     t:     P*lmpnherr*S   Sons.  710  R  road  w.n  t 
\     .    i  ark    N  Y 

R     Ttricer     40    CrOShT    St  .    Verr    York      \    J 

Detfofta*    *.    i"o      M 

A      si;.  bq     Ontario      St 

Toronto.    Ont. 
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Taylor    Mfg.    Co.,    Hamilton,    Ont. 
Walker   Bin  &   Store  Fixture  Co.,  Berlin, 

Uut. 
H.  L.  Wood  &  Co.,  Noble  and  Strickland 

Streets.   Toronto,  Ont. 
Royal    Display    Fixture    Co.,    812    Broad- 
way,   New    York,   N.   Y. 
Store    ircnln. 
The    Consolidated    Plate    Glass    Co.,    241 

Spadlua   Ave.,   Toronto,   Out. 
The    Kuwueer    Mfg.    Co.,    NUes,    Mich. 
Zourl   Drawn   Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 
Sweatercoats. 

Peuuiuus,    Limited,    Paris,   Ontario. 
Reliance    Knitting    Co.,    King   and    Bath- 

urst    Sts.,    Toronto,    Ont. 
Pride    of    the    West    Knitting    Co.,    Van- 
couver,   B.C. 
Monarch   Knitting   Co.,   Dunnville,   Ont. 
R.    M.    Ballautyue,    Ltd.,    Stratford,    Ont. 
C.   Turn  bull   Co.,    Gait.    Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal.  Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington    Sts.,   Toronto. 
Sanitas    Wall   Covering. 

Stauutous,   Ltd.,  934   Yonge   St.,   Toronto. 
Skirts. 
W.   H.   Wright  &  Co.,  433  Queen   St.   W., 

Toronto,   Out. 
The    Clayson    Co.,    280    College    St.,    To- 
ronto,  Ont. 
Marcus   Roman,   Jacobs  BIdg.,   Montreal. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk   Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Graud     Rapids    Show     Case    Co.,    Grand 

Rapids.    Mlcb. 
H.    L.    Wood    &    Co.,    Noble    and    Strick- 
land  Sts.,  Toronto. 
Shoe  Buckles. 
Smith   D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Skein    Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing   Co., 
Gait,   Ont. 

R.  D.  Fairbalrn   Co.,  105  Slmcoe  St.,  To- 
ronto,  Out. 
Silk    Ornaments. 

Moulton    Mfg.  Co.,   Montreal,  Que. 
Skirts     (Plaited). 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont. 
Scarfs. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Shirts    (Soft). 

Robert    C.    Wllklns    Co.,    Farnham,    Que. 
Summer    Clothing. 

Robert    C.    Wllklns    Co.,    Farnham,    Que. 
Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto 
Silks. 

Debenhams,  Ltd.,  Montreal   and  Toronto. 

Beldiug,    Paul,    Corticelli    Co.,    Montreal, 
Que. 

Silks   Co.,   58   Bay   St.,   Toronto,   Ont. 
Silk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 


Salts. 

iaulcinn     Cloak     &     Suit     Co.,     Samuels 

Bldg.,   Toronto,   Ont. 
The    Clayson    Co.,    280    College    St.,    To 
Ave.,    Toronto,    Ont. 
.'■tout   Suits. 
Defiance  Mfg.  Co.,  College  and   Bathurst 
Sts.,    Toronto. 
Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent    MIg.   Co.,   Montreal,   Que. 
Deacon   Shirt   Co.,   Belleville,   Ont. 
Regent   Shirt    Co.,    Notre   Dame   St.    W„ 

Montreal,   Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts.,    Toronto. 
Toques. 

Reliance   Knitting  Co.,   King  &  Bathurst 

Sts.,    Toronto.    Ont. 
R.   M.   Ballantyne,   Ltd.,   Stratford,   Ont. 
A.  Burritt  &  Co.,  Mitchell,   Ontario. 
Tailors'    Trimmings. 
Toronto     Pad     Co.,     569     Queen    St.   W., 
Toronto,  Ont 
Tweeds. 

Greenshields,   Limited,   Montreal,   Que. 
Tassels. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton  &  Pulford.  22     Back     Piccadilly, 
Manchester,    England. 
Trousers    (Duck). 
Robert  C.  Wllklns  Co.,  Farnbam,  Qne. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 
Belding     Paul     Corticelli    Co.,     Montreal, 
Que. 
Thread    (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
S.   Lennard   &  Sons,   Dundas,  Ontario. 
Penmans,   Limited,   Paris,   Ont. 
Mercury    Mills.    Limited.    Hamilton,    Ont. 
Reliance   Knitting  Co.,   King  &  Bathurst 

Sts.,   Toronto,    Ont. 
G.  Brettle  &  Co.,  London.  Eng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton.  Ont. 
Humphrey's      Unshrinkable      Underwear, 

Limited,  Moncton,  N.B. 
C.  Turnbull  Co.,  Gait,  Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,  Ont. 
Mclntyre  Son  &  Co.,  Ltd..  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St., 

Montreal.  Que. 
F.     W.     Robinson,     Ltd..     Bathurst     and 
Wellington    Sts.,    Toronto. 
Umbrellas  and  Parasols. 
R.    D.    Fairbalrn    Co.,    105    Slmcoe    St., 

Toronto.   Ont. 
Brophey  Umbrella  Co.,  King  and  Duncan 
Sts..   Toronto. 
Vacuum    Cleaners. 
Clements  Mfg.  Co.,  Duchess  St.,  Toronto. 
Onward   Mfg.  Co.,  Berlin,  Ont. 
Veiline«. 

Canada  Veiling  Co.,  Toronto. 

John    Heathcoat  &  Co.,   London,  Eng. 

Thompson      Lace      &      Veiling      Co.,      58 

Wellington    St.   W.,   Toronto,   Ont. 
Novelty   Import  Co.,  76  Bay   St.  Bay  St., 

Toronto,  Ont. 


Velveteens. 

J.  &  J.  M.  Wo  trail,  Limited,  Manchester, 

Eng. 
"Louis,"  57  Newton  St.,  Manchester,  Eng 
Velvets. 
The  Continental  Mfrs.  Syndicate,  77  York 
St.,  Toronto,   Out. 
Wholesale        Carpets,       Oil        Cloths       and 
Linoleums. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Women's    Outer   St    Under    Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.    Brock   Co.,   Notre     Dame   St.   W., 
Montreal,   Que. 
Wholesale   Woollens  and   Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Dale    &    Fearsall,      106      Front     St.      E.. 

Toronto,    Ont. 
Delfosse  &  Co.,  Montreal,  Que. 
A.    S.    Richardson   Co.,     99     Ontario    St.. 

Toronto,  Ont. 
J.  R.  Palmenberg's  Sons,  710  Broadway. 
New   York,    N.    Y.,   U.   S.   A. 
Wholesale    Smallwares    and    Fancy    Goods. 
John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale   Merchant   Tailors. 
Win.  H.  Leishman  &  Co.,  119  Adelaide  St. 
W.,    Toronto.    Ont. 
Wholesale    Drygoods. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Whitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear   Co.,    Three    Rivers. 

Que. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Waists. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
R.    D.    Fairbalrn     Co.,     105     Simcoe   St.. 

Toronto.   Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Meyer  Mfg.  Co.,  Toronto,  Ont. 
Ladies'  Wear,  Limited,  84  Wellington  St. 

W.,   Toronto,   Ont. 
Marcus  Roman,  Jacobs  Bldg.,  Montreal. 
Wall   Paper  Display  Racks. 

The  Onward   Mfg.   Co.,   Berlin,  Ont. 
Wardrobes. 
Grand    Rapids  Show     Case     Co.,     Grand 
Rapids,  Mich.,  U.  S.  A. 
Window    Shade    Paper. 

Stan n tons,   Ltd.,  934   Yonge   St.,   Toronto. 
Wool    Underwear,  Men's. 
Thos.   Waterhouse  &  Co.,   Ingersoll,   Ont. 
Schofield  Woollen  Co.,  Oshnwa.  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal,  Que. 
Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough.  Ont. 
Narrow    Fabric    Weaving   &    Dyeing  Co., 
Limited,   Gait.   Ont. 
Woven    Labels   for   Garments. 
Krnnfhelmer     &     Co..    20     Edmund     PI.. 
Aldersgate  St.,  London,  E.C.,  Eng. 
Wallpaper. 
Stauntons,  Limited,  944  Yonge  Street,  To- 
ronto,   Ont. 
The    Watson    Foster    Co.,    Montreal,    Que. 


IT  WILL  PAY  BUYERS 

to  purchase  their  wants  from  manufacturers  and  wholesalers  advertis- 
ing in  the  "Review."  They  represent  the  good  houses  in  their  parti- 
cular line. 

Progressive  manufacturers  usually  have  the  best  values.  Progressive 
manufacturers  advertise. 
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HINTS   TO   BUYERS 

From  Information  (applied  t>y  Boilers, 
but  fcr  which  the  edition  of  the  "He 
view"  (in  not-  necessarily  hold  themselves 
rcHpoiiHible. 


SPECIALIZING   ON   FURS. 

Silver  Bros.  Co.,  "Furs"  Limited,  is 
the  name  of  a  new  company  recently 
Formed  in  Montreal  with  offices  and  Eac 
torj  in  Hit-  Sommer  Building.  They  in- 
tend  to  specialize  in  the  manufacture  of 
class  coats  and  small  furs  for 
women,  from  such  pells  as  mink,  skunk, 
fox,  wolf,  beaver,  Hudson  seal,  near  seal 
and  muskrat. 

They  are  convinced  that  the  trade  will 
appreciate  a  specialized  service  such  as 
ilie\  intend  to  give  and  thai  buyers  of 
i  nrs  will  be  quick  to  see  the  advantage 
of  securing  new  smart  garments  made  in 

i  lie  latest  and  must  approved  styles.  A 
skilled  designer  has  been  secured  who 
is  thoroughly  familiar  with  both  Ger- 
man and  American  methods  of  fur  manu- 
facture, and  who  is  prepared  to  turn  (mi 
snappy  styles  modeled  after  the  latest 
interpretation  of  the  experts  in  the  besl 
style   centres.       Representatives  of  the 

new      firm     are     now     on     the     road     with 

samples  and  intending  buyers  should  see 
i  in-  new  range. 


-@- 


ALL  YARNS  QUOTED  HIGHER. 

A  eahle  from  London  says: — Market 
buoyant;  big  week's  business,  with  wool 
still  dominating.  Everything  in  active 
demand.  Most  descriptions  of  tops  one 
to  two  cents  up  on  both  English  and 
Colonial.  America  is  buying  freely  of 
English  and  Colonial  wool,  merino  cross- 
bred tops,  some  Botany  yarns,  noils,  soft 
-wastes  and  mohairs.  Ten  per  cent,  rise 
in  London  expected.  All  yarns  quoted 
higher. 

1# 

GOOD   YEAR  FOR  PENMANS. 

At  the  annual  meeting  of  the  share- 
holders of  Penman's,  Limited,  in  Mont- 
real, D.  Morrice,  who  has  acted  as  pre- 


A  partial  view   ,,t    the  new  sbowroo  ma  of  Walter  H.  Barry  \  Co    ribbon 
importers,   -Montreal,  showing  a   display  of   «..,„. 
the  new  Spring  fancy  ribb 


sident  since  the  organization  of  the 
company  in  1906,  resigned  from  the  pre- 
sidency and  ('.  B.  Gordon  was  elected 
president.  R.  B.  Morrice  succeeds  Mr. 
Gordon  as  vice-president.  Win.  Mr- 
Master  was  elected  to  fill  the  vacancy 
on  the  board  caused  by  the  resignation 
of  E.  B.  Greenshields. 

The  financial  statement  for  the  year 
ending  December  31st  is  considered  ver\ 
satisfactory  in  view  of  the  general 
slackness  in  business  during  the  past 
year. 

Mr.  Morrice,  who  presided,  stated  that 
notwithstanding  the  fact  that  trading  in 
many  of  their  industries  had  been  some- 
what  curtailed  during  the  year  just 
closed,  their  business  had  more  than 
maintained  its  usual  volume. 

Profits  for  the  year  amounted  to 
$444.0.").:.  inclusive  of  all  expenses  of 
administration,  and  after  providing  for 
bond  interest,  had  debts  written  off  and 
machinery  scrapped,  the  net  profits 
amount  to  $325,900,  an  increase  of  $38.- 
684.  From  this  the  usual  quarterly  divi- 
dends on  the  preferred  and  common 
stock  have  been  distributed.  The  re- 
serve account  has  also  been  augme 
by  $100,000.  which  now  stands  at 
$600,000. 

The  balance  at  credit  of  profit  and 
loss  account  amounts  to  $525,483. 


A  BIG  EQUIPMENT  ORDER. 

The  Kaufman-Baer  Co.  of  Pittsburgh, 

Pa.,  has  placed  its  equipment  order  for 
the  new  establishment  there.  This  is 
said  to  be  one  of  the  largest  given.  An 
interesting  thing  about  the  specifications 
is  thai  all  the  metal  parts  of  the  mov- 
able display  devices  are  in  the  same 
finish  as  the  permanent  fixtures,  so  that 
a  new  copper  bronze  tone  will  pre- 
dominate. 

It  is  expected  that  wax  will  be  ex- 
tensively featured  in  forthcoming  win- 
dows. This  is  in  line  with  what  has  re- 
cently   heen    done    by    Mars   all     Field. 

Macy  and  other  large  concerns  with 
master  decorators.  That  Palmenberg.  of 
New  York,  will  supply  all  the  wax  in 
addition  to  the  display  fixtures  means 
tl  at  an  American  manufacturer  is  favor- 
pi  over  his  French  rivals,  for  there  has 
ily  been  very  sharp  competition  be- 
tween Paris  and  Manhattan.  This  evi- 
dences a  decide.!  tendency  in  favor  of 
the  American  market. 

It  seems,  too,  that  the  order  for  the 
metal  parts  of  the  equipment  calls  for 
the  finest  in  material  and  construction. 
which  is  significant  of  the  growing  in- 
in  merchandise  decoration.  The 
sition  among  the  big.  successful  de- 
partment stores  is  to  supply  the  display 
management  with  everything  necessary 
to  obtain  the  best  results. 
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OLUS 


»ES    CAIN  OAT    Of 


The  New  Idea  in   Men's  Wear 

SHIRT   AND   DRAWERS   IN   ONE   GARMENT 

Olus  for  Spring 

The  truly  wonderful  sale  which  Olus  shirts  and  underwear  have  already  had  in  the 
trade  indicate  that  1914  will  see  this  practical  idea  firmly  established  as  a  staple 
garment. 

Get  these  features  in  your  mind — they  sell  the  goods:— 

Olus  is  the  first  and  only  one-piece  garment  which  is  coat-cut  and  having  an  absolutely 
closed  front  and  closed  back.  Olus  slips  on  like  a  coat  and  is  so  designed  that  it  does 
not  bind  or  draw  at  any  point. 

Olus  will  be  advertised  from  coast  to  coast  for  the  Spring  trade.  We  will  gladly  send 
to  dealers  handling  Olus,  cuts  for  local  advertising,  and  attractive  showcards  on 
request. 

There  will  be  a  big  rush  for  Olus  as  soon  as  the  warm  weather  arrives — We  advise  all 
dealers  who  have  not  already  taken  up  Olus  to  get  in  touch  with  their  wholesalers. 
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High-class  tailors  to  the  trade 


FALL  and  WINTER  MODELS  READY 


Hf 


New  Fall 
Styles 

The  height  which  the  modern 
tailoring  art  has  attained  is  exem- 
plified in  the  Fall  and  Winter 
showing    of    our     Fine    Tailored 

Clothes    for    men. 

Finest   Range 
of  Woollens 

Our  new  range  of  woollens  is  the 
finest  ever  offered  to  the  mer- 
chants of  Canada.  It  represents 
the  best  produced  in  either  the 
domestic  or  foreign  market. 

Inspect 
Range  Early 

Our  representatives  are  now  on 
the  road  showing  the  finest  range 
of  Fall  and  Winter  models  ever 
shown  the  Canadian  trade.  Make 
an    effort    to    see    them. 


Special  Order 
Department 

.Merchants    who    use    this    depart 
ment  are  building  up  big  bus 
with  minimum  outlay.     It  enable^ 
them  to  eater  to  the  tailor-made 
man    with    satisfaction. 

Spring  and 
Summer  Business 

During   the   Spring   and   Bummer 

you    can    bring   our   Special    I  I 
Department     to    your    aid     in     in- 
creasing your  service  and  revenue 

Ask  for  Full 
Particulars 

Write  to-day  for  full  particulate 
of  our  proposition  and  rind  out  if 
the     agen.\       for      your      town      is 

taken. 


IV m.  H.  Leishman  &  Co. ,  Limited 

CANADA'S  BEST  TAILORS  TO  THE  TRADE 

119   Adelaide   St.    W.,  Toronto 


Makers  of  the  Best    Tailoreii  Car  merits  J  or  Men 
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Take  Advantage  of 
Our  Enquiry  Department 

WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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FEATURES   OF   OUR 
NEXT  ISSUE 

The  April  1st  issue  of  Dry  Goods 
Review  will  contain  a  number  of 
articles  of  particular  moment. 

Fancy  goods  will  be  featured  in  a 
big  way,  many  hints  for  Fall  and 
Christmas  buying  being  given. 

Another  striking  feature  of  the 
next  number  will  be  the  starting  of  a 
Footwear  Department.  This  is  an 
important  department  of  many  dry 
goods  and  general  stores  in  Canada, 
and  our  subscribers  have  suggested 
from  time  to  time  that  we  give  them 
news  for  that  particular  section  of 
their  stores. 

We  will  endeavor  to  make  this  de- 
partment of  "The  Review"  live  up  to 
the  reputation  of  the  other  depart- 
ments of  the  paper,  and  the  readers 
can  look  for  some  real  live  interest- 
ing articles  that  will  help  put  new 
life  into  their  Shoe  Department. 

Look  for  this  new  feature  in  the 
April  1st  issue. 
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Dress  Fabrics    ir-  Y 
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^Tantio 


Tango 
Hair  Pin 


1  his  is  extra  heavy  stock  inlaid  with  lint 
Rhinestones.     Sells  at  from  1 5^ 

1  Ik-  line  here  illustrated  retail-  at  ^5c.  leav- 
ing a  good  margin  ■  <!  profit. 

Sample  orders  ol  $5  to  $10  will  he  >ent  par- 
cel   post    I 

Take  advantage  ol  the  popularity  ol  every- 
thing 1  ango  I  \  placing  a  trial  ordei  to-day. 

\\  c  also  car?)  the  new  Trot  pin  and  a  com- 
plete range  ol  plain  and  mounted  pins  ol 
ever}  description. 


The  IDEAL  HAIR  GOODS  CO. 


77  YORK   STREET,  TORONTO 


ifficc 
•4   I       Patl       liuildinB 
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"Rooster  Brand" 

SHIRTS 


We   make  500  lines 

SOFT  SHIRTS 

The  best   mills  in    Europe  and  America 
produce  the  fabrics  we  use. 

^  on  will  consult  your  <>w  n  best  interests 
in  stocking  "Rooster  Brand." 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

Shirts,  White  Coats,  Trousers,  Overalls, 

Khaki,   Dink  and    Automobile  Clothing 

MONTREAL   OFFICE:    501    New    Birks    Building 

OTTAWA  OFFICE:  62  Bank  St.  (Gambled    rrowbi 

VANCOUVER   OFFICE:  707  Welton  Plock 

ierl    \    < 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  ^Australasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New   Zealand. 

Subscription      «p^.5(j      Mailed  Free 


Specimen   Cop) 

//  he  supplied  on 

application 

Advertising  rates    may  be    obtained  and    space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.   E.C 

Publ 

ishinir  Offices  : 

Melbourne, 

Sydney, 

London, 

Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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Your  Counters  Where 

Women  Linger  Longest — 

IF  you  will  watch  women  when  they're  in  the  store,  you 
will  notice  that  they  stop,  and  linger  longest  at  the  coun- 
ters where  you  display  your  most  attractive  novelties  and 
fancy  goods. 

A  well-stocked  small-wares  department,  near  the  door, 
will  catch  many  a  dollar  that  would  otherwise  go  on  down 
the  street. 

Here  is  a  line  that  every  woman  will  stop  to  look  at,  and 
that  many  will  buy : — 

Nickel  and  Silver-Plate 

Vanity  Boxes 

NEW,  very  attractive  designs,  in  the  latest  styles. 
Silk-lined,  with  mirror,  coin-purse,  powder  puff 
and  pocket  for  visiting  cards.  Also  some  in  handsome 
inlaid  enamel. 

$2.10  to  $14.°°  per  doz. 

(assorted  if  desired) 

Our  fancy  goods  department  also  has  some  other  very 
attractive  new  Spring  goods,  which  will  bring  you  quick 
profits  and  sales  you  might  otherwise  miss. 

GREENSHIELDS    LIMITED 

Victoria  Square,  Montreal 


DRY    GOODS    RE  V  I  K  W 


MMcod,ffi%km. 


HWiC° 

UNDER  THtSHW)0w 

OF 

ST.  PAUL'S 
CATHEDRAL 


smraif 


Represented   by    MR.  A.  W.  GLIFFE  who    can  be  communicated   with    at   The   Windsor    Hotel, 

Montreal;  The  Queen's  Hotel,  Toronto;  also  Mr.  W.  P.  Frisley,  Royal  Alexandra,  Winnipeg; 

Vancouver  Hotel,  Vancouver.      Our  representative  carries  samples  of  the  latest  ranges  of  Ribbons,  Laces, 

Nets,  Chiffons,  British  and  Foreign  Dress  Goods,  Printed  Cotton,  Dress  Silks,  Velvets,  Etc. 

Canadians  when  visiting  London  are  invited  to  walk  around  our  warehouse  and  inspect  the  above  goods 
also  our  showrooms,  devoted  to  Mantles,  Costumes,  Gowns,  Ladies'  and  Children's  Millinery  Straws,  Flowers, 
Feathers,  Maids'  and  Children's  Costumes,   Underclothing,   Curtains,   Etc. 

Orders  sent  direct  have  special  attention.     Usual  shipping  terms. 

ABC  CODE,  FIFTH  EDITION 

Telegrams  : 

Churchyard,  London 


Factories,  10  and  II  Warwick  Lane,  I  C, 
Factories,  2')  t<.  33  Warwick  Lane,  E.C. 
I  sctorles,        Paternoster        Square,     K.C.. 


St.  Paul's  Churchyard,  London 


[LLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON  APPLICATION 
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Embergarten 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


Andersons 

KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 

A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian   Wholesale   House 


j\f     WM.  ANDERSON  &  CO.,  Ltd.    VTlJ^ 

m^  PACIFIC  MILLS,  GLASGOW  P"* 

4  L?3  SCOTLAND  l& 
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English  Mohairs,  guaranteed  by  the  B.D.A., 
belong  to  the  class  of  merchandise  that  you 
must  carry.  No  store  of  size  and  import- 
ance should  fail  to  have  a  good  assortment 
of  Mohairs — and  stores  of  reputation  will 
add  the  words  "English"  and  "Guaran- 
teed by  the  B.D.A." 

English  Mohairs  —  with  the  B.  1>.  A.  guarantee  —  are 
recognized   everywhere   as  the   best   mohair   fabrics   the 

world  produces. 

They  are  produced  in  a  tremendous  variety  of  colors  and 
patterns,  and  keep  a  step  in  advance  of  style  all  the  time. 

Still  a  staple  seller — having  a  demand  twelve  months  in 
the  year-  English  Mohairs  have,  hy  reason  of  their 
beauty  and  quality,  achieved  importance  aa  style  fabrics 
also.  ' 

Their  practical  features  are  too  great  to  be  overlooked 

even  by  the  smartest  dressers.  The  more  economical  class 
cannot  even  afford  to  overlook  English  Mohairs — Guar- 
anteed bv  the  B.  1>.  A. 


The  Bradford  Dyers'  Association 

of  Bradford,   England 


Limited 


Advertising  cuts  i  fr.-«-^  and  further  Information 
may   b  i   by  addressing  the  American 

Bureau,  at    No    238   Weal   39th   St..   N<\\    Tort 
City. 


Enxliah   "Mohnit"   Coatume  by   Martini   &   Armnnil 
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Marshall   Field 
&  Company 

Will  Sell 

McCall  Patterns 

After  May  1,  1914 


HIS  great  retail  house, 
after  a  most  careful  in- 
vestigation and  many 
pattern  tests,  chooses 
McCall  Patterns. 


A  splendid  new  McCall  pattern 
section,  which  will  bespeak  the 
last  word  in  fixtures,  will  be  in- 
stalled in  the  main  section  of 
this  wonderful  store. 

Shrewd,  far-seeing  dry  goods 
merchants  realize  the  supremacy 
of  McCall  Patterns.  Style,  Econ- 
omy, Accuracy,  are  three  reasons 
why  the  women  of  America  (both 
Canada  and  the  United  States 
prefer  McCall  Patterns. 

The  McCall  Company 

World's  Largest  Manufacturers  of  A  Paper  Pattern 
NEW  YORK  TORONTO 
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To  better  enable  them  to  serve 
the    increasing    demand    for 

Ladies'  Home  Journal  Patterns 

Marshall  Field  &  Co. 

announce  the  enlargement  of  their 
present  Ladies'  Home  Journal  Pat- 
tern Department  and  also  the  open- 
ing of  a  second  Ladies'  Home 
Journal  Pattern  Department  in  the 
basement  of  their  great  store. 

This  is  another  evidence  of  the 
growing  popularity  of  Ladies'  Home 
Journal  Patterns.  There  are  8,500 
other  merchants  enjoying  the  pres- 
tige and  profitable  business  of  a 
Ladies'  Home  Journal  Pattern 
Department.  Are  you  one  of 
them,  Mr.  Merchant?  If  not,  it 
will  pay  you  to  investigate.  Our 
terms  are  fair  and  liberal.  Your 
inquiry  will  not  obligate  you  in  any 
way  except  to  consider  our  proposi- 
tion. 

The  Home  Pattern  Company 

615  West  43rd  St.  /&/^fcv*\  New  York 
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You  Can  Be  Sure  of  Getting  The  Money 

By  Using  Our  Plan  The  Same  As 

These  Merchants  Have 


3.   M.   CONNER 

Dry    Goods,   Groceries,   Boots   and    Shoes 
Oklahoma 

Brenard  Mfg.  Co., 
Iowa  City,  Iowa. 
Gentlemen  : 

On  tin1  1st  of  November  we  closed 
with  your  plan  and  found  it  to  he  all 
that  was  claimed  for  it  and  even  more, 
and  to-day  we  are  giving  your  Mr.  Price 
an  order  for  another,  which  we  will 
Start  at  once. 

We  highly  recommend  your  system 
to  any  merchant  looking  for  a  fast  cash 
producer. 

Yours  very  truly. 

J.   M.   Conner. 


BIRCH    CLOTHING    COMPANY 

■  Clothiers  and  Furnishers 

Missouri 

The  Brenard  Mfg.  Co., 
Iowa  City.  Iowa. 

Dear  Sirs  : 

Please    send    us    nunc    cards    as  ones 

enclosed.      We    are    in    immediate  need 

of    them    and    would    like    to    have  them 
as   soon    as    possible.     Onr   business   for 

November    GO    per     cent,     increase  over 

same    month    last    year.      Please  rush 
cards.     We   arc. 

Respectfully  yours, 

Burcll  (  Milling  Co. 


ii.    II.    HEWITT 

(ieneral    Merchandise, 
South    Dakota 

Brenard   Mfg.  Co., 

Iowa    City,    Iowa. 
Gentlenu  11  : 

In  regard  to  your  plan,  we  made  a 
great  success  of  it.  winding  up  the 
last  day  with  $2,000.00  cash  receipts. 
On  this  day  it  was  almost  impossible 
to  get  into  our  store,  which  is  a  double 
store  with  two  entrances,  and  anybody 
going  along  the  sidewalk  walked  in  the 
street.  Business  was  good  all  through 
your  plan.  We  go:  a  lot  of  cew  cus- 
tomers >\ho  arc  still  With  us. 
Yours  truly, 

H.  H.   Hewitt. 


We  Grant  Exclusive  Use  of  Plan  Against  Com- 
petitors. If  you  desire  to  use  our  plan  in  your  town 
let  us  hear  from  you,  as  any  delay  on  your  part  may 
mean  that  your  competitor  will  already  have  secured 
the  exclusive  right  in  your  town.  For  quick  action 
telegraph 


BEWARE 


Of  salesmen  who  come  to  you 
claiming  to  represent  the  Brenard 
Mfg.  Co.,  or  claiming  to  represent 
a  company  that  is  a  branch  of  it.  We  have  no  branches — we  do 
business  under  the  firm  name  of  the  Brenard  Mfg.  Co.,  Iowa  City, 
Iowa. 

It  has  come  to  us  that  some  unscrupulous  salesmen  from 
another  company  have  been  going  about  showing  letters  and 
claiming  to  be  connected  with  us.  BEWARE  OF  THEM.  Our 
salesmen  carry  proper  credentials.  You  can  get  the  famous 
Brenard  Plan  only  from  the  Brenard  Mfg.  Co.,  Iowa  City,  Iowa. 


Brenard  Mfg.  Co.,  Iowa  City,  Iowa 


©JU>  B&fiA&H 


"Old  Bleach"  Linens  should 
be  the  basis  0/your  Spring 
linen  displays. 

Right  now  is  the  time  when  the  bride-to-be  is  given  her  linen 
shower  and  is  selecting  her  linen  trousseau. 

Specialize  on  "Old  Bleach." 

O.  B.  STOCK  IN  TORONTO 

R.  H.  COSBIE,    LIMITED 

IRISH  LINEN  AGENCY 
30  WELLINGTON  STREET  WEST  TORONTO 
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For  Safety's  Sake 

Use  the 


TRADE!  r^lARK. 


Pin  Ticket 

The  large  transportation 
companies  are  carrying  on 
a  ''Safety  First"  campaign 
by  giving  special  instruc- 
tions to  their  employees  and 
printing  '  Safety  First " 
signs  along  the  principal 
thoroughfares  throughout 
the  country. 

Why  not  carry  this  safety 
idea  into  your  business  by 
installing  the  Noesting  Pin 
Ticket?  These  tickets  are 
made  with  rounded  points — 
they  will  not  prick  the 
fingers  or  tear  the  materials 
— and  are  just  as  easy  to  use 
as  the  old-fashioned,  temper- 
ruffling  kind. 

A  free  sample  box  will  be 
sent  on  request.  Write  for  it 
to-day. 

The  Copp,  Clark  Co. 
Limited 

495-517  Wellington  St.  West,  Toronto 


Liddell's  medal  Linens 

are    popular   for   linen    showers 

Ai  this  season  of  the  year  it  is 
very  certain  that  linen  showers 
will  be  much  in  evidence.  Keep 
Gold  Medal  Linens  to  the  front 
in  your  displays.  They  will 
prove  to  be  biu  trade-getters. 


R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET,  TORONTO 
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Importers  of   Dry  Goods                / 

Keen  buyers  will  find  it  worth 

V 

their  while  to  send    for   our 

c 
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samples  in 

English  Curtains. 
English  Laces. 
Bedspreads. 
Pillow  Cases. 

V 

Table  Covers. 

—\ 

| 

> 

Runners  and  Squares. 
And  all  kinds  of                  P 

Swiss  Embroideries. 

O 

V 

0 

Special — 3.0(H)  pairs  of  Pants 
must  be  cleared  regardless  of 

or 

— 

</> 

cost. 

r 

< 

All  orders  promptl]   attended  to. 

V4[ 

Cauber  JJros'.  &  Co. 

\ 

y        e7 
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"The  Selling  Power  of  the  Dealer" 

In  the  year  1910  one  of  our  trade  papers  brought  out  its  Fall 
number  with  the  above  headline  as  a  slogan.  It  proved  conclusively 
that  the  dealer,  the  retailer,  is  the  strongest  factor  in  the  chain  of 
distribution  and  that  a  manufacturer  who  ignored  him  was  working 
at  cross-purposes  in  his  sales  plan. 

This  was  merely  emphasizing  the  principle  upon  which  the 
MacLean  Trade  Papers  have  always  sought  advertising  from  manu- 
facturers and  jobbers  in  opposition  to  the  illogical  claims  of  many 
consumer  mediums  and  ill-informed  agencies  that  "you  could  adver- 
tise to  the  consumer  and  compel  the  dealer  to  handle  your  goods." 

It  was  thought  that  this  silly  theory  was  buried  beyond  recognition,  but  it  has  re- 
cently been  revived,  thinly  disguised  by  some  of  the  metropolitan  dailies,  who  would  have 
one  believe  the  retail  merchants  of  Canada  were  but  a  series  of  automatic  slot  machines 
to  be  played  upon  by  consumer-hypnotizing  and  dealer-compelling  advertisements •  in 
the  aforesaid  metropolitan  dailies. 

Printers'  Ink,  the  well-known  advertising  authority,  pricks  this  fragile  bubble  with 
a  serious  article  in  a  recent  issue  entitled  "An  Investigator's  Experience  Among  Retail 
Dealers,"  which  every  advertiser,  national  or  local,  should  read. 

One  paragraph  quoted  will  suffice  to  show  the  scientific  accuracy  with  which  the 
investigator,  Geo.  L.  Lewis,  entered  upon  his  work  and  will  appeal  as  true  to  life  to 
every  reader  who  has  not  been  inoculated  with  the  coercion  germ. 

We  quote: 

I  kept  accurate  statistics  of  how  the  consumers  inquired  for  the 
goods  they  wanted.  My  records  showed  that  ninety-seven  per  cent, 
framed  their  first  query:  "Have  you  got  so-and-so?"  and  only  three 
per  cent.  "I  want  so-and-so."  Ninety-seven  per  cent. — think  this  over 
carefully — came  to  their  dealer  in  a  question  mark  attitude,  awaiting 
his  comments,  his  suggestions,  and  his  final  selling  climax.  Three  per 
cent,  only  came  resolutely  to  get  just  the  article  they  had  named.  The 
ninety-seven  per  cent.,  an  overwhelming  majority,  proves  to  me  that  the 
dealer  is  the  court  of  the  last  resort.  The  "desire"  and  "created 
demand"  are  but  the  first  elementary  step  in  the  buying.  THE  REAL 
SELLING  FORCE  IS  THE  ACTION  OF  THE  DEALER  IN  INTIMATE 
CONTACT  WITH  THE  PROSPECTIVE  BUYER. 

Every  sales  manager  should  have  the  words  of  that  last  sentence  printed  in  gold  and 
hung  over  his  desk  where  he  could  see  it  every  day.  It  would  save  much  misdirected 
energy,  wasted  money  and  disappointed  hopes. 

The  advertisers  in  The  Dry  Goods  Review  work  with  the  dealer,  not  against  him. 
Their  motto  is  co-operation,  not  coercion. 

Drop  us  a  line  and  have  one  of  our  representatives  call  and  talk  over  our  co-operation 
plan.    It  will  place  you  under  no  obligation,  and  is  certain  to  tend  to  your  benefit. 


The  Dry  Goods  Review 

Publication  Office,   143  University  Ave.,  Toronto 
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Fall  and  Winter  Season 
1914 

Dress  Goods 
::  and  Silks  :: 

E  have  much  pleasure  in  an- 
nouncing to  the  trade  that  our 
efforts  to  obtain  the  most  strik- 
ing novelties  in  the  market  have 
been  most  successful.  Your 
attention  is  respectfully  request- 
ed to  the  remarkable  range  of 
values  and  attractive  'materials 
we  have  gathered  together  for 
this  season.  Beyond  question 
they  represent  a  complete  assort- 
ment of  the  best  selling  features 
in  colors  and  fabrics.  Buyers 
should  keep  us  in  mind  when 
they  are  considering  Fall  pur- 
chases. 

THE 

W.  R.  Brock  Company 

(LIMITED) 

Toronto 
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Exclusive  Ladies'  Store  in  London  Shows 
Unusual  Equipment  and  Display 

Uniform  Arrangement  of  Mahogany  Fixtures  Along  Both  Walls 
— Thirteen  Mirrors  Across  Pillars  on  Ground  Floor — Long  Lines 
of  Glass  Show  Cases  With  Beautiful  Stocks — Dark  Rooms  for 
Night  Effects  on  Fabrics  and  Dresses. 

By  a  Staff  Correspondent 


SPECIAL  FEATURES. 

Electrical  cash  system  connecting 
with  each  department  and  equipped 
with  34  "cars"  for  carrying  change. 

Store  heated  with  steam  from  fac- 
tory two  blocks  away,  thus  being  free 
from  furnace  dust. 

Fire  proof,  with  doors  encased  in 
metal,  and  steel  and  concrete  stairs. 

Prism  lights  in  front  and  rear, 
light  thus  being  thrown  forward  and 
back,  to  meet. 

Hose  reel  on  every  floor. 

Electrical  switchboard  on  every 
floor. 

House  telephone  department  in  ad- 
dition to  two  trunk  lines  to  the  out- 
side. 

Dark  rooms  in  rear  of  dress  goods 
department  fitted  with  electric  lights 
and  mirrors,  used  as  trying-on  rooms 
to  test  colors  and  general  appearance 
of  dress  goods  and  dresses,  suits,  etc., 
by  night. 

Cedar  lined  glass  cabinet  for 
blankets  and  comforters. 

No  hand  bills;  keeps  to  "straight 
newspaper  advertising." 

Records  kept  of  each  clerk's  sales 
by  day,  week,  month  and  year,  and 
department  sales. 

Stock  record  made  up  each  month 
by  adding  purchases  and  deducting 
sales,  less  a  certain  percentage,  to  get 
cost  price. 

Baler  in  basement  for  waste  paper; 
sold  for  good  sum  each  month,  not 
burned. 

Thirteen  mirrors  around  pillars 
by  night. 


London,  Ont.,  March  31. 

ON  the  first  of  March,  1900,  a  new 
dry  goods  store  was  opened  in  this 
city.  It  closed  soon  after,  not 
however,  through  any  fault  of  its  pro- 
prietors, Messrs.  Gray  &  Parker.  It 
closed  some  four  or  five  hours  after 
opening1,  hut  the  occasion  was  a  celebra- 
tion,  one  marked  by  almost  delirious  joy, 
the  relief  of  Lady  smith.  Next  day  Gray 
&  Parker  opened  again,  and  have  re- 
mained open  ever  since,  and  to-day  that 
little  store  of  14  years  ago  has  flourished 
like  the  green  bay  tree,  until  the  space 
it  occupies  is  ten  times  as  great.  Four 
years  ago,  Mr.  Parker  withdrew  to  enter 
a  manufacturing  business,  and  one  year 
ago  the  firm  name  became  what  it  is  to- 
day, Grays,  Limited,  father  and  son. 
Grays,  Limited,  had  the  proposition  be- 
fore them  of  utilizing  a  22-foot  frontage 
and  185  foot  depth,  in  such  a  manner  as 
to  make  the  people  of  London  sit  up  and 
take  notice,  admire,  enter,  buy  and  come 
again  to  their  exclusive  ladies'  wear  es- 
tablishment. They  have  done  so,  not  only . 
to  their  own  satisfaction  but  the  public's 
in  one  of  the  neatest,  "classiest" 
and  most  systematic  interiors  that 
can  be  found  in  Canada  to-day.  Mr. 
Gray  has  made  an  artistic  and  highly 
practical  use  of  Store  Equipment  and  the 
Art  of  Display,  as  the  accompanying  il- 
lustrations and  descriptions  will  bear 
out.  And,  best  of  all, — if  its  advantages 
are  to  appeal  to  the  business  men  with 
a  certain  limit  to  the  expenditures,  he 
can  allow  for  fitting  up  his  store  for  the 
public's  delight  and  accommodation, — 
there  has  been  no  lavish  output ;  no  waste 
in  fixtures;  an  economic  utilization  of 
every  foot  of  space,  and  yet  a  general 
11 


effect  throughtout  the  four  floors  of  taste 
that  amounts  almost  to  daintiness;  a 
most  convenient  subdivision  of  depart- 
ments, and  a  handling  of  goods  in  a 
manner  that  brings  out  their  best  fea- 
tures while  it  judiciously  preserves  them 
from  the  evils  of  shop-worn  goods. 

The  Five  Floors. 

In  brief  the  arrangement  of  the  store 

is: — ■ 

Fifth  floor. — Reserve  stock. 

Fourth  floor, — Millinery — the  whole 
length  of  it. 

Third  floor. — Ready-to-wear. 

Second  floor.— Dress  goods. 

Ground  floor. — The  rest. 

That  was  why  we  started  at  the  top, 
so  as  to  get  the  benefit  of  excluding  the 
upper  three  from  the  staple  lines  carried 
on  the  first. 

Just  a  word  about  the  windows  first. 
With  so  narrow  a  frontage,  under  ordi- 
nary plans  it  would  become  necessary 
to  sacrifice  the  width  of  the  door  en- 
trance, or  of  the  display  windows.  Mr. 
Gray  did  neither.  He  gave  the  windows 
size  by  sloping  them  in,  so  that  the  dis- 
play met  the  customer  slarftways,  not 
square  along  the  street  front,  an  ar- 
rangement adopted  in  many  men's  wear 
stores. 

On  entering,  the  first  idea  is  "How 
neat!  How  uniform!  How  system- 
atic!" 

Uniform  Plan  for  Whole  Side. 

Seldom  has  a  store  been  fitted  up  witli 
cabinets,  a  shelving,  or  whatever  be  the 
wall  fixtures,  in  such  a  way  as  to  appear 
a  unity;  as  if  the  plan  had  been  worked 


Di:Y    r.oODS    REVIKW 


View  oo  entering  Gray's,  London.     On  left  are  mahogany  drawers  for  gloves  and  hosiery,  and  beyond  these  jjla~ - 
cabinets   for   underwear  and   corsets.      Note    long   line   of   sh  iw  cases  on  right   for  ribbons,  fancy  goods,  embroider] 
and  glas-;   cabinets   of  mahogany   with    mirrors   across   each   pillar.     The  floor  is  granolithic. 


out  for  the  whole  side  at  once.  In  so 
many  stores  there  is  a  patch  of  closed 
cabinets  here,  and  open  shelving  there. 
with  often  a  break.  This  is  no  stigma 
upon  it,  it  is  the  inevitable  result  of  fit- 
ting  up  by  degrees;  usually  a  quite 
necessary  result.  But  as  the  photo- 
graphs and  drawings  both  bring  out: 
there  is  a  uniform  easing  for  hosiery  as 
for  gloves;  and  on  the  other  side,  the 
mirror  system  i-  carried  out  along  each 
pillar  as  far  as  the  eye  can  reach  to- 
wards the  rear  end.  The  small  drawers. 
each  with  a  neat  card,  the  larger  cards 
on  the  top  of  the  ledge  indicating  the 
sections— are  suggestive  not  only  of  "a 
place  for  everything  and  everything  in 
its  place,"  but  also  in  their  very  com- 
pactness and  numbers,  of  a  full  stock  in 
each    department. 

The  wall  fixtures  are  handsomely  fin- 
ished in  mahogany,  with  drawers  that 
pull  out  for  the  hosiery,  gloves,  etc.,  or 
glass  door<  t  hat    moi  e  up  and   into  the 

wall  as  iii  a  t k-case.    Below  these  are 

the  usual  drawers,      A   variation   is  found 

on  the  left  at  the  entrance,  where  there 
is  stationed  a  large  glass  cabinet  for 
umbrellas,    with    upright    doors   opening 

on)    at     right     and    [eft. 

Mirrors  for    Each  Pillar. 

The  right   oi    the  3tore,  facing   to  t  he 

.  has  an  attractive  arrangement   of 

Theri    i     .1  neci  ss'an   break  in 

the  cabinets  for  stock  owing  to  the  pil- 

'  ii  Tins     pillar     -pace     I.- 1  I      iino 

ated  in  1 1 ■  .• « 1 1 \  stores,  is  covered  here  by  b 
or,  one  or  •  ach,  or  tbii  teen   in  all. 


LAYOUT  OF  GROUND  FLOOR. 

The  order  of  the  goods  on  the  right 
hand  side  starting  from  the  entrance  is 
as  follows : — 

Neckwear. 

Fancy  goods. 

Ribbons. 

Art  department. 

Embroideries. 

Pattern  cabinet. 

Linens. 

On  the  other  side  the  sections  are 
located   in   the   following  order: — 

Umbrellas. 

Gloves. 

Hosiery. 

Underwear. 

Corsets. 
i  Elevator). 

Ginghams,  ducks,  denims,  etc. 

Cabinet  of  cedar  for  comforters  and 
blankets! 


These  meet  the  mahoganj  sections  on 
either  side  and  give  a  very  handsome 
effect  to  the  side  wall.  A  section,  show- 
bag  I  he  mirror  across  the  pillar,  is  illus- 
trated  in   this  article. 

Supplementing    the    wall    fixtures,    as 
one   would   expect,  are   brightly   lighted 

show     Cases,       It     is    one    of    Mr.    (!ia\  '> 

strongets  maxims,  •'Von  must  display 
\ our  goods  to  sell  them.' '  1  te  baa  car- 
ried  iliis  out   on  e\er\    Moor,  and  while 

-'ore-  of  glass  and   hosiery. 

in  closed  drawers  he  shows  what   man- 
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ner  of  stock    it  all   is   in   his  show 
along  both  sides  of  the  store.     Opp 
the     elevators,— for     there     are     I 
special  display  arrangements  are  made, 
ii\    vlass  cabinets  and  show  cases.     The 
elevator  itself  makes  a  necessary  break 
in    the    continuity    of    the    wall    hV 
and  advantage  is  taken  of  this  to  have 
special  displays  of  goods  meet  the 
of  customers  in  stepping  out.     On  some 
tlooi-  there  i>  extra  space  secured  by  the 
very  position  ,.f  the  elevati 
this. 

Cedar  Cabinet   for  Blankets. 
The  cedar  cabinet.-    smelling  fresh  and 
-weet.  like  the  housewife's  cedar  chest 
— is  one   of   the   proprietor's   .justifiable 
causes  for  pride.     It  is  of  glass  in  front, 
showing  the   blankets   and   comfort 
ami   it    takes   no   argument    to   show 
goods   come    out    fresh    and    -w  • 
i-    an    optical     as    well    as    nasal—  proof 
of   it.     This   has  the  ordinary   plan    for 
handling  blanket-  left   far  behind. 

Dress  Goods  by  Colors. 
The    second    floor    is    devoted    '••    dreSS 

goods  which,  strange  to  say.  has  in  a 
exclusive    -tore-,    witnessed    almost    an 
equal    development    with    tbe    Readj 

Wear.      In   the   front    section   shelves 
both  sides  are  lined  with  a  well  ass 

stock.     \'  ■  le  left,  facing  the  front 
black  dress  goods;  next  come  the  b 

the    brown-,   the    greys,   and    mixture* 

ifder  named.    Mr.  Boles,  the  bead  ■>!' 
this   department,    who    is    building   it    up 

rapidly,    has   a    problem   about    the   ar- 
ement,     whether     to     keep     certain 
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Section  of  right  wall  of  store 
showing  nature  of  fixtures.  Glass 
drawers  on  top  to  display  fancy 
goods,  ribbons,  etc.  Note  mirror 
across   each   pillar. 


priced  g'oods  together,  or  to  make  the 
division  according-  to  the  nature  of  the 
fabrics,  or  the  shades,  as  he  has  done. 
Probably  he  will  in  turn  experiment  with 
all  three,  and  more.  Above  each  color 
section,  is  a  ledge  drape  of  goods  in  that 
shade. 

On  the  opposite  wall  are  silks,  and  ad- 
joining them  the  spool  section. 

An  attractive  effect  is  attained  by  a 
large  show  case  right  across  the  front, 
which  gets  the  full  benefit  of  the  sun 
through  the  windows.  This  is  all  the 
better  owing  to  the  store  occupying  a 
vantage  point  with  a  break  in  the  build- 
ing line  of  the  street  just  opjiosite  it, 
as  a  lane  starts  there.  This  show  case 
is  used  for  special  lines  of  French  dress 
goods,  of  dainty  color  and  texture. 

The  rear  portion  of  the  floor  is  de- 
voted to  linings,  with  two  silent  sales- 
men for  displaying  the  non-colored 
goods,  and  to  cotton  dress  goods  the 
other  side,  except  ginghams  and  prints 
which  are  kept  downstairs  on  the  main 
floor. 

Dark  Rooms  Lighted. 

Opposite  there  are  two  "dark  rooms" 
— a  feature  much  appreciated  by  ladies 
for  comparing  the  appearance  of  dress 
goods  under  electric  light  with  their  sun- 


DRESS    GOODS    DEPARTMENT. 

The  arrangement  is: — 

Blacks  Silks. 


Blues. 

Browns. 

Greys. 

Mixtures. 

Spools. 

Linings. 

Dark. 

Cottons. 

Rooms. 

Curtains, 

Drapery 

• 

light  look.  This  is  used  also  for  dresses, 
suits,  etc.,  and  removes  any  objection  to 
purchase,  or  a  delay,  through  the  old 
feeling,  "yes,  it  looks  all  right  in  day- 
light, but  I'd  like  to  know  whether  I 
like  it  at  night. ' ' 

The   curtain  and   drapery  department 
is  at  the  extreme  rear. 

Cabinets  and  Racks. 

The     Ready-to-Wear     Department     is 
situated  on  the  third  floor.     Here  again 


is  seen  ample  provision  for  the  display 
of  the  fine  stock.  On  the  left,  facing 
the  front,  are  covered  cabinets  which 
will  soon  be  fitted  with  glass  doors. 
These  contain  coats,  one-piece  dresses, 
separate  skirts,  kimonas,  waterproofs, 
lingerie  waists,  silk  waists,  and  wash 
dresses  and  skirts,  in  order  named.  On 
the  right  are  open  racks  for  suits.  A 
couple  of  circular  racks  on  either  side 
are  used  for  mantles  on  which  there  is 
a  special  price,  to  clean  them  out. 

Thus  for  the  whole  length  of  that  185 
feet,  the  goods,  in  systematic  division, 
are  displayed  in  glass  cabinets,  or  open 
but  "roofed''  cabinets,  on  long  racks, 
on  circular,  on  tables,  or  in  show  cases. 
At  the  rear  is  the  children's  wear  sec- 
tion, with  a  show  case  across  the  end, 
with  infants'  belongings,  looking  like  a 
baby's  pretty  wardrobe. 

To  the  right  back  of  the  elevator  is  the 
whitewear  department,  and  behind  this 
the  pressing  room,  and  the  alteration 
and   fitting  room. 

185  Feet  of  Millinery. 

On  top  of  this  is  the  millinery  depart- 
ment, 1S5  feet  long!  A  fine  vista  it 
presents  with  its  nest  of  tables,  show 
cases,  and  glass  wall  cabinets.  Again 
the   principle   of  the   maximum    display 


H  O.S   I    E  P.  Y 


UMBRELLAS 


UMBRELLAS 


Showing  first  section  of  wall  fixtures  on  left  of  store  on  entering.     Glass  cabinets  for  umbrellas,  and   drawers  for  gloves  and 

hosiery. 
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Section  "l   Left   wall  fixtures.     Doors  are  of  glass,  working 


lit'  goods  is  in  evidence.  <>n  the  righl 
side  it  is  proposed  to  place  a  huge  glass 
cabinet  thirty  feel  in  l<  ngth,  Cor  i  is- 
playing  hats,  with  ribbons  and  flowers. 
At  the  rear  is  the  work  room. 

The  fifth  floor  is  used  for  res<  rve  stock 
and  a  system  is  being  installed  by  Mr. 
Gray's  son  for  keeping  an  accurate 
record  of  everything  thai  is  on  hand, 
and   of   marking  off  all    thai    is   taken 

downstairs  to  put  on  the  shelves.  'Phis 
is  w  hcrr,  also,  he  prepared   his  ads. 

In  the  basemen!  is  a  boiler,  as  an  aux- 
iliary system  in  case  the  outside  heating 
plant  goes  wrong.  There  is  in  addition 
a  room  with  lockers  for  the  employees. 

In   another   issue   some  account    will   be 

gi\  en  of  i  be  bookkeeping  system  of  I  be 
firm,  including  the  handling  of  individual 
sales  of  clerks,  and  the  monthly  system 
of  stock-taking  by  arithmetical  process. 

Best  for  Least  Money. 
In    discussing    with    The    Review    the 
principles  thai  are  guiding  him  in  build- 


rrg    up   i his   exclusive   ladies'   store   .Mr. 
Gray    said: — ■ 

•'We  are  catering  for  ladies'  medium 
and  high  class  trade.  We  aim  to  keep 
good  stuff,  and  will  avoid  all  kinds  of 
lakes.  We  wouldn't  touch  them  nitb 
a  forty  foot  pole.  We  give  no  prizes, 
and  hold  no  lotteries.  We  aim  to  build 
on  a  good  solid  foundation:  'the  best 
of  everything  for  the  least  money.' 

"We  are  strong  advertisers,  hut  stick- 
to  the  newspapers.  We  use  no  hand- 
bills, hut  keep  to  straight  newspaper  ad- 
vertising believing  it  to  he  the  most 
serviceable. 

"I  never  interfere  with  the  customer 
or  salesman.  I  would  never  think  of  say- 
ing,  'Did  that  lady  gel  what  she 
wanted  .'"        We     let      the     clerks     do     I  he 

besl  they  can.  with  guidance,  of  course. 

There  is  always  a  floor  walker  to  see  that 
people  gel    waited  on,  either  myself  or 

some  one  else.     There  our  surveillance  mi 
actual  selling  stnps." 


Mill;,,  bowing  ubi    of  display  cases  for  hats,  flowers  and  other  trimming, 

a„',l  tabti         \    10-fool   gla  >    will   be  sel   along  the  left  side 

II 


This  system.   Mr.   Gray   thinks.  i~   re- 
sponsible tor  his  retaining  many  ol 
clerks  for  oxer  ten  years. 

In  general  the  policy  of  this  tin 
to  bring  up  the  quality  of  its  _ 
that  people  can  jet  the  best  that  is  going. 
For  instance,  in  neckwear,  a  25-Cent  line 
used    to   he   common    a    short    time 
now    ■")<)  and   75-cenl    articles  are   among 
the  lowest-priced  goods  kept. 

In  linens  tin-  linn  is  building  up  a 
special  trade  from  the  wide  range  and 
first-class  uoods. 

The  dress  goods  department  is  n 
a  special  study,  and  a  dressmaking  de- 
partment is  found  to  work  in  well,  one 
helping  the  other.  The  greatest  difficulty 
all  stores  rind  in  this  department  - 
find  the  proper  dressmaker:  once  she  is 
secured,   most    of   the   difficulties 

Dressmaking  an  Aid. 
In   its  relation   to  the  dri  BE    -        -   de- 
partment, the  dress  making  is  in  a   - 
a  dependent.     That    is.  all   goods   used  in 
this  department    are  charged   up  at    the 
full    selling   price,    even    when    the    g 
are  ordered  first   through  the  dress  mak- 
ing department.     So  with  linen,  sp 
etc.  The  dressmaking  department  simply 
adds  its  own  charge  for  making  up  the 
goods,  tor  example: 
1914. 

Feb.  27.  —  Hooks .  .  laces .  .  twist 
beads,  lace,  ribbon 
.  .goods,   making 

gown   S9.00 

Total  13.20 

Mar.    14.  — Cash   13.20 

Such   is  a  typical  entry   in   the  ".': 
making  book. 

The    clerks,    of    course,    in     t 
goods  department,  are  instructed   I 
commend    the   dressmaking    departi 
and  a  good  percentage  of  the  custom  is 

thus  secured. 

Unique  "Full  Page-'  Effect. 
In    advertising   the   firm    takes   liberal 
space.       Mr.    Gray,    dr..    is    keen    on    the 
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COKSE.T-S 


Section  of  left  wall  fixtures,  showing  selving  for  corsets. 


study  of  this  art  and  is  continually  look- 
ing for  new  schemes.  One  of  his  ideas 
is  to  arrange  for  using  two  columns  on 
each  side  of  a  page,  having  ordinary 
newspaper  reading  matter  in  the  three 
centre  columns.  This,  to  a  great  extent, 
gives  the  appearance  of  a  full-page  ad. 

He  avoids,  where  possible,  stereo- 
typed ideas.  For  instance,  when  the 
firm  was  about  to  move  to  its  new  build- 
ing from  a  short  distance  down  the 
street,  he  was  about  to  use  "Removal 
Sale,"  but  noticed  that  another  firm 
had  made  use  of  it.  So  he  changed  the 
heading  to  "Winding  Up"  Sale. 

Beats  Out  Rivals. 

He  keeps  copies  of  all  the  ads.  ho 
writes  and  if  at  a  loss  for  an  idea  some 
time,  generally  gets  it  by  looking  back 
over  the  files. 

In  addition  he  keeps  a  record  of  the 
special  announcements  of  his  rivals.  If 
this  year,  on  a  certain  date,  one  of  them 
announces  a  special  sale  that  catches 
the  public,  ten  chances  to  one,  twelve 
months  later  less  two  or  three  days, 
drays.  Limited,  will  hold  a  similar  sale, 
and  head  them  off  from  repeating. 

The  illustrations  and  drawings  will 
explain  in  themselves  many  other  de- 
tails of  the  first-class  equipment  of  this 
London  store. 

Among  those  responsible  for  the  suc- 
cess of  the  sto?-e  are  the  heads  of  depart- 
ments: J.  Boles,  dress  goods;  J.  G.  Mc- 
Kay, ready-to-wear;  E.  J.  Cossey,  lin- 
ens; Miss  Kindiee.  fancy  goods,  neck- 
wear, embroidery,  notions,  and  Miss 
Young,  hosiery,  corsets,  underwear,  um- 
brellas, gloves,  etc. 


Chicago  Firm  Sells  Tickets. 
Mandel  Brothers,  of  Chicago,  adver- 
tise to  furnish  their  patrons  with  tickets 
to  all  the  principal  theatres  in  Chicago 
at  box  office  prices.  These  tickets  are 
on  sale  in  the  rest  room  of  the  store. 


Household  Utilities 

.Marshall  Field  Adds  New  Sec- 
tion. Including  Kitchen  and 
Laundry  Requisites,  Paints, 
Vacuum  Cleaners,  Etc. 


IX    the   new   annex   of   Marshall,   Field 
&  Co.,  Chicago,  a  new  department  of 
"Household  rtilities"  will  be  added. 
The    newspaper    announcement    reads: — • 

"Increased  floor  space  afforded  by  our 
two  new  buildings  now  enables  us  to 
handle  additional  lines,  which,  together 
with  similar  merchandise  heretofore  car- 
ried in  various  sections,  are  now  grouped 
in  a  new  section  of  household  utilities. 

"The  section  will  contain  kitchen 
utensils,  kitchen  furniture,  laundry  re- 
quisites, refrigerators,  household  hard- 
ware, garden  tools,  lawn  mowers,  bath- 
room fixtures,  electrical  sundries,  enamel 
ware,  aluminum  ware,  sewing  machines, 
household  paints,  woodenware,  vacuum 
cleaners,  and  all  the  usual  merchandise 
of  this  general  character. 


"This  new  section  is  the  outgrowth  of 
a  general  demand  from  our  customers 
for  goods  in  these  lines,  and  is  another 
step  forward  in  the  policy  of  this  store 
to  render  a  complete  service  and  make  it 
possible  for  our  patrons  to  find  here 
whatever  they  need  in  such  merchan- 
dise," continues  the  announcement. 

"In  keeping  with  the  policy  of  Mar- 
shall Field  &  Company  the  merchandise 
will  be  the  best  obtainable,  the  assort- 
ments most  complete,  and  the  prices  the 
lowest  consistent  with  good  quality. 
Those  contemplating  purchases  in  these 
lines  will  find  it  to  their  advantage  to 
wait  till  next  Monday,  when  the  new 
section  will  be  open  for  business.  It  will 
occupy  the  entire  ninth  floor  of  the 
North  Wabash  avenue  building." 

@- 


New  Liskeard,  Ont. — A  men's  furni- 
ishing  store  has  been  opened  here  by 
Messrs.    Sproule   and    Soucie. 

Fredericton,  N.B.  -  -  S.  Kerner  will 
conduct  a  general  clothing,  boot  and 
shoe  and  women's  furnishing  business. 


View   of   ready-to-wear    department,    showing   excellent    display    in    cabinets    and    on 

racks  and  full-length  forms. 
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Roof  Gardens  in  New  York  Store  for  Welfare 

Work 

Gymnasium  Exercise  With  Special  Provision  for  Weak  Points — 
Cafeteria  at  Less  Than  Cost  -JRigid  Examination  on  Entrance — 
Amusement  for  Tired  Minds  and  Bodies — Even  Medical  Care  Eor 

the  Feet. 

Second  ol  Scries  l)\-  T.   B    Costain 


T1IK  prosperity  of  a  retail  store  de- 
pends in  no  small  degree  upon  the 
standard  of  efficiency  maintained 
on  the  staff  of  employees.  If  the  sales 
force  is  made  up  for  the  most  part  of 
clerks  who  are  zealous,  loyal,  and  rea- 
sonably well  versed  in  the  fundamentals 
of  salesmanship,  the  growth  of  the  busi- 
ness is  assured.  People  are  bound  to 
slio])  where  they  meet  with  courteous 
and  efficient  service.  On  the  other  hand, 
if  the  standard  maintained  on  the  sales 
force  is  not  a  high  one,  no  amount  of 
aggressiveness  in  other  directions  will 
serve  to  "keep  the  public  coming,"  as 
the  saying  is. 

This  opens  up  a 
decidedly  vital 
phase  of  modern 
merchandising.  Wit  h 
the  need  for  effici- 
ent help  staring  him 
in  the  face,  the  mer- 
chant finds  that  to 
keep  his  staff  up  to 
the  mark  entails 
more  than  the  pay- 
ment of  a  fair  liv- 
ing wage,  and  pro- 
viding of  a  well- 
ventilated,  sanitary 
store.  The  young 
clerk,  male  or  fe- 
male, needs  exer- 
cise, a  chance  for 
fresh  air  at  certain 
times  during  the 
day,  relaxation,  even  amusement — 
something  to  stimulate  the  interest  and 
take  away  from  work  the  apathy  that 
a  steady  routine  is  so  apt  to  breed. 
Recognition  of  this  necessity  has  led  to 
uli.it    is  known  as  Welfare  Work. 

Plans  for  the  Employees. 
Practically  all  the  big  retail  stores  id' 

the    World     have    well    developed     welfare 
plans.      It    was   the   good    fortune   of   the 

writer  recently  to  spend  a  day  in  the  new 
-tore  of  Lord  ami  Taylor,  New  Fork.   In 

8    greal    many    respects,  this  store   is   the 
in. -I     up  I"  dale     in    the    world    and    that. 

claim  mighl  perhaps  most  justlj  be  laid 
in  the  mal ter  of  Looking  after  the  beall h 
and  welfare  of  the  employees.  In  the 
Lord  and  Taylor  store,  the  employee  is 
looked  upon  as  a  decided^  valuable 
to  be   watched  closely 


and  treated  fairly  not  only  for  the  in- 
dividual good  of  the  employee  but  for 
t lie  resulting  benefit  to  the  store  as  well. 

Rigid  Test  on  Entrance. 

In  introducing  the  topic,  it  will  be 
necessary  first  to  explain  the  steps  taken 
to  supervise  tin?  selection  of  employees. 
Each  applicant  for  employment  is  passed 
through  a  rigid  investigation,  including  a 
medical  test.  Only  those  giving  every 
evidence  of  physical  fitness  and  mental 
alertness  are  taken  on.  It  is  intended 
as  time  goes  on  to  make  the  tests  more 
rigid   and  exacting,  as  it  is  recognized 


Taylor   to   inei  ••   comfort  of   the 

employee,  the  first  step  is  to  take  an 
elevator  and  travel  to  the  roof.  Here 
one  finds  a  really  unique  arrangement, 
one  that  speaks  volumes  tor  the  whole- 
hearted interest  that  the  firm  take  in  the 
welfare  of  their  employees. 

The  whole  roof  is  given  over  to  the 
various  departments  of  welfare  work. 
It  has  been  fitted  up  elaborately,  with- 
out regard  to  cost  and  every  possible 
convenience  that  ingenuity  could  sug- 
gesl   is  there. 

There  are  in  all  four  roof  gardens. 
each    of    -nod    six.e    and    fitted    up    with 

palms      and 


that  the  ureal  secret  id'  keeping  a  .-ales 
staff  up  to  a  high  average  is  in  selecting 
the  material  right. 

After  passing  the  examination  and  be- 
ing put  on  the  employment  li-t,  the  new 
clerk  is  not  left  to  his  or  her  own  powers 
of  acquirement  and  initiative  to  become 
ellicient  in  the  art  of  selling  goods. 
There  is  a   department,  presided  over  by 

a  personal  efficiency  man.  which  is  re- 
sponsible for  the  coaching  of  clerks,  the 

propel-    placing    of    employees    and    the 

-mi  in-  .Mil  oi'  such  as  are  "found  want- 
ing." The  scope  of  this  department  1- 
to  be  enlarged  and  it  is  probable  that 
classes   of    instruction    in    salesmanship 

u  ill   he   in-l  il  uted. 

Roof  Garden  for  Employees. 

Si.  much  for  the  direct  means  adopted 
lo  insure  effli  it  >W    for  the  indirect. 

\\  lien  studvinz  the  methods  of  Lord  and 


flowers  of  all  kinds. 
Here,  high  enough 
above  the  city  to 
•jet  fresh  air.  the 
tired  clerk  can  at 
the  lunch  hour,  or  in 
eases  of  indisp 
tion,  enjoy  a  quiet 
a  d  d  invigorating 
rest. 

There  is.  in  addi- 
tion, a  Large  gymna- 
sium on  the  r> 
On  the  occasion  of 
the  writer's  visit. 
this  had  not  been 
completed  but  equip- 
ment of  all  kinds 
was  being  moved  in 
and  the  informa- 
was  obtained  that 
I  e  Sum  "i  $6,000  was  being  -pent  in  ap- 
pliance- for  acrobatic  exercise.  When 
completed,  the  gym.  will  be  open  at  all 
hours  of  the  day  and  each  evening,  the 
men  and  girls  having  the  privilege  of 
it-  use  on  alternate  days. 

Serve  Meals. 

On  the  roof  als.>  is  a  large  dining-room 
on  the  cafeteria  plan.  Here  food  l- 
served  at  less  than  COSt.  It  is  quite  pos- 
sible to  obtain  a  good  lunch  for  L( 
I'll  cents  which,  enables  even  the  pa 
paid  of  the  staff  to  lunch  in  (he  cafeteria 
without  straining  the  pocketbook.  Ser- 
vice i-  rapid  so  that  alter  lunch  the  oni- 
e  generally  has  half  an  hour  of 
leisure  to  spend.  In  addition  to  the  gar- 
dens, halls  are  provided  with  music. 
The  writer  was  pn  sent   during  the  noon 
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and  business-like.     Routine  system  work 
proceeds  without  a  hitch. 

Employer     and     employee     alike    are 
reaping  the  benefit. 

& 


hour  and  found  the  girls  tangoing  and 
"trotting"  among  themselves  with  every 
evidence  of  enjoyment.  Tables  and 
magazines  are  provided  for  the  studious- 
minded. 

The  Hospital  Service. 

The  outstanding  feature  of  the  wel- 
fare work,  however,  is  the  medical  facili- 
ties provided.  One  corridor  on  the  roof 
is  given  over  to  hospital  work.  There  is 
an  operating  room  and  two  wards,  con- 
taining 3  cots  each.  Two  doctors,  one  a 
lady  practitioner,  are  in  attendance  and 
three  nurses.  If  an  employee  falls  sick, 
he  or  she  is  taken  at  once  to  the  hospital 
and  given  the  best  of  treatment  free. 
What  is  more,  if  the  sickness  is  of  such 
a  nature  as  to  entail  a  lengthy  absence 
from  work,  the  same  free  service  is 
given. 

Operations  are  performed  almost 
daily,  this  service  also  being  gratuitous. 

In  the  same  corridor  is  found  the 
dental  parlors  and  the  chiropody  de- 
partment where  a  service  on  a  par  with 
that  in  the  medical  department  is  ren- 
dered. If  a  clerk  finds  the  long  hours  of 
standing  hard  on  the  feet,  a  visit  to  the 
chiropody  department  will  serve  to  bring 
relief.  If  suffering  from  toothache,  a 
ready  relief  can  be  obtained. 

To  Maintain  Physical  Standard. 

A  lady  instructor  has  charge  of  the 
gymnasium  work  for  girls  and  training- 
classes  are  being  organized.  Before  en- 
rollment on  the  list  the  young  girl  is 
given  a  thorough  test  with  a  view  to  as- 
certaining what  form  of  exercise  will  be 
needed  most  to  bring  her  up  to  the  de- 
sired standard  of  physical  fitness.  It 
may  be  found,  for  instance,  that  the  ap- 
plicant has  a  weak  baek.  The  instruc- 
tor then  sees  that  the  girl  has  work  to 
do  which  should  strengthen  the  back, 
and  so  on. 


Welfare  Work 

Rigid     medical     examination     of 
clerks  before  engagement. 
*     *     * 

Coaching   of  clerks    and    assign- 
ing to  departments. 


Roof    gardens    with    gymnasium, 
dining  rooms,  halls  for  music,  rest 

rooms,  etc. 

*    •    • 

Hospital  service  with  nurses;  den- 
tal and  chiropody  departments,  etc. 


It  is  an  interesting  fact  that  each 
employee  is  provided  with  a  metal  locker 
for  storing  of  clothes  and  personal  be- 
longings. 

Work  in  Departments. 

Such  in  brief  is  the  welfare  work  un- 
dertaken for  the  staff  as  a  whole.  There 
are  many  other  ideas  being  worked  out, 
however,  in  separate  departments.  In 
the  correspondence  department,  for  in- 
stance, the  manager  has  formed  a  "har- 
mony club."  For  half  an  hour  each 
afternoon,  the  girls  stop  work  and  gather 
together  around  the  desk  of  the  chief. 
A  programme  has  been  provided  for — ■ 
sonis,  readings,  story  telling,  etc.  After 
half  an  hour's  relaxation,  they  return  to 
work  with  renewed  energy. 

And  what  is  the  result  of  it  all?  Are 
the  Lord  and  Taylor  employees  more 
efficient  as  a  result  of  the  privileges  thus 
accorded? 

From  all  that  the  writer  saw  on  the 
occasion  of  his  visit  through  the  store, 
an  emphatic  answer  in  the  affirmative 
might  be  given.  The  clerks;  seemed 
bright,  willing,  courteous.  The  service 
rendered  in  all  departments  was  prompt 
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Paying  Gas  Bills 

St.  Louis  Store  Starts  Unique 
Service  System  —  Direct  Wires 
to  Theatres  -  Will  Cash 
Cheques. 


I\T   St.   Louis   the  Grand   Leader   store 
has   established   a   unique   system   of 

rendering  services  to  its  customers. 
By  judiciously  advertising  the  new 
service  it  has  strengthened  its  hold  upon 
its  patrons.  The  manager  in  discussing 
the  new  department  said: — 

"In  this  wonderful  corner  you  can 
lighten  your  shopping  burdens  and  save 
many  unnecessary  steps  by  stopping 
and  asking  for  a  little  information  and 
advice.  We  are  always  willing  to  ex- 
plain and  make  shopping  a  pleasure  for 
you. 

"We  have  exercised  greatest  effort  in 
supplying  our  patrons'  wants.  You  can 
save  several  days  of  worry  by  mailing- 
packages  and  letters,  paying  your  ac- 
counts, such  as  your  city  gas,  electric 
and  water  license  bills,  and  that  it  not 
all ;  your  county  gas,  electric  and  water 
bills  may  also  be  paid. 

"After  a  customer  is  through  shop- 
ping, the  next  thing  is  a  rest,  and  where 
is  a  more  satisfactory  place  for  rest  and 
pleasure  than  at  the  theatre?  And 
here  is  where  we  can  give  you  the  best 
of  service.  We  have  installed  a  direct 
wire  system  to  all  the  leading  theatres, 
thus  giving  us  accurate  service  and  pre- 
ference in  the  choice  of  seats  for  our 
patrons.  If  you  have  an  account,  you 
may  charge  same,  if  you  desire  to  do 
so. 

"Gift  bonds  and  certificates  are  prov- 
ing decidedly  popular  with  many  prac- 
tical-minded people.  The  recipient 
may  select  merchandise  from  any  de- 
partment at  any  time  desired.  They 
have  also  become  very  popular  in  many 
ways  for  social  functions,  such  as  prizes 
for  parties,  clubs  and  euchre  entertain- 
ments. 

"Cashing  checks  and  receiving  want 
ads.  for  all  the  newspapers  is  another 
convenience,  for  ofttimes  one  neglects  to 
insert  an  ad.  just  because  the  newspaper 
offices  are  out  of  reach  of  a  department 
store  and  this  alone  has  proven  a  splen- 
did success  to  our  patrons  who  have  al- 
ready tried  our  system  of  taking  care  of 
their  want   ads." 


Posting    up   the   Order    of   Each    Clerk's   Sales 

First,  Second,  Third  or  Twentieth  in  List,  for  Everyone  to  See — 
System  Found  to  Work  Well  in  Kingston  and  Other  Stores — How- 
to  Regulate  Salaries  by  Sales  Records. 


H( 
to     work     for     increased     re- 
sults?" 

This  is  an  inquiry  that  has  reached 
The  Review  several  times  of  late,  in  some 
cases  with  a  despairful  note  lurking  in 
the  correspondence. 

One  method,  readers  will  recall,  was 
suggested  a  few  issues  ago,  as  used  by 
iIk  E.  B.  Crompton  Co.,  of  Brantford. 
This  was  to  forward  to  each  clerk  at  the 
beginning  of  a  week  the  amount  of  the 
sales  for  the  corresponding  week  of  the 
year  before,  thereby  letting  him  know 
what  record  he  had  to  work  to  beat. 
This  system  has  been  worked  success- 
fully in  many  stores,  and  others  are  try- 
ing it  out. 

Some  have  objected  to  The  Review 
that  such  a  system  involved  "telling  too 
much  of  one's  business,"  meaning,  of 
course,  that  if  each  clerk  had  a  record 
of  his  own  sales  he  could  consult  with  the 
one  next  him  and  by  a  process  of  addi- 
tion gain  a  pretty  good  idea  in  a  short 
time,  of  the  total  business  being  done 
by  the  firm.  This  information,  if  gained 
in  this — or  any  other  way — might  not 
always  prove  advisable,  for  the  firm. 

For  those  who  feel  there  is  force  in 
this  objection  the  store  of  John  Laidlaw 
and  Son,  of  Kingston,  Ont.,  furnishes  an- 
other method  in  which  definite  figures 
are  not  given.  This  involves  simply  post- 
ing up  the  names  of  each  sales  clerk  in 
the  order  in  which  she  (and  he)  comes  in 
actual  totals  for  the  week  that  has  just 
passed.  In  the  blank  form  from  the 
Laidlaw  store  that  is  illustrated  here, 
it  will  be  noted  that  there  is  a  division, 
something  corresponding  to  the  first  and 
second  in  a  baseball  record;  those  in  the 
first  fifteen,  and  those  below  that  mark. 
This  particular  number  it  may  be  sup- 
posed,  was  taken  as  a  half-way  point  in 
this  store. 

Tins  Bame  SyBtem  lias  been  worked  out 

in  many  other  stores  and  invariably  the 

experience  bas  been  thai  it  is  productive 

ood    results.      There   is   a    wholesome 

spirit     of  rivalry     stirred     up,     for     a 

I"  place  in  the  class  which  aroused 

all  BChool  children  who  ha\c  any  ambi- 
tion whatever,  still,  influences  us  when 
we  arc  grown  up,  whatever  our  occu- 
pation. In  in. i, i  lines  of  woi'k,  a  com- 
parison with  fellow-workers  is  imprac- 
ticable,   hut    in   a    record   of  sales  it  is 

easily  operated,  and  it  has  heen  found 
I"     incite    clerks     who    have     fallen    low 
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Form    used    in    store    of   John    Laidlaw    & 
Son,  Kingston. 

down  in  the  list  to  work  the  harder  to 
improve  their  relative  position. 
Divergence  in  Possible  Sales. 
Of  course,  objections  have  been  raised 
to  this  system  on  the  ground  that  it 
makes  no  allowance  for  the  wide  vari- 
ations in  the  natural  totals  of  sales  in 
differenl  departments,  For  example, 
where  a  clerk  is  handling  smallware  for 
individual  purchases  of  K).  1,").  or  25 
cents,  the  total  for  the  day  or  week, 
cannot  eclipse  or  even  approach  that  of 
the  seller  of  $25  mantles,  or  a  suit  of 
clothes  or  an  overcoat.  Which  is  quite 
true  in  itself,  and  makes  it  possible  for 
the  clerks  in  the  departments  where 
18 


sales  bulk  larger  to  retain  their  places 
at  the  top  of  the  list. 

But  this  discrepancy  is  understood 
perfectly  well  by  the  clerks  themselves. 
Each  one  is  aware  that  her  opportunities 
in  a  certain  department  may  not  be  able, 
even  with  the  utmost  exertions,  to  raise 
her  from  twentieth  to  second.  But  she 
can  improve  her  relative  position.  Prob- 
ably  her  fellow  clerk  in  smallware  is 
fifteenth  in  the  list.  Why  should  she 
not  be  sixteenth  or  even  fourteenth  t 
There  are  many  in  other  departments 
she  can  beat,  even  if  she  cannot  head 
the  list.  Hence  there  exists  what  may 
be  called  "relative"  rivalry;  the  top- 
ping of  the  list  is  only  one  of  a  score  or 
more  of  the  ambitions  that  are  created 
by  the  weekly  and  monthly  record. 

Sales  Improved  by  Use  of  List. 

Mr.  Robert  Bruce,  who  is  in  charge  of 
the  Laidlaw  store  in  Mr.  David  Laid- 
law 's  absence,  assured  The  Review  that 
he  had  had  abundant  evidence  of  sales 
being  improved  by  the  efforts  of  clerks 
to  come  up  in  the  list.  While  the  fif- 
teenth might  not  be  able  to  be  first,  the 
first  had  to  work  hard  to  keep  from  fall- 
ing to  second,  and.  indeed,  it  was  sur- 
prising, he  declared,  how  many  change* 
there  were  from  week  to  week  in  all 
parts  of  the  list. 

The  manager  of  a  large  store  when 
spoken  to  by  The  Review  in  regard  to 
this,  said  he  quite  approved  of  the  sys- 
tem, and  it  was  operated  in  his  own 
store.  He  explained  that  the  whole  work- 
ing out  of  the  salary  system  depended 
on  the  sales,  along  the  following  lines: 

How  Salaries  are  Fixed. 

"When  a  man  or  trirl  enters  out  em- 
ployment, unless  we  know  their  work, 
they  may  start  at  some  nominal  figure, 
say  $8  a  week.  We  tell  them  their  salary- 
will  depend  on  their  sales.  That  is  what 
we  engage  them  for — to  sell  goods;  and 
that    is   the   product    they    have   to    Ball. 

"Now,  we  have  each  department 
graded  according  to  the  average  cost  of 
selling  goods.  Tn  one  the  clerk's  salaries 
may  average  five  per  cent,  of  the  sales; 
in  another  where  the  amount  of  each 
item  is  large  they  may  not  average  more 
than  3  per  cent.,  and  in  some  cases  fall 
as  low  as  '2.  On  the  other  hand  a  few 
departments  may  co^t  as  high  as  6  per 
cent. 

"Now  here  this  clerk  starting  at  $8 
a   week.      If   her  department    avera_ 

(Continued  on  pace  20.) 


View  of  stage  in  store  on  which  mannequins  paraded,   showing  the  new  season's  models.     This  event  was  put 

on  by  The  Regina  Trading  Company  at  night. 

How   Regina   Store   Drew   Immense   Crowd 

of  Women 

Packed  the  Streets  to  See  Evening  Exhibit  of  Living  Models  in 
Ready-to-Wear  Department — Beautiful  Stage  in  Store  With 
Orchestra  Nearby — Came  Day  After  to  Buy  Goods. 

Special   Correspondence  of  The  Review 


GRAND  FASHION  PARADE. 
Do  you  want  to  see  for  yourself  the 
newest  and  best  in  the  Spring  fashions? 
This  evening,  commencing  at  8  o'clock, 
there  will  be  held  on  the  second  floor  at 
the  Regina  Trading  Company,  a  Grand 
Fashion  Parade,  wherein  living  models 
will  display  the  new  garments  for  every 
occasion.  Only  ladies  will  be  admitted 
to  see  the  review,  which  will  be  given  in 
the  following  order: — 

1.  Fresh  from  the  tailor. 

2.  Spring  Showers. 

3.  Peggy  from  Paris  and  her  friends. 

4.  Ready  for  the  afternoon  stroll. 

5.  As    seen    on    Fifth    avenue,  New 

York. 

6.  Suggestions  for  the  morning  shop- 

per. 

7.  What  society  demands. 

8.  The  Easter  parade. 

9.  The  leisure  time  girls. 

10 .  The  ball  room. 

11.  After  the  ball. 

12.  The  morning  after. 

13.  Comfort  and  good  sense. 

14.  Wedding  bells. 

15.  Good  night,  ladies. 

One  may  guess  the  first  stands  for 
tailor-made  suits,  the  second  for  rain- 
coats, umbrellas,  etc.;  probably  the  11th 
and  12th  for  negligees. 


The  parade  will  do  more  than  display 
the  season's  modes;  it  will  give  an  ob- 
ject lesson  in  the  matter  of  correct 
gowning  for  every  occasion. 

Regina,  March  25. 

THE  ladies  of  Regina  showed  their 
appreciation  of  a  rare  entertain- 
ment along  the  lines  of  one  of  the 
most  enticing  subjects  possible — Spring 
styles — when  they  not  only  crowded  the 
entrance,  but  almost  blocked  the  street 
in  front  of  the  Regina  Trading  Com- 
pany's store  at  eight  o'clock  in  the 
evening  to  witness  a  "Grand  promenade 
of  Living  Models."  So  great  was  the 
crowd  that  all  could  not  be  accommo- 
dated at  the  first  "view,"  and  the  pro- 
gramme had  to  be  repeated,  the  early 
comers  leaving  to  make  way  for  those 
who   were   still   waiting. 

As  will  be  seen  by  the  photograph  of 
one  scene,  the  exhibition  took  place  on 
a  raised  platform  which  was  handsome- 
ly decorated  with  spring-like  effects. 
This  was  changed  constantly  by  a  few 
deft  touches  to  represent  outdoor  or 
ballroom  or  other  surroundings  that 
would  fit  in  with  the  line  of  ready-mades 
that  were  being  exhibited.  Mannequins 
promenaded  up  and  down  upon  this 
platform.  Mr.  A.  "Fraser  Little,  head  of 
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the  ready-to-wear  department,  making 
an  announcement  as  each  group  appear- 
ed upon  the  stage.  To  add  to  the  de- 
light of  the  entertainment — which  be- 
gan at  eight  o'clock  in  the  evening — an 
orchestra  was  placed  in  the  well  below 
and  played  appropriately  to  the  various 
features  set  forth. 

What  was  the  result  of  this  elaborate 
entertainment  for  the  ladies  of  Regina? 

Crowds  Lined  Upon  Street. 

"A  splendid  success,"  writes  Mr. 
Little  to  The  Review.  "Never  in  the 
history  of  Regina  has  such  an  eager, 
interested  mass  of  ladies  assembled, 
crowding  the  entire  store  to  its  fullest 
capacity  and  lined  up  on  the  street  for  a 
block  from  each  entrance.  The  follow- 
ing days  after  the  parade  we  found  busi- 
ness enormous;  ladies  who  heretofore 
were  not  patrons  of  this  department, 
visited  the  garment  section  to  buy  the 
much-talked  of  costumes  worn  by  the 
mannequins." 

The  programme  that  was  provided  is 
indicated  in  the  list  of  the  titles  of  the 
"Review"  numbers  as  given  here,  "The 
Easter  Parade,"  "The  Ball  Room," 
"The  Morning  After,"  etc. 

The  first  to  appear  on  the  stage  were 
four   smartly   tailored   models,  in   natty 
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suits  of  blue.  Suitable  lials  were  worn 
with  them.  "Spring  Showers"  were 
long  loose  rain  coats  of  blue,  tan,  grej 
and  taupe  corduroy  or  rainproof  cloth. 
Little  Bailor  hats  with  narrow  drooping 
brims  and  broad  velvet  bands  completed 
these  <<.>t nines. 

Peggy  From  Paris  in  Slit  Skirt. 

"Peggy  from  Paris,"  created  some 
what  of  a  sensation  in  her  stunning 
white  and  screen  creation.  The  white 
(loth  skirt  could  be  buttoned  to  the  bot- 
tom or  left  open  to  the  knee,  as  it  actu- 
ally was.  revealing  a  tango  petticoat  of 
green  silk.  white  silk  stockings  and 
green  slippers  bound  up  Hie  ankle  tango 
fashion.  With  t bis  out  lit  was  worn  a 
e-quarter  green  coat,  and  a  poke 
bonnet  with  high  flare  and  long  green 
streamers,  and  a  green  bell-shaped  para- 
sol. Several  other  "milder"  costumes 
were  also  shown  under  this  head,  varie- 
ties for  Peggy. 

Afternoon  gowns  in  blue  shot  silk,  and 
others  in  brown  silk  and  wine  red  voile 
next  appeared. 

"What  Society  Demands"  brought 
out  corsage  bouquets,  draped  minarets, 
heavy  bead-  and  girdles  with  very  nar- 
row skirts. 

Sporting  Suits. 

The  ''Leisure  Time"  girls  included 
the  Motor  Girl  in  a  striped  grey  skirt, 
long  taupe  coat  and  hat  with  grey  veil. 
The  Canoeing  Girl  was  clad  in  a  bright 
red  coat  with  yoke  and  belt,  and  nar- 
row brim  panama  with  band  of  red 
velvet.  The  Tennis  Girl  had  a  white 
linen  skirt  and  blue  linen  Russian 
blouse. 

The  evening  gowns  were  exceedingly 
dainty  and  pretty  models  in  blue,  mauve, 
pink,  yellow,  etc.,  in  minaret  and  tunic 
effects,  and  short  overdresses  of  net- 
edged  with  fur,  lace  and  stiffened 
gauze. 

In  "Wedding  Bells."  a  dainty  little 
(lower  girl  led  the  way,  followed  by  the 
bride,  gowned  in  soft  white  satin  with  a 
fish  tail  train  and  a  filmy  net  veil.  The 
gown  was  draped  with  handsome  silk 
embroidered  chiffon  and  heavily  trim- 
1  with  brilliants.  The  bride's  bou- 
quet was  of  pink  orchids.  Her  four 
bridesmaids     were     daintly  gowned  in 

pale    pink    and       pale    blue      gowns   with 

o\ erdresses  of  lace  and  net. 
The  last  exhibit  was  of  kimonas,  neg- 

and  boudoir  caps.  Tn  dainty 
crepes,  both  plain  and  figured,  and  in 
silk  spotted  delaines,  all  of  dainty  col- 
ors and  trimmed  with  lace  and  shirred 
ribbons,   these     garments     looked   both 

prcttv    and    useful. 

Business  Grew  50  Per  Cent. 
All  the  mannequins  were  on  the  staff 

of  the  department.      Able  as-istance  was 

by  Mr.  Atkinson,  of  the  advertis- 
ing   department,    and    Mr.    Morgan,    the 


DEAD  QUIET. 
I    i    little  chap  was  playing  "store"       ''Keep  thai  Btore  quiet,"  mol 

Along  with  other  boys;  T1"'  ll,,le  chaP  was  wise'  .„ 

J    '  "All  right,"  quoth  he,  "we'll  just  pre- 

Ainl  as  they  romped  around  the  floor  l     ^ 


Thev   made  a  lot   of  noise. 


That   we  don't  adverl 


store  decorator,  who  is  on  the  edge  of 
the  group  in  the  photograph.  Mr.  Little, 
the  manager,  is  in  the  centre  of  the 
group. 

It  is  by  such  striking  devices  that  this 
department  has  been  build  up.  So  rapid 
was  the  growth  last  year  that  the  turn- 
over was  50  per  cent,  above  that  of  the 
previous  vear. 

® 


Posting  Up  the  Order  of  Each 
Clerk's  Sales 

(Continued  from  page  18.) 

per  cent.,  she  must  sell  $1(30  a  week  to 
earn  her  $8  even.  If  she  cannot  sell 
more  over  a  period  that  gives  here  a 
fair  trial,  than  say  $120  or  $140.  we 
would  tell  her  she  is  not  earning  her 
salary.  In  this  case  we  would  hardly 
reduce  her  wages,  but  would  feel  thai  it 
would  not  pay  us  to  keep  her  on  even 
at  the  $0  or  $7  that  she  earned,  as  we 
are  paying  our  clerks,  as  a  rule,  consid- 
erably more  than  that. 

One  Good  Better  Than  Two  Medium. 

Our  theory  is  that  we  prefer  one,  $lt> 
a  week  clerk  to  two  $8  ones— supposing 
the  salaries  are  on  a  sales  basis.  For  it 
follows  that  the  $16  a  week  clerk  sells 
as  much  as  the  other  two  together,  and 
in  being  able  to  do  this,  at  the  same 
time  probably  gives  a  more  intelligent 
and  more  pleasing  service  to  our  cus- 
tomers. So  that  we  prefer  live  good 
clerks  to  ten  fair  ones  in  any  depart- 
ment, provided,  of  course,  it  is  possible 

For  the  five  to  wait  on  the  customers 
w  it  bout   any  undue  delay. 

"Now    to  come  back  to  this  *S  a  week 

beginner.    Suppose,  instead  of  dropping 

to  $1  HI   She   -ells  up  to  $300  a   week,  and 

keeps  thai    up.       We  would  raise  her 

salary   to  $15  a    week,  and   with    no  long 

series   of  delays   between   the   advances 
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either.  Selling  $300  a  week,  in  a  "5  per 
cent."  department  she  is  worth  $15  a 
week  to  us,  and  if  she  earned  $18 — sell- 
ing $360  weekly — we  would  pay  her  that. 
In  some  other  department — a  "3  per 
cent,  one"  we  would  expect  $500  a  week 
in  sales,  for  a  $15  salary:  but  in  a  "6 
per  cent."  department  $250  sales  would 
bring  a  $15  a  week  salary. 

Percentage  Varies  with  Seasons. 
"There  is  one  other  point   to  notice. 
The    percentage    salaries   bear  to    sales 
varies   with   the  season  in  each  depart- 
ment.    Jn  a   shoe  department  sales  are 
larger   in    Winter   on   .$4.   $5   and    - 
lines,    whereas    in    Summer    with    pumps 
replacing  shoes,  they  might   fall  off  al- 
mosl    one-half.      In   that   case   the   per- 
centage    cosl    of    that    department 
automatically.      Hut    we   make  allowance 
for  this  in  fairness  to  our  employes." 

— © 

AMONG   THE   MERCHANTS. 

Edmonton,  Alta. -  A  merchant  tailors' 
association  lias  been  formed  here  which 
will  be  affiliated  with  sister  societies  in 
other  cities. 

Fredericton,  N.B.— Cecil  Holder  has 
opened   a   dry   goods  store. 

Winnipeg,  Man.  -  Borbridge.  Brophy 
&  Clark,  Brandon,  have  been  incorporat- 
ed as  manufacturers'  agents. 

Weyburn,  Sask.-  W.  T.  MeConachie 
has   started   a    tailoring  busim  ! 

Gull  Lake,  Sask.  W.  J.  Leaf,  dealer 
in  men's  Furnishings,  has  opened  a 
branch  in  the  easl  end. 

Brandon,  Man. — Nation  &  Shewan.  a 
departmental  store,  have  taken  over  the 

store  next  door,  formerly  occupied  by 
Doig,  Robertson,  Ltd..  dr>  goods  mer- 
chants. Doig.  Robertson,  lit.!.,  have  amal- 
gamated with  The  Merchant*.  Ltd.,  form- 
erly A.  D,  Rankin  >x  Co.,  and  arc  now 
known  as  Doig,  Kankin  &  Kobertson. 


Western  Merchants  on  Trail  of  the  Dead  Beat 

Some  Lively  Discussion  at  Big  Moose  Jaw  Convention  on  This 
Important  Subject — Banking,  Another  Problem  Dealt  With 


Moose  Jaw,  Sask.,  March  25. — Some  four  hundred  delegates 
from  all  parts  of  the  province  are  in  attendance  here  at  the 
annual  convention  of  the  Retail  Merchants'  Association,  Sas- 
katchewan Branch.  Up  to  last  night  the  discussion  was  lively. 
Particularly  so  has  this  been  the  case  on  the  paper  read  by 
W.  F.  L.  Edwards  on  the  subject  of  Credits.  This  is  one  of 
the  livest  questions  in  the  West,  and  the  merchants  during  the 
last  couple  of  years  are  working  more  determinedly  to  elim- 
inate the  vast  losses  caused  by  people  who  will  not  pay  their 
bills. 

J.  L.  S.  Hutchinson,  of  Saskatoon,  spoke  on  banking,  col- 
lateral security,  etc. 

Invitations  for  next  year's  convention  came  from  Swift 
Current  and  Saskatoon,  and  considerable  discussion  took  place 
on  this.  At  time  of  writing  this  question  had  not  been  settled, 
but  a  full  report  will  be  forwarded  for  next  week's  issue. 

at  the  provincial  head  office  in  Saska- 
toon. This  department  issues  collection 
letters  to  all  the  members  who  apply  to 
them.  These  letters  are  in  two  portions 
and  the  member  fills  in  the  stub  giving 
all  the  particulars  as  called  for,  and 
sends  the  other  part  to  his  debtor.  In 
many  cases  the  first  letter  is  sufficient  to 
bring  in  the  money  or  at  least  to  have 
arrangements  made  for  payment,  but 
where  this  is  not  done  the  stub  is  turned 
in  to  the  Saskatoon  office  and  a  second 
letter  is  issued  from  there.  This  second 
letter  gives  the  debtor  fifteen  days  to 
arrange  settlement,  and  if  at  the  expira- 
tion of  that  time  no  adjustment  has  been 
made,  the  debtor's  name  is  reported  to 
Toronto,  for  publication  on  the  list  of 
delinquent  debtors,  a  copy  of  which  list 
will,  in  due  course  be  placed  in  the  hands 
of  every  member  in  that  Province. 

Since  the  first  of  November  last  up  to 
the  15th  of  February,  there  have  been 
reported  to  the  officials  as  being  paid 
through  the  results  of  the  collection  let- 
ters issued  by  the  Credit  Reporting  De- 
partment no  less  than  411  accounts  rep- 
resenting a  total  amount  of  $15,968  and 
during  the  same  time  there  have  been  re- 
ported to  Toronto  for  publication  on  the 
list  of  delinquent  debtors  some  1,470 
names  representing  a  total  amount  out- 
standing to  the  members  of  $64,114. 
Much  Outstanding  Money. 

These  figures  are  just  three  months' 
work  of  the  credit  reporting  department, 
and  from  less  than  20  per  cent,  of  the 
present  members  of  the  association.  If 
every  member  had  sent  in  his  collection 
letters'  stubs,  these  figures  would  at  a 
low  estimate  have  been  trebled.  Eve:i 
then  that  would  only  have  represented 
less  than  15  per  cent,  of  the  merchants  in 
the  Province.  With  these  figures  to  work 
upon,  it  does  not  need  a  great  deal  of 
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Work  of  the  Past  Year. 

The  Saskatchewan  branch  of  the  Re- 
tail Merchants'  Association  was  organ- 
ized a  year  ago  at  a  large  convention  in 
Regina,  Sask.,  with  F.  J.  Bole,  Regina 
Trading  Co.,  as  president.  Other  officers 
elected  were:  T.  J.  Agnew,  of  Agnews, 
Ltd.,  Prince  Albert,  as  first  vice;  W.  W. 
Cooper,  of  Cooper  &  Co.,  Swift  Current, 
as  second  vice,  and  J.  L.  S.  Hutchinson, 
of  the  Saskatoon  Hardware  Co.,  as 
treasurer.  F.  E.  Raymond,  of  Saska- 
toon, was  made  provincial  secretary. 

During  recent  months  the  association 
had  two  organizers  in  the  Province,  one 
of  whom,  J.  M.  Brayley,  took  up  the 
work  in  August  last,  but  as  it  would 
have  taken  a  great  deal  of  time  to  cover 
the  Province  with  only  the  one  organizer, 
it  was  decided  to  place  another  on  the 
field.  R.  M.  Jewell  was  therefore  en- 
gaged in  November  last,  and  as  a  result, 
there  are  in  Saskatchewan  alone  over 
1,400  members  and  the  organizers  have 
been  adding  to  these  at  the  rate  of  from 
thirty  to  forty  every  week. 

The  way  the  organizers  have  been 
working  has  been  to  call  a  meeting  at 
the  largest  of  several  towns  in  easy  reach 
of  each  other  and  appoint  officers  to  form 
a  local  branch.  The  merchants  then  in 
the  towns  which  come  under  that  local 
branch,  turn  in  lists  of  their  customers, 
with  their  ratings  on  each  to  the  local 
secretary,  who,  in  turn  compiles  a  list  of 
all  the  names  he  has  with  the  rating  on 
each,  and  hands  a  copy  of  that  list  to  all 
members.  In  this  way  it  is  possible  to 
keep  track  of  those  parties  who  live 
within  reach  of  several  towns  or  villages, 
and  who  exhaust  their  credit  in  one  place 
and  then  go  and  repeat  the  performance 
elsewhere. 

In  addition  to  this  there  is  the  credit 
reporting  department  which  is  situated 


reasoning  to  realize  the  money  which 
must  be  outstanding  on  the  books  of 
Saskatchewan's  merchants.  The  genus 
"dead-beat"  is  evidently  abroad  in  the 
land  all  the  time  and  in  ever  increasing 
numbers. 

Through  the  efforts  of  the  association 
the  first  piece  of  legislation  ever  obtained 
by  the  merchants  of  Saskatchewan  as  a 
body  came  into  force  on  the  15th 
of  February  last.  This  was  the 
Small  Debts  Act  and  while  this  is 
claimed  to  be  a  great  improvement  over 
pre-existing  conditions,  it  was  hardly 
what  we  wanted.  Still  it  is  recognized 
as  a  start. 

At  the  next  sitting  of  the  Provincial 
House    there    will    be    several    matters 
brought  up  such  as  Continuous  Garnishee, 
Unfair  Advertising,  etc.,  etc. 

Saskatoon  has  alone  a  membership  of 
105,  and  has  a  rating  system  whereby 
any  member  who  is  approached  for 
credit,  has  just  to  telephone  to  the  office 
of  the  association,  and  if  the  particular 
party  is  not  rated,  within  a  very  short 
time  the  applying  member  can  be  assured 
that  he  will  receive  authentic  informa- 
tion to  guide  him  in  his  judgment  as  to 
granting  the  credit  or  not. 

The  Saskatoon  branch  at  the  present 
time  has  several  matters  before  the  city 
council  such  as  licensing  transient 
traders  and  improving  the  city  market, 
and  is  taking  up  the  question  of  free 
telephone  service  to  nearby  towns,  rural 
free  mail  delivery,  and  numerous  other 
items  of  interest  to  the  local  retail  mer- 
chant. 


F.  J.  BOLE,  REGINA,  S^SK. 

Who   Presided  at  the  Big  Convention   in 
Moose  Jaw. 


Investments  Apart  From  the  Business  Itself 

Idyll  of  the  Boy  Who  Kmind  ihc  Way  Through  Hearing  Oppor- 
tunity When  She  Knocked — Laying  Aside  From  the  Busings  a 
( lertain  Sinn   Kaeh   Year  in   Uoiids. 

Written  for  Dry  Gooda  Review  by  Henry  Johnson,  Jr. 
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N  L890,  in  the  city  of 


-,  a  boy 


was  born.  Nothing  unusual  about 
that  and,  apparently,  nothing  un- 
usual about  the  boy.  lie  was  just  an  or- 
dinary, regulation,  nondescript,  red- 
headed youngster,  sturdily  built,  with 
plenty  of  "git-up-and-git" — simply  a 
'.rood,  healthy,  wholesome  sort  of  kid. 
There  was  in  his  character  just  one  trait 
h  ith  which  we  have  to  do.  That  was  the 
predisposition  to  "get  there"  in  as  live- 
ly a  way  as  possible,  by  the  shortest 
legitimate  route.  I  say  legitimate  be- 
cause, though  the  boy  had  unlimited 
ambition,  he  was  made  to  play  the  game 
according  to  the  rules.  He  was  not  to 
be  tempted  to  do  anything  shady  in  any 
circumstances  nor  for  any  apparent  re- 
ward. This  indicates  that  he  was  en- 
tirely safe  and  sane;  honest,  indus- 
trious, hard-headed;  a  genuine,  though 
not  an  exceptional  North  American 
hustler. 

Barney  Leaves  School. 

Like  many  another  practical-minded 
youth,  this  boy  did  his  own  thinking 
and  was  impatient  of  anything  that  he 
thought  stood  in  the  way  of  his  ma- 
larial advancement.  So  he  chafed  under 
instruction  in  grammar  and  other  regu- 
lation school-stuff,  though  he  was  good 
at  arithmetic,  spelling  and  other  things 
which  he  could  readily  understand  as 
having  a  direct  application  to  everyday 
life.  At  fourteen,  therefore,  in  1904 
that  is,  he  persuaded  his  folks  to  let  him 
cut  school  and  go  to  work  in  Temple- 
ton's  grocery  store.  It  happened  that 
Templet on's  was  the  best  store  there 
and  it  also  happened  that  Templeton 
was  a  merchant  of  the  old  school  who 
knew  how  to  tie  old-fashioned  packages 
and  delighted  to  teach  his  boys  every- 
thing on  the  old  lines  of  the  grocery 
business.  This  means  that  Barney's 
busines  education  was  thorough  and  ab- 
solutely practical. 

Barney  was  only  a  boy.  He  was  n<  I 
a  man  all  at  once  Hence  there  was  the 
usual  amount  of  foolishness  and  play- 
fulness in  his  development,  lie  was  no 
infant  prodigy.  There  was  nothing  of 
the  high-brov.  stuff  about  him.  But 
he  was  of  the  stuff  that  soon  tires  of 
futile  things.  So  at  IS  he  was  a  finished 
clerk,  lie  knew  the  stock  from  top  to 
bottom,      lie  knew    the   store  completely. 

lie  knew    mosl   of  the  costs  and.  being 


apt  at  figures,  the  margins  were  familiar 
to  him.  lie  knew  all  the  customers  and 
Balesmen;  and,  because  he  was  a  bright, 
cheerful,  inquisitive  seeker  after  infor- 
mal ion,  many  of  the  "boys"  liked  to 
tell  him  things  to  help  him  along  Need- 
less to  say  he  always  saved  money.  He 
was  constantly  thinking  about  how  best 
to  use  that  money,  having  in  mind  the 
starting  of  a  business  of  his  own,  or 
going  in  with  the  "Old  Man"  some  day. 
He  had  confidence  in  his  own  ability  to 
handle  his  money  properly,  and  did  not 
fear  to  use  it;  but  up  to  the  beginning 
of  his  21st  year  he  had  not  used  it — it 
was  drawing  the  regular  savings  bank 
interest  of  3  per  cent.,  compounded 
semi-annually. 

In  1910  Barney  was  getting  $60  per 
month,  and  was  the  "main  squeeze"  in 
Templeton 's  store,  and  he  was  saving 
half  his  wages.  That  was  the  time  that 
many  high-class  bond  dealers  awakened 
to  the  value  of  the  small  investor  and 
began  to  comb  the  country  for  pur- 
chasers of  $100  bonds.  One  particularly 
sincere,  earnest  young  salesman  used  to 
talk  with  Barney  about  putting  his 
money  into  bonds  at  6  per  cent.  Barney- 
listened  and  seemed  to  absorb  all  the 
reasoning,  but  could  not  quite  see  it 
until  once  when  his  friend  went  to  him 
with  a  new  line  of  arumnent    about  this 


way : 


$30,000  at  Fifty. 


"Barney,  boy,  you  are  a  young  man 
with  ambition  to  really  accomplish  some- 
thing delinite.  You  know  that  a  com- 
petence, in  money,  is  about  as  solid  a 
thing  as  any  man  can  work  for.  If, 
now.  you  were  to  be  shown  a  way  by 
the  following,  of  which  vou  could  be 
SURE,  ABSOLUTELY  SURE,  that  at 
fifty  years  of  age  you  could  have  a  com- 
petence of  $30,000  in  good,  solid  securi- 
ties, ;1n  without  overtaxing  your  known 


capacity  to  produce  and  save,  would  you 
think  it  worth  while  to  follow  the  plan 
during  the  coming  30  years?" 

"Thirty    thousand    dollars,    did    you 

Jerry?     Did   I   understand  you  a- 

rightl     Stop  a   minute — do  not  answer 

too    quickly;    remember,    old    man,    you 

are  talking  of  a  FORTUNE." 

"Thirty  thousand  is  right,  Barney — 
here  are  the  fieures,"  and  Jerry  drew 
from  his  pocket  a  document  covered  with 
6gures,  as  below : 

Jan.  1/00    $150.00 

July  1/00   4.50 

150.00 

$304.50 

No.  1  1/1/  9.13 

150.00 

463.63 

and  so  on  down  to: 

No.  31     1/1   $7S8.68 

150.00 

27,227.88 

7  1    816.84 

150.00 

28.194.71 

12/31    S45.84 

29.040.55 

Barney  looked  at  the  figures  for  some 
minutes  before  he  spoke,  and  Jerry  did 
not  interrupt  his  thoughts.  Then  Barney 
said:  "Looks  good,  all  right,  and  I 
surely  shall  not  kick  over  any  conclu- 
sion  you  have  shown;  but  tell  me.  old 
man.  why  you  slopped  over  to  31  years, 
and  also  why  you  have  not  shown  the 
$30,000  in  full?" 

"Easy  enough."  replied  Jerry.  "To 
begin  with,  you  are  going  to  set  aside 
$150,  and  thereafter  you  are  ?oin;r  to 
put  away  $25  every  month,  on  a  plan 
1  shall  outline  to  you.  and  the  result 
will  be  fully  thirty  thousand  dollars — 
maybe  more." 

I  Continued  in  next   issue. ) 


Among  the  reasons  for  expecting  a 
pjood  1914  business  is  the  favorable  con 
<lit  ion  in  the  agricultural  field,  for  even 
where  the  volume  of  crop  yield  may  not 
be  up  to  the  bumper  point,  the  ruling 
prices  for  crops  and  produce  are  high 
and  insure  the  farmers  having  purchas- 
ing power.     Farmers  are  now  among  the 

largest    consumers  of  heavy   handwear. 

Some  o\'  the  eredil    for  the  development 
oo 


of  this  trade  must  <ro  to  the  canvas  glove 
it  is  said,  despite  the  fact  that  some 
pessimists  did  predict  that  the  cloth 
eio\es  would  injure  the  leather  poods 
business.  It  seems,  that  by  reason  of 
their  cheapness,  they  have  served  to 
educate  folks  to  glove  wearing  and  once 

they  "gel  the  habit"  they're  inclined  to 

want    the   better  goods  of  leather. 
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Everything  But  Shoes 

IN  THIS  issue  The  Review  commences  a  Footwear  Sec- 
tion at  the  request  of  a  number  of  dry  goods  mer- 
chants who  include  this  line  in  their  regular  depart- 
ments. It  will  be  the  endeavor  of  the  editors  to  make  the 
department  instructive,  not  only  in  recording  the  leading 
style  features,  but  through  articles  on  merchandising  and 
the  equipment  and  lay-out  of  such  a  branch.  The  subject 
matter  in  the  Footwear  Department  will  be  thoroughly 
practical,  as  it  will  deal  with  the  actual  experiences  of 
dry  goods  merchants  who  have  made  successes  with  shoes 
and  findings. 

Not  only  so,  but  this  new  department  will  seek  to  per- 
form a  special  mission.  For  some  time  The  Review  has 
believed  that  a  footwear  department  was  a  highly  profit- 
able factor  in  many  a  dry  goods  store,  and  that  the  intro- 
duction of  such  a  feature  into  scores  of  others  would 
secure  a  similar  result.  The  investigations  that  have  been 
carried  on  at  different  points  throughout  Canada  have 
strengthened  this  impression  ten-fold,  and  The  Review 
believes  that  a  study  of  the  articles  in  the  introductory 
section  in  this  issue  will  convince  many  merchants  of  the 
great  possibilities  that  are  before  them  in  following  the 
example  of  those  who  are  making  a  pronounced  success 
of  footwear  and  its  accessories. 

You  keep  everything  a  woman  wears  except  shoes, — 
why  not  shoes? 


Who  Controls  Fire  Marshal 

THE  announcement  of  the  Ontario  Government's  in- 
tention to  appoint  a  Fire  Marshal  will  be  received 
with  genuine  satisfaction  by  the  retail  merchants 
of  the  Province.  The  need  of  some  such  official  has  long 
been  urged,  for  fire  losses  have  been  mounting  steadily 
higher  until  now  Canada's  per  capita  record  exceeds  that 
of  all  other  countries  in  the  world.  The  inevitable  result 
has  been  higher  rates,  and  the  certainty  of  sharp  advances 
in  the  future. 

The  official  statement  of  Hon.  J.  J.  Foy  contains  no 
definite  information  as  to  the  powers  of  the  new  official. 
The  bill  gives  a  Provincial  Fire  Marshal  power  to  investi- 
gate into  the  cause  and  origin  of  any  fire,  to  enter  sum- 
marily into  certain  buildings  and  order  necessary  fire 
precautions  to  be  taken,  and  any  inflammable  matter 
lying  about  removed.  Structural  changes  may  also  be 
ordered.  The  insurance  companies  are  to  pay  the  cost  of 
this  service  by  an  assessment  on  their  premium  income,  a 
provision  that  was  embodied  in  a  resolution  passed  with 
the  first  reading.  Whether  the  official  will  be  subject  to 
one  of  the  Ministers  of  the  Crown  has  not  been  made 


clear,  nor  whether  there  will  be  any  appeal  from  his  rul- 
ing. This  point  was  brought  up  at  the  late  0.  R.  M.  A. 
convention,  when  a  protective  resolution  was  passed  along 
the  following  lines:  "That  it  is  the  opinion  of  this  meet- 
ing that  if  it  is  the  intention  of  the  Ontario  Government 
to  appoint  a  Fire  Marshal  for  the  Province  of  Ontario, 
that  he  should  be  appointed  under  the  direction  and 
authority  of  a  Minister  of  the  Crown  so  that  in  the  event 
of  any  severe  restrictive  measures  being  imposed  upon  us 
by  the  said  fire  marshal,  or  his  deputies,  that  we,  as  mer- 
chants, will  have  access  to  the  minister  and  be  able  to  lay 
our  complaints  before  him."  This  position  was  supported 
strongly  by  dry  goods  men  at  the  convention,  and  it  is 
safe  to  say  is  held  by  the  majority  of  merchants  through- 
out the  country,  because  a  "new  broom,"  undirected,  is 
liable  to  compel  arbitrary  and  expensive  measures  that 
may  prove  burdensome  and  out  of  proportion  to  the  bene- 
fits sustained. 


Relief  in  Garnishee  Act 

RELIEF  is  in  sight  for  the  retail  merchant  who  under 
the  present  garnishee  law  finds  himself  balked  in  the 
collection  of  a  just  debt.  Under  the  present  terms 
in  Ontario  the  salary  due  a  man  cannot  be  attached  unless 
it  exceeds  twenty-five  dollars,  and  only  that  portion  in 
excess  of  this  amount.  This  relieves  the  debtor,  of  course, 
in  the  great  majority  of  cases  except  where  his  salary  is 
paid  bi-weekly  or  monthly.  At  a  conference  of  retail 
men  with  the  Attorney-General  the  former  suggested  that 
the  $25  amount  be  changed  to  $10.  In  reply  to  this  a 
Government  official  suggested  a  provision  whereby  fifty 
per  cent,  of  the  salary  due,  of  whatever  amount,  might 
be  garnisheed  in  payment.  This  was  favorably  received 
on  both  sides  and  may  form  the  basis  of  new  legislation 
in  Canada  that  will  spread  to  all  the  Provinces.  This 
would  save  expensive  suits  in  the  Division  Court. 


The  Best  in  Trade  Journals 

THE  opinion  was  expressed  in  these  columns  some 
months  ago  that  the  great  majority  of  business  men 
were  quite  willing  to  impart  the  results  of  experi- 
ments on  their  part  to  others  who  were  working,  perhaps 
unsuccessfully,  upon  similar  problems,  and  very  few  were 
held  back  by  the  fear  of  rivals  imitating  their  methods 
and  making  their  generous  information  act  as  a  boomerang 
upon  their  own  business.  This  idea  is  taken  as  an  as- 
sumption by  the  Saturday  Evening  Post  in  an  article  on 
the  Trade  Journal:    that  the  successful  merchant  is  quite 
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willing  to  assist  others,  either  as  individuals,  or  as  mem- 
bers of  an  association,  or  in  presenting  his  views  through 
a  Made  journal  to  a  wide  circle  of  readers.  The  Post  was 
advising  a  young  man  as  to  how  to  succeed  in  life,  and 
declared:  "When  a  man  begins  studying  a  field  of  busi- 
ness  in  trade  journals  and  technical  books,  he  will  soon  be 
Led  farther,  it'  he  is  really  interested.  These  books  give 
him  general  principles  and  current  news,  tell  him  what 
the  trade  is  driving  at,  who  i lie  men  are  that  count  in  its 
activities,  and  he  will  soon  want  to  know  some  of  these 
men.  and  there  is  nothing  in  the  world  to  prevent  him  from 
getting  acquainted  with  them.  The  young  fellow  who 
selects  a  Held  of  work  because  he  likes  it  and  studies 
methods  therein  for  the  purpose  of  developing  his  own 
personal  value,  has  every  righi  to  profit  by  what  the  best 
men  in  the  field  can  tell  him,  and  they  will  be  always 
glad  to  help  him,  if  he  is  intelligent  and  tactful.  Leaders 
in  every  Held  of  business  are  continually  laying  themselves 
open  to  his  approach.  They  work  out  now  methods.  They 
build  up  organizations.  They  speak  at  trade  gatherings. 
They  expound  their  opinions  and  it  all  appears  in  the  trade 
journals  devoted  to  their  work.  Mighty  few  men  are  too 
busy  or  too  big  to  pay  attention  to  the  inquirer  who  is 
interested   in  (heir  methods." 


Watch  the  Bogus  Agent 


Where  Rejection  May  Be  Serious 

IN  AX  issue  thai  is  devoted  strongly  to  dress  fabrics 
and  fancy  goods  it  is  fitting  to  utter  a  wanting  against 
a  practice  that  is  being  carried  on  during  the  past  few 
weeks  by  many  retailers,  the  cancelation  of  orders  in  a 
number  of  lines,  but  particularly  ribbons,  simply  because 
delivery  is  late.  However  praiseworthy  and  necessary  in 
self-defence  this  action  may  be  under  ordinary  conditions, 
all  information  at  present  to  hand  would  urge  to  the  op- 
posite course.  As  pointed  out  in  the  last  two  issues,  the 
delay  in  delivery  of  ribbons  is  not  the  fault  of  the  whole- 
saler. A  large  proportion  of  the  orders  he  gave  last  June 
are  coming  to  hand  only  now,  and  are  being  forwarded  to 
the  retailers  as  rapidly  as  possible.  The  real  fact  is  that 
there  is  a  world  scarcity  of  ribbons  in  the  face  of  an  ab- 
normal demand.  Cancelation  of  late  deliveries  would  thus 
appear  to  be  a  mistaken  policy,  as  the  merchant  has  no 
guarantee  that  he  can  stock  up  elsewhere,  and  if  his  order 
was  accepted,  the  delay  attending  it  would  usually  be  still 
more  serious.  This  looks  to  be  a  case  where  everyone  must 
be  content  to  "make  the  best  of  it." 


FOB  WAYS  THAT  ARE  DARK  and  tricks  that  are 
vain,  they  tell  us  the  "heathen  Chinee"  is  peculiar.  But 
as  the  retail  trade  well  knows,  the  "heathen  Chinee"  has 
no  monopoly  on  the  dark  and  evil  ways. 

To  illustrate,  a  Kingston,  Ont.,  merchant  sends  us  the 
following : — 

"Thirteen  young  fellows  from  17  years  to  20  years 
of  age  made  an  onslaught  on  the  citizens  here,  principal- 
ly merchants,  and  cleaned  up  a  few  hundred  dollars. 
They  claimed  that  scholarships  were  offered  by  the 
Pearson  Magazine  people  to  young  fellows  sending  in 
subscriptions  of  50  cents  each  for  a  year,  and  3,000 
within  a  certain  time. 

"No  magazines  have  come  as  yet,  and  it  looks  like 
a  hold-up  again.     Next ! ' ' 
The  dealer  in  question  wrote  the  magazine  to  deter- 
mine whether  these  men  were  bona  fide  subscription  agents 
or  not,  and  he  received  this  reply : — 
"Dear  Sir: 

"We  thank  you  for   the  interest  in  this  magazine 
which  prompted  your  letter  of  the  2nd  inst.    We  have 
arrangements    with    various    subscription    agencies    for 
canvassing  subscriptions  for  Pearson 's  Magazine.    We 
have  made  no  scholarship  offer.    It  may  be  that  some 
of   the   agencies   have  made  such   offers   to   their   can- 
vassers. ' ' 
Inquiries    have    been    made    by    The    Review    in    To- 
ronto, and  it  was  discovered  that  this  same  gang,  or  one 
similar  to  it,   has  been   operating  there.     There   was   at 
least   one  man   operating  with   a   proposition  resembling 
that  to  which  the  Kingston  dealer  refers.   He  called  from 
door  to  door  offering  magazines  at  greatly  reduced  club- 
bing rates,  giving  three  $2.00  magazines,  for  instance,  for 
$1.50.     It  is  only  necessary  to  cite  a  particular  case  to 
show  that  this  was  a  bogus  subscription  canvasser.    One 
party  is  known  who  some  three  or  four  months  ago  gave 
him  $1.50  for  three  magazines,  but  nothing  has  yet  ar- 
rived to  represent  the  outlay. 

This  case  is  merely  cited  to  show  how  we  must  be  ever 
on  the  alert.  Men  are  not  prone  to  publish  widely  the 
fact  that  they  have  been  separated  easily  from  hard- 
earned  money.  Perhaps  if  they  were  more  open  about  it, 
these  bogus  agents  might  find  their  occupation  gone.  But 
since  human  nature — in  the  average  at  least — is  such  that 
these  losses  are  kept  secret,  it  must  be  urged  upon  those 
who  have  not  yet  been  caught  to  "sleep  with  one  eye 
open."  One  cannot  be  too  secure  in  these  days  of  fraud- 
ulent  stock-watering,  and  wildcat  schemes. 


Editorial  Notes 


SALESMANSHIP   is   the   power   to   persuade   plenty   of 
people  to  plcasurably  purchase  products  at  a  profit. 

•       •       • 

PARCELS  POST  limit  has  increased  to  11  pounds.     Are 
you  making  full  use  of  the  opportunities  offered? 


THE  ADVENT  of  spring  has  created  a  feeling  of  optim- 
ism among  drygoodsmen.  Push  your  Spring  campaign  to 
such  an  extent  that  all  pessimism  will  be  forgotten  in  the 
rush. 

•       •       • 

THE  SPRING  i-  the  harvest  season  of  the  drygoodsmen. 

n   your  harvesting  operations  early  and  garner  in  the 


business  and  profits  thai  can  be  secured  al  this  season  of 

the  year 

•  •        • 

IT  MIGHT  PAT  you  to  try  out  thai  method  of  posting 

up  the  order  in  which  your  clerks  stand  in  sales,  week  by 
week,   and    by    the   month.      Many   who   ha\e   used    it    were 

surprised  al  the  rapid  changes  that  followed. 

•  •        • 

IF  THE  CLERE  puts  himself,  menially,  in  the  position 
of  "the  boss,"  he  will  think  of  many  a  good  suLiuestion  to 
make,  and  not  only  will  ho  be  unconsciously  building  up 
his  own  ideas,  lint  he  will  bo  preparing  the  way  for  his 
own  promotion  to  a  bigger  position,  for  it  is  the  man  with 
initative,  the  man  with  ideas,  that  the  employer  i>  r 
ing  to  promote. 
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How  Are  You      | 
Treating  Your  Customers? 


HAVE  YOU  got  what  they 
want  WHEN  they  want 
it,  or  do  they  have  to  buy  from 
out-of-town  houses  ? 

DO  THEY  think  YOU  can't 
get  the  goods — are  they  afraid 
of  your  prices? 

YOU  positively  can  get  any 
dry  goods  to  be  had  and  the 
prices  meet  competition. 

Let's  show  YOU.  We're  doing 
it  for  others. 

You  will  not  need  to  look  for 
results — they  will  overtake  you. 
Try. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 
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MATERIALS— SILKS. 

TAFFETA  conn.-  first  from 
lh(  fashion  standpoint.  The 
extreme  trade  is  taking  all  it 
can  get  of  this  fabric  at  the  pre- 
sent time. 

MOIRES  and  moire  effects 
arc  in  a  high  position,  and  buy- 
ers  think  well  of  this  fabric  for 
Foil. 

COTELES  and  cord  effects 
arc  coming  into  favor,  and  are 
particularly  good  in  printed 
fancies. 

METAL  BROCADES  and 
cord,  materials  interwove,,  with 
metal  threads  indicate  the  tend- 
ency towards  the  use  of  very 
rich  fabrics. 

CREPES  —  crepe  meteor, 
crepe  de  chine,  crepons,  etc., 
arc  still  big  factors  in  silk  dis- 
tribution. 

SATINS— hi  spite  of  the 
many  new  fabrics  introduced, 
l he  trade  is  still  banking  on  soft 
satins,  such  as  duchesse  and 
mescalines  for  Fall  selling. 

FANCIES— Hardly  too  mud, 
stress  can  be  laid  on  the  plaid 
development.  Tartan  effects, 
particularly  in,  blue  and  green 
an  strong,  and  every  confidence 
is  <  .r pressed  in  novelty  plaids  in 
soft,  harmonious  colors. 

ROMAN  STRIPES  are  in  a 
high  position,  and  there  is 
promist  of  a  farther  tier,  hp- 
Tm  at  iii  /In  s/ ripe  situation. 

PRINTED  SILKS  are  a  big 
featun    and     there     is  a  wide 

d>  vet,, p a,,  iii  both     in  path  rns 

Qnd  iiiati  rials. 


Wide  Range  of  Fancy  Silks  for 

Fall 

Prices  Are  on  Up-grade  Owing  to  Universal 
Demand — Moires  Strong — Taffetas  Limited  to 
Dancing  Dresses— Printed  Crepes  Strong. 


THE  silk  industry  is  al  present  in  a 
firm  and  are  on  the  up  grade  and 
very  healthy  condition;  prices  are 
every  Lndicai  ion  points  to  a  conl  inui 
of  the  present  big  distribution.  0 
indications  of  strength  are  found  in  the 
preponderance  of  silken  garments  shown 
at  the  Spring  openings  both  in  America 
and  in  Paris,  showing  clearlj  thai  the 
fashion  originators  are  still  favoring  silk 
materials.  To  this  may  be  added  the 
advances  in  raw  silks  that  have  taken 
place  since  the  first  of  the  year,  and  the 
slow  deliveries  in  so  many  lines  from  the 
foreign  mills. 

Every  account  of  the  gowns  produced 
by  the  leading  model  houses  emphasizes 
the  vogue  of  taffetas.  The  new  taffetas 
are  exceedingly  light  and  supple,  and  are 
very  soft  and  rich.  Notwithstanding  the 
fact  that  they  are  a  high-priced  silk 
they  are  hardly  to  be  obtained  and  mills 
and  firms  that  had  stocks  on  hand  left 
over  from  the  last  taffeta  vogue  have 
had  no  difficulty  in  disposing  of  th<  m  to 
advantage.  Though  the  present  vogue 
will  call  attention  to  taffetas,  present  in- 
dications are  that  they  will  only  be  used 
for  dancing  dresses  in  the  coming  Fall. 
and  that  it  will  be  Spring,  101"),  before 
this  silk  readies  the  general  trade. 

Resides  plain  taffetas  this  fabric  is 
shown  in  plaids.  Roman  stripes,  pencil 
stripes,  checked  stripes,  surface  and 
warp  printed  patterns,  and  embroidered 
and   faconne  effects. 

Wide  Range  of  Fancies. 

A  very  wide  range  of  fancy  silk-  is 
shown  for  Fall.  Surface  and  warp 
prints  are  strong.  Plaids  are  shown  in 
wonderful  variety  both  in  Scotch  and 
in  fancy  patterns.  Warp  prints  showing 
a  blurred  design  in  pompadour  colorings 
are  designed  for  dressy  gowns.  Printed 
patterns  come  in  Oriental  and  New  Art 


designs,  hut  New  Art  designs  are  taking 
the  place  of  the  Oriental  effects. 

As  in  other  materials,  cord  and  coteles 
weaves  are  strong.  Coteles  come  in 
Roman  stripe,  in  Scotch  and  fancy 
plaids,  and  in  multi-colored  new  art  de- 
-Lrns.  These  fabrics  are  for  trimming 
purposes,  and  for  the  same  come  the 
metal  brocades,  and  the  same  fabrics 
showing  designs  of  metal  threads  over  a 
dull  foundation.  Cord  weaves  show 
metal  interwoven  in  the  ground  and  giv- 
ing glittering  touches  to  the  material. 
Gold  is  used  with  black  and  silver  with 
dull  blue  or  the  pattern  will  be  of  many 
dark  shades  forming  a  background  for 
the  rich  gold  and  silver  designs. 

Indications  point  strongly  to  moires  in 
silk,  velours  and  in  crepe  effects.  These 
materials  are  shown  in  black  and  in 
street  and  novelty  colors.  Moires  with 
brocaded  and  embroidered  designs  are 
also  shown.  Moires  will  be  used  for 
trimmings,  suits,  costumes  and  also  for 
dressy  wrap  coats. 

Crepes  have  by  no  means  dropped  out 
of  favor,  hut  are  showing  in  new  effects, 
some  of  which  have  almost  the  appear- 
ance of  a  cord.  Crepe  meteors,  and 
heavier  makes  of  crepe  suitable  for  Win- 
ter wear  are  well  shown.  Not  only  are 
crepes  strong  in  solid  colors,  bat  printed 
crepes  in  New  Art.  Chinese  and  in  floral 
designs  are  indicated.  Chiffons  and 
crepes  with  metal  printed  and  floral  de- 
signs  are  new  and  promise  to  be  promi- 
nent as  the  tendency  is  towards  the  use 
of  gold  and  silver  in  the  coming  Fall. 

Notwithstanding  the  many  novelties, 
full  Stocks  of  colored  satins  have  to  In- 
kept  up.  Orders  are  being  placed  for 
satins  by  both  the  retail  and  the  cutting- 
up  houses,  and  they  are  regarded  as  a 
leading  article  from  a  yardage  stand- 
point for  the  coining  Fall. 


Fall  Colors  are  Deep  and  Rich 

Relief  and  Trimming  Colors  Bright  and  Vivid 
Black  is  the  Keynote,  with  Dark  Blues,  Browns, 
Reds  and  Greens  in  Order  of  Favor       Orange 
Shades  and  Yellows  Strong. 

emplified  bj  the  strong  position  into 
which  black  has  worked.  During  the 
Winter  thai  is  now  passing  the  black  hat 

ha-  had  the  leading  place  and  the  Idack 

gown  lias  been  freely  chosen  by  fashion- 
able women.     Black   used   to  he  looked 


Tl  I  E  \  i\  id  colors  i  hat  came  m  with 
the  Balkan  erase  are  losing  their 
importance,  and  the  tendency  is  not 

onlj    tor  softer  hut    for  darker,  deeper 

I  ones.      This    tendency       has      been    very 
marked   during   the  past    Fall,  ami   is  e\- 
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—and  now  we've  solved 

your  lining  problem 

The  day  of  stiff,  harsh  satin  has  passed.  Women  know  too  much  to  willingly 
accept  a  material  entirely  unsuited  to  present-day  styles  and  requirements.  Wise 
merchants  are  everywhere  ready  to  boost  the  satin  that  combines  the  necessary  SUP- 
PLENESS  with   wearing  quality  and   fine  lustre. 

Such  material  is  Maxim  Satin — the  ONLY  such  material,  in  fact.  Read  how  we 
make  it.  Learn  right  now  why  this  Satin  is  so  SUPPLE — and  when  you  do  know  how 
much  a  lining  branded  "Maxim"  means  in  satisfaction  to  your  customer  you  will 
realize  how  safe  we  are  in  making  our  guarantee  so  strong. 


HUNDREDS   OF   EXPERIMENTS. 

Weight  is  not  the  main  test  of  Satin  quality. 
Construction  is  far  more  important.  On  the 
way  Satin  is  woven— and  on  the  raw  material 
used — depends  the  wearing  quality  and  the  renl 
value  of  a  piece  of  goods.  We  have  spent 
thousands  of  dollars  in  hundreds  of  experi- 
ments and  can  now  announce  a  perfect  con- 
struction— exclusive  in  Maxim  and  an  invalu- 
able talking  point  to  you.  Incidentally  the 
new  Maxim  Satin  is  the  heaviest  in  its  grade 
on  the  market. 

WHY    MAXIM    IS    SUPPLE. 

Ordinary  cotton  has  no  lustre.  Mercerized 
cotton  is  almost  as  lustrous  as  silk.  Maxim 
Linings  are  woven  with  the  finest  silk  warp— 
and  Sea  Island  mercerized  cotton  weft.  No 
other  satin  uses  Sea  Island  cotton.  In  order 
to  give  this  cheaper  cotton  a  shimmer,  ordin- 
ary satins  are  "finished."  This  finish  arti- 
ficially stiffens  the  fabric.  Maxim  Satin  re- 
tains all  the  natural  suppleness — and  has  the 
genuine  silk  "lustre." 


WHY   MAXIM   SATIN   WILL   NOT  BREAK. 

Ordinary  cotton  fibre  is  about  2  or  3  inches 
long.  Sea  Island  cotton  is  6  to  9  inches  long. 
Ordinary  cotton  thread  has  none  of  the  quali- 
ties of  silk  thread.  Sea  Island  cotton  thread 
has  most  of  the  qualities  of  silk  thread — due 
co  the  long  strong  fibre.  Weaving  silk  and 
ordinary  cotton  together  makes  an  inconsistent 
fabric.  Like  oil  and  water — "they  don't  mix" 
— and  the  satin  breaks  and  cracks.  Maxim  is 
guaranteed  not  to  break.  A  new  lining  from 
us   if  it  does.     Need   more   be   said? 

CAPPING   ALL   THESE   ADVANTAGES. 

Maxim  Satin  in  40  beautiful  shades  is  actually 
less  expensive.  When  you  show  your  custom- 
ers this  material  and  tell  them  of  its  advan- 
tages they  will  expect  its  price  to  be  greater. 
But  due  to  the  saving  in  duty  and  to  the 
world-wide  business  of  the  mill  that  manu- 
factures Maxim  Satin  it  actually  costs  less  to 
the  consumer  and  shows  a  better  profit  to  you. 


YOU  CAN  GUARANTEE  MAXIM  TO  YOUR  CUSTOMERS 

You   are  hereby   authorized   to   guarantee  Maxim   Satin   Lining  as 
follows : — 

"Our  Guarantee:  You  get  a  new  lining  without  quibble  if  Maxim 
Satin   fails  to  give  the  satisfaction   you  expected." 

Could  anything  be  fairer? 


WRITE    US 
LININGS. 


FOR     FURTHER     INTERESTING     DATA    ABOUT 


LOUIS  ROESSEL  &  CO., 


LIMITED 


_,       ^.  Manufacturers  and  Importers 

64  Wellington  St.  West  TORONTO,  ONT. 

McINTYRE,  SON  &  CO.,  Limited 

I  I  •'■         I  Distributors  to  Retailers 

;■_...->  i         I     ...         MONTREAL,  QUEBEC 


27 


Dry  Goods  Review 


DRESS    I' 'A  BR1CS 


WOOL  FABRICS 


l.   Fancy  two  toned  plaid;  '-'•  Honej 
comb    check    in    novelty    colore;    3. 
Two  color  noveltj    check;    I.  Veloui 
crepe;  5.  Two  color  check;  6.  Pebble 
olotbj  7.  Fancj   crepe.      Shown     bj 
NUbel  &  Aul.l. 


FALL  AND   WINTER 

( OLORS. 
BLACK  has    worked    into  a 
very  high  position,  and  then 
nil)  be  a  y<  ry  large  distribution 
of  black   fabrics.    With  black, 
favored  interest    will  centrt   in 
dark  colors.   For  some  time  the 
i,  ndency  has  been  in  this  direc- 
tion. 

HUES  are  prominent  now. 
and  will  certainly  stand  first  on 
the  color  list  for  Fall.  Dark 
navies,  corbeau,  and  dark  bm 
greens,  such  as  petrol,  and  paon, 
with  Madonna,  and  Delft  blues 
;„  the  lighter  shades  will  be 
must  favored. 

BROWN  promises  to  run 
„,.,-/.  Tett  de  negre  will  bt 
strong,  and  taupe  for  the  better 
trade,  with  dark  seal  and  tabac 
in  favor  with  the  popular-priced 
section.  Yellow  browns  will  b» 
good,  and  prominence  must  b< 
given  to  beige  or  sand  shade. 

REDS  come  third  with  deep 
Burgundy,  currant  reds  and  ma- 
hogany shades  for  street  wear 
a iid  coral  and  shmnp  pinks, 
and  bright  rose  reds  for  trim- 
ming and  evening  wear. 

GREENS  have  been  working 
into  prominence  for  several  sea- 
sons, and  the  outlook  is  good  for 
deep  olives  and  myrtles,  and  for 
a  new  shade     of    green  called 
Deauville   which     is     softer  vn 
color      than      run  mid     green. 
\;i,      is     good     for     evening 
„,„,.    and     in     n<  atral  shades 
there  is  somi      indication   thai 
jadi   green  will  be  good    Light 
olivt  shades  an  also  good. 

ORANGE  and  carrot  shade*, 
dollar  gold,  maize  and  lemon 
an  colors  that  will  be  used  for 
wraps,  novella  suitings  and 
trimming  colors. 

PLUM,  and  wisteria  are  stapu 
colors  with  the  better  trade. 


upon  as  only  for  matrons'  wear,  b 
now  adopted  by  the  majority  of  j 
girls.  More  black  materials  than  in 
manj  seasons  have  been  sold  tins  Sprin  •. 
and  buyers'  ideas  are  that  the  sale  oi 
black  materials  will  be  larger  than  ever 
in  the  coming  Pall. 

With  black  gaining  ground,  it  follows 
,11;1,  .loop,  rich  dark  Bhades  will  be  those 
m0S1  fashionable,  and  that  such  colors 
M  aark  navy,  nighi  blue,  petrol  and 
,,,.,.,,  ^aes  of  novelty  blues  will  eome 
tirst  on  the  list.  Blue  is  placed  ursl  be- 
oause  of  its  position  this  Spring.  At 
the  present   time  it   is  the  besl   Belling 

,.„!,„.,    and    1S    the      color      that    is    -one 
nr*>1     "hen     a     shipment     of    new     gO©<  ^    W 
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SILK    FABRICS 


*•     '  •« 


l.  Ribbed  s.lk  with  pattern  of  metal 
threads;  2.  New  art  printed  silk: 
,;.  Roman  stripe:  ».  Novelty  plaid; 
Novelty  print  with  gold  threads  In 
,he  warp;  6.  Crepe  moire;  7.  Printed 

eotele   in   new   art    colors.     Shown   by 

Silks  Co.,  Ltd. 
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— and  remember,  they  must  be  in 

WORRALL'S   Fast  Dyes 

that's  a  matter  to  insist  upon  when  ordering  velveteens  for  all 
costume  purposes, — for  not  a  little  of  the  present-day  popu- 
larity of  velveteens  is  due  to  the  discovery  of  these  fast-to- 
rubbing  dyes. 

WORRALL'S 

FAST  DYES 


HAVE  MADE  "ALL  THE  DIFFERENCE,"  AND 

HAVE  ADDED  VASTLY  TO  THE  BEAUTY 

AND  UTILITY  OF 


VELVETEENS 


GRAND\ ^S^VtSI&L^lf/M/,  /GRAND 


FRANCO -BRITISH  ^^^A  ^^^  ovED    *md   r,N1SMEo    ^  ^A     m  TURIN 

EXHIBITION,  1903     ^%XTHF  ^J^  ^VRFT^  ""'^  "o^^T^n       X*         EXHIBIT.0N.l9ll. 
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Sharp  Rise  Takes    Place  in    the  Wool   Market 

Prices  of  Woollen  Fabrics  on  the  Up-grade  —  Materials  on  The 
Vclour  Orders  in  First  Place — Crepes  and  Ripples  Good — Piece- 
Dyed  Materials  Are  the  Big  Sellers  —  Plaids  Very  Much  in 
Evidence. 


THE  sharp  rise  in  values  in  the  wool 
market  is  undoubtedly  due  to  the 
need  of  replenishing  stocks  of  raw- 
wool,  and  the  motive  underlying  the  rise 
was  the  belief  that  wool  values  were 
down  as  low  as  they  would  fall.  Condi- 
tions in  some  branches  in  Yorkshire  are 
not  all  that  could  be  desired,  but  the 
present  advance  proves  that  any  defiei- 
ency  in  consumption  on  the  part  of  the 
Yorkshire  mills  is  made  up  for  by  the 
increasing  demand  from  America  and 
the  Continent. 

Not  only  are  prices  of  wool  materials 
advancing,  but  deliveries  are  none  too 
good,  and  manufacturers  who  are  mak- 
ing the  materials  that  are  selling  are  de- 
manding longer  delivery. 

Buyers  are  most  interested  in  piece 
dyed  cloths  and  in  spite  of  the  fact  that 
it  has  three  years  of  success  behind  it, 
goods  with  a  velour  finish  are  the  strong 
lines.  Peau  de  peche  will  be  one  of  the 
leaders  in  dress  fabrics.  New  finishes 
are  interesting  the  trade,  which  have  all 
the  softness  that  this  name  implies. 
These  cloths  are  half-way  to  broadcloths 
and  the  opinion  is  expressed  that  they 
are  leading  in  the  direction  of  a  return 
of  that  material.  Velours  come  in  var- 
ious novel  effects  such  as  cords  and 
diagonals,  and  also  in  weights  suitable 
for  eloakings.  Crepe  velours  and  close 
sheered  zibelines  are  other  materials  of 
the  same  class. 

Crepes  are  selling  well  for  Spring  and 
Summer  wear  and  crepes  in  wool  and 
in  silk  and  wool  mixtures  are  brought 
out  for  Fall  in  light  weight  materials. 
Also  there  are  ripple  cloths,  pebble  and 
granite  cloths  as  well  as  other  materials 
to  which  a  crepe  effect  is  given.  The 
new  gabardines  come  in  crepe  effect. 
This  material  resembles  a  crepy  whip- 
cord  \\  it  li  a  \  cry  line  I  will. 

The  recent  demand  for  serges  will 
mean  thai  large  orders  will  be  placed 
for  the  various  weaves  for  Fall.  Che 
viots  arc  staple  and  arc  regarded  with 
great   favor. 

Roman   stripes  arc  the  latest   innova 

lion   in   I  be  ii"i  eltj    cud  and  as  sonic  \  cry 

al i  rad  iv  e  color  combinal  ions  arc  offei  <  d 
they   will   become     popular     among   the 

iicwci-  ideas. 

Plaids  have  nol  reached  the  beighl  of 

their     popularity      and    the  outlook      for 

them    is   very   promising.     Tartans  arc 
Bhowing  hut  the  most  interesting  effects 

Come  in   two  tone  and   in  combination  ef 


Novelties   in   golf   cords.     Shown    by 
Sperling  &   Lea. 

i'eets  in  very  dark  colors.  Many  of  these 
novelties  are  very  harmonious,  and  some 
of  the  high  novelties  are  SO  c  instructed 
that  the  plaid  effect  only  shows  when 
the  light  falls  on  the  material.  Expen- 
sive materials  of  this  class  are  in  terry 
effect  and  have  a  looped  surface  in  rows 
like  uncut  velvet.  Other  plants  have  the 
design  blurred  with  boucle  yarns,  and 
plaid  broadcloths  are  an  indication  that 
broadcloths  are  again  due  in  favor. 

Checks      will      have      some     attention. 
higher  colors  are  used  here  than  in  other 

combinations,  and  there  also  is  a  strong 

representation  in  monotone  and  two- 
color  effects. 


Novelty    in    golf   cord.     Shown    by 
Sperling   ,v    Lea. 
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Fall  Colors  are  Deep  and  Rich 

(Continued  from  page  28.) 

received.    Blue  is  the  next  color  to  black. 

Blacks,  Blues  and  Browns  in  Order. 

Light  browns  and  yellow  tans  have 
sold  next  to  blues  for  several  seasons, 
and  following  along  the  same  analogy, 
very  dark  shades  of  brown  should  be  in 
a  high  selling  position  next  Fall.  This 
brings  us  to  tete-de-negre  and  dark  seal 
browns.  For  two  seasons  tete-de-negre 
has  been  a  prominent  millinery  color, 
and  now  that  it  is  introduced  into  dress 
fabrics,  it  promises  to  become  a  popular 
shade.  Taupe  is  also  mentioned,  but 
this  color  has  never  taken  well  in  this 
market  with  the  popular  trade,  but  it  is 
a  sure  color  in  high-class  fabrics.  The 
popular  trade  will  also  be  interested  in 
yellow  browns  such  as  tabac  and  in  cop- 
per and  mahogany  shades. 

Greens  have  been  coming  back  as  a 
dress  color  for  several  seasons,  and  the 
coining  Fall  promises  well  for  deep 
myrtle  and  olive  greens.  For  dressy  wear 
there  are  a  number  of  rather  high  tones 
that  are  softer  than  emerald,  and  more 
on  the  leaf-green  order,  and  also  some 
light  olive  shades  that  are  very  well 
thought  of. 

Peep  Burgundies,  and  currant  reds  are 
certain,  and  there  are  various  terra- 
cotta, yellowish  reds,  and  coral  and  rose 
reds  that  will  be  strong  as  relief  colors 
and  as  colors  for  dressy  wear. 

Orange,  carrot,  dollar,  gold,  maize. 
and  lemon  yellows  will  be  chosen  for 
trimming  purposes,  and  for  dressy  suits 
and  wraps.  Very  few  neutral  shades 
will  be  seen,  but  some  prominence  will 
he  given  to  beige  and  also  reseda  green. 

Pale  Evening  Shades. 

The  evening  colors  are  pink,  blue,  Nile 
and  maize,  all   in  pale  shades. 

In  a  season  when  dark  colors  are  so 
prominent,  the  use  of  high  colors  for 
trimming  and  relict  effects  are  always 
strong,  and  such  colon  enob  blue, 

ven  green,  coral,  petnnia,  tango,  orange 
ami  carrot   are  those  that  promise  to  he 

most  used  tor  this  purpose. 

In  novelty  materials,  colors  are  so  in- 
tricately and  artistically  combined  that 
they  may  be  used  in  combination  with 
a  number  of  plain  colors.  Several  deep 
shades  of  colors  will  lie  combined  and 
life  given  to  the  whole  by  the  presence 
of  one  or  more  of  the  above-mentioned 
high   colors. 
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Interesting  News 

We  are  pleased  to  state  that  we  are  in  the  peculiarly 
fortunate  position  of  being  able  to  place  at  the  disposal 
of  the  trade  something  like  fifty  thousand  yards  of  the 
famous  "EMPIRE"  Satin,  which  we  can  sell  at  old  prices. 


Under  ordinary  circumstances  this  is 
quite  a  large  quantity,  and  would  be 
enough  to  keep  prices  down  for  some 
time,  but  those  who  have  been  in  close 
touch  with  the  markets  of  late  have  been 
placing  big  orders  with  us  for  this  brand, 
after  every  possible  comparison  with  all 
other  brands.  Buyers  would  do  well,  in 
face  of  this  important  information,  to 
send  us  their  orders  at  once  and  be  lib- 
eral in  anticipating  their  wants,  both  for 
now  and  Fall  delivery,  in  order  to  get 
well  in  on  present  prices. 

Sample  Shade  Cards  on  request 
(To  the  trade  only) 


drf  &Gu(dMmiti!d 


32-34  Wellington  St.  West,     TORONTO 
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1  and  2,  Printed   (roileB;  •'!.  Crepe.    Shown   by    Dominion  Textili 


Velvets  for  Trimming  Purposes 

Novelty  Velvets  in  Plaids,  Stripes  and  Fancies 
Selling  Well  for  Trimming — Fur  Fabrics  Show- 
in  Dress  Weights  and  High  Colors  —  Dress 
Velvets  in  the  Better  Qualities. 


A\ 'Kli V  genera]  use  of  velvets  for 
brimming  purposes  is  expected  for 
Pall,  and  as  dark  colors  are 
the  rule  the  natural  inference  is  thai 
tri manings  will  be  bright.  Manufactur- 
ers arc  bringing  out  velvets  and  velve- 
teens in  fancy  plaids  and  Roman  stripes, 
a-  well  as  in  dots  and  printed  fancies 
for  this  purpose.  These  velvets  are  sell- 
ing well  in  Europe,  both  for  millinery 
and  lor  dress  and  suit  trimmings,  and 
in  view  of  the  vogue  thai  plaids. 
stripes  ami  fancies  are  attaining,  should 

be  a   SUCCeSS   here. 

There  has  been  a  very  general  distri- 
bution of  cord  velvets  for  separate  coats, 
and  manufacturers  are  showing  curd  vel- 
vets in  new  effects  that  arc  more  sharply 
cut  and  which  have  a  better  lustre  and 
finish.  Novel  cord  effects,  and  combina- 
tions  arc  shown,  and  some  cloths  have  a 
rough  back  that  adds  to  their  weigh!  and 
warmth.  Other  cloths  show  distinct 
cords  on  lighl  material  and  are  softer 
and  more  adapted  for  draping  purposes. 

Straight  pile  velvets  arc  being  ordered 
by  the  millinery  trade  and  there  is  every 
reason  to  expect  a  big  season  in  millin- 
ery vcl\  ets  and  plushes. 

There  has  been  considerable  hesita- 
tion in  placing  orders  for  wide  width 
4reS8  velvets  and  velveteens.  This  con- 
dition w;is  due  to  the  price  cutting  ne- 
iie  .-.it.ited    by    the    non-success    of    some 

Knea   of    fancies.     Chiffon   velvets   ami 

bettor  grade  velveteens  sold  extensively 
and  finished  the  Pall  season  in  a  strong 
position. 

Much  of  their  success  was  due  to  the 
fact  that  the  demand  i-  for  materials 
that    command    a    better   price   and    w  Inch 

can  be  relied  upon  to  give  satisfactory 

Service.  This  also  applies  to  plushes 
which      have     been     so     improved     that 


they  can  be  worn  without  crushing. 
Chiffon  velvets  and  velveteens  of  this 
class  should  again  have  a  good  season  in 
i  lie  coming  Fall  as  they  are  in  the  direct 
line  of  fashion   tendencies. 

Fur  fabrics  are  being  brought  out  in 
novel  effects  and  in  a  variety  of  color- 
ings. The  high  novelty  comes  in  the 
light-weight  cloths  which  are  intended 
lor  Miit  purposes  and  for  evening  cloaks 
and  are  showing  in  street  and  high  col- 
ors as  well  as  black.  In  this  class  of  fur 
effects  baby  and  moire  lamb  are  the  b<  si 
sellers.  There  are  many  novel  effects 
and  imitations  of  expensive  furs  in- 
cluded in  the  line  and  these  materials 
will  be  used  instead  of  the  real  article 
for  trimming  coals,  wraps  and  street 
suit  -. 


Cotton  Novelties 

Routili  Plaids  and  Honeycomb 
Checks  Showing — Printed  Fab- 
rics Hold  High  Position  — 
Organdies  tin1  Novelty  in  Sheer 
Materials. 

MANTFACTrWKKS    of    cotton    ma- 
terials  have  not    been   content    to 
let     the    profitable    novelty    busi- 
ness that   is  being  done  drop  out   for  the 
coming  Fall,  and  arc  taking  advantage 

of  the  present  tendencies  to  show  cotton 
materials    in    weights    and    colorings    ap 

propria!  e   for   Fall   selling.     The   rough 

plaids  and  imitations  of  wool  fabrics 
brought  out  for  Sports  coats  ha\e  been 
duplicated.  The  chief  novelty  here  is 
the  reproduction  of  honeycomb  checks. 
New  lint-s  in  plaid  ratines  are  also 
showing  and  there  arc  many  novelties  in 
silk    and    cotton    mixture-    which    closelv 


re  produce   the   more   expensive   silk  ma- 
terials. 

Crepes  arc  the  big  -ellers,  and  because 
of  the  high  favor  accorded  to  printed 
crepe-  in  silk  fabrics,  cotton  crepes  are 
being  brought  out  in  similar  patterns. 
Hut  printed  crepes  are  by  no  means  all 
that  the  cotton  manufacturer  has  to  of- 
fer. Sheer  materials  are  coming  into 
favor  ami  voiles  and  crepe  voiles  are 
shown  with  novelty  printings  both  on 
white  -rounds  and  in  soft  tone-  of  color 
suitable  lor  dressy  wear.  Prints  are  in 
growing  favor  and  it  is  only  logical  to 
suppose  that  their  vogue  will  be  stronger 
when  the  Fall  season  opens,  and  also 
that  they  will  have  a  big  representation 
m  the  Spring  of  1915.  Pompadour  pat- 
terns are  staple  but  the  new  feature  are 
the  New  Art  floral  patterns  printed  in 
novel  color  effects. 

There  is  a  decided  return  to  cord 
weaves  and  poplins  and  Bedford?  are 
showing  with  silk  stripes  and  also  orna- 
mented with  silk  jacquard  hgures  as  well 
a-  stripes. 

In  white  materials  the  tendency  is  to- 
wards the  use  of  sheerer  materials.  Or- 
gandie is  the  novelty,  and  material-  that 
may  be  classed  as  organdies  both  in  soft 
and  in  stiffcr  finishes  are  being  prep 
tor  the  spring  season  of  1915.  Crepes 
hold  the  lead  and  plain  and  novelty 
crepes  in  orepe  chiffon  weaves  are  in 
high  favor.  Crepes  of  this  class,  both 
embroidered  in  colors  and  having  chen- 
ille or  plush  figures  will  be  taken  by  the 
high-class  trade  for  evening  wear. 
Crepes  embellished  with  ratine  yarns 
and  nub  yams  in  the  form  of  checks  and 
stripes  arc  again  showing. 

Sheer  cotton  crepes,  and  crepes  with 
crinkled  stripes  suitable  for  making  un- 
der-garments  are  in  a  good  position  as 
owing  to  the  extensive  use  made  of  crepe 
de  chine  for  this  purpose,  there  is  a 
tendency  in  the  popular  trade  to  buy  cot- 
ton crepe. 

With  organdie  weaves  as  the  hisrh 
novelty,  voiles  in  sheer  weaves  Lrain  in 
Btrength.  Plain  voiles  are  used  for 
waists,  and  for  dresse-  and  the  general 
tendency  i.-  toward-  an  increased  sale. 
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Fabrics  for  Spring 

from,   an   authoritative   viewpoint 


Coming  events  cast  their  sha- 
dows before — coming  styles  to 
a  very  great  extent  have  fore- 
runners and  especially  to  those 
who  keep  a  close  tab  on  every- 
thing pertaining  to  them. 

We  are  in  the  closest  touch 
with  advance  styles  in  silk 
fabrics,  and  our  past  predic- 
tions have  been  so  correct  that 
we  are  considered  authorities. 


Our  present  stock  of  newest 
shades  and  fancy  effects  in 
chines,  brocades,  novelty 
stripes  and  prints  for  Spring 
and  Summer  wrear  are  convinc- 
ing proof  of  our  constant  alert- 
ness to  the  latest  vogue  at  all 
times. 

It  will  pay  you  to  call  on  us 
when  in  the  city. 

Write  for  samples. 


&&e$  i  I  ks  C  om  pany  ,Ltd. 

55  BAY  ST .       TORON  TO,  ONT. 


Thomas  Block       Caln^i^^Alia, 


^—^1^1 
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MATERIALS 

PIECE  DYED  MATER- 
IALS made  of  fine  wools  and 
merino  yarns  are  interesting 
buyers'  Velours  are  prominent 
in  these  materials,  and  all  the 
leading  matt  rials  are  soft  in  feel 
and  finish. 

CREPES  AND  CREPE  EF- 
FECTS continue  in  vogue,  and 
are  showing  in  wide  variety 
both  in  light-weight  cloths,  and 
in  ripple,  pebbh  and  granite  ef- 
fects. 

COTELE  AND  COTE  DE 
CHEVAL  weaves  are  coming 
to  the  front  owing  to  the  prom- 
inence of  these  effects  in  other 
lines  of  materials. 

CHEVIOTS  AND  SERGES 
are  staple  and  will  be  among 
the  best  selling  weaves. 

STRIPES,  CHECKS, 
PLAIDS,  Roman  stripes  are  the 
high  novelty  in  fancies,  and  the 
plaid  development  is  strong  in 
blue  and  green  tartans  and  in 
novel t y  plaids. 

PILE. 

CHIFFON  VELVETS  in 
street  and  novelty  colors  for 
dressy  wear.  Velveteens  in  the 
better  qualities.  Cord  velvets  in 
high  colors  for  evening  wraps 
and  suits. 

PLAID  AND  ROMAN 
STRIPE  printed  velvets  will  be 
used  for  trimming  purposes. 

FUR  IAHRICS  are  expected 
to  have  a  good  season.  The 
range  is  large,  and  in  chides 
suitable  weights  for  tailor-made 

sails,    in    black    and    in    novelty 

colors. 


Dress  Goods  Higher 

Tendency   is  Upward—  Light 
Weigh!    Crepes   Ordered    for 

Fall     Spring  Serges  Scarce. 


New  York,  March  .'.().  Local  selling 
agents  are  still  receiving  Large  re-orders 
for  Spring  dress  goods.  Most  of  them  are 
for  crepes,  poplins  and  other  fancj 
weaves,  and  it  is  practically  impossible 
i.i  make  deliveries  near  the  time  stipu- 
lated. Both  black  and  blue  serges  for 
prompi  deliver}  are  scarce  also,  and  dif- 
ficulties in  making  deliveries  on  I 
staples  are  reported  in  many  instances. 
When  the  scarcity  of  fancy-weave  goods 
became  apparent  earlier,  the  trade  turned 
to  serges  to  help  out,  and  as  this  move 
was  more  or  less  unexpected  by  mills,  ii 
took  only  a  short  time  to  clean  out  avail- 
able stocks.  Especially  good  Spring 
duplicate-  are  reported  from  certain  sec- 
tions of  the  South.  Last  week  some  re- 
ordering from  Texas  was  reported  which 
was  unexpected,  inasmuch  as  that  State 
is  usually  through  with  Spring  goods  and 
ready  to  go  into  wash  goods  as  late  as 
this. 

Duplicates  from  other  Southern  points 
were  reported. 

Tt  was  hinted  carlv  Lasl  week  that  the 
demand  for  crepe  weaves,  which  fabrics 
have  proved  leading  selling  items  for 
Spring,  had  dropped  off  suddenly,  and 
that  stocks  were  beginning  to  accumu- 
late. The  rumor  was  apparently  ground- 
less, however.  In  fact,  in  not  a  few  in- 
stances, a  continuance  of  the  crepe  de- 
mand is  expected  into  the  Fall. 

Prices  of  dress  goods  seem  to  be  tend- 
ing upward.  Already  several  advances 
have  been  made  uotablj  oil  serges. 

Velour  de  laine  have  been  active  selling 
items  among  the  liner  suiting  lines,  and 
fine  sheared  zibelines  also.  Peau  de 
souris  is  strong  for  cloaking?  and  suit- 
ings, and  this  fabric  will  he  used  exten- 
sively for  combination  effects.  For  in- 
stance peau  de  souris  combined  with 
velvet  will  lie  strong.  Better  grades  of 
pile  fabrics  in  plain  weaves,  diagonals 
and  striped  effects,  all  in  soft  colors  are 
in  active  demand  lor  suits  and  coats 
alike.  A  good  demand  is  reported  for 
what  is  called  llama  cloth,  a  12%-OS. 
fabric,  in  a  sort  of  duvetyn  effect  which 
is  suitable  both   for  coats  and  suits.     All 

dark,  rich  shades  are  preferred.    There 

is  a  good   demand   also   for  all-wool   and 
silk    and    WOO]    duvetyn. 

Both  skill  and  dreSS  houses  in  N.w 
York  are  reported  as  ordering  light 
weighl  crepes  Buch  as  Tokio  and  ('as- 
cadeaux   effects.     These  goods  are  rich 

and  attractive  in  the  new    Fall  colorings, 
Such  as  dark  greens,  blues,  plum,  browns 


and    oli\  es.      All  j  -    are 

moving  fairly  well,  especially  those  for 
Balmacaan  coats.  Chinchillas  are  fairly 
active  also. 

SILKS  STILL  RISING. 

Some    Manufacturers    Asking    Five     to 
Seven  Per  Cent.  More. 

New  York.  March  30. — Interest  is  now 
centred  on  the  price  situation,  both  for 
I  road  and  for  raw  silk-.  Since  October 
last  prices  for  desirable  qualities  of  raw 
silk  have  been  gradually  increased  until 
the  total  advance  for  various  qualities 
amounts  to  from  35  to  50  cents  | >*-r 
pound.  Dealers  in  raw  silk  say  that 
from  present  indications  quotations  are 
likely  to  be  higher.  They  say  no  new 
raw  silk  will  arrive  here  until  Septem- 
ber next,  that  stocks  everywhere  are  low. 
and  that  the  demand  is  excellent.  In 
judging  the  situation,  it  must  be  i 
that  there  is  a  large  movement  of  broad 
silks  in  Europe,  that  practically  the  same 
conditions  rule  here  and  that  manufac- 
ture]^ in  general  are  having  an  excellent 
Spring  business  in  a  wider  variety  "f 
weaves  than  was  the  case  one  year  ago. 

Another  important  factor  in  contri- 
buting to  comparatively  high  price  - 
raw  silk  is  the  large  demand  for  silk 
ribbons,  both  in  Europe  and  in  this  coun- 
try. Not  only  are  ribbons  freely  em- 
ployed for  millinery  purposes,  but  they 
an'  al-o  put   to  many  other  uses. 

Manufacturers  who  keep  up  a  high 
standard  of  quality  state  that  they  are 
entitled  to  an  advance  of  from  5  to  7 
per  cent.  In  many  cases  these  advances 
are  being  paid,  especially  on  lines  of  silk 
that  are  scarce  and  that  manufacturers 
decline  to  make  for  stock.  Moreover, 
manufacturers  say  that,  in  their  opinion, 
the  present  hiefh  prices  for  raw  silk  will 
show  no  falling  off  for  some  time  to 
come  and  that  broad  silks  will  go  higher. 

Apparently,  large  buyers  are  of  the 
same  opinion,  for  wholesalers  have  this 
week  ordered  silks  in  thousand-piece  lots 
for  Fall  delivery,  and  retailers  have  given 
orders  for  as  high  as  200-piece  lots  of  a 
iriven  line. 

-@ 

SOME  FABRIC  SUGGESTIONS. 

Materials  tor  mourning  srowns  and 
costumes  already  familiar,  in  woolens, 
are  Henrietta  and  tamise  cloth,  imperial 
cheviot,  lustreless  broadcloth, 
nun's  veiling,  challis  and  cashmere,  and 
to  this  list   may   be  added  queen's  cloth, 

melrose  (a  mosl  exquisite  black  fabric) 
and  tussah  Rozana;  while  in  silken  tex- 
tiles there  are  ('anion  crepe,  matelaase. 
(a  very  crinkled  erepy  surfaced,  and 
crepe  de  Chine;  chiffon,  ninon,  Mack 
nets,  and  grenadines. 

Black  chiffon  relieved  with  bandings 
of  mat   jet    makes  an   ideal   dinner  ROWEL 
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All  that's  new  in 

DRESS  FABRICS 
SUITINGS  •-«  COATINGS 

for  FALL  1914 


We  have  secured  the  cream  of  the  fashion  centres  of  Europe 
and.  have  perfect  confidence  that  the  goods  we  are  offering  are 
RIGHT. 

When  our  travellers  call,  look  carefully  over  the  entire  range 
of  samples.    You  will  be  interested  in  the  many  novelties  shown. 
We  would  especially  call  attention  to  the  following  lines: 

VELOURS  DE  LAINE, 

PLAIDS,  Clan  and  Fancy  Plaids,  ROMAN  STRIPES, 

BROADCLOTHS, 

in  all  the  new  shades,  such  as  Mahogany,  Beet  Root,  Copenhagen, 
Saxe,  Russian  Green,  Taupe,  Tete  de  Negre,  and  all  staple  shades. 

DUVETYN,  PEAU  DE  PECHE,  GOLFINE. 

We  have  a  full  range  of  Velvets,  Velvet  Cords  (hollow  cut), 
Chiffon  Velvets  and  Plushes. 


IF  IT'S  NEW  AND  DESIRABLE  WE  HAVE  IT" 


Mclntyre,  Son  &  Co.,  Limited 

Victoria  Square  47  Rorie  Street 

MONTREAL  WINNIPEG 

Offices  in  Halifax,  Ottawa,  Peterboro,  Toronto,  London,   Calgary,  Vancouver 
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DRESS     FABRICS 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

it  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 


<GS£^ 


ftWTAjws  Best 


Dreadnought' 


T 


SPECIAL  FINISH 


SUPERIOR   TEXTURE 


5U*v>*d  'DRIAW«OUCMT>re7;v*. 


SrfCwengs 


Sole   Agents   for  Canada  :   J.   B.    Henderson  &   Co. 
77   Wellington  St.    West.   Toronto 


Ltd. 


ESTABLISHED   1849 


BRADSTREETS 

Office*  Throughout  the  Civilized  World 


OFFICES  IN  CANADA: 


Calgary,   Alta. 
Edmonton,   Alta. 
Halifax,  N.S. 
London,   Out. 


Ottawa,   Out. 
St.  John  N.  B. 
Vancouver,   B.   C. 
Vlctorln.  B.  C. 
Hamilton,   Ont. 


Montreal,  Que. 
Quebec,  Que. 
Toronto,  Ont. 
Winnipeg,  Man. 


Imputation  gained  by  long  year*  of  vigorous, 
conscientious   and   successful   work. 

THOMAS  C.  IRVING.  §£2LM,8S5. 

TORONTO,  CANADA 


KING'S 


Established   177  5 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and   widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 
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Tf  The  same  wisdom  and 
foresight  which  prompts 
a  manufacturer  to  ad- 
vertise, will  naturally 
guide  him  in  forming 
his  whole  selling  and 
general  business  policy, 
and,  like  a  good  gen- 
eral, he  is  prepared  for 
every  contingency  and 
emergency. 


DRESS    FABRICS 


Dry  Goods  Review 


For  All- Wool  and  Union  SHIRTINGS 

"LOCKTITE"  FINISH 

A  finish  applied  to  ALL-WOOL 
and  UNION  SHIRTINGS  which  so 
locks  the  fibres  as  to  make  them 
"  UNSHRINKABLE. 

SUPPLIES  A  LONG-FELT  WANT 

NO  GUARANTEE  without  the  "Selvedge'7"" 
and     "End    of    piece"    Stamps,    facsimiles 
of     which       are       shown      at     side. 

Sump  at  end  of  piece) 

Full    particulars     of    "LOCKTITE,"    and    of   the    many    other    different 
Finishes  adaptable  for  all  purposes,  with  patterns  showing  Finish,    from 

The  BRADFORD  DYERS' ASSOCIATION,  Ltd.,(^ 


W 


(Reed.) 


FOR   ALL-WOOL  DRESS  FABRICS. 

A  Special    Finish    devised    to     NO  GUARANTEE  WITHOUT  THE  STAMPS 
facsimiles  of  which  are  shown  below. 

give  a  soft,   mellow  handle,  "  Y/f/^/>      //  "itfto 

and  a  rich  appearance  to  all-wool  l/yM^77l£^OCG/ 

dress  fabrics.     Goods  so  treated 
tailor  well  and  drape  artistically. 

"Wulmella"  Finish  gives  a 
richness  to  the  Wool  which 
hasnotbeenobtained  before. 


REG? 

(Selvedge  Stamp) 


DY£    A    r/N/SH  GUAf?ANT££D    BY 


(Stamp  at  end  of  piece) 

d  of  the   many   other   different  FIN- 
..ith    patterns   showing  FINISH,    from 

THE  BRADFORD  DYERS'  ASSOCIATION,  LTD.,(Dept.  6)128T2t  J&^rSaR 


(Stamp  at  end  of  piece) 

Full  particulars  of   "WULMELLA."  and  of  the   many   other  different  FIN- 
ISHES, adaptable   for  all    purposes,  with   patterns  showing  FINISH,    from 


LONDON 
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DRESS     FABRICS 


The 


Finish 


for  Lustre,  Alpaca,  or  Mohair  Twills 

Great  attention  has  been  given  to  producing  a  f$)A  <    hO^"CROCa 

Black   Dye   and   Finish   on   Lustre,   Alpaca   and    P£dmaN^  "oPM^  tumtV 

Mohair   Twills   better   than   anything  previously  'J.A 

obtained,  and  after  extensive  experimenting  over 

a  long  period  the  result  is  that  the  "P.N.C." 
Finish  lias  no  equal  in  the  market.  Its  special 
[join Is  are  great  brilliancy,  clearness  of  dye. 
fastness  to  rubbing,  with  a  greater  permanency 
to  the  Tailor's  Iron  than  has  ever  been  previously 
attained. 

The   Fast  Black   has   also  the  great 
advantage  of  being  perspiration  proof. 

NO  GUARANTEE  WITHOUT  STAMPS- 

facsimiles  of  which  are  reproduced  at  side. 

PATTERNS    showing   FINISH,   and   full   particulars 
from 

THE  BRADFORD  DYERS'  ASSOCIATION,  Ltd., 


39.   Well  Street. 
128.    129.   Cheapside. 


BRADFORD 
LONDON 


-the  best  dress  goods 
sales-producer 

More  women  would  make  more  clothes 
— would  buy  more  fabrics  from  your  dress 
goods  department  if  only  they  were  able 
to  make  their  coat-fronts  keep  their  shape. 
This  is  where  the 

CANVAS  COAT 

FOUNDATIONS 


No.  500 


will  be  a  big  sales-producer  for  your  department.  The.\ 
simplify  coat-making,  and  their  superior  workmanship 
and  shape-keeping  qualities  prolong  the  life  of  the  coat. 

(!it  in  a  stock  of  Everlast  forms  and  advertise  them 
to  your  customers.  They  will  soil  themselves  and  your 
dress  goods  also. 

Booklet  sent  on  request,  or  send  for  sample  order. 

TORONTO  PAD  CO.,  LIMITED 


939  QUEEN  STREET  WEST 


TORONTO 


Western   Representative    ■'    w     Leatboru,  Pacific  Mercantile  Utendea,  SOI    ilx   antlle  Hidg..  Vancouver,  B.C 
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No.  501 
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Dainty  Scrim  Curtains  are  made  from  Dominion  Textile  Co.'s 

MUSKOKA     AND     LAURENTIAN     SCRIM 

The  cloths  are  a  full  yard  wide  (36  in.).  Neat  double  borders,  with  a  few  allover  effects. 
Undoubtedly  the  best  quality  in  the  market,  even  at  double  the  price.  Can  be  retailed 
at  from  12|  to  20c  per  yard.    Ask  your  wholesaler  to  show  you  samples. 

MANUFACTURED  BY 

DOMINION  TEXTILE  CO.,  Limited, 

"  _~~  39 


MONTREAL 


FANCY  GOODS 


Tango  the  Keynote  to  Many  Novelties 

The  Trade  is  Specially  Interested  in  Tango  Beads.  Tango  Pins. 
Tango  Slipper  Sets,  Bead  Bags  and  Vanity  Cases — Some  Colored 
Hair — A  Big  Selling  Season  Promised. 


MOKE  than  the  usual  amount  of 
interest  is  being  taken  in  fancy 
goods  and  novelties  at  the  present 
time,  simply  because  fashion  lias  decreed 
that  for  several  articles  the  demand 
promises  to  increase  to  a  perfect  craze, 
and  that  for  a  time  at  least  their  sale 
will  he  only  limited  by  the  supply. 
Generally  speaking,  the  word  "tango" 
is  prefixed  to  such  articles,  and  there  is 
also  an  element  of  glitter  attached. 

Paris  decrees  that  artistic  combina- 
tions of  color  rather  than  costliness  is 
in  set  the  value  in  jewelry,  and  that  a 
simple  string  of  beads  well  chosen  to 
tone  in  with  or  to  give  the  needed  touch 
ul  high  color  is  in  better  taste  than  a 
necklace  that  dazzles  most  by  its  cost. 

Beads  of  all  kinds  of  semi-precious 
and  imitation  stones  combined  with  gold 
in  various  colors,  and  with  silver,  bronze, 
copper  and  platinum  and  in  lapis  lazuli, 
turquoise,  carnelian,  clear  and  clouded 
amber,  jet,  coral,  and  other  beads,  are 
made  up  into  necklaces  20  and  27  inches 
long  and  longer.  Large  beads,  beads  in 
different  shapes  such  as  round,  olive,  ob- 
long, flat,  etc..  are  used  and  there  is 
much  combining  of  color,  such  as  black 
and  amber,  black  and  white,  etc.  Small 
irridescenl  beads,  are  strung  between 
large  ones,  and  much  use  is  made  of 
multi-colored  Venetian  and  Chinese 
beads.  The  big  craze  is  for  clouded 
amber,  coral  and  jel  in  graduated  neck- 
laces with  very  large  heads  in  front  and 
decreasing  in  size  to  small  ones  at  the 
back.  This  demand  has  only  sprung  up 
since  the  beginning  of  the  year  and  the 
trade  was  not  well  prepared  to  meet  n 
Therefore  supplies  are  short,  and  as 
manufacturers  are  busy  with  other  mar 
kets,  the  trade  will  he  hungry  for  beads 
for  some  time.  Tins  Pact  and  their  suit- 
ability to  Pall  selling  means  that  it  will 
lie  Fall  before  this  craze  gets  fully  under 
way,  and  a  verj   in-  season  is  expected 

then  in  head  necklace-.  The  demand  is 
widespread  e\eli  at  present  and  One  lead- 
ing -I'  ii  i-  stocking  necklaces  from  50c 
up  I..  $20. 

Beads  in  Many  Lines. 
Not  only   are   beads   to   be   used    for 
[ares  bul  the  demand  is  all  along  t he 


line.     Beads  are  being  used  to  decorate 

both  fancy  work  and  ladies'  gowns. 
Bugles  and  round  heads,  heads  large  and 
small  in  jet,  pearl,  crystal,  moonlight, 
vivid  colors  and  in  white  are  made  into 
shoulder  straps  with  festoons  and  loops 
falling  over  the  top  of  the  arm  instead 


This  evening  gown  is  one  <u"  the  models 
show  ii  bj  Paqui a  in  \ merica.  It 
satin  draped  with  tulle.  The  feature  to 
which  attention  la  ehieflj  drawn  is  the 
lavish  use  nf  beads.  Head  necklaces  are 
taking  the  place  of  jewels.  Note  also 
the  strands  of  beads  thai  take  the  place 
ui  sleeves  and  hang  in  festoon  effect  rrom 
t  he  a  i  ins  to  i  he  busl . 
10 


i if  sleeves  and  from  which  long  strands 
fall  to  be  connected  with  the  corsage  by 
a  large  plaque  or  cabuchon.  Cut  jet 
heads  are  used  to  edge  the  low  corsage. 
and  to  outline  tunics.  Tunics  are  edged 
with  fringes  of  many  colored  beads 
mostly  in  waterfall  or  festoon  effect, 
and  there  are  tassels,  passementeries 
and  head,  embroideries  of  every  de- 
scription. 

Among  the  many  head  lines,  bead  I  _ 
are  well  to  the  fore.  These  bags  come  in 
handsome  tapestry  designs  in  New  Art 
and  in  Oriental  colors  though  the  floral 
patterns  are  still  adhered  to.  Jet  and 
jet  and  gold,  gold  and  steel,  all  steel  or 
silver  and  all  gold  are  also  included  in 
the  new  lines. 

The  new  pannier  and  pouch  shaped 
bags  are  included  as  well  as  the  flat 
shapes,  and  as  in  all  other  bag  lines  much 
is  made  of  the  vanity  feature.  Tin 
are  lined  with  rich  cord  or  moire  silks 
in  matching  colors.  Fringes  madi 
tiny  heads  or  head  tasseis  are  used  as 
the  fini«h. 

Colored  Hair  to  Some  Extent. 

The  openings  have  made  a  feature  of 
the  wearing  of  false  hair  i.n  irreen.  blue. 
violet  and  other  shades  and  there 
is  little  doubt  that  it  will  he  used  to 
some  extent  for  evening  wear.  Street 
wear  is  another  matter,  hut  one  day  last 
week  a  woman  appeared  in  a  green  wi>; 
on  Toronto  street-.  The  chief  us 
this  fashion  to  the  trade  will  he  to  em- 
phasize the  change  from  simple  to  elab- 
orate styles  of  hair  dres  Btyles 
that  need  the  linisli  of  hair  Oman 
Bigh  hack  combs  are  on  the  way  and  are 
included  in  the  line-  t^\'  Parisian  novel- 
for  the  coming  Fall.  These  combs 
are  mi  the  order  of  three  turban  pins 
interlaced  and  for  the  popular  trad,  are 
sel  with  rhinestoin  -. 

Use  of  Turban  and  Tango  Pins. 
Besidi  -      it      anticipated     coming 
coinhs  the  new   coiffure  demand-  a  lavish 
nse  of  turhan  aim  tango  pin-.     Th< 
pin-  are  big  and  heavy  and  arc  decorated 
with      three,      two   and      single      row-    of 
rhinestones,    and    there    Bre    also 
showins  that  point  to  the  n-e  o\  colored 
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Highest  Quality  Crochet  Cotton 

This  high-grade  mercerized  cotton  is  renowned  for 
its  uniform  good  qualities.  Is  a  good  seller  because  it 
gives  the  crocheter  unfailing  satisfaction. 

PERILUSTA 

RETAINS  ITS  LUSTRE  AFTER  REPEATED  WASHING 

WHITE— Supplied    in    sizes  .1,    2,    3,   5,  10,   15,  20,  30,  40,  50,  60,  70,  80,   100,   150. 
ECRU — Supplied    tn    sizes    1,    2,    3,   5,    10,   15,   20,   30,   40,   50.  60,   70,   80. 

ARABIAN— Supplied    in    sizes   20,   40.       EIGHT     PINK,     MEDIUM     PINK,     LIGHT 
BLUE,    MEDIUM   BLUE,    DARK   BLUE,     RED,     YELLOW,     LAVENDER,    BLACK. 

Supplied    in    sizes   3,    10,    30,   50,    70. 
Put  up  in   10  balls  to  a  box. 


"Wristlet" 
Holders 

Simplify  Cro- 
cheting and 
Knitting.  Avoids 
tangling  or  drop- 
ping of  the  ball. 
Unwinds  as  you 
use  it. 

Ball  Holder 

No.    1142 
Wool   Holder 

No.    1153 
Made    of   nickel - 
plated  steel,  well 
finished.   Put  up 
one  in  a  box. 


t( 


Star"  Steel  Crochet  Hook 

Adjustable  Cap  gives  protection  to  hook  when 
not  in  use.     Flat  centre  gives  perfect  control. 

Made  in  thirteen  sizes. 

"Peri-Lusta"  White  Embroidery. 
ART.  4. 

UNEQUALLED  FOE  WORKING  ON  FLAN- 
NEL, LINEN  AND  WHITE  GOODS. 

Supplied  in  white  in  sizes  A,  B,  C,  D,  E,  F,  G, 
H,  coarse  to  fine,  36  skeins  to  box. 


Crochet 

Ball  Stand 

No.  1170 

Makes 

crocheting  a 

pleasure; 

wide  base 

prevents 

stands    from 

slipping     off 

the  table; 

loops  at 

either  side 

hold  crochet 

hook      when 

not  in  use. 


N  "PfcRI=LUSTA" 

■f fV     MERCERISED  EMBROIDERY  COTTON 


' '  Peri-Lusta ' '  Indelible 
ART.   3. 

The  correct  twist  for  colored 
embroidery  supplied  in  all 
leading  embroidery  shades.  Put 
up  36  skeins,  16  yards  each, 
in  a  box. 


BBMSsws~^ 


Our  line  includes 
the  largest  assortment 
of  art  needlework  sup- 
plies and  appliances. 
Samples  on  request. 


CAMPBELL.  METZER  &   JACOBSON,   New  York 

SOLE  CANADIAN  REPRESENTATIVES 

JENNINGS  &  WILSON,  63  Bay  St.,  TORONTO 
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Cushion  in  the  new  ribbonsene  embroidery  worked 
on  filet  net.  The  flowers  and  foliage  are  worked  in 
soft  shades  of  pink  and  green,  and  the  bow-knot  in 
pale  blue  and  basket  in  brown.  Shown  by  Belding- 
Paul-Corticelli,  Limited,  Montreal. 


\<>\  i:i,TY      1 1  A  I  I 


TINS. 


I,  stone  Bet;  -'.  Kbit  Empire  Btone 
set,  '!  rows;  3,  stone  Bet,  8  rows; 
i.    Tasmanian    shell    pin;    5,    Tango 

*l  OD6     set .      I      row  ;     (i.     Plain     tango 

pin.     shown    ii\    Bibberl    ft   Jaslow, 


Tango  necklaces:  1.  Amber  and 
black  beads;  2,  Amber  beads.  Shown 
by   Eibbert  &  Jaslow. 


Five  o'clock  tea  napkins  embroidered  in  Madeira  patterns,    shown 
l.\    Win.   Liddell  A  Co.',  Belfast. 
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De  Long 
Press  Button 


../ 


De  Long 
Hook  ano  Eye 


See  That 

hump 

TRADEMARK    A 
REG. US.  PAT    OFF. 


Worlds  Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never!!, 


The  Original  See  That  Hump 
De  Long  Hook  and  Eye 

is  the  World's  Standard  of  Quality 
in  Hooks  and  Eyes. 
Make  yoxxr  Notion  Counter  known 
as  the  place  for  reliable  goods.  With 
our  Canadian  factory  atyour service, 
you  should  never  be  without  full 
assortments  of  De  Long  Products 
-invariably  the  best  in  their 
respective   lines. 

DeLong  Hook  *n*  Eve  Company 

of  Canada,  Ltd. 
St. Marys,  Ontario 


See  thai: 

hump? 

TpAOe  MAftKREC  U  5  PAT  OFF 

DeLong 
Hook—  Eye~ 


PATENT  INVISIBLE  EYES 


Nub 


Hook  and  Eye 


Bless  that 


De  Long 
Hook  and  Eye 


Nub! 

TRADE   MARK 
R£G.  U.S.  PAT  OFF. 


Tape 


LOOK 
FOR  THI 
TAGS 
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stones.  The  new  Btyles  of  hair  dressing 
are  modified  pompadour  with  the  height 
al  the  back  of  the  head  supporting  the 
new  -1:»  11 1  to  the  hat.  Frames  are  being 
pul  on  the  market  over  which  the  hair 
can  be  gradually  built  up.  Ma  nil  hair 
wavers  arc  also  being  called  into  use, 
and  already  there  is  very  perceptible 
increase  in  the  sale  of  switches.  The 
slicker  curl  in  front  of  the  ear  is  a  new 
feature. 

The  novelty  in  jewelry  are  the  neck- 
lets made  of  silk  cord  or  folds  of  silk 
crepe  in  high  colors  and  beads.  Sections 
of  cord  or  material  are  joined  together 
with  beads  and  arc  finished  with  pen- 
dants and  tassels  of  cords  and  beads. 
Clouded  amber  beads  and  small  colored 
beads  are  very  much  used. 

Ear-rings  in  the  Field. 

With  the  hair  dressed  high,  and  in 
many  cases  with  the  car  Bhowing,  ear- 
rings enter  the  Held  with  added  favor. 
Jet  and  amber  often  brightened  with 
rhinestones  are  best  liked  and  coral  is 
goo'd  and  so  is  turquoise.  Long  drops 
and  large  single  and  double  rings  lead, 
and  as  the  earring  screws  to  the  lobe  of 
the  ear  no  piercing  of  the  lobe  is  re- 
ouired. 

•let  jewelry  is  very  strong  in  sample 
lines,  and  is  expected  to  be  good  for 
Summer  wear.  Jet  is  no  longer  looked 
upon  as  for  mourning  wear  but  is  used 
in  all  cases  where  a  touch  of  black  would 
be  effective. 

Impossible  to  Fill  Pearl  Orders. 

Jade  is  fashionable  but  for  popular 
selling  it  is  not  the  real  article,  and  the 
same  may  lie  said  of  amber.  At  present 
it  is  the  color,  not  the  cost,  that  is  im- 
portant. Pearls  are  more  worn  than 
ever  and  manufacturers  are  finding 
orders  so   big    that   making  deliveries  on 

time  is  impossible.    Therefore  the  whole- 
sale   and    retail    trade    is    very    short    of 
pearls. 
The  "sautoir"  as   the   French  call  a 

narrow  black  ribbon  lor  the  neck,  finish- 
ed with  a  metal  Blide  ami  a  fastener  for 
a  pendant,  is  another  fashionable  item. 
These  ribbon  chains  are  very  much  used 
lor  oarrying  coin  purses,  and  vanity 
cases. 

Metal  Vanity  Case. 

One  of  the   besl    selling   lines  at    the 
present  time   is  the   metal   vanity   case. 
These  cases  come  in  sterling,  plated  and 
German  silver.     Some  of  the  more     ez 
pensive  ones  are  beautifully    enamelled 

in  pearly  tints  and  in  soft  rose  and 
blue  shades,  with  wreathes  and  bunches 
of    Bowers    as    added    decora!  ion.       Inside 

are  places  for  coins  and  car  tickets  as 

well  ns  a  mirror  and  powder  pull".      These 

around    the    neck    bj    long 

chains,     and   small     round   \aiui\      Cases 


have  a  shorter  chain  and  a   ring  tbr< 
which  the  finger  can    be   slipped. 

With  smaller  hat-  hat  come  a  very 
general  demand  for  the  shorter  hat  pin. 
Large  heads  are  out  of  date  also  and 
just  a  single  stone  or  a  cluster  of  rhine- 
stones are  best  liked.  Small  tlat  heads 
are  set  with  mother  of  pearl  or  have  an 
enameled  pattern.  Boxed  sets  showing 
showing  two  hat  pins,  one  bar  pin  and 
buttons  for  the  front  of  the  blouse  come 
verj  attractively  boxed.  There  is  still 
a  good  sale  for  the  longer  pins  as  many 
women  prefer  them. 


Some  Fancy  Lines 

Art  Needlework  Departments 
Paying  Well— Pillow  Top  De- 
signs— Colored  Embroidery  on 
Towels. 


AMBER  is  the  new  thin-  in  brooches. 
Bar  pins  are  best  liked  in  enamel 
but  brooches  are  not  selling  quite 
so  well  as  they  interfere  with  the  line 
of  the  V-front.  To  offset  this  a  V-pin  is 
showing  which  follows  the  line  of  the 
V. 

Manufacturers  of  leather  ba.L's  are 
competing  with  fancy  bags  by  putting 
them  out  in  the  very  softest  of  finished 
leathers  and  in  a  big  range  of  colors. 
Many  leather  bags  are  combined  with 
moire  and  others  that  are  all  leather  are 
shaped  and  draped  like  materials.  An- 
other idea  is  to  treat  the  leather  so  that 
it  has  a  stripe  running  through  it. 

There  is  a  tendency  to  show  better 
bags  and  to  pay  more  attention  to  lin- 
ings and  inside  fittings.  Many  bags  are 
beautifully  lined  with  moire,  and  have  a 
dainty  little  change  purse  and  framed 
mirror  ami  card  rase  of  the  leather.  An 
assortment  of  colors  is  necessary  in 
everj  stock  for  women  are  matching 
their  gowns  with  their  bags,  and  every 
woman  has  two  or  three  in  her  w  aril- 
robe. 

Art    needlework    departments    did    an 

excellent    business    all    through    the    Fall 
and    holiday    season    and    have   contrived 

to  keep  things  going  in  a  satisfactory 
manner  since  the  turn  of  the  year.  Ac- 
tive preparations  are  being  made 
Summer  and  Pal]  selling  and  as  retail- 
ers' stocks  are  liuht  there  is  good  rea- 
son tor  anticipating  a  good  selling  sea- 
son. 

Departments  conducted  in  the  modern 
W8J  Which  conduct  classes  and  ha\  e 
plenty    of  room   for  display  purposes  are 

always  busy.     These   departments  keep 

storks    well    assorted    and    show     all    the 

novelties  as  thej   come  along.     The  ma- 
jority of  women's  magazines  keep  right 
II 


up   to   date   in    art    needlework. 

-how    the    new     ..  ...nd    the    new 

effects  and  it  is  the  department  that  has 
the  good  jets  the  business. 

<  lasses  in  needlework  are  a  great  Leip 
and  at  least  one  woman  capable  or 
teaching  -uould  be  included  in  the 
ing  -taiT.  It  i-  not  a  hard  matter  as  the 
manufacturers  do  not  favor  patterns 
that  are  hard  and  intricate.  The  pat- 
that  sell  are  tho»e  that  are  showy 
and  effective  and  which  are  easy  to  work. 

Ribbonsene. 

Ribbonsene  is  one  of  the  most  at- 
tractive of  the  new  embroideries.  This 
embroidery  i-  worked  on  filet  net  witn 
a  specially  woven  ribbon.  The  ribbon 
comes  on  spools  and  the  patterns  are 
mostly  on  the  Marie  Antoinette  plan. 
showing  baskets  of  flowers  with  ribbor. 
scrolls  worked  in  pastel  colorings. 
Cushion  tops,  runners,  centrepieces,  pin- 
cushions, sachet  cases  and  a  variet 
"I her  articles  can  be  worked  in  this  em- 
broidery. When  worked  the  net  is 
backed  with  pale  pink,  blue  or  nile  green 
satin  and  the  edges  finished  with  Cluny 
lace. 

Towels,  guest  towels,  baby  towels,  etc.. 
show  much  colored  embroidery  worked 
out  in  French  knot  stitch.  Groups  of 
-mall  flowers  worked  in  Dresden  and 
•louy  colors  are  very  much  in  evidence. 
Lazy  daisy  stitch,  crops-stitch,  couching 
and  darning  stitches  are  all  used.  (_u..r- 
ed  Coronation  braid  is  al-o  used  effec- 
tively. 

Pillow  top  desiims  come  in  a  bigger 
assortment  than  ever.  The  new  patterns 
are  both  conventional  and  floral,  but  as 
floral  patterns  have  not  been  favored  for 
years  they  are  best  liked  now.  The 
favorite  flowers  are  fuchsia,  clover,  roses 
and  daisies,  and  are  worked  in  silk, 
wood  silk  or  mercerized  cotton.  V 
silk  is  very  much  used  because  of  its 
low  price  and  its  brilliant  luster,  and 
also  because  it  forms  a  raised  ambroid- 
en  without  the  labor  of  padding.  Of 
course,  if  padding  is  used  it  pays  for 
the   added   trouble. 

Stamped  Goods. 

In    the   time   of  the  year   that   Is  com- 
always   a    heavy   call 
stamped   goods   in   lingeries  and   it 
ineiits  for  children's  ami  rear. 

Garments  ready  made  up  and  only  need- 
ing the  embroidery  to  complete  then. 
were  put  out  a  season  or  so  ago.  These 
garments  were  finished  with  scalloping. 
Scalloping  unless  very  well  work' 
not  altogether  satisfactory,  so  made  up 
garments  edged  with  lace  insertion  <  r 
beading  and  edge  arc  showing  for  the 
coming  season.  These  garments  need 
only  i In-  sprays  and  sprigs  working  to 

make  them  complete  and  are  assured  of 
a  great  success. 
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Order  To-day 

Your  Jobber  carries   Duchess 
Hoops  and  recommends  them 


Over  18,000  dealers  sell  Duchess 
Embroidery  Hoops. 

It's  the  "Duchess"— the  Hoop 
with  the  Felt  Cushion,  women 
want  and  ask  for. 


Millions  of  Women  use  Duchess  Hoops 

or  embroidering  and  would   have   no  other,  because : — 


— Duchess  Hoops  hold  thick  or 
thin  fabrics  equally  taut. 

— The  Felt  Cushion  protects 
the  embroidered  work  from 
injury  when  being  placed  in 
or  removed  from  the  Hoops. 


— No  springs  or  attachments  to 

catch  the  silks. 
— No  metal  about  the  hoops  to 

rust  and  stain  the  fabrics. 
— Made  of  selected    hardwood, 

smoothly       finished       with 

rounded  edges. 


The  Best  and  Most  Popular  Embroidery  Hoops  on  the  Market 

Eight  sizes  in   Round,  3,  4,  5,  6.  7.  3,  10.  12-ineh. 
Three  sizes   in   Oval,  3x6,  4%x9,  6x12  inch. 

THE  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A. 

The  Largest  Makers  of  Embroidery  Hoops  In  the  World. 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


BEADS 


We  can  deliver  from  stock  a  round 
Amber  Bead  Necklace  at  $4.00  a 
dozen. 

Also  Amber  and  Black  Beads 
mixed,  at  $4.00  a  dozen. 

Order  at  once,  as  we  cannot 
guarantee  deliveries 

HIBBERT  &  JASLOW 


431  Leonard  St. 
NEW  YORK 


207  St.  James  St. 
MONTREAL 


Specialists    in    Hair    Goods    and    Style    Accessories 
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The  Latest  Fall   Novelties  in  Fancv  Goods 


Top  Section  1.  Beaded  pannier  bag  in  rich  tapestry  colors;  2  and  :'«.  Round 
and  oblong  vanity  cases  of  German  silver;  I.  Blouse  and  hatpin  Bel  of  silver 
and  blue  enamel,  in  case  lined  with  amber  velvet,  shown  by  Warwick  Bros. 
A:  K  utter. 

Bottom  Section  1  and  10,  Paris  novelties  in  turban  pins;  shown  by  the  Smith 
D'Entremonl  Co.,  Ltd.;  5  and  6,  Barrings  amber  and  rbinestones,  and  jet 
and  rhinestones;  Bhown  by  Defries  Importing  Co.;  2,  3,  I.  7.  8,  9     Shoo  buckles 

Of  Mack  celluloid,  while  in  moire  effect,  and  black  Sel  with  rhineslone-:  also  of 

white  metal  sel  with  rhinestones:  ?hown  by  Smith  D'Entremonl  Co.,  I. id. 


Ki 
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ROW.  LAMBERT  &  COMPANY 

Announce  the  removal  of  their  Show- 
rooms on  or  about  May  Fifteenth  to 

THREE-EIGHTY-THREE 
FIFTH  AVENUE 

Between  Thirty-Fifth  and  Thirty-Sixth  Streets 

In  the  heart  ot  the  Hotel 
Transportation  and  Fine 
Commercial  Section.      :: 

WHERE  SUPERIOR  DISPLAYS  WILL  COMBINE  WITH  IDEAL  CONVENIENCE. 


Factory  and  Office  will  remain  as  heretofore  at  64-66 

Lispenard  St.,  New  York 

Represented  in  Canada  by  THE  JOHN  ROUND  &  SON,  Ltd.,  210  Lemoine   St. 

MONTREAL 


FOR  THE  NOTION  COUNTER 

ALSO  A  GREAT  BOON  TO  MILLINERS 

"The  Beetee"  "HALO"  MILLINERY  SUPPORT 


PATENT.     Ree.  Gt.  Britain,  Germany,  France,  U.  S.  A.,  Etc. 


ONE  YARD 

IN   A 
PACKET 


ONE  YARD 

IN   A 
PACKET 


ALSO  USED  FOR   FRILLING  SUPPORT 
FOR  MEDICIS  COLLARS 


Up-to-date  styles  of  millinery  with   new  "HALO"   LACE 

BRIMS  used  with  lasting  effect. 

Made  in  2  in.,  2V2  in.,  3  in.,  3l/2  in.     BLACK  and  WHITE. 

FOR  PARTICULARS  WRITE  OR  CALL  ON  THE  MANUFACTURERS  AND  SOLE  PATENTEES, 

BURNET  &  TEMPLE,  Limited,  4  Fitchetts  Court,  London,  Eng. 

SOLE  AGENT:     R.  W.  R.  COWIE,  77  York  Street,  Toronto 
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This  toj  group  showa  many  of  th.- 
Fall  and  Winter  novelties:  the  ship 
worked  by  steam;  Noah's  ;irk  with  a 
boat  bottom;  "Snooknnu"  roly 
poly;  bird  in  cage  that  sings  when 
wound  uj>;  whale  that  spouts  water; 
bear  that  roars;  man  walking  on 
crutches:  doll  that  is  pressed  down 
and  rises  with  musical  sounds,  and 
many  more.    Shown  by  Xerlich  &  Co. 


Big  Array  of   New  Ideas   in  Christmas  Toys 

Mechanical  Toys  in  Many  Amusing  Types,  Such  as  Dog  That 
Somersaults,  and  Bird  That  Sings  in  a  Cage  —  Motorcycle  on 
Gyroscope  Plan — Musical  Dolls — "Snookums"  on  Hand  in  Eoly- 
Poly  Design — Many  Novelty  Lines. 


ADVANCE  showings  of  toys  for 
Christmas  indicate  that  there  will 
be  hosts  of  novelties  for  the  little 
folks  and  those  dry  goods  stores  that  are 
(•leaning  out  slow  sellers,  or  crowding  up 
two  departments  to  make  way  for  space 
for  toys  at  the  beginning  of  December 
will  have  lots  of  material  for  whetting 
the  appetites  of  the  children  and  their 
mothers.  At  this  early  date  it  would 
pay  the  dry  goods  merchants  to  look  into 
the  subject  of  a  display  of  toys  as  a 
profitable  side-line  for  the  last  month 
of  the  year.  There  is  always  the  risk  of 
breakage,  bul  you  can  afford  a  little  of 
this  when  you  sell  the  toys  at  an  ad- 
vance of  one  hundred  per  cent,  on  the 
invoice  price. 

For  those  who  go  into  this  line  at  all 
extensively  it  would  be  well  to  inspect 
the  wholesale  samples  now,  as  in  t  lie  Fall 
fchej  are  far  less  varied.  By  that  time 
the  chance  of  importing  novelty  lines  is 
growing  smaller,  and  the  most  of  the 
houses  keep  in  stuck  only  a  tithe  of 
what   they    were    showing   in    the   Spring. 

Wonderful  Mechanical  Toys. 

One  of  the  fields  in  which  a  decided 
advance  has  been  made  the  last  couple 
of  years  is  in  mechanical  toys.  There 
baa  been  In  tie  short  of  a  rage  tor 

and  noting  this  the  manufacturers  have 
Bel  their  wits  to  work  to  invent  novelty 
after   novelty. 


There  is  scarcely  a  movement  that  an 
attempt  is  not  made  to  imitate.  This  is 
notably  true  of  the  dance  craze,  and  now 
there  is  a  mechanical  toy  made  that 
shows  the  lady  in  an  imitation  of  the 
old  crinoline  skirt,  and  her  partner. 
Which  one  is  impelled  by  the  internal 
contrivance  it  would  require  a  close  in- 
spection to  decide,  but  at  any  rate  they 
whirl  round  in  various  phases  of  the 
tango,  and  towards  the  end  give  an  ex- 
cellent imitation  of  the  "hesitation"' 
waltz. 

Dog  Takes  Somersault. 

There  are  many  amusing  toys  along  a 
similar  line,  including  the  zig-zag, —  a 
sort  of  combination  of  teeter-totter  and 
•'loop  the  loop."  There  is  a  monkey  on 
a  tricycle,  who  turns  around  when  he 
strikes  tie  wall  and  continues  on  his 
course;  an  excellent  motorcycle  that 
turns  corners,  working  on  the  principle 
of  a  gyroscope,  ami  keeping  its  balance 

on  a  single  se1  o(  wheels.  One  of  the 
funniesl  is  a  dog  that  finis  a  somer- 
sault landing  on  all  ton  s;  then  a 
crouching  as  if  to  wind  itself  up  like  a 
baseball  pitcher  does  the  sault  again. 
A  clown  with  a  dog  attached  to  the  scat 
of  his  trousers  will  cause  some  fun  also 

\    novel  line  in   mechanical   toys   is  an 

automobile,  to  which  is  attached  a  long 

arm  with  a  bent   end.  which  enables  the 

car     like  a   blind   man.     to  keep  moving 

1^ 


along  the  edge  of  the  table  and  turning 
the  corners. 

Another  form  of  the  winding  up  pro- 
cess is  shown  in  a  circular  basin  where 
a  duck  is  attached  to  a  machine  under 
a  bridge  which  draws  it  around  in  a 
circle  on  top  of  the  water. 

A  bucking  broncho  is  likely  to  be  a 
winner,  and  even  those  who  are  not 
naturalists  will  be  struck  by  the  life- 
like features  of  a  huge  brightly-colored 
in  the  semblance  of  the  potato 
species — that  raises  its  wings  as  it 
moves  on.  A  negro  on  crutches,  and  a 
whale  that  draws  in  water  and  blows  it 
out,  and  a  nurse  pushing  a  carriage 
with  a  moving  baby  in  it.  are  among  the 
new  toys  that  look  to  make  good. 

A  bird  in  a  gilded  cage — a  canary — 
provides  an  agreeable  surprise.  When 
wound  up.  it  sin^s  a  regular  Albani  trill, 
a   very  good  imitation  of  singing. 

The  musical  ideas  have  been  extended 
to  a  merry-go-round,  which  has  the  re- 
gulation Bag  floating  from  the  top.  and 
music  starts  when  it  begins  to  operate. 

Squeaking  Dolls. 

A  different  style  of  music  is  secured 
from  doll  timires.  also  a  novelty  for 
next  0hristma8.  These  are  sometimes 
on  a  stick,  and  i:o  under  the  name  of 
"musical    sticks."   while   in   other  cases 

(Continued  on  page  118.) 
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We  Can  Increase  Your  Business  in 

Carpets, 

Oilcloths  and 

Linoleums 

Special  rug  orders,  successfully  handled,  will  help  your 
profits  in  this  department  and  gain  you  many  steady  custom- 
ers. We  know  they  are  difficult  to  handle,  and  are  out  to  help 
you  in  every  possible  way.  Be  it  special  size  or  design,  just 
send  us  the  particulars,  and  you  will  receive  samples  and 
quotations  by  return. 

Seamless  tapestry  squares  and  stair  carpet  to  match  are 
exceptionally  strong  and  we  have  a  very  large  and  interest- 
ing range.  Squares  are  stocked  in  sizes  2^x3  to  4x5  yds., 
and  carpet  in  Y%  and  Y\  widths. 

Brussels  and  Wilton  squares  in  all  sizes,  designs  and 
prices  are  also  a  feature  of  our  showing,  as  well  as  a  large 
range  of  mats  and  sofa  rugs. 

OILCLOTHS  in  the  best  selling  makes  and  qualities  in  2/4,  5/8,  3/4, 

4/4,  5/4,  6/4,  8/4  and  10/4  widths 

LINOLEUMS  in  8/4,  12/4  and   16/4  widths 


SAMPLES   OF  ANY  ON    REQUEST 

John  M.  Garland, 
Son  &  Co. 


Ottawa 


Canada 
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CANADIAN    FUR    TRADE 


RANGES  of  Fall  samples  for  the 
1914-15  fur  trade  are  still  incom- 
plete but  with  the  manufacturers 
now  it  is  simply  a  matter  of  further  de- 
veloping or  modifying  the  styles  which 
have  been  described  previously  in  The 
Review.  The  shorter  coats  with  the 
more  or  less  flaring  skirts,  the  fancy 
stoles  and  the  large  square  muffs  are  now 
pretty  well  established  as  the  standard. 

While  all  agree  that  coats,  this  year 
should  be  made  with  large  loose-fitting 
backs,  there  is  some  difference  of 
opinion  as  to  the  amount  of  flare  which 
should  be  given  to  the  bottom  of  the 
coat.  Although  most  garments  being 
made  have  the  bell  effect  in  some  degree 
there  are  a  good  percentage  of  them  on 
which  it  is  scarcely  noticeable.  Perhaps 
the  best  solution  of  the  matter  would  be 
to  say  that  the  more  extreme  flares  will 
find  their  place  mostly  in  the  trade  of 
the  larger  cities,  and  the  more  modified 
ones  will  be  good  in  the  smaller  centres. 
It  is,  however,  largely  a  matter  of  taste. 

Kimono  sleeves  and  shawl  collars 
show  n<>  signs  of  weakening,  nor  does 
the  new  Dutch  collar  which  seems  to  be 
taking  hold  very  well  indeed.  For  the 
woman  who  does  not  like  the  full 
kimono  sleeve  there  will  be  an  easy  set 
in  sleeve  which  is  a  sort  of  compromise, 
not  giving  the  full  kimono  appearance 
bul  with  a  great  deal  of  its  ease  and 
convenience. 

In  the  opinion  of  a  number  of  manu- 
facturers there  is  a  strong  tendency  For 
coat  linings  to  be  lighter  in  color  than 
the  coat.  "For  instanee,"  said  one,, 
"take  this,"  and  be  held  up  a  very 
pretty  garment  of  Hudson  seal  the  lining 
of  which  can  best  be  described  as  sofl 
"mink  colored"  silk.  "Linings  this 
year,"  he  continued,  "are  mostlj  of  sofi 
silk  and  not  of  satin  as  formerly." 

Hudson  Seal  Very  Popular. 

' '  While  ill  of  i  he  shorter  haired  mate- 
rials will  be  worn,' '  he  wenl  on  to  saj , 
•  •  I  he  l]  Looks  to  be  exceptionally 

strong.  A  verj  durable  as  well  as  hand- 
-..me  fur  it  can  be  used  Eor  almost  any 
purpose.  So  sofl  and  lighl  thai  it  « ill 
nol  crush  the  gown  underneath,  it  makes 
a   no   less   serviceable   wrap  and    man] 


Slight  Improvement  in  Fur 
Prices  at  March  Sales 

Slump  of  January  Was  Not  so  Pronounced — 
Coats  With  Loose-Fitting  Backs  and  Flare — 
Hudson  Seal  Very  Popular — Some  Pretty  Neck- 
pieces. 


dealers   look   forward   with   great   confi- 
dence to  heavy  sales  of  this  fur." 

Neat  Hudson  Seal  Coat. 

"Here  is  rather  a  neat  thing,"  he 
went  on,  and  he  picked  up  an  attractive 
coat  of  Hudson  seal  trimmed  with  chin- 
chilla squirrel.  This  coat  had  a  wide  con- 
vertible collar  and  a  very  slight  ripple 
at    the    bottom.      "That    style    of    coat 


especially  with  a  shawl  collar  will  be 
very  strong,   1   think,''  he  added. 

A  very  pretty  neckpiece  which  was 
shown  by  the  same  dealer  was  made  of 
black  persian  lamb  with  a  wide  inner 
edging  of  white  ermine  making  a  very 
effective  contrast;  the  muff  of  this  set 
was  of  persian  lamb  in  the  centre  with 
wide  white  edges  at  the  end.  A 
"misses'  "  set  which  deserves  special 
mention  was  of  red  Eox,  the  mufl  being 
made  of  one  Bkin  with  large  brush  at- 
tached  and    full    shirred    ends   of   purple 

Bilk,  the  silk  showing  at  the  bottom  as 
well,  for  the  fur  did  not  go  all  tie  way 

round.  The  neckpiece  was  of  one  skin 
but  was  so  manipulated  that  when  the 
load  from  the  muff  skin  was  attached 
it    looked    as    if    made    of    two    complete 
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skins  with  a  head  over  each  shoulder 
and  the  one  large  brush  hanging  at  the 
back. 

The  March  Sales. 

At  those  sales  which  took  place  in 
London  the  last  week  in  March  the  Hud- 
son's Bay  Co.  offered  for  sale  17,000  red 
fox.  8,950  white  fox,  78,850  mink,  140,- 
ooii  muskrat.  5,150  skunk  and  45,300  er- 
mine. 

Reports  from  London  state  that  while 
must  of  these  lines  were  much  cheaper 
than  a  year  ago,  the  drop  of  January 
was  partly  counteracted.  Red  fox  was 
reported  to  be  20%  cheaper,  white  fox 
Hi',  and  mink  25$  lower  than  one  year 
ago,  while  beaver  and  muskrat  sold  at 
approximately  January  prices. 

At  the  same  sales  Lampson  &  Co.  of- 
fered 420.000  skunk  as  against  338,414 
in  1913,  500,000  American  opossum  as 
against  519,029  last  year,  while  their  of- 
ferings of  musquash  increased  from  840,- 
000  a  year  ago  to  1,800,000,  as  well  as 
700,000  southern  musquash.  Their  of- 
ferings of  Russian  sable  showed  a  fall- 
ing off  from  8,000  in  1913  to  5,000  this 
year,  while  40,000  Australian  opossum 
were  offered  as  against  87,500  a  year 
ago. 

In  dressed  and  dyed  furs  their  raccoon 
offerings  were  250,000  as  against  140,550, 
and  1,400  fisher  for  1914  as  against  1,100 
last  year.  Blue  fox  was  offered  much 
less  freely  thau  last  year  as  also  were 
cross  and  silver  fox. 

Information  to  hand  regarding  prices 
al  which  these  skins  sold  says  that  fisher 
was  40%  cheaper,  blue  fox  20%  dearer 
while  cross  and  silver  fox  went  at  pretty 
much  the  same  prices  as  in  March,  1913, 
and  skunk  and  musquash  at  the  same 
prices  as  last  January. 

The  N'esbitt  company  offered  14,200 
wolf,  an  increase  from  ti.113  iu  1913; 
60,000  squirrel  as  against  1.70S  last  year. 
L,500  marten,  an  increase  of  9b7  over 
March,  1913;  750,000  musquash  as 
against  112.000  last  year,  and  15,000 
mink  ;i>  against  6,643  la-t  year.  Their 
offerings  of  skunk  this  year  was  182,000 
as  againsi   72.712  last  year. 

Of  these  skunk,  marten  and  tine  mink 
are  said  to  have  sold  at  January  prices. 
while  common  mink  and  southern  musk- 
rat  were  rather  cheaper. 

Reports  o(  the  later  sales  in  March 
wire  not  to  hand  at  time  of  going  to 
press. 
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Moose  Head  Brand  Furs 


SAMPLES 


NOW 

BEING 

SHOWN 


The  fur-buying  markets  never  viewed  such  a  creation  of  fine 
lines  as  our  line  represents  this  season. 

MARKET  PRICES  AGAIN  REASONABLE.  HANDSOME 
STYLES,  combined  with  our  concrete  foundation, will  help  your 
fur  business  to  success. 


Established 
1852 


X 


d. 


Over 
SIXTY  YEARS 

of  Service 
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Why  not  connect  with  reliability? 

L.  Gnaedinger,  Son  &  Co.,      Montreal 
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R.  M.  A.  FOR  HAMILTON. 

Provincial    Officers    Present    and    Give 

Addresses — Eric  Jamieson,  Grocer, 

is  Secretary. 
Hamilton,  Ont.,  March  30  (Special)— 
A  meeting:  was  held  in  the  large  hall  of 
Central  Y.M.C.A.  to  elect  officers  for  a 
local  branch  of  Retail  Merchants  of  Can- 
ada. Eric  C.  Jamieson  was  elected  Chair- 
man for  the  evening  and  read  over  a 
synopsis  of  the  resolutions  that  had 
been  discussed  and  adopted  at  the  con- 
vention in  Toronto,  at  which  he  had  been 
the  Hamilton   representative. 

B.  W.  Ziemann,  of  Preston,  President 
of  Dominion  and  Provincial  Boards  gave 
an  address  on  the  workings  of  the  Retail 
Merchants'  Association  as  a  whole,  say- 
ing that  retail  merchants,  strange  to  re- 
late, were  the  slowest  class  to  see  the 
value  of  true  co-operation  and  organiza- 
tion. He  advised  the  members  in  so  far 
as  they  were  able  to  eliminate  the  fakir 
in  business,  to  cut  out  all  unfair  compe- 
tition, and  by  giving  a  square  deal  and 
real  service  to  t  he  public,  to  prove  them- 
selves of  some  advantage  to  the  com- 
munity in  which  they  live. 

F.  C.  Higgins,  a  Toronto  grocer,  and 
provincial  treasurer,  then  spoke  on 
what    llie   Association    had   done   to  block 

the  Bulk  Sales  Act  and  what  was  being 
done  to  reduce  the  Business  Tax  from  25 
to  H»<;  and  other  matters  pertaining  to 
the  legislative  work  of  the  Association. 
On  the  proposal  of  Dominion  President 
Ziemann,  a  committee  of  5  were  asked  to 
withdraw  and  consider  who  were  likelj 

member8  for  office,  and  while  this  was 
being  thine,  E,  M.  Trowern,  Dominion 
and    provincial    secretary    Coi    the    Asso- 

,  ial  io  .1   st  irring  and   insl  rucl  h  e 

address  on  the  ethics  o£  organization. 

The  names     of    members  for  election 

being  submitted   by   the  committee,   not 

nifi  ting  «  it '    any  opposition,  on  the  mo 

tion  of  l ».  L  Clarke,  groi  ei  of  Ottawa 

them   being:       Pr<  Bid*  nt,  Qoi 


don  McLaren, (  jeweller);  1st  Vice,  A. 
C.  Mason,  (Butcher) ;  2nd.  Vice,  Con- 
troller Cbas.  Gardener,  (Men's  furnish- 
ings); Treasurer.  Alderman  J.  II.  Plunk- 
ett,  (Hardware);  Secretary,  Eric  C. 
Jamieson,   (grocer  and  butcher). 

Gordon  McLaren  then  took  the  chair 
and  after  admitting  that  it  was  an  en- 
tirely new  position  for  him  to  be  presi- 
dent of  such  a  body,  he  hoped  with  the 
help  of  the  other  officers  and  members 
to  be  able  to  accomplish  some  good,  and 
to  infuse  some  real  life  and  enersry  into 
this  branch  of  the  Association. 

It  was  then  moved  by  Mr.  Clarke  and 
seconded  by  James  Maine  that  one  mem- 
ber from  each  section  of  the  trade  be 
appointed  to  act  with  the  executive  as  a 
sort  of  advisory  or  outer  executive  board 
and  the  secretary  was  instructed  to  as- 
sist the  different  sections  in  appointing 
representatives  to  this  body. 


MERCHANT   TO  INTRODUCE  GARNI- 
SHEE AMENDMENT. 

Secretary  Wm.  C.  Miller,  of  the  On- 
tario Retail  Grocers'  Association,  in- 
terviewed Hon.  J.  J.  Foy.  Attorney- 
General  for  Ontario,  in  March  in  regard 
to  what  was  being  done  to  amend  the 
Garnishee  Law.  The  secretary  was  ad- 
vised to  see  J.  R.  Dargavel,  member  for 
Leeds,  who  is  not  only  a  prominent 
member  of  the  Government,  but  is  in 
the  retail  business  when  at  home  in 
Leeds.  Mr.  Dargavel  expressed  sym- 
pathy for  the  proposed  amendment,  and 
when  shown  the  signatures  to  the  peti- 
tion which  was  circulated  last  year,  and 
after  going  into  the  question  with  Mr. 
Miller,  agreed  to  father  a  bill  requesting 
a  change  in  the  present  law,  which  now 
says  that  only  moneys  coming  to  an  in- 
dividual over  $25  are  subject  to  garni- 
shee. He  suggested  that  the  signatures 
to  the  petitions  be  classified  aecordin? 
to  constituencies  so  that  each  member 
of  the  legislature  could  be  confronted 
with  the  names  of  his  own  constituents 
who  favor  the  change. 

Tt  is  quite  likely,  therefore,  that  notice 
of  a  bill  covering  the  proposed  change 
w  ill  be  seen  in  the  course  of  a  few  days 
as  the  time  limit  for  these  notices  ended 
the  earh    part  of  this  week. 


POLITENESS. 

Sales  olerks  doubtless  have  read  and 
heeded  the  new  signs  posted  about  the 
building:  "Did  you  saj  'thank  you'  to 
ever}  customer  you  waited  upon  to- 
daj  .' "  Bays  Mamie!  Brol  iers'  store 
News. 

The   besl    social   usage   In   matters  of 

etiquette    is    none    too    good    tor    retail 

Belling      V    matter  how  much  one  knows 

of  merchandise,   without    an   observance 
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ot    the    .spirit    and    the    best    formi 
politeness    one's    salesmanship    i- 
ously  impaired. 

Here    are    other  :  fiat    likewise 

will    be    of    •' 

salespeople  in   Belling,  and   in  acqu 
a  persona]  following  of  custom 

Correct  Forms  of  Address. 

•  •  Madam,  may  1  interest  yon  in f " 

••Are       you       receiving       attenl 
Madam  .'' ' 

Customers  appreciate  being  addr. 
by     name.    a-.    "Good    morning,     lira 

Jones";       "Good       aften i,       Hiss 

Brown.  " 

young   peop  J.\    appreciate  re- 

spectful service.     By  according  it.  - 
clerks    may    make    excellent    friends   ami 
permanent    customers. 

Sell  to  others  as  you  would  have 
others  sell  to  you. 

Successful   sales  clerk-  are  enthut 
t  it-all >     interested    in    their   merchandise. 
and  in  their  customers'  wishes.      That's 
why  thej  're  successful. 

Boosts  Other  Sections. 

T  i  "booster"  tells  his  customer  of 
sales  in  other  departments.  It  would  be 
highly  profitable  for  every  sales  clerk  if 
every  sales  clerk  were  a  '"booster." 

The  wise  sales  clerk  knows  that  little 
extra  courtesies  are  bi'_r  factors  in  mak- 
insr  permanent  customers. 

Sales  clerks  who  read  the  store's  ads. 
are  iitting  themselves  for  better  posi- 
tion-. 

Neatness  and  cleanliness  are  evidence 
of  self-respect.  Customers  respect  sales 
clerks  who  respect1  themselves — and  buy 
of  them. 

The  habit  of  promptness  affords  one 
leisure  to  do  more-  and  to  do  it  at  the 
right  time. 

A  uniformly  pleasant  manner,  when 
combined  with  efficiency,  is  a  great  aid 
in  advancement. 


LIGHT  AND  WINDOW  DISPLAY. 

Dark  blue  reflects  6*  .\  per  cent,  of  the 
light   falling  upon  it. 

Dark  green,  about  10  per  cent. 
Pale  ied.  more  than  16  per  cent. 
Dark  yellow.  'JO  per  cent. 
Tale  blue.  30  per  cent. 
Pah1  yellow,  40  per  cent. 

Pale  green,  Hi'  j  per  cent. 

Pale  orange,  nearly  66  per  cent. 
And  pale  white.  70  per  cent. 

\  window  finished  in  light  oak  can  be 
lighted  with  much  less  wattage  than  a 
window  finished  in  dark  mahogany;  like- 
wise, a  window  in  which  white  good*  are 
displayed.-    American   Architect. 


Every  time  von  allow   yourself  t 
angry  von  lose  a  tew  minutes  or  hours 
of  happiness  you  might  have  had. 


CANADIAN     FUR   TRADE 
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Style  and  Reliability 

in  FURS 


One  of  the  first  requisites  in 
buying  furs  is  to  have  COR- 
RECT STYLES. 
Then  you  must  have  reliable 
goods — in  appearance,  quality 
and  workmanship. 
Finally,  prices  must  be  right 
in  order  to  assure  a  fair  and 
reasonable  profit. 

All  this  has  been  taken  into 
consideration  in  offering  our 

1914-15 
Line  of  Furs 

for  your  inspection.  Look 
over  the  samples  carefully  and 
we  feel  sure  you  will  recog- 
nize the  advantage  of  placing 
your  order  with  us. 


We  specialize  on  stylish  coats  and  small  furs  and  are  not 
afraid  to  have  our  values  compared  with  any  others. 

LABERGE,  CHEVALIER  &  CO 

Makers  of  Stylish  Furs 
MONTREAL 
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CANADIAN    FUR    TRAD  E 


You  be  the  Judge 

See  the  samples  of  high-grade 
Furs  we  are  now  showing  for  Fall, 
1914-15,  and  judge  for  yourself  the 
values  we  are  offering. 

We  are  specializing  in 

Hudson  Seal,     Near  Seal, 
Persian  Lamb,  Muskrat  Coats 

and 

Small  Furs  in  Mink,  Skunk, 
Fox,  Wolf  and  Beaver 

We  follow  closely  the  style  trend 
of  the  New  York  designers,  and  we 
feel  sure  you  will  appreciate  the 
service  we  can  give  you. 

Our  travellers  are  now  on  the 
road.  Look  carefully  over  their 
s a  tuples  when  they  call. 

Silver  Bros.  Co.  "Furs" 

Limited 
Sommer  Building  MONTREAL 


imiiiiiHiiimmiiiiiiiimiimiiiiimiiiiiiiiiiiiiiiimiiiiiimiiiimr,- 


1  It  pays  to  advertise  if  your 
line  is  good,  and  it  pays  to 
buy  advertised  lines,  because 
they  are  invariably  satisfac- 
tory. The  general  public 
have  long  been  educated  to 
believe  that  advertised  goods 
are  best.  Can't  you  see  that 
you  are  laboring,  not  only 
under  a  handicap,  but  under 
a  cloud,  if  your  product  is 
not  advertised?  Publicity 
dispels  the  cloud  of  suspi- 
cion and  removes  the  handi- 
cap. 
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READY-TO-WEAR 


WIDER    SKIRTS. 

fyUITS  are  selling  well  in  the 
i  \  larger  centres  and  in  those  sec- 
tions of  the  country  where  wo- 
men keep  up  with  the  various  style 
changes.  In  some  quarters  buyers- 
have  been  a  little  afraid  to  stock  the 
new  models,  and  therefore  reports  as 
to  suit  selling  from  these  sections  are 
not  so  good. 

Merchants  who  have  shown  suits 
have  done  well  with  them,  as  in  the 
larger  centres  a  suit  is  a  necessity, 
and,  the  change  in  style  is  so  marked 
that  a  new  model  must  be  purchased. 
There  is  still  a  period  of  active  sell- 
ing before  the  trade,  as  the  demand 
for  suits  will  continue  right  up  to 
Easter. 

One  factor  that  is  in  favor  of  the 
new  suits  is  that  few  alterations  are 
necessary.  The  coat  is  loose  and  easy 
fitting  and  practically  hangs  from 
the  shoulder.  Therefore  any  altera- 
tion that  has  to  be  made  is  in  the 
nature  of  a  minor  one. 

The  selection  of  models  for  the 
present  season  was  an  arduous  task, 
as  buyers  had  to  carefully  keep  in 
mind  the  ideas  and  tastes  of  their 
customers,  and  had  to  be  careful  not 
to  be  led  to  stock  styles  too  extreme 
to  sell,  until  their  customers  became 
used  to  the  shorter  coats  and  the  new 
lines  on  which  skirts  are  cut. 

Manufacturers  are  beginning  to 
busy  themselves  with  Fall  models, 
and  while  no  definite  idea  can  yet  be 
given  as  to  the  styles  that  will  be  put 
forward,  there  are  signs  appearing 
that  lead  one  to  suppose  that  skirts 
will  not  be  so  narrow  as  at  the  pres- 
ent time. 

At  the  Spring  openings  now  ter- 
minating in  Paris  several  of  the 
model  houses  have  endeavored  to  in- 
troduce additional  width.  The  slit 
skirt  is  by  no  means  so  strongly  fea- 
tured, and  box  pleats  and  the  flare 
below  the  knee  have  made  a  good  im- 
pression. 


Pantelettes  With  Short  Skirts 
Feature  in  Paris 

Shortness  Replaces  Tightness  at  Feet — Other 
Models  Have  Narrow  Petticoats  Instead  of 
Pantelettes — An  Innovation  in  Waists — Big 
Vogue  of  Plaids — Striking  Cape  Models. 


Paris,  March  31. 

THE  openings  this  Spring  have 
caused  unusual  interest,  and  now 
Paris  is  agog  with  gossip  as  to 
-which  feature  is  going  to  influence  the 
course  of  the  mode.  One  point  that 
seems  to  be  pretty  well  settled  is  the 
passing  of  the  very  tight  skirt.  The 
skirt  it  seems  must  be  extreme  in  some 
feature  and  now  that  it  is  no  longer  to 
be  tight  at  the  feet  there  is  a  tendency 
to  make  it  very  short.  Premet  leads  in 
this  direction,  and  is  showing  skirts  that 
clear  the  ground  by  fully  seven  inches 
below  which  appear  the  early  Victorian 
pantelettes. 

If  Premet 's  skirts  are  short  and  wide 
his  bodices  are  tight,  the  shoulders  are 
fitted  and  the  sleeves  are  long  and  tight 
also,  and  the  waist  curves  in  at  the  waist 
line  and  fits  over  the  hips  in  a  long- 
sloping  line.  There  is  a  big  lined  bow  at 
the  back  with  looped  ends.  Just  how 
great  an  innovation  this  Premet  waist  is 
may  be  gathered  by  the  fact  that  it  is 
cut  in  the  old  manner  with  middle  back, 
side  back  and  under  arms  seams. 

The  pantelettes  are  made  of  organdie 
batiste  or  net  with  frills  of  lace  as  a 
finish.  Other  models  have  narrow  pet- 
ticoats instead  of  the  pantelettes,  so 
narrow  indeed  that  as  far  as  freedom 
is  concerned  the  very  tightest  of  skirts 
might  still  be  worn.  Both  Premet  and 
Cherint  show  these  narrow  skirts  in  tulle 
and  organdie,  and  Beer  has  them  made 
of  satin. 

The  bustle  dresses  have  short  skirts 
with  all  the  fullness  bunched  up  at  the 
hips  and  the  back.  The  front  of  the 
skirt  is  tight  and  is  draped  upwards. 
These  skirts  are  long  and  moderately 
narrow  and  are  pulled  up  to  the  proper 
length. 

Capes  are  Flourishing. 

It  yet  remains  to  see  what  impression 
these  dresses  will  make  upon  the  general 
trend  of  fashion,  but  capes,  and  garm- 
ents reminiscent  of  dolman  fashions  are 
flourishing.  At  the  Auteuil  races  quite 
a  number  of  capes  were  worn.  One  of 
the  Poiret  models  was  of  dark  green 
duvetyn  lined  with  Martine  printed  silk. 
The  most  striking  models  were  the  Span- 
ish capes  with  large  hoods  lined  with 
plaid  or  Roman  striped  silk  and  worn 
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with  one  corner  draped  over  the 
shoulder. 

Some  models  had  cape  backs  and  coat 
fronts  and  it  is  here  that  practical  de- 
velopment promises  to  come.  Besides 
capes,  short  loose  coats  are  shown  made 
for  the  most  part  of  heavy  cheviots  and 
tweeds  both  in  plain  colors  and  plaids. 

Some  the  short  bunched  up  skirts 
seen  at  some  houses  are  finished  with 
narrow  frills  of  silk  or  lace  and  more 
than  one  apron  overskirt  was  trimmed 
with   fringe. 

Poiret  still  sticks  uncompromisingly 
to  the  straight  line,  and  some  of  his 
models  might  have  stepped  from  a  Kate 
Greenaway  illustration.  Poiret  goes  to 
the  extreme  with  his  collars,  some  of 
which  stand  up  straight  for  several 
inches.  An  odd  flare  collar  perched  on 
top  of  a  high  band  cannot  escape  Notice, 
and  to  match  there  are  flare  cuffs  that 
almost  hide  the  hand. 

Minaret  Reaches  to  Feet. 

The  street  suits  shown  here  have 
loose  coats  which  hang  very  full  in  the 
back.  These  coats  are  cut  along  kimono 
lines,  and  some  are  hip-length  while 
others  reach  to  the  knee,  and  some  are 
even  shirred  at  the  back  of  the  neck  to 
give  extra  width.  All  hang  in  godets  at 
the  bottom  and  when  they  are  belted  the 
belt  is  slipped  under  the  fullness.  Coat 
sleeves  are  all  wide  and  loose. 

The  lamp-shade  or  Minaret  tunic  is 
still  retained,  but  it  reaches  to  the  feet 
now  and  is  worn  over  a  very  tight  satin 
skirt.  The  edge  of  the  minaret  is  outlin- 
ed with  beads  and  lines  of  beads  edge 
the  corsage  and  sleeves.  Poiret  still 
shows  culotte  skirts  and  one  remarkable 
model  of  black  satin  was  worn  with 
bright  red  boots. 

In  recent  years  the  gowns  worn  on  the 
stage  have  had  a  very  marked  influence 
on  fashions,  and  though  plaid  taffetas 
have  had  a  marked  vogue  this  Spring, 
Sacha  Guitry's  play  "The  Plaid  Cloak," 
is  responsible  in  a  great  measure  for  the 
perfect  rage  that  is  springing  up  for 
plaids. 

Costumes  for  Greek  Play. 

The  greatest  interest  is  being  taken  in 
the  costumes     Poiret     is  designing  for. 
"Aphrodite."  There  was  a  costume  re- 
hearsal the  other  day,  and  details  as  to 
the  dresses  became  known.     The  styles 
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RE  A  D  Y  -  T  0  -  \V  EAR     G  A  R  M  E  N  T  S 


PARISIAN  FASHIONS. 

Skirts  sinn  inch's  off  ground 
with  pantelettes  showing. 

Bodices  tight,  shoulders  fitted  and 
tight,  and  waist  fits  over  hips  in  long 
sloping  line. 

Some  very  narrow  skirts  being 
shown  instead  of  pantelettes. 

Striking  models  of  copes  with 
large  lined  hoods,  one  conn,-  draped 
ovt  r  shoulder. 

Minaret  retained,  but  reaches  to 
ft  et. 

Stage  play  shirts  furon   for  plaids. 

Flare  skirt  a  Spring  novelty. 


are  Grecian  and  old  Egyptian,  and  much 
gold  and  silver  (doth  is  used  in  their  de- 
velopment. One  dress  is  made  wholly  of 
gold  tissue  and  has  a  three-tiered  skirt. 
.Marline  painted  silks  are  used  for  some 
of  the  cost  nines,  and  the  corsages  arc  ex- 
tremely low  cut.  Many  are  sleeveless 
and  some  have  only  one  sleeve. 

Jeanne  Lauvin  is  noted  as  the  de- 
signer of  youthful  dresses.  The  dresses 
here  are  always  simple  in  effect  and  the 
slouch  that  so  many  Americans  object  to 
has  never  been  featured  here.  Lauvin 's 
novelty   this   Spring  is  the  flaring'  skirt. 

The  skirt  of  the  tailored  suit  is  gored 
and  has  a  decided  flare.  All  skirts  are 
slightly  lull  at  the  waist  line,  which  is 
either  shirred  or  laid  in  narrow  pleats. 
Some  models  have  these  pleats  only  in 
fiont  and  are  plain  at  the  hack.  The 
coata  worn  with  these  gored  skirts  are 
straight  and  just  cover  the  hips,  and 
many  of  them  have  a  straight  hell  which 
is  placed  just  below  the  waist  line.  This 
belt  may  be  of  patent  leather,  the  ma- 
terial of  the  suit  or  of  striped  material. 
Madame  is  partial  to  stripes,  and  is 
using  then  I'or  collars,  cuffs,  belts  and 
linings. 

A  kind  of  jumper  is  shown  here  that 
i-  very  becoming.  This  garment  is  belted 
low  and  buttons  up  the  middle  of  the 
back  with  buttons  matching  the  ma- 
terial. Full  boleros  are  also  much  used. 
Thej  are  eut  up  in  front  to  show  the 
girdle  and  simulate  a  cape  at  the  back 
H  here   thev    fall    to   the    hip  line. 


Sketch  by  Review  Artirt. 


Tarty  dress,  carmt  colored 
wool  crepe,  collar  and  stash  of 
new  art-printed  silk,  with 
over-collar  of  net  and  lace. 
Shown  by  Sperling  &  Lea, 


For  the  Children 

('lever  Adaptations  of 
Women's  Fashions— Wool 
Crepes   Popular  for   Fall. 

MANUFACTURERS  catering  to 
the  misses'  and  ■■  .lldren-'  busi- 
UeSS  are  in  receipt  of  good  Ord 
I'or  children  must  have  frequent 
Merchants  are  beginning  to  realize  that 
children's  garments  must  be  well  made 
and  made  from  serviceable  material  BO 
that  they  will  stand  the  hard  wear  ami 
Ireouent  tubbing  to  «  are  Bub- 

Cheap  garments  cannot   be 
peeted   to   stand   the   strain   anil   buyers. 
therefore,  find      them      <>:'  little  use  in 
building  up  business  and  reputation. 

Not  only  is  material  of  great  import- 
ance but  more  attention  man  ever  is 
given  to  styles  and  clever  adaptations 
an-   -ecu   of   women's  '    re- 

taining the  simple  straight  line,  and 
long-waisted  effects.  One  -mart  little 
dress  of  crepe  is  made  peri  raight 

am!    is    finished    with    two    shirred    trills 
<d   the  material.     Revers  open  t< 
a  chimesette  of  n<  is  a  col- 

lar of  printed  -ilk  in  art  tones  over 
which  falls  one  ol  lace  and  net.  This 
collar  is  basted  in  and  can  be  removed. 

Many  dresses  are  cut   witli  the  Ri 
Ian  shoulder,  and   with    wide   arm- 
Tliis   style   i-   especiallj    good   for  child- 
ren's wear. 

The   combination      of   two      labri.  - 
verj    much      used      and      both    Ru - 
blouse  and   middy   models  come  in   plain 
and    plaid    material-.        Sometimes   the 

blouse  is  id'  the  plain  and  the  skirt  and 
trimmings  of  plaid  and  sometimes  vice 
versa.  Pleated  -kirts  have  never  gone 
out   for  children 's  wear. 

Looking  towards  Fall  in  better-priced 
dresses,  wool  crepes  in  high  colors  will 
be  very  popular  for  the  party  dress,  ami 
smart  wear.  There  is  really  not  much 
change  in  style.  for  the  low  belted 
Straight  line  model  is  too  practical  to 
be  lightly  discarded.  Draped  -jirdlcs 
and  sashes,  tunic  skirts  and  skirts  with 
double  frills,  and  the  Raglan  and  bats- 
wing  sleeves  art  the  most  notable 
urea  Dresses  of  this  class  are  remark- 
able for  the  touches  of  hand  work  that 
give  distinction.  Thus  a  -mart  little 
dress  of  black  velveteen  had  a  sort  of 
pannier  sa-h  of  Scotch  plaid  silk  end- 
ing under  the  trout  ami  back  panels  and 
this  sash  was  connected  both  back  and 
trout  b\  cords  covered  with  the  plaid 
ending    under    fancy    buttons  Plaid 

cuffs    and    a    plaid    collar   with    an    extra 

collar  of  Lingerie  finished  this  smart 
little  dress 

Serge   dresses   are   mosth    of   the   low- 
bolted    middy   type   and    the    collar   cuffs 
and  trimmings  are  of  serge  in  novelty 
colors,  such   as  tango,  coral   pink,   I 
green,  emerald,  amber  and   Nattier  blue. 
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Beau  Brumuiol 


The  Balkan  and 
The  Middy 


This  season  is  going  very  strongly  to  the  Balkan  and 
Middy  styles  of  waists.  We  have  prepared  a  range 
that  is  well  worth  your  early  consideration. 

The  numbers  here  illustrated  represent  some  of  the 
best  selling  lines,  samples  of  which  will  be  sent  upon 
request. 

Drop  a  card  to-day  for  Samples,  which  will  be  sent 
per  return  express. 

Our  prices  are  right. 


1333 

Misses'  Middy 


1833 

I5oau    ItrumiMi'l 


Allen  Manufacturing  Co.,  Ltd. 

103-5-7  Simcoe  Street,  Toronto 


Long  Distance  Phone  Adelaide  966 
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READY-TO-  W  E  A  K     GAR  M  E  N  T  S 


Dress  Season  Opens  Up  Well 

Silks  Have  Been  Prominent  at  the  Openings — 
Cottons,  Particularly  in  Crepes,  Are  Proving 
Big  Sellers. 


Roman  Btripes  arc  in  the  line  of  the 
novelty  development  in  wool  fabrics. 
Street  dress  of  tliis  material.  Shown  by 
Mc  1 11 1 yrf ,  Son  &   <'i>..  Limited,  Montreal. 


ALL  tendencies  poinl  to  a  big  di  i 
on,  and  it  is  no  exaggeration 
i"  say     thai     manufacturers    and 
buyers  arc  well  pleased  with  the  fashion 
developments    for  this    Spring   and    the 
coming  Summer. 

I"  styles  an-  new.  and  at  the  Bame 
time  if  the  selection  is  carefully  made, 
and  the  purchase  of  extreme  models  is 
guarded  against  they  are  quite  practical 
enough  to  suit  the  taste  oi'  the  ordinary 
woman.  And  their  novelty  is  sufficient  1\ 
marked  to  make  the  purchase  of  a  new 
dress  imperative,  as  there  is  an  emphatic 
change  from  the  lines  of  a  season  ago. 

Even  in  popular  priced  lines  the  styles 
arc  dressy  and  there  are  very  few  plain 
models  shown.  Not  only  is  the  style 
dressy  but  the  color  development  assists 
the  effect.  Another  factor  that  must 
not  be  forgotten  and  which  has  a  very 
direct  bearing  on  the  welfare  of  the 
dress  section  is  that  women  are  becom- 
ing more  and  more  willing  to  pay  a  fairly 
high  price  for  a  dress  provided  there  is 
the  proper  value  given  in  material  and 
style.  This  gives  added  scope  to  the 
manufacturer  in  producing  garments  thai 
are  well  designed,  well  cul  and  well 
made  and  finished,  and  developed  in 
materials  that  will  give  the  proper 
amount  of  wear.  And  it  is  good  for  both 
maker  and  retailer  that  the  demand  for 
such    merchandise   is   increasing. 

The  demand  for  worsted  and  won] 
dresses  has  been  limited  this  season  to 
those  intended  for  useful  wear.  Serges 
in  black.  Copenhagen,  navy,  tan,  made  in 
simple  styles  with  V-yoke,  finished  with 
ruching  and  having  silk  girdle  and  sash, 
arc  shown,  in  more  dressy  models  dresses 
are  developed  in  all  wool  crepes  and 
crinkled  cloths  in  the  new  Spring  shade-. 
Many  of  these  are  in  coat  effect,  and  arc 
decorated  with  novelty  silks  ami  but- 
t  ons. 

Silk  dresses  stand  out  prominently  at 
all  the  retail  openings.  Taffetas  are 
high  style  and  are  taken  when  there  is 
a  supplj  to  be  obtained.  Crepes  lead  the 
selling  and  for  popular  priced  trade  soft 

sat  ins  ;iro  good. 

Tunics,  pannier  tunics  and  flounces  are 
all  showing  and  while  all  dresses  show  a 
tendency  to  width  at  the  hip  line  and 
bouffant  effects,  buyers  are  demanding 
modified    styles. 

Cotton  materials  are  made  up  into 
smart  little  dresses  and  buyers  have 
stocked  them   freely.     Crepe  models  lead. 

ami  combinations    of  plain    and  fancy 

crepes      and      such      novelty      cloth-      ;\- 
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yn,    rice    cloth    and    fancy    ratines 
with    plan:,    striped,    checked    and 
i  epos  have  been  great  sell 
Short    sleeves    come    strongly    to    the 
front  in  these  later  models  and  there  is 
a  tendency  towards  bell  effects.  The  B 

i   at   the  shoulder  is  very  much  in 
evidence  and  all  waists  are  cut  on  I 
floppy   lines  with  wide  arm  hoh 
effects  are  good  and  so  are  bolero  models 
with  the  front  of  the  waist  developed  in 
ci  or  shadow  lace. 

@ 

Good  for  Cotton 
Waists 

Cotton  Crepe,  Crepe  de  Chine 
mid  Lace  and  Xet  Big  Sellers — 
Novelty  Chiffon  Waists  in  High 

Color-. 

BI'YKKS  ate  more  interested  in  cot- 
ton waists  than  for  quite  a  number 
of  seasons,  and  they  are  being  taken 
in  quantity.  Only  the  cheapest  waists 
are  of  lawn  or  batiste  trimmed  with  lace 
and  embroideries,  and  those  selling  are 
on  simple  lines  with  little  trimming  or 
elaboration. 

The  same  applies  to  cotton  crepe  and 
v  aists  of  sheer  voile.  Trimming  in  these 
waists  is  only  applied  in  the  form  of 
the  vest,  and  t lie  rolling  Directoire  col- 
lar and  to  the  finish  of  the  cuffs  and 
sleeves.  Hemstitching  is  used  exten- 
sively. Seams  and  yokes  are  defined  in 
this  way.  and  vest  of  shirt  fronts  are 
i  l  ten  suggested  by  lines  of  hemstitching. 

Novelty  in  cuttinsr  and  fineness  of  ma- 
terial rather  than  elaboration  is  the  idea 
that  is  being  followed.  The  pointed 
yoke  reaching  well  down  the  arm,  and 
cutting  in  one  piece  of  the  sleeves 
and  body  is  new.  Waists  define  the 
tie ure  ,,nly  at  the  shoulder;  at  all  other 
points  they  are  loose  and  floppy.  The 
armholes  are  wide  on  the  mandarin  or 
hats-wing  order,  and  sleeves  are  full  and 
loose.  The  collars  flare  or  roll  and  the 
V  front  and  uncovered  neck  reigns  sup- 
reme. A  new  collar  shows  the  front 
closing  in  surplice  fashion,  and  the  Bol- 
lai  laid  back  in  long  revers,  while  across 
the  back  is  a  pleating  of  lace  or  organ- 
die forming  the  collar. 

Many  blouses  are  of  crepe  de  chine. 
and  hemstitching  is  used  for  the  trim- 
ming. Often  the  hemstitching  is  cut 
forming  a  picol  edge,  This  trimming  is 
used    to   finish   softly   draped   revers.  flat 
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Hot  Weather  Wash 

Dresses 


Every  merchant  needs  just  the  right  kind  of  merchandise 
to  keep  things  moving  in  the  hot  weather. 

And  it's  true  of  dresses. 

No  line  so  well  repays  a  buyer  for  time  and  care  in  select- 
ing his  purchases  as  Hot  Weather  Dresses. 

Realizing  this  fully,  we  have  put  our  best  efforts,  and  our 
keenest  judgment  into  our  line  of  Hot  Weather  Wash 
Dresses. 

It  is  now  in  the  hands  of  our  salesman  and  is  well  worth 
your  inspection. 

Have  you  seen  our  Growing  Girls'  Dresses — Intermediate 
sizes? 

They  are  being  bought  extensively  wherever  shown. 

We  can  reach  you  anywhere  with  a  salesman — or  samples 
and  glad  to  do  it. 


Betrott$rmcesisi  jWanufacturtng   Co. 

©etrott,     Jffltcf). 

TORONTO  OFFICE,  52  BAY  ST. 

Children's  Juniors'  Women's 

WASH  DRESSES 
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collars,    fancv    i-ul't's    ami    narrow    ruffles. 

Organdie  is  being  used  t d-  collars  ., '<] 
cuffs,  and  Paris  news  tells  of  organdie 
v  aists,  also. 

For  Summer  wear  orders  are  coming 
ir  for  simple  tailored  waists  of  white 
Ilabutai   silk   in   good  qualities. 

Buyers  have  also  taken  waiBts  of  col- 
ored chiffon  in  simple  styles,  and  a  fea- 
ture bere  is  the  introduction  of  high 
and      unusual      colors,      Such      as     tango, 

petunia,  and  brighl  shades  of  yellow, 
green,  blue  and   purple. 

Shadow  lace  and  lace  and  net  waists 
continue  t"  be  eztreinelj  popular  both 
for  high   .•uiil   medium   priced   waists. 


&- 


Cord    Weaves 
Skirts 


in 


Cotton  Velvets  High  style  in 
SummerSkirts  Fashion  Again 
Favors  Cotton  Bedfords,  Cords 
and  Piques  -  Plaids  mid  ('heck 
.Model.-  Strong. 

FASHION  i-  assuredly  moving  in  the 
direct  ion  of  the  separate  waist  and 
skirt    and    more    skirts    have    been 
-old    up    to   date    than    for   many    seasons. 
Not    only    have      skills      sold    well,    but 
there   has  been   a   decided   increase   in   the 

sale  of  better-grade  skirts. 

Back  and  navy  blue  lead,  and  there  is 
a  growing'  demand  for  broadcloth,  par- 
ticularly in  black.  The  serge  skirt  is 
staple,  hut  some  very  smart  models  have 
tunics  and  frills,  both  shirred  and 
shaped,  arranged  in  tunic  fashion. 

I  Ma  ids  and  checks  are  the  high  novelty 
and  promise  to  be  a  big  feature  again  in 
the  fall.  Though  many  sinirle  and 
double  tunic  styles  are  good,  there  is  a 
general  tendency  towards  the  adoption 
of  simpler  models  for  wear  during  the 
outing  season.  These  skirts  are  cut 
upon    modified   peg-top  lines  and  many 

have  either  one  or  two  patch  pockets. 
They  open  at  the  side  seams  at  the 
bottom  id'  the  skirt,  with  buttons  and 
button-holes  that  can  lie  opened  or  (dosed 
at    will. 

For  Summer   selling  cotton   novelties 

are  showing   in   cord   effects   with   cotton 

velvets  as  the  high  novelty.  Cord  ma- 
terials are  making  a  new  impression  and 
all  cotton  cords  on  the  Bedford,  eote-de- 
cheval  and  pique  order  will  be  wanted. 
Skirts  of  this  kind  are  made  up  on 
simple  lines  so  that  thev  are  easily  laun- 
dered. 

^ 


Capes  the  Latest  Development 

One  of  the  Must  Fashionable  Models  is  Full 
Spanish  With  One  Corner  Thrown  Over 
Shoulder — Balmacaan  Model  tin-  M<»t  Practical 
— Shaped  Flounces. 


Swift  Current.  Sask.— A  milliner}  de- 

paitnient     will    be    added     to    The     \V      \V. 
Cooper   Co.'fl    many    departments. 


AS    the    season    advances    the    big    di- 
versity   of   styles    shown    becomes 
apparent.       All     models    are    ahorl 
and  the  Summer  tendency  seems  to  favor 
those    that     are    shorter    -till     in    dre-sv 
models. 

Moire,  silk  poplin,  taffeta  and  crepe 
materials  are  best  liked,  and  the  majori- 
ty of  the  new  models  have  shaped 
flounces   giving   the   godel    Hare   at    the 

bottom.  Many  of  these  coats  have 
sashes  knotted  low  at  the  back  or  tied 
in  front.  Though  black  is  the  best  seller, 
there  is  a  very  good  demand  for  fancy 
colors  such  as  tango.  Nattier  blue,  tete 
de  negre,  petunia,  forest  -rein,  and 
absinthe.  All  the  new  coats  are  lined. 
the  quieter  colors  with  bright  shades  of 
satin  and  the  novelty  colors  with  satin 
to  match.  Expensive  coats  have  linings 
of  printed  crepe  or  heavy  chiffon  cloth. 

Sports  coats  are  very  much  in  evidence 
and  are  cut  with  raglan  shoulders,  con- 
vertible collars,  and  with  the  low  belt 
below  which  the  coat  often  Hares.  The 
favored  material  for  Spring  wear  is  cord 
velveteen  in  high  colors.-  Soft  rough, 
checked  materials  and  light  weight  chin- 
chillas are  also  made  up  into  sports 
coats.  Black  and  white  checks,  fancy 
plaids   and    high    novelty    colors    are    the 

best  sellers. 

Novelty    silks    printed    in     modern    art 

colorings    and    also    in    Roman    striped 

materials  are  used  for  collars,  and  the 
new  roll  collar  is  well  liked.  Many  coats 
have  extra  collars  of  organdie  or  net 
and  lace  over  the  collar  of  self  material 
or  of  fancy  silk.  These  collars  are  re- 
movable as  they  are  only  basted   in. 

The  latest  advices  from  Paris  predict 
that  capes  are  to  be  much  worn.  Capes 
are  showing  in  various  draped  styles  and 
in  various  lengths.  One  of  the  latest 
models   is   the   full    Spanish   eape   with 

1 1   lined   with  printed  silk   in  dull   rich 

colors.  This  cape  is  very  full  ami  is 
worn  with  one  corner  thrown  over  the 
shoulder.  Capes  of  this  kind  are  made 
of  satin,  moire,  brocade,  taffeta,   faille, 

and    the   new    lighl    weight    corded    cotton 

\  elvets. 

Another  form  of  cape  hangs  open 
from  the  shoulder  showing  a  kind  of  coat 
front,  and  for  sports  wear  capes  come 
with  a  vest  front  and  loose  full  cape. 
These  capes  come  in  Scotch  plaids  and 
in    tweed    materials. 

Perhaps  the  most  practical  model  is 
the    Ralmaeaan   COai    developed    in    tweed. 

(ill 


These  coats  are   verj    ■  and   very 

practical   ami   are   well    suited   to  auto- 
mobile or  -;  reet   wear. 


Glaring  in  London 

Brighl    Colors   in    Mantle-    i 
the  Summer  -      Confidence  in 
These  Restored  by  Early  Sale-. 

London.  March  21-  A  visit  to  the 
warehouse-  in  the  city  during  the  la-t 
lew  weeks  has  revealed  a  wonderful  con- 
fidence in  -port-  coats,  in  I  j|  bril- 
1  ant  colors,  black  ami  white  check  coats 
and  costumes,  and  small  -  lapes  in 
millinery. 

At  first  -port-  coat-  were  looked  upon 
very  doubtfully,  shepherd  checks  were 
treated  dubiously,  and  the  brilliant 
colors,     yellow,     copper,     i  .reen, 

purple,  sa.xe.  tango  shades  were  handled 
with   a   delicacy   that   bespoke   caution; 

but  since  the  early  days  of  February 
confidence  has  been  <_riven  to  the  trade 
by  the  early  buyers,  who  found  that 
there  was  quite  a  ready  demand  in  the 
country  tor  them.  Everything  points  to 
a  brilliant  color  season,  and  even  the 
elderly  people  (if  there  are  such)  will 
1m  transformed  by  the  gay  attire.  Risrht 
through  the  mantle  department  it  is  a 
question  of  black  and  white  check,  and 
glaring  colors  in  blanket  cloths,  while  a 
kind  of  suede  (doth  is  bein^r  pushed  to 
the  front.  Many  of  the  coats  are 
gathered  in  at  the  back  with  strap  and 
buttons,  but  the  long-waisted  belt  is 
more  stylish,  ami  seems  to  be  selling 
better.  The  sleeves  and  back  of  the 
coat  are  a  feature,  many  of  the  sleeves 
and  backs  being  cut  from  one  piece, 
others  from  the  centre  of  the  back, 
which  gives  rather  a  sloppy  appearance. 
Another  outstanding  feature  are  the 
pockets,  evidently  meant  to  be  need  in 
masculine  fashion. 

®— 

BLACK  BRINGS  JOY 
The  revival  of  black  for  evening 
gowns  has  brought  joy  to  the  women 
who  have  passed  their  tir-t  youth.  Filmy 
black  in  chiffon  tulle  or  figured  net.  is 
indubitably  becoming,  and  when  <le- 
v  (doped  in  flowing  draperies  civ<-  an  air 

i<\'  mystery    to   the   wearer,   which    makes 

for  elegancy   and   distinction.     Debunt- 

antes,   however,  should   not    attempt    it. 
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National  Rain  and  Utility  Coats 


For  a  rain  coat  or  utility 
coat  of  real  merit  7 he 
National  is  a  winner 


Every  National  coat  repre- 
sents, in  both  style  of  fabric 
and  design,  something  dis- 
tinctly correct  and  new. 

The  fabrics  and  models  are 
tlie  studied  choice  of  expert 
buyers  and  designers  and  are 
always  popular  with  the 
trade. 

With  Spring  right  here  and 
Summer  a  close  second  your 
trade  will  be  on  the  look-out 
for  both  rain  and  utility 
coats.  Why  not  make  sure 
of  meeting  the  requirements 


of  the  women  of  your  town 
by  getting  in  line  with  a  full 
range  of  National  styles'?  See 
that  this 

"Mark  of  Quality" 


is    in    your     coats. 

The  National  samples  and 
new  handsomely  illustrated 
catalog  will  be  sent  to  you 
upon  request 


The  National  Rubber  Co 

of  Canada 

HEAD  OFFICE  AND  FACTORY: 
Cor.  St.  Catherine  and  Bleury  St.  MONTREAL 

Show  Rooms  at : 

286  Bannatyne  Ave.,  Winnipeg, 

Chas.    Coppleman,    Rep. 
60    Front    St.     West,     Toronto, 

S.    M.    Hansher,    Rep. 

National  Rain  and  Utility  Coats 
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Our  range  of  samples  for  1914  will  please  the  most 
fastidious  wearer.  Every  garment  is  cut  on  the 
newest  lines  and  the  materials  are  the  best  that 
can  be  procured. 

The  full  range  is  now  in  the  hands  of  our  travellers. 
Examine  them!  You  will  find  it  well  worth  your 
while. 


Ask  to  see  our  Balmacaans 

,\Ve  are  leaders  in 

STYLE       QUALITY        PRICE 


THE 


%  Montreal  Waterproof  Clothing  ( :<>.  A 


The  largest  and  oldest  Waterproof  Clothing  House  in  Canadi 
MONTREAL        -:-        CANADA 
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Gowns  by  the  Leading 

European  Courtier 

Just  Arrived 


OUR  collection    of 
Spring    Gowns, 

representing  the  latest  crea- 
tions of  the  leading  courtier, 
has  just  been  received  from 
the  Fashion  Centres  of 
Europe. 

We  request  the  pleasure  of 
a  visit  of  inspection  any  day 
during  the  coming  month. 


Kings  Hall  Building 
St.  Catherine  St.  W.,  Montreal,  Que 
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HOME  &  WATTS 
Children's  Garments 


From  the  tiny  infant  to  the  grown-up 
Miss  we  can  supply  the  neatest  and  most 
suitable  dresses  and  give  you  prompt 
delivery. 

Write  to-day  for  a  few  samples. 


HOME  &  WATTS,  Limited 


109 


19  Duncan  Street 


TORONTO 


■;<;<> 


An  Exceptional  Range — 

The  Goldhamer  range  of  suits  for  Spring 
and  Summer  is  an  exceptionally  fine  one. 
It  presents  the  most  popular  styles,  the 
newest  fabrics,  and  values  that  are  above 
=5       the  ordinary. 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
lilt  log  forms — perfect  In  figure,  strongly 
made  and  finished,  There  are  hundreds 
in  use  in  the  besl  factories.  This  cut 
shows  our  style  C.  at  $9.  It  Is  ex- 
ceptlonal  value.  V7rlte  for  special 
catalog  of  I'.ni  models  of  D.  and  P. 
Fitting    Forms. 

DALE   and    PEARSALL 

Front  St.  E.,  Toronto 


We  are  showing  some  fine  French  two- 
tone  stripes  which  should  interest  even- 
ready-to-wear  buyer.  Samples  will  be  sent 
upon  request.  Ij  the})  are  not  up  to  your  expecta- 
tions send  them  bac^. 

THE  GOLDHAMER  CLOAK  CO. 

L83  Roncesvalles  Ave. 
TORONTO 


^ 


SILK   AND   COTTON 

Natty  Woven  Labels 

AND   SKEIN   DYEING 

A  tree  is  known  liy  its  fruit  a  store  hy  its  mer- 
chandise. Make  your  store  stand  for  wh.it  is  the  host 
mid  latest  and  thou  label  jour  goods  Your  customers 
will  be  proud  to  Bhow  this  label,  just  the  same  as  they 
are   the   sterling   mark   on    their   silverware. 

Write  to  day   for  samples  and   price  list. 

Narrow   Fabric    Weaving  &    Dyeing 

LIMITED 

Gait,  Ontario 
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If  there  is  any  one  thing  more 
than  another  in  the  ready-to- 
wear  department  of  your  store 

that  produces  quick  and  telling  results  it 
is  an  attractive  line  of  women's  and  misses' 
wash  dresses  and  blouses.  Especially  is  this 
so  at  this  season  of  the  year  when  the  warm 

weather  is  "banging  pretty  heavy  on  the  door,"  and  "the  old 
furnace  is  giving  its  last  kick." 


For  something  really  attractive  and  at  the  same  time  rattling 
good  value  you  cannot  overlook  the  "Star  Brand"  specials 
which  we  are  offering  for  immediate  delivery.  The  "Star 
Brand"  reputation  is  so  well  known  throughout  the  trade  that 
we  are  not  going  to  illustrate  these  specials  here,  but  ask  you  to  mail  us 
an  Open  order,  which  we  will  fill  and  send  entirely  on  approval.  If  the 
garments,  either  blouses,  dresses  or  whitewear,  are  up  to  your  expectation,  keep 
them;   if  not,  send  them  back  at  our  expense.      Mail  order  to-day. 


Watch  for  our  Fall  showing.  It  will  contain  a  new  line- 
silk  waists  and  dresses  (a  new  addition)  as  well  as  flannel 
waists,  flannelette  underwear,  serge  dresses,  etc.  See  later 
announcement. 


Star  Whitewear  Mfg.  Co. 

BERLIN,  ONTARIO 
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BUYING  NOVELTIES. 

THERE  is  one  feature  of  the 
present  business  situation  that 
every  buyer  should  make  due 
allowance  for  in  buying  fancy  goods 
stock.  This  is  the  strong  develop- 
ment in  favor,  not  just  of  novelty 
goods,  but  of  novelty  goods  that 
command  a  high  price.  The  ten- 
dency has  for  some  time  been  strong- 
ly in  this  direction,  and  the  financial 
stringency  of  the  past  year  has  made 
no  change  in  this  situation.  High 
novelties  are  just  us  much  wanted, 
and  the  price  is  still  cheerfully  paid. 
The  fact  is  the  financial  stringency 
has  never  gone  deep  enough  to  hin- 
der the  sale  of  any  little  luxury  a 
woman  wanted  in  this  line,  or  else  in 
many  cases,  economy  has  been  ef- 
fected at  the  expense  of  the  other  de- 
partments, and  the  old  gown  has 
been  brought  up  to  date  by  the  use 
of  a  new  trimming. 

It  is  the  man  who  has  had  the 
ran  rage  to  stock  novelties  while  they 
were  new  that  has  done  the  best 
trimming  and  fancy  goods  business, 
for  this  applies  equally  well  to  laces, 
veilings  and  other  sections.  True, 
you  have  to  pay  for  the  element  of 
newness,  but  if  you  do  you  can 
charge  for  the  same.  Extra  profit  on 
such  goods  is  legitimate,  for  you  are 
charging  for  extra  risk  incurred  in 
buying  in  advance  of  the  demand. 

Once  get  the  confidence  of  your 
community,  and  obtain  the  reputa- 
tion for  having  the  right  goods  as 
soon  as  they  are  put  on  the  market, 
and  you  will  find  that  you  have  a 
following  that  will  pay  your  prices. 
The  problem  you  will  then  have  to 
face  will  be  that  </  ^-ordering.  As  a 
general  rule  tht  safe  und  sane  rul< 
will  be  to  sell  out,  and  even  though 
there  be  a  seemingly  good  d<  maud  to 
buy  some  other  novelty,  rather  than 
/mi/  the  one  you  hav(  had  at  the 
much  reduced  ml,  now  offered.  You 
have  made  your  good  substantial 
profit  i'ii  this  artitclt .  and  it  is  well  to 
let  well  alone,  II""  many  times, 
when  this  rule  has  been  broken,  bus 
the  merchant  lost  thi  early  profit 
mad< .  through  wnsaleablt  stock,  just 
because  the  sale  for  thai  particular 
article  has  dropped  suddi  nly  und  h  it 
him  with  his  repeat  order  on  his 
hands  "Sell  whiU  the  selling  is 
i  but  be  V(  rii  cart  ful  about  what 
a, ,n  repeat,"  is  a  good  buying  rule, 


Many  Novelties  in    Colored 
Laces  Shown  For  Fall 

Paris,  Ecru  and  Ochre-Tinted  Grounds  New- 
Patterns  Outlined  With  Gold  Threads        sha- 
dows   Have    Become   Staple     -  Light    Net   and 
Orientals  New  Feature  Now. 


THIS  La  a  season  of  light  laces,  and 
shadows  still  hold  a  high  place, 
lint  shadows  are  fast  becoming  a 
staple  lace,  and  are  being  brought  out  in 
patterns  suitable  for  white  wear  trim- 
mings. In  this  connection  new  ideas  in 
edgings  and  headings  and  narrow  bands 
are  showing  that  are  meeting  with  good 
success.  Very  wide  headings  are  used 
for  drawing  in  slips  and  skirts,  and 
changes  in  fashion  promise  an  even 
greater  use  for  this  purpose.  Galoons 
used  as  headings  and  beading  that  come 
in  the  form  of  separable  motifs  are  also 
new.  Camisole  laces  are  as  much  in  de- 
mand as  ever,  and  everything  points  to 
a  continuance  of  the  heavy  sale  in  these 
articles.  Camisoles  are  now  being 
brought  out  in  Oriental  laces  and  beaded 
galoons  to  match  are  showing  for  the 
shoulder  straps. 

Orientals  and  other  net  laces  are  tak- 
ing the  place  of  shadows  for  dressy  pur- 
poses. There  is  an  increasing  tendency 
towards  heavy  designs,  but  the  net  must 
be  of  the  finest  and  must  be  soft  finished. 
New  laces  are  appearing  with  edges  and 
motifs  of  Venise,  and  this  is  regarded 
as  tlic  entering  wedge  to  a  returning 
vogue  for  Venise  lace.  Craquelle  nets 
are  not  quite  so  good,  but  all  light  laces, 
such  as  Aiencon,  Chantilly,  Point  de 
Paris,  and  punched  laces,  are  good,  and 
in  the  new  collections  showing  tor  Fall 
reproductions  of  the  "'real"  lace-  are 
\  cry  much  en  e\  idence. 

Pall    collections   include   man;   novel 

tics   in    colored   lacs.     Paris,   ecru   and 

re-tinted  grounds  arc  new.     Patterns 

e  in  soft  lilac-  and  rosi  i,  and 

are  outlined   with   gold   threads.     Laces 

on  net  foundation  have  woven-in  bands 

in    tapestn    or   brocade   effect    in   quite 

and  in  soft  colors.    These 

effects    come     in    Bouncings    in    various 

widths,  and  are  intended  primarily  for 

the  makers   up   of   evening  and   di 

08. 

Gold  and  silver  lacs,  with  the  pat 

tern    developed    both    on    tine    tinsel    nets 
G6 


and   gold-eoloi  ■  e  rev    nets,   are   ex- 

pected to  el)  strong  for  trimming  even- 
ing gowns.  Rich  floral  and  Oriental 
patterns  are  best  liked,  and  many  of  the 
designs  show  the  use  of  color. 


Plaid  sash.   Shown  bj   hfoulton 
Manufacturing 
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Entry  and  shipping  room 


"The   Ribbon  House  of  Canada" 

Hundreds  of  pieces  of  Ribbons  of  every  shade,  width  and  description 
are  sent  out  from  this  department  of  our  warerooms  every  day. 

•Just  now  we  are  busy  filling  late  orders  for  Easter  trade.  How  is  your 
stock1?  Do  you  need  anything  in  Ribbons  now?  Remember,  April  12th 
is  Easter  Sunday.    No  time  to  lose. 

These  lines  are  in  strong  demand  now: — 

FAILLES— In  widths,  80  and  100. 

MOIRES— In  widths,  80  and  100. 

VELVETS— In  widths,  5,  7,  9,  12,  16  and  30;  all  colors. 

FANCIES — In  all  widths;  wide  widths  are  the  best. 

We  will  ship  your  order  the  same  day  it  is  received,  and  guarantee 
absolute  satisfaction. 

Walter  H.  Barry  &  Co. 


Winnipeg  Branch  : 
222  McDermott  Avenue 


6  St.  Helen  Street 
MONTREAL 


"THE  SPECIALTY  RIBBON  HOUSE" 
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ital  Camisole  lares.   Shown  by  Voss  <v  Stuffmann,  Montreal.     No. '2,  Swiss  embroidery,  showing  crochet 
effect.     Shown  by  .1.   II.  Gagnon,  representing  <•.  Thoma    &    Co.,  St.  Gall. 
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All  black  laces  are  showing  in  un- 
usually handsome  designs,  and  a  bigger 
vogue  than  usual  is  predicted  for  black 
laces.  At  the  present  time  black  laces 
are  strong,  both  in  shadow  and  Chan- 
tilly  patterns.  The  call  is  for  the  nar- 
rower laces,  and  is  coming  from  the 
millinery  trade. 

Every  width  in  flouncings  and  edgings 
from  three  inches  up  is  selling.  In 
flouncings,  16,  20  and  27  inches  are  the 
best  sellers.  Allovers  are  selling  to  the 
waist  houses,  and  the  demand  is  coming 
on  the  36  and  40  width,  as  they  cut  to 
bel  ter  advantage. 

The  demand  for  pleating  laces  is  good, 
and  pleatings  are  selling  better  than 
ever,  and  nets,  organdies  and  chiffons 
are  all  utilized  for  this  purpose.  Plain 
nets  are  in  high  favor,  and  all  kinds  of 
meshes  are  in  use,  such  as  Brussels, 
Alineon,  point  d 'esprit,  hexagon,  and 
all  kinds  of  fancy  nets.  These  nets  come 
in  colors  as  well  as  in  black  and  white. 
M alines  are  selling  in  all  the  new  colors, 
and  fancy  goods  houses  arc  showing  im- 
mense ranges  of  printed  crepes  and 
chiffons.  These  come  in  New  Art, 
Chinese,  Pompadour  and  floral  patterns. 
Many  of  the  new  patterns  are  metal- 
printed,  as  a  decided  revival  in  metal 
<  ffects  is  looked  for  for  Fall. 

Possibly  because  maraboul  trimmings 
have  enjoyed  such  a  wide  demand,  mara- 
boul Bcarfs,  -totes  and  maraboul  sets 
elling  e\treinel.\  well  a!  the  present 
time.  Large  fial  stoles  and  muffs  to 
match    are    particularly    good,   and    the 

rotors  wanted  are  black,  taupe,  and  nat- 
ural.    There  is  some  exploiting  of  niara- 

boul  m  high  colors  for  Easter  trade  and 
some  of  the  fancy  stoles  are  mixed  « ith 

ostrich.     These  noods  are  selling  all  over 

the     l>oniinion      even     out     al     the    Coast. 


Kmbroidery  Novel- 
ties 

Baby  Novelties  Active     <  Irgari 
die  Embroideries  the  Newest 
Flouncings   Selling    in    15-in., 
L8  in.  and  27  in.    Particularly. 

Bt  v  I  NO  in  i  mbroidei  \   lines  ia  being 
clone     With     lietter    i liileilce.        For 

one   thing,  buyers  are  assured   as  to 

what  class  of  embroideries  will  sell,  and 
1 1 'out in ued  on  page  L18), 


Ribbon   Novelties   For    Display 

In  Stripes,  Plaids,  Checks.  Brocades  and  Gauze 
Effects  Patterned  With  Gold—  Bustle  Sash 
Important — New  Minaret  and  Waistcoat  Girdles 


■Tango 


Sash. 


M\KK  hay  while  the  sun  slimes, 
should  be  the  motto  of  the  milli- 
nery department  at  the  present 
time.  There  is  always  a  steady  trade 
in  ribbons,  hut  once  in  a  while  Dame 
fashion  takes  a  hand  and  proceeds  to 
make  things  hum.  She  finds  manifold 
uses  for  ribbons,  and  the  demand  SOOU 
jumps  100%  or  more.  The  trade  is  now 
entering  on  one  of  these  periods  and  the 
outlook   tor  ribbons  is  very  bright. 

Competition  is  keen,  and  the  man  who 
gets  the  profit  out  of  the  situation  is  the 
one  who  studies  it  and  make-  the  most 
of  it  by  drawing  the  attention  of  his 
customers  to  the  ribbons  he  has  in  stock 
by   making     attractive  counter  displays 


l  and  2.  Crochet   effect   in  embroideries, 

beading  and  edge,  shown  bj  J.  II.  Gagnon, 

representing    Q.    Thoma    a.    Co.,    St.    <oill 

3,    Oriental    beading,    Bhowu    bj     Voss    & 

si  nffmann,  M  on)  real. 
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and  by  putting  in  frequent  win- 
dows. When  he  has  interested  his 
Made  in  this  manner  he  proceeds  to 
suggest  additional  uses.  Ideas  can  be 
gained  from  the  fashion  journals  and 
Hade  papers,  and  illustrations  can  be 
mounted  and  used  in  the  department. 
I'l her  individual  ways  can  be  thought 
out  of  imparting  this  information.  For 
instance,  now  that  ribbon  girdles  and 
-  are  <o  much  worn  several  could 
be  mad;'  up  ami  used  for  display  pur- 
ModeN  should  be  chosen  that  do 
not  call  for  extreme  lengths  ot  rib 
t  hough  one  or  t  wo  ets  might 

be   included  as   giving   the  style  idea   in 
the  display.    Also  it  is  not  wise  to  sub- 
ordinate   the   style   idea    to   tile   working 
oil'  of  undesirable     stock,  for  this  kills 
the  sale  all  along  the  line  and  ultimately 
defeats  its  own  ends.     Hat  lion-  of  rih- 
ire  never  quite  out  of  style  and  at 
nt     are     quite     prominent.       Many 
women  cannot  make  a  bow  and  are  quite 
willing  to  pay  a  reasonable  amount  for 
having  this  done.     In  many  departments 
-  are  made  up  -  this 

inducement  is  found  to  add  materially  to 
the  sale-  made  in  the  department. 

Fancy  articles  such  as  numerous  kinds 
ot'  bags,  cushions,  handkerchief  i 
and  other  articles  too  numerous,  to  men- 
tion call  for  the  use  of  much  ribbon.  A 
jlas-  case  with  articles  of  this  class  dis- 
played made  from  ribbons  in  sto 
fruitful  of  suggestions.  This  case  should 
often  be  rearranged,  and  of  course,  rib- 
should  be  used  in  the  arrangement 

Also  from  time  to  time  novel  articles 
should  be  procured.  An  arrangement 
with  the  art  needlework  section  should 
tie  productive  ot'  results  satisfactory  to 
both  departments. 

After  all  tin  re  is  no  method  oi  holding 
trade  which  is  more  helpful  than  the 
time-honored  one  of  having  in  stock 
what  the  public  wants.  At  the  present 
time  this  means  careful  going  over  stock. 
re-ordering  ahead  as  deliveries  K>f 

all  ribbons  are  \  erv  slow. 
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"Lily" 
Collars 


The  collars    here    shown    rep- 
resent    three    versions    of    the 
'Lily"    collar    which    we    are 
showing. 

The    collar    to    the    left   is  the 
new  popular  Roman  Stripe. 


See  our  Salesmen  or  write  us 


Ladies'  Wear  Limited 

TORONTO 

W.  F.  GOFORTH,   Managing  Director 
Arts  and  Crafts  Bklg.,  Vancouver  Hammond    Bldg.,    Winnipeg 


(i!) 


Dry  Goods  Re\  u  u 
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Brocaded  ribbon,    shown  by  Walter  H.  Barry  &  Co..  Montreal. 


All  tho  world  is  wanting  ribbons,  and 
the  looms  are  working  up  to  their  full 
capacity,  and  there  is  nothing'  like  the 
immediate  filling  of  orders.  Many  rib- 
bons in  stock  now  were  ordered  a  year 
ago,  and  ribbons  ordered  last  June  are 
just  coining  into  the  hands  of  the  whole- 
sale houses  at  the  present  time.  Possi- 
bly the  buyer  placed  his  order  well 
ahead,  far  enough  so  to  have  the  goods 
when  he  wanted  them,  and  naturally  he 
feels  sore  when  shipments  are  delayed. 
With  many  buyers  the  first  impulse  is  to 
cancel,  but  decidedly  in  most  cases 
second  thoughts  are  best.  The  fault  lies 
with  the  wide  demand,  and  in  the  ma- 
jority of  cases  the  merchant  really  needs 
Or  will  need  the  ribbons  he  is  sending 
back  and  it  is  risky  trusting  to  other 
sources  of  supply.  Many  cancellations 
from  this  cause  have  been  received  this 
Spring,  but  these  ribbon,  have  not  re- 
mained long  in-  the  wholesalers'  hands. 
They  have  been   used   to  till   other  orders. 

and  perhaps  are  now  being  used  against 
the    very    department    that    sent    them 

back,   because    I  hey    are   rounding    Out    the 

stock  of  some  competitor.  In  an\  case 
the   wholesale   house   is   not    to   blame    for 

In-    too    is    the    victim    of    delayed    de 

liveries. 

Moire       weaves      are      considered       the 

smartest,  and   ladles    and     taffetas  are 

also  popular'.  Velvet  ribbons  are  always 
wanted  Tor  Summer  trade,  and  beautiful 
all -ilk    effects    with    faille    backs    are    in 

eluded  111  the  high  class  lines.  Plaids 
and  Roman  stripes  and  bayadere  ribbons 
are  much  shown.  Tin^.i  effects  are  fea- 
tured and  there  is  a  staple  call  for 
prints.     Very  handsome  brocades  in  self 

lit    -hade-   and    in    two  tones    m    dai  k 

colors  are  showing  chief! 3    for  sash  pur 


White  Gloves  Strong 

Buyers  Placing  Pig  Orders — 
Embroideries  Selling  Well — 
Long  (doves  Used  for  Evening 
Wear  Only  —  Chamois-Lisle 
Gloves  Ooing  Freely — A  Whis- 
per of  Mitts  —  New  Leather 
(dove. 

IMPORT  orders  are  now  being  placed 
for  Fall  delivery  and  while  some  sec- 
t ions  of  the  trade  report  fairly  satis- 
factory business  others  are  not  so  well 
pleased.  The  truth  is  that  buyers  are 
all  working  more  or  less  on  a  conserva- 
tive basis,  and  though  styles  and  colors 
have  been  ordered,  quantities  have  been 
limited. 

Summer  styles  are  sufficiently  ad- 
vanced to  give  definite  point  to  the  state- 
ment that  the  long  glove  reaching 
just  above   or  just    below   the  elbow    will 

be  the  lengths  selling.  Master  novelties 
are  now  on  the  market  and  while  their 
influence    is    only    limited    to    a    certain 

trade  the  study  is  interesting  as  among 
such     novelties    is    often     contained     the 

uerni  of  a  new  development. 

Advance  styles  in  silk  gloves  come  in 
elaboration  of  the  embroidered  effects. 
\ot  only  are  some  of  these  -loves  em- 
broidered but  they  are  inset  with  lace, 
ami  the  embroideries  are  touched  with 
both  black  and  -elf  color.  Another 
whisper  is  that  milts  are  due.  but  very 
little   lias  Inch   seen   that  would   lend   sub- 

stani  ial  color  to  this  rumor. 

The  demand  for  white  gloves  IS 
stroma   and    as   the    season   advances   will 

increase.     White  gloves   form   the  bulk 
of  the  orders  for  Pall,  and  buyers 
dently   favor  embroidered   gloves.     The 

demand    for   -love-   of  this  character   ha- 
been     steadily     increasing    for    the    past 
two   or   three   seasons,   and    though    there 
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•  !<•  talk  of  its  dropping  out  in  high 
grade  line-,  tie  way  in  which  pre-Easter 
Belling  is  going  does  not  give  any  srreat 
point  to  this  opinion.  White  with  black 
embroideries,  ami  also  with  self  are  the 
big  sellers. 

One  of  the  new  things  for  next  Fall  is 
a  leather  glove  that  is  absolutely  wash- 
able, and  that  will  stand  even  ca; 
washing.  "Fool-proof"  was  the  word 
applied  to  its  washing  qualities.  V. 
washed  the  glove  is  absolutely  soft  and 
white  and  these  qualities  will  be  appre- 
ciated as  cleaning  is  both  hard  on  gloves 
and  also  a  source  of  much  extra  ex- 
pense. 

Big  orders  have  been  placed  on 
chamois  lisle  or  chamoisette  gloves  for 
the  coming  Fall.  These  gloves  have 
worked  t  heinselves  into  a  high  position, 
during  the  Winter  that  is  passing,  and 
buyers  are  ordering  them  freely  for  next 
Fall.  New  numbers  that  more  closely 
than  ever  approach  the  appearance  of 
leather  are  put  out.  These  are  particu- 
larly well  liked  in  embroidered  lines.  A 
particularly  good  glove  is  backed  with 
silk,  making  it  highly  desirable  a 
Winter's  glove.  Chamoisette  gloves 
come  in  white  and  natural. 

® 


Among    the    Merchants 

Lindsay,  Ontario.  -A  by-law  has  been 
passed  giving  Horn  Bros.  Woolen  Co., 
Limited,  a  fixed  assessment  and  grant- 
ing them  $7,500.  They  will  in  turn  in- 
crease  the  number  oi'  their  employees  to 
200  this  summer  and  extend  their 
plant . 


The    Mona    Lisa    veil,   show  11    by    Sterling 
A     Novelty     Oo,       Note     t  hi-    snug    tit 
under   tho   dun. 
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Our    Newest    Origination,    The    Cleopatra    Veil. 

This  is  one  of  our  Latest   Fascination   Veils,  oue  and   one-quarter    yards   in    length.     Comes   iu    a   complete  assortment   of   coloring, 
including    the    original    serpent    colors    on    black    or    on    ivory.       Originated  and  made  in  our  American  mills — Direct  to  your  shop. 

Sample  assortment  sent  upon   request. 

E.  &  Z.  VAN  RAALTE,        100  Fifth  Avenue,  New  York 


Factory  at  Paterson,  N.  J. 


The  Largest  Veiling  Manufacturers  in  the  World 
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TO  GLOVE  RETAILERS 

THE    FACTS 

Jt  has  come  to  our  knowledge  that  specific  mis-statements  calcu- 
lated to  be  prejudicial  to  the  sale  of  DENT'S  GLOVES  in  Canada 
are  again  being  circulated  in  certain  parts  of  the  Dominion. 

The  following  are  absolute  facts  and  any  and  every  statement  to 
the  contrary  is  positively  untrue. 

DENT'S  is  the  largest  glove  organization  in  the  world. 

DENT'S  operate  their  own  skin  dressing  and  staining  yards  at 
Worcester,  Eng.;  San  Giovani,  Italy;  Cerouz  Mousty,  Belgium. 

DENT'S  operate  their  own  factories  at  London,  England: 
Worcester,  England:  Martock,  England;  Grenoble.  France: 
Brussels,  Belgium:  Naples,  Italy;  Leipzig,  Germany. 

DENT'S  manufacturing  output  at  all  of  the  above  factories  is 
steadily  increasing,  particularly  at  Grenoble,  Prance,  (Kid  and 
Suede)  factory,  and  our  Martock,  Eng.,  (Fabric)  factory,  which 
has  recently  been  rebuilt  and  enlarged  in  order  to  adequately  meet 
the  growing  demands  of  the  Canadian  and  general  markets. 

DENT'S  turnover  in  Canada  has  increased  forty  per  cent,  during 
the  last  two  years. 

DENT'S  ADVERTISING  has  not  and  will  not  increase  the  prices 
of  DENT'S  GLOVES. 

DENT'S  consumer  advertising  will  not  be  curtailed.  During  the 
recent  depression  DENT'S  advertisements  appeared  with  greater 
frequency. 

DENT'S  advertising  appropriation  has  been  increased  and  placed 
for  1914. 

We  gratefully  acknowledge  the  expressed  appreciation  by  the  Trade  of  the  high  standard 
of  our  qualities  and  values.  We  highly  esteem  their  co-operation  in  upholding  to  tli<' 
Oiiiiadi.-in  Public  DENT'S  reputation  foi  integrity  and  merchandise  which  h:is  extended 
over  a  period  of  TWO  CENTURIES. 

Dent,  Allcroft  &  Co., 

52  Victoria  Square,  MONTREAL 
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Our  lines  of  Laces  and  Embroideries  are  now  quite  complete,  particularly  in 

Shadow  Laces  and  Flouncings,  Camisole  Laces  in  Shadow  and  Net  Effects 

Send  us  your  open  order  when  in  need  of  any  of  our  lines.    We  feel  confident  that  we 
can  satisfy  you. 

"^Toss  &  ^>tuffmann,  Htmttco 

CJje  ©reSS  Accessories  ?|ouse  12  &t.  ^elen  £>t.,  Montreal 
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Good-Bye,  Short  Skirts, 

Long  Skirts  the  Fashion  Now. 

Making  a  good  demand    for 

CORTICELLI 

Mohair,  Wool,  and  Mercerized  Cotton 

Skirt  Braids 

All  Fashionable  Colors  in  Stock 

Write  for  Samples  We  are  Always  Leading 

Belding    Paul   Corticelli    Limited 


LOOKS  GOOD.  MAKESGOOD 
AND  KEEPS  GOOD 

Like     its     Sister     line,     SPHERE     sis 

PENDERS     for     ladies,    qualitj     of     ma 

terials    baa    gained    for    il    ;i    « oriel  wide 

repul  al  ion, 

Both    are    fitted     with     the     famous    'grip 

i  hal   grips  and  ne\  er  slips. ' 

Don 'I    lose    the   chance    "i    good    business, 

Mr.   Dealei 

FAIRE  BROs  &  CO.,  Limited,  Leicester,  Eng. 


Don't  Forget! 


that  we  arc  continually  adding 


NOVELTIES 


to  our  range  of  Trimmings  for  Dresses,  Oloaka 
and  Furs,  *o  that  if  you  «i<li  to  be  up-to-date 
with  the  fashionable  stylos,  whether  you  :iro 
Manufacturer  or  Merchant,  you  1:111  't  afford  to 
neglect  our  liiu'>  or  be  satisfied  with  having  seen 
those  of  Borne  other  trimmings  manufacturer. 

Promptly  upon  your  request  «>■  will  m'u.I  our 
representative  in  your  territory,  or  Samples  by 
Post. 

The  MOULTON  MFC  CO.,  Limited 

MONTREAL 
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SPRING 
NOVELTIES 

for 

QUICK  SELLING 

VeilingS—///  all  colors 
Collars — in  all  shapes 
L3.CCS — in  all  widths 
FrillingS — in  various  styles 

Allovers  in  Silk  and  Cotton 


BLACK 


WHITE 

also 


PARIS 


Flouncings,   Camisoles, 
Plain  Nets,  etc. 


Mail  orders  promptly  attended  to 


sop  Lace  &Veilin 

LIMITED 

ipdtor?  St.West.Toror^icIf 
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It  pays  to  sell 

CORTICELU  TWILL  TAPE 


Gives  the  dealer  75   per 
cent,  profit. 

The  superior  quality  will 
please  your  customers. 


No. 


KDvfUcelll 


On  sale  at  our  branches 
and  by  the  wholesale  job- 
bers. 

Price  36c  per  dozen. 
Retail  price  5c  per  roll. 


Twill     1  ape 

5  YARDS 

Length  Guaranteed 

A  special  strong-twilled  tape  for  dressmakers. 

Made  in  nine  sizes.       Try  one  of  our  12-dozen  Cartons, 
assorted,  no  extra  charge. 

Belding   Paul   Corticelli   Limited 


"P.C."  Corsets 


"> 


We're  Critical 

that's  why 

P.  C.  CORSETS 

are  scientifically 
and  practically 
correct. 


And  because  we're  critical  and 
careful  of  our  patrons'   Inti  1 
este  ami  the  Interests  of  P,  C 

I'orscl    weiirois,    we    stud]     the 

cor  reel    requirement 

w an   fr the  Btandpo 

■  >r  comfort,  perfect  fit,  v 
fni,  correct  lines  and  service 
Bi  1  auae  « e  look  t"  yon  and 
your  patrons'  Interests  we 
•  everj  Bteel  in  P,  C 
double  canvas 
Interlining,  «  hi.h   great  1 1 

Be   wearing  qualities 
i>r    thi  and    promoti 

(Mir  1914  styles  are  :ii  your 
scrvi.  .■  Samples  \*  111  be  sent 
upon   request,  prepaid, 
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Parisian  Corset  Mfg.  Co.,  Ltd. 

QUEBEC 

Ontario   Branch,    77  York  Street,  Toronto 


Buttons  for  Spring 

Are  you  prepared  for  the  immense  demand  for 
buttons  that  will  be  made  by  the  great  army  oi* 
Canadian  women  who  will  be  making  their 
Spring  and  Summer  clothes'  The  Weyerstall 
range  of  buttons  offers  you  one  of  the  larg 
and  most  up-to-date  assortments  from  which  to 
choose. 

(let    ill   touch   \\  it  li    us   to  day. 

A.  Weyerstall  &  Co. 

Head  Office:  145  Wellington  West,     Toronto 

Branches:      Montreal,      Winnipeg 


Buying  Buttons 


from  us  is  nm  gaese  work.  No  effort  is  spared 
in  placing  before  you  the  Right-To  Data  goods. 
We  stock  tlio  Buttons  we  show.  Yon  oan  .trot 
sure  delivery  and  quick  sorting.  Our  traveller 
will  call  on  you  soon.     Wait   for  him. 


Forsyth  Kimmel  Co.,  Ltd. 


IMPORTERS 


BERLIN,  ONT. 


MAKERS 
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The  Glove  House  of  Canada 

Feature  Perrin's  Gloves 

for  Easter 


Perrin  Gloves 


are    continuously    advertised  /\ 

to  your  customer.  ^LX 

Glove  success  comes  from  good 
assortment  of  correct  saleable  styles 
of  undisputed  quality. 

An  ever -increasing  number  of 
merchants  find  it  pays  to  keep  a  well- 
assorted  stock  of  PERRIN  GLOVES. 

Concentrate  on  Perrin  Gloves — 
IT  PAYS. 


Good  stock  of   Long  and   Short   Gloves 
for     QUICK    SERVICE     this     month 


Perrin  Freres  &  Cie 

28  Victoria  Square  MONTREAL 
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HOUSECLEANING. 

The  present  month  should  be  tht 
best  time  in  the  year  for  the  house 
furnish ni (j  department  —  the  type- 
writer almost  made  it  "houseclean- 
ing"  department.  To  the  woman  of 
the  home  the  store  with  its  rugs,  car- 
pets, wall  papers  and  hangings  is  the 
most  prized  auxiliary  to  house- 
cleaning.  When  the  coat  of  Winter's 
dust  and  dirt  has  been  scoured  away, 
and  the  bright  sunlight  of  Spring, 
and  the  balmy  airs  that  are  gently 
ushered  in  through  the  open  win- 
dows, and  the  abandoning  new  life  of 
Nature  stir  strong  in  her  the  desire 
for  something  new,  fresh,  and  bright- 
colored  to  replace  the  faded,  and 
something  clean  to  cover  wp  the 
smoky:  then  the  house  furnishing 
department  has  its  one  best  oppor- 
tunity of  the  year. 

Now  is  the  time  to  bring  forward 
your  house  furnishings  in  a  way  to 
attract  notice.  Discard  the  old  wmj  "/ 
showing  paper  here,  and  rugs  then  . 
and  draperies  in  some  other  place 
entirely  apart.  The  main  charm  of 
the  effect  is  lost.  They  go  together  in 
the  house;  so  why  should  tin  store 
departments  not  co-o/n  rot*  in  secur- 
ing the  most  striking  combinations? 

Particularly  is  this  essential  now 
that  the  hangings  are  made  to  suit 

the  paper,   and  the  paper  tin    hang 

ings, — beautiful  chintzes  and  cre- 
tonnes and  tapestries  thai  an  repeat- 
ed in  tin  borders  on  tin  wall.   Mah 

up  sample  COrni  r  "trims"  in  your 
depart  mi  nl   and   in    y0UT   windows, 

with  curtains,  lace  or  net,  sidt  cur- 
tains of  chintz  or  full  lambrequins,  a 
window  seat  to  match  and  a  rug  with 
it.  When  you  show  your  curtains  in 
tin  window  throw  a  drape  of  chintz, 
or  if  of  U  ath(  r  dt  sign,  a  vt  lour 
/I,,  top  or  down  om  sidt .  Show  th< 
public  what  pretty  combinations  can 

hi     si  cur.  d.      liar,     <  arh    "unit"    rami 

a  suggestion  and,  as  Tin  R<  vii  w  will 

show  iii    next  issa,  .  yOU  ran   dn  as  tin/ 

a  business  even  m  tin  height  oj  ll  <<i 

is    you    did    la  \,ui     in     tin     halm  n 
ni    linn  .    and      doubU     nr    I /■<  hi, 

your  last  Spring  s  r<  i  "ids. 


Prediction  That  Papers  Will 
Run  30  Inches  Wide 

Better  Results  From  Wider  Lines — Many  Think 
Cut-Out  Borders  Will  Weaken  by"  Fall— 
Tapestry  and  Cretonne  Effects  Very  Strong — 
Some  Fall  Favorites. 


FROM  the  lime  that  Goldsmith  wrote 
of  tin;  village  school  master  that 
••even  though  vanquished  he  could 
argue  still,"  there  seems  to  have  been 
no  change  in  the  tendency  of  the  human 
race  to  hold  different  views  on  various 
matters.  At  any  rate  there  is  at  the 
present  time  considerable  difference  of 
opinion  among  wall-paper  men  with  re- 
gard to  the  future  of  the  "cut  out'' 
border.  This  style  of  border  seems  to 
have  been  rendered  necessary  by  the 
plain  walls  which  have  figured  largely  in 
mural  decoration  of  late  and  have  sup- 
plied the  relief  which  was  required,  bul 
as  to  the  future  of  the  real  "cut  out" 
many  controversial  statements  are  being 
made.  Some  maintain  in  uncompromis- 
ing terms  that  the  style  shows  no  sign 
of  waning  popularity  but  will  on  the 
nl  lur  hand  be  more  popular  than  ever: 
others  again  are  equally  vigorous  in 
contending  that  after  next  Fall  the  ex- 
treme "cut  out"  border  will  lossen  its 
hold  on  the  esteem  of  the  householder 
and  the  tendency  will  then  be  towards 
more  modes!  cut  outs  and  narrow  panel 
borders  and  binders. 

Whichever  view  the  future  may  de- 
clare to  be  the  correct  one  there  is  little 
doubt  i hat  at  present  the  "cul  out 
border  is  selling  verj  well  but  the  fact 
must  not  be  overlooked  that  man;  re 
tailers  are  not  at  all  kindly  disposed  to 
the  wide  iiit  out  border. 


Panel  designs  and  plain  walls  do  not 
show  any  signs  of  weakening  just  now 
but  more  than  one  authority  have  given 
their  opinion  that  all  over  floral  and 
foliage  effects,  representing  tapestries 
and  cretonnes,  will  by  Fall  be  enjoying 
a  very  good  run.  Period  patterns  too 
will  have  a  good  demand. 

Blue  for  Dining  Rooms. 

It  has  been  said  that  '".Mr.  Nurich, 
when  furnishing  his  new  home,  com- 
plained that  he  was  compelled  to  have 
a  dressing-room  where  he  did  not  dress. 
a  smoking  room  where  be  did  not  smoke. 
and  a  dra wing-room  where  he  did  not 
draw."  He  that  as  it  may,  it  is  almost 
certain  that  he  had  a  dining-room  where 
he  dined  and  if  he  were  to  decor;; 
any  time  within  the  next  six  months  lie 
would  surely  have  it  done  in  blue  for 
blue  has  pretty  well  established  itself 
as  a  popular  color  tor  dining-room  d< 
at  ion  and  show-  signs  of  still  greater 
popularity  next  Fall,  and  white  enamel 
woodwork  it  i>  expected  will  be  largely 
used. 

For  balls  and  living-rooms  tapestries 

will  be  good  and  -miiu  very  nice  fabric 
effects  are  being  shown  as  well,  heavily 
embossed  with  an  overprint  in  different 
shades  and  here  -rays  will  be  very  com- 
mon. Cloth  effects  and  grass  cloths  and 
imitation  grass  cloths  also  promise  to  lie 
well  liked  by  a  large  section  of  the  pub- 
i  Continued  on  page  119. ) 


This  Japanese  design  with 
it-  quaint,  characteristic 
border  i-  one  of  the  effect- 
ive novelties    for  Spring. 

The  hanging  is  also  print- 
ed mi  heavy  stock  in  Hat 
embossed  finish  when  it  is 
shown  as  an  independent 
paper  \\  ithout  the  border. 
Courtesj  of  Stauntons. 
I  imited. 
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Most  Every  Woman  Has  CREX  in  Mind 

when  she  enters  a  carpet  store  to  buy  grass  floor* coverings.  She  knows  there's  a 
difference.  She  knows  what  QREX  quality  means  and  she  is  going  to  look  for  the 
name  CREX  woven  in  the  side  binding.  It's  her  protection — it's  vour  protection 
and  it's  our  protection.  As  said  before  "you  don't  have  to  talk  CREX — it  sells  itself." 

1914  color -catalogs  on  request 
Price    lists    from  jobbers 

CREX  CARPET  COMPANY,  212  Fifth  Avenue,  New  York 

~~  1 1 


Cretonnes  Help  to  Sell  Wallpaper  in  Any  Store 

A.  C.  Turnbull  of  Hamilton  Tries  Up-to-date  Method  and  Finds 
it     Highly     Successful  Good      Pointer    on     Cut-Out     Borders 


IT  would  be  hard  to  find  ;i  wallpaper 
department  that  is  more  attractively 
decorated,  and  in  which  the  stock  i.s 
more  tastefully  displayed,  than  that  of 
A.  C.  Turnbull,  bookseller  and  stationer, 
Hamilton.  The  Review  is  using  this  ex- 
ample to  impress  its  argument  on  the 
need  for  combining  hangings  and  wall- 
paper in  demonstrations. 

The    department     is   situated     on    the 
second  floor  at   the  front  of  the  store.     It 


There  is  one  feature  about  the  Turn- 
bull  store  that  has  been  generally  over- 
looked by  dry  goods  men  and  booksellers 
having  wallpaper  departments.  It  is 
the  showing  of  cretonnes  for  curtains  in 
connection  with  the  wallpaper.  This  is 
a  good  profitable  line  from  several  points 
of  view.  The  display  of  curtain  materials 
along  with  wallpapers  permits  of  giving 
the  proper  setting  to  the  latter,  and  thus 
a   sale  of  wallpaper  is  consummated   i'i 


paper  departments  do  not  give  enough 
attention  to  the  displaying  of  their 
goods,  a8  the  day  for  selling  wallpaper 
from  sample  book-  is  past.  To  have  the 
department  attractive  not  only  helps  to 
sell  goods,  but  keeps  the  salesmen's 
minds  on  the  better  class  of  decorations, 
and  it  should  be  remembered  that  the 
most  money  in  the  wallpaper  busilM 
made   on    the   decorations,   and   the   more 


Wallpaper   Department   of   A.  Q.  Turnbull 'a  store,  Hamilton.     Photo  of  J.  L.  Falklef,  manager  of  department, 

is  shown   in   inset. 


is  really  remarkable  what  a  difference 
surroundings  make  in  the  wallpaper 
business.      Here   there   is   plenty   of   light, 

the  trimmings  and  decorations  are 
bright,  and  the  whole  atmosphere  cheer- 
ful. Comfortable  furnishings  are  pro- 
vided, and  the  department  is  sufficiently 
removed  from  the  rest  of  the  store  to 
give  thai  air  of  rest  ful  quiel  so  <• 
sary  if  customers  are  to  be  realls  helped 
iii  making  an  intelligent  choice  of  paper 

;,,,,!    deci  The    woodwork    and 

fixtures  are  finished  in  old  ivory,  the 
walla  are  papered  w  Ltfa  a  blue  Bcrumble 
and  paneled  with  a  four-inch  strapping; 

cretonne  al  the  windows  matches  the 
Strapping         The  chairs  arc   willow    and 

upholstered   with  the   same  cretonne  as 
iaed  at   the  windows.     The  carpet 
medium  shade  i>f  green. 


many  cases  directly  through  the  agency 
of  the  curtains  shown.     In  this  way  the 

curtains   often    sell    the    wallpaper,    even 

if  not  themselves.    One  point  should  be 

inhered,   however.      The  combination 

of  wallpaper-  and  curtains,  to  be  effect- 
ive, must  be  harmonious,  and  to  this 
end  color  effects  must  be  studied  care 
fully.  The  haphazard  display  of  cur 
tains  will  be  detrimental  rathe*  than 
helpful.  It  is  a  matter  that  requiri 
mosl    expert   and   careful   handling,  and 

unless    this    can    be    given    the    curtains 

might  better  be  left  out  of  consideration. 
In    response   to   a    request    from    Dry 

Q Is     Review,     Mr.     I      L,     Palkler, 

the   energetic   manager  of   the   depart- 
ment, made  Borne  exceedingly   valuable 
-t  ions     Mr.  Palkler  said  : 
"In   my    opinion    managers    of  wall- 
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you  display  them  the  easier  it  is  to  sell 
them. 

•  I  find  it  quite  profitable,  and.  in  fact, 
essential,  to  carry  cretonnes  for  curtains. 
It  you  can  show  a  cretonne  that  matches 
taper  it  often  (dose-  the  sale  and  al- 
mosl  invariably  you  sell  the  cretonne  for 
the  room  as  well. 

"Cut -out  borders  being  greatly  in  de- 
mand, if  proper  care  is  not  taken  in 
ing  them  there  is  sure  to  be  quite  a 
waste,  1  have  a  portfolio  in  eael 
tion  on  which  are  kept  a  sample  of  each 
<d'  the  cut-out  borders,  and  borders  that 
may  be  used  in  this  way  I  have  them  cut 
out.  instead  of  throwing  them  away. 
After  Bhowing  them,  they  are  put  in 
their  place  again,  and  this  enables  us  to 
show  them  from  time  to  time  to  good  ad- 
vantage with  very  little  loss 
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WE  frequently  have 
requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


SWAN 

BRAND 

PILLOWS 

When 

you  buy  "Swan  Brand"  pillows  you  have 
our  absolute  guarantee  that  there  is  not 
an  old  feather  used  in  them.  We  never 
deal  in  old  feathers. 

The  unequalled  facilities  we  have  to  turn 
oux  pillows  that  are  right — the  most  mod- 
ern factory,  new  and  improved  machinery, 
are  backed  by  twenty  years '  experience 
and  result  in  unparalleled  service  and 
prompt   delivery. 

Every  pillow  has  the  guarantee  label  shown 
below,  sewn  into  the  edge — we  stanu  back 
of  it.     Send  for  price  list  and  sample  pair. 

The 

Toronto  Feather  &  Down 
Company,  Limited 

"Where  the  reliable  goods  come  from" 

35  BRITAIN  ST.,  TORONTO 

Eastern  Agent: 

MR.  J.  F.  SUMPTION 

Cor.  St.  Catherine  and  University  Sts.,  Montreal,  Que. 


All    New    Feathers 
THE 

TORONTO  FEATHER  &  DOWN  CO. 

LIMITED 
TORONTO.  ONT. 


Grade 
Size  .  . 
Price. . 


Order  No 

Guarantee  on  other  side. 


GUARANTEE 

The  feathers  in  this 
pillow  are  all  new  and 
have  never  been  used 
before.  They  are  ab- 
solutely clean  and 
sanitary. 
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EQUIPMENT  AND  DISPLAY 


Preparing  for  the  C.  W.  T.  A.  Convention 

Third  Annual  Convention  of  the  Canadian  Window  Trimmers' 
Association,  at  Toronto,  Tuesday,  Wednesdav  and  Thursday, 
Aug.  11,  32  and  13,  1914. 


THE  important  question  of  the  date  of 
tho  third  convention  of  the  window 
trimmers  and  ad.  men  of  Canada  was 
settled  at  a  meeting  of  the  Executive 
held  Die  last  week  in  March. 

It  will  be  noticed  that  the  convention 
will  begin  on  Tuesday  this  year  instead 
of  Monday,  as  it  has  been  found  difficult 
in  former  years  for  many  of  the  mem- 
bers to  reacli  Toronto  on  Monday  morn- 
ing. And  on  the  morning  of  the  first 
day  of  the  convention  the  Executive 
have  determined  that  the  programme 
shall    lieum,   according  to   schedule. 

This  programme,  in  its  rough  draft, 
promises  a  meaty  session  this  year. 
There  will  be  half  a  dozen  first-class 
items,  including  demonstrations  by  ex- 
perts on  draping,  advertising,  card 
writing  and  window  trimming. 

Stereopticon  Views  of  Windows. 

One  of  the  Bpecial  features  that  lias 
been  decided  on  definitely  is  an  address 
by  A.  E.  Hurst,  of  the  Economist 
Training  School,  New  York,  on  window 
displays.  This  is  sure  to  prove  very 
valuable  as  it  will  be  illustrated  by 
stereopticon  views  of  scores  of  window 
trims. 

Efforts  are  being  made  to  secure 
papers  <>n  the  relation  of  window  Dim- 
ming- and  advertising,  and  store  effici- 
ency. Thus  the  broader  aspect  of  the 
display  men's  work  in  the  store  will  be 
considered  in  a  manner  that  will  make 
t lie  convention  particularly  profitable. 
Arrangements  are  also  being  made  for  a 
detailed  report  of  the  convention  of  the 
Internationa]    Association     at     Chicago 

the  preceding  week. 

I  be  opening  daj .  Tuesday.  Augusi  11. 

will   he  taken   up   uilh   three  addresses  in 

morning  ami  afternoon,  Mr.  Hurst's 
illuminated  lecture  occupying  the  even- 
in". 

Prizes  at  the  Banquet. 

Wednesday  morning  one  hour  v  ill 

be  devote, 1   to  the  nomination  of  officers 

and  other  DUBineSB     of     the  Association 

and      be      followed    by   a    demonstration. 

Two  papers  will  be  given  in  the  after- 
noon, and  the  elections  take  place. 


The  evening  will  be  devoted  to  a  ban- 
quet at  which  it  is  intended  every  mem- 
ber shall  be  present.  One  of  the  draw- 
ing cards — in  addition  to  the  menu — will 
be  the  first  announcement  of  the  prize 
winners  in  window  trimming,  card  writ- 
ing and  ad.  writing.  Although  all  en- 
tries must  be  in  by  the  first  of  July,  and 
the  judges  will  have  completed  their 
work,  no  inkling  of  the  honored  ones  will 
get  out  before  the  banquet.  The  event, 
is  to  lie  made  to  a  certain  extent  mem- 
orable by  the  prize  presentation  being 
conducted  by  Mayor  Hocken  or  on?  of 
the  controllers,  who  will  also  oe  the 
official  toast  master  at  the  banquet.  It 
may  he  well  to  point  out  here  that  no 
prizes  will  be  awarded  to  any  entrant 
whose  fees  to  the  Association  are  not 
paid  up  at  the  time. 

Visiting  Factories,  Inspecting  Windows. 
On  Thursday  the  final  day.  a  pro- 
gramme will  be  prepared  that  will  he 
partly  work,  partly  play.  The  raonni; 
will  be  spent  in  inspection  of  a  number 
of  windows  that  will  be  set  up.  more  or 
less,  for  the  window  trimmers'  conven- 
tion. Factories  will  also  be  visited, 
where  the  making  of  forms,  display 
cases,  lighting,  etc..  will  be  explained  by 
the  makers. 


In  the  afternoon  the  first  play  will  be 
permitted.  This  will  consist  of  a  drive 
around  the  city.  The  day  will  conclude 
with  a  Theatre  Night,  quite  informal  but 
a  bright  social  conclusion  to  the  three 
days'   gathering. 

Printing  the  Constitution. 

The  President  and  Secretary  are  hard 
at  work  neil im_r  in  new  members,  and 
canvassing  the  whole  Canadian  field, 
liar  letters  will  be  sent  out  to  pro- 
prietor of  stores  urging  upon  them  the 
advantages  of  sending  their  display  men 
to  the  convention,  if  possible,  without 
expense  to  themselves.  In  addition,  the 
field  of  prospective  members  will  tie  can- 
d,  and  it  is  hoped  a  bumper  report 
in  this  respect  will  be  ready  for  pn 
tation. 

In  order  to  bring  the  A — eiation  con- 
cretely before  the  window  trimmers  and 
others  eligible,  one  thousand  • 
the  constitution  are  being  printed.  The 
advertising  in  connection  with  this  will, 
of  course,  look  after  the  expense  of  the 
issue. 

Remember  the  dates,  window  trim- 
mer-, ad.  men.  and  card  writers  of  Can- 
ada Tuesday.  Wednesday  and  Thurs- 
day Ajurasi  It.  12  and  13,  L914. 


Suggestion  for  Baster:  Background  with  panel  of  trees  behind  the  woodwork. 
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J  he  new  Grays  Limited  store 
of  London,  fitted  completely  by 

The  Walker-Bin  &  Store  Fixture  Co. 


LIMITED 


THE  illustration  above  shows  a 
portion  of  the  main  floor  of  the 
handsome  new  store  of  Grays,  Limited, 
London. 

The  whole  store  is  fitted  throughout 
with  the  most  modern  store  fixtures  and 
fittings,  all  of  which  were  planned,  made 
and  installed  by  us. 


We  specialize  on  all  kinds  of  store  fit- 
tings and  high-grade  fixtures  and  will 
be  pleased  to  quote  estimates  on  your 
requirements  whether  for  a  complete  or 
partial  refitting  of  your  old  store  or 
your  proposed  new  establishment.  Send 
us  your  floor  plan  to-day  and  ask  for 
estimates. 


The  Walker-Bin  &  Store  Fixture  Co. 


Manufacturers   and    Designers     of 
MODERN  STORE  FIXTURES 


LIMITED 


BERLIN, 


ONTARIO 


83 


Uri)  Goods  Review 


EQUIPMENT    AND    DISPLAY 


Beautiful   Interior  Decoration   for  Spring   Opening 


This  view  \\«i-  taken  of  the  Right  House,  Ham 

March.  The  designs  and  decorative  work  of  Mr.  B. 
beautiful  displays  in  glass  cases  added  to  the  charm 
in  Southern  smilax  and  Chinese  wisteria  in  purple  a 
high  were  set  up  and  on  these  basket-  of  yellow  dall 
lent  by  palms  set  up  on  the  ledges  to  right  and  left. 
by  photograph,  as  by  those  strange  freaks  to  whic 
white  and  the  yellow  turned  black.  Eight  dozen  can 
mired  part  of  the  programme. 

In  his  opening  windows  Mr.  Manewell  used  the 
tango,  purple  and  blue,  according  to  the  fabrics  th 
Dished  a  large  amount  of  talk,  as  well  as  serving  to 


ilton,  in  its  "party  dress"  foi  the  Spring  opening  in 
Manewell  were  much  admired  and  the  long  lines  of 
of  the  whole  picture.    Every  other  pillar  was  draped 

nd  yellow.    Down  the  centre  white  pillars  seven  feet 

idila  were  placed.     Another  very  effective  touch  was 

The  beauty  of  the  scene  is  impossible  to  reproduce 

i  the  photographic  art  is  subject,  the  purple  shows 

aries  formed  an  orchestra  that  was  not  the  least  ad- 

latesl   fad  in  hair  trimming,  colored  wigs,  green, 
at  were  being  displayed.    These,  needle—  to  Bay,  fur- 
draw  large  crowd-. 


IMPROVED    WINDOWS. 
St.  Catharines  Store  Installs  Panels  and 

Plate-glass     With     New     System     of 

Lighting. 

Some  marked  improvements  have  been 
made  to  the  windows  of  McLaren  &  Co.. 
St.  Catharines.  The  backs  new  run  up 
to  the  ceiling.  The  lower  parts  arc 
paneled  in  mahogany  finish,  and  above 
this  are  large  squares  of  plate-glass  set 
in  frames  enameled  white.  I"  the  men's 
wear  window  the  Boor  is  solid  oak  and 
walnut,  with  a  handsome  green  rug  in 
the  middle. 

The  lighting  has  also  been  broughi  up 
to  n  high  level.     Conduit  pipes  run  the 
full  length  of  the  windows,  and  six  LOO 
wait   tui  P(    placed   in  eaoh,  and 

tin   light  intensified  l>.\  the  use  of  hood 
shaped    N  The  \  ie«    of 


these  from  the  street   is  prevented  bj   a      pattern    stretched     across    the   windows 
lmen    valance    in    handsome    fleur-de-lis      with  a  drop  <>t'  '2A  Lne 


Attractive  Easter  Combinations 

Conventional  Backgrounds  Out  of  Place  With 
Brilliant  Coloring  This  Spring — Uses  Suggested 
for  Lilies.  Palms,  Wisteria  and  Mirrors  With 
Fell  Flooringr. 


II1    really    seems    as    though    there    was 
very    little    that     is    new     left    to    Baj 

about   displays  for  Master  important 

as  the  season  is.     Plaster  eggs,  rabbits, 

chickens,  etc.,  have  been  all  used  until 

one  is  prettj   tired  of  such  Bymbols,  and 
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therefore  the  trimmer  is  left  to  roly 
npon  merchandise  suitable  for  Faster 
selling  and  upon  music  and  appropriate 
flowers.        l.uekih      nothing     can     make 

palms  and  Easter  lilies  common  and 
white  and  mauve  and  pale  green  form  an 
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If  you  -were  buying  a  new  Store  Front — one  to  increase 
your  business — would  you  be  willing  to  make  your  de- 
cision by  the  inspection  of  samples  of  corner  and  division 
bars  or  by  complete,  finished  Store  Fronts?  Wouldn't 
30,000  actual  Fronts  of  one  make  tell  you  more  than  all  the 
samples  you  could  get  hold  of   ? 

To  prove  to  you  what  KAWNEER  FRONTS  have 
done  we  cite  you  to  the  30,000  Fronts  in  which  KAWNEER 
is  installed.  Among  the  thousands  of  Merchants  who  have 
adopted  them  are  many  of 
the  keenest  and  most  con- 
servative Merchants  in  the 
country.  When  they  made 
their  decisions  they  had 
samples  and  models     galore 

but   their   business   judgment  caused   them   to  judge  by  actual 
proofs — not  by  samples. 

If  you  were  to  buy  an  automobile  would  you  trust 
yourself  to  make  the  decision  upon  any  particular  make  by 
simply  looking  at  drawings  or  samples  of  Jvarious  parts  of 
the  machine?  No,  you  would  make  an  inspection  of  the  car 
itself — in  its  finished  form. 

And  so  it  is  •with  Store  Fronts. 

Ask  the  Merchants  behind  KAWNEER  FRONTS 
what  they  think — find  out  if  their  Fronts  have  made  money 
for  them  by  increasing  business.  That's  the  kind  of  in- 
formation you  want. 

When  you  are  ready  to  buy  a  new  Front  we  want  to 
show  you  actual  proofs  of  our  -work.  You  may  see  our 
samples,  too,  if  you  -want  to,  but  we  prefer  to  let  our  fin- 
ished and  complete  jobs  represent  us. 


Which  Kind  of  Evidence  Will  You  Demand? 


Don't  risk  the  money  it  takes  to  build  any  kind  of 
Store  Front  until  you  have  seen  "Boosting  Business  No.  21" 
— unquestionably  the  most  interesting  and  instructive  book 
on  Store  Fronts  ever  published.  It  contains  actual  photo- 
graphs of  many  of  the  best-paying  big  and  little  Store 
Fronts  in  the  country — drawings  of  suggestions  that  will  in- 
terest you  and  ideas  that  have  made  money  for  a  multitude 
of  other  Merchants. 

One  Merchant  in  Rochester,  Minn.,  recently  installed  a 

KAWNEER     STORE 

FRONT  and  his  business 
jumped  30%.  In  a  letter  he 
states  that  now  he  is  able  to 
sell  what  he  wants  to  sell 
— not  -what  the  people  want 
to  buy.  He  also  states  that  he  is  able  to  conduct  his 
business  -with  little  or  no  money  tied  up  in  dead  stock. 
Think  -what  you  could  do  with  the  money  you  have  tied  up 
in  dead  stock— think  what  a  KAWNEER  FRONT  could 
do  for  you. 

Don't  take  another  step  in  this  matter  until  you  have  seen 
this  book — it  only  costs  you  2  cents  to  get  it — your  copy  is 
in  an  envelope,  stamped  with  a  5  cent  stamp  and  ready  for 
your  address.  Every  day  you  conduct  your  business  with- 
out a  KAWNEER  STORE  FRONT  you  are  losing  sales. 
Take  the  first  step  for  greater  business  today. 


nunifS  ^ 


Dry  Good*  Review 


EQUIPMENT    AND    DISPLAY 


ideal  combination.  Some  of  t lie  trite 
ideas  can  be  particularly  in  planning  in- 
terior trims  which  arc  always  import- 
ant at   Easter. 

There  is  BO  much  novelty  to  the  mer- 
chandise this  Beason,  the  lines  of  the 
suits  and  dresses  are  so  new  and  the 
jaunty  short  COata  are  BO  brilliant  in 
color  that  anything  conventional  in  back- 
mounds  is  quite  out  of  place.  Only 
something   thai    will    relieve  the   >-y    is 

needed. 

The  same  applies  to  millinery.  Many 
displays  v,,  far  have  been  failures  and 
.1 1 1 — t  because  the  background  was  too 
dark   and   two  fussy. 

So  many  of  the  new  colors  tone  down 
to  yellow  that  pale  yellow  Easter  lilies 
and  violet  used  in  the  form  of  ribbons 
and  (lowers  would  be  good.  Mirrors 
.ire  always  well  liked  tor  the  back- 
ground when  -nits  and  costumes  are  to 
be  shown,  as  they  give  a  back  view  of 
i  he  irarment. 

The  floor  and  the  mirror  frames  should 
be  covered  with  pale  yellow  felt,  and 
gilded  baskets  holding  Easter  lilies  and 
wisteria  blooms  can  be  used  as  central 
features.  Easter  lilies  and  palms  can 
l>e  massed  in  the  corners,  and  the  tops 
of  the  mirrors  can  be  wreathed  with 
Easter  lilies  and  violet  orchids.  If  here 
and  there  among  the  massed  and 
wreathed  flowers  incandescent  lights  are 
used  it  would  add  much  in  the  effect  of 
(he  display. 


Suggestion  for  millinery  window  background:  Three  panels  <•' 
heavy  moulding  on  skirting-boards,  put  together  like  picture-frame, 
Maine. i  green  and  finished  with  dull  wax  effect.  Centre  filled  >'., 
with  curtain  net.  Centre  frame  runs  in  groove  and  can  be  pushed 
1 1 1 »  when  getting  anything  out  of  the   wirulow. 


If  windows  are  large  enough  and  the 
trimmer  has  a  number  of  wax  figures  .ii 
command  an  outdoor  scene  is  always  ef- 
fective. The  Lynch  gate  used  by  Holt, 
Renfrew  would  be  most  appropriate  as 
it  would  give  an  Easter  day  air  to  the 
window. 

Mirrors  and  White  Felt. 

Another  window  gives  a  splendid  idea 
for  use  where  the  space  is  limited.  The 
background  was  of  mirrors  and  the 
frames  and  floors  were  covered  with 
white  felt.  Holyoaks.  stalk  leaf  and 
flower,  the  flowers  in  pale  yellow  were 
trained  up  each  corner  ol  both  mirrors 
and    windows.      Millinery    stands    with 


gilded  bases  bad  holyoak  trained  stiffly 
to  t  hem  and  there  were  distributed 
amongst  the  display,  the  smaller  plants 
tu  the  front  and  gradually  irrowing  taller 
as  the  back  of  the  window  was  reached. 
Accessories  are  always  prominent  in 
Easter  displays  and  in  connection  with 
both  garment  and  material  windows  the 
decorator  should  use  as  many  as  possi- 
ble. They  will  <rive  value  to  his  win- 
dows in  more  ways  than  one  for  they 
are  extra  decorative  this  season.  Beads 
and  crepe  and  bead  necklaces  give 
splashes  of  high  color.  Silk  hosiery 
matches  the  gown  and  slipper  buckles 
and     sparkle     wit'i     rhinesi 


The 
Canadian 

Gem  No.  205 

— a  show  case  of 
more  than  ordinary 
merit. 

This  i-  "lie  of  thi' 
many  stj  lea  of 
cases  i"  l'«'  found 
in  our  catalogue 
tor  I'M  1.  It  is  a 
(•use  thai  stands 
up  well  from  the 
floor  mi  sanitary 

h  ;i  -      n  0 

heavy  frame  to 
detracl  from  the 
appearance  of  the 

:; Is    displayed. 


It-  a  real  silent  salesman. 

Write  for  »>ur  catalogue  of  new   designs. 

[f  you're  nol  interested  now  you  may  be 

Inter. 


H.  L.  Wood  &  Co., 


Cornei  Noble  and  Strickland  Sts 


Toronto 


86 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Better  Displays 

require  better  forms 

D.  &  P.    forms    are    the    best 

If  you  want  better 
displays  than  your 
competitor,  see  that 
the  forms  you  use  are 
better  and  more  up- 
to-date  than  his — for 
it's  the  form,  to  a 
great  extent,  that 
makes  the  successful 
display. 

The  D.  &  P.  range  is 
the  last  word  in  high- 
grade  forms.  The 
lines  of  the  human 
body  and  face  are 
faithfully  reproduced 
in  these  forms,  giving 
them  a  very  life-like 
appearance.  They 
will  bring  out  to  per- 
fection the  style  fea- 
t  u  r  e  s  embodied  i  n 
your   dainty   Spring   and   Summer  lines. 

Infants' Wax  Forms 

Our  very  latest  success  is  the  manufacture  of 
our  infants'  forms.  The  whole  body  is  of  wax 
and  represents  the  acme  of  sculpture  modeling. 
For  the  effective  showing  of  babies'  clothes  and 
accessories,  this  infant's  form  cannot  be  ex- 
celled. Write  for  further  particulars  and 
prices. 

Our  large  catalogue  sent  on  request. 

DALE  &  PEARSALL 

Manufacturers  of  High-Class  Forms, and  Figures 

106  Front  St.  E.      TORONTO 


r 


LAMSON 


1 


gs: 


Your  Store  Needs 
Centralized  Service 

A  Lamson  Carrier  CENTRALIZES 


Does  away  with  the  out-of-date  Local  Cashier  plan  or 
the  discourtesy  of  obliging  customers  to  carry  check 
and  money  to  cashier's  desk. 

Eliminates  the  shortages  which  cash  tills  can't  stop 
and  can 't  prove. 

Isolates  the  cashier  from  clerk  and  customer — supplies 
her  with  businesslike  sales-checks — makes  book-keeping 
and  balancing  easy  and  accurate  without  duplication 
of  work. 

Saves  time  and  temper;  fixes  responsibility  immedi- 
ately; lowers  operating  cost,  and  protects  your  income 
—by  CENTRALIZING. 


The  LAMSON  COMPANY 


BOSTON,  U.S.A. 


TORONTO 
126  Wellington  St.  West 


VANCOUVER 
429  Pender  St. 


Wire,   Cable,   Tube,   Belt   and   Pick-up  Carriers 


V 


SERVICE 


J 
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Natural 

bait 
BVneat 

\\  MX 

Obarmlng 
feat  a  res    and 

pose 


Narrow- 
hip* 


No   wire 
skirt  required 


Solid 
Invisible  base 

Total— 

Every  point 
Hlght 


No.  47C.     $30.00 


Elegant  French  Models 

for  Spring  and  Summer  Displays 

Get  the  Right  Fashion  Flavor! 

These  new  forms  are  indispensable  for  the 
effective  showing  of  Spring,  1914,  styles. 
Their  graceful  lines  conform  in  every 
detail  with  the  styles  worn  this  Spring  and 
Summer  and  bring  out  the  beauty  of  the 
garment  displayed  in  the  best  possible  I 
manner.  The  small  heavy  stand  is 
covered  by  the  narrow  skirt  now  worn. 
finished  with  rubber  bumpers. 

The  figures  here  shown  are  two  samples 
from  our  range  of  new  French  models. 


Mail  your  order  now. 
quickly. 


These  figures  move 


A.  S.  RICHARDSON  &  CO. 


99  ONTARIO  ST. 


The  oldest  and  still  the  best  Wax 
Figure    Manufacturers  in  Canada 


TORONTO 


No.  *7  $48.00 

With  iron  stand.  $42.00 


i 

'-  t 

J 

If  |w  1 

Shotc   Window.  Bakt  \  Co.,    Veie   YorJt, 
Lighted   with   Frink  ami  .lit   Vinolite  systems. 


Make  your  show  windows 
Sell  more  goods 

No  mallei-  how  artistic  your  creations  may  be, 
they  will  nol  attract  the  attention  they  deserve  if  you 
display  them  in  poorly  Lighted  window-  and  snow 
cases. 

A  dingy  window  hurts  your  prestige.  A  "glar- 
ing" window  creates  harsh  shadows — renders  false 
color  values — and  actually  repels  prospective  custom- 
ers by  its  annoying  brilliance. 

You   can   overcome  these  objectionable  features  and  sell  more  goods  by  using  the 

Frink  and  J-M  Linolite  Systems  of  Lighting 

Mure  than  25,000  up-to-date  merchants  are  getting  better  illumination,  and  saving  money  in  reduced  current 
consumption,  by  this  system. 

The  Frink  and  J  M  Linolite  Systems  consist  of  long,  tubular  incandescent  lamps  only  1"  in  diameter  and  nearly 
a  foot  long,  placed  end  to  end  in  Frink  Reflectors,  producing  a  continuous  line  of  light.  The  effecl  is  an  evenly 
diffused  illumination  over  the  entire  area  to  be  lighted.  Every  detail  of  the  goods  is  clearly  defined.  And  there 
are  do  disagreeable  spots  and  reflections  as  with  1ml!)  lamps. 

Our  nearest  Branch  will  gladly  submit  plans  and  estimates  Pot  remodelling  your  lighting  system  either  with 
.1  M  Linolite  or  Btandard  base  lamps.   No  obligation  on  your  pari.   Write  to-day  tor  Booklet  No.  410. 

The  Canadian  H.  W.  Johns-Manville  Co.,  Limited 

Sole  Selling  Agents  for  Frink  Products 

Manuf acturera  of   Show-Caae.    Show   Window    and  General  llluminatint  Syttema:    Asbeatoi  Table  Covert  and  Mat>: 
Pipe  Covering*;    Dry   Batteries;  Fire  Extinguishers:  Etc. 


TORONTO 


MONTREAL 


ASBESTOS 


S3 


WINNIPEG         VANCOUVER 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


We  Can  Equip  Your 
Store  in  all  Departments 

Send     for    our    large    Catalogue    (it    is    free),    and    you 
will   save    yourself  much   worry    and    money    by  placing 
your  complete  order  with  us. 


CAPO 
HOLD** 


Revolving  Rack 
Price  each  $12.50 


farici ton  | 
Skirt  I(ack  \ 


GARMENT  HANGERS 


No.  1— FOR   DRESSES 
Thin   and  Light.   Price  per  100,  $3.00 


Price,  18  in.  wide,  per  100. $6. 50 


No.  264 

Skirt    Rack 
Price  each  $14.00 


The  largest  seller  o(  all.       Price,  18  in.   wide 
per  100,   $7.50 


No.  515— S 

Combination  Hangers,  holds  coat  and  skirt. 

Price  per  100,  $6.00 


No.  678— A       SHIRT  HANGER 
Price  per  100,    $5.25 


per  100,  $12.50 


No.  265  C. 

Rack  with  Card  Holder 
Prici  each   $13.50 


A 

No.  265  D. 

Double  Circle  Rack 
Price  each    $20.00 

Clatworthy  &  Son   Limited 


Call    at    our    show    rooms   when  in  Toronto,    and    see 
the  newest  ideas  in  Fixtures,  Wax  Figures,   etc. 


ESTABLISHED 
1896 


"The  largest  makers  of  Display  Fixtures  in  Canada." 

161  King  St.    W. 
TORONTO 


Incorporated 
1908 
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Use  Our  French 

Wax  Figures  for 

Your  Easter 

Displays 


Jeanne 
ONE  OF  OUR  FRENCH  BEAUTIES 

Larue  Selection 


WE  SELL  WAX  FIGURES 

from  $13.00  up  t<>$l(M).(K) 


ARTISTIC  WINDOW    DISPLAY 

FIXTURES    WD  FORMS 

for  all  classes  <>l  goods. 


ASK  FOR  OUR  CATALOGUE 


Delfosse  &  Company 

247-249  Craig  St.  West. 

Factory,  No.  1  to  No.  19  Ilermine  St. 

MONTREAL 


Hall-Borchert 
Dress  Forms 


are  synonymous  with  the  best  and 
most  up-to-date  displays.  Display 
schemes  which  would  lie  impossible  to 
execute  on  many  of  the  ordinary 
forms  can  be  carried  out  to  the  best 
tie  advantage  with  the  use  of 
i he  Ball-Borcherl  line.  These  forma 
are  absolutely  in  keeping  with  the 
Styles  that  will  be  worn  this  Spring 
and  Summer,  and  are  thus  able  to 
show  off  Fashion's  latest  decrees  in  a 
mnsi  effective,  sales-producing  man- 
ner. 


Special  Spring  Offer 

To  give  the  trade  an  opportunity 
of  testing  Hall-Borchert  forms, 
we  have  put  our  1914  model  on 
the  market  at  a  very  attractive 
price.  The  usual  price  is  $7.50. 
Covered  in  linen.  Special  intro- 
dnctive  price,  $0  50.  Cloth, 
si  .50. 


Hall-Borchert  Dress  Form  Co. 

41-45  Lombard  Street,  Toronto 


Free — Ten  Display   Managers  Tell 


£.»!;<PK 


.*£. 


, 


In  order  that  you  can  become  better  acquainted  with  the  Economist 
Training  School  instruction— the  lecturing  force  of  twenty-Are  expert* 
—the  methods  of  personal  instruction,  and  the  practical  equipment  In 
all   of  our  branches 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We  will  mail  you,  free,  our  new  fifty  cent  book  entitled  "Ten  Display 
Managers   Tell   How   to  Sell    It." 

Did  you  ever  know  of  a  man  that  could  do  retail  advertising,  window 
trimming,  show  card  writing,  or  instruct  the  sales  force  of  the  store 
that   was   ever   out  of   a    position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.  39th  St  New  York  City 

(In    writing    be    sure    and    mention    The    Dry    Goods    Review.) 


FACTS 


Wr  ran   perform   more   function!  by   our  modem  wire  carrier  system,    and   with   a 

ity  than  can  be  accomplished   by  any  other 
of    this   t>]H-   of   machine.    All   of  which    means    that    we    can    reach    more    jv 

In    I    battel    and    more    satisfactory    manner    than    has   be*n 
acoofnpllahod  hcrvtoforv.     Etatnaanbajr  OUT  tan   days'   trial.     You  are  tafltad    ' 
01    to   tin-    teat*     Send    for   our   new    oataloarai    Q 

GIPE-HAZARD  STORE  SERVICE  CO..  LTD. 
97   Ontario  St..  Toronto.  Canada 
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There  is  only  one  way  to  show  clothing 

The  TAYLOR-MADE  Rack  and  Hanger  System 


Made  of  Polished  Steel  Tubing 


Made  of  Oxidized  Steel  Tubing 


No  paint,  no  rust,  no  tools  or  trouble  to  set  up.     Shipped  crated.     K.  D.  Ball  Socket  Hollers. 


6  feet  long,  6  post   $10.50 

8  feet  long,  6  post 11 .  50 

10  feet  long,  6  post   12 .  50 


6  feet  long,  6  post   $13.00 

feet  long,  6  post 14.00 

10  feet  long,  6  post   15 .  00 


Suit  racks,  5  feet  high,  26  ins.  wide.    Overcoat  and  ladies'  garments,  6  feet  high.     Additional  for  side  rod,  $1.25  each. 

The    Taylor-J^lade    Rack     and    Hanger    System — Each    Suit 

Hanging  on  an  Individual   Hanger 

MADE  IN  CANADA 

There  is  only  one  best  way  to  show  the 
fabric,  the  color,  the  styles,  the  fine  work- 
manship, all  at  once,  and  in  a  manner  to 
make  the  customer  want  to  try  a  suit  on,  to 

take  it  home.    That  is  when  you 

display   your   clothing   on   The- 

Taylor-Made-Racks.    There  is  no 

better  time  than  now  to  equip 

your  store. 


Ne.    33    I.B. — Combination    Suit 
Hanger,  per  100 $7.50 


The  Taylor  Mfg.  Co. 

Hamilton,  Canada 


No.  74  B.— Combination  Suit 
Hanger,  with  inserted  Trouser 
Bar,   per  100   $15.00 
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MILLIXKRY 


Retailers  Report  Good  Sales  From  New  Styles 

Contrast  from  Last  Year's  Stimulates  Buying — Use  of  Flowers 
Helps  Other  Trimmings  —  Shapes  Small  and  Medium  —  Rose 
Supreme  in  Flowers — Descriptions  of  Some  New  Models. 


SO  far  aa  can  be  gleaned  the  millinery 
openings  at   retail  are  resulting  in 
satisfactory  business  and  nice  sized 
Borting  orders  are  coming  in  to  the  whole- 
sale bouses.    Novelty  is  always  a  great  ai<l 
to  business,  and  the  fad  thai  this  year's 

and   last   year's   models  are   SO   far  apart 

is  prpducing  excellent  results,  Both  the 
manner  in  which  the  hat  is  worn  and  the 
size  and  style  of  the  shape  is  new,  and 
all  women  are  taken  with  them.  The 
return  of  (lowers  means  an  interest  also 
in  other  trimmings  as  flowers  cannot  be 

used  alone,  and  all  indications  point  to 
a  large  use  of  flowers,  maline,  ribbons 
and  lace. 

Dressy  models  are  still  trimmed  with 
various  forms  of  fancy  and  clipped 
ostrich,  and  such  novelties  as  burnt  os- 
trich and  metallic  fancies.  The  latest 
models  in  straws  conic  in  flat,  plate-like 
shapes  raised  high  at  the  side  on  a  ban- 
deau. Hemp  braids  and  leghorn  and 
horsehair  lace  plateaux  raised  high  on  a 
bandeau  are  used  with  clusters  of  pastel 
Bowers  and  huge  hows  of  ribbons  as  the 
trimmings.  Verj  often  ribbons  are  drawn 
over  the  flat  crowns  and  flat  loops  decor- 
ate the  brim,  and  the  bandeau  is  massed 
with  medium  sized  roses. 

Rose  is  Supreme. 

There  is  litt le  doubl  as  to  the  suprem- 
acy of  the  rose.  All  kinds  of  roses  are 
closely  imitated,  but  those  which  show 
shadings  of  one  color  or  deep  centres 
and  light  outside  petals  are  well  liked. 
Not  onlj  are  roses  shown  in  natural  col- 

OTingS  buf  all  the  new  colors  air  repro- 
duced, and  roses  in  tango,  dollar,  coral. 
and  belio  shades  are  good. 

Many    Directoire  shapes  on   the  cane- 

I  n  i    or  Bailor  order   W  ill    he   Worn    and   the 

i   trimming  idea   i>  the  large  single 

fastened  flal    to  t lie  now  n  or  half 

blown   roses  of  fairly  large  size  placed 

back    and     front     and     |  lG     in    Qob 

fashion.     These    i  oses    bai  e  dark    In  ail  9 
centres  petunia  com- 

bil  ■  d    with    e  or    Madonna    blue 

with  whiti       I  ■  i  \    much 

used,  and  the  new  foliage  is  verj  dark 
green  ami  has  a  high  lacquered  finish. 
Foliage  in  plaid  i  (feci  is  also  new  and  is 
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flat  of  lisere  Tagel  and  frilled  corded 
ribbon.  Note  novel  ostrich  mount  fastened 
by   ideated    how. 


used  without  Bowers.  Berries  in  all  col- 
ors, particularly  mulberries,  are  to  be 
very  popular.  Many  field  flowers  are 
used,  such  as  buttercups,  daisies,  corn- 
llowers.  poppies,  etc..  and  many  are  ar- 
ranged in  groups  with  (dusters  of  wheat. 
Wide  moire  ribbons  drape  the  crown 
of  many  of  the  small  Evelyn  Yeron  sail- 
or-. Faille,  and  taffeta  ribbons  are 
good,  but  less  satin  is  used,  and  there  is  B 

lei  ling  for  self  brocades  for  the  Summer 

i lels.     Velvel    ribbons  in  wide  widths 

and   backed   with   faille  are  to  be  very 
much  used  on  summer  hats. 


THE  NEWEST  HATS 

Flat  >r, iii,, in  and  canotier  models 
V(  ry  much  in  <  vidi  nee. 

Fret  us<  of  flowers  with  roses  sw- 
pr<  me. 

Latest  straw  models  in  flat,  plate- 
liki  shapes  raised  high  at  side  on 
bandt  aux. 

Will,  moin  ribbons  and  velvets 
much  used. 
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Panamas  come  in  small  shapes  and  are 
to  be  flower  and  ribbon  trimmed. 

The  description  given  below  of  new 
models  will  give  an  idea  as  to  the  man- 
ner in  which  the  materials  mentioned 
above  are  to  be  used. 

A  hat  of  black  horsehair  lace  is  edged 
with  frills  of  black  shadow  lace  and  is 
tilted  high  at  the  back.  Blue  faille  rib- 
bon is  drawn  across  the  crown  and  ends 
in  the  back  in  a  huge  rosette  on  the  left 
side.  Pale  pink  roses  are  posed  on  the 
upper  brim  and  on  the  bandeau  at  the 

back. 

•  •     • 

Again,  one  notes  an  elongated  turban 
with  the  brim  held  close  to  the  crown, 
both  front  and  back  and  trimmed  in 
front  with  a  bow  of  multi-colored  minia- 
ture ostrich  feathers. 

•  •     • 

Another  hat  is  of  green  bright  straw. 
It  has  a  small  round  crown  and  the  trim 
turned  up  at  the  back.  Under  the  brim 
at  the  back  are  loops  of  Nattier  blue  vel- 
vet ribbon  with  one  standing  very  high. 
From  the  centre  of  the  crown  are  sprays 
of  wheat  and  colored  flow  i 

•  •     • 

A  very  novel  hat  has  a  square  crown 
and  broad  brim  of  mysotis  blue  felt 
laced  with  Leghorn  straw  and  is  trimmed 
with  bunches  of  orchids  and  violets. 
And  yet  another  hat  of  dark  blue  hemp 
has  a  square  brown  covered  with  violets 
and  forget-me-nots  and  dark  green  flossy 
lacquered  folii 

•  •     • 

Mai.v  hats  have  full  round  crowns  and 
brims   which    tilt    up    at    the    back.      The 

bandeau  is  filled  with  loops  of  ribbon, 

and  wreaths  of  tlowers  ami  wheal  en- 
circle the  crown.  More  on  the  Summer 
order  are  Bailors  of  lavender  and  white 
striped  mull,  with  rosea  posed  on  the 
crown  both  at  the  centre  trout  and  at  the 

back. 

•  •     • 

Another  sailor  is  o\'  striped  silk  in 
coral  and  white  with  the  brim  faced  with 
white  straw.  Around  the  crown  i>  drawn 
a  narrow  band  of  whits  moire  ribbon 
above  which  is  a  narrow  pleating  of  the 


MILLINERY 


Dry  Goods  Revieu 


Established  1765 


J. 


We  are  now  show- 
ing the  very  latest 
Paris,  London  and 
New  York  creations 
in  our  Montreal  show- 
rooms. 

We  invite  you  to  in- 
spect our  distinctive 
novelties  in  all  kinds 
of  ladies'  and  chil- 
dren's headwear  and 
millinery  accessories. 
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VYSE,  SONS  &  CO.,  LIMITED 

MILLINERY  AND  STRAW  GOODS  MANUFACTURERS 

229  Notre  Dame  St.  West,  MONTREAL 


93 


Dry  (loodx  I'm  ri,  a 
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Rose-trimmed  straw    tpodcl.     Shown  o\    \  jrse,  Sons  tv  Co.,  Limited,  Montreal 


same.        A      bow      oi    white      moire  is 

placed  righl  in  t  he  eenl  re  al  I  he  front. 

•     *     * 

A  small  Leghorn  ha1  has  the  crown 
Hal  am!  the  narrow  brim  droops  at  the 
edge.  The  crown  and  the  Hat  part  of 
the  brim  is  covered  with  pink  satin,  and 
the  hat  is  raised  bigh  with  a  bandeau  on 
the  left.  This  bandeau  is  covered  with 
rows  of  forget-me-nots  and   with   three 

small    OBtrich   tips,   one   pink,  one  yellow. 

ami  ime  reseda.       At     the     base  of  the 


cr  \\;i  is  a  wreath  of  forget-me-nots  and 

pink    lisis,    and    tin  re    are   streamers   of 
yellow  ribbon  at  the  back. 


Another  Leghorn  model  has  a  high  oval 
crown  and  a  narrow  brim  faced  with 
Copenhagen  ribbon.  At  the  top  of  the 
crown  at  the  back  is  a  looped  bow  of 
Copenhagen  ribbon  and  pink  and  yel- 
low roses.  And  a  wreath  of  forget-me- 
nots  and  roses  go  round  the  crown. 


Hats  Continue  Small  in  Paris 

[Jnspringlike  Weather  Has  Retarded  Flower 
Showings  Paradise  Extensively  Used — Ribbon 
••Hid  Foliage  in  New  Lacquered  Effect. 


Paris,  March  31. 

Tl  1 1'',  opening  oi  I  be  racing  season  at 
Auieiul  broughl  "'it  a  large  atten- 
dance    and     manj     buyers     from 
America  were  present.    The  weather  was 
1 1  led  and  therefore  t  he  fashion  dis- 
play  «'ib   not    as  evienxne  as  HSUSJ. 

In    millinerj    no   one   shape   could   be 

aid  I"  had.  bu.1  thej  n ere  all  small,  and 

bad  daring  outlines  which  added 

materially  to  the  heighl   of  the  wearer. 

The  gloomy  onspringlike  nature  of  the 

weather    accounted    foi     I     t    fad     thai    BO 


feu   dower  trimmed  hats  were  seen.    By 
far  the  larger  number  of  hats  were  trim- 
med  with     paradise,     or     with     numidi 
ers.    Little  rows  of  wings  were  also 
placed  around   the  crown  and  combined 
with  bows  of  ribbon.    Man\  sailor  models 
\ i  i e  worn  and  most  of  t h<  m  had  a  pansy 
made  of  satin  or  silk  ribbon  as  a  trim- 
ming.     Man  J    of   the   small   shapes    were 
of  stray   and  satin  in  combination. 
Transparent  Horsehair  Lace. 
Watteau    models    were    numerous    and 
were    trimmed    with    roses    and    loops    of 
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WHAT  PARIS  8A  V8 
\tany    sailor    models    with    §atin 

pansy  or  mil:  ribbon  as  trimming. 

Model  of  in:"  I'iruished  draw, 
shaped  like  elongated  tiara. 

Two-tiered  brims  with  trimming 
placed  In  i n  1 1  a  tin  m . 

High  crown  and  narrow  b 

lin/s  nor,,   by  postillions. 

Lacquered  finish  in  ribbons. 

ribbon.     One  of  the  most   admired   Wat- 
teau hats  was  made  of  transparent 
hair  lace  and  was  very  small  and  p 
so  as  to  show  a  great  deal  of  the  hair. 
Marquise  and  trieorne  shapes  were  well 
worn,  but   one  of  the  newest   model  - 
of  the  new   varnished     straw,     and   was 
shaped  like  an  elongated  tiara.     The  bat 
was    of    Havana    brown    straw    tit. 
with  a  piping  of  silk  to  match  around  the 
hot  torn  ot   the  upturned  brim.     Two  gold 
colored      mounts     of     paradise     stood 
straighl  np  from  the  high  point  of  the 
tiara-like  brim  in  front,  the  ends 
ing  in  the  air. 

Another  new  Bhape  was  on  the  sailor 
order  with  the  left  side  of  the  brim  of 
the  crown  covered  with  a  biarli  half- 
circular  Hare.  This  model  was  very 
popular  in  black  picot  trimmed  solely 
with  an  aiirrette. 

Another  version  of  the  same  idea 
shows  a  skeleton  flarc  which  rises  above 
the  crown  of  the  hat  and  carries  two 
bunches  ,,f  paradise,  one  pointing  to  the 
back  and  the  other  to  the  front. 

Many  of  the  hats  trimmed  with 
Bowers  were  on  the  canotier  order  with 
fairly  high  crowns  and  straight  narrow 
brims  just  a  little  turned  up  all  round. 
The  trimming  was  all  placed  on  the 
crown  and  consist,  ,1  of  big  rose-  m  two 
colors.  This  one  hat  of  black  shiny 
straw  had  a  rose  in  front  of  pale  lemon 
yellow  with  a  pink  heart,  and  the  two 
on  each  side  were  of  white  with  the 
hearts  of  Nattier  blue,  and  behind  was  a 
rose,  the  outer  petals  of  whieh  were 
tango  and   the  heart   of  elaret  color. 

Anion-  the  new  things  seen  at  various 
millinery  parlors  are  flat  Lamballe 
shapes,  often  having  a  two-tiered  brim 
with  the  trimming  placed  between  the 
two  brims.  Small  canotier  shapes  are 
very  much  displayed,  ami  one  that  is 
well  liked  ha-  the  brim  pointed  at  the 
hack.  A  very  new  shape,  the  sure.  - 
which  is  open  to  question,  has  a  very 
high  crown  and  a  narrow  brim  and  is 
similar  to  the  hats  worn  by  postillions. 
Lacquered  Finish. 

Flowers  are  being  used  extensn 
and  are  best  liked  m  small  and  medium 
varieties.  Roses  are  Belling  freely,  par- 
ticularly the  kinds  that  are  used  on  the 
crowns  of  hats.  Carlands  and  eaehe- 
peignes  are  made  of  flowers  ami  fruits. 
with  mulberries  and  '.Tapes  host   liked. 


MILLINERY 


Dry  Goods  Review 


Another  new  idea  shows  a  wreath  of 
flowers  or  the  new  foliage  in  colors 
called  "eeossais"  going  round  the 
front  of  the  crown  and  passing  through 
slits  in  the  brim  to  form  the  cache- 
peigne  at  the  back.  Buttercups,  daisies, 
pansies  and  forget-me-nots  are  particu- 
larly good.  Piquets  and  wreaths  and 
trails  are  also  selling  well. 

The  newest  idea  in  ribbons  is  the  one 
with  lacquered  finish.  This  ribbon  is 
used  for  hat  garniture  and  is  perfectly 
waterproof.  This  lacquered  effect  is  also 
being  applied  to  foliage,  and  the  new 
foliage  is  very  dark  and  shiny. 
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MILLINERY   IN   PARIS. 

Many  lovely  leghorn  hats  and  bonnets, 
all  of  them  lavishly  trimmed,  are  seen 
at  the  afternoon  concerts,  on  the  Prome- 
nade des  Anglais  and  the  Jetee.  The 
Rococo  character  is  strongly  pronounced 
both  in  the  shape  of  those  models  and  in 
their  trimmings,  in  which  vari-colored 
flowers,  lace  and  ribbon  in  profusion, 
and  soft  drapes  of  filmy  materials,  play 
an  important  role.  The  Watteau  hat  is 
a  particular  favorite,  and  its  classic  side 
or  back  tilt  (produced  by  a  high  cache- 
peigne  bandeau)  offers  many  and  splen- 
did opportunities  for  underbrim  trim- 
ming. 

Several  toque  shapes  resembling  square 
boxes  have  been  noticed  and  have  led  to 


a  great  deal  of  speculation  regarding 
their  future  popularity.  But  these 
models,  while  they  are  chic  and  novel, 
are  rather  too  symmetrical  and  too 
severe  in  outline  to  be  generally  becom- 
ing, that  it  is  not  likely  that  they  -will 
seriously  interfere  with  the  present  pop- 
ularity of  hats  and  toques  of  irregular 
contour. 

@ 

QUESTION  MARK  IN  VEILINGS. 

THE  Spring  veiling  season  is  open- 
ing up  in  a  satisfactory  manner,  but 
the  tendency  so  far  is  to  run  upon 
staple  lines.  All  kinds  of  meshes  are 
being  put  out,  some  of  which  are  plain 
and  others  of  a  more  fanciful  nature. 
The  general  tendency  is  towards  neat 
effects,  and  hexagon  and  octagon  nets 
may  be  said  to  be  still  leaders,  and  the 
plain  net  veil  without  any  pattern  what- 
ever is  in  high  favor.  Dots,  rings  or 
chenille,  tiny  geometrical  figures  and 
small  leaf  and  flower  sprays  are  all  show- 
ing, the  new  idea  being  the  use  of  narrow 
borders,  both  top  and  bottom.  Some- 
times this  border  is  of  a  finer  net  with 
closer  woven  mesh,  but  more  often  there 
is  a  neat,  rather  set,  running  pattern. 

It  is  the  novelties  that  make  big  money 
and  keep  up  the  interest  in  the  veiling 
department.  Among  the  new  things 
shown  is  the  cubist  veil  with  a  cluster 
pattern  of  square  velvet  dots  connected 
with  lines  and  angles.  Beauty-spot  veils 
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are  shown  in  new  effects  such  as  the  star, 
the  crescent,  flower  sprays  and  birds  be- 
ing among  the  number.  The  best-liked 
beauty  spot  shows  a  large  single  dot  on 
a  hexagon  or  simple  mesh.  Simple  de- 
velopments of  the  harem  veil  are  good 
with  the  lower  part  showing  a  neat  spray 
or  geometrical  pattern  and  the  upper 
part  of  plain  net. 

The  standard  colors  are  black,  white, 
navy  and  brown.  Purple  is  a  good  seller 
on  this  market,  and  to  this  should  be 
added  a  new  olive  green.  Black  and  white 
combinations  are  good,  but  the  style  idea 
seems  to  favor  one  color  in  veilings.  A 
startling  novelty  is  the  question  mark, 
which  shows  three  large  question  marks 
across  the  chin,  the  one  in  the  centre  be- 
ing of  slightly  larger  size. 

The  shaping  of  the  veil  under  the 
chin  and  over  the  hat  so  as  to  fit  snugly 
over  the  face  has  always  been  a  diffi- 
culty. A  veil  so  woven  as  to  provide  for 
this  has  been  put  on  the  market  under 
the  name  of  the  "Mona  Lisa."  As  one 
name  of  this  picture  is  "The  Heavenly 
Smile,"  there  may  be  a  covert  allusion 
to  the  smile  that  always  comes  when  the 
difficult  matter  of  adjusting  the  veil  is 
accomplished.  The  idea  embodied  in  the 
shaping  of  this  veil  is  a  good  one  and  one 
that  is  a  novelty  worth  taking  up,  as  it 
not  only  facilitates  the  arrangement  of 
tbe  veil,  but  does  away  with  the  unsight- 
ly bunching  of  the  veil  at  the  back  of  the 
hat. 
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FOOT  W  E  A  K     I)  E  I'  A  R  T  M  E  NT 


CONTENTS 

Iverything  a  woman  wears  but 
-hoc-  a  visual  argument  for 
a  footwear  department. 


Montreal  store  uses  low  fixtures 
in  footwear  department  to 
conform  with  other  dry  goods 
sections. 


Fall  styles  in  footwear,  with 
Summer  lines  of  novelties — 
recede  toe,  patent  vamp  and 
doth  top. 


Bi-monthly  sales  in  Hamilton 
department  Avoiding  freak 
-Ivies      How  hose  works  in. 


Plans  for  a  window  shoe  display 
for  Easter — How  to  make  the 
rabbil  and  broken  eggs. 


Findings  as  an  adjunct  to  the 

footwear     department — <  rood 
profits  on  polishes,  laces,  etc. 


Giving  customers  a  dioe  shine 
free  of  charge  High  class 
ladies'  shoes  to  match  dry 
goods  stock. 


Dry  goods  -tore  sells  more  rub- 
bers than  all  exclusive  shoe 
-lores    put     together  —  Big 

Country   trade. 


Footwear  in  Dry  Goods  Stores 


A    STOCK   "i    Pootweaj    is  a   natural  part  of  a  dry  goods  basil 
Many  merchants  who  have  year-  of  experience  behind  their  opin- 
ion consider  it  an  essentia]  part.     All  know  it  is  a  profitable  part. 
Natural,    essential,    profitable,    a    pretty,    convincing:   combination 

which  may  be  sliullleil  around  any  way  you  please  to  '_'et  at  the  order  of 
merit. 

The  superintendent  of  Murray-Kay,  [.united,  who  are  noted  for  their 
line  lines  of  ladies'  footwear,  assured  The  Review  that  footwear  was  a 
most  successful  department  of  their  business.  It  fitted  in  naturally  to 
the  high-class  goods  of  other  departments,  dress  fabrics,  trimmings, 
millinery,  hosiery,  and  a  score  of  others.  And  it  shared  well  in  the 
aggregate  profits.  "We  keep  everything  else  a  lady  wears;  why  not 
shoes?"  was  his  clinching  argument. 

The  Review  in  its  investigation  of  the  problem,  "Is  it  advisable  for  a 
dry  goods  store  to  keep  footwear  and  findings?"  visited  several  Hamil- 
ton stores.  All  were  unanimous.  At  Robinson's  it  was  found  that  the 
footwear  department  fitted  admirably  into  the  policy  of  the  rest  of  the 
store:  even  to  the  Semi-A nnual  Manufacturers'  Sale.  It  paid  well:  it 
drew  trade  to  other  departments.  The  testimony  of  the  manager  of  the 
hosiery  department  was  that  ladies  took  hose  over  to  the  shoe  section  to 
see  that  the  two  matched,  and  shoes  to  the  hosiery  section,  thus  com- 
pleting a  double  purchase. 

A  Montreal  store  made  the  footwear  section,  both  ladies'  and  men'-, 
harmonize  with  the  rest  even  to  the  height  of  the  fixture-. 

A  Gait   merchant  had  started  with   shoes  eighteen  years  ago;   had 

dime  a  thriving  business  ever  since,  and  aided  by  his  dry  goods  con- 
nections had  sold  more  rubbers  the  past  winter  than  all  the  exclusive  shoe 
stores  in  town. 

His  personal  statement  was  that  shoes  were  one  of  the  most  satis- 
factory of  lines:  there  was  no  fading  or  scuffing  or  soiling  of  stock;  no 
breakages;  no  remnants,  and  the  amount  received  for  each  article  was 
far  above  that  of  most  of  the  goods  in  such  a  store. 

And  what  of  the  profit? 

Inquiries  from  many  sources  indicated  that  the  mark-up  on  shoes 
runs  from  33  1-3  to  50  per  cent.,  with  forty  per  cent  as  an  average  for 
the  staple  lines.     Where  a  high  class  is  kept,  the  profits  are  higher  still. 

In  findings,  such  as  laces,  polishes,  etc..  the  selling  price  usually  is 
double  the  invoice  figure. 

Nor  is  there  an  objection  in  the  space  occupied  by  such  a  section. 
The  goods  themselves  are  small:  and  a  large  stock  can  be  kept  in  com- 
paratively narrow  quarters. 

The  Review  believes  that  footwear  should  be  added  to  the  stock- 
all  dry  goods  stores.  In  response  to  requests  from  a  number  of  merch- 
ants who  have  such  a  department  and  others  who  are  planning  one,  The 
Review  lias  decided  to  add  a  footwear  section  to  the  large  number  that 
already  are  treated  issue  by  issue.  In  the  interests  o\'  those  who  it 
feels  are  losing  substantial  profits  by  neglecting  this  feature,  it 
that  inquiries  be  instituted  by  them  of  the  footwear  manufacturers,  and 
of  merchants  who  are  already  engaged  in  this  basin 

Add  to  your  turnover  and  your  profits,  and  make  your  store  I  more 
Complete  outfitting  department   for  your  customers. 
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Men's  Footwear  Window  in  Goodwins,  Limited,  Montreal 

This  is  a  very  attractive  display  photographed  specially  for  this  issue  of  The  Review.  This  window 
makes  an  appeal  to  the  better  class  trade  and.  in  addition  to  walking  boots,  riding  boots,  puttees  and 
leather  leggings  are  shown.     These  come  in  black  and  also  in  tan. 

The  door  of  the  window  and  the  built-up  stand  is  covered  with  pale  grey  felt,  and  the  puffed 
drapery  on  the  floor  and  stand  and  the  drapes  around  some  of  the  fixtures  are  of  grey  satin.  Besides 
shoes,  evening  pumps  and  silk,  cashmere  and  lisle  hosiery  are  used  to  complete  the  display. 

The  ladies"  sboe  department  finds  it  an  easy  matter  to  keep  its  goods  always  before  the  eye  of  the 
buying  public.  Almost  every  garment,  window  and  also  many  other  garment  and  accessory  displays 
have  footwear  novelties  featured. 


Montreal  Store  Uses  Low  Fixtures  Throughout 

In  Goodwins'  These  Correspond  to  Rest  of  Store — No  Ladders, 
and   Goods   Easy   of  Access — Carpeted   Floors — Showcases-  for 


Finer     Goods  —  Men's 
Department. 


Section     Adjoins     Men's     Furnishing 


By  a  Staff  Correspondent 


Montreal,  March  :S0. 

SHOES  arc  valued  highly  and  are  ac- 
corded an  important  place  in  the 
department  store  of  Goodwins, 
Limited.  This  store  has  two  sections, 
one  for  men,  and  another  for  ladies 
and  children.  The  former  is  located  on 
the  ground  floor  in  the  section  devoted 
to  the  selling  of  men's  furnishings  and 
clothing.  The  women's  and  children's 
department  is  located  on  the  first  floor. 
This  floor  is  easy  of  access  and  the  de- 
partment is  large  and  complete,  and 
contains  a  varied  stock  both  in  fine  and 
in  medium-priced  shoes.  Very  little  bar- 
gain stock  seems  to  be  carried  and  "ef- 
forts at  the  present  time  seem  to  he 
largely  confined  to  the  showing  and  push- 
ing of  Spring  lines. 

This    department    is    readied    by    the 
elevators  and  also  bv  a  handsome  stair- 


case with  wide  marble  steps  that  forms 
an  easy  ascent  from  the  street    floor. 

The  elevators  ate  placed  on  either  side 
of  this  staircase  and  the  approach  to  the 
shoe  department  both  from  elevators 
and  stairs  is  by  means  of  a  wide  aisle 
leading  between    the   ready-to-wear  and 


THE  GOODWIN  STORE. 

Loii'   fixtures    to    correspond   with 
rest  of  store 

No  ladders  mid  </oods  easily  acces- 
sible to  ivoiiK  ii  clerks. 

Floor  carpi  ted    and    woodwork  of 
mahogany. 

Leather  settees  for  children. 

Fixtures    make    natural    division* 
for  different  kinds  of  footwear. 

Counter-height  tables  with  shelv- 
ing for  stock. 
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the  millinery  sections.  The  shoe  sec- 
tion is  located  between  the  whitewear 
and  the  dress  lmxhIs  section  in  front  of 
the  first   floor  of  the   store. 

No  High  Fixtures. 

The  most  striking  feature  and  the  one 
that  most  impresses  is  the  fact  that  here 
is  no  imitation  of  shoe  store  methods, 
hut  this  department  at  once  proclaims 
itself  to  be  strictly  a  departmental  store 
section  and  one  that  is  run  as  such.  For 
one  thing  there  is  complete  absence  of 
the  high  fixtures  usually  seen  in  boot 
stores,  and  all  stock  is  carried  in  the 
usual  low  fixtures  used  by  all  modern 
departmental  stores.  These  fixtures  are, 
of  course,  arranged  to  hold  the  boxes 
or  cartons  in  which  boots  are  packed. 
This  means  that  the  department  can  be 

(Continued  on  page  99). 


How  High  Class  Dry  Goods  Store  Shows  Footwear 


II  hen  footwear  is  carried  in  a  dry 
goods  or  departmt  ntal  store,  its  show- 
ing mast  conform  to  certain  .set  rules. 
For  our  thing  the  window  displays 
have  to  be  in  unison  with  those  of 
other  lines  of  dry  goods  merchandise. 

This  point  is  well  brought  out  in 
ili<  window  display  The  Review  is 
illustrating,  which  forms  om  of  the 
Spring  opening  windows  put  in  for 
Murray-Kay,  Limited,  Toronto,  by 
II.  C.  MacDonald.  Tin  very  rich 
iron, I  background  needs  no  embel- 
lishment, as  it  shows  up  to  perfection 
the  beauty  of  the  high-grade  goods. 

Tin  footwear  shown  gives  a  synop- 
sis of  tin  Spring  style  tendencies. 
Colonial  shoes  arc  the  line  that  most 
women  arc  at  present  interested  in,  as 

fashion    decidedly   farms    them,    and, 

Colonial  shoes  hare  the  leading  posi- 
tion right  in  front    of    the  window. 

I'u m ps,  slippers,  cloth  top  and  pal,  nt 
vamp  boots,  Oxfords  and  all  the  lead- 
in  g  ideas  in  Spring  footwear  are  seen. 
The  use  of  a  figure  wearing  a  modish 
Spring  suit  firings  out  flic  dry  goods- 
idea  and  helps  to  make  the  display  at 
one  with  the  elaborate  garments  and 
accessories  shown  in  the  rest  of  the 
windows.    The  floor  covering  is  bine. 

The  figures  are  high-class  and  help 
to  give  dignity  to  the  display  and  the 
needed  color  touch  is  given  by  the 
ribbons  outlining  the  raised  stands 
and  by  the  ferns  and,  floral  decora- 
tions. 

Tn  the  store  itself  the  shoe  depart- 
ment adjoins  the  ready-to-wear.  In 
one  corner  is  a  shoe  shine  parlor, 
where  customers'  shoes  are  "treated" 
free  of  charge. 


Honeycomb  sole  for  outing  shoe.  Shown 
by  Canadian  Consolidated  Rubber  Co.,  Ltd., 
Montreal. 

£ 

FALL  STYLE  NOTES. 

Buckskin  in  various  colors  is  iiBed  in 
pumps. 

Bronze  kid  For  evening  slippers  will 
be  strong, 

Women's  styles  tend  towards  the  Lighl 
and  dainty, 

The  tendency  is  very  si  run--  towards 
recede  toi 


A  SPRING  SHOE  OPENING  WINDOW    OF  MURRAY-KAY. 

Enlarging  Store  for  His  Shoes 

R.  A.  Briscoe,  Gait,  Plans  Extension  to  Handle 
Growing  Shoe  Department  -  .More  Rubbers 
Than  Anv  Shoe  Store  in  Town. 


FOR  nearly  nineteen  years,  R.  A. 
Briscoe  lias  sold  shoes  for  men. 
women     and     children  in   his  dry 

-oods  store  in   Gait:   sold   shoes   from   the 

time  he  tirst  opened  in  business  for 
himself. 

Never  in  all  thai  period,  as  time  after 
time,  he  has  enlarged  his  store  and  his 
stock,  has  the  idea   occurred  to  him  to 

go  out   ol'sl s.     So  far  from  that-   this 

section  has  been  so  profitable,  such  a 
-ood  business  puller;  it  has  worked  in  so 
well  with  his  other  lines  thai  he  is  plan- 
ning now  for  a  considerable  expansion; 
to  secure  more  space  for  stock  and  for 
display  purposes,  and  an  entrance  all  to 
it  -el  f  Prom  i  he  si  reel  t  hat  leads  an. mid 
to  the  market,  whereas  now  the  entrance 
to  all  is  on  the  main  street.  Only  thus, 
Mr.  Briscoe  thinks,  can  he  reap  ade- 
quately the  advantages  of  a  shoe  depart- 
ment. 

Mr  was  very  enthusiastic  about  it  all 

when    The    Review     greeted    him    in    his 

store. 

"There  is  no  doubl   of  it."  he  replied. 

"We  do  a  big  business  in  shoes  of  all 

kinds    and    more    than    that,    they    draw 

trade  to  our  other  sections,     They  are 
one  of  the  best  lines  I've  got.    .lust  com 
pare  them  with  some  others,  to  see  their 
advantages.      There    is    no    fading  of 

gOOdBj    there   are   no   short    ends.      When 
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a  sale  is  made,  you  are  done  with  it. 
There  is  no  waste  in  cutting,  and  in 
every  way  they  are  easily  handled.  And 
there's  good  profit  in  them  as  well." 

Surrounding  Gall  is  one  of  the  best 
agricultural  sections  in  the  country,  with 
excellent  radial  connections,  with  ; 
ton.  Hespeler,  etc  This  country  trade 
is  highly  valued  by  Mr.  Briscoe,  both 
for  its  volume  and  the  quality  of  goods 
that  are  bought-  and  paid  for  with  cash. 

The  manager  of  the  shoe  department. 
Mr.  Cross,  thus  expressed  the  splendid 
character  of  this  trade,  .-specially  as  it 
applies  to  footwear: 

"There  are  no  poor  farmers  in  this 
district,  and  when  their  >-on^  come  into 
town  they  are  not  satisfied  with  any- 
thing hut  the  best  suits  ami  $5  shoes.  If 
we  did  not  have  them  they  would  fro  to 
the    regular    shoe    stores    for    them 

The  firm  aims  to  satisfy  customers  and 
i-  careful  to  make  >rood  any  shoe  that 
i-  below  the  standard.  If  it  rips  within 
three   months     that    is.   shoes   over    - 

:.   repairs  are   made   free  of  charge. 

During   the  past   i]\o  years  the  Rr 
-tore  has  built   up  a   very  larcre  busi 
in  rubbers,  by  far  the  largest,  it   is  said, 
in  town.     This  is  partly  due  to  the  fact 
that    Mr.    Rriscoe    has    year    after    year 
bought    some    heavy    job    lots    and    run 

them  out  at  an  attractive  price. 


FOOTWEAR    DEPARTMENT 


Dry  Goods  Review 


S.  D.  Shoe  Ornaments 

With  the  Tango  influencing  styles  from  the 
costly  gown  to  the  dancing  slippers  comes  the 
demand  for  the  ornamented  Shoe  Buckle.  The 
S.  D.  Buckles  are  of  beautiful  design;  superior 
quality  and  finish.  Our  latest  novelties  are  in 
brilliant  rhinestone  effects  and  will  certainly 
capture  the  women's  trade  of  your  town. 

We  manufacture  and  keep  in  stock  one  of  the 
largest  lines  of  tango  and  shoe  buckles  in  Canada. 
A  sample  order  will  receive  prompt  attention. 

The  Smith-D'Entremont  Co.,  Ltd. 

1475-77  Queen  Street  W.  -  TORONTO 


Tango  Slipper 
Sets 

with  Rhinestone  settings  are  all  the 
rage.  We  have  a  large  stock,  consist- 
ing of  many  different  designs. 

RHINESTONE 

and 

ALLUMINUM 

Shoe  Buckles  in  pairs;  dozens  of 
patterns  and  a  large  variety  of  prices. 

Send  for  Samples. 

HIBBERT  &  JASLOW 


43  Leonard  St. 
NEW  YORK 


207  St.  James  St. 
MONTREAL 


Findings  Among  Best  Payers 


NOT  only  is  a  shoe  department 
highly  profitable  for  a  dry  goods 
store,  but  the  "findings"  will 
hold  their  own  in  this  respect  quite  as 
well.  The  "findings"  are  to  a  shoe  de- 
partment what  the  "accessories"  are  to 
a   ready-to-wear — each   is   indispensable. 

Many  merchants,  even  in  exclusive 
shoe  stores  have  not  yet  recognized  the 
possibilities  of  this  department,  and  are 
content  with  one  or  two  lines,  perhaps. 
Those  who  have  tested  it,  would  not  be 
without  it. 

In  R.  A.  Briscoe's  dry  goods  store,  of 
Gait,  the  rubber  department  is  actually 
(me  of  the  liveliest  in  the  store. 

Another  line  of  accessories  or  findings 
are  buckles.  This  is  an  age  of  buckles 
for  pumps.  The  Murray-Kay  store  in 
Toronto,  which  is  noted  for  its  fine  lines 
of  ladies'  shoes,  has  a  show  case  in  the 
department  devoted  to  buckles  exclusive- 
ly and  a  large  "access"  business  is 
done  in  these.  Buckles  are  like  laces 
nowadays;  every  one  can  stand  an  extra 
pair  and  many  girls  are  "lost"  unless 
they  have  two  or  three.  It's  the  cheap- 
est way  they  know,  of  having  a  two  or 
three-in-one  pair  of  pumps.  Change  the 
buckles  and  presto !  you  've  a  new  pair  of 
shoes.     These  sell  on   sight,  but  woe  to 


the  merchant  who  hides  them  away. 
They  will  remain  out  of  sight  until 
they're  out  of  date. 

These  are  only  a  few  of  the  "find- 
ings" that  are  ready  sellers  wherever 
they  are  set  forth  to  catch  the  eye. 
There  are  polishes,  also.  Everyone 
needs  a  polish  of  some  shade  and  most 
are  ready  to  invest  in  a  new  line  when 
the  shoes  have  been  bought.  It  needs 
only  a  suggestion  to  make  the  sale. 


New  Fall  style  in  patent  vamp  and 
cdoth  top.  Shown  by  Smardon  Shoe  Co., 
Montreal. 
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MONTREAL  STORE  USES  LOW  FIX- 
TURES THROUGHOUT. 

(Continued  from  page  97). 

uiven  a  better  location  than  usual  as 
it  does  not  have  to  be  put  into  a  corner 
where  high  fixtures  will  be  out  of  the 
way  and  where  they  will  not  spoil  the 
uniform  appearance  of  the  store.  And 
what  is  quite  as  important,  the  low  fix- 
tures do  not  interfere  with  the  lighting 
of  the  other  departments;  a  most  neces- 
sary point  in  a  large  building  lighted 
only  from  the  sides. 

Another  advantage  of  the  low  fixtures 
is  the  accessibility  of  the  stock,  and  the 
ease  with  which  the  sales  people  can  get 
at  the  goods.  This  makes  waiting  upon 
customers  much  easier  than  when  lad- 
ders have  to  be  mounted  and  its  utility 
is  quickly  demonstrated  when  the  selling 
staff  consists  chiefly  of  women  clerks. 

The  fixtures  are  flat  topped  like  those 
used  in  other  departments,  and  are  made 
use  of  for  display  purposes.  Glass  cases 
are  placed  at  the  entrance  to  the  differ- 
ent sections  for  the  showing  of  novelties 
and  of  high  grade  shoes.  These  fixtures 
divide  up  the  department  into  sections 
where  the  different  kinds  of  footwear 
are  kept.  There  are  lower  fixtures  that 
also  serve  as  counters,  and  also  for  sell- 
ing tables  when  special  bargains  are 
offered. 


New  Styles  of  Footwear  For  Fall 

Patents   Show    Phenomena]    Strength    With    Cloth 
Tops  and  Recede  Toes    Tans  Almost  Off  the  Market 
Brocades  and  Plaids  Seen  in  Tops. 

THAT  will  be  good  in  ladies'  shoes  Cor  Fall  .' 
The  Review    has  secured   the  opinions  of  a  large  number  of 
Canadian  and  United  States  manufacturers,  ami  although  t he 
verdict   of  the  public   who  buy  the  shoi  ■  •    available  even   for 

Spring  lines,  there  is  a  surprising  unanimity. 

Patent  Leather,  Cloth  Tops,  Buttons,  Recede  Toe. 

One  and  all  meet  on  this  common  ground. 

Almost  as  universal  is  the  prediction  against  tana  They  will  be 
very  weak.  A  malioganj  shade  is  about  the  only  one  thai  seems  to 
I  ave  any  chance. 

Rather  strangely,  the  color  craze  in  dress  fabrics  lias  had  little 
apparent  effect  on  shoes,  h  has  driven  tans  farther  back  and  prob- 
ably is  responsible  for  the  added  strength  of  patenl  leather  as  im- 
part ing  a  more  dress)  effect. 

In  cloth  tops  the  main  color  departures  are  in  the  line  of  tartan 
plaids— used  nearly  always  with  patent  vamps,  but  seen  also  with 
tan     and  the  black-and-white  shepherd's  check. 

In  suedes  a  few  dark  greys  arc  seen,  and  a  lew  dark  blues,  and 
dark  browns. 

Lace  bonis  will  be  weak  for  ordinary  wear,  but  retain  their  lead 
for  heavier  shoes,  such  as  for  sporting  or  walking. 

Pumps  with  Colonial  Tongue. 

Pumps  show  a  tendency  t"  a  line  between  the  full  Colonial  and 
i  in  ns.  in  having  merely  the  Colonial  tongue. 

In   heels  the  Spanish.  Louis,  or  kidney   will   predominate,  the  latter 

a  medium  between  the  straight  military  and  the  French  (Louis)  line. 
This,  by  the  way,  has  compelled  a  number  of  Canadian  manufactur- 
ers i"  add  a  new  knife  for  the  peculiar  fashioning  of  this  heel.  These 
concave  patterns  are  causing  some  anxiety  among  retailers,  as  they 
wear  down  more  quickly  than  the  regulation  heel,  and  a  symmetrical 
repair  is  a  difficult  matter  for  the  average  eobbler. 

Gun  metals  come  next  to  patents  m  popularity,  although  pretty 
far  behind. 

Recede  Toe  Very  Strong. 

The  recede  toe.  which  began  to  make  itself  fell  last  Fall,  proi 
to  be  very  strong.     Very  many  lines  are  being  made  up  in  the 
i nine  English  style,  but  the  majority  show   the  point  slightly  higher 
than  the  rest . 

What  of  the  Square  Toe? 

A  Problem  in  Toes  is  confronting  the  manufacturers,  Paris  is 
working  towards  a  square  toe  style  and  samples  have  been  i>ut  into 
i  he  Fall  lines  to  tesi  tlie  public,  much  as  was  dune  with  the  recede  toe. 
Manufacturers  on  this  aide  of  the  water,  however,  "view  with  alarm" 
this  new  movement.  It  is  a  -lap  at  the  recede  toe.  for  both  existing 
on  the  -aiue  shoe  at  the  same  time  i-  a  style  impossibility  and  only 
mow  are  the)  read)  to  .leal  with  the  recede  toe  to  their  own  satis 
lion.  A  few  are  venturing  on  some  samples,  however,  on  the  theory 
thai  the)  must  not  he  caught  napping.  The  majority,  however,  are 
likely  to  wan  a  while  before  trying  out  this  troublesome  innovation. 

There  is  som<  movement  towards  lighter  makes,  created  in  the 
larger  centres  b)  the  epidemic  ot  dancing  that  brought  out  the  tango 
pump.  This  has  helped  the  modification  of  the  French  heel,  and  the 
full  rubber  soles,  for  general  wear,  however,  these  do  not  appear  to 
he  coming  into  any  greater  lav  or.  a-  always  thej  will  hold  the  oh 

t  ion   of  draw  ing   the    fi 

There  i-  a  tendency  ol  servable  in  some  quarters  towards  a  lighter 

cut   in  the  uppers  of  women's  -hoc-,  and  leather  facings  are  being  put 

in  many    new    line-. 

Tl  e  ooze  top  i-  heiim  made  up  in  dark  greys  and  browi  - 
Turn-  aic  becoming  quite  popular  in    women's  line  -hoe-. 
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Nil    I.  Tin  n    with    patent    v  amp.   top   "'    sl"  1' 
herd  'a   check,    Louis   heel. 

Mo.     -'.    St, ,im     I, nil, ,n     I I     uilli     extra     high, 

square  top,  patenl    vamp,  in  Bizes  from  *-'■_•  to  6. 

\,,.   :;,  Children's   "Bcufflera"   in   button   ami 
Bluoher,  low   U,-,'\,  sample  Bhown  of  tan,  made  in 

an, I     s    10%. 

All  three  show  a  b)   Gettj   &  Scott,  Gait. 


Trade  Follow  Well  Defined  Lines 

I]]  Men's  Lines  English  Bal  Very  Strong  With 
Low  Heel  and  Recede  Toe — Rubber  Soles  in  Good 
Demand— Gun-metal  Next  to  Patent—Summer  Lines. 


The  recede  toe.  it  lias  been  remarked,  is  stronger  than  before.  Par- 
ticularly is  this  found  to  he  the  ease  in  the  larger  centres.  These  have 
taken  up  this"  last  more  quickly  than  is  usually  the  case  for  a  de- 
cided innovation  such  as  this  was  last  year.  This,  as  has  been  re- 
marked, is  particularly  strong  in  English  lasts. 

Buttons  in  80  per  cent. 

A  manufacturer  discussing  buttons  and  laced  shoes,  remarked  to 
The  Review:  "Buttons  will  prevail  for  Fall,  as  they  will  for  Sum- 
mer, probably  in  SO  per  cent,  of  the  orders.  We  are  showing  some 
lace  hoots,  hut  the  trade  want  button  shoes.  We  are  not  welcoming 
this,  naturally,  as  buttons  cost  us  more. 

"In  suede,  dark  shades  of  blue  and  brown  and  black  will  be  the 
popular  lines.  Rut  suedes  are  not  quite  as  strong  as  last  year;  cloth 
tops  have  supplanted  them."  was  the  way  another  sized  up  this  phase 
of  Fall  styles. 

A  child's  shoe  is  being  made  of  patent  leather,  with  cuff  top,  and 
in  various  shades,  red,  blue,  chocolate  and  white. 

In  misses'  and  children's,  the  big  sellers  are  patent  and  gun  metal 
in  the  order  named.  There  are  also  signs  that  glace  kid  are  coming  in 
again.     Here,  too,  buttons  rule  strongly. 

For  the  young  boys  a  last  has  been  made  in  bluchers,  a  close  imita- 
tion of  grown-up  patterns:  a  regular  ''little  man's"'  style. 

Tans  Fairly  Strong  in  Men's. 

In  men's  shoes  there  is  scarcely  anything  observable  that  resem- 
bles the  movement  in  women's  shoes.  The  weakness  in'  tans  for 
women  is  not  duplicated  to  any  extent  in  Fall  lines  for  men,  as  a 
large  number  are  being  taken.  Nor  are  buttons,  except  with  patents, 
any  stronger. 

The  main  feature,  recognized  everywhere,  is  the  prevailing  demand 
for  lace  boots,  rather  than  bluchers. 

The  recede  toe  is  almost  as  strong  as  for  women. 

A  Lower  Heel  Coming  In. 

A  change  in  style  that  looks  like  continuing  for  some  time  is  a 
lower  heel,  running  from  one  inch  to  five-eights.  This  is  found  very 
popular  for  Spring  and  Summer,  but  is  going  well  for  Fall  also. 

There  is  a  certain  demand  for  suede  and  cloth  tops  which  carries 
with  it  a  preference  for  buttons. 

FOR  SPRING  AND   SUMMER. 

For  Spring  and  Summer  wooden  heels  have  been  bought  heavily, 
especially  in  the  Kidney  and  Louis  Cuban. 

Although  patents,  theoretically,  are  not  good  for  warm  weather, 
there  is  a  tremendous  demand,  and  many  stocks  include  over  seven ty- 
five  per  cent,  of  patents. 

Probably  the  vogue  for  patents  is  influenced  by  the  fact  that  black 
and  white  are  so  fashionable  in  dress  goods  and  in  suits,  and  no  other 
form  of  black  could  harmonize  with  the  dressy  materials  in  other 
colors.  To  offset  the  disadvantage  of  wearing  patent  leather  in  warm 
weather  is  the  tendency  to  low  cuts  in  pumps  to  which  patent  is 
peculiarly  fitted. 

Towards  Plainer  Forms. 

This  popularity  of  patents  has  induced  a  new  trend, — the  disap- 
pearance of  perforations,  and  a  leaning  towards  a  perfectly  simple 
form.  Even  the  pinkings  at  the  tip  seam  are  being  done  away  with, 
and  where  soles  are  not  made  lighter,  there  is  a  bevel  edge  effect 
worked    in    which   gives   the  same   appearance. 

This  movement  toward  plainness  is  responsible  for  the  revival  of 
turns,  and  the  tendency  to  do  away  with  the  Colonial  form  of  vamp 
except  the  tongue.    These  turns  are  coming  in  quite  strong  for  Fall,  as 
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Xo.  1,  Colonial  pump  of  gun-metal,  Louis 
Cuban  heel,  cut  steel  buckle  to  represent  button 
cut  at  side. 

Xo.  2,  Tango  novelty,  brocaded  cloth  quarter, 
patent  vamp,  Louis  Cuban  heel  of  leather,  and 
cut  steel  ornament  set  with  rhinestones. 

Xo.  3,  "Hesitation  Pump";  a  turn  with  patent 
vamp,  satin  quarter,  black  celluloid  heel,  recede 
last.  Inserted  cross  straps,  the  feature,  are  of 
satin,  and  can  be  used  with  or  without  ribbor: 
bow.  Courtesy  of  O'Connor  &  Goldberg,  Chicago. 


/;/•//  Qoods  tit  vu  a 


FOOT  W  E  A  It    I)  K  I'A  I!  f  M  F  XT 


\(i.  l ,  Pump  foi  'I ra si  i ag  room  wit h  In  ■ 
turns  patent  Leather  vamp  and  tongue. 
(Quarter  of  black  silk  on  white  Persian  de 
sign  of  brocaded  silver  silk. 

No.  -,  Beautiful!)  modeled  slipper, 
Louis  Quinze  covered  heel,  Spanish  arch, 
plain  toe  and  vamp  oi  patent  leather,  At 
base  of  high  patent  leather  tongue  is  :i 
strap  fastening  which  terminates  in  rhine 
stone  studded  jet   button. 

\u.  :;.  Patent   turn. 


has    been    stated,     [ndeed,    Spring   and 
Summer  orders  are  likely  to  run  shorl  of 
supply,  ;is  the   manufacturers   have   ne 
glected  I  hem  so  long  thai  « orkmen  musi 
be  i  rained   ant  w    in   this  simple  but   ex 
eeedingl)   neal  and  dress)   form  of  shoe. 

What   of   White   Shoes? 
One  of  the  big  Spring  problems  is  the 
posil  ion    w  hite    shoes    w  ill    assume,     in 
pasl   Beasons  these  have  been  pood  sell 
10  much   bo,  thai     manj      retailers 
\\-.w  e  been  cleaned  oui  and  unable  to  re 
peat.     The)   are  a  daint)   piece  of  foot- 
wear,  and    -mi'  'I    in    manj    waj s   to   a 
in  i" hi      limine]    afteri n.     I  > 1 1 1    on    the 


threshold  of  Spring  many  are  hesitating 
over  tins  color,  as  they  did  and  rightly 
in  this  ease  over  tans.  But  the  two 
do  not  occupy  the  same  plane,  and  the 
besl  advice  foi  whites  would  seem  to  be: 
"Do  m>i  miss  the  chance  to  make  a  good 
business  and  a  tidj  profit:  everything 
points  to  whites  being  as  popular  as 
ever." 

Cloth,  Brocaded  Effects,  Silk. 
Cloth  is  playing  a  most  important  part, 
both  with  patent  and  dull  vamps.  But  in 
addition  to  the  plain  tops,  brocaded 
fabrics  are  being  used.  There  is  a 
heavy  demand  for  these;  lac  bigger  than 
the  supply.  Mercerized  silk  is  being  used 

in  many  and  should  prove  g 1   wearers. 

This  dress  tendency  is  the  natural  out- 
come of  i lie  situation  in  dress  fabrics. 
While  found  iii  black,  mostly,  some  dark 

colored    limeades   ha\e   been    made   up. 

Nat  kid  comes  as  a  poor  third  this 
Spring,  after  patents  and  gun  metal. 

In  pumps  straps  will  he  used  to  a 
large  extent,  with  two,  three  and  four. 
Uolomals  look  to  be  the  most  popular 
by  far,  although  a  modification,  a  turn 
with   Colonial    pump,   is   coming   strong. 

Buckles  will  be  a  big  factor.  In  the 
higher  priced  lines  rhinestone  orna- 
ments are  used,  worked  out  in  various 
colored   designs,     representing     flowers, 

etc.  Fur  and  leathers  also  are  being 
used  as  ornaments.  In  the  popular- 
priced  lines  cul  steel  and  leather-cov- 
ered buckles  will  have  big  sales.  In  the 
"Tango'"  pumps  the  rhinestone  and 
other   buckles   are   set    along    the   edge   of 

the  pump,  where  they  will  not  interfere, 
with  the  ribbon  that  fastens  around  the 
ankle. 

Oxfords  for  women  will  be  very  weak. 
whether  in  lace  or  button,  as  Colonials 
have  displaced  them. 


SMALLER    BUCKLES. 

THE  tendenc)   is  for  smaller  buckles 
for    women's    shoes.      The    lines    in 

besi  demand  now  are  reported  to 
be  the  smaller  sizes  of  buckles  in  dull 
aluminum  with  rhinestone  settings.  The 
pressed  steel  buckles  which  were  in  VOgUe 

ii  r  sometime  si,  in   to  have  given   place 
1"   I  he  smaller  t)  pe  in  aluminum. 

A    pood   demand    is   als  i   reported    foi 


-hoe  -liiles.    These  are  sold 
-  of  ten  slides,  five  to  a  shoe.    The) 

are    very    -nail      and    tho-e      with    rhine- 
stone  settings   seem    to   find    u.o-t    favor. 
Among  the   novelties   being  offered   t» 


New   Fall  style  in  patent  vamp  and  cloth 
tip.       i  lourtesy     ol     Smardon     Shoe 

M  nut  nal. 

the  trade  now    are  white  gaiters  for  WO- 

n  en.  These  are  shown  with  lari.re  black 
I  uttons  and  are  said  to  be  well  received. 
A   new    line  of  boudoir  slippers  in  suede 


Mahogany  tan  bal  with  perforations  and 
cling   toe.     Shown    by    the   Cook- 
Fitzgerald   Co.,    Limited.   London. 

is  being  shown.  These  come  in  several 
shades  to  match  costumes  and  should  lie 
a    particularly    good    line    for   the 

Ills. 


dipp 


its   hi   rhinestones,     Shown   b)    Hibberl   and  Jaslow,  Montreal. 
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Bi-Monthly  Shoe  Sales  Held  in  Hamilton  Store 

Special  Values  Secured  to  Keep  Department  Before  the  Public— 
Take  Hosiery  Over  to  Match  With  Shoes— Not  Fond  of  Freak 
Styles — Firm  Labels  Every  Carton. 

By  a  Staff  Correspondent 


EVKR  since  G.  W.  Rob- 
inson moved  from  the 
town  of  Gait  14  years 
ago  to  pit  his  strength 
against  strong  rivals  in  the 
dry  goods  business  in  Ham- 
ilton, a  footwear  section  h'as 
been  one  of  the  strong  de- 
partments of  an  enterprise 
that  has  increased  far  more 
rapidly  than  even  that  busy 
city  of  industry.  The  loca- 
tion is  an  admirable  one,  on 
the  ground  floor,  at  the  end 
of  the  centre  aisle.  The 
manager,  Mr.  A.  W.  Darrow, 
says  he  can  hardly  place  too 
much  value  on  being  "in  on 
the  ground  floor."  He  prefers 
it  to  a  whole  floor  upstairs. 
One  of  his  reasons  is  that  he 
does  not  believe  Hamilton 
men  enjoy  climbing  store 
stairs,  and  this  is  another 
way  of  stating  that  there  is 
a  men's  shoe  section.  An- 
other obvious  reason  is  that 
he  has  two  large  electric  Que  corner 
lighted  show  cases  set  at 
right  angles  at  the  entrance 
to  his  ladies'  section,  where  he  displays 
to  good  advantage,  the  latest  styles 
in  ladies'  and  men's  shoes,  dainty 
slippers,  buckles,  and  other  natural  ac- 
cessories of  shoes.  These  eases  are 
among  Mr.  Darrow's  best  "pullers"  for 
casual  visitors. 

Just  to  test  how  the  shoe  section 
worked  in  with  others,  The  Review  call- 
ed on  the  head  of  the  hosiery  depart- 
ment. 

From  Hose  to  Shoes. 

"They  go  from  one  to  the  other,"  she 
said.  "How  do  we  know?  Simply  by 
the  fact  that  ladies  will  bring  shoes 
they  have  bought  over  to  our  depart- 
ment to  match  with  hoisery  or  take 
hoisery  over  to  see  the  kind  of  shoe  that 
will  harmonize  with  it.  This  happens 
very   frequently." 

The  arrangement  of  the  shoe  depart- 
ment is  indicated  in  the  cut  which  ap- 
pears  on    this  page. 

In  discussing  his  department  Mr. 
Darrow  said  "Shoes  are  a  good  trade 
puller  for  everything  else,  and  we  con- 
sider them  an  essential  part  of  a  store 
like  ours," — dry  goods  of  every  descrip- 


of  footwear  department  in   G.  W.  Robinson's,  Hamilton..    Note  attractive  introduction 
of  show  cases   with   dainty   lines  displayed    under   electric    light. 


tion    and    toys,   music,    and    many   other 
similar  lines  of  departmental  character. 

"The  stuff  must  be  out,"  said  Mr. 
Darrow,  and  lie  shows  it  in  the  silent 
salesmen,  on  counters  and  on  tables. 
"I  have  a  thorough  belief  in  the  power 
of  suggestion,  and  all  the  time  we  are 
selling  shoes  from  the  displays  we 
make." 

During  the  visit  of  The  Review  the  big- 
store  was  holding  its  semi-annual  Manu- 
facturers' Sale;  that  is,  a  sale  of 
"samples,"  which  the  firm  buys  twice  a 
year  in  job  lots.  The  shoe  department, 
of  course,  did  its  part,  in  special 
sample  lots,  fours  in  women's  and 
sevens  in  men's.  Advantage  was  taken 
of  the  drawing  power  of  the  sale  to 
clean  out  odds  and  ends  that  had  ac- 
cumulated over  Winter,  so  as  to  give  a 
clear  way  for  Spring  goods.  This  clean- 
ing-out process  is  facilitated  by  the  prac- 
tice of  the  store  in  taking  stock  twice  a 
year. 

Avoid  Freaks  as  Dead  Loss. 

"I  avoid  all     freaks     in  footwear," 
said  Mr.      Darrow,      in      discussing  the 
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"novelty"  lines  that  are  being  put  on 
the  market.  "I  prefer  to  go  mainly 
along  the  assured  staple  lines,  for  one 
can  tie  up  a  lot  of  money  in  this  way. 
There  is  another  danger:  we  cannot  put 
any  overstock  of  these  freak  lines  on 
the  sales  tables  at  a  reduction.  What 
would  be  the  use?  They  would  be  dead 
then,  like  as  not,  and  people  wouldn't 
touch  them  at  any  price.  With  staple 
styles  a  cut  in  prices  will  clean  surplus 
stock  out  nearly  every  time." 

Firm's  Label  and  Date  on  Boxes. 

While  some  large  stores  make  a  prac- 
tice of  having  their  name  stamped  on  a 
large  proportion  of  their  shoes,  the 
Robinson  store  believes  it  is  good  policy 
to  label  every  carton.  So  a  good-sized 
green  label  is  stamped  on  the  ends  of 
all  the  boxes  which  line  the  walls,  and 
the  sides  of  the  department.  On  each 
label  is  marked  the  size,  price  and  date 
of  purchase. 

"And  why  the  date?"  inquired  The 
Review. 

(Continued  on  page  118). 
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Hosiery  to  Match  Light  Colored  Gowns 

Tango  Shade  ls  Popular — Greater  Demand  for  Silk  Goods — Tans 
Almost  Dead — White  Strong — Embroidered  Anklet. 


AND  now  it  is  hosier}  thai  i  le  tango 
craze  lias  affected  and  miladi,  if 
she  is  to  be  satisfied,  musl  nave 
ber  stockings  of  a  tango  shade.  Thai 
is  t"  say,  she  generally  ask.-  for  tango 
even  though  purple  may  be  the  color  she 
finally  decides  upon.  The  real  fad  of 
(''<•  mptter  is  thai  this  season  the  de- 
mand is  for  stockings  to  match 
the  bright-colored  gowns  instead 
ill'  the  slippers,  and  so,  perforce, 
bright-colored  hosiery  is  espe- 
cially soughl  alter,  and  ranges 
arc  adore  extensi\  e  i  han  ever  be- 
fore.    While   almosl    an      shades 

arc  g I,  rose,  tango,  green,  grej 

and  purple  may  be  menl  ioned  as 
particularly  prevalent,  although 
culms  for  stockings  are  only  to 
be  limited  in  number  and  variety 
by  the  colors  of  dress  materials. 
One  thing  must  be  noted,  how- 
e\  er.  in  t  his  connection,  and  t  hat 
is,  that  the  colors  are  nearly  all 
self-colors,  and  mixtures,  stripes 
or   designs  of  a   differenl    shade 

are  practically   unknown. 
Silks  Very  Strong. 

These  goods,  of  course,  are 
made  almosl  entirely  in  silks  and 
lisle  thread,  and  there  seems  to 
be  a  growing  partiality  on  the 
side  of  the  public  to  go  in  more 
and  more  for  hose  of  silk  and 
similar  materials  and  nol  only 
that,  but  it  is  the  better  grades 
of  these  Stuffs  thai  are  in  de- 
mand. 

Wood  Fibre  Silk. 
For  t  hose.  howe\  er,  who  prefer 
the    le-s    expensive    silk    goods, 

there  is  now   on  t  tie  market   a  silk 
made     of     wood    fibre    which    is 
hardly     to     be    distinguished    from    the 
regular  article. 

Tan    stocking     for    W  "men  's    «  ear    are 

all. mi  dead.  One  large  dealer  expressed 
his  opinion  on  the  matter  by  Baying,  "Olt 
as  for  tan  stockings  for  women,  whj  we 
away  ;  jusl  look,' ' 
he  wi  "1  lere  is  a  line  w  e  bought 

to     ell   al    'I  ll(| .   > "ii   Bee   w  hal    we  are 
offering  them  riie\    w  pre  t  icketed 


at  .'!•")  cents.  Whites,  however,  are  good 
and  are  expected  to  be  exceptionally 
strong  when  the  real  warn:  weather 
sets  in. 

A  line  which  is  selling  very  will  and 
which  all  evidence  indicate-  as  likely  to 
more  than  maintain  it-  strength  is  one 
with  en  ;■(•  '  rdion  pleated  shot  t  f  eel   in 


l. 
Silk 
gart< 


iln-c  with  fancy  clock  in  contrasting  color, 
hose  embroidered  with  crystal  and  colore. I  bi 
i    to  match. 

cashmere,  silk  and  lisle.  Black  and 
white,  black  and  red  and  black  and  blue 
are  some  ol  the  two-tone  combinations 
used.     The  appearance  i-  very  pleasing 

and    the  style   well   dc-er\e-  a   good    run. 

Embroidered  Anklet. 

Those  who  waul  something  out  of  the 

ordinary   will  have     their  desires  grati 

lied     more  or  leas     by    an  embroidered 

unklel   in  assorted  colors  on  black  cash- 

104 


mere  goods.       This   i-   one  of   the 
places    where    different    colors    have    any 
vogue.      So    far  a8   could    be   learned   tin- 
idea    is  new   in   Canadian   trade. 

The  clock  pattern,  too,  i-  good,  and 
enjoys  a  large  -hare  of  patronage.  It 
is  perhaps,  rim  most  striking  exception 
to  the  general  run  of  embroidered  stulT 
which  cannot  be  said  to  be  overlj 
strong. 
Tan  Good  for  Men's  Wear. 
For  men  's  wear  the  position  of 
tan  i-  rpiite  different  from  what 
it  is  in  women's,  and  will  be 
widely  worn  by  the  masculine 
(dement  this  Summer.  White. 
too.  looks  exceed ingh  ;ood.  and 
black  ami  grey,  as  well  as  the 
shot  patterns  described  above, 
will  have  good  vogue. 

Samples  for  Fall  trade  do  not 
show  much  difference  in  style  or 
coloring,  and  many  dealers  have 
laid  in  stocks  of  black,  greys  and 
tans, 

Anklets  and  Leggings. 
One  of  the  lines  of  knitted 
goods  that  is  being  pushed  for 
Fall  and  Winter  is  an  anklet  for 
women  and  children.  The  strong 
point  urged  about  this  i-  that  it 
lias  an  opening  for  the  heel,  and 
thi-  insure-  it  being  held  firmly, 
instead  of  working  itself  up,  as 
in  so  many  anklet  styles.  The 
regular  color  for  this  j>.  natur- 
ally, black. 

An  extension  of  this  is  carried 
out    in    "leggings,"    which    start 
under   the    heel    and    continue   up 
above   the   knee.     These   an 
ad8  course,   used   for  outdoor  wear  in 

Winter  or  other  stormy    weather. 

In     ladies'     underwear     there     i-     a 

stronger  tendency  than  ever  for  medium 
and  even  lighter,  -lust  as  strong  is  the 
feeling  developing  in  favor  of  the  white 
knitted  underwear,  on  the  ground  that  it 
l-  more  dainty. 

A    novelty    in    combination   suits   that 

lias   been    shown    in    the   United    States 

lor  some   time,  but    has   now   been   taken 

up  by  at   least   one  Canadian  firm,  is  the 

i  Continued  on  pasre  106.) 
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BEAVER  BRAND  KNIT  GOODSL J$ 
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IT  AS  your  store  been  favored  with  a 
A  A  call  from  the  Beaver  Brand  man? 
If  he  has  not  yet  arrived  and  shown  you 
the  new  range  of  Beaver  Brand  Knit 
Goods  for  Fall,  we  will  be  interested  in 
a  note  from  you  to  that  effect. 

A  line  to-day  will 


We  want  every  merchant  in  Canada  to 
see  our  new  Coat  Sweaters,  caps  and 
children's  suits.  Beaver  Brand  is  over- 
flowing with  interest  for  men,  women, 
and  children  who  know  and  appreciate 
knit  goods  values. 
bring  samples. 


R.  M.  Ballantyne,  Ltd., 


STRATFORD, 
ONTARIO 

Manufacturers   of    Beaver  Brand    Knit  Goods 


REPRESENTATIVES:  p.    G.    Rumble 

T.  H.  Allice       -       -       British  Columbia  H    Cook 

Thompson  &   Henselwood       -       Alberta  w-    Easson, 

Thompson  &  Henselwood,  Saskatchewan  C.  B.  Heath. 


Manitoba 
Northern   Ontario 

|    -     Western  Ontario 
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J.  N.  Boyd,  373  Broadview  Ave., Toronto 
A.  J.  Turnbull  -  Eastern  Ontario 
W.    C.    Brown       -  -       -       Quebec 

J.  E.  Patte      -       -       Maritime  Provinces 
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Checking  Wear  on  Union  Suits 

Invention  Inserts  Piece  to  Lessen  Changes  of 
Wen-  Around  Thigh  in  Case  of  Stout  Persons. 


THE  lendency  of  some  union  under- 
wear to  wear  too  rapidly  on  the 
inner  sides  of  the  thighs  when 
worn  by  stout  persons  is  said  to  he 
obviated  by  a  recent  invention.  This 
invention  relates  to  union  under-gar- 
ments  of  the  type  in  which  the  hody  and 
leg  portions  are  continuous  and  made  of 
an  elastic  knit  fabric,  the  part  of  the 
fabric  which  constitutes  each  tubular 
leg  being  united  to  a  portion  of  itself 
by  a  seam  extended  from  the  crotch 
longitudinally  of  the  leg  at  the  inner 
side  thereof.  Such  garments  are  manu- 
factured and  sold  in  great  quantities 
and  in  general  are  altogether  satisfac- 
tory, but  in  some  cases  it  is  found  that 
there  is  an  undue  and  too  rapid  wear  on 
the  inner  sides  of  the  thigh  portions  of 
the  legs  when  the  garments  are  worn  by 
stout  persons,  says  "Knit  Goods."  This 
is  due  to  the  fact  that  the  elastic  char- 
acter of  the  knit  fabric  permits  it  to  be 
stretched  at  the  portions  mentioned,  ad- 
jacent the  crotch,  and  the  tightly 
stretched  fabric  is  then  worn  by  the  rub- 
binir  thereover  of  the  outer  garments. 

Inserting  Inelastic  Material. 

The  present  invention  has  for  its  ob- 
ject the  production  of  simple  and  ef- 
ficient means  for  obviating  the  before- 
mentioned  fault,  and  the  desired  object 
is  accomplished  by  letting  into  the  inner 
seam  of  each  leg  of  the  garment  an  in- 
sert of  relatively  inelastic  material,  pre- 
ferably woven  fabric,  said  insert  ex- 
tending from  the  crotch  toward  the 
knee  and  providing  a  fullness  thereat, 
the  woven  fabric  resisting  wear. 

It  lias  been  found  in  actual  practice 
that  union  undergarments  made  in  ac- 
cordance with  tli is  invention  are  not 
subject  to  wear  at  the  places  indicated, 
even  when  worn  by  very  stout  persons, 
the  wear  of  the  entire  garment  being 
thus  made  substantially  uniform. 

Tin  drawing  shows  in  front  elevation 
a  union  under-garmenl  of  a  well-known 
type,     with     the     present     invention     em- 

bodied  therein. 
In  flic  drawing,  the  bod]    A.  tubular 
I'.,  and  seal  flaps  C  are  all  substan- 
tially   of    usual    construction    and    made 
of  knit    fabric,   the   body   and   legs   being 

made  continuous   anil    having  tin'   seat 
flaps   attached   thereto  as  i-;  customary. 

An   Isosceles   Triangle. 
I  i    forming  each   leg  the    fabric   conti- 
i  pari  "f  t he  garment  is  fold- 
ad   united   to  a   portion   of  itself 

rtending  longitudinally  of 

the  leg  at   the  inner  aide  thereof  from 


the  crotch.  Ordinarily  this  seam  is  con- 
i  unions  and  the  lower  end  of  the  ad- 
jacent seat-flap  is  united  to  the  leg  along 
such  seam.  In  accordance  with  the  in- 
vention there  is  let  into  this  inner  seam 
an  insert  1  of  wear-resisting  and  in- 
elastic material,  preferably  a  woven 
fabric,  said  insert  being  shaped  as  an 
isosceles  triangle,  as  herein  shown,  hav- 
ing a  long  side  or  edge  2,  and  the  two 
shorter  converging  side  3,  4.  The  in- 
ner seam  of  the  leg  is  indicated  by  the 
line  5,  6,  in  the  drawing,  extending  from 
the  crotch  of  the  garment  longitudinally 
of  the  leg.  Into  this  seam  is  let  in  the 
said  insert,  the  long  edge  2  thereof  be- 
ing united  to  the  edge  of  the  leg  fabric 
forming  the  long  and  continuous  side  of 
the  scam,  starting  at  the  crotch,  and  ex- 
tending toward  the  knee,  and  the  short 
side  4  of  the  insert  is  united  to  the  leu 
fabric  between  the  points  7,  8,  along  the 
shorter  edge  of  such  fabric. 

The  other  short  edge  '.]  of  the  insert 
is  united  to  the  lower  end  of  the  ad- 
jacent seat-flap  (',  as  shown,  such  insert 

thus  being  interposed  between  the  two 
edges  of  the  leg  fabric  and  the  flap  along 
the  inner  side  of  the  thigh  portion  of 
each  leg.  By  BUCh  construction  a  full- 
ness   is    provided    at    the    inner    side   of 

the  thigh,  giving  the  requisite  freedom 

and  capacity  for  that  part  of  the  loir. 
and  the  character  of  the  insert  prevents 
wear  even  if  such  insert  is  stretched 
tightly  over  the  thigh  when  the  garment 
i-    in   use.     In   the  ordinary   construction 

lOfi 


of  such  garment1-  the  inner  seam  of  the 
leg  is  straight  and  continuous  from  the 
crotch  to  the  end  of  the  leer,  but  the  in- 
-«  rtion  of  the  triantrular  piece  1  separ- 
ates and  causes  a  divergence  of  the 
two  portions  of  the  leg  fabric  from  the 
point  7  upward  to  the  point  8,  the 
amount  of  fullness  to  be  given  to  the 
thigh  part  of  the  leg  being  determined 
by  the  distance  of  the  apex  of  the  in- 
sert 1  from  its  lonqr  side  or  base  2.  as 
will    be   apparent. 

The  "Claim." 

A  union  undergarment  composed  of 
knitted  fabric  comprising  a  continuous 
body  and  tubular  legs  and  attached 
seat-flaps,  each  leg  having  a  seam  ex- 
tending from  the  crotch  longitudinally 
of  the  leg  at  the  inner  side  thereof,  and 
an  insert  of  woven  relatively  inelastic 
fabric  let  into  the  seam  of  each  leg  ad- 
jacent the  crotch  and  extended  there- 
from toward  the  knee,  each  insert  he- 
ir: g  united  to  the  lower  end  of  a  seat- 
flap  and  to  the  opposite  edges  of  the 
lee  fabric,  to  form  a  fullness  and  take 
up  wear  at  the  inner  side  of  the  thigh 
portion   of  each  leg. 

®- 

HOSIERY     TO    MATCH     LIGHT- 
COLORED  GOWNS. 

(Continued  from  page  104.) 
use  of  tape  sewn  to  the  suit,  over  the 
shoulders,  and  with  buttons  attached 
•  waist.  For  girls  these  are  used 
for  holding  up  bloomer*,  and  for  boys. 
their  pants.  Another  attachment  holds 
tl  e  carters  for  the  stockir  .- 

$ 


EDUCATED   HORSE   AT   STORE. 

An  entertainment  that  always  can  be 
counted  on  to  draw  an  audience  is  an 
exhibition  of  a  trained  animal,  especially 
an  intelligent  horse. 

Appreciating    this.     I  S     Frank, 

Portland,  Ore.,  recently  showed  an  edu- 
cated horse  in  their  store,  and  in  their 
advertising  invited  the  hoys  and  eirls  to 
see  him.  The  animal  was  called  "King 
Pharoah,"  the  name  itself  suggesting 
ii  j  sterj  to  the  young  foil 

Besides  the  cordial  invitation,  the  ad. 
which  appealed  especially  to  the  curiosity 
of  the  little  folks,  contained  the  caption. 
"Mr.  Alderman,  Portland  Superinten- 
dent of  Public  Schools,  recommends  that 
every  school  boy  and  girl  see  King 
Pharaoh,  the  educated  horse." 


Samia.  Ont.— \.  W.  P.dlard.  late  of 
Fori  William.  Out.,  has  purchased  the 
tailoring  business  of  W,  G.  Oldham. 
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MEN'S 
HOSIERY 


You  know  the  stand  "Three  Eighties"  has  in  the 
Woman's  Hosiery  World! 


Marathon 


Sox    are    just    the    same    quality  — 
long    fibre    cotton,    seamless    knit, 

(Registered)  fagt    dyed>    handsome    finisn. 

Sell  at  a  popular  price  to  net  you  a  handsome  profit,  and 
you  can  depend  on  every  customer  coming  back  for  more. 
Push  this  line.  One  dozen  pairs  to  box.  Black,  tan  and 
the  popular  colors. 


Pedestrian 


Sox — made    of    two-ply   soft    lisle 
yarn.       A    little    finer    in    quality 

(Registered)  an(J     seU     for     fl     j.^     mQre     than 

"Marathon"  to  meet  the  heavy  demand  for  thisffclass  [of 
hosiery.  One  dozen  pairs  to  box.  Black,  Tan,  [and|the 
popular  colors. 

ORDER  EXCLUSIVELY  THROUGH  YOUR  JOBBER 

Cfte  Cf)ipman=JNltcm  knitting  Co.,  limtteb 

TLavQt&t  Rosier?  jfflanufacturers  in  Canaba 
Hamilton  =  =  =  =  =  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.v  WALSH  &  CO.,  Toronto 

EVERY    PAIR     OF 
BY  THIS 


Branch  Offices: 
MONTREAL  and  WINNIPEG 

HOSE  PROTECTED 
TRADE-MARK 


107 


Dry  Ooodi  l<'< 


K  N]  TT  E  I)    GOODS 


"MONARCH-KNIT" 

Shaker  and  Jumbo  Stitch  Sweater  Coats 


These  large  modern  and  sani- 
tary factories  produce  knitted 
goods    of    highest     standard. 
Sears  of  experience  and  vol- 
ume of  production  enable  us  to 
manufacture  the  besl   value 
in    knitted   goods   at    the 
leasi  possible  cost.  You 
arc  suit  of  the  highest 
standard    of    stvl< 
quality  and  work- 
manship   when 
you       b u  y 
"  Monarch- 
Knit." 


DUNNVILLE    FACTORY     AND    WAREHOUSES 


ST.    THOMAS    FACTORY     AND    WAREHOUSES 

The  Monarch  Knitting  Co. 

Limited 
Head  Office,  DUNNVILLE,  ONT. 

Factories  at 
DUNNVILLE.         ST.  CATHARINES.         ST.  THOMAS.         BUFFALO 


\ 


KNITTED    GOODS 


Dry  Goods  Review 


"MONARCH-KNIT' 

Shaker  and  Jumbo  Stitch  Sweater  Coats 


Bl: 


Elii'iiiiW^ss* 
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BUFFALO    FACTORY    AND    WAREHOUSES 


15    80 


ST     CATHARINES    FACTORY     AND    WAREHOUSES 


The  Monarch  Knitting  Co. 

Limited 
Head  Office,  DUNNVILLE,  ONT. 

Factories  at 
DUNNVILLE,  ST.  CATHARINES,         ST.  THOMAS,         BUFFALO 
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"MONARCH-KNIT" 

Shaker  and  Jumbo  Stitch  Sweater  Coats 


I.   Kilo 


? 


I,  1 :'.:'. 


The  accompanying  cuts 
give  a  fair  representation 
of  the  "MONARCH- 
KNIT"  range  of  Jumbos 
and  Shakers  for  1914. 

Our  extensive  range  gives 
you  every  opportunity  to 
choose  to  suit  your  trade. 
The  enormous  production 
of  our  four  factories  in- 
sures you  prompt  de- 
livery. 

"  MONARCH-KNIT  " 
is  the  standard  for  style, 
quality  and  workmanship. 
Keep  your  stock  well 
sorted  with  "MON- 
ARCH -  KNIT  "  lines. 
Make  ready  sales  and  sure 
profits. 


The 
Monarch  Knitting  Co. 

Limited 
Head  Office,  DUNNVILLE,  ONT.H 


Factories  at 

DUNNVILLE,*!  |  ST.  CATHARINES, 

ST.  THOMAS,  BUFFALO 


o  640 


0  690 
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"MONARCH-KNIT 

Shaker  and  Jumbo  Stitch  Sweater  Coats 


M  200 


M   KM 


Write  for  prices  and  samples  of 
Jumbos  and  Shakers.  We  are 
in  close  touch  with  American 
and  European  markets  and  our 
styles  are  therefore  always  up 
to  date. 


The 
Monarch  Knitting  Co. 

Limited 
Head  Office,  DUNNVILLE,  ONT. 

Factories  at 


M  166 


DUNNVILLE 
ST.  THOMAS 


ST.  CATHARINES 
BUFFALO 
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Here's  a  child's  garment 
which  deserves  the  attention 
of  every  Canadian  mother 

This  is  a  child's  knit  underskirt  and  iinderwaist 
combined — one  of  the  special  features  of  the 
"Avon  Knit"  range  for  Fall.  This  little  garment 
promises  bit;-  business,  for  it  is  needed  by  every 
little  girl,  and  mothers  will  appreciate  its  useful- 
ness and  comfort. 

Send  for  a  sample  garment  to-day  and  show  it  to 
the  mothers  of  your  town.  We  will  stand  by  their 
verdict. 

Avon  Hosiery,  Limited 

STRATFORD,  CAN. 
SOLE  SELLING  AGENTS 

Richard  L.  Baker  &  Co.,   100  Wellington  St.  W.,  Toronto,  Ont. 
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M 


& 
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Ynu  never  thought  it  possible  to  make 
colored  cotton  hosiery  so  soft  and  silky  in 
texture,  so  durable  in  wear  as 

"Hermsdorf  Brilliants"  the  colored  cotton  hosier]  finished  bj  the 
new   "Hermsdlsing"    process    the    greatest    hosiery    Improve! 

duced  bj    Louis    Hermsdorf      ril  * •  >  Hermsdorf  Fast  Black 

-.nil  recognized  as  the  world's  purest  and  most  permanent  dye  for 
black  i  lei  s 

Hermsdorf  Brilliants  are  no*  obtainable  in  all  colon.    The  dye  Is 
absolutely   even     no    Btreaks   or   blotches.     The    fabric   is    finished 
with  a  permanent,  silky  lustre.     Ask  your  wholesaler  or  Importei 
to   Bhow    ybu    "Hermsdorf   Brilliants"    or  write   us   for   nami 
i:, in). in    manufacturers    using    Hermsdorf's     latest     and     gri 
hosier}    Imprw  Ing  process, 


o 


Works  :    Chemnitz,    Saxony 

American  Bureau:  235  West 

39th   Street.    New  York 


' 


. 
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What  Kind  of  Underwear 
will  Your  Customers  ask  for 


The  answer   is — Penmans — 
But — Why  Penmans  ? 

Because — Penmans  Under- 
wear is  well-known  (both  by 
reputation  and  actual  use) 
and  its  wide  field  of  ac- 
quaintance is  constantly  being 
extended  by  real  live  advertis- 
ing which  is  read  by  thousands 

of  men  and  women — every  day — Men  and  women 

who  will  be  sure  to  ask  for 


cS. 


UNDERWEAR 

So,  by  promptly  furnishing  your 
customers  with  what  they  want, 
you  prevent  them  from  going  to 
competitor's  store. 

Penmans  Underwear  —  for  Men, 
Women  and  Children — is  made 
with  scientific  accuracy — knit  from 
the  best  selected  materials,  assur- 
ing style,  fit,  comfort  and  utter 
satisfaction. 

Penmans  Limited 


Paris 


Canada 


Underwear 


You  can  bank  on 

PENMANS. 

The 

re's 

n  o 

Underwear 

made 

that 

will 

add 

more 

to  the 

]I1VS 

tige 

of 

your 

store 

or 

give 

great 

sr    sal 

isfac- 

tion 

to 

you  i' 

trade 
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AND 

CHILDREN'S 


FINE 


,.°£R^ 


y&xm£ 


FOR  WJSfflSSR  FALL 

liave  the  full  approval  of  thff'jG^n^iAni^WqiVveai'    trade.      Don't    decid 
pour  Fall,  1914,  stock  until  you  n'aye  I  considered  weU  these  three  po 


brands  of  ladies',  misses'  and  children's  underwear 

MANUFACTURED  ONLY  BY 


e    on 
popular 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,   100  Wellington  St.  West,  Toronto,  Ont. 


Jaeger  Pure  Wool  "Unit  Shirt" 

Shirt  and  Trunk  Drawers  in  one  Garment 


With  collar  to  match,  in   PURE  WOOL  TAFFETA  at  $6.50;  in  PURE  WOOL  ZEPHYR  at  (5.00 

Made  in  our  own  factory  from  exclusive  designs 
PERFECT    FITTING  CLOSED   CROTCH  CANNOT   WORK  UP 

Ideal  for  (  rolf  and  All  Summer  Sports.      Comfort  and    Ease   for  the  business  man   during  tlie   hot   weather. 

DR.  JAEGER'S  SANI™£ woollen  co..  Limited 


Head  Otlice  and  Warehouse 


SYSTEM 
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MADE  BY 
•"'■GODERICH  KNITTING  CO 


when  you  put  in  a  stock  of 

Maple    Leaf    Brand 
Hosiery    and    Mitts 

Because  they  have  an  established 
reputation  which  must  be  main- 
tained and  which  will  bring  your 
customers  back  year  after  year. 
And  you  can  sell  your  customer 
this  favorite  brand  below  present- 
day  values. 

Wait   for   our  traveller.      It  will 
pay  you. 
We  will  send  samples  prepaid. 

Goderich   Knitting    Co.,   Ltd. 

GODERICH,  ONTARIO 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI* 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


Slra  i-6bMTalks 

t/ro/n  Monet  on 


By' 


NUMBER 


TWO 


Wools  Selected 
by  Experts 


i^fP-P^       *\\ 


LIKE  other  wools,  whether  .Canadian 
or  imported,  Maritime  wools  may  be 
graded. 

The  wools  used  in  the  manufacture  of 
Humphrey's  Unshrinkable  Underwear  are 
the  finest  produced  in  the  country  — 
selected  by  men  who  are  wool  experts  and 
who  aim  at  keeping  our  garments  up  to 
their  high  standard,  enabling  us  to  attach 
the  Humphrey's  label  with  the  confidence 
that  they  will  live  up  to  our  unconditional 
guarantee. 


Samples  of  our  Fall  range  may  be  secured 
from  your  wholesaler,  by  writing  direct  to 
the  factory  or  from 

E.  H.  Walsh  &  Co.,  Toronto 

Selling  Agents  for  Canada 

Humphrey's  Unshrinkable 
Underwear,  Limited 

Moncton,  N.B. 
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UNSHRINKABLE 

UNDERWEAR 

FOR  MEN  *»    > 


"^ 


Fits  well,  Looks  well, 
Wears  well 


Free  from  that  harsh  knit  appearance  and  feel,  St. 
George  Woolnap  underwear  appeals  to  the  men. 
Besides  this  it  has  the  unshrinkable  quality  so  neces- 
sary to  keep  a  garment  fitting  and  looking  well  to  the 

last  day  it  is  worn. 

Ask  your  wholesaler  for  samples  of  the  Fall,  lf»14. 
range. 


Schofield  Woollen  Co.,  Ltd. 

Oshawa,  Ont. 


V 


J 


At.K  I.  r 
Catalogue 
yi.  EdmundPlace. 
I  ONDON.  ENG. 


) 


Worn  by  the 
Best  People 

Sold  b\)  the 
Best  Dealers. 


Manufacturers  of  Turnbull'»  high- 
class  Ribbed  Underwear  for  Ladies 
and  Children.  TumbuM's  "M"  Bands 
for  Infants,  and  "CEETEE"  Shaker 
Knit  Sweater  Coats. 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 
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Suggestion  for  ;i  shoe  ilisplay  background  prepared  for  The  Review 
by  A.  A.   Daoust,  winner  in  Christmas  window  competition. 

Shoe  Window  for  Easter 

Rabbit  and  Broken  Egg  of  Papier  Mache  Figure 
in  the  Background — Detailed  Directions  by 
Prize-Winning  Window  Trimmer. 

Written  for  The  Review  by  A.  A.  Daoust 


ABOVE  is  given  a  sketch  of  ;i  back- 
ground   for    a    small    shoe    window 
I  hat    could    be   put    in    at   small   ex- 
pense. 

To  secure     the  besl     results,    get  the 
broken  egg  with  rabbil  of  papier-mache, 

or  plaster  pari*.  Same  sometimes  can  he 
had  by  chance  I'rom  city  dealers,  but 
should   the  trimmer  find    it    impossible  to 

secure  anything  of  this  description  the 
whole  out  line  could  be  cut  out  of  fine 
lumber.  To  do  this  secure  a  few  white 
w 1    hoards   about    •"'<   of  an    inch    thick 

ami  about  14  inches  wide,  length  to  be 
i he  lengl h  desired  Cor  t he  egg  and  take 
about  three  lengths  placed  side  by  side. 
l.;i\    the  three   boards  on   a   large  table 

or   the   Moor   and    draw    < Mil    the   design    as 

you  want  in  size,  height  and  propor 
tiona  you  require  for  the  window. 
When  thia  ie  done  -:iw   i  be  w  bole  i  hing 

around    i.  e..  jusl    I  1 Ill  line.       \  tier  this 

ii     the    w  heh-    tOgel  her    li\      Q8  ilili  g     01 

small  strips  from  the  back. 
Buy   a    package   of   white    Alabastine 

and  di8S0lve  part  in  cold  water,  and  ap- 
ply  on    the   w I    thicklj       When    i 

pleteh  dry,  give  a  coal  ol  n  bite  plaster 
paii-.  and  wail  un!  il  perfectly  drj .  then 

proCei  d    t0  draw    I  he   Pace,   -  and 

i  abbit      1  >o  i  his  w  it  h  a  fine 


camel's  hair  brush  and  black  paint,  01 
brown  might  be  better.  Also  do  the  same 
with  the  egg,  showing  the  parts  that  are 
cracked.  The  trimmer  will  be  surprised 
at  tile  results  that  can  he  obtained  bj 
doing    this    carefully. 

The  stuffed  while  doves  can  be  pur 
chased  from  dealers  in  artificial  flowers 
or  florists,  and  should  be  suspended  with 
invisible  black  threads.  Artificial  Eas- 
ter lilies  should  be  grouped  in  each  corn- 
er. The  cross  panel  and  side  panels 
should  be  about  six  inches  wide,  covered 
smoothly    with    white    felt,    and    a    small 

one  inch  royal  purple  strip  of  felt.  The 
eggs  on  tins  should  be  drawn  with  a 
heavj    black    crayon.      Make    the   nests 

on  the  floor  out  of  dried  green  moss  and 

place  some  porcelain  eggs  in,  if  possi- 
ble to  secure  Bame;  it'  OOt,  some  can  be 
easily   made  of  plaster  paris. 

The  floor  should  be  covered  with 
cream  fell  stretched  smoothly  and  very 
lew   shoes  displayed. 

This  little  idea  will  be  sure  to  show 
wbal  ability  the  trimmer  lias  in  artistic 
lines  and  at  the  same  time  will  well 
repaj   t  he  dealer  for  his  expos 

li    aright   be  applied   to  a   variety  of 

display  s  as  well  as  shoes. 
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BI-MONTHLY  SHOE  SALE  HELD  IN 
HAMILTON  STORE. 

(Continued  from  page  103). 

"So  that  we  may  not  let  old  stock 
accumulate." 

"And  might  not  customers  object  to 
buying  goods  from  a  '1913'  box?" 

"They  do  not  know  the  date  for  we 
hardly  ever  pive  them  the  box,  but 
wrap  the  shoes  in  paper." 

The  advertising  of  the  shoes  is  done 
as  a  regular  part  of  the  store's  pub- 
licity work.  The  lines  carried  in  la 
and  men's  run  around  $3.50,  $4.00  and 
$5.00.  Besides  the  semi-annual  sales 
the  manager  plans  to  have  special 
values  to  offer  at  least  every  two  months 
to  keep  the  department  prominently  in 
the  public  eye. 

-« 

EMBROIDERY   NOVELTIES. 

(Continued  from  page  68.) 

are  therefore  giving  their  attention  to 
the  selection  of  such  novelties  as  can  be 
ased  for  flounces,  panniers,  and  tunics. 
This  means  that  attention  continues  to 
he  centred  upon  embroideries  executed 
upon  sheer  cloths.  Mich  as  crepes,  voile 
neige,  and  fine  firm  voiles.  Organdies 
are  the  high  novelty,  and  as  the  finish 
is  of  the  softest,  these  organdie  floune- 
Lnga  are  used  in  just  the  same  manner 
as  lace,  and,  as  in  laces,  it  is  the  IS  and 
27-inch  flounces  that  are  the  best  sellers. 


BIG  ARRAY  OF  NEW  IDEAS  IN 
CHRISTMAS    TOYS. 

(Continued  from  page  4S.) 

the  celluloid  figure  has  to  be  pressed 
down  ami  then  gradually  rises  up,  like 
an  aged  jack-in-the-box.  while  it  emits 
a  rather  unmusical  squeak.  "Father 
ma-"  is  provided  with  the  same 
inner  working 

This  musical  doll  idea  iias  been  de- 
\  eloped  in  dozens  o(  forms,  one  of  the 
most  entertaining  being  a  doll  that  emits 
;i  different  kind  of  music,  according  to 
the  portion  o\'  the  body  that  is  pr<  - 

This  is  carried  out  also  in  the  case  of 
a  variety  of  animals — dogs,  sheep,  lambs. 
-oats,  lions,  bears,  pigs,  oven  camels. 
giving  forth  their  own  peculiar  sounds 
when  pressed,  or  often  when  moved  for- 
ward on   the  wheels  beneath  their   I 

There  is  a  variety  this  year  in  Noah's 
aiks.  many  being  made  up  with  boat 
bottoms,  and  a  sort  of  battlement  or 
modern  balcony  as  upper  works,  a  touch 
of  modernity , 

"Snookums"   On  Deck. 

Among  the  figures  are  the  well-known 
comic  paper  invention,  "Snookums,"  in 
roly-poly  forms.  In  similar  lines  are  the 
wiggling  and  nodding  heads. 
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FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard  Air    Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C  79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue:   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  111. 


lOCKgj 


ItSSjfc, 


ATERS0N 


UMITF.D 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  ol  fhe  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


Condensed    Advertisements 


Advertisements  under  this  head  two 
cents  per  word  per  each  insertion.  Cash 
with  order. 


TRAVELLERS  CALLING  ON  THE  DRY 
goods  and  gent's  furnishing  trade  to  sell  our 
folding  Glove,  Tie  and  Handkerchief  Contain- 
ers for  the  Christmas  trade,  on  commission. 
The  D.  F.  Brown  Paper  Box  Co.,  Ltd.,  St.  John, 
N.B 


FOR  SALE 


FRESH,  CLEAN  STOCK  OF  SHOES  AND 
men's  clothing  and  furnlsniugs  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
,T.  T.  Locke,  The  Ark,  Corunna,  Ont.,  for 
Information. 

FOR  SALE— ONE  NINE-DRAWER  ELEC- 
trie  National  Cash  Register,  Cabinet  Style. 
Regular  price,  ?G75.0O,  sale  price,  $350.00.  Ab- 
solutely guaranteed.  Further  particulars, 
write  Mills   Hardware  Co.,   Hamilton. 


AGENT  WANTED 


WANTED,    A    THOROUGHLY    COMPETENT 

man,  well  known  in  the  lace  and  veiling  trade 
throughout  Canada,  to  establish  and  take 
charge  of  a  stock  carrying  office  for  a  line 
already  well  known  throughout  Canada.  Ad- 
dress letter  to  E.  &  Z.  Van  Raalte,  100  Fifth 
Ave.,  New  York  City,  U.S.A. 

The  Condensed  Ads  in  this  Paper 
will  bring  good  results 


PREDICTION   THAT  PAPERS   WILL 
RUN  30  INCHES  WIDE. 

(Continued  from  page  78). 
lie.    In  halls  many  of  the  large  patterns 
will  be  seen. 

Imitation  of  Damask. 

On  the  walls  of  many  drawing  rooms 
it  is  predicted  that  papers  of  a  cham- 
pagne shade  will  have  the  preference. 
Blue,  gray,  tans  and  gray  and  brown 
combinations  and  light  foliage  back- 
grounds look  to  be  good  also.  One  very 
pretty  paper  known  as  "soirette" 
especially  designed  for  drawing-rooms 
gives  a  very  successful  imitation  of  real 
damask,  and  many  dealers  think  that 
there  will  be  a  large  call  for  silk  effects. 

For  bedrooms  the  floral  designs  of 
tapestries  and  brighter  colored  cretonnes 
are  most  widely  favored  and  brighter 
colors  will  be  used  for  bed-room  walls 
than  elsewhere  and  it  is  here  that  many 
say  the  cut  out  border  is  most  strongly 
entrenched. 

Wider  Papers  Preferred. 

Greater  widths  in  wall-paper  is  a 
prophecy  for  the  future  on  which  a  great 
many  authorities  agree.  A  large  num- 
ber of  decorators  seem  to  get  better  re- 
sults from  the  wider  papers  and  one 
wholesaler  expressed  his  belief  that  in 
a  few  years  the  bulk  of  papers  would 
be  30  inches  wide  or  over. 

Matched  hangings  retain  their  grip 
well  and  draperies  wihch  exactly  match 
the  papers  enjoy  an  ever  increasing  in- 
quiry. Marquisettes  and  madras  mate- 
rials are  coming  well  to  the  front  and 
there  is  a  strong  feeling  that  the  former 
will  to  a  greater  or  less  extent  displace 
the  net  curtains. 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


LITTLE   DAMAGE   TO   ALLEN 
MFG.  CO. 

The  Allen  Manufacturing  Company, 
Limited,  whose  building  was  injured  by 
the  fire  which  took  place  on  the  top  flat 
occupied  by  R.  D.  Fairbairn  Company, 
Limited,  report  the  damage  to  the  build- 
ing about  $6,000,  and  that  they  suc- 
ceeded in  saving  their  stock  and  machin- 
ery from  water  damage  to  such  an  extent 
that  only  two  days  was  lost  in  getting 
into  full  running  order  again.  The  loss 
from  water  damage  was  very  small. 


FAIRBAIRN  EMPLOYEES  TO  WORK. 

The  R.  D.  Fairbairn  Co.,  Limited, 
Toronto,  whose  factory  was  recently 
damaged  by  fire  have  lost  no  time  in 
making  arrangements  to  resume  manu- 
facturing at  an  early  date.  The  lower 
floor  has  been  fitted  up  with  machinery 
and  operators  were  at  work  a  few  days 
after  the  fire.  Fortunately,  a  large  ship- 
ment of  goods  which  were  in  transit  at 
the  time  of  the  fire,  and  these  together 
with  more  which  they  immediately 
cabled  for,  prevented  any  delay  from 
lack  of  raw  material.  By  Monday, 
March  30,  about  200  employees  were 
back  at  work  and  the  firm  expect  to  be 
shipping  again  in  volume  by  about  the 
second  week  in  April. 
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SCIENTIFIC     DRESSMAKING     AND 
MILLINERY. 

The  woman  who  sews — and  her  num- 
ber is  increasing — will  be  greatly  inter- 
ested in  a  new  book  on  Scientific  Dress- 
making and  Millinery,  by  Isabella  Innes. 
The  book  is  copiously  illustrated  and 
just  about  covers  every  phase  of  the 
millinery  and  dressmaking  question. 
The  chapters  on  economy,  on  mending, 
on  copying  pictures,  draughts,  pat- 
terns for  both  garments  and  hats  go  into 
every  possible  question  of  detail.  Color 
combinations  and  every  other  possible 
detail  appertaining  to  the  making  of 
women's  clothes  is  treated  upon  from 
every  point  of  view.  All  the  little  fussy 
details  that  have  to  be  observed  in  the 
making  up  of  unaccustomed  materials 
are  explained  in  a  most  painstaking 
manner.  Various  stitches  and  short 
methods  are  described. 

There  are  hundreds  of  diagrams  which 
if  carefully  followed  make  dressmaking- 
easy  and  save  the  worker  from  falling 
into  error.  For  the  woman  who  makes 
her  own  clothes  this  book  is  invaluable, 
and  even  the  experienced  dressmaker 
could  find  useful  suggestions  in  this  ex- 
cellent text  book. 

This  book  may  be  procured  at  this 
office  for  $4  or  4.20  postpaid. 


-@- 


Montreal,  Que. — The  Eastern  Town- 
ships Associated  Boards  of  Trade,  com- 
prising twenty-nine  boards  of  trade, 
with  a  membership  of  about  three  thou- 
sand, held  their  annual  meeting  in  Sher- 
brooke,  Quebec,  on  March  19th.  Rob- 
ert C.  Wilkins,  president  of  the  Robert 
C.  Wilkins  Co.,  Ltd.,  Farnham,  Que., 
was  elected  president  of  the  association. 
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IT  WILL  PAY  BUYERS 

to  purchase  their  wants  from  manufacturers  and  wholesalers  advertis- 
ing in  the  "Review."  They  represent  the  good  houses  in  their  parti- 
cular line. 

Progressive  manufacturers  usually  have  the  best  values.  Progressive 
manufacturers  advertise. 


120 


DRY    GOODS    R  E  V  I  E  AY 


Take  Advantage  of 
Our  Enquiry  Department 


Wl  I  EN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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DATE 191 

PLEASE  TELL   ME   WHERE  I  CAN    PROCURE    . 


NAME 

ADDRESS 
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IT  TAKES  A  SALESWOMAN 
I3%>  SECONDS  TO  SAY  THIS 
SLOWLY.    TRY  IT  YOURSELF: 

"Made  of  Pure  Rubber,  Madame  — 

"The  only  substance  proof  against 
every  known  acid  — 

"  Guaranteed  against  damage  to  the 
gown  through  fault  of  the  shield  — 

"  May  be  washed  in  Hot  Water  and  iron- 
ed  back  to  perfect  freshness  — 

"They  come  in  Six  Shapes  and  Ten 
Sizes  — 


"Only  a  little  higher  in  price  than  or- 
dinary dress  shields  —  they  are  far  more 
Economical? 

13^  seconds  crammed  full  of  TKUTH 
And  the  customer  knows  it  is  Truth. 

Is  it  any  wonder  sales  are  growing 
so  fast  on 


GEM  Dress  Shields 


I.B.  Kleiner*  Rubber  Company  SS&°ada 
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Featuring  House  Furnishings 
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You  Can  Modernize  Your  Store  Front  Too. 


A  country-wide  KAWNEER  organization  is  main- 
tained to  help  each  Merchant  design  and  build  his  new 
Front.  There  is  a  service  for  your  benefit  a  service  that 
is  backed  by  eight  years  specialized  experience— a  service 
backed  bv  our  knowledge  in  building'  KAWNEER  for 
30,(100  Store   Fronts. 

J  here  is  no  mystery  about  successful  Store  Fronts — 
it's  merely  a  business  proposition.  To  build  a  successful 
Front  it  is  necessary  to  build  it  around  the  local  structural 
and  commercial  conditions.  No  1' ront  can  pay  for  itself 
— can  increase  the  business 
of  the  Store  with  which  it 
is  associated — unless  it  fits 
that  Store  —  and  that's  part 
of  (he  KAWNEER  service, 
lo  help  you  figure  out 
which  type  your  Store  re- 
quires to  increase  your  business  is  what  we  claim  to  be 
able  to  do. 

Here  is  .Mt  example  of  constructing  a  I  nml  to  fit  the 
business.  The  new  Schmidt  Front  is  an  example  or  the  mod- 
ern KAWNEER  type  it  is  attractive  and  a  sales-pro- 
ducer.     .lust  compare  it   with  the  old  Front,      now  long  do 

you  suppose  il  will  take  this  1  ront  to  pay  for  itself  by  the 
increased  business  it  creates. 

KAWNEEK  STORE    FRONTS   are  made  „f   solid 

copper,  brass,  bronze  or  aluminum         they  are  built    to    last 

and  to  cost  nothing  for  upkeep.  KAWNEER  STORE 
I  RONTS  are  the  outcome  of  a  practising  Architect  a  r\- 
perience  tins  are  practical.  In  developing  KAWNEER 
I  RON  IS  we  have  had  (lie  people  in  mind  because  their 
judgment  determines  every  Store  front  s  success  (hey 
,mc  (he  jury.       If  (hey  are  attracted  to    and  inside    the  Store 


K^awneer 

Manufacturing  Company 
Limited 

Francl*  J-  Ptyrn.   tirr-aidcnt 

Dept.  Q.     1  L93   BatWsi  Street 
TORONTO,   ONT. 
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through  (he  Store  Front,  the  Front  is  successful,  but  if  the 
people  pass  ov,  the  1  ront  is  a  failure  so  far  as  its  sales 
power  is  concerned. 

Ihink  of  your  Store  1  ront  as  a  part  of   your  business, 

not  simply  as  a  material  part  of  your  building. 

Store   Front   Book   Free 

The  first  logical  step  for  you  to  take  in  the  considera- 
tion    of    your     new    Store     1' ront     is     to     thoroughly    read 

"Boosting  Business  No.  21." 
It  shows  photographs  and 
drawings  of  many  of  the 
best-paying,  big  and  little 
Store  fronts  in  the  country. 
It  gives  you  the  result  of 
other  Merchants  exper- 
iences   in    building"   Store    Fronts    that    pay    profits. 

Just  send  (his  coupon  for  your  copy  of  "Boosting" 
Business  No.  21"  -■  i(  i  in  an  envelop.-,  stamped  with  a 
:>  cent  stamp  and  n-.nl>-  for  your  address.  Don't  risk  the 
amount  of  money  it  requires  to  build  a  Store  Front  of  any 
kind  when  a  mere  request  will  bring"  you  this  authentic 
book  ol  Store  I  ront  information. 


neef* 


FRONT 


> 


BOOST  Lk^ 
^BU&l|S5'*S 


/    COUPON 

K'ownccr 

'*    Manufacturing  Company 
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Kingston  Store  that  Specializes  in  Dress  Goods 

Attractive  Show  Cases,  Seven  Display  Cabinets  in  Centre  and 
Special  Sections  of  Store  Devoted  to  Particular  Lines — Systems 
for  Late  Employees,  Checking  up  Mistakes,  etc. 


By  Staff  Correspondent. 


Kingston,  April  14. 

THIS    ancient    city,    where    the   in- 
trepid Frontenac  paused  long  en- 
ough to  build  a  fort  at  the  mouth 
of  the  Rideau,  as  a  battlement  against 
the    vindictive    red-faced    tribes,    while 
he  swept  up  and  down  the  inland  waters 
as   discoverer      and      conqueror;    a   city 
with  its  modern  Royal  Military  College 
on   a  neck  of  land  across  the  bay,  and 
a  second  and  later  fort  for  the  war  of 
1812,    stretching    its    lanky    grey    arms 
along   the    barren,    wind-swept    promon- 
tory   still    farther    down    the  'St.  Law- 
rence;   this  city    of  the  same    grey, 
weather-beaten  limestone  shade  along 
the   water   front,    seems    enshrouded 
with  an  ancient  military  atmosphere 
where    modern    business    systems    of 
merchandising  would   seem  likely  to 
languish.       But     such     a     superficial 
judgment  of  the  casual  visitor  is  far 
misplaced.     Strong  and  growing  con- 
cerns in  dry  goods,  men's  wear,  furs, 
hardware,    groceries    and    many    an- 
other line  flourish  in  the  Limestone 
City,   and    a    specialization    is   going 
on     that    usually    makes    for    more 
varied  extensive  and  exclusive  stock, 
more  attractive  display,  and   an  ex- 
panding   territory    whose    custom    is 
tribute  to  its  enterprise. 

The  dry  goods  business  in  Kingston 
is  to-day  probably   on   a   more   sub- 
stantial basis  than  ever  before.    Cir- 
cumstances  have    reduced    a    dozen 
stores   to   four — or   six,   if  two   spe- 
cialized     ones      are      included — and 
prosperity  would  appear  to  be  rest- 
ing upon  all.     In  one  case  a  record 
of     nearly     half     a     century     in     busi- 
ness provides   a   rock-bound   reputation 
that  provokes    no  jealousy  from  rivals 
but  rather  stimulates  activity  in  a  dif- 
ferent  quarter 


Dress  Goods,  Silks,  Trimmings. 
Silks  and  dress  goods  generally,  trim- 
mings and  laces  are  the  lines  upon  which 
Messrs.  Steacy  &  Steaey  have  been 
specializing  for  over  fifteen  years.  For 
a  good  portion  of  that  time  they  have 
been  favored  in  store  quarters  that  are 
particularly  well  adapted  for  a  high 
class  line  of  fashionable  goods  such  as 
their  list  of  "specialties"  presupposes. 
A  reference  to  the  accompanying  illus- 
tration of  the  store  front  shows  the 
unusual  facilities  at  their  disposal  for 
display   within   and   without.        The    in- 
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TWO  STOEEYS  OF  SHOW  WINDOWS. 

Very  attractive   front    of  Steacy    &    Steacy, 

Kingston. 

terior  view  of  the  store  and  the  accom- 
panying plan  of  the  ground  floor,  bear 
out  the  attractive  impression  of  the  ex- 
terior. On  entering,  a  beautiful  large 
curved   show   case,  filled   with   lace  col- 


lars meets  the  eye.  It  is  an  index  of 
the  nature  of  the  contents;  choice  and 
dainty  accessories  that  draw  exclama- 
tions of  delight  from  feminine  thous- 
ands. "A  constant  turnover"  is  the 
process  going  on  continually  with  the 
contents,  according  to  Mr.  Noble 
Steacy,  a  son  of  Mr.  Edward  Steacy, 
who  with  his  brother,  Mr.  J.  J.  Steacy, 
composes  the  Steacy  Brothers. 

Hockey  Player  Turns  Manager. 
Illness  of  the  heads  of  the  firm  has 
thrown  upon  these  sturdy  young  should- 
ers a  heavy  task,  but  Mr.  Steacy  has 
entered  into  it  with  all  the  confident 
strength  of  youth,  and  a  cool,  self- 
possessed,  and  generally  attractive 
personality  marks  the  managerial 
work  of  this  former  crack  hockey 
player  and  referee.  Like  many  an- 
other of  the  younger  business  men 
of  Canada  that  The  Review  has  had 
the  privilege  of  meeting  in  recent 
years,  Mr.  Steacy  is  working  out 
solutions  that  indicate  an  ingenuity 
and  application  that  are  among  the 
main  forerunners  of  success. 

Show    Cases    and    Counters    Down 
Centre. 

First,  then,  is  this  long  show  case 
of  laces,  and  behind  it  a  twin  member 
of  accessories,  a  case  of  ribbons,  on 
glass  shelving,  in  pyramid  stvle.     On 
right    and   left   down   the   store   are 
the  main  counters,  but  the  spacious 
centre  is  arranged   on  rather  a  dif- 
ferent  plan   from   most   stores.     In- 
stead of  a  division  wall,  with  shelv- 
ings     on     either    side,    and    counters 
running  parallel  to  those  on  the  extreme 
sides,  the  counters  run  across  the  store 
at  right  angles.  There  are  seven  of  these 
sections,  each  portion   adaptable  to  the 
display   of   goods,   and    sales.        One   is 
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VIEW  OF  GROUND  FLOOR  OFSTORE  PROM  BEAU    (OFFICE     PLATFORM. 

This  shows  unusual  arrangement  of  cabinets  running  crosswise    for    displaying   anil    selling    goods.      On    the 
right  is  dress  goods  department.    Across  entrance  are  two  showcases   for    ribbons    and    embroidery. 


SOME  KLXOSTOX  IDEAS. 

Owing  a  separate  location  for  pat- 
terns, spools  and  buttons,  which  were 
once  kept  together,  doubled  sales  in 
each  department. 

*  *     * 

Each  clerk  receives  weekly  in  her 
pay  envelope  a  slip  containing  a 
record  of  the  time  she  arrived  in  the 
morning,  and  left  and  returned  at 
noon;  total  minutes  lat<  (or  early) 
for  the  day;  times  lati  for  tin  week. 
and  total  time  late.  Time  clock  fur- 
nishes mali  rial  for  compiling  tin  si. 

*  *     * 

Clerk  in  office — beside  cashier  and 
clerk  who  wraps  parcels  cheeks  orer 
items  in  bills  to  avoid  mistakes  in 
price,  figuring  out,  <  tc. 

Each  eh  rk  <./<  is  slip  u . ,  kly,  and 
monthly,  indicating  order  in  which 
he  stands  for  total  sales,  compared 

with   '•'  si  Of  clerks. 

*  *      * 

I ii  iji  m  ml  layout  of  shoe,  effort  is 

■I, mile  to  hue,    tlilin',1,    plnee  for  '/lores, 

hosier;/,  snnillinin  .  black  dress  goods, 
colon  d  dress  goods,  silks.  <  tc.,  as  con- 
venii  mi   for  women  . 

*  *     * 

Motor  car  bus  eioihl,  il  deli r,  ri,  s  to 

e,  inert  as<  d  four  to  six  daily. 


readily  accessible  from  I  lie  other,  and 
one  advantage  the  firm  point  out  is  that 
a  fewer  number  of  sales  girls  are  re- 
quired, as  anyone  can  move  easily  from 
one  to  the  other  with  the  customer,  or  in 
meeting  a  new  one.  These  counters,  well 
covered  with  -roods,  are  used  to  display 
collars,  belts,  laces  and  trimmings 
generally. 

Division  of  Dress  Goods. 

To  the  left  of  the  store  oil  enter- 
ing— against  the  front  wall — is  the 
small  wares  department,  fancy  goods, 
etc.,  with  a  large  show  case  to 
sel  it  off.  Adjoining  this,  running 
practically  the  whole  side  of  the 
store,  is  the  dress  goods  and  velvets, 
subdivided  as  follows:  Silks,  black  dress 
goods,  colored  dress  goods  and  velvets. 
Lining,  embroideries  and  buttons  till  out 
the  remaining  space,  with  the  exception 
of  the  corner  which  is  devoted  to  spools. 

Just  across  from  this,  at  the  back  of 
the  store,  is  a  curved  counter  fronting 
the   pattern   department;   altogether   an 

admirable  division  of  dress  supplier,  it 
will  be  admitted. 

Doubled  Sales  by  Dividing. 
Jusi    a    note    here    that    will    be   of    in- 
terest.       Formerly    the   buttons,   speeds 

and    patterns    were    bulked     together    in 

one  department.  The  separation,  al- 
though all  now  adjoin,  has  doubled  the 
Bales ' 

On   the  right   of  the  store  on   enteritis: 
i-   the   beginning  of  the   glove   depart- 
ment, an  important  one  with  this  store. 
2 


Here  again  the  art  of  interior  display 
i>  developed  to  a  considerable  extent. 
A  well-lighted  show  case,  or  silent  sales- 
man, contains  the  more  delicate  stock. 
-ilk  hose  and  kid  gloves,  in  their 
delicate  tints.  The  department  for 
both  extends  from  the  front  along  the 
side  for  a  short  distance.  Linens  are 
next  there,  and  staple  goods  occupy  the 
resl  of  the  space,  and  pass  also  along 
the  end  to  the  wall  at  the  rear. 

A  door  at  the  rear  leads  into  an  un- 
u-ial  combination,  a  department  with 
men's  underwear  on  one  side,  and 
ladies'   on   the  other. 

Ready-to-Wear    and    Millinery. 

On  the  second  tloor  are  the  ready-to- 
wear  department  at  the  back  and  centre, 
and  the  millinery  at  the  front,  with 
house  furnishings  in  an  extension  at  the 
back. 

The  third  tloor  is  used  as  store  room 
for   reserve   stock. 

The  main  office  is  situated  on  a  land- 
ing on  the  left  of  the  stairway  at  the 
rear.  Here  the  bookkeeping  is  done; 
here  parcels  are  checked  over  and  wrap- 
ped, and  cash  handled,  as  well  as  the 
time  clock  records  of  arrivals  at  the 
store,  which   will  be  described  more  in 

detail    later. 

Drawing    Public    Along    Special   Lines. 
ething  o(  the  Bystem  the  firm  has 

adopted  for  winning  a  reputation  for 
the  special  lines  in  which  they  are  cat- 
ering  for  public  patronage  has  been  in- 
dicated in  the  arrangement  of  the  store. 
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the  prominence  in  position,  the  excel- 
lence of  display  methods.  This  must  be 
supplemented  by  a  heavy  stock  of  well 
selected  goods,  attractive  window  trims 
and  well  devised  advertising.  One  of 
the  cards  in  a  window  recently  contain- 
ed the  words,  "Kingston's  Lace 
House."  The  firm  keeps  at  it  along-  a 
few  lines  and  the  public  are  following 
their  lead. 

"Probs."    on   Top   of   Their  Ad. 

In  their  newspaper  advertising 
Steacy's  usually  concentrates.  Very 
frequently  prices  are  quoted;  in  the  ad. 
submitted  herewith  they  are  not.  But 
one  point  the  firm  has  clung  to  for  many 
years, — the  "probs."  must  appear 
above  their  ad.  every  day.  This  is  not 
a  newspaper  favor;  it  is  a  service  for 
winch  the  store  pays.  For  years  when 
the  Steacy  ad.  was  restricted  to  one 
column  the  "probs."  were  one  column 
wide:  to-day  when  it  has  grown  to  two 
columns,  the  weather  note  has  followed 
it.  and  the  space  is  paid  for  as  ordinary 
advertising  matter.  One  paper  in  its 
"Daily  Memoranda"  on  page  one,  con- 
tains this  note,  "See  top  of  page  3. 
right  hand  comer,  for  probabilities." 
And  turning  to  this  location,  one  reads 
the  probs. — and  Steacy's  ad.  next.  It 
is  a  common  remark  in  Kingston,  "I 
wonder  what  the  Weather  Man  says  for 
to-morrow.  The  'probs.'  are  above 
Steacy's  ad.;  I'll  look  and  see" — a  fair- 
ly good,  out-of-the-way  ad.  in  itself, 
surely. 

"Busiest  Store  in  Town." 

The  ad.  here  shown  starts  off  with 
"The  First  'Showing  of  Dress  Goods," 
and  as  is  beins'  done  more  and  more,  a 


View   of  Millinery  Opening  Window  of  Steacy's. 

Busiest      Store      in 


certain  amount  of  style  information  is 
conveyed  along  with  the  descriptive 
matter. 

The  familiar  note  is  sounded  at  the 
close:  "This  is  your  store — come  in  and 
look  about." 


"Steacy's— The 
Town." 

Several  bright  ideas  moulded  into  this 
newspaper  announcement,  you  see.  Much 
like  the  store,  bright,  cheerful,  roomy, 
with  a  fine-looking  display  of  goods.  • 


Here's  Another  Good  Plan  for  Late  Employes 


SEVERAL  suggestions  appeared  in 
The  Review  in  the  Spring  Special 
on  methods  that  had  been  success- 
ful in  lessening  the  roll  of  late-coming 
employees.  The  Steacy  store  has  a 
system  in  practice  that  may  prove 
serviceable  to  other  establishments.  The 
"facts  of  the  case"  are  laid  before  the 
employees — not  in  the  form  of  argu- 
ments, or  threats,  or  persuasions  or  en- 
treaties, but  the  actual  clock  record,  not 
only  day  by  day,  but  the  morning, 
"noon  out"  and  "noon  in"  returns, 
seem  to  act  in  nearly  every  instance. 
As  will  be  seen  by  the  accompanying 
reproduction  a  slip  of  paper  is  made  out 
for  each  clerk  from  the  clock  records. 
This  contains  the  time  she  arrived  in  the 
morning,  left  at  noon,  and  returned  at 
noon,  every  day  of  the  week.  Extra 
columns   afford    space   for   "night   out" 
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WEEKLY  EECOED  OF  LATENESS. 

Each   clerk   receives    in   her    envelope     on 

Saturday  a  record  for  the  whole  week, 

of  her  time  for  arriving  and  total 

times  and  minutes  late. 


and  "night  in,"  to  be  used  on  Satur- 
days, if  necessary.  In  practice,  how- 
ever, this  last  is  omitted  and  the  final 
space  used  for  the  total  number  of 
minutes  late. 

Records  for  Morning  and  Noon. 
For  example  taking  an  actual  record 
as  complete  up  to  Friday  evening,  the 
day  of  the  visit  of  a  representative  of 
The  Review :  The  store  opems  at  8.30, 
but  this  employee — call  her  Miss  Smith — 
did  not  arrive  until  8.45,  or  15  minutes 
late. 

At  noon  she  left  at  12.04,  and  en- 
tered at  1.05,  another  minute  over  the 
hour,  or  16  minutes  for  the  day. 

On  Tuesday  she  was  later  still.  8.49, 
or  19  minutes  behind.  At  noon  she 
managed  to  catch  the- even  hour,  12.04 
to   1.04. 
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Display  window 


Show  case  rat. 
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Ground  Plan  of  the  Steacy  Sinn 


Some  regard  for  punctuality  in- 
fluenced her  on  Wednesday,  as  she 
reached  the  clock  by  8.31.  Her  noon 
hour  was  from  12.05  to  1.06,  one  minute 
late,  but  the  total  of  two  minutes  late 
was  not  recorded  in  the  final  column, 
this  being;  allowed  as  "grace." 

The  effort,  it  appeared,  was  too  se- 
vere; 8.33  was  next  morning's  entry,  12 
to  1.07,  or  7  minutes  late  being  the  noon, 
or  10  minutes  for  the  day.  The  "marc" 
of  three  minutes,  however,  was  allowed 
her  in  the  morning,  and  her  "total" 
was  set  down  al  the  7  minutes  lost  at 
aoon.  On  Friday  she  arrived  at  8.39. 
made  the  noon  hour,  12.17  to  1.17,  and 
had  9  minutes  recorded  against  her  as 
a   total. 

At  the  bottom  is  a  record  for  "Times 
I, air"  and  the  total  for  the  week. 

This  slip  is  placed  in  the  pa>  envelope 
of  each  clerk  on  Saturday,  and  if  a 
late  record  continues  a  personal  talk 
is  the  result.  Of  course,  insistence  on 
lateness  has  just  one  ending,  us  is  neces 
sarily  i  he  case  in  most  stores. 


AVOIDING  SLIPS  IN  SALES. 

Mention  lias  been  made  of  a  system  of 
"chocking   over"   counter   bills    that    ar 

company  the  goods.    It  has  been  thought 

Welter  to   have   all   the   wrapping  of   par 

eels  done  in  the  office.     The  advantage 

is    a    double    one:    as    soon    as    the   clerk 
has  out  out    the  '-■ Is  and  made  out   her 


slip,  placed  both  in  the  basket  with  the 
money  and  drawn  the  lever,  she  is  free 
to  wait  on  some  one  else.  It  also  avoids 
an  untidy  space  behind  the  counter  due 
to  the  accumulation  of  string  and  paper, 
etc. 

In  the  office  on  the  landing  are 
twelve  "stations" — the  terminals  of 
the  cash  and  basket  carriers, — including 
one  from  the  millinery  and  the  mantle 
departments  on  the  second  floor.  As 
soon  as  goods  arrive  in  the  ha-' 
clerk  looks  over  the  counter  check  to  see 
thai  all  the  goods  are  there  as  marked 
down.  But  the  chief  purpose  is  to  see 
thai  no  serious  mistake  is  made  in  the 
price  or  quantity.  The  latter  is  not 
necessary,  but  the  former  is.  For 
instance,  a  girl  who  is  a  new  clerk 
might  sell  $1.25  gloves  for  $1.00;  or  in 
rush  hours  certain  lines  of  gloves  might 
gel    mixed   up   in    the  same  "rack." 

How  is  the  one  clerk  in  the  office  to 
know  .'  First  of  all  she  is  an  experi- 
enced sales-woman,  who  has  a  good  gen- 
eral idea  of  the  value  of  every  line  of 
goods  in  the  store.  Secondly,  by  her 
side  is  posted  up  B  list  of  prices  for 
many   lines     where     a     slighl    mistake 

mighl    be   made.   i.e..   gloves,   corsets,   etc. 

The  work  is  done  \  er\  quickly,  and 
as  soon  as  the  bill  is  checked  over,  it 
is  passed  on  to  the  cashier  by  her  side, 
who  makes  change.  Another  -rirl  wraps 
up   the   parcel    and    back    it    goes. 

Mr.  Steacj  has  found  this  system 
vorv    valuable    in    eliminating    mistakes. 


which  occurred   fairly  frequently  before 
the  system   was  inaugurated. 

Knows  Position  in  Sales  List. 

The  manager  was  asked  about  the 
method  for  informing  employees  as  to 
their  sales.  The  Steacy  plan  is  this:  A 
record  is  kept  daily  of  what  each  clerk 
sells,  and  at  the  end  of  the  week  she 
is  informed  that  she  came  third  or 
fourth  or  seventh  or  tenth  in  the  list. 
It  is  thought  best  not  to  give  the  total 
amount  of  her  sales  to  each  clerk,  and 
a  record  of  the  relative  standing  is 
found  to  act  as  an  incentive  to  "key 
them  up"  to  improvement  if  the  posi- 
tion is  a  descending  one. 

Motor  Delivery  Car — 50  Miles. 

One  of  the  features  of  this  store  is  a 
motor  car  for  delivery.  This  has  proved 
very  satisfactory,  and  has  enabled  the 
firm  to  increase  its  deliveries  from  four 
to  six  every  day.  The  car  does  the  work 
of  three  horses,  and  more  of  it.  The 
.it  hours  for  delivery  are  9.30.  11. 
L2,  2.  4,  and  5.30. 

"We  are  able  to  send  out  any  special 
orders  without  delay."  said  Mr. 
Steacy,  "and  altogether  the  car  has 
been  a  great  improvement  on  the  horse 
delivery.' ' 

The  driver  is  able  to  assist  the  porter 
early  in  the  morning  and  a  savin?  is  ef- 
ed  in  this  way.  The  average  daily- 
run  of  the  car  is  fifty  miles.  which 
covers  the  city  thoroughly  in  its  dif- 
ferent runs. 

1 1  'ontinued  on  page  I'M. 
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CLOSE  TO  THE  wk  \T1IFK  MEN. 
One   of   the   Conditions   in    this   tirni*s 

advertising  is  thai  the  ad.  follow 
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Big  Selling   Event  in   Score  of 
Towns  and  Cities 

Merchants  Find  Their  Sales  Greatly  Increased 
by  Extensive  and  Concentrated  Advertising — 
Saturday  Favorite  Day  for  Holding  it — Reports 
From  Peterborough,  Wingham,  Brantford, 
Guelph,  Etc. 


THE  success  of  Dollar  Day  as  it  was 
carried  out  in  Brantford  a  year  ago 
and  later  on  in  Calgary,  Alta.,  has 
led  a  number  of  other  Ontario  towns  and 
cities  to  attempt  to  duplicate  the  record 
of  the  other  two  places,  and  almost  with- 
out an  exception  the  results  have  been 
most  gratifying.  So  much  so  that  there 
has  been  some  clamoring  for  a  repetition 
next  year,  a  few  even  urging  that  it  be 
made  a  semi-annual  event.  It  is  as  if  it 
were  a  public  holiday,  but  unlike  this 
in  fan-making  giving  place  to  business, 
a  piling  up  of  purchases  on  purchases, 
where  the  surrounding  district  joins  the 
citizens  in  flinging  broadcast  their  dol- 
lar bills  and  rejoicing  the  hearts  of  the 
merchants  at  sales  increased  sometimes 
to  huge  proportions. 

It  is  no  wonder  the  merchants  like  it. 
Dollar  Day  to  them  is  an  occasion  when 
their  advertising  brings  such  results  as 
justify  their  expenditures  many  times 
over.  It  is  a  time  for  clearing  odd  lines 
and  left-over  goods.  It  is  an  opportun- 
ity for  devising  ingenious  bargains  and 
methods  of  advertising  them.  No  matter 
what  line  of  business  a  dealer  is  engaged 
in,  there  is  always  a  way  in  which  he  can 
make  use  of  Dollar  Day.  It  is  a  time 
when  the  country  folk  drive  in  for 
miles  around  and  in  some  cases  make 
purchases  for  many  months  ahead. 

Townspeople  Enthusiastic. 
The  public  like  it,  too.  Their  curiosity 
is  aroused — their  interest  in  the  big 
shopping  festival  is  awakened — they  de- 
sire to  purchase  some  of  the  goods  ad- 
vertised in  the  newspapers — and  they 
come.  They  come  from  the  north,  the 
south,  the  east  and  the  west — on  trains 
and  radials,  others  in  horse  vehicles  and 
still  others  on  foot — all  bent  on  one  pur- 
pose, to  see  and  be  convinced,  and  to 
save  money  by  spending  it.  Of  course, 
the   townspeople   are   enthusiastic   about 


the  event  from  the  start.  Many  of  them, 
if  they  have  not  participated  in  a  Dol- 
lar Day  before,  have  at  least  heard  of 
it,  and  they  quickly  decide  that  the  oc- 
casion is  no  ordinary  one. 

Brantford 's  second  trial  was  highly 
successful  and  some  remarkable  bar- 
gains were  produced  as  leaders  by  a 
a  number  of  the  stores.  The  "Exposi- 
tor" also  produced  —  or  described  — 
"The  Mysterious  Mr.  Dollar,"  and  a 
reward  of  $10  for  his  capture  helped  to 
stir  up  interest  in  the  event. 

Clothiers  and  Haberdashers,  Too. 

Woodstock  marks  down  Saturday, 
February  21,  as  a  record  day  in  the  his- 
tory of  its  retail  merchants.  In  describ- 
ing the  results,  W.  J.  Taylor,  of  the 
"Sentinel-Review,"  says:  "Dollar  Day 
was  a  huge  success  in  Woodstock — much 
greater  than  either  the  merchants  or  we 
ourselves  anticipated.  The  dry  goods, 
clothing  and  haberdashers,  and  boot  and 
shoe  stores  practically  all  did  a  busi- 
ness larger  than  on  the  Saturday  before 
Christmas,  which  is  generally  conceded 
to  be  the  best  day  in  the  year.  The  hard- 
ware, drug,  book  and  fancy  goods  and 
furniture  dealers,  speaking  generally, 
did  about  double  the  business  they 
would  have  done  on  an  ordinary  Satur- 
day at  this  time  of  the  year.  The  gro- 
ceries and  meat  shops  all  had  a  much 
larger  day's  business  than  they  would 
have  had  otherwise,  and  there  were  more 
farmers  in  town  on  'Dollar  Day'  than  on 
fie  Saturday  before  Christmas.  The 
day  was  so  successful  that  the  merchants 
are  determined  to  hold  a  'Dollar  Day' 
twice  a  year  in  future." 

In  Guelph  the  two  newspapers  co-op- 
erated with  this  result:  "Dollar  Day  in 
Guelph  was  pronounced  by  the  mer- 
chants co-operating  to  be  a  huge  success. 
Although  there  were  only  ten  days  to 
advertise  the  event,  great  crowds  were 
5 


'EXTRA 

TOMORROW! 

»  -   IS    -    « 


(iii  the  streets  early  in  the  morning, 
awaiting  admittance  to  the  many  stores 
offering  Dollar  Day  bargains.  Many  of 
the  merchants  report  record  business, 
and  although  a  large  number  were  skep- 
tical in  the  first  place,  they  are  now  con- 
vinced that  Dollar  Day  is  a  good  thing. 
It  will  probably  be  an  annual  event  in 
Guelph." 

Sold  Paper  for  175  Rooms. 
Peterborough  celebrated  on  March  14. 
One  example  of  the  heavy  sales  is  fur- 
nished by  one  firm,  Trebileoek  Bros., 
who  sold  wall  paper  For  175  rooms  on 
the  one  day! 

Getting  Them  by  Poetry. 

Tuesday,  March  17,  was  the  day  se- 
lected by  the  newspapers  and  merchants 
for  Dollar  Day  in  Wingham  and  the  pub- 
lic were  exhorted  to  "Combine  business 
with  pleasure  and  be  in  Wingham  on  St. 
Patrick's  Day."  Both  the  Times  and 
Advance  carried  a  large  amount  of 
extra  advertising  and  the  day  was  a  big 
success.  In  the  way  of  general  adver- 
tising the  Advance  printed  an  interest- 
ing poem,  the  last  verse  of  which  reads: 

Come  in  spite  of  wind  or  weather. 

Just  as  early  as  you  can, 

Have  your  work  all  done  on  Monday, 

So  that  naught  can  spoil  your  plan, 
And  surely  bring  your  dollars, 
The  dollars  old  and  gray, 
The  false  and  fickle  dollars 
That  lead  us  all  astray; 
The  worn  and  weary  dollars, 
The  shy  and  sheery  dollars. 
We  want  all  kinds  of  dollars 
On  Wingham 's  Dollar  Day. 

Special  prizes  were  given  for  the  far- 
mer bringing  the  largest  number  of  per- 
sons in  one  load,  the  oldest  lady  buying 
(Continued  on  page  10.) 


Credits  and  Banking  the  Chief  Topics  Discussed 

Four  Hundred  Saskatchewan  Merchants  Assemble  at  Moose  Jaw 
and  Delve  Into  Problems  of  Vital  Importance  to  the  Trade — 
Stricter  Watch  on  Credits  Will  be  One  Result — Many  Resolutions 
Passed — To  Saskatoon  Next  Year. 


Special  Start  Correspondence 


MOOSE  JAW,  April  8.-  Organized 
only  last  May,  at  an  enthusiastic 
convention  held  in  Regina,  the 
Saskatchewan  branch  of  the  Retail  Mer- 
chants' Association  of  Canada  has  made 
exceedingly  rapid  strides.  This  was  well 
shown  :it  the  convention  held  in  Moose 
•  l;iu  lasl  week,  when  not  only  did  100 
hard-headed  business  men  of  the  Pro- 
vince discuss  the  various  subjects  intro- 
duced, but  when  it  was  also  shown  that 
legislation  to  enable  the  better  collection 
of  small  debts  has  already  been  effected, 
and  when  it  was  made  very  clear  that 
further  sane  legislation  is  to  be  sought 
during  1914. 

From  the  moment  that  Mayor  Pascoe, 
on   behalf  of  the   city,  H.  H.  Bamford, 
president    of    the    Board    of   Trade,   and 
G.   A.    Maybee,   president  of  the   Moose 
Jaw    branch    of    the    Retail    Merchants ' 
Association,  welcomed  the  delegates,  pro- 
ceedings went  with  a  swing.    A  careful 
programme   had   been   ar- 
ranged, and  the  convention 
was  exceedingly  fortunate 
in      that      the      speakers 
realized    that    their     i 


object  should  be  to  start  discussion,  thus 
bringing  out  the  exact  problems  which 
the  merchants  have  been  facing  during 
the  past  year.  In  every  session  of  the 
convention,  these  discussions  were  car- 
ried on  with  the  greatest  enthusiasm, 
President  Bole  occasionally  having  to  de- 
termine just  who  had  the  floor  at  the 
moment. 

Sound  Business  Methods  Discussed. 

A  wide  field  was  covered.  The  import- 
ant theme  of  costing  came  in  for  much 
attention,  it  being  shown  that  a  mer- 
chant who  does  not  charge  his  own  salary 

as  manager  an  expense the  business, 

and  who  does  not  charge  himself  rent  for 
the  premises,  even  though  they  are  his 
own  premises  he  is  using  is  riding  for 
a  fall. 

It  was  also  pretty  well  established  in 
this  connection  that  whin  stock  is  i. 
t  h  e     stock 
should      b  ' 


put  in  on  the  value  it  has  at  the  moment, 
irrespective  of  what  price  may  have  been 
paid.  This  it  was  felt  enables  every  year 
to  be  judged  on  its  own  basis,  and  gives 
the  retailer  a  correct  idea  of  where  he 
actually  does  stand.  To  take  any  other 
attitude,  as  one  dealer  expressed  it,  "is 
bluffing  one's  self."  To  gfc!  &*»}  fr^m 
this  self-deceit  seems  to  be  one  of  the 
great  objects  which  the  Saskatchewan 
men  are  anxious  to  achieve. 

Discussion  on  Credits  Bears  Fruit. 

It  would  be  hard  to  go  to  a  Western 
convention  at  the  present  time  and  not 
find  credits  one  of  the  important  ques- 
tions  of  discussion.  This  subject  was 
given  a  great  deal  of  time  at  Moose  Jaw, 
and  the  discussion  was  probably  more 
productive  of  immedi- 
ate results  than  is  usu- 


Picturea  f  r  o  m  Moose 
Jaw,  t  li  e  Convention 
City,      on    the    left    is   a 

view  down  Maui  Street, 
while  the  Upper  photo 
.-■hows   Moose  .law  people 

awaiting  ■  deputation  st 
the    r.r'.K.   station. 
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THE    1914-15    OFFICERS. 

The  officers  elected  for  the 
coming  year  are  as  follows: — 

President  —  George  May  bee, 
Moose  Jaw. 

1st  Vice-Pres.—W.  W.  Coop- 
er, Swift  Current. 

2nd  Vice-Pres.—J.  W.  Mc- 
Lean, Saskatoon. 

Treasurer — /.  L.  S.  Hutchin- 
son, Saskatoon. 

Secretary — T.   E.   Raymond. 

Next  year's  convention  will 
be  held  at  Saskatoon. 


ally  the  case.  A  cash  business  was  felt 
by  all  to  be  the  aim,  but  there  were  many 
who  expressed  the  positive  belief  that 
this  "was  a  Utopia  which  cannot  be 
achieved  in  a  minute.  All,  however, 
agreed  that  greater  care  must  be  taken 
in  the  matter  of  giving  credit.  The  im- 
pression seems  to  prevail  that  something 
in  the  nature  of  a  preferred  list  should 
be  established.  In  the  past  merchants 
have  been  acting  as  bankers  for  the 
farmers,  with  the  single  exception  that 
they  have  not  carefully  inspected  the 
risks  they  were  taking  before  making  a 
loan — a  loan  which  has  been  none  the 
less  a  loan  because  goods  were  given  out 
instead  of  cash.  "If  we  are  going  to  be 
bankers,"  said  Mr.  Agnew,  of  Prince 
Albert,  "lot  us  use  the  discretion  of 
bankers." 

Growing  out  of  this  discussion  on 
credits  and  banking,  and  based  upon  an 
exceedingly  practical  address  given  by 
Mr.  Turnbull,  of  Regina,  was  a  discussion 
upon  the  question  of  collateral  security. 
Mr.  Turnbull  made  the  delegates  see.  as 
perhaps  never  before,  that  there  is  such  a 
thing  as  collateral  security  which  does 
not  secure.  He  gave  ideas  as  to  how 
these  securities  should  be  taken,  and  in 
answering  questions,  told  of  a  number  of 
instances  where  carelessness  and  lack  of 
knowledge  had  brought  not  onJy  financial 
losses,  but  a  great  deal  of  worry. 

Censure  Credit  Men's  Association. 

The  retailers  at  the  convention  were 
very  willing  to  dig  into  their  own  weak- 
nesses and  mistakes,  but  they  evidently 
expected  to  have  the  same  privilege  with 
regard  to  others,  and  during  the  course 
of  the  meeting  some  severe  criticism  was 
meted  out  to  the  Credit  Men's  Associa- 
tion, and  some  legislation  was  urged 
which  will  put  more  responsibility  upon 
the  shoulders  of  certain  manufacturers. 

The  quarrel  which  the  retailers  have 
with  the  Credit  Men's  Association  is  as 
to  the  methods  of  disposing  of  bankrupt 
stocks.  These,  it  was  felt,  should  not  be 
sold  at  slaughtered  prices  in  the  com- 
munity where  the  failure  has  taken  place, 
this  having  a  tendency  not  only  to  spoil 
the  other  retailers'  trade  for     the  mo- 


ment, but  to  ruin  the  financial  conditions 
in  the  neighborhood  for  some  little  time. 

The  Discussion  on  Credits. 

"Retail  merchants,  as  a  whole,  are  not 
conversant  with  the  real  costs  of  doing 
business,"  stated  W.  F.  L.  Edwards, 
of  Regina,  in  commencing  his  address 
upon  the  question  of  Credits,  on  Tues- 
day afternoon.  He  proceeded  to  show 
that  cost  of  merchandising  includes  not 
only  the  actual  cost  of  the  goods,  but 
also  rents,  taxes,  light,  fuel,  insurance, 
remuneration  for  the  proprietor,  interest 
on  the  wholesalers'  accounts  and  inter- 
est on  capital. 

"Even  if  you  own  your  own  store," 
declared  the  speaker,  "You  should  allow 
rent  for  this.  If  you  are  buying  the 
store,  you  should  not  only  charge  your- 
self some  rent,  but  count  interest  upon 
mortgage  and  agreement  as  a  charge. 

"Then,"  declared  Mr.  Edwards,  "you 
must,  to  secure  a  right  system,  charge 
the  business  for  your  services  as  mana- 
ger. Were  you  not  there  it  would  be 
necessary  to  pay  $100.00  or  $200.00  a 
month.  You  must  take  this  charge  into 
consideration  in  establishing  a  selling 
price  for  your  goods — you  want  a  selling 
price  which  will  yield  a  real  profit." 

From  this  question  of  Costing  Mr. 
Edwards  hurried  on  to  the  subject  of 
giving  credit.  At  once  an  even  greater 
interest  was  evinced  by  those  present.  It 
was  quite  evident  that  Mr.  Edwards 
was  touching  upon  disputed  points — how 
wide  the  diversity  of  opinion  was  shown 
in  the  subsequent  discussion.  Many 
grounds  were  taken — from  President 
Bole's  belief  in  hard  cash  business,  and 
hard  cash  business  only,  to  the  belief  of 
others,  that  credit  is  absolutely  neces- 
sary. There  was,  however,  a  general 
feeling,  that  credit  must  be  limited — 
given  only  to  what  might  be  called  a 
preferred   list. 

Merchant  Should  Not  Be  Banker. 

Mr.  Edwards  did  not  believe  it  is 
really  necessary  for  customers  to  seek 
credit.  All,  he  thought,  could  find  the 
money  to  pay  for  their  necessities.  Yet 
while  practically  all  desired  to  do  a  cash 
business,  many  there  are  who  regard 
the  step  as  out  of  the  question  for  a 
time   at   least. 

"But,"  said  Mr.  Edwards,  pursuing 
this  point,  "why  should  you  carry  a 
farmer  along?  If  the  man  is  a  good 
risk  why  should  he  not  get  money  from 
the  banker  and  pay  you?  It  seems  to 
me  the  proper  condition  is  now  inverted. 
You  go  to  the  bank  and  raise  money  to 
carry  the  customer." 

In  cases  where  credit  appears  abso- 
lutely necessary  the  need  of  great  care 
in  giving  this  credit,  and  in  making  col- 
lections, was  emphasized.  Mr.  Ed- 
wards gave  it  as  his  opinion  that  10 
per    cent,    of   every    dollar   put    on    the 


books  could  be  immediately  stru«k  off 
for  bad  debts.  "I  doubt,"  he  con- 
cluded, "if  there  is  one  man  here  who 
would  not  now  accept  65  cents  on  the 
dollar  for  the  book  accounts.  If  so, 
you  are  losing  just  35  per  cent.  The 
need  of  a  cash  business,  or  of  a  very 
carefully  regulated  credit  business,  is 
therefore  apparent." 

Careful   Credit  System  Uheld. 

"We  would  all  like  to  conduct  a  cash 
business,"  said  J.  L.  S.  Hutchinson,  of 
Saskatoon,  in  opening  a  very  keen  dis- 
cussion, "but  it  simply  can't  be  done. 
It  is  an  impossibility  in  this  country. 
Why  do  the  manufacturers  and  whole- 
sales give  credit  if  the  other  system  is 
so  superior?     They  all  give  credit." 

Mr.  Ai'den  of  Saskatoon,  was  just  a 
little  skeptical  of  the  results  which 
would  follow  a  hard  stand  for  the  proper 
margin  of  profit.  "Most  of  us  face 
competition,"  he  stated.  "Some  of  it 
is  poor  competition,  and  while  we  try  to 
sell  our  goods  on  a  basis  which  includes 
overhead  expenses,  our  competitors  do 
not,  and  they  get  away  with  the  busi- 
ness. Mr.  Edwards  will  say  the  actions 
of  these  men  will  effect  their  own  cure, 
but  somehow  or  other  they  keep  on,  and 
some  of  them  do  well. 

"I  wouldn't  accept  65c  on  the  dollar 
for  my  book  accounts,"  continued  Mr. 
Arden  with  a  smile,  "I  would  want  75c 
at  least.  If  we  were  universally  agreed 
to  establish  a  cash  business,  that  might 
he  possible,  but  to  get  that  united  front 
is  impossible." 

"I  consider  the  cash  system  the  only 
one."  declared  Mr.  Healey  of  Bridge- 
ford.  "There's  no  use  saying  it  is  im- 
possible. It  is  no  such  thing.  We  de- 
termined last  November  to  establish  a 
cash  business.  All  the  merchants  in  our 
district  did.  We  have  done  a  cash  busi- 
ness since.  I  have  not  done  as  much 
business  as  the  year  before,  but  neither 
has  anyone  else.  I  do  not  think  we  have 
lost  a  thing  because  of  our  cash  system, 
and    we   have  the  money  for  the  goods 


RESOLUTION  GOV- 
ERNING CREDITS. 

The  matter  of  credit  brought 
out  in  a  number  of  addresses  was 
crystallized  in  a  motion  by  Mr. 
Krass  of  Rouleau,  and  Mr. 
Healy  of  Bridgeford,  as  fol- 
lows:— "That  in  the  opinion  of 
the  members,  it  would  be  a  wise 
course  for  retailers  to  adopt  the 
principle  of  requiring  a  finan- 
cial statement  from  persons 
seeking  credit,  and  that  such 
steps  be  taken  as  are  necessary 
to  secure  the  same  recourse  09 
banks  possess  in  similar  cases." 
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sold.  Moreover,  while  I  liad  not  a  great 
amount  on  the  books  when  we  turned  to 
a  cash  system,  I  would  gladly  have  taken 
65  cents  on  the  dollar  for  these  ac- 
counts. " 

"You  certainly  have  the  right  system, 
if  it  is  feasible  in  your  community," 
commented  Mr.  Hutchinson,  "but  I  hope 
it  is  a  real  cash  system.  They  think 
i  in  13  are  all  doing  easli  business  in  Nortli 
Battlcford,  but  they  are  not.  They  are 
simply  limiting  their  credit  to  a  pre- 
ferred list.  It  is  a  good  step,  but  not 
what  I  call  cash." 

Slow  Music  and  "No  Flowers." 
Mr.  Arden  here  introduced  a  new  as- 
pect: "Isn't  indiscriminate  buying:,"  he 
asked    "almost    as   disastrous    as    indis- 
criminate credit?" 

The  general  opinion  was  that  indis- 
criminate buying  brings  great  trouble — 
but  if  it  goes  hand  in  hand  with  indis- 
criminate credit — well,  then  it  is  slow 
music  and  "no  flowers." 

A  couple  of  instances  of  the  value 
rendered  by  the  Retail  Merchants'  As- 
sociation were  here  given.  Mr.  Hutch- 
inson told  of  a  man  coming-  in  for  a  rifle 
on  Monday  last.  He  found,  from  the 
Retail  Merchants'  Association,  which 
now  lias  pretty  complete  information  as 
to  the  way  people  pay  I  heir  bills,  that 
this  man's  credit  was  E.  Result — Well 
Mr.  Hutchinson  has  that  $35.00  rifle  in 
stuck,  instead  of  a  $35.00  debit  entry 
on  his  books. 

Striking  Case  of  Co-operation. 

Mr.  Arden  told  of  giving  a  rather 
high  ((notation  for  work  to  a  doubtful 
buyer,  and  of  warning  the  other  dealer 
tu  whom  this  customer  said  lie  would 
go,  that  the  customer  was  bad  pay. 
"My  fellow  business  man,"  said  Mr. 
Arden,  "quoted  a  price,  but  refused  to 
sell  except  for  cash.  He  gut  a  check, 
therefore,  got  this  marked,  and  then 
came  in  and  gave  me  $5.00." 

Do  people  turn  from  cash  to  credit? 
W.  J.  White,  Eyebrow,  thought  yes.  He 
stated  that  several  people  had  told  him 
they  got  no  advantage  from  paying  cash, 
and  were  going-  to  take  credit  there- 
after. "Should  there  not,"  asked  Mr. 
White,  "be  a  difference  between  the 
1  1.  .lit    price  and   the  cash  price?" 

Mr.  Haywood  slated,  in  reply,  that  he 
had  offered  L0  per  cent,  off  for  cash,  hut 
1  In. I  even  this  did  not  bring  out  money. 
Mr.  Hutchinson,  on  tiie  other  hand,  has 
a;iven  tins  discount  on  all  hut  a  few 
linefl   lor  over  a  year  now,  and  states  he 

would  not  abandon  the  discount  for  any- 
thing. "We  sent  out  our  statements 
aboul  the  15th,"  Said  Mr.  Hutchinson, 
"and  on  each  hill  is  marked  the  amount 
upon  which  1(1  per  cent,  is  to  he  allowed. 
This  certainh    brings   in    the  money." 

"  1-  it  wise,1 '  asked    \.  ]•:.  Jones,  "to 
discount   after  30  days.     Haven't 


you  assumed  the  risk  by  carrying;  the 
accounts  that  long? 

Mr.  Cummings  of  Truax.  here  got 
mIIi  I-  the  hanks,  declaring  these  have 
now  refused  to  accept  a  good  farmer's 
note,  unless  it  endorsed  by  the  merchant. 
"A.  farmer.''  said  Mr.  Cummings, 
"can't  get  money  from  the  bank  in  our 
district.  How  can  we  possibly  get  cash 
from  him?" 

The  president  of  the  association,  Mr. 
Bole,  refused  to  speak  on  any  Length  on 
this  subject  of  credits — although  many 
called  for  his  opinion — some  laughingly 
saying  they  wanted  another  scolding  for 
doing  a  credit  business,  such  as  they  got 
at  Regina  last  year.  "I  will  say  this, 
though,"  remarked  Mr.  Bole,  "I  would 
go  into  any  district  in  Saskatchewan, 
run  a  cash  business,  and  I  would  shortly 
get  my  share  of  the  trade.  The  cash 
system  is  the  winning  system.  I  think 
we  all  realize  that,  and  more  than  ever  I 
think  we  will  all  strive  to  attain  this 
happy  state." 

The  Expense  of  Leakages. 
The  Cost  of  Doing  Business  was  the 
subject  allotted  to  J.  L.  S.  Hutchinson, 
who  said  that  the  Irishman's  definition, 
that  "the  cost  of  a  man's  business  is 
everything  that  it  costs  him,"  is  the 
best  explanation  he  could  give.  Cost 
cannot  he  arrived  at  in  any  haphazard 
way.  It  needs  careful  bookkeeping.  He 
spoke  of  a  number  of  ways  in  which  ac- 
counts had  been  subdivided  in  his  own 
store  in  Saskatoon.  There  is  a  section 
lor  taxes,  for  insurance,  for  lighting. 
' '  1  ha\  e  a  complete  tab  on  my  business. 

Baid  Mr.  Hutchinson,  "ami  know  very 
readily  when  too  much  is  being  spent, 
and  where  it  is  being  spent." 

"There  is  one  expense,"  continued  the 
speaker,  "often  overlooked.  I  have 
overlooked  it  in  the  past.  It  is  the  ex- 
pense   of   leak  •■■!  p        1    would    like    to   sec 
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every  retailer  have  a  daily  statement  of 
his  gross  profits,  for  this  is  of  great 
assistance  in  enabling  the  detection  of 
leakages.  The  larger  the  city — the 
larger  the  business — usually  the  larger 
leaks." 

Continuing,  Mr.  Hutchinson  told  of  a 
rude  awakening  he  had  received  when 
he  found  recently  that  his  profits  were 
not  nearly  what  he  expected  they  would 
be.  "Put  a  detective  on,"'  advised  one 
of  his  friends.  At  first  Mr.  Hutchinson 
thought  this  seemed  rather  a  cold- 
blooded step  to  take,  but  as  it  was  very- 
evident  something  was  wrong,  a  detec- 
tive was  put  in  the  store,  and  in  less 
than  a  month,  three  of  his  supposedly 
best  men  were  dismissed.  "I  would  not 
iike  to  say  what  they  had  taken,"  re- 
marked Mr.  Hutchinson,  "but  if  I  had 
not  had  figures  tabulated  under  various 
heads.  I  would  never  have  realized  what 
was   going   on." 

Continuing,  Mi'.  Hutchinson  spoke  of 
the  question  of  profit.  Usually  a  hard- 
wareman  wants  to  get  10  per  cent.  His 
cost  of  doing  business  will  be  somewhere 
between  11  and  25  per  cent.,  but  to 
reach  this  25  ,  il  is  necessary  to  mark 
up  full  33%  on  the  cost  price. 

Weighing  Incoming  Goods. 

In  discussing  this  address.  Mr.  Ed- 
wards brought  up  the  need  of  weigh- 
ing goods  as  they  arrive.  "If  this 
t  is  not  checked,"  he  said,  "there 
is  sure  to  be  a  loss.  Moreover,  -roods 
are  often  pilfered  in  transit. 

"1  know."  he  continue. 1.  "that  these 
are  small  losses,  but  often  it  is  the  great 
number  of  these  small  losses  which  cat 
into  the  profits. 

"When  you  are  taking  stock."  asked 
Mr.  Sprole,  "do  you  mark  down  the 
value  o\'  goods  which  are  left  over?" 

"No,"  answered  Mr.  Hutchinson.  "I 
put    them    in   on    the   stock   sheets   at   the 
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purchase  price.  There  are  some  which 
we  will  have  to  sell  a  little  below  cost, 
but  the  average  is  right." 

"Weil,"  remarked  Mr.  Williams  of 
Moose  Jaw,  "I  mark  down  the  value  of 
our  goods  at  stock-taking.  I  do  not 
think  the  depreciation  of  1913  should  be 
carried  over  to  1914." 

It  is  very  evident,  as  Mr.  Hutchinson 
said,  that  such  marking  down  for  depre- 
ciation is  necessary  in  perishable  lines, 
but  not  so  necessary  in  hardware.  The 
general  opinion,  however,  was  that  in 
taking  stock,  men  should  estimate  the 
present  value  of  goods  and  give  them 
this  value. 

Mr.  Hutchinson  suggested  that  it 
would  be  wise  to  check  up  the  delivery 
man  at  irregular  intervals,  so  that  they 
would  be  very  well  aware  that  what  they 
were  doing  was  being  watched.  "C.O.D. 
orders,"  he  said,  "also  required  a  great 
deal  of  attention,  or  there  would  be 
heavy  losses  in  this  department." 

Canadian  Banking  System. 

Banks,  a  subject  in  which  all  are  in- 
terested just  now,  were  dealt  with  Tues- 
day evening,  when  C.  0.  Hodgkins,  man- 
ager of  the  Sterling  Bank,  Regina,  told 
of  the  Canadian  system. 

The  government  regulations,  requir- 
ing at  least  $250,000,  paid-up  capital, 
Mr.  Hodgkins  considered  very  wise.  He 
also  spoke  of  other  laws  governing 
banks.  "You  may  find  some  of  these 
laws  irksome,"  he  said,  but  you  must 
remember  they  are  for  your  protection 
as  well  as  for  the  protection  of  others." 

Canadian  banks  are  banks  of  issue, 
banks  of  deposit,  and  banks  of  discount. 
They  issue  bills,  which  are  nothing  more 
or  less  than  promises  to  pay  them.  They 
take  care  of  deposits.  In  this  connection 
Mr.  Hodgkins  stated  that  in  Western 
Canada,  there  are  comparatively  few 
savings  accounts.  Farmers  when  they 
have  a  few  dollars  are  inclined  to  buy 
more  land.  Sometimes  they  buy  too 
much  land,  and  it  would  be  better  lot 
them  to  have  a  savings  account. 

"Very  few  children  have  savings  ac- 
counts. That  is  another  strange  thing 
about  the  West.  Parents  can  help  in 
remedying  this.  The  spirit  of  thrift  is 
necessary.  There  has  not  been  much  of 
it  in  the  West,  but  there  is  goinsr  to 
be." 

Proceeding,  Mr.  Hodgkins  spoke  of 
loans.  "It  is  your  money  that  banks 
loan,"  he  stated,  "and  to  protect  your 
money,  they  loan  on  such  terms  as  will 
enable  them  to  call  the  loans  speedily. 
Real  estate  has  never  been  considered 
a  liquid  asset,  and  so  it  would  be  un- 
wise to  loan  on  this." 

Reserves,  Mr.  Hodgkins  pointed  out. 
lead  people  sometimes  to  say  that  the 
bank  is  keeping  its  money  in  the  vaults 
and  won't  loan.  The  money  is  kept  to 
safeguard    the    depositors.      "If    banks 


were  run  as  some  people  would  run 
them,  you  would  go  over  to  the  bank 
to-morrow  and  find  no  funds." 

As  regards  borrowing  he  gave  a  gen- 
eral idea  of  how  bankers  size  up  a  man 
before  giving  or  rejecting  a  loan.  Ante- 
cedents, character,  means,  ability,  occu- 
pation— all  these  things  are  thought  of. 
Then  the  way  a  man  is  running  his  busi- 
ness is  considered  too. 

Here  Mr.  Hodgkins  advised  all  think- 
ing of  branching  out  in  business  to  con- 
sult their  banker.  The  banker  knows 
general  conditions  and  can  invariably  be 
of  assistance. 

Dealing  with  another  aspect  of  the  re- 
tailers' financing,  the  speaker  urged  hav- 
ing a  chartered  accountant  make  a  re- 
port once  a  year  at  least.  The  money 
expended  is  well  expended. 

Ability  to  pay  back,  competition  which 
may  be  encountered — these,  and  the  bal- 
ance of  a  man,  are  of  vital  importance 


w.  w.  COOPER, 

of  the  W.  W.  Cooper  Co..  Swift  Current,  Sask.; 

elected    First    Vice-President   of   the 

Association. 


to  the  bank  in  determining  whether  or 
not  they  will  loan  the  funds  which  have 
been  placed  with  them. 

Starting  the  discussion,  Mr.  Agnew  of 
Prince  Albert,  stated  that  there  are 
bankers  of  all  kinds  in  Western  Can- 
ada— perhaps  the  largest  class  being  the 
retail  merchant,  who  supplies  the  farmer 
loans  in  goods.  Should  not  the  bank 
loan  to  these  farmers?  he  asked. 

"Well,"  answered  Mr.  Hodgkins,  "I 
think  farmers  are  rarely  refused — ex- 
cept quarter  section  men,  and  the  ex- 
emption laws  are  such  that  here  there  is 
really  no  security." 

Another  question  was  as  to  the  new 
law  enabling  banks  to  loan  upon  crops. 
This,  Mr.  Hodgkins  thought  good,  ex- 
cept that  banks  might  be  a  little  hesi- 
tant in  taking  this  security,  owing  to  the 
difficulty  in  watcliine  the  grain. 
9 


Question  of  Collateral  Securities. 

"Collateral  securities,"  were  treated 
by  Mr.  Turnbull  of  Regina,  who  com- 
menced his  remarks  by  stating  that  this 
was  the  one  thing  the  retailer  should 
keep  away  from. 

Mr.  Turnbull  agreed  with  remarks 
previously  made  to  the  effect  that  the  re- 
tailers are  the  bankers  of  the  farmer. 
"You  shouldn't  be,"  he  said.  "You 
should  educate  your  customers  to  pay, 
if  not  cash,  at  least  promptly.  In  your 
banking  you  don't  proceed  with  the  care 
that  Mr.  Hodgkins  has  outlined.  Many 
of  you  have  given  credit — really  loans 
— to  every  Tom,  Dick  and  Harry. 

"Collateral  security  is  security  for 
the  fulfillment  of  a  contract,  and  the 
best  way  to  make  it  unnecessary — and 
to  make  it  unnecessary  is  the  aim— is  to 
keep  close  tab  of  credit 

"Your  best  security,"  continued  Mr. 
Turnbull,  "is  the  man — his  real  char- 
acteristics. Then  the  dealer's  personality 
counts.  If  you  have  a  reputation  for 
not  taking  advantage  of  farmers,  they 
will  give  the  collateral  security  when 
asked." 

Proceeding,  Mr.  Turnbull  took  up  one 
by  one  the  classes  of  securities  which 
dealers  might  meet.  A  formidable  line- 
up it  was, — yet  the  questions  asked  later 
indicated  that  even  more  varied  have 
been  the  securities  taken  by  some  Sas- 
katchewan   dealers. 

Promissory  notes,  Mr.  Turnbull 
thought  fairly  satisfactory.  It  is  easier 
to  force  payment  with  these,  than  with 
nothing  but  book  debts — for  their  sale 
and  delievery  of  every  item  has  to  be 
proven  which  in  case  of  a  large  estab- 
lishment is  rather  a  difficult  thins'  to 
do. 

Moreover,  as  Mr.  Turnbull  pointed 
out,  the  promissory  note  makes  the  cus- 
tomer pay  interest  for  what  he  owes. 
"Every  one  else  exacts  interest,  and 
you  might  as  well  get  it  too." 

But  it  was  shown  that  this  interest  is 
not  altogether  simple — to  get.  If  allowed 
to  become  overdue  notes  cease  to  bear 
the  rate  called  for — but  only  the  legal 
interest  of  five  per  cent.,  unless  a  clause 
providing  for  the  continuance  of  the 
interest  is  inserted. 

Promissory  notes,  too.  are  in  a  sense 
valuable  because  they  are  negotiable, 
and  can  be  given  as  security  for  the 
dealer's  accounts. 

The  best  security,  and  as  Mr.  Turn- 
bull  also  assured  the  delegates,  the  hard- 
est to  get  is  a  mortgage  on  real  estate. 
The  mortgage,  once  secured,  should, 
however  be  immediately  filed,  as  priority 
is  not  according  to  the  date  on  the  mort- 
gage, but  according  to  the  time  it  was 
registered  in  the  land  titles  office. 

Mortgages  are  also  available  for  col- 
lateral, because  they  may  be  assigned. 
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Speaking  of  chattel  mortgage,  Mr. 
Turubull  urged  getting  a  lawyer,  and  a 
good  one  to  draw  these  up.  There  are 
More   Privileges  in   Small  Debt   Court. 

It  was  moved  by  Mr.  Morrison,  Moose 
Jaw,  seconded  by  Mr.  Evans,  Outlook, 
that  the  executive  board  of  the  Sas- 
katchewan Provincial  Board  of  Retail 
Merchants'  Association,  Inc.,  be  asked 
to  take  steps  at  the  next  session  of  the 
Legislature  to  see  that  the  Small  Debts 
Court  Act  is  amended  in  the  following 
lour  particulars: — 

(a)  That  the  limit  should  be  raised 
from  $50  to  $100. 

(b)  That  judgment  when  given  may 
lie  executed  against  the  lands  of  the 
defendant. 

(c)  That  in  each  and  every  case 
where  a  defendant  is  summoned  be- 
fore a  Justice  of  the  Peace  he  shall 
he  compelled  to  appear  in  person,  or 
to  give  good  reasons  satisfactory  to 
the  J.  P.  as  to  his  non-appearance; 
said  appearance  being  required  for  the 
purpose  of  ascertaining  said  defend- 
ant's financial  position. 

(d)  That  it  is  expedient  under  this 
Act  that  any  party  to  any  action  taken 
under  this  Act  shall  be  obliged  to  fur- 
nish security  for  costs  before  an  ap- 
peal is  taken. 

As  recommended  earlier  in  the  con- 
vention ,i  committee  was  appointed  to 
go  thoroughly  into  the  question  of  estab- 
lishing a  Mutual  Fire  Insurance  Com- 
pany and  to  prepare  a  report  for  con 
sideration  at  the  next  convention. 

To  this  committee  were  appointed 
Messrs.  Hutchinson,  Saskatoon;  Arden. 
Saskatoon;  Morgen,  Delisle;  Clair. 
Prince   Albert;  Mclike,  Saskatoon. 


Another  -landing  committee  to  look 
after  securing  new  legislation  was  also 
appointed  as  follows:  Messrs.  Bole, 
Etegina;  Hutchinson,  Saskatoon;  Mark. 
Rosetown ;  Maybee,  Moose  Jaw,  and 
Robinson,  Canora. 

Strong  attacks  were  made  on  the  im- 
plement men.  some  retailers  feeling  that 
they  should  come  before  the  former  in 
the  mailer  of  credits.  The  Government 
was  asked  to  prevent  the  taking  by  the 
implement  men  or  others  of  any  security 
other  than  a  lien  note  "for  the  amount 
of  their  claim  on  any  goods  sold  in  ex- 
cess of  the  value  of  the  goods  them- 
selves ' ' 

They  asked  for  a  thirty-day  instead  of 
six-month  time  limit  for  the  registra- 
tion of  co-partnerships  and  business  of 
any  nature  except  joint-stock  com- 
panies. 

Daylight  Saving. 

A  resolution  was  carried  susrsresting  to 
the  railways  "to  set  back  the  clock" 
one  hour  from  May  to  October,  to  secure 
"more  daylight."  Prince  Albert.  Moose 
•law,  Regina,  Saskatoon  and  several 
other  places  are  considering  this. 
Wolseley  tried  it  last  year,  bul  the 
farmers  objected. 

In  his  report  as  secretary  P.  E.  Ray- 
mond told  of  the  advance  made  already. 
There  are  now  in  Saskatchewan  70 
branches  of  the  association,  and  1,500 
members. 

Equally  gratifying  was  the  reporl  oi 
freasurer  Hutchinson,  who  announced 
i  \:t  the  organization  has  come  through 
its  firsl  year  with  a  creditable  balance 
of  nearly  three  hundred  dollar-  to  its 
eaadit. 


KINGSTON  STORE. 
ontinned    from   page  4.) 

parcel  post  has  been  welcomed 
b\  this  store,  particularly  in  its  fu- 
sed capacity  to  11  pounds. 

•  ■  We  are  careful  not  to  miss  a  mail 
in  fillinff  our  orders,"  said  Mr.  Steacy, 
"and  trust  to  build  up  a  reputation  for 
rapid  handling  of  our  orders.  We  have 
found  it  much  cheaper  than  before.  Now 
we  can  send  a  parcel  to  Gananoque  for 
eight  cents  that  cost  us  30  or  40  before. 
1'nder  the  parcel  post  we  will  prepay  all 
panel-;  formerly  we  paid  express  rates 
on  all  over  $5. ' ' 

"And    what      becomes      of  the   extra 

"Oh  we'll  charge  that  up  to  adver- 
tising,  and   a   fairly   cheap   form  of  ad- 

$- 

BIG  SELLING  EVENT. 
I  <  lontinued  from  pag< 

a  dollar     bargain,     the     best     teams  of 
'■!         ants  who  had  been  in 
business   for  20   years  said   they   never 
ad  had  a  better  day. 
Gall  had  a  good  time  on  February  26. 
St.   Catharines  on  Thursday.    M 
19,  and   [ngersoll,     Saturday,     March   7. 
Brockville   and    Paris   selected   the   same 
Tuesday,  March  24. 
In   nearly   every  case   the  calling   to- 
gether of  the     merchants  to  make     ar- 
as  been  done  by  one  of  the 
daily  papers.     In  a  few  cases  the  paper 
of    the  genera]  pub- 
licity   work,     posters,     streamers,   etc., 
ring  a  small  advance  in  regular  ad- 
\ i  rtising  rate-  to  c  ver  I 


Faulty  Advertisements  That  Are  Easily  Improved 

I  nstances  of  Too  Much  Underscoring,  <  Jurved  Lines,  and  Paneling 
Where  Reading  Mailer  Does  Not  Demand  il  -How  Separation  of 
Display  lanes  Secured  Added  Strength  to  Each  -Doubling  dp  an 
Aid  to  the  Eve. 


SEVERAL  -ample-  of  re  set  adver 
tisements  are  reproduced  on  the 
next  page  for  the  purpose  of  indi- 
dating  to  the  eye  as  well  as  the  mind  cer- 
tain improvements  in  the  typographical 
make  up,  withoul  taking  into  account 
ile  w  ording  itself. 

In  the  lir-t  example  several  suggestions 

for  improvement  inaj  be  made.  Several 
display  lines  are  jumbled  together  a1  the 
top,  thereby  detracting  from  the  effect- 
iveness of  any  one  of  them.  An  at  tempt 
has  been  made  to  secure  prominence  by 
the  u-e  of  curved  lines,  underscoring 
lie  •   and   panels,  but    all   are   futile.      In- 

i  he  em  \  e,l  (ie\  ice  is  becoming  ob 
oleic    in    this   straight-ahead    age,    the 


eye  as  well  as  the  feel  objecting  to  any 
route  thai  i-  not  what  Euclid  calls  "the 
shortest  distance  between  two  points." 

In  the  re -ei  advertisement  the  indi- 
vidual display  lines  come  out  more 
strongly  through  being  separated.  The 
border   itself   is  of  a    more    natural    type, 

withoul  any  curves  to  puzzle  the  eye. 
The  separation  of  the  store  name  from 

the   main    theme  of  the  ad.   tend-   to   uivc 

more  prominence  to  each. 

The  "Annual  Linen  Sale." 
In  the  second  group,  the  doubling  up 
of  the  bodj  of  the  reading  matter  tends 
to  ease  in  reading,  a-  the  eye  finds  it  ditli- 
cull  to  travel  across  a  lull  page  for 
long,  especially  with  fairly  small  type 
Lfl 


such  as  this  must  be.  There  is  also  a 
more  pleasing  arrangement  of  the  head' 
ing  and  the  signature  itself,  the  Ofl 
italics  for  the  words:  "Frederieton'a 
Acknowledged  Linen  House,"  Berving  to 
secure  for  it.  as  is  required,  a  distinctive' 
rest  of  the  ad.  The  use  of 
the  decorative  border  is  also  a  help  in 
making  it  stand  oat,  rather  than  running 
Hush  with  thi  if  the  page. 

In  the  thin!  example  too  many  ru 
the  main   weakness.     There  are  so  many 

used  in  the  underscoring  and  the  panel- 
ing that  whatever  effect  one  might  have 
is  lost.  The  re  -et  is  simpler,  and  with- 
out   any   panel,      tor     which   the   reading 

matter  does  not  call  in  this  COS 
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Original  Advertisements  and  Re-set  Copies 


Our  Annual  Linen  and 
Cotton  Sa/e 

/s  Now  Gofng  on 


■nd  we  pUn  (o  make  it  (he  BIGGEST  AND  BEST  SALE  WE  HAVE 
YET  HELD.  We  have  been  fortunate  in  •ecunny  a  limited  tot  of  Man- 
ufacturer*' Linen  Second"  which  ate  in  moat  uses  very  •lightly  imperfect 
«ndwh(chwl|]goqu.cklyat25PERCENT.  OFF  REGULAR  PRICES. 
Thi.  tot  includes  Table  Napluna.  from  $  I  00  to  $1000  per  dor,  Tablo 
Cloths,  all  ■..:■->.  from  $1.25  to  $11.00  each,  alao  a  few  p.ecea  of  1  -w., 
Good  Table  Damaak.     The*-  will  go  the  fir.t  day  or  two— *o  come  early. 

We  will  continue  our  uauat  cuatom  and  allow  you  10  Per  Cant.  Dis- 
count with  Free  Hemming,  on  our  complete  atock  of  Table  Linens,  Nap- 
fan..  Towel*.  Towelling*.  White  Quilu.  Colored  Quilta.  SheeUnga  and 
Pillow  Cottons.  Linen  Sheeting  and  Pillow  Linen.  Table  Padding.  Asbest- 
oa  Mats  and  Padding.  Bath  Mats.  Tray  Cloth.  DOihes.  Runners,  Centres, 
Etc.  Etc 

Last  Year  was  a  record  breaker,  and  we  are  planning  that  this  tale 
•hall  echpac  all  our  former  efTorts.  This  yearly  sale  should  appeal  to  all 
prudent  buyers.     All  purchases,  whether  large  or  small,  will  receive  our 


John  J.  Weddall  &  Son's 


a  Acknowledged  Linen  Hoi 


No.  1 — The  original. 


REDUCTIONS 


T3EING  overstocked 
in  several  lines 
of  winter  and  other 
goods,  we  are  mark- 
ing them  at  a  price 
to  make  it  worth 
your  while  to  come 
in  and  secure  Some 
Real  Bargains  ^  Bring 
us  your  butter  and 
eggs.  We  want  all 
you  can  bring  us  and 
we  give  best  price. 


Rapid  City  Trading  Co 

The  People's  Store 


No.  2— Re-set. 


OUR  ANNUAL 

LINEN  w  COTTON  SALE 

is  Now  Going  On 


AND  we  plan  to  make  it  the 
BIGGEST  AND  BEST 
SALE  WE  HAVE  VET 
HELD.  Wc  have  been  fortunate 
in  securing  a  limited  lot  of 
MANUFACTURERS'  LINEN 
SECONDS,  which  are  in  most 
cases  very  slightly  imperfect  .and 
which  will  go  quickly  at  25  PER 
CENT,  OFF  REGULAR 
PRICES.  This  lot. ncludes  Table 
Napkins,  from  $1 .00  to  $10.00  per 
doz,;  Table  Cloths,  nil  sizes,  from 
$1.25  to  $11.00  each;  also  a  few 
pieces  of  Extra  Good  Table 
Damask.  "These  will  go  the  first 
day  or  two — so  come  early. 

We  will  continue  our  usual  custom 


and  allow  you  10  PER  CENT 
DISCOUNT  with  FREE  HEM- 
MING, on  our  complete  stock  of 
Table  Linens,  Napkins,  Towels, 
Towellings,  White  Quilts,  Col- 
ored Quilts,  Sheetings  and  Pillow 
Cottons,  Linen  Sheetings  and 
Pillow  Linen,  Table  Padding, 
Asbestos  Mats  and  Padding, 
Bath  Mats,  Tray  Cloth,  D'Oilies, 
Runners,  Centres,  Etc.,  Etc. 
Last  Year  was  a  record-breaker, 
and  we  are  planning  that  this  sale 
shall  eclipse  all  our  former  efforts. 
This  yearly  sale  should  appeal  to 
all  prudent  buyers^  All  purchases, 
whether  large  or  small,  will 
receive  our  very  best  attention 


JOHN  J.  WEDDALL  &  SONS 

Fredericton's   Acknowledged  Linen  House 


No.  1 — Re-set. 


O     Phone  5 


^,v 


HIS        t^ROfCR'ft*       STOKE 


REDUCTIONS 


SOME  REAL  BARGAINS 


?i<2*cr 


~Wt— 


No.  2 — The  original. 


BIG  REDUCTIONS 

IN   ALL  LINES  OF 

WINTER  GOODS 


BIG  REDUCTIONS! 


Big  ReduOions  in  All  Line*  of 

WINTER 
GOODS 


I  Boy*'  Overcoat*   i 


CHAS.  3DE3-A.3ST 
No    3 — The  original. 


to  make  room  for  Spring 
Merchandise  which  will 
be  arriving  from   now  on. 

Men's  and  Boys'  Over- 
coats at  factory  prices,  and, 
in  some  cases,  less.  What 
we  say  we  will  do,  -we  do. 

Highest  prices  for  Butter 
and  Eggs. 

CHAS.  DEAN 


No.  3— Re-set. 
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RELIEF  FOR  THE  WEST 

THE  substantial  reductions  in  freight  charges  ordered 
by  the  Dominion  Railway  Commission  should  work 
oul  to  the  materia]  advantage  of  the  retail  merch- 
ants in  the  West,  and  improve  to  no  small  extent  the  con- 
ditions of  carrying  on  business.  Not  only  will  there  be 
the  direct  benefit  of  lower  freight  charges  on  purchases  of 
stock,  but  indirectly  in  the  reductions  in  coal,  provisions, 
flour,  grain,  etc..  which  will  benefii  the  people  as  a  whole 
and  necessarily  react  upon  trade  conditions  in  a  helpful 
manner.  The  Commission  does  well  to  disabuse  the 
public  mind  of  a  feeling  of  a  possible  antagonism  in  the 
interest  of  East  and  West.  It  declares  there  1ms  been  an 
unfortunate  misunderstanding  that  Eastern  Canada  bene- 
fits from  alleged  extortionate  tolls  in  the  West,  and  that 
Eastern  Canada  has  made  financial  sacrifices  for  railway 
development  in  the  West.  "Only  the  railway  benefits 
by  extortionate  or  unreasonable  tolls,"  it  declares. 
' '  Western  Canada  has  benefited  the  Eastern  manufac- 
turer,  who  will  equally  benefit  by  the  lowering  of  West- 
ern rates,  and  conversely,  the  Western  producer  is  inter- 
ested to  the  same  extent  in  such  rate  reductions  in  East- 
ern Canada  as  enable  him  to  reach  the  world's  markets 
at  low  cost.  Both  Fast  and  Wesi  are  alike  advantaged  by 
adequate  transportation  and  reasonable  tolls." 

This  favorable  outcome  of  the  Commission's  investiga 
lion  coincides  from  the  poinl  of  view  of  this  issue  of 
Drj  (I Is  Review  with  the  remarkable  co-operative  con- 
vention of  Saskatchewan  merchants.  Both  should  prove 
factors  ot  almost  inestimable  benefit  to  Western  retailers, 
and  for  the  one  equally  with  the  other.  The  Review  ox- 
lends   congratulation-. 


PROFITABLE  CONVENTION 

Till',  presence  of  40(1  hard-headed  business  men  at 
Moose  daw.  attending  the  annual  convention  of  the 
Retail  Merchants'  Association  of  Saskatchewan,  in- 
dicates that  the  problems  of  the  Western  retailer  are 
pressing  and  that  the  trade  is  strivim:  strenuously  to 
B0lve  them.  This  was  a  large  convention.  It  look-  as 
if   (he    West    is    more    a uu ivssi ve    from    the    standpoint    of 

than  the  East.     Four  hundred  men  is  quite 

an    army      from    a    business   standpoint      and    the   delibera- 
tions set    forth  by  our  own  correspondent   in   this  issue 

are    worth    the    careful    perusal    of    every    member    of   the 

trade. 

One  does  not  have  to  read  far  in  this  report  to  see 
that  Credits  is  one  of  the  biggeal  questions  in  the  West. 
Apparently  quite   a   lot    of   money   has   been   lost    by   giving 

indiscriminate  credit,  and.  as  tins  has  been  common  all 

0V6T  the   country,  the   trade  will   find  some  valunble   hints 

iiM,ii  the  discussion. 


Addresses  and  the  subsequent  discussion  on  Costing, 
Banking,  Borrowing,  etc.,  served  admirably  to  develop  the 
knowledge  on  these  things,  and  they  will  surely  tend  to 
make  better  and  more  careful  business  men  of  all  who 
heard  them.  Some  merchants  make  the  claim  that  there  is 
nothing  beneficial  in  organization.  But  surely  a  study  of 
the  questions  considered  and  the  points  involved,  as  con- 
tained in  the  report,  will  convince  the  most  skeptical  that 
there  is  something  more  for  us  all  to  learn. 


THE  STRINGENCY  HAS  PASSED 

CONFIDENCE  in  the  business  outlook  in  Canada  is 
being  regained  rapidly,  and  in  the  opinion  of  many 
shrewd  merchants  it  needs  only  a  breaking  forth 
into  the  brightness  of  sunny  weather  and  the  pulsating 
growth  of  Spring  to  re-create  most  of  the  old-time  vigor 
in  the  commercial  world.  Even  as  it  is  manufacturers  ami 
jobbers  have  assured  The  Review  that  Fall  placil  a 
orders  are  Large  beyond  their  expectations. 

But  precedence  in  the  pervading  tone  of  optimism 
must  be  accorded  at  this  time  to  the  Finance  Minister's 
utterances  in  his  Budget  Speech.  In  no  uncertain  tone 
he  rung  the  changes  on  the  return  of  buoyant  times  again 
financially,  agriculturally,  commercially. 

"There  is  no  doubt,"  he  declared.  "  that  the  severe 
and  prolonged  financial  stringency  through  which  the  busi- 
ness world  has  just  passed  and  from  which  it  is  only  now 
emerging,  marked  the  culmination  of  one  of  those  so- 
called  trade  cycles  well  known  to  economists.  Viewing 
world-wide  conditions  during  the  past  few  years  it  is 
apparent  that  Buch  a  cycle  ha-  been  passed  through;  we 
have  seen  normal  money  conditions,  good  times  through- 
out the  world,  the  expansion  of  enterprises,  vast  inci 
m  capital  expenditure  upon  railway  and  other  construc- 
tion in  Asia.  India.  Egypt  and  in  North  and  South  Ameri- 
ca.    1  ..ist   year  there  was  experienced  a  shortage  of  capital 

in  all  the  financial  centres,  with  constantly  increasing  in- 
terest rates,  until  after  a  period  of  prolonged  and  severe 
liquidation  ami  the  elimination  of  vast  amounts  of  in- 
flated  values,  Bomething  like  normal  money  conditions 
again  prevail.    The  world  is  now  in  a  period  of  general. 

hut  it  is  hoped,  temporary  trade  slackening.  Without  such 
slackening  the  financial  stringency  must  have  continued. 
The  trade  Blackening  alone  could  bring  it  to  its  appointed 
end.  The  conditions  1  have  referred  to  are  world-wide. 
We  are  particularly  interested  in  those  o(  Canada.  Our 
production  has  shown  a  most  gratifying  increase  in  all  the 
great  departments  of  our  national  activity.  As  1  have 
previously  shown,  in  foreign  trade  this  has  been  our  gr«at- 
est  year.  What  is  our  present  outlook?  Bankers  and 
business  men  unite  in  the  opinion  that  while  it  is  a  time 
\1 


DRY    GOODS    REVIEW 


Mr. 
Merchant 


We  want  to  send  you  some  of  our 
new  blouses.  Fresh  from  the  fac- 
tory— dainty,  attractive,  and  the  very 
latest  in  style,  they  are  goods  that  will 
bring  you  new  trade  and  help  hold 
what  you  have. 

We  will  send  you  a  descriptive 
folder  on  receipt  of  a  card. 


The  W.  R.  Brock  Co.  (Limited) 

MONTREAL 
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for  prudence  and  caution,  it  is  also  a  time  for  confidence 
and  courage.  The  Btrengtfa  of  Canada  lies  in  her  vast 
natural  resources.  Thai  is  the  rock  upon  which  our  pros- 
perity  is  soundly  based  and  Founded.  Any  depression,  gen- 
erally speaking,  can  be  bul  temporary  in  character  until 
such  time  as  normal  money  conditions,  joined  with  busi- 
ness confidence,  again  restores  the  wonted  activity  of  the 
nation.  While  this  is  so,  we  musl  not  close  our  eyes  to 
the  Pad  thai  we  have  been  passing  through  a  period  of 
considerable  inflation. 

•         •         *         • 

"There  has  been  m  real  estate  through oul  Canada  a 
expected  setback  in  values  of  speculative,  suburban 
and  business  properties.  On  the  other  hand,  the  values  oi 
farm  and  eentral  business  and  residential  city  properties 
are.  generally  speaking,  uo1  onlj  hem-  maintained,  bul 
will  undoubtedly  with  the  growth  of  the  Dominion  tend 
to  appreciation.     On   the   whole   the   readjustment    which    is 

going  on  in  real  estate  conditions  throughout  Canada  is 
recognized  as  inevitable  and  salutary. 


"Commercial  prospects  for  the  immediate  future  seem 
to  be  encouraging.  Conditions  will,  I  think,  gradually  im- 
prove with  the  returning  confidence  and  easier  money. 
Bj  reason  of  the  Autumn  conditions  of  last  year  which 
permitted  sod  preparation  on  an  unusual  scale  in  all 
parts  of  the  Dominion  the  outlook  for  agricultural  pro- 
duction i  his  year  is  mosl  favorable  and  we  may  look  for- 
ward to  increased  production  in  those  other  ureal  depart- 
ments, our  forests,  fisheries  and  mines." 


Throughout  this  period,  trying  for  many  business  men, 
a  salutary  influence  has  been  at  work,  a  process  of  intro- 
spection. The  merchant  as  never  before  has  come  into 
intimate  touch  with  his  own  business,  in  devising  means 
for  greater  efficiency  and  a  higher  percentage  of  profits, 
while  he  conserved  the  extent  of  his  efforts  to  hold  and 
enlarge  his  volume  of  trade.  Saner  business  methods  will 
emerge  from  this   temporary   cloud. 

— m — 


A  SELLING  IDEA  FOR  AUGUST 

IN  Fall  buying  and  the  planning  of  Summer  and  Fall 
selling  campaigns  it   will  pay  the  merchant   to  consider 
whether   he  should   not   give  his  window   trimmer  and 
ad.    man    the    advantage    of    attending    the    third    Annual 
Convention  of  the  Canadian  Window  Trimmers'  Associa- 
tion   to   be   held    in   Toroni i    August    11.  12  and    13   next. 

The  programme  that  is  being  arranged  is  one  full  of  prac- 
tical helps  to  the  daily  work  id'  the  window  dresser,  card 
writer  and  man  who  prepares  your  ads.  Demonstrations 
will  be  given  by  some  of  the  men  most  skilled  in  draping 
on  the  continent.  The  hints  lhe\  throw  out  will  raise 
the  standard  of  the  draping  in  your  own  windows  for 
the  twelve  months  to  come,  and  the  intricacies  of  all  the 
new    styles    will    be    laid    bare. 

An   expert    will  give  pointer-  on   llie  trimming  of  men  "s 
wear  window-;  another  on   backgrounds;  another  on  card 

writing;  at   leasl   one  other  on  advertising  ami   its  rela 

lion    lo  window    dreSBing.     One  of  the  most    valuable   items 

will  be  a  series  of  Btereoptioan  riews  of  scores  id'  the  best 

window    trim-  in  stores  aCTOSB  the  border.     The  three  days 

will    be   packed    with    instructive   demonstrations.       The 

Canadian    organization    is    still       in    its    infancy,    it     needs 

some    fostering  al    first.     Canadian   window   dressing  is 

advancing  rapidly  beyond  the  stage  of  immaturity,  and 
Canadian    windov    trimmer-   more  and   more  are  holding 


their  own.  and  winning  prizes,  when  fitted  with  the  best 
the  United  States  can  otfer.  From  the  trimmers  of  both 
count  in-  the  convention  will  draw  its  supply  of  speakers 
and  the  merchant  can  depend  on  the  best  ideas,  the  most 
up-to-date  artifices  being  presented  at  the  Canadian  meet- 
ing.  It  is  not  necessary  at  this  date  to  mention  the  ex- 
treme importance  of  an  attractive  and  consistent  window 
display  in  the  Belling  of  goods.  The  deduction  is  an 
obvious  one:  the  merchant  should  support  any  movement 
that  will  improve  the  skill  of  the  window  trimmer  and 
tin-  selling  power  of  the  window  he  dresses. 


THANKS  TO  "THE  TANGO" 

Do  you  dame  the  Tango ?  Perhaps,  not:  probably  Dot. 
You  will  add.  What  care  we  about  the  Tangof  What 
cares  our  town.'  What  has  it  to  do  with  busi 
:n  Canada:  business  anywhere  except  a  few  of  the  more 
exclusive  -hops  in  New  York,  London.  Dans.  Berlin  or 
Vienna,  and  perhaps  Chicago.  Atlantic  City  and  Palm 
Beach?  And  yet  this  same  Tango,  subject  alike  of  tor- 
rential eulogies  and  ascetic  anathemas,  is  the  predominat- 
ing influence  in  the  style  world  to-day.  It  has  influenced 
color:  witness  the  long  train  of  warm,  soft  shades  that 
have  followed  in  its  wake.  It  has  influenced  the  foot- 
wear of  all  mankind  except  a  few  interior  South  Africans 
or  Patagonians.  It  has  influenced  the  cut  of  women's 
skirts,  banished  the  tight  lit.  inaugurated  the  Hare.  and. 
|o\  of  joys  for  the  outfitter,  it  may  bring  in  the  reign  of 
the  despised  petticoat  again,  just  to  win  that  fluffy  look 
a<  of  old.  Laces  and  embroideries  owe  it  a  debt  they  will 
he  long  in  repaying;  and  beads,  -well,  what  girl  is  there 
now  does  not  long  for  a  string  of  those  scintillating  Tango 
ambers?  Trade  has  puffed  out  from  its  retiring,  sullen 
mood  in  many  a  line,  and  all  because  of  the  Tantro. 
Despise  it  not! 

® 


EDITORIAL  NOTES 

|)()    VOC    NEED    A    SPRING   housecleaning  in   your  own 

-lore? 

•  •  • 

ARE    VOC    TAKING    advantage    of    the    11-lb.    20-mile 
/one  parcel  post  system  yet? 


ARE  V01"  STIRRING  up  the  housecleaning  fever  Dy- 
vour displays  of  dainty  chintzes  and  cretonnes,  wall- 
papers and  vacuum  cleaners t 

•      •       • 

THAT    WAS    GOOD   advice   in    the   main    given    the 
kali  hew  an  merchants  by  a  hank  manager:  To  consult  the 
hanker  as  to  general  conditions  before  branching  out.  and 
to  employ  a  chartered  accountant  once  a  year. 

•  •        • 

TDK  ABSENCE  OF  TEARS  Over  the  exclusion  of 
aigrettes  goes  to  prove  that  in  the  hurly-burly  of  our 
business  we  stop  to  think,  sometimes,  of  that  part  of 
Nature  that    lies  outside  of  man. 

•  •  • 

Tilt:  SASKATCHEWAN  Retail  Merchants  have  their 
OO-Operative  credit  system  down  to  such  a  tine  point  that 
the  other  da\  when  a  man  went  into  a  store  to  buy  a  :r.':.r> 
rifle  and  asked  for  credit,  his  record  was  looked  up.  It 
was  found  to  be  "E."  Kesult  :  He  was  refused,  and  the 
dealer  has  his  $36  rifle  instead  of  a  "fifth  rate"  debit  item. 
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DRY    GOODS    REVIEW 


Conventional  Toronto 

Sipping  Chocolate 

Is  Shocked. 

A  prattlesome  little  bird,  christened  Grundyism,  brought 
a  choice  morsel  of  news  to  the  Dresden  five-o'clock  tea, 
Mary  Anglin  was  on  the  stage!  No  doubt  about  it. 
Someone  had  seen  her  picture  in  a  group  outside  the 
Academy  of  Music  illustrating  the  scenes  from  "Shen- 
andoah." 

Mary  Anglin,  the  Canadian,  born  in  the  Legislative 
halls,  of  a  prominent  family  which  now  dignifies  our 
Supreme  Court,  had  secretly  developed  histrionic  ability  in 
New  York.  Charles  Frohman  discovered  her,  and  Mary 
Anglin  the  amateur  developed  into  Margaret  Anglin  the 
professional. 

The  story  of  her  success  is  well  told  by  Margaret  Bell  in 
the  April  "MacLean's."  And  "MacLean's"  with  the  new 
Coburn  art  covers,  with  its  new  illustrations  by  leading 
artists,  with  its  page  drawing  by  Dudley  Ward,  a  rising 
artist  with  strong  individualistic  style,- — this  is  the  Cana- 
dian journal  that  is  dignifying  the  Canadian  literary  field. 
This  article  on  Margaret  Anglin  has  produced  an  eulogis- 
tic notice  from  the  New  York  critics.  If  you  are  interested 
in  Canadians,  you  will  see  that  this  magazine  adorns  your 
library  desk. 

Many  features  for  the  April  issue,  such  as  the  five 
selected  short  stories  by  particular  writers,  the  series  of 
German  masterpieces  by  the  Berlin  correspondent  of  the 
London  Daily  Mail ;  the  Business  Outlook  by  the  editor  of 
The  Financial  Post;  the  Best  Selling  Book  of  the  Month 
by  the  editor  of  Bookseller  and  Stationer;  the  Review  of 
Reviews  with  its  selected  condensed  notes  from  the  maga- 
zines of  the  world,  and  the  special  Canadian  articles,  will 
appeal  to  you  every  day  of  the  month. 

May,  with  its  wealth  of  good  things,  follows  hard  upon 
it.    P*ve  the  way  for  the  sure  approach  by  ordering  now. 

Send  us  a  postcard  and  have  your  name  placed  on  our 
subscription  list. 

Subscription  $2.00  a  year.  Twenty  cents  a  copy. 

WRITE   DEPARTMENT  M. 

The  MacLean  Publishing  Co. 

LIMITED 

143-149    University   Avenue,  Toronto,    Canada 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Good  Profits  in  Fancy  Goods  and  Notions 

Well  Stocked  Notion  Department  Brings  Customers  to  the  Store 
— Discretion  in  Buying  by  Testing  Different  Makes — Periodical 
Special  Sales — An  Eye  Open  tor  Novelties. 


Till'',  endless     wants     in  the  notion 
field    should      always  mean   good 
business  to   the   store    with    a    well 
assorted,   carefully    looked    after   stock. 

I  here  is  plenty  of  profit  in  notions  even 
though  individual  sales  are  small,  and 
he  man  who  watches  market  conditions, 
and  is  open  to  take  advantage  of  reduced 
prices,  etc.,  will  always  have  plenty  of 
business,  and  will  make  satisfactory  re 
turns. 

A  good  notion  department  is  always  a 
busy  one  and  this  alone  is  of  importance. 

II  the  department  has  the  confidence  of 
your  customers  because  they  know  you 
always  have  the  many  small  articles 
wanted  in  stock  and  quite  as  important 
they  are  assured  that  while  the  price  is 
right  the  quality  is  there  also.  This  is 
an  important  factor  in  handling  notion- 
for  though  in  many  lines  apparently  the 
same,  there  is  a  great  difference  in  the 
service     given.       Take    the    very    much 

ised  snap  fasteners  for  instance.  There 
Some  fasteners  thai  come  undone 
easil}  and  which  cause  any  amount  of 
trouble  and  embarrassment  by  eominii 
loose  at  wrong  times  and  places,  ami 
there  are  others  that  once  snapped  are 
.  c  in  difficult  lo  pull  apart,  the  result 
being  the  tearing  of  delicate  material-. 

Another    point    that    should   be   attend 
,,1    to    i-    that    fasteners   should  be   rust 
proof  as  the}  arc  not  only  used  on 
bag  dresses  and  waists  but  are  subject  to 
action   of  perspiration;      therefore, 
Mr.   Buyer,  ii    will  pay  you  to  test  the 
fasteners  you  stock  in  your  department. 
-,,,-  the  carrying    of  the  right     articles 

means  a    department    that    is   not    only    a 
profit    bringer,    but     a    valuable    asset     in 
asmuch  as  it  attracts  customers  who  will 
also  patronize  other  departments. 

In    nine    cases    out     out     of    ten    when 

you  are  bringing  people  into  the  store 

because  your  notion  stock  is  reliable. 
you  are  also  making  trade  for  every 
other    department     in    the    store.  The 

busiest  store  is  as  a  rule  the  one  that 
iias  a  live  "lie  fancy  goodfl  and  notion 
section.  People  are  atlractcd  tirst  to 
make  small  purchases ;  they  pet  the 
'  atiit    of    Doming    t»    the   store    and    then 


become    customers    in    the    departments 
which  call  for  Larger  expenditure. 

How   to  keep     up  this     keen   interest 
-hould  be  every  buyer's  study.     Keeping 

the  department  thoroughly  well  stocked 
i-  one  way.  and  keeping  onl>  merchan- 
dise that  is  thoroughly  reliable  is  anoth- 
er point.  To  get  the  advantage  of  close 
prices  stock  should  be  purchased  at 
headquarters.  The  question  of  quanti- 
ties is  one  tor  the  buyer  to  settle.  Large 
quantities  mean  special  prices  and  dis- 
counts, but  there  is  a  limit  to  this  ad- 
vantage, for  it  is  not  desirable  to  buj 
uch  quantities  that  the  stock  re- 
mains so  long  on  hand  that  it  gets 
shopworn  and  has  to  he  reduced  in  price, 
or  that  it  means  your  stock  will  not  be 
turned   over   as   many    times. 

Periodical  special  sales  are  wond< 
aids  to  building  up  a  notion  department. 
At  the  opening  of  each  season  is  a  good 


tune  to  hold  a  notion  sale.  Buyers 
also  keep  a  watchful  eye  out  for 
not  nm  novelties,  for  these  not  only  at- 
tract attention  but  bring  irood  profits. 
New  fashions  bring  new  wants  and  the 
and  sell  them  is  while  the  fad  is  grow- 
ing,  not    when   the  end  is  in  sisht. 

@- 


CHRISTMAS   TOYS 


V"  bu  pin,  tango  pin  ami  silver  vanity 
case.    Shown  by  Bibberl  8t  Jaslow, 

Mont  real. 
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Among  a  large  number  of  new  srames 
is  a  comical  version  of  the  old  "Pin  the 
tail  on  the  donkey.''  Last  year  a  few 
samples  of  a  blindfold  game  of  sticking 
a  pipe  in  a  man's  mouth  were  seen,  in 
which  holes  are  bored  close  tosrether  all 
over  the  face,  head  and  neck  of  the 
farmer,  and  the  trick  is  to  stick  the  end 
(if  the  pipe  in  a  hole  in  his  mouth,  he 
exclaiming  all  along:  "Say.  will  one  of 
you  fellers  hand  over  me  poipe?"  In 
the  latest  case  a  baby's  head  is  made  in 
wood,  and  a  feeding  bottle  is  to  be 
stuck  in  its  mouth.  Its  cry  is:  "I  want 
my  bottle."  Dozens  of  holes  are  made 
its  i  ace  in  this  case  too. 

Plastic  Clay. 
"Plasticine,"  a  clay  form  for  model- 
ing, became  very  popular  last  year,  and 
a  number  of  educational  lines  for  its  use 
ave  been  invented.  For  instance,  there 
is  a  Dickens  series,  a  history  set,  a 
builder,  a  housekeeper,  etc.  Outlines  of 
figures,  such  as  Cromwell  and  Dickens' 
-.  are  made  in  paper,  and  the  plr.s- 
ticine  built  up  in  these  and  colored,  giv- 
ing the  original  furure  in  high  relief. 
Another  variety  is  where  oil  paper  is 
used  to  supply  the  pattern.  The  plasti- 
cine is  built  tip  on  this,  and  then  it  is 
.•lit  away.  The  material  is  now  sold  by 
the  pound  in  assorted  colors. 

New  Device  for  Drawing. 
An  odd  toy  is  known  as  the  "reflwto- 
graph>"  and  is  used  for  drawing.  An 
outline  of  a  cat.  a  dag,  etc.,  is  made  on 
n  piece  of  paper  on  top  of  a  box  of  wood. 
At    riirli t    angles  a   piece  of  sjlass,  like  a 
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Dry  Goods  Review 


De  Long 
Hook  and  Eye 

See  that 

hump? 


TRADE    MARK 
BEG  US   PAT  OFF. 


De  Long 
Press 
Button 


World's    Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never!!. 


De  Long 
Ho  ok  and  Eve 


Tap 


LOOK 
FOR  THE, 
TAGS, 


Hookand  Eye 


Bless  that 

Nub! 


TRADC  MARK 
RE6  U.S.  PAT  OFF. 


Just  Now 
DeLongPkessButtons 

should  occupy  a  prominent 
place  on  your  notion  counter. 

They're  the  ideal  fastener 
for  summer  frocks  and  all 
wash  fabrics.  Very  flat  and 
secure?  washing  wont  rust 
them,  ironing  wont  injure 
them,  nor  mark  the  goods. 

You  can  recommend  the 
DeLong  Press  Buttons 
unhesitatingly  to  your 
customers,  just  as  you, 
can  recommend  the> 
famous  See  That  Hump" 
DeLong  Hooks  and  Eyes 
and  all  other  DeLong 
Products,—  invariably 
the  best  of  their  kind  . 

The  DeLong  Hook  ***r Eye 
Company 

of  Canada,  Ltd. 
St. Marys,  Ontario 


Dry  Goods  lleview 
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pane,  is  sot  up,  and  on  the  ri<rht  side  of 
this  is  a  piece  of  blank  paper  the  same 
size  as  the  one  on  the  other  side  with 
the  drawing  on  it.     The  purpose  of  this 


transparent  glass  is  to  reflect  on  the 
blank  paper  the  outline  of  the  cat,  and 
with  the  right  hand  the  child  sketches  it 
in. 


Fancy  Novelties  of  the  Hour 

Tango  Beads  Still  the  Fad — Increasing  Interest 
in  Rhinestone  Set  Pins — Garter  Purses  to  Clasp 
About  the  Leg — Safety  Pockets  of  Chamois. 


NOW  that  the  tourist  season  is  com- 
ing along  there  are  many  useful 
articles  that  appeal  to  travelers. 
Garter  purses  are  a  good  selling  item,  as 
they  insure  the  security  of  money  and 
jewels  when  traveling.  These  garter 
purses  are  a  new  item,  and  are  clasped 
around  the  leg  by  means  of  snap  fast- 
eners and  can  be  worn  either  under  or 
over  the  stocking.  They  have  safety 
pockets  made  of  chamois  leather  and 
are  so  comfortable  that  they  can  be 
worn  both  night  and  day.  In  case  of 
fire  or  accident  the  wearer  would  have 
both  money  and  jewels  safe  and  con- 
cealed in  the  pockets. 

Now  that  crocheting  is  again  the  fash- 
ion a  new  idea  in  the  shape  of  a  crochet 
cotton  holder  ought  to  sell.  This  is  a 
metal  bracelet  with  an  attachment  of 
wood,  which  holds  the  ball  of  cotton  and 


prevents   it   dropping   on    the   floor   and 
getting  snarled  and  tangled. 

Very  few  buyers  pay  the  attention  to 
hair  nets  that  the  large  sale  of  these 
articles  warrants.  Hair  nets  get  very 
little  featuring,  either  in  advertising  or 
display,  and  yet  there  is  a  steady  and 
enormous  sale  for  them.  Here  is  an  op- 
portunity for  some  buyer  to  make  an 
article  that  is  in  demand,  and  yet  is 
little  talked  of,  an  important  feature 
with  good  results  to  his  department.  New 

SOME  NOVELTIES. 
Garter  purses  to  clasp  around  the 


leg. 


Safety  pockets  in  case  of  fire. 
(  rochet  cotton  hold*  r. 
White  and  Titian  red  hair  nets. 
Fancy  jeweled  combs  and  pins. 
Bag  to  match  each  gown. 


.inly  will  mean  that  there 
will  be  more  hair  nets  (ranted,  as  styles 
are  growing  more  formal  Large  marcel 
waves  are  coming  in,  and  there  will  be 
more  hair  nets  used  to  keep  stray  locks 
in  place. 

Importers  are  preparing  for  this  in- 
i  reased  demand,  and  are  adding  white 
and  Titian  red  to  the  usual  black,  ash 
and  blonde  colors  now  selling.  Among 
the  new  shapes  the  most  favored  is  the 
cap  shape.  This  shape  is  fitted  with  a 
border  that  holds  it  in  place  without  the 
usual  elastic  cord,  and.  therefore,  it  is  a 
simple  matter  to  adjust  it  so  that  it  will 
keep  the  hair  in  order. 

One  feature  of  the  change  that  is  eom- 
iriLr  about  in  hair-dressiiiLr  styles  is  the 
increase  in  the  sale  of  switches.  Another 
change  is  the  increasing  interest  taken 
in  hair  ornaments.  Fancy  hair  orna- 
ments are  becoming  very  popular,  for 
the  reason  that  the  new  styles  of  hair- 
dressing  demand  their  liberal  use.  Paris 
is  favoring  hair  ornaments,  and  is  send- 
ing out  some  wonderful  designs  in  combs 
and  pins. 

At  the  present  moment  it  is  turban 
pins  and  tango  pins  that  are  sellim: 
in  various  ways  with  rhinestones.  There 
are  also  pins  set  with  colored  stones  and 
with  combinations  of  rhinestones  and 
colored  stones.  Spanish  combs  and 
combs  that  are  shaped  like  three  pins  in 
(Continued    on    page    4S.) 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


H  The  same  wisdom  and 
foresight  which  prompts 
a  manufacturer  to  ad- 
vertise, will  naturally 
guide  him  in  forming 
his  whole  selling  and 
general  business  polio, 
and,  like  a  good  gen- 
eral, he  is  prepared  for 
every  contingency  and 
emergency. 
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Novelties  in  Parasols 

New  Arrangements  in  Stripes 
— Circular  Frills  of  Silk  and 
Frills  of  Lace  and  Chiffon — 
Artificial  Flowers  Used  on 
Dressy  Parasols. 

THERE  is  decidedly  a  diversity  of 
shape  in  the  parasols  and  sun- 
shades shown  for  the  present  sea- 
son, and  this  originality  is  very  marked 
in  the  more  expensive  models.  With 
taffeta  the  leading  fabric  abroad  it  is 
not  strange  to  find  this  silk  used  in  the 
production  of  high-priced  imported 
models.  To  accompany  the  tailored  suit 
parasols  of  plaid  or  of  striped  taffeta 
are  shown.  The  plaid  parasols  are  as  a 
rule  plainly  covered,  the  plaid  itself  be- 
eing  doubtless  regarded  as  being  suf- 
ficiently novel  because  of  the  varied  col- 
or blendings.  With  stripes  it  is  differ- 
ent and  various  fancy  arrangements  are 
noted,  one  of  the  most  striking  of  which 
shows  the  gores  cut  with  the  stripes  on 
the  bias  and  matched  so  as  to  form  a 
more  or  less  acute  V  at  each  rib.  When 
very  wide  stripes  in  pronounced  contrast 
such  as  black  and  white,  turquoise  and 
beige,  helio  and  black  and  kindred  com- 
binations are  used,  the  effect  is  very 
striking. 

Now  that  the  whole  fashion  world  is 
talking  lace,  chiffon  and  flounces,  many 
of  the  more  elaborate  afternoon  and 
carriage  parasols  are  thus  adorned  with 
frills  of  lace  or  chiffon.  But  the  newest 
frill  ideas  is  the  application  of  the  godet 
idea  to  the  frilled  parasol.  A  beautiful 
parasol  of  this  kind  had  four  godet  or 
circular  flounces  covering  it  of  pale  pink 
faille  silk. 

These  flounces  produced  a  very  pleas- 
ing ripple  effect  when  the  parasol  was 
opened.  Another  new  feature  was  the 
trimming  feature  of  a  single  large  arti- 
ficial rose  and  foliage  placed  on  one  side. 
Many  of  the  later  parasol  models  are 
adorned  with  artificial  flowers  and  some 
of  them  even  with  bunches  of  fruit.  Not 
only  just  one  bunch  but  also  garlands 
are  used  and  some  few  parasols  have 
large  hand  painted  roses. 


Neckwear  Novelties  That  Made 
Good   Easter  Selling 

Neckwear  Extensively  Featured — The  Collar 
Line  is  a  Varied  One — Guinrpes  Big  Sellers — 
Novelties  in  Ostrich  and  Marabout. 


EASTER  is  only  second  to  Christmas 
in  selling  importance  in  the  neck- 
wear department,  and  all  stores  are 
making  special  displays  of  Easter  neck- 
wear. Fancy  neckwear  comes  in  a  mar- 
velous assortment  of  novelties  offered. 
As  long  as  the  present  mode  of  wearing 
the  neck  bare  with  a  V-shaped  opening 
to  the  dress  in  front  some  form  of  neck- 
wear finish  will  have  to  be  worn.  At  the 
present  time  there  is  a  wide  choice  but 
the  Normandy  and  Gladstone  collars 
made  of  organdie,  batiste,  or  muslin 
have  first  place.  Some  of  these  collars 
are  simply  hemstitched  around  the  edges, 
while  others  have  a  narrow  edge  of  lace. 
The  same  style  of  collar  is  developed  in 
lace  and  net  with  the  addition  of  various 
collar  and  fichu  finishes  in  the  same 
materials.  This  fichu  effect  is  not  nearly 
so  full  and  fussy  as  it  was  and  seems 
designed  more  to  show  the  beauty  of  the 
pattern  of  the  lace.  Tailored  bows  in  the 
new  collars  and  pins  mounted  with  tiny 
made  silk  flowers  and  berries  are  used 
for  keeping  these  fichus  in  place. 

The  best  selling  line  in  neckwear  con- 
tinues to  be  the  guimpe.  New  guinrpes 
come  in  organdie  and  muslin,  some  of 
them  with  the  body  of  net.  Gladstone 
and  Normandy  collar  guimpes  come  in 
organdie  and  net  and  some  of  them  are 
prettily  embroidered.  Net  guimpes  are 
the  popular  sellers  and  are  trimmed  with 
net  pleatings.     Many   are  made   in   sur- 


plice fashion;  others  are  made  to  look 
like  waistcoat  fronts.  Wide  fichu  col- 
lars are  made  of  shadow  lace  and  net, 
or  of  very  fine  net,  and  also  of  chiffon 
cloth,  lawn  or  batiste.  Some  of  these 
collars  are  embroidered  while  others  are 
finished  with  pleatings  of  net  or  shadow 
lace.  Collars  with  fichu  ends  are  still 
liked  and  many  pretty  numbers  are 
shown. 

There  is  a  very  wide  demand  for  flat 
collars  and  while  many  are  the  product 
of  the  neckwear  houses  and  are  made 
of  crepe,  net,  shadow  lace,  organdie, 
batiste  and  chiffon,  there  is  steady  de- 
mand for  flat  collars  in  the  lighter 
Venise  laces  and  also  in  embroidered 
crepe  or  batiste  combined  with  net  and 
heavier  laces.  Bows  are  perennial  and 
besides  the  floral  effects  are  bows  of  nar- 
row folded  crepe  de  chine  or  silk  con- 
sisting of  many  loops  and  a  multipli- 
city of  ends  each  finished  with  a  large 
iimher  bead.  Bows  with  bead  tassels 
or  drops  on  the  ends  are  also  new. 
Good  for  Feather  Neckwear. 

The  season  promises  to  be  an  excep- 
tionally good  one  for  feather  neckwear. 
Marabout  sets  of  stole  and  muff  are  sell- 
ing and  some  of  the  new  stoles  are  lined 
with  satin  to  prevent  them  twisting.  Os- 
trich feather  neckwear  is  also  showing 
in  smart  numbers.  These  come  in  popu- 
lar priced  effects  as  well  as  in  high 
priced  novelties. 


First   and   third,  beauty   spot   veilings;    second,   lace   of  Oriental   design. 
Shown  by  Thompson  Lace  &  Veiling  Co.,  Limited. 
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I)  RESS    ACCESSO  RIES 


New  Fall  Colors  in  Ribbons 

Blues  Strong  on  the  New  Color  Card-    Dhe  New 


Greens  in  Onyx  and  Reseda  Shades- 
Moires. 


-Vogue  for 


THOUGH  the  besl  season  for  rib- 
bons is  always  in  the  Spring,  there 
is  not  the  shadow  of  a  doubt  tli.it 
their  rogue  will  continue  throughout 
the  coming  season.  Wide  ribbons 
promise  well  for  millinery  purposes  and 
though  it  is  much  too  early  to  make 
any  but  the  most  general  predictions 
every  indication  seems  to  point  to  an 
extensive  rogue  for  moires.  Tinsel 
will  assuredly  be  featured  in  trimmings 
tor  Fall  and  therefore  it  is  to  lie  ex- 
pected that  the  feeling  now  manifesting 
itself  for  tinsel  effect  in  ribbons  will 
continue.  Apari  from  millinery  pur- 
poses there  is  always  a  big  outlet  for 
fancy  ribbons  for  arl  needlework  and 
other  uses.  In  this  connection  it  maj 
be   said    that    Dresdens   are   staple. 

I  e  St.  Etienne  manufacturers  have 
put  out  then-  Pall  color  card  for  ribbons, 
and  while  there  are  important  changes 
suitir  olors  to  the  new  season  on 

the  whole  it  is  a  continuation  in  color 
tones  of  t  he  one  issued  for  the  preseni 
season. 

I  Ine  feal  are  t  hal  is  worth  noting  is 
the  importance  given   to  the  shades  of 

First    in     point    of   no\  city   conic 

the     remarkably      beautiful     range     of 
shades  called  onyx.     This   range  bi 
with  a  delicate  nile  green  and  ends  with 
a  dai  k   Bhade  of  m\  rile.     There  are  also 

tones  of  green  beginning  with  re- 
seda to  which  the  name  of  lierre,  or  ivy 

is  attai  bed.     a  new  range  of  our 

rant    reds   is   listed    aa    Mo-eillc   or   go 

berry.     There   are    t i x . ■    shades    in    this 
being  on  the  Bur- 

■  iiioh  order     Turquoise  and  Nattier  re- 


quire no  explanation  and  the  list  of  blues 
is  completed  by  three  good  shades  of 
navy,  while  under  the  name  of  gobelin 
i-  shown  a  range  of  dull  pastel  blues 
deepening  down  into  strong  steel  in  the 
darker  tones.  Five  very  pleasing  cop- 
per tones  come  under  the  name  of  maro- 
eain,  and  there  are  no  less  than  five  or- 
ange  shades,  equal  number  of  taupes. 
the  first  of  which  is  a  parchment  or 
puttj  color.  There  are  three  dull  violet 
shades    listed  under  the  name  of  anemone. 


Wiggling  Worms 

Among  the  Veilino;  Novelties — 
Beauty  Spots  Sell  Well.  But  the 
Besl  Business  is  I  >one  on  Light 

Meshes  ami  Neat  Patterns  — 
Fruit  Motifs  New. 

THERE  is  oothing  thai  is  startlingly 
new   in   veiling  lines  though  there 
arc  any  number  of  attract  ive  no\  - 
elties  on   the  market.     The  facl    is  thai 
elling   i-     chieflj     confined  to  what 
•i  a\    be   t(  nned   -taples.  and   little  else 
inii  piece  goods  are  selling.  Filmj  mi 

and  small  neat  pattern-  are  the  rule. 
The  hexagon  meshes  that  were  intro- 
duced Last  Pall  arc  stin  among  the  besl 
sellers.     The  trade  i-  beginning  to  ask 

for  novelties  and  there  is  some  9igD  of  a 
development     in     this    direction.       Some- 

a  litt le  off  i he  beaten  t rack  is  the 

1186  of   fruit    motifs  instead   of   the  much 

seen  conventional  and  floral  designs  such 
as   bunches   of   grapes   and    clusters   ^f 
cherries  and  berries     \-  for  Moral  effects 
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ly  of 

alley    and    many    others.      Butterfly 

pat'.  .  in-   the  insect  in   vat 

-  zee  are  also  good. 
I    e  beauty  spol  idea 

and    wiggling  wo.' 
t  ion    marks   and    • 
will    doub  the    woman 

alwa; 

cidedly  I  in  the  beauty 

.    and    tin-    sunburst    effect 

good.      Oriental    veils   half   in    beavj    pat- 
tern   and    half    in    lighl 

ing   and    there   i-  a   disposition   to 
-how  veilings  with  neat  borders. 

Shaped    veils    woven    so   thai    they   tit 

the   hat   and   !  .:«•   face  arc  ai 
of   the   novel!  and   a   made 

with  a  band  of  narrow  velvet  at  the  bot- 
tom edge  that  goes  about  the  neck  and 
fasten-  at  the  back  with  a  snap  fastener 
i-  a  new  idea  with  possibilities.  This  is 
an  idea  that  can  be  applied  to  anj 
either  individual  or  by  the  vard  and 
could  be  made  to  work  out  a-  a  saie  in- 
ducement. A  made  up  veil  could  be 
shown  in  the  department  and  the  velvet 
could  be  put  on  for  the  customer  for  a 
-mall  advance  over  the  cost  ot  the  veil- 
ing.  By  selling  in  this  manner  the  cus- 
tomer could  choose  any  veil  that  suited 
her  fancy,  and  the  velvet  could  be  made 
lh<    proper  length  to  fit  each  individual. 


Black  Laces 

.Wis  Taking  Place  of  Shadows 
ami  Latter  Becoming  Staple  for 
T  r  i  in  in  i  n  e  —  Imitations  in 
Greal  Demand. 

AT  the  preseni  time  the  millinery 
trade  is  taking  lace  in  quantity, 
particularly  medium  widths  in 
black  shadows  and  Chantillys.  AJen- 
rres  and  other  light  lace-  are 
also  selling  hut  the  cl- 
ou the  above-mentioned  lir.es.  and  the 
prospects  are  that  lighl  laces  will  be  a 
big  item  in  millinery  trimmings  risrht 
through    the    summer    - 

■ 
Camisole  laces  are  also  Bhowing  in  Ori- 

■ts    hut    these   laces   are   not    a- 

appropriate     for     the     purpose     as  the 
shadow      effects  and      therefore  though 

-ale    i-    <\p.  •  j    are   m  ' 

pected    to   interfere   to   any    extent    with 
the  sale  of  shadows    for  this   purp 

-  adows  are  Belling  well  to  the  counter 
trade  not  only  in  flouncings  from  12  to 
'27  in.  but  also  in  wide  and  nai 

T  ere  is  only  a  staple  call  for  all- 
over-  a-  net  to  a  great  extent  ha-  taken 
their    placi  9    are   sellin-r   won- 

derfully   well.      Double-edged    bead 
are    wanted    for    'he    shoulder    -trai' 
■  tinned  on   pasre  +S.1 
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PRING 
IS  HERE 


Now    is    the    time    to   sort    up 
your  stock  of 

Veilings,  Collars,  Laces, 
Frillings,     Fancy     All- 
overs,  Nets,  Malines, 
etc.? 


Mail  orders  promptly  attended  to 


*\ 


sop  Lace  &Vfeilir? 


LIMITED 


lipdtor?  Sl.Wesl.TorontolOi 

o  *<&        mm 


msgM 
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"Canvelco"  Brand 

Crepe  de  Francaise 

"Canvelco"  Brand 

Ninon 

"Canvelco"  Brand 

Maline 

(Absolutely  Rainproof) 

"Canvelco"  Brand 

Chiffon 


"/^ANVELCO"  Brand  fabrics  are  all  finished  with  the  new 
^  electric  process,  the  latest  triumph  of  the  silk  manufac- 
turers' skill.  This  process  renders  the  most  filmy,  delicate 
fabrics  washable  and  unshrinkable.  It  produces  the  colorings 
softer,  fuller  and  more  Lasting  thau  any  other  process  of  dyeing 
and  renders  them  more  lasting-.  It  retains  its  original  firmness 
and  will  not  wrinkle  or  crease,  even  after  months  of  ordinary 
wear.  This  has  been  tried  and  proven,  and  every  yard  is  guar- 
anteed to  be  exactly  as  represented.    Supplied  only  by 


CANADA  VEILING  CO. 


84-86  Wellington  St.  West 


TORONTO 


Our  representatives  have  now  :i  lull  ran^i-  of  t h.---.-  fabrics  with  complete  li^t  of  won- 
derful Bladings  for  next   Pall  and  Winter.    <ii\«'  them  a  trial  and  they  will  brin^  you 

satisfied   customers  11  ii 1 1  m>inl   business. 
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RIBBONS,  RIBBONS 

Everywhere    


On  Hats  of  every  shape  and  fashion. 

For  Girdles,  Bustle  and  Tunic  effects  on  Costumes.  Never  were 
Ribbons  more  popular  than  right  now.  You  don't  have  to  PUSH 
ribbons  now — they'll  PULL  you. 

All  you  need  is  a  good  stock. 


General  view  of  our  new  warehouse. 


Don't  let  your  assortments  get  "broken"   or   "run  out" — Order  now  from 

"The  Ribbon  House  of  Canada" 

Our  warehouse  is  at  your  service. 

RIBBONS  ARE  SCARCE  AND  GOING  TO  BE  SCARCER. 

We  have  the  best  stock  in  Canada,  but  still  some  lines  are  getting 
sold  out. 

TELEGRAPH 
ELEPHONE  or 
ELL  OUR   TRAVELLERS 

WALTER  H.  BARRY  &  CO. 

No.  6  St.  Helen  St.  "The  Ribbon  Specialists"  MONTREAL,  P.  Q. 

Winnipeg  Branch:  222  McDermott  Ave. 
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Crepes   Big   Factor 

Summer  Developmenl  Favors 
Sheer  Fabrics  Printed  and 
Flowered  Novelties  Arc  High 
Style. 


T  BOUGH  there  is  little  doubt  thai 
w'iiniicr  weather  would  mean 
heavier  selling  in  the  cotton  goods 
section,  business  is  fairly  brisk.  Interest 
still  centres  in  noveltj  goods,  and  fab- 
ric- not  in  the  limelight  are  almost 
tot. 'illy  neglected.  In  the  big  city  stores 
crepes  are  the  big  feature,  with  a  de- 
cided leaning  towards  printed  and  em- 
broidered  cloths.  At  the  present  moment 
the  call  is  for  printed  materials  with 
dark  grounds,  novelty  blues  being  great 
-ellers.  Resides  printed  crepes,  printed 
ratines  and  printed  voiles  are  asked  for. 
Crepe  and  ratine  combinations,  princi- 
pally in  the  form  of  checks  and  stripes, 
ood. 

There  is  a  u'ood  deal  of  complaint  in 
Some  quarter-  as  to  the  manner  in  which 
present  business  is  being  done.    The  ex- 

ploitati f  novelty  weaves  means  that 

buyers  will  take  no  chances,  and  are 
neither  buying  in  quantities  nor  placing 
orders  far  ahead.  They  claim  that  this 
is  the  only  way  in  which  business  can  be 
profitablj  done  nowadays,  as  styles 
change  s,,  frequently  and  in  so  short  a 
time.  Hence  there  i-  much  complaint  as 
to  the  small  size  of  the  buyer's  orders 
and  to  (In-  fact  that  the  mills  and  the 
jobbers    have    to   carry    his    stock. 

All    the    novelties   for    Summer    selling 

are    on    the    very    sheer    order,    and     in 

materia  i  r    crepes,    voiles, 

- 1  ripi  'I  and  chocked  crepes  and  rice 
cloths,  in  very  light  cloths,  are  selling. 
T  •    .heck-  and  stripes  are  produced  1>\ 

rat  ine   and    nub    J  am-.      All    t  aese    clot  hs 

arc  \cr\  attractive  and  verj  suitable 
for  Summer  gowns.     Organdie   has  uoi 

for     waists    and 

mi    is  being  well    taken   up   bj 
ear  manufacturers  for  collars  and 
>    purposi 


Silk  Novelties  in  Paris  Market, 
With  Taffetas  Leading 

Coming  Vogue  of  Stripes  is  Foreshadowed — 
Armures,  Moires  and  Coteles  Included  in  Nov- 
elty Weaves — Metal  Brocades  for  Evening 
Wear. 


TAFFETA    certainly    leads    all    ma- 
terials  at    the   present  moment   in 
Paris,    and     it    formed    the    pre- 
dominating   note   at    the   Spring  exposi- 
Paris   stores.     These  open- 
are    held    about    two    weeks    e 
of   the   leading  couturiers    in     the 
li'ue  de  la  Paix.     The  new  taffetas  are  ex- 
ceedingly  soft  and  supple  in  texture,  and 
are  ideal    for  the  development  of  Louis 
XV.    pannier    and    other    draped    styles. 
It    is    not     just    plain    taffetas   that    are 
m.  but  changeable,  striped,  checked. 
and   charming  little  broehe  and  Pompa- 
dour figured  patterns   are   shown.     Such 
combinations  as  blue  with  old  gold,  red 
with  violet  and  royal  blue  and  white,  are 
most  common  in  changeables. 

Taffetas  with  fine  closely-placed 
stripes  come  in  green  and  black,  and 
black  or  navy,  and  French  blue.  Beige 
or  sand-colored  grounds  with  satin  in 
blue  and  gold,  and  similar  combinations, 
are  good.  Beige  is  coming  to  the 
as  S  foundation  color,  while  on  the  other 
hand,  the  much  overdone  tango  shade  i< 
falling  out  of  favor.  It  is  still  a  good 
trimming  color,  but  is  no  longer  used 
for  the  entire  <rown. 

Many  lovely  silks  showing  brocaded 
pa  Herns  on  a  taffeta  foundation  take 
the  form  of  brocaded  medallions  in  the 
color  of  the  foundation,  with  a  flower 
motif  in  the  centre.  For  day  wear  there 
are  old-time  brocades,  with  large  single 
Mower  patterns,  in  such  colors  as  navy, 
tete  de  negre,  myrtle  and  black.  The 
same  patterns  are  also  showing  in  blue, 
pink,  nile  and  maize  for  evening  wear. 

Many  of  the  most  pleasing  of  the  new 
taffetas  are  copies  of  antique  patterns  in 
this  silk.     These  copies  reproduce  both 

patterns  and   colors,   ami   are   both    novel 

and  artistic.     The  predominating  colors 

in  these  materials  come  in  the  small  bro- 
caded flowers  in  red  and  <rrcen.  red  and 
blue,  and  in  other  two  color  combina- 
1  ions. 

Another  novelty  coming  into  vogue  is 
gros  de  Loudres  a  silk  in  armure 
weave,  which  alio  IS  made  in  \  er\  lighl 
ami  supple  <|ualities.  This  silk,  like  taf 
teta.  comes  in  plain  and  in  checked  and 
striped  patterns.  A  typical  pattern 
•  mi  ed  a  Mack  foundation,  w  ith 
or  blue  stripes  outlined  on  one  side  only 
\i\    a   stripe  of  the  same  color   in  a   paler 

Pigui  •  de  Loudres  come  in 

warp       prints.       showing      bright  colored 

flowers.       Champagne  grounds  are  verj 
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and  are  often  embellished 
with  foundation  stripes  in  such  color-  as 
blue,  green  or  red. 

All  moire  s,lks  are  '.rood.     This  silk  is 

used      as      a      trimming      silk      and      for 

combining  with  such  materials  as  serge, 

dine    and    poplin,    as   well     a?   for 

.  coats  and  costume  purposes.    Gros 

is    having  good    suc- 

i  ■  --.    particularly     in    B  "laid    and 

Roman  stripe  Other  materials 

i:ood   for  Summer   wear  are  crepes  and 

silk  canvas  materials.     These  materials 

also  show  checks  or  small  brocaded  fie- 

in  narrow  stripes 

placed  at  regular  intervals.     One  of  the 

best  of  these  patterns  showed  grey  and 

currant  red  stripes  on   a   white  irround. 

Another   novelty   shows   damask    figures 

on    a    cord    ground.        Another  of   these 

eotele  materials  is  interwoven  with  metal 

threads,  and  has  patterns  printed  on  it 

in  New   Art  colors  and  designs. 

Though  Sumi  is   not 

favorable  towards  the  use  of  rich  heavy 
fabrics,  an  exception  is  being  made  in 
favor  of  handsome  metal  brocades 
evening  wear.  Hold  and  silver  patterns 
on  such  colors  as  mauve  or  coral  are 
verj  much  in  evidence.  Old  blue,  pink 
and  silver  was  another  much  liked  com- 
bination. At  the  present  moment  silver 
is  more  fashionable  than  gold.  Printed 
metal  gauzes  in  all  metal  and  metal  and 
floral  designs  are  srood. 


^ 


Wool  Keeps  Firm 

Little  Chance  «>f  Prop  in  Prioefl 
in  Near  Future  On  Parity 
With  London  Salea  od  all  Prin- 
cipal Markets. 

IN    some    quarters     there    is    talk     of 
cheaper    wool    before    the    first      six 
months  of  the  year  arc  over.      Just 
what    pounds    there    arc    in    the    pi 
situation    to   encourage   such    an    outlook 
is  difficult    t<>   find   out.  unless   it   be  the 
one  expressed  in  the  old  adage:  ' 
wish   is  father  to  the  thought."     There 
is  little  doubt   that  under  present  condi- 
tions   wool    a    little    cheaper    would, 
titled     in     splendidly,    and     would 
made    business   easier    in    many    res 

Certainlj    there  is  nothing  in  the 
situation   either   in    Europe   or   on    this 

continent       that       would       indicate 
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change  in  favor  of  the  buyer  of  raw 
wool.  Nor  are  there  any  indications 
that  point  to  any  material  difference  in 
the  cost  of  the  raw  material  for  some 
time  to  come.  It  may  be  in  the  United 
States  that  there  may  be  co-operation  in 
making  prices  that  will  tend  to  keep  the 
outsider  out,  and  that  concessions  will 
help  the  home  mills  to  make  better 
prices  than  are  possible  at  the  present 
moment.  This  is  as  it  may  be,  but  it  is 
much  more  probable  that  opening-  prices 
in  the  piece  goods  market  will  be  on  a 
parity  with  the  advanced  prices  of  the 
raw  material. 

In  the  Bradford  market  nothing  has 
transpired  to  give  color  to  any  idea  that 
the  market  situation  was  not  on  a  sound 
basis.  London  sales  closed  with  all 
values  firm,  and  this  had  the  effect  of 
checking  an}7  weakening  in  the  quota- 
tions for  tops. 

Makers  of  merino  tops  are  very  firm 
in  their  quotations,  and  the  business 
the}7  yet  have  on  hand  is  large  enough 
to  preclude  any  consideration  of  fresh 
orders  that  are  below  present  price 
levels.  Business  is  not  as  brisk  as  it 
might  be,  but  the  indications  of  scarcity 
in  fine  wools  show  that  there  is  still 
good  business  being  done.  Cross-breds 
are  quiet,  but  prices  are  firm,  and  are 
rapidly  being  adjusted  to  the  basis 
reached  at  the  London  sales. 


Wool  prices  have  also  been  well  main- 
tained in  Germany,  and  domestic  wools 
are  being  taken  up  at  prices  that  are 
even  higher.  In  colonial  wools,  London 
prices  have  been  paid  without  hesitation. 
In  the  yarn  market  a  fair  turnover  is 
reported,  and  better  orders  are  coming 
in  for  both  worsted  and  woolen  yarns. 

Country  wool  on  the  Roubaix  market 
was  limited  in  supply,  and  fetched  good 
prices.  Business  in  tops  is  fairly  active, 
and  the  market  is  firm,  and  prices  for 
both  cross-bred  and  merinos  are  in- 
clined to  be  better.  Spinners  are  secur- 
ing fair  orders.  In  the  piece  goods  trade 
a    fair    number      of    orders   have   been 


booked  for  the  Autumn  season,  and  de- 
liveries are  being  made  of  Summer 
goods. 

The  trade  is  interested  in  the  develop- 
ment favoring  capes  that  has  marked 
the  recent  fashion  openings,  as  it  prom- 
ises to  provide  new  business  and  novel 
suggestions  for  the  future.  Military 
types,  it  is  said,  will  be  featured,  and 
fabrics  of  the  velour  type  will  be  most 
popular.  It  is  a  very  long  time  since 
capes  have  had  a  real  run.  and  the  style 
and  the  fabric  development  will  be  much 
speculated  upon,  as  well  as  how  far  the 
probable  demand  will  reach  in  the  near 
future. 


Printed  Silks  Going  Strong 

Moires  Leading  in  this  Country  With  Taffetas  in 
Uncertain  Position — Silks  for  Underwear  Pur- 
poses Furnish  a  New  Outlet. 


THE  silk  department  is  certainly  at 
the  present  moment  getting  its 
full  share  of  Easter  business,  and 
where  all  materials  are  selling  so  well  it 
is  impossible  to  particularize.  Moires 
seem  to  be  the  silk  that  is  being 
featured  as  the  leader,  and  moires  are 
selling  well. 

Those  interested  in  the  silk  business 
would  do  well  to  watch  the  development 


favoring  silk  materials  for  underwear 
purposes.  Silk  underwear  is  becoming 
general,  and  is  no  longer  considered  as 
a  luxury.  When  one  considers  the 
amount  of  crepe  de  chine,  China  silk  and 
chiffon  that  has  been  used  in  the  past 
two  or  three  seasons  by  manufacturers 
of  women's  underwear,  it  will  be 
realized  that  a  new  field  for  silk  selling 
is  opening  up. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


SPRING  BUTTONS 


We  stock 
Crochets,  Glass,  Ivory,  Metal, 
Pearl,   Celluloid,  and    a     large 
range    of    Full    Ball     Buttons, 
made     in     all     styles    of     silks 


FORSYTH,  KIMMELL  CO.,  Limited 

Makers  BERLIN  Importers 


John  Wanamaker  says  that  advertising 
doesn't  jerk — it  PULLS.  He  ought  to 
know,  and  yet  some  men  think  that 
advertising  should  go  against  all  rules 
and  precedents  and  jerk  them  to  success 
with  one  tremendous  yank. 
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EQUIPMENT  AND  DISPLAY 
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Striking  Color   Effects  in   Easter  Backgrounds 

Usual  Mahogany  I  Jacks  Covered  Entirely  by  Xew  Art  Shades,  One 
for  Each  Window — Massive  and  Dignified,  I >ut  Attractive. 


MERCHANDISE,  both  ready-to- 
wear  .-Hid  in  the  piece,  this  sea- 
Bon  nee]  a  background  not  only 
in  style  but  in  color,  for  the  colors  pre- 
vailing  are  jusl  as  distinctive  as  either 
the  Balkan  or  the  pastel  colors. 

The  prevailing  colors  may  be  classed 
as  Xew  Art  tones  and  while  they  are 
brilliant  in  their  lighter  tunes  they  soon 
deepen  out  into  dark,  rich  shades.  Giver, 
the  righl  color  effect,  a  background  can 
hardly  be  too  simple  in  line  to  offset  the 
multiplicity  of  puffings,  Bounces  and  in- 
volved drapings  of  the  suits  and  -own.-, 
and  the  Baring  brims  and  involved  out- 
lines of  the  new  millinery  models. 

The  Easter  window-,  put  in  by  E.  P. 
Burns,  display  manager  for  the   Robert 

Simpson  Co.,  carry  out  both  these  ideas. 
For,  while  the  colors  chosen  are  new  and 
striking,  the  background  while  massive 
and  dignified  in  effect,  is  exceedingly 
simple  in  design. 

There  is  one  central  panel  like  a 
Smooth  block  of  stone  Hanked  on  each 
side  by  a  simple  grill  work.  This  de- 
sign i-  repeated  twice  in  the  big  corner 
windows  ami  here  the  color  used  is  a 
light  shade  of  linden  green  relieved  by 
trailing  branches  of  crimson  roses  on 
each  side  of  the  panels,  with  two  large 
-  "f  the  same  flowers  and  foliage 
above. 

The  next  window  on  Yonge  St.  is  done 
i-  done  in  orange  and  the  roses  here  are 
light  red.  The  next  window  is  remark- 
able because  of  the  strong  note  of  con- 
trast between  the  background  and  the 
floor  covering.  The  background  is  a  light 
shade  of  pinkish  heliotrope,  while  the 
Boor  i-  covered  with  a  pale  shade  of 
coral  pink.  This  window  is  used  for 
displaying   millinery      and      I'm-   the    first 

few    days  a   very   handsome  wax   figure 

wearing  a  black  taffeta  -own  was  sil- 
houetted against  the  mauve  background. 
Later  this  figure  was  gowned  in  a  suit  of 

carrot  colored  crepe.  This  formed  a. 
verv     effective    window. 

Background  in  Tango. 
The  most   beautiful   window   of  all   is 
"ue  that    The   Review   will   illustrate   in 
exl   issue.    The  background  of  this 

window  was  in  tango  >hade.  and  the 
trim   thai    wa-  alm08l    faultier,  consisted 


of  three  drapes  of  plain  and  printed 
silk.  One  was  French  blue  with  the 
printed  pattern  in  petunia,  tango,  white 
and  -reen.  while  the  central  drape  was 
in  nickel  -rev  with  the  pattern  in  blue. 
orange,  white  and  green.  The  other 
drape  was  in  seal  brown  patterned  in 
purple,  orange,  white  ami  green.     These 

drapes    were    relieved       by       lace    in    ecru 

-hade    and     various     other    accessories 

were   shown. 


Incut  figure  drapes  of  black  moire 
and  printed  silk  in  multi-colored  floral 
designs  were  used  as  the  central  figures 
in  tin  window.  Millinery  was  shown  on 
stands  of  different  heights  painted  grey 
and  picked  out  with  -ilding.  The  roses 
used  in  this  window  were  purple.  The 
other  windows  had  just  one  large  central 
panel  resting  against  the  usual  ma- 
hogany background  and  trails  of  differ- 
ent-colored flowea 


Marshall    Field's  Elaborate 
Opening 

Rich  Settings  and  Attract  Lve  Merchandise  Make 
a   Display  That  Brought  Out   Large  Crowds- 

)avs. 


Windows  <  Hosed  for  Eight 


If  tiie  store  decorator  wishes  to  see 
-nine  of  the  latest  ideas  in  window 
decoration  he  buys  a  ticket  and 
starts  out  for  Chicago  at  one  of  periods 
-iieh  as  the  opening  of  the  Spring;  or 
Kail  season,  at  Christmas  or  at  Easter- 
tide. Chicago  in  many  ways  takes  a  lead 
ie  the  planning  of  elaborate  and  spec- 
tacular trims,  and  Marshall  Field  «.\  Co., 
will  not  yield  place  to  any  one.  The  very 
laet  that  their  windows  attract  huge 
crowds  continually  is  in  itself  no  mean 
advertising  feature,  and  they  are  set- 
t in-  a  very  fast  pace. 

How  would  the  proposition  look  to  the 
average  merchant  to  keep  the  blinds 
down    and    no    merchandise    showing    for 

eight  whole  days    and  eighl  whole  days 

in    the    face   of    fa-tor    at    that?        Very 

few  merchants  would  wish  to  have  even 
a  most  telling  display  made  at  such  a 
cost,  tor  the  general  tendency  is  in  the 

Other   direction,    and.    in    most    stores    the 

competition  i-  to  keep  the  windows  dark 

as  little  as  possible.  From  actual  ex- 
perience the  -ton'  knows  tilt1  Belling 
value  of  its  window-  and  takes  good 
care   that   as  little  time  a-   possible  shall 

he    lo-t. 

Apart    from    the   window-    there    never 
as   been      an      Ka-ter      when      Marshall 

field's  Spring  opening  ha-  been  so  at 
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tractive,  and  when  the  merchandise 
showing  has  been  so  beautiful  and  pic- 
turesque,  oor  when  the  wonderful 
weaves  and  color-  have  been  such  a  de- 
light    to   the   eve. 

The  ready-to-wear  department  was 
trimmed  with  huge  urns  tilled  with  erow- 
ing  plants,  and  with  palms  scattered 
about  and  adding  a  touch  of  growing 
greenery  that  was  most  susrsrestive  of  the 
season  to  the  store. 

The  -nit-  -  were  in  ser-e.  gabar- 

dine, taffeta  and  faille,  moire  and  Egyp- 
tian  crepe.  One  of  the  new  features 
was  the  combining  of  taffeta  and  wool 
materials  in  one  suit,  and  the  most  po- 
pular colors  here  were  either  blue  or 
black.  The  coats  were  of  the  bolero 
variety,  with  long  tails  at  the  back,  and 
of  them  have  sleeves  of  taffeta. 
The  skirts  had  puffed  yokes  of  taffeta  or 
tunics  edged  with  a  band  of  the  material. 
All  these  points,  here  and  elsewhere 
should    be    carefully     noted    by     window 

trimmers. 

.us  were  show  p  cut  on  very 
iinea  and  the  sleeves  both  Ion-  and 
three-quarter.  Skirts  were  quite  narrow 
and  showed  a  tendency  to  be  drawn  in 
at  the  knees  and  if  there  was  any  slash 
it  was  at  the  back.  The  very  smart 
feature     was     the    long    tunic,    and    the 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Why  Zouri  StoreFronts 
are  best 


Give  your  store  a  Zouri  Front — 
Then  watch  your  sales  increase 

You're  interested  in  making  more  sales,  for  that  means 
making  more  money.  Your  window  displays  can't  move 
your  goods  if  people  don't  look  to  see  what  you're  offer- 
ing. But  you  can  get  more  people  to  see  your  displays  if 
your  front  draws  their  attention.  And  to  get  a  store  front 
that  makes  people  stop,  look  and  buy,  you  need  the 

SAFETY  Sr  BURGLAR-PROOF 
SETTING  for  PLATE  GLASS 

OPERATING    UNDER   MURNANE   AND    MARR    PATENTS 


You  've  already  paid  for  one  many  times  over — now 
own  one.  The  first  cost  is  small — your  increased 
profits  will  soon  pay  for  it. 

The  Zouri  Setting  can  be  quickly  set  in  place.  It  can 
be  locked  with  a  key.  The  Zouri  Method  of  securing 
indirect  pressure  on  the  glass  minimizes  glass 
breakage. 

Windows  installed  according  to  the  Zouri  System  can 
be  used  winter  and  summer.  Perfect  ventilation  and 
drainage  prevent  frosted  windows  in  winter  and 
exclude  the  dirt  and  rain  in  summer. 


No  rods  or  supports  to  gather  dust  and  obstruct  the 
vision.  Screwheads  are  not  visible  from  outside  or 
inside.  All  fastenings  concealed.  Built  of  solid 
copper.  Gives  service  year  after  year  without  show- 
ing wear. 

If  your  sales  are  slow — send  us  a  photograph  of 
your  window.  If  your  store  front  isn  't  as  attractive 
as  it  might  be — we  '11  show  you  how  to  make  it  neat 
and  attractive,  and  the  cost  will  be  lower  than  what 
you  think. 


"<X  t1P\\ 

General  Offices  and  Factory  :  223-247  W.  Schiller  St.,  CHICAGO,   ILL. 

CANADIAN  AGENTS  : 

W.  H.  Clark,  Ltd.,  Edmonton,  Alta.  Cushing  Bros.  Co.,  Calgary,  Alta. 

Saskatchewan  Supply  Co.,  Ltd.,   Saskatoon,   Sask. 
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Hamilton  Store  Clad  in   Dainty  Springtime  Garb 


This  attractive  interior  showing  the  long  vista  down  the  centre  aisle  of  the  <;.  W.  Robinson  I 
Limited,  is  none  the  less  a  scene  of  beauty  from  the  simplicity  of  the  main  decoration,  honeysuckle  foli- 
age and  flowers  on  trellis  work  high  up  on  the  pillars.    A  huge  urn  with  flowers  on  either  side,  adds 
the  effect  as  did  the  show  cases  with  curved  corners,  and  filled  with  gloves  and  ribbons  respectively.  Tango 
beads  were  shown  on  top  at  the  right.    Work  of  Win.    Moyer,  display  manager. 


smartest    tunic    reached    to   within   i 

or   i ■   inches   limn   the  hoi  torn   of  the 

skirl.  Tins  was  a  new  idea  and  one 
thai  will  be  further  developed  in  the 
Fall.  Skirts  were  made  with  a  high 
v  aisl  lirie  finished  with  a  silk  girdle  of 
M,ii. I  color  or  Roman  Btripe.  The  ten 
dencj  i"  favor  shorter  skirts  was  pro- 
nounced, and  manj  of  the  Bmarter  ones 

reached  jusl      to  the     top  of  the  I I. 

tripe     in    skirts   are   good   and 
were  worn  w  ith  plaii  oat  s. 

The  tendency    was   for  the  ahorl   coal 
«  iili   a   Mm i  .  and   smarl    1  i 1 1 1  < •  coal s   in 


( very  shade  of  silk  were  shown.  Km 
the  mosl  interesting  feature  was  the 
number  of  cape  styles  and  the  wide 
range  of  attractive  novelties  in  which 
tbej  came.  Man;  were  on  the  dolman 
order. 

Taffeta  was  used  abundantly  with 
everj  kind  of  material.  It  was  combin- 
ed with  Berge  and  wool  crepe,  and  with 
chiffon  anil  silk  crepe  both  plain  and 
printed  and  « it  h  sheer  lace  and  nets. 

The  evening  dresses  excited  a  greal 
deal  "i  admiral  ion.  Thej  « ere  made  of 
Inei     sheer  as  tulle  and  net  wil  i  the  in 


evitable  touch  of  taffeta, 

favored   colors    were   the   past 

and  white.     The  waist  was  verj    low   at 

the  back   and   in   most   cases  slee> 

but   in  many  cases  lace  was  draped  over 

the  shoulder  bo  a-  to  sug 

Skirls  were  made  of  ruffles  with 

tunics    for    the    upper    portion,    and    the 
skirt-  were  verj    short. 

Tin'  waisl  department   was  ■  blase  of 
high  color  t'oi  ilora  as  nile, 

fellow,  corn  color,  tango,  violet  and 
are     among     the     let 


EQUIPMENT    AND    DISPLAY  Dry  Goods  Review 

An  Easter  Window  of  a  Ottawa  Store 


The  lines  of  this  background  are  so  dignified,  simple  and  clear-cut  that  nothing  more 
is  needed  in  the  way  of  description.  Also  the  illustration  shows  very  clearly  how  well 
designed  it  was  for  bringing  out  the  effect  of  the  merchandise  used  in  making  this  display. 
This  was  a  monotone  window — drapes,  suits,  millinery  and  all  accessories  being  in  different 
shades  of  amethyst.  The  window  is  the  work  of  F.  E.  St.  Jean,  display  manager  for  A.  E. 
Kea  &  Co.,  Ottawa. 


D.  &  P.  FORMS 
Are  So  Natural 

D.  &  P.  Forms  are  so  life-like  that 
they  look  as  though  all  they  needed 
was  a  touch  from  Nature's  hand  to 
turn  them  into  living  beings. 
Just  consider  how  those  new  gowns 
of  yours  would  look  when  displayed 
on  these  forms!  The  narrow  hips, 
conforming  to  Dame  Fashion's 
decrees,  will  bring  out  the  lines  of 
your  dresses  to  perfection. 
Write  for  catalogue  showing  many 
splendid  forms  for  Spring  and 
Summer  displays. 

DALE  &  PEARSALL 

Manufacturers  of  High-Class  Forms  and  Figures 


106  FRONT  ST.  E. 


TORONTO 
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Silk  Coats  Have  Taken  Strong 
Hold  on  Public 

Both  Season  and  Styles  Favor  Coats — Serge  a 
Later  Development — Many  Collars  on  Epaulette 
Order — Capes  Coming  Rapidly  to  the  Front. 


RETAILERS  have  been  specializing 
on  Easter  lines  of  ready-to-wear, 
and  the  fact  that  Easter  was  late 
was  expected  to  be  beneficial,  as  it  pro- 
longed the  season  for  at  least  three 
weeks.  Both  the  season  and  the  styles 
favor  coats,  and  a  longer  season  and  a 
bigger  season  than  usual  was  expected. 
One  factor  that  is  making  for  a  longer 
season  is  the  unusual  vogue  for  silk 
coats.  Silk  coats  have  taken  a  strong 
hold  on  the  popular  fancy,  as  they  are 
very  light  in  weight  and  dressy  in  ap- 
pearance. Moire  is  the  best  liked  ma- 
terial, but  poplins  and  fancy  ribbed 
silks.  failles,  and  taffetas  are  all 
fashionable.  Taffeta  is  the  most  fashion- 
able, but  this  silk  is  in  very  short  sup- 
ply. Corduroy  velvets  are  also  very 
much  seen.  In  wool  materials,  eponge, 
crepes,  coteles,  and  cloths  on  the  velour 
order,  in  both  checked  and  striped 
effects,  are  selling  well.  The  later  de- 
velopment is  in  favor  of  the  serge  coat, 
and  this  material  seems  to  be  in  for  an- 
other season  of  extended  prosperity. 

All  the  new  coats  are  very  loose,  and 
there  is  no  effort  made  I"  lit  the  figure. 
'I  In'  fronts  arc  sliil  cut  away  in  the  ma- 
jority iif  models,  and  even  the  coats  with 
the  god'et  flounce  are  so  arranged  as  to 
give  i Ins  cutaway  effect.  All  the  new 
coats  flare  al  the  bottom,  and  many  of 
l hem  carrj   a  suggestion  of  the  cape  or 

dolman   in   their  shaping. 

Collars  on  Epaulette  Order. 
Wry       lew       coats     arc     longer     than 

quarter   length,   ami    the    majoritj 

are  much  Bhorti  r.  ami   full-length  coats 

are  onlj    used   as   raincoats.       There  is 

varietj    in    the    treatmenl    of  the 

collar.       Man\     shawl    collar-    with    wide 

lapels  are  seen,  but  more  arc  mi  the 
epaub  I  te  order,  ami  do  nut  meel  in  I  he 
1 1-,, Hi.  others  are  high  al  t  he  hark,  and 
c  xtreme  effects  Btand  aj    from 

at  t  he  back.     A.s  a  i  ule,  these 
,  ollai  ""'I  printed  silk- 

with    Roman    stripes    in    in  popu 

I.,,  it  \ ,    Other  Bilks  rum.   in  i  he  Nev,   Art 
,  olors   ami    designs      Often  thi 
removable    collar    of    lingerie    or   lace 
ilain  tailored 


i\  ith  t  i-  plain  mannish  collar  and 
notel  id  revers,  and  these  coats  have 
plain-tailored  sleeves  put  in  at  the 
shoulder  without  fullness.  Novelty 
sleeves  are  in  the  majority,  and  varia- 
tions of  the  Raglan  and  kimono  cut  are 
endless,  for  all  dressy  coats  are  cut  with 
lull   loose  sleeves  built   upon  these  lino. 

Though  coats  are  so  dressy,  there  is 
really  a  notable  absence  of  trimmings. 
With  the  exception  of  fancy  buttons,  a 
tew  tassels  are  used,  and  also  orna- 
ment ed  effects,  such  as  sashes,  made 
from  the  material  of  the  coat.  Lace  is 
also  used  both  at  the  neck  and  wrists. 

There  is  a  wonderful  change  in  the 
style  features  of  the  separate  coat,  and 
designers  are  watching  every  recent  de- 
velopment in  order  to  determine  its 
bearing  upon  the  question  of  the  Fall 
coat  which  is  now  becoming  of  first  im- 
portance. In  this  connection  the  man- 
nish styles,  as  represented  by  the 
so-called  Bahnacaan,  come  up  fcr  con- 
sideration. This  coat  i-  cut  upon  ex- 
tremely mannish  lines,  ami  has  absolutely 
no  trimming,  save  the  leather-covered 
buttons,  'the  collar  is  on  similar  lines 
to  that  used  on  men's  ulsters  and  the 
sleeves  are  of  the  Raglan  type.  The 
most  notable  feature  is  the  extreme  Hare 
from  the  shoulder  and  the  very  wide 
sweep  at  the  bottom  of  the  coat.  The 
cloths  used  arc  rough  tweeds,  rough 
sofl  finished  cloths  in  novelty  plaids  ami 
plain   colors. 

There    is   an    unusually   large   assorl 
incut  of  materials  employed  for  making 
the    Spring    cat.    ami    not     only    is    the 

varietj  of  cloth-  large,  but  the  color  li-t 
is  a  long  one.    Practically  all  the  novelty 
,  olors  arc  emploj  ed  ami  some  ol 
arc  \ erj  bright. 

Return  of  the  Cape. 
I"  e  \  erj    newest    feature  in  wrap 
return   of  the  cape.       Capes   were 
shown  at  the  Paris  openings,  and  smart 

» d   hai  i    signified  their  appro\  a]  oi 

this    new    innovation    bj    appearing    in 

,  ape-  ..11  t  he  Parisian  race  track-.    The 

:  lopmenl  of  the  cape  has  been  rapid. 

and   it   has  taken   in   N<  w   York.      Cape 

ids  ha\  e  been   featured  in  thl    I 

displays    in   both    departmental    and  in 

,lt\    stores.     Nearly   all    the   mosl 

approved   models  have  a  sort   of  jacket 

trout    and   hang   in   full   folds   from   the 

back.     One  Been   was  made  of  a   heavy 

..:,  ri    i  ..i  .I   jilk   in  a   lighl    Bhade  of 
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olive  green.  The  cape  hung  in  full  folds 
at  the  back  and  terminated  in  short  dol- 
man-like sleeves.  There  wa>  a  ei 
over  front,  terminating  in  two  sash  ends 
that  passed  around  the  waist,  and  were 
brought  to  the  front  and  knotted  like 
a  Bash,  the  ends  banging  down  and  ter- 
minating in  heavy  tassels.  The  cape 
across  the  back  was  finished  by  a  flounce 
about  0  inches  deep,  and  both  cape  and 
flounce  were  lined  with  vert  <:reen  satin. 
The  collar  stood  somewhat  away  from 
the  neck  at  the  back,  and  was  narrow 
in  the  centre  and  pointing  on  the  shoul- 
ders. This  collar  was  of  brocade,  match- 
ing the  lining  of  the  cloak. 

Capes  like  jackets  are  appearing  in  a 
multiplicity  of  materials.  They  are  de- 
veloped in  tweeds  and  mixtures,  and  also 
in  cord  velvets  and  in  many  silk  fabrics. 
Directoire  capes  are  made  of  brocaded 
crepe  and  military  capes  of  soft  velour 
cloths.  Voluminous  Spanish  capes  are 
of  satin,  and  are  worn  with  one  corner 
thrown  over  the  shoulder.  Many  capes 
have  hoods  of  plaid  or  Roman-striped 
silk.  There  are  also  many  novel  gar- 
ments between  capes  and  jackets  that 
represent  a  very  interesting  fashion  de- 
velopment. 

$ 


Designers  Meet 

Firsl  Hint  of  Fall  Styles  in 
( inference  at  Chicago  -  Pre- 
paratory to  Fashion  Show. 


ONE  of  the  first  bints  that  prepara- 
tions   for   Pall   are    under   way    is 
conveyed      by      the      meeting      of 
about   200  designers  and  n  borers 

in  Chicago  a  couple  of  weeks  ago.    This 
i-    tin  mi-annual    meeting   to 

decide    upon    adva 
200  d  odels  were  shov 
\  i,u .       \V    Ue    a  uiber    of    the 

models  shown  wei  i  -    ■'   the 

members  of  the  association,  a  number  o\' 
them  were  supplied  bj  the  United 
Fas  onCo.and  Oppenheimer, Trebitseh. 
This  meeting  is  preparatory  to  the  hoJd- 
.  fas  ion  -  "«  bj  the  National 
cloak.  Suit.  Skirt  and  Dress  Lssoeia- 
tion,  and.  therefore,  no  information  re- 
lative to  Pall  Btyles  was  given  out.  \ 
,1  P.  Salttman,  of 

Toronto,  attended   the  convention. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


These  models  have  many  features  that  are  Directoire  in  effect,  only  the  skirt  flares  at  the  feet. 

No.  1 — Dress  of  printed  crepe  over  soft  satin.  The  feature  is  the  circular  cut  of  the  ^kirt  which  is 
gathered  in  below  the  knee  on  each  side  by  ornaments,  and  flares  below. 

No.  2 — Suit  of  serge  cut  off  above  the  waistline  in  front,  and  long  behind.  The  skirt  is  cut  with  cir- 
cular pieces  let  in  at  the  sides  to  give  the  flare  at  the  feet. 

No.  3 — This  shows  a  different  version  of  the  same  kind  of  coat  as  No.  2.  The  fullness  around  the  feet 
is  given  by  the  inset  pleats. 

No.  4 — This  shows  the  flare  given  by  two  full  flounces  and  the  scalloping  of  the  bottom  of  the  skirt.  The 
very  original  collar  ends  in  a  long  draped  sash  and  the  deep  V  at  the  back  of  the  waist  is  filled  in  by  net. 


Loose,  Baggy  Waists  Still  Hold 

High  Colors  in  Crepes  and  Chiffons  the  Sellers 
—  Retailers  Making  Summer  Showings  of 
Lingerie  Models. 

ness  now  required.  Blouses  of  this  kind 
can  only  be  developed  in  soft  drapy  ma- 
terials and  crepe  de  chine  and  fancy 
crepes  are  very  much  used.  Bright  colors 
are  very  much  favored,  such  as  tango, 
orange,  and  all  shades  of  yellow,  petunia 
and  coral  pinks,  purples,  Kelly  green  and 
Nattier  and  French  blues,  etc.  Nearly 
all  the  new  blouses  are  finished  by  a 
flaring  Normandy  collar,  with  the  edges 
either  plainly  hemstitched  or  em- 
broidered,  and  when  a  vestee  is  intro- 


THE  waist  houses  are  receiving 
some  excellent  re-orders  for  waists, 
and  for  the  first  time  this  year  re- 
tailers are  insisting  on  early  deliveries. 
The  lines  of  the  blouse  still  remain 
baggy,  and  the  looseness  is  accentuated 
by  the  placing  of  the  sleeves  in  large 
arm  holes,  which  in  extreme  models 
reach  to  the  waist-line.  A  new  method 
of  cutting  shows  the  sleeves  cut  in  one, 
with  the  back  and  the  front  shirred  on 
to  the  shoulders,  giving  the  extreme  full- 


dueed  both  collar  and  vestee  are  of  or- 
gandie. 

Organdie,  it  was  expected,  would  have 
come  to  the  front  as  a  material  for 
waists,  but  it  has  turned  out  to  be  not  a 
practical  fabric.  For  collars,  vestees, 
cuffs  and  other  trimming  purposes  it  has 
met  with  complete  success. 

Now  that  printed  materials  are  so 
fashionable  it  would  be  a  matter  of  sur- 
prise if  they  did  not  invade  waist-lines. 
Waists  of  printed  crepes  and  chiffons 
are  being  prepared,  and  will  be  worn 
with  white  skirts  in  the  coming  Summer. 
Crepe  de  chine  waists  are  being  shown 
in  all  the  new  high  colors,  and  are  often 
made  with  the  revers  and  cuffs  em- 
broidered with  touches  of  Oriental  color, 
or  in  solid  colors  in  a  darker  shade.  One 
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Suits  Are   Semi-Dressy  Models 

(  hi  Along  Loose  Lines  With  <  !oai  Short  in  Front 
and  With  Fancy  Cu1  Skirts    -Flare  Below  the 

Knees. 


Suit,  of  plain  and  fancy  plaid 
material.  The  plaid  forms  the  vest 
and  tunic,  and  the  loose  Eton  coat  is 
finished  by  a  vest  and  collar  of  hem 
si  itched  organdie. 


SUITS  a  .   well  at  the  present 

i  in  . .  and  nearly  all  the  models  in 
demand  are  of  t  hi  Cancj 
fewer  plain  tailored  suits  are  now  worn 
almosl  than  at  any  time  since  the  suit 
became  a  popular  gai ment.  All  the  suits 
shown  are  cut  along  loose-fitting  line-, 
.•mil  the  majority  are  of  the  Bemi-fancy 
order.  The  Bhort  bolero  front  with  the 
i  Longated  back  running  to  27  inches, 
though  often  shorter,  La  the  predominat- 
ing style.  The  body  of  the  coat  is  cut 
raglau  <>r  kimono  fashion,  and  there  are 
also  models  in  which  the  Bleeve  is  cut  in 
one  with  the  back  or  a  yoke.  There  i-  ;i 
very  great  variety  of  collar-  including 
some  models  that  are  eollarless  and 
others  where  the  collar  reaches  only  to 
the  side.  Shawl  collars,  soft  turn-over 
collards,  Medici  collars  and  a  few  that 
stand  away  from  the  back  of  the  neck 
are  seen.  Collars  are  made  of  fancy 
printed  silks  or  of  silk  matching  or  in 
contrast  and  overlaid  by  one  of  lace. 
The  color  range  is  very  much  larger  than 
usual,  and  novelty  colors,  particularly 
fancy  shades  of  blue,  are  well  employed. 

Fabrics  used  present  a  long  list,  but 
there  has  been  a  big  call  for  Beige  dur- 
ing the  past  two  weeks.  Crepe  and  cord 
weaves,  and  some  worsted  effects  are  the 
besl  sellers  in  word  materials,  and  in 
silks  which  are  much  in  evidence  in  city 
stores,  moire,  poplins  and  taffetas  are 
the  leaders. 

Skirts  are  made  with  the  waist-line 
slightly  raised  and  are  either  draped  or 
ruffled.  The  majority  have  either  tunics 
or  overskirts.  but  slashed  skirts  are  be- 
coming  less  numerous.     This  is  because 


km    i-  being  mai  i   be- 

cause  new   method-  of  cutting  are 
introduced  that  do  away  with  I 
Bity  for  the  bL 

This   new   skirt    follows   the   figui 
a   little   below  .   R  aire   fullm 

introduced   either  by  the  use  of  circular 
Cutting  or  by  the  introduction  ol    p 
This   is   the   skirt   Madame   Paquiu    fea- 
tured in  the  gowns  she  displayed  recent- 
ly in  the  United  v 

T.  Eaton  Co.  made  a  model  in  this 
new  cut  one  of  the  chief  feature 
their  Eastern  display.  Save  for  the  cir- 
cular cut  of  the  tlare  flounce  from  the 
knee  down  the  style  is  Directoire  in  ef- 
fect. The  waist-line  is  high  and  the 
i-  cut  away  just  below  the  breast-line  in 
front  with  long  tails  at  the  back  reach- 
ing- to  well  below  the  knee.  The  sleeves 
were  very   long  and   w<  in  at   the 

shoulder.  They  were  buttoned  up  to  the 
elbow  and  came  well  down  over  the 
hand  ending  with  deep  points.  The  col- 
lar was  cut  straight  across  at  the  back 
and  stood  out  well  from  the  neck,  end- 
ing in  epaulette  points  just  over  the 
shoulder  line.  This  -nit  was  ma 
small  black-  and  white-checked  material 
with  collar  and  an  inset  piece  up  the 
back  of  the  sleeves  of  Roman  striped 
satin  and  the  buttons  were  simply  cov- 
ered with  the  checked  fabric  In  all 
probability  the  main  features  of  this 
suit  will  greatly  influence  Fall  fashions. 
The  tlare  at  the  bottom  of  the  skirt  is 
due  to  the  influence  of  the  new  dances, 
and  this  cut  of  sk  illy  -poken  of 

a-  the  tango  model. 


model  of  this  kind  was  in  peach  color, 
ami  had  the  revers  and  front  em- 
ered  in  navy  blue  silks  lloss  run 
v  ilh  gold   thread. 

Tailored  \\aisl<  are  made  of  plain  taf- 
feta, ami  also  of  Roman  striped  and 
plaid  silks,  with  yokes  in  the  backs  and 
sleeves.  All  dressj  models  have 
three  quarter  lengt  h  -I'  e\  es. 

The  retail  stores  are  making  a  big  dis- 
play of  lingerie  models  in  Summer  styles, 

\l:;n,  of  the  Btyle  point-  are  adapta- 
tions from  the  -ilk  models,  and,  though 
the  cheaper  model-  are  developed  in 
lawn    ami    batiste,   crepe    IS    the    material 

for  i  be  i"'i  ter  priced  models.    Many 

a  9   ha\  e   (lie  collar  and   culTs  of 
polon  d    illl\  et  \  II. 


Women  of  35  Want  Misses' 

New  Problem  ( Jonfronting  Head  of  This  Depart- 
ment    More    Discrimination   Now    in   Stocking 

Styles  lor  Mature  as  'WY11  as  Foung— Easter 
Business  <  tood. 


S.\  1 1»  the  cad  of  a  misses'  depart- 
ment. ••This  department  is  becom- 
ing of  more  importance  everj   day 

and  is  also  becoming  much  more  difficult 
to  buy  for.  One  k<\'  our  chief  problems  i- 
that  our  customers  are  by  no  means  con- 
lined  -.  but  women  of  up  to  30 
or  35,  when   -mall   and  Blight   of  stature, 

are  now  coming  into  this  department  to 

buy  their  read]  to-wear  garments.  This 

creates  quite  a   problem  in  buying,  for 
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perfectly  obvious  that   style-  that 
suit    the  girl   ■  are  too  youthful 

tor  the  mature  woman,  and  the  difficulty 

-    in    distinguishing   between    n 
that  will  suit  either  extreme,  and  in  fur- 

ng    each    with    a    suitable    garment. 
for  if  the  girl  in  her    'teens  is  offered  a 
-nil   that  a  woman  of  30  is  wearing  the 
immediate   compaint    is   thai    it    i- 
old." 

For   the   faster  trade  manv   attractive 


Paris  Showing  Waist- Line  Just   Under  Bust 

Directoire  Modes  With  Modern  Addition  of  Flare  Skirt  the  Most 
Important  of  New  Influences — Tendency  Strong  for  Slim  Figure 
— Peg-Top  Silhouette. 


NOW  that  the  Paris  openings  are 
over  and  the  many  new  ideas  are 
passing  into  the  try-out  of  prac- 
tical selling,  what  will  be  the  changes, 
and  just  how  far  will  they  go,  is  the 
question.  The  most  important  point  is 
what  changes,  if  any,  are  going  to  be 
made  in  the  figure  line,  for  this  is  the 
point  from  which  all  other  fashion 
changes  start.  Fashions  at  the  present 
time  are  more  feminine  than  they  have 
been  for  a  decade,  and  for  the  time  at 
least  flounces,  frills  and  draperies  are 
in  the  ascendant.  Fashions  all  favor  the 
slim  figure,  and  at  the  same  time  there 
is  little  doubt  about  the  continuation  of 
)  he  uncorseted  figure.  It  is  the  corset 
makers  that  have  to  conform  to  the  fig- 
ure— that  is  the  classic  figure,  not,  as  for 
so  many  centuries,  the  figure  of  the 
wearer  to  some  particular  type  of  corset. 
And  this  holds,  though  couturiers  are 
making  models  based  upon  Louis  XV., 
second  Empire  and  1880  periods.  The 
uncorseted  figure  and  the  pannier  have 


been  found  to  accommodate  each  other, 
and,  judging  from  the  success  pannier 
models  have  had  this  season,  this  style 
is  going  to  be  used  in  Summer  models, 
and  also  probably  in  the  preparation  of 
the  new  Fall  lines.  There  is  a  decided 
attempt  to  bring  in  full  flounced  second 
Empire  skirts  developed  in  the  very 
sheer  materials. 

The  peg-top  silhouette  is  by  no  means 
done  with,  for  it  is  seen  in  the  bustle 
and  apron  skirts.  The  skirt  proper  is 
very  narrow,  but  the  apron  is  often  full, 
and  is  met  with  godets  set  around  the 
edge  to  make  it  fuller.  The  upper  part 
is  gathered  and  rows  of  shirring  often 
extend  from  the  waist-line  to  the  hips. 
The  apron  skirt  is  made  in  both  heavy 
and  lightweight  fabrics. 

Tunics  and  deep  circular  cut  flounces 
are  also  to  be  reckoned  with,  and  these 
are  beginning  to  take  the  form  of  long 
overskirts,  under  which  the  very  narrow 
skirt  does  not  present  a  very  pleasing- 
appearance. 


The  newest  style  idea  seems  to  be  one 
that  goes  back  to  the  Directoire  period 
showing  the  waist-line  just  under  the 
bust  and  the  coats  cut  away  just  under 
the  bust  line  in  front  and  with  long 
Directoire  tails  at  the  back.  A  most  im- 
portant modern  touch  to  this  outline  is 
the  combining  of  these  Directoire  fea- 
tures with  a  skirt  that  flares  and  ripples 
around  the  feet.  Much  as  the  modern 
society  dances  are  reviled  in  some  quar- 
ters, the  tango  and  its  confreres  are 
making  fashions  at  the  present  moment. 

® 


DIRECTOIRE  ON  TOP. 

Leading  fashion  designers  have  been 
influenced  by  the  successful  new  opera 
"Les  Marveilleuses"  that  is  taken  from 
the  Directoire  epoch.  The  cut-away 
coats,  Incroyable  collars  and  severe  man- 
nish vests  are  the  direct  outcome  of  this 
fashion  era,  not  forgetting  the  new 
Directoire  hats. 
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Summer 

Voile 
Waists 

$6.5*  and  $7.52  per  doz. 

These  waists  are  manufactured  by 
The  Trueville  Waist  Co.,  of  New 
York,  and  entirely  different  to  what 
has  been  shown  before  in  Canada. 

Summer  Wash  Skirts 

$9.00  per  dozen 

In  Bedford  Cord,  Piques  and  Linen 
effects. 

Satnples  on  request. 

M.  ROMAN,  Mfg.  Agent 

Room  7,  Jacob's  Bldg.,  MONTREAL 


Headquarters  for 

Tango  Pantaloons 
Pantalets and  Bloomers 


in  all  the  latest  materials. 
It  is  to  your  advantage 
to  display  a  line  of  the 
latest  novelty 

Tango 
Pantaloons 

Now  in  great  demandthrough- 
out  United  States  and  should 
become  very  popular 
Canada. 
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Petticoats 

We  also  make  the  well- 
known  "Snugfit"  pet- 
ticoat, adjustable  to  fit 
any  waist  from  20  to  30 
inches  without  a 
wrinkle. 

MESSALINES  $24  doz..  up 

SILK  JERSEY  -  27     "       " 

COTTONS  -      7.50     "      " 

SEND  FOR  SAMPLES.     To  increase  your  sales  you  should  have 
on  your  counter  EAGLE  SNUGFIT  PETTICOATS 

EAGLE  SKIRT  CO.,  37-45  W.  20th  St.,    N.  Y. 

Can  Rep..  MARCUS  ROMAN,  Jacobs  Bldg..  MONTREAL 


Dry  Goods  I!<  vu  u 


READY-TO-WEAR    GARMENTS 


No.     1      Mif  rtreel 

dress  of  hlack  and  white 
checked  material.  The 
collar  and  cuffs  are  of 
French  blue  moire.  and 
the  girdle  pipings  and 
buttons  are  of  black  satin. 

No.  2  -  Low  -  belted, 
much-bloused  sports  coat 
of  carrot  colored  cord  vel- 
vet, with  convertible  ("liar 
and  big  patch  pock' 

No.  3-  -Misses'  suit  of 
midnight  blue  serge  with 
loose  Eton  coat  banded 
with    black    satin.       The 

flaring  collar  is  of  the 
same  material,  and  a  hand 
also  edges  the  flaring 
tunic. 


MODELS  OF   MISSES'   COATS. 


WOMEN   OF   35   WANT  MISSES' 
(Continued  from  page  32.) 

misses'  suits  were  shown  that  have  the 
required  youthful  touches.  One  means 
of  giving  this  touch  is  by  the  waistcoat 
made  of  fancy  silk  and  often  bloused  or 

shirred   at    the   waist    and    ending  with   a 

short  peplum.  Sometimes  a  curd  girdle 
i-  used  and  comes  across  the  front. 
tying  and  with  long  ends  hanging.  Par 
tioularly  when  the  suit  is  of  navy  serge 
the  collars  and  cull's  arc  of  nd.  for  red 
is  always  worn  by  the  younger  genera 
tion.  Brighi  colored  decorative  but- 
tons form  another  means  of  adding 
touches  of  color  thai  can  be  repeated 
both  on  the  collar  and  slcc\ e. 

Roman  stripes  and  plaids  plaj  an  im- 
portant  part    in   the  decorative  scheme, 
both  in  suits  and  dresses.     Bol b  are  in 
troduced  in  the  form  of  waistcoats  and 
in  the  form  of  tunic  and  sasli  draperies. 

Misses'  suits  have  the  coats  designed 
mi  loose  and  jaiiutv  Lines,  and  with  bo- 
lero fronts  and  peplum  hacks  that  often 
give  a   three-tier  effect    when   combined 

with  the  Bkirl  and  I  nine.  Skirl  -  nearh 
all  show  the  tunic  in  some  Imui  or 
other.       The    lalesl     tunics     give    a     alight 

hustle  effect  which  is  formed  bj  the 
ripple.  Navy  blue  is  always  the  best 
Belling    color    in    miss,.,'    .,uits    and    this 


season  is  no  exception.  Copenhagen  is 
selling  well,  and  there  is  some  call  for 
mahogany,  tango  and  green.  Serge,  pop- 
lin, crepe  cloths,  cord-weaves,  and  novel- 
ties are  the  cloths  called  for.  City  stores 
report  good  business  during  the  past 
few   weeks   in   this  department. 


GLOVES  IN  NEW  YORK. 

Strong  Feeling  That  Long  Gloves  Will 
Be  Good — Fabrics  in  Leather  Selling 
Well. 

A  New  Fork  glove  authority  writes 
that  the  demand  for  fabrics  in  leather 
finishes  keeps  up  well.  The  silk  glove 
production  is  sold  Par  up  into  the  season, 
and  new  orders  will  he  delivered  late. 
"The  silk  glove  season  was  so  late  in 
starting  last  year  that  some  retailers 
made  (he  mistake  of  buying  and  pushing 
out     low-priced    lines    lo    stir    up    trade, 

which   had   the  effect    of  curtailing  the 

business  in  the  standard  '.roods.  The  re- 
sult was  that  not  a  few  buyers  carried 
over  some  id'  their  Btoch  until  the  cur- 
rent   season. *' 

In  kid  and  lamb  gloves  Pall  trade  is 
Coming  along  in  good  Shape  and  business 

is   improving  everj    day.     Good    orders 

are  being  sent    in    from   the  road.      There 

are  about    the   usual  quantities 
34 


gloves  ordered,  mainly  in  white,  al- 
though black  is  quite  a  factor.  There  is 
a  strom:  feeling  that  long  gloves  will 
be  -odd  next  Fall,  but  somehow  it  has 
not  materialized  to  the  extent  of  produc- 
ing increased  orders  tor  them.  Buyers 
have  become  used  to  "playing  safe" 
under  the  watchful  guidance  of  the  mer- 
chandise man.  Heavy  contrasting  and 
self  embroideries  are  as  popular  as  ever. 
The  demand  for  doeskin  gloves  is  fairly 
active,  ami  an  increased  liking  for  the 
natural  shade  has  been  evident. 


BLACK  PARISIAN  TOILETTE. 

A  i  the  opera,  the  night  of  the 
primiere  of  Montemez/.i  V  'l/Amore 
die  Tie  Re',"  says  a  writer  from  ran-. 
I  noted  a  lovely  black  costume  which 
was  a  model  in  its  way.  The  black 
panne  foundation  was  draped  with  a 
croBS-OVex  front  and  an  accordion- 
plaited  tulle  tunic.  The  Bayadere  irirdle 
of  absinthe  velvet  matched  her  shoes  and 
stockings.  All  else  was  black.  R 
of  graduated  jet  beads  fell  from  each 
shoulder,  to  be  oaughl  on  th< 
with  oaboehons  and  tassels,  and  similar 
ones  draped  the  hare  arms  to  form  pro- 
visional sleeves.  A  Persian  turban  of 
gold  tissue  with  paradise  feathers 
adorned  the  coiffure. 


READY-TO-WEAR     GARMENTS 
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Features  of  the  Summer  Models 

Dresses  of  Novelty  Cottons  and  Flowered 
Materials  Selling  Well — Moires,  Crepes,  Poplins 
and  Taffetas  Lead  in  Silks. 


NEW  numbers  in  dresses  are  now 
being  shown,  for  Easter  past,  at- 
tention will  be  centred  on  Sum- 
mer selling.  The  new  garments  come  in 
novelty  cotton  weaves  as  a  rule,  com- 
bining color  and  white,  or  in  printed  and 
flowered  crepes  and  voiles.  The  bodice 
part  is  often  very  simple  with  a  rolling 
or  flare  collar  of  lace  or  net,  and  with 
a  chemisette  or  vest.  If  the  bodice  is 
simple  the  skirt  is  in  contrast  and  is 
draped,  frilled,  and  cut  in  various  tunic 
effects.  Some  of  the  very  new  models 
show  modified  bustle  features,  and 
there  are  also  a  few  apron  front  models 
showing. 

Many  silk  models  are  showing  for 
Easter.  Taffeta  is  the  leading  silk,  but 
taffeta  is  scarce  and  dresses  of  this  ma- 
terial are  high  priced.  Crepe  de  chine, 
moire,  poplin,  and  various  silk  and  silk 
and  wool  materials  are  all  showing,  and 
the  colors  and  color  combinations, 
though  not  as  loud  as  during  the  Balkan 
craze,  are  veiy  bright  and  often  rather 
on  the  startling  order.  Thus,  a  navy 
crepe  de  chine  had  a  skirt  with  a  panel 
front  trimmed  with  blue  buttons  at  the 
back  and  at  the  side  is  a  yoke  on  to 
which  the  skirt  is  shirred.  The  upper 
part  of  the  waist  was  of  orange  chiffon 
with  the  lower  of  navy  crepe  de  chine. 
The  neck   is  cut   in  V-shape   and   has  a 


collar  of  crepe  de  chine,  and  the  short 
sleeves  have  touches  of  the  crepe  about 
the  cuffs. 

A  taffeta  model  is  of  light  Nattier 
blue  with  the  skirt  draped  in  bustle  ef- 
fect. The  front  is  partly  open  and 
shirred  with  a  bow  below  the  knee  line. 
There  is  a  short  apron  of  Oriental  lace 
with  the  design  run  with  gold  thread 
and  below  the  bustle  is  a  frill  of  lace. 
The  net  waist  is  veiled  with  lace  and  is 
trimmed  from  the  waist-line  to  the  bust 
line,  with  box  pleats  of  taffeta  which  is 
held  to  the  shoulders  by  strands  of  green 
glass  beads. 

From  Paris  comes  the  news  that 
dresses  of  both  black  satin  and  black 
taffeta  are  very  much  worn  with  chem- 
isettes of  cream  lace.  Taffeta  models 
with  the  skirt  a  series  of  flounces  and 
'with  the  widest  flounce  on  top,  is  a  much 
approved  model.  With  these  black 
dresses  is  worn  a  crushed  belt  and  sash 
of  striped  ribbon,  or  a  girdle  of  black 
and  gold  brocade.  These  flounced  skirts 
are  being  brought  out  in  other  deep  col- 
ors notably  dark  brown  and  navy  and 
often  each  flounce  is  edged  with  a  nar- 
row satin  ribbon. 

Dresses  with  the  skirt  of  striped  taf- 
feta and  the  waist  in  bolero  effect  with 
the  coat  of  plain  taffeta  over  net  are 
making  their  appearance. 


A  PAQUIN  GABARDINE  MODEL. 

The  Paquin  model  of  gabardine  shows 
a  waist-length  double-breasted  coat  that 
shapes  into  a  long  square  tab  in  back. 
It  is  slightly  gathered  at  the  waist  line. 
Great  dash  is  added  by  the  Roman- 
striped  silk  flaring  circular  flounce.  It  is 
applied  with  a  point  in  front  and  back 
and  finished  with  an  enameled  button  at 
the  sides.  The  wire  collar  and  cuffs  are 
made  of  Roman-striped  silk.  The  Poiret 
model  is  of  beige  duvetyn  with  collar  and 
cuffs  of  black  silk  brocaded  in  large 
purple  figures.  Striking  is  the  full  cir- 
cular jacket,  belted  in  at  regular  inter- 
vals by  velvet  ribbon  that  causes  the 
coat  to  fall  in  flutes.  The  full  kimono 
sleeves  narrow  at  the  cuffs. 


® 

BEADS  REMAIN  STRONG. 

The  bead  fad  is  stronger  than  ever, 
even  extending  to  French  tailored  suits 
of  silk  or  very  fine  woolen  fabrics  where 
the  fancy  jacket  will  be  embroidered  in 
monotone  or  contrasting  beads. 


A  handsome  ornament  for  an  evening 
dress  seen  at  a  late  hotel  entertainment 
was  a  bolero  of  net  embroidered  in  gold, 
rhinestone  and  crystal  beads;  the  fronts 
sloped  back  into  long  points  tipped  with 
large  tassels. 

Velvet  evening  gowns  have  been  worn 
at  Nice  embroidered  in  beads.  Fine  nets 
and  tulle  fashioned  into  delightful  danc- 
ing frocks  are  decorated  with  floral  de- 
signs in  natual  colors  of  beads  on 
flounce,  tunic  and  corsage  edge. 


AMONG    THE    MERCHANTS. 

Coleman,  Alta. — Edward  Haddard  has 
opened  a  dry  goods  store. 

Toronto,  Ont.— Fire  did  damage  to 
the  extent  of  $300  to  the  stock  and  pre- 
mises of  Ball  &  Co.,  neckwear  manufac- 
turers. 

Montreal,  P.Q.— The  Scroggie  Social 
and  Athletic  Club,  composed  of  Scroggie 
employees,  held  a  dance  in  the  store 
auditorium. 
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Sketch  by  Review  Artist. 


NEW  MODEL  FOR  FALL 
1914. 

Girl's  dress  of  tan  Bedford 
cord  with  light  tan  face  cloth 
collar,  cuff  and  low  belt.  Note 
the  clever  manner  in  which  the 
cord  is  used  and  the  manner  in 
which  the  sleeve  is  cut  in  one 
with  the  waist.  Shou-n  by  Flett, 
Loivndes  &  Co.,  Limited. 


HOUSEFURNISHING:* 


Building  Housefurnishing  Trade  by  Suggestions 

The  Ritchie  Co.,  of  Belleville  Show  Effect  of  Combinations  in 
Windows  and  Corners — Eighl  Sets  CTsed  ai  Spring  Opening — 
Books  of  ( Jolored  Views— Upholstery  Department  in  <  lonjunction. 


RUG  trade  increased  50  per  cent. 
Business  in  hangings,  chintzes, 
in  a  single  year, 
etc.,  and  curtains  greatly  extended. 

Contracts  opening  up  for  many 
miles  around  city  for  designing  and 
carrying  out  decorative  schemes  for 
homes. 

A  flourishing  furniture  upholstery 
department. 

This  is  the  encouraging  record  of  a 
brief  period  in  the  history  of  the  Ritchie 
Company  of  Belleville,  Ont.  It  is  en- 
couraging  to  the  outside  merchant  as 
an  indication  of  bow  much  can  be  ac- 
complished in  the  way  of  building  up 
this  departmeni  of  a  store  by  a  combina- 
tion of  taste,  intelligence  and  energy. 
Generally  speaking,  the  housefurnishing 
department  has  made  least  progress  of 
all  in  a  «reat  majority  of  stores.  Fre- 
quently,  for  all  the  devising  there  is,  it 
may   be  said   almost  to  run   itself. 

Enthusiasm  marks  the  work  of  Hector 
Poste,  manager  of  this  department,  along 
with  the  throe  qualities  just  referred  to. 
Probably  this  is  included  in  "energy." 
Or  else,  it  is  a  case  of  cause  and  effect. 

The  Review  visited  Mr.  Poste  as  he 
was  preparing  for  his  special  Spring 
showing.  This  department  was  to  vie 
with  the  millinery  and  ready-to-wear. 
Usually  it  does  not.  One  of  the  man- 
ager's  plans  was  to  make  up  eight  model 
windows  —  showing  lambrequins,  side 
curtains,  drop  curtains,  window  seats. 
and  the  floor  covering.  Each  one  was 
designed  to  reveal  the  possibilities  of  a 
beauty  spot  in  a  home;  in  most  cases  at 
little  expense.  The  eight  were  all  dif- 
ferent; in  color  Bcheme  and  in  design; 

often  in  the  materials  that  were  made 
up.  Each  had  a  suggestion  thai  mighl 
appear  to  a  woman  as  adaptable  for  her 
own  home:  the  goods  u^ed  in  a  combina- 
tion thai  was  attractive.  Often  thiswas 
all  thai  was  necessary  and  an  order  fol- 
lowed.     The    ledges    were    used    for    the 

same  purposes,  a  demonstration  of  the 
pretty  effects  obtainable  in  home  decora 

But   the  displays  were  nol  limited  to 

Ibis.       \s  often   as  be  could  secure  a   win- 


dow,  Mr.  Poste  sel   up  similar  combina- 
tions of  house  furnishings. 

As  the  manager  put  it:  "The  people 
see  the  practical  results.  That  is  all 
is  to  the  drapery  proposition.  The 
samples  are  suggestive,  and  the  public 
understanding  thai  such  effects  can  be 
obtained  are  anxious  to  duplicate  them 
in  their  own  homes." 

Plans  in  Two  Large  Books. 
This  plan  of  showing  the  public  the 
beautiful  combinations  thai  are  possible 
is  carried  out  in  another  simple  but  ef- 
fective way.  Two  Large  blank  books  are 
used  and  on  every  other  page  is  pasted 


Design  for  lambrequin  and  drop  curtains, 
cord  trimmed.  Designed  and  shown  by 
Sector  Poste,  in  the  Ritchie  Co. 'a  house 
furnishing  depart  ment. 

in  a  design  of  an  interior.  Sometimes 
these  are  engravings,  in  black  or  colored. 
from  trade  journals,  or  advertisements, 
or  catalogues.  <>n  the  outside  are  the 
v.  ords: 

"Beautiful  Interior  Decorations  by 
the  Ritchie  Co.,  Limited,  Belleville, 
Ont.,  Canada." 

When  a  customer  picks  oul  a  room  de- 
sign   thai    she    think-    she    would    like,    a 
clerk     i-    read\     to    show    her    -aniph 
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that  could  be 
made  up  ii  to  a  similar  room  or  corner 
or  window  effect.  A  few  minutes'  fisrur- 
iug  by  the  manager  'jives  her  the  cost — 
and   1  are.      In   order.  • 

od    trade   the   firm   has 
in   for  a   wide  range  in  tapestries, 
nd  good  taste  is  displayed 
in   the  selection. 

Will  Visit  the  Home. 

If  a   customer  is  a  little  timid  about 
sing  a  piece  of  goods,  Mr.  Poste.  or 
some  one  ready   always  to   visit 

the  home   .and     draw     up  a  decorative 
-cheme.  depending  on  the  nature  of  the 
room,    the   furniture,    the   size,   lighting, 
etc.       In  nearly    every    ease    the  SUE 
tion   is  adopted   and   the  order  fo 

Added  Upholstering  Expert. 

About  a  year  ago  the  firm  decided 
that  its  housefurnishing  department  was 
m«t  complete  without  a  workman  on  the 
I  remises  who  could  attend  to  the  up- 
holstering work  on  furniture.  Fabrics 
were  sold  for  the  hangings  and  couches 
and  the  natural  request  of  the  customer 
was  "to  Bee  the  transaction  through." 
— to  handle  the  work  on  the  couch  or 
window  seat,  or  whatever  form  the  fur- 
niture was  to  take.  A  skilled  uphol- 
sterer  was  engaged,  and  a  room  adjoin- 
ing the  housefurnishings  department  was 
fitted  up.  It  soon  became  a  busy  spot. 
Orders,  attendant  upon  the  sale  of  cov- 
erings, came  in  rapidly  and  soon  ■  - 
ond  workman  had  to  be  engaged.  It  was 
found  soon  that  the  fact  that  the  firm 
could  handle  this  work  drew  new  cus- 
tomers in.  For  any  repair  work  they 
boughl  the  stuff  from  the  firm.  and.  vice 
versa,  when  they  bought  from  the  firm 
they  had  the  work  done  there. 

In  February,  in  order  to  stimulate 
trade,  a  discount  of  'JO  per  cent,  was  al- 
lowed on  the  work,  not  the  coverings 
themselves.  This  kept  the  department 
busy   the  whole  month. 

Detailed  Record. 

A    detailed    record    is   kept    of   all 

penditures   on   each    contract,   and   one 

record    reads    as    follow-: 
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Burlaps 


for 


Walls 


DOUBLE  SIZED  and  OIL  COATED 


Made  in  widths  of  30,  36,  45,  54,  60,  72  and  90  inches. 
All  Standard  Shades. 


DYED  BURLAPS 


Made  in  widths  of  36,  54  and  72  inches  only. 
A  Good  Variety  of  Shades. 

LENGTH  OF  ROLLS,  ALL  LINES,  30  and  60  Yards 


How  Our  Burlaps  Are  Made 

fAlWAQ*  Every  yard  of  the  Jute  Canvas  used  in  the  manufacture  of  our  Burlaps  is  specially 

vAil  V  rVO  •  woven  for  us  in  Dundee,  Scotland,  from  yarns  of  uniform  counts  and  standard  strength. 

After  being  woven  the  Canvas  is  super-calendered,  stretched  and  made  unshrinkable. 

f\\\    •  The  only  Oil  used  in  our  Burlaps  is  pure  Linseed  Oil,  crushed  from  Western  Canada 

"II* •  seed  of  a  high  grade;  further    this     Oil     is     made     under    our  personal  supervision, 

kettle  boiled  and  tested  on  our  own  premises. 

M  A  fHllMFR  Y*  We  have  taken  advantage  of  every  improvement  in  the  way  of  modern  machinery  that 

lllnvlllll  Lj1\  1  •  has  Deen  brought  to  our  attention  and  in  addition  we  have  the  benefit  of  the  experience 

of  engineers  who  have  been  in  our  employ  for  more  than  a  quarter  of  a  century;  the  facilities  of  our  immense 
plant  for  the  manufacture  of  Oil  Cloths  and  Linoleums  are  at  our  disposal  for  similar  operations  in  the  manu- 
facture of  Burlaps,  and  these  additional  features  of  machinery  and  special  equipment  utilized  in  our  other  depart- 
ments and  available  for  our  Burlap  manufacture  place  us  in  a  unique  position  in  this  field,  hence  the  cost  of  pro- 
duction is  kept  at  the  lowest  possible  point  and  purchasers  of  our  lines  get  the  benefit. 

AA/ORldVIKlM  •  '^ie  lise  °^  burlaps  as  a  wall  covering  is  of  comparatively  recent  origin,  although  we 

"  "*»**"!  fill  •  have  been  manufacturing  this  line  for  upwards  of  twelve  years,  but  in  our  employ  are 

scores  of  men  who  have  been  handling  Jute  Canvas,  Oils, etc.,  for  thirty  years  and  more; — having  the  services  of 
men  with  such  long  experience  in  this  work  gives  us  an  unquestioned  right  to  claim  a  unique  position  in  the 
manufacture  of  Decorative  Burlaps. 


Handled  by  Leading  Jobbers  of  Wall  Papers,  Paints,  etc, 

SEND  FOR  SAMPLES  AND  PRICES 
Manufactured  by 

The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 
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Large  Couch. 

31/2  yds.  I  25  $11.38 

5  yds.  green    pmp,  5e 25 

5  Lbs.  tow    it  ti>- 30 

I  springs   al   5c 20 

I I  o  yds.  cotton  al   7c 11 

12.24 

11   In--,  timi    al    tOc 4.40 
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WHERE  SUGGESTION    \ll»s  BAL 


$16.64 
In  this  case  the  bill  sen!  into  the  cus- 
tomer is  not  necessarily  $16.64;  often  a 
price  is  quoted  beforehand  and.  of 
course,  adhered  to.  But  the  $10.64  is 
the  store's  figure,  estimating  the  <roods 
used  at  regular  Belling  prices;  no  dis- 
counts are  given  this  inside  department 
for  it  is  made  to  stand  on  its  own  feet 
and  make  its  own  profits  like  the  rest. 
lint  the  firm  knows  exactly  how  much 
each    job    costs. 

It  may  be  added  that  when  the  hill  is 
sent  in,  say,  lor  $16.65,  the  details  are 
not  uiven,  unless  they  are  asked  for,  and 
in  such  a  case  the  request  would  be  com- 
plied with.  Ordinarily  the  bill  would 
read:  "To  one  large  arm  chair,  re-up- 
holstered, new  material,  gimp,  tow  and 

time,  ." 

Easy  to  Examine  Rugs. 
To  facilitate  the  showing  of  rugs,  and 


Another  'lesion  used  successfully  in  the  Ritchie  Company's 

house  furnishing  department. 


to  avoid  the  necessity  for  using  so  much 
floor  space  the  firm  has  installed  a  large 
fixture  with  horizontal  arms  hanging  out 
to  which  the  rugs  are  attached.  They 
can  he  moved  easily  back  and  forth  on 
a  pivot.  In  addition  shadow  lights  have 
been  installed  by  which  a  bright  liarht  is 


thrown  on  the  surface  of  the  rug  as  it 
hangs  upright.  The  result  is  that  over 
100  rugs  can  be  examined  readily  in  a 
few  minutes  and  are  seen  "as  clear  as 
day.''  This  system  has  resulted  in  an 
increase  in  business  of  fifty  per  cent,  in 
a  single  vear. 


Full  Color  the  Feature  in  Draperies 

Eastern  Sources  Mainly  Responsible  for  Colors   and   Designs— 
Strong  Eighteenth  Century  Flavor — Patterns  From  Small  Indian 
Prints — -No  Fade-a\vav  Materials. 


A   SUGGESTION. 
Design   for  bedroom   window  in   English 
chintz,  «iili  cosj  Beat,  cushion  and  valance 
i"  mat  1  ii      1  >esig 1  bj    \.  S<  reaton, 


JriXilN'*;  from  the  new  chintzes  it 
would  seem  as  though  we  were  be- 
ing educated  into  a  love  of  and  a 
right  use  of  pure  color,  for  there  are  no 
fade-away  and  pastel  effects  or  mono- 
tones shown  in  the  new  chintzes.  The 
best  patterns  come  in  good  strong  col- 
ors and  the  harmony  is  obtained  by 
careful  blending.  Both  the  color  effects 
and  designs  are  largely  taken  from 
Eastern  sources,  which  in  itself  is  a 
guarantee  that  the  effect  is  artistic 

Prom  this  it  will  he  interred  that  the 
new  chintzes,  etc.,  are  gay  and  cheerful. 
White.  cream  and  hlack  are  leading 
ground  colors  over  which  are  placed  gay 

designs.  In  some  cases  the  ground  is 
dispensed  with  and  the  design  is  com- 
posed of  a  pattern  that  covers  all  with 
overlapping  leaves  and  flowers.     Effects 

of  this  kind  are  very  pleasing,  as  they 
make    one    lose    si'jht    of    the    fabric    and 

rive  a   sense  of  great    richness.     Large 

flowers,  such  as  love-,  rhododendrons 
and    peonies      are      mixed    with    smaller 

flowers  or  masses  of  foliage  in  the  pro- 
duction of  such  patterns.  Manx-  pal  - 
terns  have  a  strong  lSth  century  flavor 
and  come  in   honest   •jrceiis.  reds  and  yel- 
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lows  iii  almost  natural  size,  and  en- 
livened with  gay  parrots  and  other  birds 
in  gay  plumage.  There  is  a  note  of  de- 
cision about  these  patterns  that  give 
character  as  well  as  brightness  to  the 
rooms  where  they  are  used. 

Japanese  Figures. 

China   and    Japan    arc    furnishing   us 
with  many  designs  and  it  is  quite  a  long 

period  since  designs  ot'  this  class  have 
been  in  use.  therefore  they  arc  full  of 
novelty  to  the  present  generation  of 
housewives.  A  very  beautiful  chintz  is 
made  up  of  flowers  in  conventional  Jap- 
anese effect  with  occasional  medallions 
showing  a  pagoda  and  garden  scene  with 
figures  Very  characteristic  is  an  ar- 
rangement ot'  ragged  tree  trunk  and 
branches  with  chestnut  foliage  and 
peony  flowers,  with  the  branches  decor- 
ated with  lanterns  on  which  are  de- 
picted tiny  Japanese  figures,  A  very  un- 
usual patten  shows  a  Chinese  land- 
scape and  figures  in  stripes  with  altor- 
uating  narrow  stripes  worked  in  an  all- 
over  effect  that  reminds  one  ot'  an  ivory 
can  ing. 
Other    Eastern    designs    come     from 
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Persia  and  many  lovely  copies  of 
the  small  delicate,  highly  conventional 
floral  patterns  seen  in  embroideries,  pot- 
tery and  enamels  from  this  source  are 
seen.  These  patterns  are  placed  on  well 
covered  deep  cream  grounds  and  show 
plenty  of  green  lightened  with  minute 
points  of  high  color.  Then  there  are 
patterns  that  have  been  taken  from  In- 
dian prints  in  which  the  design  is  so 
small  that  the  effect  is  just  one  of  color. 
These  chintzes  are  very  appropriate  for 
the  small  rooms  met  with  in  apartments 
and  so  many  of  the  present-day  city 
houses. 

The  fact  that  modern  artists  are  turn- 


ing their  attention  to  fabric  designs  is 
evident  on  every  side,  and  in  addition 
to  the  expensive  patterns  printed  by 
hand  from  engraved  blocks  in  strong  col- 
ors, there  are  many  patterns  and  color 
effects  that,  while  fresh  and  new,  are 
not  too  bizarre  for  general  use.  There 
is  a  richness  that  is  akin  to  stained  glass 
about  these  patterns  which  makes  them 
very  suitable  for  living-room  decoration. 
The  Martine  designs  by  the  Paul  Poiret 
school  influence  many  of  these  new  art 
designs  and  wavy  lines  covering  back- 
grounds with  a  stripe  or  trellis  and 
groups  of  flowers  like  buttons  that  only 
suggest     the     flower     often     stuck     up- 


right into  wobbly  pots  as  children  plant 
flowers,  are  very  much  to  the  fore. 

In  general  patterns  come  some  pleas- 
ing patterns  in  stripes  dotted  with 
bunches  of  flowers  of  different  sizes. 

Fadeless  Casement  Cloths. 
There  is  an  increasing  sale  for  fade- 
less casement  cloths  in  such  popular 
shades  as  rose,  green,  brown  and  blue. 
This  material  is  suitable  for  all  win- 
dows much  exposed  to  the  sun  such  as 
sun-rooms,  living-rooms,  conservatories, 
etc.,  and  can  be  bought  in  makes  that 
are  guaranteed  unfadeable. 


Profanity  in  Decorations  of  a  Home 

Instructive  and  Vivid  Address  of  Prof.  Parsons  on  When,  Where 
and  How  to  Decorate — He  Emphasizes  the  Need  of  Usefulness  in 
True  Art — A  Salesman  of  Clothing,  a  Buyer  of  Wall  Paper  May 
be  True  Artist. 


THE  first  of  a  series  of  lectures  on 
Interior  Decoration  was  given  by 
Prof.  Parsons,  head  of  the  New 
York  School  of  Applied  Art,  at  the  T. 
Eaton  Co.  's  store  early  in  April,  one  of 
the  "service"  acts  that  characterizes  the 
relation  of  this  store  to  the  public.  The 
subject  of  Prof.  Parsons  was  "How, 
When  and  Where  to  Decorate,"  and 
touched  on  many  topics  that  are  closely 
in  touch  with  the  work  of  those  connect- 
ed with  a  housefurnishing  department. 
Prof.  Parsons  was  eminently  practical 
and  lie  insisted  that  everything  to  be 
truly  artistic  must  be  practical. 

In  the  presence  of  a  large  number  of 
ladies,  who  liberally  applauded  his  pung- 
ent points  and  shrewd  criticisms,  he  be- 
gan by  declaring  that  decoration  in  it- 
self implies  a  knowledge  of  what  art  is. 
Particular    Thing    in    Particular   Place. 

Art  is  not  a  haphazard  conclusion  or 
a  personal  feeling.  He  began  the  de- 
struction of  a  number  of  popular  beliefs 
by  a  process  of  elimination,  the  proper 
choice  or  selection  of  the  particular 
thing  that  belongs  to  a  particular  place. 
People  that  think  that  all  kinds  of'  pic- 
tures are  art  are  greatly  mistaken.  In 
reality  they  may  be  the  ugliest  things  in 
creation.  There  may  be  no  more  art  in 
them  than  in  shoes,  and  indeed  the  best 
shoes  display  a  high  quality  of  art. 
Artistic  in  Spite  of  Antiquity. 

His  second  point  was  that  many  per- 
sons think  that  every  antique  is  an  ob- 
ject of  art,  just  because  it  is  antique. 
Elderly  people  if  they  have  charm,  are 
attractive  in  spite  of  their  age.  So  with 
furniture:  if  it  is  artistic  it  lasts  for 
ever;  if  it  has  a  natural  charm  in  itself 
it  will  be  permanent.    If  it  is  antique,  it 


may  be  artistic  in  spite  of  and  not  be- 
cause of  its  antiquity. 

Thirdly,  persons  have  almost  with  one 
consent  accepted  the  idea  that  this 
man's  work  is  all  good;  if  it  is  Ra- 
phael's it  must  be  good;  "just  as  some 
people  hold  that  everything  John  Wes- 
ley said  or  did,  was  right."  They  pin 
their  faith  on  the  man  who  did  it.  But 
this  is  wrong.  It  is  not  because  he  hap- 
pened to  be  such  and  such  a  man  that 
A  SUGGESTION. 


Design  for  decorating  a  den  window. 
Side  curtains  are  of  plain  denim  with 
cretonne  border.  Curtains  for  book-shelf 
are  of  same  cretonne  as  border  and  val- 
ance.    Designed  by  A.  Screaton. 
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his  work  is  a  work  of  art,  but  because 
in  that  particular  case  he  happened  to 
strike  it  right.  As  soon  as  we  worship 
the  man  we  forget  the  thing. 

Finally  art  is  a  quality  that  may  be 
found  in  anything  whatsoever.  It  is  like 
heat  or  cold  and  it  is  a  relative  idea 
wholly.  This  quality  is  made  up  of  two 
elemental  ideas  and  we  must  see  these 
before  we  can  get  hold  of  the  true  con- 
ception. 

Suited  to  its  Use. 

A  thing  to  be  artistic  must  be  perfect- 
ly suited  to  its  use.  If  I  design  a  chair 
that  is  perfectly  uncomfortable  and  call 
it  an  easy  chair,  I'm  an  idiot,  no  matter 
how  it  looks,"  declared  Prof.  Parsons. 

If  some  particular  friend  has  design- 
ed a  table  a  man  cannot  sit  down  to,  it 
is  not  artistic.  A  woman's  dress,  if  it 
is  made  so  she  cannot  step  in,  or  walk, 
or  raise  her  arms,  is  not  an  artistic 
creation  even  if  it  came  from  Paris.  It 
must  first  of  all  be  fit;  this  is  the  first 
qualification  in  any  applied  art. 

The  first  consideration  in  the  decora- 
tion of  a  dining  room  is  that  nothing 
in  it  shall  interfere  with  eating.  What- 
ever does,  is  in  bad  taste.  If  you  want 
to  parade  your  silver,  it  is  in  bad  taste. 
Counting  Flowers  on  the  Wall. 

So  with  a  sleeping  room,  anything  that 
interferes  with  rest  is  in  bad  taste.  If 
you  can't  sleep  or  rest  in  this  room  it 
has  missed  its  function. 

If  the  wall  paper  is  spotted  with  im- 
possible flowers,  so  constructed  that  you 
keep  counting  those  between  the  poster 
and  the  wall,  it  is  a  bad  wrall.  Nothing 
that  disturbs  the  idea  of  rest  is  artistic. 

The   second    element   of   art   —  what 
(Continued  on  page  41.) 


Upholstery  Department  in   Lord  &  Taylor's  Store 


This  has  been  called  Ihe  "star  department"  of  the  Lord  &  Taylor  store.    A  recent  description  -     - 
"It  has  the  atmosphere  of  the  highest  type  studio.     There  are  n<>  aisles,  qo  evidences  of  department  - 
regulation.     It  is  full  of  the  power  of  suggestion.     Chairs  are   everywhere — beautiful   furniture  juxta- 
posited  to  beautiful  draperies.      There  are  eight  suggestion  rooms.    There  is  a  huge  corner  Beat  foi 
tomers  to  lounge  while  inspecting  draperies.    Soon  a  decorative  department  will  be  organized  to  work  in 
co-operation  with  this. 


When  the  Manager  Bought  a  Vacuum  Cleaner 

An  Unexpected  Proof  of  Its  Advantages — A  Good  Paying  Lino 
to  Add  to  Housefurnishing  Department — Plan  of  Large  Niagara 
Falls,  N.Y.,  Store. 


HERB    is    one    of    the    most    unusual 
stories      Tlio      Review      has  come 
across  in  the  housefurnishing  line, 
and  the  hero,  or  heroine,  as  the  article  is 
a  perquisite  of  the  women  of  the  house- 
hold, is  a  vacuum  cleaner. 

A  certain  store  in  a  certain  city — a 
good  friend  of  readers  of  The  Review; 
so  we  will  all  consent  to  spare  them 
the    publicity    of    mentioning    names — 

started    in    to   carry    vacuum    cleaners   as 

an  auxiliary  to  their  housefurnishin 
partment.  The  cleaner  was  sent  as  a 
sample  for  the  store  to  trj  out  on  cus- 
tomers. H  there  was  general  favor 
shown,  a  large  order  mighl  be  expected. 
\  ,i.i\  or  i  n  o  after  i  he  machine  arriv- 
ed   and    was    jusl  nicely 

on  the  demonstration  road  to  popularity 

eral   i  !   in  and   wa 

il  work.    'I'lo  on  was  immediate. 

••  l  "II  take  it,"  he  said, 
of  the  department  did  nol  know  « 
to  be  delighted   01  illen;   thi 

i    new   line 
ll    air 

-    \\.  into  the  human  hon 


denly  the  field  for  future  conquest  had 
been  cut  from  beneath  his  feet,  for  it 
would  be  some  little  time,  as  it  chanced, 
before  a  duplicate  could  be  secured. 

This  is  late  news,  so  The  Review  can- 
not announce  the  sequel  in  this  issue. 
Probably  that  "ill  come  in  the  July 
Special.  (This,  by  the  way,  is  our  first 
announcement  of  thi*  Big  Event.) 

Has  Become  a  Staple. 

So   much    l>\    wa>    of   introducing  the 

ubjeel    of  \  acuum   cleaners  to  many  a 

dry   goods   merchant    in    ('ana  For 

more   than   half    need    an    introduction. 

This     Suddenly      created      need    in   house- 

ng    has    come    upon    so    many    un- 
awares, thai   t  hey   ha\  e  ui  I  id  its 
ts  selling  possibilit  ies.  The 
vacuum  clean                much  a  staple  in 
the  home  as  an  automobile        and  will 
infinitely 
per. 
Fortunatelj  be  a 

I !    lias  come  down.  dow  u.  down. 

B9     until  now 
'  as  low  as  $4  75 

. Hindi   di  in    price    now 

■   HIT. 
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<M  course,  we  are  told  the  ideal  way 
certainly  the  one  that  sounds  best — 
is  to  have  the  work  done  by  electricity. 
The  electrical  ones  work  with  <rreat  sat- 
isfaction and  most  of  them  with  ease. 
and  many  linns  limit  their  stock  to  these, 
and  are  making  t lie  department  a  big 
success,  and  highly  profitable.  There 
will  always  he  a  demand  from  those  who 
can  afford  it  for  a  machine  of  this  kind. 
It  is  in  line  with  the  growing  use  of  el- 
ect ricit\  in  the  home,  for  ironing,  bak- 
ing, toasting,  etc.,  and  there  is  a 
good  electrical  service  it  would  be  ad- 
visable for  dry  g<  ants  to  imm- 
stock.     r 

high,  and  indeed, 
this  part  of  elect  rically-driven  ap- 
pliai  lly  disre- 

garded. 

"  as  a   ;  -  at  the 

thai    ile'-  -rake 

Us  much  hi 
wax 

Only  Need  the  Cleaner  Now. 
re  in  tin 

machines 
-ale.  \ 
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power  is  all  ready  in  the  home  for  the 
use  of  the  vacuum  cleaner.  This  may 
sound  like  an  automobile  salesman  sug- 
gesting that  a  man  has  a  motor  coat  or 
the  gasoline  and  needs  only  the  car,  but 
the  suggestion  that  the  full  benefit  of  an 
electrical  service  is  lacking  if  the  house- 
wife has  no  vacuum  cleaner,  has  work- 
ed advantageously  in  scores  of  cases. 
Just  try  it  and  see.  It  is  a  rather  subtle 
suggestion,  but  filters  in  without  need 
for  perforating   the   subject's   head. 

At  Store  and  in  Homes. 

Usually  demonstrations  of  these 
vacuum  cleaners  are  of  two  kinds:  at  the 
store  and  at  the  home.  In  the  former 
ease  a  space — temporary  or  often  per- 
manent - —  is  allotted  for  this  purpose 
from  the  regular  space  given  up  to 
housefurnishings,  and  a  time  is  set  apart 
for  demonstrations,  often  from  3  to  5 
p.m.  on  certain  days.  Often  the  manu- 
facturer will  have  a  skilled  demon- 
strator and  talker  on  hand  to  drive  home 
the  points,  but  the  exhibition  can  be  man- 
aged just  as  well  by  the  staff.  Various 
forms  of  dust  may  be  sprinkled  on  long 
stretches  of  carpets  or  rugs,  and, — lo! 
the  cleaner  has  picked  them  up  and  they 
are  drawn  in  noiselessly  and  wholly.  It 
is,  indeed,  one  of  the  advantages  in  of- 
fering vacuum  cleaners  that  a  demon- 
stration can  be  made  so  convincing.  An- 
other point,  that  the  cleaner  prevents 
dust  from  sifting  through,  and  saves  the 
Spring  and  Fall  beating,  is  rather  more 
difficult  to  demonstrate,  but  the  success 
of  the  first  point  usually  convinces  the 
lady  that  the  second  is  quite  as  true 
without  ocular  proof. 

Where  Current  is  Different. 
There  is  one  point  about  electric 
sweepers  that  may  cause  a  difficulty  in  a 
few  places.  Such  a  one  The  Review  ran 
across  recently  in  Niagara  Falls,  New 
York,  in  Beir  Bros.  The  head  of  the 
firm,  who  has  a  splendid  building  and 
stock,  stated  that  the  current  in  the 
homes  is  different  from  that  used  in  the 
business  section,  so  that  it  was  decided 
to  have  the  attachment  fit  the  home  cur- 
rent rather  than  limit  it  to  the  store. 
In  his  opinion  home  demonstrations 
proved  the  most  successful.  He  outlined 
tho  store's  plan  as  follows: — 

A  Niagara  Falls'  Experience. 

"First  of  all  we  do  not  carry  any 
cleaners  under  $35,  and  they  run  up  as 
high  as  $150.  All  are  operated  by  elec- 
tricity. We  may  go  in  for  the  cheaper 
and  'hand'  lines  later,  but  at  present  we 
are  concentrating  on  the  better  class  of 
cleaners. 

"We  send  these  cleaners  out  to  priv- 
ate homes  and  have  a  man  give  a  de- 
monstration. Then  we  leave  the  mach- 
ine for  a  week  or  so,  to  allow  the  people 
themselves  to  get  accustomed  to  it  and 
to  feel  they  cannot  do  without  it.    After- 


wards we  call,  and  in  a  large  proportion 
of  cases  we  effect  a  sale.  They  have  had 
it  long  enough  to  feel  the  benefit  and  the 
need  of  it." 

"Do  you  send  it  out  to  anyone  who 
asks  for  it;  and  do  you  advertise  that 
you  do  this1?"  asked  The  Review. 

They  Pick  Their  Names. 

"Oh,  no.  That  would  not  be  wise. 
We  would  be  swamped  with  inquiries 
from  many  people  who  would  have  no 
intention  of  buying.  We  pick  out  cer- 
tain ladies  who  we  think  might  be  likely 
to  buy  and  send  a  cleaner  there.  The 
sales  have  been  very  satisfactory  in  this 
way. 

"We  may  add  to  this  method  by  fit- 
ting up  a  demonstration  section  in  our 
store  after  a  while." 

A  Real  Necessity. 

This  method  can  be  applied  equally  as 
well  to  the  electric,  and  the  "hand- 
power"  machines,  and  probably  will  be 
found  the  most  effective.  If  possible 
do  not  limit  the  demonstration  to  the 
half  hour  or  so,  leave  the  machine  a 
day  or  two  at  least  in  the  home.  Then 
it  becomes  a  real  necessity,  and  the 
housewife  herself  is  your  best  salesman. 

But  in  addition  especially  if  you  are 
carrying  the  cheaper  lines,  a  demonstra- 
tion in  the  store  will  be  found  effective 
also.  The  hand-run  machines  work  sat- 
isfactorily also,  although  a  little  heavier 
naturally,  and  sales  of  these  will  bulk 
larsre  when  you  get  the  public  to  appre- 
ciate the  great  advantage  of  a  vacuum 
cleaner. 

It  is  a  good  line,  and  it  will  pay  you 
to  work  it  for  all  it  is  worth  this  Spring. 
It  is  an  excellent  adjunct  to  your  rug 
and   drapery  departments. 

-m — 

PROFANITY   IN   DECORATIONS    OF 
A  HOME. 

(Continued  from  page  39.) 

people  think  most  of — is  called  Beauty, 
or  that  which  pleases  the  eye.  Manufac- 
turers do  not  manufacture  hideous 
things  if  the  people  do  not  want  them. 
They  are  going  to  manufacture  and  sell 
what  the  people  want.  The  whole  crux 
of  the  situation  is  the  public  demand. 
Manufacturer  and  shopkeeper  will  sell 
what  is  beautiful  if  the  public  know 
what  they  should  have. 

Beauty  is  perfectly  definable  just  as 
much  so  as  an  island  or  a  circle. 

It  is  "perfect  harmony  in  the  rela- 
tions of  a  thing." 

A  deer  head  on  the  wall  of  a  dining 
room  with  silk  wall  covering  is  inartis- 
tic. It  is  out  of  harmony.  A  painted 
fish  on  an  earthen  plate  is  not  har- 
monious. It  would  not  be  harmony  to 
eat  ice  cream  off  of  it. 
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"A  perfectly  intense  red  color,"  he 
observed,  "is  not  a  harmonious  back- 
ground for  a  pale,  wan-looking 
woman." 

A  rug  thrown  on  the  floor  in  "kitty 
corner"  fashion  is  inharmonious  with 
the  straight  edge  of  the  room. 

A  short  time  ago  a  set  of  expensive 
dessert  plates  was  shown  in  one  of  New 
York's  best  shops — with  different  Ma- 
donnas of  the  Italian  Renaissance, — and 
sold  at  25c  apiece!  This  was  inharmon- 
ious at  least  in  the  choice  of  the  decora- 
tion,— the  two  were  incongruous  to  each 
other,  and  to  eating. 

A  positive  knowledge  on  the  part  of 
a  person  as  to  when  things  are  fit  and 
when  they  are  harmonious  in  all  their 
parts,  makes  an  artist.  It  is  not  neces- 
sary for  him  to  be  a  painter  or  a  sculp- 
tor, or  architect.  Just  as  well  can  a 
seller  of  rugs  or  a  buyer  of  wallpaper  or 
a  salesman  of  clothes  be  an  artist. 

Art  becomes  a  conscious  factor  in  the 
evolution  of  a  people,  in  all  their  manu- 
factures, in  all  their  commercial  rela- 
tions, and  in  the  making  of  an  environ- 
ment in  which  they  live.  The  most  im- 
portant of  this  is  the  home,  because  it 
is  the  first  place  we  go  to  when  we  are 
born." 

If  swearing  is  begun  in  a  child's 
hearing  at  its  birth,  it  will  swear  whep 
it  is  grown  up.  As  well  swear  in  color 
as  in  words,  as  well  swear  in  the  line 
of  your  decoration — the  result  will  be 
the  same;  you  will  have  a  profane  use 
of  materials  when  your  child  grows  np. 
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A  Flower  Window 

Always  a  Good  Proposition  For 
Millinery     Displays     at     This   j 
Time  of  Year. 

FOR  the  department  store  that  carried 
a  millinery  department,  a  window 
display  wholly  of  artificial  flowers 
will  be  found  of  real  value.  In  the  man* 
seasons  when  the  selling  prospects  before 
flowers  were  only  slim,  a  floral  window 
was  found  to  be  a  good  selling  proposi- 
tion. So  that  now  when  flowers  have 
every  prospect  of  an  excellent  selling 
season  before  them  first-class  results  may 
be  expected. 

A  good  way  to  show  flowers  is  to  ar- 
range them  in  gold,  green,  and  natural- 
colored  fancy  straw  baskets  with  high 
handles,  and  with  the  handles  tied  with 
flowered  ribbons  to  match  the  flowers 
placed  in  the  basket. 

For  instance,  a  basket  of  purple  pat- 
sies and  red  roses,  has  the  handle 
wreathed  with  a  ribbon,  with  purple  and 
red  in  the  pattern,  which  is  tied  in  a 
large  artistic  bow.  Great  variety  can 
be  given  by  the  skilful  arrangement  of 
the  flowers  and  by  the  wise  choice  of  rib- 
bon for  the  trimming. 
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Does  Military  Train- 
ing Benefit  the 
Civilian  ? 


The  appropriations  of  the  Dominion  (Government  for 
the  militia  under  the  Hon.  Samuel  Hughes,  have  reached 
a  highwatei  mark.  For  many  years  the  Royal  Military 
College  at  Kingston,  Ontario,  ha.s  been  doing  quietly  a 
general  educational  work  along  with  its  military  training. 

A  special  representative  of  MacLeau's  Magazine  has 
made  personal  investigations  and  has  recorded  his  views 
in  the  April  number  of  this  popular  magazine  for  Can- 
adian readers. 

Sturdy  Canadians  in  all  spheres  of  activity  are  num- 
bered among  its  graduates,  and  the  engineering  and 
physical  discipline  received  there  has  meant  much  for  the 
all-round  development  of  that  sturdy  reliance  that  so 
characterizes  the  hardy  sons  of  the  Dominion. 

The  munificence  of  Major  R.  W.  Leonard,  Chairman 
of  the  N.  T.  R.  Coin  mission,  has  made  possible  a  further 
extension  of  its  benefits  by  its  working  arrangements  with 
Queen's  University. 

The  whole  number  bristles  with  newsy,  well-illustrated 
articles  of  especial  interest  to  Canadians  The  short  stories 
and  the  charming  serial  by  Ireland's  mosl  entertaining 
writer,  are  not  the  least  attractive  features  of  this  excellent 
number. 
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THE  change  from  the  large  hat  to 
the  smaller  models  has  brought 
about  a  return  to  trimmings  that 
is  decidedly  good  for  the  millinery  busi- 
ness. All  models  are  tilted  and  the 
cache  peigne  is  back  as  an  accepted  fact. 
This  one  feature  means  that  trimmings 
will  be  wanted  in  quantity,  as  loops  of 
ribbon  lace  and  flowers  are  all  combined. 

Conditions  on  the  whole  are  satisfac- 
tory though  business  is  better  in  some 
sections  than  in  others,  and  there  is 
some  tendency  to  buy  cheaper  goods 
than  usual  in  some  districts.  Generally 
speaking,  business  is  decidedly  good,  par- 
ticularly when  the  temperature  mounts 
and  the  weather  is  bright  and  sunny. 

The  retail  trade  has  been  actively  en- 
gaged  in  Easter  business  and  the  prom- 
ise is  that  it  will  assume  large  propor- 
tions. 

Buying  interest  is  centering  now  on 
Summer  models  and  from  now  on  there 
will  be  more  business  in  brighter  colors 
and  lighter  tones.  The  success  of  flowers 
is  assured  and  more  flowers  than  in 
years  are  selling.  While  mixed  flowers 
are  very  much  used  roses  as  usual  are 
assuming  the  first  place.  Every  rose 
known  to  the  florist  comes  in  its  natural 
color,  and  there  are  in  addition  wonder- 
ful color  blendings  that  are  new  this 
season  and  with  which  nature  has  noth- 
ing to  do.  Two-toned  roses  in  tapestry 
or  poster  colors,  and  roses  in  the  most 
brilliant  of  the  Spring  shades  are  show- 
ing. Stick-up  effects  are  hardly  so  good 
as  they  were  but  in  their  place  are 
wreaths  and  bands  made  of  close  set 
medium-sized    roses    and     medium-sized 

SUMMER  HATS. 

A 11  model*  are  tilted. 

Roses  most  popular  trimming,  two- 
toned  in  tapestry  and  pos-ter  colors, 
and  brilliant  Spring  shades. 

Velvet  fruits  and  berries. 

Moire  weaves  in  ribbon  garnitures. 

Metallic  effects  the  high  novelty. 

Strong  revival  of  maline. 

All  kinds  of  light  laces. 

Crin,  leghorn,  panama  and  pea- 
nut straws  used  lately. 


What  Is  Being  Shown  In  Hats 
for   Summer 

Watteau  Models,  Toques  and  Trimmed  Sailors — 
Trimmings  of  Flowers,  Fruits,  Ribbon,  Maline 
and  Lace — Velvet  Coming  Strong. 


single  flowers.  Piquets  and  tiny  bunches 
of  mixed  flowers  are  also  in  demand. 
Fruits  and  berries  made  of  satin  and 
velvet  are  very  much  liked.  Foliage  is 
good,  particularly  the  very  deep  green 
lacquered  finished  leaves  and  grasses, 
and  wheat,  with  the  beard  made  of  bril- 
liant wood  fibre,  is  very  much  used  in  all 
the  shades  from  natural  to  gold. 

Ribbon  garnitures  are  becoming  more 
popular  and  the  use  of  ribbons  for  mil- 
linery trimmings  is  steadily  increasing. 
Moire  weaves  are  considered  the  smart- 
est and  taffetas,  failles  and  cords  are  in- 
creasingly popular.  Velvet  ribbons  from 
now  on  will  be  good  as  velvet  ribbons  al- 
ways are  a  summer  article.  Very  beau- 
tiful velvet  ribbons  have  the  back  of 
faille,  and  others  show  a  decided  cord  ef- 
fect at  the  back.  First  among  novelties 
come  the  Roman  stripes  and  plaids,  and 
the  Bayadere  ribbons.  Metallic  effects 
are  the  high  novelty.  Printed  ribbons 
with  the  warp  of  metal  thread  are  very 
handsome  and  the  new  striped  ribbons 
in  two  or  more  colors  in  high  contrast 
separated  by  a  heavy  metal  stripe  are 
new.  Printed  ribbons  come  in  new  art 
colors  and  patterns  the  Dresdens  seen 
being  extended  only  for  children's  mil- 
linery and  for  sashes  and  fancy  work. 
The  ribbons  with  a  patent  leather  finish 
are  new,  but  their  use  will  be  limited  in 
quantity. 

For   certain    kinds   of   effects   nothing- 


can  take  the  place  of  plumage.  Osprey, 
paradise,  gurah,  numidi  and  fancy  os- 
trich novelties  as  well  as  small  plumes, 
trim  many  hats.  Small  tips  are  used  in 
bandeau  fashion,  and  also  as  garlands 
over  the  brim's  edge.  Band  trimming  in 
ostrich  is  very  much  used  and  so  are 
pom-poms  and  clipped  ostrich  fancies. 
Burnt  ostrich  imitates  and  takes  the 
place  of  numidi. 

For  the  summer  hat  there  is  promised 
a  strong  revival  of  maline.  Maline 
crowns,  maline  covered  brims,  maline 
pleatings  for  facings  and  for  covering 
the  whole  hat  are  to  be  fashionable,  also 
huge  bows  made  of  high  wired  loops  of 
maline.  All  kinds  of  light  laces  but 
chiefly  Chantilly  and  shadow  laces  both 
in  black  and  white  being  extensively 
ordered  by  the  millinery  trade.  Plain 
and  flowered  crepes,  printed  chiffons, 
and  nets  are  other  materials  much  used 
in  the  making  of  summer  hats. 

Here  and  there  is  seen  a  touch  of  jet. 
Thick  soft  lusterless  satins,  moires  and 
failles  are  the  leading  millinery  silks. 
Later  on  velvet  will  appear,  for  velvet 
will  be  much  used  in  mid-summer  mil- 
linery. 

So  far  picot,  hemp,  tagel  and  varnish- 
ed straws  have  been  the  leaders.  To  this 
list  must  now  be  added  crin,  Leghorn, 
Panama  and  peanut.  The  new  Panamas 
come  in  small  blocked  shapes,  and  are 
rimmed  with  flowers  and  ribbons. 


Only  the  Small  Hat  in  Paris 

Flowers,  Lace,  Ribbons  and  Tulle  Replacing 
Plumes  and  Features — More  Trimmings  Than 
for  Manv  Seasons. 


Paris,  April  14. 

NOW  that  Spring  is  really  here,  the 
question  as  to  the  size  of  the  hat 
is  settled.  All  fashionable  Paris  is 
wearing  the  small  hat  and  at  the  last 
race  meeting  none  but  small  models  were 
seen.  Favor  seems  to  be  equally  divided 
between  small  toques  and  Watteau 
model. 

Georgette  is  showing  toques  that  fit 
the  head  in  elongated  boat  shapes  with 
the  length  from  back  to  front,  and  raised 
high  on  one  side  to  show  the  hair.  But 
the  real  feature  is  the  Watteau  hat 
raiser!  high  at  the  side  or  at  the  back 
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and,  when   of  straw,  trimmed   with  rib- 
bon or  flowers. 

The  two  straws  most  worn  are  bril- 
liant straw  and  picot,  and  a  great  deal 
of  silk  is  being  used  in  combination  with 
these  straws,  chiefly  in  the  form  of  faille 
and  dull  finished  satin.  Earlier  wings 
and  fancies  were  seen  more  than  flower 
trimmings,  but  now  that  the  weather  is 
becoming  favorable  more  and  more  flower 
trimmed  hats  are  appearing.  Flowers 
have  been  worn  in  quantities  at  Nice  and 
Monte  Carlo  and  what  appears  there  is 
a  sure  forecast  for  the  Summer  season. 
(Continued  on  page  4G.) 
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Complete  Directions  for  Trimming  Models 

Measurements  and  Workroom  Directions  for  Models,  Some  of 
Which  Have  Appeared  in  Late  Issues,  With  Several  New  Designs. 

Model  No.  2. 


IN  this  article  an  expert  milliner  has 
given  minute  descriptions  of  several 
millinery  models,  of  which  some 
have  appeared  already  in  The  Review, 
and  the  rest  are  new.  These  illustrate 
pretty  well  the  season's  trend,  and  the 
'[(•tailed  measurements  and  other  points 
.-ubmitted  will  be  of  assistance  to  those 
in   the  workroom. 

MODEL  NO.  1. 

TRANSPARENT  hat  of  black  Chan- 
tilly  lace  trimmed  with  pink  roses 
and  narrow  soft^blue  velvet  rib- 
bon. 

Although  this  model  is  made  on  the 
order  of  the  flat  Watteau  shape,  the 
crown  is  quite  conspicuous  and  the  ban- 
deau not  so  high,  and  used  only  half 
way  round  on  the  left  side.  The  crown 
is  dome  shape,  the  wires  measuring-  ten 
inches  over;  head  size,  twenty-four 
inches;  brim,  in  front,  four  and  one- 
half  inches;  back,  five  inches;  left  side, 
seven  inches;  right  side,  five  and  one- 
half  inches.  One  and  one-half  inches 
from  the  crown  head  wire,  put  a  wire 
measuring  twenty-six  inches.  Outside 
measurement,  fifty-four  inches. 

The  lace  is  shirred  on  the  wires  and 
so  the  shape  is  made  up  after  the  wires 
are  in  the  lace,  over  the  skeleton  frame. 
There  are  three  wires  used  in  the  lace 
on  the  crown,  the  lower  wire  casing  be- 
ing two  inches  from  the  edge  of  the 
lace. 

The  first  brim  wire  casing  is  one  inch 
and  one-half  from  the  edge.  The  other 
two  wires  must  be  graduated  to  suit  the 
frame;  that  is  the  spaces  will  need  to 
be  wider  at  the  sides  than  at  the  front 


MODEL  NO.  2. 

and  back.  The  stems  are  cut  off  the 
roses  before  they  are  sewn  round  the 
under  edge  of  the  brim  and  on  the 
bandeau,  the  bandeau  being  completely 
covered  with  the  roses.  A  wreath  of 
the  roses  is  used  round  the  crown,  the 
loose  edge  of  the  lace  falling  over  them. 
A  bow  knot  of  velvet  ribbon  is  made  to 
decorate  the  underside  of  the  brim  at 
the  left  side,  by  wiring  the  ribbon  with 
one  strand  of  ribbon  wire.  A  smaller 
bow  knot  is  arranged  at  the  right  side 
of  the  crown  among  the  flowers,  long 
ends  falling  out  over  the  brim. 

Five  and  one-half  yards  Chantilly 
lace  will  be  required  with  two  yards  and 
one-half  of  velvet  ribbon,  one  and  one- 
half    inches   wide. 


ROCOCO  hat  of  purple  hemp,  trim- 
med on  top  with  a  wreath  arrange- 
ment of  violets  and  pink  roses.  The 
band  of  velvet  ribbon  across  the  crown 
is  in  dull  blue. 

The  models  showing  the  flat  effect  on 
top  are  all  arranged  over  a  bandeau 
which  is  very  high,  either  at  the  back 
or  side  and  shallow  in  the  front.  This 
particular  model  lias  the  height  at  the 
back  and  is  filled  in  with  the  mixed 
flowers.  The  band  of  ribbon  which 
crosses  the  top  of  the  hat  is  carried 
over  and  tied  among  the  flowers,  show- 
ing two  sharp  cut-ends. 

One  yard  and  a  half  of  ribbon  will  be 
required,  three  pink  roses  and  the 
violets. 


E^ 


Model  No.  3. 
MPIRE      Polk,     with     pleating     of 
amethyst    ribbon   over   the   edge   of 
brim,  the  top  of  the  hat  being  al- 
most   hidden    under    clusters    of    many- 
colored  (lowers.     Ties  of  broad  amethyst 
ribbon  to  go  under  thechin  or  at  back. 

For  the  foundation  make  a  wire  frame 
the  shape  of  a  plaque,  measuring  eigh- 
teen inches  in  diameter,  the  outside 
■wire  measuring  fifty  inches  and  covered 
with  two  thicknesses  of  pink  chiffon. 
The  frame  should  be  bent  to  polk  shape 
over  an  all  round  bandeau,  four  inches 
high  at  the  back  and  narrowed  down  to 
two  inches  in  the  front,  before  being 
covered.  The  bandeau  to  be  covered 
with  pink  chiffon  and  bound  with  ame- 
thyst velvet.  Cut  two  yards  and  one- 
eighth  of  ribbon  in  half,  and  lay  in 
pleats  over  the  edge  al  round  the  brim. 
The  top  of  the  hat  which  is  shaped 
slightly  to  form  a  crown  over  the  band, 
jc  covered  with  an  amethyst  crin  plaque. 
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Not  an  Enterprise  for 
the  "Quitter" 

U  "If  there  is  one  enterprise  on  earth,"  says  John  Wana- 
maker,  "that  a  'quitter'  should  leave  severely  alone,  it 
is  advertising.  To  make  a  success  of  advertising  one 
must  be  prepared  to  stick  like  a  barnacle  on  a  boat's 
bottom. 

f  "He  must  know  before  he  begins  it  that  he  must 
spend  money — lots  of  it. 

If  "Somebody  must  tell  him  that  he  cannot  hope  to  reap 
results  commensurate  with  his  expenditure  early  in  the 
game. 

%  "Advertising  does  not  jerk;  it  pulls.  It  begins  very 
gently  at  first,  but  the  pull  is  steady.  It  increases  day 
by  day  and  year  by  year,  until  it  exerts  an  irresistible 
power." 
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MILLINERY 


MODEL  No.  3. 

The  facing,  covered  plain  with  pink  ma- 
line,  finished  a!  the  educ  where  it  meets 
the  pleating,  over  a  fine  wire.  The  top 
ill  the  hat  is  almost  covered  with  fine 
mixed  flowers.  The  band  is  filled  at 
I  he  back  with  bows  of  amethyst  ribbon 
and  the  ties. 

It  will  require  sis  yards  of  ribbon 
i  i _r  1 1 1  inches  wide,  one  and  one-half 
yards  of  pink  chiffon,  one  and  one-half 
yards  of  pink  maline,  and  the  flowers. 


Model  No.  4. 

MEDIUM   sized  blocked  hat  of  Bel- 
gian  split   straw,   in   tango  shades. 
The  top  brim  of  the  hat  is  faced 
in    plain    with    tango    moire   silk    velvet, 
finished  at  the  edge  over  a  fine  wire. 

It  is  trimmed  with  a  row  of  tango 
roses  banked  round  the  crown.  A  small 
tie  with  two  sharp  ends  sticking  out  at 
the  right  side  back.  A  flat  bow  of  rib- 
bon finished  with  the  roses  is  arranged 
on  the  left  outside  brim,  where  the  hat 
turns   up   sharply. 

It  requires  one  and  three-quarter 
yards  of  ribbon  and  the  flowers  to  trim 
the   hat. 

•     •     • 

Model  No.  5. 

HAT  of  lisere  tagel,  and  frilled  cord- 
ed    ribbon,    in    nigger    brown,    with 

shaded  osl  rich  mount . 

This  model  has  a  small  mushroom  brim 
and  crow  n  on  the  order  of  a  tarn. 

The  ribbon  is  knife  pleated,  and  ar- 
ranged in  irregular  frill  effect  round  the 
crown,   and    made   into   a   bow    which    fin- 

ishes  the  feather  in  front  b\  gathering 
i  iiilion  into  a  fan  shaped  arrange- 
.  one  up.  one  down  ami  knotted  in 

the  centre.     This  is  not    done  evenly,  the 

charm   being    in    the   irregular  arrange 

iin-iil. 

1 1  u  ill  require  four  j  ards  >>i  ribbon  t" 
be  pleated   for  the  trimming. 

The    brim    is    faced    W  it  h    a    plec  e    of    the 

ribbon  Bewn  round  the  edge  over  a  wire 
and  pleated  in  to  I  he  head  Bute. 


Aigrettes  Barred 

Wording  of  Clause  in  New 

<  'ustonis  Regulations  thai 

<  '  0  ill  i    s      Into      Kf'i'cct      ill 

January  Next. 

The  provisions  in  the  new  tariff  as 
these  will  affe<  t  the  trade  are  ih  follows: 

533A  Garnetted  wool  waste,  in  the 
white,  transferred  to  the  free  list  in- 
stead of  hem-  dutiable  al   7'  L>.   10    and 

l'_"  -j    per   cent. 

")4"J  Jute  or  hemp  yarn,  plain,  dyed 
in1  colored,  use  limited  to  prevent  free 
importation  of  twine. 

•~)4.'!  Linen  yarn  for  hose  is  transfer- 
red to  the  free  list,  where  the  general 
tariff  was   formerly  25  per  eent. 

.">4(i  .lute  canvas,  uncolored  and  not 
finished,  transferred  from  tree  list  to 
71-,  pei'  cent..  10  per  cent.,  and  10  per 
<  ent. 

575  Tape  lines  are  given  a  uniform 
duty  of  "2")  pei-  cent..  .'i'J1  •>  per  cent.,  and 
35  per  cent.,  where  formerly  there  were 
several  rates  of  duty. 

.")77 — Silk  in  the  jruni  or  spun  silk  for 
silk   thread,  transferred   to  the  free  list. 

651A — Buttons  of  vegetable  ivory 
changed  from  22*  L>  per  cent..  ,'!0  per 
cent.,  and  35  per  cent,  to  five  cents  per 
gross  plus  I'd  per  cent.,  five  cents  plus 
.'{0  per  cent.,  and  five  cents  plus  30  per 
cent. 

(171. \  Parts  of  corset  clasps  and 
wires  transferred  to  the  free  list,  where 
formerly  dutiable  in  the  general  tariff 
at  3  per  cent. 

ruder  section  1,212,  aigrettes,  etrret 
plumes,  osprey  plumes  and  the  skin  or 
plumage  of  wild  birds  are  prohibited  for 
importation,  but  this  does  not  apply  to 
ostrich  feathers.  English  pheasant  and 
Indian  peacock,     the     plumage  of  game 


MODEL  NO,   l 
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MODEL  No.  5. 

birds  or  birds  imported  alive,  or  to 
specimen-  for  museums  or  educational 
purposes.  The  prohibition  will  become 
effective  on  January  1,  1915. 

@ 

ONLY  THE  SMALL  HATS  IN  PARIS. 

i  (  ontinued   on    page  43.) 

Flower  toques  are  meeting  with  jrreat  ap- 
proval but  those  of  deep  red  roses  are 
better  liked  than  those  of  vii 
Fruits  and  berries  are  well  liked  and 
miniature  apples  and  orangefl  are  mount- 
ed with  the  flowers  as  well  as  the  fruit. 
Almost      all    the      new    Watteau      hats 

show  the  cachepeigne  of  loops  of  ribbon 
velvet  or  lace  mixed  with  little  bunches 
of  flowers  or  single  larger  blooms.  These 
hats  appear  tlat  on  the  stand  or  in  the 
hand  and  it  is  not  until  they  are  on  the 
head  that  the  decided  side  tilt  is  made 
evident.  Many  of  these  hats  are  just 
plateaux  of  crin  or  leghorn;  when  of 
hemp  or  the  new  varnished  -traw  the 
crown  ha-  a  slight  elevation.  Garni- 
tures <>f  (lowers  and  foliage,  ribbon  and 
lace  or  maline  are  used  in  quantities  that 
have  been  unknown  tor  many  seasons. 
Helmet       shape-    are       the       newest    in 

toques   with   the   trimming   arranged   in 

crest  form  risrbt  acres-  the  top 
Paradise,  fancy  ostrich,  gonra  ami  thick 

niches  of  tulle  or  pleated  ribbon  are 
used  tor  thi-  ptin>.'-i  Flower  bands. 
short  quills  ami  aigrette  arran,rements 
m  Mowers  or  wheat  in  Indian  style  are 
also  good. 

Trimmed  Bailors  are  verj  much  liked. 
ami  many  shape-  with  the  Bailor  idea  are 
showing.    Beretta  or  tarn  shape-  art 

done  with  and  many  of  them  show  the 
high  band  massed  with  small  rose>  or 
ol  her    llow  i  i  - 


Aigrette  and  Paradise  Prohibited  in  Canada 

No  Aigrette,  Paradise  or  Wild  Bird  Plumage  to  be  Imported  After 
January  1st,  1915,  According  to  Tariff  Kegulation — Canadian 
Trade  Not  Worrying. 


HOST  OF  IMITATIONS. 

J~?VERY  milliner  knows — some  of 
j'j  them  by  actual  experience  if 
they  have  attempted  to  cross  the 
border  line  between  the  United 
States  and  Canada  wearing  an  aig-  ■ 
rette  or  paradise  plumed  hat — of 
the  workings  of  the  bill  prohibiting 
the  importation  of  the  plumage  of 
certain  wild  birds.  The  stock  at 
present  in  the  hands  of  the  trade  is 
permitted  to  be  sold,  but  no  further 
importations  will  be  allowed.  In  con- 
sequence aigrette  and  paradise 
plumes  have  greatly  increased  in 
value  and  the  price  is  still  going  up. 
Those  who  were  fortunate  enough  to 
have  stocks  on  hand  when  the  bill  be- 
came law  are  now  realizing  more 
than  ordinary  profits  from  the  sale 
of  these  feathers. 

Another  result  is  seen  in  the  at- 
tempts that  are  being  made  by  manu- 
acturers  to  produce  satisfactory  imi- 
tations. The  best  of  these  are  made 
from  horsehair,  and  it  is  said  that 
the  idea  is  not  altogether  a  new  one, 
and  that  imitations  that  would  de- 
ceive any  one  but  an  expert  were  in 
i  xistence  long  before  the  passing  of 
the  law.  Tales  are  told  of  wom.en  who 
have  been  handed  back  their  plumes 
by  the  customs  authorities  only  to 
find  that  feathers  they  have  bought 
at  a  fancy  price  for  the  real  article 
were  made  of  horsehair,  or  were  those 
of  some  barnyard  fowl. 

Be  this  as  it  may,  the  price  of 
horsehair  is  advancing.  Horsehair  is 
now  selling  at  $2.50  per  pound,  and 
it  is  said  that  it  will  not  be  long  be- 
fore it  is  double  the  price. 

Parisian  as  well  as  American 
mawufacturers  are  doing  their  utmost 
to  create  imitation  aigrette  and  os- 
prey  that  can  be  used  to  replace  the 
real  article.  These  imitations,  it  is 
claimed,  are  more  serviceable  than 
the  real  aigrette,  and  come  so  close 
in  effect  that  milliners  who  have  been 
handling  plumage  for  years  are 
scarcely  able  to  tell  the  difference. 

Bird  of  paradise  is  also  being  imi- 
tated to  some  extent,  and  though 
some  of  the  imitations  are  very  good, 
they  will  not  stand  inspection  like 
that  of  osprey.  Paradise  is  becoming 
expensive  and  $25  to  $50  is  about 
the  average  price  for  a  good  feather, 
while  extra  handsome  mounts  come 
even  higher. 

Such  it  may  be  in  Canada. 


WITHOUT  the  bitterness  of  feeling 
and  without  the  opposition  and 
excitement,  almost  without  com- 
ment, the  Canadian  Government  by  a 
simple  change  in  the  tariff  regulations  is 
prohibiting  the  importation  of  egret, 
paradise  and  other  wild  plumage.  The 
special  enactments  to  accomplish  the 
same  purpose  met  with  much  opposition 
in  the  United  States,  and  the  bill  for  the 
same  purpose  now  before  the  British 
House  of  Commons  has  been  introduced 
before. 

It  would  seem  as  though  the  general 
public  in  Canada  was  little  interested,  as 
there  has  been  little  or  no  comment  in 
reference  to  this  prohibition  in  the  daily 
press.  The  wholesale  trade  on  the  whole 
is  taking  it  very  philosophically — "if 
we  do  not  sell  these  plumes  we  shall  sell 
something  else  in  their  place" — for 
women  will  still  wear  trimming  on  their 
hats.  Moreover,  aigrette  and  paradise 
were  becoming  so  very  expensive  that 
they  had  reached  a  price  for  the  real 
article  that  placed  them  far  beyond  the 
reach  of  the  popular  trade,  which,  after 
all,    is    the    backbone     of   the   millinery 


business.  Also  the  prohibited  feathers 
are  being  very  closely  imitated  in  horse 
hair,  etc.,  and  these  can  be  substituted 
for  the  real  article. 

One  reason  why  no  strong  opposition 
has  developed  undoubtedly  is  that  no 
manufacturing  interests  are  vitally  af- 
fected, as  there  is  practically  no  develop- 
ment in  this  direction  in  the  Dominion. 

The  United  States  has  recently  enacted 
a  law  prohibiting  the  importation  of  this 
particular  class  of  feathers,  and  in 
Great  Britain  a  bill,  that  has  every  pros- 
pect of  becoming  the  law,  is  now  before 
the  House  of  Commons.  These  bills  are 
only  the  pioneers  of  a  world-wide  move- 
ment prohibiting  the  use  of  wild  bird 
plumage,  as  arrangements  are  being 
made  for  a  conference  in  London,  in 
which  the  Mother  Country ,  the  self- 
governing  colonies,  and  every  important 
foreign  power  but  France,  Greece  and 
Denmark  will  take  part.  The  largest 
raw  feather  sales  are  those  held  in  Lon- 
don, while  France  leads  in  feather  manu- 
facturing, and  the  bulk  of  the  egret 
feathers  obtained  come  from  Venezuela. 


Exports  Will  Fall  $800,000 

Similar  Measure  Passes  British  House  by  Huge 
Majority  —  Textile  Trades  Protest,  Claiming 
Trade  Will  be  Transferred  to  Continent  — 
152,000  Egrets,  25,000  Humming  Birds,  and 
162,000  Kingfishers  Killed  Last  Year. 


CURIOUSLY  enough,  while  the  Cus- 
toms regulation  preventing  the 
importation  of  aigrettes  Avas  be- 
ing announced  in  the  Canadian  Com- 
mons, the  Britisli  House  was  considering 
a  similar  measure,  with  ostrich  plumes 
not  included  in  the  prohibitory  list.  This 
bill  has  been  opposed  by  a  certain  sec- 
tion of  the  trade  in  England,  particu- 
larly those  engaged  in  importation,  but 
the  measure  passed  the  House  by  a  vote 
in  the  proportion  of  twenty  to  one,  and 
no  doubt  will  become  law  shortly. 

The  bill,  to  prohibit  the  importation 
of  the  plumage  and  skins  of  wild  birds, 
was  moved  to  its  second  reading  by  Mr. 
Hobhouse.  He  said  that  the  bill  was 
designed  to  protect  birds  whose  plumage 
was  so  coveted  for  its  beauty  that  the 
species  were  in  danger  of  extinction.  It 
was  also  designed  to  protect  birds  from 
cruel,  unnecessary  and  wanton  slaughter. 
47 


162,000  Kingfishers  Killed.      * 

Mr.  Hobhouse  gave  the  figures  for  the 
past  year's  plumage  sales  in  London, 
which  showed  that  152,000  egrets,  25,000 
hummingbirds,  and  162,000  kingfishers 
had  been  slaughtered. 

Why,  he  asked,  should  they  permit  a 
silly  and  debasing  fashion,  a  relic  of 
barbarism,  to  do  harm  to  the  most  inno- 
cent and  beautiful  of  God's  creatures'? 

Exports  of  $800,000. 

Dealing  with  the  trade  side  of  the 
matter,  Mr.  Hobhouse  said  that  the  ex- 
ports of  fancy  feathers  came  to  $1,630,- 
000,  of  which  only  feathers  valued  at 
$800,000  would  be  affected  by  the  bill. 
The  output  of  the  feather  shops  of  this 
country  was  worth  $3,600,000  a  year,  of 
which  $2,600,000  represented  ostrich  fea- 
thers, expressly  exempted  under  the 
bill.    The  total  value  of  feathers  affected 
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ome  trade  was  $600,000.  Of  the 
1,800  people  engaged  in  the  trade  onlj 
GOO  or  700  would  be  affected.  The  num- 
ber employed  in  distribution 
was  considerably  under  1,000.  The 
Governmenl  had  invited  representatives 
of  i  tee  and  of  foreign  countries 
to  a  cod  ference  in  London,  based  on  the 
understanding  thai  every  country  which 
sen!  representatives  should  prohibil  the 
entrj  oi  skins  and  plumage  of  wild 
birds,  and  undertake  to  legislate  for  the 
prohibition  of  exports,  Ee  hoped  tl  - 
conference  would  be  held  at  once. 
ce,    Denmark    and    Fiance    were    I  he 

';>l\    European     countries     thai   had  re- 
1  to  come;  Germany  had  nol   yel  re- 
plied. 

50,000  Employed  in  France. 
I    i     French   <  lovernmenl    were  appar 
raid    to    Pace   the  opposition    of 
the  50,000  people  employed  in  France  in 
making   up   feathers.     The  second   read- 
ing: oJ    I    i    bill   was  carried   by  297  votes 
I  i  L5. 
Tli     mosl     serious    opposition    to    the 
ire  conns  from  the  Textile  Trades 
ii    London  Chamber  of  Com- 
.    w  hicli    has   issued   a   -i  rong  pro- 
i  'si    signed   1>>    leading  members  of  the 

Lond Irapery    trade.     The   promoters 

of  the  hill  are  said  to  he  almost  without 
first-hand  knowledge  of  the  conditions 
of  the  leather  trade,  and  are  charged 
with  accepting  the  testimony  of  people 
whose  sole  object  is  to  sacrifice  an  im- 
portant industry  for  sentimental  rea- 
sons  which,  they  declare,  have  very  little 
justification  in  fact.  It  is  contended  that 
the  bill  will  not  save  the  life  of  a  single 
bird,  hut  will  only  transfer  the  trade  to 
tin-  Continent.  It  is  urged  that  legisla- 
tion should  be  postponed  until  a  careful 
and  impartial  investigation  has  been 
made.  Every  step  proposed  to  the  tea 
ther  trade  to  diminish  abuses  and  de- 
velop  a  system  of  protection   lor  birds  in 

need  of  it,  has  been  accepted. 

®- 

FANCY  NOVELTIES  OF  THE  HOUR 

(Continued  from  page  18.) 
one   arc   showing.     Side  combs,   with    a 
long  roll   top,  are  also  seen.     Tt  looks  a- 

though  the  coming  Fall  would  witness  a 
big  demand  for  fancy  jeweled  combs  and 
pins. 

The  trade  is  in  many  ways  indebted  to 

thi    new   dances,  and  any  article  that   is 


■    sailed  h; 

I  '     :  class  may   be   placed    the 

head  and   head  and  Bilk  necklace-.      , 

is  a   positive  craze  for  these  necklaci  -. 

ami   it   i-  because  of  the  color  rather  than 

costliness    that    they    are    valued. 
Fit  her  the   necklace   worn    tones  in    with 
.  mh  ,i    or    furnishes   a    high    note    of 
(■(dor   relict,  and   there   i-   no  doubt   that 
-c   beads   the   woman    of   taste 
(an    produce   some    telling   artistic   color 
i  fleets.     \'nt  that  all  head  necklaces  are 
inexpensive,  for  many   of  them  run   up 
to  $75.    Aboul  from  50c  to  $3.50  are  the 
necklaces  thai  sell  best.      Round  beads, 
heads   oval     and     Hat.     oval     and     olive- 
d     beads,     bugles,    etc,    in    various 
sizes,   are    all    shown.        Clouded    amber 
seems  to  he  the  best  seller,  hut  all  e 
of   beads   and    all    combinations    are    in 
nee.     Some  necklets  finish    with   a 
tasel  in  front,  and  the  tassel  may  be  of 
any    colored     silk    or    of    crystal    or   jet 
heads.    Japanese,  Venetian  and  the  Cali- 
toruian    rose    and    flower   head-    are   also 
big   sellers.       Folds  of  colored  crep 
silk  connected  with  beads  and  ending  in 
drops    and    tassels    are    also    very    much 
worn. 

Though  I  ie  of  shadow  laces  and 

fancy  piece  silks  has  minimized  the  sale 
of  dress  trimmings,  there  is  quite  a  dis- 
position to  favor  heads.  Jet  is  good  jnst 
now.  and  jet  Worked  up  with  crystal  and 
gold  and  silver  heads  are  also  showing. 
The  waterfall  or  festoon  idea  is  good  in 
all  trimming  lines,  and  is  very  beautiful 
when  carried  out  in  clair  de  lune  beads. 
These  waterfall  fringes  are  caught  at 
each  end  and  fall  in  a  festoon  effect. 
Glittering-  bead  trimmings  are  appearing 
made  of  small  bead  sequins  worked  out 
in  . Japanese.  Chinese  and  New  Art 
motifs.  Butterfly  motifs  are  very  prom- 
inent, and  there  are  some  good  flower 
motifs  winked  out  on  fine  net  ready  to 
transfer   to  any   material. 

Beads  are  strong-ly  in  evidence  in  the 
bag  line,  and  handsome  novelties  in  head 
bags  stand  high  for  Summer  and  Easter 
trade.  Beside  head  basrs.  material  bags, 
particularly  moire  ba<:s.  in  all  the  new 
colors,  arc  strong,  and  some  pleasing 
hairs  are  of  leather  and  moire  mixed. 
These  bags,  as  well  as  the  all-leather 
bags,  come  in  all  the  leading  color-,  as 
the  bag  must  match  or  tone  in  with  the 
gOWn,  and  the  majoritx  id'  women  are 
keeping  up  by  buying  a  bag-  to  match 
each  (town.     Naturally  (his  means  that 


are   moderately  priced  and    -■ 

I    e  :ne.  and  the  vanity 

case  and  mirror  is  a  very  necessary  part 
of  tin-  tirtin-.'s  in  these  days.     One 

that  always  finds 
form  of  a  safety  catch.    The  demand  for 

that  have  this  kind  of  fasteni 
always  large,  and  any  catch   that  is  in- 
tricate in  opening,  and 
to  fly  open,  finds  a  rea 
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BLACK  LACES. 
(Continued  from  pagi    - 

isoles     and  top 

ises   and   s!ip<   now   worn   so   □ 

Beadings    in    ham!    form    come    in    very 

widths  and  w  the  use 

of    motifs    in    separab  ad    in 

-  with  dei  p  Vandj  ke  point-.     1 

made 
use  of  in   l  be   fashioning  .  i  wear 

for      ribbon      trimmings   are 
quite  a  feature  in  the  new  li>  i 
■  low   lace-  are  passing  into 
of  an  underwear  lace,  ami 
ring  more   in    net    top   and   Oriental 
lace-.     Al-o  there  is  an  increase  in  the 
interest  taken  in  !  -  imitations  of 

real    lace-     with   net     grounds     such   as 
AJencon,  point   de  Pari-,  prineesse  and 

y  of  the 
newer  net  lace-  show  a  border  or  edg 
the  Venise,  and  there  is  some  talk  of 
repousse  laces.  Paris  is  said  to  be  in- 
ed  in  Venise  and  the  prediction  is 
made  that  the  heavier  laces  will  be  more 
in  the  limelight. 

There  i-  no  denying  the  fact  that  lace 
is  most  in  use  for  evening  wear,  and 
that  the  most  lavish  use  of  lace  comes  in 
the  production  of  the  evening-  gown. 
Therefore  the  trade  is  more  interested  in 
the  coming  Fall  than  in  the  Summer 
season.  The  Pall  season  is  far  away 
and  ideas  are  only  in  the  formative  pro- 
cess at  present  but  it  looks  as  though 
metal  laees  would  have  a  leading  place. 
The  metal  laces  indicated  are  those  with 
a  very  lighl  mesh.  Metal  run  net 
are  included  in  novelty  lines,  often  on 
the  new  ochre  ground,  Paris,  ecru  and 
ochre  and  the  deeper  rust  colored  laces 
are  being  broughl  out  with  the  pattern 
worked  in  colors  and  metal  thread-. 
What  may  he  termed  tapestry  bands  in 
rich  yet  subdued  colors  is  one  of  the 
novel  effects  in  lace  for  Fall. 
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Features  of  This  Number 


Winnipeg  Store  With  167  Feet  of  Show  Cases. 

Selling  Half  His  Summer  Hats  Before  Summer. 

Grotesque  Diagrams  Sell  700  Hats  in  One  Week. 

"Am  I  The  Tenth  Man?" 

Parcel  Post  Schedules  For  All  The  Provinces. 

International  Customs  Cutters  Make  Recommenda- 
tions. 

Will  Stiff  Hats  Displace  Soft  For  Fall? 

Some  New  Tango  Ties. 

Striped  and  Pleated  Shirts  For  Fall. 

A  Novel  "Hat-Ching"  Easter  Window. 
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APRIL,  MAY  AND  JUNE 

ARE  THE  MONTHS   WHEN   YOU 
HAVE  THE  BIGGEST  CALL   FOR 

Light  City  Rubbers 

■ 

EXAMINE  YOUR  STOCK  OF 

DOMINION 


SPECIALTIES 

11 

AND  SEN<D  US  YOUR  SORTING  ORDER 

CANADIAN  CONSOLIDATED  RUBBER  CO.,  LIMITED 

MONTREAL 

28  Branches  Throughout  Canada 


50 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


The  Workingman's  Protection 


and  Yours 


There's  only  one  flag,  one  Union  Label,  one 
glove  label  for  the  protection  of  the  Canadian 
workingman.  Everyone  gives  ample  protec- 
tion to  his  interests  and  incidentally  to  yours. 

Carhartt 
Gloves 

are  Carhartt  Gloves  only  when  they  bear  the 
union  and  Carhartt  labels.     They  both  ensure 
liin  a  square  deal  and  dollar  for  dollar  value 
for  his  time  and  his  hard-earned  money. 

Carhartt  Gloves,  on  account  of  their  one- 
piece  reinforcements,  as  shown  in  the 
illustration,  give  double  the  wear  of  the 
ordinary  kind.  They  are  well  made, 
sewed  with  the  best  waxed  thread  and 
perfect  fitting. 

They  give  absolute  satisfaction. 

We  guarantee  every  pair. 

Try  out  our  approval  assort- 
ment of  gloves  and  overall 
uniforms  for  sixty  days. 
What  you  don't  sell  or  need, 
return  at  our  expense  after 
sixty  days'  trial. 


A  card  will  bring  it. 
to-day. 


Write 


Hamilton  Carhartt,  Manufacturer,  Ltd. 


TORONTO 


VANCOUVER 
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Ihe      premier     order-to-measure 


t  a 


i I o r  i  n  a    house    of      Canada 


Crown  Tailoring  Clothes 
are  supreme  where  well- 
dressed  men  congregate 


■p\<)  you  wish  your  store  to  be 
-L'  spoken  of  as  the  place  to  get 
well-fitting  clothes,  clothes  that  arc 
perfect  in  every  detail,  and  the  lat- 
est styles?  Most  enterprising  mer- 
chants want  just  such  a  reputation. 
It  means  greater  patronage  of  this 
class  for  your  entire  store.  That  is 
just  the  kind  of  business  the  Crown 
Tailoring  Service  will  bring  to  yon. 
We  guarantee  to  fit  every  man,  big 
or  small,  stout  or  slim,  making  him 
a  satisfied  customer.     You  should 


make  immediate  enquiry  about  this 
service.  The  agency  for  your  dis- 
trict may  not  be  allotted  yet. 
The  outfit  consists  of  the  latest 
books  of  samples,  measuring  equip- 
ment, style  charts,  signs  and  com- 
plete instructions. 
No  money  to  be  invested  on  your 
part — you  send  in  orders  and  leave 
the  worry  to  us. 

The  workmanship  we  put  into  the 
garments  is  of  the  highest  standard. 
Write  for  fuller  particulars. 


()IR  NEW   HOME 


The  Crown  Tailoring  Co.,  Limited 


533   College  Si  net 
TORONTO 
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What  Kind  of  Underwear 
will  Your  Customers  ask  for 


The  answer  is — Penmans — 
But — Why  Penmans  ? 

Because — Penmans  Under- 
wear is  well-known  (both  by 
reputation  and  actual  use) 
and  its  wide  field  of  ac- 
quaintance is  constantly  being 
extended  by  real  live  advertis- 
ing which  is  read  by  thousands 

of  men  and  women — every  day — Men  and  women 

who  will  be  sure  to  ask  for 


R^ 


<M 


UNDERWEAR 

So,  by  promptly  furnishing  your 
customers  with  what  they  want, 
you  prevent  them  from  going  to 
competitor's  store. 

Penmans  Underwear  —  for  Men, 
Women  and  Children — is  made 
with  scientific  accuracy — knit  from 
the  best  selected  materials,  assur- 
ing style,  fit,  comfort  and  utter 
satisfaction. 

Penmans  Limited 

Paris  Canada 


You  can  bank  on 

PENMANS. 

There's        no 

Underwear  made 

that      will      add 

more  to  the  pies 

tige        of        your 

store       or       give 

greater    satisfac- 

tion      to       your 

trade. 

Underwear 
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PERRIN 


R  E  R  E  S 


CIE 


Wholesale  "Distributer, 


MONTREAL 


This  Window  Card  is 
i  one  of  a  series  we  are 
sending  out  to  retailers 
who  sell  Radium  Hosi- 
ery. Its  appearance, 
full  size  (  I  3  x  20),  is  strikingly 
handsome.  It  introduces  an 
attractive  touch  as  part  of  a 
window  trim  or  placed  on  the 
counter.  Its  direct  purpose  is 
to  form  a  connecting  link  be- 
tween the  dealer's  store  and 
our  advertising.  Thus  the  in- 
quiry, "Where  can  I  buy  Rad- 
ium Hosiery?  started  by  the 
advertising,  is  answered  by  the 
card  in  your  window.  Write 
for  these  new  window  cards, 
also  cuts  for  use  in  your  local 
newspapers.  A  postcard  will 
bring  them. 
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We  have  taken  space  in  a  list  of  papers 
covering  your  locality  m  order  to  send  cus- 
tomers to  your  counters  for  Radium  Hosiery 

17  VERY  day  Radium  advertising  is  reaching  a  combined 
^— '  circulation  of  457,777  people.  Every  day  this  advertising 
is  speaking  to  an  audience  large  enough  to  fill  Massey  Hall, 
Toronto,  1  25  times  over. 

And  this  steady,  persistent-sales  influence  is  benefiting  every 
dealer  who  sells  Radium  Hosiery. 

Apart  from  any  consideration  of  advertising,  Radium  Hosiery 
should  have  a  place  on  the  shelves  of  every  dealer  who  makes 
an  effort  to  buy  and  sell  goods  he  can  honestly  recommend. 

For  customers  whose  expenditure  is  limited,  as  well  as  for  those  to  whom  price  is  a  matter  of  no 
consideration,  wide  scope  for  selection  is  given  in  the  complete  Radium  line. 


Radium  Hosiery  comes  in  lisle,  silk 
mixtures  and  silk  for  men  and  women, 
to  retail  at  50c.  and  up.  It  is  well 
made — good  looking.  It  is  strong — 
serviceable.  It  has  reinforced  soles. 
Heels  and  toes  are  reinforced  jour 
times  to  resist  wear  and  washing. 

Four  times  reinforced  at  heel  and  toe  ! 
Remember  that — it  will  help  you  to  sell  them. 
Most  hosiery,  you  will  find,  is  only  double 
thickness  at  these  points.  That's  one  reason 
why  stores  find  it  easy  to  sell  Radium  Hosiery. 
It  has  special  features  that  commend  it  to 
people  who,  particular  always,  are  doubly  so 
when  it  comes  to  buying  lisle  or  silk  hosiery. 

If  you're  not  handling  Radium  Hosiery  now — 
stock  up  with  a  sample  assortment  and  see 
how  quickly  it  makes  good  on  the  advertising 
we  are  doing. 


'errin  Freres  &  Cie. 

Wholesale   Distributers 

Montreal 


A    Window  Display  Suggestion 

Here's  an  idea  for  a  window  trim  both  novel  and 
simple.  Clear  an  entire  window  of  the  samples 
generally  shown  and  cover  the  back  and  floor  of 
the  window  space  with  white  muslin.  In  the 
centre  put  one  pair  of  Radium  Hosiery  of  the  smallest 
women's  size  on  a  light  fixture.  Some  appropriate  legend, 
such   as  the  following,  may  appear  behind  the  pair : 

"For  the  daintiest  feet  in  town.'' 

Or,  if  preferred,  the  window  card  might  be  dispensed  with. 
While  window  space  is  too  valuable  to  let  such  a  display 
remain  long,  its  contrast  and  oddity  would  probably  be 
worth  more  in  publicity  than  the  average.  The  very  con- 
trast would  help  even  the  displays  that  followed. 


no 


Dry  Goods  R<  vu  i 


MEN'S    WKAR    SECTION 


How  Winnipeg  is  Setting  Pace  for 
Men's  Furnishers 


*r 


7///X  */,,/,  -;/  tin  corner  of  Portage  Ave.  mid  Carlton  street,  Winnipeg,  named  "Tin  < 
Shop."  is  one  of  tin  handsomest  "ml  Inst  equipped  nun's  wear  stores  in  all  Canada.  Tht 
show  window  spad  measures  50  / "  /  on  Portag\  <i„<l  125  mi  Carlton,  with  ten  separate 
spaces.  'I'li>  floor  spue,  is  nearly  7.000  square  feet.  Tin  woodwork  is  of  mission  oak,  "ml  instead 
,,f  counters  then  m-<  l  17  feet  of  silent  salesmen  with  platt  glass  t<>ps.  Tin  hat  mid  cap  fixture* 
mi  tin  hit  measure  L02  feet.  The  furnishings  an  carried  in  specially  matU  linen  cupboard  stock 
boxes  <>f  /mi)  fill < a-. 

In  \h<  nnir,  is  Hn  clothing,  arranged  in  oxidized  fixtures',  I '  -  feet  by  &  feet,  with  oak  tope. 
Tins,   rm,  in  threi   runs  tin  entin   length  of  lln  store. 

M  lln  rear  an  overcoats  and  fur  coats  in  oak  top  fixtures. 

.Inst  insiih   ih,   ston   is  u  hu<p  glass  wardrobe,  L0  feet  long,  8  high  and  6  wide,  for  d 
suits,  tuxedos,  morning  coats  and  frock  suits. 

I'll,   nulls  an   of  green  tint  and  the  ceiling  of  white.    A  fund  many  of  tht  pillars  an  mir- 
rors which  "id  in  iln  trying  on  of  clothing. 
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MEN'S  WEAR   SECTION 


Men's  Store  With  147  Feet  of  Show  Cases  and 

100-Foot  Hat  Cabinet 

Elaborate  Equipment  of  "The  Clothes  Shop,"  of  Winnipeg — Glass 
Wardrobe  for  Evening  Wear — Ten  Show  Windows — A  Eapid 
Growth. 


By  a  Staff  Correspondent. 


Winnipeg,  April  14. 

THERE  was  a  time  when  Winnipeg 
was  a  frontier  town,  when  men 
did  not  wear  frock  coats,  tuxedos, 
and  dress  suits;  but  of  recent  years  the 
Westerner  lias  discarded  his  rougher 
garb,  and  is  now  as  fastidious  in  respect 
to  clothes  as  are  the  men  of  the  larger 
metropolitan  cities  of  the  East  — and 
there  are  only  two  such  in  Canada.  To 
take  care  of  the  better  class  of  trade 
new  and  higher  class  stores  have  become 
necessary,  and  the  following  is  a  descrip- 
tion of  one  of  the  newest  and  best 
clothing  stores  in  Winnipeg. 

"The  Clothes  Shop"  opened  for  busi- 
ness in  December,  1912,  at  the  corner  of 
Portage  avenue  and  Carlton  street,  and 
thus  occupies  one  of  the- most  command- 
ing business  situations  in  the  city.  The 
show  window  space  occupies  50  feet 
Frontage  on  Portage  avenue,  and  125  ft. 
on  Carlton  street.  Thus  the  floor  space  is 
about  7,000  square  feet.  There  are  three 
entrances,  two  on  Portage  avenue,  and 
one  at  the  rear  of  the  store  on  Carlton 
street. 

147  Feet  of  Silent  Salesmen. 

The  woodwork  in  the  store  is  finished 
in  mission  oak.  There  are  no  counters; 
i  est  cad  there  are  147  feet  of  silent  sales- 
men placed  along  the  entire  furnishing 
side  of  the  store.  The  furnishings  are 
carried  in  specially  made  linen  cupboard 
stockboxes,  of  buff  color,  which  harmon- 
ize with  the  wood  trimmings  of  the  store. 
On  the  left  hand  side  is  a  hat  and  cap 
fixture,  measuring  102  feet  in  length, 
which  is  probably  one  of  the  longest  and 
most  complete  hat   fixtures  in   America. 

The  centre  of  the  store  is  devoted  en- 
tirely to  the  display  of  clothing,  as  the 
accompanying  illustration  shows.  The 
clothing  is  arranged  on  oxidized  fixtures, 
4V'2  feet  high  by  8  feet  long,  covered 
with  an  oak  top,  giving  each  individual 


rack  the  appearance  of  a  wardrobe. 
These  wardrobes  run  in  three  rows 
throughout  the  entire  length  of  the  store. 
The  rear  of  the  store  is  used  for  the 
display  of  overcoats  and  fur  coats.  The 
fixtures  which  contain  these  are  also 
covered  with  an  oak  top.  The  tops  of  all 
these  wardrobes  are  utilized  for  decorat- 
ing purposes,  and  are  lightly  trimmed, 
never  being  used  for  stock. 

Glass  Wardrobe  for  Dress  Clothes. 

Immediately  inside  the  store,  between 
the  two  Portage  avenue  entrances,  which 
this  picture  does  not  show,  there  is  a 
large  glass  wardrobe,  ten  feet  long,  eight 
feet  high,  and  six  feet  wide.  It  is  used 
for  the  display  of  dress  suits,  tuxedos, 
morning  coats  and  frock  suits.  This 
wardrobe,  with  its  large  display  of  these 
ultra  garments,  makes  one  of  the  finest 
attractions  in   the   store. 

Semi-finished  Garments. 

The  lines  carried  by  "The  Clothes 
Shop"  are  selected  for  the  best  trade. 
The  clothes  are  all  labelled  "Clothes 
Shop  Clothes,"  and  the  garments  are 
made  sepcially  for  this  store.  They  come 
in  the  semi-finished  way,  and  are  altered 
and  finished  to  fit  the  purchaser.  The 
minimum  price  at  which  clothes  are  re- 
tailed is  $15,  and  run  up  to  $45. 

The  hat  department  is  one  of  the 
largest  and  most  complete  in  America. 
English  makes  predominate,  while  many 
American  styles  are  also  carried.  Caps, 
which  are  carried  in  drawers  underneath 
the  hat  fixtures,  come  from  the  leading 
makers  of  English,  American  and  Cana- 
dian designs. 

Extreme  Sizes  Carried. 

The   men's   furnishing   department   is 

one  of  the  largest  in  Western  Canada. 

Every  reliable      and  popular     make  of 

shirts,  underwear,  neckwear,  and  gloves, 


is  carried  in  this  store,  special  attention 
being  given  to  the  carrying  of  extreme 
small  and  extreme  large  sizes. 

In  the  little  accessories  to  men's  wear, 
the  stock  is  complete  with  latest  fash- 
ionable requisites  in  demand.  Men's 
furnishings  are  liberally  displayed,  and 
with  the  extensive  show  case  facilities, 
every  line  in  this  department  is  well 
represented. 

The  office  occupies  the  space  imme- 
diately in  the  rear  of  the  hat  fixture, 
which  can  be  noticed  in  the  accompany- 
ing illustration.  It  is  spacious,  and  gives 
a  full  view  of  the  entire  store.  The 
space  immediately  under  the  office  is 
used  by  the  window  trimmer  and  card 
writer  of  the  store,  where  he  does  his 
work  and  keeps  his  stock  of  fixtures 
and  decorations.  A  cash  system  is  used 
and  the  stations  are  distributed  at  ad- 
vantageous points  throughout  the  store. 

The  walls  are  of  a  green  tint;  and 
the  ceiling  is  white.  There  are  several 
pillars  throughout  the  store.  These  are 
mirrored,  eight  feet  high,  with  bevelled 
plate  glass.  These  mirrors  are  scatter- 
ed throughout  the  entire  clothing  depart- 
ment, with  the  advantage  that  when  the 
individual  is  trying  on  clothes,  which- 
ever way  he  turns,  he  is  able  to  see 
himself  at  all  angles. 

The  store  is  extremely  well  lighted  on 
account  of  the  exceptionally  high  ceil- 
ing, the  prism  lights  which  extend  the 
entire  frontages  of  both  streets,  making 
it  so. 

Ten   Show   Windows. 

There  are  ten  individual  show  win- 
dows, and  the  trimming  of  these  requires 
the  entire  attention  of  a  professional 
trimmer.  All  the  windows  are  re-trim- 
med twice  a  week,  and  some  of  the  more 
prominent  show  windows  are  re-dressed 
four  and  sometimes  five  times  a  week. 
(Continued  on  page  59.) 


Half  His  Summer  Hats  Sold  Before  Summer 

St.  Catharines  Merchant  Gets  Customers  to  Pick  Out  Hat  After 
Easter  and  Keeps  All  Displayed  and  Named  in  <  Hass  <  'asea  -Aims 
to  be  First  in  Some  Line  of  Ties,  Shirts.  Hats,  Etc.— Clothing  and 

Shoes  by  Different  Proprietors. 

Bv  a  Stall  Correspondent 


Scene:  Biggs'  men's  tumishlngs  store  In  St. 
i  -.n  harlnes. 

:    Any   ilny   after   Easter,   1014. 
Dramatis   Person ae    Mr.   Biggs,  the  proprl- 

and  a   rust t  who  lias  bought   a  shirt 

or  tie. 

MR.  BIGGS:  "Of  course,  Mr. 
,   you  are  not  thinking  of 

your  Summer  straw  yet,  but  how 
would  you  like  to  look  over  our  stock?" 

Customer,  with  a  surprised  laugh: 
"  Summer  hats!  Why,  my  dear  fellow, 
it's  only  the  middle  of  April;  I'm  even 
wearing  my  scarf  yet  and  haven't 
thought  of  taking  my  heavy  unders  off 
yet." 

Mr.  Biggs:  "Don't  think  I'm  Bug- 
nesting  you  buy  now.  Not  at  all.  It  was 
only  a  little  idea  of  my  own  to  have  you 
look  over  my  samples,  and  if  you  see 
anything " 

Customer  (laughing):  "Yes,  I  know. 
If  I  see  anything  I  want,  you'll  just 
send  it  home.  Why  my  wife  would  think 
I  was  crazy — rushing  the  season.  No, 
first  of  June's  early  enough  for  me." 

Mr.  Biggs:  "No.  I  wouldn't  think  of 
such  a  thing.  I'll  tell  you  just  what 
my  idea  was.  It  was  simply  to  give  you 
a  chance,  as  one  of  my  old  customers  to 
look  over  all  the  new  stuff,  and  I  would 
lay  aside  anything  that  took  your  fancy 
and  whenever  you  feel  you  would  like  a 
straw,  just  call  in  and  if  this  one  still 
suits,  why  it  will  be  all  ready  for  you. 
We  don't  ask  any  deposit:  we  don't 
even  expect  you  to  take  it  when  the 
time  comes  if  you  don't  like  it.  Take 
anything  you  prefer  that's  here  then;  it 
will  make  no  difference.  The  whole 
thing  is,  just  let  us  know  now  if  we  have 
one  in  our  new  samples  that  strikes 
your  fancy.  First  choice  is  always  big- 
sresi     if  not  best— you   know." 

A  Good  Stunt,  That. 

Customer:  "Why  it'  that's  all,  sure 
I  '11  try  it.  Good  stunt  that  ton.  after 
all.  Gives  us  a  chance  on  the  new  things 
before  they're  half  sold  out.  Ah.  here's 
ng  looks  like  mj  style.  Fes, 
thai  about  does  it .     Pits  well,  too.  Now, 

Lf   von    really  don't    mind,  you   mighl    set 

ide  foi  me,  and  I  '11  look  5  ou  up, 
say  the  lasi  week  of  Maj  or  bo  And 
>  mu  realh  don  't  want  a  deposit  ?" 

Mr      Bi  "N'.'t    a    rent.    Mr.    . 

We  knovi   you  too  well  for  that,  and  it 
will  be  only  a  pleasure  tor  us  to  Keep 
l    And  remember,  w  e  don  't  ea 
I"  1 1  v ,,11  to  take  it  e\ en  in  June  it'  some 


thing  else  we  have  appeals  to  you 
more." 

Customer:  "Thanks  very  much.  Good 
idea  that  of  yours.  Yes,  indeed.       Well. 

good  day,  and  thanks  very  much." 

•     •     • 

The  time  is  two  weeks  later.  The 
scene  is  still  in  the  Biggs  store,  but 
slightly  changed.  A  silent  salesman  that 
before  held  ties,  now  holds  paper  bags 
with  the  Bigss  monogram  on  each,  and. 
a  name  and  address  also. 

Customer:  "Hello  there,  Biggs;  get- 
ting ready  for  your  delivery  boy?  Funny 
place  to  pile  your  parcels,  isn't  it?" 

Mr.  Biggs,  with  a  laugh:  "There's  a 
delay  card  on  each  of  these.  We  don 't 
deliver  them  until  straw  hat  time." 

Customer:  "What!  You  don't  mean 
all  those  are  straw  hats!  And  bought  al- 
ready? Nonsense,  man.  You're  just 
sticking  those  names  on   for  fun." 

Mr.  Biggs:  "Not  exactly  'bought,'  but 
most  of  them  as  good  as  that.  They  are 
really  straws  some  of  our  customers 
have  picked  out  in  advance.  Then  they 
wont  need  to  bother  later.  They  just 
come  in  and  if  the  hat  still  suits,  why 
it's  all  ready  to  send  up.  No  danger 
then  of  our  being  out  of  a  certain 
style." 

Customer:  "Not  bad  either.    (Leaning 

over  and  reading.)     Huh!  So has 

his;   and   there's  Harry  .     And 

Tom  -  — .  Ha.  ha!  In  lots  of 
time.  (Picks  out  names  of  friends  here 
and  there,  and  gets  interested.)  Well, 
got  any  left?  Perhaps  you'd  better  let 
me  take  a  look,  too.  By  the  way  what  's 
the   cost?     Nothing   now?        Huh.   quite 

an   idea.     And   it   certainly    works,   eh?" 

•      •     • 

One    week    later.     The   interior   of  the 


store  has  been  altered  by  a  big  pile  of 
hat   bags  on    the   ledge   along  the   wall. 

•   all   contain   names  and   addr 
also,  as  well  as  two  full  show  cases. 

•     »     • 

That  was  how  Mr.  Biggs  sold  half  his 
straw   hat«   last   Spring  before   a  single 
Catharines    was    wearing 
hats  on  the  street. 

That  is  how  he  proposes  to  sell  more 
than  half  his  straw  hats  this  year. 

The  Review  representative,  in  calling 
on  him  just  before  Easter,  was  curious. 

"Did  many  leave  the  chosen  hat  on 
your  hands?" 

"Only  three,"  was  the  surpriain?  re- 
sponse. 

"And  did  most  of  them  take  finally 
the  hat  they  had  chosen  a  couple  of 
months  before?" 

"Nearly  every  one.  A  few  saw  some- 
thin?  in  the  store  they  liked  better,  but 
only  a  few.  As  a  rule  our  early  stock 
was  far  more  complete  than  later  on. 
and  carried  almost  every  sample  we 
had  at  the  later  date." 

Mr.  Bigg's  idea  in  displaying  the  hats 
already  done  up  in  the  parcels  is,  of 
course,  to  secure  the  publicity  through 
the  interest  created  in  the  rather  un- 
usual si<rht.  Tt  is  good  advertising  an*5. 
at  once   s  to   the  man   who   sees 

it    to  go  and  do  likewise. 

"Vou  will  tind  thai  when  a  man  has 
been  treated  that  way  he'll  say  later 
on  'He's  a  fine  fellow;  we  can't 
him  up.'  As  a  rule  they  will  come  back 
and  say  'We  want  that  hat.'  So  I  go 
to  the  case — or  two  cases  as  we  had  last 
year  pick  it  out  and  Bay,  'Here's  your 
hat.'  " 


Some  Good  Ideas  for  Selling 


Mr.  Biggs  has  some  definite  theories 
on  tie  and  shirt  salesmanship  that  he 
has  found  making  good  in  his  business. 

••Are       you        touohing        pinks      this 

Spring?"  The  Review   asked  him. 

•  ■  None  except  two  Or  three  1  had  o\  er 
I    bought    none   for   I     is  Spring  and  don  "t 

intend   to.     1   handled   them   when   thej 

were  new  last    Pall  and   did   well.       Now 

thai  every  one  is  handling  them  1  back 

out    and   take  Romething  else.     Then   if 
58 


-  lows  a  window  of  pink  shirts  peo- 
ple will  s;i\  "Oh.  we  saw  those  in  Bitrjrs' 
window  last  Kail.'  For  when  1  got  them 
in  new  1  put  in  a  solid  window  of 
pinks.  " 

After  the  Novelties  First 
Mr.  Biggs  works  on  this  principle  in 
regard  to  new  goods,  "Grab  on  to  every 
novelty  you  can  gel  first."  Drop  it  when 
others  start,  and  take  up  something  else. 
i-    a    continuation    of   his    practice 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


In  ties  he  has  an  arrangement  with 
some  jobbers  and  manufacturers  to  send 
him  along  anything  new  that  looks  like 
a  good  seller,  without  waiting  for  the 
formality  of  an  order.  Thus  he  is  able 
to  show  many  a  novelty. 

Just  now  he  is  featuring  that  high 
crowned  line  of  hats,  five  inches  high, 
that  is  a  change  from  the  usual  run.  In 
shirts  he  is  showing  cross-stripes 
chiefly  in  blues,  tans  and  mauves. 
Months  ago  he  showed  the  "mushroom" 
shirt  and  made  a  number  of  sales,  but 
has  found  that  the  difficulty  of  launder- 
ing slackened  the  demand  and  he  fell 
back  upon  the  more  simple  "thousand- 
pleated." 

Higher  Priced  Underwear  First. 

In  underwear  Mr.  Biggs  keeps  all  suits 
of  one  size  together,  running  from  $1.25 
to  $2.50. 

"I  find  one  must  be  careful  in  offer- 
ing a  man  a  cheap  suit.  He  may  be  ac- 
customed to  paying  a  good  price  and 
will  feel  offended.  On  the  other  hand  a 
man  may  not  be  able  to  afford  the  high- 
er price  underwear,  but  will  feel  all  the 
better  for  the  "mistake"  of  the  merch- 
ant. 

One-price  Tie  Sale, 

In  his  tie  and  other  sales  Mr.  Biggs 
believes   in  having  a  one-price  sale. 

"We  usually  make  it  a  29-eent  sale  of 
ties  and  74-cent  sale  of  shirts.  We  limit 
it  to  the  one  price  and  would  not  do  one- 
half  the  business  if  we  had  a  number  of 
different  prices.  People  are  more  likely 
to  get  the  idea  that  the  sale  is  genuine 

and  that  they  are  getting  good  values." 

*     *     * 

Three  Proprietors  in  One  Store. 

The  advance  selling  of  straw  hats  is 
not  the  only  good  idea  that  Mr.  Biggs 
has  evolved.  His  very  location  in  the 
store  is  an  unusual  one.  It  is  a  three-in- 
one  store.  There  are  men's  furnishings 
sold  there:  clothing,  and  boots  and 
shoes. 

Not  under  the  same  management,  but 
by  three  firms,  operating  separately.  Mr. 
Biggs  has  the  left-hand  section  of  the 
store,  but  as  will  be  seen  by  the  illustra- 
tion in  this  article,  the  effect  is  in- 
creased by  the  roomy  building  and  the 
displays  of  his  independent  colleagues. 
The  experience  of  all  three  has  been 
that  the  one  business  draws  to  the  other 
two.  Instances  are  almost  innumerable 
where  a  man  has  come  in  to  buy  clothes 
and  gone  over  to  one  or  both  the  other 
departments.  This  experience  was 
vouched  for  by  all  three  proprietors. 

@ 

MEN'S   STORE  WITH  147  FEET  OF 
SHOW  CASES. 

(Continued  from  page  57.) 
The  basement  runs  the  entire  space  of 
the  store,  and  is  used  for  reserve  stock 


"Am  I  the  Tenth  Man?" 

New  Men's  Furnisher  of  Brandon,  Manitoba, 
Gives  Away  a  75-Cent  Tie  to  Tenth  Man  Who 
Buys  Goods  Over  One  Dollar — Mirrored  Backs 
in  Show  Cases — Semi-Indirect  Lighting. 


By  a  Staff  Correspondent 


BRANDON,  Man. — In  the  store  win- 
dow of  the  W.  H.  Robinson  Cloth- 
ing Co.  of  this  city,  is  an  artistic 
card  bearing  the  bold  words:  "Be  a 
Tenth  Man."  Then  follows  the  explana- 
tion :  ' '  With  every  tenth  sale  amounting 
to  over  a  dollar,  we  give  away  a  75c. 
tie."  That  tenth  man  scheme  has  been 
running  in  the  Robinson  store  since  the, 
first  of  the  year,  and  has  created  con- 
siderable talk  among  the  young  men 
about  town.  It  is  so  well  known,  youths 
will  poke  their  heads  through  the  door 
and  ask:  "Am  I  the  tenth  man?"  All 
of  which  tends  to  create  a  good  feeling 
between  the  proprietor,  who  is  a  young 
man  just  starting  out  in  the  retail  fur- 
nishing business,  and  the  young  men 
with  whom  he  wishes  to  do  business. 

This  idea  shows  that  one  of  the  new- 
est business  men  in  Brandon  is  re- 
sourceful. W.  H.  Robinson,  manager  of 
the  above  business,  started  in  the  above 
Western  city  last  August.  He  was  for- 
merly traveler  in  Western  Canada  for 
the  Allen  Manufacturing  Co.,  Toronto, 
and  later  for  W.  R.  Brock.  Having  been 
in  Brandon  often,  he  thought  there  was 
an  opening  here  for  an  up-to-date  men's 
furnishing  store.  He  founded  the  above 
company  and  manages  the  store  himself. 

As  will  be  seen  from  the  accompany- 
ing photograph  which  shows  only  a  cor- 
ner of  the  store,  Mr.  Robinson  is  doing 


his  best  to  provide  this  Western  city 
with  a  tip-top  clothing  and  haberdashery 
store.  Full  use  is  made  of  six  plate 
glass  show  cases,  with  mirrored  backs, 
and  when  an  attempt  is  made  to  display, 
the  goods  are  shown  with  a  maximum  of 
good  taste. 

The  firm  specialize  on  good  brands  of 
clothing.  The  lines  carried  are  limited 
to  purely  men's  furnishings.  The  cloth- 
ing is  displayed  on  iron  tube  racks. 

The  fixtures  are  about  seven  feet  high, 
as  will  be  seen  from  the  photograph,  and 
contain  collars,  ties,  shirts,  gloves,  etc. 
The  tops  of  the  fixtures  are  broad  enough 
to  allow  of  a  nice  display  of  clothing, 
suit  cases,  aided  by  artificial  palms, 
chairs  and  fashion  plates.  The  whole 
store  is  finished  in  golden  oak.  The  wall 
on  the  right  is  paneled  with  polished 
solid  oak  for  about  four  feet.  The 
lighting  is  of  the  semi-indirect  system, 
that  is,  the  light  is  reflected  by  a  metal 
ceiling,  and  is  diffused  over  the  store. 

Japanese  reed  chairs  are  placed  in  the 
store  for  customers  who  are  compelled 
to  wait.  On  Saturday  night  men  often 
come  in  with  their  wives,  to  whom  these 
chairs  are  acceptable.  There  is  a  fitting- 
room  at  the  rear,  as  a  large  business  is 
done  in  made-to-measure  clothing.  A 
reserve  stock  is  kept  at  the  back  and  in 
the  basement. 


as  well  as  for  the  tailoring  department, 
which  is  operated  for  the  purpose  of  the 
finishing  of  clothes. 

The  destiny  of  this  store  is  under  the 
control  of  J.  A.  Wilson,  who  is  presi- 
dent of  the  company,  and  general  man- 
ner of  the  store.  Mr.  Wilson's  experi- 
ence covers  a  wide  field  both  in  the 
wholesale  and  retail  business,  extending 
over  a  period  of  twenty  years.  He 
comes  from  New  Brunswick,  and  re- 
ceived his  early  experience  in  St.  John. 
He  was  afterwards  connected  with  the 
firm  of  John  Peck  &  Co.,  Montreal,  for 
whom  he  traveled  through  Western  Can- 
ada, prior  to  which  he  covered  the  East- 
ern Provinces.  So  that  Mr.  Wilson  is 
a  man  who  knows  the  needs  of  the 
Western  land  in  the  matter  of  dress. 
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AMONG    MEN'S    FURNISHERS. 

Vancouver,  B.C. — H.  A.  Simmons  has 
opened  a  clothing  store  here. 

Prince  Albert. — Ralls,  Percy  &  Co., 
men's  furnishings,  have  been  succeeded 
by  Arthur  F.  Manville. 

Halifax,  N.S. — Charles  E.  Johnston 
has  accepted  a  position  with  Isnor  Bros, 
as  manager  of  their  clothing  depart- 
ment. 

Ottawa,  Ont.— The  firm  of  "Two 
Macs,  Limited,"  who  recently  cele- 
brated the  twenty-fifth  anniversary  of 
their  organization,  will  in  a  few  weeks 
occupy  an  addition  to  their  present  pre- 
mises, the  new  Stephen  Building. 


Securing   Best   Results  in    a  Clothing  Window 

One  <»r  the  Hardest  Nuts  to  Crack     Accessories  to  Lighten  it  Up 
Keeping  the  Correct  Shape — Padding  in  Shoulders,  Pressing, 
etc.,  1'oinls  to  Watch — Proper  Cards  t<>  l's<-  in  Window. 

Written  tor  The  Review  by  James  Orr 


T 


.1  \M  ES  ORB,  WINNIPEG. 


PRESSING 

OF 

CLOTHES. 


BE  window  dresser 
in  a  men's  clothing 
and  furnishing  store 
lias  a  vastly  different  job 
than  his  brother  in  the  dry 
goods  store.  He  has  not 
the  light,  delicately-tinted 
materials,  nor  the  elabor- 
ate  accessories  that  women 
love  so  well.  His  are  the 
more  neutral  colors  and 
sober-hued  garments.  But 
he  can,  with  a  little  judg- 
ment and  by  exercising  his 
taste  make  his  windows  as 
attractive  and  as  full  of 
color  as  is  necessary  to 
attract. 

A  clothing  window  is 
usually  the  "hardest  nut 
to  crack"  —  suits  are 
usually  dark,  and  a  trim- 
mer must  resort  to  acces- 
sories to  lighten  up  his 
window.  Fancy  waist- 
coats, neckwear,  gloves, 
hats,  canes,  are  good  aids  in  giving  tone  to 
suits.  Bright  plushes  are  used  to  line  advan- 
tage, but  care  should  be  taken  not  to  use  any- 
thing thai  clashes  with  its  color.  It  is  a  com- 
mon   thing   to    see    even    in    high-class   shops,   a 

hat  of  bright  blue  posing  gayly  on  a  piece  of 
red  or  purple  plush.  Such  little  things  should 
lie  carefully  watched  as  they  make  a  whole 
window  ridiculous.  It  is,  in  fact,  the  small 
things  that  go  to  make  or  spoil   a   window.    A 

coal  negligently  "laid"';  a  hat  posed  crooked; 

a  "  floppy"  lie:  any  of  these  will  spoil  the 
effeel  of  an  otherwise  artistic  window. 

Comparatively  few  trimmers  know    or  care 

enough  about   trimming  a  suit.    Some  have 

the  idea  that  the  more  frills  and  fancy  touches 

I  hey   can   gel    into  a   coat   the  better.    The   ah 

surd   way  some  have  of  twisting      and   in   sonic 

cases  even  of  knotting  up — the  sleeves  tends 

lo  make   it    look   like  anything  but    a   coat. 
A    coal    should    be    laid    as    -moot  ld\    as    poe 

ililc.     Kvery  wrinkle  should   be  smoothed   out. 

\    Utile    tissue    paper    lo    till    out    the   shoulder 
lielps    a    lot     to    give    a    g I    appearance.       To 

have  the  eiothes  pressed  well  is  absolutely  ea 

MMilial.  A  window  trimmer  should  [nsisl  on 
having  the  suits  for  In-  window  pressed  as  if 

they  were  to  go  right  on  the  customer,  ami  he 
-liouhl   send   anything    not    up  lo   tins  standard 

hack    for   re-pressing  until   the   tailor  under 

stands    thai    he   means   to   have   it    right. 

Dressing  forms  is  an  an  in  itself.    A  suit  on 

n  form  Should  look  absolutely  faultless.  First 
I  lie   collar   and    lie   should    be   chosen   carefully 

a,  appropriate  for  the  suit    intended   for  the 

form.       A     -hut    can    lie    u-ed.    but    most    t  rim 


mere  prefer  dickies.    These  can  be  had  either 

in  plain  white  or  stripes.  Care  should  be 
taken  that  the  tie  is  in  its  place  when  the  vest 
is  put  on.  It  looks  very  bail  if  the  tie  shows 
to  one  side  in  the  vest  openimr. 

The  shoulders  of  the  coat  should  be  padded 
with  tissue  paper  until  they  are  perfect.  The 
shoulders  are  the  most  particular  part,  and 
when  these  are  right  the  entire  coat  will 
' "  hang"  as  it   should. 

The  sleeves  can  be  filled  out  with  paper  also, 
though  not  enough  to  make  them  look  round. 
They  should   hang  naturally  and   straight. 

The  full  length  form-  where  trousers  are  put 
on  are  out  of  date  as  suit  tonus,  but  still  used 
for  overcoats.  The  trousers  may  be  draped 
around  the  base,  though  not  in  so  fancy  a 
manner  as  to  lose  their  identity. 

Ties  and  other  accessories  u-ed  should  har- 
monize with  the  suits  or  tastefully  contrast. 
The  most  artistic  result-  can  be  had  by  '.ret- 
ting suits  of  one  color  not  necessarily  one 
shade.  Then  one  set  of  tics,  one  kind  of  hats, 
and  so  forth,  should  be  used,  and  a  piece  of 
plush  that  blends  happily  with  the  entire  com- 
bination can  more  easily  he  chosen  then. 

1  have  dwelt  at  length  upon  the  suit  win- 
dows because  it  is  here  the  majority  of  trim- 
mers in  (dot  king  stores  are  at  a  lo--.  Nearly 
all  trimmers,  who  lay  claim  to  the  title  at  all. 
ran  trim  shirts,  ties  or  an\  other  furnishings. 
These  are  bright  ami  full  of  color  and  .just  na- 
turally lend  themselves  to  the  fancy  and 
artistic  temperament  of  the  trimmer:  bul  it's 
■  he  clothing  that  keeps  a  men's  store  in  the 
dividend-paying  class,  and  a  display  of  cloth- 
ing that  brings  returns  is  worth  more  to  the 
firm  than  any  other  kind,  and.  therefore,  1 
deem  it  the  trimmer's  duly  to  gather  all  the 
deas  and  all  the  information  he  can  on  this 
subject. 

The  unit  idea  i-  coming  more  and  more 
into  Pavor,  of  course  it  ha-  been  used  alto- 
gether for  some  time  by  haberdashers  with 
-mailer  windows  where  there  is  room  for  prac- 
tically nothing  but  a  couple  of  units,  but  now 
even  the  large  clothing  stores  with  their  large 
and  high  windows  arc  dividing  these  into 
-mailer  compartments  with  a  couple  o\'  units  in 

cadi  realising  that  these  bring  quicker  re- 
turns. A  large  window  filled  with  shirts,  for 
instance,  would  give  the  passer-by  a  good  idea 

of  the  stock  of  shirts  carried,  but  would  not 
interest  him  in  any  particular  shirt  and  thus 
induce  an  immediate  sale.  It  would,  however, 
impress  on  him  the  varietx  of  goods  carried 
and  make  him  think  of  your  store  when  in 
need  of  shirts.  1  think  it  good  policy,  there- 
fore, to  have  such  a  window   in  now  and  again, 

h\  w a\  of  change. 

Of  course  as  the  season  progresses  it  becomes 
neoeesarj    t"  crowd   the   windows   more.      Airy. 
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CARDS. 
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These  cards,  the  work  of  James  Orr,  of  the  Clothes  Shop,  Winnipeg,  are  among  the  daintiest 
The  Review  has  seen  in  some  time.  They  illustrate  the  tendency  towards  smaller  cards  and  the 
use  of  the  pen  and  small  brush,  and  carry  out  the  Spring  idea  cleverly.  No.  1  is  a  distinctive 
style  on  white  cardboard  mounted  on  mauve  and  purple.  The  design  at  the  side,  an  Easter  lily, 
could  be  obtained  by  having  a  proof  of  a  line  cut  in  black  on  the  card,  and  the  foliage  touched 
up  with  wash-colored  green,  and  the  centre  with  gold  paint.  The  illuminated  capital  is  of  gold 
outlined  with  purple,  which  is  also  the  shade  of  the  lettering.  No.  2  gives  a  very  dainty  effect, 
embodying  a  touch  of  Spring  in  the  vase  of  violets  in  natural  shades.  The  lettering  is  of  the 
reader  style,  neatly  executed  in  panel  of  black  with  blue  outline.  No.  3  uses  bulrushes  as  the 
Spring  idea.  The  illuminated  capital  is  gold-embossed  on  sky-blue  relief.  The  board  is  a  fancy 
cover  stock  of  champagne  shade,  giving  a  frosted  effect.  In  No.  4  the  lettering  is  in  tango 
shade,  as  is  also  the  circle   containing  the  illustration   of   hats.      The   card  is   a   very   dark   grey. 


light-trimmed  windows  must  give  way  to  more 
goods  that  have  to  be  shown,  and  when  the 
sales  commence  it  becomes  necessary  to  crowd 
in  all  your  managers  insist  on  showing. 

In  most  cases  the  clothing  trimmer  must 
also  be  a  cardwriter,  though  not  necessarily  a 
signwriter.  Large  cards  will  not  add  to  any 
window.  The  samples  here  submitted  are  7  x 
11 — plain  pen  lettering  with  just  a  fancy  touch 
to  relieve  the  monotony.  A  little  scene — a  few 
flowers — a  fancy  initial — is  all  that  is  needed 
to  give  tone  to  a  card. 

Fancy  cardboard  can  be  had  at  most  any  art 
dealer,  and  beautiful  combinations  can  be  se- 
cured by  making  panels  in  different  shades  of 
cardboard.  Illustrations  from  the  style  books, 
cut  out  and  posted  on  the  card  make  splendid 
decorations.  At  special  holidays,  such  as 
Easter,  Thanksgiving  and  Christmas,  cards 
should  be  printed  for  all  the  windows  with  ap- 


propriate scenes  on  borders,  significant  of  the 
season. 

A  card  is  vastly  improved  by  being  in  a 
frame.  Frames  to  match  the  backgrounds  or 
fixtures  can  be  secured  at  an  insignificant  ex- 
pense, compared  to  the  improvement  they  will 
bring  to  the  cards. 

A  small  ticket  on  each  garment  greatly  adds 
to  the  distinctiveness  of  it.  If  it  is  not  desir- 
able to  give  the  price,  the  nature  of  the  fabric 
or  the  name  of  the  cut  or  maker  could  be  put 
on;  for  example:  "Scotch  Tweed"  or  "New 
Norfolk."  These  cards  should  be  small  and 
lettered  to  match  the  big  card. 

It  saves  a  great  deal  of  work  and  adds  to  the 
appearance  of  the  windows  to  have  price 
tickets  printed  uniformly  and  with  a  small  cut 
of  the  store  name.  This  can  be  done  at  a  small 
expense  and  the  tickets  can  be  used  through- 
out the  store. 


TICKETS. 


Editor's  Note.  — 
■I nines  Orr,  the  writ- 
er of  this  article,  has 
had  a  wide  experi- 
ence in  Canadian 
and  United  States 
stores.  He  is  now 
connected  with  "The 
Clothes  Shop,"  Win- 
nipeg. Samples  of 
his  card-writing  are 
shown  in    this   issue. 


COLORED   HANDKERCHIEFS. 

These  are  Becoming  Strong  for  Evening 
Wear  in  London. 

In  London  colored  silk  handkerchiefs 
are  in  common  use  now  for  evening- 
wear.  Especially  with  dinner  jackets 
has  the  new  idea  sreat  vogue.  The  best 
are  those  made  of  crepe  de  chine  centres 
with  narrow  white  hemstitched  edge. 
For  instance,  one  man  was  seen  carrying 
a  handkerchief  of  quaker  gray  with  a 
half-inch  hem  of  white  which  was  orna- 
mented with  a  design  of  small  black 
squares.  Another  handkerchief  had  a 
pale  cream  centre  with  a  white  edge 
spotted  with  purple  and  a  circle  of  a 
paler  shade  hanging  from  the  spot. 
Others  have  been  seen  made  of  white 
twill  silk  with  a  check  of  scarlet  or  pink 


or  blue  on  them.  Silk  and  linen  hand- 
kerchiefs are  also  very  frequently  seen 
with  every  coloring  introduced  into  the 
design  but  in  no  case  are  the  colors 
startling.  Shades  such  as  pink  and  ce- 
rise when  used  are  very  lightly  worked 
into  the  design.  A  plain  white  combina- 
tion, however,  of  silk  and  linen  is 
favored  by  many  men  for  evening  wear. 

Other  handkerchiefs  in  fine  white 
linen  have  a  deep  colored  blue  border 
about  a  quarter  of  an  inch  wide  and  a 
pattern  formed  by  small  squares  in  each 
corner  and  some  are  being  displayed 
which  have  the  owner's  monogram 
worked  in  large  blue  letters  in  the  cor- 
ner. 

JSj 

Fear  is  the  conflict  between  imagina- 
tion and  insufficient  knowledge. 
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GLOVES  BY  THE  CARLOAD. 

A  Chicago  newsboy  recently  went  into 
the  jobbing  house  of  Kalven  &  Stern 
and  stated  that  he  wanted  to  buy  a  pair 
of  gloves  like  those  on  display  in  the 
show  window.  Mr.  Kalven  carefully 
explained  to  the  little  fellow  that  this 
was  a  wholesale  house;  that  they  sold 
only  to  merchants,  and  did  not  sell  a 
single  pair  of  gloves,  etc.,  etc. 

The  explanation  was  not  sufficiently 
clear  to  the  newsboy.  He  was  offended 
and  turned  and  walked  away. 

But  as  he  reached  the  door  his  street 
training  impelled  him  to  turn  and  take  a 
parting  shot  at  the  man  who  refused  to 
do  business  with  him. 

"Say,"  he  yelled,  "ye  wouldn't  sell 
a  carload,  would  ye?" 
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impression  of  your  head 

FREE 


WINNIPEG,    April,    14.-    Hal    win- 
dows  are  among  the   mosl    pro- 
ductive of  ingenious  devices  for 
drawing  the  attention  of  the  public.    It 
is  a  window     thai     requires     something 
startling. 

A  most  interesting  device  of  this  na- 
ture was  seen  recently  in  the  window  of 
McNeil,  .McLean  and  Garland,  corner 
of  Market  and  Main  streets,  in  this  city. 
It  consisted  of  two  large  cards,  bearing 
several  examples  in  miniature  of  heads 
which  this  firm  are  fitting  with  hats. 
These  diagrams  arc  secured  by  means 
of  a  machine  which  fits  over  the  cus- 
tomer's head  and  automatically  makes 
a  drawing  of  it.  This  is  later  used  for 
fitting  a   hat. 

"Get  an  Impression  of  Your  Head." 
The  idea  occurred  to  Ernesi  A.  Bur- 
wash,  the  window  dresser,  to  show  the 
public  some  of  the  curious  heads  that 
are  broughl  in  here  to  be  fitted.  Going 
through  a  drawer  lull  of  these  dia- 
grams, he  picked  out  a  lew  of  the  mosl 
grotesque-looking      heads,    and      pasted 


HAT  SELLING  IDEAS. 

Drawings    of    queer-looking 
Ik  ads  as     lii I'  a    by    firm ,  dis 
played  in   window.      Sold  700 
hats  in  a ■■  eh. 

si  on  in  gold  for  guessing 
competition.  Sold  200  hats  in 
one  day  and  dn  w  rn  arly  3,000 

(  Xt in  ju  npl,    In  slur-  . 

Mirror  8<  /  up  in  window  with 
sign :  "Look '  Is  your  hat  "1/ 
right?  Don't  i/i'ii  p<  quire  a  rn  u 
oner 


How  Diagram  of  Grotesque 
Heads  Sold  700  Hats 

Winnipeg  Store  Set  Up  in  Window  a  Number 
of  Draw  ings  of  Heads  They  Had  Pitted — Guess 
ing  Competition  Responsible   for  ii(|11   1 1 «•  •  t  >   in 
Single  Day    -May  <  'nil  in  Phrenologist. 


By  a  Stall  Correspondent 


them  on  a  show  card,  drawing  atten- 
tion to  it  as  -how  n  in  the  accompanying 
illustration.  Another  card  bore  the  t'ol- 
lowing:  "We  have  a  machine  which 
exactly  record-  the  shape  of  your  head. 
Below  are  some  oi  the  mosl  ren  arkable 
we  have  lilted.  Come  in  and  gel  an  im- 
pression of  \  ours  made  free. 

May  Use  a  Phrenologist. 

Mr.  Burwash  has  another  idea  lor  at- 
tracting attention  along  these  lines.  He 
is  acquainted  with  a  phrenologist  in 
Winnipeg,  who  declares  that  he  is  able 
to  tell  a  man's  character  perfectly  if 
supplied  with  one  of  these  diagrams.  It 
is  hoped  thai  this  will  be  useful  as  an 
attract  ion  to  buyers  of  hats. 
Hat  Competition. 

While  the  above  was  being  used,  at 
the  same  time  a  hat  competition  was 
being  held  in  the  store,  and  as  a  result 
of  this  special  effort,  over  7<>'i  hats  were 


sold    in   a    wet  k.     The  time   was   ral 
earlj     for    Spring    hats,    and    ,:.is    was 

of    an    advance    show    o 
styles.     The   window    was  tilled   with   hat 
boxes,  with  only  a  few  hats  mowing,  an 
efforl   being  made  to  give  the  window  a 
stocky  appearance. 

Announcements     in     the     daily  i 
papers  and  thi    store  window  told  of  an 
ol'li  r  of  $100  in  sold  to  the  person  2 
ing  the  number  of  hats  in  the  window. 
There    was    no    condition    I  com- 

petitor purchase  goods  of  a  certain 
amount,  anybody  being  allowed  a  - 
The  coupon-  were  placed  in  a  large  box, 
and  ;it  the  end  of  the  contest  shaken  up. 
Two  will-known  newspaper  men  were 
engaged  to  draw  the  coupons  from  the 
box,  and  the  first  bearing  the  correct 
numhe.] .   «  on   the  prize. 

2,000  to  3,000  Extra. 
Naturally    this   brought    larsre   crowds 


View    of  a  -c.tioii  of  the  window-  pf   \l .  Neil,  Mi  Lean  ■ 
Winnipeg,  during  period  when  guessing  competition  was 
display   trout  is  double  whal   ia  here  shown 
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COUNT  THE  CORRECT  NUMBER 
WINDOW 

$100.00  IN  G 

CONDITIO 

bearing  *  ipaei    for  thd  competitor'*  count  mul  for  ll 
No  condition  is  iispowil  except    that  ench  perKoi 


It  Is  Absolutley  FREE 

The  Mil)    i-ri|iin"iui-iils  lire  to  MOUre  a  coupon  in  rli<-  sloi.     li 
turn  it  to  us  before  Mrnvh  LTtb,  1914. 

These  coupons  Mill  all  If  placed  iii  n  large  box,  whn-li,  at  the 

Contest  Closes  at  10  a.m.,  Tuesday, 
March  17 

Til.-  windows  will  In  locked,  also  (he  bos, the  Uv-  will  be  hd.l  b.v  iwo  «•  11  known 

newspaper  men:    Fred  II.  Pope  of  The  Winnipeg  Telegram,  and  N.  F..  Adamwn  of  the 
Tribune. 

The  first  coupon  laktii  front  tin    Imx  h.  i.rii,«  1 m-ivel  nnoibiv  w  tin-  oh.'  ilml  will 

necfo  the  prize  "i  M0O.OQ  in  Unltl 

Counf  the  Hafs  In  Our  Window  Today 

And  Register  Your  Count 
HATS  IK  BOXES  NOT  INCLUDED-  ALL  HATS  IN  PLAIN  VIEW 

McNeil,  McLean  &  Garland 

CORNER  OF  MARKET  and  MAIN  STREETS 

QfenOfaNWEALTH  BLOCK.  CITY   HALL   SQUARE 


Sample  of  newspaper  advertisement  announcing  hat-guessing  contest 
for  $100  in  gold.  The  guessing  coupon  at  the  top,  to  the  right,  is  on 
yellow  paper. 


to  the  firm's  windows,  great  interest  be- 
ing taken  in  the  counting  competition 
and  in  the  measurement  of  heads  as  de- 
scribed above.  The  result  was  given 
considerable  publicity  in  the  press.  It 
is  estimated  by  the  firm  that  this  ad- 
vertising scheme  resulted  in  from  two  to 
three  thousand  extra  people  visiting  the 
store,  and  on  one  day  nearly  two  hun- 
dred hats  were  sold. 

This  firm  shows  considerable  ingenu- 
ity in  attracting  passers-by  to  its  win- 
dovvs.  In  the  window  which  succeeded 
the  one  described  above,  a  device  was 
made  use  of  which  was  very  effective  in 
making  a  man  stop  and  examine  his  hat 
tn  see  whether  he  required  n  new  one 
or  not.  A  fair-sized  mirror  was  sus- 
pended in  one  of  the  windows  where  it 
could  be  easily  used  by  men  passing  on 
the  sidewalk.  It  is  surprising  how 
many  persons  will  look  into  a  mirror 
when  it  is  within  easy  reach.  On  a  card 
above  the  mirror  were  the  words: 
'Look!  Is  your  hat  all  right?  Don't 
you  require  a  new  one?" 

It  is  certainlv  a  good  attraction. 


-@- 


Advertising  It 


The  following  is  a  copy  of  an  adver- 
tisement three  columns  wide  used  by  the 
firm,  the  display  sections  being  shown 
below  in  black  type: 


Count  the  correct  number  of  hats  dis- 
played in  our  window  and  get 
$100  in  Gold,  Free 
Conditions: 

Every  competitor's  count  has  to  be 
returned  on  a  coupon  furnished  for  the 
purpose,  bearing  a  space  for  the  com- 
petitor's count  and  for  the  name  and 
address  of  the  contestant. 

No  condition  is  imposed  except  that 
each  person  entering  the  contest  is  al- 
lowed  only  one  count. 

No  goods  have  to  be  bought  from  the 
store  before  anyone  is  permitted  to  com- 
pete.    No  entrance  lee  is  to  be  paid. 
It  Is  Absolutely  Free  to  All. 

The  only  requirements  are  to  secure 
a  coupon  in  the  store,  fill  in  your  count, 
and  return  it  to  us  before  March  17th, 
1914. 

These  coupons  will  all  be  placed  in  a 
large  box  which  at  the  end  of  the  con- 
test will  be  vigorously  shaken  so  that 
the  last  coupon  inserted  has  an  equal 
chance  with   the  first. 

Contest  closes  at  10  a.m.,  Tuesday, 
March  17th. 

The  windows  will  be  locked,  also  the 
box,  and  the  keys  will  be  held  by  two 
well-known  newspapermen :  Fred  H. 
Pope  of  the  Winnipeg  Telegram,  and 
X".  E.  Adamson,  of  The  Tribune. 

The  first  coupon  taken  from  the  box 
bearing  the  correct  number  is  the  one 
that  will  receive  the  prize  of  $100  in 
gold. 

Count  the  hats  in   our  window  to-day. 
And  register  your  count. 

Hats  in  boxes  not  included — all  hats 
in  plain  view. 
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Paris   Nightshirts 

Many  Trimmed  With  Solid 
Color — Some  of  Pique  With 
Colored  Stripes  and  Starched 
Collars! 

IN  Paris  the  department  stores  have 
been  making  strenuous  efforts  to 
catch  the  men's  wear  trade  and  the 
business  transacted  by  some  of  them  has 
reached  very  large  figures. 

Among  the  novelties  they  are  showing 
perhaps  the  greatest  variety  is  in  night- 
shirts. In  France,  the  pyjama  is  gen- 
erally worn  more  as  a  lounging  garment 
for  the  morning  hours,  and  for  sleeping 
wear  the  nightshirt  is  the  garment  most 
in  favor.  One  shirt  which  has  been 
shown  at  the  Louvre  is  of  a  zephyr  with 
self-stripes  and  the  front  and  cuffs  are 
trimmed  with  a  fancy  striped  braid  in 
blue  black  and  violet  colors.  It  had  a 
shawl  collar. 

Another  which  has  been  sold  at  the 
"Belle  Jardiniere"  under  the  name  of 
"Persane,"  is  a  variation  of  the  so- 
called  Japanese  style  and  is  made  of 
white  twill  trimmed  with  solid  color, 
blue,  red  or  mauve  zephyr.  The  cuffs 
were  made  without  buttons  or  button- 
holes. Other  styles  have  a  high  military 
collar  and  tucked  front  collar  and  cuffs. 

Many  of  the  better  class  of  night- 
shirts are  made  of  white  pique,  with  col- 
ored stripes.  It  must  also  be  noted  that 
the  tendency  in  collars  is  that  they  are 
made  to  be  starched,  a  fashion  which 
was  started  by  the  shirt  makers  and 
adopted  by  the  department  stores. 

© 

RUBBERIZED    MACKINTOSH. 

A  London  writer  in  Men 's  Wear,  New 
York,  says:  There  is  a  decided  return  to 
favor  of  the  rubberized  mackintosh  over 
here,  to  the  consequent  detriment  of 
the  various  worsted  and  cotton  weather- 
proofs  that  have  held  the  field  for  so 
long.  Manufacturers  of  the  former 
article  are  doing  a  business  they  have 
not  experienced  for  years,  and  many  of 
them  are  preparing  for  trade  on  a  still 
more  extended  scale.  But  that  the  rub- 
ber coat  will  ever  attain  its  one-time 
popularity  not  even  the  most  sanguine 
of  those  engaged  in  its  manufacture  ex- 
pect or  hope.  The  hygienic  properties 
of  the  porous  substitute  will  always  ap- 
peal to  thousands  who,  after  all,  rarely 
stay  out  long  enough  in  the  rain  to  make 
an  absolute  waterproof  a  necessity,  and 
who  prefer  the  comfort  of  this  garment 
to  the  sweltering  heat  of  the  absolute 
variety.  One  item  in  the  favor  of 
the  rubber  coat  is  the  fact  that  it  soils 
less  easily  and  never  assumes  that 
greasy  appearance  so  often  seen  in 
cloths  which  rely  on  the  oily  ingredients 
used  in  the  proofing  for  their  resistance 
to  rain. 


Complete  Canadian  Parcels  Post  Regulations 

The  Canadian  Parcels  Post  System  Came  Into  Force  Officially  on 
the  First  Day  of  April  Under  the  Regulations  Here  Given. 


NOTICE    's    hereby    »iven    that    the 
I'arcel   Post   Act  assented   to   Gth 
June,    1913,   will   come   into   force 
on    the    first    day    of   April,   1914,   under 
the   following  regulations: — 

Parcel  Post  Regulations. 

1. — Articles  of  mail  matter  acceptable 
at  Parcel  Post  rates  include  farm  and 
factory  products,  merchandise  of  all  de- 
scriptions such  as  dry  goods,  groceries, 
hardware,  confectionery,  stationery  (in- 
cluding blank  books,  etc.),  seeds,  cuttings, 
bulbs,  roots  bedding  plants  scions  or 
grafts,  and  all  other  matter  not  included 
in  the  first  class,  and  not  excluded  from 
the  mails  by  the  general  prohibitory  regu- 
lations with  respect  to  objectionable 
matter. 

Parcels  consisting  of  third  class  matter 
may  be  mailed  at  parcel  post  rates,  or 
third  class  matter  rate  at  the  option  of 
the  sender. 

Parcels  containing  intoxicating  liquors 
or  explosives  are  expressly  prohibited. 

2. — The  rates  of  postage  on  articles 
accepted  for  transmission  by  Parcel  Post 
are  as  follows : — 

(a)  Five  cents  for  the  first  pound  and 
1  cent  for  each  additional  pound  or  frac- 
tion thereof,  up  to  four  pounds,  and  2 
cents  for  each  subsequent  pound  up  to 
eleven  pounds  within  a  radius  of  twenty 
miles  from  the  place  of  mailing,  irre- 
spective of  Provincial  boundaries. 

(b)  Ten  cents  for  the  first  pound  and 
4  cents  for  each  subsequent  pound  or 
fraction  thereof,  for  all  points  in  the 
Province  in  which  a  package  is  posted, 
outside  of  the  twenty-mile  radius. 

(c)  Ten  cents  for  the  first  pound  and 
6  cents  for  each  additional  pound  or 
fraction  thereof,  for  all  points  outside 
the  Province  in  which  a  parcel  is  posted, 
and  beyond  the  twenty-mile  radius,  with 
an  additional  charge  of  2  cents  a  pound 
for  each  Province  that  has  to  be  crossed 
to  the  destination  of  the  parcel,  not  in- 
cluding the  Province  in  which  it  is  to  be 
delivered  up  to  a  maximum  of  12  cents 
a  pound. 

The  three  Provinces,  Nova  Scotia,  Nev; 
Brunswick  and  Prince  Kdward  Island, 
are  t<>  be  considered  as  one  zone. 

An  additional  charge  to  meet  the  ex- 
tra  cost  of  transudation   will   be  made 

on  parcels  addressed  i ■  posted  at  of- 

'i  •  erta  in  outlj  ing  districts  when 
Buch  parcels  have  to  be  conveyed  more 
than  i  no  miles  bj  a  continuous  Btage  Bar- 
vice,  Mich  districts  to  be  designated  by 
the  Postmaster-Qeneral. 

The  charge  on  anj  parcel  Bhould  not 
ater  than  l  cent  an  ounce. 

Tables  of  rates   for  the  several    Pro- 


vinces as  given  in  the  rate  cards  printed 
for  distribution,  will  be  found  on  pages 
9,  10,  11,  12,  13,  14,  15  of  these  regula- 
tions. 

3. — The  postage  on  Parcel  Post  packets 
must  be  prepaid  by  means  of  postage 
stamps,  securely  affixed  to  the  parcels. 
An  insufficiently  prepaid  Parcel  Post 
packet  is  forwarded  to  destination  sub- 
ject on  delivery  to  payment  of  double 
the  deficiency  provided  at  least  one  cent 
is  prepaid.  After  the  additional  postage 
repuired  on  any  short  paid  parcel  has 
been  colected  from  the  addressee  "post- 
age due"  stamps  are  to  be  affixed  to  the 
parcel  and  canceled  by  the  Postmaster. 

Parcel  Post  packets  totally  unpaid  will 
be  sent  to  the  Branch  Dead  Letter  Office. 

Franking  of  Parcel  Post  packets  is  ex- 
pressly prohibited. 

4. — A  Parcel  Post  packet  may  be  in- 


In  the  accompanying  article 
a  complete  list  of  regulations 
governing  the  Canadian  Parcel 
Post  System  is  given,  including 
rate  curds  for  all  the  Provinces. 
This  issue  should  by  all  means 
be  kept  on  file  so  that  it  can  be 
referred  to  at  will.  A  rate  card 
for  each  Province  is  given,  and 
Canadian  merchants  who  wish 
to  make  use  of  Parcel  Post 
can  find  full  information  re- 
garding the  new  system  in  the 
accompanying  article. 


sured  within  Canada  up  to  an  amount  of 
$25  or  the  actual  value  of  the  con- 
tents, when  less  than  that  amount,  upon 
prepayment  of  a  fee  of  5  cents  in  postage 
stamps  and  up  to  an  amount  of  $50  or  the 
actual  value  of  the  contents,  when  less 
than  that  sum  upon  prepayment  of  a  fee 
of  10  cents  in  postage  stamps.  This  fee 
must  be  prepaid,  in  addition  to  the  or- 
dinary postage,  by  means  of  postage 
-tamps,  which  the  sender  must  affix  to 
the  cover. 

A  parcel  intended  for  insurance  should 
not  be  dropped  into  a  box  or  receiver.  It 
should  be  marked  with  the  word  "In- 
sured." and  with  the  amount  of  the  in- 
surance fee  the  sender  is  paying,  thus 
"Insured  10  cents,"  and  be  handed  into 
the  post  office  or  to  the  rural  carrier  and 

a  certificate  of  posting  obtained,  hearing 
an    acknowledgment    that    an    insurance 
fee  has  been  paid 
'The  onus  t^\'  properly  enclosing  and 

packing  B  pan-el  for  insurance  rests  with 

the  sender,  the  Post  Office  assuming  do 

Liability    for   loss   prising   from    defects 
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which   may   not   have   been   observed   at 
the  time  of  posting. 

Indemnity  will  be  paid  to  the  addressee, 
or  at  the  request  of  the  addressee,  the 
sender,  provided  claim  is  made  to  the 
department  within  one  year  of  the  date 
of  posting  upon  receipt  of  sworn  state- 
ments of  the  persons  concerned: — 

(a)  That  according  to  the  best  of  their 
knowledge  and  belief  the  insured  parcel 
has  been  lost  or  its  contents  damaged 
in  the  mails. 

(b)  As  regards  the  value  of  the  con- 
tents of  the  parcel  or  the  damage  sus- 
tained. 

(c)  As  regards  the  ownership  of  the 
parcel. 

It  must  appear  that  the  loss  or  dam- 
age did  not  arise  wholly  or  in  part  from 
the  fault  of  the  sender,  as,  for  instance, 
from  insufficient  packing,  inadequate 
fastening,  loss  of  " tie-on''  label,  etc. 
The  indemnity  paid  will  not  exceed  the 
value  of  the  contents  of  the  parcel  lost 
or  the  damage  sustained.  The  right  is 
reserved  of  reinstating  the  contents  of 
a  parcel  instead  of  giving  pecuniary 
indemnity. 

In  the  case  of  damage  the  parcel  must 
be  retained  for  the  purpose  of  enquiry,  as 
nearly  as  possible  in  the  state  in  which 
it  was  delivered.  If  complaint  is  made 
that  the  contents  of  a  parcel  have  been 
lost  or  abstracted,  the  cover  must  be 
produced. 

Indemnity  for  damage  to  articles  of  a 
fragile  nature,  will  be  given  only  in  those 
eases  in  which  the  parcel  is  conspicuous- 
ly marked  with  the  words  "Fragile  with 
care." 

Parcels  containing  eggs,  fish,  meat, 
fruit,  vegetables,  glass,  crockery,  greases, 
semi-liquids,  liquids  or  any  articles  of  an 
exceptionally  fragile  nature  cannot  be 
insured. 

Indemnity  will  not  be  given  for  loss  of 
coin  or  bank  notes. 

Indemnity    will    not    he   given    for    in- 
jury  or  damage   consequential    upon   i.e. 
indirectly  arising  from  the  loss  dan 
delay,  non-delivery  or  mis-delivery  of  any 
article  sent  by  Parcel  1 ' 

Indemnity  will  not  be  given  in  the  case 
of  a  parcel  on  which  the  insurance  fee 
has  not   been  paid. 

Indemnity  may  be  refused  for  loss  or 
damage,  on  any  ground  on  which  ex- 
emption  from  legal   liability     may     be 

claimed  by  a  common  carrier. 

An  insured  parcel  that  cannot  be  de- 
livered  within  Panada  will  be  *>nt  to  the 
Branch  Head  Letter  Office. 
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PARCEL  POST  REGULATIONS. 

Parcel    Post    Packets    Must    Not    Be 

Registered. 

5. — Parcels  must  be  prepared  for  mail- 
ing in  such  manner  that  the  contents  can 
be  easily  examined. 

6. — It  is  desirable  that  the  sender's 
address  should  appear  either  inside  the 
parcel  or  on  the  cover.  This  must  be  kept 
distinct  from  the  address  proper. 

7. — Parcels  are,  when  redirected, 
chargeable  with  additional  postage  at  the 
rate  which  would  have  been  chargeable 
had  they  been  originally  mailed  from  the 
office  of  re-direction  to  the  new  address 
except  in  cases  where  the  original  and 
the  re-directed  addresses  are  both  within 
the  delivery  of  the  same  Post  Office. 

8. — The  limit  of  weight  for  a  Parcel 
Post  packet  is  eleven  pounds,  and  the 
general  limit  of  size  is  thirty  inches  in 
length  by  one  foot  in  width  or  depth,  but 
parcels  will  be  accepted  up  to  3  ft.  6  in. 
in  length,  provided  that  the  combined 
length  and  girth  do  not  exceed  six  feet. 
For  example — a  parcel  measuring  3  ft.  6 
in.  in  its  longest  dimensions  may  measure 
as  much  as  2  ft.  6  in.  in  girth  (i.e.  round 
its  thickest  part) ;  or  a  short  parcel  may 
be  thicker;  thus  if  the  length  is  not  more 
than  3  ft.  the  girth  of  the  parcel  may  be 
3  feet. 

9. — When  practicable  Parcel  Post  par- 
cels must  be  sent  in  covers  open  at  the 
ends,  and  in  such  manner  as  to  be  easy 
of  examination.  But  flour,  drugs  and 
such  like  articles,  which  cannot  be  sent 
in  covers  of  this  kind — but  such  articles 
only — may  be  posted  enclosed  in  boxes, 
or  in  bags  of  linen  or  other  strong  ma- 
terial, fastened  in  such  a  manner  that 
they  may  be  easily  opened,  so  as  to  en- 
able the  officers  of  the  post  office  readily 
to  satisfy  themselves  as  to  the  nature 
of  the  contents.  If  paper  bags  or  covers 
are  used  for  enclosing  flour  or  other 
similar  matter,  they  must  be  of  extra 
quality  and  strength  to  resist  friction 
and  pressure  in  the  mails,  and  prevent 
the  escape  of  the  contents. 

10. — Any  staple  article  of  use  or  con- 
sumption, properly  transmissible  by  post, 
contained  in  the  original  unbroken  pack- 
age and  with  proper  descriptive  label, 
may  be  forwarded  by  Parcel  Post,  though 
the  tin  or  case  in  which  it  is  enclosed  may 
not  admit  of  being  opened  in  course  of 
post,  if  posted  by  parties  known  to  be 
engaged  in  the  manufacture  or  sale  of 
the  articles  in  question  and  who  vouch 
that  the  contents  are  precisely  as  de- 
scribed on  the  label. 

11. — A  parcel  may  contain  invoices  and 
accounts  provided  they  relate  exclusively 
to  the  contents  of  such  parcel;  it  is  also 
permitted  to  enclose  a  card  or  slip  of 
paper  giving  in  a  brief  manner  necessary 
directions  for  the  identification  or  treat- 
ment of  the  article  or  articles  contained 
in  the  parcel.  Care  must  be  taken  not  to 
abuse  this  privilege  by  converting  such 


notes  or  marks,  designed  solely  for  the 
facilitation  of  business  between  the 
sender  and  addressee,  into  what  might 
properly  be  called  correspondence.  A 
parcel  containing  a  letter  or  any  writing 
intended  to  serve  the  purpose  of  a  letter 
in  the  ordinary  sense  will  become  liable 
to  letter  postage. 

12. — When  several  separate  articles 
are  enclosed  in  a  Parcel  Post  packet 
there  is  no  objection  to  each  bearing  a 
distinguishing  number,  so  as  to  enable 
the  sender  to  give  directions  by  letter 
(sent  of  course  separately  and  duly  pre- 
paid) respecting  the  several  articles 
which  the  parcel  contains. 

13. — Any  person  who  wishes  to  mail  a 
large  number  of  parcels,  whether  on  a 
particular  day  or  at  regular  or  irregular 
intervals,  will  facilitate  the  work  of 
despatch  if  he  will  give  the  office  where 
they  will  be  posted  early  information  of 
the  number  of  the  parcels,  their  average 
weight  and  the  dates  and  times  at  which 
he  proposes  to  send  them.  He  will  also 
consult  the  convenience  of  the  Post  Of- 
fice by  sending  the  parcels  to  the  post  in 
batches,  beginning  as  early  in  the  day  as 
possible. 

14. — Parcel  Post  packets  are  subject  to 
the  general  prohibitory  regulations  ex- 
cluding from  the  mails  everything  liable 
to  destroy,  deface  or  otherwise  damage, 
the  other  contents  of  the  mail  bags  or  in- 
jure the  person  of  any  officer  or  servant 
of  the  Post  Office,  as  well  as  all  obscene 
or  immoral  matter. 

15. — Liquids,  oils  and  fatty  substances, 
put  up  in  accordance  with  the  following 
regulations,  are  not  excluded.  When  in 
glass  bottles  or  vials,  such  bottles  or  vials 
must  be  strong  enough  to  stand  the  shock 
of  handling  in  the  mails,  and  must  be  en- 
closed in  a  wooden,  heavy  cardboard  or 
papier  mache  block  or  tube  not  less  than 
three-sixteenths  of  an  inch  thick  in  the 
thinnest  part,  strong  enough  to  support 
the  weight  of  mails  piled  in  bags  and  re- 
sist rough  handling;  and  there  must  be 
provided  between  the  bottle  and  its  outer 
case,  a  cushion  of  cotton  or  spongg  ma- 
terial sufficient  to  absorb  the  liquid,  etc., 
in  case  the  bottle  should  be  broken,  the 
block  or  tube  to  be  impervious  to  liquid 
(including  oils)  and  to  be  closed  by  a 
tightly-fitting  screw-lid  of  wood  or  metal 
with  a  rubber  or  pad  so  adjusted  as  to 
make  the  block  or  tube  water-tight  and 
to  prevent  the  ieakage  of  the  contents  in 
case  of  breaking  of  the  glass.  When  en- 
closed in  a  tin  cylinder,  metal  case  or 
tube,  such  cylinder,  case  or  tube,  should 
have  a  screw-lid  with  a  rubber  or  cork 
cushion  inside  in  order  to  make  the  same 
water-tight,  and  should  be  securely 
fastened  in  a  wooden  or  papier  mache 
block  (open  only  at  one  end)  and  not  less 
in  thickness  and  strength  than  above  de- 
scribed. Manufacturers  or  dealers  in- 
tending to  transmit  such  articles  by  Par- 
cel Post  or  as  samples,  in  considerable 
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quantities,  should  submit  a  specimen 
package  showing  ■.  their  mode  of  packing 
to  the  postmaster  at  the  mailing  office, 
who  will  see  that  the  conditions  of  this 
section  are  carefully  observed. 

16. — Specimens  of  diseased  tissues, 
when  carefully  enclosed  in  specially  con- 
structed double  tin  cases,  closely  packed 
with  absorbent  matter,  and  with  closely 
fitting  screw  caps,  may  pass  at  Parcel 
Post  rates,  addressed  to  Provincial 
Boards  of  Health  and  Public  Labora- 
tories. 

17. — The  following  articles  in  glass, 
viz.:  Eye-glasses,  spectacles  and  micro- 
scopic slides,  may  be  forwarded  by  Par- 
cel Post  if  put  up  in  such  a  manner  as  to 
admit  at  once  of  easy  inspection  and  to 
guard  against  injury  to  persons  handling 
the  mails. 

18. — Parcels  Post  packets  containing 
anything  of  a  fragile  nature  should  be 
marked  "Fragile  with  care"  and  parcels 
containing  articles  of  a  perishable  nature 
such  as  fish,  fruit,  meat,  etc.,  should  be 
marked  "Perishable."  Parcels  sent  by 
mail  should  in  all  cases  be  substantially 
and  securely  packed  so  as  to  preserve 
the  contents  from  loss  or  damage  and 
prevent  injury  to  the  mails.  The  de- 
partment desires  to  co-operate  with 
the  public  in  seeing  that  special 
attention  is  paid  to  the  important 
matter  of  packing,  particularly  with  re- 
gard to  parcels  containing  matter  of  a 
fragile  or  perishable  character  or  of  a 
nature  to  destroy  or  injure  the  other  con- 
tents of  the  bags  or  sacks  in  which  they 
are  sent  forward.  In  order  that  proper 
precaution  may  be  exercised  in  this  par- 
ticular persons  desirous  of  transmitting 
articles  by  Parcel  Post  are  advised  to 
consult  the  postmaster  as  to  the  proper 
method  of  packing  in  all  cases. 

As  the  safe  transit  of  eggs  is  a  mattei 
of  some  difficulty  shippers  are  advised  to 
adopt  the  following  method  of  packing: 
Use  a  wooden,  papier  mache,  or  other 
box  of  a  rigid  material  with  a  well-fitting 
tightly  adjusted  lid,  wrap  each  egg  sepa- 
rately in  newspaper  or  other  protecting 
material,  place  the  eggs  on  end  and  fill  up 
the  vacant  spaces  in  the  box  with  news- 
paper or  other  packing  material,  so  as  to 
prevent  the  eggs  from  striking  together 
or  against  the  sides,  top  or  bottom  of  the 
box;  mark  the  parcel  "Eggs." 

Parcels  containing  goods  likely  to  spoil 
within  the  time  reasonably  required  for 
transportation  and  delivery  must  not  be 
accepted  for  mailing. 

19. — Postmasters  must  exercise  the 
greatest  possible  care  to  see  that  all  par- 
cels accepted  for  transmission  by  Parcel 
Post  conform  in  every  particular  to  the 
requirements  of  these  regulations.  This 
applies  with  special  force  to  parcels  con- 
taining perishable  goods  or  fragile 
articles. 

20. — Requests  for  direct  return  are 
(Continued  on  page  67.) 


Canadian    Parcel   Post    Rate  Cards 

Parcel  Post  Rate  Card  A. 

Rates  on  Postage  on  Parcels  Mailed  in  the  Maritime  Provinces. 

Addressed   to                                lib.        2  lbs.  3  lbs.  4  lbs.  5  lbs.  6  lbs.  7  lbs.     8  lbs.    9  lbs.    10  lbs.  11  lbs. 
Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05       $0.06  $0.07  $0.08  $0.10  $0.12  $0.14     $0.16     $0.18    $0.20     $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Maritime  Provinces 0.10          0.14  0.18  0.22  0.26  0.30  0.34       0.38       0.42       0.46       0.50 

Any  post  office  in  Quebec 0.10         0.16  0.22  0.28  0.34  0.40  0.46       0.52       0.58       0.64       0.70 

Any  post  office  in  Ontario 0.12         0.20  0.28  0.36  0.44  0.52  0.60       0.68       0.76       0.84       0.92 

Any  post  office  in  Manitoba 0.12         0.24  0.34  0.44  0.54  0.64  0.74       0.84       0.94       1.04       1.14 

Any  post  office  in  Saskatchewan,  Alberta 

or  British  Columbia 0.12         0.24  0.36  0.48  0.60  0.72  0.84       0.96       1.08       1.20       1.32 

The  maximum  charge  on  any  parcel  shall  not  exceed  1  cent  an  ounce. 

'This    rate    also    obtains    in    cases  where  the  20  mile  area  extends  into  an  adjacent  Province. 

Parcel  Post  Rate  Card  B. 
Rates  of  Postage  on   Parcels   Mailed   in  the  Province  of  Quebec. 

Addressed   to  lib.  21bs.  3  lbs.  4  lbs.  5  lbs.    (i  lbs.     7  lbs.     8  lbs.    9  lbs.    10  lbs.  11  lbs. 

Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05  $0.06  $0.07  $0.08  $0.10    $0.12     $0.14     $0.16     $0.18    $0.20     $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Province  of  Quebec 0.10  0.14  0.18  0.22  0.26      0.30       0.34       0.38       0.42       0.46       0.50 

Any  post  office  in  Ontario  or  Maritime 

Provinces    0.10  0.16  0.22  0.28  0.34      0.40       0.46       0.52       0.58       0.64       0.70 

Any  post  office  in  Manitoba 0.12  0.20  0.28  0.36  0.44      0.52       0.60       0.68       0.76       0.84       0.92 

Any  post  office  in  Saskatchewan 0.12  0.24  0.34  0.44  0.54      0.64       0.74       0.S4       0.94       1.04       1.14 

Any   post   office   in   Alberta   or    British 

Columbia 0.12  0.24  0.36  0.48  0.60      0.72       0.84       0.96       1.08       1.20       1.32 

The  maximum  charge  on  any  parcel  shall  not  exceed  1  cent  an  ounce. 

'This    rate   also    obtains    in    cases  where  the  20  mile  area  extends  into  an  adjacent  Province. 

Parcel  Post  Rate  Card  C. 
Rates  of  Postage  on  Parcels  Mailed  in  the  Province  of  Ontario. 

Addressed  to  1  lb.  2  lbs.     3  lbs.  4  lbs.     5  lbs.  6  lbs.  7  lbs.  S  lbs.    9  lbs.    10  lbs.  11  lbs. 

Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05  $0.06     $0.07  $0.08     $0.10  $0.12  $0.14  $0.16     $0.18     $0.20     $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Province  of  Ontario 0.10  0.14       0.18  0.22       0.26  0.30  0.34  0.38       0.42       0.46       0.50 

Any  post  office  in  Quebec  or  Manitoba  . .  0.10  0.16       0.22  0.28      0.34  0.40  0.46  0.52       0.58       0.64      0.70 

Any  post  office  in  Saskatchewan  or  Mari- 
time Provinces 0.12  0.20       0.28  0.36       0.44  0.52  0.60  0.68       0.76       0.84       0.92 

Any  post  office  in  Alberta 0.12  0.24       0.34  0.44       0.54  0.64  0.74  0.84       0.94       1.04       1.14 

Any  post  office  in  British  Columbia  ....  0.12  0.24       0.36  0.48       0.60  0  72  0.S4  0.96       1.08       1.20       1.32 

The  maximum  charge  on  any  parcel  shall  not  exceed  1  cent  an  ounce. 

•This    rate    also    obtains    in    cases  where  the  20  mile  area  extends  into  an  adjacent  Province. 

Parcel  Post  Rate  Card  D. 
li'afes  of  Postage  on    Parcels   Mailed  in  the  Province  of  Manitoba. 

Addressed  to  lib.        2  lbs.     3  lbs.     4  lbs.     5  lbs.    6  lbs.     7  lbs.     ^  lbs.    !>  lbs.    10  lbs.  11  lbs. 

Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05       $0.0(i     $0.07     $0.08    $0.10    $0.12     $0.14    $0.16    $0.18    $0.20     $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Province  of  Manitoba 0.10         0.14       0.18       0.22       0.26      0.30       0.34       0.38       0.42       0.46       0.50 

Anv  post  office  i"  Ontario  or  Saskatche- 
wan       0.10  0.16       0.22       0.28       0.34       0.40       0.46       0.52       0.58       0.64       0.70 

Any  post  office  in  Quebec  or  Alberta  ... .         0.12        0.20      0.28      0.36      0.44      0.52      0.60      0.88      076      0.S4      0.92 

Anv  post  office  in  the  Maritime  Provinces 

'  or  British   Columbia    0.12  0.24        0.34       0.44       0.54       0.64       0.74        0.84        0.94        1.04       1.14 

The  maximum  charge  OD  any  parce!  shall   not   exceed   1   cent   an  ounce. 

•This    rate    also    obtains    in    cases   where  the  20  mile  area  extends  into  an   adjacent   Province. 
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MEN'S    WEAR    SECTION 


Dry  Goods  Review 


STAR  BRAND  SHIRTS 


FOR  FALL 


Exclusive 
Patterns 


Famous 

for 

Fit 

and 
Finish 


Attractive 
Styles 


See  the  big  Fall  range  of 
shirts  when  the  Star  Brand 
Traveler  calls.  He  has  a 
line  that  it  will  pay  you  to 
see.  It  is  better  than  ever, 
showing  many  interesting 
novelties  that  mean  a  re- 
vival of  trade  for  your  shirt 
department. 

Our  Salesmen  will  also 
show  an  extensive  line  of 
Fall  and  Winter  underwear 
and  Christmas   Neckwear. 


VAN  ALLEN  COMPANY,  LIMITED 

Hamilton,  Canada 
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Dry  Goods  Review  MEN'S    WEAR    SECTION 

Parcel  Post  Rate  Card  E. 
Kates  of  Postage  on  Parcels  Mailed  in  the  Province  of  Saskatchewan. 

Addressed  to  lib.        2  lbs.     3  lbs.     4  lbs.     5  lbs.     Gibs.    7  lbs.     Bibs.     9  lbs.  10  lbs.  11  lbs. 

Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05       $0.06     $0.07     $0.08     $0.10     $0.12     $0.14     $0.16     $0.18    $0.20     $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Province  of  Saskatchewan  . .         0.10         0.14       0.18       0.22       0.26      0.30       0.34       0.38       0.42       0.46       0.50 

Any  post  office  in  Manitoba  or  Alberta  .         0.10         0.16       0.22       0.28      0.34      0.40       0.46       0.52       0.58      0.64      0.70 

Any  post  office  in  Ontario  or  British  Col- 
umbia             0.12         0.20       0.28      0.36       0.44       0.52       0.60      0.08       0.76       0.84       0.92 

Any  post  office  in  Quebec 0.12         0.24      0.34       0.44       0.54      0.64       0.74       0.84       0.94       1.04       1.14 

Any  post  office  in  the  Maritime  Prov- 
inces      0.12         0.24       0.36       0.48       0.60       0.72       0.84       0.96       1.08       1.20       1.32 

The  maximum  charge  on  any  parcel  shall  not  exceed  1  cent  an  ounce. 

•This    rate   also    obtains    in    cases  where  the  20  mile  area  extends  into  an  adjacent  Province. 

Parcel  Post  Rate  Card  F. 
Rates  of  Postage  on  Parcels  Mailed  in  the  Province  of  Alberta. 

Addressed  to  lib.        2  lbs.     3  lbs.     4  lbs.     5  lbs.     6  lbs.    7  lbs.     8  lbs.     9  lbs.  10  lbs.  11  lbs. 

Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05       $0.06     $0.07    $0.08    $0.10     $0.12     $0.14     $0.16     $0.18    $0.20    $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Province  of  Alberta 0.10         0.14      0.18       0.22       0.2b      0.30       0.34       0.38       0.42       0.46       0.50 

Any  post  office  in  Saskatchewan  or  Brit- 
ish Columbia 0.10         0.16       0.22       0.28      0.3*      0.40       0.46       0.52       0.58      0.64       0.70 

Any  post  office  in  Manitoba 0.12         0.20       0.28       0.36       0.44       0.52       0.60       0.68       0.76       0.84       0.92 

Any  post  office  in  Ontario  0.12         0.24       0.34       0.44      0.54      0.04       0.74       0.84       0.94      1.04       1.14 

Any  post  office  in  Quebec  or  Maritime 

"  Provinces    0.12         0.24       0.36       0.48       0.60      0.72       0.84       0.96       1.08       1.20       1.32 

The  maximum  charge  on  any  parcel  shall  not  exceed  1  cent  an  ounce. 

•This    rate   also    obtains    in    cases  where  the  20  mile  area  extends  into  an  adjacent  Province. 

Parcel  Post  Rate  Card  G. 
Rates  of  Postage  on  Parcels  Mailed  in  the  Province  of  British  Columbia. 

Addressed  to  1  lb.  2  lbs.  3  lbs.  4  lbs.  5  lbs.  6  lbs.  7  lbs.  8  lbs.  9  lbs.  10  lbs.  11  lbs 
Any  post  office  within  20  miles*  including 

place  of  mailing  $0.05  $0.06  $0.07  $0.08  $0.10  $0.12  $0.14  $0.16  $0.18  $0.20  $0.22 

Any  post  office  beyond  20  miles  but  with- 
in the  Province  of  British  Columbia  0.10  0.14  0.18  0.22  0.26  0.30  0.34  0.38  0.42  0.46  0.50 

Any  post  office  in  Alberta  0.10  0.16  0.22  0.28  0  34  0.40  0.46  0.52  0.58  0.64  0.70 

Any  post  office  in  Saskatchewan 0.12  0.20  0.28  0.36  0.44  0.52  0.60  0.68  0.76  0.84  0.02 

\ny  post  office  in  Manitoba   0.12  0.24  0.34  0.44  0.54  0.64  0.74  0.S4  0.94  1.04  1.14 

Anv   post   office   in    Ontario.   Quebec    or 

Maritime  Provinces  0.12  0.24  0.36  0.48  0.60  0.72  0.S4  0.96  1.08  1.20  1.32 

The  maximum  charge  on  any  parcel  shall  not  exceed  1  cent  an  ounce. 

•This   rate   also    obtains    in    cases  where  the  20  mile  area  extends  into  an  adjacent  Province. 


PARCEL  POST   REGULATIONS. 

i  < 'mil  i nucd  from  page  65.) 
recognized  on  Parcel  Post  packets  ad- 
dressed to  a  place  in  Canada,  and  parcels 
bearing  the  address  of  the  sender  may 
also  be  returned  direct  after  being  held 
fifteen  days  Parcel  Post  packets  so  re- 
turned are  subject  to  a  charge  equal  to 
the  original  post  aire  charge.  This  charge 
is  to  be  marked  by  the  office  returning 
the  parcel  and  collected  from  the  sender 
before  delivery  by  the  office  to  which  it 


has  been  returned,  "postage  due" 
stamps  for  the  amount  collected  being 
affixed  to  the  parcel  and  canceled  by  the 

postmaster. 

21. — After  a  parcel  has  been  delivered 
to  the  person  to  whom  it  is  addressed  it 
cannot  be  returned  to  the  sender,  unless 
the  person  returning  it  pays  the  neces- 
sary return  postage. 

22. — The  Postmaster-General  reserves 
the  right  to  refuse  to  accept  for  trans- 
mission by  mail,  srrain  or  any  other  com- 
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modity  shipped  in  excessive  quantities 
which  might  interfere  with  the  trans- 
portation of  first-class  matter,  or  other 
articles  such  as  those  enumerated  in 
paragraph  1. 

$ 

The  ability  to  imagine  has.  above  all 
other  influences,  determined  the  pro- 
gress and  station  of  men.  It  is  the  root 
of  all  love,  ambition,  effort  and  achieve- 
ment, and  is  the  first  of  the  creative 
faculties. 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Taylor-made  Ladies'  Suit  and  Coat  Racks 


Nu.  3,'SIB — Combination     Suit      Hanger, 

inserted    trouser  bar $7.50  per  100 

No.  33— Same  without  bar  6.50  per  100 

No.  "MB— Boys',  15  inches  wide 7.50  per  100 

No.  39B— Overcoat  Hanger,  with  in- 
serted bar  for  extra  size 
suits    8.50  per  100 

No.  30 — Same  without  liar   7.50  per  100 


No.  <;00.     Combination  Coat  and  Skirt  Hanger.  $12.00 
per  100.     Get  a  sample — It  costs  only  a  postal  card. 


Model  I),  5  feet  9  inches  high 

Made   of   ly.-inch    polished    steel    tubing,   gilt    fittings,    ball 

s  x  k-t   rollets 

fi    fc  t    long.   2   posts    *  S.OO 

8  feet  long,  3  posts   il.OO 

10  feet  long,  3  posts  10.00 

Made  1%-ineh,  oxidized   tubing 

(1  feet  long,  2  posts  $10.00 

8  feet  long.  3  posts   11  00 

10  feet  long.  3  posts 12.00 


No.   92.     Combination    Coat    and    Skirt    Hanger    with 
wire  attachment  for  Skirt,  $6.00  per  100. 

Double-Bar  Suit  and  Cloak  Racks 


No.  31.    Coat  Hanger,  without  the  Wire  Attach- 
ment, smooth  wax  finish,  $2.75  per  100. 
No.  63.     The  same  shape  as  No.  31,  only  very 
thin.    $3.00  per  100. 


No.  9.    Skirt  or  Trouser  Hanger,  $8.00  per  100. 


Marie  of   Polished   Steel   Tubing,  no   paint,  no   rust. 

6  feet   long,  4  posts    $  it. 00 

6  feet   long,  6   posts    10.50 

8  feet  long,   6  posts    11.50 

10  feet  long,  6  posts    12.50 

Made  of  Oxidized    Steel   Tubing 
$2.50  extra  to  above  prices. 


MAIL   ORDERS   PROMPTLY  FILLED 


The  Taylor  Manufacturing   Company 


HAMILTON,    ONTARIO 
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Clothes,  Methods  and  Men 


KEEPING    SHOES    IN    MEN'S  WEAR 
STORES 

DID  ii  ever  occur  to  the  men's  furnishers  thai  often 
their  stores  lack  only  one  item  for  a  complete  make- 
up for  ;i  man  .'  His  bead-gear  you  have  ready  in  all 
styles  from  the  cap  to  the  silk  topper.  His  collar,  his 
tie,  his  shirt,  his  vest,  and  coat,  handkerchief,  trousers, 
underwear,  braces  and  hose.  Not  much  left,  except  shoes. 
Why  should  there  lie  this  omission  when  you  can  even 
supply  the  cane?  Many  men's  wear  stores  do  a  big  busi- 
ness in  shoes:  this  line  dovetails  naturally  into  their  other 
departments.  The  one  brings  trade  to  the  other.  A  large 
firm  of  men's  furnishers  in  Hamilton  have  five  distinct 
departments:     men's   clothing,     furnishings,    hats,    boys 

clothing  and  shoes.  And  the  shoes  do  not  rank  fifth  m 
importance  by  any  means.  A  lew  weeks  ago  a  men's 
wear  store  in  (lalt  started  to  sell  shoes,  and  will  keep  it 
up.  The  head  of  a  men's  wear  department  in  a  "semi- 
departmental"  Store  in  a  Large  Canadian  city  told  The 
Review  that  he  was  Losing  business  every  day  by  not 
keeping  shoo,  and  he  was  hopeful  of  persuading  the  firm 
to  launch  out    along   this  line. 

Shoes,    like    most    men's    wear,    are    a    clean    stock:    no 
breakages,  no  remnants,  no  fading,  and  comparatively  few 

changes  in  styles  from  season  to  season.  Hence  the  pos- 
Bible  losses  are  reduced  to  a  minimum,  and.  on  the  other 
hand,  the  profits  are  eminently  respectable.    Not  only  are 

there  the  regular  wearing  lines  for  the  whole  year,  hut 
special  seasonable  runs  on  sporting  shoes  in  Spring, 
Summer,  Kail  and  Winter,  and  periodic  demands  for  rub- 
bers, mocassins,  and  so  forth.  A  shoe  department  has 
been  proved  good  by  scores  of  men's  furnishers  in  Can- 
ada, and  will  repay  at  least  an  investigation  on  the  part 
of   every    one    who   stands    without,    undecided. 
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coming  to  apply  more  and  more  each  year  and  will  shortly. 
it  the  tendency  continues,  insure  a  much  larger  bulk  of 
business  for  men's  furnisher-. 


NEXT  FALL'S  HAT  A  PUZZLER 

TIMS  is  one  topic  at   least   that   is  keeping  the  trade 
doing  some  livelj  guessing  and  the  views  are  widely 
divergent.     A    New    York   authority   picks  on   pearl 
grej  s,  cast  ing  blue-  and  greens  into  t  he  outer  darkness  t  hat 

await-  poor  sellers.     Another  authority  works  out   an  evo- 
lution  to  a   -oft   black,  while  a   third   picks  stiff  bats  as  the 

only  alternative  between  a  third  season  p£  green  ami  an 
unlikelj  Bofl  black.  The  wearing  qualitj  of  sofl  hats 
:,;,-  not  been  tested  thoroughly,  "wearing"  in  the  sense 
of  holding  public  favor.  The  uncertaintj  adds  to  the 
ulu  ot  carU  buying  lor  Pall,  but  it  at  Least  indicates 

a  more  favorable  condition  in  the  men'-  wear  trade,  where 

will    he   clear  cut    distinctions   in    style  and   material 

between   the  wearables  ot'  one  season  and  another.     This  is 


GOOD  WORK  OF  WESTERN  DEALERS 

IN  jiast  issues  The  Review  has  urged  the  elimination 
of  exaggeration  in  advertising.  There  is  no  place  for 
it  in  sane  merchandising  of  the  present  day.  Stream- 
( is  and  advertisements  in  -care  head  type  such  as  "The 
Greatest  Sale  On  Earth,"  ••The  Most  Sensational  Sale  on 
Record,"  and  like  phrases  ought  soon  to  be  relegated  to 
the  past. 

The   following   (dipping  from   a   Regina,   Sask..   news- 
paper bears  on  this  subject: — 

Local  retailers  are  taking  steps  with  a  view  to  secur- 
ing the  prohibition  of  lurid  sale  siuns  carrying  "doomed 
to  destruction"  and  other  exaggerated  legends,  These 
have  been  put  under  a  ban  in  Vancouver  and  the  re- 
tailers' associations  in  this  city  and  in  Moose  Jaw  are 
working  towards  the  same  end. 

© 

SARTORIAL  NOTES 

LONDON    IS   SHOWING    knickers    in    carefully   creased 

front-. 

•  •         • 

SAVE  Y01    ORDERED  your     pinks     and  your  pi. . 

si  npe-  for  Fall .' 

•  •        • 

IT  IS  SAID  THAT  waterproofs  are  becoming  so  popular 

as  to  cause  a  drop  in  the  sales  of  umbrellas. 

•  •  • 

A.FTER   A  FEW  MONTHS  of  slumber,  the  London  story 

of  dark  blue  evening  clothes  has  been  revived. 

•  •  • 

THE  RISE  IN  SUEDE  GLOVES  is  eausing  many  mer- 
chants to  show  a  fabric  as  a  substitute  in  the  cheaper  lines. 

•  •         • 

WONDER"  IK  THAT  dinky  little  feather  in  the  back  of 
our  hats  will  be  confiscated  by  the  customs  man  under  the 

new  aigrette  order. 

•  •  • 

Till'.  DOUBLE  BREASTED  frock  coat  after  bavin-  its 
hoary  dignity  offended  by  the  dapper  cutaway  is  showing 

siuiis    of    a    renew  e.l    strength. 

•  •  • 

Till'.  TANGO  T1KS  shown  in  the  March  issue  o{  The 
Review  Created  a  widespread  interest  and  resulted  in 
many  inquiries      \   couple  of  new  brands  appear  in  this 
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MEN'S    WEAR    SECTION 


Dry  Goods  Review 


NO.   31 


NO.   28 


Collar  Button  Silent  Salesman      Collar  Button  Silent  Salesman 


Polished  Oval  Front,  Plate  Glass.  Finished  in 
Mahogany  and  Oak. 

Contains  1  lA  Gross  Asst.  Gold  Shell 
1%  Gross  Asst.  Pearl  Back 


NO.  32 


Plate  Glass  Horse  Shoe  Shape,    Glass    Top, 
Sides     and     Front.        Finished     in    Oak   or 
Mahogany. 
Contains  1%  Gross  Guaranteed  Gold  Shell 
1   2  Gross  Eyeleted  Pearl  Back 


NO.  30 


Cuff  Links  Silent  Salesman         Cuff  Links  Silent  Salesman 

Polished  Plate  Glass,  Oval  Front,  Oak  or  Mahogany.  Polished  Plate  Glass,  Oval  Fronts,  Oak  or  Mahogany. 

Contains  (6)  Dozen  Assorted  Patterns.  Contains  (6)  Dozen  Assorted  Patterns. 

GUARANTEED  KING  LINKS  GUARANTEED  KING  LINKS 

CONTAINS  BEST  SELLING  COLLAR  BUTTONS  AND  CUFF  LINKS  MADE 

ON  SALE  WITH  ALL  RELIABLE  CANADIAN  JOBBERS 

Products  of  The  King  Collar  Button  Company  of  New  York 
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Slimmer    Effects  Evident  in  Clothing  for  Fall 

Straight   Lines,  Narrow  Sleeves  and  Shorter  Coats   Noticeable 
Features— Greater  Tendency  Than  Ever  for  Cuffs  on  Trousers 

— Some  Fall  Models. 


SAMPLES  of  men's  clothes  I'or  Fall 
sIkiu  a  strong  tendency  towards 
straight  Lines,  narrow  sleeves  and 
a  slimmer  effect  all  through. 
Sacques,  of  course,  will  be  as  before, 
the  Leading  auil  for  business  wear  and 
these  in  addition  to  the  narrow  effects  de- 
Bcribed  above  will  be  cut  shorter  than 
heretofore.  One  of  the  leading  design- 
ers in  Canada  stated  to  The  Review  that 
the  length  of  a  staple  sacque  coat  would 
be  about  30  inches  for  a  man  5  feet  8 
inches  in  height,  where  formerly  the 
Length  would  have  been  from  31%  to  33 

inches. 

"Iii  fact,"  he  said,  "on  English 
models     the  Length     will  be     about     29 

inches;  much  shorter,  you  see."  Very 
Little  padding  will  be  used  in  the  should- 
ers to  enhance  the  narrow  effect. 

"Next  thing  to  none,"  was  the  way 
oni  manufacturer  put  it.  The  recent 
move  in  the  direction  of  eliminating  the 
artificial  projection  and  retaining  the 
natural   sloping  effed   in  the  shoulders, 

Seems    to    have    met       with    a    widespread 

support. 

Softer,  More  Pronounced  Roll. 
(Hats  have  a  very  great  tendency  to  he 
made  with  a  softer,  more  pronounced  roll 

effect    which   it   is  thought    gives   to  the 

manufactured  garment  more  of  the  ap- 
pearance than  it  otherwise  would  have. 

"While  the  increased  roll  i-  in  demand 
from  all  parts  of  the  country,  we  find 
t  hat  t  he  youn  >  men  of  the  smaller  towns 
like  the  long  roll  better  while  the  young 
men  of  t  he  larsrer  cil  ies  Like  a  higher  cut 
i  oat  which  rolls  down  Low,  over  the  top 
button  when  open;"  said  a  Large  manu- 
facturer. Others,  however,  say  there's 
little  difference  in   tow  n  and  city  t  rade. 

Both  sleeves  and  trousers  are  being 
just  a  little  narrower  and 
"straight-hanging  trousers"  is  a  term 
frequently  used  by  designee  s  wh 

Ulg    of  ne\l    fall  's   styles. 

Cuffs  on  Most  Trousers  and  Sleeves. 

Anot  her  point  in  w  hi.-h  t  here  IS  simi- 
larity between  sleeves  and  trousers  is  the 
cuffs,  for  these  w  ill  be  largelj  « orn  on 
bot  i  trousers  and  sleeves,  particularly 
e  former  and  for  this  reason 
trousers  are  being  left  open  at  the  ends 
in  or. ha-  i  1 1 1 : i \   be  finished  with 

or  without  cuffs  a^  the  purchaser  desires. 
While    the   cuffs   on    Bleeves   are   strong 
also,  manj   coats  have  the  sleeves  made 
wit  h  an  op, mi  \  iiii      Part  icularlj    - 
the  cose  on  English  stuff. 

I  '...I  h    squai  e  ami    round  col  mi  -   will    lie 


FALL  CLOTHING. 

Sacque  coats  shorter,  1  to  '■'<  nuhes. 
Patch  pockets  strongi  r. 
Straighter  Inns,  and  more  form- 
fitting. 

Cuffs    mi     must    I rausrrs    anil    inmi 
mi   s/i  eV(  8. 

Many  collars     on     vests,     roll  or 

iinlr/n  d    /"//'  I. 

in  vogue  hut  there  is  a  feeling  among 
some  that  the  average  well-dressed  man 

prefers  the  round  points.  The  usual 
number  of  buttons  on  next  Fall's 
sacques  will  be  three,  although  with  the 
Long,  heavy  roll  the  effect  is  rather  of  a 
two-button  coat  than  a  three,  as  the  roll 
covers   one   button. 

The  vests  will  he  cut  fairly  high  and 
many  will  have  collars  either  of  the  roll 
or  notched  lapel  style.  Almost  invari- 
ably they  will  he  made  with  six  buttons 
and  one  firm  at  least,  is  making  a  large 
number  of  suits  with  vests  which  are 
cut  away  at  the  bottom  so  that  they  will 
not  button,  almost  giving  one  the  im 
pression  that  the  wearer  had  "slipped  a 
co'_i"  while  dressing  and  forgotten  to 
button    his    waistcoat. 

Patch  Pockets. 

Patch  pockets  on  both  waistcoats 
sacques  may  be  regarded  as  almost 
tain  to  be  worn  for  Fall,  but  to  whai 
(\tint  it  i-  at  present  impossible  to  say, 
s.mir  designers  believe  they  will  be  verj 
-iron'.'  w  hile  others  any  they  w  ill  not  be 
w orn  to  any  appreciable  extent. 

A-  has  beei'  indicated  before  all  gar 
ments  will  be  form-fitting  to  a  greater 
or  less  degree.  The  opinion  has  been 
expressed  that  the  form-fitting  clothes 
are  required  by  the  soft  make-up  as 
otherwise  the  male  costume  would  be 
im  ••  sloppj  ' '  altoget  !er. 

'I'he  "step-Yent  "  is  another  feature 
of  new  Fall  sacque  coat-  that  i>  worthy 
of  note.  A-  this  term  will  be  familiar 
to  most  of  the  trade  it  i-  unnecessary  to 
do  more  than  point  out  that  i  lie  \  cut  in- 
stead of  coming  directlj  at  the  bottom 
of  the  seam  is  Located  about  three- 
quarters  of  an   inch  to  the  side. 

To    some    leading    clothiers    there    are 
indication-  that   the  double-breast  ed  coat 
back    a    little    more    strongly 
,  it  !■:  -  been  for  some  seas 

Two  Models  for  Fall. 

d     models     \\  hich     a'  e     e\ 

\ .     i    in-  re   follow  ing   next 

fall     max     be     hrielh     de-crihed     as     tol- 

: 
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(li  Three-button  sacque,  imitation 
cuff,  heavy  roll  which  covers  the  top 
button    when    the   coat  but- 

ton   vest    cut    high    up   with   or   without 
ar  at  d  straight  cut  trousers, 

(2)  Three-button  coat,  fairly  long 
roll;    plain    sleeve    with    neither   cuff   nor 

.  six-button  vest  and  straight 
in-  trousers. 

"All  trousers,"  said  one  authority  <>n 
this  subject,  "will  be  slightly  narrower 
than  they  have  been,  but  will  by  no 
no  mean-  be  tight,  a-  comfort  at  present 
i-  the  last  word  in  clothing  design  and 
tight  trousers  are  not  compatible  with 
comfort." 

® 


At   Westminster 

Clothes  Worn  by  Leading  Par- 
liamentarians —  Only  One 
Wearing  Double  Collar  with 
Morning  Coat 

A  LONDON   correspondent    of   Men's 
Weai-.   New    York,   writes  that   on 
one    night    during    the    debate    in 
'    ;     British      Parliament    on   the      1! 
Rule   bill.    Premier   Asquith    wore   a   cor- 
morning  coat  of  black  vicuna  (doth. 
Hi-  trousers  were  of  light  gray  won 
and  he  had  on  a  white  soft-fronted 
v  ith  stiff  cuffs,  a   wind  collar  and  black 

tie.       I  le    •joe-    oil    to    -ay  '. 

Mr.    Lewis    Barcourt,   who    i-   eonsid- 

one  of  the  be-t  dressed  men  i 
3e,  -till  favors  the  high  linen  choker 
collar  and  black  frock  eoat.  though  this 
latter  garment  was  indeed  a  very  smart 
.He.  for  it  was  cut  single-breasted,  with 
a  long  rolling  lapel,  which  was  held 
closed  on  the  waistline  with  a  link  but- 
ton. There  was  plenty  of  fullness  in  the 
skirt,  so  much  SO  that  the  material  was 
-  red  in  on  either  hip  in  two  or  three 
little    tucks.      The    skirt    .  at    in 

front  was  cut  well  away,  thus  giving  it 
a  very  smart  and  dressy  swing.  He  also 
wore  a  black  satin  Derby  tie:  in  fad. 
three-fourths  of  the  men  present  were 
favoring    black    ties,    either    wide-end    or 

of  t  ic  Derbj  shape. 

Mr.  Bonar  Law.  the  leader  of  the  op- 
position, was  about  the  only  man  pres- 
ent wearing  a  double  collar  with  his 
morning  coat,  and  the  effect  was  not 
good.  T  notice  Lloyd  George  has  dis- 
carded the  frock  for  the  morning  coat. 

Ken-  Bardie,  the  labor  and  Socialistic 

leader,    may    be    noted    wearing    a    irray 

worsted  double-breasted  suit.  'I'he  waist- 

•    w  ■>-   also  cut   double-breasted,  ami 

I  Continued   on   page   76.) 
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ART  CLOTHES 


CS7^7K   EROS     B- 


/flLLEN    LIMITED 


An  Absolute  Guarantee 
Against  Last  Year's  Styles 


It  is  a  pleasure  to  know  when  you  receive  a 
shipment  of  "Art  Clothes"  that  every  garment 
is  of  this  year's  manufacture. 

Our  system  of  not  making  up  clothes  until 
ordered,  eliminates  any  chance  of  you  getting 
last  year's  styles. 

Newest  fabrics  and  smartest  styles  are  only  two 
of  the  many  points  in  which  "Art  Clothes"  are 
superior  to  other  brands. 

We  feature  overcoats,  suits,  and  evening  clothes 
of  the  most  exclusive  models  for  both  young 
and  older  men. 

An  exclusive,  but  not  a  large  stock  of  Art 
Clothes  when  backed  by  our  made-to-measure 
department  enables  you  to  do  a  big  business  on 
a  *mall  investment. 

Write,  wire  or  phone  for  our  representative 
to  call  with  the  new  Fall  models  and  fabrics. 
He  will  explain  our  interesting  advertising 
proposition. 

Cook:  Bros,  fc  Allei\[ 

Wholesale  Tailors 

TORONTO. 

(The  Art  Tailoring  Co.,  Toronto) 


= 
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M  525 


M  1(>4 


Monarch-Knit 
Shaker  and  Jumbo- 
Stitch  Sweater  Coats 

44  The  accompanying  cuts  give  a  fair  representation  of  the  "MONARCH-KNIT" 
nmiM'  <>f  .Iiii  * •  1  Shakers  for  l'.M  I. 

Our  extensive  range  gives  you  every   opportunity  to  choose  your  trade.     The 
enormous  production  of  our  four  factories  insures  you  prompt  delivery. 
"MONARCE  KNIT"   is  the  standard   for  style,  quality   and   workmanship. 
Keep  your  stock  well  sorted  with  "MONARCH-KNIT*  lines.     Make  ready  ^ 
sales  and  sure  profits. 


The  Monarch  Knitting  Co 


Limited 


Head  Office, 


DUNNVILLE,  ONT. 


DUNNVILLE 


Factories  at 
ST.  CATHARINES  ST.  THOMAS  BUFFALO 
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W  vi 


M  160 


M  200 


M  526 


Monarch-Knit 
Shaker  and  Jumbo- 
Stitch  Sweater  Coats 


(4  Our  modern  and  sanitary  factories  produce  knitted  goods  of  highest  standard. 
Years  of  experience  and  volume  of  production  enable  us  to  manufacture  the 
best  value  in  knitted  goods  at  the  least  possible  cost.  You  are  sure  of  the 
highest  quality  and  workmanship  when  you  buy  "Monarch-Knit." 


V 


The  Monarch  Knitting  Co. 

Limited 


Head  Office, 


DUNNVILLE,  ONT. 


Factories  at 
DUNNVILLE  ST.  CATHARINES  ST.  THOMAS  BUFFALO 


Styles  in  Clothes  as   Fixed  by  Custom  Tailors 

Regret  Thai  Double-Breasted  Frock  is  Weak — International  Con- 
vention Agrees  on  Sack  Coats,  Morning  Coats,  Tuxedos,  Norfolk.-. 
Flannels  and  Other  Types — Detailed  Descriptions. 


AT  i  he  annual  eonvenl  ion  of  i  he  In- 
ternational Custom  Cutters  oi 
America,  held  at  Washington,  the 

double-breasted  frock  coal  was  almost 
doomed.  Ii  was  condemned  lirst  bui 
later  the  official  reporl  granted  a  atay 
of  execution,  and  an  attempt  will  be 
made   to   revive   its   use. 

T  ie  official  report  deals  with  the  vari- 
ous elasses  of  garments  in  considerable 
detail,  and  reads  as  follows: 

"We  assume  lirst  that  every  man  in 
the  tailoring  business  knows  what  ma- 
terials are  lit  to  go  into  the  garments 
lor   their  specific   use.      The  sack  coat    in 

America  especially  is  principal^  used 
tor  business  purposes.  The  general  ef- 
fect of  I  he  sack  coat  tends  to  gel  away 
from  the  small  back  and  extremely 
skimpy  shoulders,  hut  the  tight  waisl 
and  the  narrow  coat  still  maintains. 
(specially  calling  tor  a  little  broadening 
oi'  the  sleeves  and  slightly  increased 
width  of  the  shoulders.  We  also  find 
that  tli'  length  id'  the  sack  coat  will  he 
slightly    increased.  The    vent    in    the 

coal  is  optional  with  the  maker,  but  we 
recommend  the  vent  as  a  small  accessorv 
tot  he  appearance  id'  the  garment.  It  is 
absolutely  necessary  thai  all  garments 
should  he  made  -oft  and  devoid  of 
wadding  as   far  as  is  practicable. 

"A-  to  the  shape  of  the  fronl  t his  is 
also  optional  with  the  maker,  and  due 
deration  should  he  given  to  i  he  at- 
t  itude  oit  he  wearer.  For  the  verj  ereel 
man  a  coal  much  cut  away  from  the 
I  ronl  \\e  i  link  not  appropriate,  hut  this 
effect    should   not    he  given   to  the  man 

who  decs  not  stand  erect.  We  recom- 
mend  for  this  type  a  three  button  coat. 
moderately    cut    away    at    the    front    ami 

very  close  to  the  waisl  line,  thus  helping 
to  avoid  I'le  appearance  of  a  stoopin 
titude.     The  number  of  buttons  on   the 
i  ronl     as  no  conned  ion  whatever. 

Double-breasted  Frock  Dignified. 

"We    wish      to      emphasize      that    the 

double-breasted      frock      coal    is   by   no 

mean        relegated      in   I   e   background. 

\\  lile  i  lie  i  hree  button  cutaw  aj  jus!  at 

this    time    is    (he    mosl     popular 

the  frock  coat  is  worn  by  the  highest 

licial-    of    our       nation.       and    this 

dignitj    of  this  garment. 
The  three-button  cutaway  frock  or  morn- 
should   he  braided.      ^ 

mend  a  narrow  binding  or  narrow  braid. 

I  Mienl      like     I  lie      i&{  \,     .  oat      must 
be    in. ob'    -oft       I  he     fronts    (,,    el,,-,-     with 

or  t  wo  button        l    •     -  <  istline  but 
lid    be    placed    hi'_rh    enough    to 


ilaj  i in-  button  of  tin-  waistcoat .  The 
general  contour  of  this  coal  should  be 
very  (dose  but  t he  garment  must  be 
ample  enough  and  have  ease  at  the 
points  required  for  comfort.  We  recom- 
mend a  high  waistline  and  the  waistline 
ii  ii -i  go  straight  around,  having  very 
little,  if  any,  dip  in  the  front.  This 
gives  the  coat  the  appearance  of  lei 
id'  skirt  and  shortness  of  waist, 
prime  object  of  the  design.  The  sleeve 
of  the  garment  is  necessarily  close.  In 
order  not  to  confuse  the  length  of  the 
waist  we  suggesl  the  following:  For  a 
man  live  feet  eight  inches  tall,  a  waist 
length     not     to    exceed     seventeen     inches 

and   full  length  thirty-seven  inches. 

The  Dress  Coat. 
"The  general  outline  of  the  dress 
eoat  should,  in  a  measure,  correspond 
with  the  morning  coat,  maintaining  a 
short  waist,  small  and  narrow  skirt:  a 
front  with  heavy  lapel  and  heavy  col- 
lar as  is  now  made  by  some  of  our  very 
hi«li-class  makers.  This  eoat  should 
also  open  well  at  the  waist,  ami  cling 
closelj  to  the  waistline  in  the  front. 
thus  exposing  the  waistcoat,  and  the 
linen  which, 'by  the  way,  is  the  smart  part 
of  a  gentleman's  attire,  and  to  which 
special  attention  should  be  directed.  We 
also  recommend  a  very  narrow  binding 
['or   tin-   coat. 

Light-weight  Dinner  Coat. 

'•  ( Jwing  to  tiie  fact  thai  so  many  peo- 
ple are  dancing  and  whirling,  we  think 
a  dinner  coat  ha-  greater  reason  to  ex- 
ist and  will  be  more  m  demand  than 
heretofore.        It     should     he     of     a     light- 

i  it  open  fabric,  with  very  (dose  Inn  -. 
yet  comfortable,  with  lot-  of  ease  for 
action,  the  general  outline  corresponding 
i..  that  of  the  sack  coat  first  detailed  in 
this  report,  the  front  to  close  just  at 
waistline  with  a  loop,  ami  a  steady 
pull,  well  cut  awaj    with  a  close-fitting 

and    a-    this    coat    should    always    be 

closed,  ii  should  have  side  pocket s 

vi ell  placed  and  comfortable,  on  a  cres- 

cenl   line  according  to  the  attitude  for 

the    wearer*-    hands.      The    side    pockets 

of  the  trousers  should  be  eliminated  en- 
tirely.      We    al-o     recommend     for    this 
garment   a   velvet   collar.     A   verj    wide, 
r  shaped  waistcoal  i-  also  a  part 
of  this  suit.     The  wearing  of  soft  linen 
makes  this  practicable  and  possible. 
"Because   of   the   oraze    for  dancing, 
i  tendency  to  have  dress  clothes 
we   ■    t,  ng  as 

a-  eight-ounce  goods.       Grosgrain 
7fl 


-ilks  are  being  used  tor  lacing.-.  Bine 
buttons  have  departed,  and  in  their  -  I 
are  the  very  fine  si!k-sovered  buttons. 
Waistcoats,  of  course,  are  in  white, 
mostly  neat  effects  in  silks.  Tro 
have  braid  on  the  side  to  meet  the  fancy 
of  the  w  carer. 

Tuxedos  in  Grey. 
"This    Spring    Tuxedos    will    be    in 
grey,  and   while  many  of   I  -  will 

b<    double-breasted,  single-brew 
will   have   their   favorite-,   and   will   but- 
ton   once   and    be    fairly    well    cut    away. 
Waistcoats  of  the      same  r   in 

black  and  white  silk  tones,  have  a  peak- 
ed   collar.      The   trousers   are    like 
goods. 

Norfolks  for  Sports. 

•■  As  the  result  of  the  love  of  A' 
ran-    for    outdoor    sports,    the    merchant 
tailor    has    found    a    new    field    for    his 
van  -.      The   \  arid  v   i  in   outing 

garments  is  so  numerous  thai  it  is  dif- 
ficult  to  call  attention  to  any  particular 
n.  but  it  can  be  -tated  that  the 
oik  effects  will  prevail,  with  the 
belt  all  the  way  around,  or  just  ;• 
the  back.     Knickerbockers  are  again  in 

in-    made    w  ith    exte:  - 
of  the  same  goods,  with  live  bnttoi  - 
with  a  strap  and  buck     . 
being  the  smartest   and  mostly  in 
England. 

Flannels  With  Green  Stripe. 
••For  Summer,  however,  liirht  flan- 
nels will  be  very  smart.  Green  coats 
with  white  flannels  having  a  green 
stripe,  and  browns  in  the  same  combina- 
tion, are  two  of  the  very   latest   i> 

—  •:::• 

AT   WESTMINSTER. 
(Continued  from  page  72.) 

-    -      rl    and    collar    w<  re  -  white 

taffeta.    He  wore  a  long  tie,  knotted  how 
on,  the  coloi  -  b  blue  ground 

ami  green  cheek. 

Mr.    MrKenna.     our  larv. 

favors  the  Gladstone  collar,  and  was 
al-o  wearing  a  frock  coat,  with  gray 
trousers  and  biscuit-colored  spats.  It 
will  be  seen  from  my  remarks  that  frock 
,,.u-  are  still   favored  bj  I   our 

a  tors,  and  no  doubt   King  I 
influence  is  responsibh 

•  he    Hon-,     o-     (  ommonS    there    are 
one   or   two.     namely,  the    I ■'• 
ambassador,   M.   Paul  Cambon,  ami   the 
m     .   ii-   d(    Soveral,  who  stir. 

s,  in  th»    sel  of  men 

n     1    would   term   well   dressed. 
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Would  you  overcome  catalogue  and  mail 

order  competition? 


Business  Boosters  Limited,  Ottawa, 

WILL  SHOW  YOU  HOW 


These  firms  represent  a  few  of 
those  who  have  used  our  plans 
— Note  the  results: 

John  T.  Conway  took  in 
$3,788.83  in  one  day.  E.  Bou- 
cher increased  his  sales  56' o  in 
first  two  months.  Humphries  & 
Co.  did  double  last  year's  busi- 
ness. H.  R.  Pollock  increased 
his  business  81%  during  slow 
time  of  slow  year.  N.  A. 
Arnold  increased  cash  sales 
75' >  for  the  year.  $3,400.00 
cash  deposited  with  Bailey  and 
Reynolds. 


WOULD  YOU  like  to  raise  extra  cash  quickly;  to  he  guaran- 
teed a  20%  increase  in  your  year's  business,  no  matter  how  dull 
the  times;  to  overcome  mail  order  house  competition;  to  work 
off  slow  sellers  at  regular  prices;  to  collect  bad  debts  and  turn 
ordinary  credit  sales  into  cash  sales? 

When  von  have  given  these  questions  vour  consideration  write 
to  us  and  find  out  about  OUR  BUSINESS-GETTING  PLANS 
that  are  working  out  so  effectively  for  scores  of  merchant.-: 
among  whom  are  those  noted  here. 

We  will  turn  mail  orders  your  way  and  upset  club  plans  that 
now  rob  you  of  your  legitimate  business.  Write  to-day;  it 
costs  nothing  to  get  full  particulars. 


Business  Boosters  Limited,  Ottawa 


Lion  Brand— and 
what  it  stands  for 

The  very  best  wear-resisting  materials  combined 
with  the  latest,  snappy  styles  will  mean  general 
satisfaction  for  the  boy  and  his  parents.  These 
features  are  embodied  in  the  nifty,  correctly- 
finished  line  of  Lion  Brand  Boys'  clothing. 

Work  up  a  good  profitable  boys'  clothing  depart- 
ment by  handling  the  boys'  favorite — Lion  Brand 
Clothes. 

Write  for  catalogue  to-day. 

The  Jackson  Mfg.  Company 

CLINTON,   ONT. 

Factories  at: — Clinton,     Goderich,     Exeter,     Zurich 


THE  HALL-MARK  OF 


Registered  No.  262,005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  th«- 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essential^ 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


77 


Dry  Gooda  Review 


MEN'S    WEAR    SECTION 


The  Spring  Promenade 

(  teneral  Tendency  Towards  Narrower  Shoulders 
and  Form-Fitting  Garments  With  Wide  Lapel 
and  Long  Roll  —  Balmacaan  and  Gabardin<  - 
Shown-  -Young  Men's  High  School  Suit — Boys' 
Russian,  Highland  and  Man-of-War. 


What      was     earned     "The     Spring 

Pr< - 1 1 ; i  c  1 « -      was  held  by  the  T.   Eaton 

Co.  the  lasi  week  in  March  in  theu 
men's  clothing  department  on  the 
ground  floor,  as  an  introduction  to  their 
Spring  -l  vies.  Many  very  natty  outfits 
were  in  evidence  and  most  of  the  new 
Spring  styles  wore  well  displayed. 

One  of  the  wider  side  aisles  of  the  de- 
partment was  se1  apart  for  the  occasion 
and  here  round  about  and  in  and  oul 
among  the  tables  and  stands  promenaded 
a  number  of  living  models,  displaying 
the  latest  styles  in  men's  and  children's 
suits   and    overcoats. 

Practically  all  the  sacque  suits  showed 
the  prevailing  tendency  towards  narrow 

shoulders  and  form-fitting  effects  with 
wide  lapels  and  long  rolls.  Many  coats 
were  made  with  two  buttons  and  some 
with  only  one.  One  example  of  the  lat- 
ter style  was  an  attractive  suit  of  brown 
with  the  usual  features  described  above 
i"  addition  to  the  long  roll  which  was 
doubtless  accentuated  on  account  of  the 
one  button. 

Another  model  was  in  a  shepherd's 
Check  and  different  from  most  m  that 
l(  was  a  Ion-  fairly  loose  three-button 
sack,  the  buttons  being  black  with  a 
«  bite  edging   to  match   the  coat. 

Among  the  young  men's  suits  sperial 
mention      must   be      made   of      the    High 

School  suit.  The  model  seen  was  of  a 
'i-'1'  grey  cloth,  the  coat  pleated  .it  the 
back  to  .jive  a  sort  of  Norfolk  effed 
which  was  varied,  however,  by  a  yoke 
;"  'he  shoulders.  Patch  pockets,  wide 
lapels  half  bell  and  a  venl  in  the  back  at 
the  centre  were  further  features  of  the 
-"""•nt.  It  was  em  to  follow  ih,  lines 
of  the  figure  quite  closely. 

The  morning  coal  was  also  shown. 
This  coal  as  i-  well  known  has  quite 
supplanted  the  frock  coat  for  dress 
streel  wear  and  other  occasions  where 
the  frock  formerly  held  Bway.  There  are 
some  clothiers,  however,  m  the  city .  n  oo 
expn  pinion  that  the  frock  shows 

some  -ejus  of  regaining  a  little  of  its 
foi  i  lie. 

1  I  Vests  lor  the  most  part  were  cut 
fail  !  igh  With  -i\  buttons  and  follow- 
ed  I        i       models  ral  her  closely. 


Balmacaans,  Chesterfields,  Guards. 

In  overcoats,  of  course,  the  Balcacaan 
was  well  to  the  fore.  This  coat  is  too 
.ill  known  to  require  any  description. 
The  Guard's  coat  was  also  shown  with 
patch  pockets,  fancy  cutis,  and  belted 
back,  the  bell  being  in  two  pieces.  Ches- 
terfields too  were  on  parade. 

In   raincoats  the  gabardines  musl    not 
be  passed  over.    These  were  very  Lo< 
flowing  garments,  silk  lined  to  the  waist, 
with  Prussian  military  collar,  buttoning 
close  up  around  the  neck. 

Russian  in  Gun  Clubs. 

The    children's    suits    showed    a    very 

ureal  variety  and  excited  considerable 
interest.  For  boys  2V£  to  7  years  the 
Russian  style  in  gun  club  checks  was 
prominent.  These  were  trimmed  with 
red  or  green  collars  and  cuffs,  had  a  V 
front  and  bloomer  trousers.  The  "man- 
of  war"  suits  were  of  regulation  style, 
with  long  trousers  having  bell-mouthed 
bottoms 

Xot  to  be  forgetful  of  the  ••(  larb  of 
old  Gaul,"  boys'  highland  suits  in 
Argyle,  Black  Watch.  Gordon  and  Royal 

Stewart  tartans  were  shown  complete 
with  sporran  and  all.  Anion.;  the  novel- 
ties were  flannel  suits  with  a  stripe  down 
the  side  of  the  pants,  which  were  straight 
cut  and  not  bloomer.  Middy  coat  and 
detachable  trimmings  of  red  completed 
a  verj   attractive  little  outfit. 

The   bigger   boys    wen'   not    neglected 
either  and   fancy  Norfolk-  lure  sei 
to  be  leaders  as  well  as  double-breasted 

Stj  les.      The   o\  eii  oat-    for    t  he   boj  -    Were 
i    and    of   the    reefe--    t  J  pe. 

Children's  and  Boys'  Hats. 

For  children  and  boys  up  to  five  or  sis 
years  of  age  a  urea:  many  mushroom 
i bis  are  being  shown  in  wash  foods 

with  a  suede  effect.  These  are  -o  made 
that  thej  can  be  turned  up  at  the  front 
and  otherwise  manipulated.  Porous 
wash  hat-  of  tiie  same  style  are 
also  on  display  as  well  a-  man\  other 
styles  such  as  the  Jack   Tar  oi    corded 

-ilk.  linen  turbans  with  eiderdown  effect 
and  al-o  some  \el\et   hats   for  hoys   from 

-i\  to  seven  years.     Ratines,  corduroys, 

etc..    are    -nine    other    materials    that    will 

be   osed. 
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GLOVES  FOR  X-RAY   WORK. 

Protecting  gloves  generally  in  use  Co* 

X-ray  work  are  ordinary  gloves  having 
applied  on  the  back  a  layer  of  rubber 
that  contains  had.  as  lead  is  known  to 
-top  the     rays.       Hut  what 

stiff  and  lacks  suppleness,  and  besides, 
it  i-  only  the  back  of  the  hand  that  is 
protected.  A  French  inventor  makes  use 
of  a  fabric  which  is  much  more  flexible, 
and  it  protects  the  whole  hand  from  in- 
jury by  the  rays.  The  new  fabric  is 
woven  from  silk,  which  is  heavily 
d"  with  a  lead  composition,  so 
thai  it  contains  three  times  its  weight  of 
lead.  This  tissue  has  the  advanta. 
being  much  more  elastic,  and 
very  good  screen  for  the  X-ra 


ANOTHER  81,000,000  H.  B.  STORE 

Work  ha-  commenced  on  the  Hudson's 
Hay  Company's  store  in  Victoria.  B.C. 
The  cosl  price  is  expected  to  approach 
one  million   dollars. 

The     contract      pro-  a   four- 

story  block,  with  a  mezzanine  floor,  on 
Don-las  street,  occupying  the  entire 
space  between  Fis'jard  ami  Herald 
street-.  The  exact  measurements  of  the 
base  of  the  building  are  240  feet  front- 
age mi  Doimlas  street  and  l'JO  feet  on 
both  Fisgard  and  Herald  streets.  Terra 
cotta  and  reinforced  concrete  are  the 
basic  (dements  in  the  structure,  although 
steel  will  also  be  used  liberallv. 


® 


525  FEET  OF  FRONTAGE. 

Harrj  Gordon  Selfridare  has  bought 
stock  and  site  of  the  Lloyd  Company, 
a  big  draperj  firm  adjoining  his  present 
store  in  London,  called  the  "American." 
and  will  remodel  it.  making  the  whole 
one  store,  which  will  be  one  of  the 
largest  "island"  sites  in  the  world  oc- 
cupied by  a  single  tirm.  Self  ridge's  will 
then  have  525  feet  of  frontage  on  n\- 
ford   Street.     The  pri.  :   to  have 

been  between  $1,125,000  ami  $1300,000. 


WINDOW  GOODS  NOT  BARRED. 

••I  should  like  to  have  that,  but  I 
don't  sup  j  would  Bell  it  o  i 
the  window,"  remarked  the  admin 
a  gown  which  was  on  display  in  the  win- 
dow of  a  eitj  store.  Common  inquiries, 
such  as  this,  are  anticipated  by  one  mer- 
chant who  has  put  a  card  in  his  window, 
which  reads:  "Any  article  will  he  re- 
Mil    from   the   window,   tor  Bale  or  in- 
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It's  the  cloth  in  your  overalls  that  gives  the  wear 

Qtifels  Indigo 
&    Cloth 

Standard  for  over  75  Years 

For  Overalls,  Uniforms, 
Shirts  and  Coats 


I  always 
look  for 
this  trade 
mark  on 
the  back 


as  my  guarantee  against  all  imitations  of  the  Indigo 
Cloth  that  has  held  the  confidence  of  garment  makers 
and  wearers  for  over  75  years  — on  its  unapproach- 
able merit. 

Nothing  can  equal  Stifel  Indigo  Cloth  for  service 
and  satisfaction. 

Insist  upon  Stifel's  Indigo  Cloth— the  world's  standard. 
CLOTH    MANUFACTURED    BY 

J.  L.  STIFEL  &  SONS 

INDIGO  DYERS  and  PRINTERS 


NEW  YORK 
260-262  Church  St. 

TORONTO 
14  Manchester  Bldg. 

MONTREAL 

100  Anderson  St. 

BALTIMORE 
114  W.  Fayette  St. 


SALES  OFFICES 

ST.  LOUIS 

426  Victoria  Bldg. 

PHILADELPHIA 

839  Market  St. 

BOSTON 

68  Chauncy  St. 

CHICAGO 

223  W.  Jackson  Blvd. 

SAN  FRANCISCO 

Postal  Telegraph  Bldg. 


ST.  JOSEPH 
201  Saxton  Bank  Bldg 

KANSAS  CITY 
205  De  Craw  Bldg. 

ST.  PAUL 
242  Endicott  Bldg. 

WINNIPEG 
400-02  Hammond  Bid* 


Imperial 
Pure  fPool 
Underwear 

Will  satisfy  any  man 

We  have  featured  and  specialized 
on  men's  pure  wool  underwear 
since  1880.  We  have  centralized 
our  efforts  on  underwear  and 
have  the  pleasure  of  knowing  that 
our  efforts  have  been  crowned 
with  success. 

Imperial  Pure  Wool 
Men's  Underwear 
gives  complete  satis- 
faction to  the  wear- 
er— the  kind  of  sat- 
isfaction that  makes 
them  Imperial  wear- 
ers for  life.  For  the  (*= 
merchant,  it  gives  a  \ 
splendid  customer- 
winning,  trade- 
holding,  profit-pro- 
ducing proposition 
— a  p  r  o  p  o  s  ition 
worth  while. 

We  specialize  on 
Men's  Natural 
Wool,  Men's  Elas- 
tic Knit,  Men's 
High  -  Grade  Im- 
perial,  Men's 
Double-Thread  Bal- 
briggan. 

Samples  for  Summer  and  Fall  on 
request    from    your    wholesaler. 

Kingston  Hosiery  Co 

Established  1880 
KINGSTON,     ONTARIO 


Designed   for  The   Review  by   Paul   O'Neal. 


Helps   for   Gingering   Up   Trade   in    May 

Dress  May-Day  Window  With  May-Pole  as  a  Centrepiece — Flags 
and  Bunting  for  Victoria  Day — Some  Seasonable  Suggestions  for 
Clothing  Window  Cards. 


A 


FTEB  all,  the 
business  life 
of  a  merchant 
is  something  of  a 
gamble.  He  has  no 
way  of  determining 
what  kind  of  weath- 
er the  season  will 
bring  or  how  it  may 
affect  his  trade.  If 
he  buys  heavily  in 
lighl    Spring    lines, 

two    Or    three    weeks 

of  lingering  Winter 

will  skim  off  all   the 
cream.      1 1  he  makes 

extensive   purchases 
of     heavy      Winter 

goods,    an    open    -■  a 

son     maj     paralyze 
his  best     efforts  to 
dispose  <d'  the  stock  t<>  profitable  advant- 
age. 
The  present    Indications  are  thai   the 

Spring   "I    1914   is  in  DO  particular  hurry 

in  push  itself  "ii  to  a  Winter  suffering 

public,  and  the  month  Of  Ma\  may  timl 
many  lines  in  stuck  that  a  bright  and 
-uiiny    April   would   have   helped   to  char 

away.     So  it   will  be  necessary  t<>  do  a 


Written 
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by 

Paul 

O'Neal. 


little  extra  pushing  to  get  the  Spring 
lines  nut. 

May-Pole  as  a  Centrepiece. 

Why  nut  boost  May-day  in  your  ad- 
vertising.' True,  it  is  not  so  big  a  day 
in  this  country  as  in  England,  but  it  will 
serve  yon  something  to  talk  about  in 
your  advertising  by  way  of  a  change. 
It  will  be  a  theme  to  open  your  ad.  with, 
and  you  can  turn  off  on  to  the  descrip- 
tion of  the  Lines  you  are  advertising. 
Why  not  dress  a  May-day  window  .' 
Make  a  tie,  glove  and  shirt  window.  Ar- 
range a  May-pole  Cor  a  centre-piece. 
substituting  various  lines  of  ties  for  the 

DSual  ribbons.  (In  a  card  announce  thai 
the  lines  are  lit    for  the  "King  of  May," 

paraphrasing  the  "Queen  of  May"  to 
"The  King  <d'  May."  For  a  suit-win- 
dow yon  could  arrange  a  May-pole  with 
ribbons  extending  to  the  suits,  and  on 

each  ribbon  pin  a  price  ticket  with  the 
price  of  the  suit  to  whieh  it  extends. 
This  hitler  is  an  old  idea  but  has  not 
been  worked  out  with  a  May-pole.  On 
the  pole  you  can  place  a  small  card  with 
Something  of  tin-  nature  on  it:  "Are 
You  Readj  tor  May7"  "Your  Max 
daj    Suit,"    "Don't    let    May-day    Catch 

so 


You  Withoul  Your  New  Suit."  or  simi- 
lar wording.  You  can  also  adapt  this 
idea  to  your  various  lines  of  furnishings. 

Victoria  Day. 

Another  feature  day  tor  May  is  the 
24th,  now  known  as  Victoria  Day. 
It  will  take  a  tew  generations  to  wipe 
out  the  memory  of  this  holiday  and  its 
associations  with  the  beloved  Queen  Vic- 
toria's birthday.  It  is  the  first  holiday 
id'  the  year  that  can  be  looked  t.' 
outdoor  pleasures.  It  is  a  day  you  can 
boom  lustily  as  an  advertising  feature. 
By  all  means  decorate.  Decorate  with 
flags  and  bunting  and  gay  and  festive 
appearing  material.-  A  pretty  window 
can  be  made  with  a  picture  o\'  Queen 
Victoria  as  ;i  back  centre  ami  a  small 
card    neatly    lettered    with    pen    or    small 

brush.  "Memory  ot'  Her   Never   1' 

From  tins  picture  as  a  centre,  drape 
llaus  on  each  side  covering  the  entire 
back  of  the  window.  If  yon  work  in 
festoons  of  flowers  a  verj  effective  win- 
dow   w  ill   be   the   result 

Male  your  newspaper  ads.  ring  with 

24th    of   May    needs    m    gloves,    '   68,    hats. 

shirts,  collars,  suits,  overcoats,  raincoats, 

and    <\r>\     other    line    or    side    line    von 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


A  Victoria  Day  window,  trimmed  by  B.  Wright  for  Eutledge  &  Jackson,  Fort  William. 


may  tarry.  Call  attention  to  the  needs 
of  new  tilings  for  the  going-away-trips, 
motor  trips,  and  other  ontings  on  that 
date. 

There  should  be  no  necessity  for  cut- 
ting prices  or  running  special  sales  be- 
fore the  24th.  The  weather  and  season 
up  to  that  date  should  make  trade  brisk 
if  you  attended  to  your  advertising  and 
various  displays.  Should  a  trade  lull 
come  after  the  24th  then  price  reducing 
may  be  a   consideration. 

Treatment  of  Cards. 

The  cards  shown  for  May  are  wide  in 
variety  and  should  open  up  a  field  of 
ideas  that  will  help  you  in  making  others 
that  are  equally  as  attractive  or  you 
may  adapt  these  to  your  needs. 

The  $18  card  is  particularly  effective 
and  easily  made.  The  picture  is  cut 
from  a  fashion  plate  and  pasted  on  to  a 
card.  The  background  is  part  of  the 
plate.  In  fact  the  piece  cut  is  the  size 
of  the  panel  and  the  edges  are  lined 
over  with  a  grey  tint  to  hide  where  it  is 
attached  to  the  card.  Any  up-to-date 
figure  will  serve  in  this  style  of  card. 
The  lettering  is  done  in  a  panel  to  match 
the  panel  effect  of  the  picture.  The  color 
may  be  black  and  shaded  in  grey  which 
will  be  in  keeping  with  the  color  of  the 
picture  of  the  plate. 

Using  Black,  Red  and  Green. 

The  $35  and  $20  card  is  similar  in 
construction  to  the  one  mentioned  above. 
The  two  figures  are  cut  from  a  plate  and 
pasted  on  to  the  card.  The  bill-board 
effect  makes  a  suitable  background.  Two 
different  styles  of  suits  are  chosen  here. 
The  absence  of  detail  in  the  background 
of  the  large  figure  makes  it  stand  out 
prominently.  The  color  of  the  bill- 
board may  be  cream  and  the  lettering 
in  red  and  black  and  figures  in  red.    The 


$20  may  be  in  black.     The  ground  should 
be   in  pale  green   and  the  little  distant 
scene  in  pale  natural  colors. 

The  card  with  the  turned  corner  may 
lie  adapted  to  any  line  of  goods.  It  is  an 
air-brush  design,  with  the  sprig  put  in 
by  hand.  The  lettering  is  in  black  and 
the  sprig  in  green,  and  the  oranmenta- 
tion  is  also  in  green.  The  shading  of  the 
air-brush  is  in  black. 

The  "New  Designs"  card  is  another 
air-brush  design  of  very  simple  charac- 
ter. Tlie  panel  is  cut  from  a  piece  of 
paper  and     the   mat     laid  on     and  air- 


brushed  around  the  inside  of  it.  The  let- 
tering may  be  in  red,  black  or  brown, 
the  shading  in  some  subdued  color  to 
harmonize  with  the  general  coloring  of 
the  card. 

The  24th  of  May  card  is  a  suggestion 
for  Victoria  Day.  The  flag,  of  course, 
will  be  in  natural  colors  of  red,  white 
and  blue.  The  lettering  may  be  in  black 
which  will  be  a  contrast  from  the  bright 
coloring  of  the  flag. 

With  a  little  thought  these  suggestions 
should  be  adaptable  to  your  business  and 
give  some  help  for  your  May  business. 


Stiff  Hat  a  Winner  Next  Fall? 

Cannot  See  Anything  Else  in  Sight  as  Green 
Softs  Have  Had  Two  Seasons — Other  Shades 
Killed  by  Cheaper  Lines — Exclusive  Men's 
Furnisher's  View. 


Written  for  The   Review 
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HAT  is  selling  best  with  us 
this  Spring  in  soft  hats? 
"Why  there's  nothing  to  it 
but  greens.  Some  days  we  don't  sell  any- 
thing else.  And  next  to  greens'?  Oh,  a 
little  of  everything;  blues,  browns, 
pearls — and  blues  are  not  a  whit  better 
than  the  rest.  I  know  some  stores  find 
blues  in  the  lead,  but  not  with  our  class 
of  trade.  The  trouble,  to  my  mind,  with 
blues  has  been  that  they  were  brought 
out  in  cheap  as  well  as  more  expensive 
lines  and  you  can't  mix  the  two.  One 
kills  the  other.  Same  way  with  panamas. 
We  used  to  sell  $10,  12  and  $15  hats. 
This  year  we  will  sell  only  an  occasional 
one  of  them  and  there  won't  be  many 
Panamas  sold  outside  of  the  cheap  lines. 
81 


Last  year's  imitations  killed  the  better 
class  of  panamas. 

"Surprised  at  the  run  on  greens  after 
last  Fall  popularity?  Ordinarily  I 
would  be  at  the  repetition  of  one  par- 
ticular line  for  two  succeeding  seasons. 
But  what  else  was  there?  The  manu- 
facturers were  not  sure  of  greens  last 
Fall  and  so  they  were  not  made  up  in 
the  cheaper  grades.  The  result  is  the 
green  hats  have  kept  their  color  and  look 
dressy  all  the  time. 

"Now  for  Fall!  It  is  almost  impos- 
sible to  keep  their  hold  three  seasons 
hand  running.  But  again,  what  else  is 
there?  Black  stiff  hats.  Nothing  else.  I 
am  banking  on  the  greater  strength  of 
these  for  Fall. 


Taper  and    Bell-Shaped    Hats   Selling 

Both  Are  Novelty  Lines  in  Higher  Grades — Much  Doubt  as  to 
<  lolor  Situation  for  the  Fall — Stiff  Hats  ( lontinue  Along  Lines 


Higher  Crown. 


WHILE  hat  manufacturers  are 
rather  chary  yet  about  saying 
what  novelties  wil  be  introduced 
for  Fall  they  pretty  well  agree  that 
u'l.-it  is  good  for  late  Spring  wear  will 
also   be   g 1    for  early   Fall. 

The  general  tendency  in  stiff  hats  is 
low  arils  high  crowns  and  narrow  brims 
witb  a  medium  roll.  In  fact  this  ten- 
dency is  so  strong  that  some  dealers  find 
difficulty  in  getting  rid  of  their  stocks 
of  lower  crowned  and  wider  brimmed 
goods.  The  same,  indeed,  may  be  said 
ofl  i'ats  as  well,  especially  with  re- 
gard to  t  lie  higher  crow  as.  In  t  he  si  iff 
hats  some  of  the  crowns  are  becoming 
so  high  that  a  slight  taper  is  necessary 
and  this  of  course  again  necessitates  a 
more  pronounced  roll  and  a  narrower 
brim. 

On  the  oilier  hand  some  stiff  hats  are 
HOW  being  shown  which  have  a  bell  top. 
These  are  uncommon  and  extreme  and  it 
is  hard  to  say  yet  whether  they  will  take 
a  good  bold  or  not.  For  the  Summer 
they  appear  a  little  too  heavy  to  be  very 
popular  even  with  those  men  that  like 
something  very  distinctive,  but  tor  Fall 
one  manufacturer  was  heard  to  say  that 
he  believed  the  design  would  be  quite 
a  likely  candidate  for  favor.    One  thing: 


HAT  MODELS  FOR  PALL. 

In   upper  note  the  dish  brim,  Wad. 
and  crown,   which   can   In-  manipulated   to 
give    fedora,    diamond    or    dented    crown 
effect. 

Lower  has  light  dish  brim  en  which  the 
flange  is  wider  at  the  side  than  at  the 
back  and  front.  Note  tapering  crown  and 
taffeta  silk  hand.  Both  views  arc  from 
the  side.  Courtcsx  of  Win.  Wyndham, 
Toronto. 


is  cerl  ey  are  novel  and  ex- 

clusive ami  as  they  are  -aid  to  be  dif- 
ficult t<>  make  it  is  altogether  likely  that 
the  hat  will  be  seen  only  in  the  better 
grades. 

In  -  the  crowns  in  addition  to 

being  fairly  high  will  be  made  so  that 
they  can  be  manipulated  in  all  sorts  of 
way-.  At  present  the  diamond  crown  is 
very  good  with  the  teles, -ope  a 
rival.  The  disk  brim  too  i-  good  as  well 
as  the  flat,  welted  brim  and  there  ap- 
pear- to  be  little  choice  between  them. 

Coloring,  of  course,  is  a  difficult  mat- 
ter to  say  much  about,  but  it  must  not 
be  forgotten  that  blues  and  greens  have 
had  a  fair  run  this  season  and  it  i- 
gested  by  some  thai  these  may  loosen 
their  hold  by  next  Fall.  Any  forecasts 
a-  to  what  is  likely  to  he  strong  are 
largely  made  by  eliminating  those  which 
at  presenl  seem  least  probable.  If  pros- 
pects for  brown  are  not  of  the  best,  and 
(pinion  on  that  matter  is  divided,  and 
if  blue  and  green  should  become  less 
popular,  then  there  is  little  left  but 
and  black.  Of  these,  grey  is  always  - 
and.  as  was  pointed  out  lately  in  The 
Review,  black  soft  hats  are  now  reirard- 
id  by  some  as  a  possibility  for  the  Fall 


Pearl  Grey  Hats  for  Fall 

New  York  Authority  Says  Bine  and  (ireeii  Must 
Go  to  the  Discard — Higher  Crowns  in  Stiff  Hats 
— Three  Season  Novelties. 


The  American  Hatter  thu>  deals  with 
the  Fall  ha!  situation  so  far  a-  New- 
York  ami  the  state-  generally  are  con- 
cerned : 

In   soft    li.it  -   the   lirst    consideration   is 

color-.  GreenS  and  blues  have  been  fav- 
ored for  several  -easons  it  would  ap- 
pear to  be  t  ime  lo  relegate  t  hem  to  the 

pl.-ic,.   that    is  reserved    lor  all   things  that 

have  served     a  useful     purpose.      This 

Spring  both  these  colors  are  again  para- 

mounl     wise    merchants    will    (dean    ou1 

m  i hese  color-  and  prepare 

for      something-      el-e    next       Fall.      Seal 

blown-  and  dark  grays  are  strongly  in 
evidence  this  Spring-,  but  it  is  hardlj  to 
lie  exp<  i  ted  t hat  thej  «ill  develop  to 
place  for  i  he  ieason  to  come.  There 
are  many  prediction-  that  the  answer  is 


pearls  and  there  i-  ample  reason  for 
this  opinio!,  l ■ ' ; 1 1 : < •  \  colors  have  ruled 
for  so  long-  that  a  reaction  is  to  be  ex- 
pected. 

Shape-  are  a  more  dillicult  feature. 
'flu-  Spring,  the  centre  ol  demand  will 
be  high   crowns  and   narrow   brims.     The 

crowns  with  the  drop  tip.  modified  teles- 
cope, diamond  telescope  or  double  crea.-o. 
i-  so  manipulated  as  to  give  a  full  crown 

effeel  at  all  times.  l>i-b  brims  and  pen- 
cil curls  are  nniversally  favored,  en- 
tirely superseding  every  other  brim 
effect. 

Draped   Sashes   Good. 

For  trimmings  the  current  Beason  will 
find  draped  sashes  supreme  tor  the  high- 
grade  bats     This  is  the  tii-t  Beason  thai 

3fe 


thej    have     been     worn     generally     and 
er    they    will    carry    over    into    the 
Fall   i-  problematical   but   unlikely.     For 
tiie    new      i rimming      effects  e    are 

changeable  color  bands  in  both  the  taffeta 
and  grosgrain  effects,  wide  band-.  30 
ami  even  .'i(i  line — and  the  new.  fancy 
bows,  one  with  large  loop,  small  centre 
and  living-  end,  and  another  being  the 
•  •  neck!  it1 ' '  bow. 

To  Higher  Crowns  in  Stiff. 

For  stiff  hats  the  tendency  is  more 
clearly  defined.  Low  crown,  lull  tip, 
wide   brim   styles    have   reigned   for  Some 

years,  the  evolution  producing  a  con- 
stantly lowering  crown  and  widening; 
brim  until  the  limit  was  reached  when 
the  brims  came  in  gradually  and  crowns 
were    raised       slightly.       Crowns      have 

ied   the  point   now   where,  if  i 
--till    further,   they    must    be   taken    in   at 
the  tip  to  preserve  a  Bightly  appeari 

and  just   a-  soon  as  the  taper  CTOH 
\elop   it    is  necess;ir\    to  roll   and   set    the 
brim    and,    of   course,    the   brims   become 
narrower.       This    is    just    the    evolution 
to  da> . 

(Continued  on   page  fK)A 
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Two  Contrasts  in  Easter  Window  Trims 


This  a  view  of  two-thirds  only  of  this  Easter  window,  the  other  third  being  a  clothing  section  on  the 
right.  Note  the  hats  thrown  into  relief  by  a  white  felt  background.  The  stiff  hat  on  the  extreme  left 
on  a  stand  is  the  new  "bell"  shape,  curving  in  at  the  sides,  and  almost  flat  on  the  top.  This  window  was 
trimmed  by  Clifford  Cousins  for  Holt,  Renfrew  &  Co. 


"  Hat-ching"  Time 


This  "Hat-ching"  window  of  Jess  Applegath,  Toronto,  attracted  much  attention.     A  huge  papier- 
mache  egg  was  broken  and  little  hats  filled  the  inside  and  were  strung  along  the  sides  and  across  the  top. 
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Bread  Upon  the  Waters" 

Odd  Form  of  Advertising  Adopted  by  Depart- 
mental Store  of  Selfridge  &  ( '<>..  of  London  A 
Column  Talk  on  Policies  Appearing  Every  Day. 


THE  ureal  London  department  ~tore 
of  Selfridge  &  Co.,  Limited,  bave 
adopted  a  unique  style  of  adver- 
Lising  in  one  daily  paper,  the  Pall  Mall 
Gazette  different  from  almost  every 
other  ad.  that  is  appearing  to-day,  al- 
though  once  in  a  while  John  \V ana- 
maker  indulges  in  a  somewhat  similar 
strain.  No  prices  about  it;  no  mention 
even  of  any  line  of  merchandise,  but, 
withal,  interesting  and  rather  com- 
pelling; with  an  attractive,  personal, 
and  confidential,  chatty  tone  about  it. 
Truly,  it  looks  like  what  they  style  it  in 
the  heading:  "Bread  upon  the  waters," 
that  may  not  return  in  to-day's  or  to- 
morrow's sales,  but  "after  many   days." 

But  it  is  a  pretty  safe  guess  that  the 
"clays"  will  not  be  very  many  alter  all; 
the  very  originality — one  had  almost 
said  daring — of  the  process  has  a 
striking  effect,  and  it  runs  likewise 
along  a  most  logical  track.  It  is  worth 
noting  in  referring  to  this  huge  institu- 
tion that  Harry  Selfridge,  the  chief,  is 
a  graduate  of  Marshall  Field's,  and  has 
just  paid  nearly  $1,500,000  for  an  addi- 
tion that,  besides  adding  to  the  acreage, 
provides  a  total  of  525  feet  of  display 
frontage. 

But  here  is  this  strange  advertisement 
(it  is  too  dignified  to  call  it  an  ad., 
surely) : — 

Selfridge  &   Co.,   Ltd.    (Editorial  Rooms) 

Oxford  Street,   London,  W. 

NOTB. — This  column   is  occupied  every  day 
;i\  an  article  reflecting  the  policies,  principles, 
.mil   opinions  of  Hiis  House  of  Business   upon 
us  points  of  public  Interest. 

SKI.i'KIDGK    AND    CO.,    I.  II  > 

"Bread  Upon  the  Waters." 
I'\  Callisthei 
Economy  in  business  management  is 
good,  but,  practised  at  the  wrong  time 
.ind  in  the  wrong  direction,  nothing  is 
more  certain  to  stunt  a  business  in  its 
•■row  Hi.  The  expense  account  is  ideally 
administered      when      it      is    used     in     the 

Postering  and  furthering  of  good  ideas, 

and  the  house  that  only  B66S  the  expense 
entailed,  and  has  no  virion  of  the  be- 
\oiid,  is  lacking  in  imagination,  the 
irerj  mainspring  of  commercial  enter- 
pri 
We  believe  in  Bpendinur  money.      We 

preach    it.         We    practice    it    continually, 
nope   the   day    will    ncv  er  collie    when 

this  business  will    tail   tp   hack   a   I 

idea  of    preliminary    expense. 

of   nearlj    .ill    the   commercial 

0  '  ne     have     heen     laid     ot     OUT     dOOT 


from   time   to   time,  eztravaganl    outlay 

:  them,  but  we  have  never  ye1  heen 

accused  of  parsimonj  in  the  ordering  of 

this  business,    and    we   hope    we  never 

shall. 

•  •     • 

We  regard  that  expense  accounl  of 
ours  in  very  much  the  same  waj  as  the 
good  husbandman  regards  his  seed  com  - 
something  not  to  be  used  sparingly  ;  or 
as  the  Egyptian  Fellah,  following  the 
proverb  literally,  casts  his  "bread  upon 
the  waters"  of  the  flooded  field,  in  the 
sure  and  certain  hope  that  "it  will  re- 
turn to  him  after  many  days." 

With  the  prospect  of  harvest  to  come, 
what  wise  man  will  begrudge  the  ex- 
pense of  proper  planting? 

Accordingly  as  this  business  expands 
ami  thrusts  its  spreading  roots  ever 
deeper  into  the  daily  affairs  of  the  com- 
munity, new  necessities  (we  had  almost 
written  "excuses")  arise  for  larger  ex- 
penditure, and  our  expense  account 
shows  a  healthy  growth;  but  knowing 
that  each  additional  item  stands  for 
some  new  effort  that  is  aimed  to  bring 
about  improvement  in  some  direction,  it 
does  not  disturb  us  in  the  least. 

We  believe  that  many  a  time  in  busi- 
ness, when  success  and  failure  hang  even 
in  the  balance,  a  bold  spending  policy. 
a  scrapping  of  old  machinery  and 
method  and  a  generous  expense  account 
save  the  situation  and  swing  the  balance 
down.  We  are  sure,  too.  that  many  an- 
other business  economizing  at  the  wrong 
time   and   in    wrong   directions   has  died 

of  inanition. 

•  •     • 

Waste  is  quite  another  thing,  ami  i< 
as  fatal  to  success  as  false  economy. 
Waste  we  will  not  have  nor  parsimony, 
but  any  plan  that  is  brought  before  us 
that  seems  to  offer  a  fair  promise  of 
bettering'  this  house  in  its  relation  to 
the  public  service,  directly  or  indirectly. 

-hall  have  its  chance  of  making  good, 
and  contemplation  of  incidental  expense 

will   not    deter   us   for  a   moment. 

•  •      • 

Not    being   politicians,  we  have  always 

attached  more  importance  to  deeds  than 
words.  We  have  done  things  first,  and 
ii   we  have  talked  of  them,  it  has  been 

only  after  full  accomplishment  ;  we  have 
-owed  our  seed  corn  unsparingly;  we 
have  "cast  our  bread  upon  the  waters." 
and  the  return  has  heen  the  great  and 
mil'   measure   of  confidence   in    this 

e  and    liking   for  its  policy   shown   so 

unmistakably:  ii\  the  British  public 
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FORM-  01 


PUBLICITY 


se  PARCEL  POSTAGE  §§ 

THE  PARCELS  POST  FROM  REKFRE*  P  0  STuI 


COUVTY    Of    IBWKEW 


COUNTY    OF    POKJUC 


COUKTV    OT    UlXAfdC 


DrjGtoto 

Mllllorrj 

Lad  lea 

head)  to- wear 

Itr,.   ■ 

ClotbiM 

Dai  F.ribynlaja 

Bala  aad  Caaja 

We  can  too*  liter 
your  rcs 
right  and  (ill  >ouf 
order*  to  the  letter 
I  r  •.  u.  ■  itb  an  otjer 
Tell  u,  - 
want  and  if  the  a  *»ls 
»e  lend  >ou  are  not 
satisfactory,  duo  f 
keep  them        All  our 


pottage  %er.  Ke  the 
beat  Read  the  ra«e» 
and  ace  tbe  .null  coat 
of  havmi  ,our  good* 
delivered  ar  sour 
door,  and  tbe  tame 
day  or  Jj%  after  vou 
five  \oor  order 
V.  nte  or  Phone 


On  all  Orders  of  $5.00  and  over  we  pay  Postage 

If    vou   don't   like   the    i -x-d.     «e   refund   monev 


fur  return  Hostage 


DEWEY  &  JACKES 


Example  of  parcel  posts  ad.   in   which  list 
of  post  offices  within  cheap  zone  is  given. 


Calgary.     ABpr~:a 

THE     HUDSON'S     BAY     COMPANY 

TJV    C'eai   TrmJen    of  the  Cre*   HW  " 


SL'RING  rour  tvofourn  in  Calgary  The  Hudun  ■  Bay 
Company  extend  to  70*1  •  pergonal  nnttboa  le 
■W.  iScir  Store,  to  make  thetr  Store  tcmit  tv*d- 
quarter*.  offering  to  you  the  cone—  ieacw  of  ti*c*r 
EJ.i.*be-tr.«n  Rettaurant.  Cafeteria,  Smoking  Room.  Ke*!  Roawa 
Reading  Room.  Free  Checking  Room*.  Rendearovi,  Inform* 
Hon  Bureau.  Retiring  Room*.  C.  P  R  Telegrapk  9mIm  a»J 
Po«t    Oit.ce 

Tni*     Store     hm    mtrtr     unique     ittrtclioti     in    »r^ 
eirnbiU     ol       mr>.  KanJite      representing      the     era* tie*     gemitM     mi 
all    the     world,   and     we    feel    that    il    may     undoubteON     be    cm- 
•  idered    the    moei    interesting    coenroarxial    attraction    g|     CaJgarr 
You    are    welcome     and     vou    wilt    not    be     urgad     to     buf 

Thanking     tou    in     antKiMbon     oi      tbe     hanor    ad     ya>tar 
patronage     we    are 

.  our.    fa.thfwUf 

TH£    HUDSON'S    BAY    COMPANY. 

WELCOME   TO   TKAYKI 

on  i-ini ■■ 

notopapei  sent  bj   Budsoo'a  Baj  Company 

of    « lalgary    to    men    n  :.t     Iw  ... 
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The  second  twelfth 
of  a  dozen 

Expert  Operators: 

Of  equal  importance  with  experienced  managers  and 
designers  are  expert  operators  —  operators  whose 
work  passes  the  examiner  as  excellent.  We  employ 
only  the  best,  and  their  work  shows  that  deft  touch 
which  at  once  appeals,  perhaps  unconsciously,  to 
even  the  laboring  man.  Their  work  looks  smooth  and 
substantial.  This  is  one  reason  why  Deacon  Work- 
ing and  Outing  Shirts  have  such  a  big  sale  with  the 
men  and  boys  of  Canada. 

Let  us  submit  our  latest  samples,  showing  the  new 
styles  and  fabrics. 

BELLEVILLE,  ONT. 


V-J  LjBRANDJ 

Duck  Trousers — 

$9.00,   $10.50. 

$12.00,  $15.00 
Duck  Coats — 

$9.00,   $11.50, 

$12.75,    $13.50 

As  Illustration — 

$11.50.   $12.75, 
$13.50. 

Duck  Vests — 

$9.00,   $11.25, 
$12.00,  $12.75,   $13.50. 
Aprons— Carpeaters'— 

$2.25,  $2.50. 
Aprons— Butchers'— 
$2.50,  $2.75, 

$3.00,  $3.50 

Haugh  Brand  garments,  in  dust- 
proof  packages. 

Ask  for  samples  of  your  require- 
ments or  let  us  send  you  Catalogue. 

DefianceMfg.Co.,LtrL 


^Q      College  & 


Bathurst  Streets 
TORONTO 
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Pleated  Shirts  With  Stripes  for  Fall 


Easter  Novelty  Lines  Promise  to  be  Strong  in  Fall- 
in  Double  Stiff  ( luffs— Flannels  Go ing  Well. 


shown  Mostly 


WHILE  many  of  the  shirt  manu- 
facturers have  not  their  Fall 
lines  ready  for  showing  yet,  sev- 
eral have  Come  OUl  with  lines  that  seem 
in  be  taking  well  in  the  districts  they 
have  covered  so  Par.  One  of  the  mosl 
popular  of  the  novelties  would  appear  to 
bi  the  pleated  shirts  running  either  ver- 
tically or  across.  The  Pormer  are  pre- 
pensed as  it  is  difficult  ti>  match  the 
stripes  on  both  sides  of  the  centre:  that 
is  the  line  on  the  left  is  apt  to  be  either 
a  trifle  above  or  below  its  mate  on  the 
right. 

These  stripes  come  in  a  variety  of  col- 
ors, some  very  vivid,  and  it  is  these 
that  are  the  most  preferred.  Mauve  is 
quite  a  favorite,  and  a  combination  of 

black  and  red  in  alternate  groups,  while 
tan  i-  found  in  combination  with  sev- 
eral other  colors.  The  old  reliable  blue, 
of  course,  is  quite  to  the  fore. 

The  pleats  are  of  the  small,  half  up 
half  down  variety,  and  the  "straight 
up"  ones  are  shunned  as  too  difficult  to 
launder.  The  others  can  be  done  at  any 
corner  laundry7  without  trouble,  and  pre- 
sent none  of  the  problems  of  the  "mush- 
room" shirt  for  dress  wear. 

It  is  argued  in  favor  of  the  pleats  that 
the  idea  has  secured  a  decided  revival  of 
interest,  after  it  had  disappeared  for 
several  years.  The  present  Spring  is 
giving  indications  of  the  revival,  as  The 
Review  has  shown,  and  with  this  impetus 
it  is  felt  that  the  shirt  is  likely  to  <ro 
well  in  the  Fall,  as  it  is  so  much  better 
adapted  in  weight  to  cooler  weather. 

The  cuffs  so  far  shown  are  laundered. 
the  soft  ones  being  limited  mainly  to 
silks  and  flannels.  The  double  cuff  is 
\er\  strong  in  the  laundered  form,  how- 
ever,  and  more  are  beintr  shown  in  these 
pleated   patterns  than   the  single. 

Russian  cords,  which  are  showing  for 
Spring  with  fair  strength,  are  promising 

for  Fall  in  the  more  delicate  -hades.  One 
manufacturer  places  the  order  of  sales 
so  far  as  follows:  cream,  leading;  white; 
champagne  and  blue  in  the  order  named. 
Crepe  effects  in  creams  and  pale  blues, 
will  do  well  in  fancy  stripes. 

In  Scotch  flannels,  greens,  reds  and 
browns  are  Bhowing  e  good  demand.  For 
golfing  soft  greys,  soft  tans  and  Iducs, 
as   well    as   blacks  and    whites  are   goine 

well. 

Lounge  collars  with  shorts,  are  report 

ed     Btrong,     despite     the     fact     that     -oine 

manufacturer--  add  $3  a  dozen   for  them. 

This    is    true    in    silks    as    much    as    in 

anything,  although  some   American  cities 

•i  the  Bilk  lounge  oul  entirely.    The 


Samples  of  Fall  shirts,  showing  the  pleats  and  stripes.     The  first  is  a  stripe;  the 

second  black  and  red  stripes  alternating;  the  third  has  mauve  stripes. 

Note  double,  stiff  cuffs  in  each  case.     Shown  by  Tooke  Bros. 


soft  band  remains  on  silk  shirts  in  wool 
taffetas  and  other  of  the  better  lines. 

The   single   cuffs   are   reported   to    be 
weakening  in     nearly     every     class  of 

shirt. 


KING  WEARS  HIGH  BOWLER. 

Many  Think  That  Men  Should  Stick  to 
Style  That  Suits. 

In  spite  of  a  great  deal  of  talk  about 
the  fashion  in  derbies  there  are  many 
who  believe  that  when  a  man  gets  a 
shape  in  a  hard  hat  which  suits  him  he 
does  well  to  stick  to  it  and  no!  to  follow 
every  whim  of  fashion.  Among  these 
may  be  counted  King  George  who  has, 
always  favored  a  bowler  with  a  rather 
high  crown.  The  hat  he  won1  at  the  In- 
ternational Rugby  match  recently,  in 
addition  to  the  high  crown,  had  a  very 
heavily  curled  brim.  He  was  also 
wearing  the  wing  collar  which  now  bears 
his  name. 

Speaking  of  hats,  one  of  the  leading 
hatters  of  London  was  heard  to  say 
that  velours  are  dear.  He  went  on  to 
Bay  that  they  went  flat  because  so  many 
imitations  were  introduced,  and  the 
style  was  never  taken  up  enthusiasti- 
cally  by  the  well-dressed  man. 

Rough  carded  felts  in  heather  shades 
look    as   if  they   were  going  to  be   a    Pet 

ture  of  metropolitan  headgear.  Heathers 

were   to   be   seen   in    London    la-t    season 
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but  in  more  subdued  colorings.  This 
year  many  are  beimr  worn  and  the  col- 
orings are  very  brilliant.  Contrasting 
shades  are  also  being  shown  with  the 
hat  of  one  shade,  say.  grey,  and  the  un- 
der brim  a  dark  shade  of  navy  or  a  con- 
trasting  color.  Many  of  the  new  sea- 
son'- samples  show  the  bow  towards  the 
rear. 

@ 

A  STORY  WITH  A  MORAL. 

While  Bpeaking  recently  of  the  value 
of  advertising  a  prominent  merchant  re- 
lated the  following: 

A  man  entered  a  shop  one  bitter  cold 
day  and  bonsrht  a  woolen  muffler.  When 
he  opened  the  muffler,  he  found  inside  of 
it  the  photograph  of  a  beautiful  girl,  to- 
gether with  a  note  saying:  "If  you  are 
single,  please  write  to  me."  A  name 
and  address  followed,  and  the  man 
smiled.  Tie  was  sinsrle.  and  he  put  the 
photograph  on  his  sitting-room  mantel. 
There,  every  evening,  looking  up  from 
his  book,  he  beheld  it.  It  was  very 
beautiful,  and  in  a  week  he  had  fallen 
head  over  heels  in  love.  So  he  wrote  to 
the  girl.  Another  week  passed,  a  week 
of  anxious,  nerve-rackinsr  suspense.  Then 
the  lovesick  man  received  this  crushing 
letter: 

"Sir  The  Mary  Smith  to  whom  you 
wrote  was  my  Grandmother.  She  died 
nine  years  airo.  need  eiehty-six. — Yours 
truly ." 

The  heart-broken  bachelor,  on  looking 
into  this  stranee  matter,  found  that  he 
had  foolishly  bought  the  muffler  from  I 
dealer  who  didn't  advertise. 
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XntI^ACI/  C°ated  Linen 
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Collars 


How  often— 

the   little   things   control    bigger   ones 

They    often    hold    within    their    grasp    the    means    of  turning  the  tide  either  way.    So  it  is  with  the  collar 
business.    Most  men  are  collar  cranks.    To  sell  an  ill-fitting  collar  is  sure  to  turn  away  bigger  trade. 

t^ANTj^RACK    collars  are  an  absolute  guarantee  against    dissatisfaction.      They    are    an    assurance    of 

continued  satisfaction,  perfect  fit,  perfect  service.  The  flexible  lip  and  the  long  slit  over  the  back  button 

hole  are  responsible  for  its  long  wearing  qualities. 

Its  smart  style,  perfect  fit,  and  the  no-laundry  bill  (washed  with  sponge,  soap  and  water)  appeal  to  men 

of  all  (dasses. 

Made   in   Canada.     "One   grade   only  and   that   the  best."     Sold  direct  to  the  trade  by 

The  Parsons  &  Parsons  Canadian  Co. 

HAMILTON,  ONTARIO 


Worn  by  the 
Best  People 

Sold  b\)  (he 
Best  Dealers. 


Manufacturers  of  Turnbull's  high- 
class  Ribbed  Underwearfor  Ladies 
and  Children.  Turnbull's  "M"  Bands 
for  Infants,  and  ,CEETEE"  Shaker 
Knit  Sweater  Coats. 


bxmmmmmm^wm&vm* 


STORE      MANAGEMENT— COMPLETE 


16   Full-Page 
Illustrations 


Manage^' 
Comp^ 


*  272  Paft»t» 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  book  to   Retail  Advertising  Complete 

$1.00     POSTPAID 

Store    Management — Complete"    tells  all   about    the 
management  of  a  store  so  that  not  only  the  greatest   sales 
[  but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.-The  Store  Policy— What  it  should  be 
to  hold  trade.  The  money-back  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1  00.      Keep  the   book  ten  daya  and   f  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


J|  — the  latest  in 

men's  coat  forms 

Merchants,  here  's  just  the  form  to 
show  off  those  natty  Spring  and 
Summer  suits  you  have  just  got 
in.  The  round,  narrow  shoulder 
of  this  5E  coat  form  conforms, 
with  the  greatest  amount  of  ac- 
curacy, to  the  English-American 
styles  so  popular  at  the  present 
time.  Makes  the  collar  stand  up 
without  bulging  or  straining.  The 
front  hangs  right,  either  but- 
toned or  unbuttoned. 

PRICE. 

No.  5E,  as  cut   $  5.00 

9  in.  round  base  in  black  Japan  4.50 
9    in.    round    base    in    oxidized 

copper  6.00 

Vest   Form    (Japanned) 3.00 

Vest    Form    (Ox.  Copper) 4.00 

No.  6A  Coat  Form-  (any  plat- 
ing) with  oak  stand  and  re- 
volving motor,  with  heavy 
steel  springs,  as  used  by 
"New  York  Tailors" 30.00 

(Revolves  12  hours  without  winding.) 
Form  Booklet  sent  on  request. 

A.  S.  Richardson  &  Co. 

99  Ontario  Street,  Toronto 

The  first  manufacturer  of  Wax  Figures.  Forms  and  Display 
Fixtures  in  Canada. 
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A  new  moderate-priced   Triplicate    Mirror 

— a  selling  help  no  store  should  be  without 
in  the  clothing  and  ready-to-wear  departments 


There  was  a  day  when  a  merchant   would  doI  dare  allow 
Ins  customer  to  Bee  the  hack  of  a  garmenl  being  tried  on 

but  that  day  is  -one.      X,,  merchant  can  hold  his  busi- 
to-day  if  he  does  not  '_--i\<'  perfect  lit  ai  iction 

with     every     sale     m     the     clothing     ami     ready-to-wear 
departments. 

This   triplicate  mirror,  like   all 

Clatworthy  Fixtures 

has  a  reputation  lor  superior  workmanship  ami  hi<rh  qual- 
ity materials  to  sustain.  It  is  made  with  a  strong.  w\ 
light,  metal  frame  in  the  popular  oxidized  copper  finish, 
heavy  British  bevel  mirrors,  with  back  of  quarter-cut  oak. 
handsomely  marked,  mounted  on  ball-bearing  casters, 
easily  moved  about.  Let  us  send  you  our  big  catalog 
showing  the  complete  Clatworthy  range  of  store  fittings 
and  display  fixtures. 
No.  66A     $48.00 

CLATWORTHY  &  SON,  LIMITED 

The  largest  makers  of  Display  Fixtures  in  Canada 

161  King  St.  W.,  TORONTO 


Established  1896 


Incorporated   1908 


"King  George* ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body    and 
Shoulders 

Easily   the    best 
value  in   Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


SHOW  CARD 

Writing  opens  up  Better  Positions  with  Increased  Salaries 
to  those  who  KNOW  HOW.  YOU  CAN  LEARN  HOW 
with  a  little  expenditure  of  time  and  money  by  taking  the 

EDWARDS  s^TemUT 

Conducted  by  THE  SHAW  CORRESPONDENCE  SCHOOL 

Yonge  and  Gerrard  Sts.,  TORONTO 
Writ,  for  Free  Booklet  To-day  Mention  this  magazine 


Kindly 

mention 

this 

paper 

when 

writing 

ad  ver 

t  isers. 

. 
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Bulldogs,  Alligators  and  Butterflies    in   Ties 


All  Kinds  of  Fantastic  Samples  Being  Sent  Forth — Several  New 
Lines  of  Tango  Ties — Suggestions  for  Extensions  to  Political 
Subjects,  Places,  Etc. 


fct 
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HE  wilder  the  pattern  the  bet- 
ter they  like  it,"'  said  the  man- 
ager of  a  large  neckwear  firm, 
when  speaking  to  The  Review  regarding 
the  tie  novelties,  which  are  now  coming 
forward. 

His  remark  was  well  corroborated  by 
i ,  i'  samples  shown  by  various  firms  for 
on  them  were  to  be  seen  figures  of  birds, 
!>cc^.  animals,  flowers,  tangoing  "hu- 
mans," in  fact  everything. 

"The  moth  inspector  will  sure  have 
a  busy  time  when  the  fellows  start  wear- 
ing these,"'  laughed  another,  as  he  be- 
gan to  unfold  a  number  of  swatches  with 
designs  of  moths,  butterflies,  etc.,  on 
them.  And  still  they  come,  with  no  end 
to  the  variety,  Japanese.  Bulgarian, 
Roman  stripes,  club  stripes,  plaids, 
checks;  they  are  all  there,  and  manufac- 
turers and  jobbers  are  quite  confident 
over  the  future  of  even  the  most  striking 
creations. 

Nor  must  the  "tango"  ties,  which 
have  been  mentioned  before,  be  forgot- 


FOR  WINDOW  DRESSING. 
Suggestion  for  making  up  a  tie  to  give 
it  a  trimmer  look,  by  E.  A.  Morgan,  with 
Hickev  &  Pascoe. 


Here 's    where    we    get    the    alligators    and 

bulldogs.     Almost  enough  to  make 

you   creep.     Shown   by   Wm. 

Milne,   Toronto. 

ten,  and  various  patterns  of  these  are 
now  being  put  on  the  market  and  whole- 
salers report  receiving  orders  for  them 
from  all  parts  of  the  country.  The  same 
materials,  failles,  crepes,  and  bengalines 
hold  their  own  well.  Knitted  ties,  too, 
continue  to  be  good  sellers  in  the  higher 
priced  grades,  but  in  the  cheaper  lines 
are   said   to  be  dead. 

Judging  by  the  patterns  that  are  being 
turned  out  at  present  we  need  not  be 
surprised  at  what  happens  next.  The 
dog  fancier  can  now  ride  his  hobby  to 
the  extent  of  wearing  the  portrait  of  his 
favorite  bull  just  under  his  chin.  The 
student  of  natural  history  will  be  able 
to  indulge  his  taste  even  in  the  street 
car,  by  studying  the  alligators,  lizards, 
butterflies  or  what  not,  which  will  now 
be  displayed  on  the  bosom  of  the  man 
across  the  aisle. 

When  our  manufacturers  are  at  it 
why  should  they  not  make  designs  to 
catch  the  various  fraternal  organizations 
in  the  country?  Just  think  how  every 
Oddfellow  or  Mason  would  start  if  he 
should  see  some  of  the  interesting  inci- 
dents of  his  experience  "riding  the 
goat,"  pictured  on  his  neighbor's  tie. 
What  a  deal  of  handshaking  it  would 
cause. 

Pictures  of  the  Parliament  Buildings, 
city  halls,  and  other  public  buildings 
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might  furnish  other  suggestions.  It  is 
possible  that  in  future  a  man's  tie  rack 
will  be  a  regular  album  of  pictures  of 
"'greater  Toronto,"  or  "greater  Mont- 
real," or  "greater  Winnipeg,"'  or 
"greater  Vancouver;"  or  it  might  be  a 
series  of  views  of  .life  in  the  Canadian 
Northwest.  Politics  suggest  still  an- 
other field,  neckwear  bearing  portraits 
of  Carson  or  Redmond  would  doubtless 
meet  with  ready  sales. 

These  views  may  appear  a  little  ex- 
treme but  it  must  not  be  forgotten  that 
a  year  ago  very  few,  if  any  had  the 
faintest  idea  of  anything  like  the  tango 
tie  or  the  bulldog  or  alligator  pattern, 
yet.  we  see  these  on  the  market  to-day. 
Meanwhile  the  public  must  set  back  and 
like  the  clown  in  the  circus  say,  "Well. 
I  wonder  what  will  happen  next."' 


© 

C.  J.  Angers  and  0-.  M.  Deschenes,  of 
Morinville,  Alta.,  dealers  in  dry  goods, 
men's  furnishes,  small  wares,  fancy 
goods,  carpets,  etc.,  have  dissolved 
partnership,  and  Mr.  Deschenes  will 
hereafter  be  the  sole  owner  of  the  busi- 
ness. The  old  firm  name  had  been  G. 
M.  Deschenes,  the  Dry   Goods   Man. 


New   types   of  Tango   ties   shown   by   Win. 
Milne,  Toronto. 


Men  Active  in  Association  Work  in  Manitoba 


BORACE  CHEVR]  EB, 

Re  elected     president     of     t  he     Maniti 
I  'rin  i  ocial    I  toard  of  t  he   Retai  I 
M  erchani  a '  Associal  ion. 


R.M.A.  CAMPAIGN  IN  MANITOBA. 
The  vigorous  work  of  the  Retail  Mer- 
chants' Association  in  the  sister  Prov- 
inces of  Alberta  and  Saskatchewan  has 
Btirred  Manitoba  up  to  a  similar  effort, 

and  the  provincial  hoard  has  started  a 
campaign  to  cover  every  district  of 
Manitoba.  Among  the  features  of  legis- 
lation in  Saskatchewan  that  are  attract- 
ing notice  in  Manitoba  LS  the  operation 
of  the  Small  Debts  Act.  and  the  hoard 
will  endeavor  to  secure  legislation  along 
I  lie  same  line. 

During  the  pasl  year,  however,  much 
has  been  done  even  without  the  province- 
wide  organization.  Success  has  attended 
the  hoard  in  opposing  some  objection- 
able amendments  to  the  Bulk  Sales  Act. 
the  King's  Bench  Act  and  the  Chattel 
Mortgage  Ad.  the  Law  Amendments 
•  ominii  tee  "i    the  Legisial ure  upholding 

I  he   merchants    in    all    their   claims. 

Such  has  been  t he  confidence  inspired 
in  the  officers  of  1913  191  I  that  all  were 

II  elected    unanimouslj     al     the    annual 

meet  ing,  a>    follow  b  : 

President      I  lorace  <  !he\  rier. 
Firsl    \  ice  Presidenl     W.  T.   Devlin. 
Second   Vice     W.  .1.   McPherson. 
Treasurer     II.  P,  Story. 
Secretary     -I.  v,  Kennedy. 

ffl 

BUSINESS    NEWS    OF    THE    WEST. 

\\   nnipeg,    \  pril     1  I     i  Special  I. 
lollo  recenl    business 

vVi    tern  ( lanada: 

Hue    &     Motherwell,    WillsOE     I'll  ilil  Hi" , 


II.   I'.  STOBY, 
usurer     of     the     Manitoba     Provincial 
Board.     Mr.  Story   is  manager  of 
Bobberlin  's,    Winnipeg. 


Winnipeg,  wholesale  dealers  in  small- 
wares  and  gents'  furnishings,  have  open- 
ed  a  retail  store,  at  48S  Main  street,  to 
be  known  as  The  White  Store. 

II.  Tuppling,  men's  furnishings.  Sas- 
katoon, sustained  loss  of  $40,000  with 
$30,000  insurance',  when  lire  destroyed 
the  Cole  Block.  April  6. 

R.  Dawson  lias  recently  opened  a  new 
store  al  624  Main  street,  Winnipeg,  with 


WII.l.    ORGANIZE    MANITOBA. 


a    complete   line   of  clothing  and   men's 
furnishn  g 

K.   II.  Taafe  a   Soi  -.  Ltd.,  Wini 
agents  tor  manufactui  ■  '  fur- 

gs,  who  were  burned  out  recently, 
have  taken  temporary  quarters  in  the 
Ryan  Block,  t  bird  Boor. 

I.autus  Limited,  manufacturer!  and 
importers  of  silk,  have  moved  their  of- 
fices from  52  Gertie  street,  Winnipeg, 
to  28-29  Cumberland  Block,  corner  Har- 
greave  and  Cumberland  avenue.  A 
ladies'  and  gents'  tailoring  department 
as  been  added. 


-@- 


PEARL  GREY  HATS  POR  FALL. 
ontinued  from  page  v2. ) 
Three  Novelties  for  Season. 

But  this  season  it  is  quite  possible  that 
there  will  be  a  pause  in  this  routine  long 
enough  to  permit  the  introduction  of  ex- 
treme novelties  such  as  the  Itell-crown 
and  the  taper-flat  top  effect. 

There  aie.  therefore,  three  distinct 
novelties  provided  for  this  —the 

extreme  taper  oval  with  high  roll  brim. 
the  bell-crown  and  the  taper-flat  top. 
Which  of  these  will  survive  as  a  Fall 
leader  it  is  nol  possible  at  this  time  to 
predict. 


.1.   \v.    Neil,   who  has  been  appointed   pro 
\  incial  oi  gani  ■  i  t  oi   Manitoba  of  the 

Retail  Mi  rchants  '    Vssocial  Ion 
of  Canada. 

90 


JAMES   McNBIL, 
\\  ho  was  ,1c.  ted  tn  I  the  Winnipeg 

branch  of  the   K<  tail   M<  r<  banta' 

\>s,..  ation  et'  Canada, 
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Remember,  in  Success  you  get  a  first-class  collar,  well 
made,  accurate  as  to  size,  a  genuine  hand-turned  collar — 
which  will  hold  its  shape  through  the  most  severe 
laundry  work. 

The  shape  illustrated  is  the  Success  "Angus,"  a  close- 
front  model  which  is  a  steady  big-seller.  At  the  retail 
price,  2  for  25  cents,  Success  offers  the  best  value  on  the 
market.    Ask  your  wholesaler. 


^(€madianp%u{^M%%nM. 
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There 
it  goes 
again. 

Right 
into  the 
mud! 


How  often  you  hear  this  exclama- 
tion! A  cap  not  firm  upon  the  head 
blows  off  easily. 

The  IVindless 

3in1 

Cooper 
Cap 

fits  the  head  in  such  a  way  thai  the 

highest  of  winds  cannot  blow  it  off. 


You  can  be  assured  of  fitting  every 
head.  Any  one  of  these  caps  adjusts 
itself  automatically  to 

Three  distinct  sizes 

without    any    discomfort    to    the 

wearer. 

Reduce  your  stock.    Two-thirds  of 

the  space  Utilized  at  present  for 
your  cap  stock  can  be  turned  over 
to  other  merchandise,  or  you  can 
carry  a  much  Larger  range  without 
any  more  investment,  thus  satisfy- 
ing your  customers  with  a  better 
choice  of  patterns  and  ensuring  no 
lost  sales.  There  you  have  it.  a 
greater  volume  of  trade  on  one- 
third  the  capita!  invested  or  a  still 
greater  turnover  on  the  same  in- 
vestment. Is  that  not  >j,om\  busi- 
ness?   You  should  see  this  rang 

Samples  on  request. 


i       The  Cooper  Cap  Company 


260  Spadiria   Avenue 


Toronto 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Every  Ready-to- Wear 
Buyer  in  Canada  will 
read  with  interest  the 
May  6th  issue  of  "The 
Review." 

This  will  be  our 
Ready-to-lVear  Special 

Advance  news  on  Fall 
garment  styles  will  be 
the  special  feature.  It 
will  pay  manufacturers 
to  arrange  for  space 
in  this  issue  now. 
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The   Review"    a  I  nays 


Leads   With  the  News 
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The  big  sales-getter 

BEADS 

Just  the  thing  to  brisk 
up  your  accessories. 

This  bead  necklace  is  onl)    one  of  the  many   styles 
we   are   making   this    season.      Our   ran^e   i>  a   larjje 
one — everything    in   this  popular    neck     adornment; 
all  shades,  including  I'ink  Coral,  Red  Coral.  Amber, 
Black.   Tango  and   various    combinations,  to  sell  at 
popular  prices,  from  25c  up. 

Write  to-day  for  a  trial  order 
to   be    shipped    parcels    post. 

The  Ideal  Hair  Goods  Co. 

Limited 

77  YORK  STREET,        TORONTO 

Montreal  Office:     24  La  Patrie  Bldg. 

"Rooster  Brand" 

^SUMMER 

I  Crdw7?  Over  Aii '  T  Q  Q  C  C  D  V 

SOFT  SHIRTS 

Lounge   Collars,    French  Culls,   Rever- 
sible  Collars,  etc.,  etc. 

We  Make  500  Lines 

OUTING  TROUSERS 

Duck,  Khaki,  Flannels,  Serges, Tweeds, 
etc.,  etc. 

RIDING  BREECHES 

NORFOLK  COATS 

AUTOMOBILE  DUSTERS 
White  Duck  and  Khaki  Clothing 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MONTREAL  OFFICE:   501    New   Birk.  BuildinK 
OTTAWA  OFFICE  i  Room  8,  62  Bank  St. 
VANCOUVER    OFFICE)    801    Mercantile  Block 


Australian  Trade 

Are  You  Interested? 

If  so.  The  Draper  of  ^Australasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New   Zealand. 

Subscription     3)^.50      Mailed  Free 

Specimen  Copy  vail  he  supplied  on  application 


Advertising  rates    may  be    obtained  and   space 

secured  by  communicating  with  our  London  Office, 

71    Queen  St.  E.C. 

Publishing  Offictx  : 

Melbourne,                     Fink's  Buildings 

Sydney,               Post  Office  Chambers 

London,                      71  Queen  St.,  E.C. 

DRY    GOODS    REVIEW 


^mMM^^S^^^^SMM^MSMMM^SS^M^^^^^MmmMSm^mMMS^MM^^^^^^^^MMM^^^^^^, 


This  is  news  of 

marked  interest 

to  dress  goods  buyers. 


BARBICAN 

Priestley's 
Barbican 


A   New  Cloth 


Priestley's  Barbican   Cloth  is  to  be   the  popular,  staple 
dress  fabric  of  the  new  season — 


WHY? 

Weave — a  plain  cloth  so  soft  as  to  drape  perfectly, 
yet  so  strong  as  to  give  better  service  than  the 
finest  serge,  and  it  does  not  catch  the  dust. 

Correct  shades  —  wanted  widths  —  right  prices. 

SEE  THE  SAMPLES  NOW  IN 
OUR  SALESMAN'S  HANDS, 
AND  ORDER  WITH  CON- 
FIDENCE. 


Barbican  is  one  of  the  very  best  cloths  we  have  ever  introduced. 

Dress  Goods  Dept. 

Greenshields  Limited,      Montreal 


Sole  Agents  for  Canada  for  Priestley's  Fabrics 
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Etntrerprten" 

FOR     BOYS    AND    GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


Andersons 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 

A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


A       WM.  ANDERSON  &  CO.,  Ltd.    rvj  A 

m—1  PACIFIC  Mil  IS,  GLASGOW  P"' 

&LH  SCOTLAND  H 
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TWO  MONEY-MAKERS 

DO  YOU  WANT,  AT  JOB  PRICES,  LINES  OF  COTTON 
DRESS  GOODS  THAT  ARE  HARD  TO  GET  DELIVERY  OF, 
AT  ANY  PRICE? 

WE  HAVE  SUCH  GOODS  IN 
STOCK  NOW  ! 

WE  HAVE  PURCHASED,  AT  ABOUT  HALF  THE  REGULAR 
PRICE,  FROM  ONE  OF  THE  LARGEST  COTTON  MILLS, 
THE  BALANCE  OF  TWO  OF  THEIR  MOST  POPULAR 
LINES,  AND  ARE  OFFERING  OUR  CUSTOMERS  THE 
BENEFIT  OF  THIS  MOST  FORTUNATE  PURCHASE. 

MERCERIZED  ADVANCE  CLOTH 

28"  WIDE  AT  17c  PER  YARD. 
THIS   IS  A   VERY  POPULAR   CLOTH  FOR   SUITS   AND 
DRESSES,  IN  A  CLEAN,  BRIGHT  FINISH  AND  ALL  THE 
BEST  SHADES. 

FRENCH  NOVELTY  CREPE 

32"  WIDE  AT  25c  PER  YARD. 
THIS  IS  THE  CLOTH  THAT  EVERYBODY  IS  ASKING  FOR. 
MAKE  SURE  YOU  GET  SOME  BEFORE  IT  GOES.    COMES 

IN   WHITE,   PINK,   TAN,   OLD   ROSE, 
0^    -  BELIO,  LIGHT  BLUE,  CADET,  COPEN 

HAGEN,  NAVY  AND  BLACK. 

WRITE  FOR  SAMPLES. 


John  M.  Garland, 
Son  &  Co. 

Ottawa  Canada 
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YOU  CAN  SELL  WITH  CONFIDENCE 
IF  YOU  HAVE  THIS  MARK  ON  YOUR 


SHIRTINGS 


Because  then  the  cloth  is  as  perfect  as  it  can 
be  made. 

For  over  half  a  century  D.  J.  A.  Shirtings 
have  taken  the  lead  in  the  highest  class  trade. 
There  is  an  enormous  range  of  fine  designs, 
and  you  are  sure  to  find  just  the  one  you  want. 

These  Shirtings  include  Zephyrs,  Cheviots, 
Silk  and  Cottons,  Fancy  Mattes,  Ceylons,  All- 
wool  and  Union  Taffetas. 


DAVID  &  JOHN  ANDERSON,  Limited 


Atlantic  Mills 


ESTABLISHED 

1822 


GLASGOW 
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Guaranteed  by  the  B.D.A. 

Perfect  Fabrics,  Perfectly 
Dyed    and    Finished 

English  Mohairs  are  always  in  demand.  Their 
durability  and  constant  conformance  with  the  cur- 
rent color  requirements  make  them  year-round 
favorites. 

Ask  your  importer  to  show  you  the  new  tones.  Ask 
for  English  Mohairs  guaranteed  by  the  B.D.A. 

Wt}t  praMorb  BpersT  Association 

TLimittb 
of  Prabforb,  Cnglanb 

Advertising    cuts    and    other    information  can   be  had   upon   application   to   the  American 
Bureau    of   the   Bradford    Dyers'    Association,    235    West    39th    Street,    New    York    City 
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No  Torn  Fingers 
No  Damaged  Goods 
No  Ruff  led  Tempers 

if  you  use 


TRaDE  f^lARK 


The  New 
Pin  Ticket 


"Noesting"  enables  clerks  to  work 
faster  without  the  Tear  of  getting 
scratched  and  contracting  blood  poison- 
ing. "Noesting"  saves  you  money  by 
eliminating  the  amounl  of  pin-tickel 
damaged  goods.  "Noesting"  prevents 
ruffled  tempers  on  the  part  of  customer 
or  salespeoph 

An  unsolicited  testimonial  from  a 
prominent  Port  Arthur  merchant: 

"  We  an  vt  ry  m  uch  pU  ased  with 
Noesting  Pin  Tickets,  and  as  long  as 
we  can  get  them  un  will  not  us<  thi 
old  kind." 

WTiether  tor  reticketing  old  goods  or 
t  i<-K <t  1 1 1 u  the  new  "Noesting"  is  gimplj 
perfection.  Made  in  every  size  to  suit 
all  purposes 

Prices  arc  right.  Send  to-day  for  our 
free  Bample  box.  It  places  you  under  no 
obligation   t"  u>. 

The  Copp,  Clark  Co. 
Limited 

495-517  Wellington  St.  West,  Toronto 


Specialize  on 
"Old  Bleach" 
linens  for  June 
wedding  gifts 


Most  brides-to-be  know 
these  famous  snowy- 
white  linens 

bleached  on  the  grass, 


just  like  grandmother's 
linen. 

Keep  your  stock  full. 
They're  always  good. 
Assort  from   Toronto. 

R.  H.  Cosbie   Limited 

Irish  Linen  Agency 

30  Wellington   Street   West 

TORONTO 
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CLEAN-UP  SALE 


GOING 


GOING 


GONE 


Regardless  of  cost  our  entire  stock  of: 

English  Curtains 

English  Laces 

Bedspreads 

Pillow  Cases 

Table  Covers 

Napkins 

Runners  and  Squares 

And  all  kinds  of  Swiss  Embroideries. 

Special,  2,000  pairs  of  Men's  Pants  must  be  cleared  at  once. 
All  going  below  cost. 


Tauber  Bros.  Co. 

67   ST.    JAMES   ST.  -  -  - 


MONTREAL 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 


ESTABLISHED  1849 


BRADSTREETS 

Office.  Throughout  the  Clvllired   World 


OFFICES  IN  CANADA : 


Calgary,   Alta. 
Edmonton,  Alta. 
Halifax,  N.S. 
London,  Ont. 


Ottawa,   Ont. 
St.  John  N.  B. 
Vancouver,   B.   C. 
Victoria,  B.  C. 
Hamilton,   Ont. 


Montreal,  Que. 
Quebec,  Que. 
Toronto,  Ont. 
Winnipeg,  Man. 


Reputation  gained  by  long  years  of  vigorous, 

conscientious   and   successful   work. 

THOMAS    C.    IRVING,   Gen-ralMa, 


Western     Canada 


TORONTO,  CANADA 


Not  an  Enterprise  for 
the"  Quitter  " 

K  "If  there  is  one  enterprise  on  earth,"  says  John  Wana- 
maker,  "that  a  'quitter'  should  leave  severely  alone,  it 
is  advertising.  To  make  a  success  of  advertising  one 
must  be  prepared  to  stick  like  a  barnacle  on  a  boat's 
bottom. 

If  "He  must  know  before  he  begins  it  that  he  must 
spend  money — lots  of  it. 

If  "Somebody  must  tell  him  that  he  cannot  hope  to  reap 
results  commensurate  with  his  expenditure  early  in  tne 
game. 

If  "Advertising  does  not  jerk;  It  pulls.  It  begins  very 
gently  at  first,  but  the  pull  Is  steady.  It  increases  day 
by  day  and  year  by  year,  until  it  exerts  an  Irresistible 
power." 
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TWO  BIG  LEADERS 

HOSIERY        and         GLOVES 

We    can    sort    up  your  stock    of    these    two    important 
lines  to    your    entire    satisfaction ,  giving    you    both 


In 


leasure     0     .  £ 

and  Satisfaction 


rofit 


GLOVES 

Long  Lisle  a    $2.25,  $3.25,  $3.60,  $4.50,  $6.50. 
Long  Silk,  double  tip,  (a>  $4.50,  $6.50,  $9.00,  $13.50. 
Long  Lace,  .+2.25,  $3.25,  $3.60,  $4.50. 
2  dome  Taffeta,  $2.25,  $3.60,  $4.50. 
2  dome  Lisle,  $1.80,  $2.25,  $3.00,  $3.60,  $4.00,  $4.50,  $6.5(  i 
2  dome  Lace,  $1.25,  $1.50,  $1.80,  $2.10,  $2.25,  $3.00, 
$3.50,  $4.50. 

Guaranteed  Kid  Gloves,  2  dome. 
Elise  and  Heldor  <a>  $9.00  }  Charles  IVnin's 

Murianette  and  Olive  a  $12.00/ Superior  qualities. 
Long  Kid  and  Short  real  Chamois,  etc.,  etc. 

HOSIERY 

Plain  Cotton,  <a>  .80,  .99,  $1.25,  $1.50,  $1.80,  $2.25. 
Plain  Lisle,  ®  $2.25,  $3.00,  $3.25,  $3.75,  $4.00,  $4.25, 

$4.50,  $6.25. 

( ianze.  Silk  or  Eeavy  Lisle. 
Split  Feet,  «  $2.25,  in  White.  Bal,  Natural  and  Black 

Wool. 
Silk  Ankle,  a  +2.2.*"),  $4.50,  $6.50. 
Silk,  a  $6.50,  $9.00.  $12.00,  $15.00,  $18.00,  $21.00. 
Lace  or  Full  Lace,   a  $2.25,  $3.00,  $3.25,  $3.60,  $4.00, 

.+4.50,  $6.50. 
Embroidered,  //  $2.25,  $3.25,  $4.00,  $4.50.  $6.50,  $9.00. 
Must  of  above  in  Black,  White.  'Pan  and  ( >pera  Shades. 
Full  lines  of  Little  Darling,  Daisy,  Buster  Brown's 
Sister  and  other  popular  lines  for  Children. 
We  also  carry  all  the  Leading  numbers   in  Chipman, 
Holton's  Plain  and  Ribbed  Hosiery. 
380,     Princess,     Rocknet,    Hercules,    Buster   Brown. 
Italian  Silk,  el.-.,  etc. 

Send  your  orders  for  the  above  to  us  and  be  sure  of 
getting  goods  delivered.  We  also  carry  good  lines  of 
ribbed  from  90c  doz.  to  $2.25  doz. 


The  W.  R.  BROCK  COMPANY  (Limited) 

Toronto 
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Theatrical  Chorus  Engaged  as  Store  Models 

Hudson's  Bay  Co.  of  Winnipeg  Had  Girls  Parade  With  New 
Spring  Garments — Nearly  100  Shown  in  Succession — Gowned  by 
Store  for  Dressmaking  Scene  on  Stage — Big  Hit  With  Public. 

Bv  a  Sta.T  Corrcsporulei't 


WINNIPEG,  May  5.— It  is  one 
thing  for  a  firm  to  send  their 
expert  buyers  to  Paris  to  secure 
the  last  minute  developments  in  fashion, 
and  it  is  another  thing  to  get  the  right 
class  of  people  to  come  to  the  store  to 
see  and  to  purchase  them.  Woman  will 
go  a  long  way  to  see  a  new  gown,  but 
usually  she  has  to  be  shown  how  that 
gown  is  going  to  enhance  her  beauty  be- 
fore she  becomes  a  purchaser.  Conse- 
quently the  better  the  model,  the  surer 
the  sale. 

Recently,  the  Hudson's  Bay  Co.,  Win- 
nipeg, have  been  co-operating  with  the 
theatre  on  a  most  elaborate  scale  in  or- 
der to  show  their  new  gowns,  suits,  etc., 
to  the  best  possible  advantage.  They 
argued  that  some  of  the  finest  models 
were  to  be  found  on  the  stage,  so  they 
engaged  nearly  a  whole  chorus  from  one 
of  the  most  successful  musical  comedies 
of  the  season,  and  had  these  girls  parade, 
wearing  Hudson's  Bay  gowns,  in  the 
store,  before  the  gaze  of  the  "elite"  of 
Winnipeg.  In  another  instance,  the 
gowns  worn  in  a  dressmaking  scene  were 
supplied  by  this  firm.  How  this  was 
successfully  achieved  with  the  co-opera- 
tion of  the  advertising  department  and 
extensive  advertising  is  described  in  this 
article. 

When  "The  Ham  Tree"  was  being 
presented  at  the  Walker  Theatre,  the 
Hudson's  Bay  Co.'s  Easter  Fashion  Re- 
vue was  about  due.  The  manager  of  the 
mantle  department  decided  that  better 
models  for  his  new  Spring  gowns  could 
be  secured  from  "The  Ham  Tree" 
chorus  than  out  of  his  store  or  anywhere 
in  the  city.  So  he  went  up  to  the 
Walker  Theatre,  and  over  the  foot- 
lights chose  the  finest-looking  girls  he 
could  see,  and  made  an  arrangement 
with  them  to  appear  at  the  Hudson's 
Bay  Co.'s  store  for  three  days,  from 
11.30  a.m.  until  1  p.m.  on  Tuesday  and 
2.30  to  4  on  Wednesday  and  Tluirsdav. 


during  which  time  they  would  parade  in 
the  new  gowns  for  the  scrutiny  of  Hud- 
son 's  Bay  customers. 

Advantages  of  These  Models. 

The  chief  arguments  in  favor  of  se- 
curing these  women  as  models  were,  first, 
that  they  were  almost  perfect  models 
for  this  purpose;  second,  that  they  were 
used  to  appearing  before  the  public,  and 
as  a  result  were  not  at  all  nervous;  and 
thirdly,  that  they  were  accustomed  to 
wearing  smart  garments,  and  had  all  the 
confidence  in  the  world  in  displaying 
nice  stuff.  The  method  of  display  was 
absolutely  new  to  the  Hudson's  Bay  Co., 
and  the  success  they  achieved  was  due 
principally  to  the  unusual  setting.  The 
system  used  was  "half  the  success  of 
the  show." 

It  was  arranged  as  follows : — Two 
girls  were  assigned  to  each  fitting  room, 
each  girl  and  each  garment  being  num- 
bered. One  fitter  was  allotted  to  each 
room  to  assist  the  model  in  making 
changes  quickly.  When  the  show  began, 
one  girl  was  taken  from  each  fitting 
room,  which  meant  that  six  to  eight 
girls  were  on  the  stage  at  one  time.  In 
this  manner  a  continual  series  of  gar- 
ments was  kept  upon  exhibition.  The  dis- 
play lasted  for  about  an  hour  and  a  half, 
during  which  time  there  were  shown 
from  70  to  100  garments. 

No  two  girls  on  the  stage  had  the 
same  appearance,  and  the  gowns  were 
matched  to  the  different  types.  The 
manager,  who  chose  the  gowns  for  the 
girls,  had  previously  taken  care  to  select 
girls  who  were  14,  16,  36  and  38  models, 
which  helped  out  on  the  assortment  of 
gowns  shown. 

The  orchestra  was  in  attendance,  and 
played  for  the  opening  sitting.  "Wear- 
ing of  the  Green"  was  given  while  four 
beautiful  green  garments  were  parading. 
Features  of  this  kind  characterized 
every  day  of  the  review.  Evening  gowns 
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were  shown  together  in  colors  that 
would  harmonize  on  the  stage.  Coats 
and  dresses  were  shown  in  combination; 
for  example,  after  showing  the  setting 
of  dresses,  models  would  parade  with 
coats  over  these  dresses,  after  the  dress 
had  been  shown  by  itself.  Thus,  they 
were  able  to  show  a  greater  number  of 
garments  in  less  space  of  time. 

Description  of  Stage. 

The  stage  was  made  the  full  length  of 
the  department,  and  was  retained  until 
after  Easter.  The  canopy  over  the  stage 
was  of  heavy  silkaline,  with  scalloped 
border.  The  top  of  the  canopy  was 
shirred,  lights  being  set  in  suitable 
points.  The  posts  were  covered  to  match 
the  color  of  the  canopy,  the  color  being 
helio.  The  stage  was  set  with  real  Easter 
lilies,  a  floral  scheme  being  secured  by 
using  climatis  throughout.  Cupids  about 
two  feet  high  on  a  mahogany  base  were 
made  specially  for  this  show,  and  were 
used  as  a  support  for  a  velvet  barrier 
rope. 

Blocked  the  Entrances. 

All  the  windows  of  the  store  were 
shaded,  and  the  lights  turned  on.  A 
Summer  touch  was  added  by  the  floral 
decorations  and  the  singing  of  scores  of 
canaries.  The  whole  thing  was  a  bril- 
liant success.  The  first  day 's  attend- 
ance was  just  large  enough  to  permit  the 
display  to  be  witnessed  comfortably.  On 
the  second  day,  the  building  was 
crowded;  and  on  the  third  day,  those 
who  came  late  could  not  get  near. 
Patrons  came  an  hour  before  the  open- 
ing to  secure  seats,  and  the  entrances 
were  completely  blocked. 

On  the  previous  week  the  Hudson's 
Bay  Co.  made  a  decided  hit  in  another 
co-operation  with  the  chorus  girl.  In  this 
case  "The  Quaker  Girl"  was  being  pre- 
sented at  the  Walker  Theatre.  The 
manager  of  the  mantle  department  con- 
ceived the  idea  of  gowning  the  girls  in 


DRY    GOODS    REVIEW 


View  of  the  stage  in  the  Hudson  Bay  Co.'s  Winnipeg  store,  showing  the 

chorus  girls  as  mannequins,  displaying  Spring  costumes. 


The  Dressmaking  Scene  of  Act  2.  Ho 
made  arrangements  with  the  manage- 
ment, who  had  the  girls  visit  the  Hud- 
son's Bay  store,  where  they  were  fitted 
with    the   best   gowns    (he    firm    had    in 

stock. 

To  secure  publicity  for  the  store  (and 
ii  was  one  of  the  best  advertisements 
i\cr  attempted)  an  elaborate  statement 
of  what  had  been  done  was  inserted  in 
(lie  store's  ad.  in  the  city  newspapers. 
Tliey  also  took  the  two  centre  pages  of 
the  Walker  Theatre  programme,  in 
which  they  showed  seven  cuts  of  gar- 
ments, right  across  the  two  pages,  in 
large  letters  announcing  that   the  gowns 


worn  by  the  show  uirls  in  The  Dress- 
making Scene  were  supplied  by  the  Hud- 
son's Bay  Co.  More  publicity  was  se- 
cured through  society  and  theatrical 
notes  in  the  local  newspapers,  the 
writer-  of  which  drew  attention  to  the 
-owns  worn.  Afterwards  the  gowns  were 

sold   to  the  girls   who   had    worn   them. 

Such  methods  as  these  may  appear 
very  expensive  at  first  sight,  but  it  is  a 
most  effective  way  of  reaching  the  pub- 
lic who  wear  expensive  gowns.  The 
Hudson's  Bay  Co.  freely  admit  that 
these  elaborate  advertising  schemes  have 
paid  for  themselves  well  in  the  amount 
of  business  secured. 


In  an  advertisement  the  Company 
used  the  prominent  heading: 

"Beautiful  Gowns  and  Beautiful 
Women." 
and  went  on: 

Have  you  -ecu  the  fashion  parade  of 

Hudson '-  Bay  Pa  '1  hats  in 

Q  taker  <iirl  at  the  Walker  Theatre! 

Stunning  gowns  and  beautiful  women 
are  the  Fascinating  feature  <>f  the  sec- 
ond act  of  the  "Quaker  Girl."  playing 
all  this  week  at   the  Walker  Theatre. 

It  i>  an  authentic  fashion  review  of 
(he  late-t  developments  in  Paris  and 
New  York  -owns  and  hats  from  the 
Hudson's    I  Say    Company. 

The  second  act  is  laid  in  the  show- 
rooms of  a  Parision  modiste,  and  where 
could  there  he  a  more  fitting  background 
for  the  display  of  French  gowns  f 

It  is  regarded  as  one  of  the  most 
elaborate  fashion  parad.es  that  has 
graced   the    Walker  Theatre  stage. 

Our  leader-  will  lie  interested  in  a 
•'pen  picture"  of  a  few  of  these  gowns: 

Mi--  Gerard,  the  prima  donna,  v. 
a  -mart  costume  of  red  crepe  which  em- 
bodies  the  puff  bustle  and  short,  loose- 
fitting  coat,  worn  over  a  shadow  waist. 
Dresden  silk  in  grey  and  red  tone-  are 
used    for  the  girdle   and   jacket    lining. 

Miss  Bernice  McCabe,  the  very  youth- 
fid  ami  wm-'  me  leading  lady,  appears 
;n  a  shimmering  -at  in  of  misty  blue. 
dimmed  by  the  wide  band  of  diamonted 
trimming,  which  finishes  the  overskirt 
of  ninon.  The  ninon  and  satin  are  com- 
bined in  a  daintx  bodice,  lint  the  fea- 
ture of  the  gown  is  a  Persian  irirdle 
overshot  with  gold  thread,  in  which  an 
1 1  ontinncd  on  page  19.) 


Spring   Fashion  Window   in  Hudson  Baj   I  o    -  store.     Note  the  soft,  curtained  bacl 
the  spare,  yel  sufficient  showing  of  flowerBj  the  two  figures  draped  according  to  the 
latest   fashions,  with  .t  third  bo!   facing  the  corner  of  the  double  window; 
and   the  accessories,  including  hats,  ^b>\c-.     and  -hoes. 
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Ocean  Freight  Rates  to  Royal  Commission 

If  Belief  is  Delayed  Until  This  Reports  It  Will  Be  Tardy— Com- 
mission Arrives  in  August — Tables  Show  Big  Increases  in  Charges 
in  Past  Seven  Years. 


THE  definite  announcement  that  the 
Dominions'  Royal  Commission, 
appointed  as  a  result  of  the  Im- 
perial conference,  and  which  is  now  sit- 
ting in  South  Africa,  is  to  come  to 
Canada  in  August  to  open  an  inquiry 
under  a  schedule  which  includes  prac- 
tically any  or  all  things  in  regard  to  the 
trade,  commerce  and  resources  of  the 
country  and  their  relation  to  the  Empire 
generally,  and  the  other  dominions  in- 
dividually, brings  again  into  the  lime- 
light the  important  commercial  question 
of  ocean  freight  rates.  This  vexed  prob- 
lem was  referred  to  the  commission  as 
one  of  the  matters  to  be  inquired  into  in 
Canada,  but  whether  the  Government 
will  wait  until  the  report  of  the  com- 
mission is  made — which  will  undoubtedly 
necessitate  considerable  delay — or  whe- 
ther the  forces  which  are  being  brought 
to  bear  will  have  the  effect  of  some  more 
immediate  effort  being  made  to  relieve 
the  situation,  as  has  been  demanded  by 
the  Associated  Boards  of  Trade  and  the 
Dominion  Millers'  Association  and  other 
organizations,  remains  to  be  seen.  The 
last  word  from  Ottawa  in  connection 
with  the  matter  was  spoken  in  the 
budget  speech  of  Hon.  W.  T.  White, 
when  he  said  that  the  matter  was  having 
consideration. 

That  anything  to  be  accomplished  by 
the  inquiry  of  the  Dominions'  Royal 
Commission  will  require  a  considerable 
length  of  time  to  work  out  may  be 
readily  seen  when  the  scope  of  the  in- 
quiry to  be  made  is  considered,  and 
when  it  is  also  pointed  out  that  the  com- 
mission is  to  visit  all  the  colonies  and 
make  investigations  in  each.     The   pro- 


gramme of  the  inquiry  as  sent  out  by 
the  local  officer  of  the  commission, 
Deputy  Minister  0  'Hara,  of  the  Depart- 
ment of  Trade  and  Commerce,  states 
that  the  commission  was  appointed  for 
the  purpose  of  inquiring  into  and  re- 
porting upon  the  natural  resources  of 
the  dominions  of  the  Empire,  the  de- 
velopment of  such  resources  and  the 
facilities  which  may  exist  or  may  be 
created  for  the  production,  manufacture 
and  distribution  of  articles  of  commerce 
in  the  dominions.  Under  this  broad  pre- 
amble are  included  the  questions  of  food 
and  raw  materials  and  the  available 
sources  of  the  same;  steamship  services, 
postal  facilities,  telegraph  services,  har- 
bor accommodations,  freights  and  bills 
of  lading,  railway  transportation  and 
railway  finance,  agriculture,  minerals, 
forests,  fisheries,  irrigation  and  water 
powers.  In  connection  with  trade,  the 
British  Empire  trade  mark  proposal  is 
to  be  considered  as  well  as  the  prepara- 
tion of  statistics  and  means  of  dealing 
with  misrepresentation  and  misdescrip- 
tion, also  a  system  of  trade  commis- 
sioners. Under  the  head  of  legislation 
comes  such  matters  as  the  double  income 
tax  and  death  duties,  patent  rights  and 
the  codification  and  consolidation  of  the 
commercial  laws  of  the  Empire.  The 
commission  is  also  to  consider  the  estab- 
lishment of  a  board  of  Imperial  confer- 
ence and  the  creation  of  a  fund  for  its 
duties  in  connection  with  the  develop- 
ment of  the  Empire  and  its  resources 
and  an  Empire  development  board  for 
the  purpose  of  arranging  loans  for  Im- 
perial enterprises  on  the  most  favorable 
terms. 


In  detail,  some  of  the  definite  projects 
to  be  considered  are :  The  All-Red  route 
for  improvement  of  the  mail  service;  the 
betterment  of  the  cable  facilities  and 
reduction  of  rates;  the  alleged  cheapness 
of  ocean  rates  between  continental  ports 
and  ports  of  the  United  States,  as  com- 
pared with  ports  of  Great  Britain,  and 
the  control  of  freight  rates  between  Can- 
ada and  the  United  Kingdom. 

The  Case  of  the  Importers. 

The  announcement  of  the  date  of  the 
visit  of  the  commission  to  Canada  means 
that  steps  will  be  taken  at  once — and,  in 
fact,  are  already  being  taken — for  the 
preparation  of  a  great  mass  of  material 
in  connection  with  the  whole  question 
of  transportation  rates,  not  only  cover- 
ing the  ocean  rates  in  themselves,  but 
comparative  figures,  combinations  with 
overland  rates,  etc.  Different  Boards  of 
Trade  are  now  communicating  one  with 
the  other  in  connection  with  the  matter; 
the  Manufacturers'  Association  has  had 
notification  of  the  sitting,  and  will  un- 
doubtedly be  strongly  represented;  the 
Dominion  Millers'  Association  is  vitally 
interested,  and  the  wholesale  importers 
are  perhaps  more  concerned  than  any 
other  class. 

At  this  time  it  is  interesting  to  review 
briefly  the  case  of  the  exporters  and  the 
importers  in  connection  with  the  remark- 
able advance  in  ocean  freight  rates,  and 
the  steamship  conference,  as  presented 
in  the  House  of  Commons  when  it  was 
urged  that  the  Government  do  some- 
thing to  relieve  the  situation,  which  was 
followed  by  the  suggestion  to  establish 
(Continued  on  page  13.) 


STATEMENT  OF  RATES  FROM  F.O.B.  BRITISH  PORTS  TO  CANADIAN 

ATLANTIC  PORTS 


Winter — years 

Winter — years 

Su  rmer 

Years 

Years 

Commodities. 

1907-08 

1909-10 

1910 

1911-12 

1912-13 

Dry  Goods 

15s  measure 

17s  6d  measure 

22s  (id  measure 

25s  measure 

27s  6d  measure 

Carpets 

12s  6d  measure 

12s  6d  measure 

20s  measure 

22s  6d  measure 

boxes 

Linoleum 

12s  6d  weight 

12s  6d  weight 

20s  weight 

22s  6d  weight 

30s  measure  bales 

Crockery 

10s  ton  weight 

15s  ton  weight 

17s  6d  weight 

20s  weight 

25s  measure 

Hardware 

15s  weight  or 

15s   weight    or 

20s  weight  or 

25s  weight  or 

25s  weight 

measure 

measure 

measure 

measure 

22s  6d  weight 

8s  6d  weight 

12s  6d  weight 

12s  (id  weight 

15s  weight 

27s  6d  weight  or 
measure,  value 
under  £100  per  40 
cubic  feet 
40s   weight   or 
measure  value 
over  £100  40  cubic 
feet 

Bolts  and  Nuts 

17s  6d  weight 
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How  Boys  Whistled  Trade  to  a  Barrie  Store 

Procession  of  Lads  Used  by  George  Vickers  to  Advertise  White- 
wear  Sale  Twenty  Suits  Free  to  Boys  Who  Discovered  Their 
Partner  on  the  street  Changing  Around  Departments  in  Store 
Prevents  Staleni 

Bj   a  St 


BA.RRIE,    Maj    ■">.     For    over   twelve 
yea] 

own  proprietor,  George  Vickers 
been  on  the  look-out  for  original 
turn-  in  his  business  dealings  with  the 
public  that  will  focus  their  attention 
and  draw  their  trade.  Two  of  these 
ideas  are  illustrated  here:  a  whitewear 
sale,  and  another  plan  in  which  boys 
figured  even  more  prominently. 

The  former  was  intended  to  draw  at- 
tention to  the  annual  whitewear  sale, 
and  a  group  of  boys  were  engaged  to 
parade  the  principal 
streets  with  banners 
on  poles,  bearing  the 
inscription  in  red  let- 
tering on  white.  The 
lads  had  on  white 
kimonos,  with  red  trim- 
ming, and  made  quite 
an  effective  array. 

In  order  to  insure 
some  order  in  the 
march,  Mr.  Vickers 
grave  them  half  an 
hour's  drill  in  an 
upper  room  in  the 
store  before  they  sal- 
lied forth,  and  told 
them  to  "march  and 
behave  like  men." 
Half  an  hour  after 
they  had  left  lie  re- 
ceived a  'phone  mes- 
from  Allandale. 
now  a  ward  of  Barrie, 
1 1  i  miles  away  from 
the  store,  stating  that 
they  wore  marching 
like  regular  soldiers 
through  the  street-. 
whistling  all  the  time, 

and      the     scheme      was 

"  making  quite  a  hit." 

The    w  histliiiL'    was    pari     of    the    pro- 

nae,  and  at  I  racted  as  much  atten- 
tion probablj  as  the  banners,  This,  too, 
was  part  of  t  be  advance  training. 

A  Priend  of  Mr.  Vickers,  hearing  of 
t be  plan,  tried  it  out  himself,  tint  it  hap- 
pened t  bat  t  he  w  eather  was  \  erj  cold  on 
t  hat  day,  and  t  he  boj  b  soon  broke  from 
the    ranks   and    Pound    their    waj    to    a 

warmer    shelter    than     the     kimonos    ami 

standards  pro\  ided. 

\  second  illust  ra1  ion  shov.  -  Bcores  of 
boj  b  throt  e  doors  in  Pront.  These 

looking  Por  their  "double"  or  ' ' dup 

\     ale  of  boj b'  suits  had  been 


ui\  en  out  on  r<  q  lest.  Bach  bu  <  in  was 
numbered,  and  for  twenty  there  was  a 
duplicati  number.  So  the  boys  were 
trying  to  find  their  "mate.'"  The  ma- 
jority of  them  did  so,  and  as  a  reward 
each  pair  received  tree  of  charge  a  new 
-ii i t  of  clothes.  One  Barrie  boy, 
coupling  up  with  the  one  whose  number 
was  the  same  as  his,  found  he  had  come 
from  Cookstown,  fourteen  miles  away. 
This  sale,  like  that  of  whitewear,  was  a 
greal  success. 


Procession  o.l   boys  in  white  kimonos  with  red  trimming,  carrying  banners 
with  red  lettering  on  white.    This  band  whistled  all  along  the  route. 


Booth  at  Fall  Fair. 

Another    form    of  advertising   that    is 
can  nil     out     everj     >ear    is    at     the     Kail 

Pair.  Here  the  store  has  a  booth,  and 
one  year  specialized  on  corsets  and 
stockings.  An  unusual  combination, 
some  maj  think,  l>ut  both  are  lines  that 
Mr.  Vickers  is  particularly  interested  in 
Prom  a  selling  point  of  \  iev  ;  and,  in- 
deed, he  almost  treats  each  as  a  depart- 
ment by  itself.  The  display  certainly 
\>a-  such  as  to  attract  attention,  even 
among  hundreds  of  others,  each  benl  on 

the  Bame   result.      A    big  streamer   across 

the  top  had  a  legend  on  each  end 
fending: 


Geo.   Vickers. 
Barrie 's  Specialty      Stocking   Store. 

Towards   the   centre   were    two    more 
signs  painted  in  the  streamer: 
Geo.   Vickers. 
Barrie 's  Big    Corset  Store. 

Under  this  were  rows  of  stockings. 
v  bite,  colored  and  black,  and  lower  down 
two  rows  of  forms  with  corsets  over 
them.  Palms,  in  addition,  gave  a  touch 
<.;    nature  to  the  booth. 

One  of  Mr.  Vickere'  beliefs  in  ••some- 
thing new  and  differ- 
ent "  he  carries  out  in 
the  arranging  of  his 
store.  The  linen  de- 
partment may  be  here 
one  month  and  be 
moved  across  to  the 
other  side  the  next,  or. 
rather,  once,  say  in 
six  month  s.  The 
v  has  traveled 
about  six  times  in  a 
ten-year  period.  Even 
the  dress  goods,  which, 
as  in  nearly  every 
Barrie  store,  is  on  the 
Bide  on  entering, 
shifted  across  to  the 
other  side  for  a  short 
time.  In  fact,  about 
the  only  departments 
that  have  not  experi- 
enced a  change  have 
been  the  men's  wear 
and  milliner] 

•  •  It      lias     a  1  w  a  y  s 

seemed    to   me    that    a 

store,  if  it  is  kept  with 

the    same  arrangement 

year    after 

'stale,'     not     only     for 

inside,  but  the  public,  and  the  one 

i-  as  important  as  the  other.  The  novelty 

up    a    new    interest    for    every    one. 

But  more  than  that,  it  enables  the  clerks 

t    to  know   the  stock   better  when  it 

is  moved  and  shifted  this  way  and  that. 

ami    where    they    follow     tie     customer 

from  one   pari    to   another,  as   here,   this 

1  et  omes    \  erj    important. 

Besides  the  weeklj   newspaper  adver- 
tising,    Mi.    Vick  -     circular-.    ■ 
method  common  to  nearly  all  the  Barrie 
-tores,    which    draw    trade    from    ai 
tcllenl  country  district  for  nearly  twenty 

miles. 

His    window-    arc    good,    practical    dis- 
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Group  of  boys  in  front  of  Geo. 
Viekers'  store  ready  to  start 
on  search  for  their  mates — 
and  a  free  suit  of  clothes. 


plays  of  merchandise.  He  does  not  be- 
lieve the  store  in  a  town  has  much  tim: 
for  elaborate  backgrounds.  "Let  me 
put  out  a  few  mantles  on  figures,  and 
price  tickets  on  them,  and  I'll  sell 
them,"  he  declared.  His  ready-to-wear 
department,  by  the  way,  is  experiencing 
the  growth  of  all  well-conducted  ones  in 
Canada,  and  he  has  given  up  a  dress- 
making section  entirely. 

Bouquets  of  Flowers  Daily. 
One  feature-  of  this  busy  store  that  is 
worth   noting   is   a   bouquet   of   flowers. 


This  the  proprietor  calls  a  "hobby"  of 
his.  Perhaps  it  arises  out  of  his  love  of 
gardening;  but,  anyway,  a  bouquet 
of  flowers  stands  on  a  counter  near  the 
entrance  nearly  every  day  in  the  year, 
supplied  out  of  his  own  garden  in  season, 
and  later  hohouse  flowers. 

"It  appeals  to  women,  for  99  per  cent, 
of  them  love  flowers,"  said  Mr. 
Viekers.  "It  is  nice  for  them  on  coming 
in  to  be  met  that  way,  I  think."  It  is 
a  pleasant  touch  in  the  garniture  of  the 
store. 


Whole  Holiday  Every  Fortnight 


This  is  the  only  dry  goods  store  in 
town  that  does  not  close  on  Wednesday 
afternoon  during  the  Summer.  From 
the  managerial  standpoint  this  half  holi- 
day is  not  a  good  thing  in  a  Summer 
town  with  a  large  agricultural  district 
surrounding  it,  where  necessity  often 
calls  for  a  trip  to  town  on  Wednesdays. 
Not  only  are  these  visitors  disappointed 
to  find  stores  closed,  but  the  tourist 
trade,  which  is  increasing  every  year  in 
Barrie,  gets  an  unfavorable  impression 
if  business  places  are  closed. 

This  firm  would  go  even  farther,  how- 
ever, so  far  as  the  actual  total  of  hours 
for  their  employees  are  concerned,  and 
favor  shutting  up  every  day  at  five 
o'clock,  and  this  will  be  done. 

The  Wednesday  holiday  is  observed  in 
a  manner  that  the  firm  consider  more 
beneficial  for  their  clerks.  Starting  with 
the  first  of  June  the  staff  is  divided  into 
two  sections  and  the  whole  day  is  given 
to  each  every  two  weeks,  one-half  the 
staff  thus  being  absent  for  the  whole 
of  Wednesday.  Thus  a  continuous  serv- 
ice to  the  public  is  retained,  and  a  full 


holiday  given  the  staff  every  fortnight, 
in  addition  of  course,  to  the  regular 
annual  holidays. 

@ 

OCEAN  FREIGHT  RATES  TO  ROYAL 
COMMISSION. 

(Continued  from  page  11.) 

a  Government  line  of  ships  or  that  a  new 
line  be  subsidized.  The  inquiry  was 
placed  in  the  hands  of  the  chairman  of 
the  Railway  Commission,  Mr.  Drayton, 
and  on  his  recommendation  was  referred 
to  the  Dominions'  Royal  Commission. 

The  accompanying  table  shows  at  a 
glance  what  the  increase  in  the  rates  has 
meant  to  some  lines  of  trade,  and  exem- 
plifies the  justice  of  the  business  men  of 
all  sections  in  protesting  against  the  ex- 
cessive charges.  The  discriminatory 
condition  whereby  continental  goods  are 
shipped  for  less  via  England  than  goods 
from  that  country  has  already  been 
dealt  with  in  The  Review. 

This  table,  however,  is  only  one  fea- 
ture of  a  mass  of  statistical  information 
regarding  rates  which  lias  been  prepared. 
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With  the  arguments  in  figures  it  was 
pointed  out  that  the  Government  and  the 
people  of  Canada  had  expended  large 
sums  of  money  in  undertakings  to  im- 
prove transportation  facilities;  internal 
carrying  had  been  cheapened  and  the 
rates  had  been  largely  brought  under 
public  control;  on  the  other  hand,  ocean 
rates  had  been  steadily  advanced.  When 
the  ocean  liners  were  free  to  compete, 
the  rates  were  reasonable,  but  the  indi- 
vidual owners  had  been  replaced  by  the 
big  companies,  and  ultimately  the  steam- 
ship conference  had  been  formed,  con- 
trolling the  rates  on  the  North  Atlantic. 
The  shippers  alleged  nothing  short  of  a 
monopoly,  with  the  squeezing  out  of  the 
individual  owners,  and,"  while  the  efforts 
in  Canada  had  resulted  in  cheaper  inter- 
nal transportation,  the  advantages  so 
gained  had  been  lost  by  the  raising  of 
the  ocean  rates. 

It  was  pointed  out  that  the  efforts  of 
the  Manufacturers'  Association,  the  re- 
tailers, and  the  Boards  of  Trade  had 
been  without  effect  in  securing  relief  by 
the  control  of  rates  or  otherwise;  it  was 
found  impossible  to  offset  the  organiza- 
tion of  shipowners  by  a  similar  combina- 
tion, and  so  the  demand  was  made  for 
irterference  by  the  Government. 


EARLY  CLOSING  AT  GALT. 

Gait's  new  early  closing  by-law  went 
into  effect  on  April  20.  Under  it  every 
retail  store  in  the  various  lines  of  busi- 
ness is  compelled  to  close  at  seven 
o'clock  in  the  evening,  except  on  Satur- 
day nights  and  the  nights  before  holi- 
days. The  petition  to  the  council,  which 
was  largely  responsible  for  the  by-law 
being  passed,  was  almost  unanimously 
signed  by  the  merchants.  Some  three 
hundred  clerks  are  affected  by  the  new 
regulations,  and  the  public  is  being  ap- 
pealed to  do  everything  possible  to  make 
the  new  measure  effective. 


DRY    GOODS    R  E  V  I  E  \V 


View  of  Handsome  Ladies'  Store  Opened  in  Ottawa 


No.  1. — E  x  c  <  p 
tionally  attractivt 
double  entranct 
on  Sparks  strut. 
giving  high  class 
air  to  this  exclu- 
aivi  store. 


No.  2.— View    of 

nit i  nor  showing 
solid  mahogany 
fittings,  w  i  t  h 
handsome  mezza- 
ii  i in  floor  and  bal- 
No  t  '•'  o 
articles  in 
an   alike. 


Illustration  No.  1 


Illustration   \". 
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High-Class  Ladies'  Store  Opens  in  Ottawa 

Darwin's,  With  Double  Entrances,  Handsome  Mahogany  Equip- 
ment, Mezzanine  Floor  and  Balconies  for  Goods  —  No  Two 
Articles  Alike. 

(By  n  Staff  Correspondent.) 


OTTAWA,  March  30.— The  newest 
store  in  Ottawa  is  known  as  the 
House  of  Styles  for  Ladies,  of 
which  the  proprietor  is  Mr.  Darwin, 
who  already  has  stores  in  Paris  and 
Montreal.  This  new  store,  which,  by 
the  way  is  new  to  Ottawa  in  more  ways 
than  one,  is  located  in  the  new  Union 
Bank  Building,  with  frontage  on  Sparks 
street,  near  the  corner  of  Metcalfe,  right 
in  the  heart  of  the  uptown  shopping 
district. 

Though  only  opened  less  than  a  month. 
Mr.  Darwin  says  the  volume  of  business 
he  has  done  has  been  much  greater  than 
he  expected.  No  less  than  8,000  people 
visited  the  store  the  first  day  it  was 
opened. 

The  stock  includes  millinery,  hair 
goods,  such  as  wigs,  toupees,  switches, 
ornaments,  which  are  on  the  spacious 
main  floor;  gowns,  costumes  and  blouses, 
on  the  balcony  floor.  At  the  rear  of  the 
main  floor  are  the  hair-dressing  and 
manicuring  parlors.  The  work  and  fit- 
ting rooms  are  located  at  the  far  end  of 
the  balcony  floor. 

Unusual  Entrances. 
All  the  interior  fittings  are  in  solid 
mahogany,  while  the  furnishings  are  in 
green,  rose  and  white,  so  arranged  as  to 
give  a  harmonizing  and  elegant  effect. 
The  windows  are  of  an  exceptionally  at- 
tractive design  as  the  illustration  here- 
with shows  and  are  about  eight  feet 
high.     There  are  two  doors  leading  from 


Sparks  street  and  one  from  the  main 
rotunda  of  the  bank  building.  The  main 
floor  measures  75  by  30  feet  on  which 
the  millinery,  hair  goods,  ornaments,  per- 
fumes, etc.,  are  displayed  in  the  most 
modern   show  eases. 

Rest  Room  on  Mezzanine  Floor. 
From  the  centre  of  the  main  floor  a 
wide  staircase  leads  to  the  balcony, 
where  the  gowns,  costumes  and  blouses 
are  arranged  in  mahogany  cases  with 
sliding  glass  panel  doors.  Immediately 
over  the  main  door  way  on  the  mezzan- 
ine floor  is  the  rest  room,  provided  with 
telephone,  writing  materials  and  other 
conveniences,  for  customers.  It  is  rich- 
ly furnished  in  a  color  scheme  of  green 
and  rose.  From  this  room  an  unbroken 
view  of  Sparks  street  below  can  be  ob- 
tained. 

No  Two  Articles  Alike. 

Mr.  Darwin  says  that  all  his  stock 
is  purchased  direct  from  the  manufac- 
turers in  Paris,  London  and  New  York 
and  that  everything  in  the  store,  sucn 
as  hats,  gowns  and  costumes,  is  original. 
No  two  hats  in  the  store  are  alike,  so 
that  any  lady  buying  a  hat  from  Dar- 
win's will  not  see  its  duplicate  any- 
where. This  also  applies  to  other  wear- 
ing apparel.  All  the  work,  including 
the  making  of  hair  goods,  is  done  on 
the  premises. 

Strictly  cash  is  the  principle  on  which 
the  business  is  beinu'  run. 


Garnishee  Amendment  Beaten 

Fight  of  Retailers  Powerless  Against  Strong- 
Labor  Rally  in  Legislature — Good  Fight  by 
J.  R.  Dargavel,    M.P.P.,   and   the   Association. 


AFRAID  apparently  of  the  votes  of 
the  Toronto  labor  men,  the  Legal 
Committee  of  the  Ontario  Legisla- 
ture, at  the  end  of  April,  considered 
adversely  and  threw  out  the  amendment 
to  the  Garnishee  Act,  which  the  Ontario 
Retail  Merchants  have  been  for  a  long 
time  trying  to  get  on  the  statute  books. 
J.  R.  Dargavel,  M.P.P.,  for  Leeds, 
and  a  general  merchant  himself, 
fathered  the  amendment,  the  chief  clause 
of  which  was: — 

Every  debt  due  or  accruing  due 
to  a  mechanic,  workman,  laborer,  serv- 
ant, clerk  or  employee  for  or  in   re- 


spect of  his  wages,  shall  be  exempt 
from  seizure  or  attachment  to  the  ex- 
tent of  one-half  of  the  amount  so  due 
or  accruing  due. 

A  Help  to  the  Honest  Wage  Earner. 
Before  the  Legal  Committee,  among 
the  personnel  of  which  were  to  be  seen 
such  political  and  legal  lights  as  Hon.  J. 
J.  Foy,  attorney  general  (chairman) ; 
Hon.  W.  J.  Hanna,  Hon.  Dr.  Pyne,  Hon. 
W.  H.  Hearst,  W.  D.  McPherson,  K.C, 
and  W.  S.  Brewster — Mr.  Dargavel  pre- 
sented concisely  and  fairly  the  reason 
why  the  change  was  asked.  "No  one  who 
is  honest,"  he  said,  "could  take  any  ex- 
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ception  to  such  an  amendment.  In  any 
case  it  leaves  the  debtor  half,  and  it 
would  tend  to  make  the  credit  of  the 
honest  wage  earner  better  in  times  of 
stress. 

"It  also,"  added  the  speaker,  "tends 
to  provide  against  the  dishonest  debtor 
getting  out  of  an  honest  debt." 

Just  as  Mr.  Dargavel  concluded  in 
came  a  number  of  labor  men. 

This  was  evidently  too  much  for  the 
timid  ministers  and  members  of  the 
i-ommittee,  and  one  after  another,  Mc- 
Pherson, Brewster,  etc..  opposed  it  with 
the  old  saws  that  "retailers  had  the  mat- 
ter in  their  own  hands;"  "$25  was 
little  enough  to  leave  a  man,"  etc.,  etc. 
Hinges  on  Organization. 

The  entire  proceedings  impressed  one 
with  the  fact  that  "organization,  organi- 
zation, organization,"  is  the  only  remedy 
for  the  injustices  besetting  the  trade. 
The  labor  men  are  united.  The  members 
of  Parliament  know  it  and  it  does  not 
appear  that  the  retail  trade  will  be  able 
to  get  many  concessions  from  the  Gov- 
ernment unless  its  members  can  show  a 
united  front  that  will  awe  the  legislators 
into  serious  consideration  of  their  just 
dues. 

Much  Work  Expended. 

The  fight  of  the  Ontario  merchants 
for  an  amendment  to  the  Garnishee  Act 
has  been  a  long  one.  Petitions  were  got- 
ten out,  and  circulated  all  over  Ontario, 
came  back  with  hundreds  and  thousands 
of  signatures  and  towards  the  end  of  the 
year  these  were  placed  in  the  hands  of 
the  solicitor.  Cabinet  ministers  were 
approached  from  time  to  time,  and 
while  they  invariably  shied  one  way  and 
another,  they  stated  the  question  would 
come  up  in  due  course,  yet  little  was  ac- 
complished until  a  couple  of  months  ago 
when  the  secretary  went  personally  to 
the  Parliament  Buildings  and  got  after 
the  Attorney-general.  The  latter  refer- 
red him  to  J.  R.  Dargavel,  M.P.,  for 
Leeds,  and  Mr.  Dargavel  was  found  to 
be  a  true  friend  of  the  merchants.  He 
agreed  to  father  a  bill  which  would 
amend  the  Garnishee  Law.  The  amend- 
ment was  somewhat  different  from  what 
the  petition  called  for.  The  latter  asked 
that  the  $25  which  the  debtor  was  per- 
mitted by  law  to  retain  in  case  of  garni- 
shee, be  reduced  to  $10.  This  request 
was  deemed  fair  inasmuch  as  the  ma- 
jority of  people  are  now  paid  weekly, 
and  that,  therefore,  there  was  seldom 
(Continued  on  page  19.) 


New  Western  Freight  Rates  Under  Analysis 

Benefit  to  the  Provinces  West  of  Manitoba  —  Retailers  Should 
l\Y;ip  Considerable  Advantage  —  Reduction  of  About  V/2  Per 
Cent. — Some  Interesting  Figures. 


THAT  the  retail  merchants  of  Al- 
berta. Saskatchewan  and  British 
Columbia  will  be  materially  bene- 
fited by  the  decision  of  the  Dominion 
Railway  Commission  in  the  Western 
rates  case  is  evident  after  a  study  is 
made  of  the  application  of  the  new  rate 
schedules,  although  in  the  general  ten- 
dency towards  unsettled  prices,  in  the 
West  at  the  present  time,  the  propor- 
tion of  benefit  to  consumer,  retailer  and 
jobber  may  not  be  definitely  de- 
fined. To  the  wholesaler  there  is  little 
change,  although  there  is  evidently  a 
direct  saving  to  eastern  houses  of  about 
one  cent  per  hundred  pounds  on  west- 
ern orders,  this  being  the  reduction  in 
the  rate  between  the  head  of  the  Lakes 
and  Winnipeg. 

To  summarize  the  order  of  the  com- 
mission briefly  it  may  be  stated  that  the 
principal  provision  is  to  put  the  rates 
for  Saskatchewan  and  Alberta  on  the 
same  basis  as  Manitoba,  and  to  make  an 
even  more  substantial  reduction  on  the 
proportionately  higher  rates  in  British 
Columbia.  The  lower  Manitoba  rates, 
officials  say,  were  responsible  for  the 
whole  inquiry  inasmuch  as  the  cities 
further  west  objected  to  any  discrimina- 
tion. 

Dates   Back   to   1901. 

The  Manitoba  rates  were  on  the  same 
basis  as  the  other  prairie  provinces  from 
the  year  1882  until  1901;  during  the 
latter  year  the  Canadian  Northern 
sought  Government  aid  in  bond  guaran- 
tees to  take  over  the  Northern  Pacific 
and  the  price  of  this  assistance  was 
fixed  in  a  rate  agreement  providing  for 
a  reduction  of  about  7y2  per  cent,  in 
the  province,  and  the  C.  P.  R.  of  course 
adopted   the  same  schedule. 


With  Albeit  a  and  Saskatchewan  on  a 
rate  schedule  showing  a  7^j  per  cent. 
redaction,  the  benefit  to  the  retailer  is 
evident  as  the  Winnipeg  trade  basis 
may  be  expected  to  hold  so  far  as 
wholesale  prices  are  concerned;  the  fur- 
ther west  of  the  Manitoba  boundary 
the  greater  the  reduction. 

The  decision  is  evidently  received  with 
considerable  satisfaction  in  the  West. 
It  is  not  all  that  had  been  asked  for; 
western  rates  are  still  higher  than  east- 
ern, and  Manitoba  gets  no  reduction,  but 
the  attitude  generally  seems  to  be  that 
a  half  loaf  is  better  than  none  and  the 
example  established  of  the  way  the  Rail- 
way Commission  may  be  expected  to  use 
its   powers  is  significant. 

Passive   Disapproval. 

The  attitude  of  the  railways  may  be 
taken  as  one  of  passive  disapproval.  An 
appeal  might  be  made  to  Parliament  but 
the  Grand  Trunk  and  Canadian  North- 
ern are  not  likely  to  do  so  in  view  of 
what  they  are  already  seeking  at  the 
Capital,  while  the  C.  P.  R.  would  hardly 
take  the  initiative  in  view  of  its  strong 
financial  position,  which  the  West  claims 
it  has  been  responsible  for  largely  at 
its   own   expense. 

Generally  speaking,  from  the  financial 
standpoint,  however,  the  decision  is 
affecting  the  standing  of  Canadian 
railway  stocks,  as  might  be  expected. 
Not  only  is  the  reduction  likely  to  prove 
a  considerable  factor  in  profits  but  there 
is  the  significant  precedent  established 
of  the  powers  of  the  Railway  Commis- 
sion in  regard  to  freight  rates — powers 
which  the  members  have  shown  an  in- 
clination to  make  use  of. 

Eastern  wholesalers  generally  sell  to 
the  western  trade  on   the  Winnipeg  mar- 


EXAMPLES  OF  NEW  RATES  FROM  THE  LAKE  TERMINALS. 

Classes—    1        2  3        4  6        6      It" 

Regina Old     154    129  102      77  68      59    34 

New     1  Hi     L22  98      73  65      56     33 

Moose    .Jaw    Old       159      132  106        7!)  71        til      36 

New     L53     128  102       77  69      00    35 

Calgary  and   Edmonton    Old     224     L86  149     112  102      90    52 

New    213     17s  142    IOC.  !•:.      s.->    40 

Saskatoon Old      17;".      146  116       87  78       6S     40 

New     164     137  110      82  71       64     37 

Lethbridge   old     215     170  142    107  96      85    49 

New    20]     L67  133    100  00      79    46 

Nelson  and  Revelstoke  Old     303    253  202    158  140    133    7:: 

New    2.r.l     209  167     126  115    101     til 

Rate  reduction  between  head  of  lakei  and  Winnipeg  should  be  deducted  t"  B*ve  nel  wi 
eflu  to  trade    li    pei   cwt.  on  clnaeea  1    2,  8  and  10,  and  2c  cwt  on  claaa  fl 


kct   bi  the  rate   w.  - 

the  Manitoba  capital  there  will  be  no 
benefit  to  them,  but  from  the  Lake  ter- 
minals to  Winnipeg  there  is  a  slight  re- 
duction,—  1st.  2ml  and  3rd  i  I  cent 
per  cut.:  6th  class  2  cents  per  cwt.; 
elass  1  cent  per  cwt.  This  reduc- 
tion should  come  to  eastern  houses. 
However,  up  to  the  present  the  new 
schedule  has  not  created  much  interest 
among  Ontario  wholesalers,  and  it  will 
be  some  time  yet  before  the  railroads 
will  be  in  a  position  to  announce  the 
readjusted   tariffs. 

The  new  schedule  bears  no  signifi- 
cance to  the  wheat  transportation  but 
the  lower  rates  on  coal  should  be  of  con- 
siderable benefit  to  manufacturers  and 
other  heavy  consumers.  There  should 
be  a  benefit  also  to  the  household  con- 
sumer, as  coal  being  sold  by  the  ton 
permits  of  price  ohanges  readily,  where- 
as it  is  almost  impossible  to  work  out 
the  proportionate  benefit  on  small 
articles. 

Manufacturers  will  be  permitted  com- 
modity rates  on  goods  shipped  from 
their  plants.  The  reductions  will  be 
granted  on  proper  representations  being 
made,  with  full  information  as  to  quan- 
tities to  be  shipped,  etc. 

Special  distributing  tariffs  on  a  lower 
basis  are  authorized  from  recognized 
distributing  centres,  the  reduction  from 
the  standard  tariff  of  each  territory  be- 
iiiLr  15  per  cent,  of  the  prairie  standard 
scale.  The  following  first-class  rate  ex- 
amples indicate  the  character  of  the  re- 
ductions, the  other  classes  being  propor- 
tionately scaled: — The  first-class  rate 
from  Winnipeg  to  Begins  is  reduced  by 
B  cents,  to  Swift  Current  by  9,  Calgary 
12.  Revelstoke  15,  Saskatoon  13,  Edmon- 
ton 10.  Lethbridge  10  cents  per  100 
pounds.  From  Regina  the  first-class  rate 
is  reduced:  To  Broadview  by  3,  to 
Swift  Current  0.  Medicine  Hat  7.  Colon- 
say  13,  Saskatoon  6,  and  Wilkie  18  cents 
per  100  pounds.  From  Saskatoon  the 
first-class  rate  i<  reduced:  To  Hardisty 
by  7.  Wynyard  4,  Davidson  4  cents  per 
100  pounds.  From  Calgary:  To  Regina 
10,  MacLeod  3,  Edmonton  4.  Lethbridge 
!.   Pernie  B  cents  per  100 

pounds.  From  Edmonton:  To  Saska- 
toon 4.  Camrose  6,  Wetaskiwin  8,  Cal- 
gary  4.  High  River  7.  Lethbridge  9  cents 
per  100  pounds.  Similar  reductions  are 
made  from  other  prairie  jobbing  cen- 
tres.    Prom   Vancouver  to   Asherofl   14 

rents.  Kamloops  20,  Kevolstoke  26,  Nel- 
son l.\  Calgary  7  cents  per  1  oo  pounds. 
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Subjects  and  Speakers  for  Alberta  Convention 

Beginning  May  5,  Calgary  Will  be  Mecca  for  Many  Merchants — 
Government  Legislation,  Pure  Food  Laws,  Early  Closing,  Taxa- 
tion of  Retailers,  and  Many  Other  Topics  on  the  Slate — Growth 
of  the  Organization. 


CALGARY,  Alta,,  May  1.— (Special). 
— As   already   announced,   the   Re- 
tail   Merchants'    Association    con- 
vention of  Alberta  will  be  held  on  May 
5,  6  and  7. 

To  give  an  idea  of  the  progress  that 
has  been  made  in  establishing-  a  branch 
of  the  Retail  Merchants'  Association  in 
the  Province  of  Alberta,  it  is  only  neces- 
sary merely  to  state  that  the  branch  was 
formed  last  August,  and  since  that  date 
there  must  have  been  some  tall  hustling 
done  to  bring  the  organization  to  its 
present  size  and  influence.  There  are 
now  in  the  Province  of  Alberta  eighty 
branches  of  the  Association,  and  they 
are  represented  in  no  less  than  100 
towns  and  cities. 

The  branch  set  out  with  a  dozen  ob- 
jects in  view,  the  achievement  of  which 
would  help  considerably  to  raise  the 
standard  of  business  in  Alberta.  Firstly, 
the  association  would  protect  the  com- 
mercial interests  of  all  retail  merchants, 
and  enlist  the  co-operation  of  manufac- 
turers, producers,  wholesalers  and  re- 
tailers in  securing  better  trade  condi- 
tions. Among  other  objects  are  the  sim- 
plification of  legislation  for  the  collec- 
tion of  debts,  the  abolition  of  gift 
schemes,  such  as  new  forms  of  trading 
stamps,  coupons,  etc.;  the  reporting  of 
delinquent  customers  through  the  credit 
reporting  department,  and  the  preven- 
tion of  manufacturers  or  wholesalers 
from  selling  direct  to  retailers'  custom- 
ers. The  Retail  Manufacturers'  Asso- 
ciation is  also  endeavoring  to  enforce 
the  Transient  Traders'  Act,  to  enforce 
and  improve  the  peddlers'  license  sys- 
tem, and  to  make  it  a  criminal  offence 
to  advertise  goods  different  to  what  they 
are,  or  to  stamp  them  with  false  marks. 
This  body  also  aims  to  keep  its  members 
posted  on  any  proposed  legislation,  Do- 
minion   or    Provincial,    that    will    affect 


their  interests,  encourages  buying  in  the 
home  town,  and  claims  equality  for  all, 
and  privileges  for  none. 

The  Provincial  Officers. 

At  the  first  meeting  of  the  new 
new  branch  held  in  Calgary  last  August, 
J.  F.  Glanville,  a  dry  goods  and  cloth- 
ing merchant,  Calgary,  was  elected  pro- 
vincial president ;  Alfred  Hinds,  butcher, 
Calgary,  was  appointed  provincial  first 
vice;  James  Patterson,  grocer,  Calgary, 
second  vice;  R.  Burns,  Calgary,  pro- 
vincial secretary;  and  J.  A.  Bucknall, 
the  provincial  treasurer.  Arrangements 
were  made  for  holding  the  first  annual 
convention.  Early  in  April,  an  official 
call  was  sent  to  all  members,  and  others, 
to  attend  the  convention,  calling  atten- 
tion to  the  fact  that  if  each  branch,  of 
which  there  are  80,  sent  its  quota  of  rep- 
resentatives, it  would  be  possible  to 
show  such  a  gathering  of  retail  merch- 
ants as  has  never  been  seen  in  the  Pro- 
vince of  Alberta. 

All  the  other  provinces  have  held  their 
annual  conventions,  and  it  was  left  to 
Alberta   to   keep   up   the   good    example 


SPECIAL      REPRESENTA- 
TIVE THERE. 

This  convention  will  be  cov- 
ered by  C.  W.  Byers,  the  West- 
ern Canada  editor  of  this 
'paper.  Mr.  Byers  left  Winni- 
peg recently  on  a  trip  through 
the  West  via  Saskatoon  and 
Edmonton  to  Calgary.  All 
readers,  Eastern  as  well  as 
Western,  interested  in  Associa- 
tion work  should  look  forward 
to  the  complete  report  of  the 
Alberta  R.  M.  A.  convention 
in  the  next  two  issues. 


that  had  been  set  by  her  sister  provinces 
in  obtaining  legislation,  both  Dominion 
and  Provincial,  and  pushing  forward  the 
claims  of  the  retail  trade  for  more  equit- 
able consideration  in  regard  to  munici- 
pal by-laws  and  regulations.  There  is 
no  doubt  that  Alberta  has  a  commercial 
future  so  immense,  it  is  hard  to  predict, 
and  the  members  of  the  R.M.A.,  were 
given  to  understand  that,  although  they 
were  one  of  the  youngest  provinces,  it 
was  for  them  to  keep  right  up  to  the 
mark  in  progress. 

A  few  of  the  matters  to  be  discussed 
at  the  convention  are: — Establishment 
of  a  small  debts  court,  transient  traders 
and  peddlers,  abolition  of  weights  and 
measures  inspection  fees,  early  closing 
legislation,  co-operative  stores,  mail  or- 
der house,  wholesalers'  selling  direct  to 
consumers,  public  markets,  pure  food 
law,  and  taxation  of  retail  businesses. 

Among  the  speakers  and  the  subjects 
they  are  handling  are: — Major  Duncan 
Stuart,  "The  Small  Debts  Court  and  its 
Relation  to  the  Farmer;"  C.  L.  Carter 
(Canadian  Credit  Men's  Association) 
on,  "Credit — Its  Use  and  Abuse;"  R.  J. 
Deachman,  "The  Local  Newspaper  and 
Retail  Trade;"  Norman  H.  Rankin 
(President  Ad.  Club)  "Advertising;" 
Dr.  Mahood  (Medical  Officer  "  of 
Health)   "Pure  Food  Law." 

One  of  the  most  unusual  and  interest- 
ing features  in  connection  with  this  con- 
vention will  be  an  exhibition  which  is 
being  given  in  the  basement  of  the  hall 
where  the  convention  is  held,  by  the 
manufacturers  and  wholesalers  of  Cal- 
gary, who  are  showing  their  products 
and  giving  interesting  demonstrations. 
This  exhibition  will  be  open  to  the  dele- 
gates on  Monday  and  Tuesday,  and  on 
Wednesday  will  be  thrown  open  to  the 
public. 
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Keeping  Track  of  Daily  Sales  and  Stock  on  Hand 

Daily  Analysis  and  .Record  Necessary  for  Intelligent  Grasp  of 
Business — A  Simple  Method  for  Monthly  Stock-Taking — Sample 
Sheets  for  Records  of  Clerks'  Sales. 

Fifth   of  a  Series   by   Wm.   Cambell. 


LET  us  discuss  this  matter  with  you 
and  help  j mi  to  find  oui  «  bal  j  ou 
know  about  the  life  of  your  busi- 
ness, for  in  very  truth  the  Sales  arc  its 
III,  and  this  life  can  be  made  a  very 
interesting  study  if  we  go  about  it  in 
the  right  way.  Moreover,  the  study  of 
your  Sales  will  pay  you  perhaps  better 
than  any  other  study  in  this  world. 

You  will  perhaps  say,  "Oh,  I  know 
how  much  my  sales  are,"  but  do  you 
know?  Do  you  know  how  many  knives 
you  have  sold  and  what  gross  profit 
they  brought  you?  Do  you  know  what 
your  window  display  brought  you  in? 
Do  you  know  which  line  you  carry 
brings  you  in  the  best  profit?  Do  you 
keep  a  close  watch  and  analyze  your 
Sales  every  day  or  every  week  so  as  to 
know  how  much  you  have  sold  of  each 
class  of  goods  and  the  profit  on  each 
class?     If  not,  you  should. 

Progressive  dcpatrmcntal  stores  can 
tell  all  this  by  instant  reference.  That 
it  one  reason  why  they  are  progressive. 
Do  you  know  that  in  such  stores  they 
encourage  the  departments  that  yield 
the  best  net  profits  by  giving  them  the 
best  and  most  prominent  positions,  and 
this  close  supervision  and  analyzing  of 
Hi  Sales  goes  on  all  the  time,  not  spas- 
modically. 

Now  it  follows  that  if  you  dive  deep 
down  into  your  Sales  and  find  out  how 
much  you  sell  of  each  class  of  goods  and 
find  out  which  is  paying  you,  that  you 
will  consider  seriously  how  you  can  in- 
crease the  Sales  of  the  profitable  lines. 
There  is  no  doubt  that  in  the  smaller 
towns  as  well  as  the  larger,  judicious, 
and  well-thought  out  local  advertising 
does  bring  in  a  lot  of  business.  Of  all 
advertising  your  window  display,  espe- 
cially in  a  place  where  the  buying  pub- 
lic arc  accustomed  to  go  down  town  ami 
-cm  the  windows  every  few  days,  this 
i,  the  most  fruitful  of  all  the  adver- 
tising you  do. 

Records  of  Daily  Sales 

Now.  about  your  daily  sale-:  Whal 
is  the  simplest  method  for  keeping  track 
of  them?     Suppose,  first   of  all,  you  are 

p. it    attempting   to   departmentise  your 

business;  to  know  how  much  you  sell  of 
this  line,  and  how  much  of  that,  but 
simply  want  a  daily  record  of  totals  in 
such  n  form  that  you  can  compare  it 
witli   the  most   logical  period,  the  corros- 

ponding  date  of  one  year  atro;  and  a<rain, 

compare    it     week    by    week,    month    by 


month,  and  finally  your  record  for  the 
full  year  1914  with' the  full  year  1913. 

Some  merchants  have  remarked  to 
me:  "Oh,  I  couldn't  think  of  keeping 
a  daily  record  in  each  department  and  of 
each  sales  clerk.  I'd  need  to  engage  an 
extra  clerk,  and  my  office  expenses 
would  be  too  heavy." 

Try  it  and  see.  In  probably  85  per 
cent,  of  Canadian  stores  this  work  of 
tabulating  is  done  by  the  bookkeeper  in 
odd  times.  The  sales  slips  do  not  pile 
up.  They  are  put  on  the  files,  one  for 
each,  or  one  for  all,  whichever  is  handi- 
est, and  a  few  minutes  now  and  then 
throughout  the  day  is  all  that  is  re- 
quired. When  the  afternoon  is  near  an 
end  it  is  surprising  how  few  your  book- 
keeper will  have  in  hand  to  do:  just  the 
extra  number,  in  most  cases,  that  a  busy 
afternoon  brings  in. 

Just  one  suggestion  here.  Make  your 
day  close  at  five  o'clock  if  your  store 
closes  at  six.  Some  attempt  to  keep  the 
record  right  up  to  the  last  moment  of 
closing  on  the  ground  that  it  is  more 
satisfacory  to  have  each  day  stand  by 
itself,  but  what  real  difference  does  it 
make  if  the  last  hour,  from  five  to  six. 
is  added  onto  the  next  day.  It  is  a 
complete  record  and  a  comparison  you 
want,  and  if  the  days  compared  are 
estimated  on  a  similar  basis,  what 
difference  does  it  make?  There  i>  too 
much  of  a  crush  entailed  on  the  book- 
keeper unless  you  give  her  an  hour  fair- 
ly   free  to  complete  her  tabulations. 


Each    Sales   Slip    or   the    Total? 

The  record  sheet  may  be  either  ruled 
out  day  by  day  or  printed  especially  for 
you.  Here,  again,  you  must  choose  be- 
tween two  points.  Are  you  satisfied  to 
have  the  total  sales  figured  up  of  each 
*!erk.  cash  and  credit,  and  marked  down 
on  this  record,  or  do  you  prefer  to  list 
each  sales  slip,  for  instance.  Clerk  No. 
1.— Slip  No.  1,  .25;  No.  2.  M]  No.  3, 
.68,  etc..  total  $76.63  for  the  day?  The 
benefit  of  the  latter  method,  of  course. 
is  that  you  have  a  complete  record  of 
each  slip  before  your  eyes,  which  will 
prevent  any  being  used  and  not  turned 
into   the   office. 

As  the  slips  come  in  through  the  cash 
carriers,  or  in  any  other  way  you  may 
arrange,  they  are  marked  down  by  the 
bookkeeper  on  this  large  sheet,  or.  in  the 
former  case,  they  are  put  on  separate 
files,  added  up  and  the  total  set  down 
as    one   item    under  the  clerk's   number. 

Diagram  Xo.  1  shows  a  form  for  keep- 
ing track  of  each  sales  slip  and  assign- 
ing each  to  its  proper  department:  Dia- 
gram No.  2.  a  record  of  each  clerk's 
total,  by  which  a  whole  months'  report 
can  be  kept  on  one  sheet. 

Where  it  i^  not  desired  to  keep  records 
by  departments  Diagram  No.  1  would 
omit  columns  for  Departments  A.  B.  C. 
D.  etc. 

In   Dearly  every  store  which  is  depart- 
mentized   the   clerk   marks  the  left • 
the  department  on  the  sales  slip,  if  it  is 
not  printed  on.  Where  a  clerk  sroes  from 


DIAGRAM  NO.  1. 

(  Month  of  April) 
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DIAGRAM  NO.  2. 
I  Month  of  April) 


IV. 

Salesman  No.  2.  # 

Salesman  No.  3. 
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DRY    GOODS    REVIEW 


DIAGRAM  NO.  3. 

How  to  know  what  your  stock  should  be  month  by  month;  in  this  case  35%   of 
the   turnover  is  taken   as  the   gross  profit. 


Col.  1, 

Col.  2, 

Col.  3, 

Purchases. 

Sales. 

Shows  stock 
on  hand. 

Stock    on    Hand    $15,000.00 

Purchases    3,000  00 

Sales    

Cost  of  sales  on  basis  of  35%  profit 

Stock  on  hand   


$4,000  00 


$18,000  00 

2,600  66 

$15,400  00 


Col.  3  shows  the  balance  of  stock  month  by  month.  In  col.  1  you  put  your 
original  stock,  and  your  purchases  month  by  month.  In  col.  2  you  put  your  sales, 
and  at  end  of  year,  when  you  take  stock,  you  put  the  amount  of  your  inventory  in 
col.  2;  then  the  difference  between  cols.  1  and  2  is  the  gross  profit. 


A  or  B  or  C,  the  letter  of  the  department 
is  marked  opposite  each  item,  for  the  in- 
formation of  the  bookkeeper.  In  this 
way  one  slip  often  will  contain  amounts 
under  A,  B,  C  and  D.  In  the  larger 
stores  where  the  clerks  keep  to  their 
own  departments  each  slip  will  be  limit- 
ed to  that  one  department. 

Stock-taking  One  a  Month. 
Now  then,  let  us  analyze  your  stock. 
How  do  the  classes  work  out?  Are  they 
in  proportion  to  the  Sales?  Supposing 
we  take  as  a  basis  a  month's  Sales:  We 
will  suppose  you  know  what  your  Sales 
are  of  every  class  of  goods  you  are 
carrying.  Now,  go  through  your  stock 
and  if  you  have  more  than  a  sufficient 
supply,  of  any  one  kind,  reduce  it.  A 
great  deal  can  be  done  in  this  way  and  it 
will  release  capital  that  can  be  em- 
ployed in  extending  the  business  in  other 
channels.  A  good  variety  of  stock  is  an 
advantage  but  never  have  too  much  of 
one  kind;  treat  your  stock  in  a  scientific 
manner  by  comparing  it  with  your  Sales. 
Stock  will  increase  and  creep  on  you  like 
a  thief  in  the  night  unless  you  keep  a 
searchlight  on  it  all  the  time.  Try  and 
turn  your  stock  over  three  to  five  times 
a  year,  and  remember  that  you  turn 
your  stock  over  once  when  you  clear  out 
the  original  purchase.  Therefore,  if  you 
keep  an  average  stock  of  $5,000  and 
mark  40%  profit  on  cost,  your  Sales 
will  require  to  reach  $7,000  before  you 
turn  your  stock  over  once. 

To  get  at  the  amount  of  your  stock, 
approximately  at  the  end  of  every 
month,  charge  up  the  purchases  to  the 
stock  already  on  hand,  then  deduct  your 
sales — allowing  for  the  profit.  The  bal- 
ance will  be  the  stock  on  hand.  This 
should  be  done  every  month  in  order  to 
keep  in  touch  with  the  stock  you  are 
carrying  and  its  relation  to  your  sales, 
for  a  study  of  this  may  prove  to  you 
that  you  must  either  reduce  your  stock 
or  increase  your  sales. 

A  sample  stock  sheet  is  given  here  in 
which  the  amount  on  hand  in  a  certain 
department  at  the  beginning  of  the 
month  was  $15,000.  The  purchases  dur- 
ing the  month  were  $3,000,  making  a 
total   of  $18,000.     However,   sales  were 


$4,000,  but  only  65  per  cent,  of  this 
represents  cost  price — providing  you 
marked  these  goods  up  so  as  to  have  a 
gross  profit  of  35  per  cent,  on  the  selling 
price — that  is,  $2,600.  Deduct  this  from 
$18,000  leaving  $15,400  stock  on  hand 
ir  that  department  at  the  end  of  the 
month.  If  you  find  this  total  increasing 
to  any  extent,  you  had  better  slacken 
your  buying  and  arrange  to  clear  out 
some  of  your  stock. 

In  concluding  this  article,  I  would 
point  out  that  to  make  money  and  create 
a  profitable  business  you  must  direct  it 
skillfully  yourself.  You  can  get  lots  of 
people  to  do  what  you  tell  them,  and  to 
direct  them  profitably  you  must  have 
every  detail  at  your  fingers'  end;  the 
more  you  dissect  the  details  of  your 
business,  the  better  it  will  pay  you. 


THEATRICAL  CHORUS  AS  MODELS. 

(Continued  from  page  10.) 
Indian  rajah   might   have  made   himself 
brave  for  state  occasions. 

Mile.  Andre  Corday,  as  Madame 
Blum,  looks  a  real  little  Parisian  pro- 
prietress in  a  combination  suit  of  plain 
navy  and  brocaded  Paisley  crepe,  which 
is  undoubtedly  La  Derniere  Passe.  It 
is  a  droopy  little  costume  with  abbre- 
viated jacket  and  tier  skirt  with  puff 
hustle. 

Miss  Carol  Parson  appears  in  a  timely 
gown  of  real  Irish  green  Ottoman  silk, 
with  rippled  basque,  finished  up  at  the 
back  in  bustle  effect.  A  green  chiffon 
bodice  and  girdle  of  gold  embroidered 
net  are  glimpsed  under  a  natty  little 
bolero    of    silk. 

Miss  Demars  wears  a  stunning  Paris- 
ian gown  with  a  chic  Parisian  air.  The 
wide  girdle  and  full  pointed  hip  drapery 
in  pannier  effect  are  of  exquisitely  bro- 
caded plush  in  an  old  shrimp  pink.  The 
satin  skirt  is  slit  to  the  knee  to  show  a 
flounce  of  flower-besprinkled  shadow 
lace,  which  reappears  in  the  bodice. 

Miss  Henriehs,  a  tall  blonde  of  stately 
proportions,  is  the  girl  ideal  to  display 
a  stunning  costume  of  ivory  satin,  sliow- 
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ing  a  wired  over-skirt  edged  with  mus- 
quash. Over  this  is  worn  a  cerise  cloak 
of  heavy  brocaded  silk,  with  deep  trim- 
ming of  embroidery  in  the  same  shade 
on  black  net. 

Miss  Kelly,  a  brilliant  brunette,  just 
the  type  to  wear  a  striking  creation  in 
which  the  draped  foundation  skirt  is  of 
a  warmly  blushing  sunset  pink  that 
matches  her  cheeks.  But  there  is  a  hint 
of  dusk  in  her  hair,  and  in  the  black 
tulle  drapery  which  covers  the  hips  and 
the  front  bodice  in  butterfly  effect,  drap- 
ery and  white  net  bodice  are  worked 
with  quaint  figures  in  tiny  coral  milk- 
white  beads. 

Miss  M.  Cunard,  whose  slender  fair- 
ness reminds  one  of  "The  lass  with  the 
delicate  air."  has  found  just  the  right 
gown  in  satin  that  is  the  mere  ghost  of 
a  pink.  Bodice  and  overskirt  of  gossa- 
mer-like shadow  lace  are  outlined  with 
fur  and  caught  up  at  the  left  front  with 
clusters  of  mauve  berries,  yet  the  dress 
is  far  from  insipid,  with  its  rich  draped 
Persian  girdle. 

Miss  Adel  Merkie,  a  tall  brunette  with 
midnight  hair  and  eyes  is  robed  in  moon- 
light green  silk  richly  brocaded  in  gold 
thread.  Almost  as  intangible  as  the 
moonlight  is  the  shadow  lace  used  in' 
bodice  and  over-skirts  edged  with  mus- 
quash. 


GARNISHEE  AMENDMENT  BEATEN 

(Continued  from  page  15.) 

$25  coming  to  any  laboring  man  in 
wages.  The  exception  was,  of  course,  in 
regard  to  railway  employees  who  are 
usually  paid  once  a  month;  but  it  is  well 
to  remember  that  the  railway  corpora- 
tions are  strict  with  their  men  in  the 
matter  of  paying  accounts. 

So  it  is  the  small  accounts  particular- 
ly, ranging  from  $12  to  $25.  that  the 
trade  wanted  to  be  able  to  collect  by 
garnishee. 

The  Wording  Changed. 

In  discussing  the  matter  with  Mr. 
Dargavel  and  other  members  of  Parlia- 
ment, the  association  officials  were  asked 
to  have  the  bill  that  would  be  present- 
ed, changed  to  read  that  one-half  the 
amount  of  the  debt  could  be  garnisheed. 
They  were  assured  that  this  would  like- 
ly be  received  with  more  favor  than  the 
other.  This  bill,  then,  as  quoted  in  last 
issue  of  The  Review,  passed  its  first 
and  second  readings.  On  the  occasion 
of  the  latter,  however,  objections  were 
received  from  Allan  Studholme,  M.P.P., 
Hamilton,  and  were  referred  to  the  Legal 
Committee.  Allan  Studholme  was  there- 
fore the  man  who  really  defeated  the 
bill.  Otherwise,  Mr.  Dargavel  main- 
tains it  would  have  gone  through  finally. 
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THE  WEDNESDAY    HALF    HOLIDAY 

ALREADY  there  are  signs  of  some  opposition  arising 
to  the  closing  of  stores  on  Wednesday  afternoons 
during  the  Summer  months.    This  is  based  on   the 

same  lines  as  has  met  the  movement  throughout  its  whole 
course,  a  loss  of  business,  a  bad  impression  upon  visitors 
seeing  stores  closed  down,  and  the  inconvenience  of  the 
public.  The  matter  probably  will  adjust  itself  according 
to  the  local  situation.  In  a  town  where  "tourist  traffic" 
is  light  or  a  negligible  quantity,  it  is  likely  that  the  ob- 
jections to  closing  as  it  has  existed  will  not  succeed  m 
a  return  of  the  old  order  of  open  stores.  In  a  few  places 
where  there  is  an  inllu.x  of  visitors  during  the  Summer 
afternoons,  particularly  those  on  inland  lakes,  rivers  or 
the  sea,  there  may  exist  a  strong  enough  prejudice  again-t 
closing  down  to  prevent  a  half-holiday  or  destroy  one  if 
ii  now  exists.  There  undoubtedly  is  a  growing  feeling 
in  its  favor  among  the  clerks  who  have  enjoyed  it  so  far 
and  those  employers  who  have  entered  fully  into  the 
relaxation/  afforded.  A  Barrie  store  has  inaugurated  a 
system  that  may  come  into  favor  as  a  compromise  in  some 
districts:  half  the  staff  are  given  a  full  holiday  on  every 
other  Wednesday,  the  others  remaining  on  duly  during 
the  afternoon  as  well  as  the  morning.  The  advantage  of 
this  system,  the  proprietor  points  out,  is  that  the  clerks 
are  not.  deprived  of  the  holiday  but  receive  il  in  double 
measure  half  a-  often,  while  the  town  itself  and  the 
country  around  are  si  ill  served  throughout  the  afternoon. 
Where  the  proprietor  comes  in  under  the  Barrie  system 
was  not  disclosed:  probably  being  his  own  "boss."  he 
could  take  this  into  his  own  hands. 

® 

RESPONSIBILITIES  OF  DOLLAR  DAY 

Till-]  Review  is  in  receipt  of  a  letter  of  protest  from 
one  of  its  esteemed  readers,  the  general  manager  of 

a  larue  Canadian  store,  in  reference  to  an  article  on 
"Dollar  Day"  in  the  lasi  issue.  The  writer  condemns 
"Dollar  Day"  a  "fake"  as  run  in  most  cities,  and  has 
drawn  the  Conclusion  that  "the  public  are  led  to  believe 
thai   a   dollar  on  "Dollar  Day"  will  go  as  far  as  three  or 

dollars   on    an    ordinal  \    day.  " 

II,.  adds:  "We  are  in   favor  of  merchants  getting  to 
er  i,nt  not   tor  the  purpose  of  doing  the  public." 
Tin-,  bite,-  opens  up  several  questions  thai  cannot  be 
dismissed  either  briefly     or  without  a  detailed  investiga 

i manner  in  which  "Dollar  Day"  has  been 

operated  in  the  numerous  towns  and  cities  in  winch  it  was 

adopted.     In  its  favor  Tin-  Review  ha.  received  the  testi- 

monj  ,,i  .,  number  of  merchants  that  il  stimulated  trade, 

,,  ,,i  a  period  where  some  stimulanl  seemed  to  be  re 

d,  and  thai   nol   onlj   was  the  .lav 's  business  largi 


and  bo  satisfactory,  but  new  connections  wen-  formed 
thai  wen;  continued  afterwards  with  advantage  to  the 
merchant.  There  have,  on  the  other  hand,  been 
where  it  has  not  worked  out  so  successfully,  neither  in  its 
immediate  nor  subsequent  results.  This  may  have  been 
i iie  fault  of  the  merchants  themselves;  or  of  othei 
cumstances  a  inn  ling  the  Bale;  or  the  quality  lyers 

in  the  district  mil)  not  have  been  suited  to  Bueb  a  system. 
That   there  lias  been  exaggeration  in  advertising,  an  al- 

mosl  reckless  inflation  of  "value-"  may  also  be  true,  but 
this  need  not  condemn  the  system.  It  - 
the  possible  need  of  Borne  regulation  of  the  advert i-in>_r. 
perhaps  by  a  committee  of  merchants,  for  the  public  will 
consider  all  who  enter  into  such  a  scheme  as  more  01 
partners  in  it.  with  a  general  responsibility.  W  ere  there 
are  so  many  involved  there  is  the  irreater  risk  of  improper 
methods  <>n  the  part  of  some;  methods  that  would  be 
condemned  by  the  majority  who  are  soliciting  trade  under 
the  same  auspice-. 

"Dollar  Day"  differs  from  ordinary  advert 
-<-liemes  in  thai  ii  pre-supposes  the  co-operation  of  the 
leading  merchants  of  the  place,  and  the  very 
they  enter  into  its  conditions  carries  to  the  public,  in  a 
measure,  a  guarantee  of  the  genuineness  of  the  "bar- 
gains" offered  to  the  public.  Therein  lies  a  possible 
weakness,  if  there  is  no  regulation. 

® 


FAILURE  OF  A  MUNICIPAL   STORK 

CM  li  '.\<;i  >'s  municipal  store  has  proven  a  rather  dis- 
astrous failure.    In  commenting  on  the  causes  which 
led  up  to  the  rather  sudden  crumbling  of  the  enter- 
prise, a  contemporary  says: 

••Since  n-  opening  on   February  19th  its  daily  busi- 
ness ha-  am. muted  to  the  average  oi   $9.U   per  day.    It- 
object   was  to   furnish    needy   people   with   goods  at 
A-   a    general    proposition   that    ought    to   produce   Large 
sale-,  it'  nothing  else.    Chicago  has  a  lot  of  need]  people. 

and    everybody    likes    to   buy   at    COSt.      Several   reasor- 

ned    for  the  failure.     First,   the  store  doesn't    deliver 
goods;    but    there  are   privately   owned    store-;   that    adhere 

to  this  rule  and  succeed  handsomely.     Secondly, 
investigation  i>  mad.'  of  each  prospective  pur  Ouly 

persons  out    of  work  and  who  are  not   owner-  of  property 
are  eligible  as  customers,  but  it  has  been  found  that  many 

persons  would  rather  trade  el-ewhere  than  he  niv 

as   though    they    were   charity   patients.      Tin-  :•'   be 

the  experience  with  mosl  methods  o\'  government  aid  that 
been  proposed.1 ' 
It  i-  becoming  more  apparent  with  every  attempt  that 

the  operation  of  -lores  on  the  ba-is  o\'  municipal  manage- 
ment   or   co  operative    handling    i-    foredoomed    to    failure. 
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Worthy  as  the  object  behind  the  Chicago  store  was,  it 
failed  absolutely  where  a  private  store  would  almost 
surely  have  flourished.  It  is  being'  recognized  that  the 
retail  merchant  is  so  necessary  a  cog  in  the  scheme  of 
distribution  that  no  way  will  ever  be  found  of  replacing 
him. 

And  further:  When  failure  is  the  outcome  after  en- 
terprise after  enterprise  which  is  introduced  with  every 
seeming"  reason  for  success  in  the  retail  field  fails,  is  it  not 
time  that  the  public  reconstructed  its  idea  of  the  re- 
tailer's difficulties  and  profits?  If  it  is  so  easy  to  make 
money  in  the  retail  business,  why  do  these  co-operative 
enterprises  fail? 


SIMPLE  JUSTICE  TABOOED 

WHY  any  honest  working  man  would  object  to  the 
passing  of  the  Garnishee  Amendment  submitted 
by  the  Ontario  Retail  Grocers'  Association  is 
beyond  the  knowledge  of  any  sane  man.  Yet  when  the 
matter  came  before  the  Legal  Committee  of  the 
Ontario  Government  on  Tuesday,  not  only  Allan  Stud- 
holme,  M.P.P.  for  Hamilton,  Controller  Simpson,  of 
Toronto,  and  other  labor  men,  but  members  of  the 
Cabinet  in  a  sense  declared  that  the  man  who  contracted 
an  honest  debt  which  he  wouldn't  pay  was  within  his 
rights.  If  that  is  not  placing  a  premium  on  dishonesty, 
it  is  a  strange  world  in  which  we  live. 

J.  R.  Dargavel,  M.P.P.,  backed  by  the  Retail  Grocers' 
Association,  asked  that  the  old  law  which  left  a  man  $25 
wages  be  changed  to  read  that  50%  of  the  debt  could  be 
collected  by  garnishee,  thereby  always  leaving  the  debtor 
the  other  half. 

Any  man  who  contracts  a  debt,  and  particularly  when 
purchasing  the  necessities  of  life,  is  in  duty  and  honesty 
bound  to  settle  that  debt.  So  when  men  are  allowed  the 
privileges  as  contained  in  the  present  law,  it  simply 
means  that  downright  dishonesty  and  the  shirking  of  duty 
are  encouraged.  The  effect  that  this  has  on  the  social  fabric 
of  our  country  is  obvious.  It  tends  to  promote  indolence, 
deceit,  depravity  of  mind,  and  pure  and  simple  theft. 

Yet  the  leaders  in  the  labor  movement,  and  still  wt  rse 
those  in  our  Governments — no  doubt  actuated  through  fear 
of  the  labor  man's  vote — declare  that  the  dishonest  "work- 
ingman's  envelope  must  not  be  tampered  with."  If  that 
is  justice,  then,  deliver  us! 

■ — — ® 


FIVE  YEARS   WITHOUT  RELIEF 

TO  THE  MERCHANT  who  is  suffering  under  the  high 
cost  of  ocean  transportation — or  probably  to  be  more 
exact,  the  cost  of  big  dividends  in  the  shipping  com- 
bine— there  appears  to  be  ahead  a  long  lane  without  a  turn- 
ing. The  shipping  combine  is  something  that  is  practically 
beyond  the  reach  of  legislation ;  it  is  not  of  one  country  or 
operating  under  the  laws  of  one  nation:  it  is  international 
in  the  broadest  sense  of  the  word.  The  situation  is  one 
of  such  great  importance  that  we  must  take  it  that  it  was 
after  full  consideration  that  the  Dominion  Government 
took  the  stand  that  it  was  practically  impossible  to  do 
anything  to  force  the  charges  down.  As  to  what  might  be 
done  by  the  Government  to  establish  competition,  either 
through  a  Government  line  of  ships  or  through  subsidizing 
a  private  line,  is  entirely  another  question.  The  Govern- 
ment does  not  seem  inclined  to  go  into  the  steamship 
business  and  this  is  the  policy  of  governments  in  general; 
they  do  not  like  to  take  chances,  for  the  people  necessarily 
demand  that  when  a  government  undertakes  to  enter  into 
business  the  enterprise  be  a  success — failures  on  the  part 
of  governments  are  not  countenanced.     And  then  it  must 


be  admitted  that  with  an  organization  such  as  the  shipping 
alliance  any  government  might  well  evade  the  responsi- 
bility of  entering  into  competition. 

The  merchant  now  sees  about  the  only  chance  of  relief 
through  the  inquiry  of  the  Dominion  Royal  Commission — 
and  from  the  programme  which  this  body  is  endeavoring  to 
follow  out,  only  the  young  merchants  and  the  particularly 
optimistic  had  better  place  their  hopes  in  that  quarter. 
This  commission  evidently  proposes  to  inquire  into  every- 
thing practical  and  theoretical  concerning  trade  and  com- 
merce, transportation,  manufacturing,  natural  resources, 
agriculture  and  anything  else  which  may  be  brought  to 
their  attention.  It  is  proposed  to  visit  all  the  colonies. 
Such  a  report  as  will  be  compiled  must  necessarily  be 
very  unwieldy  in  its  nature  and  it  is  quite  reasonable  to 
suppose  that  it  will  take  some  five  years  in  its  prepara- 
tion. 

Five  years  in  a  country  which  is  developing  like  Can- 
ada would  mean  big  changes  in  trade  conditions;  would 
see  the  elimination  of  some  of  the  present  needs  and  the 
creation  of  others.  In  the  ■meantime  we  must  look  for 
something  else  or  go  on  with  the  high  rates — and  the 
latter  seems  the  more  probable  for  some  time  at  least. 


EDITORIAL  NOTES 

SPRING  DAYS  ARE  AGAIN  with  us.  Now  is  the  time 
the  window  will  make  good  sales. 

•  •         • 

ARGUING  WITH  A  customer  is  not  good  business.  Only 
a  few  can  be  merchants  and  lawyers  at  the  same  time. 

•  •         • 

SALESMANSHIP,  WE  WOULD  observe,  is  the  power  to 
persuade  people  to  purchase  product  at  a  profit — to  both 

buyer  and  seller. 

•  #        * 

AFTER  WINTER  had  hung  off  in  December  to  our  dis- 
advantage, it  might  at  least  have  given  Spring  a  better 
chance  to  see  what  it  could  do. 

•  *         * 

THE  AMENDMENT  to  the  Garnishee  Act  seems  to  have 
been  one  of  those  good  things  that  "went  wrong."  But 
the  inherent  justice  of  it  will  soon  win  out  yet. 

•  *         * 

LINEN  COLLARS  have  appeared  in  New  York,  and  as 
the  robin  is  the  harbinger  of  Spring  they  look  like  the 
forerunner  of  tailored  suits.     Thank  goodness,  says  Mere 

Man. 

•  *         * 

CAPES  AND  MORE  CAPES  seem  to  be  the  outlook  for 
Fall  in  ready-to-wear.  It  will  be  curious  to  watch  how 
the  initial  rebellious  mood  of  many  ladies  will  turn  to  a 
smiling  complacency  when  they  realize  that  "Paris  says 

so." 

•  •         * 

OF  COURSE,  MR.  MERCHANT,  what  is  said  in  the  arti- 
cle in  this  issue  about  the  use  of  the  truth  emblem  in 
advertising  or  rather  the  employment  of  the  standards 
represented  is  intended  for  the  other  fellow — we  hope  he 

reads  it  carefully. 

•  ft         « 

THE  WHOLESALERS  and  manufacturers  are  finding  as 
puzzling  a  problem  as  the  old  twister  "How  Old  is  Ann?" 
in  working  out  the  exact  distribution  of  the  reduction  of 
freight  rates  as  between  jobber,  retailer  and  consumer. 
But  we  can  be  happy  even  in  the  suspense  by  the  feeling 
that  the  advantage  will  be  three-fold. 
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Let's  premise  by  the  statement  that  we 
will  not  put  a  "Sovereign"  ticket  on  a 
piece  of  dress  goods  unless  we  are  abso- 
lutely sure  it  is  the  best  value  and  most 
up-to-date  fabric  to  be  had. 


Our  dress  goods  for  Fall,  1914,  are  now 
on  the  road — a  splendid  range  of  all  the 
newest  fabrics  and  colors. 

We  would  like  to  show  them  to  YOU. 
Say  when  we  may. 


The  W.  R.  Brock  Company,  (Limited) 

MONTREAL 


Better  Fall  Trade  in  Woolens 

One  Indication  Pointing  in  This  Direction  Are 
the  Advancing'  Prices — Fabrics  on  the  Velour 
Order  in  First  Place — Revival  of  Cord  Weaves. 


Crepes  for  1915 

Will  Have  Big  Representation 
in  Next  Year's  Mill  Stocks  — 
Sheer  Goods  Supreme. 


JUDGING  from  the  new  lines  offered, 
manufacturers  are  attempting-  to 
push  the  sale  of  cotton  materials 
well  on  into  the  Fall  season,  for  in  the 
majority  of  lines  materials  having  a 
worsted  effect  both  in  material  and  col- 
oring', and  in  stripes  and  plaids,  are 
showing.  Plaids  are  promising  and  so 
are  printed  poplins  and  ratines. 

For  the  present  season  the  trade 
seems  to  be  centering  on  crepes,  and  so 
strong  is  their  position  that  the  mill 
men  who  are  now  styling  the  materials 
for  the  Spring  of  1915  are  giving  crepes 
a  big  representation.  Printed  crepes 
are  having  a  heavy  sale.  When  the  time 
of  the  year  is  taken  into  consideration 
it  is  only  to  be  expected  that  white 
grounds  should  come  first,  but  colored 
grounds  are  also  selling  exceedingly  well. 
The  favorite  crepes  are  very  sheer,  but 
heavier  crepes  are  beginning  to  be 
shown.  Honeycomb  and  crocodile  crepes 
closely  imitating  the  wool  crepes  of  the 
same  class  are  shown  as  the  latest 
material   for  separate  skirts. 

Besides  the  all-cotton  crepes,  many 
attractive  silk  and  cotton  crepes  are 
on  the  market  that  are  difficult  to  tell 
save  by  their  price  from  the  all-silk 
fabric.  Other  mixed  fabrics  are  silk 
and  cotton  poplins,  and  silk  and  cotton 
moires,  and  silk  and  cotton  crepe  de 
chine  is  selling  extensively  for  many 
uses.  Voiles  are  staple  and  come  in 
plain  and  printed  novelties  and  in  white 
and  solid  colors  both  plain  and  orna- 
mented with  artificial  silk  stripes  and 
patterns. 

Sheer  fabrics  have  secured  the  first 
place  and  it  is  predicted  that  openwork 
stripes  .and  other  effects  will  be  intro- 
duced another  season,  and  that  more  will 
be  heard  of  organdie  also. 


PROSPECTS  are  brightening  in  the 
woolen  industry,  and  increasing 
business  is  having  its  effect  in  the 
higher  prices  that  are  being  paid  for 
raw  wool.  At  the  late  sales  mill  prices 
advanced  from  5  to  10  per  cent.,  and 
this  has  convinced  buyers  that  the  turn 
has  come  and  that  values  have  reached 
their  lowest  level.  Therefore  there  is 
no  advantage  to  be  gained  by  withhold- 
ing orders.  More  material  is  being  used 
for  dresses  and  suits  and  wdiile  the  in- 
crease in  the  length  required  for  single 
garments  is  not  of  much  moment  in  the 
aggregate,  the  difference  is  a  large  one. 
All  these  influences  are  working,  and 
there  is  a  decided  increase  in  the  busi- 
ness done  in  the  first  three  months  of 
1914  over  those  of  the  previous  year. 
Prices  are  advancing  and  complaints  of 
tardy  deliveries  show  that  the  mills 
making  the  goods  wanted  are  full  of 
orders.  In  spite  of  advances  the  trend 
of  buying  favors  the  better  qualities. 
This  is  general  and  is  to  be  noted  in  the 
buying  of  all  classes  of  materials.  Cus- 
tomers have  found  that  better  materials 
both  look  better  and  give  better  service. 
Besides,  the  cost  of  making  up  is  so 
high  that  it  is  poor  economy  to  select  a 
low  quality  of  material.  And  when  the 
home  dressmaker  takes  a  hand  she 
thinks  of  what  she  is  saving  by  doing 
the  work  herself,  and  buys  the  better 
fabric  as  a  rule. 

Fashion  still  favors  soft  finished 
woolen  dress  fabrics,  and  materials 
made  of  merino  yarns  on  the  velour 
order  have  first  place.  The  trade  is 
taking  up  solid  colors  very  strongly  and 
because  this  feature  is  so  marked  buy- 
ers are  beginning  to  speculate  as  to  the 
future  of  broadcloths.  Gradually  the 
position  of  broadcloth  is  improving  and 
each  month  sees  an  increase  in  sales. 
At  present  the  big  call  is  for  black, 
but  once  black  is  firmly  established, 
colors,  particularly  in  a  season  when 
colors   are   important,  must   follow. 

Velours  are  selling  not  only  in  suiting 
weights  but  are  important  in  heavier 
cloths  for  the  making  of  wraps  and  coats. 
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Gabardine  is  well  spoken  of,  but  the 
trade  still  clings  to  serge  and  this  feel- 
ing is  strengthened  by  the  way  serges 
have  sold  since  the  opening  of  the 
Spring  retail  season,  proving  that  this 
fabric  still  has  a  very  strong  hold  with 
the  buying  public.  Gabardine  will  un- 
doubtedly be  a  high  class  fabric  as  it 
has  been  so  much  used  in  Paris.  For 
Fall  it  is  being  reproduced  in  a  cloth 
that  has  much  of  the  finish  of  duvetyn 
both  in  plain  and  in  Roman  and  novelty 
stripes. 

A  revival  that  was  hardly  expected 
has  taken  place  in  cord  weaves  and  Otto- 
mans, coteles,  Bedfords,  and  cord 
weaves  are  working  into  a  very  good 
position  among  the  Fall  fabrics.  Weaves 
of  this  class  showing  stripes  of  dull 
colors  have  had  a  very  great  success  in 
Paris,  and  doubtless  this  idea  will  be  a 
prominent    one    in    the    coming    Fall. 

Such  materials  as  poplins,  eponges, 
and  crepes  will  sell.  Duvetyn  will  have 
a  fair  representation  in  the  larges  cen- 
tres, but  the  fact  that  it  has  been 
stocked  for  Spring,  while  it  makes  little 
appeal  as  a  Spring  material,  is  going  to 
affect  the  standing  of  this  fabric  an- 
other season. 

Plaids  will  be  taken,  but  chiefly  with 
the  idea  of  their  employment  for  sep- 
arate skirts.  Fancy  plaids  in  very  dark 
color  combinations  and  in  tartan  effects 
are  best  liked.  Checks  are  also  good  in 
two-tone    and    two    colors. 


POPULAR  FABRICS. 

Soft  woolen  dress  materials, 
especially  of  merino  yarns  on 
velour  order. 

Position  of  broadcloths  im- 
proving. 

Serges  still  strong. 

Revival  in  cord  weaves. 

Plaids  for  separate  skirts. 

Chiffon  weights  favored  in 
pile  fabrics. 

Imitation  fur  fabrics  in 
lightweights  and  high  colors. 

Crepes  strong  for  1915. 
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DRESS     FA  B KICS 


Raw  Silks   Up  Fifty  Per  Cent. 

Hut    Public  Demand  is  Becoming  Stronger  - 
All   Silk  Fabrics   Big  Sellers    Taffeta    in    Big 
Demand,  Bui  Wear  is  Still  Debatable  Question. 


SI  liKS  are  selling  better  al  t  he  pres- 
ent time  than  tor  very  many  sea- 
sons, and   I  hat    I  lie  large  di-t  rilml  lOE 

i-  world  wide,  is  proved  by  the  difficulty 
experienced  in  getting  delivery  from  the 

mills,  and  1>\  Hie  tact  thai  buyers  are 
perfectly  willing  to  pay  the  advances 
asked,  if  only  thej  can  get  (lie  iroods 
when    wanted. 

Raw  silks  have  advanced  from  40 
per  cent,  to  50  per  cent,  since  last  Oc- 
tober  and  buyers  are  perfectly  willing 
to  pay  the  higher  prices,  as  the  tact 
that  silk  fabrics  are  dearer  has  not 
altered  the  trend  of  fashion,  nor  in 
any  way  curtailed  the  sale  of  silks. 
Tin  buying  public  are  not  only  willing 
to  pay  the  advances  but  are  purchasing 
more  and  more  freely  of  the  more  ex- 
pensive grades  of  silk  materials.  Re- 
peat orders  are  being  freely  placed  and 
orders  for  Fall  are  coming  forward  in 
quantities  sufficient  to  indicates  buyers' 
belied'  in  the  continuance  of  present  con- 
ditions in  the  silk  department. 

The  movement  favoring  wide  width 
silks  is  progressing,  and  only  millinery 

and  a  few  triminiirj  silk-,  are  now  made 
in  narrow  widths.  In  all  staple  fabrics 
and  in  silks  intended  for  dress  and  coat 
purposes  wide  widths  are  insisted  upon. 

Crepes  have  obtained  such  a  -trong 
hold  i hat  t  he\  represent  one  of  the  besl 
selling  fabrics  for  Fall.  Crepes  are 
selling  in  plain,  printed  and  embroid- 
ered materials,  and  in  all  silk,  silk  and 

\ I.  and  silk  and  cotton  fabrics.  Crepe 

de  chine  leads,  for  to-day  this  silk  has 
many  uses.  Crepe  meteors,  China 
ies  and  various  other  makes  are 
equally  strong,  and  crepons  and  ma- 
le: ials  that  have  a  "crepv  "'  effect  share 
in    the  wide  popularity  of  this   material. 

Sill,  crepes  are  selling  for  evening  and 
for    formal     wear    for     Kail,    and    panne 

crepe  is  expected  to  rival  chiffon  velvet 

in    the    coming    season. 

Satins  in  spite  of  the  many  rival  fab- 
ii.      ..ii   the  market,  continue  lirst    on   the 

selling  list.  Charmeuse  is  selling  well 
now,  and  in  cheaper  grades  duchesse 
and  messaline  are  being  used  as  founda- 

t  ions    under    inalme    and    -hadovv    lace. 

There  is  a  w . .n.leif ul  selling  develop- 
ment taking  place  in  printed  silks,  and 
patterns   are    -..Id    out    as   soon    as    pla 1 

in  Btock.     The  fav  ..i .  .1  de  signs,  are  rich 

color  blend-,  on  the  Marline  order.  These 

pattern  ar<  Nev,  Art  in  effect  ami  the 
rich  color-  air  very  harmonious!]   used. 


In  crepes  printed  effects  come  in  dainty 
single     flowers     and     bouquets.      Warp 

prints  with  blurred  indistinct  patterns 
with  here  and  there  a  brocaded  fiirure 
are  shown  in  dark  colors  and  well- 
spaced  flora]  effects  on  a  white  or  light 
ground. 

The   debatable    silk-    is    taffeta.      I 

doubtedlj  taffeta  is  scarce,  and  even  the 
big  stores  are  short  of  this  silk,- — which 
may  be  at  the  back  id'  much  of  the  talk 
about     the    doubtful     future    of    this    silk. 

Paris  is  strong  for  taffeta,  and  there  are 
no  stocks   old   or   new    in   the   hands   of 


cither  wholesaler  or  retailer.  Accounts 
t  roin  abroad  Bhow  that  manufacturers 
making  taffetas  are  verj  busy,  ami  that 
deliveries  are  none  of  the  ■ 

Against    thi-  condition   is  to  be  placed 
the  leelii:.  ff  «ta  i-  not  a  desirable 

.-ilk  from  the  wearer's  standpoint.  This 
is  true  especially  of  I 
tor  it  must  be  remembered  that   the  de- 
mand now   i-  coming  from  the  high  class 
trade    that  buys    high    class, 
goods.     The  fact  that  the  trade  .'eiieral- 

ty    i-    paj  Dg    re    for    their    materials 

taffetas  wen 

-:tua- 
tion.     Fa-  favoring 

i]  it  \    of   D  -   will   have  to 

give  them  some  representation  in  the 
coming  Fall.  Should  taffetas  take  a 
tirm  hold  on  popular  favor  the  bis  de- 
mand will  come  in  the  Spring  -eason  of 
1915. 


Chiffon  Weights  in  Pile  Fabrics 


Favorite  in  Velvets  and  Velveteens  as  Besl 
Suited  1<>  Present  Draping — Fur  Effects  for 
Coats  and  Wraps. 


K 


kXCEPT  for  millinery  velvets,  buyers 
have  been  rather  conservative  when 
placing  orders  for  pile  materials, 
but  this  is  due  mom  to  waiting  to  see 
how  the  style  question  develops  than  to 
any  doubt  about  the  fact  that  velvets  and 
kindred  materials  would  sell.       Velvets, 

velveteens  and  similar  fabric-  have  been 
perfected  and  with  the  introduction  of 
fast  dyes,  fast  idle  and  material-  that 
do   not   crush   easily,   a    decided    cha 

has  come  about  in  the  attitude  of  the 
average  woman.  The  introduction  of 
wide    widths,    loo.    has    had    il-    influence 

ey  effect  a  ureal  economy  in  cut- 
ting.  Now  that  -rood  service  can  be  ob- 
tained from  these  handsome  fabrics, 
women  are  taking  velvets  and  velveteens 
into  more  general  wear,  ami  notwith- 
standing the  fact  that  there  have  been 
a  succession  id'  several  seasons  when 
ihe\  have  had  ;ui  extensive  vogue,  they 
promise  jus!  a-  great  a  popularity  as 
ever  during  the  Fall  and  Winter  of 
1914-15. 

Much   has  been   made  of   the   fact    that 

es  and  brocades  had   no  extensive 

run.  and  because  many  buyers  mis- 
jinked  their  selling  Strength  and  were 
caughl  with  -locks  on  hand,  it  was 
thought    Unit    th.'    end    of   the    pile    fabric 

\  ogue  had  arrh  ed.  It  i-  e\  ident  now 
that      plain     veU  ei-.     \  1 1\  eteens     and 

plushes     will     be     tin      best     seller-,    and 

that   the  fancies  the  trade  is  interested 

in     are    on     the    printed     order     and     will 

be    used    for    trimming    purpo-e-.      These 
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will  come  in  plaids,  Roman  stripes,  and 

floral    and    New    Alt    pattel 

Chiffon  weights  both  in  velvets  and 
velveteens   are   the   big   sellers   as    they 

diape     the     best     and     are     best     Suited     to 

the  development   of  tin-  present   styles. 
The        lightweight,        handsome 
plushes   will   also   be   wanted    for   expen- 
sive die--,-  and   for  trimming  purp 
The  rich,  beautiful  colors  now  fashion- 
able are  especially  handsome  in  velvets 

and   plus 

The  cutting  up  trade  has  already  en- 
dorsed  fur  effects   for  coats   and  wi 
and  some  wonderful  novelties  are  show- 
ing   in    finishes    that    are    moire    in    ef- 
fect.     Imitation    fur    fabrics    are    b 
brought    out    in    weights     suitable     for 
dresses  ami  suits  ami.  these  light-Wi 
cloths    promise    also    to    be    used    exten- 
sively     for    trimming    suit-    ami    wraps. 
NTol     only    are       these      novelties      light 
weight    but    they   are   high   in   color   and 
besides    black,    such    colors      BS      golden 
brown,  brisrht   navy,   Russian  green  and 
ing. 

•:::•    - 

Wetaskiwin,  Alta.  —  The  People's 
Clothing  Store  have  remove,]  their  stock 
i.    Edmonton. 

Lindsay.  Ont. —  A.  Blair,  tailor.  Kent 
Street,   is   planning   ext 

ments,    and    has    secured    the    adjoining 
premises,  which  he  will  combine  to  make 

a  large  - 
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MAGOG 


"By  these  names  you  know  them" 

Dominion  Textile  Co's 

New  Fall  Range  of 

Famous  Fancy  Fabrics 


f% 


MAGOG 


&    *< 


&« 


CThe  designs,  colors, 
patterns  and  finish 
are  better  and  more 
numerous  than  ever 
before. 


is   now    on 


the 


Market 


CDon't  fail  to  see 

this    big    line    of 

"Magog"  Samples 

for  Fall  1914. 


iiimiiiii!iuiiii!iiiiiiiniiimiiiiiiuiimiiiMii[}iHiiioiiiiM!iiiio!iiHiiiiiinimimiiioiiiiiiiiiii[ 


iiiiimiiiioiiiiiiiiiio uoiiiiiiiiiiiriiimi [iiimiiiiiiinimiiiiiiiiriimiiiiiiiin mime 


These  Three 
Lines  are 
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Erminette  Flannel     Rjob  Rjoy  Checks         Empire  Twill 

:in!iii[|]ii[]miiiMHiir:imiii!iiHniiiiiiiii!:i[]Niiiiii[iii[:iniiii![iiiL]iiiiiin 


Lapland  Robes 


Deutchland 
Flannel 


Monoplane  Flannel 


\ 


Angora  Flannel 

Four  Big  1  1  1/c 
Lines  at  XX/2 


3;iiiiiiti[;rer3iiit]iriii]ic3iiiiMrjiiiiC3rriiiiniirtCLniiiTiiiiiiiicj <iiiiiC3iiiiiiiiiirir^iiiiiiiitiMC3ii[(iiiifiriC3:iiM3r:ii!ir[MJic^iiTriiiiiiiic=?!i:i:f:r:iic^MtM[rrMiiC2i;i!M;iir£ri.3i:;:iTrrii:{c^Tiiiitri[i[iC3ii:!iiiiitiiC3TriiMr:irric?ri!:]i[<i^r:i 


<£ 


Three  ** 

Leading    WC 


German 
Flannel 


^vflue  at  It) 


Lines  at 

Saxony  Flannel 

Meleton  Suiting 

Reversible  Saxony 


:iiMniiiiiic]iiiiiiiiMnc]iiiiiniiiiiniiiiiiiiiiiiNiii!iiiiiiiij3iiiiiiiia]iiiiiiiimt]i!)ii!!ii!iir3i!i!iiiiii!it::iiiiiiMi!i[3ii!Miiiiiii[ 

Dominion  Textile 

Company,  Limited 

Montreal 

"Your  Jobber  has  them" 
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D  l;  ESS     FA  15  R  I  CS 


THE    TEXTILE    WORLD 

depends   upon   THE  BRANCHES  of   "The   B.D.A."  for 
the  best  DYE,  the  best  FINISH,  and  the   best  PROOF. 


The  "PIRLE"  FINISH 

for  DRESS  GOODS. 

"CRAVENETTE"  PROOF 

iR,e,l.) 
for  Coats,  Cloaks,  Hats  and  Caps. 

"PERMO"  FINISH 

(  Kiel.  1 

for  MOHAIRS. 


KIRK'S  "PERMANENT" 
FINISHES 

for  ITALIANS. 

The  "P.N.C."  FINISH 

for  Lustre,  Alpaca,  and  Mohair 
Twills. 

"FASTOLITE" 

for  ALL  WOOL  COATINGS  and 
DRESS  SERGES. 


"LUMENA"   FINISH 

for  ARTIFICIAL  SILKS. 

"MARQUIS"  FINISH 

for  COTTON  VENETIANS. 

"DAZZLEINE"  FINISH 

for  Black  Cotton  Italians,  Sattrcnt 
and  Twills. 


"THE  TIMES"  says: 

"The  exempli  of  The  Bradford  Dyers'  Association,  /,/'/..  may  !■•  cited  ''•< 
illustrating  how  scu  »<■<   may  &<   madt   tin   handnxaidt  n  of  industry." 


THE  BRADFORD  DYERS'  ASSOCIATION,  Limited 

DEPARTMENT  f 

93,  WELL  STREET,  BRADFORD.    128  and  129,  CHEAPSIDE,  LONDON.  Telephone:  8440  Central. 
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— and  remember,  they  must  be  in 

WORRALL'S  Fast  Dyes. 

That's  a  matter  to  insist  upon  when  ordering  velveteens  for  all 
costume  purposes, — for  not  a  little  of  the  present-day  popu- 
larity of  velveteens  is  due  to  the  discovery  of  these  fast-to- 
rubbing  dyes. 

WORRALL'S 

FAST  DYES 


HAVE  MADE  "ALL  THE  DIFFERENCE,"  AND 

HAVE  ADDED  VASTLY  TO  THE  BEAUTY 

AND  UTILITY  OF 


VELVETEENS 


GRANDV    VSUiHi^//j/,   /"GRAND 


-RANCO-BRITISH^^^A^m^  ovEO    a„d   f,~,s~eo   ev  ^A     m>'  TURIN 

FXHIRITION   IQflR         ^^^    Jx  J  &  J   M  WORRALL  Limited  MANCHESTER  ^^^■'  FYHIRITIHM  1Q1 1 

tAniBIUUN,  I9UO.  "m/      thp    DDFMIFO     VFIVFTFFN      HYFRS      OF    THF      WrtRld  ^^  tXHI  bl  I  ION.  19  1 1. 
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The  Editreis 

"LADY'S    REALM'" 

(London) 

tayi  : 

"The  outdoor  girl 
who  loves  to  cycle, 
walk,  and  drive, 
will  never  wear 
auytblng  bul  a 
'I'IKLK'  costume, 
u  ben  siir  baa  oik* 
donned  one.  1 1  miij 
be  tbe  Bhower  of 
May  or  the  storm  ol 
November,  her  neat 
cloth  dress  will  re- 
main unspotted  and 
unslirunk,  and, 
when  dry,  will  be 
as  fresh  as  when  It 
came  from  the  tail- 
or's  hands." 
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PIRLE"   FINISH. 


(HeitJ.) 


"INDISPENSABLE  FOR  THE  OPEN-AIR  GIRL." 


MADGE- 


TRUTH' 


*ay»:  — 

"Every  dressmak- 
er ought  to  leave 
out  a  bit  of  selv- 
edge somewhere 
with  the  PIRLE' 
stump  on  It.  as  this 
affords  an  absolute 
guarantee  for  the 
wearer.  The  propri- 
etors undertake  to 
make  good  any 
material  so  -t:nijii- 
ed  that  has  been 
actually  damaged 
by    rain." 


?:r..wte:"J.HJfcQw.E^"    THE  "PIRLE"  FINISH    stamped  on  the  selvedge. 

'  Pirle"  finished  Cloths  and  made-up  Skirts  in  great  variety  to  be  obtained  from  Leading  Importers. 


if  any  difficulty,  Tne  Bradford  Dyers'Association,  Limited,  (Dept.  6) 

please  write  to r 

Attractive  ahowcarda  supplied  free  of  ohargi-  through  leading  importers. 


Well  St.         128-129  Cheaptide 


BRADFORD 


ENGLAND. 


LONDON 


Victor  Goldberg 

87-89  Notre  Dame  W.,     Montreal 
Head  Office,  London,  Eng. 

The  cheapesl   Manufacturer,  Lmporter 

and  Jobber  m  the  Dominion. 

Men's  and  Boys'  Clothing 

I  leinsl  ilehed   Sheets 

Tablecloths 
Eandkerchiefs 

And  all  kinds  of  Dry  <  roods. 

We  supply  only  Wholesale  Jobbers  and 
Large  Department  Stores. 

All    mail    orders    Tor    Samples,    etc., 

promptly  attended  to. 

KEEN    BUYERS   WILL    FIND    IT    WORTH 
YOUR  WHILE 

Victor  Goldberg 

^87-89  Notre  Dame  W„     Montreal 
Head  Office,  London,  Eng. 


$u\TAiNs  Btzsr 


Dreadnought 


sty'1*1, 

and. 
Qar*ble 


I  ALL  WOOL  SPECIAL  FINISH 


E 


[SUPERIOR   TEXTURE  ! 


Sli-nr-1    DKUSNOUCMT-VnrrJ**. 


Sole  Aienli  for  Canada  :   J.   B.    Henderson  &   Co..   Ltd. 
77    Wellington  St.    West.   Toronto 


John  Wanamaker  says  thai  advertising 
doesn't  jerk— it  PULLS.  He  ought  to 
know,  and  yet  some  men  think  that 
advertising  should  go  asrainst  all  rule* 
and  precedents  and  jerk  them  to  success 
with  one  tremendous  vank. 
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HOW  ABOUT  YOUR 
SORTING  BUSINESS? 

A  few  new  lines  coming  forward  every  week  puts  new  life 
and  enthusiasm  into  your  salespeople,  and  is  a  wonderful 
help  in  building  up  the  sales,  the  profits,  and  a  reputation  for 
always  having  new  goods  on  display. 

No  house  in  Canada  can  be  of  such  service  to  you  during  the 
Sorting  Season. 

No  House  in  Canada  puts  forth  anything  like  the  same  effort 
to  meet  your  every  want  during  the  Sorting  Season  as  we  do. 


We  Show  All 
That  Is  New 

as  well  as  these  celebrated 
brands  now  so  much  used 
by  the  best  trade. 


Vvo^cv 


/re. 


▲.* 


All  the  Leading  Shades 
in  Stock 


PfJs6e($<Qi 


SERGE 

Rough  or  Smooth  Finish 


7u(dJCimi(ed 


32  and   34  Wellington  Street  West,  Toronto 
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DRESS    FABRICS 


The  CRAVENETTE  Co., 
Ltd.,  affix  tfaelr  stamp 
only  to  such  goods  as 
are  suitable  Id  quality  for 
Shower-proof   purposes. 


Rec?  Trade  Mark 

proofed  by 

The  4ixmn£tk  C*  LT? 


Therefore,  this  stamp  Is 
a  guarantee  not  only  of 
Shower-proof  properties, 
but  also  of  the  Quality  of 
the   Material. 


DUST- 
PROOF 

as 

well 

as 

SHOWER. 
PROOF. 


(Regd.) 


RAINCOATS  taKT 
"KEEP  THE  WORLD  DRY'.' 

The  "Cravenette"  proof  is  rain  and  weather  resisting,  because 
it  treats  each  separate  fibre  of  the  cloth;  it  is  permanently  rain- 
proof, water  running  off  as  from  a  duck's  back.  The  ventilation 
is  perfect,  the  goods  being  porous.  "Cravenette"  fabrics  in 
great  variety  in  black  and  colours,  and  ready-to-wear  Coats  and 
Cloaks  in  tasteful  and  fashionable  styles,  are  readily  obtainable 
FROM  ALL  LEADING  IMPORTERS. 

In  case  of  any  difficulty  in  obtaining  "CRAVENETTE"  please  write  to— 

The  CRAVENETTE  CO.,  Ltd.,  Dept.  6,  Well  Street,  BRADFORD,  Eng. 


Attractive 
Show   Cards 
For  Window 
Display  Sent 
Free  of  all 
Charge  on 
Application 
In  Leading 
Importers. 


m 


(CopjrlihO 


If  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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CANADIAN  FUR  TRADE 


Spring  Sales  Trifle  Lower  Than  January 

Decline  Not  as  Great,  However,  as.  Was  Expected  in  View  of 
Huge  Quantity  Thrown  on  Market — Skunk,  Civet,  Opossum, 
Otter  and  Beaver  About  Ten  Below  January. 


REPORTS  from  Loudon  on  the 
Spring  fur  sales  indicate  that  the 
offerings  from  the  United  States 
and  Canada  were  the  largest  ever 
brought  forward  at  any  one  time.  This 
is  explained  largely  by  the  fact  that  less 
were  retained  for  home  trade,  which  had 
slackened  up,  after  the  early  mild 
Winter,  which  left  comparatively  heavy 
stocks  on  hand  in  many  centres.  The 
natural  result  of  the  increased  quantity 
thrown  on  the  market — where  already  a 
surplus  existed  from  October  and  Jan- 
uary— was  that  Spring  prices  in  many 
lines  were  a  little  lower  than  in  January, 
but  to  a  less  extent  than  had  been  anti- 
cipated. In  few  cases  were  the  declines 
more  than  5  to  10  per  cent.  Compared 
with  last  March,  of  course,  15,  20,  25 
and  30  per  cent,  drops  were  quite  com- 
mon. 

Below  are  given  a  detailed  comparison 
as  furnished  to  The  Review  by  Eysoldt 
&  Co.  :— 

Hudson's  Bay  Company. 

Otter. — Sold  in  average  about  25  per 
cent,   below  last  March. 

Fisher. — Sold  fully  30  per  cent,  below 
last  March. 

Fox,  Silver. — Sold  about  15  per  cent, 
below  last  March. 

Fox,  Blue. — Remained  unchanged. 

Fox,  Cross. — Remained  unchanged. 

Fox,  Red.— Sold  fully  15  per  cent, 
below  last  March. 

Fox,  White.— Sold  fully  15  per  cent, 
below  last  March. 

Mink.— Sold  fully  20  per  cent,  below 
last  March. 

Beaver. — Sold  at  January  prices,  only 
a  few  lots  smalls  about  10  per  cent, 
below. 

Musquash. — Averaged  about  10  per 
cent,  above  January.  Good  II.  and  III. 
selling  best. 

Wolverine. — Sold  fully  35  per  cent, 
below  last  March. 

Skunk.— Sold  fully  35  per  cent, 
below  last  March. 

Marten. — Averaged  about  25  per  cent, 
below  last  March. 


Ermine. — Averaged  about  40  per  cent, 
below  last  March. 

Bear,  Black. — Averaged  about  30  per 
cent,  below  last  March. 

Bear,  Brown. — Averaged  about  30  per 
cent,  below  last  March. 

Bear,  White. — A  small  and  poor  col- 
lection  sold   at   very  low  prices. 

Musk  Ox. — Sold  about  20  per  cent, 
below  last  March. 

Lynx. — Sold  fully  30  per  cent,  below 
last  March. 

Wolves. — Realized  nearly  last  March 
prices. 

Lampson's,   Huth's   and  Nesbitt's. 

The  collections  of  Messrs.  C.  M.  Lamp- 
son  &  Co.,  Fredk.  Huth  &  Co.  and  A.  & 
W.  Nesbitt,  Ltd.,  sold  about  as  follows: 

Skunk. — Sold  with  good  competition 
right  through.  Long  striped  and  whites 
were  eagerly  bought  and  fetched  very 
high  prices,  but  blacks  and  short  striped 
were  lower.  Against  January  the  prices 
declined  in  average  from  5  to  10  per 
cent. 

Cat,  Civet. — Sold  in  average  about  10 
per  cent,  below  January. 

Musquash. — Sold  remarkably  well, 
considering  the  exceptionally  large  sup- 
ply of  medium  and  low  skins.  The  prices 
realized  average  fully  10  per  cent,  above 
January.  Good  colored  skins  were  much 
in  demand. 

Sable,  Russian. — The  supply  was  very 
small  compared  to  previous  years,  but  as 
the  article  is  not  so  much  in  favor  as  be- 
fore, prices  remain  unchanged.  The 
fresh  Kamschatka  collection  was  a  very 
tine  one. 

Opossum,  American. — Were  again  in 
good  demand,  but  the  large  supply 
caused  prices  to  ease  off,  which  may  be 
reported  at  about  15  per  cent,  below 
January. 

Opossum,  Australian. — Fetched  fully 
January  prices. 

Opossum,  Ring-tail. — Sold  about  20 
per  cent,  below  January. 

Wallaby. — Tanners  were  again  ne- 
glected; scrubs  sold  at  fully  January 
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prices;  and  a  few  lots  good  dyeing  skins 
advanced  above  January. 

Fox,  Australian. — Many  were  with- 
drawn, and  those  sold  averaged  about 
10  per  cent,  below  January. 

Cat,  House. — Remain  unchanged. 

Raccoons. — There  were  comparatively 
few  strings  of  heavy  dyeing  skins,  which 
realized  about  last  prices,  but  medium 
and  low  sections  sold  about  10  to  15  per 
cent,  below  January.  In  the  last  day's 
sale  about  40,000  skins  were  withdrawn, 
and  prices  went  somewhat  firmer,  espe- 
cially on  low  coat  raccoons. 

Chinchilla. — Remained  unchanged. 

Squirrels. — Sacs,  skins  and  backs  re- 
alized fully  January  prices. 

Beaver. — Sold  about  10  per  cent,  be- 
low January. 

Otter. — Averaged  fully  10  per  cent, 
below  January,  best  sections  dark  skins 
declining  most. 

Sea  Otter. — The  quantity  is  getting 
less  every  year.  The  present  small  col- 
lection realized  about  last  March  prices. 

Fox,  Cross. — Best  silvery  skins  about 
last  prices;  poor  colors  and  inferior 
skins  sold  about  15  per  cent,  below 
January. 

Fox,  Silver. — Sold  about  the  same  as 
in  the  Hudson's  Bay  Co. 's  sale. 

Fox,  White. — Averaged  hardly  Jan- 
uary prices. 

Fox,  Blue. — Averaged  about  January 
prices. 

Lynx. — Realized  about  the  same  as  in 
the  Hudson's  Bay  Co.'s  sale,  which  is 
practically  Lampson's  January  prices. 

Cat,  Wild. — Averaged  about  10  per 
cent,  below  January. 

Fisher. — Sold  slightly  below  January 
prices. 

Wolverine. — A  small  collection  sold 
about  20  per  cent,  below  January. 

Moles. — Mostly  stale  goods,  continue 
neglected  and  sold  at  low  prices. 

Marten. — Were  sold  at  about  same 
low  level  as  the  collection  of  the  Hud- 
son's Bay  Co. 

Marten,  Baum;  Marten,  Stone;  Mar- 


Dry  Goods  I!'  i  u  w 


CAN  A  I)  I  A  N     F  I'  R    T  RADE 


ten,  Japanese. — Small  quantities  -"Id  at 
lasl  prices. 

Kolinsky. — Mostly     verj     low    grades 
broughl   full  value. 

Fitch.  —  Mostly     very     low     grades 
ill  value. 

Ermine. — The  hulk  consisted  of  Am 
ericans  of  good  quality  and  averaged 
nearly  January  prices. 

Fox,     Red. — Broughl     fully     January 

plICCS. 

Fox,     Grey. — Declined    quite    10    per 
1 1  mi.  again  si  January. 


Fox,     Kitt. — Besi  tched 

fullj  January  prices;  inferior  gradi 
ed  15  to  20  per  cent. 

Mink. — Besi  sections,  as  far  as  they 
can  be  compared  with  the  collection  of 
the  Budson's  Bay  Co.,  broughl  similar 
prices;  inferior  district's  realize. I  fully 
20  per  cent,  below  January. 

Fox,  Japanese. —  Fetched  fully  Jan- 
uary prices.  The  collection  consisted 
mostly     ol  e    skins,    with    t!i< 

on  of  a  few  lots. 
Badger;    Badger,    Japanese. — A    small 


and   poor  collection   fetched  about  Jan- 
nary  prices. 

Wolves.  —  Realized      fully      January 
prices,  hest   Nortb-Western  skins 
well  competed  for. 

Bears. — Sold   v&  col- 

El  lay  < 

Salted     Fur     Sealskins. — Cape   Horn 
(924)     A     -mail     but     good     collection 

ed   fully   la-t    price--.  New  Zealand 
(250)     Very   fine  quality   skin-  -old  at 

■  lionally   high   prices  for  that 
of  goods. 


Storing  Furs  for  Summer  at  Three  Per  Cent 

Profitable  Form  of  Business  for  Dull  Spring  and  Summer  in  This 
Department-  Special  Insurance  to  Cover  Losses — Minimum 
Valuation  of  $50 — An  Interim  Policy. 


DURING  the  dull  season  in   the  fur 
trade   many   dealers   make  a  good 

profit  in  the  storage  of  their  cus- 
fcomers'  furs.  The  charges  usually  run 
about  three  per  eent.  of  (he  value,  with 
a  minimum  charge  for  a  small  package. 
This  business  is  rapidly  on  the  increase 
due  to  modern-day  tendencies  in  the 
centres  of  population.  Within  two  years 
a  fur  firm  has  quadrupled  its  business 
in  storing  furs  and  present  prospects  are 
that  it  will  run  far  beyond  last  year's 
record  for  the  coming  season. 

A  manager  of  a  firm  in  discussing  stor- 
age with  The  Review  gave  as  the  reason 
for  the  increase  in  business  of  late,  the 
fact  that  modern  houses  were  being  built 
with  less  room  for  I  heir  ovi  n  si  orage. 
Particularly  was  this  the  ease  with  apart- 
ment houses  where  the  old-time  packing 
case  with  its  layers  of  moth  balls  be- 
tween the  family  furs  had  no  place 
simply  because  there  was  no  room  for  it. 
Besides  this  is  the  equally  modern  dis- 
like to  worry  over  anything  that  any- 
one else  can  look  a  Her  for  you,  particu- 
larly if  there  i-  anj  danger  of  loss,  as, 
of  course,  there  is  in  fur  storage,  where 
inexperience  lakes  charge  of  the  preser- 
vation. 

The  si  orage  season  this  year  began 
later  bhan  last,  owing  to  the  lingering  of 
Winter,  and  the  cool  Spring,  so  that  it 
was  the  end  of  April  before  there  was 
any  movement  on  the  pari  of  the  public 
or  the  Pur  dealers  or  drj   g Is  men  to 

the  subject   of  Btorage.    One  firm 

the  la-t    Week    of    \pril   had   the   following 

announcement : 

Send  Your  Furs  to  Our  Cold  Stor- 
age Vaults.  The  Cost  is  only  3  per 
cent,  of  valuation. 

Cold  Storage  Vaults. 

This   BUggestS    a    double    sy-lem    in    the 

itorage  of  Curs.    The  large  firms  have 
Btorage  vaults  cooled   artificially  b\   an 
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being  usually  ;;  per  cent,  (if  value. 


ammonia  plant.  Under  these  conditions 
the  process  is  a  simple  one.  merely  brush- 
ing and  combing  out  the  furs  as  thej  are 
delivered  to  see  that  there  are  no  moths 
to  start  with,  and  then  storing  them  away 
under  a  special  number  for  identification, 
and  bringing  them  out  in  the  Kail,  in- 
specting, again  combing  out  and  brush- 
ing, ready  for  delivers  . 

Where   this   is   not   done,  the  process   of 

inspection  musl  be  repeated  several  times 
■  ■  the  season  i-  o\ er,  about  Novem- 
ber l.  for  the  risk  is  greater.  Bui  e\- 
ive  I  in'  -tons  and  dry  goods  men 
carry  on  a  large  business  in  fur  Btorage 
without   these  artificially-cooled  vaults. 

Store  Insurance  Does  Not  Cover. 

The  subject   of  insurance  i-  one  that 
must,    of    OOUrse,    be    considered.       Manv 

dealers  are  under  tin-  impression  that  the 

ordinary    policy    covering    the   stock    in 
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their  store  may  be  applied  to  the 
stored  for  customers.  This  is  not  the 
case,  and  a  special  policy  must  be  taken 
out.  The  cost,  however,  of  this,  under 
the  circumstances,  is  light.  Son 
take  out  a  policy — a  sort  of  temporary 
one — covering  the  furs  they  have  in  their 
workroom  "repairing,"  and  the  furs 
passing   through    to    the   storage    vaults, 

say  $1,000  to  $5, or  even  a  $10,000 

policy.    This  is  o  cover  the  slight 

risk  of  fire  before  the  goods  are  pat  into 
stora 

No  Storing  Free  of  Charge. 

Unless    there    is  ecial     reason 

lid  not  be  stored  free  of  charge. 
is  an  imposition  on  the  merchant. 
There  are  cases,  of  coursi .  whei 
sienis  advisable  as  a  special  an 
ment.  One  of  these  would  be,  perhaps, 
the  purchase  of  a  fur  coat  say  in  March 
or  April,  and  there  might  be  some  altera- 
tions necessary.  If  the  workroom  was 
closed  the  merchant  might  offer  to  store 
the  coat  and  have  the  change  made  in 
fall  when  tin'  workroom  opens  again. 
But,  a-  a  general  rule,  there  should  be 
very  little  of  this  and  the  storage  should 
help  pay  wages  during  the  slack  season. 

It    will    be    found    almost    necessary    to 

have  a  minimum  charge.   If  a  set  of  furs. 

ed  saj  a:  --'-'it  were  -cut  in.  the  stor- 
agi  charge  at  three  per  cent,  would  bo 
only  60  cents,  which  would  have  to  i 

only  the  calling  for  the  i_roods  and  the 
return  in  the  Fall,  but  looking  then 
several  times  and  the  Btorag 
Again,  there  are  cases  where  a  family 
will  send  down  a  number  of  articles  and 
nay  want  one  out  now.  and  another  at  a 
later  tine  in  the  Fall,  ami  all  might  not 
be  valued  at   mor.  -     05  for 

Btorage.  This  would  hardly  pay  the 
bother  to  store  under  these  eirenm- 
stat  i 
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1914  Samples  of 

Moose  Head  Brand  Furs 

are  now  being  shown 

We  never  placed   our  furs  in  the  market  with  such  confi- 
dence for  their  success  as  we  do  now. 

RANGE  IS  VERY  LARGE— STYLES  WITHOUT 
DOUBT  ARE  LEADERS. 


Let  us  help  you  to  success  this  season. 
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To  judge  from  the  demand  and  the 
difficult;  experienced  in  meeting  it, 
the  buying  public  has  gone  bead 
Crazy  since  the  season  opened.  It  is 
only  the  houses  that  anticipated  and 
placed  orders  when  the  fii'sl  signs  of 
the  present    furore  appeared   thai    have 

anything  like   representative   stocks,  and 

the  orders  thai  are  pouring  in  are  tilled 
with  increasing  difficulty.  This  in  a 
way  is  not  a  bad  thing  as  it  is  in  itself 
an  assurance  thai  the  craze  will  nol  run 
itself  oul  and  be  only  a  short-lived  one. 
The  very  scarcity  is  a  proof  that  beads, 
chains  and  necklaces  will  bo  a  big  item 
in    Pall   sales.     Another  proof  is  found 

in  the  fact  that  the  VOgue  is  not  con- 
fined to  chains  of  beads  around  75c  to 
$3  alone,  but  there  is  a  la  rue  business 
being  done  iii  high-priced  chains  that 
sell   up  to  $50  or  $75. 

Advantage  is  being  taken  of  the  pre- 
sent head  craze  to  put  on  the  market 
Inn-  that  have  more  permanency  be- 
cause  of  the  semi-precious  nature  of  the 
materials  used  and  because  of  the  ar- 
tistic value  of  the  necklaces  shown. 
These  necklaces  come  in  real  amber,  ,]et, 
( orral,  cameos,  and  also  in  odd  and 
artistic  beads  of  Italian  and  Oriental 
manufacture.  This  class  of  necklaces 
includes  combinations  of  novel  and 
unique   shaped  heads   in   all     sorts     of 

colors  and  combinations.  Some  are 
Oriental,  some  are  Italian,  and  some  are 
of  Greek  manufacture,  hut  all  are  gor- 

geOUS  with  enamel  and  burnished  gold. 
The  value  of  these  head  necklaces  is  in 
the  color  note,  and  the  evident  idea  is 
that  the  necklace  worn  shall  have  re- 
ference to  the  gown,  making  the  neck- 
lace a   definite  accessory. 

These  handsome  heads  are  imitated, 
and  all  imaginable  shapes  and  colors  in 

heads  are  shown   in   unii|iie  comhinat  ions. 

There  is  an   increasing   novelty   in   both 

comhinat  ions  and  devices,  and  many 
chains    are    shown     with    curious    shaped 

pendants,  or  finished    with   a   tassel   in 

crystal,  jet  or  mixed  heads,  or  even  with 
pi    I     a    silk    ta-sel. 

Deliveries  in  Pearls   Slow. 
Pearl    necklaces   always   sell,   hot    in 
sympathy    with   the   bead    demand,   are 


Buying  Public  Crazy  Over  Beads 

Bead  Necklaces  Sell  Like  Proverbial  Hot  Cakes 
and  All  Kinds  of  Difficulties  Surround  Deliv- 
eries— Both  Cheap  and  Expensive  Kinds  Selling 
and  Fad  Promises  to  be  Strong  All  Through 
the  Fall—  Rhinestone-Set  Pins  for  the  Hair 
Very  Strong. 


i '<•  in  vogu<    than  ever  and  deliveries 

are  very  slow.  Even  firms  thai  have 
dealt  in  pearl  beads  for  years  are  find- 
ing  it  hard  to  supply  their  customers 
a1  this  time.  Manufacturers  say  that 
not  only  is  the  Bale  increasing  but  there 
is  a  scarcity  of  the  pearl  scale  which  is 
used  in  manufacturing  the  beads. 

Amber  Necklaces  Fashionable. 
The  most  fashionable  necklace  to-day 
is  of  amber  or  amber  in  combination 
with  other  beads  such  as  jet,  amethyst, 
coral,  crystal,  etc.  Beads  are  flat,  oval, 
egg-shaped  or  tubular.  Coral  is  good, 
the   white  coral  or  coral  with  a  pinkish 


FANCY  NOVELTIES. 

Handkerchief  held  in  place 
insidi  vanity  case  by  spring. 

Combs  as  well  as  pins  will 
be  strong  for  Fall. 

Chains  of  beads  up  to  $75. 

Boudoir  lamp  shade,  easily 
hiii  mil  red. 

Knitted  silk  purses  and 
handbags  in  elaborate  pat- 
ii  rns. 

Rhinestone  set  pins  and 
combs  for   Fall   to   suit   high 

mil)'  ure. 


tint  being  preferred.  Of  course  many 
necklaces  are  made  of  imitations  of 
semi-precious  stones.  The  best- 
selling  lengths  are  '_'7  and  30  inch,  and 
the  longer  chains  are  worn  knotted  up 
in  front.  Quite  a  number  of  these  long 
chains  come  in  wood  stained  bright 
cherry  red,  yellow,  deep  French  blue 
and  Russian  green.  Other  necklaces  are 
graduated  with  very  large  beads  in  front 
and  the  beads  decreasing  in  size  until 
they  become  quite   small   at    the  ends. 

Another  fancy  goods  line  where  pros- 
pects are  brightening  is  thai  of  combs 
and  hair  ornaments.  While  the  hair 
remained  simply  dressed  there  was  very 
little  call  for  combs  and  pins,  and  for 
a    while   though   the   gowns    were   most 

elaborate  no  ornaments  of  any  descrip- 
tion were  worn  in  the  hair.  As  the  con- 
tract between  the  simple  hair  arrange- 
ment and  the  rest  of  the  toilette  was 
too  marked  to  he  artistic,  it  was  not 
long  before  the  reaction  came.  Also 
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there  is  a  gradual  return  to  more  elab- 
orate hair  dreeing,  and  all  this  is  in- 
sing  the  interest  in  fancy  combs 
and  pin-.  At  present  it  is  the  turban 
and  the   tango  pins   that   are  selling  and 

pins  are  beautifully  set  with 
ing    rhinestones.    or      rbii  and 

■nock    jewel-.      Man]  pins 

metal  top-  while  others  come  in 
imitation  amber  and  shell.  Pins  are 
selling  freely  now.  but  it  will  not  be  un- 
til Fall  that  the  full  force  of  this  ten- 
dency will  he  apparent,  and  when  a'.-ain 
it  becomes  a  question  of  evening  coif- 
fure it  i-  expected  that  i  -  well 
us  will  lie  selling.  The  new  combs 
are  either  high  and  square  on  the  Span- 
order  or  they  are  in  the  form  of 
t  hree  turban  pin-  eombii 

Handkerchief  Held  by  Spring. 
Vanity  cases  now  have  an  assured 
hold,  and  anything  in  the  form  of  a  new 
idea  in  this  line  in  popular  priced  novel- 
finds  a  ready  sale.  A  new  case 
thai  will  retail  around  $1.25  is  silver 
plated  and  engine-turned  to  show 
a  satin  stripe.  This  case  contains  two 
spring  compartments  tor  coins,  and  one 
for  powder-puff  and  mirror,  while  on 
the  inside  of  the  main  part  is  a  place 
for  the  handkerchief  which  is  held  in 
place   by  a   spring  of  metal. 

-© 

TINY  HAND   BAGS  WITH  TINY 
HATS. 

These  are  featured  by  Watiamaker 's. 
New  York,  who  commi 

"Tsn't  it  a  qaint  idea?  Wee  handbags 
of  black  moire  with  a  single  bright  bead 
strum?  on  the  hanging  tassels.  S4..~>0. " 

They  also  draw  attention  to  other  nov- 
elties as  follows: 

•'Suede  and  moire  is  a  new  bag  com- 
bination, too.  Sometimes  these  bags  are 
all  black,  sometimes  the  *nede  is  voilet 
or  green  ami  the  silk  black.  These  hairs 
contain  tiny  coin  parses,  the  same  shape 
bag  that  contains  them.  $P  b 

"New  watch  bags  have  the  rim  of 
different  colored  enamels,  gold  and  blue. 
gold  ami  royal  purple,  or  pompadour 
silks,   woven    with    gold,   make    beautiful 

bags,  too, 

"And  one  that   will   appeal  to  the 

quette  is  an  envelope  bag  with  an  inside 
purse  containing  powder  puff  and  lip 
stick.  $8." 
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De  Long 
Hook  and  Eve 


See  that  .. 

hump? 

TRADE    MARK 
BEG  US   PAT  OFF. 


De  Long 
Press 

Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Working 

Rust?  Never!!. 

De  Long 
Hook  and  Eye 


Tape 


LOOK 
FOR  THE^ 
TAGS, 


Hookand  Eye 


Bless  that 

Nub! 


TRADE  MARK 
RES  U.S.  PAT  OFF. 


should  occupy  a  prominent 
place  on  your  notion  counter 

• 
They're  the  ideal  tastener 

for  summer  frocks  and  all 

wash  fabrics.  Very  flat  and 

secure?  washing  wont  rust 

them,  ironing  wont  injure 

them,  nor  mark  the  goods. 

\bu  can  recommend  the 
DeLong  Press  Buttons 
unhesitatingly  to  your 
customers,  just  as  you* 
can  recommend  tke> 
famous  See  That  Hump 
DeLong  Hooks  and  Eyes 
and  all  other  DeLong 
Products,—  invariably 
the  best  of  their  kind. 

The  DeLong  Hook  ***b Eye 
Company 

of  Canada,  Ltd. 
St. Marys,  Ontario 
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High  Coiffure  Certain  for  Fall 

This    Will    Bring    Demand  for  Rhinestone-Set 
Pins  and  Combs — More  Demand  for  Stamped 

Goods. 


TEE  RE  is  perhaps  no  other  line  in 
which  the  growth  of  business  has 
been  bo  rapid  as  thai  devoted  to 
arl  needlework.  For  from  just  a  small 
department  tucked  into  any  corner  il 
has  blossomed  out  into  a  most  important 
one,  with  a  section  on  the  ground  floor 
and  a  large  space  devoted  to  its  use  on 
one  of  t he  upper  floors. 

The  reason  why  the  principal  location 
has  moved  from  the  ground  to  the  upper 
floor  is  because  every  department  of  any 

size  now  has  lis  art  needlework  class  or 
classe-  where  women  can  go  to  learn  the 
new  stitches  or  to  receive  expert  direc- 
tion as  to  the  working  of  any  piece  of 
needlework  they  undertake.  None  hut 
the  very  large  stores  hold  these  classes 
at  all  times,  and  even  here  they  are 
dropped  during  the  Summer  months. 
But  the  Summer  months  should  be  busy 
ones  in  the  art  needlework  departments, 
from  the  fact  that  most  women  engage 
in  the  doing  of  some  description  of  fancj 
work  while  in  the  country  or  at  their 
Summer  homes  on  porch  or  veranda. 

Stamped  Goods  Good  Sellers. 

For  this  Summer  trade  the  sale  of 
what  are  known  as  stamped  goods  is 
\er\  lame.  Those  n'oods  consist  of  dainty 
articles  for  personal  or  household  ser- 
vice, such  as  nightgowns,  camisoles,  com- 
binations, children's  dresses,  and  other 
articles  of  wearing  apparel,  and  various 
sized  towels,  runners,  cushions,  etc.,  for 
household    use. 

One  of  the  newesl  productions  in  this 
boudoir  lain])  shade,  which  is 
not  onl>  easy  to  make,  but  easily  laun- 
dered. These  shades  are  in  numerous 
designs,  -lamped  on  linen,  in  oyster- 
white    shade.         Patterns    are    shown    for 

eyelel  and  satin  stitch  or  for  the  popular 
French  knot  embroidery  which  come  in 
pretty  Dresden  flower  groups  and  sprigs. 
Both  designs  have  scalloped  edges,  with 
point--  finished  with  colored  silk  tassels. 
These  Shades  often  form  part  of  a 
of  sr\  en  pieces,  consisting 

of   bread    traj    and    plate   doileyS,  and   one 

for  an  oval  platter, 

Cro<  and     knitting    are    ni 

quite  out  ol  favor,  but  the\  also  enjoy 
periods    when    they    are    widely    popular, 

and   one  id'  such   periods   is  develo 
now.     Crocheting   winch   imitates  Cluny 

and     Maltese    lace    i-    \  er\     much     In    e\  i 
■  lei  ee,  and   also   pattern-  and   edges   made 
with   Coronation    braid.      This    braid    and 
■  t    cotton   can    be   had   dyed    in    \  an 
on-  colors,  and    in   this   form    is   used    for 


edging    runners,    etc.,    in    the    place     of 
fringe  or  lace. 

Knitted  silk  purses  and  knitted  silk 
hand  bags  are  shown  in  elaborate  pat- 
terns, with  long  silk  cords  finished  with 
lassels  or  hall-,  and  with  similar  balls  or 
tassels  at  the  lower  corners.  Other  popu- 
lar knitted  articles  are  silk  ties  and  cap-. 

Crochet  silk  caps  for  babies  a 'id  slippers 
are  also  good. 

Manufacturers  are  bringing  out 
tapestry  cushion  tops  at  popular  price- 
that  are  wonderfully  artistic.  These  very 
beautiful  cushion  tops  are  often  copies 
of  hand-woven  tape-tries  that  form  art 
<rems  of  foreign  collections.  These 
tapestry  tops  make  up  into  cushions  that 
are  not  out  of  place  in  any  room,  and 
the  prices  at    which   they  can  he  -old  are 

extremely  reasonable. 

Other  cushion  tops  come  in  the  tinted 
patterns  in  floral  conventional  and 
Oriental  designs  on  linens,  crashes,  bur- 
laps, etc..  in  every  imaginable  color 
effect;    and    then    there    are    the    fragile 

effects  worked  in  ribbon  embroideries  on 

Kiel    net,  and   tops  of  fancy  silks  alter- 
nating with   -tripe-  of  gold   lace. 

'fhe  Baldour  braid  is  again  to  the  fore, 
8nd  besides  the  daisies  of  a  year  ago, 
very  realist  ic  clover  d<  owing,  a- 

well    as    other    patterns     formed     by     the 

combining  of  this  braid  with  satin  stitch. 

Among  the  many  device-  that  form 
aids  to  the  working  of  fancy  patterns 
may  be  mentioned  the  stiletto  with  an 
adjustable    gauge,    which    regulates    the 

size  of  the   holes,  SO  that   all   eyelets.  .■Ic.. 

punched  with  it  will  be  of  uniform  size. 

Washable  letter   foundation-  and  scallop 

over  which   the  silk  or  cotton   may 

he  worked,  and  which  takes  the  place  of 

padding,    are    items    that    should    noi    be 

o\  erlooked. 

It    would  seem   as  though   (he  rage   for 

head-  wa-  -,.in-  to  extend  itself  to  trim- 

-    and    dress    garnitures    in    the   corn- 
Call.       ( lascade  band-  and   cascade 
effect-     on     bands    and    Bouncings    are 

•.      del    and   clair  de   lime   bead-   are 

much  used  for  this  purpose.    It  seems  as 
though  the  much  heralded  vogue  of  jet 

was   at    last    at    hand,  and   that    glittering 

.jet   Bequin  bands  and  flounces  would  be 
extensively  used.    Single  large  flat  beads 

and    nail    head-   are    already    in    demand. 
bead-  are  u-ed   to  edge  the  sleeve-. 

ecollete  and  draperies  of  tulle,  lace. 

or   net.      Pendants  and    tassels  "^'  various 
sizes,   shape-  and   color-   are   to    be   use,), 

ami  some  of  the  tassels  showing  are  verj 
36 


long,    ami    are    composed    of   rhinestones, 
jet,  crystals  and  pearls. 

Bigger  Demand  for  Switches. 

The  bu.-ine-s  in  hair  goodt  i<  2Towing 
larger  each  month,  and  the  prospects  are 
thai  before  the  Fall  season  the  demand 
will  be  greater  still.  Already  the  build- 
in'-'  up  of  the  hi'jrh  coiffure  is  causing  a 
demand  for  switches,  and  the  prospects 
an'  that  other  accompaniments  in  the 
form  of  rolls  and  curl-  thai  plaster  down 
cheek  will  be  i         '  for. 

The  new  idea  is  to  lift  the  hair  away 
from  the  forehead  and  the  ears,  or  if 
tl  i-  style  coming,  a 

little  curly  fringe  is  used  and  the  flat 
"slicker"  curls  at  each  side.  The  hair 
i-'  waved  and  drawn  hack  to  form  a  flat 
pompadour,  low  in  front,  but  becoi 
I  igh  at  the  back,  where  it  reaches  the 
Ion1,'  roll  or  puff  that  piles  the  hair  high 
at  the  back  of  the  head.  The  resulting 
coiffure  is  pea  I,  and  is  very  be- 

coming   when    decorated    with    <rlitterin<r 
rhinestone  set  pins  and  combs. 

Possibly  the  simple  hair  dressing  will 
he    retained   to  a   great   extent  for  Sum- 

\ear.    but    with    the   beginning 
Fall  tie  new  high  coiffure  promises  to  be 
in.   the  ascendant. 


BETTER  IN  THE  WEST. 

Easter     Trade   in   Saskatoon    Exceeded 
Merchants'  Expectations. 

A  better  tone  with  regard  to  western 
business  is  indicated  in  the  Easter  trade 
at  Saskatoon  by  the  merchants  in  un- 
cial: tie  trad  irted  to  have  been 

Was    expected.         The 
in  the  improvement  a  re- 
vival  of  better  conditions,  and  the  feel- 
ing   is   expressed    that,   while   the   trade 
might   not    have  been   much   better  than 
ear  at   that   time,  business 
a-  declining,  whereas  now  it  is  on  the 

ade. 
1'.  K.  MacMillan  ma  statement 

ded  exi 
.    and    that    the    prospects    for    the 
i  er  trade  were  better  than  was  con- 
sidered possible  towards  the  end  of  the 
Winter. 

"A  great  deal  better  than  last  year."' 
was  the  "ay  .T.  F.  Cairns  referred  to  the 
Easter  trade.  He  states  that  on  the 
Saturday  night  the  capacity  of  his  big 
store  wa-  taxed.  Mr.  Cairns  did  not  at- 
tempt to  explain  the  improvement  of 
trade,  but  accepted  conditions 
even   satisfaction. 


Woodstock.  Ont.— H.  Steet,  for  the 
past  four  years  with  |  e  Oxford  and 
K  i\  '  Companies,  i-  going  to  Hamil- 
ton to  join  the  staff  of  I  Knit- 
ting Company . 
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No.  31 


Collar  Button  Silent  Salesman      Collar  Button  Silent  Salesman 


Polished  Oval  Front,  Plate  Glass.     Finished  in 
Mahogany  and  Oak 

Contains  l1  ■  >  Gross  Asst.  Gold  Shell 
IV2  Gross  Asst.  Pearl  Back 

No.  32 


No.  30 


Plate  Glass  Horse  Shoe  Shape,  Glass  Top,  Sides 
and  Front.      Finished  in  Oak  or  Mahogany 

Contains  l1  2  Gross  Guaranteed  Gold  Shell 
1%  Gross  Eyeleted  Pearl  Back 


Cuff  Links  Silent  Salesman 

Polished  Plate  Glass,  Oval  Front,  Oak  or  Mahogany 

Contains    (6)    Dozen  Assorted    Patterns 

GUARANTEED  KING  LINKS 


Cuff  Links  Silent  Salesman 

Polished  Plate  Glass,  Oval  Fronts,  Oak  or  Mahogany 

Contains   (6)    Dozen    Assorted    Patterns 

GUARANTEED  KING  LINKS 


CONTAINS  BEST-SELLING  COLLAR  BUTTONS  AND  CUFF  LINKS  MADE 
ON   SALE  WITH  ALL  RELIABLE  CANADIAN  JOBBERS 

Products  of  The  King  Collar  Button  Company  of  New  York 
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Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


WE  SELL 


Buttons  o 


NLY 


You  can  sort  from  our  splendid 

stock.    MAIL  ORDERS  receive 

special  attention 


Forsyth  Kimmel  Co.,  Ltd. 

BERLIN,  ONT. 


MAKERS 


IMPORTERS 


STORE      MANAGEMENT— COMPLETE 


HI    Full-Pas. 

1 1  luMtrntiouM 


'   272  I>n4». 

It..,,,,, I  in  (Moth 


ANOTHER  NEW  BOOK 
Br  FRANK  FARRINGTON 

' '    '  '"""  ''  -  l    '"     Retail    AdvertilUf    Complete 

$1.00     POSTPAID 

"Slorr  Miinlnncnl  —  Complete"  lella  nil  about  the 
management  of  a  atore  mo  that  not  only  the  greateal  aalea 
but  the  largrat  profit  may  be  rrnli'e.l. 

THIHTKKN  CHAl'TKHS 

I  Inc  in  o  sample: 
CHAPTER  V. -The  Store  Policy— What  it  ahonld  be 
to  hold  trade.  1  he  mnnry-b^ck  plan.  Taking  back  good*. 
Mcrtmg  rut  ratr«.  Selling  rrmnanla.  Delivering  floods. 
Subalitution.  Handling  telephone  calls.  Rebating  railroad 
fere.      CouHtBBy  to  rualomera. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

S*nd  III  J  I  00.  Keep  the  book  ten  da>  a  .ml  I  it  i.o'l 
Worth  the  pit.  e  rrlurn  ,1   nnd  yet  your  UM.ney  Itnii. 

Technical  Bonk  lit  pi..   Mai  I  run  Publishing  Co. 
TORONTO 


KINGS 


Established   1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  £*  Son, 
are  handled  by  all  the  leading 
houses.      Made   in   all  colorings 

and   widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 


LiddelTs 

Gold  Medal 

Linens  ** 


should   now   be  much   in   evidence   in 
your  window  displays  aa  suggestions 
seekers  after    acceptable   gifts    for  the 
June  Bride. 

Any  of  these  will  offer  valuable  sug- 
gestions : 

IiddelTs  Gold  Medal  Table  Cloths  and 
Napkins.  Irish  Hand-Embroidered  Bed 
Spreads,  Shams,  sheet-.  Pillow 
Lunch  Cloths,  D'Oylies,  Bureau  Scarfs, 
etc. 

R.  H.  Cosbie,  Ltd. 

IRISH   LIN1  N     AGENCY 
30    West    Wellington    Street,    Toronto 
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The  Demand  Exceeded  the  Production 

—that's  why  we  have  moved 

Our  facilities  for  producing  EVER- 
LAST  Coat  Foundations  have  not 
been  adequate  enough  to  keep  up 
with  the  increasing  demand  which 
their  popularity  is  producing.  We 
have,  therefore,  been  obliged  to 
secure  extra  machinery  and  larger 
premises  at  333  Adelaide  West, 
Toronto.  With  this  extra  equip- 
ment we  can  guarantee  prompt 
delivery  of  the  following  styles: 


SHOULDER  PAD 


No.  510 


No.  510.— "Shoulder   Pad   and   Arm   Pad   in    Grey   Wool    Pelt. 
No.  511. — In  White  Wool  Pelt. 


No.  500.— This 
foundation  i  s 
suitable  for  any 
coat,  including 
collar,  cuffs  and 
shoulder  pads.  It 
is  made  of  the 
best  materials, 
fully  shrunk  and 
well   made. 


No.  200 


No.       200.    — 
Best    cotton 
elastic       can- 
vas, grey  wool 
felt  and  stiff- 
ening at  bust. 
Closely 
stitched     and 
used    for 
lightweight 
coats    or 
alteration 
work. 

No.  2  0  1. — 
Same  as  200 
and  longer 
down  the 
front. 


No.  5  0  1  — 
^  handy  foun- 
dation which 
will  appeal  to 
the  home 
dressm  a  k  e  r 
Well  con- 
structed, best 
materials. 


No.  5  0  3. — A 
practical  coat 
foundation  with 
canvas  reaching 
around  the  arm- 
hole.  It  is  light 
and  simple,  but 
well  constructed 
of  the  best  ma- 
terials. 


No.  201 


No.  501 


No.  503 


Toronto  Pad  Co.,  Limited 


Our  New  Address 


333  Adelaide  Street  West 


TORONTO 


Western  Representative:     J.  W.  Leathorn,  Pacific  Mercantile  Agencies,  603  Mercantile  Bldg.,  Vancouver,  B.C. 


r 


~\ 


The  finest  assortment  of  BEADS  in  Canada 

ALL  FASHIONABLE  COLORS,  IMMEDIATE  DELIVERY 

Beads,  beads,  beads — everything  in  beads,  and  everybody  's  talking  and  wearing  beads.  They  are 
all  the  rage  in  the  style  centres  and  are  having  a  tremendous  sale  in  the  larger  cities  of  Canada. 
We  have  the  finest  assorted  stock  in  Canada,  and  give  you  immediate  delivery. 

Write  for  a  sample  order.     Show  them  and  watch  them  go. 

The  Smith-D'Entremont  Company,  Limited 


^. 


1475-77  Queen  Street  West 


Toronto,   Ontario 


J 
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Warm  Colors  in  Paper  with  Quiet  Backgrounds 

Queen  Anne  Influence  in  Colonial  Friezes  and  Warmer  Colorings 
for  Living  Rooms — Base  Decoration  a  Popular  [Innovation — Pre- 
diction of  Plainer  Hangings  for  Spring  of  1915. 


TEE  continued   popularity  of  simp- 
ler  effects    in    wall   decoration    and 

the  use  of  plain  or  self  tone  bodies 
with   or  wit  boul    paneling,  and   relii 
a  iiii  .-mi  ,,ui  friezes  ami  borders,  a-  1 1 
ing   a    background    which    brings    furni- 
ture ami    pictures    into   quiet    relief,    is 
assun  d    r<>r    Kail    decorations    ami    pro- 

-  in  make  it^  influence  Pell  in  I  ie 
iinv  lines  h  bich  arc  now  receh  ing 
attcnl  ion  "T  the  designers  for  I'M  5.  In 
the  coloring,  however,  there  is  now  a 
tendency  to  wanner  effects  and  this  is 
t«i  lie  noticed  particularly  in  the  living 
and     reception    rooms,    while    the    ultra 

fashionable  idea   \    be  expi  cted  t"  he 

mi  the  lookoul  r<T  designs  in  which 
brighi  colors  are  in  he  found  in  unique 
combinations. 

The  cut-out  frieze  may  he  looked 
to  continue  strong  for  the  bedroom,  to 
be  used  with  or  without  paneling  and 
w  it !i  solid  tint  backgrounds.  In  c<  lor 
.  the  Qui  en  Anne  influence  as  ap- 
plied in  colonial  effects  «  ill  be  popular ; 
flower    designs    will    he    seen    in    bi 

-.    hut    no!    tn    such    an    extei 

i  be  called  gaudy,  and  there  will 
he  an  <  Oriental  or  Indian  eff<  cl  im  re- 
duced   into    some   <>i    the    patterns.      In 

li\  in  •  i  OOmS  I  lie  cold  "I'  t  lie  <  'anadian 
Winter    and     I  that     there     i-    SO 


much  outside  life  in  the  Summer  leads 
to  a  tendency  for  warmer  effects  in  col- 
and    a    departure    from    anything 
e  in  pattern  ef  eci  -      1  □  fad  i 
ultra    fashionable     decorative 

•i  and  impres- 
i    schools   ut'  art    may  be  expected 
to  find  a  p  lapers  of  the 

future  as   it    has   in   draperies,   sen 
i  tc. 

t  he    Pall    t  rade   will  itz.   oat- 

meals, ami  Cordova  and  Ooze  leal 
and  weave  effects  in  transparent  colors 
as  popular  sellers  with  borders,  often 
\»n  i  two  or  three  decorative  trimmers, 
giving  an  opportunity  I'm'  a  number  of 
combinations  in  borders  ami  trimmings. 

Cut-off  Band  for  Base. 

For  i  te  room  u  here  it  is  desired  to 
g i\  e  a  hom<  like  impression  and  appear- 
ance the  18-inch  frieze  will  still  be  used 
ami  the  novelty  of  the  cut-off  hand 
in  !  i  ieze  lnr  use  as  a  base  de- 
coration has  taken  a  si  ind  in  popularity 
which    will   be   effective    for    some   time 

i ie. 

( !onl  inued  -  implicity  in  colorings  ami 
rns   and   the   tendency  for  self-tune 
iinds        el    ei   plain  or  ■ 

will    he    relieved    to    Some    extent    ')V    the 
luci  inn    of    « arm      colors.     In      the 


hangings  there  will  lie  a  tendency  shown 
a  prominent  designer  believes — to  de- 
part from  the  heavily  patterned  chintz 
effects  for  something  more  plain.  For 
example,  with  a  frieze  with  a  pattern 
worked  out  in  mauve  and  green  he 
look  to  see  a  tas  I  with  a 

plain     tone     mauve   1  ■  with  the 

option    of   producing    a    brighter     <ffevt 
by  the  use  of  a  green  border. 
Effects  to   Suit  Booms. 
In   t   i  ei    cases  it    will   al- 

ways   b(     found    that    it    i^    in    I 

the    solution     for    the    decoration 
tnd.     T  walls 

broken    by    windows    that 
paneling    i-    not    d<  sirable ;  are 

ich  requ  thing 

in  the  nature  of  an  allover  pattern  with 
distinct  markings  to  make  an  effective 
relief:    there   are   t'  e    usi  -  ten   a 

room    will   he   put :    t(  ■  '•■«    ceil- 

where  a  narrow  rabie 

ami  -  effee- 

Then,  too,  the  furnil 
is  a  factor.     VI  3  a  lot  <>t  low 

furniture  against  the  wall 
narrow  frieze  is  to  create  an  unbalanced 
appearance,     and     where    chipl 
articles  are  in  evident  ■   call 

for  a  corresponding  weig    I 
e  ling  panel. 


An  exquisiti  ve  handling  and   bigh-keyt  ;    which   - 

nenl   in  light   tones  of  the  mori  eption  or  musii    room.     It  is  thirty 

a.    Shown  bj   Stauntons,  Limited. 
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HOUSEFURNISHINGS 
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Every   Woman  Has  CREX  in  Mind 

when  she  enters  a  carpet  store  to  buy  grass  floor  coverings.  She  knows  there's  a 
difference.  She  knows  what  CREX  quality  means  and  she  is  going  to  look  for  the 
name  CREX  woven  in  the  side  binding.  It's  her  protection — it's  vour  protection 
and  it's  our  protection.  As  said  before  "you  don't  have  to  talk  CREX — it  sells  itself." 

1914  color- catalogs  on  request 
Price    lists    from  jobbers 

CREX  CARPET  COMPANY,  212  Fifth  Avenue,  New  York 
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Fibre  Carpets   for    Summer 

I'udvcd  Colors  to  Resist  the  Sun — Demand  for 
Brightening  Effects  in  Draperies  for  Summer 
Cottages    Some  Novelties  <>n  the  Market. 


Wllll.K  the  housekeeper  during  the 
Spring  season  is  preparing  t lie 
Inline  i'or  summer,  or  is  furnishing 
the  Bummer  cottage,  there  is  a  demand 
for  brightening  effects  in  draperies,  floor 
coverings,  and  other  factors  in  interior 
decoration.  Lighl  draperies,  fibre  floor 
coverings,  sun-room  furniture,  etc.,  arc 
having  a  popular  run. 

For  summer  decoration  the  besi  seller 


in  draperies  is  something  that  will  not 
fade,  something  that  will  withstand  the 
-miles  of  Old  Sol  throughout  the  dog- 
days  without  turning  color.  This  brings 
a  demand  for  goods  which  the  dealer 
can  guarantee,  and  some  go  BO  far  as  to 
promise  to  refund  the  purchase  money 
where  the  goods  change  color  and  to  pay 
for  the  expense  in  putting  the  hangings 
in   place,  and  replacing  them;  but  with 


the  new  color-holding  materials  made 
expressly  for  this  purpose,  the  merchant 
is  hacked  by  the  manufacturer  and  is 
takin-r  little  chance.  These  goods  are  in 
demand  in  soft  greens  and  deep  blues, 
although  there  is  beginning  to  be  a  feel- 
ing for  brighter  colors.  For  summer,  too. 
chintz  and  colored  cretonnes  in  great 
variety  of  color  and  design  are  meeting 
with  favor,  while  madras  is  not  so  popu- 
lar as  a  year  ago. 

For  summer  floor  coverings  there  is 
naturally  a  demand  for  the  fibre  carpets, 
with  the  undyed  colors,  willow  and  tans, 
popular  on  account  of  their  ability  to 
resist  the  sun,  although  some  dark  colors 
are    also    strong. 


Get    the    hotel    quilt    orders    of    your 

tOWn.     SKXD  US  REQUIREMENTS 

Even   the  smallest    hotels   In   your  town  or  city  require  quilts  In  a   quantity    which    warrants   going   after   tbem    for   special    order 
business.    We  make  a  specialty  <>f 

DEARDEN'S    MONOGRAM   QUILTS 

J^laae        by      Jonathan        Dearden        &        Co.,       Limited 
11-13  Sridgewater  Place,  Manchester.  Mills:  Bolton,  Lancashire 

Put   forth   an   effort    to   have  every    institution    nsiiitf  c|uilts   to   use  special  design  or  monogram  quilts.     Hotels,  institutions  of  various 
kinds,  railway  and  steamship  companies  are  all  prospects. 

Send  ii*  an  estimate  of  requirements  to-day.     We'll  submit  samples  and   prices. 


r 


30  Wellington   St.    W. 


R.    H.  COSBIE,  Limited 
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Alt    New     Feathfrs 
THE 

TORONTO  FEATHER  &  DOWN  CO. 

LIMITED 
TORONTO.  ONT. 


Grade 
Size 

/'/■/<  i 
Order  tto 

Cult  ««ot  Oil  iirhft   m.|i> 


GUARANTEE 

The  feathers  in  this 
pillow  are  nil  new  and 
have  never  been  used 
before.  They  are  ab- 
solutely clean  and 
sanitary. 


V. 


J 
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You  eliminate  the 
element  of  chance 

By  making  sure  that  every  pillow  you  Bell  bean  the 
label  and  guarantee  shown  below,  you  are  taking 
the  "element  of  chance*'  out  of  the  '"game  of 
selling." 

A  ,1  opt     the     "sat 

first"  policy — the  policy 

that    makes    sure    before 

you   go — the  policy   that 

enables    you    to    use    the 

ling      point      '  'all 

n  e  w  .     clean,     sanitary 

feathers"  when  showing 

pillow  -.        No     W  0  m  a  u 

would   think   of  using  pillows  made   from  lifeless, 

recleaned  (and  some  uncleaned)  feathers  picked  up 

in  all  sorts  of  place-  don't  offer  them.     Sell  ••Swan 
and  ' '  guaranteed  pillow  -. 

Send  for  price  list  to-day. 
THE 

Toronto  Feather  &  Down  Co. 

Ltrnitcd 

Where   the  reliable  good*  COOM   from" 

35  BRITAIN  ST.,  TORONTO 

Eastern  Agent: — Mr.  J    K.  Sumption 

Comei  St    Cslharlai  And   I nircniti    Stv.  Montreal.  Ouc 


Swan 

Brand 

Pillows 


Mushroom  and  Coolie  Models 

Latest  Shapes  in  Paris  Importations — Sailor 
Shapes  Very  Popular — Craze  Developing  for 
Lacquered  Effects — Flowers  Reign  Supreme  in 


THE  JUNE  BRIDE 

71  yflLLINERS  who  con- 
/ 1//  suit  their  own  inter- 
ests  will  watch  closely 
the  change  in  the  manner  of 
living  induced  in  many  com- 
munities by  the  growth  of  a 
wealthy  class,  and  will  show 
millinery  suitable  for  not  just 
the  different  seasons  but  for 
social  functions  and  local  hap- 
penings such  as  Horse  Shows, 
races,  etc.,  and  for  Summer 
and  sports  wear. 

In  striving  for  more  busi- 
ness the  big  city  stores  never 
lose  sight  of  an  opportunity 
of  pushing  business.  These 
stores  have  developed  the  early 
openings,  Easter  openings, 
Summer  openings,  and  open- 
ings and  showings  of  millin- 
ery for  special  events. 

In  the  smaller  centres  it  is 
not  possible  to  work  in  so 
many  of  these  openings,  but 
there  is  one  showing  that 
might  be  made — and  that  is 
millinery  suitable  for  the  June 
bride.  This,  of  course,  would 
include  the  going  away  hat, 
hats  for  the  bridesmaids,  and 
millinery  suitable  for  guests 
at  the  wedding  and  for  near 
relatives  of  the  bride  and 
groom. 

Such  a  display  should  in- 
clude gowns,  suits  and  other 
accessories  that  add  to  its  effec- 
tiveness. In  the  specialty 
store  circulars  and  newspaper 
advertising  have  to  be  used 
where  they  have  no  regular 
departments  of  a  dry  goods 
store  to  fall  back  on  for  sup- 
plies. 


Trimmings. 


JUDGING  from  sales  and  from  the 
Easter  millinery  at  last  there  has 
come  a  season  when  it  can  he  said 
with  truth  that  flowers  came  first.  Next 
to  flowers,  and  a  good  second,  comes 
ribbon.  The  soon-to-be-banned  osprey 
and  paradise  are  not  abandoned  and 
some  very  charming-  hats  are  trimmed 
with  jaunty  wings,  but  it  looks  as  though 
the  midsummer  hat  would  be  a  flower- 
trimmed  one. 

The  very  newest  idea  is  the  employ- 
ment of  very  lustrous  effects — "lac- 
quered" is  the  name  used  by  the  trade. 

There  are  lacquered  straws,  and  dark 
lacquered  foliage,  as  well  as  the  var- 
nished or  waxed  ribbons.  The  Parisians 
call  this  ribbon  "toile  cire."  This  fin- 
ish is  given  with  glycerine  and  glue  ;.nd 
heavy  rollers,  and  it  has  much  of  the 
dull  shine  of  stove  polish,  and  therefore 
it  gets  the  name  on  this  side  of  the 
Atlantic  of  stove  polish  ribbon.  Straws 
quills  and  piece  satin  also  come  in  this 
finish.  As  the  surface  repels  water,  cire 
ribbon  is  well  suited  for  trimming  street 
hats,  and  hats  for  travelling  and  auto 
wear. 

All  ribbons  are  selling  well  but  moire 
ribbons  sell  best.  Besides  moires,  taf- 
fetas, failles,  Ottomans,  Bayaderes  and 
velvets  in  plain  ribbons,  and  Roman 
stripes,  plaids,  velour  effects  on  satin, 
and  gilt  tissues  are  the  best  sellers. 

Heavy  cord  and  grosgrain  ribbons, 
often  with  picot  edges  in  narrow  widths, 
are  used  both  for  the  crown  and  the 
whole  hat.  These  ribbons  are  shirred 
along  one  edge  and  are  put  on  the  shape 
row  after  row  with  the  edges  overlap- 
ping. Wide  widths  in  plain  ribbons  are 
made  into  bows  with  high  loops,  and 
plaid  and  striped  ribbons  are  used  in  the 
same  way.  Ribbons  are  made  up  into 
ears,  wings,  quills  and  other  orna- 
ments. It  is  the  re-introduetion  of  the 
bandeau  that  is  increasing  ribbon  sales 
as  there  is  no  trimming  so  suitable  as 
loops  of  ribbon. 

The  very  latest  shape  to  be  featured 
in  later  importations  of  Paris  hats  is 
the  mushroom.  Many  of  these  shapes  are 
long  and  oval.  Many  of  these  hats  come 
in  the  new  varnished  straw,  but  Leg- 
horn and  crin  plateaux  are  also  shaped 
into  these  new  mushroom  models.  One 
of  Leghorn  had  a  wreath  of  pink  roses 
around  the  crown  and  three  small  os- 
trich plumes  on  the  left  side,  and  the 
bandeau  at  the  back  was  covered  with 
pink  ostrich  feathers.  Many  of  these 
small  mushrooms  have  small  dome 
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crowns,  and  some  of  them  are  of  the 
new  varnished  straw.  One  model  of  this 
straw  had  the  brim  faced  with  black 
moire  ribbon  and  a  wreath  of  curled 
ostrich  forming  a  ruche  around  the 
crown  in  front  and  mounting  high  in 
plumed  ends  at  the  back.  A  large  red 
rose  was  placed  among  the  feathers 
both  in  front  and  at  the  back,  and  loops 
of  black  ribbon  and  a  rose  covered  the 
bandeau  at  the  back. 

Many  brimless  shapes  are  seen  in  the 
late  models,  and  prominent  among  these 
is  the  coolie  shape.  This  shape  is  often 
trimmed  wTith  clusters  of  roses,  some  of 
which  are  almost  as  big  as  the  hat.  Wat- 
teau  models  are  very  much  liked  and  are 
often  almost  crbwnless  and  raised  high 
at  either  the  back  or  side  with  a  ban- 
deau. Though  the  season  is  advancing, 
turbans  still  keep  in  high  favor  and 
there  are  also  a  few  Directoire  bonnets 
showing. 

Though  so  many  novelty  shapes  are 
appearing,  sailor  shapes  continue  to  in- 
crease in  popularity,  and  many  of  the 
best  selling  hats  come  in  some  variety  of 
this  shape.  Quite  a  number  of  high 
crowned  narrow  trimmed  sailors  are 
shown,  and  added  height  is  given  by  the 
placing  of  the  trimming  on  the  top  of 
the  crown.  Lattice  work  of  roses  and 
(Continued  on  page  46.) 


THE  NEW  MUSHROOM 

Shape  of  Leghorn  and  crepe,  trimmed  with 

velvet  bow  and  mixed  flowers. 
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Parisian    Fashion    Note   From 


LATE  EDfTION 


a  xxmir,  n>.  1.945. 


I  OVOON.  FRIDAY    APRI!     10    1<)M 

PARIS    FASHIONS. 


[f-tr*,'*  «j  a.  ..  . 


FLOWERS    AND    COLOUR. 

(from  our  fashion  correspondent.) 

PARIS,  April  3 

Every  ono  is  wearing  something  new,  and 
furs  aro  gradually  disappearing.  One  of  (ho 
most)  dolightful  fashions  (his  spring  is  (hat  of 
using  flowers  on  ( ho  hats  ;  and  it  is  interesting] 
to  note  that  quite  one  of  the  first  7/iodi-';lc3  in 
Paris  is  using  more  flowers  than  she  litis  '• 
done  f or  .^iyafe^^BSStJSteSM^aaunuo  *'  on  a  I 
vojytfjfl|jW«Tr<:Tt'.y    it    was    notu oHm^DlH|(^Alio 

sort  of  woman  was  woaring  a  mod  era 
haall  shaped  liat,  trimmod  with  masses  of  the' 
most  gorgoous  roses,  poonio.%  poppies,  and 
lowers  of  like  dimensions  in  tho  most  lcrjj 
iot  too  bright,  but.  very  ricl 
'--,''1^r*J^l^^^'p'|firn| a'|iif|itl|i|ti7ti^'^'tg^  " '  ' ' ' ' "T 
roukl  bo  ru'o i ' rt^^^CTraTrTg^or  easy  to  wear. 
They  vary  between  the  bonnet  de  police,  with 
its  two  flaps  brought  closo  together  on  the  loft 
~;de,  and  tho  almost  largo  hat  which  is  approacu- 
■■Mcture  shape.     Every  hat   is  worr 


VD 

ri* 


pu 


raro 
hoffi 

th 


We  feel  so  confident  that  our  flowers  will  increase  your 
sales  that  we  ask  whether  we  may  ship  you  either  an  open 
order  or  a  consignment  of  the  designs  shown  on  the  oppo- 
site page.  If  any  of  the  selections  do  not  meet  with  your 
hearty  approval  you  may  return  them  at  our  expense. 


King's  Hall  Bldg.,  St.  Catherine  St.  W.,  Montreal 
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Some  New  Shapes  Seen  at  the   Openings 


TJ7'  .1/77.. I  /    shape  raised  high 
y[/      on   tht   side. 

Brith  covered  with  white 
faille  and  tht  crown  of  printed  crepe. 
.1  wreath  of  pink  plush  berries  and 
dark  green  varnished  leaves  arpund 
tht  crown,  broken  at  intervals  by 
bunches  of  small  pansies  and  blue 
and  pink  roses.  Bandeau  trimmed 
with  loops  of  old  blue  ribbon  vt  Ivt  t 
and  medium-sized  pink  roses  and 
pit  nl,  tl  tullt . 

A  sailor  shapt  pointed  back  and 
front  and  with  the  back  brim  slightly 
elongated.  Brim  and  sides  of  crown 
of  whitt  satin  straw  with  the  soft  top 
of  whiU  satin.  Hat  raised  on  a  ban- 
deau <ii  back,  a  Hi tl<  to  "in  siih  .  A 
single  loop  of  widt  black  ribbon  vel- 
vet with  a  bias  t  nd  standing  up  high 
both  in  front  and  at  tht  back  with 
ends  fulling  over  Iln    brim.     Large 


flat  roses  in  yellow,   pink   and  blue 

with  dark  foliage  around  the  crown 
where  the  straw  side  joins  the  satin 
crown  and  more  roses  mixed  with 
drcp  pnrpli:  violets  massed  in  front 
A  it  ry  tiny  sailor  of  picot  straw  in 
a  light  shade  of  Russian  green  with 
brim  turned  up  at  back  and  bandeau 
Jill,  ,1  in  with  loops  of  deep  forest 
green  velvet  Wreath  of  red  currants 
around  top  of  crown. 

Another  sailor  of  dark  green  lac- 
quered straw  with  a  band  of  black 
moire  ribbon  with  looped  bow  at  back 
and  right  in  front  at  top  of  crown  a 
bunch  of  pink  and  green  roses  with 
gold  centres. 

A  pink  horse-hair  plateau  with 
small  crown  of  pink  satin,  and  broad 
bandeau  at  hack  had  band  across 
crown  of  cadet    velvet   ribbon    with 


loops  of  samt  on  bandeau  at  hack.  On 
top  of  crown  to  right  side  was  posed 
a  bunch  of  violets  and  pink  roses. 

A  i  •  ry  smart  black  sailor  had  hand 
of  black  main  ribbon  around  crov  n 
and  wreath  of  cherries  and  black 
leaves  encircling  top  of  crov  n. 

Ont  of  tht  n' a  oi  a!  and  b rimless 
hats  was  of  burnt  Neopolita 
At  its  bast  it  was  encircled  nitha 
wreatli  of  bhu  ,  brov  n,  gold  and  pink 
marguerites  with  quills  of  tan  rubber 
at  i  nr},  sid, . 

A  very  striking  hat  wa  wry 

yellou-  straw  with  drooping  brim 
fact  il  with  blue,  and  drapt 

iji  I In  ii     en  pi  .        A  t     hack     n 

standing  upright  an  arrangement  of 
canary  ostrich  and  bhu  wheat  white 
underneath   was  a  ribbon  strap  ami 

bow  of   blur  faille. 


Niniche  hat  of  eggplant  Belgian  straw, 
faci  'I  with  moire  ribbon  in  the  same  tint. 
Straps  of  velvet  ribbon  are  arranged 
acrosB  the  plateau  top,  terminating  at 
either  Bide  of  the  bandeau  underneath. 
This  is  covered  by  a  Beriea  of  hanging 
loops  of  velvet  ribbon,  producing  an  ea 
tremely  smart  Louis  XVI.  effect.  Clusters 
of  ruses  in  bronze  and  violet  tones  com 
plete  the  ensemble.  Dimensions:  Diameter 
of  plateau,  M  inches  from  Bide  to  Bide,  Is 
inches  from  front  to  back. 


MUSHROOM  AND  COOLIE  MODELS. 
i  <  miii  niiici  i  ]■■  .in  Page  43.) 
ind   high-standins    loops  of   rib- 
bon \  eh  et  arc  use]  for  I  his  purpose. 

Rocm  •    arc    Brat    iii    t he    field    in    the 
flower  line,  and  much  wheal  is  used,  both 


mixed  with  other  flowers  and  with  fruit, 
for  fruil  is  coming  into  favor  as  well. 
Wheat  is  also  mounted  as  aigrettes,  and 
the  kind  used  has  the  beard  of  horse- 
hair or  bright  vegetable  fibre.  Pom-poms 
of  roses  and  leaves  are  new.  and  trim- 
ming  hands  of  fine  flowers  are  combined 
with  clusters  of  small  roses  around  the 
crowns   of  many   hats. 

Daisies,  forget-me-nots,  zinnias,  asters 
and  set  (lowers  such  as  camellias  in  two 
colors   in   extreme   contrast   are   showing. 

Japanese  berries,  cherries  currants  and 
other  fruits  are  all  good. 

Fancy  ostrich  comes  in  long  twisted 
plumes,  and  in  masses  of  flyaway  feath- 
ers. Ostrich  imitations  of  aigrette  and 
nmnidi  in  burnt  effect  come  in  high 
mounts.  For  trimming  turbans  and  tail- 
ored    hats    (dipped     pom-poms    are    good. 

Paris   is   favoring  small   wings  in  pain 

for  this  purpose  and  the  wings  come  in 
black,    white,    stove    polish    finish    and    in 

various    fancy  colors.     Sometimes     one 

side  of  the  wing  is  one  color  and  the 
ol  her  is   in   strong  contrast. 

'['lure  is  very  little  j''t  selling  now.  but 
retailers  are  not  sacrificing,  as  many  be- 
lieve that  we  are  yet  to  have  8  je1  sea- 
son, .let.  it  should  be  remembered,  is 
liol  a  Summer  article,  and  now  that  the 
warm   weather  is  coming  jet    l-  less   seen. 

Black  Chant  illy  lace.  and  black 
-hadow    lace   an-    used    for   hat    brims    in 

connection  with  moire  crowns.  Horse- 
hair lace  is  used  but  not  to  any  great 
extent.       Tulle,    crepe.       both    plain     and 

flowered,  and   printed  chiffons,  promise 

to  be  used   on   the  Summer  models. 

•in 


Leghorn   plateau  with  underbrim   lining 
ol     Nattier    blue    silk,    and    with    the 
dean    tilled     in    with    ribbon    of    the 
shade   and   loops   of   champagne    toll) 
shaded     pink     roses.      The     flat     orown     is 
Covered   with    ruses   and   small    mixed   flow 
ers   mixed    with    wl 


EASTER  BUSINESS  GOOD. 

Easter  business  in  the  millinery 
departments  in  the  large  depart- 
mental stores  has  been  verj  lame, 
and    the    specialty    stores    have    also    had 

a  very  successful  season,  and  from  many 
cities   and   the   smaller  towns   come   very 

encouraging  reports   of  the    pre-E 
business.      The    wholesale    houses    are 
looking  forward  to  a  season  that  is  - 
factor?  on  the  whole 
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Morris  &  Saward 

21-22  Great   Castle   Street,  London,  W. 

Manufacturers  of   High-Grade  Tailored   Hats 

for    Morning    Wear,   also   Untrimmed    Shapes 

in  the  Latest  Paris  Styles 


WHOLESALE  ONLY 


ADS  and  SALES 


By  HERBERT  N.  CASSON 

A   Study   of   Advertising    and    Selling   from   the 

Standpoint  of  the  New  Principles 

of  Scientific  Management 

Something  in  it  for  Every  Advertiser,  Advertising  Manager, 

Corporation,  Salesman,  Sales  Manager,  American 

Business  Man. 
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Removal    Notice 


In  consequence  of  our  rapidly- 
growing  business,  which  necessi- 
tates larger  factory  space,  we  have 
been  compelled  to  remove  to  300  St. 
James  Street,  where  we  will  be  in  a 
better  position  to  take  care  of  your 
valued  orders. 

Our  stock  of  ladies'  headwear 
for  Summer  is  very  complete  and  we 
can  fill  your  orders  at  short  notice. 


Ifto  iJsheskbs  Sftr©©ft 
MOTOTAL 
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KNITTED  GOODS 


Black  and  White  Hosiery  Strong  for  1915 

Manufacturers  Picking  These  Already  as  Probable  Besl  Sellers 
— Pinks  and  Blues  in  Men's  Underwear  for  Next  Year — Pleated 


Silk  Hose  ( hrowing. 


'"pvH  t  to  which  women  may  be 

J_  expei  ted  to  follow  I  be  eosl  time 
color  scheme  in  wearing  hosiery 
seems  to  find  ;i  variety  of  opinion  in  the 
trade.  Certainly  this  season  will  see  a 
greater  demand  for  colored  stock- 
ings than  Last,  but  blacks  and  while-  do 
not  seem  in  any  danger  of  losing  their 
positions  as  the  standards.  A  manufac 
turer  who  is  ai  present  creating  beav 
stocks  in  these  two  colors  for  the  1915 
business  takes  the  stand  that  they  will 
continue  in  favor,  because  they  are  de- 
manded by  the  moderate  dressers,  and 
because  black  can  be  worn  with  a  cos- 
tume of  nearly  any  color,  while  white 
suits  almost  every  occasion  where  black 
i-    mil    desirable. 

Mosi   of  the  houses  confine  the  range 
ni    colored    hosiery    largely    to    the   ex 

pensive  materials,  but  jobbers  are  to  be 
found  who  have  stocked  com] iara t  ivelj 
heavj  on  the  cheaper  grades,  and  who 
state  thai  they  will  be  able  to  dispose  of 
what  they  have.  The  explanation  of  one 
jobber  and  he  has  one  of  the  largest 
-!.nk~  of  colored  hosiery  of  cheap  •j.rades 

in  Canada— is  that  where  there  is  a  de- 
mand for  an  expensive  article  there  is 
sure  to  follow  a  demand  for  something 
less  costlj  and  he  is  selling  his  stock 
without  trouble.  The  materials  in  this 
stock  are  in  real  "live"  colors,  cerise. 
King's    blue,    cardinals.    Paddy    green 

and    taupe   being   noted. 

Whatever  the  whims  of  fashion  may 
call  for  in  the  waj  of  color  before  an 
other  season,  it  may  be  taken  that  blacks 
and  w  kites  in  hosiery  are  to  be  fa\  ored 
probablj  even  more  so  than  the  present 
season. 

Black  and  White  for  Men. 
While   the   kaleidoscope   seems   to   be 
pretty     constantly     consulted     bj      the 

fS    of    necku  ear.    and    while    t  here    is 

hardly  such  b  I  exl  remes  in  shire 

olors,  there  is  a  general  tendency  on 
pari    of    si  ell  dressed    men    I ,.    lone 

do*  n  the  effect  of  their  hosiery.      This 

tendency  is  noted  in  the  demand--  for  the 
ni    season,   and    it   promises    to   be 

Mill  mure  pronounced  for  next.  In  a 
ifacturing   plant    where  a   specialty 


i-  made  in  hosier]  the  making  oJ 
L915  goods  has  already  commenced,  and 
here  we  find  thai  there  are  practically 
but  two  lines  receiving  attention  for 
heavy  stocks:  these  are  the  black  and 
the  w  hite.  It  is  e\  ident  thai  the  popu- 
larity of  the  white  in  the  American 
.  which  is  now  spreading  to  Canada. 

i-  expected  to  last   for  at  least  ai  i 

ii  -nine  quarters  white 
'-  regarded  as  a  m>\ eltj . 

For  the  present  there  is  still  a  strong 
demand  for  colors,  but  they  are  in  the 
solid  shades,  and,  with  the  exception  of 

S&me  clocks,  the   fancy   combination-  arc 

taboo.  Black,  of  course,  is  the  strong 
feature  of  the  market  both  in  silk  and 
rear    -ilk    and    cashmere.        Tan.    despite 

the  tendencj  towards  dark  footwear.  is 
still  Btrong  with  men.  and  conies  among 
the  firsl    of  the  colors   for  the  present 

on;  pearl,  maroon,  navy  and  w  ita 
l-     the    order     ill     which      one      wholesale 

i     rank-   the   Colors,   but    the    white    i- 

18 


coming,  and  may  be  expected  to 
jump  into  a  more  prominent  position  at 
•    j    tim< .     For  t  be  brighter  Bhadea  the 

demand    shows    a    tendency    to    fall    off. 
W   ite  will  lie  strong  for  outing  apparel, 

and  will  be  used  whenever  canvas  shoes 
;:i  e  w  c  r:i. 

Pleated    Silk. 

A-  to  materials,  a  change  has  taken 
place,  tor  which  the  manufacturers  have 
"'ii-ible.  This  is  the 
new  pleated  silk,  which  as  yet  has  not 
bad  sufficiently  long  opportunity  of  re- 
ceiving the  indorsation  of  the  public  of 
(  ana. la  so  far  a-  wear  taction  is 

concerned,  but  the  manner  in  which  it 
"'ni  received  shows  its  popularity, 
and  it  may  lie  expected  to  become  as 
strong  in  Canada  as  in  the  United 
State-,  where  it  has  been  on  the  market 
for  -nine  time.  It  is  being  used  largely 
by  manufacturers  for  the  191.")  stock-. 
Pure  silk  and  the  sheer  imitations  are 
losing  popularity  in  many  quarters  in 
favor  of  the  new  pleated  material,  the 
former  on  account  of  its  lack  of  wearing 
ability  and  the  latter  because  of  the 
popular  demand  for  something  with 
more  body.  In  the  ideated  there  is  a 
grade  of  silk  and  fibre  combined  over 
cotton;  this  has  the  -ilk  appearance,  and 
a-  the  popularity  of  the  25e  line.  A 
more  expensive  and  the  popular  line 
with  better  di  i  silk  over  lisle 

combination,  which  has  a  good  body  and 

e  appearand  ';.     These 

can  be  found  in  all  colors. 

The    changing    course    of   events    may 
cause  a  demand  tor  color-  for  nexl 
-on.   but    the   present    pros  rould 

seem  to  be   tor  blacks  and  s,  and 

where  colors  are  worn  they  will  be  quiet 
-;    tan.    with    the    change    in    foot- 
wear, must  expeel  to  lo-e  its  popularity. 

Sweater  Coats. 
1  ere  an'  a  number  of  novelty  lines 
with     cutaway      fronts,     unique     weaves. 
fane]   fastenings,  etc..  for  the  Fall  trade 

in    sweater   coats,   but    they   do   not   enter 
into  the  market   as  an  important  or  per- 
manent   factor.     Buying  for  the  season's 
ntinued   on   page   52.) 
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BEAVER  BRAND  KNIT  GOODS 


\> 


Beaver  Brand  Knitted  Novelties — Caps,  scarfs, 
mitts,  gloves,  etc. — are  of  the  same  high  stand- 
ard of  style,  quality  and  workmanship  as  the 
famous  Beaver  Brand  Full-Fashioned  Sweater 
Coats  which  you  have  undoubtedly  stocked  for 
many  years  and  found  a  good  seller. 


The  Fall  1914  line  contains  many  new  styles 
that  promise  to  be  very  popular.  If  our  repre- 
sentative has  not  yet  called  on  you,  drop  us  a 
line  and  we  will  gladly  send  you  samples  by 
return,  prepaid. 


R.  M.  Ballantyne,  Ltd., 


STRATFORD 
ONTARIO 


Manufacturers   of  Beaver  Brand  Knit  Goods 


REPRESENTATIVES:  F.  G.  Rumble 

T.  H.  Allice      -      -      British  Columbia  H.  Cook      -      ■ 

Thompson  &  Hensehvood      -       Alberta  W.  Easson      ) 

Thompson  &  Hensehvood,  Saskatchewan  C.  B.  Heath   ■* 


Manitoba 
Northern  Ontario 

Western  Ontario 


J.  N.  Boyd,  373  Broadview  Ave.,  Toronto 
A.  J.  Turnbull  -  -  Eastern  Ontario 
W.  C.  Brown      -  Quebec 

J.  E.  Patte      -       .       Maritime  Provinces 
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"Monarch-Knit"  Spring  Lines 


The    Monarch    Knitting    Company,   Limited 

HEAD    OFFICE         -         DUNNVILLE,    ONT. 

Factories :     Dunnvilie,   St.  Catharines,   St.  Thomas,  and  Bujfaio,   N.  Y. 


L  'MS 


L  320 
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"Monarch -Knit"  Spring  Lines 


"  MONARCH-KNIT  "  demonstrates  its  progressiveness  again  in  offering  you 
these  splendid  models,  which  show  overwhelming  evidence  that  "Monarch-Knit" 
is  the  home  of  what  Dame  Fashion  decrees  as  the  best  in  Sweater  Coats. 

These  are  unquestionably  temptations  for  your  trade.  There  is  a  chance  given 
you  to  show  your  progressiveness. 

Write  for  samples  and  prices  of  these  lines. 

"Monarch-Knit"  is  the  Standard  for  Style,  Quality  and  Workmanship. 

The  accompanying  lines  are  shown  in  the  following  colors:  White,  Cadet,  Helio, 
Old  Rose,  Cerise,  Scarlet,  Amethyst,  Copenhagen,  Terra  Cotta,  Kelly,  Tango,  Dark 
Smoke,  Peacock,  Havana. 

L.  312,  L.  314,  L.  315,  L.  321  are  made  of  finest  Australian  Botany  and  finished  with 
angora  effect. 

L.  318,  L.  320  are  made  of  silk  in  two-color  stripe  effect  of  the  colors  mentioned. 

The    Monarch    Knitting    Company,    Limited 

HEAD    OFFICE         -         DUNNVILLE,    ONT. 

Factories :     Dunnvi/k,   St.  Catharines,   St.  Thomas,  and  Buffalo,   N.  Y. 
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L312 


/>/•//  (,'ood»  Review 
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IMPORTANT    DESIGNS    OF    UNION    SUITS    FKOM    DRAWINGS    ENTERED   AS    COURT 
KMIIHIT  NO.  10,  BY  BROWNING.  KING    &   CO.,   DEFENDANTS,  IN   SUIT  FOR   AL- 
LEGED  INFRINGEMENT   OF   PATENT    NO.  973.200.*" 
Reading  from  left  to  right  the  garments  illustrated  above  are  as  follows: 

1.  Defendant's  Exhibit  No.  18,  Princess  Knicker  Skirt  of  1896,  opening  extends  fro-" 
near  waist  line  to  a  point  on  inseam  of  one  leg  below  the  permanently  closed  crotch  wit' 
>uter   flap  attached  to  same  inseam  and  covering  opening. 

2.  Graham  Drop  Scat.  Patent  No.  702,070 — 1902.  Posterior  opening  (5)  extends  below 
crotch  in  both  legs. 

3.  Defendant's  Exhibit  No.  7,  Lacher  closed  crotch  garment  prior  to  1907.  Has  high  gores, 
single  outer  flap;  inticr  flap  opening  extending  below  body  crotch,  giving  bagginess  in  crotch 
region;    inner  flap  sewed  in. 

t.  Johnson  patent  in  suit,  No.  973,200 — 1910.  A  drop  seat  garment  with  left  side  sewed  up; 
special  crotch  gusset  gives  shapeliness  to  crotch;  inner  flap  integral  with  body  and  leg  portions 
of  garment. 

5.  Cooper  Commercial  Garment.  No  crotch  gusset  (piece  "M"),  bagginess  in  crotch  region; 
inner  flap  and  opening  not  coextensive;    inner  flap  sewed  in.  ' 

A.  B,  and  C  in  figures  1  and  6  refer  to  similar  parts. 

— Courtesy  of  Textile  Manufacturer's  Journal. 


BLACK  AND   WHITE   HOSIERY. 

(Continued  i'rom  page  48.) 

business  lias  been  following  the  general 
trend,  and  retailers  are  showing  a  dis- 
position to  be  cautious.  It  should  be 
pointed  out,  however,  that  in  connection 
with  the  sweater  trade  it  is  not  safe  to 
let  orders  bang  off  too  long.  There  is 
such  a  variety  of  color  combinations, 
collar  styles,  etc.,  that  the  manufac- 
turers do  not  attempt  to  carry  stocks  to 
im  el  contingent  demands,  and  the  ad- 
vance su|i|il\  being  created  will  depend 
almost  entirely  upon  the  orders  received, 
and  long  delays  or  final  disappointments 
may  result  in  failure  to  secure  at  least 
staple  lines. 

There  is  some  tendency  towards  finer 
woven  garments,  and  this  will  become 
more  pronounced  probably  during  L915, 
while  one  manufacturer  ventures  the 
prediction  that  the  next  step  following 
v  ill  be  the  return  of  the  fancy  stitches. 
The  brushed  effect  is  still  popular  in  all 
lines,  and  particularly  so  with  regard  to 
children  's  garments, 

The  V-shaped  neck  is  becoming  popu 

lar   in   both   ladic-'  and   men's  models;    in 

regard  to  the  latter  the  idea  is  a  sensible 
one,  as  it  permits  the  sweater  to  be 
worn  under  the  coal  and  allows  the  col- 
lar and  t  ie  to  be  seen.  Tile  tendeiics  ill 
the  men's  garments  is  still  towards 
shortness. 

In    women's   sweaters   the    high    shade- 

-eem     to    meet     the     market     Well.  Cerise. 

plum,  de  mint,  etc.,  are  to  be  seen. 
Strong  colors  and  sharp  contrasts  in 
combinations  are  to  be  noted  also  in 
men  's  garments  for  Summer  wear.  A  job 

it  it    a  line  of  the  latter  experts      and 


apparently  with  reason — to  find  a  de- 
mand for  them  for  cool  evenings  at  the 
Summer  resorts. 

In  referring  to  the  Summer  demand 
for  men's  underwear  it  is  hardly  neces- 
sary to  state  that  one  of  the  outstand- 
ing features  is  the  ever-increasing  de- 
mand for  combinations  as  compared 
with  the  two-piece  suits — the  change  is 
so  sensible  and  so  obvious  as  to  become 
matter  of  fact.  It  is  not  going  very  far 
wrong  to  st;it e  that  it  will  only  be  a 
matter  of  time  and  not  a  very  long 
time — until  the  two-piece  underwear  is 
classed  with  the  old  tube  shirt  and  tin1 
nightgown. 

In  the  (dose-fitting  varieties  of  under- 
wear there  is  a  tendency  for  silk-finished 
mercerized  lisle  thread  in  a  line  elastic- 
ribbed  garment,  and  for  1915  trade  the 
ribbed  garments  are  being  demanded  in 
shades  with  pinks  and  blues  favored. 
The  most  popular  of  the  tight-fitting 
makes  is  still  the  Ralbriggan.  which  is 
veil  suited  to  the  comparatively  tem- 
perate Canadian  climate;  white  is  the 
standard   color,   with   ecru   also   popular. 

In  the  loose  garments  there  is  a  big 
demand  for  the  checked  nainsook  in 
Combinations,  with  the  inserted  knitted 
waist  band.  \o\elt\  lines  are  shown 
with  silk  stripe,  but  there  are  few 
samples  of  color  shown    for  this  kind   of 

undergarment. 

As    an    athletic    garment    the    new    lail 
h  ^s    shirt     should     meet      with      popular 
favor.      The    features  of  a    smooth    waist 

and  a  blouse  effect  that  can  be  depended 

upon    not    to   bulge   too   much    with    exer 
cise     are     certain   to     appeal     to     tennis 
plaj  era  particularly. 
.72 


Closed  Crotch 

Cooper  Co.  'Trie-  to  Show 
Theirs  Wtm  Original  and  1 »- •- 
fendante  Infringed  on  Their 
Patent  Comparison  of  Vari- 
ous Makes. 

MILWAUKEE,  Wis..  May  :>.     Verj 
interesting    and    enlightening    in- 
formation  regarding  the  opinions 
of  trade  authorities  as  to   the  meri 

open  and  (dosed  crotch  designs  in 
combination  underwear  and  of  patent 
experts  and  manufacturers  regarding 
the  privileges  for  the  manufacture  of 
union  suits  in  a  variety  of  designs  was 
given  by  witnesses  who  te-titied  in  the 
suit  of  the  Cooper  Underwear  Co.  vs. 
Browning,  Bang  &  Co.  in  the  United 
States  District   Court   in  this  city. 

The  stand  of  the  Cooper  Company,  a-- 
presented  by  dealers  in  their  union  suits 
and  by  Henry  S.  Cooper  himself,  is  that 
the  Cooper  suit  is  an  improvement  in 
design  made  prior  to  other  closed  crotch 
designs.  The  defendants  aimed  to  show 
that  the  Cooper  garment  is  not  of  the 
design  covered  by  the  patent,  and  in  this 
connection  Mr.  Cooper  on  the  stand  ad- 
mitted that  the  Cooper  Dnderweai 
had  made  a  garment  exactly  as  shown  in 
the  drawings  of  the  patent,  but  that  he 
did  not  think  it  had  ever  been  put  on  the 
market;  at  least  not  to  any  great  ex- 
tent. His  statement  to  the  effect  that 
his  concern  was  the  first  to  put  out  a 
closed  crotch  garment  and  term  it  such 
was  simply  a  statement  of  his  belief  and 
made  in  ignorance  of  anything  that  may 
have  been  done  by  Holmes  or  the  Holmes 
Knitting  Co.  of  Boston,  the  Sterling 
or  the  Peerless  Co.  Mr.  Cooper  testi- 
fied that  he  had  made  a  public  otTer  of 
$1,000  to  any  one  who  would  show  BE 
the  name  "Klosed  Krotch"  for  union 
suits  prior  to  his  own  use  of  it.  that  the 
offer  had  been  before  the  public  for 
thirtj  to  sixty  days,  and  that  no  one  had 
claimed  the  reward  or  written  to  him  in 
reference  to  it. 

Alexander  Annan,  manager  of  the  un- 
derwear department  of  Marshall  Field 
&  Co.,  disapproved  of  the  closed  crotch. 
lie  -ai.l:  "We  began  to  sell  them  last 

Call  in  September.  I  sort  of  had  to 
i  hem.  Thej  were  asked  for  and  I  put 
them  in,  hut  1  will  never  bin  any  nutri- 
as long  :is  1  live."  Further  testimony 
iii'  Mr.  Annan  showed  that  Marshall 
Field  &  Co..  wholesale  department,  are 
preparing  to  put  out  a  new  union  suit  of 
their  own.  with  what  Mr.  Annan  called 
a  triangular  seat,  lie  said  that  it  had 
only  one  button  and  has  a  half  drop. 

The   chief   witness    for   the   defendants 

was  Edwin  W.  Hammer,  of  Xew    York,  a 

Consulting    engineer    and    patent    expert. 

His    testimony     was    an    analysis    of    the 

(  Continued   on   page    1  14.1 
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P  HE  result  of  a  new  hosiery 
improving  process  invent- 
ed by  the  laboratory  that  pro- 
duced the  famous 

Hermsdorf  Fast 
Black 

"Hermsdorf  Brilliants"  answer  the  de- 
mand for  slice!',  evenly  dyed  (no 
streaks  or  splotches),  silky  appearing 
cotton  hosiery. 

Yon  can  sell  them  with  perfect  confi- 
dence, for  the  "Hermsdizing"  process 
fixes  both  dye  and  silk-like  finish  so  that 
the  gloss  and  color  are  wear  and  laundry 
proof. 

All  the  latest  colors 

A-k  your  wholesaler  or  importer  for  this 
new  imported  colored  cotton  hosiery. 


Jmu^A 


Works: 

American    Bureau: 


Chemnitz,  Saxony 

235  West  39th  St., 

New  York 
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Humphreys 


THREE 


The  Home  of  Humphreys 


Equipped  with  the  most  modern  machinery, 
manned  by  expert  operators  and  supplied  with  the 
finest  grade  Maritime  wool  (unshrinkable,  long- 
wool  quality),  is  it  any  wonder  that  the  Home 
of  Humphreys  is  producing  an  underwear  that 
far-famed  for  its  unchangeable  high-grade 
quality,  its  delightfully  soft  long-wearing  texture.' 
Every  department  is  equipped  to  eliminate 
handling,  to  increase  efficiency,  and  to  turn  out 
the  maximum  number  of  perfect  high-grade  gar- 
ments   at    minimum    cost — then-fore    the    value. 


(Corner  of  Spinning  Room) 

\^K      your     wholesaler      for      Humphreys      Wool 
Underwear,     tf  he  can't  supply  you,  write  direct. 

EH.  Walsh  Cv    Co.,  Toronto 
Selling  Agents  for  Canada 

Humphreys    Unshrinkable 
Underwear,  Limited 

Moncton.  N.B, 
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Do  you  believe  it  pays  to  give 
your  customers  the  best  goods?     Do  you  believe  it  means  that  they'll  come 
back  again  and  again — and  that  they'll  tell  others  where  to  go  to  get  the  best? 
Of  course  there's  only  one  answer  to  that  question — yes! 
Then  decidedly — the  best  line  of  Hosiery  for  you  to  handle  is 


?rknman4  Hosiery 

for  men,  women  and  children.     The  dependable  quality  of  Penmans  gets  you  "in 
right"  with  your  customers  at  the  start,  and  keeps  them  coming. 

Made  of  the  best  materials — seamless,  snug-fitting  and 
comfortable.  You  can  ofter  your  customers  no  such  value 
in  any  other  line. 

Penmans  Limited 

Paris,  Canada 
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"St.  George  Woolnap" 

7^.?  Underwear  of 
Never  Changing  Qualities 

Unshrinkable,  neat  and  non-irritat- 
ing.    The    underwear   that    is    so 
popular  with  men.  A  careful  exam- 
ination should  be  given  kkSt.  ( reorge 
Woolnap"  before  placing  your  next 
order. 

Your  wholesaler   will   supply   you 
with  1914  Fall  samples. 

•TBI    Jw    £r        AvViMf^l 

UNSHRiNKABLE 

UNDERWEAR 

FOR   MEN 

Schofield  Woollen  Co.,  Ltd. 

OSHAWA,  ONT. 

THE  HALL-MARK  OF  Reentered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the   TOP,  it    increases    in    WEAR-RE 
SISTING    PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  thr 
HEEL  and    TOE  FIVE.     By  this  procesi 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 

FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF   PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the    Leading 
Wholesale  Drv  Goods  Mouses 


Worn  by  the 
Best  People 

Sold  Aii  the 
Best  Dealers. 


Manufacturers  of  Turnbull't  high- 
class  Ribbed  Underwear  for  Ladies 
and  Children.  Turnbull's  "M"  Bands 
for  Infants,  and  "CEETEE"  Shaker 
Knit  Sweater  Coats. 
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INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING   FOR     :     i    I    : 

Cbc  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  ./<>'•  Sperm!  Clubbing  Rates. 
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Jaeger  Pure  Wool 


FOR 


Sporting  Wear 


We  have  a  fully  assorted  stock  of  Sweaters, 
Cardigans,  Motor  Coats,  Sports  Coats,  Hats, 
Caps,  etc.,  for 

Men,   Women    and   Children 

Ruga  and  Blankets-  for  Camping;  Fine,  Pure 
Wool  Shirts  and  Waists.,  and  can  promptly 
execute  orders  for  immediate  delivery. 


DR.  JAEGER'S 


Head  Office  and  Warehouse 


Sanitary  Woollen 
SYSTEM 


CO.,   Limited 

243  Bleury  St.,  Montreal 
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HERE  THEY  ARE! 


Plain  linen  collar  with  vestec,  arranged 
to  slip  under  waist  or  coat. 


The   Linen    Collar    Introduced 

Indications  of  a  Return  to  Plainer  styles  — 
Height  is  Feature  of  Newest  Collars  —  New 
Girdles  and  Vesl   Belts  Being  Featured. 


\  COLL  \k  \<>\i:i/n  . 
Linen    collai    in    Normandj    shape    with 

ipa  mi. in  t  lie  V  Bhaped  open 
< 1   i  he  ML'  I.  "i   i  he  blouse. 


TBE  new  tendency  in  neckwear 
fashions  is  towards  plainer  styles, 
and  one  can  see  a  return  to  tailored 
modes  coming,  though  it  is  not  likely 
thai  any  fashion  so  severe  will  obtain 
daring  the  Summer  months.  Height  at 
present  is  the  predominating  feature  and 

all  the  newest  collars  are  of  this  class. 
There  is  a  big  variety  and  ideas  are 
taken  from  a  confusing  number  of 
periods.  Thus  there  is  the  Queen  Eliza- 
beth, the  Gladstone,  the  Normandy,  the 
Byron,  and  the  modern  roll-over  collar 
in    the   so-called    "lily"   effect. 

These    collars    are    made    of    soft    un- 

laundered  materials  with  organdie,  and 
Swiss  in  t ho  first  place.  Pique,  very 
soft  of  finish,  is  also  beino;  used.  For 
the  bettor  trade  these  collars  are  quite 
plain  and  severe,  tho  only  trimming 
tolerated  boin<r  the  pieot  edge  effect 
made  by  hemstitching  the  edges  and 
then  cutting  down  the  centre  of  the 
stitching.  Poular-priced  collars  are 
trimmed  with  narrow  Calais  and  Not- 
tingham edgings  and  insertions. 

Many  of  the  new  collars  are  cut  so 
that  they  stand  high  at  the  back  and  roll 
in  the  front  without  any  wiring  or 
otlior  supports,  but  tho  majority  are 
slightly  wired  to  keep  them  in  form. 
The  high  collars  are  often  attached  to 
collars  that  lie  flat  over  the  shoulders, 
and  these  collars  come  in  most  varied 
shapes.  These  high  collars  are  also  at- 
tached to  guimpes  or  vestees  in  the  same 
material  as  the  collar.  A  very  prac- 
tical guimpe  is  made  of  folded  oreandie 
which  closes,  surplice  fashion,  and  has 
I  he  back  of  net  finished  with  a  high, 
rolling  organdie     collar.     The     guimpe 

comes    to    just    below     the    bust    line,    and 

is  finished  with  an  elastic.   This  suimpe, 

ha--  several  practical  features.  In  the 
first   place  it   can  be  pinned  over  so  as  to 

reduce  the  si/e  of  the  V.  and  the  elastic 

allows  it  to  lit  any  sized  bust  measure. 
Also,  there  is  no  material  under  the 
arms,  and  therefore  it  cannot  bind  like 
some  guimpes  do. 

I'aiis  baa  introduced  the  linen  collrr. 
Man\  of  these  collar--  come  in  itriped 
linen.  The}  are  high  and  have  the  cor- 
rect toll  and  ai'e  very  easil)  adust  ed^  ::- 

thej    -lip   under  I  he   blouse  or  coat .   T 

collars  arc  designed  tor  wear  with  tail- 
ored   Milts. 

QuimpeS    -till    continue    to    be    one    of 
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the    biir    Belling    items    ami    everyt 
that   is  new    in  collar  or  frill   is  attached 
to  the  guimpe.    Organdie  am!  tine  B 

guimpes  are  the  newest,  and  HUM 
them  are  finished  with  embroidered  or- 
gandie collar-  or  trill-.  Besides  guimpes 
theer  are  many  vestees  and  vestees  pro- 
mise  to  be  a  big  Summer  feature.  A- 
in  guimpe  lines,  organdie  and  Swiss  as 
well  as  net-  and  net-top  laces  are  the 
material-  u-cd.  Fancy  buttons  here  are 
a  big  trimming  item,  the  best  Hked  be- 
ing ball   buttons  of   French   pearl. 

There  is  a  bi<r  demand  for  camisole-, 
but  they  come  now  in  many  other  ma- 
terials than  lace  or  net.  The  most  fav- 
ored of  these  i-  crepe  de  chine,  but 
leiio  muslins  and  other  novelty  <•■ 
fabrics  that  are  beautifully  light  arid 
sheer,  are  used.  These  material*  are 
trimmed  with  the  new  beading  in  galdon 
and  detachable  motif  effects  and  are 
finished  with  ribbon  draw-strimrs  and 
all  manner  of  dainty  ribbon  bows,  ami 
chiffon    and    ribbon    flower   trimmimr. 

Neckwear  houses  are  also  featuring 
the  new  girdles  and  vest  belts,  etc.  The 
best  selling  and  the  newest  girdle 
models  come  in  the  minaret  form.  These 
girdles  are  really  sbort  tunics.  and 
transform  a  plain  and  simple  dress  or 
-kirt  and  blouse  toilette  into  a  dressy 
one.  The  one  illustrated  is  of  plaid 
silk  frilled  with  plain  taffeta.  Other 
models  come  with  double  frills  and  some 
are  eitber  knife  or  sun-pleated  and  cut 
in  deep  points.  Manv  ideated  "irdles 
have  a  narrow  pleating  standing  un 
above  the  waist  line  and  are  fir 
with  a  butterfly  bow.  As  tbese  girdles 
are  mounted  on  elastic  belting  t''e  - 
model  fit<  manv  figures.  Yest-belts 
come  in  suede,  or  in  plain,  plaid  f*T 
Roman  sfrined  silk.  Tn  front  these  belts 
are  Bhaped  like  the  lower  narl  of  i 
man'-  vest,  even  to  the  small  pockets. 
At  the  baek  are  placed  buckle-  co 
with  the  leather  or  material  and  Bome- 
I  imes  sash  ends  as  well. 

This  girdle  developmenl  is  a  new  one 
and  is  one  that  is  being  rapidly  taken 
up.     Big   eitj  Hi1  stocking  them 

extensively    and    are    doing    big    bus 
with    them. 

Attractive  l'lauen  collars  come  in  em- 
broidered organdie,  erepe  and  Swiss  ii 
wind     flare    and     in    many     flat     shapes. 
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Practical 


Business  Helps 


Our   quick-selling  lines  include 

Beauty  Spot  Veilings,  Bridal 
Wreaths  and  Veils,  Printed 
Chiffons  and  Crepes,  Net 
Top  and  Oriental  Laces, 
Black  Laces  and  Fancy 
Collars,  etc.,  etc. 

See  Our  Fall  Range  of  Samples 


Mail  Orders  Promptly  Attended  To 


sor?  Lace  &Veilin 

LIMITED 

lipdtor?  Sl.West.Toroi? 
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Galloon  beading  and  Hands. 
Shown  by  Novelty  Import 
Co. 


Spangled  Beauty  Spots  on  Veils 

Brilliants    Used     as    Eyes     for    Butterflies  - 
Clusters  of  Four  or  Five  Dots  in  Colors  That 
Harmonize — Drape  Veils  Coming  With  Warm 
Weather. 


IMPORTERS  of  veilings  report  that 
the  present  demand  is  unusually 
jrood.  and  besides  the  steady  selling 
staples,  a  numerous  collection  of  varied 
and  attractive  novelties  are  beginning 
to  be  shown.  The  Easter  novelty  as  seen 
in  New  York  is  the  beauty  spot  empha- 
sized with  the  addition  of  a  jewel.  Thus 
a  butterfly  will  have  a  tiny  brilliant 
used  as  eyes,  or  a  crescent  and  star 
will  have  a  flashing  point  of  light  pro- 
duced by  the  setting  of  a  tiny  rhine- 
stone  at  one  point  of  the  crescent.  These 
veils  arc  very  effective  with  the  all- 
black  cost  nines  jusl  relieved  with 
white  organdie  collars  that  the  New 
York  women  are  wearing  this  Spring. 

Another  veiling  novelty  comes  in  the 
cubist  pattern.  The  mesh  of  this  veil- 
ing is  hexagonal  or  octogonal  and  it  is 
decorated  with  cluster  arrangements  of 
velvet  dots  which  are  connected  with 
curved  lines  and  angles.     About   Ave  of 

these  clusters  is  the  usual  allowance 
to  one  veil.  The  beauty  Bpol  or  one- 
flgure  veil  is  very  much  favored  and 
many   more   devices   than   just   the   one 

spot  are  OH  the  market.  There  are 
stars  and  crescents,  flights  of  small 
birds,  bugs,  beetles,  Berpent8,  sun- 
bursts,   and    clusters    of    colored    dots    of 

four  or  Ave  harmonizing  tones.  The 
harem  idea  has  not  been  allowed  to  die 
nut  and  \  eils  with  the  top  half  of  plain 

net  ami  the  lower  one  figured  are  mi 
the   market. 

Simple    nets   ,in,|    meshes    with    narrow 

floral  or  conventional  borders  are  being 

taken     up    by     the    high-Class     trade.        A 

novelty  in  mesh  thai  promises  well  is 
the  "slant."  This  mesh  is  of  cobweb 
Bneness  and   is   wo> en   in   little  oblon   - 


instead  of  squares.  Another  unusual 
mesh  has  a  tiny  pendent  ring-  of  che- 
nille at  intervals.  Many  lively  floral 
and  leaf  designs  like  the  drooping 
orchid,  the  lily  of  the  valley,  etc.,  arc 
big  sellers,  and  in  this  line  the  latest  is 
the  introduction  of  fruit  motifs,  such 
as  tiny  bunches  of  grapes  or  cherries 
ami    foliage,   etc. 

There  is  considerable  interest  taken 
in  colored  veils,  but  the  sale  is  coming 
in  the  staple  colors  and  quieter  tones. 
instead  of  high  shades.  Purple  con- 
tinues to  sell  and  taupe  is  good  with 
the  better  trade.  Navy  ami  browns  are 
the  other  staple  colors.  Tim  veil  that 
is  all  one  color  is  more  favored  this 
Spring  than  two-tone  effects,  and  while 
the  black  veil  is  best  now,  white  i-  ex- 
pected   to    be    the    best    seller    from    now 

on.  The  veil  at  present  is  worn  ar- 
ranged close  to  the  face,  but  for  Sum- 
mer wear  it  is  expected  that  mure  drape 
veils  will  be  seen.  Summer  millinery 
developments  favor  the  use  of  the 
draped  veil,  and  this  veil  is  much  cooler 
than    the    variety    closely    drawn    to    the 

face. 


Embroideries 

Baby  Bouncings  the  besl  sell- 
ing items  in  die  embroidery 
line  Embroidered  neckwear 
novelties  in  organdie  good. 

Tilt'  embroideries  Belling  are  still 
ohieflj  confined  to  sheer  effects  in 
crepe  ami  organdie  with  patterns  in 

imitation    of   hand    work,    flounces   about 

27  inches  wide  are  the  best  sellers  and 
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are  being  used  for  panniers,  tunics  and 
three-tier      dresses.        Many      of 
flounces  show  color  in  the  form  of 
lozenges  or   button   effect-,   or   are 
as  an  outline  to  the  pattern  of  tie 
ure.      Crepe    allovers      embroidered      in 
-mall,    well-detached    di  signs,  1 
sinirle    sprig  of  flowers,    are    very   well 
liked.     Some  of  these  designs  are  quite 
New   Art    in   effect    and   coloring.     They 
are,  however,  both  striking  and   rich  in 
color. 

Dainty  novelties  in  Normandy.  Glad- 
stone and  flat  collars  with  the  d< 
in  hand  lomn  embroideries,  are  h.. 
a  good  sale.  Waist  houses  are  taking 
up  embroidered  organdies  to  some  ex- 
tent for  the  development  of  expensive 
waists. 

The  best   item   in  embroideries  at   the 
at    time    are    the    baby    floum 
These   come   in   dainty    patterns   suitable 
for     making     into     infant-'     garments, 
and    little    yokes    and    narrow    band*    to 
match  as  a   rule  complete  the  set.     Dur- 
ing the  last  few  weeks  mon 
embroideries     have     been       selling       and 
should    the    wider     skirt    brim:     under- 
skirts  again    to   the    front,   there   an 
pectations     that      flouncing     for     skirt 
trimming  will  again  be  wanted. 


1  jf^^^siiT ' '  ?P 
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Minaret    girdle    of    plan 

frills  ami  bow  of  taffeta. 
k.  iv  Pairbairn  A  Co. 

1    silk    with 
Shewn  by 
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D456.— $4.25  per  Dozen  Scarfs 

Middy  Blouses    require  this  Middy    Scarf,  always  ready  to    put   on  and  looks  dainty  and    neat.       Fits    any  collar. 
Made  in  corded  silk ;    colors,   Navy,   Red,  Copen  and   Black.     Our    travellers  will  show  it. 


&♦  £•  Jfatrtmtrn  Co.,  Xtmiteb 

107  H>imcoe  &t.  Toronto 

DIRECTORS— President:    Rhys  D.  Fairbaim  ;    Vice-Presidents:    F.  J.   Knight,  W.  C.  Cliff;    C.  N.  Taylor,   E.  McGonegal 
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l,  Organdie  vestee  with  flaring  collar  coming  to  a  poinl  at  the  back; 
2  Guimpe  of  aet  with  vest  revers  and  flaring  collar  of  organdie.  Shown 
by   Phoenix    Novelry  Co. 

Shadows  Still  the   Staple   Lace 

But  More  for  Camisole  and  Underwear  Trim- 
ming— Light  Venise  Coming  to  the   Front 
New  Effects  Showing  in  Metal  Laces. 


Mlt  'II  laee  continues  to  be  used  in 
some  form  or  other,  but  ii  is  the 
more  dressy  gowns  and  gowns  for 
evening  wear  that  arc  the  most  elab- 
orately trimmed.  Dresses  of  this  kind 
arc  extra  important  al  the  present  time. 
owing  to  tin'  great  vogue  of  the  new 
dances,    and     dancing    dresses    with    the 

opening  up  oi  another  season  will  he- 
come  a  very  prominent  item.  Even  for 
Summer  wear  lace  trimmed  dancing 
dresses  promise  to  he  extra  good,  and 
there  is  a  growing  fondness  for  the 
sheer  bodice  and  laee  and  net.  For  Sum- 
mer wear  the  VOgue  for  transparent  ef- 
fects continues  to  he  the  leading  factor. 
Shadows  continue  to  sell  hut  they  are 
becoming  more  of  a  camisole  and  under- 
wear trimming  and  are  losing;  their  hold 
as  a   dreSS   lace,  and    the   trade   i>   passing 


on  to  net  laces  lor  dressy  wear.  The 
tendency  noted  from  time  to  time  in 
favor  of  Venise  is  growing  stronger. 
Very  light  weight  Venise  novelties  in 
the  form  of  bands  and  edgings  aboul  4 
or  .")  inches  wide  are  making-  their  ap- 
pearance and  many  of  the  newer  net 
hues  have  Venise  edgings  and  Venise 
motifs    introduced. 

The  newest  feature  in  the  lace  busi- 
ness is  the  introduction  of  and  the 
growing  favor  in  which  metal  effects 
are  regarded.  All  metal  laces  come  in 
the  very  lightest  of  nets  and  with  the 
pattern  darned  or  run  in.  Net  grounds 
in  deep  ecru,  oehre  and  rust  shades 
have  the  pattern  worked  out  in  gold 
thread.      Colored    patterns   enriched   with 

gold  threads  arc  being  brought  out  for 
dancing   dresses    for   the    early    Fall. 


-©- 


Lacquered  Ribbons  the  Latest 

Big  Ribbon  Sc;is<hi  in  Progress  [mporters 
Find  it  Impossible  t"  Keep  Up  Willi  the 
Demand     Metal    Ribbons   in    Exquisite    Flora] 

Effects. 


front.  Lacquered  straw  in  various  sailoi 
BDapes,  and  Watteau  models  trimmed 
witn    cue    ribbon    and    small    \arnislieu 

irj  (rings  were  the  millinery  seu- 
Bation  of  the  Easter  parade  in  New 
York.  Hlack  moire  ribbons  arc  snaring 
the  honor-  with  the  lacquered  ribbons. 
Nearly  all  hats  have  the  bandeau,  and 
loops   of   ribbon   arc   the  accepted    trim- 

for  this  millinery  feature.  With 
the  exception  of  plaids  and  Roman 
stripes,  plain  ribbons  are  most  used  on 
the  new  hats,  and  the  makes  most 
wanted   are   moire,  in,    faille   and 

taffeta,    with     satins    chiefly    for    trim- 
ming   children-    millinery,      'flu-    i- 
course,   exclusive    of   the   new    cire   rib- 
bons,   which    can    be    had    in    both    black 
and  colors. 

Magnificent  metal  ribbons  which  are 
quite  expensive  come  in  exquisite  floral 
effects.  Some  ol  these  ribbons  have  the 
metal  woven  in  with  the  ground,  while 
others  show  a  patten  of  gold  or  silver 
-  or  other  large  flowers  standing  out 
from  a  rich  satin  ground.  Gold  and 
silver  tissue  ribbons  are  also  selling  and 
these  ribbons  as  well  as  warp-prints 
ami  New  Art  printed  ribbons  arc  much 
u>ed  by  dressmakers  for  vests,  uirdles 
and  other  trimming  touches.  Baya- 
-.  plaids  and  Koman  stripe-  in  dar- 
ing  color  combinations  of  paou.  and 
Delft  blue,  orange,  gold  and  dull  red 
shades  are  big  sellers. 


$ 


PERSIAN  WOOL  AND  CARPETS. 

Wool  was  exported  from  Persia  to  the 
value  of  £205,458  during  the  year  ended 
.March.  1913  representing  a  decrease 
on  last  year'.-  figures.  The  chief  cus- 
tomers were  Russia,  the  United  K 
dom.  and  Turkey.    It  seems  strange  that 

any  wool  at  all  should  he  exported,  as  so 
much  is  required  in  the  country  for  the 
carpel  trade,  writes  Mr.  W.  J.  Garnett. 
of  ELM.  Legation. 

Of  woolen  carpets  the  export  reached 
a  total  value  oi  £1,098,048,  which  repre- 
sented a  large  increase  on  the  previous 
year's   ti-rures.        There   were   i 


Ti  I  ERE  i-  no  abatement  to  I  he  rib 
bon  vogue    The  trade  is  wanting  rib- 
bons,   ami    ribbons    are    selling,    not 
only    for   millinery   but    for   sashes   and 
girdles  which  promise  to  be  ex< lingly 

popular,    and     foi     a     thousand     ami     one 


other   staple   ami    novelty    u-c-.     The   -en 
sation   of  the  moment    is  the  cire  or  lac- 
qured    Btove    polish    ribbon.      This   ribbon 

i-  wax  finished  and  is  very  much  used 
to  trim  the  varnished  -traw  hats  that 
the    Easter   Belling   has   brought    to   the  each  side 

o? 


Waist. oat   girdle  made  of  ribbed  duve- 

tyn    and    fastening    with    snaps    under    the 
four    fancj    buttons.      Note   the   pockets   on 
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VELVET 
RIBBONS 

are  much  in  evidence 
for  Millinery  and 
Dress  Trimming 


In  widths,  7-9-12-16  and  30 
Black  and  all  shades. 


The  sale  of  Velvet  Ribbons  is  really  just  about  starting 
now,  and  during  the  months  of  May  and  June  the  demand 
will  be  particularly  good.  No  one  expects  to  sell  much 
Velvet  Ribbon  before  May  ist. 

Our  stock  of  Blacks  and  all  the  NEWEST  SHADES  is 
complete,  but  as  the  demand  increases  there  is  bound  to  be  a 
scarcity. 

BE  READY  to  supply  your  customers'  wants  for 
VELVET   RIBBONS. 

Write  at  once  for  a  shade  card  of  colored  velvet  ribbons 
and  make  your  selection  while  the  range  is  complete. 


Walter  H.  Barry  &  Co. 


Winnipeg  Branch  : 
222  McDermott  Avenue 


6  St.  Helen  Street 
MONTREAL 


"THE  SPECIALTY  RIBBON  HOUSE" 
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DRESS    A  CC  E8S0  It  I  ES 


RIBBONS 

Are  Stronger  Than   Ever 

and  will  continue  to  play  an  im- 
portant part  in  the  trimming  of 
millinery  and  in  dress  accessories 


The  insistent  demand  that 
has  gripped  the  trade  for 
ribbons  of  all  kinds  must  be 
as  apparent  in  yonr  business 
as  it  is  in  others  —  repeat 
orders  from  all  parts  of  the 
country  is  strong  evidence 
of  this. 
Our  stock  of  ribbons  of  all 


kinds — plain  and  fancy,  in 
all  the  leading  shades  and 
combinations,  is  now  com- 
plete for  Fall  selling.  Our 
values,  which  are  always  of 
the  highest  order,  are  even 
better  than  ever.  It  is  worth 
your  while  to  get  in  touch 
with  us  now. 


WRITE  FOR  PRICES  AND  SAMPLES 


J& 


Si, 

BAY  STRe1| 


Toronto,  ontari 


Company,  Limited 


THOMAS   BLOCK 
CALGARY.   ALBERTA 


in 
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New  Plauen  Neckwear.     The  latest  shapes  in  laces 
of  the  present    vogue.     A  large  stock  carried  in  a 

great  variety  of  designs. 


^qsS  $c  ^tuffmann,  Htmtteb 

jftlontreal 


$$e  iDreSs  Accessaries  $)qiisc 

12  #>t.  l;ckn   At. 
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DRESS    ACCESSORIES 


TO)e  Reason's  ?Se£t  JJobeltp 


/ 


D  421  at  $8.50  per  doz. 
BRASSIERE  CORSET  COVER  OR  CAMISOLE 

An  adjustable  Garment  which  supports  the  bust  and  conceals  the  top 
of  the  corset  cover  without  raising  or  accentuating  the  Bust  Line. 
Indispensable    with     the    transparent    costumes    ot    the    present   season. 

R.  I).  FAIRBAIRN  CO.,  Limited 

in;  Simcoe  St.,  TORONTO 
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Canvelco 
Brand 


•   <\ 


Crepe  de  Francais 
Ninon 

Chiffon  Cloth 
Maline — Rainproof 


Washable 


Gives  Every  Lady  The  Finish  She  Likes  Best 

Obtained  at  Wholesale  from  Canada  Veiling  Co.  Only 

ASK   OUR   REPRESENTATIVE   TO   SHOW  YOU 
THE  CORRECT  COLORS  FOR  NEXT  AUTUMN 

Also  before  placing  your  import  orders  see  his  Chiffons  for  accordion 
pleating. 

Shadow  laces  for  flouncing  and  underdraped   sleeves   of  the  new 
"Maxixe"  Blouse. 

Rosebud  and  Pearl  trimmings  for  the  "Castle"  Hair  Bands,  Tabs,  and 
Neck  Bands. 

Crepe  de  Francais  for  the  "Primprenelle"  negligee. 

Braid  Trimmings  and  Frogs  for  the  finishings  of    the    new  draped 
Tailor-Made  Suits. 

The  new  style  suit  for  next  Autumn  cannot  be  properly  finished 
without  these  accessories. 

To  insure  prompt  delivery  place  your  orders  now. 


CANADA  VEILING  CO. 

84  and  86  Wellington  Street  West 
TORONTO 


'84--86V 

'ELLINGTON]) 
.  ST.W.  / 


^H^ 


S^NADAVEILING  CO 
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Motor    Delivery  Good  After  24,000  Miles 

Finn  Uses  One  to  Take  Place  of  Three  Horses  and  Two  Delivery 
Wagons  at  Good  Saving — Covers  Larger  Territory  More  Satis- 
factorily—Average (lain  of  $40  to  $50  Per  Month. 


DELIVERY  RECORD. 

Delivery — 9  a.m.  and  3  p.m.,  with  ex- 
tra 7  p.m.  on  Saturdays. 

Average  Run — 1,000  miles  per  month. 

Area  Covered — 9  miles  east  and  west; 
7  miles  north  and  south. 

Cost — Starting  at  $100  per  month  in 
1911;  now  $115  per  month,  including 
salary  of  chauffeur,  gasoline,  repairs, 
etc. 

Cost  of  Horse  Delivery — $150  per 
month  in  1911;  would  be  $175  now. 

Average  Saving — $60  per  month. 

Use  of  Tires — Complete  new  set  each 
year,  averaging  $22.50  each;  price  being 
now  reduced. 

General  Result — Good  saving,  more 
rapid,   and  more   satisfactory. 


Till'!  motor  delivery  car  "l'  the  W.  & 
D.  Dineen  Co.,  Limited,  Toronto. 
dealers  in  furs  ami  hats,  is  start- 
ing  into  its  third  -cason  hale  ami  hearty. 
[1  has  a  record  of  24.000  miles  behind  it, 
and  is  now  well  on  the  way  to  iiO.UOl). 
The  worst  it  ever  did  was  to  run  into  a 
motor  cycle,  but  this  small  loss  is  more 
than  wiped  out  each  month  by  the  ac- 
tual saving  to  the  firm  compared  with 
three  horses,  two  delivery  wagons,  and 
two  drivers.  Compared  with  these,  it 
effects  a  saving  every  month  of  over  $50, 
and  is  in  every  respect  much  re  satis- 
factory. It  covers  a  territory  nine  miles 
one  way  by  seven  miles  another,  and  can 
be  depended  on  after  a  hard  week's 
work  to  deliver  many  a  rush  order  of 
millinery  on  Saturday  night,  all  ready 
for   church   on    Sunday.        It    is  a    light 


runabout,  befitting  the  nature  of  its 
cargo.  This  one  would  hardly  do  for  a 
heavy  hardware  business  nor  a  furniture 
dealer,  hut  appears  ideal  for  a  dry  goods 
store,  or,  one  might  add.  a  drug  store. 

The  Dineen  firm  started  this  car  run- 
ning on  March  17.  1911.  It  has  been 
.  ever  since  at  A 1  rate  of  nearly 
1,000  miles  a  month.  Winter  and  Sum- 
mer; and  there  have  been  no  places  that 
a  horse  and  wagon  could  struggle 
through  that  this  car  has  not  accom- 
plished successfully. 

The  linn  are  thoroughly  satisfied  with 
the  service  it  has  given. 

Starts  Out  At  9  A.M. 
The  car  starts  out  each  day  at  9  a.m. 
ami  covers  the  wh.de  eastern  part  of  the 
city,  including  East  Toronto,  and  north 
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You    could    if   your   conditions,   both   commercial 
and    structural    were    exactly  like  William    H.  Turner 
Co.'s,  but  this  Front  would  not  fit  your  business  if  it  were  un- 
this   Store  8. 

And  it  is  on  account  of  that  fact  that  to  design  and  build  a  profit-paying  Store 
Front    it   is    always  necessary    to    consider    every   condition   pertaining    to    each    job. 
The  Butcher  needs  his   particular  kind  of  Store  Front  —  the  Clothier  needs  a  Clothing  Store 
Front  —  the  Jeweler  needs  a  Jewelry  Store  Front  and  you  need  a  Dry  Goods  Store  Front  —  one  that 
will  allow  you  to  show  Dry  Goods.      You  and  the   Butcher  cannot  consistently  expect  to  push  each  busi- 
ness by  means  of  the  same  kind  of  Store   Front. 


Other  Merchants'  Experiences 

For  eight  years  we  have  'worked  with  Architects,  Con- 
tractors and  Tenants  in  designing  and  constructing  more 
than  30,000  KAWNEER  STORE  FRONTS  —  naturally 
the  problems  we  have  helped  to  solve  are  the  same  that  you 
■will  have  to  solve  when  your  new  Store  Front  is  laid  out  and 
built.  Practically  our  entire  knowledge  about  Store  Fronts 
has  been  acquired  by  this 
every-day  Work—  it's  the  prac- 
tical kind — the  money-mak- 
ing kind. 


KAWNEER  STORE 


FRONTS  are  made  of  either 

solid  copper,  brass,  bronze  or  aluminum  —  those  metals  are 
used  simply  because  they  serve  the  purpose  better  than  any 
other  available  material.  KAWNEER  STORE  FRONTS 
incorporate  a  ventilation  and  drainage  system  whose  merit 
is  evidenced  by  the  increasing  demand  for  KAWNEER. 
Thousands  of  Merchants  are  depending  upon  their  KAW- 
NEER show  -windows  for  from  50%  to  75%  of  their  gross 
business. 

Book  on  Store  Fronts 

The  crudest  kind  of  Store  Front  costs  a  certain  amount 
of  money  and  the  difference  in  cost  bet-ween  that  kind  and 
modern,  clean-cut  KAWNEER  STORE  FRONTS  is  of 
minor  importance  if  you  only  stop  to  consider  the  differ- 
ence of  the  ultimate  results.  The  only  way  your  Store 
Front  investment  can  prove  profitable  is  to  increase  your 
business,  so  -why  let  a  few  dollars  in  the  initial  cost  pre- 
vent you  from  increasing  your  business  —  your  profits? 
Successful  Store  Fronts  are  not  mysteries  —  they  aren't  the 
result  of  luck  —  they  are  the  result  of  sane  business  judg- 
ment  and  for   that  reason   more   than   30,000   KAWNEER 


STORE   FRONTS  have    been   adopted    by    keen   and  con- 
servative business  men. 

Don't  risk  the  amount  of  money  it  will  cost  to  construct 
any  kind  of  Store  Front  until  you  have  seen  "Boosting 
Business  No.  21" — it's  an  authentic  Store  Front  book  com- 
piled for  the  benefit  of  Merchants  and  the  information  it 
contains  is   backed  by  the  experience   of   Merchants.      This 

book  contains  photographs 
of  many  of  the  best-paying 
big  and  little  Store  Fronts  in 
the  country,  also  suggestions 
that  -will  appeal  to  you  and 
undoubtedly  will  fit  into 
your  business,  The  old  type 
of  Store  Front  costs  very  little  less  than  the  most  modern 
KAWNEER  type  and  the  difference  in  ultimate  results 
fully  -warrants  the  additional  initial  cost  of  a  KAWNEER 
FRONT.  Learn  about  the  Store  Front  that  has  totally 
revolutionized  that  part  of  retail  businesses  —  see  how 
other  Merchants  are  creating  sales.  Just  send  this  coupon 
and  your  copy  will  go  to  you  by  return  mail  —  it  is  in  an  en- 
velope; stamped  with  a  5c  stamp  and  ready  for  your  address. 


^^  Store  frohvS  ^ 


Kawneep 

Manufacturing  Company 
Limited 

Francis  J.  Ptym.  President 

Dept.   Q.     1193  Bathurst  Street 

TORONTO,   ONT. 
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to  the  limits,  and  west  to  Roncesvalles 
avenue,  near  High  Park,  a  distance  of 
eight  miles,  east  to  west.  The  afternoon 
delivery  is  at  three  b  'dock,  and  the 
extreme  east  is  omitted  this  time,  but 
West  Toronto  taken  in. 

As  has  been  mentioned  there  is  a  spe- 
cial delivery  for  Saturday  evening,  in- 
cluding social  orders  of  hats  or  furs, 
for  men  and  women,  either  the  ready- 
made  or  made-to-order,  where  a  request 
is  made  for  delivery  for  Sunday.  For 
this  "clean-up"  at  the  end  of  the  week 
the  car  has  been  found  most  satisfactory 
and  the  service  to  the  firm's  customers 
has  been  improved  considerably  over 
anything  that  was  possible  under  the 
old  horse  and  wagon  system. 

So  far  as  the  car  itself  was  concerned 
it  lias  a  light  running  gear  with  a  spe- 
cial body  for  holding  merchandise.  The 
cost  was  about  $1,000,  and  the  deprecia- 
tion of  $250  allowed  each  year  will  more 
than  cover  the  wear.  This  amount  is 
provided  for  in  the  $110  or  $115  allowed 
as  the  monthly  cost. 

The  firm  has  been  fortunate  in  having 
a  careful  driver  and  the  only  time  the 
car  has  been  laid  up  was  in  March  of  this 
year,  when  it  was  overhauled.  In  addi- 
tion it  has  been  painted  each  year.  The 
tire  expense  has  included  a  complete  set 
each  year.  Up  to  the  present  these  have 
averaged  about  $32  or  $33  each,  but  this 
year  there  was  a  drop  in  rubber  and 
$22.50  is  the  average  price  paid,  which 
will  allow  about  $40  to  come  and  go  on 
in  the  general  expenses  as  compared  with 
last  year.  The  punctures  have  been  very 
lew;  in  fact,  none  in  1912  or  1913  up  to 
September  in  new  tires  put  on  in  the 
Spring.  Timer  liners  are  used,  and  they 
are  kept  pumped  up  to  GO  pounds 
pressure. 

In  All  Kinds  of  Weather. 
The  car  has  been  tested  in  all  kinds 
of  weather  and  has  proved  that  it  can 
go  any  place  where  a  horse  can  make  its 
way  and  even  yet  there  are  a  few  places 
in  Toronto  penetrable  by  neither  for  a 
short  time  each  Spring  and  late  Fall. 

Damage  Insurance  of  $10,000. 
The   firm    carries    two    insurance    poli- 
cies :  one  for  the  car  itself,  against  fire: 
l Im'  oilier  for  $l().(ioo  to  cover  damages 

any  time  from  a  collision  or  other  form 
of  accident  involving  personal  injury  to 
come  one  else.  This  is  a  common  form  of 
insurance  for  motor  ears  and  does  not 
come  heavy  where  a  paid  chauffeur  is  in 

charge,  as  in  this  case.     The  car  itself  is 

kept  in  a  public  garage. 

Costs  About  10  Cents  a  Mile. 
The  initial  cost  for  repairs  and  main- 
tenance was  about   $100   pel   month,   but 
tlii~     naturally,    with   increase   in   cost   of 

driver,  ami  other  expenses,  lias  <_ronc  Hp 
to  $115,  although  the  drop  in  the  price 


of  tires  is  likely  to  reduce  this  average 
this  year.  The  cost  of  running  figures 
out  at  about  10  cents  per  mile,  a  very 
cheap  form  of  delivery. 

The  firm  propose  to  keep  the  car  run- 
ning for  another  year  after  this  and  are 
likely  to  dispose  of  it  then  for  a  fairly 
good   figure   by   getting    a    touring  car 


body,  while  they  themselves  would  keep 
^resent  delivery  body  and  put  it  on 
a  new  running  gear. 

All  who  have  anything  to  do  with  this 
n  "tor  car  method  of  delivery  speak  in 
the  highest  terms  concerning  it,  and  con- 
sider it  greatly  superior  from  nearly 
every  point  of  view  to  horse  delivery. 


One-Half  More  Efficiency  on 
Less  Cost 

Kingston  Store,  Through  Use  of  Motor  Deliv- 
ery, Increases  Service  in  Regular  Runs,  Ma'. 
Special  Trips  and  Gets  Good  Advertising. 


Car  that  makes  seven  deliveries  on  Saturday. 


A  MOTOR  ear  that  does  the  work 
ul'  two  horses  and  enables  the 
firm  to  increase  its  daily  deliver- 
ies from  four  to  five  a  day.  and  two 
extra  on  Saturdays,  is  the  satisfactory 
experience  of  Messrs.  Steacy  &  Steacy, 
Kingston. 

In    a    letter    to    The    Review    the    linn 

state: 

"Insofar  as  the  motor  is  concerned, 
its  efficiency  is  fifty  per  cent,  greater 
than  horse-drawn  vehicle  without  any 
additional  cost.  Now  instead  of  four 
deliveries  a  day  and  five  on  Satur- 
days, we  have  six  with  eight  on  Sat- 
urdays, in  less  time  than  formerly. 
Also,  we  can  attend  to  our  'specials' 
with  greater  dispatch,  and  make  two 
suburban    deliveries   daily    instead   of 

one. 

••.\s  in  record  f\'  parcels,  everj 
parcel  to  be  sent   is  registered   in  a 

hook,  and   in   turn    is   registered   in    the 
diner's   book   and   marked   off  in   par- 
cel  office,   tlms  leaving   all   responsibil- 
ity on  the  driver,  and  makes  him  care 
fid    as    to    proper    delivery    o\'    parcels. 

"We  are  quite  enthusiastic  over  our 
present  system  from  every  point  of 
\  iew.   having   muoh   greater   efficiency 
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in  delivery  facilities,  a  better  adver- 
tising medium  and  a  'humane'  sys- 
tem  of   delivery." 

There,  in  brief  form,  is  the  official  re- 
cord of  the  delivery  ear  of  the  Kingston 
store. 

A  careful  record  of  cost  is  kept,  and 
.t  is  seen  that  allowing  *1">  a  month  for 
depreciation,  or  *  1  SO  a  year,  the  actual 
cosl  is  considerably  below  that  of  horse 
delivery,  while  the  service  is  much  su- 
perior. 

The  comparative  cost  per  month 
follows : 

CAR. 

Chauffeur    $52.00 

Fuel    20.00 

Insurance  50 

Depreciation    15.00 

$90.00 
2  HORSES. 

Driver    $52.00 

Feed  and  Keep    36.00 

Insurance 3.00 

Depreciation    8.00 

$96.50 
(Continued  on  pace  72.) 
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MODERN  DELIVERY 


It£  "MotoKart 


99 


the  last  word 
in     up-to-date 


City  Transportation 


It  will  increase  the  yearly  profits  of  every  merchant  having  moderate  size  and  weight  goods  to  deliver.  Let 
us  show  you  how  The  MotoKart  can  be  adapted  to  your  needs.  Your  competitors  are,  or  will  be,  availing 
themselves  with  this  rapid  and  economical  delivery  vehicle. 

Why  not  be  first  in  your  line  and  vicinity?  Let  your  trade 
see  that  you  are  up-to-date  and  progressive.  Show  them 
your  earnest  desire  to  cater  to  them  and  give  them  the 
best  possible  service — "MotoKart"  Delivery. 

If  you  do  not  know  our   Local   Agent,   write   us  direct   for   detailed 
specifications. 


Price  $365  °peVordy,osed 


The  MotoKart  Company 

General  Of  f ices :   1790  Broadway,  N.  Y.  City 
Factories:  Peekskill,  N.Y.;     Tarrytown,  N.Y. 

Address  all  correspondence  to  New  York  Office. 


Before  Installing  J-M  Lighting 


After   Installing  J-M  Lighting 


If  YOU  were  the  customer  which 
window   would   get   your    trade  ? 

Would  YOU  be  attracted  by  a  show  window  or  case  that 
displayed  merchandise  in  a  dingy,  forbidding  light,  or  by  a  show 
case  that  fairly  blinded  you  with  glaring  spots  of  light? 
Decidedly   no ! 

But  you  WOULD  be  tempted  to  make  a  purchase  if  the  goods 
were  brilliantly  illuminated  with  a  soft,  even  glow  of  pure  white 
light.  No  ugly  shadows.  Every  object  in  its  true  colors.  Every 
detail   clean   and    clear. 

That's  exactly  the  kind  of  illumination  you  get  when  your 
windows  and   show   cases   are  equipped   with  the 

FRINK  AND  J-M  LINOLITE 
Systems  of  Lighting 

These  methods  of  lighting  consist  of  tubular  incandescent 
lamps  about  one  foot  long,  and  only  one  inch  in  diameter.  When 
placed  end  to  end  in  powerful  reflectors  a  continuous  LINE  OF 
LIGHT  is  produced  which  illuminates  every  square  inch  of 
merchandise  in  the  case.  And  the  source  of  light  itself  is  hidden 
from   the   eye. 

Another  thing,  this  method  of  lighting  not  only  produces 
perfect  illumination  but  actually  costs  less  tor  current  consump- 
tion than  the  POOR  illumination  of  other   systems. 

The  Frink  and  J-M  Linolite  Systems  have  proven  such  remark- 
able business-getters  that  over  25,000  merchants  in  this  country 
alone   are   using   them. 

Send  us  your  store  plan  and  we'll  gladly  estimate  on  your 
requirements,  without  obligation  on  your  part.  Write  our  nearest 
Branch  to-day  for  Catalog  No.  410. 

THE  CANADIAN 
H-W  JOHNS-MANVILLE  CO.,  Limited 

Sole   Selling   Agents   for   Frink   Products. 
Manufacturers  of  Show-Case,    Show-Window   and  General  Illuminating  System*; 
Asbestos  Table  Covers  and  Mats;  Pipe  Coverings;  Dry  Batteries; 
Fire  Extinguishers;  Etc. 

TORONTO     MONTREAL     WINNIPEG     VANCOUVER 
Member  of  the  Society  for  Electrical  Development,  Inc. 

"DO  IT  ELECTRICALLY"  20K 
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these  Hose  arc 
cj.  ia.rai\tcerl. 


Artistic  show  cards,  the 
work  of  Will  Surman,  for 
Chappies,  Limited,  Fort  Wil- 
liam. The  first  is  an  example 
nt'  "spatter"  work.  The  hand- 
painted  scene  gives  relief  to 
^owii  and  illustration.  In  the 
second,  a  wall  paper  floral  cut- 
out, is  need  with  <  1  ry  color  re- 
lief.  In  the  third  the  ai 
tn i- n t  nt'  figure  and  lettering  is 
unusually  artistic.  The  fourth 
shows  an  illuminated  capital, 
with  the  price  the  in  a  i  n 
feature. 


The  Call  of   the  Card  to  the  Public 

Strong  Influence  Behind  Artistic  Taste  Blended  With  Forcible 
Talk — Like  Personal  Cards,  They  Serve  as  an  Introduction — 
Samples  of  Work  Along  Original  Lines. 

Written   for  The   Review  bv   Will  Surman. 


THERE  ate  very  few  business  men 
who  would  be  willing  to  say  that 
the  day  for  the  show-card  lias 
tint  yet  come.  I  have  known  some,  hut 
their  actions  have  contradicted  their 
words,  Cor  in  some  way  or  other  the  very 
principle  behind  the  word  show-card 
has  found  expression  in  some  form  or 
oilier  in   their  own   rvory-day  life. 

For  instance,  1  know  a  man  who  de- 
nies the  power  of  the  show-card  as  a 
force  in  the  advertising  world  for  his 
poods,  yet  his  own  personal  shovi  card 
is  being  constantly  produced  in  the  form 
of  his  pocket  cards,  containing  his  name- 
plate  and  profession,  and  1  have  also 
noticed  a  name-plate  on  his  door. 

If  only  as  an  introductory  force,  the 
show-card  is  worth  the  time  and  expense 

and  spare  it  takes  up,  bui  if  it  adds  tone 
ami  if  the  verj  Belling  force  of  the  dis- 
play can  be  made  to  depend  on  t he  card 

itself,  how  much  more  its  value  is  in- 
creased; yei  tht-  U  being  done  every  da\ 
and  every  hour  of  the  daw 

There  litis  been  BO  much  written  about 
show-cards    that    it    is    practically    impos 

Bible  to  Bay  anything  new,  and  this  -hurt 
article  is  hut  the  re-expression  of  some 

the  trader  DttUSl  have  seen  scores 
of  limes.  1  believe  that  a  card  is  as 
lien      :n\     lor   a    display   a-   a    man'-   own 


name  is  for  the  man  himself,  hut  the  dis- 
play must  attract  and  hold  the  attention 
and  not  the  card  alone. 

[f  their  is  influence  behind  the  mis- 
spelt,     mis-shapen     ami      badly-written 

card-  one  so  often  sees,  what  an  added 
influence  there  must  he  behind  those 
cards  in  which  artistic  taste  is  blended 
with  forcible  talk,  and  the  hitler  is  with- 
in the  reach  of  everyone. 

Every  magazine,  every  paper,  every 
catalogue  is  full  of  ideas  that  readily 
lend    themselves   for   simple   expression. 

For  the  ranis  that  illustrate  tlii-  article 
1  do  not  claim  auv  especial  brilliance. 
Thej  arc  original,  and  I  do  know  from 
experience  thai  they  have  till  helped  not 

only   to  add   tone   to   the  display,  hut    also 

to  reallj  sell  § Is  and  to  bring  merit  to 

t  be  store. 

The  card  with  the  "little  niggers"  is 
stenciled,  and  i-  one  of  a  series  use  1 
with    great    effeel    during   our   January 

white  sale.     The  others  are  example-  of 

ml  out-  treated  -imply  with  brush  and 
pen.     I  believe  that   in  Bhow-cards  a-  in 

all    other    things    the    hu-itir-s    world    is 

marching  forward,  and  there  is  an  ever- 
expanding  Held   of  opportunity   for  the 

fellow  who  is  willing  to  make  a  -tart. 
and  then   to  "-tick  to  it  "  and  "live  and 

learn." 
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ONE-HALF   MORE   EFFICIENCY   ON 
LESS   COST. 

(Continued  from  page  70.) 

The  average  daily  run  of  the  car  i- 
litty  mih-.  which  permits  of  the  city  be- 
ing  covered   thoroughly  several  times. 

The  firm  first  started  the  car  about 
Hie  first  o\'  August  last.  A  note  must 
he  inserted  here,  out  of  deference  to 
weather  man.  who  assumes  an 
important  air.  sometimes  around  Kimrs- 
ton.     Disp  torn  that  city  on  Feb- 

ruary—  the  time  when  winter  started 
this  year— told  of  a  certain  railway 
line  running  into  Frontenac,  Addii 
and  Lennox  brine  tied  up  by  snow- 
storms for  over  a  week.  Tins,  natural- 
1\  wa-  too  much  for  the  delivery  car. 
a-  even  the  street  cars  succumbed,  and 
id  a  rest   during  the  height   of  the 

-tm  in.    when    a   delivery    sleiuh    was 

instead.      Since    then    the    ear    has    been 

running  every  day. 

The   "special"   trips   referred    to   by 
:rm    are    for   ••rush"   orders,   where 

an   almost    immediate  delivery  \s  desired. 

The  firm     arrange     their     deliverii 
that    the   car   calls   at    least    live   tin 
day  at   the  Btore  bo  that   special  orders 
arc  easily  worked  in. 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 
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LAMSON 
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Your  Store  Needs 
Centralized  Service 

A  Lamson  Carrier  CENTRALIZES 


Does  away  with  the  out-of-date  Local  Cashier  plan  or 
the  discourtesy  of  obliging  customers  to  carry  check 
and  money  to  cashier's  desk. 

Eliminates  the  shortages  which  cash  tills  can't  stop 
and  can't  prove. 

Isolates  the  cashier  from  clerk  and  customer — supplies 
her  with  businesslike  sales-checks — makes  book-keeping 
and  balancing  easy  and  accurate  without  duplication 
of  work. 

Saves  time  and  temper;  fixes  responsibility  immedi- 
ately; lowers  operating  cost,  and  protects  your  income 
—by  CENTRALIZING. 


The  LAMSON  COMPANY 

BOSTON,  U.S.A. 


TORONTO 
126  Wellington  St.  West 


VANCOUVER 
429  Pender  St. 


Wire,    Cable,   Tube,    Belt    and   Pick-up   Carriers 

*—  SERVICE— J 


Ginger-up"  Your 
Ready-to- Wear  Sales 
By    Better   Displays 


If  your  windows  are  not  sell- 
ing your  goods,  your  displays 
are  not  what  they  ought  to  be. 
And  the  fault  undoubtedly  lies 
with  your  display  forms.  The 
success  of  a  display  is  so  depen- 
dent on  modern  style-conform- 
ing forms  that  the  display 
schemes  you  often  formulate  in 
your  mind  and  are  so  sure  will 
bring  results,  are  found  im- 
practicable when  tried  out  on 
your  old-fashioned  forms.  Give 

Richardson 
1914  Forms 

a  trial. 

Write  for  Special  May  Price 
for  half-dozen. 


No.  47c 
With  Feet 


These  charming, 
1  iff  like  figures 
a  r  e  from  the 
very  Infest 
French  models, 
having  the  hips 
a  n  tt  skirt  s  o 
much  in  keeping 
with  this  year's 
styles.  And  the 
wax  w  o  r  k  on 
Richardson 
F  o  r  m  s  is  the 
last  word  in 
sculpture  model- 
ing. Note  the 
intelligent,  life- 
like features  of 
the  face :  the 
real  hair  done  up 
in  the  latest, 
most  attractive 
coiffures :  the 
poise  o  f  the 
h  cad.  These 
forms  give  an 
added  charm  and 
beauty  to  the 
gowns  displayed 
that  will  prove  a 
great  factor  in  a 
quick      turnover. 


Write    for    cata- 
logue to-day. 


Head    A  IS 


A.  S.  Richardson  &  Co. 

99   Ontario   Street,  Toronto 
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Seeking  Law  Against  Fraud  in  Advertising 

Movemenl  1"  Make  Prosecution  by  Recognized  Business  Men's 
Association  Possibl< — "Truth  Emblem"  Will  Be  Debated  at 
Canadian  Conventioi]  —  A  Few  Short-Sighted  Merchants  Do 

I  njurv  to  All. 


TRUTH  must  triumph.  This  is  a 
truth  thai  is  uever  truer  than 
when  applied  to  advertising.  It  is 
not  the  official  slogan  of  the  Associated 
Advertising  Clubs  of  America,  but  it  is 
the  foundation  upon  which  the  campaign 
Cor  cleaner  ami  more  responsible  adver- 
tising in  every  department  of  commer- 
cial publicity  is  being  waged.  It  is 
accepted  as  a  basis  for  building  up  a 
strong  and  successful  business  struc- 
ture— raised  higher  and  more  solidly  by 
the  continuance  of  an  increasing  public 
confidence —  by  the  great  majority  of 
business  men.  It  is  by  maintaining  this 
confidence  of  the  buying  public  that  the 
benefit  conies  from  a  prolonged  adver- 
tising effort. 

The  necessity  for  truth  in  advertising 
is  recognized  by  the  solid  business  in- 
terests; it  is  to  be  found  as  the  keynote 
of  every  important  advertising  cam- 
paign of  the  present  day.  Bu1  there  are 
some  merchants  who  are  so  short- 
sighted that  the  Associated  Advertising 
Clubs  propose  to  act  as  occultists;  they 
propose  to  ?ive  the  public  the  oppor- 
tunity of  discriminating  between  the 
advertiser  who  is  for  business  without 
consulting  his  conscience  as  to  the  me- 
thods of  getting  it;  they  propose  thus 
practically  to  force  every  advertiser  who 
has  anything  to  sell  to  the  public,  from 
beans  to  real  estate,  to  adopt  an  autho- 
rized   truth    emblem. 

Prosecute  Misrepresentation. 
A  further  step  in  the  same  direction 
is  the  campaign  which  is  being  con- 
ducted in  the  United  States,  and  which 
i  being  started  in  this  country,  to  prose- 
cute the  advertiser  who  misrepresents 
his  goods,  who  misstates  his  prices,  who 
advertises  stocks  which  he  never  carried. 
Already  legislation  has  been  pin  oil  P6C 
ord    in    the    United    States    under    which 


such  prosecutions  can  be  made — and  are 
being  made — and  in  this  country  steps 
are  now  being  taken  towards  securing 
the  same  protection  for  legitimate  busi- 
ness and  the  interests  of  the  buying 
public. 

It  is  not  hard  for  the  advertiser  or  the 
public  to  appreciate  the  benefits  which 
would  result  from  the  establishmenl  of 
advertising  service  on  a  basis  of  abso- 
lute confidence.  "Oh!  that  is  only  an 
advertisement."  You  have  all  heard  the 
expression.  The  infinite  scorn  and  dis 
trust  which  is  sometimes  conveyed  is 
often  a  discouragement  of  any  real  effort 
to  reach  the  public  confidence  through 
the  medium  of  advertising. 

Why  Confidence  Has  Fallen. 

This  should  not  be.  There  is  no  reason 
why  the  public  should  not  place  the 
same  confidence  in  the  content-  of  the 
advertising  department-  of  the  papers 
ami  magazines  as  in  the  news  or  editorial 
articles.  And  there  can  be  no  doubt  but 
thai  the  change  is  being  brought  about. 
Look  through  the  majority  of  the  maga- 
zine- and  the  papers  of  to-day  and  you 
will  find  that  the  advertisers  whose 
names  met  your  eye  a  couple  of  years 
ago,  and   who  are  still  before  the  public, 


YOUR    GUARANTEE 


Instill    (.UK   ll\/  Al(l)    (  A  K  1(1  Fits      us.'    tlivui    ten    days      put    them    to    every    tost  —  find    If    they 

do  not  give  quicker,  better  and  mon  Battaiactorj  store  service  than  any  other  system,  they 
1 1 1 1  y  No  returned  at  our  expense  Pair  enough,  lent  it''  ^Investigate  our  modern  BUectrlc  Cable 
Uaah  Carrier  ami  Pneumatic  Dispatch  Tubes     ISend  for  our  new  Catatog  *;. 


GIPE-HAZARD  STORE  SERVICE  CO.,   LTD. 

97  Ontario  Street.  Toronto.  Canada 


are  the  men  and  houses  who  ea.t:rht  the 
public  confidence  from  the  start  by  their 
straightforward  methods.  Think  of  the 
(|uack  firms  which  have  bloomed  and 
faded;  think  back  to  the  get-rich-quick 
schemes  which  have  appeared  and  disap- 
peared. The  padres  of  the  best  publica- 
tions of  to-day  are  the  strongest  argu- 
ment thai  can  be  offered  to  the  adver- 
tiser in  favor  of  the  adoption  of  the 
truth  method. 

The  method  that  has  been  adopted  by 
the  Associated  Advertising  Clubs  for  the 
enforcement  of  the  truth  idea  has  been 
the  use  of  an  advertising  emblem  which 
is  to  distinguish  the  safe  from  the  un- 
safe advertising.  It  remains  for  the  big 
convention,  which  is  to  be  held  in  To- 
ronto. June  23rd  to  27th,  to  decide  as  to 
the  best  manner  in  which  this  emblem 
pan  be  used.  One  idea  is  to  have  the 
emblem  appear  in  the  advertisement  of 
every  business  man  who  is  accepted  by 
lab;  the  other  is  to  have  the  emblem 
adopted  by  the  paper  or  magazine,  and 
old  the  publication  responsible  for 
the  advertising  which  it  prints. 

The  "Fort  Worth"  Method 
The   former   idea,   which   is   generally 
called   the  Fort    Worth   Method,   on   ac- 
count  of  the  fact  that   it   has  been  suc- 

illy  used  in  that  city,  is  the  one 
most  likely  to  be  adopted,  and  it  is  the 
one  which  has  been  favored  in  several 
centres  in  Canada.  Arguments  in  its 
favor  are: — In  the  first  place,  the  ap- 
pearance   of   the   emblem    in   the   adver- 

ents  of  the  different  bu- 
bouses,  rather  than  under  the  name  of 
the  paper  :t-elf.  gives  boater  publicity 
and  the  Ad.  Club  men  are  not  slow  to 
appreciate  the  benefit  of  advertising.  In 
the  second  place,  it  would  be  practically 
impossible  for  a  daily  newspaper  to 
lake  the  responsibility  of  vouching  for 
everj  advertisement  it  might  publish, 
tor  there  is  so  little  opportunity  between 

ime  o(  the  receipt  of  the  ad.  and  its 
appearance.  In  the  monthly  magazines 
this  method  might  work,  but  it  is  the 
daily  paper  advertising  which  is  of  the 
more  vital  interest  to  the  public.  More 
important  than  cither  of  these  two  rea- 
sons is  the  fact  that  with  the  individual 
emblems  there  is,  metaphorically  speak- 
ing, a  sword  hanging  over  the  head  of 
the    advertiser:    the    registration    •" 

nominal,  but    the  club  reserves   the 

at  all  tunes  to  cancel  the  privilege 
o(   usimr   the   emblem,  and    this   will   be 
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EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Wax  Figures  of 
Quality— 

D.  &  P.  FORMS 


have  a  style  of  beauty  all  their  own — a  striking, 
attractive  personality  that  instantly  appeals  to  the 
passer-by.  D.  &  P.  Forms  are  perfect  reproductions 
of  handsome  women  and  are  made  of  the  finest  qual- 
ity hard  mineral  wax.  Consider  the  attractive, 
profit-pulling  displays  you  could  execute  with  these 
forms — displays  that  at  once  arrest  attention  and 
create  sales.  D.  &  P.  Forms  with  their  exquisitely 
lifelike  hair,  eyes,  teeth,  nostrils  and  complexion  will 
add  an  alluring  charm  to  the  gown  and  create  a 
desire  to  buy.  The  narrow  hips  and  skirt  conform 
accurately  with  the  styles  worn  this  year. 

Write   for  Catalogue. 


DALE  &  PEARSALL 

Manufacturers  of  High-Class  Forms  and  Figures 

106  FRONT  ST.  E.  TORONTO 


done  on  the  receipt  of  any  justifiable 
complaint  from  the  buying  public.  It  is 
not  hard  to  appreciate  the  effect  of  can- 
celing the  use  of  the  truth  emblem  after 
it  has  been  appearing  in  an  advertise- 
ment. 

The  "Truth  Emblem." 

The  truth  emblem  method  is  the 
avenue  by  which  the  association  pro- 
poses to  give  the  business  man  an  oppor- 
tunity to  improve  his  position  with  the 
buying  public.  But  every  truth  ad- 
vertiser loses  prestige  by  the  appearance 
of  advertisements  of  the  unscrupulous. 
The  use  of  the  truth  emblem  cannot  be 
made  compulsory,  but  militant  methods 
are  also  being  adopted  by  the  associa- 
tion. Those  advertisers  who  continue  to 
misrepresent  their  goods  and  prices  to 
the  public  will,  whenever  possible,  be 
prosecuted  for  obtaining — or  endeavor- 
ing to  obtain — money  under  false  pre- 
tences. Across  the  border  already  action 
has  been  taken  in  several  cases.  The  ap- 
pearance of  such  items  as  that  in  an 
issue  of  the  New  York  Times  are  rarely 
published  twice  of  merchants  in  the 
same  community.  Simply  and  briefly  this 
item  stated  that  John  T.  Dunham,  of 
S.  P.  Dunham  &  Co.,  Trenton,  N.J.,  was 
"held  in  $500  bail  for  trial. "  The  charge 
was  that  he  advertised  for  $4.98  a  dress 
"worth  $10."  There  have  been  other 
cases  in  Boston,  in  Minneapolis,  in  Pasa- 
dena and  other  places. 


VIEW  OF  EXECUTIVE. 
A  dispatch  from  Minneapolis  states 
that  the  decision  as  to  the  method  of 
licensing  the  truth  emblem  of  the  Asso- 
ciated Advertising  Clubs  of  America  has 
been  referred  to  the  Toronto  Convention 
by  the  National  Executive.  The  Emblem 
Committee,  after  canvassing  73  of  the 
127  clubs,  found  a  division  of  opinion 
and  so  reported.  Their  recommendation 
on  this  point  was  that  the  emblem  should 
not  be  made  a  revenue  producer,  though 
they  favored  the  plan  of  permitting  local 
clubs  to  license  its  use  to  advertisers  who 
passed  the  test. 

Criminal  Code  Ineffective. 

Although  there  would  appear  to  be 
morally  a  straight  case  of  false  pre- 
tences in  lying  advertisements,  the 
criminal  code  in  Canada  as  it  stands  at 
present  does  not  permit  of  preseution. 
Toronto  ad.  men  have  been  active  in  the 
matter,  and  at  present  a  bill  is  being 
prepared  to  take  to  Ottawa  which  will 
permit  of  prosecution,  and  Crown  At- 
torney Corley,  of  Toronto,  is  credited 
with  the  statement  that  he  will  take  up 
active  prosecution  as  soon  as  legislation 
is  put  through. 

Cases  with  regard  to  which  action  has 
been  taken  in  Canada  have  been  in  con- 
nection with  false  values  being  stated, 
stocks  represented  fictitiously,  and  un- 
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true  reasons  stated  for  holding  sales,  but 
in  each  case  it  was  found  that  the  ad- 
vertiser was  just  beyond  the  grip  of  the 
law,  and  so  the  new  legislation  is  being 
sought. 

Above  all,  there  is  the  satisfaction  of 
knowing  that  the  big  advertisers  are  the 
men  most  enthusiastically  behind  the 
movement;  the  men  who  have  spent  the 
bulk  of  the  $60,000,000  which  is  annually 
devoted  to  advertising  in  the  United 
States  and  Canada,  and  who  realize  that 
they  have  not  been  getting  the  full  bene- 
fits of  their  expenditures  on  account  of 
the  lack  of  public  confidence  in  advertis- 
ing in  general.  It  is  one  of  the  greatest 
movements  in  the  interests  of  retail 
business  that  has  ever  been  launched, 
and  it  has  the  strength  of  a  strong  and 
ever-increasing  public  opinion  behind  it. 


A  DISPLAY  NOVELTY. 

In  the  window  of  the  Buckley  shoe 
store  in  Houston,  Texas,  is  a  novelty 
idea  for  the  display  of  ladies'  footwear. 
An  electric  sign  of  a  woman  is  used,  and 
the  effect  shows  her  raising  her  skirt  and 
displaying  a  different  shoe  every  time. 
One  of  the  advantages  of  this  store  is 
the  opening  of  the  rear  into  the  Opera 
Arcade,  and  after  the  matinees  many  of 
the  patrons  of  the  play  house  pass 
through  the  store  to  Main  Street. 


What  Would  You  Like  at  C.  W.T.  A.  Convention  ? 

Secretary,  in  an  Open  Letter  to  Members  Through  The  Review. 
('alls  for  Suggestions — Additions  Will  Be  .Made  to  Programme 
According  to  Requests  for  Demonstrations. 


To   the    Window   Trimmers,    Card- 
Writers,  and  Ail.  Men  nl  ('fiitaihi : 

Boys,  we  need  your  help  in  arrang- 
ing the  programme  for  the  1914 
O.W.T.A.  Convention  which  we  want 
to  be  equal  in  every  respect  in  useful- 
ness to  the  American  Associations. 
We  want  your  suggestions  as  bo  the 
particular  line  or  lines  you  are  most 
interested  in.  We  shall  then  bring 
to  Toronto  the  best  men  adapted  to 
demonstrate  those  lines  for  your 
benefit.  Ilcinember  we  are  working 
for  your  interests  and  it  is  up  to  you 
to  co-operate  by  sending  to  us  your 
suggestions  so  that  when  you  leave 
the  convention  you  will  have  in 
your  notebook  all  the  new  ideas, 
from  the  best  men  on  the  continent 
of  the  particular  line  you  are  most 
concerned  with.  Whether  Boot  and 
Shoe  Display,  Draping,  back- 
grounds, Cardwriting,  Advertising, 
etc.,  whatever  it  is  let  the  secretary 
know  by  return  mail.  Cut  out  the 
blank  below  and  till  it  in. 

Boys,  do  not  forget  this  matter. 
We  wan!  to  show  to  the  merchants  of 
Canada  thai  this  is  a  live  Association 
and  one  that  is  to  their  great  ad- 
vantage. l>o  not  forget  if  you  want 
your  employer  to  see  the  value  of  the 
Association  you  musl  show  your  en- 
thusiasm yourself,  and  show  the 
necessity  of  gaining  every  new  idea 
Coming  hv   heing  a  member. 

The  secretary  will  always  be  ready 
and  w  tiling  to  help  you  out,  so  help 
him  to  get  through  his  work  with- 
out unnecessary  demands  for  assist- 
ance. Send  along  your  subscriptions 
w  i 1 1 1  blank  attached  below.  Do  nol 
foi  get,  boys,  thai  a  small  one  w  indow 
store  -land-  as  good  a  chance  for  The 
I.V\  iew  cup  as  a  -<»-\\  indo\»i  store.  No 
favoritism  in  awarding  prizes.  Judges 

will   award   I  >\    the  merit   of  One  OHg 

i n . 1 1  item  in  a  window,  if  necessary, 
bo  do  noi  think  you  have  qo  chance. 
Send  your  subscriptions  and  photos 

to  the  Secretary. 

I'.  J.  Thompson,  52  Stanley  St., 
St.  Thomas,  Ont. 


Ij would  like  to 

have  a  demonstration  of  the  following: — 

(Put  X  to  any  section  you  want.) 
Window  Trimming  in  General        .         . 

Draping  and  Dress  Goods 

Backgrounds         ...  .  . 

Floral  decoration         ....  .         . 

Fixtures  ( Modern)         ...... 

Business  Talk  ....  .  . 

Boot  and  Shoe  Display         .... 

Card  Writing  (Air  Brush  Work) 

Card  Writing         .         .  ..... 

Advertising         ....... 


I    surest    a   demonstration   of*. 


*  For  new  suggestion. 


To  Secretary,  C.  W.  T.  A.: 

1   herewith  enclose  $2  being  my  subscription  for  membership 
in  C.  W.  T.  A.  L914. 

Signed 


IMPORTANCE     OF     WINDOW 
DISPLAY. 
An  advertising  manager  for  a  metro- 
politan Btore  recently  said:  "It1  1   wore 
compelled  to  give  up  one  of  two  adver- 
tising mediums  for  mj  store,  newspaper 
or  window  advertising,  I  would  give  up 
the  newspaper.     In  my  show  window  1 
can  show  the  merits  of  the  merchandise 
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in  color  contrast,  while  in  the  newspaper 

1  can  not  have  color,  and  the  real  beauty 
and  merit  of  tl  e  article  can  only  be  pic- 
tured iii  the  imagination  of  the  prospec- 
tive customer.  Window  advertising 
brings  them  closer  to  the  place  whore 
the   merchandise   is   for  sale.     Our 

would  die  without  window  advertising." 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


\T  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section     of    "The    Re- 


view. 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


Selling  Helps 

That  No 

Ready-to-Wear  Department 

Should  Be  Without 
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One  of  the  many 

CLATWORTHY 

Revolving  Racks 

No.  265 
Price,  each,  $12.50 


A  rack  that  stands 
the  rigid  test  of  years 
of  operation  —  re- 
volves easily  and  can 
be  moved  about  the 
department  at  will, 
being  mounted  on 
free-running  castors. 

Write  for   our  cata- 
logue  to-day. 


Clatworthy  &  Son,  Limited 

161  King  Street  West,  Toronto 
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Comparison  of  New  York  and  Canadian  Ads 

Firm  Name  at  Top  in  Former,  Seldom  at  Bottom — Absence  of 
Illustrative  Features  and  Large  Headlines — More  Prominence  in 
Price  Figures — Tendency  to  Sameness  at  Present. 


IT  is  interesting  at  times  in  a  study  of 
advertising  to  compare  the  styles  of 
various  stores  in  the  same  city  in 
their  newspaper  display  methods.  Curi- 
ouslj  enough  there  are  at  periodic  in- 
tervals, evidences  of  a  curious  approach 
to  imitations  on  the  part  of  the  ma- 
jority of  competitors.  This  may  be  the 
result,  conscious  or  unconscious,  of  the 
adoption  by  one  or  the  other  of  certain 
devices  of  a  rival  until  at  length  the  ads. 
are  written  and  set  up  almost  after  a 
common  model.  Then  comes  the  reac- 
tion and  a  easting  off  of  the  anchored 
ideas,  but  while  it  lasts  the  display  work 
of  the  stores  undoubtedly  suffers. 

Sameness  in  Many  Big  Ads. 
Such  a  position  would  appears  to  have 
arrived  in  New  York  at  the  present  time. 
A  glance  at  a  recent  112-page  Sunday 
edition  of  the  New  York  Herald  shows 
an  astonishing  sameness  in  the  arange- 
ineiit.  type  and  geneyal  conception  of  the 
ads.,  taking  in  the  most  of  the  big  stores, 
Macy's,  Lord  &  Taylor's.  Altman's,  and 
Best'.S.    etc.       In    many    cases    one    might 


imagine  they  were  the  ads.  of  the  same 
house.  There  is  little  distinctive  in  any. 
not  only  in  comparison  with  the  rest, 
hut  little  stands  out  in  any  section  of 
the  page  ad.  itself.  Monotonous  same- 
ness in  its  chief  characteristic. 

Two  full-page  ads.  are  shown  here- 
with, Macy's  and  Lord  &  Taylor's.  Both 
slow  a  liberal  use  of  outline  type  thai 
has  been  adopted  by  some  newspapers 
almost  entirely,  and  used  specially  by 
many  advertisers. 

Store  Name  Only  at  Top. 

!n  both  ads.  —  and  what  is  said  of 
these  two  is  equally  true  of  half-a-dozen 
of  the  other  leaders — the  store  name  ap- 
pears only  at  the  top  in  the  heaviest 
and  Largest  display  type  that  can  be 
found  in  the  whole  ad.  In  most  the 
name  is  set  like  Lord  &  Taylor's,  in  the 
centre.  A  few  use  panels,  one  at  either 
side,  to  fill  up  the  remaining  space; 
many,  however,  like  B,  Altman  &  Co., 
llearn.  and  others,  leave  a  big  white 
space  without   any  type. 

Not  one  in  a  dozen  ads.  have  the  uame 


repeated  at  the  bottom,  a  practice  which 
many  Canadian  firms  have  adopted  as  a 
sort  of  final  reminder.  In  fact  in  Can- 
ada the  majority  use  a  display  line  at 
the  top  and  the  firm  name  at  the 
bottom. 

Panels  are  largely  employed  by  the 
New  York  stores,  at  the  openine  of  the 
ads.  Macy's  do  not  in  t his  one,  but  in 
The  Times  they  have  one  between  the 
two  name  cut-. 

And  is  there  any  sameness — any  imi- 
tation   in    these    panels?    Surely.    S 
Brothers  on  the  right  corner  announce: 
"Exceptional  facilities  for  fur  stor;-. 
James  McCreery  &  Co.,  at  the  left  corn- 
er announce:  "Fur  storage — furs  si 
and    insured    against    loss,"   etc.    Several 
use   this   same    space   for   a    similar   an- 
nouncement. 

Lack  of  Illustrations. 
A  noticeable  feature  which,  will  hard- 
i\    commend   itself  to  Canadian  firms  is 
tin     lack    of    illustrations.      This   contri- 
buted   to    a    certain    "deadness"    in    the 
1 1  ontinned  on  page  SO) 
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The  Very  Latest  Models  In  Blouses 


"XEZ^S" 


Pypical  advertisements  of  big  New 
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York   stores  as   tbcv   arc    appearing    to-day. 


One  of  the  most  tasteful  displays  of  men's  clothing  made  during  the  horse  show  week  in 
Toronto  was  in  the  window  of  the  new  "Cambridge  Clothes  Store"  of  Messrs.  Fitzpatriek  and 
O'Connell,  on  Yonge  Street.  The  reproduction  shows  the  tasteful  effect,  which  was  enhanced  by 
the  bright  colors  of  the  yellow  and  blue  ribbons.  Th?  introduction  of  the  whips  and  bits  give  a 
horsey  tone  to  the  whole,  while  a  breath  of  Spring  is  added  by  the  addition  of  a  splash  of  colored 
flowers.      Note  the  bow  of   ribbon   on   the   show   card. 


Dressing  Up  Windows  for  the  Horse  Show 

No  Elaborate  Backgrounds  Employed,  But  Very  Handsome 
Gowns  and  Accessories  Used — Horse  and  Model  Group  in  One 
Large  Window. 


THE  horse  show  official  colors  will  be 
found  the  predominating  note 
in  window  decorative  schemes 
throughout  the  period  of  the  big 
Spring  social  and  fashion  event 
in  a  number  of  Canadian  towns 
and  cities.  The  idea  of  a  timely 
display  of  the  popular  colors  to  call  at- 
tention to  the  new  Spring  goods,  and  the 
fashions  of  the  day  is  one  which  ap- 
peals to  the  modern  merchant,  and  par- 
ticularly so,  as  in  most  eases  the  colors 
will  be  found  to  be  a  combination  which 
adds  a  brightening  effect  to  the  display. 
While  on  business  streets  generally  the 
horse  show  colors  may  be  found  in  al- 
most any  and  every  window,  it  is  where 
wearing  apparel  is  shown  that  the  most 
appropriate  effects  can  be  secured — 
ladies'  wear,  men's  furnishings  or  boots 
and  shoes. 

In  Toronto  the  colors — blue  and  yel- 
low— caught  the  eye  up  and  down  the 
main  retail  business  streets,  and  the 
many  different  effects  which  were  pro- 
duced showed  pointedly  the  extent  to 
which  the  window  decoration  art  has 
been  developed  in  the  retail  trade  and 


the  readiness  of  the  up-to-date  merchant 
tc  take  advantage  of  anything  which  is 
in  the  public  mind  and  eye  for  the  time 
being. 

The  use  of  the  bright  blue  and  yellow 
was  in  endless  variety,  from  solid  back- 
grounds and  panel  effects,  with  the  yel- 
low predominating  for  costume  displays, 
tc  dainty  arrangements  of  bows  of  rib- 
bon to  set  off  novelties  and  foot- 
wear. In  the  corner  window  of  one  of 
the  big  stores  not  only  was  there  a 
paneled  background  in  yellow,  with  blue 
trimmings,  but  there  was  as  well  a  floor 
of  the  lighter  color,  which  was  very 
effective  in  showing  the  draping  of  the 
skirts  on  a  number  of  models.  Another 
large  window  introduced  a  horse  with 
the  figure  of  a  lady  in  riding  habit  and 
a  gentleman  dressed  for  the  hounds  with 
the  bright  red  coat  and  tan  breeches,  the 
display  being  set  off  with  whips,  etc. 

A  very  attractive  men's  furnishing 
window  was  worked  out  in  very  tasteful 
detail  with  ribbon  in  combination  with 
whips,  riding  crops,  silver  bits  and  stir- 
rups, and  surmounted  with  a  pair  of  rid- 
ing boots  and  a  bridle. 
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Another  splendid  effect  introduced  a 
life-like  horse's  head  with  a  lady  hold- 
ing the  bridle  rein,  the  whole  being  set 
off  with  ribbons  and  tissue  paper  in  the 
popular  colors. 

A  popular  form  of  decoration  were 
horseshoes  made  in  different  sizes  and 
covered  with  trimming  in  the  colors  of 
the  week.  Suitable  cards  were  to  be 
seen  also  in  connection  with  a  number 
of  the  displays  and  the  work  gave  evi- 
dence of  the  prominent  part  which  the 
modern  card  writer  plays  in  decorative 
schemes. 


Exeter,  Ont.— Thomas  Snell  has  estab- 
lished a  tailor  shop,  and  is  catering  to 
both  men  and  women. 

Edmonton,  Alta. — Since  D.  L.  Sturrock 
took  over  the  department  store  at  the 
corner  of  Norwood  Boulevard  and  Kirk- 
ness  Street,  about  a  month  ago,  the  whole 
interior  has  been  renovated  and  now  has 
a  thoroughly  up-to-date  appearance, 
forming  a  tasteful  background  for  the 
showing  of  new  Spring  goods. 
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AMONG    DRY    GOODS    MEN    IN    CANADA 
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Hamilton,  Ont. — S.  S.  Beatty,  whole- 
Bale  clothier,  is  dead. 

Hamilton,  Ont.— M.  D.  Bealey,  dry 
g Is  merchant,  is  dead. 

Burlington,  Ont.— W.  Kerns  &  Co. 
have  sold  out  to  Ireland  &  Green. 

Brantford,  Ont.— The  Scotland  Woolen 
Mills  Co.,  have  opened  a  branch  here. 

High  River,  Alta. — Johns  &  McKay 
have  started   a   dry  goods  department. 

Walkerton,  Ont. — \V.  Murdoff  has  sold 
his  general  store  to  W.  Smith,  of  Gait. 

Toronto,  Ont.  The  Dressmakers' 
Supply  Co.  sustained  $2,000  damage  by 
fire. 

Blenheim,  Ont. — G.  F.  Goulet  is  put- 
ting an  addition  to  his  fancy  goods 
store. 

Charlottetown,  P.E.I. — Henderson  & 
Cudmore  have  opened  a  men's  furnish- 
ing store  here. 

Belleville,  Ont. — S.  A.  Hyman  &  Co. 
will  in  future  conduct  a  men's  furnish- 
ing department, 

Hamilton,  Ont. —  Fire  did  $10,000 
damage  to  the  factory  and  stock  of  A. 
M.  Souter  &  Co. 

Walkerton,  Ont.— J.  B.  1 1  net  her  lias 
Bold    his   dry   goods  business   to   Carswell 

Bros.,  late  of  Elora. 

Whitewood,  Sask. — 7.  J.  Knowles  & 
Co.,  tailors,  have  opened  up  a  branch 
store  nt  Percival. 

Toronto,  Ont. — John  IjCO,  formerly  in 
the  tailoring  business  with  Fred  Clark, 
is  dead,  aged  61. 

St.  John,  N.B. — dames  Morgan,  pro- 
prietor   of    the    well-known    dry    g Is 

store,  is  dead,  aged  58  years. 

Redcliff,  Alta.— The  Overland  Depart- 
ment Store  will  open  an  iee  cream  parlor 
in  the  rear  of  their  main   store. 

Guelph,  Ont. — A  new  company  has 
taken  over  the  Dominion  Linen  Mills, 
and  will  soon  resume  operations. 

Nanaimo,  B.C.— H.  W.  Watson  has 
sold    his    clothing   and    men's    furnishing 

business  to  Gibbons  &  Calderhead. 

Toronto,  Ont. — Frank  Wheat  on.  son 
of  F.  W.  Wheaton,  of  Wheaton  &  Co.. 
men's  furnishers,  is  dead,  aged  33. 

Toronto,  Ont.  K.  W.  James,  of  the 
David     Mornce    Company,    of    Montreal. 

manufacturers  of  woolens,  cottons,  etc., 

IS  dead. 

Brantford,  Ont.— A  new  ready-to-wear 
Store  on  Colbome  street  has  been  incor- 
porated  under  the  name  of  Levy's 
Limited. 

Ottawa,  Ont.— F.  W.  Bradwin,  Hamil- 
ton,  will   become  manager   ami    buyer   of 


JAMES   McNElL, 

Senior     member     of     McNeil,     McLean     & 

Garland,      clothiers,      Winnipeg,      and 

treasurer,    Winnipeg   branch,    Retail 

Merchants'  Association  of  Canada. 

the   ready-to-wear  department   of   A.   E. 
Res  cV  Co. 

The  clothing  and  gent.'s  furnishings 

partnership    of   Sinclair    &   Leinster.    at 
Orillia,  Ont.,   has  been   dissolved. 


DEATH  OF  MONTREAL  MERCHANT. 

J.  Wesley  Palmer,   One  of  the  Leading 

Business  Men. 

J.  Weslej   Calmer,  one  of  the  leading 

business  men  of  Montreal,  and  formerly 
head  of  Palmer's.  Limited,  manufac- 
turers   and    jobbers    of    hair    goods    and 

.!nm  and  toilet  accessories,  died  in  April 
after  a  lengthy  illness.     Mr.  Palmer  was 

born  in  Montreal  in  1S.")0.  the  son  of 
John  Calmer,  who  came  from  England 
earlj  in  the  nineteenth  century,  and 
started  a  small  hairdresser's  business  in 
Not  re      Dame      Street.  The      business 

flourished  to  such  an  extent  that  larger 
premises  were  required,  ami  the  business 
was  moved  to  DeBresoles  Street,  where 

the  wholesale  department  was  conducted, 
and  a  large  retail  store  was  also  estab- 
lished on  St.  Catherine  Street  West. 
Montreal's  main  retail  district.  On  the 
death  of  John  Calmer,  about  two  years 
ago,  the  business  was  transferred  to  his 
son.  and  a  short  time  afterwards.  J. 
Wesley     Palmer's    health     tailing,    the 

business   was   transferred   to   the   present 

company,  of  which  1\.  Minty  is  the  head. 

and     Mr.    Calmer      went      abroad      for    a 
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health-seeking  tour.  He  returned  to 
Montreal  last  summer  much  benefited, 
but  recently  he  was  taken  ill  again  and 
passed  away. 

Mr.    Calmer   was  well   known    for   his 
interest   in   charitable  and  chur 
He  was  a  governor  of  the  General  Boa- 
pital  ami   president   of  the  Old  Bre 
■n.     He  was  also  one  of  the  I 
tee-  of  the  Dominion   Square  Metl 
Church    and   of  the   Frenci     Protestant 
Mission  in  Weatmonnt     He  wai 
Freemason  of  many  years'  standing.    Be 
rvived  by  his  wife,  one  son  and  one 
daughter. 

$- 

COMPARISON  OF  NEW  YORK  AND 
CANADIAN  ADS. 
i  <  'ontinued  from  | 

appearance  of  all  when  page  after 
is   turned   over.        Whether  the   sty. 
type  itself  is  considered  not  to  tit  in  well 
with  cuts  or  for  some  other  reason, 
present    condition    is   in    force.      Ln 
Taylor  have  only  one:  '  flTe, 

i  seep t ion;     Altaian's     nom 
Brothers    none;    V 
&  I  ompanYj  none. 

The   prominence   of  price  hVures  may 
be   noted  in  every  ad.     W  -play 

line  is  employed  the  price  is  as  lar_ 
the  letters;  in  the  body  matter  it  usually 
is  as 
lines. 

The  balanced  style  is  retained  in  ■ 
of  the  ads.,  although  not  absolute'-. 
Macy's,    for      instance,      f 
Column  firm  heading  on  either  side  with 
a    lull    column    rule   dividing   the 
into    three    divisions.      In    Lord    A    Ta\- 
lor's  there  are  also  three  natural  divis- 
ions.    There  are  more  panels  in  tl:  - 
than   in   most,   some  omitting  them   en- 
tirely,  except,      of  course,      where   they 
come    naturally      through    regular   rule* 

-HILT. 

\  second  contrast  with  most  Canadian 
lay-outs   is   the      absence      of   ei 
type  lines,  or  indeed  of  any  Large  tvpe  at 
all. 

There  is  a  tendency  to  use  comparison 
price-  in  portions  of  each  ad.  For  in- 
stance in  Macy's,  "Crepe  Meteor, 
special.  $1.19,-  Verified  Price  Elsewhere. 
$2.00."  Sometimes  it  assumes  this  form. 
•■  Maey'a  Price  was  $1.98;"  or  ■•  M 

usual   price.  79c.  " 

Nearly  all  use  borders  around  their 
■ds.  from  a  double  rule  to  a  fairly  wide 
though   always   single   border. 


jflf^ 


FOOTWEAR  DEPARTMENT 
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Managers  of  Other  Departments  Wanted  Shoes 

Why  Ogilvy  &  Sons,  of  Montreal,  Established  a  Shoe  Section — 
Screens  With  Mirrors  to  (live  Privacy — Fixtures  Same  Height 
as  Rest  of  Store — Had  to  Move  it  From  Basement. 

By  a  Staff  Correspondent. 


MONTREAL,  May  5.— The  shoe  de- 
partment of  James  A.  Ogilvy  & 
Sons,  Montreal,  impresses  one 
with  an  air  of  distinction  and  refine- 
ment. Everything-  about  it  denotes 
quality  and  stylishness.  It  is  located  on 
the  ground  floor,  on  the  left-hand  side  at 
the  rear,  just  back  of  the  hosiery  sec- 
tion and  flanked  by  the  dress  goods  dis- 
play. It  has  a  strategic  position,  as  the 
elevators  are  situated  just  in  front  of  it 
and    a    winding    stairway,    with    a    mez- 


zanine balcony,  leading  to  the  upper 
floors,  affords  the  shopper  who  is  going 
up  a  clear  view  of  the  entire  depart- 
ment. The  entrances  from  the  front  and 
the  right-hand  side  of  the  store  make  it 
almost  compulsory  for  the  customers  to 
converge  on  this  department.  The  fact 
that  the  soda  fountain  is  placed  just  in 
front  of  the  elevators  and  thus  at  the 
head  of  the  shoe  department  also  helps 
to  bring  it  attention  from  those  who 
patronize    this    counter. 


One  of  the  outstanding  features  of 
the  Ogilvy  shoe  department  is  the  pro- 
vision made  for  privacy  in  trying  on 
shoes.  There  are  eight  compartments 
divided  up  with  three-way  screens.  In 
this  way  the  buyer  and  clerk  can  have 
absolute  privacy.  The  lower  half  of 
the  screens  are  fitted  with  mirrors  which 
afford  the  customer  an  opportunity  of 
seeing  the  shoe,  when  on  the  foot,  from 
all  viewpoints.  Ordinarily  only  six  of 
these  compartments  are  used  throughout 


VIEW  OF  LADIES'  SHOE  DEPARTMENT  IN  OGILVY'S,  MONTREAL. 

This  view  was  taken  from  the  mezzanine  balcony,  which  is  a  feature  of  the  main  stair- 
way. Note  the  fitting  compartments  divided  with  screens,  the  carpeted  floor  and  car- 
pet covered  counter  and  neat  displays  on  counters  and  fixtures.  Low  fixtures  do  not  ob- 
struct light.  Cash  and  parcel  desk  is  located  half  way  down  the  counter.  Another 
counter  of  the  same  length  as  shown  extends  forward  under  the  balcony.  Silent  sales- 
men shoiocases  are  used  at  forward  end,  opposite  elevators.  This  photo  was  taken  in 
the  morning,  without  the  aid  of  artificial  light,  and  was  practically  "snapped."  a  time 
exposure  not  being  necessary.  Ogilvy's  use  the  term  for  their  advertising  "The  Day- 
light Store."     There  is  light  from,  four  sides. 
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FOOT  W  E  All     I)  E  I'  A  K  T  M  E  N  T 


IN  LORD&TAYLOR  - 

This  shoe  department  in  tin-  big 
New  York  -lore  gives  an  instant  im- 
pression "f  extreme  neatness  and  uni- 
formity. Note  the  wall  fixtures 
which  do  not  rise  t"  the  ceiling,  but, 

a-    in    ('< twin's,     Montreal,    keep 

every  box  within  the  clerk'-  reach 
and  allow  a  \  iew  <>f  adjoining  depart- 
ments. A  long  rug  i-  sel  down  in 
front  of  each  bench.  These  run 
lengthwise  in  a  long  row.  saving 
room. 


1 1 1 < ■  week,  the  two  additional  ones  being 
placed  i'i  position  in  order  t<>  accom- 
modate I  iir  S;ii  urday  rush. 

Dark  Green  Carpet  on  Floor. 
Tin'  fixtures  I'm-  the  shoo  department 
arl  of  the  uniform  departmenl  store 
type,  aboul  four  feet  ten  inches  high, 
with  the  top  available  for  display  pur- 
poses. The  screens  arc  the  same  heighi 
as  tin'  fixtures.  A  heavy  dark  green  A.\- 
minster  carpel  is  used  en  the  Hour  ami 
i  e  counters  arc  covered  with  the  same 
material.  This  gives  an  appearance  of 
richness  to  the  department,  the  whole 
scheme  being  a  blending  of  dark  green 
againsl  mahogany  fixtures.  In  covering 
i  he  counters,  t  he  idea  was  to  add  to  the 
appearance  of  the  fixtures,  and  also  to 
furnish  a  -oft  surface  which  would  not 
he  scratched  or  would  not  scratch  the 
oles  of  the  shoes.  In  many  shoe  de- 
partments glass  topped  counters  are 
used,  hut  Mr.  LindsaVi  the  head  of 
i  Igilvj  rs  deparl  men! .  likes  t  lie  padded 
counter    better. 

The  shoe  deparl  menl  occupies  aboul 
120  tee!  hi  lengl  li  bj  aboul  I n entj  feel 
in   w  olt  h.  Aero--  the  head  of  the  depart  - 

.  i acing  t he  fronl  of  the  store  i-  a 
.sili hi  salesman  showcase  for  the  display 
and   accessories. 

Moved  Up  From  Basement. 

When   i   i       lepartmenl    was   firsl 

organized,  il  was  located  in  the  base 
leeni,  hut  this  was  found  unsuitable,  ami 
it  was  moved  in  its  presenl  locution.  The 
wisdom  "i  the  change  has  been  apparent 
in  the  increased  business  that  has  re- 
sulted and  it  is  now  one  of  i  he  busies! 
departments   in      the 

Mr.    Lindsaj    gave    it    us  his    opinion 
•  i'  i  men!   is  a  nec»ssitj   in 

i     |    al   i-  do  i  nr". 

to    in-tall  it    a    census 


was   taken    of   the   buyers   of   other   de- 
partments   and    it    was    found    that    they 
had    had    repeated    inquiries    for    shoes. 
The    location    just    hack    of   the    hosiery 

and  alongside  the  dress  goods  is  consid- 
ered the  ideal  one.  us  it  affords  an  cas\ 
opportunity  of  matching  dress  materials 
;.ml    hose    with    the    shoes    for    evening 

wear. 

May  Start  Men's  Shoe  Section. 
The  Ogilvy  shoe  depa rt menl  is  de- 
voted to  women's  and  children's  - 
exclusively.  There  has  been  some  con- 
sideration of  Starting  a  men's  shoe  de- 
partment lint  if  this  is  done  it  would  be 
placed  alongside  of  men's  clothing,  as  it 
i  not  though!  advisable  to  have  the 
men's  and  women's  departments  to- 
gether. 

A  NECESSITY. 
The  manager  of  the  shoe  depart- 
menl of  .lames  .\.  Ogilvy  &  Sons, 
Montreal,  says:  "A  shoe  departmenl 
is  a  necessity  in  a  store  doing  a  gen- 
eral business.  Before  deciding  to  in- 
stall it  ;i  census  was  taken  of  the 
buyers  of  other  departments,  and  it 
was  found  thai  they  had  repeated  in- 
ipiii  ie-  for  shoes." 

The  question  of  whether  male  or  fe- 
male clerks  are  preferable  for  a  women's 
departmenl  has  also  been  considered. 
and  it  has  been  Mr.  Lindsay 's  experience 

that  women  clinks  .ire  iiiosi  popular,  and 
for  this  reason  only  women  elcrks  are 
employed  here.  If  some  particular  ens 
lonier  expresses  a  preference  for  man's 
<  pinion  or  fitting,  M r.  Lindsay  can  per 
form  t  he  Ben  ice,  bul  it  is  seldom  thai 
he  has  t.i  respond,  as  the  female  clerks 
arc  well  qualified  t"  attend  to  the  wants 
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and  are  almost  invariably  desired  in  pre- 
ference tu  men. 

Special  Lines  Marked  Down. 
Usually  one  portion  of  the  department 
is  given   over  to  a   Bhowing     of  special 
lines  at  marked  down  prices.     It  is  con- 
sidered   necessary   to   always   have   - 
•"specials"    and    these    are    general! 
cured  by  special  purchase  or  are  made 
up    from    slow   moving   lines.        They   are 
advertised   through   the  newspapers  and 
arc  aNo  specially  marked  out  tor  atten- 
tion   with    large    price    cards    under    the 
title:  "Cash  Opportunity."    The  adver- 
tising  in    the      newspapers      is   charged 
against  the  department  according  t 

Space   used. 


Patent    button,    black 
heel  turn,     sluiu n  |,\    QqJ 


doth    top, 

t\    A    s 


Louis 
t.  Gait, 
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Dry  Goods  Review 


Complete   Ladies'   Wardrobe   in    Dry 

Goods   Store 


•HATS 


0  •  #  #  *  % 


■DRESSES 


•UMDEBWEAQ 


GLOVES 


•PA9ASOL5 


■SKI  RT5 


•HOSIEBY 


\ 


my //or  shoes  ? 
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View  of  interior  of  Brown*. 
Limited,  Portage  la  Prairie, 
showing  ladies'  shoe  section. 
Note  low  fixtures,  allowing 
u ii i t'< > r  tii  appearance  ■>! 
while  providing  1  «'•  i j<«-  for  di- 
playing  trunks  and  \ai  - 


Big   Shoe    Business   in   Portage    la    Prairie 

Browns,  Limited,  Guarantee  Every  Pair  That  Leaves  Their  Store 

—Clearance  Sale  'Twice  a  Year  Keeps  Stocks  in  Gtood  Shape — 
Entrance  to  Department  Prom  Street  Findings  Made 
Prominent. 

By  a  Staff  Correspondent 


PORTAGE  LA  PRAIRIE,  Man.,  May 
5.— Browns,  Limited,  of  this  eity, 
have  been  operating  a  depart- 
mental store  for  ilif  past  twenty-five 
years,  and  their  hoot  and  shoe  depart- 
ment in  all  thai  time  has  had  a  stead} 
growth,  paying  well,  and  serving  a  use- 
ful   purpose    to   the  resl     of  the    store. 

Browns,  Limited,  have  01 1  the  oldest 

and  fines!  businesses  in  Western  Canada. 
Tli is  firm    carry    a   number    of  well- 
known      lines      for     men.      women      and 
children,  not   only   in  boots  and  shoes,  hut 

slippers,  rubbers,  and  other  linos  of 
findings. 

By  carrying  nothing  but  the  besl 
quality,  this  firm  has  established  a  splen- 
did reputation,  to  which  they  continue 
to  live  up.  Besides  enjoying  a  good  city 
trade,  a    large    amount    of  business    is 

drawn     from     the     surrounding     district. 

which  is  populated  bj  well-to-do  farm- 
ers, as  it  i<  well  known  thai  the  Portage 
Plains  is  one  of  the  fines!  agricultural 
disl  ricl  s  in  Western  ( lanada. 

No  old  -tock  is  carried,  a  clearance 
sale  being  held  twice  a  year  to  gel  rid  id' 
nil  dead  lines  and   make  room   Por  now 

is.      Competition    is    met    simplj     bj 

handling  the  besl  of  goods,  and  giving 
I  he  besl  "I  Ber\  ice. 

Brow  n-.  Limited,  <  arrj  a  large  ad.  in 
both   the  dailj    and   weeklj    newspapers, 

in    W  hich    t  lie    I I    and    -hoe    depart  inn  1 1 

n    its  proper  spaci , 
riien    i-  considerabh   co  ooeral ion  be- 


tween the  clerks  of  the  various  depart- 
ments, who  never  allow  customers  to 
depart  without  reminding  them  that 
they  can  secure  almost  any  oilier  of 
their    requirements    somewhere    in    the 

-tore. 

Men's  One  Side;   Women's  on  Other. 

Access  to  the  boot  and  shoe  depart- 
ment is  secured  from  one  of  the  main 
street  door-.    The  department  is  laid  out 

along    two    sides     one    for    men    and    the 


c.  Frank  Walker,  managei  of  Bhoe  depart 
mem    of   Hi  «w  a  '-.   Limited. 

-1 


other    tor    ladies,    both    being   equipped 
with  settees  and  fitting  stools.    On 
side    of    the    entrance    are    large    silent 
salesmen,    containing     high-class    shoes. 

and  there  i-  almost  a  continual  window 
display  of  shoes. 

Mr.  C  Frank  Walker,  who  has  been 
with  the  firm  for  several  years,  is  man- 
ager of  the  department,  and  ha-  com- 
plete control  of  the  buying  ami  selling. 
lie.  with  the  assistance  of  Mr.  Met 
is  able  to  handle  the  whole  of  the  work. 

In  an  interview  with  The  Review.  Mr. 
Walker  said:  "'A  good  tit  will  brim:  a 
customer  back  to  your  -ton'  easier  than 
anything   else,   ami    following    out    the 

linn's  policy,  We  find  that  good  service, 
combined    with    the   best    of  quality, 

a  long  wa>  to  hold  trade.  Regarding 
stock-keeping  methods,  nothing  help-  t<> 
spoil  the  appearance  of  the  department 
more  than  a  hodge-podge  variety  of  dif- 
ferent sized  cartons  with  a  varied  ast 
n  ent  of  manufacturers'  colored  label- 
on  them.  We  have  proven  that  a  plain 
label  bearing  our  own  name  adds  to  the 
uniformity,  and  is  worth  many  times  the 
trouble  of  putting  them  on.  Of  course, 
we  d<>  not  relabel  all  our  cartons,  but 
have   except  ion-  of  hiurh-'_rra«le  ami    well- 

advertised  shoes.  We  consider  the  labels 

of  these  maker-  to  be  arti-tic  and  a  good 
advertisement,  ami  when  displayed  in  a 
seetion  bj  themselves  look  highh  attrac- 
tive 

(Continued  on  page  87.  t 


More  Dressy  Fall  Shoes  for  Women 

Dress  Fabrics  Influencing-  the  Styles  Towards  Patents — Fancy 
Cloths  for  Tops  Follow  Similar  Line  in  Dress — Recede  Toe  Going 
Very  Strong — Ten-Dollar  Lines  Have  Good  Sale. 


THE  trade  demand  is  sounding  the 
death  knell  of  tans  in  shoes  for  wo- 
men, and  to  some  extent  for  men, 
following  the  ultimatum  of  Dame  Fash- 
ion. The  turn  of  tans  upon  the  stage  of 
popularity  has  been  a  long  one,  hut  now 
the  call  is  for  the  black  again.  The 
makers  are  going  very  light  on  the  tans 
and  browns  for  the  Fall  business  and  the 
mahogany  is  about  the  only  shade  that 
is  finding  favor. 

For  women  the  black  button  will  be 
shown  chiefly  for  Fall.  The  popular  ma- 
terial will  be  patent  leather,  but  there 
will  also  be  a  showing  of  gunmetal  and 
velour;  tans,  of  course,  there  will  be, 
but  they  will  be  a  comparatively  weak 
factor.  But  with  the  decree  of  fashion 
for  black  the  makers  are  providing  for 
a  wide  range  of  tastes  and  there  will  be 
a  big  variety  of  materials  in  use 
for  tops — variety  as  to  texture  and 
variety  as  to  color;  tops,  in  fact, 
will  be  in  a  range  of  colors  that  will  go 
with  many  of  the  fall  suitings.  Of  the 
variety  of  fancy  tops  the  black  cra- 
venette  has  the  lead,  but  there  are  many- 
other  colors  shown ;  in  fact  the  colors 
will  in  many  cases  be  given  to  suit  the 
retailer.  In  the  lines  of  tan  shown  there 
is  a  variety  of  cloth  tops,  but  in  most 
cases  they  shade  into  the  leather;  here 
the  mahogany  shade  is  popular.  Nubuck 
tops  will  have  a  call  in  various  colors. 
For  the  woman  seeking  individuality 
there  will  be  brocaded  tops  in  a  great 
variety  of  patterns  and  colors;  a  silver 


Patent  button,  < lull  kid  top,  welt.  Shown 
by    Getty   &  Scott,   Gait. 


gray  silk  is  strong,  bat  there  are  a  num- 
ber of  others. 

The  return  to  the  long  vamp  with  the 
receding  plain  toe  promises  to  be  well 
met  by  the  public,  and  some  of  the  new 
samples'  compare  favorably  with  any- 
thing'of  the  past  as  to  appearance.  The 
wooden  heel  is  not  going  to  be  so  strong 
and  the  popular  designs  are  the  kidney 
and  the  Cuban-Louis,  the  strength  being 
with  the  former. 

For  men  the  influences  of  fashion  are 
much  the  same  as  seen  in  the  ladies' 
models.  The  long  receding  toe  is  finding 
favor  and  the  tip  is  inclined  to  be  even 
lower;  heels,  too,  continue  to  be  reduced 
and  the  fall  will  see  them  lower  than 
ever.  Some  models  have  the  plain  toe 
and  some  have  cloth  tops,  but  these  are 
novelties,  with  the  exception  of  the 
popular  semi-dress  shoe  of  patent 
leather  with  the  plain  toe  and  the  cra- 
venette  top. 

Ten-Dollar  Lines  Selling. 

A  shoe  authority  thus  summed  up  the 
situation  for  The  Review : 

For  the  woman  of  fashion  of  to-day, 
with  the  clinging  narrow  skirt  and  the 
tendency  towards  a  more  or  less  liberal 
display  of  footwear,  there  is  more  than 
ever  the  need  for  neat  and  stylish  shoes 
and  this  need  may  be  found  exemplified 
in  the  lines  which  are  displayed  and  sold 
in  the  leading  shoe  stores  and  depart- 
ments. The  desire  for  daintiness  is  re- 
sponsible for  the  popularity  of  the  long 
vamp  and  low  recede  toe  which  is  so  evi- 
dent in  the  Fall  styles  and  which  finds 
expression  also  in  the  Spring  and  Sum- 
mer business.  The  plain  toe  is  favoi-ed 
and  there  is  an  almost  entire  absence  of 
anything  in  the  way  of  punched  leather 
borders,  etc.  Then  to  complete  the  effect 
the  fine,  hand-turned  sole  is  used  and  the 
kidney  heel — or  Leather  Louis  as  it  may 
more  tastefully  be  called. 

The  whole  effect  of  the  desire  for 
daintiness  is  a  demand  for  more  expen- 
sive shoes.  A  few  years  ago  a  woman 
would  have  been  astounded  to  have  been 
asked  to  pay  ten  dollars  for  a  pair  of 
shoes,  and  yet  this  line  to-day  is  a  strong 
seller  with  the  high-class  trade  and 
twelve  dollars  is  not  an  unusual  price. 

The  Spring  trade  is  proving  the  popu- 
larity of  the  colonial  shape  in  pumps, 
and  the  whole  demand  is  practically  for 
this  style.  The  patent  leather  is  the  lead- 
ing favorite.  Suedes  in  black,  brown  and 
a  few  in  blues  and  other  colors  are  sell- 
ing well.  For  bright  colors  there  does 
not  appear  to  be  much  demand  in  On- 
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Patent  Colt  Tango  Pump.  Fall 
model  shown  by  Minister,  Myles 
Co.,  Toronto. 


tario,  but  from  the  East  it  is  reported 
that  there  is  a  considerable  popularity 
for  reds.  The  pump  is  the  whole  favorite 
as  to  design  and  there  are  few  Oxfords 
being  called  for. 

Will  Nubuck  Last? 

For  the  real  hot  weather  white  is  ever 
popular  and  strong  lines  of  nubuck  and 
canvas  are  being  shown.  The  Spring  saw 
the  white  nubuck  top  in  considerable  de- 
mand, but  the  opinion  of  many  in  the 
trade  is  that  it  was  but  a  novelty  and 
there  are  already  lines  of  this  style  to  be 
found  on  the  bargain  tables. 

With  the  public  the  patent  is  showing 
popularity  with  regard  to  the  Fall  lines, 
with  either  a  black  leather  or  black  cra- 
venette  top.  The  popular  idea  is  not  yet 
to  go  to  the  extreme  low  toe.  hut  the 
tendency  is  in  that  direction,  as  can  be 
noted  in  relation  to  higher  class  shoes. 

Mahogany  Coming  Strong. 

With  the  male  public  there  is  shown  a 
slower  tendency  to  follow  the  dictates 
of  fashion  than  with  regard  to  women. 
For  the  present  the  tan  is  fighting  hard 
to  retain  its  popularity  and,  although  its 
favor  is  on  the  wane  the  mahogany  shade 
is  going  to  be  quite  strong  for  Fall. 
Here,  too,  the  low  recede  toe  and  the 
lower  heel  are  finding  favor  with  close 
followers  of  style,  although  with  the 
medium  class  trade  there  is  still  a  quite 
general  call  for  the  medium  high  toe  and 
the  average  heel.  Bals  are  coming  rapid- 
ly into  first  place,  but  bluchers  will  have 
a  good  sale  for  months  yet,  and  the  brisk 
demand  promises  to  last  into  next  year. 


Shoes  in  Every  Dry  Goods  Store  in  Orillia 

Trade  of  Surrounding  District  Demand  This  Department  for 
Convenience  in  Buying  --  Section  Made  Prominenl  in  Many 
Stores — How  Some  Arc  Managed. 

By   a   Stat)   Correspondent 


ORILLIA,  May  5.  Everj  dry  g Is 
store  in  tins  town  keeps  a  shoe 
department,  and  some  rani  as 
amongst  the  most  important  of  all.  This 
i-  recognized  by  the  prominenl  locution 
and  in  one  case  by  a  standing  rule  thai 
one  show  window  shall  be  given  up  ex- 
clusively to  shoes  the  year  round.  One 
store  reversed  the  usual  order  and  had 
its  origin  in  a  shoe  store,  developing 
from  that  into  a  number  of  departments. 
Shoe-  are,  therefore,  a   very   live   issue  in 

Orillia  dry  goods  stores:  men's,  women's 
and  children's. 

When  The  Review  SOUghl  to  learn  the 
reason  lor  the  unanimous  choice  in  favor 
of  shoes  and  the  tendency  of  stores  to- 
wards genera]  lines  as  well,  the  replj 
was  that  Orillio  was  not  a  market  town; 
that  every  store  was  expected  to  take  in 
butter  and  eggs  and  give  credit  slips  for 
the  total;  that  the  fanners  there  de- 
pended   and    looked    to    the   one    store    lor 

everything,   including   shoes,  and   would 

go  elsewhere  if  the  convenience  were  not 
provided. 

Take  Hamilton,  on  die  other  hand. 
There  nearly  every  dry  goods  store  keeps 
-,  shoe  department.  Why.'  you  ask. 
Because  of  the  market,  many  say.     For 


No,     l     Patent     cold     tango;     i'- 
i,i.  i,    heel.      \".    2     Patent    colt,    but 
imi;     import     cloth     quarter;     dress 
welt,     Argentine    kidnej     heel.      Both 
,,    t,\     'I'tic     Menihan    Company, 


LINKS  THAT  ABE   POPULAB    IN    NKW    YOIIK. 
\,,.   i.   Fancy   slipper  with   brocaded   vamp  and  black   silk  quarter,  cut 
with  loops  through  which  the  ribbon  lacing  passes.     Louis  XV.  heel. 

No.  L'.  Black  satin  slipper  with  ihi  n.'s*  ones  hackle  and  with  lacing  rib- 
bons attached  at  the  back.     Louis  XV.  heel. 

No.  .".,  slipper  with  patent  leather  vamp  and  grey  suede  quarter,  rhine- 
stone  buckle,  buttoned  straps  and  Louis  XV.  heel. 


Hamilton  has  one  of  the  largest,  if  not 

the   largest    markets   in    the   province. 
Thus    you    proceed    to    "dope"    it    out 

like   the    hockej    players.        Orillia    dry 

goods  stores  keep  shoes  hecause  there 
is   no  market 

Hamilton  dry  g Is  stores  keep  shoes 

because  I  here  i-  a  market. 

The  negative  and  affirmative  condi- 
tions working  towards  the  same  result 
surely  furnish  a  clinching  argument  in 
favor  of  ^hoes  in  a  dry  goods  store  under 
all  circumstances. 

Shoe  Department  Faces  Street. 

In  Mulcahy's,  there  is  to  he  found  one 
of  the  largest  shoe  stocks  in  town.  The 
location  is  across  the  front  of  one  >ec- 
tioli.  as  prominent   a-  the  dreSS  goods  <\v 

partment,  ami  its  own  window  for  dis- 
play.     Even   the  men'-   wear  department 

must   give  place  to  it.  ami  lie  relegated 

lot  he  rear. 

The  nal  oral  di\  ision  of  the  slock  lol 
lows     the     lay-OUt     of     the     store       ladies'. 

children  'a  and  infants'  on  the  right  on 
entering;  and  men's  and  hoys'  on  the 
left.  The  infant-'  lines  run  from  the 
door  to  the  corner  along  the 
front    ami   ladies'   along   the   side   wall. 

Tin ticral     di\  ision    is    to    have    the 

test    priced    lines   nearest    the    front. 
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'I  he  sizes  run  down  from  the  top  in  rows. 
The  only-  special  arrangement  for  loca- 
tion !>y  groups  is  in  womi  ords, 
which  are  near  the  front. 

On  the  men's  side,  the  short  front  sec- 
tion is  given  up  to  rubbers,  while  I 
are  kept   in  the    lower    shelves    in   the 
ladies"  department. 

With  a  large  proportion  of  tl 
the  firm  has  the  name  stamped  on  the 
bottom;  not  in  the  cheaper  lines,  where 
thej  do  not  care  thus  to  give  a  personal 
guarantee,  hut  in  the  medium  and 
higher-priced.  Another  definite  mark  on 
these  goods  is  the  label  in  silk  eloth  with 
the  firm's  name  on  it.  With  a  fair  - 
order  the  manufacturer  often  allixes  this, 
the  local  linn  supply  in<_r  the  label.  With 
lines  that  are  pretty  well  advertised  the 
firm  often  retains  the  original  label  of 
the  manufacturers. 

Findings,  including  polishes  and  It 
are  kept   in  prominent   selling  place-,  in 
a  large  -how  case  and  on  top. 

— @ — 

The  death  occurred  suddenly  on   Wed- 
nesday. April  22nd,  of  A.  V.  Duclos,  one 

of  the  directors  of  the  linn  of  Mdutyre. 
Son    v\.    Co..    Ltd..     whole-ale     dry    goods 

merchants,  Montreal.  Mr.  Duclos  had 
been  with  the  firm  for  a  number  ot  years. 


Turnover  Problems  of  Retail  Shoe  Dealers 

Illuminating  Information  as  to  Relation  of  Sales  and  Stocks- 
Some  of  the  Evils  Usually  Encountered  and  Suggested  Remedies 
— Scientific  Merchandising  Necessary  for  Success. 


INTERESTING  and  illuminating  to 
the  shoo  trade  is  an  article  dealing 
with  the  problem  of  what  is  the 
proper  stock  turnover  in  the  retail  store, 
written  by  J.  F.  Knowles,  of  the  W.  G. 
Simmons  Corporation,  Hartford,  Conn., 
which  appears  in  The  Slioeman,  of  Bos- 
ton. After  referring  to  the  problem 
under  consideration  as  of  particular  im- 
portance in  the  retail  shoe  business,  Mr. 
Knowles  states  that  so  many  and  varied 
are  the  conditions  that  enter  into  the 
stock-turning  proposition  that  only 
classified  standards  could  be  established 
and  of  many  divisions  at  that. 

How  Many  Turnovers  in  Year. 

To  enumerate  some  of  these  conditions, 
"We  will  consider  first  where  only  the 
higher  grades  of  shoes  are  sold,  from 
$4  to  $10,  requiring  five  and  six  widths 
on  each  line  and  extreme  styles.  A  stock 
of  this  grade  to  be  turned  once  and  a 
half  or  twice  Avould  show  a  fair  average, 
while  a  stock  of  a  cheaper  grade,  selling 
from  $4  down  and  depending  upon  job- 
bers to  supply  wants  at  a  day's  notice, 
could  easily  be  turned  five  or  six  times. 
The  medium  class  of  stock  selling  from 
$3  to  $7,  with  a  general  assortment, 
might  be  turned  two  and  a  half  or  three 
times. 

"To  further  classify,  it  must  be  taken 
into  consideration  that  stocks  of  men's 
shoes  turn  about  twice  as  fast  as  those 
of  women's  shoes,  according  to  statistics. 

"In  quoting  the  above  figures,  I  do  it 
on  the  following  basis — if  the  total  an- 
nual sales  of  a  business  are  $150,000  and 
the  average  stock  carried  is  $50,000,  and 
the  gross  profit  on  sales  is  33 1/3  per 
cent.,  the  stock  has  been  turned  twice. 

"I  know  that  some  merchants  figure 
it  differently  and  claim  that  it  has  been 
turned  three  times. 

"The  total  sales  should  be  divided  by 
the  merchandise  on   hand  at  the  selling 


Soft-soled  infant's  shoe,  with  "tango" 
lacing.  Shown  by  L.  H.  Packard  &  Co., 
Montreal. 


price—  viz.,  $150,000  by  $75,000,  or  the 
cost  of  the  sales  divided  by  the  cost  of 
merchandise   carried — viz.,    $100,000    by 
$50,000,  giving  the  same  result. 
Two  Evils. 

"We  can  all  readily  realize  that  more 
frequent  turning  of  stock  means  increase 
ir:  net  profits  without  an  increase  in  sell- 
ing price.  How  to  accomplish  this  is  the 
one  large  question.  The  cause  of  the 
disasters  of  many  retail  businesses  may 
often  be  attributed  mainly  to  an  over- 
stock due  to  the  two  following  mistakes: 
(1)  multiplicity  of  lines  carried;  (2)  in- 
discriminate scattering  of  buying. 

"The  two  remedies  for  these  evils  lie 
in  (1)  a  systematic  elimination  of  un- 
profitable lines;  (2)  the  concentration 
of  purchases  to  the  least  number  of 
manufacturers  who  can  supply  require- 
ments. 

Perpetual  Inventory. 

"Scientific  merchandising  is  necessary 
for  the  application  of  these  remedies. 
This  requires  a  card  system  of  stock- 
keeping  which  gives  a  perpetual  inven- 
tory, not  only  as  a  whole,  but  of  each  de- 
partment, and  of  each  line  of  goods 
of  each  department,  thus  enabling 
a  merchant  to  get  at  the  very 
fundamental  division  of  stock  and 
to  classify  by  grades.  For  ex- 
ample, ascertain  from  the  system  the 
number  of  lines  carried  to  sell  for  $3, 
the  amount  of  annual  sales  and  the 
amount  of  average  stock,  get  the  number 
of  times  this  grade  has  turned  and  en- 
deavor to  increase  the  turns  by  elimina- 
tion of  the  slow  selling  lines  and  keep 
the  good  sellers  well  sized.  Employ  the 
same  process  with  every  grade  and  good 
results  will  follow.  This  I  believe  to  be 
the  only  classification  that  can  be  estab- 
lished for  accurate  and  just  comparison 
to  determine  the  proper  stock  turnover." 

® 

STRONG  FOR   SUEDE. 

Indications  at  New    York  Are    for  an 

Increase  of  Popularity. 

That  there  is  an  increasing  demand 
with  the  opening  of  the  season  for  shoes 
wholly  of  suede  or  of  suede  in  part  is  re- 
ported from  New  York,  and  this  impres- 
sion is  confirmed  by  a  glance  over  the 
advertisements  of  the  leading  fashion 
magazines  in  the  American  metropolis, 
where  one  or  more  models  of  suede  or 
suede  combinations  are  shown  by  almost 
every  big  firm. 

Certain  conditions  of  the  season  are  in 
favor  of  suede ;  there  is  the  craze  for 
dancing,  the  demand  for  lighter  foot- 
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DAINTY  SHOE  CARDS. 

These  novel  anil  attractive  cards  are 
the  work  of  Will  Surman,  of  Chappies, 
Limited,  Fort  William,  are  attractive  spe- 
cimens. The  shading  is  done  by  rubbing 
on  dry  color,  giving  an  airbrush  effect. 
This  and  the  cut-out  in  the  illustration 
allow  the  white  centre  to  stand  out 
prominently. 

wear,  and  the  tendency  in  some  quarters 
towards  securing  color  effects  which 
shade  in  with  hosiery  and  dress  wear. 


• @- 

BIG  SHOE   BUSINESS  IN  PORTAGE 
LA  PRAIRIE. 

(Continued  from  page  S4.) 

Guarantee  With  Every  Pair. 

"We  guarantee  to  our  customer  every 
shoe  that  we  sell,  and  should  a  shoe  go 
wrong  in  either  workmanship  or  ma- 
terial, we  immediately  replace  it,  thus 
protecting  our  customers  and  securing 
their  confidence  ami  future  trade.  We 
consider  that  standing  behind  our  goods 
is  a  good  business  policy,  a  good  trade 
keeper,  and  a  strong  selling  point," 


*AJLL  OT  YILB 


-ADY-T 


The  Fall  Outlook 


COATS-  Simpler  lines,  seamless  backs  flaring  around  tin 
bottom.  Patch  pockets  and  fur  collars  and  trimmings.  Raglai 
sleeves.    Cape  coats  will  be  a  feature. 

SUITS — Tendency  towards  mure  tailored  styles.  Direc- 
toire  models  with  coat  cut  to  the  waistline  and  long  behind,  an< 
with  plain  set  in  >lee\c-.  vests,  and  Incroyable  collar  the  latest 
Skirts  show  the  Paquin  flare  <>r  have  pleats  let  in  to  give  fullness 
fullness. 

CAPES — Eighteen-eighty  styles  have  brought  cape-  to  tin 
front,  fntroduced  at  the  Paris  openings  they  have  been  rapidh 
aken  up.  Capes,  cape  coats  and  wraps  on  the  Dolman  ordei 
ook  promising  for  Fall. 


EDITOR'S    FOREWORD 


T/f7ll\  I  is  wrong  with  the  ready- 
yf/  to-wear  business?  Thai  is  a 
question  often  asked  at  the 
present  time.  To  tell  the  truth,  in 
the  opinion  of  the  writer,  there  is  not 
anything  that  is  wrong  with  tht 
ready-to-wear  business,  the  trouble 
lies  in  the  getting  adapted  to  changed 
and  changing  conditions.  The  busi- 
ness is  there,  and  it  is  developing  all 
the  lime  aii'l  tin'  real  question  is 
simply  <ni<'  of  adaptation. 

In  emu  moil  with  every  phase  oj 
business  life  during  the  past  few 
months  Un  ready-to-wear  garment 
I, ukIi  lnix  Ik <i\  going  through  " 
period  of  arrested  development  and 
re-adjustment  <l"<  In  conditions  with 
which   we  "II  are  fam°'\iar 

As  a  fact  il"  stream  of  develop- 
an  ni  Inis  come  In  a  plact  wht  re  it  has 
encountered  rocks  ahead,  and  is  mm- 
engaged  in  tin  gathering  oj  the 
necessary  force  if  overleap  tin  <ihstu- 
cles.  Already  tin  business  prospects 
mi  brightening,  and  if  only  Canada 
is  hh  sst  tl  again  with  "  fruitful  sea 
sun.  mill  n  bountiful  harvest,  by  tin 
lint  tfi  tin  year  tradt  should  I"  flow- 
ing steadily  in  normal  channels. 
This   development   has   been    \i>  > 

fectly    It  i/iti  limit     mi     tin      nlmh.     hi  - 

cause,  with  tht  increasing  popula- 
tion, nntl  tin  />'  rfecting  of  tht  ready- 
to-wear  industry,  mon  and  mon 
ready  madt  garments  an  sold. 

Tin     n  rij    it,  vt  lopmt  nl    of    tht     "< 

dustry,  has  brought  about  a  condi- 
tion,  that  n<  'tin  r  tht  mt  rchant  nor 
tht    manufacturer  can  overlook,   for 

with     turn  usi in/    snhs,    is    cmu/ntl    tin 

ever  increasing  demand,  not  just  hu- 
ll manship,   but  for 


Ha  paying  of  increasing  attention  to 
the  style  valut  of  the  garment. 
Fashion  is  mort  potent  than  former- 
ly,— the  very  minus  taken  to  in- 
crease flu'  sales  of  ready-to-wear  gar- 
ments /)i/  minus  of  style,  sin, us.  and 
kindred  features,  serves  to  intensify 
fusil/mi's  power.  Styles  art  very 
quickly  taken  up  nowadays,  and 
changes  come  about  mort  swiftly, 
and  iln  manufacturer  must  follow, 
for  tin  general  public  will  no  longer 
accept  garments,  however  well  made, 
which  embody  styles  tlmt  nn  a  season 
or  so  old.  Even  moderate-priced  gar- 
ments an  expected  to  conform  to 
these  requirements,  and  to  show  tin 
newest  and  latest  features.  Critical 
customt  rs  makt  critical  buyt  rs,  and 
tin  latter  will  no  longer  accept  the 
styles  current  at  tht  end  of  tht  pre- 
ceding season,  but  they  art  making  a 
never-ceasing  call  for  novelty  and 
originality. 

This  means  tlmt  much  timt  has  to 
In  put  in  In/  tin  manufacturer  m 
studying  out  tht  style  it  ndt  ncies,  and 
that  inch  season  this  is  becoming  an 
ih  in  of  added  expense,  and  as  each 
season  is  seeing  mort  and  mort 
money  spent  because  oj  fashion's 
ficklt  in  ss.  this  ill  m  forms  a  largt  and 
growing  addition  to  tin  present-day 
casts  of  manufacturing  ready-to-wear 
garmt  nts. 

But  i"  offset  tin  si  growing  ex- 
penses, then  is  tin  larger  volumt  oj 
snhs.  that  thisi  very  changes  havt 
m nth  possiblt .  For  tin  i  ft  i'  chang- 
ing styles  un  tin  thai  many  mort  gar- 
ments art  sold.  Also  then  art  now 
garments  provided  for  special  occa- 
sions, such  us  for  auto  wear,  dancing 
(rucks,  iliuiit  r  gowns,  spurts  mill  out- 
ing amis,  and  many  otht  rs,  as  wt  II  as 
tin    garments  for  tht    different  sea- 


sons, that  un  well  supplied  wardrobt 
is  ever  without.  Also  then  an  tin 
many  sidt  developments  such  as 
children's,  missis'  and  infants'  wear, 
and  tin  developments  in  silken 
whitt  n  t  tir  and  undi  rgarmt  nts. 

I  lien  usi  ii</  efficiency  in  business 
and  hi  factory  methods,  and  tin  in- 
vention oj  labor-saving  devices  and 
machinery,  all  help  to  lower  th<  cost 
of  manufacturing,  and  tn  this  must 
In  utlili  il  tin  business  increases  dut 
to  tht  vt  ry  nt  t  ds  that  fashion  en  att  s. 

During  tin  post  season  or  so, 
fashions  ha  a  bet  n  extra  freakish  and 
spectacular,  and  tht  tendency  has 
been  away  from  tht  styles  that  the 
garment  manufacturer  w  best  equip- 
ped to  produce.  Tht  quick  and  com- 
plttt  manner  in  which  thest  styles 
ni,-,  accepted,  has  l>, «  u  <,ut  of  th> 
must  astonishing  features  m  this 
connection.  Bui  tins  very  popularity 
has  madt  for  a  chump  and  in  fin 
oppositt  direction,  indications  all 
point  to  a  swinging  back  to  mart 
tailored  styles.  All  flu  world  accept- 
ed tin    peg-top,  mill  Iln    mi  mint   last 

year,  and  tin  trend  in  incur  oj  frilli- 
m  ss  mill  puiji in  ss  can  nut  in  II  pi'  fur- 
ther. Such  mi  extremt  stylt  must 
of  necessity,  bt  short  lived,  and  tin 
suiui/  had;  nt  fashion  m  tin  other 
direction  has  set  in.  Two  significant 
factors  indicating  ninth  way  tin 
wind  is  blowing  art  fin  showing  "1 
tin  short  shoulder,  and  fin  set-in 
si, ,  a  ,  as  well  tis  tin  increasing  full- 
in  ss  of  tin    s/.irt   hi  Inn    tin    I 

Another  featun  is  tin  increasing 
vogut  of  tin  <"/»'  and  tin  certainty 
tlmt  is  growing,  also,  tlmt  capes  ana 
dolman-likt  wraps  taken  from  tin 
1880  period  will  havt  mi  important 
plact  in  tin  noveltu  garment  lint  for 
tin  Fall  of  L914, 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


DRESSES  and  COATS 

For  Children  from  2  to  14  years 

Here  are  two  exclusive  little  styles  from  our 

Big  Fall  Range 


Dress  No.  864— $54.00  doz. 

8  to  14  years 


Made  of  fine  wool  Bedford 
cord,  in  colors  brown,  navy 
and  saxe,  with  collar,  cuffs 
and  belt  of  broadcloth  in 
colors  to  match. 


^  Coat  No.  121 

4  to  14  years 

4  to  6  years,  $6.25  each 

8  to  10  years,  $7.00  each 

r\2  to  14  years,  $7.75  each 

Made  of  heavy  wool 
cloaking,  in  colors  tan, 
navy  and  grey,  with 
^5^>  collar,  cuffs  and  piping 
of  black  sealette. 

SEE  OUR 

ENTIRE  LINE 

BEFORE   PLACING 

YOUR  ORDER 


Manufactured  by 

Flett,  Lowndes  Co. 

Limited 

MANUFACTURERS      and      IMPORTERS 

142-4  Front  Street  West 

TORONTO 


Early  Caution  Shown  in  Dress  Designs 


Mosi    .Models  so   Par  Only   Modifications   of   Present    Styles — 
Returning   to    Accordion    Pleatings —  Sleeve    Ending    in  Puff, 

k     Silk  Dresses  Again  Very  Strong. 


\ 


■ne< 


THOUGH  e\  en  manufacl  urer  is 
pr<  paring  ;i  range  of  dresses  Eor 
the  coming  Fall  season,  nof 
\cr\  new  has  as  yel  made  its  appeal 
The  t tut li  seems  to  be  thai  dresses 
are  an  all  the  year  line,  and  ;ill  the 
year  round  there  is  something  doing  in 
the  dress  department.  True,  there  are 
wash  dresses  in  the  Summer  and  danc- 
ing dresses  in  the  Winter.  For  silk 
dresses  and  tailored  street  dresses  of 
serge  and  light-weighl  cloths  the  demand 
i-  becoming  an  all  the  year  round  one. 
This  being  the  ease,  it  would  be  foolish 
for  designers  to  anticipate  \<<><  Ear. 
Therefore  the  Fall  models  so  Ear  as 
shown,  give  only  indications  as  to  the 
direction  in  which  the  wind  cd'  Eashion 
is  blowing. 

While  the  tendency  is  towards  the  set- 
in  sleeve  and  the  short  shoulder  line, 
and  to  an  elimination  of  the  loose  and 

blousy  efl'eet  al  the  waist  line,  at  the 
presenl    time    this    is   little    more    than    a 

tendency.  The  effect  of  the  short  shou] 
der  line  is  gained  by  clever  cutting  of 
the  Raglan  sleeve  ami  shoulder,  and 
though  the  armhole  is  still  large  it  is 
much  smaller  than  in  the  blouses  worn 
at    the   presenl    time. 

Skirts  are  decidedly  wider  and  many 
show  a  decided  flare,  obtained  mostly  by 

the    clever    use    of    pleats.       Many    ^kirt- 

are    straighl    cu1    ami      have      flounced 

tunics,  only  these  models  are  made  in 
-■oft  silks  and  Hie  flounces  hang  limp  and 
Eollow  the  outline  of  the  figure.  Many 
longer  tunics  are  showing,  and  it  is  ex- 
pected   thai    the   longer   tunic    tightened 

in    at    the    km  e    w  il  li    the    flaring    flounce 

beneath  will  come  later.  The  flare  will 
he  t lerate. 

There  is  a   tendency  to  return   to  ac- 
cordion pleal  ings,  part  icularlj    for  danc 
ins    Frocks.     Sometimes    it    i~   the   tunic 
that    i>  accordion    pleated,  and   at   other 
times   it    i-   the   skirt. 

I.i  ii  ndencj  is  for  the  long,  plain 
-hc\ ...  mi-  for  l  he  s\ee\  e  ending  in  a 
small  puff  and  finished  with  lace  or  or- 
srandie   Prills.     The    \    ueck    is   si  ill   re- 

•  I  and  vestees  of  tut  or  narrow 
vests  are  seen  ami  the  collars  are  high 
al    the   back   ending   in    lace     pleatings, 

which  outline  the  vest   or  are  of  I  lie   roll 

\  arietj .       Organdie     collars     am' 
will  appear  on  many  of  the  Fall 

w    ill    ma  13    manufacl  urer-  w  ill  show 
it    jusi      possible     that 
ilk   will   lie  more   need   a-  b   trim 
I  luring  the  latter  monl 


Spring  taff<  ta  ha-  he.  n  combined  w  ith 
nearlj  every  material  ami  serge  ami  taf- 
Eeta  have  been  a  much-used  combination. 
silk  dresses  promise  to  We  again  a  big 
Eeature  with  soft  satin  finished  silks  and 
crepes  in  popular-priced  ami  with  moire 

and     printed     silks    as     the     novelties     in 

better-priced  dress,  .s.  Wind  crepes, 
eponges,  poplins  serges  and  novelty 
suiting  cloths  in  solid  colors  are  the 
cloths  that  so  far  have  appeared  in 
I  he  dress  line. 


Wlf 


silk  DRESS  FOB  PALL 
•si Ik  d  1  ess  1  n  1  he  new  curi ant  Bhade, 
with  nun,  composed  of  three  pii  ot  edged 
frills.  The  long-fitting  sleeve*  are  cut  in 
Raglan  fashion ;  the  mil  back  collar  ia  of 
lace,  and  tie'  small  vestee  of  shirred  net. 
Sho*  11  l>\    1;.  1 '.  Pail  bairn  a  <  !o: 
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J  Low  Corsets 

Sales  1 1  •  e  Been  Very  Large  in 
the     Low-Cut     Models     B 
l.efi   nil  tin-   Hips     [ncreasing 
Demand     l'ni      Front      Lacing 
( lorsets. 


WOMEN  are  taking  ven  kindly  to 
the  extremely  low  and  very  flex- 
ible corsets,  ami  the  sale  "t  models 

of  this  kind  is  mncdi  lanrer  than  was  an- 
ticipated.    The    best-selling   model- 
sure    from    one    to    four    inches    high    in 
the   bust    and    the    wai-t    i-    s,,    wide   that 
the  hip  lines  are  nearly  straight.    Before 
this  Spring    it    was  said    that   ■ 
this    kind    were   not    suited    to    the    needs 
of  the  woman  with  abundant  flesh 
sti  ui   w  1, men  have  demand* 
and  have  found  grace,  ami  add- 

ed  freedom.     This  is  because  tin-  e 
that  was  high  above  the  waistline  p 
the    bust    out    of    position,    particularly 
when    seated,   ami    this    was    a    -out' 
great    discomfort.    The  I   e  rj    was 
the  bust  would  drop  into  the  top  of  the 
corset,    a    theory    which    did    not    work 
out. 

There   are   corsets   on    the   market    de- 
signed  with   the  higher  bust,  but    I 
are  made  with  the  top  <|iiite  full  SO  that 
the  bust    will   drop   int..  the   «•..■  - 
model    is    useful    when    the    flesh    i- 
firm. 

All  corsets  are  very  lightly  honed  and 
one    improvement     is    in    the    pli 
t  hese  bones.    Many   eors  a   bone 

right    over    the    hips    which    was 
of  much  discomfort.     In  the  new  models 
this  hone  is  done  away  with  and  the  hip 
is  lefl  tree,  ami  tin'  necessan   support  is 
given  by  bones  placed  on  either  side. 

Many   models  have  elastic   to  confine 
them   to  the   figure  at    !    e   top.  and   1 
in-  gores  are  also  sel    in   at   the  bottom 
ot'  the  corset.     There  are  •  -  own 

that   are  all   elastic,   which   slip  or. 
the    head.      There    is    an    increasing 
mand    for   front-lacing  corsets,   as 
give  such  a  smooth  tit   to  the  gam 
at  the  back,  and  tor  Summer  wear  many 
models   have  a   section   .•!    net    let    in   at 
t  he  back  of  the  eorsel. 

Silk  and  cotton  tricot  ami 

are  used   tor  making  exp»  • 
and    s,.i't    eoutils.   mesh    cli  ba- 

tistes tor  the  cheaper  models. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Kassab  Kimonos 


Look  Well 


Sell  Well 


Wear  Well 


Cotton,  Silk,  Wool  and  Velour 
All  Styles,  All  Prices 


We  make  a  very  large  range  of  Kimonos  in  all 
styles,  cloths,  shades  and  at  all  prices.  In  fact 
we  are  showing  this  season  over  hundred  and 
fifty  lines,  included  in  which  are  plain  and 
fancy  silks,  plain  and  fancy  crepes,  wool  and 
cotton,  challie,  lawn,  cashmere,  flannelette, 
eiderdown,  and  velour. 

Every  KASSAB  KIMONO  is  guaranteed  to 
give  perfect  satisfaction  and  quick  sale  or 
return  them  at  our  expense. 

KASSAB  KIMONOS  insure  brisk  business 
because,  THEY  LOOK  WELL,  SELL 
WELL  and  WEAR  WELL. 

LET  US  SUBMIT  SAMPLES 


One  of  our  range  Plain  Wool 
Eiderdown 


Kassab  Kimono    Mfg.  Co. 

14  St.  Helen  Street  Montreal,  P.O. 
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Fall  Garments  in  Juniors'  and  Misses5 


Balmacaaii  the  Basis  of  Many  Models  for  Bigger  Girls — Blare 
and  Raglan  Cutting  of  Sleeves  the  Chief  Novelties-— Chinchillas 
and  Teddy  Bear  Cloths  Popular — Infants'  Weai-  Selling  Strong. 


ONE  of  ilic  besl    departments  with 
the    majority    of      retailers     this 
Spring  has   been   thai    devoted   to 
junior    garments,    and    t  he    one    seel 

i  n;if  has  done  better  than  any  other  is 
thai  devoted  to  infants'  wear.  It  would 
seem  thai  the  day  when  the  mother 
makes  the  infant's  garments  is  rapidly 
passing,  and  when  the  really  beautiful 
lines  prepared  for  infants'  wear  are 
shown  it  is  -mall  wonder  thai  the  wo- 
man who  has  unlimited  spending  money 
as  well  as  the  woman  of  limited  income 
both  resort  to  the  ready-to-wear  depart- 
ment  lor  the  small,  dainty  garments. 

Styles  do  nol  readily  change,  but  the 
professional  cutter  can  give  a  perfec- 
tion of  line  and  little  improvements  in 
i he  fitting  that  make  for  both  beauty 
and  comfort.  Another  point  is  that 
embroidery  and  lace  manufacturers, 
recognizing  the  importance  of  the  fac- 
tory-made line,  are  putting  out  the  dain- 
tiest of  small  patterns  worked  on  the 
sheeresl  of  Swiss  and  batiste  grounds. 
Moreover,  these  patterns  come  in  sets, 
and  often  with  yokes  to  match,  'touches 
of  lace  are  used  on  infants'  garments 
but  embroidery  reigns  supreme  as  it 
stands  best  of  an>  trimming  the  strain 
of  constant   washing. 

For  the  little  two-year-old  and  up  to 
five  or  six  the  dress  of  line  lawn  trimmed 
more  or  less  elaborately  witli  Valen- 
ciennes edgings  and  insertions  is  best 
liked.  The  waist  line  is  low  and  it  is 
defined  by  the  satin  ribbon  sash  tied 
in  wonderful  bows.  The  neck  is  square 
and  the  daintiest  puffed  sleeves  imagin- 
able of  lawn  and  lace  are  used. 
Oliver  Twist  for  Small  Girls. 

So  well  have  the  little  Oliver  Twisl 
suits  for  boys  been  received  that  manu- 
facturers have  brought  out  Oliver  Twist 
miii-  tor  the  small  girl.  These  dresses 
are  ideal  for  the  season  that   is  coming 

as  the\  consisl  of  a  waist  or  blouse  with 
pantaloons  attached  and  with  a  short, 
Flaring  skirl  which  is  attached  like  the 
little   pants   with    button-    outside.     All 

,  odelS    intended    for   children  's    w  ear 

are  cn1   on  t he  \ cry  simplesl   Inn-.    I Vr 
fectlj    Btraigbl    cul      little     dresses     of 

batiste,    cut    all    in    one    piece      and      just 
d    under    the    arm-    and    at    the    sides 

are  an  Innovation  that  seems  to  lie  a 
winner.     The  neck  ami  sleeves  are  but 

ton-holed     round     and     dainlv     sprius     of 

band  loom  embroidery  are  worked  on  the 

.    sleeves    and    the    skirt.       Some    of 

little    dresses    have    -lit-    button- 


CHILD'S  PALL  COAT. 
Model  coat.  showing  n  e  w 
i  eat  me-  for  Fall.  The  cut  is  on 
Balmacaan  lines,  with  Raglan 
sleeves,  flare  at  the  bottom,  and 
wit h  licit  across  t he  back  onlj , 
1 1  is  .lc\  eloped  in  i  ough  checked 
cloth,  and  the  collar  and  cull's  arc 
of  ribbed  bea1!  er  t  Lpped  plush. 
slum  n  ii\    Phut,  Low  ades  &  Co. 


holed    round,    through    which    a    ribbon 
Bash  can  be  drawn  to  blouse  and  define 

the    wai-t. 

The    Hare    and    the    Raglan    cutting   of 

t  he   slee\  e-    form-   t  hi'   chief   novelt  v     I  ,a 
lures    of   children'-    coats    for    Fall.      To 
Ibis  may   lie   added    the   use  of   fur   trim- 
minus    and     fur    collars.      Ami     the     im- 
mense   amount     of    varietx     that    can    he 

gotten  out  of  the  Raglan  sleeve  sotting 

i-    oiilx     believable    when    seen.      For    the 
i  i     girls    many    model-    on    the    I>»1- 
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macaan  order  are  showing  ami  this  cut 

make-  a  verv  roomy  and  comfortable 
model  tor  girls,  for  Fall,  particularly 
when  the  collar  is  of  fur  and  i-  so  shapcu 
that  it  can  be  buttoned  up  around  the 
throat.  Another  pretty  idea  when  the 
collar  i-  of  velvet  or  plush  i-  the  jabot 
or  bar  of  fur  and  pleated  satin  ribbon 
that  fastens  one  side  of  the  colli 
the  other. 

Wide  welted  -earns  ami  velvet  pip 
arc  effectively  used  and  odd  spacing 
the  buttons  is  another  idea.  Chinchil- 
las, curi  idot1'-.  rough  velour  finished 
woolens  in  checks  and  plaids.  Teddy 
Bear  cloths  and  silky  zibelines  are  the 
chief  materials  used.  Some  of  the 
coats  in  the  more  expensive  lines  are 
lined  with  plain  or  brocaded  satins.  For 
the  ver\  small  girl  coats  of  corded  vel- 
vet are  shown  and  these  are  interlined 
as  well  as  lined.  Buttons  tone  in  with 
the  color  of  the  (doth  and  are  of  cellu- 
loid or  galalith. 
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THREE    ESSENTIALS. 

Attractiveness,    Truthfulness    and    Per- 
sonality Necessary  in  Advertising. 

••A  Salesman's  Conception  of  the 
vertising  Department"  was  the  title  of 
a  very  interesting  address  <riven  before 
the  Montreal  Publicity  Association  at 
one  of  their  weekly  meetings  recently  by 
Wm.  Oarlock,  sales  □  anager  of  the  Am- 
erican Woodworking  Machinery  Co.. 
Toronto.  Mr.  Oarlock  contended  that 
the  three  great  essentials  in  advertising 
woe  "attractiveness,"  "truthful] 
and  "personality."  lie  contended  that 
all  advertising  was  salesmanship,  and 
thai  advertising  was  simply  patting 
r  to  print  what  a  salesman  would  Saj  to 
a  prospective  customer.  Under  the 

of  "attractiveness"  he  dwell  01 
importance  of  having  an  artistic  lay-out, 
something  that  would  get  the  attention 
of  the  reader.  The  truthfulnes-  of  ad- 
vert sing  and  of  the  statements  ma., 
the  advertisement  was  of  urreat  import- 
ance, and  in  this  regard  he  also  laid 
-tress  on  the  importance  of  the  man  who 
ling  the  goods  or  advertising  them. 
knowing  about  tin-  goods  he  is  talking 
id.       On   the   point   of  personality,   he 

claimed  that  the  goods  advertised  should 
Set    forth   that    they   would   be  pre- 
1   in   the  same  way  that    a   sab  - 
would  offer  them  if  face  to  face  with  the 
<  ustomer. 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


Fall  Line  Announcement 


SILK  DRESSES 
SERGE  DRESSES 
SILK  BLOUSES 
FLANNEL  BLOUSES 
FLANNELETTE 
UNDERWEAR 

A  Splendid  Assortment  of  Advance 
Styles  in  All  the  Coming  Shades 


No.  1765 
New  Paquin  Tango  Model 

In  Jacquard  Silk,  Shot 
Effect 


WRITE  US  for  YOUR  HOT  WEATHER  NEEDS  IN 

Middy  Blouses,  Middy  Suits,  and 
Summer  Dresses 


STAR  WHITEWEAR   MANUFACTURING  COMPANY 

Berlin,  Ont. 
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INTERIOR   VIEW  OF  \V.   R.  BOYLE'S   BEADY-TO-WEAB   8TOBE. 

The  fittings  are  of  mahogany  and  the  carpet  the  regulation  tone  of  green.    The  furniture  is  in 

wicker  work.     All  cabinets,  display   racks  and  even   stands  and   figures  are   kept   well   to  the  side-. 
The  clear  central  space  is  a  help  in  doing  business,   and   also    increases   the   apparent    Bize    of   the 


si  ore. 


Methods  of  Successful  Specialty  Store 

Business  of  W.  R.  Boyle  Run  for  Cash — All  Alterations  Paid  for — 
Outlet  Branch  in  West  Toronto — Moderate-Priced  as  Well  as 
High  ( 'lass  Ready-to-Wear  Goods  Tarried. 


Till'  uptown  trend  of  trade  in  Toron- 
to is  strongly  indicated  by  the 
number  of  specialty  women's 
readj  to-wear  stores  that  arc  locating 
up  Fonge  street.  Between  Bloor  and 
Edward  they  are  especially  numerous.  It 
is  always  well  to  be  in  the  neighborhood 
u  here  customers  come  with  t  be  definii  e 
object  of  buying  certain  kinds  of  merch 
andise,  and  possiblj  this  was  what  in- 
Quenced  the  choice  of    R.    B03  le,    when 

he     located     his    -tore    at     the    corner    of 
•  ■    and    Alice    street,    a    little    over    a 

\ear  ago.  Mr.  Boyle  served  a  Long  ap 
prenticseship  to  the  ready-to-wear  bttsi- 
.  and  has  received  his  training  in 
bol  h  cii  \  and  pro^  incial  stores,  before  he 
launched  out  into  business  on  his  own 
account.  This  varied  training  is  proving 
ol  exti  cine  \  alue  n»« .  as  il  means  i  hal 
the  intimate  knowledge  he  has  obtained 
of  the  « orking  oul  of  a  number  ol  dif 
tVreiit  -\  stems,  i  ruiding  him  in  the 
perfecl  ing  of  a  Btore  sj  stem  of  hi-  ow  n. 
Inside  View  of  Window  Garments. 

The     -lore     Oil      Yo'r.'e     street       !i;is         two 

w  indcw  -   Pacin  •   on   i  hal    bI  reel .  one  of 

Of     which     continue-     down      Alice,     thus 
n  indow  .    that     i-    most 

for  t  he  display  ing  of  readj  to 
tB,     Inside,  these   windows 


FEATURES  OF  THE  STORE. 

Branch  for  outlet  in  West  Toronto. 
Goods  that  have  lost  novelty  for  Yonge 
street,  are  shown  there. 

All  alterations  charged  for. 

All  sales  for  cash. 

Inside  view  of  garments  in  window. 

Carpeted  in  green;  fixtures  of  ma- 
hogany. 

rtsolve  themselves  into  platforms,  that 
n  ake  them  also  a  pan  of  the  interior 
display,  which  gives  the  customer  an- 
other view  of  the  garments  shown  in  the 
window,  as  she  enters.  This  treatment 
Of  the  show  windows  also  adds  to  the 
apparent  size  bf  Hie  store,  and  as  (hero- 
is  nothing  to  obstruct  the  light,  helps  to 

make   the   store   a    well    lighted    one.      This 

i-  of  particular  importance  here,  as  the 
principal  light  come-  Prom  the  north, 
which    i-   the  best    lighl    of  all    in    which 

tO     -ell     •_■'  >"d-. 

The  store  is  carpeted  in  green,  and 
fixtures  ami  cabinets  are  ol  mahogany. 
All  cabinets  are  kept  to  the  wall  leaving 
a  cleai  centre  which  greath  adds  to  the 
:  ppearance.  The  rear  portion  of  the 
store  is  raised  a  couple  of  Bteps  higher 
which  make-  possible  the  adding  as  a 
M 


decorative  feature  of  mahogany  pillars 
and  urill  work.  Handsome  rattan  and 
mahogany  chairs  are  placed  at  intervals 
and  there  is  an  ample  supply  of  long 
mirrors  The    selling    staff    have    been 

chosen  because  of  the  long  experience 
enjoyed  and  know  perfectly  how  to  care 
tactfully  and  quietly  for  the  customer's 
needs. 

The  Outlet  in  West  Toronto. 

Bes  ' vet   -tore  there  it 

a   branch   in   West   Toronto,  though   this 
store  i-  looked  upon  more  in  the  li- 
nn  outlet   than   a   branch   busii    - 
Prom  the  verj     first     it  has  proved  its 
value.     This  Btore   is  exceptionally    well 
located,  as   it    is   next    to  ;i    \  er\    popular 

eatre  and  moving  picture  show.  It 
also  has  extra  good  display  facilities 
which  are  valuable.  Though  a  ven 
business  has  been  done  here  since  the 
opening,  it  i-.  as  before  stated,  as  an 
.  utlet    that    it    has  its  chief  value,  (iartn- 

•  hat  become  a  little  passe,  or  w 
have  been  displayed  until  they  are 
know  on  Yonge  street,  are  found  to  be 
just  the  right  thing  for  the  Wes  roron- 
to  trade,  and  to  sell  there  without  any 
material    cutting    of    price. 

(Continued  on  page  980 


READY-TO-WEAR     GARMENTS 
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BRAND 


imiteujGcuc 


Special  Leaders  Only 

If  you  want  something  in  whitewear  that  will  stir   up  the  business  in  your  town — something  that 

will  make  your  competitor  wonder  how  you  can  do  it,  send  for  Dorothy  Brand  Samples,  they're  all 

specials. 

Our  unequalled  values  are  made  possible  by  large  buying  and  concentration  on  only  a  few  lines  of 

popular-priced  goods. 

Specials  for  June  Selling — We  are  making  lace  Camisoles  for  Summer  selling  from  $3.60  per  doz. 

up — all  specials,  and  all  extra  value.   Get  in  touch   with  us  early. 

The  F.  G.  Hayward  Co. 


The  Corset  Cover  House  of  Canada 


77  York  St. 


TORONTO 


SCIENTIFIC       CORSET      C  Q  N  S  T  R  U  C  T  I  '  >  N 

Style  in  P.C.  Corsets 

IS  BACKED  BY 

COMFORT 

AND 

SERVICE 

The  scientific  arrangement  of 
the  steels  in  P.  C.  Corsets  is  the 
outcome  of  many  years  of  care- 
ful study  of  the  requirements  of 
the  feminine  figure. 
P.  C.  Corsets  are  not  built  for 
sfyle  alone,  nor  yet  with  comfort 
and  service  as  the  main  points 
at  issue,  but  into  every  P.  C. 
model  is  built  a  most  agreeable 
triple  combination  of  style, 
comfort  and  service  which  gives 
absolute  satisfaction. 
Our  range  of  1914  P.  C.  Corsets 
is  interesting. 
Samples  on  request,  prepaid.  573 

Parisian     Corset     Manufacturing 

Company,    Limited 

Quebec 

Ontario  Branch:   77  York  St.,  Toronto 
SERVICE       I~N        RUST   -   PROOF       STEELS 


Store  Management-Complete 


16  Full-Pafte 
Illustrations 


272  Page« 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 

Complete 
$1.00  POSTPAID 

"Store  Management — 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POUCY-What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $  1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 


95 


All  Fall  Coat   Models  Show  the  Flare 

Present  Showings  Mainly  Tentative — New  Ones  Much  Plainer— 
Cape-Coats  Promise  to  be  Much  to  the  Pore — Staple  Business  in 
('oats  Shrinking — Fur  Trimmings  Strong. 


SOME  early  showing  of  Fall  coats  has 
already  been  made  for  the  Fall  sea- 
Son  of  1914-15,  hut  the  lines  are  by 
no  moans  complete  and  the  last  word 
has  by  no  means  been  said.  Present 
showings  are  only  tentative  so  far,  and 
are  made  more  with  the  desire  of  test- 
ing I  lie  opinion  of  leading  buyers  than 
with  the  expectation  of  leading  to  large 
advance  sales.  It  used  to  be,  and  not 
si.  very  long  ago  that  there  was  a  very 
heavy  demand  for  staple  merchandise. 
So  long  as  the  material  was  good  and  the 
style  approximate  garments  of  this  class 
were  desirable  and  were  largely  sold. 
There  is  still  a  remnant  of  business. 

The  latest  comer  in  the  coat  field  is 
the  cape  and  judging  from  the  rapidity 
in  which  it  has  sprung  into  favor  since 
it  was  first  shown  in  the  early  Spring 
it  is  going  to  be  a  factor. 

Capes  for  evening  wear  made  of  silk 
fabrics  and  of  golfine  and  lined  with 
printed  silks  are  in  high  favor.  Capes 
made  of  checked  tweeds  and  rough  soft 
woolen  materials  with  the  velour  touch 
are  making  their  appearance  for  motor- 
ing and  traveling  and  it  is  here  that  the 
guiding  indications  come  in  for  the  Fall. 
What  may  be  termed  cape  coats,  that  is 
coats  that  have  cape  features  are  beinu 
brought  out,  and  many  of  them  strongly 
recall  the  dolman  of  the  early  eighties. 
Many  handsome  models  along  these  lines 
made  of  the  new  fur  fabrics  and  pressed 
plushes  are  trimmed  with  fur.  Indeed 
fur  trimmings,  both  in  the  form  of  col- 
lars and  for  bands  and  fancy  touches 
will    be   a   very   strong  item. 

The  new  coats  are  very  much  plainer 
and  yet  are  in  very  good  style,  and  many 
of  them  approach  very  nearly  the  top 
coat  in  style.  The  Hare  at  the  bottom  is 
present  in  all  types  and  the  seamless 
back  presents  the  last  note  in  cutting. 
Patch  pockets  form  another  feature  or  a 
kind  of  scoop  cutting  of  the  side  seams. 
BO  that  a  place  is  made  for  inserting  a 
pockei  is  a  new  idea.  All  kinds  of  varia- 
tions of  the  Raglan  cut  sleeve  is  pre 
-i  nted.    and     the    kimono    en)     i>    by    no 

means  absent. 
'I'he  general  tendency,  however,  is  hack 

to  the  set  ill  -lec\  e.  hilt  t  llis  i-  more 
marked  in  the  suit  than  in  the  wrap 
Coat.  (  Ihinchillas,  materials,  on  t  he  vel- 
our order,  soft  rough  woolens,  wool 
lies,  zibelines,  Teddy  hear  cloths,  fur 
fabrics  and  pressed  plushes  arc  included 
in  the  leading  coal   materials,     The  hut 


Fall  coat  of  teddy  bear  plush,  with  con- 
vertible fur  collar;  cut  mi  new  lines, 
llaring  at  the  bottom.  Shown  by  Consoli 
dated  ('leak  Co.,  Limited. 


tons  are   handsome,  hut    are   not    so   con- 

spicuous  as  t  he\  have  been. 

®- 

METHODS     OF     SUCCESSFUL 

SPECIALTY   STORE. 

(Continued   from  page  94.) 

In    this    connection    Mr.    Movie    told    a 
little     incident     that     thrOWS     a     llood     of 

upon   the  difficulties  that   keeping 
up  with  style  equitation  put-  upon  the 
DC 


judgment  and  discrimination  oi 
buyer.  It  i-  nearly  a-  had  to  buy  too 
soon  as  too  late.  When  the  p; 
styles  were  first  talked  of,  and  were 
just  beginning  to  appear.  Mr.  Boyle 
bought  some  droses  in  what  was  then 
the  extreme  mode.  They  were  put  on 
show  in  both  .store  and  window,  but  cus- 
tomers just  smiled,  and  turned  them 
down.  As  is  the  custom  they  were  sent 
out  to  the  ''Junction.''  and  the  price 
greatly  reduced,  but  still  they  eould  not 
be  moved.  In  the  meantime  other  Storee 
began  to  exploit  the  same  merchandise, 
so  the  dresses  were  asrain  brought  back 
to  Yonge  street,  and  placed  in  the  win- 
dow. Instantly  they  be<ran  to  sell,  and 
so  striking  were  they,  that  telephone 
messages  were  received  from  women 
who  saw  them  from  passing  street  cars, 
asking  as  to  price  and  material,  and 
from  these  inquiries  several  sales  re- 
sulted. 

This  store  is  run  on  a  strictly  cash 
basis,  no  credit  is  extended  to  any  fav- 
ored person,  and  in  this  respect  all  cus- 
tomers are  treated  alike.  Several  at- 
temps  have  been  made  to  break  this  rule, 
but  only  one  customer  has  been  able  so 
far  to  get  away  with  it.  This  particular 
customer  went  to  Europe  without  pay- 
ing her  bill,  and  it  was  six  months  be- 
fore the  money  was  received.  A  si 
attempt  was  made,  with  the  result  that 
the  store  threatened  to  put  the  account 
it:  the  hands  of  a  collector  if  it  was  not 
settled  immediately,  and  it  was  intimat- 
ed plainly  to  the  lady  in  question  that 
ici  patronage  was  only  welcome  on  a 
cash  basis.  It  takes  backbone  and 
nerve,  particularly  when  just  starting 
up  in  a  D6W  enterprise,  to  act  in  this 
manner,  but  it  has  to  he  done  to  main- 
tain  a    settled    policy. 

All  alterations  are  charged  for.  And 
as  there  is  a  nearby  store  that  does  not 
charge  for  alterations.  Mr.  Royle  is  often 
called  upon  to  defend  his  stand  in  this 
respect.  The  situation  is  put  up  to  the 
customer  in  plain  lan-juasre:  it  11 
plained  that  all  stores  have  to  charge 
lor    alteration-.       Either    each    customer, 

i,  says,  pays  for  what  is  done  to  her 
own  purchase  individually,  or  every  cus- 
tomer pays  two  dollars  or  more  on  all 
garments  she  buys,  even  if  no  alteration 
i-  required,  and  the  way  it  works  out  is. 
that  if  Mrs.  So  and  So's  garment  re- 
quires $.">  worth  of  alterations.  - 
body    else    pays    the    three    extra    dollars, 

So    e  and  his  staff  state  the  case. 
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The  Cobourg  Wh  Dyeing  Co.  Ltd. 


COBOURG       *  A  —  f         ONTARIO 


Specialists  in: 

Dyeing  and  Finishing  Woolen,  Worsted,  Union 

Piece  Goods,  and  Re-dyeing 

Unsaleable  Stocks 

We  have  opened  a  new  plant,  designed,  built  and  equipped  on  the  most  highly 
specialized  principles  of  dyeing  and  finishing. 

Bradford  Finishes  Duplicated — Fastest    Dyes  Used — Prompt  Deliveries  Guaranteed 

Buy  your  piece  goods  in  the  grey,  warehouse  them  free  with  us,  and  have  them  finished 
to  your  requirements — save  money  and  minimize  DEAD  STOCK — keep  your  stock 
clean  by  having  OFF-SHADES   re-dyed. 


VC^rite  for  prices  and  full  information 


QARCEL  Post  enables  us  to  send  a  small 
assortment  to  that  merchant  who  finds  he 
needs  just  a  few  Children's  or  Girls'  Dresses  to 
keep  up  his  variety. 

We  are  sending  these  parcels  daily. 

If  you  wish,  you  may  send  your  enquiries  to  us, 
and  we  will  mail  garments  direct  to  customers, 
with  invoice  to  you.  We  take  the  respon- 
sibility—You increase  your  sales. 

HOME  &  WATTS,  Limited 

Children's  Wear  Specialists 
19  DUNCAN  STREET  TORONTO 
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Directoire  Influence  is  Strong  for  Fall 

Suits  Will  Show  Fuller  Skirts  and  the  Flare  from  the  Knee  Down 
Will  Be  a  Prominent  Feature  -  -  Latest  Models  show  Short 
Shoulder  and  Set-in  Sleev< — Slit  Skirt  Has  Disappeared  -Dark 
( !olors  Strong. 


THOUGH    suits    are    the    ftrsl    gar- 
ments of  the  new  season  to  be  put 

on  sale  in  the  retail  stores,  lor  very 
obvious  reasons  connected  with  the  style 
problem  they  are  the  last  line  in  come 
from  the  hands  <>i'  the  designer.  The 
prospects  before  the  Pal]  suit  are  de- 
eidedly  encouraging,  as  suits  were  the 
leading  garment  in  the  Easter  parade. 
The  suits,  however,  were  bard  to  tell 
from  costumes,  so  fanciful  was  the  cut 
and  make-up.  Signs  are  not  wanting 
that  more  tailored  styles  are  on  the  way 
and  this  fact  alone  is  sufficient  to  create 
renewed  interest  in  the  Kail  suit.  The  pre- 
sent he-Trilled,  he-t  unicked  and  puffed 
skirts  will  not,  of  course,  be  superseded 
in  a  moment,  but  for  Fall  selling  simpler 
and  less  complicated  styles  are  assured. 
The  main  changes  as  indicated  at  pre- 
sent come  in  the  increased  width  of  the 
skirt.     The  split  is  entirely  gone  and  in 

the  more  conservative  models  this  in- 
crease is  given  by  the  introduction  of 
groups  of  pleats  at  the  sides.  The  new 
idea  is  the  flare  from  the  knee  down. 
produced  by  the  introduction  of  circular 
flounce   sections. 

There  is   a   general    tendency   toward 

Directoire  styles,  the  most  important 
movement  in  this  direction  coming  with 
the    short     shoulder    line    and    the    set-in 

sleeve. 

Suit  coats  cut  along  [ncroyable  lines. 

short  in  front  and  with  long  frock  ef- 
fects at  the  back,  or  with  ripple  backs, 
an-  along  the  lines  of  new  ideas.  Flaring 
Directoire  collars  and  Ion-  plain  sleeves, 
revers,  pelerines  and  vest  effects  are  all 
included. 

'fhe  long  tunic  and  the  narrow  skirt 
below  is  another  style  feature  that  is 
receiving  attention  and  there  are  new 
cut  modifications  of  the  Raglan  and  ki- 
mono sleeves.      There   is  less    looseness 

and  sloppiness,  the  armlinle  is  narrower, 
and    tin 1 1  i  in'    of    the    figure    i-    more 

clearly  defined. 

The  color  tendency  i-  strongly  in 
favor  of  dark   colors.    Blues  are  to  he 

g I.     and     the    demand     /or    dark     navy 

promises    to   he   strong.     Black    i-    more 

worn  than  ever,  and  the  black  -nil  will 
hi'  uiiieli  seen.  Much  ha-  been  -aid  of 
Roman  stripe-  and  in  tin  noveltj  line 
Roman  striped  and  dark  pleated  ma- 
terials  with   the  coat    of  serge  or  some 

plai  dj  ed    clot  h    w  ill     he    -hown. 

Plain  colors  in  noveltj  cloths  with 
velour   finishes,   gabardines,   seme-,   and 


CAPE  COAT  FOB  PALL; 
Cape    developments    promise    well     for 

fall.     This  cape  .mat    strongly   remind-  em 
of   the   Dolman   of  the  eighties,     The   nia 

terial      USed      18      one      .if      tile      new       pressed 
plushes,    and    it     is    tiiiiiiiied    with    fur.     The 

high   collar    i-   printed    velvet. 

p — iblj   broadcloths,  will  be  those  mo-! 
Shown. 

fur  trimmings  and   trimmings  oi    fur 

fabrics    are    expected    to    lie   good. 


INFLUENCE   OF  PLAYS. 
I 'an-.      Ma\      ">.       Speaking     ol      the 
I  i,t  are      of      the      new       play,      "Aphro- 
dite."    for     which     1'oiret     designed     the 
93 


costumes,    promises    to   exercise   a    very 
j  influence  on  the  coarse  ol   future 

fashions,  both  in  respect  to  tin-  colors 
used  anil  the  line  I 

scene  of  the  play  is  laid  in  Alexandria 
when  under  the  influence  of  Greece,  and 

therefore  the  dresses  are  Greek  ill  out- 
line. The  kilting  ami  plaiting  of  the 
flimsy  materials  used  has  led  to  thi 

vival  of  sun  and  accordion  pleating,  and 
it  should  he  noted  thai  many  of  the  cos- 
tumes show  the  flare  effect  that  i>  I 

featured  in  other  styles.  Silver  and 
■odd  (doth  is  employed  extensively  in  the 
production  of  these  .o-tume-  and  they 
are  completed  by  elas-ic  Grecian  head- 
's. One  of  thi'  most  remarkable  of 
the  dresses  is  of  gold  tissue  made  in 
three  tier  effect  and  with  a  head-dre-s  of 
-old  beads.  All  the  corsages  are  ex- 
tremely deeolette  and  for  some  of  the 
dresses  the  printed  Martinc  -ilks  are 
employed.  Quite  a  feature  was  made 
of  tiny  parasols  with  handles  44  inches 
long. 

Almost  every  imaginable  -  yel- 

low   is    represented    in     I    •     colors 
lor   the    Aphrodite   -own-,  and    this    tact 
i-   expected    to   make  yellow   shades  very 
popular,   particularly    for  evening   wear. 

R.  M.  A.  MEETING. 

At  the  close  of  the  meeting  of  the 
Dominion  Board  the  executive  officers 
id'  the  Ontario  Provincial  Hoard  held  a 
meeting  to  receive  the  report  of  the  Fin- 
ance Committee. 

Immediate  action  was  taken  on  the 
proposal  to  divide  Ontario  into  districts 
and  appoint  an  organising  field  secre- 
tary in  each  district,  who  will  keep  in 
constant  touch  with  all  the  merchant-  in 
each  district,  and  thus  overcome  a  dif- 
ficult} which  the  association  has  had  to 
encounter  for  some  time  -which  was 
t  hat    a-    -...  n    a-    at;  I  ton     was 

formed,  it  was  [eft  without  anyone 
iiut\  it  was  to  -ee  that  the  work  tak- 
en up  bj  the  local  association  was  con- 
tinued. Those  organizers  will  be  en- 
gaged on  -alary  and  paid  out  of  tin-  gen- 
eral  fund  of  the  Ontario  Provi 
Hoard. 

T  .  Executive  Committee  of  the 
Ontario  Retail  Grocers'  Association 
waited  upon  the  hoard  and  announce. i 
that  they  had  decided  to  unite  with  them 
ami  become  members  of  the  (it 
Section   of  the  as-ociation. 
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Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting:  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
in  use  in  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  Is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting  Forms. 

DALE    and    PEARSALL 

Front  St.  E.,  Toronto 


Natty  Woven  Labels 

Your  store  is  known  by  the  goods  you  keep — if  they 
are  good,  honest  value,  label  them.  Your  name  on 
a  natty  silk  or  cotton-woven  label  will  associate 
your  store  with  the  place  where  the  utmost  satis- 
faction can  be  obtained. 

Write  to-day  for  samples  and  price  list. 

Narrow  Fabric   Weaving  &  Dyeing 

LIMITED 

Gait,  Ontario 


Free — Ten  Display  Managers  Tell 


In  order  that  you  can  become  better  acquainted  with  the  Economist 
Training  School  instruction— the  lecturing  force  of  twenty-five  experts 
—the  methods  of  personal  instruction,  and  the  practical  equipment  in 
all  of  our  branches 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We  will  mail  you.  free,  our  new  fifty  cent  book  entitled  "Ten  Display 
Managers    Tell   How    to   Sell    It." 

Did  you  ever  know  of  a  man  that  could  do  retail  advertising,  window 
trimming,  show  card  writing,  or  instruct  the  sales  force  of  the  store 
that   was   ever   out   of   a   position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.  39th  St  New  York  City 

(In    writing   be    sure   and    mention    The    Dry    Goods    Review.) 


Not  an  Enterprise  for 
the  "Quitter" 

If  "If  there  is  one  enterprise  on  earth,"  says  John  Wana- 
maker,  "that  a  'quitter'  should  leave  severely  alone,  it 
is  advertising.  To  make  a  success  of  advertising  one 
must  be  prepared  to  stick  like  a  barnacle  on  a  boat's 
bottom. 

If  "He  must  know  before  he  begins  it  that  he  must 
spend  money — lots  of  it. 

1f  "Somebody  must  tell  him  that  he  cannot  hope  to  reap 
results  commensurate  with  his  expenditure  early  in  the 
game. 

1f  "Advertising  does  not  jerk;  it  pulls.  It  begins  very 
gently  at  first,  but  the  pull  is  steady.  It  increases  day 
by  day  and  year  by  year,  until  it  exerts  an  irresistible 
power." 


This  is  No.  610. 
Price  is  $4.50 


Livingston 
&  Scott 

Makers     exclusively    of 
ladies'  and  misses' 

Dress  Skirts 


Ring  Junction  650 
when  in  the 
city 

and  we  will  be  pleased  to  send  an  auto  to 
your  hotel  and  bring  you  to  our  show- 
rooms, where  we  always  carry  a  most 
complete  range  of  the  latest  samples. 

Our  1914  designs  in  dress  skirts  are  'n  a 
class  distinctly  their  own — every  one  is 
most   interesting.      Note   this    number. 

Sample  sent  on  request. 

We  illustrate  here  our  No.  610,  a  skirt 
embodying  the  very  latest  ideas  from  New 
York.  Note  the  way  in  which  the  prevail- 
ing tier  effect  is  carried  out  in  accordion 
pleating. 

This  garment  is  made  up  in  first  quality 
all  poplinette.  Can  be  obtained  in  black, 
liavy>  green,  brown  and  taupe.   Price  $4.50. 

Livingston  &   Scott 

SKIRTS    ONLY 

411  Clendennan  Avenue 
West  Toronto 


J.  M.  LIVINGSTON 


W.  H.  SCOTT 
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Models  of  Misses'  Dress  and  Waist  for  Fall 


No.  1  Misses'  dress  of  navy  piece-dyed 
suiting  cloth  with  flare  flnutin  .  giving 
tunic  effect.  Tht  sleeves  an  cut  in  Raglan 
fashion  and  the  girdle,  collar  and  cuffs  an 
of  black  satin,  touched  with  Russian  green. 
Shown  l>n  1 1  a  mi  X-  Watts. 


No.  '2 — Waist  of  white  crept  dt  chim 
and  shadow  lace.  Tht  sleevt  is  cat  in  Rag- 
lan fashion  and  is  of  crept  dt  chine  and 
lace,  finished  by  a  crepe  de  chim  frill  in 
/join/*.  The  front  and  back  is  of  tht  lact 
with  a  vest  effect  of  chiffon  fastened 
with  /I'lh  if  Hon  French  pearl  buttons. 
Tht  vest  is  buttoned  with  black  lact  and  a 
lace  frill  forms  a  turnover  collar.  Insidt 
is  a  high  collar  at  the  bad:.  Tht  collar  is 
finished  with  a  cord  and  tassels.  Tht 
waist  is  put  together  n  it),  black  I"  mstitch- 
ing.  Shown  by  Ladies'  Wear,  Ltd. 
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Dry  Goods  Review 


Fitting  Waists 

Set-in  Long  Sleeve  is  Indicated 
— Crepe  de  Chine  and  Silk 
Crepes  in  High  Favor — Fancy- 
Buttons  Used. 


THE  best  business  this  Spring'  in  the 
waist  department  has  been  dune  in 
the  more  expensive  waists.    In  this 
section  conditions  are  wonderfully  good, 
and  predictions  are  made  that  Fall  busi- 
ness will  be  fully  as  large. 

For  Summer  selling  blouses  made  of 
handkerchief  linen  are  the  latest.  These 
blouses  reflect  the  new  tendency,  and 
while  Raglan  shoulders  and  yokes  are 
featured,  the  exaggeratedly  wide  arm- 
hole  and  the  extreme  bagginess  at  the 
waist  line  is  gone.  The  collar  certainly  is 
the  main  thing  about  these  new  waists. 
It  is  of  the  flaring  variety  in  Normandy, 
Medici  and  Incroyable  types.  The  high 
colors  introduced  after  the  opening  of 
the  season  are  still  in  the  lead  and  these 
handkerchief  linen  blouses  come  in  such 
shades  as  flesh,  orchid,  rose,  maize,  and 
peach.  Often  white  pipings  are  used  as 
trimming's. 

New  York  stores  are  showing  waists 
of  white  organdie  cut  on  similar  lines  to 
the  linen  blouses  described  above,  and 
trimmed  with  drop  buttons,  tassels,  and 
Venise  insertions.  The  sleeves  are  full 
length  and  are  drawn  into  a  turn-back 
cuff  at  the  wrist. 

For  the  coming  Fall  season  crepe  de 
chine  and  silk  crepes  are  in  high  favor. 
These  waists  are  cut  along  the  more  fit- 
ting lines  and  while  the  set-in  sleeve  and 
short  shoulder  is  not  yet  shown,  the 
cutting  of  the  sleeve  is  such  that  the 
effect  is  achieved.  Vestees  and  Avaist- 
coats  of  net  and  organdie  finished  with 
Normandy,  Gladstone,  and  roll-back  col- 
lars of  the  same  are  introduced  into  all 
the  new  waists  and  the  fancy  buttons 
used  make  the  strongest  trimming  fea- 
ture. Silk  ties,  ribbon  bows,  and  cords 
with  tassel  endings  finish  many  of  the 
collars.  The  long  sleeve  is  almost  un- 
animously put  forward  as  the  proper 
one  for  the  Fall  season.  It  fits  the  arm 
easily  and  forms  a  narrow  puff  at  the 
wrist,  which  is  gathered  into  a  cuff  or 
a  frill  of  lace  or  net.  Much  hemstitch- 
ing is  used,  and  picot  finishes  are  a  fea- 
ture on  frills  and  collars.  The  colors 
besides  black  and  white  are  flesh,  egg 
yellow,  copper,  maize,  peach,  navy  and 
gold. 
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HOSIERY  AND  DRESSES. 

Paris,  May  5. — One  of  the  features 
of  the  season  is  the  wonderful  ex- 
travagance in  footwear,  and  this  ap- 
plies both  to  hosiery  and  shoes.  Though 


KIMONO   FOR   FALL. 

White  and  black  striped  cash- 
mere challie  in  this  kimono. 
The  border  forms  the  trim- 
ming and  the  Empire  yoke  is 
defined  across  the  back  by  a 
ribbon  matching  the  border  in 
color.  Shown  by  K  a  s  s  a  b 
Kimono   Co.,   Montreal. 


the  split  has  disappeared  the  new  skirts 
are  so  short  that  the  feet  are  just  as 
much  seen  as  ever,  and  to  add  to  this  is 
the  growing  fondness  for  the  new  dances. 
Stockings  are  woven  with  gold  or  silver 
threads  mixed  with  those  of  silk,  and 
silk  stockings  sheer  as  gossamer  are  in- 
crusted  with  real  lace  and  beads.  Jewel 
studded  stockings  are  in  great  demand 
and  many  are  embroidered  with  pearls 
tinted  to  match  the  gown  and  with  small 
rhinestones  set  at  intervals. 

Bead  embroidery  comes  in  jet  and 
crystal  as  well  as  colored  beads,  but 
most  striking  of  all  are  the  very  sheer 
black  silk  hose  with  butterflies  on  them 
worked  in  amber  beads,  while  other 
stockings  have  the  wearer's  monogram 
worked  on  them  in  rhinestones.  Some- 
times this  monogram  is  of  rose  diamonds 
set  in  platinum  and  sewn  on  to  the  left 
stocking  just  above  the  ankle. 

The  bright-colored  hosiery  of  last  sea- 
son in  such  colors  as  bright  purple,  em- 
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erald,  cerise  and  tango,  are  no  longer 
seen  in  the  smart  shops.  The  stocking 
still  matches  the  gown,  or  is  either  flesh- 
colored  or  black.  Stripes  and  plaids  are 
shown  to  some  extent  but  there  is  little 
chance  of  this  fashion  being  strongly 
taken  up.  Mention  is  made  of  this  ex- 
travagant footwear  to  show  the  trend  of 
fashion,  but  for  general  wear  the  plain 
sheer  silk  stocking  is  the  one  chosen. 

@- 


C.  W.   SHERWOOD  EXTENDS. 

The  C.  W.  Sherwood  Co.,  one  of  bre- 
gma's big  stores,  have  taken  over  the 
Ash-MeGowan  ladies'  store  in  Saska- 
toon, which  carries  dry  goods,  millinery, 
boots  and  shoes. 


Sault  Ste.  Marie. — The  stock  of  the 
Star  Clothing  Store  was  considerably 
damaged  by  water  and  smoke  from  fire 
in  an  adjoining  store. 
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K E A  P  Y  -  T  0  -  W  E  A  R     GAR  M  E N  T S 


Latest  Decrees  of  Fashion  in  Paris 


SHEATH  SKIRT  Black  cloth  sh  nth 
skirt,  a 'ih  doubh  skirt  effect;  inter- 
rupted in  iron).  Small  coat,  samt  ma- 
terial, low  pleated,  forming  waistband. 
Big  jet  buttons,  small  lingerit  collar. 
Mousquetain  gloves.  Black  satin  lint 
trim  mill  with  Paradise.  As  seen  at 
Longchamps  Races. 


THE  VOGUE  FOR  CAPES  Wool  n 
satin  cape,  black;  sheath  skirt,  pleated 
doublt  effect;  skirt  samt  material.  Black 
straw  hat  trim  anil  with  black  fancy 
feathers.  Bernard  model  as  seen  at 
Longchamps  Han  s. 
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Capes,  Long  Tunics,   Sheaths,    Directoires 

Paris  Has  Chosen  These  Out  of  Maze  of  New  Fashions  Launched 
This  Spring — Linen  Suits,  Black  Velvet  Trimmed,  and  Organdie 
Gowns  for  Summer — Very  Short  Skirts  the  Rule. 


PA lHS.  April  28.— The  time  has  ar- 
rived when  it  is  seen  which  of  the 
many  fashions  launched  at  the 
couturiers'  openings  are  to  survive,  for 
no  fashion  can  be  accepted  as  a  success 
until  it  receives  a  fairly  general  adop- 
tion. Parisian  fashionables  this  Spring 
have  had  numerous  and  quite  conflicting 
styles  presented  to  choose  from,  and  it 
is  not  to  be  wondered  at  that  it  has 
taken  all  of  the  past  six  weeks  to  arrive 
at  a  fairly  definite  conclusion.  The 
couturiers  for  Spring-  presented  a  multi- 
plicity of  new  styles  based  upon  the 
dress  of  many  periods.  There  were  the 
hoops  and  frills  of  the  1830  to  1860 
period,  and  the  pantalettes  of  the 
same  time.  Bustle  and  apron  fashions 
came  from  the  days  of  the  early  eighties, 
and  from  this  period  Premet  is  taking 
the  basque  waist  with  its  many  seams 
and  its  demure  buttoning  up  the  front. 
Panniers  and  drapery  effects  were 
drawn  from  the  familiar  Louis  modes, 
and  many  of  the  leading  houses,  includ- 
ing Poiret  himself  still  continue  to  pro- 
duce jupe  culotte  models. 

Accepting  Apron  Styles. 

Judging  from  the  gowns  seen  at  the 
races  so  far  Paris  has  accepted  the 
apron  styles  that  Cheruit  put  out  and  at 
the  present  moment  there  are  more 
dresses  in  this  style  than  any  one  other 
seen.  Another  style  that  is  taking  is  the 
long  tunic,  either  pleated  or  flaring, 
which  is  worn  over  a  very  narrow  under 
or  drop  skirt.  This  tunic  gives  much  the 
effect  of  the  long  Redingote  Cheruit 
launched  last  Winter,  worn  over  a  very 
narrow  skirt.  These  Redingotes  flared 
considerably  around  the  bottom,  and, 
though  the  present  coats  are  short,  the 
flare  at  the  bottom  is  retained.  Some  of 
these  new  long  tunics  have  the  skirt  sec- 
tion laid  in  knife  pleats  on  both  sides  of 
a  long  and  wide  front  and  back  panel. 

For  Summer  wear  certainly  flounces 
are  in,  and  the  novel  ways  of  placing 
them  seem  to  be  endless. 

On  a  recent  Sunday  at  Auteuil  tho 
many  Premet  dresses  worn  was  a  matter 
of  comment,  though  many  of  them  were 
worn  under  fashionable  capes,  and, 
therefore,  only  a  glimpse  here  and  there 
could  be  obtained.  The  greatest  success 
comes  to  the  dress  made  with  the  long 
basque  bodice,  plain  and  reaching  to  the 
hips,  taken  from  the  modes  of  1880.  This 
bodice  buttons  up  the  front,  and  is  per- 
fectly plain,  though  it  creases  likes  a 
man's  waistcoat,  instead  of  fitting,  as  it 
is  worn  with  the  present-day  corsets  that 


CHOICE  OF  PARIS. 

Apron  styles  <>i  cheruit. 

Long  tunic,  plea  ted  or  flar- 
ing. 

Flounces  for  Sum  mer. 

Long  basque  hod  ire,  plain, 
reaching  to  hips. 

Paquin's  new  flare  skirt. 

Craze  for  capes. 

Linen  suits-  trimmed  with 
black  velvet  for  Summer. 

Rough  cloth  -similar  to 
"Teddy  bear." 

Cord  and  moire  for  Fall. 


leave  the  figure  free  above  the  waist- 
line. The  sleeves  are  fitting  and  long, 
and  are  set  into  a  dropped  arm-hole,  and 
they  are  finished  with  narrow  turn-back 
cuffs.  The  collar  is  high  and  standing, 
open  in  front,  and  flaring  slightly  at  the 
back.  The  skirt  consists  of  straight 
sheath,  over  which  is  a  pleated  or  flaring 
tunic  reaching  well  below  the  knees. 

Paquin's  New  Flare. 

Even  this  form-tight  skirt  is  not  ex- 
pected to  last  because  of  the  enthusiastic 
way  in  which  the  new  flare  skirt  Madame 
Paquin  launched  both  here  and  in  Am- 
erica has  been  taken  up.  This  skirt, 
without  destroying  in  any  particular  the 
youthful  lines  of  the  present-day  figure, 
gives  ease  of  movement  with  both  grace 
and  comfort. 

Designed  at  first  as  a  dancing  skirt, 
this  model  has  been  made  up  in  Summer 
materials,  and  so  great  has  been  its  suc- 
cess that  it  is  also  showing  in  tailored 
suits.  The  colors  worn  are  very  much 
darker,  and  black  and  navy  seem  to  be 
first  in  favor.  Many  dresses  are  appear- 
ing made  of  white  silk  serge  or  gabar- 
dine. 

Craze  for  Capes. 

One  point  that  the  races  clearly 
brought  out  is  that  the  fashion  of  wear- 
ing capes  is  rapidly  developing  into  a 
craze,  and  this  is  going  so  far  that 
tailored  suits  are  being  worn  made  with 
a  cape  instead  of  a  jacket.  One  of  these 
suits  seen  at  the  Concourse  Hippique 
was  of  beige  gabardine,  with  a  cape  of 
the  same  made  with  a  vest  of  striped 
silk. 

Turning  to  Summer  styles,  though 
many  novelties  in  cotton  goods  have  been 
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presented,  cotton  crepes  still  stand  first 
and  promise  to  more  than  retain  this 
popularity  for  another  season.  The  new 
Rodier  crepes  have  open-work  patterns 
in  drop-stitch  effects,  and  a  new  white 
crepe  has  dots  of  colored  cotton  velvet. 
For  Summer  wear  some  of  the  model 
houses  are  preparing  linen  suits  trimmed 
with  black  velvet,  and  Cheruit  is  advo- 
cating the  black  velvet  cape  worn  with 
the  white  organdie  skirt.  Organdie 
blouses  trimmed  with  narrow  lines  of 
skunk  or  ermine  are  being  placed  on  the 
market,  and  dresses  of  mull  or  organdie 
are  being  trimmed  with  marten  fur. 

Rodier 's  Rough  Cloths. 
Judging  from  the  new  fabrics  Rodier 
is  producing  for  the  coming  Fall,  there 
is  no  present  indication  of  any  general 
return  to  the  wearing  of  face  cloths,  for 
the  majority  of  his  new  cloths  are  on  the 
rough  or  pile  order.  One  of  his  leading 
novelties  is  named  "Agnelia,"  and  is 
something  similar  to  duvetyn,  only  it  is 
shaggier,  and  will  stand  rough  wear 
better.  Another  new  cloth  is  very  simi- 
lar to  the  teddy  bear  cloth,  and  besides 
there  is  shown  many  fur  fabrics  made  of 
silk  and  wool,  one  of  which  is  a  very 
close  imitation  of  moleskin.  There  is 
also  shown  a  beautiful  ribbed  pile  fabric 
similar  to  golfine  and  a  rough  faced  all- 
wool  fabric  similar  to  that  used  for 
monks'  garments.  Tubline  is  a  new  silk 
and  wool  material.  This  fabric  comes  in 
plain  and  in  shot  effects,  and  also  in  a 
variety  of  Roman  stripe  patterns.  A  new 
idea  is  the  use  of  spots  in  Roman  stripes. 

Cord  and  Moire  for  Fall. 

Rodier  is  featuring  both  cord  and 
moire  silks  for  Fall  selling,  and  these 
materials  are  shown  in  such  variety  that 
there  is  no  question  about  their  success. 
The  leading  color  in  these  fabrics  is  dark 
blue,  and  the  leading  novelty  pattern  is 
the  Roman  striped  or,  as  Rodier  calls 
them,  the  ecossais  spots,  which  are 
formed  of  three  or  four  different  colored 
stripes. 

In  place  of  Chinese  designs  Rodier  is 
taking  up  Indian  patterns,  such  as  are 
found  in  Cashmere  shawls,  and  also 
spots  in  Indian  ecossais  or  stripes.  There 
are  some  wonderful  gold  and  silver 
tissues  to  be  seen  here,  and  one  special 
cloth  is  named  "Aphrodite."  Much  of 
the  gold  and  silver  cloth  used  in  produc- 
ing the  costumes  for  the  popular  play 
was  made  by  this  firm,  and  this  explains 
the  reason  for  the  use  of  this  name. 
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Fashion  Show  for  Montreal 

Kcprcsciitativc  Committee  Appointed  to 
AjTange  Details  and  Secure  Co-operation  of 
Manufacturers  and  Jobbers  of  Ladies'  Ready- 
to-Wear  G-arments,  Furs,  Millinery  and  Dress 
Accessories — September  Suggested  as  Suitable 
Date. 

By  ;>   Staff  '  lorrespondent. 


MONTREAL,  May  5.— (Special).— 
A  Fashion  Show  for  the  exhibi- 
tion of  ladies'  ready-to-wear  gar- 
ments and  accessories  will  be  held  in 
Montreal  during  the  coming  Fall,  prob- 
ably in  the  month  of  September.  This 
was  decided  upon  at  a  meeting-  held 
here  near  the  end  of  April.  The  ar- 
rangement of  the  details  and  soliciting 
the  support  of  all  the  manufacturers  in 
Montreal  was  left  to  a  committee  who 
will  report  at  another  meeting  to  be  held 
May  13th. 

The  idea  of  a  Fashion  Show  tor  Mont- 
real lias  been  under  consideration  for 
some  time.  It  was  one  of  the  main  ob- 
jects in  view  when  the  formation  of  the 
Ladies'  Garment  Section  of  the  Can- 
adian Manufacturers'  Association  was 
effected  in  Montreal  about  two  years 
ago.  It  was  through  the  instrumentality 
of  the  officers  of  this  organization  that  a 
general  meeting  was  called  to  discuss 
the  project  and  to  ascertain  what  meas- 
ures of  support  could  be  obtained  for 
it.  Invitations  were  sent  to  all  the 
manufacturers  of  ready-to-wear  gar- 
ments, as  well  as  to  fur  manufacturers, 
wholesale  milliners  and  wholesale  manu- 
facturers and  jobbers  of  dress  acces- 
sories. 

The  meeting  was  presided  over  by  A. 
Sommer,  president  of  the  Ladies'  Gar- 
ment Section  of  the  Canadian  Manufac- 
turers' Association,  and  Geo.  E.  Fraser, 
secretary  of  the  same  organization,  acted 

:i<    the    secretary    of    the    meeting. 

In  outlining  the  objeci  of  the  meet- 
bag,    Mr.   Sommer   said    he   though!    the 

time    had    come    when    a    plan     should     he 

considered    for  advertising   Montreal   as 

:i  Canadian  centre  for  buying  ladies'  gar- 
ments and  for  holding  a  style  show  such 
;i-     i-     regularly     held     in     Cleveland     and 

( Ihicago,   as   well    as    European   en 

Mr.  Sommer  said   In old   nol    see  any 

reason  why  Montreal  could  not  do  what 
other  i  ii  ies  bad  done,  and  he  felt  con- 
fident thai  On!  onlj  the  manufacturer-, 
hut  the  retailer8,  WOuld  take  a  lively  iu- 
l     m    ;i     fashion     show,    and    he    also 

i  ,|  that  the  secretarj  of  the  Retail 
Merchants'  Association  of  Montreal  bad 
expressed  a  view  that  the  retailers  would 

join     lands    with     them     to    enlarge    the 

ifl    of   the    fashion    show    and    to   make 

it      i    "Made    in    Montreal"    week,    during 


which  time  they  would  have  window  dis- 
plays of  "made  in   Montreal"  g Is. 

Good  Advertising. 

Taking  up  the  question  of  the  benefit 
that  might  be  derived  from  such  an  ex- 
hibition and  the  question  of  the  expense 
attached  to  it.  Mi-.  Sommer  submitted 
that  if  only  51)  buyers  came  to  the  first 
fashion  show,  and  that  each  one  bought 
say  $1,000  worth  of  goods,  the  exhibi- 
tors would  thus  reap  a  benefit  in  orders 
to  the  extent  of  $50,000.  He  said  if 
travelers  were  sent  out  to  get  this 
amount  of  business,  it  would  cost  at  the 
very  least  calculation  (i  per  cent,  of  this 
figure,  or  a  total  of  $3,000.  A  fashion 
show  could  be  held  for  less  than  this 
amount.  His  proposal  was  that  two  days 
should  be  set  aside  for  each  season  for 
holding  a  fashion  or  style  show  and  that 
the  manufacturers  would  supply  about 
half  a  dozen  garments  each,  such  as  furs, 
suits,  coats,  dresses,  gloves,  hats,  etc., 
and  that  a  suitable  hall  or  theatre  should 
be  engaged,  and  the  garments  shown  on 
living  models. 

Following  Mr.  Sommer 's  presentation 
of  the  proposed  show,  there  was  a  gen- 
eral discussion  as  to  various  features 
which  might  he  introduced,  and  of  the 
possible  benefit  that  might  accrue,  t ho 
expenses,  and  the  ways  and  means  of 
financing  the  undertaking. 

Mr.  Schlonian  emphasized  the  im- 
portance of  having  the  co-operation  ami 
the  support  of  the  manufacturers  outside 
of  their  association. 

Mr.  Revol,  speaking  as  a  representa- 
tive of  a  dress  accessories  house,  said 
that  his  firm  would  he  very  glad  to  bear 

their  share  of  the  expense  of  such  a 
show  and  to  give  their  support  to  it. 
He  thought  that  a  show  Mich  as  had 
been  outlined  would  he  an  excellent   thing 

for  Montreal,  and  tor  the  manufactur- 
ers participating  in  it. 

Co-operation  Pledged. 
Mr.    Cooper,   speaking    for     the     fur 

trade,  said  he  was  heartily  in  sympathy 
with  the  movement  and  would  support   it. 

lie  hoped  that  all  branches  of  the  ladies' 
garment  business  would  participate.  Hi' 
-poke  of  the  advantage  of  having  buyers 

come  to  the  house  and  Bee  Samples  where 

they  could  he  shown  to  much  better  ad- 
vantage than   out    on   the  road. 
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J.  W.  NEIL, 

Who  has  been  appointed  provincial 
organizer  for  Manitoba  of  the  Retail 
Merchants'  Association  of  Canada.  Bj  a 
mix-up  Mr.  Neil's  cut  was  credited  to  Mr. 
McNeil    in    last    i>Mie. 


Mr.  Hart  suggested  that  the  week 
when  the  Cartier  Centenary  Celebration 
would  he  held  in  September,  would  he  a 
good  time  to  hold  the  show,  as  many 
peoplt  t  rom  outside  would  be  coming  to 
Montreal  at  that  time.  After  some  fur- 
ther discussion,  a  resolution  was  present- 
ed by  Mr.  Schloman  and  seconded  by 
Mr.  Bart,  "That  a  fashion  -how  he  held 
in  Montreal  at  a  date  to  he  decided  upon. 

to  consist  of  ladies'  garments  and  a 

SOlies,  and  that  a  committee  he  appoint- 
ed to  cany  out  the  details."  This  was 
put  to  the  meeting  and  carried  unani- 
mously. 

Motion-    were    also    adopted    that     the 

expense  to  any  one  exhibitor  should  not 
exceed  $100,  and  that  the  total  expenses 

of  the  show  should  he  home  equallj  by 
those  exhibiting,  also  that  letters  should 
be  -cut  to  manufacturers  not  repres- 
ented at  the  meeting,  telling  them  of 
action    taken    and    asking    for    their 

co-operation   ami   support. 

The  following  committee  was  appoint- 
ed to  call  on  tin-  manufacturers  to  fol- 
low up  the  letter:  Messrs.  Hart.  Cooper. 
Kellnor,     Revol,     Sage,     Brodeur     and 

l'ainer.  This  committee  will  report  at 
another  meeting  which  will  he  called 
for  May  loth,  and  it  is  anticipated  that 
1>\  this  time  practically  every  manufac- 
turer in  Montreal  will  have  endorsed  the 
mo\  eiuent. 


Devices  of  Other  Dry  Goods    Merchants 


Buying  a  Hat 
With  Each  Cloak. 


THE    Gilbert    Co.,    of    Chilliwaek,    B.C.,    have   moved  their  shoe  department  into  a  new  location 
and  now  carry  a  complete  stock.    In  the  place  formerly    occupied    by    ladies'    and    children's 
shoes  the}'  have  added  a  stock  of  millinery,   carrying  trimmed  hats,  shapes,  and  trimmings.  The 
millinery  department  now  adjoins   the   cloak   department.      In    a    letter    to    The    Review,    the    firm 
state:    "We   never   sell   a   suit   or   coat   without    selling   a  hat."     So   effective   is   the   method   em- 
ployed  by   this   Western   firm   in   making   the   two  department   work   together  for   mutual   benefit. 


Turning 
Mail  Order 
Exchange  to 
Account. 


A  MERCHANT  in  a  northern  town  in  a  fight  against  mail  order  business  turned  an  exchange 
to  his  own  advantage  rather  neatly.  He  had  purchased  a  job  lot  of  ladies'  coats  and  had 
begun  to  display  them  and  advertise  them  in  the  weekly  papers.  Just  then,  a  lady  came 
along  and  told  him  she  had  bought  a  coat  on  a  mail  order  but  did  not  like  the  color,  fit  or  any- 
thing else  about  it.  She  suggested  that  the  merchant  allow  her  something  in  exchange.  He 
said  $10  and  she  consented,  after  some  demur,  as  the  coat  cost  her  $18.  She  got  in  its  place  a  coat 
marked  $20,  paying  $10  additional.  The  merchant  saw  a  chance  for  scoring  off  the  M.O.H.  and  set 
up  a  display  in  his  window,  after  this  fashion:    "This  coat  was  purchased  by  a   (name  of  town) 

lady  at for  $18.    See  this  coat  at  $15,"   showing  one  of  admittedly  better  value — one  of 

his  job  lots.  A  second  one  he  ticketed  thus:  "Thiscoat,  only  $20."  A  third  ticket  read:  "Come 
inside  and  compare  our  values  with  city  departmental  stores."  Needless  to  say,  his  window 
started  talk  and  his  sale  boomed  and  his  whole  business  was  benefited  by  a  greater  local  confi- 
dence in  the  values  he  was  giving.  In  order  to  carry  out  the  $18  cost  idea,  he  showed  the  counter 
check  of  the  M.O.H.  covering  up,  of  course,  the   lady's  name  and  address. 


Evening  Fashion 
Display  in 
Guelph. 


AMONG  the  annual  events  of  G.  B.  Ryan  &  Co.,  Guelph,  is  an  Evening  Fashion  Display,  at 
which  not  a  dollar's  worth  of  goods  is  sold.  The  entire  object  is  to  allow  every  freedom 
throughout  the  entire  store,  so  that  they  may  make  sure  of  having  crowds  to  witness  this 
display,  which  is  an  excellent  opportunity  of  displaying  quantities  of  goods  that,  under  usual 
circumstances,  are  boxed  on  the  shelves.  At  five  o'clock  on  the  afternoon  of  the  opening  the  store 
was  closed,  and,  having  previously  laid  out  the  display  in  mind,  the  staff  began  to  decorate  and 
drape  every  inch  of  space  everywhere,  and  by  7.30 — the  hour  of  opening — the  whole  interior  ap- 
pearance was  totally  changed  and  a  revelation  of  the  beautiful.  On  the  last  occasion  an  orchestra 
was  engaged.  The  event  has  always  been  successful,  and  although  this  particular  night  was  a  wet 
stormy  one,  the  store  was  crowded  with  people — men  as  well  as  women. 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


NEW  DYEING  PLANT. 

The  Cobourg  Dyeing  Co.,  Limited,  Co- 
bourg,  Ont..  have  built  and  equipped  a 
modern  and  highly  specialized  plant  for 
dyeing  and  finishing  from  the  grey  and 
for  the  re-dyeing  of  woolen,  worsteds, 
or  union  piece  goods.  The  advantages 
of  having  stock  in  the  grey  dyed  to  order 
by  reliable  methods  or  of  having  un- 
fashionable shades  re-dyed  will,  it  is 
felt,  strongly  appeal  not  only  to  the 
manufacturers  of  piece  goods  and  of 
garments,  but  also  to  wholesalers  and  re- 
tailers. The  plant  has  a  capacity  of 
150  pieces  a  day,  and  precautions  were 
taken  to  make  it  conform  with  the  most 
approved  practice  of  England  and  the 
United  States  and  plans  were  approved 
by  Bradford  experts.  Each  department 
is  in  charge  of  a  competent  foreman  and 
operatives.    High  standards  are  the  first 


essential  in  a  plant  of  this  kind,  and 
initial  work  has  proved  most  satis- 
factory. The  company's  premises  have 
good  water  facilities,  are  well  equipped 
for  bonding  and  warehousing  and  the 
arrangements  are  such  as  to  ensure 
prompt  deliveries. 

*     »     * 

CANADIAN     WOMEN     AND     EURO- 
PEAN FASHIONS. 

Not  many  years  ago  it  was  claimed 
that  the  well-dressed  Canadian  woman 
had  to  go  to  New  York  for  her  gowns 
unless  she  made  an  annual  trip  across 
the  herring-pond.  To-day,  matters  are 
very  different.  Canadian  experts  travel 
to  and  fro,  examining  and  purchasing 
the  best  that  Paris  or  other  fashion  cen- 
tres can  produce.  Of  these,  there  are 
no  more  critical  buyers  than  Messrs.  H. 
H.  Winder  and  J.  C.  Winder  of  the 
firm  of  Gebr.  Riegel  &  Langer,  of  King's 
Hall  Building.  Montreal.  To  use  an 
every-day  expression,  "What  these  gen- 
tlemen do  not  know  about  European 
gowns,  millinery  and  trimmings  is  not 
worth  knowing. ' '  Year  after  year  they 
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have  toured  Europe  at  all  seasons  of  the 
year.  They  know  where  to  look  for  the 
best  and  the  price  to  buy  it  at.  Their 
keen  judgment  has  made  them  amongst 
the  most  conspicuous  figures  in  Canadian 
fashion  trade  circles,  while  the  enor- 
mous volume  of  business  that  annually 
passes  through  the  firm's  hands  is  sub- 
stantial evidence  of  the  confidence  that 
merit  has  won  from  the  retail  trade 
throughout  the  Dominion. 

*  »  * 
AGENCY  FOR  WHOLE  OF  CANADA. 
The  Fraser,  Mather  Company,  228 
Chambers  of  Commerce,  Winnipeg,  on 
April  1st  took  over  the  agency  for 
Messrs.  Barry,  Ostlere  &  Shepherd,  Ltd., 
linoleum  and  floorcloth  manufacturers, 
Kirkcaldy,  Scotland,  for  the  whole  of 
Canada.  The  Fraser,  Mather  Company 
have  represented  this  Scottish  house  for 
some  time  in  Western  Canada,  and  to  en- 
able their  looking  after  the  Eastern  busi- 
ness in  the  best  way,  they  have  estab- 
lished an  office  at  112  Board  of  Trade 
Building,  Montreal.  Mr.  Mather  will  be 
in  charge  in  Montreal. 
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FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The   Standard   Air    Brush  of   the   World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C  79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers.  Plants  and  Vinea,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago.  III. 
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ATERS0N 


UMITC0 

The  Wholesale  Millinery  and  Fancy  Dry  Goodi 
Houie  of  the  Maritime  Prerincit. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


Condensed    Advertisements 


Advertisements    under    this    head    two 
cents  per  word  per  each  Insertion.    Cash 

with   order. 


FOR  SALE 


FOR  SALE  I'KV  Conns  AND  LADIES' 
wear,  One  of  Western  Ontario's  best  manu- 
facturing towns.  Clean,  fresh  stock,  staple 
goods.  Casn  business.  A  good  buy.  Pa  i 
cash.     Box   56,    Dry   G is   Review. 


KOI{    SALE. — FIFTEEN   WARDROBES.    SUIT- 

able  for  either  ladies'  ready-to-wear  garments 
or  men's  suits.  Bach  wardrobe  will  accom- 
modate thirty  suits.  Finished  in  q 
oak,  glass  receding  doors.  Cost  originally 
str,  (in  per  section.  Will  sell  all  or  any  one 
Cor  $20.00  per  section,  knocked  down,  crated. 
F.O.B.  cars  here.  Apply  quick,  to  Playfair 
Preston  Company,  Midland,  Ont. 


AGENTS  WANTED 


I'lAIKX    COI,I,\R    and    LACE    MAKERS 

Want    Agent   for  Canada.     Write  to   M.   Sehar- 
SChmidt,  New   York,  Hotel  Astor. 


HKV  (Jnolis  FIRM  IN  NONA  SCOTIA  WANT 
competent  dry  goods  department  manager  and 
ass  -iini  l.nyer.  Apply,  giving  experience  and 
reference,  C.  S.,  '-are  of  Dry  Goods  Review. 


K  N  T  Kit  PRISING     MANUFACTURERS    OF 

wide  range  knitted  silk,  etc.,  g Is.  seek  active. 

well-known  agent  on  commission   basis.  G 
fashioned    to   suit   Canadian   demands.     Known 
Dominion.    Box  66,  Dry  Goods  Review,  143- 
1  19   University   Avenue.   Toronto.  Ont..   Canada. 


The  Condensed  Ads  in  this  Paper 
will  bring  good  results 


'METAL   TOP"    GARMENT  CONTAINER. 


This  illustration  gives  a 
good  idea  of  a  device  for  pro- 
tecting a  garment,  manufac 
tured  by  Campbell,  Metzgor  & 
Jacobson,  140-450  Broadway, 
New  York..  It  is  used  for 
hiilies'  dresses,  coats,  suits. 
negligee    and    men's    wear. 

The  hanger  is  hung  on  hook 
(b).  Movable  rod  (c  i  which 
swings   from   hinge    (a      is    fas 

toneil    on    t  (i    catch    ( d  i.     Flaps 

(e)  are  then  dropped  over  top 
i  see  cut  below  |  and  fastens]  s 
on  side  are  snapped  closed.  To 
lvniovo  bag,  unfasten  both 
rods  from  catch  (d)  and  pull 
frame  free  of  bag.  The  other 
cuts  illustrate  the  bag  closed. 
and  the  hanger  itself.  Note 
the  dust-protecting  Sap,  run 
ning  length  of  bay.  The  con 
tainer  conies  in  pinks,  yellows, 
blues,    etc.      It    can    be    made 

mot  h  proof    1>\     enclosing    cam 

phor  balls. 


1 0(5 


CLOSED   CROTCH. 
1 1  'ontinued  from  page  52. ) 

Cooper  garment  as  sold  commercially 
and  as  designed  in  patent  No.  973,200. 
According  to  Mr.  Hammer  the  principle 
nf  the  two  designs  differed,  the  patent 
having  an  excised  opening  at  the  seat. 
the  commercial  garmerit  having  simply 
a  slit;  the  catting  in  one  ease  being 
oblique,  in  the  other,  vertical.  Accord- 
ing to  him  the  Sap  construction  also  dif- 
fered. In  this  connection  he  testified  as 
follows : 

"If  we  take  the  same  claim  on  de- 
fendant's garments  we  find  'an  under- 
garment having  the  body  and  leu  por- 
tion- thereof  cut  to  form  oblique  pos- 
terior opening.'  It  was  not  so  cut  and 
is  not  so  cut.  It  was  cut  vertically  and 
it  was  cut  as  a  slit.     Nothing  ted. 

Nothing  is  taken  out.    Something  is  ad- 
ded.     This   is  the   line  of  the   cut, 
-cam.  coming  from  the  apex  down  to  t 
leg.     That  is  the  line  of  the  cut.    That 

cut  does  not  extend  obliquely  across  the 
seat.  Il  -tarts  in  the  middle  of  the 
and  run-  down  into  the  right  lesr.  It 
calls  for  'an  inner  llat  co-extensive  with 
said  opening'  and  we  can  see  thai  while 
there  is  an  inner  llat  it  certainly  is  not 
co-extensive  with  the  vertical  slit  that 
v  a-  made  in  the  garment.  " 

The  drawing  exhibited  to  the  court 
and  herewith  reproduced  show-  what  the 
defendants  claimed  to  be  the  difference 
in  design  of  the  two  garments. 

Further  testimony  as  to  the  Prill 
Knicker  and  the  garment  called  "I.acher 
closed  crotch"  in  the  illustration  was  in- 
duced through  Mr.  Hammer  as  ex- 
pert and  through  persons  connected  with 
the   early   history    of   such    garments. 
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Zhe  flftontreal  JBoavb  of  ZTrabe 

April  4,  1914. 
Sir, 

As   circular   letters   are    sometimes   not   perused, 

the  Council  of  this  Board  asks  that  you  will  give  special 

consideration    to   a    circular   to    be   presently    issued  from 

this   office    with   regard    to    the    visit    to    Montreal   of  the 

Dominions  Royal  Commission. 

Yours  obediently, 

GEO.  HADRILL, 

Secretary. 


^HE  card  reproduced  above  is  undeniable  evidence  that  adver- 
^mS  tisers  are  beginning  to  realize  that  the  circular  and  circular 
letter  are  too  weak  to  stand  on  their  own  legs. 

C^HAT  the  Secretary  of  the  Montreal  Board  of  Trade  should 
^  deem  it  necessary  to  send  out  a  post  card  in  advance  of  his 
circular,  suggesting  that  the  members  read  it,  is  pretty  good  evi- 
dence that  the  majority  of  business  men  pay  scant  attention  to  this 
class  of  advertising. 

^TT^HY  throw  away  good  money  on  waste  paper  basket  fillers 
VL/  when  you  can  reach  the  best  buyers  in  Canada  through 
The  Dry  Goods  Review — the  paper  that  is  read  each  issue  from 
cover  to  cover  by  the  retail  dry  goods  merchants  and  their  clerks 
from  coast  to  coast,  because  of  the  vital  business-building  news 
and  suggestions  they  find  in  the  advertisements  as  well  as  the 
editorial  sections? 

Think  this  over — size  up  the  situation. 


DRY     (KM)  I)  S     RKVIKW 


LRKleinert  RuKberCompany 


TO    R  O    N   T  O 
C    A    N   A    D   A 


^ 


--. 


1 


■    .    ':  HI  ■- 


r 


■MMH 


3TZJ 


—  2tf 


Z 


■■ 


mini     iiwm 


il 


MB  REVIEW 


VOL.  XXVI 


PUIPI 


No.  10 


PUBLISHED      SEMI-MONTHLY 


Jpmp 


May     20tk,      1914 


DRY    GOODS    R  E  V  I  E  \\ 


JWMMMMMJMHHHMHMIHHHHMH^^ 


Get  This 
Store  Front  Book 


— it  contains   authentic  information    which  we   were  able    to    compile    by    special- 
izing in  the  building  of  KAWNEFR  for  30,000  Store  Fronts. 

"Boosting  Business  No.  21"  is  assembled  and  printed  for  you — it  shows 
photographs  of  many  o£  the  most  successful  big  and  little  Store  Fronts  in  the 
country,  together  with  suggestions  for  you  that  we  believe  will  interest  you. 
We  believe  this  because  our  suggestions  are  founded  upon  practical  experience — 
suggestions  offered  after  working  With  Merchants  in  the  designing  and  building 
of  money-making  KAWNEER  STORE   FRONTS. 


Every    mail     brings 
dozens     of     coupons      for 
"Boosting  Business  No.  21" 
— inquiries    from     the   coun- 
try's   keenest    and  most     con- 
servative retailers — business 
men  who  have  come  to    realize 
the    -wonderful  pulling    power    of 
the  Store  Front.      They  are  sending 
for  this  authentic  Store    Front  Book 
to    see    photographs     of    some     of    the 
successful     KAWNEER  FRONTS  re- 
cently  installed. 


If  you  do  not  feel  able  to  put  in  a    new  Front    now    that    will    fit    your 
business     and   sell    more    merchandise,    you    had     better    postpone     it    one 
season.      Don't  misapply  your  Store  Front  appropriation — don't    be    con- 
tent with  simply  a  new  Front — one  like  thousands  of  others. 


One  Merchant  sent  for  this  book     not 
long  ago  with  the  ultimate  result  of    a     new 

KAWNEER  STORE  FRONT    and  during 

the    first    five    months    the    profits    on    the    in- 
creased business  was  sufficient  to  actually     pay 
for    the    Front — another    Merchant    paid    for  his 
I'  ront  in     eight    months — another    in    ten    months. 
One      Merchant    says     his    Front     is     valuable     be- 
cause he  is  able  to    sell  what    he   wants    to    sell — not 
what     the   people    want    to     buy;    another   writes    that 
65</<    of  his  entire    business    is    due    to  his  KAWNEER 

STORF  FRONT. 


You  should  consider  your  Store   I  ront  as  a  part  of  your  business 
-not   simply  a  material  part  of  your  building.      Think  how  depen- 
dent     your    ^F^^^^a^a,^^)     Prosperity 
i.      upon       |C    O    VY    M&WWWT^    thesuccess 
of    your    JI^    jjfl^g    Wmn^g    M,  StoreFront 

to  pull  the    people 

inside  your  Store.      It  can  make  more  net  profit  for  you  than 
any  salesman  in  your  organization,  simply  because  it  tells 
your  own  story  to    every  person    that   passes    your   place 
of  business.      It    stands  out    there    24    hours  a    day    and 
365  days  a  year.      You  can  save  a  little  money  on  the 
inifial  cost  by  putting  in  the  old  style  wood  or  iron 
Front,  but  if  you  are  looking  ahead  to    a  real    bus. 
iness  gain — to  a  low  ultimate  cost,  buy    a    KAW- 
NEER   STORE   FRONT.      Surely   the    exper- 
ience of  thousands  of  other  Merchants   means 
something  to  you.      Buying  a  Store  Front  is 
a  cold  business    proposition — -sentiment    or 
pride  should  be  forgotten — and    the    more 
thoroughly  you  investigate  the  more  de- 
termined you  will  be  to  own  a   KAW  - 

nel:r  front. 


And  KAWNEER   FRONTS  are  permanent  too — made 
of  solid  copper,  brass,  bronze    or    aluminum — need    no  paint 
or  repairs.      The  upkeep  cost  is  reduced  to  a   minimum.      And 
(he  flat,  spring-grip    on   the  glass  not  only  holds  but   protects  i(. 

KAWNEER   STORE   FRONTS    are    built     around     your    re- 
quirements— the  all-metal  idea   was  (he  Outgrowth  of  an   Architect  s 
practice  and  investigations. 
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.lus(  mail  this  coupon — it  will 

bring     your     copy     of    "Boosting 

Business     No.    21"    in    the  next 

mail.      See    what    other     \1    • 

chants     have     done — m  a  k  e 

money     by     (lu-ir     paid-for 

experience. 
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Many  Alberta  Dealers  at  Three-Day  Conference 

One  of  the  Livest  Questions  Discussed  Was  That  of  Wholesalers 
Selling  Direct  to  the  Consumer — Strong  Resolution  Introduced- — 
Collection  of  Small  Debts  Given  Much  Attention — T.  A.  Gaetz, 
Red  Deer,  the  New  Head. 

Reported  by  Staff   Representative 


CALGARY,  Alta.,  May  12.— One  of 
the  most  remarkable  conventions 
ever  held  by  the  Retail  Merchants' 
Association  came  to  a  close  last  week  in 
Calgary.  This  was  the  first  annual  con- 
vention of  the  Alberta  Branch,  which 
has  been  organized  much  less  than  a 
year;  but  it  is  big  for  its  age.  The  con- 
vention lasted  three  days — May  5th,  6th 
and  7th — and  was  remarkable  for  many 
things.  Firstly,  the  business  consisted 
more  of  discussion  on  subjects  of  in- 
terest to  the  retailer,  than  on 
the  hearing  and  delivering  of  lectures. 
About  three  dozen  resolutions  were 
adopted,  and  these  referred  to  subjects 
upon  which  the  members  had  their  own 
opinions.  Often  these 
were  at  variance, 
which  made  the  meet- 
ings more  interesting. 
The  attendance  was 
good.  Members  came 
from  every  corner  of 
the  province.  There 
was  no  monopolizing 
the  business  by 
the  larger 
places.  Those 


who  attended  consisted  mainly  of  gen- 
eral merchants,  with  a  good  sprinkling 
of  hardwaremen.  What  grocers  there 
were,  were  mostly  from  the  larger  cen- 
tres, and  they  joined  hands  with  the 
general  merchants.  The  hardwaremen 
looked  after  their  own  business. 

Tuesday  morning  was  spent  in  wel- 
coming the  visitors  to  the  city,  and  in 
registration.  The  evening  session  was 
presided  over  by  the  president  of  the 
provincial  board  of  the  association,  J. 
F.  Glanville,  of  Calgary. 

The  session  was  mainly  taken  up  by 
the  delivery  of  addresses  by  Major  Dun- 
can Stuart  and  C.  L.  Carter,  dealing 
with    credits. 


The  Small  Debt  Court. 

In  the  course  of  his  address  on  "The 
Small  Debt  Court,  and  Its  Relation  to 
the  Farmer,"  Major  Duncan  Stuart 
stated  that  the  machinery  now  in  ex- 
istence in  Alberta  for  the  collection  of 
small  debts  was  an  absolute  failure. 

He  referred  to  the  question  of  im- 
prisonment for  debt,  and  said  that  the 
idea  of  imprisonment  for  debt  was  a 
thing  of  the  past.  He  did  not  think  in 
the  first  place  that  a  man  should  be 
imprisoned  for  debt,  and  in  the  second 
place  he  did  not  think  the  government 
could  ever  enact  any  such  legislation.  In 
the  third  place,  he  did  not  think  it  would 
work  well  if  such  a  law  were  enacted,  be- 
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cause  the  feeling  of  the  people  was 
againsl    it.      The    judges,    lawyers    and 

court  officials  had  no  heart  for  that  sort 
of  thing.  They  did  not  want  to  see  men 
handcuffed,  and  taken  away  to  jail.  But 
if  a  man  owed  a  just  debt,  there  ought  to 
be  an  efficacious  way  of  getting  after 
t he  man's  earnings. 

He  had  submitted  a  proposition  for 
the  consideration  of  the  government  by 
which  after  getting  judgment,  the  cre- 
ditor could  call  the  debtor  before  the 
court,  and  have  him  examined  as  to  the 
wages  he  was  earning,  or  as  to  any  other 
money  that  might  be  owing  to  him.  If 
the  judge  was  satisfied  that  the  debtor 
was  earning  more  than  sufficient  to  sup- 
ply the  needs  of  his  family,  then  it 
would  be  in  the  power  of  the  judge  to 
make  an  order  that  would  entitle  the 
creditor  to  serve  notice  upon  the  debtor's 
employer  and  without  going  into  court 
again  requiring  him  to  deduct  from  the 
debtor's  wages  so  many  dollars  per  week 
as  the  judge  might  think  right. 

As  for  farmers  who  contracted  debts, 
he  thought  that  if  these  debts  had  been 
incurred  for  the  supply  of  the  neces- 
saries of  life,  he  was  of  opinion  that 
these  debts  should  be  placed  against 
the  homestead,  and  with  a  provision 
that  the  homestead  could  not  be  sold 
for  a  number  of  years  in  order  to  meet 
these   debts. 

In  concluding.  Major  Stuart  stated 
that,  while  there  was  a  small  debt  court, 
at  tlie  present  time,  he  thought  a  judge 
should  be  appointed  to  deal  with  small 
debt   cases  summarily.     (Applause). 

A  short  discussion  followed  the  close 
of  the  address,  among  those  taking  part 
being:  A.  M.  Anderson,  D.  A.  Thomp- 
son, Coronation;  J.  G.  Robertson,  Fore- 
most; and  N.  A.  Oaetz,  Red  Deer. 


WEDNESDAY    MORNING    SESSION. 

When  tin1  delegates  arrived  al   Pagel 

Hall  on  Wednesday  morning,  they  were 
split  up  into  divisions.  There  should 
have  been  at  least  five  divisions,  but 
eventually  they  resolved  themselves  into 


ELECTION    OF   OFFICERS. 

The  election  of  officers  took 
place  on  Thursday  afternoon, 
inn!  was  private.  T.  A.  Gaetz, 
general  merchant,     Red  Deer, 

iras  elected   hi/   acclamation   for 

president;  II.  N.  Stephens,  gen- 
eral merchant,  Vermilion;  first 
vice,  N.  />'.  Oood,  Lethbridge; 
8(  cond  vice,  N.  I  McDi  rmid,  of 
tin  Mrlh  rmid  Drug  Co.,  Cal- 
gary, treasurer;  and  J.  A. 
Bucknall,  re-elected  provincial 
secretary.    There    was   a  ballot 

In  tire,  n    the    first     and    second 


two,  the  hardware  section  and  the  gen- 
eral stores.  The  latter  included  gro- 
cers, dry  goods  merchants,  and  general 

merchants.  In  the  body  of  the  hall,  the 
resolution  committee  had  a  sitting  at 
which  they  prepared  two  score  resolu- 
tions to  be  brought  before  the  general 
committee  at  the  afternoon  session. 

A.  M.  Anderson,  chairman  of  this 
division,  spoke  on  the  severe  competi- 
tion felt  in  the  smaller  places.  This  gen- 
tleman's observations  were  of  import- 
ance because  he  expressed  his  opinion 
freely  during  the  discussion  on  the  sub- 
ject of  running  a  business  on  the  cash 
or  credit  basis.  He  declared  that  the 
former  was  impossible  in  this  part  of 
the  country,  and  that  where  a  man  tried 
out  the  cash  sj  stem,  he  would  eventual- 
ly revert  to  the  credit  system. 

Some    Candid    Criticism. 

D.  R.  Mclvor,  Cowley,  was  one  of  the 
first  to  start  an  attack  on  the  wholesale 
houses  for  selling  direct  to  the  consum- 
er. He  believed  that  the  farmer,  after 
a  few  years  with  this  organization  of 
theirs,  would  find  out  that  they  could 
not  handle  goods  on  as  cheap  a  basis 
as  through  the  retailer,  and  that  it  would 
be  to  their  interest  to  attend  to  their 
farms,  and  have  somebody  else  man- 
age  their  supply  end. 

He  claimed  that  whenever  retailers 
brought  a  charge  against  wholesalers 
they  were  told  to  the  face  that  the 
charge  did  not  exist,  and  all  the  while 
the  goods  were  lying  at  the  depot.  At 
this  convention,  said  Mr.  Mclvor,  the 
general  stores  especially  should  take 
strong  action,  and  bring  out  some  plain 
statements.  If  the  wholesalers  were 
bound  to  be  retailers,  they  should  let 
them  be  retailers,  and  the  retailers 
should  become  wholesalers. 

A  member  from  Bassano  told  a  story 
of  a  wholesaler  and  a  contractor  in 
that  town.  The  latter  had  been  trading 
with  this  speaker,  but  one  day  a  whole- 
saler came  to  town,  drove  out  to  the 
place  where  the  work  was  proceeding, 
interviewed  the  cook  and  the  boss  and 
took  the  business.  Tf  he  had  been  deal- 
ing with  this  wholesale  house,  he  would 
have  been  protected.  His  only  protec- 
tion was  in  an  association  like  this. 
There  were  more  wholesale  travelers 
going  around  than  the  retailer  could  buy 
from. 

Often,  said  the  speaker,  a  wholesaler 
came   to  town   who  did   little  business. 

whereupon  he  said.  "If  I  can't  do  busi- 
ness with  the  stores.  I'll  sell  to  the  con- 
tractors, the  hotels  and  the  restaurants, 
and   at    least  get  my  expenses." 

Sees  Cure  in  Organization. 

Gh  W.  Ruck,  High  River,  referred  to  by 

the  chairman   as  'a   big  merchant   in   the 

south.'    was    the    next    speaker.     If    they 

organised,    he    said,     when     a     wholesale 

o 


TO  RED  DEER  NEXT  YEAR 
The  next  convention  of  the 
Retail  Merchants'  Association, 
Alberta  Branch,  will  be  held  at 
Red  Deer,  Alia.,  which  is  the 
home  town  of  the  new  president, 
T.  A.  Gaetz. 


traveler  came  to  a  town  and  declared  his 
intention  of  doing  business  with  the 
hotels,  the  fact  could  be  made  known, 
and  the  retailers  could  cut  him  off.  It 
would  only  he  necessary  to  do  it  for  one 
month  to  cure  the  evil. 

Referring:  to  his  methods  of  doing 
business,  he  said  they  bad  been  doing 
a  long  credit  business,  and  had  found 
that  this  gave  the  mail  order  people  a 
chance  to  get  in.  Later  they  started  as 
near  cash  as  they  could  get.  with  nothing 
over  30  days.  They  were  told  they 
could  not  do  it,  but  they  had  succeeded. 

Taking  up  the  question  of  the  mail 
older  houses,  he  pointed  out  that  mer- 
chants were  leaving  room  in  lots  of  small 
towns  for  these  people  to  come  in. 
The  small  dealer  in  the  small  town 
could  not  carry  large  stocks,  and  25 
per  cent,  of  what  the  customer  needs 
be  could  not  keep  in  stock.  The  cus- 
tomer must  send  away  for  them;  he 
gets  the  habit,  some  of  the  things  he 
gets  from  the  mail  order  are  satisfactory 
and  eventually  he  sends  them  all  his 
business.  He  thought  they  should  all  pet 
down  to  a  practical  cash  basis,  keep 
their  stocks  up,  and  watch  the  little 
things  that  the  people  wanted  and  were 
liable  to  send  to  the  mail  order  firm 
for. 

No  Hold  With  Cash. 

Mr.  Anderson,  the  chairman,  said  he 
did  not  think  it  was  possible  to  do  a 
cash  business  in  the  small  towns.  He 
had  tried  it.  and  found  it  hard.  On 
the  other  hand,  it  they  limited  the  n edit 
they  gave,  they  urot  a  hold  on  their  cus- 
tomers; if  they  had  a  cash  system  they 
had  no  hold  on  them,  and  there  was  a 
tendency  for  them  to  go  to  the  mail 
order   houses. 

Notwithstanding  all  thej  had  said 
about  getting  alter  the  farming  com- 
munity for  not  showing  gratitude,  all 
the  farmers  were  not  like  that.  He  had 
satisfaction  in  looking  back  on  custom- 
ers who  had  stood  by  him.  They  were 
liable  to  touch  on  the  sore  spots  only. 
It  was  abuse  o(  credit  and  indiscrim- 
inate credit  that  caused  the  trouble,  but 
if  the  credit  business  was  done  si;. 
fully,  money  could  be  made  at  it.  Mer- 
chants should  use  more  backbone.  It  was 
a  mistake  to  lie  down  to  customers.  They 
should  keep  a  stiff  upper  lip.  look  the 
customer  straight  in  the  eye.  and  cus- 
tomers would  then  have  more  respect  for 
thcin   than   if  they  were  always  cringing 
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A  fine  picture  of  the  delegates  to  the  Alberta  Convention.     The  new    president,   T.  A.   Gaetz,  is  the  second  man  from  the  right  in  the 
second  row.     J.  A.  Bucknall,  the  provincial  secretary,  is  fourth    from   the   right   in   the   front   row   and   on   his   left   is   W.   H. 

Andrews,  the  Calgary  secretary. 


to  them.     That  was  not  business  at  all. 

W.  A.  Fraser,  Pincher  Creek,  did  not 
agree  with  Mr.  Anderson.  He  had  had 
twelve  years  in  the  West,  and  his  ex- 
perience had  been  that  you  could  not  do 
a  cash  and  credit  business  together. 
They  ought  to  come  out  and  out  for  one 
or  the  other.  There  was  not  sufficient 
difference  made  between  cash  and  credit 
systems.  If  they  were  going  to  give 
credit,  they  should  place  a  10  per  cent, 
advance  on  the  price  of  their  goods,  and 
tell  the  merchant  that  he  would  get  10 
per  cent,  off  for  cash,  but  if  they  got  a 
good  living  by  selling  for  cash,  and  50 
per  cent,  profit  for  credit,  it  would  be 
better  for  the  interests  of  the  trade. 

Mr.  Fraser  said  that  he  had  no  more 
faith  in  30  days'  credit  than  in  30 
years'.  Thirty  per  cent,  of  the  customers 
would  leave  it  for  fifty  days,  and  some 
for  a  year  unless  some  drastic  measure 
were  taken.  He  had  been  in  the  gen- 
eral business.  Later  he  cut  out  the  gro- 
ceries, with  $10,000  on  his  books.  Then 
they  did  as  near  a  cash  business  as  they 
could,  carrying  only  $4,000  on  their 
books.  But  they  could  not  draw  the 
line  too  fine.  He  knew  plenty  of  men 
in  the  cash  business  who  would  not  go 
back  to  the  old  system. 


Pleased  With  the  Change. 

H.  J.  Montgomery,  Wetaskiwin,  made 
one  of  the  most  interesting  speeches  of 
the  morning.  He  said  he  cut  out  the 
credit  system  two  years  ago,  after  he 
had  been  doing  60  per  cent,  credit  and 
40  per  cent.  cash.  After  their  first  year 
of  business,  they  had  $10,000  on  the 
books,  the  next  year  $15,000,  and  the 
next  $20,000.  Then  they  decided  that  if 
they  could  not  get  their  money  they 
would  not  do  business  at  all,  and  went 
into  the  cash  trade.  It  was  not  the  farm- 
ers who  were  getting  the  credit,  but  the 
townspeople,  who  were  living  beyond 
their  means.  They  expected  a  drop  of 
30  per  cent,  in  their  turnover.  The  first 
day  was  a  miserable  one,  wet,  and  did 
not  augur  well,  but  that  night  they  had 
more  cash  in  their  till  than  they  had 
ever  had  before,  and  they  never  would 
return  to  the  credit  system. 

During  the  first  few  months  the 
amount  of  business  done  was  not  de- 
creased more  than  five  per  cent.  After 
that  the  business  depression  came  which 
affected  all  business,  upsetting  calcula- 
tions. Other  merchants  in  the  town 
have  decided  to  adopt  the  cash  system 
after  seeing  how  well  it  works. 
3 


Salaries  of  Clerks. 

Mr.  Montgomery  then  opened  an  in- 
teresting subject.  He  wanted  to  hear 
the  experience  of  dealers  in  the  payment 
of  their  clerks.  Was  it  advisable  to  pay 
a  straight  salary,  or  a  percentage?  He 
found  it  hard  to  get  efficient  help.  One 
man  was  loyal,  the  next  was  lazy.  Only 
a  small  percentage  took  the  interest  in 
the  business  they  should.  He  often 
thought  it  would  be  better  instead  of 
paying  a  straight  salary,  to  offer  the 
clerk  a  commission  on  all  sales  above  a 
certain  amount.  In  his  opinion  the  clerk 
would  then  be  anxious  to  sell  more  goods. 

Mr.  Anderson,  the  chairman,  while  he 
did  not  wish  to  discourage  Mr.  Mont- 
gomery, said  he  could  not  help  predict- 
ing that  he  would  be  back  at  the  credit 
business  inside  of  five  years.  He  had 
been  through  the  mill  so  thoroughly,  he 
knew  how  it  worked  out.  It  started  with 
giving  a  customer  a  pair  of  shoes,  say, 
on  approval. 

Mr.  Fraser  of  Pincher  Creek  wanted 
to  know  whether  two  years'  experience 
was  not  sufficient  to  prove  whether  a 
cash  system  paid  or  not. 

Officers  for  Sections  Elected. 

The  meeting  of  the  general  merchants 
then  came  to  an  end,  and  Mr.  Anderson 
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remarked  how  helpful  this  little  fellow- 
ship talk  had  been.  He  only  wished  they 
could  have  one  every  month.  The  elec- 
tion of  officers  for  this  division  then  took 
place.  On  the  motion  of  Mr.  Mont- 
gomery, seconded  by  Mr.  Mclvor,  A.  .M. 
Anderson,  Bawlf,  was  chosen  president. 
W.  A.  Fraser,  Pincher  Creek,  was  elect- 
ed first  vice,  and  E.  F.  Purcell,  Bas- 
sano,  second  vice.  F.  F.  McDonald,  Cay- 
•  ley,  was  elected  secretary. 

J.  F.  Glanville,  provincial  president, 
beinu  unable  to  attend,  T.  A.  Gaetz,  Red 
Deer,  took  the  chair  at  the  afternoon  ses- 
sion. The  business  down  on  the  pro- 
gramme was  Report  of  Resolution  Com- 
mittee and  discussion  and  voting  on 
Infer-Provincial  resolutions  to  be  sub- 
mitted to  the  Dominion  Board.  There 
were  about  thirty  resolutions.  Some 
cm  11  cd  for  discussion;  others  were  dis- 
missed quickly.  J.  A.  Bucknall,  Pro- 
vincial Secretary,  was  on  the  platform. 

Discussions  on  Resolutions. 

Among  the  many  resolutions  sub- 
mitted, the  following  are  of  chief  in- 
terest to  the  trade  in  general: — 

That  it  is  the  opinion  of  this  meet- 
ing that  no  change  should  be  made  in 
the  present  parcel  post  system,  as 
recently  adopted  by  the  Government, 
until  it  has  been  fully  worked  out  and 
tested,  and  that  we  should  insist,  as 
far  as  possible,  that  it  be  self-sus- 
taining. 

On  motion  of  Mr.  Stevens,  Vermilion, 
and  Mr.  Jackson,  Pincher  Creek,  the 
resolution  was  adopted. 

That  it  be  an  instruction  from  this 
convention  that  the  information  be 
ecured  from  the  retail  merchants 
throughout  Alberta  as  to  whether  they 
are  favorable  to  have  a  special  tax 
placed  on  large  mail  order  catalogue 
houses,  and  that  the  money  so  secured 
through  taxation  would  be  paid  into 
the  various  municipalities  from  which 
it  is  taken. 

When  this  resolution  was  brought  for- 
ward, the  chairman  announced  that  the 
resolution  committee  had  decided  that, 
as  the  Provincial  Government  had  no 
power  in  the  matter,  this  matter  should 
be  referred  to  the  Dominion   Board. 

A  member  wanted  to  know  why,  if 
manufacturers  were  required  to  pay  a 
licence  fee  to  operate,  the  mail  order 
people  were  not  compelled  to  pay  too. 
S\y.  Stevens,  Vermilion,  answering  this 
s.-iiil  thai  the  province  had  no  control. 
Eaton's  and  Simpson's  sent  their  cata- 
logues    through     the     mails,     and     their 

g Is  went  by  parcel  post,  so  that  it  was 

impossible  to  touch   them  unless  the  Do- 
minion  Government   did   something. 

Getting  After  the  Pedlar. 

That  we  consider  that  it  would  be 
in  the  best   interests  of  the  retail  mcr- 


THE  COLLECTION  OF 
DEBTS. 

In  Alberta  the  question  of 
dt  hi  collection  is  just  as  live  as 
anywhere  else.  One  of  the  im- 
portant  resolutions  submitted  to 

the  convention    in  this  regard 
was  the  following: — 

"That  this  Convention  take 
further  steps     to     press  our 
amendments  to  the  Division 
Court  Act,  regarding  garni- 
shees and  simplifying  the  col- 
lection of  small  debts." 
Mr.  Bucknall  announced  that 
they  had  met  with  some  success 
in  petitioning  the  Alberta  Gov- 
ernment.  A  letter  had  been  re- 
ceived  from   the  attorney-gen- 
eral stating  that     the  Premier 
would  see  that  the  bill  was  in- 
troduced    next     session.      Mr. 
Bucknall  said  it  could  not  be  al- 
io wed  to  rest  there,  but  should 
be  given  a  last  kick  to  drive  it 
home. 

Under  this  law,  a  merchant 
can  secure  a  judgment  summons 
and  hare  his  debtor  put  on  oath 
as  to  his  earning  capacity,  and 
get  an  order,  the  employer  be- 
ing compelled  to  deduct  so 
much  a  week  from  the  man's 
salary. 

Mr.  Thompson,  Coronation, 
said  it  would  be  effective  in 
some  cases,  but  not  in  the  case 
of  the  man  who  is  always  trying 
to  beat  his  creditors.  He  did  not 
believe  in  imprisonment  for 
debt,  but  he  believed  it  would 
be  effective.  Both  the  lawyers  in 
his  city  said  they  should  have 
the  same  law  as  they  had  in 
Ontario. 

The  resolution  was  then 
adopted. 


chants  of  this  province,  who  pay 
municipal  taxes  and  business  taxes,  as 
well  as  maintain  other  expenses  in 
connection  with  the  retail  sale  of 
merchandise,  that  a  provincial 
pedlars'  licence  be  charged  to  all  ped- 
lars, and  that  a  portion  of  said  licence 
be  remitted  to  each  municipality,  and 
1  hat  any  person  who  is  found  making 
false  statements  or  deceiving  the  pub- 
lic should  have  his  licence  canceled, 
and  also  that  the  present  pedlars' 
licence  be  amended  so  that  manufac- 
turers who  peddle  shall  be  included. 

This  resolution  brought  forth  con- 
siderable discussion.  Mr.  Johnson,  who 
formerly  operated  a  store  at  Grassy  Lake, 
told  of  a  traveler  who  went  out  there 
last  year,  claiming  to  be  a  wholesaler, 
and    sold    goods    at    cheap    rates.      The 


speaker  had  been  commiserating  with  his 
victims  ever  since,  as  they  were  stung, 
the  goods  sent  being  seconds.  The  man 
w  as  arretted  at  one  place  and  fined  $10, 
whereas  he  had  done  about  $10,000 
worth  of  business.  J.  A.  Bucknall  sug- 
d  the  words  "and  that  the 
penalty  be  fixed  not  less  than  $50  in 
each  case."  Mr.  Johnson  thought  that 
good.  He  continued,  saying  that  the 
only  way  to  handle  this  was  through  the 
boards  of  trade.  Mr.  Bucknall  replied 
rather  heatedly  that  if  the  merchants 
were  alive  there  would  be  no  need  for 
boards  of  trade.  "You  can't  do  it,"  re- 
plied Mr.  Johnson,  "they're  dead." 
The  resolution  was  adopted. 

That  it  is  the  opinion  of  this  meet- 
ing that  the  system  of  charging  for 
freight  cartage  at  both  ends  is  unfair 
to  the  retail  trade,  and  that  we  recom- 
mend that  this  matter  be  referred  to 
the  Dominion  Board,  and  that  they  be 
requested  to  take  such  steps  as  will 
remedy  the  evil,  and  that  all  merch- 
ants buy  f.o.b.  cars  where  possible. 

Mr.  Bucknall  told  the  meeting  that  a 
deputation  from  the  Calgary  Board  of 
Trade  had  met  the  committee  that 
morning,  and  it  had  been  decided  even- 
tually to  have  the  Calgary  Board  of 
Trade  take  steps  to  have  the  freight 
charges  arranged  so  as  not  to  be  a  bur- 
den, as  it  is  now. — Adopted. 

Another  resolution  along  similar  lines 
was  "that  this  convention  take  steps  to 
ask  the  Dominion  Railways  Board  to 
order  the  railways  to  supply  freight 
classification  books  when  asked  for." — 
Carried. 

That  it  is  the  opinion  of  this  meet- 
ing that,  in  the  event  of  co-operative 
society  legislation  beine  introduced 
again  at  Ottawa,  that  every  effort 
should  be  made  by  the  Dominion 
Board  to  see  that  the  same  is  vigor- 
ously opposed. — Carried. 

That  as  a  great  many  requests  have 
been  made  by  members  of  our  asso- 
ciation, to  make  provision  for  an  ef- 
ficient inspection  of  the  proper  weight 
or  articles  Bold  over  retail  counters, 
that  this  convention  petition  the  Do- 
minion Government  to  take  such  - 
to  secure  the  marking  of  all  package 
goods  with  the  net  weight. — Carried. 
That  it  is  the  opinion  of  this  con- 
vention, that  a  very  large  sum  of 
money  can  be  saved  by  our  members. 
if  they  would  write  and  secure  infor- 
mation from  the  head  office  before 
they  subscribe  to.  or  connect  them- 
selves in  any  way  with  any  rating  or 
collet  tine  associations  or  agencies. — 
Carried. 

A  Point  in  Buying  Goods. 
The   following  resolution   created   con- 
siderable discussion: — 


DRY    GOODS    REVIEW 


That  in  the  opinion  of  the  conven- 
tion the  retailer  receiving  credit  notes 
on  goods  not  ordered  or  returned  as 
unsatisfactory,  should  have  some 
remedy. 

A  member  told  how  travelers  called 
on  him  offering  goods,  which  were  or- 
dered and  signed  for,  but  which  arrived 
different  to  those  ordered.  They  had  no 
way  of  showing  that  they  were  not  what 
they   ordered. 

J.  Miller,  Stoney  Plain,  said  his  buy- 
er took  a  copy  of  everything  he  bought, 
checked  the  invoices,  and  if  the  goods 
were  not  those  ordered  the  manufacturer 
was  always  willing  to  take  them  back. 

The  member  who  made  the  complaint 
then  came  down  to  tacks  and  stated  that 
the  goods  oidered  were  50  raincoats,  50 
inches  long.  These  came  in  too  short, 
and  were  lying  at  the  depot.  The  gen- 
eral opinion  was  that  it  was  up  to  him 
to  show  the  court  that  they  were  not  as 
ordered. 

The  Chairman:  "A  good  manufacturer 
to  keep  away  from. ' ' 

Mr.  Stevens,  Vermilion:  "The  exe- 
cutive have  a  hard  nut  to  crack  in  that. 
Mr.  Miller  suggested  something  that  I 
recently  adopted.  I  took  it  up  with  my 
buyers  some  time  ago,  and  got  them 
when  buying  to  get  a  description  of  the 
goods  if  the  firm  was  not  well  known." 
It  was  decided  not  to  introduce  this 
resolution,  the  committee  thinking  it  a 
difficult  subject  to  handle. 

That  whereas  a  very  much  larger 
sum  of  money  is  invested  in  retail 
distribution,  than  is  invested  in  any 
other  manner  in  the  Province  of  Al- 
berta, that  we  urge  upon  the  Alberta 
Government  the  necessity  of  appoint- 
ing a  minister  of  inland  trade,  so  that 
our  retail  interests  can  be  cared  for. 
It  was  decided  to  lay  this  resolution 
on  the  table. 

That  we  commend  the  action  of  the 
Dominion  Board  in  asking  for  legis- 
lation during  the  coming  session  that 
will  make  false  advertising  of  merch- 
andise  a   crime. — Carried. 

That  it  is  the  opinion  of  this  meet- 
ing that  the  time  has  arrived  that  we, 
as  an  association,  should  undertake  a 
strong  education  campaign,  to  educate 
the  public  to  a  greater  knowledge  of 
the  importance  of  the  retail  trade,  so 
that  the  various  sections  of  trade  will 
riot  receive  the  abuse  they  have  re- 
ceived from  organizations,  who  are 
not  familiar  with  the  processes  of  dis- 
tribution, and  that  this  meeting  re- 
commend that  the  executive  appoint 
a  committee  from  the  various  sections 
of  trade,  who  would  be  willing  to  give 
their  time  to  addressing  public  meet- 
ings, with  the  object  of  educating  the 
general  public  to  the  true  conditions 
and  the  importance  of  the  retailer  in 
the  community. 


Selling  on  Sunday. 
That  we  recommend  that  the  law 
which  prevents  merchants  from  sell- 
ing goods  to  their  customers  on  Sun- 
day, should  also  apply  to  the  custom- 
er, making  him  equally  responsible  for 
violating  the  law,  the  same  as  the 
merchant. 

The  question  of  selling  gasoline  came 
up  in  connection  with  this.  The  chair- 
man was  surprised  to  hear  this  was 
against  the  law,  remarking  that  he  often 
bought  it  on  Sunday. — Carried. 

That  we  recommend  that  the  Do- 
minion Board  of  our  association  apply 
for  an  amendment  to  the  Trading 
Stamp  Act,  to  include  all  forms  of 
guessing  and  voting  contests. — 
Carried. 

That  this  convention  request  the 
executive  officers,  to  report  upon  the 
advisability  of  securing  inter-provin- 
cial judgments,  so  that  they  will  be 
operated  in  every  province,  so  as  to 
facilitate  the  collection  of  small 
debts. — Carried. 

That  this  convention  place  itself  on 
record    as   being    opposed    to    munici- 
palities engaging  in  the  retail  trade. 
This  had  particular  reference  to  muni- 
cipalities retailing      electrical      fittings, 
etc. — Adopted. 


WEDNESDAY    EVENING. 

Wednesday  evening  session  proved 
both  interesting  and  enjoyable,  two  ad- 
dresses being  delivered  by  Norman  Ran- 
kin and  Pi.  J.  Deachman. 

Mr.  Rankin  chose  as  his  subject  "Ad- 
vertising," and  as  he  has  gained  for 
himself  an  enviable  reputation  as  an  ad- 
vertising expert,  it  naturally  followed 
that  his  remarks  were  listened  to  with 
close  attention,  and  that  he  had  much 
valuable  information  to  impart.  He 
handed  out  many  "tips"  to  the  dele- 
gates, and  thoroughly  impressed  upon 
them  the  fact  that  business  development 
and  advertising  go  hand  in  hand. 

Mr.  Deachman  delivered  an  interest- 
ing address  on  ' '  The  local  newspaper  and 
its  relation  to  retail  trade."  One  of  his 
remarks  was  that  the  first  community 
advertiser  was  Paul,  for  what  finer 
phrased  piece  of  advertising  was  there 
than  that  of  Paul  when  he  declared:  "  I 
am  Paul  of  Tarsus,  a  citizen  of  no  mean 
city  ' '  ? 

Selling  Over  Retailer's  Head. 

A  resolution  by  the  general  merchants 
was  then  introduced  to  the  effect  that  as 
they  understood  manufacturers  and 
wholesalers  were  supplying  goods  to  the 
consumer,  and  were  becoming  a  menace 
to  the  retail  trade,  resolved  that  this 
business  can  be  best  handled  by  the  re- 
tailers, and,  further,  that  the  merchants 
and  executive  take  action  to  stop  this 
business,  or  of  starting  a  retail  mer- 
chants' wholesale  company. 
5 


Favored   Prohibition. 

Mr.  Gaetz,  chairman,  read  a  resolu- 
tion suggesting  that  the  convention  ap- 
prove of  the  action  of  the  temperance 
and  moral  reform  league  in  their  efforts 
to  place  on  the  statute  book  a  provincial 
prohibitory  law.  This,  said  Mr.  Gaetz, 
meant  that  liquor  would  not  be  sold  any- 
where in  the  province  if  adopted. 

Some  opposed  it,  but  the  resolution 
was  finally  adopted. 


THURSDAY  MORNING   SESSION. 

J.  F.  Glanville,  provincial  president, 
was  in  the  chair  when  the  convention 
was  called  to  order  Thursday  morning. 
The  proceedings  began  by  Mr.  Glanville 
reading  a  resolution:  "  That  in  the 
opinion  of  the  convention  the  Govern- 
ment of  Alberta  should  be  empowered 
to  conduct  a  general  banking  business." 

W.  A.  Fraser,  Pincher  Creek,  said  the 
adoption  of  such  a  system  would  be  in 
the  mutual  interests  of  the  farmers  and 
the   retailers.     They   heard  the   cry  for 

(Continued  on  page  14.) 


SKETCH  OF  PRESIDENT 
GAETZ. 

T.  A.  Gaetz,  the  new  presi- 
dent, is  a  man  who  figured 
much  in  this,  the  first  an- 
nual convention  of  the  Al- 
berta branch.  It  was  rumored 
long  before  the  election  of  offi- 
cers that  he  was  a  likely  man 
for  president.  He  had  proved 
himself  able,  and  a  man  with  a 
wide  knowledge  of  the  retail 
business.  Mr.  Gaetz  came  to 
Western  Canada  in  1887,  when 
he  was  fifteen  years  of  age,  and 
knows  something  of  the  hard- 
ships of  pioneer  life.  He  told 
the  convention  during  one  of 
the  discussions  that  he  would 
not  like  to  return  to  the  rough 
ways  of  the  early  days.  He  did 
not  a  little  ranching  as  a  youth, 
then  started  working  in  the 
general  store  of  Smith  and 
Gaetz,  Red  Deer,  in  1896,  and 
worked  with  them  for  ten  years. 
Then  he  and  R.  C.  Brumpton 
bought  out  the  above  firm,  and 
two  years  later  Brumpton 
bought  out  Gaetz.  The  latter 
then  started  for  himself  in  Red 
Deer,  and  owns  a  good  business 
in  that  town.  He  put  five  years 
on  the  council  there,  is  vice- 
president  of  the  Board  of 
Trade,  president  of  the  local 
Retail  Merchants'  Association, 
and  a  member  of  the  hospital 
board. 


System  for  Keeping  Weekly  Tab  on  Stocks 

Koi'iu  for  Stock  Book  Showing  Number,  Cost,  Selling  Price  and 
Entries  After  Kadi  Sal< — Profits  on  Ready-to- Wear  Garments 
for  Women  and  Men,  Furs,  Etc.,  Easily  Computed — Prevents 
Mysterious  "Shrinkages." 


KEEPING  tab  on  stocks  in  hand  is 
coming  to  be  more  and  more  a  very 
important  feature  of  modern  mer- 
chandising and  this  is  particularly  true 
with  regard  to  wearing  apparel  includ- 
ing suits,  furs,  etc.,  where  the  garments 
are  of  considerable  value.  It  takes  uo 
comment  here  to  bring  home  the  im- 
portance of  knowing;  practically  at  any- 
time the  amount  of  stock  on  hand  and 
what  lias  become  of  every  garment  that 
is  not  on  the  hangers  or  the  shelves; 
everj  merchant  knows  the  difficulty  of 
so  doing,  and  in  the  big  concern-  the  re- 
sult of  keeping  track  of  stocks  and  tak- 
ing stock  only  once  a  year  or  even  everj 
six  months,  usually  shows  a  shrinkage 
as  mysterious  as  it  is  alarming. 

However,  the  idea  of  this  article  is 
not  to  call  the  attention  of  the  merch- 
ant to  his  troubles  but  to  indicate  at 
least  one  method  which  has  been  success- 
fully demonstrated  as  simple  in  its 
opera  I  ion.  thorough  in  the  manner  in 
which  it  keeps  track  of  stock  details 
and  at  all  times  gives  a  comprehensive 
idea  of  the  stocks  in  hand,  so  that 
prompt  action  can  be  taken  in  case  of 
missing  garments.  It  lias  been  used 
with  ureal  success  in  one  of  the  biggest 
fur  establishments  in  Canada,  where  it 
is  given  credit  for  saving  thousands  of 
dollars  a  year  in  "shrinkages;"  it  can 
be  used  in  connection  with  practically 
any  stock  of  wearing  apparel  or  any 
other  stock  where  the  articles  are  of 
sufficient  value  to  warrant  individual 
checking.  The  system  described,  and  il- 
lustrated in  the  accompanying  reproduc- 
tion, is  being  installed  in  the  new  Cam- 
bridge clothes  Shop  of  Fitzpatrick  and 


O'Connell,  Toronto,  and  .Mr.  Pitzpatrick 

has  explained  in  detail  its  working  to 
The  Review. 

Practically  the  whole  system  is  em- 
braced in  a  very  complete  stock  hook,  a 
sheet  from  which  is  shown.  In  this 
hook  every  garment  is  recorded  when  it 
goes  into  stock  and  is  checked  off  when 
it  is  sold,  and  at  all  times  it  can  be 
readily  estimated  what  there  should  he 
m    stock. 

Every   Garment  Identified. 

Each  line  of  goods  is  given  a  special 
number  and  each  garment  in  that  line 
is  al-o  numbered  individually.  These 
numbers   are      placed    on   the   garments 

when  they  uo  into  stock  and  the  entries 
.-lie  made  in  the  stock  book  from  the 
invoice.  The  class  number  can  be 
placed    at    the    head    of   the    sheet,    and    ill 

the  first  column  the  number  of  the  gar- 
ment is  recorded.  Following  a  descrip- 
tion of  the  garmenl  is  a  column  for  the 
invoice  identification  mark  and  the  date, 
and  then  the  cost  price  and  the  selling 
price,  which  completes  the  entries  from 
the  invoice  at  the  time  the  goods  go 
into   stock. 

With  every  garment  identified  bj  the 
two  numbers  the  salesman's  record  is 
comparatively  simple.  On  the  duplicate 
check  the  number-  are  recorded  to- 
gether with  the  number  of  the  sales- 
man and  the  selling  price.  Everj  night 
or  morning  the  day's  sales  are  entered 
through  the  -lock  book.  Columns  will 
he  noted  lor  the  date,  tlie  salesman's 
number,  the  check  number,  the  selling 
price  and  remarks  which  it  ma-,  bi  '■- 
sired  to  note  regarding  the  individuality 

[.J 


of  the  purchase  or  future  needs  with  re- 
gard to  restocking  this  line.  The  par- 
ticular garment  about  which  the  entry 
is  to  be  made  is  found  by  the  number 
and  a  glance  at  the  ].a<re  will  at  once 
reveal  the  condition  of  the  stock  of  the 
particular  line. 

\n  the  event  of  a  garment  being  re- 
tinue.1  the  -ale-man  makes  a  check  to 
that  effect  and  in  red  ink  the  item  is 
marked  "returned  to  stock;"  then  the 
old  number  can  be  re-entered  in  red  ink 
below  tiie  last  previous  entry  and  the 
amount  of  the  sab'  i<  deducted  from  re- 
ceipt^: if  an  exchange  i-  effected  the 
second  garmenl  taken  goes  through  on  a 
new  entry  entirely. 

Weekly  Stock  Taking. 

The  advantage  of  the  svstem  is  se- 
cured, by  weekly  stock  taking.  It  is 
laratively  simple  to  have  a  count 
made  in  the  store  every  Monday  mom- 
mi:  of  the  number  of  srarments  on  hand 
in  each  line.  This  report  is  turned  into 
the  olfice  where  it  is  compared  with  the 
stock  book.  The  clerk  does  not  see  the 
stock  book  and  if  the  report  he  gives 
coincides,  there  is  no  need  for  re-check- 
ing,  hut  if  there  is  anything  amiss  a  re- 
count can  he  ordered  immediately 
without  the  clerk  knowing  what  the 
error  maj  he.  It'  the  mistake  continues 
then  an  investigation  can  he  made  for 
the  missing  garment,  and  with  the  com- 
plete daily  entries  every  sale  the 
tracing    is   comparatively    simple. 

Thefts  froi  in  he  quickly 

detected  bj  this  system  and  sales  made 
at    reduced    prices   under   improper  stock 

(Continued   on    page   7.  i 
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POEM    FOB     KEEPING     RECOED    OF     READY-TO-WEAB  GAEMENTS 

'rh,    record   as   fai    as  the  asterisk   (*)  is  mad.'  when  the   garment    goes   into   stock   and   in. -hides   the   aelling  price.     The 
columns  are  filled  in   from  the  sale-  slip  of  the  clerk  when  the  garmenl  is  sold.   The  blanks  indicate  those  unsold, 
and  the  actual  Belling  price  -hew-  what   reduction,  it'  any,  has   been  ma.it   in  the  original  marked  price. 


False  Advertising  Made  Criminal  Offence 

New  Bill  Passed  Third  Reading  in  Commons  That  Follows  Lines 
of  Request  Made  by  Retail  Merchants'  Association. — No  Chance 
of  "  Shoddy  "  Sold  as  "All  Wool  "  and  Escaping  Penalty.  "  Best 
in  Town  "  Exempt. 


THE  efforts  of  the  Retail  Mer- 
chants' Association  of  Canada 
have  borne  fruit  and  a  False 
Advertising  Act  is  now  upon  the 
statute  book  of  Canada.  Conviction 
may  be  followed  by  a  penalty  of  $200 
and  costs,  or  six  months'  imprison- 
ment. The  first  big  movement  to  secure 
this  was  made  in  February  of  last  year, 
when  a  large  delegation,  representa- 
tive of  the  retail  merchants  of  Canada, 
waited  upon  the  Premier  and  the  Min- 
ister of  Justice  to  urge  the  passage  of 
such  a  measure.  Early  this  session 
again  similar  representations  were  made. 
The  object  of  the  bill  embraces  more 
subjects  of  misrepresentation,  of  course, 
than  what  ordinarily  comes  under  the 
head  of  retail  advertising.  One  of  the 
chief  abuses,  as  the  Minister  explained, 
was  the  advertising  of  land.  Legislation 
had  been  enacted  because  there  appear- 
ed to  have  grown  up  a  widespread  abuse 
in  connection  with  the  advertisement  of 
properties  for  sale.  He  did  not  intend 
to  restrict  a  man's  expression  of  his 
good  opinion  of  his  own  goods,  but  to 
punish  him  for  knowingly  making  a 
false  statement  as  to  value  or  price. 
He  had  had  representations  from  all 
over  the  country,  and  particularly  in 
the  West,  of  a  system  of  deception  in 
advertising  properties  for  sale.  The 
purpose  of  the  bill  was  to  make  the  very 
fact  of  advertising'  falsely  an  offence, 
whereas  the  present  law  as  regards  ob- 
taining or  disposing  of  goods  on  false 
pretences  had  reference  rather  to  the 
results  of  such  false  pretences. 
' '  The  Best  in  Town. ' ' 
A  question  came  up  that  will  natur- 
ally arise  with  all  retailers:  If  a  man 
said  his  shoes  were  "  the  best  in  town," 
might  he  be  liable  1  In  so  advertising, 
was  the  Minister's  reply,  the  merchant 
was  giving  expression  only  to  his 
opinion,  but  "  if  he  proclaimed  his 
goods  to  be  all  wool  when  they  were  not, 
he  would  be  misrepresenting  facts  and 
should  be  punished." 

This  distinction  will  serve  to  explain 
the  act  in  a  nutshell.  Indeed,  action  on 
any  other  basis  would  lead  to  endless 
"  expert  "  evidence,  and  probably  would 
make  the  Act  a  laughing-stock.  As  it 
stands,  the  basis  for  prosecution  is  on 
a  question  of  fact  that  can  be  verified. 
Patent  Medicines. 
Some  interesting  inquiries  were  made 
by  members  during  the  discussion  in 
committee  that  throw  sidelights  upon 
the  application  of  the  new  law.     In  re- 


VERY  SATISFACTORY. 

rHE  following  statement 
as  to  the  working  out  of 
the  new  legislation  was 
made  to  The  Review  by  E. 
M  Trowern,  secretary  of  the 
Retail  Merchants'  Associa- 
tion of  Canada. 

"While  it  is  open  to  any- 
one to  prosecute  under  the 
Act  we  will  make  it  our  spe- 
cial business  to  see  that  it  is 
carried  out.  It  is  more  nat- 
ural for  retail  merchants  to 
attend  to  this,  for  they  are 
the  ones,  naturally,  who  real- 
ly know  when  there  has  been 
false  advertising.  If  a  dry 
goods  merchant  finds  a  man 
has  been  misrepresenting 
facts  he  tvould  notify  the  as- 
sociation and  we  would  at 
once  start  an  investigation. 
If  we  found  his  contention 
was  right  we  would  prosecute. 
Suppose  for  example  a  man 
is  advertising  $30  suits  for 
$15,  'guaranteed  all  wool.' 
Under  the  old  Act  if  a  man 
bought  a  suit  that  was  not  'all 
wool'  for  $15,  the  firm  would 
have  the  excuse  that  this  was 
not  the  suit  advertised  and 
would  escape  conviction.  Noiv 
every  suit  sold  for  $15  would 
have  to  be  'all  wool.'  The 
prosecution  under  the  new 
Act  is  made  to  cover  the  real 
deceptive  intent  of  the  trans- 
action, and  should  prove  very 
satisfactory.  Indeed  the 
whole  Act  is  practically  what 
we  ourselves  urged  on  the 
Government." 


law  and  would  not  be  heightened  by  the 
new  Act. 

Newspapers   Responsible? 

The  question  of  newspaper  responsi- 
bility was  also  introduced  by  Hon.  Frank 
Oliver,  the  veteran  editor  and  proprietor 
of  the  Edmonton  Bulletin — "  veteran," 
it  should  be  added,  in  point  of  years  of 
editing,  not  in  the  actual  total  span  of 
his  life.  To  this  Mr.  Doherty  replied 
that  if  a  false  advertisement  were  pub- 
lished with  the  knowledge  of  any  indi- 
viduals connected  with  the  newspaper, 
such  individuals  would  be  liable  under 
the  Act.  The  Act  was  aimed  rather  at 
the  persons  responsible  for  the  adver- 
tisement,  however. 

The  new  legislation  is  certain  to 
form  the  basis  for  a  lengthy  discussion 
at  the  convention  of  the  Associated  Ad. 
Clubs  of  America  in  Toronto  next 
month,  when  the  question  of  the  Truth 
Emblem  will  be  threshed  out.  Similar 
legislation  is  in  force  in  many  of  the 
states  across  the  border,  and  in  most 
cases  the  prosecutors  are  associations 
of  retail  merchants. 


gard  to  patent  medicines,  application  of 
the  law  would  depend  on  whether  or  not 
there  was  a  false  statement  of  fact  in 
the  advertisement. 

The  bill  was  amended  to  include  false 
pictorial  representations  in  real  estate 
advertisements. 

A  danger  point  was  raised  by  the 
member  for  Moose  Jaw,  Sask.,  who 
feared  that  the  law  would  be  employed 
by  persons  who  made  bargains  and  then 
rued  them  to  go  back  upon  such  bar- 
gains by  threats  of  prosecution.  It  was 
pointed  out,  however,  by  the  Minister 
that  this  evil  existed  under  the  present 
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SYSTEM    OF    KEEPING    WEEKLY 
TAB    ON   STOCKS. 

(Continued   from   page   6.) 
markings  are  at   once  revealed  also  by 
by  the  record  under  "selling  price." 

Other  Advantages. 

Besides  a  detailed  record  of  the 
stock  in  hand  this  system  is  a  distinct 
aid  in  refilling  the  different  lines  for  a 
glance  at  the  page  shows  what  remains 
unsold. 

Again  a  little  figuring  will  reveal  the 
profit  there  is  in  the  line.  The  selling 
column  will  show  where  the  merchant 
stands  and  whether  he  would  be  war- 
ranted in  cutting  prices  on  what  re- 
mains, and  if  he  decides  upon  a  sale  the 
prices  at  which  the  goods  were  finally 
cleared  are  on  record,  and  at  the  end 
of  the  season  there  is  a  definite  basis 
to  show  the  net  result. 

With  such  a  stock  book  the  merchant 
knows  what  lines  he  is  carrying  show- 
ing the  best  profits;  what  lines  he 
should  push  for  his  own  advantage,  and 
how  he  should  guage  his  buying  for  the 
next  season. 

The  stock  book  described  is  made  on 
the  loose  leaf  system  and  can,  therefore, 
always  be  kept  up  to  date  and  the  dead 
sheets  can  be  removed  and  filed  away. 
A  binder  with  500  sheets  can  be  secured 
for  about  ten  dollars. 


The  R.M.A.  Credit  Reporting  System  Explained 

Why  Many  Merchants  Are  Getting  in  Considerable  Old  Debts  1 1 y 
an  Inoffensive  Letter — Delinquents  Afraid  of  the  Consequent ss 
of  Delay — Making  it  Country-Wide. 


HEREWITH  is  repro- 
duced the  form  used 
by  the  Retail  Mer- 
chants' Association  of  Can- 
ada in  their  Credit  Reporting 
Department.  The  use  of  this 
has  spread  rapidly,  and  has 
been  developed  to  a  much 
wider  extent  in  Western  Can- 
ada than  in  the  East. 

This  it  will  be  seen  is  di- 
vided into  two  sections  by  a 
perforation  so  that  they  can 
be  easily  separated. 

The  bottom  portion  is  torn 
off,  the  data  filled  in  with  a 
statement  of  the  amount  owed 
the  merchant,  is  signed  by  him 
and  sent  out  to  the  delin- 
quent. 

The  top  part  is  held  by  the 
merchant  but  must  be  re- 
turned, as  stated,  to  the  head 
office  within  a  month  from  a 
date  which  is  marked  on  the 
corner  of  each  as  it  is  mailed 
to  members.  Before  being  re- 
turned the  information  called 
for  by  the  blank  lines  is  re- 
quired to  be  filled  in  for  the 
Association's   use. 

It  will  be  noted  in  the  let- 
ter that  the  delinquent  is 
called  upon  to  pay  the  debt 
within  fifteen  days  from  the 
date.  Otherwise  the  name  will 
be  passed  along  to  the  head 
office  of  the  Association. 
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Second  Letter   from  Associa- 
tion. 

When  this  is  done  the  latter 
sends  another  letter  to  the 
delinquent.  This  is  on  blue 
(summons)  paper  gotten  out 
pari  icularly  I'm-  I  he  ( 'redif  R im- 
porting Department.  This  let- 
ter reads  as  follows: — 
Dear  Sir, — 

John  Jones,  merchant,  mem 
ber  of  our  Association,  has  forwarded  to 
ii-  a  Letter,  stating  that  you  are  justly 

Indebted   to  him,  in  the  sum  of  $ , 

ami  after  repeated  requests  for  the  same, 
vim  have  failed  to  make  a  settlement — 
either  in  pail  or  in  full.  We  now  beu; 
to  notify  you  thai  unless  you  make  a 
satisfactory    Bettlemenl     with     our    mem 

ber,  within  fifteen  days  from  the  above 

dale,    and     notify     ns     in     writing     » 


The  Retail  Merchants  Association  of  Canada,  of  which  we  are  centers, 
and  which  includes  among  its  membership  nearly  all  the  Retail  Merchants  cf 
the  Cities,  Towns  and  Villages  of  Canada,  ard  which  is  formed  for  the  pur- 
pose of  mutual  protection,  have  requested  us,  as  members  cf  the  Associa- 
tion, to  forward  to  the  Head  Office  a  list  of  any  of  our  customers  who 
have  not  paid  their  accounts, .and  who  have  allowed  them  tc  remain  urFaic 
after  having  been  requested  to  pay  the  same.   These  names  oust  be  sub- 
mitted by  us  within  fifteen  days  from  the  above  date. 

Your  name  appears  on  our  books  as  owing  us  the  afceve  luc,  which  ll 
past  due;  out  befo. .  we  send  in  your  name  we  desire  to  give  j cu  an  oppor- 
tunity to  settle  this  account  with  us,  or  arrange  for  it  in  a  satisfac- 
tory manner. 

We  hope  that  you  will  see  the  imperative  necessity  cf  attending  to 
this  within  fifteen  days  from  the  above  date,  so  that  we  will  not  be  com- 
pelled to  include  your  name,  as  you  can  understand  that  this  will  be  the 
only  course  open  to  us. 

Trusting  that  you  will  give  this  matter  your  Immediate  atier.ticr, 
we  remain.  Yours  truly, 


Member  of  THE  RETAIL  MERCHANTS  ASSOCIATI.N  CF  CAXATA 

Credit    Reporting    Form    ased    by    the    Retail    Merchants' 
Association— This  is  reduced  greatly  from  original  size. 


live   days    from   the  date   that    you   make 
the  settlement  with  them,  we  will,  with- 
out further  notice    to    von.    place  your 
name  on  our     DELINQUENT     DEBT 
ORS'    BOOK — which    gives    the    names 

of  all  those  who  do  not  pay  and  which 
into  the  hands  of  every  mem- 
ber of  our  Association  in  Can- 
ada, which  is  formed  for  mutual 
protection,  and  which  is  comprised  of  all 


ses  of  retail  merchants. 
We  dislike  to  believe  that 
you  purchased  the  goods  •with 
the  intention  of  not  settling 
for  them,  and  we  trust  that 
you  will  make  an  effort  to 
avoid  being  reported;  but  if 
you  make  no  attempt  to  com- 
ply with  this  notice,  we  have 
no  other  alternative  but  to  re- 
port you.  and  place  your 
name  on  our  Delinquent  Debt- 
ors' List. 

Yours  very  truly. 


Retail    Merchants'    Assn. 
Making  It  Dominion-Wide. 

In  each  Province  of  the  Do- 
minion   the    association      has 
provincial  officers,  with  offices. 
From    these    offices    are    sent 
to    every    member,    as    many 
Collecting  Letter  Forms  as  he 
requires,   and   he   sends   them 
out  to  his  slow  pay  or  delin- 
quent   debtors.     These   letters 
are    in    no    way    offensive    or 
aimsive:   but    they   srive  every 
debtor  due  notice  that  if  he 
does    not    settle    his    account 
after  a  stated  date,  his  name 
will    be    sent    in    to    the    sec- 
retary of  the  association,  who 
sends  out  another  letter  to  the 
debtor,  stating  that  if  he  does 
not  settle  his  account  with  the 
member  within  a  stated  time, 
his   name   will    be   entered   on 
the  Delinquent  Debtors'  List. 
and    a    copy   of   this   Debtors' 
List    will    be    placed    in    the 
hands  of  every  member  of  the 
Association,  and  open  for  in- 
spection   by   all     retail     mer- 
chants    throughout      Canada, 
who    are    members    of    "The 
Retail      Merchants1      Associa- 
tion of  Canada."  These  names 
are.  or  will  he.  gathered  and 
tabulated  by  the  secretary  of 
province,    and    then    they    are    com- 
piled  by  the  Secretary  of  the  Dominion 
Board,  and   in   tliis  manner  they  become 
known  throughout  every  province  in  the 
As  stated  in  last  week's  issue,  one  gro- 
cer at   the  amalgamation  conference  told 
^\'  how  these  letters  had  in  a  short  time 
been   the  means  of  collecting  some  $19 
in    bad   accounts,   while  the   QOSl    of  join- 
ing the  association  was  only  $5  a  year. 
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Devices  of  Other  Dry  Goods    Merchants 
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The  White  House 
Big  Key  Contest. 


THE  White  House  of  Transeona,  Man.,  have  an    advertisement    set    in    typewriter     style,    two 
columns   in   width,   announcing  a   "key   contest."     It  reads  as  follows:      Handsome  Kitchen 
Cabinet  given  away  absolutely  free.     Our  proposition  is  this: 
We  are  distributing  a  box  of  keys,  one  of  w  inch  will  open  a  lock  in  our  store,  hanging  on  a 
Kitchen  Cabinet,  and  the  holder  of  the  right  key  wins  the  handsome  prize. 

You  are  entitled  to  one  key  with  every  two-dollar  cash  purchase,  four-dollar  cash  purchase, 
two  keys,  and  so  on  up. 

The  lock  will  be  sealed  and  on  display,  and  so  will  the  beautiful  cabinet.  You  will  be  proud  to 
possess  it,  and  it  costs  you  absolutely  nothing. 

We  are  prepared  for  a  large  season's  business  with  a  full  line  of  the  latest  goods,  and  our 
prices  are  right. 

This  contest  is  for  the  purpose  of  introducing  ourselves  to  those  who  are  not  our  regular  custom- 
ers and  to  show  our  appreciation  of  those  we  have  had  the  pleasure  of  serving.  We  will  advertise 
the  day  when  all  keys  are  to  be  tried  in  the  lock. 

Your   patronage    is    always    appreciated    and  will  have   our  best  attention. 

Yours  truly 
THE    WHITE    HOUSE, 
The  Leading  Dry  Goods  Store. 


Giving  Away 
$10  Kaincoats. 


THE  Hickling  Store,  of  New  Liskeard,  announces   "Raincoats   Free"   in   the   following   terms: 
To  the  first  fifty  customers  purchasing  Two  Dollars  or  more,  we  are  giving  Coupons,  one  of 
which  will  win  you  a  ten-dollar  Eaincoat. 
Having   given    away   over   One    Hundred    Dollars   in   this  way,  it  will   pay  you   to   get   in   line   and 
claim   yours. 

Mrs.  John  Miller    (North  Road)   was  the  last  winner,  with  Coupon  439. 
We  have  the  newest  in  Ladies'  and   Gents'   Ready-to-Wear. 
We   also   claim   first   rank   in   value   and   quality. 


Saturday  Bargains 
for  Rural  Mail 
Delivery. 


"If  He  Does  Not 
Beat  the  Bird 
Outside." 


A    FURTHER   step   is   being   taken   by   some 
larly  within  their  own  zones.     We  are  fam 
advertisements  in  which  lists  of  all  places 
Rutherford    &   Co.,    of   Gait,    have    made    a   good 
Bargains!"    That  is  going  after  the  trade  along 
mail  order  houses:    "beating  them  at  their  own 
lines.    "Rural   Mail   Delivery   Bargains   for   Satur 
ment   thus:    "We   have   often  been   asked  by  cus 
do  not  occasionally  put  on  Saturday  Bargains  and 
them  a  chance  to  see  what  is  advertised  that  they 
four  columns  in  width,  has  a  long  list  of  bargains 
indeed  could  have  been  even  more  prominent  with 
$1.75   HOUSE  DRESSES   FOR   $1.00.— Two   hun 
made  of  good  Scotch  Dress  Ginghams.     Sizes  34 
BLACK  TAFFETINE  UNDERSKIRTS  AT  59c— 
Worth  $1.00.    Saturday,  59c. 

LADIES'   RAIN  COATS  WORTH  $10.00  AT  $6. 
rubber    lined,    guaranteed    quality;    newest    style 
$1.50    GREY   FLANNEL   WAISTS   AT   50c— A 
style,  with  long  sleeve.     Price  was  $1.50.     Satur 


stores  to  popularize  Rural  Mail  Delivery,  partieu- 

iliar  with   the   special     circulars     and     with    the 

within  the  Twenty-Mile  Zone  are  tabulated.    T.  A. 

move  in  advertising  special  "Rural  Mail  Delivery 

a  line  that  has  been  employed  successfully  by  the 

game."     The  Gait  firm  start  out  with  two  display 

day,"  and  in  smaller  type  explain  the  announce- 

tomers  on  the  rural  mail  delivery  routes  why  we 

advertise  them  in  Thursday's  paper,  so  as  to  give 

may  get  the  benefit  Saturday."     The  ad.,  one  of 

with  prices  clearly  marked  in  display  type,  which 

good    effect.        Some    of    these    read   as    follows: 

dred  well-made,  stylish,  good-fitting  House  Dresses, 

to  44.     Reg.  $1.75.     Saturday,  $1.00. 

A  good  bright  finished  Black  Taffetine  Underskirt. 

95. — Fifty  Ladies'  English  Paramatta  Rain  Coats, 
and  cut.     Saturday  at  $6.95. 

good   quality    Grey   Flannel    Waist,     made     tailor 
day,  50c 


A  STRONG,    fair-minded    and    convincing    appeal  for  loyalty  to  the  home  merchants,  prices  and 
stocks  being  equal  in  values  to  those  of  larger  places  outside  is  made  in  an  advertisement  by 
The  Wm.   Geddes  Co.,  Limited,  Strathroy.     The  ad.  is  headed  "Local  Option,"  and  reads  as 
follows: 

EVERY  MAN  for  himself  is  a  FREE  TRADER,  no  matter  how  strong  he  may  be  on  pro- 
tection or  bonus  for  his  own  industry.  It's  perfectly  right  that  it  should  be  so,  and  if  men  are 
to  get  on,  the  balance  must  be  on  the  right  side.  People  sometimes  say  there  is  no  sentiment  in 
business;  but  let  us  tell  you,  even  "a  man"  thinks  more  of  his  Hat  if  it  has  a  particular  name 
in  it — one  that  is  known — and  it's  a  satisfaction  to  know  that  he  is  wearing  a  Brand  that  is 
recognized  as  in  "a  class"  by  itself.  Why  do  some  New  York  people  send  to  London  and  Paris 
for  clothes?  Toronto  and  Montreal  people  to  New  York;  Strathroy  and  London  people  to  Toronto? 
Why?  Because  they  are  Free  Traders  and  sentimental  right  out  to  their  clothes.  Afraid  thev 
might  lose  caste,  etc.,  by  having  things  made  at  home.  Isn't  it  funny!  Why,  you  hear  of  people 
going  to  London  to  buy  celery,  and  you  have  heard  of  the  Grand  Rapids  man  who  paid  a  fabu- 
lous price  for  some  antique  furniture,  to  have  the  maker  at  home  show  his  brand  on  it  after 
it  had  gone  over  the  ocean  and  back.  Say,  are  you  building  up  this  town?  You  pay  money  to 
bonus,  and  will  pay  for  hydro — all  good — but  if  you  send  your  cash  away  for  goods,  you  are  build- 
ing up  Toronto  or  Montreal  or  Detroit,  and  making  strong — that  which  you  are  against  as  a  Free 
Trader — all  kinds  of  trusts,  combines  and  monopolies,  which  are  sapping  the  life  out  of  all  the 
smaller  towns.  We  must  hold  our  own.  Keep  on  building  up.  Go  after  more  factories.  Make  our 
stores  so  good  that  the  buying  will  be  all  done  here,  so  that  people  may  go  away,  and  when  they 
come  home,  get  off  on  the  platform  side  of  the  station.  Say,  what  we  want  to  say  is,  "Give  you 
home  man  a  chance,"  and  if  he  doesn't  beat  the  bird  outside,  you  have  him  "up  a  tree."  Your 
for  the  Dry  Goods  Trade,  The  Wm.  Geddes  Co.,   Limited,  Strathroy. 
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Edward  McEvoy,  Bowesville,  Ont.,  a 
general  merchant,  is  dead. 

Cherry  &  Groper,  Saskatoon,  general 
merchants,  are  moving  to  Kryder. 

Jas.  Clarke,  Lakeside,  Ont.,  general 
merchant,  lias  bought  out  A.  G.  Louch. 

F.  Harris,  Winnipeg,  men's  furnisher, 
has  bought  the  stock  of  the  R.  G.  Sinclair 
estate. 

A.  Toupin,  Cypress  River,  Man.,  gen- 
eral merchants,  has  succeeded  W.  J. 
Knston. 

E.  Gagnon  &  Son,  Dallard,  Sask.,  have 
succeeded  St.  Hilliard  &  Co.,  general 
merchants. 

R.  R.  Lennox,  Hearne,  Sask.,  has 
bought  the  genera]  store  of  G.  X.  Dor- 
land  &  Son. 

Macklin  Trading  Co.,  Macklin,  Sask., 
lias  bought  the  stock  of  the  J.  A.  S. 
Proctor  estate. 

N.  Wilson,  Kelwood,  Man.,  general 
merchant,  has  bought  the  stock  of  the 
C.  H.  Asli   estate. 

A.  F.  Higgins  &  Co.,  Roland,  Man., 
general  merchants,  have  succeeded  H. 
s    Shilson  &  Co. 

R.  S.  Cruickshank,  Herschel,  Sask., 
has  succeeded  Cruickshank  &  Harris, 
generla    merchants. 

Walker  &  Spalding,  Ogilvie,  Man., 
general  merchants,  have  bought  the 
business  of  J.  J.  Jamieson. 

H.  Tupling,  Saskatoon,  Sask.,  men's 
furnisher,  who  was  burned  out,  lias 
opened  up  again  in  his  old  stand. 

Toronto,  Ont. — William  Wyndow,  who 
came  to  Toronto  jit  an  early  age,  and 
was  for  many  years  connected  with  a 
King  Street  firm  of  tailor  merchants, 
died  at  the  age  of  73,  at  his  home.  85 
Gloucester  St  reel . 

Regina,  Sask. — A  meeting  of  the  heads 
of  I  he  depart  merit  stores  and  men  's  cloi  b- 
ing  establishments  has  been  called  for 
the  purpose  of  considering  the  advisa- 
bility of  closing  the  shops  al  sis  o'clock 
on  Saturdaj  afternoons  during  the  sum- 
mer mouths. 

Montreal,  Que. — Jacob  M.  Orkin,  of 
the  wholesale  millinery  firm  of  J.  M. 
Orkin  &  Co.,  died  here  after  a  short  ill- 
Mr.  Orkin  came  to  Montreal  about 
twenty  years  ago  and  established  a  re- 
tail millinerj  business,  which  later  de- 
veloped into  a  wholesale  house,  con- 
trolled i'\   a  join!   stock  company. 

Portage  La  Prairie  R.M.A. —  The  re- 
tail '  i  •  of  Portage  la  Prairie, 
Man  .  have  I  alien  into  line  and  organised 
im  h  of  the  R.M.A.,  witb  the  follow- 


ing  officers: — President,  M.  McCain; 
vice-president,  A.  H.  Mclntyre;  treas- 
urer, H.  0.  Sutton;  secretary,  II.  M. 
Dunham.  These  will  form  the  executive. 
The  membership  fee  will  be  $15.  J.  F. 
Kennedy,  secretary  of  the  Provincial 
Board,  in  explaining  the  advantages, 
stated  that  all  names  of  customers  who 
do  not  comply  with  a  request  to  pay  up 
are  sent  in  to  the  head  office  at  Winni- 
peg, and  if  a  final  warning  fails  the 
name  is  black-listed.  It  is  the  intention 
of  the  board  to  apply  for  a  small 
debtors'  court  in  the  province. 


DEATH  OF  ROBERT  LILLY. 

The  death  is  announced  of  Robert 
Lilly,  president  of  the  Dauphin  Mercan- 
tile ( 'o..  of  Dauphin,  Man. 


STRATHROY   R.M.A. 

The  merchants  of  Strathroy  have  or- 
ganized a  strong  Retail  Merchants'  Asso- 
ciation and  almost  every  merchant  in  the 
town  has  joined  the  new  organization. 
The  officers  elected  are  as  follows : — 
President,  Wm.  Geddes ;  first  vice-presi- 
dent, J.  A.  Stewart ;  second  vice-presi- 
dent, E.  Gallagher;  secretary,  B.  0.  Par- 
ker; treasurer,  W.  H.  Meekison. 

The  meeting  was  a  very  enthusiastic 
one.  nearly  all  the  merchants  being  re- 
presented, as  follows: — Wm.  Geddes  Co., 
Newton  &  Freele,  W.  H.  Stephens.  E. 
Gallagher,  P.  W.  Avery,  F.  T.  Robinson, 
Mihell  &  Gill.  O'Dwyer  &  Jay.  G.  B. 
IToskin  &  Son,  W.  H.  Tanton.  S.  F.  & 
H.  E.  Strachan,  John  Nunn,  Parker  & 
Sands,  W.  T.  Rapley,  Meekison  &  Co., 
A.  P.  Malone.  A.  X.  Lawson,  and  R.  M 
Pinkham.  Early  closing,  half  holiday, 
had  debts,  and  many  other  subjects  of  in- 
terest will  be  taken  up  at  next  meeting. 


FAREWELL      BANQUET      AT 
WINDSOR. 

A    very   enjoyable  evening   was  spent 

at   the  Canton   ('ate.  Windsor,  Wednes- 
day evening,  May  (i.  by  the  thirty-eight 

employe-    of   the   Jos.    Appelbe   Co.,    Ltd., 

for  the  purpose  of  payins  their  respecl 
to   E.    R.    Dunk,   the   retiring  president. 

J.     P.    Guillol     acted    as    chairman,     and 
referred    to    Mr.    Dunk's    SUC068S    in    this 

business  For  three  years  and  his  endear- 
ing himself  to  all   who  had   been   asso 
ciated   with   him      <  H  "•>  r  shorl    -pee.  hes 
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were  given  by  Messrs.  Henderson, 
Tlneapleton,  Goodwin,  Neil,  Dudgeon, 
Flett,   and   others. 

Miss  Hamel,  one  of  the  oldest  em- 
ployees of  the  firm,  made  a  presentation 
to  Mr.  Dunk  of  a  beautiful  diamond 
stick  pin.  set  in  gold,  with  an  embossed 
address.  Mr.  Smith,  the  new  president 
of  the  company,  was  present  and  re- 
ceived a  hearty  welcome  from  the  em- 
ployees. 

@ 

R.M.A.   FIELD    SECRETARIES 

Toronto,  May  14  (Special). — In  con- 
nection with  the  organization  campaign 
of  the  Retail  Merchants'  Association, 
Ontario  has  been  divided  into  districts, 
with  a  field  secretary  in  charge  of  each. 
By  this  method  it  is  considered  that  the 
organizers  can  do  much  more  effective 
work  than  when  at  large.  They  will  be 
expected  to  co-operate  with  and  assist 
in  every  way  the  secretaries  of  the  local 
associations,  as  well  a-  working  up  new 
organizations. 

To  double  the  number  of  associations 
in  the  province  is  a  high  aim,  but  it  is 
what  the  association  executive  have  in 
view.  There  are  now  225  locals  and 
double  this  number  would  mean  an  asso- 
ciation in  every  town  and  city  in  the 
province — there  is  no  reason  why  this 
aim  should  not  be  accomplished. 

The  field  secretaries,  with  their  dis- 
tricts, are  as  follows: — 

District  Xo.  1 — J.  A.  Doyle.  London. 
counties  of  Middlesex.  Oxford,  Elgin, 
Lambton,  Kent.  Essex 

District  No.  2  E.  Newton,  Hamilton. 
counties  of  Wentworth.  llalton.  lYel. 
oln,  Haldimand,  Welland.  Norfolk. 

District  No.  3— T.  J.  Maher.  Strat- 
ford, counties  of  Perth.  Huron.  Wafer- 
loo.  Wellington,  Bruce.  Grey.  Duffrrin. 
Brant,  Simcoe. 

District  Xo.  4— L,  T.  Lytle,  Toronto, 
( 'ounty  of  York. 

District  Xo.  5  To  be  appointed,  Fort 
William,  districts  o\"  Parry  Sound.  Xi- 
pissing,  Algoma,  Manitoulin  Island, 
Rainy  River.  Kenora.  Patricia,  Thunder 
Hay. 

District  Xo.  6  X.  C.  Cameron,  Peter- 
borough, counties  of  Peterborough.  Dur- 
ham. Ontario,  Victoria,  Halibnrton,  Bffns- 
koka,     Bastings,     Lennox,     Addington, 

Northumberland,  Prince   Edward. 

District  No.  7— R,  C.  Doyle.  Ottawa, 
counties  o\'  Carlton.  Prescott,  Glen- 
Tarry.  Stormont,  Dundas,  Grenville, 
Leeds,  Lanark.  Renfrew.  Erontenac. 


Booth   Sale   as  a   Novel   Selling    Scheme 

Guelph  Firm  With  a  New  Idea  Finds  People  Looking  for  the 
Unusual — Different  Line  in  Each  of  Twelve  Booths  Every  Day 
for  a  Week — New  Goods  Bought  in  a  Favorable  Market. 

By  a  Staff  Correspondent 


Guelph,  May  19. — That  novelty  in 
sales  is  what  the  people  are  looking 
for  in  this  season  when  dry  goods 
merchants  all  over  the  country  are 
making  special  efforts  to  keep  their  busi- 
ness up  to  the  mark  is  the  conclusion  to 
be  drawn  from  the  success  which  at- 
tended the  Booth  Sale,  which  was  a  May 
attraction  at  the  store  of  G.  B.  Ryan  & 
Co.,  in  this  city.  And  not  only  was  the 
idea  a  new  one,  but  it  was  successfully 
carried  out  at  trifling  expense. 

The  Booth  Sale  was  not  a  clean-up 
sale  in  the  usual  sense.  It  was  not  ar- 
ranged with  the  idea  of  disposing  of 
stock  ends.  It  was  made  pos- 
sible largely  by  the  present  con- 
dition of  the  markets.  The 
buyers  of  the  company  went 
into  the  market,  and  for  every 
department  of  the  store  bought 
up  a  line  of  crisp,  seasonable 
goods  especially  attractive  for 
the  season,  and,  buying  in  con- 
siderable quantities  and  taking 
advantage  of  the  position  of 
some  wholesalers  who  had 
larger  stocks  than  they  desired, 
the  prices  were  such  as  to  per- 
mit of  very  attractive  bargains. 
To  attract  special  attention 
to  these  different  lines  of  crisp 
new  goods  at  bargain  prices 
was  the  idea  of  the  booth  ar- 
rangement, and  because  it  was 
a  novelty  and  because  the 
novelty  was  backed  by  good 
goods  at  right  prices  it  was  a 
success. 

Range  of  Seventy  Lines. 
Twelve  booths  were  erected 
throughout  the  store  in  the  dif- 
ferent departments,  and  in 
each  booth  a  different  line  was 
displayed  each  day  throughout 
the    week    which    the    sale   ran. 


lines  offered  covered  whitewear,  Sum- 
mer gloves  and  hosiery,  embroideries, 
flouncings  and  laces,  drug  sundries,  wash 
goods,  and  some  lines  of  chinaware,  etc. 
Three  booths  on  the  second  floor  car- 
ried lines  of  blouses,  wash  dresses,  silk 
dresses,  cloth  skirts,  wash  skirts,  and 
ether  attractive  offerings  in  women's 
wear;  also  millinery,  including  shapes, 
flowers,  children's  straw  hats  and  chil- 
dren's trimmed  millinery.  In  the  house 
furnishings  department,  on  the  third 
floor,  specialties  were  offered  in  cur- 
tains, chintzes,  bungalow  nets,  window 
shades,  etc. 


You  Are  lnvited[to  be  Our  Guests  at  Afternoon  Tea 


THIS   IS    BOOTH  WEEK    AT   RYAN'S 
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G.  B.  RYAN  &  CO. 


Form  of  ad.  used  for  "Booth  Week."     Note  arrange- 
ment of  each  booth  in  a  panel. 


if  he  constructs  his  booths  as  they  were 
done  in  the  Ryan  store;  expense  is  not 
necessary  to  the  effect.  Straight  rods, 
about  an  inch  square,  painted  white, 
were  all  that  were  used.  Uprights  were 
placed  just  outside  of  the  counters,  and 
from  these  horizontals  reached  from  one 
to  the  other  and  to  the  shelving  behind 
the  counter.  Attractive  floral  trimming 
added  brightness  and  the  Spring  idea, 
but  here  there  was  no  expense,  as  only 
the  stock  store  trimming  was  used. 

A  window  attraction  was  a  more 
elaborate  booth,  in  which  different  lines, 
which  were  especially  attractive,  were 
■—-«  displayed.     This  booth  was  in  a 

heavier  effect  with  lattice  work, 
but  again  the  expense  was 
trifling. 

-@ 

GETTING  MORNING  TRADE. 

An  Iowa  merchant  has  solved 
the  problem  of  getting  cus- 
tomers into  his  store  at  least 
one  morning  in  the  week,  in  an 
original  and  effective  manner. 

In  order  to  increase  its  Satur- 
day morning  sales,  this  store, 
which  catered  especially  to  sub- 
urban trade,  advertised  that  it 
would  give  a  lunch  check  free 
with  every  purchase  totaling 
over  a  certain  amount,  pro- 
vided that  it  was  made  before 
noon.  These  checks  were  good 
in  the  week  following  at  a  de- 
signated   restaurant. 

A  $3  purchase  entitled  the 
customer  to  a  25-cent  lunch, 
and  5  cents  was  added  for 
each  additional  dollar  spent. 
Where  formerly  about  a  quar- 
ter of  the  Saturday  buying  was 
done  before  12  o'clock,  nearly 
half  of  this  trading  is  now  done 
in  the  morning  hours. 


The  range  was  increased  from  day  to 
day,  as  each  line  after  it  was  displayed 
in  the  booth  was  not  withdrawn,  but 
placed  on  a  table  near  the  booth.  Thus 
on  the  first  day,  while  there  were  but 
twelve  lines  on  display,  the  number  was 
doubled  on  the  second,  and  by  the  end 
of  the  week,  although  the  attraction  of 
the  day  was  the  special  advertised  line 
shown  in  the  booth,  there  was  a  range 
of  some  seventy  lines  for  selection. 
From  day  to  day  by  this  means  the  in- 
terest in  the  sale  was  increased. 

On  the  main  floor  seven  booths  were 
attractively   arranged,  and   the  different 


Served  Tea  to  Shoppers. 

A  pleasing  novelty  which  the  shoppers 
appreciated  was  the  serving  of  tea  to 
all  visitors.  On  the  third  floor  the  visi- 
ters to  the  store  were  the  guests  of  the 
management,  and  here  cups  of  the  re- 
freshing afternoon  beverage  pleased 
many  shoppers.  This  feature  of  the 
sale  was  considered  as  a  distinct  success 
from  the  standpoint  of  providing  an  ad- 
ditional inducement  to  visit  the  store. 
A  Trifling  Expense. 

Any  merchant  who  may  be  attracted 
by  the  idea  of  the  booth  sale  as  a  novelty 
selling  scheme  need  not  fear  the  expense 
11 


LARGEST  IN  THE  WORLD? 

The  contract  for  the  erection  of  what 
Pittsburgh  claims  will  be  the  largest  de- 
partment store  building  in  the  world  was 
awarded  recently  to  James  L.  Stuart,  a 
local  contractor.  The  new  building  will 
be  the  home  of  Rosenbaum  &  Co.  and 
will  cost  more  than  $2,500,000,  exclusive 
of  the  ground,  which  is  one  of  the  most 
valuable  plots  in  the  city.  The  new 
store  will  be  located  on  Federal  and 
Liberty  Streets,  and  will  be  fifteen 
stories    in    height. 
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A  "HOME  TOWN"  MOVEMENT 

IF  the  parcel  post  system  works  out  in  some  ways  to 
the  disadvantage  of  local  merchants  it  has  at  least  one 
great  virtue:  it  has  served  to  focus  the  attention  of 
the  public  on  one  local  subject,  the  twenty-mile  zone.  The 
very  name  contains  a  suggestion  in  favor  of  shopping 
with  the  local  merchant;  a  suggestion  of  greater  expense 
incurred  by  ordering  away  from  home.  This  internal 
argumeni  inherent  in  the  terms  of  the  new  regulations, 
has  been  emphasized  in  a  commendable  degree  by  the 
active  campaign  carried  on  by  many  merchants  towards 
reaping  the  advantages  of  lower  rates  within  the  restricted 
area. 

It  would  appear  thai  there  could  be  no  more  opportune 
time  for  the  launching  of  a  new  movement  that  aims  at  a 
more  adequate  recognition  of  the  local  merchant.  This  is 
styled,  quite  aptly,  the  Home  Town  Association.  It  had 
its  origin  in  the  State  of  Illinois  but  is  spreading  rapidly 
as  its  obvious  merits  are  recognized.  In  creating  this 
organization  the  members  claim  no  altruistic  motive,  but 
it  is  solely  for  the  purpose  of  helping  "the  country  mer- 
chant to  adopt  more  modern  methods  so  that  he  may  sell 
more  goods,  and  put  up  a  stronger  competition  against 
the  mail  order  houses."  The  Home  Town  Association 
makes  an  appeal  to  the  country  merchant  "to  advertise, 
hustle,  hold  and  build  up  his  trade."  Thus  it  aims  to 
meet  the  M.II.o.  on  its  own  groundj  the  only  way  to 
meet  it  successfully.  Further  than  that  it  appeals  "to  the 
farmers  and  the  local  public  spirit  to  trade  at  home,  and 
thereby   to  build   up   the   home   country   town." 

The  local  newspapers  should  throw  themselves  hearti- 
ly into  such  a  movement,  for  it  is  one  that  brings  mutual 
benefit  to  all  parlies.  They  themselves  are  the  victim-  of 
a  postal  law  that  allows  the  Dollar  Dailies,  that  give 
away  their  white  paper  far  below  cost — to  flood  the  dis- 
trict with  the  huge  announcements  of  the  mail  order 
houses,  and  curtail  their  own  circulation.  The  movement 
will   bring  them  more  business:   it    will  bring   more  business 

to  the  manufacturer  and  the  jobber:  it  will  turn  trade  that 

is  outside   into   the   natural    local   channels.      A    Home 

Town    Associaion   should   be   started     iii     every  town   in 
Canada. 


A  CHECK  TO  FREAKISH   CHANGES 

IT  was  with  some  trepidation  that  (he  convention  of  the 
National  cloak.  Suit  and  Skirt  Manufacturers'  A.sso- 
lioii  iii  Cleveland  this  month  was  awaited  by  retailers 
and  manufacturers  alike.  The  avalanche  of  Btyles  that 
had  poured  forth  from  Paris  during  the  past  year  had 
transformed  the  Ready-to-Wear  business  into  Topsy 
turvydom.     No  one  was  sure  "i'  anything.     There  was  a 


remarkable  lack  of  responsibilty  on  the  part  of  the  fashion 
artists  at  Headquarters  that  threw  into  contusion  the 
ranks  of  manufacturers  who  looked  in  vain  for  any  symp- 
toms that  Authority  reigned  in  the  gay  capital  and  in  the 
output  of  its  designers.  The  kaleidoscopic  changes,  as 
unreasoning  as  they  were  thorough-going,  left  the  public, 
selling  as  well  as  buying,  utterly  confused  to  find  a  guid- 
ing principle  that  might  run  like  a  thread  of  safety  and 
conversatism  throughout.  The  freaks  of  fancy  ran  riot, 
and  the  public  as  if  enthralled  by  the  very  daring  and 
unorthodox  nature  of  the  conceptions  showed  a  surpris- 
ing readiness  to  adopt  anything  and  everything  if  it  origi- 
nated with  Poiret,  Paquin  et  al.  Strange,  also,  to  Bay, 
devotion  of  these  swiff  recurring  outputs  spread  through 
the  ranks  of  all.  exclusive  and  staple  lines,  the  iniddle- 
aged  and  young  equally  with  the  matron  of  thirty.  Never 
in  the  history  of  Fashions  has  the  leaven  of  Novelty  per- 
meated the  buying  public,  so  rapidly  and  so  completely. 
Staple-  ceased  to  exist.  Sales  lasted  for  a  month  or  two, 
and  the  left-overs  were  an  utter  loss.  Buying  in  advance 
came  almost  to  a  standstill:  the  risk  was  too  great,  for  no 
one  knew  "what   a  day  would  bring  forth." 

into  this  unsatisfactory,  intangible  situation  the  Na- 
tional Association  has  projected  itself  and  every  indication 
points  to  a  beneficial  effect  to  the  full  extent  of  its  influ- 
ence on  Canadian  styles.  The  president.  Mr.  Hovland. 
gave  the  keynote  in  his  opening  address:  "The  day  of 
making  freak  styles  for  the  benefit  of  the  humorists  and 
cartoon i-i-  i-  happily  passed.  The  sky  was  never  bluer. 
nor  the  sun  brighter  than  it  is  tor  !hi^  industry  to-day. 
We  all  rejoice  in  the  general  trend  towards  more  artistic 
lines  and  more  modesty  in  dress 

The  conclusions  of  the  convention  bore  out  tin-  fore- 
cast, and  something  like  definite  form  has  been  evolved 
from  the  chaos  that  had  been  created.  Styles  henceforth, 
will  be  more  assured;  the  manufacturer  can  work  with 
more  confidence,  and  the  retailer  will  feel  that  he  i<  not 
-o  much  the  creature  of  blind  chance  <<v  an  evanescent 
vv  him. 

-@ — 


THE  BUSINESS  SITUATION 

IT  is  surprising  the  variation  in  reports  of  business 
periences  over  Canada.  In  many  centres  where  local 
conditions  are  particularly  auspicious,  merchants  are 
moving  on  their  way  with  records  continually  surpassing 
those  of  last  year.  In  others  the  slow  movement  in  selling 
that  is  world  wide  Mill  makes  us  influence  felt.  The 
breaking-OUf  of  Spring  into  warm  weather  has  been  tardy 
and  the  expected  acceleration  in  business  has  not  arrived. 
To  offset  these  immediate  conditions,  however,  is  a  wide- 
gpread    feeling    that    improvement    is  on    the   way.   moving 
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slowly  but  at  last  turned  in  a  positive  direction.  No 
sudden  activity  in  trade  is  looked  for — that  is  contrary 
to  the  inevitable  trend  of  events.  But  the  basic  facts 
have  become  re-assuring.  Speculation  in  business  of  any 
kind  lias  long  since  been  eliminated,  in  mercantile  opera- 
tons,  in  building,  in  securities.  Seeding  has  commenced 
under  favorable  conditions  that  only  a  cold  spell  could 
modify,  and  a  second  good  crop  in  the  West  is  every- 
where conceded  to  be  the  tonic  that  will  put  the  West 
firmly  on  its  feet  and  re-act  as  a  stimulant  upon  the 
whole  country.  There  is  evident  everywhere,  undoubtedly, 
a  tendency  to  economize,  and  run  a  safe  course  as  seen  in 
the  conduct  of  merchants  in  relation  to  their  own  stocks, 
in  selling  as  well  as  buying;  a  tendency  to  unload  in  many 
cases  at  a  considerable  sacrifice  in  efforts  to  pull  unwilling 
custom  to  their  stores.     This  was  an  inevitable  result. 

A  more  confident  note  was  sounded  by  The  Financial 
Post  early  in  May  when  it  declared:  "Reports  from  the 
larger  industries  indicate  that  orders  have  slightly  im- 
proved, but  they  are  still  far  below  the  average  of  last 
year  for  the  corresponding  period.  There  is  no  let-up  to 
the  determination  of  the  people  as  a  whole  to  liquidate 
and  economize.  This  is  quite  evident,  according  to  reports 
received  by  The  Post  from  every  line  of  industry.  It  is  a 
good  sign  and  puts  business  on  a  basis  that  is  exceedingly 
promising. ' ' 

"With  many  features  in  the  present  situation  that  call 
for  an  exercise  of  patience,  whose  necessity  will  be  new 
to  a  large  proportion  of  men  in  business  to-day,  it  can  at 
least  be  said,  that  the  mercantile  world  is  being  put  to  a 
test  of  its  business  principles  and  their  application  that 
was  never  called  for  by  a  super-abundance  of  prosperity. 
The  basis  on  which  merchandising  has  been  conducted 
will  be  reformed  materially,  many  of  the  old  landmarks 
of  practice  will  disappear  absolutely,  and  all  will  be  in  a 
position  to  reap  in  a  fuller  degree  the  fruits  of  buoyant 
times  that  we  are  confident  will  indicate  their  presence 
not  later  than  the  coming  Fall. 

@ 


PENALTY  FOR  FALSE  ADVERTISING 

IN  its  last  issue  The  Review  made  an  announcement  of 
the  effort  that  was  being  made  to  induce  the  Dominion 
Government  to  make  false  advertising  a  criminal 
offence.  Almost  before  the  press  had  finished  its  work 
the  bill  had  been  introduced  in  the  Commons.  This  has 
been  received  almost  with  unanimity  in  the  country. 
Perhaps  sad  memories  of  longed-for  penalties  to  real 
estate  boomsters  that  could  never  be  exacted,  formed  the 
basis  of  many  a  prayer  of  thanksgiving  over  the  measure, 
even  although  it  had  no  retroactive  force.  It  has  been 
hinted  also,  that  victims  of  the  raucous  but  wheedling 
voices  of  cheap  jewelry  barkers  stood  behind  some  of  the 
pressure  for  such  legislation.  But  no  matter  what  the 
various  applications  for  redress,  the  law  seems  certain  to 
be  of  general  benefit  in  compelling  more  honest  treatment 
of  a  confiding  public.  It  will  apply  only  to  a  scanty  rem- 
nant, and  there  is  a  careful  distinction  made  that  allows 
a  leeway  for  a  man's  opinion  of  the  goods  he  barters. 
There  may  be  two  merchants  who  have  the  "best  values" 
or  the  "cheapest"  goods  in  town,  but  the  artificial  cannot 
be  sold  as  the  real,  and  it  may  prove  a  risky  procedure 
to  guarantee  a  $60  value  in  a  $12  sale.  Restriction  of 
liberty  is  a  penalty — wise  or  otherwise — that  is  the  out- 
come of  all  social  organizations,  and  this  restriction  of 
exaggeration  or  deliberately  false  descriptions  of  one's 
wares  will  tend  to  raise  the  average  of  all  advertising,  and 
strengthen  public  confidence  in  the  large  body  of  mer- 
chants who  rate  their  wares  honestly. 


THE  ALBERTA  CONVENTION 

ORGANIZATION  in  Western  Canada  is  one  of  the 
big  questions  of  the  day.  Not  very  long  ago,  the 
Retail  Merchants'  Association  of  Saskatchewan 
held  a  large  convention  in  Moose  Jaw,  which  was  fully 
reported  in  this  paper.  Last  week  the  merchants  of  Al- 
berta met  in  Calgary,  and  from  the  enthusiasm  exhibited 
and  the  number  of  places  from  all  over  the  province  rep- 
resented, it  is  plain  that  Western  merchants  have  fully 
awakened  to  the  importance  of  association  work.  This 
shows  that  the  trade  is  alive  to  their  own  interests.  The 
entire  country  is  now  pretty  well  organized,  and  in  the 
next  few  years  we  may  expect  aggressive  work  on  the 
part  of  the  retail  merchants'  associations. 

At  Calgary  last  week,  two  topics  seemed  to  be  upper- 
most in  the  minds  of  the  delegates.  First  there  was  the 
problem  of  overcoming  the  selling  by  wholesalers  direct  to 
consumers,  and  there  was  the  great  problem  of  keep- 
ing down  credits.  Vigorous  protests  were  made  against 
some  wholesalers  who  seemed  to  find  it  necessary  to  sell 
over  the  heads  of  the  retailers.  In  this  matter  the  obli- 
gation of  the  wholesale  dealer  seems  plain.  If  he  desires 
to  sell  goods  at  all  to  the  retailer,  then  he  should  sell  only 
to  the  retailer.  Of  what  benefit  is  it  to  the  retailer  to 
purchase  goods  from  the  wholesaler,  only  to  find  the 
wholesaler  has  supplied  his  customers?  The  question  is 
one  that  is  of  much  importance  to  the  entire  trade  of  the 
country,  and  from  the  organization  that  has  been  going  on 
recently,  it  looks  as  if  one  of  the  biggest  reforms  will  be 
seen  in  this  direction  in  the  years  to  come. 

For  many  years  retailers  have  been  handicapped  by 
insufficient  legislation,  or  the  absence  of  legislation  so  far 
as  collecting  debts  is  concerned.  This  was  another  of  the 
problems  gone  into  thoroughly  at  the  Alberta  Convention. 
It  appears  too  that  the  only  remedy  lies  in  organization. 
Just  as  soon  as  the  retail  merchants  of  the  country  are 
strong  enough  to  demand  changes  in  the  law  or  additional 
laws,  then  will  our  governments  submit  to  the  passing 
thereof.  The  retailers  of  Alberta  hope  to  secure  changes 
in  legislation  which  will  enable  them  to  collect  small  debts 
more  easily.  It  is  to  be  hoped  they  will  secure  the  ad- 
vantage of  this  legislation  in  the  near  future. 

That  old  problem  as  to  whether  cash  or  credit  business 
is  the  most  acceptable  to  the  retail  trade  also  came  in  for 
its  usual  share  of  discussion.  It  is  apparent,  however, 
that  this  is  a  question  that  will  never  be  fully  settled  by 
any  association.  Each  man  will  have  his  own  individual 
opinion,  and  because  of  the  fact  that  in  some  places  a  cash 
business  is  practically  impossible,  differences  of  opinion 
will  Always  exist.  It  is  a  question  that  in  future  might 
well  be  omitted  from  association  conventions.  Not  so, 
however,  the  matter  of  watching  credits  and  collecting 
debts.  The  credit  business  we  shall  always  have  with  us, 
and  therefore  the  subject  of  debt  collection  and  limitation 
of  credit  will  ever  remain  a  live  one. 


EDITORIAL  NOTES 

HAVE  YOU  FIGURED  out  the  advantages  of  the  shoe 

section  yet? 

•  •         • 

"REQUIESCAT  IN  PACE"  appears  to  have  been  ap- 
plied to  more  than  one  "French  creation"  by  that  Cleve- 
land Convention. 

•  •         • 

THE  PRESIDENT  at  the  Style  Convention  in  Cleveland 
struck  rather  a  new  note  when  he  denounced  modern  styles 
as  lacking  in  modesty.  For  at  least  six  months  our 
friend  the  "Tango"  has  monopolized  that  phrase. 
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MANY     ALBERTA     DEALERS     AT 
THREE-DAY   CONFERENCE. 

(Continued  from  page  5.) 

cheaper  money.  The  banks  were  waxing 
Eat  on  their  high  rates. 

Mr.  Mclvor,  Cowley,  stated  that  in 
view  of  the  money  stringency  and  the 
difficulty  in  obtaining  money  at  any 
rate,  it  was  time  banking  should  be 
controlled    by    the   province. 

The  President  suggested  that  the  sub- 
ject be  left  to  a  committee  to  report  at 
the  next  meeting.  The  committee  formed 
consisted  of  D.  R.  Mclvor,  F.  F.  Mc- 
Donald, and  Mr.  Glanville. 

On  the  subject  of  a  business  tax,  Mr. 
Gaetz,  Red  Deer,  said  that  when  this 
matter  came  up  in  their  town  the  busi- 
ness men  wrote  the  council  saying  they 
were  willing  to  pay  a  tax  of  5  per  cent, 
if  the  council  would  be  willing  to  assess 
improvements  at  5  per  cent. 

The  council  adopted  the  first  part  of 
their  suggestion,  but  cut  out  the  last. 
His  business  tax  for  the  year  amounted 
to  $60. 

It  was  agreed  among  the  members  that 
as  a  rule  it  was  not  lawful  for  a  town 
to  impose  a  business  tax. 

Splendid  Exhibits. 

There  was  one  feature  to  the  conven- 
tion that  surprised  everybody,  because 
of  its  novelty  and  its  success.  This  was 
the  exhibition  of  products  by  the  local 
wholesalers  and  manufacturers.  This 
not  having  been  tried  before,  it  was  not 
known  how  many  would  take  advantage 
of  showing  their  goods.  The  results  were 
beyond  expectations.  The  basement  of 
Paget  Hall  was  crowded  uncomfortably, 
and  those  crowded  out  had  to  be  housed 
in  the  Convention  Hall.  Nothing  better, 
however,  could  be  done,  as  such  a  de- 
mand had  not  been  expected.  The 
Board  will  know  better  next  year,  and 
there  is  no  doubt  other  associations  will 
follow  up  this  practical  idea  of  the  Al- 
berta branch. 

During  the  convention  there  were  al- 
ways some  retailers  who  were  not  re- 
quired in  the  hall  walking  around  the 
basement,  inspecting  the  goods  and 
chatting  with  those  in  charge.  Not  a 
few  of  those  who  exhibited  met  lots  of 
new  dealers,  which  no  doubt  make  good 
customers.  The  lines  represented  cover 
practically  all  trades,  though    the    bulk 

were    grOC6Ty    firms. 

On  Wednesday  a1  12  o'clock  the 
Board  of  Trade  tendered  a  luncheon  to 
the  visiting  delegates  al  the  Young 
Men's  club  Rooms,  Central  Methodist 
Church.  In  the  afternoon  there  was  an 
auto  trip  to  P.  Burns  &  I  o.'s,  Ltd.,  plant. 
The  Indies  were  entertained  at  the  Allen 
Picture  Theatre  the  aame  afternoon.  On 
Thursday  evening  the  delegates  attended 
a    banquet    as    guests    of    the    Calgary 


DELEGATES    WHO    KEGISTKHI  I) 

.1.  Alfred  Pine,  Magratb  ;  Lang  Ly, 
Magratb;  \V.  J.  Mclnnes.  Acme; 
T.  A.  Gaetz,  Red  Deer;  \V.  J. 
er,  Reucliff;  Otto  M.  Bhipley, 
Redcllff;  Jno.  G.  Kobertson,  Fore- 
most] R.  J.  M'-Nabb,  Grassy  Lake; 
(Jus  Johnston,  Pineber  Creek:  M.  11. 
Smith,  Winnlfred;  A.  J.  Turisb, 
Black  Diamond;  L.  D.  Ames,  Ma- 
grath; Jacob- Miller,  Stone;  Plain; 
\v.  B.  Good,  Lethbridge:  II.  Mont- 
gomery, Wetaskiwin  :  Hans  BOB, 
Champion;  H.  W.  Reed,  Vulcan; 
(!.  E.  Havward,  Vermilion;  .J.  T. 
Hatcher  Blackie;  G.  II.  Beaudry, 
Wain  wright ;  ("has.  Ouimette,  Cole- 
man; ('.  W.  Hanson,  Barons:  W.  <;. 
Fraeer,  Pincher  Creek;  C.  C.  Bur- 
nett, Carbon;  C.  H.  Nash.  Carbon; 
D.  a.  Thompson,  Coronation;  G.  A. 
Smith,  Innisfail;  S.  Tucker,  Ensign; 
.1.  I>.  McDonald.  Calgary;  S.  M. 
Armstrong,  Banff;  John  T.  Doney, 
Macleod;  B.  E.  Spink.  Macleod;  D. 
N.  Mclvor,  Cowley;  F.  W.  Tracy, 
Wetaskiwin;  J.  H.  Brand,  Stavely; 
Fred.  S.  Dltte,  Stavely;  P.  C.  Owen, 
Lacombe;  Harold  J.  Sneli,  Red  Deer; 
M.  Snell,  Bed  Deer;  WD,  Howie, 
Cowley;  F.  F.  McDonald,  Cay  ley; 
W.  T.  Milner,  Denton  ;  E.  W.  Magee, 
Blarkfaids;  J.  H.  Curtis,  Nanton : 
Jos.  Wright,  Bassano;  J.  Frank 
Hill,  Langdonj  J.  A.  McNabb, 
Grassy  Lake;  L.  S.  Crosby,  Banff: 
D.  H.  Sykes.  Redcliff.  Retailers 
from  Australia,  heard  of  convention 
and  stepped  in,  S.  A.  Raveneroft. 
Australia;  I.  M.  Clark,  Australia; 
T.  Frank  Davis,  Bassano;  Geo.  W 
Buck,  High  River;  R.  B.  Wilkinson, 
Alrdrie;  A.  E.  Bowers,  Alrdrie; 
II.  A.  Stephens,  Vermilion ;  A.  E. 
Clemens.  Sedgewick ;  A.  M.  Ander- 
son, Win.  Kennedy,  Ponoka;  H.  B. 
Edwards.  Ponoka:  N.  H.  Hilder- 
mann,  Calgary;  H.  T.  Northwood, 
Coronation;  A.  G.  Stude,  Dldsbury; 
H.  Barnstable.  Edberg:  W.  F.  Win- 
att.  Edberg:  A.  H.  Webb,  Hardiaty; 
II.  Skienel,  Mirror;  B.  L.  LaRoy; 
Morrin  ;   George  Rebder,   Dalroy. 


Branch.  The  same  evening  the  ladies 
were  given  a  theatre  party  at  the  Sher- 
man Grand  Theatre  while  the  banquet 
was  in  progress. 


CORRECT   SELLING. 

Salesman  (customer  has  purchased  a 
suit.  Inspector  is  checking  the  fit) — 
Would  you  prefer  to  have  the  garments 
delivered,  or  would  you  like  to  have 
them  at  once  by  taking  them  with  you? 
(emphasizes  last  seven  words  in  order,  if 
possible,  to  reduce  delivery  expenses  and 
still  satisfy  customer).  There  are  some 
new  overcoats  in,  which  go  well  with 
this  suit.  If  you  like.  I'll  go  with  you  to 
the  overcoat   department. 

Customer — Thanks.  I'll  take  a  glance 
at  them. — System  (Chicago). 


Tin  following  provincial  sec- 
tion officers  »''/'<  appointed  for 
the  hardwan  section : 

Hardware — President,  W.  J. 
Illsey,  Calgary;  first  vice-presi- 
dent, G.  II'.  Hanson,  Barons; 
8(  cond  '  ric  -/"''  ■s'"1''  "t-  R-  B. 
Wilkinson,  Airdrie;  treasurer, 
W.  •/.  Mclnnis,  Acme;  secre- 
tary, D.  .1.  Thompson,  Corona- 
tion. 


AMONG  THE  STORES 

MONTREAL    RETAIL    MERCHANTS. 

The  Retail  Merchants'  Association  at 
Montreal  has  elected  the  following  offi- 
cers:—Thomas  Holt,  president;  G.  E. 
Benard,  first  vice-president;  <•.  A.  Char- 
trand,  second  vice-president:  L.  P.  Dion, 
secretary;  I.  Carden,  treasurer;  W.  U. 
Boidin,  auditor. 

® 

EARLY   CLOSING  AT  PRESTON. 

A  petition  has  been  circulated  among 
the  merchants  at  Preston,  Out,  with  the 
idea  of  having  all  stoics  in  the  town 
close  at  eight  o'clock  in  the  evening 
with  the  exception  of  Saturdays  and  the 
nights    before    holidays        -  petition 

also  calls  for  a  half  holiday  on  Thurs- 
days during  the  months  of  June.  July, 
Augusl   and  September. 

@- 

HAILEYBURY    EARLY    CLOSING. 
A  by-law  is   being   considered   by  the 

Haileybury  council  which  would  close 
any    store    where    goods    are    sold    retail 

and  t. arher  shops  at  6.30,  except  on 
Thursday  and  Saturday  nights.  After 
much  discussion  as  to  whether  druggists, 
tobacconists  and  barber  shops  should 
be  included,  the  matter  was  referred  to 
the  by-law  committee.  "As  a  merchant 
I  signed  the  petition:  as  chairman  of  the 
police  committee  I  am  opposed  to  it,  be- 
cause it  will  be  impossible  to  enforce 
tin  by-law,"  said  Mr.  Tremblay.  one  of 
the  committee. 

© 

GOOD    YEAR    FOR    SIMPSON'S. 

The  report  of  the  Robert  Simpson 
Company,  which  has  just  been  made  pub- 
lic in  England,  has  pleased  the  financial 
press  there.  In  the  prospectus  issued  in 
May.  1912.  when  bonds  and  preference 
shares  were  offered,  in  London,  it  was 
shown  that  the  profit  of  the  business  for 
1911  amounted  to  $586400,  but  for  the 
twelve  months  ended  January,  1913.  the 
arnings  amounted  to  .*777.500.  For 
the  past  year  a  farther  substantial  ex- 
pansion is  recorded,  the  accounts  show- 
ing net  earnings  of  $S.~>O,70O.  Bond  in- 
terest absorb-  $111,400  and  the  prefer- 
ence dividend  $165,000,  so  that,  as  the 
president  pointed  out  at  the  meeting, 
the  net  earnings  covered  the  amount  of 
the  bond  and  preference  interest  com- 
bined more  than  three  times.  A  sum  of 
$225,100  has  been  applied  to  writing  off 
the  whole  of  the  preference  share  issue 
expenses  and  $50,000  has  been  allocated 
to  depreciation  of  plant,  while  *24.S00 
has  been  appropriated  for  a  bonus  to 
employees.  The  dividend  on  the  com- 
mon stock  is  7  1  .'!  per  cent.,  and  $281,- 
600,  as  against  $21 0.'JOO.  is  carried  for- 
ward. As  to  the  outlook,  the  president 
siates  that  the  current  year  has  opened 
auspiciously  with  good  prospects  of  in- 
creased turnover  and  earnings. 
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DRY    GOODS    REVIEW 


Mr.  Merchant 


This  is  the  time  to  show 
and  sell  lenos. 

We  have  them  in  stock- 
can  ship  right  away. 

36  inch,  48  yd.  pieces  -  4%c  yard 
40  inch,  48  yd.  pieces  -  4^c  yard 
60  inch,  8  yd.  pieces  -  60c  piece 

Above   in   green,   white,   black,   canary,  pink 

and  red 

60  inch,  24  yd.  pieces  -  7^c  yard 

Green  and  white  only. 


WRITE  US  DIRECT  OR  ORDER 
THROUGH  TRAVELLER.  YOU 
GET  SATISFACTION  EITHER 
WAY. 


The  W.  R.  BROCK  COMPANY  (Limited) 

MONTREAL 


a 


Prices    and    Delays  Help   Sales 

Plain  Fabrics  in  Soft  Finishes,  as  WeL  as 
Stripes.  Plaids  and  Checks  Ordered  <  >ut— -Styles 
( 'all  for  More  Yardage. 


Pile  Goods 

Velvets,  Velveteens  and  Plushes, 
Both  Plain  and  Fancy  Ordered 
Out  For  Fall— Buyers  Interested 
in  Fur  Plushes,  Both  in  Cloaking 
and  Suiting  Weights. 


TUF  early  hesitation  has  given  way 
to  confidence,  and  there  is  no 
doubt  whatever  as  to  the  stand- 
ing of  velvets,  both  plain  and  fancies, 
for  the  Fall  and  Winter  of  1914-15.  As 
a  matter  of  fact,  pile  fabrics  are 
fashionable  righl  now,  and  the  ultra 
smart  woman  iii  Europe  will  be  wearing 
velvet  right  through  the  summer  season 
whenever   the   occasion   serves. 

The  putting  on  the  market  of  velvets 
in  •'!(>  and  40-inch  widths  in  light-weight 
soft-finished  drapeable  cloths,  with  a 
pile  that  is  fast,  and  does  not  crush 
<-nsily,  has  much  to  do  with  this  con- 
tinued popularity.  Velvet  has  from 
time  immemorial  been  considered  a 
luxurious  and  expensive  material,  and 
it  is  only  now  that  it  is  produced  in 
widths  that  can  he  economically  used, 
and  with  the  modern  improvements  of 
finish  thai  permit  of  its  general  use.  that 
this  fabric  is  become  widely  popular. 
Plain  velvets,  fancies,  velveteens,  cordu- 
roys  are  all  coming  in  fur  strong  recog- 
nition, and  there  are  also  wonderful 
plushes  intended   Por  cloaks  and  suits. 

Plain  colors  will  lead  and  black  will 
be  especially  good.  The  blue  shades 
range  from  navy,  sapphire.  King's  blue 
and  Copenhagen  to  peacocks  and  old 
blues,  and  Russian  green,  mahogany, 
seal  and  taupe  are  also  selling  well. 

The  now  plushes  show  the  same  im- 
provements that  have  made  velvets 
popular;  they  no  longer  crush  so  easily, 
and  both  the  pile  and  the  dye  is  fast. 
Also  they  arc  produced  for  suit  and 
cloak    purposes    in    the    popular     wide 

widths.  The     fancies    show    wonderful 

color  effects,  and  the  animal  or  fur 
plushes  come  Closer  than  ever  to  nature 
or  in  some  weaves  go  one  better.  Fur 
plushes  are  now  produced  in  weights  SO 
light  that  they  can  he  used  for  suits 
and   costumes. 


THE  outlook  is  more  promising  for 
the  woolen  dress  fabrics  depart- 
at  than  for  several  seasons. 
The  advancing  prices,  and  the  aggra- 
vating delays  in  the  delivery  of 
wanted  goods  are  making  buy- 
ers more  willing  to  place  or- 
ders ahead.  Also  there  is  a  more  general 
interest  taken  in  suits  and  therefore 
buyers  are  attracted  by  the  many  novel- 
ty cloths,  as  they  know  that  customers 
in  their  turn  will  give  them  attention. 
Fashions  are  veering  round  to  styles 
thai  call  for  more  yardage  though  it  can- 
not be  said  that  any  of  the  styles  at 
present  call  for  much  wider  skirts.  Long 
tunics  are  a  feature  anil  godei  flounces 
are  coming  in.  The  natural  figure  is 
still  retained,  and  therefore  the  ma- 
terials used  are  light  weight  and  ^till 
on  the  order  that  drapes  well. 

The  velour  touch  is  the  keynote  and 
softness  and  light  weight  are  still  the 
main  features.  Plain  piece-dyed  fab- 
rics have  sold  well  and  because  of  this 
and  of  the  increasing  importance  of  rich 
colors  many  dress  authorities  are  talk- 
ing broadcloths  for  the  cominu'  Fall. 

There  is  an  increasing  sale  for  black 
broadcloths  at  the  present  time,  but 
there  is  no  general  call  for  colors  on 
this  market,  but  this  may  be  a  later  de- 
velopment. 

Nothing   seems    to    take    the    place   of 


of  various  weaves  and 
weights  may  be  regarded  as  the  main 
Maple  fabric.  -  -  come  in  all  the 
leading  colors  as  well  a-  the  regulation 
blues.  Cheviots  in  particular  are  big 
sellers.  Fine  cords.  Bedford  effects  and 
coteles  come  in  solid  colors  and  in  two 
tones  and  stripes.  Smart  novelties 
the  Roman  stripes  and  vari-colored 
stripes  in  more  subdued  tones.  Gabar- 
dine has  done  well  this  Spring  with  the 
high  class  trade,  and  is  out  again  for 
Fall  in  plain  weave  and  in  stripes  and 
with    border  patterns. 

Crepes  rank  high  in  all  wool  and  in 
silk  and  wool  weaves.  Included  in 
crepe  weaves  are  granites,  pebbles,  waf- 
fle checks  and  many  other  fancy  weaves. 

All  authorities  unite  in  the  assurance 
thai  plaids  will  be  a  big  item.  Tartans 
will  sell  but  the  bulk  of  the  business 
will  be  done  in  novelty  plaids  in  subdued 
colorings.  Many  of  these  are  very  hand- 
some and  many  show  the  colorings  fur- 
ther subdued  by  the  use  of  ratine  or 
boucle  yarns.  Checks  are  wonderfully 
well  designed  and  come  in  two-tone  and 
monotone  effects. 

Dark  or  neutral  colors  are  used  to 
balance  the  stronger  colors  and  such 
combinations  as  blue  and  green,  tan  and 
black,  black  and  French  blue,  olive  and 
i  range,  red   and  black,  etc.,  are  shown. 


Silks   Still   the    Big    Sellers 


Advancing'  Prices  Have 
the  Size  of  the  Demand 
Orders  for  Staple  Silks. 

SILK  materials  are  in  great  demand, 
and  the  increasing  prices  so  far 
seem  to  have  had  no  effect  on  their 
popularity.  Customers  at  retail  hardly 
seem  to  have  noticed  that  prices  have 
advanced,  for  the  trade  as  a  whole  has 
been  educated  up  to  a  point  where  the 
more  expensive  goods  are  easily  accept- 
ed. Fashion  favors  silk  fabrics  and 
there  is  no!  only  a  general  increase  in 
their  use.  but  there  is  also  a  more  gen- 
eral  disposition  to  demand  a  good  article 
and  be  willing  to  pay  for  it.  Wide 
width  silks,  that  is  36  or  40-inch  widths, 
are  (irmly  fixed  in  favor  and  all  but 
trimming  and*  millinery  silks  come  in 
those  widths.  In  the  past  six  months 
raw  silk  has  advanced  about  43  cents, 
and  the  advances  on  materials  aver 
age  as  a  rule  from  four  to  six  cents. 
In 


Not  Had  Any  Effect  on 
— Buyers  Placing  G-ood 


Orders  are  being  placed  in  quantity  for 
Fall  on  staple  materials.  In  spite  of 
the  many  new  fabrics  put  forth  a  very 
large  proportion  of  these  orders  are  for 
satin  finished  materials  such  as  due' 
paillette,  messaline  ami  kindred  w, 
Crepes,  too.  in  a  variety  (if  weaves  are 
receiving  attention.  There  is  no  let  up 
or  the  interest  manifested  in  crepe  de 
chine.  This  fabric  is  used  for  lingerie 
purposes,  and  the  majority  of  the  petti- 
coats that  are  beginning  to  be  worn  un- 
der the  wider  skirts  are  of  this  fabric. 
Qood  quality  crepe  de  chine  forms  the 
leading  blouse  material.  Georgette 
crepe,  crepe  meteor,  and  other  of  the 
heavier  weaves  in  crepes  are  all  big 
sellers. 

The  moire  development   still  continues 
and   moires   in   black   and   in  dark   street 


DRESS     FABRICS 


Dry  Goods  Review 


shades  are  being  taken  for  Fall.  Moire 
finishes  are  being  applied  to  other  silks 
and  "moired"  bengalines  and  heavy 
crepes  are  among  the  novelties.  There 
is  a  decided  movement  in  favor  of  rib- 
bed, cord  and  cotele  weaves,  and  such 
silks  as  failles  and  grosgrains  are  offer- 
ed.       Soft   finished  serges,  and  armures 


are  also  included,  and  at  the  present 
time  the  style  suiting  silk  is  gabardine. 
Orders  are  being  placed  for  chiffon 
taffetas,  chiefly  in  evening  shades  and 
in  printed  and  warp-printed  silks  suit- 
able for  dancing  dresses  and  for  evening 
wear.  The  fashion  development  is  bring- 
ing  taffeta   to   the   fore  as   a   trimming 


silk  and   for  combining  with  other  ma- 
terials, both  silks  and  woolen. 

Novelty  plaids  still  hold  their  place 
and  Eoman  stripes  are  so  scarce  at  pres- 
ent that  they  are  safe  to  last  over  into 
the  Fall  season.  The  new  idea  in 
stripes  shows  the  combining  of  several 
colors  only  in  wavering  lines. 


Color  Novelties  for  the  Summer  and  Fall 

Hortensia  the  New  Blue — Fall  Color  Tendency  is  Towards  Deep, 
Dark  Tones — Black  and  Navy  in  Increasing  Prominence — Green 


Gaining-  in  Favor. 


BLACK  and  blue  have  been  the  lead- 
ing colors  so  far  in  Paris  this 
Spring,  and  so  generally  have  they 
been  worn  that  there  is  a  very  general 
attempt  to  breaw  away  from  the  sombre 
tones  and  to  introduce  brighter  colors 
for  the  Summer  season.  At  the  later 
races  many  suits  of  beige  and  tan  were 
noted,  and  there  is  an  evident  desire  on 
the  part  of  some  of  the  couteriers  to  in- 
troduce brighter  and  more  vivid  shades. 
Hortensia  blue  is  one  of  tV-e,  end  an- 
other favorite  is  a  deep  lettuce  green, 
and  in  novelty  silks  such  colors  as 
rhubarb,  currant  red,  Bordeaux,  Ma- 
donna blue,  Russian  green,  and  shades 
of  beige,  dove,  and  tilleuil  are  popular. 


Nevertheless  the  general  color  ten- 
dency is  in  favor  of  the  darker  and 
more  sombre  tones.  This  fact  is  made 
very  plain  by  the  new  silk  color  card  for 
1914.  The  general  tone  of  the  colors  on 
this  card  is  towards  dark  shades. 

The  new  bronze  shades  are  the  lead- 
ing color  novelty,  and  these  shades  are 
being  taken  up  in  wings  and  millinery 
novelties  at  the  present  moment.  A  set 
of  bronze  shades  is  given  first  place  on 
the  new  French  card.  The  first  shades 
are  on  the  beige  order,  and  they  deepen 
down  through  a  color  named  rhubarbe 
into  rich  bronze  tones  with  a  greenish 
cast.  This  series  promises  to  be  im- 
portant  as   it   presents   a   set   of  colors 


that  form  a  decided  color  novelty. 

Red  is  very  well  represented,  both  by 
staple  and  novelty  shades.  The  staple 
colors  are  in  the  sixth  column  and  are 
geranium,  poppy,  and  wine.  The  best 
set  of  reds  is  the  set  in  the  fifth  column 
showing  dull  shades  of  rose  darkening 
into  tones  that  become  nearly  black  in 
the  last  shades  in  the  series.  There  is 
also  a  very  promising  terra  cotta  series 
beginning  with  salmon  and  ending  with 
a  dull  wine  shade.  There  is  also  a 
magenta  series  the  last  of  which  is  al- 
most purple. 

Hortensia,  or  lavender  blue,  is  the 
novelty  color  in  blues.  This  is  a  color 
(Continued  on  page  45.) 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


Of  Our  Entire 
Stock 

And    it    must    be    sold. 

Mr.  Buyer,  you  cannot 
afford  to  miss   this   one 
great  opportunity  to  buy  the  follow- 
ing lines  far  below  cost: 


English  Curtains 
English  Laces 
Bedspreads 
Pillow  Cases 


Table  Covers 
Napkins 
Runners  and 
Squares 


AND 

All  kinds  of  Swiss  Embroideries 

SPECIAL      SPECIAL       SPECIAL 

We  have  left  just  1,000  pairs  of  Men's 
Pants — they  must  be  cleared  at  once 
regardless  of  cost. 

Tauber  Bros.  Co. 


67  ST.  JAMES  ST., 


MONTREAL 
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Kewpies  for  the  Grown-Ups 

These  New  Uses  Include  Holders  for  Menu 
Cards — -Japanese  Dolls  in  Accurate  Costumes — 
Bears  and  Cats  With  "Cuddle  Me"  Voice  Latest 
in  Animal  Toys. 


HAYING  conquered  the  hearts  of  the 
children  the  irrepressible  "Kew- 
pies" have  turned  their  attention 
the  grown  ups.  "Kewpie"  desk  sets  are 
shown  where  "Kewpie"  guards  the  ink 
well,  and  forms  the  handle  of  the  en- 
velope sealer,  and  the  desk  candlestick 
has  a  ' '  Kewpie ' '  on  its  base.  Holders  for 
place  and  menu  cards  are  also  decorated 
with  "Kewpies."  In  the  doll  line  the 
red  rubber  "Kewpie"  comes  for  baby's 
delight,  and  "Kewpie"  farmers,  police- 
men, Irishmen,  etc.,  are  new. 

Almost  Too  Much  Expression. 

The  doll  line  is  always  a  big  one  and 
heading  the  list  come  the  beautiful  baby 
dolls.  These  dolls  have  bisque  heads, 
with  features  so  finely  moulded  that  they 
reproduce  perfectly  the  soft  satiny  baby 
skin.  The  eyes  open  and  close,  and  the 
parted  lips  show  two  pearly  teeth.  The 
body  is  of  papier-mache,  and  the  arms 
and  legs  are  all  jointed  and  modeled 
from  life. 

Character  babies  are  another  line 
without  which  no  doll  stock  is  complete. 
Indeed  it  would  seem  as  though  the  day 
of  the  old-time  expressionless  doll  was 
done  and  as  a  matter  of  fact  the  com- 
plaint might  be  made  that  some  dolls 
have  too  much  expression,  so  eccentric 
are  they.  Dolls  with  real  eyebrows  as 
well  as  real  hair  are  included  in  the  doll 
collection,  and  because  of  the  manner 
in  which  the  hair  is  inserted  these  eye- 
brows cannot  drop  out. 

Conspicuous  in  dolldom  are  the  black- 
haired,  almond-eyed  Japanese  costume 
dolls.  These  dolls  come  in  correct  Jap- 
anese dress  and  show  the  cost  nines  worn 
by  differed  ranks  of  life  on  different 
occasions.  There  is  the  court  lady  in 
Winter  dress,  and  the  Geisha  girl  in 
holiday  attire;  there  is  the  lady  dressed 
for  shopping,  and  the  woman  of  the 
people    with    a    little    slant  eyed    bab\     on 

her  back.  All  the  features  of  these 
Japanese  dolls  are  true  to  life.  Their 
line  black    hair   is   carefully   and    correct 

1\  dressed  while  the  figures  are  accurate 
ir  every  detail,  and  show  to  perfection 

the  ancienl  and  modern  dress  of  Japan. 
The    '•nslnnies    are    of    silks,    crepes    and 

brocades   in   rich      Oriental      colorings. 

These   dollfl      arc   -old      in    case   lots   and 


there  are  forty-eight  dolls  in  the  assort- 
ment, both  prices  and  figures  being  as- 
sorted. These  dolls  should  look  attract- 
ive to  some  merchant  who  wishes  to 
start  the  toyselling  season  with  unique 
window  display.  These  Japanese  dolls, 
shown  in  a  Japanese  setting  would  be 
distinctly  new  and  would  stand  out 
from  the  ordinary  run  of  toy  windows. 
These  dolls  can  be  retailed  at  moderate 
prices  with  a  good  margin  of  profit. 

Animal  Toys  Unbreakable. 

Animal  toys  are  deservedly  growing  in 
favor,  because  makers  are  putting  out 
life-like  reproductions  of  the  animals 
imitated  and  also  because  those  of  the 
better  class  are  practically  unbreakable 
as  the  frame  of  the  body  is  of  steel. 
Moreover,  this  steel  frame  is  so  padded 
that  it  is  impossible  for  the  smallest 
child  to  hurt  itself  with  the  frame  of 
one  of  these  toys.  The  stuffing  material 
used    is    light    and    clean,    for    saw-dust 


\\   ODD  COMBINATION. 
Kewpie   dolls,   in   sizes   ranging   from   ;> 

couple    el'    Inches    up,    arc    being    used    with 

a  \ .- 1 1  i < •  i  \  of  fancy  goods,  as  illustrated  in 
taia  article.  The  life  like  chimpanzee  is 
practically  indestructible.  His  growl, 
when  moved,  is  amusing  and  almost  A'\e 
concerting.     Both  shown  bj  'i'"-  Borgfeldl 

a  Go.,  i.td. 

18 


and  animal  hair  is  not  used  now  by  the 
manufacturers  of  the  best  lines  of  ani- 
mal toys.  The  weight  of  these  toys  is 
another  point  that  receives  attention, 
every  effort  being  made  to  reduce  it  as 
much  as  possible,  as  this  is  appreciated 
by  small  owners  and  also  reduces  the 
cost  of  the  toy  because  the  freight 
charges  are  lessened.  Where  paint  is 
used  the  colors  for  very  obvious  reasons 
must  be  non-poisonous  in  their  composi- 
tion so  that  their  small  owners  may 
come  to  no  harm.  Animals  mounted  on 
wheels  can  be  ridden  by  even  large 
children  as  both  wheels  and  their  axles 
are  strong  and  tested  for  weight  before 
being  used. 

An  animal  toy  is  twice  as  attractive 
if  it  has  a  voice,  and  the  majority  of 
animals  can  be  made  to  speak  either  by 
pressing  or  turning  the  body  or  by  pul- 
ling a  leather  strap.  The  new  voice  for 
bears  and  cats  is  the  "cuddle  me" 
voice  which  resounds  when  the  body  is 
pressed. 

Whole  Noah's  Ark  in  Variety. 
The  line  is  a  large  one  and  includes 
almost  the  whole  Xoah's  Ark  list.  Bears 
come  in  big  variety — there  are  baby  bears 
dressed  like  dollies,  speed  away  Teddies. 
.p.inted  Teddies  with  sweaters  and 
knickers.  Boston  terriers,  dachshunds, 
squirrels,  elephants,  camels,  creese,  rab- 
bits— gray,  white  and  spotted — roosters. 
hens  and  chickens,  cats  of  all  kinds, 
camels,  lions,  cows,  lambs  and  most  rea- 
listic pink  pies,  also  beautiful  riding 
horses  in  many  sizes.  Roly-poly  cats, 
rabbits,  bears,  and  monkeys  are  shown 
for   the   benefit   of   the   smaller   children. 

Earrings  Selling  Well. 
One  of  the  best  selling  items  in  the 
fancy  jewelry  line  is  earrings.  These  ear- 
rings are  of  the  screw-on  variety,  and, 
therefore,  can  be  worn  without  the  ears 
being  pierced.  The  best  sellers  at  the 
presenl  moment  are  either  the  long  drops 
or  quite  large  rimrs.  and  more  jet  ones 
are  sold  than  of  any  other  kind.  Amber 
is  also  good,  anil  there  are  signs  that 
silver  and  rhinestone  earrings  will  bo 
worn  later,  .let  combined  with  rhino- 
•  tones  are  selling  now.  and  jet  and  coral 
is  also  well  liked.  The  craze  for  ear- 
rings seems  to  have  come  in  with  that  of 
wearing  bead  chains,  and  has  ;rown  al- 
most a-  rapidly,  and  the  majority  of 
611  oowadays  have  taken  to  the 
wearing  of  earrings,  and.  as  before 
stated,  it  is  the  long  drop  and  the  ring 
\anet  \    that   are  soiling. 
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De  Long 
Press  Button 


World's  Flattest 
Fastener 


De  Long 
Hook  and  Eye 


See  That 

hump 

TRADE  MARK    A 
ESG.U.S.  PAT   OFF. 


De  Long 

Safety 

Pins 


Guarded 
Coil 
Rust?  Never!' 


DeLonc  Quality 

--famous  in  two  hemispheres  -becomes 
your  quality  to  the  woman  who  buys 
De  Long  goods  over  your  counter. 

Profit  by  this  fact  to  strengthen 
the  reputation  of  your  Notion 
Department  for  reliability  and 
up-to-dateness. 

Just  now,  it  will  pay  you  to  feature 

DeLong  Press  Buttons 

Worlds  Flattest  Fastener 

The  DeLonc  Hook-up  Eye  Company 

of  Canada,  Ltd. 

St. Marys,  Ontario 


See  "that 

hump? 

TRADE  MARK  REG  U  5  PAT  OFf 

DeLong 
Hook—  Eye~ 


PATENT  INVISIBLE  EYES 


'NU0 


Hook  and  Eye 

Bless  that      ^J  \^ 

Nub! 


TRADE   MARK 
RCG.U.S.PAT.OFF. 


De  Long 
Ho  ok  and  Eye 


Tape 


LOOK 
FOR  THE 
TAGS 
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Odd  Shapes  in  Buttons  for  the  Fall 

Tendency  to  Tailored  Shapes  Revive  the  Waning  Button — Olive 
Shape  the  Most  Popular — No  Abatement  in  Bead  Craz< — New 

Head  Tassel  and  Carved  Pendants. 


Bi   CTONS  are  indispensable  both,  for 
trimming    and    use,    but    tbere    are 
seasons  when  they  are  more  indis- 
pensable than  others.    Though  not  ban- 
ished this  Spring,  for  that  is  mil  possible, 
buttons   have   had   only   a    minor   place. 
New     that      more      tailored    styles      are 
promised,  buttons  are  becoming  of  added 
importance    and    certainly    the    rnanufae- 
turers  have  made  every  effort  to  increase 
their  use  by  putting  out  novel  and  orig- 
inally designed  buttons.  Odd  shapes  rule, 
and  the  new  buttons  come  in  a  big  var- 
iety of  colorings.    Very  few  are  wholly 
of  one  color  but  generally  two  or  more 
colors,    and    a    variety    of    shadings    are 
mingled  so  as  to  blend  in  with  and  yet 
give    a    distinct    color      touch      to 
the  material   they     are     used     to 
adorn. 

The  olive  shape,  more  or  less 
elongated,  and  ridged,  dented, 
ribbed  and  irregular  shaped,  is 
the  favorite.  Among  the  shapes 
bordering  on  the  olive  are  those 
shaped  liked  tiny  Bologna  sau- 
sages,  only  they  come  in  all  colors. 
All  buttons  come  in  what  may 
be  described  as  lumpy  effects. 
Some  are  raised  at  one  side  and 
more  of  them  are  cone-shaped. 
Then  there  are  the  square,  oblique- 
ly cut  cubist  buttons  with  the  top 
striped  or  with  a  mottled  layer 
showing  beneath.  Many  buttons 
are  mixed  in  two  colors,  such  as 
cream  and  gray,  red  and  blue. 
»Teen  and  black,  blue  and 
brown,  yellow  and  myrtle,  in  mot- 
tled effect.  Flecks  and  tiny  bars 
of  gold  also  show  in  some,  while 
buttons  of  solid  color  have  rings 
or  bars  of  another  color.  Main 
buttons  have  contrasting  centres. 
In  expensive  buttons  the  centre  is 
often  of  pearl,  but  this  pearl  centre  is 
well  imitated  with  transparent  celluloid. 
Very  handsome  buttons  of  transparent 
celluloid  imitate  tortoise  shell,  and 
others  show  patterns  in  darker  lines  and 
rings,  while  others  come  in  plaid  effects. 
For    blouses    and     the    tiny       vests       in 

dressy   gowns,  ball-shaped,  cone-shaped, 

and  olive  -shaped  buttons  in  miniature 
sizes  conic  in  all  colors.  Some  are  en- 
ameled in  many  colored  dots;  others 
have   small    flowers    painted    on    the    back 

so  thai   they  show  through,  while  those 

thai  are  best  liked  imitate  small  cameos. 
Amber   buttons   and    amber   combimit  ions 

are  very  much  to  the  fore.   Besl  used  of 

all    are   the   hall    buttons   of   tinted    pearl. 

There    is    an    increasing    use    of   jet    by 


fashionable  dressmakers  and  the  jel  but- 
ton is  a  probability  lor  the  coming  sea- 
son. 

Tbere  is  no  abatement  of  the  craze 
for  bead  necklaces,  and  new  ideas  and 
combinations  are  continually  coming  to 
the  front.  Smart  women  are  most  par- 
tial to  the  very  hum-  chains,  the  major- 
ity of  which  are  of  wood  beads.  Com- 
bination chains  made  of  galith  beads  in 
imitation  of  amber,  coral  and  jade,  and 
in  various  new  shades  are  used  together. 
Amber  and  coral,  both  pink  and  white, 
are  the  big  sellers,  and  crystal  amber 
and  jet  form  one  of  the  most  popular 
combinations. 

Expensive    neck-chains   come    in      the 


NOVELTIES    IN    CELLULOID    AND 
GALALITB    BUTTONS. 

First  row,  from  top  down:  l,  Double 
olive  in  coral  red;  2,  Transparent  celluloid 
iii  nacre  effect,  with  markings  Of  black 
and  gray;  3,  Cubisl  button,  black  ami 
white  stripes,  ou  black  cube;  4,  Square 
sunk  center  in  tans  and  brown,  edge 
black. 

Middle  row:  1.  Cylinder  o(  French  blue. 
ends  white:  '_',  Sausage  shape  in  coral  red; 
;;,  Oblong  of  white  with  mound  center  in 
black;  i.  Striped  ball  centre,  edge  gray; 
...  Cone  of  transparent  celluloid  with  mark- 
ings of  black. 

Third  row:  1.  'fete  de  negre  olive  with 
lawn   strq>e   down   the  center;   2,   Black  ami 

red  plaid  on  transparent  celluloid  ground; 
:>.  Cubist  button  in  black  and  white;  4, 
Leather  button,  shown  by  A..  Weyeratall 
&  Co. 
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real  stones  with  very  large  beads  in  the 
centre,  and  graduating  down  to  those 
of  moderate  size  at  each  end.  Neck 
chains  with  pendants  of  Chinese  de- 
sign attached  to  the  chain  by  beads  are 
shown.  In  place  of  the  pendant  a  long 
tassel  of  jet.  or  jet  and  crystal  beads 
is  often  seen. 

So  great  is  the  sale  that  the  ques- 
tion is  often  asked  as  to  how  long  the 
fashion  is  going  to  last.  There  is  cer- 
tainly no  sign  of  abatement  and  the 
demand  is  decidedly  on  the  increase  as 
the  fashion  of  wearing  beads  is  spread- 
ing to  (lie  smaller  centres.  Beads,  in 
the  opinion  of  those  in  closest  touch  with 
the  situation,  are  to  be  worn  for  some 
time  to  come,  and  the  chain  of 
beads  will  form  an  important  item 
all  through  the  Fall  season. 

Silver  plate  brass  frames  are 
seemingly  very  popular  in  hand- 
bags. The  deep,  narrow  shaped 
bai's  are  good  sellers. 

(oral  rosebuds  are  used  on  jet 
jewelry,  the  earrings  being  espec- 
ially popular. 

Both  black  and  white  moire 
shopping  hairs  are  fitted  with  van- 
ity fixings,  have  a  small  double 
purse  and  single  -trap  handles. 
Almost  flat  napkin  rings  of  sil- 
ver and  napkin  clips  of  a  larae 
initial  are  for  sab'  in  some  >' 

Corsage  sachets  are  in  square 
and  heart-shapes  of  satin  ribbon 
edged  with  Val  and  after  a  bow 
is  added  in  a  fancy  box  one  or 
more  sachets  form  a  frequent  gift. 
From  Vienna  come  dainty 
leather  watch  bracelets  with  the 
watch   very   small. 

New   belt   buckles   in    A»toe   de- 
signs are  of  -jilt,  silver  or  enamel 
with  large  semi-precious  stones 
of  Mexican  opals,  sapphires,  blood- 
stones,   jade    effects,    etc. 

@ 


FANCY  NOVELTIES. 

Tortoise  shell  umbrella  handles  are 
set    with  amber,  topaz,  amethyst,  etc 

Animals  and  birds  are  favorite  forms 
just    now    with    stones    for   the   eyes.  etc. 

.let  and  coral  necklace-  are  very  af- 
fective, ending  in  a  long  spike-shaped 
piece  o\'  jet. 

Match  boxes  of  white  ware  are  orna- 
mented with  little  Dutch  boys  and  maid- 
ens wtih  round  faces  and  wide  opened 
eyes:  tilled  with  candy  these  are  inter- 
esting souvenirs   for  children's  parties. 
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— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 


If  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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Veiling   Novelties 

Colored  Bugs  and  other  animals 
the  latest  in  beauty  spots. — I  •or- 
dered hexagons  a  favorite  line. 
—Velvet  and  chenille  spotted 
borders  the  newest. 

TI1K  present  season  is  proving  an 
extra  good  one  for  veilings,  and. 
provided  it  comes  within  certain 
prescribed  lines,  nearly  everything  is 
selling.  Most  probably  because  they 
would  overpower  the  small  hat,  all  pat- 
terns are  on  the  neat  and  modest  order. 
Perhaps  some  may  say  that  this  does 
not  apply  to  the  bug,  lizard  and  snake 
patterns  in  realistic  colors,  but  there  is 
only  one  or  at  least  two  of  these  ani- 
mals to  the  veil,  and  then  the  ground  is 
the  neatest  of  hexagon  or  net  meshes. 
A  new  idea  is  the  bug  in  black  on  a 
flesh-colored  veil  in  hair-line  mesh.  The 
bug  is  embroidered,  and  the  wings  are 
separate,  so  that  they  hang  loose.  This 
is  an  extreme,  and,  while  the  sale  is  cer- 
tainly limited,  such  goods  draw  the  at- 
tention of  customers  to  the  department, 
and  is  a  clear  evidence  thai  you  put  in 
the  novelties  as  they  ciMiic  along.  All 
beaut)  patch  ideas  are  well  liked,  and 
spots,  stars,  crescents  and  many  other 
forms  are  good. 

Bordered  veilings  are  coming  into 
high  favor,  the  best  sellers  being  the 
hexagons  with  narrow  borders.  Some 
are  conventional,  but  others,  and  the 
newer  ones,  show  borders  formed  of 
-mall  chenille  dots.  The  harem  veil, 
with  the  upper  part  of  a  light  net  and 
the  lower  in  patterned  net,  is  still  in 
favor,  only  the  lower  and  patterned  half 
ie   qovi    treated  as  a   very  wide  bolder. 

and  chenille  and  velvet  dots  are  intro- 
duced. 

Snme  hi'  the  new   bordered  veils  show 

the    double    border      that     is.    the    border 

on  each  edge  is  different,  and  the  veil 
maj  he  uurn  m  either  way.  making  a 
t  w  ii  in-one  veil. 

The  ToSCa  a  I  liree  cornered  \  eil  with 
line  corner  rounded  and  woven  SO  that 
it  lit-  n\  er  the  lial  or  under  the  chin  is 
popular   in    the  hexagon    me-h    with   scroll 

der. 


Linen  Collars  Well  Taken 

Plain  Organdie  and  Swiss  Collars  Have  Led  Up 
to  Collars  of  Unstarched  Linen  and  Pique — 
Guimpes  Show  Vests  and  Collars  <>r  Organdie  or 
Have  Frills  of  Same  or  of  Picot-edged  Net — 
Demand  for  Ruffs. 


Til',  soft  roll  collars  made  of  trans- 
parent organdie  or  Swiss,  with  lit- 
tle stiffness,  that  come  in  the  var- 
ious styles  known  as  the  Gladstone,  the 
Norman  and  the  Medici  arc  still  the  best 
sellers,  but  it  is  becoming  more  and 
more  evident  that  their  prim  severity  is 
preparing  the  way  for  linen  collars. 
These  plain  organdies  are  now  being  fol- 
lowed by  collars  nf  linen  or  pique,  either 
detachable  or  attached  to  a  vest.  These 
linen  collars  are  beginning  to  be  shown 
and  are  being  well  taken  up.  But  after 
all  it  is  the  organdie  collar  that  is  the  big 
<eller.  and  though  the  style  range  is 
Mime  limited  than  it  was,  there  is  no 
lessening  of  the  volnrne  of  sales.  On- 
doubtedly  also  the  trend  is  towards  the 
"ew  unstarched  pique  and  linen  collars, 
;iml  these  collars  are  shown  in  Hat,  as 
well  as  rolling  and  high  wired  forms. 
Demi-tailored  wing  collars  similar  to 
those  worn  by  men  have  ties  as  a  finish  j 
Linen  and  pique  collars  also  come  with 
vestees.  These  collars  have  taken  be-t 
in  pure  white,  but  there  are  models  made 

nf  striped  linen  and    soi 'I'  the  pique 

collars  have  colored  embroidery  and 
French  knots. 

Guimpes  are  big  sellers.  They  -how 
low  necks  and  square  V  finishes.  The 
newest  have  organdie  collars  and  vests 
of  the  same.  These  collars  are  finished 
wit  h  picot  edues  and  t  rimmed  w  il  Ii  hem- 
stitching. Some  of  them  have 
stitched  or  picot  edged  frills  of  organdie 
or  organdie  Trills  with  scalloped  em- 
broidered edges.  The  collar  and  vest 
effects  are  mounted  upon  net  and  the 
•juimpe  comes  just  below  the  busl  line 
and  is  held  in  place  by  elastic.    Many  of 

the    guimpes    have    UO     pieces    under    the 

arms  and  t  herefore  no  ai  mboles,  a-  are 
more  comfortable  and  do  not  bind  when 
they  are  absent.  When  lace  i-  used  it 
is  of  the  shadow  variety  hut  organdie 
i-  more  fashionable  than  lace  at  pre- 
sent. 

The  heavy  demand  for  ruffles  and 
pleatings  continues.  Pleatings  are  of 
lace   ami   net    and   also  of   organdie,   with 

the  edges  hemstitched.   Besides  pleatings 

I   ere   is  a   big  demand   fur  rufflings  of 

e,i.       These     rufflings    have    many     uses. 

T  e\  transform  tie  %-length  sleeve  into 
.me  of  7^  or  full  length.  They  are  used 
fur  tuckers  ami  vestees,  and  also  for 
making  net  camisoles  with  the  addition 
of  ribbon  I  ies  and  shoulder  straps. 

Rather  unexpectedly  ha-  arisen  a  de- 
mand  for  rntl'-  made  of  tulle,  tulle  and 


CUEKE1ES    IX    YOUR    VEIL. 


Fruit  unit  if-  an'  new.  Hunches  of 
grapes  and  bunches  of  cherries  in  shadow 
effect  on  tine  mesh  ground.  Shown  by 
Thompson   Lace  4   Veiling  • 


chiffon,    or    of    ribbon.     These    ruffs    are 

often  made  in  two  color-  or  in  two 
shades  of  the  one  color.  Those  made  o\' 
moire  ribbon  are  the  newest. 


a 


Lambert  &  Lambert.  Bramptonville. 
Que.,  general  merchants,  have  dissolved 
partnership. 

The  Smith  Trading  Co..  Elgin,  Man., 
have  succeeded  T.  B.  Cunningham,  gen- 
eral merchant. 


DRESS    ACCESSORIES 
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Needs 

of  the 

June  Bride 


=®= 


Vanity  Spot  Veilings 

Lace  Collars 

Fancy  Laces 

Crepe  Flounces 


=®= 


Bridal  Wreaths  and  Veils 
Flowered  Crepes  and  Chiffons 


ETC.,  ETC. 


I  See 


Our   New   Fall    Samples 

with  "FLARE"  Trimmings 

Mail  Orders  Promptly  Attended  To 


sor?  Lace  feVeilin 


LIMITED 

ipdtoi?  Sl.West.ToronftWOM. 
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DRESS    ACCESSORIES 


For  Bridal   Month  of  June 

Most  Departments  Can  Take  Advantage  by 
Showing  Articles  Bride  is  Sure  to  Need — Some 
Hints  on  Displaying  (Joods. 


THE  June  bride  is  an  interesting 
person  fco  the  dry  goods  mer- 
chant, for  she  offers  to  him  a 
fruitful  source  of  increase  in  business. 
Therefore  he  is  early  in  the  field  with 
plans  for  attracting  the  attention,  not 
just  of  the  young  woman  preparing  her 
wedding  outfit,  but  also  for  securing  the 
trade  of  the  wedding  guests  and  for  the 
supplying  of  their  wedding  toggery,  and 
also  the  presents  that  they  may  be  pre- 
paring to  give  the  happy  bride. 

More  and  more  every  year  is  shopping 
made  easy,  simply  because  merchants, 
spurred  on  by  the  keenness  of  competi- 
tion find  it  to  their  interest  to  suggest 
and  anticipate  every  possible  want. 
Every  department  carries  goods  that 
the  bride  needs  in  the  planning  of  her 
out  lit,  and  these  goods  should  be  given 
special    prominence. 

Either  a  case  or  cases  can  be  trimmed 
with  these  articles,  with  white  satin  rib- 
bons and  orange  blossoms  used  as  the 
decoration,  or  bride-like  decorations  can 
be  used  for  the  department  trim. 

The  dress  accessories  department  can 
make  a  very  special  appeal,  for  delicate 
laces  form  an  indispensable  part  of  both 
the  outfit  and  the  wedding  gown.  Rich 
flouncings  of  real  lace,  if  the  bride  is 
wealthy,  or  of  one  of  the  many  clever 
imitations  of  the  old  needle-wrought 
laces  if  her  purse  is  a  limited  one,  trim 
the  bridal  gown.  Silver  lace  is  the  high 
novelty  this  season,  the  lace  being  of 
the  very  light  shadow  variety.  The 
daughter  of  the  President  of  the  United 
States,  who  was  married  last  week,  had 
her  ivory  white  satin  dress  draped  with 
old  point  lace.  The  neck  was  finished 
with  tulle,  and  the  long  sleeves  were 
also  of  tulle. 

The  Veil. 

The  veil  is  a  most  important  item,  and 
the  majority  of  veils  are  of  tulle,  though 
very  rich  veils  of  lace  are  also  worn. 
The  majority  of  veils  are  arranged  in 
cap  fashion,  allowing  the  rest  of  the 
veil  to  fall  in  folds  over  the  shoulders 
and  train.  As  a  rule  orange  blossoms 
are  used  to  confine  the  veil,  but  for  a 
change  strands  of  pearl  heads  are  used, 
with  the  pearls  forming  a  long  rope  that 
hangs  down  below  tin1  waistline  in 
front,     A   new    veil  that   is  very  beoorc 

ing  is  of  tulle  or  net   edged   with  a  tlounce 

of  lace,  which  is  wired  along  the  edge 

where   the   cap    is   formed    so   that    it    rolls 

bach  from  the  face  and  reveals  the  hair. 

Where    it     was    not     convenient     to    show 

the    \iil    ami    it--    adjustment,    pictures 


might  be  cut  from  different  fashion 
papers  and  mounted  on  cards.  Gilded 
in--.  <ln\es,  plaster  eupids  are  all  ap- 
propriate decorations  for  such  a  display. 

Boudoir  Caps  and  Camisoles. 

Now  that  the  majority  of  neckwear 
departments  feature  boudoir  caps  and 
camisoles  there  should  be  no  difficulty 
in  getting  up  an  attractive  bridal  dis- 
play. Boudoir  caps  are  needed  for 
traveling  and  for  morning  wear,  and 
every  bride  is  laying  in  a  supply. 
Camisoles  are  worn  with  every  elaborate 
ilre>-.  and  are  so  pretty  that  they  will 
sell  not  only  to  the  bride  herself,  but  to 
her  girl  friends  who  are  in  search  of 
something  appropriate  for  showers.  The 
choicest  neckwear  should  make  a  de- 
linite  appeal,  as  guimpes,  vestees,  girdles 
and  collars  are  all  needed  accessories. 

The  bride  needs  gloves,  not  only  for 
the  wedding,  but  to  go  with  the  goinir- 
away  gown  as  well.  Gloves  suitable  can 
be  best  shown  in  a  glass  case  with  the 
same  decorations  as  advised  for  show- 
ing lace  and  neckwear. 

It  is  by  making  such  special  exhibits 
and  by  thinking  as  it  were  for  the  cus- 
tomer, and  anticipating  her  needs  and 
wants,  that  the  big  departmental  stores 
have  built  the  business  they  enjoy.  The 
methods  they  use  can  be  applied  to  more 
limited  businesses,  only  they  have  to  re- 
ceive modifications  in  most  cases  to  suit 
them  to  the  needs  of  the  particular 
store. 


Velvet  Ribbons 

Stronger  demand  this  season 
than  fur  some  years— Big  vari- 
ety ft'  colors — Big  Ribbon  - 

son. 

MONTREAL,  May  19.— (Special.) 
-  As  the  season  advances  vel- 
vet ribbons  are  much  in  de- 
mand, and.  judging  from  the  present 
outlook  they  will  be  stronger  this  year 
than  for  many  seasons  past.  Of  course, 
there  is  always  a  lot  of  black  velvet  rib- 
bon sol.l  at  this  time  for  milliner;  and 
trimming  purposes,  hut   this  year  there 

i-  a  derided  VOgUB  for  colored  \el\el 
ribbons.  All  colors  are  good,  hut  the 
m.>st    p. .pnlar  -eem   to  he  purples,  greens. 

cerise,  tan-.  Base,  royal,  tango  ami  ma- 
hogany,     Other   -hades   are   being   a-ked 

for.  Inn  thus.,  mentioned  have  firsl  place 
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Organdie     novelties,     shewn     by     Flett, 
Lowndes  &  Co.,  Ltd. 


in  popularity.  The  widths  mostly 
favored  are  7.  9.  12.  l(i  and  30. 

The  call  for  all  kinds  of  ribbons  con- 
tinues hrisk.  and  wholesalers  are  kept 
busy  filling  orders  tor  immediate  wants. 
it  all  widths  and  shades.  In  some  lines 
there  is  difficulty  now  in  giving  the 
assortment  desired.  The  unprecedented 
demand  this  Spring  has  taxed  t lie  manu- 
facturers to  the  utmost,  and  orders 
placed  by  the  jobbers  last  Fall  have  not 
yei  been  completed.  The  manufacturers 
have  been  trying  to  satisfy  all  their 
clients  by  dividing  up  the  shipments  and 
giving  some  here  and  some  there  to  try 
to  tide  over  the  situation.  The  retailers 
who  ordered  early  certainly  made  no 
mi-take  this  year,  as  many  who  pot  off 
placing  their  orders  are  now  in  a  <pian- 
darj  as  to  what  to  do  to  gel  the  goods 
their  customers  are  asking  for. 

Moire    weaves  -till     in    a    strong 

position,  while  taffetas  and  failles  in 
new  shades  art1  good.  Roman  stripes 
and  bayadere  stripe  effects,  and  plaids 
and  some  fancy  figured  designs,  are  be- 
ing well  taken.  On  the  whole,  the  rib- 
bon business  is  bearing  out  tin-  advance 
notices  that  have  been  given  from  time 
to  time,  that  this  would  he  one  "f  the 
hisr'_re-t  ribbon  seasons  the  trade  has 
ever  seen, 


DRESS    ACCESSORIES 


Dry  Goods  Review 


Widths 
7-9-12-16 
and  30 
Black 
and  all 
Shades 


VELVET 
RIBBONS 


THIS  IS  THE  HARVEST  TIME  IN   THE 
RIBBON  BUSINESS 

and  velvet  Ribbons  are  as  usual  just  beginning 
to  be  in  REAL  demand. 

They  are  being  used  for  every  purpose  in  Women's  Apparel — on  Hats, 
for  Dress  Trimmings,  Sashes  and  Girdles,  etc. 

The    BARRY    range    is    complete    in    BLACKS    and    all    the  VERY 
NEWEST  SHADES. 

SEND  for  a  new  Shade  CARD  and  let  us  have  your  order  while  the 
range  is  complete. 


Walter  H.  Barry  &  Co. 


Winnipeg  Branch  . 
222  McDermott  Avenue 


6  St.  Helen  Street 
MONTREAL 


"THE  SPECIALTY  RIBBON  HOUSE" 
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T  CLEVELAND  STYLE  SHOW. 


Cleveland   Sets   Ban 


No  More  Will  They  Prove  a  Theme  for  Humor  of 
Cartoonists  —  More  Conservative  Movement  in 
Progress — Close-fitting  Skirl  and  slit  Are  Tabooed 
— Important  Convention  of  National  Association. 

Covered  for  The   Review  l>\-  Florence   Dai 


CEVELAND,  May  L2  (Special).— When  the  snow  Hies  next  Fall 
the  woman  of  fashion  will  be  both  picturesque  and  modest. 
This  is  the  edict  of  the  four  hundred  members  of  the  National 
Cloak,  Suit.  Skirt  and  Dress  Manufacturers'  Association  who  were 
gathered  together  on  the  eighth  and  ninth  of  this  month  at  the  Hotel 
Sutler,  in  this  city,  for  their  twenty-fourth  Semi-annual  Convention. 
President  John  1'.  Bovland  of  Chicago.,  presided  at  all  sessions 
and  opened  the  convention  with  a  few  words  of  greeting. 


This  suit  illustrates  the  fanciful  cut- 
ting thai  is  so  much  seen  vn  tfa  make- 
up of  tht  I"  a  suit  coat,  also  the  finger 
length.  Th\  new,  long  tunic  ana  plain 
underskirt  form  the  most  interesting 
,h  ,-,  lopnn  at   from    the  style   point   of 


Freak  Styles  for  Cartoonists. 

No  line  offers  more  vexations,  said  President  Hovland  than  the 
garment-making  industry.  But  the  day  of  making  freak  styles  for 
the  benefit  of  the  humorists  and  cartoonists  is  happily  past.  The 
sky  was  never  bluer  nor  the  sun  brighter  than  it  is  for  this  industry 
to-day.  We  all  rejoice  in  the  general  trend  toward  more  artistic 
lines  and  more  modesty  in  dress." 

These  words  sounded  the  keynote  of  the  style  aspect  of  the  con- 
vention. The  close-fitting  skirl  is  no  more,  and  the  slit  skirt  may  as 
well  be  relegated  to  the  rag  bag.  Grace  and  picturesqueness  have 
been  left  to  the  woman  of  fashion. 

Convention  business  occupied  the  time  largely  on  Friday,  but 
on  Saturday  the  report  of  the  style  committee  and  the  display  of 
advance  models  were  of  paramount  interest. 

The  question  in  every  one's  mind  was  doubtless  the  trend  of  cer- 
tain style  tendencies  now  visible.  For  instance,  would  the  bustle 
blossom  out  into  a  hoop  or  would  the  woman  of  fashion  displace  her 
furbelows  next  Fall  and  become  once  again  the  little  brown  wren  of 
the  strictly  tailored  type  .' 

Neither.     Next   Kail's  styles  will   be  as  artistic  and  feminine  as 
ever.     Lines  will  be  normal  and  graceful.     In  general,  long  graceful 
lines  will  be  seen,  which  will  echo  the  period  of  1870.     The  waist  line 
will,  as  a  rule,  go  back  to  the  area  where  waists  are  actually  supp 
to  be,  sleeves  will  be  more  normal  and  colors  more  subdued. 

Jackets  Will  be  Longer. 

Analyzing  more  carefully  the  details  of  the  suits  offered  by  the 
designers  "for  the  coming  Fall,  we  find  that  in  general,  jackets  will  be 
longer  than  those  worn  tins  Spring.  The  official  length  is  referred  to 
as  "finger  length  or  longer,"  bul  the  onlooker  after  seeing  number- 
less models  gleans  the  general  impression  of  many,  short  or 
effects  in  front,  with  long  plain  or  plaited  postilion  backs.  The  sales- 
woman who  has  just  succeeded  in  educating  her  public  op  to  the 
point  of  buying  ••fancy"  suits  may  feel  thai  she  has  -cored  a  point 
for  ne\l  Fall's  business.  The  fancy  is  again  m  evidence.  Many 
jackets  are  intricately  cut,  with  cleverly  designed  set-in  piece-  giving 

the  effect    of   fullness  at    the  back   or  -ides. 

Cape  Effect  Strong. 

Without  doubt  the  big  noveltj  effect  of  the  Winter  is  the  cape 

and  tin-  runs  n- in  through  every  class  of  outer  garments,  including 

sun-,  jackets,  coats,  dresses  and,  of  course,  the  new  capes  themselves 

In  jackets  il  is  the  mosl  important  noveltj  innovation  of  the  year,  as 

the  vest   feature  which  is  often  seen  was  Strongly  heralded  this  Spring. 

In  the  suit  .jacket  the  waist  line  is  normal  and  the  set-m  sleeve 
often  shows  a  sloping  shoulder  effect.  In  both  oats  and  jackets, 
slee\ es  are  long. 

Skirts  Fuller  and  Shorter. 

Skirts  are  e\  en   more  important    than   they  have  been  during  the 

past  season,  plaited,  flaring  and  long  tunic  skirts  being  much  in  evi- 
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On  Freakish  Styles 

Capes  Prominent  Feature  of  Fall  Models  —  Skirts 
Fuller  and  Not  as  Long  —  Sleeves  More  Normal  — 
New  Material  Like  Crushed  Plush,  Peau  Moire  — 
Complete  Report,  With  Photographs  of  Models. 

Special  Representative  at  Convention. 


dence.  Skirts  are  fuller,  and  a  little  shorter,  some  of  them  showing 
groups  of  plaits  but  the  tunic  in  varying  forms  still  reigns  supreme, 
as  the  most  important  trimming  feature  of  the  skirt.  Some  tunics  are 
plaited,  others  gathered,  and  apron  effects  are  noticeable.  When  the 
long  tunic  is  employed  the  underskirt  continues  to  be  rather  narrow. 
But  looking  at  the  skirt  situation  as  a  whole,  it  begins  to  seem  evident 
that  street  railway  companies  will  not  be  obliged  to  make  over  their 
cars  in  order  for  their  women  passengers  to  alight,  nor  for  limousines 
to  be  built  with  extra  running  boards  near  the  ground.  A  little  extra 
widtli  will  take  care  of  these  emergencies. 


Coats  in  Three-Quarter  Length. 

The  separate  coat,  three-quarter  length,  evidently  will  predom- 
inate, though  some  successful  models  were  discovered  in  the  longer 
lengths.  There  is  a  tendency  for  the  three-quarter  coat  to  slope  up  a 
little  in  the  front,  and  the  deep  exaggerated  armhole  is  seen  more 
often  in  these  garments  than  in  the  suit  coat.  Coats  have  been  devel- 
oped along  a  variety  of  lines.  The  Winter  sport  coat  is  a  smart 
affair,  of  large  plaid  or  check  material,  almost  invariably  worked  out 
with  the  new  cape  feature,  while  separate  coats  for  utility  and  evening 
wear  are  strongly  featured.  Among  the  separate  coats,  the  dress  and 
semi-dress  models  made  of  the  rich,  soft  pile  fabrics  are  important. 

A  number  of  lovely  models  in  the  new  long  piled  fabric  called 
peau  moire,  show  tunic  or  cape  effects.  This  tunic  idea  as  applied  to 
the  separate  coat  is  new  and  rather  striking.  The  tunic  hangs  either 
from  the  shoulder  or  from  the  yoke.  It'  shows  fullness  and  is  either 
looped  up  and  caught  to  the  grament  at  the  bottom  or  left  to  hang 
free. 

In  coats  and  suits  the  effect  of  standing  away  from  the  neck  at 
the  back  is  often  managed  by  the  arrangement  of  the  fullness  rather 
than  with  the  collar  itself. 


Capes  Have  "Arrived." 
The  cape  coat  and  the  cape  deserve  separate  discussion. 


Every 


day  the  cape  idea  is  growing  in  importance,  and  the  first  step  toward 
convincing  the  customer  of  the  vogue  for  the  cape  wrap,  is  doubtless 
the  conviction  on  the  part  of  the  salesperson  that  the  case  is  "right." 
The  man  or  woman  who  attended  this  meeting  could  not  have  doubted 
that  the  cape  had  come,  even  if  the  many  pictured  cape  costumes  from 
Paris  have  so  far  failed  to  convince  them.  Just  how  far  the  fad  will 
go  may  still  be  a  matter  of  speculation,  but  already  the  cape  has 
taken  the  field  for  dressy  wraps  for  Spring,  and  this  tendency  is 
plainly  marked  in  the  garments  shown  for  Fall. 

Three  Types  of  Capes. 

The  cape  idea  has  three  interpretations.  First  there  is  the  cape 
coat,  a  garment  with  sleeves,  but  with  a  loose  cape  thrown  over  the 
coat  either  separate  or  with  cape  fronts,  the  back  being  the  coat 
proper. 

Then  there  is  the  sleeveless  coat  with  cape  effect,  a  wrap  with 
coat  foundation,  but  no  sleeves.  And  thirdly  there  is  the  cape  proper 
without  coat  foundation,  but  the  smartest  showing  a  vest  effect. 

Most  of  the  sport  coats  show  the  cape  attachment.  For  sport 
wear  the  garment  with  sleeves  is  shown,  but  there  seems  to  be  a  slight 
preference  on  the  part  of  some  makers  for  the  models  without  sleeves. 

Favorite  Materials. 

Among  the  materials  which  will  be  used  for  coats  and  suits,  one 

new  note  is  noticeable  at  once,  and  that  is  in  the  revival  of  broadcloth. 

For  the  elaborate  cut  of  many  of  the  garments,  the  plaited  postilion 

(Continued  on  page  30.) 


AT  CLEVELAND  STYLE  SHOW. 


Capes  have  come  to  the  front 
so  quickly  that  there  is  no 
longer  any  doubt  ax  to  their 
general  acceptance.  For  Winter 
wear  the  cape  coat  promises  to 
be  the  most  practical  develop- 
ment. Note  moired  plush  ma- 
terial, far  collar  and  bands  of 
far. 


Official  Report  of  the  Style   Committee 


The  Style  Committee  of  your  asso- 
ciation begs  to  file  herewith  its  report 
governing  women's  ready-to-wear  gar- 
ments for  the  Full  and  AVinter  of  1914. 
compiled  as  concisely  as  is  in  keeping 
with  the  necessary  (dear  understanding 
of  what  is  correct  and  good  style.  These 
recommendations  constitute  the  basic 
foundation  of  garment  construction  for 
the  coming  Fall  and  Winter  and  the 
framework  upon  which  will  be  built  the 
prevailing  styles  of  garments  designed 
for  well-dressed  American  women.  Each 
type  of  garment,  however,  is  amenable 
to  individual  treatment  by  the  indivi- 
dual  manufacturer. 

Suit  Styles. 

Suit,  .jackets  will  be  finger-tip  length 
and  longer,  with  set-in  sleeves  and  slop- 
ing shoulder  effects.  They  will  be  dis- 
tinguished by  graceful  lines  conforming 
to  the  now  silhouette,  namely,  a  tendency 
toward  a  normal  waistline  with  fullness 
at  the  sides  or  back  of  the  jackets. 

Skirts  will  ho  a  very  prominent  fea- 
ture of  the  Fall  suits.  Pleated,  flaring 
and  long  tunic  skirts  will  be  much  in 
evidence.  When  the  long  tunic  is  em- 
ployed the  underskirt  will  continue  nar- 
row.    Skirts  are  somewhat  shorter  also. 

Coats  and  Capes. 

Coats  in  three-quarter  length  will 
predominate  many  being  cut  shorter  at 

the  front. 

A  decided  feature  will  be  the  coat 
cape    developed    in    a    variety    of    novel 

tonus. 

Separate  capes  for  utility  and  even- 
ing wear  will  be  desirable.  A  waistcoat 
effect  will  be  a  useful  and  attractive 
feature  in  the  construction  of  capes. 

Materials — Trimmings. 

Materials  to  be  employed  include 
mixtures,  checks,  zibolino.  broadcloth. 
duvetyn  and  a  variety  of  new  pile  fab- 
rics, such  as  novelty  velvets,  broadtails 
and  plushes.  Fur  bands,  fur  edgings, 
fur  collars  and  ornaments  such  as  cords 
and    tassels   will    be    freely    used. 

Styles   ill   Dresses. 
The   style   committee   on    dresses   for 

the    Fall       season       of    ]!UI.    reported    as 

follow  s: 

The  principal  changes  will  lie  a  slighl 
amount     of     additional     fullness      in     1 1 1  <  - 

skirt,  which  will  be  shorter,  and  the  e\ 


1 1  nsive  use  of  the  long  tunic,  either  from 
a  yoke  or  from  the  waistline.  The  tunic 
may  be  of  a  pleated,  plain  or  irathered 
iter.  Pleats  will  be  used  in  some 
instances  in  the  underskirt. 

Waistline. 

The  waistline  will  tend  more  toward 
the  normal  in  the  tailored  effects,  while 
in  party  and  evening  gowns  the  waist- 
line will  be  either  high  or  ext  remely  low. 

Sleeves. 

Sleeves  in  either  tailored  or  street 
dresses  will  be  long,  and  those  in  even- 
ing dresses  will  be  very  short,  in  ex- 
treme evening  gowns  there  will  be  an  ab- 
sence of  any  sleeve,  shoulder  -trap 
ing  used  with  a  shoulder  cape  of'  trans- 
parent material. 

Accordeon  pleating  will  be  featured  in 
dancing  frocks,  to  supply  the  need 
created  by  the  present  dancing  craze. 

Another  style  feature  will  be  the  re- 
vival of  the  basque  effed  combined  with 
a  tunic  style. 

Fabrics. 

Stripes,  plaids  and  printed  fabrics 
will  be  used  extensively,  either  in  entire 
srarments  or  in  combination  with  plain 
materials.  The  wool  cloths,  which  will 
again  he  in  demand  for  tailored  dresses. 
will  embrace  broadcloth-,  serges  and 
satin-faced  materials,  while  crepe  fab- 
rics and  poplins  will  maintain  their 
place  in  the  popular  demand. 

Silks   of  a   satin-faced    character   will 
be    a    prominent    feature,    while    en 
radiums  and   other   soft  silks  will   hold 
their  present   strong  position. 

Taffetas,  radiums  and  crepes  in  the 
lighter  shades  will  be  extensively  used 
in  evening  and  dancing  dresses,  and  the 
revival  of  basques  will  cause  the  con- 
tinuance of  the  demand  for  taffetas  in 
the  more  sombre  colors. 

It  is  with  extreme  pleasure  that  your 
style  committee  is  able  to  offer  the  fore- 
going st vie  recommendations  to  the  pub- 
lie  as  a  whole,  as  the  general  styles  re- 
commmended  are  of  a  far  more  becom- 
ing nature  to  all  tiuuros  than  those  that 
lave  been  in  VOgU6  for  many  seasons. 
anil  the  woman  who  has  had  difficulty  in 
the  last  t'ew  seasons  in  securing  a  style 
adapted  to  her  figure  and  needs  will  find 

that  style  creators  and  designers  have 
Looked  well  to  her  interests  in  producing 
the  styles  which  will  be  worn  in  the 
Fall   and   Winter  of   191  1. 
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READY-TO-WEAR     GARMENTS  Dry  Goods  Review 


NEW  RANGE 

FOR  SPRING  1915 

READY  FOR  INSPECTION 
JUNE  15th,  1914 


In  this  range  you  will  find  all  the 
newest  ideas  in  regard  to  style  and 
materials  in  : 


LADIES',  CHILDREN'S  AND 

INFANTS'  WHITEWEAR. 

CREPE  NOVELTIES 

House    Dresses,    Children's   and  Infants' 

Dresses 

(Colored  only) 
Kimonos,        Dust  Caps,     Wrappers 

UNDERSKIRTS 

Latest  designs,  newest  materials.  Many  attrac- 
tive novelties  in  underskirts  are  shown  in  this 
range. 


VtlcmfceaC 
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I;  i:  A  D  Y-TO-WE  AR     GARMENTS 


Dry  Goods  Review 


Till:    TREND. 
I~"»  REA  K  styles  are  on  the 
t~*     want .     Even  the  waist 
line  is  <  xhibiting  a  tt  n- 
d,  ncy  to  ii  turn  l<>  the  gener- 
ally accepted  postilion.     The 
plain  set-in  sleeve  is  com  in;/ 
and  colors  arc  more  subdued. 

Suit    coals    arc    ji ng,  r-le ngl It . 

bat  many  models  are  cut 
short  in  front  and  show  vest 
effects  with  long  plain  or 
plotted  postilion  backs. 
Man;/  are  intricat<  ly  cat  with 
cleverly  designed  set-in  pieces 
nl  tin  sides  giving  fullness. 

The  cape  is  the  big  novel- 
ty and  is  applied  in  many 
•ways  to  the  suit  coat.  Skirts 
are  wider  and  shorter  and  the 
long  tunic  is  paramount  ami 
sometimes  plain,  sometimes 
pleated. 

(OATS.  —  Three-Quarter 
lengths  predominate  in  coals 
though  notable  models  are 
longer  and  nearly  every 
model  carries  some  cape  fea- 
ture. Capes  are  shown  but 
chit  fly  for  evening  wear. 
Sports  coals  have  cape  attach- 
ments-. 

DRESSES.— The  dancing 
craze  <  vidently  has  a  strong 
influence  on,  dress  fashions. 
Evening  gowns  show  the 
waist  placed  rather  high  or 
slipped  down  to  the  hips.  Day 
dresses    hare    long    sleeves; 

evening  gowns  have  cap8  of 
lace  ami  shoulder  straps. 

MATERIALS.— The  reap- 
pearance of  voile  is  im pori 
ant,  and  many  of  the  silts 
used  for  dresses  were  of  I  he 
satin -faceil  elinracli  r.  Silk 
anil  wool  crepes  were  import- 
ant also  broadcloth  for  street 

dresses,      as      well      as     si  ryes 

and     satin-face, I     materials. 

Many     hroinlc/ol h    sails    in  re 

noted,  ami  broadcloth  was 
used  in  suitable  u eights  for 
coals  anil  dipt  s. 

Peau       moire,      a       nminil 

plush,  is  favored  for  coats 
ami  wraps,  als,,  novelty  m  l- 

ei  Is.      broad 'tail .      plush      and 

other    pil'     fabrics.      Check 

mi. el  ares.     ;ih,  Ii  in  .     ami     dn- 
fi  tun  ari    i  nehiili  il  i  n   I  In    ma 
h  rials   us,  ,1. 

TRIMMINGS    consist    of 

bands  of  far.  fur  <  ih/i my  mid 
collars  and  tassi  I  and  cnnl 
ornami  nts.       l.ibi  nil    as,     nas 

made  of  Roman  striped  silks 

ami  ri  Id  Is  lo  trim  sails,  coats 
a  a  1 1  il r,  ss,  s 


SETS  BAN  ON  FREAKISH   STYLES. 

( i  lontinued  from  page  27). 
backs,  i  in-  simulated  capes,  the  flare  ef- 
fects, ami  the  ripples  with  which  many 
of  these  garments  are  fashioned,  supple 
broadcloth  is  the  ideal  fabric  because  of 
the  graceful  way  in  which  it  hangs.  A 
second  new  note  which  may  be  mention- 
ed is  the  appearance  of  a  new  pile  fab- 
ric called  peau  moire,  a  de  luxe  edition 
nl'  crushed  plush,  and  a  lovely  material 
for  dressy  coats  and  wraps.  Novelty 
velvets,  simulated  broadtail,  and  plush 
are  (it her  pile  fabrics  which  will  be  used; 
for  sturdier  wear  checks,  mixtures  and 
zybelines  are  seen,  while  duvetyns  are 
again  to  bo  numbered  among  the  most 
popular  materials. 

Some  Trimmins  Effects. 
Trimmings   are   extensively    used    and 


AT  CLEVELAND  STYLE  snow. 

Dresses  -till  show  the  idea  of  the 
waist  and  skirl  of  different  materials 
This  dress  exploits  the  new  double 
i  nine  mount ed  en  a  3  oke,  ;il-.>  i  In-  fae i 
thai  there  i-  more  fullness  around  the 
feel    i  n  i  lie  new   skirt  s, 
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stunning  effect-  are  gained  with  fur  in 
bands,  edgings,  and  collars.  Ornaments 
and  cords  with  tassels  finish  many  coats 
and  cape~.  ami  the  liberal  use  of  Roman 
striped  Mlks  and  velvets  is  noticeable 
on  suits  and  coats  as  well  as  dresses. 

The  linings  furnish  an  interesting  fea- 
ture of  the  new  garments.  Never  have 
they  been  more  lovely  in  these  ear- 
ments,  a  lining  alone  may  often  fur- 
nish an  excellent  selling  point.  Fiirured 
foulards  and  other  soft  silks  are  used  in 
manj"  of  the  better  coats,  while  not  a  few 
of  the  high  class  suit  coats  are  lined  with 
lovely  figured  crepe,  in  delicate,  or  con- 
trasting colorings. 

Dancing   Influenced   Dresses. 

The  dress  industry  has  been  recog- 
nized formally  by  this  association,  by 
including  the  name  in  its  title.  So 
rapidly  ha-  the  manufacture  of  dresses 
increased  that  it  has  come  to  be  an  im- 
portant pari  of  the  irarment-maker's 
display. 

Many  of  the  lovely  mannequins  who 
walked  up  and  down  the  aisles  of  the 
rose-tinted  ball  room  of  the  hotel  which 
served  as  the  convention  hall  were  wear- 
ing dresses  and  gowns  for  afternoon 
and  evening. 

The  dancing  craze  has  left  its  mark 
on  the  fashioning  of  evening  dresses, 
the  accordeon-pleated  skirt  hein<r  re- 
peatedly seen.  Evening  dresses  are  the 
only  exceptions  to  the  rule  of  the  nor- 
mal waistline.  On  those  srowns.  the 
waist  is  placed  rather  high,  srivinir  the 
quaint  simple  look  of  a  Dresden  shep- 
herdess, or  very  low,  slipped  well  down 
onto  the  hips,  giving  the  bizarre  effect 
which  has  been  soon  in  many  costumes 
this  spring. 

Sloovos  in  afternoon  dresses  of  silk 
or  wool  are  bum.  in  evenine  gowns,  they 
are  short  to  the  point  of  actual  extinc- 
tion, often  being  missing  altogether,  and 
a  tiny  strap  with  a  little  cap  of  lace  or 
other  transparent  material  being  sub- 
stituted. 

In  the  dress  realm,  one  has  first  to 
welcome  the  old  time  basque,  which  add- 
ed glorj  io  mother's  wedding  outfit. 
The  new  basque  seems  to  have  a  modern 
smartness  all  its  own.  It  is  decidedly 
chic,  ami  accords  very  well  with  the 
milled  skirt   with   which   it   18  worn. 

Dresses  Fuller  and  Shorter. 
In    general,   dresses   will    show    more 

fullness,  I  i  5  will  bo  shorter  and  very 
often  supplied  with  the  long  tunic. 
hanging  either  from  the  hips  or  from  a 
yoke. 

A  Study  of  the  Models. 
Studying  the  models,  ii  would  ap- 
pear that  the  tunic  has  been  developed 
in  ever]  shape  and  form  imaginable.  It 
may  lie  plaited  or  gathered;  if  plaited 
the   underskirt    will    bo   plain,  but    where 
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plain,    the    underskirt    is    apt    to    show 
plaiting. 

Dress  materials  are  more  varied  than 
ever.  Broad  stripes  in  rich  colorings, 
great  soft  checks  and  plaids  are  seen 
in  the  liveliest  of  hues,  and  the  gentle 
little  soft  crepes  with  their  small  figures 
and  in  contrasting  tones  are  also  much 
used. 

Fancy  materials  are  often  combined 
with  plain,  as  for  instance  when  a  dark 
blue  indestructible  voile,  richly  figured 
with  red  and  green  scrolls  is  trimmed 
with  cherry  silk  in  rever  and  girdle. 
Another  striking  costume  shows  heavy 
crepe  silk  in  striped  effects  set  off  with 
over-blouse  and  knife-plaited  tunic  of 
plain  silk. 

The  taffeta  craze  has  by  no  means 
lost  out,  but  it  remains  mostly  as  medium 
for  dancing  frocks,  while  the  revival  of 
the  basque  will  give  it  an  assured  use 
for  that  style  of  costume.  Silks  of  a 
satin-faced  character  will  be  very  much 
used,  while  crepes,  radiums  and  other 
soft  silks  easily  hold  their  present 
strong  place. 

Among  the  wool  fabrics  used  in 
dresses,  broadcloth  will  be  in  demand 
for  the  handsome  tailored  street 
dresses,  as  well  as  serges  and  satin-faced 
materials.  For  popular  wear,  it  will  be 
impossible  to  go  wrong  on  poplin  and 
soft  effects  in  crepe  wool  materials. 

More  Artistic. 

The  chairman  of  the  dress  and  skirt 
section  of  the  style  committee,  an- 
nounced that  the  general  styles  were 
far  more  becoming  to  all  figures  than 
the  styles  which  have  been  in  vogue  for 
many  years  in  the  past. 

Mr.  Hugo  Stein,  of  Cincinnati,  0., 
chairman  of  the  style  committee,  spoke 
with  enthusiasm  of  the  progress  made 
in  the  designing  of  styles  and  the  in- 
creasing amount  of  artistic  effect  that 
was  secured  each  year.  He  also  point- 
ed out  that  just  as  much  progress  had 
been  made  in  the  good  taste  and  good 
workmanship  of  the  garments  as  had 
been  displayed  in  the  styles  themselves. 
In  the  maintenance  of  an  efficient  style 
expert  at  the  Paris  bureau  of  the  as- 
sociation, he  showed  that  the  members 
had  a  valuable  tool  at  their  disposal 
with   which  to  work. 

A  general  discussion  by  members  and 
designers  in  executive  session  followed 
the  style  exhibit  on  Saturday. 

Among  Canadian  delegates  present  at 
the  convention  were:  John  A.  North- 
way,  A.  Lieberman  and  W.  Summers,  of 
John  A.  Northway  &  Son,  Toronto ;  J. 
H.  Winters,  C.  H.  Mason,  Miss  H. 
Neighborn,  R.  J.  Sapiro  and  J.  Gott- 
schaffer,  of  J.  H.  Winters  Co.,  Toronto. 


The  President's  Address 


Full  Weight  Will  Be  Thrown  Against  Immodest 

Styles  and  in  Favor  of  the  Artistic — Not 

Blind  Followers  of    Paris. 


THE  address  of  President  Hovland 
at  the  opening  of  the  convention 
was  as  follows: 

"At  the  present  time,  as  we  can  in 
imagination,  almost  smell  the  powder 
smoke  from  the  far  Southwest,  we  are 
frequently  reminded  of  the  three  classic 
words  uttered  by  General  Sherman,  de- 
scribing the  horrors  of  war. 

"The  average  garment  manufacturer 
can  paraphrase  this  expression  by  sub- 
stituting the  words  'garment  making' 
for  the  first  word  of  Sherman's  classics. 
For  truly,  no  line  offers  so  many  vexa- 
tions, so  many  trials,  so  many  troubles, 
as  garments  in  the  making.  (Applause 
and  laughter.) 

"Our  troubles  have  never  been  more 
pronounced  than  during  the  season  that 
is  closing  and  the  one  just  preceding  it. 

Toward.  Modest  Styles, 

"The  seemingly  'freak'  styles  which 
we  have  been  obliged  to  produce  have 
been  the  butt  of  the  funny  man,  and 
an  unfailing  subject  for  the  cartoonist. 
But  now  as  I  welcome  you  to  this  semi- 
annual meeting,  the  sky  is  bluer,  and 
the  sun  is  brighter.  We  have  been  get- 
ting closer  together  all  the  time.  We 
rejoice  i'1  the  trend  of  opinion  toward 
more  modest  styles. 

"Even  in  Paris  a  campaign  is  being 
conducted  by  a  body  of  fashionable  wo- 
men against  immodest  and  extravagant 
fashions  in  feminine  dress.  This  is  ex- 
actly in  line  with  our  own  ideas,  because 
we  stand  for  American  modesty,  and  un- 
less a  general  opinion  forces  us  to  do 
otherwise,  we  shall  produce  'American 
styles  for  American  women,'  so  beauti- 
ful and  so  proper,  that  we  shall  not  be 
shocked  when  our  wives,  daughters  and 
sisters  wear  such  costumes. 

Harmonious  Styles. 

"Our  association  has  passed  the  for- 
mative period  and  now,  we  know  better 
than  ever,  how  to  move  more  effectively. 
It  seems  to  me  that  our  co-operative 
spirit,  our  service  to  one  another  has 
never  been  more  unselfish. 

"In  this  connection,  it  is  a  pleasure 
to  comment  on  the  splendid  broad  spirit 
shown  by  the  chairman  of  our  style  com- 
mittee, who  early  this  Spring  took  it 
upon  himself  to  send  out  a  style  bulletin 
to  our  members,  giving  his  opinion  and 
comments  on  style  lines.  Following  his 
example,  many  of  our  most  prominent 
members  did  as  he  did. 
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Great  Good  for  All. 

"Representing  in  our  membership,  the 
best  and  most  influential  garment  manu- 
facturers of  the  West,  we  can  accom- 
plish great  good  for  all  garment  manu- 
facturers, for  all  merchants  who  handle 
our  lines,  and  for  all  women,  misses  and 
children   who  wear   our  garments. 

"We  have  met  here  to-day  to  do  our 
"tnio-t  alon»'  the  line  of  accomplishment 
for  all  parties  concerned  in  any  way  by 
the  garment  manufacturing  industry. 

"Again  I  welcome  you  and  bid  you* 
continue  in  your  spirit  of  optimism.  Get 
into  the  work  and  spirit  of  this  meeting 
with  the  feeling  that  we  shall  accomplish 
much  good,  and  we  shall." 

Terms  in  Selling 

Early  Price-Cutting  Scored  and 
Provision  for  Return  of  Some 
Garments  if  Buyers  Were 
Doubtful. 

Reports  and  suggestions  were  heard 
at  the  Friday  morning  session.  "The 
matter  of  sending  goods  out  on  memor- 
andum or  consignment,"  said  Mr.  H. 
George  Forney,  of  the  Welfare  Commit- 
tee, "while  indulged  in  by  some  few  of 
our  members,  is  not  carried  on  to  any 
great  extent,  as  compared  with  two  or 
three  years  ago.  The  resolutions  of  this 
committee  on  the  selling  of  samples  are 
well  understood,"  he  added.  "The  dis- 
posing of  sample  lines  on  the  road  has 
been  taken  care  of  by  the  Interstate 
Commerce  Commission,  so  that  all  such 
lines  are  now  sent  back  to  the  factory 
before  they  are  disposed  of." 
Terms  to  Retailers. 

Mr.  Forney  pointed  out  that  the  west- 
ern market  in  women's  ready  to  wear 
has  been  growing  each  year  in  influence, 
and  that  this  growth  was  in  great  part 
due  to  the  co-operation  on  the  part  of 
the  members  of  the  association. 

Mr.  Harry  Sterne,  of  Cincinnati, 
urged  the  importance  of  deciding  upon 
uniform  terms  for  customers  and  quoted 
the  efforts  which  had  already  been  made 
in  this  direction.  Some  firms  had  in  re- 
cent years  been  breaking  away  from  the 
rule  of  4  per  cent,  ten  days,  he  an- 
nounced, but  the  merchants  would  have 
more  respect  for  houses  if  they  insist 
upon  adhering  to  terms  and  treating  all 
alike. 


Dry  Goods  Revieu 
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Mr.  E.  L.  Sclion field,  who  spoke  from 
i  i  floor,  referred  to  the  fact  that  the 
farmers  of  the  country  are  furnished 
with  frequent  reports  from  Washington 
to  guard  them  against  over-production 
of  crops.  The  merchants  of  the  count  r\ 
have  a  righl  to  some  such  service  from 
the  bureau  of  commerce  and  labor,  and 
diould  apply  to  the  (iovernment  for  the 
same  service  in  regard  to  the  industrial 
condition  of  the  country. 

Mr.  Harry  Neu,  of  Cleveland,  who  was 
also  called  upon  from  the  floor,  discus- 
sed selling  methods  and  scored  early 
price  cutting,  as  well  as  the  bad  practice 
indulged  in  by  some  over-anxious  sales- 
men of  urging  a  customer  to  take  a 
garment  of  which  he  is  doubtful,  saying 
thai   it  might  be  returned. 

"In  a  few  weeks,"  said  Mr.  Neu, 
"that  garment  comes  back,  not  alone, 
but  with  fifteen  or  twenty  of  its 
sisters. 

"This,  in  the  end  is  unfair  to  the 
retailer,  because  it  allows  some  to  carry 
goods  on  a  memorandum  basis  and  not 
others.  It  at  once  stamps  a  manufac- 
turer as  'easy,'  and  has  an  unwhole- 
some effect  if  indulged  in." 

-® 

BUREAU  IN  PARIS. 
Information  Has  Proved  Very  Valuable 

At  the  convention  frequent  expres- 
sions were  given  to  the  value  of  the 
Style  Bureau  to  the  members.  Informa- 
tion is  collected  through  a  style  secre- 
tary, who  spends  a  portion  of  her  time 
in  Europe  and  the  remainder  in  this 
country.  Members  feel  that  they  are 
pursuing  the  right  course  for  the  collec- 
tion of  stylo  information,  and  that  this 
is  one  of  the  foremost  steps  yet  taken 
by  any  organization  in  the  advancement 
of  the  industry  and  preparation  for  or- 
iginating  ideas  in  this  country.  They 
hike  the  broad  ground  that  styles  may 
be  formulated  from  information  col- 
lected from  the  four  quarters  of  the 
-lobe  and  from  the  history  of  all  ages. 
The  problem  is  to  select  those  ideas  that 
will  suit  the  American  women  and  work 
them  out  in  the  materials  that  are 
adaptable  for  the  purpose. 

Practice  will  make  perfect  in  this,  as 
in  any  other  field,  and  the  experience  of 
years  in  gathering  this  data  and  infor- 
mation and  adapting  such  of  it  as  may 

be   used    in   this  country   to   the   needs  of 

the  producers  will  grow  into  a  knowledge 
of  the  work  that  COUld  be  secured  in  no 
other  way.  For  some  years  the 
manufacturers  and  designers  secured  in- 
formation and  studied  it  as  individual-. 
but  in  this  organization  each  house  has 
the  combined  judgmenl  of  all  the  mem 
bers  ami  all  the  designers.  This  is  a  big 
advantage,  for  it  brings  aboui  a  deeper 
study  of  the  details  and  a  broader  view 
oJ  the  field  in  general. 


Children's   Wear 

The    Dickens   or   Oliver   Twist 

the  Latesl  for  <  luting  ( >ccasions 

Many  Smart  Little  Dresses  of 

Flowered  Material  Shown. 

Tllot  (ill  Pall  merchandise  is  on 
the  road,  there  are  still  linns  pro- 
ducing     novelties      in      children's 

dresses  for  hoi  weather  wear.  One  of 
the  most  taking  of  these  is  the  Dickens 
or  Oliver  Twist  dress,  modc'.ed  upon  the 


The   "Oliver   Twist"   or    "Dickens"   suit 
for  girls. 

exceedingly   popular  suits   of  the   same 

name  that  the  small  hoys  are  wearing. 
These  little  dresses  are  ideal  lor  Sum- 
mer outing  wear  as  the  waist  is  continued 

.11    bloomers    while    the      skirt       buttons 

through,  the  buttons  forming  the  trim- 
ming. Some  dresses  are  made  all  of  the 
same    material,    while    others,    and    these 

..in  to  be  best  liked,  have  the  waist  of 

white  linen  or  dimity,  with  the  skirt 
and    bloomers    of    ehanihly    or    linen    in 

such  colms  as  Copenhagen,  rose,  tan  or 
green. 

A     feature    of    the    imported    dresses    IS 

the  revival  of  plaid  ginghams  in  bright- 
colored  plaids.    This  is  a  revival  that  has 
liardlj     touched    the    Canadian    trade    as 
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yet,  but  one  thai  was  certainly  to  be  ex- 
pected when  the  Btrong  rogue  of  plaids 
in  other  fabrics  is  noted.  Also  there  is 
no  material  thai  stands  the  hard  wear 
and  frequent  washings  that  child' 
dresses  are  subjected  to  bo  well  as  ging- 
ham. 

Though  the  long-waisted  dress,  belted 
rdled  low,  is  -till  the  leading  style 
the  fancy  for  frills  and  furbelows  is  leav- 
ing its  impression  on  designers  of  child- 
ren's garments.  Smart  little  linen  or 
heavy  colored  cotton  crepe  frocks  have 
the  double  tunic  cut  in  circular  frill 
effect.  With  these  skirts  the  waistline 
is  higher  and  there  is  an  under-bodice  of 
white  over  which  there  is  a  jump. 
the  material.  Generally  it  is  cut  in  at 
i  e  neck  with  the  jumper  of  the  printed 
material  cut  in  a  wide  shallow  V  both 
1  ack  and  front.  There  is  a  girdle  of 
iline  to  match  the  color  of  the 
flowered  pattern  and  the  plain  skirt  has 
a  double  tunic  effect,  the  lower  one  of 
plain  voile  and  the  upper  of  the  flowered 
fabric. 

For  younger  children,  long-waisted 
dresses  shirred  into  a  shoulder  yoke  and 
fastening  clown  the  front  are  new.  with 
the  skirt  finished  with  three  fairly  full 
'rills.  The  girdle  is  of  messaline  and 
so  is  the  small  shawl  collar  that  finishes 
the  neck  of  the  die--.  This  collar  is 
removable  and  one  of  white  Swiss  or 
organdie  can  be  substituted. 

Lingerie  dresses  are  either  lace  trim- 
med  or  made  of  narrow-  Swiss  or  batiste 
flouncings.  Three  flouncings  form  the 
-kirt.  and  the  kimono-cut  waist  of  the 
same    fabric    has    -  set    in    of   the 

flouncing.     A    vest   effect    of  allover  em- 
broidery  has  a  row  of  buttons  as  though 
ening  there,    while   the   true   fasten- 
is  at  the  back. 

Pretty  lace-trimmed  dresses  have 
yokes  of  line  embroidery  and  the  lace  is 
either  shadow  or  Valenciennes. 

-@ 

DRESS  AND  SKIRT  MEN  JOIN. 

The  addition  of  the  dress  and  skirt 
section  to  the  association  has  proved 
very  satisfactory.  Manufacturers  of 
tailored  garments  are  able  to  work  in 
perfect  harmony  with  the  dress  manu- 
facturers, and  the  information  and  dis- 
cussions are  of  peculiar  value  to  both 
because  of  the  relation  that  each  class 
of  garments  bean  to  the  other.  Of 
course,  skirts  will  always  remain  an  in- 
tegral part  of  the  suit  manufacturing 
industry,  and   the  consideration  of  these 

garments    must    go    hand-in-hand    with 

that    o\'  suits  and   coats. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Illustrating  the  Vogue  for  Capes 


To  the  left — Large  cape  of  navy  blue  cloth  matching  the  skirt, 
arranged  to  form  a  little  pointe  dbasque  on  the  skirt;  stiffened  cloth  collar 
beneath  another  of  white  organdie.  One  of  the  new  flower  toques  with 
shaded  Paradise. 

To  the  right — Voluminous  cape  of  Royal  blue  cloth,  one  end  draping 
over  the  shoulder.  The  modish  Toreador  hat  of  black  straw  is  worn  with 
this.   Photographed  at  Longchamps  races,  Paris. 
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READY-TO-WEAR    GARMENTS 


QlM  -!w,f  p \V^ 


AT     CLEVELAND 
STYLE  SHOW. 

Fall  sports  coat 
with  cape,  one  of 
strong  features  of 
convention  models. 


Capes  a  Big  Feature 

City  Buyers  Interested  in  Capes  for  Summer 
Wear — Capes  and  Cape  Coats  in  Many  Forms 
Shown  for  Fall. 


EVKKYHODY  is  interested  in 
capes.  Ii  is  man]  years  since 
capes  were  worn  before,  and. 
therefore,  their  lines  appear  to  be  new. 
Thej   have  taken  Paris  by  Btorm,  and  at 

I  lie    Summer    races    the    smartest    women 

are  wearing  capes.  Golfine  and  golf 
cords,  broadcloth,  duvetyn,  woo]  plushes 
and  velours,  as  well  as  moires,  Batins, 
taffetas  and  cord  silks  are  used  for  tl  ese 
Summer  capes.  All  iif  fern  are  lined 
with  figured  ami  printed  crepes  or 
satins,  ami  maii\    have  contrasting   vests 

over  pie<  es  to  hold  1 1  e  cape  in 
place,  for  t  lie  majoi  t  s    hang   lull   from 

ilder. 
re  also  making  ;i  great  hit  on 


this  side  of  the  Atlantic,  ami  already 
are  selling  freely  in  the  lamer  centres. 
So  strong  is  their  hold  that  they  are  be- 
ing presented  in  suitable  weights  ami 
developments    fur   the   coining   Fall. 

Many     of    these     new     models    are     in 

cape  eoat  effect  thai  i-.  the  garment 
is  more   or  less   a    combination   of   both 

rape  and  eoat.  and  many  of  them  recall 
the    dolman    of   the    early    eighties. 

Even    the    new    -ports    coats    have    a 

cape,  and   very   many   of  the   Pall   models 

sho^   t  he  influence  of  t  he  cape  de^  elop 

ment.  These  cape  elicits  are  very  hand- 
si. mo  in   the  new  nioired   plushes  ami   the 

light-weighl   far  fabrics  with  trimmings 

of  Pur,  fur  collar-,  etc.     This  year  the 
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Lining  is  quite  a  feature,  and  as  a  rule  it 
U  hrocaded  or  printed.  Fancy  checks, 
in  rough,  soft-finished  wool  cloths,  wool 
plushes,  zibelines,  velours,  curl  cloth- 
and  in  broadcloths,  are  the  materials  in- 
dicated so  far.  Handsome  buttons  in 
novelty  .-hapes  and  cords  and  tassels 
are  among  the  trimmings  and  acces- 
sories indicated. 


Pink    Lingerie 


JUNE  is  the  month  of  brides  and  also 
of  white  wear  sales.  Therefore, 
as  in  January,  both  expensive 
and  bargain  underwear  is  shown  side  by 
side  in  the  department.  Also  at  this 
period  the  manufacturers  are  busy  with 
their  sample  lines  for  the  coming 
Spring — that  is,  for  January  delivery. 
Therefore,  the  new  ideas  that  come  out 
ir  the  high-class  underwear  shown  for 
the  bride's  benefit  are  reproduced,  but 
in  a  more  saleable  and  practical  form, 
in  the  new  lines  for  the  coming  year. 

1  ntil  the  past  few  seasons  fashions 
and  freak  ideas  have  had  little  influence 
upon  lingerie,  but  the  thin  edge  of  the 
wedge  was  inserted  when  the  demand 
for  lingerie  that  was  more  sheer  and 
more  fitting  came.  Since  then  sheer- 
ness  has  been  carried  to  the  extreme,  and 
now  that  this  point  has  been  reached 
in  cotton  fabrics  the  attention  of  the 
trade  has  been  turned  over  to  silk.  Crepe 
de  chine  has  obtained  a  place  that  is 
assured,  and  now  the  demand  has  pro- 
ceeded further,  and  Milanaise  knit  silk 
and  soft  makes  of  washable  taffeta  are 
added  to  the  list  of  lingerie  materials. 

Xot  only  is  silk  used,  but  lingerie  is  no 
longer  all  white,  but  flesh  pink,  rose 
pink  and  baby  blue  are  considered  ap- 
propriate lingerie  color-.  Even  batiste 
i  omes  now  in  these  pale  shades,  and 
these  colors  are  fast  and  washable.  A  - 
far  as  the  hulk  of  popular  priced  busi- 
ness, the  business  that  is  most  impor- 
tant from  the  amount  sold,  fine  nain- 
sook is  -till  the  accepted  material,  ami 
though  much  lace  is  used  for  the  trim- 
ming, there  is  a  certain  simplicity  of 
style.  Also  all  garments  are  cut  to 
follow  the  lines  of  the  figure,  and  ..- 
as  possible  crathers  and  pleats  are  elim- 
inated. This  means  that  more  art  and 
skill  are  needed  to  design  satisfactory 
garments. 

Gowns  follow  the  Empire  cut.  and  the 
trimming  is  massed  on  to  the  yoke  part, 
though  some  gowns  have  a  lace  ruffle  at 
the  bottom,  ami  a  few  are  curled  up  a 
little   in    front    SO  a-   to   show    the   feet. 

Drawers  and  corset  cover  combina- 
tions are  ver\  much  in  evidence.  They 
arc  all  cut  upon  figure-revealing  lines, 
and  many  of  them  are  cut  square  across 
at  the  bust,  and  have  merely  strap-  of 
ribbon    going   over    the   shoulder. 
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EQUIPMENT  AND  DISPLAY 


Arranging  "Pull"  Windows  in  a  Saskatoon  Store 

Systematic  Arrangement  of  Co-operation  With  Each  Department 
— Schedule  Worked  Out  on  Paper — Phenomenal  Growth  of  F.  E. 
MacMillan's     Department     Store — Spring     Opening     Displays. 

By  a  Staff  Correspondent 


SASKATOON,  May  18.— Some  of  the 
large  department  stores  of  the  West 
have  grown  phenomenally  in  the 
past  year  or  two.  They  started  with  an 
average  floor  area,  with  one  or  two 
show  windows,  and,  almost  in  a  night, 
grew  into  immense  businesses,  surpass- 
ing in  size  some  of  the  largest  depart- 
mental stores  of  the  East.  One  of  the 
largest  houses  in  Edmonton,  for  in- 
stance, grew  from  an  ordinary  dry  goods 
store,  of  modest  proportions,  to  con- 
siderable size  in  the  short  space  of  two 
years  and  a  half. 

The  Easterner  would  suspect  that 
such  concerns  suffer  with  growing  pains. 
On  the  contrary,  they  are  quite  up-to- 
date  in  every  respect.  The  promoters  have 
drawn  about  them  many  men  from  the 
eastern  provinces  who  are  expert  in 
their  various  departments,  with  the  re- 
sult that '  good  systems  are  in  use,  the 
cream  of  those  employed  by  eastern 
houses. 

A  Wonder  for  City  of  the  Size. 

F.  R.  MacMillan's  department  store, 
Saskatoon,  is  a  veritable  wonder  for  a 
town  with  a  population  of  scarcely  more 
than  25,000.  It  is  tangible  proof  of  the 
faith  this  man  has  in  the  West,  and  in 
Saskatoon  in  particular.  There  are  21 
show  windows  in  the  store,  on  two 
streets.  These,  as  well  as  the  interior 
decorations  and  show-card  writing,  are 
in  the  hands  of  one  of  the  most  expert 
window  dressers  in  Canada,  a  man  who 
has  had  experience  in  the  largest  stores 
of  Canada,  the  United  States  and  Great 
Britain. 

Two  Full  Pages  Daily. 

The  advertising  manager  spent  fifteen 
years  with  the  second  largest  depart- 
ment store  in  Canada  in  the  same  ca- 
pacity. The  firm  carries  a  full-page  ad. 
daily  in  each  of  the  Saskatoon  news- 
papers, and  double  pages  twice  a  month. 
On  one  Saturday  in  the  month  of  April 
F.  R.  MacMillan  carried  twelve  pages  of 
advertising  in  one  issue  of  the  Saska- 
toon Evening  Star,  achieving  this  co- 
operation with  wholesalers  and  manu- 
facturers, all  the  goods  advertised  being 
made  in  Canada. 


The  firm  has  a  reputation  throughout 
the  West  for  running  genuine  bargain 
days  every  Friday.  Their  principle  is 
that  it  is  not  wise  to  wait  until  the  end 
of  the  season  to  give  bargains,  and 
when  they  give  a  bargain  it  is  a  bargain. 
They  handle  only  the  best  stuff,  from 
the  best  makers. 

The  advertising  manager  co-operates 
with  the  window  dresser  in  making  the 
windows  pull  with  the  advertising.  If 
there  are  some  shirt  waists  on  sale,  their 
customers  are  asked  through  the  ad.  to 
look  for  these  in  the  window.  Mac- 
Millan's believe  in  "pay"  windows 
rather  than  "show"  windows,  putting 
this  principle  into  effect  throughout  the 
year  with  the  exception  of  spring  and 
fall.  This  does  not  mean,  however,  that 
their  windows  are  not  artistic.  The  fact 
that  they  have  one  of  the  best  window 
dressers  in  Canada  proves  the  contrary. 

Conference  With  All  the  Heads. 

It  is  interesting  to  observe  how  this 
firm  arranges  for  the  dressing  of  their 
windows,  and  how  the  cost  of  the  same 


is  charged  to  the  various  departments. 
On  Saturday  nights  the  window  dresser 
confers  with  the  various  managers,  and 
arranges  a  window  schedule  for  the  fol- 
lowing week. 

For  instance,  the  week  beginning 
April  27  was  known  as  "Clean-up 
Week"  in  Saskatoon — that  is  to  say, 
this  week  was  set  apart  by  the  city  in 
an  effort  to  get  the  citizens  to  clean  up 
their  homes  and  gardens.  In  this  con- 
nection windows  1  to  4  were  set  apart 
for  hardware  and  groceries  suitable  for 
cleaning.  On  Tuesday,  windows  7  and  8 
were  devoted  to  a  show  of  50  dozen  of 
the  latest  novelty  in  waists,  regular 
$1.50  for  $1.15,  for  Thursday  selling; 
and  so  on. 

On  each  day  a  chart  showing  the  win- 
dows numbered,  as  in  Fig.  1,  is  made 
out,  giving  a  list  of  merchandise  in  the 
21  windows  and  showcases.  A  charge  is 
made  for  each  window,  according  to  its 
location.  These  are  filed,  and  every 
month  the  various  departments  are 
billed  for  the  windows  thev  have  used. 


Diagram  showing  com- 
plete plan  of  windows 
and  showcases  in  Mac- 
Millan store.  These  are 
filled  up  systematically 
every  day  by  display 
manager. 


H 

i  j  . 

b  m — — - 

■ 


Window   Displays 

Date 

NO. 

MERCHANDISE 

DATE   IN 

DATE  OUT 

CHARGES 

i 

I 

§ 

I 

i 

* 

i 

j 

m 

s 
( 

SHOWCASES 


MERCHANDISE 

DATE  IN 

OAT?   1(|rr 

CHARGES 

» 

B 

C 

D 

■ 

■ ir~ 


CD 


3rd    AVENUE 


~i a b 


35 


Dry  Goods  Review 


I  ol  IIWIKNT    AND     DISPLAY 


Beautiful  rustic  window  for 
Spring  opening  in  Saskatoon 
store. 


Requisitions  for  Price  Cards. 

There  is  an  interesting  system  in 
vogue  in  the  store  for  the  making  of 
signs  for  the  windows  and  the  interior. 
A  pad  of  requisitions  for  signs  is  in  the 
bands  of  every  manager,  on  which,  when 
he  requires  signs,  he  states  his  depart- 
ment, the  date,  the  number  of  signs  re- 
quired, size,  and  the  wording.  The  re- 
quisitions bear  figures  showing  suitable 
sizes  for  price  cards,  descriptive  cards, 
and  window  display  cards.  These  re- 
quisitions must  be  in  the  hands  of  the 
sign  writer  by  noon  the  day  previous. 
With  this  system,  if  there  is  a  mistake, 
it  is  up  to  the  manager  who  made  out 
the  requisition.  On  the  back  of  the  re- 
quisition is  room  for  making  out  charges 
to  the  departments  for  signs  supplied, 
which  are  made  out  every  month.  The 
firm  has  its  own  private  schedule  for 
time  and  labor,  price  of  ink  and  card- 
board. Out  of  these  charges  come  the 
sign-writers'  wages  and  cost  of  ink.  and 
other  supplies. 

To  facilitate  this  work,  signs  are  kept 
in  stock,  with  printed  headings  to  cor- 
respond with  the  headings  used  in  the 
newspaper    ads.,    such    as    Friday   Bar- 


What  West  Can  Do  in  Opening  Windows 

Thest  Spring  windows  of  the  F.  H.  MacMillan    stort    in  Saskatoon 
were  decorated  by  Herbert    Daniels,     winner    of    the  first  prizt   in  The 
Review's  Christmas  competition.   They  art  among  tht  most  beautiful, 
completely  and  cleverly  worked  out  in  a  simple,  rustic  stylt  that  hue. 
seen  in  Canada  in  some  time.   In  describing  thest  for  Review  readers,  Mr. 
Daniels  says: 

Windows  done  throughout  in  rustic  stylt  in  a  continuous  set  nt  with- 
out  a  repent.  Floors  of  artificial  grass  madt  of  excelsior  dust  and  dipped 
in  paint;  paths  of  painted  cotton  finished  with  sand;  I"  nches,  stool,  table, 
swing,  etc..  all  in  rustic  stylt  to  mute  J,  bungalow  of  beaver  board  and  2- 
inch  strips  as  a  framework  finish,  ,1  with  shingles  and  electric  lamps  on 
front  posts;  marble  pillar  with  gilded  sundial,  figures  posed  in  a  natural 
manner,  ledge  boxes  of  hire],  bark  with  air  plants,  ferns  and  fio 
daisies,  daffodils,  tulips,  hyacinths  and  carnations  tht  flowers  used;  naU 
ural  trees  in  foreground  covered  with  pink  blossoms. 

The  usual  "Spring  opening"  display  card— judged  by  Mr.  Daniels  to 
be  superfluous— wis  not  used,  but  in  tht  coat  window  tht  inscription 
"Illustrating  tht  trend  of  stylt  in  Spring  coats";  in  tht  suit  window, 
"Spring  mits  that  show  novt  Ities  in  coats  and  shirts':  in  tht  costumt  win- 
dow, "Supremely  nttmctlr,  fashions  for  Spring  and  Summer  wear";  and 
in  the  men's  window— Suitably  comet  for  tht  season  now  approaching." 


***«*= 

B^^MiW  ■  m\         1  ..*»■-—— -lT 

p»                            ^^^ 

Ini^i^ft 

»  tUssss  « 

m 

Men'-     window     in     charming 

rustic    stylo    for   Spring 

opening. 


rains.  Special   To-day,   February   White  VOTING   FOR   SCHOOL   TEACHERS.  two  are  to  Nova     Scotia     and  Canada; 

Sale,  etc.     Special  signs  are  also  made  A.   I>.   Matthews'   Sons,  of  Brooklyn,  two  are  to  Niagara  Falls  and  Canada; 

for   the   deliven    wagons,    bearing    the  X.Y..   are   conducting   a    voting   contest  two  to  Bermuda  and  the  remaining  two 

heading:    MacMillan 's,    Special    Today,  in  vacation  trips  with  all  expenses  paid,  tn  Atlantic  City.     A  little  booklet 

These  lit   in  frames  on  the  Bides  of  the  for  the  ten  school  teachers  of  Brooklyn  Bued  by  the  store  explaining  the  simple 

wasrons,  and  are  ven  effective  as  adver  who  are  fortunate  enough  to  secure  the  detail-  o\'  the  contest  and  the  trip-.     A 

Tin-  :dea   is  also  used  liv  large  greatesl   number  of  vote-.     Two  of  the  vote     is     given     with     each     ten-cent 

stores  in  a  number  of  Canadian  cities.  trips  are  to  Europe     lasting     44  days;  purchase. 
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Remember 

the 

C.  W.  T.  A. 

Convention 

in 

Toronto, 

Aug.  11,  12,  13, 
1914. 


\T  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 
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EQUIPMENT    AND    DISPLAY 


Draping  and  Its  Relation  to 
Accessories 

This  I'iew  is  of  interest  from  a  douhh    standpoint,  tht  us<  of  the  ni  w  art  colon  in 

felt  for  a  background,  in  one  tone,  as  referred  to  before  in  The  Review,  and  the  relation 
of  drapes  and  accessories.  The  series  of  backgrounds  in  The  Robert  Simpson  Co.'s  win- 
dows included  one  of  pinkish  heliotrope  ivith  a  floor  of  com!  pink;  another  tvas  in  orange, 
and  a  third,  that  illustrated  here,  was  in  tango.  These  backgrounds  attracted  much 
attention  as  rather  daring  departures  from  past  custom,  but  they  wen  both  striking 
and  excellently  adapted  for  setting  off  the  goods  displayed. 

As  the  window  ticket  announced  to  the  uninitiated,  the  goods  shown  were  novel- 
ties in  Parisian  silks.  There  were  two  figure  forms  and  three  simpler  drapes,  tin  latter 
of  plain  and  printed  silk.  The  one  on  the  right  was  of  French  blue  with  tht  printed 
pattern  in  petunia,  tango,  white  and  green;  the  central  was  in  nickel  gray  with  the  put- 
tern  in  blue,  orange,  white  and  green;  and  tin  third,  on  the  extremt  right,  was  in  seal 
brown  patterned  in  purple,  orange,  white  and  gran.  These  drupes  ua-c  relieved  by 
lace  in  ecru  shade. 

In  a  description  of  this  window,  E.  P.  Burns  point,  <l  <>ut  o  few  feature*:  Thi 
a  draped  minaret  gown  on  each  of  the  two  figures.  The  one  on  the  left  is  gath*  /<  </  "p 
in  front  and  caught  in  the  centre;  the  other  of  u  different  style,  caught  up  in  the  back. 
The  drapes  at  the  bottom  are  plain  mnl  ratht  r  tight;  tin  r<  is  now  no  l<>ny  train.  Son,, 
lace  is  shown  under  the  bottom  of  the  skirt  on  tin  left,  on  drap<  No.  1.  "n  the  hit  the 
drape  is  set  up  on  a  book-staml  and  caught  up  o„  the  mahogany  pun,  ling.  If  gracefully 
done,  this  gives  a  pleasing  variety  ut  ti im  s  and  makes  the  window  iuoi\  continuous 
while  it  serves,  at  the  same  time  to  ,h  la,-],  th  (  particular  group  of  which  it  forms  a  part, 
as  in  this  case,  the  drape,  hat  and  pair  of  shoes.  In  making  the  folds  of  this  drape  there 
was  un  effort  t<>  have  one  rest  on  the  other,  instead  of  being  strung  out.  The  floor  is  a 
plain  one,  of  polished  hardwood,  except  for  three  Oriental  rugs  which  usually  (fir,  a 
rich  effect,  particularly  if  they  harmonize  with  rich  dress  goods  or  furniture.  There  ar, 
three  pairs  of  shoes  used,  in  front  of  the  simph   drapes. 

Spa,-,  in  the  window  is  arranged  so  ns  to  avoid  crowding  of  the  pi,  as  ami  they 

an    iyr<>np,,l  iii  8Uch   a  way  as  to  secure   the    effect  of  thre<    harmonizing  units. 


Impressions  of  New  York  Window  Trims 

Canadian  Display  Man  Writes  The  Review  and  Its  Readers  — 
Artistic  Work,  With  Little  Merchandise,  and  Few  Stock  Displays 
—  Draping  Generally  Not  Up  to  Canadian  Standard  —  Simple 
Backgrounds  —  Card  Tickets  With  Black  Ground  —  Lord  and 
Taylor's  Hoist  Scheme. 

Special  to   The   Eeview   from   C.W.T.A.   Member 


NEW  YORK,  May  16.— Just  a  few 
lines  to-night  to  you  and  the  C. 
W.  T.  A.  boys,  after  a  few  days 
spent  in  New  York  stores.  There  is  lots 
to  learn  over  here  for  every  Canadian 
window  trimmer;  lots,  that  is,  in  some 
ways;  in  others  I  must  confess  to  being' 
somewhat  disappointed.  The  drapes 
here  do  not  average  as  high-class  work 
as  in  a  number  of  Canadian  stores.  I 
mean  by  that  that  in  only  one,  Altman's, 
is  there  any  real  attempt  to  drape  a  full 
costume  of  dress  goods,  silks,  etc.  The 
others  usually  are  contented  to  make  a 
simple  drape  of  the  goods  over  a  stand 
instead  of  fashioning  it  into  a  garment. 
In  Altman's,  in  many  ways  the  most  ex- 
clusive of  all,  draping  is  carried  to  an 
art,  and  I  saw  four  or  five  window  trim- 
mers up  in  the  big  room  going  through 
a  drill  under  Herman  Frankenthal.  His 
drapes  are  quite  artistic.  He  was  show- 
ing1 several  bustle  effects  with  skirt  of 
taffetas,  purple,  blue  and  white,  and  the 
bustle  of  Roman  stripes.  Frankenthal 
is  quite  clever  in  this  line  and  carries 
his  draping  to  the  extent  of  trimming 
hats  of  Roman  stripe  to  match  in  pat- 
tern and  shades  the  bustle  parts  of  his 
drapes,  one  for  each. 

Very  Few  "Sales"  Windows. 
As  a  general  rule  there  is  very  little 
merchandise  shown  in  the  New  York 
trims.  They  do  not  believe  in  crowding, 
in  stock  exhibits.  They  are  in  no  sense 
"merchandise"  windows.  About  the 
only  time  these  big  stores  depart  from 
this  rule  would  appear  to  be  twice  a  year 
at  the  semi-annual  sales.  A  few  figures 
in  drapes  in  some  other  way,  and  always 
some  accessories,  with  lots  of  space 
around,  and  rising-  to  the  standard  in 
Canada,  of  about  the  level  of  the  eye. 

Plush  and  Mahogany  Backs. 

You  will  notice  here,  too,  that  almost 
invariably  the  backgrounds  are  quite 
simple;  in  this  respect  differing'  from 
Chicago  windows,  and  most  of  all  Mar- 
shall Field's.  At  Altman's  the  popular 
background  is  gray  plush  curtains  hang- 
ing down  like  panels  over  the  mahogany 
woodwork.  This  has  been  used  for  over 
a  year,  and  with  a  gray  carpet  on  the 
floor  of  the  window,  gives  a  rich  effect 
and  shows  up  the  goods  prominently. 
Often  the  mahogany  background  is 
considered   sufficient.    This  idea   of  sim- 


plicity in  backgrounds  is  growing  in 
Canada,  and  as  I  thoroughly  believe  in 
it  myself,  I  was  glad  to  have  the  stores 
here  to  back  me  up  in  my  contention. 
There  are  a  few  who  remind  one  of  the 
Chicago  custom,  such  as  the  O'Neill- 
Adams  Co.,  where  one  window  was  elab- 
orately worked  out.  It  was  a  Spring 
scene  with  apple,  blossoms  hung  from 
trellis  work,  on  either  end,  and  hills  in 
the  distance  and  a  valley  lying  below. 
A  wall  ran  along  the  back,  and  several 
figures  were  grouped  in  various  posi- 
tions beside  or  on  it,  one  setting  on  top 
and  one  resting  against  it.  A  woman 
and  child  are  seen  entering  an  open  gate- 
way. 

Many  Omit  Wax  Heads. 
In  this  scene  all  the  figures  are  of 
wax  and,  of  course,  are  fitted  with  heads. 
This  is  becoming  rather  the  exception, 
however.  Macey's  use  them  on  nearly 
every  occasion  but  many  of  the  rest 
have  discarded  them  in  favor  of  the 
figures  with  white  or  pink  satin  "necks" 
and  busts.  There  seems  a  feeling  which 
some  of  us  in  Canada  are  'beginning  to 
share  that  the  heads  are  often  not  at  all 
natural  looking,  and  add  to  the  trouble 
of  window  dressing  without  being  worth 
it  in  effectiveness.  One  thing  I  noticed, 
even  in  Altman's.  and  that  was  the  lack 
of  care  often  shown  about  the  base.  In 
many  cases  I  could  see  the  form  show- 
ing where  the  base  was  not  properly 
covered.  There  is  no  excuse  for  this 
surely  in  New  York,  for  as  a  rule  the 
stores  have  more  trimmers  than  Canadian 
stores  and  in  the  most  of  cases  not  as 
many  windows.  Lord  &  Taylor's,  for  in- 
stance, have  not  as  many  as  several  of 
the  leading  departmental  stores  in  Can- 
ada. 

Windows  Not  Changed  as  Often. 

I  was  surprised  also  to  find  that  win- 
dows stayed  in  for  almost  a  week  at  a 
time.  Perhaps  this  is  because  they 
spend  so  much  time  on  each  window : 
trim  a  part  of  it,  then  step  to  one  side,- 
or  outside,  to  judge  the  effect.  They  cer- 
tainly get  some  artistic  results  but  they 
cannot  shake  my  faith  in  frequent 
changes  of  windows.  The  buyers  are 
pretty  rough  sometimes  on  the  window 
men,  and  watch  their  work  very  closely 
and  often  criticize  the  slightest  points 
very  harshly.  Most,  of  course,  show  win- 
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dows  at  night,  but  Altman's  is  an  ex- 
ception. This  exclusive  store  religiously 
puts  up  its  shutters  at  six  o'clock  every 
night  and  the  institution  looks  like  a 
bank. 

I  visited  Wanamaker's,  but  the  store 
has  not  been  remodeled  in  years  and 
has  very  small  windows. 

Lord  &  Taylor's,  of  course,,  drew  me 
to  an  early  visit,  as  I  had  heard  a  good 
deal  of  the  "unbroken  line  of  show  win- 
clows"  around  the  store.  Sure  enough, 
at  six  o'clock  each  night  a  lighted  "win- 
dow" in  full  trim  rises  up  in  the  en- 
trance space  and  completes  the  window 
trim  effect.  A  large  number  of  people 
wait  to  see  this  worked.  This  all  adds  to 
the  imposing  effect  of  the  exterior  dis- 
play. One  feature  disappointed  me,  how- 
ever, in  this  arrangement,  common  to 
most,  if  not  all,  the  windows :  a  contriv- 
ance for  lowering  them  into  the  base- 
ment to  get  re-trimmed.  I  was  under 
the  impression  that  every  time  a  win- 
dow was  lowered,  in  some  way  another 
was  left  to  take  its  place,  so  as  to  have 
a  complete  trim  there  all  the  time.  Such 
is  not  the  case.  Whenever  a  window  i3 
to  be  re-trimmed,  it  is  lowered  to  the 
basement  and  the  blinds  above  remain 
down  until  it  rises  again,  trimmed.  Very 
often  several  little  changes  or  re-arrang- 
ing has  to  be  done  up  stairs,  so  that  in 
this  respect  the  new  arrangement  has 
not  anything  on  our  own. 

Platforms  Under  Glass  Sidewalks. 

But  for  convenience  and  testing  it 
certainly  has  us  all  beaten.  There  are 
four  large  platforms  in  the  "area" 
under  the  glass  sidewalk,  that  are  bright- 
ly lighted,  and  extend  most  of  the  way 
along  the  store  front.  To  these  mer- 
chandise is  easily  brought,  without  hav- 
ing to  be  carried,  often  through  crowds, 
on  the  ground  floor  of  the  store  to  the 
various  windows.  Under  the  conditions 
all  the  little  details  can  be  worked  out 
more  carefully  and  exactly  to  harmon- 
ize, something  that  the  exclusive  Fifth 
Avenue  trade  is  very  particular  about. 
The  windows  are  made  up  in  platforms 
and  when  these  are  ready  they  are  rolled 
on  to  the  elevators  and  hoisted. 

Small  Tickets  Used. 

As   to   price   tickets,   the  more   exclu- 
sive New  York  stores  do  not  seem  very 
(Continued  on  next  page.) 
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EQUIPMENT    AND    DISPLAY 


Model   Window  for  June    Bridal    Display 


7 Ills  window  trim  is  the  work 
of  W.  C.  Greenhill  for  Ogilvie, 
Lochead  &  Co.,  Brantford,  and 
dm  of  tin  best  he  has  ever  turned 
out.  Mr.  'Greenhill  furnished  tht 
following  detailed  description  of  this 
window  for  readers  of  Tin  Review: 
Background  of  dark  green  velour, 
with  gold  cloth  panel  at  top,  running 
flu  entire  length  of  tin  window 
which  has  17  ft.  6  inches  frontage. 
The  three  pillars  are  all  alike  as  set  n 
l>l/  picture,  inch  standing  eight  feet 
high.  On  top  of  each  pillar  is  a  large 
frosted  electric  globe.  Flowers  are 
used  in  profusion.  Pillars  are  made 
of  plain  boards  covered  with  cloth 
felt.  In  the  centre  of  each  pillar  a 
basket  effect  is  made  by  using  a 
sponge  holder,  filled  with  yellow  and 
pink  roses  and  lids  of  foliagt . 

The  arbor  effect  is  made  from  1 
inch.  X  ( 2  inch  strips  of  lumber  and 
painted  a  flat  white  and  covered  with 
yellow  and  pink  roses.     This  is  all 

mmi  iih  d  on  a  platform  of  nhitt  felt, 
and   placed   inpiiust    a    mirror   at    1 1" 

end  of  window.  In  tin  c<  ntrt  of  tht 
(irhor  is  an  oak  pedestal,  with  black 
v,elvet  cushion  on  top,  and  on  this  is 
laid  a  whitt  prayt  r  hook-  and  wt  dding 
ring.  In  front  of  arbor  art  two  whitt 
peat  stuls  with  palms. 

Tht  two  flowt  r  girls  art  drt  sst  d 
alikt  except  that  ont  U  in  pink  and 
tht  other  m  palt  blue.  Each  carries 
a  bash  i  of  flowt  is. 

Tht  •  itiir,  floor  is  covt  rt  d  in  white 
felt  with  a  few  flowers  dropped  care- 

I,  sslij    in    front   of   tin     hint,  . 


Tht   hfid,   is  a  draped  lit/are.  and 

d rapid     by     myself.        Materials     lis,  d 

are  white  brocaded  sitin  with  plain 
white  satin  to  mutch  using  very 
handsome  lact  and  pearl  trim  ming 
to  complete  the  gown.  No  unit,  rials 
used  in  the  entire  draping  of  figures 
are  cut;  all  surplus  material  bt  ing 
cenj  curejulhj  hidden.  Tin-  c  it  is  of 
bridal  veiling  and  made  in  tin  milli- 
nery department  for  tht  Occasion. 
The  bride  carries  a  beautiful  bouqut  I 
of  white  lilies  of  the  valley,  using  the 
knotted  l>,  h,  ribbon  to  u  very  pretty 
effect  in  muking  the  bouquet. 

The  bridesmaid  is  dressed  in  a  vt  rij 
handsome  imported  voile  gown  car- 
rying yellow  roses. 

The  matron  of  honor  was  draped 

in  madonna  bin,    with  handsomt    lac  . 

dress  length,  of  black  and  ecru,  using 
black  silk  guipurt   coat  to  complt  tt 

drupi  . 

Tun  picturt    hats  in  r,    mad,    in   OUT 

own  workrooms  specially  for  this  as 
wt  rt  th<  rest  of  tht  hats  ust  d. 

Th,  window  created  a  lot  of  talk 
while  it  was  in  and  wt  were  specially 

rt  qut  si,  d  to  b  avt  it  in  ovt  r  Saturday. 

As  far  as  a  selling  window,  it  was 
good.  Wt  noticed- it  mort  in  the  silk 
department  when  intending  brides 
would  always  refer  to  tht  silk  on  th, 

bridt   s     (/men     in     "//'""■    lirid,      irin- 

doie."      Wt    sold  completely  out  of 

"in  inii  blossoms  mnl  lilns  of  the 
rail,  y. 


;M?:.rS3IONS  OF  NEW  YORK 
WINDOW  TRIMS. 
( ( lontinued  from  Page  -'if1. ) 
I'miil  of  them.  The  price  itself  is  a  very 
minor  consideration;  usually  it  has  no 
place  "ii  the  card  at  all.  and  if  so  is 
very  small.  Indeed,  the  whole  tendency 
here  is  for  small  card-,  in  most  i 
black  with  white  Lettering:;  sometimes 
with  gold  background.  I.ord  i'  Taylor's 
do  not  use  any  in  their  windows  at  all 
so  far  as  I  noticed.  It  is  rather  a  case 
of  displaying  iroods;  the  price  does  not 
matter  with  the  class  of  trade  to  which 
they  cater.  What  a  difference  with  most 
of  ns  in  Canada!  There  the  price  t'eket 
seems  often  the  main  thing  in  the  win- 
dow. Here  they  have  exquisite  ma- 
terials to  work  with— -goods  worth  $25 
a  yard  that  we  would  no  more  be  trusted 
with  than  fly.  Rut  yet,  why  worn-?  Con- 
ditions are  different  and  for  our  gen- 
eral lines  of  business  we  must  cater  to 
the  whole  buying  public,  and  stocky  win- 
dows and  price  tickets,  with  the  price 
prominent,  and  often  on  each  article. 
play  an  important  part  in  getting  re- 
turns from  our  window  displays 

No.  after  some  days  in  New  York  I 
do  not  feel  at  all  ashamed  of  what  our 
Canadian  window  trimmers  are  doing. 
New  York  can  teach  US— and  we  can 
teach   New  York   in   some  thimrs. 

Here,  in  farewell,  is  wishing  our  C. 
W.  T.  A.  Convention  in  Ausrust  all  kinds 
o\'    success.     1  '11    be    t 

-® 

August  11.  12  and  13,  lf>14.  the  dates 
of  the  C.  W.  T.  A.  Convention  in  To- 
ronto. 


New  Summer  Hat  Models 

Black  Making  a  Strong  Bid  to  Stay,  Despite  the 
Season  —  Small  Models  Are  Still  Supreme  — 
Navy  and  White  a  New  Combination  —  Lace 
Effects  With  Lingerie  Gowns. 


THE  very  pronounced  success  that 
has  attended  the  running  of  the 
children's  section  of  the  ready- 
to-wear  department  as  a  separate  de- 
velopment is  attracting  the  attention  of 
the  managers  of  the  millinery  depart- 
ment, and  many  stores  are  trying  out 
the  experiment  of  carrying  children's 
millinery  in  a  like  manner.  The  head  of 
a  department  who  had  made  such  a 
separation  very  successfully  introduced 
his  new  venture  last  Spring.  He  opened 
up  his  new  department  early  in  April 
with  a  large  and  well  selected  stock  of 
infants'  hats  and  bonnets  and  chil- 
dren's and  misses'  hats. 

The  fixtures  and  show  cases  were  the 
same  as  those  used  for  showing  women's 
millinery,  the  only  innovation  being  the 
placing  around  the  department  of  a 
number  of  small  settees,  chairs  and  low 
mirrors  for  the  use  of  the  little  folk, 
and  to  enable  them  to  inspect  the  hats 
tried   on  from   their  own  altitude. 

As  an  opening  attraction  and  to  in- 
troduce the  new  department  a  doll  show 
was  arranged.  Doll's  of  all  kinds,  baby 
dolls,  character  dolls,  and  dolls  in  na- 
tional and  antique  customs.  These  dolls 
were  shown  on  a  raised  platform,  in  the 
centre  of  the  department,  arranged  as 
on  a  walk,  between  rows  of  rose  trees  in 
china  pots.  The  display  proved  a  big 
attraction,  and  drew  both  mothers  and 
children  into  the  department;  and, 
while  the  children  looked  at  the  dolls, 
the  mothers  were  interested  in  the  large 
and  varied  display  of  children's  mil- 
linery on  the  tables  and  cases. 

Another  good  idea  was  the  sending 
home  of  all  hats  above  a  certain  price 
in  small  band-boxes  covered  with  pink 
striped  paper.  This  formed  a  good  ad- 
vertising feature,  as  everybody  came  to 
know  the  pink  striped  boxes.  Also  the 
small  customer  could  have  her  name  em- 
broidered on  the  lining  of  her  hat.  This 
was  an  idea  that  pleased  the  wee  girlie 
and  her  mother,  for  when  sisters  were 
fitted  out  it  would  save  endless  disputes 
as  to  the  ownership  of  the  hat. 

The  doll  show  and  the  added  features 
proved  very  successful  forms  of  adver- 
tising, and  this  department  was  a  suc- 
cess from   the  very  start. 


THE  last  word  ofthe  season  is  now 
being  said  as  to  Summer  styles. 
These  styles  are  important  from 
two  points  of  view ;  they  are  interesting 
to  the  milliner  who  wishes  to  lengthen 
out  her  season  as  far  as  possible  and 
who  has  a  wealthy  clientele  that  buys 
the  newest  and  latest  in  millinery  and 
also  has  need  of  hats  for  many  formal 
occasions — milliners  who  do  this  class 
of  business  are  always  out  for  new 
ideas.  The  late  season  styles  are  also 
interesting  to  milliners  who  are  finish- 
ing up  the  Spring  season  and  are  just 
beginning  to  plan  for  the  coming  Fall 
as  they  form  a  valuable  guide  in  decid- 
ing what  to  buy  for  the  season  that  is 
coming.  Fashions  seldom  arrive  un- 
heralded and  the  late  modes  of  one  sea- 
son as  a  rule  contain  the  germ  of  the 
one  that  follows.  Under  modern  condi- 
tions the  buyer  that  is  best  posted  as  to 
style  changes,  even  when  they  are  much 
too  extreme  to  affect  her  business,  is  the 
one  that  will  buy  to  most  advantage, 
and  is  the  one  that  will  have  the  clean- 
est and  best  selected  stock. 

Though  there  is  some  attempt  made  to 
introduce  large  hats  for  mid-summer 
wear,  no  sensational  novelty  in  this 
direction  need  be  looked  for,  and  the 
majority  of  women  will  be  content  to 
wear,  the  small  high  and  narrow  hats 
right  to  the  end  of  the  season.  Lisere  or 
Belgian  split  straws  and  other  lacquered 
or  varnished  straws  remain  in  favor, 
and  in  addition  to  the  fine  straws  are 
some  that  are  quite  coarse. 

Black    Still    Strong. 

The  feeling  for  sombre  colors  is  still 
strong  and  the  black  hat  will  be  very 
much  worn  all  season,  but  the  gay  note 
is  given  by  the  use  of  flowers.  Plateau 
hats  are  in  the  lead  for  dressy  wear, 
and  new  ideas  in  plateau  are  showing. 

One  of  these  was  of  beige  picot  straw 
trimmed  with  varnished  Bengaline.  The 
nnder-brim  was  lined  with  black,  and 
there  was  a  supporting  strap  of  the  same 
material  passing  under  the  mass  of  the 
hair  at  the  back  and  forming  the  only 
ornamentation  at  the  back.  Some  of 
these  dressy  plateaux  are  specially  ar- 
ranged for  showing  the  hair  under  their 
ii  regular  waves,  and  in  a  few  the  hair 
replaces  the  cache-peigne,  but  this  style 
calls  for  very  luxuriant  tresses,  a  luxuri- 
ance that  can  only  be  achieved  by  the 
use  of  false  hair. 

When  Summer  really  comes,  white 
bats,  black  hats  and  hats  trimmed  with 
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bright  color  are  expected  to  arrive.  Each 
sunny  day  seems  to  add  to  the  popu- 
larity of  white,  and  for  Summer  wear 
white  tagel  and  picot  will  rival  the 
bright  straws.  Another  new  trimming 
that  is  appearing  frequently  is  formed 
of  the  feathers  of  Brazilian  parrots. 
Small  parrot  wings  are  frequently  used 
in  pairs  and  are  either  irregularly  or 
metrically  arranged  on  brims  and 
crowns. 

Black  Flower  Novelty. 

In  the  flower  world  one  novelty  is  the 
varnished  black  reeds,  also  the  touch  of 
blue  in  the  centres  of  white  flowers. 
For  instance,  white  pansies,  roses  and 
daisies  have  all  blue  centres.  Navy  blue 
foliage  is  another  new  idea,  and  so  are 
leaves  of  transparent  substances  fin- 
ished in  mother-of-pearl. 

White  and  navy  together  is  the  latest 
combination,  and  sailors  of  navy  Milan 
or  hemp  are  smartly  trimmed  with 
white,  while  the  white  sailor  is  trimmed 
in  turn  with  navy.  This  trimming  often 
takes  the  form  of  an  under  or  outer 
trim  facing  of  faille  or  moire,  and  either 
wings  or  wing  effects  made  of  faille  or 
heavy  cord  ribbon  form  the  rest  of  the 
trimming. 

Many  black  sailors  similarly  trimmed 
with  white  are  seen,  and  black  hats 
trimmed  with  white  are  very  much  en 
evidence. 

The  Watteau  type  of  hat  is  accepted 
for  dressy  wear,  and  both  these  hats  and 
mushroom  and  plateau  models  are  raised 
high  on  a  bandeau  and  are  trimmed 
with  flowers  and  broad  bands  of  ribbon 
draped  across  the  crown  and  tied  in  a 
bow  under  the  bandeau  at  the  back. 
Wreaths  of  flowers  also  cross  the  base 
of  the  crown  in  front,  and,  passing  over 
the  brim,  hang  loose  below  the  bandeau 
at  the  back. 

Charming   Lace   Effects. 

Many  charming  lace  hats  are  showing 
to  match  the  lingerie  gowns.  These  hats 
are  all  on  the  Watteau  order,  and 
maline  is  used  for  bows  and  for  filling 
in  the  bandeau  at  the  back.  Besides 
shadow  and  Oriental  laces,  organdie  em- 
broideries, printed  crepes  and  chiffons 
as  well  as  ribbons  and  fine  flowers  are 
the  trimmings  best  liked  on  lingerie 
hats,  and  besides  the  Watteau  models 
some  charming  poke  shapes  are  seen. 
The  black  lace  hat  is  also  a  feature,  and 
black  lace  is  used  over  pleatings  and 
flutings  of  white  tulle. 
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MILLINERY 


Wings  Strongly  Indicated  for  Fall  Trimming 


Samples  of  latest  novelties'  in 
wings.  Those  on  tin  upper  row  are 
bronzed  in  the  new  rhubarb  shades. 
The  one  on  the  lower  left  imtnl 
comer  is  white  and  the  one  on  the 
right  is  varnished.  Shown  by  Stra- 
chan,  Burden  &•  Plaskett,  Limited. 


Tills    ILLUSTRATION    shows    a 

rinj  smart  white  hemp  sailor  shape 
trimmed  with  pointed  »  hiU  u  ings  in 
pairs,  one  pair  In  iug  p<>sc<l  in  front 
and  the  other  at  the  hack.  Wings 
small,  medium,  and  large,  but  al- 
ways  pointed  and  used  in  pairs  have 
been  very  much  used  by  Parisian 
modistes  and  at  the  S pring  races 
mong  smart  hats  were  trimmed  in 
this  fashion.  The  first  development 
was  in  favor  of  the  lacquered  wings; 
now  it  is  white  wings  for  Sum  im  r 
wear.  The  latest  idea  is  the  wing 
that  is  metalized  in  bronze,  silver  and 
gold. 
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Wings  Are  the  Latest  Trimming  Feature 

Pointed  Feather  Effects  in  Pairs  for  Present  Selling— Silver, 
Gold  and  Bronze  Wings  Are  Also  Being  Shown — Big  Orders  for 
These  Lines  Being  Placed  for  Fall. 


THERE  is  a  very  strong  demand  for 
plumage,  and  quills  and  wings 
that  have  gone  through  a  process 
of  metalization  are  taking  the  place  of 
those  that  are  lacquered. 

This  process  is  applied  to  ostrich,  but 
the  newer  idea  and  the  one  that  is  find- 
ing most  favor  for  trimming  is  the  use 
of  pointed  wings  in  pairs  that  have  been 
treated  with  colored  bronze.  Many 
come  in  the  new  rhubarb  shades,  both 
the  greenish  and  the  pinkish  tones  be- 
ing shown.  Wings  are  also  silvered  and 
gilded. 

Just  at  the  present  time  it  is  the  white 
wings  that  are  selling,  and  from  now  on 
wing  trimmings  will  form  the  best  liked 
decoration  for  the  mid-season  hat.  The 
wings  used  are  both  medium  small  and 
large;  it  is  not  the  size  so  much  as  the 
shape  that  matters,  for  all  must  be 
pointed,  and  they  must  be  used  in  pairs. 
Large  pointed  wings  are  used  on  sailors 
and  the  small  helmet  shapes  in   a  very 


Trottem  hat  of  white   tagal,  black  velvet 

facing.      Trimming    of    belting   ribbon 

and   birds'    breasts. 


striking  and  original  way.  One  pair  is 
posed  with  the  points  straight  up  in 
front,  and  the  other  behind. 

Buyers  are  greatly  interested  in 
wings  as  they  are  expecting  them  to  be 
particularly  good  in  the  coming  Fall. 
What  is  more  to  the  point,  they  are  ba ek- 
ing this  opinion  by  placing  large  orders 
for  Fall  selling. 

Hackle  feathers,  breast  feathers,  bands 
and  fancies  made  of  breast  are  other  in- 
dicated novelties.  Pom-pom-like  effects 
made  of  swan  feathers  are  used  in  the 
same  fashion  as  the  knob-like  roses  that 
have  adorned  the  back  and  front  of  the 
crowns  of  the  early  season  sailors,  form 
a  novelty  that  promises  to  appear  in 
appropriate  colors  in  Fall  lines. 

There  are  aigrettes  that  come  within 
the  law  made  of  ostrich,  and  also  Ions1 
handsome  egret  effects  that  come  in  all 
colors.  Cross  aigrette  is  also  very  well 
imitated. 


Summer   Waists 

Expensive  Ones  Cut  on  Closer 
and  More  Fitting  Lines  — 
Revers  the  New  Thing  in 
Collars. 

THE  bargain  period  in  waist  sell- 
ing has  now  been  reached,  and 
the  tables  in  the  majority  of 
stores  are  piled  high  with  lingerie 
waists.  Sales  are  encouraging,  as  no 
matter  what  style  is  in  vogue  women 
have  a  place  in  their  wardobe  for  a 
number  of  useful  white  washing  waists. 
All  but  the  very  cheapest  waists  are  de- 
veloped in  voile  or  crepe,  and  the 
kimono  and  the  drop  shoulder  cut  with 
the  wide  armhole  is  the  popular  shape. 
Blouses  of  this  class  have  many  merits 
for  Summer  wear. 

The  V  neck  is  universal,  and  many 
show  the  new  roll  collar  of  plain  voile 
Dr  shadow  lace. 

Expensive  waists  are  being  cut  upon 
closer  and  more  fitting  lines.  Designers 
are  only  putting  out  a  model  here  and 
there  with  the  sleeves  set  in  at  the 
shoulder  line,  but  are  using  yokes  and 
raglan  cuttings  that  give  the  short 
shoulder  effect.  The  armhole  is  not  so 
wide,  and  there  is  less  fullness  in  both 
the  back  and  the  front  of  the  blouse. 

Organdie  muslin,  handkerchief  linen 
and  Georgette  crepe  are  the  novelty 
waist  materials  for  Summer  wear.     The 


crepe  and  linen  waists  come  in  flesh, 
peach,  tango,  and  maize,  as  well  as 
white,  and  when  in  plain  color  are  cut 
on  simple  lines.  Revers  are  the  new 
thing  in  collars,  with  either  the  Medici 
or  the  Incroyable  back. 

Flowered  crepe  waists  have  Medici 
collars  and  full  frills  of  shadow  lace. 
Many  of  the  very  newest  blouses  are 
trimmed  with  narrow  Venise  lace.  This 
lace  edges  the  collar,  trims  the  sleeves 
and  front  fold,  and  also  edges  the  tiny 
pockets  that  are  placed  on  each  front. 

Organdie  waists  have  crisp  collars  of 
the  same,  some  of  which  are  in  fichu 
fashion,  and  are  smartly  trimmed  with 
cotton    tassels    and    drop    ornaments. 
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SUMMER   HATS   FOR   CHILDREN. 

Every-day  Models  of  Silk  and  Straw — 

Brims  of   Leghorn   and   Crowns   of 

Printed  Crepe — New    Ideas    in 

Lingeries. 

Practical  girls'  hats  for  Summer  wear 
are  made  up  in  straw  and  silk  combina- 
tions, but  the  Scotch  plaid  silks  so  pop- 
ular earlier  in  the  season  have  given 
way  to  Roman  stripes  and  solid  colors  in 
bright  shades.  The  brim  is  made  of  navy 
or  dark  brown  straw  or  even  black  and 
the  crown  of  silk  to  match,  while  the 
trimming  is  of  cerise,  Paddy  green,  or 
some  bright  shade  of  blue.  Hats  in 
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lighter  colors  have  the  brim  of  leghorn, 
and  the  crown  is  of  flowered  crepe  or 
pleated  chiffon  or  tulle. 

Summer  lingerie  are  made  entirely  of 
white  tulle  with  tulle  pleatings  forming 
both  the  brim  and  the  trimming  aroiuid 
the  crown.  These  hats  are  trimmed  w  ith 
bunches  and  wreaths  of  flowers  and  with 
bows  of  ribbon.  Ribbon  bridles  are  seen 
on  many  of  these  lingerie  hats.  Ties  of 
white  organdie  are  also  appearing  on 
many  of  the  later  models. 


NEWS  OF  THE   TRADE. 
Half    Holiday    at    Newmarket. — The 

majority  of  the  merchants  at  Newmar- 
ket, Ont.,  have  agreed  to  close  their 
places  of  business  every  Wednesday  af- 
ternoon throughout  the  months  of  June. 
July  and  August. 

Putting  the  Clock  Ahead. — Following 
the  example  of  Regina  and  Moose  Jaw, 
the  retail  merchants  of  Prince  Albert. 
Sask.,  are  supporting  a  motion  that  the 
city  council  be  asked  to  submit  a  by-law 
to  the  electois  providing  that  the  clocks 
of  the  city,  from  the  end  of  May  to  the 
end  of  October,  be  put  forward  one 
hour. 


Tusks  of  rhinoceros  are  beautifully 
carved  and  set  with  semi-precious  stones 
for  parasol   handles. 


Keeping  the  Millinery  Stock  Cleaned  Out 

Work  should  be  Started  Early  While  Public  Will  Buy — Individual 
Trimmings  Offer  Large  Field — New  Wing  Styles  Open  Up  Source 
of  I  Qcome  in  Use  of  Ribbons. 

Written  for  Dry  Goods  Review  l>y  ;i  Business  Woman 


Till-]  present  millinery  season  is 
rapidly  drawing  towards  its  close, 
and  the  work  that  is  done  in  the 
coming  few  weeks  will  determine  for 
most  milliners  their  standing  for  the  sea- 
son, and  will  show  as  to  whether  they 
are  going  to  come  out  on  the  right  side 
or  not.  It  i<  the  well-cleaned-up  stock 
that  makes  the  season  a  profitable  one, 
for,  as  many  milliners  have  had  sadly 
to  admit,  it  is  not  so  much  the  volume  of 
business  dene,  as  the  amount  of  stock 
thai  lias  to  be  sacrificed  at  the  end  of 
the  season  for  what  it  will  bring  that 
shows  whether  the  season  has  been  a 
successful  one  or  not.  Sales  may  have 
been  large  and  the  workroom  ran  to  its 
full    capacity,   Imt    if  the   stock   on    hand 

at  the  end  id'  the  season  is  large  it  may 
mean  that  little  or  nothing  is  left  over 
as  the  profit  made  on  sales,  etc.,  will 
have  to  go  to  pay  for  goods  on  hand 
thai  have  no  saleable  value.  This,  of 
course,  is  putting  it  as  an  extreme  case. 
fi  r  what  T  want  to  illustrate  is  the  ex- 
treme importance  of  keeping  '.roods  mov- 
ing and    the   stock   clean. 

The  milliner  who  makes  her  business 
pay  even  in  the  early  rays  of  the  season 
keeps  a  watchful  eye  for  goods  that  are 
not  selling  as  they  should  do.  If  she 
finds  a  certain  hat  does  not  sell  within 
a  reasonable  time,  or  a  certain  class  of 
plume  or  feather  or  any  other  material 
drags  in  the  sale,  immediately  an  effort 
should  he  put  forth  to  sell  the  goods.  If 
salesmanship  cannot  move  them  then  the 
knife  must  he  used  and  prices  must  be 
cut  and  these  efforts  must  lie  continued 
until  the  hat  or  goods  have  been  gotten 
rid  of. 

Retrimming. 

There  are  times  when  the  hat  can  lie 
retrimmed,  or  when  a  shape  thai  is 
dropping  out  may  he  trimmed  with  the 
slow-selling  materials,  and  the  hats  of- 
fered at  a  bargain  price.  1  know  thai  the 
department  stores  Can  gel  from  under 
this  kind  of  merchandise  quicker  than 
the  milliner  who  runs  a  specialty  store. 
Hut  it  is  not  out  of  the  power  of  the 
milliner,  by  any  means,  to  follow  the  ex- 
ample in  a  different  form  and  in  one 
more  suited  io  her  business.  In  fact,  it 
i-   I  lie  dutj    of  the   milliner   to   t  hink   out 

the  form  that  i^  suited  to  the  particular 
trade  she  is  dom-.  She  knows  her  cus- 
tomers,   and    whai    attracts    them,    and 

should   be  able  t"  dispose  of   g Is   of 

this   class    before    there    are   accumula- 

I  inn-. 


Let  Go  While  They  Are  Salable. 

Constanl    vigilance    in    this     respect 
means  thai   the  stock   1-   in  good  shape 

at  the  end  of  the  season..  Also  it  mean- 
that  the  milliner  will  have  the  crash  on 
hand  to  invest  in  novelties  thai  help  to 
prolong  the  life  of  the  season,  and  will 
he  able  to  take  her  discounts.  Discounts, 
it  should  he  remembered,  are  big  money- 
makers, and  in  many  cases  it  is  failure 
to  cut  prices  and  to  let  goods  going  off 
the  market  go  at  reduced  price,  while 
they  are  still  desirable  that  keeps  many 
milliners  from  taking  advantage  of  cash 
discounts. 


Watteau    hat    of    hcnip   straw    in    natural 
color,  trimmed  with  mixed  flowers,  berries 

and  wheat.  The  hat  is  lifted  to  one  side 
and  back  by  the  bandeau,  which  is  filled 
in   with  loops  of  ribbon   and   tulle. 


Start   Early   if  Heavily   Stocked. 

Early  plans  are  advisable  for  the 
clearing  out  of  hats  and  materials  at  the 
end  of  the  season.  Judicious  choice  can 
be  made,  but  it  is  easier  selling  goods 
when  some  one  still  wants  them.  If 
price-cuttimr  is  too  long  delayed,  a  \  er\ 
greal  proportion  of  the  stock  is  apt  to 
remain  on  hand,  and  when  once  the  sea- 
Bon  is  over  a  very  small  proportion  of 

the  season's  millinery  Stock  has  an\  real 
value  and  often  the  furnace  is  the  only 
place    for    it. 

Rightly  handled,  a  milliner  should 
have  her  stork  in  such  good  shape  that 

every  cent  -he  gets  out  of  it  at  the  end 
0l     !  he    Season    Should    be    added    profit. 
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Hand-made  Trimming. 

T    ere    i-   a    new    tendency    thai 
veloped  of  late  year-  thai   •  r  mil- 

liner lie  abb-  to  turn  t>.  good  ac- 

count in  keeping  her  stock  clean.  I  al- 
lude to  the  fad  for  individual  and 
original  trimming  effects.  T  .•  Parisian 
milliner-  are  adepts  in  tin-  direction,  and 
sketches  of  Paris  hat-  ami  millinery 
novelties  should  show  the  milliner  of 
invention  and  original  mind  how  to  dis- 
pose  of  much  stock  that  i-  not  easily 
saleable,  and  al-o  of  small  piece-  and 
remnants. 

Ever  since  millinery-made  flowers  came 
into  ii-e  there  ha-  been  a  movement  fav- 
oring the   use   of   hand-made   trimn 
and    the    cleverest    milliners    find    it    so 
practical  that  it-  continuanci   i-  assured. 

Berries  and  Bead  Flowers. 
Along  this  line  are  the  berries  and 
cherries  made  of  plush,  velvet  and 
pieces  of  fancy  -ilk,  or  apples  made  of 
plaid  in  brilliant  tartan  colorings. 
Amomr  some  of  the  most  expensive  of 
trimming  motifs  used  this  season  come 
those  made  of  crochet  silk.  Leaves  and 
petals  are  shaped  in  fine  wire  and  are 
then  crocheted  over  with  crochet  or  em- 
broidery silk.  Roses  and  other  flowers 
are  formed  in  this  manner  and  they  are 
further  decorated  by  beading  the  odsres. 
Centres  are  crocheted  and  petals  are 
then  added,  made  of  fancy  silk<.  Head 
flowers  and  foliage  are  made  by  string- 
ing beads  on  fine  wire  and  then  filling  in 
the  centre-.  It'  the  space  to  be  tilled  in 
is  la  rue.  net  or  chiffon  can  be  used  a-  a 
backing  and  the  beads  sewn  on  to  the 
material:  if  only  small,  the  beads  can  be 
strung  across  on  the  thread.  Number- 
less smart  flower  effects  can  be  made  of 
ribbon,   and    these   are   effective   when    of 

plaid  or  bright  color.  Lace,  tulle,  gold 
(doth,  gold    net    and   other  materials   can 

be  used. 

Wilms  of  a  stiff  set  variety  are  com- 
ing into  use  and  promise  to  be  good  for 
Autumn.  Already  milliners  are  imitat- 
ing these  wine  effects  in  ribbons,  silks 
and  tulle.  This  forms  a  promising  field 
of  study  for  the  alert  milliner  and  one 
that  she  will  find  profitable  from  many 
view-points.  First  she  can  use  up  ma- 
terials in  stock,  and  at  the  same  time 
she  can  produce  hats  with  an  individual 
touch  in  its  make-up  that  precludes  any 
competition.      Also   she   will    have   solved 

the  problem  i>f  matching  up  difficult 
colors.  Ami  all  this  can  be  done  from  her 
own  stoek  and  without   further  outlay. 
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Dresses  Are  Selling  Freely 

Cotton  Dresses  Now  to  the  Fore  —  Dancing 
Dresses  Promise  to  be  a  Big  Line  for  all  Summer 
Resorts. 


NOW  that  the  season  is  drawing  to 
a  close  the  trade  is  finding  the 
merits  of  the  dress  lines.  Dresses 
are  selling-  even  better  now  than  at  the 
eo  nmeneement  of  the  season.  Bargain 
lines  that  can  be  offered  at  reduced 
p  ees  are  coming  to  the  front,  and  be- 
cause they  are  timely  these  dresses  are 
1  r'rping    business   into    the    department. 

From  now  on  the  chief  interest  will 
be  centered  in  cotton  dresses  for  street 
and  afternoon  wear.  The  showing  this 
year  is  extra  attractive  because  of  the 
big  variety  of  materials  that  have  been 
brought  out  this  season.  White  is  well 
represented,  but  up-to-date  colored  ma- 
terials, that  is,  materials  that  are  in  the 
main  white  with  the  pattern  in  color  and 
also  solid  colors,  seem  to  sell  best.  Many 
of  the  white  gowns  have  the  vest,  col- 
lar, cuffs,  girdle  and  the  buttons  of 
color,  and  many  of  the  colored  gowns 
have  t'  ese  additions  of  white.  Printed 
and  embroidered  materials  are  used  in 
making  up  the  better-priced  gowns, 
though  prints  are  also  well  used  for 
those  in  the  cheaper  lines. 

Simple  styles  showing  some  form  of 
tunic  development  are  best  liked,  and 
the  variety  is  given  by  the  way  in  which 
the  vest,  collar  and  girdle  are  worked 
out.  Many  dresses  have  a  smart  little 
jacket  or  bolero  made  of  ratine  or  duve- 
tvn.  The  dress  is  usually  of  crepe,  though 
often  the  waist  effect  is  of  net  or  lace. 

A  line  that  promises  to  be  important 
right  through  the  Summer  season  is  the 
dancing-frock.  Everybody  is  dancing 
the  new  dances,  and  so  great  is  the  craze- 
that  dancing  promises  to  form  one  of  the 
chief  forms  of  entertainment  at  all  the 
Summer  resorts.  This  means  that  dresses 
with  the  skirt  so  cut  that  the  limbs 
have  the  proper  amount  of  freedom  will 
be  in  great  request. 


Chiffon  taffeta  combined  with  lace  is 
high  style,  but  many  models  will  be  of 
flowered  crepe  or  embroidered  net.  Very 
smart  dresses  are  showing  in  crepe  de 
chine  and  lace  with  the  lower  part  of  the 
skirt  accordeon  pleated. 


COLOR    NOVELTIES    FOR    THE 
SUMMER   AND   FALL. 

(Continued  from  page  17.) 

that  never  attains  much  prominence 
with  the  popular  trade.  The  selling- 
colors  come  in  the  navy  shades  and  in 
the  old  blue  series  in  the  fourth  column. 
There  is  a  very  attractive  series  of 
green  blues  shading  from  turquoise  to 
canard. 

Green  as  a  color  has  been  gaining  in 
favor  for  the  past  two  or  three  seasons, 
therefore,  it  is  not  surprising  to  find 
this  color  particularly  well  represent- 
ed. The  first  green  set  on  the  card  con- 
tains a  list  of  novelty  colors,  the  first, 
second  and  third  being  in  bright  tones, 
while  the  next  two  are  medium  shades  of 
blue  green  and  the  last  in  the  series  a 
deep  bottle  tone.  After  a  long  absence 
reseda  is  again  included  in  a  set  of 
three  soft  grey  green  tones.  Yellow 
greens  come  in  the  ninth  column.  The 
first  shade  is  a  very  pale  tone  and  the 
rest  of  the  series  deepen  through  em- 
erald into  a  deep  clear  forest  green 
shade.  The  lime  or  joric  greens  now  so 
much  in  favor  form  the  first  two  shades 
of  a  series  that  ends  in  two  deep  brown 
green  shades,  and  there  are  also  three 
hunters'  greens  the  last  of  which  is 
nearly  black. 

The  browns  range  from  tan  to  seal, 
and  there  is  also  a  set  of  gold  shades 
ending  in   a   soft   tone   of  tabac   brown. 


There  are  three  prune  shades,  two  of 
which  are  almost  black  in  accordance 
with  the  present  tendency  in  colors. 

There  is  also  a  series  of  reddish 
purples  on  the  egg-plant  order  shading 
down  into  plum,  and  a  true  wood  violet 
series,  which  includes  a  rich  shade  of 
purple. 


ARE  YOU   COMING? 

Three  days  filled  with  instructive 
demonstrations  to  window  trimmers,  ad. 
men  and  card  writers  are  the  convention 
dates  of  the  C.  W.  T.  A.  These  are 
August  11,  12  and  13,  1914,  and  the 
place  is  Toronto. 

©— 

THE  LATE  ARMAND  LEBINE. 

Armand  Lebine,  one  of  the  oldest 
members  of  the  firm  of  Perrin  Freres  & 
Cie.,  and  well  known  among  commercial 
men,  died  suddenly  May  2  at  the  St. 
Louis  Hotel.  Quebec,  while  on  a  busi- 
ness trip.  The  body  was  brought  to 
Montreal  for  burial.  He  was  52  years 
old,  and  leaves  a  widow. 

@ 

SOME  GOOD  SELLERS. 

Long  silver  veil  and  collar  pins  of 
chased  silver. 

Tiny  gold  vanity  box  that  can  be  con- 
cealed in  the  palm. 

Many  round  and  flat  chased  gold 
bangles. 

Silk  girdles  shaped  like  a  short  vest 
with  pocket  slits. 

Silk  striped  ratine  ribbon,  as  Panama 
hat  scarfs. 

Belts  of  moire  ribbon  with  embroid- 
ered ends  tipped  with  strands  of  beads. 

Long  hatpins  of  gilt  tipped  with  cora- 
line  rosebuds. 

Hairpins  in  taupe  and  blue-gray  gala- 
lith,  plain  or  set  with  colored  rhine- 
stones. 

Small  fancy  brooches  of  circular  form 
that  retail  from  fifty  cents  to  two 
dollars. 

Shopping  bags  of  silk  Roman  stripes 
with  the  narrow  centre  of  black  satin  or 
moire  shirred. 


H  A  condensed  advertisement 
in  the  DEY  GOODS  REVIEW 
will  bring  good  results. 


MANU- 
FACTURERS 
OF 


OSTRICH 

PARADISE 
OSPREYS 

MARABOU 


DOMINION  OSTRICH   FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE,  TORONTO 

Montreal  Agents: 
S.  E.  PORTER  &  Co..  407  Mappin  Bldg..  10  Victoria  Street 
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Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowers  for  Decoration. 

L.  Buumauo  &  Co.,  357  W.  Chicago  Ave., 

Chicago,  111. 
L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 

Montreal,   Que. 
Schack    Artificial    Flower    Co.,    1739    Mil- 
waukee Ave.,   Chicago,   111. 
Canadian  Blower  Mfg.  Co.,  243  Bleury  St., 

Montreal. 
Accordion    Plaiting)). 
Toronto    Dress    1'laltlng    Co.,    COO    Vonge 

St.,    Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 

Que. 
Blankets. 

Pen  mans,  Limited,   Paris,  Ontario. 
Fraser,    Mather    Co.,    Winnipeg,    Man. 
Miller   &   Porteous,    Hollybusb,   Ayrshire, 

Scotland. 
Wm.     Laldlaw     Cumledge     Mills,     Duns, 

Scotland. 

Bathing    Suits. 

Home  &   Watts.   19   Duncan   St.,  Toronto, 
Boy    Scout    Supplied. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Suits. 

Home  &   Watts,  19   Duncan   St.,  Toronto, 
Batting. 
Robt.    Henderson   &    Co.,   181    McGlll    St., 
Montreal,  Que. 
Boxes,  Fancy. 
Hercules  Boxes,   Ltd.,  400  Richmond   W., 
Toronto. 
Burlap    (Dyed,   Oil   Coated   and    Sized). 

Stauntons,    Ltd.,  934   Yonge   St.,   Toronto. 
Brassieres. 
H.  &  W.  Co.,  130  Fifth  Ave.,   New   York, 

N.Y. 
Parisian   Corset  Co.,   Quebec,  Que. 
Voss   &   Stuffmann,   Montreal,   Que. 
Buttons. 
Forsyth   Kimmel  &   Co.,   Berlin,   Ont. 
Moulton    Mfg.   Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,    City    Road,    London,    N.,    Eng. 
Ashton    &    Pulford,    22    Black    Piccadlly, 
Manchester,    Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,    Clinton,    Ont. 
Belts,    Ladies'. 
R.  D.  Fairbalm   Co.,  105  Slmcoe  St.,   To- 
ronto, Ont. 
Boot    and    Shoe    Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids  and    Cords. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Children's  Dresses. 
Home  &   Watts,   19   Duncan   St.,  Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.   D.   Fairbalm   Co.,  106  Slmcoe  St.,  To- 
ronto,   Ont. 
Star    Whltewear    Mfg.    Co.,    Berlin.    Ont. 
Sperling  &   Lea,  Herald   Bldg.,   Montreal. 
Detroit  Princess  Mfg.  Co.,  Detroit,  Mich. 
Correspondence    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts..  Toronto. 
Economist   Training  School.   239   W.   39th 
St.,   New   York,   N.Y. 
Cash     Registers. 

National    Cash    Register    Co..    285    Yonge 
St.,  Toronto.   Ont. 

Cash  nnd    Parcel   Carriers. 
The    Lnmsnn    Store    Service    Co.,    Boston, 

Mini.,   U.S.A. 
Glpe-IIaznrd    Store    Service    Co.,    99    On- 
tario   St..    Toronto.    Ont. 
Cloth    Charts. 

A.    E.    Putnam    Co..   Wnshlngton.    Iowa. 
A.  s.   Richardson   &   Co.,  99  Ontario  St., 
Toronl  o, 

Caps. 

Cooper   Cap    Co.,   Spndtna    Ave..    Toronto. 
Ont. 

Corsets. 

H.   &   W.   Co.,   130  Fifth   Ave..    New    York. 
N.Y. 

Parisian    Corset    Co..   Quebec.    Que. 

Voss  St  Stuffmann,   Montreal.   Que. 
Cotton    Threads   and    Crochet    Balls. 

III.  ks.   Bulllck   &   Co..  Belfast,    Ireland. 
Carpels. 

W.    R,    Brock    Co-.,    Notre    Dame    St     W.. 

Montreal,    Que. 
Greananleldl,    Ltd.,    Montreal.    Que 
Canadian    Carpal    *    Comforter    Mfj,    Co. 

Toronto.   Ont. 
Ouclph    Carpet    Mills.  Guelph     <>nt 
''tilting    and     Wire    Stapler    Machines. 
Salter  Williams  &  Co.,   Montreal  Que. 


Corset    Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Cotton*, 

Greeushields,   Limited,   Montreal,  Que. 
The  Dominiou  Textile  Co.,  Montreal,  Que. 
Horrockses,    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars    (Waterproof). 
Arlington    Co.,    64    Fraser    Ave.,    Toronto, 
Parsons   &    Parsons   Canadian    Co.,   Ham- 
ilton,   Ont. 
Smith    D'Entremont    Co.,   1475  Queen    W., 
Toronto. 
Chiffons. 
Novelty  Import  Co..  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington  W.,  Toronto. 
Canada    Veiling   Co.,    S4     Wellington    W., 
Toronto. 
Comforters, 

Canadian   Carpet   &   Comforter   Mfg.   Co., 
Toronto,  Ont. 
Cushions. 
Canadian    Carpet   &   Comforter   Mfg.    Co- 
Toronto.  Ont. 
Canvas   Coat   Fronts. 
Toronto   Pad   Co.,  569  Queen   St.   W.,  To 
ronto.   Ont. 
Cotton    Linen   and    Elastic   Laces. 

Parisian   Corset   Co.,   Quebec,   Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Parisian   Corset   Co.,   Quebec,   Que. 
Coats    (White). 
Robert    C.    Wtlklns    Co.,    Famham,    Qu-v 
Miller   Mfg.   Co.,  Toronto.   Ont. 
Coats    (Ladles'). 

Patrician     Cloak    &     Suit     Co.,     SanVd'ila 
Bldg.,  Toronto,  Ont. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto, 
International   Tailoring  Co.,  62  John   St., 
Toronto.   Ont. 
Clothing   (Dock  and   all   Specialties). 

Miller  Mfg.  Co..  251  Mutual  St..  Toronto, 
Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts..    Toronto. 
Dress    Fabrics. 
Mclntyre  Son  &  Co.,  Ltd..  Montreal. 
W.  R.  Brock  Co  ,  Bay  &  Wellington  Sts., 

Toronto.    Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 

Greenshlelds.    Limited.   Montreal,   Que. 
Nishet    &    Auld,    34    Wellington    St.    W., 

Toronto.    Ont. 
Law.  Russell  &  Co..  Ltd.,  Bradford,  Eng. 
Bradford     Drers     Association.     Bradford, 
Eng. 
Dress    Forms. 
Delfosse  &  Co..  Montreal,  Que. 
Dale   St    Pen  ran  II.    106    Front    St.    E.,    To- 
ronto.  Ont. 
Hall-Borchert   Dress   Form   Co.,   41    Lom- 
bard   St..   Toronto,   Ont. 
A    S.    Richardson   &   Co.,  09  Ontario   St., 

T    r.  in 
Royal    Display    Fixture    Co.,    812    Broad- 
way,   Now    York,    N.    Y. 
Presses. 
Detroit    Princess   Mfg.   Co..    Detroit.   Mich. 
Rosebud    Mfg.   Co..   193-5   Mercer   St..   New 

York     N.Y. 
Star    Whltewear    Mfg.    Co..    Berlin.    Ont. 
R.     D.     Falrbalrn     Co..     106     Slmcoe     St.. 

Toronto.    Ont 
Germain   *   Smith,   Ltd.,    Montreal.   Que. 
Borgenlcht.  Kornrelch  &  Co..  1115  Broad- 
way.   New   York.    NY. 
Dress    Shields. 
I.    B.    Klelnert    Rubber    Co..    Wellington 

St.  W..  Toronto.  Ont. 
Parisian   Corset   Co..   Quebec.   Que. 
Dress    Trimmings. 
Thompson    Lace    *    Veiling    Co.    59    Wel- 
lington   St     W..    Toronto     Opt 
Smith    D'Entremont    Co..    1475    Queen    W. 
Toronto. 

Canada   Veiling   Co.,    M    Wellington    w 

Toronto 
The    Moulton     Mfg.    Co..    Ltd..    Montreal. 
Embroideries. 

Klnnber    St    Co  .    Rrnnriw.iv    nnri     l«lh    St  . 

New  York.   N.Y. 
Sterling    Lace    *     Noveltv    Co.    Toronto. 

Ont 
Neuberger    *     Co..     124     Fifth     Ave  .     New 

York      V  V 

Tanner    Pro*     A    Co..   W   B|     Tames    St. 

Montreal    One 
Rmbrolrlered    Ippllqne  Letters 

Krnnthelnier     &      Co..     CO     Rrlmnnr]      PI 

Aiders gata   St  .    London.    B.C.,    Eng 
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Flannellettes. 
Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Furs. 
Sidney    Blumenthal    &    Cc,    395    Fourth 

Ave.,   New   York,  N.Y. 
L.  Unaedinger,  Son  &  Co.,  Montreal,  Que. 
L.iberge  Chevalier  Jc  Co.,   Ltd.,  Montreal. 

Que. 
Tauber    Bros.    &    Co.,    67    St.    James    St., 

Montreal,   yue. 
Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal, 
Que. 
Furriers'    Trimmings. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Furniture. 
The  Victoriavllle  Furniture  Co.,  Victoria- 

ville,   Que. 
B.  Cohen  &  Sons,  1-19  Curtain   Rd.,  Lou- 
don,  Eng. 
Frilling. 

R.   D.  Falrbalrn  Co.,   105  Simcoe  St.,  To- 
ronto, Ont. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Flowers  for   Millinery. 
Melles  &  Co.,  Montreal,  Que. 
Continental   Mfrs.  Syndicate,  77  York  St.. 

Toronto,   Ont. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real, Que. 
Debenham's.  Ltd.,  Montreal  and  Toronto. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton W..  Toronto. 
Yyse  Sons  Co.,  Montreal,  Que. 
Feathers. 
Melles  &  Co..  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St.. 

Torouto,  Ont. 
Dominion  Ostrich  &  Feather  Co.,  Toronto. 

Ont. 
Riegel  &   Langer,  319  Kings   Hall,   Mont- 
real, Que. 
Debenham's,  Ltd.,  Montreal  and  Toronto. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton W.,  Toronto. 
Vyse  Sons  Co.,  Montreal,  Que. 
Fancy  Dry  Goods. 

Thompson    Lnce   &    Veiling   Co.,   76   Wel- 
lington  St.   W..   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Gowns. 

F.    G.    Hayward     Manufacturing    Co,    77 

York   St.,   Toronto,  Ont. 
Riegel  &    Langer.  319   Kings  Hail.   Mont- 
real, Que. 
General    Dry    Goods. 
Mclntyre  Son  &  Co..  Ltd..  Montreal.  Que. 
J.  &  N.  Phillips  &  Co..  Manchester.  Eng 
Vassle  &  Co.,  Ltd..  St.  John.   N.B. 
Cook.   Son   &  Co.,   London,   Eng. 
Debenhams,   Ltd.,   Montreal  and   Toronto 
A.   Racine,  Limited,   Montreal,  Que. 
Hitchcock    Williams    &    Co.,    St.    Paul's 

Churchyard,  London,  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Montreal,    Que. 
Greenshlelds,   Ltd.,   Montreal,   Que. 
John   King  &  Son,  Glasgow.  Scotland. 
Mclntyre  Son  A:  Co.,  Ltd..  Montreal.  Que 
Gloves. 

Perrin   Frere  &   Cie..   Montreal.  Que. 
Germain   &  Smith.   Ltd..   Montreal,   Que. 
Greenshlelds.   Ltd..   Montreal,   Que. 
Charles   Perrin   A   Cle..   16   McGlll   College 

Ave..    Montreal.    Que. 
Mclntyre   Son    *    Co.,    Ltd.,    Montreal. 
Grass    Carpet    Rugs. 
Crex     Carpet    Co.,    377    Broadway.     New 
York,  N.Y. 
Ginghams. 
Wm.    Anderson     &     Co..     Ltd..    Glasgow. 
Scotland. 
Gloves    (Working). 

Durham  Glove  Co..  Bowmanvllle.   Ont. 
Hamilton  Carhartt   Mfg..   Ltd..  535  Queen 
E..    Toronto.    Ont. 
Hose   Supporters. 
The   Berlin    Suspender   Co..    Berlin.   Ont 
Falre  Bros.  Co..   Leicester.   Eng 
I.  B.  Klelnert  Rubber  Co..  Wellington  St 

W..   Toronto.   Ont. 
Parisian    Corset   Co..   Quebec.    Que. 
House    Furnishings. 
W.   R.  Brock  Co..   Bay  *   Wellington   Sts.. 

Toronto.    Ont. 
Greenshlelds.   Limited.   Montreal.  Que. 
Stonarda,    Limited.   7    Paternoster    Bldgs  . 
London.    EC.   Eng. 
Hosiery. 
Chlpman.  Ilolton   Knitting  Co..  Hamilton. 

Ont 
Pen  mans,    Limited.   Paris.  Ont. 
Tauber    Rro«     &    Co..    67    St.    James    St  . 
Montreal.   Que. 
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Mercury   Mills,  Limited,  Hamilton,  Ont. 

"Craftana." 

Alfred   Hawley   &   Co.,   Hinckley,   Eng. 

Perrin   Frere  &  Cie.,  Montreal,  Que. 

Louis  Hermsdorf,  235  W.  39th  St.,  i New 
York,   N.Y. 

Greenshields,  Limited,  Montreal,  Qu< . 

Goderich    Knitting   Co.,    Goderich,    Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 

Wreyford  &  Co.,  85  King  W.,  Toronto. 

Dr.  Jaeger  Co.,  Ltd.,  243-5  Bleury  St., 
Montreal,  Que. 

F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington  Sts.,  Toronto. 
Handkerchiefs. 

Nisbet  &  Auld,  34  Wellington  St.  W., 
Toronto,   Ont. 

Silks   Co.,   58  Bay    St.,   Toronto,   Ont. 
Hats  and  Caps. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Hooks  and  Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Mary's,  Ont. 
Hair    Goods.  _ 

Ideal  Hair  Goods  Co.,  77  York  St.,  To- 
ronto, Ont. 

gtandnrd  Hair  Co.,  Ill  Windsor  St., 
Montreal. 

Hlbbert    &     Jaslow,    207   St.   James   St., 
Montreal. 
Hair   Nets. 

Ideal  Hair  Goods  Co.,  77  York  St.,  To- 
ronto, Ont. 

Byard   Mfg.  Co.,   Nottingham,  Eng. 

Hlbbert    &    Jaslow,   207   St.   James   St., 
Montreal. 
House  Coats. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Hair    Ornaments. 

Ideal  Hair  Goods  Co.,  77  York  St.,  To- 
ronto, Ont. 

Hlbbert  &  Jaslow,  207  St.  James  St., 
Montreal. 

Smith   D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Hemstitching. 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto,   Ont. 
Individual  Names  on  Tape. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 

Krautheimer     &     Co.,    20    Edmund     PI., 
Aldersgate  St.,  London,  B.C.,  Eng. 
Infants  Layettes. 

Home  &  Watls,  19  Duncan  St.,  Toronto, 
Ont. 
Infants  Novelties. 

Rite  Specialty  Co.,  35  W.  36th  St.,  New 
York,   N.Y. 

Richard  G.  Krueger  Co.,  162  W.  21st  St., 
New  York,   N.Y. 
Indigos. 

Franklin   Mfg.  Co.,  260  Church   St.,   New 
York,   N.Y. 
Knitted   Goods. 

Harvey  Knitting  Co.,  Woodstock,  Ont. 

Greenshields,   Limited,   Montreal,   Que. 

Zimmerman   Mfg.   Co.,  Hamilton,   Ont. 

The  Monarch  Knitting  Co.,  Dunnvllle, 
Ont. 

R.    M.   Ballantyne,    Ltd.,   Stratford,   Ont. 

Gait   Knitting  Co.,   Gait,   Ont. 

C.    Turnbull   Co.,   Gait,    Ont. 

Goderich    Knitting   Co.,   Goderich.    Ont. 

Schofield    Woollen    Co.,    Oshawa,    Ont. 

Kingston  Hosiery  Co.,  Kingston,  Ont. 

Reliance  Knitting  Co.,  King  and  Bathurst 
Sts.,  Toronto,   Ont. 

Regent  Shirt  Co.,  Notre  Dame  St.  W., 
Montreal,   Que. 

S.  F.  Gibson  &  Co.,  East  Ham,  London. 
Eng. 

Dr.  Jaeger's  Sanitary  Woollen  System 
Co.,  Ltd.,  243-5  Bleury  St.,  Montreal, 
Que. 

F.    W.    Robinson    &    Co.,    Bathurst    and 
Wellington  Sts.,  Toronto. 
Rimonan. 

Knss.ih     Kimona     Co.,     St.     Helen     St., 
Montreal. 
Knitting    Wools. 

Thos.   Burnley   &    Sons.    Nr.    Leeds,   Eng. 
Linoleums. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto. Ont. 

Bradford   Dyers  Association,  39  Well  St., 
Bradford.   Eng. 
Linens. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto. Ont. 

Wm.   Liddell  &   Co..  Belfast.   Ireland. 

Old  Bleach  Linen  Co..  Randalstown,  Ire- 
land. 

R.  H.  Cosbie,  Wellington  St.  W.,  To- 
ronto, Ont. 

Greenshields,    Limited,    Montreal.   Que. 

Silks  Co..  58  Bay  St.,  Toronto,  Ont. 

John   S.  Brown  &  Son,  Ltd.,  Belfast,  Ire- 
land. 
Mclntyre  Ron  &  Co..  Ltd..  Montreal.  Que. 

R.  D.  Fairhairn  Co..  105  Slmcoe  St.,  To- 
ronto. Ont. 

Noveltv  Import  Co..  76  Bav  St..  Toronto. 

Tnnher  Bros,  ft  Co.,  67  St.  James  Kt.. 
Montreal.  Que. 


Longcloths. 
Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Laces     (Hand    Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 

Birkin   &   Co.,   Nottingham,   Eng. 

Klauber   &    Co.,    Broadway   and   18th   St., 
New   York.  N.Y. 

Thompson   Lace  &   Veiling   Co.,  59  Wel- 
lington  St.   W.,   Toronto,   Ont. 

Greenshields,   Limited,   Montreal,  Que. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Sterling    Lace   &    Novelty    Co.,    Toronto, 
Ont. 

Riegel  &  Langer,  319  Kings  Hall,  Mont- 
real, Que. 

Tauber   Bros.   &   Co.,   67   St.   James    St., 
Montreal,  Que. 

Canada   Veiling   Co.,    84    Wellington    W., 
Toronto 
Lighting  System. 

Canadian  H.  W.  Johns-Manville  Co.,  Flat 
Iron   Bldg.,   New  York,   N.Y. 
Leather  Novelties. 

P.  W.  Lambert  &  Co.,  64  Llspenard  St., 
New   York,   N.Y. 

Julian  Sale  Leather  Goods  Co.,  King  St. 
W..  Toronto,  Ont. 
Lingerie. 

Germain   &    Smith,   Ltd.,    Montreal,   Que. 

Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Ladies'   Bust   Forms. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  To- 
ronto, Ont. 
Lace   Curtains. 

T.   I.  Birkin  &  Co.,  Nottingham,   Eng. 
Men's  Furnishings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,  Ont. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 
Men's   Neckwear. 

Pim    Bros.   &    Co.,    William    St.,    Dublin, 
Ireland. 

Crescent    Mfg.    Co.,    Montreal,    Que. 

Fowke,    Singer    &    Co.,    7   Wellington    St. 
W.,  Toronto,  Ont. 

W.    R.    Brock    Co.,   Notre   Dame   St.   W., 
Montreal,   Que. 

Greenshields,   Ltd.,  Montreal,   Que. 

Tooke  Bros.,   Ltd.,   Montreal,   Que. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Mackinaws. 

F.     W.     Robinson,     Ltd..     Bathurst     and 
Wellington  Sts.,  Toronto. 
Mitts. 

Reliance   Knitting   Co.,   King   and   Bath- 
urst  Sts.,   Toronto,   Ont. 

R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 

Goderich    Knitting    Co.,    Goderich,    Ont. 
Malines. 

John    Heathcoat  &   Co.,   London,   Eng. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Thompson    Lace  &   Veiling  Co.,  59  Wel- 
lington  W.,  Toronto. 

Canada   Veiling   Co.,    84    Wellington    W., 
Toronto. 
Mesh   Bags. 

Hlbbert   &   Jaslow,     207     St.   James   St., 
Montreal,  Que. 
Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St., 
Toronto.  Out. 

Debenham's,  Ltd.,  Montreal  and  Toronto. 

Morris  &   Snward,   21-22  Castle  St.,  Lon- 
don W.,  England. 

Gage  Bros.  &  Co.,  Chicago,   111. 

D.    B.    Fisk    Co.,    225    N.    Wabash    Ave., 
Chicago,   111. 

Melles  &  Co.,  3  Crlpplegnte  Bldg.,  Wood 
St.,    London,    England. 

Germain   &   Smith,    Ltd.,    Montreal,   Que. 

D.    McCall   Co.,   Toronto,   Ont. 

Montreal   Hat  &   Frame  Co.,   Ltd.,   Mont- 
real.  Que. 

Strachan,    Burden  &  Plaskett,  59  Welling- 
ton  St.  W..   Toronto.  Ont. 

Riegel  &   Langer.  319  Kings  Hall,  Mont- 
real.  Que. 

Vyse  Son*  Co.,  Montreal,  Que. 
Marihon  and   Ostrich   Stolps. 

Germain    &   Smith,    Ltd.,    Montreal,   Que. 
Motor  Coats    (Men's   Cotton  and  Linen). 

Miller  Mfg.  Co.,  Toronto.  Ont. 
Motor    Coats. 

National    Rubber   Co..    Montreal,    Que. 

Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Motor    Scarfs. 

S.   F.  Gibson   &    Co..   East   Ham.   London. 
Eng. 
Monnettes. 

otto  T.  E.  Velt  &  Co..  64  Wellington  St. 
W..   Toronto,   Ont. 
Matting. 

Otto  T.  E.  Velt  &  Co..  64  Wellington   St. 
W.,   Toronto,   Ont. 
Nets. 
T.   I.  Birkin   &  Co..    Nottingham,  Eng. 
Novplty  Import  Co..  76  Bay  St.,  Toronto, 
Ont. 
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Thompson   Lace  &   Veiling  Co.,  59  Wel- 
lington  W.,  Toronto. 

Canada  Veiling  Co.,    84    Wellington   W., 
Toronto. 
Narrow  Fabrics   (Cotton,  Linen,  Silk). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Neckwear   (Ladies'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W., 
Toronto,   Ont. 

Voss  &  Stuffmann,  Montreal,  Que. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 
Out. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 

Oil   Cloths. 
The   Dominion    Oil   Clotr    Co.,    Montreal, 
Que. 
Office   Systems. 

Copeland-Chatterson  Co.,  Kent  Bldg.,  To- 
ronto, Ont. 
Ostrich  Feathers. 

S.  E.  Porter  &   Co.,  Montreal,  Que.        "H 
Overalls. 
Robert   C.   Wilkins   Co.,   Faruham,   Que. 
Hamilton  Carhartt  Mfg.,  Ltd.,  535  Queem 
E.,    Toronto,    Ont. 
Ornaments   (Silk). 

Moulton  Mfg.  Co.,  Montreal,  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home  Pattern  Co.,  New  York,  N.Y. 
The    McCall   Co.,   236   W.   37th   St.,    New 

York,    N.Y. 
The  Butterick   Publishing  Co.,  Butterick 

Bldg.,  New  York,  N.Y. 
New    Idea    Pattern    Co.,    70   Bay    Street, 
Toronto. 
Pads. 
Toronto  Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,  Ont. 
Plated   Jewelry. 

Ideal   Hair   Goods   Co.,   77   York    St.,   To- 
ronto, Ont. 
Hlbbert    &    Jaslow,   207   St.    James    St., 
Montreal. 
Pin   Tickets. 
Copp,  Clark  Co.,  517  Wellington  St.   W„ 
Toronto,  Ont. 
Pillows. 
Canadian   Carpet  &   Comforter  Mfg.  Co., 
Toronto,  Ont. 
Quilts. 
Jonathan    Dearden   &   Co»,   11-13   Bridge- 
water   Place,    Manchester,    Eng. 
Ready-to- Wear. 

Greenshields,  Ltd.,  Montreal,  Que. 
Raincoats. 
H.   E.   Davis  &   Co.,   Montreal. 
C.   Kenyon   Co.,  23rd   St.  and   Fifth   Ave., 

New  York,   N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford, Eng. 
National  Rubber  Co.,  Ltd.,  Montreal,  Que. 
Scottish  Rubber  Co.,  Montreal. 
Canadian  Consolidated  Rubber  Co.,  Ltd., 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame   St.    W., 

Montreal,  Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto.  Ont. 
Belding     Paul     Cortlcelli     Co.,     Montreal, 

Que. 
Silks    Co.,   58    Bay    St.,    Toronto,    Ont. 
Rugs    (Wilton). 
Otto  T.  E.  Velt  &  Co.,  64  Wellington  St. 
W.,   Toronto.   Ont. 
Rugs    (Axminster). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St. 
W.,   Toronto,   Ont. 
Rugs    (Velvet). 
Otto  T.  E.  Veit  &  Co.,  64  Wellington  St 
W..   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Ont. 
Suspenders. 
Berlin    Suspender    Co.,    Berlin,    Ont. 
S.   E.   Porter  &   Co.,   Montreal.  Que. 
Halls.    Limited,    Brockvllle,    Ont. 
Spool    Silks    (For   Mannfactnrera'  Use). 
Walter  Williams  &  Co.,  Montreal,  Que. 
Staple  Dry  Goods. 
W.    R.    Brock    Co..   Bay   and    Wellington 
Sts..   Torom  ,\  Ont. 
Small  wares. 
W.    R.    Brock    Co..    Bay    and    Wellington 

Sts..   Toronto.   Ont. 
W.    R.    Brock    Co.,    Notre    Dame   St.    W., 

Montreal.   Que. 
Greenshields.   Limited.   Montreal.   Que 
Ideal    Hair   Goods    Co.,   77   York   St.,    To- 
ronto    Ont. 
Store    Fixtnres. 
Jones   Bros.    &    Co.,   31    Adelaide    St.    W , 

Toronto,   Ont. 
Clntwnrthy  &  Ron.  King  St.  W..  Toronto 
Dale   &    Pearsall,    106    Front   St.    E.,    To- 
ronto.   Ont. 
,T.   R.   Palmenherg's  Sons.  710  Broadway, 

New  York.   N.Y. 
B.  Brager.  49  Crosby  St..  New  York,  N.Y. 
Delfosse   &   Co.,   Montreal.   Que. 
A.    S.    Richardson    Co.,    99    Ontario     St„ 
Toronto,  Ont. 
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I  a\  i  -i    Mfg,    Co..    Iluuilltun,   Oot. 
VVulkei    Kin   .v    Store   fixture   Co.,   Berlin, 

II  I.    Wood  &  <'<>..   Noble  and  Strickland 
Streets,  Toronto,  Ont. 

Royal    Display    Fixture    Co.,    812    Broad- 
way,   New    York,    N.    Y. 
8tore    Fronts. 
The    Consolidated    Plate    Glass    Co.,    241 

Spadlna   Ave.,   Toronto,    Ont. 
The    Kawneer    Mfg.    Co.,    Nlles.    Mich. 
Zourl  Drawn   Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 
Sweatercoats. 
l'ennians,    Limited,   Paris,   Ontario. 
Reliance    Knitting   Co.,    King   and    Batb- 

urst   Sts.,    Toronto,    Ont. 
Pride    of    the    West    Knitting    Co.,    Van- 
couver,   B.C. 
Monarch    Knitting   Co.,   Duunvllle,   Ont. 
R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 
C.   Turnbull   Co.,    Gait,    Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal.  Que. 
P.     W.     Robinson,     Ltd..     Bathurst     and 
Wellington    Sts.,   Toronto. 
SanitaH   Wall   Covering. 

Stauntons,    Ltd.,  934   Yonge   St.,   Toronto. 
Skirts. 
W.   H.   Wright  &   Co.,  433  Queen   St.   W., 

Toronto,   Out. 
The    Clayson    Co.,    2S0    College    St.,    To- 
ronto,  Ont. 
Marcus   Roman,   Jacobs  Bldg.,   Montreal. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids     Show     Case    Co.,     Grand 

Rapids.    Mlcb. 
H.    L.    Wood    &    Co.,    Noble    and    Strick- 
land  Sts.,  Toronto. 
Shoe   Itin Hi  s. 
Smith    D'Entremont   Co.,   1475   Queen    W., 
Toronto. 
Skein    Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing   Co.. 
Gait,   Ont. 
Sasbes. 

R.  D.  Falrbalrn   Co.,  105  Slmcoe  St..  To- 
ronto,  Ont. 
Silk    Ornaments. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont. 
Scarfs. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 
Shirts    (Soft). 

Robert    C.    WUklns    Co.,    Farnham,    Que. 
Summer    Clothing. 
Robert    C.    WUklns    Co.,    Farnham,    Que. 
Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto 
Silks. 

Debenbams,   Ltd..   Montreal  and  Toronto. 
Belding,    Paul,    Cortlcelll    Co.,    Montreal, 

Que. 
Silks    Co..    5.8   Bay    St..    Toronto.    Ont. 
J!|lk    Wovfp    Labels. 

Colonial  Weaving  Co..  Peterborough,  Ont. 


.Suits. 

luirii  }.*!  n     Cloak     &     Suit     Co.,     Samuels 

Bldg.,   Toronto,   Out. 
The    Clayson     Co..    2b0    College    St.,    To- 
Avc,    Toronto,    Out. 
>cout    Bolts, 

Defiance   Mfg.   Co.,   College  and   Bathurst 
sts.,    Toronto. 

Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent   Mfg.  Co.,   Montreal,   Que. 
Deacon    Shirt   Co.,   Belleville,   Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal.   Que. 
Wreyl  ird   .V   Co-  k5   King  W.,  Toronto. 
Defiance   Mfg.   Co.,   College  and    Bathurst 

sis..    Ton 
Toques. 

Reliance    Knitting   Co.,    King   &    Bathurst 

Sts..    Toronto.    Ont. 
R.    M.    Ballantyne,    Ltd.,   Stratford,   Ont. 
A.   Burrltt   &    Co..   Mitchell,  Ontario. 
Tailors'    Trimmings. 
Toronto      Pad     Co.,     5C9     Queen    St.   W.. 

Toronto,  Ont. 
Tweeds. 

Greenshields,    Limited,   Montreal,   Que. 
Tassels. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton   &   Iulford.  22     Back     Piccadilly, 

Manchester.    England. 
Trousers    (I)urk). 
Robert  C.  WUklns  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 
Belding     Paul     Cortlcelll    Co.,     Montreal, 

Que. 
Thread     (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
S.   Lennard   &   Sons,   Dundas.   Ontario. 
Penmans,   Limited,   Paris.   Ont. 
Mercury    Mills.    Limited.    Hamilton,    Ont. 
Reliance   Knitting   Co..    King   &    Bathurst 

Sts..    Toronto,    Ont. 
G.  Brettle  &  Co..   London.   Kng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      T'nshrinkable      Underwear, 

Limited,  Moncton,  N.B. 
C.   Turnbull   Co..   Gait,   Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..   Kingston.  Ont. 
Mclntyre  Son  &  Co.,  Ltd..  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal.  Que. 
F.     W.     Robinson,     Ltd..     Bathurst     and 

Wellington    Sts..    Toronto. 
Umbrellas  and  Parasols. 

R.     D.     Falrbalrn     Co.,    105    Slmcoe    St., 

Toronto.    Out. 
Brophey  Umbrella  Co..  King  and  Duncan 

Sts.,   Toronto. 
Vacuum    Cleaners. 
Clements  Mfg.  Co.,  Duchess  St.,  Toronto. 
Onward   Mfg.  Co.,  Berlin.  Ont. 
Veilings. 
Canada   Veiling  Co.,  Toronto. 
John    Heathcoat   &    Co.,    London.    Eng. 
Thompson      Lace     &      Veiling      Co.,      OS 

Wellington    St.    W..    Toronto.    Ont. 
Novelty   Import   Co..  76  Bay   St.   Bay   St.. 

Toronto.    (Int 


Velveteens. 
J.  A:  J.  M.  Worrall,   Limited,  Manchester, 

Eng. 
"Louis."  57  Newton  St.,  Manchester,  Eng 
Velvets. 
TBI  Continental  Mfrs.  Syndicate,  77  York 
«U..    Toronto,    Out. 
Wholesale        Carpet*,        Oil        Cloth*        and 
Linoleums. 

John  M.  Garland  Son  &  Co..  Ottawa,  Ont. 
Women's    Outer    &    Under    Garments. 
W.   R.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,   Ont. 
W.    R.    Brock   Co.,    Notre     Dame   St.    W.. 
Montreal.   Que. 
Wholesale    Woollens   and    Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa.  Ont. 
Wax   Figures. 
Dale    &    Pearsall,      106      Front      St.      E.. 

Toronto,    Ont. 
Delfosse  &   Co.,   Montreal,   Que. 
A.    S.    Richardson    Co.,     99      Ontario    St.. 

Toronto,  Ont. 
J.   R.   Palmenberg's   Sons.  710  Broadway. 
New   York,    N.    Y.,   U.   S.   A. 
Wholesale    Small  wares    and    Fancy    Goods. 
John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale    Merchant    Tailors. 
Wm.  H.  Lelshman  &  Co.,  119  Adelaide  St. 
W..    Toronto.    Ont. 
Wholesale    Drygoods. 

John  M.  Garland  Son  &  Co.,  Ottawa.  Ont. 
Whitewear. 
F.    G.    Hayward    Mfg.    Co..    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co..  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivers. 

Que. 
Sperling  &    Lea.   Herald    Bldg..   Montreal. 
WaiMh. 
Star   Whitewear   Mfg.   Co..   Berlin.   Ont 
R.    D.    Falrbalrn      Co..     105     Slmcoe    St.. 

Toronto.  Ont. 
Sperling  &   Lea,   Herald   Bldg.,   Montreal. 
Meyer  .Mfg.   Co.,  Toronto.  Ont. 
Ladles'   Wear.   Limited.  84  Wellington   St 

W..    Toronto.    Ont. 
Minus   Roman,   Jacobs  Bldg..  Montreal. 
Wall   Paper  Display   Racks. 

The   Onward    Mfg.   Co..   Berlin.   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co.,     Grand 
Rapids.    Mich.,   C.   S.   A. 
Window    Shade    Paper. 

Stauntons.    Ltd.,   934   Yonge   St..   Toronto. 
Wool    Underwear,   Men's. 
Thos.   Waterhouse  &   Co..   Ingersoll,   Ont 
Schofield  Woollen  Co..  Oshawa.  Ont. 
Dr.    Jaeger    Co..    Ltd..    243-5    Bleury    St. 
Montreal.  Que. 
Woven   Labels. 
Colonial  Weaving  Co.,  Peterborough.  Oot 
Narrow    Fabric    Weaving   &    Dyeing   Co 
Limited.   Gait.   Ont. 
Woven    Labels    for    Garments. 
Krauthelmer     &     Co..    20     Edmund     PI 
Aldersgate  St..   London.   E.C..   Eng. 
Wallpaper. 
Stauntons.  Limited.  944  Yonge  Street,  To- 
ronto,   ont. 
The    Watson    Foster   Co..    Montreal.    Qus 
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28  Branches  throughout  Canada 
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Some  Reasons  for  the  Demand  for 

Imperial   Men's  Underwear 

The  soft,  warm,  "comfy"  feeling  that  every  man 
experiences  and  enjoys  when  he  gets  Into  his  suit 
of  Imperial  Pure  Wool  Underwear  is  one  of  the 
many  reasons  why  this  underwear  is  the  most 
popular  on  the  market  to-day,  and  why  "once  an 
Imperial  wearer — always  one." 

Another  -  -  Imperial  is  made  of  only  the  best 
selected  worsted  yarns,  knitted  by  experts  with 
thirty-four  years'  experience.  Complete  satisfac- 
tion in  comfort  and  durability  is  woven  into  every 
garment. 

We  specialize  in  Men's  Natural  Wool,  Men's 
Elastic  Knit,  Men's  High-Grade  Imperial,  Men's 
Double-Thread  Balbriggan. 

Ask  your  wholesaler  for  samples. 

Kingston  Hosiery  Company,  Ltd. 

Established  1880 

KINGSTON  ONTARIO 


y& 


off      /;/  s         /A 


We  do  not  sell  the  consumer 


A 


Third  twelfth 
of  a  dozen 

Factory 
equipped 
for  shirt- 
making  only 

\"i  onlj  doea  our  immense  and  well-equipped  factory 
facilitate  the  making  of  shirts,  bul  bach  of  all  is  a 
concentration  which  extends  to  the  buying,  the 
planning,  the  Belling,  all  of  which  are  most  important 
factori  in  keeping  Deacon  shirts  up  to  their  high-sel 
standard.  See  our  big  range  of  working  and  outing 
'-In  its  for  in  i  -  n  and  l  n  >\  >. 


V 

I  ^  IJ3RAND 

White   Duck    Clothing 

always    cornea    t<>    >«>n    nrappoJ    in 
imlit  tdual 

Dust-Proof    Packages 


Let  us  submit  latest  samples. 


/** 


BELLEVILLE,  ONT. 


No    loss,    then 

oci  in-  through 
soiling.  You 
hand  every  Bough 
B  r  .1  n  ii  Garment 
•  •  ■  in-  counter 
in  the  original 
i,  ickagf 

Fresh      from 
mir  r.  ilslitng  rn 

OiiiK    Trouapra. 
Si).  10.60,   12.00,  15.00. 

\-       llluatrated. 

•0,    11.60,   11.75,   18.50 

Wiih    Ft  ib    Pi  ■ 

si  5q  extra. 

Dark    Vesta 

W.OO.       1 1..1;,.       18.00, 

119.75,     18.50. 

Carpenters'     tpro  ia, 

s-J  •.'.->.     •.'..mi 

Butchers'  Aprons 
tt  50,   J.76.   8.00,   :!..-,n. 


WRITE    FOB    .aim  OG    AND   SA.MP1  1 

Defiance  Mfg.  Co.,  Ltd. 

College    nnd    Bathur.t    Sts..      Toronto 
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kmVRNzV  c°ated  Linen 


\ 


Collars 


—a  business   booster 


KANTKRACK  Coated  Linen  Collars  are  a  trade  magnet  that  will  draw  the  best  men's 
patronage  of  the  town  to  your  store.  These  stylish  lanndry-saving  collars  have  the  neat, 
dressy  appearance  of  the  ordinary  linen  collar — they  are  in  reality  linen  collars  coated 
with  a  waterproof  preparation  that  both  preserves  and  makes  them  easily  cleaned. 
The  flexible  lip  and  long  slit  over  the  back  button-hole  are  special  features  in 
KantKRACK  collars  that  stand  for  longer  wear.  Made  in  a  size  and  style  to  suit  any 
customer. 

Made  in  Canada  in  '■''One  grade  only  and  that  the  best" 

Sold  direct  to  the  trade  by 

The  Parsons  &  Parsons  Canadian  Co. 

HAMILTON,  ONTARIO 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THETEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


"King  George' ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body    and 
Shou  ders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 
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Tight  Money 
Bad  Debts 
Mail  Order  Loss 

Business  Boosters 
Limited 

to  the  rescue 


Tight  money  makes  bad  debts,  bad 
debts  bring  loss,  and  often  failure.  This 
is  impossible  when  our  business-getting 
plan  is  put  into  action.  We  give  people 
confidence  in  your  store.  Instead  of 
running  an  account  they  deposit  money 
with  you  for  future  purchases,  and  en- 
courage neighbors  and  friends  to  do  the 
same;  thus  giving  you  the  cash  before 
you  have  even  purchased  the  goods. 
Besides  turning  your  business  into  a 
cash  store  we  collect  your  debts,  clean 
up  your  old  stock  at  regular  prices. 

We  divert  to  your  store  those  large 
orders  often  sent  to  mail  order  houses. 
Just  think  of  this,  with  our  system  you 
can  keep  the  bulk  of  the  mail  order 
business  at  home.  The  question  is,  do 
you  want  this  assistance?  If  so,  write 
to  us  at  once  for  full  details  of  our  plan. 

A  few  of  the  firms  who  have  good  reasons  to  be 
satisfied  With  the  results  we  have  attained  for 
them.  $2,000  in  eush  was  deposited  with  Allan  & 
Cochrane  to  be  traded  out  later.  It'.  ./.  Hughes, 
our  plan  produced  him  the  largest  day's  business 
in   the  history  of  his  store. 

A.  Cyr  had  phenomenal  increase,  almost  doubling 
business.  Qeo.  West  chums  it  to  be  tin-  greatest 
trade  winner  in  existence  and  took  in  $l,(>oo  in  his 
last  day  in  a  town  of  800.  J.  T.  Corneal/  took  in 
$8,788.83  In  one  dag.  Humphries  &  Co  n  rites  : 
Contest  has  been  a  perfect  success;  did  double  mu 
last  year's  business.  II.  It.  PollOOk  increased  his 
business  81%,  notwithstanding  it  uas  the  slowest 
time  Of  a  slim     near. 


Business    Boosters 
Limited 

OTTAWA,  CANADA 


It's  the  cloth  in  your  overalls  that  gtoes  the   wear 

Qtifels  Indigo 
&    Cloth 

Standard  for  over  75  Years 

For  Overalls,  Uniforms, 
Shirts  and  Coats 


I  always 


as  my  guarantee  against  all  imitations  of  the  Indigo 
Cloth  that  has  held  the  confidence  of  garment  makers 
and  wearers  for  over  75  years  — on  its  unapproach- 
able merit. 

Nothing  can  equal  Stifel  Indigo  Cloth  for  service 
and  satisfaction. 

Insist  upon  Stifel's  Indigo  Cloth— the  world's  standard. 
CLOTH    MANUFACTURED    BY 

J     L.  STIFEL  &  SONS 

INDIGO  DYERS  and  PRINTERS 


NEW  YORK 
260462  Church  SI 

TORONTO 

14  Mancliestei  BMg. 

MONTREAL 

100  Anderson  St 

BALTIMORE 

114  W.  KayetU tSt 


SALES  OFFICES 

SI    i  oris 

126  Victoria  Bids 

run  apei.piiia 

839  Market  St 

BOSTON 

68  t-'li.iiiruv   St 

CHIC  tGO 
223  M   Jackson  BM 

S\N    IK  Wi  ISt/O 
Postal  Telegraph    Hid*. 


ST.  JOSEPH 
201  Saaftoa  Bank  Bkti 

KANSAS  CITY 

206  Da  Grwa  NW«- 

si    PA1  i 

242  Endieott    Hlds 
WINNIPEG 

400412  Hammond  &SW 
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Carhartt 
Overalls 

are    cut    roomy    to 
stand  the  wear  of 


action 

Action,  action,  everything  is 
action  with  the  man  in  the 
overall  uniform.  Whether  he 
be  in  the  ditch,  braking  a  train, 
heaving  coal,  behind  the  plow, 
or  repairing  an  auto  he  depends 
on  his  overalls  to  protect  him 
from  the  dirt  and  grime ;  he  is  in 
constant  action  and  requires  a 
garment  that  will  give  him  his 
freedom. 


Carhartt  Overalls  being  cut  roomy, 
sewed  with  the  best  possible  thread, 
reinforced  at  the  points  of  extra  strain 
and  fitted  with  self-adjusting  suspenders, 
give  the  overall  man  the  greatest  amount 
of  genuine  service  and  comfort. 

To    Show    them    is    to 
Sell  them. 


We  have  a  proposition  to  offer  whereby  you  may 
prove  the  real  selling  value  of  Carhartt  overall 
uniforms  and  gloves  for  yourself  without  in  any 
way  obligating  yourself.  Here  it  is — we  will  send 
an  assorted  shipment  on  approval  for  sixty  days. 
If  they  come  up  to  your  expectations  keep  them; 
if  not,  return  any  or  all  at  our  expense. 


A  card  will  bring  it. 
for  your  town. 


Get  the  exclusive  agency 


Hamilton  Carhartt 
Manufacturer,  Ltd. 

Toronto  Vancouver 
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How  Edmonton  Store  Caters  to  Men  and  Boys 

Clothing  Store  of  Magnificent  Proportions  and  Equipment-  A  f'ter 
Passing  Entrance  Customer  Enters  Space  Faced  by  a  Dozen 
Individual  Displays — Nineteen  Sections  in  50-Foot  Frontage — 
Wardrobes  Built  into  Wall — Splendid  Boys'  Department. 

By  a  Staff  Correspondent 


EDMONTON,  May  19.— It  is  only 
within  the  past  few  years,  since 
the  50,000  mark  was  attained,  thai 
Edmonton  has  been  able  to  support  cloth- 
ing stores  equal  to  those  in  New  York. 
When  the  need  of  such  establishments 
became  felt,  they  Hocked  in  freely,  so 
that  Edmonton  to-day  is  probably  better 
off  for  clothing  stores  than  almost  any 
other  city  of  its  size  in  Canada.  Recent- 
!\  a  skyscraper,  called  the  Tegler 
Block,  was  erected  in  which  provision 
was  made  for  a  clothing  store  of  un- 
usual magnificence  and  size.  It  was 
opened  on  Feb.  18.  1913,  by  Pennant 
Stores,  Ltd.,  carrying  exclusively  men's 
and  boys'  wear.  The  display  window 
(it  would  be  more  correct  to  say.  nine- 
teen display  windows)  is  one  of  the  most 
striking  features  of  the  store.  When 
the  building  was  designed,  only  50  feel 
frontage  was  found  to  be  available,  but 
b\  exercising  ingenuity,  as  much  window 
glass  lias  been  used  as  is  found  in  most 
stores  with  frontages  three  times  as 
long. 

Show  Case  Outside  Store. 
Two   large      windows      face   on    Firs! 
Street,    and    a    large    showcase   built    com- 
pletely  of  glass,   rises  to  the  heighl    of 
the  store   front.     There  are  entrances  on 

each  side  of  this  showcase,  after  passing 
which,  the  observer  finds  himself  in   a 

large  open  space,  with  mosaic  floor,  and 
fared  by  a  do/en  individual  displays. 
Reference  to  Pig.  1   will  show  how-  this 

has   been   achie\  ed. 

Where  advisable,  displays  are  isolated 

bj  means  of  dividers,  or  wooden  bar- 
riers, about  three  feet  high,  six  of  which 
are  shown  in  the  illustration.  Some- 
times two  displays  have  been  arranged 

in  one  window,  side  by  side,  separated 
only  by  the  direction  in  which  they 
catch  the  eve.  Ill  the  case  of  the  display 
of  Spring  wear   in    the  left    hand   window. 


the  same  goods  were  placed  back  to 
back  to  attract  the  eye  from  two 
directions. 

Of  particular  interest  is  the  effort  to 
draw  the  attention  of  young  men  des- 
cending the  stairs  leading  to  the  pool 
room.  Facing  them  as  they  take  the 
first  two  steps  are  several  youths'  suits, 
artistically  displayed  with  one  or  two 
furnishings,  sufficient  to  set  a  boy  long- 
ing. Ahead  of  him  is  a  small  case  of 
hosiery. 

The  whole  front  is  of  solid  plate  glass, 
with  the  exception  of  a  glazed  tile  at  the 
foot.  It  is  profusely  lighted  by  means 
of  electric  lights  hidden  above,  which 
flood  every  corner  of  the  huge  window. 

Big  Shoe  Department. 

A  person  entering  does  not  Hud  him- 
self immediately  encountered  by  a  clerk 
leaning  over  a  silent  salesman.  The 
distance  between  the  entrance  and  the 
lirst  case  is  about  twenty  feet  and  this 
large  open  space  gives  the  customer  a 
chance  to  recover  from  the  "shock'"  of 
entering,   and   if  he  please,   he   may  dis- 


IX  /•;/>  \fONTON. 
Large  showcast .  all  of  glass, 

risi  8  i n    (mill. 

Broad,  opt  n  spaci   insidt   <  n 
trance  with  mosiac  floor. 

Custorrn  r  may  "lost  "  himst  If 
a  in  n  n</  showcast  s. 

Big  shoi  »/<  partrrn  nt. 

Six  lmt  cases  with  400  /»"/.-•. 

Mirrors  around  each  pillar. 

Displays  mi    tops    of  "II  fiz- 

luri  », 

huh  si  fashion  iilms  shown  ni 
ston  i  ntrance. 

"  Tin     Boys'     Stm-i  "    iircn pit  S 

si  cond  floor. 


appear  among  the   show  cases  and   pil- 
lars, of  which   there  are  many. 

On  the  right  extending  almost  the 
full  length  of  the  building  are  three 
sets  of  shoe  fixtures.  One  noticeable 
feature  of  the  clothing  trade  in  the  West 
is  that  boots  and  shoes  are  receiving 
as  much  attention  as  other  lines  of 
men's  wear.  This  is  only  one  of  many 
clothing  stores  in  Edmonton  that  carry 
full   lines  of   shoes. 

Nearly  400  Hats  in  Cases. 

On  the  left,  running  about  three- 
quarters  the  length  of  the  store,  is  the 
bat  and  cap  department.  There  are  six 
hat  cases,  with  G4  hats  in  each,  mainly 
hard  and  soft,  A  sample  each  of  straws 
and  Panamas  is  shown,  the  rest  being 
kept  in  boxes.  The  cases  are  about  eight 
feet  high,  and  have  glass  doors,  which 
slide  upward.  Caps  are  kept  in  drawers 
at    the   bottom    of   thesi  -    - 

The  space  behind,  is  utilized  for 
stocking  hats.  It  is  reached  by  two 
doors  separating  the  cases,  which  are 
mirrored,  and   serve  a   useful   purpose. 

Mirrors  Around  Each  Pillar. 

Running  the  length  of  the  store  are 
ten  pillars,  live  on  each  side.  These  are 
obstructions,  but  have  been  made  useful 
as  mirrors  for  a  ueisrht  of  eiirht  feet. 
the  glass  measuring  about  three  feet 
across.  Few  stores  in  Canada  can  boast 
of  such   a    splendid   mirror  equipment. 

Tn  the  centre  of  the  tloor  is  the  men's 
furnishing  department,  consisting  of 
two  long  lines  of  silent  salesmen,  en- 
closing two  solid  oak  fixtures,  live  feet 
high.  The  fixtures  contain  shirts  on  one 
side,  in  dust-  and  damp-proof  glas- 
and  on  the  other  side,  collars,  hosiery, 
underwear  and  gloves.  These  goods  are 
also  displayed  in  the  silent  salesmen, 
which    are    lighted    by    electricity    from 
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View  of  the  exceptionally  well-equipped  and  attractive    boys'  department  on  the  secon 


within,  and   are  kept  tastefully  dressed 
by  an  expert  window-trimmer. 

Tops    of    All    Fixtures    Have    Displays. 

Much  importance  is  attached  to  dis- 
plays in  this  store,  and  every  oppor- 
tunity is  taken  to  show  goods.  The 
tops  of  all  fixtures  carry  displays,  and 
at  the  store  entrance  are  two  solid  oak 
tables,  one  on  each  side,  displaying  the 
newest  fashion  ideas  as  they  arrive 
fresh  from  the  manufacturers.  Through- 


out the  store,  running  diagonally  so  as 
to  meet  the  eyes,  are  six  other  silent 
salesmen.  Pennants  bearing  the  name 
of  every  university  in  Canada  are  dis- 
tributed on  the  walls  to  emphasize  the 
name  of  the  store. 

Wardrobes  Built  Into  Wall. 

At  the  rear,     running     perpendicular 

with  the  rest  of  the  store,  is  an  adjunct 

of  considerable  size,  used  as  a  clothing 

department.     It  is  equipped  with  ward- 


robes on  both  sides,  built  into  the  wall, 
containing  about  one  thousand  suits.  In 
these  recesses  have  been  cut,  and  triple 
mirrors  inserted,  allowing  a  customer  to 
see  himself  on  three  sides  when  select- 
ing a  suit.  There  are  also  several 
clothes  racks  on  the  floor,  and  shelving 
at  the  extreme  right.  Behind  the  shelv- 
ing is  a  room  used  by  customers  as  suit 
rooms  for  trying-on.  The  department 
is  profusely      decorated      with   artificial 


The  arrows  point  to 
three  distinct  features 
of  this  handsome  and 
well-equipped  store  that 
are  carried  out  in  every 
part  of  the  ground 
floor. 


SECTION  OF  THE  HAT  DEPARTMENT. 


Of 


One  is  the  use  of 
trims,  above  the  fix- 
tures; another  the  ex- 
cellent use  of  silent 
salesmen  for  unit  trims, 
and  a  third,  the  encas- 
ing of  the  pillars  with 
mirrors. 
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SPBINS 
OVEBCOATS 


MENS 
SHIRTS 


MENS 

sox 


MENS    SUITS 


ENTEAWCE 


MENS 

snots 


Csplav  CASt 


SPRING 

UNDEBWEAfc 


MfNS  SHIRTS  jjj 

STONE  PIUAE- 


MOSAIC    PLOOE 


SHOW  CASE 


BOYS 

COTTON 

SUITS 


BOYS 
dEESEYS 


WASH    NECKWEAE 
SHOCS 


•STONE  PIUAfc 


STAlBWAY 
LEADING 
DOWN    TO 

ran  bom 


UNUSUAL  TYPE  OF   LOBBY  IN  FRONT  OF  ENTBANCE. 
This  plan   shows   the   remarkable   display   facilities   between    the    - 
walk  and  inner  entrance  to  this  store,  looking  almost  like  a  myriad  of  dis- 
play cases,  including  nearly  every  variety  of  article  carried   inside. 


ferns  and  Mowers.  On  the  left,  at  the 
rear,  are  a  receiving  room  for  new  stock, 
an  office,  and  an  immense  mirror. 

There  is  a  hoys'  department  upstairs, 
covering  about  the  same  floor  space,  de- 
voted exclusively  to  boys'  clothing  and 
furnishings.  It  is  referred  to  in  Edmon- 
ton as  "The  Boys'  Store."  Salesmen  in 
charge  are  chosen  for  their  ability  to 
please  the  younger  generation.  Souvenirs 
in  the  shape  of  knives,  etc.,  are  given 
away  with  clothing. 

The    rear   is   devoted    to    boys'    shoes. 


and  here  a  well  known  line  is  carried. 
Big  oak  tallies  are  scattered  about  the 
floor,  displaying  boys'  hats  and  caps, 
jackets,  etc.  Suits  are  displayed  at  the 
front,  and  three  silent  salesmen  are 
trimmed  altogether  with  boys'  furnish- 
Lngs.  The  tailoring  and  ad.  writing  de- 
partments are  also  located  on  this  floor. 
It  is  quite  a  sight  to  see  mothers  and 
fathers  bringing  their  boys  here  to 
choose  their  clothing.  They  are  custom- 
ers who   require  careful   handling. 


GROUND  PLAN  OF  THE  EDMONTON  STORE. 
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KEY  TO  PLAN. 

A — Pillars  with  mirrors. 
R — Silent   salesmen. 
C — Display  tables. 
D — Settees. 
E — Clothing    tables. 
F — Clothes   racks. 
Gi — Triple    mirrors. 
II — Wardrobes. 
I — Try-on   room. 
.1 — Pillar,   with  large 

mirror. 
K— Office. 
L — Telephone. 
M      Receiving  room. 
N — Hat  stock  room. 
O — Six    hat    cases. 
P — Stock    fixtures. 
Q     i 'ash  register. 
B      Shoe    fixtures. 

s    shoe  display  cat 
T — To  boys'  dept. 
I        Shriving. 
\      Entrance  to  Btore. 
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Reaching  Parents  Through  the  Country  Schools 

Hunter  Bros.,  of  Barrie,  Give  Colored  Circular  in  Letter  to  Each 
Pupil— Making  Specialty  of  Odd  Sizes,  "Tall  Slims,"  "Short 
Stouts,"  etc. — Taking  Care  of  the  Boys. 

By  a  Staff  Correspondent 


Barrie,  May  19. 

EDUCATING  the  public  has  become 
almost  a  catch  phrase,  applicable 
all  the  way  down — or  up — from 
eugenics  to  "the  smoke  nuisance."  It 
is  being  applied  along  fairly  normal 
lines  in  the  dry  goods  business  and  with 
results  that  are  placing  mercantile  trad- 
ing upon  a  fairer  and  surer  basis  in 
many  directions.  Education  in  a  special 
sense  is  suggestive  of  children  and 
schools,  and  it  has  remained  for  Mr.  W. 
C.  Hunter  of  Hunter  Bros.,  clothiers,  of 
this  town  to  turn  to  the  public 
schools  in  a  plan  for  "educating" 
the  parents  of  Simcoe  County. 

Barrie  is  not  an  industrial  town. 
It  has  few  industries  and  its  chief 
support  in  a  business  sense  rests 
upon  the  splendid  farming  com- 
munity on  its  outskirts,  as  well, 
of  course,  as  the  steady  connec- 
tions due  to  its  position  as  the 
capital  of  a  populous  county.  Prob- 
ably it  is  due  to  the  more  uniform 
financial  conditions  of  fanning 
districts  that  it  has  felt  the  pre- 
sent pinch  so  little. 

Hence  it  becomes  important  for 
the  merchant  to  devise  some  spe- 
cial means  for  reaching  the  farm- 
ers within  an  area  of  some  twenty 
miles  in  every  direction,  for  inside 
this  distance  the  town  has  no 
rival  in  point  of  size  and  Orillia 
to  the  north  is  well  outside  tbe 
"zone"  area.  Various  methods 
have  been  adopted  for  obtaining 
good  mailing  lists  for  circulariz- 
ing the  farmers,  and  Hunter  Bros, 
have  adopted  a  rather  unusual  one 
that  has  worked  out  successfully 
and  could  be  adopted  elsewhere — 
for  a  time  at  least.  It  would  bene- 
fit the  firm  most  that  got  in  on 
the  plan  first:  the  entrance  of  a  number 
probably  would  make  it  taboo  by  the 
school  authorities. 

Circular   in  Envelope   for   Each. 

Briefly,  then,  Mr.  Hunter  gets  his  cir- 
culars printed  full  sheet  size.  He  pre- 
fers colors,  yellow  or  red  or  some  other 
shade  as  more  likely  to  attract  the  at- 
tention of  the  pupils.  These  are  folded 
and  inserted  in  an  envelope,  one  in  each, 
and  a  man  drives  out  into  the  country 
with  a  load  of  these.  He  calls  at  the  dif- 
ferent schools  and  leaves  one  envelope 
for  each  child.  In  this  way  the  interest 
of  the  children  is  aroused  more  than  if 


a  (lodger  were  handed  out  to  each  one 
from  a  big  pile:  the  envelope  and  its 
contents  assume  the  importance  of  a 
real  letter  and  seldom  fails  to  be  de- 
livered at  the  home. 

In  addition  to  this  there  is  a  house  to 
house  visitation  in  the  main  towns  and 
villages,  Cookstown,  Elmvale,  etc.  This 
is  done  also  in  the  home  town  of  Barrie, 
to  supplement  advertisements  in  the 
weekly  papers,  of  which  there  are  four 
here. 

The  color  idea,  be  it  blue,  red,  pink 


Saturday, 
February  8th 

at  8  a.m. 
to  Saturday, 
Feb.  22nd 
at  10  p.m. 

13  Days  Only 


HUHTER  BROS.  LIMITED 

BARRIE,  ONT. 


Great  Annual  February  Sale 


Saturday, 
February  8th 

at  S  a.m. 
to  Saturday 
Feb.  22nd 
at  10  p.m. 

13  Days  Only 


Hurrah  Boys—  Hurrah  Youth;— Hurrah  Men— Rally  all  your  forces  and  make  a  long 
desperate  put)  to  attend  this  great  annual  event  February  is  the  month  of  Greatest  Bargains 
at  this  the  People's  Clothing  and  Men's  Furnishing  Store, 


THIS  WILL  BE  THE  GREATEST  SALE  EVER 


Yes,  we  mean  juit  what  we  uy,  do  ttone  will  be  left  unturned  to  make  tf.ii  the  mt 
Bame  id  old  Simcoe  County.  Our  entire  Mock  goes  on  Sale  at  8  o'clock  on  the 
8th,  and  everything  will  be  told  at  Gigantic  Slaughter  Sale  Price*  until  10  o'clock  < 


I  Gigantic  Sale  ever  held  in  old 

loming  of  Saturday,  February 

Saturday,    February  22nd — 


—the  Directorate  tay  to—the  Share- 


the  Watch,  preci«e,y  at  announced. 

Take  warning,  OUR  STOCK  MUST  BE  REDUCED.     The  Management 
holder*  *ay  ao.     Reduced  it  will  be — ye*,  cut  iquare  in  the  centre  if  poMible. 

MUSIC  WILL  BE  PROVIDED;  TRAIN  FARES  WILL  BE  PAID,  a*  on  previou*  occaiioiu.  Good,  are  to  be 
sold  for  Cush.  No  Good*  on  approval.  Money  refunded  on  any  good*  not  latisfactory  Special  attention  will  be 
given  to  Mail  Order*.    THESE  PRICES  CAN  NOT  BE  EQUALLED  IN  THIS  OR  ANY  OTHER  COUNTY. 

Read  every  item  carefully -■  keep  thi*  announcement  for  future  reference. 

Price*  cut  no  figure  at  thit  Sale.  Stock  must  be  reduced  and  money  realized.  We  carry  over  no  winter  good*. 
Live  merchant*  have  long  ago  realized  it  doe*  not  pay  to  do  to.     It'*  bad  biuineu  anyway. 


Men's  Suits  at  less  than  the  cost     " 
A  the  Raw  Material 


Men's 


Overcoats  at   About 
Half  Price 
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Sale     will     hurt    f  oi 
13  day*  only 


HUNTER  BROS,  Limited,  BARRIE 

Simcoe's  Big  Clothing  Men 


This  will  be  the  Big. 
ffert  Sal*  em 

hddinBu-ie 


One  of  7,000  circulars  announcing  big  February  sales. 


or  yellow— the  last  being-  the  favorite 
in  circulars — is  carried  out  by  the  firm 
in  the  store  itself,  and  all  the  sales 
tickets  are  made  up  in  the  same  color 
as  was  used  in  the  circular.  This,  it  has 
been  found,  helps  to  impress  the  "sale" 
idea  strongly  by  following  out  the  same 
line.  Often  over  7,000  circulars  are 
distributed  at  one  time. 

Uses  Blacksmith  Shops. 
The  advertising  is  not  limited,  however, 
to    newspapers    and    circulars,    but    big 
signs  or  bills   are   used   throughout   the 
county — on  fences,  at  corners,  in  black- 
smith shops,  in  mills,  etc.     The  net  re- 
59 


suit,  as  Mr.  Hunter  expressed  it  is,  "we 
never  fail  to  get  a  crowd." 

There  are  two  big  sales  each  year,  one 
on  Aug.  15,  and  the  other  on  the  first 
of  February.  They  last  from  seven  to 
thirteen  days,  and  are  closed  down  on 
the  date  announced.  Sometimes,  on  these 
big  occasions,  the  store  is  shut  down  for 
a  couple  of  days  while  final  preparations 
are  made,  and  big  placards  are  used  out- 
side to  announce  it.  There  is,  of  course, 
a  difference  of  opinion  among  merchants 
as  to  the  advisability  of  shutting  a 
_  store  down,  even  for  a  day,  on  the 
theory  that  it  interrupts  business, 
but  Mr.  Hunter  is  firmly  convinced 
that  it  has  helped  him  in  the  more 
general  acceptance  of  a  Big  Sale 
idea  among  the  public. 

Railway  Ticket  Free  for  $25  Sale. 

A  special  feature  of  these  sales 
is  that  the  purchaser  of  $25  or 
over  receives  a  return  railway 
ticket  free  of  charge.  Prevention 
of  deception  is  secured  by  the 
simple  method  of  having  each  per- 
son secure  a  receipt  for  his  ticket 
from  the  agent  in  starting  out. 
These  sales,  as  the  time  suggests, 
are  for  clearing  out  left-overs 
from  Fall  and  Winter,  and  Sum- 
mer. 


It  has  long  been  a  theory  with 
most  of  the  wide-awake  mer- 
chants that  a  store  should  special- 
ize along  some  lines;  be  recog- 
nized for  being  different  in  one 
way  or  another;  for  carrying 
something  that  the  other  firms  did 
not ;  for  being,  in  other  words,  a 
necessity  to  the  public  in  at  least 
one  respect.  Hunter  Bros,  spe- 
cialize in  odd  sizes  in  suits.  They 
aim  to  fit  any  man  who  comes  in; 
the  short  stouts,  or  the  tall  slims.  They 
aim  to  sell  him  a  ready-made  suit  that 
will  make  it  unnecessary  for  him  to 
send  outside  the  town,  or  to  go  to  a 
tailor  for  a  measured  suit.  They  do  not 
despise  the  latter  branch,  but  they  be- 
lieve in  having  a  ready-to-wear  depart- 
ment in  which  weak  spots  cannot  be  de- 
tected; they  do  not  like  turning  a  cus- 
tomer away  because  "We  are  sorry,  but 
we  have  nothing  anywhere  near  your 
size. ' ' 

The  "Tall  Slims"  and  "Short  Stouts." 

So  they  have  special  cabinets  for  these 

odd  sizes.  For  the  man  of  six  feet  two, 


Dry  Goods  Review 
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they  have  a  40-inch  chest,  34-inch  Length, 
20-inch    Bleeve  and   35-inch    trousers,  or 

a  16  inch  chest  ami  a  36-inch  leg  com- 
bination  to  suit   this  special  make  of  a 

•Mall    stOUt." 

Shortly  before  The   Review  happened 

in  <>n  Mr.  W.  C.  Hunter  he  had  sold  an 
unusual  combination  of  sizes  to  a  man 
who  bad  come  to  the  conclusion  that  no 
firm  carried  the  odd  measurements  he 
required,  lie  is  a  sure  customer  for  the 
future. 

Tn  an  excellent  arrangement  of  the 
store  this  firm  separate  the  blues  and 
blacks  from  the  rest,  as  these  are  staple 
lines,  and  keep  them  in  a  cabinet  by 
themselves.   They  run  strongly  for  other 

staple  -hades,  such  as  grays. 

Overcoats  for  Fall. 
The  Review  was  curious  to  know  the 
manager's  ideas  as  to  overcoats  for  Fall, 
and  the  subject  of  chinchillas — the  Win- 
ter craze  of  the  city — was  broached. 
These  bad  not  been  stocked  very  heavily 
and  instead  of  the  shawl  collar,  the 
double  collar  was  selected,  as  being  more 
suitable  for  not  only  the  country  but  the 
town  trade.  As  to  the  "Balmacaan,"  it 
had  been  neglected  entirely,  and  had 
not  oven  been  made  a  Spring  line.  It 
was  regarded  as  "too  faddy"  to  intro- 
duce for  a  staple  seller.  Black  meltons 
with  velvet  collars,  and  dark  grays  were 
tin-  main   stock   in  trade. 

Measures  Every  Child. 

There  is  another  feature  of  this  store, 
<be  high  value  it  sets  on  sales  to  child- 
ren. A  complete  set  of  garments  are  kept 
for  juveniles  from  t wo-and-one-lial f  years 
up. 

"Keep  in  with  the  boys  and  they  will 
come  to  you  when  they  have  boys  of 
their  own  to  clothe,"  was  a  remark  of 
Mr.  Hunter.  Hence  he  is  as  careful  in 
seeing  that  the  boy  of  12  <rets  as  good  a 
fit  as  his  father  of  37;  measures  the  boy 
jus!  as  surely  as  he  does  the  man,  and  he 
works  as  hard  on  that  slogan,  "No 
trouble  to  show  -nods''  with  the  little 
fellow  as  the  grown-up. 

The  one  system  pays  its  dividends  as 
assuredlj  as  the  other  even  if  they 
are  on  the  "deferred"  plan. 

The  Hunter  family  seems  to  turn  na- 
turally to  the  clothing  and  men's  fur- 
nishing business:  Newmarket  has  its 
representative,  and  the  youngest,  Her- 
bert, is  a  men's  wear  buyer  for  the  T. 
Baton  Co.'s  Winnipeg  -tore.  Mr.  W, 
C.  Ilunier.  head  of  1 1 < ■  >  Barrie  firm,  has 

been    in    the    business    for    27    \ears. 


OVERCOAT  PROPHECY. 

Mr.     W.    ('.    Hunter,       hrjul    of 

tlie  firm,  is  banking  on  the  fol- 
lowing lines    "f    overcoats  for 

Foil:' 

Black  meltons  and  vt  Vvet  col- 
lar, mid  d'lr/:  greys. 

Chinchillas  in  double,  not 
shawl  collar. 

No  lidhnacnans,-  us  //<"  con- 
siders   till  SI-    still    llill    III      lilllillll 

main!;/  to  city  trade. 

/h  ilors  not  bclicrc  the  popu- 
lar rih/  shawl  collar  irill  take  in 
Barrie,   as  "    warmer  shapt    is 

required. 

*     *     * 

"Keep  in  touch  with  the  boys 
and  they  nil/  conn  to  you  when 
fhi  v  have  boys  of  their  "im  to 

Clothe."— W.     C.      llnntcr,      of 
J I  u  ntcr  Bros. 


High  Colors 

Tendency   in  Paris  in    all  garments — 
New  soft  roll   lapel — Coats  are  shorter. 


A.  S.  Karam,  Ottawa,  men's  furnisher, 
has  succeeded  Geo.  Kalil. 

Fred    Boustead,    Rainy    River,    Ont., 

has     succeeded      N .     Williamson,    general 
ant. 


AT  the  first  race  meet  held  at 
Auteuil  this  Spring  the  inclement 
weather  was  not  favorable  to  much 
of  a  display  of  Spring1  clothes  being 
made.  A  noticeable  feature  of  the  over- 
coats worn,  however,  was  the  great  pop- 
ularity of  blue  fabrics.  One  conspicuous- 
ly dressed  young  man  was  seen  wearing 
on  overcoat  of  a  purplish-blue  material 
cut  on  form-fitting  lines,  with  a  full 
chest.  Although  not  a  frock  coat  it  had 
a  double-breasted  front  with  Long,  nar- 
row lapels.  A  striking  contrast  to  the 
coat  was  presented  by  the  lounge  suit 
worn  underneath.  This  was  made  of  a 
deep  bronze-green  serge,  trimmed  with 
a  half-inch  silk  braid  stitched  along  the 
outer  seams. 

Form-Fitting  Overcoat. 
Light-weight  Spring  overcoats  were 
not  much  in  evidence.  One  well-cut  gar- 
ment, however,  Which  was  seen  is  worth 
describing.  It  was  absolutely  form-fit- 
ting with  no  fullness  in  the  skirt-.  ll 
could  almost  be  termed  an  up-to-date 
lounge  coat  with  a  little  additional 
length.  The  extremely  form-fitting  waist 
was  obtained  by  two  gores,  one  on  the 
bias  running  from  the  high  breast  pockel 
to    the    flapped    side    pocket.      The    other. 

about  three  inches  back  of  this,  ex- 
tended from  the  pocket  flap  up  to  the 
armhole.  and  was  parallel  to  the  small 
side  seam.  The  coat  was  ver\  short,  ex- 
tending to  about   an  inch  above  the  knee. 

This  is  one  of  the  style  characteristics 

which  has  been  growing  in  favor  since 
the  early  Winter. 
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Small  Collar;   High  Lapel. 
Another  feature  of  the  garment   was 
a    small    collar    witli    the    lapel    extend- 
ing up  very  high  and   cut   with  a  deep 

on    a    horizontal    line.      The    lapel 
was    pointed,    very    narrow,    short    and 

made     with     the     -oft     roll     effect.      This 

style  of  lapel  i-  expected  to  be  popular 

in    Pari-  .    both    in    the    fly- 

Spring  overcoat  and  also  in  lounge 
suits. 

Moreover,  on  many  of  the  new  "be- 
tween  season"    lounges   worn    by 
young  men  at   the  tango  teas  in  the  Per- 
sian Palace  the  lapels  were  cut  mm 
have  been  described. 

A  feature  of  one  of  these  new  lounge 
coats  was  that  it  had  no  paddin?  what- 
ever. Also,  the  extremely  small  lapels 
were  set  high  on  a  small  collar,  falling  i*i 
a  soft  roll  to  the  second  of  the  three 
buttons.  This  button  was  placed  on  a 
level  with  the  waist  hollow,  and  from 
there  downward  the  front  fell  in  a 
straight  line,  slightly  on  the  bias,  and 
ending  in  a  curve.  Experienced  Paris 
tailors  say  it  is  well  to  place  the  central 
button  there  because  it  tightens  the  coat 
in  a  natural  hollow  of  the  figure  and 
keeps  the  uarment  in  place.  It  gives  bal- 
ance. The  buttons  were  close  together, 
being  placed  about  three  inches  apart. 
The  sleeves  were  rather  short  and  fitted 
with  narrow  cuffs,  opened  on  the  outer 
side  to  show  three  or  four  small  but- 
tons, buttoning  through. 

Mixtures  Will  Be  Strong. 

At  this  popular  dancing  palace  mix- 
tures are  believed  to  be  in  for  a  big  suc- 
cess  this  Spring  and  many  light  gray 
Shetlands  with  dashes  of  lavend. 
drab  have  been  noted  there.  There  has 
been  a  tendency  towards  high  colors  in 
Paris   in   all   garments. 

$ 


GOOD-BY.  KAMLOOPS! 
A  uovel  introduction  was  given  a 
sale  of  men's  furnishings  by  Re;:.  Un- 
win,  of  Kamloop-.  B.C.  At  the  top  in 
two  lines  of  display  type  three  columns 
vide  he  used  the  words,  Good-by,  Kam- 
loops.  Alter  a  few  lines  (>f  explanation 
was  another  display  section.  Reg.  Un- 
win  going  out  of  business.  There  fol- 
lowed several  panels  of  detail- 
price-,  etc.  At  the  bottom  in  type  cor- 
responding to  the  top  lines  were  the 
words.  Farewell,  Kamloops! 

— m — 

THE  LATE   F.   E.   ROSS. 
The    death    occurred    early    in    Max    of 

P.  K.  Ross,  <^  Espanola,  Ont.,  ■  merch- 
ant, tailor. 

-®- 

THE   LATE   MR.   McEVOY. 
The    death    i-    announced    o(    K.    Me- 

Kvoy.  of  E.  &   N    McEvoy,  Boweaville, 
Ont.,   eeneral   merchants. 


MEN'S  WEAR  SECTION 
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UNUSUALLY  GOOD  FACILITIES  FOR  WINDOW  TRIMS. 

This  front  view  of  the  "Cambridge  Clothes  Store"  indicates  the  breadth  of  the  store,  and  the  plan 
of  the  windows  takes  full  advantage  of  this.  The  view  here  shows  both  windows  attractively  trimmed 
for  the  Horse  Show,  with  the  bright  combination  colors,  purple_and  yellow,  prominent.  The  introduction  of 
the  whips  and  bits  give  a  real  equine  tone  to  the  whole,  while  a  breath  of  Spring  is  added  by  the  addition 
of  a  splash  of  colored  flowers.     Note  the  bow  of  ribbon  on    each  card.     Trimmed  by  R.  C.  MacDonald. 


INTERIOR  VIEW  OF  CAMBRIDGE  CLOTHES  SHOP. 
New   store   of   Kirkpatrick   &   O'Connell,   254   Yonge  Street,  Toronto.     Note  the  wall  cabinets  with  inset 
triple  mirrors;   the  broad  open  effect  created  by  small    display    tables,    large    rugs    and    the    elimination    of 
counters;    the   straight,   simple   lines   of   the   fittings,   the  absence  of  so-called  objects  of  decoration,  and  the 
semi-indirect  lighting  system. 
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Banishing  Equipment  to  Sides  of  Store 

Relief  in  Turning  in  From  Crowded  Thoroughfare  to  Enter 
Broad  "Boulevard"  in  Men's  Store — Rug  and  a  Couple  of  Small 
Tables  in  Centre — Circassian  Walnut  Cabinets — Semi-Indirect 
Lighting  System — The  "Parent  Store"  in  Victoria,  B.C. 


TDK  impression  in  entering  the  new 
Cambridge  clot  lies  Shop  on 
Yonge  Street,  Toronto,  is  sim- 
plicity nnd  richness  in  decoration  and 
Ettings,  and,  above  all,  the  effect  of  un- 
filled  spaces.  Coming  in  from  this  street 
there  is  the  relief  felt  similar  to  turn- 
ing the  corner  of  a  crowded  business 
thoroughfare  to  enter  a  broad  open 
boulevard. 

As  a  store  for  men's  clothing  there  is 
something  unique  in  the  confinement  of 
the  display  largely  to  the  wall  cabinets, 
while  the  broad  wide  sweep  of  the  full 
Length  is  unbroken  by  counters.  This 
effect  is  enhanced  by  large,  tasteful  rugs 
and  the  confinement  of  displays  to  small 
tables.  The  richness  of  the  Circassian 
walnut,  which  is  used  throughout,  tones 
i\  tastefully  with  the  floor  and  the  rugs, 
while  the  whiteness  of  the  ceiling  and 
the  walls,  where  exposed,  is  only  broken 
ti\  the  crescents  of  the  semi-indirect 
lighting  system. 

A  centre  entrance  gives  two  hand- 
some show  windows  of  such  depth  as  to 
present  angled  fronts  to  the  street.  The 
store  is  conducted  by  Kirkpatrick  & 
O'Connell,  who  have  been  established 
for  some  years  in  Victoria,  B.C.  Mr. 
Kirkpatrick  is  managing  the  Toronto 
store. 

Something  "a  little  different"  in 
clothing  cabinets  is  to  be  noted  on  one 
side  of  the  store.  These,  it  will  be  seen, 
have  but  one  row  of  hangings  instead  of 
two,  which  not  only  has  the  effect  of  dis- 
posing of  the  necessity  of  hanging  suits 
(lose  to  the  floor,  but  makes  a  much  bet- 
ter display,  in  that  the  one  row  is 
brought  on  a  line  with  the  eye  of  the 
customer,  who  has  neither  to  stoop  nor 
i  pane  his  neck.  The  stands  are  reversible 
and  maj  he  drawn  out,  while  the  glass 
fronts  are  entirely  disappearing. 

On  the  other  side  a  ''pull-out"  equip- 
ment is  installed,  which  gives  the  oppor- 
tunity  h'li'   for  a   row  of  low  drawers, 

which  are  almost   a   necessity    fur  Btoring 
flannel    trousers   and    other   sundry    lines. 

Inset  between  the  clothing  cabinets 
air  i  piple  mirrors  aolidl]   lit  ted  into  the 

w Iwork.       four    of    these    are    divided 

between    the    two    sides,   and    midway    are 

fitting  cabinets  with  mirror  Fronts.    The 

rear   is   di\  iib  ,1    hot  u  im    I  I Dice   and    a 

toch  receh  ing  room,  abo>  e  w  biob  is  the 

tailor  shop.     The  placing  of  fhis  entirely 

.  ui  of  the  Btore  is  a  feal  lire 


Semi-Indirect  Lighting  System. 
A  distinctly  modern  feature  of  the 
new  store  is  the  semi-indirect  lighting 
system  which  is  used  throughout,  there 
not  being  an  exposed  lamp  on  the  pre- 
mises. Mr.  Kirkpatrick  states  that  he 
■jets  better  results  in  this  manner  than 
from  the  old  method  of  direct  lighting, 
and  with  the  use  of  less  current.  The 
effect  is  certainly  an  artistic  one,  and 
art  and  cheapness  when  so  combined  be- 
come  a   strong  business  proposition. 

Keeping  Close  Tab  on  Stocks. 
The  firm  has  a  system  of  its  own  for- 
keeping  close  tab  on  its  stock,  and  when 
there  is  such  a  large  variety  of  styles 
and  materials  this  is  very  necessary. 
Every  suit  which  goes  to  the  hangers,  as 
well  as  every  overcoat  or  other  garment. 
is  listed  in  the  stock-book,  with  the  lot 
number  and  the  cost  number,  and  these 
numbers  are  recorded  on  the  sales  slips, 
from  the  duplicates  of  which  daily  en- 
tries are  made  in  the  stock-book.  In  this 
way  a  glance  at  the  stock-book  at  any 
time  shows  the  number  of  suits  in  every 
material,  style  and  size.  Refilling  of 
lines  is  thus  simplified;  there  is  at  all 
t:mes  a  reference  by  which  shortages 
can  be  at  once  detected,  and  the  an- 
nual— or  oftener — nuisance  of  stock- 
taking is  simplified  to  a  sinecure. 


King's  Dress 

Evening  coat  not  cut  with   high  waist 

or  short   lapel  but  on  older  lines — 

Green  popular  at  Oxford. 


A  LONDON1  writer  in  Men's  Wear. 
New  York,  says  that  at  the  Royal 
Amateur  Orchestral  Society's 
Smoker  at  the  Queen's  Hall,  which  his 
majesty  King  George  honored  with  his 
presence.  His  Majesty  was  wearing  a 
black  overcoal  which  bad  a  shawl  collar 
of  black  Persian  lamb;  the  coat  was 
worn  open,  and  the  shawl  collar  ran  deep 
enough  to  show  plenty  of  the  white  even- 
ing shirt.  The  coat  was  lined  with 
sable. 

He  had  on  an  opera  hat,  nol  a  silk 
hat,  as  also  had  Earl  Gram  ille  and 
Admiral  sir  Colin  Keppel.  When  he  re- 
moved his  overcoal  it  was  seen  thai  his 
evening  coat   was  nol  cut   with  the  high 

waist    Or  Shorl    lapel,  bul    rather  alter  the 
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<dd  fashion  that  particular  coat  with  a 
lapel  rolling  the  whole  way  down,  show- 
ing plenty  of  a  plain  white  pique  \ 
coal,  cut  single-breasted,  the  buttons  of 
which  were  of  the  same  material.  The 
evening  coat  carried  a  handkerchief  poc- 
ket.  The  sleeves  were  quite  plain — not 
loo  narrow,  and  yet  not  wide.  His  even- 
in-  shirt  was  a  fine  white  pique  of  ex- 
actly the  same  pattern  as  the  waistcoat. 
His  Majesty  was  wearing  a  white  but- 
tonhole— a  gardenia.  During  the  even- 
ing he  continually  smoked  cigarettes, 
using  a  long  amber  holder. 

The  Prince's  Lounge  Suit. 
At  Oxford,  says  the  same  writer,  some 
of  the  younger  men  were  seen  wearing 
extraordinary  clothes.  For  instance,  one 
young  man  on  friendly  terms  with  the 
Prince  of  Wales  had  on  a  lounge  suit 
with  very  long,  soft  rolling  lapels  and 
the  two  buttons  placed  very  low.  little 
details  which  make  a  lounge  suit  look 
entirely  different;  the  material  of  the 
suit  was  a  brown  and  white  herring- 
bone of  a  rather  pronounced  type.  The 
cloths  that  the  Oxford  undergraduates 
usually  favor  are  of  the  coarser  or 
rougher  kinds,  such  as  homespuns,  lovats 
and   Scotch    tweeds. 

Green  Suits  at  Oxford. 

At  Oxford  a  number  of  green  suits 
were  seen  and  it  would  look  as  if  greens 
were  going  to  be  worn,  in  consideration 
of  the  fact  that  the  correct  men  of  a 
Varsity   town  set  many  styles. 

A  few  years  ago  the  fad  at  Oxford  was 
lovat  or  gray  flannel  trousers;  to-day  it 
is  knickerbockers  of  the  rice-bag  shape: 
but  the  knickers  are  only  worn  to  dis- 
play the  wonderful  stockings.  Some  of 
the  palest  shades  of  biscuit  and  srreens 
have  been  seen.  In  the  shop  windows 
they  would  have  been  thought  extremely 
loud,  whereas  worn  with  the  e< 
clothes    the   effect    was   excellent. 

SOCCER  LEAGUE  IN  MONTREAL. 

Montreal  has  a  drj  goods  soccer 
league  which  made  quite  a  showinsr  last 
season.  At  the  annual  meeting  held  re- 
cent!} representatives  were  present 
from  Goodwins,  Morgan's  and  Scrog- 
gie's  and  an  effort  i-*  being  made  to  gel 
Murphy's  to  join  again.  The  officers 
elected      were:     T.      Qargreaves,     presi- 

dent;  J,  Taylor,  vice-president;  S.  Mar- 
shall, secretary,  and  Mr.  Doe.  treasurer. 


Combining  the  Right  Patches  in  Each  Individual 

Human  Nature,  Like  Patchwork  Quilt  and  Salesmen  Should  Size 
Up  Each  Customer — A  Few  of  Positive  Disposition  Do  Not  Relish 
Suggestions — Most  Are  Ignorant  of  What  is  the  Exact  Style — A 
Study  of  Oneself  the  Best  Basis. 

First  of  Scries  prepared    for   The   Review  by  J.   Willoughby 


STUDY 
BETTER 
THAN 
BIRTH. 


PATCH- 
WORK 
QUILT. 


NO  two  persons  look  alike.  From  the  West 
recently  we  had  the  novelty  of  a  hatter  in- 
troducing charts  which  proved  conclusively 
that  no  two  heads — especially  mens — are  exactly 
the  same  shape.  No  two  heads  contain  exactly 
the  same  mental  equipment;  and  it  is  safe  to  go 
one  step  further  and  say  that  no  two  tastes  in 
dress  can  be  depended  upon  to  run  exactly  the 
same,  especially  throughout  seasons  which  intro- 
duce such  a  variety  of  styles  and  colorings  as 
at  the  present  time. 

No  two  tastes  are  alike.  And  we  are  going  to 
apply  this  to  the  mere  male  for  the  present — that 
no  two  women  have  the  same  taste  in  dressing 
will  go  without  much  argument  in  this  depart- 
ment. A  few  years  ago  men  seemed  to  have  the 
idea  that  the  nearer  they  could  dress  to  a  certain 
standard  the  nearer  they  were  to  being  correct 
for  that  season.  But  even  then  there  were  always 
differences  in  taste  in  detail.  To-day  with  the 
tendency  for  novelties  and  individuality  in  cloth- 
ing, hats  and  furnishings,  and  the  introduction  of 
bright  colors,  the  individuality  of  taste  becomes 
more  and  more  pronounced. 

If  the  salesman  in  the  men 's  store  department 
will  grasp  this  point  he  will  be  laying  hold  of 
the  fundamentals  of  salesmanship.  Let  him  con- 
sider that  to  meet  rightly  the  customers  of  his 
store  no  two  should  be  treated  exactly  alike.  This 
is  going  to  an  extreme,  but  it  would  represent  an 
ideal  in  dealing  with  patrons :  the  closer  to  the 
ideal  the  more  sales  that  likely  to  be  made. 

You  will  often  hear  the  expression  that  so- 
and-so  is  a  born  salesman.  We  do  not  believe 
that  salesmen  are  born.  It  may  be  true  that 
some  men  will  have  a  greater  natural  suavity  and 
approachfulness  in  dealing  with  customers,  but  it 
is  the  salesman  who  studies  his  customers  and 
who  acquires  an  understanding  of  the  individu- 
ality in  people  that  will  meet  with  success  in  the 
men's  store;  to  this  knowledge  no  one  is  born. 

The  man  who  takes  up  salesmanship  should 
consider  that  he  is  entering  into  a  profession. 
The  law  student  who  merely  stood  in  a  law  office 
and  talked  to  the  people  who  came  in  would  know 
very  little  of  the  profession.  If  it  is  necessary 
to  devote  years  to  the  study  of  law;  if  the  man 
who  would  be  a  doctor  spends  years  in  a  study 
of  the  body— then  let  the  salesman  devote  him- 
self to  a  study  of  human  nature  and  to  the  indi- 
viduality in  the  people  with  whom  he  has  to 
deal.  The  store  of  the  salesman  should  be  his 
college. 

A  good  suggestion  to  the  salesman  who  would 
sell  to  men  and  who  would  get  some  knowledge  of 
some  of  the  factors  of  the  human  personality 
would  be  to  first  study  himself.  Every  man  has 
a  personality  that  will  reveal  itself  in  many  com- 
plexities if  he  will  but  study  it ;  to  the  average  it 
may  -appear  that  such  a  study  reveals  qualities 
and  "kinks"  of  nature  that  do  not  enter  into  the 
make-up  of  the  average. 

This  is  a  mistake ;  every  man  who  would  know 
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other  men  should  be  impressed  with  all  the  fac- 
tors that  go  to  form  his  own  personality  and  that 
co-operate  to  create  certain  likes  and  dislikes. 
He  cannot  apply  these  same  standards  to  his 
customers  except  in  the  sense  that  he  will  be  im- 
pressed with  the  delicacy  of  the  human  mechan- 
ism upon  which  a  decision  in  a  purchase  and  sale 
depends.  If  he  will  consider  that  human  nature 
is  always  made  up  like  a  patchwork  quilt  and  try 
to  get  the  right  patches  combined  for  the  indi- 
vidual, he  will  be  getting  on  the  right  track — 
individualize  the  customer,  measure  him  up  and 
then  try  to  appeal  to  him  as  himself. 

Generally  speaking,  the  salesman  can  be  as- 
sured that  in  selling  furnishings  to  a  man  he  will 
be  correct  in  making  suggestions;  but  this  is  not 
always  the  case.  It  is  for  the  salesman  to  decide 
whether  a  man  is  of  that  positive  disposition  that 
leads  him  to  enter  a  store  for  one  article  and  who 
wants  nothing  more;  who  considers  it  an  intru- 
sion for  the  salesman  to  make  suggestions. 

The  majority  of  men,  however,  enter  a  fur- 
nishing store  with  a  reminder  that  the  last  look 
in  the  collar-box  revealed  too  many  raw  edges  or 
that  there  are  holes  in  several  pairs  of  sox — 
but  who  are  prepared  to  buy  half  a  dozen  articles 
if  they  are  properly  suggested  to  them. 

The  average  woman  who  goes  shopping  may  be 
depended  upon  to  see  everything  she  wants  and  a 
lot  of  other  things;  the  average  man  thinks  of 
something  he  absolutely  needs,  rushes  into  the 
store  to  get  it  and  then  often  buys  several  more 
things  if  the  right  kind  of  salesmanship  is  em- 
ployed. The  way  in  which  these  suggestions  can 
best  be  made  will  depend  upon  the  customer;  in 
some  cases  a  positive  suggestion  will  be  effective; 
in  another  it  will  be  better  merely  to  generalize; 
in  another  to  mention  a  number  of  articles  and 
run  them  over  in  a  conversational  manner  along 
with  the  usual  remarks  about  the  weather  or  the 
hall  scores.  These  are  the  points  which  the  sales- 
man must  decide  for  himself;  points  which  only 
can  be  decided  after  experience  and  a  thorough 
study  of  human  traits. 

Then  there  are  many  other  points.  The  aver- 
age man,  for  example,  is  often  out  of  touch  with 
exactly  What  Is  What  in  style  details;  there  are 
things  he  would  like  to  know  without  asking — 
here  is  where  the  knowledge  of  human  nature  will 
be  useful.  Often  a  man  wants  to  know  some  de- 
tails about  formal  dress  when  he  is  making  pur- 
chases; if  the  salesman  has  sized  his  man  up 
rightly  he  can  introduce  the  subject  inadvertently 
without  appearing  to  be  giving  hints  of  that 
with  which  the  customer  should  already  be  ac- 
quainted. 

Again  there  is  the  big  question  of  the  suit- 
ability of  goods  for  the  right  man.  Some  men,  it 
must  be  remembered,  want  what  they  want  no 
matter  what  it  looks  like,  it  and  they  are  going 
to  have  it ;  they  suit  themselves  first,  no  matter 

(Continued  on  page  64.) 
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Posting   Ball  Scores  for  the   Hungry  Fans 

Northway  Men's  Stoic  in  Orillia  Anticipates  the  Daily  Papers' 
Arrival  in  Town  by  18  Hours— Giving  Score  Cards  for  Local  Ball 
League— Getting  in  Touch  With  Those  Who  Love  Sports. 


WHERE  there  is  a  strong  sporting 
spirit  in  ;i  town  it  usually  is  i:ood 
business  for  men's  wear  stores 
in  acquire  the  reputation  for  being  in- 
terested personally  in  the  athletic  events, 
Tor  il  usually  results  in  the  establish- 
ment of  a  friendly  feeling  towards  the 
members  of  the  firm,  and  none  know 
better  than  those  who  have  succeeded 
along  this  line  just  how  influential  it  is 
in  drawing  young  men's  trade.  This  is 
why  in  many  places  the  men's  furnishers 
back  the  ball  teams,  donate  caps,  arrange 
sports  programme,  etc.  The  influence  is 
recognized  sometimes  in  a  way  that  all 
do  not  relish — the  men's  furnisher  is 
considered  the  legitimate  prey  of  the 
subscription  list.  It  is  felt  that  he 
stands  to  gain  by  his  personal  connection 
with  sporting  events  in  drawing  trade 
til  mi  the  youim'  fellows  who  recognize 
his  sympathetic  feeling  towards  their 
amusements.  It  is  a  field  that  is  usually 
pays  to  cultivate. 

Many  instances  have  been  given  in 
The  Review  of  schemes  that  have  been 
devised  in  this  direction,  one  lately  men- 
tioned being  the  score  board  set  up  by 
Thornton  &  Douglas  in  the  ball  grounds 
at  Berlin,  with  a  large  advertisement  of 
the  firm  on  the  top.  The  posting  of  scores 
is  a  favorite  device,  as  it  draws  a  num- 
ber who  are  interested  in  the  results. 

Where  News  Comes  Late. 
The  town  of  Orillia  offers  an  oppor- 
tunity for  this  that  could  hardly  lie 
excelled  so  far  as  lack  of  competition 
from  newspaper  sources  is  concerned. 
The  morning  papers  from  Toronto  do 
not  reach  the  town  until  about  noon  of 
"  the  day  after."  The  consequence  is 
that,  as  the  local  weekly  papers  do  nut 
post  the  results,  ordinarily  the  sporting 
element  has  no  means  of  knowing  base- 
hall  records  until  late  in  the  next  day. 
This.  I'm  the  ardent  fan,  is  an  almost 
intolerable  situation.  Recognizing  the 
opening,  W.  II  Mills.  Hie  young  manager 
of  the  men's  wear-  store  of  The  North 

way   (  !o.,  decided   In   posl    the   -cure   in   the 

Internationa]  Baseball  League  so  far  as 
Toronto's  games  are  concerned.  A 
sample  of  one  card  placed  in  the  win 
dow  is  given  here.  The  advance  an- 
nouncement read  :  "  Watch  for  I  In 
Suits  of  the  Toronto  baseball  team's 
■nines  in   this  window  e\er\    eight. " 

Score  Cards  for  Local  League. 
Tii   aci ivitj   of  1  lie  Btore  does  nol  end 

here.       There     is    a     ba-eli.ill     league       in 

Orillia  and  games  are  played  usually  in 
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Record    of    Toronto's  score    in    Interna 

tional     League     posted  every     night     by 

North  way  store.  First  newspaper  arrives 
next  day  about  noon. 

the  evenings  of  Tuesday  and  Friday 
throughout  the  season.  Hundreds  attend 
these  games,  and  each  one.  if  he  wishes, 
may  hold  a  score  card,  with  spaces  for 
the  names  of  the  players,  runs  by  inn- 
ings, and  the  "  box  score."  This  is  a 
small  and  handy  booklet  of  four  pages, 
presented  by  "  The  Northway  Men's 
Store."  A  couple  of  pages  are  repro- 
duced here.  At  the  top  and  bottom  of 
the  score  pages  are  catchy  invitations  to 
buy  special  lines  of  sporting  and  other 
goods  at  I  his  store.  The  effects  have 
been  very  beneficial. 

Any  time  a  cup.  used  as  a  prize  for  a 
sporting  event,  can  be  shown  in  the  win- 
dow.   Mr.    Mills    is    after    it.   as    his    aim 


is    to   make   this   store   a    sort    of   Mecca 
of  spi  it  ing  life   for  Orillia. 
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COMBINING  THE   RIGHT  PATCHES 
IN   EACH  INDIVIDUAL. 
(Continued  from  page  63.) 

what  the  effect.  But  the  majority  of  men 
will  be  found  open  to  advice  and  the 
average  will  be  found  who  will  pat  a 
good  deal  in  what  the  salesman  tells 
him  with  regard  to  the  >tyle  of  a  hat, 
the  heighl  of  the  crown,  the  color  of  a 
necktie,  the  cut  of  a  collar,  the  di 
of  a  suit  and  many  of  the  other  things 
that  enter  into  the  Belling  of  '.roods  in  a 
men's  store. 

Psychology  in  relation  to  salesmanship 
is  a  big  subject;  it  is  a  study  which  mod- 
ern salesmen  are  giving  their  attention. 
In  a  more  or  less  degree  it  should  be 
studied  by  every  clerk  who  wishes  to  be 
successful  in  dealing  with  those  who 
come  to  purchase — and  who  can  usual- 
ly be  kept  to  purchase  more. 
<8> 

DEATH  OF  MONTREAL  MERCHANT 
George  W.  Clarke,  who  has  conducted 
a  large  fancy  goods  business  in  St.  Cath- 
erine street  west,  Montreal,  for  many 
years,  died  recently  as  a  result  of  a 
paralytic  seizure.  Mr.  Clarke  was  72 
years  of  age  and  had  been  in  the  dry 
goods  business  for  48  years,  prior  to 
which  time  he  was  an  employe  of  the 
Montreal  Herald.  He  was  a  man  of  re- 
tiring habits.  socially,  and  was  very 
biglilj  regarded  by  all  who  knew  him. 
He  is  survived  by  a  widow,  one  son  and 
li\  e  daughters. 
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of  the  local  league.    These  are  used  twice  ■ 

week  at   the  scheduled  games. 
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Balmacaan  Overcoats  Modified  for  Fall 

Wholesale  Use  of  Type  at  all  Prices  Has  Led  to  Falling  Off  in 
Popularity  —  Chinchilla  Must  Give  Way  in  Part  to  Harder 
Finished  Material — Forecasts  of  Retailers  and  Makers. 


WHAT  of  the  Balmacaan  for  Fall 
and  Winter?  This  is  the  first 
question  that  the  average  men's 
want  supplier  will  ask  with  regard  to 
bis  overcoat  stock.  And  the  next  ques- 
tion will  probably  be  as  to  whether  the 
chinchilla  will  be  as  popular  in  heavy 
materials  as  it  was  for  the  Winter  trade 
of  last  year. 

Stock    Balmacaans    judiciously;    their 
popularity  will  depend  on  local  demand 
in  most   eases,  and,  generally  speaking, 
they  are  not  likely  to  be  in  such  keen 
demand  with  well-dressed  men.     Be  pre- 
pared to  supply  a  harder  surfaced  line 
of  material  in  heavy  coats  than 
the   chinchilla   and   drive   home 
the    argument    of    wearing    ser- 
vice. 

Thus  can  be  briefly  sum- 
marized the  overcoat  advice 
which  The  Review  is  able  to 
give  to  the  Canadian  trade  af- 
ter inquiring  in  reliable  manu- 
facturing quarters  and  of 
authorities  in  the  retail  busi- 
ness who  are  in  touch  with  the 
advanced  situation. 

With  regard  to  the  Balma- 
caan, the  general  prediction  is 
that  it  will  have,  or — to  go  to 
the  extreme — has  had,  a  butter- 
fly existence.  In  Canada  it  is 
going  out  before  it  really  came 
in  with  the  general  trade.  In 
this  country  it  was  too  extreme 
a  model  really  to  take.  It  ap- 
pealed to  the  better  class 
dresses  as  a  novelty,  and  so 
strongly  has  it  been  played  that 
the  exclusive  man  is  looking  for 
something  different.  O 

While  in  Canada  the  Balma-  Fal1 
fiaan  coat  has  not  been  gener- 
ally worn  outside  of  the  big  cities,  popu- 
lar Americanization  has  led  to  its  short 
life.  In  the  largt  centres  of  the  United 
States  it  is  being  worn  by  all  classes; 
it  has  become  so  cheap  in  price  that  it 
is  common,  and  the  exclusive  dresser  is 
seeking  something  else.  In  Canada  the 
cheap  coats  have  come  practically  at  the 
same  time  witli  the  expensive,  well- 
tailored  ones,  and  they  have  gone  to- 
gether; to  the  trade  the  effect  of  this 
need  not  be  pointed  out. 

The  Balmacaan  coat  will  remain  popu- 
lar undoubtedly  as  a  slip-on  coat  with 
good  dressers,  as  it  has  been  for  years, 
and  as  a  shower-proof  garment  it  is  ex- 
cellent. To  appear  at  its  best  it  must 
be  well  tailored,  and  in  the  cheap- 
er    garment     now7     being     turned       out 


the  original  has  almost  lost  its 
identification.  The  manager  of  a 
large  clothing  store  remarks  that  the 
only  original  feature  of  the  model  re- 
maining is  its  "sloppiness,"  and  in  the 
cheap  garments  "the  only  place  they  fit 
:s  around  the  neck."  As  a  garment  for 
the  man  who  can  afford  several  coats  it 
is  an  excellent  variety  in  the  opinion  of 
several  makers  of  men's  clothing,  but  as 
a  standard  model  it  lacks  in  dressiness 
for  most  occasions. 

A  Semi-Raglan  Model. 

But    though    the    Balmacaan    may    go 
out,   the   influence  of   the  model  and   of 


A   NEW  TYPE  FOR  FALL, 
vercoat    mode]    which    promises    to    be    popular    for 
and    light    Winter    wear.    Shown    by    Fairweathers, 


English  tailoring  generally  will  be  seen 
iii  many  of  the  new  coats.  Many  will 
he  made  on  the  loose  model,  with  the 
sloping  shoulders,  but  they  will  differ 
from  the  Balmacaan,  in  that  they  will 
have  lapels  instead  of  the  Prussian 
collar.  A  popular  change  for  the  loose 
model  will  be  a  new  shoulder  showing 
the  sleeve  inset  at  the  back  and  the 
Raglan  effect  at  the  front.  This  model, 
which  is  predicted  as  the  popular  thing 
for  the  general  trade,  will  have  a  mod- 
erate flare  and  sloping  shoulder. 

Balmacaan  History. 

The  Balmacaan  coat  caught  the  Ameri- 
can public  as  a  novelty.    It  is  one  of  the 
first   extreme   styles  to   go    strong   with 
the  general  wearer,  and  in  this  there  is 
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an  indication  that  men  are  less  inclined 
to    stay   with   the    conservative   models. 
But  as  something  new  the  Balmacaan  is 
traveling  under  false  colors.     The  coat 
has  been  made  under  this  name  in  Eng- 
land   for    seventeen    years,    and    before 
that  for  a  quarter  of  a  century  it  was 
known     as     the     "slip-on"     and     the 
' '  cover-all. ' '     It  was  given  its  name  by 
Kenneth    Durward,    and    registered    in 
England,  so  that  he  is  the  only  man  who 
can  make  it  in  that  country.     The  name 
is  after  a  place  in  Scotland,  and  the  his- 
tory  of   its   application    introduces    an 
American  millionaire,  who  has  his  cloth- 
ing made  by  the  London  dealer, 
and  who  went  to  Balmacaan  for 
the  bird   season.     Durward  got 
his  permission  to  use  the  name 
in  connection  with  the  coat,  and 
also  made  use  of  it  as  his  cable 
code  name,  which  he  still  uses. 
Truly,   "there   is  nothing    new 
under  the  sun." 

Ulster  to  Hold  Its  Own. 

As  a  heavy  coat  the  double- 
breasted  ulster  will  hold  its 
own  as  a  practical  Winter  gar- 
ment. There  will  also  be  a  re- 
turn to  a  considerable  degree  to 
the  shaped  coats,  and  this  is 
particularly  true  with  regard 
to  the  more  dressy  models.  A 
stylish  cut  for  the  slim  man  will 
be  the  form-fitting  Chesterfield, 
the  general  impression  of  which 
will  be  much  as  that  of  the 
morning  or  frock  coat.  It  will 
be  worn  both  with  self  and 
velvet  collars. 

Hardw  Surface  Materials. 
In  the  Winter  coats  the  harder  weaves 
will  be  stocked.  The  great  run  on  the 
chinchilla  will  not  be  duplicated,  and  with 
the  smoother  cloths  there  will  be  some 
patterns  shown.  The  new  materials 
will  have  the  asset  of  being  better 
wearers  than  the  fuzzy-surfaced  cloths, 
which  from  the  utility  standpoint  led  to 
many  complaints  last  Winter.  How- 
ever, most  dealers  left  the  responsibility 
of  purchasing  a  coat  of  this  material 
with  the  customer,  as  they  could  get  no 
guarantee  from  the  manufacturers. 

This  coat  has  a  combination  shoulder 
with  inset  back  and  raglan  front.  The 
effect  is  English,  the  shoulder  being 
natural  and  body  hanging  full.  The 
collar  will  be  cut  with  lapels  compara- 
tively high  and  patch  effect  pocket. 


SUMMER 
NOVEL- 
TIES. 


May  have  run 
in  1915. 


Shinkec  braid  with  pencil  curl,  2^4  inch  brim,  scarf 
band,  4-inch  crown,  and  diamond  telescope  effect. 
Shown  by  Jess  Applegath,  Toronto. 


Mackinaw    braid    straw    model,    ultra    fashionable 

for  1914,  which  promises  to  be  strongly  in  vogue  next 

year.      Xote    the    droop    brim,    four-inch    crown    with 

'    <>ed  telescope,  and  2%-inch  brim;  also  narrow  band 

and  loose  end  knot.  Shown  by  Jess  Applegath,  Toronto. 


Contrasting  Ribbons  Feature  of   Fall  Hats 

No  New  Shade  in  Sight,  But  This  May  Prove  the  Novelty  De- 
manded— Looseknot  and  Brim  Binding  in  Same  Shade — Very 
High  Shapes  Attempted  in  Straws  —  Puggaree  Bands  Strong. 


ALL  indications  are  for  a  good  Fall 
season  for  men's  soft  hats,  al- 
though another  run  on  these  lines 
means  that  there  will  have  to  be  some 
distinctive  changes  in  the  styles  to  main- 
tain the  popularity.  Just  what  those 
distinctive  fashion  features  will  be  now 
seems  to  be  pretty  well  decided.  In  the 
style  centres  novelty  style  creators  may 
be  expected  to  spring  some  new  things 
at  the  last  moment  for  exclusive  trade, 
but  in  Canada  there  is  still  a  marked 
reluctance  on  the  part  of  the  male  wear- 
er to  take  to  what  might  be  called  the 
freaks  of  style,  although  of  course  there 
is  an  up-to-the-minute  demand  in  a 
comparatively  small  specialty  trade. 

Loose  Knot  in  Contrasted  Ribbon. 

The  big  selling  feature  of  the  Fall 
hats  will  be  contrasting  shades  in  rib- 
bons, and  in  some  cases  in  the  bindings 
to  match.  With  the  new  ribbons  will  he 
shown  a  new  bow — a  loose  knot  going 
with  a  narrower  band  tied  in  the  three- 
quarter  position.  This  knot  will  give, 
the  impression  of  being  tied  by  hand, 
the  effect  being  one  of  less  formality. 
The  butterfly  bow  will  also  continue 
popular. 

The  variety  of  contrasts  in  colors 
will  be  wide  but  tin'  shades  will  be 
chosen  to  show  a  tasteful  and  harmon- 
ious combination. 

Higher  Crowns  With  Pencil  Roll. 

A.s  to  Bhapes,  the  tendency  of  the 
crowns  continues  upward  and  with  the 
increasing  height  a  slight  slope  is  in- 
troduced; in  some  extreme  models  the 
tnper  is  varied  by  a  semi-bell  effect  with 
a  flat  top  but  this  will  not  find  a  general 
run.  In  crowns,  llie  telescope,  diamond 
dent  and  plain   dent   will   prevail.      With 


the  tendency  towards  higher  crowns 
there  are  lighter  brims.  The  full  roll 
will  be  less  seen  and  instead  there  will 
be  a  pencil  roll  or  the  welted  effect,  the 
two  latter  better  permitting  of  the  col- 
ored binding  to  match  the  band,  which 
i  fleet  will  be  quite  the  thing. 

Black  Relieved  With  Grey. 

The  question  of  colors  opens  a  big  field 
of  speculation.  With  the  general  trade 
blue  was  the  big  seller  of  the  Spring, 
and  is  looked  to  continue  strong  with  a 
contrasting  ribbon  band  of  pearl  grey 
generally  used.  Green  also  will  be  again 
good.  As  to  a  color  departure  there  is 
more  difficulty  in  forecasting.  In  some 
quarters  it  is  predicted  that  the  natural 
turn  will  bring  grey  to  the  fore  and 
pearls  with  black  bands  and  iron  greys 
with  pearl  bands  are  being  shown.  The 
suggestion  that  black  will  forge  its  way 
to  the  front  in  soft  hats  seems  to  be 
falling  short  and  where  the  black  felt 
i.--  used  there  will  be  with  it  a  relieving 
hand   of  pearl  grey. 

To  make     stiff     hats     strong  in   Fall 


CONTRASTING     ,<AM>    AND     RIBBON. 

Pelt  model  for  Pal]  trade  shown  by 
Pried,  Grills  A  Co.  Note  die  high  crowi 
and  taper  with  the  flatter  brim  and  tli" 
in  w  contrasting  haul  and  binding.  The 
necktie  bow   is  distinctly    new    and    goea 

with   a   iiarin  .\  <-\    i  i  thon, 
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popularity  there  will  have  to  be  a  change 
of  style  sentiment  from  what  is  felt  at 
present,  and  the  makers  are  not  findine 
a  strong  demand.  The  tendency  in  the 
stiff  hats  which,  of  course,  will  have  a 
stronger  call  for  Fall  than  for  Spring — 
will  be  higher  crowns  with  a  corres- 
ponding higher  roll  to  the  brim  and  the 
three-quarter  bow.  The  bell  crown  and 
extreme  tapers  will  be  seen  in  some  ultra 
fashionable  models  but  they  may  be 
"looked   on  as  novelties. 

Fall  Caps. 

It  is  difficult  to  get  a  line  on  the  Fall 
cap  business  and  it  is  hard  to  say 
whether  the  soft  hat  will  have  to  give 
way  in  this  department.  New  styles 
are  being  shown.  Practically  all  the 
models  are  larger  and  the  general  effect 
is  to  give  fullness  to  the  crown,  pleats 
and  folds  being  used  to  this  end.  Ma- 
terials shown  indicate  a  strength  for 
mixtures  with  the  checks  and  loud  pat- 
tern cloths  somewhat  in  the  background. 

Prospects  for  Summer. 

The  big  run  on  soft  hats  will  find  its 
lirst  interruption  in  some  months  when 
Old  Sol  drives  the  male  being  to  the 
shelter  of  something  lighter  and  cooler 
in  the  way  of  headgear.  After  such  a 
strong  run  of  soft  felts,  and  with  the 
prospects  of  another  season  of  similar 
styles  in  the  Fall,  the  straws  and  pana- 
mas  should  come  as  a  relief  and  a  big 
run   is  generally  looked  for. 

The  strength  will  undoubtedly  be  in 
the  straws.  The  impression  is  stronsr 
that  the  effect  of  the  flooding  of  the 
markets  during  the  last  couple  of 
sens  with  cheap  panamas  has  had  the 
to-be-expected    effect. 


xMEN'S    WEAR    SECTION 


Dry  Goods  Review 


Output  of  Ties  for  Fall 


1.  Balmacaan  hat  for  Fall,  made  of  Don- 
gola  t-veer-  if;  lifferent  colors.  Xotice  the 
diamond  crown  ridges  on  sides  and  cloth 
strap  band. 

2.  Light  silk  crusher  for  Summer  wear. 
Shown  by  Cooper  Cap  Co. 


A  big  selling  line  will  be  the  sennit 
sailor.  Crowns  will  be  high,  with  the 
general  run  to  three  and  three  and  a 
half  inches,  and  with  crowns  of  this 
height  there  is  a  slight  taper,  and  nar- 
row bands  with  the  loose  knot  in  favor. 
Splits  will  also  be  strong  in  this  shape, 
and  in  both  the  two-inch  brim  will  be 
the  regular  run.  Ultra  fashionable 
models  are  shown  with  the  crowns  up  to 
four  inches  and  a  pronounced  taper,  but 
this  is  extreme  for  this  season  although 
although  it  may  be  taken  as  the  fore- 
cast for  the  1915  trade. 

For  the  dresser  who  wishes  to  be  hat- 
ted according  to  the  extreme  decree  of 
fashion  there  will  be  a  popular  new 
model  in  which  the  latest  styles  in  felt 
hats  ai'e  incorporated.  These  show  a 
high  crown  in  soft  straw  with  a  turn  or 
pencil  roll  brim  with  the  dropping  ef- 
fect; the  crowns  go  four  inches  with 
both  the  telescope  and  the  diamond  dent, 
and  the  bands  will  be  either  the  new  nar- 
row ribbon  with  necktie  knot  or  the  col- 
ored scarf. 

There  will  be  a  popularity  for  Pug- 
garee bands  in   all   colors  and   patterns 


A  PRONOUNCED  TAPEK. 

Sennit  straw  model,  ultra  fashionable 
for  this  =easor,,  but  snowing  what  is  being 
made  for  the  1915  trade.  Shown  by  Fried, 
Grills  &  Co.  Features  are  the  4%  inch 
crown  with  pronounced  taper;  narrow 
brim,  narrow  ribbon  and  loose  knot  with 
draped  ends. 


MONTREAL,  May  19.— (Special.) 
High  colors  and  large  designs, 
mainly  in  printed  warps,  will 
he  the  big  sellers  for  Fall  and  Winter, 
say  manufacturers.  The  tendency  seems 
to  be  all  this  way  at  present,  and  the 
makers  are  preparing  for  a  heavy  de- 
mand in  these  goods. 

Chine  effects  and  ombres  are  con- 
sidered best,  and  these  are  being  largely 
taken  for  the  coming  Fall  season.  No- 
thing is  now  heard  about  velvets.  They 
had  their  run,  and  are  now  numbered 
among  the  "dead  ones."  Silks  and 
satins  and  poplins  are  good  in  stripe 
effects,  and  as  usual  there  is  a  good 
amount  of  business  being  done  in  plain 
colors. 

Greens,  which  have  been  considered 
' '  passe ' '  recently  are  said  to  be  com- 
ing back  into  favor,  and  many  orders 
are  being  booked  for  Fall  in  various 
shades  of  green.  It  is  predicted  that 
they  will  be  very  strong,  and  will  figure 


big  in  the  Christmas  trade.  Blues  and 
purples  are  also  well  thought  of,  and 
will  doubtless  divide  popularity  with 
the  greens. 

In  make-up,  the  open-end  tie  is  still 
the  favorite,  and  there  seems  no  reason 
to  doubt  that  it  will  continue  in  popu- 
larity. Faced  or  lined  wide-end  styles 
are  very  strong  at  present,  and  are  sell- 
ing well  for  Fall. 

Sales  of  neckwear  with  the  retailers 
have  been  about  the  average,  and  there 
has  been  a  fairly  satisfactory  business 
done  in  the  novelty  lines  that  have  come 
out  from  time  to  time.  The  season  for 
wash  ties  is  now  here,  and  though  the 
backward  Spring  weather  has  to  some 
extent  retarded  sales  in  this  line,  there 
has  been  a  fair  demand  for  this  class 
of  goods.  In  addition  to  the  usual 
assortment  of  striped  cotton  materials 
and  cotton  and  silk  goods,  there  has  also 
been  shown  a  line  of  crepe  effects,  which 
have  taken  very  well. 


which  will  be  used  both  with  felts  and 
straws. 

Panamas  Follow  New  Styles. 
Panamas  are  showing  the  influence  of 
style  to  a  more  marked  degree  than  in 
the  past.  There  are  models  with  the 
pencil  dropping  brim,  the  high  taper 
crown  and  the  telescope  effect,  but  for 
the  most  part  more  conservative  models 
will  prevail.  In  relation  to  the  Panama 
there  is  a  feeling  in  the  trade  that  there 
will  be  less  demand,  but  that  the  expen- 
sive hat  will  still  be  popular  with  those 
men  who  want  to  appear  well  dressed 
and  in  the  fashion  but  who  desire  dis- 
tinctiveness rather  than  to  follow  the 
general  trend  of  fashion. 


~@- 


MORE    CURLED    BRIMS    ON   SOFTS. 

"In  stiff  hats  there  is  no  decided 
change  in  shape,  but  brims  are  inclined 
to  show  more  curl  at  the  sides,  the  front 
and  back  brims  remaining  flat,  a  distinct 
improvement  on  the  old  style  of  curled 
brim  which  showed  a  decided  arch," 
says  The  American  Hatter,  in  an  article 
from  London. 

"The  soft  felt  hat  still  remains  as 
popular  as  ever,  but  the  shapes  shown 
are  smarter  and  not  so  much  on  the 
neglige  type  as  they  have  been.  Brims 
are  rather  more  curled  and  are  worn  as 
blocked,  instead  of  being  pulled  into  any 
angle.  Turned-over  stitched  edges  are 
becoming  very  popular,  partly  owing  to 
this  change,  as  they  retain  their  shape 
better  than  the  plain  cut  edge  brim. 
67 


Drabs,  slates,  pearls  and  dark  fawns 
are  the  principal  shades  sold  for  home 
wear,  and  a  light  hat,  with  a  dark  band 
tc  tone  is  rather  favored." 

® 


WITH   MEN'S   WEAR   MEN. 

Philip  Dwyer,  Toronto,  merchant 
tailor  for  the  past  fifteen  years,  died  on 
May  13th. 

William  Montgomery,  Toronto,  mer- 
chant tailor,  passed  away  on  May  14th 
from  pneumonia. 

C.  Becker,  Vernon,  B.C.,  who  some 
time  ago  sold  his  tailoring  establish- 
ment to  D.  McKay,  has  again  entered 
into  business,  buying  out  Mr.  McKay 
and  R.  J.  Armstrong. 

Weekly  Half  Holiday. — Merchants  of 
Ward  Seven,  Toronto,  have  started  to 
close  their  stores  and  shops  early  on 
Wednesday  afternoons,  and  will  con- 
tinue the  practice  weekly  throughout 
the  Summer 

A.  Cristall,  Edmonton,  Alta.,  is  re- 
modeling the  old  stand  of  the  Cristall 
Palace  Clothing  Company,  and  re- 
organizing the  concern.  Mr.  Cristall 
was  one  of  the  pioneer  business  men  of 
Edmonton. 

Newton  &  Freele,  Strathroy,  Ont., 
who  recently  opened  an  exclusive  tailor- 
ing department  in  connection  with  their 
business,  have  decided,  on  the  advent 
of  Niagara  power,  to  install  electric  sew- 
ing machines  and  irons,  and  manufac- 
ture on  the  premises  all  their  ready-to- 
wear  clothes. 


Dry  Goods  Review 
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Sketch  showing;  how  the  revolving  window  is  constructed.  Half  of  the  window 
is  thus  used  for  the  arrangement  of  the  new  display,  .while  there  is  a  continual 
showing  in   front. — Courtesy  of  Men'B  Wear  Review,  New  York. 

Continuous  Display  Window 

Revolving  Platform  Permits  Dresser  to  Work 
Without  Drawing  Blinds — Paris  Novelty  is  a 
Revolving  Window  Booth. 


ONE  of  the  new  things  in  window 
display  arrangements  is  a  mechani- 
cal device  by  which  it  is  possible 
to  change  the  whole  interior  and  to 
have  one  display  before  the  people 
while  another  one  is  being  prepared. 
This  window  device  which  makes  it  pos- 
sible for  a  continuous  display  and  rapid 
changes  is  described  in  Men's  Wear  of 
New  York,  and  is  illustrated  in  the  ac- 
companying sketch. 

The  principle  is  of  a  revolving  circular 
platform,  of  which  the  central  division 
forms  the  back  of  the  window.  Thus 
there  is  always  a  display  in  the  window 
even  while  a  change  is  being  made.  An- 
other advantage  which  can  be  gained  is 
that  two  displays  can  be  made  during 
the  same  day,  and  in  some  cases  this  is 
an  advantage,  especially  where  at  differ- 
ent hours  there  may  be  a  marked  differ- 
ence in  the  passers-by;  for  instance  dur- 
ing the  afternoon  there  may  be  a  class 
of  shoppers  on  the  street  interested  in 
a  more  expensive  class  of  goods  than 
those  that  might  be  passing  at  the  hour 
id'  the  closing  "I  offices  and  manufactur- 
ing   plants. 

A  Revolving  Booth  Device. 

Another  novel  and  effective  mechani- 
cal   device    lor    window   displays   comes 

from     I'.-iris.  This    also    works    on     the 

principle   of   a    revolving  platform,  but 

wUli  I  he  difference  that  the  whole  ar- 
rangement is  within  the  window  and  in 
the  ease   in   point,   where   the   window   is 


on  a  corner,  two  displays  can  be  made 
at  the  same  time  while  a  third  is  hid- 
den. In  the  first  sketch  is  shown  one 
of  the  three  booths.  At  the  sides  mark- 
ed "C"  are  the  curtains  which  are  kept 
closed  while  the  platform  is  revolving. 
"E  L  S,"  indicates  an  electrical  sign, 
upon  which  is  shown  a  description  of 
the  display  on  the  interior.  For  instance 
on  the  sign  appears  "What  our  well- 
dressed  men  are  wearing,"  and  on  the 
second  line  "  Narrower  trousers";  the 
curtains  then  are  drawn  aside  and  a 
figure  of  a  man  is  revealed,  represent- 
ing the  interior  of  a  dressing  room  with 
the  figure  seemingly  arranging  his  vest 
before  a  mirror.  The  lights  go  out  and 
the  apparatus  revolves.  A  second  booth 
comes  around,  and  on  the  sign  is  flash- 
ed "Vests  are  cut  high,"  and  a  figure 
is  revealed  with  a  high  cut  vest.  In  the 
meantime  the  first  figure  is  in  the 
second  posit  inn.  and  here  by  the  aid  of 
I  he  electric  sign  attention  is  called,  not 
to  the  narrow  trousers,  but  to  the  new 
fabrics. 


FEE  FOR  "OUTSIDE"  AGENTS. 

A  deputation  of  retail  merchants  from 
Victoria,  B.C..  waited  on  the  cit>  coun- 
cil to  protest  thai  the  amount  of  the 
licence  fee  imposed  in  the  ease  of  men 
who  act  as  agents  for  outside  firms  of 
manufacturers  is  not  adequate.  The 
figure  is  $.">0  ever\  half-year,  and  this 
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Revolving  cabinet  for  displaying  men's 
wear  in  window.  W.F..  floor  of  window; 
E.L.S..  electric  light  signs;  C,  curtains: 
R.F.  shows  the  floor  of  the  revolving  plat 
form,  and  P  the  partitions  between  th* 
booths. 


was  compared  by  the  speakers  with  the 
$500  exacted  every  six  months  from 
transient  traders. 

The  statement  was  made  that  the 
agents  are  a  greater  source  of  loss  to 
local  merchants  than  the  transient 
traders,  and  the  matter  of  men's  and 
women's  suits,  for  which  orders  are 
taken  by  agents,  and  which  are  supplied 
from  outside  the  province  or  outside 
Canada,  was  particularly  referred  to. 

The  council  informed  the  deputation 
that  the  amount  being  charged  now  is 
the  limit  allowed  by  the  law  and  cannot 
lie   increased. 

® 

LONDON    HOSE    PROSPECTS. 

Reports  from  London  indicate  that  the 
artificial  silk  hose  and  half-hose  are 
meeting  with  the  expectant  large  call, 
hut  that  good  lines  o\'  lisle  and  cottons 
are  by  no  means  left  out  in  the  cold. 
li  is  predicted  that  the  demand  for  the 
fibre   goods  will   cause  a   scarcity   later 

on.  The  sweater  business  is  showing 
-iuns  of  improvement,  although  it  is 
Mill  far  from  being  up  to  the  standard. 
Operations  by  the  retailer-  tor  Fall,  how- 
ever, are  more  encouraging  to  the  mills 
than  they  have  been  any  time  since 
the  first  o\'  the  present   year. 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Two  Distinctive  Men's  Wear  Trims 


Window  trim  by  Chas.  H.  Aiken  in  his  new  store  on  King  Street  west, 
Toronto.  Here  Mr.  Aiken  shows  the  individuality  of  stripes,  which  at  all 
times  have  a  strong  character.  The  flannel  robe  is  a  novelty  of  the  season 
for  wear  at  summer  watering  places.  The  stripe  idea  has  been  kept  up 
in  the  shirt  as  well.  A  soft  tone  is  added  by  the  floor  covering  of  corduroy 
plush.  A  neat  card  completes  the  trim.  Eleven  years'  experience  in  the 
men's  furnishing  business  with  Ely,  the  King  Edward  Hotel  haber- 
dasher, of  Toronto,  should  prove  a  considerable  asset  to  Mr.  Aiken.  Rich 
mahogany  fittings  with  inset  display  cabinets  give  an  impression  of  good 
taste  to  the  interior,  and  the  manner  of  handling  the  set-ups  and  trimmings 
reveals   considerable   individuality. 


This  clothing  display  is  a  good  sample  of  the  class  of  work  turned  out 
by  Mr.  Hallgarth,  for  t>.  E.  MacDonald  &  Bros.,  Guelph.  The  coats  and 
trousers  are  displayed  in  easy  fashion,  and  accessories  in  the  form  of  hat, 
gloves  and  cane  are  placed  to  good  advantage.  The  words  on  the  card, 
"Your  Spring  suit  is  here,"  is  an  arresting  form  of  invitation. 
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Boys,  Number  Yourselves  Among  the  Progressives  and 

make  1914  a  Banner  Year 

EIGHTEEN  VALUABLE  PRIZES 


Handsomely  Engraved 
Silver  Loving  Cup. 

14    Gold     and     Silver 
Medals. 

Cash  Awards. 

3rd  Annual  Contest, 
August,   1914 

OPEN   TO   WINDOW   TRIM- 
MERS, CARD-WRITERS 
AND  ADVERTISERS 

Awards  to  be  made  and  Prizes 
Presented  by  Prominent  Toronto 
Citizens  at  the  August  Conven- 
tion, Canadian  Window  Trimmers' 
Association. 

C.  W.  T.  A.  Window    Decorating 
Contest. 

The  Revi&W  Luring  Cup. 

Classification  of   Prizes  : 

Class  i— Annual  Grand  Prize.— Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the 
winning  decorator  each  year.     Presented  by  Dry  Goods  Review. 


ORIGINAL   WINDOWS. 
Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st  Prize— C.W.T.A.   Gold  Medal. 
2nd   Prize— C.W.T.A.   Silver   Medal. 
For    tlic    best    window    of    the   year   showing    most 
beautiful    and    original    background    and    groupings. 

HOLIDAY    OR    OPENING    WINDOWS. 
Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to   100,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.   Silver  Medal. 
For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 


MERCHANDISING    WINDOWS. 

Class  i — Open   to  all   trimmers   in   towns  and   cities 
up   to   50,0nii. 

1st   Prize— C.W.T.A.   Gold  Medal. 
2nd   Prize— C.W.T.A.   Silver  Medal. 
For    the    best    display,    merchandising    or    business- 
bringing    windows    judged    by    sales    and    effective    ar- 
rangement   for  such  event. 

MEN'S  WEAR  WINDOWS. 
Class  5-    Open   to   men's   wear   trimmers   of   Canada. 
1st  Prize— C.W.T.A.   Gold  Medal. 
2nd   Prize — C.W.T.A.   Silver   Medal. 
For    best    men's    wear    units    and    furnishing    tables 
or  windows   dressed,   showing  arrangement    of   units   in 

completed  trim. 
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OPEN  TO  ALL  WINDOW  TRIMMERS  IN  CANADA.  For    the    best    display    of    drapes    or    ready-to-wear 

Class  6 

1st  Prize       -      -      -     Gold  Medal  grouping  arranged  in  department  windows  or  eases. 

2nd  Prize      -     -     -     Silver  Medal 
For  best  effective  window  arrangement  of  women's  BEST  BACKGROUNDS. 

ready-to-wear  garments.  Class  8 — 

Medals  donated  by  courtesy  of  Acton  Pub.  Co.  1st  Prize $5 

BEST    GROUPING   OR   DRAPES. 
Class  7 — 


For  the  best  background  suggestions.     Suitable  for 


1st  Prize $5  opening,  anniversary  or  special  events. 

TERMS   OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in 
a  city  of  less  population  than  that  stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,  but  only  one  view  is  necessary  to  enter  competition  in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,  1913,  to  June  15th,  1914,  and  must  not  have  been 
submitted  in  any  other  contest. 

(d)  All  photographs  to  be  forwarded  to  the  secretary  by  July  1st,  1914.    Pictures  will  be  returned  to  contestants 
after  the  convention  if  requested. 

(e)  Contestants  must  give  detail  description  of  windows,  color  scheme,  general  plan,  cost,  etc.,  marked  on  back, 
and  whether  for  annual  contest.     Class  number  must  also  be  designated. 

(f)  All  windows  to  be  judged  under  numbers,  any  identifying   marks   must    be    removed.      And  names   sent   to 
secretary,   who   will   number  photograph,   each  member  having  different  number. 

C.  W.  T.  A.  Cardwriting  Contest 

Class  1 —  Class  2 — 

First  Prize    -    -    -    Gold  Medal  Silver  Medal. 

Second  Prize     -    -     Silver  Medal 
For  the  most  artistic  pen  or  brush  lettered  card—  For  the  best  Plain  lettered  price-card— used  to  in- 

used  for  opening  or  special  announcement.  dicate   the  price   of  merchandise. 

TERMS  OF  CONTEST. 

(a)  Cards  used  must  be  first  used  in  merchandise  dis-  (c)  Each  card  must  have  no  mark  or  name,  but  must 

,, .   Plays.  be  sent  not  later  than  July  1st  to  secretary,  who 

(b)  All  cards  must  be  of  uniform  size.     None  larger  .„                              .                         .          .          .   . 
than  half  and  none  smaller  than  1-16  of  regulation  Wl11  numter  same  for  contest.     A  card  must  be 
sheet,  22  in.  x  28  in.  sent  with  each  entry,  stating  name  and  when  used. 

C.  W.  T.  A.  Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize Gold  Medal  Second  Prize Silver  Medal 

Awarded  for  the  best  all-around  advertising,  including  general  publicity,  opening  and  sale  announcements. 

TERMS   OF  CONTEST: 

(a)  Announcements  must  have  appeared  this  year. 

(b)  All  copy  must  be  original. 

(c)  Not  more  than  six  examples  to  be  entered  in  contest. 

(d)  All  ads  to  be  judged  on  points — 1.  Editorial  and  descriptive   text.     2.  Layout.     3.  Typographical   effect.     4. 
Originality  of  ideas. 

All  entries  to  be  forwarded  to  secretary  by  July  1st,  1914. 

Contestants  must  be  members  of  C.W.T.A.  and  staff  employees  in  Canadian 
Stores.     Contest  closes  June  15th,  1914. 

The  Award  Committee  decisions  to  be  final. 

Canadian  Window  Trimmers'  Association 

J.  A.  McNabb  F.  J.  Thompson 

Pres.  Sec. 

52  Stanley  St..  St.  Thomas,  Ont. 
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Seasonable  Cards   for   the    Month    of   June 

Outstanding  Feature  is  Weddings,  and  Men's  Store  Can  Pull 
Extra  Trade  by  (Jiving  This  Subject  Special  Attention  in  Window 
Trims — Horse  Shows  Increase  Trade  in  Many  Districts. 

Written   for  The  Review  by  Paul  O'Neal 


IT  is  unfortunate  that  the  rush  a n<l 
hurry  and  worry  of  commercialism 
has  no  room  for  sentiment.  The 
month  of  June  is  tlio  must  charming;, 
most  delight  fnl  of  all  the  year.  Richly 
laden  with  a  fragrant  freshness,  all  na- 
ture is  atune  with  new  life.  The  flowers, 
the  blossoms,  the  garden,  are  all  at  the 
zenith  of  their  summer  "lory.  Bui  cold 
commercialism  steps  in  and  says:  '•  We 
have  no  time  for  that,  except  as  it  may 
be  diverted  into  advertising-  channels." 
And  so  June  is  shorn  of  its  delights  and 
charms  that  business  may  be  boomed 
and  trade  not  suffer. 

Then  if  June  must  be  turned  into  the 
advertising  channel  let  us  take  advant- 
age of  one  outstanding  feature  that  has 
long  been  recognized  as  the  character- 
istic feature  of  the  month.  That  is 
weddings.  A  men's  wear  store  can  afford 
to  step  aside  from  the  ordinary  methods 
ill'  decorating  and  display  and  arrange 
something  a  little  beyond  the  ordinary. 
A  window  with  suggestions  for  the 
wedding  may  be  devised.  A  floral  arch 
or  bower  will  make  an  appropriate  and 
attractive  setting  for  the  background, 
while  flowers  and  roses  may  be  used 
with  plenty  of  white  ribbons.  This  lay- 
out may  be  dressed  with  a  man's  figure 
in  the  arch  in  a  wedding  suit.  Other 
suits  appropriate  for  weddings  may  be 
displayed  also;  or  suitings  that  will 
make  up  well  into  clothing  for  wedding 
occasions  may  be  shown.  -  An  odd  flower 
carelessly  dropped  here  and  there 
through  the  display  will  give  a  special 
attractiveness. 

Suggestive  Wedding  Cards. 

A  window  of  furnishings  may  follow. 
These  should  be  only  such  lines  as  are 
used  for  weddings,  shirts,  collars, 
gloves,  ties,  handkerchiefs,  silk  and 
other  hats.  An  appropriately  worded 
showcard  "ill  eomplete  the  display. 
"  Suggestions  for  the  wedding,"  "  Suits 
for  Wedding  Occasions,"  "  Some  Nev 
Lines  Suitable  fur  the  Wedding," 
"  Wearing  Apparel  for  the  Groom, 
Groomsman  and  Guest,"  or  similar  suit- 
able wording. 

In     Idealities     where     horse     shows    are 

held  you  may  take  advantage  of  such 
events  in  the  decorating  of  your  store 
and  windows.  These  shows  usually  have 
some   distinguishing   colors,   yellow    and 

black,    yellow    ;md    blue,    white    and    blue. 

ele.     These  colors  may  he  utilized   with 


Specially    Designed    for   The    Review    by    Paul    O'Neal. 


telling  effect.  Whips,  large  horseshoes, 
saddles,  bridles,  figures  of  horses,  etc.. 
work  to  excellent  advantage  in  the  de- 
coration of  windows.  With  ribbons  of 
the  show  colors  a  window  of  unusual  at- 
tractiveness may  be  obtained. 

It  may  be  necessary  to  oiler  some  at- 
tractive inducements  in  .Tune  to  meet 
the     exigencies     of      present      condition-. 

These  may  be  some  special  inducements 

in  the  reduction  of  prices;  or  you  may 
be  able  to  make  -ome  Special  buys  that 
will  enable  you  to  offer  some  worth-while 
trade-winning  values.  This  may  be  in 
suits,  cloths,  or  the  various  lines  ol*  fur- 
nishings. Our  advice  i-  to  make  these 
special  offers  on  one  or  two  line-  onlj  at 
each  time.  Make  them  sort  i  f  trade 
winners    to       attract        customers    to    the 

-tore.  If  (hi-  i-  accomplished  it  may 
help  the  movemenl   of  regular  lines 

Card  Hints  for  June. 

The  dark   card   with   wedding   sugges 

lion  i-  square  in  shape,  and  may  be  made 

almost   any  size,  according   to  the  room 

in  your  window.     Four  piece-  ><\'  circular 

coiner-    are   cut    from   a    darker    -hade   of 
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card  and  pasted  on  to  the  corners.  The 
lettering  is  in  black  and  shaded  in  white. 

The  styles  card  is  one  of  genera]  char- 
acter. It  will  do  either  for  furnishings 
or  clothing.  The  word  >tyles  may  be 
done  in  red  or  black  and  shaded  with 
some  subdued  color.  The  margin  should 
be  in  the  same  color  a-  -    ading.  The 

small  letters  should  be  in  black. 

'I'he  suit-  card  is  distinctly  for  wed- 
ding garments.  It  will  be  tor  a  window 
in  which  ready-mades  or  Baitings  are 
shown.  The  word  "  Suit.-  "  should  be 
in  red.  with  the  outline  in  black.  The 
small  hi  lei-  are  in  black.  The  two 
border  lire-  at  lop  and  bottom  should 
be  in  liu'it   green. 

-® — 

james  McNeill  dead. 

A  dispatch  from  Winnipeg  states  that 
James  McNeill,  a  well-known  retail 
clothing   merchant,   died    on    May    11.    i^f 

pleurisy.  He  was  an  ex-president  of  the 
Winnipeg  Retail  Merchants'  Assoeia- 
lion.  and  had  been  in  the  business  there 
lliim  years.  M'  McNeill's  cut  was 
used    in    last    isMic   of  The   Review. 
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Seizing  Point 


No.  4 


A  Third  Heavier  Than  The  Rest 

The  materials  used  and  the  process  employed  in  the  manufacture   of  these  goods   combine     to     produce     a 
collar  that  is  a  third  heavier  than  other  makes  sold  at  a    similar    price.      Other    features    which    go    to    make 
Arlington   collars   the   best  line    to    handle    are  the  strength   of   buttonhole,   proper   balance,   easy   adjust- 
ment tie  space,  general  appearance  and  perfect  satisfaction  to  you  and  your  customers. 
Samples  seut  on  request. 
/-t-M  At'  r^  f/-i  lT-'^-J        54-56  FRASER    AVENUE 

1  he  Arlington  Co.  or  Canada,  Limited,  Toronto,    ont. 

Eastern  Agent  :     Duncan  Bell,  301  St.  James  St.,  Montreal 

Ontario  Agents  :  J.  A.  Chantler  &  Co.,  8-10  Wellington  St.  E.,    Toronto 
Western  Agent:     R.J.  Quigley,  212  Hammond  Block,  Winnipeg 


ECLIPSE 


SHAMROCK 


VIGILANT 


AMERICA 


ATALANTA 


fell 

^^^        BOYS 

"  vvear 
Best 
^Where 
Most 
^W  ear 
Worst" 

^w  spy 

r^9pH  ^  (Ijil  C  lllfe  /R 

■  £>J 
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^^CLOTHING 

Lion  Brand 

You    know;    your    customers    ki 
how   hard  boys  are   on   their   c 
Lion  Brand  Boys'  Suits  are  st 
stand  this  wear — the  double  sea 
double  elbows  make  them  last 
ordinary     suit.       Tell    your    cu 
splendid  feature!     It  will  mean 

And   style   is   not   sacrificed   for 
Brand  Clothes.     They  are  mad« 
date  snappy  styles  that  at  once 

Give  Lion  Brand  Clothes  a  plac 
will  amply  repay  you.     Samples 

The  Jackson  Mfg 

CLINTON,  0 

Factories  at  : —   Clinton,    Goder 

Clothes 

iow;    and    we    know 
othes.     Accordingly, 
rengthened  to  with- 
t,  double  knees,  and 
wiee  as  long  as  the 
stomers    about    this 
sure  sales. 

durability   in   Lion 
>  in  the  most  up-to- 
appeal  to  the  lad. 

,e  in  your  store.     It 
sent  on  request. 

;.  Company 

NT. 

ich,   Exeter,    Zurich 

Show-Card  Writing 

as  taught  by  the  Edwards  Short-cut  System 
means  quick  advancement 

and  a  steady  position.  Learn  in  your  spare  time  to  make 
show  cards,  that  sell  the  goods,  by  taking  our  mail  course 
of  instruction.  Others  have  made  good,  you  can  do  the 
same. 

Write  for  handsome  prospectus. 

THE  SHAW  CORRESPONDENCE  SCHOOL 


YONGE  and   GERRARD  STS. 


Mention  this  paper 
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The  June   Bridegroom   and    His   Clothes 

[nfluence  of  American  Tendencies  and   English   Fashions   Give 

Latitude  in  Details — The  Cutaway  Coat  Favored  With  or  Without 
Braid — White  Gloves,  Ties  and  Spats  at  a  Toronto  Wedding- — The 
New  York  Standard. 


ALTHOUGH  usually  considered  oJ 
verj  secondary  importance  in  the 
wedding  display,  if  not  in  the 
ceremony  itself,  the  groom  who  stands 
before  the  June  altar  must  give  just  as 
much  though!  1"  his  apparel  as  the  bride 
and  in  fact  perhaps  there  are  mor< 
noticeable  details  to  be  considered.  At 
leas!  many  men  who  have  been  there 
think  so. 

The  modern  groom  finds  thai  his  dress 
is  not  i  he  stereotj  pe  of  fashions  that  i' 
was  in  the  day  of  his  father.  In  Can- 
ada there  is  considerable  latitude  be- 
tween the  opinions  of  different  tailors 
and  furnishers;  the  English  opinion  is, 
of  course,  the  foundation,  but  there  are 
American  adaptations  which  form  an  in- 
fluence in  some  quarters. 

Cutaway  the  Big  Favorite. 

The  cutaway  coat  is  now  considered  as 
being  the  standard  for  day  weddings, 
but  there  are  some  authorities  who  re- 
main true  to  the  frock.  In  the  cutaway 
the  color  is  black  in  almost  all.  but  the 
groom  with  a  morning  coat  of  dark 
gray  will  not  be  unusual  this  year.  With 
this  coal  the  American  tendency  is  to 
introduce  a  braided  odue  of  flat  silk,  but 
the  English  taste  is  for  a  hand-sewn 
edge  with  prominent  stitching.  Trous- 
ers are  of  striped  worsted  or  dark  gray 
or  to  match  the  coat,  with  the  waistcoat 
also  to  match  the  coat. 

The  hat  is  the  regulation  high  silk 
with  broad  felt  band;  the  shirt  white 
w  it  h  either  stiff  or  pleated  front  ;  the 
collar,  poke  or  wing;  tie,  the  four-in- 
hand  or  ascot  of  black  and  white  or 
pearl-gray;  the  gloves  id'  pearl  or  white 
suede  or  glace  to  match  cravat:   shoes. 

patent  lace  or  button  with  kid  or  cloth 
tops;  pearl  or  moonstone  sluds,  links 
and  scarf  pin. 

But  every  groom  does  mil  stand  by 
these  standards  absolutely,  broad  though 
they  may  tie.  At  a  recent  stylish  wed- 
ding   in    Toronto,   the   groom,   best   man 

and    ushers   all    wore    white   ascot    lies   of 

brocaded  silk,  while  doe  gloves  and  white 
spals.     The  effect    was  quite  smart   and 

others     may      he     expected     lo      follow     the 

fashion.  In  shoes  one  tailor  advisee  gun- 
metal  with  the  morning  coat:  he  does 
nui  favor  patent  leather  except  with 
evening  wear. 

For  Evening  Ceremony. 
For   the   evening    wedding    the   groom 
will  wear  the  swallowtail  coal  with  trous 

ers    ill'    I  he    -an  I      in;il  rri.il,      A    rh>-e   lil  I  Ill'J 


"American"  type  of  bride- 
groom's outfit  witli  braided  edge 
ni'  Hat  silk  on  coat.  Courtesy  of 
• '  Vogue. 


one-button  effect  is  now  considered  good 
with  roll  lapel.  With  tins  the  Chester- 
field  overcoat   of  the  cape  Patetol    may 

lie     worn.        The     waistcoat       should       be 

single-breasted   of  white  pique  lawn   or 

silk.    The  hat  is  the  high  silk  with  wide 

hand;    shirt,   stiff,   white   pique   or   linen: 

collar,  poke  or  wing;  gloves,  white  glace 

hi-  reindeer:  shoe-  patent  leather  but- 
toned cloth  or  kill  tops;  pearl  or 
moon-tone  links  or  studs;  white  tie 
or  stock  of  plain  or  fisrnred  pique  or 
linen. 

The    best    man    and    the    ushers    should 

endeavor   to   follow    the   fashion   of  the 


_  i   o  i:    -'I    far   a-   possible   ami    wi.. 
worn  by  him  will  be  best  suited  to  them. 

The  Smart  New  York  Groom. 

Fol lovi  i  _   is  a  descript ion  of  the 

pared  which  will  be  worn  by  the  well- 
dressed  groom  in  \"ew  York,  and  with  it 
goes  the  tip  1  om  that  lie  ought 

never  to  appeal-  dressed  up,  that  the 
prime  requirement  i-  unobtrusivi 
of  detail.  The  morning  coat  or  cutaway 
is  held  tn  lie  correct,  a  narrow  black 
braid  being  used;  the  frock  coat  is  also 
"lied  as  quite  permissible.  Some  of 
the  extreme  morning  coats  are  cut  very 
with  one  button.  With  the  cut- 
away is  worn  a  waistcoat  of  the  same 
black  material  with  an  edging  of  white 
pique  at  the  top  and  trousers  cut  without 
much  Inline--,  of  gray  striped  material. 
which  may  be  rather  light  in  tone.  The 
shirt  should  be  plain  bosomed  with 
plain,  attached  cuffs:  the  cuff  links 
should  be  of  plain  t;0id  or  srold  and 
enamel  and  the  studs  of  plain  irold.  A 
moderately  high  wing  collar  should  be 
worn:  this  may  have  either  pointed  or 
rounded  wings,  which  are  well  pressed 
back.  The  appropriate  cravat  is  a  four- 
in-hand,  preferably  of  dark  blue  or  pur- 
ple, although  other  dark  colors  are  al- 
lowed, and  a  striped  or  flowered  design 
may  be  selected.  The  groom's  clothe  - 
completed  by  a  sheer  white  handkerchief. 
a  pair  of  plain  pearl  gloves,  a  plain 
Malacca  or  ebonv  stock  and  silk  hat. 


James  G.  Somers.  Toronto,  died  on  May 
14th  at  the  advanced  age  of  91  years. 
Horn   in  England,  Mi-.   Son  i  d   in 

l-'.lora.  Ont..  where  lie  started  in  the 
clothing  business,  which  he  continued 
for  forty  years.  Retiring,  he  returned 
to  Toronto,  where  he  lived  until  his 
death. 

J.  W.  McConnell,  Montreal,  has  buc- 
d  S.  Lome  McGibbon  as  president 
oJ  Goodwins,  and  he  hae  associated  with 
him  on  the  board  C.  P.  Smith.  C.  W. 
McLean,  Milton  Bersey,  T.  C.  Web-tor. 
W.  11.  Goodwin,  J.  W.  Ross,  Q  S.  Maya, 
R.  X.  Smythe,  and  dame-  Wood  Thomps- 
son,  Toronto,  the  last  four  mentioned 
being  new  members.  W.  11.  Goodwin 
continues  as  managing  director.  The 
financial  statement  -hows  a  net  balance 
equal    to    12    per    cent,    on    the    preferred 

stock. 
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This  case 
should  be 
pulling  for  you 


Case  No.  240  in  your  store 
will  prove  its  value  as  a 
business-pulling  invest- 
ment. It  presents  your 
most  attractive 
goods  in  a  way 
that  is  positively 
irresistible.  It 
makes  a  silent, 
but  a  very  ef- 
fective sales- 
man and  will  pay  for  itself  very  quickly  in  extra  sales.  Our  catalog  of  special  designs 
will  be  interesting  to  you  some  time— if  not  now.    Write  for  it  to-day. 


No.  240  CASE 

Write  for  price  and 
full  particulars 


H.  L.  Wood  &  Company, 


CORNER     NOBLE     AND 
STRICKLAND  STREETS 


Toronto 


^ 


1 


Fall  shirt  styles  that  are  distinctly 
Exclusive  patterns,  Attractive  styles 

Has  the  Star  man  dropped  in  on  you  yet  with  the  Fall 
range  of  shirts?  He  may  be  due  any  day,  but  to  be  sure 
you  see  this  record-breaker  as  early  as  possible  drop  us  a 
line  and  we  will  make  special  efforts  to  present  it  at 
once — by  all  means  don't 
miss  it  if  you  want  some  real 
winning  numbers  for  Fall. 
Our  ranges  of  Fall  and 
Winter  underwear  and 
Christmas  neckwear  are 
intensely  interesting. 
See  them  too. 


Van  Allen  Company,  Limited 

HAMILTON,  CANADA 
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DA  I  NT  V  INTKRIOR  TRIM  OF  SANDKEBCH1EFS. 
Eandkerchiefs  in  a  great  variety  of  design  and  coloring  arc  being  used 
by  dressy  m.en  for  display  wear — in  the  top  coat  pocket  or  in  the  English 
style  in  the  cuff.  These  arc  in  plain  and  rich  shades,  with  large  patterns, 
and  are  generally  of  Foulard  silk.  In  the  interior  display  shown  here  of 
Hilton  Bros.,  Toronto,  the  effect  will  be  noted  of  a  large  individual  Persian 
design,  the  pattern  being  introduced  but  four  times  on  the  handkerchief. 
Other  designs  introduce  automobiles,  f oxes '  heads  and  riding  crops,  horses 
and  jockeys,  etc.,  in  each  case  the  effect  showing  figures  covering  the  whole 
of  the  fabric.  Another  handkerchief  novelty  is  also  shown  here,  being  a 
French  silk  with  a  comparatively  small  broken  square  decoration.  A 
feature  of  these  goods  is  the  departure  from  the  former  idea  of  matching 
the   cravat,   which   is   DO   longer   followed. 

The  Modern  Men's  Store 

What  Marshall  Field  &  Co.,  of  Chicago,  Have 
Done  in  Their  New  Establishment — Novel  and 
Efficient  Service  Features — A  Magnificent  Grill 
for  Men  Only. 


SIX  floors  ol  a  building,  covering  a 
ground  space  of  1">1  by  144  feci. 
comprise  the  new  exclusive  men's 
store  of  Mar-hall  Field  &  Co.,  of  Chi- 
cago a  store  fitted  with  the  most 
modem  equipmenl  for  the  display  and 
sale  id'  men's  wear,  and  with  several  of 
those  novel  and  elaborate  features  for 
the  cum  fori  and  eun\  enience  of  the 
patrons  of  the  store,  which  are  outstand- 
:  brougbout  I  he  policy  of  I  his  firm. 
Through  the  whole  store  there  i-  a 
lone  of  rich  elegance  in  the  fixtures;  un- 
restrained 2 1  taste  is  characteristic  of 

the      whole      effect.        The      color      scheme 

i !  roughoui  is  md  onl\  a  marv  el  of  arl  is- 
lic  conception,  bu1    also  a   practical  ad- 
junct   i"  the  creation  of  the  purchasing 
mood     rich  blue  carpets  harmonize  with 
t  he  black  of  1  he  ironwork  and  t  he  ebony 
inlaj  design  of  t he  cabinets  and  fixtures. 
The   firs)    floor   is  dei  oted   exclush  el . 
furnishings  and   accessories;   on   the 
i   0 is  found  the  custom  tailor- 
ing   department;    on    the    third,    men's 
clothing  ami  the  credii  division;  on    the 
fourth,  specialty   clothes  are  shown,  in- 
cluding   athletic-     garments,    sports   ap- 
parel, mi i  fi inn-,  etc, ;  i a iloring  shop  and 


workrooms  are  on  the  fifth  floor,  and  on 
the  sixth  a  men's  grill  room. 

A   Men's   Grill   Room. 

The  grill  room,  exclusively  for  men, 
i-  one  of  the  outstanding  features  of 
the  store.  The  woodwork  and  fixtures 
are  finished  in  a  dull  purple  shade  of 
mahogany;  the  columns  are  set  with 
tiffany  mosaic  panels.  The  ceiling  is 
finished  in  keeping  with  the  chairs, 
tables  and  fixtures.  The  lighting  globes 
Live  off  a  dull  purple  glow,  which  har- 
monizes tastefully  with  the  whole 
3i  lieme.  Two  sides  of  i  he  room  are 
fitted  with  semi-enclosed  booths,  with 
round  tables  to  accommodate  six  or 
eight  patrons. 

In  the  centre  of  the  grill  is  a  wonder- 
ful glass  art  dome,  which  measures 
fortj  by  fifty  feet,  with  a  curve  of  seven 
feet.  It  represents  an  enormous  jewel, 
transmitting  all  the  prismatic  colors  re- 
lie,  i  ing  i  lie  i  ai  el  -  of  a  diamond  w  hen 
held  m  i  he  sunlight.  Beneal  h  the  dome 
i-  a  fountain,  having  three  tiers  or  bowls 
surrounding   the    central    structure    and 

ii  n  quilled  by  a  huge  globe  of  gold 
•jlass.  This  ball,  apparently  upheld  1>> 
:t; 


a  stream  of  water  and  spray,  represents 
the  world  floating  in  space.       The  con- 

-tellatioiis   are   also    represented. 

Unique  Service  Features. 

Then-  are  a  number  of  other  unique 
features  which  '_ro  to  characterize  the 
store  as  the  highest  type  of  service  for 
men. 

A  formal  dress  room  on  the  third  floor 
is  beautifully  finished  and  artistically 
furnished,  having  much  the  air  of  a  club 
library.  Here  men  may  buy  formal 
clothing  in  a  fitting-  atmosphere,  while 
there  are  separate  fitting-rooms  with 
triplicate  mirrors.  A  young  men's  room 
is  designed  to  meet  the  livelier  taste  of 
the  younger  men.  Here  the  stocks  are 
carried  out  of  view  on  revolving  fixtures 
behind  the  wall  panels.  A  special  fitting- 
room  on  the  ground  floor  is  for  the  use 
of  patrons  buying  dress  hats.  Another 
special  tittin<r-room  is  for  men  purchas- 
ing underwear  and  pyjamas,  and  these 
garments  maj  be  tried  on  before  the 
purchase  is  made.  Neckwear  is  exhibited 
in  glass  front  drawers;  shirts  are  car- 
ried in  -lass  front  trays:  waistcoats  in 
j-abincts  of  flat  drawers:  hosiery  in 
cabinets  on  the  order  of  card  files;  hand- 
kerchiefs in  drawers. 

In  (Miry  department  of  the  store  is 
the  impression  of  elegauce  and  service — 
individual  service;  the  buyer  gets  the 
idea  that  the  whole  scheme  is  for  his 
benefit,  and  ii  is  the  policy  of  the  man- 
agement to  carry  out  this  impression  in 
the  methods  of  the  salesmen.  A  man 
can  ask  for  anything  or  everything  and 
°et  the  same  careful  attention. 

All  Lines  Displayed. 
The  Mezzanine  is  a  special  feature  of 
the  interior,  and  flanking  the  four  sides 
are  bronze-finished  display  cases,  in 
which  is  at  once  displayed  samph  - 
the  lines  carried  in  every  department. 
This  display  has  a  wonderful  effort  as  a 
suggestive  force,  and  at  once  gives  the 
customer  a  comprehensive  gntap  of  what 
the  store  can  do  in  meeting  his  needs. 

To  Encourage  Women  Shoppers. 

That  women  can  shop  for  men  is  an 
idea  worked  upon  in  connection  with 
new  store,  and  to  facilitate  this 
there  i-  an  underground  passage  con- 
necting the  men's  store  with  the  main 
establishment.  The  following  is  taken 
from  an  announcement  made  in  connec- 
tion with  the  recent  opening  of  the 
new   store: — 

Women  who  buy  for  men  are  extended 
everj    courtesy   in   our  "Store   for  Men." 

Its   every    privilege   and    resource 
their   disposal.      We    have    remembered 
that   thousands   of   busy    men    purchase 

one   or   many    articles   oi'   their   wardrobe 

bj  proxy;  that  in  some  lines  of  apparel 

as   high   as   7.")   per   rent,    of  it    is  loft   to 
the  women  of  thi      o  tsehold. 
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THE     THREE     GREAT 
Suit  Hangers 

Quality  the  best. 
Prices  the  lowest. 
Send  for  Cata- 
logue and  Sam- 
ples. 


No.  570  X 
"Concave"' 

Hanger 
$12.50   per  100. 

No.  6— B. 

Suit  Hanger 

$5.50  per  100. 


No.  560  X 

Suit  Hanger 

$7.50  per  100. 


No.  6— B. 

CLATWORTHY  &  SON,  Limited 

161    King   Street   West 

TORONTO        -:-        ONTARIO 


An  Idea— 

You  are,  of  course,  in- 
terested in  any  method 
that  will  increase  the 
efficiency  of  your  staff. 
A  splendid  way  of 
doing  this  is  to  see 
that  each  department 
head  gets  a  copy  of 
the  DRY  GOODS 
REVIEW  regularly. 
Write  for  special  club 
rates. 


Puggaree 
Hat  Bands 

THE  HIT  OF  THE 
SEASON 


— the  very  thing  to  secure  the 
young  men's  hat  trade — natty 
hat  bands  in  the  season's  best 
shades  and  patterns,  two  of 
which  are  shown  above. 

These  bands  come  in  satins,  and 
foulards  in  plaids  and  plain,  also 
fancy  satins  and  moires.  They 
are  suitable  for  felt  or  straw 
hats,  the  more  fancy  being  espe- 
cially desirable  for  straws. 

They  sell  at  $4.50  per  doz.,  and 
are  easily  adjusted  in  a  few 
seconds. 

Send  for  trial  order  to-day.  We 
will  ship  (parcels  post)  per  re- 
turn mail. 


Travers  Limited 

OTTAWA,  ONT. 
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This  -rent  "Store  for  Men"  h:is  been 
planned  with  those  women  in  mind. 
While  it  is  essentially  a  store  for  men — 
to  supply  masculine  needs — yet  no 
lit  or  expense  has  been  -pared  to 
make  ii  convenient,  sale  and  pleasant 
as  a  shopping  place  for  women  who  buy 
for  men. 


just  For  Ourselves 

No  better  statement  of  the  mer 
chandising  policy  of  "The  Store  for 
Men"  in  its  new  home  can  be  given  than 
that  which  was  recent  1\  circulated  to 
our  section  managers,  buyers,  salesmen 
and  advertising  men-  intended  "just 
for  ourselves."  We  give  it  here,  ver- 
batim: 

The  understanding  between  the  man- 
agement and  advertising  bureau  and  the 
section  managers  of  the  men's  sections, 
as  to  the  major  ideas  which  we  are  con- 
stantly to  seek  to  impress  upon  the  pub- 
lic with  regard  to  "The  Store  for 
Men": 

1.  That  "The  Store  for  Men"  is  a 
portion  of  the  main  store,  in  the  sense 
that  it  measures  up  to  the  high  mer- 
chandising standards  of  Marshall  Field 
&  Company,  and  is  answerable  to  the 
same  general  store  management  and 
policy.  Bui  that  it  is  a  distinct  insti- 
tution to  study  and  supply  the  general 
requirements  of  men.  and  not  merely  a 
"men's  department  of  a  dry  goods 
store  "  But  also,  that  is  sufficiently 
accessible  to  the  main  store  to  be 
readily  patronized  by  women  who  buy 
for  men,  and  that  they  may  do  so  with 
assurance  that  their  selections  will  be 
safely  within  the  range  of  accepted 
masculine   tastes. 

2.  That  "The  Store  for  Men"  caters 
to  the  most  exact  inn-  clientele  in  Chi- 
cago, satislies  them  and  anticipates  their 
requirements,  and  that  it  extends  the 
same  careful  and  intelligent  supervision 
over  the  lower-priced  lines  in  every 
sect  ion. 

3.  That  "The  Store  for  Men"  is  a  re- 
liable source  of  information  as  to  what 
constitutes  correct  dressing;  that  its 
stocks  offer  only  that  whicb  is  within 
the    range    of    the     season's    accepted 

styles,  and  that  what  the  average  sales- 
man says  to  the  average  customer  dur- 
ing the  average  transaction  can  he  de- 
pended upon  as  representing  the  best 
Btyle  information  in  the  possession  of 
Marshal]   Field  i\  Company. 

1.    That     the    character    and     extent     ,>!' 

the    merchandise,    the    completeness    of 

the    assortment-,     are     points      not      el-e 

where  equaled. 

5.  That     the    merchandise    in    "The 

St.u-e   for   Men'"   ranges  from  "the  lines! 

:  I  e  least   expensh  e  it   paj  a  to 


buy,''  the  great  "middle-priced"  lines 
being  as  thorough  in  their  degree  as  are 

the  finest  made,  and  the  less  expensive 
hues  being  invested  with  marked  su- 
periority over  similarly  priced  lines  else- 

w  iiere.  both  in  the  taste  and  qualitj  of 
the  materials,  and  in  the  methods  of 
manufacture. 

6.  That  the  values  are  the  best  in 
Chicago,  whether  it  be  the  purchase  of 
a  high-priced,  medium-priced  or  low- 
priced   article. 

7.  That  intelligent  salesmanship  con- 
tributes much  to  a  satisfactory  selec- 
tion. Being  Imbued  with  the  policy  that 
giving  the  customer  what    he  desires  and 

w     at     lie    OUght     to    ha\  e.    and    having    the 

fact  and  the  knowledge  necessary  to  gain 
such  an  end,  the  salesman  one  meets  in 
••The  Store  for  Men"  can  be  uiven  a 
measure  of  confidence  that  is  not  else- 
where possible. 

8.  That  men  and  women  are  welcome 
throughout  "The  Store  for  Men."  whe- 
ther purchases  are  intended  or  not.  with 
the  same  freedom  they  may  feel  in  the 
main  store,  and  that  there  are  many  in- 
teresting educational  and  social  feature- 
in  the  building  which  will  repay  re- 
peat eil    \  isit  S. 

9.  That  the  dominant  position  of  Mar- 
shall Field  &  Company  in  the  market 
makes  possible  the  occasional  purchase 
ol  de-ired  lines  of  merchandise  at  ex- 
tremely advantageous  prices,  and  that 
it  is  the  policy  of  the  house  to  share 
such   opportunities   with    its  customers. 

111.  That  the  advertisements  of  "The 
Store  for  Men"  may  be  responded  to 
with  the  assurance  that  the  merchandise 
is  if  anything  better  than  the  impres- 
sion conveyed  in  the  advertisement.  We 
do  not  advertise  two  prices,  but.  our 
price-making  power  bein<r  unequaled, 
our  quoted  prices,  as  when  we  say  cer- 
tain lines  have  been  reduced,  represent 
substantial    savings. 

MARSHALL  FIELD  ,v  CO. 

March  2,  1914. 

This  document  will  repay  a  careful 
reading  it  is  a  digest  of  the  business 
principles  which  have  made  "The  Store 
for  Men"  the  foremost  apparel  shop  in 
America.  The  service  growing  out  of 
these  principles  has  created  the  demand 
which  has  made  nece-sary  the  addi- 
tional space  now  afforded  bj  this  splen- 
did new  building. 

® 
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NOVELTIES  IN  MEN'S  WEAR. 

The  latest  novelty  in  men'-  straw 
hats  is  a  very  high  crown,  about  .' » '  ■_.  to 
1  niches  in  height,  with  a  slightly  curved 
narrow  brim.  The  brim  curves  from  the 
crow  n   In   a   drooping  manner. 

Green  suede  gloves,  with  large  pear] 

bullous,     is     one    of    the     newest     idea-     m 
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Attractive  style  of  Horse  Show 
card  as  designed  by  E.  C.  "M 
Donald  for  the  "Cambridge 
Clothes  Store."  Gilt  ground  on 
card  with  bow  of  yellow  ami 
purple  ribbon. 

men's    attire.      They    are    reported    to    be 

"taking"  with   the  advanced  dress 
Vivid     colors     in     floral     effects     are 

among  the  latest  novelties  in  men's  ties. 
Bright,  loud  patterns  of  every  descrip- 
tion are  offered. 

The  strength  of  the  rubber  soled   shoo 

remains  to  be  tested  with  the  public,  but 

generally  in  the  retail  trade  it  is  looked 

pon   a-   a    novelty   of   the   season,  and 

not  likely  to  create  a  lasting  popularity. 

In  men's  footwear  while  the  recede  toe 

is  coming  into  popularity,  there  is  also 
a  demand  for  a  medium  recede  and  for 
the  French  square  toe  called  the  Ritz. 

@ 

The     Brantford      Silk      Manufacturing 

Co.,  Brantford,  (bit.,  promises  to  be  suc- 
cessfully launched.  Out  o\'  the  $30,000 
required,  $20,000  has  already  been  sub- 
scribed and  it  is  s;ii,l  there  will  be  little 
difficult^    in   securing  the  i 


Odd  Twists  and  Fancies  in  Men's  Fashions 


A  BACKLESS  WAISTCOAT. 

A  BACKLESS  WAISTCOAT  for  Summer  tangoing  is  some- 
thing entirely  new.  It  will  be 
noted  that  the  back  is  almost  en- 
tirely eliminated,  which  should 
make  the  garment  considerably 
cooler.  One  of  the  recommenda- 
tions offered  by  the  manufactur- 
ers is  that  it  is  adjustable  in  size 
and  can  be  made  to  fit  perfectly, 

merely  by  tightening  or  loosening   the  buckle  at  the   back. 

The  novelty  is  by  Geo.  W.  Heller,  New  York. 
*  *  * 

A  NOVELTY  DRESS  COLLAR  seen  in  Paris  has  a  turn 
down  fold  in  front  and  extending  about  half  way  round 
the  neck.  The  roll  comes  over  with  an  open-pointed  effect 
and  is  about  an  inch  at  the  deepest  point.  Another  freak 
evening  collar  has  an  opening  in  front  of  about  an  inch 
right  down  to  the  band. 


A  NEW  REVERSIiiLE  CUFF  is  being  shown  on  some 
New  York  suits.  The  cuff  can  either  be  worn  outside  in 
the  usual  way  or  when  desired  can  be  turned  inside  en- 
tirely out  of  sight — fitting  into  a  pocket  in  the  lining  of 
the  sleeve.     Additional  wearing  qualities  are  advanced  for 

the  new  idea. 

*  *  # 

A  NEW  DRESS  TIE  of  closely  and  strongly  woven  braid 
has  made  its  appearnce  in  New  York.  It  is  known  as  the 
"Hesitation"  Batwing. 

*  *         * 

THE  ' '  TULIP "  is  a  new  batwing  tie  made  on  the  usual 
pattern  but  with  the  new  feature  of  split  ends,  which, 
when  opened,  reveal  strongly  contrasting  colors. 


NOVELTY  IN  BOW  TIES. 

A  NEW  FEATURE  used  to  revive  the  popularity  for  the 
\  bow   tie    is    here    shown    as 

designed  by  Capper,  of 
Chicago.  Not  only  is  there 
a  split  end,  but  an  edging 
is  introduced  which  har- 
monizes   with    the    color    of 

the  surfafe  of  the  scarf.    The  smaller  sketch  in  the  cut  shows 

how  the  split  end  effect  is  secured. 

•  *  * 

A  NEW  MODEL  SHOWN  in  sweater  coats  keeps  step 
with  the  popular  Balmacaan  overcoat,  and  the  shoulders 
are  shaped  with  the  seams  running  from  the  sleeve 
straight  through  to  the  collar. 


A  NEW  DRESS  WAISTCOAT  known  as  the  "Vernon 
Castle"  is  built  on  sweeping  lines,  the  front  running  down 
to  a  point  caused  by  a  curve  to  the  bottom  of  the  vest 
and  making  a  triangular  vent  at  the  bottom.  Only  two 
buttons  are  used  and  the  cut  makes  it  necessary  for  them 
to  be  placed  in  double  breasted  fashion. 


A  NOVELTY  SILK  SCARF  has  a  leopard  skin  effect 
while  another  has  twelve  different  color  combinations  in- 
cluding all  the  tango  shades  now  in  vogue. 


THE  FANCY  MUSHROOM  fronted  shirt  will  be  again 
strong  in  dress  wear  next  season  and  with  it  will  be  worn 
the  less  formal  ties,  larger  and  of  corded  materials  rather 
than  the  long  favored  lawn. 


ON  OVERCOATS  A  POPULAR  CUFF  is  shown  in  the 
local  trade  which  can  readily  be  detached  if  the  customer 
so  desired  or  which  can  be  taken  down  and  buttoned  inside 
around  the  wrist  for  motoring  or  driving. 

*  *         * 

IN  DRESS  VESTS  for  Fall  and  Winter  some  models  with 
black  binding  will  he  popular,  and  extreme  dressers  are 
likely  to  introduce  novelty  buttons. 

*  *         » 

CONTRASTING  HAT  RIBBON. 

AN  EXTREME  SOFT  HAT  model  by  Truly  Warner,  New 
York,  but  which  well  indicates  what 
may  be  looked  for  in  the  Fall  lines. 
The  contrasting  band  of  narrow 
ribbon  with  the  necktie  bow  on  the 
three-quarter  angle  and  the  rim 
trimming  of  the  same  color  will  be 
the  distinctive  things  for  Fall,  but  the  crown  shown  with 
the  curved  taper  and  extremely  high  crown  are  ultra  fashion- 
able for  the  general  trade. 

*  »  » 

A  CHICAGO  FIRM  is  showing  a  novelty  dress  vest  with 
a  large  circular  opening  in  the  back.  The  idea  is  to  give 
a  cooler  garment  for  hot  weather  functions. 

*  *         # 

IN  NEW   YORK   a   novelty  in    neckwear  is  the  shadow 

scarf.     This  is  made  in  the  four-in-hand  style  with  one 

flowing  end  of  lace  and  the  other  forming  a  dark  back- 
ground. 

*-  *  # 

A  NEW  SILK  HAT  appearing  in  London  is  without  bind- 
ing on  the  brim.  The  under  side  is  covered  with  a  rough 
corded  silk  which  is  carried  over  the  curl. 

*  *         * 

RECENT  SCARF  SHOWINGS  in  Paris  include  close 
woven  poplins  with  yachts,  birds,  etc.,  printed  in  such  a 
manner  as  to  give  the  effect  of  a  well  executed  painting. 

*  *         *  i 

EVENING  GLOVES  of  the  conventional  white  but  varied 
with  black  finger  points  have  made  their  appearance  in 
London  playhouses. 

*  2  -* 

HEREWITH  IS  SHOWN  on  the  right,  a  crepe  four-in-hand, 
i°S_ -Z^i         f^CTII^v        with   the   back    view    on    the 

Ljrk_J  C_AK.J  riSht>  giving  a  different  pat- 
tern when  reversed.  A  satin 
panel  is  used  in  contrasting 
shades.  This  serves  to  keep 
the  crepe  in  shape,  besides  be- 
ing an  adorning  feature. 
Shown  by  Baer,  Kronacher  & 
Co.,  Chicago. 
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Imported  shirtings  for 
the  advanced  Summer 
trade  shown  by  Bilton 
Bros.,  Toronto.  This  is 
a  very  light  material,  a 
combination  of  linen 
and  silk,  in  a  variety  of 
colors,  with  a  jacquard 
all  over  pattern. 


Cross  Stripes  and  Tucks  Strong  for    Fall 

Wide  and  Narrow  Pleats  Used  Effectively — Colors  in  Many  Com- 
binations and  Solid  Shades  Introduced  in  New  Fall  Shirts — Pink 
Coming  to  the  Front. 


IN  the  Fall  shirtings  there  will  be  a 
tendency  for  more  warmth  in  color  if 
not  in  texture.  Pink  will  come 
strong  comparatively,  and  the  whole- 
salers report  that  almost  every  buyer  is 
stocking  it  in  more  or  less  large  quani- 
ties.  Other  colors,  too,  will  be  in  strong 
evidence  and  the  designs  are  bordering 
on  the  "loud." 

It  is  difficult  to  say  what  other  col- 
ors are  favored  most  as  almost  every 
kind  of  combination  of  colorings  has 
been  made  up.  The  feeling  that  pinks 
are  going  to  very  popular  may  be  for  no 
other  reason  than  that  they  have  had 
a  rest,  they  should  meet  with  favor. 
Blue  grounds  with  white  stripes  of  vary- 
ing widths,  white  goods  with  thin  stripes 
of  several  shades,  such  as  green,  brown 
and  blue,  or  some  other  combination,  are 
well  thought  of.  Ground  shades  are 
more  popular  than  they  have  been  and 
the  tendency  throughout  seems  quite 
strong  to  get  away  from  the  blacks  and 
whites  and  blues  and  whites  which  have 
been  the  standards  of  men's  wear  for 
so  long. 

Brightening  Up  the  Windows. 

However,  while  these  novelty  lines  are 
good  for  brightening  up  a  stock  and  for 
window  display  purposes,  giving  the 
merchant  an  opportunity  to  show  some- 
thing different  and  indicate  that  lie  is 
up  to  date,  the  bulk  of  the  staple  orders 
coming  in  are  for  narrow  stripe  designs, 
one,  two  or  three  thin  stripes  on  white, 
i  ither  plain  or  figured  ground.  The 
stripes  are  in  black,  blue  or  brown,  for 
the  most  part.  There  is  also  a  good  de- 
mand for  soft  white  materials,  plain 
mercerised  or  raised  stripe  effects. 
Cross  Stripes. 

The  Btr iking  feature  of  the  make-up 
will    be   that    the   stripes   will    run   across 


the  front  rather  than  up  and  down. 
Some  of  the  Summer  designs  had  this 
feature  but  it  will  be  more  pronounced 
for  Fall  and  the  stripes  have  widened 
and  become  much  more  pronounced. 

The  pleated  front  will  be  the  smart 
thing  and  a  cuff  that  is  neither  quite 
the  old  stiff  idea  or  quite  the  starchless 
variety  is  being  shown,  with  the  regular 
cuff  also  strong.  In  the  pleated  fronts 
there  are  several  designs.  The  extreme 
is  an  adaptation  of  the  mushroom  and 
in  this  quite  a  popular  line  is  in  solid 
shades  with  a  water  mark  effect  worked 
into  the  pleats.  This  comes  in  a  variety 
of  shades.  A  novelty  will  be  cross 
pleats  as  well  as  the  cross  stripes,  but 
this  will  not  be  general  for  Fall. 


Pink  Popular. 

The  popularity  of  pink  in  shirtings  is 
indicated  in  the  Summer  demand,  and  a 
stripe  showing  alternating  equal  widths 
of  white  and  color  is  strong.  Practically 
all  Summer  shirts  are  with  the  soft 
cuffs.  Soft  collars  are  taking  well  again 
for  the  Summer  trade  and  while  some 
manufacturers  are  inclined  to  think  that 
their  popularity  is  waning  it  is  alto- 
gether likely  that  they  will  prove  as 
good  sellers  as  ever  a-  soon  as  the  warm 
weather  strikes  in. 

In  the  more  expensive  shirtings  there 
is  a  demand  for  a  French  importation,  a 
light  material  of  combined  silk  and  linen 
which  comes  in  a  variety  of  stripe  com- 
binations with  an  all-over  pattern  in 
silk. 


CROSS  STRIPES  STRONG  FOB  FALL. 
fall  models  in  which  the  cross  stripes  and  clicks  arc  pronounced. 
Pleated  bosoms  arc  very  strong  and  in  these  shewn  above  there  are  three 
styles  of  pleating,  the  narrowest  being  practically  a  mushroom  effect. 
Stripes,  whether  wide  or  narrow,  are  being  used  horizontally  across  the 
fronts  rather  than   up  and  .low  n.      Shown   by   the  Crescent    Manufacturing 

Company. 
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Small  check  and  diamond 
pattern  shirtings  which  are 
one  of  the  newest  things  for 
Fall.  They  come  in  a  variety 
of  colors,  with  pink  a  strong 
favorite.  Shown  bv  Wreyford 
&  Co. 


Aylmer,  Ont. — Two  brothers.  Messrs. 
C.  &  R.  W.  Thayer,  have  opened  a  men's 
furnishing  store  in  the  Nairn  Block,  Tal- 
bot Street. 

Toronto,  Ont. — Fairweather  &  Co., 
have  been  incorporated  at  $1,000,000  tj 
manufacture  and  deal-  in  furs,  logs, 
lumber  and  metal. 

Listowel,  Ont. — Binning  Bros,  have 
opened  a  business,  to  be  known  as 
"Binnings'  Fair."  It  will  include 
specialty  dry  goods,  small  wares,  etc.. 

Tilbury,  Ont. — J.  Courey  has  purchased 
the  stock  of  Michel  &  Courey,  and  will 
keep  a  full  line  of  dry  goods,  boots  and 
shoes,  clothing,  etc. 

Lindsay,  Ont. — J.  W.  Wakely  has  in- 
stalled an  elevator  in  his  store  on  Kent 
Street,  and  will  now  fit  up  the  third 
storey  of  the  building  with  house  fur- 
nishings. 

Cornwall,  Ont.— W.  R.  White,  of  Can- 
adian Cottons.  Limited,  who  has  been 
transferred  to  the  company's  plant  at 
St.  John,  N.B.,  was  presented  with  a 
handsome  club  bag  by  the  overseers  of 
the  Canada  and  Dundas  Mills. 


Blazer  Due  ? 

AT  the  Summer  resorts  this 
Summer,  at  the  clubs,  and 
on  the  links  and  the  tennis 
courts  a  blaze  of  color  may  be  ex- 
pected to  herald  the  approach  of 
the  tastefully-attired  holiday  or 
recreation-seeker.  If  some  dealers 
are  correct  in  their  surmise  it  will 
he  a  season  of  blazers — blazers  for 
men,  women  and  children — but  for 
men  especially. 

For  several  years  the  blazer  has 
been  a  popular  Summer  garment 
in  England  and  the  States,  and, 
although  it  has  not  taken  strongly 
in  this  country  in  the  past,  it  is 
considered  that  a  run  is  now  due. 
The  garment  can  be  worn  as  a 
tasteful  combination  with  white 
flannel  or  duck  trousers,  and  can 
also  be  used  as  a  lounge  coat  for 
house  wear. 

In  colors  there  is  a  variety  of 
combinations  introducing  almost 
every  shade  of  the  rainbow.  There 
are  the  usual  stripes  in  narrow, 
medium  and  broad  patterns,  and 
this  season  has  seen  an  innovation 
in  the  use  of  solid  colors  with  con- 
trasting trimmings.  These  come 
in  red  with  green  trimmings,  green 
with  red  trimmings,  and  blue  with 
red  trimmings.  The  trimmings 
are  on  collar,  sleeve  and  pocket,  as 
seen  in  the  accompanying  illustra- 
tion. 

Another  novelty  for  the  man  at 
the  Summer  watering-place  is  a 
flannel  robe,  with  contrasting 
stripes,  which  can  be  worn  over 
the  bathing  suit.  This  comes  in  a 
variety  of  colors,  but  the  popular 
combinations  are  light  or  dark 
blues,  with  white  in  a  medium 
stripe. 
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New  stripe  effects  in  Fall  shirts,  coming 
in  tango,  blue,  black,  etc.,  on  plain  and 
figured  grounds.  Cuttings  show  different 
stripe  effects.  Courtesy  of  Canadian  Con- 
verters, Ltd.,  Montreal. 


SERVICE,  NOT  CUT  PRICES. 

There  was  a  bootblack  on  a  down-town 
street  corner  noted  for  the  fine  and  last- 
ing polish  he  put  on  shoes.  He  went 
over  and  over  the  leather  until  one  could 
see  his  face.  Customers  walked  long 
distances  to  have  his  service,  and  they 
told  their  friends.  Most  everybody  gave 
his  a  double  fee.  That  emphasizes  a 
statement  made  in  a  foreign  contem- 
porary journal : 

"Ninety     per 
family 's    money 

where  satisfaction  in  service,  rather  than 
cutting  prices,  is  the  magnet." 


cent,    of    the    average 
will    always    be    spent 


HINTS  TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


Flannel     shirtings     will    be     strong  for  Fall.      Samples   shown   by   Deacon    Shirt    Co., 

Belleville. 

81 


WARNING  TO  INFRINGERS. 

The  attention  of  our  readers  is  drawn 
to  the  warning  advertisement  of  the 
Geo.  H.  Lees  &  Co.,  Ltd.,  in  this  issue. 
The  above  company  have  had  consider- 
able trouble  through  the  sale  of  infringe- 
ments on  their  patented  scarf  pin  guard. 
They  advise  us  that  they  believe  they 
have  now  driven  the  infringements  off 
the  market,  but  feel  it  necessary  to  warn 
the  trade  against  the  purchase  of  fur- 
ther infringements. 
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Pearl    or 

moonstone 

links  and 

studs 

Gold   or 
jewelled 

links  and 
studs,    gold 

bar  chain 
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Patent 

leather, 

buttoned 

cloth  or 

kid  tops, 

patent 

leather 

pumps 

Patent  or 
dull 
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Black,    grey 

or    deep    blue 

silk   or   other 

subdued 

color 

Of    silk,    to 
match    tie. 
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Plain     white 
glace  kid   or 
white    suede 

Chamois 

best,   or 

suede   or 

tan    cape 

Butterfly, 
with     round 
or    straight 
ends,    plain 

white    or 

small    pique 

pattern 

Butterfly, 

as  above, 

black    satin. 

figured     silk 

or   color    to 

match 

waistcoat 
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Plain    fold 
or   wing 
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WARNING  NOTICE! 


Enlarged 
Sectional 

View 

Showing 

Mechanism. 

Pat.  Ottawa 

No.  122666 

Re-issued 

Sept.  2,  1909 


THE  SCARF  PIN  GUARD  here  illustrated  and 
described  is  patented  in  Canada  by  Mr.  M.  H. 
Fischer,  whose  exclusive  licensees  for  Canada 
are  Geo.  H.  Lees  &  Co.,  Ltd..  of  Hamilton,  Ontario. 

It  is  sold  as    the  Bull    Dog    Scarf    Pin    Guard     and 
every  guard  is  stamped  with  a  Bull  Dog. 

The  sale  in  Canada  of  any  other  guard  of  the  same  mechanical 
principle  is  an  infringement  on  our  patent  rights. 

Various  infringements  having  been  sold,  we  sued  a  large  importer 
and  obtained  judgment,  April  28,  1913,  in  the  Supreme  Court  of 
Ontario,  for  damages  and  costs.  Since  this  we  have  collected  damages 
from  every  other  infringer  against  whom  we  have  obtained  evidence. 
We  intend  to  protect  our  rights  by  all  possible  means. 

The  General  Public  have  learned  that  the  Bull  Dog  Guard  is  the 
best  made  and  the  demand  for  it  has  greatly  increased  the  sale  during 
the  past  few  years.  The  Guard  is  made  in  our  own  factory  from  the 
highest  grade  materials  and  is  guaranteed  against  defects  of  any  kind. 

Your  jewelry  department  is  incomplete  without  a  card  of  Bull 
Dogs,  and  you  make  a  good  profit  on  their  sale.    Order  now. 

For  sale  by  the  leading  jobbers  or  from 

GEO.  H.  LEES  &  CO.,  Ltd. 

M.  H.  FISCHER,       Licensees  and  Manufacturers, 
Patentee.  HAMILTON,  Canada 
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DRY    GOODS    REVIEW 


A  Page  from  Scientific  Dressmaking 


and  Millinery 


Compiled  and  illustrated  by  Isabella  Innes,   Principal  of 
Co s turner  s  Art  School. 
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This  book  is 
worth  its 
weight  in  gold 

to  an}'  dressmaking  and  mil- 
linery department  in  Canada. 
It  puts  in  a  concise  way, 
fully  illustrated  and  explain- 
ed in  detail,  the  simplest  and 
best  methods  employed  by 
the  world's  costuming  artists 
and  taught  in  the  Costumer's 
Art  School — methods  that 
make  work  light  for  the 
dressmaker,  the  milliner  and 
their  helpers  and  turn  losing 
departments  into  paying 
propositions. 

Every  merchant  should  see 
that  this  book  is  in  the  hands 
of  the  head  of  each  of  these 
departments  and  that  the 
whole  staff  down  to  the  junior 
apprentice  is  allowed  to 
peruse  it. 

Encourage  efficiency  in  your 
dressmaking  and  millinery  de- 
partments by  subscribing  for 
this  book  to-day.  It  will  pay 
for  itself  many  times  over. 


Price  $4.20 


Sent   postpaid    only   on    receipt    of    price 


TECHNICAL    BOOK    DEPT. 

The  MacLean 
Publishing  Co. 

143-9  University  Ave. 
TORONTO 
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Tailoring    and    Dressmaking     Made     Easier 

There'' s    big  sale  over  the  counter  for  " Ever  las?     Coat  foundations 


Anybody  who  can  sew  or  operate  a  machine  can 
produce,  hy  the  aid  of  "Everlast"  foundations, 
as  good  results  as  their  own  dressmaker  or  tailor. 
And  when  your  customers  buy  these  forms 
from  you,  there  is  every  chance  in  the  world 
that  you  will  sell  them  the  material  as  well. 

By  introducing  the  "Everlast"  coat  foundations 


you  are  going  to  Increase  the  sale  of  dress  goods, 
trimmings,  and  linings  as  well  as  net  yourself 
a  good  profit  on  the  forms. 

These  coat  forms  arc  made  in  various  styles  to 
suit  every  requirement.  Look  into  the  ■"Ever- 
last'"  proposition.    Write  to-day. 


Toronto  Pad  Co.,  Limited 

333  Adelaide  Street  IVest  (New  Address),  Toronto 

Western  Representative:     J.  W.  Leathorn,  Pacific  Mercantile  Agencies,  603  Mercantile  Bldg.,  Vancouver,! B.C. 


No.  50IS 


No.  501 


No.  200 

No.  200— Host  cot- 
ton elastic  canvas 
grey  wool  felt  and 
stiffening  at  bust. 
Closely  stitched, 
and  used  for  light- 
weight   coals    or    .il- 

teratlon   work. 


No.  503— A  practical 
coat  f  o  u  n  (1  a  lion 
with  canvas  reach- 
ing around  the 
armhole.  It  is  light 
and  simple,  but 
well  constructed  of 
the    best    materials. 


No.  501 — A  hand; 

foundation 
w  h  i  c  h  will 
appeal  t  o  the 
home  (1  r  e  S  S  ■ 
maker.  W  e  1 1 
constructed,  besl 
materials. 


No.   GOO  This 

f  o  ii  n  'I  ai  ton  is 
suitable  tor  any 
'oil  1 1 1  c  1 1 1 i 1  i  1 1  g 
collar,  cuffs  and 
shoulder  pads    n 

is     made     of     the 

beat  materials, 
lull  y  shrunk 
iikI    well    made. 


No. 

Same 

a  n  d 

1 1     o     \\      l|       |    || 

front. 


No     610  Shoal. lor 

Pad     and     Arm     Pad 

in    grej    wool    feii. 

No       .".II       I"      Whit. 
Wool     Kelt 


i"ou  can  have  the  greatest  talking  point  pos- 
sible for  your  tailoring  department  if  yon 
use    "Everlast"    coal    fronts.     They    coot 

than     yon     can     make    them     a 
that    cannot    be    i 
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Beads  are  growing  in 
popular  favor  every 
day 

Order  your  stock  now 


Our  range  is  very  extensive,  including  pink,  coral,  red  coral, 
amber,  black  and  tango  in  various  combinations,  selling  ;ii  p  ipular 
prices,  from  25c  up. 

The  illustration  here  shows  one  of  our  most  popular  styles.  Wi 
make  beads,  and  give  values  thai  cannot  be  had  elsewhere. 

Lei   u~  -end  ;i  trial  shipment   prepaid. 

Write  to-dav. 


The  Ideal  Hair  Goods  Co. 

Limited 

77  YORK  STREET,  TORONTO 

Montreal  Office:     24  La  Patrie  Bids. 


"Rooster  Brand" 

SUMMER 

SOFT  SHIRTS 

Lounge    Collars,    French  Cuffs,    Rever- 
sible Collars,  etc.,  etc. 

We  Make  500  Lines 

OUTING  TROUSERS 

Duck,  Khaki,  Flannels,  Serges,  Tweeds, 
etc.,  etc. 

RIDING  BREECHES 

NORFOLK  COATS 

AUTOMOBILE  DUSTERS 

\\  hite  Duck  and  Khaki  Clothing 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MONTREAL   OFFICE:    501    New    Birks    Building 
OTTAWA  OFFICE  :  Room  8,  62  Bank  St. 
VANCOUVER   OFFICE;   801   Mercantile  Block 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New   Zealand. 

Subscription     «p^.50     Mailed  Free 

Specimen  Copy  mtill  he  supplied  on  application 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Qyeen  St.   E.C. 


Publishing  Offices: 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 


DRY    GOODS    REVIEW 


CREPES 

FASHION  CALLS 
FOR  THEM 

PRIESTLEY'S 
CREPES 

Answer  the  call 


PRIESTLEY'S  CREPES  COVER  EVERY  WANT 

For?  the    Serviceable    Wool  Crepe  Afternoon    Dress 
to  the  most  elaborate  Silk  and  Wool  Evening  Gown. 

SHADES — the  very  newest.      VALUES — to  meet  any  competition. 


PRIESTLEY'S 

All  Wool  Crepes 
Casina  Crepe 
Granite  Crepe 


PRIESTLEY'S 

Wool  and  Mohair  Crepes 
Silvan  Crepe 
Crepe  Regent 


PRIESTLEY'S  SILK  AND  WOOL 
Baroda  Crepe 


Order  Freelv— CREPES  are  GOOD  and  PRIESTLEY'S   are    STANDARD    CLOTHS 
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Sinberprten 

FOR    BOYS     AND    GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls*  School  Frocks 

Women's  House  Dresses 


Andersons 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 

A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


A       WM.  ANDERSON  &  CO.,  Ltd     £71  A 

__J  PACIFIC   Mil  I  S.  GJ  ASCOW  P" 

&  H  SCOTLAND  l& 
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STAPLES 

FOR  FALL 

Our  reputation,  of  being  one  of  the  fore- 
most staple  houses,  is  due  to  always  sat- 
isfying our  customers  in  both  quality  and 
price. 

A  Few  of  our  Leaders  for  Fall 

No.  222  Bleached  Cotton,  56  inches  wide,  at 
8c  per  yard. 

An  extra  special  line  purchased  after  much  comparison  and 
study  of  the  market  to  "make  a  noise"  at  this  price. 

No.  100  White  Saxony,  28%  inches  wide,  at 
8c  per  yard. 

No.  120  White  Saxony,  32  inches  wide,  at 
10c  per  yard. 

No.  150  White  Saxony,  36  inches  wide,  at 
lie  per  yard. 

These  Saxonies  have  an  exceptionally  soft  finish  and  are  extra 
heavy  and  thick  with  practically  no  dressing. 


Write  us  for  samples  of   these  and  other 

lines 


John  M.  Garland 
Son  &  Co. 

OTTAWA,  CAN. 
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Guaranteed  by  the 


i; 


r 


English  Mohairs  give  you 
steady,  substantial  sales  and 
excellent  profits  all  the  year 
'round. 

English  Mohairs  have  no 
"off"  seasons.  They  are  ab- 
solutely staple  from  Janu- 
ary to  July  and  from  July  to 
January. 

Quality  of  fabric,  careful 
presentation  of  current 
colors  and  exquisite  finish 
characterize  English  Mo- 
hairs. 

Tell  your  importer  or  whole- 
saler you  want  English 
Mohairs  guaranteed  by  the 
B.  D.  A. 

Bradford    Dyers' 
Association,  Ltd. 

of  Bradford,  England 

American  Bureau: 

235  West  39th  St.,  New  York  City 
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77ie?-e  are  200  de- 
signs to  choose,  in  all 
sizes  from  individual 
guest  towels  to  the 
largest  size  made. 

Irish  Linen  Agency 


R.  H.  COSBIE,  Limited 


"Old  Bleach" 

Towels 


are  delightfully 
soft,  pure  white 
and  have  life  that 
is  unimpaired  by 
chemicals. 

The  experienced 
housewife  will  appre- 
ciate these  fine  high- 
grade  towels.  She 
has  learned  from  ex- 
perience the  value  of 
sun-bleaching  in  pro- 
moting long  linen 
life. 


30  Wellington  St.  W.,  TORONTO 


OTm.  Itbbell  &  Co. 

Belfast 

MAKE  A  SPECIALTY  OF 

WEAVING  SPECIAL  INSERTIONS  IN  TABLE 

LINENS,    NAPKINS    AND     TOWELS 

FOR     HOTEL,     STEAMSHIP, 

RAILROAD  AND  CLUB 

PURPOSES 

Liddell's  Linens  are  in  exclusive  use  in  La  Salle, 
Chicago;  St.  Francis,  San  Francisco;  Alexander,  Los 
Angeles;  Plaza,  Waldorf,  MacAlpine,  Vanderbilt,  New 
York. 


DESIGN  AND  PARTICULARS 
ON  APPLICATION. 


&.  ©.  Costote,  Htmtteb 

30  WEST  WELLINGTON  ST.,        TORONTO 

IRISH  LINEN  AGENCY 


Victor  Goldberg 

87-89  Notre  Dame  W.,  Montreal 
Head  Office,  London,  Eng. 

The  cheapest  Manufacturer,  Importer 
and  Jobber  in  the  Dominion. 

Men's  and  Boys'  Clothing 

Hemstitched  Sheets 

Tablecloths 

Handkerchiefs 

And  all  kinds  of  Dry  Goods. 

We  supply  only  Wholesale  Jobbers  and 
larae  Department  Stores. 

All    mail    orders    for    Samples,    etc., 
promptly  attended  to. 

KEEN  BUYERS  WILL  FIND  IT  WORTH 
YOUR  WHILE 

Victor  Goldberg 

87-89  Notre  Dame  W.,  Montreal 
Head  Office,  London,  Eng. 
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T  RAPE 


MARK 


"Noesting 


>> 


pin  tickets  have  proven  them- 
selves the  real  ''safety  first" 
medium  for  ticketing-  goods. 

We  have  sent  hundreds  of 
sample  boxes  to  interested  mer- 
chants and  a  vast  majority  of 
them  are  to-day  in  the  "Noest- 
ing" class  of  humane  employers 
— are  giving  their  employees  pin 
tickets  to  work  with  that  are 
absolutely  harmless,  eliminating 
the  possibilties  of  torn  and 
scratched  fingers,  with  the  not- 
improhable  results  of  blood-pois- 
oning. 

Noesting  pin  tickets  avert  the 
ruffling  of  salespeoples'  and  cus- 
tomers' tempers  by  inopportune- 
ly jabbing  their  fingers.  They 
protect  your  goods  from  pin 
ticket  damage,  thereby  avoiding 
an    important  leakage. 

Send  for  free  sample  box  to  day. 
This  places  you  under  no  obliga- 
tion to  buy.    Prices  right. 


The  Copp,  Clark  Co. 
Limited 

495-517  Wellington  St.  West,  Toronto 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

it  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 


—and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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Would  you  like  a 

UNIVERSITY 

EDUCATION? 


Scattered  up  and  down  this 
great  country  of  ours  there 
are  a  number  of  young  men 
who  have  the  ambition  to 
make  good  in  every  sense  of 
the  word,  to  whom  a  Uni- 
versity training  would  act  as 
a  spur  to  greater  success.  If 
you  are  one  of  these  ambi- 
tious, go-ahead  young  men 
we  offer  you  the  opportunity 
to  realize  your  ambition. 

Our  proposition  has  already 
helped  many,  let  it  help  you. 
The  work  is  pleasant  and 
healthful,  besides  the  train- 
ing we  give  you  in  salesman- 
ship will  always  be  of  great 
service  to  you  in  whatever 
work  you  finally  engage  in. 

In  every  city  and  town  in  the 
Dominion  there  are  many 
business  men  and  private 
residents  who  would  appreci- 
ate your  interest  in  bringing 

MACLEAN'S 
MAGAZINE 

to  their  notice.  It  is  the 
Magazine  of  Canada  and  is 
winning  its  way  into  the  con- 
fidence of  every  Canadian 
reader  of  high-class  matter. 

A  liberal  commission  is  al- 
lowed on  all  subscriptions, 
and  the  spending  of  a  few 
hours  a  week  will  easily  en- 
able you  to  realize  your  am- 
bition and  enter  the  Vni- 
versity  next  fall. 

If  you  are  interested,  write  us 
at  once  and  we  will  forward 
full  particulars. 


MACLEAN 

PUBLISHING 

COMPANY 

143-153  University  Ave. 
TORONTO 


The  gathering 
of  the  clans 


On  to  Toronto!" 


OU  have  doubtless  noted 
with  gratification  the 
great  movement  for  honesty 
and  square  dealing  which  is 
revolutionizing  American  and 
Canadian  business  methods. 
Our  goods,  our  salesmanship 
and  our  advertising  are  being 
cleansed  and  vitalized  by  the 
spirit  of  truth  and  sincerity. 

As  a  result,  we  see  a  growing  public  confidence 
in  manufactured  products  and  their  advertising  — 
a  confidence  which,  if  preserved  and  fostered,  will 
decrease  our  costs,  increase  our  profits,  and  become  a 
business  asset  of  incalculable  value. 

Foremost  in  the  fight  which  has  brought  about  this  revo- 
lution stand  the  Associated  Advertising  Clubs  of 
America,  whose  emblem  is  shown  above.  If  you  are  a 
business  man,  interested  in  the  manufacture,  distribution, 
or  selling  of  commodities  of  any  nature,  you  should 
attend  the  Tenth  Annual  Convention  of  the  A.  A.  C.  of  A. 
at 


TORONTO 


June  21-25,   1914 


At  this  Convention  you  will  hear 
the  inspiring  story  of  the  manner 
in  which  these  tremendous  re- 
forms are  being  effected.  More 
than  this,  you  will  hear  the 
problems  of  distribution,  mer- 
chandising, salesmanship  and  ad- 
vertising discussed  by  able  and 
successful  business  men,  in  a  series 
of  open  meetings. 

These  meetings  will  cover  the 
questions  of  chief  interest  to  the 
10,000  business  men  comprising 
the  140  clubs  of  the  A.  A.  C.  of  A. 
— your  own  problems  included. 


EDWARD  MOTT  WOOLLEY, 
the  famous  writer  on  business 
topics,  has  written  a  booklet  en- 
titled "  The  Story  of  Toronto." 
This  booklet  describes  in  a  force- 
ful, intensely  interesting  manner, 
the  wonderful  work  the  A.  A.  C. 
of  A.  are  doing  for  clean  advertis- 
ing and  square  business  methods, 
and  the  significance  and  import- 
ance of  the  Toronto  Convention. 
This  booklet  will  be  sent  free  to  all 
business  men  asking  for  it  on 
their  business  stationery — together 
with  detailed  facts  as  to  the  con- 
vention programme  and  rates  for 
accommodations. 


Address  Convention  Bureau 

ASSOCIATED  ADVERTISING  CLUBS  OF  AMERICA 
TORONTO  CANADA 
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NEW  SILK  FABRICS 

FOR  SUMMER  DRESSES 

40-in.  Silk  Ripple  < !repon  at  75c. 

In  the  following  shades: — Cream,  Peach,  Nattier  Blue, 
Brugncn  Rose,  Tango,  Marine  Blue,  Navy,  Black. 

38-in.  Silk  Jacquard  Crepe at  $1.00 

In   the   following   shades: — Cream,     Saxe    Blue,     Shell 
Pink,  Old  Rose,  Marine  Blue  and  Black. 

38-in.  Silk  Ripple  Crepon,  in  a  pretty  floral 

design at  $1 .  35 

In  the  following  gTOund  colors: — Old  Rose,  Taupe  Grey, 
Sapphire  Blue. 

C.J.  "Bonnet's  36-in.  Chiffon  Taffeta 

at  $1.10  and  $1.25 

(GUARANTEED  TO  WEAR.)         BLACK  ONLY. 


Do  you  know  that  BLACK  is  a  big  leader  in 
this  season's  Dress  Fabrics?  We  are  showing 
sor^e  splendid  values  in  Blacks  in  the  following 
materials: 

4-1 -in.  Wool  Ratine    (fine  make) at  85c. 

44-in.  Wool  Ratine  (heavy  make) at  $1.35 

43-in.  Silk  Warp  Cashmere.  ...at  $1.10  and  $1.25 
40-in.  Silk  Warp  Cashmere    (in   small   spot 

design)    $1.10 

46-in.  All-Wool  Queen's  Cloth at  85c. 

41 -in.  All-Wool  Paillettes at  55c. 

43-in.  All-Wool  Paillettes at  75.-. 

41-in.  All- Wool  Teviots at  75c. 

50-in.  All-Wool  San  Toys at  $1 .00 

The  above  are  all  deep  full  Black,  dyed  by  the 
best  European  dyers. 


THE  W.  R.  BROCK  COMPANY 

LIMITED 

TORONTO 


ryuooas 


QVIQW 


VOL.  XXVI. 


JUNE  3,  1914 


No.   11 


Why  Horseshoe  Has  Rested  Content  for  19  Years 

Enterprise  and  Fair  Dealing  Have  Brought  "Good  Luck"  to 
Playfair,  Preston  Store,  of  Midland  —  Only  One  "Till"  for  All 
Departments — Special  Boat  Service  for  Tourist  Orders — A  New 
5,  10  and  15-Cent  Department  —  Store's  Real  Hold  Lies  in  its 
Staple  Prices. 

By  a  Staff  Correspondent 


MIDLAND,  June  2.— If  those  who 
pass  through  the  main  entrance 
of  the  big  department  store — 
aud  the  adjectives  are  used  advisedly — of 
the  Playfair,  Preston  Company,  are  ob- 
servant and  not  too  much  occupied  with 
the  extensive  display  of  seasonable  goods 
which  is  at  once  unfolded,  they  will  no- 
tice suspended  by  almost  invisible  black 
strings  a  rusty  horseshoe  that  is  as  full  of 
nailholes  as  the  one  referred  to  in  the 
popular  song.  .Mr.  Preston  gives  assur- 
ance that  there  is  nothing  in  the  way  of 
superstition  attached  to  the  hanging  of 
the  curved  and  rusty  iron,  but  when  he 
states  that  it  has  been  hanging  there  since 
the  first  morning  that  the  store  took  on 
the  status  of  "department" — it  was 
found  on  the  road  out- 
side the  door  that  morn- 

ing  by  a  customer — one 
might  almost  be  in- 
clined to  believe  in  the 
good  -  luck-f  or-e  vermore 
sentiment  which  is  ex- 
pressed in  the  afore- 
said song.  But  if  it  has 
brought  good  luck  to 
store  it  has  undoubted- 
ly brought  good  luck  to 
the  store 's  customers 
as  well,  or  the  volume  of 
business  which  is  trans- 
acted therein  is  very 
misleading, 


ness  ideas  which  are  behind  the  story 
policy;  when  he  has  learned  of  the  ex- 
periments which  have  been  tried,  new  de- 
partments which  have  been  opened,  sys- 
tems which  have  been  installed,  and  or- 
ganizations throughout  the  establish- 
ment which  have  been  brought  to  a 
smooth  operating  basis  in  almost  every 
detail — then  will  lie  be  convinced  that  it 
has  not  been  the  good  luck  of  a  horse 
shoe  or  any  other  kind  of  good  luck 
which  has  been  responsible  for  the  up- 
building of  one  of  the  biggest  mercan- 
tile businesses  in  the  north,  at  least  no 
more  than  follows  in  the  wake  of  ener- 
getic, up-to-date  and  reliable  methods 
applied  to  merchandising. 

To   one  acquainted   with   the  business 


However,  when  one 
has  talked  a  little  fur- 
ther with  Mr.  Preston, 
as  a  representative  of 
The  Review  had  the 
pleasure  of  doing;  when 
he  is  told  of  the  nine- 
teen years  of  develop- 
ment ;  when  he  has 
listened  to  the  broad- 
minded  and  sound  busi- 


POLICY  BEHIND  BIG  DEPARTMENT  STORE. 

"Business  is  religion  boiled  down;  if  you  sidestep  you 
will  suffer  the  consequences." 

"Nine  out  of  ten  buyers,  buy  too  heavily  and  are  thus 
unable  to  keep  proper  control  of  their  stocks." 


"There  are  many  departments  in  this  store,  but  just 
one  till — that  is  what  I  try  to  impress  upon  my  salesmen 
and  department  heads." 

"One  grouchy  salesman  will  drive  from  the  store  a 
customer  who  may  have  a  hundred  dollars  to  spend  in 
other  departments." 

"Be  dead  sure  you  are  right  on  prices  on  staples  in 
every  department — and  sell  them  close." 

"If  you  have  a  sale  be  sure  it  is  a  sale  and  that  the 
people  get  a  bargain  if  you  advertise  it — if  you  buy  right 
and  sell  right  all  the  time  you  won't  need  many  sales." 


which  is  transacted  in  the  northern  ship- 
ping port  towns,  an  establishment  of 
the  proportions  of  the  Playfair,  Preston 
Company  would  be  a  distinct  surprise. 
Where  one  might  naturally  expect  to 
find  an  "overgrown"  department  store 
he  finds  a  department  store  in  every 
sense  of  the  word,  carrying  all  depart- 
ments in  the  usual  big  store,  excepting 
hardware,  and  several  others,  which  are 
examples  of  the  energetic  policy  of  the 
firm.  When,  however,  it  is  mentioned 
that  Midland  handles  about  40,000,000 
bushels  of  grain  annually;  that  the 
Grand  Trunk  alone  handles  about 
$2,000,000  worth  of  freight  at  this 
point;  that  there  are  hundreds  of  tur- 
ists  passing  through  during  the  Summer 
and  locating  up  the 
lake  where  they  must 
be  supplied  with  need- 
ed 2'oods;  that  there  is 
an  almost  constant 
stream  of  boats  com- 
ing in  and  out  of  the 
harbor  while  a  whole 
fleet  Winters  there — 
then  one  gets  the  idea 
of  where  the  business 
comes  from  which  is 
responsible  for  such 
an  establishment  as 
the  Playfair,  Preston 
store.  That  this  firm 
does  get  such  ja  big 
share  of  the  business 
is  largely  due  to  their 
methods  and  energy 
coupled  with  the  pol- 
icy of  selling  staple 
goods   at   close   prices. 

Changing      With   Con- 
ditions. 


Pitliy  remarks  by  W.  E.  Preston,  the  manager. 


Nineteen     years  ago 
when       the      Playfair 
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Preston  store  was  started  it  was  a  little 
one-horse  affair,  doing  a  jobbing  busi- 
ness largely.  The  departmenl  Btore  of 
to-daj  is  mainly  due  to  the  fact  that  the 
linn  has  taken  lull  cognizance  of  the 
changing  conditions;  they  have  reached 
oui  tn  gel  control  of  business  through- 
out t  he  district  ;  depart  men!  alt  it  de- 
partment has  been  added  In  meet  the 
demands  of  the  trade.  Today  we  find 
two  novel  features  of  the  business  which 
are  examples  of  the  spirit  of  the  firm. 
Recently  a  5c,  LOe  and  15c  department 
was     opened     and     i-     Ileitis     successfully 

conducted.  Several  years  ago  a  supply 
boat  was  put  on  a  northern  route  to 
cater  to  the  needs  of  the  tourists  living 
up  the  shore  at  t  he  Summer  resorts  and 
this  year  a  second  boat  will  he  used 
in   this  service. 

Staple    Lines    at    Right    Prices. 

That  the  foundation  upon  which  the 
successful  retail  business  is  built  is  in 
selling  staple  lines  of  goods  at  right 
prices,  is  the  opinion  of  Mr.  Preslon, 
and  it  is  largely  the  store  policy  of  the 
company.  He  points  out  that  it  is  in 
staples  that  a  difference  in  price  is  at 
once  noticed  by  the  patrons  of  the  store; 
if  an  article  can  bo  purchased  just  a 
little  cheaper  in  an  opposition  store, 
then  that  store  is  likely  to  get  a  new 
customer  for  that  and  all  other  goods. 
On  specialty  goods  there  is  not  the  same 
necessity    for   care,    for   people    buying 

such  goods  usually  expect  to  pay  a  little 
more    for   the   style   or   the   novelty. 

$2   Sale  Brought  13  More. 

Sales  id'  I  lie  order  where  prices  are 
raised  only  t<>  he  cut  down  or  where 
statements  are  made  regarding  goods 
which  give  the  impression  that  there  is 
a  big  cut  in  prices,  are  not  to  the  ad- 
vantage of  a  conservative  business,  in 
the  opinion  of  Mi'.  Preston.  In  this 
-lore  a  sale  is  a  sale  and  they  are  held 
when  it  is  desirable  to  gel  rid  of  cer- 
tain lines  of  goods  rather  than  to  hold 
them  over.  The  idea  is  thai  if  staple 
articles  can  always  be  sold  al  good, 
(dose  prices  then  there  is  no  need  for 
sale-.  One  instance  is  pjiven  in  this 
store  where  a  line  id'  goods  was  cleared 
up    in    one    day    because    I  he    price    was 

placed   at    $2   instead   of  $2:2?>,  and   an 

early  customer  made  a  good  buy  which 
brought  in  thirteen  others  before  the 
day    was   over. 

Business   is   Religion. 
Great    care    is    taken    in    this    store    to 

uphold  a  conservative  solid  business 
policy  in  regard  to  dealing  with  cus- 
tomers.     In    tl pinion    of    Mr.    Preston 

business    is    much    like    religion    in    the 

practical  sense,  that  when  one  sidestep- 
or    makes    a    mistake    in    luisine-s    either 

he  or  the  business  i-  going  to  suffer. 
■'Send  out   satisfied   customers"   is  one 


of  the  ideas  of  salesmanship  in  the 
Playfair-Preston  -tore. 

That  while  there  are  a  great  many  de- 
partments in  the  -tore,  '•there  is  just 
one  till.-'  is  the  policy  which  is  laid 
down  for  the  heads  of  the  d  iff  en  nt  de- 
partment- and  the  salespeople.  One 
departmenl  is  made  to  feel  that  sale- 
in  other  departments  rely  upon  it;  sales- 
people are  reminded  that  there  are  goods 
in  other  departments  which  they  can 
bring  to  the  attention  of  the  customer — 
that  a  customer  with  a  large  number  of 
purchases  to  make  can  be  "killed"  -<■ 
far  as  the  store  is  concerned  by  lack  of 
courtesy  at  the  first  counter  he  stops 
at. 

Until  Nearly  Midnight. 

To  develop  the  social  spirit  through- 
out the  store  the  heads  of  the  different 
departments  meet  every  fortnight  to 
talk  things  over  and  Mr.  Preston  state- 
that  it  is  surprising  the  number  of  good 
ideas  which  are  brought  forward.  Re- 
cently one  of  these  conferences  lasted 
until  midnight  and  no  one  -eemed  to 
want  to  break  it  up. 

Close    and    Careful    Buying. 

Another  feature  of  the  business 
which  has  careful  attention  is  the  buy- 
ing. Mr.  Preston  expresses  his  belief 
that  the  tendency  of  nine  out  of  ten 
buyers  is  to  buy  too  much;  that  better 
discrimination  would  result  in  better 
satisfaction  and  less  slack  ends  to  be 
sacrificed. 

The  company  has  a  special  merchandis- 
ing system  by  which  every  month  a 
stat  ment  of  each  department  i-  pre- 
pared for  the  buyer  and  his  power  of 
buying  is  in  relation  to  the  turnover 
and  the  stock  on  hand  in  the  depart- 
ment, and  also  has  a  bearing  upon  the 
profits,    the    discounts,    mark-downs,    etc. 

The  linn  also  has  a  special  system  of 
keeping  track  of  stocks  and  expenses, 
the  whole  being  carefulh  worked  out  on 
a  table  for  each  departmenl  which  is 
charged  with  a  proportionate  share  of 
all  the  expenses  of  the  store.  Then  for 
the  buyers  there  are  triplicate  order 
sheets  so  that  a  record  can  he  kept  of 
what  is  on  order  at  all  times.  Recently 
-real  improvements  have  been  made  in 
the  store  systems,  an  expert  having  been 
broughl  over  from  Now  York  for  the 
purpose.  This  was  done  at  ureal  i  \ 
pense,  and  such  enterprise  speaks  much 
for  the  progressiveness  of  the  linn. 
Every  night   the  management   is  able  to 

tell  what  stock  there  is  in  the  store  in 
addition  to  the  day's  business,  profits, 
etc..   ami    a    certain    amount    is    set    aside 

monthly  as  a  stock  guarantee  to  cover 

incidental     losses. 

A  5,  10  and  15c  Department. 
It    is  only   a    tew    months   ago   that    tiie 
.").    10    and    L5c    department     was    opened 
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in    this   store,  and    BO   cf  -e  a   tab   is  the 
management    able    to    keep    on    it    that 
success    i-   already    promised:    it    wa-    be- 
cause  another   department    was   no' 
cessful    that   the   new    venture   was   made. 

The  department  carries  almost  every- 
thing that  could  be  expected  to  be  found 
in  such  stores  and  nothing  is  sold  over 
'_'.">(■.  Th.'  Btock  carried  is  about  $10,000 
and  the  lines  are  for  the  most  part 
staples  that  will  stand  a  markup  of 
about  .'{.'{  1-3  per  cent:  little  loss  is 
found   from  short  em'-  eks. 

One  idea  for  opening  the  new  depart- 
ment was  that  there  v..  re  of  the 
kind  in  town  and  it  has  been  found  to 
be  a  good  drawing  card  for  the  estab- 
lishment in  general;  goods  are  attrac- 
tively displayed  and  there  is  a  separate 
(nt ranee  permitting  id'  ready  ae 
Four  clerks  are  employed  and  three  small 
cash  registers  have  been  installed.  The 
idea  was  not  to  connect  'he  department 
with  the  Btore  cash  svstem  owins  to  the 
number  of  small  sale-  and  the  desira- 
bility of  making  ready  change.  Tui- 
tion pays  its  full  share  of  delivery  ex- 
penses,   rent.    find,    light,    etc 

The  Playfair-Preston   Company    have 

an  independent  delivery  system  of  their 

own.    using    three    wagons    and    the    ex- 

is  proportionately  divided  between 

the  different   departments. 

@- 

MILLION  MORE  FOR  GIMBEL'S. 

Julius  Rosenwald,  of  Sears.  Roebuck 
&  Company,  of  Chicago,  has  invested  an 
additional  million  dollars  in  the  New- 
York  business  of  Gimbel  Brothers,  in 
v  'lie':  he  is  already  reported  to  have 
invested  about  $2,000,000  since  the 
establishment  of  the  store  here.  The 
preferred  capital  of  the  corporation  will 
be  increased  from  $4,000,000  to  fo.000.- 
000,  and  the  additional  $1,000,000  will 
Ik    paid  into  the  business  in  cash. 

-© 

SPECIAL  PARCEL  POST  ADS. 

The  Province  of  Vancouver  took  ad- 
vantage "\'  parcel  post    sentiment    by    -, 
curing  a  special  series  of  advertisements 

in   a    recent    Saturday   issue.     These   were 

arranged  in  the  outside  eolumi 
eral  paces  and  in  the  centre  were  run 
articles  explaining  the  regulations.  A 
seven-column  line  was  run  across  the 
top  of  each  pace,  one  reading  "Do  yonr 
shopping  in  Vancouver  by  Parcel  Post." 
Among  the  lirms  advertising  on  I 
pa-es  were  Gordon  Drysdale,  Limited: 
Famous  Ladies'  Tailoring  Co.;  Saba 
Bros.,    Irish    Linen    Stores,    and    I'luhh    ..Y" 

Stewart. 


The  Supervision  of  Credit  Accounts 

Supervision  of  Credit  Accounts  More  Important  Than  a  Collec- 
tion System — Suggestion  for  Collection  Card  System. 


Sixth   of  a   series   by   Win.  Oambell. 


THE  question  of  collections  is  always 
one  of  the  utmost  importance  to 
the  retail  merchant  who  does  a 
credit  business;  but  it  is  particularly 
important  at  the  present  juncture. 
Business  for  the  past  year  has  been  so 
dull  that  many  merchants  have  had  to 
exercise  considerable  skill  in  the  finan- 
cing' of  their  stores.  The  same  necessity 
still  holds.  Money  is  not  plentiful  and 
it  will  be  some  months  yet  before  the  re- 
turn swing  of  the  pendulum,  to  the  pros- 
perity side,  will  stimulate  a  freer  cir- 
culation  of   currency. 

It  follows  that  the  limiting  of  credit 
lines  and  the  closest  attention  to  collec- 
tion have  become  necessary.  When 
every  cent  is  needed  to  keep  things  mov- 
ing in  good  order,  no  merchant  can  af- 
ford to  have  large  sums  tied  up  in  non- 
collectable  accounts.  That  way  failure 
lies. 

The  giving  of  credit  requires  perhaps 
more  care  and  thought  than  any  other 
branch  of  the  ordinary  business.  Cer- 
tainly the  collection  of  accounts  causes 
more  friction  and  worry  than  anything 
else.  However,  in  a  large  proportion  of 
stores  the  giving  of  credit  is  necessary, 
and  it  therefore  becomes  necessary  that 
it  should  be  done  systematically. 

My  experience  has  been  that  it  pays 
for  the  merchant  to  place  the  respon- 
sibility for  the  making  of  collections  on 
his  bookkeeper.  This  enables  him  to  do 
things  on  a  regular  system,  regardless 
of   friendship    and   personal   pressure. 

"Why  He  Could  Not   Collect. 

I  recall  once  making  the  acquaintance 
of  a  dry  goods  man  who  was  doing  quite 
a  large  business  but  who,  somehow  or 
other,  did  not  seem  to  be  very  pros- 
perous. I  had  been  called  in  to  un- 
tangle the  books  of  his  next  door  neigh- 
bor, a  dealer  in  crockery  and  chinaware. 
who  was  a  wonderfully  clever  sales- 
man but  a  wonderfully  Aveak  business 
man.  His  books  were  in  a  fine  condi- 
tion when  I  got  them  and  it  took  a 
week 's  steady  application  on  my  part, 
working  about  sixteen  hours  a  day,  be- 
fore I  even  began  to  see  daylight.  In 
the  meantime  I  had  noticed  the  hard- 
wareman  who  bobbed  in  and  out.  He  and 
my  man  seemed  quite  chummy,  drawn 
together  by  their  mutual  troubles,  I 
judged.  After  I  had  put  the  books  of 
the  crockery  business  into  fairly  pre- 
sentable shape  and  was  beginning  to 
educate  Mr.  Crockery  Merchant  to 
handle  his  affairs  in  a  more  svstematic 


way,  the  dry  goods  man  began  to  culti- 
vate my  acquaintance  rather  sedulously. 

"I  wonder  if  you'd  have  time  to  fix 
my  business  up  the  same  as  you've  done 
here,"  he  said,  one  day.  "I've  come  to 
the  conclusion  that  it  needs  something." 

I  was  billed  for  another  town  as  soon 
as  I  finished  my  present  job  so  I  told 
him  that  I  couldn  't  go  through  his  books. 
But  in  response  to  his  urgent  pressing 
I  promised  finally  to  give  him  a  day  and 
try  and  suggest '  some  way  that  would 
help  him  to  straighten  things  out.  I 
found  that  his  bookkeeper,  a  tidy  young 
lady,  was  extremely  slow  but  sure  in 
direct  ratio,  had  kept  the  books  of  the 
concern  in  reasonably  good  shape.  The 
fault  lay  in  another  direction. 

Would  you  believe  it,  that  man  was 
carrying  $30,000  on  his  books!  He  had 
simply  let  collections  go  all  to  pot;  or 
rather,  he  had  stood  helplessly  by  and 
watched  his  profits  go  smash  on  the 
rock  of  personal  friendship. 

That  was  his  trouble.  He  was  a  good 
fellow,  knew  every  Tom,  Dick  and  Harry 
in  town,  an  active  churchman,  a  member 
of  every  lodge,  belonged  to  the  council, 
and  I  don't  know  what  else.  Every  per- 
son in  town  dealt  with  him,  especially 
when  it  was  a  case  of  credit.  People 
did  not  seem  afraid  to  ask  him  for  cre- 
dit or  to  keep  him  waiting  any  length 
of  time.  He  was.  in  fact,  a  regular 
"mark." 

I  imagine  I  can  see  him  now,  a  big, 
blonde  fellow  with  a  kindly  eye,  a  weak 
mouth    and    no    chin    worth    mentioning, 


going  over  his  books  with  me  in  a  sort 
of  hopeless  apathy  and  explaining  why 
he  had  not  pushed  account  after  ac- 
count. This  one  belonged  to  a  certain 
lodge  and  had  been  hard  up  on  account 
of  investments  in  the  West.  That  one 
was  an  old  friend,  "And,  of  course,  I 
don't  like  to  bill  him,"  he  would  add. 
And  so  it  went  through  a  seemingly  end- 
less list. 

At  the  conclusion  of  our  examination 
I  judged  cursorily  that  about  half  the 
total  amount  was  collectable. 

"  Your  only  hope  is  to  clean  up  your 
books,"  I  told  him  as  I  left.  "With 
your  turn-over  you  ought  to  be  making 
a  fortune  but  instead  you're  giving  the 
profits  away  to  all  the  dead-beats  and 
credit-suckers  in  town.  You  don't  need 
a  new  system  of  bookkeeping.  What 
you  need  is  a  new  backbone.  If  you 
don't  change  your  methods  at  once,  the 
sheriff  will  get  you." 

A   Practical    System. 

I  have  heard  that  the  acquirement  of 
a  new  backbone  was  too  much  for  him 
and  that  he  did  not  change  his  method*. 
Anyway  the  sheriff  got  him  in  the  end. 

This  experience  and  countless  others 
along  the  same  line,  have  convinced  me 
that  it  generally  pays  to  make  your 
bookkeeper  responsible  for  the  collec- 
tion of  out-standing  accounts.  Of  course 
it  will  always  be  necessary  to  supervise 
the  work  very  carefully  but  do  not  ap- 
pear in  the  matter  before  your  custom- 
ers. No  matter  how  tactful  a  merchant 
(Continued   on   page   20.) 
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Suggestion  for  collection  card. 


Big  procession   with   hand   and  delivery   wagons  in   front  of  t he   Sherwood   store  ready   to  Mart  out  the  afternoon  before  the 

>  "  Celebration  Sale." 


Boy  Scouts5  Band  Started  Off  a  Big  Sale 


Unique  Ideas  in  "Celebration  Sale"  of  C.  W.  Sherwood  Co.  of 
Regina — Catalogues  Issued  With  Privilege  of  Buying  Goods 
Three  Days  Before  Sale — Special  Lines  Each  Day  —  Railroad 
Fare  Paid  and  Free  'Bus  Met  Trains — Samples  <>t'  Advertising 
Matter. 


REGINA,  Sask.,  June  2  (Special). 
The  0.  W.  Sherwood  Co.,  Lim- 
ited, of  this  city,  whose  beauti- 
ful structure  is  commonly  known  as 
"The  Million  Dollar  Store."  held  an 
anniversary  recently  which  proved  an 
immense  success.  The  event  was  staged 
along  the  same  elaborate  lines  that  are 
typical  of  what  has  passed  into  a  com- 
mon business  phrase,  "Western  spirit." 
Who,  save  these  wide-awake,  confident 
and  ambitious  merchants  of  these  vig- 
orous towns  and  cities  on  the  plains 
would  have  thought  of  engaging  a  hand 
and  holding  a  procession  through  the 
city  with  a  long  line  of  delivery  wagons 
placarded    with    news    of    the    big    sale.' 

The   name   itself   was   novel.   "Celebra- 
tion"  sale.-  -celebrating   the   erection    of 
a    magnificent      property   and    the    subse- 
quent  progress  of  less  than  one  year. 
Note  in  the  accompanying  illustration 

the   big  drum   near  the   head   of  the   pro- 

cession,  with  the  big  sign  at   the  front, 

"Starts   To-morrow,"   and   "Celebration 

Sale"  signs  on  eleven  delivery  wagons. 

As  a  street  precursor  to  the  --ale  tins  de- 
\  ice    atl  racted     I  lie     at  teiition     of    thoiis 

ands.  The  parade  started  at  .">  o'clock 
in  the  afternoon,  and  passed  through  the 
principal  streets  of  the  city. 

The   Advertising   of   It. 
The  advertising  of  the  sale  in   news 

papers    and    b\     circulars    \\a-    also    ear- 

I  "ut  on  a  b'iLr  scale  under  the  charge 

oi    I'..   II.   Bedford.     The  sale  began   on 

a    TlU  "!i\    .  i  ml    in    the    Mondaj    morning 


papers      under      the      heading      "Store 

News"-   a   feature  of  this  firm's  ads. — 

was  a  last  reminder  of  the  .^1 00,000  sale 

and  parade.     Tt  read  as  follows: — 

Everything  is  about  ready  for  the 

big    Celebration    Sale    which    starts 

Tuesday    morning    at    8.30.         Over 

one  hundred  thousand  dollars'  worth 

of  goods     will     he     placed     on   the 

counters      Tuesday      morning      for 

special      Celebration      selling.      We 

EVERYTHING  FOR  EVERYBODY  TO  EAT,  WEAR  AND  FOB  THE  HOUSE 
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promised  to  give  yon  the  biggest 
value-  thai  you  have  ever  seen,  and 
yon  will  find  that  we  have  more 
than  fulfilled  our  promise.  If  you 
have  not  received  our  catalogue  you 
will  find  B  large  number  of  addi- 
tional items  advertised  in  Monday's 
night  and  Tuesday's  morning 
papers. 

We  will  have  a  parade  Monday 
afternoon  at  5  p.m..  leaded  by  the 
Boy  Scouts  and  their  band.  They 
will  leave  the  corner  of  Victoria 
avenue  and  Albert  street  Monday 
afternoon.  going  east  to  Broad. 
north  to  Scarth.  west  to  Hamilton. 
north  to  South  Railway,  west  to 
Scarth,  south  to  11th  avenue,  west 
to  Albert,  south  to  the  Sherwood 
-tore.  Be  sure  and  see  the  h 
and  other  features  of  this  parade. 
It  yon  have  not  received  a  catalogue. 
gel  one  at  once  and  take  advantage 
.'t  the  thousands  of  prices  and 
items  thai  you  can  order  in  ad- 
vance of  the  tirst  day  of  the  sale 
and  delivery  will  he  made  Tuesday 
morning. 

A  liberal  use  of  space  in  the  Mon- 
day evening  papers  marked  the  eve  of 
the  sale.  One  full  page  ad.,  reproduced 
here,  show-  the  site  o\'  the  store  not 
even  the  foundation  dug  just  one  year 
previously. 

Two  Full  Pages  of  Ads. 
This    was    supplemented    h\    a    second 
page    in    the    same    issue,    called    "Over- 
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flow  ad."  In  nearlv  every  case  the 
regular  price  of  eacli  item  was  given, 
followed  by  the  reduced  or  "Celebra- 
tion" prices.  The  price  figures  were 
played  up  prominently  in  all  the  ads, 
usually  covering  a  space  of  two  lines  of 
the  ordinary  descriptive  matter. 

Every  day  for  the  rest  of  the  week, 
six-  or  seven-column  ads.  were  used  with 
the  big  display  lettering,  "Celebration 
Sale,"  a  prominent  feature  of  the  top. 
On  Wednesday  it  was  announced  that 
"Thursday  will  be  Housefurnishing 
Day ' '  and  nearly  the  whole  ad.  was  de- 
voted to  bargain  in  this  department. 

Employees'  Profit-Sharing. 
Friday  showed'  another  variety  to 
keep  public  interest  fresh.  "Employees' 
Profit-Sharing  Day.-'  "Store  News" 
featured  in  a  panel,  came  up  to  the  front 
with  its  pertinent  announcement  and  ex- 
planation as  follows: 

Friday,  the  big  day  of  our  Cele- 
bration Sale.  This  will  be  em- 
ployees' day.  Our  employees  have 
been  asked  to  select  the  goods  for  ad- 
vertising and  to  make  the  price  that 
will  make  their  day  the  big  day  of 
the  sale.  Every  employee,  both 
salespeople  and  even  to  those  that 
deliver  goods,  will  receive  an  extra 
percentage  on  the  business  of  that 
day.        This   will   be   a    genuine   co- 


operative sales  day.  It  will  pay 
you  to  read  every  item  advertised, 
carefully,  and  please  remember  that 
all  catalogue  goods  as  heretofore 
advertised,  the  same  price  will  con- 
tinue. If  any  lots  are  sold  out,  new 
lots  have  been  added  of  equal  or 
Setter  value. 

THE  OCCASION. 

"One  year  ago  work  was  commenced 
r.pon  the  Excavation  for  this  big  new 
Million  Dollar  Store. 

"On  November  6,  1913,  the  doors  of 
the  building  were  thrown  open  for  busi- 
ness. The  erection  and  completion  of 
our  big  building  has  been  the  greatest 
accomplishment  in  the  Canadian  North- 
West.  And  in  honor  of  our  first  Birth- 
day and  in  recognition  of  the  steadfast- 
ness of  our  ever  increasing  trade  this 
first  Celebration  Sale  is  inaugurated." 
— From  the  Celebration  Sale  Catalogue. 

Visit  this   store  Friday  and   help 
the  employees  in  their  efforts. 

Co-operation. 

The  idea  of  co-operation  was  strength- 
ened by  an  announcement  spread  across 
the  top  under  the  display  line:  "The 
Keynote  of  the  Success  of  this  Business 
is  Co-operation.  Co-operation  between 
the    Store    and    the    Producer — between 


the  Store  and  the  Public — between  the 
Store  and  its  Employees."  The  idea 
of  co-operation,  as  announced  above, 
was  carried  out  so  far  as  paying  the  em- 
ployees an  extra  amount  for  the  day's 
services.  Indeed,  this  was  done  during 
the  whole  week,  the  firm  announcing: 
' '  During  this  sale  we  expect  our  em- 
ployees will  work  harder  and  longer 
hours  than  usual;  therefore  we  are  pay- 
ing every  one  extra  for  this  week.  Each 
day  of  this  week  there  will  be  some  spe- 
cial feature.  You  will  not  only  want  to 
come  the  first  day,  but  you  will  want  to 
come  every  day  during  the  five  sale 
days. ' ' 

Free  Bus  to  all  Trains. 

Among  the  special  drawing  cards  was 
a  free  bus  to  meet  trains,  bringing 
people  to  the  store  free  of  charge. 

A  system  of  rebating  railroad  fares, 
now  practised  extensively  in  the  West 
on  special  occasions,  was  carried  out  as 
follows: — "We  rebate  all  railroad  fares 
up  to  the  amount  of  five  per  cent,  of 
your  total  purchases." 

Paying  Railroad  Fare. 
For  instance,  if  the  railroad  fare  was 
five  dollars,  it  would  be  necessary  for 
the  total  purchases  to  be  $100.  If  they 
were  only  $50,  the  customer  would  re- 
ceive    $2.50    towards     the     fare.       The 

(Continued  on  page  20.) 
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Score  of  Experts  on  Retail  Advertising 

Wonderful  Gathering  Planned  for. June  21-25  in  Animal  Conven- 
tion of  Associated  Advertising  Clubs  of  America — StereopticOB 
Views  on  Styles  of  Advertising — Details  of  Valuable  Program. 


THIS  is  ;i  message  of  invitation  to  every  Canadian 
drj  g Is  merchant  and  ad.  writer  t<>  participate  in 
the   greai    [nternational    Convention   of   Associated 
Advertising  Chilis  of  America,  to  be  held  ;ii 
Toronto,  June  L'l-25. 

Ii  will  be  a  wonderful  Convention  in  size 
alone,  for  the  present  estimate  of  attendance 
is  6,000,  and  from  additional  reports  coming  in 
daily  ii  is  quite  conceivable  that  the  attendance 
may  reach  as  high  as  10,0(1(1.  There  will  be  two 
Or  three  special  trains  I  ruin  Boston,  one  each 
from  New  York,  Chicago,  Omaha,  Dallas,  Balti- 
more, California,  and  other  stales  and  cities. 
As  lor  Canada,  this  will  he  the  lirst  time  in  its 
history  that  the  annual  convention  of  the 
A.A.C.  of  A.  has  been  held  outside  the  United 
States,  and  Canadian  ad  clubs  from  Halifax 
to  Vancouver  are  planning  to  participate  in  the 
very  ureal  honor  of  acting  as  hosts.  Montreal 
lias  two  active  organizations  which  are  plan- 
ning to  unite  forces  and  come  as  one  big  dele- 
gation representing  that  important  centre  of 
advertising  enterprise.  A  most  attractive 
water-trip  is  a  part  of  the  itinerary  as  ar- 
ranged at  present.  There  are  all  sorts  of 
thrillers  coming  out  of  the  West — reports  of 
special  trains  from  Edmonton,  run  in  conjunc- 
tion with  other  specials  coming  through  from 
the  Pacific  coast,  to  say  nothing  of  much 
special  "doings"  on  the  side.  Vancouver, 
Calgary,  Lethbridge,  Regina,  Winnipeg,  and 

\\  ill   all   be  represented. 

Will  Meet  at  Exhibition  Grounds. 

The  place  of  holding  the  Ad  Clubs'  Convention  is  abso 
lutely   unique-     for   il    is  none  other  than   the  grounds  am 


niense  lakeshore  park,  but   only  fifteen  minutes'  ride  from 

the   very    heart    of   Toronto.   Canadians   should    feel   justly 

■  d  that  they  are  to  act  as  hosts  to  delegates  and  visi- 


Art  Galleries  where  the  Printed  and  Lithographed  Display  will 
be  on  exhibition. 


ither    cities 


Europe,  Australia, 


Showing  one  wing  of  the  Horticultural  Building,  where  News- 
paper Section  will  meet 


buildings    of    the    Canadian     National     Exhibition     the 
world's  largest   annual  exhibition.     Considering  the  type 
of  buildings  and  the  number  of  them  thus  placed  at   the 
posal  of  the  Convention,  situated  as  they  are  in  an  im 

II 


tors   from  all   over  the   United  State; 
the   Philippines,  and  other  countries. 

Those  who  have  not  visited  Toronto  recently  will  hud 
the  trip  East     or  from  the  East,  as  the  case  may  be 
pleasureable  on  that   account  also.     Toronto's  growth  in 
population   daring  the   past    ten   years   has   been    138   per 
cent,   and   the   building  and   improvements 
every  kind  that   have  been  made  during  that 
time,  or  even  during  the  past   five  years,  are 
no!  hing  short  of  marvelous. 

A  Wonderful  Programme. 
The  first   draft  of  the  programme  has  just 
recently  come  to  hand   from  John  K.  Allen,  of 
the  Christian  Science  Monitor.  Boston,  chair- 
man of  the  Programme  Committee,  and  it 
wonder. 

Never  in  the  history  of  all  business,  it  is 
safe  to  say,  has  any  business  gathering  had 
such  a   leas!   prepared  for  it. 

First  of  all  should  be  praised  the  complete- 
ness, i  be  comprehensiveness  of  this  programme. 
h  ion.  lies  upon  every  phase  ol  every  subject  of 
importance  to  those  who  will  attend  the  con- 
vention. It  -hows  the  most  careful  thought 
and  an  intimate  knowledge  oi  the  needs  of 
both  buyer  and  seller  of  advertising.  Everj 
advertising  interest  will  have  abundant  op- 
portunity lor  expression,  and  it  is  evident  that 
many  a  long-recognized  problem  is  destined  to 
discoA er  its  solution  in  dune. 

It    is   when    one   consider-    the   speaker-    -. 

cured  bj  Mr.  Allen  and  Ins  associates,  how- 
ever, that  the  full  significance  o\'  this  program  is  under- 
stood. There  are  coming  to  Toronto  men  of  international 
reputation  in  their  respective  lives;  men  long  recognized 
BS  al  solute  authorities,  and  men  well   worth  coming  across 
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the  continent — or  around  the  world,  for  that  matter — to 
hear. 

Apart  from  a  few  general  sessions  of  the  entire  con- 
vention the  gathering's  will  be  split  up  into  departmental 
sessions.  The  man  who  is  interested  in  the  production  of 
newspaper  ads.  will  not  be  called  upon  to  listen  to  eulogies 
of  bill-board  advertising  and  discussions  as  to  its  improve- 
ment and  encouragement  as  a  medium  for  advertising. 

For  the  men  who  are  interested  in  retail  advertising,  a 
separate  programme  has  been  provided  that  will  occupy 
three  full  sessions,  one  each  on  Monday,  Tuesday,  and 
Wednesday.  These  will  be  held  in  the  Transportation 
Building,  with  Mauley  M.  Gillam,  of  New  York,  as  chair- 
man. Papers  will  be  given  by  the  advertising  managers 
of  some  of  the  most  successful  retail  stores  in  America. 

A  list  of  some  of  the  subjects  will  indicate  the  nature 
of  the  programme  an/1  give  an  index  to  the  great  value 
of  the  information  that  will  be  furnished.     There  is,  for 
example,  an  address  on  Monday  at  2.40  p.m.  on  "  Honesty 
the   Most   Important    Factor   in    Retail    Advertising,"   by 
C.     L.      Brittain,     of 
Kansas    City,    adver- 
tising     manager       of 
Klines,    a    sample    of 
w  hose      advertising 
work       appeared       a 
few    months    ago     in 
The  Review. 

"  Truthful  and 
Untruthful  Adver- 
tising as  Applied  to 
Business  Building 
will  be  handled  by 
George  H.  Eberhard. 
president  of  the 
George  E.  Eberhard 
Co.,  of  San  Francisco. 

"  The  Problems  of 
the  Small  Retail 
Dealers  "  is  a  subject 
taken  up  by  Harvey 
R.  Young,  advertising 
manager  of  the  Col- 
umbus "Dispatch." 


manager  of 
Bullocks,  Los 
Angelas,  will 
deal  with  "  The 
A  d  v  e  r  t  ising 
Appropriation  : 
W  hat  to 
Spend."  A  for- 
mer advertising 
manager  o    f 

Marshall  Field's 
will  treat  this 
subject  from  the 
point  of  view, 
"  Where  and 
How  to  Spend 
It."  and  so  on. 
This  brief 
summary  gives 
an  inkling  of 
the  good  things 
in  store.  For 
those     who      are 


Classical    Entrance    to    Applied 
Arts  Building. 


.„  , 


Bird's  Eye  View  of  Convention  Grounds,  with  the  Press  Building 
in  the  foreground. 


0 

"Ask  for  it  at  the  Administration 
Building." 


One  of  the  ad- 
dresses that  pro- 
mises to  pro  v  e 
among  the  most 
beneficial  will  lie 
on  "  Style  of  Ad- 
v  e  r  t  i  s  i  n  g,' '  by 
Frank  A.  Black,  of 
the  advertising  de- 
partment of  the 
great  Boston  store 
of"  Filene's."  This 
will  be  illustrated  by 
stereopticon  views. 

A  subject  that  is 
of  interest  to  all  will 
be  "  Tying  up  Win- 
dow Display  With 
National  Advertis- 
ing," by  C.  J.  Pot- 
ter, of   St.    Louis. 

The       advertising 


unable  to  attend  The 
Review  will  report 
the  papers  in  the 
Special  Fall  Number 
of  July  1. 

Sample     Displays, 

Another  valuable 
feature  of  the  con- 
vention will  be  the 
sample  displays  of 
manufacturers  for 
windows  and  stores, 
front  signs,  demon- 
strations, methods  of 
sample  distribution, 
mail   advertising,   etc. 

A  Sunday  Gathering. 
The  Ad  Club's  Con- 
vention opens  o  n 
Sunday.  This  in  it- 
self is  a  unique  fea- 
ture of  a  unique  Con- 
vention, and  to  com- 
memorate the  occa- 
sion the  committee  succeeded  in  arranging  for  a  wonderful 
Sunday  afternoon  meeting,  when  the  world  famed  choral 
conductor,  Dr.  A.  S.  Vogt,  will  be  present  with  his  equally 
famous  Mendelssohn  Choir.  They  will  render  several  com- 
positions absolutely  new  to  this  continent,  which  they 
are  preparing  for  the  forthcoming  European  tour  next 
year.  This  feature  alone  would  at  once  make  this  meeting 
a  notable  one.  and  when  it  is  realized  that,  in  addition, 
there  will  he  as  speakers  William  Jennings  Bryan  and 
others  of  international  reputation,  some  conception  of  the 
treat   in  store  may  be  had. 

The  entertainment  provided  includes  a  moonlight  ex- 
cursion, a  yacht  race,  a  huge  carnival  of  water  sports. 
Wednesday  evening  will  see  motor  cycle  races,  military 
t-.itoo,  and  a  musical  demonstration  by  nine  military  bands. 
This  will  be  followed  by  a  dazzling  pyrotechnic  display, 
including  the  portraits  in  a  blaze  of  fire  of  his  Majesty 
King  George  the  Fifth  and  Woodrow  Wilson,  President  of 
the  United  States,  while  between  the  two  will  be  crossed 
flags  of  living  fire — the  Union  Jack  and  the  Stars  and 
Stripes. 
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Conference  on  Retail  Advertising 

Complete   Program  for  Three    Days  Devoted   to  This 

Subject  at    Associated  Ad   Clubs'   Convention 

in  Toronto 


Monday,  June  22. 

2.10  P.M.— Address:  "Where  There  Is  No 
Vision,  the  People  Perish,"  by  Mrs.  Jessie  L. 
Leonard,  of  Boston,  .Muss.:  secretary  of  the 
Boston  Women's  Publicity  Club;  advertising 
and  sales  manager  of  the  Natural  Line  Corset 
Co. 

2.40  P.M.— Address:  "Honesty  (he  Most 
Important  Factor  in  Retail  Advertising."  by  C. 
I..  Pritlain.  of  Kansas  City,  Mo.;  advertising 
manager  of  "  Kline's." 

3.  10  P.M.— Address:  "The  Mail  Order  Field 
for  the  Retail  Dealer,"  by  C.  M.  Baird,  of  Min- 
neapolis, Minn.;  advertising  manager  of  the 
Plymouth  Fur  Co. 

3.40  P.M.  Address:  "The  Problems  of  the 
Small  Pelail  healers."  hy  Harvey  R.  Young,  of 
Columbus,  0. ;  advertising  manager  of  the 
Columbus  "Dispatch." 

4.10  P.M.— Address:  "Truthful  and  Un- 
truthful Advertising  as  Applied  to  Business 
Building,"  by  George  II.  Eberhard,  of  San 
Francisco,  Cal. ;  president  the  George  P.  Eber- 
hard Co. 

Tuesday,  Jink  23. 

8. 10  P.M.— Address:  "Co-operating  with  the 
Dealer  to  Increase  His  Sales,"  by  Louis  K. 
Liggett,  of  Boston,  Mass.;  president  of  the 
United  Drug  Co. 

8.40  P.M.  Address:  "Style  of  Advertising." 
Illustrated  by  stereopticon.  By  Frank  A.  Black. 
of  Boston,  Mass.;  of  the  advertising  department 
of  "Filene's." 

0.10  P.M.— Address:  "Tying  Up  Window 
Display  with  National  Advertising,  by  C.  J. 
Potter,  of  St.  Louis.  Mo.,  of  "The  Drygoods- 
man." 

9.40  P.M. —Address:  "The  Future  of  the 
Specialized'  Store,"  by  W.  A.  Ferree.  of  St. 
Louis.  Mo.,  of  Nelson  Chesman  &  Co. 

Wednesday,  June  24. 

9.  in  A.M.  Address:  •'The  Retail  Adver- 
tising Appropriation:  What  to  Spend."  by  W. 
A.  Holt,  of  Los  Angeles,  Cal.,  advertising  mana- 
ger of  Bullock's. 

10.10  A.M.— Address:    "The  Retail  Adver 
tising  Appropriation  :  Where  and  How  to  Spend 


It."  by  J.  J.  Stokes,  of  Chicago,  111. ;  president  of 
the  Middle  West  Advertising  Agency;  formerly 
advertising  manager  for  Marshal   Field  &  I 

10.40  A.M.— Address:  -The  Retail  Adver- 
tising Appropriation:  When  bo  Spend  It."  by 
Walters.  Hamburger,  of  Baltimore,  Maryland; 
advertising  department  Hochschild,  Kohn  A:  (  fc>. 

11.  10  AAI.  -Address:  -The  Advance  in 
British  Retail  Advertising,"  by  George  Edgar, 
of  London.  Eng. :  of  the  "Advertiser's  Weekly." 

11.40  A.M.— Address:     -How    the    Educa 
tional   Work  Trains  Letter  Retail   Advertising 
Men." 

OVER  THE  COUNTEB   PROBLEMS. 

In  a  special  article  on  the  programme,  Ed- 
ward Mott  Woollev  thus  deals  with  the  end  of 
particular  interest  to  retail  merchants: 

"The  Retail  Advertising  group  embraces  men 
who  come  very  close  to  that  great  general  mar- 
ket, the  people.  "Over-the-Counter"  problems 
that  have  been  solved  by  local  advertising  will 
be  analyzed  in  detail.  Shrewd  men  and  success- 
ful women  have  promised  to  tell  the  inside 
stories  of  their  making  good.  And  then  the 
splendid  Retail  exhibit ! 

"This  display  of  the  retail  group  will  he  one 
of  the  chief  features  of  the  convention.  Its 
purpose  is  to  tie  the  work  of  the  various  depart- 
mental bodies  to  the  counters  of  retail  st< 
and  demonstrate  to  retail  dealers  the  value  of 
selling  products  that  are  nationally  and  locally 
advertised:  also  to  show  the  approved  methods 
of  displaying  such  product-,  and  to  give  ex- 
amples of  advertising  matter  supplied  by  the 
manufacturers,  distributers,  etc  Hence  manu- 
facturers have  been  invited  to  secure  -pace,  to 
install  counters  and  shelves,  to  display  their 
goods,  to  make  window  and  store  displays  of 
their  advertising  matter,  to  show  store-front 
sighs,  demonstrations,  method.-  of  sample  dis- 
tribution, direct  mail  advertising  matter,  and  so 
on.  In  construction,  elaborateness  of  display, 
and  completeness  of  the  showing,  this  will  he 
one  of  the  mosl  important  advertising  exhibits 
ever  made.  The  retail  dealers  of  tin-  United 
States  and  Canada  are  especially  invited  [• 
it.  Possibly  25,000  people,  or  more,  will  a© 
if  advance  interest  is  an  accurate  yardstick." 


The    Truth 


Kmblem 
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$$$$$$    Day  From   the  Dressing   Tent 

Representative  of  The  Review  Describes  Selling  Event  as  He 
Found  it  in  Midland — Some  of  the  Devices  of  the  Merchants  in 
Windows  and  Advertisements. 

By   a    Staff  Correspondent. 


MIDLAND,  June  2.— When  one 
satisfied  merchant,  at  the  end 
of  a  big  day's  business  on 
Dollar  Day  made  the  remark  that  it  was 
"  just  like  a  circus  day  without  the  big 
top  and  with  the  merchants  in  the  cash 
wagon,"  he  merely  struck  a  unique  ex- 
pression of  the  opinions  of  many  retailers 
at  the  end  of  a  day  which  has  made  them 
wish  for  bigger  stores,  heavier  stocks  of 
bargains,  and  larger  sales  forces  to 
handle  the  crowds.  There  are  other 
opinions  regarding  the  Dollar  Day 
policy  to  be  encountered ;  there  are 
tl'cse  merchants  who  do  not  believe  in 
sales  of  this  kind ;  but,  generally  speak- 
ing, Dollar  Day  has  proven  a  big  draw- 
ing card  in  the  towns  and  cities  in  On- 
tario and  other  provinces  where  it  has 
been  tried.  It  is,  or  rather  was,  in  many 
cases  a  distinct  novelty ;  excitement  pro- 
mised, with  business  in  the  background, 
and  this  in  itself  is  sufficient  to  draw 
the  crowds. 

Circus  Spirit  in  the  Air. 

For  a  stranger  in  a  town  on  Dollar 
Day  the  circus  impression  is  very  strong. 
In  Midland,  from  early  morning  when 
the  stores  opened,  the  aisles  were 
crowded  with  customers — people  from 
the  town  and  from  the  country  searching- 
through  the  bargain  counters,  and  in 
many  cases  waiting  upon  themselves 
where  the  clerks  found  it  impossible  to 
handle  the  rush.  On  the  streets  there 
was  a  free-and-easy  social  spirit  in  the 
air;  everybody  seemed  to  be  out  for  a 
little  fun.  and  the  spending  of  money 
was  not  confined  to  bargains. 

To  continue  the  circus  idea  which 
appeals  to  the  non-participating  visitor, 
he  is  soon  likely  to  have  it  brought  home 


to  him,  as  occurred  with  a  representative 
of  The  Review,  that  he  is  one  of  the 
''  great,  free,  outside  attractions." 
Everybody  is  looking  more  or  less  pub- 
licly for  the  mysterious  Bill  Dollar,  and 
the  stranger-about-town,  no  matter  how 
little  he  may  resemble  the  Dollar  family, 
is  bound  to  get  acquainted  informally 
with  a  lot  of  people  who  for  the  day  do 
not  seem  to  think  it  necessary  to  make 
an  apology  for  mistakes  in  identities. 
This  was  particularly  true  with  The 
Review  man  when  several  merchants  got 
into  the  fun  and  began  to  point  out  this 
particular  stranger  as  a  likely  prospect — ■ 
really,  it  was  a  shame  to  disappoint  so 
many;  had  the  hunting  ones  been  look- 
ing nearer  home  for  the  mysterious  one 
they  would  have  been  closer  to  the  re- 
wards. 

But  the  outward  aspects  of  Dollar 
Day  need  no  more  than  passing  refer- 
ence; every  merchant  knows  in  a  general 
way  of  the  idea  upon  which  the  sales  are 
based — giving  big  value  for  the  dollar 
and  novelty  attraction  to  bring  the 
people  to  town.  Of  more  interest  may 
be  some  information  from  behind  the 
Men os — or.  out  of  respect  to  the  circus 
idea,  from  the  Dressing  Tent — as  to  how 
the  production  is  arranged  and  the  dif- 
ferent attractions  staged. 

Organizing  for  Dollar  Day. 
Dollar  Day,  in  the  first  place  and 
foremost,  represents  co-operation 
amongst  the  business  men  of  the  city  or 
town — it  is  altogether  built  up  around 
this  idea,  whether  the  merchants  carry 
out  the  scheme  themselves,  whether  it 
is  organized  by  the  newspapers,  or  whe- 
ther it  is  carried  through  by  an  indi- 
vidual working  with  the  merchants  and 


newspapers,   as   has   been    the   case     in 
several  places  in  Ontario. 

The  merchants  put  up  a  special  fund 
for  advertising  and  for  organization1 
work.  This  sum  need  not  be  large,  for 
the  newspapers,  when  they  do  not  take 
hold  of  the  matter  themselves,  will  usu- 
ally be  found  ready  to  give  both  display 
and  reading  space,  for  Dollar  Day  means 
a  big  increase  in  the  volume  of  advertis- 
ing carried  by  the  local  houses.  Where 
an  organiser  is  employed,  these  matters 
of  detail  are  easily  arranged,  and  a  man 
who  is  in  the  game  can  naturally  be  ex- 
pected to  carry  on  a  very  effective  ad- 
vertising programme. 

The  Advertising  Campaign. 

The  advertising  opens  with  a  general 
announcement,  of  the  decision  of  the 
merchants  to  hold  a  Dollar  Day — the 
advertisement  used  in  Midland  is  repro- 
duced in  connection  with  this  article, 
as  well  as  private  store  announcements, 
which  were  sent  out  in  the  form  of  cir- 
culars. In  connection  with  the  announce- 
ments, the  reading  columns  are,  of 
course,  used  to  attract  attention,  the 
whole  effect  being  to  impress  upon  the 
people  that  it  is  to  be  a  gala  day,  with 
more  fun   than  business. 

General  printed  announcements  are 
also  distributed  through  the  mails,  giv- 
ing the  names  of  the  merchants  who  are 
taking  part  in  the  sale  and  stating  the 
lines  of  goods  they  carry:  detailed  ad- 
vertising is  left  to  the  merchants  indi- 
vidually, who  arrange  their  own  special 
bargain  attractions.  From  the  Midland 
announcement  the  following  is  taken  to 
indicate  the  wide  range  of  the  sale  as 
embraced  in  the  stores  of  twenty-two 
leading   merchants: — 


Midland  DOLLAR  DAY,  Thurs.  May  21 

The  Sensation  of  the  Year  1914 

A  veritable  Gala  Day  of  Bargain  Selling.      It  will  be  the  Biggest  Day  of  Buying    and    Selling    in    the 

History  of  Simcoe  County.      Everybody  will  be  in  Midland  on  the  21st.    The  Merchants  will  co-operate 

to  make  Dollar  Day  Midland's  Biggest  Day  of  business  and  a  pleasure  to  all. 


SiUj,:,!,*  and  o 


Tbe  Dollar  Dai-  offering!  t-.il  toru.it  »I  Wcar.rw  Malenals  of  all  kinds  ,  Bool*  and  Shoe*. 
Erie*  and  Drugs.  HousehoM  Artirles.  Hardware,  Jewelry,  Dry  Goody  Fancy  Goads,  CanfeCliOMry, 
ncaJ  Fur  urn.  furniture,  Statist*) ,  Sporting  Gi.*ds.  I'tijicuraphy  —  in  fact,  something  "'  every 
for  One    DolLu.       , 

All  that  b  possible  to  do  at  th.,  time  is  to  warn  our  reader*  to  prepare  lor  Midland's  Big  Dollai 
and  to  watch  thes*  column*  (or  additional  original  an  J  un«jue  features  in  connection  irWe»tih 
■  are  tremendous  ihiogs  in  Wore  lor  you.  Tim  .*  ■•)  fake  advertising  if  heme,  as  it  is  conducted  by 
irrth.ni,  ihemsHvei.  Some  Deoolr  ,  U-m  thai  the  ourchas'imr  power  of  I  dollar  is  not  what  n  v  u 
twymotethanevei  twfore  m M>d<    .d. 


r,li.„. 


eMysl 


*  Mr.  Ilill  Uulla 
■nisi  have  ■  itrci 
II  Hollar  will  .iik 

d  ■town  him  reee.w,  he  i 

:<  Mr  Bill  Dollars  capiur. 
15  from  lurroundina;  toon 
Club  Rale  is  much  chiap< 

0  compared  to  Dollar  Day 


e  fun.  "The  Hyanriouj  Fl 
n  Dollar  Day  only  All*,.,,, 
J  follows  :     "Are  you  (he  m> 

an, I  il  v,,[i  \,.,v  addressed  hi 
er  for  F.vo  Dollars  in  Gold. 


Everything, 
thing  of  that 


hey  are  quite  right,  but  oo  May  Zlsta  Dollar  bill  will  twy  n 

DOLLAR    DAY"  STORES    OPEN    TILL    10    P.  M.    DOLLAR    DAY. 

WATCH     FOR     LATER     ANNOUNCEMENTS. 
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DRY    GOODS    REVIEW 

Samples    of    Advertising   for    Dollar    Day. 
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Bring  Us  Your  Trade  We  Pay  Highest  Market  Price  Dollar  Day 


MIDUM)  hill  I  tk    DM 
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Stara  oc<n  until  10  3(J 
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J.  B.  HORRELL  &  SON       "SSy 
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1000  pairs  of  Ladies',  Children's  and  Men's  Shoes  and  Every  Pair  Less  Than  Cost 
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Big  Value  in  Corsets 
i.oo  Pair  (9%> 
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Samples  of  ads. 
used  for  Dollar  Day 
by  Midland  a  n  d 
one  Orillia  store. 
Nearly  all  items 
amount  to  an  even 
dollar. 


SHOPPING 
BV  MAIL 
ON  OOLLAR  DAY 

1 EARLY  MORNINC  STARTERS . 

Do.  1    SILK  HOSE        R"OY  *T  "  *"■     Hi  2    MEHS  SOWS 

RAILWAY  FARES  REFUNDED 
ON  SATURDAY,  MAY  16 

SKIRTS  AND  UNDERSKIRTS    WAISTS 

Wii«H  a   DRllUtlin 

WHITI     UrtOtjUIIlT* 

^ic.Sitrriri'ui 

Will  a  Dollar  Stretch  P 


— ?bom  9  to  io  111  Tut  evtMmc—  50  DOLLAR  BILLS  CIVEN  AVYAY  FREE  IN  THE 
SHDE  DEPARTMENT 


-II   OCIOCK  SKCUl- 


STOCKINCS 


WHITEWEAR 


4    Ill         .1  4    .414     ■    44 


■-—"-       -,„,,,     ,„„„    „ 

SUMMER  UNDCKWEAD 


5   Ask  for  the  Dollar  Day  Corset  Leader 


ANY  MAN  OR   BOY  CAN 
HAVE  THIS  SUIT  FREE 


your  Purchatt  Check,  then  go  out  and  find  Mr  Bill  DoUar 
ulutr  him  property  and  bnnc  h.»  order  to  our  ..lore  Tothetim 
party  doinf  a*  above  we  will  refund  in  cuh  the  purvtuuc  one* 
of  the  «uit  you  bouajht.  or  we  wiU  tie*  you  (re*  another 
Suit  of  the  urot  value,  whichever  you  prefer,  on  Dollar  Day 
Saturday.  May  16th 


Criticisms  of  thi 
ads.  will  appear  in 
department  devot- 
ed to  display  and 
stove  equipment  in 
present  issue. 
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DRY    GOODS    REVIEW 


'  •  The  Dollar  Day  merchants  whose 
names  are  printed  on  this  bill  will 
offer  at  reduced  prices  wearing'  ap- 
parel of  all  kinds,  boots  and  shoes, 
groceries,  drugs,  household  articles, 
hardware,  jewelry,  dry  goods, 
fancy  goods,  confectionery,  electric 
fixtures,  stationery,  sporting  goods, 
furniture,  musical  instruments;  in 
fact,  something  of  everything  for  one 
dollar." 

Placarding  Windows. 
The  stores  which  are  taking  part  in 
the  sale  are  placarded  with  posters  two 
weeks  before  the  sale,  and  special  win- 
dow displays  are  most  effective.  Shortly 
before  the  day  of  the  sale  additional 
posters  are  added  of  a  different  color, 
merely  announcing  "  Dollar  Day  Bar- 
gains." Slides  in  the  picture  shows  are 
also  found  to  be  an  effective  means  of 
advertising,  especially  in  towns  where 
there  are  only  weekly  papers,  and  it  is 
thus  more  difficult  to  keep  the  matter  be- 
fore the  public. 

There  is  one  piece  of  advice  that  can 
be  handed  straight  from  the  shoulder  to 
the  merchant  who  wants  to  take  part 
in  a  Dollar  Day  and  make  a  success  of 
it — and  that  is  to  advertise  effectively. 
There  are  bargains  that  appeal  in  a  sale 
of  this  kind,  and  there  are  window  at- 
tractions which  draw  trade,  and  it  is 
the  stores  where  this  phase  of  the  game 
is  studied  that  reap  the  benefit.  In 
Midland  there  were  stores  alongside  of 
each  other,  in  the  same  line  of  business. 
where  in  one  a  crowd  would  be  found 
and  in  the  other  a  comparatively  empty 
aisle.  It  only  needed  a  look  at  the  store 
fronts  to  read  the  reason.  Dollar  Day 
is  not  a  time  for  fancy  trims  and  style 
talks;  it  is  a  day  for  bargains  and  a 
display  that  will  stop  the  crowd. 

Some  Novelty  Effects. 

An  effective  window  was  seen  in  the 
clothing  department  ^f  the  Playfair- 
Preston  Company,  where  dollar  bills 
were  suspended  from  the  top  on  strings, 
and  when  an  electric  fan  was  turned  on 
the  result  was  startling — who  will  resist 
the  temptation  of  looking  at  a  whirling- 
cloud  of  dollar  bills. 

In  another  window  the  announcement 
was  seen:  "  We  are  not  displaying  our 
$•$$;  we  haven't  many  to  display;  but 
we  are  displaying  values  that  defy  com- 
petition. " 

Another  effective  window  may  be 
worked  out  with  paper,  the  word 
"prices"  appearing  under  a  hammer 
marked  "Dollar  Day,"  with  the  words 
"Driving  down  prices." 

Still  another  is  produced  by  display- 
ing an  immense  $  sign  in  red  paper,  with 
an  axe  cutting  into  the  top  of  it,  and  the 
words,  "Dollar  Day  cuts  prices  in  half," 
or  something  to  that  effect. 

Throughout  the  different  stores  Dollar 
Day  price  cards  can  be  effectively  used — 


Canadian  Credit  Men  Hold  Annual  Meeting 

Fire  Protection  and  Insurance  the  Chief  Ques- 
tions Discussed  —  New  Officers  Elected,  With 
R.  R.  Wilson,  Winnipeg,  as  President. 


Winnipeg,  May  27 — (Special). —  The 
annual  dinner  of  the  Canadian  Credit 
Men's  Association,  Winnipeg,  was  held 
in  the  Fort  Garry  Hotel  on  Thursday 
night  last.  Fire  protection  and  insur- 
ance were  the  subjects  under  discussion, 
and  some  lively  exchanges  of  opinion 
took  place.  Fire  Commissioner  Lind- 
bach  presented  a  statement  showing  the 
appalling  fire  waste  in  North  America, 
and  emphasized  the  importance  of  indi- 
vidual responsibility. 

After  the  discussion,  the  annual  meet- 
ing was  held,  at  which  the  following  of- 
ficers for  the  current  year  were  elect- 
ed: President,  R.   R.  Wilson,  of  Camp- 


bell Bros.  &  Wilson;  vice-president,  J. 
D.  Burnham,  of  Stobarts,  Limited, 
Henry  Detchon  was  re-appointed  gen- 
eral manager,  secretary  and  treasurer. 
The  following  four  members  of  the 
board  retain  their  seats  for  another 
year:— W.  S.  Fallis,  The  Sherwin  Wil- 
liams Co.,  of  Canada;  R.  R.  Wilson, 
Campbell  Bros.  &  Wilson ;  W.  S.  Arnold, 
Gowans,  Kent  Western,  Limited;  J.  W. 
Campbell,  John  W.  Peck  &  Co.,  Limited. 
The  following  five  were  appointed  to 
take  the  place  of  the  retiring  members: 
G.  M.  McBride,  J.  D.  Burnham,  Theo.  E. 
Howard,   S.   E.   Diamond,   W.   L.   Helli- 


Top    row    from    left    to    right: — T.    D'Arcy    McGee,    Thus.    Ryan    Co.;    J.    D.    Uuruham. 
Stobarts,  Ltd.,  Vice-President;  John  W.  Campbell,  John  W.  Peck  &  Co. 

Second  row: — Henry  Detchon,  General  Manager;  J.  Taylor  Webb,  Dom.  Storage  &  For- 
warding Co.;   J.  G.   Mcintosh,   Robinson,  Little  &  Co.,  Wood-Vallance,   Ltd. 

Third  row: — S.  E.  Diamond,  Ames-Holden,  MeCready,  Ltd.;  W.  S.  Arnold,  Gowans  Kent, 
Western,  Ltd.;  W.  S.  Fallis,  Sherwin-Williams  Company;  R.  R.  Wilson,  President,  Campbell 
Bros.  &  Wilson. 

Bottom  row:— Theo.  E.  Howard,  Gaults,  Ltd.;  G.  M.  McBride,  Wood-Vallance,  Ltd. 

Photograph  showing  members  of  last  year's  Board  of  Directors  of  the  Canadian  Credit 
Men's  Association,  Winnipeg.  These  were  re-elected,  with  the  exception  of  J.  Taylor  Webb, 
J.  G.  Mcintosh,  and  T.  D.  McGee.  R.  R.  Wilson,  of  Campbell  Bros.  &  Wilson,  wholesale 
grocers,  is  the  new  president,  and  J.  D.  Burnham,  of  Stobarts,  Ltd.,  vice-president.  Mem- 
bers of  the  new  board  not  in  this  picture  are  W.  L.  Helliwell,  Gurney  North-West  Foundry 
Co.,    Ltd.,   and    six    others    representing   the    outside   provinces. 


the  one  variety  of  card  at  once  denotes 
the  bargains.  Always  should  this  card 
denote  the  selling  price  and  the  former 
price — at  a  sale  the  people  want  to  know 
what  reduction  benefit  they  are  getting. 
At  Midland  the  organizer  arranged  the 
different  displays  referred  to. 
\'J 


Clearing  Up  Odd  Lines. 

The  policy  of  the  merchant  who  en- 
ters into  a  Dollar  Day  arrangement 
should  be  to  clean  up  his  stocks;  that  is 
where  the  benefit  lies.  If  the  average 
merchant  can  turn  dead  stock  into  live 
(Continued  on  page  95.) 
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SUPERVISION    OF     CREDIT 

ACCOUNTS. 

(Continued  from  page  11.) 

m:i\    be,   be   is   bound   to   find  difficulty 

when  it  becomes  necessary  to  exert  pres- 
sure on  a  slow-pay  customer  who  thinks 
that  he  knows  you  well  enough  to  be 
allowed  to  pay  when  he  likes,  unless  you 
can  make  the  transaction  appear  as  a 
part  of  the  store  system  over  which  you 
have  no  control.  When  a  debtor  of  this 
class  appeals  to  you  personally — and 
when  are  you  free  from  such  appeals'? 
— you  are  then  in  a  position  to  say : 

"Well,  it's  this  way,  Mr.  Smith,  I've 
made  my  bookkeeper  absolutely  respon- 
sible for  all  accounts  and  under  the  cir- 
cumstances I  can't  in  fairness  to  him  in- 
terfere. You  had  better  see  him  and 
give  him  as  much  as  you  can  now  and 
arrange  for  the  balance." 

This  cuts  the  ground  from  under  his 
feet.  The  stand  you  have  taken  is  a 
fair  and  logical  one.  He  cannot  appeal 
from  it  and  neither  can  he  take  offence. 
The  latter  is  an  important  point,  while 
it  is  essential  that  the  books  should  be 
kept  clean,  it  is  equally  essential  that 
the  merchant  should  avoid  trouble  or 
unpleasantness  with  customers.  An  ag- 
grieved individual,  no  matter  whether 
he  is  in  the  wrong  or  not,  can  do  a  lot 
of  harm  to  the  reputation  of  a  mer- 
chant. 

Supervising    Credits. 

But  if  it  is  often  advisable  for  a 
merchant  to  remain  in  the  background 
in  the  matter  of  collections,  he  should 
always  be  very  much  in  the  forefront 
in  the  matter  of  the  regulation  of  cre- 
dits. 

The  supervision  of  credit  is  in  reality 
more  important  than  a  collection  sys- 
tem. A  slow-pay  customer  cannot  do 
yon  out  of  your  money  if  he  does  not 
get  on  your  books  in  the  first  place. 
From  my  experience  I  would  strongly 
advise  that,  when  an  account  is  opened, 
the  amount  should  be  marked  in  the 
ledger  which  you  consider  this  account 
should  not  be  allowed  to  exceed.  And 
keep  to  it.  If  this  were  done  we  would 
not  find  the  books  of  so  many  merchants 
filled  with  accounts  quite  out  of  pro- 
portion to  the  means  of  the  debtors. 
Rills  have  a  truly  astonishing  rapidity 
I'm-  mounting  up.  When  an  account  is 
started  neither  the  seller  nor  the  pur- 
chaser   has    any    intention    of    allowing 

it  to  -row  to  large  proportions;  at 
leasl  the  honesi  purchaser  has  no  such 
intention,    Bui  as  time  goes  on  it  creeps 

Up  until  the  total  astonishes  both  the 
seller-  and  the  purchaser.  When  a  debt 
reaches  the  stave  where  it  is  beyond 
the    means   of   the    purchaser    to    settle    it 

within   a    reasonable   time  the   work   of 

clearing    it    off   becomes   a   laborious    one 

to  the  debtor  and  a  decidedly  ag- 
gravating ami   sometimes   embarrassing 


process  to  the  creditor.  In  many  cases 
customers  when  their  accounts  become 
too  big  to  pay  will  start  going  to  other 
stores.  They  may  not  be  intentionally 
dishonest,  but  merely  passively  lacking 
in  moral  ballast.  They  dread  to  face  the 
merchant  while  the  bill  is  still  running, 
and  thus,  following  the  line  of  least 
resistance,  transfer  their  custom  to  the 
opposition  store. 

Therefore,  limit  all  accounts  and  put 
that  limit  when  each  account  is  opened. 
As  stated  before,  keep  to  that  limit. 

Secondly,  I  would  urge  that  a  state- 
ment be  rendered  every  week  or  month, 
and  let  it  be  early  in  the  month.  Good 
payers  like  to  have  their  account  ren- 
dered regularly.  It  is  doubly  necessary 
that  accounts  should  be  rendered  reg- 
ularly to  slow-pay  customers.  This  is 
the  only  way  to  keep  them  spurred  up 
to  the  necessity  of  settling. 

Thirdly,  always  give  an  invoice  at  the 
time  of  purchasing. 

Collection    Card    System. 

In  handling  accounts  a  collection  card 
system  is  very  necessary.  Most  well- 
managed  stores  have  adopted  this  sys- 
tem, but  there  are  still  plenty  of  mer- 
chants who  do  not  even  know  how  col- 
lection cards  should  be  handled.  When 
an  account  becomes  slow  make  out  a 
collection  card  at  once,  putting  down  the 
name  and  address  of  the  debtor,  the  date 
covering  time  of  purchase,  the  balance 
of  the  account,  and  the  date  of  last 
payment.  A  sample  card  to  be  used  for 
the  purpose  is  shown  herewith.  It  will 
be  noticed  there  is  space  on  the  card 
to  record  as  well  the  date  on  which  let- 
ters are  written  or  calls  made  about  the 
account.  Space  is  also  allowed  to  record 
the  date  of  replies — if  any. 

All  collection  cards  should  be  num- 
bered. Thus,  the  first  collection  card 
will  be  No.  1,  and  the  copies  of  all  let- 
ters sent  to  this  party  will  be  marked 
No.  1,  and  filed  in  a  docket  or  envelope, 
which  will  also  be  marked  No.  1.  The 
replies  received  from  the  debtor  all  go 
in  this  envelope,  and  thus  the  complete 
correspondence  referring  to  the  account 
can  be  referred  to  instantly  and  with- 
out any  trouble. 

The  next  collection  account  will  be 
No.  2.  and  so  on. 

These  cards  should  be  kepi  in  a  box 
or  filing  cabinet  in  alphabetical  order. 
This  puts  the  whole  system  on  an  effi- 
cient  basis,  reduces  the  work  of  getting 
out  accounts,  and  of  looking  up  matter 
referring  to  any  particular  account,  to 
a  minimum. 

Write  Off  Bad  Debts. 

Many  merchants  make  (lie  mistake  of 
allowing  accounts  to  remain  in  their 
ledger8  that  they  know  to  lie  bad  and 
uncollectable.  According  to  best  book- 
keeping practice  accounts  should  be 
written  off  directly  they  are  known  to 
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be  bad,  or  even  if  there  is  any  doubt. 
In  such  cases  it  i-  bes(  to  write  them 
off  the  books,  and  keep  track  of  them 
on  collection  cards  until  every  means  of 
collection  has  been  tried.  In  any  case 
it  is  better  not  to  keep  in  your  books 
accounts  which  are  not  really  a  live  as- 
set. Otherwise  you  are  only  deceiving 
yourself  into  believing  your  bus 
to  be  worth  more  than  it  actually  is. 
Experience  has  shown  that  an  account 
which  lias  been  allowed  to  run  for  some 
time,  and  to  grow  to  large  proportions, 
cannot  safely  be  considered  as  a  live 
asset,  and  to  leave  it  on  the  books  in- 
vites mistakes  in  estimating  the  worth  of 
your  assets. 


BOY  SCOUTS'  BAND  STARTED  OFF 

A  BIG  SALE. 

(Continued   from  page  13.) 

genuineness    of    the    fare    was    checked 

in   this   way: 

Rebates  will  be  given  on  presen- 
tation of  your  return  ticket  or  con- 
ductor's receipt  and  sales  checks 
showing  purchases  at  our  Rebate 
Desk.  This  rebate  is  made  only  at 
time   of  purchase   of  goods. 

Catalogue  in  Red  and  Black. 

A  catalogue  played  a  big  part  in  the 
success  of  the  Sherwood  sale.  A  24- 
page  booklet  was  issued,  6  by  9  inches, 
ii  a  most  attractive  combination  of 
black  and  red  ink.  For  example,  all  the 
sale  prices  and  headings  were  in  red  ink. 
showing  a  pleasing  contrast,  the  regular 
prices  being  in  black. 

Thousands  of  these  were  issued  and  a 
special  provision  made  for  their  use, 
also  unusual.  Purchases  of  goods  marked 
in  it  were  allowed  to  be  made  before 
the  opening  day  of  the  sale.  Friday, 
Saturday  and  Monday  were  the  days 
chosen  for  this  advance  buying — Tues- 
day being  the  real  opening  day — and 
anyone  having  this  catalogue  was  al- 
lowed to  come  to  the  store,  select  mer- 
chandise, pay  for  it.  or  have  it  charged, 
and  delivery  of  the  goods  would  be 
made  on  Tuesday. 

In  order  to  keep  up  interest,  it  was 
announced  that  ''additional  new  goods 
will  be  placed  on  sale  each  day." 

The  sale  beginning  on  Tuesday  at  8.30 
a.m.  continued  for  the  rest  of  the  week. 
until  Saturday  at  9.30  p.m. 

The  results  justified  the  firm  in  de- 
claring  it  was  one  of  the  greateel  sales 
ever    held    in    the    West. 
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FREE  DRESS  MATERIALS. 

In  a  sale  in  Reynolds',  (ialt.  ii  was 
announced  that  the  first  thirty  ladies  en- 
tering  the    st ore    on    Saturday.    Ma< 

would  receive  material  for  a  dress  free 
of  any  charge. 
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LEARN    RETAIL   ADVERTISING 

AN  account  of  the  coining  convention  of  the  Associ- 
ated Ad  Clubs  of  America  appears  in  this  issue,  and 
the  list  of  subjects  on  which  addresses  will  be  given 
furnish  an  opportunity  to  the  merchant  and  his  ad.  writer 
that  probably  will  not  occur  in  a  score  of  years.  He  will 
be  face  to  face  with  many  of  the  men  who  have  made 
striking  successes  in  the  field  of  retail  advertising;  men 
bristling  with  ideas  and  equipped  with  well-proven 
methods  for  bringing  merchandise  effectively  before  the 
public.  Ad. -writing  is  a  difficult  part  of  the  business  of 
the  dry  goods  store;  it  is  a  department  that  requires  skill 
and  study,  and  it  is  one  of  the  phases  that  many  merchants 
know  least  about  and  yet  it  is  one,  like  the  display  of 
goods  in  the  store  and  in  the  window,  that  is  one  of  the 
most  vital  in  all  merchandising  methods.  To  mention  a 
single  one  of  the  items  arranged  for  the  programme,  is 
an  address  on  "Styles  of  Advertising,''  which  will  be 
illustrated  with  stereopticon  views  of  samples  from  a 
wide  range  of  stores  in  America.  The  merchant  and  his 
ad.-writing  department  should  be  represented  at  this 
convention.  If  possible,  he  should  join  an  ad  club  if  there 
is  one  in  his  vicinity;  if  not,  arrangements  can  be  made 
for  his  participating  in  the  sessions. 

% ' 


"THERE  IS  ONLY  ONE  TILL." 

THAT  while  there  may  be  a  number  of  cash  registers 
or  carriers  or  pneumatic  tubes  in  the  store,  there 
is  only  one  till  and  that  the  money  of  a  customer 
is  just  as  good  in  one  department  of  the  store  as  it  is  in 
another,  are  ideas  in  salesmanship  which  a  prominent  de- 
partment store  manager  tries  to  bring  home  to  his  clerks 
and  the  heads  of  the  different  departments.  He  has 
struck  the  nail  on  the  head.  When  you  discuss  the  depart- 
ment store  proposition  with  the  shopper  you  find  that  one 
of  the  few  objections  raised  is  the  difficulty  of  finding 
what  is  wanted  in  the  different  departments.  If  the  sales- 
people can  be  brought  to  appreciate  that  they  are  in  co- 
operation with  and  not  in  opposition  to  the  other  depart- 
ments of  the  store  then  there  will  be  more  satisfied  cus- 
tomers. This  applies  almost  equally  to  even  a  small  store. 
The  results  of  clerks  apparently  isolating  themselves 
and  their  department  from  the  other  departments  of  the 
store  would  not  be  hard  to  trace  through  the  receipts. 
When  suggestions  are  being  made  to  a  purchaser  with 
regard  to  other  articles,  the  suggestions  should  not  be 
confined  to  the  one  department.  Of  course  a  clerk  cannot 
be  expected  to  make  suggestions  for  every  department  in 
the  store,  but  there  are  many  cases  when  the  way  is  open 
for  a  hint  relating  to  goods  on  another  aisle — when  the 


purchase  made  has  a  bearing  on  goods  in  other  depart- 
ments. 

The  way  a  customer  is  treated  by  a  clerk  also  counts 
for  a  great  deal.  Here  again  is  the  idea  that  the  other 
departments  all  belong  to  the  one  business;  if  the  first 
clerk  to  meet  a  customer  makes  a  bad  impression  the 
patron  is  likely  to  turn  around  and  walk  out  of  the  store 
and  into  the  premises  of  the  opposition.  The  successful 
clerk  will  study  the  customer  and  will  be  able  to  decide 
when  a  suggestion  is  in  order,  but  perhaps  more  important 
is  the  ability  to  show  goods  to  advantage  when  they  are 
asked  for;  if  the  article  or  goods  are  in  the  store  that  the 
customer  is  looking  for,  it  is  for  the  clerk  to  show  them 
and  to  do  it  cheerfully.  Many  good  customers  have  been 
lost  to  a  store  through  a  clerk  with  a  grouch ;  smiles  cost 
nothing  and  mav  mean  dollars. 


COURTESY  IN  BUSINESS. 

TRUE  courtesy  is  part  of  a  man's  character.  Some 
men  wrongly  think  it  is  something  to  be  made  use 
of  on  occasions  and  discarded  when  not  absolutely 
necessary;  for  instance,  the  business  man  who  has  an 
entirely  different  manner  for  the  buyer  of  goods  to  that 
which  he  displays  when  the  positions  are  reversed  and  he 
himself  is  the  prospective  purchaser.  Sometimes  one 
would  scarcely  recognize  him  as  the  same  individual.  In 
the  one  case — suave,  affable,  obliging,  considerate — radiat- 
ing courtesy  and  good  nature  throughout  the  entire  trans- 
action. In  the  other  case — blunt,  gruff,  ill-tempered,  un- 
gentlemanly — giving  one  the  idea  of  a  bear  with  a  sore 
head.  Yes,  we  know  we  have  pictured  an  extreme  case — 
a  sort  of  Dr.  Jekyll  and  Mr.  Hyde  personality  in  business 
— but  we  know,  too,  that  there  are  a  great  many  business 
men  to  whom  the  dual  picture  applies,  if  not  in  degree,  at 
least  in  principle.  Just  why  this  should  be  is  hard  to 
understand.  The  generally  accepted,  twentieth  century, 
definition  of  a  contract  or  bargain  is  one  which  is  mutually 
beneficial  to  all  parties  to  it.  If,  then,  the  retailer  is  a 
beneficiary  of  the  commercial  traveler  and  of  the  house  he 
represents,  as  indeed  he  is,  why  does  he  not  treat  them 
with  the  same  degree  of  courtesy  as  he  gives  to  the  pur- 
chaser of  his  goods?  Simply  because  of  an  antiquated 
and  entirely  wrong  impression  of  his  position  in  both 
transactions.  If  he  is  honest — and  all  truly  modern  busi- 
ness is  honest — he  is,  in  both  cases,  one  of  the  parties  to 
a  mutually  satisfactory  and  profitable  transaction,  and 
there  is  no  reason  why  that  brilliant  jewel  of  character 
which  we  call  courtesy  should  be  made  use  of  in  the  one 
instance  and  not  in  the  other. 

The  same  principle  applies  with  equal  force  to  a  trans- 
action between  an  employer  and  an  employee.     The  dis- 
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courteous  manner,  the  hasty  judgment,  the  ueglect  to  reply 

promptly  to  a  courteous  application  for  employment-  - 
these  are  not  only  unprofitable  and  unbusinesslike,  but  are 
certain  to  be  reflected  in  your  employee-  also,  on  times 
we  regrel  carelessness  and  thoughtlessness  of  manner,  but 
it  avails  us  little.  Words  once  spoken  are  no  longer  our 
property  and  cannot   be  recalled. 

Hoys  flying  kites  pull  in  their  white-winged  birds; 
You  cannot  do  like  that  when  you  are  flying  words; 
Thoughts  unexpressed  will  sometimes  fall  back  dead. 
But  God  Himself  can't  kill  them  when  they're  said. 

In  this  age  of  democracy  and  constant  reversion  of  for- 
tune, it  is  well  to  remember  that  the  employee  or  the  com- 
mercial traveler  of  to-day  may  be  the  big  business  man 
of  to-morrow.  Even  some  men  whom  we  are  prone  to  des- 
pise and  to  whom  we  are  habitually  discourteous,  may 
some  day  rise  to  the  top  of  the  ladder  of  fame  and  fortune. 

But  despite  all  we  have  said,  we  believe  conditions  are 
improving — we  believe  that  business  men  generally  are 
becoming  more  truly  and  sincerely  courteous,  and  that  it 
is  a  sign  of  stagnation  and  out-of-dateness  to  be  otherwise. 
And  we  have  written  this  in  order  to  rouse  and  encourage 
the  splendid  men  engaged  in  the  drygoods  trade  through- 
out the  Dominion  to  a  fuller  sense  of  their  privilege  and 
responsibility  in  dealing  with  their  fellow-men. 


The  New  Co-operative  Bill 


TREATMENT  OF  ONE'S  FRIENDS 

AX  important  point  for  all  sales  clerks  to  consider  is 
the  treatment  of  their  friends.  It  is  a  good  thing 
for  a  clerk  to  have  friends — friendship  means  cus- 
tomers— but  it  should  also  always  be  remembered  that 
friends  are  entitled  to  just  as  much  consideration,  when 
they  are  customers,  as  the  new  arrivals.  Often  the  clerk 
makes  the  mistake  of  talking  about  the  weather,  the 
fashions,  the  ball  scores  or  the  latest  dance  when  a  friend 
comes  to  the  counter,  and  seemingly  forgets  that  there  are 
times  when  friends  arc  the  customers  of  the  store.  In 
justice  both  to  employer  and  friends  the  clerk  should  ex- 
tend the  usual  consideration  of  the  store  at  least  until 
alter  their  wants  have  been  supplied;  the  general  con- 
versation should  come  from  the  buyer's  side  of  the  coun- 
ter. The  wasting  of  time  in  gossiping  with  one's  friends 
is  another  matter.  It  is  along  the  former  point,  however, 
where  a  warning  requires  sometimes  to  be  issued. 
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EDITORIAL  NOTES. 

WHAT  ARE  YOU  doing  to  secure  the  wedding  presenl 

trade? 


DO  YOU  KEEP  a  vacuum  cleaner  demonstrating  in  your 

store? 

•  •         • 

THE   WISE   MERCHANT  multiplies   his   knowledge   ad 
infinitum     both  I'm- himself  and  his  employees. 

•  •        • 

THE  TRANSIENT  TRADERS  will  avoid  many  a   com 
munity  in  Alberta  if  the  R.  M.  A.'s  efforts  to  have  the 
fine  raised  from  $10  to  +50  are  successful. 

•  •        • 

FOR    GENERAL    ENTHUSIASM     and  practical  discus- 
sions Alberta  and  Saskatchewan  conventions  seem  to  bave 

the  rest  of  the  Provinces  put   awa\    into  cold  storage. 


THE  CO-OPERATIVE  CREDIT  Societies'  Bill  of  1914 
referred  to  in  the  last  issue  has  come  to  hand.  On 
the  face  of  it  this  looks  like  an  innocent  piece  of  legisla- 
tion from  the  retail  merchants  standpoint,  but  when  one 
studies  it  closely  there  appears  to  lurk  within  its  limits 
some  iniquitous  clauses. 

The  Review  on  receipt  of  a  copy  of  this  bill  im- 
mediately took  the  matter  up  with  E.  M.  Trowern,  - 
tary  of  the  Retail  Merchants'  Association  and  a  man  who 
has  given  more  thought  to  so-called  co-operative  societies 
than  probably  any  other  individual  in  Canada.  He  is 
authority  for  the  statement  that  it  is  a  most  diabolical 
piece  of  legislation  and  that  it  must  be  strenuously  fought 
by  the  retail  trade. 

The  clause  that  apparently  covers  the  purposes  of  any 
society  that  may  be  formed  is  this  very  innocent  and  mod- 
est looking  one: — 

"Under  this  Act,  societies  may  be  incorporated, 
having  for  their  object  or  purpose  the  receiving  of 
moneys  on  deposit  from  members  and  the  making  of 
loans  to  members  with  or  without  security,  defined  by 
the  petition  signed  on  application  for  incorporation. 
From  this  it  would  appear  that  these  societies  could 
only  exist  when  carrying  on  a  sort  of  a  banking  proposi- 
tion.    However  on  turning  over  to  another  clause  of  this 
bill,  the  following  is  found: — 

"A  society  may  invest  any  part  of  its  capital  in 
or  upon  any  security  authorized  by  its  rules." 
Mr.  Trowern  declares  that  this  clause  would  permit  a 
Co-operative  Credit  Society  going  into  any  sort  of  busi- 
ness it  had  a  mind  to.     This  he  says  is  just  one  sample  of 
the  flimsy  character  of  the  bill. 
Another  clause  reads: — 
"No  officer  except  the  manager,  shall  be  paid  any 
sum  of  money,  and  shall  not  be  recompensed  in  any 
other  way,  by  the  society  for  services  rendered  to  the 
society,  and  the  compensation,  if  any,  to  be  made  by 
the  manager,  shall  be  fixed  by  resolution  at  each  an- 
nual meeting." 
The   trouble   here   is   that   organizers   and   stock   pro- 
moters are  most  likely  to  consider  themselves  managers 
and  would  therefore  be  in  a  position  to  obtain  moneys 
from  the  society. 

While  it  only  requires  seven  persons  to  form  one  of 
these  societies,  note  that  in  the  following  clause  it  re- 
quires 10  to  have  the  books  opened  for  inspection: — 

"The  Minister  may,  if  he  thinks  fit,  on  the  appli- 
cation of  ten  members  of  a  society,  each  of  whom  has 
been  a  member  of  the  society  for  not  less  than  twelve 
months  immediately  preceding  the  date  of  the  appli- 
cation, appoint   an   accountant    to   inspect    the   books 
of   the  societv   and    to   report    thereon,   provided   that 
—etc." 
How  often  would  it  be  possible  to  get  10  members  who 
have  been  in  the  society  for  12  months  or  more  to  be  o( 
the  same  mind   at    one  and   the  same   time? 

Hon.  Arthur  Meighen,  solicitor-general,  has  intro- 
duced this  bill  and  it  can  lie  taken  for  granted  that  he 
will  have  a  substantial  following  unless  the  retail  mer- 
chants of  Canada  get  right  after  their  members  at  Ot- 
tawa at  once.  If  the  bill  is  gone  on  with  there  will  be  one 
of  the  biggest  deputations  of  merchants  go  to  Ottawa  that 
our  Legislators  there  ha-  ever  seen.  Hut  now  is  the  time 
to  act.     Write  or  wire  VOUT  member  today. 
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We  want  to  show  you 


that  we  fill  dry  goods  sorting 
orders  QUICKLY  and  WELL. 

Six  immense  floors  filled  with 
a  splendidly  assorted  stock  of 
summer  goods  for  you  to 
choose  from. 

Let's  demonstrate  that  we 
give  satisfaction  in  every 
package. 

Order  by  mail  or  through  our 
traveller. 


WIW 


The  W.  R.  Brock  Company,  (Limited) 

MONTREAL 


Cit^fiWwrrmw^^^ 
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KNIT  GOODS 


Silk  Sweater  Coat  Correct  Thing  for  Summer 

High-Class  Trade  Makes  a  Strong  Demand  for  the  New  Garment 
—  Two-Tone  and  Solid  Colored  Effects  Shown  -  -  Half  Belt 
Popular — Caps  to  Suit  All — Some  With  Cutaway  Front — Silk 
Coats  Also  for  Babies. 


FASHION  has  not 
only  set  the 
stamp  of  appro- 
val upon  the  silk 
sweater  coat  for  smart 
Summer  wear,  but  the 
woman  who  is  looking' 
to  spend  portions  of 
the  hot  Summer  days 
on  the  links  or  the 
tenuis  courts,  or  who 
is  going  to  (lie  Sum- 
mer resorts  where 
there  will  be  evening 
dances  or  boating  par- 
ties, has  taken  up  this 
garment  as  the  sea- 
son "s  vogue.  With  the 
warm  weather  which 
has  finally  arrived 
there  has  been  a  de- 
mand for  these  coats 
in  the  high  class  trade 
which  in  a  number  of 
stores  has  amounted 
almost  to  a  run  on  the 
department  and  the 
difficulty  has  been  io 
keep  up  the  range  of 
styles  and  colors;  in 
fad  where  the  de- 
sired shade  cannot  be 
secured  patrons  have 
shown  a  disposition  to 
take  u  hal  they  can  gel 
rather  than  take  the 
chance  of  the  line  not 
being  refilled.  The 
price  id'  the  garments, 
which  retail  at  consid- 
erably over  $10.  put- 
them  beyond  the  reach 
of  the  popular  trade 
and  this  in  itself  is,  no 

doubt,   a   recommenda- 
tion  with   the  more  ex- 
elusive  dressers. 
Colors. 

Silk   sweater   coats — 

and  the  garments  give 

the    impression    of    be- 
ing entitled  to  a  name 


CORDED  SILK   SWEATEE   POR  SUMMER. 

This  coat,  with  cap  to  match,  lias  turn-back  coifs,  dome 
fasteners  and  buttons  covered  with  same  material:  set-in 
pockets,  half  belted,  in  two-color  combinations,  with  cuff 
to  match,    shew  n  \>\    Monarch   Knitting  Co. 


which  will  distinguish 
them  from  the  sweater 
coat  that  is  usually 
worn — com:  in  a  num- 
ber of  stylisn  designs 
with  the  cutaway  front 
and  longer  skirt 
shown;  there  are  also 
models  with  girdles, 
belts  with  buttons,  and 
half  belts  at  the  back; 
there  are  models,  too. 
with  collars  of  con- 
trasting colors  and 
with  these  some  of  the 
buttons  are  made  to 
match. 

In  colors — well,  it  is 
almost  impossible  to 
give  an  idea  of  the 
range  of  colors,  shades 
and  c  o  m  b  i  n  a  tions 
which  are  seen.  Trying 
to  describe  them  is  just 
about  as  successful  as 
making  a  pen  picture 
of  the  rainbow.  The 
imagination  may  be 
given  full  ran^e  and 
then  will  not  likely  be 
equal  to  the  occasion. 
The  golf  links  with  a 
crowd  of  women  w  ear- 
ing  these  garments 
would  look  like  an  en- 
largement of  a  Dutch 
flower  garden. 

One  of  the  latest 
lines  which  is  meeting 
with  a  good  reception 
is  a  honeycomb  Weave 
in  plain  but  very  vivid 
colors.  Gold,  tango, 
rose.  red.  white,  pur- 
ple. Kelly  and  Paddy 
greens,  tan.  Copenhag- 
en and  Saze  blue, 
mauve    and    others    are 

shown  with  gold,  rose, 
tango  and  Copenhagen 
blue  seemingly  strong- 
est   in    favor. 
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BEAVER  BRAND  KNIT  GOODS 


Novelties  that  boom  sales 


Don't  be  caught  with  your  stock  below  par,  for 
business  is  sure  to  show  a  nice  increase  this  Fall. 
With  a  good  showing  of  the  latest  novelties  from 
Beaver  Brand  knit  goods  you  will  make  business 
brisk. 


Included  in  this  famous  Canadian  line  of  knit  goods 
are  caps,  scarfs,  mitts,  gloves,  and  a  most  exclusive 
range  of  full-fashioned  sweater  coats — correct 
styles,  excellent  values.  We  will  be  pleased  to  send 
samples  prepaid  for  your  approval. 


R.  M.  Ballantyne,  Ltd., 


STRATFORD 
ONTARIO 


Manufacturers   of  Beaver  Brand  Knit  Goods 


REPRESENTATIVES : 
T.  H.  Allice      -      -      British  Columbia 
Thompson  &  Henselwood      -       Alberta 
Thompson  &  Henselwood,  Saskatchewan 
F.  G.  Rumble       ...       Manitoba 


H.  Cook      -      -      -      Northern  Ontario 
W.  Easson      (  , 

C.  B.  Heath    /       "     _     Western  Ontario 

J.  N.  Boyd, 373 Broadview  Ave. .Toronto 
A.  J.  Turnbull      -      -      Eastern  Ontario 


W.  C.  Brown      -  Quebec 

J.  E.  Patte         Montreal    and    Maritime 

Provinces 
A.  Malo  -  City  of  Montreal 
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"Monarch-Knit" 


Some  new  models 
shown  in  "Tango 


» 


L,  321.  This  magnificent 
Dumber  is  hand-knit  and 
baud-finished  throughout,  and 
has    half-belt    at    back. 

Made  from  fine  Australian 
Botany  ;  is  one  of  our  most 
striking  lines  In  V-neck  style, 
Cilors — Same   as    I,.    111).    Sizes 

m    to   4'j.     I  rice   .Sf.'.OO. 


I..   314.     Another   model   from 

■'.MONARCH  KMT"  harvest 
of  new  Ideas.  Made  from 
high-grade  Australian  Botany 
with      new      belted   effect     at 

waist;   lightly   brushed. 

Colors    —    Copenhagen,    Dark 

Smoke.  Tango,  Cerise.  Pea- 
cock, Old  Rose,  Terra  Cotta, 
Kelly  Green,  Scarlet,  Hello, 
Amethyst,  While.  Cadet,  Ha- 
vana. 

si/es    :•.!  to   12.    Price,  $:«>.oo. 


L.  315  This  particular  gar 
merit  is  made  of  fine  Austra- 
lian Botany  and  lightly 
brushed;  very  light  in  weight 
and  is  Fashion's  favorite 
abroad  for  the  coming  spring 
and  Summer.  Specially 
adapteil  for  wearing  under 
coat,  as  well  as  street  wear. 
Colors— Same  as  L.  .114. 
sizes.  r>4  to  42.  Price  Jl'T.OO. 
We  make  this  same  coat  with 
shawl  collar,  our  L.  318,  at 
$:i0.00. 


•--- 


L312 


L.   312.     This   exclusive 

is    one    of    the    many    "MON- 

A  K  C  11       MASTBRPIB 

Made    <if   One    Australian    Bot- 
any      and       lightly     brushed. 
illy    designed    (or    street 
wea  r 

Colors  --  Same      as       I..      "14 
Sizes.    34    to    12.      1' 


The   Monarch    Knitting  Co.,  Limited 


HEAD  OFFICE 


DUNWILLE,  ONT. 


Factories :  Dunnville,  St.  Catharines,  St.    Thomas ,  and  Buffalo,  N.Y. 
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"Monarch-  Knit " 


Shown  in  the  season  s 
popular  shades 


L320 


L.  320.  This  splendid  number  is 
made  with  half- belt  across  back 
and  is  another  recent  European 
creation  in  two-tone  silk  ac- 
cordian  effect. 

Colors — Black  and  Copen,  Black 
and  Kelly,  Black  and  Cerise, 
Black  and  Gold,  Cerise,  Kelly, 
Copen,  Black,  White,  Gray, 
Khaki,    Tango,    Peacock. 

Sizes— 34  to  42.  Price  $42.00. 
Caps  to  match  at  $0.00. 


THESE      six     splendid 
models  only  go  to  prove 
that  "MONARCH 
KNIT"  is  what  we  have  always 
claimed:  the  Standard  for  Style, 
Quality  and  Workmanship. 

The  usefulness  of  the  Sweater 
Coat  is  unlimited.  We  manu- 
facture styles  to  serve  every  pur- 
pose. The  Sweater  Coat  is 
light,  always  retains  its  shape,  is 
not  cumbersome  and  gives  per- 
fect freedom  of  movement. 

Educate  your  customers  more 
than  ever  to  the  use  of  the 
Sweater  Coat. 

If  you  handle  "Monarch  Knit" 
you  are  sure  to  secure  lines  to 
suit  YOUR  trade  and  thus  in- 
sure you  ready  sales  and  profits. 


L318 


L.  31S.  This  handsome  model 
has  half-belt  at  back  fastened 
with  buttons  to  match.  It  is 
made  from  fine  imported  silk, 
knit  in  an  accordian  effect,  giv- 
ing coat  a  pleasing  richness  of 
appearance. 

Colors — Same  as  L.  320.  Sizes 
34  to  42.  Price  $60.00.  Caps  to 
match  at  $12.00  per  doz.  We 
also  make  this  quality  and  colors 
in  style  as  L.  312.  Our  number 
L.  322,   price  $72.00. 


The   Monarch   Knitting   Co.,  Limited 

HEAD  OFFICE        -        DUNNVILLE,  ONT. 

Factories :  Dunnville,  St.  Catharines,  St.   Thomas,  and  Buffalo,  N.Y. 


27 


Dry  Goods  /.'<  i  u  u 


KNITTED    GOODS 


Tliis  garment  i-  made  in  two  styles 
both  with  the  V  neck  and  one  with  a 
straighl  front,  while  the  other  has  a 
cutaway  effect.  The  buttons  are  covered 
with  the  same  colored  material  and  loop 
fastenings  are  used.  The  facing  and 
border  around  the  bottom  are  of  stocki- 
nette, a  finer  and  more  solid  weave. 
Both  of  these  garments  come  with  a 
half  belt  effect,  with  two  buttons  at 
each  side  of  the  back. 

A  strong  line  is  the  silk  aceordian 
with  the  two-tone  effect.  Here  the  com- 
binations of  colors  are  almost  beyond 
number;  blacks  are  seen  with  white,  em- 
erald,  royal,  gold,  cerise,  saxe  blue. 
11, a  me  etc.;  saxe  blue  and  brown  are 
seen  in  an  effective  combination  and 
light  and  dark  grays  also  go  well  to- 
gether. The  two-tone  effects  come  with 
and  without  the  half  belt  and  with 
either  a  self  facing  and  border  or  with 
a  stockinette  facing.  Covered  buttons 
rnd  loops  or  dome  fasteners  with  false 
buttons  also  covered  are  used. 

In  imported  models,  made  up  in  a 
stockinette  or  fine  weave,  there  are  some 
novel  effects  to  be  seen,  introducing  a 
cutaway    skirt    with    full    belts   and    col- 


lars and  cuffs  in  contrasting  colors.  One 
model  was  seen  in  purple  with  the  V 
<ut  at  the  neck  and  a  pointed  lay-down 
collar  of  black,  with  black  trimming  at 
the  cuffs;  another  similar  coat  had  yel- 
low tor  the  ground  color  and  the  trim- 
mings of  black  while  the  effect  of  the 
contrast  was  heightened  by  the  use  of 
some  black  covered  buttons  on  the  belt. 
This  coat,  which  rather  presents  the  ap- 
pearance at  a  ili<tnm-e  of  being  made 
of  some  heavy  cloth  material,  does  not 
seem  to  meet  with  the  popular  taste  so 
well  as  the  shorter  models. 

A  novelty  coat  was  seen  of  medium 
1<  ngth  and  with  a  girdle  belt  which  was 
knotted  in    front    with   the  ends  flowing. 

With  all  the  models  caps  of  the  same 
material  are  sold.  These  are  unique  in 
design  being  something  after  the  pat- 
tern of  the  toque  or  the  turban.  They 
are  made  with  a  band  of  either  self- 
material  or  of  stockinette  weave  in  the 
same  color  and  are  full  with  gatherings 
at  either  side  where  buttons  are  at- 
tached. 

Manufacturers  report  that  the  de- 
mands for  the  silk  sweaters  have  sud- 
denly become  verv  strong.     The  interest 


led  in  all  the  big  cities  and  in  one 
ten  to  fifteen  are  being  sold  every 
day. 

During  the  holiday  trade  an  American 
visitor  in  a  large  Canadian  store  saw 
the  new  designs  and  boujrht  a  number 
em,  being  prepared  to  pay  the  high 
i.ite  ,,)'  duty  of  60  per  cent.,  and  later 
1  i-    returned    ami    secured    two   more. 

And  it  i-  not  only  in  the  women's 
trade  that  the  silk  irarment  is  popular; 
the  men  are  following  the  lead  but  as 
usual  business  is  slower  in  this  line. 
Then  there  is  a  very  popular  line  which 
i  ired  for  babies.  This 
garment  i-  in  white  and  manufacturers 
that  at  present  there  is  a  market 
for  every  thing  they  can  turn  out. 

The  outlook  is  that  the  silk  sweater 
coat  will  go  into  the  Fall  trade  and 
manufacturers  are  preparing  for  this 
with  a  heavier  garment,  one  novelty 
having  a  double  weave  effect,  one  layer 
of  material  bein?  used  under  the  other 
ti  give  a  warmer  and  heavier  coat.  For 
i  e  Fall  business,  too.  there  will  prob- 
ably be  a  change  in  the  colors,  with  dark 
grav,  navy  and  other  darker  shades 
tg. 


Parisian  Openwork  Hosiery  Has  Arrived 

Decorated  With  Hand-Worked  Open  Embroidery  —  Display  of 
Footwear  at  Woodbine  Races — White  I  lose  Frequently  Seen. 


STYLES  in  dress  seem  specially  de- 
signed to  encourage  extravagance 
in  footwear.  The  slit  has  disappear- 
ed, it  is  true,  but  the  gowns  as  now  worn 
are  either  short  enough  to  allow  the 
feet  to  be  seen,  and  a  generous  glimpse 
ot  the  ankle,  or  the  bottom  part  of  the 
gown  consists  of  a  flounce  of  delicate 
lace   that    veils   rather   than   conceals. 

When  gowns  so  rich  and  dainty  as  are 
now  fashionable  are  worn,  beautiful 
hosiery  and  lovely  shoes  must  he  the  rule 
and    prices    thai    would    have    tilled    their 

wearers    with    consternation    are    asked 

and   paid. 

The  least  eztravagenl  woman  indulges 
in    silk    hose    to    match    her    most    elegant 

gowns,  and  to  be  fashionable  the  stock- 
ing of  to  day     must      be  sheer,  conse 
quently    no    matter    what    price    is    paid 

these    delicate    articles    must    be    tenderly 

treated  and  carefully  worn.  How  verj 
general  is  the  Pad  of  matching  the  gown 

and  hose  will  be  realized  when  it  is 
Stated  thai  one  manufacturer  carries  65 
colors  and  shades.      Many  stores  catering 

to  the  better  i  rade  do  not  find  t  his  long 

Color    list     to    till    their    needs,    ami     have 

arrangements  with     (inns     of  dyers  to 

match   any  shade  at    a    few    hours'   notice, 

I        ■  ■  i 'i  \    flnesl      French   silk   hosiery 


has  hand  inserted  panels  of  real  lace 
either  black  or  while  or  dyed  to  match 
the  color  of  the  hose.  There  has  been 
some  call  for  beaded  hosiery,  but  beads 
are  becoming  passe.  and  wonderful 
clocks  and  open-worked  embroider] 
Lave  taken  I  heir  place.     Many  of  thees 


Checkerboard  hosiery,  popular  now  ill 
\r\\  York.  Pumps  with  patent  kid  vamps 
and   cloth   quarters,   Louis  heels, 
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patterns  are  worked  out  in  gold  or  silver 
1  bread,  and  realistic  tiny  scarlet  lobsters 
itood  out  in  startling  relief  on  a  pair 
of  taupe  silk  stockimrs  seen  recently. 

The  display  of  footwear  at  the  Wood- 
bine races  this  Spring  was  almost  as  in- 
teresting as  the  gowns.  It  was  an  open 
secret  that  many  of  the  beautiful  gowns 
»  ere  selected  in  Paris  by  their  wearers. 
All  the  latest  Parisian  hosiery  is  worked 
in  beautiful  open-work  designs,  and 
there  was  quite  a  display  there  of  this 
kind  of  hosiery.  Gold  shoes  were  worn 
with  gold  colored  silk  stockings,  and 
man]  white  shoes  had  colored  heels  with 
the  hose  matching.  One  beautiful 
gown  of  brass  colored  silk  was  worn 
with  hose  to  match,  and  with  shoes  and 
hat  of  bronze. 

There  has  been  some  question  as  to 
the  position  of  white  hose  and  shoes  this 
Summer.  The  white  gown  has  leaped 
into  favor  during  the  past  few  weeks  in 
Paris,  atid  one  of  the  chief  surpri- 
the  Woodbine  was  the  number  of  women 
wearing  white.  With  the  white  gOWD 
both  white  hose  and  white  shoes  were 
the  rule.  White  hose  and  shoes  of  pat- 
ent leather  were  noted  but  the  matching 
shoes  and  gown  were  decidedly  in  the 
best    taste. 
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Big  Sales 

for 

"SILKOLINE" 

(REGISTERED) 

Hosiery  f  or  MENand  WOMEN 

"Silkoline"  Hosiery  is  made  of  the  finest  two-ply  English  mercerized 
yarn.  We  pay  particular  attention  to  the  knitting,  the  dyeing  and  the 
finishing  of  this  line ;  the  texture  of  the  material  closely  resembles  silk. 

"Silkoline"  is  a  splendid  Summer  seller ! 

It  wears  far  better  than  silk — 

It  costs  much  less — 

Warranted  to  retain  lustre. 

Feature  this  line  that  allows  a  bigger  profit  to  the  dealer  and  fills  the 
great  demand  for  a  long-wearing  "dress"  hose. 

For  men  and  women. 

Men's — M>  dozen  to  box  in  Black,  Tan  and  Colors. 

Women's — 1  dozen  to  box  in  Black,  Tan  and  White. 

ORDER  THROUGH  YOUR  WHOLESALER 

£fje  Cftipman^olton  lutttttng  Co.,  Htmtteb 

Hargesst  Rosier?  Jtlanufacturerg  in  Canaba 
Hamilton  =  =  =  =  =  (Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 

EVERY    PAIR     OF 


Branch  Offices : 
MONTREAL  and  WINNIPEG 

HOSE  PROTECTED 


BY  THIS       vXXy  ' ' '  '////  TRA DE-MA &% 


Dry  ( i oik/s  /,\  i  ,,  u 


KNITTED    GOODS 


NUMBER 


FOUR 


Expert  Operators  Only 


fe*>f; 


Humphreys'  Modem  Knitting  Room 

Second  to  the  scientific  arrangement  of  the 
factory  and  the  installation  of  high-priced 
machinery  comes  the  employment  of  ex- 
pert operators — operators  most  of  whom 
have  had  extensive  American  and  British 
experience  and  many  with  from  five  to 
twenty  years'  experience  manufacturing 
Maritime  wools. 

This  combination  makes  Humphreys  a 
poor  place  to  look  for  seconds.  Less  than 
1    per  cent,   of  seconds  were  produced   the 

first  year  from 
defective    work. 

Insist  on  this 
Label  in  your 
stock. 


E 


jsEnnnmzB. 
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Your  Customer's  Guarantee 


Humphrey's  samples  for  1914-1915  are  worth 
getting  in  touch  with.    Ask  your  wholesaler. 

E.   H.  Walsh  &  Co.,  Toronto 
Selling  Agents  for  Canada 

Humphreys    Unshrinkable 
Underwear,  Limited 

Moncton,    N.B. 


We  Help  You 

to  Take  That 

Holiday! 

f  !  you  want  to  earn  some  extra 
money  so  you  can  take  a  vaca- 
tion, a  holiday  this  summer,  we 
will  help  you.  You  supply  a  few 
hours  of  your  spare  time  each 
week  and  we  will  supply  the 
money.  There  are  many  people 
in  your  district  who  will  read 

MACLEAN'S 
MAGAZINE 

if  its  real  character  is  explained  to 
them.  They  will  readily  subscribe 
if  you  ask  them. 

C\N  each  subscription  we  allow 
you  a  liberal  commission. 
By  giving  three  or  four  hours  a 
week  to  this  work  you  can  earn 
several  hundred  dollars  a  year. 

Y^OU  will  enjoy  the  work  and 
will  find  it  one  of  the  best  ex- 
periences you  can  get.  We  teach 
you  how  to  SELL,  how  to  ap- 
proach men  and  get  their  orders. 
All  you  supply  is  a  little  spare  time 
and  work. 

C  END  a  postal  card  to-day,  ask- 
ing us  to  show  you  how   we 
can  help  you  earn  a  holiday  trip 
this  summer. 

Circulation   Department 

MacLean  Publishing  Co.,  Limited 
143*153    University    Avenue,    Toronto,  Canada 
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Jaeger  Pure  Wool  Underwear 

FOR  ALL  SEASONS 

MEN'S  UNION  SUITS  made  with  the  popular  CLOSED 
CROTCH. 

LADIES'  COMBINATIONS,  in  natural  or  white,  carefully 
cut  to  shape  from  material  already  shrunk  in  the  piece.  We 
also  specialize  in  LADIES'  KNITTED  UNDERWEAR. 

COMBINATIONS    or    TWO  PIECE     GARMENTS    for 

Children  of  all  ages. 

MADE  IN  ALL  SIZES  AND  WEIGHTS,  AND  CUT  TO 
FIT  FROM  UNDYED  STOCKINET  MATERIAL. 

DR.  JAEGER'S   SANITAs^T^OLLEN   COMPANY,  LIMITED 

Head  Office  and  Warehouse  -  -  -  243   Bleury  Street,   MONTREAL 


Look  Like  Silk- 
Wear  Better 


The  new  imported  cotton  hose  in  rich  colorings  and  with  a  brilliant  lustre 
that  will  stand  wear  and  laundering..  Ask  your  wholesaler  or  importer 
to  show  you 


Hermsdorf  Brilliants  are  the  result  of  a  process  originated  in  the  same 
laboratories  that  produced  the  famous  "Hermsdorf  Fast  Black."  The 
"Hermsdizing"  process  gives  permanence  to  both  the  lustre  and  the 
coloring. 

Hermsdorf  Brilliants  mark  a  new  plane  for  colored  hosiery.  Women 
who  want  cotton  hosiery  of  the  better  sort,  and  lots  of  women  who  are 
now  wearing  silk  hosiery,  will  soon  be  demanding  "Hermsdorf  Bril- 
liants. ' ' 

Hermsdorf  Brilliants  in  men's  half  hose  are  especially  attractive.  Be 
prepared. 


Works         JJOUIA 

CHEMNITZ,     0<O 
SAXONY 
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AmericanBureau: 
235  W.  39  St., 
New  York  City 
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KNITTED    GOODS 


Most   Merchants 

please  some  people;  some  mer- 
chants please  most  people;  but 
the  most  successful  of  all  is  the 
merchant  who  pleases  all  people 

It's  easy  enough  to  please  all  the  people  as  far  as 
underwear  is  concerned — stock  the  full  line  of 

Penman's. 

The  people  are  fully  aware  of  the  superior  merits 
of  Penman's  Closed  Crotch  Combinations — our 
widespread  year-in-y ear-out  advertising  accom- 
plishes that.  The  goods  arc  half  sold  when  they 
enter  your  store.  You  don't  have  to  expend  a 
lot  of  selling  talk  on  people  who  come  to  you  for 


O^ 


Underwear 


Our  Closed  Crotch  Combinations  fit  snugly  to  every  line  and  curve 
of  the  figure,  give  easily  to  every  posture  witnout  binding  or  cramping 
the  movements  in  the  slightest,  and  remain  closed  whatever  position  is 
assumed  by  t  lie  wearer.  This  garment  has  an  instant  appeal  for  the 
better  class  of  trade — the  substantial  buyers  it  pays  to  cultivate. 

The  most  desirable  clientele  in  your  locality  will  expect  to  get 
Penmans  at  your  store.  We  believe  you  would  not  willingly  disappoint 
them.  Thai  s  why  you  should  stock  up  with  the  full  line  and  begin  to 
reap  the  benefits. 


Several  infringements  of  this  Closed 
Crotch  Garment  are  ;it  present  on 
the  market  and  we  wish  ti>  advise 
the  trade  that  legal  proceedings  are 
mow  pending  against  the  concerns 
making  them.  Pull  satisfaction  will 
be  i  \:m  ted  from  ail  parties  handling 
ii  ii  Ingements, 


Af  KNIT  GOODS  v. 


Penmans  Limited,  Paris,  Canada 

Sweaters         Hosiery  Underwear 
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AND 


HILDREN'S 


FINE 


y 


'// 


;\ 


V 


\ 


kY 


^ 


v\ 


FOR  '% 

have  the  full  approval  of  the  Canadian  . TjJhderwear    trade.      Don't    decide 
your  Fall,  1914,   stock  until  you  have    considered  well  these  three  popular 
brands  of  ladies',  misses'  and  children's  underwear. 


on 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole  Selling  Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  West,  Toronto,  Ont. 


1  \Z       EMMOIMRY  WASNABL£ 


Askfor 
Catalogue 


KRAUTHEtMER  &  CU.,  ^SSS'.'eng.0' 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descend! 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


Pushing   Travelers'   Lines 

Special    Attention    to    These    and    Souvenirs 

Increase  Sales  Rapidly  at  This  Tim< — •Safety- 
Pockets  a  Good  Line  —  .Many  New  Styles  of 
Bags— Raffia  Work  Coining  Into  Favor. 


TE1EEE  an-  always  ai  t  ides  that 
should  be  pushed  at  certain  sea- 
sons oi"  the  year.  Any  article 
thai  makes  for  the  comfort  of  the  tra- 
veler should  find  a  good  sale  from  now 
mi.  Also  there  will  be  a  demand  for 
souvenir  articles.  This  is  a  good  time  to 
show  prominently  safety  bags  and 
pockets.  These  bags  come  in  various 
materials  ami  are  suspended  from  a  belt 
with  fasteners,  and  are  made  to  hold 
money,  jewels,  and  other  valuables. 
Many  of  these  bags  are  made  of  chamois 
and  some  of  them  have  covers  of  silk 
or  linen  that  can  be  taken  off  and  washed 
and    then   replaced. 

A  new  idea  is  the  garter  pocket.  The 
-arter  is  of  elastic  and  is  fitted  with  a 
pocket  with  a  Hap  that  fastens  with  a 
snap. 

Another  useful  article  is  a  case  made 
of  dowered  cretonne,  with  a  lining  of 
rubber  and  with  bands  and  pockets  lor 
holding  the  different  toilette  articles. 
The  case  rolls  up  and  fastens  with  a 
-nap  or  a  loop  and  button,  ami  there  is 
a  loop  by  means  of  which  the  open  case 

can    be    suspended    when    dressing    on    the 
t  rain   or  in  the  st<  amer  berth. 
The  summer  always  brings  a  demand 

for    belts     to     keep     the     blouse     ill     place. 

There  are  quite  a  □  imber  of  good  belts 

on  the  market    which   give  satisfaction, 

and  it  is  up  to  the  buyer  to  select  the 
lies!    and    to    keep    them    in    stock.        One 

g I    licit     ha-    no    buckle,    but     passes 

through  a  fastener  thai  hold-  the  more 
t  ighl  l\  t  he  nun  e  it  i-  pulled.  This  fas- 
ti ner  ha-  pieces  of  rnhhi  r  with  little 
catches  thai  grip  the  waisl  ami  hold  it 
do\n  M.  ami  u  Inch  ;ne  not  so  liable  t"  tear 

delicate    material-    a-    I ks    and    inns. 

There  is  a  \  erj  insistenl  call  foi  beads 

1 1 ..in  i  hi   craze  tor  t he  tai 
r]    ip-to-date  buj  ers  are  carefullj 
«  atchins   tl  i  ir  -inch-  of  oo\  pltj    b 

All    kinds   and   all    I  lling,   and 

hi  ess 
maki  i  beads  in  quanl  il  j 

.11 .     ,     in.  uail- 

H  d     pi  ail-.  I  bn 

d    1  he 
All   kind 
for    laiicv    goods   pur- 


poses, and  for  trimming  fancy  neckwear, 
etc.     Beads  are  also  used  on  bats,  bags, 

and  every  kind  of  ornamentation. 

The  smart  woman  to-day  has  a  chain 
of  beads  to  go  with  each  sown,  and 
therefore  the  big  demand  for  bead  neck- 
laces still  continue-.  There  is  a  grow- 
ing sale  for  the  more  expensive  chains — 
that  is,  bead  chains  from  $2  up  to  $3.50 
sell  better  now  than  chains  at  50c.  and 
75c.  The  long  chains  of  large-sized 
beads  made  of  wood,  amber,  jet,  glass, 
coral  or  ivory  are  the  best  sellers.  Neck- 
lace- made  of  the  handsome  Venetian 
beads  and  also  the  rose  chains  in  shades 
of  rose,  green,  lavender,  or  black,  are  all 
sellers.  The  majority  of  these  chains 
reach  to  the  waistline,  and  many  are 
longer  and  are  worn  knotted  to  reduce 
the  length.  Some  necklaces  have  Ion- 
bead  tassels  at  the  end.  while  others  have 
pendants  cut   in  Oriental  shapes. 

Fancy  Pins  for  the  Hair. 
The  change  that    is  coming  about    in 
the  dressing  of  the  hair  is  meaning  im- 


SOME  NEW  LINES. 

Safety  bags  to  hold  money, 
and  other  valuables,  sus- 
pended from   belt. 

Garter  pockt  t  with  a  flap. 

Case  of  flowered  cretonne, 
lined  with  rubbi  r,  for  toilette 
articlt  s. 

Summer  hilt  without 
buckle,  passing  through  a 
fasti  n<  r. 

Hi  ads  ii  ry  popular  for  bor- 
d(  ring     the     decolh  te     and 

sh  i  Vi  8. 

Bead  chains  at  $2  to  $3.50 
$<  lling  In  tt<  r  than  eh<  apt  r 
lint  s. 

II 'iiiv  rs  and  curL  rs  for 
high  hair. 

Bag  with  cresct  nt-shaped 
frarrn  .  r<  vealing  whoU  in- 
U  rior. 

Bags  of  silk,  with  stitchi  d 
sii/:  simp,  or  '■>  /'•'  /  ribbons. 

Many  bags  finished  with 
silt  tass(  Is. 

Small,  flat,  h  athi  r  hags 
u'lili  vanity  <  quiprnt  nt. 

Embroidi  ry  slum  ping   for 

'/I  Is. 
,'.'    ■tVtU    us,  it    for   (  luhinnl,  ri/ 

work. 

1 1,  op  ea  i  ings  of  ]i  i. 


proved  bnsini  --  Eor  tie  makers 
switches  and  other  hair  goods,  and  then- 
is  no  doubt  that  the  high  coiffure  will 
bring  in  its  train  increasing  business. 
not  only  in  artificial  hair,  but  in  many 
other  accessories.  Fane)  pins  will  be 
wanted  and  possibly  high  combs  later  on 
in  the  Fall,  when  the  social  season  opens. 
When  the  hair  is  dressed  high  it  must  be 
waved,  and  this  open  a  tield  for  a  host 
of  wavers  and  curlers,  the  sale  of  which 
spells  profit. 

Varieties  of  Bags. 

Perhaps  it  is  because  there  an 
many  kinds  of  bags  selling,  but  the 
makers  of  all  kinds  of  bags  are  inclined 
to  complain.  Possibly  the  best  selling 
line  comes  in  fabric  or  fabric  and  leather 
combination-  in  which  there  is  more 
fabric  than  leather  used.  There  is  apt 
to  be  a  distinction  drawn  between  tin- 
bag  for  day  use  and  that  which  is  used 
with  the  dressy  and  the  evening  gown. 
The  day  bag  may  be  made  of  handsome 
brocade  or  other  rich  material  in  delicate 
-hade-,  but  the  f]  ami  -  invariably  of 
metal,  while  the  evening  bag  is  fastened 
1  v  drawing  up  with  silk  cords  or  fancy 
ribbons.  Many  bags  are  very  ornate, 
and  are  richly  beaded  and  finished  with 
bead  fringes  or  tassels. 

There  are  many  good  ideas  coming  for- 
ward in  the  new  bags.  One  of  the  best 
of  these  is  the  bag  with  the  crescent- 
shaped  frame  which  opens  so  that  it 
makes  a  circle  and  reveals  the  whole  in- 
terior of  the  bag  and  obviates  the  annoy - 
ing  search  through  the  ha<_-  f<  r  the 
article  wanted.  Bags  o(  velvet  and  silk 
come  among  the  novelties  offered.  These 
bags  are  made  of  very  soft  silks  and  the 
handle  is  made  of  a  stitched  strap  of 
the  same,  with  silver  or  rolled  plate 
clasps.  Velvet  ribbon  i-  used  for  tin- 
handle-  oi  some  oi  the  prettiest  bags. 
Many  of  the  new  haus  even  when  they 
are   ail    of   leather  are   finished      wil 

handsome  silk   tass 

tassels  are  at  the  corners  or  at  tin- 
bottom  when  it  i-  finished  with  a  point, 
while    other    b 

ha-.. 

Small  Leather  Bags. 

The  bit.  er  bags  ibu 

and  -mall,  and  e>  i  done 

thai  i-  possible  to  mak  small  and 

lighl    while   retaining    their     us 
Fme  grained  re  used  almosl  e.\- 

clusivelv,  and   each   bag  carries   the   in- 
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De  Long 
Press  Button 


World's  Flattest 
Fastener 


De  Long 
Hook  and  Eye 


See  That     ^ 

hump? 

TRADEMARK    A 


TRADE  MARX 
REG.  US.  PAT    OFF. 


De  Long 

Safety 

Pins 


Guarded 
Coil 
Rust?  Never!' 


DeLonc  Quality 

-famous  in  two  hemispheres  -becomes 
your  quality  to  the  woman  who  buys 
De  Long  goods  over  your  counter. 

Profit  by  this  fact  to  strengthen 
the  reputation  of  your  Notion 
Department  for  reliability  and 
up-to-dateness. 

Just  now,  it  will  pay  you  to  feature 

DeLong  Press  Buttons 

Worlds  Flattest  Fastener 

The  DeLonc  Hook-up  Eye  Company 

of"  Canada.Ltd. 
St. Marys,  Ontario 


See  thai: 

hump? 

TRADE  MACK  REG  U  5  PAT  OFF 

De  Long  & 
Hook—  Eye 


Nub 


Hook  and  Eye 


Bless  that 


S® 


Nub! 

TRAOt   MARK 
REG  U.S.PAT.OFF. 


PATENT  INVISIBLE  EYES 


De  Long 
Hook  and  Eye 

Tape 


LOOK 
FOR  THE 
TAGS 
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evitable  mirror  and  vanity  equipment  a^ 
well  as  the  small  change  purse.  Linings 
.-.re  luxurious  cord  and  moire  Bilks  in 
bright  shades  being  oftenest  chosen. 

Embroidery  of  Union  Jacks,  Etc. 

Sales  are  good  in  art  needlework,  and 
many  orders  are  finding  their  way  into 
the  wholesale  houses  for  quite  a  variety 

of  g Is.     At    the   presenl    moment    the 

big  business  is  being  done  in  stamped 
goods,  such  articles  as  ladies'  waists  and 
lingeries  and  children's  dresses,  and 
rompers  and  also  suits  for  small 
buys.  consisting  of  blouse  and 
straight  knickers,  are  well  taken.  It 
the  majority  of  eases  these  garments  are 
ready-made,  and  when  the  article  is 
embroidered  it  is  ready  for  wear.  The 
embroidery  patterns  used  are  anchors 
and  Union  Jacks  on  the  sleeve  and  the 
corners  of  the  collar.  These  suits  come 
to  lit  boys  from  four  to  six  years  of  age, 
and  are  made  up  in  repp  or  linen. 

The  new  idea  in  women's  lingerie  is 
the  use  of  Valenciennes  lace  and  inser- 
tion in  the  place  of  t  he  scalloped  edge, 
and  the  garment  only  needs  the  working 
of  a  spray  or  two  of  embroidery  to  com- 
plete it.  Scalloped  edges  take  a  greal 
deal  of  time  to  complete,  and  the  work 
must  be  very  well  done  to  wear  well  and 
give  satisfaction.  Manufacturers,  there- 
tore,  are  showing  the  lace  edged  gar- 
ments because  they  fee]  that  they  are 
the  more  generally  practical  article. 

A  new  work  that  is  particularly  suit- 
able for  decorating  for  the  summer  comes 
in  raTlia  embroidery.  Raffia  is  the  pliable 
glass  florists  employ  in  tying  up  plants 
and  flowers.  It  can  be  had  dyed  in  many 
colors,  and  is  found  to  be  very  suitable 
to  produce  some  forms  of  embroidery. 
The  pattern  is  stenciled  on  crash  and 
the  darning  stitch  is  the  one  most  used. 
This  work  is  done  very  quickly,  as  raffia 
is  very  coarse,  and  with  a  little  care  it 
also    launders    perfectly.  The    articles 

best  suited  to  receive  this  decoration  arc 
(aide  runners,  cushion-,  wall-pockets, 
etc. 

i ot   the  best  selling  articles  in  the 

fancy   g Is  department    at    thejpresenl 

time  is  the  vanity  case.  Metal  vanity 
cases  cc  me  in  bot  h  sterling  and  in  •  ler 

man  silver,  and  can  be  retailed  from  7.">c. 
tc  $1  up.  Vanity  cases  are  sometimes 
al  tached  to  the  b  ng  head  chains,  and 
some  of  them  have  long  chains  to  go 
round  the  neck.  Other  case-,  have  a 
sin  ii  chain  ending  in  a  ring  t hat  goes 
on  to  t  he  finger.     Man}  of  t  he  new  cases 

arc  round,  and  there  are  other  shapes 
<>n    the   market.      The   most    popular  cases 

have  a  place  for  coins  as  well  as  the 
compartments  for  the  powder  puff  and 
the  mirror.  Sterling  silver  cases  are 
often    enameled    in    pearlj    tints   and    in 

Soft  shades  of  rose,  blue  and  lavender. 
or  with  bundle-  of  beaut  ifiillv  painted 
flowers. 


Wide  Girdles  and  Belts  in  Fashion 

.Many  Girdle  and  Belt  Novelties  on  the  Market 

-Wide  Belts  of  Patent   Leather,  in   Black  or 

Scarlet,  the  Latest — Big  Bow  is  Main  Feature. 


Al'"l  ER  a  long  period  of  deadly 
quietness  both  the  bell  and  the 
girdle  are  again  to  the  fore. 
Easter  brought  the  minaret  and  various 
forms  of  silk  and  ribbon  girdles,  many 
of  which  were  veritable  tunics,  and  now 
the  market  is  crowded  with  novelties  in 
belts  and  girdles.  For  some  time  now 
every  gown  has  had  the  girdle  finish, 
only  it  was  part  of  the  gown.  Now  this 
girdle  is  most  fashionable  when  in  con- 
trast, and  thus  provides  a  place  for  the 
girdle  made  by  the  manufacturer.  The 
separate  skirt  has  again  more  than  a 
useful  place  in  the  scheme  of  dress,  and 
even  a  plain  skirt  and  waist  can  be 
turned  into  a  dressy  costume  by  the  ad- 
dition of  a  silk  or  ribbon  girdle  made  in 
one  of  the  many  new  styles  now  on  the 
market. 

The  minaret  tunics  are  made  with  both 
single  and  double  nifties,  and  in  both 
plain  and  combination  colorings.  Plaids 
and  the  newer  Roman  stripes  are  com- 
bined with  plain  silk.  Some  of  the 
smartest  tunics  are  made  of  side- 
pleated  or  box-pleated  taffeta.  The  bow 
is  a  feature,  and  on  both  belt  and  girdle 
is  always  a  large  smashing  one,  and 
often  takes  the  form  of  a  large  butter- 
fly. 

The  narrow  girdle  is  a  thing  of  the 
past,  and  novelties  are  very  wide,  man] 
being  from  8  to  12  inches,  and  boned  all 
the  way  round.  Besides  the  bow-  silk 
and  crocheted  buckles,  large  buttons 
with  beaded  fringes  and  tassels  depend- 
ing from  them  or  silk  cords  and  tassels 
aie   used.      Some   of   the    new    models   are 

finished  with  pleatings  of  ribbon  both 
above  and  below  the  girdle  part,  which 
forms  a  frill  both  above  and  below  the 
waist.  It  i-  to  he  noted  t  hat  the  girdle 
i.i  bell  is  not  required  to  make  the  waist 
look  trim  and  small.  The  apparent  size 
of  the  waist  is  a  matter  of  indifference 
to  the  modern  woman  so  long  as  it  is  in 
proporl  ion  to  t  he  rest  of  her  figure. 

The  waistcoat  girdle  is  another  style 
that  is  selling.  This  girdle  is  made  of 
-node  or  material-  on  the  duvetvn  order. 
oi    of  grosgrain  silk.     These  girdles  are 

ju-t  like  I  he  lower  part  of  a  man  '-  \  e-1 . 
and    are    tailor-lini-hed     with    pocket-    on 

each    side,    and    are    fastened    b\    press 

buttons  covered  with  the  -aine  material 

ill     front.        The    back     as    a    rub'     i-   ot 

shirred   silk,  exaetlj    matching  in  color. 

covers  a   hand  oi   elastic,  making 

the    licit    adjustable    to    any    sized    wai-t 

line 
There  Is  some  demand   also  for  wide 

:;t; 


suede    belts    in    various   colors,    but    the 

latest  in  girdles  is  the  wide  crush  belt 
of  patent  leather  with  a  large  smashing 
slantwise  bow  in   front.     These  belt-  arc 

designed  for  the  Summer  girls'  wear, 
and  will  give  the  requisite  touch  of 
smartness  to  the  tailored  skirt  of  white 
repp.  cord,  linen,  or  ratine,  with  man- 
nish hip  pockets.  These  skirts  are  to  be 
worn  with  white  waists,  and  with  the 
black  belt  produce  the  black  and  white 
combination  that  is  again  the  height  of 
fashion. 

These  patent  leather  Lrirdles  come  also 
in  bright  scarlet  as  well  as  black. 


BUFFER   FOR   MANICURE    SET. 

Cleanliness  has  become  almost 
with  the  modern  woman,  who  now  selects 
her  toilet  articles  with  the  idea  in  her 
mind  that  everything  must  be  kept  as 
tree  a-  possible  from  dust  and  also  be 
ea-v  to  wash.  Among  her  manicure 
articles  which  she  especially  likes  now 
i-  a  buffer  which  fits  in  an  imitation 
ivory  case,  thus  protecting  the  chamois 
skin  from  dust.  Besides  possessing  this 
advantage,  the  case  prevents  other 
articles  from  rubbing  against  the  paste 
covered  chamois  when  packed  in  a  tra- 
veling  ban. 


EAR-RINGS  SELLING  WELL. 

Ear-rings  form  about  the  best  selling 
hem  in  the  jewelry  department  at  the 
present  time.  Rings  of  black,  relieved 
with  rhinestone  or  pearls,  sell  lust,  and 
some  of  them  are  quite  large.  I>rop  ear- 
rings ari'  very  fashionable,  and  here  jet 
takes  the  lead,  though  pearl,  amber,  and 
coral    are    also    good. 


SUMMER    HALF-HOLIDAYS. 

Many  towns  and  cities  have  arranged 
for  early  closing  tor  the  summer  months. 
Newmarket  has  chosen  Wednesdays  at 
\  p.m.  The  retail  clerks  of  (iiielph  are 
\- or  king  tor  continuing  the  Thursday 
half-holiday  to  the  end  of  September. 

In     Duncan,     B.C.,     an     attempt 
being  made   to   take   a   half-holiday     on 

Saturday      instead      o\'      Thursday.        In 
Salmon  Arm.  B.C.,  Wednesday  has  been 

settled   on.      In    Meatord.   Thurs.la>      has 
I  ei  n  chosen 


FANCY  GOODS,  NOTIONS  AND  TOYS 
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SILK  TASSELS 

predominate  at  present  in 
Dress  Trimming.  We  are 
making  a  large  and  beauti- 
ful range  of  these  goods,  in 
all  leading  colors  and  many 
novel  designs. 

Neck  Cord  and  Tassels 

on  Blouses  are  the  fad  of  the 
season.  Order  them  quick! 
Beaded  Trimming  and 
Motifs  are  the  proper  thing 
for  evening  wear.  We  have 
them  in  stock. 


THE   MOULTON 
MFG.  CO.,  Ltd. 

Montreal 

Write  for  samples. 


J  MAYGROVE 

&  Company  Limited 

SILK  threads  for  WEAVING 

KNITTING  and  EMBROIDERY 

also  SEWING 


F.  A 


AGENT : 

TURNER,  52  Bay  St.,  TORONTO 


London  Warehouses: 
51/2  Aldersgate  St.. 
E.C. 


Mills 


ST.  ALBANS 

and  Redburn, 

HERTS 


ESTABLISHED  1849 


BRADSTREETS 

Offlc«a  Throughout  the  Civilized   World 


OFFICES  IN  CANADA: 


Calgary,   Alta. 
Edmonton,  Alta. 
Halifax,  N.S. 
London,  Ont. 


Ottawa,   Ont. 
St.  John  N.  B. 
Vancouver,  B.   C. 
Victoria,  B.  C. 
Hamilton,   Ont. 


Montreal,  Que. 
Quebec,  Que. 
Toronto,  Ont. 
Winnipeg,  Man. 


Reputation  gained  by  long  yeara  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  #£2£,MS2E 

TORONTO.  CANADA 


"SLIPPON" 

COIFFURE   FASHIONS 


Patent 


13 
Nets 
to  the 
Dozen 


Reg'd 
Copyright 


13 

Nets 

to  the 

Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net  which  adjusts 
itself  to  the  present  style  of  coiffure. 

NO  PINS         NO  WORRY 

Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 

LONDON  ENGLAND 

Sole  Agent  in  Toronto 

R.  W.  R.  COWIE,  77  York  Street 


To  Pirates: — 

This  envelope 
patented. 


ipyright.     design     registered,     and     net 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 
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Til  E  love  of  the  beautiful  aigrette 
dies  bard,  and  as  far  as  very 
smart  millinery  goes,  flowers  have 
hardly  replaced  the  beautiful  plumes 
and  the  rich  sprays  of  paradise  to  the 
extent  that  was  expected.  This  is 
proved  by  the  sudden  revival  of  birds 
and  wings  in  millinery  fashions.  Wings 
of  all  kinds,  from  the  tiny  pairs  that  look 
like  a  small  butterfly,  to  ureal  sweeping 
pointed  wiims.  are  pused  at  striking 
am  les  on  the  latest  hats.  As  the  fash- 
ions that  crop  up  at  this  late  date  have 
a  marked  influence  upon  the  early 
styles  brought  out  for  the  new  season, 
this  is  taken  that  wings  will  be  good 
for  Fall.  This  idea  is  borne  out  by  the 
orders  already  placed. 

Small  wings,  as  already  indicated,  are 
used  in  pairs,  and  these  pairs  are  posed 
either  about  the  top  of  the  crown  or 
around  the  brim  edge.  The  larger  wings 
are  also  used  in  pairs,  so  that  they  have 
a  Viking  look,  or  form  ears  at  the  side 
or  points  at  the  back  and  front.  Some 
hats  are  lavishly  trimmed  with  both 
large  and  small  wings  massed  together 
in  pyramidal  arrangements  that  are  very 
eleganl  when  posed  by  the  clever  mil- 
liner. 

Flowers  have  been  the  first  choice 
with  the  popular-priced  trade,  and  have 
also    beetl    much    used    to    trim    expensive 

hats  to  wear  with  certain  styles  of  dress 
that  did  not  accord  with  plumes  and 
Willis.  Flower-trimmed  hats  arc  most 
appropriate  with  Bounced  and  flowered 
gowns  and  the  new  Watteau  and  bustle 

bats     are     trimmed     with       ribbons       and 

flowers.     The  rose  is  paramount,  mixed 

i    er  old  fashi<  ned  garden  flowers. 

1  me-nots  ami   roses  are  combined 

with    1 1  liage,  and    w  real  as   in   l  his  eom- 

I  on  are   used   to  I  rim   t  he  Wat  lean 

either    on    i  In-    ilai    i  op    or    on    t  he 

brim. 

Fruil .    small    and    beaul  i  fulrj    colored 

in    the    form    nf    berries,    9mall    apples, 

lun         i    pi  u  les,   arc   made 

ol     -al  in.    plush,    kid    0]     lncc|iicivd    rihhon 

and    other    materials,    and     arc      inter 
mingled  w  it  b  How  era  and  foliage 
Nearl)  i  \  er3  hat  ha-  more  or  less  rib 
1 1  imming.    Ribbon   passes   Hat   o\  er 


Types  of  Summer  Millinery 

Flowers    Lead    with    the    Popular    Trade,    lint 
There  is  a  Marked  Revival  of  I'lunie^  and  Wll 
in  tic  Better  Trade — Wings  Good  \'<>i-  Kail. 


the  crowns  of  the  Watteau  and  pla- 
teau bats,  and  tics  in  a  bow  under  the 
haii'  at  the  back,  or  in  the  form  of  long 
Loops    decorates     the     bandeau.     Long 

loops  of  ribbon  are  wired  and  posed  to 
represent  wings.  Ribbon  wired  and 
pasted  together  form  wing-shaped  and 
paddle-shaped  motifs  that  are  posed 
high  above  the  crown  of  the  hat.  and 
narrow  cord  ribbons  are  pleated  and 
sewn  firmly  through  the  centre  to  form 
small    double    wing-like    trimmings. 

The  newest  ribbon  is  of  soft  satin  so 
finished  that  it  has  a  dull  lacquered 
polish.  This  ribbon  conies  in  many 
colors  and  combines  equally  well  with 
wings  and  flowers.  Take,  for  instance 
a  hat  of  shiny  straw,  for  bright  var- 
nished straws  are  lasting  over  right 
into  the  Summer  weather.  The  coloi  is 
dull  reddish  purple,  and  a  band  of  lac- 
quered ribbon  crosses  the  crown  and 
<roes  over  the  brim  and   forms  loops  ami 


mder  side.     Flowers  of  the 
de  and  yellow  mixed  with  foli- 
age are  placed  in  bunches  on  the  brim 

and  are  mixed  with  the  loops  on  the 
under-brim. 

Tulle  is  used  in  long  loops  as  well 
as  ribbon,  and  many  of  the  plateau 
models  are  raised  high  at  the  back  and 
filled   in    with   loops  of  tulle. 

Another  novelty  that  i-  seen  on  many 
smart  hats  is  crin  lace.  This  lace  is 
made  of  horsehair  and  comes  mostly  in 
black,  write  and  -rev.  It  is  used  for 
hats,  and  in  plateau  shapes  i<  formed 
into    tip-tilted    Watteau    models. 

Some  larger  shapes  are  showing  for 
mid-Summer  wear.  These  shapes  are 
mostly  on  the  sailor  order  and  are  tip- 
lilted  to  show  the  bandeaux  at  the  side. 
Mic-  come  in  shiny  straw  and 
the  very  newest  are  made  of  coarse  wide 
varnished  braid.  Very  little  trimming 
is    the   rule   on    these    hats. 


Paris  Gives  Hints  for  Fall 


THE  following  are  some  of  the 
trimming  schemes  used  on  small 
Paris  hats: 

A  small  white  satin  hat  was  trimmed 
with  two  white  quills  with  large  brown 
^pots.  These  <|iiills  were  placed  at  the 
back  and  stuck  out  at  right  angles.  A 
small  varnished  straw  hat  with  very 
narrow  brim  had  a  bow  of  navy  satin  in 
front,  the  bow  being  draped  in  folds  and 
drawn  out  to  give  the  shape  and  appear- 
ance of  wing  arrangements. 

A  canotier  model  of  navy  blue  straw- 
had  a  crescent  arrangement  of  deep  red 
roses  on  one  side  running  from  the  front 
to  the  back,  with  two  numidi  feathers, 
one  start  ing  in  trout  and  one  at  the  hack 
and  Crossing  at  the  points  over  the  crown 
of  the  hat. 

A  small  sailor  had  a  collar  of  the  new 
polished  satin  around  the  crown  and  two 
black  quills  posed  one  on  each  side, mid- 
way between  back  and  front,  and  meet- 
ing at  the  tips  ahovc  the  crown.  These 
quills   were   perfecth    erect. 

Another  sailor  was  trimmed  with  fea- 
thers arranged  in  the  shape  of  shells, 
forming  a  stick-up  in  front  and  arranged 
mi  pan-.    These  shell-shaped  pieces  form 

a    wreath    around    the   high    crown.      This 
di  es   not    lay    Hat    on    t he   brim,   bnl      is 

placed   on    I  lie  crow  n. 

a 


A  policeman's  bonnet  has  a  large  flat 
Alsatian  bow  of  white  satin  at  the  side, 
the  long  loops  projecting  well  over  both 
at   the   front   and  at   the  back. 

A  sailor  shape  of  varnished  straw  has 
the  brim  slightly  rolling  on  one  side.  A 
pleated  ribbon  girdle  is  placed  around 
the  crown  and  is  tied  in  a  flat  looped 
bow  at  the  back,  and  the  crown  is  com- 
pletely covered  with  small  red 

A  small,  low-crowned  toque  of  straw 
and  satin  had  a  long-shaped  rever  fold- 
ing back  over  the  crown  in  front,  and 
placed  on  the  side  of  t'n-  rever  was  a 
large  looped  how  •  satin. 

A  police  bonnel  of  white  satin  had 
creased  ears  on  each  side  of  the  crown. 
had  a-  trimming  two  lar;_re  navy  blue 
wim.'-.  the  one  standin  :    lip  and 

the  other  laid  ahum  the  side,  with  the 
tip  pointing  o\  er  th<   hack  brim. 

Amt'icr  of  these  bonne;  shapes  had  a 

bandeau   of   white  -wan   breast    leathers 

around  the  crown  and  two  paradise  fea- 

curled  in  M<  •    sto  fashion  in  front. 

A  sailor  of  black  velvet  for  velvet  is 
being  used  tor  summer  hats  lias  a  soft 
wired  crown,  and  two  lines  o(  paradise 
formed  the  trimming,  laid  on  the  crown 
in  front  ami  extending  in  opposite  direc- 
l  urn-. 


MILL.INERY 
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Morris  &  Saward 

21-22  Great   Castle   Street,  London,  W. 

Manufacturers  of   High-Grade  Tailored   Hats 

for    Morning   Wear,   also   Untrimmed    Shapes 

in  the  Latest  Paris  Styles 


WHOLESALE  ONLY 


If  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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Models  That  Will   Influence  the  Early   Fall 

Hats  Are  All  Small,  and  Wings  and  Feather  Fancies  Arc  the  Best- 
Liked  Trimmings — Many  Fabric  Hats  Showing— Velvet  and  the 
New  Cire  Satin  in  Great  Favor. 


.*~>- 


Dubarry  hat  of  black  milan  with  crown 
covering  of  'lull  pink  taffeta  rose  foliage, 
a  crown  torsade  ami  brim  bow  of  rubarj 
Cire  and  a  single  rose  complete  the  trim 
ming.  Dimensions:  Height  of  crown,  '.', 
inches;  headsize,  26  inches;  width  of  brim 
at  back,  (i  inches;  at  sides,  4  inches;  in 
front,  2  |  ■_.   inchi  s. 

WHAT  Paris  is  producing  in  the 
way  of  millinery  at  the  pre- 
sent time  cannot  in  any  way 
affeel  the  remnant  that  is  1  ■  it  of  the 
present  season,  hut  because  of  the  bear- 
ing it  may  have  upon  the  advance 
modes  for  Pall,  the  models  now  showing 
are  important.  For  one  thing:  there 
seems  to  he  no  disposition  to  add  in  any 
way  to  the  size  of  the  hat  and  the  pre- 
sent prevailing  vogue  for  small  shapes 
remains  unaltered.  Small  sailor  shapes. 
canotiers,  policeman's  helmets  and  var- 
ious small  toque  shapes  are  those  most 
in  VOgue.  Many  of  these  hats  are  wholly 
oi  some  fabric,  while  others  are  of  fall- 
lie  and  fine  straw.  Varnished  straw 
shapes,  either  in  lisere,  or  made  of  the 
new  wide  rough  braids,  are  good.  Satin 
is  very  much  used  for  making  the  shape 

ami    the   satin    that    is   best    liked    is   thick 
and    soft,    and    resembles    (lie   cire    ribbon 
in  finish, 
Si  mi'  of  1  he  very  Bmartesl  of  t lie  new 

hats    ate   made   id'   (hi-    fabric,   and    many 

models  a  re  of  this  sat  in  in   whit  r.    Blue 
iv  also  prominent,  pa  ri  icularly  na\  y  and 
ihdl'l.     Manx'  of  I  hese  jatiri  liats  a re  .  o\ 
i  i  ..I    w  1 1 1 1   I  he   matei  ial    pu1    on    in    par- 


allel folds.  Another  small  shape  has 
i  i  brim  covered  with  navy  sal  in  and 
the  crown  of  picol  braid.  Another  ol 
these    whiti      satin      ha!  -    is   tub-shaped, 

with  a  soft  wired  crown  and  a  very  nar- 
:  >w  brim  or  border  made  of  a  roll  of 
satin.  This  hat  is  wreathed  with  bright 
green  foliage  and  above  is  a  smaller 
w  teal  h   of   white   sat  ill    berries. 

Many  of  the  hat-  worn  at  the  pre- 
sent time  are  bizarre  in  the  extreme, 
and  all  hats  of  this  class  are  trimmed 
with  feathers.  The  feathers  used  in- 
clude every  kind  of  wings  from  those  of 
t  e  hummingbird  to  the  long,  stiff  quills 
'if    the     turkev-buzzard.       Many    of    the 


large  wings  are  cut  into  striking  shapes 
and     they    are    made    more    conspicuous 

by  the  way  in  which  they  are  posed  at 
all  kinds  of  striking  angles.  To  be  really 
smart,  a  wing  or  quill  must  look  as 
though  it  was  just  going  to  fall  off  the 
hat.  If  it  lnoks  secure  it  is  not  quite 
in    the   highest    fashion. 

A  new  trimming  modistes  are  asing 
consists  of  reinf*  reed  fronds  of  para- 
dise, each  one  posed  at  a  different  anjrle 
and  sticking  out  in  all  directions  from 
the  brim  of  the  hat.  Another  hat  had 
the  crown  surrounded  with  clipped 
epulis,  looking  as  thongh  it  had  been 
made   the   target    for  an   archery   match. 


Where  Milliners'  Profit  Lies 

Only  What  is  Saleable  is  Profitable— Profit 
Comes  Only  on  Merchandise  Sold,  Not  on  Labor 
or  Design. 


IT  takes  more  than  the  average  of 
business  ability  and  sagacity  to  run 
profitably  the  business  of  a  retail 
milliner,  for  to  make  good  the  milliner 
needs  to  have  a  larger  share  of  insight, 
sagacity  and  perspicacity  than  falls  to 
the  share  of  the  average  business  man  in 
other  lines.  This  is  easily  proved,  for 
it  is  readily  seen  that  to  succeed  a  mil- 
liner must  have  both  the  executive  and 
the  selling  ability  well  developed.  She 
must  possess  not  only  the  ability  to  buy 
rightly  and  to  good  advantage,  but  she 
must  he  able  to  design  and  manufacture 
acceptably  the  goods  she  buys  into  mil- 
linery that  will  sell.  In  short,  she  must 
be  somewhat  of  an  artist  and  also  the 
possessor  of  good  business  ability.  And 
these  are  opposite  qualities  that  are  not 
looked  for  as  a  rule  in  one  person. 
Though  the  process  of  climbing  the  tirst 
steps  <d'  the  ladder  may  be  a  slow  one. 
and  the  personal  gain  smaller  than  in 
the  beginning  of  other  professions,  the 
learning  of  the  millinery  business  affords 
really  one  of  the  greatest  opportunities 
a    young   girl    can    have,    for   the   scope   of 

such  a  training  provides  a  foundation  in 

business    experience    that     is    unexcelled. 
When   a    gir]    urns   to   learn    millinery    she 

does    not    just     learn    to    trim    a    hat.    but 
she  gains,  as  she  g06S  on,  the  experiences 

uf  buying  and  selling,  ami  distributing 

and   credits. 

On  the  ability  of  the  milliner  to  choose 
her  merchandise  hinges  her  success  or 
failure  m  business.  It  is  not  what  she 
pays   lor  her  goods  "50  much  a-   w'  at    she 
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can  sell  it  for.  nor  the  quantity  she 
buys,  but  what  she  sells,  that  makes  her 
business   a    success. 

There  is  one  point  where  the  milliner 
must  lie  (dear,  and  that  is,  she  must 
know  just  in  what  part  of  her  business 
her  profits  lie.  The  majority  of  milliners 
will  find  that  there  seldom  is  any  direct 
profit  in  labor,  or  on  the  design,  but  the 
profii  comes  only  directly  from  the 
sales,  and  therefore  there  is  only  one 
way  in  which  to  proceed,  and  that  is  to 
produce  saleable  millinery  on  as  economi- 
cal a  basis  a-  possible,  especially  when 
labor   is   under  consideration. 

A   milliner  as  a  rule  should  double  her 

money  on  all  the  merchandise  she  uses. 
even    when   such   merchandise   is   in   the 

nature  of  staples,  and  when  it  comes  !■• 
the  many  novelties  that  come  into  vogue 
so  quickly  and  go  out  of  style  in  such 
a  short  period,  she  should,  to  make  her 
own.  treble  the  money  she  has  paid. 

Under    modern    methods    it     i- 
judicious    selection    of    novelties    that    the 

widest    measure   of   success    is   due.      It 

takes  experience,  coolness,  judgment   and 

often  nerve  to  choose  rightly  from  the 
mass  of  merchandise  presented  eat 
son,    the    ideas    of   thousands    of    skilled 
designers,  eolorists,  and  mechanics. 

The  woman  who  is  the  best  buyer  use- 
everj    means   within    her   reach   to  obtain 

knowledge  and   guidance   to  aid   her  in 

making  her  selections,  and  she  knows 
prettj    well  the  use  to  which  she  will  put 

her  selections. 


For  Light- Weight  Gloves 

Chamoisette  and  Leatherette  Replacing  Lined 
and  Wool  for  Fall  Wear — Fabric  Gloves  Becom- 
ing Very  Popular. 


MONTREAL.  -June  2  (Special).— 
Though  the  backward  Spring 
weather  has  not  been  conducive 
to  the  sale  of  light-weight  Summer  gloves 
there  has  been  some  improvement  with- 
in the  last  few  weeks,  and  retailers  are 
hoping  that  they  will  be  able  to  make 
up,  in  some  degree,  for  the  late  start 
by  pushing  sales  from  now  on.  Fabric 
gloves,  which  have  been  gaining-  in  popu- 
larity all  along,  are  in  a  stronger  posi- 
tion to-day  than  ever  before.  The  bulk 
of  the  sales  have  been  in  long  white 
gloves  and  there  has  been  practically  no 
change  from  last  season  in  this  regard. 

The  jobbers  who  anticipated  a  good 
business  this  Spring  and  stocked  up  ac- 
cordingly have,  in  some  instances,  been 
disappointed.  While  they  have  done  a 
fair  amount  of  business  it  has  not  been 
as  good  as  expected,  or  as  it  would  have 
been  had  the  weather  been  more  season- 
able. It  is  gradually  improving,  how- 
ever, and  will  doubtless  continue  to  im- 
prove  as   time   goes    on. 

For  Fall,  leatherette  and  chamoisette 
will  undoubtedly  be  the  thing  for  street 
wear.  Whites  have  sold  best,  though 
there  has  also  been  a  good  demand  for 
what  is  known  as  "oyster  shade,'"  which 
is  a   shade  that   is  between  a   gray  and 


mauve:.  Leatherette  and  chamoisette 
gloves  with  contrasting'  points,  black  on 
white,  or  white  on  black,  are  very  good. 
Blacks  and  whites  are  selling  almost  en- 
tirely and  the  1(3  and  20-button  lengths 
are  both  popular. 

In  kid  gloves,  also,  the  demand  is 
principally  for  the  contrasting  points. 
For  evening  wear  and  dress  occasions, 
long  and  short  kid  gloves,  mainly  in 
whites  and  blacks,  are  sold  almost  en- 
tirely. For  colors  the*  sales  have  been 
very  limited  and  it  is  not  expected  there 
will  be  much  of  a  run  for  them. 

Hose  and  Gown  Match,  Not  Gloves. 

Women  seem  to  be  getting  away  from 
the  idea  of  matching  gowns  and  gloves. 
The  tendency  at  present  appears  to  be 
to  get  hose  and  gown  to  correspond, 
but  to  wear  white  gloves  for  contrast. 
It  is  pointed  out  that  the  present  danc- 
ing craze  is  to  a  large  extent  respon- 
sible for  the  trend  of  attention  to  hose 
rather  than  gloves,  and  it  is  contended 
that  to  have  both  hose  and  gloves  to 
match  gowns  would  be  too  extreme. 

Heavier  Lines  Falling  Off. 

The  demand  for  lined  and  wrool  gloves 
and  cashmeres  is  falling  off  steadily  and 
one  large  jobber  stated  that  there  was  a 
decline  every  year  now  of  about  15  to 
20  per  cent,  in  these  heavier  lines.  There 
has  been  a  general  tendency  to  get 
lighter  weight  goods.  It  is  not  only  true 
of  gloves  but  it  may  be  noted  in  hosiery 
and  also  in  underwear.  People  are  wear- 
ing light-weight  clothing  in  the  Winter 
months   now   that   they   would   not   have 


dreamed  of  wearing  a  few  years  back. 
Tn  gloves,  the  chamoisette  and  leather- 
ette are  replacing  the  heavier  woolen 
styles  and  the  lined  gloves.  There  is  still 
a  proportion  of  these  sold  but  they  are 
almost  a.  dead  letter  for  city  trade. 

Silk  gloves  are  selling  about  as  usual. 
There  is  always  a  demand  for  them  and 
orders  booked  for  Fall  are  about  the 
average.  They  are  wanted  mainly  in 
the  16-  and  20-button  lengths. 

The  new  washable  leather  gloves 
which  have  been  on  the  market  for 
several  months  are  reported  to  be  meet- 
ing witli  a  good  reception  and  to  be 
standing  the  test  of  wear  and  wash.  It 
is  expected  that  these  will  be  increas- 
ingly popular  as  time  goes  on  and  women 
recognize  their  economical  value. 


White  Veils  Good 

Becoming  popular  for  Summer 
wear — Colors  gaining  a  hold — 
Hand-painted  beauty  spots. 

THE  present  season  has  been  the 
most  satisfactory  veiling  season 
in  years.  Not  only  have  staple 
lines — that  is,  the  neat  patterns  on  sheer 
meshes  and  the  hexagons — sold  well,  but 
there  has  been  more  disposition  to  intro- 
duce novelties,  and,  therefore,  the  lead- 
ing lines  present  a  broader  range  of  in- 
teresting effects  than  has  been  shown 
for  years.  Beauty  spot  veilings  have  had 
a  leading  place  in  the  season's  novelty 
list,  and  now  that  every  idea  almost  has 


Hexagon  mesh  with  velvet 
neck  band.  Shown  by  Thomp- 
son Lace  &  Veiling  Co. 


41 


Dry  Goods  Reviev. 


DRESS    ACCESSORIES 


been  used  in  black,  color  is  being  intro- 
duced, and  the  newest  patterns  show 
beetles,  bees,  butterflies,  lizards,  Berpents 

and      other      insects,     etc.,     stenciled     and 

tinted  by  band  on  a  black  mesh.  Ex- 
quisite veils  show  the  pattern  outlined 
bj    a   t  luiker   thread.       These   patterns 

come  in  lea  f  and  flower  mot  it's,  and  arc 
\  er\  generally  favored  by  I  lie  woman 
who  pays  a  good  price  for  the  veiling 
she  wears.  Borders  are  showing  a  re- 
vival, and  borders  composed  of  small 
chenille  dots  are  in  high  favor.  The 
new  shaped  veil  called  the  Mona  Lisa 
thai  is  woven,  so  as  to  fit  oxer  both  hat 
and  face,  has  been  well  received.  These 
veils  are  liked  both  because  they  are 
easily  adjusted  and  because  the  patterns 
are  new  and  attractive.  Many  come  in 
frame  effect,  while  others  show  pretty 
narrow  border  patterns  in  a  wide  variety 
of  designs. 

Op  to  date  the  all-black  veil  has  been 
the  leading  seller,  but  now  the  white 
veil  is  coinin.sr  to  the  (rout,  and  bids  fair 
to  be  the  leader  for  Summer  wear.  There 
i-  quite  a  demand  for  colored  veils, 
toupe,  purple,  brown  and  navy  being 
the  best  selling  colors.  Black  and  white 
novelties  are  also  in  demand. 


Pleated  Silk  Hose 

This  Treatment  Runs  Half 
Way  Up  Only— Black  Clock  in 
White   and   White  on   Black. 

AND  now  that  fickle  Summer  has 
evidently  decided  to  s-ive  her 
steady  attentions  to  this  section 
i'1  the  map  for  a  while,  and  the  sun  has 
displayed  sufficient  enthusiasm  to  en- 
dourage  the  wearing  of  Summer  apparel 
with  its  wide  range  of  vivid  colorings, 
there  is  a  decidedly  strong-  demand  for 
highly  colored  hosiery  largely  in  the 
plain  effects.  The  colors  include  pretty 
nearlj  everything  iii  the  range  of  popu- 
lar shades  and  the  tendency  is  for  some- 
thing that  will  match  the  costume  or  the 
footwear. 

A  novelty  line  of  hosierj  shown  is  a 
combinal  ion  of  t  he  pleated  and  plain  ef- 
fects with  a  large  range  of  color  combi- 
nation-. This  stocking  is  in  pure  silk 
with  the  pleated  portion  running  about 
half  wa\  up.  Black  and  white  is  a  popu- 
lar effect  in  this  line  while  others  seen 
were  cerise,   purple  and    red    used    to  con- 

liast    with  black.     This  line  is  made  to 

sell    In   I  he    1..-1  ter   class   trade   at     1.75   t  he 

pair;  in  fart  the  demand  for  colored 
losierj  i  largely  confined  to  the  more 
.  «  pensi\  e  silk   "'»"! 

\  I  he  w  eat  her  gets  warmer  I  here  will 
1"  an  increasing  demand  for  white 
hosiery    tO    gO    with     white    dresses.       The 

plain   white  is  varied  in  some  cases  by 

a    black    clock,    while    another    lieu     elfeet 
is   the   white  clock    on    the   black    Stocking, 


Fluffy  Neckwear  Weaker 

Whole  Tendency  Towards  Tailored  and  Mannish 

Kl'lVcts — Favored    .Materials.    Organdie,    Pique 
and   Handkerchief  Linen. 


PRESENT  tendencies  Would  seem  to 
indicate  that  the  reign  of  Huffy 
effects  in  neckwear  is  over,  and 
thai  I  lie  plain  organdie  collars  signify 
an  early  return  to  the  use  of  heavier  ma- 
terials than  ml  and  lace  made  up  into 
shapes  that  are  tailored  and  more  man- 
nish. The  very  latest  linen  collar  shown 
in  Paris  completely  encircles  the  throat 
and  is  very  like  the  collar  worn  by  the 
boys  of  Eton  College.  As  yet  this  col- 
lar has  not  met  with  any  general  ac- 
ceptance, and  the  majority  of  collars 
are  on  the  V-cut,  roll-over  order  that  is 
so  generally  liked  because  it  is  so  grace- 
ful  and   so  becoming. 

The  high  collar  rules,  but  it  is  so  cut 
that  the  wearer  can  in  most  cases  reg- 
ulate the  height  to  suit  herself  without 
in  any  way  detracting  from  the  grace- 
ful  shape  of  the  collar.  This  is  done  lie- 
cause  it  is  clearly  recognized  that  with 
(he  advent  of  warm  weather  many 
women  will  be  seeking  for  neckwear 
that  does  not  cover  the  back  of  the 
neck  so  completely.  All  collars,  how- 
ever, are  so  cut  that  they  stand  away 
from  the  neck  at  the  back,  and  the  flar- 
ing  points  are  cut  in  many  shapes  to 
which  are  given  such  names  as  the  Nor- 


mandj  r  the  ( rladstone,  etc.    Some  n 
newest  are  quite  Directoire  in  shape,  aad 
-nine  have  revers  attached.     All  a: 
cut    that    they    do    not    require    boning, 
and    thej     are    both    starched    and    un- 
starched. 

The  materials  used  are  organdie, 
pique,  ami  handkerchief  linen,  which  in 
most  cases  is  not  a  linen  at  all,  but  a 
linen-finished  batiste.  Undoubtedly  the 
picot  finished  edge  is  the  smartest,  but 
many  are  scalloped,  often  in  color. 
Hand-embroidered  motifs  in  the  collar 
corners  form  another  favored  mode  of 
decoration.  Many  of  these  collars  have 
vestees  attached. 

Besides  collars,  fichus  with  soft  roll 
collar-  of  organdie  or  batiste  with  the 
fichu  part  of  net  or  lace  are  very  much 
in  favor.  Guimpes  with  the  collar  of 
organdie  are  big  sellers,  and  there  is  no 
change  in  tin  demand  tor  plain  net 
miimpes. 

The  camisole  with  vestee  and  collar 
attached  is  a  new  idea  that  promises 
well,  as  it  l-  very  practical.  This 
nient  is  made  of  organdie  and  the  cami- 
sole is  lace-trimmed,  while  hemstitchimr 
and  the  popular  picot  edge  trims  the 
vestee  and   collar. 


Lighter  Laces  Still  Favored 

Novelty  Ideas  in  Meshes  and  Grounds  the  New 
Idea — Shadow  Laces  Are  Still  a  Good  Second 
to  Nets — Tidies  and  Fancy  Nets  in  High  Favor. 


LKiHT    lares    have    had    a    Ioiil'   spell 
of   popularity,   ami,   according   t" 

the  usual  wax  of  fashion,  should 
he  readj  to  retire.  Contrary  in  custom 
light  laces  are  to  be  used  during  the 
Ci  mini:     Summer,    and     are     also    placed 

firai  again  for  Kail.    It  was  thought  that 

\  enise  was  due  again  for  a  period  of 
favor,  ami  that  the  use  of  light  Venise 
hands   this   season    would    lie    followed    by 

a  more  extended  vogue.  This  vogue  has 
not  materialized,  and  light  laces  are 
again  placed  in  firsl  position  for  the 
cumin-    season.     Tin-   change   com. 

placing      the      net       hues     first     and     the 

shadows  in  the  second  place.  The  reason 
why  light  laces  have  bo  strong  a  hold  is 
because  thej  are  so  li'_rht  and  diaphan- 
ous, ami  because  they  drape  so  perfectly. 
With  no  definite  change  made  in  the 
character  of  the  lace  favored,  it  is  up 
te  the  manufacturer  to  produce  new  and 
striking  patterns,  so  that  there  max  be 
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ting  that  is  uew  to  show.  This 
season  the  novelty  element  will  be  due 
!\  to  the  use  .if  uew  meshes  and 
grounds,  and  laces  of  this  type  are 
expected  to  he  good  all  through  the 
Fall. 

The  dancing  dress  promises  to  bo  the 
u  est  important  garment  in  the  ward- 
robe   during    the   coming    Kail,  and    it 

looks   as    though    it    Was    !_roi:i'_'   to    fall    to 

the  province  of  lace  to  provide  a   \ 

will   both   define  the   figure  and   at 

the    same   time   give   the   needed    freedom 

Lng  purposes.  The  dross  itself 
.  but  the  skirl  is  cut  fully  from 
5  to  7  inches  from  the  floor,  and  is 
lengthened  out  bj  a  flounce  of  lace  that 
i-  sufficiently  full  both  to  veil  the  ankles 
ami  to  give  freedom.  This  frill  of  lace 
.  -  a  Pact  •  "■  -in at i-  a  flare  flounce  Rnish 
in  tin-  skirt. 

The  more  o\  'aces  showing   for 

fall   are  largely   reproductions  of  suoh 
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laces  a-  Alencon,  old  Brussels  and  other 
net  [aces,  ami  many  of  the  Bouncings 
-how  pronounced  scalloped  or  battle- 
mented  edges,  other  uovelties  show  the 
use  of  color  inl  roduced  bot  h  in  t  he  form 
of  embroidery  mnfit's  and  also  printed. 
These  patterns  come  on  novelty  net 
grounds,  some  being  spotted,  others 
striped  and  some  showing  ;i  moire  effect. 
Such     designs     as    lovers'    knots    and 


lunches  of   flowers  are   shown    of  these 

novelty    meshes. 

There  is  still  a  very  big  demand  I  oi- 
iiets.  particularly  fine  Brussels  and 
tulle-.     Pleatings  are  still  the  rage,  and 

the  newest  tunics  are  made  of  knife- 
ideated  or  box-pleated  tulle.  Ruffling 
can  be  had  in  many  widths  that  can  he 
nut    to   mam    different    uses. 


The  Needs  of  the  Bride 

Wil  Formed  Into  Becoming  Mob  Cap  —  Sonic 
Have    Decided   Train    Effect  Silver    Lace    is 

Favored  for  Trimming. 


SENTIMENT  begs   for  a   bridal   veil. 
For  the  bride-to-'be   with   the   deep 
pocket  there  is  the  veil  of  lace  thai 
can     be    put     away     in     lavender     and 

broughl  out  when  occasion  tits  to  lend 
to  grace  another  bride.  When  economy 
must  be  studied  there  is  the  veil  of 
Brussels  net  that  envelopes  the  bride  in 

a  filmy  mist  of  white.  Some  of  the  new 
veils  are  in  between,  and   while  the  body 

of  the  veil  is  of  net  the  edge  is  of  lace. 

•»     »     » 

The    veil    is   no   longer    arranged     to 

cover  the  face,  but  is  formed  into  the 
most  adorable  and  becoming  mob  caps, 
with  either  coronet  or  wreath  arrange- 
ment of  orange  blossoms.  Some  veils 
have  the  wide  hem  put  in  with  a  line  of 
seed  pearls,  and  some  of  the  new  veils 
are  very  long,  with  a  decided  train  effect 
at  the  back.  This  is  cut  square  and  has 
a  shirring  at  the  head  of  the  very  deep 
hem  held  in  place  by  trails  and  knots 
of  orange  blossoms. 

A  novelty  in  veils  comes  in  the  shape 
of  the  round  veil,  which  when  draped 
tails  in  cape  style  over  the  back. 

Popular  priced  veils  are  21 2  yards 
square,  made  of  tine  Brussels  net.  These 
veils  are  hemmed  with  silk,  and  are 
embroidered  with  bow-knots  or  other  de- 
\  ices  in  each  corner. 

Expensive   veils  come   in    real    lace,  and 

the  veil  of  genuine  Carrickmacross  is 
very  much  in  vogue.  True-lovers'  knots 
usually  form  one  of  the  most  prominent 
motifs   in    the   pattern. 

•      •     • 

No  bridal  gown  turned  out  so  tar  tins 
si  ason  is  complete  wit boul  being 
i  rimmed  \\  it  h  lace.  Sil\  er  hue  i-  i  he  fad 
of  the  moment.  One  dress  Been  of  the 
traditional  white  satin  had  the  bodice 
draped  with  silver  lace  over  chiffon.  This 

dress  had  no  tram.  juBt  a  plain  short 
-kill    of   thick,    rich    -aim,    Willi    ;i    puffed 

t  unic  of  t  he  same  aboi  e  a  deep  Bounce 

of   sil\  er   lace,   and    t  he   skirl    w  a-    -Inii  ed 

in  i"  i he  waist  line  in  high  bodice  effect. 

Real    lace-    are    often     chosen.      or       in 

their  place  \  ery  excellent   imital  ion-  are 


used.  Rose  point,  duchesse,  applique  or 
lUniton  are  never  out  id'  date,  and  many 
brides    for    patriotic    reasons    choose    the 

beautiful  Irish   crochet. 

»     •     * 

No  material  can  hope  to  rival  satin — 
satin  soft,  thick,  and  rich,  and  either  in 
creamy  or  oyster  white,  the  choice  de- 
pending upon  the  coloring  and  the  pre- 
ference of  the  bride-to-be.  Satin's  only 
rival  this  year  seems  to  be  crepe  de  chine 
or  soft  satin-finished  crepes.  Gowns  are 
very  simple  in  line,  and  there  is  very 
little  draping  and  no  tendency  to  flare. 
For  the  day  wedding  in  church,  the 
bodice  has  the  V  finish  at  the  neck  and 
is  composed  of  folds  of  lace  and  chiffon. 
Very  long  tulle  sleeves  are  frequently 
seen,  and  some  sleeves  are  elbow  length, 
but  they  are  never  by  any  chance  finished 
with  a  frill.  The  chief  feature  that  is 
new  about  the  wedding  gown  is  that  it 
is  often  cut  in  round  length  and  de- 
cidedly shorter  than  last  year.  No  doubt 
there  are  many  brides  who  will  not  dis- 
card  the  traditional  train,  but  there  is 
no  denying  the  fact  that  the  short  dress 
is  much  more  youthful  looking. 


White  Ribbons 
Strong 

These  With  Blacks  Form  Big 
gest  Run  -Moires,  Taffetas  and 
I  [eavy    <  Jorded    I  ines    in    the 
lend     Circle-  Have  Advantage 
in  Selling. 

THE  demand  for  ribbons  is  Mill  so 
large  and  insistent  thai  import- 
er- are  finding  it  difficult  to  keep 
rn  the  necessan  -elections  in  stock. 
Ribbons  form  the  mosl  favored  mil- 
lini  i\  trimming,  and  though  the  cire  rib- 
bon has  had  its  day,  the  vogue  of  moire 
;s  as  greal  as  ever,  and  black  moire 
ribbons  are  in  verj  big  demand.  In 
fact,  for  Summer  trade  the  l>iu  run  i- 
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LToing  to   be  on   black   and   on    white   rib- 
with    moire-,    taffetas    and    heavy 
corded    rili'nun-    in    the    lead. 

Sash  ribbons  are  always  a  bif  3 
mer  item,  but  this  year  the  vogue  is  pai- 
ti  ularly  strong.  Brocaded  ribbon-  in 
-■  He.  pale  blue  and  pink  are  very  much 
liked  and  will  be  big  items  in  gammer 
bag. 

Fashion  i-  favoring  ribbons  at  pre- 
sent, but  the  fact  that  ribbons  arc  want- 
ed does  not  mean  that  any  kind  of  rib- 
bon will  sell.  Competition  is  keen.  and. 
notwithstanding  all  the  favoring  cir- 
cumstances, keen  discrimination  in  buy- 
ing and  an  equal  amount  of  attention  to 
the  selling  end  is  requisite  to  make  the 
department  successful.  Under  modern 
conditions  there  is  a  constant  demand 
for  novelty,  or  else  the  trade  runs  almost 
entirely  on  one  particular  article,  and  it 
is  the  buyer's  task  to  meet  both  these 
conditions.  It  is  not  sufficient  nowadays 
to  have  the  goods  in  stock,  for  it  is  the 
display  end — that  is.  the  counter  display 
and  the  attractive  windows — that  -ells 
stock. 

A  circle  is  an  ideal  place  for  locating 
the  ribbon  department,  tor  it  e.i\.- 
much  space  in  which  to  make  a  display. 
In  one  of  the  largest  of  the  Canadian 
ribbon  departments,  almost  the  entire 
stock  is  carried  each  day  on  the  counter, 
and  this  counter  is  fully  taken  up  with 
the  display.  The  ribbons  are  shown  oxer 
bolts  that  cover  the  counter  and  the  yard 
measure  is  set  on  the  inner  edge  of  t'he 
counter,  which  in  the  irreater  part  is 
the  top  of  glass  counter  cases.  Possibly 
there  are  many  -tores  to  which  this  me- 
thod would  not  be  suitable,  but  in  many 
of  them  there  is  plenty  of  room  for  im- 
proving the  methods  of  display.  Women 
shop  around  more  than  ever,  and  the 
habit  is  growing  and  the  merchant  who 
wants  to  sell  goods  must  put  them  on 
display. 

© 

NOVEL  MILLINERY  AD. 
An  advertisement  which  appeared  re- 
cently in  the  Los  Angeles  papers  caused 
considerable  comment,  and  brought  a 
large  crowd  to  Lane's  Drj  Goods  i'o. 
Announcing  they  would  give  the  first 
fifty  women  who  entered  their  store  on 
a  certain  morning,  the  unrestricted 
choice  of  anj  plush,  velvet  <>r  felt  shape 
tree,  it  is  needless  in  Bay,  they  had  no 
trouble  in  advertising  their  millinery 
sale,   from   which   returns  were  excellent. 

-®- 

MEDICINE  HAT  CLOSES  EARLY. 
Merchant-    of    Medicine    Hat.    Alberta. 

on  their  own  request   will  be  compelled 
to  (dose  at  (>  p.m..  except  on  Saturdays 

and    days    before    holidays      The    by-law 
will    be    in    effect    until    September   30. 
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Ribbons      Ribbons      Ribbons 


We 
can 

supply 

you 

at 

once. 


We 

carry  the 
largest 
stock 

of 

plain 

and 

fancy 

in 

Canada. 


DIRECT  FROM  THE  MAKERS 

Saving  Commissions  ;md  Middlemen's  Profits. 


Ribbons 

very 

fashionable. 

You 
need 
them. 


We  are 
the  only 

manufactur- 
ers of 
Ribbons 

in  Canada. 

Wide  Rib- 
bons for 
Millinery  and 
Sash   Effects 

a  specialty. 


It  our  traveller  is  not  around  when  you  require  ribbons  write  us  tor  samples  and  prices. 

Quick  and   prompt   delivery. 
Our  Fall  samples  ready.     Delivery   on   time  most   important.     Don't  wait. 

Belding  Paul  Corticelli  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


VANCOUVER 
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WIDE  RIBBONS 


That's  it ! 

Everybody  wants 
Wide  Ribbons  now 


The  fine  summer  weather  is  now  with 
us  and  nice  chic  summer  dresses  must 
have  Sashes  and  Girdles,  etc. 


Ribbons  of  all  kinds,  plain  and  fancy,  but  principally 
wide  goods,  are  much  sought  after  and  the  merchant  who  has 
a  good  assortment  will  get  the  trade. 

Despite  the  exceptionally  large  orders  we  have  already 
filled  for  these  wide  ribbons,  we  still  have  a  very  complete 
and  comprehensive  stock  from  which  to  meet  your 
requirements. 

We  anticipated  the  demand  for  sashes  and  girdles  and 
ordered  liberally  from  our  manufacturers. 

Let  ns  know  your  wants  at  once,  we  can  supply  them. 
Full  Range  Velvet  Ribbons,  Colors  and  Black. 

Walter  H.  Barn  &  Co. 


Winnipeg  Branch  : 
222  \K  I  )ermotl  Avenue 


6  St.  1  lelen  Street 
MONTR!  Al 


i  Ml   SPEC1  \l   l  >   Kll'.IM  >N  not  SI- 
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Entries  Close  June  15 


Every  competitor  in  the  C.W.T.A.  competition  should  not 
forget  the  new  early  closing  rule  that  is  now  in  effect. 

Send  your  photographs,  cards  and  ads.  to  F.  J.  Thompson, 
secretary,  52  Stanley  St.,  St.  Thomas. 

Then  make  your  Summer  plans  so  as  to  be  able  to  attend  the 
convention  in  Toronto,  Aug.  11,  12  and  13   next. 

It  will  be  a  great  three  days'  experience. 


An  Idea— 

You  are,  of  course,  in- 
terested in  any  method 
that  will  increase  the 
efficiency  of  your  staff. 
A  splendid  way  of 
doing  this  is  to  see 
that  each  department 
head  gets  a  copy  of 
the  DRY  GOODS 
REVIEW  regularly. 
Write  for  special  club 
rates. 


Every  P.C.  Corset  Steel 

is  a  prisoner  encased   in  a  double 
canvas  interlining 

which  prevents  it  from  break- 
ing through  either  the  body  of 
the  corset  or  working  through 
the  band — in  short,  each  steel  is 
there,  a  life  prisoner  supporting 
and  giving  comfort  to  the 
wearer.  (Note  the  accompany- 
ing sketch.) 


Besides  service  P.  C.  corsets 
give  an  abundance  of  style, 
grace  and  comfort — combining 
the  three  in  an  hygienic,  practi- 
cal way.  There's  a  P.  C.  model 
for  every  figure,  every  purse. 

Let  us   send  samples,   prepaid. 


573 


M.HUJJ.U.kM 


Parisian  Corset   Mfg.  Co.,  Ltd. 

QUEBEC 


Ontario  Branch 


77  York  St.,  Toronto 
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DRLSS  FABRICS 


Wool  Prices  for  Next  Spring  10  per  cent.  Higher 

Satisfactory  Demand  for  Summer  Fabrics — Colored  Broadcloths 
Wanted  to  l^Eeet  the  Cape  Demand — City  Stores  Selling  Cream 
and  White  Materials. 


MATERIALS  suitable  to  the  time 
of  the  year  are  moving  on!  in  a 
satisfactory  manner  judging 
)>\  the  business  that  is  coming  into  the 
piece  goods  department.  Though  con- 
servatism in  buying  still  rules  merch- 
ants are  placing  orders  sufficiently  large 
ti  protect  themselves  on  lines  of  goods 
thai  promise  to  be  scarce,  or  on  which 
advances  may  be  expected  in  the  near 
fnture.  For  these  reasons  Fall  business 
in  wool  fabrics  shows  a  marked  improve- 
ment, and  the  orders  hooked  up  to  date 
are  in  advance  of  those  booked  at  the 
same  date  last   year. 

The  period  lias  been  reached  where 
the  mills  are  entering  into  active  pre- 
parations for  the  Spring  season  of  1 D 1  ."> . 
and  because  of  the  steady  advance  of 
raw  wool  it  is  claimed  that  higher  prices 
over  those  id'  last  Spring  will  rule  in  the 
fabric  market.  High  prices  in  the  wool 
market  have  an  important  bearing  on 
the  weights  of  fashionable  cloths,  and 
lor  very  obvious  reasons  when  wool  is 
dear  light-weight  materials  follow  as  a 
natural  sequence.  Therefore  indications 
point  to  the  showing  of  light-weighl  wool 
dress  fabrics  for  Spring  wear  and  also 
to  a  broader  demand  for  silk  and  wool 
fabrics  for  the  more  discriminating 
trade.  In  this  connection  it  should  be 
pointed  out  that  wool-back  satins  have 
made  their  appearance  in  Paris,  and  are 

being    used    for   capes   and    suits. 

The  advent  of  the  cape  has  bad  con- 
siderable influence  on  the  broadcloth 
situation,    and    capes   are    responsible    for 

ai.   increasing  interesl    in  colored  broad 

clol  ll,      The   demand    for   broadcloths    has 
been   on   the   increase   for  some  time   now. 

ami     black     broadcloths     have     sold   in 
quantit)    righl   through  the  early  season 

and    now    t  hal    I  he   cape    fashion    has    ma 

terialized  t here  is  quite  a  fair  sized  out 
let    tor  colors  as  « ell.       <  Colored   broad 
cloths  in  suitable  weights  arc  certain  t<> 
be  wanted  for  evening  and  dressj   capes 
and  cape  coat-  for  Fall  wear,  but  already 

there    are    signs    that    no\ell\     cloths    will 

be  shown  ami  that  there  w  ill  be  consid 
ill  for  no\  elt  \  .dot  hs  in  suitable 
for   making    up   into  these   gar 

lllelil  -. 


The  increasing  vogue  of  capes  doe-  not 
seem  to  have  made  any  difference  to  the 
wearing  of  sports  or  to  give  their  newer 
name  ••beach'"  coats,  and  light-weighl 
chinchillas  in  white  and  high  colors  are 
selling  freely  for  making  up  into  Sum- 
mer coats. 

The  serge  situation  is  a  matter  of  im- 
portance, and  many  buyers  are  consider- 
ing the  position  of  this  material  in  the 
Light  of  advancing  prices.  For  some 
years  now  serge  has  occupied  the  posi- 
tion of  the  leading  staple,  and  for  many 
purposes  this  fabric  has  no  rival.  Big 
early  orders  have  been  placed  for  serges. 
hut  owing  to  the  price  situation  there 
are  numerous  buyers  who  are  on  the 
look  out  for  other  materials  to  lill  the 
place  of  this  fabric  that  can  be  substi- 
tuted for  serge  in  the  making  up  id' 
popular  priced  garments. 

From  the  fashion  standpoint  serge 
holds  its  position,  and  many  id'  the 
smartest    suits  ami    tailored   dresses  are 


made  of  serge  and  taffeta  combined. 
Gabardine    is    coming    strongly    to    the 

front  as  a  leading  material  and  the 
close  relation  between  gabardine  and 
serge  will  work  to  the  advantage  of  the 
latter  material. 

In  fancy  fabrics  Roman  stripes  take 
the  lead  and  soft  toned  and  also  some 
pronounced  and  bigh  colored  effects  are 
being  shown  in  a  big  variety  of  w. 
So  far  Roman  stripes  have  sold  best  in 
sdks.  but  they  are  now  shown  in  such 
materials  as  poplin,  serge,  broadcloth 
and  lovely  velour  and  soft  wool 
materials. 

The  general  color  tendency  is  to- 
ward- the  employment  of  darker  and 
more  somber  shades  id"  color,  and  black 
stands  ver\  high  in  the  selling  list. 
When  black  sells  there  is  always  a  cor- 
responding demand  for  white  and 
cream,  (ream  and  white  materials  are 
selling  better  now  than  for  some 
seasons. 


Paris    Favoring    White  Taffeta 

Poplins,    Moires   and    Satins    Lead    for    Fall  - 
Wool-Back  Satin   Novelties  the   Latest. 


PARIS    has       been       devoted    to    black 
and  navy  blue  all  Spring,  and  now 
a-   usual   white  is  following   on    for 
Summer    wear.  Manx     of    the    leading 

model   bouses     are  showing     dresses  of 

white  taffeta  and  at  the  latest  race  meets 
white  taffeta  dresses.  and  dresses  of 
other  white  fabrics  were  worn  by  -ome 
ol  the  smallest  dressed  women  pr< 
t'heruit  is  making  up  some  \er\  pleas 
ing  models  in  simple  styles  in  this  fabric. 
There  i-  a  tunic  of  Some  kind  on  the 
skirl  and  the  simple  corsage  is  finished 
u  ith    a    frill    of    net    or   lace   at    tin'    neck 

ami  sleeves.  Premet  i-  making  white 
taffeta  dresses  also  but  hi-  dresses  are 
more  elaborate.  Manx  models  have 
flounces  oi  maline  lace  forming  the  skirl 

and     I'm-    skirt     is    topped     with     the    tit 
ting    basque    cut    with    shaped    -earn-    in 
[880    ta-  Taffeta      dresses   made 

•IS 


with  a  double  accordion  pleated  flounced 
skirt  am!  worn  with  the.  same  basque 
are  al-o  new.  These  basques  are  worn 
over  the  low  corsets  and  the  wrinkling 
of  the  front  of  the  corsages  is  one  of  the 
t  hief  features  ..i   the  fashion. 

Other  fashion  tendencies  that  have  an 
influence  on  the  silk  section  is  the  re- 
placing of  -traw  by  hats  made  of 
silk-  as  taffeta,  moire  or  faille  either 
with  or  without  the  velvet  crown, 
the  majority  of  the  capes  shown  have 
a  silk  lining.  Capes  are  being  made  of 
moin  and  black  taffeta  with  the  collar 
made  oJ  Roma  or  bayadere  striped  silk. 
(  ord  silks  arc  increasing  in  favor,  and 
supple  ami  highl)  finished  failles  arc  be- 
ing -elected  by  tile  b  avrim:  to 
the    high    class    trade. 

Crepes    still    hold    their    own    and     for 
1 1  ontinucd    on    page  50.) 
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— and  remember,  they  must  be  in 

WORRALL'S  Fast  Dyes. 

That's  a  matter  to  insist  upon  when  ordering  velveteens  for  all 
costume  purposes, — for  not  a  little  of  the  present-day  popu- 
larity of  velveteens  is  due  to  the  discovery  of  these  fast-to- 
rubbing  dyes. 

WORRALL'S 

FAST  DYES 


HAVE  MADE  "ALL  THE  DIFFERENCE,"  AND 

HAVE  ADDED  VASTLY  TO  THE  BEAUTY 

AND  UTILITY  OF 


VELVETEENS 


FRANCO-BRITISH  ^^^A  ^%>^  ovfu    ANo  V.^s-eo    e>  ~1     m-  TURIN 

EXHIBITION  I90S      ^^  X  j  &  j  m  wo rrall  Limited  Manchester       ^^  B        FXHIRITION  to 1 1 
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PARIS  FAVORING  WHITE  TAFFETA 

(Com  inued  from  page  48.) 
mid-season  wear  lovely  capes  of  heavy 
crepe  fabrics  lined  with  (lower-printed 
mousseline  are  showing.  For  popular 
selling  soft  satin  finished  silks  are  the 
staple  fabric.  Such  silks  as  duchesse, 
messaline  and  kindred  weaves  are  want- 
ed for  useful  dresses,  for  fundation  pur- 
poses and  for  numberless  oilier  uses. 

Tins  is  between  seasons  in  the  silk 
•eel  ion  and  mid-season  quietness  rules. 
In  the  piece  goods  market  it  is  between 
seasons  ami  both  merchants  and  manu- 
facturers are  buying  as  little  as  possible 
as  they  are  awaiting  the  crop  develop- 
ments for  the  present  season.  The  out- 
look for  this  season's  crop  of  raw  silk  in 
Europe  is  very  promising.  Slight  ad- 
vances have  taken  place  in  the  Yoko- 
homa  market,  but  prices  in  Canton  have 
suffered  some  decline. 

Fashion  indications  still  point  to  a 
big  consumption  of  silt  fabrics  for  the 
coming  Fall,  and  advices  coming  to  hand 
promise  that  the  present  situation  will 
continue  and  that  silk  fabrics  will  be 
fully  as  much  worn  during  the  Spring 
season  of  1915  for  which  the  mills  arc- 
already  preparing. 

For  Fall  selling  the  trade  seems  to  lie 
putting  its  confidence  in  poplins,  moires, 
and  satins.  Satins  are  expected  to  take 
the  place  of  taffetas  for  useful  wear, 
and  taffetas  will  only  lie  used  for  com- 
bining  with  other  materials  and  for 
evening  wear.  Novelties  in  wool-back 
satins  suitable  for  suitings  are  the  lat- 
est among  the  new  ideas  produced. 
Among  high  novelties  velvet  fancies  are 
to  be  prominent  and  velvet  patterns  on 
a  poplin  cround  promise  to  be  favored. 

-® 

DANCING  HELPS  SILK  TRADE. 

The  meeting  of  the  Silk  Association  of 
America  held  recently  in  New  York  was 
made  particularly  interesting  by  the  re- 
port of  Ramsay  Peugnet,  the  secretary, 
which  said  that  dancing  had  given  an  un- 
usual stimulus  to  the  silk  industry.  He 
said  manufacturers  were  unable  to  fill 
their  orders. 

"The  great  number  of  dancing  gowns 
demanded  by  the  average  woman,"  said 
Mr.  Peugnet,  "has  had  a  direct  stimula- 
tive effect  upon  the  silk  industry.  The 
custom  of  dancing  in  the  afternoon  as 
well  as  at  dinner  and  after  the  theatre 
lias    become    almost    universal    in    Now 

York    City,   and    the   cra/.e   for   thi^    form 

of   amusement    is    rapidly   spreading   to 

ether    cities    and    towns    throughout    the 
count  rj . 

"Every   woman    who   yields   herself   to 

this  most      popular     fad   needs  a   much 

:    wardrobe,   which   usually  means  a 

greater   varietj    of  dancing  and   dinner 

■lies   of  silk.      To    meet    this   rapidly 
ising    demand     Our    silk    lnanufac- 

fhl    out    mai:\    fabrics 
iallj  designed  for  dancing  gowns." 


Silks  for  Undergarments 

Many  Lines  Being  Put  Out  for  This  Purpose. 
Successful  Has  Been  the  Experiment — Taffeta 
in  Uncertain  Position. 


In  face  of  all  the  talk  thai  is  going 
the  rounds  as  to  the  position  of  taffeta-. 
\  erv  little  of  this  material  is  being 
offered  for  sale  even  in  the  big  city 
stores,  and  more  taffeta  is  seen  in  the 
ready-to-wear  department  than  in  the 
one  devoted  to  dress  fabrics.  Muc 
the  success  of  taffetas  for  the  coming 
Fall  depends  upon  how  these  made-up 
dresses  strike  the  customer  and  upon  the 
satisfaction  they  give.  The  real  heart 
of  the  matter  seems  to  be  one  of  quality 
and  price.  If  prices  can  be  maintained 
and  a  quality  sold  that  will  insure  a 
lair  degree  of  wear,  then  there  is  a 
future  for  this  silk.  If,  on  the  other 
hand,  the  demand  runs  to  the  cheaper 
grades,  there  will  be  no  continuity  to  it. 
and  the  many  tales  of  poor  wear  will 
again  cause  this  silk  to  drop  out  in  the 
manner  it  did  a  few  seasons  ago.  Manu- 
facturers are  fighting  this  condition  by 
refusing  to  book  orders  for  unreliable 
qualities,  and  in  a  combined  effort  of  this 
kind  would  seem  to  lie  the  future  suc- 
cess or  non-success  of  taffeta  silks.  Or- 
ders are  being  placed  for  Fall,  but 
buyers  are  exercising  great  care,  as 
there  may  be  fashion  changes  before 
then  that  will  bring  other  weaves  to  the 
front. 

At  the  present  time  there  is  a  wonder- 
ful development  in  the  sale  of  silks  for 
trimming  purposes.  Big  stores  are  de- 
voting separate  counters  to  the  sale  of 
these  silks,  and  customers  lined  up  two 
and  three  deep  is  no  uncommon  sight. 
Roman  stripes,  plaids  and  printed  pat- 
terns in  New  Art  colors  and  designs  are 
the  big  sellers.  Dresdens  and  small 
bouquet  designs  in  Jouy  effect  are  also 
in  good  demand. 

It  is  the  vogue  of  transparent  ma- 
terials that  is  stimulating  the  sale  of 
silk  underwear.  "Women  who  could  pay 
the  price  have  always  indulged  in  the 
wearing  of  fine  underwear.  Hitherto  it 
has  been  the  exquisite  hand-embroidered 
French-made  garments  that   have  made 

the    appeal    to    "omen    who    had    not    to 

.  onsider  price. 

Now  that  the  overdress  is  so  trans- 
parent and  so  sheer,  and  now  that 
fashion  will  not  tolerate  any  unneces- 
sary fullness, certain  silk  materials  have 
been  adopted  for  high-class  under- 
garments, and  their  success  for  this  pur- 
pose   has   been    so   irreat    that    women    of 

moderate  means  are  adopting  these  gar- 

I,    Not  only  this,  hut  manufacturers 
are  putting  out   other  silks  for  this  pur- 
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pose,    not    only    in    white,    but    in    pale 
colors. 

The  silk  industry  should  be  grateful 
for  the  tango,  for  the  introduction  of 
this  dance  is  doing  much  to  favor  and 
increase  the  scope  of  this  new  outlet  for 
more  silk  materials. 


TO     CHECK     "MEMORANDUM" 
EVIL. 

The  Board  of  Trade  of  the  fur  in- 
dustry in  the  United  States  has  adopt- 
ed an  important  resolution  which 
strikes  at  the  heart  of  the  evil  of  de- 
livering goods  on  memorandum,  which 
creates  a  fictitious  demand  and  keeps 
the  trade  in  a  constant  state  of  uncer- 
tainty.    The  resolution  reads: 

That  no  member  of  the  constituent 
associations  of  the  Board  of  Trade  of 
the  Fur  Industry  shall  take  or  receive 
orders,  ship,  send  or  deliver  directly  or 
indirectly  in  any  manner  whatever, 
manufactured  furs  on  an  agreement 
known  as  "memorandum"  or  "consign- 
ment." to  any  customer,  customers,  re- 
tailers, jobbers  or  wholesalers  in  any 
part  of  the  United  States,  territories 
oi-  foreign  countries:  excepting,  how- 
ever, that  the  members  may  upon  re- 
quest submit  manufactured  furs  for  in- 
spection or  approval  for  a  period  no 
longer  than  three  days  from  the  re- 
t  eipt  thereof  by  the  consi<rnee;  and 
that  manufactured  furs  so  submitted  by 
members  of  the  constituent  associations 
shall  be  submitted  only  on  a  prescribed 
form  authorized  by  the  Board  of  Trade 
of  the  Fur  Industrv. 


THIRTY  YEARS  IN  WINNIPEG. 

The    late    .Tames    McNeil,    ol     McNeil. 

McLean  &  Garland,  clothiers,  Winnipeg, 
was  one  of  the  old-timers  of  the  Western 
city  in  business  life,  having  come 
the  Eastern  Townships  in  ISM.  He 
first  was  with  the  John  W.  Peck  Co.,  and 
later  was  chosen  manager  ol  llo.n  I 
Co.  Several  years  ago  he  started  his 
present   business      S  ortlj     before     his 

death     Mr.     McNeil     left     for     a     stay     at 

Hoi  Springs,  Arkansas,     At  the  tit 
his  death  he  was  treasurer  of  the  Win- 
nipeg branch,  R.  M.  A.    II.'  left  a  widow, 
formerly    Mi—    Anna    Coulter 

Hope,  Cut.,  and  one  daughter.  The  fu- 
neral was  conducted  by  the  Masonic 
Order. 
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ASK    your  Jobber   for   Samples 

of  these — They  are  dainty — attractive- 
alluringly  beautiful — and  exceptionally  new- 

The  Voile  at  12j^c — The  Crepe  at  13^c  in  27/28  widths  and 

100   patterns   and   designs  will  make  money  for  you. 

—  Your  Jobber  has  them — 

THE    DOMINION    TEXTILE    GO.    LIMITED 

Montreal     -     Toronto    -    Winnipeg 
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DRESS     FA  J]  It  I  CIS 


KIRK'S 

Permanent 
FINISH 

BOTANY  WEFT 

ITALIANS. 

THIS  finish  on  Botany  Weft  Italians 
is  well  known  to  the  Trade,  and 
has  been  so  successful  that  it  has 
come  to  be  regarded  as  a  guarantee 
of  the  wearing  qualities  of  the  Linings, 
as  well  as  of  the  superior  quality  of  the 
Finish,  and  is  quite  unapproached  by 
any  other  process.  The  goods  are  abso- 
lutely permanent  to  the  Tailor's  Iron, 
lustre  and  handle  are  always  maintained, 
and  pieces  kept  in  stock  improve  in  ap- 
pearance. THE  BLACK  is  dyed  by  the 
latest  and  most  improved  method. 
LOOK  FOR  STAMPS  on  the  SELVEDGE  and 
on  the  END  OF  THE  PIECE 

facsimiles  of  which  are  reproduced  below. 


(Selvedge 
Slam  p  l 


Kirk's  Perm anent  Finish  t 


Stamp  at  end  of  piece) 


&e/wna/neox£c/</ni&A 

ty9    \    Goods  stamped  on  the  bad 


Kirn's  Pcrhahint  Finish       t 
Absolutely    Guaranteed 


NO  GUARANTEE  WITHOUT. 

PATTERNS  showing  this  FINISH,  with  full 
particulars,  and  of  many  other  different  FIN- 
ISHES,      adaptable       for      all      purposes,     from 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd., 

(Dept.  61 
Well  Street,  |  128-129,    Cheapsidc 

BRADFORD.  LONDON.  E.C. 


An  Attractive  Show   Card  for    Window   Display 
Free     a"     Application     to      Leading     Importers. 


FABRICS  DYED  and  FINISHED  by  Brancheaof  theB.D. A 
by  Leading  Merchants   throughout   the   world 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  At  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian   Representative*  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 


obtains  Be,sr 


Dreadnought 


and 
Dura 
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'ALLWOOL  SPECIAL  FINISH 


SUPERIOR   TEXTURE 


Sole  Agents   for  Canada  :   J.   B.    Henderson  &  Co..   Ltd. 
77    Wellington  St.    West.   Toronto 


ITrj 

a  ( 

condensed 

ad\  crtise- 
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REVIEW 

\     It  will 

carry  your 
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each  inser- 
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for  ARTIFICIAL  SILKS. 


FACSIMILE   OF  STAMP 

at  the  end  of  each  piece,  with- 
out   which  it    is    not    genuine. 


"/LWMIEMM 


This  is  the  highest  development  that  has 
been  attained  in  the  dyeing  and  finishing 
of  Artificial  Silks,  and  goods  so  treated 
can  be  thoroughly  recommended  for  Blouses 
and  Dresses. 

The  fabrics  drape  gracefully,  are 
brighter  than  silk,  and  are  durable  in 
wear. 

Goods  dyed  and  finished  by  this 
process  were  awarded  a  Grand  Prix  at 
The  Brussels  Exhibition  and  received  the 
special  congratulations  of  the  jury. 

An  attractive  Showcard  for  window  and  counter  display  will  be  SENT  POST 
FREE  to  all  Retailers  stocking  these  goods  The  card  is  beautifully  printed  in 
colours,  and  measures  18  inches  deep  by  13i  inches  wide.  (Reference  No.  S.K.  21 .) 

Patterns  showing  this   FINISH,  with  full  particulars,  and  of  many  other  different  FINISHES, 
adaptable  for  all  purposes,  from 

THE  BRADFORD  DYERS'  ASSOCIATION,  Ltd.,  (Dept.  6),  ^ilWh^id^^SSSS: 

FABRICS  DYED  and  FINISHED  by  branches  of  the  B.D. A.  are  sold  by  leading  merchants  throughout    the    world. 


BRADFORD  DYERS' ASSOCIATION 
LIMITED 
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Fini 


Look  for  the  Selvedge  and  end  of   Piece  Stamps, 
as  below. 
NO  GUARANTEE  WITHOUT. 


t<i 


rt 


NECr 

(Selvedge  Stamp) 


RIPLEY'S 
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The  "Permo"  Finish  is  one  of  our  latest  novelties,  giv- 
ing a  result  previously  unattainable    in  Dress  Fabrics. 

Pieces  treated  by  the  "Permo"  process 
contain  no  Cotton,  and,  being  made  from 
the  best  Wool  and  Mohair,  have  graceful 
draping  properties;  the  lustre  is  permanent, 
the  goods  repel  dust,  do  not  shrink  or 
spot  with  rain,  thus  making  with  their  ex- 
tremely attractive  appearance  a  most  per- 
fect combination  of  usefulness  and  beauty. 

"Permo"  Finished  Fabrics  of  the  latest 
styles  can  be  obtained  in  Black  and  all  the 
newest  Colours  in  Plain  or  Fancy  effects. 

Patterns  showing  this  FINISH,  with  full    particulars,  and   of    many    other   different    FINISHES, 
adaptable  for  all  purposes,  from 

THE  BRADFORD  DYERS'  ASSOCIATION,  Ltd.,  (Dept.  6),  X7f-,in,^S£-.widB.*tS5S5S- 

FABRICS  DYED   and  FINISHED  by  branches  of  The  B.D. A.  are  sold  by  leading  merchants  throughout  the  world. 
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Waste  Paper  as  $200    a  Year     Found  Money" 

Hamilton  Store  of  Robert  McKay  &  < !o.   Sells  Over  Three  Tons  a 
Month  at  $5  a  Ton— No  Sifting* Out  of  the  Dust  Either— Takes 
Only  Half  an  Hour's  Time  of  Caretaker — A  Profitable  Article  in  . 
Equipment. 

By   :i    Stuff  Correspondent. 


HAMILTON.  June  2  (Special).  - 
This  lias  been  a  city  of  steady, 
even  rapid  industrial  growth. 
The  population  lias  passed  the  100,000 
mark  and  is  soaring  upwards.  The  long- 
drawn-out  rivalry  with  Ottawa  for  a 
year  or  two  at  least  has  gone  rather  in 
Hamilton's  favor,  although  the  Capital 
City  is  still  pushing  the  Ambitious  One 
close  in  the  matter  of  inhabitants. 
Hamilton's  dry  goods  stores  are  an  in- 
dex of  its  growth;  rather  in  advance, 
one  might  conclude,  even  for  a  city  of 
Ihis  size,  with  two  or  three  rightly  bear- 
ing the  name  and  assuming  the  appear- 
ance of  departmentals,  and  like  them 
branching  out  for  a  wide  circle  of  pat- 
ronage  through   district   connections. 

Perhaps  it  is  because  of  the  multipli- 
city of  problems  thrust  upon  them  in 
the  face  of  this  rapid  development  that 
some  points  of  internal  management 
have  not  been  worked  out  with  the  nice 
precision  and  efficiency,  that  charact- 
erizes most  of  their  systems,  but  in  one 
lino,  the  disposal  of  waste  paper,  The 
Review  was  able  to  discover  only  one 
store  that  had  handled  the  question  in 
an  economical  manner.  In  one  it  was 
reported,  the  Salvtaion  Army  made 
il;iil\  calls  and  removed  the  sweepings 
at  a  profit  of  course,  to  themselves  for 
one  of  the  various  useful  activities  of 
this  organization.  Well  and  good,  if 
the  store's  donation  to  philanthrophy 
take  this  form:  but  perhaps  it  means  a 
welcome  absence  of  bother;  a  failure  to 
recognize  the  financial  loss  in  handing 
over  thus  a  profitable  franchise.  Other 
stores   have  other  means  of  getting  rid 

of    their    "refuse"    paper,    prel  t  v     much 

as  in  other  places.  In  a  few.  perhaps, 
towns  ami  cities  alike,  it  becomes  B  per 
quiBite  of  the  caretaker  or  engineer. 
Bui  that  word  perquisite  is  beginning 
to  arouse  an  antagonistic  feeling  among 
men ;  it  sn  ors  of  "something 
I'm    nothing;"  of  a  certain   unbusiness- 


like looseness,  of  a  "leak"  that  needs 
stopping  up.  Perquisites  and  tips  are 
often  synonymous,  and  there  is  an 
Anti-Tipping  bill  that  may  pass  into 
law.  But  this  waste  paper  perquisite  of 
the  dry  goods  store  needs  no  parlia- 
mentary legislation  to  amend :  only  a 
baler!  ' 

A  Simple  Method. 

A  baler  to  those  who  have  not  met  it, 
is  used  to  press  the  loose,  crumpled 
pieces  of  paper  into  rectangular  tight 
bundles  of  100,  150,  200  lbs  each,  much 
after  the  manner  of  a  hay  presser.  The 
loose  paper   is   piled  in,  a   lever  pulled. 


THANKS  TO  BALER. 

$200  a  year  from  paper 
that  others  give  away. 

Only  half  an  hour's  timt 
each  night. 

Catto's  pay  for  machirn 
twice  over  in  a  y<  ar. 

Saves  nuisance  of  nnih  sir- 
ables  hanging  around,  dan- 
ger of  fire,  and  waste  spaa  . 


a  weight  descends,  and  after  a  few  repe- 
titions of  this  treatment  a  big  pile  of 
waste  paper  is  swallowed  up  in  a  small 
bundle.  This  is  not  only  smaller  but  has 
a  selling  value  the  loose  pile  does  not 
possess — and  there  are  many  other  rea- 
sons for  its  superiority. 

In  the  store  of  Robert  McKay  &  Co., 
a  baler  is  in  operation  in  the  basement. 
Mr.  McKay  is  thoroughly  satisfied  with 
the   advantages   it    offers   over   the   old 

method.      To    'flic    Review    representative 

he  stated  that  the  sale  of  bundles  rea- 
lized over  $200  a  year  -all  found  money. 
These,  as  a  rule,  are  purchased  by  paper 
lirms    who.      make      them      up    into   pulp 

again,  their  original  state. 
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Pay  S5  a  Ton. 

••What  rate  is  allowed  you  for  the 
haled   paper?" 

•'Twenty-five  cents  per  cwt.,  or  $5  per 
ton.'"  was  the  reply. 

"Hut  it  has  been  objected  to  these 
balers  that  the  floor  sweepings  of  dust 
must  be  kept  separate — entailing  a  lot 
of  time  and  bother?" 

"We  never  do:  our  sweepings  of  dust 
go  in  with  the  paper  and  are  pressed 
up   with   it." 

Later  The  Review  examined  this  point 
for  itself  and.  sure  enough,  there  was  a 
roll  of  fluffy  dust,  much  the  same  as  one 
sets  in   a  carpet   sweeper. 

Only  Half-Hour  Daily. 

••What  is  the  extra  expense  for  using 
a    baler?" 

••Merely  the  time  taken  by  a  night 
caretaker  to  press  the  refuse  into  it. 
lie  starts  shortly  after  six  o'clock  when 
we  close,  and  is  kept  busy  sweeping  up 
until  about  midnight.  Then  he  spends 
half  an  hour  pressing  in  the  paper  so 
a  to  clear  it  all  up  every  day.  This  is 
all  the  extra  oosl  it  is  to  us  this  half 
hour's  time  at  nig 

"How  is  the  paper  collected?*' 

"The  man  uses  a  bin  or  truck  and 
carries  it  down  in  the  ('levator  to  the 
basement  from  each  floor,  running  the 
truck  in  to  beside  the  baler." 

About  Three  Tons  a  Month. 

"And  about  how  much  is  baled?"' 
"On  an  average  of  three  tons  or  over 
a  month,  or  running  something  more 
than  $200  a  year.  On  a  Saturday  there 
will  he  several  of  the  L50  lb.  hales  made 
up.'" 

This  system  of  getting  rid  of  waste 
paper  tins  works  out  as  a  pretty  good 
p,  rquisite   tor  the  owner  of  the  store. 


EQUIPMENT  AND  DISPLAY 
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Keeps  Clerks  Busy  Making  Sales 

The  time  of  your  sales-clerks  is  valuable  only  as  they  use  it  for  waiting  on  customers. 

Every  step  they  take  to  make  change  from  a  local  till  costs  you    money   that  could  be 
saved. 

A  Lamson  centralizing  system  for  handling  cash  at  one  main  desk — 

1.  Gives  clerks  more  time  to  make  sales; 

2.  Relieves  them  of  the  responsibility  of  handling  your  money; 

3.  Makes  one  person  responsible  for  your  cash — the  cashier; 

4.  Prevents  mistakes  and  losses,  and  removes  temptation  caused 
by  money  scattered  in  different  parts  of  your  store; 

5.  Makes  it  easy  to  judge  the  value  of  your  clerks  solely  by  the 
sales  they  make. 

These  are  the  good  results  accomplished  by  means  of  a  Lamson  Centralizing  System. 

More  than  sixty  thousand  merchants  are  saving  time  and  money  by  using  Lamson  Car- 
riers, and  you  can  do  the  same. 

Ask  your  Neighbor 

See  our  nearest  representative  or  write  us  for  more  information. 

We  make  Wire,  Cable,  Tube,  Belt  and  Pick-Up  Carriers  for  handling  money  and  mer- 
chandise. 

The  Lamson  Company 

Boston,  U.S.A. 

Representatives  in  all  principal  cities. 
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Descriptions  and  Prices  of  Fixtures  Used  in  Trim  (D) 


I  NIT    No.   41. 

2   Adjustable  and  Tiitinc  Kite-shaped 

shin    Stands,  11.78  ea s:*.r>o 

1  Oval    Slab    USO 


I   Ml     .No.    18.  IMT    No.    13. 

l'  Adjustable   and    Tilting    Kite-shaped  l  Adjustable   and    Tilting    Kite-shaped 

Shirt  Stands,  $1.75  ea *s.50  shirt   Stand    $1.73 

1  Oval    Slab    1.50       1  Oval    Slab    LM 

i  .\,,.  :!(*•  iN-d.'si:.].   ]■;  in    1.50       l   No.  300   Pedestal,   24   in tM       l  lS-ln.  Collar  Btand   .S5 

I  24-ln.    Collar   Stand    85       I  24-ln.    Collar    Stand    85       1  12-ln.    Collar   Stand    46 

i   \       '»•  Pedestal,  i>>  in.  high vtt 

Total    sx.io  

COMPLETE    SET,    128.00.  I     tal     «6.70 

FUMED  OAK  FINISH 


l   ij  in.  Collar  Stand   85 

Total    *8.2o 


Copyright  1912 
By  POLAY 

FIXTURE 

SERVICE 


UiitmUMSk 


Wkim*% 


ight  1912 


B)    1'OI.AV 


FIXTURK 


•SKKVICK 


WMWXW 


.'.'."^i.'Ji.i 


The    Taylor    Manufacturing    Company, 


HAMILTON 
CANADA 


EQUIPMENT    AND    DISPLAY  Dry  Goods  Review 

Double  Bar,  Oxidized  and  Steel  Tube  CLOTHING  RACKS 


Made  of  Polished   Steel   Tubing. 

No    paint,    no    rust,    no    tools    or    trouble    to    set    up. 

Shipped,   crated.     K.D.     Ball   Socket   Rollers. 

6  feet  long,  6  post    $10.50 

R   feet   long,    6   post    11.50 

10  feet  long.  G  post    12.50 


Made   of   Oxidized   Steel   Tubing. 

(i  feet  long,  6  post-    $13.00 

8    feet   long,    6    post    14.00 

10   feet   long,   6   post    15.00 

Suit   Racks.  5  feet   high,  26   ins.   wide.     Overcoat    and 
Ladies'  Garments,  o'  ft.  high. 

1 


.<o.  300 — Plain  white  finish      Printed   (your  name)   $C.OO  p< 
100;   $50.00  per   1,000. 


No.     33IB — Combination'    Suit     Hanger, 

stained,   was    finish,   inserted    bar.   ¥7.50         No.   G4 — Combination    Suit   Hanger,   with 

per  100.  wire  attachment,  $9.00  per  loo. 

Jylail,     VC^ire    or    Phone    your    order    to-da 


No.  321— -Combination  Suit  Hanger, 
smooth  wax  finish,  inserted  bar,  $5.00 
per   100. 


The  TAYLOR  Manufacturing  Company,  Hamilton,  Canada 
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Baler   Pays   for    Itself   Twice    Every    Year 

Satisfactory  Experience  of  John  Catto  &  Son — Keeps  Away  the 
Ragmen  and  Rats,  and  Lessens  Danger  of  Fire — An  Incentive  to 
Tidy  Cellar. 


REASONS  piled  one  upon  another, 
were  put  forth  bj  the  superin- 
tendenl  of  John  Catto  &  Son, 
one  of  the  besi  and  longest  known  of 
Toronto's  exclusive  dry  goods  houses, 
when  The  Review  inquired  concerning 
the  waste  paper  baler  used  by  this  firm. 
1  I  ere  was  the  profit  in  the  sale  of  the 
baled  paper,  and  the  freedom  from  un- 
desirable  characters,  many  of  whom,  be- 
fore, bad  made  paper  collection  their 
plea  for  hanging-  around,  the  greater 
safety  from  fire  danger,  and  from  mice, 
greater  tidiness,  and  so  forth.  A  long 
list  of  competent  arguments  for  this 
method  of  disposing  of  the  bulky  refuse 
of  the  floors  and  parcel  wrapping  and 
the  infinite  variety  of  odds  and  ends 
that  cumber  the  space  behind  the  count- 
ers of  busy  stores. 

The  illustration  herewith  presented 
gives  a  good  idea  of  the  working  of  a 
baler.  The  opening  in  the  front  going 
half  way  down  is  for  the  waste,  the 
weighi  being  pulled  down  on  the  paper 
that  now  half  fills  the  machine.  When 
this  is  full  wire  binding  is  used  with 
t lie  weight  still  on,  so  that  when  this  is 
released,  the  bundle  slightly  giving, 
draws  the  wire  taut.  Cord  is  sometimes 
used  instead.  The  machine  in  the  il- 
lustration is  of  iron  so  as  to  be  fire- 
proof. Many,  however,  are  built  of 
wood. 

The  use  of  the  machine  is  similar  to 
thai  in  the  Hamilton  store.  A  truck 
with  a  bin  is  used  on  each  floor,  and  the 
waste  matter  sent  down  to  the  baler  in 
the  basemenl   by  the  elevator. 

No  Trouble  Over  Mixing  Dirt. 

Again  the  question  of  separating  the 
dust  from  the  paper  came  up.  but  this, 
Mf.  Parkinson  assured  The  Review, 
caused  no  difficulty.  A  certain  kind  of 
sawdust  is  used  in  sweeping  the  floor, 
and  all  the  operator  lias  to  do  is  to 
slake  the  pile  a  little  before  throwing 
tiie  paper  in  the  machine.  This  allows 
I  e  dust  i"  fall  to  the  bottom  of  the 
pile.     No   effort    ia    made    to    guarantee 

I  hal    t  here    I-    no    ilus)    mixed    in    w  it  h    t  he 

I  he    sift  [ng    out     becomes    a 

Here   pari    "ft  he   filling    oft  he   machine. 

Pays  Double  Cost  in  Year. 

'  ■  In     w 'at     waj S    ha\ e    J ou     found    t  he 

baler  an   ad>  antage  V  '  The   Re\  iew   hi- 
ed "i   the  superintendent.  "  Financi 
ally,  of  i  ourse  ' ' ' 

"Oh,    5  68,    but    we    would    use    it    anv- 
il  is  a  good  investment   tor  any 
w  e    ■  ■  i    15  cents  per  <■«  t.  for  the 

ia]  i  a   Ion,  and    in   a   year 

we  would  average  L8  to  20  tons.  $90  or 


DOUBLE  OR  TRL.RLE  MONEY  ON    THIS  MACHINE 


This  is  a  view  of  a  corner  of  the  basemenl  of  John  Catto  >£  Son.  showing 
iron  baler  half  filled.  At  left  are  some  LOO-lb.  bales  of  pressed  paper,  occupying 
less  than  one-tenth  the  space  of  the  loose  waste. 


+  100.    The  machine  itself  costs  only  $50. ' ' 
"And   you   can    get    nothing   for    the 
w  aste  if  it   is  not  baled?" 

"No.  any  one  who  would  take  it  away 
seems  to  expect  to  get  it  free,  for  the 
trouble  of  handling  it,  for  it  is  verj 
bulky,  of  course. 

"  We  use  noi  onlj  our  paper,  but  the 
cuttings  from  our  dress  making  depart- 
ments, including  the  wool  waste  as  well 

as   the   silk    and    cotton.      If   we   cared   to 

take   the   trouble   to   separate   the   wool 

we  could  get  Ear  more  than  $5  a  ton  for 
it. 

Keeps  Away  the   "Rag"   Men. 
"But   apart   altogether   from  the  direct 

profit  on  the  machine,  we  would  not  be 
without  it  in  one  \er>  important  re- 
spect:   it    keep--      off    a    lot    id'   old      'rag' 

men  who  otherwise  would  have  this  as 
an  excuse  tor  hanging  around  and  other 
things  as  well   might   disappear,  besides 

the   inn-.!  ail. 
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Less   Danger  of  Fire. 

"Then  the  added   danger  of 

lire."  -by  this  time  Mr.  Parkinson  and 
The  Review  had  descended  to  the  cellar. 
'The  insurance  companies  look  askance 
at  a  hit:  pile  of  paper  in  your  cellar,  and 
this  machine  keeps  it  cleared  up  in 
small    shape    and    I  DO    dang 

a  blaze.  Wi  ave  found  also  that  it  is 
an  incentive  t"  the  caretaker  to  keep 
the  place  tidieil   up. 

No  Rats  in  Sight. 

"Another  advantage  is  that  the  paper 
treated  in  this  waj  does  not  attract 
rat-,  as  n    ■■;    .  r«   -  This  is  an 

impoi  .ration    with     as    here, 

a-  there  are  so  manj  around." 

hah-    are    piled    up   compactly    in 
a   corner  and   when  there  is  about    a   ton 

t  a  paper  company  Bends  for 
and  the  machine  thus  pays  cut. 

'I     \  IMt. 
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What  Happened  to  a  Gown 
Displayed  on  a  Richardson  Form 


NOTE : 


Natural 
hair 

Finest 
wax 

Charming 
features    ami 
pose 


Narrow 
hips 


No    wire 
skirt    to 
show   where 
garment    is 
tight 


Solid 

invisible 
base 


Total— 
Every     point 
Right 

47C-S30.00. 
With  short  wax  hands  (for  suits)   $27.00. 


The  ready-to-wear  buyer  for  a  large  Cana- 
dian store  was  in  one  of  the  metropolitan 
style  centres  making  his  selections  from 
Dame  Fashion's  latest  decrees  in  gowns. 
In  the  course  of  time  the  elegant  creations 
which  he  Bad  chosen  arrived  at  his  sti  re. 
Choosing  a  few  representative  numbers, 
attractive  displays  in  both  the  windows 
and  department  were  made  with  Richard- 
son   Forms. 


Mrs.  Davison-St.  Clair,  walking  past,  was 
ai  once  attracted  to  the  window  where 
those  chic  styles  were  being  shown  to  the 
best  possible  advantage.  Displayed  on 
forms  that  looked  so  natural  with  their 
real  hair,  intelligent,  dignified  features  t  £ 
the  face,  and  charming  poise  of  the  head, 
n  desire  to  possess  one  of  the  gowns  was 
immediately  created.  Accordingly,  Mrs 
Davison-St.  Clair  went  intJ  the  store,  and 
I  lie   salesman    completed   the   purchase. 

Richardson  forms  show  your  goods  off  to 
the  best  possible  advantage — make  attract- 
ive displays  that  will  bring  people  into 
your  store.  They  give  the  clinging  effect 
modistes  so  much  seek  for,  and  which  is 
so  lamentably  lacking  when  gowns  are 
shown  on  ordinary  or  out-of-date  forms. 
(  :italogue  sent  on   request. 


A.  S.  RICHARDSON  &  CO. 


99  ONTARIO  ST. 


The  oldest  and  still    the    best    Wax 
Figure   Manufacturers    in     Canada 


TORONTO 


Sell  Your  Waste  Paper  for  Cash 

It's  a  valuable  asset.     Why  should  you  give  it  away  or  y 

burn  it  up?     It  is  worth  good  money — every  pound  of  it.  f 

"Climax   Baler   paid   for   itself  in   a   few   months,"    says 
R.  McKay  &  Co.,  Hamilton. 


"It  does  everything  you  say,'' 
says  "Van  Allen  Co.,  Ltd.,  Hamil- 
ton. 


A^V 


"Acknowledge       it       a 
great   success,"   says   R. 
Barron,  Ltd.,  Toronto. 
Made  in  Hamilton,  Out. 
You  save  the  duty. 


•A 


>*  The 

Climax 

Good    Koads 
Machinery        Co., 
Ltd.,    u  a  in  i  I  ton. 
Out. 


S         Name    .... 


Gentlemen:  Without 

obligating   us  in  any    way, 

please    send    lull    particulars 

and    prices    of   your    steel    Paper 

Balers. 


S?      Address 


HA  condensed  advertisement 
in  the  DRY  GOODS  REVIEW 
will  bring  good  results. 


FACTS 


We  can  perform  more  functions  by  our  modem  wire  carrier  system,  and  with  a 
greater  degree  of  dispatch  and  certainty  than  can  be  accomplished  by  any  other 
of  this  type  of  machine,  all  of  which  means  that  we  can  reach  more  points  in 
a  store  and  do  so  in  a  better  and  more  satisfactory  manner  than  has  been 
accomplished  heretofore.  Remember  our  ten  days'  trial.  You  are  invited  to  put 
us   to  the   test.     Send   for  our   new  catalogue   G. 

GIPE-HAZARD  STORE  SERVICE  CO..  LTD. 
97   Ontario  St.,  Toronto.  Canada 
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Il(  aviei  truck  used  by  Henr/ 
If  organ  &  Co.,  Montreal,  for 
delivery    on    outskirts. 


Quick   Suburban   Service   with    Motor   Cars 

Eenry  Morgan  cv  Co.,  of  .Montreal,  Have  Discarded  Borses  for 
Outskirts  and  Heavy  Carrying — -No  Overnight  Trips  Now — If 
Side  Streets  Were  Kept  Clear  All- Year  Service  Would  be  Handled 
— Repairs  Done  by  Inside  Staff. 

Bj    a   Staff  Correspondent. 


MONTREAL,  June  2.-    Fne  motor 
deliveries,    seven    double    teams, 
and  ben  single  rigs  are  used   by 
Eenry  Morgan  &  Co.,  Ltd.,  Montreal,  to 

lake  eare  of  their  delivery  system.  The 
motors  are  used  for  heavy  work  and 
suburban  delivery  and  the  horse-drawn 
vehicles  for  lighter  work.  Oi'  the 
motors,  lour  are  •_"  ..  In  3  tons  capacity 
and  the  till  h  is  a  1  '  g-ton  machine,  It  IS 
in  suburban  work  that  the  value  of  the 
motors  has  been   most   apparent. 

No  Overnight  Trip. 

Some  years  ago  it  was  the  custom  to 
send  a  horse-drawn  vehicle  to  cover  the 
suburban  routes,  which  take  in  practic- 
ally all  the  i>land  id'  Montreal.  A  start 
would  be  made  for  St.  Anne's,  say,  with 
a  horse  about  I. .'Ill  in  the  afternoon,  and 
the  driver  would  have  to  put  up  at  a 
hotel  in  one  id'  the  suburban  towns  for 
the  night,     lie  would  cover  his  route  and 

vet    back    to   I  he   store   the    following   night. 

Now.  with  a  motor  truck,  the  trip  can  be 
made  easily    in   a   day.      The   motor  leaves 

the   store   about    7   a.m.   ami   gets   back 

al i    6    p.m.      It    covers    in    that    time 

about  65  miles  ami  carries  t  hive  t  o  four 
t  imes   as   i di    as   a    horse  draw  n    \  chicle 

would,     In  the  Summer  mouths,  during 

I  he  height  et'  i  he  hot    w  eat  her  period,  d 

olotelj   impossible  to  do  the 

rt  ii  ii  horses  that  can  be  done  with 

tin'  mi  tor  t rucks. 


If  Streets  Were  Kept  Clear. 
It  has  been  the  experience  of  Morgan's 

that  these  trucks  will  do  the  work  of 
four  horses  and  will  do  it  more  quickly. 
The  horses  are  still  utilized  for  short 
deliveries  and  for  the  Winter  months. 
Montreal  has  many  steep  hills,  and  it  is 
next  to  impossible  to  operate  motors  on 
them  in  the  Winter  months  when  the 
snow  is  dee]).  The  main  streets,  on 
which  the  street  cars  run,  are  kept  clear- 
ed of  snow,  and  if  all  the  streets  were 
similarly  looked  after  it  would  be  an 
easy  matter  to  run  the  motors  all  the 
year. 

Morgan's  keep  their  motors  in  service, 
as  a  rule,  until  after  the  Christmas  and 
N'ew  Year's  business  has  been  taken  care 
of,  ami  then  they  are  laid  up  for  a  couple 
of  months  and  given  a  thorough  over- 
hauling in  preparation  for  the  next  sea- 

SOH  's   work. 

The  cost  of  repairs  has  been  almost 
negligible.  It  has  never  been  found  ne- 
cessary to  send  the  cars  away  for  re 
pairs  or  overhauling.  All  this  is  done 
by  the  regular  employees.  Of  course,  a 
smaller  concern  could  not  afford  to  main- 
tain an  organization  like  Morgan's. 
They  have  their  own  blacksmith  for 
looking  after  the  care  of  their  35  horses. 

and  competent  men  to  look  alter  repairs 

or    paint  ing    ol     motor    cars    and    deln  er\ 

wagons.      I'\    looking  after    the    minor 

troubles   promptly    it    is   possible   \ery   of- 

60 


ten  to  prevent  more  serious  difficulties. 
In  their  suburban  deliveries,  out  along 
the  "  Lake  Shore  Route,"  three  de- 
liveries are  made  a  weak  in  the  Spring 
and  Fall,  and  daily  in  the  height  of  the 
Summer  season,  when  so  many  of  the 
city  people  are  out  in  their  country 
houses.  Other  outlying  districts  to  the 
north  and  east  are  covered  daily.  The 
accompanying  photo  shows  the  typ 
motor  truck   used   by   this  firm. 


-© 


SAY 


'PLEASE"     AND     "THANK 
YOU." 

Max  Neuburger  says: 

If  you  want  to  lessen  the  friction  of 
business  intercourse  cultivate  the  habit 
of  saying  "  please  "  ami  "  thank  you." 

Use  it  on  every  occasion.  <>n  phone, 
when  waiting  on  a  customer,  when  buy- 
ing or  Belling  or  addressing  fellow- 
workers, 

•  ■  Please  ' '  and  "  thank  yon  ' '  ar. 
tirst    lesson    of   childhood    and    the   : 

sarj    lesson  of  a   well-rounded  business 

life. 

Like  the  dot  over  the  "i."  it  is  a  small 
thing,   but    surely    missed    when    gone. 

Like  thi'  name  on  a  book,  these  words 

are  an   index   to  w  hat    is  inside. 

I-,,    these    words    on    e\  er\     occasion, 
and    you    will    timl    their    effect    fullj 
ciprOCated      sn    ' '   please  '  '   and    "'   I 

you." 
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The  MOTOKART 

PARCEL  CARRIER 


Capacity 
Price 


500  lbs. 
$365.00 


Low  in  first  cost, 

Economical  in  maintenance, 

Efficient  in  Operation. 

TheMotokart  Company 

FACTORIES : 

Tarrytown  and  Peekskill,  New  York 

GENERAL  OFFICES: 

1790  Broadway,  New  York  City 


PERSISTENCY  IN  ADVERTISING 

One  stroke  of  a  bell  in  a  thick  fog  does  not  give 
any  lasting  impression  of  its  location,  but  when 
followed  by  repeated  strokes  at  regular  intervals 
the  densestfog  or  the  darkestnight  can  not  long  con- 
ceal its  whereabouts.  Likewise  a  single  insertion 
of  an  advertisement — as  compared  with  regular 
and  systematic  advertising — is  in  its  effect  not 
unlike  a  sound  which,  heard  but  faintly  once, 
is    lost    in    space    and    soon    forgot.  —  Printing  Art. 
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Seasonable    Hints   on    Window    Dressing 


ANEW  and  a  mosl  practical  note 
was  struck  by  the  T.  Eaton  Co. 
in  the  arrangemeni  of  their 
••  June  bride  "  windows  this  year,  [n- 
stead  of  the  somewhat  familiar  spectacu- 
lar windows  showing  the  bridal  pair  and 
other  members  of  the  bridal  party,  they 
have  put  in  beautifully  trimmed  selling 
windows  showing  materials,  etc.,  thai 
appeal  In  the  bride  both  in  dressing  for 
the  all-important  day  and  in  getting  to- 
gether garments  and  articles  of  dress  for 
the  wedding  outfit. 

The  tirsl  of  these  windows  is  devoted 
to  the  showing  of  bridal  veils,  lace  scarf-. 
pearl  and  rhinestone  trimmings,  in  the 
shape  of  bandings,  ornaments,  fringes, 
long  tassels,  etc.  There  are,  in  addition, 
gloves,  slippers,  real  lace  handkerchiefs. 
embroidered  hose  and  other  accessories. 
Everything  is  included,  even  down  to  a 
dainty  grey  suede  leather  jewel  case 
filled  with  appropriate  jewelry  for  the 
bride  to  wear. 

Orange  blossoms,  white  orchids,  and 
green  foliage  are  massed  together  in 
clusters  on  the  white  background.  The 
main  feature  is  formed  of  three  panels 
composing  a  screen,  the  central  one  being 
much  larger  than  those  at  the  sides.  This 
screen  has  a  Louis  XVI.  carved  frame 
painted  white  and  decorated  with  carved 
flowers  in  natural  colors,  topped  with  a 
large  carved  bow  knot  of  blue  ribbon. 
On  the  centre  panel  is  painted  a  Watteati 
medallion  set  in  a  scroll  surrounded  by 
flowers  and  cupids.  On  the  side  panels 
are  more  cupids.  ribbons,  and  flower 
wreaths. 

Next  to  this  accessory  window  comes 
one  devoted  to  Hie  displaying  of  ma- 
terials for  the  bridal  ".own.  This  year 
satin     thick,  rich,  and  exceedingly  soft 

finished  reigns  Supreme,  and  salin- 
flnished  crepes  are  also  used,  and  there 
is    some    brocade.         These     fabrics    were 

show  ii  beaut  ifully  draped. 

The    game    floVi  (  rS    were    used    as    in    the 

window    firsl    described,   but    the   screen 

was  a    two  fold   one   with   a    w  icker    Prami 
painted   white.     <  hi  one   fold   w  as  a  bridal 

scene  w it  li  t  he  figures  in  modern  dress, 
on  the  other  a  couple  in  Directoire  cos- 

t  one. 

big  corner  window  contained  a 
magnifii  i  nl  displaj  of  lingerie  suitable 
for  t  he  June  bride,  and  crepe  de  chine 
in  pale  pink  and  pale  blue  was  \<-v\  much 
in  evidence,  as  well  as  French  hand 
embroidered  and  hand  made  lingerie. 
shadow  lace  was  combined  with  crepe, 
and  i  he  gai  ii"  '.  n  w  ere  cut  bo  as 

to  follow  t  lie  lines  of  t  he  figui  e  wil  houl 


gather  or  pleat.  All  the  most  intimate 
garments  are  made  up  in  these  filmy  ma- 
terials,  and    are    trimmed    with    pleated 

instead  of  ruffled  lace. 

•     •     • 

ANEW  idea  for  a  bridal  window 
was  worked  out  in  a  city  store, 
[nstead  of  the  bridal  procession, 
the  bridal  party  was  grouped  around 
the  table  at  the  wedding  breakfast,  and 
in  order  to  introduce  the  greater  num- 
ber of  the  figures  standing,  the  momenl 
when  the  health  of  the  bride  was  pro- 
posed was  chosen.  This  setting  gave  the 
store  decorator  a  chance  to  show,  not 
just  the  proper  dress  to  be  worn  by  the 
bridal  party,  but  also  the  table  and  all 
its  appointments  down  to  the  minutes! 
detail,  even  to  the  use  of  a  place  card 
with  a  cupid  and  wedding  bells  to  mark 
the  bridesmaid's  place  at  the  table. 
Snowy  satin-like  table  linen,  rich  cut 
glass    and    silver,    a     handsome    bride's 


cake,  and  tiny  white  satin  shoes  heaped 
lull  of  candies  for  favors  were  some  of 
the  detail-.  Other  windows  in  this  set 
displayed  silver  articles,  ami  cut  glass 
china  and  bric-a-brac  for  wedding  gifts. 
•     •     • 

ANOTHER  -tore  showed  the  bride 
as  the  central  figure  in  a  window 
display  devoted  to  the  showing  of 
bridal  white  in  the  shape  of  charmeuse, 
duchesse,  brocaded  satin  and  crepe,  with 
the  corresponding  accessories,  even  down 
to  the  wedding  rintr  and  a  diamond  for 
the  engagement.  Hats  -uitable  either 
for  bride"-  or  bridesmaid '<  wear  were 
made  a  prominent  feature,  the  "  some- 
thing different  "  being  represented  by  a 
Dolly  Yardon  of  white  satin,  veiled  with 
coral  tulle  and  wreathed  with  pink 
daisies  and  roses  and  silver-white  foli- 
age. Accompanying  this  hat  was  a  huge 
muff  to  match,  to  be  carried  instead  of 
the  conventional  bouquet. 


YVIIA 


Neat  and  attrac- 
tive unit  in  men  '.- 
wear,  most  of  the 
effectiveness  be- 
in  <r  due  to  use  of 
adjustable  shirt 
and    other    stano-. 

Courtesy,         Taj 
Hlg.    Company. 
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Pull  the  Footsteps 
%%  Into  Stores 


After  all,  the  real  work  of  a  Store  Front  is  to  pull  the  people  inside  the  Store.      If 
you  are  unable  to  do  that,  you  forfeit  all  possibility  of  making  sales. 


Mere    pro- 
tection to  the 
merchandise 
on  display  is  not 
the  greatest   work 
of    a  Store    Front — 
that   never  paid  much 
interest   on    the    invest- 
ment.       Sales     is     what 
counts  and  it  is    more   from 
that  angle  that   we  offer  you 
our  services. 


* 


I 


In  order  to  properly   show    every  line,    every   day  in  its    season  your  •win- 
dows must  be  individually   designed — they  must  fit  your   business.      And   that 
is  the    reason  we  believe  we  are  competent  to     work     with     you.      We    have 
helped    design     aud    build    more    than    30,000  KAWNEER    FRONTS— we 
have  helped  solve  the  same  problems  you  will  have  to  solve  when  your 
Store  Front   is  built — provided  you  build  it  to    increase   your   business- 


Eight  years  ago  KAWNEER  was  originated  and  when  offered 
to  the  Merchants  in  all  parts    of   the    world    it    was    looked    upon 
with    more  or  less  skepticism — not  because    of   any   proven    de- 
fect, either  in    principle  or   material;    not   because    it   failed   to 
fill  the    requirements,    but  simply  because  it  so   far  departed 
from  the  customary  Store  Front  used  at  that  time. 


The  structural    requirements, 
however,  have  not  been  overlooked 

in  KAWNEER  STORE  FRONTS— 

in  fact  it  is  for  the  sake  of  permanency 
that  solid  copper,  brass,  bronze    or  alum- 
inum    is    used.      You   ■will    never  have    to 

paint  the  KAWNEER  STORE  FRONT  you 

install    and  the    general  maintenance  cost    will 
be   reduced   to    the    minimum. 

Let  us  give  you  the  benefit  of  our  eight    years' 
experience    working    with    other     Merchants — let    us 
show   you  proofs  of  our  success. 

"Boosting  Business  No.  21"  contains  photographs  of 
many  of  the  most  successful  big  and  little  Store  Fronts  in 
the  country,  together  with  information  that  is  the  result  of 
our  specialized  efforts.  A  Store  Front  of  any  kind  will 
cost  a  certain  amount  of  money  and  the  difference  in 
cost  between  such  a  Front  and  a  modern  KAWNEER 
STORE  FRONT  is  so  small  that  it  would  be  false 
economy  to  make  the  initial  "saving."  The  ultimate  re- 
sults that  a  KAWNEER  STORE  FRONT  would  create 
for  you  would  well  warrant  your  adoption  of  KAWNEER. 
That  has  been  the  experience  of  thousands  of  other 
Merchants. 


% 


Merchants   required   proofs,   so   we   started   out   to 

make  them    with  the    result  that    KAWNEER     has 

been  adopted   in   30,000   I  ronts.      Wherever  you  go 

you  will  find    KAWNEER  STORE  FRONTS 

making  money  for  the  Merchants  behind  them. 

Just  mail  this  coupon  to  us  and    let   us 
send  you  "Boosting    Business    No.   21" — 
it's     an     authentic     Store    Front      Book 
compiled  and  published  for  you  Mer- 
chants. 


Goods  First,  Not   Flags  and   Bunting, 

Dominion  Day 

Decorations  Should  be  Subordinated  to  the  Merchandise  Even  on 

Special  Occasions-  Holiday    Idea   in  Backgrounds  or  on  ('aids. 
With  Meagre  Interior  Display— Advertising  After-Holiday  Sale. 

Written  for  The  Review  l>y  a  Window   Trimmer 


for 


IF  \\ e  v  i  re  to  s,-i\  arij  i  bing  aboul  I  he 
decora!  ion  of  windows  for  Dominion 
Day  it  would  be  thai  the  tendency 
i-  in  gel  away  from  anything  in  the  waj 
el  lavish  displays  of  Bags  and  bunting 
in  the  windows  and  also  in  the  store  in- 
terior. On  the  outside  of  the  building 
i-  the  place  n>  splash  the  patriotic 
decorations     the   inside   should  be   fore 

tnosl    for  selling  g Is;  that  is  business. 

This  is  nut  intended  to  mean  that  the 
patriotic  spirit  should  be  eliminated — 
by  no  mean.-.  The  idea  is  thai  flags  and 
bunting  should  not  be  displayed  to  the 
disadvantage  of  goods  which  are  offered 
for  sale.  The  patriot  ic  idea  can  be  car- 
ried out  jusi  as  well  by  the  displaying 
of  a  big  flag  in  the  centre  of  the  store, 
where  it  is  not  interfering  with  the  dis- 
play of  goods,  or  by  introducing  small 
flag  designs  on  the  price  and  show  cards. 
One  store  hangs  an  immense  flag  in  the 
lighi  well  of  the  building,  which  carries 
out  the  idea  of  patriotism  without  till- 
ing  the  store  with  distracting  colors. 

Steadily  Towards  Simplicity. 
The  whole  tendency  in  modern  store 
decoration  is  towards  simplicity,  with 
the  idea  of  displaying  the  goods  rather 
than  decorations.  This  is  to  be  seen  in 
the  work  of  some  of  the  up-to-date  win- 
dow trimmers  where  the  dark  mahogany 
background,  together  with  dark  plush 
drapings,  are  used  to  bring  out  the 
joods  or  garments  on  display.  Of  course, 
demands  skilful  handling  of  the 
stock  materials,  hut  the  effect  should 
certainly  he  a   factor  in   making  sales. 

No  Haphazard  Showing  of  Flags. 
This  same  idea  may  well  he  applied 
fci  the  holiday  dec, .rations.  When  it  is 
desirable  to  introduce  the  patriotic  spirit 
into  a  window  it  can  lie  done  by  draping 
flags  or  bunting  in  the  background  and 
showing  the  goods  against  them.  This 
will  l.e  found  more  effective  ami  gener- 
ally in  better  taste  than  filling  the  win- 
dow  with  a  hap-hazard  displaj   of  flags, 

W  luell     "i\e    the     I  HI  pressi.  Ml    of    a     llimth     at 

a  circus. 

I  f     t  lie     window     dresser     will     keep     ill 

mind   in   arranging  the   holiday    decora 

1  ions  that   it   is  firsl   desirable  to  -how  the 
goods,    flags    anil    bunting    can    lie    worked 

Pullj    into  the  backgrounds  in  such 

B    w:i\     a-    to    "iNe    a    he!  ler   art  isl  ic    effect 


and  a  much  inure  valuable  display  from 
the  business  standpoint. 

Catching    Holiday    Business. 

Holiday  sales  to  eatch  the  holiday 
business  on  the  day  after  the  holiday  is 
the  idea  which  one  of  i  he  largest  mer- 
chandising houses  of  the  Dominion  is 
using  to  marked  advantage.  The  idea 
i-  to  bring  to  the  attention  of  the  visi- 
tor  in  the  city  certain  bargain  lines 
the  resull  can  he  no  better  emphasized 
than  in  the  increased  sales  which  re- 
sulted by  I  he  Victoria  Day  sale  of  May 
26th,  when  increases  of  $1,000  and  up- 
wards were  noted  in  the  receipts  of  some 
of  the  departments  as  compared  with 
the  >ame  day  a  year  ago. 

This  firm  is  now  arranging  a  Dominion 
Day  sale  to  be  held  the  da\  after  the 
holiday,  and  for  this  a  special  adver- 
tising campaign  is  being  arranged. 
which  will  be  appropriate  to  the  oc- 
•  asion. 

A  feature  of  the  advertising  of  the 
Empire  Day  sale  of  this  firm  was  a  par- 
ticularly handsome  special  price  list. 
30,000  of  which  were  issued  and  distri- 
buted thrOUghoui  the  City.  These  were 
hound  to  attract  attention.  Tin-  cover 
showed  the  reproduction  of  a  local 
statue  of  the  late  Queen  Victoria,  with 
a  background  in  orange  color,  and  with 
a  branch  of  maple  leaves  backing  the 
main  figure.  Good  quality  of  paper  was 
used  throughout,  and  every  page  was 
done  iii  two  colors,  with  an  orange-col 
ored  border. 

Interesting  Incidents   of   Late   Queen. 
On    the    opening    page    in    a    panel    ap- 
peared:   "Some   of   the    incidents    recited 

from  Queen    Victoria's  life  have  never 

been  printed  before,  and  are  just  a  few 
of    the     hundreds    of    stories    circulate,! 

among  her  affectionate  subjects:  verbal 

records      of      tin1     human     side     of     the 

Queen." 

On  each  of  the  right-hand  pages  Pol 

lowing  throughout  the  price  list  ap- 
peared a  panel  with  a  reference  to  an 
appealing  incident    in   the  life  of  the  late 

monarch,  showing  Victoria  t"  have  been 

a    woman    in    her    home    life    firsl    of   all. 

These   formed    a    verj    appropriate    fea- 
ture, and  no  doubt  acted  as  an  incentive 
to  the  perusal  of  the  pages  throughout. 
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Pre-holidaj  newspaper  advert: 
is  found  also  to  be  very  effective  in  con- 
i  ection  witii  these  sales,  not  s,,  - 
thai  the  papers  are  bought  by  the  visi- 
tor- themselves,  but  that  the  bargains 
are  brought  to  the  attention  of  the 
friends  with  whom  they  may  be  stayin<_r. 
with  the  result  that  shopping  excursions 
may  he  arranged  for  the  next  day  be- 
fore t  iie  out-of-town   _  ive. 

In  connection  with  holiday  sales,  win- 
dow dressing,  too,  is  an  important  fea- 
t me  windows   are   arranged   to 

displaj  effectively  the  bargains  offered 
in  the  different  departments,  and  they 
naturally  attract  a  great  deal  of  atten- 
tion during  the  holiday,  when  the  visi- 
tors an  given  an  opportunity  of  looking 
over  many  of  the  lines  offered. 

This  idea  of  catching  the  trade  of 
holiday  visitors  is  one  which  should 
bave  t  ie  attention  of  city  merchants. 
I;  need  not  be  carried  out  on  the  lavish 
scale  of  tiie  firm  referred  to.  but  on  a 
hasjs  to  suit   the  store. 
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AMONG   THE   MERCHANTS. 

Extensive  improvements  are  being 
made  to  the  clothing  store  of  G.  M.  Far- 
rington,  Picton,  Out.  The  front  windows 
are  being  rebuilt  and  refitted,  Circassian 
walnut  paneling  being  used  to  replace 
mirrors. 

The  death  occurred  recently  at  the 
General  Hospital.  Toronto,  of  A.  J. 
Bagel,  Becretarj  of  the  F.  Bellinger 
Fashioncraft  Company.  Ltd..  King  St. 
Deceased  came  to  Canada  from  Eng- 
land when  young,  and  grew  up  in 
Peterborough,  Out.  He  had  been  in  the 
emploj  of  Fashioncraft.  Limited,  for 
a  number  of  years. 


THE   LATE    PETER    MAITLAND. 

Peter  Maitland.  who  for  more  than  '_'!' 
years  was  employed  as  a  commercial  tra- 
veler for  .lames  Const  me  A  Co..  Ltd.. 
Montreal,  died  last  month,  aged  55  j 
Mr.  Maitland  was  a  well-known  figure 
on  the  Ottawa  Valley  route.  He  leaves 
a  widow  and  one  son.  The  body  was 
taken  to  Smith's  Falls  for  interment. 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Silk  Sweater  Coat  a  Favorite  for  Summer 


THIS  is  an  excellent  sample  of  a  window  trim  of  sweater  or  sports  coats  for  Summer, 
showing  the  new  silk  lines  that  are  becoming  very  popular.  An  unusual  liberal  use 
has  been  made  of  wax  figures,  there  being  no  less  than  seven  in  this  display,  and  with  the 
silk  caps  on  matching  the  coats,  they  all  have  a  jaunty,  outing  air.  Note  the  variety  in  the 
directions  in  which  these  figures  are  set,  four  gazing  to  the  right,  two  to  the  left,  and  one  shown 
with  the  back,  revealing  the  half  belt  effect.  This  variation  does  away  with  that  stilted,  sort  of 
target  effect  that  the  trimmer  is  apt  to  run  into  with  full  figures. 

A  sports  atmosphere  is  secured  by  one  girl  holding  a  bundle  of  golf  sticks  and  another 
leaning  on  a  stick.  Urns  with  flowers  are  used  on  either  side  to  separate  this  trim  from  other 
sections. 

At  the  back  against  the  mahogany  background,  in  the  centre  is  a  circle,  the  border  cov- 
ered with  green  and  the  centre  with  black  sateen  that  lends  a  softness  to  the  wood.  Bows  of 
white  ribbon  hung  from  the  circle.  The  colors  of  the  coats  themselves  are  ivory  white,  old  rose, 
two  shades  of  yellow,  green,  etc.    Trimmed  by  II.  C.  McDonald  for  Murray-Kay. 
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Dry  Goods  R<  vu  u  EQUIPMENT    AND    DISPLAY 

Showing  of  Ribbons  for  Girdles  and  Sashes 


Now  thai  ribbons  are  so  fashionable  the  <le 
distinctive  displays.  This  window  is  devoted  t 
adore,  Roman  stripes,  and  printed  novelties  as 
moire  ribbons.  Besides  the  ribbons  an  attract 
forms  of  girdles  and  sashes  was  shown.  Note  t 
stands.  Lower  T  stands  are  used  and  also  bras 
this  window  consists  in  the  careful  and  harmoni 

In  the  centre  glass  shelves  were  used  and 
were  unrolled  and  the  holts  were  arranged  on  t 
central  figure  was  an  open  parasol  draped  with 
posed  and  filled  with  pink  roses  and  foliage. 


ailment  should  lose  no  opportunity  of  making 
o  the  showing  of  novelty  ribbons,  plaid,  haya- 
well  as  self  brocades  and  plain  taifeta,  faille  and 
ive  figure  wearing  a  ribbon  girdle  and  numerous 
he  three  central  drape-  arranged  over  high  T 
s  ribbon  stands.  Much  of  the  effectivenes- 
011s  grouping  of  patterns  and  color-. 

bolts  of  ribbon  were  shown  on  them.    Ribbons 

he   Moor  of  the   window.      To   one  side  of  the 
ribbons  tied  to  the  handle,   and   the  aide  was 


CLEVER   ADVERTISING   HINT. 

In  a  recent  advertisement  of  R.  H. 
Macy  &  Co.,  New  York,  the  following 
paragraph  was  strongly  featured: — 

"Instead  of  taking  down  draperies 
and  portieres  and  storing  them  for  the 
Summer,  let  us  make  dainty  cretonne 
dust-proof  slip-covers  for  them.  This  not 
only  provides  a  distinctively  decorative 
effect,  but  protects  the  heavier  draperies 
from  botli  sun  and  dust.  To  cover  silk 
and  tapestry-covered  walls  cretonne  is 
not  only  prettier,  hut  more  pleasing  than 
the  muslin  usually  employed.  Let  us 
estimate  and  submit  samples  if  you  are 
interested." 

-@- 

EARLY  CLOSING  PROSECUTION. 
Conviction  Filed   at   Gait  Against  Mer- 
chant, Who  Will  Appeal. 

Merchants  ami  the  public  are  taking 

a    live    interest     in    a    rase    at    Gait,    Out., 

which  lias  arisen  out  of  the  enforcement 
of  the  new  early  closing  by-law.  W.  J. 
McNaugbt  &  Son,  merchants,  have  been 
round  guilty  of  infringement  of  the  new 
regulation,  ami  ;i  nominal  fine  of  $1  and 
.,.vts  was  imposed.    It  is  announ 1  that 

(lie      decision      will      he      appealed.        The 

.lit urn  w.-i<  conducted  by  the  town 
solii  itor,    who   produced    <  wo   w  itn< 


who  testified  to  having  bought  goods  in 
the  store  after  seven  o'clock.  The  de- 
fence claimed  that  the  store  was  a  gen- 
eral one,  handling  all  lines  of  stock,  hut 
the  magistrate,  in  giving  his  decision, 
stated  there  were  only  two  lines  that 
were  not  covered  in  the  by-law — 
groceries  and  crockery.  The  by-law  was 
drawn  up  according  to  the  statutes.  Most 
of  the  merchants  have  lived  up  to  the 
new  law,  and  the  result  of  the  appeal 
case  will  be  awaited  with  interest. 

® 

EARLY  CLOSING  IN  HAILEYBURY. 
The  Town  Council  of  llaileyhury. 
Ont.,  passed  a  by-law  making  early 
closing  compulsory,  as  the  petition  was 
signed  by  three-fourths  of  the  mer- 
chants. Under  a  penalty  of  $50  -tores 
must  he  closed  from  6.30  p.m.  to  (>  a.m.. 
except  on  Thursdays  an  Saturdays  and 
afternoons  preceding  holidays. 

@ 

WEDNESDAY     IN     DUNNVILLE. 
\i  a  largely  attended  meeting  of  the 

business  men  of  DunnviUe  it  was  de- 
cided in  observe  everj  Wednesday  from 
June  17th  to  September  Kith  as  a  half- 
holiday,  the  -teres  dosing  at  one  o'clock 
ami  remaining  closed  until  the  follow- 
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ing  morning.  On  July  1st  and  Septem- 
ber  7th    the   stores   are    to    be    eh>sed   all 

® 

STRONG  AND  WEAK  POINTS. 

(Continued  from  page  67.) 

THE  HORRELL  AD. 
There  are  a  few  thinsrs  about  the 
typographical  appearance  of  this  ad- 
vertisement that  are  worthy  of  note. 
On  the  whole  the  arrangement  has  been 
handled  in  a  careful  and  effective  man- 
ner and  balance  has  been  well  preserved. 
Notice  how  well  the  centre  panel  serves 
to  relieve  the  monotony  of  the  page. 
This  panel,  however,  is  just  a  little  too 
low  on  the  page  to  be  in  the  best  posi- 
tion, the  most  effective  position  for  a 
single-feature  panel  being  to  balance 
it  a  trifle  above  the  centre.  It  is  re- 
grettable that  this  ad.  has  been  so  poor- 
ly handled  by  the  printer.  Harmony 
and  neatness  have  been  entirely  over- 
looked, especially  in  the  arrangement  of 
the  matter  in  the  centre  panel  and  in  the 
Style  o\'  type  used  for  displax  lines.  This 
i-  a  matter  every  dr\  goods  merchant 
should  take  up  with  hi-  printer  and  in- 
-:-t   on   careful  attention  being  given  the 

arrangement  of  his  advertisements,  the 
(ffeel  of  which  is  to  a  great  extent  in 
the  hands  of  the  printer's  compositor. 
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RETAIL    ADVERTISING 


Strong  and  Weak  Points  in  Dollar  Day  Ads, 

Some  Suggestions  Based  on  Samples  of  Three  Displays  of 
Midland  and  Orillia  Stores — In  One  Name  is  Not  Near  Enough 
to  Top  of  Ad. — In  Another  Panels  and  Display  Heads  Do  Not 
Balance — Lack  of  Harmony  in  Choice  of  Type. 


FOR  the  sake  of  space,  only  one  of 
the  Dollar  Day  ads  on  page  18 
is  reproduced  here,  that  of  Thos. 
Mulcahy  of  Orillia.  All  three  have  con- 
siderable merit  in  point  of  selection  of 
material,  and  in  the  emphasizing  of  the 
main  idea.  Dollar  Day  items,  the  Play- 
fair,  Preston's  securing  this  more  suc- 
cessfully than  any  other  in  the  use  of 
the  $  mark  itself.  The  Horrell  ad.  loses 
some  of  the  effectiveness  from  this 
standpoint,  through  the  prepondenance 
of  other  prices,  $1.98,  $0.79,  8c,  etc.  The 
Mulcahy  ad.  spells  out  the  "One  Dol- 
lar" to  good  effect,  also,  but  it  hardly 
stands  out  as  distinctly  from  the  reading- 
matter  as  the  figures  would.  An  interest- 
ing feature  about  the  Mulcahy  ad.  are 
the  time  specials,  11  o'clock,  "after 
supper,"  etc.  This  firm  adopted  the 
useful  expedient  also  of  gaining  the  Dol- 
lar by  grouping  two,  three,  four,  etc., 
of  one  article.  The  other  two  effectively 
madp  a  group  of  several  different  items 
in  groceries,  stationery,  etc.  The  descrip- 
tive matter  in  connection  with  the  items 
and  the  prominence  of  the  prices  are 
excellent  points  about  all  the  ads. 

Below    are    given    a    few    suggestions 
from  a  typographical  point  of  view. 


THE  MULCAHY  AD. 

IN  point  of  appearance  and  typo- 
graphical arrangement,  this  adver- 
tisement is  good  in  many  respects. 
One-quarter  from  the  top  is  in  most  cases 
an  excellent  position  for  a  feature  line, 
as  the  eye  usually  falls  on  this  spot  first. 
But  this  position  is  made  all  the  more 
effective  when  balanced  by  another  group 
of  matter,  or  a  secondary  feature,  farther 
down  the  page.  There  seems  no  reason, 
however,  why  the  firm  name  "Mulcahy" 
should  be  moved  from  the  top  of  the 
advertisement.  Doing  so  in  this  case 
gives  a  bare,  unfinished  effect  to  the 
upper  portion  of  the  ad.  Neatness  has 
been  overlooked  to  a  certain  extent,  due 
to  the  fact  that  there  is  not  a  complete 
harmony  in  the  shape  and  size  of  the  dif- 
ferent panels.  Panels  always  stand  out 
from  the  other  matter,  and  to  retain  a 
neat  appearance  it  should  be  seen  that 


SHOPPING 


BY  MAIL 


ON  DOLLAR  DAY 


-EARLY   MORNINC  STARTERS- 


»i.  1    SILK  HOSE 


Ho  j    MEjTj  MOW 


SKIRTS  AND  UNDERSKIRTS    WAISTS 


RAILWAY  FARES  REFUNDED 


ON  SATURDAY,  MAY  16 


[ 


Will  a  Dollar  Stretch  P 


fjMlljpWBTgEHHM- 


50  DOLLAR  BILLS  GIVEN  AWAY  FREE  IN  THE 
SHOE   DEPARTMENT 


-II  0  CLOCK  SPECIAL- 


STOCKINGS 


WHITEWEAR 


Ask  for  the  Dollar  Day  Corset  Leader 


SUMMER  UKDEBWEAB 


ANY  MAN  OR  BOY  CAN 
HAVE  THIS  SUIT  FREE 

ITS  VERY  EASY,  -Come  hare  to  our  Clothing  De- 
partment and  buy  any  Mao's  or  Boy's  Suit,  be  sure  you  get 
your  Purchase  Check,  then  go  out  and  find  Mr.  Bill  Dollar, 
salute  him  properly,  and  bring  his  order  to  our  store.  To  the  first 
party  doing  as  above  we  will  refund  in  cash  the  purchase  price 
of  the  suit  you  bought,  or  we  will  give  you  free  another 
Suit  of  the  same  value,  whichever  you  prefer,  on  Dollar  Day, 
Saturday,  May  16th 


-THE  2  O'CLOCK  LEAOEfi- 


All  Dress  Goods  Remnants 

ONE     DOLLAR    EACH 


-AFTER  SUPPER  BARCAIH- 


:•&:;:: 


THOS.    MULCAHY 

LIMITED 


those  panels  that  are  supposed  to  balance 
up  one  with  another  are  of  the  same 
size  and  shape.  The  four  "time"  panels 
do  so  admirably.  The  underlining  inside 
the  panels  suggests  more  than  sufficient 
rules,  and  indeed,  cannot  be  said  to  add 
to  the  strength  of  any  of  the  display  lines 
where  they  are  used. 


THE  PRESTON,  PLAYFAIR  AD. 

FROM  a  typographical  point  of 
view  the  arrangement  of  this  ad- 
vertisement would  be  greatly  im- 
proved by  a  few  small  changes.  The 
effect  of  the  whole  is  slightly  out  of 
balance,  the  cuts,  panels  and  "extra 
specials"  line  not  being  arranged  in 
symmetrical  relation.  The  cut  of  the 
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boy  near  the  top  of  the  ad.  is  also  on 
the  wrong  side  of  the  panel.  Cuts  like 
these  should  always  look  toward  the 
matter  that  refers  to  them,  never  away 
from  it. 

As  the  ad.  now  stands  there  is  no 
outstanding  feature  about  the  arrange- 
ment on  which  the  eye  can  rest — noth- 
ing to  break  the  monotony  of  the  plain 
iolumns  of  type  but  the  two  small  panels 
of  matter.  Considerable  interest  would 
have  been  given  the  arrangement  if  a 
group  of  specials  such  as  that  beneath 
the  heading  "extra  specials"  had  been 
placed  in  the  centre  of  the  page  within 
a  simple  but  attractive  panel. 

(Continued  on  page  66.) 
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Concrete  Case  of  Misleading  Advertising 

Need  for  the  New  Law  as  Shown  by  Incorrect  Description  in 
Circular  Sent  Out  by  Canadian  Manufacturer — Complaint  of 
Retailer  Investigated  by  The  Review — Weakness  of  Loose  Sheet 
Advertising. 

IN  previous  issues  The  Review  has  had  occasion  to  deal  with  the  question  of  false  advertising,  and 
the  legislation  jus!  placed  upon  the  statute  books  of  Canada,    This  Legislation  has  had  the  sup- 
port of  the  Retail  Merchants'  Association  and  its   passage   bad  been  strongly  pressed  upon  the 
Government  for  several  years. 

In  the  discussion  in  the  House,  and  in  most  of  the  supporting  arguments  outside  of  it  promi- 
nence was  given  to  the  protection  of  the  great  body  of  public  consumers  from  false  claims  on  the 
part  of  retail  merchants,  real  estate  manipulators,  and  others.  Undoubtedly  the  new  law  will  find 
its  widesl  application  along  these  lines  hut  a  concrete  case  has  been  brought  to  the  attention  of  The 
Review  in  which  it  is  the  retail  merchant  who  should  he  its  beneficiary  against  a  misleading  claim 
on  the  part  of  a  manufacturer  for  goods  he  is  offering  to  the  trade. 

To  a  circular  issued  by  a  Canadian  manufacturer  a  fabric  was  attached  bearing  the  lahel,  "silk 
and  wool  mixture."  This  reached,  among  others,  a  large  -tore  in  Canada,  and  was  examined  by  two 
buyers  who  were  interested.  Suspicion  was  aroused  first  by  the  general  feel  of  the  fabric  and  also 
by  the  low  price  which  was  barely  half  what  it  was  felt  should  have  been  asked.  These  men  applied 
every  test  used  in  years  of  experience  and  came  to  the  conclusion  that  the  'woolen'  part  was  a  false 
description.     The  sample  contained  cotton. 

The  sample  was  sent  on  to  The  Review  to  check  up  the  conclusions  of  these  buyers. 

The  Review  reached  a  similar  opinion  and  also  submitted  the  "silk  and  wool"*  fabric  to  a  num- 
ber of  experts.     The  unanimous  verdict  was:  "No  trace  of  wool  in  the  piece,  it  is  silk  and  cotton." 

The  clause  in  the  new  act  bearing  on  this  point  of  misrepresentation  of  goods  is  explicit.  It 
reads: 

"Every  person  who  knowingly  publishes  or  causes  to  be  published  any  advertisement  for 
either  directly  or  indirectly  promoting  the  sale  or  disposal  of  any  real  or  personal,  movable 
or  immovable  property  or  any  interest  therein,  containing  any  false  statement  which  is  of  a 
character  likely  to  or  is  intended  to  enhance  the  price  or  value  of  such  property  or  any  inter- 
est therein  or  to  promote  the  sale  or  disposal  thereof,  shall  be  liable  upon  summary  convic- 
tion to  a  fine  not  exceeding  two  hundred  dollar-  or  to  six  months'  imprisonment  or  to  both 
line  and  imprisonment." 

No  better  example  need  be  cited  to  justify  the  necessity  for  the  enactment  of  such  a  law  as  i 
protection  againsl  false  advertising. 

Where  "Loose  Leaf"  Circm  lab  es  Weak. 

The  incident  brings  up  again  the  question  as  to  the  reliability  of  circular  publicity  compared 
with  regular  advertising  in  the  pages  of  a  newspaper,  trade  paper  or  magazine.  1 1  ere  was  a  loose 
circular  sent  to  one  firm  here,  and  another  there.  Most  of  them  probably  were  toSBed  into  the 
waste  paper  basket  with  a  mere  glance  and  the  evidence  of  the  falsity  of  the  claim  was  destrt 
except  for  the  few  cases  in  which  an  order  may  have  been  given  and  even  here  the  existence  oi  the 
loose  leaf  was  precarious.  But  in  bound  pages  lead  and  retained  by  thousands  oi  merchants  the 
risk  of  exposure  would  be  too  great  ordinarily  to  make  the  venture  worth  while.  That  is  why  the 
printed  page  inserted  in  the  trade  paper  or  newspaper  carries  with  the  reader  ordinarily  an  imprint 
of  reliability.  There  is  an  atmosphere  of  strict  truth  in  the  association  of  the  editorial  and  advertis- 
ing columns  that  serve  to  prevent  unfounded  claim  on  the  one  hand,  and  engender  confidence  OB 
the  part  of  the  reader.  Honesty  becomes  at  once  the  besl  and  only  sale  policy.  From  a  loose  circu- 
lar, most  of  these  safeguards  are  stripped. 
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The   Special 
Fall   Number 


of  Canada's  necessary  dry  goods  paper 
will    be    issued    first    week    in    July. 

It  will  undoubtedly  be  the  finest  and 
most  useful  number  we  have  yet  sent  to 
the  trade. 

We  would  advise  early  reservation  of 
space  if  good  position  is  desired  in  this 
big  issue.  Every  buyer  worthwhile 
from  Coast  to  Coast  will  get  a  copy. 

Forms  close  June  25th.  Early  forms  go 
to  press  on  the  16th. 
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Early  June  the  Time  for  Selling  Mattings 

Selling  Floor  Coverings  for  the  Summer  Cottage  and  Rugs  Cor 
the  Veranda  and  Sun  Room  of  the  Stay-at-Home — The  Way  to 
Get  the  Business  of  the  Resorts  is  to  go  After  it  and  Sell  What 
You  Have  in  Stock. 


THIS  is  the  season  for  Summer 
floor  coverings,  and  for  draperies 
and  furnishings  for  the  Summer 
cottage,  the  sun  room  and  the  veranda. 
Everybody  cannot  go  to  the  Summer  re- 
sorts; not  many  of  the  patrons  of  the 
usual  furnishings  department  will  want 
to  buy  the  outfittings  for  a  Summer 
cottage,  but  there  are  few  who  will  not 
be  wanting  to  buy  something  to  give 
a  seasonable  effect  in  the  home.  Now 
is  the  time  for  sales  of  matting  and 
Summer  rugs,  shades  and  camp  and 
sun  room  furniture;  jardinieres,  etc., 
for  decoration,  and  any  and  all  of  the 
lines  which  have  been  stocked  for  the 
Summer  housefurnishing  trade. 

On  the  one  hand  there  is  the  Sum- 
mer cottage  where  the  buyer  will  some- 
times be  from  your  own  town,  but  oft- 
cner  he  is  from  a  city  where  your  store 
may  not  have  been  heard  of;  interior 
or  window  displays  or  advertising  in 
the  local  papers  will  not  bring  this 
business.  On  the  other  hand  the  local 
business  can  be  increased  by  the  force 
of  suggestion  of  goods  placed  so  as  to 
attract  attention,  whether  it  be  in  the 
department  or  in  the  window.  Matting 
windows  are  good  at  this  time.  Displays 
can  lie  arranged  whicb  a1  once  attract 
attention;  the  reason  is  that  they  are 
novel  and  the  effect  is  one  of  large  and 
striking  surfaces  rat  her  than  detail. 
Suggestive  advertising  is  in  order  for 
there  are  many  lines  which  can  be  offer- 
ed for  the  season  which  can  be  brought 
to  the  attention  of  the  housekeeper  by 
suggestion  and  which  she  is  not  likely 
to  think  of. 

Getting   After  the   Tourists. 

With  the  resident  of  the  Summer  col 

tage  it   is    different.       Advertising    has 

little    effect.       As    the    head    of    this    de- 
pigment   in   :i   large   bouse  pul    it.  "there 

i\  "i ffective  way  of  getting  this 

business  and  thai  is  to  go  right  out  after 

il      :iiii!    one    customer    brings    another." 

The  last  observation  covers  a  very  im- 
portant   point,     in  many  oases  the  re 
at     the     Bummer    resort     are 
strangers  to  the  locality         often   they 
are  Americans.  With  these  people  there 


h  a  natural  tendency  for  their  business 
to  drift  to  the  stores  where  other  pur- 
chases have  been  made.  Summer  re- 
sorters  become  very  friendly  before  the 
end  of  the  season  and  if  there  is  one 
cottage  that  is  comfortably  and  taste- 
fully outfitted  the  store  that  supplied 
the  goods  is  very  likely  to  get  a  neigh- 
bor's order  when  it  is  forthcoming.  The 
effects  of  this  have  been  seen  in  a  single 
season  when  in  the  Fall  an  order  has 
been  placed  as  the  result  of  this  in- 
lluence  for  goods  to  be  delivered  with 
the  opening  of  the  following  season. 

As  a  usual  thing  the  cottages  begin  to 
open  up  about  the  first  of  May,  and  the 
business  commences  then,  although  it  is 
usually  about  a  month  later  before  the 
heads  of  the  household  get  on  the 
ground  and  furnishings  are  decided 
upon. 

Man  on  the   Ground. 

In  connection  with  "getting  right 
nfter  the  business,"  a  man  on  the 
"round  can  do  good  work  when  there 
are  .prospects  which  apparently  warrant 
this  course.  A  salesman  who  knows  the 
business  can  make  suggestions  which 
will  be  appreciated — keeping  in  mind 
of  course  the  stock  of  goods  which  his 
store  has  on  hand.  A  salesman  should 
always  try  to  sell  what  his  firm  is 
stocked  with  rather  than  what  the  pros- 
pective purchaser  may  ask  for,  and  the 
good  salesman  can  usually  do  it.  One 
cot  time  well  outfitted  by  a  store  is 
about  the  best  advertisement  that  store 
could  have  in  this  line  of  business;  the 
big  difficulty  is  getting  in  on  the  trade 
and  that  can  best  be  done  b>  personal 
effort. 

Then    when    there    is   a    man    on    the 
ground    what    may    appear    in    the    ti rst 
place   as   an    order    for   some    floor   OOVer 
in;'    or    a    little    furniture    may    be    de 
veloped    into   a    good    business   proposi- 
tion  by   proper  suggestions  given   In   a 

timely  way  as  to  furniture  to  suit  cer- 
tain rooms,  rugs  to  go  with  the  furni- 
ture, curtains  and  draperies  to  suit  both 
and    so    on. 

Particularly  is  this  the  season  for  the 
sale  of  floor  coverings.     Rugs  and  mats 
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are  wanted  for  the  Summer  cottage  and 
for  the  veranda  or  the  sun  room  of  the 
stay-at-homes.  Here  are  presented  two 
distinct  phases  of  sales-getting  in  this 
department. 

Cocoa  Matting  Most  Serviceable. 

For  the  veranda  or  the  sun  room  or 
for  any  place  where  service  is  required 
of  a  floor  covering,  and  where  it  is  like- 
ly to  be  subjected  to  changing  weather 
conditions,  the  fine  hand-made  cocoa 
materials  will  be  found  to  give  the  best 
satisfaction.  This  comes  in  a  variety  of 
Oriental  designs  with  contrasting  color 
effects,  but  the  patterns  are  for  the  most 
part  large  and  to  a  certain  extent  crude, 
necessitated  by  the  roughness  of  the 
weaving.  The  colors  are  woven  in  en- 
tirely separate  and  the  figures  of  the 
pattern  are  not  connected. 

The  grass  mats  and  rugs  which  come 
in  a  great  variety,  and  are  given  many 
different  names  by  the  different  manu- 
facturers, are  also  very  serviceable,  hav- 
ing a  finer  surface  for  inside  use  and 
at  the  same  time  having  damp  resisting 
properties.  These  may  also  be  used  on 
veranda,  but  for  outside  use  the  cocoa 
is  more  serviceable  and  the  latter  is  also 
largely  used  for  conservatories  where 
there  is  usually  a  brick  floor  to  be  cov- 
ered. 

Wood  Fibre  for  Inside. 

A  great  variety  of  designs  are  intro- 
duced in  the  wood  fibre  mattings  which 
are  of  fine  weave  and  more  adaptable  to 
pattern  effects.  These  are  suitable  for 
the  bedrooms  or  the  sun  room,  but 
should  not  be  recommended  where  they 
are  likely  to  be  subject  to  wet  or  damp. 
The  designs  are  mostly  worked  in 
colors  and  the  patterns  show  the  Orien- 
tal influence  which  is  general  in  all 
mattings, 

In  colorings  the  natural  shades  should 

b»  pushed  as  it  is  impossible  to  dye  these 
materials  so  that  they  can  be  guaranteed 
ti  resist  the  Bummer  SOU.  The  material 
not  permit  o\'  the  dye  taking  the 
same  hold  as  it  does  with  textiles  and 
for  this  season  the  sunshine  has  a  quick- 
er  (-fleet. 
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Women  simply  can't 
pass  them  by 


J-M  Asbestos  Table  Covers  and  Mats 
are  so  attractive  in  their  snowy 
whiteness  that  few  women  can  resist 
the  impulse  to  stop  and  admire  them. 
An  examination  brings  a  desire  for  posses- 
sion ;  for  every  woman  knows  that  the  best 
protection  for  her  dining  table,  against  hot 
dishes,  is  an  asbestos  cover.  And  she  readily 
becomes  a  customer  when  you  point  out  to 
her  the  superiority  of 


J*M  ASBESTOS 

Table  Covers 
and  Mats 


Being  the  largest  manufacturers  of  asbestos 
goods,  we  can  quote  prices  which  enable  you 
to  realize  bigger  profits  than  you  could  make 
with  ordinary  goods. 

And  that  is  why  you  can  offer  your  customers 
the  BEST  at  a  lower  price  than  they  would 
pay  for  an  inferior  article. 

J-M  Asbestos  Table  Covers  and  Mats  always 
give  satisfaction.  One  customer  recommends 
them  to  another,  in  an  endless  chain  that 
brings  you  a  steady  stream  of  profitable  busi- 
ness. 

Write  nearest  branch  for  our  Special  Prop- 
osition to  Dealers. 


THE  CANADIAN 
H.  W.   JOHNS-MANVILLE   CO.,   Limited 

Manufacturers  of  Show-Case.  Show-Window  and  General 
Illuminating  Systems;  Pipe  Coverings;  Dry  Batteries;  Fire 
Extinguishers;  etc. 


TORONTO 
MONTREAL 


WINNIPEG 
VANCOUVER 
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SWAN  BRAND" 


"KAPOK"  CUSHIONS 
will  not   sink   under 

the  largest  man 

Send  for  sample  and  try  it 
for  yourself 


On  the  little  East 
Indies  Island  of 
Java  grows  a  tree 
whose  fibre  is  so 
non-absorbent  that 
lO1/^  ounces  of  the 
floss  made  therefrom 
will  support  a  man 
weighing  135  pounds, 
in  the  water,  and 
unlike  cork  will  not 
decrease  in  buoy- 
ancy when  sub- 
merged. 

Swan  Brand  "Ka- 
pok" boat  cushions 
are  made  from  this 
famous  "Kapok" 
floss  in  waterproof 
and  plain  duck, 
leatherette,  etc.,  and 
act  as  an  ever- 
ready  life-preserver. 
These  cushions  are 
also  made  with  very 
pretty  figured  ma- 
terial and  in  the 
most  correct  shapes, 
suitable  for  the  boat, 
canoe,  sail-boat  or 
skiff  and  equally 
good  for  verandah 
use 

ft^ery  boat  ana  canoe  should  be  fitted  throughout 

with  Swan  Brand  Kapok  cushions  for  safety. 

We   also   make   a   full   range   of  regular   verandah 

'•ushions  and  cushion  forms. 

Send  for  prices  and  samples.    Introduce  "Kapok" 

cushions  to  your  boating  customers. 


The  Toronto  Feather  & 
Down  Co.,  Limited 

"Where  the  reliable  goods  come  from." 
35  BRITAIN  ST.  TORONTO 

Eastern  Agent: 

MR.  J.  F.  SUMPTION 

403  Unity  Bldg.,  Alexander  St.,   Montreal,  Que. 
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Rugs  and  Curtains  Displayed  to  Good  Advantage 


This  interior  view  of  the  House  Furnishings  Department  of  Smyth  Bros.,  Berlin,  shows 
what  so  few  dry  goods  stores  have:  an  adequate  space  for  displaying  these  goods.  The  need 
for  width  is  so  great  in  such  a  department  that  one  l>ig  New  York  store  omitted  one  row  of 
pillars  down  the  centre  in  order  to  give  greater  space  for  showing  rugs  on  the  floor. 

In  the  Smyth  store  the  rugs  are  also  hung  high  up  along  one  wall  and  also  folded  in  cir- 
cular  shape  and  stood  up  in  a  row  down  (he  centre.  A  few  hang  from  the  ceiling,  a  lofty 
position  I  icing  still  allowed  to  rugs  where  such  a  high  overhead,  made  of  display  has  been 
banished  from  nearly  every  other  department  of  a  dry  goods  store. 

The  department  contains,  in  addition,  carpets,  curtains  and  wall  paper.  The  selling  of 
the  Lasl  is  much  facilitated  by  a  large  rack  with  leaves  like  a  great  1 k  on  which  the  paper- 
are  stretched.  On  these  the  customer  can  see  the  goods  as  they  look  on  the  wall,  and  as  the 
price  is  clearly  marked  on  each  sample,  a  choice  is  often  made  on  busy  days  by  the  time  the 
clerk  comes  up. 

Curtain.-  and  nigs  are  displayed  also  on  the  ground  floor,  and  serve  an  ornamental  as  well 
as  selling  purpose. 


Some    Novelties. 

Tti  smaller  rugs  there  are  some  shown 
of  Scotch  wool  and  others  in  which  the 
wool  is  used  in  combination  with  the 
cocoa  fibre.  Another  seasonable  rug  for 
outdoor  use  is  made  "f  jute  with  a  brush 
finish. 

I '.nt  in  the  stores  which  cater  to  the 
high  class  trade  it  is  not  always  a  de- 
mand for  mattings  for  the  Rummer  cot- 
tage that  is  met.  Willi  wealthy  visitors 
to    the    resorts    there    is    often    a    desire 

tc  furnish  the  temporary  home  as  lav- 
ishly  as   the    Winter    residence.        This 

means  a  demand    for  more  expen-ive  ami 

elaborate  furnishings  and  a  call  upon 
the  regular  stock-  of  Oriental  ruga,  to 
be  used   as  appropriate  floor  coverings, 

However,   this  is   the   unusual    in   the   fur- 
nishings   business    and    will    not     he    con 
red    a-  a    factor  in    mosl    depart  ment-. 


Fawn  and  Browns 

Most  Popular  Colors  in  Rugs — 
Greens  Still  Weakening  — 
Prices  Quite  Firm. 

THE  trend  in  carpet  prices,  like  that 
of  woolens  is  upward  and  it  is  more 
than  probable  that  the  firmness  in 
price  of  the  latter  commodity  is  more  or 
less  responsible  for  the  advance  of  the 
other.  At  any  rate  since  last  year  an 
increase  in  values  has  taken  place  which 
has  been  variously  estimated,  hut  may 
he  placed  at   about   five  per  cent. 

In  spit,,  of  ihi-  it  appears  that  the  re- 
tail merchants  continue  to  buy  better  and 
better  Stuff  all  the  time  ami  most  lions, « 
report    hiisiness    during   the    pa-t    J  ea  r    to 

ha>  e  i-een  very  fair. 
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With  regard  to  the  goods  themselves 
the  body  carpel  is  declared  on  all  hands 
to  be  almost  dead. 

For  the  Fall.  Oriental  patterns  are  very 
strong,  especially  in  the  better  quality 
iroods. 

With  regard  to  colorings  most  agree 
that  brown,  tan  and  the  different  shades 
of  fawn  have  the  right  of  way.  or  rather, 
seeing  that  we  are  speaking  of  carpets  it 
would  be  better  to  say  that  these  colors 
have  the  floor,  and  according  to  quite  a 
number,  green,  which  formerly  was  very 
strong,  has  dropped  off  considerably  in 
popular  favor  the  last   few  months. 

In  linoleums  the  lighter  colorings  have 
the  run  and  buyers  are  going  strongly 
after  hardwood  block  and  stripe  effects, 
as  well  as  the  floral  patterns. 
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Children  »f  Grown-Ups 

INSIST  ON  CREX 

CREX  is  a  by-word  in  hundreds  of  thousands 
of  American  homes.     CREX   twisted   wire- 
grass  floor  coverings  are  known  towomen 
and  men  in  every  walk  of  life. 

Children   have  rolled   about    and    played    on    the    smooth, 

delightful  surface  of  CREX  for  so  many  years  that    even 

they    now    look   for    and   spell  the   name  CREX — which 

is  woven  in  the  binding  of  every  CREX   rug — when 

grass  rugs  come  into  the  home. 


There's  a  Vast  Difference 


Imitations  made  of  light-weight  prairie  grass  or 
those   cheap,  coarse    straw   rugs    from    unhealthy 
Asiatic    countries  will  never  take   the  place   of   good 
old  tried-out-and-not-found-wanting  CREX.     CREX  de- 
pendability has  been  too  long  established. 

You  don't  have  to  "talk"  CREX— it  sells  itself. 

CREX  is  always  in  the  "front  row"  in  the  stores  of  the  BIGGEST 
and  BEST  carpet  dealers.     ARE  YOU  ONE  OF  THEM  ? 

While  we  are  flattered  by  imitations  we  will  not  have  the  public  deceived  by  sub- 
stitution.   The  name  CREX  in  the  side  binding  is  a  protection  to  you— your  custo- 
mers and  to  the  people  who  have  invested  millions  of  dollars  to  make  CREX  what  it  is 
and  to  maintain  itsgHIGH  STANDARD. 

1914  color  catalogue  on  request 
Price  lists  from  jobbers 


Crex  Carpet  Company, 


212  FIFTH  AVE. 

Dept.  5 

NEW  YORK 


Hudson  Seal  and  Wolf  Strong 

Latter  Shows  Evidence  of  Being  Very  Popular 
Next  Season  —  Long-Haired  Furs  for  Sets  — 
Flare  in  Coat  and  Length  is  Shorter. 


MONTREAL,  June  2,  (Special.)— 
As  the  selling  season  advances 
and  reports  are  received  from 
travelers,  manufacturers  are  able  to 
judge  pretty  well  regarding  the  trend 
of  the  demand  for  next  season.  The 
manufacturers  started  in  this  season 
with  a  rather  unsettled  feeling,  owing 
to  the  fact  that  last  Winter  had  been 
pretty  mild  and  in  many  cases,  fairly 
heavy  stocks  had  to  be  carried  over. 
The  sales  made  thus  far.  however,  are 
considered  very  satisfactory,  and  a  more 
optimistic  feeling  prevails. 

Theatre   Garments. 

The  tendency  this  season  seems  very 
marked  for  shorter  garments,  lengths  of 
.'!(>,  40  and  45  inches  seem  to  be  the  must 
popular.  Almost  without  exception  the 
coats  are  made  with  loose  backs,  and 
the  kimono  or  semi-kimono  sleeve.  Where 
some  people  do  not  fancy  the  kimono 
sleeves,  a  modified  form  is  provided  in 
the  semi-komono,  which  is  a  loose-fitting 
style  which  gives  ease  and  comfort  to 
the  wearer,  and  at  the  same  time  has 
t lie  stylish  appearance  called  for  in  the 
present    vogue. 

Modified    Shawl    Collar. 

The  shawl  collars  are  still  well  thought 
of,  though  preference  is  shown  in  many 
instances  for  the  Dutch  or  sailor  collar, 
and  for  a  modified  form  <d'  the  shawl 
collar  with  points,  which  give  it  the 
appearance  of  a  square  collar  when  but- 
toned  up  closely  at  the  neck. 

The  linings  mostly  favored  this  year 
are  high  colored,  soft  silk  brocades  and 
watered  moires.  The  latter  have  been 
coming  into  prominence  recently  and 
divide  the  popularity  with  the  brocades. 

Hudson  seal  seems  to  be  particularly 
good  tins  year  and  one  manufacturer 
predicted    thai    Hudson    Seal   and    wolf 

would   be   the  best   Belling   furs  next   sea- 
son       He    stated    that    Persian    lamb    was 

b      i  rongrj  as  in  the  pas!  year 
ni    i  u  o,    bul    on    accounl    of    i  he    lower 

I  ludson     seal     was     pro\  in-     \  |  r\ 
popular    and    all     hum-haired     furs     were 

h  desired,  especially  for  Bets. 


Balmacaan   Style   in    Vogue. 

The  craze  for  the  Balmacaan  style 
seems  to  be  extending  to  the  furs 
and  a  very  attractive  garment  of  Hud- 
son seal  is  shown  in  this  fur.  It  has 
kimono  sleeves,  large  outside  pockets 
with  flaps,  and  a  belt  across  the  back, 
secured  with  two  large  fur-covered  but- 
tons. It  is  in  "full"  effect,  like  the 
regular  Balmacaan  coat  and  has  a  very 
smart    and    mannish    appearance. 

A  lot  of  coats  this  year  are  being 
trimmed  with  ermine,  chinchilla  squir- 
rel, and  Alaska  sable.  Some  very  pretty 
effects  are  shown  with  these  trimmings. 

Most  Have  a  Flare. 

Except  for  the  balmacaan  style,  which 
is  finished  off  with  a  square  front,  most 


FURS  FOR  FALL. 

Garments  shorter. 

Coats  with  loose    backs  and 
kimono  or  semi-kimono  sleeve. 

Modified  shawl  collar. 

High-colored  linings. 

Hudson  seal     and     wolf  the 
favorites. 

Balmacaan  influence  felt  in 
cut  of  coats. 

Others   have   rounded   fronts 
with  flare. 

Mink  stronger  than  ever  for 

sets. 

Wolf    replacing    black    fox, 
niring  to  high  pna  . 

Muffs  of  largt  bolsti  r  typt . 


other  styles  of  coats  have  the  rounded 
front  and  more  of  less  of  a  llare.  though 
some  are  shown  still  with  the  hobble  ef- 
fect and  are  said  to  be  in  good  demand. 
The    city    trade    will    no    doubt     take    to 

some  of  the  more  extreme  fashions,  bul 
for  the  country  trade  and  for  towns 
of  moderate  proportions,  the  Lines  <>f  the 

garment     will    QOi     show    B    very    marked 

change  from  la  si  season. 

Mink    Marmot    Coat. 

Vmong   the  samples  of  one  manufac- 
turer   veiled    was    a    mink    marmot    coat 
about    15   Inches   long,   made   up   in   the 
straighl  bark  Btyle,  semi-kimono  Bleevea 
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and  sailor  collar.  This  was  very  prettily 
marked  with  streaks  of  dark  and  litrbt 
fur  in  much  the  same  manner  as  a  high 
class  mink.  A  border  of  fur  ran  around 
the  entire  garment  and  gave  a  very 
pretty  effect. 

While  some  pony  coats  are  being  sold 
this  year,  it  is  stated  that  they  are  not 
so  good  as  in  former  seasons  and  that 
blacks  do  not  seem  to  be  as  popular 
as  browns.  Some  caraculs — a  flat  curled 
astrachan,  having  somewhat  the  effect  of 
a  broad-tail  Persian — are  much  fancied. 
A  black  Persian  lamb  coat.  36  to  45 
inches  in  length,  with  a  pronounced 
flare,  was  reported  to  be  taking  well  in 
some  districts. 

Long-haired   Furs   for    Sets. 

For  sets,  mink  is  reported  to  be 
stronger  than  ever  this  year,  and  wolf, 
especially  in  black,  natural  and  blue,  is 
in  particularly  high  favor.  Red  fox.  na- 
tural Australian  opossum,  or  Adelaide 
chinchilla,  are  also  reported  irood  for 
sets.  In  fact,  everything  for  sets  this 
year  seems  to  he  in  the  long-haired  furs. 
On  account  of  the  high  price  of  black 
fox,  wolf  is  taking  its  place  to  a  very 
large  extent.  Blue  fox  is  reported  to  be 
coming  in  and  is  meeting  with  consider- 
able approval. 

Large   Bolster  Muffs. 

The  muffs  shown  are  nearly  all  of  the 
large  bolster  type,  and  are  made  with 
heads  and  tails.  There  seems  to  be  a 
fancy  for  following  the  animal  style 
and  showing  heads  and  tails,  not  only 
in  the  muff,  but  also  in  the  neck  pi 
where  long-haired  furs  are  used.  Not  so 
many  ornaments  are  seen  this  year,  and 
in  fact  some  manufacturers  >tate  that 
they  are  now  a  dead  letter.  The  long 
scarfs  or  stoles  seem  still  to  be  popular 
and  one  very  pretty  set  seen  was  of 
Hudson  seal,  with  three  large  ermine 
buttons  running  diagonally  across  the 
front  of  the  muff,  and  a  stole  with  one 
large    ermine    button    at    each    end.       P   c 

effect  of  the  white  against  the  black  was 
mosl    attractive.       Some 

muffs  are  also  said  to  be  well  thou- 

and  many  of  the  muffs  own  with 

^i!k  shirred  ends. 

While  it  is  possible  that  the  trend 
may  develop   to   a   larger  extent    for  the 

flare   type   of   coats    when    the   Borting 
season    comes    around    in    the    Fall,    it 
seems  to  be  pretty  well  established  that 
the  bulk  of  the  dema'-fi  for  staph 
ol  it .x — t .  i-  ptvm   v."  decided  now. 


CANADIAN    FUR    TRADE 


Dry  Goods  Review 


F  you  are  visiting  Europe 
for  the  Fall  and  require  the 
newest  designs  in 

Fur  Models 

as  well  as 

Good  Selling  Lines 

you  will  find   no  finer  range  than 
that  shown  by  us  at 

14  &  16  Great  Portland  St. 
LONDON,  W. 

D.  F.  Cocks  &  Co.,  Ltd. 

Factories : 
Devon  House,  Great  Portland  St.,  and  Walthamstowe,  N.E. 
London,  Eng. 


IT  WILL  PAY  BUYERS 

to  purchase  their  wants  from  manufacturers  and  wholesalers  advertis- 
ing in  the  "Review."  They  represent  the  good  houses  in  their  parti- 
cular line. 

Progressive  manufacturers  usually  have  the  best  values.  Progressive 
manufacturers  advertise. 


TWO   CENTS   PER   WORD 

You  can  talk  across  the  continent  for  two  cents  per  word  with  a  WANT  AD.  in  this  paper 
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I>nj  Goods  Hi  in  a 


KKADY-TU-WEAR     GARM  E  N  T  S 


What   the    Princess  and  Others  Wore  at  the   Woodbine 


Top  row  from  left  to  right. —  (1)  Cape  coal  of  checked  and  plain  velour.  The  hat  is  a  tiny  toque 
of  hair  lace  ribbon  and  paradise;  (2)  Separate  skirt  of  taffeta  buttoned  up  the  front  with  tiny  buttons, 
Blouse  nt'  white  crepe  do  chine.  Cape  of  blue  broadcloth  with  collar  of  Soman  Btripe  and  lining  of  coral 
pink.    Small  sailor  hat ;   (3)    Dolmanlike  wrap  of  corded  silk  with  collar  and  band  of  fui  hat  trimmed  with 

mixed    flowers   and    tulle ;    (4)    Costume    of    taffeta    and    metal   brocade   showing  the   now   set  in   sleeve  and  tunic 

fulled  on  to  a  deep  yoke.  Note  the  net  pleatings  at  the  neck  and  sleeves,  and  the  mesh  bag  and  Bilvei 
vanity  case;  (5)  Watteau  hat  with  velvel  crown  and  rose  on  brim  (6)  Plateau  hat  of  tulle  laco  and  i 
dress  of  taffeta  and  net  cut  very  Low  at  the  neck,  Cape  of  satin  with  brilliant  colored  lining;  (7  Tail 
ored  suit  of  navy  gabardine  and  black  taffeta.  Note  the  cul  of  the  coat,  the  Bet-in  pocket  on  the  breast  and 
tin1  tight  Bleevee  set  into  the  small  arm  lode.  Varnished  straw  Bailor  trimmed  with  corded  silk  ribbon  and 
paradise  plume. 

Second  section,  left  to  right. —  (1)  Gown  of  taffeta  with  puffed  tunic  with  shirred  yoke  trimmed  with  a 
nohe.  The  sleeve  is  Bet  in  and  finishes  with  a  puff  of  silk  and  net.  Watteau  hat  trimmed  with  velvet  ribbon 
and  flowers.  Note  the  fancj  bag  carried  on  the  wrist;  (2)  Gown  of  beng&line  with  girdle  and  collar  o( 
fancy    printed   silk.     Toque   of   hemp,   trimmed   with  fancj   feather  effect 

Third  section.     Handsome    Indian   Bhawl  arranged  as  ■  cape.     Bailoi   hat   with  ostrich  quill. 

Fourth  section.-  The  Princess  Patricia,  wearing  a  dress  of  black  satin  and  Dolman  coat  of  white  cord 
silk  beautifully  embroidered.  Her  hat  is  of  black  velvet  with  white  plume.  Note  the  double  row  of  pearls 
won  around  the  throat,  and  the  ostrich  ruche. 


READY-TO-WEAR 


Fashions  Set  by  Woodbine  with  Royal  Guests 

White  Was  First  Favorite — Much  Black  and  Dark  Blue  Worn 
— Flounced  Dresses  of  Taffeta  and  Lace,  Long  Tunics  and  1880 
Polonaise  Styles  With  Accordion-Pleated  Skirts  —  Many  Capes 
and  Cape  Coats — Much  Plumage  on  the  Hats. 


FAVORED  by  cloudless,  hot 
days,  the  Spring'  racing  sea- 
son at  the  Woodbine  has 
formed  the  setting  for  a  won- 
drous display  of  lovely  gowns.  It 
lias  often  been  the  contention  tbat 
the  importance  of  Paris  as  the 
fashion  centre  of  the  world  hinges 
to  a  very  appreciable  extent  on 
the  great  gathering  of  smart 
people  at  the  races.  It  is  here 
that  the  majority  of  the  new  fash- 
ions are  launched,  and  here  that  new 
colors  and  new  fabrics  that  later  are  to 
be  universally  worn  first  attract  atten- 
tion. 

In  a  more  modified  way  the  Woodbine 
races  play  a  similar  part  and  many  are 
the  new  fashions  that  have  had  their 
first  introduction  in  Canada  on  the  lawn 
before  the  grand  stand.  For  this  rea- 
son the  Woodbine  races  are  of  import- 
ance to  the  whole  of  the  Canadian  dry 
goods  trade. 

Toronto  women  always  save  their 
smartest  gowns  for  the  race  week,  and 
the  wealth  that  has  come  to  so  many  in 
the  last  decade  is  reflected  in  the  grow- 
ing number  of  Paris  gowns  that  were  in 
many  cases  selected  by  their  wearers  in 
that  gay  centre  specially  to  wear  at  the 
Woodbine  races.  These  gowns  are  not 
of  the  usual  mannequin  class,  but  reflect 
the  quiet  elegance  of  the  true  Parisienne. 

Impression  of  Blacks  and  Blues. 

At  the  first  glance  many  of  the  best 
dressed  women  looked  somber  —  there 
were  black  gowns,  black  wraps  and  black 
hats  everywhere,  and  if  it  was  not  black 
that  was  worn  it  was  blue.  Presently, 
however,  it  dawned  upon  you  that  much 
white  was  worn  and  that  many  of  the 
very  smartest  gowns  were  white,  and 
that  the  all  white  costumes  were  among 
the  most  effective  worn. 

But  mingled  with  the  black  and  white 
were  touches  of  green,  gold  and  rose  for 
there  were  many  lovely  gowns  in  bril- 
liant color. 


Mourning  for  Duke  of  Argyll. 

The  state  mourning  for  the  Duke  of 
Argyll  accounted  for  the  fact  that  H. 
R.H.  the  Duchess  of  Connaught  and  H. 
R.H.  the  Princess  Patricia  wore  only 
black  and  white  and  soft  greys  and 
violets  during  their  Toronto  visit.  On 
the  opening  day  of  the  races  the 
Duchess  wore  grey  and  the  Princess  ap- 
peared in  a  lovely  white  embroidered 
gown  relieved  with  black  and  wearing  a 
black  velvet   sailor  lined  with   white. 

Pantalette  Frills. 

The  varied  sources  from  which  Dame 
Fashion  is  culling  her  ideas  now  were 
well  illustrated  in  the  Woodbine  gowns. 
Many  adopted  the  flounced  gowns  of 
1830  brought  up  to  date  for  1914,  and 
one  of  these  ladies  actually  wore  the 
frou  frou  lace  frills  that  replace  the 
pantalettes  of  our  great  grandmother's 
day.  This  gown  was  of  blue  taffeta  with 
a  quaint  tight  little  waist  and  long  full 
tunic  to  the  ankles,  beneath  which  was  a 
plain  tight  skirt  and  the  pantalette 
frills  as  a  finish. 

The  1880  polonaise  with  tiny  buttons 
down  the  front  from  chin  to  knee,  and 
with  low  placed  shirred  drapery  finish- 
ing at  the  back  with  a  large  crush  bow 
and  with  the  single  or  double  skirt  of  ac- 
cordion -pleated  flounces  was  another 
late  of  Paris  style. 

Many  of  these  dresses  had  the  open 
neck  finished  by  frills  of  lace.  Some  of 
these  polonaise  affairs  were  worn  over 
very  tight  skirts — so  tight  that  how  the 
wearer  walked  was  a  matter  of  specu- 
lation. 
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Then  there  were  taffeta  dresses  that 
were  be-flounced  and  be-frilled.  some  of 
which  might  have  been  worn  by  Dolly 
Vardon  herself.  One  of  these  gowns  had 
gay  little  nosegays  on  a  pale  blue  ground 
for  the  smart  little  jacket.  This  was 
worn  with  a  flounced  lace  skirt  and  the 
Watteau  hat  was  trimmed  with  blue 
velvet  ribbon  and  pink  roses. 

One  of  the  most  exquisite  dresses  was 
of  coral  pink  eharmeuse  with  a  wide 
girdle  with  large  bow  of  taupe.  With 
this  was  worn  a  taupe  plaque  of  varnish- 
ed straw  trimmed  with  ribbon  and  a 
single  pink  rose.  Even  more  remarkable 
than  the  gown  was  the  cape  that  went 
with  it  of  satin  in  a  beautiful  dull  shade 
of  blue  with  a  large  single  flower  pattern 
in   Martine  colors. 

Many  Varieties  of  Cape  Coat. 

This  was  only  one  of  the  many  capes 
that  were  worn,  and  there  were  numer- 
ous models  that  were  hard  to  place  as 
they  were  of  the  cape  coat  variety.  Many 
of  these  capes  were  white,  silk,  satin 
and  broadcloth  being  all  used.  A  lovely 
white  silk  cape  was  worn  over  a  white 
taffeta  gown,  and  one  dress  of  white 
broadcloth  had  a  satin-lined  cape  to 
match. 

Among  the  many  black  and  white  crea- 
tions was  a  three-tiered  skirt  of  black 
and  white  taffeta  with  the  selvedge 
forming  the  edge  of  the  frills.  Another 
lovely  black  and  white  costume  was  of 
eharmeuse  with  tunic  and  waist  of  black 
Chantilly  and  with  the  white  satin  hat 
trimmed  with  water-lilies.  Another  lady 
(Continued  on  page  82.) 


Capes  and  Cape  Coats  in  Favor  for  Fall 

Many   Manufacturers   Featuring  Them  in  New   Lines         Much 
Doubt  as  to  Length  of  Pall  Coats — Pur  Fabrics  in  Pine  Effects 

— Lizard  Skin  the  Latest — Flare  to  Skirts. 


si  iii   C  irresi lent. 


Sport  'a  coat  of  blue  k()"  mi'- 

MONTREAL,  June  2  (Special). 
The   range   of  Fall   samples  of 

coats,    -nits    ;iik1    skirts    as    pre- 

I  ared   1>>    Canadian      manufacturers,   is 

i<>\\     about     complete    and     in     must     in- 

Htances  salesmen  report  thai  the  new 
styles  arc  meeting  with  a  favorable  re- 
ception by  the  buyers.  Though  there 
may  be  Borne  variation  of  the  models 
as  ti"\v  made  up,  it  seems  pretty  well 
red  that  the  Btyles  "ill  nol  be 
changed   materially.       Generall}    speak 


ing  the  Fall  range  is  much  more  attrac- 
tive than  was  the  case  last  year. 
Capes  Will  be  Strong. 

In  coats,  capes  and  cape  coats  are 
prominently  featured,  and  it  is  confid- 
ently predicted  that  they  will  be  very 
strong  dor  Pall.  Capes  were  shown  last 
Pall  m  Paris,  then  New  York  adopted 
them,  and  Canada  followed  for  late 
Spring  and  Summer  models  are  being 
displayed  in  the  higher  class  stores  at 
i lie  present  time.  In  the  Fall  range  of 
several  manufacturers  of  high-grade 
garments  capes  and  cape  coats  are 
shown  in  a  large  variety  of  designs  and  in 
all  lengths.  When  they  were  first  shown 
buyers  were  a  little  dubious  about  tak- 
; "_r  up  the  new  eape  effects,  but  since 
the  first  shock  of  the  pronounced  change 
in  <t  I  •  '  as  worn  off  they  are  viewed 
W  it  h   mure   favor. 

Difficulty  Over  Lengths. 

While  it  is  probable  that  the  three- 
quarter  length  will  be  the  most  popular 
coat  length  for  staple  buying,  it  is  al- 
most impossible  to  fix  the  length  for  the 
more  exclusive  models.  One  manufac- 
turer voiced  the  opinion  that  it  was  a 
meat  mistake  for  manufacturers  to  try- 
to  regulate  the  lengths.  It  was  much 
better,  he  contended,  to  leave  the  length 
optional  with  the  buyers  and  have  vary- 
ing lengths  so  as  to  lend  variety  to  the 
assortment  to  be  shown.  For  his  part, 
he  said,  he  would  not  think  of  making 
coats  of  any  stated  length,  but  had  them 
ranging  from  short  waist  dimensions  to 
Ixdow  the  knee.  It  was  impossible  to 
make  women's  garments  on  stated  lines 
such  as  could  lie  practised  for  men's 
clothes. 

In  materials,  two-tone  chinchillas, 
srolf-backs  in  plaid  effects  and  fur  fab- 
rics are  very  good.  Many  coats  are 
shown  in  fur  fabric  with  real  fur  trim- 
ming. The  fur  fabrics  are  constantly 
improving  in   appearance  ami   some   very 

line  effects  are  now  offered.  The  new- 
est finish  of  this  kind  is  "lizard  skin." 
This     i^     a     Bilk-faced     material,    and     is 

rather     expensive,     but  is  likelj    to  be 

popular  for  exclusive  trade.  Tiger  and 
leopard  skin.  Civet  cat.  squirrel,  chin- 
i  I, ilia.  Coney,  broad-tail  and  sealskins 
are  to  be  Been  in   the   Pall  assortment. 

Moire     velvets    and     plushes,    duvetyn 
(loth   and  a   variety  of  novelty  plush  ef- 
fects   are    used.      Plaids    and    check    mix- 
tures   are   shown    in    sports   coats. 
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Set-in   Sleeve. 
For  linu  gs,  I  and  Japanese  de- 

signs in  printed     silks     ai  dered 

very  good,  also  moire  -ilk-.     Nearly  all 

the  models  show  the  set-in  sleeve,  ex- 
cept for  some  of  the  cape  coats.  The 
kimono  sleeve  seems  to  have  had  its  day. 
For  skirt-  the  Hare  i-  to  he  "the 
thing."  It  was  the  need  for  freedom 
in  walking  that  brought  the  slit  skirt 
into  prominence,  and  it  is  altogether 
likely  that  the  comfort  of  the  flare 
skirt  will  make  it  a  very  popular  gar- 
ment.  The  models  being  shown  now 
are  close-fitting  to  the  knee  with  a  flare 
below.  Some  have  an  over-skirt  effect 
and  others  show  a  slight  pleatin?.  Ro- 
man stripes  and  pencil  stripe  effects  are 
predicted   as  the   best   material?. 

■2 

WASH  SUITS. 

STYLES  are  certainly  changing  with 
wonderful  rapidity  nowadaws.  The 
latest  change  consists  in  the  return  of 
the  wash  suit.  Smart  wash  suits  of 
linen  and  cotton  crepe  are  showing  for 
mid-summer  wear.  The  wash  suit  is  al- 
ways practical  as  it  i-  both  coed  and 
comfortable,  and  a  visit  to  the  tub  when 
soiled  restores  it  to  its  first  fres 
t  repe  and  linen  are  the  favorite  ma- 
te rial-,  hut  there  are  many  smart  models 
shown  made  of  ratine  and  cotton  home- 
spun. 

The  cape  suit  is  the  latest.  The  skirt 
i-  made  with  a  long  flaring  tunic  with  a 
narrow  skirl  underneath,  and  with  a 
cape-like  bolero  with  narrow  shoulders. 
Many  of  these  suits  have  the  tunic  and 
bolero  of  colored  material  with  a 
and  underskirt  of  pique  or  corded  cot- 
ton   in   white. 

Very  striking  and  quite  practical  be- 
cause separable  is  a  suit  with  the  tunic 
and  coat  of  heavy  white  linen  and  the 
vest;  the  collar  of  the  coat  and  the 
underskirt  of  Roman  striped  silk.  ! 
ioned  along  the  same  lines  is  a  suit  of 
white  ratine  combined  with  larce  navy 
and  white  check.  Plain  white  ratine  is 
used  for  the  narrow  vkirt  and  vest  while 
the  tunic  and  vest  arc  made  of  the  plaid. 

A  very  smart  model  has  the  skirt  «\' 
striped  ratine  and  a  Pireetoire  coat  of 
plain  color  matching  the  stripe.  This 
poat  is  short  in  front  barely  reaching  to 
the  waistline  and  is  finished  with  long 
post  ilion   at   the  back. 
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NEW   RANGE 

FOR  SPRING  1915 

READY  FOR  INSPECTION 

JUNE  15th,  1914 


In  this  range  you  will  find  all  the 
newest  ideas  in  regard  to  style  and 
materials  in: 


LADIES',  CHILDREN'S   AND 

INFANTS'  WHITEWEAR. 

CREPE  NOVELTIES 

House  Dresses,  Children's  and  Inlants' 

Dresses 

(Colored  only) 

Kimonos,     Dust  Caps,     Wrappers 

UNDERSKIRTS 


Latest  designs,  newest  materials.  Many  attrac- 
tive novelties  in  underskirts  are  shown  in  this 
range. 
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How    the   White    House    Bride    Looked    in 
Her   Wedding    Gown 


Special  photograph 
of  Miss  Eleanor  Wil- 
son, showing  the  Inf- 
est conception  of  w<  ti- 
ding gowns.  This 
will  be  of  special  in- 
terest to  the  dress 
goods,  accessories  and 
milliner;/  depart 
meats. 


Oown  of  ivory  whiti  satin  trimmed  with  old  paint  lace;  V- 

ahupeil  n, ■eh,  long  mousquetaire  si,,  res  of  tulle;  train  over  thret 
yards  in  length;  cap  effect  bridal  wreath.  Mad,  by  Kurtman, 
New  York. 


SO 


Trousseau  of  the  White  House  Bride 


Compiled  specially  for  The  Review 


T 


HE  wedding 
gown  worn  by 
Miss  Eleanor  R. 
Wilson,  as  shown  on  a 
preceding  page,  is  made 
of    ivory    white     satin 


rlj 


and  trimmed  with  real  old  point  lace. 
This  charming  creation  is  the  principal 
part  of  a  trousseau. 

The  bodice  is  softly  draped  with  satin 
which  crosses  in  front  and  is  brought  to 
a  point  below  the  shoulders,  front  and 
back.  The  V  shaped  neck  is  finished 
with  folds  of  soft  tulle.  The  long  mous- 
quetaire  sleeves  are  made  of  tulle.  The 
real  old  point  lace  is  gracefully  draped 
over  the  right  shoulder  to  the  left  side 
of  the  waist,  and  is  fastened  with  a 
spray  of  orange  blossoms.  The  lace  then 
continues  as  a  border  to  the  long  trans- 
parent tunic  of  tulle  which  graduates  to 
the  side  of  the  skirt  at  the  train.  The 
long  sweeping  train  is  three  and  a  half 
yards  in  length. 

A  cap  effect  bridal  wreath  by  Kurz- 
man,  with  orange  blossoms  and  long 
draped  veil  was  very  effective. 

Much  interest  is  placed  in  the  real 
old  point  lace  used  on  the  gown.  It  is 
a  masterpiece  and  a  work  of  art  in  lace 
making.  Unique  in  design  and  perfect 
in  execution,  it  may  well  be  said  that 
this  famous  art-treasure,  which  is  a  part 
of  a  world-famous  collection,  may  justly 
find  its  place  as  an  antique  in  a  national 
collection. 

Three-piece    Going   Away   Dress. 

This  is  a  three-piece  dress  made  of 
Corbeau  blue  gabardine.  The  coat  is 
made  of  Corbeau  blue  charmeuse  and 
gabardine.  The  front  and  upper  part 
of  back  of  coat  is  made  of  charmeuse. 
The  back  is  gathered  at  collar. 

The  three-quarter  sleeve  of  gabardine 
is  topped  with  the  blue  charmeuse.  Edge 
of  sleeve  is  bound  with  a  flat  black  silk 
braid. 

Soft  girdle  of  gabardine  ending  in 
front  with  oval  charmeuse  buckle. 

The  bodice  is  dark  blue  chiffon  over 
white.  It  has  braided  straps  of  gabar- 
dine over  the  shoulders,  with  twelve 
rows  of  braid  over  belt  of  blue 
gabardine. 


White  organdie  vestee  and  collar 
edged  with  a  rose  and  green  flowered 
narrow  ribbon,  fastened  in  front  by 
three  ribbon  buttons.  Long  blue  sleeves 
ever  white  chiffon  ending  in  a  whide 
cuff  of  16  rows  of  narrow  black  braid. 

The  short  skirt  of  gabardine  with 
three  circular  flounces  starting  at  sides 
of  skirt.  These  are  fastened  at  back 
with  a  strap  of  gabardine  attached  to 
which  are  four  small  black  silk  tassels. 
Between  the  flounces,  Corbeau  char- 
meuse, to  which  they  are  attached,  show- 
ing about  one  inch  of  charmeuse  between 
each  flounce.  Flounces  and  bottom  of 
skirt   edged  with   black  silk  braid. 


MISS  MARGARET  WILSON'S  GOWN 
Blue  Tulle — Maid  of  Honor  Dress. 

Blue  net  bodice  over  blue  Cekay  crepe 
with  band  of  double  hemstitched  net  in 
square  effect.  Opening  at  neck  to  show 
soft  ecru  fine  net  lace  which  forms  high 
collar. 

Sleeve,  made  with  short  puff  and 
ruffle  with  long  pointed  end. 

Skirt  of  blue  crepe  with  overdrapery 
of  double  scalloped  tunics  of  blue  net 
edged  with  narrow  ruffles. 

Narrow  tucks  on  both  hips  of  tunic 
and  narrow  double  ruffles  of  net  at  bot- 
tom of  skirt. 

Belt  of  wide  black  satin  ribbon  with 
painted  -corn   flowers   and   daisies. 

French  bouquet  of  rose  and  blue  flow- 
ers attached  to  left  side  underneath  the 
upper  tunic. 


MRS.  FRANCIS  B.  SAYRE'S  GOWN. 
Salmon  Pink  Tulle — Matron  of  Honor. 

Salmon  pink  net  bodice  over  pink 
Cekay  crepe  with  band  of  double  hem- 
stiched  net  in  square  effect.  Opening  at 
neck  to  show  soft  ecru  fine  net  lace 
which    forms   high   collar. 

Sleeve — made  with  short  puff  and 
ruffle  with  long  pointed  end. 

Skirt  of  salmon  pink  crepe  with  over- 
drapery  of  double  scalloped  tunics  of 
pink  net  edged  with  narrow  ruffles. 

Narrow  tucks  on  both  hips  of  tunic 
and  narrow  double  ruffles  of  net  at  bot- 
tom of  skirt. 

Belt  of  wide  black  satin  ribbon  with 
painted  corn  flowers  and  daisies. 

French  bouquet  of  rose  and  blue  flow- 
ers attached  to  left  side  underneath  the 
upper  tunic. 
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MRS.  WOODROW  WILSON'S  GOWN. 

Champagne    Embroidered    Chiffon    and 

Lace   Gown. 

Champagne  chiffon  bodice;  soft  full 
front  with  lace  full  in  front  to  waist 
line.  Wide  chiffon  revers  and  soft  col- 
lar edge  with  embroidery. 

Sleeves  embroidered  in  fine  beauvais 
embroidery,  relieved  with  touches  of 
cerise  veining  of  lace  on  undersleeve. 

Skirt — Long  tunic  of  champagne  chif- 
fon and  champagne  all-over  fine  net  lace, 
over  underskirt  of  chiffon  and  char- 
meuse. The  chiffon  and  lace  of  the  tunic 
is  joined  by  beauvais  embroidery  accen- 
tuated with  fine  cerise  veining. 

The  tunic  is  longer  front  and  back  and 
graduates  to  both  sides. 

Soft  crushed  belt  of  the  champagne 
chiffon,  relieved  by  a  puff  of  black 
tulle. 
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OPEN-WORK  STOCKINGS. 

Next  to  the  dresses,  the  point  of  inter- 
est for  those  seeking  fashion  pointers 
were  the  feet.  Though  the  slit  has  dis- 
appeared, footwear  is  still  very  much  to 
the  fore.  The  new  skirts  are  quite 
short,  and  therefore  the  feet  and  the 
ankles  are  plainly  seen.  In  hosiery  the 
newest  feature  is  the  reappearance  of 
open-worked  stockings.  This  is  the 
latest  idea  in  Paris,  and  as  all  smart 
hosiery  is  silk  of  the  sheerest  descrip- 
tion, the  effect  can  be  imagined.  These 
stockings  are  hand-worked,  and  threads 
of  gold  or  silver  are  used  freely.  For 
general  wear  very  sheer  silk  hose  to 
match  the  gown  is  the  rule,  and  when 
the  color  permitted,  bronze  shoes  were 
frequently  worn ;  with  the  all-white  cos- 
tume white  shoes  and  white  were  very 
generally  worn.  Shoes  of  patent  kid  or 
patent  calf  in  the  new  colonial  shapes, 
with  fancy  buckles  and  high  Cuban 
Louis  heels,  were  very  generally  chosen. 
Cold  shoes  and  shoes  with  the  quarter 
of  black  and  gold  brocade  were  noted, 
and  also  the  patent  vamp  and  cloth  quar- 
ter. Some  shoes  also  had  colored  heels, 
a  fashion  Mrs.  Vernon  Castle  set  when 
she  was  here  a  few  weeks  ago. 


DRESSES   HUNG   BY   TAPES. 

In  the  ladies'  ready  to  wear  depart- 
ment of  the  Hudson's  Bay  Co.,  Calgary, 
the  wardrobes  are  equipped  with  a 
hanger  made  of  bronze,  from  which 
dresses  are  hung  by  two  tapes,  from  the 
waistline,  doing  away  with  danger  of 
injury  to  lace  or  fine  trimming,  on  the 
bodice. 
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FASHIONS      SET      BY      WOODBINE 
WITH   ROYAL  GUESTS. 

( i  'mil  timed  t'nui)  page  77. ) 
in  this  group  was  wearing  a  cape  of 
vivid  brass  color  over  a  gown  of  black 
taffeta  with  an  accordion  pleated  skirt 
with  a  long  tunic.  The  material  of  the 
cape  was  crepe  chiffon  moire  and  it  had 
ornaments  and  tassels  of  jet.  Many 
navy  blue  capes  and  cape  coats  had 
trimmings  of  Roman  stripe  or  plaid,  and 
many  capes  were  of  either  rose  or  blue 
sal  in    or   broadcloth. 

One  of  the  smartest  dresses  worn  dur- 
ing the  meeting  was  a  puffed  gown  of 
brass  taffeta  worn  with  a  bronze  hat 
with  brass  and  bronze  roses.  The  shoes 
worn  with  this  sown  were  bronze  and 
tlie  stockings  matched  the  gown. 

Gabardine  Much  Favored. 
Even  in  the  days  when  suits  predom- 
inated the  majority  were  of  silken  ma- 
terials and  because  of  this  and  the  very 
dressy  types  of  suits  now  worn  there 
was  an  air  of  smartness  that  is  absent 
from  the  plain  tailored  styles.  The  new 
material  gabardine  was  very  prominent 
and  when  the  suit  was  navy  blue  it  was 
combined  with  black  taffeta.  Corded 
silk  suits,  in  both  black  and  blue,  were 
numerous,  and  moire  suits  in  all  the 
darker  shades  were  well   worn.     A  very 


striking  suit  was  of  green  corduroy 
made  with  a  long  tunic  and  tighl  skirt 

of  Roman  striped  silk  on  a  blue  ground. 
The  collar  and  vest  wa-  of  the  same 
silk. 

Plumage  Galore. 
All  the  hats  worn  were  very  small  and 
the  Bailor  and  the  Watteau  shapes  di- 
vided the  first  place  between  them. 
Really  the  millinery  was  of  minor  im- 
portance: there  was  so  little  thai  was 
new.  Many  woman  wore  paradise  and 
aigrette  so  many  that  one  wonders  as 
to  the  ultimate  success  of  the  numerous 
plumage  hills.  As  a  rule  it  may  be  -aid 
that  the  Watteau  and  plateau  hats  were 
flower  trimmed  while  the  sailor  model- 
sported  winsrs  and  ribbons.  Many  varn- 
ished straws  were  worn  and  the  pure 
white  hat  trimmed  with  pure  white 
wings  met  with  very  general  approval. 

Vest  and  Vest  Girdles. 
Among  so  many  fashions  so  distinct- 
ly feminine  in  type  the  presence  of  the 
vest  and  the  vest  girdle  was  sure  to  be 
singled  out.  There  were  vests  of  all 
kinds,  some  with  shoulder  straps  and  the 
majority  with  tiny  pockets  and  colored 
buttons  to  match.  Many  were  of  Roman 
stripe  and  one  worn  with  a  navy  ga- 
bardine suit  was  of  vivid  red  and  white 
candy  si  ripes. 


Fifth  Avenue  Favorites 

What  Fashionable  People  Arc  Wearing;  in  New 
York — Colored  Tops  and  Quarters  for  Shoes 
and  Pumps  Very  Strong — Men  Wearing  Tan 
Button  Tops  With  Ghinmetal,  Tan  and  Patent — 


Laces  Still  the  Usual  Thing. 


NEW  FORK,  dune  'J  (Special). 
The  styles  and  fashions  before 
they  become  popular  with  the 
trade  in  general  usually  pass  the  test  of 
\'eu  York  opinion,  and  it  is  therefore, 
interesting  to  note  what   is  being   worn 

on    Fifth    Avenue. 

With  women  the  new  last  with  the  re- 
cede toe  and  the  long  slim  shape  is  tak- 
ing well  and  many  colonial  pumps  are 
seen.  The  Cuban-Louis  heel  is  worn 
with   practically  all   high  class  ^liors.  and 

the  leather  is  confined  to  cheapei  grades. 

Patent   leather   is*  almost    the   universal 

material    with    a    '.Teat     variety    of    color 
combination-     in     cloth     and     leather     for 

both  the  shoe-  and  pumpa 

The    popular      -hoe      with    the    Cuban- 

Louis  heid  is  worn  with  different  color 
tops  in  both  welts  and  turn--,  champagne 
buckskin,  Pawn  and  graj  buckskin  and 
plain  colored  doth  tops,  particularly  in 
en. 
The  colonial  pumps  are  in  both  gun 


metal  and  patent.  Ruckles  of  gun  metal. 
rhinestone  and  silver  are  used.  In 
pumps,  too,  the  patent  vamps  are  used 
with  faun  buckskin  quarter  and  patent- 
cox  ered  heel  with  buckles  lined  to  match 
the  quarter;  also  in  dark  gray  buckskin 
quarter  with  patent  leather.  Hum  metal 
is  also  used  with  the  colored  quarters.  A 
pump  of  lighter  construction  is  very 
popular  for  dress  wear.  It  is  made  in 
different  colors  and  styles  of  brocaded 
silk,  also  with  graj  and  faun  buckskin 
quarters    with    tongue   the   same   as   the 

vamp,   a    lighi    strap   being   used    made   of 

the  same  material  to  match  the  quarter; 
plain   quarters  are   also   used    in   black, 

dark    graj    and    faun. 

In  men'-  Oxford S  the  new  narrow 
-hape  with  the  recede  shoe  is  the  popu- 
lar thing,  a    Style  with   perforated   scams 

being  worn  extensively  in  both  the  black 
ami  tan.  Invisible  eyelets  arc  used  al- 
ways with  laces.  An  oxford  without  the 
toe  cap  is  shown  extensively  in  patent, 
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tans  and  'jiinmetal.  but  it  i-  not  being 
much  worn  so  far  although  the  popu- 
larity seem-  to  be  increa-inLr  with  the 
warm  weather.  A  very  plain  oxford  is 
among  the  latest  with  straight  last  and 
medium  wide  toe  and  already  it  is  hav- 
ing   a    good    run. 

Men  on  Fifth  Avenue  arc  wearing  a 
shoe  made  on  the  new  last  with  materials 
of  brown  and  patent  with  brown  cloth 
and  buckskin  tops.  This  has  a  button 
top  but  ill  this  style  only  are  the  but- 
tons seen  with  the  additional  exception 
of  the  smooth-vamped  patent  leather 
shoe  with  cloth  top  which  is  bein?  worn 
a  qreat  deal.  Generally  the  new  shape 
is  seen  with  laces  and  invisible  eyelets 
with  materials  of  dark  tan  and  gun- 
inetal. 

® 

SAVING   BIRDS    OF   PARADISE. 

Birds  of  paradise  may  not  be  hunted 
in  German  New  Guinea  during  the  next 
IS  months,  according  to  an  order  issued 
by  Dr.  Wilhelm  Solf.  Minister  for  the 
Polonies.  In  announcing  this  decision 
in  the  Imperial  Parliament  yesterday. 
Dr.  Rolf  said  he  had  oriirinallv  intended 
to  make  the  prohibition  permanent,  as 
demanded  by  the  Radicals.  He  said  he 
had  ehaneed  his  view  after  receiving  a 
report  from  a  German  expedition  in  the 
interior  of  New  Guinea,  which  said  there 
were  immense  numbers  of  birds  there 
and  that  no  danger  existed  of  their  ex- 
tinction. 


FREE      PHOTOGRAPH      FOR   BABY. 

Aekermann  Rros..  of  Elgin,  Til.,  held 
"Baby  Week"  to  demonstrate  various 
lines  and  promote  business  in  their  In- 
fants' Wear  Department.  During  the 
week,  every  baby  who  was  brought  to 
the  store  bad  its  photoaraph  taken  free 
by  one  of  the  best  pliotosrraphers  in  the 
city.  Each  infant  was  also  made  happy 
by  the  present  of  a  big  toy  balloon  \ 
trained  nurse  was  in  attendance  and  was 
kept  busy  answering  all  sorts  of  ques- 
tions as  to  feedine  and  carinsr  for 
babies, 


RUBBER-LINED  APRON. 
With  the  traveling  season  at  hand 
women  are  looking  everywhere  for  ac- 
cessorias  which  add  to  their  comfort 
when  on  a  train,  a  steamer,  or  in  a  hotel 
which  is  not  completely  equipped  with 
modern  facilities  for  dressing  the  hair 
or  oaring  for  the  complexion.     A  plaid 

silk  apron,  rubber  lined,  and  tilted  with 
pockets  of  various  sizes  ami  shapes,  will 
be  found  most  useful  for  the  summer 
holiday.     It  can  be  tied  around  the  waist 

while  dressing  in  a   Bleeping  car  or  in 

..ne's  cabin.  There  arc  roomy  compart- 
ments for  hairpins,  brush  and  comb,  pots 
of  face  cream  and  half  a  doiCOD  other 
toilet  essentials. 
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A  Quartette  of  Unique  Models 
in  Summer  Waists  for  Immediate 

Delivery 


The  waist  styles  here  shown  —  the 
Balkan,  the  Middy,  and  the  Beau 
Brummel — represent  four  of  our 
Summer  leaders  which  are  holding 
the  centre  of  interest  in  the  ready- 
to-wear  trade  just  now.  These 
unique  models  are  meeting  the 
popular  demand  for  the  trade  for 
attractive,  quick-selling  lines,  and 
are  bringing  daily  repeat  orders. 
They  sell,  and  quickly. 


A  long-distance  call  to-day  will 
bring  a  trial  order  per  return  par- 
cels post  or  express.  Let  us  select 
a  half-dozen  of  our  known  best 
sellers  and  send  them  for  your  ap- 
proval. You  cannot  go  wrong;  if 
they  don't  suit,  send  them  back. 
Prices  are  right. 

Write  also  for  sample  of  our  bath- 
ing suits,  which  will  soon  be  the 
order  of  the  day.  Our  range  is 
exceedingly  attractive. 


Allen  Manufacturing  Co.,  Limited 


Long  Distance 
Phone 

ADELAIDE  966 


103-5-7  Simcoe 
Street 

TORONTO 


1764 

Ladies'  Balkan  Middy 


2012 


Beau  Brummel 


1833  - 

Beau  Brummel" 


li:  < 


1333 


Misses'  Middy 
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Strong  Influence  of  New  Dances  on  Dresses 

Craze  for  the  New  Dances  Growing  Stronger— Dancing  Dresses 

Promise  to  be  a   Hit;   Feature  in   Fall  Selling         Skirt   Not   Much 
Wider  but  Shorter. 


TIE  growing  craze  Eor  dancing  is 
going  to  have  a  strong  influence 
on  Fall  fashions  and  Fall  business. 

Many  of  the  new  dances  are  little  more 
than  just  walking  to  music,  and  anyone 
can  dance  them:  this,  according  to  Mr. 
Vernon  Castle,  is  the  big  secret  of  their 
success.  Of  course,  it  is  not  pretended 
thai  everyone  can  dance  like  the  Castles, 
but  everyone  can  dance  in  some  fashion 
and  get  endless  1'un  out  of  it.  Any 
amusement  that  takes  bold  id'  the  popu- 
lar taste  always  claims  the  attention  of 
fashion,  and  the  sale  of  dancing  dresses, 
and  dresses  made  to  give  enough  free- 
dom in  which  to  dance,  promises  to  be 
very  large  in  the  coming  Fall. 

Mr.  and  Mrs.  Vernon  Castle  when  on 
their  recent  tour  gave  two  exhibitions  of 
dancing  in  Massey  Hall,  Toronto,  and 
so  great  is  the  interest  taken  in  dancing 
that  Massey  Hall  was  filled  to  witness 
both  performances. 

Not  Much  Wider. 

Much  has  been  said  about  wider  skirts 
for  the  coming  season  because  of  the 
increasing  vogue  of  the  new  dances. 
Judging  from  the  majority  of  the  dresses 
worn  by  the  Castles  and  their  pupils,  the 
added  width  is  not  to  be  very  noticeable. 
The  gown  was  shorter  and.  veiling  the 
ankles,  appeared  a  full  draped  rather 
than  a  flounced  underskirt  of  lace  or 
accordion  pleated  shiffon  or  tulle  or 
silk.  Greek  drapery  effects  were  very 
pronounced. 

Mrs.  Castle  evidently  clings  to  the 
skirt  draped  around  the  figure  and  with 
the  slit  in  front.  One  of  the  gowns  she 
wore  was  of  white  satin,  with  a  knee- 
lengtfa  tunic  of  ideal ings  of  tulle,  with  a 
double  row  of  jet  tassels  up  the  front. 
The  waist  of  this  gown  was  of  tulle 
drapery,  held  in  place  by  a  girdle  of 
black  velvet,  witli  straps  of  the  same 
across  the  shoulders.  A  similar  dress 
worn  by  a  member  "I  I  lie  company  had 
the  slash  tilled  in  front  with  llounces  of 
lace,  and  the  knee-lenut  h  tunic  was  com- 
posed  of  pleated   tulle,   with   a    wide  girdlfl 

of  idack  taffeta  silk. 

A    Nile  green   silk   made   with   an   ovcr- 

skiri   edged   with  scalloped  llounces  and 

draw  n  up  in  bustle  effect  at  the  hack 
was  much  admired.  The  narrow  skirt 
was  very  short,  and  slashed  at  the  <ides, 
and  below  and  showing  through  the 
slashes  appeared  a  lovely  full  drapery 
id'  ecm  net  lace.  'flic  same  lace  com- 
posed    the     waist.        All     the    gOWnS     worn 

w.i.   remarkable  For  i  he  I  ranspareni  ua 

till,     of  1  be    in.it. •!  nil    of    the    WaisUS.       Net  , 


Sketch  by  /.'<  i <it  "  .  I  rtist. 


Sufi  finish t  d  satin,  show- 
ing pleated  u< st,  funic  and 

long  8<  t-in  sl<  <  VI  S.    Shown 
In/  Martin  Smith  < '"..  Ltd. 


tulle,    lace,    etc.,    were    used      never    silk. 
One  dress   was  an    1830   model   o\'   How  - 

ered  white  crepe,  with  two  llounces  bound 

with  cherry  red  finishing  the  skirt.  This 
Bounced  skirt  was  gathered  on  to  a  tight 
fitting  basque  with  low  bodice  bertha  and 
puffed  Bleevee  dropped  belofl  the  shoul- 
der. 

This   dreSS   and    the   lovely    white   satin 

and  green    Directoire  dress   Mrs.  Castle 

wore    ill    an    old   fashioned      dance      were 

really    fanoj    gowns,   though    they    both 

show     features    that    are    incorporated    in 

the   new    fashions. 
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EARLY  CLOSING  IN   SIMCOE. 

A  movement  is  on  foot  to  have  the 
stores  in  Simcoe,  Out.,  closed  on  Thurs- 
day afternoons  during  .Tune.  July  and 
August.     Formerly    the   afternoon    was 

onlj  taken  during  the  two  last-named 
months.  So  far  those  interested  in  the 
promotion  of  the  scheme  have  met  with 
agreeable  success  and  have  the  promise 
of  the  dry  goods  men.  butchers,  and  the 
jew  dcrs. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Use  the  Parcel  Post 

and  the  Home  &  JVatts  immed- 
iate-delivery stock  of  Children 's 
and  Girls'  summer  dresses 

to  avoid  loss   of  sales.     If  you  have 
under-estimated  the  amount  of  business 
you  would  do  this  season  in  juvenile 
garments   and   your   stock   is   proving 
inadequate,  we  will  be  glad  to  co-oper- 
ate with  you  through  the  parcel  post 
to  make  sales  that  you  would  otherwise  lose.    We  will  mail  garments  direct 
to  your  customers,  with  invoice  to  you.    We  take  all  responsibility.    Send  an 
open  order  for  a  few  specials  to  brighten  up  your  stock. 

Home  and  Watts,  Limited 

CHILDREN'S  WEAR  SPECIALISTS 

19  Duncan  Street  Toronto 


ReejiF\a  Gloak 
Mfg  Go. 


S^M- 


I 
h 


r  Morytreal 
Garyada. 


AjS/ 


Our  Fall  styles  are  at  your 
service — samples  on  request 

For  a  fine  assortment  of  women's  and  misses'  coats  our  Fall  range  cannot  be 
equalled.     It  presents  a  very  wide  variety  of  styles  and  values  that  leaves  no 
room  for  doubt  as  to  whether  they  will  sell  or  not.     Perfection  garments  are 
well  and  favorably  known. 
Samples  on  request. 

Regina  Cloak  Manufacturing  Co. 

MONTREAL,  CANADA 


Tf  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  in  figure,  strongly 
made  and  finished.  There  are  hundreds 
in  use  in  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Pitting  Forms. 

DALE    and    PEARSALL 

Front  St.  E.,  Toronto 
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Centres  with  Weekly  Half  Holidays  or  Otherwise 

List  of  Ontario  Towns  and  Cities  Showing  Whether  Merchants 
Have  or  Have  Not  Half  Day  Off  in  Week  During  Summer  Months 
— A  Few  Close  Year  Round — Of  Interest  to  Traveler,  Too. 


EACH  year  tins  paper  publishes  a 
list  of  Ontario  towns  and  cities 
where  weekly  half  holidays  are 
or  are  not  observed.  Eaeb  year  the  list 
where  they  are  observed  grows,  demon- 
strating that  the  question  of  rest  and  re- 
creation is  one  of  importance.  Below 
will  be  found  a  large  number  of  centres 
represented;  if  any  towns  where  a  half- 
holiday  is  held  have  been  omitted.  Dry 
Goods  Review  would  be  obliged  to  hear 
Prom   subscribers   in    them: — 

AURORA — Wednesday  afternoon  in 
June,  July  and  August. 

AYLMER — Wednesday  afternoon  in 
June,  July  and  August. 

ALMONTE— No  half  holiday. 

AYR  No  decision  reached  yet.  Gro- 
cers and  dry  goods  merchants  consider- 
ing it. 

A  RNPRIOR— Merchants  do  not  close 
here. 

BELLEVILLE— Half  holiday  Wednes- 
day generally,  during  July  and  August. 

BROCKVILLE.— Not  yet  announced, 
but  will  likely  close  Wednesday  after- 
noons in  July  and  August. 

BOTHWELL—  Wednesday  afternoon 
from  May  to  end  of  September  at  12 
o'clock. 

BURFORD.  —  Wednesday  afternoon 
June,  July  and  August. 

BLIND   RIVER.— No   half  holiday. 

BTNG  INLET.— No   half  holiday. 

BOROAYGEON— No  half  holiday. 

BLENHEIM.— Wednesday  afternoon, 
from  June  17  to  Sept  15. 

BRACEBRIDGE.— No  half  holiday. 

BEAVER/TON.— No  half  holiday. 

BURLINGTON— No  half  holiday. 

BKAMPTON.— No    half    holiday. 

MURK'S  FALLS.— No  decision  ar- 
rived at  yet. 

BERLIN. — Wednesday  afternoon  in 
July  and  August. 

BRUSSELS.— No  half  holiday. 

BOWMANVILLE.— Wednesday  after- 
noon    June.  July  and  August. 

BEAMSvTLLE.     No  half  holiday. 

(ACHE  BAY.— No  half  holiday. 

CANNINGTON.— No  decision  yet. 

OREEMORE.  Talked  of,  bul  no  de- 
cision. 

COBOURG.  Butchers  only  close  her.' 
for  half  holiday. 

COBALT.     No  half  holiday. 

CALEDONIA.  Half  holiday  on 
Thursday   from   1   p.m.  in  June,  duly  and 

\  ugust, 
CLINTON,     No  hair  holiday. 

COMBER,  Thursday  afternoon,  be- 
ginning June  18. 


COCHRANE.— No  weekly  half  holi- 
day. 

CHATHAM.  —  Thursday  afternoons 
during   summer   months. 

CI1ESLEY.— No  half  holiday. 

CAYUGA.— No  half  holiday. 

DESERONTO.  —  Wednesday  after- 
noons during  July  and  August. 

DUNDAS.  —  Wednesday  afternoon, 
from   May  to  September. 

DRUMBO.— No  half  holiday. 

DUNNVILLE.— Wednesday  half  holi- 
day  from  June  17  to  Sept.  16.  , 

DUTTON.— No  half  holiday. 

ENGLEHART.— No   half   holiday. 

ESSEX. — Thursday  afternoon  from 
June  to  first  Thursday  in  September. 

ELMIRA.— No  half  holiday. 

ELORA. — Wednesday  afternoon  dur- 
ing summer  months. 

FERGUS.— Wednesday  at  12  o'clock 
during  June,  July  and  August. 

FINGAL.— No  half  holiday. 

FORD  CITY.— Thursday  afternoons  at 
1  o'clock  during  May,  June,  July,  Aug- 
ust and  September. 

FORT  ERIE.— No  half  holiday. 

Kh'ANKFORD.— No   half  holiday. 

GALT. — Thursday  afternoons  in  July 
and  August. 

GODERICH— Majority  close  Wednes- 
day afternoons,  July  and  August. 

GUELPH— Close  Thursday  afternoon. 
during  July  and  August. 

GEORGETOWN.— No  half  holiday. 

HAGERSVTLLE.  —  Thursday  after- 
noons in  June,  July,  August  and  Septem- 
ber. 

HAMILTON.— Wednesday  afternoons 
during  summer  months. 

HAILEYBURY— No  half  holiday. 

HESPELER.— Wednesday  a  It  ernoons 
from  May  to  August. 

1 1 A  STINGS.— Wednesday  afternoon, 
July  and  August. 

IROQUOIS.— No  half  holiday. 

KEEWATIN.  —  No  decision  yet  ar- 
rived at.  Last  year  closed  Wednesday 
afternoons  in  duly  and  August. 

KINGSTON.  No  general  half  holi- 
day, some  close   Wednesday    afternoon. 

KINdSYILLK.     Thursday     afternoon 

from    May   1    to   Sept.   30. 

KINMOUNT.     No  half  holiday. 

KINCARDINE.     No  half  holiday. 
LAKEFIELD.      Wednesday    afternoon 
duly  and    August,  at    12  o'clock. 

LONDON.    -       Wednerday      afternoon. 

May  to  September. 

[/ORIGINAL.  No  holiday,  early  clos- 
ing t  w  ice  a  week. 

SO 


MKAFORD- Stores  close  Thursday 
afternoon  daring  June,  July  and  August. 

MERRTTON.— Wednesday  afternoon; 
June.  Julv  and  August. 

NTagaKAON-THK-LAKE.  --  Wed- 
nesday afternoon;  July  and  August. 

NIAGARA  FALLS.— Nothing  decided 
yet. 

NORWICH.— Has  not  been  discussed. 

ORANGEVTLLE.— Wednesday  after- 
noon, July  and  August. 

OSHAWA. — Thursday  afternoon  from 
June  to  September. 

OROXO. — No  holiday,  but  closes  early 
every  other  night. 

OTTAWA.— No    holiday. 

PICTON.— Thursday  afternoon,  June, 
Julv   and   August. 

PETERBOROUGH.— Thursday  after- 
noon in  summer  months. 

PLATTSVILLE.— No  holiday. 

PORT  ARTHUR.— No  action  yet;  to 
be  expected  later. 

PORT  DALHOUSIE.— No  holiday. 

PORT   DOVER.— No   holiday. 

PORT  ELGIN.— Thursday  afternoon, 
June,  July  and  August.  Close  six  o'clock 
year  round;  ten  thirty  preceding  holi- 
days. 

PORT  ROWAN.  —  Thursday  after- 
noon; Julv  and  August. 

PORT  STANLEY— No  holiday  on  ac- 
count  of  tourists. 

PRESCOTT.— No  holiday  except  bar- 
bers on  Wednesday  afternoon:  June, 
July  and  August. 

RENFREW.— No  holiday. 

RICHMOND  HILL.— Wednesday  aft- 
ernoon, July  and  August. 

RIPLEY.— No   holiday. 

ROCKLAND.— No  holiday.  Close  at 
(i  p.m.  Tuesdays  and  Fridays,  according 
to  city  by-law. 

ST.  CATHARINES.  toy  Bros.,  A. 
W.  Moore.  Watts  A  Mate.  Ltd..  hard- 
ware dealers,  Wednesday  afternoon. 
June,  July  and  August. 

ST.  MARY'S.— Wednesday  afternoon. 
July  and  August. 

ST.  THOMAS.  Wednesday  afternoon. 
Julv  and  August.  Grocers  and  butchers 
in  May  and  dune  also. 

SARNIA.  No  holiday  and  do  action 
contemplated. 

SCHOMBERG.     No  holiday. 
SIMOOK.     Thursday  afternoon;  June. 
July  and  August. 

SOUTH  PORCUPINE.        No  holiday. 

6.30  p.m.  Wednesday  and  Friday  except 
on  1  ot li  and  15th  of  month,  or  preceding 
a  holiday. 

STAYNER.  No  holiday.  Close  at  6 
p.m.   ezcepl    on   Saturday. 

(Continued   on   page   B8 


^mm^'i^iLu^!^ 


Devices  of  Other  Dry  Goods   Merchants 
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Starting      Free 
Trips  to  Panama. 


A  FREE  trip  to  the  Panama  Exhibition,  accompanied  by  your  wife,  daughter,  mother  or  sis- 
ter, is  offered  by  J.  W.  Foster,  Limited,  of  Vancouver,  B.C.  The  conditions  are  announced 
as  follows:  Every  purchaser  of  clothing  amounting  to  $5.00  will  receive  a  ticket  entitling 
the  holder  to  one  chance  in  the  drawing.  $15.00  worth  of  clothing,  3  tickets;  $25.00  worth  of 
clothing,  5  tickets.  A  ticket  with  every  $5.00  spent  at  Foster's  Clothing  Stores.  The  drawing 
will  be  conducted  under  the  supervision  of  Mr.  Newcombe,  of  the  Vancouver  Daily  Province. 
Drawing  to  take  place  on  the  31st  day  of  January,  1915.  This  is  an  experiment  in  advertising. 
We  have  taken  $400  from  our  yearly  advertising  appropriation  and  feel  confident  this  method 
will  bring  us   increased  sales. 


Five  Blue  Suits 
for  Home  Runs 
of  Ball  Team. 


GOODWINS,  LIMITED,  of  Montreal,  are  running  a  special  ad.  addressed  to  {.he  members  of 
the  Montreal  Baseball  Team.  A  cut  is  run  showing  a  player  beating  the  ball  to  the  plate, 
and  above  it  is  this  wording:  Hit  the  little  joker  for  a  homer  and  wear  an  "office  blue"  suit 
at  our  expense.  We  are  anxious  to  see  two  things  climb.  The  Ball  Team — in  the  race  for  the 
pennant — and  Goodwins  "Office  Blue"  in  popularity.  Here's  a  chance  to  attain  both  ends.  If 
you  boys  hit  the  ball  hard  enough,  five  of  you  will  be  sporting  "Office  Blues"  (the  rest  of  the 
team  will  all  want  them,  too,  when  they  see  yours).  Here's  the  offer  in  plain,  cold  type:  To  the 
first  five  members  of  the  Montreal  Baseball  Team  who,  at  Atwater  Park,  make  a  home  run,  com- 
plying with  the  conditions  printed  hereunder,  Goodwins  Limited  will  present,  absolutely  free,  one 
of  their  splendid  "Office  Blue"  suits  (silk  lined  coat  and  extra  pair  of  trousers)  finished  to 
measure.  The  conditions:  First— There  must  be  one  or  more  men  on  bases  when  the  Home  Bun 
is  made.  Second — No  man  can  win  more  than  one  suit.  Third — This  offer  remains  open  for  the 
season  of  1914,  or  up  to  the  time  that  five  members  of  the  Montreal  Baseball  Team  have  made  a 
home  run  on  Atwater  Park  in  accordance  with  these   conditions. 


Guessing  Num- 
ber of  Pennies 
and  Buttons. 


NEAR   the   main   entrance   of  a   big  store   in  a  northern  lakeport  town  is  a  glass  case  contain- 
ing a  couple   of  bushels  of  bright  new  pennies    and    buttons.      The    money    in    itself    is    an 
attraction  which  is  sure  to  draw  interest,  and  on  the  case  is  a  placard  stating  that  a  valuable 
prize  will  be   given   to   the  person   making  the  guess   nearest   correct   as   to   the   number   of   pennies 
and  buttons  in  the   case.     A  guess  is  allowed  with  each  purchase  over  a  certain  amount. 


Cutting  One 
Dollar  On2  Price 
Each  Hour. 


M 


AKING  a  bargain  offer  against  time  is  one  of  the  latest  sale  novelties  that  has  been  tried 
by  G.  A.  Ramsden,  of  Midland,  Ont.  For  the  Dollar  Day  sale  recently  held  in  that  town, 
Mr.  Ramsden  applied  the  figure  of  the  day  in  the  way  of  an  hourly  reduction.  A  grama- 
phone  was  placed  in  the  window  at  eight  o  'clock  in  the  morning,  with  a  placard  stating  that  the 
price,  $32.50,  would  be  reduced  by  a  dollar  every  hour  until  the  sale  was  made.  The  placard  was 
changed  at  short  intervals  to  show  the  ruling  price.  This  method  has  the  novelty  of  increasing 
interest  by  the  introduction  of  an  element  of  competition  similar  to  that  of  an  auction  sale,  with 
the  price  going  down  instead  of  up.  Early  in  the  afternoon,  when  the  representative  of  The 
Review  left  Midland,  the  instrument  was  still  on  sale,  and  the  price  was  becoming  very  tempt- 
ing, but  many  were  getting  anxious  lest  they  might  hold  off  too  long  and  lose  the  chance  to 
purchase.  A  similar  method  has  been  tried  with  valuable  jewelry  in  a  sale  covering  a  number  of 
days. 


"  International  " 
Sale  of  Silk. 


AN   "International"   sale    of   silk   was   announced  in  the  May-end  portion  of  their  annual  Profit- 
Sharing  Sale,  by  the  Right  House,  Hamilton.     The  idea  behind  the  word  was  that  silks  came 
from  a  great  variety  of  countries,  and  in  the   display  in   the  windows   the  plan   was   carried 
out  by  the  use  of  the  special  flags  of  these  countries. 


Over  100,000  Saw 
Work  of  Art. 


THE  JOHN  MURPHY  CO.,  LTD.,  Montreal,  had  on  exhibition  for  several  weeks  a  famous 
Russian  painting,  entitled  "Choosing  the  Bride,"  from  the  brush  of  Makoffsky.  The  canvas 
measures  17  feet  by  10,  and  was  hung  in  a  special  niche  in  the  second  story  of  their  build- 
ing, and  so  lighted  as  to  bring  out  all  the  wealth  of  color  and  dramatic  expression.  Last  year 
the  firm  showed  another  of  Makoffsky 's  masterpieces,  "The  Russian  Wedding  Feast,"  and  it  was 
stated  that  about  100,000  people  visited  the  store  to  see  the  picture.  This  year  it  was  estimated 
that  even  more  people  took  advantage  of  the  opportunity  to  see  a  great  work  of  art.  Murphy's 
announce  that  they  will  exhibit  annually  one  of  these  great  works  of  art.  As  an  attraction  for  a 
crowd,  it  is  certainly  a  success. 

87 


wwi\&wM»mwmH\>wim!>9A\&Mi)»umu)u 


■aiiuauisSBifflWi'sWimwjiw^^ 


vm  !■  my my n v  n i<  n w  ;m  «»  »»  n n  » n  ri »  n »  n»  n-n 


AMONG    DRY    GOODS    MEN    IN    CANADA 


rtilWl'ffW^l^limT^lff^'ffW^  32  jfE p  au  M : IfiW^Ma^MtiMi^^  iQi  ft  35  55 35 25i2j 


"  .'.  iUi  .Ui  i 


A.  B.  Hames  &  Co.,  Lougheed,  Alta., 
bave  succeeded  -lessen  &  Galloway,  gen- 
eral  merchants. 

J.  E.  Bunch,  Duff,  Sask.,  succeeds  R. 
Watson,  general  merchant. 

The  Overland  Department  Store,  of 
Redcliff,  Alberta,  1ms  been  enlarged  to 
include  an  ice  cream  parlor,  ton  room 
and  parcel  room. 

Tip-Top  Tailoring  Co.,  Toronto,  will 
erect  a  six-storey  warehouse,  75  by  lit) 
foot,  to  cost  $55,000. 

Edward  Roos,  Berlin,  Ont.,  who  for 
many  years  was  engaged  in  manufac- 
turing felt  in  South  Bend,  Indiana,  is 
dead  al  the  age  of  76. 

Garson  Supply  Co.,  Garson,  N.S.,  have 
succeeded  Mrs.  Eades,  general  merchant. 

H.  E.  Manley,  Asquith,  Sask.,  has 
bought  out  the  general  store  of  R. 
Mather  &  Son. 


WANT  BUSINESS  TAX  ABOLISHED. 

Winnipeg,  June  4. —  (Special). — The 
business  tax  was  the  chief  subject  dis- 
cussed at  the  last  meeting  of  the  Winni- 
peg branch  of  the  Retail  Merchants' 
Association.    J.  A.  Banfield  presided. 

Alex.  Munro,  in  describing  the  pres- 
ent system  of  business  tax  as  iniquitous, 
stated  that  six  rental  agents  controlled 
about  three-fourths  of  the  rental  pro- 
perties in  Winnipeg.  He  declared  that 
it  was  outrageous  that  their  business 
tax  should  be  thus  automatically  in- 
creased whenever  these  rental  agents  de- 
cided to  increase  their  rents.  Mr.  Munro 
contended  that  the  business  promises  of 
retail  merchants  should  be  assessed 
from  the  city  hall  according  to  the  as- 
sessment value  of  the  property,  and  not 
at  the  whim  of  any  rental  agent. 

Aid.  Milton  expressed  his  approval  of 
the  lines  on  which  the  association  was 
working  to  got  the  present  inequalities 
remedied.  He  declared  that  the  Board 
of  Control,  while  in  sympathy  with  the 
retail  merchants,  must  be  assured  of 
their  backing,  and  he  urged  every  mer- 
chant to  affiliate  with  the  association 
and    thus    augment    its    strength.         Aid. 

Milton   deprecated   delay  and   reminded 

the    members    that    the    assessment    com- 
missioner   was    now    busily    engaged    in 

preparing  the  assessment   list  for  nexi 

year. 

J.    A.   Banfield.   in    winding  up   the   de- 
hate    expressed    bis    intention    of    taking 
ite    action    in    the    matter,    and    inti 
I    that    the    business    tax    committee 


would  have  a  definite  proposal  to  sub- 
mit at  the  next  meeting. 

There  was  a  marked  divergence  of 
opinion  on  the  advisability  of  indorsing 
a  weekly  half-holiday  for  the  retail 
trade,  those  taking  part  being  chiefly 
grocers,  butchers,  or  bakers.  Some 
members  declared  that  a  weekly  half- 
holiday  was  impracticable  without  a 
compulsory  city  by-law,  while  certain 
members  expressed  their  intention  of 
giving  their  assistants  a  half-holiday  in 
turns.  Other  merchants  preferred  to 
give  their  employees  a  full  week's  holi- 
day during  the  year  instead  of  sundry 
half  days  during  the  summer  months. 
It  was  also  pointed  out  that  civic  holi- 
days which  did  not  coincide  with  the 
weekly  half-holiday  caused  confusion 
among  the  public.  Finally,  a  committee, 
composed  of  W.  J.  Sutherland,  W.  R. 
Milton  and  A.  Gronbach,  was  appointed 
to  consider  the  matter  and  report  at  the 
next  meeting. 

C.  F.  Rannard  was  elected  treasurer. 


CENTRES     WITH    WEEKLY     HALF 
HOLIDAYS     OR     OTHERWISE. 

(Continued    from   page  8b*.) 

STIRLING.— Wednesday  afternoon ; 
July  and   August. 

STOUFFVILLE.— No  holiday.  Close 
at  fi.'SO  p.m.  Monday,  Wednesday  and 
Friday. 

STRATFORD.— No  holiday. 

STRATI  I  ROY.--  Action   contemplated. 

STREETSVILLE.— No    holiday. 

SUDBURY.— No  holiday.  All  stores 
close   not    later   than   7   p.m. 

TILLSONBTJRG.  —  Wednesday  after- 
noon, June,  July  and  August. 

TAMWORTH.     -  Wednesday 

i n.  July  and   August. 

TAVISTOCK.-    No  holiday. 

WAKKWOKTII.      Wednesday 
noon,  June,  July  and   August. 

WATERLOO.     Action     contemplated, 

but    depends    upon    action    in    Berlin.     If 
anything    is    done,    holiday    will    fall    on 

Wednesday  for  summer  months. 

WESTON.  Close  Wednesday  after 
noon    during   summer  months. 

WINGHAM.— Close  Wednesday  after- 
noons in  July  and    August. 

WE5ST  TORONTO.-  Wednesday  aft- 
ernoon the  year  round.  ;i-  a  genera]  rule. 

WINDSOR.  Grocers  and  butchers 
close  Thursday  afternoon  the  year  round. 


after- 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
(or  which  the  editors  ol  the  "  Rtrnw"  do 
not  necessarily  bold  themselves  responsible 


A   HANDSOME   WAREHOUSE. 
The    new    building   of   Messrs.   D.    F. 
Cocks  &   Co.,   Limited,  14  and   16  Great 

Portland  street.  W..  London.  England, 
is  a  fine  example  of  modern  warehouse 
arrangements,  The  building  has  a 
commanding  exterior  with  its  six 
storeys,  all  occupied  by  the  eompany. 
On  the  ground  floor  is  the  showroom  for 
gowns  and  mantles  with  fittings  in  solid 
mahogany.  At  the  rear  of  the  show 
rooms  are  the  stock  room-  where  the 
mannequins  put  on  the  garments  and 
parade  for  the  benefit  of  the  customers. 
The  first  floor  is  devoted  to  furs;  the 
second  to  millinery  feathers.  A  feature 
of  the  firm's  business  are  boas  and 
feather  necklets,  over  100,000  being 
handled  every  year.  These  are  on  the 
floor  above.  Offices  and  stock  and  pack- 
ing rooms  fill  the  rest  of  the  building. 
A  pneumatic  dispatch  tube  system  has 
been  installed.  This  firm  employ  close 
to  one  thousand  hands  at  their  two 
factories. 

@ 

'ROOSTER  BRAND"  AT  MAGOG. 
The  Robert  ('.  Wilkins  Company.  Lim- 
ited, of  Farnham.  Que.,  manufacturers 
of  "Rooster  Brand"  garments,  are  open- 
ing a  new  factory  at  llagog,  Quebec,  for 
the  manufacture  of  overalls  only.  A- 
the  Dominion  Textile  Company's  mill 
at  that  place  will  supply  a  large  portion 
of  the  material  u-ed  they  will  be  in  a 
very  advantageous  position  to  make 
overalls  at  the  lowesl  possible  cost.  Mr. 
Wilkins,  the  president  of  the  company, 
.-tales  that  notwithstanding  the  dull 
times  they  are  overtaxed  with  orders 
and    they   expect    a    big  rush   of  business 

next  Fall  and  are  consequently  prepar- 
ing in  time  to  meet  the  demand  which 
i-  bonnd  to  come  ss  country  merchants 
are  getting  their  stocks  down  very  low. 


WOODSTOCK. 


No  half  holiday. 
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Douglas  K.  Ridout,  Toronto,  has  been 
elected  president   <^f  Murray-Kay   Co. 

Gordon    Brothers,   Hamilton,    had    the 
entire  -lock  of  their  ladies*  tailorit 
tablishmenl  ruined  bv  fire. 
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FOOTWEAR  DEPARTMENT 


Close    Buying   and   Selling   in   Shoe   Staples 

Nineteen  Years  of  Experience  in  the  Shoe  Department  of  a  Big 
Store — Modern  Merchandising  Methods  Showed  Weaknesses — 
Many  Dry  Goods  Stores  Carry  Shoes. 

By  a   Staff  Correspondent. 


SOUND  buying  and  sound  selling 
prices  are  necessary  for  the  success 
of  the  shoe  department — they  form 
the  foundations  upon  which  this  business 
can  best  be  built  up,  in  the  opinion  of 
W.  E.  Preston,  manager  of  the  Play- 
fair-Preston  Company's  department  store 
at  Midland,  Ont.  For  nineteen  years 
there  has  been  a  shoe  department  in  this 
store,  but  it  has  only  been  during  com- 
paratively recent  years  that,  with  the 
application  of  modern  merchandising  me- 
thods, some  weaknesses  of  the  depart- 
ment have  been  discovered  and  changes 
brought  into  effect  which  have  put  it  on 
a  basis  where  it  shows  satisfactory  re- 
turns. 

The  method  by  which  the  buying 
strength  of  the  department  is  estimated 
is  by  taking  daily  record  of  the  sales, 
and  by  keeping  close  check  on  the  mark- 
up percentage,  the  discounts,  and  the 
mark-downs  to  clean  lines,  the  volume 
of  turnover,  etc.  Then  the  policy  of  the 
department  is  to  sell  what  might  be  call- 
ed the  more  staple  lines  at  close  prices. 

As  an  instance  of  the  advantage  of 
selling  certain  lines  at  close  prices,  Mr. 
Preston  refers  to  an  experience  in  the 
department  when  he  was  making  an  in- 
vestigation which  led  him  to  his  present 
policy.  A  line  of  workingmen's  boots 
had  been  put  into  stock  and  the  boots 
were  being  marked  up  at  $2.25,  with  the 
average  percentage  of  the  department. 
Mr.  Preston  suggested  that  in  this  case 
the  price  be  made  $2  as  an  experiment. 
It  was  only  a  short  time  afterwards 
that  an  Italian  laborer  came  in  for  boots 
and  looked  over  the  lines  offered.  When 
he  struck  the  $2  line  he  made  a  pur- 
chase without  comment.  In  Mr.  Pres- 
ton's opinion,  had  the  price  been  the 
quarter  dollar  higher,  there  would  have 
been  a  fight  with  the  salesman  for  the 
reduction,  which  would  have  led  to  a 
dissatisfied  customer,  for  the  Italians  are 
close  buyers  and  nearly  always  ask  for  a 
cut.  That  in  this  case  the  customer  was 
satisfied  with  the  boots  and  the  price 
was  shown  from  the  fact  that  during  the 
same  day  thirteen   Italian   friends  came 


to  make  similar  purchases  and  the  line 
was  pretty  well  cleared  up;  it  was  not 
long  until  there  was  a  repeat  order  ne- 
cessary. 

The  shoe  department  in  the  Playfair- 
Preston  store  carries  9  per  cent,  of  the 
total  stock  of  the  store;  the  department 
pays  8  per  cent,  of  the  store  rent,  and 
is  charged  with  a  percentage  of  the  de- 
livering expense,  fuel,  light,  taxes,  etc. 

Lines  are  carried  at  almost  all  prices, 
with  women's  shoes  up  to  $5  per  pair 
and  men's  up  to  $6.  The  best  sellers  are 
found  to  be  the  four  and  five-dollar  lines. 

Horrell  &  Son,  Midland,  carry  a  big 
stock  of  boots  and  shoes,  10  per  cent, 
of  the  business  of  the  firm  being  in  this 
department.  Mr.  Horrell  states  that 
although  lines  are  carried  up  to  $6,  the 
best  sellers  are  found  to  be  at  $2.25  to  $4 
for  women's  shoes  and  $3  to  $5  for 
men's. 

A  combination  shoe  and  grocery  store 
is  found  in  Collingwood,  kept  by  T.  N. 
Brown;  while  another  unusual  trade 
combination  is  found  in  the     Stephens 


Store  in  the  same  town,  where  on  the 
ground  floor  are  groceries,  shoes,  and 
men's  clothing  and  furnishings,  and  on 
the  second  floor  housefurnishings.  Shoes 
are  also  carried  in  the  store  of  C.  C. 
Begg;  men's  footwear  is  carried  at  the 
men's  store  of  Patterson  &  Ough,  and 
women's  wear  by  Qua  &  Patterson, 
while  Homeford  &  Vernon  have  an  ex- 
clusive shoe  store. 

At  Meaford,  Ont.,  there  are  six  general 
stores,  and  all  of  these  carry  footwear. 
Gray  &  Co.  make  a  specialty  of  men's 
footwear  in  their  men's  wear  store,  be- 
sides general  lines  in  the  general  store; 
and  Rumsey  &  Cartwright,  men's  fur- 
nishers, carry  boots  and  shoes  for  their 
particular  trade. 


1.  Bal  of  gun-metal  calf,  ox  kid  top, 
invisible  eyelets,  no  hopks,  pull  in  place 
of   strap. 

2.  White  nubuck,  trimmed  with  black 
suede. 
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REPAIR   MATERIAL   PRICES. 

Interesting  Schedule  of  Rates  Showing 
Conditions  in  Boston. 
In  Boston  there  is  a  material  differ- 
ence noted  in  the  range  of  prices  charged 
for  shoe  repairs  in  Boston  as  between 
the  repair  men  and  the  high  grade 
stores. 

High  Medium  Shoe 
grade  grade  repair- 
stores  stores      ers. 
Men's  whole  sole  and   heel. $2.00      $1.65      $1.50 
Men's   whole  sole  and   rub- 
ber  heel    2.00        1.75        1.70 

Men's   half  sole  and   heel 1.40        1.25 

Men's  half  sole  and  rubber 

heel     1.50        1.45 

Women's     whole     sole     and 

heel     1.75        1.50        1.25 

Women's     whole     sole     and 

rubber    heel    1.75        1.65        1.45 

Women's  half  sole  and  heel    . . .         1.25        1.00 
Women's  half  sole  and  rub- 
ber heel    1.35        1.20 

Women's  leather   heels 50  .30  .25 

Men's   leather   heels    50  .40  .30 

The  matter  has  been  investigated  by 
the  Boston  Retail  Shoe  Merchants'  As- 
sociation, with  the  result  that  the  fol- 
lowing schedule  of  prices  has  been  re- 
commended to  the  trade: — 

Men's  whole  sole  and   heel    $1.65 

Men's  whole  sole  and   rubber  heel 1.85 

Men's   half  sole  and   heel    1.25 

Men's  half  sole  and   rubber   heel 1.50 

Women's  whole  sole  and  heel 1.50 

Women's   whole   sole   and    rubber   heel 1.65 

Women's   half   sole   and   heel 1.15 

Women's  half  sole  and   rubber  heel 1.26 

Women's    heels    .80 

Men's    heels    .40 

Lowering  heels  on   new  shoes 25 


Dnj  Goods  Revit  u 
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Edmonton   Store   Keeps   Samples   in 

Glass  Cabinets 


THIS  is  a  view  of  the  fine-looking  and  extensive  shoe  department    of    Pennant   Stores, 
Limited,  of  Edmonton,  which  extends  almosl  the  full  length  of  the  building  on  the 
right.     There  are  three  sets  of  shoe  fixtures  lure  as  can  be  seen,  for  men  only.    These 
are  finished  in  oak  and  axe  about  ten  feel  high,  and  the  cartons  containing  the  shoes  are  of 
uniform  appearance. 

There  is  a  feature  in  these  fixtures  that  could  he  introduced  into  every  shoe  Store  with 
profit.  It  is  a  showcase,  built  into  and  projecting  a  little  from  the  fixtures,  and  is  seen  in  the 
photograph  at  the  extreme  right.  There  are  three  of  these  oases.  They  contain  representa- 
tive types  of  shoes  carried   in  slock.   Mack   and    tan.  heavy  and  light. 

Men  often  find  it  difficult  to  state  what  kind  of  a  shoe  they  require;  and  yet  that  is  usually 
the  first  question  a  clerk  asks.  A  glance  at  a  case  like  this  will  determine  what  shoe  he 
requires,  and  it  saves  the  clerk  the  trouble  of  pulling  out  a  dozen  boxes.  Some  customers 
are  so  modest  they  will  often  buy  shoes  they  do  not  like  if  only  shown  a  limited  quantity.  \ 
day  later  they  -how  their  dissatisfaction,  and  become  fad  advertisers.  These  cases  have  glass 
doors,  which  slide  upward,  being  weighted. 

The  settee-  and  fitting  -tools  are  located  near,  so  that  the  customer,  after  choosing  8  -hoe. 
can  be  fitted  at  once.     There  are  three  settee-,    and  three  ca-e-.  allowing  three  clerk-  to  operate 
at  once.    This  department  occupies  considerable  -pace  and.  together  with  the  boys'  shoe  depart 
incut  upstairs,  is  an  importanl  adjunct  to  the  clothing  business 
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Selling,  Rents  and  Turnovers  in  Shoe  Section 

Valuable  Investigation  Being  Conducted  by  Harvard  University 
—  Wide  Discrepancies  Between  Systems  at  Present  in  Use  — 
What  is  Fair  Standard? 


AN  exceedingly  interesting  and 
valuable  investigation  into  the 
system  of  retailing  shoes  is  being 
conducted  by  the  Bureau  of  Business  Re- 
search of  the  Graduate  School  of  Busi- 
ness Administration  of  Harvard  Univer- 
sity for  the  purpose  of  giving  the  busi- 
ness man  scientific  information,  to  aid 
him  in  meeting  and  solving  his  problems 
rather  than  rule  of  thumb  advice. 

In  starting  an  investigation  of  market 
distribution,  the  commodity  selected 
was  shoes,  as  illustrating  practically  all 
the  main  channels  from  maker  to  user. 
There  is  a  fairly  calculable  demand  for 
these  as  a  whole.  The  production  has 
been  fairly  well  standardized,  and  is 
fairly  unfluctuating,  very  different,  for 
example,  in  this  respect  from  the  dis- 
tribution  of   food  products. 

At  the  outset  a  slight  investigation 
served  to  show  the  need  for  establishing 
some  uniform  system  for  retailers,  for 
the  widest  variations  were  manifest. 
Some  reckoned  profits  on  cost;  others  on 
the  selling  price.  Some  charged  salary  for 
their  own  time  and  rent  for  their  own 
stores,  while  others  did  not.  Some 
meant  one  thing  by  selling  expense  and 
some  meant  another. 

The  investigators  decided  in  making 
their  report  to  estimate  all  percentages 
on  the  selling  price  as  the  one  common 
basis  of  comparison.  That  is,  ' '  the  net 
sales  (gross  sales  less  returns  made  by 
customers,  and  allowances  made  to 
them)  is  taken  as  100  per  cent." 

It  should  be  noted  that  so  far  the 
main  replies  have  been  received  from 
fairly  large  cities,  and  it  is  well  known 
percentages  of  cost  are  considerably 
lower  in  the  smaller  places. 

Gross  Profit. 

Gross  profit  so  far  encountered  ranges 
from  20  per  cent,  to  42  per  cent,  of  the 
net  sales,  the  report  declares,  according 
tc  the  grade  of  goods  and  with  almost 
exactly  the  same  number  above  30  per 
cent,  as  below  30  per  cent.  The 
Bureau  is  inclined  to  think 
that  under  present  conditions  the  typical 
sross  profit  of  shoes  retailing  at  or  un- 
der $3.50  will  be  found  to  run  from  23 
per  cent,  to  25  per  cent.,  and  for  those 
retailing  above  that  price  a  percentage 
of  from  30  to  33  is  the  type.  Gross  pro- 
fit as  treated  above  includes  discounts. 

Operating  Expenses. 

Total  operating  expense  so  far  en- 
countered ranges  from  18  per  cent.,  or 
possibly  a  little  less,  to  35  per  cent,  of 


the  net  sales  in  going  concerns.  The 
figures  as  a  whole  centre  about  24  per 
cent.;  that  is,  about  as  many  are  above 
as  below  24  per  cent.,  with  the  operating 
percentages  of  medium  grade  stores 
centering  around  23  and  of  higher  grade 
stores  around  27. 

Freight  and  cartage  is  not  included  in 
the  above  operating  expense  percent- 
ages, as  it  is  deducted  from  the  mer- 
chandise statement.  Nor  is  interest  in- 
cluded, which  is  deducted  from  net 
profit. 

Buying  Expense. 

Few,  it  is  stated,  keep  a  separate  re- 
cord of  buying  expenses.     Those  report- 

SUMMARY  OF  PERCENTAGES. 

A  A 

Common  Possible 

Figure.  Figure. 

Gross  profit,  low  grade. 23-25  — 

„         „       high       „     30-33  — 
*  Operating  expense,  low 

grade    23  20 

Operating    expense,  high 

grade 27  25 

Buying  expense  1.1  1.0 

Sales    force    8  7 

Advertising    2  1.5 

Deliveries    0.6  0.4 

Rent    5.0  3.0 

Interest   2.5  2.0 

Stock  turns    1.8  2.5 

Annual     sales     of     one 
person    $10,000 

•Not     Including     freight     and     cartage     and 

interest. 

ing  showed  a  range  between  0.8  per  cent, 
and  1.8  of  the  net  sales.  The  figures  so 
far  centre  about  1.1  per  cent. 

Salaries  and  Wages  of  Sales  Force. 

The  percentage  of  salaries  and  wages 
of  the  sales  force  has  been  encountered, 
ranging  from  5.0  to  10.3.  Percentages 
as  low  as  4  and  as  high  as  13  have  been 
eliminated  because  of  doubt  of  their  be- 
ing genuinely  comparable,  and  because 
of  insufficient  opportunity  to  verify 
their  accuracy.  There  appears  a  marked 
concentration  of  the  figures  between  7 
per  cent,  and  8  per  cent,  in  cities  of 
more  than  100,000  population.  It  is 
sufficient  indeed  to  point  to  a  standard 
of  7  per  cent.  It  may  be  possible  to  at- 
tain 6  per  cent,  in  cities  of  this  size. 
The  bureau  has  eleven  percentages  run- 
ning between  6  and  7,  but  in  the  light 
of  its  present  knowledge  6  per  cent, 
would  be  very  thoroughly  investigated 
before  being  accepted. 
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Advertising. 

The  cost  of  advertising  runs  as  high 
as  8.  8  per  cent.,  but  the  tendency  is 
t(>  centre  about  2  per  cent. 

Deliveries. 

Delivery  expense  has  been  found  to 
date  ranging  from  practically  0.0  per 
cent,  on  the  lower-priced  stores  to  1.4 
per  cent,  on  the  higher-priced  stores. 
The  figures  of  the  stores  making  deliv- 
eries centre  around  0.6  per  cent.,  with 
a  marked  concentration  between  0.4  per 
cent,  and  0.6  per  cent,  of  the  net  sales. 

Rent. 

This  important  item  has  furnished 
the  greatest  variation  of  all;  namely, 
from  1.8  per  cent,  to  14.6  per  cent,  of 
the  net  sales  in  going  concerns.  Despite 
this  rather  astonishing  range,  a  distinct 
tendency  is  encountered  for  the  figures 
to  centre  about  5  per  cent.,  as  many  he- 
ir, g  above  that  percentage  as  below,  with 
three-fifths  of  them  all  falling  between 
3  per  cent,  and  7  per  cent.  Between  3 
per  cent,  and  4  per  cent,  alone,  however, 
there  is  a  sufficient  concentration  of  per- 
centages to  warrant  the  suggestion  of 
not  only  5  per  cent.,  but  3  per  cent,  as  a 
standard  to  be  aimed  for. 

Interest  on  Capital  Invested. 

The  general  practice  has  been  to 
charge  interest  on  borrowed  capital  only. 
The  Bureau  has  allowed  in  addition,  for 
interest  on  capital  invested,  and  this  has 
been  deducted  from  the  total  net  profit 
tc  secure  the  final  net  profit.  The  figures 
thus  made  up  have  ranged  between  1 
per  cent,  and  7.9,  but  have  centered 
around  2.5. 

Number  of  Stock  Turnovers. 

This  perhaps  most  important  item  of 
all — number  of  stock-turns — has  a  range 
so  far  in  our  data  of  from  1.0  to  3.6 
times.  It  seems  to  centre  about  1.8,  and 
a  sufficient  number  have  stock-turns  of 
2.5  to  warrant  accepting  that  as  a  re- 
alizable standard.  That  is,  a  shoe  store 
has  been  encountered  whose  stock 
turned  over  no  more  than  once  in  a  year, 
and  another  whose  stock  turned  as  many 
as  3.6  times.  The  majority,  however, 
turned  their  stock  more  than  1.8  times, 
but  less  than  2.0  times. 

The  Bureau's  measure  of  stock-turns 
is  obtained  by  dividing  the  average  in- 
ventory into  the  cost  of  goods  sold,  not 
into  the  sales.  Usually  not  more  than 
three  inventories  are  obtainable  in  a 
\  ear  for  an  average,  and  sometimes  not 
(Continued  on  page  93.) 


Heavier    Soles    Needed    for    Colonials? 

Universal  Popularity  of  Line  First  I  >evised  for  Women  of  Fashion 
May  Lead  to  More  Practical  Sole  —  Nubucks  Going  Well  in 
Montreal — Dancing  Pump  With  Band  to  Prevent  Slipping. 

By   a   Staff  Correspondent. 


MONTREAL,  Jun  3.— (Special).— 
Owing  to  the  backward  Spring 
weather,  sales  of  Summer  shoes 
did  not  really  commence  until  the  last 
couple  of  weeks  in  May.  Retailers 
report,  however,  that  there  has  been  a 
good  demand  recently  for  Sea  Island 
ducks  and  white  nubucks,  in  both  high 
and  low  cuts.  As  these  are  entirely  a 
Summer  line,  it  needed  the  warm  weather 
tn  create  a  desire  for  them,  and  though 
the  demand  started  late,  the  indications 
are  that  sales  will  be  pretty  well  up  to 
the  average. 

Heavier  Sales  for  Colonials. 

Colonials  in  plain,  dull  and  patent  lea- 
thers, have  been  by  far  the  most  popular 
Spring  street  shoe  for  city  wear.  This 
style,  originated  for  ladies  of  fashion, 
has  caught  the  popular  fancy,  and  as  a 
result  very  few  Oxfords  have  been  asked 
for  this  season.  Everything  is  Colonials. 
One  shoe  buyer  in  discussing  this  trend 
of  the  trade  said  the  Colonial  was  de- 
signed for  women  of  wealth,  who  had 
little  walking  to  do,  but  who  could  ride 
around  in  their  motors  and  only  used 
their  shoes  when  they  stepped  in  or  out 
of  the  car.  For  this  purpose  they  were 
adequate,  but  a  heavier  sole  was  needed 
if  they  were  to  be  generally  adopted  for 
a  street  shoe.  At  present  most  of  the 
models  have  a  very  light,  thin  sole, 
which,  besides  not  standing  much  wear, 
could  not  be  as  comfortable  as  a  heavier 
sole  would  be.  He  has  found  that  the 
same  type  of  shoe  with  welted  soles  en- 
able the  wearer  to  better  stand  the  heat 
of  the  stone  or  cement  sidewalks  of  the 
city  streets.  Many  women  who  had  tried 
the  lighter  weights  had  been  uiad  to  get 
the  thicker  soles. 

There  is  no  doubt  that  this  style  of 
shoe  is  convenient,  and  it  also  has  a  very 
neat  appearance.  It  may  be  used  with 
any  style  of  costume,  and  it  shows  to 
advantage  the  lighl  and  filmy  hosiery  so 
much    in    VOgue   at    present. 

New  Dancing  Oxford. 
Manufacturers  seem  to  be  vying  with 

one  another  in  getting  Oul  dainty  designs 
that    will    meet    with    the   approval    of   the 

devotees  of  modern  dancing.    Two  new 

models    just    announced   by   one   manufac- 
turer contain  several  points  of  interest. 

line   of   these,    which    is   descrihed     as      a 

dancing  Oxford,  is  a  five-eyelet,  instep- 
lacing  pattern,  with  quarter  cut   low    to 

allow    the    freedom    id'    the    conventional 


pump  with  the  security  of  the  street  Ox- 
ford. It  is  made  of  glove-soft  Russian 
colt  patent  leather,  and  has  an  extremely 
light  and  flexible  sole  which  is  pliable  10 
the  motion  of  the  foot.  The  toe  has  a 
slender,  sloping  effect,  with  ample  toe 
chamber  protected  by  short,  flexible  con- 
cealed toe  box,  and  the  heel  is  of  the 
"  court  "  type,  designed  to  give  proper 
poise  in  "  spin,  trot  and  balance." 

Dancing  Pump  That  Does  Not  Slip. 

The  other  is  a  dancing  pump  with  an 
(dastic  instep  hand  which  prevents  slip- 
ping. This  utility  device  is  concealed  hy  a 
broad  ankle  strap,  decorated  by  an  orna- 
mental side  fastening,  and  makes  the 
ordinary  ribbon  ankle  lacing  unneces- 
sary. It  has  a  comfortable  toe  without 
stiffening  or  toe  box,  and  short  vamp 
effect;  a  special  French  heel  with  grace- 
ful curve,  and  turned  sole,  making  a  very 
light  and  flexible  shoe.  They  are  made 
in  white  or  black  satin,  or  in  colors  to 
match  gowns,  by  special  order. 


Rubbers  Easier 

AYhile  price  is  about  ten  per 
cent,  lower  tendency  is  for  up- 
ward  movemenl  soon-  -Rubber- 
soled  shoes  going  well. 

Montreal,    dune    'J.     ( Special). — There 
has  been  a  good  steady  demand  for  rub- 


ber footwear  tni-  Beason,  and  manufac- 
turers state  that  sales  show  a  material 
increase  over  last  year.  There  have  been 
practically  no  changes  in  the  styles  as 
submitted  in  January  last,  but  prices 
bave  declined  on  the  average  about  In 
per  cent  on  all  lines.  This  naturally  has 
had  the  effect  of  stimulating  sales,  as  the 
market  seems  particularly  favorable  at 
the  present  time. 

Manufacturers  of  rubbers  follow  very 
closely  the  style  trend  of  shoe  manufac- 
turer-, as  rubbers  must  be  made  to  adapt 
themselves  to  the  prevailing  modes  in 
•-lines.  There  seems  to  be  a  tendency 
toward  lighter  weights,  and  the  finer 
grades  are  selling  better  all  the  time. 
especially  for  city  wear.  There  has  been 
a  good  demand  this  year  for  rubber-soled 
outing  shoes,  and  though  the  season  was 
late  in  starting  owing  to  the  backward 
weather,  there  has  been  a  marked  im- 
provement in  the  sales  lately,  since  the 
commencement  of  tennis  and  outdoor 
sports  generally. 

In  the  rubber  footwear  business, 
samples  are  all  made  up  and  sent  out  in 
January.  Orders  are  pretty  well  in  hand 
by  February  and  March,  and  the  Summer 
months  are  occupied  in  turning  out  the 
goods.  The  factories  are  very  busy  at 
present  with  generous  orders  to  keep 
them  going.  With  prices  down,  the  ten- 
dency is  for  retailers  to  buy  freely,  as  it 
is  thought  the  next  price  change  will 
be  in  an  upward  direction. 


Folding    Slipper    for    Travel    or 
Lounge 


This  handy  slippt  r  mad<  in  all  colora  fold  »/>  into  handy 
form  "nil  an  tucki  a  away  into  the  leaihi  r  com  on  the  right.  Tht  y 
are  used  for  pullman  can,  for  th<  both,  or  lounge,  wear  generally. 

Tin  ineidt  seams  art  eliminated.  They  are  made  in  stand- 
ard sizes  for  both  w<  n  and  noun  n,  in  soft  calf,  kid,  morocco,  satin 
'ind  sill:.  Shown  by  Sultana  Mfg  ■       ■  ncinnati,  Ohio. 
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Simple  Background  for    Spring  and 
Summer  Merchandise 

Designed  for  The  Review  by  A.   A.    Daoust 
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rHE  framework  should  be  cut  out  of  thin  lumber  or  compo 
board  in  size  suitable  to  fit  your  window.     When  the  pillars  and 

base  are  finished,  cover  same  with  pale  buff  felt  or  cream  felt  and 
put  together.  The  different  sections  of  the  background  should  be 
covered  before  they  are  put  together  to  form  the  background.  The 
ornaments  on  the  pillars  can  be  of  plaster  pans  and  pasted  on  the 
felt. 

On  each  small  pillar  at  each  end.  small  wooden  chopping  bowls 
should,  be  used,  and  filled  with  artificial  Summer  flowers.  These 
should,  be  gilded  to  look  properly.  A  garland  of  rich  artificial  Sum- 
mer flowers  should  be  used. 

If  this  background-  should  be  employed  for  white  shoes  it  could 
be  made  very  effective  by  covering  the  background  with  orange  felt, 
and  the  base  covered  in  black.  This  you  will  find  will  make  a  very 
strong  effect  for  white  shoes.  Large  white  a.nd  yellovj  daisies  should 
be  used  in  this    case. 


Some  Popular  Fall  Lines 

Call  for  Fancy  Tops  Growing  Stronger — Higher  Priced  Lines 
Show  More  Demand — Even   Men's  Tans  Growing  Weaker 
—Gun  Metal  in  Men's  Still  Sells  Well. 

By   a   Staff  Correspondent. 


MONTREAL,  June  2  (Special).— 
Discussing  witli  shoe  manufac- 
turers the  outlook  for  Fall, 
fabric  tops  are  found  to  he  very  much 
in  demand,  principally  in  patent  leath- 
er with  black  or  fancy  topping,  and  the 
kidney  or  spool  heel  made  of  leather  and 
having  the  appearance  of  the  wooden 
heel  but  much  more  substantial. 

The  turned  shoe  is  in  sTeat  demand  at 


the  present  time  and  pretty  effects  are 
shown  in  Colonials  with  fancy  steel 
buckles,  of  all  shapes  and  sizes,  and 
with  straps,  some  four  or  five  straps  be- 
ing used. 

For  Higher  Priced  Lines. 

The  tendency  now  is  to  get  footwear 

tc  harmonize  with  the  costumes.       The 

dancing  craze  has  been  responsible  for 

many  novel  effects  in  shoes  and  manu- 
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Eacturers  are  vying  with  one  another  to 
get  up  models  that  will  appeal  to  the 
ever-changing  whims  of  fashion.  Cer- 
tainly there  is  a  very  pronounced  ten- 
dency for  more  dressy  shoes  and  not  for 
a  long  time  have  the  styles  presented 
so  many  features  of  a  more  or  less  fancy 
nature.  There  is  also  an  increasing 
favor  for  finer  and  higher-priced  lines, 
and  as  these  usually  yield  a  good  profit 
to  the  retailer  they  should  steadily  gain 
m  popularity.  It  is  very  often  possible 
for  the  dealer  to  interest  and  to  sell  a 
customer  a  much  higher  priced  shoe 
than  she  had  purposed  getting,  by  show- 
ing the  many  fine  points  and  exclusive 
features  of  such  footwear.  Effects  can 
be  secured  in  the  finer  grades  of  shoes 
that  it  is  next  to  impossible  to  obtain 
with  cheaper  materials. 

Fancy  Tops  Stronger  Than  Ever. 

The  popular  shoe  has  a  2V2-inch  heel 
and  medium  long  vamp  with  receding 
toe.  Dull  leathers  are  still  in  demand 
in  gun  metal  and  nap  kid  for  dressy 
boots.  A  dressy  style  this  season  is  the 
button  boot  with  whole  quarter  of 
black  cloth,  patent  leather  vamp  and 
plan  toe.  Tops  are  shown  in  Scotch 
plaids,  serges  and  corkscrews,  the  lat- 
ter in  black  and  white  combinations,  tan 
and  white,  taupe  and  all  black.  All 
black  mohairs  with  fancy  stripes  and 
brocades  are  very  strong.  In  the  hro- 
cfcdes  some  very  pretty  effects  are  shown, 
some  of  them  being  of  the  watered  or 
moire  order. 

Tans  have  fallen  off  badly  and  are 
being  very  little  asked  for  for  Fall. 
There  will  of  course  be  some  sale  for 
them,  and  some  districts  will  be  better 
than  others  in  this  regard,  but  generally 
speaking  tans  have  had  their  run. 


SELLING,  RENTS  AND  TURNOVERS. 

(Continued  from  Page  91.) 
more  than  two.  These  inventories  are 
taken  at  low  stock  periods,  and,  there- 
fore, probably  do  not  represent  a  real 
average  stock,  but  rather  an  under  fig- 
ure, and,  therefore,  the  real  number  of 
stock-turns  is  without  much  doubt  some- 
what less. 

Sales  of  Clerks. 

The  averages  of  sales  run  from  $5,000 
per  sales  person  per  year  to  $16,500, 
centering  around  $10,000,  but  one  going 
as  high  as  $30,000.  The  $10,500  sales 
were  found  in  great  business  thorough- 
fares— Broadway,  New  York;  Chestnut 
Street,  Philadelphia,  and  State  Street, 
Chicago.  Sellers  of  men's  shoes  aver- 
age higher  than  those  of  women's.  Per- 
centages of  cost  range  from  5  to  10.3, 
with  8  as  an  average  and  7  considered 
as  attainable. 

In  future  issues  The  Review  will  keep 
its  readers  informed  of  the  progress  of 
the   investigation. 


Two  New  Ones  at  $2.50  for  an  Old  One  at  $3 

Practical  Illustration  in  Hamilton  store  of  Value  of  Cleaning  Out 
Old   Shoe   Stocks   to   Make    Way    for   Fresh    up-to-date     Stuff. 

Written  after  an  interview  with  F.  A.  Taschereau 


HAMILTON.  June  2  (Special).— A 
new  manager  in  a  department 
usually  hews  to  I  he  line  in  the 
matter  of  clearing  out  odds  and  ends 
that  have  accumulated.  With  a  manager 
who  has  been  on  the  job  for  many  years 
there  often  comes  a  desire  to  hold  this 
or  that  stock  as  sure  to  realize  the  orig- 
inal price  as  marked  for  sale.  Perhaps 
he  wants  to  back  his  judgment  in  pur- 
chases against  the  public's  apparent  dis- 
inclination to  take  this  special  line  seri- 
ously, or  he  thinks  it  is  sure  to  "  come 
back."  Many  buyer  managers  have  a 
constant  fight  with  their  pride  to  clear 
out  some  lines  at  reduced  prices.  Others 
display  an  almost  remarkable  independ- 
ence of  personal  feeling  or  opinion,  and 
slaughter,  if  need  be,  the  goods  that  are 
moving  slowly  or  that  show-  si<rns  of  fall- 
ing out   of  fashion. 

Clearance  Sales. 

A  glance  at  the  shoe  department  of 
Stanley  Mills  &  Co.,  of  this  city,  showed 
an  interesting  process  of  clearance  going 
on  under  the  direction  of  F.  A.  Tas- 
chereau,  the  new  manager,  for  the  West 
had  drawn  off  the  former  one. 

Tables  were  piled  high  with  lines  in 
carefully  divided  lots.  On  one  a  card 
was  labeled  prominently.  "A  Carnival 
of  Values,  $1.49  each."  These  were 
Oxfords.  Now,  Oxfords  are  not  the 
best  sellers  nowadays  in  women's  shoes, 
and  Mr.  Taschereau  felt  that  $1.49  for 
each  of  them  was  better  than  $1  each 
later  on;  perhaps  49  cents  each  before 
the  snowflakes  were  flyinu.  So  out  they 
were  moving  at  $1.49. 

Another  lot  were  designated  under  the 
title  "  Re-building  and  Expansion  Sale. 
$1.99."  That  is  the  name  of  the  sale 
that  the  store  has  been  conducting.  This 
lot  was  colonial  pumps,  in  gun-metals 
and  tans. 

Still  another  plain  for  the  eye  to 
see — was  ticketed.  "Re-building  and 
Expansion   Sal.-,  $1.13."     This  lot    was 

composed  of  children's  kid  shoes  in  black 
and   chocolate   shades. 

Lots  Advertised  in  Papers. 
These  ootids  had  been  advertised    ex- 
tensively   in   the   daily   papers,   with     the 

prices   in   prcminenl   black   figures,  ami 
they  were  good  values.       For  instance, 

the  $1.13   shoes  had    been    marked    $1.50, 

atid    so    on.      Some    shoes      had       passed 

through     a     previous    sale    and    not     heen 

en,  and  thifi   Was  a  50  cent    reduction. 

Thej    were  being  sold  at   a  profit,  or  at 


rost  price  if  they  would  go;  if  not, down 
it  would  come  again. 

The  following  statement  illustrates 
Mr.  Taschereau 's  idea  in  this  clean-up 
sale: — 

"  Here  is  a  lot  at  $1.49,  Oxfords,  slow 
sellers,  as  Oxfords  are  fast  going  out. 
A  number  have  been  sold  already,  but 
if  I  cannot  clear  all  at  $1.49,  I  will  slash 
again  and  the  next  mark  will  be  99  cents : 
and  if  I  can't  clean  every  one  up  at  99 
cents,  I'll  give  them  away  at  49  cents. 
The  point  is,  I  don't  want  them  on  the 
shelves;  they  are  getting  of  less  value 
every  month,  and  must  go.  I'm  a  firm 
believer  in  keeping  stocks  not  only  clean, 
but  as  light  as  possible." 

Now  for  a  story  on  that  $1.99  sale  of 
tan  colonials;  a  very  weak  line  now  in 
ladies'  footwear,  as  all  know. 

There  came  in  a  lady  to  look  at  those 
$1.9!)  colonials.  Her  size  was  not  there, 
or  a  particular  style,  it  -nay  have  been. 
Anyway,   nothing  in   the  pile   suited   her. 
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LABELS  FOB  SHOE  P  VRCELS. 

Three  varieties  Iii  colors,  as  marked,  (01 
pasting  mi  outside  nt'  siui,.  parcel.  L.  Poi 
special    delivery    befi  gular    time;    2. 

Paid  parcel;  ."..  C.O.D,  pan  el,  with  tin- 
prominently  marked  on  bottom  to  avoid 
mistakes  h\    driver. 
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Showed  Her  Another  Pair. 
■'  Lei  me  show  yon  some  more."  sug- 
geeted     Mr.     Taschereau,    and    without 
waiting  went  to  the  shelves  and  took  out 

a   pair. 

■•  These  are  $3,"  be  said.  She  tried 
them  on.  lie  brought  over  a  foot  mir- 
ror— a  handy  arrangement  for  any  shoe 
store.  She  liked  them,  they  fitted,  and 
she  paid  the  $3  for  them. 

Xow.  where  did  the  store  stand  on  the 
i  ransactionf 

First   of  all.  be  it   noted,   if  the  lady 

had  uone  to  the  shelf  and  read  the  price 

mark  on  the  shoes  she  would  have  seen 

$3.50.      Mr.    Taschereau   had    lowered   it 

- 

Why  ? 

Where  Store  Gained. 

"I  tried  to  size  her  up  and  thought 
that  she  would  not  pay  the  increase 
I  nun  her  original  idea  of  $1.99  and  $3.50. 
As  it  happened,  she  was  quite  ready  for 
$3.  A  $3.50  price  might  have  killed  the 
sale. 

"And  why  did  you  not  tell  her  you 
were  cutting  the  price  50  cents?" 

•■  Under  the  circumstances,  with  the 
$1.99  reduction  before  her.  a  cut  in  this 
line  might  have  made  her  suspect  there 
was  something  wrong.  So  1  simply  cut 
it  without  telling  her  and  she  recognized 
the  good  value  at  $3  and   was  satisfied. 

••  Now,  over  here  is  another  pair, 
much  better,  for  $4.50.  1  didn't  even 
show  her  that,  tor  the  price  would  have 
given  her  a  fit. 

1 '  Now,  where  do  we  come  out?  Just 
here.  Those  shoes  I  sold  for  S3  cost  us 
S2  35.  We  at  least  saved  ourselves,  prob- 
ably a  little  more;  and  with  the  S3  I 
can  buy  two  pairs  at  Si. 50  that  are  quite 
up-to-date  and  will  sell  readily  at  S2.50 
each.     Keep  your  stock  cleaned  out." 

-® 


Summer  Novelties 

Fabrics,  suede  and  buck  com- 
bined with  patent  leathers,  high 
style.  Bronze  shoos  worn  with 
matching  colors.  Gold  shoos  for 
dressy  wear.  Tin1  Cuban  Louis, 
the  \w\\  heel. 

A  VERITABLE  harvest  should  be 
reaped  this  season  in  fam\  s 
tor  never  before  have  -hoe  fashions 
been  so  dainty  and  so  irresistible.  PoB- 
siblj  the  high  heels  may  not  meet  with 
the   approval    of   the   health    faddist,   but 
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Summer    Display    of   White    Shoes    and    Hosiery 


This  beautiful  display  of  white  footwear  illustrates  the  co-ordination  of  other  department* 
in  a  dry  goods  store  with  that  of  shoes.  Note  the  white  silk  hosiery  setting  off  the  pumps,  with 
parasol  and  white  hats  grouped  in  the  centre.  The  background  consisted  of  a  mirror  with 
paneh  of  red  plush  on  either  side,  while  green  plush  was  draped  gracefully  along  the  floor 
and  caught  up  on  left  and  right  on  glass  holders.  Flowers  added  to  a  very  dainty  and  effec- 
tive display  by  A.  E.  Apted. 


from  the  viewpoint  of  beauty  and  smart- 
ness tliere  is  no  fault  to  he  found  with 
the  new  shoes. 

Though  the  split  has  retired  from 
favor,  skirts  are  shorter,  so  that  the 
feet  are  quite  as  much  in  evidence,  and 
besides,  the  dainty  and  fanciful  gowns 
now  worn  need  elaborate  and  fanciful 
shoes  to  complete  the  picture.  Manu- 
facturers have  certainly  made  good  use 
of  their  opportunity,  and  the  number  of 
smart,  well-cut  models  shown  is  very 
large. 

Flexibility  and  lightness  are  due 
largely  to  the  influence  of  the  modern 
dances,  for  we  dance  both  by  daylight 
as  well  at  at  night  now.  The  soles  must 
be  light  and  flexible  and  the  uppers 
close  fitting  and  dainty  in  shape.  Com- 
fort also  is  by  no  means  neglected,  for 
the  modern  woman  above  all  demands 
comfort   in   dress. 


$  $  $  $  $  DAY  FROM  THE  DRESSING 
TENT. 

(Continued  from  page  19.) 
dollars,  then  the  sacrifice  of  price — to  a 
reasonable  point —is  worth  while.  In 
most  cases  it  will  not  be  found  good  for 
the  policy  of  the  store  to  sacrifice  staple 
lines. 

In  connection  with  the  mysterious  P>ill 
Dollar,  t ho  fun  can   usually   be   kept  up 


throughout  the  day.  The  best  plan  is  to 
pick  a  local  man  for  the  role — one  who 
does  not  object  to  a  little  fun  with  per- 
sonal advertising — and  he  can  usually 
manage  to  dodge  the  issue  until  late  in 
the  day.  Additional  interest  in  the 
elusive  Bill  is  often  secured  by  the  big- 
stores  offering  additional  prizes,  and  in 
this  event  the  huntsman  must  not  only 
hold  the  receipt  of  one  of  the  Dollar 
Day  stores,  but  one  from  the  particular 
store  offering  the  prize. 

It  is  not  necessary  that  the  sale  should 
be  confined  to  dollar  lines,  although,  of 
course,  the  whole  advertising  scheme  is 
based  around  the  value  of  one  hundred' 
cents.  Tliere  are  ways  of  arranging 
groups  of  articles  for  a  dollar  which 
will  be  found  very  effective.  Articles 
can  be  placed  one  within  the  other  in 
many  instances,  while  even  the  grocer 
with  his  staples  can  make  special  offers 
of  a  certain  number  of  articles  for  the 
dollar.  Then,  too,  when  the  customer  is 
in  the  store  it  is  a  good  time  to  offer 
other  bargains  that  cannot  very  well  be 
brought  down  to  the  dollar  mark. 
Giving  Away  Dollar  Bills. 

One  firm,  Frank  Wilson  &  Co.,  an- 
nounced that  they  were  giving  dollars 
away. 

"  Now  this  is  how  we  are  going  to  do 
it.     To  the  first  customer  making  a  pur- 
chase  in    our  store   when   the  doors  open 
95 


promptly  at  7.30  we  will  give  One  Dollar 
absolutely  free,  and  to  the  first  custom- 
ers from  Penetanguishene,  Lafontaine, 
Wyebridge,  Wyevale,  Elmvale,  Hillsdale, 
Vasey,  Elliott's  Corners,  Port  McNicoll, 
Victoria  Harbor,  Tannersville,  Wau- 
baushene,  Fesserton  and  Coldwater  we 
will  give  to  each  One  Dollar.  You  can 
win  one  of  these  Dollar  Prizes,  and  you 
do  not  have  to  spend  it  in  our  store 
unless  you  like  to,  but  we  are  sure  you 
will,  as  the  purchasing  power  of  a  dollar 
will  be  stretched  to  the  limit  here  on 
that  dav." 


Patent  vamp  with 

cloth  top  for  Fall. 

Shown    by    Ames, 

Holden  and 

McCreadv. 


Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowers  for  Decoration. 

L.  Baumuuu  ft  Co.,  367  W.  Chicago  Ave., 

Chicago,  ill. 
L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 

MoDtiwnl,   Que. 
Schack    Artificial    F'ower    Co..    1739    Mil- 
waukee Ave.,  Chicago,   111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 
Montreal. 
Accordion    I'laitings. 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,    Toronto. 
Burlaps. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blankets. 
l'eumans,  Limited,  Paris,  Ontario. 
Fraser,    Mather    Co.,    Winnipeg,    Man. 
Miller  &   Porteous,   Hollvbush,   Ayrshire, 

Scotland. 
Wra.     Laldlaw     Cumledge     Mills,     Duns, 
Scotland. 
Bathing    Suits. 

Home  &    Watts.  19  Duncan   St.,  Toronto. 
Boy    Scoot    Supplies. 

Miller  Mfg.  Co..  251  Mutual  St.,  Toronto. 
Bays'    Wash    Suits. 

Home  &   Watts,   19   Duncan   St..  Toronto. 
Butting. 

Rout.    Henderson   &    Co.,   181    McGill    St., 
Montreal.  Que. 
Boxes,  Fancy. 

Hercules  Boxes,   Ltd.,  400  Richmond   W., 
Toronto. 
Burlap    (Dyed,   Oil   Coated    and    Sized). 

Stauntons,   Ltd.,  934   Yonge  St.,   Toronto. 
Brassieres. 
II.  ft  W.  Co.,  130  Fifth  Ave.,   New   York. 

N.Y. 
Parisian   Corset  Co.,  Quebec,   Que. 
Voss  &   Stuffmann,   Montreal,  Que. 
Buttons. 

Forsyth   Kimmel  &   Co.,   Berlin,   Ont. 
Moulton    Mfg.   Co.,   Montreal.   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,    City    Road,    London,    N..    Eur. 
Ashton    &    Pulford,    22    Black    Piccadlly. 
Manchester.   Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,    Clinton,    Ont. 
Brits,    Ladies'. 
R.   D.   Fairbairn   Co.,  105  SImcoe  St.,  To- 
ronto, Ont. 
Boot   and    Shoe    Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids  and   fords. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Children's   Dresses. 
Home  &   Watts,  19  Duncan   St.,  Toronto. 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.   Fairbairn  Co.,  105  SImcoe  St..  To- 
ronto,   Ont. 
Star    Whitewear    Mfg.    Co..    Berlin.    Ont. 
Sperling  ft  Lea,  Herald  Bldg.,  Montreal. 
Detroit  Princess  Mfg.  Co.,  Detroit,  Mich. 
Correspondence   Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts..  Toronto. 
Economist  Training   School,  239   W.  39th 
St..   New   York,   N.Y. 
Cash    Registers. 

National    Casto    Register    Co.,    285    Yonge 
St.,   Toronto.   Ont. 

Cash  and   Parcel   Carriers. 

The    Lamson    Store    Service   Co.,    Boston, 
Mass..    U.S.A. 

GIpe-Hazard    Store    Service    Co.,    99    On- 
tario   St..    Toronto,    Ont. 
Clnth    Charts. 

A.   E.   Putnam   Co..   Washington.   Iowa. 

A.    S.    Richardson    &    Co.,    00    Ontario    St., 
Toronto. 
Caps. 

Cooper   Cap   Co.,   Spadina    Ave.,   Toronto. 
Ont. 

Corsets. 
H.  ft   W.  Co.,  130  Fifth   Ave..   New   York. 

N.Y. 
Parisian    Corset   Co..    Quebec,   Que. 
Vosa  ft   Stuffmann.  Montreal.  Que. 
Cotton    Threads   nnd    Crochet    Balls. 

Hick!,   Rulllek   A   Co..  Relfnst.    Ireland. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal.  Que. 
Oreenshlelda.   Ltd.,    Montreal.    Que 
Canadian    Carpet    ft    Comforter    Mfg.    Co.. 

Toronto.  Ont. 
Gnelph  Carpet   Mills.  Onelph,  Ont 
Cnttlnf    and    Wl.~    Rtapler    Machines. 
Walter  Williams  &   Co.,   Montreal,  Que 


Corset    Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Cottons. 

Gieenshlelds,   Limited,   Montreal,   Que. 
The  Dominion  Textile  Co..  Montreal,  Que. 
Horrockses,    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars    (Waterproof). 
Arlington    Co..   64    Fraser   Ave.,   Toronto, 
Parsons  ft   Parsons   Canadian   Co.,   Ham- 
ilton,   Out. 
Smith    D'Entremont   Co.,   1475  Queen   W., 
Toronto. 
Chiffons. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Thompson    Lace   ft    Veiling   Co.,   59   Wel- 
lington W.,  Toronto. 
Canada   Veiling   Co.,    84    Wellington    W., 
Toronto. 
Comforters. 
Canadian    Carpet   &   Comforter   Mfg.   Co., 
Toronto,  Ont. 
Cushions. 
Canadian    Carpet   ft   Comforter    Mfg.   Co.. 
Toronto.  Ont. 
Canvas   Coat  Fronts. 
Toronto   Pad   Co.,  569  Queen   St.  W.,  To 
ronto,   Ont. 
Cotton    Linen    and    Elastic    Laces. 

Parisian   Corset   Co..   Quebec,   Que. 
Corset    Clasps    and     Sanitary    Necessities. 

Parisian   Corset   Co.,   Quebec,   Que. 
Coats    (White). 
Robert    C.    Wllkins    Co.,    Farnham,    Qu'V 
Miller   Mfg.   Co.,  Toronto,  Ont. 
Coats    (Ladies'). 

Patrician     Cloak     ft     Suit     Co.,     SamH'ds 
Bldg.,  Toronto,  Ont. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co..  College  St.,  Toronto, 
International   Tailoring  Co.,  62  John   St., 
Toronto.   Ont. 
Clothing   (Dock  and  all   Specialties). 

Miller  Mfg.  Co..  251   Mutual  St..  Toronto, 
Defiance   Mfg.   Co.,  College   and   Bathurst 
Sts..    Toronto. 
Dress   Fabrics. 
Mclntyre  Son  &  Co.,  Ltd..  Montreal. 
W.  R.  Brock  Co  .  Bay  ft  Wellington  Sts., 

Toronto,    Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 

Greenshlelds.   Limited.   Montreal,   Que. 
Nlsbet    &    Anld,    34    Wellington    St.    W.. 

Toronto,   Ont. 
Law.  Russell  ft  Co.,  Ltd.,  Bradford.  Eng. 
Bradford     Dyers    Association,    Bradford. 
Eng. 
Dress    Forms. 
Delfosse  ft  Co.,  Montreal,  Que. 
Dale   ft    Pearsall,   106   Front    St.    E.,    To- 
ronto,  Ont. 
Hall-Borchert   Dress   Form   Co.,  41   Lom- 
bard  St..  Toronto.  Ont. 
A     S.    Richardson   &    Co..   99  Ontario   St.. 

Toronto. 
Royal    Display    Fixture    Co.,    812    Broad- 
way,   New   York,    N.    Y. 
Dresses. 
Detroit  Princess  Mfg.  Co..   Detroit.   Mich. 
Rosebud  Mfg.  Co..  193-5  Mercer  St.,  New 

York.    N.Y. 
Star    Whitewear    Mfg.    Co..    Berlin.    Ont. 
R.     D.     Fairbairn     Co..    106    SImcoe    St.. 

Toronto.    Ont. 
Germain   &   Smith,   Ltd.,   Montreal,   Que. 
Borgenlcht.  Kornrelch  ft  Co..  1115  Broad- 
way.  New  York,   N.Y. 
Dress    Shields. 

I.    B.    Klelnert    Rubber    Co..    Wellington 

St.   W..  Toronto.   Ont. 
Parisian   Corset   Co..   Quebec,   Que. 
Dress    Trimmings. 
Thompson    Lace   ft    Veiling   Co.,   69    Wel- 
lington   St.   W..    Toronto.    Ont. 
Smith    D'Entremont    Co..    1475   Queen    W.. 

Toronto. 
Canada  Veiling  Co.,    W    Wellington   W„ 

Toronto. 
The    Moulton     Mfg.    Co..    Ltd..    Montreal. 
Embroideries. 
Klanher  ft    Co..   Broadwav   nnd    ISth    St.. 

New  York.   NY 
Sterling    Lace    ft     Novelty    Co..    Toronto. 

Ont. 
Ncuherger    ft    Co.,    124    Fifth    Ave..    New 

York.    N.Y. 
Timber    Bros     ft    Co.,    67    St.    James    St  . 
Montreal,  Quo. 

Embroidered     Applique    Letters. 
Krnntholmer     ft      Co..     20     Edmund      TI  . 
Aldersgnte   St..    London.   EC.   Eng. 

PR 


Flannellettes. 

Horrockses,  Crewiden  ft  Co.,  Mancheeter. 
Eng. 
Curs. 

Sidney    Blumentbal    ft    Co..    395    Fourth 
Ave.,  New  York,  N.Y. 

L.  Gnaedinger,  Son  &  Co.,  Montreal,  Que. 

Laberge  Chevalier  ft  Co.,  Ltd.,   Montreal. 
Que. 

Tauber    Bros.    &    Co.,    67    St.    James    8t., 
Montreal.  Que. 

Silver  Bros.  Co.  "Furs,"   Ltd.,   Montreal, 
Que. 
Furriers'    Trimmings. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Furniture. 

The  Victoriaville  Furniture  Co.,  Vlctorla- 
ville.  Que. 

B    Cohen  ft  Sons,  1-19  Curtain  Rd.,  Lon- 
don,  Eng. 
Frilling. 

R.   D.   Fairbairn  Co..   105  SImcoe  St.,  To- 
ronto. Ont. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Flowers  for  Millinery. 

Mclles  ft  Co..  Montreal,  Que. 

Continental  Mfrs.  Syndicate,  77  York  St.. 
Toronto.  Ont. 

Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real. Que. 

Debenham's.  Ltd.,  Montreal  and  Toronto. 

Strachan,  Burden  &  Plaskett,  59  Welling- 
ton  W..  Toronto. 

Vvse  Sons  Co.,  Montreal,  Que. 
Feathers. 

Mclles  ft  Co.,  Montreal.  Que. 

Continental   Mfrs.  Syndicate,  77  York  St.. 
Toronto.  Ont. 

Dominion  Ostrich  &  Feather  Co.,  Toronto. 
Ont. 

Riegel  ft   Langer,  319  Kings  Hall,   Mont- 
real. Que. 

Debenham's.  Ltd.,  Montreal  and  Toronto 

Strachan.  Burden  ft  Plaskett,  59  Welling- 
ton  W„  Toronto. 

Vyse  Sons  Co.,  Montreal,  Que. 

Fancy   Dry   Goods. 

Thompson    Lace   ft    Veiling   Co.,   76   Wei 
llngton   St.   W.,   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,   Montreal,   Que. 

Gowns. 

F.    G.    Hayward    Manufacturing    Co,    77 
York  St.,   Toronto.  Ont. 

Riegel  ft   Langer,  319   Kings  Hall.  Mont- 
real, Que. 
General    Dry    Goods. 

Mclntyre  Son  ft  Co..  Ltd..  Montreal.  Que. 

J.  ft  N.  Phillips  ft  Co..  Manchester.  Eng. 

Vassle  ft  Co.,  Ltd..  St.  John.   N.B. 

Cook.   Son   &  Co.,   London.  Eng. 

Debenhams,   Ltd.,   Montreal  and   Toronto 

A.   Racine,  Limited,   Montreal,  Que. 

Hitchcock    Williams    ft    Co.,    St.    Paul's 
Churchyard,  London,  Eng. 

W.  R.  Brock  Co.,  Bay  ft  Wellington  Sts.. 
Toronto,  Ont. 

W.    R.    Brock   Co.,    Montreal.    Que. 

Greenshlelds.   Ltd..   Montreal,   Que. 

John   King  ft  Son.  Glnsgow.  Scotland. 

Mclntyre  Son  ft  Co.,  Ltd..  Montreal.  Que 
Gloves. 

Perrin   Frere  ft   Cle..   Montreal.  Que. 

Germain   ft   Smith.   Ltd..   Montreal,   Que. 

Greenshlelds.   Ltd..   Montreal.   Que. 

Charles  Perrin   ft  Cle..  16  McGill  College 
Ave..    Montreal.    Que. 

Mclntyre   Son    ft    Co.,    Ltd.,    Montreal. 

(ir:i-s     Carpet      Kiik-. 

Crex     Cnrpet    Co.,    577    Broadway,     New 

Y  >rk.   N.Y. 
Ginghams. 
Wm.     Anderson     4    Co.,     Ltd..    Glasgow. 

Scotland. 
Gloves    (Working). 

Durham   Glove  Co..   Bowmanvllle.   Ont. 
Hamilton  Carhartt  Mfg..   Ltd..  635  Queen 

E..    Toronto.    Ont. 
Hose   Snpporters. 
The   Berlin    Suspender   Co..   Berlin.   On' 
Falre  Bros.  Co..   Leicester.  Eng. 
I.  B.  Klelnert  Rubber  Co..  Wellington  St 

W..   Toronto.   Ont. 
Parisian   Corset   Co..   Quebec.  Que. 
House   Furnishings. 

W    R.  Brock  Co..  Bay  ft  Wellington   Btl  . 

Toronto.  Ont. 
Greenshlelds.  Limited.  Montreal.  Que 
Stonards.    Limited.   7    Paternoster    Bldg*  . 

London.    E  C .   Eng 

Hosiery. 

Chlpmnn.  Holton   Knitting  Co..  Hamilton 

Ont. 
Tensnans.    Limited.    Paris.   Ont 
Tanner    Bros,    ft    Co..    67    St.    James    St  . 

Montreal.   Que. 
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Mercury   Mills,   Limited,   Hamilton,   Out. 

"Craftana." 

Alfred    Huwley   &   Co.,   Hinckley,  Eng. 

l'erriii    Frere  &    Cie.,  Montreal,  Que. 

Louis  Herinsdorf,  235  W.  39th  St.,  New 
York,   N.Y. 

Greeushields,  Limited,  Montreal,  Que. 

Goderich    Knitting   Co.,   Goderich,    Out. 
Melutyre  Son  &  Co.,  Ltd.,  Montreal,  Que 

VVreyford  &.  Co.,  So  King  W.,  Toronto. 

Dr.  Jaeger  Co.,  Ltd.,  243-5  Bleury  St.. 
Montreal,   Que. 

F.     W.     Robinson,     Ltd..     Bathurst     and 
Wellington   Sts.,  Toronto. 
Handkerchiefs. 

Nisbet  &  Auld,  34  Wellington  St.  W„ 
Toronto,   Out. 

Silks    Co.,   58   Bay    St.,   Toronto,    Ont. 
Hats   and    Caps. 

Wreyford  i:  Co.,  85  King  W.,  Toronto. 
Hooks   and   Eyes. 

Ue  Lung  Hook  &  Eye  Co..  St.  Mary's,  Ont. 
Hair    Goods. 

Ideal  Hair  Goods  Co..  77  York  St..  To- 
ronto.  Out. 

Standard  Hair  Co.,  Ill  Windsor  8t., 
Montreal. 

Hibbert    &     Jaslow,    207    St.    James   St., 
Montreal. 
Hair   Nets. 

Ideal  Hair  Goods  Co.,  77  York  St..  To- 
ronto, Ont. 

Bvnrd   Mfg.  Co..   Nottingham,   Eng. 

Hibbert     &     Jaslow,    207    St.    James    St., 
Montreal. 
House  Coats. 

Wreyford  &  Co.,  S5  King  W.,  Toronto. 
Hair    Ornaments. 

Ideal  Hair  Goods  Co.,  77  York  St..  To- 
ronto. Out. 

Hibbert  &  Jaslow,  207  St.  Jame»  St., 
Montreal. 

Smith    D'Eutremont    Co.,   1475   Queen    W„ 
Toronto. 
Hemstitching. 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St..    Toronto,    Ont. 
Individual   Names  on  Tape. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 

Krautheimer     &     Co.,    20     Edmund     PI., 
Aldersgate  St.,   London,   E.C.,   Eng. 
Infants    Layettes. 

Home  &  Watis.  19  Duncan  St.,  Toronto, 
Ont. 
Infants  Novelties. 

Bite  Specialty  Co.,  35  W.  36th  St.,  New 
York,   N.Y. 

Richard  G.  Krueger  Co.,  162  W.  21st  St., 
New    York,    N.Y. 
Indigos. 

Franklin   Mfg.  Co.,  260  Church   St.,   New 
York.   N.Y. 
Knitted    Goods. 

Harvey   Knitting  Co.,  Woodstock,  Ont. 

Greenshields,   Limited,   Montreal,  Que. 

Zimmerman   Mfg.   Co.,   Hamilton,   Ont. 

The  Monarch  Knitting  Co.,  Dunnvllle, 
Ont. 

R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 

Gait    Knitting  Co.,   Gait,  Ont. 

C.    Turnbull    Co.,    Gait,    Ont. 

Goderich    Knitting    Co.,   Goderich,    Ont. 

Schofield    Woollen    Co..    Oshawa,    Ont. 

Kingston   Hosiery   Co.,  Kingston,  Ont. 

Reliance  Knitting  Co.,  King  and  Bathurst 
Sts..   Toronto.   Ont. 

Regent  Shirt  Co.,  Notre  Dame  St.  W., 
Montreal.   Que. 

S.  F.  Gibson  &  Co.,  East  Ham,  London. 
Eng. 

Dr.  Jaeger's  Sanitary  Woollen  System 
Co..  Ltd.,  243-5  Bleury  St.,  Montreal, 
Que. 

F.    W.    Robinson    &    Co.,    Bathurst    and 
Wellington   Sts.,  Toronto. 
Kimonas. 

Kassah     Klmona     Co.,     St.     Helen      St.. 
Montreal. 
Knitting    Wools. 

Thos.   Burnley   &    Sons.    Nr.    Leeds,   Eng. 
Linoleums. 

The    Dominion    Oil    Cloth    Co.,    Montreal. 
Que. 
Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W..  To- 
ronto. Ont. 

Bradford   Dyers  Association,  39  Well  St.. 
Bradford.   Eng. 
Linens. 

Nisbet  &  Auld.  34  Wellington  St.  W.,  To- 
ronto. Ont. 

Wm.  Liddell  &  Co..  Belfast,  Ireland. 

Old  Bleach  Linen  Co.,  Randalstown,  Ire- 
land. 

R.  H.  Cosbie,  Wellington  St.  W.,  To- 
ronto, Ont. 

Greenshields.    Limited.    Montreal.   Que. 

Silks  Co..  58  Bay  St.,   Toronto.   Ont. 

John  S.  Brown  &  Son,  Ltd.,  Belfast,  Ire- 
land. 
Mclntyre  Son  &  Co..  Ltd..  Montreal.  Que. 

R.  D.  Fairhairn  Co.,  105  Simcoe  St..  To- 
ronto. Ont. 

Novelty  Tmport  Co.,  76  Bay  St..  Toronto. 

Tauher  Bros.  &  Co.,  67  St.  James  St.. 
Montreal,  Que. 


Longclotlis. 

Horrockses,  Crewsden  &  Co.,  Manchester, 
Eug. 
Laces     (Hand    Made). 

G.  «fc   S.    Kassah   A;    Co..    Montreal.   Que. 
Laces. 

Birkln   &   Co.,   Nottingham,   Eng. 

Klauber   &   Co.,    Broadway    and    18th    St., 
,\e«    York,   N.Y. 

Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington   St.   W.,   Toronto,   Out. 

Greenshields,    Limited,    Montreal,   Que. 

Novelty   Import  Co.,  76  Bay  St.,  Toionto, 
Ont. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 
Ont. 

Riegel  &   Langer,  319  Kings  Hull,   Mont- 
real.  Oue. 

Tauber    Bros.    &    Co.,    67    St.    Jauies    St., 
Montreal.  Que. 

Canada    Veiling   Co.,    84    Wellington    W., 
Toronto 
Lighting   System. 

Canadian   H.  W.  Johns-Manville  Co.,  Flat 
Iron    Bldg.,   New   York,   N.Y. 
Leather   Novelties. 

P.   W.   Lambert  &  Co.,  64   Lispenard   St., 
New   York,   N.Y'. 

Julian   Sale   Leather  Goods  Co.,   King  St. 
W..  Toronto,  Gnt. 
Lingerie. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 

Sperling  &   Lea,  Herald    Bldg.,    Montreal. 
Ladies'   Bust   Forms. 

Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,  Ont. 
Lace   Curtains. 

T.   I.  Birkin  &  Co.,   Nottingham,   Eng. 
Men's   Furnishings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto.  Ont. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 
Men's    Neckwear. 

Pirn    Bros.    &    Co.,    William    St.,    Dublin. 
Ireland. 

Crescent    Mfg.    Co.,    Montreal,    Que. 

Fowke.    Singer    &    Co.,    7    Wellington    St. 
W.,  Toronto.  Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W.. 
Montreal,    Que. 

Greenshields,   Ltd.,   Montreal,  Que. 

Tooke   Bros.,    Ltd.,    Montreal,   Que. 

Wreyford  &  Co.,  85  King  W.,  Toronto. 
Mackinaws. 

F.     W.     Robinson,     Ltd..     Bathurst     and 
Wellington  Sts.,  Toronto. 
Mitts. 

Reliance    Knitting    Co.,    King   and    Bath- 
urst  Sts.,  Toronto,   Ont. 

R.    M.    Ballantyne.    Ltd.,    Stratford,    Ont. 

Goderich    Knitting    Co.,    Goderich,    Ont. 
Malines. 

John   Heathcoat  &   Co.,   London,   Eng. 

Novelty   Import  Co.,  76  Bsy  St..  Toronto, 
Ont. 

Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington  W.,  Toronto. 

Canada   Veiling   Co.,    84    Wellington   W., 
Toronto. 
Mesh    Bags, 

Hibbert   &   Jaslow,     207     St.   James   St., 
Montreal.  Que. 
Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St.. 
Toronto.  Out. 

Deben ham's,  Ltd.,  Montreal  and  Toronto. 

Morris   >\:    Saward,   21-22   Castle   St.,   Lon- 
don  W.,  England. 

Gage   Rros.  &   Co.,  Chicago,    111. 

D.    B.     Fisk    Co.,    225    N.    Wabash    Ave., 
Chicago.   111. 

Melles  S:   Co.,  3  Cripplegate   Bldg.,   Wood 
St..    London,   England. 

Germain   &   Smith,    Ltd.,    Montreal,   Que. 

D.    McCall   Co.,   Toronto,   Ont. 

Montreal    Hat  &   Frame  Co.,   Ltd.,   Mont- 
real.  Que. 

Strachan,    Burden  &  Plaskett,  59  Welling- 
ton St.   W.,  Toronto,  Ont. 

Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real.  Que. 

Vyse  Sonf  Co.,  Montreal,  Que. 
.Maribou  and   OKtrich    Stoles. 

Germain    &   Smith,    Ltd.,    Montreal,   Que. 
Motor  Coats    (Men's   Cotton  and  Linen). 

Miller  Mfg.  Co.,  Toronto,  Ont. 
Motor   Coats. 

National    Rubber   Co..    Montreal,    Que. 

Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Motor    Scarfs. 

S.  F.   Gibson   &  Co.,   East  Ham.   London. 
Eng. 
Moquettes. 

Otto  T.  E.  Velt  &  Co.,  64  Wellington  St. 
W..   Toronto,   Ont. 
Matting. 

Otto  T.  E.  Velt  &  Co.,  64  Wellington   St. 
W..   Toronto,   Ont. 
Nets. 

T.   I.  Birkin  &   Co.,   Nottingham,  Eng. 

Novelty  Import  Co..  76  Bay  St.,  Toronto, 
Ont. 
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Thompson    Lace   &    Veiling    Co.,   59    Wel- 
lington   W.,   Toronto. 
Canada    Veiling   Co.,    84    Wellington    W., 
Toronto. 
Narrow    Fabrics    (Cotton,  Linen,  Silk). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Neckwear    (Ladies'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W., 

Toronto,   Out. 
Voss  &   Stuffmann,  Montreal,  Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 

Uut. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Oil  Cloths. 
The    Dominion    Oil    Clotl     Co.,    Montreal, 
yue. 
Office   Systems. 

Copeland-Chatterson  Co.,  Kent  Bldg;,  To- 
ronto, Ont. 
Ostrich   Feathers. 

S.   E.   Porter  &   Co.,   Montreal,   Que. 
Overalls. 

Robert    C.    Wilkins    Co.,    Farnham,    Que. 
Hamilton   Carhartt  Mfg.,   Ltd.,  535  Queen 
E.,   Toronto,    Ont. 
Ornaments    (Silk). 

Moulton   Mfg.  Co.,   Montreal,  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home  Pattern   Co.,   New   York,  N,Y. 
The    McCall    Co.,    236    W.    37th    St.,    New 

York,   N.Y. 
The  Butterick  Publishing  Co.,  Butterick 

Bldg.,   New   York,   N.Y. 
New    Idea    Pattern    Co.,    70   Bay    Street, 
Toronto. 
Pads. 
Toronto  Pad   Co.,  569  Queen   St.    W.,  To- 
ronto,  Ont. 
Plated   Jewelry. 

Ideal   Hair   Goods   Co.,   77    York    St..   To- 
ronto, Ont. 
Hibbert     &     Jaslow,    207   St.    James    St., 
Montreal. 
Pin    Tickets. 
Copp,   Clark   Co.,  517   Wellington   St.   W., 
Toronto,  out. 
Pillows. 
Canadian    Carpet   &   Comforter   Mfg.   Co., 
Toionto,   Out. 
Quilts. 
Jonathan    Dearden    &    Co.,    11-13    Bridge- 
water    Place,    Manchester,    Eng. 
Ready-to- Wear. 

Greenshields,  Ltd.,   Montreal,  Que. 
Raincoats. 
H.   E.   Davis  &   Co.,   Montreal. 
C.   Kenyon   Co.,  23rd   St.  and   Fifth  Ave., 

New   York,   N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford. Eng. 
National  Rubber  Co.,  Ltd.,  Montreal,  Que. 
Scottish  Rubber  Co.,  Montreal. 
Canadian   Consolidated   Lubber  Co.,  Ltd., 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,   Ont. 
Belding     Paul     Cortlcelll     Co.,     Montreal. 

Que. 
Silks    Co.,    58   Bay    St.,    Toronto,    Ont. 
Rugs    (Wilton). 
Otto  T.  E.  Velt  &  Co.,  64  Wellington   St 
W..    Toronto.    Ont. 
Rugs    (Axminster). 
Otto  T.  E.  Velt  &  Co.,  64  Wellington   St. 
W.,   Toronto,   Ont. 
Rugs    (Velvet). 
Otto  T.  E.  Velt  &  Co.,  64  Wellington   St 
W.,   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Ont. 
Suspenders. 
Berlin    Suspender    Co.,    Berlin,    Ont. 
S.    E.   Porter  &   Co.,   Montreal.   Que. 
Halls,    Limited,    Brockvllle,    Ont. 
Spool    Silks    (For    Manufacturers'    Use). 
Walter  Williams  &  Co.,  Montreal,  Que. 
Staple   Dry   Goods. 
W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts..   Torom  ),  Ont. 
Smallwares. 
W.    R.    Brock    Co..    Bay    and    Wellington 

Sts..   Toronto.   Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal.  Que. 
Greenshields.   Limited.    Montreal,   Que. 
Ideal    Hair   Goods    Co.,   77   York   St.,    To- 
ronto.  Ont. 
Store    Fixtures. 
Jones   Bros.   &    Co.,   31   Adelaide   St.    W., 

Toronto,   Ont. 
Clatworthy  &  Son,  King  St.  W..  Toronto. 
Dale   &    Pearsall.    106    Front   St.    E.,   To- 
ronto.   Ont. 
J.   R.   Palmenherg's   Sons,  710  Broadway, 

New  York.  N.Y. 
B.  Bracer.  49  Crosby  St.,  New  York,  N.Y. 
Delfosse   &    Co..   Montreal.   Que. 
A.    S.    Richardson    Co.,    99    Ontario     St., 
Toronto,  Ont. 


Taylor    Mfg.    Co.,    Hamilton,    Uui. 
Walker   Ulu   &    Store   Fixture   Co.,   Berlin, 

Ont. 
H.  L.  Wood  &  Co.,  Noble  aud  Strickland 

Streets,   Toronto,  Ont. 
Itoyal    Display    Fixture    Co.,    812    Broad- 
way,   New    York,    N,   Y. 

Store     J  ■  runic. 

The    Consolidated    Plate    Glass    Co.,    241 

Spadlua   Ave.,   Toronto,    Ont. 
Tbe    Kawneer    Mfg.    Co.,    NUes,    Mich. 
'/'•iir!   Drawn  Metals  Co.,  221   West  Schil- 
ler St..   Chicago. 
dweatercoats. 
Fenmans,   Limited,   Paris,   Ontario. 
Reliance    Knitting    Co.,    King    uud    Batb- 

urst    Sts.,    Toronto,    Unt. 
Pride    of    tbe    West    Knitting    Co.,    Van- 
couver,   B.C. 
Monarch   Knitting   Co.,   Dunnvllle,   Ont. 
R.    M.    Ballantyue,    Ltd.,    Stratford,    Ont. 
C.   Turnbull    Co.,    Gait,   Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-6    Bleury    St., 

Montreal.  Que. 
F.     W.     Koblnsou,     Ltd.,     Batburst     aud 
Wellington    Sts.,    Toronto. 
Sanitas    Wall   Covering. 

Stduntous,    Ltd.,   934   Yonge   St.,    Toronto. 
Skirts. 

W.   H.   Wright  &  Co.,  433  Queen   St.   W., 

Toronto,   Ont. 
The    Clayson    Co.,    280    College    St.,    To- 
ronto,  Ont. 
Marcus   Roman,   Jacobs  Bldg.,  Montreal. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    Nets. 

John    Heatbcoat    &    Co.,    London,    Eng. 
Mm"    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids     Show     Case    Co.,     Grand 

Rapids,   Mich. 
H.    L.    Wood    &    Co.,    Noble    and    Strick- 
land   Sts.,   Toronto. 
Shoe  Buckles. 
Smith    D'Bntremout   Co.,   1475   Queen    W., 
Toronto. 
Skein    Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing   Co., 
Gait,   Ont. 
Sashes. 

R.  D.  Fairbalrn   Co.,  105  Simcoe  St.,  To- 
ronto,  Ont. 
Silk    Ornaments. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont 
Scarfs. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 
Shirts    (Soft). 

Robert    C.    Wilklns    Co.,    Farnham,    Que. 
Summer    Clothing. 
Robert    C.    Wilklns    Co.,    Farnham,    Que. 
Miller  Mfg.  Co.,  261  Mutual  St.,  Toronto 
Silks. 

Debenhams,   Ltd.,   Montreal  and   Toronto. 
Belding,    Paul,    Cortlcelll    Co.,    Montreal, 

Que. 
Silks    Co.,   68   Bay    St.,    Toronto,    Ont. 
Silk    Woven    Labels. 
Colonial  Weaving  Co..  Peterborough.  Ont. 
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Suits. 

luii:'  la  ti     Cloak     6c     Suit     Co.,     Samuels 

Bldg.,  Toronto,  Ont. 
The    Clayson    Co.,    280    College    8t.,    To- 

Ave.,    Toronto,    Ont. 
.'•nil    Suite. 
Defiance   Mfg.   Co.,   College   and   Bathursl 

Sts.,    Toronto. 
Shirts. 
Tooke  Bros.,   Montreal,  Qne. 
Crescent    Mlg.   Co.,    Montreal,    Que. 
Deacon    Shirt   Co.,   Belleville,   Ont. 
Regent   Shirt    Co.,    Notre    Dame    St.    W„ 

Montreal,   Que. 
Wreyford  &  Co.,  85  King  W.,  Toronto. 
Defiance   Mfg.   Co.,   College   and   Bathurst 

Sts.,    Toronto. 
Toques. 

Reliance   Knitting   Co.,  King  &   Batbur.it 

Sts.,    Toronto,    Ont. 
R.    M.    Ballantyue,    Ltd.,    Stratford,    Ont. 
A.    Burritt   &    Co..    Mitchell,    Ontario. 
Tailors'    Trimmings. 
Toronto     Pad     Co.,     569     Queen    St.    W., 

Toronto,  Out. 
Tweeds. 

Greenshields,    Limited,   Montreal,   Que. 
Tassels. 

Moulton    Mfg.   Co.,    Montreal,    Que. 
Ashton   &   Pulford,  22     Back     Piccadilly, 

Manchester,    England. 
Trousers    (Duck). 
Robert  C.  Wilklns  Co.,  Farnham,  Que. 
Miller    Mfg.    Co.,    Toronto,    ODt. 
Thread    (Silk). 
Beldiug     Paul     Cortlcelll     Co.,     Montreal, 

Que. 
Thread     (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal.  Que. 
Underwear. 
S.   Lennard   &   Sons,   Dundas,   Ontario. 
Peumaus,   Limited,   Paris,  Ont. 
Mercury    Mills,    Limited,    Hamilton,    Ont. 
Kellauce   Knitting   Co.,   King  &   Bathurst 

Sts..    Toronto,    Ont. 
G.  Bret  tie  &  Co.,  London,  Eng. 
Zimmerman     Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Underwear, 

Limited,  Moncton,  N.B. 
C.   Turnbull   Co.,   Gall,   Out. 
Harvey   Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,  Ont. 
Melntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St., 

.Montreal.   Que. 
F.     W.     Kobinson,     Ltd.,     Batburst     and 

Wellington    Sts..   Toronto. 
I'mbrellas  and   Parasols. 

R.     D.     Fairbalrn     Co.,     105    Simcoe    St.. 

Toronto,  Out. 
Bropbey  Umbrella  Co.,  King  and   Duncan 

Sts.,    Toronto. 
Vacuum    Cleaners. 
Clements  .\Ug.  Co.,  Duchess  St.,  Toronto. 
Onward    Mfg.  Co..  Berlin.  Out. 
V«'ilingK. 
Canada  Veiling  Co.,   Toronto. 
.lolin    Heatbcoat   &   Co.,    London.    Kng 
Thompson      Lace     &      Veiling      Co.,      5© 

Wellington    St.    W.,    Toronto,    Ont. 
Novelty   Import  Co.,  76  Bay   St.   Bay   St.. 

Toronto,    tint 


Velveteens. 
J.  &  J.  M.  Worrall.   Limited,  Manchester, 

Eng. 
"Louis,"  57  Newton  8t.,  Manchester,  Eng 
Velvets. 
The  Continental  Mfra.  Syndicate.  77  York 
St.,  Toronto,   Ont. 
Wholesale        Carpets,       Oil        Cloths       and 
Linoleums. 

John  M.  Garland  Son  &  Co..  Ottawa,  Ont. 
Women's    Outer   *    Under    Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts  . 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre      Dame    St.    W.. 
Montreal,   Que. 
Wholesale    Woollens   and    Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Dale    &    Pearsall,      106      Front      St.      E.. 

Toronto,    Ont. 
Delfosse  &  Co.,  Montreal,  Que. 
A.    S.    Richardson    Co.,     99     Ontario    St.. 

Toronto,  Ont. 
J.   R.   Palmenberg's   Sons,  710  Broadway. 
New   York,    N.    Y..   U.   S.   A. 
Wholesale    Smallwares    and    Fancy    Goods. 
John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale    Merchant    Tailors. 
Wm.  H.  Lelsbman  &  Co.,  119  Adelaide  St 
W.,    Toronto.    Ont. 
Wholesale    Drygoods. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 
Whitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto.  Ont. 
Star  Whitewear  Mfg.  Co.,   Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivera. 

Qne. 
Sperling  &   Lea.   Herald   Bldg..   Montreal. 
Waists. 


Star  Whitewear   Mfg.   Co..   Berlin.   Ont. 
t.    D.    Fairbalrn 
Toronto.   Ont. 


ifg.    I 
Co., 


105     Simcoe    8t.. 


8perling  &   Lea,   Herald   Bldg.,   Montreal 

Meyer   Mfg.   Co.,   Toronto,   Ont. 

Ladies'   Wear.   Limited.  84  Wellington   St 

W.,    Toronto.    Ont. 
Minus   Roman.   Jacobs   Bldg..   Montreal. 
Wall    Taper   Display    Rack*. 

The   Onward    Mfg.   Co.,    Berlin.   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co.,     Grand 
Rapids,   Mich.,  U.  S.  A. 
Window    Shade    Paper. 

Stauntous.    Ltd.,   934    Yonge    St..   Toronto. 
Wool    Underwear.    Men's. 
Thos.   Waterbouse  &   Co.,    Ingersoll,   Ont 
Scbofield  Woollen  Co.,  Oshawa.  Ont. 
Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St.. 
Montreal.   Que. 
Woven   Labels. 
Colonial  Weaving  Co..  Peterborough.  Ont 
Narrow    Fabric    Weaving   &    Dyeing   Co.. 
Limited.  Gait.   Ont. 
Woven    Labels    for   Garments. 
Krauthelmer     &     Co.,    20     Edmund     Pi. 
Aldersgate  St..   London.   B.C..    Bug. 
Wallpaper. 
Stauntons.  Limited.  944  Yonge  Street,  To 

ronto,    Ont. 
The    Watson     Foster    Co..     Montreal.    Que 


FOUNTAIN    AIR    BRUSH 

Model  A     Price  S20.00 

The   Standard    Air    Brush   of   the   World 

Show-Card     Writers    and     Window-Trimmers 
cannot  afTord  lo  be  without  one. 

Send  for  Catalogue  C   79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACrUREKS 

Artificial  Flowers.  Plants  and  Vines.  Window 
Decorations.  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Rushes.  Write  for  our  104  page  Cata- 
logue.   It's  freefor  the  asking. 

The   Botanical    Decorating  Company 

(Inuorpo  rated.) 
310  Fifth  Avenue.  Chicago.  III. 


■Tallin  mimryn 


ATERS0N 


UMIT'.O 


Thi  Wholesale  Millinery  and  Fancy  Dry  Goodi 
House  of  the  Maritime  Pro. nicer 

MAIL  ORDERS  OUR   ESPECIAL   HOBBY 


WELL-INTRODUCED     RESIDENT     KKI'Ki: 
aeutatlve   wonted    bj    SI    Gall   manufacturer  of 
Qne    Embroideries       Oulj      \i    referi 
aldered     A.ppl !    Boj  57,   Drj    1 1 la   Rei  lew 


DKI  GOODS  I'lKM  IN  NOVA  SCOTIA  WAN  : 
competent  drj  k""1s  department  manager  ami 
assistant  buyer,  Apply,  giving  experience  and 
reference,  C    3.,  care  of  Dry  Goods  Review. 


The  Condensed  Ads   in  this  Paper 
will  bring  good  results 


\  CONDENSED  AD  COSTS 
ONLY  TWO  CENTS 
l'KR  WORD 


Australasian  Trade 

Canadian    tfanufactuxer,   established    fourteen    j 
throughout    Australasia,   will   consider   proposals   from 
othei  houses  desiring  representation  there. 

R.M.,    P.O.    Box    120,    Montreal.    P.Q. 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 
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July  Sale  that  Drew  Regular  Christmas  Crowds 

Successful  Methods  Employed  by  Robert  Wright  Co.,  Limited,  of 
Brockville — Covered  Country  District  Thoroughly  With  Posters, 
Using  Even  Rural  Mail  Boxes — Bought  Special  Seasonable  Lines 
and  Preferred  a  Few  Big  Cuts  to  a  General  Reduction. 

By  a   Staff  Correspondent. 


BROCKVILLE,  June  16— (Special). 
— Everybody  is  getting  ready  for 
July  sales,  semi-annual  ones  in 
most  cases,  in  some  an  annual  clearance. 
Here  is  a  story  of  a  semi-annual  sale, 
but  the  biggest  one  of  the  year  for  the 
Robert  Wright  Co.,  Limited.  So  big,  in- 
deed, that  the  first  week  of  the  sale  last 
year  equalled  in  receipts  the  income  of 
the  week  before  Christmas,  usually  an 
unassailable  record.  It  was  not  that 
pre-Christmas  receipts  were  low,  they 
were  as  good  as  ever,  but  the  opening 
week  of  the  July  sale  was  phenomenal. 

Imagine  having  a  crowd  waiting  be- 
fore your  doors  every  morning  of  the 
first  week,  filling  the  aisles  steadily 
throughout  the  day,  calling  for  the  ser- 
vices of  more  clerks  than  you  could  col- 
lect in  your  town — all  on  a  hot  Sum- 
mer's day. 

Readers  of  the  Review  will  be  inter- 
ested in  learning  something  of  the  in- 
side story  of  this  sale;  of  the  plans  that 
have  been  found  successful  in  the  past 
few  years  and  will  be  put  into  operation 
next  month  in  an  effort  to  realize  a  result 
that  will  surpass  even  last  year's  high- 
water  figures. 

The  sale,  it  may  be  said  at  the  outset, 
was  well  organized.  Most  successes  in 
the  dry  goods  business  are.  The  pub- 
licity given  it  was  along  more  extensive 
lines,  probably,  than  had  been  attempted 
ever  before  in  the  district.  Again,  the 
"menu"  in  the  big  posters  was  one  that 
was  like  to  whet  the  appetite.  The 
goods  offered  represented,  in  many  cases, 
values  secured  by  special  purchases 
months  before.  Job  lots  were  featured 
and  nearly  every  department  of  the 
store  was  represented.  These,  and  the 
reputation  of  the  store  for  honest  deal- 
ing, drew  the  crowds.  The  first  two  are 
matters  any  firm  can  work  out:  the  lat- 
ter is  a  reward,  of  years  in  most  cases. 

But  to  come  down   to  particulars   as 


supplied  to  The  Review  by  Mr.  Robert 
Wright,  jr.,  who  leaves  in  a  few  days 
or  his  annual  buying  trip  to  Europe ;  Mr. 
George  Wright,  managing  director,  and 
advertising  manager,  Mr.  Bain,  and  sev- 
eral more  among  the  officials  of  this  busy 
store  with  a  healthy  growth  that  is  in- 
creasing constantly. 


REACHING   THE 
PUBLIC 


FIRST,  how  to  reach  the  public. 
Brockville,  roughly  speaking,  is  the 
centre  of  a  big  country  district,  the 
"centre"  if  being  located  on  the  river 
with  the  United  States  border  at  the 
other  side,  can  be  thus  described.  This 
border  town  locations  has  its  ups  and 
downs.  It  cuts  off  trade  to  the  south, 
and  is  face  to  face  with  the  line  of 
fancied  or  real  "bargains,"  awaiting 
the  Canadian  traveler. 


A  FEW  HINTS. 

Cover  country  districts,  slipping 
posters  in  houses  and  rural  mail 
boxes. 

Have  some  official  of  store  sup- 
erintend delivery  of  posters.  It 
pays. 

Yellow  posters  with  yellow 
price  tickets  in  store  to  corres- 
pond. 

Special  values  for  every  de- 
partment of  store. 

Make  big  cuts  in  a  few  leaders 
rather  than  a  general  reduction. 

Keep  some  goods  in  reserve  to 
freshen  up  later  days  of  sale. 

Plan  far  ahead  for  special 
purchases. 


The  Wright  store  meets  the  situation 
rather  astutely.  It  picks  July  4  for  the 
opening  day  of  the  sale.  There  is  a 
double-barrel  reason  for  this,  as  Mr. 
George  Wright  explained:  The  store  gets 
the  advantage  of  single  fare  rates  that 
are  run  on  that  day  by  the  B.  W.  &  N. 
W.  railway  that  covers  a  good  propor- 
tion of  the  country  district  around,  and 
it  helps  some  of  the  regular  customers 
to  brush  aside  the  temptation  of  spend- 
ing their  money  in  Ogdensburg,  N.Y.,  or 
some  other  U.S.  burg  along  the  river 
front.  This  is  a  fine  instance  of  boldly 
facing  a  situation  and  winning  out. 

The  announcement  in  a  big  yellow 
poster  read  on  this  point  as  follows: 
"Everybody's  coming  to  Brockville  on 
July  4th,  the  opening  day  of  The  Great- 
est Summer  Sale  in  our  history.  The 
sale  lasts  all  month,  but  come  on  the 
opening  days  if  possible.  Very  low  rate 
excursion  on  the  B.W.  &  N.W.  Railway 
en  first  day,  July  4th. 

The  sale,  as  advertised,  lasts  through- 
out the  rest  of  the  month,  but  the  big 
business  is  done  the  first  week. 

The    Publicity    Campaign. 

How  does  the  store  reach  the  public 
with  its  announcements?  These,  as  has 
been  stated,  were  in  the  form  of  yellow 
posters.  The  color  is  changeable.  One 
year  yellow,  this  year  pink,  and  what- 
ever color  was  used  in  the  bills  announc- 
ing the  sale  is  duplicated  in  the  price 
tickets  inside  the  store  during  the  sale. 

In  regard  to  the  distribution  of  these 
large  circulars,  the  most  important  item 
in  Mr.  Wright's  description  was  his  ad- 
vice, "See  to  it  yourself," — unless  you 
want  a  tremendous  waste  of  your  adver- 
tising material. 

Mr.  Bain,  who  has  charge  of  the  floor, 
was  once  connected  with  a  patent  medi- 
cine firm  that  did  distribution  of  read- 
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A  BU8INESS-PTJLLEE. 

This  is  a  reproduction  of  a  yellow  poster  that  probably 
brought  in  larger  returns  than  any  others  ever  issued  by 
The  Robert  Wright  <'o..  of  Brock  ville.  One  might  have 
wished  for  a  little  more  prominence  to  the  firm  name  at 
the  top,  but  compensation  is  made  at  the  bottom.  ''Brock- 
ville's  (neatest  Store"  is  a  slogan  that  shows  up  well.  To 
the  left  and  right  are  announcements  covering  nearly  every 
department  in  the  store,  under  their  separate  hen 
the  prominence  of  the  price  figures  all  at  the  end  of  the  line 
in  black  type.  Down  the  center  are  some  very  tempting 
"specials,"  which  might  have  been  headed  as  such.  If 
there  had  been  enough  of  these  they  could  have  been  con- 
tinued in  the  larger  display  type  ri^ht  down  the  center. 
but  on  a  bill  like  this  spare  is  always  valuable,  and  with 
specials  taking  up  more  room,  many  of  the  other  items  would 
have  to  be  omitted.  This  year  the  paper  used  will  be  pink 
and  the  price   tickets   of  the   same   color. 


nig  matter  by  the  wholesale  and  he 
knows  of  the  thousands  of  tricks  youth- 
ful bill  "peddlars"  are  up  to  in  an  ef- 
fort to  get  through  the  job  with  the 
least  wear  and  tear  on  their  feet  and 
hands.  So  whether  it  be  in  Brockville 
itself;  in  Gananoque  to  the  west;  Pres- 
eott  to  the  east,  or  Lansdowne  to  the 
north,  the  distribution  of  the  "litera- 
ture" of  the  firm  is  watched  carefully. 
But  in  addition,  the  whole  countryside 
receives  its  share.  Two  autos  and  four 
men  are  engaged  including  one  at  least 
oi  the  members  of  the  linn,  and  these  go 
out,  literally,  from  door  to  door  in  the 
country,  for  10,  15,  20  or  25  miles 
around.  Wherever  t here  are  rural  mail 
unites,  a  bill   i^  stuck  in  each  one,  as  the 

cars  pass  along,  and  in  the  groupings  of 
boxes  at  side  lines,  larger  areas  are 
i  n\  ered. 

"We  are  hardly  back  in  our  ear  again 
before  Bome  one  is  oul  of  the  house,  and 
down  after  thai  bill,"  said  Mr.  Wright. 

The  School  houses,  blacksmith  shops, 
and    bill    boards    are    not     neglected,    HOI 

i  hit  frequent  sight  in  this  fruil  ful  dairj 
district,  the  cheese  and  butter  factory. 

This  work  is  done  to  supplement  news 
papei  advert  ising,  or  ia  it  t  he  other  waj  ? 
At    least    the   firm    would   not    think    of 
omitting  anj  id"  these  thorough  prepare 

to    cover    the    district    minutely.    In 

;,  fev  cases  this  work  is  unneoessarj 
owing  to  mailing    lists  thai   are    used. 


GOODS  FOR  THE 
SALE 


T11FSK  bills,  as  will  be  seen  by  re- 
ference to  the  sample  reproduced 
here,  contain  separate  announce- 
ments for  each  department  of  the  store: 
Staple,  kitchen,  silk,  wasli  goods,  sta- 
tionery, small  wares,  men's  furnishings. 
i  tc. 

And   what   of  the  g Is  placed  before 

during    this    month? 

First    of  all    nolo   that    there  is  no  at- 


A  PERCENTAGE  CUT. 
One  of  the  varieties  of  price  re- 
duction adopted  for  the  July  Sale 
is  to  make  a  general  one,  say  of 
10  or  20  per  cent,  to  cover  all 
goods  in  a  certain  department, 
such  as  ready-to-wear,  fancy 
goods,  etc.  A  big  ticket  is  put 
up:  "All  these  goods  reduced  10 
per  cent."  The  individual  price 
tickets  remain  the  same  as  before, 
but  the  customer  knows  that  any- 
thing marked  $20  will  be  $18  now, 
and  a  $15  line,  only  $13.50  and  so 
on.  Leaving  the  old  price  tickets, 
the  firm  believe,  convince  of  the 
genuineness  of  the  former  prices. 


tempt  at  a  general  reduction  on  all  lines. 
This  is  done  in  the  January  sale  in 
the  heavy  goods,  but  not  in  July. 

"We  prefer  a  big  reduction  in  some 
stuff  than  in  reducing  everything  in  the 
store,"  The  Review  was  informed. 

"By  this  plan  our  actual  loss  is  very 
small,  and  we  make  up  very  soon  on 
goods  at  ordinary  prices.  If  we  made  a 
general  reduction  we  would  lose  on  all, 
so  what  would  be  the  advantage?" 

What  is  done  in  the  main,  is  to  make 
special  purchases  for  this  sale,  as  has 
been  said,  in  some  cases,  months  before; 
in  others  a  few  weeks  or  only  days  in 
advance,  of  job  lots,  samples,  etc.  On 
these,  of  course,  big  cuts  can  be  made. 
and  unusual  values  given,  as  the  pub- 
lie  will  recognize  at  once.  For  instance 
in  white  goods  a  line  was  bought  at  (>' _- 
(ints  that  ordinarilj  Bella  at  12V&  cents. 
It  will  be  put  out  at  S  cents  for  the 

A  line  of  wash  dresses  was  bought  at 

$7.80   a    do/en:    it    usually    sells   at    - 

Probablj  it  will  be  put  on  sale  at  about 
75  cents. 

Special  Reductions. 

And  so  on.  Items  like  this  are  beacon 
lights   for    that    sale. 

There  are  other  eases  where  a  special 
reduction  is  made  of  goods  previously 
01  Bale.  For  instance  a  number  of  wasli 
dresses    for      children       were    bought    at 

$4.75  B  dozen  for  a  job  lot  of  50  dozen. 
(Continued   on   page  4.1 
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This  "Demonstration  Sale"  was 
a  plan  of  the  Collingwood  mer- 
chants to  beat  out  a  transient  trader 
who  was  pretending  a  run  of  cheap 
prices.  The  trader  whose  tax-paying 
and  other  citizen's  duties  were  in 
the  same  weak  position  of  all  itiner- 
ant vendors,  was  soon  forced  to  leave 
town  at  the  "bargain"  rivalry  of 
the  old-established  stores.  Note 
novel  decoration  of  this  store  of 
C.  C.  Begg,  "Heart  to  Heart  Talks" 
on  one  side,  and  "We  Shield  You 
From  High  Prices,"  on  the  other. 


Hasten  the  Tent -folding   of   Cheap-Sale  Arab 

Collingwood  Merchants  Put  on  " Demonstration"  Sale  of  Real 
Values  for  Ten  Days  and  Thus  Drove  Itinerant    Out  of  Town — 
Three  Autos  Covered  District  With  Circulars. 

By  a  Staff  Corropondent 


COLLINGWOOD,  June  15.— Meet- 
ing a  cheap-sale,  short-term  mer- 
chant at  his  own  game — that  is, 
to  the  extent  of  price  competition — and 
offering  staple  lines  instead  of  bargain 
stocks  secured  for  the  occasion,  were  the 
tactics  employed  by  the  aggressive  busi- 
ness men  of  Collingwood  when  one  of 
these  business  adventurers  came  to  the 
town  a  short  time  ago  and  started  in  the 
usual  programme.  A  big  ten-day  sale 
was  launched  in  the  leading  stores  of 
the  town,  and  The  Review  is  informed 
by  officers  of  the  Eetail  Merchants' 
Association  that  the  result  was  all  that 
could  have  been  expected,  and  "the  sale 
of  the  cheap  goods  man  was  knocked  as 
flat  as  a  pancake  by  the  competition  of 
regular  goods  sold  at  bargain  prices." 

Collingwood  merchants  took  the  me- 
thod of  hoisting  the  opposition  on  his 
own  petard,  not  so  much  because  of  the 
competition  offered,  but  as  a  matter  of 
principle,  and  for  the  good  of  business 
in  general.  As  a  usual  thing,  the  cheap 
sale  man  works  a  town  only  a  short 
time,  for  as  soon  as  the  people  get  wise 
to  the  game  and  begin  to  appreciate  that 
they  are  getting  cheap  prices  only  and 
not  by  any  means  bargains,  they  return 
to  the  regular  stores  where  satisfaction 
is  guaranteed,  while  the  erstwhile,  al- 
leged public  benefactor,  like  the  Arab, 
folds  his  tent  in  the  night  and  steals 
away.  However,  in  this  instance  the 
idea  was  to  hasten  the  tent-folding  fea- 
ture, and  the  merchants  have  the  opinion 
that  the  course  taken  in  killing  off  the 
first  of  the  sales  will  have  the  desired 
effect — certainly  so  far  as  the  first  sale 
was  concerned  the  merchants  sav  it  was 


a  pretty  dead  affair  for  the  newcomer, 
and  was  followed  by  a  period  of  marked 
inactivity  in  his  vicinity. 

A  Co-operative  Campaign. 
Collingwood  merchants  conducted 
their  big  demonstration  sale  for  ten 
days.  It  was  organized  through  the  Re- 
tail Merchants'  Association,  and  eight 
of  the  leading  firms  of  the  town  entered 
into  the  scheme.  Advertising  the  big 
event  was  left  almost  entirely  to  circu- 
lars, and  each  one  of  the  firms  issued  a 
printed  announcement,  together  with 
certain  lines,  in  which  prices  were  cut 
so  as  to  make  the  bargains  especially 
attractive. 

Circulars  Spread  by  Autos. 

The  distribution  of  these  circulars  and 
posters  was  arranged  co-operatively. 
Three  automobiles  were  used,  and  each 
store  supplied  the  services  of  a  man. 
For  three  days  the  distribution  con- 
tinued, and  in  that  period  every  house 
in  Collingwood  and  practically  every 
home  within  a  radius  of  fifteen  miles  was 
visited. 

That  the  merchants  were  right  to  the 
point  of  the  matter  will  be  noted  from 
ihe  announcement  issued  by  C.  C.  Begg, 
a  reproduction  of  which  appears  in  con- 
nection with  this  article,  and  from  the 
big  front  which  was  put  up  for  the 
event,  as  shown  in  the  cut.  From  the  an- 
nouncement we  quote: 

No  Circus  Advertisers. 

"We  will  demonstrate  to  the  people 
our  facilities  for  bargain  giving.  Big 
buying  is  the  power  for  right  selling; 
we  buy  in  large  quantities  for  four  large 
stores.  We  buy  for  cash;  no  quantity 
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is  too  large  when  price  is  right.  We 
don't  buy  old-fashioned  goods,  that  are 
dear  at  any  price,  nor  do  we  advertise 
bankrupt  stocks  that  never  existed.  We 
go  direct  to  the  manufacturers  and  buy 
salable  goods  that  the  people  want  at 
the  lowest  possible  price.  We  buy  goods 
we  can  guarantee;  our  guarantee  is  your 
money  back  if  not  satisfied.  The  sale 
will  be  conducted  by  our  own  staff.  We 
cannot  afford  to  import  sales  companies 
and  pay  then  10  per  cent,  commission  on 
all  goods  sold.  Besides  it  is  not  neces- 
sary. Our  goods  do  not  require  smooth 
talkers  or  circus  advertisers  to  sell 
them." 

Also  note  the  lettering  on  the  shield 
and  heart  design:  "We  shield  you  from 
high  prices"  and  "Heart-to-heart  talk 
about  quality." 

Ignored  in  Meaford. 

Meaford,  too,  has  had  an  experience 
with  a  cheap  sale  specialist,  but  recently 
he  quietly  disposed  of  his  store  there  and 
disappeared  to  some  distant  pasture — it 
would  not  have  to'  be  a  very  green  pas- 
ture to  be  a  tempting  one  under  the 
circumstances,  say  the  merchants  of 
Meaford. 

In  Meaford  the  attitude  of  the  mer- 
chants in  general  was  to  pay  no  atten- 
tion to  the  cut-throat  campaign.  They 
came  to  the  conclusion  that  the  best 
method  was  to  ignore  such  competition. 
They  say  that  the  result  was  that  the 
people  soon  came  to  appreciate  that 
they  were  paying  good  money  for  goods 
that  were  not  good,  and  that  a  bargain 
sometimes  is  not  a  bargain  at  any  price. 
In  any  event,  the  sale  specialist  did  not 
thrive  long. 


What  Good  Buying  Means  to  a  Business 

Too  Much  Reliance  Placed  Upon  Native  Shrewdness  —  Men 
Confuse  Shrewdness  With  Skill  —  Buying  is  the  Fuel  of  the 
Business  Machine. 

By  National  Association  of  Credit  Men. 


ONE  of  the  most  interesting  prob- 
lems in  commercial  affairs  is 
why  so  small  a  percentage  of  re- 
tail merchants  succeed  even  to  the  ex- 
tent of  remaining  in  business  and  meet- 
ing in  full  their  obligations,  though  they 
go  into  business  presumably  expecting  to 
do  better  than  make  both  ends  meet. 

The  answer  to  this  problem  is  that 
men  rush  into  business  ventures  with 
an  idea  that  it  is  a  very  simple  matter 
to  run  a  business  and  that  the  only  ele- 
ments that  really  enter  into  it  are  buy- 
ing and  selling.  They  have  no  idea 
how  involved  and  intricate  are  the  ele- 
ments that  go  into  the  making  of  a  gen- 
erally   successful   business. 

We  would  not  intrust  a  machine  for 
motive  or  productive  power  to  an  un- 
skilled laborer  if  safety  and  success  are 
to  be  assured,  and  so  it  is  that  the  busi- 
ness machine  breaks  down  and  brings 
disappointment  to  the  unskilled  and  un- 
fitted  operator. 

In  this  country  there  is  too  much  re- 
liance upon  native  shrewdness.  Men 
confuse  shrewdness  with  skill,  thinking 
they  are  identical  but  they  are  not,  for 
while  shrewdness  may  be  a  source  of  re- 
liance in  time  of  emergency,  it  is  skill. 
— or  honest,  energetic  application  of 
common  sense,  knowledge,  and  experi- 
ence to  the  task  in  hand, — that  builds 
substantially  and  makes  for  successful 
operation. 

Buying  is  the  fuel  of  the  business 
machine  and  should  be  the  first  subject 
for  the  exercise  of  skill  upon  the  part  of 
the  retail  merchant.  If  good  judgment 
is  not  used  as  to  quality  or  quantity 
the  business  machine  will  be  deficient  in 
profit-producing  power.  There  is  a 
homely  but  pertinent  maxim,  "Goods 
well  bought  are  half  sold."  It  takes 
skill  with  all  that  that  word  implies  to 
compass  this  first  requisite  of  profitable 
business.  Present-day  competition  calls 
for  such  skill  as  men  never  had  to  ex- 
ercise before  to  satisfy  rapidly  chang- 
ing   tastes    and    needs    of    the    consumer. 

and  create  new  demands  which  the  mer- 
chant must  arrange  t"  satisfy. 

This  leads  us  to  consider  the  relation 
of  buying  to  the  important  feature  of 
creating  a  debt,  for  the  meeting  of 
which  provision  must  be  constantly 
made,  A  debt  contracted,  known  com 
1II3    as  a   credit,  lias   two   terminals 

that  when  the  debt  is  contracted  OT 
the  credit  extended  and  that  when  the 
credit     L!    redeemed    or    the    debt    extin- 


guished— and  there  can  be  no  safe  and 
successful  start  from  the  first  terminal 
without  having  the  second  distinctly  in 
view. 

Dependence  cannot  be  placed  upon 
Providence  or  chance  to  extinguish  the 
debt.  Retail  merchants  fail  and  are 
unsuccessful  because  they  overbuy  or 
lack  the  skill  properly  to  adjust  pur- 
chases to  the  selling  power  of  their 
business  or  to  their  available  capital. 
which  eventually  brings  about  embar- 
rassment due  to  disproportion  of  ma- 
tured obligation  to  likely  be  available 
assets.  Overbuying  or  inflation  of 
stock  is  the  danger  against  which  every 
merchant    must    constantly    struggle. 

Therefore,  the  merchant  must  first  de- 
termine the  safe  purchasing  power  of  his 
capital  —  must  know  how  often  it  is 
necessary  for  the  stock  or  capital  to  be 
turned  over  each  year,  so  that  his  credit 
obligations  may  be  properly  provided 
for,  the  largest  discounts  availed  of,  and 
t he  expense  of  depreciation  for  undesir- 
able and  out-of-date  goods  kept  at  a 
minimum. 

In  illustration. — a  merchant  starts 
with  $5,000  capital  and  at  the  end  of  the 
year  lias  carried  an  average  stock  of 
$10,000,  had  total  sales  of  $15,000.  with 
a  gross  profit  of  25  per  cent,  and  an  ex- 
pense of  19  per  cent.  His  payments  for 
merchandise  had  averaged  30  to  60  days 
slow7,  with  the  assistance  of  a  small 
hank  credit.  The  result  would  approxi- 
mate the  following: 

Year's  gross  profits    $3,750.00 

Deduct: 
Operating  expenses   ..$2,850.00 

6%   on   capital    300.00 

Interest  on  overdue  ac- 
counts          150.00 

Interest  on  hank  loan.        60.00 
Depreciation  on  stock.      300.00 

$3,660.00 

Net    profit     $      90.00 

Should  this  merchant  have  carried  an 
average  stock  through  the  year  of  $.">.- 
000.  sold  for  the  year  $15,000.  on  a  cash 
basis  his  turn-over  of  capital  would 
have  been  three  times  during  the  \ear 
and  he  could  have  taken  advantage  of 
discounts  with  the  following  approxi- 
11  ate  results: 

Cross    profits    $3,750.00 

Discount     OH    merchandise    pur- 
chases           350.00 

Total    ,$4,100.00 
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Deduct: 
Operating  expenses    .  .$2,700.00 

fi';    on   capital    300.00 

Depreciation  on  stock.      200.00 


-$3,200.00 


Net  profit   $      900.00 

Skilful  buying  as  exemplified  in  these 
two  illustrations  would  have  spelled  suc- 
cess and  earned  a  difference  of  over  16 
per  cent,  on  the  capital  invested  by  this 
merchant,  and  given  to  the  business 
machine  its  fuel  on  a  profit-producing 
basis. 

These  two  illustrations  prove  that  it 
is  not  the  extent  of  gross  profit  that  as- 
sures success,  but  the  skilful  and  dis- 
creet handling  of  purchases  which  have 
eliminated  some  of  the  charges  against 
gross  profit  and  added  to  the  net  result 
which  is  the  real  test  of  profit-earning 
power. 

As  a  final  word,  for  it  cannot  be  too 
frequently  dwelt  upon,  sucess  in  retail 
merchandising  is  in  proportion  to  good 
buying,  for  upon  it  depends  the  rapid 
turn-over  of  capital,  the  securing  of  best 
iscounts,   and   a   reasonable   net   profit. 

@ 


JULY  SALE  THAT  DREW  REGULAR 
CHRISTMAS  CROWDS. 
(Continued  from  page  2. 1 
These  have  been  selling  at  98  cents  or 
$11.76  per  dozen.  For  the  July  sale 
these  probably  will  be  dropped  to  49 
rents,  exactly   cut  in  two. 

Remnants,  broken  lines,  etc..  will 
figure  in  the  sale,  but  if  they  are  at  all 
unseasonable,  not  to  the  extent  that  the 
other  lines   would. 

In  the  millinery  department,  of  course. 


THE  LEADERS. 
The  firm  believe  that  a  few 
slashing  reductions,  below  cost, 
are  good  pullers.  So  they  had  a 
"Downpour  of  Umbrellas,"  at  29 
cents,  $2.50  silk  for  $1.29:  13-cent 
English  print  for  5  cents,  and 
trimmed  hats,  up  to  $8  for  $1.98. 


there  is  a  good  chance  to  clean  out  stock. 

A    rather    clever    use    is    made    in    the 

•    of  special  drawing  cards:  millin- 

.i\    at   $1.98;   serpentine  crepe  at   half 

price  and  umbrellas  at  89  cents.  This  is 
a  typical  department  store  device  for 
sales  of  undisputed  values,  often  below 
cost   price  in  a   few  lines. 


Meaford,   a    Town    of    General    Stores 

Six  of  Such  Establishments  Pretty  Well  Handle  the  Trade  — 
Simple  Method  of  Keeping  Track  of  Stocks  —  How  Butter  and 
Eggs  Are  Handled  to  Bring  Trade  to  the  Store. 

By  a   Staff  Correspondent. 


MEAFORD,  June  2.— The  out- 
standing impression  in  connec- 
tion with  the  retail  business  of 
this  town  is  general  stores — the  general 
merchant  seems  pretty  well  to  control 
the  trade;  in  fact  there  are  very  few 
exclusive  stores  in  the  town.  Another 
impression  gained  after  talking  to  a 
number  of  the  business  men  is  that 
these  stores  are  doing  a  good  trade. 
Meaford  merchants  are  either  doing 
business  that  is  exceptionally  good  un- 
der the  prevailing  conditions  or  they 
must  take  first  rank  with  the  optimists. 
When  the  statement  is  made  in  this  con- 
nection that  the  only  one  manufacturing 
concern  is  not  working  and  that  a  big 
furniture  factory  is  doing  extra  time 
there  appears  to  be  foundation  for  the 
optimism.  Besides,  although  Meaford 
is  a  lake  town,  it  is  a  live  manufactur- 
ing centre  and  it  has  a  big  country 
trade  which  is  always  dependable. 

The  establishments  of  Gray  &  Co.,  E. 
Sewell,  E.  Abbott,  R.  E.  Main,  J.  Fligg 
and  Deitch  &  Co.,  are  all  general  stores 
and  they  carry  very  heavy  stocks  in 
proportion  to  the  premises  occupied. 
In  the  case  of  Gray  &  Co.,  an  effort  is 
being  made  to  double  the  capacity  by 
taking  in  the  store  adjoining  but  this 
arrangement  cannot  be  successfully 
made  just  at  the  present  time.  The 
men's  wear  department  has  been  estab- 
lished a  few  doors  up  the  street  and 
here  are  to  be  found  roomy  premises 
and  apparel  for  the  man  attractively 
displayed.  The  main  building  is  one 
hundred  and  thirty  feet  deep  and  be- 
sides dry  goods,  shoes,  ready  to  wear 
garments  and  shoes  and  groceries  in  the 
basement,  there  is  a  millinery  depart- 
ment on  the  second  floor  and  stock  rooms 
on  this  floor  and  the  third  floor. 

A  Pocket  Stock  Book. 

Keeping  track  of  the  stocks  of  such 
an  establishment  when  there  is  a  big 
turnover  compared  with  the  size  of  the 
establishment,  and  where  the  different 
departments  are  very  much  crowded, 
would  appear  to  be  a  serious  problem 
and  the  representative  of  The  Review 
discussed  this  interesting  point  with  W. 
H.  Smith,  the  manager  of  the  store. 

"Comparatively  simple,"  was  the  way 
Mr.  Smith  referred  to  this  problem, 
and  he  produced  a  small  book  which  he 
carries  in  his  pocket,  which  serves  as  a 
stock  record.  When  purchases  are  made 
and  goods  placed  in  stock  entries  are 
made   of  the   number   of   packages   and 


their  contents  in  this  small  book;  when 
stocks  are  brought  from  the  store  room 
for  the  retail  shelves  they  are  checked 
off  and  then  the  estimating  of  the  stocks 
can  practically  be  done  by  estimating 
what  is  on  the  shelf.  This  makes  the 
buying  a  comparatively  simple  matter. 
The  different  lines  are  given  individual 
numbers  and  the  numbers  used  instead 
of  names  and  descriptions. 

Dealing  in  Butter  and  Eggs. 

In  a  town  like  Meaford  where  there 
is  a  big  agricultural  trade  the  general 
merchant  must  not  only  consider  what 
the  farmer  may  want  to  buy  but  what 
he  has  to  sell;  the  farmer  comes  to  town 
with  his  butter  and  eggs  to  find  an  im- 
mediate market  and  when  he  finds  that 
the  supply  is  much  greater  than  the  de- 
mand he  looks  for  a  place  of  convenient 
disposal  of  the  surplus.  It  is  naturally 
the  merchant  who  can  make  arrange- 
ments for  the  handling  of  this  produce 
that  gets  his  trade. 

The  manner  in  which  this  trade  can 
be  taken  care  of  is  described  by  Mr. 
Smith,  who  states  that  Gray  &  Co.  find 
outside  sale  for  some  400  to  500  pounds 
of  butter  and  30  to  40  cases  of  eggs 
weekly.  These  are  either  shipped  to 
Toronto  or  sold  to  a  local  commission 
man ;  they  bring  a  very  small  profit,(  but 
it  is  not  for  this  advantage  that  they 
are  handled  but  rather  to  secure  trade 
to  the  store.  Mr.  Smith  explains  that 
the  eggs  taken  are  subjected  to  the 
candle  test  and  only  fresh  goods  accept- 
ed. As  regards  butter,  it  is  more  dif- 
ficult as  it  is  hardly  in  accordance  with 
a  trade-getting  policy  to  discuss  the 
merits  of  the  product  with  the  woman 
who  has  made  it.  Generally  speaking, 
the  exchange  is  on  a  trade  basis,  but  in 
some  cases  with  good  customers  part 
cash   is  paid. 

"How  do  you  handle  your  credits'?" 
was  a  question  asked  Mr.  Smith. 

"By  not  having  any,"  was  the  reply. 

The  manager  continued  with  the  ex- 
planation that  the  policy  of  the  Grav 
store  was  cash  business.  Occasionally, 
there  were,  of  course,  exceptions,  but 
hardly  more  than  would  serve  to  prove 
the  rule;  these  exceptions  usually  apply 
to  goods  which  may  be  taken  on  ap- 
proval. This  policy  has  been  followed 
by  the  store  for  years  and  it  has  natur- 
ally enabled  the  selling  of  merchandise 
at  closer  prices.  That  it  has  met  with 
success  is  indicated  by  the  volume  of 
trade  the  store  is  handling. 
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PLAN  OF  ONE  STORE. 
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Sketch  showing  the  interior  arrange- 
ment of  the  big  general  store  of  Gray  & 
Co.,  at  Meaford,  Ont.  The  back  portions 
of  the  main  floor  are  raised,  permitting 
of  the  installation  of  the  grocery  depart- 
ment  in   the   basement. 


The  Handling  and  Filing  of  Correspondence 

Filing  correspondence,  if  confusion  is  to  be  avoided,  must  be  carried  on  according  to  a 
definite  plan.  The  plan  here  described  is  designed  especially  for  filing  municipal  depart- 
mental correspondence,  yet  it  is  full  of  suggestion  for  the  inventive  mind  to  meet  special 
contingencies. 


THE  handling  and  filing  of  corre- 
spondence in  a  business  organiza- 
tion of  any  size  is  more  or  less  a 
complicated  matter;  but  in  an  organiza- 
tion having  a  large  number  of  depart- 
ments, and  where  letters  have  to  be 
passed  from  one  department  to  another, 
to  so  handle  the  large  amount  of  corre- 
spondence received  that  each  letter  will 
receive  proper  attention,  and,  when  fin- 
ally answered  and  ready  for  filing,  will 
be  filed  in  such  a  way  that  it  will  be  im- 
mediately obtainable  should  occasion 
arise,  is  indeed  a  difficult  problem. 

Such,  however,  is  the  work  to  which  S. 
Edgar  Trout,  municipal  accounting  and 
efficiency  engineer,  has  given  a  great 
amount  of  time  and  thought.  When  a 
young  man,  Mr.  Trout  decided  to  become 
an  expert  accountant.  To  this  end  he 
bent  all  his  energies  and  efforts.  Realiz- 
ing the  necessity  of  keeping  in  touch 
with  the  advanced  thought  of  the  world 
as  applying  to  his  special  field,  he  was 
always  ready  to  investigate  and  adopt 
any  labor-saving  device  for  the  benefit  of 
accountants. 

When  the  City  of  Philadelphia  wanted 
the  services  of  an  expert  accountant  cap- 
able of  taking  charge  of  the  innumerable 
details  connected  with  its  ever-increasing 
correspondence,  Mr.  Trout  was  among 
those  who  took  the  examination.  His 
previous  experience  enabled  him  to  carry 
off  the  honors  and  secure  the  coveted 
position. 

The  duties  of  this  position  included 
the  scientific  handling  of  business  corre- 
spondence, and  in  less  than  two  months, 
by  working  day  and  night,  Mr.  Trout  de- 
vised a  system  which  has  received  a  great 
deal  of  attention  from  the  officials  of 
Philadelphia  and  of  other  cities.  A  fea- 
ture of  the  system  is  a  series  of  symbols, 
consisting  chiefly  of  combinations  of  let- 
ters, by  means  of  which  correspondence 
pertaining  to  any  department  of  the 
city's  business  may  be  found  in  the  files 
instantly.  Fig.  1  shows  the  diagram  ar- 
ranged by  Mr.  Trout  for  the  Department 
of  Public  Works  of  Philadelphia,  and 
gives  the  symbol  letters  of  each  of  its 
units  together  with  those  of  other 
bureaus  and  departments.  It  will  be 
noticed  thai  each  "unit"  leading  from 
the  department  contains  a  Bymbol  letter. 
If  a  correspondenl  writes  the  depart- 
ment  on  any    Bubject,    the    department 

clerk    stamps    the    letter    with    a    rubber 
stamp,  called  "record  form."  gives  it  a 


number  to  correspond  with  the  business 
register  he  keeps  and  adds  the  symbol 
letter  of  the  bureau  to  which  it  should  go 
for  attention.  For  instance:  a  letter  re- 
garding street  lighting  would  be  stamped 
"L"  and  referred  to  the  Lighting 
Bureau.  In  answering  the  letter,  the 
Lighting  Bureau  sends  the  original,  to- 
gether with  the  answer  and  carbon  copy, 
to  the  Department  of  Public  Works, 
which  department  writes  the  correspon- 
dent, enclosing  the  answer  of  the  Light- 
ing Bureau.  The  original  letter  and  the 
carbon  copies  of  the  answer  are  sent  to 
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To  be   used   for   Sub- 
jects   Relating    to 

Correspondence    to    '■w 
Filed. 

E 

Alphabetically  by  names 
of  employees.  When 
more  than  one  name 
is  mentioned  in  a  piece 
of  c  o  r  r  espondence. 
enoigh     copies     should 

employee  mentioned. 
When  correspondence 
mentions  no  name,  hut 
simply  deals  with  title, 
file  alphabetically  by 
tule. 

G 

Gas   Mains: 

Q-L    Laying    

G-X     Miscellaneous. 
Complaints: 
About   lamps,    break- 
age,   outs,    defective 
leaks   and   repairs 

By  Method  1.  (See 
below.) 

K 

Alphabetically  by  name 
of  person  making  com- 
plaint. When  answer 
to  letter  is  made,  file 
it   with    complaint. 

L 

Lamps  —  Gas,      Gaso- 
line.   Electric: 

L-C    Changing    

L-D    Discontinued.. 

L-M    Moving    

L-N    New    Erections 
L-R    Relocations    .. 

L-X     Miscellaneous. 

Municipal : 
Allotment  or  orders 
from    Department . . . 

Reports  by   Inspectois 

By  Methods  1  and  2. 
(See  below.) 

M 
K 

By  Methods  1  and  2. 
(See  below.) 

By  Methods  1  and  2. 
(See  below.) 

X 

Miscellaneous   sutiji  cl  - 

which    can    not    be 
classed     under    any 

other     Bymbol     

lty  Methods  1  aivl  L 
(See  below.) 

l-'igure 

3. 

the  tile  clerk,  who  files  them  under  the 
proper  alphabetical  subdivision  in  the 
division  having  the  symbol  letter  com- 
hination  "D-L."  Where  more  than  one 
subject  is  to  be  considered,  the  symbol 
letter  of  each  department  to  which  the 
letter  must  be  referred  is  placed  on  the 
original  letter;  for  instance:  it'  a  ques- 
tion relating  to  water  service  is  asked 
in  the  same  letter,  the  initial  "W" 
would  be  added,  making  the  Bymbol  com- 
bination on  the  record  form  "D-L-W." 
The  file  clerk  would  then  have  each  de- 
partment in  turn  write  out  the  answer 
to  thai    part    of  the  letter  in   which   it   is 

concernedi    The  original  letter,  together 

with  the  answers  and  carbon  copies  from 
each  bureau,  are  referred  hack  to  the  de- 

6  « 


partment  and  handled  as  previously 
described. 

Fig.  2.  is  a  diagram  which  Mr.  Trout 
has  arranged  and  adopted  in  connection 
with  his  new  rules  to  meet  the  demands 
of  the  ever-increasing  business  of  large 
cities.  It  will  be  noticed  that  the  office 
of  the  mayor  controls  the  departments 
of  public  works,  public  safety,  etc.,  and 
that  these  departments  in  turn  control 
the  various  bureaus.  With  this  system  of 
symbol  letters  standing  for  different 
units  of  organization — each  department 
or  bureau — the  scheme  of  filing  and  lo- 
cating correspondence  is  readily  under- 
stood. 

Fig.  3  shows  a  portion  of  the  diagram 
for  a  system  installed  in  the  Bureau  of 
Lighting  of  Philadelphia. 

Mr.  Trout's  rules  for  filing  correspon- 
dence are  as  follows : 

1.  Mail  Register. — A  business  register 
is  kept  of  every  piece  of  mail  received, 
its  distribution  and  disposition. 

In  this  way  a  check  is  maintained  on 
the  attention  and  promptness  of  depart- 
ment managers,  or  whoever  attends  to 
answering  correspondence.  As  this  regis- 
ter is  numbered  consecutively,  nothing 
can  be  overlooked. 

2.  Department  Mail. — Customers  fre- 
quently write  letters  which  refer  to  sev- 
eral departments.  As  this  correspon- 
dence is  received,  each  department  para- 
uraph  should  be  stamped  by  a  rubber 
stamp  with  a  symbol  letter,  indicating 
thp  departmei.t  through  which  it  ( 
from  one  department  to  another  for  at- 
tention, and,  if  not  so  transferred,  the 
blame  can  be  placed  where  it  belongs. 
Carbon  copies  may  be  made  on  different 
colored  paper  to  facilitate  departmental 
reference  to  correspondence  files. 

3.  Correspondence  Filed. — No  corre- 
spondence should  be  taken  from  files  ex- 
cept on  sisrned  requisitions,  so  that,  if 
correspondence  is  not  in  the  folder,  the 
requisition  will  show  its  location. 

4.  Vertical  Files  are  recommended  as 
convenient  for  all  sizes  and  purpof 

5.  Correspondence  Dictation.  —  Much 
time  is  saved  by  designating  each  letter 
dictated  by  number,  the  stenographer  ob- 
taining name  and  address  from  letter 
answered.  This  plan  prevents  a  multi- 
tude of  mistakes. 

ti.  Correspondence  Improvements. — 
The  correspondence  clerk  should  be 
trained  to  use  the  simplest,  as  well  as  the 
most  effective  language  possible,  to  ac- 
quire  a    recognisable   and    pleasant    per- 
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sonality,  to  avoid  persiflage  in  ordinary 
business  communications — paying  great- 
est attention  to  the  most  essential  points, 
so  as  to  follow  the  well-known  traditions 
of  the  house. 

7.  Carbon  Copies  should  be  made  of  all 
answers  to  letters,  the  same  being  at- 
tached to  the  correspondence  answered, 
and  both  filed  away  together.  Therefore, 
when  reference  is  made  to  a  letter,  the 
answer  is  found  in  one  operation. 

8.  Economy. — Concerns  having  several 
departments  will  do  well  to  provide  the 
mailing  clerk  with  envelopes  to  those 
persons  with  whom  the  firm  are  constant- 
ly in  correspondence,  so  that  at  the  end 
of  the  day  the  different  departments' 
mail  can  go  in  one  envelope,  thus  saving 
postage. 

Mr.  Trout  is  now  installing  systems  in 
some  large  manufacturing  plants,  and  is 
about  to  start  teaching  his  system  of 
correspondence  procedure  in  one  of  the 
colleges  of  Philadelphia. 

Herewith  is  illustrated  a  system  put 
in  at  the  office  of  Keystone  Lubricating 
Co.,  Philadelphia,  which  is  without 
doubt  the  best  and  simplest  system  of 
filing  orders  ever  used  by  any  large 
manufacturing  company — where  they 
handle  600  odd  orders  a  day.  Each 
drawer  here  represents  a  state  and  is 
subdivided  with  movable  partitions  into 


counties.  In  each  county  space  he  simply 
places  folders — A  to  Z,  each  customer's 
order  being  placed  alphabetically  in  such 
folder,  as  stands  for  his  name,  so  file 
clerk  can  simply  go  to  drawer  represent- 


carrier  block,  as  all  letters,  folders, 
guides,  etc.,  stand  in  a  vertical  position 
and  cannot  get  misplaced  or  fall  over  oh 
one  another  as  is  usually  the  case  in 
vertical  filing. 
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Handles  600  Orders  Daily — A  Drawer  for  Each  State. 


ing  state,  look  for  John  Doe  in  County 
Section  D-folder  and  find  his  customer's 
order  at  once.  Not  necessary  to  look  up 
card  index  or  hunt  over  maps. 

One  of   the   great   advantages   of   the 
system  is  the  doing  away  with  rod  and 


For  classifying  or  filing  correspond- 
ence in  the  stationery  business,  we  re- 
commend symbol  filing,  similar  to 
that  used  by  City  of  Philadelphia  or 
John  Wanamaker.  For  instance,  place 
(Continued  on  page  10.) 
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UNITS    OF    ORGANIZATION 

DEPARTMENT  OF   PUBLIC   WORKS 

AND  ITS 

CORRESPONDENTS 

Figure   1. 


Strong  and  Weak  Points  of  Dollar  Day 

Opinions  of  Business  Men  Are  Generally  in  Favor  of  the  Big  Sale 
Day — Criticism  is  Offered  That  it  is  Not  Good  for  the  Store  With 
a  Farsighted  Business  Policy  and  Steady  Trade — Read  What 
They  Say. 

Second  Article  of  Series  by  Staff  Correspondent. 


THE  question  of  the  merits  of  Dol- 
lar Day  is  like  all  other  questions 
in  having  two  sides  to  it — in  most 
other  respects  it  is  different,  and  it  is 
the  novelty  which  is  one  of  its  greatest 
recommendations  from  the  standpoint 
of  arousing  public  interest.  Speaking 
generally,  Dollar  Day  seems  to  have  the 
majority  of  the  popular  vote  with  the 
merchants — criticisms  are  not  general, 
although  there  are  some  good  arguments 
against  the  holding  of  such  sales. 

If  a  general  criticism  might  be  of- 
fered it  would  be  against  overdoing  it. 
Dollar  Day  is  successful  largely  as  a 
novelty ;  once  it  may  be  a  great  success, 
or  once  a  year  for  several  years  it  may 
pull  trade,  but  such  sales  should  not  be 
held  too  often. 

The  Review  has  secured  the  opinions 
of  several  leading  merchants  in  Ontario 
towns  where  such  sales  have  been  held, 
and  the  majority  of  them  are  enthusias- 
tic over  the  results  attained,  but  there 
are  some  of  the  "old  reliable"  business 
houses  with  a  steady,  if  not  conservative, 
policy  where  sales  of  this  kind  are  not 
enthusiastically  endorsed. 

The  big  advantage  of  the  Dollar  Day 
sale  is  to  the  man  who  carries  specialty 
lines  and  who  finds  thai  at  the  end  of 
the  season  he  has  a  lot  of  dead  ends  of 
stock  which  it  will  pay  to  sacrifice  for 
a  proportionately  small  amount  of  live 
dollars.  Undoubtedly  to  such  a  store 
the  sale  is  a  great  advantage  and  there 
is  much  to  be  said  for  the  argument  that 
while  the  bargains  draw  the  crowds  to 
the  store,  it  is  not  only  the  cut  rate 
goods  which  are  purchased — receipts  in- 
dicate this  to  he  a  fact.  On  the  other 
band,  tin'  merchant  who  buys  close  or 
who  carries  staple  lines  lias  little  to  of- 
fer in  such  a  sale  unless  he  <j-oes  into 
the  market  and  makes  special  purchases, 

and  this  it  not  often  easy  to  do  to  ad- 
vantage. 

Drawing  in  the   Stranger. 
Looking    at    Dollar    Day    in    a    general 
Way,    it     would    appear    that    among    its 
best,  recommendations  is  one  that  often 

may  be  overlooked,  and  that  is  the  Lren- 
eral  effect  of  drawing  the  people  to  the 
city  or  town  from  a  large  territory.  The 
progressive    business    man     likes     to    see 

Btrangers  in  his  store;  in  every  Btranger 

there   is  the   prospect    of   m    permanent 

customer,    and    Dollar    Day    brings    a    lot 

of  Bti  to  town. 


The  big  sale  day  is  also  mentioned  as 
a  factor  in  keeping  dollars  in  the  town 
which  might  go  to  the  larger  cities.  There 
is  considerable  to  be  said  for  this  argu- 
ment, too,  but  perhaps  the  benefit  in- 
directly secured  is  more  important — that 
is  in  extending  the  circle  of  acquaintance 
in  business  rather  than  the  number  of 
dollars  that  may  be  taken  in  during  the 
single  day. 

But  then,  argues  another,  does  a  store 
give  its  best  impression  during  a  one-day 
sale? 

Here  are  a  few  of  the  opinions: 

They  Favor  Dollar  Day. 

"If  we  had  known  it  was  going  to  be 
such  a  huee  success,  we  would  have  put 
on  more  help  and  grabbed  three  or  four 
hundred  more." — Or.  "W.  McFarland, 
Sudbury,    Ont. 

"Never  before  in  my  experience  in 
the  mercantile  business  have  I  seen  a 
more  successful  sale." — A.  Silverman. 
Clothing  and  Furnishings,  Sudbury.  Ont. 

"Our  sales  totaled  greater  for  that 
day  than  any  day  in  our  history  of  four 
years  back." — Geo.  Vickers.  dry  goods 
merchant.   Barrio.   Out. 

"The  Dollar  Day  sale  was  the  most 
successful  sale  in  our  store.  Not  only 
in  point  of  dollars,  for  our  sales  exceeded 
any  day  in  the  past  two  years,  but 
many  strangers  attended  the  event." 
F.  N.  FeConnell.  Welland,  Ont. 

"When  coming  in  on  this  sale  was  dis- 
cussed with  me  T  felt  there  was  little  in 
it.  hut  T  took  part  because  T  did  not 
wish  to  steal  the  other  fellow's  advertis- 
ing. T  must  say  now  that  T  was  much 
mistaken,  and  we  turned  more  dead 
stock  into  good  money  than  T  believed 
was  possible,  anil  1  assure  you  the  sale 
was  a  perfect  success  with  me." — John 
NfcLeod,  dry  Lroods  ami  olothing,  Sud- 
bury,  Ont. 

Best   Cash    Sales. 

"It  was  a  splendid  success  in  every 
respect,  the  only  drawback  being  we  did 
not  have  the  sales  people  or  room 
enough  to  handle  the  crowd.  Our  Btore 
was  tilled  with  customers  from  S  a.m. 
until  8  p.m.,  when  we  closed  for  the 
day.  1  do  not  think  we  ever  before  had 
so  many   people  in  our  store  eontinums- 

lv  during  every  business  hour.    Except- 
ing the  day  before  Christmas,  the  cash 

•-ales    were    the    largest     since    T    located 

in   Sudbury,   -even   years  ago."     P.    M. 


Stafford,    dry    goods     and      furnishings, 
Sudbury,  Ont. 

Like  a  Circus  Crowd. 
"I  did  not  think  it  would  be  a  suc- 
cess here,  as  nothing  brought  a  ciawd  to 
town  here  but  a  circus.  ...  I  was 
very  much  mistaken.  The  townspeopple 
are  talking  about  the  crowd  that  was 
on  the  streets  that  day  ever  since.  My 
sales  that  day  were  ahead  of  Christmas 
eve.  I  sold  ten  dozen  hats,  for  one 
thing,  the  major  portion  of  which  were 
out-of-date  shapes  that  I  could  not  pos- 
sibly sell  any  other  time.  I  will  be  right 
in  line  for  another  such  day  when  the 
time  comes  around." — P.  S.  Frawley, 
men's  outfitter,  Sudbury,  Ont. 
Doubtful  of  Advantages. 
After  experiencing  two  Dollar  Days 
in  Midland.  W.  E.  Preston,  manaser  of 
the  Play  fair.  Preston  Co. 's  big  store,  is 
rather  skeptical  of  the  benefits  of  such 
sales.  "I  do  not  think  that  Dollar  Day 
is  good  for  the  business  man  who  .s  out 
to  build  up  a  solid  trade."  aid  Mr.  Pres- 
ton, and  continuing,  he  explained  that  in 
a  store  where  the  buying  was  conducted 
on  a  sound  basis  and  in  close  relation  to 
the  turnover  of  the  department,  tiiere 
was  little  need  for  sales  to  clean  up  dead 
ends.  Tn  his  store  it  meant  that  if  there 
were  to  be  enough  bargains  to  satisfy 
the  demand,  staple  lines  would  have  to 
he  cut  or  they  were  forced  to  go  into 
the  market  and  pick  up  odd  lines:  at  the 
present  time  this  it  not  difficult  to  do. 
but  under  normal  conditions  it  cannot 
always  he  done  to  advantage. 

Mr.  Preston  speaking  further,  objected 
to  the  organization  of  the  sales  by  out- 
siders;  he  did  not  believe  in  influences 
being  introduced  which  might  spread  to 
great  proportion  a  Then,  too,  as  to  the 
money  taken" in.  there  was  the  argument 
that  if  people  did  not  buy  one  day 
they  would  another,  and  before  and 
after  such  sales  general  business  was  un- 
doubtedly   affected. 

Try  Something  Else. 

At  the  store  o(  Horrell  &  Son.  Mid- 
land, the  opinion  of  the  manager.  Mr. 
llorrell.  dr..  was  generally  in  favor  of 
the  sale,  so  tar  as  the  policy  was  con- 
cerned. It  represented  a  bis:  saeh  re- 
turn and  helped  to  clear  up  stocks;  cus- 
tomers when  they  bought  goods  at  a 
big   price   sacrifice   did    not    look    for   the 

atinued  on  pnere  \0.) 
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Fable  of  the  Gink  Who  Wanted  a  Raise 

BY  FRANCIS  GROVER  HARRISON.* 

ONCE  there  was  a  clerk  who  wanted  a  Raise. 
Not  that  the  Species  is  Rare,  but  it  has  Unlimited  possibilities. 
Very  Often,  Late  at  Night,  when  he  came  hame  all  tired  out  from  Playing  Billiards  he 
could  not  sleep  for  thinking  of  how  to  get  a  Bigger  Pay  Envelope. 

Somewhere  he  had  read  that  to  him  that  waits,  all  Things  come. — 

But  if  this  Raise  was  on  Its  Way,  it  must  have  been  Lost  in  Transit,  for  not  even  a  Bill 
of  Lading  showed  up. 

So  one  Bright  Day,  he  threw  over  the  Crank,  set  the  Motor  working  and  got  his  Courage 
up  to  the  point  of  asking  for  it. 

Full  of  Bright  Shining  Hope  he  entered  the  Firm's  Office.  With  Hope  congealed  into  a 
Solid  Mass  of  Ice  he  made  his  Exit. 

To  be  Brutally  Frank,  there  was  Nothing  Doing. 

Of  course,  the  Firm  was  unappreciative.  They  always  are.  But  he  would  give  them  Some- 
thing to  be  unappreciative  of. 

From  that  Date,  there  would  be  no  more  working  his  Head  off,  even  though  in  its  present 
condition  that  would  have  been  an  Easy  Accomplishment. 

So  he  sulked  behind  the  Counter  and  did  only  what  he  was  paid  for.  In  fact  he  not  only 
scraped  the  top  of  the  Measure  even,  he  shaved  off  a  Bit  More. 

And  then  one  morning  as  he  listened  to  the  Alarm  Clock  ringing  for  the  Third  Time,  he 
had  another  Brilliant  Idea. 

The  Way  to  get  that  Raise  was  to  get  in  "Solid,"  he  would  do  the  Tammany  Stunt  and 
play  a  little  Politics. 

So  he  began  making  Friends  with  those  who  were  Next.  Private  Secretaries  to  the  Big 
Bosses  were  his  Particular  Meat. 

Day  after  day  he  lunched  with  them,  and  blithely  paid  the  Bills  for  the  Games  of  Pool  he 
tossed  their  Way. 

Not  only  was  This  the  Life ;  it  was  the  Highroad  to  Success. 

But  strange  to  say  somebody  had  strewn  Broken  Glass  along  the  Highroad,  and  his  Hot- 
Air  Tires  blew  up  with  a  Dull  Moaning  Thud. 

Not  only  did  the  Private  Secretaries  fail  to  see  any  Connection  between  Playing  Pool  and 
using  their  Influence  in  his  Favor ;  Influence  itself  was  mostly  not. 

So  one  day  he  casually  strolled  into  the  Firm's  Office  and  tried  Method  Number  Three. 
He  incidentally  mentioned  a  Certain  Mysterious  Offer  from  a  Firm  out  West  at  a  Bigger 
Salary. 

But  of  course,  he  would  rather  stay,  provided  the  Salary  matter  was  fixed  up. 

It  was  the  Old,  Old  Gag,  only  he  didn't  know  that  Big  Business  had  quit  being  held  up  in 
this  Way  about  the  time  Dewey  captured  Manila. 

And  when  they  called  his  Bluff,  he  simply  had  to  string  along  for  want  of  a  better  Job  to 
go  to. 

But  he  had  still  another  Card  up  his  sleeve. 

He  took  to  himself  a  Wife. 

Ah,  that  was  the  Panacea.  They  could  not  fail  to  Come  Across  when  they  considered  the 
High-Cost  of  Married  Life  and  the  Pitiful  Pittance  he  was  getting. 

Unfortunately,  they  were  as  Blind  to  Cupid  as  they  were  to  Real  Ability,  and  the  Raise 
still  refused  to  be  Shooed  from  its  Hiding  Place. 

So  he  and  Wifie  had  to  Jog  along  on  the  same  old  Salary. 

Now,  if  Johnny  had  put  all  the  Energy  into  his  work,  that  he  did  into  thinking  up  Schemes, 
he  would  have  had  the  Raise  long,  long  before. 

But  it  happened  that  Necessity  was  not  only  the  Mother  of  Invention,  she  was  the  Step- 
Mother  to  Advancement. 

So  Johnny  began  to  try  the  Only  Course  left  open,  Hard  Work. 

Of  course  you've  guessed  the  Moral.  He  did  a  little  More  than  he  was  paid  for  and  Got 
Away  with  it. 

Wrong  Again!  He  began  doing  just  what  he  was  paid  for  Doing.  But  he  did  it  so 
Darned  Well  that  the  Firm  began  to  take  notice. 

And  in  a  couple  of  Years  Johnny  and  Mrs.  Johnny  moved  into  a  Better  Flat  where  John 
could  get  to  Work  Earlier,  for  it  just  did  seem  that  the  Days  weren't  long  enough. 

MORAL:  Most  Minds  can  think  of  but  One  Thing  at  a  Time.  Those  that  are  filled  with 
Self-Pity  haven't  much  Room  left  for  Concentrated  Endeavor. 

— *In  Women's  Wear    New  York. 
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STRONG  AND  WEAK  POINTS  OF 
DOLLAR  DAY. 

(Continued    from    page   8.) 
besl   of  <|u;ility  or  the  latest   styles.  How- 
ever.   Mr.    Eorrel]    was    doubtful    as   to 
whether   there    would    he   another   Dollar 


Day  in  Midland.  ""Something  else  next 
year,"  was  t he  way  he  expressed  him- 
Belf,  intimating  that  the  novelty  had 
worn  off  and  that  a  new  Bcheme,  if  any. 
would  have  to  be  tried  to  bring  the  re- 
sults. 


How  the  Paper  Boosted  It 


What  is  Dollar  Day? 

It  is  a  day  set  aparl  to  prove  to  the 
public  that  a  dollar  will  buy  more  in 
Midland   than    most    towns   in   Ontario. 

Why    is    it    called    Dollar    Day.' 

Because  the  sales  put  on  on  that  day 
will  be  distinguished  for  Dollar  Bar- 
gains. 

"Who  are  the  prime  movers  in  Dollar 
Day  7 

The    businessmen    of    Midland. 

How   many   will   participate? 

All,  or  nearly  all,  of  them. 

Is  Dollar  Day  a  one-day  affair? 

Yes;  although  the  bargains  will  be  ex- 
hibited in  the  display  windows  three 
days  before  the  day,  no  goods  will  be 
sold  until  Dollar  Day. 

Will  the  Dollar  Day  stores  be  dis- 
tinguished   from   others? 

Yes.  The  names  of  Dollar  Day  mer- 
chants will  be  published.  Also  the  Dol- 
lar Day  stores  will  display  green  and 
yellow  bills  on   their  windows. 

Will  the  merchants  offer  Dollar  Day 
bargains  after  Dollar  Day? 

No.  The  agreement  is  that  Dollar 
Day  price  tags  come  off  next  morning. 

Will  I'  "!■<>  be  many  strangers  attend 
this  event  .' 

Yes.  The  people  for  miles  around  are 
coming   to    Midland   on   this   day. 

How  do  you  arrange  for  the  (dub 
rate? 

Simply  arrange  a  party  of  ten  and 
ask  the  ticket  agent  for  the  rate.  He 
will  do  t  he  rot. 

Will     a     merchant     be    allowed     to    sell 

anything  he  wishes  .' 

lie  may,  of  course,  run  his  store  to 
suit  himself,  but  it  will  pay  best  to  stick 
as  far  as  possible  to  the  feature  of  spe- 
cial  Dollar  Bargains. 

It    would    he   a   - 1    thing  to   make   big 

purchases,  wouldn't   it? 

Yes.      The    power   of    a    dollar    will    be 

much  greater  on  this  day  than  ever  he 

fore. 

Will   the  merchants  announce  their  of- 

ferii 

Yes.  Watch  the  issues  id'  this  paper 
lor  special  announcements  of  Dollar  Day 
merchants. 

Will    the    stores    lie    open    Thursday 

e\  en 

Yes.       All     Dollar    Day     stores    will    be 

open  unl  d  H>  p.m.  Dollar  Daj 


THE  HANDLING  AND  FILING  OF 
CORRESPONDENCE   . 

(Continued  from  page  7.) 

your  letters  in  folders,  marked  A  to  Z. 
the  alphabet  letter  standing  for  name  of 
writer.  Then  use  a  guide  board  tabbed 
0  for  orders,  I  for  inquiry,  E  for  esti- 
mates, B  for  bills.  S  for  shipments,  etc.. 
as  necessary  in  classification,  according 
to  business.  These  guides  are  placed 
in  different  sections  in  divided  drawers, 
each  followed  by  the  A  to  Z  folders.  If 
you  should  get  an  order  from  John  Smith 
file  it  after  O-guide  in  folder  S,  or  if  you 
uave  an  estimate  to  John  Brown  you 
simply  go  to  file  see  guide  E  and  look  at 
folder  B. 

Anyone  with  good  business  judgment 
can  arrange  your  files  and  find  your 
letters,  orders,  etc. 

In  selling  folders  and  guides  to  go  with 
vertical  files,  your  salesman  will  have  no 
trouble  describing  this  simple  svstem. 
and  it  should  help  your  sales  on  vertical 
filinc  devices. 


GUELPH  CLERKS  BRANCHING  OUT. 

Guelph,  Ont..  June  10.— (Special).— 
When  the  Retail  Clerks' and  Salesmen's 
Association  of  this  city  organized  more 
than  a  vear  asro,  it  was  only  with  the 
hope  of  securing  annually  a  weekly  half 
holiday  during  the  summer  months. 
But  a  banquet  last  week — the  first  held 
b\  the  association — marked  a  new  era 
in  the  work  of  this  body.  Tt  is  now 
branching  out  alon<r  educational  lines 
and  is  destined  to  become  a  highly  suc- 
cessful organization  from  this  stand 
point. 

Anion";  the  items  on  the  programme 
were  several  solos  and  musical  numbers 
by  members  of  the  association.  This  is 
an  organization  which  recognizes-  both 
sexes  on  an  equality  basis  and  although 
the  president.  Mr.  Tovell.  and  the  secre- 
tarv.  C.  W.  P.  Cur/on.  belong  to  the  so- 
called  "sterner"  s,.N  vot  the  Indies  are 
interested  workers  and  graced  the  din- 
ner by  their  presence. 

A  talk  was  given  by  B.  T.  Huston.  To- 
ronto (Canadian  drocer  staff),  on  the 
methods  of  Belling  -roods  which  would 
class  a  clerk  in  the  ranks  of  salesmen, 
and  on  eliminating  the  unnecessary 
10 


work  in  the  store  so  the  business  may 
run  along  on  the  most  efficient  lines.  He 
spoke,  not  from  the  standpoint  of  a  man 
behind  the  counter,  but  as  one  whose 
duties  naturally  cause  him  to  be  in- 
terested in  salesmanship  and  efficiency 
and  as  one  who  had  observed  these 
things  practiced  by  good  merchants 
whom  he  had  interviewed  and  merchants 
from  whom  he  purchased  goods.  Each 
point  was  illustrated  by  an  actual  experi- 
ence that  had  come  under  his  obser- 
vation. 

Knowledge  of  the  goods,  knowledge  of 
the  customer,  courtesy,  satisfactory  ser- 
\  ice.  and  aggressiveness,  he  pointed  out, 
were  all  essential  to  the  good  salesman. 
"But  the  degree  of  success  of  any 
salesman,"  he  added,  "must  be  based 
upon  the  amount  of  goods  he  sells  over 
and  above  the  actual  demands  of  the 
customer  whom  he  serves,  providing, 
those  goods  are  sold  at  profitable  prices. 
Almost  anyone  can  sell  a  customer  an 
article  for  which  she  makes  a  special 
trip  to  the  store  but  it  requires  the  work 
of  a  salesman  to  sell  her  other  goods  to 
her  entire  satisfaction." 

A  window  trimmer,  a  show  card  ar- 
tist and  an  ad-writer  who  can  CREATE 
demand  by  his  work  must  also  be  in- 
cluded in  the  ranks  of  the  salesmen. 

Manner  of  approaching  a  customer 
who  has  just  come  into  the  store  and 
of  methods  endeavorimr  to  make  an  ex- 
tra sale  when  the  customer  had  secured 
what  he  came  for,  were  referred  to.  In 
regard  to  the  latter.  Mr.  Huston  referred 
to  the  kind  of  answer  that  usually  fol- 
lowed the  negative  question.  "If  a  cus- 
tomer were  asked  the  question  'nothing 

else?'      'You    wouldn't    want    a   . 

to-day.  would  you.'  etc.,  the  natural 
answer  was  'No.'  'Anything  else.'  is  bet- 
ter than  'nothing  else,'  but  it  is  not  al- 
together conducive  to  a  favorable 
answer.  Better  offer  a  definite  sugges- 
tion about  why  some  particular  line 
should  be  bought — then  the  customer 
has  something  tangible  to  consid. 

"Efficiency,"  ho  said,  "was  nothing 
more  than  doing  the  right  thing  at  the 
riLrht  time.  To  do  this  one  must  know 
what  to  do  and  then  how  to  take  the 
shortest  and  leas:  expensive  route  to  ac- 
complish the  act."  0*868  were  cited 
where  this  principle  had  cut  down  costs 
in  stores  and  manufacturing  plants,  and 
where  the  absence  of  it  was  meaning  in- 
efficient Bervice,  leaks  in  the  business 
and  loss  of  custom.  A  vote  of  thanks 
was  tendered  Mr.  Huston  for  bis  talk. 

It  was  decided  that  further  meetings 
of  a  similar  character  would  be  held  in 
future  ami  a  vote  of  thanks  was  tendered 
the  officers  for  arranging  it.  The  decis- 
ion was  also  readied  to  run  an  excur- 
sion on  one  of  the  Thursday  half  holi- 
days during  July  or  August  This  will 
ii--  enounced  later. 
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SCANNING  ADVERTISING  MEDIUMS 

THE  movement  in  Canada  and  the  United  States  to 
eliminate  misleading  statements  in  advertising  has 
now  reached  a  logical  development  in  the  formation 
of  a  society  to  investigate  the  claims  of  circulation  of 
various  advertising  mediums  If  the  public,  heretofore, 
have  been  at  the  mercy  of  unscrupulous  claims  on  the 
part  of  some  retailers,  and  the  latter  have  been  misled  by 
some  jobbers;  both  alike  have  been  preyed  upon  by  a  cer- 
tain percentage  of  advertising  solicitors  whose  claims  were 
"marked  up"  without  coming  under  the  usual  retail  pro- 
cess of  a  subsequent  marking  down. ' '  This,  as  in  the  case 
of  the  honest  advertiser,  was  unfair  treatment  for  the 
honest  solicitor  of  the  advertising  medium.  Hence  the 
formation  of  The  Advertising  Audit  Association,  an  or- 
ganization of  advertisers,  publishers  and  advertising 
agencies  to  wipe  out  the  circulation  "liar."  The  Associa- 
tion, which  already  includes  several  Canadian  members 
will  conduct  systematic  examinations  of  the  books  of  ad- 
vertising mediums,  certify  to  their  worth,  and  transmit 
the  information  to  the  members.  Points  considered  will 
be  quantity,  quality  and  distribution,  the  three  cardinal 
divisions  of  advertising  worth.  A  fund  of  over  $100,000 
has  been  pledged  for  the  expenses  of  the  investigations, 
which  promise  to  develop  into  a  national  campaign. 


PLAN  A  VACATION  FOR  YOURSELF 

THE  REVIEW  has  met  a  number  of  merchants  who 
have  said,  "I've  never  taken  a  regular  summer  holi- 
day in  five  years,  only  a  day  off  now  and  then.  I 
never  seem  to  have  the  time."  Some  have  said  it  with 
conscious  pride;  some  with  regret.  The  former  offer  a 
rocky  field  for  missionary  effort ;  the  latter  are  more  hope- 
ful. Their  tone  implies  at  least  that  they  would  if  they 
could;  that  they  are  trying  to  work  it  out  for  next  sum 
mer  It  seems  almost  an  axiom  to  remark  that  the  pro- 
prietor who  has  not  reached  the  condition  where  he  has 
capable  under-studies  requiries  a  two  or  three  weeks'  rest 
more  than  any  of  his  employees.  But  some  go  on,  toiling 
early  and  late,  and  pay  the  toll  for  working  the  machine 
of  life  beyond  its  guaranteed  capacity.  As  has  been  re- 
marked, "Life  on  earth  is  short  and  we  are  a  long  time 
dead." 

The  fear  that  "The  store  cannot  get  along  without 
me,"  is  usually  the  excuse  and  often  the  reason  for  tossing 
aside  the  holiday  slip  that  should  have  a  yearly  place  in 
your  own  pay  envelope.  In  many  cases  it  is  not  to  the 
credit  of  the  proprietor  if  he  has  no  one  whom  he  has 
trained  to  take  his  place  for  two  weeks  during  an  off- 
season. Often  this  testing  out  of  the  temporary  manager 
turns  out  to  be  one  of  the  most  valuable  of  experiences 


both  for  yourself  and  for  him.  It  may  mean  the  possi- 
bility of  reconstructing  the  relation  of  yourself  to  your 
own  business,  the  shifting  of  many  a  load,  greater  leisure 
for  a  broad  planning  in  future,  a  conservation  of  your  own 
energy.  Business  to-day  issues  an  imperative  demand 
for  it. 


THE  JULY   SALES 

HAVE  you  bought  up  those  leaders  for  your  July 
sale  yet?  Give  the  public  some  real  enticing  bar- 
gains, like  the  departmentals  do,  and  watch  them 
wade  in.  Better  to  lose  a  small  sum  on  a  few  articles  by 
a  big  reduction  on  each,  than  a  big  sum  by  a  small  reduc- 
tion on  every  article  in  your  store.  And  in  your  plans  for 
distributing  your  advertising  matter,  copy  the  example 
of  the  Brockville  store  described  in  this  issue,  or  in  other 
words,  if  you  want  a  thing  done  right,  do  it  yourself, — 
or  keep  an  eye  on  the  boys  you  hire  to  do  it. 


DOLLAR   DAY  AGAIN 

WHATEVER  may  be  the  permanent  influence  of  Dol- 
lar Day  sales,  there  can  be  no  doubt  that  they  have 
been  very  popular  with  many  of  the  merchants  in 
the  different  towns  and  cities  in  which  they  have  been 
held,  and  reference  need  not  here  be  made  to  the  big 
crowds  which  have  been  brought  to  the  different  stores,  or 
the  large  cash  receipts  which  in  many  cases  have  made 
new  sales  records.  As  a  means  of  clearing  up  old  stocks 
and  dead  ends  there  can  be  no  doubt  about  the  effective- 
ness of  the  sale;  with  merchants  who  have  such  stocks  on 
hand  at  certain  seasons  the  chance  to  get  some  live  dollars 
from  dead  goods  has  made  a  strong  hit. 

In  addition  to  this  main  advantage  of  clearing  stocks 
there  are  the  additional  recommendations  that  the  sale 
attracts  shoppers  to  the  city  or  town  from  without  the 
usual  bounds  of  the  business  district,  and  again  there  is 
the  argument  advanced  that  it  retains  money  in  the  local 
business  houses  which  might  otherwise  be  carried  away 
by  a  postage  stamp. 

But  not  every  merchant  has  the  idea  the  advantages  of 
the  Dollar  Day  sales  are  as  real  as  they  appear  on  the 
surface.  There  is  an  objection  to  the  outside  influence 
which  is  sometimes  a  feature,  and  there  is  the  objection 
made  by  the  merchant  who  by  modern  merchandising 
methods  keeps  his  stocks  comparatively  clean,  that  in  a 
sale  of  this  kind  to  provide  bargains  for  the  demand,  he 
must  either  go  into  the  market  and  buy  new  goods  or 
cut  prices  on  lines  which  would  be  fair  sellers  in  the  usual 
way.     Then  there  are  business  men  who  believe  that  the 


11 


DRY    GOODS    REVIEW 


sale  idea  loses  many  of  its  benefits  from  the  fact  that 
receipts  for  days  before  and  after  the  event  are  interfered 
with. 

Dollar  Day,  as  we  have  pointed  out,  has  some  critics 
but  it  must  be  stated  that  the  majority  of  merchants  seem 
to  favor  the  scheme.  If  there  was  one  hint  that  might  be 
offered  it  would  be  not  to  try  the  experiment  too  often 
Dollar  Day  is  largely  a  success  because  it  is  a  novelty; 
when  the  people  get  over  the  novelty  it  loses  as  a  drawing 
card,  as  has  been  found  in  several  places  where  several 
sales  have  been  held. 


IN  CLOSE  TOUCH  WITH  YOUR  TOWN 

S3ME  merchants  have  a  happy  faculty  of  identifying 
the  firm  with  noteworthy  incidents  in  connection  with 
the  history  of  the  community.  Where  some  event  has 
occurred  in  which  the  town's  name  has  been  brought 
prominently  before  the  public,  they  seize  upon  it  at  once 
to  connect  it  up  in  some  way  with  their  own  business.  It 
is  quite  possible  to  do  this  in  a  manner  that  will  appear 
boastful  and  be  injurious  rather  than  helpful  publicity. 
But  a  little  tact  will  decide  what  the  proper  proportions 
are  for  the  commingling  of  one's  own  business  and  the 
community.  The  firm  of  Geddes  Bros,  of  Sarnia  work 
along  this  line  with  excellent  results.  Sarnia,  it  may  be 
noted,  entered  cityhood  this  month,  and  early  in  the  year 
the  coming  event  was  foreshadowed.  The  Mayor  pro- 
duced a  slogan  and  at  once  Geddes  Bros,  thanked  him  and 
congratulated  him  publicly  in  their  ad.  Long  ago  they 
adopted  the  phrase,  "Greater  Sarnia,"  and  the  spirit 
pervading  their  public  announcements  echoed  the  pride 
of  the  citizens  at  their  rapid  advance  in  population  and 
importance  in  the  county  of  Lambton.  This  booming  of 
the  town  itself;  this  display  of  enthusiasm  in  the  business 
statements  of  the  firm,  tended  to  strengthen  their  hold  on 
the  community  as  a  business  institution,  whose  loyalty 
was  unquestioned  and  influential. 

There  is  another  element  that  lias  a  somewhat  similar 
origin,  at  least  on  the  personal  side,  an  intimate  "edi- 
torial" announcement.  This  serves  to  identify  the  public 
with  the  men  behind  the  business.  Recently  across  the 
top  of  Geddes  Bros.'  ad.  appeared  the  words  "Goods  sold 
on  their  merits  for  cash  and  at  one  price  only."  They 
went  on  to  recall  the  fact  that  this  headline  had  appeared 
first  in  the  Strathroy  and  London  papers  in  March  1,  1881, 
— in  the  "days  of  barter  and  trade,"  when  "cash  was 
scarce,"  credits  for  one,  two,  three  years  without  interest 
the  rule;  heckling  over  prices  the  custom.  Geddes  Bros, 
knew  everybody  for  miles  around.  Hence,  "the  thing 
was  considered  impossible."  But  they  held  firm  to  that 
policy. 

"The  policy,"  they  continue,  "that  was  good  enough 
for  Middlesex  in  '81  was  considered  good  enough  for 
Lambton  in  '96.  The  self-same  head  line  appeared  above 
the  firm's  first  Lambton  advertisements.  The  rest  is  a 
wide  open  page.  LAMBTON 'S  PREMIER  STORE  has 
and  will  keep  pace  with  Lambton 's  growing  time.  On  this 
page,  week  by  week,  its  store  news  will  he  told  quietly. 
truthfully,  purposely  told  to  gain  the  attention  and  inter- 
est nt'  Lambton 'fl  citizens.  There  its  mission  ends.  The 
store  —its  stocks — its  service — its  values  must  do  the  rest. 
We  wanl  to  know  you  to  have  you  know  as.  In  antici- 
pation of  a  visit,  faithfully  yours,  .1.  ROSS  GEDDES." 

Qood  relations,  comradeship,  confidence,  are  writ  large 
in  this  personal  message. 


WESTERN  WHEAT  OUTLOOK 

THE  wheat  situation  is  beginning  to  take  shape  where 
it  is  a  direct  influence  on  business  conditions  in  gen- 
eral, and  from  Western  Canada  the  reports  are  that 
the  outlook  has  never  been  better,  although  as  the  result  of 
a  late  spring  the  growth  is  none  too  far  advanced,  and 
any  continued  drought  would  soon  have  effect.  However, 
the  rains  of  the  past  week  have  minimized  this  danger 
to  a  great  degree  and  the  only  serious  harm  is  likely  to 
be  caused  by  hail  storms.  Summing  up  the  situation  as  at 
present,  one  authority  makes  the  general  prediction  that, 
granted  normal  conditions  throughout  the  rest  of  the 
growing  season,  the  West  should  have  the  best  crop  of 
its  agricultural  history.  The  Government  reports  show 
the  Spring  wheat  in  Alberta  to  have  come  through  the 
winter  very  favorably,  with  a  loss  of  only  15  per  cent.,  as 
compared  with  43  per  cent,  winter-killed  last  winter.  In 
Ontario  the  loss  by  winter-kill  was  19  per  cent.,  as  com- 
pared with  18  per  cent,  a  year  ago. 

Estimates  of  the  Western  crop  in  the  rough  are  be- 
ginning to  make  their  appearance  amonsst  the  grain 
brokers  and  the  figures  are  now  placed  at  200,000,000 
bushels.  The  latest  Government  report  of  the  American 
crop  is  also  bearish,  and  the  figures  indicate  a  yield  of 
900,000,000  bushels. 

@ 

SHELDON  AND  SALESMANSHIP 

SHELDON  says  that  salesmanship  consists  in  selling 
goods  at  a  profit  and  Sheldon  has  given  a  good  deal 
of  thought  to  the  question. 

Salesmanship  is  therefore  not  cutting  prices.  It  does 
not  mean  the  selling  of  goods  for  99  cents  that  cost  a 
dollar.  Neither  does  it  mean  the  selling  of  an  article 
that  costs  a  dollar  a  dozen  for  10  cents  each.  When  over- 
head expenses  are  taken  out  the  profit  has  vanished. 

What  Mr.  Sheldon  means  is  this:  In  order  that  there 
be  the  element  of  "Salesmanship"  in  the  passing  of  an 
article  from  one  to  another,  the  seller  must  have  a  definite 
margin  of  profit  above  the  total  cost. 

How  easy  it  is  for  cut-rate  drug  stores,  for  instance, 
to  have  extensive  turnovers!  Many  dealers  and  clerks 
have  erroneously  got  the  idea  that  they  are  sales- 
men because  they  sell  large  quantities  of  an  article,  the 
regular  price  of  which  has  been  cut  in  two.  Anybody  can 
do  that.  But  when  a  dealer  sells  an  article  at  a  cent  above 
his  competitor  he  must  be  classed  in  the  ranks  of  the 
salesmen. 

@ 

EDITORIAL  NOTES 

Ik  X*OTJ   HAVE  QOt   already  done  so.  it   would  pay  you  to 

make  up  a  list  of  employees  and  their  holiday  dates.     M    si 

firms  do  this. 

•  •  •  • 

AND  AFTER  ALL  the  talk  of  tight  money  and  times  that 
are — well  not  so  good—  the  vital  statistics  at  the  end  of  the 

year  will  show  that  there  have  been  more  people  commit 
suicide  than  have  starved  to  death.  Cheer  up.  the  moral 
is  that  providence  does  more  for  us  than  we  do  for  our- 
selves; let  's  pet   busy. 

•  •  • 

THE  BEST  ski. I. INC  medium  is  the  display  of  goods. 

There  are  some  goods  you'd  never  sell  in  a  year  by  news 
paper  descriptions  thai  would  be  picked  up  five  minutes 
after  you  showed  them  m  your  window,  or  on  your 
counter. 
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PRICES  on  staple  cottons  are  very 
firm  and  on  some  fabrics  advances 
are  being  asked,  and  even  at  these 
higher  prices  the  mills  are  not  anxious 
to  sell.  This  is  because  of  the  high  cost 
of  raw  cotton,  and  the  higher  price  ask- 
ed for  staple  cottons  is  due  to  the  en- 
deavor of  the  manufacturers  to  keep  up 
with  the  raw  material  market.  Manu- 
facturers contend  that  prices  on  many 
lines  are  not  sufficient  to  allow  the  mills 
to  make  a  working  profit.  The  weak 
point  in  the  situation  is  that  buyers  are 
only  satisfying  present  needs  and  ord- 
ers are  small. 

Prices  on  staple  cotton  fabrics  are 
very  firm,  and  on  some  of  them  advances 
are  being  asked,  and  even  at  these  high- 
er prices  the  mills  are  not  particularly 
anxious  to  book  orders.  This  is  because 
cotton  prices  have  gone  very  much  high- 
er in  the  past  few  weeks,  and  the  prices 
of  the  raw  material  are  advancing  fast- 
er than  the  prices  of  the  piece  goods. 
This  is  a  very  serious  matter  particular- 
ly when  the  quantity  of  cotton  used  in 
the  production  of  these  goods  is  large. 
Manufacturers  contend  that  on  many 
lines  prices  are  not  now  high  enough 
to  allow  the  mills  to  make  a  working 
profit,  ami  it  is  only  the  fact  that  buy- 
ers are  holding  off  that  prevents  the  ask- 
in  g  of  higher  prices. 

The  situation  is  decidedly  better  in 
line  goods.  Here  the  price  of  the  raw 
material  is  of  less  importance  than  the 
cost  of  manufacturing,  and  buyers  are 
ip  the  markel  for  such  materials  as  or- 
gandie, muslins  ami   voiles. 

Cotton  voiles  have  certainly  been  fa\ 
ored  for  waists  and  dresses,  and  during 
the  past  few  weeks  black  and  white 
voiles  have  been  good  sellers.  The  whole 
movemenl  <>\'  the  markel  is  in  the  direc- 
tion of  sheer  fabrics  and  from  present 
indications  voiles  will  receive  extended 
consideration  another  Beason. 

For  the  Spring  season  of  1915  more 
attention  will  be  paid  to  sheerer  cloths 
ami  this  will  place  organdies,  voiles  and 
muslins  in  a  belter  position.    Organdies 

Belling      now    for   certain      purposes 

only,  but   it   is  quite  certain  that  organ- 


Pulling  for  Higher  Cottons 

Raw  Cotton  Prices  High — Sheer  Weaves  Indi- 
cated for  1915 — Organdies,  Muslins  and  Voiles 
in  Good  Position — Raw  Cotton  Up  in  Price,  and 
Advances  the  Rule  in  the  Heavier  Piece  Goods 
— Greater  Widths  Favored. 


dies  in  one  form  or  another  will  be 
shown  in  every  line.  Tn  this  connection 
it  is  contended  that  the  fact  that  or- 
gandies do  not  stand  the  test  of  wash- 
ing will  be  a  bar  to  their  extended  use. 
This  certainly  is  true  but  this  defect  has 
not  interfered  with  their  sale  when  fash- 
ionable before.  The  fact  is  that  the 
class  of  women  who  purchase  novelty 
wash  materials  seldom  concern  them- 
selves with  this  question.  Certain  fab- 
ric- for  Summer  wear  must  wash,  and 
the  fact  that  they  stand  washing  over 
and  over  again  is  their  strong  point. 
Novelty  cloths  on  the  other  hand  are  not 
expected  to  wash,  and  are  often  worn 
the  whole  season  before  thev   are   very 


badly  soiled.  Perhaps  these  gowns  make 
a  trip  or  so  to  the  cleaners,  but  the  fact 
that  organdies,  novelty  crepes,  printed 
fabrics  and  silk  and  cotton  materials  do 
not  wash,  does  not  interfere  with  their 
sale  when  fashion  decrees  that  they  are 
to  be  fashionable.  There  are  possibili- 
ties that  organdies  will  be  put  on  the 
market  in  black  and  other  colors  that 
will  not  need  washing. 

Another  feature  that  should  be  noted 
is  the  decline  of  the  demand  for  narrow 
width  materials.  Many  of  the  season's 
best  selling  fabrics  have  been  produced 
in  double  fold  and  36-in.  and  40-in.  are 
decidedly  better  liked  than  the  old  time 
27  inches. 


Fashion  for  Wools  Again  Strong 

Wool  Materials  to  be  More  Worn  Than  for  Some 
Years,  According  to  Paris  Reports — Increasing 
Interest  in  Broadcloths  —  New  Rodier  Serge 
Received  With  Every  Mark  of  Favor — Gabar- 
dine Will  Retain  Its  Hold. 


ACCORDING  to  reports  from 
Roubaix  and  other  center-,  the 
Parisian  couturiers  are  placing 
larger  orders  than  for  some  >eas.ms  past 
for  woolen  fabrics,  and  this  is  taken  to 
mean  that  expensive  woolen  fabrics  will 
regain  to  some  extent  during  the  coming 
Fall  season  the  place  thev  have  lost  since 
silken  fabrics  have  been  so  much  worn. 
This  leads  up  to  the  question  of  the  lead- 
ing novelties  in  wool  fabrics  for  the  coin- 
ing Fall.  Velour  de  laine  has  been  out 
for  several  seasons,  and  with  wool  ma- 
terials occupying  a  more  important 
place,     the     inference     is    that     something 

new  will  be  offered.  The  very  general 
adoption  of  the  cape  has  broughi  broad- 
cloth to  the  front  again,  and  speculation 
IS  rile  as  to  whether  this  introduction   is 

in  lead  to  a  more  general  recognition. 
Manx  ni'  the  fashions  now  looming  ahead 

are  distinctly  favorable  to  the  u-e  of 
Ihis  (doth,  and  there  are  possibilities  that 

broadcloths  will  be  much   more  popular 

than    for  many  seasons. 

Serge  Assured. 
The  future  of  serge  is  assured,  and 
novelties  in  this  fabric  are  already  ap- 
pearing. Rodier  already  ha-  a  new 
serge  on  the  market  in  •■  Serge  Bfouff- 
lonne,"   a   beautifully   line  serge   fabric 

with    a    velour    finish.         This     soruc      i'e 
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sembles  velour  de  laine.  and  is  said  to 
wear  well.  It  has  been  adopted  most 
successfully  for  tailored  costumes  and 
suits,  and  makes  up  beautifully. 

Duvetyn  will  be  again  put  forward, 
and  the  new  cloths  are  claimed  to  be 
more  serviceable  than  those  introduced 
last  year.  The  big  couturiers  have  by  no 
means  dropped  duvetyn.  tor  some  of  the 
most  successful  id'  recent  suits  have  been 
made  of  this  material.  One  model  was 
made  of  pumpkin  yellow  silk  and  wool 
duvetyn,  and  had  a  lonur  circular  tunic 
some  4  or  .")  inches  shorter  than  the  nar- 
row underskirt.  The  jacket  was  24 
inches  long  ami  fastened  diagonally 
across  the  front  with  buttons  made  of 
wood  and  dyed  to  match  the  color  of  the 
(doth.  The  back  of  the  jacket  fell  in 
ripples  below  the  waist,  ami  the  neck 
was  finished  with  a  ripple  collar  about 
(>  inches  deep  at  the  back. 

Gabardine  Next  to  Serge. 
Another    material    that    promises    well 

is  gabardine.     This  materia]  comes  next 

to  -erne,  and  has  been  in  hi<rh  favor  with 
the  better  trade  all  through  the  Summer 
season.  In  suitable  weights  it  promises 
to  sell  in  the  coming  fall  season. 

Another  development  has  been  the  in- 
quiry for  shawls  that  has  developed  in 
the    pa<t    few    weeks.      These   shawls    arc 
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intended  for  draping  and  fashioning  into 
cape-like  wraps.  Shawls  were  used  for 
coats  when  the  vogue  for  fancy-backed 
soft  cloths  were  fashionable  for  coats. 
Now  they  are  required  for  capes  and 
cape  coats,  and  the  fringe  forms  the 
trimming. 

Roman  stripes  have  come  pretty  well 
to  the  front  in  silks  for  trimming  pur- 
poses, and  therefore  it  is  contended  that 
this  fact  will  interfere  with  their  vogue 
as  a  dress  and  costume  cloth,  or  that  the 
use  of  the  cloth  will  be  restricted  to 
trimming  purposes.  This  does  not  seem 
to  be  the  view  taken  by  Paris  dress- 
makers, for  they  are  using  Roman  striped 
cloths  both  for  plain  and  pleated  skirts. 
When  the  skirts  are  pleated,  the  dark 
ground  stripe  is  placed  outside,  and  the 
high-colored  stripes  show  only  when  the 
pleat  opens  when  the  weai'er  is  walking. 


Conditions  in  Silk  Market 

Very  Little  Material  for  Cut-Price  Sales  — 
Future  Prices  Depend  Largely  Upon  Size  of  the 
New  Crop  of  Raw  Silk — Solid  Colors  Strongest. 


Velvet  in  Many  Forms 

Velvet  is  making  a  Summer  appearance 
in  many  forms.  A  number  of  black  vel- 
vet capes  were  seen  at  the  Longchamp 
races  and  many  of  them  were  trimmed 
with  fur,  and  this,  couturiers  state,  is  a 
forerunner  of  Winter  fashions.  Beside 
the  velvet  capes,  many  smart  all  velvet 
hats  were  worn. 


THIS  is  between  seasons  in  the  silk 
fabric  section  and  there  is  little 
activity.  Buyers  in  the  retail 
stores  are  interested  in  clearing  out  the 
remnants  of  Summer  stocks.  This  is  not 
a  difficult  matter,  nor  one  that  calls  for 
extreme  price  reduction.  Silks  are 
scarce  and  it  is  difficult  to  find  material 
for  the  holding  of  Summer  sales.  The 
manufacturers  are  watching  closely  the 
reports  of  the  new  crop  coming  to  hand, 
for  stocks  of  raw  silk  in  their  hands  are 
generally  low.  This  is  particularly  true 
in  the  United  States  where  the  situation 
has  become  acute  and  where  the  demand 
for  raw  silk  exceeds  the  supply,  so  much 
so  that  some  manufacturers  are  unable 
to  secure  the  raw  silk  needed  to  make  up 
the  material  to  fill  orders  already  placed. 
This  applies  particularly  to  the  higher 
grades  of  raw  silks. 

Market  news  of  mid-June  stated  that 
Milan  reports  the  new  crop  as  progres- 
sing favorably.  Prices  are  held  very 
firm.  Good  silks  are  scarce  and  many 
filatures  are  closing  for  the  balance  of 


the  season.  Very  little  business  has 
been  transacted  in  the  Yokohama  silk 
market  for  the  last  few  weeks  as  manu- 
facturers are  only  induced  to  buy  when 
the  raw  material  is  urgently  needed,  and 
all  attention  is  centered  on  the  new  crop. 
1+  is  expected  that  buying  will  have  to 
be  resumed  some  time  in  June,  and  the 
possibilities  all  favor  a  new  advance. 
The  new  crop  is  progressing  favorably. 
The  second  crop  in  Canton  is  an- 
nounced to  yield  about  6,000  bales,  but 
sellers  are  offering  very  little,  and  few 
transactions  are  closed. 

Solid  Colors  Strong. 

Advices  from  the  leading  fashion 
centres  are  very  favorable  to  the  wear- 
ing of  silken  materials.  For  Summer 
wear  taffeta  reigns  supreme,  but  inter- 
est now  is  centred  rather  in  solid  colors 
than  stripes  and  fancies.  Many  white 
taffeta  dresses  are  being  displayed  for 
Summer  wear.  Many  dresses  worn  now 
are  of  taffeta  and  lace.  For  Winter 
wear  a  heavier  make  of  taffeta  will  be 
out  out  under  the  name  of  faille  taffeta. 


FOSTERING    WOOL    INDUSTRY. 

Aim  That  Canada  Shall  Supply  Lack  in  Other  Countries. 

An  expert  of  the  Dominion  Government  is  engaged  in 
forming  wool  growers '  associations  in  North- Western  Ontario, 
Manitoba,  Calgary,  and  Alberta.  Wool  has  been  sold  indi- 
vidually by  the  growers  heretofore,  but  the  object  is  to  cen- 
tralize the  wool  districts  with  Avarehouses  at  some  railroad 
shipping  point. 

The  graders  employed  by  the  department  are  experts  in 
their  line  of  business,  and  their  mission  is  to  grade  and  classify 
the  wool  according  to  the  standards  of  the  department.  By 
centralizing  the  wool  there  will  be  sufficient  quantity  to  interest 
buyers,  both  local  and  foreign,  to  inspect  the  wool,  and  by 
having  the  wool  graded  they  will  be  able  to  determine  its  true 
value. 

Already  six  associations  have  been  formed  by  Mr.  Willing- 
myre  since  he  left  Ottawa.  The  first  was  organized  at  Mani- 
toulin  Island,  south  of  Ontario.  Two  have  been  formed  in 
Manitoba,  and  one  is  now  under  way  in  Calgary,  one  in  La- 
combe  and  one  at  Ponoka. 


NEW  VELOUR  FINISHES. 

The  velour  touch  is  still  strong  and  it  is  because  of  a  lack 
of  desire  to  part  with  this  successful  fabric  that  instead  of 
yielding  to  the  full  measure  of  the  tendency,  the  soft  touch  is 
preserved  in  new  finishes  in  such  fabrics  as  peau  de  peche. 

This  new  finish  is  described  as  being  of  a  velvet  character 
and  being  devoid  of  the  harsh  touch  that  the  real  skin  of  the 
peach  implies.  The  worsted  warp  broadcloth  situation,  how- 
ever, is  in  very  satisfactory  shape  and  chiffon  cloths  are  the 
freest  sellers  now.  The  whole  situation  seems  to  be  tending 
toward  piece  dyed  fabrics,  especially  in  suitings,  although 
there  is  a  good  demand  for  fancy  and  novelty  coatings  that  is 
very  satisfactory  to  certain  houses  that  are  featuring  them. 


KING'S 


EttaMUhed  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representative* : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 
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Some  Warm  Weather  Needs 

Talcum  Powders,  Dress  Shields,  and  Hair  Nets 
Becoming  Active  Lines — V-Pins  for  Waists — 
Art  Needlework. 


SUMMER 
SELLERS 

Bathing  caps  in  great  variety 
of  forms. 

Rubberized  silk  turban  with 
wired  donkey  ears  of  satin. 

One  with  bow  of  brilliant 
plaid  in  front. 

One  with  patent  leather  but- 
terfly. 

Beach  hats  in  form  of  hel- 
mets and  jockey  caps. 

Bathing  shoes,  laced,  tango 
fashion. 

Folding  slippers. 

.  I  ir  pillows  for  invalid**  or 
boat  tnps. 

Small  medicine  case  in  lea- 
ther. 

New  types  of  suit  cases  fitted 
with  toilette  articles. 

Nail  buffer  with  rcplacable 
chamois. 

Bulb  t<>  light  watch. 

Big  demand  for  hair  nets. 

V  pin.  to  fasten  both  sides  of 
waist. 

Lact   trim  med  lingerie. 


THE  heated  season  brings  such 
articles  as  dress  shields  and  bras- 
siers  with  rubber  shields  fitted  in 
them  to  the  front.  There  is  a  shield  on 
the  market  made  specially  for  wear 
with  the  kimono  cut  gown.  This  shield 
comes  in  many  styles  and  is  prettily 
trimmed  with  lace.  Some  models  have, 
in  addition,  net  sleeves. 

There  is  a  very  big  demand  for  per- 
fumed talcum  powders  for  the  Summer 
season,  as  many  people  make  use  of  a 
bath  powder  after  bathing.  Therefore, 
many  fancy  goods  and  notion  depart- 
ments find  these  powders  a  good  selling 
item.  Care  should  be  taken  to  put  in 
stock  only  makes  that  are  reliable,  and 
t his  point  should  come  first  and  should 
be  given  more  attention  than  the  stock- 
ing of  a  kind  with  just  a  showy  cover. 
It  is  care  as  to  quality  that  builds  up  a 
department.  Of  course,  the  fact  that 
the  perfume  used  to  scent  the  powder 
is  an  agreeable  one  is  a  great  selling 
help. 

Shaving  sets  with  all   the  fittings    in 

imitation  ivory  should  be  included  in  the 
line  shown.  The  new  sets  are  very  com- 
pact in  form  and  are  very  light  weight, 
and  therefore  they  are  ideal  for  travel- 
ing purposes.  The  fittings  of  a  set 
usually  consist  of  a  circular  mirror  about 
6  inches  in  diameter,  and  with  a  wire 
easel  arrangement  as  well  as  a  handle. 
two  celluloid  boxes,  one  for  the  soap  stick 
and  the  other  for  the  shaving  brush,  and 
an  imitation  holder  containing  a  porce- 
lain shaving  cup.  Some  cases  have  an 
adjustable  holder  for  keeping  the  mirror 
in  place  when   in   use. 

Hair  nets  are  quite  a  small  item,  but 
it  is  surprising  the  number  thai  are  sold. 
Now  that  traveling  days  are  here,  liimiv 
women  take  to  hair  nets  that  never  wear 
them  at  any  other  time.  There  are  many 
kinds  on  the  market,  and  merchants' 
customers  as  a  rule  have  their  Favored 
brand.  Many  kinds  are  sold  in  trans- 
parent packages,  and  this  method  is  to 
be  favored,  as  it  keeps  the  net  in  good 
and  sanitary  condition. 

Pins  for  V  Necks. 

Now  thai  the  V  neck  finish  seems  to  be 
a  fixture,  a  pin  that  follows  the  outline 
of  the  V  point  and  which  fastens  both 
sides  of  the  waist,  seems  to  be  a  very 
practical  item.  Some  of  these  pins  have 
a  pin  and  fastener  on  both  sides  of  the 
V,  but  there  is  a  pin  on  the  market 
which  is  much  easier  to  adjust.  It  pins 
only  on  one  side  and  has  n  hook  pin 
which    catches    into    the    material    on    the 
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other.  Other  V  pins  have  a  binge  and 
can  be  worn  either  in  the  bar  or  the  V- 
shape.  These  pins  come  in  sterling  or 
white  metal  and  are  set  with  rbinestones 
or  mock  jewels. 

What  is  known  as  Richelieu  embroid- 
ery or  Roman  cut-work  is  growing  in 
favor.  This  work  really  is  a  copy  of 
Reticella.  which  is  the  earliest  form  of 
needle  lace  in  existence.  In  its  true 
form  it  is  tedious  and  difficult  work, 
though  very  beautiful.  In  its  present 
form,  worked  on  coarse  scrim,  etc.,  it  is 
both  easy  to  accomplish  and  yet  retains 
much  of  the  beauty  for  which  it  has  been 
so  long  celebrated.  Manufacturers  are 
showing  many  articles  for  decoration 
with  this  work,  and  the  assortment  in- 
cludes some  splendid  designs  for  dresser 
scarfs,  runners,  centerpieces,  doileys. 
pillowslips,  bedspreads,  curtains  and 
other  articles.  The  chief  stitches  made 
use  of  are  buttonholing  and  veining  and 
leaf  and  stem  patterns  and  various  floral 
ns  are  most  in  use.  The  veining  of 
the  leaves  is  done  in  outline  and  the  cen- 
ter petals  in  solid  embroidery  and  the 
stitch.  The  scalloped  ed<res  of  the  article 
are  well  padded  and  then  worked  in  but- 
tonhole stitch.  When  the  buttonholing 
is  accomplished  the  intervening  parts  are 
cut  away,  and  often  bars  are  worked  to 
connect  the  different  parts  of  the  pat- 
tern. 

Laced  Trimmed  Lingerie. 

Retailers  are  turning  their  attention  to 
the  sale  of  such  staple  articles  as  night- 
gowns, princess  slips,  combinations,  and 
other  lingerie  articles.  Many  of  these 
are  made  up,  and  this  year  they  are  lace 
trimmed  at  the  edges  instead  of  requir- 
ing a  buttonhole  cd;re.  This  is  because 
buttonholing  unless  well  worked  does  not 
wear  well:  therefore,  because  of  the 
many  complaints,  the  lace  trimming  has 
been  substituted.  Hood  quality  Notting- 
ham Valenciennes  is  most  used,  and  when 
the  more  or  less  elaborate  sprays  are 
worked  in  Madeira  or  French  embroidery 
the  garment  is  complete  and  ready  for 
wear.     Other   popular   package   articles 

consist   of  infants  and  children?  dn 
boys'    middy    suits,    infant-'    coats    and 
caps,     pillowslips     and     cuahion-oovera, 

guesi   and  various  sized   towels,  runners, 

scarfs,  and  centerpieces.    Package  goods 

are  easy  to  handle,  as  the  pattern  and 
material  is  included,  though  in  many 
oasefl  the  customer  has  to  come  back  for 
embroidery  materials  to  finish  the  work. 
This.  even,  is  an  advantage,  as  it  brings 
customers    back    into    the    store. 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


Good  Sellers  for  Vacations 

Novelties  in  Articles  for  Travelers — Bathing 
Articles,  New  Toilet  Arrangements,  Medicine 
Cases,  Air  Pillows,  etc. 


BESIDES  the  notion  sale  which 
should  be  in  full  swing  during  the 
months  when  it  is  between  sea- 
sons in  other  departments,  articles  that 
appeal  to  the  traveler  or  to  the  woman 
who  is  going  on  vacation  or  for  the  usual 
summer  outing  should  be  kept  prominent- 
ly in  view. 

Another  class  of  articles  that  form 
Summer  sellers  are  of  the  souvenir  class. 
Goods  of  this  kind  can  be  had  in  a  won- 
derful range  of  novelties  and  at  prices 
that  will  suit  all  pockets.  Belt  pins, 
watch  fobs,  brooches,  tie  pins,  pen 
knives,  ash  trays,  salve  boxes,  and  num- 
erous other  articles  in  metal  and  en- 
amel, or  in  better  priced  lines  in  silver 
and  enamel  showing  maple  leaf  devices, 
the  Canadian  coat  of  arms,  the  coat  of 
arms  of  the  various  provinces,  canoes, 
paddles,  etc.,  lettered  with  the  name  of 
the  place  where  bought,  are  articles  that 
always  sell.  Articles  of  Indian  manu- 
facture such  as  sweet  grass  baskets,  and 
many  other  articles  of  like  nature  are 
included  in  this  line.     Not  onlv  season- 


able, but  practical  as  well  is  a  work 
basket  woven  of  sweet  grass,  and  fitted 
with  colored  ribbon  holders  for  scissors, 
sheath,  needle  book,  and  thimble  holder. 
Fashions  in  Bathing  Caps. 

This  is  the  time  of  the  year  when 
bathing  saps  are  going  to  be  asked  for 
and  it  is  the  buyer  who  brings  them 
most  prominently  under  the  eyes  of  his 
customers  that  is  going  to  get  the  busi- 
ness. The  day  is  past  when  a  simple 
round  rubber  cap  is  going  to  satisfy,  and 
a  cap  that  is  becoming  as  well  as  one 
that  sheds  the  water  is  now  wanted. 

There  is  nearly  as  much  variety  in 
bathing  millinery  as  in  the  department 
devoted  to  the  real  article  and  fashion 
is  entering  very  largely  into  the  pro- 
duction of  the  new  bathing  caps. 

One  of  the  most  fetching  of  the  new 
caps  is  a  reproduction  in  rubberized  silk 
of  the  cap  Mrs.  Vernon  Castle  has  made 
so  familiar  to  us  all.  Then  there  is  a 
rubberized  silk  turban  with  wired 
donkey  ears  of  black  satin,  and  yet  an- 
other cap  of  satin  with  a  bow  of  bril- 


liant plaid  perched  in  front.  Another 
pretty  cap  of  rubber  is  decorated  with 
a  butterfly  made  of  patent  leather,  and 
there  are  pretty  and  sensible  rubber 
caps  with  a  pleated  curtain  at  the  back 
and  rubber  ties  and  streamers.  Beach 
hats  that  can  be  used  as  bathing  caps 
come  in  the  form  of  helmets  and  jockey 
caps  in  two-tone  stripes  and  sections  of 
brilliant  color.  Black,  blue,  brown, 
green,  emerald  and  cerise  are  some  of 
the  colors  most  seen. 

Suit  Case  with  Toilette  Articles. 

An  idea  developed  along  new  lines  is  a 
suit  case  fitted  with  toilette  articles.  The 
lid  of  the  case  has  straps  and  holders 
provided  for  brush,  comb,  hand  glass, 
tooth  brush,  clothes  brush,  soap  case 
and  other  necessities.  This  idea  appeals 
because  it  economizes  space  and  obviates 
the  forgetting  of  any  necessary  article. 
New  Nail  Buffer. 

Ivory  toilette  articles  are  growing  in 
favor,  that  is,  articles  made  of  one  of 
the  numerous  close  imitations  of  the  real 
article.  Brushes,  combs,  hand  mirrors 
and  the  numerous  other  articles  used  in 
dressing  come  in  both  plain  and  carved 
ivory  imitations.  A  new  addition  to 
this  growing  family  is  a  chamois  nail 
buffer  with  a  device  that  permits  the 
changing  of  the  chamois  when  it  be- 
comes soiled.    With   the  ordinary  buffer 


NEEDS  FOR  THE  TRAVELER 

Traveling  necessaries  and  comforts  form  another  good  line 
to  push  at  the  present  time.  One  of  the  most  practical  items 
comes  in  the  form  of  folding  slippers  made  of  self-yielding 
leather.  These  slippers  come  in  a  leather  case  in  envelope 
shape,  fastening  with  a  clasp,  and  the  whole  package  is  so 
small  that  it  may  be  stowed  away  in  any  corner  of  the  travel- 
ing bag  or  suit  case.  For  the  invalid  or  the  woman  who  is 
making  a  long  journey  by  land  or  boat  an  air  pillow  done  up 
in  a  similar  case  to  the  one  containing  the  slippers  would  be  a 
great  comfort  in  easing  the  jolts  of  the  train,  steamer  or  auto 
traveling.  These  pillows  are  of  silk-covered  rubber,  and  the 
case  comes  in  Morocco,  pig-skin,  or  patent  leather. 

Illness  at  home  is  uncomfortable,  but  illness  on  the  train 
or  boat  or  at  the  Summer  resort,  or  at  a  strange  hotel  without 
the  simple  remedies  to  combat  and  alleviate  forms  a  hard 
experience.  And  this  experience  is  easily  obviated  by  means 
of  a  specially  designed  medicine  case.  This  case  contains  four 
labeled  bottles  for  liquid  or  pills,  a  measuring  glass  and  a  spoon 
as  well  as  absorbent  cotton  and  court  plaster,  all  securely  done 
up  in  a  leather  case  which  takes  up  a  surprisingly  small  amount 
of  room. 

Toilette  cases,  both  for  ladies  and  men  that  fold  up  into 
small  space,  and  priced  according  to  the  number  and  quality  of 
the  fittings  and  the  quality  of  the  case,  should  be  good  selling 
items  at  this  time  of  the  year. 

Bathing  shoes  come  in  satin,  sateen  or  duck  and  are  laced 
tango  fashion,  with  silk  or  cotton  laces. 


Ask  your  Jobber  for 

Star  Brand 

Garter 
Elastic 

The  highest  quality. 

Absolutely  Guaranteed 
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DRESS  ACCESSORIES 


Pique  Replacing  Organdie  in  Neckwear 


Stiff,  Tailored  Collars  Growing  in  Favor — 
Pique  in  Coat  and  Waistcoat  Sets — Organdie  is 
Still  the  Best  Seller — Linen  Stronger  Later. 


CHANGES  are  always  good  for  the 
neckwear  department,  and  if  the 
Medici  style,  though  often  under 
other  names,  is  still  good,  there  have 
been  changes  in  material  that  have  given 
the  full  flavor  of  a  new  type  to  the  stand- 
ard shape.  First  on  the  list  came  the 
use  of  organdie,  and  now  in  turn  pique 
and  linen,  though  much  of  the  linen 
used,  it  should  be  noted,  is  only  really  a 
form  of  batiste  and  has  no  flax  about  it. 

Organdie  is  selling  in  shoals. 
one  n  ason  being  that  collars  of 
this  material  do  not  keep  fresh- 
looking  and  are  easily  crushed, 
which  makes  the  stock  difficult 
to  handle.  But  this  feature 
menus  that  women  must  fre- 
quently renew  them,  and  that 
four  collars  are  bought  this  Sum- 
mer to  one  last  Summer.  There 
is  no  denying  the  attractiveness 
of  the  plain  organdie  collar, 
with  its  frail  picot  edge  as  a 
finish.  Organdie  collars  are 
being  duplicated  in  tiood  qua- 
lity, soft-finished  pique,  and 
new  models  are  coming  oul  thai 
are  produceable  in  pique  alone 
Some  of  these  crush  and  are 
finished  with  a  tie.  I'ique  comes 
both  plain  and  embroidered,  and 
the  corners  are  founded,  pointed 
or  shaped  with  Blender  V  points. 

Organdies,    linens   and   piques 
all  cdine  in  semi-tailored  effects, 
trimmed   witli   hemstitching  picol    or  but- 
tonholing,    and    the    tendency    is    all    in 

favor  of  the   more   tailored   lines.        Si  ill 

linen  shapes  are  making  their  appear- 
ance, and  this  class  of  shapes  promises 
I"  become  more  numerous  as  the  Kail 
season  opens  up.  All  of  these  collars  are 
attached   to   vestees   ami   "iiimpes.      Some 

of  the  names  most  frequently  used  poinl 
strongly  both  to  the  shape  of  the  collar 

and    the    period     from      which      the      idea 

comes.     Piccadilly,   Gladstone,   Norman, 

Eton,    Lily.    Blackstone,    Mile.    Fosane, 

Qui  i  n   Hess,   Medici,   Roi  de   Rome,  etc. 

Two  tendencies  thnt   should   be  noted 


are  the  fact  thai  collars  are  ".rowing 
higher  at  the  hack,  and  that  the  V  in 
front  is  both  shorter  and  narrower. 

Among  the  new  pique  novelties  come 
the  collar  and  cuff  sets,  and  the  waist- 
coat and  cuff  sets.  Separate  pique  vest- 
ings  are  often  seen,  and  many  of  them 
have  a  line  of  embroidery  down  the 
front. 

(itiimpes  are  still  the  good  sellers  in 
the   neckwear  department,  and   now   the 


for 


[igh   Bare  collars  of  pique  arc  coming  in  strongly 
the  early   tall,     shown  by  R.  D.  Fairbairn  &   Co. 


organdie  guimpes  are  beginning  to  out- 
let those  of  net.  The  warmer  weather 
has  improved  the  demand  for  pleatings 

ami  rufflingS.  \  cr\  deep  pleatings  and 
rufflingS  for  sleeves  are  made  of  not.  ami 
shadow  net  top  laces  and  hemst  itched 
batiste  ami  organdie  are  formed  into 
pleatings. 


for  all-white  in  gowns,  and  when  all- 
white  is  worn,  embroideries  as  a  rule 
arc  not  long  neglected.  The  high  novelty 
this  season  is  organdie,  and  some  beauti- 
ful ideas  in  organdie  fiouncings  and  all- 
overs  are  showing  and  the  price  is  won- 
derfully moderate.  Next  to  organdie, 
crepes  are  the  best  sellers,  and  are  show- 
ing in  heavy  blind  work  with  lace  medal- 
lions, etc..  and  also  in  colored  effects. 
Camisole  embroideries  have  been  de- 
veloped in  sheer  crepes  and 
nainsooks  and  are  selling  freely. 
Baby  sets — that  is.  embroi- 
deries, flouncing*,  and  bands  in 
dainty  small  patterns  suitable 
for  infants  and  small  children's 
wear — have  formed  one  of  the 
most  active  items  in  the  whole 
line. 

Embroidery  manufacturers 
are  hoping  that  the  ruffled 
Directoire  and  1S30  frocks  may 
take  a  firm  hold  on  present 
fashions  and  may  serve  as  a 
medium  for  the  reintroduction 
of  embroideries  to  popular 
favor. 

It    is   pretty    hard    to    obtain 

any    idea    as    to    the    novelties 

that    will  be  produced    for    the 

coming     season.       The     crochet 

imitations    are   the    new    things 

ax    in    staple    embroideries, 

but  no  one  seems  willing  to  risk 

his  reputation  by  predicting  the 

line   that   101">  novelty  embroideries  will 

follow. 

— ® — 


Embroidery  Sellers. 

Even  though  this  is  the  best  season  of 
the  year  for  Belling  embroideries,  em- 
broideries are  quiet.  The  advent  of 
warm  weather  should  help  embroidery 
sales,  as  there  is  a  very  decided  tendency 
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VALUE  OF  THE  WHOLESALER. 

For  the  best  article  submitted  by  a 
jobber's  salesman  or  department  head 
or.  the  subject.  "The  Value  of  the 
Wholesaler  of  Pry  Qoods  as  a  Distribu- 
tor and   Reasons  Why   He  Is  Essential," 

'   .   National  Wholesale  Dry  Qoods  N 

ciation  is  offering  prizes  of  $100.  Notice 
el  the  prize  contest  has  been  sent  to 
3,200  men  employed  by  wholesalers  of 
dry  ijoods. 


DRESS    ACCESSORIES 


Dry  Goods  Review 
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Small  Face  Veils 

Crepe  Flouncings 

Summer  Embroideries 
Colored  Frillings 
Net  Top  Laces 
Bridal  Veils  and  Wreaths 
Collars,  etc.,  etc. 


Mail  Orders  Promptly  Attended  To 


soi?  Lace  &Vbilin 

LIMITED 

lir>6tor?  St. West, Torpor? 
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DRESS    ACCESSORIES 


SHOW  YOUR  GOODS. 

/N  the  majority  of  stores  ef- 
forts are  being  made  to 
clear  out  the  broken  lines 
of  stock  and  often  there  is  the 
added  stimulus  of  price  con- 
cession used.  Laces  are 
wanted  and  therefore  price- 
cutting  brings  plenty  of  cus- 
tomers around  the  tables  and 
counters.  Something  in  th> 
way  of  a  bargain  always  pulls 
in  trade  but  in  the  effort  to 
sell  bargain  goods  the  fact 
that  you  have  the  better- 
priced  laces  in  stock  should 
not  be  forgotten.  The  very 
best  way  to  sell  cither  popular 
or  high-priced  laces  is  to  show 
them,  to  put  them  out  either 
in  the  cases  or  on  the  counter 
where  customers  can  see  them 
and  can  handle  them. 

Remember  many  women 
are  wise  to  the  fact  that  the 
price  is  marked  on  the  card 
and  look  themselves  for  the 
price  they  ivant.  There  is  an 
increasing  mini  her  of  women 
shoppers  who  go  round  the 
stores  and  do  not  buy  until 
they  see  what  they  desire  at 
the  price  that  suits  them. 
These  women  practically  wait 
upon  themselves  and  all  the 
clerk  has  to  do  is  to  cut  off 
the  goods  and  make  the  bill 
and  take  the  money. 

Big  stores  err  as  often  as 
their  smaller  competitors  in 
this  respect.  Searching  for  a 
particular  lace  in  a  big  store 
the  writer  could  not  see  what 
was  desired  as  the  pieces  of 
lace  were  neatly  folded  and 
placed  in  a  metal  holder. 
This  department  was  only 
moderately  busy.  Going  over 
to  another  store  the  lace 
counter  was  crowded,  and  the 
clerls  were  finding  it  difficult 
to  wait  "ii  customer*.  80  num- 
erous were  they.  Here  the 
hires  were  spread  on  the 
counter,  and  though  tht  d,  - 
partment  had  not  the  spick 
and  *tpan  appearance  of  the 
first  one  it  was  here  that  the 

business  was  being  done. 
Neither  values  nor  stock  w<  r< 
better;  it  was  just  becaust  the 
goods    were    accessible    and 

placid  where  customers  could 
get  a!   them. 


Light  Laces  Still  Leading 

Lace  Selling  Better — Materials  Now  in  Demand 
Go  Well  With  Lace  Trimmings. 


TEDS  retail  stores  are  doing  a  big 
business  in  laces,  the  majority 
selling  being  of  the  lighl  class, 
though  there  is  a  fair  demand  for  Unlit 
Venise  bands  and  edgings.  Net  top 
laces  and  Chant  illy-  are  the  fashionable 
laces,  and  shadows  are  still  active,  par- 
ticularly in  the  cheaper  grades.  The 
Summer  development  in  favor  of  lighter 
materials  has  resulted  in  an  increasing 
sale  of  laces,  and  as  this  tendency  pro- 
mises to  influence  largely  the  buying  for 
Spring  L915,  there  is  a  decidedly  im- 
proved prospect  before  the  lace  section. 
Besides  sbadows  and  net  tops,  all  kinds 
of  light  laces,  such  as  Chantilly, 
Alencon,  Maline.  Lierrie,  and  other  light 
makes  are  coming  into  vogue.  At  pre- 
sent it  is  the  narrower  Bouncings  that 
are  selling,  but  the  increasing  vogue  for 
hum-  tunics,  it  is  hoped,  will  mean  a  cur- 
responding  demand  for  wide  flouncings. 
Net  tops  with   delicate  patterns  embroi- 


dered on  them  with  silver  thread  are  the 
latest,  and  these  laces  are  employed  not 
only  to  trim  the  gown  of  the  June  bride, 
hut  are  used  for  decorating  dancing 
frocks  for  both  evening  and  afternoon 
wear. 

Nets  are  selling  freely,  and  are  com- 
bined with  any  one  of  the  kinds  of  lace 
now  worn.  They  come  patterned  in  con- 
ventional designs  and  also  in  floral  pat- 
terns. Many  nets  show  patterns  printed 
in  color,  and  some  designs  are  darned 
into  the  net.  Black  nets  come  embroi- 
dered in  gold  thread  and  spangles. 

The  prospects  for  the  coming  Kail 
seem  to  be  excellent,  a-  lace  garniture 
is  seen  on  all  evening  gowns  and  the 
evening  fabrics  are  of  such  a  nature  that 
suits  will  need  to  be  trimmed  with  lace. 
Lace,  however,  has  an  unusual  number 
of  competitors  in  the  trimming  field  and 
does  not  rei<rn  alone. 


-©- 


Interior  Bridal  Display 


A  NOVEL  and  effective  arrange- 
ment of  show  cases  for  a  display 
of  bridal  costumes  and  acces- 
sories was  seen  this  month  in  the  store 
of  the  Robert  Simpson  Company,  Tor- 
onto, the  idea  being  one  which  could  be 
made  use  of  in  any  store  where  there 
is  room  for  an  interior  display.  Store 
decorators  who  appreciate  the  effect  of 
something  different  may  find  in  this 
description  an  idea  worth  working  on. 
The  accompanying  sketch  gives  a  plan 

of  the  arrangement  of  the  eases.  They 
were  not  especially  made  for  the  occa- 
sion and  cases  of  any  design  would  do; 
in  Pad  the  presence  of  the  cases,  while 
adding  very  mucb  to  the  effect,  would 
not  be  necessary  to  making  use  of  the 
general   scheme. 

The  display  referred  to  was  arranged 
in  a  -ect inn  of  the  store  which  gave  the 
impression    of   being   divided    from    the 

main  Boor,  this  effeel  being  produced  by 
the    pillars    and    by    the    arrangement    of 

other  goods  at  the  side.     Traveling  ao- 

cessuries    were      arranged       on    one    side 

while  effective  decorations  filled  in  the 

other.  The  impression  of  entering  B  sep- 
arate apartment  was  aided  by  the  use 
of  ruga  on  the  floor  and  a  large  rug 
hung  on  the  back  wall.  These  ruga  were 
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in  rich  dark  colors  and  there  were  no 
other  decorations  to  detract  from  the 
costumes  worn  by  the  different  figures 
or  displayed  in  the  cases. 

The  figure  wearing  the  bridal  costume 
was  of  course  the  outstanding  feature 
id'  the  display.  A  natural  attitude  gave 
emphasis  to  the  lines  of  the  gown  while 
the  whole  was  made  very  effective  by 
the  bridal  veil,  attached  to  a  wreath  of 
orange  blossoms  and  a  large  bouquet  of 
cream  roses  carried  in  the  arms. 

In  the  oblong  cases  on  either  side  were 
elaborate  displays  of  bridal  lingerie,  in- 
cluding all  those  beautiful  undcrgar- 
ments  which  go  to  complete  the  wedding 
day  costume.  In  the  two  square  cases 
at  the  front  were  tasteful  displays 
which  included  draped  silk  materials, 
hats  and  parasols.  Traveling  costumes 
were  shown  on  two  figures  on  either 
side  of  the  central  display. 

The  whole  effeel  was  different  and  the 

lack  of  anything  like  elaborate  back- 
ground or  decoration  seemed  to  irive 
strength  to  the  central  displays  and 
emphasize  the  costumes  and  accessories 
which  were  shown,  and  this,  by  the  way. 
was  the  principal  idea  of  the  whole  ar- 
rangement. 


MILLINERY 


Fall  Hats  Promise  to  be  Even  Smaller 

New  Turbans  Distinctive  With  High  Line  at  the  Back — Sailors 
Are  Very  Popular  at  Present. 


THE  small  shops  and  stores  are 
offering  flower  trimmed  hats  in 
brilliant  shades,  and  on  the 
street  one  sees  many  rose-trimmed  hats 
worn.  The  really  smart  woman,  the 
woman  who  dresses  in  advance  of  the 
popular  fashions,  is  clinging  to  hats  in 
the  darker  shades  such  as  black,  dark 
navy,  and  tete  de  negre,  and  when  she 
is  not  wearing  these  dark  hats,  she  goes 
right  to  the  other  extreme 
and  chooses  white.  Rose 
forms  the  only  exception, 
and  quite  a  number  of 
rose-colored  hats  are 
worn. 

The  really  fashionable 
women  still  cling  to  heron 
and  paradise,  and  when 
one  sees  the  magnificent 
mounts  that  are  used  one 
cannot  wonder  that  they 
are  preferred  over  all 
other  modes  of  trimming. 

The  canotier  with  the 
wide  brim  or  the  canotier 
with  the  narrow  mascu- 
line brim,  developed  in 
thick  rich  satin,  are  two 
of  the  most  popular  shapes 
worn.  All  shapes  are 
small,  and  they  are  worn 
a  little  to  one  side  in 
Spanish  fashion.  This 
side  tilt  is  as  a  rule  ac- 
complished by  slanting 
the  head  size  rather  than 
adjusting  the  hat  on  the 
head  in  a  slanting  posi- 
tion. 

All  the  new  hats  are 
small,  and  the  Fall  hats 
promise  to  be  even  smaller 
than  those  seen  now.  The 
new  turbans  are  very  dis- 
tinctive, and  many  of 
them  have  an  extremely 
high  line  at  the  back. 

At  the  Auteuil  races, 
when  the  King  and  Queen 
of  Denmark  were  present,  everyone  was 
struck  by  the  simple  elegance  of  the  hats. 
It  was  not  that  there  was  so  much  change 
to  note  in  the  shape,  but  the  change  came 
in  the  simpler  lines  of  the  trimmings  em- 
ployed.   Many  of  the  hats  worn  were  of 


wired  material,  and  others  had  the  crown 
and  part  of  the  brim  of  velvet,  while  the 
rest  of  the  brim  and  the  facing  were  of 
faille.  Others  had  the  crown  of  satin 
and  the  brim  of  straw.  One  of  white 
milan  had  the  brim  faced  with  rose- 
colored  straw.  A  pretty  tete  de  negre 
varnished  straw  canotier  was  trimmed 
with  a  row  of  humming  birds  placed  at 
the  extreme  edge  of  the  crown  and  just 


Plateau  hat  of  horsehair  lace  with  wreath  of  roses  pass- 
ing oyer  the  crown  and  under  the  hair  at  the  back.  The 
under  brim  is  fitted  in  with  loops  of  velvet  ribbon.  Paris 
model  photographed  for  The  Review. 

one  posed  on  the  brim.  The  birds  were 
in  natural  colors.  Many  small  white 
shapes  were  of  satin,  and  were  orna- 
mented with  coque  and  wings  in  a  variety 
of  fancy  arrangements. 

The  model  houses  in  Paris  are  busy  on 
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hats  of  velvet.  A  toque  Georgette  is  of 
orange  velvet,  trimmed  with  ostrich 
matching  in  shade. 

Already  the  vogue  of  the  fabric  hat 
has  become  a  rage  at  all  the  smart  after- 
noon affairs.  The  all-white  or  the  all- 
navy  sailor  is  the  shape  most  seen,  and 
the  showing  of  new  models  goes  on  from 
day  to  day. 

Of  two  sailors  that  are  typical,  one 
was  of  navy  taffeta,  faced 
with  lisere  straw.  At  the 
right  side  of  the  brim  the 
brim  was  slightly  dented, 
and  rising  erect  from  this 
indentation  was  a  couple 
of  small  navy  wings 
fringed  with  heron.  The 
white  hat  had  a  rather 
low,  round  crown,  with 
the  brim  wider  at  the 
back  than  in  front.  The 
crown  and  part  of  the 
brim  was  covered  with 
whit(;  batiste,  with  a  fold 
l1/^  in.  wide  of  black 
tulle  on  the  edge,  and 
placed  at  the  right  side  of 
the  front  flat  on  the  brim 
was  one  large  white  rose 
with  varnished  leaves. 

Black  sleeves  are  to  be 
among  the  first  of  the 
early  autumn  shapes 
launched,  and  they  will  be 
trimmed  with  aigrette 
used  in  clusters  and  with 
burnt  ostrich  numidi  and 
numerous  other  feather 
fancies. 

Novelties  in  floral  effects 
are   also   being   produced. 
The    cire    and    varnished 
novelties  are  strong,    and 
are  showing  in  shades  of 
blue,   pink,   and   magenta. 
Among  the  prettiest  nov- 
elties are  flowers  of  pink 
satin  made   the  same    on 
all  sides. 
A    toque   of    tagel,    with     the     crown 
higher  on  one  side  than  the  other,    was 
trimmed    with     large    triangular    wings 
across   the   front.        One   of   these   was 
pointing  upwards,  while  the  other  point- 
ed to  the  side. 


Dry  Goods  Review 


MILLINERY 


New  Paris  Models  of  Fall  Hats 


Model  No.   1. 


Xo.  1 — Toqm  of  I  -  lVi  t  and 
satin  with  burnt  ostrich  fan- 
tasie  posed  right  on  the  back 
brim. 


No.  2— i2<  boux  sailor  shape 
with  heron  plwnn  posed  on  ttu 
sid(  of  the  hat. 


Model    No.    2. 

From  photographs  taken  for  The  Review  in   Paris 


Craze  at   Paris  for  the   Fabric   Hat 

Styles  Seen  at  the  Races — Dark  Shades  or  White— Hats  Tilted 
to  the  Side — Velvet  Sailors  First  of  Fall  Stvles  to  be  Launched. 


THE  millinery  worn  at  the  late 
Spring  races  always  has  a  strong 
developing  influence  upon  the  Fall 
season  following.  Buyers  from  all  parts 
cf  the  globe  are  in  Paris  during  May 
and  early  June,  and  the  modistes  know 
this  and  prepare  millinery  that  gives 
more  than  a  hint  as  to  what  will  be  fav- 
ored in  the  following  season.  The  sen- 
sation so  far  has  been  the  using  of  the 
fabric  hat  instead  of  the  hat  of  straw, 
and  the  reversing  of  the  usual  order  of 
things  by  using  silks,  satin,  or  velvet  for 
the  body  of  the  hat  and  straw  preferab- 
ly of  the  varnished  variety  for  the  fac- 
ing. 

Another  feature  is  the  small  size  of 
the  hats  worn  and  the  irregularity  of 
the  crowns.  Some  crowns  have  a  ridge 
from  front  to  back  like  a  helmet,  and 
many  have  peaks  or  dents.  Some  are 
higher  at  the  back  or  at  one  side.  Sail- 
or shapes  continue  in  high  favor  par- 
ticularly the  canotiers,  and  the  latest 
canotiers  show  wider  brims.  A  new  fea- 
ture is  the  elongated  brim  at  the  back. 
Among  the  very  first  of  the  new  shapes 
launched  will  be  velvet  sailors  with 
wide  brims  and  with  the  line  at  the  side 
elongated.  Paris  is  using  aigrette  and 
paradise  to  trim  these  hats  but  for  the 
United  States  and  for  Canada  later  some 
other  trimming  giving  the  same  general 
effect  will  have  to  be  substituted.  Polo 
shapes  are  among  the  more  recent  mo- 
dels and  are  showing  in  blue  or  black 
velvet  trimmed  with  high  coque  feathers 
simulating  a  coxcomb  on  the  top,  and 
breast  feathers  falling  over  on  one  side. 
Other  trimmings  are  ostrich  and  numidi 
feathers  uncurled  and  burnt.  These 
feathers  are  used  in  all  manner  of  fan- 
tastic ways  laid  along  the  crown  or  flat 
on  the  brim  and  intersecting  each  other 
at  all  sorts  of  angles.  Small  birds  are 
being  used  for  trimming  and  one  admired 
hat  was  trimmed  with  humming  birds 
one  placed  at  the  extreme  left  edge  and 
the  others  around  the  crown  top  and 
on  its  side. 

There  is  a  feeling  for  the  pse  of  the 
entire  bird  for  trimming  purposes  and 
beside  the  humming  birds,  small  par- 
rots and  canaries  are  to  be  used.  Manu- 
facturers are  showing  parrot-like  bodies 
consisting  of  the  head,  tiny  body  and 
flat  sweeping  tail.  These  are  used 
perched  on  the  brim  in  front  and  curving 
back  over  the  crown.  Another  novelty 
of  the  same  class  has  a  red  breast  and 
a  white  tail.  Among  other  feather  no- 
velties may  be  mentioned  the  novelties 
in   coque  and  peacock. 


The  New  Colors  for  Flowers  and  Plumes 


rllE  Fall  color  card  of  the 
"Chambre  Syndicate  des 
Fleurs  and  Plumes"  has  been 
issued,  and  if  this  card  is  followed  out 
we  shall  see  a  much  more  brilliant 
color  assortment  used  before  the  sea- 
son is  ended,  for  there  are  numerous 
brilliant  tones.  The  name  of  Fur- 
lema  is  given  to  a  collection  of  colors 
consisting  of  a  canary  yellow,  cerise, 
reddish  tango.  Madonna  blue,  red- 
dish lavender  and  plum,  and  a  Max- 
i.rc  set  shows  a  new  light  electric  blue, 
and  a  grass  green  shade  among  a 
series  of  (flaring  tones. 

Aphrodite  is  the  name  given  to  an 
exquisite  set  of  azalia  reds,  and  there 
is  a  beautiful  set  of  light  and  dark 
wine  reds  named  merise  on  the  card. 
Six  new  shades  of  lavender  are  called 


renoncule.  Ravigote  is  a  set  of  terra 
cotta  reds,  and  a  set  beginning  with 
orange  ends  with  a  dark  coque  de 
roche  named  fakir. 

Muscovite  is  the  name  given  to  a 
set  of  Russian  greens,  and  friquet  one 
of  dark  moss-like  tones,  and  there 
are  three  gray  tones  named  ourson. 

At  the  present  time  there  is  a  per- 
fect craze  for  white,  both  in  dresses 
and  millinery.  Next  to  the  all-white 
hat  the  black  hat  trimmed  with  white 
is  favored.  Hats  of  white  taffeta, 
white  satin  or  white  moire  are  worn, 
and  when  white  is  not  chosen,  choice 
seems  to  fall  on  either  black  or  dark 
crow  blue.  The  all-black  velvet  hat  is 
the  first  of  the  Fall  models  to  be 
launched  and  some  of  these  hats  are 
faced  with  rose-colored  straw. 


Novelties  in  wings  and  quills  will  be  a 
strong  feature.  Wings  and  quills  come 
in  ecossais  as  the  French  call  both  the 
high  colored  plaids  and  Roman  stripe  ef- 
fects. Wings  and  quills  come  also 
bronzed  and  silvered  and  in  various 
shades  of  metallic  colorings.  Wings  are 
clipped  into  all  kinds  of  shapes  some  of 
which  take  on  the  form  of  meat  axes 
and  butchers'  cleavers. 

For  the  early  Fall,  hats  of  crepe  de 
chine,  taffeta,  moire  or  faille  will  be 
fashionable  and  the  majority  of  them 
will  be  faced  with  straw.  Milliners  are 
favoring  these  lighter  silks  for  the  early 
hats,  but  later  it  will  be  the  velvet  hat. 

Hats  entirely  of  ribbon  will  be  im- 
portant. These  hats  are  made  of  faille 
ribbons  about  four  inches  wide  and  are 
trimmed  with  important  bows  of  wider 
ribbon.  Ribbons  are  used  to  trim  many 
of  the  new  hats  in  the  form  of  bows, 
trimmed  cockades  and  fanlike  and  wheel- 
like ornaments.  Among  the  many  floral 
novelties  are  many  in  glazed  and  var- 
nished effects. 

The  all  white  hat  has  come  in  so 
strongly  that  it  is  predicted  that  the 
wliite  hat  will  be  well  worn  during  the 
coming  Winter.  Black  and  white  com- 
binations are  to  be  good  and  in  colors 
crow  blue  and  tete  de  negre  will  be  the 
best  selling  colors. 

The  early  Fall  outing  hats  are  here 
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and  velour  and  felt  sailor  shapes  are 
shown  faced  with  straw.  Some  models 
are  of  corduroy  which  is  very  much  liked 
because  of  its  light  weight. 


-®- 


SUMMER     WHITE     PARAMOUNT. 

The  All- White  Hat  is  High  Style  for  the 

Heated  Season. 

Fashion  is  given  to  taking  sudden 
turns ;  all  season  the  black  hat  has  been 
paramount,  and  now  for  the  heated  sea- 
son she  is  turning  to  all  white.  Small- 
sized  sailors,  small  toques,  and  cap-like 
police  bonnets  of  white  hemp,  picot, 
Panama,  Milan,  and  crin  are  trimmed 
with  white  moire,  cord  or  taffeta  ribbons, 
white  wings  in  pairs  in  different  sizes, 
and  ears  of  wheat.  So  strong  is  the  feel- 
ing for  wings  that  ribbons  are  pleated 
and  posed  in  the  form  of  small  wings, 
while  the  larger  feather  effects  are 
shaped  in  wire,  and  ribbon  is  pasted  on 
either  side.  Some  very  striking  effects 
are  obtained  in  this  manner.  These 
wing-like  bows,  and  smashing  big  bows 
of  ribbon,  trim  many  of  the  mid-season 
hats,  but  the  first  place  in  trimming 
effects  must  be  given  to  pointed  wings  in 
all  sizes. 

A  round  toque  of  picot  straw  had  two 
black  quills  placed  upright  and  pointing 
in  opposite  directions  at  the  side  of  the 
hat. 


Dry  (1  noils  l,'i  view 


MILLINERY 


White  and  Black 

These  ( !olors  in  R'bbons  Sell- 
ing Freely  For  Millinery  Pur- 
poses Sash  and  Girdle  Novel- 
ties Numerous. 


AFTER  somewhat  of  a  lull  the  eire 
or  stovepolished  ribbons  are  re- 
turning to  favor.  Black  cire  rib- 
bons arc  used  both  to  trim  hats  and  for 
the  girdles  on  white  dresses.  White  cire 
ribbons  are  newer  than  black  and  promise 
to  be  very  well  used.  For  present  selling 
the  trade  is  centered  on  white  and  black. 
There  is  a  positive  craze  for  white  rib- 
bons for  hat  trimmings  and  when  it  comes 
to  sashes  and  girdles  nothing  is  so  smart 
with  the  fashionable  white  as  the  black 
sash.  Moires  and  Roman  stripes  and 
bayaderes  arc  the  big  sellers.  In  ribbon 
novelties  a  louisene  ribbon  is  showing  in 
stripes  of  green,  red,  yellow  and  violet, 
and  when  looked  at  in  one  light  all  these 
colors  appear  glowing,  while  from  the 
opposite  direction  they  appear  to  be  in 
dull  shades.  Another  new  ribbon  shows 
a  check  center  in  black  and  white  with  a 
stripe  on  one  side  of  yellow  and  on  the 
other  of  blue  faille.  Other  ribbon  novel- 
ties have  the  center  of  black  with  colored 
velvet  figures,  and  many  of  the  new  warp 
prints  in  dark  and  light  effects  have 
velour  touches. 

The  Fall  outlook  for  ribbons  is  excel- 
lent for  not  only  will  both  narrow  and 
wide  ribbons  be  wanted  for  hat  trim- 
mings, but  girdles  and  hip  sashes  are 
spoken  of  for  wearing  with  both  the  pres- 
ent style  of  waist  and  with  the  new  semi- 
fitted  basques  that  are  bidding  for  favor. 

The  ribbon  departments  in  the  big 
stores  have  added  extensively  to  their 
sales  by  featuring  girdles  made  of  both 
plain  and  fancy  ribbon.  Their  way  of 
handling  them  is  to  show  both  the  ribbon 
and  the  made-up  girdle.  The  customer 
can  examine  the  girdle  and  purchase  the 
ribbon  and  make  it  up  herself,  or  she  may 
leave  an  order  for  a  girdle  with  the  de- 
partment. This  is  an  idea  which  the  mil- 
liner could  easily  work  out  as  the  girdles 
could  be  made  up  in  the  millinery  work- 
room. The  demand  for  girdles,  etc.,  would 
not  be  of  moment  until  after  the  extra 
busy  season  in  millinery  was  over,  and 
their  sale  would  not  only  help  the  work- 
room to  meet  expenses  but  it  would  ex- 
tend the  sale  of  ribbons  and  give  more 
scope  for  making  profit  and  reducing 
overhead  expenses. 

A  Needed  Note  of  Color. 
F'aris     reports     in     describing     manj 

dresses  make  mention  of  not  only  the  eor- 
bouquet,    but     of    the     fact     that     a 

single  flower  is  pinned  on  the  lower  left 
side  of  the  tonic.  The  use  id'  the  corsage 

bouquet  and  the  above-mentioned  flower 
is  to  introduce  a  needed  note  of  color.  The 
corsage    bouquel     is    \er\    'jenerallx     worn 


Millinery   Styles   of    Paris 


Millinery  models  Been  at  the  Auteuil 
races  the  day  tin-  Bong  and  Queen  of  Den- 
mark    were     present     showed     that     more 

simple    styles    had    won    out.    and    that    the 
small    shape    was   still   reigning. 

Skctrh  one  Bhows  a  tete  de  negre  straw 
toque  forming  a  small  ridge,  turned  up  at 
the  back  and  rounded.  It  i<  trimmed 
with   tete   de   negre   wings  a  la   Valkyrie. 

No.  2  is  a  bell-shaped  canotier  of  white 
straw  wreathed  with  white  leaves,  and 
having  aigrettes  of  rooster  feathers. 

Xo.  3  shows  a  small  bell-shaped  hat 
Covered  with  white  swan  feathers  and 
with   fancy   black   plumes   at   the   side. 

Xo.  4  is  a  canotier  model  of  black  satin, 
with  a  round,  soft  crown  and  a  ribbon 
draped  around  it.  A  bow  with  folds  lies 
on  the  front,  and  lying  on  the  crown, 
crosswise  and  in  other  fanciful  ways,  are 
burnt  ami  curled  ostrich  plumes  having 
quite  straight  flues.  This  trimming  is  a 
Lewis   idea. 

Xo.  5 — A  canotier  of  pale  rose  satin 
with  the  brim  covered  with  a  flounce 
formed  of  four  thicknesses  of  pale  rose 
tulle.  The  upper  part  of  the  crown  is 
supple,  and  two  large  roses  are  erected  in 
front.  They  are  very  pale  and  full  blown, 
and   are  placed   one  above   the   other. 

Xo.  fi — A  toque  of  white  swan  breast. 
The  shape,  high  in  the  back  and  lower 
in  front,  is  not  very  new,  and  the  reason 
for  sketching  this  model  lies  in  the  ar- 
rangement of  the  feathers.  There  is  a 
flue  of  green  feather,  with  a  small  puff  of 
green  peacock  plumage  below  and  above, 
from  which  fall  some  white  paradise 
spra\  3. 

No.  7  illustrates  a  large  canotier  model 
of  navy  blue  satin,  the  chief  feature  of 
which  lies  in  its  plainness.  The  side  of 
the  crown  is  higher  at  the  back  than  in 
front.  The  sole  trimming  consists  of  a 
large  speckle"?,  bow  in  black  placed  at  one 
side. 

Xo.  8 — -Also  a  canotier  of  white  straw. 
The  crown  is  covered  with  white  foliage 
and  two  white  quills,  very  narrow  and 
rounded  at  the  ends,  start  from  the  middle 
of  the  crown. 

Xo.  !'  shows  another  canotier.  this  time 
of  black  straw  trimmed  with  a  great  num- 
ber of  black  cross  aigrettes  having  white 
tips,  poseTt  so  as  to  appear  higher  at  the 
left    side    than    on    the    right. 

— Courtesy    of    Women's    Wear. 


both  on  the  street  and  with  indoor  and 
evening  gowns  in  the  big  cities  of  the 
United  States.  For  some  reason  this 
pretty  fashion  has  never  been  very  gen- 
erally adopted  in  Canadian  centers. 
Where  there  are  any  possibilities  for 
making  sales  milliners  should  lie  to  the 
fore,  not  only  with  the  line  and  expensive 
French     flowers,     but     also     with     smart 
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bouquets  deftly  made  tip  from  the  flowers 
in  stock,  or  made  up  from  satin,  ribbons, 
metallic  tissues  and  nets. 

The  milliner  who  is  quick  to  take  ad- 
vantage of  these  side  winds  of  fashion 
will  make  money  in  two  ways — her  sales 
will  be  larger,  and  she  can  use  these  fash- 
ion ideas  to  advantage  in  keeping  her 
stock  (dean. 


Economy  in  Production  and  Development 

Retiring  President  of  C.M.A.  Advises  Reconstruction  of  Habits 
and  Methods — Tariff  Not  Practical  Enough — Conferences  With 
Western  Farmers — Workmen's  Compensation   for   All    Canada. 


MONTREAL,  June  15.— In  his  ad- 
dress to  the  Canadian  Manufac- 
turers' Association,  which  gath- 
ered here  500  strong,  last  week,  the 
president,  C.  B.  Gordon,  who  is  head  of 
the  Dominion  Textile  Co.,  pointed  to 
"The  necessity  for  more  economical 
methods  of  production  and  develop- 
ment." Present  business  conditions  m 
Canada  were  due  partly  to  a  world-wide 
depression,  partly  to  domestic  policy. 
During  the  past  three  years  manufac- 
turers had  not  been  able  to  attend  profit- 
ably to  all  the  business  that  offered. 
With  many  the  chief  object  had  been 
to  get  things  done,  whatever  the  cost. 
Thus  they  were  now  handicapped  by 
habits  they  had  learned  that  would  have 
to  be  abandoned.  They  had  set  for 
themselves  and  their  workpeople  stand- 
ards of  expensive  living  second  to  none 
in  the  world.  Thus  the  tariff  no  longer 
protected  them  as  it  had.  He  did  not 
use  this,  however,  as  an  argument  for 
higher  protection,  but  as  a  warning  to 
more  economical  methods. 

Opinion  in  the  West. 
The  olive  branch  held  out  to  the  farm- 
ing community  on  behalf  of  the  Cana- 
dian Manufacturers'  Association  by  Mr. 
Gordon,  in  his  address,  an  advance  wel- 
comed by  C.  A.  Dunning,  a  western  ex- 
pert grain  grower,  was  further  extend- 
ed when  a  resolution  was  passed  by  the 
delegates  to  the  association's  conven- 
tion here  favoring  the  holding  of  regu- 
lar conferences  between  the  C.M.A.  and 
representatives  of  basic  industries,  es- 
pecially agriculture.  Other  resolutions 
passed  approved  of  memoralizing  Pro- 
vincial governments  in  favor  of  legis- 
lation similar  to  the  fire  marshal  act 
recently  adopted  in  Ontario;  a  broad 
based  system  of  technical  education  and 


industrial  museums;  transferring  $2,000 
to  the  Empress  relief  fund  from  the  un- 
expended balance  of  the  Regina  relief 
fund  and  reaffirming  adherence  to  the 
principle  of  preference  of  products  of 
native  industry. 

The  following  officers  were  elected  :— 
E.  G.  Henderson,  Windsor,  Ont.,  presi- 
dent; J.  S.  Sherrard,  Montreal,  first 
vice-president ;  Colonel  W.  M.  Gart- 
bhore,  London,  second  vice-president; 
George  Both,  Toronto,  treasurer. 

Members   of  the      general      executive 
were   re-elected   by   acclamation. 
President's  Address. 

The  address  of  President  Gordon  was, 
in  part,  as  follows: — 

"All  other  problems  have  come  and 
gone  and  have  lost  their  significances 
compared  with  a  problem  that  lias  been 
with  us  throughout  the  year  and  which 
threatens  to  keep  us  enveloped  in  its 
shadow  for  some  months  to  come.  The 
business  depression  is  a  trouble  we  can- 
not afford  to  make  light  of.  Every  day 
brings  fresh  reminders  of  its  existence, 
reminders  that  lead  us  to  speculate  as  to 
its  causes,  its  probable  duration  and  the 
extent  to  which  our  resources  may  be 
taxed  in  serving  it.  It  should  be  quite 
possible  for  us  to  associate  the  depres- 
sion with  some  of  the  events  that  have 
occasioned  it,  as  well  as  with  some  of  the 
conditions  and  tendencies  by  which  it 
lias  been  accompanied,  and  so  turn  an 
unfortunate  situation  to  good  account  by 
acquiring  a  better  understanding  of  our 
inherent  weaknesses. 

"An  investigation  of  any  widespread 
depression  usually  shows  two  sets  of  in- 
fluences at  work,  one  operating  within 
the  country,  the  other  without.  Can- 
ada's present  trouble  is  no  exception  to 
the  rule.     Her  domestic  policy  may  be 


accountable  for  a  gTeat  deal,  but  exter- 
nal  affairs  have  played  by  no  means  an 
unimportant  part.  Dependent  as  we  are 
upon  foreign  capital  to  finance  our  de- 
velopments we  have  been  keenly  sensi- 
tive to  conditions  affecting  the  money 
market  of  the  world;  the  war  in  the  Bal- 
kans, the  Ulster  situation  and  the  war 
in  Mexico.  The  cumulative  effect  of  such 
conditions  upon  our  Borrowing  power 
will  do  more  to  increase  the  credit  of 
this  country  in  Great  Britain  than  to 
let  those  people  know  from  whom  we 
borrowed  money,  that  our  intention  now 
i.s  to  devote  our  energies  to  placing  upon 
a  firm  basis  the  many  undertakings  in 
which  money  has  already  been  invested, 
and  which  now  require  careful  manage- 
ment for  their  development. 
Artificial  Prosperity. 
"In  this  connection  I  am  prompted  to 
remark  that  the  prosperity  we  have  en- 
joyed of  recent  years  has  been  more  or 
less  artificial.  To  a  great  extent  it  has 
rested  upon  a  solid  basis  of  profitable 
production,  but  to  some  extent  it  has 
not.  Large  sums  of  money  have  been 
spent  rapidly,  the  chief  object  being, 
seemingly,  to  get  things  done,  no  mat- 
ter what  the  cost  might  be,  and  without 
due  regard  to  economy,  or  to  the  over- 
head burdens  which  the  increased  cost 
placed  upon  the  industry.  Manufac- 
turers during  the  past  three  years  have 
had  more  business  than  they  could  at- 
tend to  profitably.  We  find  ourselves 
handicapped  for  the  time  being  by  habits 
we  have  learned,  and  by  methods  we 
have  become  accustomed  to,  which  will 
have  to  be  abandoned.  Irrespective  of 
tariffs,  taxes  and  freight  rates,  business 
kept  forging  ahead.  We  set  for  our- 
selves and  for  our  work-people  a  stand- 
continued  on  page  30.) 


Tf  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 


MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
0SPREYS 

MARABOU 

DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 

Montreal  Agent*: 
S.  E.  PORTER  &  Co..  407  Mappin  Bid*..  10  Victoria  Street 
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EQUIPMENT  AND  DISPLAY 


Special  Summer  Sales  Call  for  Quick  Action 

No  Delay  in  Changing  Trims  Should  be  Insisted  on  by  the  Display 
Man — Keep  Space  Dark  as  Little  as  Possible — Scores  of  Price 
Tickets  as  Buying  Inducements. 


EARLY  Summer  ushers  in  the  be- 
ginning of  a  strenuous  season  for 
the  store  decorator's  department, 
for  it  marks  the  beginning  of  the  Sum- 
mer sales,  and  the  advent  of  July  finds 
the  pace  accelerated,  for  the  heads  of  the 
different  departments  are  fighting  to 
keep  up  the  takings  during  the  between 
season  months  so  that  they  can  keep  up 
their  averages  for  the  year.  There  are 
broken  lines  to 
clear  and  there 
are  special  sales 
of  lines  of  goods 
bought  from  the 
manufacturers  at 
bet  ween  season 
prices. 

All  this  de- 
mands the  full 
and  active  co- 
operation of  the 
window  trimmer. 
While  the  trim- 
mer has  less 
worry  about  the 
backgrounds,  un- 
jiess  it  is  some 
sale  idea  that  de- 
mands co-opera- 
tion along  some 
special  Line,  there 
is  a  call  from  all 
departments  for 
window  repre- 
sentation that 
means  constant 
work  in  changing 
displays.  This 

calls  Eor  quick 
action,  and  the 
up-to-date  de- 
corator    will     be 

On    the    jump     all 

the  lime  devising 

ways  and  means 
to    expedite    these 

changes,  bo  as  to 

keep  the  win- 
dows dark  as 
little  as  possible. 

To     '1"     this     he 


must  plan  ahead,  and  also  it  is  most  im- 
portant that  he  secure  the  cordial  co- 
operation of  the  heads  of  the  different 
departments.  Certain  broad  rules  should 
be  laid  down  governing  the  putting  in 
displays  for  all  sections,  and  unless  the 
occasion  is  a  very  special  one,  the  trim- 
mer should  have  adequate  notice,  so  that 
he  can  have  at  least  a  week  to  plan  his 
displays  ahead.     lie  should  know  when 


Simple  Window  for  White  Sale 
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Designed  for  The  Review  by  A.   A.   Daoust 

rJUS  is  a  simple  white  sale  window  which  can  be  put  in  without 
much  trouble,  and  at  very  little  expense.  Make  a  strip  to  go 
across  the  window  about  twelve  to  fourteen  inches  wide,  and 
cover  smoothly  with  very  pah  blvn  felt  or  any  other  kind  of  cloth 
which  you  can  get  in  y<  ry  pale  blue.  The  birds  can  be  drawn  first, 
and  afterwards  cut  out  of  white  felt  end  pasted  on  this  strip.  Make  a 
frame  for  the  center  which  should  be  nailed  on  tin  hoard  which  goes 
across  the  window.  In  this  (rum.  pine,-  a  black  and  white  show  card, 
which  can  be  easily  made  by  the  trimmu  r;  if  not  same  can  be  made  by 
a  local  card  writer  at  very  small  cost.  Tht  bottom  of  the  window 
should  be  covered  in  pale  blue  felt  or  some  other  very  pale  blue 
material.  This  could  be  used  mostly  for  showing  ladies'  whih  wear, 
but  also  h,    used  for  a  side  window  of  white  shoes. 


he  can  get  the  goods  to  be  shown,  and 
just  what  amount  of  assistance  is  going 
to  be  given  him  by  the  department.  The 
decorator  should  visit  the  department 
and  select,  with  the  assistance  of  the 
head,  the  materials  and  articles  to  be 
used;  he  should  then  consider  how  he  is 
going  to  plan  his  trim,  and  should  notify 
the  department  as  to  his  requirements 
and  on  what  date  and  at  what  hour  the 
articles  or  ma- 
terials are  to    be 

placed   ready  for 

his  hand. 

One  very  im- 
portant power  all 
trimmers  should 
have,  as  it  in- 
sures the  filling 
of  the  windows 
in  (puck  succes- 
sion, and  serves 
to  eheek  unneces- 
sary delay,  and 
that  is.  if  the 
goods  required 
for  a  certain  win- 
dow are  not  laid 
out  at  the  time 
a creed  upon,  he 
should  have  the 
power  to  go 
ahead  and  take 
up  the  next  dis- 
play on  his  list. 
Action  of  this 
kind  may  dis- 
rupt settle  i 
plans  once  in  ■ 
while,  but  there 
is  BO  other  way 
of  procedure  that 
will  be  effective 
in  e  x  p  e  d  i  t- 
in<r  matters  in 
this  respect,  and 
if  not  ready,  un- 
less good  cause 
can  be  shown  lor 
the  delay.  the 
turn  should  pass 
on  to  the  next. 
(Con.  on  p.  28.) 
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EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Why  Not  Buy 
a  Self -Paying  Store  Front? 


The  Merchant  next  door  may  have  just  installed  a  new 
Store    Front — it   looks   new    and   may    be   a   great    im- 
provement  over   his    old   Front,   so  far  as   appearance  is 
concerned.      But  -what   about  the   design?      Does     it  truly 
represent  him — is  it  individual  or  are  there  others  in  town 
just  like   it  —  is  he  able   to   show   every  line, 


For  eight  years   -we   have   worked  -with  Mer- 
chants, Architects  and  Contractors,  in  (he  design- 
ing and  building  of  modern  Store  Fronts  and  today 
KAWNEER  stands  in  30,000  Stores— each  one  making 
sales.      Let  us    help    you  —  we   feel   competent  by   our 
Decialized  experience. 


every   day   and   is   his    Front  paying  for  itself.       \\&  W  11  G  Q  J*        Uyou  haven't  seen  the  most  interesting  Store 

jTURE    FR.ONTO  ,,11**T>  -  T>  • 

Front  book  ever  published,     .Boosting  Business 
No.  21,"  send  for  your  copy  today.    It  shows  photographs  and 


Mere  newness   does    not   spell  the  success  of 
any     Store     Front,     nor    does     permanency     or     stability 
pay  big  profits.      Sales  is  the   thing   you,   as   a  Merchant, 
should   be   most    interested    in.      Your  business — your 
Store    requires  its    particular    type     of     KAWNEER 
STORE  FRONT.     The  only  way  in  which  a  new 
Store    Front  would  pay  you,  or  any  other  Mer- 
chant, is   to  increase   the   business   with  which 
it  is  associated. 

Count  the  number   of  people   who    pass 

your     Store     uninterested  —  then 

think     how     a     good    Front 

■would    make    them 

your  customers. 


drawings  of  many  of  the  best-paying  Store  Fronts  in  the  coun- 
try— both  in  big  cities  and  small  towns.  This  -will  not  ob- 
ligate  you  in   the   least,   as   -we    -want    to    show    you    proofs. 

Kawneer 

Manufacturing  Company 

Limited 

Francis  J.  tPI\m,  President 

Dept.  Q.      1193   Bathurst   St. 

TORONTO,  CAN. 


PUTNAM  S  IMPROVED  CLOTH  CHART 


Price  $12.50 
Delivered  Free 
of  Duly  aid  Express 


Pit    SHOWS    the 
f  yards     in     bolts 
of  cloth,   or  rib- 
bon,     lace      or 
embroidery.     We 
send    it    on    ap- 
proval,      FREE 
of     all     expense 
to  you,  for  com- 
parison    with     any   device     which    you    may   be   using,    or   so   that   you 
may   satisfy    yourself   whether   this   sort    of   thing   may   be   satisfactorily 
done.     Our  machines   are   used   in   over  20,000  stores.     Let  us  show   you, 
A    larger   illustration    and    particulars   sent   on    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


H  Try  a  condensed  advertise- 
ment in  the  DRY  GOODS 
REVIEW.  It  will  carry  your 
message  into  the  dry  goods 
and  departmental  stores  from 
coast  to  coast  for  only  two 
cents  per  word  for  each  inser- 
tion. 


Sell  Your  Waste  Paper  for  Cash 

It's  a  valuable  asset.     Why  should  you  give  it  away  or  ^ 

burn  it  up?     It  is  worth  good  money — every  pound  of  it.  > 


"Climax  Baler  paid   for   itself  in   a  few   months,"   says 
R.  McKay  &  Co.,  Hamilton. 


yt  The 

Climax 


"It  does  everything  you  say," 
says  Van  Allen  Co.,  Ltd.,  Hamil- 
ton. 


"Acknowledge       it       a 
great   success,"   says   R. 
Barron,  Ltd.,  Toronto. 
Made  in  Hamilton,  Ont., 
by    the  y 

CLIMAX  GOOD  ROADS  MACHINERY  CO.  /      A 


'        Good    Roads 
Machinery       Co., 
Ltd.,    Hauiil  ton, 
Ont. 


/&         y  Gentlemen:  Without 

S  obligating   us  in  any   way, 

please    send    full    particulars 
and   prices   of  your  steel   Paper 
Balers. 


■S        Name 
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EQUIPMENT    AND    DISPLAY 


This  Horse  .show  window  of  Murphy- Gamble,  Limited,   Ottawa,   attracted   a   great    deal   of   attention, 

owing  to  the  live  appearance  of  the  display,  the  full  figure  of  a  horse,  the  fence  and  gate,  the  dainty  and 
fashionable  outdoor  costumes  (each  lady  holding  a  whip),  the  well-placed  accessories  and  the  scheme  of 
Horse  Show  colors.  The  window  was  a  good  inducement  to  investigate  one  of  the  store's  strongest 
departments. 


When  the  goods  to  be  shown  come  out 
of  the  dress  goods  department,  or  any 
other  department  where  goods  are  in  the 
pieee  and  the  color  effect  is  of  import- 
ance, the  decorator  should  be  given  a 
generous  sample.  This  will  allow  him  to 
harmonize  the  colors  and  to  plan  to  use 
the  most  effective  drapes.  Many  decora- 
tors, when  the  plan  has  been  settled  in 
their  minds,  then  and  there  make  a 
rough  sketch  of  the  drapes  and  the  posi- 
tion they  will  occupy  in  the  window,  and 
pin  on  to  each  drape  a  tiny  scrap  of  the 
material.  This  saves  time  when  the 
trimmer  does  the  work  of  putting  it  in 
himself,  and  forms  an  absolute  guide 
when  this  work  is  done  by  assistants. 

The  great  importance  of  the  store  de- 
corator's department  and  the  work  it 
does  for  the  store  is  now  well  recognized, 
Therefore,  the  majority  of  decorators 
have  proper  room  space  given  for  storing 
their  properties  and  arranging  for  the 
displays  they  have  under  way.  Plenty  of 
space  means  that  much  preliminary  work 
in  the  grouping  of  small  articles  and  in 
the  arranging  of  drapes  can  be  worked 

OUt  in  the  trimmer's  room  and  can  be  set 
in  place  at  once  in  the  window. 

It  is  hardly  necessary  to  urge  the  im- 
portance of  the  price  ticket,  lots  of  them. 
even  to  the  extent  of  having  one  on 
every  piece  of  merchandise  in  the  win- 
dow. From  an  artistic  point  of  view, 
the  window  trimmer  sometimes  is  in- 
clined  lo  ban   these    extremely    helpful 

little  "  accessories  "  in  favor  Of  a  more 
modest  price  display,  hut  in  ninety-nine 
sales  out  of  one  hundred  they  are  nearly 
as  important  as  the  good  8  themselves. 
Al  least  they  are  the  deciding  point  in  a 
proportion    of    ease-,    whether      a 

in  enters  a  store  or  passes  the  in- 
ducement  by  on   the  other  side. 


Looking  for  C.W.T.A.  Entries 


IN  a  letter  to  The  Review,  the  secre- 
tary of  the  C.  W.  T.  A..  F.  J. 
Thompson,  of  52  Stanley  Street,  St. 
Thomas,  Ont.,  urges  on  all  who  are  enter- 
ing the  window  trimming,  card  writing, 
and  advertising  competitions  to  send  him 
their  photographs  and  other  samples  as 
soon  as  possible,  in  order  that  he  may 
gel  them  listed  and  ready  for  the  judges 
in  good  time.  It  should  be  remembered 
that  according  to  the  new  regulations 
these  must  be  in  the  secretary's  hands 
by  July  1.  in  order  that  the  judging  may 
be  completed  in  good  time  before  the 
convention. 

The  programme  will  be  announced 
shortly,  and  the  names  of  the  different 
speakers   on    the    varied    subjects   of   vital 

interest  to  the  three  classes  who  form 
the  membership  of  the  C.  W.  T.  A.  will 
lie  mi  ample  guarantee  of  the  valuable 
education  in  store  for  all  who  attend  the 
convention. 

The  Review's  Silver  Cup. 

Class  1 — Annual  Orand  Prize.  Silver 
loving  cup.  suitably  engraved,  for  the 
best  six  displays,  original  window  and 
unit  trim  photographs  submitted  by  con- 
testant  during  the  year.     Cup  to  become 

property  of  the  winning  decorator  each 
year.     Presented  by  Dry  Qoods  Review. 

Class  2.  original  windows  Open  to  all 
trimmers    in    cities    of    100,000    or    over. 

Lst    prize,    C.W.T.A.    gold    medal;    2nd 

prize,    C.W.T.A,    silver    medal.      For    the 

best    window    of  the  year  showing  most 

beautiful    and    original    background    and 

groupings. 

Class  3,  holiday  or  opening  window -. 
Open   to  all  trimmers   in   cities   from  50,- 
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000  to  100.000.  lst  prize,  C.W.T.A.  gold 
medal;  2nd  prize.  C.W.T.A.  silver  medal. 
For  best  holiday  or  opening  window,  mil- 
linery and  ready-to-wear  display. 

Class  4,  merchandising  windows — Open 
to  all  trimmers  in  towns  and  cities  up 
to  50.000.  1st  prize.  C.W.T.A.  gold 
medal:  2nd  prize,  C.W.T.A.  silver  medal. 
For  the  best  display,  merchandising  or 
business-bringing  windows  judged  by 
sales  and  effective  arrangement  for  such 
event. 

Class  .">.  men's  wear  windows — Open  to 
men's  wear  trimmers  of  Canada,  lst 
prize.  C.W.T.A.  gold  medal:  2nd  prize, 
C.W.T.A.  silver  medal. 

Class  ti.  open  to  all  window  trimmers 
in  Canada,  lst  prize,  gold  medal:  2nd 
prize,  silver  medal.  For  best  effective 
window  arrangement  of  women's  ready- 
to-wear  garments.  Medals  donated  by 
courtesy  of  Acton  Publishing  Co. 

Class  7.  best  grouping  or  drapes — lst 
prize.  $5.  For  the  best  display  of  drapes 
or  ready-to-wear  grouping  arranged  in 
department  windows  or  ea  • 

Class  B-  Best  backgrounds — lst  prize, 
$5.  For  the  beat  background  sug- 
gestions. Suitable  for  opening,  anniver- 
sary   or  special   t  rents, 

Cardwriting  Contest. 

Class  1  lst  prize,  gold  medal;  2nd 
prize,  silver  medal.  For  the  most  artistic 
pen  or  brush  lettered  card- -used  for 
opening  or  special   announcement. 

Class   2     Silver   medal.      For   the   best 
plain    lettered    price-card,    used    to    indi- 
cate the  price  o\'  merchandise. 
Advertising  Contest. 

Class  1.  good  advertising — lst  prize, 
told    medal:     2nd     prize,     silver     medal. 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


In  Memoriam  for  Buyer  who  was  one  of  the 

Empress'  Dead 


AMONG  the  passengers  on  the  ill-fated  Empress  of  Ireland  which  was 
sunk  in  the  St.  Lawrence,  was  Frederick  J.  Rutherford,  silk  buyer  for 
James  Ogiivy  &  Sons,  Montreal.  Mr.  Rutherford  had  made  arrange- 
ments for  a  business  trip  several  weeks  ago,  having  booked  his  passage  on  the 
Baltic,  but  cancelled  the  booking  to  accompany  a  friend  who  was  sailing  on  the 
Empress.  Both  Mr.  Rutherford  and  his  friend  occupied  state-rooms  near  the 
smoking  compartments  in  a  section  which  suffered  badly  from  the  collision. 
Being  in  this  position  their  chances  of  escape  were  very  slight  and  both  were 
lost.  Mr.  Rutherford  was  employed  by  T.  C.  Watkins,  of  Hamilton,  Ont.,  as 
manager  for  twenty-two  years  previous  to  going  to  Montreal  last  December. 
The  body  was  recovered  and  taken  to  Hamilton  for  burial.  He  is  survived  by 
his  wife.  As  a  mark  of  respect  for  Mr.  Rutherford,  one  of  the  big  windows  of 
the  Ogiivy  store  was  specially  trimmed  in  mourning  in  purple  and  black.  A 
portrait  and  a  large  floral  wreath  were  prominent  in  the  display.  The  wreath 
was  afterwards  laid  on  the  casket. 

Another  dry  goods  man  who  went  to  his  death  on  the  ill-fated  steamer  was 
P.  A.  Dickson,  buyer  of  silks,  dress  goods  and  wash  goods,  etc.,  for  A.  E.  Rea 
&  Co.,  Ottawa.  He  was  a  brother  of  B.  M.  Dickson,  display  manager  for  James 
Ogiivy  &  Sons,  Montreal.  The  Dickson  family  was  indeed  sorely  bereaved,  for 
the  mother  died  the  day  previous  to  the  disaster  on  the  Empress.  A  telegram 
announcing  the  death  of  his  mother  was  sent  to  Mr.  Dickson,  but  was  too  late 
to  catch  him  before  the  steamer  sailed.  Had  he  received  it  and  returned  to 
Ottawa  for  the  funeral  he  would  have  been  alive  to-day.  It  may  well  be  im- 
agined that  it  was  with  a  heavy  heart  that  the  brother  performed  the  duty  of 
designing  a  memorial  window  for  Mr.  Rutherford,  his  fellow  employee  at  the 
Ogiivy  store. 

The  Review  joins  with  many  friends  in  all  parts  of  Canada  in  extending 
sincere  sympathy. 
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BRIDAL  DISPLAY  OF  MAXWELL'S,  ST.  THOMAS. 

Bride  in  ivory  duchess  satin,  with  centre  drape  of  Trish  point  lace  reaching  from  knee  to  bottom  of 
skirt.  Double  drape  effect.  Veil  of  silk  Brussels  with  edging  of  fine  lace.  Draped  with  15  yards  40-inch 
silk.  Train  of  5  yards  only.  Trimming  on  neck  of  pearls.  Bouquet  of  lilies  and  roses.  Decorations,  wild 
roses   and   ivory   ribbons.     Attractive   work   done   by  F.  J.  Thompson. 


ECONOMY  IN  PRODUCTION  AND 
DEVELOPMENT. 

(Continued  from  page  25.) 

ard  of  expensive  living  second  to  none 
in  the  world.  In  these  and  other  ways 
our  costs  have  become  inflated  as  com- 
pared witli  the  costs  of  competitors  in 
other  countries,  with  the  result  that  our 
tariff  no  longer  protects  us  to  the  same 
extent  that  it  used  to.  I  do  not  cite 
these  conditions  as  an  argument  for 
higher  protection,  but  rather  as  point- 
ing to  the  necessity  for  more  economical 
methods  of  production  and  development. 
"Despite  the  cons) ant  criticisms  of 
our  tariff  by  those  who  would  cut  it 
down  or  remove  it  altogether,  the  fact 
remains  that  the  advance  we  have  made 
and  the  growth  we  have  experienced  as 
a  nation  have  practically  all  come  about 
under  protection.  It  is  also  an  indisput- 
able fact  that  our  economic  develop- 
ment has  not  kept  pace  with  our  de- 
velopment in  other  directions.  We  have 
settled  our  homesteads  with  speed,  but 
perhaps  with  ton  little  care;  wo  have  ex- 
tended em-  means  of  communication  Car 
beyond  our  present  requirement  and  in 
institutions  Cor  our  better  government, 
Federally,  provincial!;  and  municipally. 
By  one  means  and  another  we  have  kept 

adding  to  our  overhead   expense  without 

making  Bure  the  while  that  there  was  a 

larger  output    to  justify   it.   The  problem 

now   before  us  is  to  make  over  invest- 

!    p:i\',    to     force    ourselves    to    pro- 
duce   in    corresponding   quantities. 


"To  lower  the  tariff  at  such  a  junc- 
ture would  be  suicide,  for  its  effect  could 
only  be  to  discourage  us  from  doing  the 
very  thing  we  ought  to  be  encouraged  to 
do.  One  of  the  industries  which  the 
tariff  of  this  country  should  have  caused 
to  flourish  is  the  stock-raising  industry. 
Hut  to-day  vast  areas  in  the  west  are 
given  over  to  the  production  of  wheat 
alone,  in  which  there  is  admittedly  little 
profit,  while  stock-raising  is  apparently 
neglected. 

"The  trouble  with  our  tariff  is  that 
ii  is  not  practical  enough.  When  it  fails 
to  yield  the  desired  result,  as  in  this  in- 
stance, it  should  be  supplemented  by 
some  means  that  will  afford  practical  as- 
sistance in  getting  things  started  in  the 
right  direction.  It  is  wrong  to  argue  be- 
cause of  agricultural  conditions  in  the 
West,  thai  our  protective  policy  has 
failed.  It  is  not  the  policy  that  has  failed, 
but  rather  the  farmer  in  omitting  to  take 
full  advantage  of  the  opportunities  it 
affords  him.  If  financial  difficulties 
stand  in  the  way  of  his  doing  so.  let  us 
ir\  to  devise  some  means  of  helping 
him.  If  custom  ami  prejudice  stand  in 
the  way.  then  let  us  insist  on  a  certain 
amount  of  stock-raising  as  a  part  of  the 
qualifications  for  every  homesteader. 

Workmen's   Compensation. 

"The    only    comment    I    feel    prompted 

in  offer  on  workmen's  compensation  is 

l>\    way  of  criticizing  B  popular  misap- 
prehension.    Our  organization  is  not  op- 
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posed  to  the  principle  of  compensation. 
We  did  oppose  certain  features  of  the 
Ontario  act.  some  for  the  reason  that  we 
believed  them  unjust,  others  for  the  rea- 
son that  we  regarded  them  as  impractic- 
al ble  of  operation.  Let  me  add  now, 
however,  my  personal  hope  that  when 
experience  has  shown  what  is  best  in 
compensation  legislation  we  will  be  able 
t  i  embody  it  in  a  Federal  law.  so  that 
every  workman  in  even-  part  of  Canada 
will  enjoy  that  protection  that  is  no 
more  than   his  due." 

In  dealing  with  inland  water  freight 
rates,  Mr.  Gordon  pointed  out  that  fix- 
Ing  of  rates  by  the  government  might 
divert   traffic   to   U.S.   ports. 

Tn  an  address  to  the  association  Charles 
A.  Dunning,  general  manager  of  the 
Saskatchewan  Co-operative  Elevator 
Co.,  blamed  the  influx  to  the  cities  from 
the  country  on  the  increased  cost  of 
production  which  had  gone  up  12  per 
cent,  since  1900.  and  on  freight  rates 
which  had  gone  up  14  per  cent.  The 
western  farmer  was  badly  otf  owing  to 
the  long  freight  hauls  necessary.  He 
denounced  the  indiscriminate  credit 
which  had  been  practised,  especially  in 
regard  to  agricultural  machinery.  The 
majority  oi'  farmers  in  the  West,  were 
lit  said,  free  traders,  and  urged  the 
manufacturers  when  making  representa- 
tions to  the  Dominion  Government  for 
an  increase  in  duties  to  Iwh-  MB*  mind 
the  economic  condition  of  the  farmer. 
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RETAIL    ADVERTISING 


Giving  the  Printer  a  Skeleton  of  the  Ad 

Samples  of  Layout,  Copy  and  Finished  Article  of  Barrie  Store 
— Three  Classes  of  Underlining — Work  Adaptable  to  All  Sizes 
of  Stores. 


THE  deft  laying  out  of  an  ad  is  an 
accomplishment  that  mati)  find  it 
difficult  to  acquire.  Tiie  Review 
will  deal  with  this  subject  from  tirro  to 
time  from  different  points.  Tn  this  arti- 
cle there  are  reproduced  not  only  the 
finished  work  of  a  Moore  &  Armstrong 
ad  as  it  appeared  in  a  Barrie  paper,  but 
the  skeleton  as  originally  drawn  up  by 
Mr.  Moore — shall  we  call  it  the  steel- 
work, and  with  it  the  pieces  used  as 
coverings.  It  will  be  seen  in  tho  first 
place,  that  Mr.  Moore  furnished  the 
printer  with  a  diagram  of  the  divisions 
he  wished  made  of  the  space,  and  this 
skeleton  shows  ;.n  almost  perfect  balanc- 


ing, a  feature  that  adds  to  the  attractive- 
ness and  usually  the  effectiveness  of  most 
ads.  This  lay-out  is  almost  a  necessary 
part  of  the  advertising  man 's  work  as 
few  printers  understand  sufficiently  the 
relative  importance  of  the  store  news  to 
be  depended  on  to  utilize  the  space  wise- 
ly and  consistently. 

Much  Trouble  To  Learn  Type. 

Sometimes  the  ad-writer  will  go  far- 
ther than  this  and  specify  the  exact  type, 
even  to  the  size  that  he  wishes  used  for 
each  section  of  the  ad.  This  may  be  the 
ideal  way  and  gives  the  ad-man  supreme 
control  over  the  appearance  of  his  de- 


signing, but  for  the  average  dry  goods 
merchant  or  advertising  manager  this 
would  involve  a  study  of  type  that  would 
consume  time  that  most  could  use  to  bet- 
ter advantage.  A  study  of  ads.  and  the 
manipulation  of  type  will  provide  the 
ad-writer  with  many  of  the  useful  arti- 
fices of  the  compositor  that  will  come  in 
handy. 

However,  the  instructions  to  the  print- 
er usually  go  farther  than  the  diagram 
indicated.  The  dotted  lines,  it  will  be 
seen  by  reference  to  the  ad  itself,  indi- 
cate only  natural  space  divisions  and  not 
rules. 

(Continued  on  page  45.) 
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Skeleton  of  the  a.d 


Moore  &  Armstrong's  Store  News 


The  completed  ad. 
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Late  Season  Ideas  in  Suits 

Paquin  Elaborates  ©b  the  Flare  Skirt  Models 
Shown  in  the  Spring  —  The  Cape  to  Match, 
Instead  of  the  Coat,  a  New  Feature. 


Summer  Waists 

Vogue  of  Organdie  Leads  to 
Revival  of  Lawn  and  Swiss 
Waists.  Valenciennes  Again 
Appearing  as  a  Trimming  Lace 
in  Fine  Qualities — Simple  Tail- 
ored Styles  Most  in  Favor. 

T11K  warm  weather  is  developing 
Summer  modes,  and  in  the  blouse 
field  the  feature  is  the  strong  ten- 
dency to  return  to  more  tailored  styles 
with  long  sleeves.  There  are  plenty  of 
more  elaborate  blouses  selling  made  of 
the  very  sheerest  of  materials  with  ki- 
mono sleeves  coming  just  to  a  little  below 
the  elbow.  Such  materials  as  Georgette 
crepe,  crepe  de  chine,  Japanese  wash 
silks.  Oriental  lace,  and  organdie  are 
especially   popular. 

The  success  of  organdie  lias  brought 
lawn  and  Swiss  to  the  front  again,  and 
charming  sheer  lawn  waists  are  seen  with 
very  sheer  and  dainty  lines  of  good 
Valenciennes  lace  sparingly  used  as  trim- 
ming. The  collar  lies  flat  and  is  trimmed 
with  hemstitching  and  the  yoke  is  cut  in 
one  with  the  front  in  a  fashion  that  is  em- 
ployed in  the  cutting  of  dresses  as  well  as 
blouses,  the  space  being  filled  in  with 
tucking.  The  armhole  is  not  so  wide  as  it 
was  earlier  in  the  season  and  there  is  a 
new  culT  with  inverted  points  that  is  used 
as  tin'  sleeve  finish. 

The  flat  collar,  the  Dew  yoke  effect,  the 
narrower  armhole  ami  the  more  general 

trimncss    of    the    blouse,    are    the    latest 
features. 

Blouses  of  handkerchief  linen  are  very 
much  in  favor  ami  they  are  cut  on  the 
very    plainest)    and    mofil    Severe    tailored 

lines   with    raglan    shoulders    ami    high 
flaring  white  collars  ami  cuffs.    The  fa- 
vored colors  in  these  hlouses  are  white, 
Copenhagen,  lavender  and  maize. 
Tailored  blouses  of  Japanese  wash  silk 

:ire  proving  excellent  hot  weather  sellers. 
Many  of  these   hlouses   made   in   tailored 

style  have  the  collars  finished  with  a  how 
«>t'  Roman  striped  silk. 


SAVE  for  the  fact  that  some  few 
suits  in  wash  materials  are  ap- 
pearing, business  in  the  depart- 
ments is  along  clearing  lines.  The  sea- 
son is  practically  over  with  the  manu- 
facturers, and  interest  is  centered  in 
what  will  be  worn  for  Fall.  Judging 
from  the  experience  of  the  past  few  sea- 
sons the  element  of  novelty  will  be  fully 
considered  and.  as  is  becoming  usual,  no 
one  style  will  dominate.  Also  in  view  of 
the  quick-sweep  styles  that  have  hit  the 
popular  taste  recently,  much  more  in- 
terest is  displayed  in  the  productions 
shown   in   the  big  fashion   centers. 

It  would  seem  that  it  is  in  the  skirt 
this  season  where  the  interest  is  settling, 
and  that  changes  that  make  for  comfort 
in  wear  are  coming  about.  Skirts  cer- 
tainly are  to  be  of  a  more  comfortable 
width,  and  the  pantelette  hobble  prom- 
ises at  the  present  time  to  be  the  last 
expiring  extreme  of  the  skirt  that  is  all 
right  to  stand  still  in,  but  is  not  suitable 
for  walking  in.  Skirts  certainly  will  be 
wider,  but  as  women  like  the  narrowing 
towards  the  feet,  the  day  of  the  very 
wide  skirt  has  not  dawned  at  the  pres- 
ent time.  In  the  meantime  new  ideas 
in  skirts  are  being  tried  out,  but  some- 
thing will  be  doing  in  circular  flounces 
of  moderate  flare  later. 

Pronounced  Flare. 

Advices  from  Paris  give  some  interest- 
ing notes  on  the  dresses  furnished  by 
Paquin  for  the  premiere  of  a  new  play. 
One  of  the  dresses  showed  a  new  skirt 
in  bell  shape.  The  front  of  this  skirt 
fitted  very  closely  to  the  figure,  and  was 
almost  sheath-like,  while  the  back  con- 
sisted of  a  circular  empiecement.  Below 
the  knees  the  front  commenced  to  flare. 
and  the  Hare  was  pronounced  at  the  bot- 
tom of  the  skirt.  Another  skirt  was 
cut  on  the  same  lines  in  front,  and  the 
hack  maintained  the  close  fit  also  until 
several  inches  below  the  knee,  where  a 
piece  cut  out  of  the  skirt  in  the  shape 
of  a  big  inverted  V  was  filled  in  by  a 
circular  empiecement.  Both  these  skirts 
were  topped  by  jackets  about  26  inches 
li.n-.  which  were  belted  at  the  waistline 
like  Norfolk  coats,  and  both  of  them 
were  made  of  checked  woolen  suiting. 

Paquin    is   also    putting   out    suits   and 
dresses    with    the    skirts    following    out 

the  tango  skirt  idea,  as  presented  by 
this  model  house  at  the  Spring  openings 
both  in  Paris  and  New  York.  A  skirt 
of  pale  pink  linen  was  cut  with  both  the 
hack  and  the  front  in  apron  idea,  with 
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rounded  corners,  and  mounted  over  an 
under-petticoat  of  white  net  trimmed 
three  inches  above  the  bottom  with  bias 
folds  of  the  pink  linen.  The  net  skirt 
was  quite  full,  and  appeared  through  the 
openings  at  the  side  of  the  linen  skirt 
in  a  most  graceful  manner.  The  waist 
was  finished  with  a  short  basque,  and 
was  embroidered  all  over  with  white 
soutache  braid,  and  the  basque  was  held 
in  place  by  a  narrow  belt  with  sash  ends. 

Front  of  Cape  Over  Shoulder. 

The  cape  is  used  to  complete  many 
costumes,  and  an  instance  of  its  use  was 
furnished  in  the  gowns  worn  in  the  last 
act.  The  dress  was  of  sapphire  blue 
moire.  The  skirt  of  the  dress  was  made 
of  two  deep  and  rather  full  flounces,  be- 
low which  extended  a  narrow  plain 
skirt.  The  corsage  was  one  of  the  new 
fitting  basques,  with  long  plain  tight 
sleeves.  The  cape  was  very  full  around 
the  bottom,  and  one  of  the  fronts  was 
tlrown  over  the  shoulders. 


Bungalow  Sets 

Three  and  Four-Piece  Sets 
Shown  for  the  Woman  Who 
Does  Her  Own  Housework. 


Till",  latest  evolution  in  house 
dresses  cornea  in  what  is  termed 
the  "Bungalow  Set."  A  set  con- 
sists of  apron,  dress,  petticoat  and  cap 
to  match.  Some  are  made  of  chamhray. 
trimmed  with  piping  and  having  an  em- 
broidered flounce  on  the  petticoat  and 
with  embroidered  cap  to  match.  Another 
three-piece  set  has  a  dress  of  striped 
gingham  hut  toned  on  one  side,  and  has 
cap  and  flounced  petticoat  to  match. 
In  better  qualities  are  striped  and 
cheeked  percale,  consisting  of  dress. 
apron  and  cap.  The  dress  has  broad 
collar  and  turnback  cuffs  of  white  linen 
and  the  sizes  run   from  36  to  4(5. 

The  very  moderate  price  at  which 
these  sets  come  and  the  fact  that  the 
woman    who    wears    them    is    neatly    and 

very  fully  equipped  for  the  business  of 

housework,  is  making  them  attractive 
sellers.  Very  many  women  now  wear 
caps  when  about  their  household  duties, 
and  the  matching  of  the  Bap  and  dress 
is  an  attractive  touch  that  will  be  well 
appreciated. 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 
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Long  Tunic  Supreme  for  Early   Fall 

These  Extend  From  Well  Below  the  Knee  to  4  or  5  Inches  From 
the  Foot  of  the  Skirt— These  Tunics  Appear  on  the  Late  Summei 

Models  and  Promise  to  be  the  Dominant  Style  for  Early  Fall 

Separate  Skirts  Are  More  Plain. 


department. 

one    of    the 

lines     this 


TAKEN  on  the  whole,  the  Spring 
season  bas  been  a  fairly  successful 
one  in  the  dress  section  of  the 
ready-to-wear  department.  The  dress 
line  is  such  a  large  one  and  includes 
garments  for  so  many  uses  and  for  so 
many  occasions  that  there  is  always 
something  doing  in  this 
Fancy  silks  have  formed 
most  satisfactory  selling 
Spring. 

Now  that  the  hot  weather  has  arrived 
the  interest  in  the  retail  department  is 
centered  in  clearing  out  the  balance  of 
the  Spring  stock,  and  in  the  sale  of  mid- 
season  novelties  in  cotton  dresses  and 
linen  suits. 

In  the  manufacturing  end  the  time 
has  come  when  the  new  ideas  for  the 
early  Fall  garments  take  precedence  of 
all  others.  The  leading  idea  here  is  the 
adoption  of  more  simple  styles  and  of 
the  new  long  or  Russian  tunic.  The  Rus- 
sian tunic  has  come  to  the  front  very 
quickly  and  forms  an  instance  of  the 
ability  of  the  garment  trade  on  this 
side  of  the  Atlantic  to  pick  out  the  win- 
ning idea.  The  Russian  tunic,  as  Paris 
brought  it  out,  was  allied  with  a  semi- 
fitted  bodice  and  the  elongated  waist- 
line, and  a  very  narrow  skirt  that  neces- 
sitated the  greatest  circumspection  when 
walking  was  attempted. 

The  long  tunic  is  shown,  allied 
with  the  comfortable  kimono  waist 
and  often  with  some  form  of  yoke 
effect  at  the  hips.  Simple  dresses 
in  cotton  fabrics  with  the  long 
Russian  tunic  forms  the  mid  Sum- 
mer novelty  and  will  dominate  the 
early  Fall  season.  This  style  has 
come  up  so  quickly  and  has  been 
taken    up    so    enthusiastically    that 

its     very     popularity     argues     a 

change  later.  Another  reason  is 
thai  the  long  tunic  is  at  its  best 
in  light-weighl  materials  and  can- 
not be  so  effectively  developed  in 
heavy    materials. 

When     it     cumes     to     dancing 

dresses    and     dreSSCS       of       novelty 

Bilks,  in  all  probability  these  long 

tunic    models    will    have   a    longer 

i  ii    ii.        For   one    thing,    there    will 

be   the    uovelty    in    materials    to 

COUnt    upon    and    I  be    fad    that    the 
tunic  IS  specially   suited   to  de- 

pment    in     filmy,     transparent 

in.-ili     i 

There   is  a   decided    Peeling 
pleating   and    both   side   pleating, 


accordian  pleating  and  box  pleating 
promise  to  be  used,  both  for  the  skirt 
under  the  tunic  and  for  the  tunic  itself. 


SEPARATE  SKIRTS. 

sold    better    during    the 

than    for    quite    a 

pro- 


Skirts    have 

season    now    ending 

long   period    of    time,    and      their 

pounced  success  has  led  the  manufactui 


THE  VOGUE  POB  CAPES. 

('ape   of   black   wool-backed   satin,   lined   with 

plaid  silk  cut  with  tWO  long  ends  which  cross 
over  in  front  and  pass  under  a  licit  which  fa- 
tens    at    the    back. 

The  dress  is  of  the  Same  material,  and  the 
long   tunic    is   also    lined    with    plaid. 

New   sailor   shape  of   lacquered   straw    trimmed 

w  ith  lacquered  quills. 
Sketehod  for  The  Review  in  Paris. 


era  to  put  out  a  splendid  range  in  a  big 
variety  of  materials  for  the  early  Fall 
season.  Many  of  the  retail  stores  have 
done  better  with  separate  skirts  than 
with  any  other  garment,  simply  because 
they  were  not  so  extreme  in  style.  That 
is  the  salient  style  points  were  there, 
but  in  such  form  that  they  appealed  to 
the  woman  of  more  conservative  tastes. 
This  fact  has  helped  the  position  of 
separate  skirts  with  many  buyers  and 
will  make  for  more  business  in  the  com- 
ing Fall.  Buyers  also  will  give  them 
more  prominent  representation  and  will 
advertise  them  more  and  give  them  more 
adequate  window  display.    • 

Skirt  styles  have  undergone  consider- 
able change  and  in  no  garment  are  the 
fashion  changes  that  have  come  about 
since  the  commencement  of  the  Spring 
season  more  plainly  seen.  Gone  is  the 
peg-top  and  the  extra  width  at  the 
hips,  and  gone  also  is  the  short  tunic. 
The  new  skirt  is  plainly  tailored  and 
follows  in  a  graceful  fashion  the  lines 
of  the  figure.  Both  the  novelty  Sum- 
mer skirts  and  those  designed  for  early 
Fall  wear  feature  the  long  or  Russian 
tunic.  Some  of  these  long  tunics  are 
perfectly  plain  and  flare  over  a  narrow- 
er underskirt,  which  is  often  in  contrast- 
ing material  or  of  check  or  stripe,  or  is 
side  of  box  pleated.  Accordian  pleated 
tunics  over  a  narrower  skirt  also  pleated 
are  showing.  Some  tunics  are  mom 
on  a  small  round  yoke  and  others  are 
shirred  at  the  waist-line. 

New  York  is  showing  these  skirts  in 
hair-line  stripes  on  white  or  navy 
grounds,  and  also  in  light-weight  crepes 
and  poplins,  to  wear  with  white  or  col- 
ored blouses  to  match  the  skirt. 


"MAJESTY  BLUE." 
In  colors  a  new  shade  of  blue  has 
come  out.  the  tint  of  costume  which  the 
Queen  of  England  wore  when  she  ar- 
rived in  Paris.  Perhaps  this  shade  may 
be  best  understood  as  referred  to  as  a 
pale  hydrangia  blue,  hut  it  must  not  be 
confused  with  any  of  the  deep  blue  hy- 
drangiaa.  On  the  contrary  it  is  the 
\n\  palest  T  <  'ie«  Dame  for  this 
shade  is  "Majesty  Blue."  It  is  the 
sensation  of  the  moment.  Certain  tan 
shades,  beige,  tea,  and  biscuit  are  in 
great   demand. 

•:::■  — 

The  death  took  place  early  in  .Tune  o( 
Frank  Wilson  of  Wilson  &  Waldman 
Costume  Co. 
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Travellers  are  now  out 

with  our  range  of  Spring 

1915  samples 


THEY  are  now  on  their  way  with  a  most  com- 
plete showing  of  the  latest  styles  in  cut,  fabric, 
and  trimmings. 

Our  range  consists  of: 

LADIES',    CHILDREN'S    AND 

INFANTS'  WHITEWEAR. 

CREPE  NOVELTIES 

House  Dresses,  Children  *s  &  Infants^ 

Dresses 

COLORED  ONLY 

Kimonos,  Dust  Caps,  Wrappers 

In  every  way  this  is  our  cap  sheaf  showing  which 
promises  to  eclipse  our  previous  best  efforts.  We 
are  also  showing  a  particularly  fine  range  of 

UNDERSKIRTS 

in  all  the  latest  materials  and  newest  designs.  There 
are  many  attractive  novelties  in  this  range  of 
underskirts. 

Your  early  inspection  is  requested 


^/nwfceae 
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The  return  of  accordion  pleatinga  may  be  attributed  largely  to  Paul 
Poiret's  Aphrodite  costumes,  such  as  are  reproduced  above. 

Active  in  Infants'  Wear 

The  Putting  Out  of  Smart  Practical  Garments 
for  Children  From  2  to  7  Years  Has  Resulted  in 
Profitable  Business. 


IT  no  longer  pays  the  busy  woman 
to  buy  materials  and  make  up  the 
garments  the  small  child  wears.  The 
manufacturers  have  practically  revolu- 
tionized the  children's  dress  since  they 
took  hold  of  the  proposition,  and  the  great 
success  of  the  department  is  due  to  the 
putting  out  of  smart,  simple,  wearable 
styles  in  dependable  materials  suitable 
for  children's  wear.  Silks  and  satins, 
fuss  and  frills  arc  <jone  with  the  starch- 
ing that  made  so  much  ironing,  and 
such  materials  as  cliambray,  linen,  soft- 
finished  pique,  poplin,  repp  and  nain- 
sook and  lawn  are  substituted. 

For  the  wee  tots,  that  is.  from  two 
years  up  to  seven,  there  are  on  the  mar- 
ket princess  and  Empire  dresses  of  sheer 
nainsook,  machine  embroidered,  in  very 
close  imitation  of  hand  work.  Prices  are 
very  reasonable  and  the  dresses  wear 
well  and  stand  the  constant  tubbing  to 
which  all  I  lie  garments  small  children 
wear  are  subjected.  These  dresses  have 
button-holed     slashes     throUgb     which     a 

ribbon  sash  is  drawn  and  tied  on  a  pretty 

bow,  either  at    the   front,  back   or  on   one 

side,    and    which    trives   a    long    French 

wai-t  effect,  although  the  garment  is  all 
in  one  piece.  The  little  Empire  dresses 
have  the  short  waist  finished  with  a 
beading  and  the  embroidery  confined  to 
the  waisl  and  sleeves,  while  (lie  full 
skirt  is  guiltless  of  trimming,  and  is  laid 

in    pleats   in    the  pressing. 

I''.,  partj  wear  and  for  occasions  when 
I  he  wi irlie  is  dressed  up,  lovely  lace- 


trimmed  French  dresses  are  provided, 
made  of  fine  Swiss  muslin.  Embroidery 
on  the  material  itself  forms  the  front 
plastron  and  fine  tucking  and  good 
Velenciennes  lace  insertion  is  used  in 
lines.  There  is  a  sash  or  a  broad  ribbon 
run  beading  to  complete  the  long  waist 
and  the  short  skirt  is  composed  of  one 
or  two  lace-edaod  frills. 

Blue  Chambray  for  Rompers. 

Play  dresses  are  just  as  pretty  as  the 
more  fanciful  white  one  in  their  adorable 
simplicity.  Rompers  are  a  standby  and 
nothing  is  quite  so  suitable  for  this  pur- 
pose as  chambray,  and  here  blue  out- 
sells any  other  color.  The  new  cut  shows 
short  set -in  sleeves  and  a  wide  collar 
falling  away  from  the  small  throat.  The 
Dickens  or  Oliver  Twist  dress  has  caught 
on,  and  these  dresses  come  in  combina- 
tions of  pink  or  blue  linen  with  white. 
The  little  skirt  is  laid  in  two  wide  box 
pleats  both  back  and  in  front,  giving  a 
skirt  that  fits  close  when  standing  and 
yel  providing  plenty  of  room  for  active 
movement.    The   buttoning   of  the  skirt 

over  "ii  to  the  waist  is  beiiiLT  made  a 
feature  of  dresses  that  are  not  distinct- 
ly   Oliver   Twists. 

One  smart  littk  dress  of  this  kind  has 
a  skirt  with  a  very  wide  box  pleat  in 
front    am!   two  smaller  ones  at    the  back, 

id'  checked  gingham  in  pink  and  white, 

or  blue  and  white.     The  blouse  is  of  the 

plain    blue   and    the    flat    collar,    the   cuff's 
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to  the  short  Raglan  sleeves,  and  the  ties 
are  of  the  check. 

Another  dress  of  pink  or  blue  cham- 
bray has  the  waist  of  white  nainsook 
with  the  collar  and  sleeve-finish  of  ruf- 
fles of  lace.  The  skirt  buttons  over  on 
to  the  blouse  and  is  laid  in  wide  box 
pleats  all  round.  In  addition  to  the 
blouse  there  is  a  loose  sleeveless  bolero 
coal   fastening  with  two  buttons  in  front. 

Suits  for  Boys. 

Wash  suits  for  the  small  boy  are,  as  a 
rule,  carried  in  the  children's  depart- 
ment and  there  never  was  a  time  when 
the  small  boy  was  so  neatly  and  so  pic- 
turesquely dressed.  For  the  boy  from 
throe  to  seven  the  Oliver  Twist  suit  is 
in  high  favor.  The  white  blouse  is  of 
linene  and  the  collar,  cuffs  and  nickers 
are  of  either  chambray  or  linene  in  dark 
or  light  blue.  Boys'  middy  suits  are 
never  out  of  style,  though  there  are 
many  variations  introduced.  One  suit 
that  is  a  seller  has  a  blouse  of  blue 
linene  with  larsre  bow  tie  of  black  taffeta. 
To  complete  this  suit  there  goes  with 
it  one  pair  of  long  middy  trousers  of 
white  galatea,  and  one  pair  of  straight 
trousers  with  cuff  of  blue  linene. 

Cotton  Hats  With  Them. 

Quaint  little  suits  of  crash  in  natural 
shade  have  the  coat  and  knee  trousers 
and  vest  of  white  repp.  Many  of  these 
suits  and  dresses  are  completed  with 
cotton  hats  and  these  hats  are  also 
carried  in  the  department  as  when  the 
sale  of  a  dress  or  suit  is  completed  it 
is  a  simple  matter  to  introduce  a  hat  to 
go    with    it,    and    easy    to   make    the    sale. 


-©- 


NEW    SILK    COMPANY. 

Incorporation  was  granted  the  Niagara 
Silk  Company,  Limited,  with  head- 
quarters at  Brantford  and  $150,000  capi- 
tal. The  provisional  directors  are:  A  .1 
Taker  and  J.  T.  Shanahan.  Buffalo, 
X.Y..  and  Fred  Mann,  Joseph  Buddy, 
and  George  Sands  Matthews.  Brantford. 

© 

A  GUELPH  PRESENTATION. 

A.  C.  Saunders,  who  for  the  past   few 

years    has   been    in    charge    of   the   dress 

goods  department  of  0.  B.  Ryan  A  Co.. 

Guelph,  has  left  to  join  his  brother  in 

the  contracting  business  in  Toronto. 
Mr.  Saunders  has  been  in  poor  health 
for  some  time,  and  he  hopes  by  being  in 
the  open  for  flic  Summer  to  regain  his 
nealth.  He  was  made  the  recipient  of  a 
suit  case  by  his  fellow  employees,  with 
whom  he  was  \  erv  popuar.  and  who 
join  in  wishing  him  every  success  and  a 
speedy  recovery. 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


F  you  are  visiting  Europe 
for  the  Fall  and  require  the 
newest  designs  in 

Fur  Models 

as  well  as 

Good  Selling  Lines 

you  will  find   no  finer  range  than 
that  shown  by  us  at 

14  &  16  Great  Portland  St. 
LONDON,  W. 

D.  F.  Cocks  &  Co.,  Ltd. 

Factories : 
Devon  House,  Great  Portland  St.,  and  Walthamstowe,  N.E. 
London,  Eng. 


If  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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A    DIEECTOIEE    BEIGN. 

Fashion  tendencies  point  along  Direc- 
toire  linos.  The  coat  is  typical,  with 
long-fitting  set-in  sleeves,  characteristic 
collar,  cut-away  front  and  long  flaring 
back.  The  skirt  is  of  Roman  stripe.  Note 
the  long  Direotoire  cane. 


WOOLWORTH     SALES     FALL    OFF. 

For   Hie     first     time     in    many    months 
gross  sales  of  the  F.  W.  Woolworth  Co. 

showed   a   decrease  as  compared   with   tile 

corresponding     month     of  the  previous 

year.  Sales  for  March  were  $5,137,900, 
impared  with  $5,244,058  in   March. 

i'.u  ;.  a  decrease  of  $106,068.  For  the 
three  months  of  1914  sales  were 
97,954,   as   compared   with   $12,932,- 

P50  in   1913,  an  increase  of  $655,303. 


Summer  Dresses  of  Voile 

Voile  is  Coming  [nto  Use  for  Summer  Dresses 
in  Paiis  —  Moycna.uc  Dresses  Made  of  Two 
Laces  Combined,  a  Late  Feature. 


VOILE  is  coming  into  use  for  Sum- 
mer dresses  in  Paris,  and  many 
line  stripes  and  cheeks  are  seen. 
Often  tonic  alone  is  made  of  stripe  or 
check,  the  rest  of  the  dress  being  white 
trimmed  with  pleatings  of  organdie  to 
match  the  stripe.  Blue,  pink  and  cherry 
red  are  the  colors  of  t  lie  stripes,  and 
quite  gay  little  dresses  are  evolved 
trimmed  with  these  bright  little  pleat- 
i.  gs.  The  cheeks  are  half  an  inch  square 
and  the  stripes  are  half  an  inch  wide. 

Striped  and  checked  materials  are  also 
combined  with  plain  gabardine  and 
pleatings  of  taffeta  take  the  place  of 
those  of  organdie. 

Lingerie  dresses  are  made  of  linen  de 
fil  striped  with  black  or  blue.  These 
dresses  are  trimmed  with  buttons  and 
loops.  Organdie  dresses  are  made  with 
wide  crush  belts,  with  bows  at  the  back 
of  black  or  white  taffeta. 
open  air. 


Many  of  the  long  basqued  dresses  are 
finished  with  skirts  of  Chantilly  lace. 
Laces  are  tremendously  favored,  and  the 
latest  idea  is  the  combining  of  two  dif- 
ferent kinds  of  lace  in  the  one  costume. 
The  latest  dress  has  a  Moyenage  waist 
of  filet  lace,  completed  by  a  skirt  having 
two  flounces  of  Maline  lace.  The  foun- 
dation or  lining  upon  which  the  lace  was 
mounted  was  of  black  satin.  The  de- 
collete was  filled  in  with  white  net.  fin- 
ished with  a  ruche  of  black  Maline.  and 
the  inevitable  sash  was  of  black  satin 
( mbroidered  with  white  floss. 

In  spite  of  all  that  has  been  said  about 
the  very  transparent  and  low-necked 
street  gowns,  they  are  still  retained,  and 
or  the  visit  of  the  Kimr  and  Queen  of 
Denmark  to  Paris  at  the  Longchamp 
races  in  particular,  the  dresses  worn  in 
this  respect  seemed  far  more  appropriate 
for  the  ballroom   than   for  wear  in   the 


On  Standard  Prices 

National  Dry  (roods  Association  Issues  Sum- 
mary of  Arguments  Pro  and  Con  in  Regard  to 
the  Bill  Now  Before  the  United  States  Congress. 


death    has   occurred   of   A.lphonse 

Bone     r,  oi    W\ Boucher  '  !o.,  Ladies ' 

costume  ,   Montreal, 


FROM  the  standpoint  of  the  manu- 
facturer, the  wholesaler  and  the  re- 
tailer, a  very  interesting  piece  of 
legislation  has  been  introduced  in  the 
United  States  by  Congressman  Stevens  of 
Xew  Hampshire,  and  has  been  referred  to 
the  Committee  on  Interstate  and  Foreign 
Commerce.  It  is  a  measure  which  pro- 
poses to  give  the  manufacturer  the  legal 
righl  to  force  the  retailer  to  maintain  a 
fixed  uniform  retail  price  for  his  mer- 
chandise. 

Naturallx  the  discussion  of  this  hill 
iias  been  wide  and  the  whole  question  has 
been  debated  pro  and  con  in  the  mer- 
cantile business.  There  are  many  argu- 
ments from  both  standpoints  which  have 
been  summed  up  by  P.  Colburn  l'inkham, 

manager  of  the  National  Dry  Goods  As- 
sociation of  the  United  States,  and  which 
are  being  distributed  among  the  members 

of  the  association. 

Tt  is  reported  that  public  sentiment 
seem-  to  favor  the  hill,  although  retailers 

of    New    Fork    and    San    Francisco    have 

crone  on  record  as  opposing  it.  while  one 

or  two  of  the  large  Chicago  stores  are  in 
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favor  of  some  sorl   of  legislation  tor  the 
maintenance  of  prices. 

Following  are  some  of  the  outstanding 

arguments. 

Arguments  For. 

1.  Unless  retailers  are  forced  to  main- 
tain resale  prices  as  fixed  by  the  manu- 
facturer, the  small  retailer  will  be  elimi- 
nated by  the  competition  of  large  depart- 
ment stores,  as  the  smaller  merchant  can- 
not afford  to  compete  in  price-cuttim; 
campaigns,  and  is  unable  to  do  the  r 
sary  advertising  to  make  such  campaigns 
pay. 

2.  Cut  prices  mislead  the  public,  as  the 
loss  sustained  on  some  lines  used  as 
"leaders"  is  made  up  on  other  articles 
of  merchandise. 

:!.  Price-cutting  is  unfair  to  the  manu- 
facturer, as  it  lowers  the  value  of  the 
merchandise  in  the  eyes  of  the  public  by 
making  the  public  distrust  the  original 
juice  established  by  the  manufacturer, 
and  finally  results  in  the  manufacturer 
losing  the  confidence,  and  therefore  the 
husiness.  of  a  great  number  of  con- 
sumers. 
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Arguments  Against. 

1.  Cut  prices,  it  is  argued,  mean  a  sav- 
ing to  the  general  public,  who  would 
otherwise  be  forced  to  pay  what  are 
termed  in  some  instances  unnecessarily 
high  prices  as  established  by  the  manu- 
facturer. Bargain  sales  are  really  a  help 
to  the  consumer. 

2.  The  consumer  looks  to  the  retailer 
and  not  to  the  manufacturer  for  protec- 
tion in  the  matter  of  price  and  quality  of 
merchandise. 

3.  In  order  to  guarantee  the  individual 
freedom  of  the  retailer  it  is  necessary 
that  he  should  be  allowed  to  fix  his  own 
price. 

4.  Manufacturers  sometimes  allow  the 
retailers  too  small  a  profit,  and  yet  create 
a  demand  for  their  merchandise  by  na- 
tional advertising. 


AMONG  DRY  GOODS  MEN 


NEW  FALL  MODEL. 

Broadcloth  suit  with  long  tunic  and 
Directoire  coat,  showing  vest  effect  in 
front.  New  York  model  photographed  for 
The  Review. 


S.  K.  Benire,  Truro,  N.S.,  general  mer- 
chant, was  burned  out. 

B.  H.  Swift  &  Co.,  Montreal,  have 
registered   as   clothiers. 

J.  R.  Ratner,  Ratner,  Sask.,  has  sold 
his  general  stock  to  J.  Sherman. 

Brecken   Bros.,   Drummer,    Sask.,    dry 

goods,   have  retired   from   business. 

Edna  Davis,  Toornto,  dry  goods,  lias 
sold  out  to  E.  J.  Siberry. 

A.  A.  Ferguson,  Beatty,  Sask.,  gen- 
eral merchant,  was  burned  out. 

S.  Jacobsen,  Belleville,  will  open  a 
clothing  store  in  Picton,  Ont. 

E.  M.  Gregory,  McGree,  Sask.,  general 
merchant,  has  been  succeeded  by  A.  G. 
Sills. 

J.  F.  Byce,  Ernfold,  Sask.,  general 
merchant,  has  sold  his  business  to  R.  P. 
Eades. 

Charles  Caiger,  Toronto,  for  fifteen 
vears  with  Holt.  Renfrew  &  Co.,  died  on 
May  26,  aged  68. 

F.  Chorniere,  Granby,  Que.,  is  mak- 
ing the  fourth  addition  to  his  men's 
wear  store. 

Stephen  Daly,  Martindale,  Que  .  son- 
oral  merchant,  has  been  succeeded  by 
Father  J.  A.  Belanger  Syndicate. 

Gillespie  &  Smith,  Griswold,  Man., 
general  merchants,  have  been  succeeded 
by  Gillespie  &  Humphries. 

Mark  Fisher,  Sons  &  Co.,  Montreal, 
who  have  a  branch  in  Winnipeg',  are 
opening  a  branch  warehouse  in  Edmon- 
ton. 

Fred  French,  Sarnia,  Ont.,  has  sold 
out  his  tailoring  business  and  accepted 
a  position  with  MacDonald  Bros.,  men's 
furnishers. 

Tozer    &    Brown,    Clinton,    Ont.,    dry 

goods  and  men's  furnishings,  have  dis- 
solved partnership.  W.  C.  Brown  con- 
tinuing. 

Miss  Bailey,  Scott,  Sask..  has  re- 
moved her  millinery  parlors  to  larger 
quarters,  which  include  a  handsome  dis- 
play window. 

T.  L.  Hamilton,  Pembroke,  Ont.,  for- 
merly manager  of  the  Pembroke  Cloth- 
ing Co.,  has  been  appointed  manager  of 
Mendel's  new  clothing  and  men's  fur- 
nishing store. 
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D.  E.   MacDonald  &   Bros.,      Guelph, 

have  let  a  contract  for  a  new  store 
front  covering  the  entire  block  on  which 
their  store  stands. 

E.  R.  Eaton  Co.,  Swift  Current,  Sask., 
dealers  in  ladies'  ready  to  wear,  will 
move  from  the  Healy  Hotel  Block  to  the 
handsome  new  Booker  Block  about 
July  1. 

C.  A.  Ross,  who  for  the  past  12 
months  has  been  connected  with  the 
carpet  department  of  G.  B.  Ryan  &  Co., 
Guelph,  commenced  his  duties  as  man- 
ager of  the  carpet  department  of 
Stanley  Mills  &  Co.,  Hamilton,  on  June 
9th.  Mr.  Ross  was  a  popular  member 
of  the  staff  of  G.  B.  Ryan  &  Co.,  and 
was  presented  by  the  staff  with  a  hand- 
some club  bag. 

® 

PREACHER  AS  SALES  MANAGER. 
Rev.  F.  Oliver,  who  resigned  his  pas- 
torate of  the  Wallaceburg  Baptist 
Church,  and  who  preached  his  last  ser- 
mon on  Sunday,  May  3.  has  accepted  a 
position  as  sales  manager  of  the  Wal- 
laceburg Knitting  Company,  and  the 
Wallaceburg  Cut  Glass  Company. 


HALF   HOLIDAY  LISTS. 

Since  last  week  the  following  addi- 
tional announcements  of  half  holidays 
have  been  received: 

BARRIE. — Wednesday  afternoon  dur- 
ing July  and  August. 

BRANTFORD.— Grocers  and  butchers 
close  Wednesday  afternoon,  June,  July 
and  August. 

MARLBANK.— Wednesday  afternoon, 
June,  July  and  August. 

NEWBURGH.  —  Wednesday  after- 
noon during  July  and  August. 

PRESTON.— Some  stores  close  Thurs- 
day afternoon. 

WELLINGTON.  —  Thursday  after- 
noon during  June.  July  and  August. 

HIGHGATE,  ONT.— Close  Wednesday 
afternoons  during  July  and  August. 

MARKHAM,  ONT.— Close  Wednes- 
day afternoons  during  June,  July  and 
August. 

CAMPBELLFORD.— Close  Thursday 
afternoon  during  June  July  and 
August. 

TRENTON.— Close  Wednesday  after- 
noon during  June  July  and  August. 

BRIGHTON.— Close  Wednesday  af- 
ternoon during  June,  July  and  August. 

COLBORNE.— Close  Wednesday  af- 
ternoon during  June,  July  and  August. 

NAPANEE— Not  yet  decided;  pos- 
sibly Thursday  afternoon  during  June, 
July  and  August. 


HOUSEFURNISHINGS 


Blues   Will    Be  Popular  in    Fall  Wall   Paper 

Generally  Speaking,  Simplicity  Will  Reign — Borders  Tend  to  be 
Narrower — Moire  Nol  as  Strong  for  Ceilings — Stripe  to  Conceal 
Joining  Mark  in  Paper. 


A    CONTINUATION    of    simplicity 
in  design  and  effect   -in  fact,  an 

additional  emphasis  of  simplicity 
— and  the  introduction  of  blues  into 
wallpaper,  are  two  features  which  The 
Review  advances  on  good  authority  in 
connection  with  interior  decoration  for 
the  Fall. 

In  the  introduction  of  the  blue  the  de- 
signers have  shown  splendid  results  in 
handling  a  very  difficult  color.  Not  only 
will  there  be  light  blues  for  the  bedroom 
and  the  reception-room,  but  the  delf  and 
other  dark  shades  will  be  found  in  the 
living-rooms.  Designs  will  show  the  in- 
fluence of  the  general  ideas  of  simplicity 
ir.  this  as  well  as  other  colors. 

According  to  one  authority  on  interior 
decoration  who  is  closely  in  touch  with 
the  subject,  plainness  in  effect  is  being 
carried  out  even  stronger  than  in  the 
past,  although  we  may  look  for  some 
unique  designs  and  color  combinations 
where  the  futurist  and  other  advanced 
schools  of  decoration  are  having  in- 
fluence. 

Narrower  borders  appear  to  be  the 
tendency,  and  although  more  figured  de- 
signs are  being  introduced  into  the  back- 
grounds, they  are  in  the  very  quiet  two- 
tone  all-over  effects  with  very  soft  ciil 
ors  and  narrow  panels.  Tn  the  panels 
and  borders  the  softer  colors  seem  to 
have  continued  favor,  although  Por 
Winter  decoration  some  bright  touches 
will  be  popular,  but  not  much  bright 
color  in  one  place.  It  takes  very  little 
of  a  vivid  shade  to  stand  out  on  a  light 
colored  background. 

Tn  the  dining-room,  living-room,  lib- 
rary and  halls  the  plain  backgrounds 
will  Be  generally  of  tans  and  darker 
^kidcs.  with  soft  effects  favored  and  the 
introduction    of  the  dark   blue.        Panels 

u  ill  he  generally  used. 

Tn  the  bedrooms  the  two-tone  lightly 
figured  backgrounds  will  be  popular  in 
soft  shades  of  grey,  'rreen.  pink,  jasper. 
etc.  In  tin-  backgrounds  there  will  be 
oft  dimity  and  fabric  weaves;  chintz 
effects  will  also  continue  good.  With  the 
■I'd    backgrounds    a     novelty    is 


being  introduced  in  a  light  tone  stripe 
down  the  end  of  the  roll,  which  detracts 
from  the  joining  mark  in  the  paper. 
New  Ceiling  Effects. 
The  tendency  in  ceiling  papers  is  tak- 
ing a  new  trend,  and  the  moire  effects, 
which    had    such   a   long  run,   are   being 


displaced.  The  ceiling  papers  will  con- 
tine  in  light  colors  with  white  and  cream 
for  the  usual  backgrounds  in  bedrooms, 
but  instead  of  the  scroll  patterns  there 
will  be  small  checks  and  squares,  polka 
dots,  and  a  variety  of  other  designs  on 
the  unit   idea. 


Influence  ot  Colonial  Styles 


WHEN  reference  is  made  to  the  in- 
fluence of  old  colonial  wall- 
papers in  modern  interior 
decoration  those  who  have  made  a  study 
of  the  subject  will  use  a  certain  tone  of 
respect.  In  some  of  the  old  colonial 
homes  there  are  to  be  found  samples  of 
wall  treatment  which  have  proved  a 
great  influence  in  the  taste  which  is  gen- 
erally displayed  in  interior  decoration 
as  contrasted  with  some  of  the  almost 
atrocious  effects  of  a  generation  or  so 
ago.  Not  that  there  has  been  a  general 
tendency  to  follow  the  designs  of  the 
colonial  papers,  but  there  are  to  be 
found  in  them  an  object  lesson  in  what 
can  be  done  in  decorating  the  walls  of 
the  home  which  cannot  fail  to  have  its 
effect.  Much  the  same  has  the  influence 
been  of  the  Oriental  rug  in  emphasizing 
what  it  is  possible  to  do  in  improving 
the  appearance  of  the  floor. 

Keep  Views  Before  Customers. 
No  one  who  has  seen  these1  tine  old 
walls — and  the  influence  of  illustrations 
which  have  been  published  of  them  is 
nearly  as  good — can  be  content  to  put 
any  old  thing  on  the  interior  of  the 
home.  No  better  idea  could  he  worked 
upon  in  (lie  wallpaper  department  than 
to  introduce  reproductions  of  these  walls 
to  show  to  the  customers.  Tn  wallpaper 
the  salesman  has  much  to  do  with  the 
selection  of  the  patron  of  the  depart- 
ment if  he  could  show  in  miniature  some 
of  the  old  colonial  effects  to  back  up  his 
arguments  as  to  the  value  of  art  in 
treating  the  walls  it  would  be  good  busi- 
ness and  make  a  splendid  impression. 
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Then  the  salesman  himself  from  a  study 
of  these  old  papers  and  decorative  effects 
will  have  a  more  dignified  impression  of 
the  use  and  effect  of  wallpaper  which  he 
will  unconsciously  communicate  to  the 
customer. 

A  collection  of  postcard  photographs, 
kept  on  the  table  in  the  showroom 
where  the  customer  can  see  them:  illus- 
trations of  fine  old  papers,  such  as  ap- 
pear from  time  to  time  in  magazines, 
put  in  small  frames,  and  photographic 
reproductions  of  choice  pictorial  effects, 
will  give  an  atmosphere  to  the  show- 
room, and  are  sure  to  prove  <rood  am- 
munition  for  salesmanship. 

From  Walls  to  Motion  Pictures. 

Recently  one  of  the  articles  referred 
to  has  appeared  in  a  motion  picture  pub- 
lication in  which  a  parallel  is  drawn  be- 
tween the  pictorial  representation  of 
stories  and  scenes  from  fiction  and  from 
real  life  in  the  old-time  wallpapers  and 
the  presentation  of  such  stories  in 
the  motion  picture  films  of  to-day.  It 
points  out  that  the  popularity  of  pic- 
torial papers  in  the  old  days  and  of  the 
motion  pictures  of  to-day  springs  from 
the  same  natural  delight  in  seeing  action 
and  scenes  vividly  portrayed.  These 
unique  wallpapers  were  in  all  varieties 
of  designs  and  patterns,  and  depicted, 
as  a  rule,  natural  scenery,  historical 
events  and  persons,  scenes  from  myth- 
ology,  foreign  lands,  etc.  Yon  might  see 
the  Bay  of  Naples  in  one  room,  the 
banks  of  the  Seine  in  another,  and  a 
stag  bunt  in  the  Highlands  of  Scotland 
in  another. 


HOUSEFURNISHINGS 
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STAUNTON  WALL  PAPERS 

for   1915 


NEW 

MANUFACTURING 

PROCESSES 


IDEALS 
in  DESIGNS  and 
COLORINGS 


EXCLUSIVE  and 
SINGULAR 
FEATURES 


MORE 

PROFIT  for 

the  RETAILER 


Without  doubt  the   Best   Line  of    Wall    Papers  we  have 

ever  produced 


We  respectfully   ask  you  to  hold  your  order  for 
Wall   Papers  till  you  have  inspected  our  samples 


STAUNTONS  Limited 

WALL    PAPER   MANUFACTURERS 


941  Yonge  St. 


TORONTO 
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How  to  Keep  Mail  Orders  at  Home 

Mail  Order  Competition  Cannot  be  Combated  by  Attacking  the 
Methods  of  Mail  Order  Houses — To  Give  a  Black  Eye  to  Mail 
Order  House  Encroachment,  the  Ideal  Merchant  Will  Apply 
Scientific  Salesmanship  to  His  Business. 


SINCE  the  mail  order  business  de- 
veloped to  such  proportions  we  have 
seen  schemes  galore,  of  every  con- 
ceivable nature,  professing  to  meet  mail 
order  competition.  This  competition  is 
being  met,  and  successfully  met,  too; 
but  those  who  are  meeting  it  are  apply- 


Don't  Ory   Thief  I   Thief  I 

ing  scientific  salesmanship  to  their 
businesses.  There  is  no  use  denying 
the  fact  that  the  mail  order  houses  are 
wonderful  merchandisers.  But  competi- 
tion cannot  be  combated  by  attacking 
their  methods  because  they  are  success- 
ful, or  arguing  about  price  because  they 
sell  at  a  low  price.  To  give  a  black  eye 
to  mail  order  house  encroachment  in  any 
community  the  ideal  merchant  will  ap- 
ply scientific  salesmanship  to  his  busi- 
ness. That  is  all  that  is  necessary  — 
nothing  more. 

The  greatest  profession  in  America 
to-day  is  merchandising — selling  goods. 
Everywhere  merchants  are  calling  loud- 
ly for  more  salespeople  who  know  how 
to  sell  goods.  A  high  percentage  of 
clerks,  both  in  large  and  small  stores, 
do  not  apply  modern  methods  to  their 
selling.  They  have  not  been  taught 
how.  They  need  instruction.  They 
need  a  full  knowledge  of  what  they  have 
to  sell,  mixed  with  good  old  common 
sense. 


Demonstrate  that  a  dollar  buys  a  full  dollar'* 
worth  at  your  store. 

There  is  no  open  mind  that  it  is  not 
desirous  for  improvement,  regardless  of 
previous  trnining  or  years  of  service. 
There  is  nothing  so  fnscinating  as  sales- 
manship when  the  spirit  is  once  grasp- 
ed.    Every  man   who   comes  in   contact 


with  men  is  bound  to  develop  this  spirit 
if  it  is  once  begotten.  Every  merchant 
can  make  more  money  by  systematical- 
ly training  clerks  to  sell  goods — which, 
of  course,  means  how  to  treat  cus- 
tomers. 

Don't  Knock. 

You  can't  stop  mail  order  houses  from 
running  off  with  your  business  by  crying 
"Thief!  Thief!"  Talking  loudly  about 
the  "unfairness"  of  these  outsiders 
only  draws  attention  to  them  and  their 
prices.  Anger,  jealousy  and  open  anta- 
gonism disgust  people  and  make  them 
shy  off  from  your  side  of  the  road.  If 
a  man  has  bought  fair  stuff  from  a  cata- 
logue house,  he  will  not  believe  you  if 
you  call  it  "rotten."  There  is  a  better 
way  to  use  your  breath. 

Go  at  it  this  Way. 

You've  got  to  compete  on  a  quality 
basis.    You  can't  meet  price  with  price. 


Apply  Scientific  Salesmanship  to  your  business. 

Create  confidence  in  the  goods  you  sell 
by  stocking  only  good  goods  bearing  real 
values — articles  which  the  manufactur- 
ers stand  behind  and  you  back  up. 
Lowest  priced  merchandise  is  not  cheap- 
est in  the  long  run.  Educate  customers 
to  pay  your  price  by  not  talking  price. 
Sell  the  quality;  price  is  secondary  if 
you  prove  the  superiority  of  your  goods. 
Show  that  you  are  selling  honest  merch- 
andise— sound  to  the  core.  Demonstrate 
that  a  dollar  buys  a  full  dollar's  worth 
at  your  store. 

Face  to  Face. 

This  point  is  in  your  favor.  You 
come  in  personal  contact  with  your  cus- 
tomers, while  the  mail  order  house  must 
sell  by  the  printed  page  or  printed  let- 
ter. They  can  talk  just  as  alluringly 
about  a  hundred-dollar  piano  as  about 
a  thousand-dollar  one;  or  about  a  jack- 
knife  that  is  made  of  tin  as  about  one 
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that  is  made  of  the  finest  Sheffield  steel. 
But  "absent  treatment"  cannot  con- 
vince like  face-to-face  talk  right  in 
your  own  store — right  under  your  in- 
fluence. You  can  personally  explain  the 
advantages  of  your  goods  and  demon- 
strate them.     You  can  personally  prove 


Tell   the  people  you    have   the  goods. 

quality.  You  can  personally  meet  objec- 
tions. Your  customers  can  actually  see 
and  feel  the  goods;  nothing  needs  to  be 
taken  for  granted. 

Some  Practical  Examples. 

Here  are  suggestions  for  "selling 
talk"  to  use  when  you  meet  your  cus- 
tomers face  to  face. 

Your  customer  asks:  "What  fabrics 
have  you  that  are  suitable  for  a  house 
dress  for  myself,  and  that  are  equally 
suitable  for  dresses  and  play  suits  for 
my  children?" 

You  explain:  "We  have  several,  ma- 
dam, but  I  recommend  galatea. 

Here  it  is.  Feel  of  it:  see  how  soft  it 
is,  yet  how  firm  and  strong  it  feels. 
That's  because  it's  made  of  long-staple 
cotton  and  is  close  woven.       Then,  too, 

madam,  you  know   that galatea 

has  been  the  standard  for  years — no  one 
has  succeeded  in  making  a  better 
quality.  Here  are  the  blue  striped 
effects;  and  here  are  some  dainty  checks. 
The  striped  goods  will  make  a  pretty 
home   dress   for  vou.   and   vou   couldn't 


Don't   firt   into   an   argument   over  price. 

gel  i  handsomer  and  more  durable  piece 
of  goods  for  a  girl's  dress  or  a  boy's 
play  suit  than  this  check.  Yes,  the 
colors  arc  fast — wash  them  all  you  want 
to  you  "11  find  that  this  galatea  is  the 
best  wearing  material  you  ever  bought." 


DRY    GOODS    REVIEW 


Would  you  like  a 

UNIVERSITY 
EDUCATION? 

Scattered  up  and  down  this 
great  country  of  ours  there 
are  a  number  of  young  men 
who  have  the  ambition  to 
make  good  in  every  sense  of 
the  word,  to  whom  a  Uni- 
versity training  would  act  as 
a  spur  to  greater  success.  If 
you  are  one  of  these  ambi- 
tious, go-ahead  young  men 
we  offer  you  the  opportunity 
to  realize  your  ambition. 

Our  proposition  has  already 
helped  many,  let  it  help  you. 
The  work  is  pleasant  and 
healthful,  besides  the  train- 
ing we  give  you  in  salesman- 
ship will  always  be  of  great 
service  to  you  in  whatever 
work  you  finally  engage  in. 

In  every  city  and  town  in  the 
Dominion  there  are  many 
business  men  and  private 
residents  who  would  appreci- 
ate your  interest  in  bringing 

MACLEAN'S 
MAGAZINE 

to  their  notice.  It  is  the 
Magazine  of  Canada  and  is 
winning  its  way  into  the  con- 
fidence of  every  Canadian 
reader  of  high-class  matter. 

A  liberal  commission  is  al- 
lowed on  all  subscriptions, 
and  the  spending  of  a  few 
hours  a  week  will  easily  en- 
able you  to  realize  your  am- 
bition and  enter  the  Uni- 
versity next  jail. 

If  you  are  interested,  write  us 
at  once  and  we  will  forward 
full  particulars. 

MACLEAN 

PUBLISHING 

COMPANY 

143-153  University  Ave. 
TORONTO 


The  gathering 
of  the  clans 


On  to  Toronto!" 


OU  have  doubtless  noted 
with  gratification  the 
great  movement  for  honesty 
and  square  dealing  which  is 
revolutionizing  American  and 
Canadian  business  methods. 
Our  goods,  our  salesmanship 
and  our  advertising  are  being 
cleansed  and  vitalized  by  the 
spirit  of  truth  and  sincerity. 

As  a  result,  we  see  a  growing  public  confidence 
in  manufactured  products  and  their  advertising  — 
a  confidence  which,  if  preserved  and  fostered,  will 
decrease  our  costs,  increase  our  profits,  and  become  a 
business  asset  of  incalculable  value. 

Foremost  in  the  fight  which  has  brought  about  this  revo- 
lution stand  the  Associated  Advertising  Clubs  of 
America,  whose  emblem  is  shown  above.  If  you  are  a 
business  man,  interested  in  the  manufacture,  distribution, 
or  selling  of  commodities  of  any  nature,  you  should 
attend  the  Tenth  Annual  Convention  of  the  A.  A.  C.  of  A. 
at 


TORONTO 


June  21-25,   1914 


At  this  Convention  you  will  hear 
the  inspiring  story  of  the  manner 
in  which  these  tremendous  re- 
forms are  being  effected.  More 
than  this,  you  will  hear  the 
problems  of  distribution,  mer- 
chandising, salesmanship  and  ad- 
vertising discussed  by  able  and 
successful  business  men,  in  a  series 
of  open  meetings. 

These  meetings  will  cover  the 
questions  of  chief  interest  to  the 
10,000  business  men  comprising 
the  140  clubs  of  the  A.  A.  C.  of  A. 
— your  own  problems  included. 


EDWARD  MOTT  WOOLLEY, 
the  famous  writer  on  business 
topics,  has  written  a  booklet  en- 
titled "  The  Story  of  Toronto." 
This  booklet  describes  in  a  force- 
ful, intensely  interesting  manner, 
the  wonderful  work  the  A.  A.  C. 
of  A.  are  doing  for  clean  advertis- 
ing and  square  business  methods, 
and  the  significance  and  import- 
ance of  the  Toronto  Convention. 
This  booklet  will  be  sent  free  to  all 
business  men  asking  for1  it  on 
their  business  stationery — together 
with  detailed  facts  as  to  the  con- 
vention programme  and  rates  for 
accommodations. 


Address  Convention  Bureau 

ASSOCIATED  ADVERTISING  CLUBS  OF  AMERICA 
TORONTO  CANADA 
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READY-TO-WEAR     GARMENTS 


All  the  selling  points  you  advance 
about  any  goods  demonstrate  to  the  cus- 
tomer that  you  know  your  business.  It 
begets  more  confidence.  Every  manu- 
facturer with  whom  you  are  doing  busi- 
ness will  be  glad  of  the  opportunity  to 
furnish  you     the  salient     points  about 


Advertise  in    Your  Newspaper. 

their  articles  which  you  have  on  sale. 
Write  to  them  for  needed  information, 
and  you  will  find  how  ready  they  are  to 
help  you  sell. 

Be  a  Salesman. 

Learn  to  be  a  seller,  not  a  delivery 
clerk.  "Tending  store"  will  never  put 
a  clerk's  name  over  the  front  door.  Get 
out  of  the  "take-it-or-leave-it"  style  of 
talk.  Don't  say,  "There  it  is,  over 
there"- — take  your  customer  to  it,  and 
tell   him  all  about  it. 

Keep  looking  up  new  and  better  sell- 
ing arguments.  Learn  your  stock  be- 
tween customers'  visits.  Learn  to  know 
value.  Keep  busy.  Keep  enthusiastic. 
Keep  everlastingly  at  it.  Don't  get 
discouraged  because  some  few  customers 
buy  from  mail  order  houses.  You  can 
hold  your  old  customers  and  make  a  host 
of  new  ones. 

If  a  customer  comes  into  a  store  and 
the  clerk  sells  him  only  what  he  came 
into  the  store  to  buy,  that  is  not  sales- 
manship. To  sell  this  customer  some- 
thing else,  to  influence  him  to  come 
again,  to  make  him  feel  that  the  clerk 
is  doing  him  a  service  in  serving  him, 
that  is  salesmanship. 

Encourage  your  clerks  to  read  all 
salesmanship  literature  that  they  can 
possibly  get.  Influence  them  to  read  the 
folders  and  booklets  sent  you  by  manu- 
facturers. They  will  undoubtedly  use  on 
customers  the  arguments  set  forth  in  this 
literature.  Talk  to  them  collectively 
and  individually  about  salesmanship. 
Saturate  them  with  the  spirit  of  selling. 
The  largest  Mores  in  the  largest  cities 
hold  sales  conventions  for  the  benefit  of 


their  employees.  They  train  them:  they 
try  to  make  them  worth  more  money  to 
themselves  by  making  more  money  for 
the  house.  The  same  principle  should 
govern  every  store  in  America,  even 
though  there  is  only  one  clerk  employed. 
Even  if  the  owner  does  all  the  work 
himself,  he  should  use  the  same  oppor- 
tunities for  his  personal  improvement. 
Manufacturers  Will  Help  You. 

As  you  study  line  after  line  of  the 
guaranteed  goods  you  are  selling,  read 
all  the  literature  which  each  manufac- 
turer sends  to  you.  Have  you  been 
throwing  away  their  booklets,  folders, 
circulars  and  letters?  Quit  it.  You've 
been  losing  some  of  the  strongest  argu- 
ments to  overcome  mail  order  invasion. 

Manufacturers  are  spending  fortunes 
to  get  dealers  and  consumers  to  know 
the  processes  of  manufacture,  the  high 
quality  of  materials,  the  perfection  of 
finish    of   their   nation-known   merchan- 

The  Cleveland  Stone  Co.,  Cleve- 
land, Ohio,  has  published  a  very  in- 
teresting booklet  entitled  "How  to 
Keep  Mail  Orders  at  Home."  We 
find  in  the  booklet,  many  items 
which  will  be  of  interest  to  our  read- 
ers, and  worth  reproducing.  The  il- 
lustrations have  also  been  appropri- 
ated from  the  booklet. — Editor. 

dise.  This  well  written,  finely  illustrat- 
ed, convincing  printed  matter  is  in- 
valuable to  the  merchant  or  salesman 
who  is  after  "big  game."  Besides  these, 
you  probably  receive  bright,  neat  store 
cards,  window  trims,  counter  displays 
and  similar  busines  bringers.  By  all 
means  put  these  up  prominently,  for 
they  tell  that  you  sell  the  goods  cus- 
tomers see  advertised  in  their  favorite 
magazines  or  farm  papers. 

Suppose  your  manufacturers  haven't 
given  you  enough  information.  Ask 
them  for  more!  They  are  always  glad 
to  tell  you  additional  selling  points  of 
their  goods.  You  will  find  the  facts 
mighty  interesting — as  will  your  cus- 
tomers. And  interest  makes  sales!  Try 
this  method  on  every  line  of  goods. 

Again  We  Say — Preach  Quality. 

No  salesman  should  ever  get  into  an 
argument  over  price.     It  is  the  value  of 


the  goods  that  you  are  selling.  If  cus- 
tomers are  convinced  of  value,  then 
price  is  secondary.  If  the  quality  of 
the  article  is  not  presented  correctly, 
and  with  conviction  and  enthusiasm, 
soiling  goods  does  become  a  matter  of 
price.  Under  such  conditions  the  clerk 
who  is  handling  the  transaction  lowers 
himself  to  the  level  of  a  slot  machine  or 
an   auctioneer.     A  customer  never  went 


Bt  a  Salesman,  »  it  <i  Delivery  Clerk. 


By  all  Means  Advei 

Into  a  store  and  talked  price  unless  al- 
lowed to  do  so  by  the  clerk.  It  is  per- 
fectly natural  for  a  man  to  say  he  can 
buy  the  same  goods  cheaper.  Yes,  and 
he  could  buy  his  clothes  cheaper!  But 
he  bought  his  clothes  because  he  thought 
he  was  getting  his  money's  worth.  It  is 
safe  to  believe  he  will  buy  your  goods, 
if  you  convince  him  that  he  is  getting 
his  money's  worth. 

Your  Store  is  a  Salesman. 

Do  you  know  that  your  store  either 
draws  or  repels  customers?  Do  you  rea- 
lize that  a  bright,  clean  store,  well  stock- 
ed, well  kept  and  conveniently  arranged 
half  sells  the  goods? 

Look  around!  Is  your  store  invit- 
ing? Do  your  customers  find  fresh 
stocks  of  well-known  goods  evenly 
placed  and  prominently  displayed?  Have 
you  a  full  assortment  of  sizes  and 
styles?  Have  you  plenty  of  salespeople 
to  fill  orders  quickly  Remember,  you 
must  get  folks  into  your  store  before 
you  can  sell  to  them,  just  as  the  mail 
order  house  must  get  its  catalogue  (its 
store)  into  people's  hands  before  it  can 
sell  to  them.  You  know  how  bright- 
colored  and  alluring  those  catalogues 
are.  Therefore,  copy  the  "enemy'?" 
tactics — have  bright  and  sunshiny  sur- 
roundings— keep  things  systematized — 
in  "apple-pie"  order.  Many  a  merch- 
ant whoso  stock  is  first  class,  loses  sales 
because  of  a  poorly  lighted,  dusty  store. 

By  All  Means  Advertise. 

Every  merchant  in  the  small  town 
should  bo  an  advertiser.  He  has  the 
same  opportunity  to  tell  the  community 
what  he  has  for  sale  as  the  big  city  mer- 
chant, only  using  different  mediums. 
The  principle  of  good  advertising  is 
identically  the  same,  but  it  must  be  ap- 
plied differently. 

Here's  where  the  manufacturer  again 
shows  his  willingness  to  co-operate.  He 
will  send  yon  complete  advertisements — 
picture  and  text-all  ready  to  add  your 
name  and  insert  in  your  local  daily  or 
weekly  newspaper.     Or  he  will  send  yon 
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cuts  of  the  article  you  want  to  push,  and 
you  can  write  the  descriptions  yourself. 
This  plan  has  proven  a  wonderful 
business  getter  all  over  America.  If  the 
catalogue  houses  can  draw  all  their  busi- 
ness through  advertising,  you  can  surely 
draw  extra  trade  by  the  same  means. 

Draw  a  Circle  Around  You. 
In  order  to  determine  your  field  of 
sale,  draw  an  imaginary  circle  around 
your  store,  reaching  out  as  far  as  you 
can  hope  to  influence  customers.  This 
gives  you  your  field  of  sale.  Then  get 
the  name  of  every  possible  customer  in 
the  circle  to  whom  you  want  to  sell.  You 
undoubtedly  know  every  one  of  them  or 
they  know  you.  Your  influence  in  the 
community  means  something  or  you 
would  not  be  a  merchant.  As  you  com- 
pile this  list  you  may  be  reasonably 
sure  that  mail  order  houses  are  flooding 
the  same  homes  with  printed  matter  and 
letters,  trying  to  make  sales.  These 
houses  are  calling  the  attention  of  your 
customers  and  possible  customers  to  the 
same  kind  of  goods  that  you  have  in 
your  store.  They  are  talking  to  them 
alluringly  about  each  article,  giving 
minute  descriptions.  All  of  this  is  go- 
ing on  while  the  average  merchant  is 
sitting  in  his  store,  hoping  that  the 
people  will  drop  in  and  ask  to  be  shown 
something. 

Tell  Them  You  Have  the  Goods. 

Don't  wait.  Take  your  list  of  names, 
write  each  one  a  personal  letter,  specia- 
lizing on  some  one  seasonable  article  in 
your  store,  telling  them  in  a  convincing 
way  that  you  have  something  important 
you  want  to  say  to  them  about  this  par- 
ticular article  the  first  time  they  are  in 
your  vicinity.  They  will  come  then,  and 
see  the  article  you  want  to  sell.  Make 
a  lot  of  intelligent  suggestions  about 
other  articles  that  the  customer  could 
use  to  advantage.  Describe  each  one  of 
these  lines  in  detail,  bringing  out  strong 
points  about  quality  and  serviceability. 
You  can  do  this  better  in  personal  con- 
versation, with  the  goods  before  you  to 
demonstrate,  than  any  writer  for  any 
mail  order  house  can  possibly  do.  Fight 
the  mail  order  house  with  its  own  weap- 
ons. That  is  what  you  will  be  doing 
when  you  demonstrate  your  merchandise 
correctly.  You  will  be  beating  them  at 
their  own  game.  They  have  no  such  op- 
portunity as  you  for  personal  contact. 

Make  it  a  rule  to  get  a  sales  letter,  or 
some  kind  of  descriptive  printed  matter 
into  the  hands  of  every  possible  custom- 
er at  least  twelve  times  a  year — once  a 
month.  Keep  this  system  up.  It  will 
run  a  mail  order  house  from  your  com- 
munity.    The  cost  is  not  great,  either. 

Advertise  in  Your  Newspaper. 

Call  attention  of  the  women  to  the 
little  specialties  that  will  appeal  to 
them.     Strive  to  sell  to  every  family  all 


of  its  requirements.  Don't  let  your  cus- 
tomers split  their  business  with  the  mail 
order  house  or  with  your  competitor. 
Write  the  advertising  just  as  you  would 
talk  to  a  customer.  Imagine  that  you 
are  talking,  and  you  will  have  a  good  ad- 
vertisement. Conduct  your  advertising 
so  that  no  one  who  resides  in  your 
vicinity  will  ever  say,  "Why,  I  did  not 
know  you  had  that  article!" 

Have  Special  Sales. 

Adopt  the  same  principles  that  the 
big  stores  do.  Have  special  days,  Sat- 
urdays or  Mondays,  or  the  time  that 
suits  best  in  your  particular  community, 
to  conduct  special  sales.  Don't  give 
anything  away  in  such  a  sale,  but  specia- 
lize on  some  article  that  everybody 
wants.  You  will  get  the  people  in  the 
habit  of  coming  into  your  store.  Other 
goods  will  be  sold  besides  the  one  ar- 
ticle advertised.  If  your  clerks  are 
trained  as  suggested,  the  sales  will  jump 
like  weeds  in  a  cornfield  on  a  wet  day. 
Tell  the  clerks  frankly  to  sell  more 
goods,  and  you'll  boost  their  salaries. 
The  more  efficient  your  salesmen,  the 
more  money  you  will  make;  therefore 
the  salesmen  are  entitled  to  an  amount 
in  keeping  with  the  service  rendered. 
Never  let  a  customer  go  away  dissatis- 
fied. Put  yourself  in  the  customer's 
place,  and  an  equitable  adjustment  can 
always  be  reached. 

It's  Up  to  You. 

The  manner  in  which  the  boss  and  his 
clerks  treat  customers  will  determine 
where  those  customers  buy.  You  must 
have  faith  in  your  goods  and  faith  in 
yourself.  Forget  mail  order  compe- 
tition, and  "sail  in"  to  study  your 
stock — and  your  customers,  too ! 

Be  courteous — businesslike — sincere — 
accommodating.  Learn  how  to  approach 
men ;  develop  a  compelling  personality,  a 
genial  presence;  learn  how  to  convince 
and  sell;  turn  interest  into  desire  and 
desire  into  sales.  Attempt  bigger  re- 
sults than  ever  before.  Put  grit  and  go- 
to-it-ness  into  all  your  actions.  Remem- 
ber, "where  there's  a  will  there's  a 
way."  And  remember,  also,  that  you 
will  get  only  what  you  work  for. 
•  You  can  be  the  merchant  prince  in 
your  vicinity,  as  Marshall  Field  was, 
and  John  Wanamaker  is,  in  their  fields. 
The  very  principles  and  systems  that 
built  their  businesses  will  increase 
yours.  Practice  scientific  salesmanship 
and  you  will  outsell  the  other  fellow. 


GIVING   THE   PRINTER   SKELETON 
OF    THE   AD. 

(Continued  from  page  30.) 

The  "copy"  for  the  aa  was  divided 
into  eleven  sections,  all  marked  out  and 
numbered  in  the  diagram.  This  copy  has 
to  do  with  different  departments  and  in 
the  larger  stores  this  often  is  furnished 
by  the  heads  of  the  departments  inter- 
ested. At  other  times  the  ad  man  gets 
their  offerings  and  composes  the  notices 
himself. 

Three  Marks  To  Distinguish. 

Mr.  Moore  uses  three  different  marks 
to  distinguish  between  the  size  of  the 
type.  The  larger  sizes  he  indicates  by 
underlining  the  words  in  red  pencil;  the 
next  smaller  size  with  an  underline 
doubled,  and  the  third  by  a  single  under- 
line. For  instance  No.  1  as  shown  in  the 
cut  required  a  large  display  type  and  the 
lines  are  in  red  pencil.  The  items  under 
this,  "Women"  and  "Children"  are 
doubly  underlined,  "Ladies  Black  and 
White  Stripe  Voile  Dresses"  is  under- 
lined only  once,  as  is  the  price,  $6.00,  and 
are  set  up  in  small  black  type.  The  rest 
that  is  not  under-scored  is  set  up  in  ordi- 
nary Roman  face  type. 

It  may  be  objected  that  there  is  noth- 
ing to  distinguish  between  the  sign  for 
the  larger  type  "Women"  and  the 
smaller,  "Two-piece  Ratine  Dress, 
$10.00,"  but  the  former  is  the  heading, 
while  the  latter  is  part  of  the  "body 
matter"  and,  therefore,  is  smaller.  Just 
below,  the  words  "Visit  the  Store 
Often,"  etc.,  are  put  in  caps.  This  is 
not  indicated  specially  in  the  "copy," 
and  was  done  by  the  printer  as  a  means 
to  display,  and  is  open  to  question. 

This  brief  review  merely  considers  the 
main  points  of  the  "lay-out"  without 
taking  into  account  the  typographical 
work  itself. 


HINTS  TO  BUYERS 

From  information  supplied  br  tellers,  but 
(or  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


Metallic  brocades,  and  metallic  tissues 
are  employed  for  the  newest  eveiK.ig 
gowns.  There  is  a  very  distinct  change 
observable  in  the  fabrics  used  this  yeai 
and  these  glittering  tissues  of  gold  and 
silver  interwoven  with  colors  are  taking 
tie  place  of  bead  trimmings. 
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FELT     FOOTWEAR     FACTORY     IN 
BERLIN. 

Oscar  Rumpel  has  opened  a  factory  in 
the  old  W.  G.  &  R,  building  in  Berlin, 
Ont.,  and  will  begin  the  manufacture  of 
a  full  line  of  warm  felt  footwear, 
specializing  in  house  slippers.  Mr. 
Rumpel  was  connected  formerly  with 
the  Consolidated  Felt  Co.,  and  is  one  of 
the  well-known  Rumpel  family,  by  whom 
the  felt  footwear  business  in  America 
was  originated. 


Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  uapossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial  Flowera  for  Decoration. 

L.  BaumaoD  &  Co.,  367  W.  Chicago  Are., 
Chicago,  111. 

L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 
Montreal,   Que. 

Schack  Artificial  Flower  Co.,  1739  Mil- 
waukee Ave.,  Chicago,   111. 

Canadian  Flower  Mfg.  Co.,  248  Bleurj  St., 
Montreal. 

Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blanket*. 
Penmans,  Limited,  Paris,  Ontario. 
Fraser,    Mather    Co.,    Winnipeg,    Man. 
Miller  &   Porteous,   Hollybusb,   Ayrshire, 

Scotland. 
Win.     Laidlaw     Cumledge     Mills,     Duns, 
Scotland. 
Bathing    Suits. 
Home  &    Watts,   19   Duncan   St.,  Toronto, 
Allen  Mfg.  Co. 
Boy    Scout    Supplies. 

Miller  Mfg.  Co.,  261  Mutual  St.,  Toronto. 
Boys'    Wash    SoiU. 

Home  &    Watts,  19   Duncan   St.,  Toronto, 
Batting. 

Kobt.   Henderson   &    Co.,    181    McGlll   St., 
Montreal,  Que. 
Beads. 

Ideal  Hair  Goods  Co.,  Toronto,  Out. 
Boxes,  Fancy. 
Hercules  Boxes,   Ltd.,  400  Richmond  W., 
Toronto. 
Bnrlap    (Dyed,  Oil  Coated   and   Sized). 

Stauntons,   Ltd.,  934  Yonge  St.,   Toronto. 
Brassieres. 
H.  &  W.  Co.,  130  Fifth  Ave.,  New  York, 

N.Y. 
Parisian   Corset  Co.,  Quebec,   Que. 
Vos8  &   Stuffmann,   Montreal,  Que. 
Buttons. 
Forsyth   Klmmel  &  Co.,  Berlin,  Ont. 
Moulton   Mfg.  Co.,   Montreal,  Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,   City    Road,   London,    N.,   Eng. 
Ashton    &    Pulford,    22    Black    Plccadily, 
Manchester,   Bng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyerstall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,    Clinton,    Ont. 
Belts,    Ladies'. 

R.  D.  Fairbalrn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Boot   and    Shoe   Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids  and   Cords. 

Moulton   Mfg.  Co.,   Montreal,  Que. 
Children's    Dresses. 
Home  &   Watts,   19  Duncan  St.,  Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.   Fairbalrn  Co.,  105  Slmcoe  St.,  To- 
ronto,   Ont. 
Star    Whltewear    Mfg.    Co.,    Berlin,    Ont. 
Sperling  &   Lea,  Herald  Bldg.,  Montreal. 
Detroit  Princess  Mfg.  Co.,  Detroit,  Mich. 
Correspondence    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,   Toronto. 
Economist  Training   School,  239   W.  39tb 
St.,  New   York,  N.Y. 
Cash    Registers. 

National    Casti    Register    Co.,    285    Yonge 
St.,  Toronto,   Ont. 

Cash  and  Parcel  Carriers. 

The   Lamson    Store    Service   Co.,    Boston, 

Mass.,   U.S.A. 
Glpe-Hazard    Store    Service    Co.,    99    On- 
tario  St.,   Toronto,   Ont. 
Cloth    Charts. 
A.  E.  Putnam   Co.,  Washington,  Iowa. 
A.   S.   Richardson   &   Co.,  99  Ontario   St., 
Toronto 
Caps. 
Cooper   Cap   Co.,   Spadlna    Ave.,   Toronto. 
Ont. 

Corsets. 

H.  &  W.  Co..  130  Fifth  Ave..   New   York. 
N.Y. 

rnrlslan    Corset   Co.,   Quebec,    Que. 

Voss  &  Stuffmann,  Montreal.   Que. 
Cotton  Threads  and    Crochet    Hull*. 

Hicks,  Bnlllck  *  Co..  Belfast,   Ireland. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dnme    St.    W.. 
Montreal.   Que. 

Greenshlelrts.    Ltd..    Montreal,    Que. 

Gnelpli  <'arpet   Mills,  Gnalph,  ()"t 
'    illlni    and    Wire    Dtsvplef    Machines. 

■Valtcr  Wiilinm*  A  Co.,  Montreal,  Que. 


Corset    Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto, 
Cottons. 

Greenshlelds,   Limited,   Montreal.   Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
Ilorrockses,    Crewdsou    &    Co.,    Manchester, 

Eng. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars    (Waterproof). 
Arlington    Co.,    54    Eraser   Ave.,    Toronto, 
Parsons   &   Parsons   Canadian   Co.,   Ham- 
ilton,  Ont. 
Smith    D'Entremont   Co.,   1475   Queen    W., 
Toronto. 
Chiffons. 

Novelty  Import  Co.,  76  Bay  St..  Toronto, 
Thompson    Lace   &    Veiling   Co.,   69    Wel- 
lington  W.,  Toronto. 
Canada   Veiling   Co.,    84    Wellington    W., 
Toronto. 
Canvas   Coat  Fronts. 
Toronto  Pad  Co.,  569  Queen   St.   W.,  To 
ronto,   Ont. 
Cotton   Linen   and   Elastic   Laces. 

Parisian   Corset  Co.,  Quebec,  Que. 
Corset    Clasps    and    Sanitary    Necessities 

Parisian  Corset  Co.,  Quebec,  Que. 
Coats    (White). 

Robert   C.    Wllklns    Co.,    Farnham,    Qu-v 
Miller   Mfg.   Co..  Toronto.  Ont. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto, 
International  Tailoring  Co.,  62  John   St., 
Toronto.   Ont. 
Clothing   (Dnck  and  all  Specialties). 
Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto, 
Defiance   Mfg.   Co.,   College   and    Bathurst 
Sts..    Toronto. 
Dress   Fabrics. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,    Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W.. 
Montreal,   Que. 

Greenshlelds,   Limited,   Montreal,   Que. 
Nlsbet    &    Auld,    34    Wellington    St.    W., 

Toronto,    Ont. 
Law,  Russell  &  Co.,  Ltd.,  Bradford,  Eng. 
Bradford     Dyers    Association,    Bradford. 
Eng. 
Dress    Forms. 
Delfosse  &  Co.,  Montreal,  Que. 
Dale   &    Pears-all,    106   Front    St.    E.,    To- 
ronto,  Ont. 
Hall-Borchert   Dress   Form   Co.,   41   Lom- 
bard  St.,   Toronto,  Ont. 
A    S.    Richardson   &   Co.,   99  Ontario   St., 

Toronto. 
Royal    Display    Fixture    Co.,    812    Broad- 
way,   New    York,    N.   Y. 
I  •  less    Fasteners. 
HoLong  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
Waldes  &  Co.,  Prague,   Austria. 
Dresses. 
Detroit   Princess  Mfg.  Co.,   Detroit,  Mich. 
Rosebud   Mfg.  Co..  193-5  Mercer  St.,  New 

York.    N.Y. 
Rose  Mfg.  Co.,  IS  W.  20th  St.,  New  York. 

N.Y. 
Star    Whltewear    Mfg.    Co..    Berlin,    Ont. 
R.     D.     Fairbalrn     Co.,     106    Slmcoe    St.. 

Toronto.    Ont. 
Germain   &  Smith,   Ltd.,   Montreal,   Que 
Borgenicht.  Kornrelch  &  Co..  1115  Broad- 
way.  New   York.   N.Y. 
Livingston   \    Scott,  Toronto,  Ont. 
Dress    Shields. 

I.    B.    Kleinert    Rubber    Co..    Wellington 

St.  W.,  Toronto,  Ont. 
Parisian   Corset   Co.,   Quebec,   Que. 
Dress    Trimmings. 
Thompson    Lace   &    Veiling   Co.,   69   Wel- 
lington   St.   W.,   Toronto.   Ont. 
Smith    D'Entremont   Co.,   1475  Queen   W., 

Toronto. 
Canada   Veiling  Co.,    M    Wellington   w.. 

Toronto, 
The    Moulton     Mfg.    Co.,    Ltd.,     Montreal. 
Embroideries, 
Sterling    Lace    *     Novelty    Co..    Toronto. 

Ont. 
Neuberger    *    Co..    124    Fifth    Ave..    New 

York.    N.Y. 
Tanner    Bros     &    Co.,    67    St.    James    St  . 
Montreal.   Que. 
Kinhroldered    Applique    Letters. 

Krnuthelmer     *      Co.,    20     Edmund      PI.. 
Aldersgate  St..   London.   B.C.,   Eng. 
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Flannellettes. 
Horrockses,  Crewsden  &  Ce.,  Manchester. 
Eng. 
I  urs. 
L.  Gnaedinger,  Son  &  Co.,  Montreal,  Que 
Laberge  Chevalier  &  Co.,  Ltd.,  Montreal. 

Que. 
Tauber    Bros.    &.    Co.,    67    St.    James    St.. 

Montreal.  Que. 
Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal, 
Que. 
Furriers'    Trimmings. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Furniture. 
The  Victoriavllle  Furniture  Co.,   Victoria  - 

ville,   Que. 
B.  Cohen  &  Sons,  1-19  Curtain   Rd..  Lou 
don,   Eng. 
Frilling. 
R.  D.  Fairbalrn  Co.,  106  Slmcoe  St.,  To 

ronto,  Ont. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Flowers  for  Millinery. 

Melles  &  Co.,  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St.. 

Toronto,  Ont. 
Riegel  &   Langer,  319  Kings   Hall,   Moat 

real,  Que. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton W.,  Toronto. 
Vyse  Sons  Co.,  Montreal,  Que. 
Feathers. 
Melles  &  Co.,  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St.. 

Torouto,  Ont. 
Dominion  Ostrich  &  Feather  Co.,  Toronto. 

Ont. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real. Que. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton W..  Toronto. 
Vyse  Sons  Co.,  Montreal,  Que. 
Fancy  Dry  Goods. 
Thompson    Lace   &    Veiling   Co.,   76   Wel- 
lington  St.   W.,   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Gowns. 

F.    G.    Hayward    Manufacturing    Co,    IT 

York   St.,   Toronto,  Ont. 
Riegel  &   Langer,  319  Kings  Hall.   Mont- 
real, Que. 
General    Dry    Goods. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal.  Que 
J.  &  N.  Phillips  &  Co.,  Manchester,  Eng 
Vassle  &  Co.,  Ltd.,  St.  John,   N.B. 
Cook,   Son   &   Co.,   London,   Eng. 
Debenhams,   Ltd.,   Montreal  and   Toronto 
A.  Racine,   Limited,   Montreal.  Que. 
Hitchcock     Williams    &    Co.,    St.     Paul's 

Churchyard,  London,  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts. 

Toronto,  Ont. 
W.    R.    Brock    Co..    Montreal.    Que. 
Greenshlelds.   Ltd.,   Montreal,   Que. 
John   King  &  Son,  Glasgow,  Scotland. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal.  Que 
Glares. 

Perrin    Frere  &   Cie..   Montreal,  Que 
Germain  &   Smith,   Ltd.,   Montreal,   Qae. 
Greenshlelds,   Ltd..   Montreal,   Que. 
Mclntyre   Son    &    Co.,    Ltd.,    Montreal. 
Grass    Carpet    Rugs. 
Crex     Carpet     Co..    S77     Broadway,     New 
York,  N.Y. 

Ginghams. 
Wm.    Anderson     &    Co.,     Ltd.,    Glasgow 
Scotland. 
Gloves    (Working). 

luirham  Glove  Co.,  Bowmanvllle,  Ont. 
Hamilton  Carhartt  Mfg.,   Ltd.,  535  Queen 
E..    Toronto,    Ont. 
II  ii     Ha  till-    (Fancy). 

Travera,    Ltd..   Ottawa,    Ont. 
Hose   Supportera. 
The   Berlin    Suspender  Co..    Berlin,   Ont 
Faire  Bros.  Co..  Leicester,  Bng. 
I.  B.  Kleinert  Rubber  Co.,  Wellington  8t 

W„  Toronto,  Ont. 
Parisian  Corset  Co..   Quebec,  Que. 
House   Furnishings. 
W.  R.  Brock  Co.,  Bay  4  Wellington  Ste 

Toronto,  Ont. 
Greenshlelds,  Limited,   Montreal.  Que. 
stonards.    Limited.  7   Paternoster   Bldga 
London.   B.C.,   Eng. 
Hosiery. 
I'hlpman,  Holton   Knitting  Co.,  Hamilton 

Ont 
renai.ins.    Limited,   Paris.  Ont. 
Timber    Bros,    &    Co..    67    St.    James    St, 
Montreal.   Que. 
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Mercury   Mills,   Limited,   Hamilton,   Out. 

"Craftana." 

Perrin  Frere  &  Cie.,  Montreal,  Que. 

Louis   Hermsdorl,   235   W.  30th   St.,   New 
York,  N.Y. 

Greenshields,  Limited,  Montreal,  Que. 

Gederich    Knitting   Co.,    Goderich,    Ont. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 

Dr.    Jaeger    Co.,    Ltd.,    243-5   Bleury    St., 
Montreal,  Que. 

F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington   Sts.,  Toronto. 
Handkerchief  8. 

Nisbet    &    Auld,    34    Wellington    St.    W., 
Toronto,   (Jut. 

Silks   Co.,  58   Bay    St..   Toronto.    Out. 

Victor   Goldberg,   87-89    Notre    Dame    W., 
Montreal,  Que. 
Hats,    Straw. 

Crown   Hat   Co.,   Gait. 
Hooks  and  Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Mary's,  Ont. 
Hair    Goods. 

Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 

Standard     Hair     Co.,     Ill     Windsor    St., 
Montreal. 

Hlbbert    &     Jaslow,    207    St.    James    St., 
Montreal. 
Hair   Nets. 

Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 

Byard   Mfg.  Co.,   Nottingham,  Eng. 

Hlbbert    ft     Jaslow,    207   St.    James    St., 
Montreal. 

Hair    Ornaments. 
Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Hlbbert    &     Jaslow,    207    St.    James   St., 

Montreal. 
Smith   D'Entremont   Co.,   1475  Queen   W., 

Toronto. 
Walter    G.    Bretzfield,    43    Leonard     St., 

New   York,   N.Y. 
Individual  Names  on  Tape. 
Narrow  Fabric  Weaving  &  Dyeing,  Ltd., 

Gait,  Ont. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautheimer     &     Co.,    20     Edmund     PI., 

Aldersgate  St.,   London,  E.C.,  Eng. 
Infants   Layettes. 
Home  &  Watts,  19  Duncan  St.,  Toronto, 

Ont. 
Infants   Novelties. 
Rite  Specialty   Co.,  36  W.  36th  St.,   New 

York,   N.Y. 
Richard  G.  Krueger  Co.,  162  W.  21st  St., 

New   York,   N.Y. 
Indigos. 
Franklin   Mfg.  Co.,  260  Church   St.,   New 

York.   N.Y. 
Knitted   Goods. 
Harvey   Knitting  Co.,  Woodstock,  Ont. 
Greenshields,   Limited,   Montreal,   Que. 
Zimmerman   Mfg.   Co.,   Hamilton,   Ont. 
The    Monarch    Knitting    Co.,    Dunnvllle, 

Ont. 
R.    M.   Ballantyne,    Ltd.,    Stratford,    Ont. 
Gait  Knitting  Co.,  Gait,  Ont. 
C.   Turnbull    Co.,   Gait,    Ont. 
Goderich    Knitting   Co.,   Goderich,    Ont. 
Schofleld    Woollen    Co.,    Oshawa,    Ont. 
Kingston   Hosiery  Co.,  Kingston,  Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
S.   F.  Gibson  &   Co.,  East  Ham,   London. 

Eng. 
Dr.   Jaeger's    Sanitary    Woollen    System 

Ce.,   Ltd.,   243-5  Bleury     St.,     Montreal, 

Que. 

F.  W.    Robinson    &    Co.,    Bathurst    and 
Wellington  Sts.,  Toronto. 

Kimonas. 

Kassab     Klmona     Co.,     St.     Helen     St., 
Montreal. 
Knitting   Wools. 

Thos.   Burnley   &   Sons,    Nr.   Leeds,  Eng. 
Linoleums. 

The    Dominion    Oil   Cloth    Co.,    Montreal, 
Que. 
Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 

Bradford  Dyers  Association,  39  Well  St., 
Bradford,  Eng. 
Linens. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 

Wm.  Liddell  &  Co..  Belfast,  Ireland. 

Old  Bleach  Linen  Co.,  Randalstown,  Ire- 
land. 

R.    H.    Cosbie,    Wellington    St.    W.,    To- 
ronto, Ont. 

Greenshields,   Limited,   Montreal,   Que. 

Silks  Co..  58  Bay  St.,  Toronto,  Ont. 

John  S.  Brown  &  Son,  Ltd.,  Belfast,  Ire- 
land. 

Alphonse   Racine,   Ltd.,  340  St.   Paul   St., 
Montreal 

Mclntyre  Son  ft  Co.,  Ltd.,  Montreal,  Que. 

R.  D.  Falrbalrn  Co.,  105  Simcoe  St.,  To- 
ronto, Ont. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto. 

Tauber   Bros.    &    Co.,    67    St.    James    Kt.. 
Montreal,  Que. 
La-res     (Hand    Hade). 

G.  ft  S.  Kassab  ft  Co.,  Montreal,  Que. 


Longcloths. 

Horrockses,  Crewsden  ft  Co.,  Manchester, 
Eng. 
Laces. 

Birkin   &   Co.,   Nottingham,   Eng. 

Klauber  &   Co.,    Broadway   and   18th   St., 
New   York,  N.Y. 

Thompson    Lace  &    Veiling   Co.,  69   Wel- 
lington  St.  W.,   Toronto,  Ont. 

Greenshields,    Limited,   Montreal,   Que. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 
Ont. 

Riegel  &   Langer,  319  Kings  Hall,  Mont- 
real, Que. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  Que. 

Canada   Veiling   Co.,    84    Wellington    W., 
Toronto 
Lighting    System. 

Canadian  H.  W.  Johns-Manville  Co.,  Flat 
Iron  Bldg.,   New  York,  N.Y. 
Leather  Novelties. 

P.  W.  Lambert  &  Co.,  64  Llspenard  St., 
New  York,  N.Y. 

Julian  Sale  Leather  Goods  Co.,  King  St. 
W.,  Toronto,  Ont. 
Lingerie. 

Germain   &    Smith,    Ltd.,    Montreal,   Que. 

Sperling  ft  Lea,  Herald  Bldg.,  Montreal. 
Ladies'   Bust   Forms. 

Toronto   Pad   Co.,  569  Queen   St.   W..  To- 
ronto,  Ont. 
Leather    Novelties. 

Walter     G.     Bretzfield,     43    Leonard     St. 
New   York,   N.Y. 
.Men's  Furnishings. 

Burnet  &  Temple,  Ltd.,  Loudon,  Eng. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,  Ont. 

Alphonse   Racine,    Ltd.,   340  St.    Paul   St., 
Montreal,  Que. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 
Men's    Neckwear. 

Crescent    Mfg.    Co.,    Montreal,   Que. 

Fowke,    Singer    &    Co.,    7   Wellington    St. 
W.,  Toronto,  Ont. 

W.    R.    Brock    Co.,    Notre    Dame   St.    W., 
Montreal,   Que. 

Greenshields,    Ltd.,   Montreal,   Que. 

Tooke   Bros.,    Ltd.,   Montreal,   Que. 
Mackinaws. 

F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington  Sts.,  Toronto. 
Mitts. 

Reliance   Knitting   Co.,    King   and    Bath- 
urst Sts.,  Toronto,   Ont. 

R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 

Goderich    Knitting    Co.,    Goderich,    Ont. 
Malines. 

John   Heathcont  &  Co.,  London,   Eng. 

Novelty  Import  Co.,  76  Bny  St.,  Toronto, 
Ont. 

Thompson    Lace  &   Veiling   Co.,  59   Wel- 
lington  W.,  Toronto. 

Canada   Veiling   Co.,    84    Wellington    W., 
Toronto. 
Mesh   Bags. 

Hlbbert   &   Jaslow,     207     St.   James   St., 
Montreal,  Que. 
Millinery. 

Debenham's,  Ltd.,  Montreal  and  Toronto. 

Morris  &   Saward,   21-22  Castle   St.,   Lon- 
don W.,  England. 

Gage  Bros.  &  Co.,  Chicago,   111. 

D.    B.    Fisk    Co.,    225    N.    Wabash    Ave., 
Chicago,   111. 

Melles  &  Co.,  3  Cripplegate  Bldg.,   Wood 
St.,   London,    England. 

Germain   ft    Smith,    Ltd.,    Montreal,   Que. 

D.   MoCall   Co.,   Toronto,   Ont. 

Montreal   Hat  &   Frame  Co.,   Ltd.,   Mont- 
real,  Que. 

Strachan,    Burden  &  Plaskett,  69  Welling- 
ton St.  W.,  Toronto,  Ont. 

Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real,  Que. 

Vyse  Sons  Co.,  Montreal,  Que. 
Maribon  and  Ostrich  Stoles. 

Germain   ft    Smith,    Ltd.,    Montreal,   Que. 
Motor  Coats    (Men's   Cotton  and   Linen). 

Miller  Mfg.  Co.,  Toronto,  Ont. 
Motor   Coats. 

National    Rubber   Co.,   Montreal,   Que. 

Defiance  Mfg.  Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Motor    Scarfs. 

S.  F.  Gibson  &  Co.,  East  Ham,  London, 
Eng. 

Motor  Vehicles. 

MotoKart  Co.,  1790  Broadway,  New  York. 
Moquettes. 
Otto  T.  E.  Velt  ft  Co.,  64  Wellington  St. 
W..   Toronto,   Ont. 
Matting. 
Otto  T.  E.  Velt  ft  Co.,  64  Wellington  St. 
W.,   Toronto,  Ont. 
Nets. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Thompson    Lace   ft   Veiling   Co.,   59   Wel- 
lington   W..   Toronto. 
Canada   Veiling   Co.,    84    Wellington    W.. 
Toronto. 
Narrow  Fabrics   (Cotton,  Linen,  Silk). 
Walter  Williams  ft  Co.,  Montreal,  Que. 
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Neckwear   (Ladies'), 
Ladies'  Wear,  Ltd.,  84  Wellington  St.  W., 

Toronto,    Ont. 
Voss  &  Stuffmann,  Montreal,  Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto. 

Ont. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Oil  Cloths. 
The    Dominion    Oil    Clotl    Co.,    Montreal 
Que. 
Office   Systems. 
Copeland-Chatterson  Co.,  Kent  Bldg,,  To- 
ronto, Ont. 
Ostrich   Feathers. 

S.  E.   Porter  &   Co.,  Montreal,   Que. 
Overalls. 
Robert   C.   Wllklns   Co.,   Farnham,   Que 
Hamilton   Carhartt  Mfg.,  Ltd.,  635  Queeu 
E.,   Toronto,    Ont. 
Ornaments    (Silk). 

Moulton   Mfg.   Co.,   Montreal,  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home  Pattern  Co.,   New   York,  N.Y. 
The    McCall    Co.,    236    W.   37th    St..    New 

York,   N.Y. 
The  Butterick   Publishing   Co.,  Butteries 

Bldg..   New   York,   N.Y. 
New    Idea    Pattern    Co.,    70    Bay    Street. 
Toronto. 
Paper  Balers. 
Climax    Good    Roads    Mach.    Co.,    Hamil- 
ton,  Ont. 
Pads. 
Toronto  Pad  Co.,  569  Queen  St.  W..  To- 
ronto, Ont. 
Plated   Jewelry. 
Ideal   Hair  Goods   Co.,  77   York   St     To- 
ronto, Ont. 
Hlbbert    ft    Jaslow,   207   St.   James   8t, 
Montreal. 
Pin   Tickets. 
Copp,   Clark   Co.,  517   Wellington   St.   W 
Toronto,  Ont. 
Pillows. 
Canadian   Carpet  &  Comforter  Mrs    Ce 
Toronto,  Ont. 
Quilts. 
Jonathan    Dearden    &   Co.,    11-13    Bridge- 
water    Place,    Manchester,    Eng. 
Keady-to-Wear. 
Greenshields,  Ltd..  Montreal,  Que 
Alphonse   Racine,   Ltd.,   340  St.   Paul   St 
Montreal,   Que. 
Raincoats. 
H.  E.  Davis  ft  Co.,   Montreal. 
C.  Kenyon   Co.,  23rd  St.  and   Fifth  Ave  . 

New  York,  N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford, Eng. 
National  Rubber  Co.,  Ltd.,  Montreal.  Que 
Scottish  Rubber  Co.,  Montreal. 
Canadian  Consolidated  Uubber  Co.,  Ltd . 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W 

Montreal,  Que. 
Wreyford  &  Co.,  86  King  W.,  Toronto 
Ribbons. 
W.  H.  Barry  ft  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St 

Toronto,  Ont. 
Belding    Paul    Cortlcelll    Co.,    Montreal. 

Que. 
Silks   Co.,   58   Bay   St.,    Toronto,   Ont 
Rugs    (Wilton). 

0t&  T^,E-  Velt  *  Co-  w  Wellington  St. 
W.,   Toronto,   Ont. 
Rugs    (Ax-minster). 
Otto  T.  E.  Velt  ft  Co.,  64  Wellington  St 
W.,   Toronto,   Ont. 
Rugs    (Velvet). 
°"o  T    B.  Velt  ft  Co.,  64  Wellington  St 
W.,   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Ont 
Suspenders. 
Berlin    Suspender   Co.,    Berlin,   Ont 
S.   E.   Porter  &   Co.,   Montreal,   Que. 
Bpool    Silks    (For    Manufacturers'    Cse). 
Walter  Williams  &  Co.,  Montreal,  Que 
Sanitary  Belts. 
Walter    G.     Bretzfield,    43    Leonard     St , 
New   York,    N.Y. 
Staple  Dry  Goods. 
W     R.    Brock    Co.,    Bay    and    Wellington 
Sts..   Torom  \  Ont. 
Scarf   Pin   Guard. 

Geo.  H.  Lees  &  Co.,  Ltd.,  Hamilton,  Ont 
Small  wares. 
W.    R.    Brock    Co.,    Bay    and    Wellington 

Sts.,  Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre   Dame   St.    W 

Montreal.  Que. 
Greenshields.   Limited,   Montreal,  Que 
Ideal   Hair  Goods   Co.,  77  York  St.,   To- 
ronto, Ont. 
Store    Fixtures. 
Jones  Bros.   &  Co.,   31  Adelaide  St.   W.. 

Toronto,  Ont. 
Clatworthy  ft  Son,  King  St.  W.,  Toronto, 
Dale   &    Pearsall,    106   Front   St.   E ,   To- 
ronto.   Ont. 
J.  R.  Palmenberg's  Sons,  710  Broadway, 

New  York,  N.Y. 
Delfosse  &   Co.,   Montreal,   Que. 
A.    S.    Richardson    Co.,    99    Ontario     St.. 
Toronto,  Ont. 
Safety   Pins. 

DeLong  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
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Taylor    Mfg.    Co.,    Hamilton,    Uul. 

Walker   Bin   &    Store   Fixture   Co.,   Berlin, 
Ulll. 

H.   L.   Wood   &  Co.,   Noble  and  Strickland 
Streets,   Toronto,   Out. 
Store    Fronts. 

The    Consolidated    Plate    Glass    Co.,    241 
Spadlna    Ave.,   Toronto,    Out. 

The    Kawneer    Mfg.    Co.,    Nlles,    Mich. 

Zourl   Drawn   Metals  Co.,  221  West  Scbll- 
ler  St..  Chicago. 
gweatercoutH. 

I'enin.'iiiH.    Limited,    Paris,   Ontario. 

Reliance    Knitting    Co.,    King    and    Bath- 
urst    Sts.,    Toronto,    Ont. 

Monarch    Knitting    Co.,    Dunnvllle,    Ont. 

R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 

C.   Turubull    Co..    Gait.   Out. 

Harvey   Knitting  Co.,  Woodstock,  Ont. 

Dr.    Jaeger    Co.,    Ltd..    243-5    Bleury    St., 
Montreal.  Que. 

B\     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington    Sts.,    Toronto. 
Sanltun   Wall   Covering. 

Stauntons,   Ltd.,  934   Yonge   St.,   Toronto. 
Skirts. 

The    Clayson    Co.,    280    College    St.,    To- 
ronto, Ont. 

Minus   Roman,   Jacobs  Bldg..   Montreal. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    Nt-tH. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 

Delfosse  &  Co.,  Montreal,  Que. 

Grand     Rapids    Show     Case    Co.,     Grand 
Rapids.    Mlcb. 

H.    L.    Wood    &    Co..    Noble    and    Strick- 
land  Sts.,  Toronto. 
Shoe  Buckles. 

Smith    D'Entremont   Co.,   1475   Queen    W., 
Toronto. 
Skein    Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing   Co., 
Gait,   Ont. 

R.  D.   Fnlrbalrn   Co.,  105  Simcoe  St.,  To- 
ronto,  Ont. 
Silk    Ornaments. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Skirts    (Praited). 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont 
Scarfs. 

Novelty  Import  Co..  76  Bay  St.,  Toronto, 
Shirts    (Soft). 

Robert    C.    Wllklns    Co.,    Farnham,    Que. 
Summer    Clothing. 

Robert    C.    Wllklns    Co.,    Farnham,    Que. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto 
Silks. 

Belding.    Paul,    Cortlcelll    Co.,    Montreal, 
Que. 

Louis   Roessel  &   Co.,   Ltd.,  64   Wellington 
St.  w  .  Toronto. 

Silks    Co..    6.x    Bay    St.,    Toronto,    Ont. 
Hemstitched    sheets. 

Victor   Goldberg,   87-89    Notre    Dame   W., 
Montreal,   Que. 
Silk    Woven   Labels. 

Colonlnl  Weaving  Co..  Peterborough,  Ont. 
Suits. 

Reglna  Cloak   Mfg.  Co.,   Montreal,  Que. 


Scoot  Suits. 

Defiance   Mfg.   Co.,  College  and    Bathurst 
Sts.,    Toronto. 
Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent    Mfg.   Co.,    Montreal,   Que. 
Deacon    Shirt    Co.,    Belleville,    Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Defiance   Mfg.   Co.,   College  and    BatburM 
Sts..    Toronto. 
Tablecloths. 
Victor   Goldberg,   87-86    Notre    Dame    w  , 

Tuques. 

Reliance    Knitting   Co.,    King   &    Bathurst 

Sts.,    Toronto.    Ont. 
R.    M.   Ballautyue,    Ltd.,   Stratford,   Ont. 
A.   Burrttt  &   Co..   Mitchell,   Ontario. 


569     Queen    St.    W. 


Tailors'    Trimmings. 
Toronto     Pad     Co., 
Toronto,  Out 
Tweeds. 

Greenshields,    Limited,    Montreal,    Que. 
Tassels. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton   &   Pulford,  22     Back     Piccadilly, 
Manchester,    England. 
Trousers    (Duck). 
Defiance   Mfg    Co.,   Toronto,   Ont. 
Robert  C.  Wllklns  Co.,  Farnham,  Que. 
Miller    Mfg.    Co.,   Toroiito,    Out. 
Thread    (Silk). 
Belding     1'aul     Cortlcelll     Co.,     Montreal, 

Que. 
.1.   Maygrove  &   Co.,  Ltd.,  5%  Aldersgate 
St.,   London,  E.C. 

Thread     (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 

S.   Lennard  &  Sons,   Dundas,  Ontario. 

Penmans,   Limited,   Paris,   Ont. 

Mercury    Mills.    Limited,    Hamilton,    Out. 

Reliance  Knitting  Co.,  King  &  Bathurst 
Sts.,    Toronto,    Out. 

G.  Brettle  &  Co.,  London,   Eng. 

Zimmerman  Manufacturing  Co.,  Hamil- 
ton,  Ont. 

Humphrey's  Unshrinkable  Underwear. 
Limited,  Moncton,  N.B. 

C.  Turubull   Co.,   Gait,   Ont. 

Harvey  Knitting  Co.,  Woodstock,  Ont. 

Kingston    Hosiery  Co..  Kingston,  Ont. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 

Dr.  Jaeger  Co.,  Ltd.,  243-5  Bleury  St., 
Montreal.   Que. 

V.  W.  Robinson.  Ltd..  Bathurst  and 
Wellington    sis..   Toronto. 

Umbrellas  and   Parasols. 
R.     D.     Fairbalrn     Co.,    105    Simcoe    St.. 

Toronto.   Ont. 
Brophev   Umbrella  Co..  King  and  Duncan 
Sts.,    Toronto. 
Vacuum   Cleaners. 

Onward   Mfg.  Co.,  Berlin.  Ont. 
Veilings. 
Canada   Veiling  Co.,   Toronto. 
John    Heathcoat   &    Co.,    London,    Eng. 
Thompson      Lace     &      Veiling     Co.,     SB 

Wellington    St.   W.,   Toronto.   Ont. 
Novelty    Import  Co..  76  Bay   St.   Bay   St., 
Toronto,  tint 


Velveteens. 
J.  &  J.  M.  Worrall,  Limited,  Manchester. 

Eng. 
"Louis,"  57  Newton  St.,  Manchester,  Eng 

\  civets. 

The  Continental  Mfra.  Syndicate,  77  York 
St..  Toronto,   Ont. 

\  anil  \      (  MM, 

Walter    G.     Bretrfleld,    4:5    Leonard    81  . 
New    1  ork,   N.V. 

\\  holesalr         Carpels,        Oil         Cloths         and 
Linoleums. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Women's    Outer    A    Under    Garments. 
IV.   R.  Brock  Co.,  Bay  &   Wellington  Sts.. 

Toronto,   Ont. 
H.    it.    Brock   Co..    Notre     Dame   St.    W.. 
Montreal.   Que. 
Wholesale    Woollens   and    Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Dale    &    Pearsall.      106      Front      St.      E.. 

Toronto.    Ont. 
Delfosse  &   Co.,   Montreal,   Que. 
A.    S.    Richardson    Co..     99      Ontario    St.. 

Toronto,   Ont. 
J.   R.   Palmenberg's   Sons,  710  Broadway. 
New   York.    N.    Y..   U.   S.   A. 
Wholesale    Small  wares    and    Fancy    Goods. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont 
Wholesale    Merchant    Tailors. 
Win.  H.  Leishman  &  Co.,  119  Adelaide  St 
W..    Toronto.    Ont. 
Wholesale    Drygoods. 

John  M.  Garland  Son  &  Co..  Ottawa.  Ont. 
Whitewear. 
F.    G.    Hayward    Mfg.    Co..    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivers. 

Que. 
Sperling  &    Lea,   Herald   Bldg.,   Montreal. 
Waists. 
Star   Whitewear   Mfg.  Co..   Berlin.  Ont. 
R.    D.    Fairbalrn     Co.,     106     Simcoe   St.. 

Toronto.   Ont. 
Sperling  &  Lea,   Herald   Bldg.,  Montreal 
Meyer  Mfg.  Co..  Toronto.  Ont. 
Ladles'  Wear.  Limited,  84  Wellington  St 

\V..    Toronto.   Ont. 
Minus    Roman.   Jacobs   Bldg..   Montreal. 
Wall    Taper   Display    Racks. 

The   Onward    Mfg.   Co.,   Berlin,   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co.,     Grand 
Rapids.   Mich..  C.  S.  A. 
Window    Shade    I'aper. 

Stauntons,   Ltd.,  934  Yonge  St.,  Toronto. 
Wool    Underwear.   Men's. 
Thos.   Waterhouse  &  Co..   Ingersoll.   Ont 
Schofield  Woollen  Co..  Oshawa.  Ont. 
Dr.    Jaeger    Co..    Ltd..    243-5    Bleury    St.. 
Montreal.  Que. 
Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough.  Ont 
Narrow    Fabric    Weaving   &    Dyeing   Cs., 
Limited,  Gait,   Ont. 
Woven    Labels    for    Garments. 
Krauthelraer     &     Co..    20     Edmund     PI.. 
Aldersgate  St.,   London.   E.C,   Eng. 
Wallpaper. 
Stauntons.  Limited.  944  Yonge  Street.  To- 
ronto,   Ont. 
The    Wntson    Foster    Co..    Montreal.    Qus 
Colin    M. -Arthur   (v..   Montreal,   Que. 


When  writing  advertisers  kindly- 
mention  having  seen  the  ad. 
in  this  paper. 


FOR    SALE 


li:i:sil.    CLEAN     STOCK     OF    SHOES     AND 
men's    clothing    and    furnishings    In    growing 
village  of  Courtrlght  on  St.  Cldlr  River    W  i 
.i      C     Locke,    The    Ark,    Cortmna,    Ont,    for 
inf  rmation. 


AGENT  WANTED. 
IMPORTANT  ST.  GALL  MANUFAC 
TTJRBR,  making  the  highest  class  of 
novelties  in  embroidered  Batistes,  La 
Trimmings,  is  desirous  engaging  well-in- 
troduced agent  for  Canada.  No  use  apply 
lug  if  party  is  u,.i  well  In  with  the  Novelty 
Lace  trade  and  its  buyers.  Write  full  par 
tlcuiars  to  C.  A  .  Boj  6680,  St.  Call.  Suit 
Hand. 
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IT  WILL  PAY  YOU 

TO  SELL  E 


AND  RECOMMEND 


SHOES 

for  every  sport  and 
recreation 

Canadian  Consolidated  Rubber  Co. 

Limited 

Montreal,  P.  Q. 

28  Branches  throughout  Canada 
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Dry  Goods  Review 


Every  seam  in  Garhartt  Gloves 
is  sewed  with  waxed  thread 


Your  glove  reputation,  Mr.  Merchant,  as 
well  as  ours,  is  suspended  on  a  thread  — - 
a  mightly  slender  thing  to  have  your 
splendid  reputation  of  many  years'  stand- 
dependent  on,  is  it  not?  The  thread 
that  goes  into  Garhartt  gloves  is  the  best 
that  money  can  purchase,  hut  we  are  not 
contented  with  this,  we  go  one  better  by 
making  it  tougher  and  weather-proof  by 
waxing  it.  This  helps  to  enable  us  to 
give  a  rock-bound  guarantee  with  every 
glove. 

The  Glove  with 
double  life 

The  double  life  of  Carhartt  Gloves  is  the 
result  of  adding  the  one-piece  reinforce- 
ment shown  in  the  illustration.  This 
comes  where  the  wear  is  most  apparent 
and  though  it  gives  two  thicknesses,  it  is 
not  bungiesome  in  the  least.  Why  not  try 
out  a  small  order  to-day  at  our  expense? 

A  card  to-day  will  bring  our  ap- 
proval order,  which  consists  of  a 
good  assortment  of.  Carhartt 's 
Gloves  and  Overall  Uniforms. 

Sell,  or  try  to  sell  them  for  sixty 
days.  If  they  meet  the  re- 
quirements of  your  trade 
keep  them;  if  not,  return  at 
our  expense 

Write    for    the    agency    for 
your  town. 


Hamilton  Carhartt,  Manufacturer,  Limited 


TORONTO 


VANCOUVER 
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Dry  Goods  Review 


MEN  S    WEAK  SIXTION 


Most   Merchants 

please  some  people;  some  mer- 
chants please  most  people;  but 
the  most  successful  of  all  is  the 
merchant  who  pleases  all  people 

It's  easy  enough  to  please  all  the  people  as  far  as 
underwear  is  concerned — stock  the  full  line  of 
Penman's. 

The  people  are  fully  aware  of  the  superior  merits 
of  Penman's  Closed  Crotch  Combinations — our 
widespread  year-in-y ear-out  advertising  accom- 
plishes that.  The  goods  are  half  sold  when  they 
enter  your  store.  You  don't  have  to  expend  a 
lot  of  selling  talk  on  people  who  come  to  you  for 


O^ 


Underwear 


Our  Closed  Crotcli  Combinations  fit  snugly  to  every  line  and  curve 
nl'  the  figure,  give  easily  to  every  posture  without  binding  or  cramping 
the  movements  in  the  slightest,  and  remain  closed  whatever  position  is 
assumed  by  the  wearer.  This  garment  has  an  instant  appeal  for  the 
heller  class  of  trade — the  substantial  buyers  it  pays  to  cultivate. 

The  most  desirable  clientele  in  your  locality  will  expect  to  get 
Penmans  ai  your  store.  We  believe  you  would  not  willingly  disappoint 
them.  Thai  s  why  you  should  stock  up  with  the  full  line  and  begin  to 
reap  the  benefits. 


Several  Infringements  of  this  Closed 
Crotch  Garment  are  at  present  on 
the  market  and  we  wish  in  advise 
the  trade  that  legal  proceeding 
now  pending  against  the  concerns 
making  them.  Full  satisfaction  will 
'"  exacted  from  all  parties  handling 
these  Infringements. 


A*  KNIT  GOODS  V* 


Penmans  Limited,  Paris,  Canada 

Sweaters         Hosiery  Underwear 
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Dry  Goods  Review 


For  Your  Baby  Customers 

TURNBULL'S 

Infants'  "M"  Bands 


Instead  of  selling  them  singly  for 
25c  as  you  used  to,  and  just  making 
a  few  cents  profit,  they  are  now  put 
up  in  an  attractive  package,  three 
garments  in  a  package,  with  full 
directions  how  to  use  them. 

These  will  retail  to  your  customers 
at  a  dollar  a  box,  giving  a  profit  of 
over  40  per  cent,  to  you. 

There  are  three  big  advantages  to 
the  merchant  in  our  new  selling 
plan. 


It    inn-paws    you/    profit    four-hun- 
dred   per   erf***..   j»e»    *»le. 


It  is  an  ■MMbiive  package  to  dis- 
play  on   your  counter. 

It  will  sell  itself  to  the  majority  of 
women  who  come  into  your  store, 
producing-  a  large  additional  profit 
with   no   selling   cost. 


If  you  will  place  2  or  3  of  these 
attractive  boxes  on  your  counter  or 
in  your  window,  we  venture  to  state 
that  one  out  of  every  ten  women 
coming  into  your  shop  will  buy  a 
box,  without  you  having  to  show 
them  to  her  at  all,  that  is  to  say,  the 
box  itself  will  draw  her  attention. 

SPECIAL  OFFER 

To  let  you  prove  the  above  yourself, 
we  will  send  you  on  consignment,  an 
assorted  lot  of  one  dozen  boxes;  at 
|\  the  end  of  one  month  you  may  re- 
turn us  any  unsold  if  you  wish. 

The  only  condition  we  ask  you 
is,  that  you  will  agree  to  keep  at 
least  one  box  on  your  counter  or 
showcase,  where  it  will  be  readily- 
seen  by  customers  coming  into  the 
store. 


Write   us   to-day,  and  so  reap  the 


i  \     ^-O*.    ^ullest    benefit    from    this    plan    am 
I'm  all  right 


The  C.  Turnbull    Company 
of  Gait,  Limited 

GALT, 


ONTARIO 


It's  the  cloth  in  your  overalls  that  gives  the  wear 

Qtifels  Indigo 
&    Cloth 

Standard  for  over  75  Years 

For  Overalls,  Uniforms, 
Shirts  and  Coats 


I  always 
look  for 
this  trade 
mark  on 
the  back 
of  the 
goods 


The   C.    Turnbull   Co.,   Limited.   Gait,   Ont. 

Gentlemen,— Please  send  me  on  trial,  an  assorted  lot  of 
one  dozen  boxes  of  Infants'  "M"  Bands.  I  will  comply  with 
condition  above  and  may  return  any  unsold  after  one  month, 
without  any   obligation  to  me. 


Name     . 
Address 


as  my  guarantee  against  all  imitations  of  the  Indigo 
Cloth  that  has  held  the  confidence  of  garment  makers 
and  wearers  for  over  75  years ---on  its  unapproach- 
able merit. 

Nothing  can  equal  Stifel  Indigo  Cloth  for  service 
and  satisfaction. 

Insist  upon  Stifel's  Indigo  Cloth— the  world's  standard. 
CLOTH    MANUFACTURED    BY 

J    L.  STIFEL  &  SONS 

INDIGO  DYERS  and  PRINTERS 
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NEW  YORK 
260-262  Church  St. 

TORONTO 
14  Manchester  Bldg. 

MONTREAL 

100  Anderson  St. 

BALTIMORE 
114  W.  Fayette  St. 


SALES  OFFICES 

ST.  LOUIS 

426  Victoria  Bldg. 

PHILADELPHIA 

839  Market  St. 

BOSTON 

68  Chauncy  St. 

CHICAGO 

223  W.  Jackson  Blvd. 

SAN  FRANCISCO 

Postal  Telegraph  Bldg. 


ST.  JOSEPH 

201  Saxton  Bank  Bldg. 

KANSAS  CITY 
205  De  Graw  Bldg. 

ST.  PAUL 
242  Endicott  Bldg. 

WINNIPEG 
400-02  Hammond  Bl**r 


Dry  < in,,, is  Ue\  u  u 
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RURI  IAN 


AURORA 


COLUMBIA 


PILGRIM 


MAYFLOWER 
1^ 


MLR  IT 


ARLINGTON  COLLARS 

Selling  Point  No.  5 

THE  BUTTON-HOLE  tfh%8e;eraJ 

»»»*-•   *-*^  m.    m.  w  m.       m.  m.  -w  ——    pronunenl    Features   ol 
THAT     ^TANH^  these     collars     is     the 

lllnl        Ul/Tlliyu  extra      weight       stock, 

which  greatly  increases  the  wearing  qualities  and  insures  a  perfect 
fit  until  discarded.  This  is  a  point  that  will  promote  your  sale  of 
waterproof  linen  collars.  They  come  in  six  different  grades  an  I  fortj 
styles — a  style  to  suit  every  taste  ami  pocket-book.  Challenge  Collar* 
are  the  best  grade.     Price  $2.00  a  dozen.     Let  us  send  samples. 

Button-holes  are  not  reinforced,  but  material  is  «'\tr:i 
weight,  f»r  petter  satisfaction  to  customer  and  *hape  of 
collar. 

The  Arlington  Co.  of  Canada,  Ltd. 

54-56  Fraser  Ave.,  TORONTO 

Eastern  Agent  :     Duncan  Bell,  301  St.  James  St.,  Montreal 

Ontario  Agents  :  J.  A.  Chantler  &  Co.,  8-10  Wellington  St.  E.,    Toronto 
Western  Agent:     R.  J.  Quigley,  212  Hammond  Block,  Winnipeg 


m  &  tf 


MAGIC 


DEFENDER 


BUSTER 


RRISCILLA 


LIVONIA 


"King  George" 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body     and 
Shoulders 

Easily  the   best 
value  in   Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


THE  HALL-MARK  OF 


R«(ri»tered  No.  282.005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the    TOP,   it    increases    in    WEAR-RE 
SISTING    PROPERTIES  as  it   descend! 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A\D  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
/;V  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF   PERFECTION  IM 
FOOTWEAR 

To  be  had  from  any  of  the    Leading 
Wholesale  Drv  Goods  Houses 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


No.   1122.   Jap    Split    Sennit,   Taper   Crown. 


1915    MODELS 

We're  going  direct  to  the 
trade  with  a  most  complete 
range  of  smart  models  in 


No.  14G0.  Close  Telescope,  Pencil  Curl  Brim. 


No.   1135.     Mushroom   Brim,   Sennit. 


No.   1461.   Diamond   Telescope,   New   Style   Brim. 


which  means:  a  saving  to  the  merchant  of  fully 
25%,  all  the  new  and  exclusive  styles  and  straws  semi- 
hand  finished,  and  prompt,  careful  service  made  pos- 
sible by  the  best  equipped  factory  in  the  Dominion, 
with  experts  over  every  department. 

Among  the  new  blocks  we  are  showing  this  season 
are  the  new  mushroom  shapes,  the  diamond  telescope 
with  fedora  brim,  the  mushroom  with  the  "pencil 
curl"  brim,  etc. 

Many  models  fitted  with  the  patented  "self  conform- 
ing" drummed  sweat,  which  makes  for  comfort  be- 
cause it  automatically  adjusts  to  the  shape  of  the 
head. 

Send  for  trial  order  of  the  styles  here  tihown.  Samples 
on  request. 

The  Crown  Hat  Company 

MANUFACTURERS 
AND      IMPORTERS 

Sample  Room: 

24  Wellington  St.  W.,  Toronto 

Factory  at 

GALT,  CANADA 
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Fame  of    Pugilist's  Name   Draws    Business 

Although  Tommy  Burns  is  at  Present  in  Australia.  His  Calgary 
Store  Continues  to  Boom — Curiosity  Leads  Many  to  Buy  at  Least 
a  Tie. 

Bj    Staff  Correspondent. 


CALGARY,  June  12-  (Special).  — 
There  is  a  clothing  store  in  Cal- 
gary, located  on  Eighth  Ave., 
which  is  the  main  thoroughfare.  On  its 
windows  is  written  in  large  letters: — 
"Tommy  Burns  Co.,  Ltd.''  Inquisitive 
visitors  to  the  city  scent  familiarity  in 
the  name.  It  smacks  to  them  of  pugil- 
ism. They  make  inquiries.  Sure,  it  is 
the  store  of  the  famous  Tommy  Burns, 
once  champion  heavyweight  of  the 
world.  They  enter,  and  purchase  some 
small  article  of  clothing.  Not  seeing 
any  giants  around,  they  sneakitiiily  ask, 
"Which   is  Tommy  Burns'?" 

Tommy  Burns  is  in  Australia,  train- 
ing for  another  fisrht. 

Exit,  disappointed. 

A  representative  of  this  paper  made 
inquiries  while  in  Calgary  as  to  the 
amount  of  business  that  had  come  to 
this  store  as  a  result  of  Tommy  Burns' 
fame.  He  found  a  splendidly  equipped 
store.  One  would  call  it  a  high  class 
store.  The  fixtures  and  show  cases  are 
of  the  best.  It  is  equipped  with  a  cash 
carrier  system,  which  usually  implies  a 
rush  of  business.  The  lighting  is  mod- 
ern, and  t lie  whole  interior  has  an  ar- 
tistic finish.  It  is  in  charge  of  an  ex- 
pert New  York  clothier,  with  a  staff  of 
clerks,  one  of  whom  is  a  brother  of  the 
famous  proprietor.  His  name  is  Eddie 
Brusso,  and  not  Burns,  as  most  people 
know.     There  is  little  of  the  fighter  in 

him.      He   is  the   figure  on    the  left    in   the 

accompanying  illust ration. 

Buy  Tie  as  a  Sacrifice. 

One    of    the    tirsi     things    to    st  like    the 

eve  in  this  store  is  the  preponderance 
oi  -cuts'  furnishings.  The  store  car- 
ties  i h,.  largest  stock  of  neckwear  in  the 

city.      There    is   a    reason    for    it.      People 

come  mto  tiii>  store  out  of  curiosity,  and 

about  the  cheapest  and  handiest  thing 
Ihcv   can   Inn    as  an   excuse,  is  a   tie.  Con 


sequently  there  is  a  big  business  in  neck- 
wear. Some  will  buy  a  shirt  or  a  hat, 
just  to  have  something  to  wear  bearing 
the  fighter's  name.  Usually,  however. 
the  hero  worshippers  limit  their  sacri- 
fices  to  a  tie.  It  will  lie  noticed  that 
some  of  these  range  high  in  price,  and 
the  most  expensive  arc  near  the  door. 

Tommy  Burns  Fills  the  Doorway. 
Four  years  ago,  Tommy  Burns  had 
reached  the  zenith  of  his  fame.  He 
never  took  an  active  part  in  the  busi- 
ness, but  would  hang  around  the  store, 
making  himself  one  of  the  most  unique 
business-pulls  ever  conceived.  The 
scheme  operates  to  this  day.  People- 
who  do  not  know  that  he  is  in  Australia 
enter  the  store,  buy  a  tie.  and  ask  for 
Tommy.  Some  are  not  so  inquisitive, 
ami  assume  that  the  clerk  who  waits  up- 
on them  is  the  man.  He  is  probably  the 
last  man  in  the  world  you  or  I  would 
take  to  be  a  pmrilist.  Even  the  tailor, 
who  is  a  tall,  slim  man.  has  been  point- 
ed out  in  the  street  as  Tommy  Burns. 
As  a  matter  of  fact,  when  the  real  man 
is  in  the  stoic  he  fills  the  doorway. 
There  is  no  mistaking  him. 

How  He  Started  Up. 
The   question    will   probably    be   asked: 
How    did      Tommy      Burns   gel    into   the 
clothing  business)     lie  was  a  painter  bj 

trade.  He  started  fighting  fifteen  years 
ago.  Ahoiit  five  years  ago,  he  returned 
from  Australia  to  Seattle.  He  had  a 
friend  in  Calgarj  named  -lames  Sew  ell. 
v  ho  was  in  the  gent8'  clothing  business, 
lie  wrote  to  Burns,  telling  him  what  a 
tine   countrj    Alberta    was.   and    invited 

him  out.  He  came.  Finding  himself  so 
popular  with  the  men,  he  decided  that 
In  could  not  start  in  a  better  business 
than  clothing.      He  opened  a   store  at    130 

Eighth  A\e.  wesi,  winch  soon  become  too 
small    for    the   amount    of  business   done. 


Hi  then  opened  the  present  store  at  213 
Eighth  Ave.  west.  lie  en'_ra<red  J.  Her- 
lihy.  of  New  York,  to  take  charge,  and 
left   the  business  in  his  hands. 


MEN'S  GLOVES  FOR  FALL. 

Montreal.  June  16. —  (Special).— Cha- 
mois and  leatherette  doves  are  leading 
for  firsl  nlace  in  orders  placed  wit!)  job- 
bers and  manufacturers  for  the  coming 
Fall.  Chamois,  with  beavy  contrasting 
points,  or  embroidered  backs,  and  l< 
erette  effects,  also  with  the  same  adorn- 
ment, are  "the   thitiLr. " 

The  embroidered  back-'  are  being  speci- 
fied fir  all  glove  orders  of  the  onlined 
type.  Capes  are  waning  in  popularity 
and  suedes  are  coming  in  very  strong. 
The  tendency  in  men's  gloves,  as  with 
the  women's,  is  for  lighter  wei 
There  are  not  so  many  lined  gloves  sold 
now  as  there  were  a  few  years  ago. 
Wool  gloves  have  also  dropped  >  ff. 
though  this  is  believed  to  be  partly  due 
to  lar^e  stocks  carried  over  from  last 
season.  Grey  suede,  in  both  unlined  and 
silk-lined,  are  selling  verv  strong  for 
Fall. 


VICTIMS  OF  THE  EMPRESS. 
F.  .1.   Rutherford,  of  Montreal,  one  of 
the   victims   on    the    Kmpress  o\'  Ireland, 
had   crossed    the   ocean   thirty-two   times. 
hut     previously     had     sailed    from    V 
York.      For   fifteen    \ears  he   had   been    a 

buyer   tor   T.   c.    Watkins     (the     R 

House).  Hamilton,  but  removed  to  Mont- 
real in  October  last  as  a  buyer  for 
.lames  .1.  Ogilvie  A  Sons.  His  - 
with  the  Hamilton  firm  was  J.  .1.  Cayley. 
and  Mr.  Rutherford  (hose  the  Kmpress 
in  order  to  accompany  him.  Both  occu- 
pied staterooms  near  the  point  where 
the   collision   occurred,   and    their   chance 

.>    .  scape  was  \ er\   slight. 
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Kind  of  store  that  is  building  up  a  big  business  for  Tommy  Burns,  the  pugilist,  in  Calgary.  Note  the 
prominence  of  the  price  tickets,  the  neat  hat  cabinets,  the  varied  display  of  ties  under  different  prices  along 
the  tops  of  the  silent  salesmen  and  the  neat  arrangement  oT  surplus  stock  on  the  ledges,  made  possible  by 
the  unusual  height  of  the  ceiling.     The  ex-champion's  brother  is  the  figure  on  the  left. 

Influence  of  Tourists  on  Men's  Styles 

Northern  Lake  Towns  Feel  the  influence  of  Well-Dressed  Visitors 
During  the  Summer  Season — Some  Special  Lines  Which  Are 
Attractive  to  the  Summer  Resorter. 


IN  style  men  are  beginning  to  know 
what  they  want  when  they  see  it. 
Those  who  sell  men's  wear  in  some 
of  the  northern  lake  towns  are  beginning 
to  appreciate  this.  When  the  best  of 
the  local  dressers  see  the  Summer  tour- 
ists coming  through  on  their  way  to  the 
resorts  they  get  some  style  ideas  which 
they  are  not  slow  to  act  upon ;  the  re- 
sult is  that  there  is  a  demand  for  up- 
to-date  cuts  in  clothing  and  for  the  new 
hats,  collars,  shirts,  etc.  The  tendency 
now-a-days  with  men  is  not  to  be  so 
backward  in  following  the  style  changes, 
and  it  is  not  safe  for  the  retailer  to 
buy  heavily  too  far  ahead. 

More  Frequent  Purchases. 

Arthur  M.  Corley,  manager  of  the 
men 's  wear  store  of  Gray  &  Co.,  at  Mea- 
ford,  has  had  many  years'  experience  in 
the  clothing  and  furnishings  business  in 
t  hat  town,  and  he  states  that  of  late 
years  there  has  been  a  change  in  the  at- 
titude of  the  younger  man  towards 
style,  and   that   it   is   now   necessary   to 


keep  closely  in  touch  with  the  market, 
and  to  make  shorter  and  more  frequent 
pnrc'iases.  He  attributes  the  change  in 
a  considerable  degree  to  the  influence  of 
the  Summer  visitors. 

So  far  as  the  trade  of  the  men's  wear 
store  in  the  resort  towns  is  concerned,  it 
is  confined  largely  to  novelties  rather 
than  to  staples;  most  of  the  tourists  are 
from  the  big  cities,  and  they  do  not  go 
to  the  resorts  to  get  style  hints. 

Wilson  &  Co.,  of  Midland,  report  that 
woolen  goods  are  a  popular  line,  includ- 
ing sweater  coats,  bathing  suits,  and 
some  lines  of  underwear,  and  there  is 
also  a  demand  for  Summer  hats,  athletic 
suits,  Summer  trousers  and  shoes.  The 
Review  was  told  of  one  instance  of  sup- 
plying the  tourist  demand  for  novelties 
with  a  line  of  moccasins  which  passed 
for  the  real  "Redskin  made"  variety, 
but  which  were  turned  out  in  a  factory 
in  Quebec. 

Fall  Business  With  Sailors. 

A  feature  of  the  men 's  wear  business 


in  Collingwood,  according  to  Patterson 
&  Ough,  is  the  Fall  business  with  the 
sailors.  Usually  there  is  only  one  time 
(f  the  year  when  the  seafaring  man  has 
money  and  the  opportunity  to  spend  it, 
and  that  is  when  the  Summer  engage- 
ment is  ended.  It  is  then  that  he  lays 
in  a  supply  of  wearing  apparel;  this  is 
aood  business  and  for  cash. 


WINDOW  TRIMMER  FOR  ENGLAND 

L.  H.  Vealle,  window  trimmer  for  the 
Northway  Company,  Chatham,  leaves  in 
July  on  a  two  months'  business  trip  to 
England. 


Rene  M.  Redmond,  of  Redmond  Co., 
Ltd.,  hatters  and  furriers,  Montreal, 
was  married  June  3rd  to  Miss  Edith 
Shaughnessy,  daughter  of  Sir  Thomas 
and  Lady  Shaughnessy.  The  ceremony 
was  performed  by  Mgr.  Bishop  Gauthier 
in  St.  James  Cathedral. 
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Interior 


view    of    "The    Style    Shop,"    which    is  working  out   the   problem   of   a  high   class   men's 
wear   store   on   the   outskirts. 


What  Manner  of  Men's  Stock  on  the  Outskirts? 


Interesting  Experiment  in  "The  Style  Shop,"  on  Danforth  Ave., 
Toronto — Using  Handsome  Window  Trims — Other  Stores  Trying 
Business  on  Appeal  to  W-orkingmen — Pressing  Trade  Bulks 
Earge. 


TO  convince  the  discriminating 
dresser  thai  he  need  not  go 
down  town  for  what  is  new 
and  stylish,  and  to  overcome  the 
Bhyness  of  the  dresser  of  moderate 
means  towards  an  exclusive,  hand- 
somely fitted  men's  furnishings  store, 
are  the  problems  that  must  be 
faced  by  the  haberdasher  who  locates  in 

the    new    business    sections    which    Spring 

up  in  outlying  residential  sections  of 
the  larger  cities,  and  endeavors  to  make 
a  success  of  selling  collars  of  the  newest 

cut,  shirts  thai  arc  up  to  the  decrees  of 
fashion,  bats  that  are  in  the  mode  or 
I  ies  of  correct    pal  tern    and    shade. 

That  the  establishment  of  such  a  busi- 
ness in  popular  favor  requires  consider- 
able   time    and     education     is    the    c\por: 

ence  al  The  Style  simp  which  was  open 
e.l    this   Spring   on    Danforth      Avenue, 
Toi onto     Par  up  in  tin'  norl b  easl  corner 
of  the  city     where   with   handsome  ma- 
ty ti\t  ares  and  tastel  al  decora!  ions 

a   stools   of  Stylish   and   high  class   furnish 

l     about   three  miles   From 

the   down  tow  ■     .  uipi.i  inn 


Fine  Fittings  and  Window. 
R.  .McKay,  the  manager  of  the  store. 
makes  the  claim  that  he  has  the  hand- 
somest haberdashery  store  east  of  Yonge 
Street,  and  there  is  much  to  sustain  the 
claim.  The  fittings  are  off  mahogany 
throughout  and  the  silent  salesmen  are 
of  the  latest  unframed  glass  design.  A 
handsome  measuring  table  stands  at  the 
back   in   front   of  a  mahogany  partition 

which  separates  the  retail  store  from  the 
tailor  shop  one  of  the  important  fea- 
tures of  the  business.  The  general  im- 
pression is  one  of  quiel  and  rich  color 
effects  and   roominess,  and    a    pleasing 

note  is  found  in  the  stained  ulass  dome 
(dci  trie  lighl  shades.  The  show  window- 
is  a  large  one  and  well  titled,  making  an 
appropriate  front  for  a  very  attractive 
mi  erior. 
The  venture  in  establishing  a  modern 

turn  -hni"-  -tore  of  this  kind  in  a  resi- 
di  ni  ial  c'i-t  net.  w  here  there  i-  a  con- 
siderable proportion  of  working  people, 
is  larsrely  an  experimenl  in  the  trade. 
Mr.   McKa\    has  onlj    been  endeavoring 

to  pel    the   public    favor   lor  a    few    weeks. 
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and.  although  he  did  not  find  a  very  en- 
thusiastic reception,  he  states  that  the 
shyness  of  the  people  towards  an  exclu- 
sive men's  store  is  wearing  off.  and 
where  once  an  acquaintance  is  made  a 
customer  is  assured:  the  people  are  com- 
ing to  the  idea,  he  says,  that  it  is  not 
necessary  to  go  all  the  way  to  Yonge 
Street  to  get  an  up-to-date  shirt  or  neck- 
tie. The  tailoring  department  met  with 
a  good  reception,  and  business  in  this 
line   has  been   satisfactory. 

Mr.  McKay  finds  that  the  diftidei.- 
the  public  to  come  to  his  store  s,.,.,iis  to 
be  that  the  people  are  not  used  to  an 
establishment  of  the  kind  in  the  outlying 
sections  am'  that  they  have  the  impres- 
sion of  too  much  expense.  However,  he 
carries    cheaper    lines    of    jo,u\<    U    well. 

and  think-  that  acquaintance  will  over- 
come what   appears  to  lie  a   Peeling  of 

shyness  towards  the   handsome  pre" 
Offered  Cup  for  Baseball. 
A  special  effort  will  also  be  made  to 
gel   tin'  business  of  the  young  men.  and 
the  tasteful  display  of  new  and  fashion- 
able   stuff    in    the    windows    will     bo     the 
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medium  largely  employed.  These  dis- 
plays have  heen  found  to  attract  a  good 
number  of  people  to  the  store  in  the 
evening,  when  the  best  business  is  done. 
Mr.  McKay  believes  that  athletics  would 
be  a  good  medium  to  get  the  interest  of 
the  young-  people,  and  he  offered  a  hand- 
some cup  for  competition  in  a  baseball 
league  this  year,  but  at  the  last  moment 
it  was  found  impossible  to  secure 
grounds  for  the  games. 

What  Others  Think. 

That  the  people  in  the  residential  sec- 
tions when  they  go  to  a  men's  wear  store 
are  looking  for  something  of  medium 
price,  is  the  opinion  upon  which  other 
furnishings  stores  on  Danforth  Avenue 
are  stocked. 

At  Smith's  the  proprietor  states  that 
he  has  found  that  carrying  novelty  stuff 
does  not  pay,  although  some  of  the  new 
things  in  neckwear  are  shown;  an  occa- 
sional demand  does  not,  in  his  opinion. 
warrant  the  carrying  of  a  stock.  Here 
special  attention  is  given  to  a  cleaning 
and  pressing  department,  and  Mr.  Smith 
states  that  he  finds  an  increasing  busi- 
ness. 

The  store  of  J.  A.  Cox  is  a  branch 
of  a  down-town  house,  and  the  experi- 
ence here  has  been  in  favor  of  moderate- 
priced  goods,  with  a  call  for  working- 
men's  clothing,  overalls,  etc.  A  demand 
for  high-priced  articles  can  usually  be 
met  on  comparatively  short  notice  by 
drawing  on  the  down-town  store.  In 
neckwear,  however,  the  stock  is  kept  up- 
to-date  and  many  of  the  novelty  lines 
are  shown. 

Five  Years'  Experience. 

A  verdict  in  favor  of  the  more  moder- 
ate-priced stocks,  with  a  more  recent 
tendency  for  the  higher-priced  and  more 
stylish  lines,  is  the  opinion  of  Dowries, 
Dunlop  &  Co.,  a  business  which  was 
established  five  years  ago  in  the  same 
district.  Here  a  big  stock  of  goods  is 
carried  in  a  variety  of  prices,  grades  and 
styles,  and  the  desire  is  to  meet  the 
needs  of  all  classes.  It  is  found,  how- 
ever, that  the  requirements  of  the  pat- 
rons are  largely  filled  by  the  moderate 
designs  and  prices. 

Dodger  Advertising. 

Mr.  Downes  believes  in  advertising, 
and  in  this  district  the  effective  method 
has  been  by  large  dodgers  delivered  from 
house  to  house,  about  five  thousand  being 
put  out  over  a  large  area.  This  costs 
money,  but  it  has  been  found  to  bring 
results,  and  the  dodgers  are  put  out  twice 
a  year  with  a  seasonable  announcement. 

Weekly  Stocktaking. 

For  keeping  track  of  the  stock  on  the 
shelves  and  in  the  show  cases  the  Downes 
it  practically  amounts  to  a  weekly  stock- 


taking. Mr.  Downes  considers  it  worth 
the  trouble,  for  it  gives  at  all  times  a 
comprehensive  grasp  of  the  stock.  The 
checking  is  done  from  the  shelves  and 
cases  and  in  this  manner  there  is  never 
any  difficulty  for  the  buyer.  The  store 
is  divided  into  three  departments  and 
one  man  is  responsible  for  each,  so  that 
the  cheeking-up  process  does  not  require 
a  great  deal  of  time. 

With  the  gents'  furnisher  in  the  out- 
Dunlop  Co.  have  a  system  of  their  own; 


lying  district  it  is  now  quite  usual  to 
do  a  pressing  business  either  on  the 
premises  or  to  carry  an  agency  for  some 
down-town  establishment.  One  Dan- 
forth Avenue  men's  man  states  that  he 
gives  considerable  attention  to  his  press- 
ing department  and  that  he  often  does 
the  delivery  work  himself  with  the  re- 
sult that  he  seldom  goes  out  without  get- 
ting several  new  orders.  A  visit  to  a 
home  very  often  results  in  new  misiness 
there  or  in  a  neighboring'  household. 


Close-Fitting  Clothing 


This    Fall    Still    Towards 


English 


Tendency 

Models  —  Cuffs  on  Trousers  and  on  Vests  - 

Black  and  White  Effects  Strong. 


A  CONTINUANCE  of  English 
models  and  attendant  highly- 
tailored  clothing  will  be  the  Fall 
programme.  This  is  speaking  in  gen- 
eralities. What  the  advanced  styles 
may  bring  it  is  just  a  little  early  to  pre- 
dict with  certainty,  but  nothing  of  radi- 
cal change  is  looked  for.  With  some 
makers  there  is  a  slight  tendency  for 
more  roomy  clothing  for  Winter  wear, 
but  this  will  not  be  noticeable  generally. 


Samples  of  the  popular  white  and  black  lines 
for  Pall  suitings. — Shown  by  E.  Score  &  Sons. 
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Close-fitting  coats,  with  perhaps  a 
trifle  more  length  and  natural  shoulders, 
will  be  the  vogue;  trousers  will  be  cut 
narrow  with  the  cuff.  The  coat  sleeve 
will  be  with  or  without  cuff,  and  when 
used  the  cuff  will  be  narrow.  On  the 
vest,  which  will  be  cut  high,  collars  will 
be  quite  generally  worn.  The  lapel  will 
be  somewhat  wider,  and  some  models 
will  accordingly  show  a  little  more  width 
of  shoulder,  but  there  is  no  general  ten- 
dency towards  the  more  athletic  type. 

For  the  young  man  there  will,  of 
course,  be  extremes.  One  is  a  double- 
breasted  model,  cut  along  the  usual  lines 
and  with  the  cuffed  sleeve  and  the  deep 
roll  to  the  lapel.  A  popular  model  this 
Summer  has  patched  pockets  and  self- 
belt,  and  this  latter  novelty  has  taken 
well. 

The  tendency  of  wearing  the  vest  in 
the  warmer  weather  to  carry  out  the 
tight-fitting  effect  has  led  to  a  new  vest, 
which  is  cut  with  very  large  armholes, 
which  gives  absolute  freedom  for  strenu- 
ous exercise. 

In  the  Summer  suitings  the  popularity 
for  the  shepherd's  plaid  has  been  to 
some  extent  lost  in  narrow  stripes,  and 
a  modified  plaid,  which  amounts  to  a 
small  check.  However,  the  plaid  is  still 
a  good  seller,  and  will  go  into  the  early 
Fall.  The  narrow  stripes  will  also  go 
over  to  the  Fall,  especially  in  those  pat- 
terns in  which  the  mixture  has  the 
effect   of  grey. 

For  the  advanced  styles  for  the  Fall 
season  greys  are  expected  to  be  strong, 
with  some  browns  as  usual,  but  the  run, 
according'  to  a  leading  tailor,  will  prob- 
ably be  on  black  and  white  mixtures  in 
both  the  tweeds  and  worsteds.  These 
are  coming  in  a  big  variety  of  weaves; 
the  general  impression  in  many  of  them 
being  a  diagonal  effect  as  contrasting 
with  the  small  checks.  Checks  are  prac- 
tically sure  to  continue,  and  small  in- 
definite patterns  in  dark  color  combina- 
tions are  shown. 


Unique  Clothing  Department  for  Boys 

Murray-Kay  Company,  of  Toronto,  Sell  Everything  the  Rising 
Male  Can  Wear  in  an  Individual  Section — Card-Photographing 
the  Young'  Customer — Catering  to  the  College  Youths. 


THAT  in  this  day  and  generation 
the  "  chip  off  the  old  block  ' '  is 
jusl  ;is  much  entitled  to  special 
consideration  in  the  matter  of  bis  cloth 
ing  and  furnishings  as  the  "block"  him- 
self is  the  idea  behind  the  establish- 
ment of  the  hoys'  department  in  the 
Murray-Kay  store.  Toronto.  A  stoic 
with  a  high-class  trade,  the  department 
is  one  stocked  with  the  best  that  can  he 
had   for  the  rising  male  generation. 

Everything  that  the  boy   can   wear 
and  the  boy  means  everything  from  the 
bouncing   big   baby   of  two   and   a    half 
years   to   the  youth    with    his    firsl    long 
trousers     can   be   found    in   this  depart- 
ment, which  probably  is  unique  in  several 
respects    in    the    Cana- 
dian     retail      business. 
Whet  her  he  is  going  to 
church,    to    school,    to 

college,    to    the    athletic 

field  or  the  gymnasium, 
he    can    find  or     his 

parents  can  find  for 
him — exactly  what  he 
should  wear  in  the 
stock  that  is  carried  in 

this  department  suits, 
furnishings,  hats,  or 
shoes. 


firm  makes  certain  thai  il  knows  what 
goes  into  the  clothing.  ('lose  to  one 
hundred  per  cent,  of  the  clothing  is  made 

on  the  specifications  of  the  Murray-Kay 
company.  When  samples  are  submitted 
by  the  manufacturer  they  are  closeeh 
examined,  and  where  better  materials 
can  be  put  in  for  an  additional  price,  to 
improve  the  garment,  the  specifications 
are  changed.  In  this  manner  the  firm 
is  in  a  position  to  speak  individually 
with  regard  to  the  suits  sold. 

<  'lose  touch  is  kept  with  the  stj  le 
markets,  for  the  day  has  passed,  siys 
A.  \V.  Reid,  the  manager  of  the  depart- 
ment, who  lias  had  eleven  years'  ex- 
perience  with  the  Rogers  Peel  Company 


DATE- 


ACiE 


NAME- 


PARENTS 


ADDRESS 


school- 


GL*)VES- 


REMARKS 


That     the     idea     of  SUIT 

giving  special  attention 
to  the  needs  of  the  boy 
— of  supplying  the 
style  that  catches  the 
r\ e  of  the  wearer  with 
i  he  quality  which  im- 
presses the  parent,  and 
making  a  specialty  of 
it — was  along  the  right 

lines,  has  been  indicated  by  the  recep- 
tion with  which  the  innovation  has  been 
met.  Opening  on  the  1st  of  September. 
In  Christmas  the  realization  was  broughi 
home  that  there  was  not  enough  room. 
The    department     has    been     increased     in 

size  until  there  is  now  a  floor  sixty  by 
fifty  feel  devoted  to  the  small  man.  and 
it   is  so  separated   from  the    remainder 

of    I  he    fourth    floor   of   the   store   as   to   at 

once   give   the   impression   of  exclusive- 

ness     mikI   for  the   future  bigger  things 

are    planned,     lor    the    hoys"    departnieiil 

promises  to  become  an  outstanding  fea- 
ture  of   t  his   high-claSS   store. 

Supply  Own  Specifications. 
tarantee  of  the  company    i-  he 

hind    p\  ,  r\     suit    I  hat    is    Bold    in    I  lie    boj  a  ' 

department,     To  -i\  e  t  his  guarantee  the 


5HIRT- 


-COLLAR- 


-STOCKINGS- 


— SHOES 


Card   showing  how   valuable   information  about   boys   is  kept. 


of  New  York,  when  anything  will  do  for 
the  boy.  Catering  to  the  boy  to-day  is 
getting  to  he  as  important  as  catering 
to   the   well   dressed    man. 

'fhe  store  management  has  noted 
since  the  department  has  opened  a  de- 
mand with  the  exclusive  trade  for  the 
ultra-English  clothing  for  the  youth.  To 
meet  with  this  demand,  which  is  prob- 
ably noticed  in  this  store  more  than 
most  in  the  province,  it  is  proposed  to 
import  English  models  and  to  have  them 
worked  out  b\  the  Canadian  manufac 
I  urers. 

Pleasing  Boys  and  Parents. 

That    his    experience    has    been    that    it 
i-    net    difficult    to   Bell    to    the   boy.    l>    the 

statement  of  Mr.  Reid  with  regard  to 
salesmanship    in    the   boys'   department. 
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Up  to  a  certain  age,  he  points  out,  the 
purchasing  is  done  almost  alto-ether  by 
the  parent-,  and  then  when  the  boy  be- 
gins to  get  opinions  of  his  own,  they  are 
usually  guided  to  a  large  extent  by  the 
judgment  of  the  mother  or  father,  and 
(  ven  the  big  boys  go  to  a  certain  extent 
on  the  judgmenl  of  the  grown-ups. 

S.i  tar  a-  the  styles  are  concerned. 
this  i>  to  a  large  extent  controlled  by 
the  -tore;  it  is  expected  that  what  is 
shown  will  be  stylish,  and  it  is.  but  not 
freakish.  Parents  particularly,  it  is 
found,  depend  to  a  large  extent  upon  the 
judgment  of  the  salesmen  a*  to  style. 
The  boy  is  quick  to  appreciate  what  1- 
new,  and  on  the  point  of  style  and  ap- 
pearance he  is  usually 
the  first  to  be  won — 
after  that  it  is  a  ques- 
tion of  satisfying  the 
parents  as  to  the  quali- 
ty of  the  garments. 

Catering  to  the  Col- 
lege Boys. 
Particular  attention 
is  paid  in  this  depart- 
ment to  the  needs  of 
the  college  boy.  and  a 
complete  stock  is  car- 
ried of  Kton  suits, 
blazers  in  different 
color         combinations, 

!  flannel  trousers,  mono- 
grained        caps,         etc. 

I  Keeping  this  depart- 
part  men  t  completely 
stocked      is      found      to 

■  bring  business 

Reaching  the  college 

boy  requires  some  eon- 

this     is     largely     done 

in      the      college 


U'WEAR- 

HAT     — 


sideration,    and 
through     advertising 

papers. 

Card-Photographing  the  Boy. 
A    novel    system    for   keeping  a    record 
of  the   boy   customers  of  the  department 

i-     being     adopted     by     the     store     it 

amounts  almost  to  a  card-photograph. 
When  an  order  is  taken  a  card  is  tilled 
out  which  records  the  age  of  the  box. 
his  address  and  the  school  he  attends, 
and  the  sizes  of  the  different  garments 
he  wears;   it    desired,  a   COpj    ol    I  his  can 

be  given  to  the  parent  tor  reference. 

These  card-  are  all  placed  en  tile.  The 
merchant  who  sells  hoys'  clothing  will 
at  once  appreciate  the  advantages  o\' 
such  a  system.     It  i>  always  difficult  to 

(Continued  on  pace  65.) 


MEN'S    WEAR    SECTION  Dry  Goods  Review 


Featuring  a  Store  Within  a  Store 

Clothing  and  Shoes  Brought  From  Second  Floor  to  Adjoin  Men's 
Furnishings  in  Goodwin's,  Montreal — Everything  a  Man  Needs 
is  Handv. 


By   a   Staff   Correspondent. 


M 


ONTREAL,  June  16  (Special) —   "Men,  it's  your  store  too,  come  in  and  feel 
at  home." 


This  was  the  invitation  contained  in  a  neat  card,  prominently  displayed  in 
a  show  window  filled  with  men's  outing  togs,  in  the  departmental  store  of  Goodwin's 
Limited,  Montreal,  just  a  few  days  previous  to  Victoria  Day. 

For  some  time  past  there  has  heen  evident  a  determination  to  make  Goodwin's  a 
men's  store  as  well  as  a  women's  shopping  place.  Four  or  five  of  the  large  show  win- 
dows are  almost  continually  devoted  to  displays  of  men's  goods.  For  instance,  the  ■ 
Victoria  Day  displays  included  a  window  of  hats  and  shoes,  one  of  men's  furnish- 
ings, one  of  suits  and  coats,  another  of  tr  ivelling  requisites  for  men,  and  two  especi- 
ally attractive  displays  with  scenic  backgrounds  containing  sports,  holiday  and 
camping  supplies  and  requisites. 

There  has  been  a  gradual  change  and  reassembling  of  the  men's  departments 
in  Goodwin's.  Originally  the  shoe  department  was  on  the  second  floor,  together 
with  the  women's  and  children's  lines.  The  men's  clothing  department  was  also 
located  on  the  second  floor.  Now  these  departments  have  been  moved  to  the  ground 
Hoor  and  located  just  at  the  left  of  the  main  entrance.  The  "men's  store,"  as  it 
is  designated  by  large  hanging  wooden  sig  ns  at  the  front  and  sides  of  the  section, 
occupies  about  one-quarter  of  the  ground  door.  The  men's  furnishings  are  where 
they  were  from  the  beginning,  immediately  at  the  front.  Then  comes  the  clothing 
section  and  a  section  devoted  to  trunks  and  bags,  danked  at  one  end  by  the  hat 
department,  and  then  the  shoe  section. 

The  removal  of  the  shoe  section  to  the  ground  door,  and  its  merger  with  other 
men's  lines,  has  resulted  in  a  largely  increased  amount  of  sales.  The  same  may 
be  said  for  the  ready-to-wear  clothing  and  the  travelling  goods. 

Talking  with  the  heads  of  these  depar  tments,  they  stated  that  it  had  been  their 
experience  that  men  do  not  like  to  have  to  hunt  around  from  one  department  to 
another,  but  as  a  rule  want  to  secure  what  they  came  after  and  get  out  again.  In 
order  to  accommodate  them  and  to  make  shopping  as  easy  and  comfortable  for  them 
as  possible  this  idea  of  converting  one  portion  of  the  store  into  a  purely  men's  store 
was  decided  on.  It  is  now  proposed  to  make  it  still  more  exclusive  by  putting  in  a 
separate  entrance  from  the  street,  so  that  the  crowding  at  the  general  entrances  can 
be  avoided. 

The  arrangement  of  the  departments  is  such  that  there  is  no  appearance  of  an 

actual  division  of  one  department  from  another    but    one    overlaps    the    other    or 

merges  into  it  to  a  certain  extent,  so  that    a  customer  who  comes  in  after  shoes  finds 

just  alongside  a  display  of  new  hats,  or  a  table  trim  with  a  suit,  tie  or  gloves,  etc. 

These  suggest  other  needs  unconsciously   and  one  department  helps  the  other. 

There  is  a  department  for  boys  also,  in  this  men's  store,  and  for  the  father  who 
brings  his  son  along  with  him,  there  is  ample  opportunity  tJ  select  wearing  ap- 
parel, from  head  to  toe,  without  being  subjected  to  the  scrutiny  of  the  women  pat- 
rons. For  the  timid  or  bashful,  or  for  the  "man  in  a  hurry"  every  provision  seems 
to  have  been  made. 
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From  the  Ad    Man   to  the  Salespeople 

[gnorance  of  Clerks  as  to  Contents  of  Ads.  Kills  Many  a  Sale  Already  Mostly  Made — 
Keeping  Faith  With  Promise  of  Careless  Clerk  at  4  a.m.  Sunday — How  Advertising 
Miglil  Become  of  Greater  Advantage — Clever  Talk  by  Detroit  Man  on  Good  Sales- 
manship. 


DETROIT,  June  15.— (Special ).— 
Sometimes  the  ad.  man  gets  mad 
and  tells  the  clerk  what  he  thinks 
of  him,  and  the  clerk  retorts  in  kind. 
Sometimes  he  merely  shrugs  his  shoul- 
ders and  says,  it  is  the  way  of  clerks; 
sometimes  he  sits  down  and  writes  a 
nice,  friendly,  frank,  illuminating  letter 
that  lets  more  ideas  into  the  clerk's 
head  than  he  ever  dreamed  of  before. 
That  is  by  putting  up  the  real  situation 
to  him;  getting  him  to  see  that  it  be- 
longed mostly  to  the  salesman  to  get 
good  value  out  of  the  ads.,  and  showing 
him  instances  of  where  he  fell  down  in 
his  duty  to  the  store  and  the  ad.  man's 
work.  The  ad.  man  of  Hickey's  store 
did  it  this  last  way;  did  it  nicely,  with- 
out scolding;  just  a  sort  of  confidential 
chat.  He  had  often  thought,  he  wrote, 
that  lie  would  like  to  invite  them  into 
his  little  sanctum  sanctorum  one  by  one 
for  a  brief  but  heart-to-heart  talk  about 
advertising.  "It  is  not  only  the  adver- 
tising man  or  the  managers  who  should 
think  of  Hickey's  advertising.  You  are 
an  advertising  man  for  Hickfey's — ad-* 
vertising  for  or  against  this  store — ac- 
cording to  the  character  of  service  you 
render  our  patrons — even  as  you  con- 
duct yourself  in  public  or  among  your 
friends." 

The  rest  of  his  booklet  is  quite  worth 
while  reading.  Here  are  some  more  ex- 
tracts: 

"Displeasing  a  customer,  either  through 
a  clerk  or  a  garment,  is  a  bad  ad.  for 
Hickey's.  he  goes  on.  A  favorable  im- 
pression is  a  good  ad. 

Thousands  of  Dollars  a  Year. 

"Hickey's  spends  hundreds  of  dollars 
(very  month  to  tiring  new  patrons  to  the 
stoic     to    win    bach    old    ones   thai    have 

apparently  drifted  away,  and  to  keep 
regular  customers  constantly  informed 
of  our  offerings,  thai  they  may  continue 
to  come  here.  Advertisements  are  ran 
every  d.'i.v  Saturdays  and  Sundays  ex- 
cepted. An  extra  price  is  paid  to  secure 
the  very  best  position  in  the  leading 
newspapers  and  experience  of  many 
years    is    made    use    of,    in    the    planning 

and  preparation  of  texl  and  illustra- 
tions. 

1  ■  t'Yw  .,f  you  reali  se  the  cost  of  t he 
space  used.  Probablj  none  of  you  have 
knowledge  of  the  oonstanl  effort  thai  is 


maintained  to  create  confidence  in 
Hickey's  methods  and  Hickey's  mer- 
chandise; to  determine  the  best  style  of 
wording — the  most  effective  argument — 
the  proper  attitude  to  assume— the  prin- 
ciples and  policies  that  should  govern. 
This  means  that  the  consideration  of 
what  not  to  say — not  to  do,  often  takes 

i c  time — involves  more  thought,  than 

is   required   otherwise. 

To  1,750,000  Readers. 

"Upwards  of  350,000  copies  of  De- 
troit newspapers  are  circulated  every 
day,  carrying  a  Hickey  advertisement 
(on  the  basis  of  newspaper  claims)  to 
over  1,750,000  readers.  But  unfor- 
tunately folks  don't  buy  newspapers  to 
read  the  'advertisements.'  They're  af- 
ter the  news.  Then,  again,  there  are 
several  hundred  advertisements,  big  and 
little,  that  appear  simultaneously  with 
ours.  Thus  how  to  catch  the  eye — how 
to  pull  the  reader  away  from  the  news 
columns — how  to  keep  abreast,  or  a  little 
ahead,  of  competitors — and  how  to  so 
word  propositions  to  the  public,  that 
t  hoy  will  not  only  interest,  but  influence 
a  profitable  percentage,  is  the  problem 
that  confronts  the  conscientious  adver- 
tising man. 

"The  percentages  of  individuals  that 
can  be  reached — interested  by  advertis- 
ing sufficientlv  to  bring  them  to  the 
store,  is  very  limited.  It's  only  by  con- 
stant reiteration  of  the  store's  claim— 
by  a  continuous  expenditure  of  money 
and  human  effort — that  the  best  results 
are  obtained. 

$15,000  to  $20,000  Wasted. 

"So,  after  all  this  outlay  of  cold  cash 
and  gray  brain  matter,  it  'gets  the  goat' 
of  the  Biekej  advertising  man  to  pass 
your  counter,  and  hear  you  tell  a  cus- 
tomer who  has  finally  made  up  his  mind 
that  Hickey's  is  the  place  to  go  for 
haberdashery:  'Sorry,  but  I  guess  we 
haven't  anv  hlack  garters,'  and  the  man 
who  has  possibly  been  impressed  suffi- 
cientlv to  act,  only  after  lie  has  read  OUT 
advertisements  for  a  year  or  two  Bay 
aboul  $15,000  or  $20,000  worth  of  adver- 
i  is  in"     walks  out. 

"Personally,    the    advertising    man    is 

not  affected.    Be  will  still  be  able  to  buy 

I   ear  tickets  and  >zo  to  a   picture 
show  now  and  then:  but  being  conscien- 
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tious,  and  possessing  a  professional  pride 
in  advertising  from  a  broad  viewpoint, 
be  is  disgusted  to  see  honest  money  and 
honest  efforts  wasted  through  your  in- 
difference or  inexcusable  ignorance. 

"A  mother  has  finally  been  sufficiently 
impressed  by  our  repeated  claims  of  the 
'distinctiveness'  of  Hickey's  clothes  for 
children,  to  bring  her  boy  here  for  his 
confirmation  suit.  The  purchase  is  made 
on  Wednesday.  There  are  slight  altera- 
tions to  be  made,  but  she  is  told  there's 
ample  time,  and  that  the  outfit  will  be 
delivered  Friday.  There's  a  hitch  in  the 
busheling  room — the  salesman  neglects 
to  charge  his  mind  with  the  matter,  and 
the  suit  fails  to  reach  the  delivery  de- 
partment until  Saturday  evening,  and  a 
careless  chauffeur — finding  it  among  un- 
delivered packages  late  that  night — 
chucks  it  into  a  bin  in  the  garage,  and 
goes  off  to  'slumberland  and  sweet 
dreams.' 

Cry  for  Help  at  4  a.m. 
"All  Saturday,  and  far  into  the  night, 
an  anxious  mother  impatiently  awaits  the 
arrival  of  the  suit  so  necessary  for  her 
boy's  confirmation  at  7  a.m.  the  coming 
morning.  Finally,  in  a  highly-wrought 
state  of  mind,  she  seeks  the  phone  and 
at  4  a.m.  has  the  proprietor  awakened  at 
his  home,  miles  away.  With  many  apolo- 
gies for  disturbing  him.  she  graphically 
outlines  the  situation — the  importance 
of  the  matter  to  her — her  boy — and 
others.  The  mental  distress,  the  nervous 
strain  endured,  the  almost  hysterical 
condition  of  the  speaker,  was  imme- 
diately realized  as  the  voice  came  over 
the  'phone  out  of  the  darkness  that  early 
morning  hour. 

"With  a  quick  authoritative  assur- 
ance that  some  acceptable  suit,  if  not 
the  exact  suit  purchased,  would  posi- 
tively reach  her  in  time,  and  with  an 
admonition  'not  to  worry  another  min- 
ute,' the  'chief  got  busy.  His  son  was 
quickly  routed  out  of  bed  and  instructed 
to  hurry  with  the  proprietor's  car  to  the 
store,  secure  a  suit,  the  size  of  which 
had  been  ascertained  from  the  distracted 
mother,  and  to  rush  with  it  to  her 
home  -further,  to  take  her  and  her  hoy 
to  the  church.  The  son  'made  good.'  but 
i|  was  only  the  unusual  effort  made,  and 
the  fact  that  it  was  the  proprietor  him- 
self,  who   vvas  so  ready   to  sacrifice   his 
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own  personal  comfort  to  remedy  a  case 
of  bad  advertising,  that  saved  that  wo- 
man's patronage  for  the  store. 

Promising  Impossible  Deliveries. 

In  the  line  of  delivery,  some  sales- 
people are  prone  to  promise  impossible 
things.  You  can't  always  get  a  purchase 
delivered  five  minutes  after  you  bid  tke 
customer  'good-bye.'  Cases  have  come 
tc  light  where  salesmen  didn't  even 
know  the  hours  of  delivery.  Regular 
deliveries  are  at  9  a.m.  and  2  p.m.  ex- 
cept Saturdays,  when  there's  an  extra 
one  at  6  p.m.  Of  course,  'special'  can 
be  arranged  for  when  imperative,  but 
tli is  expense  can  be  materially  restricted, 
if  proper  effort  is  made.  Not  in- 
frequently a  customer  will  make  several 
purchases  in  one  department,  and  the 
salesman  or  wrapper,  instead  of  seeing 
that  they  were  all  turned  over  to  the  de- 
livery office  in  one  lot,  has  been  known 
to  send  them  down  at  irregular  intervals, 
resulting  in  extra  handling  and  extra 
trips,  and  corresponding  extra  and  un- 
necessary expense. 

Three  Separate  'Specials.' 

"An  illustration  of  how  not  to  handle 
specials  occurred  this  week.  A  gentle- 
man purchased  three  articles.  They 
were  from  different  departments,  but 
bought  on  the  same  floor,  and  all  within 
a  period  of  ten  minutes.  In  each  case 
he  asked  that  the  articles  be  sent  'spe- 
cial' to  his  office.  Had  each  salesman 
seen  to  the  prompt  transference  of  his 
'sale'  to  the  delivery  office,  it  would  not 
have  been  necessary  to  have  dispatched 
a  boy  to  the  Ford  building  three  sep- 
arate times  that  day.  Delays  on  the 
part  of  salespeople,  tailors,  wrappers, 
almost  invariably  imposes  an  increased 
load  or  expense  on  the  delivery  system, 
through  the  extra  effort  that  must  be 
made  to  recover  some  of  the  time  lost, 
or  to  placate  an  impatient  customer,  who 
is  waiting. 

'Rest  Is  Up  To  You.' 

"Newspaper  advertising  alone  can't 
sell  merchandise — it  can  only  interest 
people  and  bring  them  to  the  store.  The 
rest  of  the  programme  is  up  to  you — 
and  the  merchandise.  Right  advertising 
can  help  create  confidence  in  a  store's 
policy  and  its  goods  that  will  materially 
assist  you  in  effecting  sales — make  it 
easier  and  quicker  for  you,  but  it's  the 
style  and  price  attractiveness  of  the  ar- 
ticles shown  and  the  degree  of  impres- 
sion you  make  upon  the  customer's  mind 
that  counts. 

"A  knowledge,  not  only  of  your 
stocks,  but  of  the  process  of  making  the 
materials — the  method  of  different 
manufacturers — styles  in  vogue  (not 
only  in  Detroit,  but  New  York,  in  Paris, 
and  in  London,  is  most  important.  Know 
the  whv  and  wherefore  about  each  and 


every  article  you  handle.  Let  a  little  of 
tliis  inside  information  crop  out  in  a 
modest  way  while  you  are  displaying  a 
line,  and  it  will  create  a  feeling  of  con- 
fidence and  regard  in  the  mind  of  the 
shopper.  It  will  be  good  advertising  for 
you,  as  well  as  Hickey's.  Help  the  ad- 
vertising man  to  a  hint,  now  and  then, 
regarding  a  new  'slant'  in  a  style,  ma- 
terial, or  color  effect,  and  he  will  use  it, 
and  call  you  blessed. 

Man  Whom  Ad.  Man  Welcomes. 

"The  department  manager  who  trails 
the  advertising  man  with  suggestions — ■ 
information  about  new  and  novel  lines 
out  of  the  ordinary  descriptions — and 
constant  appeals  for  space,  will  be  made 
welcome  as  a  friend  who  comes  to  pay  a 
loan,  long  overdue,  and  his  department 
will  get  'boosted'  upon  every  oppor- 
tunity. That  means,  in  due  time,  a 
'boost'  for  the  manager. 

"But  the  manager  who  comes  with 
his  regular  list  of  articles  and  prices,  as 
entertaining  as  a  last  year's  catalogue — 
barren  of  all  human  interest — lacking  in 


A    GIANT    PANAMA 


*  STREET  walker  wearing  a 
/j  I'm)  a  ma  hat  that  in  propor- 
^  I  tions  yave  more  the  impres- 
sion of  a  load  of  hay  than  a 
fashionable  head  covering,  was  a 
novel  means  of  advertising  the  open- 
ing of  the  Summer  hat  season 
rdopted  by  a  Toronto  house.  The 
hat  was  correctly  fashioned,  but  the 
size  would  hare  better  suited  the 
needs  of  the  giants  of  mythology. 
It  had  the  effect  of  one  of  the  first 
essentials  of  modern  advertising — 
attracting  attention — for  there  were 
few  people  on  the  street  in  the 
vicinity  of  the  man  with  the  hat 
whose  attention  nould  not  be  at- 
traded. 


descriptive  or  live  news  features — will 
be  treated  with  the  patience  one  accords 
a  child  who  knows  no  better — even  with 
that  extra  consideration  one  always  ex- 
tends to  those  who  are  made  helpless  by 
their  infirmities  or  are  grievously 
afflicted. 

Where  Information  Can  Be  Secured. 

"Reading  of  trade  publications,  in- 
terviews with  traveling  men,  the  public 
library,  the  daily  newspapers,  our  own 
and  competitors'  advertisements,  can 
assist  you  to  much  valuable  information, 
not  only  about  your  own  lines,  but  those 
in  adjoining  sections.  There's  always 
lots  to  learn.  That's  why  there's  al- 
ways lots  of  room  at  the  top. 

Points  You  Should  Know. 

"Do  you  know  how  hats,  gloves,  col- 
lars, underwear  garments  are  actually 
made?  How  are  Stetson  stiff  hats  made 
and  of  what  ?  What  do  you  know  about 
the  different  hides  and  finished  skins 
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used  for  gloves,  and  if  you  are  measur- 
ing a  man  who  wants  his  shirt  sleeves 
shortened,  do  you  measure  from  the 
back  to  one-half  an  inch  above  the  little 
knuckle,  if  stiff  cuffs  are  to  be  at- 
tached; two  and  one-half  inches  for  de- 
tached cuffs;  one  and  one-half  inches 
for  soft  cuffs?  Do  you  know  that  an 
Arrow  shirt  has  a  higher  neck  slope 
than  a  Manhattan,  and  that  on  that  ac- 
count a  portly  man  with  a  short  neck, 
size  16  to  17,  will  generally  be  better 
pleased  with  the  latter?  Do  you  know 
why  a  straw  hat  should  not  be  worn 
after  sun  down? 

"How  many  clothing  salesmen  know 
the  details  that  enter,  first  and  last,  into 
the  production  of  a  suit.  What  is  a 
worsted,  a  cheviot,  a  serge,  herringbone? 
Do  you  know  the  difference  in  workman- 
ship between  a  soft  roll  coat  and  a 
pressed  lapel? 

How  Many  Stammer? 

"If  a  customer  should  ask  you  for 
specified  details,  how  many  would  stam- 
mer-— get  red  in  the  face— and  seek  to 
indulge  in  'glittering  generalities?' 
Would  you? 

"But  salesmanship,  as  well  as  adver- 
tising, is  helped  by  news  of  interest, 
about  the  merchandise.  Hickey's  sales- 
men, Hickey's  advertisements,  need 
more  of  it.  The  public  is  inquisitive.  It 
is  human  nature  to  be  curious.  Let's 
boycott  such  expressions  as  'the  best 
made,'  the  'finest,'  'you  can't  do  better 
anywhere,'  and  take  advantage  of  cus- 
tomer's desire  -  for  information,  and 
favor  him  with  specific  knowledge,  re- 
garding the  merchandise  in  which  he  is 
interested. 

"Loyalty  at  all  times  and  in  all 
places  to  the  firm  that  employs  you  is 
good  advertising.  It  makes  a  good  im- 
pression, not  only  for  those  employing 
you  and  their  business,  but  it  makes  a 
still  more  favorable  impression  regard- 
ing yourself  with  all  right-thinking 
people;  more  especially  with  active,  in- 
fluential business  men,  whose  good 
opinion  counts — counts  big,  often,  when 
and  where  yo  uleast  expect  it. 

Good  Salesmanship. 

"Salesmen  who  are  courteous  and  at- 
tentive, regular  in  their  habits,  and  who 
are  constantly  striving  to  acquire  tech- 
nical knowledge  of  the  goods  and  make 
use  of  it — at  the  psychological  moment — 
will  enhance  their  sphere  of  usefulness, 
secure  a  higher  plane  of  authority,  and 
gain  a  reputation  for  acceptable,  busi- 
ness-building service,  that  will  in  turn 
merit  and  receive  compensating  recogni- 
tion. 

"So   you   see,   good     salesmanship   is 
good   advertising — good    advertising   for 
you — good  advertising  for  Hickey's. 
"The  Advertising  Man." 


Helping  Sales  by  Well  Dressed  Men  on  Streets 

Majority  Will  Follow  the  Few  if  These  Can  be  Induced  to  Dress 
Well — Extreme  Differences  in  Dressing  in  NTear-by  Towns — 
Some  Make  Reductions  for  Use  of  Goods — A  Store's  Best 
Advertisement. 


Second  of  Serin  by  J    Willoughby 


WHERE 
WOMAN 
DIFFERS. 


SACK  WARDS 
OFF  HUNGER. 


PUTTING  it  over  is  an  expression  which 
in  the  vernacular  of  salesmanship  has  an 
eloqueni  meaning,  Broadly  i1  pithily  ex- 
presses the  problem  which  to-day  is  having  the 
consideration  of  every  manufacturer  of  men's 
clolhcs  and  every  retailer  who  is  interested  in 
the  development  of  liis  business.  "Putting  it 
over"  is  in  slang  t lie  difference  between  cloth- 
ing on  store  models  and  in  show  cases,  and 
clothing  on  the  street  —  what  this  difference 
means  to  the  men's  furnisher  and  to  the  manu- 
facturer need  not  be  dwelt  upon.  "Putting  it 
over"  is  about  ten  per  cent,  in  choosing  styles 
that  judgment  says  the  stylish  man  should 
wear  and    ninety  per  cent,   salesmanship. 

In  the  sjarden  of  Eden  it  was  Eve  who 
showed  the  first  tendency  to  seek  novelty  and 
so  far  as  style  is  concerned  it  has  been  Eve 
who  ever  since  has  sought  for  something  dif- 
ferent;  Adam  was  tempted  and  fell,  but  the 
average  salesman  in  a  men's  store  will  to-day 
affirm  that  Adams  ever  since  have  shown  a  dis- 
position to  require  something  more  than  temp- 
tation to  get  them  to  follow  Eve's  example. 
Modern  woman  wants  style  at  any  cost;  it  is 
the  same  in  the  big  cities  and  in  the  small 
towns  with  a  difference,  of  course,  in  the  range 
of  possibilities.  You  will  see  women  wearing 
what  is  different  with  a  fine  disregard  for  taste 
or  effect  so  long  as  it  is  new  and  stylish;  you 
will  see  men — with  the  exception  of  some  of 
the  larger  cities  wearing  the  same  cut  of 
(dothes  season  alter  season  with  about  as  much 
regard  for  style  as  would  be  required  in  the 
purchase  of  overalls.  Woman  does  not  want 
a  new  suit  or  dress  that  will  appear  the  same 
as  any!  hiii'-;  she  has  had;  man  does  not  want  a 
suit  thai  will  look  different.  This  is  the  prob- 
lem of  the  clothing  manufacturer  and  of  the 
salesman  of  men  's  clothes. 

In  the  past  few  years  it  must  be  admitted 
thai  there  has  been  a  greater  tendency  on  the 
part  of  men  to  follow  the  dictates  of  fashion. 
Imt    this  in   a   large  measure,  so   far  as  Canada 

is  concerned,  is  confined  to  a  few  of  the  larger 

cities  and  to  the  about  town  men.  So  far  as 
the  trade  in  general  is  concerned  the  situation 
is  about   as  summed   up  b\    a   representative  of 

one  of  i lie  big  Canadian  clothing  houses  where 

an  effort  is  made  to  put  stylish  models  on  the 
market.  This  authority  stated  that  annually 
they  started  in  on  the  new  spring  models  with 

great  enthusiasm;  they  designed  the  new  stuff 
and  wasted  much  steam  on  new   models;  they 

pnl    their  men   on   the   road   to  get    orders   for  the 

new    line-  and   tried   to  press   them   on   the  trade 

and   then   at    the  end   of   the  season    when   the 

moke  had  blown  awa>  the\  found  that  ninety 
per  cent,  energj   bad  been  spent,  on  about  ten 

per  cent .    t  i  ade. 
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'-lf  it  were  not  for  the  old  three-hut  ton 
sack  suit,  ninety  per  cent,  of  the  Canadian 
clothing  manufacturers  would  starve,"  was  the 

pointed  statement  of  this  maker  of  clot 

This  is  not  as  it  should  be.  The  effect  i< 
very  noticeable  in  such  a  season  as  the  present 
when  business  in  many  lines  has  been  quiet. 
'fin-  conclusion  is  that  women  who  follow  the 
styles  are  buying  new  goods;  that  men  who  are 
in  that  rut  where  style  makes  little  difference 
to  them  are  having  the  suit  of  last  year  cleaned 
up  to  do  for  another  spell — and  of  course  when 
the  old  suit  sroes  on  again  there  is  not  the 
necessity  for  tasteful  details  to  <ro  with  it.  It 
looks  like  a  case  of  the  man  making  the  money 
and  the  woman  spending  it.  as  one  manufac- 
turer bluntly  put   it. 

Getting  men  to  wear  the  new  -tyles — not 
necessarily  the  extreme  fads,  but  the  fashion- 
able models,  and  keeping  up  to  the  style  stand- 
ards—is largely  a  question  of  salesmanship. 
It  is  not  a  question  of  objection  to  style  that 
prevents  sales  to  men,  but  that  the  average 
man  has  a  marked  reluctance  to  step  ahead  of 
his  fellows.  So  far  as  style  is  concerned  t hey 
go  together  like  a  flock  of  sheep  and  the  sales- 
man id'  men's  (dothes  should  remember  that  as 
sheep  follow  the  bell  wether,  so  will  one  well 
dressed  man  encourage  a  following;  the  ques- 
tion is  to  get  the  leaders.  In  conservative 
communities  the  man  who  takes  the  step  for- 
ward must  look  for  considerable  chaffing  from 
his  friends;  usually  this  chaffing  is  because  of 
a  reluctance  to  follow  an  example  which  they 
inwardly  feel  to  be  correct. 

A  man  with  an  eye  tor  good  taste  in  men's 
dress  can  see  a  marked  difference  in  the  ap- 
pearance of  the  men  in  two  towns  or  cities  a 
short  distance  apart.  The  effect  of  having  sev- 
eral good  dressers  in  a  town  is  something 
remarkable.  In  one  small  place  in  Ontario 
there  is  one  young  man  who  is  generally 
popular;  he  buys  clothes  which  are  well  tail- 
ored and  rather  the  extreme  than  otherwise 
The  effect  is  that  other  young  men  follow  his 
example  more  or  less  and  a  stranger  in  that 
town    will   at    once   remark    upon    the   fact    that 

the  men  are  uniformly  well-dressed. 

In  every  town  there  are  up-to-date  young 
men  who  are  in  touch  with  what  is  doing  in 
the    fashion    centers.      With    the   right    kind   of 

salesmanship  they  can  be  persuaded   to  take 

the  leap  and  lie  well  dressed,  even  it  they  are 
a  little  different.  It'  a  salesman  can  get  a 
Small  circle  of  young  men  who  will  dress  well 
he  will  find  that  one  sale  leads  to  another;  that 

the  influence  of  the  few  is  felt  by  the  many; 

that   it'  there  are  a  number  id'  well-dressed  men 
in  the  town  it  will  have  a  marked  effect   on  the 
appearance  iA'  (he  men   in  general.     Naturally 
(Continued    on    page    87.) 


THE    FORCE 

OF 

EXAMPLE. 


Type  of  stiff  hat  popular  for  fall  with  high  tapering  brim. 

— Courtesy  of  Mallorv. 


are  with  the  drop  brim  and  following 
to  some  extent  the  shapes  of  the  soft 
felts.  There  are  some  of  these  shapes 
being  shown  in  the  soft  straw,  but  they 
do  not  seem  to  have  taken  yet,  and  are 
possibilities  for  next  season,  in  the 
opinion  of  the  manufacturers-. 

With  the  new  knots,  fancy  bands  are 
not  being  very  extensively  worn  this 
season,  and  about  the  only  thing  on 
which  there  is  a  run  is  the  pugaree, 
which  can  he  effectively  worn  with  any. 
model.  In  this  there  is  a  great  variety 
of  color  effects,  but  the  majority  are  in 
quiet  colors. 

Contrasting   Colors   for  Fall. 

Although  it  is  still  a  little  early  to 
speak  definitely  of  what  public  opinion 
may  be  witli  regard  to  Fall  hats,  all  fore- 
casts are  for  another  season  of  popu- 
larity for  the  soft  felt.  The  spice  of 
variety  will  be  introduced  by  some  new 
blocks,  but  more  by  the  introduction  of 
the  contrasting  bands  and  bindings — 
where  the  latter  are  used. 

One  big  firm  of  hatters  is  figuring  that 
it  is  the  turn  for  greys,  and  is  stocking- 
wit  h  a  line  of  dark  grey  with  a  pearl 
ribbon,  although,  of  course,  other  colors 
will  be  carried.  The  blue  looks  like  a 
holder  with  popularity,  and  greens  also 
should  last  with  the  novelty  of  the  con- 
trasting trimmings.  One  novelty  seen 
is  a  green  felt  with  blue  trimmings. 

In  the  felts  the  droop  brim  is  expected 
to  continue  strong,  and  with  it  the  high 
telescope  crown ;  ribbons  will  be  usually 
tied  in  the  butterfly  or  the  loose  knot 
effect. 

The  general  tendency  of  high,  taper- 
ing crowns  will  have  its  effect  on  many 
of  the  Fall  models  for  stiff  felts — and 
the  stiff  felt  will,  of  course,  have  a 
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better  run  for  Fall  business.  In  fact, 
some  of  the  dealers  are  rather  looking 
for  the  stiff  hat  to  gain  a  lap  or  so  on 
the  soft.  In  this  hat  the  taper  will, 
of  course,  be  very  much  modified,  and 
will  be  no  more  than  a  tendency ;  with 
it  the  brims  will  be  narrow  and  well 
rolled. 


Hat  Novelties  Catch  on  Like  Wildfire 

Taper  Crown  Becomes  One  of  Best  Sellers  in  This  Line — Success 
of  New  Styles  Make  Retailers  Dubious  About  Fall — Contrasted 
Band  Strong. 

THERE  has  been  nothing  in  several 
seasons  of  changing  styles  in 
men 's  wear  that  has  more 
pointedly  emphasized  the  tendency  of 
tue  male  to  follow  the  dictates  of 
fashion — without  waiting  for  the  other 
fellow — than  the  almost  instant  popu- 
larity this  Spring  of  the  straw  sailor 
with  the  extremely  high  crown  and  pro- 
nounced taper.  Almost  unheralded,  the 
hat  appeared  in  Canadian  style  centers 
with  the  big  spring  displays,  and  since 
then  it  has  taxed  the  retailers  and  the 
manufacturers  to  keep  up  with  the  de- 
mand. Of  course,  the  more  conservative 
styles  constitute  the  bulk  of  the  sales; 
but  the  high  tapered  crown  presented  one 
of  the  leading  hat  novelties  of  the  sea- 
son, and  men  are  now  taking  to  novel- 
ties in  their  dress.  As  a  novelty  it  was 
stocked  lightly  by  the  men's  furnishers, 
and  so  strong  has  been  the  demand  that 
re-stocking  has  been  done  with  difficulty. 

Up  in  the  Air? 

The  new  straw  hat  represents  the 
whole  tendency  in  men's  hats — the  popu- 
larity of  the  high  tapered  crown,  which 
is  so  pronounced  in  the  stylish  silk  mo- 
dels, seen  to  some  extent  in  the  new 
showings  of  stiff  felts  and  having  its 
effect  on  the  soft  models.  In  its  imme- 
diate popularity  the  retailers  and  manu- 
facturers alike  see  a  new  problem.  As 
one  dealer  emphasized  when  asked  as  to 
what  was  coming  for  Fall:  "  How  are 
the  dealers  to  know  definitely,  when 
something  new  comes  at  t he  last  minute 
and  gets  an  immediate  run?  "  On  the 
other  hand,  however,  it  is  very  seldom 
that  the  range  of  style  possibilities  per- 
mits of  a  novelty  for  the  eleventh  hour. 

The  big  seller  of  the  straw  hat  season 
is  the  sennit  sailor  of  three  and  a  half 
inch  crown,  or  a  shade  higher,  and  the 
two  inch  brim.  This  comes  in  a  great 
variety  of  weaves,  with  the  crown 
modified  slightly  from  the  heavy  English 
effect,  although  the  taper  generally  is  so 
slight  as  not  to  be  noticeable  unless  con- 
trasted with  the  very  straight  crown. 
Some  splits  are  worn,  but  they  are  very 
much  in  the  minority.  With  this  hat  the 
narrower  bands  are  being  shown  with  a 
big  variety  of  knots  and  bows,  with  the 
three-quarter  tie  in  either  a  necktie  or 
a  butterfly  design  generally  favored. 

Panamas,  as  predicted  by  The  Review, 
have  not  been  so  strong.  Evidently7  the 
cheap  ranges  of  the  past  couple  of  sea- 
sons have  had  that  big  selling  effect 
which  usually  creates  a  change  in  style 
opinion.     The  models  which   are   selling 


SHEPHERD  CHECK  WINDOW. 

Marshall  Field  &  Company.  Chicago, 
devoted  a  window  to  boys'  clothing. 
There  were  six  suits  and  two  overcoats, 
all  of  which  were  in  shepherd  check.  The 
coats  were  in  larger  checks  than  the 
suits. 


OPENED  IN  ST.  THOMAS. 

Stirling  Richardson,  a  former  M.  C. 
R.  fireman  and  late  engineer  on  the  T. 
H.  &  B.,  Hamilton,  is  opening  up  a  men's 
furnishing  store  at  687  Talbot  street,  op- 
posite the  new  Y.  M.  C.  A.  building. 
Mr.  Richardson  is  a  son  of  Mr.  and  Mrs. 
W.  H.  Richardson,  Hughes  street,  St. 
Thomas. 

® 

UNIQUE    CLOTHING    DEPARTMENT 
FOR  BOYS. 

(Continued  from  page  60.) 
keep  track  of  the  boys'  sizes,  for  he 
does  not  remember  himself  and  the 
parent  seldom  does.  The  parent  ean 
usually  decide  whether  the  boy  has  suffi- 
ciently grown  between  times  to  wear  a 
larger  size,  and  can  either  duplicate  the 
old  order  by  mail  or  telephone  or  ask 
for  a  size  larger.  When  communicat- 
ing with  the  store  a  mention  of  the 
name  of  the  boy  or  of  the  date  when 
the  purchase  was  made  will  be  sufficient 
for  identification  in  the  card  system. 


Always  Keeping  a  Novelty  Hat  Up  Your  Sleeve 

Exclusive  Bat  Store  in  iCfmilton  Aims  to  be  First  to  Show  New 
Goods  Two  Types  of  Windows-  "Nothing  But  Hats'*  Kept 
Prominently  Before  the  Public — Views  on  Advertising. 


By  st.-itT  Correspondent. 


HAMILTON,    June    15.— "Nothing 
but  hats." 
The  only  exclusive  hat  store  in 
Hamilton. 

This  is  one  of  the  claims  that  A.  R. 
McMichael  of  115  King  street  east,  puts 
forth  for  the  patronage  of  men. 

"Nothing  but  hats,"  is  the  most 
prominent  lettering  outside  his  store,  a 
small  store;  one  would  almost  call  it 
"tiny,"  but  with  a  distinctive  front, 
and  ii  is  repeated  in  the  band  of  every 
hat. 

Mr.  McMichael  had  been  a  bat  travel- 
er for  a  dozen  years,  chiefly  in  Western 
Canada,  and  he  had  worked  out  a  plan 
lor  his  store  and  his  business  that  he 
I  ul  into  operation  less  than  two  months 
ago,  in  his  own  city.  The  location  is 
farther  east  than  most  men's  furnish- 
ing stores,  but  it  has  two  big  advant- 
.  ges:  anyone  coming  out  of  the  front  en- 
I  ranee  of  the  new  Royal  Connaught 
Hotel  in  this  city,  could  walk  on  and 
inter  "Nothing  But  Hats,"  across  the 
•ireet.  And  a  few  doors  away  is  the 
terminal  station  and  the  Lyric  Theatre. 

On  the  whole  a  strategic  point  for  a 
men  "s  hat  store. 

The  store,  as  has  been  said,  is  notice- 
ably small.  This  does  not  mean  cramp- 
ed :  there  are  larger  stores  that  give  this 
impression  but  not  so  this  one.  It  is 
almost  attractively  small;  you  think  of 
it  as  a  sort  of  miniature,  but,  again,  you 
•do  not  feel  crowded. 

Only  Eleven  Feet  Wide. 

It  is  only  11  feet  wide,  and  28  feet 
deep.  Off  those  11  feet  must  be  taken 
two  on  each  side  for  the  fixtures — 
•cabinets  for  soft  hats  on  one  side  and 
straws,  on  the  other.  In  the  remaining 
seven  feet,  two  small  tables  are  set  in 
the  rent  re  of  the  floor,  for  placing  hats 
OE  when  trying,  or  for  a  small  trim.  The 
principle  of  the  bats  in  the  cabinets  is 
.,  b  sample  line;  only  one  of  each  size 
and  style  for  the  customer  to  try,  the 
reserve  is  at  band  in  boxes.  But  half  a 
dozen,  seven  or  eight  can  be  looked  after 
at  one  time:  and  this  is  pretty  good 
business   in    the   hat  line. 

Mr.  McMichael 'a  faith  in  his  new  ven 

ia   ha-ed   mainly  on   his  windows  as 

n  puller  in  of  business.     In  one  he  keeps 

-1,  $1.60,  02,  and  $2.50  hats  and 

in   the  other  higher  priced   lines.     'Flint 


is,   he  is   catering   to  all  classes  in  the 
hat    business. 

His  main  aim,  day  by  day,  is  to  be 
able  to  show  the  latest  novelty  in  hats 
and  to  show  it  first. 

"I  buy  weekly,"  he  told  The  Review. 
"I  always  have  some  novelty  stuff  in 
there  for  people  to  talk  about,  hut  as 
soon  as  anyone  else  starts  showing  it, 
I  take  it  out,  and  in  goes  something 
else  that  is  newer.  I  always  have  some- 
thing new  up  my  sleeve." 

He  prizes  above  all  that  one  man 
meeting  another  shall  say :  ' '  Did  you 
see  that  new  Ty  Cobb  hat  in  Mc- 
Michael 's  window?" 

First  to  Show  New  Lines. 

This  he  holds  to  be  the  best  kind  of 
advertising;  showing  new  goods  first. 
Not  thai  he  despises  staples,  for,  natur- 
ally, they  form  the  bulk  of  his  business, 
but  he  believes  a  certain  distinction  and 
prestige  comes  to  the  store  that  is  first 
in  showing  the  new  goods,  and  few  will 
be  inclined  to  disagree  with  him.  Cer- 
tain arrangements  with  manufacturers 
will  enable  the  men's  furnisher  to  se- 
cure a  sample  of  most  of  the  new  lines, 
if  he  is  not  afraid  to  risk  selling  the 
single  sample  in  all  these  lines,  as  re- 
turns under  such  circumstances  are 
usually  refused. 

Mr.  McMichael  told  a  story  of  a 
traveler  who  had  just  been  in  to  see  him 
with  half  a  dozen  lines  of  straws.  He 
laughed,  as  he  remarked,  "Why.  I've 
shown  all  those  within  the  last  couple 
of  weeks."  With  this  start  he  did  not 
mind  who  bought  them:  he  would  not 
-how  them  again,  but  bring  out  some- 
thing  new. 

The  two  windows  are  well  lighted. 
Small  as  they  are.  each  has  four  100-watt 
lights.  The  width  in  front  is  only  2 
feet  10  inches,  widening  to  4  feet 
a!  the  back,  and  the  depth  of  each  win- 
dow  is  only   live  feet. 

Panels  in  Colored  Velour. 

A  very  neat  form  of  window  decora- 
tion is  used:  two  panels  at  the  si.le  in 
each  covered  with  velour.  Tn  the  one 
shown  in  this  article,  red  and  green  are 
used,  one  for  each  panel,  in  the  righl 
hand    window,     and     this    drapes    down 

and    forms   a   covering   for  fixtures  on 

which    goods   are      placed,      or   to   cover 

part  of  the  Boor  towards  the  front.  The 
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left  window  in  the  picture,  is  unadorn- 
ed, but  often  tango  and  purple  are  used 
over  the  panels  to  good  effect,  and  ex- 
tended in  drapes.  At  another  time  an 
oyster  pearl  shade  of  felt  was  used  to 
set  off  the  darker  hats. 

Ads.  on  Sporting  Pages. 

In  advertish  ores  uses  one  ad. 

week,  in  the  Herald  one  Friday,  in 
I  he   ••Spec"  \t.        The   sporting 

pages  are  chosen  as  the  best  location, 
and  Mr.  .McMichael  arranges  for  a  top 
of  page  position.  He  picked  Friday  as 
a  day  when  the  papers  here  make  a 
special   "spread"   in   sporting  new-. 

His  views  on  advertising  are  not  ex- 
actly complimentary  to  newspapers. 
The  ads.  in  the  paper,  he  argues,  make 
I  is  name  more  or  less  familiar,  so  that 
when  people  pass  his  store,  they  may 
remark,  ''Oh.  yes.  that's  the  'nothing 
but  hats1  -<"ie."  He  does  not  believe 
that  many  actual  sales  result  from  his 
newspaper  publicity. 


@- 

APPEAL  IN   GALT   CLOSING   CASE. 

An  appeal  will  be  entered  by  W.  J. 
McNaught  &  Son.  of  Gait,  against  a 
conviction  and  fine  of  $5  for  keeping 
open  after  7  p.m.  The  by-law  will  be 
attacked. 

@ 


EARLY  CLOSING  IN  THE  WEST. 

The  stores  in  MacLeod.  Aha.,  will 
close  every  Wednesday  afternoon  dur- 
um Jane,  July  and  August.  Port  Moody, 
B.C.,  storekeepers  have  agreed  to  close 
their  places  of  business  at  6.30  p.m., 
and  observe  all  legal  holidays.  Many 
now  close  on  Wednesdays  at   1  p.m. 

® 

R.  M.  A.  AT  TRANSCONA. 

A  retail  branch  of  the  Merchants'  As- 
sociation, o\'  Canada,  has  been  organized 
at  Transcona,  Man.  The  officers  ap- 
pointed for  the  ensuing  year  are  as  fol- 
lowa:  President  Matt  Sail;  riee-pieai- 
dent.  F.  J.  Lozo;  treasurer,  Mayor  Watt; 
secretary,  J.  L  Brown.  The  executive 
committee  consists  of  C.  Kovnata,  chair- 
man, and  11.  Wilson,  Alex.  Gray.  B.  C. 
Higgins  and  Reg.  Coulaon. 
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NOTHING     BUT    H 


Attractive  store  front  of  the  ex- 
clusive hat  store  of  A.  R.  McMichael 
on  King  street  East,  Hamilton.  The 
tile  squares  below  the  windows  are 
in  green  and  fit  in  well  with  the 
copper  sashes,  while  the  mosiac 
pavement  gives  a  classy  touch  to  the 
entrance. 

The  windows  in  the  front  are  less 
than  3  feet  wide,  the  whole  width 
of  the  store  being  only  11  feet. 


HELPING  SALES  BY  WELL  DRESS- 
ED  MEN   ON   STREETS. 

(Continued  from  page  64.) 

where  the  appearance  of  one  man  leads 
to  interest  in  another  logical  conclusion 
is  that  the  second  sale  will  be  made  by 
the  same  store. 

I  have  it  from  a  man  well  up 
in  the  clothing  business  that 
there  are  weill  dressed  men 
in  the  larger  cities  who  get  their  clothes 
practically  at  cost ;  these  tailors  realize 
the  importance  of  the  influence  of  hav- 
ing their  clothes  on  men  who  have  repu- 
tations for  being  well-dressed;  they  say 
that  it  is  the  best  kind  of  advertising 
they  could  have.  In  how  far  this  is  true 
would  be  hard  to  say,  but  it  gives  an 
idea  of  how  exclusive  tailors  recognize 
the  importance  of  having  their  handi- 
work well   displayed   on   the   street. 

Would  the  retailer  of  men's  clothes 
not  be  justified,  and  would  be  not  find 
it  would  mean  business  to  him  to  take 
radical  steps  to  have  the  new  styles  dis- 
played in  his  town?  I  have  talked  with 
men  in  the  business  who  believe  that 
the  giving  away  of  a  couple  of  new 
models  at  the  right  season — or  a  big 
reduction — to  men  who  will  appear  well 
in  them  and  who  generally  are  good 
dressers,  would  be  an  impelling  influence 


in  the  sale  of  dressy  clothing;  in  this 
the  co-operation  of  the  manufacturer 
might  be  secured  so  far  as  the  expense 
would  be  concerned. 

Talk  Style  to  Patrons. 

However,  in  most  cases  it  will  be  found 
that  a  style  talk,  if  the  subject  is  rightly 
handled  and  if  the  salesman  has  studied 
his  customer  as  he  should,  will  find  an 
interested  listener.  There  are  men  who 
will  wear  stylish  clothing  if  they  can  be 
talked  into  it — and  often  they  like  to  be 
talked  into  it ;  they  would  like  to  be  well 
dressed,  but  are  a  little  shy  about  being 
ahead  of  the  mob.  Style  reports  from  the 
larger  centers  can  be  put  to  excellent 
use;  it  can  be  pointed  out  what  the  peo- 
ple elsewhere  are  wearing  and  what  is 
correct.  Photographs  can  be  shown  of 
men,  well  dressed,  as  they  actually  ap- 
pear on  the  city  streets  and  boulevards. 

To  convince  the  would-be  suit  pur- 
chaser that  what  appears  to  him  to  be 
extreme  is  what  will  be  generally  worn 
before  he  has  had  a  great  deal  of  wear 
out  of  the  suit;  that  he  is  only  keeping 
pace  with  fashion  and  not  ahead  of  it 
in  keeping  in  step  with  the  cities  rather 
than  remaining  in  the  rut  of  his  own 
community— these  are  the  fine  points 
of  salesmanship,  the  question  of  price  in 
selling  clothing  to  the  better  patrons 
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should  be  kept  in  the  background  rather 
than  being  made  the  basis  of  the  sale. 
There  will  be  found  exceptions — in 
fact,  in  some  stores  the  exceptions  will 
not  prove  the  rule  but  constitute  it.  With 
some  classes  of  trade  the  sale  of  the 
suit  is  largely  a  question  of  price,  but 
there  are  no  branches  of  the  business  in 
which  the  influence  of  a  number  of  well- 
dressed  men  on  the  streets  will  not  be 
felt  to  some  degree.  Then  there  are  men 
who  go  into  a  store  and  want  a  suit ;  they 
know  what  they  want  or  think  they  do, 
and  are  bound  to  have  it.  This  is  the 
kind  of  man  to  give  what  he  asks  for — 
if  in  two  months  he  is  complaining  that 
he  was  sold  something  that  is  not  in 
style,  he  will  probably  be  more  approach- 
able in  the  future. 

Selling  clothing  that  is  in  style  can  be 
effected  by  studying  the  patrons  of  the 
store;  by  picking  out  the  men  who  have 
taste  and  showing  them  what  they  should 
wear  and  what  men  in  other  places  are 
wearing,  and  by  showing  that  what  ap- 
pears novel  at  the  time  will  be  the 
"usual  thing"  in  a  couple  of  months. 
This  is  salesmanship  in  clothes — and 
keep  in  mind  that  every  stylish  suit  on 
the  street  of  a  city,  town  or  village  is 
the  best  advertisement  that  the  store 
could  have. 


Whole  side  of  Stollery  store  divided   into  display  compartments. 

Street  Car  Ads  Supplement  Windows 

Kxporimeiit  in  Making  Stollery  Ties  Familial'  to  Section  in  North- 
ern District  of  Toronto — Tasty  Dress  Chart  Issued  to  "Blue 
Book"  List. 


WINDOW  displays  have  been  one 
of  the  outstanding  features  of 
the  Stollery  store  for  men  at 
the  corner  of  Yong-e  and  Bloor  streets, 
Toronto.  The  windows  bear  a  direct 
relation  to  the  importance  of  the  corn- 
er, which,  with  the  crossing  of  the  Belt 
line,  is  one  of  the  most  important  trans- 
fer points  on  the  Toronto  Railway 
SJ  -tern. 

Carrying  a  line  of  the  highest  class  of 
rhen's  furnishings,  with  all  the  novelties 
that  can  be  found  in  the  downtown 
stores  or  others  just  as  up-to-date — 
Mr.  Stollery  lias  for  twelve  years  been 
diverting  a  goodlj  share  of  the  high 
class  trade  of  north  Toronto  from  the 
downtown   section.     For   three  years  he 

has    been    doing    it    in    one    of    the    most 

modi  in   and   richly   lilted   stores  of  the 

kind    Hi    Canada.      The   windows   illuslrat 

ed  ha\  e  been  an  important  factor. 

\\"ii  ii  i  he  commanding  corner  position 
a  ubiss  I'linit  is  permitted  on  the  lull 
width    and    depth    of    the    premises.    That 

good  advantage  has  been  taken  of  this 
can  be  appreciated  Prom  the  photograph 
repro    n  rhere    is    at    once    a    rich 

impression  obtained  from  i  he  Circassian 
round,   which    follows   the 

modern   idea   of  being  set    rlose  emu 

the  glass  to  put  every  article  disp] 

,  ,  ominenl  Ij    before   the   eye.        Modern 

ideas  in  w  indovi  dressing  are  Bound, 

in    tin-    partition-    used    to    separate    the 
[ays  whic  ;\   on  the  unit 

The  idea  ol    i  ai  i  hing  I  rade  Erom  the 

,-,    influence    is   emphasi  ed 

!,\    atr<  el    i  ar  advertising.     For  a   year 

have  been  used  in  this  manner  on 


WHAT 
TO  WEAR. 

Few  men  consider  that  they 
have  time  to  inquire  closely  into 
the  finer  shadings  of  correct  form 
in  dress.  They  know  in  a  general 
way  what  is  proper  for  Business 
wear  and  they  can  dress  in  a  man- 
ner that  will  not  excite  comment 
on  formal  occasions,  but  of  the 
wide  diversity  of  choice  permit- 
ted by  the  prevailing  styles  in 
men's  apparel  and  the  possibili- 
ties of  achieving  distinction  in 
dress  without  violating  good  taste, 
their  knowledge  is  ofttimes  lim- 
ited. 

This  little  booklet  will  be  of  as- 
sistance in  pointing  out  what  gar- 
ments and  dress  accessories  are 
most  favored  for  different  oc- 
casions. It  is  based  on  what  the 
leading  fashion  authorities  recom- 
mend, and  will  clear  up  points 
about  dress  that  frequently  per- 
plex the  average  man. 

To  be  well  dressed  calls  for  an 
intelligent  selection  of  those  gar- 
ments that  usage  prescribes,  so 
the  following  pages  will  be  a  valu- 
able guide  to  the  proper  selection 
of  your  wardrobe. 


Form  of  announcemenl  used  as  an  in- 
iction   i"  J  In-  dress  chart   issued  by 
Stollery. 

the  Bystems  in   the  north  end  and.  in  ad- 
dition  to  attracting  attention   to  north- 


end  business.  "Stollery  Ties"  is  what 
catches  the  eye  of  the  passenger — and 
neckwear  is  one  of  the  strongest  selling 
lines  which  the  store  carries. 

An  Artistic  Dress  Chart. 
A  very  exclusive  advertising  feature 
of  the  store  is  a  richly  designed  dress 
chart,  which  is  sent  out  to  many  of  the 
residents  of  the  north  end  of  the  city. 
For  his  list  of  some  eight  hundred 
names.  l\Ir.  Stoller\  consulted  the  Blue 
Book,  which  is  represented  to  contain 
the  names  of  Toronto'-  Four  Hundred— 
and  some  others.  This  was  found  to  be 
one  of  the  best  advertising  features  the 
stole    ever    tried.  Printed    in    red    on 

champagne  colored  paper,  I  I  was 

11,  booklel   form  with  a  eoi  avier 

material  of  the  same  color  showing  the 

of  the  establishment,  a 

with  the  nan 

embossed  in  gold. 

Unique   features  which  were  installed 

in  this  -tore  and  have  bi found  to  be 

are:       \      shirt 
samples   which  are  shown  to  the  public 
while   pir  are      taken      from   the 

stocks;  cabinet  with  draw. 

I  ion    to   w  hat    can   be       -         d   on 
fronted 
L.l,,\ ,  -  anee 

to  aid    the  clerk    in   color  selection. 


DEATH  OF  SILK  MERCHANT.. 
dame-    Brophy,    of    dames    Brophj     A 
son.  silk  merohai        M       real,  di< 

heart     failure    at     the    St.     Louis     B 
Quebec,  dune    11.     The   body    was   taken 
to  Montreal   for  burial. 
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KANfACK 


Coated   Linen 

Collars 


a  clean  one  every  day 
for  two  cents  a  week 

That's  all  it  costs  your  customer  (the  25c  he  pays  for  a  Kant-Krack  collar)  to  have 
a  snowy- white  collar  all  the  year  round.  No  longer  necessary  to  pay  the  laundry- 
man  two  cents  a  day,  or  14  cents  a  week,  to  have  a  clean  collar,  when  with  a  few 
rubs  with  a  dampened  sponge  will  make  a  Kant-Krack  as  clean  as  new. 
And  the  flexible  lip  and  long  slit  over  the  back  buttonhole  ensures  long  year  and 
general  satisfaction.    Made  in  a  size  and  style  to  suit  any  customer. 

Made  in  Canada  in  "One  grade  only  and  that  the  best" 
Sold  direct  to  the  trade  by 

=The  Parsons  &  Parsons  Canadian  Co.= 


HAMILTON,  ONTARIO 
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THE  HALL-MARK  OF  Refriitered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 
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Hockey   Player's   Philosophy  Brings  Trade 

Riley  Hern,  One  of  Best  (Joal  Tenders  in  World,  Does  Thriving 
Business  in  Montreal — Quaint  Talks   Through   Sporting    Pag 


By   .Staff  Correspondent. 


Riley  Hern  says: 

"An  authority  on  advertising  once 
told  me  to  beware  of  humor  in  ad- 
vertising. Most  people  had  a  poor 
sense  of  humor  and  were  apt  to  be 
painfully  silly  when  they  thought 
they  were  witty.  Still,  the  painful- 
ly serious  man  is  always  a  bore.  I 
never  try  to  be  witty.  I  am  always 
cheerful. 

"And  most  folks  would  be  cheerful 
if  they  lived  midst  a  riot  of  good 
clothes.  I  have  a  wholesome  ad- 
miration for  the  artists  who  tailor 
the  Semi-ready  garments.  They  take 
pride  and  pains  in  every  production. 
You  see  it." 
The  Semi-ready  Store, 
505  St.  Catherine  Street  "West. 


MONTREAL,  June  16.— The  above 
is  characteristic  of  the  adver- 
tising of  Riley  Hern,  propriet- 
or of  the  Semi-Ready  Store,  corner  of 
Peel  and  St.  Catherine  streets,  Mont- 
real. These  advertisements  occupy  the 
lower  right  hand  corner  of  the  sporting 
page  in  the  daily  newspapers  and  they 
have  come  to  be  regarded  as  a  daily 
feature.  The  ads  which  vary  in  length 
from  IV2  to  about  eight  or  ten  inches, 
and  are  1  col.  in  width,  always  start  off 
the  same  way,  "Riley  Hern  says: — " 
and  then  go  on  to  introduce  some  live 
topic  of  interest,  some  bit  of  philosophy, 
or  a  bright,  catchy  item  of  some  sort 
in  which  can  be  incorporated  a  few  sell- 
ing ideas  for  the  particular  brand  of 
clothing  he  is  handling. 

Wanderers'  Best  Goal  Keeper. 

Riley  Hern  has  a  national  reputation 
among  the  followers  of  sport.  In 
hockey  circles  lie  is  looked  upon  as  the 
greatest  goal  tender  the  lamed  Wander- 
ers ever  had.  For  six  years,  from  1006  to 
L913  lie  was  (he  big  man  on  the  defence 
for  the  club  and  when  he  retired  he  was 
made  official  referee  of  the  National 
Bockej  Association. 

The  same  resourcefulness  and  head- 
work  that  won  suceess  for  him  in  the 
great  winter  game  is  winning  for  him 
]v  the  cjamc  of  commerce.  His  great 
popularity  is  sporting  circles  is  coin- 
ing money  for  him  in  his  business  ven- 
In  talking  with  a  representative 
of  The  Review  he  said  there  was  no 
doubi  that  much  c.f  his  success  could  he 
traced  to  his  connection  with  sport. 
Must  Have  Good  Goods. 

II.  \\:is  rather  inclined  to  shun  an  in- 
terview  oil   this  point   hut  acrreed   that    a 


large  part  of  the  business  he  was  doing 
came  through  the  fact  that  he  was  well 
known  to  the  lovers  of  sports,  though  he 
was  equally  emphatic  in  pointing  out 
that  it  was  necessary  to  have  the  right 
class  of  goods,  something  dependahle,  if 
the  business  was  to  be  retained.  Many 
men  come  to  the  store  though,  because  it 
is  Riley  Hern's,  the  famous  hockey 
player's,  and  having  beeu  well  pleased 
with  the  service  they  received  they  come 
again  for  the  double  reason  that  they 
get  good  goods  and  because  Riley  Hern 
is  a  good  sport. 

Started  in  Stratford. 
Riley  started  in  the  clothing  business 
a  good  many  years  ago  in  his  home  town, 
Stratford,  Ont.  He  came  to  Montreal 
in  November,  1906,  at  the  time  he  sign- 
ed with  the  Wanderers,  and  when  he 
wasn't  playing  hockey  he  worked  in  the 
Semi-Ready  Store  of  McLean  &  Camp- 
bell, on  St.  Catherine  St.  In  May,  1908 
he  started  in  business  for  himself  in  a 
small  store  on  Dorchester  street,  for 
which  he  paid  a  rental  of  $25  a  month. 
He  is  paying  considerably  more  than 
that  per  day  for  his  present  store.  In 
July,  1909,  he  took  over  a  larger  store 
on  St.  Catherine  street,  west  of  Peel 
street,  and  last  year  he  moved  to  the 
present  stand  which  is  generally  conced- 
ed to  be  one  of  the  best  locations  in 
Montreal. 

Clothing  Best  at  Back. 

The  present  store  is  run  in  conjunc- 
tion with  the  R.  J.  Tooke  stores.  The 
front  portion  of  the  store  is  devoted 
to  R.  J.  Tooke  furnishings  and  the 
rear  half  is  occupied  with  mod- 
ern wardrobes  and  fixtures  for  handling 
men's  clothing.  The  store  has  a  high 
ceiling,  with  massive  pillars  and  a  bal- 
cony across  the  rear  in  which  the  offices 
and  dressing  rooms  are  located  and  the 
visitor  i^  at  once  impressed  with  the  air 
of  distinction  and  refinement.  Mr. 
Hern  handles  only  the  clothing  end  of 
the  business.  Tin-  furnishings  are  under 
the  direction  of  a  separate  management. 

When  asked  if  this  division  of  con- 
trol worked  out  satisfactorily,  Mr.  Bern 

said  the\  had  found  it  so.  Most  peo- 
ple "ill  not  buy  clothing  at  the  front 
of  a  store.  They  want  the  seclusion  af 
forded  at  the  rear,  where  they  are  not 
interrupted.  The  window  space  is  di- 
vided between  the  two  departments  and 
each  looks  after  its  own  portion. 

Mr    Hern  says  he  has  found  his  method 
of   advertising  brinsrs   good    results,      ne 
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frequently  gets  letters,  from  people  in 
eity  and  from  outside,  in  reply  to 
them.  Some  of  these  letters  deal  with 
some  of  the  statements  or  comments  he 
has  made  and  quite  often  a  real  gem  is 
received.  The  ads.  are  certainly  read  by 
many  people  for  frequent  reference  to 
some  matter  contained  in  them  is  heard. 

SAMPLES  OF  THE  ADS. 

Riley  Hern  says: 

"One  of  the  fatuous  little  men  who 
never  could  see,  never  would  see,  never 
will  see  good  in  any  new  thing,  stood  at 
my  window  the  other  day  and  said  to 
his  friend: 

"  'I  wonder  who  makes  those  window 
show  garments  for  that  store.' 

"The  dear  little  rooster!  You've  seen 
him,  but  you  know  how  scarce  he's  get- 
ting. 

"Everything  inside  a  Semi-ready  store 
if;  as  good  as  you  see  in  the  show  win- 
dows." 

The  Semi-ready  Store, 
505-507  St.   Catherine,  Cor.  Peel. 


Riley  Hern  says: 

"Is  it  the  cost  of  high  living? 

"Or  is  it  the  high  cost  of  living? 

"Ask  Andy  Carnegie — for  Andy  will 
talk  on  anything  whether  he  knows  it 
or  not. 

"In  Canada  we  have  reached  a  period 
of  achievement  where  we  can  afford  to 
pick  and  choose. 

"To  be  sure  we  have  earned  the  re- 
finements in  material,  workmanship  and 
design  which  is  embodied  in  such  high 
products  as  Semi-ready  tailoring. 

"The  best  is  none  too  good  for  we 
who  have  emerged  from  the  bushwhack- 
ing days  of  yore — yes,  yore  sounds  poeti- 
cal and  masterful." 


Riley  Hern  says: 

"If  you  pay  $25  or  less  to  your  cus 
torn  tailor  for  a  suit  of  clothes  he  does 
not  spend  as  much  in  direct  labor  as  we 
pay  for  the  making  of  a  good  coat:  the 
cheaper  tailoring  is  simply  'slapped'  to- 
gether in  the  fashion  of  some  brand  of 
ready-mades. 

"It's  silly  sensitiveness  for  a  man  to 
hate  to  confess  that  his  suit  was  Semi- 
ready  tailoring  —  plain  ridiculous,  for 
Semi-ready  has  greater  prestige  to-day 
than  ordinary  retail  tailoring. 

"The  retail  tailor-made  overcoat  is 
practically  dead,  and  the  analogy  be- 
tween the  tailoring  of  an  overcoat  and  a 
suit  is  certain." 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


Fair  Profits — Steady  Business 
Imperial  Pure  Wool  Underwear 


For 
Years 

the 
Standard 

of 

the 

Canadian 

Underwear 

Trade 


After  all  the  good,  steady,  profit-producing  trade  is  the 
one  that  puts  the  dollars  on  the  right  side  of  your  bank 
account. 

When  a  garment  of  Imperial  is  purchased  you  have  the 
satisfaction  of  knowing  that  your  customer  will  return 
later  for  more. 

"Imperial"  is  comfortable,  retains  its  shape,  and  wears 
much  longer  than  the  ordinary  kind. 

If  your  men 's  department  is  lacking  underwear  vim  it 
should  be  stocked  without  delay  with  Imperial.  Dealers 
throughout  Canada  are  reaping  the  benefit  of  our  34 
years  of  experience  in  the  underwear  business  in  the  form 
of  a  good  annual  profit. 

Ask  your  wholesaler  to  supply  you  with  samples. 


Kingston  Hosiery  Co. 

Established  1880 

KINGSTON,  ONTARIO 
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Learn  to  Write  Show  Cards 

By  the  Edwards  Short-Cut  System 

— the  simplest  method  and  livest  instruction  ever 
offered  proven  a  success  by  young  men  who  have 
made  good.     Personal  instruction  by  the  author. 

Handsome  two-color  prospectus,  which  tells  all 
about  it,  sent  upon  request. 

THE  SHAW  CORRESPONDENCE  SCHOOL 

YONGE  and    GERRARD   STS.,  TORONTO  Mention  this  paper 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store    Fixtures. 

WRITE    FOR  CATALOGUE 

H.  L.  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 
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We  do  not  sell  the  consumer 

V  LgRANDJ 
White  Duck  ;  Clothing 

Get  in  a  stock  of  these  popular,  quick-sell- 
ing Haug-h  Brand  garments  that  are  wrap- 
ped up  in  individual  dust-proof  paekpo-es. 

Motor  Coats 

No.  172  $19.00 

No.  173  $19.00 

No.  174  $20.00 

Lustre  Coats 

No.  701  Black        $16.00 
No.  703  Black        $13.00 


No.  710  Grey 


$20.00 


<& 


Duck  Pants 

No.  100  $9.00 

No.  101  $10.50 

No.  103  $12.00 

Immediate  Shipment. 
Defiance  Mfg.fCo.,  Ltd. 

College    and    Bathurst    Sts..     Toronto 
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Odd  Twists  and  Fancies  in  Men's  Fashions 


THAT  IT  WILL  DISPLAY  as  many  goods  as  an  eight 
foot  case,  is  the  claim  made  for  a  new  cabinet,  two  feet 
square  by  forty-six  inches  high,  which  has  been  patented 
in  the  United  States.  The  cabinet  lias  five  doors,  one  at 
the  top  and  one  on  each  of  the  lour  sides,  and  each  door 
bas  a  display  tray  attached  to  the  back  of  the  frame  in 
which  small  articles  can  be  shown.  Behind  the  doors  the 
cabinet  is  filled  with  drawers  in  the  usual  way.  The  cabi- 
net is  mounted  so  as  to  revolve. 

»         *         * 

A  SUMMER  NOVELTY  in  men's  jewelry  is  a  belt  chain. 
This  is  attached  to  the  belt  with  a  ready  catch  clasp  and 
a  short  chain  permits  the  watch  to  be  carried  in  the  pocket 
usually  placed   in  the  trousers  at  the  waist    on   the  right 

side. 

*  *         * 

A  DINNER  JACKET  seen  recently  in  England  was  fin- 
ished in  an  unusual  style.  The  lapels  rolled  all  the  way 
down  the  front  and  with  the  general  tendency  for  soft 
lapels  this  design  may  become  general. 

*  •*         * 

THE  ACCOMPANYING  CUT  shows  a  new  summer  out- 
ing shirt  which  may  be  worn  with 
a  high,  soft  collar  effect,  or  a  V 
neck  opening,  as  illustrated,  or  it 
can  be  buttoned  up  a  little  higher 
where  the  buttonholes  show,  and 
give  the  same  effect  as  the  regular 
lay-down  soft  collar.  It  is  very 
well  adapted  for  golf,  tennis  and 
all  outdoor  sports,  and  is  said  to 
be  having  a  big    sale    at  present. 

This  shirt    is  shown  by  several  Toronto  dealers. 

*  *         # 

A  NOVELTY  IN  an  "eggshell"  lining  for  straw  hats  has 
been  introduced  this  season  by  a  prominent  firm  of  London 
hatters.  The  name  is  an  apt  one  and  descriptive,  the  lin- 
ing of  their  white  satin  finish  "boaters"  being  egg-shaped. 
A  perforated  space  between  the  hat  leather  and  the  straw 
allows  the  air  to  enter  freely  between  straw  and  lining, 
and  (he  air  space  there  is  considerable  by  reason  of  the 
unusual  shape  of  the  latter. 

*         »  » 

A  NEW  SHADE  which  might  be  called  "sand"  has  made 
its  appearance  in  the  stylish  shops  of  Bond  Street,  London. 
and  promises  to  be  one  of  the  smart  things  of  the  season. 
Some  shirts  of  this  material  are  worn  with  the  long- 
pointed  collar  of  the  same  shade  of  material  and  with  it 
a  black  or  dark  blue  cravat  looks  exceedingly  well. 

•  •  • 

CHAMOIS  GLOVES  ARE  POPULAR  in  England.  A 
swagger  thing  is  in  a  very  light  shad*,  not  so  yellow  as  the 
usual  thing,  and  hound  with  tan  leather  with  a  fastening 

Of    white    pearl. 

•  •  • 

WHITE  SOX  Eor  men  seem  to  have  a  doubtful  career, 
although  they  were  looked  for  as  the  big  seller  this  season. 
The  demand    for  plain    white  seems  to  be   veering  slightly 

in  favor  of  a  lighl  shade  of  tango. 

•  •        • 

\   Low    ct  T  STIFF  COLLAB  with  the  widely  rounded 

corners    and    made    with    the    same    stripe    as    the    shirt 

heavy  and  lighl  stripes  of  blue  is  one  of  the  latest  effects 
worn  by  a  Toronto  haberdasher. 
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UNDERCLOTHING  IX  NET  AND  SILK  with  a  white 
ground  with  horizontal  stripes  of  various  colors  has  made 

its  appearance  in  the  fashion  centers. 

«         •         « 

NEW  COLLARS  are  being  shown  in  London  which  over- 
come the  problem  of  wearing  large  ties  under  the  tabs  or 
of  stretching  the  tabs  open  with  an  uncomfortable  effect 
to  the  wearer.  These  collars  are  so  cut  that  when  in  posi- 
tion there  is  an  oval  or  diamond  shaped  opening  for  the 
tie  knot,  the  points  coming  together  again  at  the  bottom. 
The  effect  is  similar  to  that  produced  with  the  soft  collar 
where  the  tabs  are  held  together  with  a  bar  pin. 

•  •  • 

A  BIRMINGHAM  SHIKTMAKER  bas  introduced  a  shirt 
with  a  rainbow  stripe.  The  stripe  is  the  actual  rainbow 
effect  commencing  in  a  dark  blue  and  shading  throush  to 
a  light  yellow  -with  the  different  colors  shading  one  into 
the  other  without  being  definitely  shown. 

•  •         • 

THE  BALMACANAW  is  the  latest  in  mackinaws.  and, 
as  the  name  implies,  it  is  a  Balmacaan  model  in  macki- 
naw  cloth.  It  is  reported  to  have  made  a  big  hit  in  New 
Ymk  and  a  number  of  other  cities. 

•  • 

BATCH  POCKETS  AND  I  QFFS  are  being  generally 
shown  for  the  Fall  coats,  but  the  belt  is  weak,  except  with 
the  Ulsters;  pleated  backs,  too.  seem  to  be  on  the  wane  of 

popularity. 

•  •         • 

FANCY  VESTS  ARE  BASSE  in  the  opinion  of  the 
fashionable  tailors,  and   practically  no  models  are  being 

shown. 

•  •         • 

TUB  BI'YLR  of  a  leading  overcoat  house  reports  that  he 
is  stocking  strong  with  Harris  tweeds  for  the  Fall  busi- 
ness. 

•  •  • 

A  FALL  COAT  which  is  built  after  the  Balmacaan  model, 

but  with  a  more  pronounced  flare,  will  be  seen  on  some 
smart  men  this  Fall.     It  will  have  a  new  name. 

•  •         • 

A  FEATURE  OF  THE  NECKWEAR  trade  of  the  a 

is  the  reviving  strength  of  batwings,  which  are  meeting 

with  a   popularity  remarkable  in  Canada,  according  to  a 

leading  haberdasher.  A  big  variety  of  polka  dots  and 
foulards  are  shown,  with  some  stripes  in  occasional  de- 
signs. 

•  •         • 

\  PATENT  <>N  A  NEW  BELT  has  been  secured  by  A. 
Hoffman.   Montreal,  the  object   of  which  is  to  enhance  the 

appearance  of  trousers,  particularly  outing  trousers,  at  the 

waist    line   and   to   save   the   loss   and    displacement    of   the 

belt.  It  is  formed  of  two  pieces  permanently  secured  to 
the  trousers,  buckling  in  front  and  having  the  tightening 

arrangement  in  the  rear.  It  is  buttoned  without  causing 
any  fold  at  the  waist  an. I  is  a  novelty  which  is  claimed  to 
lie    extremely    effective. 

•  •  • 

SOMETHING    NEW    in   sleeping   attire    is   the    Brighton 

"Bajunion"  which  is  a  one-piece  garment  The  effect 
produced,  however,  is  that  of  a  well-made,  two-piece  suit, 
of  pyjamas,  and  there  is  an  imitation  belt,  pleated  back 
anil   turned   up   trouser  ends. 


What  the   King  Wore  at  the  Paris  Races 

An  Intimate  View  of  the  Apparel  of  His  Majesty  at  the  Big 
French  Social  Event — The  Perfect  Frock  Coat  Costume — Prince 
of  Wales  Shows  Quiet  Tendency  in  Dress,  While  Prince  Albert  is 
a  Fashion  Plate  for  New  Creations. 


"|fc  IW  EN  who  are  followers  of  fashion 
\\/ 1  now  that  styles  in  men's  cloth- 
ing originate  in  London.  This 
is  a  wide  statement,  but,  generally 
speaking,  it  is  the  whole  truth.  There 
may  be  modifications,  and  in  this  coun- 
try there  may  be  American  or  Canadian 
adaptations,  but  it  is  in  London  that 
styles  for  men  are  born. 

In  England,  prominent  men — or  per- 
haps it  would  be  more  correct  to  say 
their  tailors — have  the  faculty  of  de- 
signing the  distinctive  clothing.  They 
do  not  follow  the  styles;  they  make 
them,  and  in  many  cases  make  them  to 
suit  themselves.  Some  of  these  styles 
will  remain  distinctive  with  the  indivi- 
dual, while  others  will  become  generally 
popular.  It  is  then  of  interest  to  note 
what  the  prominent  personages  of  Eng- 
land are  wearing,  and,  when  the  oppor- 
tunity affords,  to  glance  at  the  apparel 
of  the  first  gentleman  of  the  Empire — 
King  George. 

On  his  previous  visit  to  France,  King 
George  was  very  much  in  the  social  as 
well  as  the  official  limelight.  While  on 
the  majority  of  occasions  his  Majesty 
wore  either  the  uniform  of  the  High 
Admiral  of  the  Navy  or  that  of  Field 
Marshal,  but  when  he  visited  the  races 
there  was  an  opportunity  to  study  him 
in  "mufti." 

On  the  morning  of  the  great  race  King 
George  visited  the  English  Hospital  and 
the  English  exposition  of  decorative  arts. 
He  wore  a  black  frock  coat,  unbuttoned, 
and  lined  with  silk,  with  a  buttonhole  of 
violets. 

At   the  races   his  Majesty   had   on   a 


frock  coat  of  medium  dark  gray  worsted. 
The  collar  of  the  coat  was  very  long  and 
the  notch  of  the  lapel  was  horizontal, 
and  placed  even  with  the  middle  of  the 
armhole.  The  wide  lapels  fell  in  a  soft 
roll  to  a  point  a  little  lower  than  the 
waistline.  They  were  half  faced  with 
black  silk.  The  body  of  the  coat  was 
decidedly  form-fitting,  and  there  was  a 
vertical  seam  between  the  edge  and  the 
two  buttons  of  gray  mohair  silk.  His 
Majesty  did  not  carry  a  handkerchief  in 
his  breast  pocket,  which  was  cut  at  the 
height  of  the  armhole.  The  skirt  of  the 
coat  was  rather  ample,  extending  to  the 
knee.  The  sleeves  were  of  medium 
width,  terminating  in  a  false  cuff, 
stitched,  and  opening  at  the  side,  this 
opening  being  fastened  by  three  buttons. 
The  vest  was, double-breasted  in  form, 
the  bottom  terminating  in  a  rounded 
point,  and  not  notched.  Both  it  and  the 
trousers  were  of  material  similar  to  the 
coat,  the  latter  being  wide  at  the  top  and 
gradually  narrowing  toward  the  bottom. 
A  slip  of  white  pique  was  worn  at  the 
vest   opening. 

The  silk  hat  which  was  worn  with  the 
costume  had  a  rim  turned  up  high  on 
the  sides  and  narrow  and  long  in  front 
and  behind.  The  collar  of  linen  was  of 
medium  height,  and  turned  over,  with 
rather  a  decided  opening  and  rounded 
corners.  With  the  collar  was  a  silk 
cravat  in  deep  blue  silk,  fastened  with 
a  gold  ornament  and  spread  out  below. 
The  shirt  front  was  of  white  and  sky 
blue,  striped  in  equal  widths.  White 
chamois  gloves  with  black  stitching, 
shoes  of  glazed  kid,  and  a  cane  of  rose- 


wood with  a  curved  handle  completed  a 
perfect   costume. 

How  the  Princes  Dress. 

The  British  monarch  is  usually  looked 
upon  as  a  creator  of  style;  what  he 
wears  has  a  wide  influence.  It  is  in- 
teresting then  to  give  some  attention  to 
the  tendency  in  clothing  of  the  Prince 
of  Wales.  The  outstanding  feature  of 
the  apparel  of  the  Prince  is  simplicity 
and  sedateness.  He  goes  in  for  dark 
materials,  and  usually  the  only  depart- 
ure that  he  makes  from  the  strictly  con- 
ventional is  a  soft  collar  at  a  sporting 
event. 

Prince  Albert,  on  the  other  hand, 
takes  his  position  with  much  less  gravity 
and  is  a  lively  young  man,  whose  ideas 
of  life  are  evidently  to  some  extent  ex- 
emplified in  his  apparel.  He  is  showing 
decided  taste  where  men's  clothes  are 
worn  and  goes  in  for  the  latest  colors 
and  designs. 


ONE  STRAW  HAT  IN  WINDOW. 

An  effective  window  display  in  which 
the  whole  attention  was  centred  on  one 
straw  hat  was  attraction  sufficient  to  at- 
tract a  considerable  crowd  in  London. 
The  window  was  a  large  one  and  the  lone 
hat  rested  on  a  cane,  the  latter  being  on 
a  table  in  the  centre.  On  the  table  also 
appeared  an  inkstand  and  pen  and  a 
handwritten  letter  describing  the  hat. 
The  floor,  roof  and  sides  of  the  window 
were  entirely  draped  in  black  velvet 
against  which  the  display  stood  out  most 
emphatically. 


STORE     MANAGEMENT— COMPLETE 

16  Fuii-Paae  ANOTHER  NEW  BOOK 

By  FRANK  FARR1NGTON 

A  Companion  book  to   Retail  Advertising  Complete 

$1.00     POSTPAID 

'Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  shontd  be 
to  hold  trade.  The  money-bick  plan.  Talcing  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  days  and  f  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

272  Patfps  Technical  Book  Dept.,  MacLean  Publishing  Co. 

Bound  in  Cloth  TORONTO 


WANTED 

First-class  salesmen 

for 

Shirts,  Collars  and  Men's  Furnishing 

Goods 

wanted  for  Spring,  1915 

Territory:    Northwest. 
Territory:   Maritime   Provinces. 

None  but  experienced  in  above  lines,  with  a  clean 
record,  and  good  references  considered.  Address  appli- 
cation with  terms  to — 

SANDOR  WEISZ, 
220  Fifth  Avenue,  New  York  City 
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Soft  Collars  Are  Out  This  Season 

English  Tailored  Clothing  and  the  Fashion  of  Wearing  the  Vest 
in  the  Hot  Weather  Save  Had  EfEec^-Large  Ties  Demand  Open 
Collars — Linen  Must  be  Worn  With  Pleated  Fronts. 


THE  whole  tendency  in  collars  is 
and  will  be  lor  shapes  and  de- 
signs  which  will  permit  of  (lie  com- 
fortable wearing:  of  the  large  ties  now 
bo  generally  fashionable  and  which  will 
at  the  same  time  permit  of  generous 
four-in-hand  knots.  The  large  tic  has 
brought  about  a  complete  change  from 
the  close-fitting  turnover,  which  worn 
with  the  narrow  tie,  created  the  im- 
pression  usually  of  a  cravat  without  a 
knot  at  all,  and  to-day  there  is  not  only 
a  call  for  new  designs  in  turnovers,  but 
the  wing  is  returning  to  a  goodly  share 
of  popularity,  being  worn  in  some  cases 
with  puff  tics  and  making  a  good  ap- 
pearance with  other  large  shapes. 
Three  Popular  Styles. 

There  are  three  designs  which  appear 
to  be  the  leaders.  The  round  corner 
turnover,  despite  the  fact  that  it  has 
had  considerable  run,  is  still  very  strong 
and  is  being  worn  in  varying  heights 
with  the  two-inch  as  the  standard. 

The  long-point  collar  is  proving  strong 
for  Summer,  as  it  permits  of  reduced 
height  with  a  generous  display  of  linen 
and  with  the  hot  weather  the  vent  is  be- 
ing enlarged  to  permit  of  further  re- 
ductions in  the  height  under  the  chin. 

This  is  being  varied  by  the  turnover 
with  vertical  pointed  corners  where  the 
wide  vent  is  given  by  setting  the  edges 
some  distance  apart  and  making  a  V  in 
the  back  wall  of  the  collar.  This  last 
style  seems  likely  to  have  a  strong  run 
for  Fall.  Wing  collars  will  also  come 
stronger  for  the  cool  season. 

For  the  Summer  trade  there  are  a 
number  of  novelties  in  the  shape  of 
stiff  collars  with  the  same  design  run- 
ning through  them  as  seen  in  the  shirt, 
and  one  of  the  latest  things  is  a  design 
with  a  tinted  background  and  a  stripe 
running  round  the  full  length  of  the 
outer  band.  There  is  a  strong  demand 
for  the  madras  figures  effects  for  the 
Summer  business. 

Soft  Collar  Passe. 

But  few  soft  collars  are  being  worn 
and  it  is  quite  evidently  a  season  of 
linen,  so  far  as  the  decoration  of  the 
shirt-band  is  concerned.  After  the  big 
run  on  the  soft  collar  last  year  there 
has  been  a  distinct  change  and  on  this 
point  I  here  was  a  big  difference  of  opin- 
ion with  the  manufacturers  at  the  dose 
of  last  season.  The  linen  collar  is  dis- 
tinctly the  proper  thing  with  the  close 
flitting  English  tailored  suits,  and  par- 
ticularly so  as  the  tendency  with  the 
form-fitting  clothing  is   to   wear  the   vest 


throughout  the  Summer,  and  a  negligee 
collar  does  not  go  well  with  the  high-cut 
waistcoat. 

The  soft  collar  went  well  with  the 
generously  tailored  garments  and  the 
vestless  Summer  fashion,  but  it  will  not 
fit  in  with  the  present  styles,  and  looks 
particularly  incongruous  with  the  pleated 
front  shirts  which  are  so  popular. 


Many  purchasers  of  shirts  with  soft 
collars  have  been  made  on  the  str> 
of  the  selling  feature  of  the  combina- 
tion, and  some  merchants  are  this  sea- 
son finding  it  advisable  to  keep  the  soft 
collar  in  the  background,  so  as  not  to 
give  the  impression  of  an  out-of-date 
style. 


Stop  Use  of      Balmacaan" 

Kenneth  Durward,  Originator  of  the  Loose 
Cover-All  Coat  Now  in  United  States  Investigat- 
ing His  Rights  to  Take  Action  Against  Amer- 


ican Manufacturers  Using  the 


English    Name. 


Wedding 

in  quality 
exquisitely  correct, 
yet  conservatively 
priced. 


THESE 
BELTS 

are  seen  around 

the  best  men  in 

town 


"Something  different  "  in  summer  oar. Is, 
with  reading  matter  printed.  The 
"straws"  card  has  a  realistic  sample  of 
the  dried  article  attached  to  the  side.  The 
wording  of  these  cards  is  catchy,  although 
the  first  is  slightly  cumbersome.  Ooortesy 
ni'  Semi  Read}  . 
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T11R  opinion  was  expressed  in  The 
Review  in  the  last  issue  that  the 
popularity  of  the  Balmacaan  x:oat 
was  on  the  wane.  This  opinion  was 
based  not  on  the  idea  that  the  style  had 
been  killed — although  it  is  not  likely  to 
take  generally  with  Canadians — but  that 
the  coat  had  so  quickly  been  put  on  the 
market  in  the  cheaper  grades  that  the 
name  would  not  last  with  srood  dressers. 
Already  many  modifications  of  the  style 
are  being  advertised  under  new  names, 
although  the  names  like  the  style  are 
usually  to  be  identified  with  the  or- 
iginal. 

Now  has  arisen  a  more  impelling  rea- 
son for  dropping  the  name  "Balma- 
caan."' Kenneth  Durward.  of  Ulster 
House.  Loudon,  England,  who  was  men- 
tioned by  The  Review  as  the  man  who 
originated  the  Balmacaan  many  years 
ago,  and  who  had  the  name  roistered  in 
England,  is  in  the  United  States  making 
an  investigation  to  determine  whether 
m  not  he  can  maintain  legal  action  for 
damages  against  manufacturers  on  this 
side  of  the  water.  He  believes  that 
manufacturers  using  the  name  in  connec- 
tion with  their  garments  are  violating 
the  rights  of  his  trade  mark:  but  there 
is  a  weakness  apparent  in  this  conten- 
tion, because  the  name  was  not  registered 
in  the  United  States.  Manufacturers 
who  have  been  using  t he  name  believe 
there   is  do  ground   for  action. 

Main      coatmakers     throughout     the 

States    who    have   been    advertising    Bal- 

maoaans  have  received  letters  from  Mr. 
Durward 'a  solicitors  to  the  effeet  that 
they  must  immediately  oease  using  the 
name,  except  under  Mr.  Durward 'a 
authority. 


MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Tried  to  Register  Name. 

It  is  understood  that  the  course  which 
,ias  been  taken  by  Mr.  Durward  was 
directly  caused  by  the  advertising  of  the 
firm  of  Samuel  W.  Peck  &  Co.,  who  made 
an  announcement  warning  other  dealers 
that  they  must  not  make  use  of  the  term 
Balmacaan,  on  the  ground  that  it  had 
been  registered  by  them  in  the  United 
States  patents  office.  However,  the 
patents  office  explains  that  this  was  not 
a  registration  of  the  word  name,  but  of 
n  label  showing  a  young  man  wearing  a 
mackintosh  and  holding  a  staff,  on  which 
the  name  Balmacaan  appeared,  and  that 
the  registration  applied  to  the  artistic 
features. 

Whatever  the  effect  of  the  action  of 
Mr.  Durward  may  be.  it  is  to  be  noted 
that  in  the  United  States  there  is  still 
a  lot  of  advertising  in  which  the  word 
Balmacaan  is  used,  although  such  modi- 
fications as  "Philmacaan"  are  noted. 


Norfolks  for  Boys 

Predicted  That  They  Will 
Have  a  Run  For  Fall  in  Prefer- 
ence to  the  Double-Breasted 
Style — Balmacaans  For  Little 
Men. 

THE  modern  idea  in  a  clothing 
store  or  in  the  clothing  depart- 
ment is  to  draw  a  line  between  the 
showing  for  men  and  for  boys.  For  this 
there  is  a  reason.  To-day  there  is  al- 
most as  much  need  for  attention  to  the 
details  of  style  and  design  in  the  making 
of  the  wearing  apparel  of  the  rising 
generation  as  there  is  for  the  grown-up 
— but  the  point  is  that  the  same  styles 
do  not  necessarily  follow.  A  boy's  suit 
is  no  longer  a  reduced  model  of  the 
man's — at  least  until  he  attains  the  age 
i.f  extended  trousers. 

While  there  has  been  a  distinct  fav- 
oritism shown  for  several  seasons  for 
the  single-breasted  coat  for  men,  coupl- 
ed with  the  close  form-fitting  tailored 
effect,  the  boy  has  been  wearing  double- 
breasted  designs.  For  the  Fall  it  is  pre- 
dicted that  there  will  be  a  popular  de- 
mand on  the  part  of  boys  for  Norfolk 
suits  in  grays  and  blues  and  some  stores 
are  stocking  lines  of  this  design. 

For  the  Summer  business  well  de- 
signed suits  of  serges  in  plain  white  or 
white  with  a  light  stripe  are  shown  and 
they  cover  a  big  range  of  sizes.  The 
serge  will  generally  be  found  more  ser- 
viceable than  the  white  flannel. 

A  popular  coat  with  the  boy  to-day  is 
the  Balmacaan  model  which  has  been 
taken  up  strongly  by  some  houses  cater- 
ing to  boys.  It  is  made  in  all  sizes  and 
shows  the  tendency  to  cater  to  the  style 
ideas  of  the  little  man  just  as  is  done  for 
his  father  or  big  brother. 


Uniform   Series   of    Men's 
Wear  Cards 


An  attractive  series  of  uniform  window  cards,  with  the  price 
feature  as  strong  as  the  merchandise.  The  larger  cards  are  suffici- 
ent, one  in  a  window,  the  smaller  could  be  used  two  or  even  three 
at  a  time,  so  closely  is  the  style  of  the  one  followed  in  the  others. 

The  color  scheme  is  carried  out  with  a  white  card  mounted  on 
purple  and  white  lettering  with  purple  air  brush  shading.  The 
cross  stripes  at  the  top  and  the  H.  P.  (Hickey  &  Pascoe)  mono- 
gram are  also  carried  out  in  purple. 

The  large  lettering  on  the  left  hand  card  at  the  top  is  brush- 
stroke script ;  as  is  the  "Silk  Scarfs"  card  on  the  lower  row.  The 
balance  of  the  display  lettering  is  in  brush-stroke  Roman  style 
with  readers  of  straight  and  slant  pen  Roman.  The  monogram 
idea  is  used  with  good  effect  in  men's  wear  in  exclusive  stores. 

These  cards  were  not  prepared  for  sales,  but  for  showings  of 
new  goods,  where  it  was  thought  best  to  make  the  price  prominent. 


to 


Coming  and  Going   in  Neckwear 

The  Wash  Tie  Has  Gone  Out  With  the  Soft  Collar— Roman 
Stripes  Having  an  Inning — Softer  Tone  Combinations  in  Weird 
Patterns  Are  Coming — The  Futurist  Influence. 


THE  haberdasher  who  is  displaying 
a  line  of  neckwear  with  It  on:  .in 
stripe  effects  can  have  the  satis- 
faction for  himself — and  can  pass  it  on 
to  his  patrons — that  he  is  in  step  with 
the  men's  furnishers  in  Paris;  and 
it  is  from  Paris  that  most  of  the  novelties 
in  neckwear  come.  Roman  stripes  are  the 
thine:  for  a  season ;  that  is  if  any  one  de- 
sign or  coloring)  or  combination  of  de- 
signs or  colorings  can  nowadays  be  said 
to  be  the  thing  in  neckwear  for  a  season 
or  even  a  shorter  period. 

The  Roman  stripes  come  in  many  high- 
ly-colored combinations,  the  narrow  con- 
trasts being  most  favored,  but  they  are 
distinct  from  the  Bulgarian  stripes.  Then 
there  are  other  stripes  and  the  English 
Oxford  effects  are  having  a  good  sale,  the 
colors  being  very  bright  and  combined  in 
sharp  contrasts  although  navy  blue  and 
white,  and  black  and  white  effects  arc 
in  good  taste. 

But  while  the  stripes  are  having  an 
inning  just  at  presenl  they  have  not  ;o1 
the  field  to  themselves  to  any  extent.  The 
male  can  walk  into  au\  of  the  many 
stores  he  may  encounter  and  be  shown 
something  different  in  each  and  still  he 
looking  al  stylish  stuff  all  the  time.  Style- 
in  neckwear  to-day,  so  far  as  the  indi- 
vidual is  concerned  depend  to  a  large  ex- 
tent upon  t  he  taste  of  the  store  buyer  and 
the  buyer  in  making  his  selection  has  to 
look  over  a  collection  of  samples  which 
would  do  credit  to  the  invent  ive  brain  of 
a  gold  cure  graduate. 

Wash  Neckwear  Dead. 
One  point  is  very  emphatic,  however, 
and  that  is  that  the  demand  for  color  in 
neckwear  has  killed  off  the  demand  for 
the  wash  necktie.  In  the  seasons  when 
the  negligee  shirt  was  worn  without  the 
vest    and    w  hen    the    soft    collar   and    the 

close-fitting    linen    neckgear    were    the 

vogue  the  wash  tie  flourished.  Hut  now 
there  is  a  difference.  The  pleated  shirt 
IS  coming  in  strong  and  with  it  the  vest 
is  usually  worn,  especially  with  the  form- 
fitting  clothing,  and  there  is  not  the  de- 
mand lor  the  wash  tie;  then,  too,  there 
arc  the  w  ide  open  collar  and  the  general 
popularitj  of  large  ties  to  change  the 
trend  of  fashion.  The  soft  collar  has  gone 
and  with  it  the  wash  tic.    For  outings,  of 

course,  both  w  ill  remain  popular,  but  foi- 
st reel    wear  they    are  little   in   e\  idence. 

While    there    i-   an    unlimited    range   of 
Colorings  in  the  cravat8,  in  shape  there  is 

certainlj    a    predominance  of   the   large 

four  in   hand     w  Inch    are    s..    w  orn    a-    to 


No.  1.  Kroad  stripe  effect  showing  fin- 
ing range  in  which  Stripes  are  uscl  it 
present. 

No.  2.  Narrow  Roman  Btripe  in  bright 
color  combinations  now  having  a  good  run. 


practically   lill    the   small   vents   of   the 
tight-fitting   vests.    With  the  coming  of 

the  wing  collar  there  has  been  some  de- 
mand for  the  puff  tie,  bul  this  is  excep- 
tional, and  a  much  stronger  novelty  is 
the  bow  tie  which  comes  in  polka  dots, 
-tripe-  and  figured  patterns  m  a  great 
.1 


variety    of   colors   and    usually    large    in 
shape. 

Buying   for  the   Fall   business    shows 
Mime  new  tendencies  and  from  >oine  quar- 
ters  there   is   the    prediction    for   much 
quieter  colors.    But    while  there  may   be 
a  softening  in  some  of  the  rolor-eoinbiua- 
tions  there  appears  to  be  a   tendency    to 
introduce    some    almost     weird 
Scroll    effects    in    rich     deep     colors,    in 
which  the  figuring  might  be  describ. 
serpentine,   and    in    which    the    patterns 
weave  one   into   the  other   in   a   manner 
is  bewildering  at  (dose  range,  will 
replaci   th<   stocks  of  figured  and  definite 
patterned   neckwear  now  shown.    'I 
are  the  richest  of  silks  and  will  eoi 
a  very  high  price,  the  flag  end  beii 

unusual  width. 

The  post  impressionist  and  futurist 
schools  of  ait  will  have  a  marked  < 
in  some  of  the  dcsiirns,  in  fact  this  ten- 
dency is  more  or  Less  general  and  the  put- 
in  n  -ilk-  which  have  been  described  evi- 
dently found  birth  in  these  advanced 
ideas,  although  as  a  usual  thing  the  fu- 
turist designs  will  be  in  laru:e  designs  but 
with  the  pattern  distinct. 

Colorings  have  a  tendency  for  getting 
darker  and  properly  so  with  such  rich 
combinations  which  would  not  be  pos- 
sible in  the  lighter  shades.  Those  who 
advocate  more  quiet  effects  point  to  - 
new  lines  ot  two-tone  materials  in  which 
two  quiet  colors  are  used  in  equal  pro- 
portions with  the  division  running  almost 
vertically  through  the  scarf  end.  Another 
novelty  i-  of  solid  color  with  embroidered 
sp<  ts. 

— ®- 

NEW  GAMES. 

To  the  long  list  of  games  two  new 
(•ties  are  added  this  season — one  is  the 
Grand  Auto  Race  and  the  other  is  call- 
ed <'ort ilia.  Roth  these  games  resemble 
Parcheesi  in  being  played  with  dice,  only 
they  are  more  exciting  than  the  well- 
known   game. 


HALF    HOLIDAY    AT   PRESTON. 

In  addition  to  the  list  published  in 
last  issue,  the  drj  goods  and  men's  fur- 
nishing stores  of  Preston,  (bit.,  observe 
a    Thursday    half    holiday. 

8 

STOLE  TWELVE  NEW  SUITS. 
Burglars    entered    the    store    of     B. 

hfoGolriok,     tailor.     Port      Arthur,     and 
stole    twelve   new    suits. 
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Samples  of  Distinctive  Ads.  of   Men's  Furnishers 


Take  these 
with  you 
on  your 
holiday! 

BATHING     SUITS, 
one  anci.tsvo  piece 
— newcsi  colors.    One 

pi>rr    -'  tninni 

Mills  SI  I"  $2. 

Two     piece     Bathing 
Suits  $1.50  i"  %4S». 

BATH  ROBES  of  the 
1:    h    l.i- 

ry  Clotl  Stri] 
colors  -iJ  tjn.\  pat- 
terns. Deep  collar-i 
girdle,  Frorq  S3.75. 
a  Mj  range  ol  the  new. 
i  i  patterns  In  Beach 
Robes. 

Bath    Slippers    to 
match  i 100. 

.  LAZERS.  with 
hells  lo  give  Nor- 
lolk  ettccts  ii  .tCNiied 
All  club  cotb  r  s. 
Washable  JS.50. 
ELTS-iln-    largest 

SS.HIHI  e  n  I        ill 

irn  50c 


BL 


Bu 


TME  HAOCRDASdlER 
I4A  Pe«*l  Stn 


Outing  Clothes  for  Men  and  Boys 
W 


'HII.K   Hip  ..tun    fcllofl    is 
hI t  tli.-  Iiut  weather,  gel 

JO)     jTtflll  self   in   i 

riot  he*   Yuto  do  not  get  .ill  the  35 

ii  i|  |hi, i  .■  pi  i  ..t  BUinmoi  that 
.      . 
I'd  in  n  ivai  that  j 
ill1,  outuVui"  sports, 

KHAKI  TROUSER8-^J.,»i  thr  kind 

'■"    'I o {lit 

■ 


-.ii. 


».l- 


II. I 


SI. 25 


KHAKI  SHIRTS— lo   match   Iroust 

■■   p«  |(ct|       I'rn  .■   . 

BELTS — '  lit;    grrut.  *t 


57.25 


'50c1"  5  7.25 

Wash 
Suits 


DUCK  TROUSERS— white  | 
ell   madr,   b  lar^r  atock   i« 

;:".*/. 25 


1AILOR  BUTTS  -Jl  th,  .Um  to  fit  boys 
trom  5  to  10  yruri  0l.i       Aim  a  wfdt  r«i,pr 
tlualrr    Altti        Pri««,     from     7P 

upward* 


TEJfKIS  SHIRTS— Arrtri 

brand,    BOOl    and    nMrasclWr, 
r«iblc     rollara.    all 

$1.25 


Keep  the  Boys  Comfortable 

nothing  (hat  doa 
kMp  Lba  >  em  thr  hot 

months  at  cool  HoHira 

THE    NEW    BUSTERS— thry    in    a 

great  improvrmrnt  o*rr  ih«  old  p«u»rna 
No  <-la»tic  ti*n,la  eulhufr  Uu  ! 
Ihftn  bar*  thr  atraighl  panta.  to  cool  aiul 
comfortable  Thrv  hav  Ihr  »horl  -lrr*ra 
.mil  thCH  wuh  thr  Mfior  .'nllara  arr  niadt 
*<*ry  low,  and  other*  havr  no  collar*  on  at 
all  Thry  give  thr  boy  happmraa  Sura 
for  boye  from  2Va  to  6  yrtBi  old.  Thry 
■  iniaranlred    fa«l   colors-    £1    %Q 

and  upward* 
ROMPERS—  ff,'n,„f  ahowrd    mi    a 
cltatty    atock    of   Rompm   ami   oli*rr    twiat 


Pncca 


auiU  «.  thai  artsoa  Pr*rM  f  £  £     *°   "tf  9 

fhe  2  Macs,  Ltd  ,reE^r£2Srom 


Waterproofs 

lira**   Waterproofs, 

Ladirm    Watfrproofi, 

MiaacV  Waterproofs, 

'    CbUdrro'a   Waterproofs, 

All    Wairrproof.   Absolutely. 


Silk  Hats 

for 

June   Weddings 

•I  \\\t  ud 
Kifbi  DolUrt 

TheR   J.  Devlin   Ca 
l.isacrd 


Most   lit'  those  ads.  of  Canadian  men's  furnishers    indicate  a  preference  lor  seasonable  cuts,  those  of 
the  2  Mars  particularly  being  full  of  actios  and  likely    in    themselves    to    attract    attention    and 

study.  The  straw  and  silk  hats  in  the  upper  left  and  lower  righl  hand  Corners  are  quite  up  to  date 
in  style  ami  are  timely  and  brightening  illustrations.  The  same  cannot  be  said  for  the  Fashion 
Craft  cut.  There  may  be  room  for  difference  of  opinion  bul  the  effect,  surely,  is  of  out-of-dati 
ratlin-  than  out  of-ordina riness.  Nor  does  the  underlining  help  iii  the  captions  below.  Of  the 
two  the  second  line  is  the  more  important  hut  is  overshadowed  bj  the  larger  and  heavier  type  of 
the  upper.  Note  in  three  ads.,  the  single  item. —  - 11 1 1 1 .  trousers,  silk  hat.  This  is  good  work  in  all 
three.  In  two  ads.  de\iees  are  used  to  replace  the  nits;  a  panel  in  the  upper,  with  border  simple; 
well  used  beside  the  heavier  triple  liner;  in  tho  lower  the  four  initial  B's, — well  handled  typo- 
graphically. In  the  first  ad.  "Our  Straw  Hats''  eeme-  a  little  near  the  border.  In  all  but  one 
prices  are  well  handled.  Note  the  display  type  in  most,  while  in  the  last,  in  an  exclusive  ad.  the 
is    spelled    OUl     as    jf    the    $    mark    were    too    "commercial."      Probably    the   ad.    man    was   right 

in  this  case. 
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Our  Sulti 
tit  >ou 
all  over 


Cambridge 
Clothes 

/Vow  Oght  ahaact  In  summer  buet  <jt  Si  7.  SO 


O-DAYandTO-MORROW 

is  about  the  limit  these  new 
imported  ftriglish  indigo  dyed  Jighf  shades 
ot  smooth  blue  serges  will  last.  We  opened 
them  up  yesterday,  aud  they're  to  till  the  popmar 
demaud  for  summer  wear.     <|Two  styles,  oue 

price,  and  there  s  nothing  else  even  at  twenty  can  equal 
them  2  or  3-bmton  standard,  or  "English,"  with  the  nat- 
ural shoulders,  long  soft  roll  lapel,  straight  trouser?  and 
high  vests.  They're  smart— look  at  them  in  the  win. 
d  ™s  to-morrow  «JTo  give  variety  at  this  price-black- 
and-whitcs.  small  brown  checks,  and  some  unusual  sinpe. 
are  included  at  $17,50  Cambridge  ololhes.  ordered,  or 
ready-to-wear,  represent  the  last  word  jn  luxury  at 
$20,  $25  and  $J0 


254  Yonge  Street 

■2nd  Door  North  of  Sellers-Cough 


A  new  store  in  Toronto,  carrying  out  a 
vigorous  advertising  campaign.  "Cam- 
bridge Clothes"  seal  is  always  at  the  top, 
with  same  striking  phrase  at  either  side. 
Exterior  and  interior  views  of  this  store 
appeared  in  last  issue. 


Nothing  But  Hats 


Th:s  means  a  specialist's  business, 

just  far  enough  ahead  of 

all  others  to  be 

noticeable. 

Hats  from  $2  to  $5 


ARMcMICHAEL 

113      KING      STREET      EAST 

Sothlttg  But  Hatt 


Sample  of  ad.  that  is  run  in  sporting 
page  of  Hamilton  papers  once  a  week. 
"Nothing  but  hats,"  is  a  store  slogan. 
See  page  66 


Let  Boys  Play 

Novel  Idea  of  Big  House  for 
Entertaining  Youthful  Custom- 
ers in  the  Boys'  Department. 

THE  installation  of  athletic  ap- 
paratus, including  punching  bag, 
boxing  gloves,  footballs,  single 
sticks,  etc.,  was  recently  tried  as  a  fea- 
ture to  attract  the  attention  of  the  little 
man  to  the  boys'  wear  department  of 
one   of   the   big   Toronto   stores.     There 


was  no  selling  feature  to  the  display; 
the  apparatus  was  installed  for  the  boys 
to  play  while  in  the  store  with  their 
parents,  and  in  some  cases  they  stayed 
here  while  their  elders  went  to  do  shop- 
ping in  other  parts  of  the  store. 

The  idea  was  found  to  be  a  big  draw- 
ing card,  and  in  some  cases  when  the  boy 
got  his  mind  fixed  on  the  bag  or  the 
mitts  it  was  almost  impossible  to  get  him 
to  stand  still  long  enough  to  get  a  new 
suit  fitted. 

Such  methods  of  attracting  customers 
to  the  store  are  based  on  strictly  modern 
ideas,  and  there  are  many  merchants 
who  now  find  that  they  get  better  results 
from  drawing  crowds  to  the  store  with 
seme  attraction  apart  from  the  mer- 
chandise offered  for  sale  than  by  bar- 
gain prices.  The  main  thing  is  to  get 
the  people  into  the  store,  and  where 
there  are  good  staple  lines  of  goods  at 
reasonable  prices  careful  salesmanship 
will  do  the  rest.  The  athletic  display 
was  also  based  on  the  theory  that  must 
be  considered  to  a  large  degree  in  ad- 
vertising the  boys'  department,  and  that 
is  the  appeal  to  the  boy  himself.  The 
majority  of  boys  have  a  great  influence 
with  their  parents  as  to  where  the  new 
suit  will  be  bought,  and  with  the  boy 
there  are  often  more  attractive  things 
than  price. 


DEMOCRATIC  FAC- 
TORY GOVERNMENT. 

In  the  clothing  manufacturing 
plant  of  Henry  Sonneborn  & 
Co.,  Baltimore,  Md.,  there  is  a 
unique  organization  of  employ- 
ers and  employed  consisting  of 
a  cabinet  and  congress  made  up 
of  Senate  and  House  of  Rep- 
resentatives. 

The  cabinet  consists  of  the 
members  of  the  firm,  the  Senate 
of  the  department  heads,  sup- 
erintendents, foremen  and  their 
first  assistants  and  the  house 
of  representatives  of  the  rank 
and  file  of  the  employees.  The 
purpose  of  the  House  of  Repre- 
sentatives is  to  deal  mainly 
with  problems  which  affect  the 
employees  individually.  The 
Senate  is  to  deal  with  the  prob- 
lems that  affect  departments 
and  employees  collectively. 

Both  of  these  bodies  have  the 
power  to  investigate  any  busi- 
ness matter  they  see  fit,  and  to 
submit  their  conclusions,  with 
recommendations,  to  the  cabinet, 
with  whom  final  executive  ac- 
tion rests. 


Overcoats  for  Winter 


THERE  are  many  varied  opinions 
as  to  the  overcoat  possibilities  for 
the  Fall  and  Winter  season  and 
the  extent  to  which  the  Balmacaan 
model  and  the  chincilla  material  will  in- 
fluence the  heavier  garments.  General- 
ly speaking  a  safe  line  will  be  a  short 
coat  for  young  men  cut  semi-form  fit- 
ting, with  or  without,  the  half  belt.  This 
coat  will  be  especially  strong  as  a 
dressy  garment. 

The  Balmacaan  coat  will  not  be  heard 
so  much  of  as  a  name,  as  during  the 
present  season.  However,  there  will  be 
the  influence  of  the  style  and  a  "semi" 
model  will  be  made  for  those  desiring 
the  loose  coat.  As  a  lasting  style  in 
the  popular  vogue,  however,  the  Balma- 
caan will  be  largely  confined  to  the  ser- 
viceable lightweight  coat  of  cravenette 
or  similar  material,  which  serves  for 
double  service  in  the  between-seasons. 
The  real  Balmacaan  coat  as  made  in 
England,  is  a  coat  with  a  history,  and 
will  continue  as  a  coat  of  the  future  for 
the  very  exclusive  dresser.  Models  are 
made  of  the  very  richest  materials,  with 
silk  linings  and  broad  facings;  they  sell 
up  to  forty  dollars  and  there  is  about 
them  a  something  which  at  once  gives 
the  exclusive  impression.  For  the  man 
who  can  afford  several  coats  it  is  the 
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thing,  but  for  general  wear  the  model 
is  too  extreme  for  the  taste  of  the 
Canadian  public.  In  the  heavy  Winter 
coat  the  ulster  is  more  to  the  popular 
mind  and  this  coat  will  be  a  strong 
Winter  seller,  as  it  always  is  with  those 
seeking  worth  and  service. 

In  some  quarters  the  run  on  chinchilla 
for  winter  coats  is  expected  to  be  fol- 
lowed by  a  demand  for  the  more  ser- 
viceable hard  surfaced  materials,  but  on 
the  other  hand  there  is  a  big  range  of 
materials  being  shown  which  are  dif- 
ferent from  the  chinchilla  in  finish,  but 
which  which  embody  those  qualities 
which  made  this  material  so  popular — 
lightness  with  warmth. 

One  exclusive  house  will  carry  a 
strong  line  of  a  material  known  as 
"Montenac,"  which  they  are  importing. 
This  cloth  is  thick  and  light  and  the 
finish  somewhat  resembles  a  very  fine 
Persian  lamb. 

Patch  pockets  are  going  to  be  popu- 
lar on  many  of  the  coats,  particularly 
the  Fall  models  and  the  roll  lapel  will 
be  used,  the  tendency  being  for  a  long 
roll  on  the  close-fitting  models  and  a 
higher  button  for  the  semi-Balmacaan, 
on  which  the  high  button  collar  will,  to 
a  large  extent,  disappear  except  in  the 
storm  coats. 
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An  Outing  Suggestion  in  New  York  Window 


The  merits  of  this  trim,  taken  from  The  Review  in  New  STork,  are  obvious  at  a  glance.  The  crossed 
paddles  and  pennants  have  been  used  before,  but  considerable  art  is  shown  in  the  ample  supply  of  head- 
gear  lying  on    the  "ground"  in  easy  fashion.     The  whole  trim   is  worth  considering. 


Overcoats  and  Caps 

Influence  of  the  modern  styles 
in  outerwear  used  by  Ameri- 
can manufacturer  to  sood  ef- 
fect in  placing  orders  for  caps. 

THE  Balmacaan  and  Mackinaw 
coats,  together  with  the  populari- 
ty of  the  Scotch  tartan  plaid, 
promise  to  be  reviving  factors  in  the 
cap  trade  for  the  Fall.  In  the  past 
year  there  has  been  a  falling  off  in  cap 
sales  due  in  the  first  place  to  the  popu- 
lar run  on  soft  felts.  But  the  cap  has 
long  been  and  always  will  be  a  staple  in 
men's  headgear,  and  particularly  so 
v  bile  we  have  autos  and  aeroplanes  and 

t  lie  gai I'  golf,  the  cost  nines  for  which 

are  always  shown  by  the  designers  with 
a  cap  In  add  completeness. 

Thai    manufacturers  of  caps,  like  the 
manufacturers  of     all     other     kinds  of 

-   wear,   will   do  W  ell   to   lake  ad\  ant  - 

of  ever;  change  in  public  opinion 
and  taste  wit  h  regard  to  apparel,  is  the 
i  pinion  of  a  prominent  manufacturer. 
He  stales  thai  all  over  the  Western 
States  there  was  a  light  trade  in  Wint- 
■  i  caps  and  I  he  mil  look  as  found  by  his 
i ia\ elers  « as  for  a  cont inuance  of  such 
conditions  tins  Winter.  "Taking  ad- 
\  antage  of  I  be  popularity  of  coats  of 
these   materials,"   continued   the   manu- 

irer,  "our  men  pushed  Balmacaan 
and   Mackinaw  hats  and  caps  strong  and 

i.m,L    \er\     well,    even    as    far    smith 

a    \e«  i  Orleans,    Then  the  big  two  inch 
tartan  plaids  of  green  and  red  combina- 


tions appealed  to  dealers  as  something 
new  and  flashy,  and  helped  to  boost  the 
orders.  Business  looks  just  a  little  bit 
better  now  than  it  did  for  last  Fall, 
which  was  a  <rood  cap  season." 


FOLLOWING   IN    THE 

FOOTSTEPS  OF  OTHERS. 
To  work  upon  that  trait  of 
human  nature  which  so  often 
leads  us  to  follow  intentionally 
anl  unintentionally  the  lead  of 
others,  was  evidently  the  idea 
of  a  business  man  at  Colling- 
wood,  Ont.,  who  was  desirous 
of  getting  men  through  his 
front  door.  In  the  pavement  in 
front  of  the  door,  arranged  in 
a  fan  shape  so  as  to  make  a 
spread  from  side  to  side  and 
take  in  both  directions  on  the 
street,  were  imbedded  "brass 
foot-prints."  These  were  made 
to  reproduce  the  natural  mark- 
ings which  would  be  made  by 
about  half  a  dozen  men  entering 
the  store  and  the  effect  on  one 
walking  up  or  down  the  street 
is  very  striking.  Apart  from 
the  drawing  feature,  there  is 
that  novelty  which  always  at- 
tracts attention  and  which  is 
one  of  the  first  things  to  be  con- 
sidered in  nearly  all  forms  of 
advertising. 


SATURDAY   CLOSING. 

The  Wanamaker,  Lord  ft  Taylor,  and 
Altman  stores  in  New  York,  announce 
that  they  will  remain  closed  all  da\  S 
urday  during  July  and  August.  The  ob- 
ject mainly  was  for  the  benefit  of  their 
employees.  John  Wanamaker  made  the 
following  statement  in  an  advertise- 
ment : — 

"The  entire  Saturdays  of  July  and 
August  (the  first  Saturday  being  July 
4)  will  be  given  as  holidays  and  the 
store  will  remain  closed  in  July  and 
August  from  Friday  night  at  5  o'clock 
until  Monday  morning  at  S.oO  o'clock 
except  for  telephone  orders. 

"This  is  a  t.ew  experiment  for  this 
store  in  New  York,  made  with  the  hope 
that  it  will  not  prove  to  be  any  disad- 
vantage to  our  patrons,  who.  we  think, 
will  be  dad  to  arrange  their  pure 
in  the  first  \\\c  days  of  the  Summer 
weeks,  as  it  is  of  so  much  inter.- 
thousands  of  faithful  workers. 

•'This  action  is  in  accord  with  the 
vision  of  last  New  Year's  eve  in  an  edi- 
torial entitled  'Now  that  the  working 
hours  ot  people  are  under  discission.' 
when  the  founder  wrote  the  following 
paragraph:   'We   shall    hail  iming 

day  when  the  people  will  buy  nothin 
a  Saturday  and  we  would  be  pleased  to 
close    the   Btore   on    Saturday    the   year 
aronnd  and  help  make  a  Sunday  of  two 
nays.'     The  leaven  is  working." 

For  M-voral  months  Altman'-.  Lord  ft 
Tavlor,  and  several  other  stores  have 
not  opened  until  9  o'clock  in  the  morn- 

illLT. 
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MEN'S    WEAR    SECTION 


Dry  Goods  Review 


Boys,  Number  Yourselves  Among  the  Progressives  and 

make  1914  a  Banner  Year 

EIGHTEEN  VALUABLE  PRIZES 


Handsomely  Engraved 
Silver  Loving  Cup. 

14    Gold    and     Silver 
Medals. 

Cash  Awards. 

3rd  Annual  Contest, 

August  11,  12  and 

13,  1914 

OPEN   TO   WINDOW  TRIM- 

MERS,  CARD-WRITERS 

AND  ADVERTISERS 

Awards  to  be  made  and  Prizes 
Presented  by  Prominent  Toronto 
Citizens  at  the  August  Conven- 
tion, Canadian  Window  Trimmers' 
Association. 

C.  W.  T.  A.  Window    Decorating 
Contest. 

The  Review  Loving  Cup. 

Classification  of   Prizes  : 

Class  i— Annual  Grand  Prize.— Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the 
winning  decorator  each  year.     Presented  by  Dry  Goods  Review. 


ORIGINAL  WINDOWS. 

Class  2— Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 
For    the    best    window    of    the    year    showing    most 
beautiful    and    original    background    and    groupings. 

HOLIDAY   OR   OPENING   WINDOWS. 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to  100,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.   Silver  Medal. 
For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 


MERCHANDISING   WINDOWS. 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.   Gold  Medal. 
2nd  Prize — C.W.T.A.   Silver  Medal. 
For    the   best    display,   merchandising    or   business- 
bringing   windows   judged   by   sales   and    effective   ar- 
rangement for  such  event. 

MEN'S  WEAR  WINDOWS. 
Class  5 — Open  to  men's  wear  trimmers  of  Canada. 
1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 
For   best   men 's  wear   units   and  furnishing   tables 
or  windows  dressed,  showing  arrangement  of  units  in 
completed   trim. 
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Dry  Goods  Review  MEN'S    WEAR    SECTION 


OPEN  TO  ALL  WINDOW  TRIMMERS  IN  CANADA.  For    the    best    display    of    drapes    or    ready-to-wear 

1st  Prize      -      -      -     Gold  Medal  grouping  arranged  in  department  windows  or  cases. 
2nd  Prize      -     -     -     Silver  Medal 
For  best  effective  window  arrangement  of  women's  BEST  BACKGROUNDS, 

ready-to-wear  garments.  Class  8 — 

Medals  donated  by  courtesy  of  Acton  Pub.  Co.  1st  Prize $5 

Class  7—  BEST   GR0UPING   °R   DRAPES-  For  the  best  background  suggestions.     Suitable  for 

1st  Prize $5  opening,  anniversary  or  special  events. 

TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in 
a  city  of  less  population  than  that  stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,  but  only  one  view  is  necessary  to  enter  competition  in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,  1913,  to  June  15th,  1914,  and  must  not  have  been 
submitted  in  any  other  contest. 

(d)  All  photographs  to  be  forwarded  to  the  secretary  by  July  1st,  1914.    Pictures  will  be  returned  to  contestants 
after  the  convention  if  requested. 

(e)  Contestants  must  give  detail  description  of  windows,  color  scheme,  general  plan,  cost,  etc.,  marked  on  back, 
and  whether  for  annual  contest.     Class  number  must  also  be  designated. 

(f)  All  windows  to  be  judged  under  numbers,  any  identifying   marks  must    be    removed.      And   names   sent   to 
secretary,   who   will   number   photograph,   each  member  having  different  number. 

C.  W.  T.  A.  Cardwriting  Contest 

Class  1 —  Class  2 — 

First   Prize    -    -    -     Gold  Medal  Silver  Medal. 

Second  Prize    -     -     Silver  Medal 
For  the  most  artistic  pen  or  brush  lettered  card—  For  the  best  Plain  lettered  price-card— used  to  in- 

used  for  opening  or  special  announcement.  dicate   the   price   of  merchandise. 

TERMS  OF  CONTEST. 

(a)  Cards  used  must  be  first  used  in  merchandise  dis-  (c)  Each  card  must  have  no  mark  or  name,  but  must 

plays,  be  sent  not  later  than  July  1st  to  secretary,  who 

(b)  All  cards  must  be  of  uniform  size.     None  larger  .„  .  .  , .       .  _  _      .  . 

than  half  and  none  smaller  than  1-16  of  regulation  ^  num*er  same   for  contest-     A  card  must  be 

sheet,  22  in.  x  28  in.  sent  with  each  entry,  stating  name  and  when  used. 

C.  W.  T.  A.  Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize Gold  Medal  Second  Prize Silver  Medal 

Awarded  for  the  best  all-around  advertising,  including  general  publicity,  opening  and  sale  announcements. 

TERMS  OF  CONTEST: 

(a)  Announcements  must  have  appeared  this  year. 

(b)  All  copy  must  be  original. 

(c)  Not  more  than  six  examples  to  be  entered  in  contest. 

(d)  All  ads  to  be  judged  on  points— 1.  Editorial  and  descriptive   text.     2.  Layout.     3.  Typographical   effect.     4. 
Originality  of  ideas. 

All  entries  to  be  forwarded  to  secretary  by  July  1st,  1914. 

Contestants  must  be  members  of  C.W.T.A.  and  staff  employees  in  Canadian 
Stores.     Contest  closes  June  15th,  1914. 

The  Award  Committee  decisions  to  be  final. 

Canadian  Window  Trimmers'  Association 

J.  A.  McNabb  F.  J.  Thompson 

Pre..  Sec. 

52  Stanley   St..   St.   Thonit,   Ont. 
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MEN'S    WEAR    SECTION 


The 

Windless 
Three-in-One 
Cooper  Cap 


what  the  Cooper  Cap   is  doing 
for  others—and  can  do  for  you 


What  does  the  Cooper  "Three-in- 
one" — the  cap  that  automatically 
adjusts  itself  to  three  distinct  sizes — 
mean  to  you?  To  hundreds  of  other 
merchants  who  have  stocked  the 
"Windless"  it  has  meant  the  cutting 
down  of  their  hat  stock  by  two-thirds: 
it  has  meant  doing  the  same  amount 
of  business  on  one-third  the  capital, 
and  it  has  permitted  them  to  use  the 
space  formerly  utilized  by  the  cap 
stock  for  other  merchandise. 

And  the  numerous  selling  points  that 
you  can  use  when  showing  your  cus- 


tomer a  "Windless"  will  mean  a  sale. 
Show  him  how  this  cap  fits  the  head 
in  such  a  way  that  the  "stormiest 
breezes  that  blow"  will  fail  to  dis- 
lodge it  from  the  head.  It  mak< 
splendid  cap  for  motorists — a  good 
trade  to  develop. 

Then  again,  every  three-in-one  cap  is 
guaranteed  to  give  the  greatest 
amount  of  service  or  will  be  replaced 
it'  defective; 

Cooper  Cap  can  be  depended  upon  t<» 
he  absolutely  correct  in  stvle. 


THE    COOPER     CAP     COMPANY 

260  Spadina  Ave.  TORONTO 


DRY    GOODS    REVIEW 


Take  Advantage  of 
Our  Enquiry  Department 


i 


WHEN  you  become  a  subscriber  to 
'The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


DRY    GOODS    REVIEW 


The   Special 
Fall   Number 


of  Canada's  necessary  dry  goods  paper 
will    be    issued    first    week    in    July. 

It  will  undoubtedly  be  the  finest  and 
most  useful  number  we  have  yet  sent  to 
the  trade. 

We  would  advise  early  reservation  of 
space  if  good  position  is  desired  in  this 
big  issue.  Every  buyer  worthwhile 
from  Coast  to  Coast  will  get  a  copy. 

Forms  close  June  25th. 
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Let  Your  Fall  Millinery  Stock  be  the  Fisk  Line 


Fisk  Hats, 
Merchant's 
Trimmed  Hats, 
Untrimmed 

Shapes, 
Velvets,  Silks, 
Ribbons, 
Flowers, 
Fancy  Feathers- 
Ostrich  and  all 
Millinery 
Merchandise. 

STYLE 


QUALITY 
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Manufacturers 

Importers 

Designers 

Producers 


I).    B.    FISK    &    COMPANY 


225    North    Wabash    Ave. 


Chicago 


DRY     GOODS    REVIEW 


Your  Mail  Orders 


deserve  the  very  best  attention.  Are  they  getting  it?  If 
they  are,  we  will  not  press  the  matter  further — but  if  they 
are  not  receiving  all  the  care  which  is  their  due,  we  ask  you 
to  give  us  a  trial. 

We  are  specializing  in  handling  orders  sent  in  by  mail. 
Our  facilities  for  quick  service  and  proper  attention  have 
been  greatly  improved.  May  we  have  the  pleasure  of 
hearing  from  you? 


Address  your  inquiries  care  of  the  Mail  Order  Depart- 


ment. 


Mail  Order  Department 

Greenshields  Limited 


Victoria  Square,  Montreal 
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Etnberprten 

FOR     BOYS     AND    GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


Andersons 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 

A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


A       WM.  ANDERSON  &  CO.,  Ltd.    VTA  fr 

-^  PACIFIC  Mil  IS.  GLASGOW  P"' 

&  0  SCOTLAND  l& 
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HI 


Guaranteed  by  the  B.D.A. 


Lustrous,  supple,  durable — made  in  all  the  newest  patterns  and  colorings. 
English  Mohairs  remain  perennially  salable. 

French  couturiers  use  them  continuously  because  of  their  exquisite  beauty. 
Economical  home  dressmakers  use  them  for  the  added  reasons  that  they 
will  not  spot  or  crease,  and  are  easy  to  handle. 

English  Mohairs  in  your  stock  mean  constant  sales  and  no  loss,  for  English 
Mohairs  know  no  seasons,  and  are  always  in  fashion. 

In  ordering  English  Mohairs,  tell  your  wholesaler  or  importer  that  you 
want  English  Mohairs  guaranteed  by  the  B.D.A. 

THE  BRADFORD  DYERS' ASSOCIATION,  LTD. 

of  Bradford,  England 
American  Bureau:      235  West  39th  Street,     New  York  City 
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TAE  B I CTA  PRVN  E  cm 


(registered) 


"Easy!  Why,  I  just  listen  to  Mr.  Smith's  voice  and 
write  out  what  he  says  on  the  typewriter.  I  can  regulate 
the  Dictaphone  to  my  typewriting  speed,  and  then  if  T 
do  happen  to  miss  a  word,  there  is  a  back  spacer  just  like 
on  my  typewriter,  and  when  I  press  it  Mr.  Smith's  voice 
obligingly  says  the  last  few  words  over  again. 

"I  don't  have  to  risk  my  life  any  more  by  asking  him 
to  repeat — you  know  how  Mr.  Smith  hates  to  be  inter- 
rupted. It  always  makes  him  forget  what  he  was  going 
to  say,  and  then  he  goes  right  up  in  the  air. 

"Yesterday  I  wrote  80  letters  and  if  I  had  had  to  take 
them  down  in  shorthand  first,  I'd  have  had  to  stick  around 
here  until  all  hours.  As  it  was  I  got  them  all  done  in  plenty 
of  time. 

"Eye  strain!  I'm  through  with  that!  And  'cold 
notes'  don't  worry  me  now.  What's  more,  my  letters  are 
right.  And  why  shouldn't  they  be?  I  copy  his  own  words, 
instead  of  copying  my  notes  of  his  words. 

"I  hope  I  never  see  a  shorthand  note-book  again !  I'd 
just  as  soon  give  up  my  typewriter  and  go  back  to  writing 
letters  in  long-hand. 

"Yes  and  I  didn't  like  the  idea  of  the  Dictaphone  when 
I  started,  either." 


Demonstration  in  your  own  office  on  your  own  work. 


THE 'DICTAPHONE 

(Columbia  Graphophone  Company 
Sole  Distributors) 

52  Adelaide  Street  West 

TORONTO 

Stores  in  Principal  Cities 
Dealers  Everywhere 

Your  Day's  Work" — a  book   we  should 
like  to  send  you. 

Approved  by  the  Under- 
writers. Official  Dictating 
Machine  of  the  Panama 
Pacific.  International  Ex- 
position. 
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The  Sun 
Bleaches 

'  Old 

Bleach* 

Towels 


and  Damasks 


HpHIS  is  the  season  when  our  friends  from 
*•  the  "other  side"  are  visiting  us. 
Don't  you  think  it  will  be  worth  while  to 
draw  their  attention  to  Irish  Linens?  They 
know  what  is  best  and  are  familiar  with  the 
Old  Bleach  Brand  as  it  is  largely  featured  by 
the  great  linen  houses  in  New  York  and  other 
American  Cities. 

"®3&r  stock  in  Toronto. 

R.  H.   GOSBIE   LIMITED 


IRISH  LINEN    AGENCY 


30  Wellington    St.  West 


Toronto 


di:y    goods  review 


MAN  ufa  ct, 


d&NLPfuCiFsl  e? 


*-%£>cHAXn!F'         35, Church  Street-, 

Ma  nches  ter. 


ENGLAND. 


Represented  in   Canada  by 

Mr.  W.  F.  MACOUN, 

211,  Lindsay  Buildings, 

MONTREAL 

Mr.  J.  E.  ROBSON, 

471,  Do\  ercourt  Road, 

TORONTO 

Mr.  A.  F.  HOUSTON, 

605,  Welton  Block,  325,  Howe  Street, 

VANCOUVER 


Mr.  W.  O  BEAUMONT, 


I  [alifax  Hotel, 


HALIFAX 
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Important 

Mr.  Buyer: 

When   on    your 
European  buying 
trip,  do  not  fail  to 
pay  us  a  visit  and  in 
spect  our  large  assort- 
ment   of   Embroideries, 
Laces,   Furs,   Silks,   and 
Linens,  as  we  are  sure 
of  being  able  to  give 
you  every  satisfaction. 

L.  Tauber  &  Co. 

36   Houndsditch, 
London,  E.C. 

Canadian  Agents 

67   St.  James  Street 

Montreal 


;\re 


FURS 

The  time  is  now  at  hand  to 
place  your  orders  for  furs 
for  the  coming  season,  but 
before  doing  so,  do  not  fail 
to  inspect  our  large  assort- 
ment or  write  for  prices  and 
samples. 

Our  salesmen  are  now  on  the 
road  and  if  they  fail  to  call, 
write  our 

Canadian  Office 

Tauber  Bros.  &  Co. 

67  St.  James  Street 


en  w\ 


Montreal, 


Canada 


"Rooster 

Brand" 


ICrdw/iDverAll 


ANNOUNCEMENT 

In  order  to  meet  the  ever-increasing  de- 
mands of  our  customers  for 

"I  Crow  Over  All" 

OVERALLS 

we  have  opened  a  new  factory  at 
MAGOG,  QUE. 

for  the  exclusive  manufacture 
of  these  garments 

Robert  C.  Wilkins  Co.,  Limited 

White  Coats,  Men's  Pants 

Soft  Shirts,  Khaki  Clothing 

FARNHAM     OIIF         principal  factory  and 

I  rtlMlIIttm,     VJUE..  BUSINESS  OFFICE 

MONTREAL  OFFICE:  501   New  Birks  Building 


LIDDELL'S 

GOLD  MEDAL 

LINENS 

Are: 

— made    of    the    finest    linen 
thread  ever  spun. 

— strong  and   of  long-wearing 
qualities. 

— of  a  delightfully  soft  finish. 

— known   the    world    over  for 
their  snowy  whiteness. 

— the  linens  to  attract  the  best 
trade  to  your  store. 

R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  ST.,       TORONTO 


DRY     GOODS    REVIEW 


When  You  Come  to  Market 

Mr.  Buyer 

Address:-  Anywhere  in  Canada. 

Dear  Sin- 
When  in  Montreal  this  summer,  keeping  in  touch  with 
the  needs  of  your  trade,  be  sure  and  visit 

The  House  of  Alphonse  Racine  Limited 

"The  Staple  Dry  Goods  House  of  Canada" 

where  you  will  find--- 


I.  One  of  the  very  largest  stocks  of  General  Dry 
Goods  in  the  Dominion  of  Canada. 

II.  Complete  sorting  lines  of  goods  wanted  for  immedi- 
ate season's  needs. 

III.  Merchandise  displayed  in  a  good  light  for  easy 
inspection. 

IV.  Courteous  and  intelligent  service. 

Our  Letter  Order  Department  will  give  prompt 
and  efficient  attention  to  any  orders  you  may  send  us,  or  re- 
quests for  quotations  or  samples. 

Yours  truly, 

Sample  Rooms  at :- 

ouSS  -    Qui  Alphonse  Racine  Limited 

Sherbrooke     -  Que. 

New  Glasgow  ns     340-350  Saint  Paul  St.,     Montreal,  Canada 

Summerside,    P.E.I. 
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Manufactured  and 
wholesaled  only  by 


Alphonse  Racine  Limited    "SS&SS^ 
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PAT'O  J'NUARV  21,    191? 


has  won  its  spurs 


A  year  ago  "Noesting"  first  made  its  appearance  on  the  pin-ticket 
field  and  since  then  has  been  engaged  in  a  stiff  battle  of  competition. 
To-day  it  has  won  its  spurs — has  been  proven  out  by  hundreds  of 
Canada's  merchants  who  hack  us  up  in  our  claims  for  this  little 
wonder  ticket. 

it  was  just  as  natural  for  "Noesting"  with  the  special  features 
in  its  favor  to  take  the  lead  as  it  is  for  cream  t<>  rise  to  the  top. 

"Noesting"  by  its  sound  value  only  lias  wormed  itself  into  the  confi- 
dence and  good-will  of  hundreds  of  merchants  who  have  sent  for 
sample  boxes.  These  progressive  dealers  have  proven  for  themselves 
our  claim  that  "Noesting"  averts  the  ruffling  of  salespeople's  and 
customers'  temper  by  the  inadvertent  jabbing  of  t lie  fingers  and  pro- 
tects your  goods  from  pin-ticket  damage. 

Let  us  convince  you  thai  "Noesting"  will  do  this  for  you  by  sending 
for  a  free  sample  box.     Write  to-day. 


THE   COPP-CLARK  COMPANY.    LIMITED 

495  to  517  Wellington  Street  W.,  Toronto 

Smith,  Davidson  i\  Wright,  Vancouver,  B.  C,   Sole  Agents  for  British  Columbia 


THE     LARGEST    EXCLUSIVELY     WHOLESALE     DRY 
GOODS  HOUSE  IN  THE  MARITIME  PROVINCES. 
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VASS1E   &   COMPANY,  LIMITED.  w"£^,SLS3Sm"b 


ST.   IOIIN.  N.  Ii. 
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VICTOR  GOLDBERG 

87-89  Notre  Dame  W.,  Montreal 
Head  Office,  London,  Eng. 

The  cheapest  Manufacturer,  Importer  and  Jobber  in  the 
Dominion. 

Men's  and  Boys'  Clothing 

Hemstitched  Sheets 

Tablecloths 

Handkerchiefs 

And  all  kinds  of  Dry  Goods. 
We  supply  only  Wholesale  Jobbers  and  large  Department 
Stores. 
All  mail  orders  for  Samples,  etc.,  promptly  attended  to. 

Keen  Buyers  will  find  it  worth  your  while. 

VICTOR  GOLDBERG 

87-89  Notre  Dame  W.,  Montreal 
Head  Office,  London,   Eng. 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     X2.50     Mailed  Free 

Specimen  Copy  ivill  be  supplied  on  application 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing  Offices: 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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BATTING 

NORTH  STAR,  CRESCENT 

and  PEARL 

These  brands  represent  the  batting  that  your  customers  want. 

They're  made  from  long  staple  cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that  open  out  into  strong  sheets  of 
even  thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your    Wholesaler 


\  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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When  completing  your  Fall  buying  remember 
that  we  have  one  of  the  best  assorted  stocks 
in  Canada. 

Our  very  central  position  gives  us  every 
facility  for  prompt  shipment  to  all  points 
in    Ontario    and    Quebec. 

Order  now,  and  we  can  give  you  all  the 
advantages  of  selecting  from  a  newly  arrived 
and  thoroughly  up-to-date  range  of  goods. 

A  letter  order  department  with  experience 
in  selecting  merchandise  for  all  classes  of 
trade  will  take  care  of  your  mail  orders  or 
see    our    travellers'    samples. 

m 


JOHN   M.    GARLAND,  SON   &   CO. 


Ottawa, 

WHOLESALE  DRY  GOODS, 


SMALLWARES, 


Canada 

FANCY  GOODS,  ETC. 
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"Her 
Ladyship 
Ready- to- Wear 
Garments 

Autumn  Season  1914 


We  can   with  confidence  assert  that   unrivalled 

values — highly  commendable  in  the  daintiness  of 

style,  finish,  and  serviceable  qualification,  combine 

most  distinctively  in  the  make-up  features  of  "Her 

Ladyship"  Garments.      The  uniform  excellence  of 

these  garments  is  now  well  known  to  the  trade,  and  our 

Autumn  ranges  will  be  no  exception  to  those  of  previous 

successful  seasons. 

It  is  a  pleasure  for  our  representatives  to  show  you  our 
lines.    It  is  also  a   pleasant  surprise  to  the  buyer  to 
examine  such  a  comprehensive  gathering  of  trade- 
winners.    Self-interest  bespeaks — that  every  buyer 
of  Ready-to-Wear  Garments  should  have  a  close 
scrutiny  of  our  Fall  features. 

W.  R.  B  rock  C  ompan  y 

(Limited) 

TORONTO 
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Our 

Range  of 

Autumn   Fabrics 

Includes  all  of  Fashion's  domi- 
nant   features    in    Weave, 
Texture  and  Shading. 

Among  our  ranges  will  be  found  these 
attractive  fabrics: 

Moire  Gaberdines 

All  Silk  Moire  Velvets    - 

Fancy  Plaid  and  Roman  Stripe  Broadcloths 

All  Wool  Crepe  Venetians 

Traverse  Crepe  Serges 

Wide  Wale  Wool  Cheviots 

French  Estemaine  Cheviots 

Honeycomb  Wool  Velours 

Shepherd  Check  Wool  Velours 

All  Silk  Crepe  Ondine 

Wool  Eponges 

Tango  Boucles 

We  invite  the  trade  to  see  samples  of  these  weaves  now 
on  the  road  with  our  representatives. 

The 

W.  R.  Brock  Company 

(Limited) 

TORONTO 
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Confidential  reports  to  The  Review 
from  every  province  in  Canada  analyzed 
and  tabulated — How  do  your  costs  lor 
rent,  advertising,  delivery,  depreci- 
ation, etc.,  compare  with  these  % — En- 
ormous increases  shown  in  comparisons 
since  1900. 


Problem     of     Rising     Costspercentage  of    cost     of     doing  business 


T  ■which  was  dealt  with  along  certain 
lines  in  the  January  issue  of  The 
Review  created  such  widespread  inter- 
est that  it  was  decided  to  secure  further 
information  upon  the  subject  of  the 
cost  of  carrying  on  a  dry  goods  busi- 
ness in  Canada,  not  only  in  the  aggre- 
gate, but  subdivided  under  the  main 
headings  of  expense,  such  ;i-  rent,  sal- 
aries, advertising,  delivery,  and  so  forth. 
But  here  again  it  was  felt  that  a  gen- 
eral summary  of  costs  would  be  of  little 
assistance  to  the  individual  dry  goods 
merchanl  in  determining  whether  his  ov  a 
division  of  costs  were  approximately 
an  average,  inasmuch  as  extreme  dis- 
crepancies existed  between  costs  in  a 
city  of  100,000  or  over,  and  a  town  of 
100  or  even  1.000.  Where  for  instance. 
delivery  expenses  in  the  largest  cities 
run  as  high  as  2  per  cent.,  in  the  small 
er  places  they  are  often  almost  nc^lisj- 
ihle.  Ninety  per  cent,  of  the  goods  are 
carried  away  in  these  cases  by  the  pur- 
chaser,  and    the   "  boy "   fills   in   his   time 

.1  jobs.     Rent)  taxes,  insurance,  as 
b  rule  are  higher  in  the  bigger  places. 

Hence  in  this  article  a  division   has  been 

made   in  regard  to  population  and   the 


figured  out  under  four  heads:  1.  Under 
1,000  inhabitants;  2.  1,000  to  5,000;  3. 
1,000  to  10,000,  and  4.  Over  10,000. 

Further  divisions  than  these  will  be 
made  in  later  issues  as  returns  from 
merchants  are  expected  to  rise  far  into 
the  hundreds,  and  perhaps  exceed  the 
thousand  mark. 

Figures  for  Other  Years. 

Nor  has  the  main  idea  of  the  earlier 
inquiry-conducted  as  it  was  within  a 
much  narrower  compass — been  neglect- 
ed.  In  an  effort  to  lay  before  its  read- 
ers the  real  seriousness  of  the  subject, 
figures  are  being  asked  for  covering  the 
years  1900,  1905,  1910  and  1913.  or  any 
others  where  the  information  is  readily 
to  hand.  Comparisons  of  these  will  en- 
able dry  Lroods  men  to  appreciate  more 
fully  the  Big  Problem  in  business  to- 
day.  Keeping  Down  the  Rising  Costs. 

Not  content  with  tiunres  alone.  The 
Review  has  asked  its  readers  to  furnish 
"Suggestions  for  meeting  increased 
cost  of  doing  business,"  and  these  re- 
plies so  generously  given,  as  indeed 
was  all  tin'  information  asked  where  it 
was  possible  t"  comply  will  be  present- 
id  in  this  ami  subsequent  issues. 
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That  the  investigation  has  struck  a 
responsive  chord  has  been  proved  by 
many  a  comment.  One  of  the  latest  to 
be  received  before  this  article  was  com- 
piled is  typical: 

A  Vital  Feature. 
"I   am  glad   to   see  you   take  this 
matter  up,  as  it  is  a  vital  feature  in 
conducting  business  to-day." 
The  writer  was  a  successful  merchant 
in   a   town   of  under  3.000   inhabitants, 
but  his  expenses  ran  up  last  year  to  21?4 
per  cent,  of  his  turnover.     It  is  notice- 
able that  in  this  is  included  5  per  cent. 
tor  "Had   Debts  and  Depreciation,"  of 
which  the  latter  exceeds  4  per  cent.  This 
it  may   lie     remarked,     is  a   far  higher 
amount    than    is    ordinarily    allowed    ac- 
cording to  the  reports,  as  will  be  shown 
in    detail    later.      Hut    this    in    itself   fur- 
nishes  an    interesting  point    of  contrast 
both   for  this  merchant  and   for  others. 
Just  one  more  point   in   this  particu- 
lar report,  by  way  of  a  glimpse  into  the 
kind  of  material  The  Review  is  securing 
— almost  invaluable,  in  its  opinion.    This 
merchant     Supplied     the   following 
■Misrcestion   for     meeting     the  increased 
cost: 


DRY     GOODS    REVIEW 


AVERAGE    COST  OF  DOING  BUSINESS  IN  CANADA 


RENT 
SALARIES 

ADVERTISING 

DELIVERY 

h  EAT,  LI  GI1T,  CURRENT. 

INSURANCE,TAXES,  LEGAL 
BAD  DEBTS. DEPRECIATION 

OTHER  STORE  EXPENSES 
TOTAL  rngT 


PER  CENT. 
OF  TURNOVER 

2'00 
10-10 

1.59. 

•69 

ro8 

•66 

213 


18-15 


■  -■                                                                                              *«^l  ^^Hitf*- 

-*  .  ---. 

« 

I   H                            *  '-^ 

1    ■"      -*f =~     ^tB  ^ 

^b^~ 

hifllr       *%**»<■*        ^R^^       ^1 

^iHi»'    ! 

!  I 

"Employing  profitable  help;  watch- 
ing closely  the  expenses;  pushing  the 
most  profitable  lines;  cleaning  up 
stocks  each  season;  keeping  well 
posted,  and  placing  orders  with  manu- 
facturers, which  means  buying  so  that 
you  can  get  a  profit." 

All   Confidential. 

Now  you  do  not  know  who  he  is,  nor 
where  he  lives;  his  report  was  marked 
"Confidential"  by  The  Review  on  the 
hlank  slip  it  sent  out,  and  so  it  will  be 
held,  and  every  other  one  that  has  reach- 
ed  or  will  reach   the  editor. 

When  these  reports  began  to  be  sent 
Out,  The  Review  felt  that  in  many  cases 
the  information  would  not  be  returned, 
for  the  simple  reason  that  many  merch- 
ants have  not  gone  into  their  business 
expenses  in  sufficient  detail  to  supply  it. 
In  many  cases  this  was  undoubtedly 
true,  but  in  many  others,  even  in  places 
of  100,  200  or  300  inhabitants,  the  mer- 
chants supplied  the  figures  promptly. 
This  is  one  of  the  most  encouraging 
features  of  the     whole     inquiry,  for  if 


there  is  one  point  more  than  another 
that  seems  necessary  to  impress  to-day 
upon  the  merchant,  no  matter  of  what 
country,  it  is  to  apply  the  old  Greek 
proverb,  "Know  Thyself" — Know  Thy 
Rusiness  from  basement  to  top  floor, 
from  front  to  rear,  from  office  boy  to 
superintendent ;  from  the  notion  counter 
to  the  ready-to-wear  or  dress  goods  de- 

Coahdtntul    Kipon  to   D17  Goodi    Etricw 


COST  OF  DOING   BUSINESS  IN   CANADA   BASED  ON 
PERCENTAGE  OF  THE  TURNOVER 


rr.«ii 


/£  —  % —  'i 
7  —  f>— f, 


££ 


e.        J*  —  k 

u —  >»  —  ** 

~rrc     ?yp     7»^r 


17 


partment;  know  what  it  is  costing  you 
to  do  business;  know  what  each  clerk 
sells  and  what  he  costs  to  sell  it;  know 
what  each  department  costs  to  run  and 
the  profits;  know  just  Where  You  Are 
At  Every  Day.  Only  thus  can  you  pick 
out  those  treacherous  Leaks  that  carry 
off  your  profits  in  these  days  when 
Turnovers  are  not  increasing  perhaps, 
as  rapidly  as  in  1911,  1912  or  the  earlier 
portion  of  1913,  when  they  rose  almost 
as  if  led  on  by  a  magic  wand. 

Over  Half  for  Salaries. 
Five  summaries  are  presented;  one 
covering  all  the  reports  so  far  received, 
and  four  others  divided  according  to 
population.  The  general  summary  shows 
an  average  total  expense  of  doing  busi- 
ness of  18.13  per  cent,  of  the  turnover, 
of  which  salaries  amount  to  over  fifty 
per  cent.,  or  10.10.  It  is  this  item 
chiefly  that  is  causing  merchants 
anxiety  as  it  mounts  rapidly  if  sales  fall 
off.  Theoretically  seven  or  eight  per 
cent,  has  been  set  down  as  the  proper 
figure  and  some  stores  aim  to  keep  it  in 
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most  departments  close  t<>  5,  hut  the 
figures  submitted  to  The  Review  from 
store  after  store  brushes  aside  tin-  low 
amount.  Four  or  five  years  ago  this 
uaighl  have  been  the  result,  but  not.  it 
appears  now.  Just  one  illustration 
along  this   line. 

A  merchant  in  a  town  of  under  5,00(1 
submits  the  following  under  salaries: 

1905    73^% 

1910    L0% 

1913    13% 

During  this  period  his  total  expense 
ot  doing  business  rose  an  almost  direct 
amount  : 

1905    13y2% 

1910    1")'  r, 

1913    19% 

In  the  case  of  places  under  1(111(1  the 
salary  costs  fell  just  below  9  per  cent.; 
in  towns  between  1,000  and  5,000,  they 
averaged  10.75  per  cent.;  in  towns  of 
1,000  to  1(1.000  they  were  lower,  10.03. 
as  this  included  a  number  of  places  of 
over  5,000,  where  rapid  growth  and* 
other  reasons  resulted  in  advancing 
turnovers  with  a  corresponding-  low  per- 
centage of  cost  for  salaries.  For  cities 
of  over  10,000  inhabitants  the  cost  ran 
up  to  12.50  per  cent.  This,  in  the  final 
summary  is  likely  to  prove  too  high,  as 
in  the  list  are  places  that  happen  to  pay 
as  high  as  15  per  cent.,  an  apparently 
excessive  figure,  and  very  heavy  drain  on 
profits.  Of  all  the  returns  the  lowest  so 
far  is  4>2  per  cent.,  and  5  per  cent,  the 
next  in  order. 

Wide  Range  for  Advertising. 
Advertising,  as  might  have  been  ex- 
pected, ran  a  wide  gamut,  from  barely  a 
cent  a  year,  to  as  high  as  5  per  cent. 
The  latter  is,  of  course,  regarded  as  ex- 
ceptional,  but  3  per  cent,  was  found  in 
several  cases.  The  average,  however, 
ran  about  1-5,  1-3,  1-4  and  1-2  per  cent. 
were  not  uncommon.  In  fact  in  all  ex- 
cept cities  the  average  will  be  seen  to 
be  under  1   per  cent,  of  the  turnover. 

Many  Charge  No  Rent. 
Rents,  as  might  be  expected,  were 
widely  apart.  Indeed,  it  was  found  on 
some  reports  that  it  was  thought  suf- 
ficient for  the  absence  of  any  allowance 
under  this  head,  "We  own  the  store." 
Hut  surely,  the  husines  should  be  asked 
to  paj  interest  on  the  money  invested  in 
the  building  and  a  net  profit  of  8  per 
cent,  should  not  he  counted  on  as  10 
per  cent.,  simply  because  no  rental  al- 
lowance of  '.!  per  cent,  is  made.  Where 
a  mi-   of    the    store    is    t  he    owner   of 

the  building  it  maj   seem  to  he  "merely 
;;  question  of  bookkeeping,"  or  "taking 

ii    mil    ,.1    one    hand    and    putting    it    into 

ther,"     hut     uh\     not   have  your 

i.,, ok!  orreel ;  w  by    not   give  the 

'  'other   hand  "   t  he   credit    due   to   it  T 


Neglecting  Owner's  Salary. 

A  similar  tendency  to  neglect  an  item 
of  cost  where  there  was  no  direct  pay- 
ment was  -ecu  in  the  case  of  salaries. 
(•m-  -lore  reported  salaries  at  $400,  evi- 
dently for  ;i  clerk,  as  no  proprietor  would 
rate  ins  services  at  so  lowly  a  figure. 
Another  set  them  down  at  $2,700,  ex- 
elusive  of  proprietor,  in  a  village  of 
nearly  1,0011  population.  Another  fixed 
salaries  in  1900  at  $350,  and  in  1913  al 
$400,  again  neglecting  the  proprietor's 
share.  "Exclusive  of  my  own,  5  per 
cent.."  wrote  the  head  of  a  store  in  a 
ti  wn  of  nearly  5,000  population,  where 
the  turnover  was  $36,000. 

Just  take  this  case  as  an  instance  and 
figure  out  the  difference  in  percentage. 
The  clerks'  salaries  were  5  per  cent.,  or 
$1,800;  the  proprietor  notes  that  he  al- 
lowed himself  $1,200  as  salary,  but  does 
not  count  this  in  as  a  salary  expense  in 
figuring  it  out  in  the  list.  The  total 
would  be  $3,000,  or  over  8  per  cent,  of 
sales. 

Why  not  include  your  own  salary, 
Mr.  Business  Man?  The  services  given 
to  your  business  would  be  worth  a  salary 
elsewhere  and  your  business  should 
settle  up  with  you  for  the  work  you  put 
hdo  it  before  it  begins  to  talk  of  profits. 
It  is  a  legitimate  charge  against  the 
business,  just  as  rental  is,  whether  you 
(•wn  your  store  or  not. 

The  failure  to  set  down  a  certain 
amount  eacli  week  or  month  for  the  pro- 
prietor leads  often  to  the  vicious  system 
of  a  family  "living  off"  the  business, 
taking  anything  it  wants,  without  keep- 
ing any  record.  This  is  seen  more  in 
grocery  stores  than  in  dry  goods,  but 
what  an  insidious  LEAK  wherever  it  oc- 
curs! Whatever  you  take  home;  what- 
ever any  member  of  your  family  buys, 
have  it  charged  up  to  your  personal  ac- 
count, as  if  you  were  a  total  stranger. 

Costs  of  Delivery. 
The  delivery  expenses,  as  was  expeet- 
ed,  ran  from  a  blank  to  over  two  per 
cent.  As  was  stated  in  a  previous  issue 
it  is  the  larger  cities  chiefly  that  have 
been  hit  hard  by  the  Delivery  Craze, 
where  a  three-cent  package  of  pins  has 
hcen  sent  to  the  customer's  home,  three, 
four,  five  or  six  miles  away.  The  an- 
nexation of  suburban  districts  divides 
with  the  modern  "laziness."  shall  we 
say,  the  rapid  growth  of  the  cost  of  cle- 
livery.     Many    merchants   use    boys   on 

bicycles,  even  in  large  towns;  others  em- 
ploy a  local  cartage  firm  at  so  much  a 
month,  or  so  much  per  parcel;  others 
again  have  their  own  wagon  or  motor 
delivery.  Variations  in  the  cosl  accord 
ing  to  population  are  shown  by  the  fol- 
lowing extracts  from  reports  sent   in: 

In    a    town    just    under   8,000,    the 
is   1.10  per  cent.      In   1010  it   was  .87,  and 
in    10(15   only    .75. 

Is 


In  a  large  city  the  following  figures 
were  given  The  Review : 

L900  8 

10',  ; 

191(1  1.1 

101.  i  ]._> 

In  another  large  town  where  the  turn- 
over is  over  $25,000.  the  cost  of  delivery 
i-  onlj  $50  a  year,  or  1-5  ol 
cent.  Salaries,  on  the  other  hand, 
hand,  amount  to  $2,500,  or  practically 
1"  pel-  cent. 

In  a  town  of  over  1.500  population 
cosl  of  delivery  in  1910  was  $150;  in 
1913,  $200;  in  one  case  l/2  in  the  other 
2-3  of  1  per  cent. 

The  returns  taken  altogether  showed 
that  delivery  expenses  in  places  under 
1,000,  amounted  to  little  over  y2  per 
cent. ;  and  scarcely  any  more  up  to  10,- 
000  population.  The  figures  for  towns 
between  1,000  and  5,000  were  higher  in 
a  number  of  cases  and  brought  the  aver- 
age up  to  .83.  This,  in  view  of  the 
1.000 — 10.000  figures  looks  too  expensive 
a  proposition. 

In  places  of  over  10,000  the  average 
ran  up  to  1.13. 

Other  Expenses. 

The  other  classified  items,  heat,  light, 
current — insurance,  taxes,  legal — bad 
debts,  depreciation — have  been  grouped 
in  the  figures  for  classified  populations, 
as  in  a  number  of  cases  a  separate  fisrure 
was  not  given,  but  it  was  stated  that 
this  or  that  or  the  other  was  estimated 
together.  However,  a  large  number  of 
returns  were  averaged  up  for  the  aggre- 
gate chart  and  these  worked  out  as 
follows: — 

Heat,   light,   current 86 

Insurance,  taxes,  legal   .  . .   1.08 
Bad  debts,  depreciation 66 

Under  the  insurance,  taxes  and  legal 

head  there  was  not  so  much  discrepancy, 
the  figures  running  from  around  .50  and 
.70  per  cent,  to  1.3.  1.4  and  1.5,  with  the 
average  slightly  over  1  per  cent.  The 
larger  places  showed  somewhat  higher 
percentages,  but  not  uniformly  so.  as 
though  assessment  is  high  in  the  former. 
taxes  come  up  pretty  high  in  so  many 
I.  w  ns. 

A.S  to  "bad  debts  and  depreciation," 
the  reports  show  cause  for  congratula- 
tion ami  warning.  The  former  is  in- 
duced by  the  genera]  proof  that  merch- 
ants are  keeping  a  tight  rein  on  credits 
"Bad  debts"  are  not  the  heav.\  drain 
thej    were   e\  en      ten      years      ago,   when 

everj  merchant,  almost,  allowed  a  pretty 
large  amount  everj  year  to  be  "wiped 
off  the  books."  This  conservatism  to- 
wards   credits    is    a    most     hopeful    sign. 

Under  bad  debts  one  merchant  wrote. 
"nothing." 


Business   Costs  According  to   Population 


UNDER  1,000. 

P.  G. 

Rent   1.75 

Salaries  : 8.94- 

A  advertising    £6' 

Delivery 58 

Other  expenses 4-®0 

Total 16.33 


1,000  TO  5,000. 

P.  C. 

Rent   .     1.60 

Salaries 10 .75 

Advertising 90 

Delivery    83 

Other  expenses 2 .53 

Total 16.61 


1,000  TO  10,000. 

P.  C. 

Rent 2.00 

Salaries 10.03 

Advertising    93 

Delivery    59 

Other  expenses    3.58 

Total 17.13 


OVER  10,000. 

P.  C. 

Rent    2.30 

Salaries 12 .50 

Advertising  2 .60 

Delivery  1.13 

Other  expenses 4-14 

Total 20.67 


'^-...^^  r^r- 


*Based  on  reports  to  The  Review  from  Canadian  dry  goods  merchants. 
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DRY      GOODS     UK VIEW 


Too  Optimistic 
So  far  ms  Depreciation  is  concerned, 
the  position  is  not  so  promising.  The 
views  of  man;  merchants  are  too  opti- 
mistic. In  every  large  manufacturing 
concern  a  liberal  amount  is  sel  aside  for 
depreciation.  Fixtures  in  stores  de- 
preciate;  stocks  depreciate.  There  are 
"  leaks  '"  in  every  business,  in  some 
amounting  to  thousands  of  dollars  a  year. 
How  are  you  preparing  tg  meet  this  when 
you  lake  stock  next  January  ?     How  will 


your  stock  sheet  balance  if  you  disregard 
depreciations  that  are  inevitable  in  the 
hi  st    conducted    business! 

There  are  two  more  points  remaining 
in    this    brief    resume    of    the    reports: 

Rising    Costs    and     How    to    Meet     Them. 

so  far  as  retaining  the  margin  of  profit. 

The  rising  costs  have  escaped  notice 
fairly  well  until  the  past  year  in  the 
general  business  and  growth  of  busi- 
ness. Now  it  is  being  scanned  with  an 
eye  to   necessary   pruning. 


What,  then,  has  gone  up.  according 

reports? 

Rent  Has  Grown   Little. 
Rent,  only  a  trifle  in  mosl  cases.     In 

some  not    at   all.       Rentals     are     not 

changeable  as  mosl  items,  as  leases  run 

five,  seven,  or  ten  years  as  a  rule.  F"r 
instance,  in  a  town  of  some  3,000  the 
rent  was  $425  in  1900;  the  same  in  1906; 
$485  in  1910;  and  the  same  still  in  1913. 
In  a  town  of  nearly  8,000  the  rental 
percentage  remained  the  same.  l1^. 


The  Rising  Costs  of  Selling  Goods 


Tin  total  costs  show  alarming  increases  in  spite  of  increase  in  turnovers,   piling    up.   seemingly,    with  irrestistibL 
force.    Below  are  given  a  few  extracts   from  reports  showing  tin  t.  ndt  ncy  of  costs. 

One  of    Smaller  Cities. 


Town  of  About  7,000. 


One  of  Larger  Cities. 


l!m:>  1910  1913 

Rent,  per  cent.  .     1.50  1.50  1.50 

Salaries    7.00  9.50  10.00 

Advertising....     1.25  1.25  1.66 

Delivery 66  .50  .66 

Heat,  light,  etc..        .50  .66  1.00 

Insurance,    etc..        .75  1.00  1.50 

Bad  debts,  etc.  .        .75  .58  .10 

General    133  2.20  2.00 

Total 13.75  17.20  18.50 


In  another  town  it  remained  at  $2.7") 
for    13    years,    whereas    the    turnover   rose 

in  this  period  from  $12,000  to  $16,000, 
the  percentage,  therefore,  falling  from 
2.9  to  1.7.  a  very  substantial  reduction. 
In  a  third  town,  while  the  turnover 
rose  from  $30,000  to  $33,000,  the  rent  re- 
mained a!   $300      1    per  cent,  in   1910  and 

only  .!'l  in  1913. 

In  a  fourth  town  the  percentage,  how- 
ever, rose  from  1.66  in  1  !'<):>  to  2  in  1910 
and   2.:!:i   in   1913. 

But    Salaries  ! 
Salaries   do    not    show    a    similar   tend- 
ency, even   with   increasing  turnovers. 
In    the    ftrsl    case,    salaries    rose     from 

$3,513.12  in  1905  to  $3,801.56  on  a  turn- 
over of  $36,000.  or  about    lO'-j   per  cent. 
In    the    town    where    rent     remained    at 

1'..  salaries  rose  from  7  in   1905  to  !!'•_. 
in  1910  and    lit   in    L913. 

Where  $275   was  paid    in   rent    steadily. 

salaries  rose  $50. 

In  t  lie  case  «  here  rent  was  $300,  sal- 
aries rose  from  +:i.'2<>(>  to  $3400,  bul  the 
turnover    rose    from   $30,000   t<>   $33,000, 

.,,   t:  at    I  lie  actual   salary   percentage     fell 

from  10.66  to  L0.30. 

In  the  <ase  n  here  i  be  reni   rose  from 

1  66   to   2.33   per  cent.,  salaries   lose    from 

,,,  1905  to  12.90  in  1913.  Bui  in 
[910  the  salarj  costs  mounted  to  L3.25. 
But.  in  a  note,  the  proprietor  who  bad  a 
total  expense  of  '-'1  per  cent,  in  L910  de- 


Rent   

Salaries   

Advertising  .  . . 

Delivery    

Heat,  etc 

Insurance,  etc. 
Bad  debts,  etc. 
General 


1905 

1910 

1913 

1.66 

2.00 

2.33 

2.50 

13.25 

12.90 

.60 

.95 

1.35 

.75 

.87 

1.10 

.90 

1.00 

1.10 

1.00 

1.00 

1.00 

.50 

.45 

.39 

1900 

L905 

L910 

::Rent   

2.6 

3.6 

2.9 

3.0 

Salaries    

5.3 

5.4 

5.6 

6.8 

Advertising   . .  . 

2.7 

2.1 

2.2 

2.5 

Delivery 

.8 

1.3 

1.1 

1.2 

Heat,  etc 

— 

— 

— 

— 

Insurance,  etc.. 

1.0 

.5 

.3 

.5 

Bad  debts,  etc 

— 

— 

— 

— 

General    

5.0 

4.6 

4.7 

6.3 

Total 19  00       24.00       20.25 


Total    16.5 

"Taxes.    lighl    and 


17.5     16.8 
ieat   included. 


2D. 3 


LOOKING  FOR  COMPARISON. 

One  of  the  host  known  merchants 
in  Canada  in  inclosing  a  detailed 
record  wrote:  "Will  be  pleased  to 
hear  how  this  compares  with  other 
concerns.  We  keep  stock  turning 
about  live  times." 

dares  that  in  that  year  the  turnover  fell 
off  and  automatically  the  salary  costs 
rose.  The  total  cost  of  doing  business 
in  L910  rose  to  24  per  cent.,  while  in  1913 
it    fell   to  the  more  satisfactory   figure  of 

20.25. 
This  scaling  of  costs  dependent  on  the 

turnover  has  suggested  the  main  renly 
to  the  question  of  '•  meeting  the  in- 
creased eost  of  doing  business"  In- 
crease Your  Turnover. 

Advertising  as  a  rule  has  been  forced 
to  remain  almost  stationary,  for  with 
most  it  has  been  allowed  to  go  up  or 
down  with  the  amount  of  business.  This 
has.    in     some    oases,    proved     to    be     bad 

judgment . 

Had  debts  and  depredation  have  usu- 
ally dropped,  iii  one  ease  from  .7">  to  .1 
per    cent,    in    13    years,    and    m    another 

from  .-"><»  to  .:;;•. 

EVERY  PROVINCE  IN  IT. 

The  reports  so  fur  received  by  The 

Review  include    every     province  of 

Canada,  from  tin-  Maritime  to  cities 

in  British  Columbia. 
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DISCOUNT  YOUR  BILLS. 
A    dry   goods   man    urges   stronglj 

discounting  of  all  bills  possible.  There 
is  more  protit  in  discounts  than  in  staple 
merchandise.  (let  the  best  cash  discount 
that  is  possible.  The  merchant  who  is 
prompt,  and  especially  the  one  who  dis- 
counts, is  never  undersold.  He  not  only 
gets  the  bottom  price— tbi8  bottom  price 
plus  the  discount  is  added  profit  The 
quick  turnover  is  the  profit-maker.  (foods 
that  don't  sell  will  not  pay  divid 
Buy  on  short  terms,  and  you  will  not 
overstock.  '*  Pay  as  yon  go  "  can  be 
applied  to  the  store  no  less  than  the 
individual,  and  the  merchant  who  will 
get  out  of  the  rut  of  asking  for  long 
dating  will  turn  hi-  stock  more  fre- 
quently. 


® 


LONDON  SALE  OF  SHEEPSKINS 
At    the   London   sales  of  Cape  gloi 

sheepskins  240,498  were  offered  and 
ti<>.4 14  sold.  The  demand  was  only  mo- 
derate, and  only  the  better  grades  sold 
at  tirin  pines,  commoner  selections 
changing  hand-  at  Is  to  28  per  dozen 
decline  on  last  -ales  values.  Average 
••rices  were:  Town  skins  18s  :■'  4&6  per 
d  >/en.  and  country  selections  4s  M  to 
42s  6d  per  dozen.  The  market  appears 
rather     uncertain,     but     no     advance      in 

\  alues  seems  to  be  ant icipated. 


Suggestions  for  Meeting   Increased  Cost 


IX  this  issue  no  attempt  will  be  made, 
owing  to  lack  of  space,  to  go  into 
this  problem  of  meeting  the  increas- 
ing costs  of  doing  business:  that  must 
be  reserved  for  future  numbers.  How- 
ever, a  few  of  the  suggestions  offered  by 
those  most  competent  to  do  so,  the  mer- 
chants of  Canada,  will  be  set  forth  here. 

A  Nova  Scotian  writes  as  follows: 
Small  stock;  turning  it  over  oftener; 
careful  buying. 
A  merchant  in  a  Quebec  town  writes: 
Cut  out  slow  selling  and  small  profit 
lines.  Educate  customers  to  buy  better 
goods.  Stock  new  lines;  they  move 
fast  and  will  show  a  profit.  Be  abso- 
lutely fair  in  all  dealings  with  cus- 
tomers. Keep  help  well  satisfied  ;  they 
will  return  a  profit,  otherwise  3rou 
cannot  find  one.  We  pay  our  clerks 
better  wages  than  any  other  store  of 
our  class  in  this  part  of  the  country. 
We  charge  no  lost  time  in  breakage 
against  them.  We  take  them  entirely 
into  our  confidence  and  try  to  make 
them  absolutely  contented.  We  find 
that  this  pays;  they  are  willing  to  do 
mure   for  us  and  take  a  keen  interest 


in  our  progress.  If  more  merchants 
would  act  along  this  same  line,  they 
would  lose  half  of  their  business 
worries  and  troubles,  as  an  underpaid 
and  discontented  salesman  is  as  poor 
an  asset  as  a  merchant  can  have. 

Better  Display  Fixtures. 
A   report    from   a    fair   sized    western 

city  says: — 

Less  stock;  well  assorted  stock; 
showcases  and  better  display  fixtures. 
First-class  clerks  and  a  cash  trade, 
with  a  selected  lot  of  monthly  ac- 
counts. 
Another  merchant,  in  a  village,  would 

employ  lady  clerks.    He  says: — 

Lady  clerks  are  much  cheaper  than 
men.     Men  cost  about  7  per  cent.,  while 
«irls  cost  3  to  4  per  cent,  of  sales  for 
salaries. 
From  a  bright  Ontario  town  comes  the 

suggestion : — 

Employing  profitable  help;  watch- 
ing closely  the  expenses;  pushing  the 
most  profitable  lines:  cleaning  up 
stocks  each  season:  keeping  well 
posted,  and  placing  orders  with  manu- 


facturers, which  means  buying  so  that 
you  can  get  a  profit. 

Do  Less  In  Placing. 
A  town  about  double  the  size  of  the 
one  previously  mentioned  sends  through 
one  of  its  leading  merchants  the  follow- 
ing : — 

Do  less  in  placing  orders,  and  more 
assorting.  You  can  keep  down  your 
stock  and  keep  it  fresher  and  can  in- 
crease your  turnover  by  holding  the 
stock  new. 

From  a  town  of  about  4,000  in  a  good 
agricultural  community  comes  a  supjaes- 
tion  of  a  different  nature : — 

I  cannot  suggest  anything  at  pre- 
sent; business  is  being  done  as 
economically  as  possible  in  general. 
Agriculturists  are  getting  the  bio-  end 
of  it.  I  believe  this  is  what  makes 
living  so  high. 

In  subsequent  issues  The  Review  will 
analyze  further  these  returns,  and  others 
that  will  be  received,  and  discuss  ques- 
tions as  to  increasing  turnovers  and 
others  of  the  problems  raised  in  this  in- 
teresting series  of  confidential  talks 
with  the  dry  goods  men  of  Canada. 


Movement  to  Put  Service  Ahead  of  the  Dollar 

Service  Pays  in  Business,  Declares  Official  of  United  States 
Chamber  of  Commerce  in  Address  in  Canada — More  Service,  Less 
Salesmanship?  —  Service  Secures  Trade  Transactions  Without 
Friction — Business  on  Loftier  Basis. 


DOKS  Service  Pay? 
This  was  the  introductory  mes- 
sage from  the  great  company  of 
ad.  men  who  visited  Canada  the  last 
week  in  June  for  the  annual  convention 
of  the  Associated  Ad.  Clubs  of  America. 
It  was  presented  to  the  Business  Sci- 
ence Club  in  after  luncheon  address  by 
Richard  Waldo,  chosen  as  publicity 
manager  of  the  bio1  convention,  because 
of  his  success  as  chairman  of  the  Pub- 
licity Committee  of  the  United  States 
Chamber  of  Commerce,  and  on  the 
magazine  with  which  he  is  connected. 

The  address  filled  with  expressions  of 
hearty  good-will,  typified  the  attitude 
of  the  majoritv  of  the  visitors:  in  an 
inquiring  frame  of  mind  over  the  man- 
ner of  service  Canadian  Business  is 
render  ins1. 


"Perhaps  too  much  is  spent  in  sales- 
manship, and  too  little  in  service  in  the 
average  house,"  was  one  of  his  first 
remarks. 

In  his  work  in  connection  with  the 
Chamber  of  Commerce  he  had  been 
struck  by  the  wonderful  degree  to  which 
minds  of  men  were  turning  out  towards 
service.  Service  was  the  "common  de- 
nominator" under  which  men  would 
combine  to  put  business  on  this  contin- 
ent on  a  higher  position  than  ever  be- 
fore. 

Mr.  Waldo  paid  a  compliment  to 
Canadians  in  declaring  that  if  he  want- 
ed a  detail  man  he  would  reach  out  and 
try  a  Canadian.  They  had  a  wonderful 
grasp  of  detail. 

A  Significant  Chance. 

Mr.  Waldo  declared  that  a  significant 


change  had  come  across  the  business 
world  with  which  he  was  familiar. 

"There  is  a  wonderful  movement  to 
put  Service  ahead  of  the  Dollar. 

"You  know  us  Americans  as  money 
makers,  money  grabbers." 

But  this  was  giving  place  to  a  new 
conception  and  the  men  of  the  United 
States  service  rather  than  money  mak- 
ing, called  upon  the  men  of  Canada  "to 
be  brothers  together  for  the  common 
service  of  the  business  men  on  the 
North  American  continent.  Hands 
across!" 

Mr.  Waldo  took  the  case  of  Wra.  G. 
McAdoo,  as  an  example  of  Service  pay- 
ing. This  "Tar  Heel"  lawyer  had 
come  up  to  New  York  in  its  island  iso- 
lation, and  built  a  subway  that  opened 
(Continued  on  page  39.) 


"Every  transaction  should  leave  a  good  taste  in  the  mouth  of  both. 
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Interior  view  of  section  of  Dress  Goods 
Department.        Note    draping    of   goods 
wherever   possible — a  good  promoter  of 
sales. 


Hudson's  Bay  Factor 

Glimpses  Into  Departments  of  Handsome  and  Extensive 
Store  of  Hudson  Bay  Co.  in  Calgary — Show  Cases,  Cabinets, 
Figures  and  Tables  Provide  Almost  Unexcelled  Facilities  for 
Display. 


Bright  Ideas 

Dark  room  in  silk  section 
with  artificial  light  to  give 
"evening"  effect. 

(  Uass  case,  10  feet  high,  for 
showing  silk  novelties. 

Linen  display  counters  fit- 
led  with  blanket  bins,  equip- 
ped with  movable  tray. 

Girls  in  fancy  goods  de- 
partment dress  show  cases. 

Duplicate  index  cards  in 
hosiery  section  to  indicate 
stock  on  hand. 

Silk  flowers,  belts,  hat 
bows,      etc.,      manufactured 

right  at  the  counter. 

Stunt  women's  section  and 
maternity  room  in  white 
wear  department. 

Toboggan  slide  in  chil- 
dren's department. 


After    a     Visit     in    tin-    StOB 


CALGARY,  June  24  (Special) — Whenever  the  name  of  the  Hudson's 
Bay  Co.  is  mentioned  one's  mind  naturally  reverts  to  history,  a 
history  of  discovery  and  conquest,  a  history  of  exploration,  of  trad- 
ing, of  outposts  and  of  Indians;  of  furs  and  of  beads;  the  romantic  period 
in  the  upbuilding  of  Canada.  The  telling  of  the  incidents  in  the  career  of 
the  Hudson's  Bay  Co.  seems  to  call  rather  for  the  pen  of  a  Parkman,  or 
the  delightful  action  touch  of  a  Parker,  rather  than  the  business  like  type- 
writer of  a  humble  member  of  the  Western  staff  of  The  Dry  Goods  Review. 
One  experiences  a  curious  thrill  in  gazing  at  a  magnificent  block  like  the 
Hudson's  Bay  Co.  "s  twentieth  century  store  in  Calgary;  a  curious  feeling 
as  if  the  past  and  present  had  met;  as  if  a  revivifying  hand  had  touched 
the  dead  spirit  of  those  early  days  and  it  had  been  projected  into  the  busy, 
modem  business  world  of  to-day:  so  proud  a  structure  stands  here,  as  m 
many  others  of  the  stirring  cities  of  the  West,  heir  to  a  policy  of  stead; 
progress  that  drew  its  origin  from  the  faithful,  dogged,  hardy  perseverance 
of  many  a  factor  sheltered  beneath  a  tent  of  skins  or  hut  of  logs  in  the 
snowy  wastes  of  Western  Canada. 

There  is  a  thrill,  and  yet  a  prideful  feeling  that  the  pioneer  vigor  oJ 
those  early  years  has  survived  to  cope  with  the  mosi  progressive  spirit  in 
mercantile  life  in  Canada  in  these  later  days  oi'  a  more  Complex,  more 
highly  finished  civilization. 

Some  Features  of  This  Store. 

Readers  of  The  Review  are  more  or  less  familiar  with  the  general 
features  of  this  big,  handsome  structure.  In  ibis  article  the  writer  will  deal 
at  some  detail  with  a  few  of  the  more  excellent  points  iii  some  o\  the  de- 
partments, taking  up  the  rest   in  another  issue.     The  illustrations  shown 

here,    and    more    that    are    to    follow,    convey    a    fair    idea    of    the    beautiful 

interior,  with  its  handsome  pillars,  its  superior  lighting,  the  almost  lavish 

use  of  display    facilities,  the   prominence     given      to     price  tickets  and   the 
showing  of  goods,  ami   in  general,  the  adoption   to  a  remarkable  degn 

ideas,  manj   quite  original,  that   work  out   successfully  in  merchandizing, 

whether  the  scene  be  the  West  <>r  the  Bast. 

Perhaps   U    "ill   be  best    to  refer  first    to  the  department    shown   on  the 

left  ai  the  beginning  of  this  article,  the  dress  goods  department,  a  prominent 
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Would  Be  Speechless 

"Dark  Room"  for  Fitting  French  Gowns — Special  Maternity 
Room — Huge  Animals  in  Fur  Department — Weekly  Attrac- 
tions in  Children's  Department — Stockrooms  with  Glass 
Roofs — Free  Classes  in  Needlework. 


View  of  Children's  Section  of  Whitewear 

Department.     Note  display  in  cases  and 

on   tables  and   on  forms.        They  never 

miss  the  chance. 


By    ;i    Staff   Correspondent. 


section  of  the  "-round  floor.  This  includes  linens,  dress  goods  and  general 
draperies.  The  display  counters  in  both  the  dress  goods  and  silks  depart- 
ments are  a  trifle  over  four  feet  high,  of  mahogany,  and  here  and  there, 
supplementing  the  ledges,  are  ample  drapes  of  the  goods. 

The  silk  section  has  an  interesting  feature  consisting  of  a  dark  room, 
enabling  ladies  to  see  evening  goods  under  artificial  light  at  any  hour  of 
the  day.  This  room  is  eight  feet  square,  is  built  of  mahogany,  is  carpeted, 
and  contains  a  curtained  window.  Such  a  room  is  rarely  seen  in  the  West, 
the  custom  in  many  stores  being  to  take  ladies  who  wish  to  see  goods  under 
artificial  light,  into  the  basement.  It  is  far  more  convenient  to  have  a  room 
right  at  hand.  It  is  furnished  with  a  table  for  displaying  goods,  a  chair 
for  the  customer,  and  a  mirror,  and  is  illumined  by  an  incandescent  lamp 
of  large  candlepower. 

The  silk  department  has  increased  so  rapidly  since  the  store  was  built 
that  extra  floor  space  has  been  provided.  Sixteen  feet  of  serving  space  was 
originally  available.  For  displaying  silks,  large  tables  are  provided  over 
which  the  silks  are  spread.  They  are  also  displayed  in  large  glass  cases  over 
the  shelving,  illumined  from  within  by  harge  electric  lamps. 

In  front  of  the  dark  room  is  a  large  glass  case,  nine  or  ten  feet  high, 
used  for  displaying  silk  novelties,  having  a  concealed  overhead  electric 
light,  which  brings  out  the  shades  of  the  material. 

The  linen  department  is  equipped  with  cabinets  having  glass  doors. 
These  are  much  handier  than  boxes,  and  keep  the  goods  clean.  Above 
them  are  well-lighted  show-cases  well  adapted  for  displaying  fancy  linens. 
These  are  draped  inside  a  special  color,  suitable  for  showing  up  the  white 
linen. 

Mention  should  also  be  made  of  the  display  counters,  which,  to  avoid 
waste  space,  are  fitted  with  blanket  bins,  equipped  with  movable  tray,  and 
doors  which  can  be  pushed  back  out  of  the  way.  The  trays  allow  a  full 
display  of  blankets  to  be  pulled  out,  right  at  the  customer's  feet.  There  are 
ten  of  these  tables  in  the  department.  This  is  the  only  way  of  showing 
blankets,  except  in  season.  During  the  winter,  the  tops  of  the  tables  carry 
blanket  displays. 

Glass  cases  with  sliding  doors  are  used  quite  extensively  for  showing 
down  quilts  of  better  grade,  being  protected  from  dust. 


In  This  Store 

Face  massaging,  shampoo- 
ing, electrolysis,  chiropody, 
and  manicuring  done  in  live 
parlors. 

Toilet  basin  with  running 
water  under  glove  counter  for 
fitters  to  wash  hands. 

Classes  where  art  needle- 
work is  taught  free. 

French  room  for  gowns 
$75  to  $300  in  price. 

Each  gown  kept  in  separ- 
ate drawer. 

Skirts  and  coats  on  same 
hanger. 

Twenty-five  figures  on 
floor;  changed  every  second 
day. 

Display  of  animals  in  fur 
section. 

Cold  storage  plant  instal- 
led. 
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Fancy  Goods. 
The  buyer  in  the  fancy  goods  dept., 
which  is  mi  the  ground  floor,  credits  his 
loyal  staff  of  girl  clerks  with  much  of  the 
success  he  lias  achieved.  He  says  buying 
constitutes  only  a  very  small  portion  of 
the  success  in  his  department.  .More  im- 
portance he  attaches  to  service,  including 
courtesy,  which  will  make  or  mar  a  busi- 
ness. Without  any  reflection  on  himself, 
he  is  of  the  opinion  that  a  good  staff  will 
pull    a    had     buyer    through    with     flying 

colors. 

Girls'  Dress  Show  Cases. 
As  much  work  as  possible  is  delegated 

to  assistant  buyers,  and  from  them  to  the 
heads  of  each  section.  It  is  found  thai 
the  more  responsibility  placed  on  a  per- 
son, the  better  work  they  will  turn  out. 
The  manager  drew  the  attention  of  the 
writer  to  the  show-cases,  all  of  which  are 
dressed  by  the  girls  on  their  own  initi- 
ative. The  manager  has  proven  that  girls 
have  taste  and  ability  in  this  direction  if 
•riven  a  chance.  Nothing  could  be  more 
attractive  than  the  show-cases  in  this  de- 
partment. Tin  re  are  fifty  girls,  and  four 
male  assistant   buyers. 

Duplicate  Hosiery  Index  Cards. 

In  the  ladies'  hosiery  section,  dupli- 
cate index  cards  are  carried,  showing 
what  quantities  are  carried  in  forward 
Stock,  and  how  much  in  the  stock-rooms. 
In  this  way  the  staff  are  always  posted 
on  what  they  have  in  reserve.  Forward 
stock  is  kept  in  neat  shallow  cases,  and 
displayed  in  silent  salesmen,  on  form-. 
and  in  racks  carrying  price  tickets. 

Making  Up  Flowers  at  Counter. 
Laces  and  kindred  goods  are  all  kept 
in  sliding  door  cabinets.  Neckwear  i- 
carried  in  drawers,  and  all  have  ulass 
fronts.  This  is  true  in  every  depart  incut . 
except  the  glove  section.  Ribbons  are 
carried  in  drawers,  a  feature  of  tln>  sec- 
tion being  the  manufacture  of  silk 
flowers,  belts,  hat  bows,  and  a  variety  of 
fancy  articles  righl  at  the  counter.    Girls 

are  employed  a!  this  work  righi  along, 
supplying  goods  to  order,  or  making 
goods  for  stock. 

The  pattern  depart  incut  occupies  one 
of    the     lies!     available     positions    on     the 

ground   floor,  and  while  a  large  volume 

of  business  is  done,  it  is  of  such  a  nature 
that  the  removal  of  tins  section  to  an- 
other part  of  the  building  is  contem- 
plated. 

In   connect  loll    with    the   (ollct    goods   see 
tion.    a    department       (hat     of    drugs    and 

dispensing     will    be    introduced    during 

the   mold  li    of    AugUSt. 

Room  for  Hairdressing. 
The    hairdri  Being    depart  men!     k    on 

floor  'J,  but    is  run   in  connect  ion    with   the 

fancj  goods  seel  ion.  There  t  he;  do  face 
massaging,  shampooing,  electrolysis,  Chir- 
opodv    and   man icuring.   with   five   parlors. 

and  Ave  manicuring  tables.  This  is  b 
spacious  workroom  with  latest  appliances 


for  hair  dressing.  Hair  goods,  such  as 
switches,  combs,  etc.,  are  kept  along-  with 
notions.  If  any  matching  or  other  work 
is  required,  customers  must  go  upstairs 
to  the  workroom.  Notions  are  displayed 
in  small  boxes  on  top  of  the  show-eases. 
The  glove  department  is  equipped  with 
the  usual  padded  counter,  in  addition  to 
small  mattress  pads  for  individual  cus- 
tomers. Under  the  counter  is  a  toilet- 
basin  with  running  water,  where  fitters 
may  wash  their  hands.  This  department 
is  equipped  throughout  with  drawers  of 

various   sizes   to   carry   various    makes   of 
gloves — kid,  wool  and  lined. 
Tn  the  art    needlework  department    is 

shown  an  exhaustive  range  of  Indian 
souvenirs,  leather  goods,  and  sweet  grass 
novelties.  Indian  goods  have  a  big  sale 
here,  being  typical  of  Western  lite.  Thej 
are  displayed  in  silent  salesmen,  and  in 
large  glass  cases  behind  the  counter. 
Tables  are  also  used  extensively  for  dis- 
play purposes,  especially  for  bargains 
and  novelties. 

One  Price  Umbrellas  on  a  Stand. 

In  the  umbrella  and  sunshade  section, 
there  is  a  fixture  display  case.  Tic  re- 
mainder of  stork  is  carried  in  drawers, 
the  counters  are  padded,  and  carry 
stands  holding  about  ten  umbrellas  each, 
those   on    each    stand    being    of   one    price, 

and  ticketed. 

Classes  in  Needlework. 

An  interesting  department  is  shortly 
to  be  introduced  in  connection  with  the 
art  needlework  section,  which  is  in 
charge  of  Miss  Ricman.  Some  months 
ago  this  lady  visited  the  leading  art 
needlework  houses  of  Berlin,  London  and 
New  York,  in  search  of  latest  novelties, 
as  well  as  to  study  the  methods  used  in 
the  leading  stores.  It  is  the  intention  of 
the  firm  now  to  start  a  series  id'  classes 
in  the  store,  where  art  needlework  will 
be  taught  free,  during  the  daytime. 
There  will  lie  no  conditions,  pupils  being 
free  to  purchase  their  supplies  anywl  ere 
t  hey  choose. 

French  Models. 

On  the  second  floor  turning  sharply  to 
the  right,  one  is  confronted  with  a  con- 
gregation of  French  models,  the  like  of 
which,  il  is  claimed,  cannot  be  found 
elsewhere  in  Canada.  The  Hudson's  Bay 
I'o.  have  won  fame  in  other  cities  with 
their  ready-to-wear  departments,  chiefly 
tor  the  high-class  business  done,  but  not 
in  Winnipeg,  nor  in  their  other  large 
stores,  have  they  spent  so  much  nioiicv 
on  equipment.  Their  wax  models  are  as 
perfect    as    are    made    in    France    to-day, 

their  fixtures  are  all   of  mahogany,  the 

floors  carpeted  richly,  and  there  i-  a  urn- 
erous  supplj   of  mirrors. 

Beautiful  French  Room. 

The  manager  of  this  department.  E,  1'. 

Leniion,    takes    the    visitor    first    to    the 

French  room,  of  which  he  is  justly  proud. 

It    i-   for  the   fastidious   woman,  and   is 
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utilized  for  displaying  and  fitting  gowns 
varying  in  price  from  |75  to  (300. 

The  lady  in  ehargre  has  had  wide  ex- 
perience with  Marshall  Field  o: 
The  French  room  is  really  a  small  de- 
partment within  a  department,  being  re- 
moved from  the  crowd,  and  is  mad* 
of  by  people  who  do  not  wish  others  to 
see  what  they  are  purchasing.  Nor  do 
they  want  goods  which  have  been  ex- 
posed to  view  for  any  length  of  time. 

One  Gown  to  Each  Drawer. 

Stock  is  kept  in  mahogany  drawer-. 
each  gown  having  a  drawer  to  itself,  and 
is  wrapped  in  tissue  paper.  Within  the 
room  are  two  wax  figures,  on  which  the 
gowns  are  displayed.  They  stand  on 
oval-shaped  mahogany  plat  tonus,  which 
are  carpet  covered,  and  serve  to  protect 
the  lower  part   of  the  gown. 

The  French  room  has  facilities  for 
showing  colors  under  artificial  light,  as 
that  a  customer  can  see  exactly  how  it 
appears  when  worn.  Within  this  room 
are  two  large  mahogany  fitting  rooms. 
furnished  with  tables  and  chair- 
French  design. 

Stockrooms  with  Glass  Roofs. 
In      the      ready-to-wear     department 

proper,  the  wardrobe  cases  line  the  walls, 
and  are  equipped  with  glass  sliding 
doors.  Behind  these,  running  parallel 
with  the  cases,  are  spacious  stockrooms 
for  carrying  reserve  stock  oi  -  -  Thus 
all  stock  is  kept  mi  the  floor,  doing  away 
with  delay  caused  by  a  saleslady  having 
to  go  upstairs.  The  stockrooms  have 
glass  root-,  and  yet  are  strictly  dust- 
proof. 

Hang  From  Two  Tapes. 
A  uniform  system  of  hanging  is  in 
vogue,  viz..  dresses  are  suspended  from 
bronze  hangers  by  two  tapes,  doing 
away  with  the  danger  of  injury  to  tine 
trimming  on  the  bodice.  In  the  cas 
suits,  the  skirt  and  coat  are  carried  on 
the  same  hanger,  which  is  convenient,  as 
it  is  possible  to  show  both  at  once,  with- 
out hav  ing  to  search  for  a  skirt  to  match, 
Between  the  wardrobes  distributed 
throughout  the  department  are  eight 
good-sized   fitting  rooms,  equipped   with 

triple   folding   mirrors. 

Twenty-five  Figures  on  Floor. 
There   are   at    least    twenty-five   tii. 
distributed    on    the    lloor.   and    those    are 
changed  every  second  day.     Some  of  the 
figures    are    displayed    in    massiv, 
-    m    sob.'    mahogany    frames. 
standing  near   the   elevator,  so   that    per- 

sona  alighting  on  this  floor  are  at  once 
favorably  impressed  with  the  magnifi- 
cence of  the  display.    (22). 

On  the  same  floor  is  the  t'ur  depart- 
ment, which  is  under  the  same  manage- 
ment. This  is  dosed  during  the  Summer, 
but    half  of  it    is  kept    open   t>  catch   the 

tourist     trade,    which    is    considerable, 

Banff  being  only  a  few  miles  we-i  of 
Calgary.      The  other  halt'  of  the  depart- 


DRY     GOODS    REVIEW 


Interior  View  of  Calgary's  $1,500,000  Store 


Scene  from  elevator  in  Ready '-to-W 'ear  Department.  There  are  over  a  score  of  figures 
distributed  on  the  floor  and  these  are  changed  ever;/  second  day.  Some  are  displayed  in 
huge  glass  cases  in  solid  mahogany  frames.    The  whole  department  is  beautifully  carpeted. 
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Ribbon  department,  showing  excellent  manner  of  displaying  goods.      Note  the  special 
displays  on  top  of  show  cases  and  on  ledges,  and  prominence  of  price  tickets. 
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tiki  1 1   is  taken   up  «  ith   waterproof  gar 
1 1 n  ii i  -  during  the  Summer  i ths. 

Display  of  Fur  Animals. 
The  beaut;  of  tbia  section  is  enhanced 
by  a  display  of  animals,  including  almosl 

every  species  found  in  i lie  northern  re- 
gions. At  the  entrance  to  this  section  is 
a  huge  polar  bear,  mounted,  and  stand- 
in"  l en  feet  hiuli.  There  are  also  a  black 
bear,  jackal,  Manehurian  tiger,  beaver, 
red  fox,  African  leopard,  and  a  wolv- 
erine. 
Recently  a  fur  cold  storage  plant  was 

installed  on  the  premises,  this  being  tlie 
first  in  Calgary.  An  expert  furrier  re- 
ceives all  furs,  subjects  them  to  a  vacuum 
cleaning  process,  and  repairs  minor  rents 
before  putting  them  in  storage.  He  also 
does  remodeling.  The  charges  for  stor- 
age are  five  per  cent,  of  the  agreed  valu- 
ation up  to  +100,  and  four  per  cent,  on 
i-\  cry  additional  $100. 

Seventeen  for  Alterations. 

The  two  departments  have  already  be- 
come cramped  for  space,  although  the 
building  has  not  yet  been  open  a  year. 
Seventeen  saleswomen  are  employed  in 
the  ready-to-wear  department,  not  in- 
cluding stock  girls,  and  this  staff  will 
shortly  have  to  be  increased.  In  the 
alteration  department,  there  are  three 
fitters,  and  the  workroom  finds  employ- 
ment for  twelve  to  fourteen,  which  is  in- 
creased at  the  height  of  the  season. 

The  buyer,  Edward  P.  Lennon,  was 
with  (J.  B.  Ryan  and  Co.,  Guelph,  as 
manager  of  the  ready-to-wear  and  fur 
departments  for  many  years  prior  to  go- 
ing to  Calgary.  He  started  his  career 
with  Wm.  Pickard  and  Son,  Seaforth, 
<>nt.,  nineteen  years  ago. 

Stout  Women's  Whitewear. 

The  whitewear  department  shares  the 
second  door  with  the  ready-to-wear  and 
the  millinery  departments.  There  are 
two  features  b'ere,  which  strike  the  \  isi- 

tor    as    being    thoroughly    up-to-date,    i.e., 

the  stout  women's  section  and  a  matern- 

room.       The     former     is    adjacent     to  the 

elevator,  ami  distinguished  by  an  at- 
tractive sign.  It  caters  to  sizes  42  to  48, 
which  are  not  usually  carried  by  other 
si  ons,  and  for  that  reason  the  Hudson's 
Baj   Co.  goes  after  this  business  strong. 

Special  Maternity  Room. 
The  maternitj  room  is  intended  for  the 

Coming   mother,    H  In.   can    come    here   and 

purchase  clothes  for  the  child,  without 
i"  in"  subjected  i"  i  he  gaze  of  oi  her  cus- 
tomers.  Hitherto,  it  has  been  customary 
for  her  to  send  a  friend  to  make  these 
purchases,  but  with  this  room  she  has  no 
fears  of  visiting  the  store  herself. 

Weekly  Attractions  for  Children. 
In    the    children's    wear    section, 
special  attractions  are  put  on  every 


week.  Last  winter  a  toboggan  was 
erected,  on  which  large  dolls  on 
sleighs  slid  up  and  down,  the  sleighs 
being  illuminated  with  colored  lights. 
The  sides  of  the  toboggan  were  lined 
with  trees.  It  was  a  great  hit  with 
the  children.  During  last  summer 
there  was  a  may-pole,  and  a  sand 
heap  for  the  children,  with  shovels 
and  pails,  and  artificial  grass. 
Every  third  week  is  children's  day 
in  the  department. 

Expensive  ladies'  waists  are  carried  in 
divisional  boxes,  tickets  indicating  the 
contents  of  the  fixtures.  If  a  lady  asks 
for  a  brown  silk  waist,  with  long  sleeves, 
the  ticket  indicates  in  a  minute  where  it 
is. 

A  feature  of  this  section  are  the  show 
tables,  which  cany  goods  varying  in 
price  from  98  cents  to  $3.95,  the  cheap 
stuff  being  piled  high,  with  large  tickets. 
Good  stuff  is  placed  on  figures;  and  in 
cases,  and  is  not  allowed  to  lie  loose,  as 
it  is  liable  to  be  handled  or  stolen. 

Glass  Cases  High  Behind  Counter. 

Underwear  is  shown  in  glass  cases 
above  the  fixtures  behind  the  counter. 
These  are  of  mahogany  and  are  lined  in 
gold.  All  stock  is  kept  on  the  floor 
available  for  sale,  and  is  displayed  as 
much  as  possible. 

Corsets  are  displayed  in  glass  cases  on 
figures,  and  there  are  two  fitting  rooms. 
The  latter  contain  a  figure,  a  mirror,  and 
a  peg  for  clothes.  Behind  the  glass  cases 
are  stock  cases. 

Silk  petticoats  are  displayed  on  re- 
volving racks  in  glass  cases,  with  one 
petticoat  displayed  on  top.  Houses 
dresses  and  kimonos  are  displayed  in 
glass  cases  on  racks,  and  are  suspended 
on  hangers.  They  are  also  displayed  on 
models  and  on  tables. 

Floor  Coverings. 

Floor  coverings  and  draperies  share 
the  whole  of  the  sixth  floor  with  the 
restaurant.  Indian  and  Persian  runs 
are  shown  in  an  enclosure,  open  at  the 
ceiling,  with  a  small  door,  and  lighted  by 
the  semi-direel    method. 

Environmenl  plays  a  greal  part  in  the 
sale  of  rugs.  If  Oriental  goods  arc  dis- 
played along  with  commoner  lines,  they 
will  sell  onlj  half  as  well  as  when  shown 
in  a  harem-like  enclosure,  with  its  East- 
ern setting.  Artificial  ferns  and  palms 
provide  decorations,  and  from  the  roof 
hangs  an  old  Persian  lamp.  There  are 
several  lounges,  over  which  ruga  bang 
loosely  to  the  ground.  Gorgeous  rags 
compose  the  walla,  and  all  thai  is  lack- 
ing is  a  woman  or  two,  and  a  supply  of 
hookahs, 

Color   Scheme  for  Each  Room. 

Outside  thia  room,  domestic  ruga  arc 
displayed   on   the  floor.     Formerly   they 
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were  shown  vertically,  but  this  method 
tbandoned.  Occasionally,  carpets 
are  hung  around  the  massive  white  pil- 
lars, which  has  a  softening  effect.  At 
the  entrance  to  the  department,  one  or 
two  ruga  are  displayed  on  racks  with 
price  tickets..  The  buyer  usually  takes 
a  complete  color  scheme  for  one  room, 
suitable  draperies,  chintzes  and  wall- 
paper being  shown  in  conjunction  with 
the  rugs.  Special  stands  are  used  for 
displaj  ing  wallpaper. 

Linoleum  is  shown  in  bulk,  inclined, 
and  not  from  samples.  The  insurance 
companies  demand  that  linoleums  be 
guarded. 

2,000  Yards  a  Day. 

On  the  fifth  floor  there  is  a  carpet 
work  room,  containing  several  machines 
for  overcasting  edges  prior  to  being 
srwn.  The  latter  operation  is  perform- 
ed on  a  machine  capable  of  doing  2.000 
yards  a  day.  Considerable  handwork  is 
also  done  in  this  room. 

Curtains   and  draperies. 

At  the  rear  of  the  curtain  and  drap- 
eries department  there  is  a  room  cut  off 
from  the  remainder  of  the  department. 
used  chiefly  when  lame  orders  are 
placed,  wherein  a  lady  may  recline  in 
an  easy  chair,  and  have  materials  dis- 
played before  her.  Glass  fixtures  con- 
tain trimmings,  frills  and  edging,  pro- 
tecting them  from  dust.  The  backs 
of  fixtures  in  the  next  department  allow 
tapestry  panels,  lace  and  metal  motifs 
to  be  displayed.  Samples  are  carried  in 
cabinets,  bearing  the  manufacturer's 
initials,  so  that  a  line  of  velour  say. 
which  is  not  in  stock,  can  easily  be  or- 
dered, rather  than  lose  a  sale. 

Samples  of  Goods  in  Stock 

Samples  of  goods  in  stock  are  carried 
in  cases  resembling  roll-top  desks.  One 
upper  section  is  divided  into  eight  com- 
partments, the  lower  half  having  shelves 
behind  sliding  doors.  Samples  are 
taken  from  these,  and  displayed  before 
the  customer  on  mahounany  stands,  with 
suitable  slope. 

In  the  rest  of  the  department,  cur- 
tains, drapery  and  portieres  are  dis- 
poned, on  heavy  bronze  poles,  about 
the  feel  from  the  floor,  wicker  chairs 
being    provided    for  customers. 

At  the  entrance  is  what  the  buyer 
terms  a  cretonne  bower,  being  an  area 
of  20  square  feet,  devoted  to  the  dis- 
pla\  of  flowered  cretonnes,  which  hansr 
carelessly    over   tables  and    chairs. 

Devices    in    other   departments   will   be 

described  in  the  next  article. 
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Turnover  From  $20,000  to  $72,000  in  21  Years 

Splendid  Expansion  Made  by  the  Business  of  Alex.  Earle,  of 
Creemore.  Qnt. — He  Has  Now  Retired  from  Active  Mercantile 
Life  to  Enjoy  Fruits  of  Labors  —  Business-Building  Methods. 


THIS  is  the  story  of  Alex.  Earle, 
general  dealer,  who  came  from  a 
farm  on  Scugog  Island,  and  sought 
a  district  a  little  south  of  Collingwood, 
Ont.,  where  the  population  was  sparse. 
Having  found  it,  he  set  to  work,  and 
against  formidable  odds,  founded  a  suc- 
cessful business  with  a  turnover  of 
$72,000  a  year,  from  which  he  has  re- 
cently retired.  To  a  representative  of 
Canadian  Grocer  he  has  told  how  he 
built  the  business,  what  difficulties  he 
met,  and  what  his  business  principles 
were. 

To  begin  with,  Alex.  Earle  was  born 
on  Scugog  Island,  near  Port  Perry,  was 
raised  on  a  farm,  and  stayed  on  a  farm 
until  he  was  a  man.  Then  he  served  his 
time  in  a  country  general  store,  at  Fleet- 
wood, Ont.,  after  which  he  returned  to 
the  farm  and  remained  there  until  he 
was  married  at  the  age  of  27  years. 
Having  taken  unto  himself  a  wife,  he 
built  up  a  small  general  business  on  the 
Island.  The  store  was  beside  an  Indian 
village,  and  as  he  stood  in  well  with  the 
agent,  he  was  able  to  get  his  pay  from 
his  customers  when  the  agent  came 
around  with  the  annuity. 

Twenty-three  years  ago,  he  went  to 
Maple  Valley,  south  of  Collingwood, 
where  he  remained  in  business  for  a 
year  and  a 
half.  During 
a  visit  to 
Creemorp. 
nine  miles  fur- 
ther south,  a 
town  with  a 
few  hundred 
souls,  it  oc- 
curred to  him 
that  there  was 
an  opening 
for  another 
store,  al- 
though there 
were  already 
five  of  the 
kind  there. 
He  moved 
down,  and 
started  in  a 
small  way  the 
large  business 
which  he  re- 
cently dispos- 
ed of,  having 
been  in  Cree- 
more  twenty- 
one  years. 
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ALEX.  EARLE,   Creemore.   Ont., 

Who     recently    retired    from    mercantile    field 

after  a  successful  career. 

Took  Personal  Interest  in  Farmers. 

The  secret  of  Mr.  Earle 's  success  has 
been  in  handling  all  kinds  of  produce, 
and  reciprocating  with  the  farmers.  By 
attending  carefully  to  the  farmers,  he 
got  in  well  with  their  children,  who, 
when   they  grew  up,  continued  to  trade 


with  him.  For  this  purpose  he  occasion- 
ally drove  out  into  the  country,  and  took 
tea  with  his  customers,  who  were  always 
glad  to  see  him.  They  were  flattered, 
and  he  found  this  a  paying  custom. 

When  Mr.  Earle  arrived,  the  farmers 
were  bringing  in  their  produce,  and 
trading  it  around  where  they  could,  get- 
ing  cash  where  possible,  which  was  very 
little.  Most  of  the  dealers  preferred  to 
trade  rather  than  give  cash.  There  are 
people  in  that  district  who  still  trade 
with  the  farmers  in  this  manner;  but 
the  time  for  that  has  passed.  Since 
then,  a  market  has  been  begun. 

After  being  in  Creemore  for  six  years, 
Mr.  Earle  found  his  trade  growing  to 
such  an  extent,  it  was  necessary  to  look 
for  larger  premises.  He  secured  two 
adjacent  stores,  and  converted  them  into 
one,  with  an  office  in  the  centre,  using 
one  side  for  groceries,  and  the  other  for 
dry  goods.  He  installed  cash  carriers, 
and  inaugurated  millinery  rooms. 

Rest  Room  for  Customers. 

In  his  conversation  with  The  Can- 
adian Grocer  representative,  Mr.  Earle 
made  some  comments  on  the  importance 
of  studying  the  customer's  comfort.  He 
fitted  up  a  waiting  room  in  the  carpet 
department    upstairs,    installing    all    the 

conveni- 
ences that 
a  farmer's 
wife  could  de- 
sire    after     a 


long 
Here 

could 

their 


drive. 

they 

take 

babies, 


Interior  view  of  general  store  until  recently  conducted 
by  Alex.  Earle,  of  Creemore,  Ont.,  showing 
dry  goods-  and  grocer;/  sections. 
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and  he  soon 
found  that 
people  made 
this  a  waiting 
room,  where 
they  could  rest 
until  the  team 
was  ready  to 
take  them 
back  home.  It 
was  one  of  the 
best  paying 
investments  in 
the   store. 

In  conver- 
sation with 
Mr.  Earle,  the 
question  was 
raised:  "Does 
Con.  on  p.  31. 


Firm's  Instructions  to  Employees 

Regulations  That  Arc  Compiled  for  Guidance  of  Clerks — What  is 

Forbidden    in    Store — Treatment    of    Customers — Discounts    to 
Employees — Wearing  Street  Costumes  When  Pun-Hasina. 


First   articli 


STORES  where  there  arc  sets  of  rules 
for  employees,  and  stores  where 
there  are  none,  are  both  described 
i*>  this  and  the  following  article.  Some 
stores  content  themselves  with  posting  a 
Tew  typewritten  rules  governing  special 
eases:  others  deem  it  advisable  to  seek 
to  establish  a  sort  of  "community  of  in- 
terest," by  handing  each  clerk  on  en- 
gagemeni  a  printed  booklet.  These  are 
lengthy  in  some  eases,  that  of  Small- 
man  &  Ingram,  of  London,  Ont.  some 
account  of  whose  admirable  methods  ap- 
peared in  an  October  issue  of  the  Re- 
\  lew     reaching  28  pages. 

A  resume  of  some  id'  the  rules  laid 
down  by  a  lew  Canadian  stores  will  be 
ol  interest.  On  the  first  pajrc  of  the 
London  firm's  hook  appears  the  follow- 
ing   in    yfd    ink  : 

"In  a  large  business,  system  is  ab- 
solutely necessary,  and  system  re- 
quires rules. 

The   booklet   goes  on   to   suggesl    that 
any  clerk  who  finds  anything  with  which 
In-  cannot   comply  cheerfully  should  re- 
sigD    the   situation   at    once. 
Co-operation. 

There  is  a  good  healthy  note  on  co- 
operation. 

•' ( 'o-operation  is  desired  between  all 
departments.  This  does  no1  mean  mere 
toleration  to  pre\ent  friction,  hut  a  sin- 
ce re.  heartfelt  interest  in  the  welfare  of 
the  business  as  a  whole,  expressed  in 
thoughtful  suggestions,  courteous  fellow- 
ship, concerted  action  and  an  eagerness 
to   give  nil   departments  the   benefit    of 

the    besl       methods      attained    b\     any    id' 

them.    Onlj  bj  serving  the  besj  interests 

in    the    whole    house   can    any    department 

serve  its  own  best  interests,  and  this  is 
equallj    true  of  individuals." 

This  is  followed  bj  "General  Rules." 
I  ii. 'i  r  •  •  1  lours  for  '  Opening,' '  t  hese  arc 
described  as  I  he  time  "  When  sales- 
pi  ople  shall  be  in  their  place-,  w  hen  all 
,  i  \  erS  shall  be  removed,  and  put  in 
their  proper  places.  " 

When  a  Customer  Approaches. 

Come  forward  promptly  and  address 
her  pleasantly. 

If  spoken  to  bj  a  customer  while  you 
are     engaged     with     another    cii-1  oilier    do 

not  diai  egat  d  her  quosl  ion,  or  saj  "1  'm 

busy,"    but    call   another   clerk,   if  one   is 

available;  otherwise,  lei  the  customer 
know  that  you  will  attend  to  her  wants 
tin'  moment    you  an'  free  to  do  so 


Salespeople  are  expected  to  be  wide 
awake,  diligent,  and  ambitious  to  make 
Kales,  but  are  nol  allowed  to  misrepre- 
sent goods  in  the  slightest  particular. 

Make  no  promise  that  you  are  not 
sure  can  be  carried  out.  and  having 
made  a  promise,  do  the  whole  id'  or  even 

more  than  your  share  towards  its  ful- 
fillment. 

Never  push   a   sale  to  such   a   degree 

I  hat  you  make  a  customer  feel  that  she 
is  obliged  to  buy.  We  want  our  cus- 
tomers to  feed  that  they  are  welcome  t.. 
examine  any  goods  without  being  under 
any    obligation    to    buy. 

Salespeople  must  not  reserve  for 
friends  or  customers  special  goods  ad- 
vertised  or  shown   in   windows. 

Different  Colored  Labels. 

When  goods  are  to  be  sent,  the  clerk 
is  instructed  to  read  back  the  address 
to  customer  to  see  that  it  is  correct.  In 
this  store  three  different  forms  of  labels 
are  used.  Blue  lor  regular  delivery:  Red 
for  ('.().!)..  and  Green  for  special 
delivery.  The  green  label  is  used  when 
a  parcel  is  promised  for  delivery  with- 
out fail,  or  if  a  parcel  is  to  be  held  for 
a   later  delivery." 

A  vacation  of  one  week  is  allowed 
each  summer  to  those  in  the  linn's  em- 
ploy for  twelve  consecutive  months  pre- 
vious to  June  1. 

"Taking  back  merchandise  musl  be 
done  promptly  and  pleasantly,  cash  be- 
ing refunded  if  desired. " 

Fifty  Cents  for  Suggestions 
"There    are    probably    a    number    of 

matters  connected  with  this  house 
which  are  being  fairly  well  done,  but 
which  could  be  done  better.  A-  it  is 
desired  that  every  detail  of  this  business 
be  done  in  the  most  approved  method, 
we  invite  criticisms  and  suggestions  from 

all  employees  on  any  point  in  s\-tem. 
method,   etc..   which    in    their  judgment 

I  an    be    bettered. 

"The  linn  will,  until  further  notice. 
give    to   any    employee    fiftj    cent-   or   one 

dollar,  according  to  us  importance, 
tor  each  suggestion,  made  in  writing, 
to  the  manager,  tor  an  improvement   in 

the  method  id'  performing     any     piece  of 

business,  when,  in  the  manager's  judg- 
menl    the  suggestion    is  practicable  and 

I       adopted. 

"This  is  done  to  as-ist  in  causing  our 
I  eople  to  be  niiin  '■  'id  t nl,  studious  and 


interested  in  the  general  improvement  of 

the    store." 

Corresponding  With  Customers. 
The  rule  with   regard   to  clerks  corre- 
sponding  with  customers  on  business  re- 
quires   them    to    use    the    correspond 
blank-    ui\i!u    thereon    all    the    informa- 
tion  necessary;     these     blanks  are  then 
forwarded    to   the   main    office    where   the 
letters  are  carefully  written  and  a   i 
kept. 

"Ticket  selling  and  collecting  for  any 
reason  whatever,  excepting  only  for  the 
Smallman  &  Ingram,  Limited,  Benefit 
Association,  without  permission  of  the 
manager,   i-    forbidden. 

Use  Mr.   or  Miss. 

"In  addressing  one  another  whib 
duty,   a-    far  as   possible,   use    the   prefix 
Mr..  Mr-.,  or  Mi--. 

The  following  is  the  rule  in  reerard  to 
employees  purchasing  goods  ill  • 
Purchasing  by  Employees. 

"Employees  purchasing  goods  in  the 
-tor  musl  do  so  before  ln  a.m.  and  pay 
the  regular  retail  price,  subject  to  a  dis- 
count id'  111  per  cent.  (On  black  dress 
goods  tor  store  wear  20  per  cent,  dis- 
count   i-    allowed.) 

"No  discount  will  be  allowed  on  . 
that    have      been      reduced      or      marked 
• '  Net  ' '  or  special  sab'  goods. 

"All  goods,     not     kepi     regularly  in 
stock,    thai    are      ordered      special!;. 
employees,    will    be    marked    at    an    ad- 
vance of  25  per  cent,  and  subject  to  the 
regular  discount    of   10   per  cent. 

"Employees  can  only  obtain  a  dis- 
count   mi   u Is  purchased   tor  their  own 

personal  use.  except  in  the  case  of  heads 
of  families,  and  then  only  for  persons 
ot  their  immediate  family  dependent  on 
them. 

"Anyone    violating    this    rule    ma' 
immediately  discharged.  " 

Employees    are    not    allowed    to    |i 
during  hours  without  a  ticket   from  one 
i ■'    the   directors. 

Slip  With  Total  Sales. 

"Each  employee  must  make  out  a 
slip  containing  the  amounts  of  their 
checks  for  the  da\  and  total  the  same 
to  be  put  in  a  bo\  at  main  office  on  way 
nit  each  evening." 

Department  heads  are  required  to 
make    out    a    list    of   goods    wanted    from 

reserve  stock   bj    9  a.m.  each   moruihg. 
Goods    must     be     forwarded     by     9  15. 
(Continued  on  page  31.) 


DRY     GOODS    REVIEW 


Here's  a  Store  Where  There  are  No  Rules 

Goodwin's  Limited,  Montreal,  Have  No  Rules  for  Employees — 
Believe  in  Developing  Individual  Responsibility — Customers  Are 
the  Bosses. 

An    interview    with   W.    H.    Goodwin,   of   Goodwin's     Limited. 


MONTREAL,  June  30— (Special)— Books  of  rules 
for  employees  are  quite  common  with  a  great 
many  of  the  larger  stores  all  over  the  country. 
Some  have  quite  a  volume,  with  rules  bearing  on 
many  points  that  have  relation  to  the  policy  of  the  firm 
and  "its  attitude  toward  customers.  Others  content 
themselves  with  a  set  of  "instructions  to  clerks"  of 
perhaps  a  dozen  or  more  subjects,  while  others  again 
issue  bulletins  periodically  on  certain  matters,  of  which 
it  is  deemed  advisable  to  have  the  clerks  informed. 

For  instance,  it  may  be  that  clerks  are  required  to 
be  at  work  at  a  certain  time  in  advance  of  the  regular 
opening  of  the  store.  Possibly  it  is  desired  to  inform 
clerks  "that  they  should  not  use  the  telephones  during 
business  hours,  or  that  the  elevators  are  for  the  con- 
venience of  patrons  rather  than  for  employees.  There 
are  lots  of  points  covered  in  these  books  of  rules,  and 
there  are  lots  of  the  rules  that  are  not  rigidly  adhered 
to,  as  the  framers  of  them  know. 

It  was  with  the  knowledge  that  such  sets  of  rules 
differed  in  many  cases,  and  with  the  idea  of  finding 
some  points  that  might  be  helpful  to  other  merchants 
that  a  representative  of  DRY  GOODS  REVIEW  inter- 
viewed W.  H.  Goodwin,  of  Goodwin's  Limited,  Mont- 
real. 

"Our  book  of  rules!"  exclaimed  Mr.  Goodwin,  in 
response  to  a  query.  "We  haven't  such  a  thing.  We 
try  to  have  every  employee  feel  that  they  are  part  of 
aii  institution  that  is  placed  here  to  serve  the  people. 
We  want  everyone  in  this  store  to  feel  that  they  are 
individually  responsible  for  the  success  of  the  enter- 
prise. 

Holds  Rules  as  a  Restraint. 

"We  stand  for  a  principle;  that  the  making  of 
sales  depends  on  having  the  right  class  of  goods  and  an 
intelligent  and  competent  service.  Our  clerks  are  given 
to  understand  that  we  expect  them  to  do  their  best. 
We  would  not  attempt  to  lay  down  any  hard  and  fast 
rules  for  them  to  go  by.  We  want  them  to  develop 
their  individual  talents  and  to  lay  down  a  set  of  rules 
for  them  to  go  by  would  defeat  the  purpose  aimed  at. 
They  would  be  thinking  all  the  time,  'Am  I  working- 
according  to  rule,  or  is  this  or  that  done  as  the  rules 
say?',  rather  than  considering,  'Am  I  giving  this  cus- 
tomer the  best  possible  service1?'  Rules,  to  my  mind, 
are  a  restraint,  and  they  do  not  tend  to  bring  out  the 
hearty  co-operation  that  the  lack  of  them  inspires. 

How  to  Cure  Lateness. 

"We  say  to  our  young  ladies,  for  instance,  'Our 
customers  expect  us  to  be  here  ready  to  serve  them 
when  the  doors  open  in  the  morning.'  It  is  evident 
then  that  if  they  come  in  a  half  hour  or  an  hour  late, 
they  have  not  caught  the  proper  spirit.  If  they  are 
late  they  report  to  the  superintendent  of  employees,  and 
if  they  have  a  valid  excuse  for  their  tardiness,  as  they 
sometimes  have,  it  is  recognized.  If  it  happens  that  a 
clerk  is  late  several  times,  the  superintendent  will  point 
out  to  them  that  we  do  not  attempt  to  say  what  time 
they  should  get  up  in  the  morning  or  what  time  they 
should  leave  their  homes.     That  is  not  our  affair,  but  it 


is  expected  they  will  be  sufficiently  interested  in  their 
work  to  be  here  when  the  public  expects  them.  We 
have  some  employees  who  are  so  interested  and  enthusi- 
astic about  their  work  that  we  have  to  practically  drive 
them  out  at  night. 

A  Special  Line  For  Each. 

"What  we  would  like  to  see  is  the  work  so  sub-di- 
vided that  every  clerk  would  feel  that  they  were  especi- 
ally responsible  for  some  particular  task  or  that  they 
have  special  knowledge  of  one  particular  line  of  work. 
The  buyer  of  the  department  should  have  his  clerks 
so  that  he  could  go  to  them  and  ask  their  advice  on 
what  to  buy  and  be  prepared  to  purchase  what  they 
recommend.  They  are  the  ones  who  meet  the  people 
who  buy  the  goods,  and  they  should  be  in  a  better  posi- 
tion to  say  what  should  or  should  not  be  purchased  than 
anyone  else.  The  work  should  be  so  sub-divided  that  a 
girl,  for  instance,  can  say  'I  know  all  about  collars, 
that  is  my  specialty.'  Then  she  is  valuable  to  that 
buyer. 

"We  want  our  clerks,  to  study  out  and  understand 
the  relation  of  one  department  to  another  and  to  catch 
the  spirit  that  we  are  here  to  sell  the  people  what  they 
want.  Only  as  we  can  interpret  the  demands  of  the 
people  and  sell  them  the  goods  they  want  to  buy  are  we 
serving  our  purpose. 

No  'Boss'  in  This  Store. 

"There  is  no  'boss'  in  this  store.  The  people  are 
the  bosses,  but  even  they  have  their  limitations,  for 
they  must  pay  the  price  for  what  they  want. 

"No,  we  don't  have  any  rules  and  we  don't  want 
any.  We  all  have  our  duties  to  perform  and  it  is  for  us, 
individually,  to  recognize  our  responsibility  and  to  give 
the  best  that  is  in  us  to  the  carrying  out  of  our  work." 

It  was  remarked  by  the  REVIEW  representative 
in  the  course  of  the  interview,  that  the  general  offices 
had  been  removed  from  the  top  floor  of  the  building 
to  a  space  on  the  second  floor.  The  offices  are  now 
situated  along  the  front  of  the  building,  adjoining  the 
dress  goods,  shoe  and  blouse  departments.  They  are 
separated  from  these  departments  merely  by  a  low  rail, 
and  all  officials  of  the  store  may  be  easily  approached 
and  seen. 

As  for  the  reason  for  making  this  change,  Mr. 
Goodwin  said  it  was  simply  a  recognition  of  the  prin- 
ciple that  there  could  not  be  too  much  "light."  "People 
want  to  know  all  about  everything  and  we  want  them 
to  feel  that  we  have  nothing  to  conceal.  We  have  no 
private  offices  in  this  building,  except  our  board  room. 
I  have  my  desk  here  where  anybody  can  see  me  without 
passing  several  boys  with  brass  buttons,  and  it  is  the 
same  with  other  officers  of  the  company.  We  want  the 
people  and  our  employees  to  feel  that  we  are  all  work- 
ing together  for  the  same  end.  We  are  here  for  the 
purpose  of  selling  the  people  the  goods  they  want.  We 
endeavor  to  consider  the  welfare  of  the  employees  as 
well  as  the  customers,  and  for  that  reason  have  our 
own  hospital,  with  doctor  and  nurse  who  look  after 
those  needing  their  care." 
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Exclusive  Town  Store  With  Some  Big  Ideas 

I  low  Collingwood  Firm  Cater  to'Women  Only — A  Broad  Policy 
for  Mail  ( >rder  Business — Modern  Advertising  and  Store  Methods 
— Interior  Arranged  to  Display  as  Many  Lines  as  Possible. 

By  a   Si.iir  Correspondent. 


COLLINGWOOD,  June  30.— Unique 
is  ;in  adjective  which  mighl  well 
be  applied  to  the  establishment  of 
Qua  &  Patterson,  of  tliis  town,  a  big  re- 
tail establishment  catering  exclusively 
to  the  needs  of  women.  It  is  not  a  small 
store  as  might  be  looked  lor,  perhaps  in 
a  northern  lake  town,  but  a  business 
dealing  in  high  class  and  exclusive  lines 
which  occupies  a  three-storey  building 
with  a  depth  of  nearly  one  hundred  and 
fifty  feel  and  supplies  the  needs  of  well 
dressed  women  and  children  in  Collins- 
wood    and    the   surrounding   country. 

No  Room  for  Males. 

This  is  a  store  in  which  the  male  of 
the  species  has  no  place — the  only  thing 
sold  that  a  man  might  make  use  of  is  a 
handkerchief,  because  a  woman  will  buy 
it  for  her  life  partner;  or  a  pair  of 
stockings  for  the  small  boy,  for  there  is 
practically  no  sex  to  stockings  until  a 
certain  age  is  reached. 

Naturally  a  unique  store  demands  un- 
ique methods  and  it  has  been  by  apply- 
ing up-to-date  and  progressive  ideas 
that  this  firm  has  been  able  to  make  a 
success  of  a  venture  which  in  the  first 
place  would  appear  to  be  beyond  the 
demands  of  the  trade  of  the  district. 

Goods  Where  They  Can  be  Seen. 

To  enter  the  store  is  to  at  once  get 
the  impression  of  something  different; 
it  is  like  going  into  a  bazaar.  Acting  on 
the    idea    that    with    the    woman    shopper 


(     Qua  &  Patterson  Qua  &  Patterson 


la    I  rn\  cllcrs 
And  Vacationists! 


tiie  principal  thing  in  salesmanship  is 
lo  lei  the  goods  he  seen,  cases  and  cabi- 
nets are  lacking,  ami  gloves,  hosiery, 
whitewear,  smallwares  and  all  sorts  of 
knick-knacks  are  distributed  about  in 
what  appears  to  be  an  array  of  confu- 
sion hut  behind  it  all  there  is  the  main 
idea  of  putting  the  goods  where  they  can 
be  seen.  The  same  principle  applies  to 
the  ready-to-wear  uarments,  costume-. 
coats,  etc.  —  They  are  not  confined  in 
cabinets  but  hung  on  simple  bars  of 
gaspipe,  where  they  can  readily  be  seen 
and  inspected. 

Style    Education. 

In  a  store  of  this  kind,  where  only 
high  class  goods  are  handled  and  where 
the  patrons  are  ofteii  not  closely  in 
touch  with  the  style  markets,  an  import- 
ant factor  is  style  education  and  this 
matter  has  the  full  attention  of  the  firm. 
To  over  two  thousand  women  fashion 
sheets  are  sent  out  four  or  five  times  a 
year;  these  women  are  not  only  in  Col- 
lingwood, but  in  other  towns  through- 
out a  large  territory,  for  it  is  necessary 
to  extend  trade  widely  if  an  exclusive 
business  of  this  kind  is  to  be  made  a 
success.  Then  in  connection  with  the 
newspaper  advertising  up-to-the-minute 
style  cuts  are  used  with  fashion  talks 
and  these  also  are  employed  in  circulars 
sent  out  from  time  to  time. 

In  one  corner  of  the  store  is  a  pattern 
department  where  patrons  of  the  store 
lire  welcome  to  study  styles  at  their  lei- 
sure, to  look  over  designs  and  patterns 
and  discuss  these  matters  as  long  as  they 
desire. 

Mail   Order   Business. 

In  order  that  such  a  store  may  reach 
the  required  field  of  customers,  it  is 
cither  necessary  to  draw  patrons  to  town 
from  other  points  or  to  sell  goods  by 
mail,  and   the  recent   changes  in  the  post 

cilice  regulations  have  a  direct  bearing 
upon  this  department  of  the  business. 
Qua  &  Patterson  at  once  took  advant- 
age of  the  ne«  regulations.  A  catalogue 
ha-  been  issued  illustrating  a  lull  line  of 
ladies'  ready-to-wear  garments,  and 
with  tin-  'joes  :in  announcement  of  the 
advantages  of  the  parcel  post  service, 
indicating  the  broad  policy  of  the  store 
in  connection  with  business  done  through 
the  medium  of  His  Majesty's  mails. 

Catching  Tourist  Trade. 

Collingw 1   i-  an   important   transfer 

point    for   the   summer   tourists   and   the 
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firm  with  their  exclusive  ladies'  apparel 
make  a  special  effort  to  attract  the  at- 
tention of  these  transients,  who  usually 
spend  several  hours  in  the  town.  The 
reproduction  -how-  the  ta>;_\  design  of 
:>  folder  distributed  to  the  tonxistf 
landing. 


A  BROAD  PARCEL  POST 
POLICY. 

FROM  the  special  mail  order 
announcement  accompany- 
ing the  women's  apparel 
catalogue  of  Qua  &  Patterson, 
Collingwood,  for  carrying  a  line 
of  exclusive  women's  wear  in  this 
town  necessitates  bringing  in  out- 
side orders. 

Our  Guarantee. 

We  accept  your  order  upon  the 
distinct  understanding  that  if  the 
goods  we  send  you  are  not  in 
every  way  satisfactory,  they  may 
be  promptly  returned  and  we 
will:  1st — Alter  them  free  of 
charge;  2nd — Send  you  a  new 
garment;  3rd  —  Refund  your 
money  in  full. 

Qua  &  Patterson  will  prepay 
postage  on  all  purchases  made 
here  and  in  addition,  if  the  mer- 
chandise purchased  should  be 
unsatisfactory,  the  purchaser 
may  return  it  and  they  will  re- 
fund the  postage. 

We  have  organized  a  special 
bureau  to  care  for  orders  re- 
ceived from  our  out-of-town  pat- 
rons. Your  order,  when  received, 
will  be  filled  by  expert  shoppers. 
The  goods  you  desire  will  be  care- 
fully selected,  packed  and  ship- 
ped to  you  at  once  via  parcel  post, 
reaching  you  within  a  day  or  two 
after  your  order  was  sent.  And 
on  every  order  you  will  get  the 
benefit  of  our  lowest  price  —  a 
price  which  is  usually  much  low- 
er than  you  could  duplicate  else- 
where. 

Send  cash  for  the  article  you 
like  best — giving  also  a  second 
choice — and  we  will  forward  the 
article  subject  to  your  approval, 
promptly  refunding  your  money 
if  it  is  not  satisfactory. 


DRY     GOODS    REVIEW 


FIRM'S   INSTRUCTIONS   TO 
EMPLOYEES 

(Continued  from  page  28.) 
"Afternoons   must    be    devoted    entirely 
to   selling. ' ' 

Do  Not  Be  Guilty  of  These. 
The   following   departures    from    good 
commercial  conduct  will  not  be  tolerated 
in   this   establishment,   and   will    subject 
anyone  guilty  of  them  to  discharge: 

(a)  Assembling  in  groups  for  conver- 
sation. 

(b)  Reading  newspapers  or  books  or 
«  riting  letters. 

(c)  Eating  or  chewing  while  at  count- 
ers or  departments. 

(d)  Loafing  in  basement  or  away 
from  departments,  continually. 

(e)  Mutilating  fixtures,  standing  on 
bare  counters,  etc. 

(f)  Loud  noise,  talk  or  quarreling. 

(g)  The  suppression  of  any  fact  that 
should  be  made  known  to  the  firm. 

(h)  Walking  through  the  store  arm- 
iu-arm. 

(i)    Spitting  on  floors. 

(j)   Sitting  outside  the  counters. 

(k)  Doing  sewing  or  fancy  work  that 
ir,  not  for  stock. 

Wear  Hats   at   Sales. 

"All  employees  of  the  house  attend- 
ing special  early  morning  sales,  are  re- 
quested to  appear  in  street  costume  un- 
til  after  9  o'clock. 

When  employees  attend  these  sales 
without  hat  or  coat,  customers  are  given 
the  impression  that  employees  are  get- 
ting the  advantage,  and  that  they  them- 
selves are  getting  second  choice." 
Our  Business  Creed. 

Messrs.  Geddes  Bros.,  of  Sarnia  and 
Strathroy,  have  the  following  at  the 
first  of  their  book: 

"To  do  the  right  thing  at  the  right 
time,  in  the  right  way ;  to  do  some 
things  better  than  they  were  ever  done 
before;  to  eliminate  errors;  to  know 
both  sides  of  the  question;  to  be  cour- 
teous; to  be  an  example;  to  work  for 
the  love  of  work;  to  anticipate  require- 
ments; to  master  circumstances;  to  de- 
velop resources;  to  recognize  no  impe- 
diment; to  act  from  reason  rather  than 
rule;  to  be  satisfied  with  nothing  short 
of  perfection." 

Employees  must  do  their  shopping  be- 
fore 11  a.m.,  and  from  another  sales- 
person. 

"Employees'  special  discounts  are  al- 
lowable only  upon  merchandize  pur- 
chased for  their  own  personal  use,  or 
for  any  one  whose  support  they  are  en- 
tirely responsible  for.  Sale  slips  show- 
ing discount —  must  be  initialed  by  a 
member  of  the  firm  or  a  floorman.  No 
discounts  allowed  on  reduced  goods  or 
'specials.'  " 

One  Price  to  All. 

"All  goods   are  marked   in   plain   fig- 


ures and  sold  on  their  merits  at  ab- 
solutely one  price  to  everybody.  There 
must  be  no  misrepresentation.  We  give 
in.  discounts,  pay  no  commissions,  grant 
no  concession  that  may  not  be  shared 
by  all." 

"Prohibited:  The  use  of  gum,  to- 
bacco, fruit,  candy,  etc.,  while  on  duty." 

"Salespeople  will  please  address  each 
other  by  their  surnames  during  business 
hours. ' ' 

Treatment  of  Customers. 

"Every  employee  is  reminded  that 
every  person  entering  the  store  is  in  a 
sense  our  invited  guest,  and  should  Be 
made  welcome.  They  should  be  made 
to  feel  that  an  active,  courteous  and 
helpful  interest — on  our  part  is  their 
right   and   our  pleasure. 

"Anything  in  the  nature  of  haughti- 
ness, insolence,  indifference,  sarcasm, 
cold  reserve,  a  condescending  air,  or  the 
like  is  absolutely  fatal  to  good  business 
principles  and  will  not  be  tolerated." 

The  rule  book  closes  thus: 

"The  management  will  gladly  re- 
ceive and  carefully  consider  suggestions 
from  any  employee  relative  to  the 
business. 

Accounts  of  the  rules  of  other  merch- 
ants will  appear  in  future  issues. 


TURNOVER     FROM     $20,000     TO 
$72,000  IN  21  YEARS 

(Continued  from  page  27.) 
a  country  market  pay  the  general  mer- 
chant?" He  thought  that  if  other  towns 
in  the  neighborhood  had  one,  it  was  best 
tc  have  one  too,  or  the  farmers  would 
go  elsewhere.  He  believed,  however, 
that  it  would  be  better  if  there  were  no 
weekly  markets,  then  the  whole  of  the 
trade  with  the  farmers  would  go  to  the 
stores.  He  remarked  that  a  merchant 
who  liked  the  market  was  a  man  who  did 
not  handle  the  farmers'  produce.  It 
was  the  impression  of  some,  he  said,  that 
some  day  the  weekly  market  would  dis- 
appear altogether. 

Speaking  on  the  cash  and  credit  sys- 
tems and  their  relative  value.  Mr.  Earle 
stated  that  he  always  did  a  limited 
amount  of  credit  business.  He  has  never 
allowed  long  credit,  and  gave  no  cash 
discount.  He  treated  all  his  customers 
the  same.  He  thought  the  idea  of  dis- 
count signified  approval  of  credit. 

Diplomacy  Among  the  Clerks. 

Regarding  his  clerks,  he  never  allows 
them  to  mention  the  departmental  stores 
to  customers.  If  a  customer  remarked 
what  prices  were  in  departmental  stores, 
the  clerks  were  trained  to  turn  the  sub- 
ject, for  he  knew  a  controversy  like  that 
never  settled  an  argument.  He  always 
kept  good  clerks.  One  of  them  remained 
thirteen  years,  and  another  nine  years. 
Mr.  Earle 's  advice  to  other  merchants  is 
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to   keep   a   good   clerk  when  they   have 
one,  even  at  a  higher  salary. 

He  always  made  it  a  custom  to  discuss 
matters  with  the  clerks,  and  to  get  them 
interested  in  the  business.  If  a  change 
was  contemplated,  he  would  ask  his 
clerks  what  they  thought  about  it.  He 
never  gave  them  bonuses.  He  did  not 
believe  the  principle  good.  He  employed 
six  men  and  three  girls  steadily,  and  on 
giving  up  business,  entertained  them  at 
a  banquet.  Every  one  spoke  in  the 
highest  terms  of  the  way  in  which  he 
had  dealt  with  them. 

A  Contest  That  Advertised  Him. 

Mr.  Earle  believed  in  advertising  both 
it:  the  local  newspaper  and  by  circular. 
He  once  adopted  a  very  novel  method 
of  making  the  name  of  his  business 
familiar  in  the  district.  He  bought  a 
dozen  dolls  at  about  a  dollar  apiece,  and 
offered  them  to  the  twelve  girls  who 
made  the  largest  number  of  common- 
sense  words  containing  the  letters  in 
the  word  "Earle."  Thus  the  girls  of 
the  district  were  employed  for  weeks 
uttering  the  name  of  this  store. 

For  fifteen  years  Mr.  Earle  conducted 
a  poultry  business  which  at  one  time 
was  of  extensive  proportions.  He  was 
the  first  in  this  district  to  buy  live 
poultry  from  the  farmers,  which 
he  killed,  chilled  and  packed  himself. 
At  first  he  had  an  English  market,  but 
later  there  gTew  up  a  large  local  de- 
mand. He  worked  up  a  connection  be- 
tween Gravenhurst  and  Cobalt,  extend- 
ing west  to  Fort  William.  The  poultry 
was  supplied  direct  from  Creemore,  or 
from  cold  storage  in  Toronto,  where  he 
had  dispatched  it  earlier  in  the  season. 
This  business,  however,  dropped  off  five 
years  ago  owing  to  the  establishment  in 
Creemore  of  a  cash  market.  Toronto 
buyers  now  come  in  and  secure  the 
poultry  direct  from  the  farmers.  Prob- 
ably this  has  something  to  do  with  Mr. 
Earle 's  pronounced  views  on  the  sub- 
ject of  country  markets. 

A  Substantial  Expansion. 

During  the  twenty-one  years  he  was 
in  business  in  Creemore,  Mr.  Earle  in- 
creased his  turnover  from  $20,000  to 
$72,000,  there  being  an  increase  every 
year.  This  is  astounding  when  it  is  re- 
membered that  Creemore,  even  now,  is  a 
place  with  little  over  600  population.  It 
is  interesting  to  note,  also,  that  during 
the  first  six  years,  when  he  was  in  a 
smaller  store,  his  turnover  only  in- 
creased from  $20,000  to  $30,000,  whereas 
when  he  moved  to  larger  premises,  his 
turnover  quickly  jumped  to  $50,000. 

Although  Mr.  Earle  has  sold  his  busi- 
ness in  Creemore,  he  will  be  by  no 
means  idle.  He  has  a  number  of  outside 
interests  to  keep  him  employed. 


Ready  Response  in  Summer  to  Real  Sales 

Do  Not  Beat  the  "Below  Cost"  Drum  Too  Hard  or  Public  Will  be 
[ncredulous— Candid  Reasons  for  Lower  Prices  Will  be  Appreci- 
ated— Special  Job  Lots  to  Supplement  Remnants  and  Other 
Clearances — A  Coupon  Scheme. 


THK  Summer  sale  is  just  as  import- 
ant as  the  Spring  or  Fall  opening 
in  the  store  run  along  modern 
lines.  The  use  of  the  Summer  sale  is  to 
clear  up  stock  and  to  reduce  it  to  the 
smallest  possible  point  before  the  taking 
of  the  semi-annual  inventory,  where 
such  is  taken,  or  in  other  cases  to  clear 
the  decks  for  Fall,  tf  the  financing  of 
the  store  is  on  a  proper  basis  the  Sum- 
mer sale  ought  to  provide  a  fund  of 
ready  cash  with  which  to  finance  the 
Fall  campaign. 

The  Summer  sale  affords  the  oppor- 
tunity to  clear  the  store  of  all  Summer 
goods  and  of  broken  lines  in  all  the  de- 
partments. Buyers  at  this  time  Snd  it 
easy  to  pick  up  lines  at  much  reduced 
prices  from  manufacturers  and  the  job- 
bing houses,  and  these  lines  can  be 
placed  on  sale  at  most  attractive  price.-, 
anil  as  well  they  can  be  made  to  show 
a  fair  share  of  profit.  As  to  profit  on 
the  regular  lines,  it  should  have  been 
taken  long  ago,  ami  the  money  that 
comes  in  from  the  left-overs  now  sidling, 
should  be  all  to  the  good.  Of  course  this 
ride  cannot  be  quite  strictly  followed, 
Km  I  he  more  strictly  it  is  lived  up  to, 
the  more  money  the  merchant  will  make, 
for  to  live  up  to  it  he  has  to  keep  the 
stock  moving. 

The  "Below  Cost"  Drum. 

It  is  not  a  wise  thin;;-  to  be  pounding 
the  bargain  drum  all  the  time,  and  the 
merchant  who  steadily  advertises  that  he 
is  selling  goods  below  cost  is  not  the  one 
ti  inspire  confidence  in  either  the  quali- 
ty of  what  he  sells,  nor  in  his  truthful- 
ness. I  know  that  many  large  stores 
make  a  practice  of  doing  this,  and  that 
they  gel  away  with  it.  but  it  is  not  in 
accord  with  the  ethics  of  best  business, 
ami  it  is  not  solid  business  building. 

Man>  a  merchant  seems  to  think  that 

no  attention  will  be  paid  to  a  sale  unless 
it  is  the  "Biggest  Ever,"  or  unless  he 
advertises    that     everything    in    the    store 

,-  to  go  at  prices  that   are  away  below 

cost.        If     he     '_;oe>     the     right     way     about 

holding  a  sale,  and  gives  genuine  price 

reduction-     and     states     his     reaBOnS     for 

holdii  ilc  truthfully  ami  in  plain 

ible   terms,   it    will    be   much   better 

for    his    business. 

Ready  Response  to  Real  Sale. 
All    In-   customers   know    that    much    of 
Ins    stock       needs    to    be   sold    before    the 
OD    is  o\  er  because   it    will    !ia\  e   little 


(/r  no  value  if  kept  over,  and  in  July- 
there  is  still  plenty  of  time  to  wear  Sum- 
mer goods  out  before  the  end  of  the 
Summer  arrive.-.  Therefore,  there  are 
many  women  who  delay  their  purchases 
until  the  period  of  the  Summer  sale  ar- 
rives. Also  there  are  many  women  who 
can  easily  be  induced  to  purchase  goods 
when  they  see  that  they  are  getting  extra 
value  for  their  money.  Therefore  there 
is  always  a  ready  response  when  a  real 
.-ale  is  put  on. 

I  thoroughly  believe  that  the  merch- 
ant who  advertises  truthfully  and  tem- 
perately, and  takes  the  public  into  his 
confidence,  and  tells  plainly  just  why  he 
is  reducing  prices,  and  who  states  fairly- 
just  what  he  has  to  offer  is  the  one  who 
will   in   the  end  do  the  most   business. 

Instead  of  advertising  unheard  of  and 
impossible  price  reductions,  try  to  think 
of  other  ways  of  attracting  attention. 
What  these  methods  will  be  and  what 
form  they  will  take  all  depends  on  the 
store  and  the  community  it  serves.  In 
many  centers,  just  the  advertising  that 
Summer  sales  are  on,  the  daily  advertis- 
ing backed  by  the  publicity  of  the  store 
windows,  and  also  the  extra,  and  not  ad- 
vertised bargains  placed  on  the  counters 
and  tables,  are  sufficient  to  draw  the 
crowd. 

Special  Offers  to  Farmers. 
In  the  smaller  centers,  which  serve  a 
scattered  community,  many  of  which  are 
farmers  busy  with  Summer  work,  other 
met  hods  will  have  to  be  resorted  to. 
Special  attractions  will  have  to  be  plan- 
ned for  the  days  when  the  farmers  come 
to  town.  Special  bargains  should  be 
given  for  that  day.  and  the  store  should 
be  made  specially  attractive.  The  old 
plan  of  a  guessing  contest,  such  as  the 
guessing  of  how  many  coins  there  are  in 
a  pile,  or  how  many  beans  in  a  bottle, 
draws  still  in  many  places,  particularly 
if  the  list  of  guesses  can  be  posted  up  in 

some    way.      Hut    the    most    of   merchants 

are  coming  to  discard   these  methods. 
One    merchant     last    year    pulled    off    a 

very  successful  coupon  sale.     As  a  pre- 

Imiinarv  a  circular  was  prepared  telling 
about  the  handsome  rewards  and  pri/.es 
that  would  be  given  to  the  holders  of 
books    of    coupons.         'flu-    vva-    followed 

by  Bending  out  postal  cards  to  be  return- 
ed to  the  -tore,  with  requests  for  cou- 
pons, which  would  be  sent  when  the  per- 
son who  received  the  card  sent  ill  the 
names  of  ten  other  persons.  These  post 
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cards  were  enclosed  in  an  envelope  with 

i  ircular  matter. 

A  Coupon  System. 

The  coupons  were  in  book  form,  and 
when  the  person  who  held  one  came  to 
the  store,  and  made  a  purchase 
handed  the  book  or  coupon  lo  the  sale-- 
person,  and  the  amount  purchased  was 
registered  to  his  credit  and  the  amount 
was  also  marked  on  the  stub  which  the 
purchaser  kept  so  that  there  could  be 
no  dispute. 

When  all  the  coupons  in  one  book  had 

been   used    up,   another   1 k    numbered 

the  same  was  given.  When  inercha: 
sold  had  amounted  to  $100,  then  a  hand- 
some premium  was  given.  It  should  be 
stated  that  only  one  member  of  the  fam- 
ily was  given  a  coupon  book  and  that 
coupons  might  be  given  by  the  owner  of 
tin'  book  to  any  person  trading  at  the 
store,  and  that  they  were  easilj  i- 
nizable  as  the  number  was  printed  on 
each  coupon.  Such  premiums  as 
watches,  cameras,  chairs,  dinner  and  tea 
sets  were  provided  or  their  value  might 
be  selected    from   g 1-  in  stock. 

Of  course  these  coupons  were  only  al- 
lowed to  count  when  cash  was  paid  for 
what  was  bought.  This  sale  was  very 
successful,  and  was  continued  daring 
July  and   August. 

In    making    up    the    first    circular    the 
rewards    were   set    out    plainly,   and  cut8 
cd    th.e    same    were    given.         When    - 
worth  of  merchandise  had  been  sold  on  a 
coupon    book,   a    reward    worth    $10    was 
given.         These      rewards    were      bought 
through    the    wholesale    and    really 
from  $6   to  $7.        This  was  taken 
basis,    ami    if    coupons    were    held    until 
higher  figures  than  100  had  been  readied 
a  premium  in  that  proportion  was  given. 

When  a  request  for  a  coupon  book 
was  received,  a  book  o\'  coupons  with 
the  number  printed  on  the  back  and  wish 
the  name  and  address  of  the  recipient 
was  sent.  This  name,  address  and  num- 
ber was  registered  in  the  office  and 
special  care  was  taken  that  there  should 
b(  no  duplication.  Each  book  contain- 
ed  25  coupons. 

® 

TEAM     PLAY. 

The  man  who  will  not  work  to  build 
up  team  play  in  your  store  organisation 
is  a  man  who  can  well  be  spared  to  make 

room   tor  some   follow    who   i-  thinking 

less   "\'   himself   and    more   .  f   the   BUCCeSS 

of   the   business. 


Directions  for  Conducting  Bull's  Eye  Sale 


Designed  for  The  Review  by  A.   A.   Daoust 


yfLTHOVGH  this  idea  may  seem 
^/±  elaborate  to  the  merchant,  it 
is-  not  nearly  as  much  so  as  it 
looks,  and  if  the  merchant  has  a  win- 
dow trimmer  who  can  make  his  own 
cards,  the  cost,  he  will  find,  will  be 
practically   nothing  as  the  only  ex- 


pense attached  to  it  is  the  cardboard, 
and  the  time. 

If  on  the  other  hand,  the  window 
trimmer  cannot  make  his  own  cards, 
he  can  easily  submit  the  idea  to  a 
local  card  writer,  and  get  an  estimate 
on  the  whole,  and  it  does  not  require 


particular  and  fancy  lettering  for  sale 
cards,  the  trimmer  should  be  able  to 
secure  a  price  for  the  job  which 
should  be  entirely  satisfactory,  and  a 
trim  of  this  kind  should  attract  great 
attention,  and  should  make  the  sale 
a  big  success,  as  striking  sale  ads.  usu- 
ally bring  very  good  results. 
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You  Hit  The  Hark 
WhenYouAttendThisSale 


^5> 


This  shows  how  a  simple  card-holder  for  this 
sale  can  be  made  of  soft  wood,  and  painted  white. 
The  card  shown  here  is  very  suitable  and  corre- 
sponds with  the  rest  of  the  sale  cards,  and  should 
be  in  red  and  white,  as  the  rest. 


uLfe  Eye  Say 


This  sale  window  idea  needs  very  little  explanation,  as  it  speaks  for  itself. 

Hake  an  upright  to  hold  the  large  Bull's  Eye  in  the  center,  out  of  soft  wood,  with  a 
heavy  wooden  base  to  suit  the  size  and  height  of  the  upright.  This  should  be  painted 
white. 

The  Bull's  Eye  Sale  sign  at  the  top  is  to  be  placed  against  the  glass  high  enough  so 
that  it  will  not  obstruct  the  full  view  of  the  Bull's  Eye  in  the  center.  This  sign  should  be 
made  of  cardboard.  It  is  too  long  to  be  made  in  one  piece,  but  tvill  probably  take  two  or 
three  large  sheets,  according,  of  course,  to  the  size  of  the  window,  and  should  be  held  to- 
gether by  small  strips  of  wood  at  the  back.  This  sign  should  be  lettered  in  bright  red.  The 
bull's  eyes  should  also  be  in  bright  red  and  white,  with  red  letters  also.  The  bull's  eyes 
should  be  made  of  cardboard  in  white,  and  the  tail  part  painted  in  red.  These  should  also 
have  a  small  strip  of  wood  at  the  back  to  brace  them.  The  floor  of  the  window  should  be 
-covered  smoothly  with  felt. 
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If  tables  are  used, — and  one  at  least  should  be  ar- 
ranged to  attract  attention, — this  gives  an  idea  of  how 
the  card  on  same  should  be  placed.  This  card  should 
■  be  of  white  cardboard  as  the  others  are. 


This  shows  a  sign  similar  to  the  one  to  be  used 
against  the  glass  of  the  window,  and  should  also  be 
made  of  white  cardboard  and  painted  in  red,  and  this 
should  extend  from  one  side  of  the  store  to  the  other, 
from  shelving  to  shelving  and  should  be  made  double 
so  that  it  will  look  exactly  the  same  from  the  back  of 
the  store  as  it  does  from  the  front,  i.e..  if  it  is  placed 
so  that  the  customers  get  past  the  sign,  which  will 
happen  if  the  sign  is  placed  in  the  center  of  the  store. 
To  get  the  same  effect  it  will  be  absolutely  necessary 
to  make  double  signs  made  and  have  these  nailed  back 
to  back  on  small  strips  of  wood  to  hold  them  together 
so  that  they  can  be  stretched  from  shelf  to  shelf. 
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What  are  the  Best  Locations  for  Your  Goods? 

Reasons  for  Radical  Changes  That  Hamilton  Stoic  Contemplates 
in  Arrangemeni  of  Ground  Floor — Notions  to  the  Rear — Um- 
brellas Beside  Front  Door — Hosiery  Next  to  Shoos — What  Do 
You  Think  of  Them? 

rir-i    of  series  oJ   special  s rl  li 


Till',  planning  of  the  location  of 
the  various  departments  of  a 
store  is  one  of  the  most  interest- 
ing as  it  is  also  one  of  the  most  import- 
ant to  which  the  proprietor,  or  the  mer- 
chandise manager,  as  he  is  called  in  the 
large  stores,  can  turn  his  attention. 
More  and  more  men  who  study  this  sub- 
ject are  ((lining  to  see  thai  the  relative 
position  of  a  certain  department  de- 
cides to  a  considerable  extent  on  the  re- 
turns from  that  department.  Readers 
of  The  Review  will  remember  a  little 
incident  in  connection  with  a  recent  ar- 
ticle on  the  store  of  Steacy  &  Steaey, 
Kingston,  in  which  the  location  of  the 
pattern  department  beside  the  buttons 
doubled  the  sales  in  a  few  weeks. 

Merchants  who  have  experimented 
along  this  line  will  have  met  similar 
proofs  of  the  wisdom  of  studying  this 
subject  carefully  not  in  theory,  but  by 
watching  the  people  who  enter  the  store. 
It  is  a  study  to  a  certain  extent,  along 
a  branch  of  what  is  known  as  "crowd 
psychology." 

There  are  departments  that  need  the 
best  location  in  the  store;  the  position 
where  the  most  people  entering  will  see 
them,  at  the  point  where  they  first  look 
for  a  display  of  merchandise.  There 
are  departments  that  require  this  white 
lighl  of  publicity  as  do  plants  the  lighi 
of  the  sun,  or  they  will  wither  for  lack 
of  nourishment  and  drag  on,  unproduc- 
tive. There  are  others  that  give  satis- 
factory returns  if  they  are  set  at  the 
back  of  the  store,  or  removed  to  the 
second  or  third  Boors.  There  are  goods 
that  people  want  :  that  they  must  have; 
that  they  know  about,  and  which  they 
will   search    out    until    they   find. 

Then.    too.       there       are       departments 

,■    demand    for    -pace    requires    I  hem 

to  he   removed   often    from   the  first  floor 

t0   allow    of   the   smaller   sections   getting 

display     prominence     thereon.       Such    as 

iture;      usually      housefurnishings, 
millinery,  mid   in  the  larger  store-   the 

ri  ad\    to  wear    department. 

Many  Merchants  Disagree. 
There  arc,  of  course,  certain  well  de- 
fined rule-  governing  location  with  whi<  ii 

■     the    particular    circumstance-    of 

lew    would  disagree.       Bui 

,,[,     I  his    territory    there    is    a    \.  i.lr 
Of   opinion    as   to    where    fancy 

.    ribbons,    hosiery,   gloves,    should 

;  ;    whether    .!•  ■!-    may    he 


relegated  to  the  rear  of  those  or  be 
allowed  a  full  side  of  the  store  to  them- 
selves. The  Review  proposes  to  pres- 
ent in  this,  the  first  of  a  number  of  ar- 
ticles, the  arrangements  of  many  of  the 
dry  goods  stores  of  Canada,  with  the 
reasons  for  this  special  choice  of  posi- 
tion as  given  by  those  who  are  chiefly 
concerned.  It  is  believed  that  in  this 
way  other  merchants  will  secure  ideas 
(  n  this  important  subject  that  will 
prove  valuable  to  them  in  re-arranging 
their  own   stores. 

Before  and  After. 

For  this  first  article  The  Review  is 
fortunate  in  being  able  to  present  a 
double  diagram  of  the  Right  House. 
Hamilton,  a  "Before  and  After"  effect. 
That  is,  one  illustration  shows  the  pro- 
posed re-arrangement  of  the  ground 
floor,  while  the  other  in  contrast,  indi- 
cates the  location  of  the  departments  as 
they  are  to-day.  The  cross  denotes  that 
a  change  in  location  is  being  planned, 
and  the  frequency  with  which  this  oc- 
curs is  one  of  the  most  interesting 
points  about  this  action  of  the  manage- 
ment, as  in  each  case,  with  perhaps  two 
exceptions  it  is  believed  that  the  changes 
will  strengthen  the  various  depart- 
ment';. 

The  first  point  that  may  he  noticed  is 
that  Jewelry  and  Toilet  Goods  on  the 
left,  along  the  central  aisle,  remain  as 
they  were.  Those  who  recall  a  view  of 
the  interior  in  an  April  issue  of  The 
Review  will  remember  the  striking  ef- 
fect ■ — the  enticing  display — of  these 
two  sections,  edircd  in  front  and  on  the 
side  with  show  cases.  On  the  right  hand 
side  confronting  these,  originally  there 
were    ribbons,    with    neckwear,    veilings, 

etc.,  farther  on.  The  new  plan  shows 
neckwear  to  the  lore,  and  ribbons  re'e- 
gated  to  the  second  section  of  the  store 

lack  of  the  cross  aisle.  The  merchan- 
dise man.  Mr.  Udine,  in  explaining  this, 
a?  other  changes  to  The  Rievew,  said 
(here  was  no  suggestion  of  minimizing 
the  importance  of  this  busy  department, 

hut  the  active  demand  for  neckwear  of 
late  had  made  if  more  important  than  it 
had    been,    and    display    was    the    essence 

of  success  in  making  sale-  along  this 
urn'.     Ribbons  were  still  prominent  but 

in    a    second    place    now. 

Should  Notions  be  at  the  Rear. 
Amdher  point    that    is  a   much   disput- 
ed one  among  dry  goods  men.  is  Qlustrat- 
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ed   here.     Note   the   position  of   X' 
along    the    front    and    side    before:    now 
relegated  quite  to  the  rear  under  a  bal- 
cony  opposite  patterns. 

••  Why?"  The  Review  asked.  "Because 
people  will  go  anywhere  for  Notions. 
and  we  wanted  a  place  for  our  silver- 
ware which  has  been  in  the  baspment. 
But   art  goods  remain   as  bef< 

Note     the     vis-a-vis     of     silverware, 
namely   umbrellas.     These,  before,   were 
at    the    end    of    the    Men's    Fui 
department  admittedly  not  a  good  place 
for  a  ladies'  article.  But  why  the  cl 
to  this  beside-the-door  position. 

Come  Back  for  Umbrellas. 

The  same  reason  applies  here  as  was 
given  The  Review  in  the  0.  E.  Rea 
in  Ottawa,  where  a  similar  arrangement 
holds:  Placed  here  they  are  the  last  ar- 
ticle people  see  on  sroing  out  of  the 
door:  it  is  the  last  idea — in  their  minds. 
If  they  go  out.  and  it  is  raining,  they 
will  step  back  in  and  buy;  if  it  is  very- 
hot,  they  come  back  also  for  a  sun- 
shade."' 

Shoe  Section  More  Compact. 

Probably  the  most  pronounced  e! 
v  ill  be  in  the  shoe  department.  It 
strange  coincidence  but  on  two  occa- 
sions a  staff  representative  of  The  Re- 
view has  entered  this  store  for  the  pur- 
pose of  arranging  for  a  view-  and  story 
of  the  shoe  department,  but.  as  hot. 
found  it  rather  scattered;  part  divided 
ar  aisle  with  silks,  part  ran  along  the 
rear  wall  from  end  to  end.  and  thus  the 
impression  of  the  whole  department  was 
marred.  But  under  the  new  plan,  the 
shoes  will  all  be  brought  together  at 
the  left  hand  corner,  and  undoubtedly 
in  this  concentration  will  bring  better 
returns. 

Shoes  going  down  there  will  displace 
linens  and  these  will  be  brought  up  op- 
posite the  sheetings  and  staples  gener- 
ally, a  position  thai  is  considered  ad- 
vantageous. 

Alone-    with    shoes    will    go    hosiery, 
these  being     moved     behind     the 
where   they    are   at    present.     The   proxi- 
mity of  the  two  i-  believed  to  be 
for  sales  in  both   directions. 

Underwear,     which     previously     was 

crowded  nexl  the  hosiery,  is  moved  back 
where  it  will  be  opposite  the  embroider- 
ies.       The  position   of  the  latter  is   not 
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considered  particularly   an  eligible  one, 
however. 

Silks  Forward  and  in  Line. 

Silks  are  brought  forward  from  the 
third  section  to  the  second,  an  acknow- 
ledgement of  the  splendid  revival  in  sell- 
ing in  this  line  this  Spring  and  early 
Summer.  Note  that  silks  now  are  in  a 
direct  line  to  the  black  and  colored  dress 
goods  section. 

Stationery,  which  before  was  behind 
ladies'  underwear  is  given  more  promin- 
ence now,  next  to  leather  goods. 

These,  in  brief  are  the  changes  con- 
templated on  the  ground  floor  of  this  en- 
terprising and  busy  store. 


KEEPING  FIXTURES  BRIGHT. 

Although  brass  fixtures  when  new  have 
a  fine  coat  of  lacquer  to  keep  them  from 
tarnishing,  their  protecting  layer  soon 
disappears  before  the  attacks  of  the 
cleaner.  Instead  of  wrestling  then  with 
the  problem  of  keeping  the  unprotected 
brass  bright,  another  coat  of  lacquer  can 
be   put   on. 

Instead  of  sending  the  fixtures  to  the 
factory  for  this  purpose  solve  the  prob- 
lem for  yourself  by  applying  the  fol- 
lowing solution :  Gum  shellac  dissolved 
in  alcohol  makes  a  thin  varnish  which 
is  applied  with  a  small  brush ;  ten  cents 
worth  of  shellac  is  enough  and  enough 
alcohol  to  make  it  thin.  This  is  enough 
to  cover  many  fixtures  and  the  work  can 
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easily    be    done    in    less    than    an    hour. 

To  prevent  your  nickel  fixtures  from 
rusting,  especially  when  you  store  them 
in  the  basement,  go  over  them  with  a 
cloth  dampened  with  linseed  oil,  wrap 
the  nickel-plated  parts  in  paper.  When 
you  next  use  your  fixtures  you  will  not 
have  any  rust  to  contend  with. 

Many  metal  stands  have  glass  tops. 
These  tops,  from  frequent  handling,  get 
quite  dull  in  appearance.  To  bring  back 
the  original  sparkle  and  crystal  effect 
to  the  glass  all  you  need  to  do  is  to 
cover  the  glass  with  a  coating  of  whiting 
dissolved  in  water  and  ammonia.  When 
dry  rub  briskly  with  dry  cheesecloth  and 
you  will  have  a  beautifully  polished  glass 
top. 
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How  to  Know  What  Your  Store  is  Doing? 

Up-to-date  Merchandising  Methods  Which  Tell  the  Turnover. 
Profits  and  Expenses  of  Every  Department — Estimating  Stock 
Every  Day  and  Controlling  Buying  Power  by  the  Record  of 
Business  Done. 


THE  modern  merchandising  plant 
which  is  doing  business  in  a  large 
way,  with  a  number  of  different 
departments — the  department  store  on 
a  more  or  less  extensive  scale — where 
there  are  big  rents  to  pay  and  whore 
the  other  overhead  expenses  are  running 
high  and  where  there  are  big  turnovers 
and  many  opportunity  for  leaks,  must 
be  as  highly  systematized  as  any  busi- 
ness institution  of  the  present  day.  In 
this  respect  there  has  been  a  decided 
change  in  the  average  big  and  even  in 
small  city  stores  during  recent  years. 

The  modern  merchant,  if  he  is  to  be 
successful,  must  have  at  his  finger  ends 
sroh  information  as  will  show  the  rela- 
tive value,  turnover  and  profits  of  his 
different  departments;  what  percentage 
of  mark-up  they  are  carrying  and  what 
is  the  relation  of  mark-downs  and  dis- 
counts. It  is  necessary,  too,  that  there 
should  at  all  times  be  a  means  of  esti- 
mating the  stock  in  each  department 
and  from  this  and  the  figures  on  the 
turnover  keep  a  gauge  on  the  buying 
power  of  each   manager. 

In  connection  with  the  needs  of  the 
modem  store  there  is  much  to  bo  learn- 
ed from  Bome  of  the  systems  which  have 
r<  eentlj  been  installed  by  the  Plaj  lair, 
Preston  Company  at  Midland.  Out.  The 
merchandising  system  here  lias  been 
worked  out  from  the  experience  of  the 
manager,  W.  I-:.  Preston,  with  the  as- 
sistance  of  a  New  York  expert.  Some 
of    the    information    secured    Erpm    Mr. 

Pre  ton  maj  be  Of  interest  to  ..I  tiers  111 
the  trade,  hut  of  course  there  are  t'ea- 
whicli  are  the  exclusive  property 
of  this  store  and  id'  which  the  detail- 
cannot    he   given. 

The  Buying  Limit. 

I,  li'cj    Of   the    Pkj  fair.    Pre- 


ton  store  that  right  buying  is  one  of  the 
foundations  of  the  successful  retail 
business,  and  a  special  system  has  been 
devised  to  keep  track  of  the  stocks  and 
turnovers  of  every  department.  These 
reports  are  made  up  monthly  for  the  in- 
formation of  the  department  manager 
and  he  is  thus  given  knowledge  as  to  his 
buying  power.  The  benefit  of  this  is  not 
only  in  keeping  the  amount  of  capital 
involved  at  the  minimum  but  in  keep- 
ing stocks  close  so  that  sacrificing  sales 
are  not   necessary. 

In  the  first  place  the  buying  limit  for 
the  department  for  the  year  is  set  from 
the  record  of  the  previous  year.  Many 
factors  enter  into  this  figure — the  turn- 

EECOBD    FOE    DEPARTMENT    HEAD. 

DSPt 

Buying  Holt    for  year  ending  Jen.   21.    1314-- 

You  hero   received   to 

You  have   ordered   for del'y 


Total 

B&lanoe  open  for  ruylnr 

Buying  Unit   for del'y 

Orflere   plaood    Tor *      

Open   to  ruy   for ■     
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Salet  to 1»1J--- 
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over  of  the  department,  profits,  expenses, 
mark-up.  etc..  all  being  considered.  Fol- 
lowing the  record  of  the  buying  power  of 
the  department  is  recorded  the  amount 
of  goods  delivered  to  date  and  a  list  of 
the  orders  which  have  been  placed  for 
future  delivery,  the  difference  being  the 
balance  open  for  buying.  In  connection 
with  this  monthly  department  report 
there  is  also  a  sales  comparison,  with  an 
estimate  of  what  the  sales  of  the  depart- 
ment should  be  for  the  period  and  a 
record  of  what  they  actually  are;  then 
the  required  sales  for  the  balance  of  the 
term  or  for  the  following  month  are 
estimated. 

Systematizing  a  big  store  so  that  all 
those  estimates  and  records  can  be 
placed  on  tile  requires  a  lot  of  work  and 
means  considerable  expense  but  any  rea- 
sonable expense  in  bookkeeping  systems 
e  modern  store  is  a  good  invest- 
ment as  any  up-to-date  merchant  will 
affirm. 

The   sketch      indicates      the   elaborate 
scheme  which  Mr.  Preston  has  installed 
in   order    t hat    he   may    know    : 
value   of   each    department    to    the   busi- 
i  ess,  with  its  turnover,  profits,  etc 

In  the  first  column  is  the  mark-up 
which  the  record  of  the  department 
shows  to  be  necessary  or  permissable: 
then  comes  a  record  of  the  stock  with 
the  cost  price,  and  tie  Belling  pin 
decided  by  the  mark-up.  A  column  is 
provided  for  the  record  of  the  discounts 
which  are  usuallj  on  sales  made  to 
employees  of  the  store  and  the 
mark-downs  necessary  to  clear  lines; 
jives  the  not  cost  and  the  not  retail 
price  with  the  profit  and  the  not  percent- 
age of  mark-up  which  it  represents  \ 
record  is  then  provided  for  the  stock 
(Continued    on    Page    39.) 


From  Winnipeg  to  Regina  by  Ox-cart 

R.  H.  Williams,  Who  Has  Increased  His  Floor  Space  From  1,200 
to  112,000  Feet  in  25  Years,  Beached  Regina  One  Year  Before 
the  C.P.R,  —  Two  Years  Mayor  of  Western  City  —  Story  of 
Remarkable  Success  of  Pioneer. 


By  a  Staff  Correspondent. 


REGINA,  June  24.— (Special)— The 
growth  of  the  business  of  the  de- 
partmental stores  in  western  cities 
has  in  practically  every  case  kept  pace 
with  or  exceeded  the  remarkable  develop- 
ment that  has  taken  place  in  the  respec- 
tive cities.  The  Glasgow  House,  Regina, 
owned  by  R.  H.  Williams  &  Sons,  is  no 
exception  to  this  rule.  The  entire  floor 
space  occupied  by  this  concern  but  a  few 
years  ago  was  1,200  square  feet,  whereas 
at  the  present  time  112.000  square  feet 
of  floor  space  is  necessary  to  take  care 
of  the  ever-increasing  business. 

Twice  Mayor  of  his  City. 

The  largest  stockholder  in  the  Glasgow 
House  Company  is  R.  H.  Williams,  one 
of  the  pioneers  of  Regina.  Mr.  Williams 
has  proved  his  popularity  and  standing 
with  his  fellow-citizens,  having  been 
elected  to  the  Council  for  four  or  five 
conclusive  years,  two  of  which  were 
spent  as  Mayor  of  Regina.  At  the  end 
of  1910,  however,  he  announced  his  with- 
drawal from  municipal  activities,  and 
from  that  time  up  to  the  present  has  con- 
stantly refused  to  stand  for  municipal 
honors.  Each  year  since  1910,  however, 
his  supporters  have  endeavored  to  again 
draw  him  into  the  mu- 
nicipal  arena. 

An    Enterprising    Sale. 

It  will  be  remem- 
bered that  last  Fall  the 
Glasgow  House  adop- 
ted a  novel  scheme  by 
which  a  special  sale  of 
Canadian-made  goods 
was  held  during  a 
period  of  one  week, 
and  a  twenty-page  ad- 
vertisement dealing 
with  Canadian  -  made 
articles  only  was  in- 
serted in  one  of  the 
Regina  newspapers. 
Mr.  Williams,  at  the 
conclusion  of  that 
sale,  announced  that 
the  results  more  than 
justified  the  expendi- 
ture, in  addition  to 
having  a  tendency  to 
foster  home   industry. 


Came  to  Regina  in  1881. 
R.  H.  Williams,  like  many  other  old- 
timers  in  Regina  and  district,  journeyed 
to  Regina  from  Winnipeg  via  the  ox-cart 
route  in  1881.  It  was  not  until  late  the 
next  year  that  the  steel  of  the  Canadian 
Pacific  Railway  Company  was  laid  in 
Regina.  For  a  while  after  coming  to 
Regina,  Mr.  Williams  followed  his  old 
line  of  business — building  and  contract- 
ing. Retina  at  that  time  was  mostly 
spread  along  South  Railway  Street,  and 
passengers  on  the  trains  could  easily 
take  the  census  of  the  coming  metropolis 
while  passing  through. 

Began  in  1888. 

The  Glasgow  House's  first  advertise- 
ment appeared  in  the  "  Leader  "  in 
1888,  in  which  the  public  was  informed 
that  the  business  so  long  carried  on  by 
Alex.  Sbeppard  had  changed  hands  and 
would  become  known  as  the  "  Glasgow 
House."  Business  was  begun  in  what 
is  now  Kelly's  drug  store  on  South  Rail- 
way Street,  where  only  1,200  square  feet 
of  floor  space  was  available.  When  the 
town  added  materially  to  its  population, 
a  larger  building  was  secured,  and  when 
it  had  budded  into  a  fair-sized  city,  the 


Glasgow  House  was  housed  in  the  pre- 
sent building,  immediately  opposite  the 
city  hall  square.  The  present  building 
has  112,000  square  feet.  In  addition  to 
the  store,  a  large  warehouse  is  owned  by 
the  firm,  giving  an  additional  15,000 
square  feet  of  floor  space  for  storage  pur- 
poses. 

The  other  members  of  the  firm  are 
sons  of  Mr.  Williams  whom  be  has  taken 
into  business  with  him. 

Sides  Given  Up  to  Windows. 
One  of  the  features  of  the  arrange- 
ment of  the  Glasgow  House  is  the  light- 
ing. Practically  the  entire  sides  of  the 
building  are  given  up  to  window  space, 
only  the  supporting  pillars  and  the  divi- 
sions between  the  floors  being  bricked 
in.  This  has  resulted  in  a  well-lighted 
interior,  which  materially  assists  in 
showing  off  the  various  displays. 

150  Feet  of  Display  on  One  Street. 

The  window  display  space  is  exception- 
ally well  arranged.  On  Eleventh  Avenue 
the  window  display  space  is  125  feet 
long,  while  on  Hamilton  Street  it  is  150 
feet  long.  This  affords  ample  room  to 
display  the  wares  of  the  various  depart- 
ments. 

The  interior  arrange- 
ment of  the  store  is  ex- 
ceptionally good,  the 
ceilings  being  high  and 
the  counters  and  in- 
terior display  racks 
being  low  enough  to 
permit  a  view  of  the 
entire  flat  from  any 
section  of  the  store. 


H.  Hastie,  dry  goods 
merchant,  Carman, 
Man.,  after  his  name 
in  his  ads.,  uses  the 
phrase,  "Where  Your 
Dollar  Does  Its  Duty." 
*     *     # 

The  employees  of  J. 
F.  Cairns,  Saskatoon, 
held  a  picnic  the  latter 
part  of  June,  in  which 
nearly   500    took   part. 
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A  Wealth  of  Service  in  Calgary  Store 
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This  is  a  view  of  the  Calgary  store  of  the  I  In 
partments  is  contained  on  pages  22,  23,  2  1  and 
All  lixtmvs  are  of  solid  mahogany.  The  corner 
Firsl  Streel  West.  Over  six  miles  of  automatic 
There  are  six  stories  and  a  basement.  The  car 
ton,  in  a  two  tone  brown  design,  bearing  the 
Ten  elevators  carry  passengers  from  Boor  to  fl 
vogue.  There  are  lavatories  and  sanitary  dri 
rooms  for  employees  and  for  patrons,  and  a  sm 
thing  in  the  building  i-  a  mezzanine  floor,  whi 
"Meet  me  mi  the  Rendezvous,"  is  as  common  an 
boughl  any  oil  stocks?" 


dson's  Bay  Co.,  some  description  of  whose  de- 
25.  Nearly  $2,000,000  was  -pent  on  this  store. 
mi  which  it  is  situated  is  Seventh  Avenue  and 

sprinklers  can  be  turned  on  in  a  few  seconds, 
pet  used  throughout  is  the  finest  English  Wil- 
company's  coal  of  arms  on  every  square  yard. 
oor.  The  pneumatic  tube  cash  system  is  in 
oking  fountains  on  every  floor.  There  are  rest 
oke  room  for  men.  Bu1  the  most  wonderful 
eh  has  (Miine  to  be  known  a-  •'The  Rendezvous," 

expression   in  Calgary   to-day  as  "Have  yon 


"Service"  counts  for  a  lot  in  business  to-day,  but  the  service  supplied  on  this  Rendezvous 
has  probably  never  been  attempted  before.  Fi  om  here  vou  can  cable  to  any  part  of  the  world. 
There  is  a  post  office,  a  steamship  office,  a  telephone  exchange,  newspapers  and  magazines  to 
read,  the  cosiest  lounges  to  lounge  in,  an  information  bureau,  and  you  can  have  your  mail 
sent  there.  All  this  service  is  tree.  It  provides  a  commanding  vieia  of  the  whole  main  floor, 
ami  is  I'm  nished  like  a  mansion. 
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HOW    TO    KNOW    WHAT    YOUR 
STORE  IS  DOING 

(Continued  from  page  36.) 

at  the  end  of  the  month,  with  the  cost 
and  the  retail  selling  value.  A  record 
is  also  kept  of  the  turnover,  the  sales, 
the  expenses  and  the  gross  profits. 

Synopsis  of  All. 

It  might  be  stated  that  this  record 
book  was  one  which  had  been  ruled  up 
in  the  store  and  represented  a  small  cost. 
In  addition  to  the  monthly  records  of 
each  department  a  monthly  statement  is 
prepared  giving  a  synopsis  of  all  the  de- 
partments, and  showing  just  what  the 
business  and  profits  of  the  store  were 
for  the  period. 

From  this  record  it  will  be  at  once 
seen  how  the  relation  of  the  turnover, 
slock  carried,  mark-up,  sacrifices,  net 
profits,  etc.,  can  be  illustrated  and  how 
a  close  control  can  be  kept  on  the  de- 
partment. From  it,  too,  there  can  be 
nc  doubt  as  to  what  the  benefit  of  the 
department  may  be  to  the  store;  it  can 
be  decided,  too,  whether  a  bigger  mark- 
up is  neccessary,  whether  the  stock 
should  be  reduced  or  whether,  as  is 
sometimes  the  case,  it  is  advisable  to 
introduce  new  methods  or  get  rid  of  flie 
department  altogether.  Mr.  Preston 
recently  decided  on  combining  two  de- 
partments as  the  result  of  his  system 
and  installing  a  new  one  in  the  space 
vacated. 

Expense  Sheets. 

In  connection  with  the  merchandising 
system  the  store  has  an  elaborate  method 
of  keeping  track  of  all  the  expenses  of 
the  different  departments  and  of  the 
store  in  general. 

A  set  value  is  put  upon  every  foot  of 
floor  space  in  the  store  and  each  depart- 
ment is  charged  with  a  certain  share  of 
the  rent;  each,  also  is  charged  with  a 
share  of  the  fuel  bill,  the  delivery  sys- 
tem, the  lighting  expenses,  the  tax  ac- 
counts, etc.,  in  addition  to  wages  and 
other  individual  expenditures  in  the  de- 
partment itself.  The  apportioning  of 
these  expenses  is  carefully  estimated  and 
considering  them  in  relation  to  the  pro- 
fits of  the  department  gives  the  man- 
agement an  idea  of  which  departments 
are  entitled  to  the  more  prominent  po- 
sitions and  the  size  of  the  floor  space 
which  it  is  advisable  to  devote  to  it. 

Taking  Stock  Daily. 

In  connection  with  these  systems  the 
stock  of  the  store  is  estimated  every 
night.  The  estimate  is  made  from  the 
sales  of  the  day.  This  method  is  found 
to  be  satisfactory  when  allowance  is 
made  for  a  sufficient  stock  guarantee  ac- 
count to  provide  for  those  discrepancies 
and  leaks  which  are  constantly  occur- 
ring in  the  handling  of  a  big  stock. 
Stocktaking  in  the  usual  sense  is  con- 
ducted once  a  year,  unless  there  should 


be  some  reason  for  getting  detailed 
figures  of  the  stock  of  a  certain  depart- 
ment; in  case  of  suspected  shortages  or 
losses  this  can  readily  be  done. 


ACROSS  THE  BORDER 


MOVEMENT   TO   PUT   SERVICE 
AHEAD  OF  THE  DOLLAR. 

(Continued  from  Page  21.) 

made  it  read,  "The  public  be  pleased," 
riding  up  and  down  the  line  to  see  that 
this  was  done.  The  reward?  In  the 
President's  Cabinet. 

Greater  Service,  Greater  Sales. 

"The  more  things  that  are  done,  the 
greater  the  public  response. 

"The  idea  you  should  be  tied  to  above 
all  others  is  that  the  greater  the  service 
the  greater  the  sales 

"The  only  limit  to  which  service 
should  go,  is  vision  and  finance.  Most 
of  us  set  a  limit  to  it ;  we  do  not  feel 
we  can  afford  it. 

"If  you  will  render  to  your  people, 
your  public,  every  bit  of  service  your 
mind  can  conjure  up,  that  public  will 
pay  for  it,  and  pay  royally. 

Quoting  Brass   Tacks. 

"Let  me  quote  brass  tacks,"  went  on 
Mr.  Waldo.  He  himself  happened  to 
"land  a  job"  where  the  revenue  was 
$168,000.  He  applied  the  service  rule 
given  above  and  the  revenue  ran  up  to 
$600,000.  "That's  not  theory;  that's 
practice. 

"Ask  yourself.  Have  we  given  what 
we,  as  recipients,  would  like  to  receive? 

"When  the  service  idea;  not  in  a 
scattered  form,  but  unifiedly.  takes  hold 
of  you  Canadian  business  men,  we  are 
going  to  see  on  this  side  of  the  de- 
markation  line  business  men  dedicated 
to  service,  prospering  as  no  business 
men  have  ever  prospered,  because  no 
men  have  ever  carried  service  to  such 
heights.    (Applause.) 

"Thy  neighbor  as  thyself,"  was  a 
wonderful  creed,  and  prosperity  follow- 
ed the  application  of  this  simple,  gold- 
en  motto. 

"Service  pays,  because  it  makes  it 
easy  for  a  transaction  to  take  place." 

Business  Men  Shied  at  It. 

Service  to  the  public  had  for  a  long- 
time been  put  out  as  a  duty  instead  of 
a  pleasure;  business  men  had  shied  at 
it ;  admitted  it  shamefacedly,  lest  they 
be  accused  of  being  religious. 

"This  idea  is  being  broken  and  we 
look  here  to  see  you  help  us  break  it." 

One  of  the  best  remarks  of  Mr.  Waldo 
was  his  closing  one: 

"Be  assured  that  service  pays  because 
it  is  established  on  the  basis  of  a  trade 
transaction  without  friction  and  there- 
fore at  a  lower  cost  than  where  there  is 
friction,  because  a  good  taste  is  left  in 
the  mouth  of  both." 
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NEW  BUYING  SERVICE  OF  STORE. 

Gimbel  Brothers  of  New  York  have 
launched  a  new  service  for  their  charge 
customers.  This  is  perhaps  best  de- 
scribed in  the  language  of  their  an- 
nouncement, which  appeared  in  the  New 
York  Times: 

You  can  shop  abroad  and  pay  at  home. 
Ourforeign  offices  in  Paris,  London  and 
Berlin  are  more  than  merely  buying  cen- 
ters for  the  Gimbel  Stores  in  New  York, 
Philadelphia  and  Milwaukee. 

They  are  Service  Bureaus  for  Amer- 
ican Travelers. 

Through  their  agency,  people  visiting 
Europe — unused  to  foreign  ways,  lang- 
uages and  money — can  shop  in  Paris, 
Berlin  or  London  with  perfect  ease,  and 
Gimbels  will  pay  the  bills  contracted  at 
these  places,  and  amount  thereof  charged 
to  your  account  at  home.  Purchases  can 
be  sent  to  your  hotel  or  we  will  ship 
them  home  for  you. 

Simply  call  at  one  of  our  offices,  state 
the  amount  for  which  you  wisli  to  have 
credit,  secure  an  identification  card — and 
the  rest  is  simple. 

If  you  are  going  abroad  this  summer, 
you  are  cordially  invited  to  make  use  of 
this  Gimbel  service,  for  which  no  charge 
i-   made. 

American  newspapers  are  on  file  at 
all  our  foreign  offices.  Mail  may  be  sent 
in  our  care,  and  cable-rams  forwarded. 
Railroad  and  steamship  tickets  and 
hotel  accommodations  arranged  for. 

@ 

A  MERCHANTS'  WEEK. 

Under  the  joint  auspices  of  the  ITni- 
versity  of  Pennsylvania  and  the  Philadel- 
phia Department  of  Public  Works,  a 
Merchants'  Week  was  inaugurated  re- 
cently. In  outlying  sections  of  the 
"Quaker  City"  a  number  of  merchants' 
associations,  of  which  there  are  several 
in  the  districts  interested,  mostly  made 
up  of  retailers,  are  co-operatins'  in  the 
movement.  Addresses  on  live  retail  sub- 
jects were  delivered. 

© 

BONUS    TO    EMPLOYEES    OF    5   P.C. 

Leatherbury,  Belote  &  Co.,  Onancock, 
Va.,  announce  that  they  will  give  to 
their  employees  5  per  cent,  of  the  in- 
crease in  sales  each  month  over  those  of 
the  corresponding  month  of  the  previous 
year.  The  sum  thus  set  aside  will  be 
divided,  according  to  salaries,  among 
employees  who  have  been  with  the  con- 
cern for  three  or  mors  consecutive 
months.  The  firm  feel  that  this  plan  will 
eliminate  rivalry  between  salespeople 
as  regards  the  amount  of  each  clerk's 
individual  sales,  and  will  make  all  of 
them  moro  anxious  to  see  that  each  and 
every  customer  <rets  the  maximum  of 
attention  and  consideration. 


Special  Fashion  Letter  From 

Organdie  the  Leading  Summer  Fabric  —  New  Finish  on  the 
Market— Chiffon  With  Pleated  Stripes  a  Novelty— Bright  Satin 
Finish  on  Silk  and  Cotton  Crepe. 


^^^afc^.  («>/ 


~r^y  ASHION  is  veering  still  in  tin  direction  of  dresses  that 
At  take  more  material,  and  ampleness  is  still  the  vogm 
though  some  of  the  couturit  rs  have  different  ideas  on  the 
subject  and  have  tried  to  bring  fashions  back  to  th<  realm  of 
skimpiness.  Skirts  are  still  rather  narrow  but  there  has  been  a 
change  and  the  narrowness  is  different  from  what  lias  been 
called  the  "umbrella  fashion." 

The  belt  is  the  most  important  thing  nowadays,  and  it  haa 
to  be  chosen  with  particular  taste  because  it  is  the  finishing 
touch  to  nil  the  prettiest  gowns.  It  is  only  here  and  there  that 
you  see  a  very  wide  belt,  but  there  is  really  no  special  rule  as 
to  how  to  fix  or  drape  these  ornaments. 

Sometimes  they  are  placed  above  the  waist,  and  at  other 
times  they  are  placed  below,  and  on  the  gowns  with  the  new 
fitted  base/iies  they  wrap  the  hips  and  emphasize  the  low  basqut 
line.  Also  they  are  knotted  and  bowed  in  a  thousand  difi<  r- 
ent  ways.  In  short,  fancy  and  taste  are  combined,  the  only 
reliable  guides  to  the  arrangement  of  sashes,  or  belts  and  girdle.* 
and  ive  see  many  flat  bores  and  knots,  butterfly  knots,  and  other 
arrangements  of  boxes  and  knots  draped  with  (/real  artfulness. 

I'rcmet  has  created  lately  a  number  of  models  taken  from 
the  gowns  worn  by  the  Empress  Eugenie  and  also  based  on  th< 
styles  worn  in  1880-1882,  and  the  revival  of  these  types  of  dress 
promises  to  revive  flounces  and  pleatings. 

The  chief  novelty,  however,  and  the  one  which  I  strongly 
beli(  V(  is  going  t<>  take  is  the  plain-fitted  bodice  with  side  seams 
and  darts  in  tin  fashion  of  those  days.  Moreover,  this  bodici 
promises  to  give  again  to  the  ladies  a  definite  ivaist.  If  this 
hap/K  ns,  women  will  again  have  a  figure,  and  the  blousy  corsagt 
and  the  loiv  belt  would  disappear. 

Tin  very  long  bodice  can  only  be  worn  by  teamen  of 
si,  ml,  r.  supple,  and  graceful  figure  and  women  in  choosing 

their  gowns  sh on/, I  considt  r  more  as  to  win  tin  r  the  mode  is  be- 

coming.    Thii  tin  y  can  >e,  II  do  "/  the  pres<  at  tim,  as  fashion  is 
Ini  no  annus  ii,,l  up  /,,  any  om  i><< rticular  style  or  type. 

Crepes  are  still  in  high  favor  as  they  art  so  easy  to  make 
in  fancy  weavt  effects.  Tht  most  fashionabU  weaves  are  satin 
surfaced  and  comt  in  many  rich  and  beautiful  shades.    I  have 

8( ,  a  hit,  hi  in  a  hit/  ston   in  /'aris  a  cr,  />,    made  of  silk  and  cotton , 

but  with  silk  as  tin  chief  maU  rial.    This  cloth  is  colli  d  "Charmt 

<l,    chine."       This    beautiful    mat,  rial   18  tihOWn    in    a    numerous 

list  of  vivid  colors.    Tin  silk  employed  in  making  "charme  d< 


CEEPE  DE  CHABME. 

Silk  an.l  cotton  crept-.  The  silk  is  very 
bright  and  is  thrown  on  to  the  surface, 
giving   a   bright    satin    finish. 


\o\  1:1  ty   i\  CHTFFON. 
Chiffon  with  pleated  stripes.    Plain  two 
inches  wide  and  pleated  stripes  the  same. 
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Resident  Paris  Correspondent 

Skirts  Still  Tend  to  be  Narrow— Premel  Basque  Promises  to 
Take  Well— Second  Empire  and  1880  Modes  Becoming  Popular 
in  Paris. 


3  ■ 


STEIPED  OEOANDIE. 
Half-inch  stripe   of  white  and  half-inch 
stripe    with    center    of    blue    with    narrow 
white  and  red  stripes  on  each  side.  These 
are  in  peppermint  candy  colors. 


chine"  is  the  same  as  is  used  for  making  satins  and  it  gives 
therefore  a  very  bright  and  satiny  aspect  to  the  cloth.  See  in- 
closed sample. 

Satins  are  showing  and  will  be  wanted  especially  in  the 
wide  widths  and  there  is  a  very  wide  width,  namely  56  inches, 
showing,  which  is  very  much  in  demand  for  the  making  of 
capes. 

I  am  also  under  the  impression  that  pleated  stuffs  will  be 
a  big  feature  this  Fall  for  many  uses.  I  have  seen  lately  some 
pleated  chiffon  which  is  in  imitation  of  stripes — see  sample.  I 
saw  a  blouse  made  with  this  material  which  was  charming. 

Moires  are  also  keeping  up  their  run,  and  all  sorts  of  de- 
signs- have  been  launched  showing  bunches  of  flowers  in  very 
rich  effects. 

The  new  Summer  material  is  organdie,  though  a  good  deal 
of  the  cloth  selling  is-  not  really  organdie  but  other  plain  weaves 
of  similar  finish.  The  Swiss  people  are  making  a  particular* 
finish  which  they  call  "transparent"  and  which  they  use  for  the 
foundation  of  pretty  embroideries,  particularly  in  St.  Gall. 

There  is  also  shown  over  here  a  French-made  organdie  with 
a  very  similar  finish  which  is  going  to  be  a  success.  It  has  been 
made  in  a  popular  icidth  4.8/50,  and  is  called  "muslin  nono- 
pake"  that  is,  "not  opaque."  The  advantage  of  this  particular 
finish  is  that  after  laundering  it  keeps  its  transparent  aspect,  and 
this  you  do  not  get  with  the  regular  finish  in  ordinary  organdies. 

This  organdie  is  chiffon-like  in  effect  and  yet  it  is  elastic 
and  firm.  The  cloth  is  firm  enough  for  making  collars  and 
cuffs  and  at  the  same  time  can  be  used  for  waists-  and  dresses. 
The  organdie  waist  has  already  arrived,  and  later  we  shall  see 
many  organdie  dresses  for  this  is  really  the  cloth  of  the  Summer. 

For  the  Fall  the  silk  blouse  will  be  finished  with  collar  and 
cuffs  of  organdie,  but  the  organdie  used  for  this  purpose  must  be 
of  fine  quality  to  look  well. 

I  have  seen  several  dresses  made  of  organdie  with  the  skirt 
made  of  three  or  more  flounces  and  these  were  more  or  less  em- 
broidered. Buyers  who  wish  to  stock  organdie  should  place  their 
orders  early,  for  there  is  no  doubt  about  this  cloth  being  good 
for  the  Spring  season,  and  it  is  altogether  likely  that  the  pro- 
duction will  not  be  able  to  keep  pace  with  the  demand. 

Cotton  crepes  keep  their  running,  and  in  printed  effects, 
stripes  are  beginning  to  show  as  well  as  florals.  Indeed  stripes 
also  made  their  appearance  in  organdies  and  stripes  on  the  order 
promise  to  be  one  of  the  features  of  the  season.  Stripes  have 
illustrated  promise  to  be  very  good. 
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IX  this  Special  Fall  Number  of  The  Review  an  effort  has 
been  made  to  the  present  not  only  features  of  Fall  and 

"Winter  styles  as  they  are  indicated  at  present,  but  to 
add  to  each  depart  merit  articles  on  merchandising  that,  as 
the  actual  experience  id'  merchants  in  these  lines,  should 
prove  helpful  to  many  who  may  he  casting  about  for  a 
way  out  of  their  troubles.  In  addition,  a  number  of  sub- 
jects are  specially  treated  dealing  with  questions  of  bunk- 
keeping,  rules  for  employees,  delivery  systems,  location  of 
departments.  Summer  sales,  etc.  In  the  table  of  contents 
there  are  three  articles  that  call  fur  special  mention.  One 
of  these,  which  opens  the  editorial  section,  is  the  first  of  a 
series  of  discussions  on  t he  relative  costs  of  doing  business 
in  Canada,  and  is  a  direct  contribution  from  readers  of 
The  Review.  The  information,  it  is  believed,  will  prove 
of  valuable  assistance,  and  the  interest  already  awakened 
by  the  submission  of  blank  dorms  will  be  intensified  with 
the  publication  of  the  reports  in  this  and  succeeding  issues. 

A  second  article  to  which  attention  is  called  is  a  con- 
tribution by  the  Western  Editor  id'  The  Review  on  the 
Hudson's  Bay  Co.'s  store  in  Calgary.  The  instalment  in 
this  issue  will  bring  amazement  to  most  of  our  readers, 
and  in  the  case  of  all  will  serve  to  strengthen  their  faith 
in  the  marvellous  resources  of  Hie  Western  land  that  have 
made  this  institution  and  others  of  the  like,  a  good  paying 
possibility. 

A  third  article  that  we  feel  will  be  appreciated  by  all 
connected  with  that  growingly  important  department, 
dress  goods,  is  the  lirsl  id'  a  series  of  letters  from  our 
special  resident  correspondent  in  Paris,  dealing  with  the 
"fabric  of  the  hour"  in  the  world's  fashion  center,  with 
samples  of  the  latest  novelties  that  are  likely  to  find  its 
way  to  Canada  in  due  time.  This  information  and  material 
are  authoritative,  and  will  supplement  the  services  that 
The  Review  has  already  provided    for  it-  reader-. 


'Hi,  Costs  of  Doing  Business. 


THM  chief  purpose  of  the  article  dealing  with  the 
Costs  of  Doing  Business  is  to  drive  home  the  need  Eor 
e\  .TV  merchanl  setting  to  work  to  learn  exactly  where 

amis  m  the  matter  of  preserving  a  fair  balance  between 

bia  selling  co-is  ami  his  gross  profits.     While  some  mer 
chants,  in  replying  to  the  firsl  instalment  of  inquiries  sent 

ont  by  The  Review,  Confessed  that  they  were  unable  to 
Idl  in  the  figures  from  their  book-,  the  returns  were  -ur- 
prisinidy  complete  and   indicated   a   more  thorough   s\-tem 

iookkeeping  even  in  the  -tore-  of  small  villages,  than 

Was  possible.      The   figures   which  are  published    m 


this  issue  are  only  a  tithe  of  what  is  to  come,  and  they 
will  be  followed  with  the  keenest  attention,  as  each  one 
represents  actual  results  that  heretofore  have  never  been 
obtained  in  this  country.  If  the  publication  results  in 
rendering  assistance  to  merchants  in  bolstering  up  weak 
points  in  the  conduct  of  their  business;  reveals  to  them 
expenses  that  are  excessive;  suggests  to  them  a  standard 
for  attainment  in  financial  results,  The  Review  will  be 
well  satislied.  The  Review  on  its  part,  requests  that  all 
who  receive  the  blank-  forms  will  till  them  in,  if  possible. 
in  order  that,  issue  by  issue,  the  returns  may  be  more 
complete,  and  a  standard,  more  and  more  accurate,  may 
be  established  on  the  Costs  of  Doiim  Business  in  Canada. 
This  result,  we  believe,  will  prove  of  mutual  advantage. 


Toys  nil  tin    )'  "'•  Round. 


AMONG  the  special  subjects  that  will  set  many  mer- 
chants thinking  is  the  unusual  su  the  Toy 
Department  of  The  Bryson,  Graham  store  in 
Ottawa.  When  a  member  of  The  Review  staff  happened 
upon  this  in  a  recent  visit  to  Ottawa  he  was  struck  by  the 
live  appearance  in  the  month  of  June  of  a  department 
that  i-  usually  "dead  ami  buried"  as  soon  as  Kris  Kringle 
unharnessed  his  reindeer.  It  was  learned  afterwards  not 
< 1 1 •  1  \  thai  in  comparison  with  the  capital  invested  this 
department  is  the  most  profitable  in  the  store,  but  The 
Review  was  creditably  informed  that  on  a  similar  basis 
n  excelled  all  other  toy  sections  in  Canada.  For  this 
unique  record,  and  Eor  the  suggestions  contained  in  the 
ail  cle  Tin  Review  believes  this  worthy  a  place  in  its  Fall 
Special. 


Rules  nr  no  Rules. 


WHERE  a  large  number  of  clerks  are  working 
under  one  roof  without  the  possibility  of  personal 
supervision  many  employers  consider  it  necessarj 

to  compile,  a   Rule  Book.     The   Review   uives  in   this  issue 

the  first   of  a  series  of  articles  on  this  subject,  quoting 

-nine  instructive  passages  from  the  books  of  several  stores. 
Side  by  side,  in  comparison,  i-  set  a  story  of  a  large  insti- 
tution that  does  not  believe  in  a  Rule  Hook  for  employees. 


.1  //  Ex/,,  rt  on  Draping. 


-«    ■%        ITU    the    growing   importance   of   the   dress   goods 

\  \      department,  induced  to  a  ureal   extent   by  the  sud- 

*  ilen  popularity  of  crepes  in  the  early  season,  silks. 

in    general,   later,   ami    many   other   expensive    fabrics,   the 
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art  of  draping  has  sprung  into  a  position  of  the  utmost 
importance  for  the  window  trimmer.  Recognizing  that 
the  thousands  of  display  men  among  The  Review's  readers 
are  eager  for  the  co-operation  of  a  recognized  expert 
in  this  line.  The  Review  has  made  arrangements  with  C.  J. 
Nowak,  whose  demonstrations  have  been  considered 
among  the  most  valuable  contributions  to  the  programs  of 
the  National  and  Canadian  Window  Trimmers'  Associa- 
tions for  several  years  past.  Mr.  Nowak  will  furnish  The 
Review  with  a  number  of  articles  on  draping,  and  these 
may  be  counted  on  as  the  best  in  this  line  on  the  contin- 
ent to-day.  These  will  be  illustrated  liberally  with  high- 
class  views  of  his  inimitable  drapes.  In  this  series  the 
display  man  can  depend  on  receiving  month  by  month  the 
newest  ideas  on  draping  that  will  keep  him  in  touch  with 
the  most  approved  methods  of  picturing  to  the  public  the 
rapid  changes  in  styles. 

It  needs  only  to  recall  the  remarkable  succession  of 
new  drapes  in  late  Winter  and  Spring,  that  taxed  the 
window  trimmer's  ingenuity  to  the  utmost;  first,  Poiret's 
minaret,  then  the  bustle,  the  peg-top,  the  Paquin  flare,  and 
more  lately  the  long  tunic.  What  a  puzzling  contract 
before  the  inexperienced  trimmer  to  master  the  intricacies 
of  these  unaided ! 

The  first  of  the  series  by  Mr.  Nowak  contains  three 
drapes  with   a   descriptive  article  accompanying  them. 

Pointing  Out  Backgrounds. 

THE  Store  Equipment  and  Art  of  Display  Depart- 
ment is  strengthened  also  by  two  superior  examples 
of  Fall  opening  windows,  by  a  special  photograph 
of  a  choice  New  York  window,  and  by  a  device  in  show- 
ing a  contract  in  two  window  trims,  one  with  a  drapery 
background  and  one  with  the  drapery  painted  out,  leaving 
the  merchandise  itself  in  stronger  relief.  Still  another 
illustrated  article  shows  what  probably  is  the  latest  store 
front  planned  in  Canada,  a  striking  transformation  of  the 
Maedonald  building  in  Guelph  into  "island  fronts." 

Specialties  in  Departments. 

MENTION  should  be  made  in  connection  with  the 
millinery  department  of  a  special  article  by  one  of 
the  leading  authorities  in  New  York  on  Fall  styles, 
with  several  illustrations. 

In  the  housefurnishing  department  Mr.  Screaton's 
article  on  the  new  tendencies  in  interior  decoration  is  the 
result  of  close  observations  in  Paris  of  the  developments 
there,  backed  by  years  of  study. 

There  is  an  account  of  a  highly  successful  wallpaper 
department  in  a  dry  goods  store,  and  the  new  Spring  styles 
in  wallpaper,  as  well  as  an  account  of  a  Montreal  firm 
that  has  sold  as  many  as  fourteen  vacuum  cleaners  in  a 
single  clay's  business. 

The  vexed  problem  of  "alterations"  in  ready-to-wear 
departments  is  treated  in  its  place,  while  in  the  Men's 
Wear  Section  is  an  account  of  How  the  Members  of  Par- 
liament Dress,  including  Sir  Robert  Borden  and  Sir  Wil- 
frid Laurier. 

Altogether  The  Review  trusts  that  this  issue  is  one  that 
it  will  repay  the  dry  goods  merchant  and  his  staff  to  study 
and  keep  on  hand,  and  that  it  contains  a  fair  promise  of 
succeeding  articles  on  subjects  of  live  interest  and  extreme 
importance  to  the  trade  in  Canada. 


THE  WESTERN  CROPS 

T>  USINESS  in  general  throughout  Canada  has  at  least 
one  eye  on  the  Western  crop  situation  at  present,  and 
the  prospects  are  continuing  of  the  most  encouraging  sort. 
Latest  reports  indicate  that  needed  rains  have  been  gen- 
eral and  the  plant  is  reported  to  be  in  good  condition  with 
fifteen  to  twenty  inches  growth  in  most  districts.  There 
has  been  some  damage  by  hail,  but  this  has  not  been  ex- 
tensive, and  there  appears  to  be  every  indication  for  the 
biggest  yield  of  wheat  that  the  history  of  the  West  has 
shown.  But  while  the  Western  prospects  should  be  a  fav- 
orable influence  with  trade  in  general,  and  while  a  big 
crop  will  be  a  great  boon  to  the  country  as  big  crops  al- 
ways are,  too  much  must  not  be  looked  for  from  this 
source  with  the  downward  trend  of  prices — the  price  is 
just  as  an  important  a  factor  in  relation  to  the  wheat 
crop  as  the  yield. 

In  the  States  there  is  the  biggest  crop  of  history  being 
harvested  with  the  result  that  the  prices  for  wheat  have 
gone  lower  than  they  have  been  for  the  past  eight  years. 
Canadian  markets  were  slow  to  sympathize  in  the  decline 
on  account  of  the  present  high  cash  prices,  but  with  the 
recent  rains  in  the  West  and  the  assurances  of  perhaps 
the  biggest  crop  in  the  history  of  the  country,  the  market 
has  not  been  slow  to  act  and  the  prices  have  shrunk  two 
cents  during  the  past  week. 

Let  us  just  for  a  moment  consider  what  this  change  in 
price  means.  Many  of  the  uninitiated  will  be  too  much 
inclined  in  thinking  of  the  price  of  wheat  to  refer  to  it  as 
something  like  gold  dust  taken  right  out  of  the  ground, 
without  taking  into  consideration  the  elements  of  cost — 
the  capital  investment  in  land  and  implements,  the  seed, 
harvesting,  threshing,  labor,  and   cost   of  transportation. 

To  bring  the  whole  matter  down  to  a  scientific,  finan- 
cial basis  we  find  that  the  Saskatchewan  commission  on 
agricultural  credits,  after  a  world-wide  inquiry,  reached 
a  basis  for  the  cost  of  the  production  of  wheat  in  Sas- 
katchewan of  something  like  65c  a  bushel.  At  the  present 
time  the  quotation  for  December  options  is  81c  at  Winni- 
peg. If  we  take  65c  as  a  basis  of  cost,  and  add  to  that 
figure  12c,  as  being  the  transportation  from  the  wheat  field 
to  the  head  of  the  lakes  (and  it  is  on  this  figure  that  the 
Winnipeg  price  is  based),  we  find  that  the  profit  to  the 
farmer  at  the  present  price  is,  roughly  speaking,  four 
cents  a  bushel;  and  there  would  appear  to  be  chances  for 
the  prices  to  go  lower.  The  two-cent  decline  of  a  week 
then  might  mean  a  shrinking  of  a  third  of  the  profits. 
This,  in  brief,  is  summing  up  the  arguments  which  have 
been  largely  responsible  for  the  marked  increase  in  the 
development  of  recent  mixed  farming  in  the  West. 


EDITORIAL  BRIEFS 

SUMMER   WEATHER   MEANS   good   business   for   the 
aggressive  merchant. 

*         *         *• 

THE  WINDOW  THAT  does  not  increase  the  profits  is  not 
properly  attended  to. 


NOTHING   WORTH   WHILE    is   ever   accomplished   by 
those  who  wait  for  certainties 


THE  DIFFERENCE  between  success  and  failure  in  the 
retail  business  is  very  often  the  difference  between  know- 
ing and  g-uessing. 
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DRY     GOODS    REVIEW 


To  win  success  for  FALL  1914  requires 

CONFIDENCE 

in  this  Canada  of  ours,  and  in  her 
business  community  ; 

FAITH 


in  our  own  business  and  in  ourselves 

The  market  is  favorable  to 
the   keen    buyer 

We  have  the  goods  you  need 

Let  us  inspire  YOU 


TbcAV.R.  Brock  Company,  (Limited) 


etar 
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DRY     GOODS    REVIEW 


A   PAGE  OF  SPECIALS,  any  of  which 

can  be  bought  with  the  assurance  that 

better   value   cannot   be   had   elsewhere. 


DEFIANCE — Carton  of  guipure  laces — assorted  patterns 

— 150  yards  at,  yard         _'-*_--     .03% 
2176 — Ladies'  embroidered  handkerchiefs  (a)  doz.  -       1.35 

Bijou — Lace  bedroom  set — spread,  shams  and  two  run- 
ners, each    -        -        -        -        -        -        -        -        1.75 

GC182— 39 [40"  Diagonal  whipcord,  yard  -       -       -      .371/* 

SV48— 50"  Tango  boucle,  yard      -        -       -        -        -  1 .  00 

SC33 — 40"  silk  plisse  crepe  de  chene,  yard      -      -      -        1.25 
T549 — Cotton  taffeta  underskirts  in  all  the  latest  and  most 

popular  shades,  doz.         -        -        -        -        -  9 .  00 

7492 — Mercerized  voile  blouse,  trimmed  With  French  lace 
— drop  sleeve,  yoke  effect,  a  decided  bargain  at, 
doz.        ---------  9.00 

7554 — Fine  white  duck  Balkan  middy  with  trimming  of 

striped  ratine,  doz.    -        -        -  -        -  9. 00 

8X— White  cotton— 35",  yard   -  -       -  -  .08 

10—      "  "     —36",  yard   -  -  .10 

SS— Grey       "     —36",  yard    ------  .08 

166— White  rice  cloth,  40"— 12  to  20  yd.  ends      -     -     -  .  18y2 

572 — Colored  rice  cloth  (confined  to  ourselves)      -      -  ■^1/2 

571 — Tango  crepe  in  all  the  newest  colors      -  -IS1/*? 

Crepe  f ents  in  5-lb.  bundles — 2  yd.  ends,  lb.  -        -        -  .50 

A  most  comprehensive  range  of  ladies'  and  men's  hosiery  in  silk, 
cotton  and  wool. 

The  new  colored  composition  bead  necklaces  so  very  popular 
now — at  all  prices. 

We  can  fill  orders  by  return — Write  or  order  through 
our  travellers.      You    get    satisfaction   both  ways. 


The  W.  R.  BROCK  COMPANY  (Limited) 

MONTREAL 
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Advancing  Prices  the  Rule  in  Silks 

The  Trade  is  Still  Running  on  the  Fabrics  Selling  To-day — Satins 
Will  Be  Strong,  and  Taffeta  Promises  to  be  the  Leading  Kveiiing 
Silk  With  Crepes  in  Second  Place — Roman  Stripes  Good  Now  and 
Many  Novelties  in  Stripes  Are  Indicated  for  Next  Spring — Crepe  s 
Dropping  to  Second. 


STRIPES  are  in  strong-  vogue  abroad, 
and  from  Paris  eoraes  the  news  thai 
broad  stripes  in  navy  blue  or  black 
and  white  are  made  up  into  striking 
gowns.  The  styling  shows  broad  stripes 
of  even  width  or  a  three-inch  stripe  with 
a  series  of  narrower  stripes  in  white  al- 
ternating. Then  there  are  the  awning- 
stripes,  which  are  not  so  new,  and  the 
candy  stripes — in  peppermint  candy 
stripes — which  are  fashioned  into  quaint 
summer  frocks  and  come  in  organdies, 
voiles  and  chiffons  as  well  as  in  light- 
weight Summer  silks.  These  stripes  are 
patterned  on  taffetas,  satins  and  failles 
and  are  the  latest  and  newest  in  fancies 
that  Paris  shows.  Checks  are  also  good, 
and  there  are  any  number  of  black  and 
white  checks  worn,  particularly  in  sizes 
about  I1  'i  inch  square. 

Reproducing  Napoleon  Period. 
For  Fall,  satins,  taffetas  and  failles 
are  the  silks  in  favor.  For  the  present 
taffeta  bas  retired  in  favor  of  light- 
weighl  Summer  silks.  Fashion  is  veer- 
ing  strongly  towards  the  Louis-Philippe 

and  Napoleon  III  periods,  and  the  light 
silks  that  were  worn  then,  as  well  as  the 
colors,  are  being  reproduced.  These 
nru  colors  are  called  pastels,  but  they 
are  neither  neutral  nor  laded      only  neat 

and  washed  out.  Moire  is  indicated  Cor 
Pall  wear,  bul  it  comes  with  varied 
mottlings  and  in  Pekin  effects.  Bro- 
cades are  shown,  hut  onlj  in  very  rich 
fabrics  and  in  metal  combinations.  Gold 
is  fashionable,  bul  it  is  sih  er  I  bal  pre- 
dominate-.       Winter   colors    for   street 

wear    ate    very    dark,    and    the    DQOSl     fav- 

ored  colors  are  dark  steel  grey,  old  Bor- 
deaux, navy  wit  h  a  purple  t  inge  and  tete 

Prices  Very  Firm. 

I  'rii  e  -  conl  inue  \  erj    Hi  m  in   l  be  raw 

Mlk  market,  as  t  here  is  \  erj  lit  tie  of  the 

old   crop   to   dispose  of,  and   advancing 

pnee-  an  il<     in    Bilk    materials, 


There  is  practically  nothing  that  is  new 
in  silk  fabrics,  and  buyers  are  therefore 
placing  repeat  orders  on  the  fabrics  that 
are  selling.  This  means  that  satins, 
crepes,  moires,  and  printed  silks  are  go- 
ing to  run  for  another  season.  The 
largest  orders  are  now  booking  on  satin 
and  taffeta.  Taffeta  is  to  be  the  evening- 
silk,  and  it  looks  as  though  flowered  pat- 
terns in  warp  prints  on  light  grounds 
would  sell.  There  are  fair  indications 
ahead  of  taffeta  as  a  trimming  silk  for 
the  early  season,  and  very  many  of  the 
smart  dancing  dresses  will  show  taffeta 
and  lace  combinations.  Taffeta  is  being 
bought  up  largely  for  the  coming  Spring, 
but  only  in  the  better  grades.  This  is 
due  in  a  great  measure  to  the  policy  of 
the  manufacturers,  who  are  going  so  far 
as  to  discourage  the  buying  of  the 
cheaper  grades.  They  know  that  the 
revival  of  taffetas  lias  been  a  slow  pro- 
cess, due  to  the  poor  service  that  was 
given  by  cheap  loaded  taffetas  when 
they  were  last  extensively  worn.  There- 
fore they  are  turning  down  orders  for 
the  cheaper  qualities. 

Use  of  Jap  Silks. 
The  Restoration  and  the  Second  Em- 
pire vogue  is  bringing  light-weight  silks 
in  plain  weaves  to  the  fore,    and     this 

fashion     is    expected     to    lead    up    to    the 

extensive  use  of  dap  silks.  Taffetas  as 
a  rule  bring  these  useful  silks,  and  al- 
ready   the    taffeta    vogue    has   influenced 

sales,   for  dap  silks  lias  been   brought   out 

for  waists  and  Middy-.  In  the  wake  of 
plain  weaves  come  voiles.  White  and 
novelty  colored  silk  voiles  is  coming'  on 
to   the   market    in   both   plain   and   printed 

pat  terns. 
The  dancing  craze  promises  to  be    a 

1    thing    for    the    Bilk    department,    as 

nothing  is  so  suitable  for  dancing  dresses 

as    light-weighl     silk    material-.    BUCh    as 

crepes,  taffetas,  and  lighl  weigh!  printed 

-ilk-  in  combination  with  nets  and  chif- 
fons. 


Crepes  Into  Second  Place. 
Crepes  are  selling,  but  they  are  drop- 
ping into  second  place,  though  they  are 
still  the  most  favored  silk  for  blouses 
and  for  lingerie  purposes.  Crepe  de 
chine  comes  first  in  sellins  favor,  and 
then  come  crepe  meteor  and  the  heavier 
weaves. 

New  Cloth  With  Satin  Finish. 

In  the  heavier  weaves  ribbed  fabrics 
lead  in  the  novelties.  Gabardine  is 
brought  out  in  silks  for  tailored 
tunics,  and  a  new  cloth  is  a  satin  with 
the  finish  and  texture  of  broadcloth. 
Stripes  are  looming  large.  Roman  stripes 
still  keep  their  place,  and  novelty 
stripes  are  indicated,  though  it  will  prob- 
ably be  next  Spring  before  they  will 
strike  the  popular  trade.  Printed  pat- 
terns are  selling  and  small  designs  are 
those   that   are   fancied. 


® 


BOTANY  HOUSES  SHUT  DOWN. 

A  report  from  Sydney.  Australia. 
says:  Supplies  of  wool  from  local  scour- 
ing and  fellmongering  establishments  an 
a  long  way  below  their  normal  propor- 
tions this  season.  Indeed.  -;  ap- 
proaching winter  months  seem  to  promise 
a  Ioiilt  period  of  inactivity  for  these 
branches  of  the  trade.  Very  -mall  sup- 
plies of  sheep  have  been  and  are  avail- 
able at  the  metropolitan  saleyarda,  and 
as  most  of  the  freezing  and  exporting 
linns  art1  not  operating  to  any  serious 
extent  on  mutton  there  are  no  large 
lines  of  skins  to  look  to  from  this  source. 
Offerings  at  the  weekly  sheep-kin  sale^ 
are  also  on  the  lighl  side,  and  a-  a  con- 
sequence of  these  depressing  factors 
most  of  the  Botany  establishments  are 

eii  her    shut    down    or    are    only    working 
broken   lime. 
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The  Fall  and  Winter  1914  styles  of  "Serpentine  Crepe" 
have  been  delivered  to  nearly  all  the  leading  Canadian 
jobbers. 

"Serpentine  Crepe"  is  famous  the  world  over  for  its  per- 
manent crinkle,  rich  colorings  and  splendid  washing 
qualities.  Remember,  "Serpentine  Crepe"  requires  no  iron- 
ing, and  always  retains  its  original  beauty. 

Its  dainty  designs,  worked  out  in  well-blended  and  up- 
to-the-minute  color  combinations,  give  it  merited  favor  with 
women  who  desire  to  be  distinctive  in  their  dress,  and  make 
it  an  easy  seller  in  every  market. 

Early  orders  are  suggested,  as  the  supply  of  "Serpentine 
Crepe"  is  rigidly  fixed. 

Retailers  or  Cutters-up  selling  "Serpentine  Crepe"  will 
be  supplied,  free  of  charge,  with  an  assortment  of  printed 
matter,  cut-outs,  etc. 

We  are  the  largest  manufacturers  of  plain,  printed  and 
dyed  cotton,  and  the  leading  manufacturers  of  cotton  warp 
and  all  wool  dress  goods  in  the  world. 


PACIFIC  MILLS,  Lawrence,  Mass. 

LAWRENCE  &  COMPANY  Selling  Agents 

Boston,  New  York,  Philadelphia,  Chicago,  St.  Louis,  San  Francisco 
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Opportunities  in  Dress  Goods  Department 

Style  Becoming  the  Chief  Selling  Elemeul  in  Dress  Fabrics 
Rather  Thau  Price — Changes  Forced  by  Ready  to  Wear  Competi- 
tion— Pattern  Department  Near  at  Hand. 


Written    tor  The   Review   by    i    Business   Woman 


THE  experience  of  the  past  few 
years  has  shown  merchants  that 
where  efficiently  handled,  the  piece 
goods  department  can  show  a  good  pro- 
lit.  Since  the  advent  of  the  ready-to- 
wear  department  there  are  retailers  who 
have  heen  curtailing  that  devoted  to 
piece  goods,  as  they  claimed  that  their 
local  trade  wanted  ready  to  wear  gar- 
ments. 

This  view  is  no  doubt  a  right  one  so 
far  as  it  goes,  for  it  is  impossible  not  to 
admit  the  important  place  attained  by 
ready  to  wear.  But  one  department  as  it 
were  completes  the  other  and  each  lias 
its  definite  place. 

Curtail  Stocks  Too  Much. 
The  point  I  wish  to  make  is  that  some 
merchants  have  carried  this  policy  of 
curtailment  too  far  and  that  while  they 
are  carrying  larger  and  better  stocks  of 
ready-made  garments,  they  have  almost 
totally  neglected  the  fabric  department. 
There  are  cases  where  the  stock  carried 
has  dropped  from  30  per  cent,  to  50  per 
cent.,  and  therefore  there  is  no  wonder 
that  sales  have  dropped  likewise,  for  no 
man  can  do  a  business  without  the  stock 
to  sell. 


Quality  Much  Higher. 

Though  there  can  be 
no  questioning  to  the  fact 
that  the  competition  of 
the  ready-to-wear  depart- 
ment has  cut  into  the 
dress  goods  trade  there  is 
no  reason  for  such  a 
heavy  curtailment.  The 
fact  is,  it  is  the  nature  of 
the  trade  that  has 
changed,  and  though  the 
yardage  sold  may  be 
smaller,  the  total  amounts 
of  sales  should  be  equal  if 
not  above.  This  is  be 
cause  the  piece  goods  de- 
partmenl    is   called    upon 

to  supply  materials  of  a 
much  higher  quality  than 
was  the  case  even  a  few 

year-    RgO. 

Why     some     -lores    have 

lost  so  great  a  proportion 
of  their  dress  goods  trade 

lies   in    the   lack   of  appre 
cial  ion   of     this     i  b 
and     the     corresponding 
of    appreciation    of 
the  public 
There 


left  for  t  le  dress  goods  business  to 
grow,  quite  apart  from  the  field  that  is 
iiild  exclusively  by  ready-to-wear,  if  it 
is  only  developed  along  proper  lines.  It 
is  not  good  policy  for  the  rest  of  the 
store.  To  let  this  department  run  down 
is  hurtful  to  many  other  departments, 
for  the  woman  who  purchases  dress 
goods  is  only  at  the  beginning,  and  of 
necessity  must  visit  other  departments 
before  she  has  the  necessary  articles  to 
make  up  her  gown. 

During  recent  years  the  sales  in  the 
fabric  department  that  has  not  been 
neglected  have  shown  a  material  in- 
crease. This  increase  is  largely  due  to 
the  habit  the  majority  of  women  have 
been  educated  into  of  buying  better 
materials.  Dressmakers'  charges  are  so 
high  that  it  does  not  pay  to  have  cheap 
fabrics  made  up.  Another  factor  in 
this  change  is  that  women  only  buy 
piece  fabrics  for  their  better  gowns  and 
therefore  are  willing  to  pay  better 
prices  and  the  woman  who  goes  to  the 
counter  in  this  department  is  perfectly 
willing  and  able  to  buy  expensive  ma- 
terials if  only  they  are  good  style  and 
np  to  date.     To  please  these  women  and 


\iu     DESIGNS    in    FLANNELS 
No     i    rod    S    German    flannels      No,    -.    i.   0  and 
designs  In  flannelettes, 
flannel 


\  .    .,     Child  and  lamb  design  In  ermlnette 
Shown   l)j    Dominion  Textile  Co.,  Limited. 


tc  gain  their  profitable  trade,  and  to  in- 
duce them  to  buy  in  their  own  town  is 
simply  a  matter  of  having  the  right 
stock  on  hand,  and  the  devoting  of  more 
time  and  attention  to  the  new  goods  and 
tic  novelties  than  to  the  stocking  of 
staples. 

Merchants  have  got  to  face  the  fact 
that  close  prices,  and  good  values 
though  important  are  not  the  deciding 
factor  with  women  to-day.  It  is  the 
question  of  style  that  dominates  every 
purchase  made  in  the  dress  fabric  de- 
partment, just  as  it  also  dominates  in 
ready-to-wear.  And  the  clear  recogni- 
tion of  this  change,  and  how  to  meet  the 
buying  conditions  thereby  created  forms 
the  big  problem  the  merchant  who  is 
building  up  his  dress  trade  has  to  solve. 

More  Dyeing  in  This  Country. 
Fortunately  this  is  not  a  one-man's 
problem,  and  important  events  have  a 
v  ay  of  transpiring  when  the  time  is 
ripe.  Conditions  that  have  long  been 
tolerated  often  appear  as  if  nothing 
could  change  their  permanency,  and  then 
suddenly  as  if  in  pre-arranged  concert 
vi  mes  the  change,  and  on  looking  back 
we  can  see  very  plainly 
that  there  has  been  going 
on  a  quiet  change  for 
some  time. 

One  siuriT  of  a  change 
that  promises  to  be  most 
helpful  is  that  the  im- 
porting of  cloths  in  the 
grey  and  the  dyeing  an 
finishing  of  them  in  the 
Dominion  is  growing.  Ex- 
perimenting has  beer. 
ing  on  for  years,  but  now 
initial  difficulties  are 
overcome,    and    the    husi- 

rming     large 

proportions.  Xot  all  col- 
ors and  not  all  cloths  per- 
haps can  he  dyed  and  fin- 
is ed  at  the  pres 
time,  but  the  dyeing  and 
the  finishing  o\'  goods  in 
t '  c  grey  is  past  the  initial 
stage  and.  the  problem  of 
having  the  risrht  colors 
when  wanted  which  in  the 
past  has  been  such  a 
gneai  one.  is  in  a  fair 
u a\  to  be  solved. 

The  old   dry   goods   say- 
ing     states       truly      that 
ids     well     bought    are 
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MAGOG 


"By  these  names  you  know  them" 

Dominion  Textile  Go's 

New  Fall  Range  of 

Famous  Fancy  Fabrics 


#% 


MAGOG 


wt 


C,The  designs,  colors, 
patterns  and  finish 
are  better  and  more 
numerous  than  ever 
before. 


is   now    on    the 

Market 


C Don't  fail  to  see 

this    big    line    of 

"Magog"  Samples 

for  Fall  1914. 
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These  Three 
Lines  are 


Erminette  Flannel     Rjob  Rj)y  Checks         Empire  Twill 
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Deutchland 
Lapland  Robes  Flannel 


Monoplane  Flannel 
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Angora  Flannel 

Four  Big  -I  -|  1/c 
Lines  at  JL  JL/ £ 
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Three  ** 

Leading    \J c 


German 
Flannel 


^Value  at  It) 


Lines  at 

Saxony  Flannel 

Meleton  Suiting 

Reversible  Saxony 
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Dominion  Textile 

Company,  Limited 

Montreal 

"Your  Jobber  has  them" 
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SAMPLES  OF  FALL  SUITINGS. 

1,  Honeycomb  check;  2,  cor<l  velonr;  3,  wool  moire;    1.   novelty    check;    5,   6   and    7,   velour   checks   in    two-tone   effects. 

Shown  by  W.  E.  Brock,  Montreal. 


half  sold."  but,  however  well  bought 
are  the  materials  a  merchant  lias  in  his 
.-•tore,  nothing  can  detract  from  the  im- 
portance of  proper  display  and  sales- 
manship. In  displaying  yard  goods  par- 
ticularly in  the  early  season  the  quality 
most  important  in  creating  a  demand  for 
the  goods  is  style  suggestion.  Many  mer- 
chants seem  to  be  slow  to  grasp  this 
point  for  even  when  they  are  showing 
their  new  materials  they  are  apt  to  em- 
phasize value  most,  in  spite  of  the  fact 
that  the  element  of  style  is  of  much 
greater  force,  and  has  more  selling 
power  than  the  element  of  value. 
Though  of  necessity  the  majoritj  of  the 
drapes  only  show  the  materials.  Drapes 
that  suggest  the  new  models  in  gowns 
should  be  used,  and  more  use  might  be 
made  in  many  stores  of  photos  and  il- 
lustrations showing  the  way  in  which 
materials  are  being  used. 

In  this  connection  it  might  not  lie  out 
of  the  way  to  say  a  word  about  the 
pattern  department.  There,  are  many 
women  who  use  patterns  and  make  up 
the  materials  themselves  and  due  to  the 
high  cost  of  the  dressmakers'  and  ladies' 
tailors'  services  the  number  is  increas- 
ing, as  women  find  it  is  good  economy 
to  do  so.  This  is  particularly  the  case 
in  the  smaller  centers  where  life  is  more 
h  isurely  and  does  not  afford  the  many 
amusements  that  are  to  be  had  in  the 
large  cities.  Therefore,  it  is  wise  to 
link  up  the  pattern  department  with  the 
fabric  department,  and  the  showing  of 
appropriate  patterns  in  which  to  make 
up  the  materials  ought  to  be  attractive. 
Salesmen    in    many   stores   might   make 

use  of  the  pattern  publications  quite 
freely,  and  in  many  cases  they  would 
help  to  make  B  sale.  Customers  who 
make   their   own    dresses  as   a    rule   settle 

the  stj  le  lirsi  and  then  go  after  the 
■ Is.     Tliis    being    the   case   in   many 

Stores    it    is    helpful    to    have    the    pattern 

hooks  hand]  tor  reference  in  the  piece 
goode  department  as  well. 

®— 

MEN    WEARING    WHITE     SILK 

GLOVES. 
A  few  white  silk  gloves  are  now  being 

worn  on  t  lie  st  reel  bj  men  in  New  Yorl  . 
hut  dealers  do  not  exped  t  hat  t  hej    will 


Pile  Fabrics  Will  Be  Strong 

Paris  is  Still  Producing  Pile  Novelties — Good 
Orders     Placed     for     Early     Fall     Delivery- 
Chiffons,  Erect  Pile,    and    Plush    Novelties 


High  Favor, 


THE    name   of   Rodier   has   come   to 
the   front   in   recent   years   in   con- 
nection   with   novelty   fabrics   that 
have    received    a    world-wide    acceptance. 
Advices   from   Paris   show  that   the  ma- 
jority   of    the    new    materials    they    are 
showing  for  Fall  are  on  the  order  of  pile 
fabrics  and     that     chutedo     forms     the 
basic,    idea    for    the    same.     Pale    fabric 
stripes  are  used  on  wool  grounds,  and  this 
promises  to  be  the  leading  idea  in  suit- 
ings.   One  of  these  materials  has  a  voile 
mound    with   the   stripe   in   silk   ecossais. 
which    is    the    French    name      given      to 
stripes    in    Scotch    colorings.     This    ma-- 
terial   is  designed  for  waistcoats,  and   is 
one  of  the  most  attractive  of  the  novel- 
ties shown.    This  material,  which   Rodier 
has    named    "tuhliiie,"    is    shown    in    a 
great  diversity  of  color  schemes  and  pat- 
terns, and   has  been   very   freely  ordered. 
Xew    ideas   are   shown    also   in    novelty 
striped   duvetyns,   such   as  tartan   plaids, 
and    Roman    and    ecossais    stripes.      An- 
other nap    fabric   is  similar  to   duvetyn. 
but    carries    a    more    plush-like    nap.   and 
this    material    also    comes    in    both    solid 
colors   and    in   numerous   novelty  effects. 
Broken  Stripes. 
One   pattern    which    lias   been    largely 

ordered  shows  broken  stripes  alternat- 
ing with  squares  and  dots.  Breitschwarz 
comes  in  delicate  colorings  or  in  fur 
shades,  and  cotton  velvets  in  vivid  colors 
and  in  brocaded  patterns  are  shown  in 
lovely  colors  for  making  evening  wraps, 

Striped    velveteens      are      also      intro- 
duced.    Pekin    stripes    in    wool    and    silk 

chutedo  are  among  the  new  things.  One 
of  the  most  effective  of  these  novelties 
is  formed  of  serge  in  navy  blue  with  the 
stripes  in  color.   These  stripes  are  about 

I1  i    in.    wide    with    a    three-inch    interval 

,.f  serge  between.  This  spacing  is  con- 
sidered about   right  for  pleating. 

ll     is     said     thai     the     American     ho 

are  ordering  --ilk  tubline,  while  buyers 
From     Fii'jland    and    the    French    ho 
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are    buying  this    fabric    with    the   tubline 
stripes   in   wool. 

Blue  serge  is  still  a  leading  fabric  and 
a  new  soft  variety  comes  in  a  w, 
that  is  called  ''Kashmyjyij  a  name  which 
carries  its  own  explanation.  This  ma- 
terial i-  used  as  the  hasis  of  hands  which 
nave  a  flora]  pattern  woven  on  the  edg 
in  embroidery  effect  and  finished  with 
a  woolen  fringe.  These  borders,  and  bor- 
der and  galoons  of  chutedo  in  exquisite 
color  combinations  are  shown  as  the 
trimmings  for  gowns  and  wrap-. 

T  e  color  scheme  is  limitless,  hut  navy 
blue  is  a  leader  and  yellow,  particularly 
in  canary  shades,  is  very  strongly  fea- 
tured. Greens,  reds  and  light  browns  are 
the  other  leading  colors. 

Prospects  in  the  Canadian  market  are 
very    bright    for  a   continuance   for  an- 
other season   at    least    tor   the   vogue   for 
pile   fabrics,   and   re-order-   are   now   he- 
ing  placed  for  early  Fall  delivery.    Chif- 
fon  velvets  are  in  high  favor  with  the 
trade   that    can   pay    the   price.     The    9 
mand   comes  for  the  wide  widths  alone. 
Erect  pile  velvets  are  selling,  and  besid 
solid    colors    many    fancies      in 
printed    patterns   and    plaids,   a-    well 
in  moire  figures,  are  selling  for  vests  and 
for  other  trimming  purpot 

Buyers    are    interested    in    pi 
they   think   that   they  will  he  wanted   for 
making    cape-    ami    cape    wraps.      Tin 

is  a  w  ide  range  of  novelty  plushes  show 
ing  the  various  fur  etT>'cts  and  these  have 
been    successfully    tried   out    by    the  gar- 
ment   manufacturers   both    for   coats   and 
for  trimmings 

Velveteens  always  Bell  when  pile  fab- 
rics are  fashionable,  as  they  give  the 
service  and  much  of  the  effect  of  the 
higJier  priced  -ilk  fabric.  The  wide 
widths    are    the    best    sellers   and    though 

-olid  colors  lead,  there  is  quite  a  rang 

effects  and  fancy  stripes  on  the 
market.     Cordurov-    promise   to   sell 
an   last   vear. 
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— and  remember,  they  must  be  in 

WORRALL'S  Fast  Dyes. 

That's  a  matter  to  insist  upon  when  ordering  velveteens  for  all 
costume  purposes, — for  not  a  little  of  the  present-day  popu- 
larity of  velveteens  is  due  to  the  discovery  of  these  fast-to- 
rubbing  dyes. 

WORRALL'S 

FAST  DYES 


HAVE  MADE  "ALL  THE  DIFFERENCE,"  AND 

HAVE  ADDED  VASTLY  TO  THE  BEAUTY 

AND  UTILITY  OF 


VELVETEENS 


■  gr?Cmd\<V^1^H^A///jj^  /Grand 

FRANCO-BRITISH  ^^^^L^^  oveo    .«£   F— ED    Bv  ~1     »-"  TURIN 

FXHIRITinN   IQDR         ^^^   X^  J  &  J  M  WORRALL  Limited  MANCHESTFR  ^V_W  FYH  IRITinM  10  1 1 

LAniBIIIUIN,  lyUB  ^^L^     thf    PDFMIFR     VFIVFTFFN      DYcRS     OF    THF      WORM  D  >l^  tXHIbl  I  ION.  1911. 
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DRAPED 


LE  OF 
BARSAIh 
15  ALWAYS  TO  BE  SEEM 


View    of   dress    goods    department    sto    rp    of    Charles    Ogilvy,    Ltd.,    Ottawa. 


Building  Up  Piece  Goods  Trade  by  Display 

Successful  Methods  in  Operation  in  Store  of  Charles  Ogilvy, 
Limited,  Ottawa  —  Displaying  Goods  on  Ledges,  Counters  and 
Tables  in  Special  Divisions — Remnants  of  Suitings  Constantly  on 
Hand — "Giving  Away"  a  Quantity  Instead  of  Reducing  Price. 

From    an    interview    with    Dress    (ioods      buyer    of    Charles    Ogilvy,     Ltd.,     J.     Pittaway. 


OTTAWA,  June  30.— (Special.)— 
A  most  satisfactory  Spring  and 
early  Summer  season  has  been  the 
experience  of  the  dress  goods  depart- 
ment of  Charles  Ogilvy,  Limited.  Kideau 
Street,  Ottawa.  The  impression  one  gets 
on  entering  is  that  this  department  is 
highly  valued,  for  it  is  given  one  of  the 
most  honorable  positions  in  the  store — 
the  right-hand  side,  starting  from  the 
front. 

Glance  at  the  photograph,  which  along 
several  lines  illustrates  the  methods  of 
this  department  through  its  buyer  and 
manager,    Mr.  Pittaway. 

He  Believes  in  Displaying  the  Goods. 

Dress  goods  under  ordinary  conditions 
••ire  about  the  most  difficult  Line  in  a  dry 
g'oods  store  to  display;  at  least,  perhaps, 
it  is  more  proper  to  say  they  arc  given 
the  least  chance  to  "show  off"  before 
the  public  of  anj  merchandise  in  the 
-!'•       Nearlj  everything  else  is  set  out: 

I »u  1    iii    cases;    hung   up   <>n   some   kind    of 

support ;   t  brown   gracefully     or  the   re 
r>\  er   1 1  e   counter.        Hut    in    i  he 

.   dress   Lroods   are   allowed    to    repose 

peacefully   in   monotonous  fashion   upon 
i".    shelves. 

The    motto    Of     most     dress    g Is    de 

pari  iiiciiI  s  is  : 

"If  you  don't  see  what  you  want. 

ask  for  it." 

Mr.  Pittaway's  motto  rather  is: 
"Here's  what  we  have;  this  is  the  latest 


in  wash  goods;  in  silk  crepes;  and  you 
see  what  we  are  asking  for  it.  And  here 
are  some  woolen  remnants;  you  will  be 
interested  in  looking  them  over.  Up  on 
the  ledge  you  see  drapes  showing  samples 
of  our  latest  goods,  and  the  price  in 
plain  figures." 

Surely  a  commonsense  method  of  con- 
ducting a  dress  goods  department 
and  colored  on  one  side,  and  silks  just 
across  the  aisle — and  yet  one  that  is 
surprisingly  little  followed  by  dry  goods 
merchants. 

Silk  Trimmings. 

Out  of  view  of  the  picture,  on  the 
silk  counter,  it  is  tin1  custom  to  have 
or.  view  continually  remnants  of  silk 
also,  ami  these  are  picked  up  eagerly. 

No  Remnants  in  Window. 

Tables  also  are  brought  into  use  to 
assist  in  getting  before  women  custo- 
mers the  maximum  amount  of  samples 
i  i  the  goods  hi  stock. 

A  mere  reference  must   suffice  at   i  lis 

point    on    I  lie    us,-   of   I  he   windows:    a    dis 

t  i  lift  ion.     Mr.   l'ittawa\    never  uses  i  ie 

windows   for  displaying  remnants.    I 

reserved   for  the  interior.     They  do 

not  give  a  verj  good  impression  in  the 
window;  on  the  counter  with  price 
I  icket    is   their  more   natural    place. 

There  is  one  other  distinction  that 
should  be  noted,  this  time  in  reference 
t<     the    illustration:    the    ledges    are   used 
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for  new  goods,  but  rather  the  staple 
Lines;  the  counter  drapes  go  into  higher 
class  goods  as  a  rule.  The  whole  top  of 
the  ledge  is  (hanged  at  least  once  a  week. 
They  are  usually  taken  down  on  Thurs- 
day, and  early  Friday  morning  new 
drapes  are  put  up.  This  takes  about 
one  and  a  half  hours,  and  very  few 
people,  naturally,  are  in  for  business  at 
the  start  of  the  day.  The  manager  does 
not  believe  in  bringing  any  of  his  men 
back  at  night  for  this  work. 

Another    time    custom:    goods   on    dis- 
play  near  the  front  door,  on   tables,  for 
example,    are   changed    at    least    oni 
three  days.     The  reason  for  this  will  be 
appreciated. 

There  is  another  line  of  silks  where 
counter  display  scores  heavily  in  sales; 
that  is  trimmings.  The  narrow  width 
trimmings   are   kept    by   themselves,   and 

e  wide  widths  also  together.  The  same 
policy  is  followed  in  connection  with 
satins,  etc.  Mr.  Pittaway  has  found 
that  the  display  work  results  in  much 
larger  sales  than  without  it.  as  often  a 
clerk  may  neglect  to  pull  one  that  might 
bi   suitable  w  arc  a  large  num- 

ber on  hand. 

The  dress  goods  on  the  shelves  are 
divided  according  to  the  more  general 
system,  bj  colors,  rather  than  weaves. 
Thus  there  are  Hie  blacks  here;  the  navy 
blues  here;  Copenhagen  blue,  reds, 
browns,  tans.  etc.  The  theory  of  this 
division,   of  course,    is   that    as   a    rule   a 
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Every  Nerve  Has  Been  Strained 

Every  Market  Searched 
Every  Manufacturer  Interviewed 

HE  RESULT  is  that  our  effort  has  been 

peculiarly    rewarded,    and    merchants 

throughout  the  whole  of  Canada  will  be 

able    to    place    on    sale    an    assortment 

of  High-Class 

Fall  and  Winter 

Cloakings 

equal  in  Quality.  Design  and  Color  Effects 
to  that  shown  in  any  country  in  the 
world. 

While  we  have  made  almost  extravagant 
provision,  both  in  assortment  and  quanti- 
ties, we  would  suggest  that  you  see  our 
ranges  at  the  earliest  possible  moment, 
with  our  representatives,  while  we  have  the 
quantities  in  each  line  and  before  the 
choicest  numbers  are  all  taken  up,  as  there 
will  be  considerable  difficulty  in  filling 
orders  as  the  season  draws  near. 

Empire  Satin 

Do  not  spoil  good  cloth  with  cheap  linings. 
Use  Empire  Satin,  the  best  Satin  Lining 
in  Canada, 


:\ 


7uCd,£imi(ed 


Montreal 


Toronto 


Quebec 


v.: 
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"Pirl 


THIS  celebrated  Finish  is  a 
specialty  of  the  well-known 
dyers,  Messrs.  Ed.  Ripley 
&  Son,  Ltd.,  (branch  of  the  Brad- 
ford Dyers'  Association,  Ltd.).  It 
so  permeates  every  fibre  of  both 
warp  and  weft  that  it  prevents  any 
cloth  to  which  it  is  applied  from 
marking    or    cockling    with    rain. 

At  the  same  time  it  improves  the 
appearance  and  handle  of  the  cloth 
and  makes  it  more  durable. 


£      Finish 

(Reed. i 

Buy  only    those  goods  which  bear 
the  following  stamps: 

the'pirle'jinish 

Selvedge  Stamp. 


JQSHRlNjUjg 

Stamped  on  the  end  of  each    piece. 

NO  GUARANTEEfWITHOUT. 


PATTERNS  showing  iliis  FINISH  with  full  particulars,  and  of  the 
many   other  different    FINISHES,  adaptable  for  all   purposes  from 

The  BRADFORD  DYERS'  ASSOCIATION,  Ltd.,  (Dept  6),  Za^  cJh™°™ 

FABRICS   DYED   and   FINISHED   by   the  Branches  of  the  B.D.A.  are  sold  by  leading 
Merchants    throughout    the    world. 


KING'S 

Established   1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representative*  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 


ESTABLISHED  1846 


BRADSTREETS 

Office*  Throughout  the  Civilised   World 


OFFICES  IN  CANADA 


Calgary,   Alta. 
Edmonton,  Alta. 
Halifax,  N.S. 
London,  Ont. 


Ottawa.   Ont. 
St.  John  N.  B. 
Vancouver,   B.   C. 
Victoria,  B.  C. 
Hamilton,   Ont. 


Montreal,  Que. 
Quebec,  Que. 
Toronto,  Ont 
Winnipeg,  Man. 


Reputation  gained  by  long  year*  of  vigorous, 
conscientloua   and   successful  work. 

THOMAS  C.  IRVING,  J&SsV'SS 

TORONTO.  CANADA 


If  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 
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The 


Finish 


for  LUSTRE,  ALPACA  or  MOHAIR  TWILLS 

f^REAT  attention  has  been  given  to  pro-  %$f\        ^    ^  ^oM^^A"  (s 

VJ  ducing  a  Black  Dye  and  Finish  on  Lustre,  ^C  R  M  A  N  ^  'H^PR?1  *         ! 


elvedge 
Stamp) 


Alpaca  and  Mohair  Twills  better  than  any- 
thing previously  obtained,  and  after  extensive 
experimenting  over  a  long  period  the  result  is 
that  the  "P.N.C.  Finish"  has  no  equal  in  the 
market.  Its  special  points  are  great  brilliancy, 
clearness  of  dye,  fastness  to  rubbing,  with  a 
greater  permanency  to  the  Tailor's  Iron  than 
has  ever  been  previously  attained. 

The  Fast   Black  has  also  the    great    ad- 
vantage of  being  perspiration  proof. 

NO    GUARANTEE    WITHOUT    STAMPS 

facsimiles     of     which     art     reproduced     at     side 


Fabrics  dyed  and  finished  by  the  B.D.A.  are  sold  by  leading  merchants  throughout 
the  world. 

Patterns  showing  Finishes  advertised  on  this  page,  and  of  many  others  adaptable  for 
all  purposes,  with  full  particulars,  can  be  had  on  application  to  the  Bradford  Dyers' 
Association,  Ltd.,  (Dept.  6),  Well  Street,  Bradford,  and  128-129,  Cheapside, 
London,  E.C. 


ii 


MARQUISE"    Finish 

for  COTTON  VENETIANS 


£OTTON  VENETIANS  finished  by  this 

process  are  equal  in  appearance  to  the 
finest  Silk  Satins,  and,  owing  to  their  thorough 
mercerisation,  never  lose  their  beauty  and 
smartness.  For  Men's  Wear  and  for  Ladies' 
Jackets,  Coats  and  Capes,  they  make  beautiful 
Linings,  their  wearing  quality  can  be  thoroughly 
relied  upon,  and  the  Finish  is  Permanent  under 
the  Tailors 'Iron  and  Damp  Cloth.  Owing  to 
the  many  advantages  of  this  Finish  it  is  proving 
a  great  success  and  is  having  a  phenomenal 
run.  The  goods  can  be  had  in  Fast  Aniline 
Black  or  in  Colours. 


Ask    also   to  see    patterns  showing    finish 
"MARQUISE  DE  LUXE" 
a  brighter  and  softer  finish  than 


No  Guarantee  Without  the  Stamps, 

facsimiles  of  which  are  shown  below. 

(Selvedge  Stamp) 


r 


(.Stamp  at  end  of  piece) 


b6 


DYE  &  FINISH    GUARANTEED 

Br     THE  <#> 


"MARQUISE" 


^^^W 


[S^'jfooc^" 


.J 
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woman     has     decided    what    shade    she 
wants,    rather    than    the    material-,    and 

the    clerk     lias    all     the     varieties    at     his 

fingers'  end. 

The  marks  on  the  goods  include  the 
cost  price,  selling  price  ami  name.  Where 
dress  uoods  are   put    on   I  lie   --ale-   counter 

or  on    tables,   the   width   is   marked    for 
the  benefit   of  the  customer. 

"Giving  Away"   Goods. 
In  marking  goods  that  are  on  sale 


as  remnants  another  device  that  has 
been  found  helpful  is  to  mark  down 
the  real  length,  say,  1%  yards,  and 
a'.so  a  lower  figure,  say,  IV4.  This  in- 
dicates that  the  piece  will  be  sold  at 
the  regular  price,  but  the  customer  is 
charged  only  for  the  smaller  amount, 
thus  getting  V2  yard  or  whatever  the 
difference  is  free  of  charge 
Another  method  being  adopted  lately 
i!    '-nine  Canadian  stun-  may  be  referred 


in  here:  Formerly  it  was  the  custom 
when  remnants  were  put  on  sale  to  mark 
them  "43/4  yards  95  cents."  A  new  way 
is  to  mark  it:  "43/4  yards  at  20  cents." 
This  tellfi  'otner  without   figuring 

it  out  just  what  kind  of  a  bargain  she 
i-  getting,  ami  leave-  it  at  the  discretion 
of  the  clerk  to  sell  smaller  quantities 
than  the  whole  remnant  if  it  is  thought 
advisable. 


Advances  in  Wool  Mean  Higher  Prices 

Shortage  in  Raw  Wool  the  Reason — Fashions  Favor  Such  Mater- 
ials as  Broadcloth,  Serges  and  Cheviots  for  Fall — Larger  Yardage 
for  Tunics. 


THOUGH  there  has  been  no  plung- 
ing,  conditions  in  the  wool  mar- 
ket have  induced  buyers  to  place 
fairlj  libera]  orders  ahead.  That  they 
are  justified  in  doing  so  is  shown  by 
the  conditions  in  the  wool  market.  The 
las!    series   ol'    London    wool   sales   showed 

an  advance  ol'  about  5c  per  Hi.  over 
prices  thai  optained  a  year  ago.  Trices 
on  wool  materials  are  hardening  and 
manufacturers  are  complaining  that 
they  aie  not  getting  their  proper  pro- 
portion ol'  profit.  This  means  higher 
prices  in  the  near  future,  though  in  all 
probability  their  Cull  force  will  not  be 
felt  until  price-  are  made  on  the  Spring 
line,  which  will  lie  showing  in  a  few 
weeks  from  now. 

General  Shortage. 

Just  why  raw  wool  is  rising  so  rapidly 
in  price  a!  a  period  when  trade  i-  not 
boon  is  causing   some   inquiry.     The 

reason   seems  to  He  in  a   genera]   short- 
Stocks  in  the  hands  0]    the  manu- 
facl  urei  -  all   oa  er  t  he   world   have  been 
allowed  to  run  unusually  low,  and  1 1  ere 
ice  to  a  si  rong 

and  ad\  an  rket.  W01 

aNo.  it  is  1  epl  pace 

.   !     a   d    I  I 
lowered     production     in     nearly     all     the 

.1 '  ducing      countries.       Then 
tl  ere  is  little  prospeci   of  raw    wi  ol  be- 
ll ire. 
I  *  1  t  \  ers  at  this  tin 

inti  rested    in  in     in 

staph  s.  .11  d  .in-]  •  hal  are  t he  leading 
fabrics    ii    is   difficult    to    state.     Broad- 

ron  I   and   will 

•    h     more  ol    .     factoi    than  ap- 

!  to  be  possible  a  is   up 

1  lal  ardine,  set  ires  ai  d  sofl 

i  -    an    all    selling,   and    1  %•   si  rong 

pi obabilil  v    is  thai    1  hej    v  ill   be  len 

factors.     All  n  aterials    come    in 

plain     and     I ;  1 1 1 .  ■  \     effects      and     the 

romh  ilain  and  fancj   in  thi 

•  ni  1-  ai    ii  I  .i\  1  r. 

Si  !■■■.      ha>  e    plaj  ed    fi    great    pari    in 


Spring  business  and  apparently  are  los- 
ing none  of  their  selling'  strength  for 
Fall.  One  factor  thai  will  make  them 
even  more  popular  than  ever  on  this 
market  is  that  they  are  being  brought 
over  in  quantities  in  the  -rev  and  dyed 
to  order. 

Cheviots,  which  may  be  considered  as 
the  heavy-weight  equivalent  of  serges, 
are  selling  with  very  ureal  freedom  and 
the  development   in  this  direction  point- 


strongly    to    the    favor   which    the    more 
tailored    and    simpler    type    of    dr<  - 
being  rec<  ived. 

Aaother  point  that  must  not  be  over- 
looked is  the  prospect  for  a  larger  yard- 
age that  is  opening  up  because  of  the 
vo.'ue  of  the  long  tunic  and  the  inclina- 
ti«  n  towards  pleats  and  long? 
The  increase  is  about  one  yard  to  two 
■  gown  and  suit  in  50-inch 
fabi  ics. 


Sheer  Fabrics  Favored  for  1915 

As  Sheer  Cottons  Grow  in  Favor  the   Heavier 
Cotton      Fabrics     Decline — Both     White     and 

Colored  Materials  Selling. 


ORGANDIE   is   the  Summer   fabric 
in   Paris,  and   manv   of  the   model 
housi  -  are  bringing  oui   organdie 
dressi  -   1 1  immed    w  it  b    la<  e   flounc<  - 
Besides  oi  gafi  lie,  crepi 
m  are  also  used.    Si  m 

piqu< . 

i  r  and 

ier  dead  ave  a 

quaint    Old   World    look.      Mam    of  the 

skirts  are  Bounced  and 

1  witl    i    lored  lery. 

Organdies  will  <  inent 

in     thl     Ci 

1915    and   «  l!  open  the  waj     i  r 
d  other  - 
Tl  ese  will   be  high  style 

-will    take    si 

place.     Tissues,    rii  e    •  tnd    lighi 

;  ra1  ines.  are  selling  at  present  and 
e  included  in  t he  leading  mati 
n  d   for  Spring   1915. 

Piques  in  Great  Demand. 

Piques   are    in    greal    d<  mand    ai    I   e 

lit     time     for    wa-'>    skirts    and     for 
\e-is  and  in  id, wear  purposes,  The  pique 
wanted    i-    \er\    softlj    finished    ai 
taken  in  line,  medium,  and  hea>  \   • 
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Thpugh  there  is  a  movement    favoring 
wdiite  making  itself  felt,  co 
are  in  high   fa\  ir.     Striped  -  are 

wanted    and    are   not    to   tx 

i-  grow  plain 

and  strip 


EAIMCOAT  SHOP  FOR  WOMEN 

Giml        Broi       -     \.  n    Fork,    in    an- 
nouncing    a     new     rai 
women  ai  i  en,  saj  : 

"Then 
change  in  rail 

for    We    are    .  .1?     all     w. 

little  uirls  will  l>e  glad   to  don  the 
new  styles 

"Our  representative,  who  has  lately 
returned  from  Europe,  says  that  the 
Paris  the    fine   nibln  • 

silk    coats,    while    the    Englishwomen    are 
partial  to  the  rra>  enetted  v  And 

-    American  women  are  divided  in  their 
i  rim.  :..  w<     ave  assembled  both  kinds." 
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Overcome  the  Stiffest 
Competition  You  Ever  Had 


It  is  a  plan  that  gets  hundreds  of  people 
directly  interested  in  your  store — it  has  this 
army  of  people  hustling  for  you — it  has  them 
urging  their  friends  and  neighbors  to  trade 
at  your  store.  And  it  keeps  them  hustling 
for  you  six  solid  months  or  more. 

"With  our  plan  you  can  make  dull  Wednesday 
a  bigger  day  than  busy  Saturday.  You  can 
make  the  dull  summer  months  among  the 
biggest  in  the  year — and  do  this  without  cut- 
ting and  slashing  prices— '-you  can  get  this 
big  business  at  regular  prices.  You  can  work 
off  slow  seller?  and  old  goods  for  full  selling 
price. 

With  our  mammoth  organization  we  are  in  a 
position  to  give  you  that  service  thai  assures 
you  a  bigger  business  at  your  regular  selling 
prices. 

WANT  TO  RAISE  SOME  CASH 
QUICK  ? 

There  is  one  feature  of  our  plan  that  will  get 
the  people  of     your     community  to  deposit 


h  mdreds  of  dollars  with  you  to  be  traded  out 
later.  We  will  be  glad  to  explain  this  feature 
more  fully  to  you  if  you  will  write  us  in 
regard  to  it. 

Besides  overcoming  competition,  our  plan  will 
collect  your  monthly  accounts,  that  is,  get  the 
cash  in  your  drawer  between  the  first  and 
tenth.  Besides  collecting  your  monthly  ac- 
counts we  will  be  glad  to  tell  you  just  how  it 
will  collect  those  old  accounts  that  you  have 
practically  given  up  hopes  of  ever  getting. 

Upwards  of  800  merchants  have  found  the 
truth  of  our  claims  regarding  the  business- 
producing  plans  of  the  Brenard  Co.  We  will 
grant  you  the  exclusive  use  of  this  plan 
against  competition. 

//  you  desire  to  use  our  plan  in  your  town,  let 
us  hear  from  you,  as  any  delay  on  your  part 
in  nil  mean  that  your  competitor  will  already 
have  secured  the  exclusive  right  in  your  town. 
For  quick  action  telegraph. 


Brenard  Manufacturing  Co.,  Iowa  City,  Iowa 
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Furs  Follow  Styles  in  Cloth  Models 

Cape  Effect  and  Balmacaa n  Arc  ritra  Fashionable — -Flare  is 
Much  Seen  on  Shorter  ('oats — Dark  Colors  Popular — Few  Pony 
Coats  Will  be  Worn — New  Neck  Pieces  on  Cape  Model — Round 
Muffs  Coming. 


TEE  tendency  in  fur  styles  for  the 
coming  season,  particularly  in 
the  ultra-fashionable  garments, 
is  to  follow  the  advanced  cuts  being 
adopted  for  cloth  coats.  In  the  very 
latesi  designs  there  will  be  found  the 
cape  effect  which  is  now  so  popular, 
while  the  raglan  shoulder  and  the  Bal- 
macaan  will  also  be  seen.  Generally, 
however,  there  is  a  leaning  towards  the 
kimono-shaped  coat  with  the  large  sleeve 
and  the  bell-shaped  or  flared  bottom 
either  plain  or  with  ruffles. 

More  Moderate  on  Styles. 
But  in  furs,  and  particularly  in  the 
Canadian  trade,  there  is  a  more  moder- 
ate demand  with  regard  to  styles,  and 
the  majority  of  the  models  are  designed 
more  for  service  than  for  style,  for  the 
reason  thai  when  a  big  price  is  paid  for 
a  fur  coat  the  majority  of  people  do  not 
want  to  have  to  change  the  cut  the  fol- 
lowing season.  For  this  reason  the  ma- 
jority of  the  models  as  seen  in  the 
Canadian  trade  will  be  the  seven-eighths 
and  three-quarter  lengths,  with  loose 
back,  moderately  large  sleeves  and  the 
popular  shawl  collar.  On  the  shorter 
models  the  bell    Hare   will   he  often   seen. 

Black  Very  Strong. 

Manufacturers  report  thai  I  hey  find 
that  there  is  a  distinct  change  in  opin- 
ion with  reference  to  the  use  of  colors 
and  thai  this  winter  will  see  black  very 
Strong.  Last  season  there  was  an  effort 
to  put  blue  to  the  front  and  such  oddi- 
ties as  leopard,  bul  blue  is  not  strong 
at  present,  and  with  the  high  colored 
skms  only  small  portions  will  he  used, 
i;   al   all. 

1  [udsorj  seal  will  he  t he  l'a\ orit< ,  ac- 
cording to  u  Canadian  manufacturer,  ami 
there  will  he  a  lot  of  sell'  trimmings 
used  for  collars  and  cuffs.    Lin 

erally  will   he  quid    except    in   the  case  of 

No-  e\  ening  w  ear.     There  \\  ill 
also    be    a    popularity    for    some    of    the 

rougli  i  b,    Mieh  as  stoleB, 

■.  arfs,   3hav  I-  and   muffs,     Hear  will  be 


much  worn  and  for  misses  Sardinian  fox 
and  black  wolf  will  he  popular. 

Persian    land)     should      be  a   stronger 


A    popular   model   of   --I':! 

with    rn law  ax 

front    ami    model  ate    flat  a 

to    the    skirt 

The  length   is  good  and  the 

i  nit  -  ,ii  e  quitt 

the  thine, 

seller  this  winter  for  the  reason  that  it 
is  lower  in  price  and  always  i-  a  stand- 
ard favorite  in  the  better  trade.  Broad- 
tail, which  is  only  slightly  heavier  than 
velvet,  will  be  worn  in  extremely  fash- 
ionable models  where  a  high-priced 
garment  is  wanted. 

Pony  is  Weak. 
One  of  the  former  favorites  in  coat 
materials  which  is  much  weaker  this 
season  is  the  pony,  and  the  manufactur- 
ers report  that  there  is  a  small  demand 
for  coats  of  this  material.  This  is  un- 
doubtedly due  to  the  run  which  there 
has  been  on  the  pony  coat  and  the  ef- 
lect  has  been  the  usual  change  of  public 
opinion. 

Round  Muffs  Coming. 

There  will  he  a  stronger  demand  tor 
shoulder  pieces  for  Fall  wear  and  a  num- 
ber of  these  are  spreading  out  until  they 
are  approaching  the  cape  class,  waist 
lengths  at  the  hack  and  the  front  run- 
ning  far  down. 

With  these  muffs  of  many  shapes  will 
he  carried.  In  the  trade  there  is  still 
a  noticeable  demand  for  the  long  flat 
model  with  the  head  paws  and  tail  show- 
ing, hut  opinion  is  turning  again  to  the 
(  Id  models  and  the  barrel  is  coming 
back  with  a  more  extreme  shape  in  the 
round    effect. 

For  serviceable  wear  one  of  the 
strongest  sellers  will  be  the  muskrat 
coal  Cu1  about  fifty  inches  long  with  a 
seven-eighths  hack  and  the  shawl  or 
notched  collar. 

Some   Fashionable  Models. 

The  advanced  styles  are  showing  the 
influence  of  the  cape  effect.  There  arc 
some  designs  in  which  the  Balmacaan 
style  is  an  influence  to  the  effect  o\ 
raglan  shoulders,  but  this  is  not  u 
peeted  to  have  anything  like  a  wide  fol- 
lowing: with  manufacturers  even  in  the 
h.ig    fashion    cent- 

About  the  last  word  in  luxury  is  the 
evening  cape  of  sealskin  with  a  smart 
Normandy   flare  collar  of  ermine.     The 
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ENSORS  Limited 

6,  NEWGATE  STREET 

LONDON,  ENGLAND 


Wholesale  Furriers 

FUR  COATS  FUR-LINED  COATS 

SLEIGH  ROBES         FOOT  SACKS 


F  you  are  visiting  Europe 
for  the  Fall  and  require  the 
newest  designs  in 

Fur  Models 

as  well  as 

Good  Selling  Lines 

you  will  find   no  finer  range  than 
that  shown  by  us  at 

14  &  16  Great  Portland  St. 
LONDON,  W. 

D.  F.  Cocks  &  Co.,  Ltd. 

Factories : 
Devon  House,  Great  Portland  St.,  and  Walthamstowe,  N.E. 
London,  Eng. 
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FUR     D  E P A  R  TM  E X  T 


cape  is  made  with  a  deep  yoke,  below 
which  there  is  just  a  suspicion  of  ease 
al  i  1 10  hack  and  in  front  there  are 
slashes  through  which  the  hands  are 
!.  This  is  a  distinct  ly  new  model 
and  very  c  i  ic. 

Distinctly  new  and  smart  also  is  the 
cape  coat,  ■  >  garment  which  can  be  worn 
ever  the  elegant  -jowiis  of  silk  anil  chif- 
fon wit  limit  crushing  the  fullness  or 
spoiling  the  tunic.  This  model  is  made 
wit  i  fullness  a!  the  bottom  and  notched 
collar.  It  conveys  the  impression  of  the 
simplicity  of  good  style  with  buttons  of 
black  silk  and  no  relief  of  color  or  or- 
nament. For  evening  wear  the  som- 
berness  '-an  be  relieved  by  a  gorgei  us 
lining. 

The  kimono  shaping  is  still  very 
modish  with  long  sleeves  cut  in  one 
with  the  coat  and  some  models  are  fin- 
ished with  turnback  cuff.  Some  of  the 
iriodels  with  the  pronounced  flare  and 
the  large  sleeve  hole  are  finished  with  a 
sash  of  self  material  tied  at  the  back. 

Stunning  Afternoon  Model. 

A  stunning  coal  lor  afternoon  wear  is 
fashioned  of  seal  with  a  big  collar  of 
fitch  or  other  rough  fur,  that  extends 
over  the  shoulder  a  little  and  down  the 
Inml  in  stole  effect.  Of  like  material, 
too,  are  deep  cuffs.  This  coat  is  very 
different  I  mm  the  models  of  last  season. 
There  is  a  barely  perceptible  nipping- 
in  at  the  waist  line  and  a  decided  ripple 
I  elov  .  F':e  lengl  i  is  sufficient  lor  both 
warmth  and  style  and  yet  is  not:  long 
enough  to  hear  the  wearer  down  or  to 
make  walking  uncomfortable.  This  is  a 
good  coal  tor  the  average  wearer  who 
like-  comfort  with  good  style  and  who 
see-  in  a  I'm'  null  soiiK'j  hin-  nmri'  than 
lor  the  passing    fancy. 

T  e  cape  ami  the  cape  coat  are  hav- 
ing I  he  effeel  ot  bringing  in  tvitb  I  hem 
t  he  ca  ii  eckpii  i  fi  r  early  Autumn 
arlj    lor  t  he  heavy 

wraps.     With  the  neckpiei  e  goes  i BE 

ami  material  and  in  -mm'  ea  es 
a  vcr>  effecth  e  impression  can  be  i  real 

<  d    liv     i     ■  \  elvet    and    fur.      Man  I 


of  the  capes  are  short  and  jaunty  wit;. 
the  new  Incroyable  collar  and  long 
revers  of  ermine.  Another  cape  of  er- 
mine has  an  added  effect  in  the  Japanese 
collar  which  goes  with  it.  The  cape  ends 
at  the  waistline  at  the  back  but  extends 
far  ilow  n   t  he  front. 

In  the  smaller  neckpieces  nothing  is 
more  effective  than  the  pointed  fox  ami 
in  muffs  the  favor  is  going  back  to  the 
barrel   shape  with  many  dressers,  while 

FASHIONS  IN  FURS. 

Colors  very  weak. 

Self  trimmings  returning  for  collars 
and  cuffs 

Sardinian  fox  and  black  wolf  for 
misses. 

Persian  lamb,  lower  in  price,  will  be 
very  strong. 

Pony  weaker. 

Round  muffs  returning. 

there  is  a  new  round  shape  which  has  a 
\  ery   cozy  impression. 

Flarinj  Tunic  Flounce. 

A  marked  feature  of  some  of  the  new 
Inr  coats  is  the  flaring  tunic  flounce 
loimiii'j  a  coat  suitable  for  both  after- 
noon and  evening  wear.  It  is  usually 
fashioned  of  seal  or  pony  with  self  col- 
lar. A  gracef  >1  kimono  moil,  ]  wit  i 
long  sleeves,  it  is  ideal  for  cold  weather 
and  it  has  a  fastening  right  up  to  the 
neck.  The  tunic  flounce  ripples  to  a 
greater  length  at  the  back  than  at  the 
front.  Some  of  the  new  flounce  models 
are  slightly  less  than  the  three-q  tarter 
It  ngth. 

®- 

HIGH  COST  OF  GARMENTS. 

Tunics  and  Capes  Responsible  for  More 
Material. 

A    Cleveland   report  states  thai    • 
ern  manufacturers  have  been  wondering 
just  what    will  be  the  result  of  thi 
amount   of  cloth  and  trimm 
required  lor  hot  h  suits  and  topcoa I 


as  well  as  the  additional  labor  re- 
quired  in  making  them.  In  the  topcoats, 
for  instance,  the  additional  cloth  needed 
is  considerable,  because  of  the  cape  or 
cape  effe  I  seen  in  nearly  all  of  them. 
Then,  there  is  the  work  of  making  the 
cape,  or  the  cape  effect.  As  one  manu- 
facturer  put  it.  there  are  really  two 
garments  instead  of  one. 

In  the  suits,  the  long  tunic  requires 
the  manufacture  of  two  skirts  where 
there  was  but  one  last  season.  And 
more  cloth  is  required  in  the  skirt  pro- 
per, because  it  i~  wider  than  it  has  been 
heretofore.  All  these  items  count  in  the 
cosl  oJ  makii  ..  T  .is  same  manufac- 
turer, however,  said  no  reduction  in  the 
price  of  garments  was  made  when  the 
short  coats  and  very  narrow  -kirts  were 
ir i  vogue,  so  it  would  hardly  be  con- 
sistent to  make  an  increase  when  the 
tide  turns  the  other  way.  Vet.  he  be- 
lieves  the  retail  merchants  hardly  appre- 
ciate what  they  are  receiving  for  the 
monev  they  are  paying  for  garments 
the  Fall. 

-@- 

SPELLING    OUT    SALESMANSHIP. 

"I  have  made  up  a  little  chart  from 
the  word  'Salesmanship'  by  which  I 
have  let  each  letter  represent  one  of  the 
things  thai  I  am  asked  to  talk  to  you 
about."  said  V  L.  Price,  vice-president 
of  the  National  Candy  Company,  3 
Louis,  in  an  address  delivered  recently 
before  the  members  of  the  Detroit, 
Midi.,  course  in  salesmanship.  Here  is 
I !  e   chart  : 

S — ales  Knowled§  ",1s. 

A — rgument, 

L — oyalty, 

E — nthusiasm, 

S     ystem, 

M     enta]    Anita 

A— ccessihility. 

X     en i . 

S     ociability, 

11     onesty, 

T — ndustry, 

P     ei  se\  eran 


r 
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Fur  travellers  out  Sept.  1st  on  sorting  trip 

JOSE  FURS  ARE  NOTED  FOR  THEIR  STYLE 


They  will    shew    a  complete 

range  of  I  tudson  I  Say  Sable, 

Beaver,  Ermine;  Mink  and  Fox,  etc.,  in  sets,  fur 

trimmed  coats  and  opera  cloaks. 


AND   QUALITY 


We    sell    quality    furs   only. 
Jose  \ nines  are  top  notchera 
the  styles  represent  the  latest  oteations.    A  card 
to  day  will  insure  a  call. 


R.L.  Jose,  fine  furs,    75  Bay  Street,  Toronto 
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Within  50  yds.  of  St.  Paul's  Cathedral 


Fletcher  &  Smart 

25   Carter    Lane 

London,  E.C. 

Fur   Coats,   Small    Furs,    Cloth  Coats,   and 

Coats  and  Skirts 


Please  Give  Us  A  Call. 

We  Make  a  Special 

Feature    of    Producing   Practical    Garments    Suitable    for 

the    Canadian    Market. 


An  Idea— 

You  are,  of  course,  in- 
terested in  any  method 
that  will  increase  the 
efficiency  of  your  staff. 
A  splendid  way  of 
doing  this  is  to  see 
that  each  department 
head  gets  a  copy  of 
the  DRY  GOODS 
REVIEW  regularly. 
Write  for  special  club 
rates. 


THE  MOULTON 
MANUFACTURING 
CO.  LIMITED 

are  the  leading  house  for 


Furriers'  Trimmings 

Frog  Ornaments 
Tassel  Ornaments 
Fringes 
Muff  Hangers 
Edging-  Eraids 
Buttons,  Fancy  and  Flain 
Crocheted  Chains 
Elastic  and  Other  Cords. 

Our  own  make,  of  beautiful  designs, 
best    materials     and     first- 
class   workmanship 


CRAIG,  GOSFORD  &  ST.  LOUIS  STS. 

MONTREAL 
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Light  Sweaters  in  a  Popular  Style 

Models  of  (Silk  and  Australian  Botany  Wool  for  Light  Wear- 
Cut-away  Front  Creates  a  Garment  for  Street  Wear — Brushed 
Surfaces  Are  Good. 


IN  the  Summer  sweater  coats  the  silk 
garment  has  had  the  run  of  popu- 
larity in  the  high  class  trade,  but  a 
garment  to  retail  at  ten  or  twelve  dol- 
lars or  thereabouts  is  necessarily  con- 
fined to  a  limited  demand  and  with  the 
general  trade  the  favor  has  fallen  to 
coats  knitted  of  .the  lig'hter  yarns  and 
among  these  Australian  Botany  has  been 
among  the  foremost.  Tn  the  majority 
of  garments  of  this  yarn  the  surface  is 
lightly  brushed  giving-  a  finer  and  softer 
finish. 

The  majority  of  the  silk  coats  sold 
have  been  in  the  accordeon  effect 
though  solid  tone  materials  have  also 
been  popular.  They  are  cut  with  the 
popular  V-shaped  neck  opening  and 
made  with  half  belt  held  with  buttons  to 
mat'eh  while  the  buttons  down  the  front 
are  likewise  covered  with  the  same  ma- 
terial. These  coats  come  in  a  great 
variety  of  colors,  including"  black  and 
copen,  black  and  Kelly,  black  and  cerise, 
black  and  gold,  cerise,  Kelly,  Copen, 
black,  white,  grey,  kharki,  Tango  and 
pi  acock. 

In  the  same  garment  there  is  also  the 
model  with  the  cutaway  front  which  is 
becoming  more  and  more  popular  especi- 
ally as  it  conforms  more  to  modern 
styles  and  therefore  is  more  suitable  for 
street   wear. 

Many  of  the  models  of  Australian 
Botany   are   in   the  cut   away   front 
style.      They     have     three     buttons 
covered   with  self  material  and  high 
pocket,    while    many   have    different 
kinds      of      half      belts      at       the 
waist;      on     some     models     the     shawl 
collar   is   worn   while   others   are   plain. 
Some   "!'   these  coats  are  very  popular 
from    i1!''    Pad    that    Wn-   ligbi    wool    is 
adaptable  to  wearing  under  a  coal.  The 
colors  include  Copenhagen,  dark  smoke. 
Tango,   cerisi  .    peacoi  I  .   old    rose,   terra 
.  ..I ta.   Kellj    green,   scarlet,   helio,   ame 

tliysl  .    \'  hite,   cade!    and    1  la\  ana. 

Nothing  could  demonstrate  more  than 
do  these  tnodisi     coats     the  greal  field 


which  there  is  for  the  sweater  coat  made 
in  modern  styles,  for  this  light  brushed 
effect  gives  a  finish  which  at  a  distance 
cannot  be  told  from  a  soft  finished  cloth 
material.  After  seeing  these  coats  one 
can  understand  why  it  is  that  the  sweat- 
ee is  no  longer  a  sports  coat  exclusive- 
ly, but  is  taking  its  full  share  of  popu- 
larity for  street  wear. 

Sketch  by  Review  Artist. 


WOOL    IS   SOARING 

THERE  appears  to  be  no  limit  to 
the  demand  for  fine  wool  through- 
out the  world,  or  to  the  prices  that 
manufacturers  will  pay  to  cover  imme- 
diate and  future  needs.  Since  the  close 
of  the  London  sales  at  top  prices  of  the 
series  the  trade  has  turned  its  attention 
to  primary  markets,  and  both  in  Aus- 
tralia and  in  this  country  there  has  been 
active  buying  at  further  advances.  In 
the  West  demand  is  almost  equally  ac- 
tive for  all  varieties  of  wool,  and  direct 
representatives'  of  leading  Eastern  mills 
are  now  paying  prices  that  cause  deal- 
ers to  hesitate.  While  merino  and  fine 
crossbred  wools  are  most  eagerly  de- 
sired, the  scarciety  and  high  prices  of 
these  are  now7  causing  manufacturers  to 
turn  their  attention  to  medium  cross- 
breds.  The  movement  of  the  latter  is 
not  yet  large  despite  their  relative 
cheapness,  for  the  demands  of  style  the 
world  over  are  for  soft  finished  sroods: 
some  are  purchasing  medium  erossbreds 
simply  because  they  are  relatively  so 
cheap,  but  there  is  a  growing  belief  that 
the  demand  for  fabrics  "at  a  price" 
will  make  a  place  for  these  wools  and 
will  advance  their  value  materially. 
There  is  little  question  about  the  stabili- 
ty of  prices  of  merinos  and  fine 
cross-breds  so  far  as  the  near 
future  is  concerned,  but  there  are 
many  dealers  who  would  hesitate 
to  pay  current  prices  for  such 
wends  to  be  delivered  in  the  Fall; 
at  the  same  time,  they  recognize 
that  the  market  may  find  its  bal- 
ance by  a  general  advance  in 
medium  and  cross-breds. 


Brush  sweatei  coal  and  cap  to  match  in 
all  popular  colors.  Note  eutawaj  front, 
a   feature  of  the  latest   designs  for  lighter 

Show  D    i'.v    Mnnan  li    K  nitting   Co.  ' 
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At  the  June  Fur  Sales  in  London 
Lampson  sold  2,000,000  musquash. 

ese  black  w  ere  up  to  March  ]>■ 
southern   sorts   It'  below,  and  others  20 
below , 
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BENTRfl 
KNIT  U 

MODEL  20-S 


r 

The  Sport  Coat 

— Just  the  thing  for 
motoring,  boating,  golfing 

This  lady's  sport  coat — Model  20-S, 
is  a  particularly  good  seller,  being 
used  for  every  purpose.  It  is  veiy 
useful  for  slipping  on  for  cool  days 
or  evenings  as  well  as  for  boating, 
golfing  or  motoring.  It  is  soft  and 
dainty,  being  made  from  the  best 
.  English  worsted  yarn  in  white, 
saxe  blue,  royal,  sky,  old  rose, 
scarlet,  green,  silver  grey,  fawn  and 
tango. 

Price  per  dozen,  $36 .  00. 

|k  The,  Cutaway  Coat 

— comfortable,  smart 
— good  for  all  seasons 


■^ 


Here  is  a  coat  that  has  that  smart, 
snappy  style,  which  appeals  to  the 
feminine  sex.  It  has  the  Angora 
finish  made  with  belted  back, 
crocheted  buttons,  shawl  collar  and 
one  pocket.  Shades  are :  Saxe  blue, 
royal  and  sky  blue,  white,  old  rose, 
scarlet,  green,  silver  grey,  tango 
and  fawn. 

Price  per  dozen,  $42.00. 


Mail  a  trial  order  to-day  for  half  dozen  of  each 
of  the  above  numbers.  They're  live  sellers  and 
should  be  displayed  now  in  your  store. 

Write  to-day. 


The  Williams-Trow  Knitting 
Company,  Limited 

STRATFORD,    ONTARIO 


AGENTS: 

J.  M  Robertson  &  Co.,  Toronto 
J.  B.  Trow  &  Co.,  -  Montreal 
Robinson  &  Ruhl,  -  Saskatoon 
J.  N.  Nixon      -      -      Vancouver 


>ENTRn 


.J 
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Knit  Garments  Which  Look  Like  Tweed 

Men  Are  Wearing  GoTi  Suits  Made  of  This  Material  Throughout 
-Women  Will  Wear  Jt  in   Winter  Coats — New   Sweater  Coat 
With  Woven  Two-Tone  Effect. 


WHEN  people  are  thinking  of  the 
golf  links,  and  the  Summer  re- 
sorts with  boat  trips  and  cool 
evenings,  there  comes  a  demand  for 
novelties  in  knitted  garments  for  out- 
door  wear— nothing  suits  better  for  a 
chilly  night  than  a  knitted  coat  and  at 
the  same  time  there  is  usually  a  desire 
to  have  something  just  a  little  different 
from  what  the  other  people  are  wearing. 
Evidence  of  this  may  be  seen  in  the  big 
demand  which  there  has  been  for  the 
silk  sweater  coat,  which  was  referred  to 
in  a  recent  issue,  while  there  has  been 
sale  for  men's  sweater  coats  of  the  very- 
brightest  colors. 

Some  of  the  imported  novelties  in- 
clude very  attractive  Summer  garments. 
There  is  a  crocheted  effect  in  soft  yarn 
with  a  wide  open  stitch  which  comes  in 
a  variety  of  soft  colors  with  the  low  cut 
neck.  Even  more  of  a  novelty  is  a 
double  knit  material  with  a  two-tone  ef- 
fect. This  has  the  appearance  of  obe 
garment  knitted  over  the  other,  the  yarn 
being  so  handled  as  to  form  a  very  coarse 
net  through  which  the  color  of  the 
groundwork  can  be  seen.  The  color 
combinations  are  canary  and  emerald, 
canary  and  blue,  gray  and  white,  black 
and  white  and  a  big  range  of  soft  colors. 

Knitted   Golf  Suit. 

For  men  there  is  something  new  in  a 
knitted  golf  uniform.  It  is  of  stockinet 
but  is  so  finely  knit  that  at  a  short  dis- 
tance it  has  very  appearance  of  tweed, 
while  there  is  the  feature  of  elasticity 
which  is  so  necessary  in  a  golfiing  suit. 
The  suit  comes  in  lovet  and  gray,  with 
the  coat  cut  in  a  very  smart  style,  the 
back  being  belted  in  the  Norfolk  fashion 
and  the  four  pockets  attached  with  the 
patch  effect.  The  knickers  are  of  the 
same  material. 

This  golf  uniform  has  been  selling 
well  and  seems  to  be  popular  with  the 
general  demand  for  clothing  which  has 
the  English  atmosphere.  With  it  the 
stockings  are  generally  loud  which  is 
going  still  further  in  the  "English" 
direcl  ion. 

A  Knitted  Coat  for  Fall. 

One  of  the  new  things  Bor  women  is 
a  knitted  coat  which  is  of  fine  yarn  and 
with  a  brushed  effect  it  has  all  the  ap- 
pearance of  tweed.  It  has  the  cut-away 
front  and  the  shawl  collar  and  will  be  a 
very  light  and  very  warm  coat  for  wint- 
er. It  cuncs  in  lovet  and  grey  effects 
usually,  but  can  be  had  also  in  Paddy 
■rein,   cerise,   crimson    and   saxe. 


A  Fancy  Hosiery  Season. 
The   prediction    is   made   by   a    hoisery 
jobber    who   is  closely    in    touch    with    the 

trade  and  the  fashions  that  next  season 
is  likely  to  see  a  return  to  the  fancy 
hosiery  for  women.  Already  checks  and 
ribs  are  being  shown  in  the  American 
cities  and  there  are  also  clocks  of  various 
designs.  This  has  been  a  season  in  which 
colored  hose  of  solid  tones  have  had  a 
run  of  popularity  and  the  next  turn  of 
the  wheel  of  time  promises  to  bring  in 
the  fancy  designs  again. 

As  usual  the  Winter  stocks  of  hosiery 
are   largely    cashmere   with    some   heavy 


Novel  two-tone  sweater  cunt  which  is  made 
of  a  flue  hard-finished  yarn  coarsely  knit  in 
such  a  manner  that  an  underlayer  of  t lie 
same  material  in  contrasting  color  shows 
through.  It  conies  in  a  big  range  of  colors, 
with  cap  and  scarf  to  match.  Shown  by  Dr. 
Jaeger's  Sanitary   Woolen   System   Co.,   Limited. 


woollens.  So  far  as  color  is  concerned 
there  will  he  more  of  it  worn  than  usual 
hut  few  women  use  anything  but  black 
for  street  wear  in  the  Winter.  Silk  is 
now  popular  in  all  seasons  with  the  high 
class  trade,  and  many  women  wear  QOth 
ing  else.  The  demand  for  colored  hosiery 
will  largely  be  confined  to  silk  tenuis  to 
go    with    colored    dresses    for    evening 

w  ear. 

Chamoisette  as  a  glove  material  is 
taking  well,  and  while  the  cream  ami  yel- 
low are  still  standard,  ureys  and  other 
shades  are   coming  in. 

In  mufflers  there  is  a  tendency  towards 
plain  colors  rather  than  the  two-tone  ef- 
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fects,  but  this  business  tor  Kail  has  been 
comparatively  weak  following  the  big 
run    a   year  ago. 

Knit  caps  for  boys  promise  to  be 
good  sellers  this  Winter  and  Buster 
Brown  knit  suits  are  becoming  verv 
popular  for  the  little  people's  trade": 
they  are  warm  and  serviceable  and  can 
be  worn  by  children  from  two  to  eight 
years.  In  the  children's  suits  the  brush- 
ed effect  is  a  most  popular  finish  and 
there  is  a  big  range  of  colors  with  tan 
shades  ami   greys  very  strons. 

The  knitted  underskirt,  which  was 
brought  out  last  season,  has  taken  very 
well  in  the  country  trade,  according  to 
the  dealers,  and  it  gives  promise  of  get- 
ting into  the  class  of  standard  lines;  it 
is  light  and  warm  and  very  serviceable 
where  style  is  not  the  first  desirability. 


HOSIERY  CHANGES 

THE  rapidity  of  the  evolution  of 
the  knit  goods  business  and  the 
importance  of  the  manufacturers 
keeping  up  with  the  development  of  the 
business  was  emphasized  by  President 
Leippe,  of  the  National  Association  of 
Hosiery  and  Underwear  Manufacturers 
at  the  Philadelphia  convention,  when  he 
said: 

"I  hardly  know  of  an  industry  that 
lias  undergone  the  changes  in  a  few 
years  that  the  fine  seamless  line  of  hosi- 
ery has.  It  is  but  a  few  years  that  the 
finest  seamless  hose  was  a  204  needle, 
that  jumped  to  240  needles.  The  wn- 
men's  hose  had  a  two-inch  welt,  and  a 
single  60  heel  and  toe  splicer.  The  next 
evolution  was  a  reinforced  garter  top. 
the  next  a  four-ply  heel  and  toe.  the 
next  a  six-inch  welt,  the  next  a  high 
spliced  heel  and  double  sole,  the  next 
an  entire  silk  hose,  the  next  silk  boot, 
the  next  genuine  silk  plaited,  nc\-  a 
wood  fiber  silk,  next  a  wood  fiber  silk 
plaited,  ami  next  a  genuine  silk  and 
wood  fiber  mixed,  What  next1  Heaven 
only  knows.  A  great  main  manufac- 
turers have  spent  about  all  their  earn- 
ings in  buying  new  machinery  so  as  to 
keep  on  the  band-wagon,  and  have  in- 
troduced systems  to  lessen  the  waste, 
and  bring  their  business  up  to  a  hisrh 
state  of  efficiency,  so  as  to  permit  them, 
if  possible,  to  make  only  a  fair  profit 
upon  the  capital  invested  in  their 
business. 
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New  type  of  sweater  coat  that  is  becom- 
ing quite  popular. 

WATCH  YOUR  COLORS. 

MONTREAL,  June  2  (Special). 
— There  has  been  an  unusual 
demand  for  silk  hose  in  colors 
for  next  Fall,  and  there  is  a  call  for 
some  lines  right  now  that  are  hard  to 
get.  The  modern  dancing  craze  is  be- 
lieved to  be  at  the  bottom  of  it  all. 
The  style  of  dancing  now  in  vogue 
seems  to  call  for  a  generous  display  of 
hosiery  and  the  fair  dancers  incline 
toward  colors  that  match  their  gowns. 
It  is  altogether  likely  that  this  favor 
for  high  colors  in  hosiery  will  con- 
tinue for  some  time  to  come  and  pre- 
parations are  being  made  to  cope  with 
the  demand  which  it  is  expected  will 
be  at  its  height  by  next  season.  It  is 
figured  that  by  that  time  the  craze 
will  have  shifted  to  the  cheaper  lines 
and  when  this  happens  the  better 
grade  lines  will  be  done.  It  usually 
follows  that  as  soon  as  a  style  is  taken 
up  in  cheaper  grade  materials  it  drops 
quickly  for  the  high-grade  goods. 

From  the  standpoint  of  the  manu- 
facturer and  jobber,  this  development 
of  trade  into  colors  is  not  considered 
very  satisfactory.  It  has  been  the  ex- 
perience of  the  jobbers  that  when 
colors  are  in  vogue  and  they  stock  up 
heavily  on  shades  that  they  think 
will  be  good,  it  generally  happens 
that  at  least  one  or  two  shades  are  not 
taken  and  are  left  on  the  hands  of  the 
jobbers  to  be  disposed  of  later  at  a 
sacrifice  and  thus  to  spoil  the  profit 
on  the  entire  business  of  this  line. 
When  the  people  want  something, 
however,  the  jobbers  have  to  get  it  for 
them,  and  so  it  is  in  this  case.  It 
would  seem  to  be  a  wise  precaution 
for  retailers  as  well  as  wholesalers  to 
watch  closely  the  trend  of  events  and, 
to  protect  themselves  for  sudden 
changes  on  the  part  of  a  fickle  public. 


A  LATE  VACATION? 


Do  you  prefer 


Do  you,  like  many  others,  like  to  go  away  to  the  resorts  when 
the  Summer  humidity  has  departed  from  the  air;  when  exercise  is 
not  a  labor  under  a  sweltering  sun;  when  the  evenings  are  cool  and 
exhiliarating  and  when  you  can  look  forward  to  a  return  to  your 
regular  mode  of  life  with  the  summer  behind  you? 

If  you  do  remember  that  there  will  be  evenings  when  ycu  will 
need 

SWEATER    COAT. 

You  will  find  that  it  is  just  as  needful  and  more  so  than  an 
umbrella  or  a  raincoat. 

Let  us  show  you  the  latest  knit  coats  for  men  and  women — 
stylish  cut  garments  conforming  to  up-to-date  models  and  of  the 
popular  materials. 

Johnston  &  Company. 

SAMPLE    AD. 


Sweater  Coats  for  Cooler  Days 

Late  Holidavers  Need  Them  for  Evening  W^ar 
— Time  to  Think  About  Displays  for  the  Fall 
Season  Showing  Use  of  Garments  for  Hunters 
and  Athletic  Sports. 


AT  this  time  the  merchant  might 
well  give  consideration  to  his 
plans  for  the  Fall  and  Winter 
sweater  campaign,  for  these  are  the  sea- 
sons of  the  demand  in  this  line,  and  such 
are  the  improvements  in  manufacture 
in  relation  to  both  design  and  material 
that  the  business  should  be  on  a  broader 
basis  than  ever. 

For  women  there  is  no  longer  solid 
ground  for  the  idea  that  the  sweater 
coat  is  a  sports  garment  or  only  suited 
for  wear  under  a  heavier  coat;  with 
such  models  as  are  now  offered  the  trade 
the  sweater  takes  rank  as  street  ap- 
parel. Coats  made  of  the  new  silk  ma- 
terial or  of  light  brushed  wool  with  the 
cutaway  front  and  belted  back  are  very 
likely  to  have  a  wide  popularity  for 
street  wear  for  Fall.  This  is  especially 
true  of  some  of  the  close-knit,  brushed 
coats  which  have  all  the  appearance  at 
a  short  distance  of  heavy,  soft-finished 
cloth. 

For  outing-  wear  the  popularity  of  the 
sweater  coat  is  something  that  will  al- 
ways continue.  When  the  hottest  of  the 
days  are  over  tennis  and  golf  again  take 
their  full  popularity  and  the  cool  even- 
ings make  the  sweater  coat  almost  a 
necessity.  And  so  it  is  at  the  Summer 
resorts  in  the  early  Fall,  when  many 
people  prefer  to  take  their  vacation; 
the  cool  breezes  off  the  water  after  sun- 
set are  very  refreshing  and  invigorating 
but  they  are  chilly,  too,  for  those  clad 
in  Summer  apparel  if  there  is  not  a  con- 
venient sweater  to  wear. 

For  Hunting   and  Athletics. 

For  the  hunter  there   is  nothing  like 

a  warm,  high-neck  sweater  coat.   He  can 

wear  it  under  the  hunting  coat  and  get 

the  warmth  which  the  latter  lacks,  with- 
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out  the  impediment  of  a  heavy  garment. 
Then  the  season  is  coming  when  there 
is  a  demand  for  club  sweaters  for  the 
Fall  and  Winter  sports.  Here  is  a 
branch  of  the  business  to  which  dealers 
should  give  attention;  it  is  business  that 
can  be  "caught"  by  the  man  with  the 
right  ideas.  Any  of  the  sweater  manu- 
facturers will  take  special  orders  for  six 
garments  to  be  made  in  any  style  or 
sizes  and  in  any  combinations  of  color 
for  club  purposes. 

Appropriate   Displays. 

For  the  Fall,  sweater  displays  can  be 
made  very  effective  by  the  introduction 
of  a  few  sports  "props."  A  couple  of 
guns  or  other  hunting  paraphernalia 
uives  a  distinctly  Fall  appearance  to  the 
window,  while  footballs,  etc.,  also  make 
a  good  showing  and  later  hockey  sticks 
can  be  used  with  effect. 

For  a  window  showing  ladies'  coats 
for  sports  wear,  golf  sticks  go  well  and 
with  a  couple  of  figures  wearing  at- 
tractively cut  models  little  further  is 
needed    to   give    the   desired    impression. 

— m — 

FRANCE  GETS  $70,000,000. 

Costumes,    Lingerie,    Feathers,    Flowers 

and  Hats  Each  Year. 

Feminine  attire  continues  to  bulk  as 
one  of  the  largest  export  lines  of  France, 
ready-to-wear,  feathers  and  hats 
amounting  to  $70,000,000  annually.  In 
these  lines  the  gains  this  last  year  were 
substantial   in  all  but  hats. 

A  New  York  report  states  that  Am- 
erican women  contribute  $10,000,000  of 
this  sum  each  year.  Costumes  amount 
to  $2,800,000;  millinery,  $4,860,000;  and 
lingerie,  $1,255,000. 
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ROB-ROY 


make  knitted  goods 
handling  a  pleasure 

Satisfaction  and  pleasure  go  hand  in 
hand  with  the  handling  of  Beaver 
Brand  knitted  goods— satisfaction  in 
knowing  that  you  are  giving  your  cus- 
tomers dollar  for  dollar  value  and 
pleasure  in  the  ease  with  which  sales 
are  made. 

Nearly  everybody  is  well  acquainted 
with  Beaver  Brand  knitted  coats  and 
accessories  and  has  learned  to  base 
judgment  of  other  lines  on  the  stand- 
ard set  by  them. 

Beaver  Brand  standard  is  the  highest 
— values  the  best. 


R.  M.  Ballantyne,  Ltd., 


STRATFORD 
ONTARIO 


Manufacturers   of  Beaver  Brand  Knit  Goods 


REPRESENTATIVES: 
T.  H.  Allice      -      -      British  Columbia 
Thompson  &  Henselwood      -       Alberta 
Thompson  &  Henselwood,  Saskatchewan 
F.  G.  Rumble        -       -       -        Manitoba 


Northern  Out  irio 
Western  Ontario 


H.  Cook      -      - 

W.  Easson      \ 

C.  B.  Heath    > 

J.  N.  Boyd,  373  Broadview  Ave. .Toronto 
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W.  C.  Brown 
J.  E.  Patte 

A.    Malo 


Eastern  Ontario 

26  Beardmore  Building 
Montreal 
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for  men,  women  and 
young  folks 


These  famous  knitted  goods,  includ- 
ing: coats,  sweaters,  toques,  caps, 
gloves,  mitts,  scarfs,  mufflers,  etc., 
meet  the  requirements  of  the  whole 
household  from  the  tiny  child  to  the 
parents. 

The  Beaver  Brand  range  for  Fall  and 
Winter  1914-15  is  the  finest  we  have 
ever  produced — the  values  are  up  to 
the  Beaver  Brand  usual  high  standard. 

Sort  up  your  stock  for  a  bigger-than- 
ever  Fall  business. 


R.  M.  Ballantyne,  Ltd., 


SHETLAND 


STRATFORD 
ONTARIO 


Manufacturers  of  Beaver  Brand   Knit  Goods 


REPRESENTATIVES  : 
T.  H.  Allice       -      -      British  Columbia 
Thompson  &  Henselwood,       -  w    Alberta 
Thompson  &  Henselwood,  Saskatchewan 
F.  G.  Rumble       -       -       -       Manitoba 


Northern  Ontario 
Western  Ontario 


><. 


H.  Cook       -       - 

W.  Easson      \ 

C.  B.  Heath    ' 

J.N.  Boyd,  373  Broadview  Ave., Toronto 
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A.  J.  Turnbull  -      -      Eastern  Ontario 

W.  C.  Brown    |  „,,  0       ,  D   ..  ,. 

I  Jb  Beardmore  Building 

J'  I  Montreal 

A.  Malo 
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Penmans   Balbri 

Are  Foremost 
In  Demand 


h ,_  iHIS  is  the  season  of 
the  year  when  light 
knit    fabrics     are    so 

much  in  demand. 


ggans 


BALBRIGGANS 

are  built  along  the  lines  which  will  appeal 
most  strongly  to  your  discriminating 
trade.    Made  in: — 

Two-thread  Egyptian  lines — Nos.  46  and  8. 
Mesh  Stitches — Nos.  206  and  207. 
Porus  Knit — Nos.  13  and  16. 

Two-thread  Combed  Egyptian — Nos.  19  and  47. 
Also    many    other    fabrics — in    Two-Piece    and    Union 
Suits,     Short     Sleeve,     Knee    Length  and  Athletic. 

SPECIAL         All   Union   Suits   have  the   Patent 
NOTR  Cooper  &  Johnston  Closed  Crotch 

iy\jiE.  Feature. 

Order    NOW    and    be    sure    your    stock    is    complete. 

Penmans  Limited 

PARIS,  CANADA 
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lib       For  Steady 

SUMMER  SALES 

Stock 

"SILKOLINE" 

(Registered) 

Hosiery  for  Men  and  Women 

Made  of  the  most  expensive  two-ply  English 
Mercerized  yarn. 

Carefully  knitted — Carefully  dyed — war- 
ranted to  retain  lustre. 

An  excellent  repeater  and  a  profitable  line 
to  handle.  Carry  big  stocks  for  summer 
trade. 

For    WOIIien B^k,  Tan  and  White,  one  dozen   pairs  to  box. 

P  Ol*    JVlen Black,   Tan  and  Colors,  half-dozen  pairs  to  box. 

ORDER  EXCLUSIVELY  THROUGH  YOUR  JOBBER 

'I tie  Cfjipman^olton  knitting  Co.,  Htmiteb 

TLavQt&t  Rosier?  jftlanufarturers;  in  Canaba 
Hamilton  -  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 

EVERY    PAIR     OF 


Branch  Offices: 
MONTREAL  and  WINNIPEG 

HOSE  PROTECTED 


-/Lin     vr  .  tiUSU  ftiOTEL 

BY  THIS        <<^  "''///>  TRADE-MARK 
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The  "New  -  Mode"  Drop  Seat  Combination 


Unequalled  for 
comfort,  fit  and 
convenience. 


I  b     newest    idea 

in  a  combination 
garment. 


Adapted     to     all 
styles  of  corsets 


\11  seams  elastic 
uul   reinforced. 


Here   is   the  Combination   thai    solves   the   problems  of  Combinations  for  women,   the  "MEW-MODE."    It 

embodies   ivenience,   lit    and   comfort   to  such  a  degree  that   it  appeals  at   sight   to  every  woman,     it   i-. 

Impossible  for  this  Combination  to  nape  anywhere,  .uul  there  can  be  no  bunching  of  material  at  any 
part.  The  section  at  the  back  is  adjusted  after  the  corset  is  put  on,  the  seat  dropping  like  ordinary 
drawers,  it  combines  a  full  length  vest  and  regular  drawers  in  one  garment'.  The  neck  is  made  one 
button  lower  than  the  ordinary  high  neck,  and  is  also  made  knee  or  ankle  length,  in  long  or  three- 
quarter  sleeves.  All  seams  perfectly  tlat.  The  yam  for  these  garments  is  specially  selected  for  its 
ftneness.  These  garments  have  been  thoroughly  tried,  and  every  wo. nan  who  has  worn  them  is  enthusl 
astir  in  their  praise.  Made  in  Combed  Sea  Island  cotton,  half,  three-quarters,  and  all  wool. 
Stock   for   fall    new.     "NEW-MODE"  Best  Closed  Crotch  Combination   made. 

M  A  D  E     B  Y  g 

Harvey  Knitting  Co.  Limited,  Woodstock,  Ont 
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Straight  Talks 


Humphreys 


E 


fssannnmni 


NUMBER 


FIVE 


Facilities  that 
count  for  quality 

The  Humphrey  factory  is  most  modern  in 
every  detail,  equipped  from  the  engine 
room  to  the  finishing  department  with  the 
latest  machinery  installed  at  a  high  initial 
cost,  but  facilitating  the  turning  out  of 
perfect  goods  at  the  lowest  possible  cost. 
With  this  decided  advantage,  backed  by 
men  of  long  and  practical  experience  in 
the  best  English  and  American  mills,  and 
the  employment  of  expert  operators,  the 
reason  for  Humphreys  Unshrinkable  Un- 
derwear  quality   is   apparent. 


The  delightfully 
soft  fabric 

With  the  facilities  for  turning  out  per- 
fect garments  at  the  lowest  possible  cost 
and  without  loss  from  seconds  (less  than 
V  <  |  is  combined  the  finest  wools  pro- 
duced on  Canadian  soil — the  unshrinkable, 
Long,  soft-fibre  Maritime  wools.  These 
wools  do  not  felt  in  washing,  and  produce 
garments  of  more  than  ordinary  merit — 
soft,  comfortable,  long- wearing  garments 
that  appeal  to  the  average  Canadian  in  a 
way  that  creates  a  steady  demand. 
Write  to-day  for  the  Fall  and  Winter 
1914-15  samples. 


Humphreys   Unshrinkable    Underwear,    Ltd. 

MONCTON,  N.B. 

E.   H.     Walsh   &   Co.,    Toronto,  Setting  Agents  for   Canada 


I 
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Dr.  Neff s 
Pure  Wool 
Underwear 


'% 


The 

popular 

underwear 

-some 

reasons 

why 


The  features  embodied  in  Dr.  Neff's  Pure 
Wool  Underwear  that  make  it  so  popular 
with  the  merchants  and  their  customers  are 
many.  The  principal  one  is  the  perfect-fit- 
ting, one-piece  closed  crotch  that  absolutely 
does  not  bind  or  gape  when  worn.  Another 
— Dr.  Neff's  Pure  Wool  Underwear  is  made 
of  a  soft,  non-irritating  wool  fabric  that  has  a 
most  pleasant  feeling  to  the  skin.  The  rein- 
forced seams,  the  buttons  put  on  for  keeps 
— these  are  a  few  of  the  reasons  for  Dr.  Neff's 
popularity. 

Samples  for  Fall  and  Winter  sent  on  request. 

Thos.  Waterhouse  &  Co., 
Limited 


INGERSOLL, 


ONTARIO 


Mr.  W.  It.  Mosey,  Toronto,  agent  for  Ontario;  J.  W.  Peek 
&  Co.,  Winnipeg,  agents  for  Manitoba,  Saskatchewan  and 
Alberta  :  Garnrau  I.imitrd.  oucbec,  agents  for  Quebec  and 
Mariti Provinces;  .1.  W.  Peck  &  Co.,  Vancouver,  agents 

fur  I'.i'itisli  Columbia  and  Yukon. 


V. 


J> 


0""J*J 


-.  ..  ;./g?l 


Produced  by  the  "Hermsdizing"  pro- 
cess invented  by  the  laboratories  that 
discovered  the  famous  Hermsdorf  Fast 
Black. 

HERMSDORF    BRILLIANTS    are    a 

fine,  sheer,  lustrous  cotton  hose  with 
perfectly  dyed  field  from  heel  to  toe — 
the  finish  and  color  being  wear  and 
laundry-proof. 

HERMSDORF  BRILLIANTS  possess 
silk's  beauty  with  cotton's  durability. 
Made  for  men,  women  and  children. 

Stock  with  HERMSDORF  BRIL 
LIANTS  now.  Ask  your  wholesaler  or 
importer  to  show  you  new  colors. 
Names  of  German  manufacturers  pro- 
ducing Hermsdorf  Brilliants  furnished 
on  request. 


-fe^P 


Works: 
American  Bureau: 


Chemnitz,  Saxony 
235  W.  39th  St. 

New  York  Citv 
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Facts 

{Jot  them  down) 

1$  Your  customers  require  wool  un- 

derwear. 

<8  It  is  up  to  you  to  sell   them   the 

best  value  that  money  can  buy. 

<l  If  you  know  an   underwear  that 

satisfies  you  on  every  point  you 

are  going  to  stock  and  sell  it. 

*j|  A  good  underwear  sold  means  sat- 

isfied customers  and  repeat  busi- 

ness. 

«I  "g>t.  #corge"  Unshrinkable  Wool 

Underwear  is  the  standard  of  the 

Canadian  trade— known  and    ap- 

preciated from  coast  to  coast— a 

ready,  profitable  sales  producer. 

<|  Your  wholesaler  will  supply  you 

• 

with  the  Fall  samples— it  will  pay 

you  to  write  to-day. 

11 
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PURE 
WOOL 


V= 


IMPERIAL 
UNDERWEAR 

perfect,  popular,  profitable 


Imperial  Pure  Wool 
Underwear  has  enjoyed 
a  continually  growing 
demand  ever  since  it 
was  first  put  on  the 
market  thirty  -  four 
years  ago.  This  has 
been  due  to  our  policy 
of  using  nothing  but 
the  best  worsted  yarns 
knitted  by  experts  into 
comfortable,  shape-re- 
taining, durable  under- 
garments. This  is  why 
Imperial  is  synony- 
mous with  complete 
underwear  satisfaction 
— satisfaction  in  every 
feature  that  goes  to 
make  a  perfect  suit  of 
underwear. 

When  sorting  up  for 
your  Fall  and  Winter 
trade  be  sure  that  each 
underwear  garment  you 
stock  bears  the  Im- 
perial trade-mark.  It's 
a  small  thing  in  itself, 
but  it  stands  for  sat- 
isfied, come-back  cus- 
tomers and  bigger  busi- 
ness. Worth  while, 
isn't  it? 

We      specialize       in 
Men's  High-Grade  Im- 
perial,   Men's    Natural 
Wool,   Men's   Elastic    Knit,    Men's   Double-Thread 
Balbriggan. 


Your  wholesaler  will  supply  you  with  samples  for 
your  Fall  and  Winter  trade  on  request. 

Kingston    Hosiery 
Company,    Limited 


:ESTABLISHED  1880= 


KINGSTON 


ONTARIO 


THE  HALL-MARK  OF  Refji.tered  No.  282,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from* any  of  the  Leading 
Wholesale  Dry  Goods  Houses 
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AND 


CHILDREN'S 


FINE 


y 


FOR 


,ji'W\W^ 


FALL 


have  the  full  approval  of  the  Canadian |  Underwear  trade.  Don't  decide  on 
your  Fall,  1914,  stock  until  you  have  considered  well  these  three  popular 
brands  of  ladies',  misses'  and  children's  underwear. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  West,  Toronto,  Ont. 


JAEGER   PURE  WOOL 

SHIRTS  and  WAISTS 

THE  MOST  POPULAR  "ALL  YEAR  ROUND"  WEAR 

WOOL  TAFFETA     -     selling  at  $4.50'  each 
WOOL  CREPE      -     -  "       "      3.50       " 


WOOL  ZEPHYR        -  "       "     3.25       " 

Collars  to  match  50c  extra. 

Made  in  our  own  factory  from  exclusive  designs  in  the 
smart  tailored  style  that  meets  the  most  exact  demands. 
We  shall  he  pleased  to  send  pattern  sets  on  application. 


DR  JAEGER'S  woolfEN^TEM Co.  Limited 

HEAD  OFFICE  and  WAREHOUSE,  243  BLEURY  ST.,  MONTREAL 
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Frequent    Buying    Better    for   Accessories 

This  Permits  of  Keeping  Stocks  Lower  and  Cleaner — Travelers 
Calling  More  Often  Than  Before — New  Styles  Always  Fresh 
Before  the  ( Customer. 


BUYING  from  hand  to  mouth  has 
been  the  most  marked  feature  of 
the  trade  in  fancy  dry  goods  dur- 
ing the  past  season.  Trade  conditions 
have  been  difficult,  and  have  not  led  mer- 
chants to  buy  in  quantity.  Stocks  every- 
where have  been  kept  down  to  a  mini- 
mum, and  goods  have  not  been  bought 
until  wanted.  Due  partly  to  the  effect 
of  the  present  state  of  trade,  there  is  a 
very  pronounced  tendency  to  make  for 
the  greater  permanence  of  this  method 
of  buying,  with  an  increasing  number  of 
merchants.  This  change  is  forced  upon 
them  by  the  conditions  under  which  they 
have  to  do  business,  and  the  nature  of 
the  demands  made  upon  them  by  the  cus- 
tomers who  buy  their  goods.  Women  will 
have  the  novelties  and  the  new  things, 
and  the  store  stocking  them  is  the  one 
doing  the  trade.  Profits  do  not  come  on 
staples  these  days,  consequently  staples 
are  shoved  back  in  any  corner,  while 
fancy  goods  occupy  the  place  of  honor 
on  the  front  of  the  main  floor  of  the 
store.  In  illustration,  one  big  store  has 
just  moved  its  staple  department  up  to 
the  fourth  floor,  giving  the  space  it  once 
occupied  to  other  departments  presum- 
ably which  pay  larger  profits. 

Merchants  are  finding  that  though 
they  pay  a  little  more  for  their  goods 
when  bought  in  small  quantities,  they 
more  than  make  up  for  this  initial  dif- 
ference in  the  more  frequent  turnover 
of  their  stocks,  and,  more  important 
still,  they  do  not  have  the  heavy  hisses 
on  large  left-over  stocks  at  the  end  id' 
the  season.  Loft-over  stocks  of  fancy 
dry  goods  are  perishable,  and  must  be 
cleared  out,  no  matter  at  what  sacrifice, 
and  profit  cannot  he  calculated  until  the 
stuck    is  (dean. 

Another  factor  is  that  there  is  no 
reason  why  merchants  should  buy  ahead 
as  1 1 1 1 ■  \  did  in  the  days  gone  by.  More 
houses   send    travelers  to  call   on    them 

-e  a  month  now  than  twice  in  the  year. 

To  dav   houses  carrying  fancv  dry  goods 


are  ten  to  one  of  the  number  that  ex- 
isted a  few  years  ago,  and  their  travelers 
are  constantly  on  the  ground  with  some- 
thing new.  Styles  change  so  frequently 
nowadays  that  these  constant  visits  are 
necessary,  and  style  is  the  one  sure  item 
in  selling  the  goods.  For  this  reason 
merchants  are   getting  into  the   way   of 


ture  is  that  this  method  of  doing  busi- 
ness is  expensive,  but  the  merchant 
makes  more  money,  and  the  consumer 
pays  in  the  end  for  the  added  conveni- 
ence. 


Set  of  soft-finished  pique,  consisting  of 
swallow  collar,  vestee  belt  and  pointed 
cuffs.     Shown  by  Phoenix  Novelry  Co. 


ordering  goods  when  wanted  and  replac- 
ing the  line  that  is  now  going  out  over 
his  counter  with  something  that  is  new. 
While  the  system  of  hand-to-mouth 
buying  means  a  readjustment  of  condi- 
tions for  the  manufacturer,  and  also 
works  for  increased  uncertainty  and  a 
degree  of  inefficiency  in  manufacturing, 
it  enables  the  retailer  to  carry  much 
smaller  stocks  and  to  make  a  much  more 
rapid  turnover  of  his  capital.  The  con- 
sumer also  is  benefited  inasmuch  as  she 
has  constantly  before  her  a  variety  of 
new  styles,  and  she  can  make  a  selection 
all  the  time  from  fresh  stocks.  One  iea- 
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Fall  Trimmings 

No  Great  Certainty  Until  Buy- 
ers Are  Back  From  Europe — 
Fur  Trimming  the  Onlv  Sure 
Buy. 

ANTICIPATIONS  as  to  what  is 
new  in  trimmings  are  more  vague 
even  than  those  in  laces.  No  one 
seems  to  doubt  that  there  will  be  another 
good  season  in  fur  bands  and  in  fur 
fancies.  Buckles,  pendants  and  orna- 
ments of  silk  braid  fringed  with  fur  and 
with  a  touch  of  brightness  given  by  the 
use  of  beads,  are  showing  chiefly  in 
black  and  white.  Fur  bandings  in  all  the 
leading  furs,  and  in  some  of  the  new  fur 
fabrics  that  so  closely  imitate  some  kinds 
of  fur,  will  certainly  sell  again.  There 
is  some  attempt  being  made  to  revive 
braids,  and  if  broadcloths  take  as  ex- 
pected, braids  may  have  a  chance,  as 
braid  trimmings  always  seem  to  go  with 
broadcloths.  Bead  and  spangle  bands 
are  also  shown,  but  these  seem  to  be 
overshadowed  by  metal  effects  and  by 
gold  and  silver  cloths.  Feather  trim- 
mings are  showing,  and  fringes  of  ostrich 
flues  are  new.  These  ostrich  fringes 
have  already  been  taken  up  by  the  manu- 
facturers of  neckwear,  and  organdie  col- 
lars edged  with  ostrich  fringe  have  ap- 
peared on  the  New  York  market. 


HALF  HOLIDAY  IN  WEYBURN. 

An  agreement  for  a  half  holiday  in 
Weyburn,  Sask.,  has  been  signed  by  the 
following  among  others:  McKinnon's, 
Ltd.:  Duncan  &  Russell:  The  Hub 
Clothiers,  and  The  Toggery. 
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CLEVER,  PRACTICAL 

AND 

SALEABLE  STYLES 


IN 


LADIES'  NECKWEAR 


OUR  LINE   CONTAINS 

ALL  THE  NEW 

AND 

POPULAR  STYLES 

IN  A  GREAT 

DIVERSITY 

OF 

PRETTY   MATERIALS 


WE 

SPECIALIZE 

IN  THE 

REPRODUCTION 

OF  THE 

FINEST  LMPORTED 

NECKWEAR 


No.<>S04-$4.5  0doz. 


OUR   FRENCH  ORGANDIE    COLLARS   NEED   NO    BONING 
AND  FIT  TO   PERFECTION 


MANUFACTURED  BY 


FLETT,    LOWNDES   &    CO.,    LIMITED 

144  Front  St.  West 
TORONTO 
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Fall  Umbrellas  Longer  and  of  Larger   Size 

Two  Good  Talking-  Points  for  the  Merchant  in  the  New  Models — 
Silver  is  Very  Popular — Crooks,  Owing  to  Convenience,  Are 
Returning  to  Favor — Umbrellas  for  Children. 


IT  is  the  long  line  in  everything  to- 
day, and  umbrellas  follow  the  pre- 
vailing tendency.  The  new  handles 
are  in  long  Directoire  effect,  and  those 
that  carry  the  crook — for  the  crook  is 
with  us  again — are  also  long.  It  is  the 
practical  idea  behind  the  crook  as  much 
as  the  desirability  of  a  change  that  is 
bringing  the  crook  handle  back.  It  is  the 
something  to  hold  and  yet  leave  the 
hand,  or  part  of  it,  free.  This  idea  has 
been  worked  out  in  a  new  way  in  the 
thumb-crook.  This  crook  is  so  curved, 
and  the  size  is  just  right,  to  tit  the 
thumb,  and  the  umbrella  may  be  carried 
m  this  way,  which  is  a  great  conven- 
ience when  parcels  are  handled  as  well. 
Moreover,  this  crook 
appeals  to  the  eye  as 
the  lines  of  this  handle 
are  particularly  grace- 
ful. Another  graceful 
crook  is  the  goose-neck. 
This  crook  forms  a 
loop  just  the  right 
size  t  o  receive  the 
fingers  of  the  hand. 
Long,  straight  handles, 
and  handles  with  the 
plaque  top,  are  fea- 
tured as  well  as  crooks. 

A    Silver    Year. 

This  is  a  silver  year. 
Gold  handles  and 
handles  that  are  gold- 
mounted  are  shown  for 
the  benefit  of  those  that 
want  them.  It  is  sil- 
ver, however.  I  hat  is 
fashionable,  and  that 
means  that  it  is  silver 
t  h  a  t  sells.  Tuscan 
mento  and  snake-wood 
handles  mounted  in  silver  are  good,  and 
in  woods  there  is  also  ebony  and  ebonine. 
Pearl  is  not  inquired  for,  its  place  being 
taken  by  white  ivory,  which  combines 
beautifully  with  silver  mounting.  Many 
of  the  handles  are  all  silver  and  are 
handsomely  carved  and  chased.  A  new 
type  of  decoration  is  the  Russian  Tula, 
which  is  a  kind  of  low  relief  work. 
Handles  of  this  kind  arc  very  handsome 
and  the  patterns  are  very  artistic.  Ap- 
plied silver  is  new  and  is  much  along 
the  lines  of  silver  deposit  decorations 
and  patterns.  Silver  mountings,  silver 
heads  and  silver  plaques  and  other  forms 
of  decoration  come  as  a  finish  to  the 
handles     in     all     the     above-mentioned 

V\  (Mills. 


Demand  for  Larger  Sizes. 
A  new  feature  that  is  coming  to  the 
front  is  the  demand  for  larger  umbrellas. 
Instead  of  the  usual  23-inch  and  25-inch 
umbrellas.  25-inch  for  ladies  and  27-inch 
for  men  are  showing.  This  innovation 
started  in  the  States  and  three  sizes 
have  had  a  very  successful  introduction 
there,  and  the  added  two  inches  have 
been  found  to  be  a  source  of  increased 
service  and  convenience.  Manufacturers 
hardly  encourage  the  change,  as  it  means 
extra  cost  in  manufacturing  in  the  ag- 
gregate, and  not  enough  on  the  individual 
umbrella  to  enable  them  to  ask  an  added 
price.  Merchants  should  include  these 
larger  sizes  in  the  Fall  order,  and  make 


brellas,  and  will  see  the  wisdom  of  put- 
ting in  a  representative  stock  of  the 
same.  They  should  form  an  attractive 
item  for  the  Christmas  trade,  for  an 
umbrella  of  their  very  own — a  smaller 
edition  of  the  one  mother  or  father  owns 
—  would  prove  a  present  that  would  be 
hailed  with  delight  by  the  small  person 
who  receives  it. 


STAPLE   VEILINGS. 


1— Thumb 
chased    silver. 
in  white  ivory 
neck  crook,  trie 


FALL  UMBRELLA   HANDLES, 
crook    iu    ebonine    tipped    with    silver.      2— -Crook    handle    in 
3 — Silver    handle    in    Russian    Tula.      4 — Directoire    handle 
and   chased    silver.      5 — Mento    wood    and    silver,      (i — Goose- 
nto  and  applied  silver,     shown  by  Brophey   Umbrella  Co. 


the  additional  size  and   consequent   con- 
venience a   strong   talking  point. 

Children's  Umbrellas. 

During  the  past  few  years  manufac- 
turers in  many  lines  have  had  ample 
proof  that  it  is  profitable  to  go  exclusive- 
ly after  children's  trade,  and  now  the 
umbrella  manufacturers  are  falling  into 
line.  Children's  parasols  have  long  been 
sold  in  numbers,  but  the  new  departure 
is  the  putting  out  of  children's  umbrel- 
las; umbrellas  "like  pa's  and  ma's''  in 
miniature  for  the  boys  ami  girls.  Mer- 
chants who  are  making  good  profit  out 
of  other  lines  for  children's  wear  will 
lie  interested  in  these  miniature  um- 
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Beauty   Spots  the  Popular  Novelties. — 

Dotted    Borders    on    Simple 

Meshes  Strong. 

The  present  season  is 
seeing  a  better  busi- 
ness than  has  passed 
for  some  time  in  veil- 
ings. The  bulk  of  the 
business  has  been  done 
in  staple  lines,  and  the 
novelties  that  have 
taken  have  been  con- 
fined to  the  beauty- 
spot  effects  and  to  new 
shapes  that  make  for 
neatness  when  the  veil 
is  worn,  such  as  the 
Mona  Lisa,  and  the 
veil  with  the  velvet 
neck-band    attached. 

In  spite  of  their 
long  run  the  "beauty" 
veil  is  still  a  big  seller 
and  there  is  a  continual 
procession  of  novelties 
m  spot  ideas.  Hexagon 
meshes  are  still  first 
favorites,  and  the 
newer  patterns  show 
v  e  r  y  light  borders 
formed  of  tiny  chenille  dots.  In  higher- 
priced  veilings  hand-run  floral  designs 
on  irregular  mesh  grounds  are  being 
taken  by  the  woman  who  appreciates  a 
1  andsome  veil.  In  piece  goods  nearly 
everything  in  fine  meshes  and  neat,  small 
patterns  is  selling. 

In  extreme  styles  there  is  the  floating 
veil   with   the  deep  scalloped  edsre.  and 

the  fall  or  bobby  veil,  which  reaches  just 
below    the   nose. 


Ha->tie  &  Bjorhus.  Carman,  Man.,  drv 
goods  merchants,  have  dissolved  part- 
nership.     Mr.       Hastie       continuing   the 

business. 
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Ribbons  Ribbons  Ribbons 

DIRECT  FROM  THE  MAKERS 

Saving  Commissions  and  Middle  Men's  Profits 


RIBBONS 

We  can  supply 

very 

tk 

you 

fashionable, 

^ 

at  once. 

you 

need  them. 

m 

Black   Moires   in 

■  M 

all  widths. 

We  are  the  only 

^^r 

manufacturers 

Black  cire  or 

of  Ribbons 

stove-pipe  finish. 

in  Canada 

Taffeta, 

Fancy 

^ 

^k 

black  and 

Dresden  Ribbons 
much  in  demand 

i      JB 

colored. 
The  Largest  range 

Soft  Satins  in 

of    qualities    and 

all  new  colors 

H 

prices  in  the 

for  Fall  season. 

Mm    1 

trade. 

Wash    Ribbons    and    Shoe -Tie    Ribbons    for    Summer 

Fancy  Moire  and  striped  ribbons,  for  millinery  trade.     Black  and  col- 
ored velvets,  all  widths,  for  millinery  trade. 

We  are  showing  for  the  Fall  season  a   very  large-  range  of  plain  and  fancy 
ribbons,  velvet  ribbons,  etc. 

Wait  and  see  our  values. 

If  our  traveler  is  not  around  when  you  require  ribbons, 

write  us  for  samples  and  prices. 

BELDINGPAULCORTICELLI  Limited 


Montreal 


Toronto 


Winnipeg 


Vancouver 
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Dainty  Neckwear  and  London  Caps  for  Fall 


THERE  is  no  question  but  that  women  like  the  present    style  of  neckwear  because  of  the  becoming  manner  in  which 
it  outlines  the  face  and  throat,  and  therefore,  the  neck  wear  thai  designers  are  putting  out  for  Fall  still  continues  to 
show  the  Hare  and  the  V-froiit  as  t lie  most  prominent     features.     Lines  are  by  no  means  complete,  hut   enough   has 
been  seen  to  fully  establish  these  two  points.     Designers  are    also  paying  more  and   more  ai  tent  ion   to  the   production  of 

neckwear  that  shows  becoming  lines  and  therefore  the  prospects  are  brighl  for  a  good 
season.  Neckwear  is  so  dainty  and  so  dressy  that  il  centers  the  attention,  and  a  dress 
that  is  passe  can  be  brought  up-to-date  by  the  addition  of  a  piece  of  neckwear.  This 
fact  has  made  for  sales  in  the  season  now  ending,  and.  as  economy  has  still  to  be 
studied,  is  going  to  help  the  neckwear  department  in  the  coming  Fall.  Money  may  not 
always  be  on  hand  to  buy  the  new  gown,  but  the  price  of  a  piece  of  neckwear  is  not  a 
big  item. 

High  at  Back  and  Open  in  Front. 
For  the  Fall  the  new  neckwear  promises  to  be  high  at  the  back 
and  open  in  front,  and  it  will  fit  close  to  the  neck,  and  not  flare 
away  so  much  at  the  back.  This  is  a  more  comfortable  style  for 
cold  weather  wear,  and  is  also  better  fitting  and  more  comfortable 
under  the  high  coat  collar.  These  high  daring  collars  all  have 
pointed  corners,  and  the  extreme  points  are  made  of  very  fine  lace 
in  imitation  of  antique  real  laces  or  has  a  flower  or  fruit  spray  in 
natural  colors  embroidered  on  the  points.  These  collars  roll  over 
and  are  wired  to  keep  them  in  place,  and  many  have  in  addition  a 
scarf  of  soft  crepe  or  silk.  The  two  ends  pass  through  a  folded 
knot  of  the  fabric,  and  this  knot  is  adjustable  and  can  be  lowered 
or  raised  to  any  position  desired.  In  addition  the  scarf  often  passes 
through  a  buckle  of  the  fabric  at  the  back  of  the  neck,  and  this 
buckle  serves  for  the  double  purpose  of  an  ornament  and  support. 

Pique  Very  Strong. 
There  is  a   wide  variety  of  material   used  in  producing  these 
collars.     Organdie  is  still  most  in  favor.     Very  sheer  muslins  are 
well  as  corded  chiffon,  cotton  chiffon  crepe,  Georgette  crepe,  crepe  de 
chine,  the  new  net  and  tulle  laces  as  well  as  ribbon  and  velvet.     Though  the  com- 
binations are  rich,  there  is  a  certain  simplicity  about  the  new  neckwear  that  is 
graceful  and  pleasing. 

For  early  Fall  pique  will  be  much  seen.     Pique  collars  are  selling  now  and 
designers  are  preparing  many  novelties  in  pique  sets.     Sets  consisting  of  vestee, 
belt,  collar  and  cuffs  are  shown  in  pique.     Pique  swallow  collars  are  particularly 
For  early  Fall  pique  will  be  much  seen.     Pique  collars  are  selling  well  now 
and  designers  are  preparing  many   novelties  in  pique  sets.     Sets  consisting  of 

vestee,  belt,  collar  and  cuffs  are  shown  in  pique.    Pique  swallow  collars  are  par- 
ticularly good  style.     A  feature  in  these  sets  is  that  some  of  them  do  not  show 

lines  of  machine  stitchings.     Lawn  sets  are  also  seen  and  these  are  also  minus 

the  stitched  edges. 

For  the  heated  months  designers  are  putting  out  fiat  collars  of  pique, 

embroidered  batiste,  muslin,  crepe  and  organdie.    With  the  new  suit  vestee, 

belts  or  waist  coats  are  to  be  worn,  and  the  vest  of  pique  will  be  very 

smart.     Besides  plain  pique  in  a  variety  of  ribs,  many  fancy  weaves,  or 

piques  with  colored  floral  patterns  and  colored  stripes  will  be  the  mode. 

Vests  of  satin,  cord  silk,  moire  and  other  novelty  silks  will  appear  later. 

Boudoir  Caps. 
Neckwear  houses  are  no  longer  content  to  produce  just  neckwear  alone, 

but  feature  any  selling  novelty  that  conies  along  that  can  lie  produced  in 

the  special  class  of  materials  they  have  to  stock  for  neckwear  purposes. 

Boudoir  caps  come  in  this  class,  and  the  new  models  are  daintier  than  ever, 

and  promise  to  be  put  to  a  variety  of  new  uses.     Very  fanciful  caps  are 

shown  as  they  will  be  worn  for  dancing.     Modern  dances  make  it   difficull 

to  keep  the  hair  arrangement  intact,  hence  the  vogue  of  the  cap.  For  danc- 
ing many  of  the  caps  are  to  lie  trimmed  with  gold  or  silver  lace  and  decor- 
ated with  clusters  of  pearl  or  ivory  beads.    The  Dutch  cap  is  in  high  Eavor 

and  some  models  show   pretty  cape  effects  at    the  back.      Very  sheer  crepe 

voile,  chiffon  crepe,  chiffon  and  crepe  de  chine  with   fine   Valenciennes   lace 

insertions  and  edges  used  for  trimming  are  some  of  the  most  used  materials. 

Embroidered  crepes  are  also     good     and     as   the  season  opens  many  cap 

no\  ell  les    Will    be    shown. 

Striped  and  Figured  Novelties. 

Paris  is   going   largely   into  striped   and    figured   novelties   in   neckwear. 

.  ,  ■',  j         i   i    ii      i  ■      i  r  ,.i  „;„„«  Cap  ei  sheer  crepe  voile  ami  tine  Valenciennes  lace 

The  newest  organdie  collars  are  striped,  and  both  striped  lmen  and  pique    wi(h  ^^   ^    £   ^^   M   thi,   bai.k    and    Kuv 

is  to  the  fore.    There  is  much  combining  of  black  and  white,  and  black  and    trimming    across    the    front.      Shown    by     Phoenix 

white  liberty  satin  is  used  together  in  the  production  of  vestees,  and  fancy    Novelry  (\>. 
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High  Back  Collar.     See  next  page. 


Sketch  by  Review  Artist. 
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Catching  Public  at  Entrance  with  Accessories  and  Fancy  Goods 


View  from  entrance  of  Murphy 
ofher  accessories  on  right,  and 
rods  as  supporters. 

collars.  Ties  and  tiny  bows  with  long, 
flowing  ends  of  crepe  or  satin  arc  also 
new.  The  collars  of  striped  organdie, 
or  the  vestee  of  striped  organdie  and  the 
collar  of  the  white  is  the  latest  Parisian 
style  note.  Another  idea  is  the  placing 
of  a  single  flower  or  a  small  bouquet  just 
under  the  flaring  point  of  the  collar  on 
the  left  side.  Another  novelty  is  the 
trimming  of  white  organdie  collars  with 
ostrich  fringe  and  banding. 


Gamble,  Ltd.,  Ottawa,  showing    elaborate    display    of    neckwear,    ribl s    and 

fancy  goods,  on  left.     Note    how   high   display   is   carried   by   series   of   brass 

White  Fancy  Ribbons  for  Fall 

Striped  Ombres  Considered  Among  the  Best — 
( !<  unbination  Stripes  and  Floral  Effects — 
(  heckerboard  Design  in  Taffeta. 


"Ettes"  for  Fall 

Leaders  in  gloves  look  like 
leatherette  and  chamoisette — 
Few  new  lines  in  sight. 

MONTREAL,  June  30.— (Special.) 
— -There  has  been  little  change 
in  the  glove  situation.  With 
the  advent  of  warmer  weather  there  has 
been  an  improvement  in  sales  of  fabric 
gloves,  and  these  have  been  selling  freely 
in  both  long  and  short,  black  and  white. 
Leatherette  and  chamoisette  look  like 
leaders  for  Fall  street  wear,  though 
there  is  also  a  good  demand  for  kids. 
Plenty  of  embroidery  on  the  gloves  is 
still  favored,  and  the  vogue  for  con- 
i  i;isl  in-'  points  continues. 


MONTREAL,  June  30  (Special).— 
There  has  been  an  unprecedent- 
ed demand  during  the  last  few 
weeks  for  white  ribbons.  White  moires 
are  the  first  choice  but  white  satins  and 
taffetas  have  also  been  going  strong.   Tm- 


FOR   ILLUSTRATION,    PAGE    84 

ITi<;h  back  collar  of  very  transparent 
cotton  crepe  chiffon  with  the  points  of 
antique  ne1  lace.  The  tie  is  of  cerise 
crepe,  with  adjustable  ring  of  the  same 
making  the  V  opening  of  any  length. 
There  is  a  buch  le  of  t  he  crepe  supporl  i  Qg 
and  trimming  the  hi^li  back.  Shown  by 
It.  D.  Fairbaim  &  Co. 


\  n\  illy       neck      1  ics.      Shown      li 
Brock,   Montreal, 
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p  iters  have  had  considerable  trouble  in 
getting  enough  whiles  to  fill  their  orders. 
One  importer  states  that  it  has  been  ab- 
solutely impossible  for  them  to  cope  with 
the  demand.  Cables  have  been  sent  to 
Europe  to  the  manufacturers  to  ship 
whites  as  fast  as  they  are  turned  out  and 
though  this  has  been  and  is  being  done  it 
does  not  meet  the  recjuirements.  The  New 
Vork  market  is  also  about  depleted  and 
though  a  few  small  lots  have  been  secured 
there  they  have  hern  snapped  up  im- 
mediately they  arrived. 

White  Ribbons  in  Demand. 
The  warm  weather  held  off  so  long  that 
when  the  Summer  demand  did  start  it 
(  nine  with  a  rush,  and  most  of  the  re- 
tailers were  caught  with  low  stocks.  There 
has  been  a  pronounced  vogue  for  white 
ribbons  for  sashes  and  undies  and  for 
millinery  purposes.  Many  of  the  small 
f-ailor  hats  which  are  now  so  much  worn 
have  bands  of  plain  white  satin  or  taf- 
feta or  moire  ribbon,  with  perhaps  a  bow 
of  the  same  ribbon,  or  a  sprig  of  white 
wheat  or  white  flowers. 

Fancy  Designs  for  Fall. 
Samples  for  Fall  arc  aboui  ready  to  be 
suit  mt  and  some  very  attractive  designs 
in  wide  fancy  ribbons  are  shown.  Striped 
ombres  are  c<  nsidered  among  the  best  o( 
the  colic,  i ion.  Thej  are  also  shown  with 
combination  stripe  and  floral  effect. 
i  miii inued  on  page  04.) 


DRESS    ACCESSORIES 


Dry  Good*  R&\  u  u 


<callll  S®ir 


Mi, 


Veiling  Novelties 

Sheer  Laces 

Fancy  Net  Tops 

Fur  Trimmings  and  Frogs 

Colored  Frillings 

Gold  Laces  and  Flouncing 

Novelties 

Mail  Orders  Promptly  Attended  To 


son  Lace  &Veihn 

LIMITED 

lir>6tor?  St.West,Toroi7 


25ST? 


We  carry  a  Complete  Stock 
and  give  Quick  Deliveries 
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Vo$#  &   S>tuttmann,    Htmtteb 

Beg  to  announce  that  their  Travellers 
will  be  on  their  Territory  during  July  with 
their  new  range   of 

Laces 

Embroideries 

Dress  Trimmings 

Etc.,(]Etc. 

for  Spring  1915  Import.  Their  assortment 
is  replete  of  the  very  latest  novelties 
especially  selected  for  the  Canadian  Trade 
and  values  are  the  best.  Inspection  of 
this  range  is  respectfully  solicited. 

Our  stock  forthe  coming  Fall  trade  will  be 
complete  early  in  July  and  all  the  most  de- 
sirable lineswill  be  represented  inprofusion. 
A  few  Lace  novelties  in  light  effects  are 
reproduced  on  the  opposing  page. 


12  &L  Helen  g>t,  =  ■  ■  Jfflontreal 
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Vote  &  g>tuHmann,  %imitto 

12  ST.  HELEN  STREET,  MONTREAL 
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R.    C.   Wickware, 

Pres. 

H.  Y.  Farr 

Sec.-Treas. 
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The  Lace  Goods  Co.  Limited 

IMPORTERS  AND  MANUFACTURERS'  AGENTS 


r ^ 

PHONE 

Adelaide  2934 
V. J 


We  show  most  exclusive  designs  in 
Handkerchiefs,  Curtain  Nets,  Laces 
and  Embroideries. 


Our  1914-15  range  of  lace  and  em- 
broidery goods,  handkerchiefs,  cur- 
tain nets,  madrasses,  etc.,  is  one  that 
is  full  of  interest  for  live  merchants 
and  buyers.  Never  have  we  offered 
such  an  exclusive  showing  and  at 
prices  that  represent  the  highest 
values. 


When  our  representative  in  your  dis- 
trict calls  on  you,  don't  let  him  get 
away  without  having  a  thorough  look 
through  the  line.  It  will  pay  you  to 
drop  a  card  to-day  asking  us  to  be 
sure  to  have  him  call.  We  specialize 
in  Laces,  Embroideries,  Handker- 
chiefs and  Curtain  Goods. 


r 


"\ 


Agents  For 

Morton,   Young    &    Borland 
Y'lvmilns.  \ yrslnre,  Scot. 

Makers  of 
Curtains,  Nets  and  Madras 


See  our  values  in  handkerchiefs. 

The  Lace  Goods  Co.  Limited 

64  WELLINGTON  ST.  W.,     TORONTO 


r 


v.. 


Agents  for 
OPPERHEIHtR&  ALDLR 

St.  Gall,  Switzerland 

Makers  of 
Embroideries 


> 


P.  c. 

CORSETS 

gently  mould  the  femi- 
nine figure 

into  the  entrancing  lines  pro- 
nounced  by   Dame  Fashion   to 

be  "Style  Distinctive."  Many 
of  the  modern  corsets  mould 
with  a  vise-like  pressure 
which  can  produce  nothing 
but  discomfort  and  ill-health. 
I'.  C.  Corsets  give  a  full 
measure  of  comfort,  ease  and 


=     Trimming   Possibilities     = 


AffltiPI 


^ 
^ 


flgagggj 


grace,  and  an  overflowing  measure  of  right-up-to- 
i  be  second  si. vie. 

I'  ('.  Corsets,  Willi  their  rustless,  resilient  steels 
encased  In  double  canvas  Interlining,  give  unparal- 
leled service  to  Hie  wearer.  Look  into  the  P.  C. 
merits  by  sending  for  samples.  (Express  or  parcel 
post    prepaid.) 

PARISIAN   CORSET    MANUFACTURING 

COMPANY,  LIMITED 

QUEBEC 


For  a  Merchant  to  neglect  his  trimming  depart- 
ment because  of  the  opinion  that  '"this  is  not  a 
trimming  season,'-  means  that  besides  having 
old,  unsaleable  stock  left  on  his  shelves,  he  will 
have  missed  the  sale  of  up-to-date  novelties 
which  would  lnive  made  up  for  possible  losses 
on  the  surplus  of  past  purchases  in  this  line. 

Write  us  for  samples  of  the  latest  creations  in 
Cords,    Tassels,    Braids,    Ornaments,    etc.      We 

make   them   in  all   colours. 

THE 

Moulton  Mfg.  Co.,  Limited 

MONTREAL 


As 
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Exclusive  Laces  For  The  Fall 


'pHESE  are  ex- 
A  act  reproduc- 
tions of  patterns 
used  by  Paris  and 
Vienna  model 
houses — net  top 
embroidered  in 
Malines  flounces. 
Each  piece  is  a 
short  length  for 
one  gown,  with 
insertion  to  match. 


Dry  Goods  Review 


DRESS    ACCESSORIES 


"Buster  Brown'Vhiidren's)  Umbrellas 

will  mak  e  a  hit  with  the * '  Busters  "and"  Marys ' ' 


fTjfi^c 


rttfSJJ?6'^ 


MBPELLA 


of  your  town 


If  you  have  not  noticed  the  tendency  for 
parents  to  provide  the  children  with  bet- 
ter umbrellas,  you  should  wire  to-day  for 
a  trial  shipment  of  "Buster  Brown"  for 
boys  and  girls — smart  little  umbrellas 
that  retail  at  from  50c  to  $2 — something 
entirely  new — big  sellers  for  Fall. 

We  are  the  exclusive  makers  of  "Buster 
Brown"  umbrellas  in  Canada,  and  will 
supply  advertising  materials  for  them 
with  the  first  order. 

Travellers  will  be  out  in  August  with  the 
complete  Fall  and  Christmas  range  of 
umbrellas,   canes,  suspenders,  belts,  etc. 


VflBPELLA 


The  Brophey  Umbrella  Company,  Limited 

Umbrellas,  Canes,  Suspenders,  Belts 

TORONTO 


266  KING  STREET  WEST 


John  R.  Foster  &  Co. 

LONDON    (ENG.) 
Established   over  50  Years 

Manufacturers     and     Warehousemen      of      Upholstery 

Trimmings   and   Sundries  for   Curtains,   Draperies   and 

Furniture. 

Special    Features:    Novelty,     Good     Taste,     and     Good 

Value. 

Borders,      Edgings,      Laces,      Fringes,      Gimps,      Cords, 

Buttons,  etc.     Artistic  Embroidery  in  all  styles. 

City   Warehouse;   44a,   GUTTER   LANE,   E.C. 
Factory:   46,  47,  48.  FOLEY   STREET.  W. 

AGENTS   IN    CANADA: 
For  Ontario  and  Quebec  :  Edgar  Fenton,  713  Empire  Building. 
Toronto.      For  the  Western  and   Maritime  Provinces:    J.    B. 
Henderson    &    Co..     Ltd.,     439    King    Street    West.    Toronto 


H  A  condensed  advertisement 
in  the  DRY  GOODS  REVIEW 
will  bring  good  results. 


DOMINION  BUTTON 
MANUFACTURERS,   Limited 

57  WATER  ST.  NORTH,     BERLIN,  ONT. 

MANUFACTURERS  OF 

Fine  Lines  of  Buttons  — 
Ivory,  Horn,  Pearl  and  Pearlette 
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Dainty  Bits  from  Phoenix 

Fall  S  ho  win 


<%      ! 


HE  three  dainty  tea  aprons  here  shown  are  repre- 
sentative of  our  exquisite  range — lacy  bits  that  catch 
the  feminine  eye,  and  corral  the  nimble  coin. 

The  Phoenix  range  for  Fall  includes  the  latest  novelties  in 
neckwear,  waists,  frillings,  tea  aprons  and  boudoir  caps 
— just  the  lines  that  get  the  call  for  Fall  and  Winter,  and 
especially  around  the  Christmas  season  when  useful  little 
gifts  are  much  in  demand. 

You  will  always  know  the  Phoenix  Novelry  goods  by  the 
"distinctive  buff  boxes." 

Write  to-day  for  the  Fall  samples.  We  cater  to  your  imme- 
diate requirements.    Drop  a  card  to-day. 


V 


V 


TORONTO,  ONT.  *^J\ 
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Novelty  net  lace  in  gold- 
colored  thread.  This  lace  also 
comes  in  silver  effect.  Tin  se 
laces  in  gold  and  silver-colored 
thread  are  something  new. 
Shown  by  Novelty  Import  Co. 


WHITE  FANCY  RIBBONS  FOR  FALL 

(Continued  from  page  86.) 
Moires  with  floral  patterns  are  also  well 
thought  of.  There  are  some  novelties  in 
heavy  satin,  taffetas  with  satin  stripe, 
large  colored  checks  and  brocaded  de- 
signs. One  of  the  novelties  is  a  large 
checkerboard  design  in  taffeta  with 
squares  about  one  and  a  half  indies  in 
diameter,  the  squares  of  contrasting 
shades  and  divided  with  a  narrow  satin 
cross  stripe. 

Quite  a  variety  of  tinsel  designs  are 
shown,  but  though  these  are  said  to  be 
in  high  favor  in  Paris,  it  is  not  thought 
they  will  meet  with  much  success  over 
here.  The  importers  are  not  6guring  on 
them  to  any  extent,  but  rather  incline  to 
the  opinion  that  the  striped  ombres, 
striped  taffetas,  striped  moires  and  fancy 
flora  1  patterns  will  be  the  most  sought 
after. 


Much  Lace  for  Flounces 

New  Styles  Will  Increase  Demand  for  Evening- 
Wear — Lace  Tunics  With  Four  Yards  of  Fulness 
— Less  Colored    Lace  to  Be  Used. 


BUYERS  for  the  novelty  dry  goods 
houses  are  nearly  all  abroad  and 
it  will  be  well  on  into  July  before 
they  return  and  in  the  meantime  there 
is  an  almost  complete  absence  ol  infor- 
mation respecting  the  novelties  for  Fall. 
There  is  every  confidence  expressed  as  to 
t  lie  position  of  light  laces,  and  as  it  is 
1  minted  out  there  is  a  well-founded  idea 
that  Venise  will  come  later.  One  reason 
why  information  is  backward  is  because 
lace  as  now  used  is  more  for  trimming 
the  evening  and  the  dressy  gown,  and 
it  is  not  until  the  end  of  the  Paris 
season  and  the  showing  of  Fall  gowns 
by  the  Paris  model  houses  that  evening 
styles  will  be  definitely  settled.  It  is 
conceded  on  all  sides  that  lace  frills  and 
lace  flounces  will  be  used  in  great  pro- 
fusion for  evening  wear,  and  that  the 
new  long  tunic  is  bringing  even  now  a 
demand  for  wider  flounces.  Lace  tunics 
made  full  and  having  as  many  as  three 
and   one-half  or  four  yards  fulness  are 


seen   over  tight    foundations  of    taffeta, 
ai.lc  or  satin. 

Less  colored  lace  is  to  be  used  and  in 
its  place  come  Alencon  and  Chantilly 
patterns  on  silk  tulle  foundations,  and 
a  new  lace  with  run  in  patterns.  Very 
light  filets  are  showing  in  white  and 
black.  For  foundations  tulle  Russe,  tulle 
filet,  tulle  Alencon,  and  tulle  craquele 
are  all  being  used.  Tulles  with  Venise 
borders  are  also  showing. 

Conspicuous  among  the  laces  most  in 
demand  are  tinsels  and  metals.  These 
laces  come  both  in  metal  and  in  gold  and 
silver  colored  thread  embroidered  with 
metal  and  also  in  colored  thread  that 
reproduces  in  color  and  effect  gold, 
silver  and  platinum.  These  imitation 
laces  are  in  exact  color  and  are  very 
iight  and  delicate. 

Silk  nets  and  tulles  are  to  be  used  in 
quantity  and  nets  in  this  new  metal  ef- 
fect are  to  be  good.  Silver,  it  should  be 
stated,  is  most   fashionable. 


Roll  collar  of  organdie  with  revers.  The  flat  collar  Is  of 
shadow  lace  pleated  in  the  back  and  the  finish  is  formed 
of  narrow  black  velvet  with  bow  in  front.  Shown  by 
Plett,   Lowndes  &  Co. 
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CRUM'S  STANDARD  PRINTS 

CANADA 

has,  by  long  experience,  found  Crum's  Standard  Prints  to 
be  the  best. 

The  CLOTH  is  of  superior  quality,  manufactured  in  up- 
to-date  mills  under  the  most  favorable  atmospheric  con- 
ditions. 

PARIS  DESIGNS 

Paris  is  rightly  considered  the  center  of  artistic  activity. 
Nowhere  else  in  the  world  does  art  as  applied  to  fabric  de- 
sign reach  such  a  pitch  of  perfection. 

The  designs  for  Crum's  Prints  are  specially  selected  in  Paris 
to  please  the  critical  taste  of  your  customer. 

Crum's  Prints  are  therefore  a  combination  of  good  cloth 
and  high-class  designs  in  colors  that  will  not  wash  out. 

They  wear  well,  wash  well,  and  look  well,  and  are  suitable 
for  Women's  and  Children's  Overalls  and  Dresses,  Chil- 
dren's Wash  Suits  and  Rompers,  and  any  other  uses  to  which 
good  wash  fabric  is  put. 

Order  from  your  jobber,  who  will  supply  you  with  our  hand- 
some showcard  and  leaflets  for  your  counter. 

The  width  is  3^":  the  name  "CRUM'S  STANDARD"  is 
stamped  on  the  selvedge. 

CANADArJlLCRUM'S  PRINTS 
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HOUSEFUKNISHINGS 


Doing  City's  Best  Business  in  Wall  Paper 

In  Five  Years  Guelph  Dry  Goods  Firm  Have  Built  Up  Big  Busi- 
ness— Work  at  Homes  Done  as  Well — Manager  Makes  Personal 
Visits  in  Case  of  Many  Orders — Linked  Up  With  Other  Depart- 
ments. 


ABOUT  five  years  ago  the  firm  of 
1).  E.  Macdonald  &  Bros.,  Guelph, 
Ont.,  opened  a  wall  paper  de- 
partment in  connection  with  their 
liousef urnishings ;  to-day  that  depart- 
ment is  one  of  the  strong  features  of 
the  store  and  is  generally  credited  "with 
doing  THE  wallpaper  business  of  the 
city.  It  is  given  a  lame  portion  of  the 
second  floor  at  the  front  of  the  build- 
ing; it  is  splendidly  lighted,  fitted  at- 
tractively and  with  up-to-date  equip- 
ment, and  it  carries  a  stuck  of  aboul 
ten    thousand    dollars    in    papers    of    all 


varieties,  designs  and  qualities,  with 
special  attention  being  given  to  up-to- 
the-minute  effects. 

Good  for  Other  Departments. 
The  Macdonald  wallpaper  department 
was  started  with  the  idea  that  wall  de- 
coration bears  an  important  relation  to 
the  sale  of  rugs,  draperies  and  other  in- 
terior furnishings,  and  experience  has 
shown  the  importance  of  the  connection 
in  a  business  way.  Each  department  is 
found  a  trade  getter  for  the  other;  cus- 
tomers buying  rugs  and  draperies  are 
pleased    when    they    can    step    into    the 


next  department  and  get  advice  a-  to 
harmonious  wall  decoration,  and  sales 
of  paper  for  bedroom  decoration  are  al- 
most sure  to  lead  to  a  request  for  cre- 
tonnes to  match. 

Not  only  is  there  a  relationship  of 
the  two  departments  in  the  selling  end 
but  in  the  buying  as  well  harmonious 
interior  color  schemes  play  an  important 
part,  and  tendencies  in  decoration  are 
closely  followed  in  stocking  both  de- 
partments; this  applies  more  especially 
of  course,  to  the  higher  cla>s  line-. 
(Continued  on  page  108.) 
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Wallpaper  department   of   1>.   E.   Macdonald   &    Bins.,    Guelph, 'built  up  in  five  years.    Note  methoda  of  display 
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STAUNTON 
READY-CUTS 


Friezes,  Borders  and 
Trimmers  cut  out  ready 
to  hang. 

These  and  an  abundance  of 
new  and  unique  features  will 
be  seen  in   the 


STAUNTON  WALL 
PAPERS  FOR  1915 


One  of  our  salesmen  will  visit 
you  soon,  so  kindly  hold  your 
order  till  you  have  inspected 
his  samples. 


STAUNTONS  LIMITED 

Wall  Paper  Manufacturers 
933  YONGE  STREET        v        TORONTO,  CAN. 
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Modernists  Change  Decorative  Ideas  of  Centuries 

Cubists,  Futurists  and  Impressionists  Use  Daring  Color  Com- 
binations to  Work  Out  Their  Ideals  of  Beauty  in  Defiance  of  the 
Conventions  of  Many  Generations — A  Distinct  Departure  from 
Anything  That  History  Gives  us  in  Regard  to  Decorative  Effects. 


Writti  n   after  an    Interview  with   P.  Screaton,  buyer    and    manager    hi 

l;    i.i-ii    Simpson   Co.,  Toronto. 


■furnishings    department, 


SOLOMON  wrote- "There  is  nothing 
new  under  the  sun!  "  But  that 
was  a  long-  time  ago.  How  long  this 
man  of  wisdom  went  undisputed  with 
regard  to  this  statement  we  have  no  re- 
cord, but  any  modern  wise  man  who 
wants  to  make  the  remark  had  hetter 
nut  do  so  in  the  presence  of  any  of  the 
scholars  of  the  several  classes  which  go 
to  make  the  modern  school  of  art: — the 
cubists,  the  futurists,  the  impressionists 
and  the  post-impressionists.  And  let  it 
be  added  rig-lit  here  that  he  would  not 
likely  have  to  go  far  for  an  argument, 
for  the  influence  of  the  new  school  is 
spreading  rapidly — what  was  at  first 
considered  by  many  as  a  fad  is  be- 
ginning to  have  a  wide  effect.  We  find 
this  influence  in  interior  decorative 
schemes,  in  wall  coverings,  in  draperies, 
in  carpets  and  ru°s  and  in  wearing  ap- 
parel; in  fact,  almost  wherever  color  is 
introduced  as  an  element  of 
value. 

Those  who  founded  the 
new  school  of  art  boast 
that  they  have  discovered  the 
only  thing  new  in  decorative 
ideas  in  centuries.  For  years 
there  has  been  noticeable 
throughout  the  world  an 
awakening  interest  in  the 
importance  of  suitable  home 
furnishing  and  home  decora- 
tion. With  the  advancement 
of  learning,  the  growth  of 
culture,  and  the  beginning  of 
artistic  achievement  in  any 
country,  comes  the  natural 
desire  to  the  educated  person 
for  an  improvement  in  home 
surrounding's.  But  with  all 
this  in  our  generation,  when 
one  desires  to  express  in  an 
artistic  way  the  refinement 
of  their  ideas  of  home  life, 
one  has  been  compelled  to 
follow  the  decorative  ideas 
of  an  earlier  period,  and  our 
efforts  along  that  line  have 
up       to       the       present       been 

merely  a  reversion  to  the 
type  of  m  previous  time. 
Hence  we  have  in  the  homes 
of  to-day  the  Louis  XV 
drawing-room,  Elizabethan 
dining-room,  Jacobean  liv- 
ing-room,   1 is    XVI    recep 

i  ion  i-ooiii.    Sheraton    dining 
room.  I  Ic  ppi  In  Mi,,  or  Adams 


bedchamber.  With  the  natural  impulse 
for  the  creation  of  something  different, 
the  world  has  been  waiting  for  the  evo- 
lution of  just  such  a  decorative  art  as 
has  been  evolved  by  the  futurist,  the 
modernist  and  the  impressionist. 
The  New  Movement. 
Really  the  beginning  of  this  present 
movement  is  to  be  traced  to  the  produc- 
tions of  the  Art  Nouveau  Movement, 
which  attracted  such  attention  in  Eng- 
land some  15  years  ago.  These,  being 
extreme,  even  if  unique,  but  lacking  in 
decorative  merit,  only  drew  a  passing 
notice;  but  a  school  of  artists  and 
craftsmen  in  Vienna,  under  the  super- 
vision of  Professor  Hoffman,  took  up 
this  idea  and  perfected  it,  rounded  it  out 
with  the  genius  of  craftsmen,  and  have 
presented  t<-  the  world  something  that  is 
unique,  that  is  different,  that  is  decora- 
tive, something  that  is  beautiful  in  itself, 


A  STRONG  FUTURIST  [NFLUENCE. 

In   this  glimpse  of  an    interior   which  shows   the   futurist    intlueiici 

is  to  he  seen  a  solid  color  floor  covering  of  dark  materia]  and  darl 
furniture.  The  wall  covering  is  oi  green,  with  a  futurist  design 
and  the  striped  covering  of  the  furniture  and  the  design  of  tin 
floor  eusl are  from  i  he  sa  me  school. 


and  which  in  itself  appeals  to  the  natural 
senses  we  possess,  the  sense  which  loves 
the  mass  of  color  in  an  old-fashioned  gar- 
den more  than  the  delicate  shades  of  a 
cultivated  rose  tree  in  a  millionaire's 
greenhouse.  It  appeals  to  the  senses 
that  love  virulence,  strength,  power  and 
beauty,  and  that  admire  with  the  force 
of  character  to  depart  from  the  conven- 
tional and  the  usual. 

Beauty  for  Beauty's  Sake. 
Because  one  has  been  told  from  the 
beginning  of  the  study  of  decoration, 
that  the  fundamental  principle  of  de- 
corating a  room  is  to  combine  with  the 
strong  basic  colors  on  the  floor,  a  lighter 
wall,  a  still  lighter  upper  side  wall,  and 
a  still  lighter  ceiling,  this  lias  been  no 
barrier  to  Mr.  Hoffman  or  his  school  of 
artists  in  planning  their  work.  They  have 
torn  down  all  the  foundations  of  ordin- 
ary decoration,  have  thrown 
aside  all  the  preconceived 
ideas  in  the  blending  of 
colors,  and  have  given  us,  in 
a  room  where  the  ceiling 
shows  the  strongest  coloring. 
where  there  is  a  combination 
of  dark  red  and  light  blue  in 
the  carpet,  black  and  burnt 
orange  in  the  furniture,  helio 
and  yellow  in  the  side  wall, 
a  room  where  there  is  charm, 
beauty  and  novelty,  and 
where,  with  disregard  to  all 
forms,  styles  and  manners  of 
producing  decoration  there 
has  been  evolved  the  kind  of 
a  room  that  any  ait  lover 
would  delight  to  live  in. 

From  the  Wiener  Werk- 
staette  this  influence  has 
spread  not  only  throughout 
Austria.  but  throughout 
Europe,  and  is  making  itself 
felt  beyond  the  waters.  In 
France  it  has  taken  espe- 
cially strong,  and  is  beinsr 
developed  by  such  men  <s 
Paul  Poiret,  the  most  daring 
of  all  designers  of  women's 
wearing  apparel,  who  has 
been  responsible  for  making 
the  fashionable  world.  Poiret 
under  the  name  of  Martine, 

his  two-year-old  daughter, 
has  opened  a  store  in  the 
Rue  St.  Honore,  which  has 
created  an  intense  interest 
in  the  furnishing  world. 
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A  CLUSTER  OF  CLEVER  CONCEPTIONS 

In  the  line  of 

THE  WATSON   FOSTER  CO. 

NOW    BEFORE    THE    TRADE 

THE  THOUGHTFUL  BUYER  WOULD  DO   WELL   TO    SEE   THE 
COMPLETE  COLLECTION  BEFORE  PLACING  ANY  ORDER  FOR 

WALL    PAPER 


Convenient  dates  arranged 
upon   request    ::    ::    ::   ::   :: 


THE  WATSON  FOSTER  CO.  LTD. 

Montreal 
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II  O  U  S  E  F  URNISHINGS 


A  MODERN  INTERIOR. 

In  this  interior  the  floor  covering  is  of  solid  dark  color,  the  walls  are  of 
plain  gold  with  a  small,  dark  border  relief  and  a  light-colored  ceiling.  The 
furniture  is  distinctly  new  and  emphasizes  the  use  of  straight  lines.  Note 
the  high  pedestal  and  the  low  vase;  also  the  floor  cushions  which  enter  exten- 
sively into  the  modern  interior  schemes. 


Different  Branches  of  New  School. 

For  the  benefit  of  those  who  are  not 
fully  acquainted  with  the  ramifications 
of  the  new  art — and  they  will  likely  form 
the  great  bulk  of  the  readers — let  us  con- 
sider the  different  classes  of  the  school; 
let  us  distinguish  to  some  extent  at  least 
between  the  cubists,  the  futurists,  the 
impressionists  and  the  post-impression- 
ists. Many  who  are  not  particularly  in- 
terested will  class  them  altogether  and 
will  probably  place  the  class  under  a 
heading  which  will  not  be  compliment- 
ary; but.  then,  the  pioneers  in  any  new 
movement  have  always  to  contend  with 
public  opinion,  which  in  this  case  is 
more  apathy  than  aversion. 

In  the  first  place,  let  it  be  made  clear 
that  in  all  the  branches  of  the  new  art 
there  is  a  demand  for  color  in  quantities, 
no  matter  whether  it  be  black,  white  or 
any  of  the  rainbow;  but  they  must  be 
■colors,  and  not  shades.  There  have  been 
some  colors  of  bright  hue  which  have 
been  given  new  names,  such  as  the  fu- 
turist green  and  the  futurist  rose  and  the 
carrot,  but  these  colors  are  only  new  in 
their  strength.  The  use  of  bright  colors 
and  in  ways  that  are  different  are  the 
outstanding   features  of  the  new  idea. 

The  cubists  favor  the  straight  lines, 
with  large  clear-cut  intermingled  figures; 
some  are  plain  and  others  elaborate,  but 
for  the  most  part  they  follow  the  straight 
lines,  although  occasionally  there  will  be 
a  futurist  flower  introduced  to  take  the 
blankness  off  some  of  the  larger  square 
spaces. 

The  futurists  represent  the  idea  of  the 
massing  of  color  and  massing  also  of  de- 
sign in  which  the  drawings  are  almost 
conventional,  but  there  is  an  absence  of 
anything  like  fine  details. 


The  impressionists  are  almost  all  for 
color.  The  idea  is  to  show  all  that  meets 
the  eye  at  a  glance.  In  some  designs 
there  is  form  displayed  of  a  sort,  with 
the  design  of  a  partially  conventional 
leaf  or  tulip  or  something  of  the  kind. 

The  post-impressionists  see  nothing 
but  color.  There  is  nothing  of  pattern, 
and  the  impression  gained  is  somewhat 
the  same  as  one  would  expect  to  be  the 
effect  of  an  artist  standing  across  the 
room  from  the  canvas  and  throwing  the 
color  in  bunches.  Of  course,  there  is  an 
artistic  blending  of  the  colors,  which  is 
not  appreciated  at  first,  and  which  only 
comes  after  at  least  a  partial  understand- 
ing of  the  new  art — when  the  eye  is 
trained  to  forget  the  conventions  of  cen- 
turies. 

Some  Decorative  Effects. 

Illustrations  accompanying  give  some 
of  the  interior  effects  of  the  new  art. 
In  one  will  be  seen  some  of  the  newest 
designs  in  furniture;  note  the  straight 
lines  and  the  high  pedestal  with  the  low 
vase.  Note  also  the  floor  cushions,  which 
are  a  novel  idea,  and  the  latchstring  on 
the  square,  simple  door.  The  floor  cover- 
ing is  in  solid  color  and  the  walls  are  in 
fold,  with  only  a  small  border  decora- 
tion. 

In  the  other  we  see  the  use  of  an  im- 
pressionist wallpaper  which  is  in  green. 
The  floor  covering  is  in  a  solid  color  and 
the  floor  cushion  is  also  shown.  The 
covering  of  the  setee  is  a  futurist  stripe 
effect. 

The  same  ideas  may  be  followed  from 
room  to  room.  If  a  color  is  beautiful,  it 
should   be  shown   and   not    hidden. 

Because  the  idea  has  been,  for  ex- 
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ample,  that  a  kitchen  should  be  treated 
wit'.i  a  light  ceiling,  shaded  walls  and 
dark  floor  is  no  reason  why  the  reverse 
should  not  be  tried.  A  kitchen  has  been 
decorated  with  white  tile  floor  and  dark 
ceiling,  and  the  effect  was  one  of  singu- 
lar beauty. 

Use  of  Black  and  White. 
Some  of  the  most  striking  modern 
effects  are  in  making  use  of  black  and 
white.  Solid  black  rugs  are  used  on  the 
floors,  with  walls  in  the  same  colors — 
although  "  colors  "  is  hardly  the  correct 
word,  white  being  the  presence  of  all 
and  black  showing  their  entire  absence — 
the  contrasts  being  either  in  stripes  or 
patterns.  Then  there  are  black  hanm  iga 
for  the  windows  and  curtains  of  white 
with  a  black  border,  while  one  may  go 
as  far  as  to  include  in  the  color  scluine 
a  black  and  white  striped  bath  robe. 

The  liberty  which  is  being  taken  with 
regard  to  decorative  colors  is  also  ex- 
tended to  the  design  and  treatment  of 
furniture.  Black  is  getting  popular,  and 
some  designs  show  sharply  contrasting 
colors  in  inlays.  Then  there  are  novel- 
ties where  large  designs  are  painted  over 
the  ground  color,  such  as  futurist  le- 
sions in  white  and  yellow  over  purple 
and  red  and  white  over  black.  Then  as 
to  design  there  is  a  great  range  of  pos- 
sibilities, and  the  new  idea  is  to  show 
beauty  in  any  form  in  defiance  to  the 
conventions  and  the  influence  >f  the 
different  periods  and  types. 

Bewildering  Draperies. 
In  the  new  draperies  there  is  i  be- 
wildering range  in  which  all  departments 
of  the  new  school  have  their  influence, 
and  each  seems  to  vie  with  the  other  in 
daring  handling  of  colors  which  are 
colors  as  distinct  from  shades.  There 
are  patterns  in  which  rose,  crimson, 
bright  blue  and  glaring  green  will  be 
worked  in  together  in  an  indefinite  im- 
pressionist pattern,  the  whole  being  on  a 
black  background.  There  are  effects  of 
squares  and  splotches  from  the  post  im- 
pressionist school,  large  scrolling  pat- 
terns without  detail  from  the  futurists, 
and  patchworks  of  highly  colored  squares 
of  the  cubist  persuasion,  which  somehow 
resemble  the  quilts  that  grandmother 
used  to  make. 

Taken  as  freakish  with  their  first  in- 
troduction, the  influence  of  the  ad- 
vanced thought  in  decorative  art  is  al- 
ready having  a  wide  influence,  and  with 
the  modern  tendency  for  departing  from 
the  conventional,  in  which  movement 
women  have  taken  the  lead  in  their  ap- 
parel, we  may  well  expect  to  see  the 
work  started  by  Hoffman  come  in  for 
general  recognition  on  the  part  of  the 
general  public,  as  it  has  by  the  majority 
of  the  world's  artists. 
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CANADIAN 
LINOLEUMS 


AND 


OIL  CLOTHS 

LINOLEUMS  FLOOR  OIL  CLOTHS 

TABLE  OILCLOTHS,  STAIR  OIL  CLOTHS 

ENAMELLED  OIL  CLOTHS 

Designs,  Quality  and  Prices 


are 

Our  goods  are 
made  to  suit  the 

Samples 

requirements   of 
the  Canadian  cli- 

Right 

of  our  goods 
are    in    the 

mate    and   trade, 

hands  of   all 

and  their  ever  in- 
creasing popular- 

SEE 

Wholesale 

ity  is  proof  that 

OUR 

Dry    Goods 

they   give  sat- 
isfaction. 

SAMPLES 

Manufactured  by 

Jobbers 

The    Dominio 

n  Oil  Clotl 

Montreal 

1    Co.,     Limited 
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Rug  Racks  Becoming  Popular  for  Display 

This  Device  Enables  a  Hundred  or  More  to  be  Exhibited  in  Small 
Space,  at  Saving  of  Time  and  Labor  and  Depreciation  in  Value  of 
Rugs — A  Good  Silent  Salesman. 


THE  proper  display  of  rugs  and  car- 
pets has  always  been  a  difficulty  in 
the  average  dry  goods  store.  The 
rinding  of  proper  space  has  been  the  main 
point,  for  unfortunately  many  have 
thought  it  is  impossible  to  stow  them 
away  into  those  handy  compartments  that 
are  provided  now  for  most  articles  by 
the  development  of  equipment  in  stores. 
There  have  been  many  plans  experiment- 
ed on  for  an  easy  display  of  rugs.  There 
is  the  "old  reliable"  method  of  the  piles 
along  the  floor.  This  has  an  advantage  in 
showing  the  rug  flat  on  the  gTound,  as  it  is 
in  real  life.  Where  there  is  a  large  area 
available  this  method  is  a  very  practical 
one,  as  the  various  lines  or  prices,  or  best 
of  all,  sizes,  can  be  arranged  systemati- 
cally along  a  stretch  of  floor,  and  present 
an  attractive  appearance.  But  this  pre- 
supposes a  big  space  for  showing  rugs  and 
in  most  cases  this  is  impossible  for  the 
merchant  to  provide  with  all  the  other 
calls  upon  him  from  the  rest  of  his  de- 
partments. 

There  are  other,  though  not  quite  so 
obvious,  disadvantages,  appreciable,  how- 
ever, as  the  writer  has  found  on  several 
occasions  by  an  actual  test.  When  a  num- 
ber of  rugs  are  turned  over  the  space 
visible  is  gradually  encroached  on  by 
the  growing  pile  on  top.  Moreover,  there 
is  always  a  sympathetic  feeling  with  the 
frequent  manifest  weariness  of  the 
"operator."  The  evident  effort  to  "show 
goods,"  the  increasing  weight  of  the  up- 
per layer  as  the  bottom  of  the  pile  is  ap- 
proached, unquestionably  reacts  in  many 
a  customer's  mind  and  suggests  that  he 
cut  short  the  work  of  displaying  the  mer- 
chandise. 


Few  From  the  Ceiling. 

Other  forms  of  display,  of  course,  in- 
clude suspending  the  rugs  from  the  ceil- 
ing or  rods  standing  out  from  pillars, 
winding  them  around  the  pillars  and  so 
forth.  The  first  practice  is  all  right  so 
far  as  it  goes  and  with  the  others  men- 
tioned lends  a  "furnished,"  home-like 
appearance  to  the  department  that  draws 
customers  from  other  parts  of  the  store 
and  in  itself  induces  sales.  It  has  its  limi- 
tations, however,  in  being  adapted  to  the 
showing  of  a  few  rugs  only,  leaving  the 
great  bulk  out  of  sight. 

In  visits  to  a  number  of  house-furnish- 
ing departments  in  the  past  few  months 
an  increasing  use  of  steel  racks  has  been 
noticed.  These  were  mentioned  several 
issues  back  in  connection  with  the  Ritchie 
Co.'s  Belleville  store.  The  device,  accord- 
ing to  the  statements  of  merchants,  is 
proving  one  of  the  most  practical  and 
valuable  as  an  aid  in  selling  goods  that 
has  yet  been  brought  before  the  dry 
goods  trade.  Most  of  the  jobbers  have 
utilized  these  racks,  so  that  few  retailers 
are  ignorant  of  their  character.  From  an 
upright  hang  a  number  of  arms,  often  as 
many  as  fifty  and  even  more,  and  to  these 
rugs  are  attached  in  twos,  the  right  side 
hanging  out  on  one  side  of  the  arm  in 
each  case.  These  arms  move  easily  this 
way  and  that — almost  as  if  a  book  had 
been  set  upright  and  the  pages  were 
turned  in  succession,  revealing  at  one 
time  the  two,  one  on  the  left  hand,  the 
other  on  the  right.  These  arms  move  as 
readily  as  leaves,  and  a  whole  range  of 
rugs  can  be  looked  over  by  the  customer, 
if  the  clerk  is  busy,  as  the  arms  move 
by  a  simple  pressure  on  the  rug  itself. 


Not  only  can  a  large  number  be  seen 
without  trouble  and  quickly,  but  they  are 
in  as  advantageous  a  position  for  being 
scanned  as  the  top  rug  of  any  pile  on  the 
floor.  The  whole  rug  is  in  sight  and  a 
little  attention  to  lighting  will  enable  the 
clerk  to  throw  a  good  strong  light  on  the 
surface  of  the  rug. 

Using  Reflectors. 

Sometimes  this  is  done  by  means  of  re- 
flectors on  incandescent  lights,  so  that 
the  medium  illumination  of  the  ordinary 
house-furnishings  department  can  be  im- 
proved at  the  spot  where  it  is  most  need- 
ed. This  device  has  also  been  tried  in  a 
number  of  stores  and  the  result  has  been 
a  gratifying  increase  in  sales. 

This  rack  arrangement  has  a  number  of 
other  advantages.  It  takes  up  little  room, 
for  although  when  goods  are  being  shown 
the  arms  are  drawn  out  the  width  of  the 
rugs;  when  not  under  inspection  they  can 
be  moved  back  against  the  wall  and  oc- 
cupy simply  the  total  thickness  of  the 
rugs,  when  not  under  inspection  they  can 
ber  of  rugs  on  the  floor  would  exhaust 
the  floor  space  of  most  departments. 

Another  idea  that  will  occur  to  the  mer- 
chant is  the  protection  to  the  rugs  them- 
selves. Even  the  general  public  marvel  at 
times  at  the  seeming  wanton  carelessness 
of  merchants  who  have  their  floors  strewn 
with  rugs  which  must  be  stepped  on  if 
the  customer  is  to  advance  in  any  direc- 
tion. Hundreds  of  dusty  or  muddy  feet 
will  be  planted  on  these  rugs  out  on  dis- 
play every  day  and  it  will  not  be  long  be- 
fore they  will  have  a  shop-worn  appear- 
ance, and  come  under  that  unpopular 
heading,  "Depreciation." 


THE  "20TH   CENTURY" 

RUG  RACKS    SAVE  LABOR, 

MAKE     QUICK     SALES,     PAY 

PERPETUAL  DIVIDENDS 

y.  Constructed    of  Steel. 

U  Iu   use  in   almost  every   town   and   city   in   Canada. 

1  We   have  6  years'   experience   in    Rug   Rack   construction. 

t  There  are  no  second-hand  rug  racks  for  sale,  because  the 

machines   have   paid    for   themselves,   and   are   now   paying 

perpetual   dividends   to   the  owners. 
1i  They   save  a   great    deal   of  labor.     It  is  a   pleasure  to  Show 

your  stock  of  rugs  10,  20  or  even  30  times  a   day  on   our 

racks. 
1  We   guarantee   satisfaction,    the    "20TH    CENTURY"    RUG 

RACK  being  constructed  wholly  of  steel,  there  is  nothing 

to  warp,  twist  or  crack. 
Illustration     shows     a     large     Rug     Rack     in     Vernon     & 
Company's,   Truro,    N.S.,   holding  120  rugs  3   \   3,   "   x   8%, 
.".    \    1.   and   It1-    \    1.      Racks   arc   made   with    a   capacity    of  12 
Rugs   and    upward. 

Ask   for  catalog  and   prices. 

Steel    Furnishing-   Co.,  Limited 
New  Glasgow,  N.  S. 


102 


II  O  U  S  E  F  U  R  N  I  S  H  I  N  G  8 


Dry  Goods  Review 


The  FULL  VALUE  Mark 

in  Grass  Floor  Coverings 

When  a  woman  goes  into  a  grocery  store  to  buy  a  pound  of  tea  or  sugar  or  but- 
ter, she  expects  to  get  16  ounces — that's  Full  Value. 

The  same  woman  when  buying  grass   floor  coverings  expects  and  is  entitled  to 
receive  Full  Value.    That's  why  she  invariably  asks  for  and  insists  upon  CREX. 

One  of  the  largest  department  stores   in  this  country  recently  announced  in  the 
leading  newspapers  of  their  city : 

"In  the  opinion  of  many  good  judges,  CREX  is  the  best  grass 
rug  for  wear  on  the  market." 

"A  9x12  rug  (CREX)  will  weigh  five  to  six  pounds  more  than 
other  grass  rugs  of  the  same  size." 

This  is  a  striking  example  of  the  position  CREX  holds  with  leading  dealers  as 
the  BEST  SELLER  for  profit  and  satisfied   customers. 

Write    for    color    catalogs 
and    advertising    mattt  r. 

CREX  CARPET  COMPANY 

212    FIFTH    AVENUE,    NEW    YORK 


Your 
Protectio 


All    New    Feathers 
THE 

TORONTO  FEATHER  &  DOWN  CO. 

LIMITED 
TORONTO.  ONT. 


Grade 
Size  .  . 
Price.. 


Order  Ho 

Guarantee  on  other  side. 


GUARANTEE 

The  feathers  in  this 
pillow  are  all  new  and 
have  never  been  used 
before.  They  are  ab- 
solutely clean  and 
sanitary. 


Your 
Protection 


CAN  you  assure  every  one  of  your 
customers  that  the  pillows  you 
sell  them  contain  nothing  but  new 
feathers0?  Old  feathers  will  some- 
times brighten  up  with  renovating-  so 
that  they  will  come  near  deceiving  an 
expert,  BUT  the  difference  shows  up 
in  the  wear,  and  only  your  customer 
knows  about  that.  Can  you  afford  to 
take   the   risk,   especially   when  you 


can  buy  guaranteed  pillows  at  the 
same  price?  Remember,  too,  that  old 
feathers  carry  disease  germs  to  an 
alarming  extent. 

Every  one  of  our  pillows  bears  the 
above  guarantee.  The  price  is  no 
higher.  Let  us  know  what  you  use, 
and  we  will  send  sample  order  on 
approval. 


The     Toronto     Feather     &     Down    Co.,    Limited 


35   BRITAIN    ST. 


"Where  the  reliable 
Eastern  Agent:     MR. 
403  Unity  Building,  Alexander  St. 


goods  come  from" 
J.    F.    SUMPTION 
.  Montreal,  Que. 


TORONTO,  CAN. 
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Printed  Patterns  in  30-inch  Papers  for  1915 

Manufacturers  Follow  Up  Popularity  for  Oatmeals  and  Ingrains 
With  Papers  to  Compete  With  Import  Business  in  1915 — A  Futur- 
ist Note  of  Black — Blue  Has  a  Showing — Patterns  Printed  in 
Wash  Colors  so  as  Not  to  Obliterate  the  Vari-Colored  Weave  of 
the  Paper. 


WHILE  the  new  line  of  wall- 
papers which  is  now  being 
shown  for  next  year's  busi- 
ness shows  a  continuance  of  the  ten- 
dency towards  quiet  effects — and  in 
some  cases  an  emphasis  of  it — there 
are  some  warmer  designs  for  the 
living-rooms  usually  in  tones  of 
browns,  mauves  and  greys,  with 
foliage  and  forest  effects;  while  for 
those  who  have  felt  the  influence  of 
the  futurist  school  of  art  there  is  a 
note  in  some  of  the  designs  which 
will  harmonize  with  their  ideas. 

This  futurist  note  is  the  introduc- 
tion of  black  in  a  number  of  patterns. 
To  those  who  have  not  developed 
ideas  along  this  line  of  decorative 
thought,  the  use  of  black  would  give 
the  impression  of  a  sombre  effect,  but 
when  it  is  used  in  proper  proportions 
with  other  colors,  there  is  a  remark- 
able alertness  and  snap  to  the  color 
scheme  which  cannot  fail  to  make  an 
immediate  impression.  However,  the 
introduction  of  the  futurist  note  is 
yet  little  more  than  a  prediction  of 
what  may  be  looked  for  in  the  com- 
ing season. 

As  has  been  predicted,  the  new 
papers  show  an  effort  to  use  the 
difficult  blue.  Strong  shades  are 
being  introduced  for  the  dining 
and  living-rooms,  but  it  is  a  color 
that  requires  very  careful  handling, 
and  can  generally  be  used  to  best  ad- 
vantage in  a  room  with  a  southern 
exposure.  There  is  also  a  new  pump- 
kin shade  for  halls  and  stairways. 

One  of  the  outstanding  features  of 
the  new  line  is  the  introduction  of 
printed  thirty-inch  papers.  This  is 
the  result  of  the  impression  created 
on  the  manufacturers  by  the  great 
popularity  of  the  ingrain  and  oat- 
meal papers,  for  it  is  figured  that  a 
share  of  this  popularity  was  due  to 
the  greater  width.  In  the  introduc- 
tion of  these  papers  also  there  is  an 
effort  to  educate  people  to  the  use  of 
better  class  wall  coverings,  in  which 
they  should  have  the  co-operation  of 
the  retailers  who  stand  to  make 
larger  profits. 

With  the  printed  papers  in  the 
thirty-inch  width  there  are  wide  cut- 
out borders  which  will  be  an  added 
factor  in  enabling  dealers  handling 
the  new  line  to  place  them  in  com- 
petition with  the  high-priced  impor- 
tations from   Japan   and   other  coun- 


From    new 


Spring   lines    of   Stauntoi 
Limited. 


Sample  of  1915  lines  of  wallpaper 
of   Watson,  Foster  Co.,  Limited. 


tries,  which  have  the  frieze  stamped 
on  the  border  paper  so  as  to  cover  the 
entire  wall  above  the  plate  rail  or 
moulding  with  a  single  piece.  The 
combination  of  the  cut-out  borders 
with  the  wide  papers  will  give  an  ap- 
pearance that  will  compare  favorably 
with  the  importations  and  should  ap- 
peal to  the  trade  where  a  good  paper 
is  wanted  at  a  moderate  price.  With 
the  use  of  strappings  and  base  run- 
ners there  is  a  great  range  of  possi- 
bilities for  the  new  width. 

In  the  thirty-inch  papers  there  are 
cable  net  and  rubble  designs  embossed 
in  high  relief,  the  material  being  a 
heavy  fibre  stock,  which  carries  the 
embossing  very  effectively.  There 
are  a  large  and  excellent  range  of 
original  weave  effects  and  all-over 
patterns,  some  of  which  are  adapted 
for  use  on  both  walls  and  ceilings, 
with  an  exquisite  range  of  high-class 
hand-printed  decorations  to  match. 
The  cable  net  and  rubble  designs  are 
also  introduced  in  the  Itaglio  oat- 
meals in  a  large  variety  of  beautiful 
shades  that  are  richer  and  more  effec- 
tive than  the  plain  oatmeals.  Trim- 
mers to  match  are  used. 

There  are  also  the  plain  stippled 
oatmeals,  with  exquisite  render- 
ings in  transparent  colors,  which 
allow  the  texture  of  the  goods 
to  show  through  the  pigment. 
With  these  new  specialties  are 
an  appropriate  range  of  hangings, 
together  with  rear  cuts  and  trimmers. 
Heavy  hide  leathers  are  shown  in 
lacquer  finish  and  embossed  to  repro- 
duce the  actual  grain  of  the  leather. 
These  are  in  rich  plain  goods  with 
frieze  to  match  or  printed  in  appro- 
priate patterns. 

Some  New  Foliage  Designs. 

The  stippled  oatmeals  were  brought 
out  last  season,  and  found  favor  by 
their  beautiful  shades  and  exquisite 
effect  of  the  vari-colored  fibre  which 
forms  the  surface.  This  year  printed 
designs  have  been  introduced.  In 
printing  the  patterns,  care  has  been 
taken  not  to  obliterate  the  charm 
which  lies  in  t lie  vari-colored  fibre  of 
the  ground.  Wash  colors  are  used, 
which  allow  the  fibre  to  show  right 
through.  Delightful  effects  are  ob- 
tained. There  are  new  patterns  in 
foliage  design,  with  just  a  suggestion 
of  bright  colors  in  the  flowers  scat- 
tered   here    and    there    amongst    the 
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large  leaves.  Then  there  is  a  self-toned 
conventional  pattern  which  forms  a 
stripe,  with  a  dash  of  brilliant  tone  in 
the  dividing  lines  of  the  pattern. 
Woven  and  All-over  Effects 
The  new  Mattines,  which  stand  out  in 
the  thirty-inch  goods,  should  be  met 
with  keen  admiration  and  create  big 
sales.  They  are  in  original  weave  and 
all-over  patterns  and  in  a  variety  of 
aesthetic  colorings.  These  are  very  at- 
tractive and  eminently  practical,  and 
are  shown  with  matching  hand-painted 
trimmers  in  a  splendid  variety  of  high- 
class  designs  and  colorings. 

New  21-inch  Parlor  Paper. 

For  the  housekeeper  who  is  troubled 
with  that  Springtime  problem  of  what 
to  put  on  the  parlor  walls  one  manufac- 
turer has  made  a  special  effort.  This  is 
a  new  line  with  all  original  designs. 
There  is  a  rainbow  of  colorings  in  at- 
tractive and  appropriate  hues.  The 
patterns,  21  inches  wide,  are  pressed  out 
in  high  relief  on  extra  heavy  special 
stock,  the  texture  of  the  silken  fabrics 
which  they  resemble  being  accurately  re- 
produced. This  is  a  line  which  compares 
favorably  with  the  imported  goods,  and 
i;  one  which  retailers  should  try  to  press 
ati  encouraging  the  higher  artistic  idea 
in  wall  covering. 

For  the  bedroom  and  the  reception- 
room  there  will  be  dainty  effects  in  cre- 
tonnes, chintz,  dimity  and  muslin  de- 
signs, with  striped  backgrounds  in  soft 
colorings.  Some  very  formal  conven- 
tional designs  with  woven  effects  are 
shown  also  in  colors,  and  some  in  which 
a  silvery  shimmer  predominates.  For 
the  dining-room  there  are  tapestry 
effects.  These  are  treated  with  a  new 
oil  over-printing  process,  which  closely 
reproduces  the  actual  weave  of  the  fab- 
ric. So  finely  executed  is  the  workman- 
ship that  it  is  hard  to  realize  that  one 
L;  not  beholding  the  warp  and  woof  of 
the  actual  fabric. 

With  such  papers  for  the  bedroom  and 
living-rooms,  cretonne  hangings  can  be 
effectively  shown,  and  dealers  who  have 
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tried  the  combination  have  found  it  very  to  give  prominence  to  cretonnes  for  win- 
satisfactory  as  a  business  bringer.  Even  dow  decorations  where  the  draping  of 
a  larger  range  of  cretonnes  is  being  the  sofl  material  is  vei-y  effective  in  set- 
shown,  which  give  perfect  harmony  with  ting  off  the  wallpaper — showing  the  ac- 
the  wallpaper,  and  at  once  give  the  cus-  tual  appearance  of  the  paper  will  often 
tomer  an  idea  of  the  relative  effect  of  turn  a  doubtful  prospect  into  a  pur- 
one  on  the  other.     Dealers  will  do  well  chase]'. 


DEARDEN'S  MONOGRAM  QUILTS 


jYLade    by  Jonathan   Dearden    &    Co.,    Limited 

11-13    Briagewater    Place,    j^lanchester.       T^Iills    at     Bolton,    Lancashire 

Quilt  orders  are   being  placed — are   you    getting  tnem? 

Are  you  looking  out  for  the  special  order  quilt  business  of  such  institutions  as  asylums, 
hospitals,  boarding  schools,  hotels,  railway  and  steamship  companies,  etc.?  This  is 
business  which  requires  no  investment,  and  produces  good  profits.  Send  us  an  estimate 
of  your  town's  requirements,  and  we  will  submit  samples  and  prices. 

R.  H.  COSBIE,  Limited 

30  Wellington  St.  W.  Toronto 

Irish  Linen  Agency 
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VACUUM    CLEANER    DEMONSTRATION    DEPARTMENT. 
This    view    shows    entrance    to   booth   and    display    of  cleaners  of  various  types.     Samples  of  hardwood  floor- 
ing on  wall  at  right.     Inset  is  sign  over  entrance. 

Demonstrate  Vacuum  Cleaners  in  a  Window 

This  Method  Used  by  Montreal  Store  as  Well  as  in  the  House- 
furnishing  Department  and  in  Private  Homes — Doing  up  a  Room 
Thoroughly  Often  Assures  a  Sale. 

By   a   Staff  Correspondent. 


14 

Vacuum 

Cleaners 
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Single 
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E  have 
sold  as 
many 
as  fourteen 
vacuum  cleaners 
in  one  day,"  re- 
marked the  man- 
ager of  the  de- 
partment  in 
Henry  Morgan 
&  Co.  's  store, 
Montreal,  in  dis- 
cussing with  a 
representative  of 
The  Dry  Goods  Review,  the  methods  by 
which  the  machines  are  placed  in  the 
homes  of  the  Montreal  people. 

"It  is  necessary  to  give  a  practical 
demonstration  of  the  working  of  the 
machines  in  order  to  get  people  really 
interested.  On  many  occasions  when  I 
have  been  unable  to  close  a  sale  here  in 
the  store  I  have  taken  a  machine  under 
my  arm,  jumped  on  a  car,  and 
have  gone  to  the  home  of  the  customer 
and  cleaned  up  an  entire  room  in  order 
to  show  just  what  the  cleaner  would  do. 
Usually  a  demonstration  in  the  store  is 
sufficient,  but  if  I  think-  it  would  be  more 
convincing  to  show  it  in  practical  use  in 
the  home,  I  send  a  man  with  a  machine 
or  go  myself,  and   thoroughly  clean  one 


room  in  the  house.  We  take  along  all  the 
attachments  and  not  only  clean  the  carpet 
or  rug,  but  also  go  over  the  walls  and 
hangings,  the  pictures  and  chairs,  etc. 
This  generally  results  in  closing  the 
sale." 

Section  for  Demonstrations. 
Morgan's  have  quite  a  large  section  of 
their  carpet  and  housefurnishings  de- 
partment devoted  to  showing  vacuum 
cleaners.  An  inclosure  of  about  25  or 
30  feet  square  is  provided  with  three 
large  rugs  on  the  floor  and  various 
makes  of  vacuum  cleaners  and  carpet 
sweepers  are  close  by.  Chairs  are  con- 
\eniently  placed  so  that  customers  may 
watch  the  demonstrations  in  comfort. 
Electric  sockets  are  located  so  that  the 
electric  machines  may  be  quickly  con- 
nected and  their  utility  explained.  Some 
half  dozen  different  makes  are  carried 
in  stock  and  the  prices  range  from  $35 
up  to  $150  for  portables  and  from  $300 
to  $1,000  for  stationary  machines.  The 
hand  machines  which  also  are  carried 
are,  of  course,  much  cheaper.  All  the 
attachments  for  the  machines  are  shown 
in    a    special    lixture   for   that   purpose. 

Prefer  Higher  Priced  Machines 
"We    always   recommend    an    electric 
machine    in    preference   to    a    hand    ma- 
chine,   as    we   believe   them   more   satis- 
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factory.  Of  course,  we  will  sell  the  hand 
machine  i.f  the  customer  wishes  it',  but 
we  endeavor  to  point  out  the  advantages 
of  the  higher  priced  machines;  how  they 
SEve  labor,  the  small  expense  of  operat- 
ing and  the  general  all-round  satisfac- 
tion they  give.  As  I  stated  before,  we 
show  them  first  what  the  machine  will 
do,  how  easy  it  is  to  work  it 
and  the  way  in  which  it  collects  the 
dirt.  As  regards  the  stationary  mach- 
ines we  have  our  own  men  to  install 
them  and  we  do  quite  a  business  in  these 
as  well. 

Operate   Machine   in   Window. 

"Occasionally  we  have  a  window  dis- 
play and  show  the  machines  in  the  win- 
dow, operated  by  one  of  the  employees, 
and  it  always  draws  a  crowd.  The  de- 
monstration right  here  in  the  depart- 
ment is  the  most  satisfactory,  though, 
I  nr  we  can  explain  the  working  and  the 
adaptability  of  the  machine  personally 
and  create  greater  interest." 

When  a  window  is  used  for  displaying 
the  cleaners,  its  use  is  charged  against 
the  department,  the  same  applies  to 
newspaper  space  in  advertising,  the 
charge  for  the  space  taken  up  is  placed 
cm   the  department. 

In    addition    to    the   newspaper   adver- 
tising, the  companies  manufacturing  the 
(Continued  <>n  page  108.) 
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Curtains  and  Draperies 

Old  World  Tapestry  Patterns  in  Subdued  Color- 
ings New — Large  Flower  and  Bird  Patterns — 
Printed  Bedroom  Sets  Shown  in  Willow-plate 
Patterns  —  Curtain  and  Valenciennes  Draped 
All  Ready  to  Put  Up,  Among  the  Novelties. 


THERE  is  a  range  of  attractive 
and  exclusive  furnishing  fabrics 
on  the  market.  To  commence 
with,  the  range  of  tapestries  is  very 
large,  and  there  are  styles  to  suit  every 
taste  and  prices  to  fit  all  pockets.  In  ex- 
pensive silk  tapestries  the  feature  this 
season  is  the  wonderful  way  in  which 
antique  designs  in  old-world  colorings 
have  been  reproduced.  This  feature  also 
extends  over  into  the  cotton  tapestries, 
and  beautiful  and  artistic  patterns  in 
soft  subdued  colors  from  the  most  im- 
portant part  of  the  new  range.  A  new 
tapestry  that  has  been  brought  out  re- 
produces the  effect  of  silk  tapestry  at  a 
very  much  cheaper  price.  This  tapestry 
has  a  linen  weft,  and  comes  in  a  range 
of  sixteenth  and  seventeenth  century 
designs  in  beautiful  colorings.  Well 
worth  seeing  also  are  the  new  designs 
in  shadow  damarks,  poplins,  and  rep 
for  curtains  and  furniture  covering. 
Some  of  these  lines  are  highly  mercer- 
ized,   and    have    all    the    appearance    of 


silk.  There  are  also  many  ribbed  and 
damask  patterned  cloths  in  art  colorings, 
many  of  which  are  guaranteed  fast  color. 
Cotton  velours  are  a  big  feature,  and 
this  cloth  comes  in  a  big  range  of  colors 
and  in  six  or  eight  different  qualities. 

Casement  cloths  that  are  absolutely 
color  fast  and  which  will  withstand  the 
rays  of  the  sun  come  in  plain  cloths  and 
in  handsome  bordered  novelties. 

There  is  an  increasing  call  for  chintzes, 
cretonnes,  shadow  cloths,  etc.,  and  as 
each  season  comes  round  the  designs  in- 
crease and  multiply.  It  is  almost  im- 
possible to  put  in  words  the  beauty  of 
the  color  effect  and  patterns.  Many  are 
taken  from  the  East  and  show  lovely 
bird  and  flower  designs.  Others  come  in 
Indian  and  Persian  all-over  designs,  and 
again  the  fruit  patterns  seen  in  many 
old  tapestries  are  reproduced.  Nearly 
all  the  patterns  are  all-over  designs,  and 
there  are  very  few  striped  or  medallion 
patterns  showing,  though  striped  back- 
grounds with   an   over   pattern   of  birds 


and  flowers  are  shown  with  the  stripes 
carried  out  in  black  and  grey,  black*and 
white,  or  black  and  mauve. 

In  this  connection  attention  should 
be  drawn  to  the  increasing  favor  with 
which  the  Viennese  black  and  white 
patterns,  combined  with  very  rich  and 
brilliant  shades  of  blue,  purple,  green, 
orange,  red  and  yellow  shades,  are  being 
regarded.  This  is  a  new  feature  that 
has  been  taken  up  by  some  of  the  lead- 
ing stores — notably  by  Wanamaker,  in 
New  York,  and  the  Robert  Simpson  Co., 
Toronto.  Many  visitors  to  the  last  To- 
ronto Exhibition  will  remember  the 
black  and  white  bedroom  the  latter  firm 
had  on  exhibition,  and  which  excited  so 
much  comment.  This  firm  has  two  rooms 
fitted  up  on  their  drapery  floor  for  show- 
ing these  new  art  effects  and  report  that 
the  vogue  is  spreading. 

Bedroom  sets  printed  on  plain  or  pat- 
terned reps,  consisting  of  bedspread,  cur- 
tains, bureau  cover,  and  table  cover  are 
new.  The  latest  idea  shows  these  covers 
printed  in  Chinese  blues,  in  willow  plate 
and  old  Chinese  patterns.  Block  printed 
patterns  in  colors  are  also  good.  There 
are  many  novelties  in  printed  scrims, 
etc.,  and  curtain  and  valance  sets  ready 
to  put  up  are  showing  in  a  big  range  of 
designs. 


We  want  a  live  merchant  in  your  town 

to  handle  the  new  vacuum  cleaner 


The  "BABY" 
inbmcttile 


— a  machine  that  is  so  small,  light  in  weight, 
and  compact  in  construction  that  a  woman 
ean  pick  it  up  as  shown,  and  carry  it  any- 
where in  her  home — so  efficient  that  it  does 
the  work  of  any  large  high-priced  machine; 
costs  less  than  %c  an  hour  for  electricity 
while  in  operation,  and  sells  retail  at  only  $40, 
The  "Baby"  [nvincible  has  a  vacuum  of  60 
cubic  feet  per  minute,  removes  'lust,  moths, 
etc.,  from  every  nook  and  corner,  no  matter 
how  tightly  the  carpet  or  upholstering  is 
fastened  down.  It  serves  as  a  vacuum 
cleaner  or  blower,  cleans  carpets,  draperies, 
upholstered  furniture,  chit  lies,  etc. 
Send  for  a  "Baby   [nvincible"  to-day,  try  it 

out,  compare  it  with  any  other  machine  at  any  juice.     If   it   does  not  do  work  that 
other  machines  wTill  not  do,  send  it  hack  at  our  expense. 

We  make  the  statement,  and  the  "Baby  Invincible"  hacks  us  up.    You'll  warn  the 
agency  if  you  try  this  machine  out.     Write  now. 

The  Invincible  Renovator  Mfg.  Co.  Ltd. 

81  PETER  STREET,        TORONTO,  ONT. 
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MILLINERY 


The  Time  Is  At  Hand  To  Place  Your  Millinery  Orders 

FOR     FALL 

If  you  have  purchased  from  us  heretofore  you  know  that  our  styles,  our 

values,  and  our  prices  are  right. 
We  make  Hats  and  Shapes  of  every  description  and  sell  them  to  you  at 

maker's  prices. 
Write  at  once  for  sample  order  and  quotations,  it  will  mean  larger  profits 

for  your  millinery  department. 

When  in  Montreal  do  not  fail  to  visit  us. 

MONTREAL  HAT  AND  FRAME  COMPANY 

300  ST.  JAMES  STREET  MONTREAL 


DOING  CITY'S   BEST  BUSINESS  IN 
WALLPAPER. 

(Continued  from  page  96.) 

That  the  people  appreciate  being  able 
to  get  the  new  effects  in  the  decoration 
of  their  homes  is  the  experience  of  the 
department,  according  to  Mr.  Harris, 
the  manager.  He  makes  it  a  point  to 
keep  closely  in  touch  with  the  market 
and  with  styles,  and  to  give  personal 
attention  to  every  order  of  importance. 

Makes  Visit  to  House. 

Mr.  Harris  states  that  he  is  very  often 
called  upon  in  an  advisory  capacity  in 
home  decoration.  In  such  an  event  he 
goes  to  the  house  and  makes  a  survey 
of  the  apartment.  The  shape  of  the 
room,  the  setting  of  the  windows,  the 
height  of  the  ceiling,  the  use  for  which 
the  room  is  intended,  the  amount  of 
light  admitted  are  all  taken  into  con- 
sideration and  advice  given  accordingly. 
Panels  must  be  used  in  accordance  with 
the  shape  of  the  apartment  and  the  loca- 
tion of  windows  and  doors;  panels  do 
not  look  well  where  the  wall  is  too  much 
broken  up.  Plain  or  figured  are  advised 
usually  in  accordance  with  the  use  of 
the  room  and  the  condition  of  the  walls; 
rough  walls  are  betrayed  by  a  paper 
u  ithout  pattern.  For  the  reception  room 
or  the  bedroom  light  delicate  effects  are 
advised;  for  the  halls  and  living  rooms, 
and  for  other  rooms  in  which  there  is 
heavy  furniture,  darker  walls  in  heavier 
design  are  recommended.  The  advice 
as  to  the  use  of  borders,  drop  ceilings, 
light  or  heavy  friezes,  dados,  etc.,  de- 
pends largely  upon  the  height  of  the 
ceiling  and  the  size  of  the  room. 

Making  Art  Count. 

There  is  in  the  art  of  decoration  some- 
fching  which  appeals  to  almost  every 
man  or  woman  who  wishes  to  make  the 
house  a  home.  It  is  a  subject  upon  which 
many  people  are  ignorant,  but  they  are 
quick  to  see  and  appreciate  the  force  of 
proper  suggestions.  Sometimes  sugges- 
tions  can   be   made   so   subtly    thai    the 


customer  will  think  they  have  been 
evolved  in  his  or  her  own  mind.  There 
is  a  certain  artistic  sense  in  nearly  every 
person  which  only  requires  a  little  cul- 
tivation; with  a  good  line  of  wallpaper 
samples  and  with  proper  facilities  for 
their  display,  it  is  not  hard  to  illus- 
trate the  suggestions  made  and  to  show 
what  is  artistic  and  what  is  not  artistic 
in  the  effects  produced. 

One  Good  Room  Leads  to  Another. 

In  many  cases  it  has  been  the  experi- 
ence that  one  artistically  furnished  and 
decorated  room  in  a  house  leads  to  fur- 
ther business.  People  are  not  slow  to 
see  the  effects  of  proper  handling  of 
decorations  and  a  properly  furnished 
home  must  first  be  harmonious.  Na- 
turally it  has  been  found  that  the  source 
of  the  ideas  for  the  one  room  will  be 
made  the  fountain  head  for  further 
ideas.  This  means  further  orders,  not 
only  in  the  wallpaper  department,  but  in 
the  housefurnishings  proper,  where  the 
other  fittings  can  be  secured  to  har- 
monize; and  thus  the  head  of  the  wall- 
paper department  has  become  an  in- 
fluence in  business  that  is  not  directly 
in  his  field,  and  this  has  been  found  to 
apply  also  to  the  influence  of  the  fur- 
nishings department  on  the  wallpaper 
section,  although  in  a  less  degree. 

Paperhanging  Done  Too. 
In  the  Macdonald  wallpaper  depart- 
ment everything  possible  is  done  to  as- 
sist the  house  furnisher.  This  not  only 
applies  to  a  selection  of  materials,  but  a 
step  further  is  taken  in  that  the  store 
sends  out  men  to  do  the  work.  The  ar- 
rangement for  having  the  work  done  can 
be  made  at  the  same  time  as  the  order 
is  '.liven  for  the  paper,  and  this  is  a 
great  convenience;  the  trouble  in  the 
rush  season  foT  the  householder  to  gel 
in  touch  with  a  paper  hanger  need  not 
be  referred  fo.  Paper  is  not  only  put 
mi  in  this  way,  but  old  paper  is  removed 
and  the  whole  thing  covered  by  one 
price  quotation.  Thus,  suggestions  can 
be  given,  materials  selected,  arrange- 
ments made  lor  the  work  all  at  one  time. 
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and  an  immediate  estimate  of  the  total 
cost  given. 

Racks  for  Color  Effects. 
The  Macdonald  department  is  fitted 
with  convenient  racks  for  the  display 
of  color  effects;  plain  or  pattern  papers 
can  be  shown  side  by  side  and  border 
panel  and  other  effects  'introduced.  On 
the  walls  between  windows  are  large 
swinging  panel  brackets  where  a  large 
number  of  samples  can  be  effectively  dis- 
played and  the  whole  swung  close  to  "the 
wall  when  not  in  use  in  such  a  manner 
as  to  take  up  very  little  space. 


DEMONSTRATE     VACUUM     CLEAN- 
ERS IN  A  WINDOW. 

(Continued  from  page  106.) 

various  makes  of  machine  supply  book- 
lets describing  the  various  uses  to  which 
they  can  be  put.  These  booklets  furnish 
splendid  selling  points  for  the  wideawake 
salesman. 

The  invention  of  the  vacuum  cleaner 
is  the  result  of  a  world-wide  demand  for 
a  method  by  which  the  homes,  churches, 
schools,  business  houses  and  other  in- 
stitutions can  be  made  wholly  free  from 
the  dangers  and  discomfort  of  dust  and 
dirt. 

The  ordinary  methods  of  cleaning 
with  broom  and  sweeper  fail  to  give 
you  the  freedom  from  dust  and  dirt  and 
the  security  from  disease  germs  that 
modern  civilization  demands. 

Heal  cleanliness  cannot  be  obtained  by 
merely  removing  the  visible  dirt.  Most 
of  the  work,  worry  and  disease  is  caused 
by  light,  impalpable  dust,  which  Boats 
in  the  air  and  accumulates  on,  under  and 
behind  the   furnishings. 

The  only  solution  of  the  problem  is  a 
XXX  vacuum  cleaner.  You  will  buy  a 
XXX  to  insure  the  perfect  cleanliness  of 
your  furnishings  just  as  you  have  a 
bath-tub  to  main   personal   cleanliness. 


Novelties   in    Feather    Fancies   for    Fall 

Burnt  Effects  the  Latest — Many  New  Lines  in  White,  Hackle  and 
Coque — Velvet  Flowers  in  Paris — Indian  Head-Dress  Effect  Not 
Yet  Over — Whisper  of  Larger  Hats. 


THOUGH  Paris  is  launching  velvet 
flowers  for  Fall,  a  great  season  is 
promised  in  feather  novelties. 
The  really  smart  Parisienne  and  the 
smart  woman  the  world  over  has  only  as 
yet  half-heartedly  adopted  flowers. 
Flowers  have  sold  to  the  popular  trade 
during  the  Summer  that  is  past,  but  the 
woman  who  follows  the  behests  of  fash- 
ion closely,  the  woman  who  buys 
a  new  hat  for  every  occasion  has 
used  them  on  one  or  two  models 
and  then  has  gone  to  feathers. 
Feeling  that  they  had  the  suffrages 
of  the  women  who  count  behind 
them,  the  feather  manufacturers 
are  bringing  out  many  novelties 
for  the  coming  season  in  fancy 
feather    effects. 

In  Paris,  and  in  markets 
where  they  may  be  lawfully 
sold,  osprey  and  paradise  reign 
supreme.  Taking  the  place  of 
these  handsome  and  expensive 
mounts  even  in  Paris  are 
the  fancy  effects  produced  in 
burnt  ostrich.  And  not  only  is 
ostrich  plumage  so  treated,  but 
other  feathers  are  submitted  to 
this  process. 

Ostrich  novelties  are  again 
strong,  and  such  colors  as  navy, 
crow  blue,  various  shades  of  green 
and  tete  de  negre  lead.  Black 
also  is  more  than  usually  popular, 
though  there  are  signs  that  the  all 
white  hat  may  be  worn  this 
Winter. 

There  are  shower  pom-poms 
with  aigrettes  rising  from  the 
eenter,  and  there  are  bands  of 
feathers  which  are  burned  to  the 
;ip  and  left  to  fall  over  in  grace- 
ful effect.  Groups  of  burned 
plumes  are  used  in  the  making  up 
of  high  mounts,  some  of  which 
show  a  single  burnt  feather 
standing  up  like  a  quill,  while 
others  curl  about  the  ci-own  of  the 
bat.       Wings     are     fringed     with 


tl'.ese  burnt  feathers,  and  pom-poms  of 
(dipped  ostrich,  peacock  or  other  plum- 
age, have  fan-like  erect  mounts  stand- 
ing erect  from  their  center.  There  is  a 
tendency  to  use  four  of  these  mounts 
placed  at  regular  intervals  around  the 
crown  and  rising  erect  above  it  or  curl- 
ing over  it. 


A  NEW  TALL  MODEL. 


Phipps  hat  of  black  Lyons  velvet  with  the  brim 
bound  with  grosgrain  ribbon  and  trimmed  with  a 
double  crown  band  of  passementerie  and  a  tree  fancy 
of  uncurled  ostrich. 

Dimensions:  Height  of  crown,  3  in.;  circumference, 
20  in.;  width  of  brim,  including  roll,  5  in.,  at  sides. 
4%  in. 

The  muff  is  barrel-shaped,  and  is  finished  with  a 
frill  of  satin.  The  heart-shaped  bag  and  the  neck- 
piece are  all  trimmed  to  match. 

— From  photograph  taken  for  The  Review. 
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The  Indian  headdress  effect  is  not 
done  with,  and  this  season  it  is  formed 
of  ostrich  plumes  in  graduating  sizes. 
Hands  of  small  tips  are  also  used  and 
gc  right  around  the  crown.  Burnt  os- 
trich showers  are  new  and  these  come 
in  many  combinations  of  color. 

Vulture  plurnage  is  treated  in  many 
ways  and  is  much  used  for  imitation  aig- 
rettes, and  in  the  form  of  quills 
and  hands.  Coque  will  be  fashion- 
able. Shower  effects  with  clipped 
quills  rising  from  the  center  are 
very   smart. 

Many  of  the  new  toques  are  en- 
tirely mad'  tit'  white  hackle.  This 
hackle  is  very  lustrous  and  forms 
an  exceedingly  good  imitation  of 
short  paradise  feathers.  White 
peacock  is  strong  in  moderate- 
priced   feather  lines. 

Quantities  of  Wings. 

Quantities  of  wings  are  seen. 
Wings  with  bands  of  bright  colors 
in  bagadere  stripe  effect  are  new. 
and  so  are  the  white  wings  tipped 
with  color.  White  wings  are  used 
.me  lying  flat  and  another  placed 
straighl  up.  Groups  or  many 
wings  are  used  in  half  rosette 
fashion,  ami  wings  are  placed 
seemingly  anyhow  on  the  crown  of 
a  hat  with  the  points  sticking  out 
at  all  sorts  of  angles.  The  use  of 
bird-like  flights  of  small  birds  has 
led  up  to  the  using  of  birds  them- 
selves. In  Pari^  they  are  prepar- 
ing models  trimmed  with  humming 
birds,  small  parrots  and  yellow 
canaries.  These  birds  are  made  to 
appear  as  life-like  as  possible,  and 
are  grouped  to  look  as  if  they  had 
just  alighted   on   the   hat. 

Wihsper  of  Larger  Hats 
There  is  no  question  about   the 
position  of  the  fabric  hat.     Paris 
has    taken     up    the    hat     of   black 

(Continued   on   page   138.) 


WHAT  NEW  YORK   SAYS 

The  "Black  Peril"  threatened. 

Lively  demand  for  hats  in  fur 
shades,  and  fabrics  imitating  fur  will 
occupy  a  most  prominent  position. 

In  conjunction  with  these  will  be 
vt  I  rets,  soft  crepes,  silks  and  various 
kind*  of  fancy  fabrics. 

Sailor  shape  very  strong,  with  ele- 
gant trimmings. 

New  version  of  plateau,  rising  at 
back  in  suggestion  of  cornucopia. 

Small  hats-  in  satin  development. 


Advance  Ideas  of 
on  Fall  Styles 

Demand  for  Black  Millinery  Increasing  Steadily 
— Fabrics  in  Imitation  of  Fur  Will  be  Prominent 
for  1915 — Sailor  Hats  With  Exquisite 
Trimmings. 


By  Special  Correspondent 


NEW  YORK,  June  27.— From  all 
sources  there  are  reports  of  a 
steadily  increasing  demand  for 
Hack  millinery.  Not  that  the  popularity 
of  brilliant  colors  is  over — these  are  as 
frequently  seen  as  ever  in  dresses,  wraps 
and  especially  in  parasols — but,  at  least 
as  far  as  millinery  is  concerned,  their 
very  popularity  has  been  the  cause  of  a 
decided  reaction,  exclusive  dressers  pre- 
ferring black  to  any  color,  especially  for 
dress  wear. 

In  Paris  the  invasion  of  the  ' '  black 
peril"  is  not  only  anticipated,  but  has 
developed  into  an  established  fact,  as 
the  recently  imported  vanguard  of  early 
Fall  millinery  styles  prove.  Out  of  ten 
Paris  pattern  hats  at  least  eight  show 
the  sombre  black  tone  predominating, 
with  only  an  occasional  touch  of  white 
or  a  color  (introduced  in  the  garniture 
or  the  facing)  to  break  the  monotony 
and  to  enliven  the  ensemble. 

Without  a  doubt  this  revived  interest 
in  black  hats  will  culminate  in  another 
fad  for  black  and  white  combinations,  as 
black  and  white  always  have  been,  and 
11  all  probability  always  will  be,  in- 
separable the  one  from  the  other.  How- 
ever, it  is  not  likely  that  color  will  be 
barislied  completely  from  our  headgear 
in  the  coming  season.  On  the  contrary, 
before  the  close  of  the  year,  we  may 
have  another  vogue  for  colored  millinery 
to  record,  though  the  tints  employed 
will,  of  course,  be  deeper,  richer  and 
more  subdued  in  heavy  Winter  ma- 
terials than  they  have  been  in  the  light 
straws,  soft  silks  and  ribbons  employed 
in  developing  Milady's  Summer  hat. 

The  enormous  popularity  that  is  pre- 
dicted to  fur  hats  and  fur  garnitures 
v.  ill  also  have  its  influence  on  Winter 
millinery,  resulting  in  a  lively  demand 
for  hats  in  fur  shades — reproductions 
of  the  tones  seen  in  the  pelts  of  the  seal, 
the  red  and  blue  fox,  the  skunk,  beaver, 
mole  and  chinchilla. 

And  from  this  statement  it  is  hut  a 
step  to  the  statement  of  another  unmis- 
takable fact:  fabrics  imitating  fur  will 
occupy  a  most  prominent  position  in  the 
millinery  styles  of  late  1914  and  early 
1915.      Ami    as   contrasts   are    in    for   an- 


other season  of  public  favor,  soft  crepes, 
velvets,  silks  and  various  kinds  of  fancy 
fabrics  will  be  employed  in  conjunction 
with  the  new  pile  fabrics  imitating  furs 


AS  concerns  the  preferred  hat 
shapes — as  far  as  can  be  stated  at 
this  writing,  the  sailor  shape  in 
its  countless  variations  will  be  an  im- 
portant factor.  The  sailor  hat,  as  the 
present  season  has  conclusively  proven, 
is  no  longer  the  unassuming,  strictly 
tailored  affair  that  it  was  in  previous 
seasons.  It  can  be  made  so  elaborate 
and  can  be  trimmed  and  treated  so  as  to 
compete  in  elegance  with  the  most  pre- 
tentious portrait  hat — and  this  is  pre- 
cisely the  type  of  sailor  that  figures  most 
prominently  in  the  early  Fall  showings 
of  millinery.  While  the  outlines  of  the 
shapes  are  guiltless  of  any  extravagance 
whatever,  the  trimmings  are  ofttimes  so 
exquisite  and  so  cleverly  arranged  on 
the  foundation  as  to  lend  the  finished 
hat  the  decided  appearance  of  a  picture 
hat;  hence,  the  French  term  "canotier 
portrait"  is  really  excellently  chosen, 
expressing  just  exactly  what  the  new 
dressy  sailor  shapes  mean  to  imply. 

The  plateau  hat,  the  "dark  horse"  of 
the  season  just  past,  appears  in  a  new 
version — a  shape  following  the  outline 
cf  the  wearer's  head  in  front  and  rising 
in  a  narrow  rolled  effect  at  the  back,  al- 
most suggesting  a  cornucopia.  But  this 
style — one  of  the  few  eccentric  ont-s 
among  the  advance  designs — is  too  ex- 
treme and  too  trying  to  wear  ever  to 
become  a  general  favorite. 

Small  hats  with  prominent  crowns 
and  either  straight  or  rolled  brims  are 
shown  in  great  numbers,  in  velvet,  plush, 
and,  above  all,  satin  development.  These 
are  decidedly  reminiscent  of  the  styles 
worn  in  the  sixties  and  early  seventies 
of  the  past  century,  and  seem  to  have  » 
been  inspired  by  the  new  long-waisted 
basque  dresses  suggesting  the  early  Vic- 
torian ami  Second  Empire  epochs.  A 
Cro/.et  design  on  this  order  is  made  of 
Mack  velvet,  showing  a  bowl-crown  and 
an  amazon  brim  notched  in  the  centre 
front  and  trimmed  with  a  small  tailleur 
bow  of  moire  ribbon  and  a  quadruple 
quill  motif  of  jet. 
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New  York  Expert 
in  Millinery 

Enormous  Quantity  of  Toque  and  Turban  Styles 
— Plateau  Suggestive  of  a  Cornucopia — Narrow 
Long  Wings  Will  be  Strong — Vogue  for  Ribbons 
Shows  no  Slackening. 


of  The  Review   in   New  York. 


WHAT  NEW  YORK   SAYS 

Toque  and  turban  styles  suggest- 
ing classical  helmet. 

Youthful  style  of  little  round 
toques,  with  collapsibk  crown  and 
el  use  turned  up  brim. 

Chemically  treated  ostrich  as  sub- 
stitute for  aigrettes. 

II lack  plumes  proving  best  sellers. 

Steady  <U  mand  for  narrow,  long 
wings. 

Lovely  novelties  in  velvet  blossoms. 

Big  demand  for  ribbons  in  plain 
moire,  satin  and  faille  weaves. 


More  pretentious  of  outline  is  a  port- 
rait hat  in  mousquetaire  style,  an 
authentic  Georgette  design,  made  of 
hlaek  Lyons  velvet  and  faced  with  dull 
black  faille  silk.  The  broad  brim  is  de- 
pressed in  the  centre  front  and  held 
in  this  position  by  the  stem  of  an  im- 
mensely long,  but  remarkably  flat  un- 
curled ostrich  plume,  deep  black  like  the 
velvet,  but  flecked  with  casual  touches 
of  the  new  greenish  yellow  "serin" 
(canary,  shade.  This  plume  is  laid  flatly 
across  the  top  of  the  round  crown  and 
falls  over  the  back  of  the  brim,  where  it 
is  fastened  with  a  strap  of  silver  ribbon. 

Toque  and  turban  styles  are  shown  in 
such  enormous  variety  as  to  make  an 
adequate  description  practically  impos- 
sible. The  smartest  are  doubtless  those 
suggesting  the  ancient,  classical  helmet 
and  the  soft-crowned  little  round  toques 
copied  from  the  historical  Louis  XII 
beret.  This  latter  style,  which  is  par- 
ticularly suitable  for  youthful  wearers, 
is  shown  in  countless  adaptations,  de- 
veloped of  velvet  with  silk  or  satin 
crown  covering,  or  of  plush  or  brocade 
with  contrasting  brim  facing  and  trim- 
ming. The  crown  in  these  toques  is  gen- 
erally either  entirely  collapsible,  or  else 
finished  with  a  soft  top,  while  the  brim, 
which  is  turned  up  closely  against  the 
crown,  is,  as  a  rule,  notched  either  in  the 
centre  front,  or  else  at  both  sides,  and 
usually  filled  in  at  these  points  with  a 
few  sprays  of  aigrette,  real  or  imitation, 
a  little  fan  or  cockade  of  ribbon,  a 
flower,  or  any  other  desired  trimming 
motif. 

The  tricorne  is  again  making  its  ap- 
pearance, and.  as  always,  it  pleases  by 
the  jauntiness  of  its  lines  and  the  many 
opportunities  for  utilizing  unique  trim- 
ming ideas  which  it  permits  of. 
In  compliance  with  the  latest  de- 
cree from  Paris,  those  shapes  as,  in 
fact,  all  other  designs,  are  given 
added  smartness  and  stvle  by  fancy- 
brim  bindings,  such  as  shallow  Vandyck 
points  or  scollops  made  of  cleverly  fold- 
ed ribbon,  narrow  box — or  knife-pleated 
ruches  of  ribbon  or  fancy  braid,  or  the 
very  "dernier  cri"  brim  bindings  of 
swansdown   or  real  marabou. 


OSTRICH,  it  appears,  is  destined 
to  rank  extremely  prominently 
among  Fall  garnitures,  being  re- 
sorted to  with  great  frequency  by  the 
foreign  as  well  as  American  millinery 
authorities.  Burnt,  scorched  and  gly- 
cerine ostrich  trimming  (the  chemically 
treated  plumage  whose  stripped  flues 
imitate  numidi  to  perfection,  and  oftimes 
makes  a  very  splendid  substitute  for 
aigrettes)  has  met  with  such  general 
success,  as  to  now  rank  among  the  trim- 
ming accessories  most  in  demand.  French 
head  plumes  are  also  promising  extreme- 
ly well,  and  are  so  handsome  and  rich- 
looking  this  season  as  to  merit  a  great 
vogue.  As  usual,  black  plumes  are 
proving  the  best  sellers,  corbeau  blue, 
niggerhead  brown,  Russian  green  and 
bronze  and  olive  tones  following  next. 
There  are  charming  shower  pom-pons  of 
ostrich  with  touffes  of  stripped  fronds 
or  real  aigrettes  rising  from  the  center, 
thick,  graceful  panache  effects  and  love- 
ly band  trimmings  all  competing  for 
popular  favor,  and  all  of  them  sure  of 
finding  their  share  of  it  in  the  comine 
season. 

No  abatement  is  noticeable  in  the  de- 
mand for  narrow,  long  wings,  quills  and 
kindred  plumage  effects,  and  delightful 
novelties  are  introduced  in  color  blends 
as  well  as  combinations  of  plumage  in 
this   particular  line. 

Among  the  Boral  offerings  slated  for 
Fall  and  Winter  are  lovely  novelties  in 
velvet  blossoms;  pansies,  begonias,  ane- 
mones and  other  flat  effects- are  more  in 
demand  than  the  cup-  and  chou-like  fav- 
orites of  the  Spring  season.  Entire 
hands  formed  by  flat  flowers  are  intro- 
duced on  smart  toques  and  high-crowned 
little  hats  of  velvet  and  satin  and  pro- 
duce such  exceedingly  effective  garni- 
tures as  to  be  certain  of  great  success. 

Ribbon,  too,  is  assured  of  being  great- 
ly in  vogue;  the  plain  moire,  satin  and 
faille  weaves  in  wide  widths  and  solid 
colors  are  thought  of  more  highly  than 
fancy  effects  at  the  moment,  probably  as 
a  consequence  of  the  new  tendencies  to 
greater  simplicity. 


Ill 


A  Pleasing  Variety  Marks  the  Spring  Suit 

The  Long  Tunic  is  the  Most  Prominent  Fashion  Feature,  Though 
Some  Fear  its  Sudden  Popularity — The  Popular  Length  of  the 
Coat  is  from  26  to  28  Inches,  but  Some  Very  Long  Coats  Are  Also 


Showing- 


-Length  Decided  Mainly  by  Style  of  Skirt. 


THE  suits  now  showing  for  Fall 
come  in  a  number  of  varied  styles, 
and  buying  is  a  problem  that 
needs  extra  careful  handling.  The  gar- 
ment trade  is  getting  away  from  the  im- 
putation that  all  garments  have  a  family 
iikeness,  and,  as  the  manufacturer  puts 
it,  "We  are  showing  a  little  of  every- 
thing'.' With  this  condition  ruling,  is 
is  up  to  the  buyer  to  select  carefully,  for 
by  the  time  he  has  a  fair  selection  of 
the  new  styles  he  will  have  a  fair-sized 
order  made  out.  This  year  the  buyer 
will  have  to  make  a  particular  good 
selection,  as  he  cannot  afford  to  leave 
any  of  the  new  styles  out  of  his  advance 
fashion  display. 

From  26  to  28  Inches  Long. 

The  coat  of  the  Fall  suit  varies  very 
much  in  length,  but  about  26  or  28 
inches  is  the  accepted  length  in  popular 
priced  garments.  In  novelty  suits  the 
jacket  may  be  any  length  up  to  45 
inches,  which  »oes  to  show  that  the  trade 
has  at  last  broken  away  from  the  fixed 
length  of  coat  for  any  special  season. 
The  coat  length  is  the  one  best  suited  to 
the  style  of  the  suits.  This  is  a  good 
tiling  for  both  merchant  and  manufac- 
turer, as  it  eliminates  not  just  the  set 
look,  but  one  of  the  reasons  that  put 
many  suits  on  the  bargain  table  in  days 
gone  by.  The  length  of  the  coat  this 
season  is  governed  by  the  way  the  skirt 
is  made.  When  the  tunic  is  very  long, 
the  short  coat  or  the  coat  short  in  front 
and  with  the  long  ripple, or  postilion  is 
much  used.  This  style  of  coat  is  also 
seen  with  skirts  cut  with  a  very  moder- 
ate circular  flare  or  flare  composed  of 
pleats.  The  extremely  long  coat  is  used 
with  the  plain  skirt,  and  these  coats  are 
cut  full  in  the  skirt,  and  in  many  in- 
stances they  fall  in  ripples  over  the 
tighter   underskirt. 

Collars  High  at  Back. 

Collars   vary   almost   as  much   as   coat 
Lengths,  but    as  a    rule   they  are   high   at 


Suit   showing   long   tunic  and   flaring  under 
skirt.     The  coal    Is   short   In   trout,   shewing  a 
vest   of   fancy    velvet,   and   the   military   collar 
matches.     The   back   has   long,   slightly    flaring 
postilion.     Material,  fancy  cheviot 
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the  back  and  roll  over,  leaving  a  slight 
opening  at  the  neck  in  front.  Military 
collars  are  seen  on  many  suits,  and  are 
expected  to  be  one  of  the  predominating 
features  later. 

The  newest  models  show  the  small  arm 
size  with  the  long  close-fitting  sleeve  set 
b,  and  with  the  cuffs  trimmed  to  match 
the  collar.  This  is  too  radical  an  inno- 
vation for  many  buyers  and  many  forms 
of  raglan  and  set-in  effects  that  are  more 
fitting,  but  not  quite  so  severe  as  the 
style  outlined  above  are  showing. 

Wild  Statements  as  to  Widths. 

The  skirt  is  the  important  feature  this 
Fall,  and  many  are  the  ideas  about 
widths.  On  all  sides  wider  skirts  are 
conceded,  but  there  are  many  wild  state- 
ments appearing  as  to  the  wider  modes. 
Skirts  as  wide  as  31 2  yards  are  said  to 
Lave  appeared  in  Paris,  but  it  is  safe 
tc  say  that  nothing  of  this  kind  will  be 
duplicated  on  this  market.  Just  a  reason- 
able width  promises  to  be  the  seller,  as 
women  of  all  ranks  favor  the  narrow 
skirt.  The  new  dances  are  quoted  as 
setting  the  pace  for  wider  skirts,  and 
buyers  are  advised  to  study  the  illustra- 
tion showing  Mrs.  Vernon  Castle  in  one 
of  her  recent  gowns,  as  the  skirt  is  an 
eminently  practical  width. 

Some  Afraid  of  Long  Tunic. 

The  long  tunic  is  generally  accepted 
at  tlio  present  time,  but  many  manufac- 
turers are  afraid  that  it  has  become  too 
suddenly  popular  to  run  right  through 
the  Pall  and  Winter  season.  Be  this  as 
it  may.  it  is  the  leading  feature  in  early 
Fall  styles.  There  are  many  forms  of 
these  long  Russian  tunics.  Some  reach 
all  round,  while,  others  are  open  up  the 
front:  some  are  box-pleated  or  side- 
pleated,  and  some  have  a  panel  in  front. 
The  tunic  shirred  on  to  the  waistline  is 
also  used,  and  some  have  a  yoke  which 
helps  to  give  the  fitted  effect  that  seems 
to  be  coming  in. 

(Continued  on  page  122.) 
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Silk  and  Serge  Dresses 

FALL  1914 

SALEABLE,  PROFITABLE  STYLES 

See  our  complete  Fall 

line  before  placing  your 

order.  A  card  will  bring 

our  salesman. 


Values  Unsurpassed 
Popular  Prices 


Silk  Dresses,    Serge  Dresses 

Silk  Blouses,  Flannel  Blouses 

Novelty    Blouses 


Montreal   Representative 


L.  E.  AUGER,  Room  8,  SOMMER  BLDG. 

Star  Whitewear  Mfg.  Company 
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R  EADY-TO-WEAR     GARMENTS 


Good  Orders  for  Separate  Skirts 

The  Russian  Tunic  the  Leading  Style  at  Present 
—Flare  Skirts  Coming  —  Pleatings  and  Box- 
Pleating  Used  —  New  Models  Bell-Shaped  — 
Length  as  Desired. 


MANUFACTURERS  of  separate 
skirts  have  had  a  good  season 
in  the  Spring  and  are  bringing 
nut  their  Fall  models  with  extra  con- 
fidence and  assurance.  They  are  not 
striving  so  much  for  advance  orders  but, 
are  producing  all  the  new  noveties  as 
they  come  along,  and  are  taking  good 
sized  orders  for  present  delivery.  The 
Russian  tunic  is  the  style  idea  for  the 
early  season  and  buyers  are  ordering 
long  tunic  models  in  a  big  variety  of 
styles.  The  tunic  of  plain  material  over 
a  straight  narrow  or  flaring  underskirt 
of  check,  plaid  or  of  the  fashionable 
Roman  stripe  is  immensely  popular. 
Long,  plain  tunics  over  side  pleated  or 
box  pleated  skirts  and  the  skirts  plain 
are  shown  varied  in  every  possible  man- 
ner. Accordian  pleatings  are  well  to 
the  fore,  and  many  tunics  finish  with 
a  ideated  frill  above  the  waist,  below 
which  is  a  crush  girdle  with  bow  and 
ends  at  the  back.  Simple  skirts  which 
liutton  up  the  front  and  straight  cut 
skirts  with  pockets  on  the  hips  are 
shown. 

The  very  newest  models  are  bell- 
shaped,  following  the  outline  of  the  fig- 
ure and  flaring  at  the  foot  of  the  skirt. 
These  skirts  follow  the  lines  of  the  fig- 
ure, showing  the  shaping  of  the  hips  and 
narrowing  at  the  knee  below  which  they 
flare.  This  flare  is  produced  in  many 
ways.  Sometimes  a  circular  flounce  is 
set  into  the  skirt,  or  circular  pieces  are 


set  in  at  the  sides.  Groups  of  pleats  are 
also  used  to  give  the  same  effect.  Many 
of  these  skirts  have  a  simulated  tunic 
made  by  stitching  bias  bands  on  to  the 
skirt  above  the  flare.  Bretelles,  jumper 
ideas  and  vestee  effects  with  straps  over 
the  shoulders  and  attached  to  a  wide  belt 
form  a  new  feature  designed  to  bring 
waist  and  skirt  into  harmony. 

The  list  of  materials  is  a  long  one 
and  a  feature  this  year  is  the  many 
smart  skirts  that  are  made  of  Canadian- 
made  cloth.  Canadian  manufacturers 
are  showing  Roman  stripes  in  soft  wool- 
ens and  novelty  weaves  in  worsteds  with 
the  plain  materials  to  match.  The  Roman 
stripe  is  used  for  the  whole  skirt  or  is 
combined  with  the  plain  cloth  in  the  form 
of  a  narrow  flare  striped  skirt.  Serges. 
poplins,  novelty  weaves  and  worsteds  in 
checks  and  stripes  are  the  leading  skirt 
materials. 

Silks  Only  in  Blacks. 

Silk  skirts  are  being  shown,  but 
manufacturers  are  only  putting  out  silks 
in  black.  Some  taffeta  models  are  shown 
but  skirts  for  the  most  part  come  in 
satins  and  bengalines.  Fashion  says 
that  the  skirt,  is  to  be  very  short  this 
Fall,  but  this  is  a  matter  for  each  indi- 
vidual buyer  to  decide.  In  the  larger 
centers  where  fashion  strikes  first,  buy- 
ers are  ordering  the  higher-priced 
models  with  the  hem  only  basted  up,  so 
that  the  final  turning  can  be  any  length, 
which   the   customers  desires. 


I  Low  Top  Corset  Best  Seller 

Models  That  Are  Higher  and  More  Shaped  Are 
Showing  —  Radical  Fashion  Shows  Dip  in  at 
Waist — Dancing  Corsets  and  Brassieres  to  Wear 
With  Them  Should  be  Featured. 


THE  low  top  corset  has  made  a 
great  selling  success,  and  will  be, 
il  is  expected,  the  best  selling  cor- 
set for  Fall  also.  There  is  a  fashion 
movement  making  for  the  higher  bust- 
line,  and  models  with  higher  tops  are  ap- 
pearing in  the  high-grade  eorsel  lines. 
This  corsel  is  intended  to  be  worn  with 
the  new  basque  waists  and  besides  hav- 
ing the  top  higher,  some  of  the  models 
show  a  disposition  towards  a  slighj  nip 
in  at  the  waist.  Whether  this  corset  de- 
velopment along  this  line  progresses  or 
not     depends    entirely     upon     the    future 


fashions  and  upon  the  reception  it  re- 
eeives.  One  thing  is  certain,  it  will  not 
be  a  big  seller  in  the  coming  season, 
lis  importance  comes  from  the  fact  that 
it  forms  the  thin  edge  of  the  wedge  of  a 
radical   change. 

For  Better-Priced  Models. 

Every  effort  is  being  put  forth  by 
department  heads  to  educate  women 
into    buying    the    better-priced     models. 

This  attitude  is  a  real  necessity  if  the 
department  is  to  pay,  for  women  are  de- 
manding all   the   extra    features,   such   as 
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the  extremely  low  top  with  its  expensive 
finishes,  the  long  skirt  and  the  Blight 
boning,  and  all  the  fashion  features  that 
appear  on  the  better-priced  models  in 
popular-priced  makes. 

The  majority  of  low  corsets  come  with 
clastic  girdle  tops  and  elastic  is  let  into 
the  skirt  of  the  corset  both  to  give  more 
spring  and  to  keep  the  skirt  closer  to 
the  figure  when  standing.  Corsets  are 
very  flexible,  and  the  lightest  boning 
is  demanded.  The  bones  are  short  and 
the  apron  is  relied  upon  to  keep  the  flesh 
in  place  lower  down.  This  is  compara- 
tively an  easy  matter,  as  when  the  waist 
is  large  the  flesh  is  not  forced  down  into 
ridges  below.  Steels  in  front  are  a  little 
curved  in  some  models  and  serve  to  sup- 
port the  abdomen  while  the  apron  is 
laced  down  to  the  extremity  of  the  cor- 
set. 

A  feature  of  the  selling  this  season  is 
the  added  favor  given  to  models  that 
lace  in  front.  This  type  of  corset  is  bet- 
ter liked  than  formerly  and  is  favored 
even  for  young  girls. 

Very  Low  for  Dancing. 

Corsets  for  dancing  are  cut  very  low 
and  must  be  worn  with  a  brassiere. 
There  are  proper  brassieres  prepared  for 
dancing  and  also  for  the  different  types 
of  figures,  and  salespeople  should  make 
themselves  familiar  with  these  models 
and  be  able  to  explain  all  these  points. 
Dancing  brassieres  are  cut  very  low  and 
with  very  narrow  shoulder  straps,  and 
they  come  in  such  materials  as  silk, 
tricot,  crepe  de  chine  and  allover  lace 
and  embroidery.  For  wearing  under 
sheer  waists  there  are  many  models 
made  of  allover  embroideries,  lace,  etc. 
And  for  useful  wear  there  are  brassieres 
made  of  firm  cotton  trimmed  with  em- 
broidery or  lace.  Some  of  these  are  of 
the  cross-over  pattern,  while  others  hook 
up  the  center  front  with  lacing  adjust- 
ments or  rubber  bands  at  the  sides. 


AFTERNOON    GLOVES. 

As  regards  gloves  for  afternoon  out- 
door wear,  says  The  Glovers'  Review, 
some  of  the  latest  are  lined  with  pastel 
tinted  suede,  the  idea  being  applied  to 
long  mousquetaire  gloves  made  in  pale 
mastic  kid.  In  one  case  a  delicate  blue 
was  chosen,  the  top  of  the  glove  being 
rolled  over  so  that  the  lining  could  be 
plainly  seen.  In  another,  shell  pink  suede 
was  used  to  line  gloves  of  pearl  gray, 
and  the  effect  in  both  cases  was  very 
good  ami  artistic.  In  society,  silver  gray 
gloves  have  been  worn  in  preference  to 
white  kid  or  suede,  and  even  pale  gold 
shades  have  been  seen.  Silver  gray  and 
pearly  gray,  however,  are  still  much 
worn.  To  quote  the  ladies,  "they  go 
well  with  anything."  For  white  uowns, 
however,  white  gloves  are.  of  course,  the 
only  handwear  possible. 
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A  Triumph  in 
Popular-Priced 

WAISTS 

Year  after  year  studying 
how  to  create  novelty 
styles.  Planning  now  to 
do  still  better  work. 
Prepare  for  a  bigger  and 
better  Fall  season  by  hav- 
ing our  fast  sellers. 


Style  F751 


Handsome  chiffon  waist  with 
net  vest  effect,  organdie 
collar  and  cuffs  embroidered 
on  edges  with  silk.  Colors: 
Black,  Navy,  Tan,  Maise, 
Sky-pink,  White  and  Grey. 


Jpub  Doz. 


Style  763 


Pretty  chiffon  waists,  deep 
yoke  back  and  front  with 
knife  pleating,  making  natty 
effects.  Sleeves  are  finished 
with  lace  and  net  and  fancy 
buttons.  Colors:  Black, 
Navy,  Tan,  Maise,  Sky-pink, 
White  and  Grey. 


M>OU  Doz. 


Style  753 


Messaline  silk  waists  with 
drop  shoulder,  collar  and  cull's, 
knife-pleated  and  hemstitched. 
Colors:  Black,  Navy,  Brown, 
Copenhagen,  Reseda,  Rose  and 
White. 

$36  Doz. 


R.  D.  Fairbairn  Co.,  Limited 


107  Simcoe  St., 


TORONTO 
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How  Montreal  Store  Solved  Alterations  Problem 

Taken  Out  of  Hands  of  Clerks  in  Ready-to-Wear  Department 
and  Prices  Fixed  by  Fitter — Scale  of  Charges  Posted  up  for 
Customers — Amount  Announced  at  First  is  Final  in  Scroggie 
Store. 

By  a  Staff  Correspondent. 


"m  JW  ONTREAL,  June  29.— The  ques- 
V/  I  tion  of  how  to  charge  for  al- 
terations in  the  ready-to-wear 
department  has  always  been  a  vexed 
problem,  and  many  different  ways  for 
dealing  with  it  have  been  tried  out. 
Some  of  them  have  appeared  success- 
ful, while  in  other  cases  the  results  have 
not  been  as  satisfactory  as  the  origina- 
tors of  the  ideas  hoped  for. 

It  is  the  practice  of  some  merchants 
to  put  a  price  on  the'  garments  which 
will  cover  the  expense  of  alterations  in 
a  general  way.  For  instance,  if  a  dress 
or  a  coat  is  sold  at  $20,  that  price  in- 
cludes the  cost  of  any  alteration  neces- 
sary. Possibly  $2  or  $3  is  added  to  the 
selling  price  in  marking  them,  to  pro- 
vide for  this  service.  When  this  me- 
thod is  adopted  the  salesclerk  can  quote 
the  price  as  inclusive  of  fitting  and 
altering. 

Another  store  which  charges  extra  for 
the  fitting  and  altering  can  quote  a  sell- 
ing price  of  $17  or  $18  for  the  same 
class  of  garment,  and  to  many  buyers 
this  would  appear  to  be  cheaper.  It 
might  not  occur  to  the  buyer  to  figure 
on  the  cost  of  alterations  at  the  time  of 
buying,  so  that  often  this  latter  method 
would  tend  to  get  the  order. 

W.  H.  Scroggie,  Limited,  Montreal, 
have  a  schedule  of  fixed  charges  for  al- 
terations and  their  method  seems  to 
work  out  very  satisfactorily.  A  repre- 
sentative of  The  Review  discussed  the 
question  with  Mr.  McQuarrie,  buyer  for 
their  ready-to-wear  department,  and  he 
was  enthusiastic  about  their  system. 

Lot  of  Trouble  Under  Old  Way. 

"We  always  had  a  lot  of  trouble  and 
•dissatisfaction  until  we  adopted  our 
present  method,"  he  said.  "We  have  a 
lady  in  charge  of  our  alteration  depart- 
ment, and  she  has  complete  control  of 
that  end  of  the  work.  She  has  her  own 
rooms  here,  adjoining  the  ready-to-wear 
department,  and  conducts  it  as  a  sep- 
arate department  altogether.  She  is 
charged  up  with  her  percentage  of  rent, 
iighl  and  heat,  etc.;  employs  her  own 
help,  and  makes  her  own  profit.  The 
charges  are  fixed  for  alterations,  but 
otherwise  she  is  practically  indepen- 
dent. 

Clerks  Do  Not  Fix  Price. 

"We  do  not  allow  our  saleswomen  to 
give  a  price  for  alterations  to  a  cus- 
tomer. That  is  left  to  the  alteration  de- 
partment. We  have  fitting  rooms  at  one 
side,   where  customers   can   try   on   gar- 
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Sample   of  card  attached   to  suit. 

ments,  and  if  alterations  are  needed  the 
saleswoman  sends  for  one  of  the  fitters 
from  that  department.  At  present  there 
are  four  fitters,  but  the  number  is  regu- 
lated by  the  lady  in  charge,  according 
to  season  and  as  to  whether  we  are  very 
busy  or  not. 

"The  cost  of  alteration  quoted  by  the 
fitter  is  final.  The  saleswomen  have  no 
say  in  the  matter.  The  price  quoted  by 
the  fitter  is  noted  by  the  saleswoman  on 
an  alteration  card,  and  this  is  sent  with 
the  garment  to  the  alteration  depart- 
ment." One  of  these  cards  is  repro- 
duced herewith.  It  represents  the  sale 
of  a  suit  to  Mrs.  Jones,  for  which  the 
price  is  $15.  Added  to  this  is  the  cost 
of  alterations,  which  amount  to  $1.50, 
or  making  the  total  cost  of  the  suit 
$16.50.  In  this  case  the  customer  paid 
$5  and  the  balance,  $11.50,  is  C.O.T). 

Schedule   of  Prices. 
The     complete     schedule     of     prices 
charged  in  this  department  is  as  follows : 

Skirt,    straight    bottom 50 

„         round  corners   75 

band   50 

„        sides   and   bottom 75 

Coat,    padding    50 

shorten    sleeves,    plain .  .   .25 
„        shorten      sleeves,      with 

cuff  made  on  coat 50 
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General     alterations     on     coat, 
from   $1.00  to  $2.00 

Shorten    coat    50 

Alterations      on     dress,      from 

•• $1.00  to  $2.50 

Raincoat,   shorten  bottom 50 

,,  shorten  sleeves 50 

Eliminates  Guesswork. 

One  advantage  of  this  system  is  that 
it  eliminates  guesswork.  The  fitter  is 
an  expert  dressmaker.  She  knows  her 
business  and  she  knows  the  schedule  of 
charges.  The  customer  realizes  that  she 
is  getting  expert  service,  and  is  not 
trusting  to  the  haphazard  advice  of  a 
saleswoman,  who,  though  she  may  be  a 
good  saleswoman,  would  probably  not 
have  much  knowledge  of  how  a  garment 
should  be  altered  to  fit  properly. 

Mr.  McQuarrie  thinks  it  is  a  good 
idea  to  have  the  list  of  charges  for  al- 
terations tacked  up  in  the  fitting-rooms. 
This  enables  the  customer  to  see  just 
what  the  charges  are,  and  it  does  away 
with  any  possibility  of  a  feeling  that 
the  price  is  being  made  to  fit  the  per- 
son. Everyone  is  charged  alike,  and  the 
price  list  shows  the  customer  that  she  is 
being  quoted  the  regulation  charge  for 
the  work  required.  This  does  away  with 
any  chance  of  the  customer  thinking 
that  the  charge  may  be  arrived  at  on 
the    "how-much-will-she-stand"    basis. 

As  a  rule,  two  or  three  days'  time  are 
required  for  making  the  alterations, 
though  it  may  be  done  more  quickly  in 
special  cases.  A  good  deal  also  depends 
on  the  amount  of  work  needed. 
Display  of  the  Garments. 

For  displaying  the  garments  this  de- 
partment is  equipped  with  a  number  of 
glass-fronted  full-length  display  cases, 
circular  and  long  display  racks  and 
tables.  The  latter  are  used  mostly  for 
the  cheaper  grades  of  waists  and  house 
dresses.  The  finer  garments  are  kept  in 
the  cases,  away  from  dust,  and  the 
cheaper  grades  are  hung  on  the  racks. 
The  latter  method,  while  having  much 
in  its  favor,  has  its  drawbacks,  accord- 
ing to  Mr.  McQuarrie.  A  large  number 
of  garments  can  be  shown  in  small 
space,  and  they  may  bo  easily  examined 
by  customers,  but  they  are  more  easily 
soiled  than  if  they  were  under  cover. 
To  keep  them  in  boxes  does  not  allow  of 
them  being  on  display,  besides  making 
more  work  and  taking  more  time  in 
showing.  A  number  of  wax  figures  and 
f(  nus  are  used  for  showing  some  of  the 

more   striking  models. 
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A.  STEDALL,  Limited 

Wholesale  and  Export 
Mantle  &  Costume  Manufacturers 

2  Cannon  St.,  London,  England 

invite  Canadian   Buyers  visiting   Europe 
to  call  and  inspect  their 

New   Season's   Range 

of 

Novelties  for  the  Fall 


in 


Coats  and  Skirts 

Tailor-Made  Coats 

Wraps,  Capes 

Mantles 

Fur  Coats 

Etc. 


Exclusive    designs    in    Fashionable 
three-quarter    <  'oats. 


A.  Stedall,  Ltd.  (established  over  50  years),  is 
one  of  the  largest  companies  in  the  United 
Kingdom,  manufacturing  High-Class  Ladies' 
Garments.  Employ  a  large  staff  of  experienced 
designers  and  cutters  and  have  many  factories 
for  the  exclusive  production  of  these  goods. 


No  Travellers  or  Agents. 


Extraordinary  Value  In  Seal    Coney, 
Musquash    and    Pony    Skin    Coats. 


Wholesale  and  Export  Warehouse: 

2  Cannon  St.,  London,  Eng. 
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Makers  are  Capitalizing  the  Dancing  Craze 

Dancing  is  Going  to  Mean  Large  Sales  of  Merchandise — A  Danc- 
ing Tournament  at  Opening  Time  Should  Create  Interest  and  Lead 
to  Many  Sales. 


NOT  so  very  long  ago  it  used  to  be 
the  millinery  opening  that  was 
the  most  important  event  in  the 
beginning  of  the  store's  showing  of 
styles  and  fashions  for  the  new  season. 
But  of  late  years  the  ready-to-wear  de- 
partment has  aimed  to  fill  this  place  un- 
til it  has  become  the  leader.  It  is  the 
fashion  parade  that  is  the  greatest  at- 
traction, because  the  woman  can  see  the 
articles  of  dress  as  actually  worn.  Even 
in  the  smaller  cities  the  mannequin  has 
appeared,  and  the  opening  days  of 
the  season  have  become  a  function. 
One  big  store  has  not  even  confined 
this  feature  to  the  opening  period, 
but  when  there  has  been  any  high 
novelty  to  show  has  organized  a 
mannequin  parade  in  the  depart- 
ment. The  girls,  it  must  be  stated, 
come  from  the  department  and 
are  trained  by  the  trimmer  with  the 
aid  of  a  professor  of  dancing. 

They  are  always  a  little  bit 
ahead  of  us  in  the  big  country  to 
the  south ;  of  course,  they  are  older 
and  their  cities  larger.  Last  Spring 
many  of  them  seized  upon  the  new 
dances  as  a  means  of  giving  added 
interest  to  their  fashion  parades 
and  openings. 

It  is  wonderful  to  find  the  num- 
ber of  people  who  are  interested  in 
the  new  dances,  such  as  the  "One 
Step,"  the  "Hesitation,"  the 
"  Maxixe,"  the  Castle  Walk.  The 
Vernon  Castles  filled  Massey  Hall 
in  Toronto  twice  in  one  day  on 
their  recent  tour.  The  wide-awake 
department  store  executive  is  al- 
ways ready  to  hitch  his  merchan- 
dise waggon  to  such  a  star  as  this 
popular  fad. 

Corsets  for  Dancing. 

In  making  a  feature  of  the  new 
dances  the  merchant  gains  an  op- 
portunity to  bring  pretty  nearly 
every  important  department  in  his 
store  to  popular  notice.  To  begin 
with,  the  usual  corset  is  too  con- 
fining, and  therefore  there  are 
models  put  out  by  the  majority  of 
manufacturers  specially  for  danc- 
ing  wear.  This  feature  alone  is 
worth  while  to  the  merchant  who 
is    endeavoring  to   induce   his   cus- 


tried  that  women  seldom  again  try  the 
low  priced  models.  As  the  dancing  cor- 
set is  not  low  priced,  the  inference  is 
that  its  sale  will  serve  to  introduce  the 
better  priced  model. 

Because  of  the  great  frankness  with 
which  the  woman  who  dances  shows 
them,  pumps  and  stockings  that  are  more 
than  ordinarily  elaborate  are  worn,  and 
there  is  special  lingerie,  and  petticoats 
designed  for  the  dance.  Dress  acces- 
sories, such  as  the  Castle  caps,  and  new 


tomers  to  buy  better  priced  corsets. 
It  is  well  known  that  the  extra 
comfort  and  the  extra  wear  given 
by  a  higher  priced  corset  is  always 
so    much    appreciated    when    once 


pins  and  hair  ornaments  form  a  fruitful 
field  for  future  sales,  and  last,  but  not 
least,  there  comes  the  dancing  dress  and 
the  elaborate  wrap  to  go  with  it. 
Afternoons  As  Well. 
People  are  not  content  to  dance  in  the 
evening  alone,  but  afternoon  dances  and 
teas  are  held  in  both  tea-rooms  and  in 
private  houses.     In  short,  there  is  never 
an  excuse  wanting  for  an  opportunity  to 
dance.     This  means  an  immense  impetus 
to  the   sale  of  dressy   afternoon   gowns 
and  evening  frocks  as  well  as  hand- 
some   wraps     and     evening    coats. 
Therefore  it  will  be  seen  that  the 
dancing  craze  presents  a  big  oppor- 
tunity to  nearly  every  department 
in  the  store  and  one  that  is  well 
worth  capitalizing. 

Nearly  every  store  of  any  size 
has  gone  in  for  a  fashion  parade 
showing  elaborate  gowns,  suits, 
coats,  etc.,  illustrative  of  the  modes 
of  the  new  season.  Therefore  both 
the  store  and  its  customers  are  ripe 
for  something  new.  When  so  many 
departments  promise  to  benefit, 
there  is  every  inducement  to  spend 
money  in  giving  your  customers  a 
chance  to  see  the  new  dances  at  the 
same  time  that  you  are  showing 
vour  new  merchandise. 


Fashion    Parade, 
a   fashion    parade. 


VERNON  CASTLE, 
are  often  advanced  as  a  cause  why 


MRS 
The  new  dances 
skirts  should  ho  wider.  This  photo  shows  Mrs.  Vernon 
Castle  in  one  of  her  recent  gowns,  and  shows  the  width 
of  skirt  that  she  considers  right  for  a  dancing  gown. 
Published  by   special  permission    in   The  Review. 
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Preparing  for 
If  you  have 
you  have  to  put  up  a  platform  or 
have  to  rope  off  part  of  some  de- 
partment for  the  display.  Stores 
that  have  lunch-rooms  usually 
utilize  them  for  the  fashion  show, 
as  it  takes  place  in  the  middle  of 
the  morning  or  of  the  afternoon, 
just  at  the  periods  of  time  when 
customers  are  fewest.  Therefore 
it  would  entail  only  a  little  extra 
expense  to  engage  two  dancing  ex- 
perts for  the  occasion.  The  experts 
should  show  a  programme  of  the 
new  dances,  and,  besides,  a  danc- 
Lng  competition  should  be  organ- 
ized. The  contest  should  be  exten- 
sively advertised.  For  the  first 
prize  a  cup  is  usually  given,  while 
various  articles  of  dress  out  of 
stock  can  be  made  to  do  duty  for 
the  extra  prizes.  The  experts  and 
heads  of  departments  should  be 
judges,  or  the  votes  of  the  audience 
can  be  taken,  and  the  experts  give 
the  casting  vote.  The  dancing 
period  should  be  limited  at  each 
(Continued  on  page  122) 
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THE 

ReginaCloak  Manuf  acturingCo, 

1060  ST.  LAWRENCE  BLVD. 

Montreal 


TVTOT  in   name   only    are    these  garments 
^    "Perfection,"  but  in  style  of  cut  and 
fabric,  quality  and  workmanship. 

"Per fection" coats andsuitsappeal  strongly 
to  the  fashionably  gowned  trade-- they're 
smart  in  appearance,  and  are  in  excellent 
taste. 

It  is  well  worth  putting  yourself  out  to  give 
early  and  careful  inspection  to  the  full  Fall 
range   now    in  the   hands  of   our   travelers. 


Our  Motto—Prompt  Service. 


j? 


"Perfection  Garments'" 

Fashionable  Suits  and  Coats 

For  Fall 
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Sketch  by  Review  A  Hist. 


Sketch  by  Review  Artist. 


Dress  of  navy  blue  face  cloth  with  circular  flounce  applied 
to  the  skirt  to  simulate  a  long  tunic.  The  sleeves  are  set  in 
and  the  waist  is  given  a  bolero  effect  by  button-trimmed 
tabs.  The  vest  is  of  metal  brocaded  cord  silk.  The  vest  is 
net  and  the  collar  is  blue  and  gold.  The  frill  is  of  lace. 
Shown  by  Tt.  D.  Fairbairn  &  Co. 


Skirt  with  new  long  tunic  of  novelty  cloth  in  solid  color, 
and  narrow  underskirt  of  dull-toned  Roman  stripe.  Shown 
by  Livingstone  &  Scott. 
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Pay  Special  Attention  to  School  Outfits 

Early  August  the  Time  to  Push  the  Childreu's  Department — 
Flares  and  Frills  on  Children's  Dresses — Capes  on  the  Latest 
Coats — For  the  Small  Girl. 


CHILDREN  go  back  to  school  early 
in  September,  and  mid-August 
should  see  the  children's  section 
ibusy  with  the  outfitting  of  the  young  folk 
for  their  Fall  term  in  school.  The  holiday 
period  means  that  extra  wear  and  tear 
falls  on  the  wardrobe  and  that  either  a 
new  outfit  has  to  be  purchased  or  the 
old  one  has  to  receive  material  additions. 
Therefore  the  store  should  be  ready  to 
show  children's  wear  for  Fall  soon  after 
the  month  of  August  opens.  Window- 
displays  and  advertising  matter  should 
be  planned,  and  the  stock  should  be  in 
good  shape. 

Cape  Is  the  Novelty. 

As  in  women's  lines,  the  cape  is  the 
novelty,  and  many  of  the  later  coats 
have  the  cape  attached.  This  style  of 
coat  is  always  very  much  liked  for  small 
people  as  it  affords  more  protection  from 
the  weather,  and  at  the  same  time  is  one 
that  is  very  becoming  to  the  slight  child- 
ish figure.  Many  children  wear  cotton 
frocks  all  the  year  round  now.  Often 
both  home  and  school  are  steam  heated, 
and  the  cotton  frock  is  plenty  warm 
enough.  Moreover,  because  it  can  be 
washed  at  frequent  intervals,  it  is  more 
practical  and  more  sanitary  than  the 
dress  of  woolen  material.  This  means 
that  the  heavy  outer  coat  must  be  worn, 
hence  cape  coats  are  sure  to  be  favored. 

Many  of  the  new  designs  in  dresses  for 
children's  wear  show  the  introduction 
of  flounces  and  flare  effects.  The  middy 
cut  so  that  the  blouse  flares  slightly  and 
with  a  skirt  of  a  decided  flare  is  along 
the  lines  of  the  latest  fashion  ideas.  The 
blouse  is  of  navy  ser^e  or  other  plain 
cloth  and  the  skirt,  cuffs  and  collar  are 
of  check  or  stripe  to  match.  A  smart 
Little  dress  of  serge  cut  straight  like  a 
coal  had  as  a  finish  two  narrow  ruffles 
forming  a  very  short  skirt.  These  ruffles 
were  rounded  in  front  and  overlapped. 
The  neck  was  finished  with  a  collar  of 
embroidered  crepe  and  cuffs  of  the  same 
finished  the  sleeve. 

For  the  Small  Girl. 

For  the  small  «rirl  a  smart,  straight 
model  is  prepared  in  serge,  linene  or 
gingham.  It  consists  of  two  straight 
pieces  cut  with  a  wide  armhole  and 
sewed  down  for  a  few  inches  under  the 
sleeve  and  buttoned  down  on  each  side 
the  re>l  of  the  way.  making  ironing  a 
very  easy  matter.  Stitched  to  the  side 
is  a  belt  which  buttons  over  in  the  mid- 
dle of  the  back.  The  collar  is  cape-like 
and   is  el'  either  lawn  or  pique,  and  the 


cuffs  match.  When  the  dress  is  of  serge 
the  collar  and  cuffs  are  embroidered  and 
are  detachable  from  the  dress. 

Party  models  come  in  soft  wool  crepes 
and  when  for  very  dressy  occasions  are 
of  net.  The  dresses  of  crepe  have  fancy 
collars  to  match  the  dress  with  touches 
of  hand  embroidery. 

Sketch  by  Review  Artist. 


Girl's  middy  dress  of  plain  and  plaid.  The 
middy  is  of  heavy  soft  serge  in  navy  blue  and 
the  collar,  cuffs  and  skirt  are  of  tan  and  blue 
plaid.  The  special  feature  of  the  dress  is  the 
flare  to  both  skirt  and  blouse.  Shown  by  Home 
&  Watts. 


A  net  dress  consists  of  three  ruffles;  a 
narrow  one  set  on  to  a  slip  and  a  very 
deep  one  reaching  from  the  shoulders, 
while  another  full  one  encircles  the 
round  neck  in  bertha  fashion,  and  forms 
the  sleeves.  A  bow  of  colored  ribbon  is 
placed  t"  the  side  of  the  front  on  this 
Irill. 


MAKERS   ARE   CAPITALIZING   THE 
DANCING  CRAZE. 

(Continued  from  page  118) 

function,  and  the  process  of  elimi- 
nation should  go  on  at  each  parade  until 
it  culminates  in  the  selecting  of  the 
winning  couple  at  the  last  parade.  These 
parades  are  usually  held  on  twro  succeed- 
ing days:  that  would  mean  that  there 
would  be  four  dancing  periods,  one  each 
morning  and  one  each  afternoon. 
•  This  is  just  an  outline  of  the  scheme 
as  it  has  been  used,  and  of  course  could 
be  amplified  or  modified  to  suit  indi- 
vidual stores  and  circumstances.  In  some 
places  the  parade  and  dance  tournament 
have  been  held  in  a  public  hall  or  one 
of  the  theatres,  while  other  stores  have 
used  an  upper  floor. 

The  holding  of  a  dance  tournament 
should  make  a  large  addition  to  the 
sales,  as  gowns  and  other  accessories 
would  be  wanted  for  the  occasion.  This 
feature  would  offset  in  some  measure  the 
additional  cost.  The  interest  would  cer- 
tainly be  intense,  for  every  one  is  eager 
to  see  the  dances  that  have  been  so  much 
talked  of  in  pulpit  and  in  press. 

Picture  of  Mrs.  Vernon  Castle. 
The  Review  in  this  number  shows  a 
very  charming  picture  of  Mrs.  Vernon 
Castle  in  an  afternoon  suit  of  velvet  and 
fur,  with  the  skirt  under  the  long  slashed 
tunic  of  net  and  lace.  This  idea  was 
featured  strongly  in  many  of  the  dresses 
worn  by  the  lady  members  of  the  Castle 
organization  when  in  Toronto  recently 
and  promises  to  be  a  feature  of  many  of 
the  dancing  gowns  of  taffeta  or  satin 
and  lace. 


A  PLEASING  VARIETY  MARKS  THE 

SPRING  SUIT. 

(Continued  from  page  112.) 

Serges  in  Blue  and  Black. 

Serges  in  blue  and  black  promise  to 
be  among  the  best  sellers.  There  was  a 
very  heavy  demand  for  serge  this 
Spring,  and  following  this  lead,  buyers 
are  favoring  serves  in  their  early 
orders.  Gabardines,  Ottomans.  Bedfords. 
ribelineSj  velour-finished  broadcloths. 
Cheviots,  mixtures,  corduroys  and 
fancies  are  in  the  list  of  materials  used. 

Many  suits  will  show  the  combination 
of  plain  cloths  and  Roman  stripes. 
Roman  striped  silks,  moire,  metal  bro- 
cades and  fur  and  fur  fabrics  are  used 
for  collars  and  facings.  Olive  and  odd- 
shaped  but  tons  are  extensively  used. 
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European   Importations 


The  most  appealing  and  exclusive  styles  in  Fall  evening 
gowns,  day  frocks,  model  blouses  and  tailored  hats. 

These  were  procured  in  Europe's  creation  centres  and 
represent  the  most  attractive  and  unique  fashions  that  have 
ever  been  brought  to  this  country. 

Almost  every  capital  in  Europe  has  contributed  its  quota 
to  this  remarkable  collection  of  original  designs. 

If  you  are  in  town,  call  and  see  this  unusually  interesting 
stock.  There  is  not  an  article  that  will  not  immediately 
impress  you  with  the  care  and  judgment  that  has  been 
exercised  in  the  matter  of  selection. 

If  you  prefer  us  to  send  you  some  of  these  goods  on  ap- 
proval, we  will  gladly  do  so  at  our  own  expense. 


King's  Hall  Building,      St.  Catherine  St.  W.,      Montreal 
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Sketch  by  Review  Artist. 


A  FALL  MODEL. 
Waist  of  canary  yellow  crepe  de  chine  with 
the  long  sleeve  set  in  so  as  to  give  a  yoke  effect. 
The  sleeve  is  gathered  into  a  white  moire  cuff 
and  finished  with  a  frill  of  very  sheer  white 
crepe  banded  with  yellow.  The  collar  is  of 
white  moire,  and  the  vest  is  of  white  crepe  with 
band  of  yellow  edged  on  each  side  with  flat 
Venise   lace.     Shown   by   Ladies'   Wear,   Ltd. 


\    PARIS   CAPE. 

Satin  cape  with  daring  collar  and  frilled 
cape  on  shoulder.  This  cape  is  held  on  the 
shoulder--  by  cross-over  bands  of  satin. 
Drawn   for  The   Review  in  Paris. 
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Waists    and    Underwear   For 
Immediate  Delivery 


Waists 

Crepes,  Voiles,   Muslins,  assorted 
styles  and  a   full  range   of   prices 

Underwear 

Corset  Covers,  Princess  Slips,  etc. 

Sort-up  Your  Stock 

H/e  can  ship  per 
return  express 


Allen  Manufacturing  Co.,  Ltd. 

103-5-7  Simcoe  Street,  Toronto 

Long  Distance  Phone  Adelaide  966 
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Long  Tunics  the  Leading  Feature  for  Fall 

In  Advance  Showings  of  Dresses  More  Fulled  Waists  a  Possibility 
— Dancing  Frocks  of  Lace,  Net  and  Silk  Materials  Promise  to 
Sell — Circular  Flaring  Flounce  to  Complete  Skirts. 


THE  long:  tunic  is  the  dominant 
feature  of  the  new  dresses  for 
early  Fall  trade,  which  are  now 
being  shown  by  the  trade.  This  style  is 
taking',  but  because  so  many  buyers  have 
seized  on  this  style  and  had  it  repro- 
duced in  Summer  dresses  in  order  to 
stimulate  sales  by  showing  something 
that  is  totally  new,  there  is  a  feeling  that 
long  tunics  will  have  to  give  way  to 
some  newer  style  when  once  the  early 
season  is  past. 

The  season  that  is  passing  has  seen 
novelty  ideas  and  new  styles  succeed 
each  other  in  quick  succession,  doubt- 
less because  trade  has  needed  the  stim- 
ulation  of  something  new. 

More  Fitting  Waist. 

There  is  a  tendency  even  in  popular- 
priced  dresses  to  make  the  waist  more 
fitting  and  decidedly  less  loose  and 
blousey.  The  set-in  sleeve  is  here.  As 
yet,  the  arm  size  is  moderately  large, 
but  the  tendency  is  towards  narrower 
shoulders  and  the  smaller  arm  size  and 
the  long  fitting  sleeve.  The  new  idea  is 
the  semi-fitted  basque  with  the  old-fash- 
ioned side  seams  at  the  back  and  darts 
in  front,  only  it  is  cut  so  that  it  adapts 
itself  to  wearing  over  the  low  corset  and 
the  wrinkling  of  the  cloth  at  the  waist 
is  accepted  as  the  vogue. 

These  semi-fitted  dresses  are  showing 
in  serge,  broadcloth,  crepe,  satin  cloth 
and  novelty  fabrics.  Dresses  in  the  style 
of  1880,  button  straight  down  the  front 
to  seven  or  eight  inches  below  the  waist 
line.  A  sash  finishes  the  bodice  and  there 
is  a  long,  flaring  tunic,  and  the  narrow 
underskirt  of  the  plain  skirt  is  of  striped 
material.  The  very  wide  girdle  which 
comes  well  over  the  bust  and  is  drawn 
fight  at  the  waist-line  indicating  the 
curve  of  the  figure,  also  gives  the  new 


outline  and  some  of  the  new  surplice 
bodices  are  drawn  quite  close  to  the  fig- 
ure, extending  the  ends  round  to  the 
back  and  finishing  there  in  bow  and 
ends.  Accomplished  in  whatever  way 
may  be  this  form-fitting  idea  is  the 
novelty  for  the  Fall  season. 

Circular  Flaring  Flounce. 

As  far  as  the  early  season  goes,  it  is 
to  be  the  long  tunic  in  its  many  forms. 
Some  tunics  are  straight  cut  in  front  and 
circular  at  the  back,  while  others  fol- 
low the  cut  of  a  two-piece  skirt.  Many 
tunics  are  formed  of  a  deep  circular  or 
gathered  flounce  acording  to  the  nature 
of  the  material  used  for  the  dress,  put 
on  so  that  the  top  portion  of  the  skirt 
forms  a  deep  yoke  and  the  lower  part 
a  narrow  underskirt  under  the  flaring 
simulated  tunic.  Many  of  the  skirts  are 
being  cut  with  a  flare  at  the  bottom  or 
are  completed  with  a  circular  flaring 
flounce  starting  under  the  tunic.  Long 
box-pleated  and  accordian  pleated  tunics 
over  a  plain  underskirt  are  shown,  and 
there  are  plain  tunics  and  pleated  skirts 
and  skirts  with  both  tunic  and  under- 
skirt. 

The  popularity  of  the  new  dances  is 
going  both  to  influence  styles  in  the  com- 
ing season  and  bring  money  into  the 
dress  section.  All  the  Summer  resorts 
and  large  hotels  are  making  prepara- 
tions for  featuring  dances,  and  dancing 
will  be  all  the  rage  again  in  the  coming- 
Winter.  This  means  that  there  will  be  a 
big  demand  for  fancy  dresses  for  after- 
noon wear  and  also  for  dressy  dancing 
frocks.  The  recent  White  House  bride 
had  the  majority  of  her  gowns  and 
dresses  cut  with  special  reference  to  their 
being  used  as  dancing  gowns. 
•  Butterfly  waists  are  ashimmer  with 
rhinestones,    and    worn      with      flounced 


skirts  of  lace  or  net.  Long-waisted 
Moyenage  bodices  end  in  long  lace 
tunics  or  three  tiered  skirts.  Long  lace 
tunics  above  an  underskirt  of  pleated 
soft  silk  or  chiffon  indicate  the  wealth  of 
ideas  and  the  beauty  of  the  materials 
that  are  being  put  into  the  dancing 
dresses  for  the  coming:  season. 


MESSALINES  AND  CREPES. 

THE  fact  that  fashion  is  again 
favoring  more  tailored  styles  is 
bringing  the  suit  into  prominence, 
and  when  suits  are  worn  the  separate 
waist  comes  of  necessity  into  wear  as 
the  completing  garment.  There  promises 
to  be  a  very  large  representation  of  cot- 
ton waists  in  Fall  lines.  Though  the 
colored  linen  waist  has  dropped  out  con- 
siderably now  that  the  season  for  selling 
white  waists  has  come  round,  plain  tail- 
ored linen  waists  almost  like  shirts,  and 
more  dressy  semi-tailored  models  are 
showing-  for  Fall  wear. 

These  come  in  the  new  colorings  and 
many  of  them  are  touched  up  with  col- 
lars, cuffs  and  vests  of  silk.  Many  of  the 
heavier  cottons  are  retained,  and  these 
come  in  colors  as  well  as  white  while, 
others  show  dots  and  stripes  of  color. 

Silk  waists  in  simple  effects  will  be 
very  popular,  with  messalines  the  big 
sellers  in  popular-priced  waists  an,d  with 
crepe  de  chine  and  kindred  crepes  the 
leaders  in  better-priced  waists.  In  Nov- 
elty silks,  poplins  and  cord  silks  with 
the  dull  finish  stand  first. 

The  new  waists  blouse  less  than  those 
now  worn,  and  though  the  tendency  is 
in  favor  of  the  narrower  arm-hole  and 
the  set-in  sleeve,  many  models  come 
witli  the  kimona  cut  and  with  the  wide 
armhole   and   the   sleeve   set      in 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
In  use  In  the  best  factories.  This  put 
shows  our  style  C.  at  $9.  It  Is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting  Forms. 

DALE    and    PEARSALL 

Front  St.  E.,  Toronto 


43  LEONARD  ST.  OTSfe:'?  NEW 

Sole  Selling  Agent  for 

PERFECTION  MFG.  CO. 

Vanity  Cases  and  Metal  Novelties 

NEW  YORK 
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Fall  line  of 


Dresses,  etc 


will  be  shown  in  our  sample  rooms 
at  the  Prince  George  Hotel,  Toronto 

From  Aug.  1st   to  Sept.  15th 

For  the  convenience  of  the  many  ready-to-wear  buyers  who  visit  Toronto  during  this 
period  we  have  made  arrangements  to  show  our  complete  range  of  Fall  samples,  includ- 
ing silk  and  net  waists,  silk  and  net  dresses,  kimonos,  and  Gait  fleece  robes  at  the  Prince 
George  Hotel,  Toronto, — within  a  few  minutes'  walk  from  the  Union  Station,  corner 
King  and  York  Sts. 

Call  and  see  the  range  whether  you  intend  to  buy  or  not — it  is  most  interesting  froni 
both  the  style  and  value  viewpoint. 

Martin  &  Smith  Company,   Limited 

350  Sorauren  Ave.,  Toronto 


Announcement 

To  The 

TRADE 


Our  Fall  line  of  Kimonos  are  ready 
for  your  inspection.  Travellers  are 
on  the  road  and  will  call  on  you  at 
an  early  date. 

Kassab  Kimonos  Look  Well,  Sell 
Well,  Wear  Well. 

A  Nice  Xmas  Gift  In  A  Nice  Box 
— a  Kimono. 

Silk  and  Delaine  Kimonos  will  be 
ready  for  Xmas  Trade. 

Write  To-day  for  Samples. 

Kassab  Kimono    Mfg.  Co. 

14  St.   Helen   St.,  Montreal 


FOR  more  than  30  years  the  name  "FERRIS"    has  been 
known  to  American  women  to  stand  for  quality,  style  and 
ease.     To-day  the  whole  world  has  swung  round  to  the  Ferris 
ideal — styke  with  flexibility. 
1"^  •  Good    "*  "W    J  •  a 

Ferris  as  Waists 


rrpi  are  recognized  as  the  best  in  style,  quality  and  workmanship,  and 

rfcrCI  are  made  in  over  100  styles  to  suit  every  demand. 


GOOD 
SENSE 


This  label  is  on 

every   genuine 

Ferris  Waist 


Write  for  Illustrated  Ferris  Catalog 

The  popular  styles  should  he  in  every  corset  department. 
The  genuine  Ferris  Waists  are  made  only  by 

THE  FERRIS  BROS.  CO. 
48-50-52  East  21st  Street,  NEW  YORK 


Dry  Goods  Review 


READY-TO-WEAR     GARMENTS 


Established  1832 


Cable  Code :    Law-Bradford 


Spring  1915 


REGISTERED 


BEDFORD  CORDS 
WOOL  SERGES 
SHANTUNG  SILKS 
MOHAIRS 
CREPONS 
BROCADED  MOHAIRS 

GABERDINES,   RAINPROOF 
LININGS 
UMBRELLA  CLOTHS 

All  Exclusive  Cloths  and  Styles 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 


BRADFORD   AND    LONDON,   ENG. 


1 28 
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Pawsons  &  Leafs  Ltd. 

Warehousemen 
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5  to  14  St.  Paul's  Churchyard, 

Cable  Address:  Pawson  London 
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London,  Eng. 
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DEPARTMENTS 

Calicoes  and  Flannels 

Dyed  Flannelettes 

Linens  and  Towels 

Velveteens 

Curtains,  Scotch  Muslins 

Soft  Furnishing 

British  Dress  Goods 
Foreign  Dress  Goods 
Mantles  and  Costumes 
Dress  Skirls 

Silks,  Velvets  and  Crapes 

Ribbons 

Prints  and  Cotton  Dress  Goods 

Laces  and  Veilings 

Embroideries 

Fancy  Neckwear 

Handkerchiefs 

Flowers  and  Feathers 

Trimmed  Millinery 

Shams  and  Felts 

Sports  Hats  and  Fur  Hats 

Gloves 

Hosiery  and  Woven  Underwear 

f    Furs  and  Fur  Coats 

Umbrellas  and  Sunshades 

Haberdashery 

Trimmings  and  Buttons 

Blouses 

Ladies'  and  Children's  Outfitting 


Representative  in  Western  Canada 

mr.  f.  McGregor 

600  Welton  Building,        Vancouver,   B.  C. 

A  VISIT  TO  US  WHEN  IN  LONDON  WILL  BE  TO  YOUR  INTEREST. 
PROMPT  AND  CAREFUL  ATTENTION  GIVEN  TO  ALL  MAIL  ORDERS. 
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FANCY  GOODS 

NOTIONS  &  TOYS 


Good  Season  Expected  in  Belts  and  Girdles 

Many  Styles  in  Patent  Leather  Shown — Vestee  Belts  Selling  in 
Many  Fabrics — Tunic  Girdles  of  Lace  and  Silk  the  Latest — 
Numerous  Bead  Novelties  for  Fall — Moire  Bags  Big  Sellers. 


JUST  about  as  busy  a  section  as  there 
is  in  the  store  is  the  belt  and  girdle 
section.  The  idea  of  the  belt  of 
polished  or  patent  leather  caught  on 
very  rapidly,  due,  no  doubt,  to  the  ex- 
cellent preparation  provided  by  the  cire 
ribbons — that  is — the  ribbons  finished 
with  glycerine  and  looking  as  though 
they  had  had  a  coating  of  stove  polish. 
Belts  have  been  made  of  this  ribbon, 
but  the  belt  selling  now  is  made  of  pat- 
ent leather  with  a  high  polish.  The 
belts  worn  up  to  the  present  time  have 
been  of  the  wide  crush  variety  with 
huge  looped  bows  of  the  same  leather 
hiding  the  fastening,  and  these  belts 
are  worn  according  to  the  wearer's 
fancy  with  the  bow  either  at  the  back 
or  front.  The  first  belts  put  on  the 
market  were  very  wide,  hut  the  latter 
comers  are  narrower  and  there  is  some 
call  opening  up  for  belts  about  three 
inches  wide  to  wear  with  Summer  cotton 
dresses.  The  crush  belt  of  moderate  di- 
mensions is,  however,  most  in  demand 
and  best  in  style. 

Silk  Girdles  Over  the  Hips. 

Silk  girdles  that  are  wide  enough  to 
come  down  over  the  hips  of  Roman 
stripe  or  bayadere  silks 
are  very  much  worn. 
Manufacturers  are 
making  the  most  of  the 
present  demand  and 
are  putting  out  attrac- 
tive samples  in  every 
conceivable  style  and 
made  in  plain  flowered, 
plaid  and  striped  taf- 
fetas. Many  of  these 
girdles  are  really  tunics 
and  are  finding  a  reacty 
sale  as  they  transform 
a  plain  straight  last 
season's  dress  into  one 
reflecting  the  present 
tunic  mode.  The  latest 
of  these  funic  girdles 
are  made  of  wide  Ori- 
ental      net       flouncins 


made  with  a  shirring  or  pleating  of  silk 
around  the  waist  line  and  fastening  un- 
der a  butterfly  bow.  One  of  these 
girdles  instantly  transforms  a  plain  silk 
or  crepe  dress  into  a  gown  sufficiently 
smart  for  dancing. 

Waistcoat  girdles  have  been  spoken  of 
before  and  their  vogue  is  not  only  in- 
creasing, but  it  promises  to  run  into  the 
Fall  and  Winter  season  as  many  of  the 
new  coats  are  made  so  as  to  show  the 
bottom  part  of  a  vest. 

At  present  models  in  soft  pique  are 
the  best  sellers  but  these  vestee  girdles 
are  showing  in  kid,  suede,  cord  silks, 
stripes,  metal  brocades  and  a  host  of 
other   novelty    fabrics. 

Pleated  Silk  for  Slender  Figure. 

Another  style  of  girdle  that  is  good  in 
New  York,  but  which  is  only  suitable  for 
the  very  slender  figure  is  made  of  pleat- 
ed silk.  These  girdles  are  quite  wide 
and  finish  on  either  edge  with  a  narrow 
quilling.  They  are  very  tailor-mad.'  in 
effect,  and  the  fastening  is  hidden  under 
the  pleats  without  any  bow  or  other  or- 
namentation. 

Other  "irdles   are  made  of  soft  satin 


BEAD  X  E< '  K   CHAINS 
No.  1— Clouded  amber  and  amethyst.     No.  2 — Ivory  large  round  bemads 
altcM'ii.-itiii^   with   smaller   beads       No.   .'!     Long  beads  of  clear  amber  alter- 
nating with  beads  of  pearl.     Shown  by   European  Novelty  Co. 
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and  are  boned  at  intervals.  They  are 
very  wide  and  are  worn  as  low  as  pos- 
sible over  the  hips.  Some  are  fastened 
invisibly,  while  others  have  bows  or 
rosettes  of  the  material. 

The  featuring  of  many  ideas  in  bags 
still  continues,  and  therefore  there  can 
be  said  to  be  no  predominating  line. 
Fabrics,  however,  seem  to  be  better  liked 
than  leather  bags,  but  both  are  selling. 
The  newest  fabric  bags  are  made  of 
striped  moire  silk,  and  the  leading  idea 
seems  to  be  to  put  as  many  fittings  as 
possible  into  a  bag.  The  oval  shape  is 
the  leader,  but  the  pannier  shape  is 
liked  because  a  bag  in  this  style  in 
roomy  and  bolds  a  number  of  articles. 
The  pannier  bag  illustrated  shows  this 
idea,  for  besides  the  mirror  which  is  at- 
tached to  the  frame  by  a  leather  strap 
there  is  a  flat  coin  purse  in  a  side 
pocket  and  an  inner  frame  closing  an 
inner  compartment.  This  bag  comes  in 
moire  in  two  colors  and  the  lining 
matches  the  frill. 

Beaded  Bags. 

Beaded  bags  are  shown  in  very  elab- 
orate designs  and  in  a  variety  of  styles. 
'There  are  pannier 
shapes  and  shapes 
with  the  metal  frame 
and  all  of  them  have 
the  mirror,  the  change 
purse  and  other  vanity 
fittings. 

A  new  kind  of  bead- 
ed bag  is  made  of 
ivory  or  ebony  beads 
about  the  size  of  a 
pea.  These  beads  are 
threaded  on  interlaced 
cords  and  are  finished 
with  a  beaded  fringe. 
N"early  all  bead  bags 
have  the  fringe  finish, 
and  the  frames  are 
carved  and  set  with 
cameos  or  precious 
stone9. 
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Are  you  supplying  the  bead 
demand  of  your  town? 


THE     popularity    of    bead 
necklaces    and    chains    is 
growing   every   day,   as   is 
evidenced  by  the  continual  rush 
of  mail  orders. 

If  you  are  not  getting  your  share 
of  this  business  you  should  look 
over  your  stock  and  sort  it  up  with 
some  snappy  lines.  Beads  are  good 
and  will  stay  good  indefinitely,  so 
why  not  make  the  best  of  this 
vogue  while  it's  on? 

For  $15.00 

We  will  send  prepaid  3  dozen 
necklaces,  20  different  patterns,  in 
the  following  colors:  amber, 
green,  red,  blue,  tango,  white, 
etc.,  in  plain  colors  and  in  combin- 
ations. 

18  to  retail  at  50c $9.00 

6  "           75c 4.50 

6  "         $1.00  6.00 

6  "         $1.25   7.50 


Black  chain  in  dull  and  jet,  to  retail  at 
popular  price. 


Cost  you  $15.00 
Less  b%        .75 


$27.00 


$14.25 
Profit  nearly  100  per  cent. 


WRITE  TO-DAY 

Orders  shipped  same  day  as  received.       'WE    HAVE    THE    GOODS" 

The  Ideal  Hair  Goods  Company 


LIMITED 


77  York  St., 


Toronto 
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FANCY  GOODS.  NOTIONS  AND  TOYS 

Boom  in  Art  Needlework 

Business  the  Whole  Year,  With  Fall  as  Best 
Selling  Period — Classes  Held  in  Many  Stores — 
Stamped  Articles — Fancy  Embroidered  Bags — 
Ribbonsene  Work. 


MOIEE  BAG. 

The  body  is  black  moire  and  frill  and 
edge  of  strap  band  comes  in  colors,  with 
the  lining  matching.  The  mirror  is  at- 
tached, and  there  is  an  inner  compartment 
and  also  coin  purse  and  pocket  for  the 
same.  Shown  by  Flett,  Lowndes  &  Co., 
Ltd. 


Fairly  large  sizes  are  the  ones  liked 
in  pannier  bags,  and  the  new  weave 
thai  allows  for  expansion  when  the  bag 
if  filled  is  the  best  seller.  All  bags  now 
arc  made  with  the  chain  fastened  to 
each  side  of  the  frame.  Either  very 
line  mesh  or  mesh  connected  with  small 
diamond  or  trefoil  or  four  foil  plates 
are  most  favored.  Some  of  these  latter 
bags  have  some  of  these  plates  gold 
washed  and  arranged  so  that  they  form 
stripes.  Many  chain  bags  in  the  ti net- 
mess  bags  are  enameled  black.  Small 
coin  purses  and  children's  bags  are 
showing  at  prices  that  should  make  tlieni 
big  sellers  for  the  Fall  and  for  the  holi- 
day trade.  Bags  are  finished  with  metal 
tassels  and  rows  of  small  metal  pend- 
ants. 


A    DOLLAR-DUTY    SLOGAN. 

H.  Hastie,  dry  goods  merchant,  Car- 
man, Man.,  after  his  name  in  his  ads, 
uses  the  phrase,  "Where  Your  Dollar 
Does  Its  Duty." 


THE  fancy  departments  are  the 
backbone  of  the  dry  goods  busi- 
ness, and  one  of  the  most  profit- 
able of  all  is  the  art  needlework  depart- 
ment. This  department  is  one  of  the 
very  tew  that  does  not  call  for  a  first 
floor  location,  and  where  business  can 
be  better  done  on  an  upper  floor.  This 
is  because  so  many  departments  hold 
classes,  and  teach  the  new  stitches  to  all 
customers  wishins'  to  learn,  and  also 
because  .more  room  can  be  had  for  dis- 
play purposes.  Business  in  this  depart- 
ment has  grown  witli  great  rapidity  in 
recent  years.  Only  a  few  years  ago  the 
selling  season  was  almost  entirely  con- 
fined to  the  last  few  months  of  the  year 
— now  there  is  plenty  of  business  in  a 
rightly-conducted  repartment  in  every 
months  of  the  year.  There  are  novelties 
appearing  right  along, — added  to  the  in- 
ducements that  all  departments  give 
from  time  to  time,  either  in  the  way  of 
clearing  out  broken  lines,  or  in  the  way 
of  lines  bought  at  special  prices  from 
the   jobbers   or   manufacturers. 

Very  few  stores  hold  classes  all  the 
year  round,  but  at  certain  seasons  which 
vary  somewhat  according  to  local  con- 
ditions, these  classes  draw  much  trade 
into  the  department.  As  a  rule,  classes 
can  be  run  to  advantage  right  through 
the  Fall  months,  as  many  women  begin 
their  Christmas  fancy  work  just  as  soon 
as  the  vacation  season  is  over. 

Of  recent  years  sales  have  been  in- 
creasing in  this  department,  as  it  is 
catering  more  closely  to  the  needs  of  the 
woman  who  likes  fancy  needlework  of 
some  description  to  work  at  while  in  the 
country  or  sitting  on  the  veranda  of 
the  Summer  home. 

The  Summer  demand  runs  largely  to 
stamped  articles  for  children's  and  per- 
sonal wear  and  for  articles  for  house- 
hold use,  and  there  is  a  never-ending 
demand  for  effective  patterns  that  do 
not  tax  the  patience  of  the  worker  oi- 
lier   powers    too    far. 

Bootees  Stamped  on  Feet. 

The  art  needlework  houses  are  busy 
witli  extra  novelties  I  hat  always  appear 
at  this  season.  Among  the  many  attrac- 
tive new  things  may  be  mentioned 
bootees  stamped  upon  felt  and  embroid- 
ered in  satin  and  lazy-daisy  stitch.  The 
educs  are  but  ton-holed  and  the  bootees 
are  fastened  in  front  with  three  pearl 
buttons  as  well  as  a  little  strap  around 
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the  ankle.  This  buttoning  right  up  the 
front  is  for  convenience  in  laundering. 
Many  novelties  are  showing  in  fancy 
bags.  Some  are  developed  in  moire  in 
black  and  colors  embroidered  in  small 
flower  sprays  in  satin  stitch.  Some  are 
embroidered  in  colored  silks  mixed  with 
small  coral  and  silver  or  gold  beads. 
Crewel  wools  in  old-fashioned  shades 
used  for  embroidery  bags  make  a  newer 
finish   than  either  beads  or  silks. 

Luncheon   Sets. 

Luncheon  sets  are  good  sellers  and  the 
newest  are  embroidered  in  blue.  The 
patterns  are  taken  from  the  chinaware 
imported  from  the  East  into  Europe 
in  the  eighteenth  century.  The  willow- 
plate  is  one  of  the  most  familiar  of  these 
designs,  but  others  show  baskets  of 
fruit,  birds,  etc.  Satin  stitch  and  out- 
line stitches  are  the  ones  most  used  and 
all  edges  are  buttonholed.  A  set  usually 
consists  of  a  centrepiece  28  in.  in  dia- 
meter, and  four  sizes  of  doileys,  six  of 
each  size. 

Cross-stitch  patterns  continue  very 
popular,  as  the  work  is  so  simple  and 
the  effect  when  the  colors  are  well  chosen 
is  exceedingly  good.  Manufacturers  are 
going  more  and  more  to  old  samples  for 
patterns,  and  roses  and  other  old-fash- 
ioned flowers  and  trellis  work  in  black 
is  often  used  for  the  background.  Some 
of  the  newest  patterns  have  the  back- 
ground worked,  against  which  the  pat- 
tern stands  out  in  white  space.  These 
new  designs  are  very  effective  and  are 
very  easy  to  work. 

Filet  embroidery  or  ribbonsene  work- 
is  increasingly  popular,  and  the  chief 
reason  is  that  it  is  easy  to  do,  and 
quite  large  pieces  can  be  worked  with 
but  little  trauble.  The  foundation  for 
this  work  is  filet  mesh,  and  the  pattern 
is  worked  in  narrow  ribbon-like  silk 
braid,  which  comes  in  a  big  variety  of 
pastel  colors.  The  filet  mesh  can  be  ob- 
tained in  square,  oblong  or  oval  medal- 
Lions  and  can  be  worked  up  into  a  var- 
iety or  useful  articles  for  decorating  the 
home,  such  as  bed-spreads,  bureau  scarfs. 
pin-cushion  covers  and  cushion  tops. 
These  medallions  are  often  joined  to- 
gether with  bands  of  Cluny  lace,  and  are 
further  adorned   with  bows  of   ribbon. 

Thi'  newer  cushion  tops  come  in  floral 
patterns  now.  and  the  majority  o\"  them 
are  worked  in  wood  silk,  though  silk  and 
mercerized  cotton  are  also  used.  Fuchias. 
roses,  clover  and  daisies  form  the  pat- 
terns   most    favored. 
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Dress  Shields 

are  guaranteed  against  damage 
to  the  gown  through  any  fault 
of  the  Shield. 

Of  every  million  GEM 
Dress  Shields  we  sell,  less 
than  three  are  found  faulty 
under  the  guarantee. 

Three  in  a  million  seems 
to  us  a  pretty  good  average. 

1.  B.Kleinert  Rubber  Company, 

•72J-723-7a5~7a7    Broadway,    New  YorK 
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Profitable  Toy  Department    All   the   Year 

Bryson  &  Graham's,  in  Ottawa,  Have  Succeeded  in  Reversing 
Custom  of  Most  Stores — Dolls'  Hospital  One  of  its  Greatest 
Attractions — Advertise  at  Least  Once  a  Week — New  Goods  All 
the  Time. 


Prom 


Interview    with    J.    Moreau,    the    Mnnager. 


OTTAWA,  June  26.— Many  a  visitor 
to  the  store  of  Bryson  &  Graham, 
in  this  city,  gives  a  look  of  sur- 
prise in  wandering  through  that  twenty- 
in-one  store  in  coming  upon  a  toy  de- 
partment in  full  operation  in  the  Sum- 
mer month  of  June.  Not  only  open,  but 
doing  business,  and  a  wonderful  busi- 
ness at  that.  Doing  the  most  profitable 
business  in  the  store,  the  investment 
considered.  Doing,  as  a  man  who  ought 
to  know  told  The  Review — and  he  does 
not  live  in  Ottawa — doing  the  best  busi- 
ness in  the  capital  of  any  toy  depart- 
ment in  Canada. 

The  secret,  if  such  it  is,  lies  in  a  fact 
that  is  advertised  in  every  notice  of  the 
department:  "Toys  all  the  year  round." 

Why  Only  at  Christmas? 
The  manager,  a  young  man  full  of  his 
subject,  J.  Moreau.  lias  mastered  the 
secret  of  most  unusually  successful  de- 
partments. He  projects  himself  into  the 
position  of  prospective  patrons.  Whj 
should  a  child  'jet  a  ball,  or  doll,  or  other 


kind  of  toy  only  at  Christmas'?  Is  it 
only  once  a  year  the  juvenile  fancy  turns 
to  thoughts  of  these?  Will  there  be  no 
sales  in  January,  March,  June,  August 
even  ? 

A  little  experimenting  proved  the 
fallacy  of  the  negative  position.  Hence, 
to-day  that  toy  shop  upstairs  is  selling 
dolls  and  dolls'  clothes,  velocipedes, 
balls,  dolls'  carriages,  picture  books, 
toys  of  various  kinds,  even  to  teddy 
bears  and  cute  little  dogs.  So  well 
known  is  the  Bryson  &  Graham  toy  de- 
partment that  inquiries  in  other  dry 
goods  stores  are  frequently  met  with  the 
reply:  "Von  can  get  it  at  Bryson  & 
Graham's."  Surely  a  good  form  of 
publicity   for   the   toy    department. 

If  you  scan  the  picture  of  the  depart- 
ment as  it  appears  here  you  will  notice 
show  eases  all  along  the  rierht-hand  side; 
the  tops  of  these  cases  filled;  not  onh 
filled  shelves,  but  toys  suspended  from 
the  shelving,  and  baskets  and  pennants 
hanging  from  bhe  ceiling:  while  dolls' 
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carriages,  with  here  and  there  a  big  doll 
inviting  purchase,  reclines  inside  or  on 
top.  You  will  notice  the  first  principle 
of  salesmanship  strongly  exemplified : 
the  display  of  goods. 

At  the  left-hand,  at  the  back,  are  toys 
also,  velocipedes,  etc.;  while  at  the  left 
side  is  a  music  department.  If  there  is 
any  criticism  it  would  be  that  the  de- 
partment is  too  crowded;  too  little  room 
for  display  of  goods:  too  little  space  for 
trying  out  those  tricycles,  dolls,  car- 
riages, etc.  The  firm  realize  this  fully, 
but  what  a  tribute  to  a  department  of 
Toys  All  the  Year  Round!  Not  many  in 
Canada  would  have  this  to  say. 

Dolls'  Hospital  Best  Drawing  Card. 

The  Review  asked  Mr.  Moreau  what 
one  factor  had  proved  the  strongest  in- 
ducement with  the  public  to  patronize 
this  department  in  what  most  people 
consider  "  off"   sesons. 

The  Dolls'  Hospital 

This  sounded  interesting,  and  the  ex- 
planation equally  so. 
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In  stocking  Notions, 
dont  forget  that 
"every  woman  can 
afford  the  best  in 
the  little  things  of 
dress" 

De  Long 
Manufactures 

—  standards  irt 
their  line  —  will 
make  your  notion 
counter  famous 
for  quality  and 
reliability. 

The  DeLong  Hook  and  Eye 
Company 

of  Canada,  Ltd. 
St. Marys.  Ontario 
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"Yes,  a  dolls'  hospital,  and  there  is 
tie  nurse."  He  pointed  to  one  of  the 
&irl  clerks. 

• "  We  started  by  keeping  it  open  one 
month  in  the  year;  then  two;  then  all 
Fall,  and  now  it  goes  steadily,"  ex- 
plained   the   manager. 

"The  idea  simply  is  that  we  repair  all 
'injuries'  of  dolls,  from  broken  legs  or 
arms  or  bodies,  or  put-out  eyes  or  torn- 
off  hair.  The  children  come  to  us  with 
their  dollies  in  this  shape,  and  we  repair 
them  at  a  good  profit." 

Very  Little  Trouble. 

"But  doesn't  it  become  a  nuisance 
doing  repair  work?" 

"No,  it  is  very  little  trouble.  You  see 
if  a  leg  is  broken,  in  most  cases  now  it  is 
a  kind  where  it  is  jointed  at  the  knee  or 
thigh,  and  we  keep  on  hand  a  large  stock 
of  surplus  arms,  legs,  even  eyes  and 
bair.  Ordinarily  under  these  circum- 
slances  there  is  very  little  glueing  or 
regular  'repair'  work  to  do. 

$6.50  for  $3.02. 

"This  replacing  of  parts  is  very  pro- 
fitable. For  instance,  a  child  broke  her 
doll's  head;  we  sent  for  another,  costing 
us  $3.02,  and  we  charged  $6.50  for  it." 

The  "Dolls'  Hospital"  is  advertised 
in  the  papers,  and  made  further  prom- 
inent by  window  displays.  In  one  there 
was  a  reproduction  of  a  hospital,  doctor, 
ambulance,  dolls,  etc.,  that  was  an  en- 
ticing study  for  hundreds  of  girls. 

"We  try  to  get  something  new  all  the 
time,"  Mr.  Moreau  continued,  in  speak- 
ing of  retaining  interest  in  the  depart- 
ment. "We  advertise  once  or  twice  a 
week.  One  time  it  will  be  floating  toys, 
and  we  demonstrate  them  by  a  big  bath 
o?  some  kind  of  vessel  filled  with  water 
in  our  department  here.  To-day  we 
are  featuring  $1  dolls" — as  will  be  seen 
in  the  illustration.  There  they  are, 
standing  up  or  sitting  down  on  top  of 
the  show  case,  ticketed  with  the  $1  mark. 

"We  are  constantly  on  the  look  out 
for  novelties,  and  if  they  are  interesting 


they  will  be  bought,  no  matter  what  the 
time  of  year." 

Supplementaries. 

"You  have  a  few  other  lines  here — 
fancy  baskets,  and  so  on.  What  part  do 
they  play?" 

"They  are  here  to  supplement — to  fill 
in  the  time  of  the  clerks,  and  keep  the 
department  busy  all  the  time,  whenever, 
as  must  be  the  case  in  all  departments, 
there  comes  a  lull  in  regular  lines.  We 
have  pennants,  baskets,  woodenware, 
and  so  forth.  Then  at  the  left  there  is 
a  music  department  with  a  piano,  also  a 
profitable  section. ' ' 


Stock  Always  Clean. 

There  is  another  advantage  in  the  all- 
t he  year  operation  of  this  department: 
it  involves  a  much  smaller  percentage 
of.  loss.  Games  and  toys  are  disposed  of 
during  the  intervening  months,  so  that 
there  is  little  stock  on  hand  when  the 
buying  for  the  big  Christmas  rush  starts. 
Toys  are  not  there  long  enough  to  be- 
come out  of  date,  nor  is  there  the  dam- 
age  from  packing  away  and  unpacking 
and  other  handling. 

"There's  good  profit  in  toys,"  re- 
marked Mr.  Moreau  in  conclusion,  "and 
tl.at  after  all  is  the  sreat  thing." 


NOVELTIES  IN  TOYS  THIS  FALL. 

Some  interesting  new  lines  are  shown  here.  The  upper  left-hand  one 
is  for  drawing;  in  the  next  the  animals  can  be  moved  on  cords;  the  lower 
left-hand  one  represents  a  train  made  up  of  a  score  of  parts  fitting  in: 
while  in  the  next  animals  can  be  set  up  in  slits  in  the  landscape.  Shown 
by  Eaphael  Tuck  &  Sons. 

Some  Novelties  in  Toys 

Practical  Models  Brought  Out  in  Animals, 
Engines,  Autos,  Etc.,  as  Aids  to  Drawing  or 
Studying  Parts — Mechanical  Moving  Pictures. 


\   glimpsi    of  the  music  departmenl 

!> Lng    iln'   toys   Ls    Bryson, 

Graham  store. 


A  NUMBER  of  novelties  are  being 
shown  in  toy  books,  mechanical 
cardboard  puzzles  and  toys,  pic- 
ture building  and  drawing  outfits.  These 
are  lines  that  are  being  stocked  to  a 
larger  extent  by  dry  goods  and  depart- 
ment stores  every  year.  They  are  rnod- 
erate  priced,  are  not  easily  broken  or 
soiled,  and  are  most  attractively  gotten 
up. 

A.mong  the  new  features  in  this  line 
Dor  the  coming  season  is  a  package  en- 
titled, "Pictures,  and  How  to  Make 
Them."  This  is  an  attractive  box  contain- 
ing eighteen  perfect  models  of  animals. 
birds,  etc.,  to  guide  the  young  artist  in 
drawing.  The  outfit  also  lias  colored  and 
outline  pictures  as  examples  and  half  a 
dozen  sheets  of  drawing  paper  and  a 
pencil.  As  a  gift  for  children  it  should 
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be  what  is     claimed     for  it,  interesting, 
educational  and  entertaining. 

See-Saws  is  a  series  of  new  mechani- 
cal models  of  toys,  in  which  all  the  fav- 
orites from  nurseryland  are  pictured  in 
cut-out  cardboard.  By  pulling  a  string 
the  see  saws  are  put  in  actual  operation. 
There  are  five  of  the  models  in  each 
box. 

Panorama  Books. 

Panorama  books  are  another  decided 
rovelty.  These  books  open  out  in  panor- 
amic effect  and  cut-oul  figures  are  pro- 
vided which  are  inserted  in  numbered 
places  in  different  pari-  of  the  scenery. 
giving  a  realistic  effeci  and  no  end  of 
pleasure  to  the  children.  The  cut-out 
figures  are  contained  in  a  cardboard  en- 
\  i  lope  attached  to  the  back  cover. 
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with  our  latest  samples  of 

Boot  and  Shoe  Laces  Name  Goods 

Hurculace  and  St.  George  specialties,     Name     Labels,    Coat    Hangers,    Shirt 

etc.  Labels,  etc.,  etc. 
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Mending  Wools  Shoe  Findings 
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Cannot  Meet  Demand  for  Bead  Novelties 

Lively  Sale  is  Prospect  for  Fall— Strength  Lies  in  Completing 
Color  Effects  —  Switches,  Rolls,  etc.,  Will  be  Good  Again  - 
Business  in  Ear-rings  Booming. 


ACTIVE  preparations  are  being 
made  for  supplying  the  demand 
that  will  come  for  bead  chains 
and  necklets  as  soon  as  the  Fall  season 
opens.  The  houses  dealing  in  bead 
novelties  have  been  totally  unable  to 
meet  the  demand  for  desirable  lines. 
Stocks  are  depleted  now,  and  all  the 
sellers  are  picked  out,  but  the  market  is 
not  satisfied  yet  with  bead  neck  chains, 
and  the  opening  up  of  the  Fall  season 
will  see  a  lively  sale  in  progress.  The 
strength  of  the  necklet  craze  lies  in  the 
color  effect,  and  the  fact  that  at  very 
little  expense  a  note  of  high  or  complet- 
ing color  can  be  given  to  any  toilette. 
Moreover,  the  craze  is  profitable,  and 
manufacturers  will  keep  it  alive  by 
snowing  new  combinations  and  novelties. 
Jet,  jet  and  amber,  amber  and  pearl, 
ivory,  ivory  and  jet,  amber  and  amethyst, 
jade,  jade  and  jet,  coral  and  coral  and 
amber,  jet  or  ivory  are  all  good.  All 
manner  of  novelty  shapes  are  shown, 
and  many  necklet  ideas  as  well  as  the 
long  chains  are  showing. 

Increased  Sale  for  Hair  Goods. 

Though  women  have  largely  gone  back 
to  the  simple  forms  of  dressing  the  hair 
for  the  heated  season,  there  is  a  lovely 
and  growing  demand  for  artificial  hair, 
and,  judging  from  the  coiffures  Paris  is 
showing,  with  the  Fall  will  come  an  in- 
creased sale  for  switches,  rolls  and  other 
forms.  The  hair  continues  to  be  dressed 
in  a  pompadour  piled  high  at  the  back 
and  meeting  the  long  roll  or  puff  made 
from  the  rest  of  the  hair.  The  most  im- 
portant point  in  hair  adornment  lies  in 
the  fact  that  no  matter  in  what  fashion 
the  hair  is  dressed,  pins  glittering  with 
rhinestones  are  used  as  ornaments.  These 
pins  take  many  new  shapes,  and  many  of 
them  have  the  head  of  white  metal 
wrought  into  numberless  fancy  shapes. 
The  general  setting  consists  of  rhine- 
stones, but  other  mock  jewels  are  used 
as  well. 

Barrettes  Are  Smaller. 

There  is  talk  of  high-pierced  Spanish 
and  1830  combs  and  of  head-dresses 
fashioned  from  bands  of  tulle,  and  in 
Paris  some  very  eccentric  feather  effects 
are  seen,  bu  nothing  of  this  kind  has 
reached  the  popular  trade  as  yot.  Bar- 
rettes  are  selling,  but  those  wanted  are 
much  smaller  than  in  the  beginning  of 
the  season,  and  among  the  now  things 
are  shell  pins  hinged  at  the  top,  so  that 
they  may  be  turned  in  the  direction 
where  the  effect  is  best.  Big  shell  pins 
are  show  in  tr  with  jointed  heads  and  with 


the  head  or  pin  studded  with  rhine- 
stones. The  heads  come  on  hinges,  and 
they  turn  in  any  direction  and  at  any 
angle  from  the  prongs  of  the  pin.  These 
pins  can  be  thrust  into  the  hair,  and  the 
head  can  then  be  twisted  in  any  direc- 
tion that  has  the  best  effect. 

Business  in  ear-rings  is  booming,  and 
' '  everyone ' '  is  wearing  Victorian  drip 
or  large  rings.  Drops  come  first,  and 
some  of  the  drips  showing  are  fully  3 
inches  long.  Jet  ear-rings  come  first, 
but  for  Fall  many  beautiful  novelties  in 
sterling  silver  and  genuine  onyx,  jet  and 
rhinestones,  rhinestones  and  amber,  and 
rhinestones  and  pearl. 

Black  and  white  combinations  are 
very  much  favored,  and  everything 
points  to  black  and  white  as  high  style. 
Drops  and  hoops  in  varying  sizes  and 
effects  are  about  all  there  is  to  it  in  ear- 
rings at   the   present  moment. 
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NOVELTIES  IN  FEATHER  FANCIES 
FOR  FALL. 

(Continued  from  page  109.) 

velvet,  and  now  though  Mid-summer  has 
hardly  arrived,  the  black  velvet  hat  is 
the  one  worn  everywhere.  The  hats  are 
larger,  and  it  is  expected  that  low- 
crowned  broad-brimmed  sailor  models 
will  leap  into  favor.  Brims  vary  with 
the  changing  ideas  of  the  designers,  but 
the  whisper  that  is  going  around  says 
that  hats  are  to  be  larger.  Small  shapes 
look  better  with  the  present  type  of 
dress,  but  that  may  change  also.  The 
sailor  type  is  strong,  and  while  the  low 
crown  is  universal,  the  brim  outline  is 
often  changed.  Elongated  side  lines  are 
the  latest,  and  clusters  of  paradise  or 
other  fancy  feather  effects  curl  grace- 
fully over  at  the  back.  As  ostrich  is 
particularly  well  suited  to  this  form  of 
trimming,  there  is  little  doubt  as  to  its 
great  popularity  for  Fall,  for  trimming 
the  dress  hat.  Vulture  in  many  forms, 
especially  the  burned  quills,  forms  a 
very  effective  trimming  for  the  many 
types  of  sailors  showing.  Some  hats 
dispense  with  high  mounts,  and  are 
trimmed  with  just  a  single  white  rose  or 
gardenia  posed  flat  on  the  right  side  of 
the  brim  in  front. 

Rose  and  Stem  in  Silver. 
Among  the  few  models  that  have  been 
shown  as  yet  is  a  moderately  large  black 
velvet  hat  with  low  flat  crown  and  with 
the  flat  brim  raised  by  a  bandeau  on 
the  left  side,  and  with  a  rose  and  foilage 
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as  the  sole  trimming.  This  rose  and  its 
stem  and  foliage  in  all  in   silver. 

Many  turbans  and  polo  shapes  are 
showing  in  velvet.  These  follow  the 
lines  of  the  smaller  hats  and  are  not  so 
new  as  the  sailors  for  undoubtedly  the 
most  radical  ideas  so  far  comes  in  the 
wide  brimmed  sailors  with  the  eoques 
breast  showers  and  the  high  knife  quills 
used  as  the  trimming. 

Many  white  taffeta  hats  are  preparing 
for  early  Fall  and  these  are  nearly  all 
combined  with  navy  blue.  If  the  hat  is 
white  the  facing  is  navy  and  there  is  a 
wreath  of  navy  blue  daisies  and  white 
leaves  around  the  crown.  When  the 
hat  is  navy  the  facing  is  white  and  the 
daisies  are  white  with  blue  leaves. 

Sailors  at  Decided  Angle 

The  new  sailors  are  worn  at  a  very 
decided  angle  and  come  down  decidedly 
over  one  eye.  The  crowns  often  follow 
this  slant  and  are  higher  on  one  side 
than  the  other. 

Paris  is  talking  about  Second  Empire 
styles  and  predictions  are  made  that  bell 
skirts  are  on  the  way.  If  bell  skirts  are 
accepted,  the  bell  shape  will  be  intro- 
duced again  in  millinery,  and  the  droop- 
ing graceful  shepherdess  style  will 
follow. 

Already  lampshade  models  of  velvet 
and  tulle  or  lace  are  shown  and  this  is 
pointing  in  the  same  direction. 


PALL  MODEL. 

Velvet    toque    with    large    white    wing 
t  rimming. 
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A  CERTAINTY  {or  the  Coming  Fall  and  1915 

WIDE  MILITARY  BRAID 

All  the  Latest  Up-to-date  Novelties 
Pay  us  a  visit  before  going  to  the  Continent 


HENRY  WARDEN, 


BRAID   AND  TRIMMING    MANUFACTURER 
11,   OAT  LANE,  LONDON,  E.C. 


VASSAR    EMBROIDERY    HOOPS 

THE  ADJUSTABLE  "HOOP  OF  QUALITY" 
The  inner  hoop  is  fashioned  from  seasoned  maple,  lathe  turned  and 
highly  polished,  the  outer  is  made  of  highly  polished  rustproof  metal, 
fastened  with  a  strong  coiled  spring,  which  cannot  tear  the  fabric. 
That  s  why  the  Vassar  is  the  only  hoop  that  will  instantly  adjust 
itself  to  any  thickness  of  fabric  and  hold  it  securely.  And  it's  a 
better  hoop  to  sell  for  ten  cents  than  most  others  at  any  price.  Made 
4,  5,  6,  7,  and  8  inches  in  diameter,  also  oval  3x6,  4x9,  and  6x12. 

MILLIONS  OF  WOMEN  ARE  USING  THE  VASSAR 

ARE  YOU  SELLING  THEM?    YOU  CAN  TRY  THEM  AT  OUR  RISK 
BY  SAYING  THE  WORD 

TheTHOS.  P.TAYLOR  CO. 

MAKERS  OF  THE  VASSAR   HOOP 
SINCE  1890 

BRIDGEPORT,  CONN.,  U.S.A. 

487  Broadway,  New  York 

67  Chauncy  St., 

Boston,  Mass. 


IT  CANNOT  TEAR  THE 

FABRIC 

IT  CANNOT  SLIP 

IT  CANNOT 

OUT  OF 

ORDER 


Cloth 
tory. 


Cov 


JJare  specialists  in 
buttons  and  can 
supply  a  1  1  your 
needs.  Buttons  of 
every  description 
carried  in  stock  and 
we  show  the  biggest 
variety  o  f  Glass, 
Crochet,  Celluloid, 
and  all  other  lines. 
Large  range  of 
ered,  made  in  our  fac- 


If  our  representative  has  not  yet 
shown  you  our  line,  send  for 
samples. 

" Always  Something  New" 

A.  Weyerstall  &  Co. 


Head  Office 

TORONTO 

145  Wellington  St.  W. 


Branches 


Montreal         Winnipeg 


No.  501 


No.  501— A  handy  foundation 
which  will  appeal  to  the  home 
dressmaker.  Well  constructed, 
best    materials. 


Everlast  Coat  Foundations 

Other  merchants  from  coast  to  coast  are  finding  that  these  "coat-making  simplifiers" 
are  boosting  the  sales  of  their  dress  fabrics,  trimmings,  lining,  etc.  Why  not  you  get 
in  line  with  this  quick-selling  profit-booster  by  getting  in  a  stock  of  them  in  time  for 
the  fall  dress-making.     Made  in  various  styles  to  suit  every  requirement. 

Toronto    Pad    Company,    Limited 


333  ADELAIDE  ST.  W. 


TORONTO 


Western     Representative: 


J.  W.     Lcathorn,    Pacific    Mercantile    Agencies,    Vancouver,    B.C. 
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LONDON  WAREHOUSES 
51-52  ALDERSGATEST 
E.C. 


.    ^GROVE  &  CO.  i; 

1#  *  MANUFACTURERS  OF  '  C  fi  fi 

SILK  THREADS,  SUITABLE  FOR  *-Q 

WEAVING,  KNITTING  andtfEM  BROIDERY 

a  I .-  o   Italian,  China  and  Japan  Trams,  Organ/ins,  Sewings,  Flosses,  Spuns  and  Twists 

MACHINE  SEWING  SILKS     :     : 
EMBROIDERY  SILKS  and   FLOSSES 

ALSO^ ARTIFICIAL  SILK  FOR  WEAVING,  KNITTING  and  EMBROIDERY 

CANADIAN  REPRESENTATIVE 

F.  A.  TURNER,    52  Bay  Street,  TORONTO 


MILLS:  St. ALBANS 
and  REDBOURN, 
HERTS 


"SLIPPON" 

COIFFURE   FASHIONS 


Patent 


13 
Nets 
to  the 
Dozen 


Reg'd 
Copyright 


13 

Nets 
to  the 
Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net'which  adjusts 
itself  to  the  present  style  of  coiffure. 


NO  PINS 


NO  WORRY 


Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 


LONDON 


Sole  Agent  in  Toronto 


ENGLAND 


R.  W.  R.  COWIE,  77  York  Street 

To  Pirates: — 

This  envelope    is    copyright,     design     registered,     and     net 
patented. 


A  few  weeks  of  mail  in- 
struction under  our  prac- 
tical card  writing  teach  e 
will  enable  you  to  add 
hundreds  of  dollars  to  your 
annual  earning  capacity  and  make  you  reason- 
ably independent. 

THE  SHAW  CORRESPONDENCE  SCHOOL 

YONGE   and   GERRARD    STS.,  TORONTO  Mention  this  paper 

Write  to-day  for  "Prospectus  and  full  Information. 


Attention,  Manufacturers'  Agents! 

We  are  being  continually  approached  by  manufacturers  in  Great  Britain  and  United 
States  who  require  representatives  in  this  country,  asking  us  if  we  can  recommend  suitable 
representatives. 

We  would  appreciate  it  if  you  would  drop  us  a  line  and  state  whether  you  can  handle 
another  good  line  in  Canada,  giving  full  particulars  so  we  can  refer  these  enquiries  to  you. 

The  Dry  Goods  Review 

Publication  Office,  143  University  Ave.,  Toronto,  Ontario 
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In  All  the  World,  No  Other  Line  Like  This" 


Some  of 
the  New 
Imported 
Ideas 


Rite  Baby  Feeding 
Plates  (keep 

food  hot). 

Rite  Baby  Soap 
(Floating). 

Rite  Baby  (Ball 
Bearing)  Pins. 

Rite  Stork  Maison- 
ettes. 

Rite  Baby-Rasp- 
berry Confection 
(for  constipa- 
tion). 

Rite  Nursery  Bas- 
kets. 

Rite  Baby  Refrig- 
erator with  Bas- 
ket. 

Rite  Baby  Nursery 
Bottles. 

Rite  Baby  Basin- 
ettes. 


Baby  Baskets 
in  new  and 
o  r  i  g  i  n  a  1 
shapes  and 
sizes. 

Stork  Party 
Favors  that 
are  new  and 
different. 


See 
Rite 
"Baby 
Toodles' 


"Rite"  Baby  Maisonette 

The  Latest  From  Europe 

Our  special  representative  who  has  been  in  Germany,   Austria,    Italy,   Holland, 
England  and  France  for  the  past  two  months,  has  secured  the 

American  Rights  for  Many  Brand  New  Novelties 

which  are  now  on  exhibition  in  the  RITE  Showrooms. 

This  European  collection,  big  as  it  is,  forms  but  a  small  part  of  our  entire  line  of 

5000  New  Rite  Originalities 

— practical,  amusing,  instructive  and  sanitary. 

And  many  other  specialties  of  the  sort  for  which  the  name  RITE  is  famous. 
An  early  visit  to  our  showrooms  will  make  your  department  the  most  popular  in 
your  city. 

If  nun  are  not  oomino   in   \nr   Turk,  let  us  send  nou  one  of  our  $25, 


$50  or  $75  Sample  Assortments. 


a 


Rite"  Specialty  Co. 


35-39  West  36th  Street 


Bet.  Fifth  and 
Sixth  Avenues 
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NEW  YORK 


New  and 
Original 
Ideas 


in 


Rite  Baby  Rattles. 

Rite    Baby    Toilet 
Sets. 

Rite  Baby  Station- 
ery. 

Rite    Baby    Record 
Books. 

Rite      Baby     Coat 
Hangers. 

Rite    Baby    Teeth- 

n  g    Kings. 

Kite  Nursery  Toys. 

Kite      Baby      Play 
Yards. 

Rite       Nursery 

Chairs 

Rite    Baby    Rubber 
Toys. 

Rite        Musical 
Cushions. 


Another  Im- 
portant Fea- 
ture this  Year. 

Won  derf ul 
Mechani  ca  1 
Pieces  for  De- 
partment Dis- 
plays. 


Full 
Line 
Ready 
July  ' 
First 
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New   Party    Cases 

We  are  doing  the  Party  Case  busi- 
ness of  the  country. 

We  keep  adding  styles  continuously 
— novel,  practical,  high  class,  to  be 
profitably  retailed  at  moderate 
prices. 

We  show 

NEW  BELTS 

Newest  of  the  new — to  retail  from 

50c  up. 

We  know  what's  wanted  and  how  to 

make  it  RIGHT — and — 

If  it's  popular  it's  here. 


VESTEE  Belts  in  Patent  Leather, 
Enamel  Cloth,  White,  Black  and 
Colored  Kid,  White  Pique,  Moire' 
Pekin  Stripes  and  Fancy  Brocades. 

NOTE  OUR  NEW  SALES- 
ROOM 

383  FIFTH  AVENUE,  NEW  YORK. 

(Between  35th  and  36th  Streets) 
for  your  next  New  York  visit. 

P.  W.  LAMBERT  &  CO. 

Makers  of  Fashionable  Fabric  and 
Leather  Novelties. 

Office  and  Factory 

64-66  Lispenard  Street,    New    York 


Baby  Novelties 


Hundreds 

of    Articles 

that  Sell  at 

Sight,  at 

Popular 

Prices. 


The    Kind 
You  Do 
Not   See 

Elsewhere 


Write    for    a 
Special    $25,    $35    or    $50    Selection 

To    retail    at    25c    to    $1.00. 
Mail    orders   filled    immediately. 


Our  Fall  line  will  be  ready  for 
inspection  July  1st.  Call  and 
inspect  this  attractive  line  whe.i 
in    New    York. 


Bailey  &  Bailey 

Importers  and   Manufacturers 
INFANTS'   NOVELTIES 

Bailey  Building 

27  East  22nd  Street,  New  York 


You   Need 
The   Bailey 

Line  for 

the    increase 

of  your 

business. 


43  LEONARD  ST. 


NEW  YORK 


QPECIAL   lines  designed    to    meet    the 
^  wants  of  the  Canadian  market  in  Belts, 
Bags,  Hair  Ornaments,  Fancy  Goods, 
Jewelry  and  Holiday  Goods. 


Stains LBesr^« 


t)REfrDNOlJtil1T 


§tyKK 
and 

Dur3ble 


ler5 


tr 


ALL  WOOL  SPECIAL  FINISH 


Wholesale  Agents  for  Canada  :  J.  B.  Henderson  &  Co.,  Ltd. 
439  King  Street  West.  Toronto 

Tti  iiu  i\~.h  ai  i\h  ui  iik  aSaMlfcalfc^Ozifiii  ii:in0nQi  ti^uzSi^^^airalsl 
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Manufacturers  and  Merchants 

We  are  makers  of  a  great  variety  of  cloths  and  linings, 
especially  adapted  for  the  Canadian  trade. 

Do  Not  Fail to  send  t^rples  anJ  They  Interest  You 

Specialties 

BAG  LININGS  AND  TRUNK  COVERINGS 
GLOVE  LININGS  AND  CANVAS  GLOVE  CLOTHS 
SHIRT  CLOTH  AND  OVERALL  LININGS 
CLOTHIERS'  LININGS 
CAP  AND  HAT  LININGS 
HORSE  BLANKET  LININGS 
BOOT  AND  SHOE  LININGS 
UPHOLSTERY,  etc.,  etc. 


Representative    for                                T        1                  T»                 •                           r>           /"^  Representative    for 

Ontario             John  rattison   &  Company  quebec 

C.  M.  Lindsay,                                                                     Atkinson    St.  dimming  &  Fraser 

Wellington  St.  West                                                 MANCHESTER  84  St.  Francois  Xavier  St. 

TORONTO                                                                       „      ,       ,  MONTREAL 

England 


Tf  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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Fewer  Widths  and  More  Long  and  Narrow  Sizes 

Successful  Theory  of  A.  E.  Rea  Shoe  Department  That  Pleases 
Customers  and  Keeps  Stocks  Down — Making  a  Specialty  of  $4 
Lines — Displays  on  Bargain  Days — Trunks  and  Valises  a  Good 
Adjunct. 


From   an    interview   with    R.   Coles,    buyer   and    manage 

Limited.    Ottawa. 


for    Slice    Department,    A.    E.    Hae. 


LLF  I  AHE  main  thing  is  to  make  the 
people  pleased  and  to  fit  them 
properly. ' ' 
This  is  the  principle  on  which  R.  Coles 
is  working  in  the  shoe  department  of  the 
A.  E.  Rea  Co.,  Ltd.,  Ottawa,  a  good  idea 
of  which  can  be  secured  from  the  accom- 
panying illustration.  As  will  be  seen, 
there  are  two  main  divisions,  women's 
and  men's.  The  children's  are  kept  near 
the  former,  with  boys'  shoes  near  the 
men's.  When  this  growing  department 
is  enlarged,  the  infants'  and  children's 
will  be  together  by  themselves,  the  ideal 
triple  division,  according  to  the  man- 
ager. 

"Fit  them  properly." 

Mr.  Coles,  who  had  a  long  experience 
in  several  United  States  cities  and  in 
Hamilton  before  accepting  his  Ottawa 
position,  takes  a  different  view  of  the 
fitting  question  than  many  other  sellers. 
He  holds  strongly  to  a  theory  that  a  shoe 
department  should  not  sell  short,  wide 
shoes.    They  should  be  long  and  narrow. 

"  Why?  Because  the  latter  are  more 
comfortable.  When  you  are  walking  the 
shoe  goes  forward  with  you." 

Never  Ask  The   Size. 

Mr.  Coles  carries  this  so  far  as  to  give 
;i  customer  a  size  of  V2,  1,  IV2,  or  even  2 
larger  than  he  <>r  she  is  accustomed  to. 

"  Never  ask  the  size  a  customer 
wears,"  ho  advises.  "  Just  measure  her 
foot  and  don't  tell  her  what  size  you  are 
giving  her,  unless  she  asks.  If  you  give 
them  shoes  thai  lit  them,  you  make 
friends  and  they  are  sure  to  come  back. 
Ii  is  particularly  necessary  to  measure 
u  omen  's  feet,  as  they  are  apt  to  mention 
;i  smaller  size  1  ban  really  tits  them.  Bu1 
don'1  contradicl  them.  Gel  what  you 
think  will  lit  tlirni  and  thej  ne\  er  men 
1  ion  the  size." 


This  "  long  and  narrow  "  plan  works 
out  in  another  way,  favoring  a  smaller 
stock.  The  buyer-manager  does  not  be- 
lieve in  carrying  an  extensive  line  of 
widths.  At  the  most  he  carries  only  one 
or  two  pairs  and  runs  into  C,  D,  and  E. 

"  I  prefer  to  carry  a  greater  number 
of  sizes  rather  than  the  greater  number 
of  widths,"  he  says. 

Division   of   Stock. 
He  makes  his  great  run  on  stocking  up 
between    3%    and    6V2    m    his    women's 
shoes.      His    division    of   his    stock   runs 
roughly  thus : — 

Sizes.  Per  cent. 

1-3    5 

3i/2-6y2   90 

Over  6V2   5 

"  Many  stocks,  he  added.  "  are  di- 
vided more  like  this: 

Sizes.  Per  cent. 

1-3   80 

Over  3   20 

Running  strong  on  medium  sizes  is  the 
guiding  policy  in  buying.  Mr.  Coles 
would  prefer  to  lose  a  sale  in  an  odd 
width  than  to  stock  up  indiscriminately 
with  a  few  of  each  just  for  the  sake  of 
having  no  "  blanks."  His  medium  size 
theory  he  hit  off  by  an  apt  remark:— 
"  You've  never  seen  a  5V2  or  6V2  double 
E  on  the  bargain  counter." 

"  This  long  and  slender  policy  i-  par- 
ticularly advisable  in  the  case  of  chil- 
dren." added  the  buyer-manager. 

"When  a  customer  conies  in.  never 
ask  her  size.  Just  say  '  I  Mease  be  seat- 
ed." and  take  off  her  shoe  and  put  the 
stick  along  it  and  make  it  a  couple  of 
sizes  larger." 

Loading  Up  Sales  Counters. 

The    head    of    this    department,    like 

oilier    successful    shoe    men.    believes       ill 
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keeping  his  store  cleaned  up  by  sales. 
As  the  photograph  shows,  there  is  a  line 
of  show  cases  across  the  whole  length 
of  the  department.  The  tops  of  all  of 
these  are  utilized  on  a  sale  day.  But 
this  is  only  half  the  battery  of  display 
appliances:  across  the  aisle  are  five  sets 
of  cabinets  stocked  with  shoes  and  there 
are  "  bargain  "  lots  on  top  of  all  of 
these.  The  price  of  the  piled-up  soods  is 
marked  plainly  and  prominently.  Liberal 
cuts  are  made  in  the  price  of  slow  sellers. 
When  there  is  no  special  sale  on  the 
department  assumes  a  more  gala  appear- 
ance. Some  of  the  showcases,  and  at 
times  all.  are  used  for  the  display  of  the 
finer  class  of  goods  and  on  the  tops  are 
only  a  few  shoes,  with  a  bcniquet  of 
flowers  here  and  there,  which  adds  an 
appreciated  touch  to  the  whole  appear- 
ance of  things. 

A   $4   Line   For  Men. 

An  experiment  is  being  carried  on, 
especially  in  the  men's  department,  of 
running  strong  on  a  popular  priced  line 
of  shoes.  A  $4  line  has  been  chosen  and 
specially  good  values  are  offered  in  a 
large  number  of  styles.  The  $4  men's 
shoe  is  played  up  in  the  newspaper  ad 
and  by  signs  in  the  department,  and  the 
demand  for  this  priced  shoe  is  increas- 
ing steadily.  The  firm,  of  course,  sell 
many  of  other  prices,  but  this  is  the  big 
feature.  Samples  of  these  $4  -hoes  cover 
the  top  of  all  the  shelves  along  one  inner 
aisle. 

Handy    For    Cartons. 

A  study  of  the  illustration  shows  a 
handy    feature   of   the   equipment     rows 

of  sholv  eS  for  each  la\  er  of  cartons.  This 
arrangement  is  beiim  adopted  in  a  num- 
ber of  stores  lately.  Ordinarily,  of 
course,   the  cartons  an'  piled   one  on   the 


FOOTWEAR     DEPARTMENT 
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J^ototdcis 


Custom-Made  Folding  Slipper  for  Home  and  Travel 

COOL    -    COMFORTABLE    -    DRESSY 


MARY    JANE  FOCMGLUV 

Made  in  all  colors  of  embossed  leathers, 
soft  kid  and  morocco;  in  standard  sizes,  '1 
to  7,  without  carrying  cases,  silk  lined, 
price  $18.00  per  dozen. 


Footgluv    Encased 


FOOTGLUV 

Made  in  Russia  calf,  soft  kid,  moroceo, 
satin  and  silk,  silk  lined,  and  furnished  with 
carrying  cases  of  same  material;  made  in 
standard  sizes;  women's  2  to  7;  men's  7 
to  12.  Prices  from  $13.20  to  $27.00  per 
dozen. 


They  are  year  'round  sellers  and  profit  producers  of  from  50  to  75%. 


Samples  Sent   Prepaid 


The  Sultana  Mfg.  Co.,  319  Findlay  St.,  Cincinnati,  Ohio 


The  Latest  Shoe  Novelties 

Send  for  an  assortment  from  our  stock  of  Shoe  Buckles 
ranging  in  price  to  retail  from  25c  to  .$1.50  a  pair. 

Rhinestones,  Plain  Black  or  White  and  Cut  Steel  are  the 
fad,  and  will  be  the  big  factors  in  this  country  for  Fall 
and  Winter.  We  illustrate  four  of  our  Rhinestone 
Buckles  which  are  always  in   stock. 

If  you  want  to  increase  your  Buckle  trade,  write  to 

The   Smith-D'Entremont  Co.,  Ltd. 

1475  Queen  Street  W.  TORONTO 


STORE     MANAGEMENT— COMPLETE 


16  Full-Pa*. 
Illustrations 


A  Co 


Store 


"  272  Pates 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 
By  FRANK  FARR1NGTON 
lion  book  to    Retail  Advertising  Complete 
$1.00    POSTPAID 

Store    Management — Complete"    tells  all    about    the 
management  of  a  store  so  that  not   only   the   greatest    sales 
|  but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  shonld  be 

to  hold  trade.  The  money-b^ck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebelling  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.      Keep  the   book  ten  days  and   I  it  isn't 
worth  the  price  return  it  and  set  your  money  back. 

Technical  Bonk  Dept.,  Maclean  Publishing!  Co. 
TORONTO 


43  LEONARD  ST. 


YI  NEW  YORK 


A 


NYTHING  new  you  see  and  want  in  Fancy 
Goods  write  for  samples — we  are  direct  Selling 
Agents  for  American  Manufacturers   in  Canada. 

Walter  G.  Bretzfield,     —   New  York 
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FOOTWEAR    DEPARTMENT 


View  of  shoe  department  of  A.   E.   Rea,  Limited,   Ottawa,   adjoining   ready-to-wear   section. 


other,  and  a  whole  row  often  has  to  be 
pulled  out  to  get  the  one  wanted. 

What  Lines  Are  Good. 

The  views  of  Mr.  Coles  on  shoe  styles 
will  be  of  interest  as  he  gave  them  to 
The  Review: 

"  Suedes  are  very  good;  tans,  of 
course,  are  dead,  although  a  variation  of 
these,  mahogany,  are  selling  fairly  well 
for  men. 

"  One  long  drawn-out  last  for  ladies 
will  be  the  best,  in  my  opinion. 

"  The  kidney  heel  is  dead,  and  will  be 
replaced  by  the  Spanish  Cuban,  a  pretty, 
neater  heel,  and  much  better,  as  it  does 
not  catch  on  the  dress  and  wear  it  out. 
Moreover,  no  rubber  fits  right  on  the 
kidney  heel. 

"  For  tops,  black  cravenettes  are  best; 
drab  are  fairly  good,  with  gaiter  effect. 
Grev  ooze  quarters  are  good  in  Gaby 
effect," 

Trunks  and  Valises. 

Trunks  and  valises  are  an  important 
adjunct  of  the  shoe  section.  They  are 
displayed  on  the  tops  of  ledges,  and  a 
special  place  is  found  for  them  on  the 
broad  stairway  leading  to  the  depart 
ment.  As  many  as  fourteen  trunks  have 
been  sold  in  a  single  day  and  the  turn- 
overs  are    very   rapid. 

' '  There  should  be  a  turnover  six  times 
a  year  in  shoes  and  twelve  times  in 
trunks  and  valises,"  Mr.  Coles  holds. 

The  shoe  department  adjoins  the 
ready-to-wear,  and  the  two  play  into 
each  other  with  mutual  advantage. 


STYLE   NOTES. 

Pumps  are  worn  almost  exclusively 
this  season.  For  street  wear  the  modi- 
fied colonial  styles,  with  the  short-point- 
ed tongue  made  of  patent  colt  or  kid,  is 
the  staple  shoe.  Patent  shoes  are  not 
the  exclusive  wear,  for  there  are  many 
women  who  decline  to  wear  patent 
leathers  in  the  summer  season  because 
they  heat  the  feet.  Therefore  many 
styles  in  patent  colt  and  kid  are  dupli- 
cated in  dull  finished  leathers. 

Street  shoes  have  buckles  covered  with 
the  leather  or  of  black  celluloid,  and  the 
favored  form  of  heel  is  the  new  Louis 
Cuban.  This  heel  has  a  very  graceful 
curve  given,  which  places  the  base  of 
the  heel  forward,  so  that  it  supports  the 
arch  and  gives  perfect  poise  and  comfort. 
Shoes  for  dressy  wear  come  in  numerous 
combinations  of  patent  leathers,  with 
fabric,  buck,  suede,  etc.  As  a  rule,  only 
the  vamp  is  of  leather,  the  rest  of  the 
shoe  being  of  fabric.  The  fabric  or 
leather  used  for  the  quarter  often 
matches  the  gown,  or  is  of  fawn,  grey 
or  white.  The  cut  of  pumps  and  slippers 
has  been  wonderfully  improved  since 
dancing  became  the  vogue;  not  only  is 
the  shoe  better  fitting,  but  various  de- 
vices have  been  adopted  to  keep  the  top 
of  the  shoe  from  stretching.  A  new  fea- 
ture is  the  very  general  use  of  straps, 
Which  further  help  to  keep  the  shoe  snug 
to   t ho  foot. 

The  shoe  buckle  is  a  big  item,  and 
pages  of  paper  could  he  covered  giving 
the  descriptions  of  various  shoe  buckles. 
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Besides  buckles,  cabouchons  or  button 
ornaments  are  used  as  a  finish  to  many 
straps.  Buckles  come  in  gold  and  silver, 
rhinestones,  black  or  white  celluloid,  and 
when  the  shoe  is  of  bronze  kid  the 
buckles  match. 

The  position  of  the  white  shoe  has 
been  much  debated.  White  for  summer 
wear  is  coming  again  into  favor,  and, 
according  to  the  costuming  at  the  Wood- 
bine race  track,  the  white  shoe  is  in- 
variably worn  by  the  smartly  dressed 
woman  with  the  white  srown. 


A  UNQIUE  SUIT. 

A  UNIQUE       suit       was       recently 
brought    against    the    Regal    Shoe 
Company  at  Pittsburgh,  Pa.,  for  a 
new  pair  of  shoes  or  refund  of  money, 
and  the  decision  has  been  given  in  favor 
of  the  company. 

That  the  shoes  did  not  repel  water 
and  that  he  had  got  his  feet  wet  by 
dampness  entering  the  inseam  at  the 
shank,  was  the  grounds  upon  which  the 
action  was  brought  by  C.  H.  Jones,  who 
made  his  purchase  in  October  last  year 
and  who  returned  the  shoes  to  the  Regal 
Shoe  store  on  November  10th. 

Mr.  Jones  was  politely  reminded  that 
the  company  did  not  guarantee  these 
shoes  to  repel  water  hut  that  oil  would 
he  applied  to  the  parts  exposed  to  the 
dampness. 


FOOTWEAR    DEPARTMENT 


Dry  Goods  Review 


Babies'   Cacks 

"The  Roman"  brand  of  British  Baby  Boots 

in  all  materials,  Kid,   Felt,   Silk,   Canvas,   etc. 

Come  Cheaper  than  Canadian  or   American    Made    Goods 

A  FALL  NOVELTY 
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Montreal: 

Pollack'  Bros.  &  Co. 
Read  Bldg. 

45  St.  Alexander  St. 


(Design  reg'd, 

Babies'  "Gaiter  Boot" 

A  Combined  Babies'   Cack  and  O'Knee  Gaiter,  Sizes  1x6 

R.  A,  Romain  &  Coy.,  Ltd. 

48-50  Peartree  Street,  London,  E.C.  (England) 

Cables  :   Defiance,  London,  Eng.;  A. B.C.  5th  Edition 


Toronto: 

Pollack    Bros.  &  Co. 
64  Wellington  St.  W. 


A.  Winkler  &  Co. 

5,   Charterhouse   Buildings.   Aldersgate, 

London,  E.C. 

and  at  Vienna  (Austria) 

London  and  Continental    Smart  Footwear  in 
medium  and   best  grades. 


Make  Sewrounds  in  all  materials  for  Evening 

and  Outdoor  wear. 

Louis  XV  Heels  a  Specialty. 

Leading  Lines  in  Satin  Shoes — all  colours 

with  Hose  to  match  in  All  Silk,  Silk  Anklet 

and  Mercerised   Lisle. 

Slides  and  Ornaments  in  great  variety. 
Illustrated  Catalogue  of  Stock  Lines  sent  on  application. 
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Our  New  York  Fashion  Letter 

Button  Styles  Basis  of  All  Models — Combination  Effects,  Match- 
ing or  Contrasting  With  Costume  —  Smartness  Secured  by 
Ornaments  on  Low  Shoes  —  Long,  Narrow,  Slender  Lines  in 
Vamp  and  Heel — Broader  Heels. 


NEW  York,  June  29— (Special 
to  The  Review) — The  basic 
lines  of  the  present  footwear 
modes  are  founded  on  the  button  ef- 
fects that  maintain  their  effective 
smartness  through  all  the  types  that 
are  worn  for  day  or  evening.  Thus 
one  finds  the  boot  for  morning  with 
the  tailored  suit,  the  dressy,  dainty 
affair  for  the  afternoon  frock  and  the 
evening  sandal  all  in  some  phase  of 
the  buttoned  mode.  This  vogue  of 
buttoned  boots,  by  the  way,  extends 
to  the  footwear  of  men  and  children 
as  well  as  women. 

Consistent  with  the  buttoned  styles 
are  the  strap  sandals,  scores  of  them, 
mostly  with  buttons  or  simulated  but- 


tons, holding  close  to  the  foot  much 
better  than  the  ordinary  pump.  One 
of  the  newest  and  most  convenient 
modes  of  holding  some  of  these  san- 
dals to  the  feet  is  by  means  of  a 
broad  strap  fitted  with  a  snap-fastener 
that  catches  at  the  side  under  a  broad 
ornamental  tab. 

Novelty  of  effect  is  the  latest  mode 
in  footwear,  due  without  a  doubt  to 
the  craze  for  dancing  that  has  made 
us  conscious  of  our  feet.  Women 
have  become  as  particular  of  their 
feet  as  of  their  frocks. 

MATCHING  OR  CONTRASTING. 

Chief  of  these  is  the  combination 
effect — two  materials  in  one  model, 
matching  or  contrasting  with  the 
costume.  Brocades  and  cloths,  with 
dull  and  patent  leather,  gray  kid. 
bronze  kid,  black  and  colored  suede, 
combined  with  a  chic  that  is  most 
French.  Black  and  white  combina- 
tion is  also  smart  once  more. 


Novelty  and  variety  and  unusual 
smartness  are  also  produced  by  the 
many  little  ornaments  that  are  added 
to  low  shoes  for  day  and  evening,  a 
mode  that  makes  possible  a  change 
of  buckle  or  pompon  on  one  shoe  for 
variety's  sake. 

Long,  narrow,  slender  lines  in 
vamp  and  heel  are  the  most  desired 
effects  for  smartness.  Louis  heels  and 
the  modified  Louis  or  the  Cuban 
Louis  are  preferred  and  these  heels 
are  now  built  so  broad  at  the  base, 
without  losing  their  beauty,  that  no 
objections  can  be  made  to  them  on 
hygienic  grounds.  Medium,  short 
vamps  and  medium  round  toes  have 
an  equal  style  value  in  many  parts  of 
the  country. 

This  is  a  season  of  seasons  for 
Colonials.  They  are  shown  in  num- 
erous striking  effects  in  the  arrange- 
ment of  tongue,  buckles,  strappings 
and  overlays,  and  are  accepted  as  the 
smart  thing  for  afternoon  wear. 


Nothing  can  be  smarter  for  a  dressy  boot  than  this 
combination  of  patent  leather  and  brown  silk  brocade, 
in  the  button  style  which  is  the  accepted  sort  for  all 
but  outing  wear.  The  fashionable  slender  line  is 
maintained  in  the  Louis  heel  and  the  lengthened  toe, 
while  a  mock  welt  and  brown  pearl  buttons  add 
daintiness  and  style. 


Tin  Castlt  pump  is  th  nam<  given  to  this  smart 
combination  of  shiny  leath  r  and  silk  brocade.  The 
novelty  featun  is  th  simp,  finished  at  the  side  with 
a  buckle  and  with  th<  most  convenient  devic*  of  o 
snap  fastener  underneath  thi  tab.  Thi#  snap  fasten- 
ing and,  tht  shapi  of  th  pump  render  it  th  bestpos- 
sible  sort  forth  modern  tango.  Underth  strapisan 
,  lastic  that  holds  to  th  foot. 
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Tbis   illustration   serves   a   double   purpose,   showing   below   the   men's   shoe   section    of  the   MacMillan    store,   and    above   the   unique 

location   of  the   women's  department    on    the   mezzanine   floor. 

Coupons  for  Free  Shines  with  $3.00  ShoeQ 

MacMillan  Store  of  Saskatoon  Issues  Five  With  Each — Show- 
case on  Mezzanine  Floor  Leads  to  Department  —  Systematic 
Divisions  According  to  Styles,  Price,  etc. 

By  a  Staff  Correspondent. 


SASKATOON  June  2(5.—  (Special ).— 
Many  shoe  departments  in  depart- 
ment stores  have  a  sameness.  There 
are  fixtures,  with  cartons  or  stock  boxes, 
fitting-stools  and  settees,  and  the  cus- 
tomary show  cases  containing  shoes  and 
findings.  There  are  shoe  departments 
with  individuality,  however,  and  there 
are  managers  here  and  there  who  have 
ideas  all  their  own.  Among  these  is  the 
shoe  department  of  F.  R.  MacMillan, 
Saskatoon. 

Showcase  at  Entrance  to  Mezzanine. 

Mezzanine  floors,  as  everybody  knows, 
are  the  rendezvous  for  women,  and  the 
management  of  this  store  struck  a  happy 
idea,  when  they  located  the  ladies'  shoe 
department  in  a  place  where  women  con- 
gregate. It  is  not  in  the  way,  beinir  at 
the  left  of  the  stairs,  and  a  person  head- 
ing for  the  mezzanine  floor  may  avoid  it 
by  keeping  straight  on;  but  at  the  top 
of  the  stairs  is  a  showcase  containing 
children's  and  women's  footwear.  This 
is  no  ordinary  display.  It  is  a  lightning 
arrester  to  women;  it  pulls  them  up 
quickly,  and  causes  them  to  exclaim, 
"What  cute  shoes!"  and  looking  around, 
they  see  the  department.  The  showcase 
carries  "le  dernier  cri"  in  footwear, 
and   the  writer  states   on  the   authority 


of  the  department  manager  that  it  is  a 
silent  salesman  in  truth,  many  a  lady 
turning  the  corner  with  a  request  that 
some  of  those  shoes  lie  tried  on  her  child- 
ren. 

There  is  something  particularly  pleas- 
ing in  being  able  to  select  your  shoes 
away  up  on  this  floor,  and  to  look  down 
at  the  giddy  multitude  beneath.  It  is 
quiet,  and  isolated,  and  private. 

Coupons  for  Free  Shines. 

There  is  another  feature  here  that  de- 
serves mention — a  ladies'  shoe  shine, 
placed  in  a  position  where  those  outside 
of  the  department  cannot  see  it.  Witli 
each  pair  of  $3  shoes  or  over,  coupons 
are  given  away  for  five  free  shines.  This 
brings  the  better-class  trade  to  the  store. 
A  person  who  buys  a  $3  shoe  will  rarely 
use  her  coupons.  When  she  returns  to 
the  store  for  another  pair,  she  invariably 
exclaims:  "Oh,  I've  got  some  of  those 
coupons  in  the  house,  but  never  used 
them."  The  better  class  shoe  makes  a 
permanent  business  for  the  shoe  shine. 
An  expert  shiner  is  employed,  and  a 
charge  of  10c  made.  No  tips  are  per- 
mitted. The  coupons  bring  people  into 
the  department,  and  t his  invariably 
means  further  business. 
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Directly  underneath  this  section  is 
the  men's  department,  situated  on  the 
ground  floor.  A  stock  system  is  used 
here  and  upstairs  which  is  somewhat 
new.  Each  type  of  shoe  has  its  section 
in  the  fixtures.  A  start  is  made  with 
tans,  followed  by  patents,  kids,  calf,  and 
then  all  specials,  buttons  coming  before 
lace-  in  every  instance,  and  the  lowest 
priced  preceding  the  better  ones.  The 
shelving  is  fifteen  cartons  high,  and  the 
small  sizes  are  at  the  bottom.  The  top 
shelves  are  used  for  reserve  stock.  Thus 
it  is  simple  to  get  at  stock,  and  new 
help  can  be  shown  how  it  is  laid  out  in 
a  few  minutes,  whereas  they  usually  get 
tearfully  confused. 

Call    Them   All   Manhattan. 

A  ureal  point  of  contention  in  shoe 
stores  is  whether  brand  stuff  should  be 
labeled  on  cartons,  or  whether  the  firm's 
name  should  be  used.  In  the  MacMillan 
store  the  name  "Manhattan  Shoe"  is 
adopted  for  uniformity.  This  makes  it 
more  easy  to  discard  a  line  which  does 
not  sell. 

Showcases,  lighted  from  within,  are 
used  considerably,  one  being  devoted  to 
findings,  which  is  a  very  profitable  end  of 
the  shoe  trade.  The  floors  are  carpeted 
in  green,  and  look  very  inviting. 


Dry  Goods  Hi  view 


V  O  U  T  W  E  A  K    D  E  P  A  U  T  .M  E  N  T 


Window  Trim  of  Shoes  Contributed  by 

a  Former  Canadian 


The  illustration  shows  a  shoe  display  ins 
trimmer  and  now  display  manager  for  the  Niag 
background  of  this  window  is  of  Circassian  wal 
ments  in  old  ivory. 

The  main  decorative  feature,  which  shows 
asters  covered  with  onyx  paper  in  front  of  wh 
a  large  decorative  design  sawed  from  Upson 
side  of  this  design  were  two  papier  mache  cnpid 
ran  from  one  to  the  other.     Between  the  pi  las 
was  done  in  soft  spring  shades.    The  floor  was 
showed  every  pair  of  shoes  distinctly. 

The  shoes  were  shown  on  regular  shoe  fix 
also  on  glass  shelves  and  pedestals.  Several  pa 
display  these  being  in  all  the  newest  shades. 

A  sitting  figure  was  used  to  give  life  to  the 
displays. 

The  arrangements  of  the  shoes  arc  very 

T-his  display  brought  results  not  only  to 
whose  merchandise  was  used  only  as  an  acces 


tailed  by  Win.  J.  Wright,  a  former  Canadian 
ara  Dry  Goods  Co.,  Niagara  Falls.  N.Y.  The 
nut  veneer  finished  off  with  plaster  paris  orna- 

plainly  in  the  photograph,  consisted  of  two  pil- 
ich  were  placed  papier  mache  figures  supporting 
board  and  painted  a  light  green  tint.  On  each 
s,  and  a  large  garland  of  American  Beauty  roses 
ters  a  large  scenic  painting  was  placed.  This 
covered   with   a    striped   oatmeal   fabric   which 

tures  of  square  brass,  finished  in  French  gray, 
irs  of  women's  hose  were  used  throughout  the 


display  which  is  so  often  lacking  in  mosl  shoe 

clear  and  hardly  need  an  explanation. 

the  shoe  department  but  to  other  departments 
sory. 
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Reg  US- Pat.  Off 


A  SHORT  STORY 

The  "Onyx"  Story  is  a  Story 
of  Unbroken  Success — 

It  has  ever  held  a  Dominant  and  Commanding 
Position  in  the  Field  of  Hosiery  Accomplish- 
ment— 

It  is  a  Beacon  Light  leading  to  the  Harbor  of 
Success  Countless  Thousands  of  Hosiery 
Departments — 

A  Bulwark  of  Strength  to  the  New  Buyer — 

A  Source  of  Unfailing  Inspiration  to  the  Experienced  Operator 
who  gladly  avails  himself  of  its  Manifold  Advantages  and  Efficient 
Service. 

ffl  The  full  benefit  of  our  accumulated  experience  is  yours  to  com- 
mand without  stint.  Our  splendid  Wholesale  Building  is  a  Temple 
consecrated    to    the    Earnest    Seeker   of    Honest    Hosiery    Values. 

Boston  Office:  Chicago  Office: 

3 I   Bedford  Street  The  Lylton  Building 

Philadelphia  Office:  San  Francisco  Office: 

1 033  Chestnut  Street  Bankers '  Investment  Building 

Lord  &  Taylor 

Wholesale  NeV)   York 
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Here's  the  First  Draft  for  C.W.T.A.  Convention 

Executive  Have  Arranged  for  Experts  on  Draping,  Card  Writing 
and  Advertising — Stereopticon  Views  of  Some  of  Best  Windows 
in  America — Demonstration  of  Alabastine — Prizes  Presented  at 
Banquet. 


AT  a  meeting  of  the  executive  of 
the  Canadian  Window  Trimmers' 
Association  the  last  of  June  ar- 
rangements were  pretty  well  completed 
for  the  third  annual  convention,  which 
will  be  held  in  Toronto  on  Tuesday, 
Wednesday  and  Thursday,  August  11, 
12  and  13  next.  The  three  days  will  be 
filled  with  a  worth-while  programme, 
and  window  trimmers,  ad.  men  and  card 
writers  would  do  well  to  make  their 
plans  at  once.  The  proprietors  will  find 
it  to  their  advantage  to  allow  these  men 
a  three  days'  trip  to  this  convention,  for 
it  will  pay  you  abundantly  for  the  time 
and  expense  involved.  The  experts  who 
bave  been  secured  will  give  demonstra- 
tions along  lines  that  everyone  who 
wants  to  keep  abreast  of  the  styles  in 
draping  and  the  new  ideas  in  window 
trimming  generally,  as  well  as  card 
writing  and  advertising,  will  find  it  pro- 
fitable to  study. 

Among  those  who  have  been  secured 
are  A.  E.  Hurst  and  C.  J.  Nowak,  the 
former  an  authority  on  advertising,  the 
latter  on  drafting.  It  is  Mr.  Nowak 's 
services  that  The  Review  has  secured 
for  this  next  year,  and  all  readers  will 
become  familiar  witli  his  work  through 
The  Review  in  the  coming  months. 

Messrs.  Eddie  Burns  and  H.  C.  Mc- 
Donald, two  of  the  best  known  Cana- 
dian window  trimmers  will  also  give 
demonstrations  that  will  be  of  value  to 
everyone  that  is  fortunate  enough  to 
attend. 

A  new  department  this  year  will  be  a 
demonstration  in  men's  furnishings  and 
in  the  use  of  alabastine. 

Below  appears  a  letter  from  the  secre- 
tary, Mr.  Thompson,  which  reviews  the 
items  on  the  programme,  and  urges 
members  to  have  their  entries  in  in  time. 

The  copies  of  the  constitution  will  be 
distributed  aboul   the  middle  of  July. 


Secretary's  Call 


BOYS  do  not  forget  the  convention. 
It  will  be  worth  while.  It  is  up 
to  you  to  make  it  a  huge  success. 
Be  there  yourself  and  bring  your  com- 
petitors with  you. 

Our  programme  will  be  far  ahead  of 
previous  conventions,  every  hour  is  oc- 
cupied from  9  Tuesday  to  11  o'clock 
Thursday  evening.  It  has  taken  consid- 
erable time  and  expense  to  induce  the 
prominent  trimmers,  cardwriters  and 
admen  of  America,  to  visit  us  and  de- 
monstrate the  new  and  up-to-date  fea- 
tures in  their  particular  lines  for  Fall. 

We  naturally  expect  the  members  of 
our  association  to  co-operate  and  back 
us  up  by  their  attendance.  As  is  well 
known   now   full  form  draping  is   abso- 


lutely necessary  to  every  up-to-date 
:?tore.  A  man  capable  of  handling  goods 
in  this  way  is  of  the  greatest  value. 

Mr.  Nowak,  Mr.  Hurst,  Mr.  Burns 

Now,  boys,  the  chance  is  given  you  to 
see  the  demonstrations  of  new  Fall 
drapes  by  such  experts  as  Mr.  Nowak  of 
New  York,  and  our  own  expert,  Eddie 
Burns  of  Toronto.  You  will  surely  gain 
some  knowledge  worth  having  if  you 
see  these  men. 

We  hope  to  have  an  expert  in  airbrush 
and  ordinary  brush  and  pen  work;  also 
two  or  three  men  of  well-known  ability 
on  advertising,  such  as  Mr.  Hurst,  who 
is  recognized  as  an  able  exponent  of  ad- 
vertising in  all  its  forms. 

Uses  of  Alabastine. 

Besides    all    this    we    have    something 
new,  that  is  rapidly  coming  to  the  front 
(Continued  on  page  160.) 


PROVISIONAL    PROGRAM. 

TUESDAY,  AUGUST  11. 

10  a.m.- 
2  p.m.— 

-Address  of  welcome.  President's  address  and  report  of 
secretary-treasurer.    Announcement  of  prize  winners. 

-Address  on  window  trimming  with  stereoptican  views  by 
Mr.  Hurst  or  Mr.  Koeber.  Demonstration  on  use  of 
fixtures. 

WEDNESDAY.  AUG.  12. 

10   a.m.- 
L.30  p.m 

:'>  p.m.— 

4.30  p.m. 
7.30  p.m 

-General  business;  nomination  of  officers.    Demonstration. 
. — 3  p.m. — Demonstration  on  draping  of  dress  goods  by 

C.  J.  Nowak. 
4.30  p.m. — Demonstration  on  use  of  alabastine. 
— 5  p.m. — Election  of  officers. 
— Banquet  and  presentation  of  prizes. 

THURSDAY,  AUG.  13. 

10  a.m.— 

1  1    a.m.— 
2  p.m.- 

-11  a.m. — Demonstrations  by  Canadian  window  trimmers, 
including  one  on  trims  of  men's  furnishings. 
12  noon. — Card-writing  demonstration. 
-Drive  around  city  and  visits  to  stores. 
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EQUIPMENT   AND   DISPLAY 


Dry  Goods  Review 


Make  the  best  possible  use 
tf/your  store  space 


Have  you  ever  fig- 
ured out  what  each 
square  foot  of  floor 
space  costs  you  ? 
When  you  allow  a 
corner  to  go  to 
waste  it  is  not  only 

the  cost  of  rental  per  square  foot  you  lose,  but  the  loss  of 
extra  business  that  you  could  get  by  utilizing  this  space  for  dis- 
play purposes. 

Display  space  is  at  a  premium  in  live  stores — don't  waste  it,  but 
make  it  bring  its  share  of  business. 

Sketch  out  a  rough  plan  of  the  section  of  the  store  you  would 
like  advice  on,  enclose  it  with  the  coupon  below  and  our  ser- 
vice department  is  yours.    Send  it  to-day. 

Walker-Bin  &  Store  Fixture 
Company,  Limited 


The  Walker-Bin 
All-Glass  Case 


Manufacturers  and   Designers   of 
MODERN  STORE   FIXTURES 

BERLIN,  ONTARIO 


Walker-Bin  &  Store   Fixture 

Company,   Limited, 

.Berlin,  Out. 


We  would  like  you  to  offer  a  suggestion  for 

the  utilizing  of  a  space,  size in  our 

department.    Enclosed  find 

rough  plan  showing  location.  We  understand  that 
we  are  under  no  obligation  to  you  in  any  way  for 
this  service. 

Name 

Address 
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Taylor-made  Double  and  Single  Bar 
SUIT  and  COAT  RACKS 


No.  33IB— Combination      Suit      Hanger, 

inserted    trouser    bar $7.50  i>hi-  100 

No    33— Same  -without   bar   6.50  per  100 

No.  ::::tB — Boys',    15    inches    wide T.r.O  per  100 

Nil  :::il!  Oven-oat  Hanger,  with  In- 
serted liar  in-  extra  size 
suits     '.     8.50  per  100 

No.  30 — Same   without    bar    7.50  per  100 


No.   COO— Combination   Coat   and   Skirt   Hanger,  $12.00 
per  100.    Get  a  sample — it  costs  only  a  postal  card. 


Model  D,  5  feet  9  inches  high. 

Made    of  1%-inch   polished    steel    tubing,    gilt   fittings,    ball 
socket   rollers. 

6  feet  long,   2   posts $  8.00 

8  feet   long,   3   posts !>.00 

10  feet   long,   3   posts 10.00 

Made    ly.-inch    oxidized    tubing. 

6  feet  long,  2   posts '. $10.00 

S  feet   long.   3   posts 11.00 

10  feet   long,   3   posts 12.00 

c 


No.    92 — Combination    Coat    and    Skirt    Hanger,    with 
wire    attachment    for    Skirt.    $6.00   per    100. 

Double-Bar  Suit  and  Cloak  Racks 


No.  31 — Coat  Hanger,  without  the  Wire  Attach- 
ment, smooth  wax  finish,  $2.75  per  100. 
No    63   -Tlie  same  shape  as   No.  31.   only   very 
thin.     $3.00  per  100. 


The     use    of 
«ill  give  your 
beautiful     en" 
yi.'.r,   yard 


No.  : 

Willi   ri 

.'I  I'lllS. 

hanger 

Sun-Fas! 

windows 
ect — any 


l — it    Comb — Suit     Hanger. 

muled  neck-piece  and  curved 
The    most    perfect    garment 
ever   made. 

si:,. mi   per  loo. 

Plush 
a  most 
shade, 


10  feet   long,   6   posts 

Made  oi  Oxidized  steel  Tubing 
$2.50  extra  to  above  prices. 


Write  for  new  Catalogue  No.  96, 


MAIL  ORDERS   PROMPTLY  FILLED 


Tin'  Taylor  rack  and  banper 
system  1 1 : t *-  revolutionised  the 
method  and  manner  of  hang- 
ing     rli'ltlin;. 

HAMILTON 


The    Taylor    Manufacturing    Company,      canada 
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DESCRIPTIONS  AND  PRICES  OF   FIXTURES  USED  IN  TRIM    BELOW 


UNIT    No.   77. 

1  Papier   Mache   Hose   Form    $1.35 

1  24-in.  Hat  Stand   85 

1  Adjustable    Tilting    Kite-shaped    Shirt 

Stand     1.55 

1  lS-in.  Collar  Stand   85 

1   Diamond    Slab     1.50 

1  No.  200  Pedestal,  12  in.  high 2.25 

Total    $8.55 


UNIT    No.   78. 

Adjustable    Vest    Form    $5.50 

12-in.    Collar    Stand    85 

Diamond    Slab     1.50 

No.    200    Pedestal.    18-in.    high 2.60 

Elbow    Extension    50 

Half   Diamond    Slab    85 

12-in.  Collar  Stand   85 

Hose    Form     1.35 

12-in.    Hit    Stand    85 

Adjustable    Tilting    Kite-shaped    Shirt 

Stand      1.75 

Total     $16.60 


UNIT   No.   79. 

1  Cane   Holder    $  0. 

1  Adjustable    Tilting    Kite-shaped     Shirt 

Stand     1, 

1  Diamond    Slab     1. 

1   No.  200  Pedestal,  12  in.   high    2. 

1  12-in.   T-Stand    

Ti  til     $6 


Copyright  1912 


FIXTURE 


SERVICE 


i/ntr  Jis.  7  7. 


L/JilT  fiS.78 


mnEM3E& 


RICH  DISPLAYS  EDUCATE  YOUR   TRADE   TO   PAY   HIGHER    PRICES 


HAMILTON 


The    Taylor    Manufacturing    Company,     canada 
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Full  Form  Draping  as  a  Selling  Factor 

This  is  Only  Effective  Means  for  Introducing  the  Styles — Good 
Effect  Not  Only  Temporarily,  but  for  Future  —  Some  Drapes 
Made. 

Written  specially  for  The  Review  by  C.  J.  Nowak. 

BUSINESS  methods  of  yesterday  can  hardly  do  to  increase  sales,  when  evolution  lias  been  so  pro- 
nounced in  all  lines  of  merchandising,  and  the  methods  of  our  grandfathers  of  doing  business 
will  fall  short.  Still  many  merchants  expect  results  under  these  conditions  without  considering 
the  fact  that  times  have  changed,  in  our  very  mode  of  living,  acting  and  thinking. 

The  merchant  who  would  keep  business  forging  ahead  must  take  the  road  of  least  resistance  and 
adopt  Efficiency,  Co-operation  and  Concentration  in  all  their  phases,  to  increase  sales  and  profit-. 

One  vital  question  of  the  day  is,  "Why  haven't  my  dress  goods  sales,  fabrics,  trimmings  and  acces- 
sories increased?"  Many  answers  have  been  offered  for  a  solution,  but  what  has  the  merchant  himself 
really  done  to  remedy  the  evil  where  it  exists? 

One  merchant  puts  the  blame  on  the  ready-to-wear  section,  another  on  styles  ;  another  on  the  fact  that 
the  younger  generation  are  not  so  domesticated  as  in  the  past.  Other  merchants  blame  politics  and  our 
general  mode  of  daily  life.  Still  the  merchant  himself  has  seldom  taken  his  own  attitude  into  consid- 
eration. 

Selling  methods  perhaps  are  more  to  blame  than  any  other  reason  why  sales  have  not  increased  in 
the  above-mentioned  sections.  Modernization  may  be  evident  throughout  the  store  otherwise,  but  sell- 
ing methods  of  the  past  are  at  a  standstill. 

LOCATION   MIGHT    BE  IMPROVED. 

Of  course,  the  conditions  may  not  be  the  same  in  all  stores.  No  doubt  each  establishment  will  need 
a  treatment  specially  suited  to  its  requirement.  A  thorough  analysis  is  necessary,  and  then  the  applica- 
tion of  the  proper  treatment.  A  merchant  may  point  with  pride  to  his  interior  display  of  yard  goods,  pat- 
terns, trimmings,  his  intelligent  sales-force,  etc.,  and  will  admit  that  more  sales  would  be  welcome.  Hut. 
selling  methods  lie  not  only  in  personality  and  merchandise,  but  in  Relative  Relation  as  to  Location. 
The  store  plans  must  be  perfect  before  greater  results  can  be  accomplished. 

After  linking  the  yard  goods,  trimmings,  patterns  a.id  notions  into  close  proximity  and  perfecting 
the  salesmanship  in  these  departments, — having  an  organized  system  of  teamwork — the  merchant  will 
have  progressed  a  step.  The  advertising  next  must  be  in  perfect  harmony  with  the  working  of  these 
departments,  and  next,  and  of  greatest  importance  is  the  position  that  the  display  manager  assumes  by 
adding  the  finishing  touch  of  style  in  the  show  window  by  means  of  "Full  Form  Draping,"  using  mate- 
rials from  the  above-mentioned  sections.  The  display  manager  must  be  a  versatile  person,  being  the 
pivot  around  which  the  entire  store  moves.  He  must  be  familiar  with  styles  and  fashions  and  an  author- 
ity on  color  harmony.  He  must  know  merchandise,  he  must  study  the  weather,  personality,  and  he  a 
captain  who  can  plan  bis  campaigns  without  a  flaw. 

Advertising  alone  will  not  bring  the  desired  results,  something  more  tangible  is  necessary.  The 
magic  word  "Style"  must  be  added.  The  moment  this  is  brought  to  the  notice  of  the  public  we  have 
attention. 

FULL  FORM  DRAPING    TO  INTRODUCE  STYLKS. 

Full  Form  Draping  is  the  means  of  introducing  the  styles  and  the  sale-  will  start  to  increase  the 
moment  all  things  are  equal  and  put  into  motion. 

The  accompanying  illustrations  show  how  the  display  manager  can  portray  the  styles  by  full  form 
draping  without  cutting  the  merchandise.  Ideas  for  this  work  can  he  had  in  the  pattern  section,  mate- 
rials and  trimmings  from  their  respective  departments  and  with  proper  advertising  and  show  cards  these 
departments  will  again  come  into  their  own. 

The  display  manager  can  secure  many  dainty  effects  by  using  inexpensive  materials.  Two  of  the 
illustrations  show  what  can  be  done  in  this  respect. 

Figure  No.  1   was  draped  from  18c.  cotton  material. 

Figure  No.  2  was  draped  from  121//2C.  cotton    material. 

Full  form  draping  not  only  will  sell  the  merchdndise  at  the  time,  hut  will  leave  an  impression  in  the 
customer's  mind  that  your  etore  is  the  store  of  style,  and  this  will  mean  the  best  sort  of  publicity. 

Perfect  harmony,  co-operation  and  concentration  are  necessary  between  tin  management,  display  mid 
advertising  manager.  Working  along  the  lines  abovt  mentioned  this  cannot  but  result  in  greater  profit 
for  th<  store  that  is  "/>  and  doing.  Yours  very  truly, 
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Illustrations  of  Full  Form  Draping 


DESCRIPTIONS  OF   THE   DRAPES. 

Drapes  No.  1  and  2  were  arranged  by  using  a  1-yd.  length  of  cotton  material  for  the  skirt.  This  was 
applied  around  the  form  in  full  graceful  tunic  effect.  The  waist  was  arranged  by  using  a  5-yd.  length. 
The  ends  each  cover  a  short  length  cardboard  sleeve.  The  material  remaining  is  folded,  which  forms  an 
end,  and  two  such  ends  are  brought  over  each  shoulder  and  the  ends  arranged  around  the  waitsline.  Ap- 
propriate trimmings-  are  applied  that  give  the  proper  finish. 

Drape  No.  3  shows  a  novelty  silk  drape  executed  over  a  stand  that  has  a  9x0  top  which  stands  5V-z  ft. 
high.  A  5-yd.  length  of  novelty  pattern  silk  is  arranged  over  the  stand  plainly  to  base  and  puffed.  A 
20-yd.  length  of  plain  silk  is  arranged  as  shown. 
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If  it  is  your  intention  to  install  a  new  Store  Front 
merely  for  the  sake  of  remodeling,  and  in  the  end  have 
just  such  a  Front  as  your  neighbors  or  possibly  a  style 
like  your  present  Front,  you  might  as  -well  give  up  the 
idea  and  put  your  money  out  at  3%.  In  order  to  make 
the  investment  pay  profits  you  must  individualize. 

Your  Store  Front  investment  -will  pay  but  very  little 
interest  if  it  does  not  place  your  Store  in  a  position  by 
itself — if  it  does  not  make  it  individual.  This  year  there 
■will  be  thousands  of  new  Fronts  erected  and  those  that 
pay  profits  will  be  the  ones  that  make  sales — the  ones  that 
will  pull  more  people  inside.  And 
those  are  the  individual  kind,  not 
the  "ordinary"  kind  so  often  de- 
cided upon. 

When  you  think  of  buying  a 
new  Store  Front  just  place  yourself  in  the  same  position 
as  you  would  if  you  were  to  hire  a  new  salesman.  You 
wouldn't  hire  any  man  that  comes  along  until  you  had 
satisfied  yourself  of  his  fitness  for  the  business  —  unless 
you  knew  he  could  ma\c  money  for  you.  You  wouldn  t 
hire  him  if  you  thought  he  could  sell  only  enough  to  pay 
his  salary.  Every  dollar  you  pay  out  in  salary,  rental, 
delivery,  etc.,  should  pay  you  a  few  cents  net  profit — 
so  why  consider  a  Store  Front  in  a  less  business-like 
manner? 

Just  base  your  calculations  on  the  experiences  of 
thousands  of  other  retailers  who  have  adopted  KAW- 
NEER  STORE  FRONTS  and  are  making  money  on 
their  investments.      Pick  out  any  of  them.      Probably  some 


l^awneer 


of  your  neighboring  retailers  are  facing  the  people  with 
KAWNEER  FRONTS.  Just  step  in  and  ask  them  what 
they  think.  Ask  them  if  they  would  buy  KAWNEER 
STORE  FRONTS  again.  Find  out  how  long  it  took 
their  KAWNEER  STORE  FRONTS  to  "pay  out"— also 
what  percentage  of  their  total  business  they  accredit  to 
their  Fronts.  In  fact,  ask  every  question  you  can  think 
of  —  then  you  will  wrrite  us  for  "Boosting  Business  No. 
21"  —  it's   an   authentic  book  on    Store   Fronts. 


It  will  pay  you  to  investigate.  See  "Boosting  Busi- 
ness No.  21" — look  at  the  photographs 
of  many  of  the  most  successful  big 
and  little  Store  Fronts  in  the  country. 
Find  out  what  other  Merchants  have 
done    to    make    money     in    this   way. 

During  your  entire  business  career  your  will  build  only 
one  or  two  Store  Fronts — it  is  a  big  thing  to  you  so  why 
not  take  advantage  of  our  experience  in  working  with 
thousands  of  Merchants  in  the  construction  of  Store  Fronts 
that  pay  profits?  Just  this  coupon  for  "Boosting  Business 
No.  21"  will  bring  it  to  you  without  obligation. 


Manufacturing  Company 
Limited 

frauds  J.  Plym,  President 


<       ■ 
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EIRE    NOTICE 

D.  &  P.  Factory  visited  by  fire 

Busines,s    again     under     operation 

The  fire  which  broke  out  in  our  factory  a  couple  of  weeks  ao-o  did 
considerable  damage  to  the  building  and  equipment,  temporarily 

stopping  the  production  of  the  famous 
D.  &  P.  Display  Forms.  We  have  now,  how- 
ever, succeeded  in  getting  our  plant  back 
into  normal  condition  again  and  can  guar- 
antee the  same  satisfaction  in  every  detail 
that  has  made  D.  &  P.  Forms  synonymous 
with  the  very  best  to  be  had  in  display  forms. 

The  same  careful  attention  in  making  each 
D.  &  P.  form  as  life-like  and  as  near  perfect 
as  possible  is  still  our  aim.  The  pure  min- 
eral wax  molded  into  a  beautiful  face  with 
dignified,  intelligent  features;  the  real  hair 
done  up  in  the  latest  coiffure;  and  the  gentle 
poise  of  the  head  all  tend  to  lend  each  D.  &  P. 
form  a  human  touch  that  is  most  alluring. 
And  the  figures  are  absolutely  in  keeping 
with  the  latest  styles — the  narrow  hips  and 
skirt  conform  accuratelv  with  the  dresses 
now  being  worn. 

D.  &  P.  forms  can  show  your  goods  off  to 
the  best  possible  advantage.  Why  not  give 
them  a  trial? 

Illustrated  catalogue  giving  prices  and  full    information    sent  on 
request,  postpaid.     Write  for  it  to-day. 

DALE    and    PEARSALL 

106  FRONT  ST.  E.  TORONTO 
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Advertising  and  Cards  for  July  Sale 

Make  Big  Cuts  on  Some  Lines  and  Make  the  Public  Know  It — 
Use  Big  Price  Figures  in  Advertisements,  Circulars  and  on  Cards 
and  Show  Former  Price — The  Time  for  Clearing  Summer  Goods. 


NOW  it  is  for  the  July  sale — and  a 
sale  by  any  other  name  during 
the  same  month  should  be  made 
just  as  effective. 

In  speaking  of  the  July  sale,  or  the 
Mid-summer  sale,  or  the  semi-annual 
sale,  or  the  mid-year  clearance  sale 
(which  all  amount  to  one  and  the  same 
thing),  let  the  first  emphasis  be  laid 
upon  the  question  of  "price."  To 
make  any  sale  a  success  there  must  be 
"sale"  prices.  Customers  are  coming 
to  know  goods  for  what  they  are  worth, 
and  real  bargains  must  be  given  to  at- 
tract attention,  especially  with  business 
conditions  in  general  as  they  have  been 
for  some  time.  Enterprising  merchants 
have  found  that  the  best  method  is  to 
make  cuts — and  big  cuts,  if  they  are 
only  made  on  a  comparatively  few  lines 
— and  to  put  these  lines  before  the  pub- 


SxquisiLe 
Broeades, 
Charmeuse 
DuehesseSalins 

and 

©nepedechines.. 


lie  if  it  is  necessary  to  do  extra  buying 
to  fill  them  out.  One  real  bargain  will 
bring  a  customer  to  the  store  when  sev- 
eral small  cuts  will  prove  no  attraction. 
It  is  often  better  to  cut  the  heart  out  of 
one  line  and  then  sell  other  staple  lines 
a1  original  prices  or  pretty  close  to  that 
figure. 

Then  after  deciding  upon  the  prices 
and  the  lines  which  are  to  be  made  the 
leaders  in  the  sale,  the  next  step  is  to 
people;  hurl  them  at  the  housekeeper 
prices  first.  In  the  newspaper  advertis- 
ing the  special  lines  should  have  clear 
and  full  descriptions,  which  do  not  need 
to  be  in  large  type,  for  in  good  sale 
news  there  is  not  much  need  for  dis- 
play— and  the  same  applies  to  circulars 
when  they  are  used — but  the  price 
should  be  brought  out  strongly ;  it  should 
be  one  of  the  first  things  seen;  if  it  is 
attractive  the  description  will  be  read. 
When  the  proportions  of  the  price  cut 
makes  it  advisable,  the  former  price  of 
the  article  or  goods  should  be  given  in 
small  bold  type,  but  not  so  prominently 
displayed,  of  course,  as  the  sale  figure. 

Large  Figured   Cards. 

Sale  cards  should  be  on  the  same  prin- 
ciple as  the  advertising,  and  should  em- 
phasize particularly  the  leading  lines. 
These  cards  do  not  need  to  be  elaborate. 
In  connection  with  this  article  are  shown 
those  used  by  the  Eaton  Company  and 
the  Simpson  Company,  Toronto,  which 
give  an  idea  of  what  the  big  stores  do. 
These  cards  are  printed  with  the  name 
of  the  sale,  and  this  will  generally  be 
found  to  be  the  better  course;  the  print- 
ing costs  little,  and  gives  the  cards  a 
uniform  appearance.  Little  lettering  is 
required.  In  some  cases  it  may  be  ad- 
visable to  give  the  name  of  the  line  of 
goods,  but  usually  it  will  be  sufficient  to 
get  on  the  price,  and  get  it  on  large. 
Where  the  cut  is  a  substantial  one  the 
former  price  should  be  given  in  less 
piominent  fashion. 

® 


Dalntj  cards  for  dainty  fabrics  The  first. 
white  lettering  on  black  ground;  the  second, 
white  uitii  black  shading  on  brown  ground. 
Work  of  R.  T.  I'.  Edwards. 


HERE'S  THE  FIRST  DRAFT  FOR 

C.  W.  T    A.  CONVENTION. 

(Continued  from  page  152.) 

in  the  art  of  decorating,  namely  alabas- 

tine  and  its  uses  in  the  store  window. 
An  expert  man  from  the  Alabastine 
Company  will  demonstrate  the  uses  of 
this  valuable  material  for  backgrounds. 

etc. 

Another    valuable     items  on  the  pro- 
gramme  will  be  the  stereopticon  views  of 
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Cards  for  special  occasions.  The  top  one  is 
being  used  by  Eatons — white  on  blue  ground — 
the  bottom  one  by  Simpson's  for  their  June, 
July  sales — in  blue.  The  center  one  was  pre- 
pared for  the  Ad.  Club  Convention. 


up-to-date  window  displays  and  back- 
grounds either  by  Jerome  A.  Koeber  of 
Philadelphia,  or  Mr.  Hurst,  of  New 
York. 

Can  you  beat  this  programme?  We 
have  tried  to  meet  every  wish  of  the 
members.  Now,  show  your  appreciation 
and  be  there.  We  extend  a  hearty  in- 
vitation to  everyone,  either  merchant  or 
trimmer,  whether  member  or  not,  to  visit 
us. 

Send  in  your  photos  at  once,  or  not 
later  than  July  loth.  As  it  takes  some 
time  to  get  medals  struck  in  time  for 
convention  we  cannot  extend  the  time 
limit  later.  So  take  particular  note  of 
this  and  be  on  time.  Those  members 
who  have  not  yet  paid  their  subscrip- 
tions kindly  forward  with  photos,  show- 
cards  or  advertisements. 

Boost  the  C.W.T.A.  Convention 

Be  there  yourself. 

Hoping   to  see  you  all. 

Your    Secretary. 

P.  J.  Thompson. 
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Good    Fixtures  Always   Reflect   In 

The  Trim 


We  giant  you  the  fact  that  you  are  not 
making  a  display  of  fixtures  and  that  the 
selling  of  the  goods  is  the  object  in  dis- 
playing them.  This  is  the  real  object  we 
have,  in  mind  in  offering  Clatworthy  fix- 
tures— they  do  not  detract  from  the 
appearance  of  the  goods,  but  blend  so 
harmoniously  that  their  presence  only  adds 
to  the  general  effect  and  enhances  the  dis- 
play, greatly  increasing  its  real  selling 
value. 

Poor  fixtures,  if  shown,  reflect  disastrously 
in  the  trim  and  if  not  shown  to  some  ex- 
tent place  an  insurmountable  obstacle  in 
the  path  of  the  window  trimmer  in  doing 
justice  to  the  goods.  To  show  goods  artist- 
ically and  effectively  the  fixtures  must  be 
shown  to  some  degree;  so  why  not  use 
fixtures  that  harmonize? 

Clatworthy  fixtures  help  the  trimmer  to 
make  selling  displays. 


2*2 
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Our  Catalogue  is  Free.    Don't  hesitate 

to  ask  for  one,  a  post  card 
will  bring  it 


Eiffel    Tie    Stands,    in    six    sizes    and    weights. 
(See   our   illustrated    catalogue.) 


No.  1075  E— Waist  Form 

We  have  them  in  all  styles 
and  at  prices  from  $3.00  up  to 
$G.50. 


No.  170— Window  Reacher 


The  most  satisfactory  Reacher  on  the  market. 
We  make  them  in  our  own  factory  and  can 
guarantee    them. 


Our   card-holder    department  is   very   complete — 

We  illustrate  here  only  two  of  the  best  selling 

lines — No.     347 — size      7x11,  with       adjustable 

standard,  price  per  doz.         -  -         -           $18.00 

No.   771%  Ticket  Stands — "Thousands  in 

use  all  over  Canada."    Price  per  doz...  $5.50 


4  ft.   long,   each    $3.00 

5 '        3.25 

6    "        "  "        3.50 


NOTE- 

We    ma 

ce     good 

lines  of  C 

ird   Holdi 

:rs    from 

$2.25 

per 
up 

doz. 

No.  771  Vi 


No.  347 


CLATWORTHY  and  SON,  Limited 

"The  largest  makers  of  Display  Fixtures  in  Canada" 

161  KING  ST.  WEST 

Established  1896  TORONTO  Incorporated  1908 
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Power  of   Suggestion  in  Unit  Displays 


U 


SING  the  show  windows  to  present  a  harmonious  grouping  of  feminine  apparel  and  accessories, 
suggesting  the  proper  or  appropriate  combinations  for  a  complete  outfit,  is  one  of  the  features  of 
the  window  display  policy  of  the  John  Murphy  Co.,  Ltd.,  Montreal. 

The  Murphy  store  is  situated  on  the  corner  of  St.  Catherine  street  west  and  Metcalf  streets,  with 
about  150  feet  of  window  space  on  each  street.  The  front  windows,  where  there  is  a  steady  traffic,  are 
usually  occupied  with  special  displays  on  tvhich  price  tickets  are  prominently  placed.  A  number  of  the 
windows  on  the  Metcalf  street  side  are  made  use  of  almost  invariably  for  a  series  of  trims  in  which  the 
"unit"  idea  is  carried  out  most  successfully.  For  instance  in  a  recent  series  there  were  shown  complete 
"head-to-foot"  outfits  in  which  gowns  were  arrayed  on  ivax  models,  and  hats,  gloves,  hose,  parasol,  shoes 
and  handbag,  etc.,  to  correspond  were  shown. 

R.  M.  Beauchamp,  display  manager  at  Murphy's,  states  that  these  window  trims  have  been  very  suc- 
cessful and  customers  frequently  come  into  the  store  and  ask  to  be  shown  some  article  that  has  been  fea- 
tured in  these  displays.  A  trim  of  this  kind,  besides  showing  costumes  in  an  attractive  setting,  affords  a 
splendid  opportunity  to  feature  other  departments  in  the  store.  If  it  is  a  Summer  costume,  white  shoes 
may  be  prominently  displayed  as  one  of  the  accessories  that  go  with  such  a  costume,  or  a  neiv  style  of 
parasol  or  handbag,  perhaps  one  or  two  hats,  or  a  bead  necklace,  or  fancy  collar  or  tie,  in  fact  anything 
that  enters  into  the  feminine  wardrobe  may  be  shown   in  conjunction   with   other  lines  that   harmonize. 

Another  adaptation  of  the  same  idea  that  Mr.  Beauchamp  practices  is  to  have  a  showing  of  some 
seasonable  line  of  dress  goods,  or  silks,  fancy  cottons,  etc.,  draped  in  attractive  fashion,  with  drapings 
of  appropriate  dress  trimmings,  and  the  accessories  for  the  complete  costume  arrayed  therewith.  This 
idea  has  been  worked  out  recently  xvith  cotton  ratines,  in  various  color  combinations.  A  black  and  white 
effect  was  also  shown  very  attractively. 

In  speaking  of  the  designing  of  artistic  windows  with  fancy  backgrounds:,  Mr.  Beauchamp  told  The 
Review  that  he  did  not  think  they  were  as  good  from  a  selling  standpoint  as  the  window  displays  in  which 
goods  were  attractively  presented  with  price  cards  attached.  These  windows  might  not  be  so  interesting 
from  an  art  viewpoint  but  they  certainly  sold  more  goods  and  that  after  all  was  the  main  object  of  busi- 
ness to-day. 

It  was  sufficient,  in  his  opinion,  to  have  special  artistic  windows  tivo  or  three  tinics  in  the  year,  at 
opening  seasons.  He  had  always  found  that  the  heads  of  departments  were  always  glad  to  hare  sucli  win- 
dows taken  out  so  that  they  could  get  some  special  display  with  price  tickets  put  in. 

The  window  displays  in  Murphy's  are  changed  on  an  average  every  day  and  a  half,  many  of  them 
are  changed  every  day.  The  window  trimming  staff  consisting  of  Mr.  Beauchamp  and  two  assistants. 
usually  start  work  about  (>  o'clock  in  the  morning  and  they  can  take  out  and  re-trim  practically  the  entire 
batter)/  of  windows  before  10  o'clock,  and  most  of  them  will  be  ready  when  the  store  opens  at  8.30.  Mr. 
Beauchamp  is  strongly  of  the  opinion  that  in  order  to  get  the  most  good  from  windows  the  displays  should 
be  changed  as  often  as  possible  and  so  give  the  people  something  new  to  look  at  all  the  time. 
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I  SHOULD 
SEND 

For  This  Catalog 


Every  Merchant  or  Window  Trimmer 
Owes  it  to  Himself  and  His  Business 
to  have  this  224  Page  Catalog  of 

Wood  Display 


Fixt  URES 


AND 


Store  Equipment 


This  is  the  most  comprehensive  and  instruc- 
tive Catalog  of  its  kind  ever  printed — many 
of  the  pages  showing  actual  window  trims 
will  be  of  great  value  to  the  window  trim- 
mer. Many  new  ideas  in  Store  Equipment 
will  interest  the  merchant.  This  Book  will 
be  sent  to  Merchants  and  Trimmers  writing 
for  it  on  the  firm's  stationery. 


Fixture 

Book 

Ever  Printed 


The  Oscar  Onken  Co. 

No.  383  Fourth  Avenue 

Cincinnati,  Ohio,  U.  S.  A. 

We  Do  Not  Make  Show  Cases  or  Clothing  Cabinets 
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With  Plain  Backgrounds  Merchandise  Stands 

Out  More  Clearly 


■ 


View  of  Gimbel's,   New   York.      Background   consisted   of  mir   rors  only,  which  have  been  painted  out  in  picture  to  avoid  reflections. 

/T  was  just  by  accident  that  the  tiro  windows  illustrated  came  to  hand  just  about  the  same  time,  for  they  bring  out  quite  clearly  a  point 
The  Review  has  been  trying  to  drive  home  for  years.     The  Jieriew  is  sometimes  criticised  for  shoving  window  displays  put  in   large  and 
"high-class"  stores.     Windows  of  this  kind,  it  is  sometimes  said,  arc  away  above  the  heads  of  others,  they  hare  not  the  proper  windoics  in 
the  first  place,  nor  the  materials  for  either  background  or  drapes. 

When  it  is  the  object  to  improve  the  work  of  the  man  who  is  attempting  to  climb  in  any  line,  you  do  not  point  to  the  work  of  the  man 
of  the  same  grade,  you  bid  him  look  up  and  copy  the  men  at  the  head  of  liis  profession  so  that  he  may  advance. 

The  large  window  shows  a  Summer  display  put  in  for  Oimbels',  New  York.  The  background  consists  of  mirrors  simply  and  massively 
framed.  In  the  illustration  these  mirrors  have  been  painted  out  because  they  were  full  of  reflections,  just  how  full  any  trimmer  who  has  seen 
Neic  York  streets  at  night  will  understand.  Besides  these  mirrors  not  a  flower,  not  a  leaf  of  foliage  icas  added  to  take  the  attention  of  the 
beautiful  drapes.  All  the  force  of  the  decorator  lias  been  given  to  the  arrangement  of  these  drapes  and  to  the  careful  placing  of  them  in  the 
Window  and  there  is  as  much  feeling  for  "line"  expressed  in  this  display  as  in  many  a  fine  picture.  The  main  lines  an  horizontal  and  vertical 
but   these  are  opposed  and  broken   by  the  curved  lines  of  the  open  parasols. 

The  other  display,  from  Brandon,  shoivs  two  windows.  As  received,  the  backgrounds  of  both  windows  were  alike  but  in  order  to  show 
how  the  use  of  tlie  pleated  drapery  detracts  from  the  display  value  of  the  windows  the  background  of  one  of  them  has  been  painted  out.  The 
artist  has  carried  this  painting  rather  further  than  was  intended,  for  there  is  no  fault  to  be  found  with  the  framework  supporting  the  full 
curtains  or  with  the  use  of  the  floral  decorations.  Had  plain  panels  been  used  instead  of  the  curtains  just  how  much  the  display  would  havt 
gained  in  dignity  and  value  all  trimmers  must  feel.  In  the  untouched  window  the  merchandise  does  not  show  up  well — all  you  see  is  a  con- 
fused mass  of  similar  lines.  This  is  all  the  more  to  be  deplored  because  the  draping  and  g<  nival  arrangement  of  the  merchandise  is  in  II  dene 
and  is  much,  too  good  to  he  lost  by  reason  of  the  faulty  choice  of  a  background. 

In  the  illustration,  the  drapes,  etc.,  seem  to  be  crowded  together,  but  this  appears  to  be  the  fault  of  the  point  from  which  the  photo 
graph  was  taken  in  the  effort  to  include  both  windows.  Had  simple  panels  been  used  instead  of  drapery  in  planning  the  background  thesi 
Windows  would  have  gained  lull';  in  display  value.  Anil  all  that  was  needed  would  lion  been  the  maiden  frames  and  only  a  small  portion  of 
the  material  tliat  was  used  for  these  curtains. 


Two  window  trims  by  .Turk   K.   Redford,  of  Dolg,   Rankin  &  Robertson,   Rrandon,    Man.      In    the    right  hand    window    the 

painted  out,   bringing  trim  into  stronger  relief. 
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New  Page   in  Pare 
Carrier  History 


Presenting    the    newest    and    most 
j  improved^  Parcel  Carrier 


Thirty-four    years    of  store  service  experience — 

Searching  tests  to  prove  its  efficiency 

The  work  of  a  force  of  skilled  engineers — 


A  reputation  for  providing  the  greatest  benefit 
for  the  merchant  at  the  lowest  possible  cost — 
— stand  back  of  the  Lamson  No.  9  Parcel  Carrier 
just  placed  on  the  market. 


Ten  features  that  should  recommend  the  new  No.  9  Parcel  Carrier  to  you: 


1  Operating  Possibilities — Only  carrier  of  its  type 
that  can  be  successfully  operated  on  low  level  lines  or 
on  a  slightly  up  or  down  grade. 

2  Oilless  Bearings — Thorough  tests^'prove  the  super- 
iority of  oilless  bearings  over  ball  bearings.  No 
oiling  required.  Removes  danger  of  dripping  oil 
or  grease.  {Enables  car  to  carry  heavier  loads, 
run  more  easily  with  lass  friction  and  over  greater 
distances  than  possible  with  any  other  carrier. 

3  No  Obstructions — All  objectionable  obstructions  at 
wrapper's  station  eliminated,  leaving  space  free  for 
wrapper  or  cashier  to  work. 

4  Speedy  Operation — All  baskets,  no  matter  what  the 
length  of  the  line,  are  released  rapidly  and  easily. 

5  Friction  Stop— Enables  car  to  be  operated  without  re- 
bound or  shock  at  station  delivery 


Sales  Station 
Lamson  No.  9  Parcel  Carrier 


6  Location  of  Stations — Special  anchorage  permits 
placing  of  stations  exactly  where  desired,  under  lights, 
rotundas,  etc..  without  ceiling  <-onnections. 

7  Low  Maintenance — Installed  with  less  trouble  and 
maintained  with  less  expense  than  any  other  system. 

8  Durability-Simplicity  of  design  and  high-gradf  work- 
manship throughout,  should  make  this  system  la^t  a 
business  lifetime. 

<i  Safety  Devices — Every  possible  safety  device  used, 
insuring  against  falling  baskets,  broken  wires,  etc. 

10  Efficient  Service — The  one  object  in  view  has  been 
to  quicken  store  service,  eliminate  trouble  and  reduce 
expense  of  operating  a  parcel  carrier  system  Kntire 
construction  assures  the^e  results. 

Cashier's  or 
Wrapper's  Station 


V 


Note    absence 
of  levers, 
cords   and 
handles. 


Space  under 
and  hack  of 
basket  free 
tor  use  o  t 
w  rapper. 


Fewer  parts  than  any  Other  system. 
So  parts  above  ear  wheels.  Can  be 
installed  in  small  space,  under  bal- 
conies,   low    ceilings,    etc.      Baskets 

bound  with  perfectly  formed  steel 
rims,  preventing  injury  to  goods. 
Carries  loads  up  to  20  lbs.  oyer  lines 
up  to  200  ft.  In  length. 


Built  neat  and  strong,  with  all  parts  below  ear 
wheels.  Rebound  of  car  and  swaying  of  basket  made 
impossible.  Basket  Is  released  and  sent  rapidly  over 
line  by  slight  pull  on  ball  shown  In  picture.  M  ire 
baskets  can  be  operated  within  a  given  spare  than 
is    possible  with   any   other  equipment. 


I       iYou  owe  it    to  yourself  and  your  business  to  investigate  how  our  new 
•No.  9  Parcel  Carrier    will    improve    the  service  of  your  store,    reduce 

operating    expense  and  help  you  please  your  trade. 
r^.  For    further    information    send  for    new   No.  9    bulletin    or    see    our 

nearest  representative. 

The  Lamson  Company,  Boston,  U.S.A. 

Representatives  in  all  principal  cities 

TORONTO  OFFICE— 126  Wellington  St.  W. 
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Fall  Opening  Windows— Millinery   and 

Ready-to-Wear 


Both  the  excellent  trims  reproduced  on  this  page  are  the  work  of  W.  G.  Moir,  for  the  G.  W.  Robinson  Co.,  Limited,  of  Hamilton, 
and  contain  useful  hints  for  the  coming  Fall,  no  matter  what  size  your  window  is.  The  window  above  is  24  feet  in  length  by  8 
feet  deep.  In  describing  it  for  The  Review,  Mr.  Moir  writes:  Color  scheme:  autumn  foliage.  The  three  panels  in  background  are 
autumn  scenes  in  water  color,  with  clusters  of  autumn  sprays  overhanging  the  paintings.  '  Three  onyx  pillars  were  used  as  pedestals, 
the  central  one  holding  a  large  jardiniere  with  oneca  plant.  "Two  hanging  baskets  will  be  seen  filled  with  autumn  ferns  and  smilax. 
Millinery  stands  are  all  pure  white.     Floor  of  window  is  felt,  in  buff  shade. 


balanced,  not   too  crowded,  and  shows  an  attractive  use  of  accessories 

L   be   used.     Th 


This  ready  to  wear  opening  display  is  well  balanced,  not  too  crow. led,  and  shows  an  attractive  use  of  acc< 
scheme  and  use  of  autumn  foliage  was  similar,  although  owing  to  the  larger  figures  the  jardiniere  could  not  be 
panels  in  both  windows  are  a  strong  feature,   with   the   onyx  pillars  in  autumn  shades. 


The    color 
scenie 
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WHAT  HAPPENED  TO  A  GOWN  DISPLAYED 
ON  A  RICHARDSON  FORM  I 


NOTE: 

Natural 
hair 

Finest 
wax 

Charming 
features  and 
pose 

Medium 
hips 

No  wire 
skirt  to 
show  where 
garment  is 
tight 

Solid 

invisible 

base 

Stands  on 
Rubbers 


Total— 

Every  point 
Right 


Mrs.  Davison-St.  Clair  stopped  to  gain 
a  bettor  view  of  a  gown  on  display  in 
one  of  Canada's  leading  stores,  this 
beautiful,  late  creation  made  doubly  at 
tractive  by  the  natural-to-life  wax  form 
on  which  it  was  displayed  seemed  to 
unconsciously  hold  her  and  arouse  de- 
sires  of  possession. 

Once  in  the  department  with  the  gown 
tried  on,  the  sale  came  easy,  for  the 
form  1 1  ■■  1 1 1  already  more  than  (lone  its 
share. 

The  graceful  poise  of  the  head,  the  real 
hair,  the  dignified  womanly  expression 
and  the  easy  life-like  pose  of  the  figure 
of  the  Richardson  wax  form  creates  the 
desire  to  possess." 

Show  your  gowns  and  suits  right,  on 
the  right  kind  of  forms.  They  will  do 
the  rest. 

PLACE  YOUR  ORDER  NOW  FOR  FALL 

and  avoid   expensive  delay   later. 

Manufacturers  of  Gowns 

mi  i-i.-. 

Orders  now  being  booked  for  new  Canvas 
Forms.  The  very  latest  New  York 
models  "ill  be  ready  Cor  you  July  20th 

and   after. 


■K 
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•' 

> 
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*1 
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A.  S.  Richardson  &  Co., 


99  ONTARIO  ST. 

TORONTO 


47C— $30.00 

With  Short  Wax  Hands 

For  Suits.  $27.00 


The  oldest  and  still  the  best  Wax  Figure  Mfrs.  in  Canada 


S  C  H  A  C  K  '  S 

New  Fall   Flower    Book 

28  Pages,  21x24  inches — Over  400  Illustrations. 

The    Greatest    Book   Ever   Issued    by 
a  Manufacturer  of  Artificial  Flowers 

This  book  on  window  and  store  decoration  is  by  far  the  best  we  have  ever  published.  It  is  filled  from  cover  to 
cover  with  new  and  attractive  ideas  for  Fall  decorating.  For  months  the  artists  in  our  special  designing  depart- 
ment have  been  busy  creating  the  new  decorative  schemes  that  appear  in  this  book,  and  which  will  appear  later  in 
the  windows  of  good  stores  all  over  the  country. 

All  of  the  suggestions  offered  in  this  valuable  book  are  practical.  Every  one  of  them  has  been  actually  carried 
out  to  the  smallest  detail  in  the  windows  of  our  display  room.  By  following  the  simple  directions  given  in  Schack's 
Fall  Flower  Book,  you  can  get  the  same  beautiful  effects  in    your  own  windows  at  a  small  cost. 

Send  for  this  valuable  book.    It  will  be  worth  many  h  undred  dollars  to  you.    It  is  free  for  the  asking. 

Schack  Artificial    Flower  Co. 


1739-41    MILWAUKEE  AVE. 
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This  is  an  architect's  drawing  of  the  new  Island  front  of  D.  E.  Macdonald  &  Bros.,  Guelph.  The  Ann  is  taking  in  two  stores  and 
a  bank  on  the  right,  doubling  the  frontage,  and  by  the  arrangement  of  show  windows  increasing  the  available  window  display 
from   50  to  212  feet.     At   present  there  are  two  entrances   in    the  ."0-foot  sptce  on   the   left    half,   with   four  windows. 


Two  Island  Fronts  Transform  Guelph  Store 

Beautiful  Exterior  Changes  Covering  Whole  Block,  Providing 
Display  Space  of  180  Feet  When  Two  Adjoining  Stores  and  Bank 
Are  Taken  in — Men's  Furnishings  Given   Half   Window    Space. 


IF  you  visit  Guelph  in  a  few  months 
you    will    ask,    "Why,    what's    this 
handsome    looking'    place?     What    a 
magnificent  stretch  of  window  frontage! 
What    a   privilege     for     the     man  who 
dresses  it.   and    what   a    work!" 

Vim  will  be  looking  at  the  new  front 
of  D.  E.  Macdonald  &  Bros.,  occupying 
a  full  block.  The  entrances — there  will 
Ik  two — will  be  hidden  behind  glass 
fronts,  "islands,"  as  they  arc  called, 
and  you  will  sec  an  arrangement  of 
windows  that  is  becoming  frequent 
amongst  the  better  class  stores  in  Eng- 
land, but  still  rare  in  Canada,  and  even 
the  United  States.  The  architect's 
drawing  as  reproduced  here,  will  give 
some  idea  of  the  splendid  facilities  for 
display  that  arc  being  provided.  (May 
we  add  in  strid  confidence  and  out  of 
liearing  of  the  architect,  what  the  ad- 
vertising manager,  our  old  friend  Chris. 


<rr 


Meadows,  told  the  architect  on  looking 
into  the  windows  on  the  right:  "You'd 
never  get  a  job  as  a  window  dresser." 
For  the  "interiors"  of  those  drawn 
w  indows  would  never  make  him  eligible 
for  ( '.  W.  T.  A.  membership.  He  did 
lather  better  on  the  left  half,  however.) 

Buying  Two  Stores  and  Bank. 

But,   as    the     business    managers    say, 

to  get  back  to  "brass  tacks."  Those 
who  have  visited  Guelph  -  -  there  are 
two  well-known  institutions  there,  out- 
side altogether  of  some  fine  dry  goods 
stores — will  remember  the  Macdonald 
store  as  it  stands  to-day,  having  a  front- 
age only  to  the  center  stone  wall.  The 
half  on  the  right  is  now  occupied  by 
two  other  stores  and  a  bank.  More  than 
that,  the  half  space  is  dissected  further 
ii\  two  entrances,  with  windows  on  each 
side  so  that   some  idea  of  the  great   ad- 


vance   under    future    plans    can    be    con- 
ceived. 

From  50  to  180  Feet  Display. 

The  total  length  of  the  Macdonald 
building  will  be  100  feet,  but  the  in- 
genious arrangements  of  windows  will 
in  rease  the  display  frontage  to  '80 
feet,  nearly  double,  and  compared  with 
a  50-foot  frontage  at  present.  As  can 
he  seen  the  island  fronts  run  across  the 
entrances  to  the  store  which  arc  oppo- 
site  the  centers  of  these.  These  island 
fronts  are  entirely  of  glass,  sbowing 
from  the  rear  as  well  as  the  trout,  and 
are  20  and  22  feet  wide  respectively. 
and  four  feel  deep,  and  are  in  reality 
two  buge  show  cases.  Prism  glass  will 
Ik  used  above  with  the  firm  name  ident- 
ed  on  it.  A  tiled  effect  is  seen  in  the 
entrance.      One      large      50-foot    awning 

(Continued  on  page  173.) 


YOUR   GUARANTEE 


[natal!  c.ipe-iiaz.vki)  cakkiers — use  them  ten  days— put  them  to  every  test-  and  if  thej 
do  nol  give  quicker,  better  and  more  satisfactorj  store  service  than  any  other  system,  they 
may  in-  returned  al  our  expense.    Fair  enough,  isn't  it?    ^Investigate  our  modern  Electric  Cable 

Cash   Carrier   anil    Pneumatic   Dispatch   Tubes.     fSend   for  our  new   Catalog  G. 

GIPE-HAZARD  STORE  SERVICE  CO.,   LTD. 


97  Ontario  Street.  Toronto.  Canada 


Keep  in  mind  the  dominant 
fact  that  mankind  from  its  first 
appearance  on  the  earth  has 
been  schooled  by  nature  to  look 
for  signs;  for  invitations  to 
taste;  for  suggestions  as  to  what 
to  wear.  Tell  your  story  briefly, 
forcibly,  truthfully,  and  address 
it  through  the  proper  media  and 
you  can  successfully  apply  ad- 
vertising as  a  means  to  increas- 
ed distribution. 
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|p  NEW  CATALOGUE 

^   is  worth  its  weight  in  Gold 


of  beautiful 
WINDOW 

trims! 


'TAHIS    great   big,    brand-new    64- 
page   catalog    should    be   in    the 
hands  of  EVERY  wide-awake,  pro- 
gressive merchant  in  Canada. 

It   contains   b'4   pages   of   surprisingly   new   ami 
beautiful  window  trims.     It  shows  every  Canadian 
merchant  how  to  make   his  wimlows  sell  more   goods 
and  pay  bigger  returns.     We  have  spent  a  good  deal  of 
money  on  this  book.     It  represents  the  brains  and   abi 
of  the  world's  foremost  fixture  designer,  D.  A.  POLAY 
Hie  merchant's  bible.     The  gateway  that  opens  the  doors   to 
business.   A  request  for  catalogue  on  your  letter-head  will  brii 
mail.     Sold  in  Canada  by   B.  Uynms,  68  Brown  Block,   Edmont< 
Salesrooms— 'Montreal,  Winnipeg,  Saskatoon,  St.  John,  N.B. 

POLAY   FIXTURE  SERVICE 


to  Retail 
Merchants 


If  You 


itv 
It's 
.-I    big 

m   it    I' 

>n,  Alts 


1IOXT 

Other 


Intend  remodeling  your 

windows,    store    front    or 

Interior,   by   all    means  get 

in    touch    with    us.      We   will 

how    you     loin     to    have    the 

smartest    looking   store   in    your 

town    and    our    advice    is    FREE). 

We  have  outfitted   hundreds  of  the 

finest   st. ires  in  Canada  and  U.S.  We 

in  and   will  help  you.    .lust   write  us. 

Address   920    Pulton    St. 

Chicago,  U.S.A. 


Modern  Delivery 

The  MOTOR  ART  is  the  last  word  in  the  up-to-date  City 
Transportation  of  light-weight  merchandise.  It  will  in- 
crease the  yearly  profits  of  every  merchant  with  moderate 
size  and  weight  iroods  to  deliver.  Let  us  show  vou  how 
The  MOTOKART  can  he  adapted  to  your  needs."  If  you 
do  not  know  our  local  agent,  write  us  direct.  Your  com- 
petitors are,  or  will  be,  availing  themselves  of  this  new 
means  of  rapid,  economical  delivery.  Why  not  be  the  first 
in  your  line  and  vicinity,  letting  your  trade  see  that  yotl 
are  up-to-date,  progressive,  wide-awake  and  earnest  in 
your  desire  to  cater  to  them  and  give  them  the  best  pos- 
sible  service— MOTOKART  delivery  .' 

Capacity,  exclusive  of  driver,  500  lbs. 


PRICE,  Open  or  Closed  Body,  $365.00 


The  MotoKart  Company 

Factories:— Peekskill  and  Tarrytown,  N.Y. 
General  Offices:— 1790  Broadway,  New  York  City. 
Address  all  correspondence  to  New  York  Office. 
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MAT  BOARD-SHOW  CARD  BOARD 

SPECIAL — Now    ready    for   distribution,  our  new  sample  folder,  showing  dozens  of 
new  live  colors,  tints  and  veneers;  in  fact,  numerous    attractive    air-brush    and    show 
card  boards. 
Large  numbers  of  Canadian  window  trimmers  are  customers  now. 

WRITE  US  AT  ONCE  FOR  SAMPLES  AND  NET  PRICES. 


NATIONAL   CARD,    MAT  &  BOARD  CO. 

MANUFACTURERS 

216-218  Superior  St.  West,  -  Chicago,  111. 


We  are  showing  the  latest,  most  up- 
to-date  and  practical  cloak  and  suit 
models  for  your  window  displays. 

Our  display  forms  and  fixtures  are 
unequalled  for  their  high  quality  and 
splendid  value. 

Our  wax  work  is  beautiful  as  well  as 
durable. 


Send  for  catalog. 


Hall,  Borchert  Dress  Form 
Company,  Limited 

Makers  of  the  Famous  Hall,  Borchert 
Adjustahle   Forms 

41  Lombard  St.  TORONTO 


Opinions  of  Canadian 

Cardwriters  re 

the  Paasche 


Appreciates     (lever     I.iltle    Tool. 

Some  months  ago  I  bought  one  of  your  "  F  "-2  Models 
and  I  jusi  wanl  to  lei  you  know  thai  I  appreciate  it.  I 
was  .i  stranger  t"  the  air  brush,  bul  I  soon  got  ou  to  It. 
It  Is  certainly  a  clever  little  tool.     Very  truly  yours. 

AKT1II   K    li     YEARDYE. 

in    Eugenie  St.,   Norwood  Grove,  .Man..  Can. 

o.K.'s  and    Praises   It. 

1  wish  to  extenrl  mj  congratulations  and  deepest  praise 
oi  your  air  brush,     It's  O.K.   In  every  way.     Respectfully, 

s.    LA   FEITS. 
Shepard    Bldg.,    Lethbridge,   Alio ..   Can. 


Our  new  colored 
catalog  is  yours 
for    the    asking 


\\  T  are  the  largest  manufacturers 

W  C  of  artificial  flowers,  plants  and 
vines,  window  decorations, 
papier  mache  novelties,  electric-lighted 
flower  bushes,  and  are  headquarters  for 
carnival  and  parade  goods.  Our  new  col- 
ored catalog  showing  the  full  line  for  Fail 
1914  will  be  mailed  upon  request  to  any 
merchant  or  head  window  trimmer. 

Write  to-day. 

THE 

Botanical  Decorating  Co'y 

Incorporated 

504  S.  Fifth  Ave.  Chicago,  111. 


A    PAASCHE    AIR-BRUSH    OUTFIT 
WILL  PAY  BIG  RETURNS 

ON  THE  INVESTMENT 

For  Illuminating  and  Shading  signs,  show  cards,  etc. 

Stenciling  and  Decorating  window  backgrounds. 

Coloring  artificial  flowers. 

Bronzing,  Lacquering,  Gilding  and  Refinishing  old 
fixtures,  making  them  look  like  new,  and  numerous 
other  purposes. 

Write  now   for  latest  circular 


MANUFACTURKRS 
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'TIS  A  PERFECT  HANGER 
FOR  COATS,  CAPES,  SUITS,  etc. 


Arrow    points   to    rounded    tinder-edge. 

Made  of  hard  wood,   well  seasoned,  evenly 
finished.    Firm,  smooth  contact,  no  friction. 

No  jersey  cloth  or  other  cloth  wrapping  re- 
quired. 

Under-edge  of  hanger  is  rounded,  no  sharp 
edge  to  cut  sleeve  lining  or  tender  fabrics. 
Write  for  particulars  or  samples. 

J.  R.  PALMENBERG'S  SONS 

Established  1852 

710  Broadway,    New  York 
Factory :    89  and  91  West  3rd  St..  New  York 

Boston  Salesrooms  Baltimore  Salesroom 

30  Kingston  St..  110  Bedford  St.  10  &  12  Hopkins  Place 


r 
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PUTNAM'S  IMPROVED  CLOTH  CHART     '•{«« s" f 

Delivered  Free 
of  Dult  a,d  Express 


^^ 


1  It    SHOWS    the 
yards     in     bolts 
of  cloth,   or  rib- 
bon,     lace      or 
embroidery.     We 
send    it    on    ap- 
proval,      FREE 
of     all     expense 
to  you,  for  com- 
parison    with     any   device     which    you    may    be    using,    or   so    that   you 
may   satisfy    yourself   whether   this   sort    of   thing   may   be    satisfactorily 
done.     Our  machines   are  used   in   over  20,000  stores.     Let  us  show   you. 
A    larger    illustration    and    particulars    sent   on    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


(The  Short  Jloutc  to  Efficiency  in 

^hovo  (£ar6 
IDritmq 

Our  neu  single  stroke  course  is  the  most 
practical  and  original  method  that  has  ever 
Ken  offered  to  the  ambitious  man  who  desires 
to  increase  his  earning  power. 
This  revised  course  is  under  the  personal 
supervision  of  MrJ.G.Bissell,  the  well  known  authority  on  colors, 
brushes  and  card  writing.  Our  methods  will  enable  the  student  loearn 
money  from  the  start.  Send  for  specimens  and  complete  information. 

Economist  Training  School. 

23/ -23S- 239-243  H'isl  39 Ut  Street.  J\iw  york  City. 


~\ 


AIciiIbfiicSftnnQ 

FOR  THE 
WINDOW  TRIMMER 


EASY  TO  APPLY 


Tl  I  E  window  deck  is 
your  stage.  The  play 
must  have  proper 
settings.  The  background 
is  what  you  depend  on  to 
give  character  and  reflect 
your  ideas.  Many  trim- 
mers are  using  Alabastine, 
because  it  is  a  powder  that 
mixes  immediately  in  cold 
water  and  is  perfectly 
adapted  to  quickly  pro- 
duce all  effects  desired  in 
the  Window  Trimmer's 
Art.  such  as  plain  white  or 
tinted  backgrounds,  scen- 
ery, posters,  lettering, 
-tone.  marble.  plastic 
ornament,  stencil  work. 
screens,  etc.,  on  cloth. 
paper,  iron,  burlap,  wood 
or  any  material. 

An  Expert 

on  this  work  will  give  a 
demonstration  before  the 
Canadian  Window  Trim- 
mers' Association  in  Tor- 
onto.   August    llth-14th. 


The  Alabastine  Company 
Limited 

39  Willow  St.,  Paris,  Ont. 
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Cash  for  Baled 
Waste  Paper 

Highest  price  paid  if  you  use  a  Climax 
Steel  Baler.  You  will  also  decrease 
your  fire  risk,  save  valuable  room  and 
keep  your  premises  clean. 

Start   now  turning  waste  into  profit 


CLIMAX    STEEL   PAPER   BALER. 

Made  in  Canada — No  duty  to  pay — You 
save  $15.00 — An  ordinary  boy  can 
operate  it. 

Tear   off   and   mail   to-day. 


Climax  Good   Roads  Machinery 

Company,  Limited 

Hamilton  Ontario 

Gentlemen  : — 

Wiiliuiit    obligating    US    'n    any    way    to    buy,    please   send 

fui!   particulars  and   prices  "f  Climax  steel  Balers. 


NAME    .  . . 
AIUHiKSS 


THIRTY     DAYS'     FREE    TRIAL 

Buckingham  Sunflower  Rack 

for  hanging, displaying 

and  preserving  skirts  and  petticoats. 


Saves    space,    beautifies    your    de- 
partment,   price    $16.50    less    3-10 
or   2-30,    P.O.B.    Chicago. 
Write    for    particulars. 


BUCKINGHAM  RAE  CO. 

4168    So.    Halsted  Street,  CHICAGO,  ILL. 


New  Factory  In  Full  Swing 

making  the  finest  range  of 
fixtures   we've    ever    shown 


A    Unique 

Tie 

Rack 


With  the  opening  of  the 
Fall  season  comes  the 
planning  of  displays  foi 
Fall  merchandising.  This 
means  the  replenishing 
and  en  la  rgi  tig  of  the  fix- 
ture stock.  T  o  r  o  ii  t  a 
Brass  Fixtures  represent 
the  finest,  most  artistic- 
ami  serviceable  fixtures 
iu  brass,  nickel  a  n  d 
oxidized  metal  on  the 
market.  Our  new,  mod 
eruly  equipped  factory 
means  prompt  service 
and  best  values.  Write 
for  prices. 


Toronto  Brass  Mfg.  Co. 

364-370  Richmond  St.  West,  Toronto 


Do  Your  Windows  Pay  on  the  Investment  ? 

Merchants  Pay  Fifty  Per  Cent,  of  Rent  for  Frontage — The  Return 
Should  Come  Through  the  Windows — Make  Your  Display  Stand 
Out  on  the  Street. 


GO  into  any  town  or  city  and  ask 
the  price  of  property  on  the 
main  business  street,  and  then 
walk  around  the  block  and  find  out  the 
price  of  the  property  which  is  directly 
to  the  rear  and  facing  on  the  back 
street.  In  many  cases  there  will  be  a 
difference  of  one  hundred  per  cent,  in 
the  prices  and   usually  it  is  more. 

Did  you,  Mr.  Merchant,  ever  consider 
wherein  lies  the  difference  in  the  values'? 
It  is,  of  course,  the  frontage.  It  is 
largely  for  the  narrow  strip  of  property 
or  the  street  line  that  you  are  paying 
the  difference  in  rent  or  in  which  you 
have  a  big  share  of  your  investment, 
if  you  happen  to  be  so  fortunate  as  to 
be  the  owner. 

Get  it  Out  of  Frontage. 

This  is  something  worth  thinking 
about.  If  it  is  the  frontage  which  repre- 
sents the  big  difference  in  value  you 
should  take  steps  to  get  the  value  out  of 
the  rent  or  investment.  The  point  is 
window  display. 


If  you  are  paying  at  the  rate  of  one 
hundred  or  five  hundred  or  a  thousand 
dollars  more  per  foot  for  your  store 
property  than  the  property  on  the  hack 
street,  and  if  you  are  not  making  the 
best  of  your  window  display,  you  arc 
wasting  that  money;  this  is  a  business 
proposition. 

$3,000  Rent;  Window,  $1,500. 

W(  have  heard  the  statement  made 
that  if  a  store  is  worth  $.'1000  a  year 
rental  the  window  could  be  rented  for 
half  that  amount.  It  sounds  like  a  very 
reasonable  statement.  Then  if  50  per 
cent,  of  your  rent  is  paid  for  the  win- 
dows it  would  be  good  business  to  get 
the  worth  out  of  those  windows. 

Nowadays  there  is  as  much  competi- 
tion between  windows  as  there  is  be- 
tween prices.  The  merchant  who  wants 
business  should  see  that  his  windows  are 
attracting  a  fair  percentage  of  the 
passers-by.  If  they  do  not  stand  out 
from  the  others  an  advantage  is  being 
lost. 


Twice  a  Week  Better. 

Windows   should    be    dressed    at    least 

once  a  week,  ami  twice  a  week  is  much 

better.     In  the  first  place,  novelty  is  to 

be  considered,  for  it  is  novelty  that  will 

(Continued  on  page  199.) 


TWO   ISLAND   FRONTS. 
(Continued  from  page  168.) 

suffices  for  each  section.  The  name 
plate  of  the  firm  will  be  set  up  on  the 
<  inter  wall  in  copper.  "The  Lion" — a 
sign   of  many   years — will  disappear. 

For  these  windows  a  special  new  set 
of  fixtures  will  be  secured.  It  is  the  in- 
tention to  use  the  left  half  for  dry 
goods  proper,  and  give  the  whole  of  the 
right  side  up  to  men's  furnishings  and 
clothing.  Indeed  this  is  part  of  a  plan 
for  an  extensive  men's  wear  section,  oc- 
cupying one-half  the  entire  ground 
floor.  At  present  this  section  is  situated 
at    the  rear. 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show. 
Cases    and    all     kinds     of     Store    Fixtures. 

-  WRITE    FOR  CATALOGUE  -+-? 

H.  L  WOOD  &  CO. 

COR.  NOBLE  AND  8TRICKLAND  STS. 

TORONTO 


GOOD  RESULTS 

require  the  use  of  correct  stencils.  We  are  Specialists  in 
designing  stencils  for  Show  Cards  and  Window  Decorations. 
We'll  send  you  SIX  READY-TO-CUT  Stencils  for  Fall  cards. 
for  $2.75  prepaid.     A  sketch  in  colors  with  each  design. 

L.  O.  Butcher  &  Bro. 673  w-  Madison  St.. 

Chicago,  111. 


Unique  Wire 

Specialties 

We  illustrate  here  three  wire  spe- 
cialties which  will  appeal  to  the 
garment  manufacturer  and  mer- 
chant. No.  1  is  the  wardrobe 
hanger,  strong,  neat  and  service- 
able, (15.00  per  100:  No.  2,  waist 
banger,  ¥5.00  per  100:  No.  3.  hose 
stretcher,  $20.00  per  100. 
The  latter  is  a  rapid  counter 
seller,  being  used  by  the  house 
wife  for  the  proper  drying  of 
hosiery. 

Place  your  ordi  r  now. 


Ferrier  Wire    Goods  Co. 
613  King  St.  West 
\J  TORONTO 


H  Try  a  condensed  advertise- 
ment in  the  DRY  GOODS 
REVIEW.  It  will  carry  your 
message  into  the  dry  goods 
and  departmental  stores  from 
coast  to  coast  for  only  two 
cents  per  word  for  each  inser- 
tion. 
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Ad  Men  United  on  Policy  of  Absolute  Truth 

Associated  Ad.  Clubs  of  the  World  Decide  on  Local  Emblems — 
Practical  Addresses  on  Retail  Advertising — Should  Defects  of 
Seconds  be  Pointed  Out? 


BY  the  adoption  of  the  report  on 
next  page,  which  was  made  by 
the  committee  of  the  executive  ap- 
pointed to  deal  with  the  subject.  tin- 
Associated  Ad.  Clubs  of  the  World  took 
another  important  step  towards  placing 
advertising  on  a  higher  plane  and  estab- 
lishing- confidence  with  the  public.  This 
was  one  of  the  most  important  things 
done  by  the  big  convention  of  Ad  Clubs 
for  1914,  which  was  held  in  Toronto  dur- 
ing the  week  commencing  June  20th, 
when  thousands  of  advertising  experts 
from  all  parts  of  the  continent  and  from 
foreign  countries  as  well,  assembled  to 
discuss  subjects  of  importance  in  the 
world  of  publicity.  At  this  convention 
the  change  of  the  name  of  the  organiza- 
tion to  embrace  practically  all  countries 
was  a  step  significant  of  the  advance  of 
the  movement  for  the  establishment  of 
the  advertising  profession  on  a  broader 
m.ore  substantial  and  more  responsible 
basis. 

The  Truth  Emblem  typifies  whrt  tie 
organization  stands  for;  it  is  the  key  to 
tie  method  by  which  it  is  proposed  to 
cleanse  the  untruth  and  misrepresenta- 
tion from  advertising  as  a  whole  and 
put  commercial  and  mercantile  publicity 
or.  a  stronger  footing  with  the  public. 
The  emblem  had  been  previously  adopt- 
ed and  it  remained  for  the  convention  of 
1914  to  decide  upon  the  method  by  which 
its  use  should  be  controlled. 

It  will  be  noted  that  the  report  puts 
the  responsibility  for  the  licensing  of 
the  emblem  with  each  local  club,  and  it 
will  be  for  the  vigilance  committee  of 
that  club  to  see  that  the  principles  be- 
hind its  use  are  not  violated.  Where 
there  is  a  violation  the  right  to  use  the 
emblem  will  be  cancelled  and  this  is 
considered  as  being  sufficient  incentive 
for  respect  of  the  principles  which  it 
represents.  Advertisers  who  undertake 
(he  use  of  the  emplem  will  be  required 
to  sign  pledges  in  writing  that  they 
will  observe  the  advertising  practice 
ethics  as  set  down  by  the  National  As- 
sociation. 

The  truth  sentiment  in  regard  to  ad- 
vertising was  a  dominant  note  through- 
out a  number  of  the  session  of  the  con- 
vention  of  Ad  men  and  it  was  emphatic- 
ally evident  that  among'  t''e  members 
there  was  a  strong  feeling  that  for  the 
future  the  outstanding  feature  of  the 
campaigns  of  all  responsible  concerns 
will  be  the  endeavor  to  secure  the  pub- 
lic  confidence. 


STANDARDS  OF  PRACTICE. 

The  following  are  the  "Stand- 
ards of  Practice"  adopted  by  the 
Retail  Department  of  Advertis- 
ing at  the  annual  convention  of 
the  Associated  Advertising  Clubs 
of  America  held  at  Toronto  last 
week: 

Each  head  of  a  retail  enter- 
prise should  dedicate  his  best 
efforts  to  the  cause  of  Business 
Uplift  and  to  this  end  should 
pledge  himself: 

1.  To  consider,  first,  the  in- 
terests of  his  customers. 

2.  To  insist  on  the  courteous 
treatment  of  every  visitor. 

3.  To  permit  no  misrepre- 
sentation. 

4.  To  discontinue  careless, 
slurring  or  offensive  statements 
on  the  part  of  salespeople. 

5.  To  avoid  misrepresentation 
or  careless  indifference  in  ad- 
vertising. 

6.  To  see  that  comparison 
values  in  printed  announcements 
are  with  prices  previously  pre- 
vailing in  his  store,  unless  other- 
wise distinctly  stated. 

7.  To  avoid  the  use  of  such  ex- 
pressions as  "Were  $10,"  "Value 
$10,"  Elsewhere  $10,"  "Made  to 
Sell  at  $10,"  "The  $10  Kind," 
etc.,  where  their  use  would  give 
a  misleading  impression  to  the 
reader. 

8.  To  resent  strenuously — to 
the  point  of  withdrawal,  if 
necessary — the  "make-up"  of  his 
advertising  in  a  newspaper  next 
or  near  announcements  offensive 
to  good  taste  or  of  a  debasing 
nature. 

9.  To  demand  of  each  news- 
paper evidence  of  the  approxi- 
mate number  of  its  readers 
(based  on  copies  actually  sold), 
their  general  location  and  char- 
acter, and  a  statement  as  to  ho%v 
they  were  secured — by  volun- 
tary subscription,  by  solicitation, 
by  premium  or  gifts. 

10.  To  urge  on  newspapers 
that  the  same  care  should  be 
shown  in  admitting  advertising 
to  their  columns  that  would  be 
shown  in  admitting  news  mat- 
ter to  their  columns  or  in  ex- 
pressing editorial  opinion  there: 
that  the  neivspaper  should  feel 
itself  as  responsible  for  the  verity 
and  propriety  of  advertising  and 
news  in  its  columns  as  for  its 
editorials — always  airing  assur- 
ance that  he  will  welcome  iust 
criticism  of  liis  own  advertising, 

F.  A.  BLACK, 

Boston. 
MANLY  M.  GILLAM. 
New  York. 


Truth   for   Retailers. 

That  there  was  no  new  thing  to  say 
about  advertising  unless  there  was  a  new 
ideal  or  clearer  understanding  of  truth 
was  the  manner  in  which  C.  L.  Brittain, 
of  the  Kline  Cloak  &  Suit  Co..  Kansas 
City,  Me.,  introduced  an  address  in 
which  he  brought  forward  strong  argu- 
ments of  both  a  practical  and  theore- 
tical nature  for  advertising  in  which  the 
buying  public  can  at  all  times  pin  their 
faith. 

"We  may  talk  about  these  things  for 
years  and  study  them  for  scores  of 
years,"  he  said,  and  the  one  basic  law 
will  remain  unchanged.  All  we  can  hope 
to  learn  of  advertising  or  of  any  new  or 
old  science  will  have  to  be  learned  from 
its  fundamental  truth    or  principle. 

"As  it  is  in  all  kinds  of  advertising, 
honesty  is  beginning  to  be  recognized 
as.  the  most  important  factor  in  the  re- 
tail campaign.  You  can  all  remember 
when  advertising  was  looked  upon  as 
trickery  and  the  common  expression 
that  'It  is  just  some  sort  of  an  advertis- 
ing scheme. '  Thousands  and  thousands 
of  dollars  are  now  being  spent  for  the 
purpose  of  gainina'  the  ct.nt'dence  of 
the  advertising  public. 

Must  Know  the  Goods. 

"Some  business  men  think  that  if  the 
ad  pulls  the  crowd  and  the  selling  force 
gets  the  money  its  a  good  ad  aryl  a  fine 
rombination  that  is  as  deeply  as  many 
think — just  to  get  the  money.  True  we 
advertise  to  get  the  money — no  question 
about  that,  but  men  steal  horses  to  get 
i  he  horses. 

"As  advertising  men  we  need  to  know 
the  truth  about  what  we  are  advertising 
— the  whole  truth  and  nothing  but  the 
truth;  a  lawyer  needs  to  know  the 
truth  about  his  case  in  order  to  win.  We 
need  to  be  honest  both  in  advertising 
and  selling.  Advertising  is  not  just 
white  space,  type,  pictures,  etc.  Adver- 
tising is  business  and  a  strong  business- 
building  factor.  In  order  to  accomplish 
the  greatest  good  in  the  shortest  time 
and  maintain  the  confidence  of  i  le  buy- 
ing public  we  must  know  something 
tibout  merchandise.  We  must  know 
when  it  is  right.  We  must  know  the 
truth  about  it.  We  musi  know  the  good 
about  it.  We  must  tell  it  m  a  plain  and 
lionesi  but  enthusiastic  son  oi  way  that 
will  not  only  pull  trade  but  prove  to  be 
a  lasting  advertisement. 

"It    is  just    :is   impossible   to   write   a 
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Truth  Emblem  Issued  by  Local  Clubs  Only 

Tlie  Following  Were  the  Recommendations  of  a  Special  Com- 
mittee Appointed  to  Deal  with  the  Use  of  the  Truth  Emblem,  all 
of  Which  Were  Passed  by  the  Associated  Ad  Clubs  of  the  World: 

(1)  That  no  action  be  taken  to  license  the  association's  seal  or  emblem  to  national  advertisers. 

(2)  That  the  association  adopt  another  and  different  form  of  local  seal  for  the  identification  of 
documents  and  similar  coroporate  things. 

(3)  That  the  use  of  the  "Truth"  emblem  be  licensed  upon  the  following  conditions  to  the  local 
clubs  affiliated  to  the  association  to  be  licensed  by  them  to  local  advertisers: — 

(a)  The  "Truth"  emblem  shall  be  used  by  the  local  clubs  in  its  pre-ent  form,  except  that  in  each 
case  the  local  club  shall  substitute  its  own  name  for  the  name  of  the  national  association  on  the  upper 
periphery  of  the  seal,  who  shall  print  the  word  "Guaranteed"  on  the  lower  periphery  of  the  seal.  Any 
other  symbol  or  work  similar  but  not  identical  will  be  considered  an  infringement  of  the  property  right- 
of  the  National  Association 

(b)  The  local  club  shall  place  the  licensing  of  the  ''Truth"  emblem  in  the  hands  of  its  vigilance 
committee. 

(c)  The  "Truth"  emblem  shall  be  licensed  by  the  local  clubs  only  to  advertisers  who  will  pledge 
themselves  in  writing  to  the  observance  of  such  code  of  advertising  practice  ethics  as  may  be  prepared 
by  the  National  Association. 

(d)  All  licenses  shall  be  in  writing  and  shall  be  revocative. 

(e)  Licenses  for  every  "Truth"  emblem  shall  be  charged  to  the  advertiser  by  the  local  club,  and, 

(f)  Twenty-five  per  cent,  of  the  gross  amount  of  license  fees  collected  by  the  local  clubs  for  the  use 
of  the  "Truth"  emblem  shall  be  remitted  to  the  National  Association. 


truthful  but  business-pulling'  advertise- 
ment if  the  merchandise  is  not  right  as 
it  is  to  write  a  truthful  news  story 
about  something  that  never  happened. 
We  should  see  that  our  merchandise  is 
right. 

Not  for  One  Sale  Alone. 

"I  wouldn't  give  much  for  the  ad- 
vertising that  only  made  a  first  sale  and 
didn't  leave  the  customer  in  a  fit  condi- 
dition  of  good  feeling  toward  the  store 
lo  come  back ;  it  ought  to  do  more  than 
that — it  ought  to  make  them  want  to 
bring  a  friend.  And  it  will  if  the  ad- 
vertisement is  properly  merchandised 
and  the  values  are  honest." 

Mr.  Brittain  gave  some  strong  illus- 
trations backed  up  by  his  own  personal 
experience.  As  advertising  writer  in  a 
men's  store  he  had  put  out  a  line  of 
copy,  which  he  felt  should  be  bringing 
results;  but  it  was  not.  So  he  made  a 
trip  himself  into  the  store  and  asked  to 
see  $2  cravats  which  he  was  advertis- 
ing at  $1.65.  He  found  $1.50  cravats 
which' had  been  marked  up  to  $2,  and 
then  marked  down  again.  He  found 
identifying  buttons  being  cut  off  stand- 
ard $17  suits  which  were  then  marked 
up  to  $25,  and  then  reduced  as  a  bar- 
gain to  $18.50.  It  was  no  wonder  that 
this  advertising  did  not  pull.  He  left 
that   ship  before  it   sank. 

Selling  Advertises. 

"We  must  understand  and  know  ad- 
vertising and  selling  to  be  one  and  the 
same  tiring.  We  must  remember  that 
advertising   sells  and   selling  advertises. 


We  must  know  that  the  real  advertise- 
ment is  not  in  the  printed  word  but  in 
the  effect  of  the  sale  on  the  customer.  A 
dissatisfied  customer  advertises — but  in 
the  wrong  way. 

The  speaker  looked  for  a  new  era  in 
business  for  with  the  introduction  of 
honesty,  science  and  system,  were  given 
a  chance  and  where  science  and  system 
governed  advertising  and  selling  there 
would  be  less  failure  and  more  pros- 
perity. 

Condemning  the  Deceivers. 

Deceptive  advertising  received  a  blow 
straight  from  the  shoulder  in  the  paper 
of  A.  J.  Harding,  which  referred  to 
truthful  and  untruthful  advertising  and 
embraced  the  ideas  of  the  members  of 
the  vigilance  committee  in  this  con- 
nection. He  asked  if  it  was  deceptive 
for  a  merchant  to  sell  silk  hose  that  are 
seconds  and  sortings  at  19c,  when  he 
knew  that  if  they  were  perfect  goods 
the  selling  price  would  be  *1  f  Was  it  fair 
tc  the  purchaser  to  permit  him  to  buy 
advertised  bargains  (?)  without  making 
him  acquainted  with  such  defects?  Was 
a  merchant  guilty  of  false  advertising 
when  he  knew  he  was  selling  damaged 
goods  to  an  innocent  purchaser,  as  per- 
fect ? 

"He  is"  was  the  answer  of  Mr. 
Harding.  "Now  let  us  go  back  to  the 
beginning  of  the  sale.  The  wholesaler 
offers  the  merchant  a  special  lot  of  goods 
at  a  sacrifice  in  price.  He  buys  the  lot 
and  knows  the  faults  before  he  places 
them  on  sale.  But  he  offers  them  at  a 
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sacrifice,  without  one  word  of  explana- 
tion to  his  purchaser.  What  would  hap- 
pen to  the  wholesaler  or  jobber  if  when 
he.  sold  the  lot  to  the  merchant  nothing- 
was  said  about  the  defects  and  he  simp- 
iy  featured  the  low  price  without  a  word 
as  to  quality.  He  would  lose  the  con- 
fidence of  the  merchant  just  as  the  mer- 
chant loses  the  confidence  of  his  patrons. 
He  makes  the  sale  but  it  is  poor  busi- 
ness in  the  end. 

Mr.  Harding  asked  the  retailer  to 
give  the  public  the  same  consideration 
as  he  expected  himself.  Almost  any 
kind  of  advertising  would  bring  results 
but  the  point  was  whether  this  advertis- 
ing strengthened  the  link  between  the 
seller  and  the  buyer.  The  advertiser 
Mho  deceived  in  his  advertisements  was 
largely  deceiving  himself  in  the  end. 

"There  is  nothing  magical  about 
writing  honest  advertisements?  You 
must  co-operate  with  and  be  a  silent 
partner  of  public  opinion.  Confidence 
is  a  plant  of  slow  growth.  If  it  is 
abused  by  false  or  questionable  adver- 
tising it  withers  and  dies  of  exposure, 
if  it  is  planted  in  a  dependable  place 
and  that  place  is  known  for  its 
straight-forward  dealing  and  the  relia- 
bility  of  its  advertising,  it  thrives,  grows 
and  spreads  out. 


Kennedy  &  Co.,  Parry  Sound,  through 
increase  of  business,  have  engaged  P.  W. 
Harrison,  for  two  years  with  the  Robert 
Simpson  Co. 


A  Single  Ad  that  Was  Worth  $10,000 

Scries  of  Hemy  Morgan  &  Co.,  Montreal,  Impressing  ''The  Store 
With  the  Christmas  Spirit" — Remarkable  " Re-adjustment  Sale" 
Based  on  Length  of  Time  Goods  Remain  in  Stoic 

First  of  Series  on   "The  Best  Pulling  Ad.   I  Ever  Wrote." 


MONTREAL,  June  :!(»  (Special).— 
The  various  types  of  newspaper 
advertising  adopted  by  Henry 
Morgan  &  Co.,  Montreal,  afford  an  inter- 
esting- study  for  the  merchant  who  is 
seeking  ideas  that  will  help  to  make  his 
selling  plans  more  effective  and  more 
convincing  to  the  public.  One  thing  the 
Morgan  ads  always  do,  they  impress  the 
reader  with  their  absolute  sincerity  and 
truthfulness.  There  is  a  dignity  about 
them,  too,  that  lifts  them  above  many  of 
the  more  blatant  forms  of  sale  announce- 
ments. 

Theodore  G.  Morgan,  a  member  of  the 
firm,  is  in  charge  of  the  advertising  de- 
partment, and  he  is  an  ardent  exponent 
of  the  principle  of  truthfulness  and 
honesty  in  advertising.  As  a  member  of 
the  educational  committee  of  the  Asso- 
ciated Advertising  Clubs  of  America  and 
as  president  of  the  Montreal  Publicity 
Association,  he  takes  an  active  interest 
and  keeps  closely  in  touch  with  every 
movement  that  tends  for  the  betterment 
of  advertising. 

A  representative  of  Dry  Goods  Review 
discussed  with  Mr.  Morgan  some  of  the 
different  styles  of  advertisements  they 
have  been  using  and  the  results  obtained. 

"  Store  With  Christmas  Spirit." 
Perhaps  one  of  the  most  important 
series  of  ads  inaugurated  by  Mr.  Morgan 
was  the  Christmas  series  which  appeared 
in  1912.  and  which  it  is  proposed  to  make 
a  regular  feature  each  holiday  season. 
The  illustration  shown  herewith  is  a  re- 
production of  the  first  of  these  announce- 
ments in  which  was  featured  the  slogan: 
"  The  store  with  the  Christmas  spirit." 
This  ad  was  run  in  the  daily  papers  of 
Montreal  on  Nov.  18th,  1912.  It  was 
three  columns  wide  and  full  page  in 
length.  The  design  was  drawn  in  rough 
form  by  Mr.  Morgan  and  submitted  to 
the  artist  for  execution.  The  idea  was 
to  convey  the  store  from  its  main  ap- 
proach on  a  wintry  evening  just  at  dusk, 
and  to  convey  the  spirit  of  Christmas 
shopping.  II  was  the  first  of  a  consecu- 
tive series  "I'  advertisements  featuring 
the  Christ  mas  spirit,  and  Mr.  Morgan 
states  that  it  was  easily  worth  $10,000 
to  them  in  the  additional  business  it 
brought  them. 

The  appeal  of  this  advertising  was  all 
to  the  imagination,  and  though  he  dues 

mil    claim   I  hat    I  \\\<  is  a    form  of  advertis- 
ing thai  could  he  profitably  practised  al 

all   I  inn  s,  it    was  good   for  I  lie  purpose   I  "i' 
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which  it  was  intended,  to  focus  attention 
on  the  Morgan  store  as  the  store  of  "The 
Christmas  spirit,"  at  a  time  when  people 
were  more  or  less  imbued  with  the  spiril 
of  hu,\  ing  ami  giving. 

Business  Editorial. 

Another  type  of  advertising  that   has 

been  a    feature  with  them  has  been  the 

business  editorial.    This  is  used  occasion- 
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ally  to  emphasize  some  great  truth  or  to 
set  forth  a  principle.  Its  selling  value 
is  not  directly  traceable,  but  it  drives 
home    in    telling    effect    some    important 

points. 

As  an  indication  of  the  way  such  ads 
as  this  impress  the  thinking  business 
man,  it  might  be  mentioned  that  two 
big  business  houses  in  Montreal  made 
one  of  these  editorial  ads  the  theme  of 
discussion  at  their  business  conferences. 
If  it  so  impressed  these  business  men 
that  they  took  it  up  with  their  salesmen 
in  conference,  it  must  have  merit  behind 
it  for  getting  business  and  creating  con- 
fidence in  the  house  that  uttered  it. 

Appeals  to  Reason. 
An  advertisement,  such  as  the  one  in 
which  a  display  of  shirts  is  pictured,  is 
aimed  to  appeal  to  the  reason  of  the 
business  man.  It  is  a  high  class  ad,  of 
a  type  that  has  built  up  a  big  trade  in 
this  department.  It  is  attractive,  it  is 
distinctive,  and  it  sounds  reasonable. 
The  use  of  exclusive  designs  in  cuts  and 
borders,  and  distinctive  type  faces,  is 
considered  an  important  feature  in  con- 
tributing to  the  success  of  this  advertis- 
ing. 

"Scientific     Readjustment." 

One  of  the  more  recent  forms  of  ad- 
vertising', and  one  that  so  far  as  known 
is  original  with  the  Morgan  house,  is  the 
"  Scientific  Readjustment  Sale."  This 
lias  been  a  phenomenal  success  and  is  a 
weekly  feature  now.  It  was  inaugurated 
about  two  months  ago,  and  Mr.  Morsran 
states  that  it  required  six  weeks  work 
to  prepare  for  the  first  announcement. 
Every  week  now  the  firm,  in  a  full  page 
advertisement  in  the  daily  papers,  an- 
nounces this  Friday  sale.  The  idea  is 
that  a  close  record  is  kept  of  all  stock, 
in  every  department,  by  the  merchandiz- 
ing experts,  and  automatically  all 
that  have  been  in  stock  for  a  I 
period  than  the  merchandizing  men  think 
i>  necessary  or  advisable  are  marked 
down  to  half  price  or  h  ><.  This  differs 
from  the  ordinary  mark-down  sale  inas- 
much as  the  buyer  ^\'  the  department  is 
not  the  man  with  the  "  say,"  but 
either  with  or  without  his  approval  the 
merchandizing  man  says  this  or  that 
must  be  sold  and  his  orders  "  go." 

Public  Appreciate  It. 

The   big    feature   hack    of   this   plan    is 
i  bat  tin1  purpose  is  to  readjust  the  stock. 
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MAKERS  OF  MEN'S 
FINE  SHIRTS 

AND  IMPORTERS  OF  MEN'S 
FINE    DRESS    ACCESSORIES 


French  Kid  Gloves.  Silk*. 
English  Scarfs.  Half  Hate. 
English  Made  Collars. 


French  Cambri 
Scotch  Zephyr* 
Underwear. 


M)r 


Our  Men's  Full  Dress  Shirts  are  made  in  our  own 
Factory  of  finest  Four-ply  Linen  and  Specially 
imported  French  Pique.  These  Shirts  have  just 
those  distinguishing  features  that  men  look  for 
--$1.50  to  $3.00. 

SHIRTS  MADE  TO    ORDER 
IS  SEW  SPRING  PATTERNS 

HENRY  MORGAN  &  CO. 

LIMITED 

lir    1  VNEJC 


A  HIGH-CLASS  AD. 

Attractive  and  distinctive',  carrying   tin   appeal 
to  the  reason.     Note  exclusive  designs  in  cuts, 

borders  and  type  faces. 


HENRY  MORGAN 
6  00.  LIMITED 

Sortie  Men  Have  Said  That 

Our  Prices  Are  High, 

But  Are  They? 

We  ask  men  to  give  these  facts  con- 
sideration -  then  judge  for  themselves. 


Quality    always    commands    a 

Tdk-   as  another  example,  our 

higher  pnee.  because   quality   rep 

Men's  Suns.    We  have  a  splendid 

Tesents   an   increased   elTorl.   more 

range  in  Men's  Light  Tweed  Spring 

skilled  labor,  belter  material.     But 

Suits   at  $16  SO       There   is  an  in- 

a  higher  price  does  not  mean  lhal 

trinsic     value    in    these    suits  that 

the  price  is  high 

only    a     great    store    can    give    at 

$16  SO 

A   higher   price   simply  means 
that  more  skilled  effort  (effort  lhal 
commands   a   higher  wage),  better 

Every  man  trying  on  one  of 
these  suits  will  be  readily  con- 
vmcei  of  the  merit  of  t  us   value 

malen.il    and    finer    workmanship. 

In    like    measure    he    wdl   be  con- 

have contributed    toward    making 
the   price   of     the   finished     article 
rugh.r 

vinced  of  the  merit  of  our  values 
in     Su.tx    at    $2000.     S2S00    and 

$3500 

We   carry    both    medium    and 

There    is     the     knowledge     of 

higher  priced  line*  of  Apparel  and 

yean    of    careful     merchandising 

Dress  Accessaries  lor  men 

back  ol  every  line  and  every  price 

But  we  wish  to  state  emphati- 

We  will   be   more  Ihsn  glad  to 

cally  that  our  prices  are  not  high 

show  why  our  prices  are  not  high. 

when    the    very    factors    that    con- 

To bear  out  this  statement  we 

tribute  toward  making  high  prices. 

ask  men  to  judge  by  comparison 

are  taken  into  considera'ion 

Every   man,   lor   instance,   can 

We   do   not  consider  a   suit  at 

readily    compare    the     value   ol    a 

$16  SO  high  ,  neither  do  we  consider 

dollar  glove 

one  h<Kh  at  $3S00,  if  full  consider. 

ation  is  given  to  the   expert,  pains- 

We  ask    men   to   examine   for 

taking  workmanship  that  has  gone 

themselves,  the  value  given  in  our 

into  that  suit 

dollar    gloves.       We   ask   men    to 

To  every  line   of   merchandise 

examine    the   fine    qual  ty   ol    the 

in  this  store  does  this  apply 

leather  that  gives  them   their   plia- 

bility and  the   perfect  even  stitch- 

The  price   of  quality   is  an  in- 

ing that  assures  extended  wear 

creased   expenfiture 

Whether  gloves  be   purchased 
at  $L00.$150or  $300apair,lhere 

The   quality    represented    in   a 

Packard  Car  causes  its  price  lobe 
more    than   that  of    a   Ford.      Yd 

.i.«.«r*  "lu*  *,ven  ,or  v4iu* 

both  represent   good  value* 

If  any    man   therefor*  has   the 

cl Th,»"me  P«ncipt*  applies  to 

impression     that     our     prices    are 

bhirti.  Hosiery,  Footwear,  or  what- 

high—we  ask  him  to  examine  our 

ever  the  article  may  be 

lines 

MENS  SECTION -MAIN  FLOOR  ANNLA 

A  BUSINESS  EDITORIAL. 

Type  of  ad.  that  was  made  theme  of  discussion 
at  business  conference  of  two  big  business 
houses.  Selling  value  not  directly  traceable, 
but  creates  confidence. 


It  is  not  looked  on  by  the  firm  as  a  bar- 
gain page.  It  is  first  and  foremost  a 
scientific-  adjustment  of  stock  and,  sec- 
ondly, it  permits  an  offering  of  unusual 
values  in  merchandize.  The  public  ap- 
parently appreciate  the  purpose  of  these 
sales  as  explained  in  the  initial  an- 
nouncements, for  it  was  made  plain  that 
the  sales  represent  the  result  of  scientific 
research  and  the  purpose  to  reduce 
stocks  by  selling  any  goods  which  have 
been  in   the  shelves  or  on   the   floors    a 


longer  time  than  seems  reasonable  to 
dispose  of  them.  This  style  of  advertis- 
ing Mr.  Morgan  classifies  as  a  logical 
appeal  to  the  reason  of  the  people,  and 
that  they  have  responded  so  liberally  is 
a  proof  of  its  success. 

It  is  worthy  of  mention  that  the 
Christmas  ad  here  shown  was  exhibited 
at  the  Baltimore  convention  of  the  Asso- 
ciated Ad  Clubs  of  America  last  year, 
and  though  there  were  no  prizes  offered, 
the  exhibit  of  Mr,  Morgan  won  special 
mention  from  the  judges. 


When  and  How  to  Advertise 

Important  addresses  Before  the  Ad.  Club  Con- 
vention— Advertising  as  a  Tonic  and  as  a  Food 
— Run  It  Every  Day — Arguments  for  Appro- 
priation  on  a  Percentage  Basis. 


THERE  was  much  information  of 
interest  for  the  retail  advertiser 
in  several  of  the  addresses  de- 
livered before  the  retail  advertising  sec- 
tion of  the  Ad  Club's  convention  at  To- 
ronto; practical  hints  which  will  be 
found  to  be  of  every  interest  to  the  com- 
paratively small  retailer — such  as  the 
advantages  of  a  fixed  or  a  percentage 
appropriation,  and  how  it  should  be 
fixed,  advertising  regularly  and  for  sales 
and  regularity   in   publicity,   etc 

Advertise  in  Season. 

Some  important  points  in  connection 
with  the  handling  id'  the  retail  adver- 
tising in  relation  to  the  season  and  to 
its  application  were  embraced  in  the 
paper  by  W.  .S.  Hamburger  of  the 
Hochschild  Kohn  Co..  Baltimore.  Md. 
He  replied  to  the  question  "Should  most 
money  be  spent  in  or  out  of  season?" 
by  taking  the  stand  "That  the  best  time 
to  go  fishing  is  when  the  fish  are  biting 
hardest.  The  advertising  which  pays 
best,  dollar  for  dollar,  is  the  advertis- 
ing which  mentions  the  merchandise  that 
the  people  want  at  the  time  those  peo- 
ple want  it.  All  of  which  does  not  mean 
that  the  advertising  manager  should 
close  up  his  office  and  take  a  two  months 
vacation  in  the  dull  season.  His  effort 
then  should  be  to  secure  merchandise  of- 
ferings of  such  a  nature  that  they  will 
make  advertising  copy  that  will  lift  his 
store  out  of  the  hot  weather  dullness. 

Mr.  Hamburger  advanced  three  rea- 
sons, and  three  only,  for  the  advertis- 
ing of  any  article  at  any  time  —  its 
novelty;  its  timeliness;  its  cheapness — 
meaning  its  good  value,  and  not  neces- 
sarily its  low  price. 

""What   I   am   trying  to   bring  out    is 

this — that  in   season,  if  the  above  tests 

are  applied  to  an  article  and  if  it  passes 

them,  it  is  eligible  for  advertising.   Out 
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of  season,  test  Xo.  3 — that  of  cheapness 
-    is    practically    the    only    one    thai     is 
worl  i,   while  to  apply. 

This  brings  me  on  to  the  next  phase 
of  the  subject — that  use  of  advertising 
as  a  loud  tonic.  Advertising  is  primari- 
ly a  food.  Given  a  successful  depart- 
ment, advertising  of  regular  merchan- 
dise at  regular  prices,  persistently  kept 
up.  with  an  occasional  sale  of  real  bar- 
gains, will  build  for  thai  department  a 
clientele  w!:use  faithfulness  i^  only  lim- 
ited by  the  service  which  thai  depart- 
ment L:ive>  them.  The  advertising  of 
regular  merchandise  is  the  food  —  the 
bargain  sale  advertising  is  the  tonic. 
And  a  healthy  department.  like  a  heal- 
thy individual,  needs  a  reasonable 
amounl  id'  f 1  at  fairly  regular  inter- 
vals, and  only  an  occasional  dose  of 
tonic. 

"But.  taking  a  department  which  has 
been  mismanaged  or  allowed  to  run 
down  for  several  years  and  the  problem 
changes.  The  first  thing  we  want  to  do 
for  the  patient  is  to  bring  him  back  to 
life — after  that  comes  the  problem  of 
keeping  him  alive.  The  problem  is  more 
difficult  than  the  establishment  of  a  new 
department — because  while  with  a  new 
department  we  start  with  zero,  with  a 
run-down  department  we  start  with  a 
minus  quantity. 

"On  a  pinch  I  believe  an  advertising 

manager  is  justified  in  asking  a  success- 
ful department  to  step  aside  and  utiliz- 
ing the  space  thus  gained  to  print  tonic 
advertising  for  one  of  the  weaker  de- 
partments— even  if  the  advertising  does 
not  bring  in  the  volume  of  business  that 
an  ad.  for  the  stronger  department 
would  bring.  Seeing  beyond  dollars  and 
rents  the  store  cannot  be  thoroughly 
sound  and  healthy  as  lmij  as  there  is 
one  weak  department  in  it." 
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CRUM'S  STANDARD  PRINTS 

CANADA 

has,  by  long  experience,  found  Crum's  Standard  Prints  to 
be  the  best. 

The  CLOTH  is  of  superior  quality,  manufactured  in  up- 
to-date  mills  under  the  most  favorable  atmospheric  con- 
ditions. 

PARIS  DESIGNS 

Paris  is  rightly  considered  the  center  of  artistic  activity. 
Nowhere  else  in  the  world  does  art  as  applied  to  fabric  de- 
sign reach  such  a  pitch  of  perfection. 

The  designs  for  Crum's  Prints  are  specially  selected  in  Paris 
to  please  the  critical  taste  of  your  customer. 

Crum's  Prints  are  therefore  a  combination  of  good  cloth 
and  high-class  designs  in  colors  that  will  not  wash  out. 

They  wear  well,  wash  well,  and  look  well,  and  are  suitable 
for  Women's  and  Children's  Overalls  and  Dresses,  Chil- 
dren's Wash  Suits  and  Rompers,  and  any  other  uses  to  which 
good  wash  fabric  is  put. 

Order  from  your  jobber,  who  will  supply  you  with  our  hand- 
some showcard  and  leaflets  for  your  counter. 

The  width  is  3,1  2:  the  name  "CRUM'S  STANDARD"  is 
stamped  on  the  selvedge. 

CANADA^CRUM'S  PRINTS 


\  B.     This  advertisement    appears   on    Page  ».r>,  but  Is  inserted   again  on   account    of    typographical    error    in    last    paragraph,    which    read    3^" 
instead    of    il"/2". 
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HW&C° 

UNDER  THl  SHADOW 

OF 

ST.  PAULS 
CATHEDRAL 


Manufacturers  of 

Gowns,  Coats  and  Skirts,  Capes,  Millinery 

Specialists   in  Ribbons,   Lace  Goods,    Feathers,   Straws,    Children's  Costumes, 

Underclothing,   British  and   Foreign   Dress   Material, 

Printed   Cotton   Goods,   Silks 

Canadians,   when    visiting    London,    are    invited    to  walk    round    the    warehouse    and 

inspect  the  goods. 

Indents  sent  direct  have  special  attention.     Usual  shipping  terms. 

ABC  CODE,  FIFTH  EDITION 


Factories,  10  and  11  Warwick  Lane,  E.C. 
Factories,  29  to  33  Warwick  Lane,  E.C. 
Factories,        Paternoster        Square,     E.C. 


St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON  APPLICATION 
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MEN'S  WEAR   SECTION 


How  Borden,  Laurier  and  Other  Leaders  Dress 

Premier  Prefers  Dark-Colored  Morning  Suit  to  Jacket — Sir 
Wilfrid's  Best-Known  Dress  Feature  is  Tall  Grey  Hat  —  Few 
"Toppers"  Seen  in  the  House — Who  the  "Beau  Brummels" 
Are  at  Ottawa. 

By    a    Special    Correspondent. 


OTTAWA,  June  30— (Special) 
■ — When  Sir  George  E.  Fos- 
ter, Minister  of  Trade  and 
Commerce,  appeared  in  the  House  of 
Commons  a  few  weeks  ago,  dressed  in 
a  light  gray  suit,  popularly  known 
as  an  "ice  cream"  suit,  the  members 
of  the  House  sat  up  and  took  notice, 
to  use  a  common  expression,  and  a 
few  of  the  members  even  made  some 
humorous  comment  on  the  floor  of 
the  House  about  that  suit,  for  the 
simple  reason  that  it  was  very  un- 
usual to  see  Sir  George  wearing  any-' 
thing  else  but  clothes  of  a  dark  color. 
Since  then  he  has  not  worn  that  "ice 
cream"  suit,  and,  it  is  said,  he  is  not 
likely  to  depart  from  his  usual  dark 
gray  or  black  morning  suits  for  some 
time  to  come. 

THE  LEADERS  OF  FASHION. 

1 1  Mr.  W.  Barton  Northrup,  M.P., 
for  East  Hastings,  or  Hon.  Robert 
Rogers,  Minister  of  Public  AVorks,  or 
Mr.  R.  B.  Bennett,  member  for  Gil 
gary,  or  Sir  Wilfrid  Laurier,  Hon. 
Bodolphe  Lemieux,  M.P.,  for  Rou- 
ville.  Que.,  or  Mr.  A.  Claude  Mac- 
don  ell,  member  for  South  Toronto, 
had  appeared  in  the  House  attired  in 
the  lightesl  and  most  fashionable  of 
garments,  it  is  pretty  safe  to  predict 
thai  not  a  word  of  comment  would 
have  been  heard,  for  these  gentle- 
men are  recognized  as  leaders  of 
fashion  amongst  the  parliamentari- 
ans at  Ottawa. 

The  "Beau  Brummel"  of  the 
House  of  ('ominous  is  Mr.  Northrup. 
with  Mr.  Bennett,  of  Calgary,  a  close 
second,  while  Hon.  Mr.  Rogers  is 
justlv  entitle. 1  to  he  listed  as  the  best 
dressed  man  in  the  Cabinet. 

Premier  Borden  is  more  often  soon 


in  a  dark-colored  mourning  coat 
than  in  a  jacket  suit.  He  is  always 
neatly  dressed,  so,  too,  is  Hon.  George 
E.  Perley,  Minister  without  port- 
folio, and  named  as  the  next  High 
Commissioner  for  Canada.  In  the 
Summer  time  the  Premier  favors  for 
street  wear  a  light  gray  jacket  suit 
with  a  light  gray,  soft  hat.  It  is  in 
evening  clothes  that  Sir  Robert  Bor- 
den looks  particularly  well. 

sir  Wilfrid's  tall,  stiff  ttat. 

Sir  Wilfrid  Laurier  is  always  ex- 
ceptionally well  dressed.  AVhen  he 
attended  the  conference  of  Premiers 
from  all  parts  of  the  British  Empire 
held  in  London  a  few  years  ago,  the 
English  papers  were  unanimous  in 
declaring  that  he  was  the  most  im- 
maculate and  best  dressed  Premier 
there.  He  always  appears  in  the 
House  of  Commons  in  a  morning 
coat,  usually  of  very  dark  gray  dur- 
ing the  Fall  and  Winter.  En  the 
Spring  and  Summer  he  wears  the 
same  kind  of  suit  in  tweeds  of  light 
color  set  off  with  a  tall  gray  hat.  so 
popular  with  the  Puke  of  ( Jonnaught. 
During  the  time  Parliament  is  in  ses- 
sion. Sir  Wilfrid  rarely  wears  a  high 
silk  hat.  except,  of  course,  on  some 
special  occasion.  A  Christy  stiff  or 
a  sofl  fedora  are  his  favorites  for 
ordinary  wear. 

DARK    MORNING   COATS. 

To  return  to  Mr.  Northrup,  Hon. 
Mi-.  Rogers  and  the  other  members 
mentioned  in  an  earlier  paragraph, 
who  the  critics  agree  are  always  so 
carefully  and  immaculately  garbed 
that  they  could  compare  favorably 
with  any  of  tin-  he-t  dressed  men  to 
be  seen  daily  on  Bond  Street,  the 
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recognized  center  of  fadiion  in  men's 
clothes:  they  all  incline  to  morning 
coats  of  dark  material  of  the  latest 
cut,  and  perfectly  made  as  to  fit,  etc. 
Mr.  Northrup  usualy  wears  a  four-in- 
hand  tie  with  a  straight  collar.  The 
other?  prefer  the  wing  collar  with  the 
four-in-hand  tie:  and  all  incline  to 
the  Christy  stiff  or  fedora  for  a  head- 
piece. 

MOST    WEAR    TWEED    JACKETS. 

If  there  is  anything  more  than 
another  that  speaks  for  the  demo- 
cracy of  Canada'-  parliamentarians, 
it  is  their  dress.  Let  anyone  go  into 
the  galleries  of  the  House  of  Com- 
mons when  the  221  members  are  in 
their  seats,  and  he  will  see  a  body  of 
very  ordinarily  dres-ed  men.  for  the 
most  part.  It  is  safe  to  say  that  fully 
200  of  the  members  wear  ordinary 
tweed  jacket  suits  in  and  out  of  the 
House,  except  when  they  attend  some 
special  dinner  when  they  don  the 
conventional  attire  for  such  an  event. 
On  the  whole  the  administrator-  of 
Canadian  affairs  cannot  he  called 
"well  dressed." 

The  majority  of  the  members  of 
the  Cabinel  indeed  are  lovers  of  the 
jacket  suit  for  almost  all  and  sundry 
occasions.  Even  when  they  went  to 
Rideau  Hall  to  take  the  oath  of  office 
nearly  three  years  ago.  not  more  than 
half  a  dozen  donned  a  frock  or 
morning  coat  or  wore  a  silk  hat. 

So  seldom  is  a  silk  hat  seen  in  the 
House  of  Commons  that  one  would 
almosl  think  there  is  a  particular 
aversion  to  such  a  st>  le  o\'  head  piece. 
This,  however,  manv  people  regard 
as  an  indication  of  the  fact  that  the 
real  democratic  spirit  prevails 
amongst  the  members. 
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The  Cooper  "Windless"  Cap 


Can  be 
adjusted 
to  three 
distinct  sizes 


It  sticks  to  the  head  like  glue! 


The  Cooper  cap  is  so  constructed 
that  the  snug  manner  in  which  it 
fits  the  head  removes  all  chances 
of  a  sudden  gust  of  wind  blowing 
it  off  the  head.  With  each  Cooper 
"Windless"  you  get  a  cap  that 
automatically  adjusts  itself  to  three 
distinct  sizes.  Consider  the  ad- 
vantages you  derive  from  this. 

1.  The  reduction  of  your  cap  stock  by  two- 

thirds. 

2.  Takes  up  one-third  of  space  formerly  de- 

voted to  caps. 

3.  Same  amount  of  business  with  one-third 

capital. 

4.  Or  three  times  the  business  with  the  same 

capital. 


Is  this  not  as  sane  and  profitable  a 
proposition  as  could  be  made? 

"Cooper"  caps  have  made  a  name 
for  themselves  from  coast  to  coast. 
The  Cooper  trade-mark  inside  a 
cap  means  something — it  stands 
for  the  latest  styles,  best  materials 
and  expert  workmanship. 

Other  merchants  are  finding  the 
Cooper  "Windless"  one  of  their 
best  selling  lines.  Why  not  get  in 
line  with  this  profit-booster? 

Write  for  samples  and  prices 
to-day. 


THE  COOPER  CAP  COMPANY 


260  SPADINA  AVE., 


TORONTO 
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An  Unusual  Combination  of  Premier  and  Opposition  Leader 


From    left    to    right:    Hon.    Martin    Burrell;    Hon.    W. 


White,  Sir  Robert   L.  Borden,  Sir  Wilfrid   Laurier,  Sir  George  E.  Foster. 


With  the  exception  of  Sir  Wilfrid  whose  distingui 
the  morning  style  and  silver  gray  top  hat,  the  figures  e 
dress  at  the  capital.  Four  of  the  five  are  wearing  ordin 
are  cut  with  ample,  if  not  exaggerated  shoulders.  Mr. 
has  a  dark  sack  coat  with  dark  gray  worsted  trousers,  a 
only  relieved  by  his  white  vest.  We  find  in  the  hats  of 
tates  of  fashion,  as  it  is  popularly  known  at  the  present 
the  five  is  wearing  trousers  which  nave  a  cuff.  Three  of 
and  the  latter  are  four-in-hands  with  the  exception  of 
being  quiet.  Canes  are  popular  on  Capital  Hill,  and  the 
evidently  believes  in  being  fore-armed,  from  the  fact 


shed  appearance  is  well  set  off  by  his  gray  suit  cut  in 
mphasize  what  has  been  said    about  the  democracy  of 
ary  sack  or  jacket  suits,  and  it  will  be  noted  that  they 
Burrell  and  Mr.  White  are  in  gray ;  Sir  Robert  Borden 
nd  the  somberness  of  Sir  George  Foster's  usual  attire  is 
all  but  Sir  Wilfrid  little  tendency  to  follow  the  die- 
time.     It  will  also  be  noted  that  only  Mr.  Burrell  of 
the  party  are  wearing  vestettes  which  set  off  the  cravats,, 
that  of  the  former  premier,  the  shades  quite  evidently 
Premier,  the  only  one  of  the  party  carrying  gloves, 
that  he  carries  an  umbrella.- — See  page  180. 
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Smile  and  Hustle"-- A  Men's  Store  Slogan 

Clerks  Are  Impressed  With  Importance  of  Treating  Customers 
Pleasantly — Catchy  Cards  With  Pithy  Mottoes  Throughout  the 
Store — Store  Manager  Says  There  Are  Direct  Results. 


TO  look  casually  at  the  range  of 
cards  displayed  in  the  Oak  Hall 
clothing  store,  Toronto,  otic  would 
get  the  impression  that  the  establish 
imc lit  was  operated  by  the  aforesaid  S. 
iV  II.  The  introduction  of  this  slogan 
and  its  use  in  the  place  where  the  firm 
name  might  be  looked  for  is  only  one 
of  the  novel  methods  of  using  mottoes 
adopted  b\  J.  ('.  Coombcs,  the  manager 
cf    the   store. 

The  Oak  Hall  store  is  a  store  of  mot- 
toes. They  arc  to  be  found  on  cards 
throughout  and  they  arc  bright  and  to 
the  point.  Mr.  Coombes  is  not  only  a 
Writer    of      nil. lines.       but       a    believer    in 

i !  em  ;  he  pracl  ices  as  he  preaches. 


"Do  yon  get  results"  from  that  mot- 
to?" he  was  asked,  the  reference  being 
t;  "Smile  &  Hustle." 

"We  certainly  do,"  was  the  confid- 
ent reply.  "There  is  money  in  smiles 
and  there  is  money  lost   in  grouches." 

Mr.  Coombes  explained  that  he  drove 
home  the  smile  and  hustle  idea  with  his 
clerks;  that  he  talked  to  a  clerk  when 
he  came  into  the  store  to  take  up  his 
employment,  and  watched  to  see  that 
what  he  said  had  effect.  Personally. 
I  lie  writer  can  vouch  fur  the  effect  of 
the  "smile"  talk,  for  it  was  a  marked 
feature  of  the  reception  he  received  from 
two  of  the  clerks  to  whom  he  spoke.     As 

to    the    "hustle."    lie    can    only    say    that 
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there  was  not  enough  of  it  to  interfere 
with  courtesy.  Mr.  Coombes  satisfies 
himself  as  to  the  hustle  part  of  the  slo- 
gan and  that  is  all  that  is  required. 

Mottoes  have  been  features  of  the  in- 
terior decoration  of  Oak  Hall  store-  for 
years.  Mr.  Coombes  states  that  he  or- 
iginated the  well-known  expression 
"Come  on  in."  and  was  the  first  to  use 
it.  "As  visitor  or  customer  you  are  al- 
ways welcome  here."  is  one  which  v\a> 
used  in  a  prominent  place  in  a  new  store 
i  pened  in  a  Western  Ontario  city,  and  it 
brought  in  a  man  who  remarked  that 
h  had  been  attracted  by  the  display  of 
a    friendly  spirit— he  bought  a  suit. 

A  unique  method  has  been  adopted  in 
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Its  the  cloth  in  your  overalls  thai: jives  the  wear 

'  ims  Indigo  Cloth 

Standard  for  over  75  Years 

Thisi^" 

mark 

stamped 

on  the  back  of  the  cloth  in 

Overalls, 

Jumpers, 

Shirts,  etc. 


is  the  bond  we  give  the  dealer  and  his  cus- 
tomers that  the  material  is  the  genuine  STIFEL  INDIGO, 
the  world's  standard  for  over  75  years. 

STIFEL  INDIGO  is  easy  to  wash  and  iron— nothing  can 
equal  it  for  service  and  satisfaction. 

Insist  upon  seeing  the  mark  which  protects  you  and  your 
customers  from  imitations. 


-Cloth  manufactured  by= 


J.  L.  Stifel  &  Son 

Indigo  Dyers  &  Printers 

Wheeling,  W.  Va. 

New  York  .  .  260-262  Church  St. 
Chicago  .  .  .223  W.  Jackson  Blvd. 
San  Francisco,  Postal  Telegraph  Bldg. 
Toronto  ...    14  Manchester  Bldg. 
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this  store  for  the  display  of  the  many 
cards.  They  are  placed  in  frames  and 
the  frames  attached  to  the  mirrors  which 
form  squares  around  the  pillars.  These 
frames  have  three  flat  points  of  contact 
and  the  attachment  to  the  glass  is  made 
by  the  use  of  double  gummed  stickers; 
they   can   also  be   attached   to   the   win- 


dows in  the  same  way.  The  effect  is 
that  two  cards  can  be  placed  back  to 
back  in  each  frame  and  both  displayed 
while  the  reflection  in  the  mirror  natur- 
ally attracts  additional  attention. 
Smile  Idea  Contagious. 
The  "Smile  &  Hustle"  cards  have 
been  followed   up   by  a  display   of  new 


mottoes  each  closing  with  the  same  idea 
— such  as  "And  we  go  on  smiling." 
"Then  you  will  smile,"  etc.1?  It  is  hard 
to  go  through  a  store  filled  with  a  dis- 
play of  such  cards  without  feeling  that 
the  smile  idea  is  contagious — one  cannot 
look  the  word  in  the  face  even  without 
feeling  some  effect. 


New  Pyjamas  are  Made  Without  Buttons 

"Middy"  Garment  Which  Pulls  Over  the  Head  Like  a  Sweater — 
Another  New  Idea  is  the  Combination  Night  Suit  Which  is  a  One- 
Piece  Garment — Plain  High  Colors  Used  in  Fabrics. 


AN"  expression  now  made  use 
of  by  the  man  who  sells  clothing 
and  furnishings  for  men  is  that 
styles  change  over  night ;  and  now  we 
are  facing  a  change  in  over-night  styles 
— in  other  words,  the  designer  has  been 
busy   with  the  pyjama. 

The  accompanying  description  gives 
an  idea  of  what  the  makers  are  doing 
with  the  robe  of  the  night.  The  coat  of 
the  new  garment  is  cut  on  the  sack 
model.  It  is  made  like  a  tube,  and  the 
only  way  to  sret  into  it  is  through  the 
bottom,  sweater  fashion.  The  neck  is 
cut  large  after  the  middy  style,  so  much 
worn  by  girls  during  the  Summer  sea- 
son. 

No  Buttons  to  Get  Out  of  Order. 

To  many  men,  and  bachelors  in  par- 
ticular, the  new  garment  will  appeal  on 
account  of  the  fact  that  there  are  no 
buttons  or  other  fastenings  to  get  out 
of  order.  The  buttons  of  the  pyjama 
have  been  one  of  the  weak  points  of  the 
garment  with  men.  There  have  been  a 
number  of  attempts  to  get  around  the 
difficulty,  and  a  couple  of  years  ago  a 
garment  was  brought  out  which  had 
loops  and  knots  in  addition  to  the  but- 
tons. This  did  not  meet  with  much  suc- 
cess. 

The  new  idea  is  now  being  worked  into 
the  lines  of  Canadian  manufacturers, 
and  it  is  being  picked  up  by  the  hiuh- 
class  trade,  but  it  is  too  early  yet  to 
say  what  reception  il  may  meet  with  on 
the  part  of  the  public.  As  usual,  with 
most  changes  of  the  kind  it  will  prob- 
ably take  time  to  bring  the  new  garment 
into  anything  like  general  use,  but  it 
has  its  strong  points     ask  any  bachelor. 

A  Combination  Night  Suit. 
Even    a    step    further    than    this    has 
been   taken  by  the  designers.    Garments 
are  made  on  this  comliiirii  ion  prim  iple, 

!     the     1 1 1  ■_■  1 1 1     apparel     m     one     piece. 

This  idea  has  its  advantages,  for  it  is 
at  the  waist  line  I  hal  i  he  difficulty  lies 
with  the  pyjama.  The  adjustment  of 
the  waisl  si  ring  is  difficult  in  relation 
l"  comfort,  although   this  has   been   ob 


viated  to  some  extent  by  the  use  of 
woven  cord,  which  has  a  certain  amount 
of   flexibility. 

In  connection  with  the  pyjama  com- 
bination there  is  reported  to  be  some 
difficulty  in  regard  to  getting  a  proper 


Winter  garment  for  the  man  who  trav- 
els and  must  move  far  from  his  own 
comfortable  bed,  heavy  flannelette  with 
a  very  soft  finish  is  beins-  used. 


New     type    of    neglige    shirt    with    adjustable 
collar. 


size.  It  is  a  garment  which  must  neces- 
sarily be  worn  la  rue,  as  without  the 
telescope  at  the  waist  line  there  is  need 
for  allowance  for  free  movement  during 
the  hours  of  rest;  a  small  garmenl  will 
be  likely  to  hind. 

Plain  Colored  Materials. 

There  is  a  considerable  range  of  fab- 
rics In  nr.'   made  into  sleeping  garments, 

hut  for  the  most  part  sheer  materials  in 
solid    colors    are    fax  ored,    all  tlOU 

is    being    used    to   effect    in    some   lines. 
Xo\ ell ies  are  hea rd  of,  includin  ;   everj 
thing  between  white  and  black   and 
lire-,    of    frogs  ami  ol  n  r   weird  designs 
are  being  used  in  extreme  cases.    For  a 
1S4 


Correct   Posture 
Clothes 

Manufacturing  firm  quick  to 
take  advantage  of  a  new  move- 
ment. 

A  CORRECT  posture  league  which 
is  concerned  particularly  with 
the  sitting  and  standing  postures 
of  children  in  schools  and  of  workers  in 
factories,  shops,  offices  and  elsewhere, 
has  been  organized  in  Xew  York.  It  is 
a  national  institution  and  connected 
with  it  are  United  States  Commissioner 
of  Education  Claxton  and  a  large  num- 
ber of  men  and  women  prominent  in 
health  endeavor  throughout  the  Coun- 
try. 

Acting  on  the  right  posture  idea  one 
of  the  large  American  clothing  manu- 
facturers has  put  out  a  line  of  right- 
posture  clothing,  for  which  the  claim  is 
made  that  it  is  made  with  a  device  in 
the  coat  that  it  patented  and  intended 
to  make   right    the   posture  of  growing 

hoy-. 

The  idea  is  a  novel  one  and  the  man- 
ner in  which  it  has  been  taken  up  by 
this  manufacturer  is  an  indication  of 
how  rapidly  modern  business  men  take 
advtantage  of  anything  that  is  likely  to 
appeal   to  the  public. 

® 


STORE'S     BENEFIT     ASSOCIATION. 

At  the  annual  meeting  of  the  Small- 
man  Benefit  Association  of  London,  Out.. 
officers  for  the  ensuing  year  were  elected 
as  follows:  President,  C.  R.  Walker: 
vice-president,  W.  A.  McCutcbeon;  sec- 
retary, Miss  V  Kordes;  assistanl  secre- 
tary, Miss  Gladys  Phillips;  treasurer, 
Miss  M.  Laughlin;  auditors,  T.  Elliott 
and   11.   Marshall. 
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Ryan 
Gloves 


are  backed 
by  a  steel-clad 
guarantee 


a  guarantee    that    safeguards  you    and 

your  patrons  and  ensures  you  the  repeat  busi- 
ness of  your  glove-buying  customers. 

Ryan  Gloves  are  made  in  all  styles-  for 
street  or  the  heaviest  wear,  and  of  all  kinds 
of  good  leathers. 

Write  for  information 


The  Robert  Ryan  Company 


THREE  RIVERS,  QUE. 
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Send  for  our  approval 
basis  shipment  and 

Point  out  to  your 
customers  the  one- 
piece  reinforcement 
which  doubles  the 
life  of 

Carhartt's  Gloves 


They're  the    heavy    gloves    for  heavy 
wear — made  in  all  styles  to  suit  the  re- 
quirements of  every  class  of  trade  from 
the  shovel  handler  to  the  railroad  man. 
And  every  pair  bears  the  famous  car 
and  heart  trade-mark  along  with  the 
union  label,  both  of  which  speak  vol- 
umes to  the  working  man.     The  Car- 
hartt trade-mark  is  an  absolute  "satis- 
faction   or    money    back"    guarantee. 
Giving  your  customers  the  glove  with 
the     one-piece     reinforcement     at    the 
greatest  point  of  wear,  is  almost 
the  same  as  handing  them  two 
pair  of  the  best  quality  gloves, 
for  this  extra  piece  of  leather 
doubles  the  life  of 
Carhartt       gloves. 
Every      glove      is 
double-sewed  with 
the     best     quality 
w  axed      thread, 
made  with  or  with- 
out  welted  seams. 


We  make  everything  m  overall  uniforms,  corduroy  pants,  and  heavy  gloves.  Let  as  send 
you  an  assortment  of  gloves  and  overalls  on  sixty  days'  approval.  If  they  are  not  what 
you  require,  send  them  back  collect. 

The  exclusive  agency  for  Carhartt  goods  may  be  open  to  you  in  your  town.  Write  to-day 
and  find  out. 

Hamilton  Carhartt,  Manufacturer,  Ltd. 


TORONTO 


VANCOUVER 


V. 


J 
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My  Pals  and  I 
like  Carhartt's 
Overalls 

because  they're  easy  to  get  into, 
don't  burst  when  we  stoop  over, 
and  wear  longer  than  any 
others."  This  is  the  statement 
of  a  grimy-faced  laborer  who 
appreciates  anything  that  gives 
him  real  value  for  his  money. 

Can  you  afford 
to  overlook 
Carhartt's 
Overalls 

when  they  present  the  opportunities 
that  they  do.  Overalls  are  used  by  a 
vast  proportion  of  the  male  popula- 
tion of  your  town.  They  are  now  carried  by 
the  autoist  for  cases  of  emergency.  They 
are  used  by  all  railroad  men,  teamsters,  and 
laborers,  and  Carhartt's  are  the  favorites 
because  of  their  roomy  cut,  well-sewed 
seams,  reinforcements,  safety  watch  pocket 
and  self-adjusting  suspenders.  They  give 
absolute  comfort  and  freedom  of  action. 

Get  the  agency 
for    your    town 

Perhaps  we  have  no  exclusive  agency  in 
your  town,  write  and  see.  Send  for  our  ap- 
proval assortment.  If  in  sixty  days  it  has 
proven  its  value  to  you,  keep  it.  If  you 
prefer  to  send  part  or  all  back  at  our  ex- 
pense you  may  do  so. 

It  costs  nothing  to  try  Carhartt's  out.  Send 
a  postal  to-day. 

Note — The    shipment    consists    of    Car- 
hartt's. Overall  Uniforms  and  Gloves. 

Hamilton  Carhartt 
Manufacturer,Ltd. 


TORONTO, 


VANCOUVER 
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Crown  Tailoring 

Special    Order   Service 


is  proof  against  dissatisfied 
customers  because  it  is  the 
perfected  result  of  years  of 
experience.  The  proof  of 
this  statement  lies  in  the 
fact  that  we  have  hundreds 
of  satisfied  agents  through- 
out Canada  who  are  making 
excellent  profits  from  our 
service  and  who  have  proven 
it  to  be  a  credit  to  the  good 
name  of  their  store. 


Our  system  is  simplicity 
itself,  and  with  it  any  mer- 
chant can  conduct  a  success- 
ful tailoring  business  with- 
out the  investment  of  capi- 
tal. The  outfit  we  supply 
you  with  is  self-explanatory, 
and  we  deliver  the  goods 
from  three  to  four  days  after 
we  have  received  vour  order. 


If  you  are  in  wrong 
with  your  customers 

because  of  the  poor  satisfaction  some  other  service  has 
given  you,  or  if  you  arc  trying  to  do  business  without 
a  tailoring  service, 

//  will  pay  you  to  zvrite  immediately 
for  fill  I  particulars 

The  Crown 
Tailoring  Co.  Ltd. 

Corner  College  and  Euclid  Ave. 

Toronto 


II 
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F The  OVERALL      "m      M~    WITH  ^^V  16  FEATURES 

ast    IVIail    Overalls 

AGENCIES  WANTED  EVERYWHERE 


ANOTHER  BPAN  NEW  PAIR  GONE  WRONG 


YOU  BUY  *~ 
FASTMAlUT 

AND  THAT  WONT  HAPPEN 


The    Exclusive   "FAST  MAIL"   Features 


Two   hip    pockets   doubled. 
Two    front    pockets    doubled. 
Drawer    supporter. 

Continuous    side    facing. 
><  e  illust  ration  above, 
rortlnuoup    tl.\ . 
Dodshon    Crotch. 
Hack    luind    reinforced. 
Close-fitting      waist     adjust- 
ment. 
Three    buttons   on    side. 


No.   10  Comb,      rule       and        pencil 

pocket. 
No.   11  Gravity    bib    pocket. 
No.    12    IIi[i    pockets    sewn    into    side 

"cunts. 
No.  i:(   Force    balance    thick. 
No.   14   Clingtight     suspenders. 
No.    15   All     scams     double     stitched. 
No.   1(>  Adjustable    band    collar   and 
scratch     -     proof        sleeve 

buttons. 


BIB  FOCKET 


Write  to-day  for  samples 


Absolutely  and  Positively  Guaranteed 


DRAWER 
SUPPORTER 


6UTTCN  ON    BAC* 


I     DODSHON  OVERALL  COMPANY  LIMITED 

Windsor,    Ont. 

'  R     444 
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UNSHRINKABLE 


Made  of  the  finest  wool  obtainable, 
and  manufactured  in  England  under 
perfect  conditions.  Your  customers 
can  rely  upon  the  utmost  satisfaction 
if  they  wear  JAY.  You  and  they  will 
be  fully  protected  if  each  garment 
bears  the  above  trade-mark. 

Send  enquiries  to  the  tvholesale  agents : 

I.  &  R.  MORLEY,     -     G.  BRETTLE  &  GO. 

LONDON.  ENG. 


WOOL 

UNDER- 
WEAR. 


He  Takes  No 
Chances 

The  man  who  works  aloft  has  nerves  of  steel.  His  eye 
is  clear,  his  hand  is  steady  and  his  grip  is  sure.  Upon  the 
sureness  of  that  grip  his  safety  depends  and  he  takes  no 
chances.  The  gloves  he  wears  grip  his  support  with  vise- 
like tenacity.  He  wears  the  kind  that  look  like  silk,  that 
feel  like  kid,  but  that  wear  like  iron — "Asbestol." 

Feel  Like  Silk 

Look  Like  Kid  eisendrath's 
Wear  Like  Iron        celebrated 

f/   tur   j^iac  iron         HORSE  HIDE 

Most    men    who   work    where  the   strain   on   the  hands   is 

great,  know  "Asbestol"  (Wove  merit.  Dealers  not  already 
handling  '•Asbestol"  Gloves  and  Mittens  will  do  well  to 
see  their  jobber  or  address 

Eisendrath  Glove  Co. 

2001    Elston  Ave.  Chicago,   111. 

Write  for  a  free  copy   of   "Action," 
the  Eisendrath  House  Or<ian 
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Travelers  are  out  with 

"Star  Brand"  fall  range 

of  Neckwear 


«n 


f 


And  neckwear  it  is — -really  smart  styles  that  are 
"plumb  full"  of  trade-pulling  power— the  kind  that  is 
never  identified  with  shelf-warmers. 

To-day  our  representatives  are  showing  in  all  parts  of 
Canada  the  finest  range  of  neckwear  we  have  ever  pro- 
duced. This  is  our  Fall  range,  included  in  which  is  our 
Real  Bengaline  Neckwear — newest  styles,  most  correct 
shades  for  the  coming  season. 

The  latest  novelties  are  much  in  evidence  throughout 
the  "Star  Brand"  Fall  showing.  It  will  pay  you  to  see 
these  as  early  as  possible.  Write  to-day  to  make  sure 
the  Star  Brand  man  will  call. 

See  the  "Star  Brand"  range  of  shirts  for  Fall.  It  is  a 
winner  of  the  first  order — snappy  patterns,  exclusive 
shades,  perfect  fit. 


Van  Allen  Company,  Limited 


Hamilton,  Can. 
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Popular-priced  Boys'  Wash  Suits 


STAPLES 


and   Blouses 


NOVELTIES 


/^\UR  Spring  1915  lines  will  outshine 
^-^  anything  shown  heretofore  to  the 
Canadian  Buyers. 

It  will  pay  you  to  hold  over  your  order 
until  our  representative  calls  in  the 
near  future. 


Should  you  wish  us  to  rush  you  a  trial 
shipment  or  samples  we  will  do  so 
upon  request 

The  Goldstein  novelties  will  bring 
customers  to  your  store — will  please 
both  the  boys  and  their  elders. 

Don't  Miss  The  Line. 


A.    Goldstein    &    Company 


18  WHITE  ST. 


NEW  YORK  CITY 


'antI/rac 


Coated   Linen 

Collars 


Men  in  every  walk  of  life  wear 
and  appreciate  KantKracK  Collars 


These  wonderful  labor  and 
money-saving  collars  serve  all 
men  alike  and  satisfy  every  de- 
mand with  their  wide  range  of 
styles.     Made   of  fine  waterproof 


coated   linen,  KantKracK 

collars  have  the  appearance  of 
the  best  plain  linen  eollar,  but 
without  its  laundry  bill. 
The  reinforced  buttonholes  and 
slit-over  back  buttonhole  ensures 
comfort   and   long   wear. 


Made  in 
Canada 


One  grade  only, 
and  that  the  best" 


Sold  direct 
to  the  trade  only 


HAMILTON 
FRONT  I  7/0IN. 


The  Parsons  &  Parsons  Canadian  Co. 


HAMILTON,  ONTARIO 
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Advertise   Your  Store 
with  Natty  Woven  Labels 

If  your  goods  are  giving  your  cus- 
tomers satisfaction,  it  is  to  your 
advantage  to  keep  reminding  them 
of  the  place  where  they  can  get 
good,  honest  value  for  their  money. 

Nothing  will  do  this  better  than 
your  name  woven  in  a  natty  silk  or 
cotton  label  placed  inside  each 
garment.  And  you  can  have  this 
effective  advertising  at  a  very 
trifling  cost. 

Write  to-day  for  samples  and 
prices. 

We  specialize   on  skein  dyeing 
Artificial  Silk  and  Hosiery  Yarn. 

Narrow  Fabric  Weaving  and  Dyeing 

LIMITED 
Gait,     -     Ontario 


V 


We  do  not  sell  the  consumer 


U  LJ3RANDJ 

Some  of  our  lines  are  : 

Waiters'     coats,     cooks'     coats, 

barbers'  coats,  porters'  coats, 

butchers'  frocks,  bar  vests, 

surgeons'  gowns,  dentists' 

coats.     Duck    trousers, 

boys '      bloomers, 

aprons,        working 

shirts,       dusters, 

boys'      scout 

suits. 

Our  white  duck  clothing  comes  to  you 
wrapped  in  individual  dust-proof  packages 
— thus  eliminating  loss  from  soiling.  It  is 
always  fresh  from  our  finishing  rooms 
when  your  customer  gets  the  garment. 
Write  for  samples  and  prices.  We  special- 
ize on  mail  orders. 


w 


m 


Write  for   Catalog  and   Samples 

Defiance  Mfg.  Co.,  Ltd 


College   and   Bathurst   Sts..     Toronto 


"'"  •    J 


"DEACON" 
OUTING  SHIRTS 

for  Men  and  Boys 

June  and  July  are  the  best  selling 
months  for  Outing  Shirts.  If  your 
stock  is  not  complete,  we  are  well 
prepared  to  fill  your  orders  at  once. 
Made  in  all  styles  and  to  sell  at 
popular  prices. 

Pongees,  Percales,  Silks,  Silkette, 
Chambrays,  Madras,  Silk  Stripes, 
Light  Ceylon  Flannels,  Ducks, 
Oxfords,  Cashmerettes,  Khakis, 
Drills,  Sateens,  etc.  Send  for 
samples. 

The    Deacon    Shirt    Co. 
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MEN'S   WEAR    SECTION. 


Light  Your  Window — 
Not  the  Sidewalk 

Here  is  a  side  view  of  a  show  window  in  which  the  light  is  focused 
exclusively  on  the,  merchandise. 

No  light  is  thrown  on  the  sidewalk;  therefore,  none  is  wasted. 
There  are  no  glaring  bulbs  to  blind  the  spectators ;  neither  are  there 
any  dark  shadows  to  mar  the  beauty  of  the  goods. 

This  is  the  kind  of  illumination  you  get  when  your  windows  are 
equipped  with  the 

FRINK  AND  J-M  LINOLITE 

Systems   of  Lighting 

The  clear,  steady  light  produced  by  these  systems  is  the  nearest  approach 
to  daylight  known  in  the  commercial  world.  Yet  in  spite  of  its  great  illum- 
inating power,  it  lends  tone  and  effectiveness. 

These  systems  consist  of  a  series  of  tubular  incandescent  lamps  about  a 
foot  long  and  1  inch  in  diameter,  set  in  powerful  reflectors.  When  desired, 
reflectors  are  made  for  standard,  base  lamps. 

Over  30,000  merchants  are  now  using  the  Frink  and  J-M  Linolite  Systems.  Besides  getting  better  illumination 
than  they  formerly  had,  these  merchants  are  actually  saving  money  on  current  consumption;  and  it  didn't  cost 
them  very  much  to  remodel  their  lighting  system. 

Write  our  nearest  branch  to-day  for  Booklet  No.  410. 

THE    CANADIAN    H.    W.    JOHNS-MANVILLE    CO.    Limited 

SOLE  SELLING  AGENTS  FOR  FRINK  PRODUCTS 

Manufacturers  of  Show-Case,   Show  Window  and  General  Illuminating  Systems;  Asbestos 
Table     Covers     and     Mats;     Pipe     Coverings;     Dry     Batteries;     Fire    Extinguishers;     Etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 


LADIES'  AND  CHILDREN'S 

COMBINATIONS,     SPENCERS     AND     BODICES 
THE    ASHFORD    UNDERWEAR    COMPANY,  LTD. 

ASHFORD,  KENT,    ENGLAND 

Manufacturers  of  Ladies'  and  Children's  plain   knitted   Merino,  Cotton  and 

Cashmere  plated  Underwear  for  Summer  or  Winter  wear. 

Will  be  glad  to  forward  special  sets  of  samples  for  comparison  to  Canadian 

Wholesale  Dry  Goods  Stores. 

Terms: — Carriage  Paid,  Duty  Free,  2V2  <    Monthly 
Cash.    Special  Discount  allowed  on  Samples  if  kept. 
Wholesale  Only  Supplied. 
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Dry  Goods  Revievi 
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^CHILDREN 


THERE   is  an  excellent   opening  in  Canada  for  the 
range  of  Children's  Pure  Wool  Garments  which 
are  sold  under  the  name  'Chilprufe  for  Children.' 
They  are  made  from  the  highest  grade  pure  wool  yarn. 

We  placed  "Chilprufe"  upon  the  English  market  to  meet  the  Deed  for 
a  complete  range  of  reliable  Children's  garments  in  all  sizes  from  infancy 
upwards,   and  its  success   was  immediate. 

Ladies  were  quick  to  recognize  the  splendid  quality  of  the  material 
and  they  soon  found  that  the  cut  of  the  entire-  range  of  garments  met 
every .  requirement  perfectly. 

We  have  had  to  increase  our  Mills  and  Machinery  each  year  to  cope 
with  the  trade,   which  has  grown  in  leaps  and  bounds. 

We  tell  you  what  happened  here  because  we  believe  there  is  a  similar 
field  in  Canada  for  the  firms  who  grasp  it  now. 

We  are  prepared  to  fix  up  a  feu)  Agencies  and  to  make  special  patterns  which  may  be  neces- 
sary for  the  Canadian  Market. 

Write  us  for  our  new  list.  It  is  well  illustrated  and  shows  the  complete 
range  of  garments  and  sizes. 

CHILPRUFE  MILLS,     LEICESTER,  ENGLAND 
SHIPPING    OFFICE,    20,  CHEAPSIDE,  LONDON,  E.C 
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AMONG    DRY    GOODS    MEN    IN    CANADA 
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1MAJLJJL  All  All 'Al 


H.  R.  Bean,  Carlstadt,  Alta.,  general 
merchant,  is  dead. 

The  Royal  Waterproof  Co.,  Montreal, 
lias  been  registered. 

A.  G.  Foster,  Smith's  Falls,  merchant 
tailor,  died  last  month. 

Luery  Bros.,  Wooler,  Ont.,  dry  goods 
merchants,  were  burned  out. 

Norman  C.  Ryan,  Guelph,  has  sailed 
en  his  semi-annual  buying  trip. 

A.  Mady,  Ottawa,  has  commenced  busi- 
ness as  a  dry  goods  merchant. 

Harris  Paperneck  Tailoring  Co.,  To- 
ronto, had  $12,000  damage  by  fire. 

J.  A.  Frain,  general  merchant  Hol- 
brook,  has  sold  out  to  R.  E.  Highes. 

Watt  and  Hay,  Lacombe,  Alta.,  cloth- 
ing merchants,  suffered  loss  by  fire. 

The  Glove  Tailoring  Co.,  of  Toronto, 
have  opened  a  branch  in  Peterborough. 

F.  Adelman,  Kamsack,  Sask.,  general 
merchant,  has  sold  out  to  A.-  H.  Satten. 

J.  H.  Masson,  Rupert,  Que.,  has  suc- 
ceeded G.  S.  Nesbitt,  general  merchant. 

Saad  and  Asslay  Brothers,  Montreal, 
have  been  registered  as  dry  goods  job- 
bers. 

J.  C.  Warren,  Innisfail,  Alta.,  has 
bought  the  branch  general  store  of  Wm. 
Hodge. 

R.  P.  Eades,  Enfield,  Sask.,  has  bought 
the  stock  of  J.  F.  Byce,  general  mar- 
ehant. 

Schroeder,  Bros.,  Calder,  Sask.,  have 
succeeded  J.  E.  Narsson,  general  mer- 
chant. 

The  Charles  T.  Cooper  department 
store  company  has  been  registered  in 
Montreal. 

W.  Hodge,  Raven,  Sask.,  general  mer- 
chant, lias  been  succeeded  by  J.  E. 
Warren. 

J.  G.  Davidson,  Toronto,  will  open  a 
ladies'  ready-to-wear  branch  in  St. 
Thomas. 

Lyons  Tailoring  Co.,  St.  Catharines, 
will  erect  a  new  building  where  Dever's 
store   now    stands. 

N.  C.  McLean,  Sr.,  of  the  arm  of  Mc- 
Lean Brothers,  general  merchants,  died 
at  Hubhards,  Sask. 

B.  Kortosk,  Montreal,  of  the  firm  of 
E.  II.  Kortosk,  wholesale  business,  died 
the  last    week   in  .Tune. 

R.  H.  Dowler,  London,  Ont.,  was  made 
a  happj  husband  the  lasl  week  of  .Tune. 
taking  unto  himself  a  bride  in  the  per 
of  Miss  Margarel  Katharine  Peart. 
Scotland  Woolen  Mills,  Toronto,  were 
granted  a  permit  Eor  a  warehouse  and 
factory   on   Simcoe   Street. 


T.  A.  James,  Atlin,  B.C  ,  men 's  fur- 
nisher, was  among  those  who  suffered 
loss  in  t  he  recent  fire  there. 

A.  R.  Norris,  North  Bay,  formerly  a 
tailor  in  Haileybury,  died  last  month. 
He  was  well  known  as  a  curler. 

R.  F.  Robertson,  Montreal,  for  thirty- 
five  years  with  J.  S.  Evans,  wholesale 
clothiers,  died  in  June,  in  his  42nd  year. 

William  W.  Larmour,  Toronto,  for 
many  years  engaged  in  the  tailoring 
business,  passed  away  at  the  age  of  69. 

Alexander  Ritchie  Morris,  Cobalt,  a 
merchant  tailor,  who  had  resided  in 
Nipissing  district  for  forty  years,  died 
the  middle  of  June. 

R.  H.  Crowder,  London,  a  traveler  for 
Greene,  Swift  &  Co.,  clothing  manufac- 
turers, and  formerly  in  business  in 
Wingham,    is   dead. 

Brock  &  Paterson,  Ltd.,  St.  John, 
N  B.,  wholesalers  in  millinery  and  ladies' 
supplies,  are  planning  a  five-story 
building,  with  floor  space  of  30.000  feet. 


Ed.  C.  Armstrong,  J.  Houser.  Dundas  & 
Plavelles,  Claxton  &  Co.,  B.  J.  Gough." 


ITEMS  OF  PERSONAL  INTEREST. 

Fire  damaged  the  general  store  and 
stock  of  David  Leury,  Wooler,  Ont. 

The  general  store  of  D.  Whipps,  Tomp- 
kins,  Sask.,   was  burned  out. 

The  death  occurred  recently  of  J.  O. 
Wismer,  general  merchant,  of  Humber- 
stone,   Ont. 

Fire  did  considerable  damage  to  the 
general  store  and  stock  of  O.  Haney, 
Hammond,  Ont. 

The  death  occurred  of  J.  W.  Whitman. 
of  the  firm  of  Whitman  &  Co.,  general 
merchants.   Emerson,  Man. 

The  death  occurred  at  Perth  of  W.  A. 
Mieghen,  of  the  firm  of  Arthur  Meighen 
&  Brothers,  general  merchants. 

The  dry  goods  firm  of  Jacques  and 
Beshwaty,  Montreal,  has  been  dissolved. 
Geo.  Beshwaty  continuing  the  business. 

The  dry  goods  firm  of  -lames  Brophy 
&   Sou.   Montreal,  has  been   dissolved   and 

the    business    is    bein°'   continued    under 
the  same     style  by  Samuel  Hird. 


EARLY  CLOSING  IN  LINDSAY 
A  notice  in  the  Lindsaj   papers  reads: 

"The    follow  in-    dr\     goods    and    clothing 

merchant-  have  decided  to  close  their 
respective  places  of  business  daily  at  5 
p.m.  (  Sai  urdav's  ex<  epted  I.  commencing 
June  L5th,  continuing  until  September 
Lst,  L91  I  :  Messrs.  -I.  Sutcliffe  .v  Sons, 
M.  .1.  Carter,  O'Louglilin  &  Mclntyre, 
19G 


POIRET   AGAINST   PIRACY. 

Paul  Poiret  Threatens  to  Form  Combine 

and  Prevent  Photographs  Coming 

Over. 

In  an  interview  recently  Paul  Poiret, 
the  French  creator  of  fashions,  said : 

'  •  Unless  something  is  done  to  stop  the 
pirating  of  fashions,  there  will  be  no 
great  dressmakers  left  in  Paris  in  ten 
years.  I  am  taking  steps  to  form  a  com- 
mittee of  members  of  the  chief  dress- 
making houses  of  Paris.  I  do  not  want 
the  number  to  be  large — about  seven 
houses  in  all.  We  shall  direct  our  ac- 
tion toward  putting  an  end  to  the  abuse 
whereby  at  present  almost  every  idea 
which  we  evolve  and  every  new  model 
which  we  create  are  seized  on  and  re- 
produced by  inefficient  copiers,  who 
caricature  and  degrade  them. 

"We  shall  try  to  prevent  photo- 
graphers from  selling  pictures  of  new 
fashions  which  are  taken  at  the  races 
and  elsewhere  to  obscure  dressmakers 
who  attempt  to  imitate  them.  We  want 
to  prevent  the  newspapers  from  bring- 
ing out  fashion  supplements  in  which 
our  exclusive  ideas  are  scattered  broad- 
cast to  the  world. 

"Against  copiers  we  shall  take  con- 
certed action.  I  have  a  list  of  sixty 
dressmakers  in  Paris  who  are  in  the 
habit  of  reproducing  our  models.  Some 
of  them  obtain  orders  from  houses  that 
deal  also  with  us.  These  customers  buy 
a  new  model  from  us  and  then  send  it 
t.>  the  copier  with  an  order  for  a  dozen 
more  like  it.  Those  customers  we  shall 
cxi  hide  from  our  books. 


S100.000     TO     FIGHT     DISHONESTY. 

The  Canadian  (Tcdil  Men's  Associa- 
tion ha-  approved  a  fund  of  $100,000  to 
prosecute    wilful    crime    on    the    pari    of 

traders. 


PICNIC    OF   CAIRNS'    STORE. 

The  employees  of  J.  P.  Cairns.  Sas- 
katoon, hehl  a  picnic  the  hitler  part  of 
June,  in  which  nearly  500  took  part. 
Spun-  were  held,  including  a  football 
game. 


Factors  that  Urge  Confidence  in  Future  Business 

Crops  in  West  in  Fine  Shape  and  Yield  of  Wheat  Promises  to  be 
Highest  on  Record — Agriculture  Being  Placed  on  More  Stable 
Basis — Good  Reports  From  Mortgage  Situation. 


ABIRD'E-EYE  view  of  the  busi- 
ness outlook  from  the  present 
standpoint  brings  up  several  fac- 
tors which  give  stability  to  the  situa- 
tion and  chief  among  these  is  the  very 
satisfactory  reports  which  are  being  re- 
ceived regarding  the  Western  crops. 
Business  men  are  far-sighted  enough 
generally  to  see  that  the  present  depres- 
sion is  something  in  the  nature  of  the 
tonic  which  the  small  boy  is  given  after 
his  Christmas  dinner — unpleasant  in  it- 
self, but  a  great  benefit  where  there  is 
optimism  as  to  the  future;  and  there  are 
ro  authorities  either  business,  indus- 
trial or  financial  who  can  foresee  any- 
thing but  a  great  development  ahead  of 
Canada.  Carried  on  by  that  prosperity 
which  was  largely  created  by  the  influx 
of  immigration  there  has  been  in  Can- 
ada over-production  and  over-consump- 
tion. When  this  was  brought  home  there 
was  naturally  a  reaction;  to  reach  a  nor- 
mal condition  business  had  to  drop  be- 
low what  the  normal  should  be.  Merch- 
ants have  not  only  reduced  orders  to 
the  demands  but  they  have  devoted 
themselves  to  clearing  shelves  which 
were  overstocked  and  they  are  now  in  a 
position  to  buy  again  when  the  occasion 
arises.  This  point  was  illustrated  re- 
cently in  the  sugar  market.  Although 
tli ere  had  been  the  lowest  prices  of 
years  prevailing  and  definite  indications 
that  prices  would  advance,  when  the  ad- 
vance came  stocks  were  low  and  yet  the 
buying  on  the  different  advances  made 
was  the  most  active  in  many  years.  The 
orders  came  when  business  warranted 
them. 

Crop  Prospects  Very  Bright. 

But  to  return  to  the  crops.  Latest 
reports  from  the  West  show  that  the  fav- 
orable rains  have  continued;  that  the 
growth  is  now  from  fifteen  to  twenty 
inches  high,  and  there  is  no  danger  from 
drouth.  Hail  has  done  little  harm,  and 
the  estimates  are  for  one  of  the  biggest, 
if  not  the  biggest,  yields  that  the 
prairies  have  known,  and  this  over  an 
acreage  which  is  close  to  two  million 
acres  more  than  in  1913. 

If  anything  unfavorable  about  the 
crop  outlook  could  be  stated  it  would  be 
with  regard  to  the  price,  which  is  de- 
clining heavily  on  good  reports  from  the 
West,  and  on  the  assurance  of  the  big- 
gest crop  in  the  United  States  that  has 
been  harvested.  In  Ontario  the  wheat 
crop  outlook  is  not  very  good  and  only 
about  a  60  per  cent,  yield  is  looked  for, 


Our  most   Imp 


irtant    infant  taking  Its   nourishment  well; 

umI    thriving. 


>ming   along   nicely;   healthy 


but  the  crop  is  not  a  heavy  one  in  this 
province  now. 

New  Trend  in  Agriculture. 
Besides  the  crop  prospects  encourage- 
ment comes  from  the  West  in  the  new 
trend  of  agricultural  opinion  there.  The 
pause  in  the  progress  of  the  country  has 
given  the  farmers  a  chance  to  study  the 
advice  which  the  agricultural  authori- 
ties have  been  hurling'  at  them  for  sev- 
eral years — arguments  to  show  conclu- 
sively that  the  future  of  the  country 
cannot  be  built  on  grain  raising  alone. 
Already  we  see  the  effect.  Western 
Canada  which  a  year  or  so  ago  imported 
pork  products  heavily  is  now  a  heavy 
exporter  to  the  east  and  the  west.  But- 
ler is  no  longer  sent  to  the  prairies,  and 
in  fact  large  shipments  are  made  from 
western  creameries  to  the  coast,  while 
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we  have  heard  of  the  idea  of  shipping 
western  eggs  for  eastern  consumption. 
These  are  the  echoes  which  indicate  the 
new  call  in  the  West,  and  it  means  much 
for  the  future  of  that  country,  for 
economically  it  has  been  proven  a  fallacy 
to  pay  the  transportation  charges  on  low 
grade  grain  to  the  world's  markets  when 
it  would  be  fed  to  stock  witli  a  much 
letter  margin  of  profit. 

Close  Checking-up  on  Credits. 
There  are  many  favorable  indications 
to  be  found  that  financial  institutions 
are  well  prepared  to  face  the  situation 
for  the  close  checking-up  on  credits  for 
the  past  year  or  so  has  had  its  effect. 
We  hear  such  favorable  statements  as 
that  of  W.  R.  Arnold,  president  of  the 
Dominion   Trust  Company,  to  the  effect 

(Continued  on  page  199.) 


£VIOES  of  OTHER 
RYJOODS  MERCHANTS 


WHAT  IS  SELLING,  WHAT   IS  NOT 

THE  buyer  in  the  ready-to-wear  department  of  the 
Hudson's  Bay  Co.,  Calgary,  has  an  interesting 
method  of  noting  which  manufacturer's  goods  are 
selling  and  which  are  not.  When  the  stock  arrives 
early  in  the  season,  each  invoice  is  entered  up  in  a  stock 
book,  under  each  manufacturer's  name.  When  a  garment 
is  sold,  the  inspector  in  the  bundle  department  takes  off 
the  ticket,  compares  it  with  the  sales-check,  and  retains 
it.  These  are  sent  to  the  buyer,  whose  assistant 
credits  sales  to  the  various  manufacturers  in  his  stock 
book.  He  makes  use  of  this  book  when  making  purchases 
for  the  next  season.  "After  all,"  says  Mr.  Lennon.  the 
buyer  referred  to,  "this  is  the  final  test: — Have  the  goods 
been  sold  at  a  profit?  If  a  garment  has  not  been  selling, 
it  is  a  loss  to  the  department.  With  a  system  like  this, 
I  know  which  manufacturer's  goods  are  still  hanging  in 
the  cases,  without  going  to  find  out." 


HANDLING   240  PATTERNS  IN  3 
MINUTES 

HENRY  Morgan  &  Co.,  Montreal,  have  a  method  of 
showing  linoleums  that  has  much  to  commend  it. 
Instead  of  laying  out  a  number  of  heavy  rolls 
for  inspection,  they  have  a  fixture  in  their  carpet  depart- 
ment that  occupies  about  20  feet  in  length,  about  three 
feet  in  width  and  about  8  feet  in  height.  The  base  of 
this  fixture  contains  a  series  of  hinged  boards  about  4 
feet  high  by  about  three  feet  in  width.  Each  board  has 
a  strip  of  linoleum  or  oilcloth  tacked  on  either  side.  In 
this  way  all  the  patterns  can  be  shown  in  a  few  minutes. 
The  manager  of  the  department  says  he  can  show  their 
entire  range  of  some  240  patterns  and  qualities  in  three 
or  four  minutes,  or  just  as  quickly  as  the  customers  can 
look  at  them. 

These  hinged  boards  or  panels  are  arranged  on  the 
same  principle  as  the  rug  racks,  now  so  largely  used  in 
carpet  departments.  Morgan's  have  these  rug  racks  for 
showing  their  carpet  squares  and  the  method  is  just  as 
effective  for  exhibiting  linoleums.  A  large  space  is  not 
needed.  It  is  only  necessary  to  have  the  boards  large 
enough  to  show  the  pattern  of  the  goods.  One  board 
serves  for  two  samples  and  placed  on  hinges  they  can 
be  put  close  together  and  they  fold  back  one  against  the 
other  taking  up  very  little  room. 

If  a  customer  picks  out  a  particular  pattern  and  de- 
sires to  see  it  in  the  larger  piece,  it  is  an  easy  matter  to 


get  the  roll  and  show  it  on  the  floor.  The  samples  on  the 
boards,  however,  obviate  the  necessity  of  showing  a  lot 
of  heavy  rolls  and  it  is  also  a  much  quicker  way  for  the 
buyer  to  make  a  selection  and  to  see  the  full  range  with- 
out trouble  or  a  feeling  that  too  much  time  is  being  taken. 
The  boards,  in  this  case,  are  arranged  so  that  they 
can  be  readily  removed  or  there  is  space  for  adding  a 
large  number  more,  if  new  patterns  are  added.  The  price, 
widtli  and  number,  is  shown  on  each  sample.  Above  the 
linoleum  racks,  in  the  same  fixture,  samples  of  hardwood 
flooring  and  other  lines  are  shown.  The  fixtures  serve  as 
a  division  wall  between  a  section  for  demonstrating 
vacuum  cleaners  and  a  portion  of  the  carpet  department. 
In  the  same  section,  samples  of  outdoor  shades  and  blinds, 
etc.,  are  shown  on  the  walls  in  such  a  way  that  the  pur- 
chaser may  see  just  how  they  would  appear  in  use. 


BOXES  FOR  REMNANTS 


This  is  a  type  of 
card  seen  in  differ- 
ent parts  of  the 
store  of  John  Laid- 
law  &  Son.  Kingston. 
These  stand  up  in 
small  uniform  pack- 
ages of  oak.  special- 
ly built  for  rem- 
nant sales.  These 
are  set  up  on  the 
ends  of  counters,  or 
tables,  and  besides 
being  more  notice- 
able, keep  the  pieces 
of  goods  in  tidy  con- 
dition. 
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A  DOUBLE  PRICE  CARD 

OFTEN  when  price  tickets  are  placed  on  goods  on 
the  counter  the  face  is  turned  directly  away  from 
the  clerk  and  she  is  unable  to  see  the  price.  Of 
course  she  may  be  expected  to  familiarize  herself  with 
every  special  notice  and  sales-lots,  but  if  she  does  not, 
she  is  obliged  to  keep  the  customer  waiting  while  she 
goes  out  in  front  or  else  turns  the  card  around  to  see,  in 
each  case  leaving  a  poor  impression  on  the  customer. 
L.  N.  Poulin  &  Co.,  Ottawa,  have  adopted  the  simple  de- 
vice of  repeating  the  wording  on  the  back  of  the  card 
that  is  on  the  front  so  that  the  clerk  will  read  it  at  once 
on  being  asked  a  question.  One  card  read  "Bals,  25  cents," 
and  the  same  words  were  written  on  the  back  of  the 
card  as  well,  in  this  case  "Bals"  being  in  red  ink.  The 
card  was  turned  directly  out  so  that  the  customer  could 
not  see  the  double  sign. 


A  simple  stand  similar  to  this  is  used  in  the  Eobert  Wright 
store,  of  Brockville,  whereby  scores  of  different  sizes  of 
hosiery,  for  women  and  children  are  displayed,  with  half  a 
dozen  of  one  size  in  each  "package,"  and  price  marked  on 
it.  This  is  handy  for  the  public,  and  saves  considerable  space. 


FACTORS      THAT      URGE      CON- 
FIDENCE IN  FUTURE 
BUSINESS. 

(Continued  from  page  197.) 

that  during  nine  years  of  active  loan- 
ing business  in  Western  Canada  between 
Winnipeg  and  Vancouver  they  had  not 
foreclosed  a  mortgage,  and  further  that 
loaning  companies  had  been  doing  their 
business  on  a  conservative  basis.  There 
are  also  hopeful  signs  in  that  mortgage 
companies  and  others  controlling  very 
large  sums  of  money  loaned  on  mortgage 
security,  all  state  that  payments  are  be- 
ing well  met  and  that  arrears  are  in  as 
good  shape  as  at  any  time  during  the 
past  five  years.  Canadian  people  are 
evidently  working  harder  and  spending 
less. 

The  appearance  of  the  mid-year  offer- 
ings of  bonds  at  the  end  of  June  was 
accompanied  by  the  statement  from 
Ames  &  Co.,  expressing  the  conviction 
that  investors  will  witness  a  gradual  in- 
crease in  the  price  of  municipal  deben- 
tures, and  that  there  'will  be  a  condi- 
tion approximating  to  that  which  was 
prevalent  a  few  years  ago  when  muni- 
cipal securities  were  selling  on  a  yield 
basis  of  4  to  4V2  per  cent. 

C.N.R.  Finances  Will  Help. 
The  settlement  of  the  C.N.R.  finances 
by  the  Government  at  Ottawa  has  had  a 
favorable  effect  upon  business  sentiment 
in  relation  to  the  railroads  and  more 
constructive  work  should  now  be  carried 
out. 

Altogether  there  is  nothing  in  the 
situation  to  warrant  any  alarm.  We  have 
been  developing  so  rapidly  that  we  are 
developing  growing  pains;  like  the 
youth  who  grows  very  tall  we  must  now 
wait  until  we  expand  to  the  proportions 
which  that  growth  warrants. 


DO   YOUR   WINDOWS   PAY? 
(Continued  from  page  173.) 

attract  attention;  but  too  much  should 
not  be  sacrificed  to  novelty;  that  is,  a 
window  should  not  merely  attract  atten- 
tion without  attracting  that  attention  to 
goods  which  are  sold  in  the  store. 

Fixtures  are  very  important,  and  in 
every  up-to-date  store  there  should  be 
a  storeroom  for  storing  fixtures  which 
are  used  in  the  windows.     A  collection 


MOTOR  TRUCK  DRAWS  TRADE. 
In  its  next  issue  The  Review  will  con- 
tain a  story  of  the  use  of  a  motor  truck 
by  an  Ottawa  store,  whose  use  directly 
drew  orders  from  a  new  section  of  the 
city. 

of  such  fixtures  soon  accumulates,  and 
the  work  of  the  window  dresser  i^ 
greatly  facilitated  by  the  aid  of  such 
t  quipment. 

Window  dressing  is  a  very  important 
factor  in  the  modern  retail  business,  and 
should  be  studied  in  relation  to  the  par- 
ticular lines  of  goods  handled  in  the 
store.  The  handling  of  the  display 
means  all  the  difference  between  a  pay- 
ing investment  in  plate  glass  and  pro- 
perty frontage  and  an  expenditure 
which  is  close  to  a  dead  loss. 
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FASHION    SHOW    FOR    TORONTO. 
Arrangements   are  being  made   for   a 
fashion  show  in  Toronto  for  Exhibition 
week,  August  31  to  September  5,  to  in- 
clude exhibits   of  women's    and  men's 
clothing,    furs,   boots   and   shoes,    acces- 
sories, etc.     Invitations  will  be  sent  out 
to  the  retail   trade  to    visit    the   huge 
Arena,   where    the   show  will    be   held. 
Mannequins    will    display    goods.       The 
show  will  be  along  the  lines  of  those  in 
New  York,  Cleveland,  etc.,  and  the  gen- 
eral public  will  not  be  admitted 
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POLITENESS. 

Sales  clerks  doubtless  have  read  and 
heeded  the  new  signs  posted  about  the 
building:  "Did  you  say  'thank  you'  to 
every  customer  you  waited  upon  to- 
day?''   says    Mandel    Brothers'     Store 

News. 

The  best  social  usage  in  matters  of 
etiquette  is  none  too  good  for  retail 
selling.  No  matter  how  much  one  knows 
of  merchandise,  without  an  observance 
of  the  spirit  and  the  best  forms  of 
politeness  one's  salesmanship  is  seri- 
ously impaired. 

Here  are  other  axioms  that  likewise 
will  be  of  assistance  to  the  younger 
salespeople  in  selling,  and  in  acquiring 
a  personal  following  of  customers: 

Correct  Forms  of  Address. 

"Madam,  may  I  interest  you  in ?" 

"Are  you  receiving  attention, 
Madam?" 

Customers  appreciate  being  addressed 
by  name,  as,  "Good  morning,  Mrs. 
Jones";  "Good  afternoon,  Miss 
Brown." 

Young  people  strongly  appreciate  re- 
spectful service.  By  according  it,  sales 
clerks  may  make  excellent  friends  and 
permanent  customers. 

Sell  to  others  as  you  would  have 
others  sell  to  you. 

Successful  sales  clerks  are  enthusias- 
tically interested  in  their  merchandise, 
and  in  their  customers'  wishes.  That's 
why  they're  successful. 

Boosts  Other  Sections. 

The  "booster"  tells  his  customer  of 
sales  in  other  departments.  It  would  be 
highly  profitable  for  every  sales  clerk  if 
every  sales  clerk  were  a  "booster." 

The  wise  sales  clerk  knows  that  little 
extra  courtesies  are  big  factors  in  mak- 
ing permanent  customers. 

Sales  clerks  who  read  the  store's  ads. 
are  fitting  themselves  for  better  posi- 
tions. 


DRY    GOODS     REVIEW 


Boys,  Number  Yourselves  Among  the  Progressives  and 

make  1914  a  Banner  Year 

EIGHTEEN  VALUABLE  PRIZES 


\  Handsomely  Engraved 

Silver  Loving  Cup. 

14    Gold    and     Silver 
Medals. 

Cash  Awards. 

3rd  Annual  Contest, 

August  11,  12  and 

13,  1914 

OPEN   TO   WINDOW   TRIM- 
MERS, CARD-WRITERS 
AND  ADVERTISERS 

Awards  to  be  made  and  Prizes 
Presented  by  Prominent  Toronto 
Citizens  at  the  August  Conven- 
tion, Canadian  Window  Trimmers' 
Association. 

C.  W.  T.  A.  Window    Decorating 
Contest. 

The  Review  Loving  Cup. 

Classif  icationlof  Prizes  : 

Class  i— Annual  Grand  Prize.— Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displavs,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the 
winning  decorator  each  year.     Presented  by  Dry  Goods  Review. 


ORIGINAL  WINDOWS. 

Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st  Prize— C.W.T.A.   Gold  Medal. 
2nd  Prize — C.W.T.A.   Silver  Medal. 
For    the    best    window    of    the    year    showing    most 
beautiful    and    original    background    and    groupings. 

HOLIDAY    OR    OPENING   WINDOWS. 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to   100,000. 

1st  Prize— C.W.T.A.   Gold  Medal. 
2nd  Prize — C.W.T.A.   Silver  Medal. 
For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 


MERCHANDISING   WINDOWS. 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.   Gold  Medal. 
2nd  Prize— C.W.T.A.   Silver  Medal. 
For    the    best    display,    merchandising    or    business- 
bringing   windows   judged   by   sales   and   effective    ar- 
rangement for  such  event. 

MEN'S  WEAR  WINDOWS. 
Class  5 — Open  to  men's  wear  trimmers  of  Canada. 
1st  Prize— C.W.T.A.   Gold  Medal. 
2nd  Prize — C.W.T.A.   Silver  Medal. 
For   best   men 's  wear   units   and   furnishing   tables 
or  windows  dressed,  showing  arrangement  of  units  in 
completed   trim. 
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OPEN  TO  ALL  WINDOW  TRIMMERS  IN  CANADA.  For    the    best    display    of    drapes    or   ready-to-wear 

aSS  1st  Prize       -      -      -     Gold  Medal  grouping  arranged  in  department  windows  or  cases. 

2nd  Prize      -     -     -     Silver  Medal 
For  best  effective  window  arrangement  of  women's  BEST  BACKGROUNDS. 

ready-to-wear  garments.  Class  8 — 

Medals  donated  by  courtesy  of  Acton  Pub.  Co.  1st  Prize $5 

BEST   GROUPING   OR   DRAPES.  „  .    .,     ,      .  ,      ,  -,  Q   ..   ,  ,     - 

C1        „ *MM»*    «^*v,uxj.-«vr   "j*   ^iv    xii«.  For  ^  begt  background  suggestions.     Suitable  for 

1st  Prize $5  opening,  anniversary  or  special  events. 

TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in 
a  city  of  less  population  than  that  stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,  but  only  one  view  is  necessary  to  enter  competition  in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,  1913,  to  June  15th,  1914,  and  must  not  have  been 
submitted  in  any  other  contest. 

(d)  All  photographs  to  be  forwarded  to  the  secretary  by  July  15th,  1914.    Pictures  will  be  returned  to  contestants 
after  the  convention  if  requested. 

(e)  Contestants  must  give  detail  description  of  windows,  color  scheme,  general  plan,  cost,  etc.,  marked  on  back, 
and  whether  for  annual  contest.     Class  number  must  also  be  designated. 

(f)  All  windows  to  be  judged  under  numbers,  any  identifying   marks  must    be    removed.      And   names   sent   to 
secretary,   who   will   number  photograph,   each  member  having  different  number. 

C.  W.  T.  A.  Cardwriting  Contest 

Class  1 —  Class  2 — 

First   Prize     -     -     -     Gold  Medal  -  Silver  Medal. 

Second  Prize     -     -     Silver  Medal 

For  the  most  artistic  pen  or  brush  lettered  card—  For  the  best  Plain  lettered  price-card— used  to  in- 

used  for  opening  or  special  announcement.  dicate   the  price   of  merchandise. 

TERMS  OF  CONTEST. 

(a)  Cards  used  must  be  first  used  in  merchandise  dis-  (c)  Each  card  must  have  no  mark  or  name,  but  must 

„  .   Plays-  be  sent  not  later  than  July  1st  to  secretary,  who 

(b)  All  cards  must  be  of  uniform  size.     None  larger  ,„  _  .  .  ,  .    . 
than  half  and  none  smaller  than  1-16  of  regulation  wU1  number  same  for  contest.     A  card  must  be 
sheet,  22  in.  x  28  in.  sent  with  each  entry,  stating  name  and  when  used. 

C.  W.  T.  A.  Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize Gold  Medal  Second  Prize Silver  Medal 

Awarded  for  the  best  all-around  advertising,  including  general  publicity,  opening  and  sale  announcements. 

TERMS   OF  CONTEST: 

(a)  Announcements  must  have  appeared  this  year. 

(b)  All  copy  must  be  original. 

(c)  Not  more  than  six  examples  to  be  entered  in  contest. 

(d)  All  ads  to  be  judged  on  points— 1.  Editorial  and  descriptive   text.     2.  Layout.     3.  Typographical   effect.     4. 
Originality  of  ideas. 

All  entries  to  be  forwarded  to  secretary  by  July  15th,  1914. 

Contestants  must  be  members  of  C.W.T.A.  and  staff  employees  in  Canadian 
Stores.     Contest  closes  June  15th,  1914. 


The  Award  Committee  decisions  to  be  final. 


Canadian  Window  Trimmers,  Association 

J.  A.  McNabb  F.  J.  Thompson 

Pres.  Sec. 

52  Stanley  St.,  St.  Thomas,  Ont. 
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HINTS  TO  BUYERS 

From  information  supplied  by  tellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


ENLARGING  WATERHOUSE  PLANT. 

Enlargements  are  being  planned  to 
the  plant  of  Thomas  Waterhouse  &  Co., 
manufacturers  of  all  kinds  of  knit 
goods,  ai  Ingersoll,  Ont.  Knitting  ma- 
chine- have  already  been  purchased 
which  will  be  used  for  the  manufacture 
of  a  new  line  of  fine  goods.  The  plant 
has  been  running  full  time  despite  the 
general  quiet  condition  of  the  market, 
and  the  report  is  thai  they  are  behind 
with  their  orders  at  present. 


RECOVERED  FROM  FIRE. 

The  fire  in  the  plant  where  D.  &  P. 
forms  are  manufactured  in  Toronto  did 
considerable  damage  to  the  building  and 
equipment.  Manufacturing  operations 
were  stopped  temporarily,  but  the  plant 
is  now  back  to  normal  condition  and  the 
company  is  in  a  position  to  guarantee 
the  same  satisfaction  which  their  forms 
have  given  in  the  past.  The  figures  are 
in  keeping  with  the  latest  styles,  with 
the  narrow  hips  and  skirt  conforming 
to  the  Inst  word  in  dresses,  while  the 
well-moulded  features  and  real  hair  give 
a  very  lifelike  effect. 


ARTIFICIAL  FLOWERS  AND  VINES. 

To  fill  the  wide  demand  which  there 
is  Cor  artificial  flowers  and  vines  for 
decorative  purposes  throughout  store  in- 
teriors and  in  the  windows,  Clatworthy 
£  Son,  Limited,  Toronto,  have  put  in  a 
complete  line  of  Pall  and  Christmas  de- 
corations in  the  shape  of  vines  of  all 
kinds,  sprays  of  Autumn  leaves,  roses, 
chrysanthemums,  holly  vines  and  sprays. 
This  is  the  well-known  line  manufac- 
tured by  the  Botanical  Decorating  Co., 
of  Chicago.  These  sroods  can  be  seen  at 
the  show  rooms,  161  King  SI.  West,  or 
catalogue  will  be  sent  by  mail.  Buyers 
are  thus  given  an  opportunity  of  saving 
time,  and  the  trouble  of  getting  their 
shipments   through    the   customs  office. 


A  NEW  SELLING  PLAN. 

Many  of  the  loading  dry  goods  mer- 
chants all  over  Canada  are  very  favorab- 
ly disposed  toward  the  new  selling  plan 
adopted  bv  the  C.  Turnbull  Co.  of  Gait 
for  their  Infants'  "M"  Rands. 

The  new  selling  plan  has  several  ad- 
1  antages    For  the  merchant. 

In  the  first  place,  they  are  now  put 
up  in  attractive  boxes  containing  three 
■.n  ments. 

These  boxes  retail  for  $1  a  piece,  giv- 
ing the  dealer  a  profit  of  over  60  per 
cent. 


It  also  increases  his  actual  cash  profit. 

In-!ead  of  selling  one  garment  for 
'_'•")  cents,  he  now  sells  three  for  $1.  mak- 
ing a  dollar  sale  instead  of  a  smaller 
sale. 

These  boxes  are  so  attractive  that 
they  can  be  laid  on  the  counter  and  will 
in  most  cases  sell  themselves. 

Many  merchants  do  not  realize  the 
big  margin  of  profit  and  the  compara- 
tively large  income  that  can  be  obtained 
from  these  kind  of  specialties  which 
bring  in  a  considerable  amount  of  money 
and  yet  do  not  increase  his  overhead  ex- 
penses, thus  increasing  his  percentage  of 
profit  on  his  year's  business. 


which  is  $5.  The  books  arc  convenient 
in  size  and  shape  to  carry  in  the  pocket. 
lor  utilization  in  spare  time. 


HANGER  FOR  DELICATE  FABRICS. 

For  delicate  garments  where  a  sharp 
edge  might  fray  the  fabric,  lace,  etc.,  J. 
R.  Palmenberg's  Sons.  710  Broadway, 
New  York,  have  brought  out  a  hanger 
with  the  under  edge  rounded.  No  cloth 
wrapping  is  thus  required.  This  hanger 
is  made  of  hard  wood,  well  seasoned,  and 
has  a  smooth  contact,  and  is  fitted  with 
Palmenberg's  well-known  undercup 
which  prevents  the  wire  of  the  hook 
from   working  through. 


LORD  &  TAYLOR. 

This  company  is  in  no  way  involved 
with  the  H.  B.  Claflin  Company.  The 
company  has  on  hand  ample  funds  for 
its  present  requirements  and  a  group 
of  banks  has  arranged,  upon  verifica- 
tion of  the  figures  supplied  by  the  com- 
pany, to  provide  funds,  if  any  be  need- 
ed, to  continue  the  business  as  hereto- 
fore. 

The  undersigned  have  been  chosen  to 
represent  the  banks  above  referred  to: 
Gates  W.  McGarrah.  president,  the 
Mechanics  &  Metals  National  Bank; 
Stephen  Baker,  president.  Bank  of  the 
Manhattan  Company;  Howard  C.  Smith, 
Hathaway,  Smith,  Folds  &  Co. 

New  York,  June  25,  1914. 


"THE  KNACK  OF  SELLING." 

The  System  Magazine,  Wabash  Ave- 
nue and  Madison  Avenue,  Chicago,  have 
issued  an  excellent  set  of  booklets  on 
the  topic  of  salesmanship  under  the  title 
"The  Knack  of  Selling.".  They  sum- 
marize in  a  very  attractive  and  inform- 
ing way  some  of  the  best  principles  of 
salesmanship.  The  books  are  entitled 
"Mapping  Out  the  Canvass,"  "Manag- 
ing the  Interview,"  "How  and  When  to 
Close,"  "Finding  and  Correcting  Your 
Weak  Points."  "Getting  In  to  See  a 
Prospect."  "Acquiring  the  Arl  of  Mix- 
ing" The  books  are  written  in  an  at- 
tractive and  readable  stvle.  while  num- 
erous illustrations  from  the  experience 
of  successful  salesmen  increase  the  value 
of  the  set.  To  many  salesmen  some  of 
the  individual  suggestions  will  be  easily 
worth  the  cost  of  the  whole  set  of  books, 
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NEW  DESIGNS  IN  PARIAN  WARE. 

"Parian"  is  the  name  chosen  for  the 
well-known  line  of  illuminating  glass- 
ware sold  by  the  H.  W.  Johns-Man ville 
<  !o.  Tt  was  selected  because  of  the  close 
resemblance  of  the  material  to  beautiful 
Parian  marble.  The  glass,  even  when  un- 
lighted,  is  highly  attractive. 

Parian  ware  absorbs  a  minimum 
amount  of  light.  The  excellent  diffusion 
results  in  a  peculiar  soft  radiance  that  is 
very  pleasing. 

Because  of  its  characteristics  Parian 
ware  is  being  adopted  extensively  by 
stores,  offices,  churches,  theatres,  public 
buildings,  auditoriums,  for  residences, 
and  especially  in  those  edifices  where 
harmony  and  beauty  are  considerations. 

Period  designs  have  been  artistically 
produced  and  there  are  now  ready,  Louis 
XV.,  Grecian,  Empire,  Dresden,  Eliza- 
bethan, Venetian,  etc.  These  are  offered 
as  bowle,  hemispheres,  spheres,  wall 
lights,  pendants,  showers,  and  reflector 
shades. 

The  colors  offered  afford  a  wide  choice 
and  include  many  delicate  pastel  shades, 
such  as  old  rose,  old  ivory,  ecru,  verde, 
rose  verde,  Gold  verde,  old  gold,  gold, 
Etruscan,  brown,  etc.  Other  tints  of  this 
Parian  ware  can  be  ordered  to  match  spe- 
cial furnishings. 


SERPENTINE    CREPE. 

We  are  pleased  to  inform  our  readers 
that  the  Fall  and  Winter  patterns  of 
this  world-famous  cotton  crepe  are  now 
in  the  hands  of  leading  Canadian  job- 
bers, and  represent  in  design  and  color- 
ing the  latest   fashion    styles. 

The  Pacific  Mills  have  been  making 
"serpentine  crepe"  for  a  quarter 
century,  and  are  certainly  to  be  con- 
gratulated on  their  ability  to  produce 
fabrics  of  such  greal  beauty  and  worth, 
and  which  can  be  sold  at  very  moderate 
prices. 

Tn  spite  of  the  nearly  uniform  busi- 
ness depression,  we  are  informed  that 
the  Pacific  Mill-  are  runnins:  full  ca- 
pacity,  with  steadily-increasing  demand 
for  their  famous  products. 

Canadian  retailers  will  do  well  to  al- 
ways ask  for  "Pacific"  products,  which 
can  be  found  at  all  leading  jobbers. 


NEW  LINE  OF  BUTTONS. 

Cotton  buttons  thai  are  washable. 
rust-proof  nnd  unbreakable  are  a  recent 
production.  The  frames  of  these  but- 
tons are  made  of  aluminium,  arc  covered 

with  tine  cotton  cloth,  with  the  regula- 
tion holes  jo  sew  through,  and  come  in 
all  popular  sizes. 
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Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial   Mowers  for  Decoration. 

L.  Bauniann  &  Co.,  357  W.  Chicago  Ave., 
Chicago,  111. 

L.  J.  A.  Derome,  35  Notre  Dame  St.  W., 
iii.iiitiv.ul,   Que. 

Schack  Artificial  Flower  Co.,  1739  Mil- 
waukee Ave.,  Chicago,   111. 

Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 
Montreal. 

Burlap*. 

the    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Blankets. 

i  en  mans,  Limited,  Paris,  Ontario. 

i' i-aser,    Mather    Co.,    Winnipeg,    Man. 

Miller  &  Porteous,  Hollybush,  Ayrshire, 
Scotland. 

Wm.     Laidlaw     Cumledge     Mills,     Duns, 
Scotland. 
Bathing   Suits. 

Home  &   Watts,  19  Duncan   St.,  Toronto, 

Allen  Mfg.  Co. 
Boy    Scout    Supplies. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Wash    Suits. 

Home  &   Watts,  19  Duncan   St.,  Toronto, 
Batting. 

Kobt.    Henderson   &    Co.,   181    McGlll    St., 
Montreal,  Que. 
Beads. 

Ideal  Hair  Goods  Co.,  Toronto,  Ont. 
Boxes,  Fancy. 

Hercules  Boxes,   Ltd.,  400  Richmond   W., 
Toronto. 
Burlap    (Dyed,  Oil   Coated    and    Sized). 

Stauntons,   Ltd.,  934   Yonge   St.,   Toronto. 

H.  &  w'.  Co.,  130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian  Corset  Co.,  Quebec,  Que. 
Voss  &   Stuffmann,   Montreal,  Que. 
Buttons. 
Forsyth   Kimmel  &   Co.,   Berlin,   Ont. 
Moulton    Mfg.   Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,    City    Road,    London,    N.,   Eng. 
Ashton    &    Pulford,    22    Black    Plccadily, 
Manchester,   Eng. 
Buttons    (covered). 
Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.  Weyeratall  &  Co.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,    Clinton,    Ont. 
Belts,    Ladles'. 

R.  D.  Fairbalrn   Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Boot   and    Shoe   Laces. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Braids  and   Cords. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Children's   Dresses. 
Home  &    Watts,   19   Duncan   St.,  Toronto, 

Ont. 
Flett,  Lowndes  &  Co.,  Toronto. 
R.  D.  Fairbalrn  Co.,  106  Simcoe  St.,  To 

ronto,    Ont. 
Star    Whltewear    Mfg.    Co.,    Berllu,    Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Detroit  Princess  Mfg.  Co.,   Detroit,  Mich. 
Correspondence    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,   Toronto. 
Economist   Training  School,   239   W.  39th 
St.,  New   York,   N.Y. 
Cash    Registers. 

National    Casta    Register    Co.,    285    Yonge 
St.,  Toronto.   Ont. 
Cash  and  Parcel  Carriers. 
The   Lamson    Store   Service   Co.,    Boston, 

Mass.,   U.S.A. 
Glpe-Hazard    Store    Service    Co.,    99    On- 
tario  St.,   Toronto,   Ont. 
Cloth    Charts. 
A.  E.  Putnam  Co.,  Washington,  Iowa. 
A.   S.   Richardson   &   Co.,  99  Ontario  St., 
Toronto. 
Caps. 
Cooper   Cap   Co.,   Spadina   Ave.,    Toronto, 
Ont. 
Corsets. 
H.  &  W.  Co.,  130  Fifth  Ave.,   New   York, 

N.Y. 
Parisian   Corset   Co.,   Quebec,   Que. 
Voss  &  Stuffmann,  Montreal,  Que. 
Cotton  Threads  and   Crochet  Balls. 

Hicks,  Bulllck  &  Co..  Belfast,  Ireland. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
Greenshields,   Ltd.,   Montreal,   Que. 
Guelph  Carpet  Mills.  Gnelph,  Ont. 
Jno.   M.  Garland,  Son  &   Co.,  Ottawa,  Ont. 
'nttlng    and    Wire    Stapler    Machines. 
•Valter  Wlillauis  &  Co.,  Montreal,  Que. 


Corset    Covers. 

F.  O.  Hayward  Co.,  77  York  St.,  Toronto, 
Cottons, 

Greenshields,   Limited,   Montreal,  Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
Horrockses,    Crewdson    &    Co.,    Manchester, 

Eng. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Cotton    Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Collars    (Waterproof). 
Arlington    Co.,   64    Fraser   Ave.,    Toronto, 
Parsons  &   Parsons  Canadian   Co.,   Ham- 
ilton.  Ont. 
Smith   D'Entremont   Co.,   1475  Queen   W., 
Toronto. 
Chiffons. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   69   Wel- 
lington W.,  Toronto. 
Canada   Veiling   Co.,    84     Wellington    W„ 
Toronto. 
Canvas   Coat  Fronts. 
Toronto   Pad  Co.,  569  Queen   St.   W.,  To 
ronto,   Ont. 
Cotton   Linen   and   Elastic   Laces. 

Parisian   Corset  Co.,  Quebec,  Que. 
Corset    Clasps    and    Sanitary    Necessities 

Parisian   Corset  Co.,  Quebec,  Que. 
Coats    (White). 

Robert   C.    Wilklns   Co.,    Farnham,    Quv 
Miller   Mfg.   Co.,  Toronto.  Ont. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto. 
International   Tailoring  Co.,  62  John   St., 
Toronto.   Ont. 
Clothing   (Dnck  and  all  Specialties). 

Miller  Mfg.  Co..  251   Mutual  St..  Toronto, 
Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Dress   Fabrics. 
Mclntyre  Son  A  Co.,  Ltd.,  Montreal. 
W.  R.  Brock  Co  ,  Bay  &  Wellington  Sts., 

Toronto,    Ont. 
W.    R.    Brook    Co..    Notre    Dame    St.    W., 
Montreal,   Que. 

Greenshields,   Limited.   Montreal,   Que. 
Nlsbet    &    Auld,    34    Wellington    St.    W., 

Toronto.    Ont. 
Law,  Russell  &  Co.,  Ltd.,  Bradford,  Eng. 
Bradford     Dyers     Association,    Bradford. 
Eng. 
I>ry    Goods. 

Jno.   ii.  Garland,  Son  ,v    Co.,  Ottawa,  Ont. 

Dress    Forms. 

Delfosse  &  Co..   Montreal,  Que. 

Dale   &    Pearsall,    106    Front    St.    E.,    To- 
ronto.  Ont. 

Hall-Borchert   Dress   Form   Co.,   41   Lom- 
bard  St.,   Toronto.  Ont. 

A     S.    Richardson   &    Co.,   99   Ontario   St., 
Toronto. 

Royal    Display    Fixture    Co.,    812    Broad- 
way,   New   York,    N.   Y. 
Dress    Fasteners. 

DeLong  Hook  &  Eye  Co.,  St.  Marys,  Ont. 

Waldes  &  Co.,  Prague,   Austria. 
Dresses. 

Detroit   Princess  Mfg.  Co..   Detroit.  Mlrh. 

Rosebud  Mfg.  Co..  193-5  Mercer  St.,  New 
York.   N.Y. 

Rose  Mfg.  Co.,  18  W.  20th  St.,  New  York. 
N.Y. 

Star    Whltewear    Mfg.    Co..    Berlin.    Ont. 

R.    D.    Fairbalrn    Co.,    105    Slmcoe    St., 
Toronto.   Ont. 

Germain  ft   Smith.   Ltd.,   Montreal,   Que 

Borgenicht.  Kornrelch  &  Co..  1115  Broad- 
way, New  York.  N.Y. 

Livingston  &  Scott,  Toronto,   Ont. 
Dress    Shields. 

I.    B.    Kleinert    Rubber    Co..    Wellington 
St.  W.,  Toronto,  Ont. 

Parisian   Corset  Co.,  Quebec,  Que. 

Dress    Trimmings. 

Thompson    Lace  4   Veiling   Co..  59   Wel- 
lington  St.   W.,   Toronto.   Ont. 

Smith   D'Entremont   Co.,   1475  Queen   W., 
Toronto. 

Canada   Veiling   Co.,    84    Wellington    W., 
Toronto. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal. 
Embroideries. 

Sterling    Lace    &    Novelty    Co..    Toronto. 
Ont. 

Neuberger    &    Co.,    124    Fifth    Ave.,    New 
York.   N.Y. 

Tauber    Bros.    &    Co.,    67    St.    James    St.. 
Montreal.  Que. 
Embroidered    Applique   Letters. 

Krantheimer     fc     Co..    20     Edmund     PI.. 
Aldersgate  St..   London,  B.C.,  Eng. 

203 


I'lannellettes. 

Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Furs. 
L.  Gnaedinger,  Son  &  Co.,  Montreal,  Que. 
Laberge  Chevalier  &  Co.,  Ltd.,  Montreal, 

Que. 
Tauber   Bros.    &    Co.,    67    St.    James    St., 

Montreal.  Que. 
Silver  Bros.   Co.   "Furs,"   Ltd.,   Montreal, 
Que. 
Furriers'    Trimmings. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Furniture. 
The  Victoriaville  Furniture  Co.,  Vlctoria- 

ville,  Que. 
B.  Cohen  &  Sons,  1-19  Curtain  Rd.,  Lou 
don,   Eng. 
Frilling. 

R.  D.  Fairbalrn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Flowers  for  Millinery. 
Melles  &  Co.,  Montreal,  Que. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
Riegel  &  Langer,  319  Kings  Hall,  Mont- 
real, Que. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton  W.,  Toronto. 
Vyse  Sons  Co.,  Montreal,  Que. 
Feathers. 
Melles  &  Co.,  Montreal,  Que. 
Continental   Mfrs.  Syndicate,  77  York  St.. 

Toronto,  Ont. 
Dominion  Ostrich  &  Feather  Co.,  Toronto. 

Ont. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real. Que. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton W.,  Toronto. 
Vyse  Sons  Co.,  Montreal,  Que. 
Fancy   Dry   Goods. 
Thompson    Lace   &    Veiling    Co.,   76   Wei 
llngton   St.   W..   Toronto. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Gowns. 
F.    G.    Hayward    Manufacturing    Co,    VI 

York  St.,  Toronto,  Ont. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real, Que. 
General    Dry    Goods. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
J.  &  N.  Phillips  &  Co.,  Manchester,  Eng. 
Vassle  &  Co.,  Ltd.,  St.  John,  N.B. 
Cook,   Son   &  Co.,   London,  Eng. 
Debenhams,   Ltd.,   Montreal  and  Toronto 
A.  Racine,  Limited,  Montreal,  Que. 
Hitchcock     Williams    &    Co.,    St.     Paul's 

Churchyard,  London,  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.   Brock   Co.,    Montreal,    Que. 
Greenshields,  Ltd.,  Montreal,  Que. 
John  King  &  Son,  Glasgow,  Scotland. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Gloves. 

Perrln   Frere  &   Cle..   Montreal,  Que. 
Germain  &  Smith,  Ltd.,   Montreal,   Que 
Greenshields,   Ltd.,  Montreal,   Que 
Mclntyre  Son   &   Co.,    Ltd.,    Montreal. 
Grass    Carpet    Rugs. 

Crex    Carpet    Co.,    377    Broadway,     New 
York,  N.Y. 
Ginghams. 
Wm.    Anderson     &    Co.,     Ltd.,    Glasgow 
Scotland. 
Gloves    (Working). 

Durham  Glove  Co.,  Bowmanville,   Ont. 
Hamilton  Carhartt  Mfg.,   Ltd.,  535  Queen 
E.,    Toronto,    Ont. 
Hat   Bands    (Fancy). 

Travers,   Ltd.,   Ottawa,   Out. 
Hose  Supporters. 
The   Berlin   Suspender  Co.,   Berlin,   Onf. 
Falre  Bros.  Co.,  Leicester,  Eng. 
I.  B.  Kleinert  Rubber  Co.,  Wellington  St 

W.,  Toronto,  Ont. 
Parisian  Corset  Co.,  Qnebec,  Que. 
House  Furnishings. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,  Ont. 
Greenshields,  Limited,  Montreal,  Que. 
Stonards,   Limited,  7   Paternoster   Bldgs 
London,  B.C.,  Eng. 
Hosiery. 
Chipman,  Holton  Knitting  Co.,  Hamilton. 

Ont. 
Penmans.    Limited,   Paris,   Ont. 
Tauber    Bros.    &    Co.,    67    St.    James    St.. 
Montreal,  Que. 
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Mercury    Mills,   Limited,   Hamilton,   Ont. 

"Craftana." 

Perriu   Frere  &   Cie.,  Montreal,  Que. 

Louis   Hermsdorf,   235   W.  39th   St.,    New 

York,  N.Y. 
Greenshlelds,  Limited,  Montreal,  Que. 
Goderlch    Knitting   Co.,    Goderlch,    Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St.. 

Montreal,  Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington   Sts.,  Toronto. 
Handkerchiefs. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Ont. 
Silks   Co.,  58  Bay    St..   Toronto.   Out. 
Victor   Goldberg,   S7-89    Notre    Dame    W., 
.Montreal,  Que. 
Hats,    Straw. 

Crown   Hat  Co.,  Gait. 
Itixikx   and  Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Mary's,  Ont. 
Hair    Goods. 
Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Standard    Hair    Co.,    Ill    Wlnd»or    St., 

Montreal. 
Hibbert    &     Jaslow,   207   St.   James   St., 
Montreal. 
Hair   Nets. 
Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Byard  Mfg.  Co.,   Nottingham,   Eng. 
Hibbert    &    Jaslow,   207   St.   James   St., 
Montreal. 
Hair    Ornaments. 
Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto, Ont. 
Hibbert     &     Jaslow,    207    St.    James    St., 

Montreal. 
Smith    D'Entremont   Co.,   1475   Queen    W., 

Toronto. 
Walter    G.     Bretzfield,     43     Leonard     St., 
New   York,   N.Y. 
Individual  Names  on  Tape. 

Narrow  Fabric  Weaving  &  Dyeing,  Ltd., 

Gait,  Ont. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautheimer     ft     Co.,    20     Edmund     PI.. 
Aldersgate  St.,   London,   E.C.,   Eng. 
Infants  Layettes. 
Home  &   Wati.3,  19  Duncan   St.,  Toronto, 
Ont. 
Infants  Novelties. 

Rite  Specialty   Co.,   35   W.  36th   St.,   New 

York,   N.Y. 
Richard  G.  Krueger  Co.,  162  W.  21st  St., 
New    York,    N.Y. 
Indigos. 

Franklin    Mfg.   Co.,  260   Church   St.,    New 
York.   N.Y. 
Knitted   Goods. 
Harvey   Knitting  Co.,   Woodstock,   Ont. 
Greenshlelds,    Limited,    Montreal,   Que. 
Zimmerman   Mfg.   Co.,   Hamilton,   Ont. 
The    Monarch    Knitting    Co.,     Dunnvllle, 

Ont. 
R.    M.   Ballantyne,    Ltd.,    Stratford,   Ont. 
Gait   Knitting  Co.,   Gait,   Ont. 
C.   Turnbull    Co.,   Gait,   Ont. 
Goderlch    Knitting   Co.,   Goderlch,   Ont. 
Sohofield    Woollen    Co.,    Oshawa,    Ont. 
Kingston  Hosiery  Co.,  Kingston,  Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto.   Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
S.   F.   Gibson   &   Co.,   East   Ham,   London. 

Eng. 
Dr.    Jaeger's     Sanitary     Woollen     System 
Co.,   Ltd.,   243-5   Bleury     St.,     Montreal, 
Que. 
F.    W.    Robinson    &    Co.,    Bathurst    and 
Wellington   Sts.,  Toronto. 
Kimonas. 
Kassab     Kimona      Co..     St.     Helen     St., 
Montreal. 
Knitting:    Wools. 

Thos.    Burnley   &    Song,    Nr.    Leeds,   Eng. 
Linoleums. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 

Que. 
Jno.   \i.  Garland,  Son  &  Co.,  Ottawa,  Ont. 

Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W.,  To- 
ronto. Ont. 

Bradford  Dyers  Association,  39  Well  St.. 
Bradford.  Eng. 
Linens. 

Nisbet  ft  Anld,  34  Wellington  St.  W.,  To- 
ronto, Ont. 

Wm.   Liddell  ft   Co..  Belfast,   Ireland. 

Old  Bleach  Linen  Co.,  Randalstown,   Ire- 
land. 

R.    H.    Cosble,    Wellington    St.    W.,    To- 
ronto, Ont. 

Greenshlelds,    Limited,   Montreal,    Que. 

Silks  Co..  58  Bay  St.,  Toronto,  Ont. 

John  S.  Brown  &  Son,  Ltd.,  Belfast.  Ire- 
land. 

Alphonse  Racine,  Ltd.,  340  St.  Paul   St., 
Montreal 

Mclntyre  Son  &  Co..  Ltd..  Montreal.  Que. 

R.   D.   Falrbatrn   Co.,  105  Slmcoe  St.,  To- 
ronto. Ont. 

Novelty  Import  Co..  76  Bav  St..  Toronto. 

Timber    Bros.    ft    Co.,    67    St.    Jnmes    St., 
Montreal.   Que. 
Laces     (Hand    Made). 

G.  *   S.  Kassab  ft  Co.,  Montreal.  Que 


Longx'loths. 
Horrockses,  Crewsden  ft  Co.,  Manchester, 

Eng. 

Birkln   &   Co.,   Nottingham,   Eng. 
Klauber  &   Co.,    Broadway   and   18th    St., 

New  York,  N.Y. 
Thompson    Lace   &    Veiling   Co.,  59   Wel- 
lington   St.   W.,   Toronto,   Ont. 
Greensbields,    Limited,   Montreal,   Que. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 

Ont. 
Riegel  &  Langer,  319  Kings  Hall,  Mont- 
real, Que. 
Tauber    Bros.    &    Co.,    67    St.    James    St., 

Montreal,  Que. 
Canada   Veiling   Co.,    84     Wellington    W  , 
Toronto 
Lighting:   System. 
Canadian  H.  W.  Johns-Manville  Co.,  Flat 
Iron   Bldg.,   New   York,   N.Y. 
Leather  Novelties. 

P.  W.   Lambert  &  Co.,  64  Lispenard   St., 

New   York,   N.Y. 
Julian  Sale  Leather  Goods  Co.,  King  St. 
W.,  Toronto,  Ont. 
Lingerie. 
Germain   &   Smith,   Ltd.,   Montreal,   Que. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Ladies'   Bust   Forms. 
Toronto   Pad  Co.,  569  Queen   St.   W.,  To- 
ronto,  Ont. 
Leather   Novelties. 
Walter    G.     Bretzfield,     43    Leonard     St. 
New  York,   N.Y. 
Men's  Furnishings. 
Burnet  &  Temple,   Ltd.,  London,  Eng. 
John  M.  Garland  Son  &  Co.,  Ottawa,  Ont 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
Alphonse   Racine,   Ltd.,   340  St.   Paul   St., 

Montreal,  Que. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 
Men's   Neckwear. 
Crescent    Mfg.    Co.,    Montreal,   Que. 
Fowke,    Singer    &    Co.,    7   Wellington    St. 

W.,  Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre    Dame   St.    W., 

Montreal,   Que. 
Greenshlelds,   Ltd.,   Montreal,   Que. 
Tooke  Bros.,   Ltd.,   Montreal,  Que. 
Mackinaws. 

F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington  Sts.,  Toronto. 
Mitts. 

Reliance    Knitting    Co.,    King   and    Bath- 
urst Sts.,  Toronto,   Ont. 
R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 
Goderlch    Knitting    Co.,    Goderich,    Ont. 
Malines. 
John   Heathcoat  &  Co.,   London,   Eng. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Thompson   Lace  ft   Veiling  Co.,  59  Wel- 
lington W.,  Toronto. 
Canada   Veiling   Co.,    84    Wellington    W., 
Toronto. 
Mesh   Bags. 
Hibbert   &   Jaslow,     207     St.   James    St., 
Montreal,  Que. 

Millinery. 

Debenham's,  Ltd.,  Montreal  and  Toronto. 

Morris  &   Saward,   21-22  Castle   St.,   Lon- 
don W.,  England. 

Gnge  Bros.  ft  Co.,  Chicago,   111. 

D.    B.    Fisk    Co.,    225    N.    Wabash    Ave.. 
Chicago,   111. 

Melles  ft   Co.,  3  Crlpplegate  Bldg.,   Wood 
St.,   London,   England. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 

D.   McCall   Co.,   Toronto,   Ont. 

Montreal   Hat  &   Frame  Co.,   Ltd..   Mont 
real,  Que. 

Strachan,    Burden  ft  Plaskett,  69  Welling- 
ton St.  W.,  Toronto,  Ont. 

Riegel  &   Langer,  319  Kings  Hall.   Mont 
real.  Que. 

Vyse  Sons  Co.,  Montreal,  Que. 
Maribou  and   Ostrich   Stoics. 

Germain   ft   Smith,    Ltd.,    Montreal,   Qne. 
Motor  Coats    (Men's  Cotton  and  Linen). 

Miller  Mfg.  Co.,  Toronto,  Ont. 
Motor    Coats. 

National    Rubber   Co..    Montreal.    Que. 

Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts.,    Toronto. 
Motor    Scarfs. 

S.   F.  Gibson  ft  Co.,   East   Ham.   London, 
Eng. 
Motor  Vehicles. 

MotoKart  Co.,  1790  Broadway,  New  York. 
Moquettes. 

Otto  T.  E.  Velt  ft  Co..  64  Wellington  St. 
W..   Toronto,   Ont. 
Matting. 

Otto  T.  E.  Velt  &  Co.,  64  Wellington   St. 
W.,   Toronto,  Ont. 
Nets. 

Novelty  Import  Co..  76  Bay  St.,  Toronto. 
Ont. 

Thompson    Lace  ft    Veiling   Co.,   59   Wel- 
lington   W..   Toronto. 

Canada   Veiling   Co.,    S4    Wellington    W.. 
Toronto. 
Narrow   Fabrics    (Cotton,  Linen.   811k). 

Walter  Williams  ft  Co.,  Montreal.  Qne. 
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Neckwear    (LaUie»'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W.. 
Toronto,   Ont. 

Vo8S  &  Stuffmann,  Montreal,  Que. 

Sterling  Lace  &  Novelty  Co.,  Toronto, 
Out. 

The  Moulton  Mfg.  Co.,  Ltd.,  Montreal, 
Oil   Cloths. 

The    Dominion    Oil    Cloti    Co.,    Montreal, 

Jno.   M.  Garland,  Sou  &   Co.,  Ottawa,  Onl 

Office    Systems. 
Copeland-Chatterson  Co.,  Kent  Bldg.,  To- 
ronto, Ont. 
Ostrich   Feathers. 

S.   E.   Porter  &   Co.,   Montreal,   Que. 
Overalls. 

Robert    C.    Wilkins   Co.,    Farnham,    Que. 
Hamilton  Carhartt  Mfg.,   Ltd.,  53ii  queen 
E.,    Toronto,    Ont. 
Ornaments   (Silk). 

Moultou   Mfg.  Co.,   Montreal,  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home  Pattern  Co.,   New   York,   N.Y. 
The    McCall    Co.,    236    W.    37th    S*.,    New 

York,   N.Y. 
The  Butterick   Publishing   Co.,   Butterlck 

Bldg..   New   York,   N.Y. 
New    Idea    Pattern    Co.,    70    Bay    Street, 
Toronto. 
Paper  Balers. 
Climax    Good    Roads    Mach.    Co.,    Hamil- 
ton,  Ont. 
I'ads. 
Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,  Ont. 
Plated    Jewelry. 
Ideal   Hair   Goods   Co.,   77    York    St.,   To- 
ronto, Out. 
Hibbert    ft    Jaslow,   207   St.   James   St., 
Montreal. 
I  *  i  ii    'X*  i  c  k  c  t  s 
Copp,   Clark   Co.,  517  Wellington   St.   W.. 
Toronto,  Ont. 
Pillows. 
Canadian   Carpet   &   Comforter   Mfg.   Co  . 
Toronto,  Ont. 
Quilts. 
Jonathan    Dearden    ft   Co.,    11-13    Bridge- 
water    Place,    Manchester,    Eng. 
Ready-to- Wear. 
Greenshlelds.  Ltd..   Montreal.  Que. 
Alphonse   Racine,   Ltd.,  340  St.   Paul   St., 
Montreal,   Que. 
Raincoats. 
H.   E.   Davis  &   Co.,   Montreal. 
C.   Kenyon   Co..  23rd   St.  and   Fifth   Ave.. 

New   York,   N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford, Eng. 
National  Rubber  Co.,  Ltd..  Montreal,  Que. 
Scottish  Rubber  Co.,  Montreal. 
Canadian  Consolidated  Uubber  Co.,  Ltd.. 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W  . 

Montreal,  Que. 
Wreyford  ft  Co.,  85  King  W.,  Toronto. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St.. 

Toronto,   Ont. 
Belding    Paul     Corticelli     Co.,     Montreal. 
Silks    Co.,    68   Bay    St.,    Toronto,    Ont. 
Rugs    (Wilton). 
otto  T.  E.  Velt  ft  Co.,  64  Wellington   St 
W.,   Toronto,   Ont. 
Rugs    (Axminster). 
Otto  T.  E.  Velt  &  Co.,  64  Wellington   St 
W.,   Toronto,   Ont. 
Rugs    (Velvet). 
Otto  T.  E.  Veit  ft   Co.,  64  Wellington   St 
W.,   Toronto.   Ont. 
Rugs    (Oriental). 

L.  Babayan  ft  Co.,  Bay  St.,  Toronto,  Ont 
Suspenders. 
Berlin    Suspender    Co..    Berlin,    Ont. 
S.    K.    Porter  ft   Co.,   Montreal.   Que. 
spout    Silks    (For   Manufacturers'    Cse). 
Walter  Williams  ft  Co.,  Montreal.  Que. 
Sanitary  Belts. 
Walter    G.     Bretzfield,     43     Leonard     St.. 
New    York.    N.Y. 
Staple   Dry  Goods. 

W.    R.    Brock    Co..    Bay    and    Wellington 
Sts..   Toron'        Ont. 
Scarf   Pin    Guard. 

Geo.   H.  Lees  ft  Co..  Ltd..  Hamilton,  Ont 
Smallwares. 
W.    R.    Brock    Co.,    Bay    and    Wellington 

Sts.,   Toronto.   Ont. 
W.    R.    Brock    Co.,    Notre    Dame   St.    W  . 

Montreal.   Que. 
Greensbields.   Limited,   Montreal.   Que. 
Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto.  Ont. 
Jno,   M.  Garland.  Son  ft   Co.,  Ottawa,  Onl 
Store    Fixtures. 
Jones    Bros,   ft    Co..   31    Adelaide   St.    W  . 

Toronto.   Ont. 
Clatworthy  ft  Son.  Kin*  St.  W„  Toronto. 
Dale   ft    Pearsall.    106   Front   St.    E..    To- 
ronto.   Ont. 
.7.   R.    P.tlmenherg's   Sons.  710  Broadway 

New    York.    N.Y. 
Delfosse   ft    Co..    Montreal.    Qne. 
A.    S.     Richardson    Co.,    99    Ontario     St.. 
Toronto.  Ont. 
Safety    Pins. 

DeT.ong  Hook  ft  Eve  Co..  St.  Marys,  Ont 
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Taylor    Mfg.    Co.,    Hamilton,    Out. 
Walker   blu   &   Store   Fixture   Co.,   Berlin, 

out. 
H.  L.  Wood  &  Co.,  Noble  aud  Strickland 
Streets,   Toronto,   Ont. 
Store    iruntb. 
The    Consolidated    Plate    Glass    Co.,    241 

Spadina   Ave.,   Toronto,   uut. 
The    Kawneer    Mfg.    Co.,    Niles,    Mich. 
Zourl  Drawn  Metals  Co.,  211   West  Schil- 
ler St.,   Chicago. 
.Swiatercoutb, 
I'eumans,   Limited,   Paris,   Ontario. 
Reliance    Knitting   Co.,    King    and    Bath- 

urst   Sts.,    Toronto,    Ont. 
Monarch   Knitting   Co.,   Dunuville,   Ont. 
It.    M.    Ballautyne,    Ltd.,    Stratford,    Ont. 
C.   Turnbull   Co.,   Gait.    Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,  Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington   Sts.,   Toronto. 
Sanitas   Wall   Covering. 

Stauntons,   Ltd.,  934  Yonge  St.,   Toronto. 
Skirts. 
The    Clayson    Co.,    280    College    St.,    To- 
ronto,  Ont. 
Marcus  Roman,   Jacobs  Bldg.,   Montreal. 
Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    Nets. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids     Show     Case    Co.,     Grand 

Rapids,   Mlcb. 
H.    L.    Wood    &    Co.,    Noble    and    Strick- 
land  Sts.,  Toronto. 
Shoe  Buckles. 
Smith   D'Entremont   Co.,   1475   Queen    W., 
Toronto. 
Skein   Dyeing. 

Narrow    Fabric    Weaving   &    Dyeing    Co., 
Gait,   Ont. 
Sashes. 
R.  D.  Fairbalrn   Co.,  105  Simcoe  St.,  To- 
ronto,  Ont. 
Silk    Ornaments. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Skirts    (Plaited). 
Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont. 
Scarfs. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 
Shirts    (Soft). 

Robert    C.    Wilkins    Co.,    Farnham,    Que. 
Summer    Clothing. 
Robert    C.    Wilkins    Co.,    Farnham,    Que. 
Miller  Mfg.  Co.,  261  Mutual  St.,  Toronto 
Silks. 
Beldiug,    Paul,    Cortleelll    Co.,    Montreal, 

Que. 
Louis  Roessel  &  Co.,   Ltd.,  04  Wellington 

St.  W.,  Toronto. 
Silks    Co..    5X    Bay    St.,    Toronto.    Out. 
Hemstitched    Sheets. 

Victor    Goldberg,    87-89    Notre    Dame    W., 
Montreal,    Que. 
Silk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Suits. 
Regina   Cloak   Mfg.   Co.,   Montreal.   Que. 


.'•cout   Suits. 

Defiance   Mfg.   Co.,   College  aud   Bathursl 
Sts.,    Toronto. 
Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent   Mfg.   Co.,   Montreal,   Que. 
Deacon    Shirt   Co.,   Belleville,   Ont. 
Regent   Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Tablecloths. 

Victor   Goldberg,   87-89    Notre    Dame   W., 
Montreal,  Que. 
Toques. 

Reliance   Knitting   Co.,   King  &   Bathurst 

Sts.,    Toronto,    ont. 
R.   M.   Ballantyue,    Ltd.,   Stratford,   Ont. 
A.   Burritt  &   Co.,    Mitchell.   Ontario. 
Tailors'    Trimmings. 
Toronto     Pad     Co.,     509     Queen    St.   W., 
Toronto,  Out 
Tweeds. 
Greenshields,   Limited,    Montreal,   Que. 

T '  I  H  S  f '  1  S 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Ashton  &  Pulford,  22     Back     Piccadilly, 

Manchester,   England. 
Trousers    (Duck). 

Defiance    Mfg.   Co.,    Toronto,   Out. 
Robert  C.  Wilkins  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 
Belding    Paul    Cortleelll    Co.,    Montreal, 

Que. 
J.    Maygrove   &    Co.,    Ltd.,   5V2    Aldersgate 

St.,   London,  E.C. 
Thread     (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
S.   Lennard  &  Sons,   Dundas,   Ontario. 
Penmans,   Limited,   Paris,   Ont. 
Mercury    Mills.    Limited,    Hamilton,    Out 
Reliance   Knitting   Co.,   King  &  Bathu>-sl 

Sts.,   Toronto,   Ont. 
G.  Brettle  &  Co.,  London,  Eng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Underwear. 

Limited,  Moncton,  N.B. 
C.  Turnbull  Co.,  Gait,  Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co..  Kingston,   Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal.   Que. 
F.     W.     Robinson.     Ltd..     Bathurst     and 

Wellington    Sts..    Toronto 
Umbrellas  and  Parasols. 

R.     D.     Fairbalrn     Co.,    105    Simcoe    St.. 

Toronto,    Ont. 
Brnphev  Umbrella  Co.,  King  and   Duncan 

Sts.,   Toronto. 
Vacuum   Cleaners. 

Onward   Mfg.  Co.,  Berlin,  Ont. 
Veilings. 
Canada   Veiling  Co.,   Toronto. 
John    Heathcoat  &   Co.,   London.    Eng 
Thompson      Lace     &      Veiling     Co.,     69 

Wellington   St.   W.,   Toronto,   Ont. 
Novelty    Import  Co.,  76  Bay   St.   Bay   St., 

Toronto,  Ont. 


Velveteens. 
J.  &  J.  M.  Worrall,  Limited,  Manchester, 

Eug. 
"Louis,"  57  Newton  St.,  Manchester,  Eng 
Velvets. 
The  Continental  Mfrs.  Syndicate,  77  York 
St.,    Toronto,    Ont. 
Vanity    Cases. 
Walter    G.     Bretzfield,    43     Leonard     St., 
New   York,   N.Y. 
Women's    Outer   &    Under    Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.    Brock   Co.,   Notre     Dame   St.    W., 
Montreal,   Que. 
Woollens  and   Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Dale    &.    Pearsall,      106      Front      St.      E., 

Toronto,    Ont. 
Delfosse  &  Co.,  Montreal,   Que. 
A.    S.    Richardson    Co.,     99     Ontario    St.. 

Toronto,  Ont. 
J.   R.   Palmenberg's  Sons,  710  Broadway, 
New   York,    N.    Y.,   U.   S.   A. 
Wholesale    Merchant    Tailors. 
Wm.  H.  Leishman  &  Co.,  119  Adelaide  St. 
W.,    Toronto.    Ont. 
Whitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivers. 

Que. 
Sperling  &   Lea,   Herald   Bldg.,   Montreal. 
Waists. 
Star  Whitewear   Mfg.   Co.,   Berlin,  Ont. 
R.    D.    Fairbalrn      Co.,      105     Simcoe    St., 

Toronto,  Ont. 
Sperling  &  Lea,  Herald  Bids;.,  Montreal. 
Meyer  Mfg.  Co.,  Toronto,  Ont. 
Ladies'  Wear,  Limited,  84  Wellington  St 

W.,    Toronto,    Ont. 
Marcus   Roman,   Jacobs  Bldg.,   Montreal. 
Wail  Paper  Display   Racks. 

The   Onward   Mfg.   Co.,   Berlin,   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co..     Grand 
Rapids,  .Mich.,  U.  S.  A. 
Window    Shade    l'aper. 

Stauntons,    Ltd.,   934    Yonge   St.,   Toronto. 
Wool    Underwear,   Men's. 
Thos.   Waterhouse  &   Co.,   Ingersoll,   Ont 
Schofield  Woollen  Co.,  Oshawa,  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St.. 
Montreal,  Que. 
Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Narrow    Fabric    Weaving   &    Dyeing   Co., 
Limited,  Gait,  Ont. 
Woven    Labels   for   Garments. 
Krautheimer     &     Co.,    20     Edmund     PI., 
Aldersgate  St.,  London,  E.C,  Eng. 
Wallpaper. 
Stauntons,  Limited,  944  Yonge  Street,  To- 
ronto,   Ont. 
The    Watson    Foster   Co.,    Montreal,    Que 
Colin    McArthur   Co.,    Montreal,   Que. 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The   Standard   Air    Brush   of   the   World 

Show-Card    "Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  111. 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  oi  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


MY  SPECIALTY 

Is    in    manufacturing    Ostrich    Feather    Novelties 
and    Fancy    Feathers. 

in  extra  ralues  in  workmanship,  quality  and 
prices  canno(  be  described  in  paper,  and  in 
order  to  convince  you  how  profitable  my  good: 
would  be  to  you,  send  for  a  sample  line  and 
compare    it    with    other  makers. 

JOSEPH    LEONE,    Jr.. 
314   Notre   Dame   St.    West,  Montreal,    Que. 


Do  you  handle  Ostrich  Goods  and 
i'aii'w  Feathers  In  your  department? 
If  not,  would  you  like  to  increase  \  in 
yearlj  earnings  without  Investing  one 
cent    of    your    capital? 

For   particulars,   address    Bos    58, 
Dry   Goods    Review. 
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\i;i:\t  WANTED. 
IMPORTANT  ST.  GALL  MANUFAC- 
TURER, making  the  highest  class  of 
novelties  in  embroidered  Batistes,  Laces  and 
Trimmings,  is  desirous  engaging  well-in- 
troduced agent  for  Canada.  No  use  apply- 
ing if  party  is  not  well  in  with  the  Noveltj 
Lace  trade  and  its  buyers.  Write  full  par- 
ticulars to  C.  A.,  Box  <>0S0.  St.  Call.  Swit- 
:erland. 
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The  home  of  "ARC"  brand  goods 


Gloves,  Moccasins,  Mitts, 

Working    Shirts,  Outing   Shirts,   Sheep-Lined    Coats, 

Duck    Coats  and  Pants,  Mackinaw  Coats  and  Pants, 

Larrigans,  Wannigans,  Sheep-Lined  Sox 

The  first  of  August  is  the  date  of  issue  mailing  list  now,  drop  a  card  to-day  and 

planned  on  for  our  new  1914  catalog,  we  will  be  pleased  to  place  it  there,  and 

which    we    want    every    merchant    in  will  mail  you  one  of  our  catalogs  as  soon 

Canada  to  have  in  his  office  for  handy  as  off  the  press, 
reference.    If  your  name  is  not  on  our 

A.  R.  Clarke  &  Co.,  Limited 


Montreal 


633-661   Eastern  Ave. 

Toronto 


Quebec 
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This  decoration  is  selected  from  our  beautiful  range  of 

WALL  PAPERS  for  1915 

No  expense  has  been  spared  to  place  before  the  trade  the  finest  collection  of  artistic  designs  and 

colorings  ever  shown  in  Canada 

©pgiinoai  ©aS<e^^=Ji!ll^  SftSa 

36  REPRESENTATIVES 

will  be  showing  these  lines  from  coast  to  coast 

YOU  WILL  EVENTUALLY  BUY  THESE  GOODS 

Why  not  see  them  early,  aud  secure  the  best  assortment? 
A  post  card  brings  a  representative  to  your  door 

COLIN  McARTHUR  &  CO. 

manufacturers  of  artistic  Wall  J3ap 

MONTREAL 

*.S.  —  Write  for  beautiful  set  of  colored  cards  showing  how  to  decorate  your  home 
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Reducing  the  Ultimate  Cost  of  Store  Fronts 


In  the  first  place,  every  buyer  of  a  Store  Front  must 
=  consider  that  Store  Fronts  only  prove  profitable  to  the  de- 
=1      gree  of  the  net  profits  they  produce. 

=  There  are  two  costs   connected   with   every   Store   Front 

3  — initial  and  ultimate.      The  initial   cost   of  the  kind  of  Store 

=§  Front  your  grandfather  put  in   (also  in   use  today  by  many) 

=  was   low  —  very  low,   comparatively   speaking,  but  the   ulti- 

^S  mate  cost  was  relatively  as  high  —  simply  because  the  Front 

B=  was    not   made   to   mo^e  sales.      The   ultimate   cost  'was   high 

=  because   your  grandfather   lost    enough    possible    business    to 

=  have  paid  for  several  good  Store  Fronts. 

Civic     or  personal    pride    isn't    the        IR^    (^ 

=s  motive  that  keeps    "punching       you    to 

=  look  into  Store  Fronts  —  it's  your  busi- 
ness   instinct,  for   it   is    an    absolute    fact     that  sales    are    the 

^  outcome  of  showing  a  thing  well  and  to   the  greatest  possible 

=j  number   of  people. 

May  be  you  haven  t  been  in  business  many  years  —  it 
=  makes  no  difference,  you've  paid  for  a  KAWNEER  STORE 
=  FRONT  just  the  same,  still  you  are  making  only  the  net 
=  profits  an  inefficient  Store  Front  is  capable  of  producing. 
1=      Perhaps  your  Front  is  only  five   years   old  —  mere    newnes» 

does  not  determine  efficiency.  You  may  put  up  a  new  Store 
gg  Front  today  but  if  it  is  not  strictly  1914  and  adequate  to  en- 
s      able  you  to  properly  display  what  you  have  for  sale,   it  will 

not  be  a  profitable  investment.  Every  person  that  passes 
==      your  Store   Front   uninterested   could   be    made    to    help   pay 

H     for  a  KAWNEER  STORE  FRONT  for  you. 

And  a  KAWNEER  STORE  FRONT  is  just  what  you 

need    too.      It    was    originally    designed,    and    has    been    de- 
veloped for  eight  years,  with   you,  Mr.  Merchant,    in    mind. 
==      It  is  built  to  fill  your  requirements,    and    the    power   to    make 
1=      sales  is  shown  in  practically  every    city  or    town    you   may 


Kawneer 

Manufacturing  Company 
Limited 

Francis  J-  P/ym.  President 

Dept.  Q.    1193  Bathurst  Street 
TORONTO,  ONT. 


go  into.      There  are  more  than  30,000  KAWNEER   STORE  g 

FRONTS     helping     Merchants  —  and    they  are    scattered  g 
throughout  this  entire   country. 

Once  you  put  in  a  KAWNEER  FRONT    you    can    just 

forget    it,    so    far   as   paint    and    repairs    are    concerned,    for  3 

KAWNEER  is  made    of   either    solid   copper,   brass,    bronze  = 

or  aluminum  and  it   won't    rust,    rot   or    warp.      What   more  J 
could  you  ask  from  a  structural  standpoint? 

About    the    best    way    to    tell    you    about    KAWNEER  | 

STORE  FRONTS  in  a  few  words  is    to    quote    a    Merchant  g| 

ho    is    making    money     behind     one.  3 

e  says,    "My   KAWNEER  STORE  I 

FRONT  is  a   copper    construction    that  H 

costs  nothing  to  keep  going  and  pays  a  =_ 

big  interest  on  what  it  originally   cost."  = 

Let    us    send   "Boosting    Business   No.   21"  —  it  contains  8f 

photographs  of  many   of  the  best-paying,  big  and  little  Store  = 

Fronts  in  the  country.      Don't  risk  the  amount    of   money   it  3 

requires    to    buy    any    kind    of   Store    Front  when    a  mere  2  S 
cent  stamp  and  the   effort  of   mailing   the  request  to    us    will 

bring  you  this  authentic  book  on  Store     Fronts.      Our    eight  =. 
years'  experience  in  building    Store    Fronts   that   pay    profits 

has    enabled  us  to    compile   and    publish    this   book.      And    it  =. 

goes  to  you  free.      We  want  to  help  you    reduce    the  ultimate  j|j 
cost  of  your  now  Store  Front. 
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Men  and  Women  Who  Punch  the  Clock  no  more 

List  of  Year's  Promotions  Hung  Up  Beside  Time  in  Hudson's 
Bay  Co.'s  Calgary  Store— Dinner  and  One  Hour  in  Morning  for 
Overtime — No  "My  Dear"  to  Customers — For  Those  Who  Are 
in  Financial  Trouble — Special  Courtesy  to  Brides. 

By  C.  W.  Byers,  hi  Second  of  Series  on   Rules  for  Employees. 


C- 


CALGARY,  July  11.— (Special).— 
One  day  early  this  Summer  I  was 
standing  in  the  corridor  along 
which  the  700  employees  of  the  Hud- 
son's Bay  Co.  of  this  city  pass  on  their 
way  to  punch  the  clock,  when  I  saw 
hanging  on  the  wall  a  list  of  names,  with- 
in a  frame.  I  stopped  to  examine  it,  and 
found  that  it  was  a  list  of  successful 
men  and  women  who.  by  hard  work  and 
ability  had  merited  promotion.  Although 
not  a  member  of  the  staff,  it  held  an  in- 
spiration for  me  as  well. 

As  I  stood  there,  employees  surged 
past  me,  men,  women  and  children,  each 
punching  their  time.  Overlooking  them 
was  this  list  of  names — of  men 
and  women  who  had  ceased  to 
punch  clocks.  How  democratic  and 
mechanical  it  all  looked,  and  more 
so  when  I  understood  that  each 
person  was  making  out  his  or  her 
own  time  sheet,  for  each  punch 
on  the  clock  is  recorded  on  an  en- 
velope, and  it  all  depends  on  these 
punches  how  much  money  the  en- 
velope contains  at  the  week-end.  I 
could  see  clever  salesmen  rubbing 
shoulders  with  bundle  girls  and 
messengers,  all  reaching  out  to 
punch  the  clock. 

Pass  for  Night  Work. 
The  timekeeper  at  the  wicket  (a 
young  man  to  whom  much  defer- 
ence is  shown),  told  me  some  in- 
teresting facts  concerning  the  op- 
eration of  this  end  of  a  big  West- 
ern store.  Here's  an  interesting 
point:  Any  employee  wishing  to 
return  to  the  store  at  night  much 
secure  a  pass.  He  does  not  re- 
ceive any  pay  for  this  overtime, 
beyond  money  for  his  dinner.  In 
consideration  of  his  night  work, 
he  is  permitted  to  leave  the  store 
at  five  instead  of  six  o'clock.  The 


pass  is  handed  to  the  doorman  when  he 
leaves  at  night,  who  records  the  time 
spent  inside.  It  is  then  sent  to  the 
superintendent's    office    and    filed. 

Here's  the  point.  When  a  man  fails  to 
register  at  the  proper  hour  in  a  morning 
it  is  necessary  for  him  to  report  to  the 
superintendent.  The  latter  glances  at 
the  overtime  slips  on  file.  If  he  be  a 
young  man  who  has  put  in  extra  time 
for  the  company,  not  a  word  is  said.  A 
naturally  sleepy  man  might  hear  some- 
thing further  regarding  the  incident. 
Female  Employees  Leave  First. 

While  the  Hudson's  Bay  Co.  is  more 
than  considerate  i>>  its  employees,  they 
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have  specific  rules  which  must  be  kept 
to  the  letter.  There  are  several  interest- 
ing regulations,  which  might  be  put  into 
force  in  smaller  stores,  and  there  are 
some,  of  course,  which  would  be  im- 
practicable. To  begin  with,  hats,  um- 
brellas, hand  bags,  or  lunch,  are  not  al- 
lowed inside  the  store.  They  must  be 
kept  m  t  he  cloak  rooms  located  in  the 
basement.  Employees  register  by  8.20 
a.m.,  and  are  in  their  sections  by  8.25 
a.m.  All  dust-covers  are  removed  and 
stock  ready  for  business  by  half  past 
eight.  Female  employees  leave  the  store 
five  minutes  ahead  of  male  employees 
in  every  case. 

Dress  of  the  Girls. 
The  Hudson's  Bay  Co.  controls 
the  deportment  and  dress  of  em- 
ployees. It  might  be  thought  that 
out  of  the  store  a  man  would 
lie  at  liberty  to  go  and  to  do  what 
lie  pleased.  Such  is  not  the  case. 
Respectable  associations  and  good 
habits  outside  of  business  are  ex- 
pected. Girls  are  warned  to  avoid 
conspicuous  display  of  hairdress- 
ing  and  jewelry  inside  the  store. 
They  must  be  attired  in  black  or 
dark  blue  skirt  at  all  seasons,  and 
from  May  to  October  in  tailored 
shirtwaists,  of  black  or  white, 
white  with  black  ties  preferred. 
From  October  to  May  black  dresses 
are  de  rigour.  It  looks  rigorous  in- 
deed, but  the  neatness  resulting  is 
surprising. 

The  company  urges  its  sales 
people  to  create  a  store  and  shop- 
ping acquaintance  with  regular 
customers,  remembering  their 
names,  the  quality  and  price  of 
goods  they  are  in  the  habit  of  buy- 
ing, thus  being  able  to  serve  them 
with  greater  satisfaction.  This 
(Continued  on  page  4.) 


Some  Problems  of  the  Small  Retailer 

Buy  in  Advance  Only  One-Third  of  Your  Needs — Use  Your  Nerve 
in  Taking  Necessary  Losses  at  Once — See  That  Overhead  Ex- 
penses Are  Added  to  Cost  Price — Never  Change  Windows  at 
Shopping  Times. 


By   Hprry   R.   Young,   Columbus,  O.,  at  Ad.   Clult   Convention. 


HARRY  R.  YOUNG,  advertising 
manager  of  the  Columbus  Dis- 
patch, Columbus,  0.,  opened  his 
paper  before  the  Ad.  Clubs  convention, 
by  quoting  the  statement  of  Brad  streets 
that  there  were  more  merchants  who 
failed  because  of  incompetency  than 
because  of  lack  of  capital — a  state- 
ment which  he  believed  was  considered 
correct  by  every  business  man  who  had 
given  much  thought  to  the  subject. 

"Incompetency  in  retailing  covers  a 
multitude  of  sins  but  the  worst  is  gen- 
erally conceded  to  be  that  of  over-buy- 
ing. Statistics  prove  that  many  failures 
during  1913  in  the  United  States  and 
Canada  were  due  to  this  fault. 

"Months  before  the  selling  season 
starts,  many  injudicious  merchants 
are  presuaded  by  the  smooth,  ex- 
perienced salesman  into  believing  that 
his  particular  line  of  goods  is  going  to 
sell  like  hot  cakes.  Frequently  the  mer- 
chant feels  that  he  is  induced  to  place 
an  order  on  account  of  other  relations 
with  the  firm. 

"Frequently  the  styles  in  wearing  ap- 
parel and  novelties  change  in  color,  cut 
or  shape  before  the  retail  season  is  fully 
opened.  By  this  time  the  manufacturer 
has  sprung  something  new,  hence  the  re- 
tailer, in  order  to  keep  his  stock  up-to- 
date  and  hold  the  trade,  is  forced  to 
heavily  re-order,  and  is  also  compelled 
to  sacrifice  the  greater  part  of  his  ear- 
lier purchases  at  a  loss,  in  order  to 
secure  the  money  necessary  for  the 
second  purchase. 

"If  the  retailer  of  changeable  styles 
would  take  his  previous  year's  business 
as  a  basis  when  buying  for  the  season 
and  order  no  more  than  one-third  of  his 
needs,  then  later  on  as  styles  change, 
buy  as  his  sales  require,  he  will  find  at 
the  end  of  the  season  that  he  has  opera- 
ted at  a  profit. 

Frequent  Turnovers. 

"Every  stock  should  bo  turned  at  re- 
tail from  three  to  twelve  times  a  year 
(according  to  the  stability  of  the  mer- 
chandise). In  specifying  retail  trade  it 
means  if  the  merchant  has  an  average 
stock  through  the  season  of  $10,000  at 
retail  selling  price,  then  he  should  do, 
if  his  stock  calls  for  a  four  times  a  year 
turn — a  $40,000  business. 

Take  Necessary  Losses. 

"Even  when  the  injudicious  retailers 
discover  that  they  have  purchased   un- 


wisely, they  are  slow,  or  sometimes  lack 
the  nerve,  to  take  what  sooner  or  later 
must  become  a  necessary  loss.  The  suc- 
cessful retailers,  big  and  small,  act 
quickly  in  turning  stock,  thereby  getting 
the  cash  to  buy  what  the  trade  is  de- 
manding. 

"Another  big  financial  error  many 
small  retailers  make  is  their  failure  to 
take  cash  discounts.  Few  realize  what 
a  high  price  they  pay  for  the  privilege  of 
taking  full  time  on  their  invoices.  For 
instance  1  per  cent,  in  10  days  on  a  30- 
day  bill  means  12  per  cent,  per  annum. 
Example:  Invoice  $1,000,  30  days  net,  1 
per  cent,  cash  in  10  days.  If  the  mer- 
chant pays  in  10  days  he  received  10 
cash  discount  which  in  effect  is  the  in- 
terest the  wholesale  house  pays  him  for 
the  use  of  the  $1,000  for  the  twenty  days 
unexpired  time.  This  is  at  the  rate  of 
18  per  cent,  per  annum. 

"The  value  of  discounting  one's  bills 
does  not  only  lie  in  the  amount  thus 
saved.  The  prestige  which  comes  with 
gaining  a  reputation  as  a  firm  who  dis- 
count their  bills  is  worth  a  great  deal. 

First  Cost  Not  Whole  Cost. 

"Some  retailers  neglect  to  figure  sell- 
ing or  overhead  expenses  on  top  of  the 
first  cost.  Example:  If  a  retailer  is 
doing  a  gross  business  of  $50,000  a  year 
at  an  expense  of  $10,000,  then  he  is  do- 
ing business  at  a  cost  of  20  per  cent,  of 
his  gross  sales.  If  he  pays  $1  a  yard 
for  goods,  he  must  sell  at  $1.25  to  re- 
cover his  net  cost  and  the  retailer  who 
figures  otherwise  is  a  loser. 

"I  know  a  lot  of  small  retailers  who 
are  laboring  under  the  false  impression 
that  they  must  personally  do  so-called 
chores  about  the  store,  work  which  a 
ten-dollar-a-week  clerk  might  be  in- 
structed to  do.  These  merchants  had  far 
better  be  taxing  their  brains,  estimating 
with  care  possible  sales,  making  sure 
that  expenses  are  reasonable  and  gen- 
erally looking  to  a  profit-making  stock 
turn. 

Importance  of  Show  Window. 

"I  have  known  retailers  to  let  win- 
dow displays  stand  from  one  to  four 
weeks  until  the  goods  become  dusty  and 
fly-specked.  The  retailer  who  is  neg- 
lecting his  windows  should  stop  and  do 
a  little  figuring  and  he  will  discover  that 
he  would  not  agree  to  pay  $3,000  for 
$10,000  storeroom  without  windows,  and 


consequently  he  must  be  paying  about 
$7,000  a  year  for  his  display — it  is  com- 
mercial suicide  to  neglect  this. 

"Again,  many  retailers  change  their 
show  window  displays  during  the  busiest 
hours  of  the  day,  when  the  streets  are 
crowded  with  shoppers,  while  the  rightly 
conducted  store  engages  experienced 
window  trimmers  to  make  these  changes 
over  night,  having  the  displays  ready  for 
business  in  the  morning.  Changing  show 
window  displays  during  shopping  hours 
is  much  like  taking  the  highest-priced 
salespeople  off  duty  when  the  store  is 
full  of  customers. 

Watch  Trade  Papers. 

"Of  course  I  realize  that  many  stores 
are  not  large  enough  to  justify  the  en- 
gaging of  an  experienced  window  trim- 
mer. In  these  cases,  I  would  suggest  the 
proprietor  or  manager  giving  this  work 
personal  attention.  If  he  watches  the 
trade  papers  in  his  particular  line,  he 
will  secure  many  valuable  ideas  of  how 
to  display  successfully  his  merchandise. 

Advertising  Important. 

"Out  of  11,143  small  retailers  in  the 
United  States  who  closed  their  doors  in 
1913.  it  is  claimed  over  half  of  them  did 
not  realize  the  necessity  of  proper  adver- 
tising- and  many  of  those  who  did  were 
at  times  careless  in  the  preparation  of 
their  copy,  and  they  scattered  their  ap- 
propriation by  going-  into  every  publica- 
tion, program  or  scheme  presented,  thus 
destroying  the  possible  and  profitable 
effects. 

"Some  small  retailers  advertise  just 
because  their  competitors  do — consider- 
ing it  a  necessary  evil.  They  buy  space 
and  prepare  copy  with  just  about  as 
much  pleasure  as  a  child  takes  castor 
oil.  It  seems  drudgery  for  them  to  fur- 
nish copy  or  even  make  suggestions  to 
the  advertising  solicitor,  who.  I  believe 
in  many  cases,  would  gladly  assist  in 
preparation  of  copy  if  requested  to  do 
so.  Why,  some  retailers  when  called  up- 
on for  copy  (according  to  contract)  look 
in  disgust,  saying  "I  have  been  busy 
buying  goods,  taking  care  of  correspond- 
ence; I  haven't  had  time  to  write  an  ad.. 
I  have  so  many  other  tilings  more  im- 
portant to  do."  The  result  is  the  solici- 
tor finally  gets  an  order  to  repeat  any 
old  ad.,  and  possibly  a  slurring  remark. 
"I  may  as  well  throw  my  money  in  the 
(Continued  on  page  4) 


When   1,200  Children  Were   Presented   With  Free  Trees 


Scene  in  front  of  W.  W.  Cooper's    store,  Swift  Current,  on  Arbor  Day. 


Onward  March  of  Store  in  Canada's  Latest  City 

Eleventh  Anniversary  of  W.  W.  Cooper  Co.  of  Swift  Current, 
Sask.,  Celebrated  by  Three  Days'  Sale — Arbor  Day  Celebration 
Drew  Over  One  Thousand  School  Children. 


SWIFT  CURRENT,  Sask.,  July  11— 
This  town,  as  swift  as  its  name, 
was  rewarded  for  its  faith  and  en- 
ergy of  its  citizens  and  its  magnificent 
location  by  being  admitted  into  city- 
hood  with  a  population  of  5,000  a  few 
days  ago.  Swift  Current  is  a  city  that 
has  commercial  and  school  buildings  of 
which  it  is  proud,  and  of  none  more  so 
than  the  W.  W.  Cooper  departmental 
store.  This  celebrated  its  eleventh  an- 
niversary on  June  4,  by  a  three-days' 
sale. 

Extensive  alterations  and  enlarge- 
ments have  been  made  to  the  Cooper 
store,  and  it  now  occupies  three  floors, 
]00  x  115  feet,  with  a  total  floor  area  of 
34,500  square  feet.  The  original  store 
was  on  one  floor,  25  by  60  feet.  The 
firm  has  adopted  the  motto,  "The  Store 
Ahead." 

1,200  Received  Trees 

The  illustration  gives  a  view  of  the 
store  building  and  a  section  of  the  school 
children  carrying  trees  on  Arbor  Day. 
On  that  day  there  were  1,200  trees  given 
away  free,  without  any  stipulation  as  to 
having  to  buy  any  quantity  of  goods. 
The  event  as  can  be  conceived  by  the 
photograph  was  immensely  successful, 
and  proved  one  of  those  happy  ideas 
which  serve  to  draw  the  attention  of  a 


whole  community  and  strengthen  the 
position  of  the  store  in  public  favor  and 
confidence. 

A  Monthly  Sale. 

In  conjunction  with  Tree  Planting 
Day — and  the  need  of  this  is  noted  by  all 
visitors — a  special  sale  was  held  which 
by  the  way  is  a  monthly  feature  with 
the  Cooper  store. 

The  Anniversary  Sale,  already  referr- 
ed to,  came  three  weeks  later,  and  was 
announced  in  huge  posters,  nearly  three 
feet  long.    Bargain  announcements  were 

A  NEWSPAPER  ITEM 
Swift  Current,  Sask.,  July  8. — Swift 
Current  was  formally  advanced  to  city 
status  yesterday,  Lieutenant-Governor 
Brown  and  Premier  Scott  being  among 
those  attending  the  ceremonies. 

featured  in  display  type  with  the  price 
as  prominent  as  the  heading  of  each 
item.  Special  announcements  stood  out 
in  different  parts  of  the  big  ad.,  such  as 

11  years  old  to-day,  Thursday,  June 
4th,  1914.  Take  advantage  and  celebrate 
with  us. 

Everything     in    the     entire  store  re- 
duced for  three  days  only. 
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Orchestra  in  attendance  all  afternoon 
Thursday,   June   4th. 

Look  for  green  prices  and  large  pen- 
nants; they  tell  the  story. 

Tea  and  cake  served  free,  afternoon 
of  June  4th,  2.30  to  5,  second  floor. 

Souvenir  whistles  free  to  the  children. 

Two  lines  ran  vertically,  one  on  each 
side  of  a  central  pyramid  of  bargains: 

"Everything  reduced  in  every  depart- 
ment," and  "Sale  prices  on  everything 
in  every  department." 

Thanks  to  the  Public. 

The  following  was  the  announcement 
of  the  firm  in  this  ad : 

"On  the  4th  day  of  June,  1914,  the 
W.  W.  Cooper  Co.  will  be  eleven  years 
old.  Eleven  years  ago  we  started  in  the 
mercantile  business  in  a  small  store- 
room, one  floor,  25  ft.  x  60  ft.,  located 
on  the  corner  of  Railway  street  and 
Central  avenue.  To-day  we  occupy 
three  floors,  100  ft.  x  115  ft.,  making  a 
total  of  34,500  square  feet  of  floor  space. 
We  have  progressed,  prospered  and 
grown  with  Swift  Current.  Our  conser- 
vative business  methods  and  quality 
merchandise,  together  with  our  untiring 
efforts  to  please  our  customers,  have 
won  out  and  made  the  W.  W.  Cooper 
Co.  what  it  is  to-day;  namely,  "The 
Store  Ahead." 


DRY     GOODS    REVIEW 


"Our  store  is  one  of  the  finest  and 
best  equipped  in  the  north-west,  and 
when  Swift  Current  reaches  20,000 
population  we  hope  to  still  be  "The 
Store  Ahead"  and  a  credit  to  this  city. 

"We  wish  to  extend  at  this  time 
hearty  thanks  to  all  our  patrons  for 
their  loyal  support  in  the  past.  As  for 
the  present,  our  business  speaks  for 
itself.  We're  doing  a  better  business 
every  day,  which  means  that  not  only 
are  we  holding  all  our  regular  patrons 
and  friends,  but  are  making  new  friends 
and  customers,  which  is  a  sure  indica- 
tion of  our  future  success." 

"It  Pays  to  Read  Our  Ads." 

Another  "editorial"  notice  in  the  ad. 
read  as  follows: 

"This,  our  eleventh  anniversary,  we 
hold  as  usual  a  three-days'  price-reduc- 
ing sale  that  gives  you  an  opportunity 
to  celebrate  with  us.  While  it  is  not  the 
end  of  the  season,  yet  we  give  you 
"end  of  the  season"  prices.  Aside  from 
the  many,  many  extra  special  live  bar- 
gains we  offer,  there's  a  generous  reduc^ 
tion  on  everything  in  the  entire  store. 

"As  we  have  said  before,  "It  pays  to 
read  our  ads."  Read  every  word  of 
them;  you're  sure  to  miss  something 
good  if  you  don't. 

"In  this  big  advertisement  we've 
placed  a  lot  of  money-savers  at  your 
door.  You'll  have  to  read  them  all  be- 
fore you're  sure  that  we  have  not  adver- 
tised something  that  you've  been  want- 
ing. If  what  you  want  most  is  not  in 
this  double  page,  attend  the  greatest  of 
all  anniversary  sales  and  you'll  find  it 
at  a  reduced  price." 


MEN  AND  WOMEN  WHO  PUNCH 
THE   CLOCK  NO   MORE. 

(Continued  from  Page  1) 
policy,   it   is  pointed   out,   will   create  a 
personal   following  for   the  clever   sales 
persons,  which  will  result  in  promotion 
and  permanence  of  position. 

Avoid  "My  Dear." 

There  is  a  list  of  objectionable  words 
and  expressions  tabooed  by  this  estab- 
lishment. "We"  must  be  used  instead 
of  "I,"  except  in  cases  of  a  strictly  per- 
sonal nature.  For  instance,  "we  have  it 
in  three  styles,"  should  be  used  instead 
of  "I  have  it  in  three  styles."  "Ma- 
dam," and  not  "Lady,"  is  compulsory 
except  where  the  lady's  name  is  known. 
The  next  clause  will  cause  a  smile,  though 
it  is  necessary.  Saleswomen  when  wait- 
ing on  other  women,  must  not  use  the 
expression,  "My  dear,"  or  similar 
terms. 

Here  is  a  very  important  rule  which 
refers  somewhat  to  an  employee's  con- 
duct outside  the  store.  Those  who  are 
unable  to  keep  out  of  debt  and  whose 
salaries  are  garnisheed,  will  not  be  re- 


tained. The  superintendent  will  always 
listen  to  and  consider  the  statement  of 
any  employee  who  is  temporarily  or  un- 
avoidably embarrassed  financially.  Bor- 
rowing or  loaning  money  among  em- 
ployees, or  indorsing  notes,  chattel  mort- 
gages, etc.,  is  strictly  prohibited.  Em- 
ployees are  also  cautioned  against  bor- 
rowing money  from  loan  agents. 

Salespersons  are  warned  against  mak- 
ing promises  to  customers  which  cannot 
be  absolutely  fulfilled,  it  being  argued 
that  such  a  promise  is  worse  than  no 
promise  at  all.  A  rule  of  the  house  is: 
"A  hundred  cents  to  the  dollar." 


salespeople  how  to  make  up  checks  and 
transfers  and  to  explain  everything 
necessary. 

In  conclusion,  there  is  a  rule  which  it 
might  be  well  for  many  other  stores  to 
adopt — All  goods  must  be  sold  at  the 
price  marked,  and  no  deviation  be  made 
to  anyone  under  anv  circumstances. 


STARTED   WITH   $9. 

The  Guelph  Mercury  has  the 
following  reference  to  Mr.  G. 
B.  Ryan,  oi  G.  B.  Ryan  &  Co., 
Guelph:  "Mr.  G.  B.  Ryan  is 
receiving  the  congratulations  of 
his  friends  to-day  on  having 
completed  forty  years  of  active 
business.  Of  this  time  over 
twenty-eight  years  have  been 
spent  in  this  city,  four  years  in 
Barrie,  and  seven  and  a  half 
years  in  Orangeville,  where  he 
first  started  in  business  for 
himself.  There  was  nothing  of 
the  brass  band  variety  about  the 
opening  of  the  G.  B.  Ryan 
establishment  in  1874,  the  prin- 
cipal reason  being  that  Mr. 
Ryan  did  not  have  the  where- 
with to  pay  for  the  band,  for, 
according  to  his  own  admission, 
his  paid-up  capital  of  nine 
dollars  would  not  stand  any 
such  extravagance.  Absolute 
honesty  and  fair  dealing  with 
the  public  has  been  the  secret 
of  Mr.  Ryan's  success,  for  he 
has  succeeded.  His  firm  is 
known  in  all  the  best  markets 
in  Canada,  the  United  States,  | 
England,  Ireland,  Scotland, 
France,  Germany  and  Switzer- 
land." 


To  Prevent  Theft. 

To  prevent  theft  by  employees,  a  re- 
ward is  given  for  any  information  that 
will  lead  to  the  detention  of  such  per- 
sons, the  promise  being  made  that  the 
informant's  name  will  not  be  revealed. 
When  a  customer  is  detected  or  suspected 
of  theft,  the  clerk  is  warned  not  to  take 
any  action  personally,  but  to  inform  the 
aisle  manager. 

Every  possible  courtesy  must  be  shown 
to  brides. 

Clerks  who  have  difficulty  in  making 
a  sale  are  instructed  to  call  the  buyer 
for  assistance. 

Employees  are  expected  to  show  new 


SOME   PROBLEMS    OF    THE    SMALL 
RETAILER. 

(Continued  from  page  2) 

sewer,"  yet  these  selfsame  merchants 
wonder  why  advertising  doesn't  always 
pay. 

"Advertising  under  such  adverse  cir- 
cumstances cannot  possibly  produce  a 
satisfactory  measure  of  results  for  any 
merchant,  be  he  large  or  small. 

"The  big,  successful  store  is  simply  a 
result  of  organization  made  possible  by 
concentration  of  capital,  backed  up  by 
good  and  continuous  advertising.  The 
large  successful  merchant  not  only  buys 
advertising  judiciously,  but  engages  the 
best  talent  to  prepare  the  right  copy 
about  the  right  merchandise  at  the  right 
time. 

Nationally  Advertised  Brands. 

"The  competent,  experienced  merch- 
ant whether  large  or  small  is  also  shrewd 
in  taking  advantage  of  the  advertising 
done  by  manufacturers  of  trade  marked 
goods.  He  makes  attractive  show  win- 
dow and  interior  display,  especially  at 
the  time  certain  trade  marked  goods  are 
to  be  advertised  in  the  newspapers  or 
magazines.  He  also  calls  attention  in 
his  own  advertising  that  his  store  sells 
nationally  advertised  articles.  The  in- 
competent or  thoughtless  merchant  not 
only7  overlooks  these  opportunities  but 
goes  so  far  as  to  offer  patrons  a  substi- 
tute, thereby  losing  all  the  effects  of  a 
national  advertising  campaign. 

"The  merchants  who  are  overlooking 
nationally  advertised  trade  marked 
goods  possibly  don't  know  their  value. 
Recently  capitalists  "who  tried  to  pur- 
chase the  Walk-Over  shoe  factory,  ap- 
praised the  trade  marked  name  "Walk- 
Over."  at  $5,000,000.  Coco  Cola  Co. 
places  a  value  of  $5,000,000  upon  its 
trade  marked  name,  while  the  National 
Biscuit  Co..  estimates  the  value  of  the 
word  "Uneeda"  at  more  than  a  million 
dollars  for  each  letter  in  the  word. 

Harmony  in  Organization. 
The  competent  merchant  and  his  sales 
organization  work  in  harmony.  Every 
salesperson  is  informed  of  what  has  or 
is  going  to  be  advertised,  and  how  pro- 
perly to  present  the  goods  to  the  shooper. 
Nine  times  out  of  ten  the  incompetent 
merchant  even  fails  to  notify  the  sales 
people  about  the  advertising." 


Reporting  Courtesy  as  Well  as  Bad  Service 


By  Winifred  Black,  in  Newspaper  Feature  Service,  Inc. 


EDITORIAL  NOTE. — The  recognition  of  the  tired  sales  clerk  by  a  newspaper  article  has  not  been 
uncommon  around  Christmas  time  the  last  year  or  two,  in  growing  support  of  the  "Shop  Early"  sign.  But 
the  article  below  is  a  welcome  extension  of  this  show  of  concern  on  the  part  of  the  public:  a  public  support  of 
positive  action  in  the  interests  of  the  girl  who  is  courteous,  painstaking,  intelligent;  who,  in  the  words  of 
Ralph  Waldo,  as  contained  in  the  last  issue  of  The  Review,  is  the  product  of  a  new  system  of  Service,  a 
system  that  in  every  commercial  transaction  seeks  to  "leave  a  pleasant  taste  in  the  mouth  of  both."  The 
article  reproduced  below  will  have  a  circulation  among  millions  of  readers  in  Canada  and  the  United  States, 
and  must  induce  a  response  from  the  shopping  public  that  will  be  a  comfort  and  help  to  many  an  employee 
in  the  hot,  dragging  weeks  of  July  and  August,  and  is  even  more  timely  than  in  the  overworked,  but  cool  days 
before  the  Christmas  holiday. 

THE  Little  Boy  is  disappointed  in  the  world.     Things  aren't,  on  the  whole,  what  he  thought  they  were. 
Everybody  isn't  perfect — even  grown-ups — and  there  is,  he  is  forced  to  conclude,  a  great  deal  of  real 
injustice  about  this  business  we  call  living.    For  instance: 
"Mother,"  said  the  Little  Boy  yesterday  to  the  One  AVho  Loves  Him  Best  of  All.     "Mother,  things  ain't 
fair — about  spelling.  i 

"Now,  Avhen  I  spell  all  my  words  right  nobody  says  anything  to  me  about  it.  But  when  I  spell  one 
little  teeney  word  wrong  Teacher  writes  it  on  the  board,  and  everybody  looks  at  me.  I  think  it's  mean.  "Why 
doesn't  she  write  some  of  my  words  that  I  spelled  right  on  the  board?" 

And  we  all  looked  at  the  Little  Boy  and  laughed — and  then  we  looked  at  each  other — and  sighed.     For 
what  he  said  was  so  true  that  it  fairly  made  your  heart  ache  to  hear  him. 
The  other  day  a  woman  I  know  came  to  take  me  for  a  spin. 

It  was  going  to  be  a  long  spin — all  down  the  pen  insula,  AVe  were  going  to  visit  the  cherry  trees  and  see 
whether  the  cherries  were  ripe  as  they  should  be,  and  the  plum  trees,  and  observe  as  to  the  probabilities  of  the 
prune  market,  and  vineyards,  and  see  what  we  thought  about  the  raisin  crop  for  this  year. 

"I  need  a  veil,"  said  the  woman  I  know,  "this  one  4s  all  frazzled  out." 

"So  do  I."  said  I,  "this  one  is  such  a  slippy  thing." 

And  so  we  went  into  a  large  shop  to  look  for  veils.  We  found  the  veils,  and  Ave  found  a  girl  behind  the 
counter  selling  them. 

"We  are  in  a  great  hurry,"  said  the  woman  I  know,  "and  I  want  a  blue  veil,  as  near  the  color  of  this 
coat  as  you  can  make  it.  And  my  friend  wants  a  blue  veil,  too — the  color  of  her  coat.  AVe  want  them  big, 
and  pretty,  and  not  too  slippy,  and  not  too  dear — and  we  want  them  quick." 

"Yes.  madam,"  said  the  girl  behind  the  counter. 

And  she  found  the  veils — the  blue  one  of  exactly  the  right  shade  for  my  friend,  the  woman  I  know,  and 
the  blue  one  of  quite  a  different  shade  for  me — and  neither  of  the  veils  were  either  too  slippy  or  too  skimp}7' 
— or  too  dear. 

They  were  just  exactly  what  we  wanted — just  exactly  when  we  wanted  them — and  the  girl  came  out 
from  behind  the  counter  and  pinned  them  on  our  hats,  and  tied  them  in  the  most  enchanting  bows  under  our 
right  ears.  She  smiled  all  the  time  and  was  so  quick  and  so  deft,  and  so  intelligent,  and  so  courteous — that 
every  time  I  looked  at  her  I  wanted  to  gasp. 

When  we  left  the  counter,  I  started  for  the  door.     The  woman  I  know  took  my  arm. 

"Wait  a  minute,"  she  said.     "Where's  the  floor- walker?" 

We  found  the  floor-walker  and  my  heart  fairly  stopped  when  the  woman  I  know  stopped  the  floor- 
walker and  began: 

"The  girl  at  the  veil  counter,"  she  said. 

Could  it  be,  I  thought,  that  the  girl  had  forgotten  to  say,  "Madam"?  Some  people  are  so  fussy  about 
such  things;  was  it  possible  that  my  friend — ?  It  was  not  possible.  The  woman  I  know  is  not  that  sort  of 
woman — she's  this  sort: 

"The  girl  at  the  veil  counter,"  said  the  woman  I  know.  T  never  saw  her  before — but  I've  stopped  to  tell 
you  that  she  is  the  most  cfiicient  clerk  I  ever  saw  anywhere  in  my  life.  She  is  quick,  clever,  good-humored, 
and  extremely  courteous." 

The   floor- walker   stared — he   was   greatly   embarrassed. 

"I'm  glad  to  hear  it,  madam,"  he  said,  "but — what  can  I  do  for  you?    Er-r — " 

"Why,  nothing,"  said  the  woman  I  know.  "I  just  wanted  to  tell  you  about  that  girl.  If  she  had  been 
cross  or  indifferent  or  stupid  I  should  have  told  you.     Why  not  tell  you  the  other  thing?" 

A  great  light  broke  upon  the  floor-walker.     He   smiled,  and  his  eyes  shone. 

"Madam,"  said  the  floor-walker,  "I  thank  you.    I " 

But  we  were  off — for  we  were  in  a  hurry. 

I'm  glad  we  went  in  after  the  veils,  the  woman  I  know  and  I.  She  taught  me  a  lesson.  I'm  going  to  re- 
member it  as  long  as  I  live,  and  the  next  time  any  one  shows  me  particular  courtesy  or  particular  good  humor, 
or  particular  intelligence,  I'm  going  to  make  it  my  business  to  speak  of  it — and  to  speak  of  it,  where  it  will  do 
the  most  good.  ( 

I'm  sorry  for  the  Little  Boy,  and  the  trouble-he  has  when  he  "misses"  one  of  those  outrageous  words  in 
his  little  blue-backed  spelling  book. 

I  wish  Teacher  had  been  with  me  that  day  in  the  shop.  Perhaps  she  might  have  learned  something,  too 
— something  that  is  not  clever  enough  to  get  into  the  lesson  books. 
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Rapid  Expansion  of  Ottawa's  Dry  Goods  Stores 

'Royal  Occupant  of  Governor's  Chair  Has  Widespread  Influence 
on  Demand  for  High-class  Merchandise  —  Huge  Seven-Storey 
Building  of  A.  E.  Rea — French  Model  Room — Elevator  for  Horse 
and  Wagon — Broad  Staircases  for  Display. 

By  a  staff  correspondent. 


OTTAWA,  July  13.— Few  cities  in 
Canada — perhaps  none  in  the 
East — show  evidences  of  such 
rapid  development,  either  immediate  or 
prospective,  as  is  the  case  with  several 
of  Ottawa's  dry  goods  stores.  The  new 
A.  E.  Rea  store,  in  its  strategic  position 
opposite  the  Chateau  Laurier,  is  a  mas- 
sive and  handsome  structure  of  seven 
storeys,  and  at  least  two  others  are  con- 
sidering large  expansions  in  the  near 
future.  Half  a  dozen  or  more  are  most 
creditable  business  centers  for  the  Capi- 
tal City,  showing  developments  along 
departmental  and  high-class  merchandise 
lines  that  are  surprising  even  in  a  city 
of  over  100.000  inhabitants.  But  Otta- 
wa, more  and  more,  is  gaining  prestige 
— and  temporary  population — as  a  social 
center,  due  more  recently  to  the  presence 
of  a  Royal  occupant  in  Rideau  Hall.  A 
drawing  room  or  state  ball  standing 
on  the  pinnacle  of  social  functions  in 
this  city  is  bound  to  establish  a  much 
higher  standard  for  dress  far  beyond 
the  ranks  of  those  immediately  touched 
b}  the  crested  invitations. 

There  is  one 
other  element  in 
Ottawa  merchan- 
dising that  is  not 
so  favorable  to 
profits,  and  that 
is  the  intense 
hunger  for 
credit.  This,  it 
may  be  agreed,  is 
a  symptom  of 
the  Civil  Ser- 
vice everywhere. 
Some  slight  poli- 
tical influence, 
or  a  social  stand- 
ing based  on 
office  employ- 
ment,  is  often 
made  the  basis 
for  a  practical 
demand  for  run- 
ning an  account, 
and  an  assump- 
tion of  a  certain 
privilege  extend- 
ed to  the  mer- 
chant in  making 
purchases  in  his 
store.  This  atti- 
tude, it  is  not 
necessary    to   re- 


mark, is  not  appreciated  by  the  mer- 
chant to  the  extent  that  was  expected. 

A  sharp  watch  on  all  credits  is  kept, 
and,  although  the  system  is  more  ex- 
tensive than  it  is  generally  nowadays  in 
the  dry  goods  business,  the  losses  re- 
ported due  to  it  are  extremely  small. 
It  usually  is  made  a  rule  of  each  store 
that  no  clerk  shall  make  a  charge  for 
any  old  customer  without  referring  it 
first  to  the  head  of  the  department,  and 
no  new  account  can  be  taken  without 
the  permission  of  some  member  of  the 
firm.  Monthly  accounts  are  sent  in,  and 
frequently  if  a  bill  exceeds  a  certain 
amount  further  credit  is  cut  off  until  it 
is  brought  down  to  a  reasonable  figure. 

In  this  article  only  a  brief  mention 
will  be  made  of  one  or  two  points  in  the 
new  Rea  store,  as  the  work  of  the  build- 
ers is  not  yet  complete.  The  extension, 
which  doubled  the  floor  area  and  added 
several  storeys  to  the  height,  was  car- 
ried on  without  any  interruption  of  busi- 
ness. The  policy  of  the  store  may  be 
said  to  be  similar  to  that  of  the  two  de- 
nartmentals  in   Toronto  to  cater  to  the 


The  new  Kea  store  at  Ottawa. 
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most    exclusive    as    well    as    a    general 
trade. 

For  instance,  there  are  now  being 
fitted  up  with  dainty  decorations  a  tea- 
room that  is  likely  to  become  a  fashion- 
able meeting  place  under  soft  orchestral 
strains,  and  a  dining-room,  where  Mr. 
Brownhill,  the  superintendent,  assured 
The  Review  twenty  courses  could  be 
served.  A  large  refrigerator  room  for 
meats,  butter  and  cheese  is  an  attractive 
accessory. 

A  French  model  room,  richly  decorated 
with  handsome  cabinets,  is  the  pride  of 
the  ready-to-wear  department.  Mani- 
curists and  hairdressers  have  their  spe- 
cial rooms  allotted  them. 

Everywhere  there  are  spacious  quar- 
ters, handsome  equipment  and  attractive 
stock.  Some  special  arrangements  are 
worthy  of  notice  in  this  introductory 
article.  The  grocery  department  will  be 
located  on  the  fourth  floor,  and  as  there 
are  a  great  number  'of  heavy  packages, 
these  will  be  conveyed  by  a  special  chute 
to  the  basement  and  carried  to  the  ship- 
ping-room  on   endless  belts. 

A  huge  freight 
elevator  is  an  in- 
teresting feature, 
for  horse,  with 
cart  and  all,  can 
travel  up.  unload 
its  goods  on  the 
floor  for  which 
they  are  intend- 
ed, descend,  and 
start  out  again 
upon  the  streets. 
The  general 
equipment  of  the 
store  is  m  o«  t 
complete  —  even 
to  a  transform- 
ing station  where 
a  voltage  o  f 
2.200  is  stepped 
down. 

One  of  the 
most  admirable 
features  of  the 
store,  and  one 
that  strikes  thje 
eye  on  entrance. 
are  unusually 
b  r  o  a  d  marble 
staircases  lead- 
ing from  one 
floor  to  the  other. 
(Continued  on  page  8.) 


An   interior  view  of  Paton   store,  showing  on  right  part  of  men's    furnishings    department,    and    on    upper    left-hand 

side  Mr.   1'a.ton's  glass-inclosed   office.     Note   rounded  show-case    with    display    of    neckwear,    goods    draped 

on   top,  and    bust   forms   in    ready-to-wear   department. 


New  Dress  for  Prince  Edward  Island  Store 

Improved  Equipment,  Re-modeling  and  Decorating  Transform 
James  Paton  &  Co.'s  Big  Store  in  Charlottetown — Display  Facili- 
ties on  Ledges  —  New  Lighting,  Internal  Telephone  and  Cash 
Carrier  Systems. 


CHARLOTTETOWN,  P.E.I.,  July 
10 — (Special). — A  recent  fire  in 
the  dry  goods  store  of  James 
Paton  &  Co.,  was  a  blessing  in  disguise. 
Jt  probably  hastened  a  re-modeling  of 
this  enterprising  establishment  until 
now  it  stands  a  credit  to  any  center  in 
the  Maritime  Provinces.  Some  idea  of 
the  bright  character  of  the  store  under 
the  transforming  influence  of  a  complete 
renovation  and  the  installment  of  new 
equipment  may  be  secured  from  the 
views  that  accompany  this  article.  "Big, 
Bright  and  Beautiful, ' '  were  the  descrip- 
tive terms  used  by  a  P.E.I,  paper  in  ref- 
erence to  the  store  and  the  illustrations 
bear  this  out  to  the  letter. 

Displays  Above  the  Shelving. 

The  whole  interior  downstairs  has  been 
finished  in  white,  with  beaver  board  used 
for  the  walls  and  ceilings.  The  shelving 
has  been  changed,  four  tiers  replacing 
the  six  in  the  old  store,  enabling  the 
clerks  to  reach  the  upper  goods  without 
the  use  of  a  step  ladder.  Each  shelf  is 
a  foot  high  as  before,  but  the  depth  has 
been  doubled  to  24  inches.  The  result 
of  the  two  changes  is  that  additional 
space  is  provided  to  enable  goods  to 
tt  displayed  on  the  ledges,  a  practice  in 


accord  with  the  most  up-to-date  systems 
of  display. 

Clear  Space  in  Center. 

Another  great  improvement  in  the 
general  appearance  of  the  store  has  been 
secured  by  the  removal  to  the  side  of 
the  store  of  a  central  staircase  that  ob- 
structed the  view.  This  also  gives  135 
square  feet  of  additional  space  down- 
stairs, and  on  the  second  floor  allows  of 
a  re-arrangement  of  the  offices  by  which 
the  bookkeeper's,  cashier's  and  adver- 
tising quarters  are  all  in  line. 

Internal  Telephone  System. 

A  new  system  of  electric  lighting  has 
also  been  installed,  and  another  improve- 
ment worthy  of  special  mention  is  the 
installation  of  the  intercommunicating 
telephone  system,  whereby  all  depart- 
ments can  communicate  with  each  other,- 
and  can  be  connected  any  time  with  the 
regular  line. 

Cash  Carriers. 

One  of  the  most  notable  features  of 
the  new  equipment  in  the  store  is  the 
installation  of  cash  carriers.  These  are 
of  the  most  modern  make.  The  car  is 
propelled  by  opening  the  wires  between 
the  wheel  and  the  ear,  all  rubbers,  cords 


and  springs  used  in  the  old  style  carriers 
being  discarded.  This  system  is  install- 
ed hoth  downstairs  and  upstairs,  and 
there  are  seven  stations.  The  longest 
line  is  ninety  feet.  All  the  cars,  of 
course,  are  sent  to  the  cashier's  desk 
where  the  change  is  made  and  returned 
to  the  customer.  In  a  few  seconds  from 
any  part  of  the  store  the  cash  can  be 
carried,  and  as  quickly  returned.  There 
are  new  curve  lines  and  one  bridge 
vvhich  carries  the  system  over  the  parti- 
tion without  going  through.  There  is  a 
very  ingenious  contrivance  upstairs  by 
which  the  cars  are  carried  down  through 
a  chute  into  the  cashier's  cage. 

All  over  the  store  the  various  depart- 
ments have  been  re-arranged  and  often 
enlarged  and  a  most  creditable  establish- 
ment is  the  result. 


THE  WARD  ESTATE 

The  estate  of  the  late  A.  Montgom- 
ery Ward — largely  comprised  of  stock 
in  Montgomery  Ward  &  Co. — has  been 
appraised  at  $6,432,334  upon  which  the 
State  of  Illinois  collects  an  inheritance 
tax  of  $241,540. 


DRY    GOODS     REVIEW 


Showing    part    <>f    dress    goods,    ladies'  gloves    and    hosiery    departments    of   Paton    store.      Note    reduction    in    number 
of  shelves  from  six   to  four,  with  width   doubled   to   24   inches,   allowing  drapes   of  dress   goods   to   be   set   up   on 

ledges,   an    excellent   arrangement. 


Advances  Made  in  Early  Closing 

Not  Only  Are  Merchants  in  the  Larger  Centres 
Tending  This  Way  But  Also  Those  in  Smaller 
Places — Working  Hours  Being  Cut  Down  to 
Permit  of  Some  Recreation. 


LIKE  the  wave  in  favor  of  a  half 
holiday  every  week  that  has  been 
advancing  so  rapidly  during  the 
past  few  years,  there  is  also  a  rapid 
development  towards  earlier  closing. 
Many  of  the  merchants  in  the  larger 
centres,  and  in  the  main  streets  parti- 
cularly, have,  of  course,  been  cutting 
down  working  hours  during  recent  years, 
but  of  late  we  see  a  popular  note  in  its 
favor  from  the  trade  in  the  smaller 
places. 

From  the  following  list  of  Ontario 
towns  will  be  seen  the  trend  of  the  times 
in  this  regard : 

ALEXANDRIA.— Close  at  8  p.m.  five 
rights,  except  June,  July  and  August, 
when  they  close  at  6.30. 

AMHERSTBURG.— Close  every  night 
at  6  o'clock,  except  Saturday. 

ALLISTON.— At  6  p.m.  Monday, 
Wednesday  and   Friday. 

ALVINSTON.— At  6  p.m.  three  nights 
a  week. 

ATWOOD.— At  6  p.m.  on  Monday, 
Wednesday  and  Friday. 

BANCROFT— At  6  o'clock  Monday, 
Wednesday  and  Friday. 

BEAVERTON.— At  6  p.m.,  except 
Wednesday  and  Saturday. 


BRIGDEN.— Close  at  six  o  'clock  every 
night,  except  Saturday. 

BRIDGEBURG.— At  7  p.m.,  with  the 
usual   exceptions. 

CALLENDER.— At  6  p.m.  Monday, 
Wednesday   and   Friday. 

CARLETON  PLACE.  —  Most  mer- 
chants close  at  6  p.m.  Monday,  Wednes- 
day and  Friday. 

CARDINAL.— At  7  p.m.  three  nights 
a  week. 

CHESTERVILLE.— At  6  p.m.  Mon- 
day, Wednesday  and  Friday,  and  at  8 
p.m.    Tuesday    and    Thursday. 

CAYUGA.— At  6  p.m.  except  Wednes- 
day and  Saturday. 

DORCHESTER.— All  stores  close  one 
night  a  week  at  seven  o'clock. 

DRESDEN.— At  6  p.m.  Monday,  Wed- 
nesday and  Friday. 

ERIN  (Wellington  City).  —  Close 
Tuesday  and  Friday  at  seven  o'clock 
year  round,  with  usual  exceptions. 

ELK  LAKE. — Close  at  six  o'clock 
Wednesdays  and  Fridays  from  June  to 
October. 

ELMVALE.— At  6  p.m.  Monday.  Wed- 
nesday   and    Fridav. 

FORDWTCH. — Close    early    Mondays. 
Wednesdays    and    Fridays. 
8 


FINGAL— At  7  o'clock  on  Tuesday 
and  Friday  from  June  16  to  August. 

FINCH.— At  7  p.m.,  except  Wednes- 
day and   Saturday. 

GRIMSBY.— Close  at  6  p.m.  every 
day,  except  Saturday  and  days  before 
holidays. 

GRAND  VALLEY.— Close  at  six 
o'clock,  except  Wednesday  and  Satur- 
day. 

HUMBER  STONE.  —  Close  at  6.30 
p.m.,  except  Saturdays  and  nights  before 
holidays. 

HAWKESBURY.— At  seven  o'clock 
Tuesdays  and  Fridays  the  year  round. 

JARVIS.— Close  at  6.30,  except  Wed- 
nesdays   and    Saturdays. 

KINCARDINE.— Close  at  6.30  during 
summer  months. 

LANCASTER.— Close  at  7  p.m.  Tues- 
days and  Fridays. 

■ @ 


OTTAWA'S  DRY  GOODS  STORES. 
(Continued  from  page  6.) 
Wide  as  these  arc.  they  have  proved  un- 
equal for  the  crowds  of  a  Saturday  af- 
ternoon. One  of  their  great  advan- 
tages— and  one  the  heads  of  adjoining 
departments  put  to  excellent  use — is  the 
display  space  thus  available,  and  dozens 
or  show  cases  are  located  along  the  wall 
and  sides  of  these  staircases. 

The  Rea  building  is  distinguished  by 
a  huge  electric-lighted  "R"  above  on 
the  roof,  while  the  daily  papers  contain 
full-page  advertisements  with  a  border 
of  R's. 
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Protecting  the  Public 


This,  in  volume  probably,  is  a  small  affair  com- 
pared with  the  evil  of  compelling  merchants  to  eon- 
minated.  There  may  be  some  doubt  as  to  whether 
some  of  these  are  objectionable ;  whether  they  involve 
actual  loss;  whether  the  discrimination  or  toll,  as  the 
case  may  be,  is  justified  on  a  commercial  or  a  philan- 
thropic basis,  with  the  movement  towards  a  more  system- 
atic conduct  of  retail  business,  however,  there  is  a  grow- 
ing tendency  to  get  every  transaction  down  to  a  pure  com- 
mercial basis. 

As  to  the  custom  of  allowing  a  ten  per  cent,  discount 
to  clergymen,  dressmakers,  nurses  and  one  or  two  other 
classes  of  customers,  there  has  been  for  years  strong  op- 
position among  the  majority  on  principle,  and  attempts 
have  been  made — and  often,  have  succeeded — to  reach 
an  understanding  for  the  separate  villages,  towns  and 
cities.  In  Peterborough,  where  there  was  only  a  partial 
carrying  out  of  the  custom,  an  agreement  has  been  arrived 
at  that  will  put  an  end  to  what  the  majority  regarded  as 
a  grievance.  A  special  correspondent  of  The  Review 
deals  with  the  case  thus: 

At  a  general  meeting  of  the  Association,  the  follow- 
ing was  indorsed : — 

"That  owing  to  the  radical  conditions  in  all  lines  of 
discounts  by  manufacturers  and  wholesalers  affecting  the 
dry  goods  and  kindred  trades,  the  conditions  that  made  it 
possible  in  former  years  to  give  certain  persons  and  those 
engaged  in  certain  occupations,  a  discount  on  their  pur- 
chases, have  so  changed  that  it  becomes  necessary  to  dis- 
continue for  the  future  these  discounts.  On  and  after 
July  1  all  such  discounts  will  be  discontinued  by  the 
Peterborough   merchants. ' ' 

Since  the  above  resolution  was  carried  the  Secretary, 
N.  C.  Cameron,  personally  interviewed  each  merchant  and 
made  it  unanimous.  The  greatest  discounts  were  being 
given  by  the  dry  goods  merchants  to  nurses,  ministers, 
dressmakers  and  employees  from  other  stores.  The  dis- 
count was  10  per  cent.  Since  the  1st  of  July  all  these 
discounts  have  been  discontinued  and  it  is  estimated  that 
the  merchants  will  save  at  least  $6,000  per  year  on  it 
alone. 

Secretary  Cameron  is  still  after  the  transients  who 
sell  on  the  market  and  in  the  city  without  the  proper 
licenses.  Recently  a  traveling  jeweler  arrived  there,  and 
after  announcing  from  a  wagon  on  the  streets  the  bar- 
gains he  had,  located  on  the  market.  Mr.  Cameron  got 
after  him  and  he  was  arrested. 


'  I  *  HIS,    in    volume    probably,    is    a    small    affair    com- 

pared  with  the  evil  of  compelling  merchants  to  con- 
tribute to  programs  for  churches  and  other  institu- 
tions either  on  the  ground  of  philanthropy  or  an  alleged 
benefit  to  be  gained.  Reference  has  been  made  to  at- 
tempts in  Manitoba  and  British  Columbia  to  organize 
merchants  locally  to  stand  out  against  this  form  of  ille- 
gitimate toll.  The  Review  is  in  possession  of  information 
from  a  town  in  the  Southern  States  where  the  local 
Retail  Merchants'  Association  has  proved  an  effectual 
"retreat"  for  the  harassed  merchant.  Does  a  canvasser 
for  an  ad.  for  a  church  concert  program  solicit  a  con- 
tribution, thus:  "so  many  of  our  people  deal  with  you, 

Mr. ■ ,  and  they  will  expect  you  to  help"?    "If  I 

did,  I'd  be  fined  by  our  Retail  Merchants'  Association." 

Does   a  few   of  young  girls   sweep   down   upon   your 

office   witli   a  "Oh  Mr. ,  we're  going  to   hold   a 

bazaar,  and  we  know  yon '11  take  some  tickets."  "Sorry, 
but  it's  against  the  rules  of  the  Retail  Merchants'  Asso- 
ciation to  which  I  belong. ' ' 

Or  does  a   third   come   along,   with,   "Good-day,   Mr. 

,  we're  getting  up  a  celebration  for  Labor  Day, 

and  you're  down  on  our  list  to  get  a  contribution  from. 
We're  calling  on  all  the  leading  merchants.  It'll  bring 
big  crowds  to  town,  you  know." 

And  once  again  they  say,  sorrowfully  ( ?) — "It's 
against  our  R.M.A.  rules,  boys." 

There  is  a  certain  leeway  allowed,  not  however  for 
the  individual.  The  local  association  may  give  a  grant 
as  a  body,  or  any  member  may  choose  to  do  so,  but  the  gift 
must  pass  through  the  association  and  the  individual's 
name  does  not  appear  in  the  transaction  at  all,  with  the 
result  that  the  treasurer  is  not  working  overtime  register- 
ing anonymous  contributions.  Violation  of  these  rules 
involves  a  fine. 

This  plan  is  the  most  practical  that  we  have  heard  of 
for  saving  the  retailer  from  an  iniquitous,  and  often 
thinly  veiled  scheme  of  pillage. 

® 


AN  ERA  OF  CO-OPERATION 

*T*  HERE  is  still  great  room  for  further  interest  in  asso- 
-*-  ciation  work  on  the  part  of  the  retail  trade.  Every 
merchant  should  associate  himself  with  an  organization  en- 
deavoring to  place  the  retail  business  on  a  higher  plane. 
Many  writers  refer  to  the  present  age  "as  an  age  of  com- 
petition," but  they  could  go  further  and  refer  to  it  as 
an  "age  of  co-operative  competition.  Co-operation  is  the 
bond  that  holds  together  the  social,  religious  and  economic 
life  of  the  country.  It  enters  into  family  affairs,  religion, 
sport,  business  and  professional  life.  One  can  scarcely 
think  of  a  single  phase  of  the  activities  of  life  which  is 
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not  influenced  to  a  very  considerable  degree  by  the  prin- 
ciDle  of  co-oneration. 


ciple  of  co-operation. 


Co-operation  is  practical,  logical,  workable  and  will  do 
for  the  retail  hardwaremen  of  Canada  what  it  has  done 
and  is  doing  for  thousands  of  other  men  in  other  lines  of 
business  and  what  it  is  doing  constantly  as  a  motive  power 
in  all  phases  of  life. 

Some  men  there  are  who  stand  out  like  giants  above 
their  fellows.  Such  sometimes  say:  "What  need  have  we 
for  co-operation — we  are  a  law  unto  ourselves — we  do  not 
ask  assistance  and  will  give  none."  This  is  only  half 
true.  Every  man  is  dependent  on  others  for  many  things, 
and  each  consequently  owes  to  his  fellows  all  he  can  give 
them  of  inspiration  and  service.  A  strong  organization  of 
merchants  would  be  merely  a  working  out  of  the  truth 
expressed  by  Kipling  in  his  wisdom-packed  poem: 
"Now  this  is  the  law  of  the  jungle,  as  old  and  as  true 
as  the  sky 

And  the  wolf  that  shall  keep  it  may  prosper,  but  the  wolf 
that  shall  break  it  must  die, 

As  the   creeper   that   circles   the   tree-trunk,   so   the  law 
runneth  forward  and  back, 

For  the  strength  of  the  pack  is  the  wolf,  and  the  strength 
of  the  wolf  is  the  pack." 
Not  dependence,  but  interdependence  is  the  gospel  we 
should   preach.     Not   merely   competition   but   "co-oper- 
ative competition"  is  the  life-spring  of  modern  business. 


A  MORE  INTELLIGENT  PUBLIC 

'T,WO  or  three  significant  things  have  been  published 
-*■  recently  by  writers  outside  retail  life  that  are 
worthy  the  attention  of  the  merchant  in  his  study 
of  his  customers,  the  public.  One  is  a  passage  from  the 
pen  of  that  popular  duet  of  novelists,  the  Williamsons,  in 
which  an  elaborate  description  is  given  of  the  varied 
scenes  presented  in  the  windows  of  one  of  New  York's 
big  stores.  It  is  quite  true  that  the  passage  represented 
the  impressions  of  a  girl  who  was  on  her  way  to  seek  em- 
ployment at  the  store,  but  it  was  served  up  for  general 
consumption,  and  implied  that  the  public  would  find  it  a 
natural  and  interesting  topic.  This  description,  carried 
to  the  length  it  was,  was  a  recognition  of  the.  distinct 
place  window  trims  have  come  to  occupy  particularly  in 
the  feminine  round  of  downtown  experience.  That  this 
is  so  is  not  new;  but  that  novelists  should  deem  a  de- 
tailed description  worth  a  place  in  their  book  where  inci- 
dent followed  incident  in  rapid,  interest-holding  succes- 
sion, is  a  distinct  triumph  for  the  place  window  display 
has  won  as  an  advertising  device. 

Another  sign  of  the  times  is  a  mid-summer  tale  of 
a  lady  who  bought  a  veil  in  a  store,  and  was  treated  so 
courteously  and  in  every  way  so  satisfactorily  by  the  girl 
clerk  that  she  went  out  of  her  way  to  commend  her  to 
the  floor-walker.  Whereat,  the  story  goes,  lie  was  taken 
aback ;  it  was  so  unusual !  This  little  story  in  the  vehicle 
selected  for  it  will  carry  its  moral  to  millions  of  shoppers. 

Gradually  the  merchant  will  find  he  is  dealing  with  a 
move  and  more  intelligent  public. 


® 

MARK  THESE  DATES  DOWN. 

TN  planning  relays  for   the    Summer    months    the   mer- 

chant,    wherever    posible,    should    arrange    to    let    his 

window   trimmer  and   ad.   man   attend   the  third   annual 

convention   of  the  Canadian    Window    Trimmers'   Associa- 


tion, in  Toronto,  on  August  11,  12  and  Li  next.  The  pro- 
gramme as  outlined  in  The  Review  in  last  issue  is  one 
that  carries  an  appeal  to  all  who  are  intersetcd  in  the  art 
of  display  in  retail  stores  and  are  working  to  build  up 
their  own  efficiency  and  the  receiving  power  of  the  store 
thereby.  Demonstrations  of  the  latest  drapes  by  Mr. 
Nowak, — a  household  name  in  Canada  and  the  United 
States  with  window  trimmers, — addresses  with  stereop- 
ticon  views  on  the  best  window  trims  on  the  continent; 
talks  on  advertising,  card  writing,  men's  furnishings, 
windows,  the  use  of  alabastine  for  background  effects,  are 
only  a  few  of  the  subjects  that  will  be  treated  by  a  band 
of  experts  in  each  line.  The  three  days  will  be  brimful  of 
instructive  demonstrations;  flashing  with  ideas  enough  to 
keep  your  display  man  going  for  the  next  twelve  months. 


WHEN  MONEY  IS  VALUABLE 

"\^7"HAT  is  Money?  In  the  ordinary  sense  it  is  a 
standard  of  value  which  can  be  transferred  to  dis- 
charge an  obligation.  The  value  of  money  and  its  service 
is  defined  by  the  number  of  times  it  is  put  to  use.  A  dollar 
which  lies  in  the  pocket  or  in  the  bank  for  a  month  is  a 
dollar  at  the  end  of  the  month.  If  that  same  dollar  is  put 
into  circulation  and  changes  hands  say  ten  times,  it  has 
discharged  ten  debts  and  on  the  face  of  it  would  seem  to 
represent  not  one  dollar  but  ten  dollars. 

Apply  this  theory  to  such  conditions  as  are  general  at 
the  present  time.  There  is  to  start,  a  development  in  the 
financial  market  which  proves  a  scare  more  or  less  to  the 
what  money  they  have  and  as  long  as  they  sit  tight  on  it, 
it  is  not  doing  the  work  it  might  do  in  settling  obligations. 
The  banks  hold  on  to  what  money  they  have;  loan  com- 
panies hold  to  their  assets ;  individuals  follow  the  example 
and  hang  on  to  what  they  have — and  the  first  thing  we 
know  there  is  hard  times. 

If  people  would  consider  that  every  time  a  dollar 
changes  hands  it  is  worth  a  dollar,  we  might  get  more 
money  into  circulation.  This  is  a  homely  theory  of  finance 
but  it  is  one  that  indicates  some  of  the  troubles  of  to-day. 


EDITORAL  NOTES 

ARE  Y.OU  GETTING  READY  for  your  Fall  Openings? 
ft        •         •. 

ARE  YOU  WORKING  OUT  the  principles  of  the  Truth 
Emblem  in  your  advertising  .' 

*  *         * 

THOSE  WESTERN  CROPS  are  still  coming  along  in  fine 

shape. 

»         *         » 

HOW  DO  YOUR  COSTS  of  doing  business  compare  with 
those  given  in  the  Fall  Special? 

*  •         • 

TAKE  CARE  IN  HURRYING  around  after  wealth,  that 
you  do  not  soon  have  to  worry  around  after  health". 

»         *         • 
WATCH  FOR  THE  KNIT  GOODS  Special  oat  on  Aug- 
ust 5,  with  late  Fall  novelties  and  the  new  lines  for  Win- 
ter and  the  Spring  of  1915. 

*  •         • 

THAT  HOSIERY  SALE  record  of  over  1,500  pair,  much 
of  it  due  to  a  window  display,  as  described  in  the  Display 
and  Store  Equipment  Department  contains  a  lesson  of  the 
values  of  the  window  and  the  practice  of  specializing  for 
a  good  many  Canadian  merchants. 
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We  want  to  rshow  YOU 
how  we  fill  orders 

Now,  above  all  times,  it  is  important  that  you 
should  get  what  you  ask  for  AT  ONCE. 
We  have  the  facilities  to  give  you  good  service, 
and  the  fact  that  we  number  among  our  friends 
the  most  successful  merchants  in  Canada  is  an 
evidence  of  the  fact  that  we  deliver  the  goods. 
Try  us. 


Here  are  a  few  lines  that  are  sell- 
ing exceptionally  well  just  now: 


Butterfly  belts  at  $2.25,  $3.75,  $4.50  and  $8.00  doz. 

The  new  high -standing  organdie  collars,  both  plain 
and  hemstitched,  at  $2.25  doz. 

Bibs  in  silk  and  cotton  at  from  37  %c  doz.  up. 

T549X  Col'd  underskirts  at  $9.00  doz. 

T562  Col'd  poplin  underskirts  at  $15.00  doz. 

Men's  negligee  skirts. 

Men's  and  ladies'  silk  and  lisle  hosiery. 


The  W.  R.  Brock  Company  (Limited) 

MONTREAL 


Barbaric  Effects  Continue  Craze  in  Beads 

Odd  Shapes  in  Vari-Colored  Combinations — Black  and  White 
Have  Lead  However — Braid  Expected  to  be  Good — Novelties  in 
Buttons — Belts  and  Fancy  Girdles. 


THE  between-seasons'  period  is  the 
time   when  the  head  of  the  firm 
finds  the  time  that  is  needed  and 
the  other  opportunities  to  examine  more 
closely   into    the   workings   of   different 
departments  with  the  object  in  view  of 
increasing  business  on  the  one  hand  and 
stopping  leaks  on  the  other.     There  are 
many   splendidly   run   depart- 
ments, but  it  is  a  bad  idea  to 
entertain  the  impression   that 
they    are    perfect,    and    that 
there  is  no  room  for  any  bet- 
terment.    For  this  idea  itself 
is  the  root  of  a  stepping  back- 
ward.    A  department  that  has 
no   faults   and   no  point  from 
which  an  advance  can  be  made 
is  already  on  the  down-grade, 
for,  like  the  store  itself,  when 
progress  ceases  the  process  of 
reaction  begins. 

Take  just  one  of  the  most 
used  necessary  articles;  pins, 
for  instance.  Though  all 
stores  carry  a  stock  of  pins, 
how  many,  I  wonder,  put  in  a 
fully  representative  stock,  and 
have  a  reliable  line  of  the 
many  kinds  women  use?  One 
would  think  there  must  be 
scant  attention  paid  to  this 
point,  because  pins  are  con- 
stantly asked  for  in  the  mail 
order  departments.  Women 
want  varied  sizes  and  varied 
qualities  in  pins.  Some  must  be 
letiu',  some  medium,  ami  some  short. 
Some  are  for  rough,  general  use, 
and  point  and  quality  are  not  essen- 
tial; others  must  be  fine  and  smooth 
so  as  to  separate  the  threads  of  the  ma- 
terial easily  and  leave  no  pin-holes  when 
lli\  are  withdrawn.  Then  there  are 
dress  pins  wanted  with  round  glass 
heads  in  many  sizes,  from  the  big  lace 
pin  to  the  pin  small  enough  to  fasten  the 
collar  or  the  back  of  the  yoke.  These 
pins  are  put  up  in  cubes  and   cartons. 


books  and  cards,  and  in  other  forms  that 
are  attractive.  The  heads  themselves 
come  in  black  and  in  white  and  in  many 
colors.  Some  are  pearl-headed  and  others 
have  amber  or  turquoise  heads.  Then 
there  are  safety  pins,  big  and  little,  long 
and  short,  and  hatpins  that  come  mount- 
ed  on   cards,  and   also  by  the  separate 

NOVELTY  NECKLET  FOE  FALL. 


1 


From  left  to  right:  Platinum  chain  with  plaque  and  drop 
of  French  pearl.  Necklet  and  drop  of  jade  green  and  jet 
beads,  slide  of  jet.  Necklet  of  cut  jet  beads  and  drop  of 
the  same.  Necklet  of  small  jade  green  beads  and  large  ones 
of  clouded  amber.     Shown  by  Thompson  Lace  &  Veiling  Co. 


|i;n  shown  on  a  cushion,  so  that  the  cus- 
tomer can  make  her  selection. 

Pins  come  in  the  list  of  "must  haves," 
and,  therefore,  nothing  in  the  line  of 
pins  should  be  omitted  from  your  stock. 
Advertise  that  you  stock  everything  in 
the  line  of  pins,  and  display  them  so 
prominently  that  the  women  oF  your 
home  town  will  have  no  excuse  for  send- 
ing away  for  the  pins  they  use.  Pins 
may  seem  a  small  item,  but  they  pay  a 
good  profit,  and   the  store  that  properly 


handles  its  pin  stock  is  bound  to  make 
monej7  out  of  it.  Another  important 
point  is  that  the  woman  who  buys  pins 
from  you  seldom  comes  for  pins  alone. 
She  will  come  to  you  because  you  can 
supply  her  with  a  cheap  make  of  pins, 
or  one  suitable  for  fine  fabrics,  and  be- 
cause you  have  the  small  article  she  will 

supply   the   larger  needs   also 

in  your  store. 

Hopes  for  Braids. 

Novelties  for  the  Fall  sea- 
son are  coming  somewhat 
slowly  to  hand.  Fashion  is 
presenting  such  varied  sides 
that  buyers  are  waiting  for 
clearer  indications  in  many 
lines.  This  applies  more  par- 
ticularly to  trimmings.  The 
revival  of  more  tailored  styles 
and  the  increasing  vogue  of 
smooth  face  cloths  is  raising 
the  hopes  of  the  braid  manu- 
facturers. Binding  braids  are 
used  as  a  finish  to  both  tunics, 
coats  and  flounces,  and  it  is 
hoped  that  they  will  make  an 
impression.  The  new  braids 
are  exceptionally  soft  and 
pliable,  and  have  a  beautiful 
lustre.  Braid  girdles  are 
showing,  and  for  this  purpose 
moire  and  Roman  stripes  are 
new.  Hat-tail  braid  comes  in 
Roman  stripe,  and  frogs,  loops 
and  ornaments  are  showing  in 
black  or  in  black  with  this 
stripe  combination,  and  also  in  pure 
white  with  fringes  and  edges  of  fur. 

Fur  trimmings  in  the  form  of  both 
narrow  and  wide  bands  are  so  much 
spoken  of  that  their  vogue  is  certain. 
From  Paris  comes  the  news  that  fur  is 
being  used  extensively  for  banding 
flounces  of  lace  and  tulle.  Paris  still 
favors  fancy  furs,  natural  lynx  and 
monkey  being  two  furs  that  are  strongly 
indicated. 
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De  Long 
Hook  and  Eye 


See  that  .. 

hump? 

TRADE    MARK 
PEO  US   PAT  OFF. 


De  Long 
Press 
Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy  -Working 

Rust?  Never!!. 


De  Long 
Hook  and  Eye 


Tape 


LOOK 
FOR  THE^ 
TAGS. 


Hookand  Ete 


Bless  that 

Nub! 


IRiOt  MARK 
Rt6  U.S.PAT.OFP. 


In  stocking  Notions, 
dorit  forget  that 
"every  woman  can 
afford  the  best  in 
the  little  things  of 
dress" 

DeLong 
Manufactures 

—  standards  in, 
their  line  —  will 
make  your  notion 
counter  famous 
for  quality  and 
reliability. 

The  DeLong  Hook  andEye 
Company 

of  Canada,  Ltd. 
St.Marys,  Ontario 
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Barbaric  Patterns  in  Beads. 

The  trade  is  preparing  for  a  good 
Winter  in  inexpensive  jewelry.  The 
craze  that  started  this  for  bead  neck- 
lets is  not  to  be  allowed  to  die  out.  All 
manner  of  now  combinations  and  effects 
in  beads  are  showing  in  barbaric  pat- 
terns. Many  sizes  and  odd  shapes  of 
beads  in  varied  color  combinations  are 
showing  with  tassel  and  pendant  orna- 
ments of  all  kinds.  Some  are  Eastern; 
some  Greek  or  Egyptian,  and  many 
more  Chinese  in  feeling.  Large  flat 
disks  and  odd-shaped  medallions  of 
galalith  are  used,  as  well  as  hand- 
painted  pieces  of  wood.  Silk  cords, 
strings  of  leather,  tassels  and  odd- 
shaped  beads  of  pearl  and  amber,  jet 
and  jade,  coral  and  amethyst  are  all 
used. 

In  beads  as  in  all  jewelry  lines  black 
and  white  take  the  lead.  Combinations 
of  jet  and  rhinestones  and  jet  and  pearl 


are  decidedly  good.  Jet  is  also  combined 
with  jade  and  with  amber  and  amethyst. 
Very  long  drop  ear  rings  are  increas- 
ingly worn — many  of  them  being  fully 
o  inches  long. 

Belts  and  Fancy  Girdles. 

Belts  are  strong  for  present  selling, 
and  the  outlook  is  rosy  for  both  belts 
and  fancy  girdles,  as  all  styles  seem  to 
hinge  materially  on  the  presence  of  this 
accessory.  Vestee  belts,  plain  wide 
belts  of  patent  leather,  kid,  suede  or 
just  plain  oilcloth,  are  all  selling,  and 
there  are  many  wide  crush  ideas  with 
big  splashing  bow  at  the  back  or  front 
featured.  Girdles  laid  in  folds  and  com- 
ing well  down  over  the  hips,  with  ends 
that  tie  either  at  the  side,  front  or  back, 
are  the  latest  idea.  Very  wide  shirred 
girdles  coming  from  the  bust  line  and 
well  over  the  hips  and  defining  the  figure 
are  amonsr  the  new  ideas.     These  girdles 


come  in  all  manner  of  plain  and  novelty 
silks. 

Hair   Combs. 

Hair  combs,  pins  and  other  ornaments 
have  sold  well,  and  an  even  better  sea- 
son is  anticipated  in  the  coming  Fall,  as 
goods  of  this  description  always  enjoy  a 
bigger  sale  during  the  Fall  and  Winter 
months.  Among  the  new  ideas  may  be 
mentioned  the  high  back  comb  and  the 
bandeau  pin.  The  high  back  comls  come 
in  shaped  bar,  medallion,  lattic  e  and 
carved  effects,  and  are  set  with  rhine- 
stones or  with  mock  jewels. 

The  new  bandeau  pins  are  to  be  worn 
in  front  to  keep  the  bandeau  in  place, 
and  come  in  the  form  of  a  shell  bandeau 
with  prongs  at  each  end  to  fasten  into 
the  hair.  Lines  of  stones  and  incised 
white  lines  form  the  ornamentation. 
Turban  and  tango  pins  are  showing  in 
variations  on  present  selling  ideas. 


Package  Goods  Find  Ready  Summer  Sale 

Made-Up  Garments  to  be  Finished  With  Embroidery — Stripes  the 

High-Class  Lines  in  Imitation  Ivory 


New  Feature  in  Fabric  Bags 


THOUGH  fabric  bags  have  taken 
the  place  of  leather  to  a  great  ex- 
tent there  are  plenty  of  uses  for 
the  latter  material.  The  newest  de- 
velopment comes  in  the  form  of  party 
cases,  dance  cases,  and  bags.  These 
cases  come  in  convenient  sizes  with 
handle  on  top  and  contain  toilet  neces- 
saries in  a  compact  and  convenient 
form.  The  cases  are  made  of  pin  seal, 
morocco  and  other  fine  leathers  in  all 
the  leading  colors  such  as  navy,  Copen- 
hagen, rose,  purple,  violet,  green  and 
brown.  The  linings  are  of  moire  or 
heavy  ribbed  silk  to  match  and  the  fit- 
tings vary  according  to  price. 

The  line  of  leather  goods  in  the  shape 
of  toilet,  manicure  and  brush  sets  are  ex- 
ceptionally  handsome  this  Fall.  The 
fittings  come  in  imitation  ivory,  ebonine, 
French  grey  and  sterling  silver. 

Fabric  bags  show  many  rich  novelties, 
among  the  newest  of  which  are  striped 
moires  in  two-color  effects  in  Roman  and 
hair-line  patterns.  These  are  extreme, 
I  mi  I  Pekin  stripes,  one  stripe  moire  and 
the  alternating  stripe  satin  or  cord  silk 
promises  lo  lie  very  much  in  favor.  The 
majority  of  the  bags  are  made  with  cov- 
ered frames  and  the  strap  or  ribbon 
forming  the  handle  is  often  decorated 
with  metal  slides.  Many  oval  bags  are 
shown,  but  the  pouch  and  the  pannier 
bags  lead,  and  the  tassel  finish  is  the 
rule,  though  some  of  the  new  imported 
bags  are  finished  with  a  flounce  of  the 
material.  Even  when  the  bags  are  of 
leather  the  skins  are  fine  and  soft  and 
the  draped  effect  is  followed  as  far  as 


the  nature  of  the  leather  will  allow. 
Great  attention  is  paid  to  the  catches 
and  there  are  quite  a  number  of  good 
ideas  in  safety  catches  shown.  As  wo- 
men have  to  trust  to  the  bag  for  the  safe 
carrying  of  both  money  and  valuables, 
these  devices  form  an  important  selling 
point. 

New  Lines  of  Imitation  Ivory. 
The  line  of  imitation  ivory  goods  is  a 
long  one  and  includes  many  beautiful 
new  effects.  High  grade  goods  are  hard- 
ly to  be  classed  as  imitation  though  the 
material  used  is,  in  the  narrow  sense, 
certainly  not  real  ivory.  When  this  ivory 
is  beautiful  in  line  and  is  decorated 
with  a  molded  applied  pattern  in  gold 
and  with  initials  to  match,  the  articles 
are  certainly  high  grade,  such  as  mili- 
tary hair,  tooth,  cloth  and  hat  brushes, 
trays,  perfume  bottles  and  holders.  There 
are  plush  lined  jewel  holders  and  bas- 
kets, talcum  boxe's,  also  glass  lined 
salve  and  cream  jars  as  well  as  a  com- 
plete line  of  manicure  articles.  Desk 
sets,  clocks  and  other  articles  are  also 
shown   in   ivory. 

There  is  the  usual  Summer  demand 
for  stamped  goods.  Package  goods,  be- 
cause  of  their  convenience,  sell  particu- 
larly well  at  the  present  time,  the  ar- 
ticles selected  being  of  a  kind  where  the 
effect  is  gained  without  the  expenditure 
of  much  time  or  labor.  Packages  con- 
taining a  stamped  waist  of  crepe  voile  in 
either  rose,  flesh,  Copenhagen  or  canary 
yellow  with  the  material  for  working  the 
same  are  included  among  the  best  sell- 
ers. Waists  of  fine  white  voile  or  lawn 
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stamped  in  artistic  and  not  over- elabor- 
ate patterns  and  showing  such  new  fea- 
tures as  the  Raglan  sleeve  and  the  vest 
and  high  flare  color  just  touched  with 
hand  embroidery  are  proving  to  be  just 
what  women  want.  The  material  is 
stamped  with  small  designs  which  do  not 
take  much  working  and  there  is  a  work- 
ing diagram  added  showing  how  to  make 
up  the  blouse  when  worked. 

Pink  and  Blue  Lingerie. 

Pink  and  blue  lingerie  has  received  its 
introduction  in  silken  materials  such  as 
crepe  de  chine,  etc.,  and  one  of  the  latest 
package  articles  placed  on  the  market 
features  chemises  and  slip-on  gowns  of 
silky  batiste  in  pink.  Pink  skein  silk  is 
provided  for  the  working.  The  working 
calls  for  the  use  of  satin  stitches  and 
French  knots,  and  the  package  is  com- 
plete save  for  the  ribbon  to  run  through 
the  eyelets  of  the  gown,  and  to  form  the 
shoulder  straps  of  the  chemise. 

Another  specialty  at  the  present  time 
consists  of  collars  made  of  organdie, 
pique  or  linen  either  simply  or  elaborate- 
ly embroidered.  Many  of  these  collars 
come  with  the  cuffs  to  match  forming 
sets. 

A  decided  novelty  is  shown  in  the 
crocheted  necklaces.  Bead  molds  are 
( rocheted  over,  and  a  chain  connects  the 
beads. 

Stamped  and  ready-made  dressing 
sacks  and  kimonos  and  children's  romp- 
ers intended  for  wear  when  something 
smarter  than  the  plain  chambry  romper 
is  needed  are  among  the  many  articles 
that  come  in  package  goods. 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


No  Lagging  in  Notion  Sales 

Volume  of  Business  Can  be  Kept  Up  Full  Year  Round 

— Special  Sales — Keeping  Track  of  Customers' 

Enquiries. 

By  a  Business  Woman. 


THERE  should  be  very  little  fluc- 
tuation of  trade  in  the  well  run 
notion  department,  for  the  bulk 
of  the  articles  in  stock  are  necessaries 
that  no  family  can  do  -without,  and  at 
the  same  time  prices  are  too  trifling  to 
tempt  the  housewife  into  economizing:. 
Therefore  the  notion  department  should 
be  little  affected  by  adverse  trade  con- 
ditions, and  it  should  be  a  comparatively 
easy  matter  to  keep  up  the  volume  of 
sales.  It  is  lack  of  service — that  is,  in- 
attention on  the  part  of  the  clerks — and 
not  having  goods  in  stock  when  asked 
for,  that  form  the  chief  drawbacks  to 
the  successful  running  of  this  depart- 
ment. 

A  want  book  or  card  is  a  necessity,  and 
it  should  be  located  so  that  it  is  acces- 


sible, and  its  use  should  be  strictly  en- 
forced. I  know  of  one  department  where 
a  card  is  hung  on  the  end  of  the  fix- 
tures, so  that  all  the  salespeople  have 
ready  access  to  it.  On  this  card  all 
articles  asked  for  and  not  in  stock  have 
to  be  written  down  over  the  name  of  the 
clerk.  In  addition,  a  report  is  made 
when  the  stock  of  any  article  is  getting 
low.  These  cards  go  to  the  head  of  the 
department  each  day,  and  form  a  most 
valuable  guide  to  buying.  Moreover,  no 
expense  is  incurred,  as  an  embroidery 
card  is  used  with  the  date  marked  on  it 
with  a  rubber  9tamp.  The  department 
that  installs  a  similar  system  and  follows 
it  out  consistently  is  never  "  just  out  " 
of  articles  that  are  needed  every  day. 
Besides,  it  has  the  novelties  in  notions 


as  soon  as  the  demand  becomes  general, 
for  it  knows  at  all  times  what  its  cus- 
tomers are  asking  for. 

Special  sales  should  be  planned  as  fre- 
quently as  possible,  as  they  create  in- 
terest in  the  department  and  also  in- 
crease both  the  turnover  and  the  profits. 
January  and  July  are  both  good  months 
for  holding  notion  sales.  It  is  between, 
seasons  then,  and  customers  are  not  in- 
terested in  the  usual  lines,  but  are  shop- 
ping about  and  picking  up  bargains. 
They  know,  too,  that  preparations  for 
Fall  will  soon  have  to  be  made,  and 
therefore  notions  and  dressmakers'  find- 
ings at  reduced  rates  make  a  special  ap- 
peal. 

Not  only  should  the  bargain  lines  be 
on  sale  in  the  notion  section,  but  tables 
or  bargain  squares  should  be  arranged 
in  different  parts  of  the  store.  The  giv- 
ing of  such  additional  space  is  always 
practised  in  the  large  departmental 
stores,  as  more  people  see  the  bargains 
offered  and  are  induced  to  buy.  Many 
stores  go  to  the  expense  of  erecting 
booths  for  these  special  sales,  and  it  is 
easy  to  get  manufacturers  to  furnish 
signs  and  circulars,  and  if  the  trade  of 
the  store  warrants  it,  special  demonstra- 
tors for  particular  articles. 


VASSAR    EMBROIDERY    HOOPS 

THE  ADJUSTABLE  "HOOP  OF  QUALITY" 

The  inner  hoop  is  fashioned  from  seasoned  maple,  lathe  turned  and 
highly  polished,  the  outer  is  made  of  highly  polished  rustproof  metal, 
fastened  with  a  strong  coiled  spring,  which  cannot  tear  the  fabric. 
That's  why  the  Vassar  is  the  only  hoop  that  will  instantly  adjust 
itself  to  any  thickness  of  fabric  and  hold  it  securely.  And  it's  a 
better  hoop  to  sell  for  ten  cents  than  most  others  at  any  price.  Made 
4,  5,  6,  7,  and  8  inches  in  diameter,  also  oval  3x6,  4x9,  and  6x  1 2. 

MILLIONS  OF  WOMEN  ARE  USING  THE  VASSAR 

ARE  YOU  SELLING  THEM?    YOU  CAN  TRY  THEM  AT  OUR  RISK 

BY  SAYING  THE  WORD 

TheTHOS.  P.TAYLOR  CO. 


IT  CANNOT  TEAR  THE 

FABRIC 

IT  CANNOT  SLIP 

IT  CANNOT  G 

OUT  OF 

ORDER 


MAKERS  OF  THE  VASSAR  HOOP 
SINCE  7890 

BRIDGEPORT,  CONN.,  U.S.A. 

487  Broadway,  New  York 

67  Chauncy  St., 

Boston,  Mass. 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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Big  Selling  of  Silk  Expected  in  Coming  Season 

Duchesses  and  Liberty  Satins  First  from  Fashion's  Standpoint — 
Taffetas  Selling  Freely  in  Black  and  in  Evening  Shades — Crepes 
Staple — The  Return  of  Borders  the  Latest  Novelty  Idea. 


PRICES  are  very  firm  and  the  usual 
seasonable  quiet  prevails  at  pres- 
ent, but  the  silk  section  of  the 
trade  is  well  satisfied  as  fair-sized  ad- 
vance orders  are  already  placed  and 
there  is  a  feeling  of  confidence  as  to 
the  position  of  silk  fabrics  for  the  com- 
ing season.  The  advance  predictions 
that  satins  would  be  leading  sellers  this 
Fall  is  receiving  ample  confirmation 
from  the  tendency  of  fashion  events. 

Duchesse  satin  is  being  used  for  the 
narrow  skirt  under  the  tunic  in  combi- 
nation with  serge  or  gabardine,  and 
black  satin  is  combined  with  lace  in  the 
fashioning  of  lingerie  dresses.  Next  to 
satins  ribbed  weaves  look  most  promis- 
ing, and  weaves  with  the  diagonal  rib 
such  as  peau  de  soie,  and  gros  de  Lon- 
clres,  as  well  as  failles  and  bengalines 
are  selling. 

Crepes  are  in  high  favor  and  promise 
to  enjoy  at  least  another  good  season. 
Crepe  de  chine  has  become  a  leading 
•staple  for  many  purposes  and  is  strong- 
ly entrenched  with  the  waist  and  the 
lingerie  manufacturers.  Georgette  crepe 
:and  other  crepe  weaves  are  also  strong 
sellers. 

Taffetas  for  Evening  Colors. 
Taffetas   have    been    the    leading    silk 
with    the   better   trade   all   through   the 
present    season,  and    the    demand    has 
been  greater  than  the  supply.       Orders 
have  been  placed  for  Fall  principally  for 
evening  colors  and  black  in  this  weave 
of  silk.     Knowing  as  they  do  that  the 
difficulty    experienced   in   re-introducing 
this  silk  was  due  to  th"e  very  cheap  load- 
ed qualities  produced  when  taffetas  were 
fashionable  before,  manufacturers  are  re- 
fusing to  make  the  cheaper  grades  for 
buyers.     This     means     that  the  taffetas 
selling  will  be  of  good  quality  and  will 
be  priced  accordingly. 

In  fancies,  warp  printed  taffetas  will 
be  very  much  in  favor  and  both  plain 
and  warp-printed  taffetas  will  be  wanted 
for  dancing  and  dressy  and  evening 
gowns. 


Roman  stripes  have  been  selling  all 
Summer  and  now  striped  patterns,  par- 
ticularly in  black  and  white,  are  coming 
into  vogue.  Moires  which  have  been  in 
such  demand  during  the  past  season  are 
again  showing  but  so  far  as  can  be  seen 
fancies  will  sell  better  than  the  plain 
fabric. 

The  newest  feature  is  the  showing  of 


bordered  fabrics  and  many  of  the  most 
prominent  weaves  in  silk  material  are 
now  shown  with  fancy  borders. 

In  silk  and  wool  materials  all  cord 
weaves  are  to  the  fore  and  buyers  are 
particularly  interested  in  bengalines  and 
poplins.  There  are  also  indications  that 
Henrietta  and  cashmere  weaves  will  sell 
to  the  better  trade. 


Pile  Fabrics  in  Good  Position 

Chiffon  Velvets  in  First  Place — Fancies  Come 
in  Stripes,  Mottled  and  Other  Effects — Plush 
Imitations  of  Furs  Have  Been  Freely  Ordered, 
and  Velveteens  and  Cords  Are  in  a  Good 
Position. 


PILE   fabrics  promise   well   for  the 
coming    season.       Mid-summer    is 
only  just  past  and  already  velvet 
hats  have  made  their  appearance.     Vel- 
vet and  plush     and     the  imitation  furs 
promise  to  be  big  items  in  the  millinery 
field.     Chiffon     velvets     will  lead,  and 
have  been  ordered  in  quantity  for  Fall 
and  where  chiffon  velvets  are  found  to 
be  too  expensive,  velveteens  have  taken 
their  place.        The      colors      selling   are 
black,  navy,      dark      brown,   and   laurel 
green.     These   are  the   staple   colors   to 
which  the  majority  of  buyers  are  adding 
novelty   shades   in   assortments   suitable 
to    the    tastes   and   ideas   of   their   cus- 
tomers.    Velvets  and  plushes  will  be  in 
great  demand  for     trimming     purposes, 
and  for  combining  with  other  materials 
as  the   combination   idea  is  being  very 
strongly    presented    in    the    styles   that 
promise   to   prevail    during   the   coming 
season. 

Among  the  novelty  effects  plaids  and 
Roman  stripes  are  strong,  and  the 
variety  and  the  color  combinations  are 
almost  limitless.  Mottled  effects  form  an- 
other attractive  novelty,  and  both  for 
trimmings  and  for  cloaks  and  suits 
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broad-tail,  pony  skin  and  other  imitation 
fur  effects  in  black  and  rich  coloring 
\\  ill  be  extensively  used. 

Cord  velvets,  velveteen  and  novelty 
{die  effects  in  cords  promise  well  for  the 
new  season.  Cord  effects  are  coming  in- 
to use  for  millinery  purposes  and  are 
likely  to  be  used  for  capes  and  cloaks 
as  the  fabric  will  drape  in  the  manner 
desired. 


THE   LATEST   COIFFURE. 

The  newest  tendency  in  hair  dressing, 
and  the  one  that  is  bound  to  be  the  most 
popular,  is  the  coiffure  a  la  Mme.  Pom- 
padour. Not  exactly  the  whole  coiffure, 
for  styles  never  go  back  entirely  to  the 
mode  of  a  certain  period,  but  the  front, 
the  graduated  pompadour,  will  be  worn 
just  as  it  was  originated  by  the  famous 
French  beauty.  This  requires  as  a  foun- 
dation a  light  frame,  over  which  the  hair 
is  built  up  in  a  gradual  slant.  Pompa- 
dours will  all  be  low  and  rather  flat. 
with  the  highest  part  of  the  coiffure  at 
the  crown,  which  entirely  changes  the 
contour  and  silhouette  of  the  head. 


Cotton  Crepes  Well  Represented  for  Spring  1915 

Cotton  Dress  Fabrics  Active — Price-cutting  Falls  Principally  on 
Narrow  Printed  Fabrics  —  Very  Little  Being  Done  in  Novelty 
Lines — Organdies,  Swisses  and  Voiles  for  Next  Spring. 


CLEARING  lines  are  going  well  in 
cotton  fabrics,  but  on  many  lines, 
particularly  in  narrower  widths 
and  in  printed  materials,  the  knife  has 
gone  deep.  Selling  seems  to  cover  a 
more  general  line  than  was  expected  a 
few  weeks  ago,  and  novelty  lines  such 
an  sheer  crepes,  both  plain  and  deco- 
rated with  ratine  and  nub  yarns,  rice 
cloths,  novelty  cords,  ratines  in  white  or 
in  solid  colors,  or  color  with  line  stripes 
are  all  in  demand,  and  no  price  conces- 
sion is  necessary  to  move  them.  Ratines 
are  selling  well  in  white  as  they  are 
widely  used  for  both  skirts  and  suits  as 
well  as  for  dresses.  Piques  sell  best  in 
the  narrower  wales.  Piques  are  used  for 
skirts  and  the  neckwear  houses  are 
making  wide  use  of  piques  for  collars, 
collar  and  cuffs  sets,  and  for  vests  and 
belts  and  as  before  stated  it  is  the  nor- 
row   wale  that  is  favored. 

In  printed  goods,  organdies,  crepes  and 
voiles  are  the  leaders.        In   white  ma- 


terials, lawns,  organdies,  piques,  and  ra- 
tines as  well  as  the  many  specialties  such 
as  leno  stripes,  cord  effects  and  bour- 
ette  stripes  and  ratine  yarn  effects  on 
sheer  grounds  are  all  popular. 

More  interest  is  being  shown  in  ging- 
hams particularly  fine  zephyrs.  Ging- 
hams are  fair  sellers  for  the  Fall  sea- 
son and  promise  to  be  in  a  better  posi- 
tion next  Spring. 

Crepes  Strong  for  Spring. 

Crepes  continue  to  lead  in  cotton 
dress  fabrics,  and  are  prominently  rep- 
resented in  the  new  lines  for  Spring, 
1915.  Crepes  have  sold  well  this  Sum- 
mer and  are  finishing  the  season  in  a 
leading  position.  Crepes  are  very  much 
in  the  limelight  in  the  leading  European 
markets,  and  therefore  are  regarded  as 
promising  sellers  for  the  coming  season. 
As  in  the  present  season  the  variety 
ranges  from  the  extremely  sheer  cloth  to 
crepes  of  medium  and   heavy   construc- 


tion, plain  crepes  and 
ed  with  patterns,  and 
yarns.     Printed  crepes 
all  grades  of  material 
grade  of  trade  at  the 
in   fabrics   that  range 
struction  to     crepes 
crepe  weave. 


crepes  embellish- 
stripes  in  novelty 

are  big  sellers  in 
,  and  with  every 
present  time  and 

from  plisse  con- 
in  the  regulation 


Towards  Transparent  Materials. 

The  movement  of  fashion  is,  however, 
it.  favor  of  sheer  transparent  materials 
in  plain  weaves  such  as  organdie,  Swiss 
muslin  and  fine  voiles.  The  call  for 
white  voile  has  exceeded  the  demand  all 
through  the  present  Spring,  and  sheer 
materials  are  gaining  strength.  Voiles 
are  working  into  a  higher  position  and 
promise  to  be  much  more  prominent  an- 
other season.  Organdies  stand  first  in 
white  materials  and  Swisses  form  a 
strong  second.  Next  on  the  selling  list 
come  voiles,  and  these  will  be  the  lead- 
ing materials  during  Spring,  1915. 


G.  W.  T.  A. 

Third   Annual 

Convention 

August  11, 12  and  13 

1914 


Three  days  rilled  with  valuable 
demonstrations  on  Window 
Trimming,  Card  Writing  and 
the    work    of    the    Ad.    Men. 


KINGS 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 
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Dry  Goods  Review 


DRESS    FABRICS 


1111 


SAMPLES  OF  FALL  DRESS   FABRICS. 

The  development  favors  cord  weaves  and  fabrics  in  solid  color  with  the  pattern  woven  in.  No.  1  is  a  pebble  serge;  No.  2 
a  satin  cloth  with  the  stripe  woven  in;  No.  3,  a  crepe  with  diagonal  stripes  forming  a  check  woven  in;  No.  4.  a  two-tone  check 
velonr;  No.  5,  a  cord  weave  on  the  gabardine  order;  No.  6  is  a  cloth  on  the  basket  order;  No.  7,  a  crepe.  Shown  by  Sperling 
&  Lea. 


Leading  Suiting  Materials 

Serges,  Cheviots,  Gabardines  and  Other  Good 
Materials  for  Tailored  Suits  in  First  Favor — 
Stripes,  Plaids  and  Checks  Popular. 


THIS  is  the  between  seasons  period 
in  woolen  dress  fabrics,  and  be- 
tween season  conditions  prevail, 
and  the  only  business  passing  consists 
of  repeats  in  some  of  the  novelty  lines. 
Advance  orders  are  fairly  satisfactory 
as  advance  selling  has  had  the  stimulat- 
ing influence  of  advancing  prices. 

Many  of  these  orders  are  for  serges, 
which  continue  to  grow  in  favor  as  the 
long  tunic  styles  are  so  well  suited  to 
this  fabric,  and  it  begins  to  look  as 
though  there  was  going  to  be  another 
run  upon  serges  this  Fall.  Predictions 
are  made  that  suits  more  simple  in  style 
and  on  more  generally  tailored  lines 
are  indicated  for  Fall  and  therefore 
serge  and  such  materials  as  cheviots,  ga- 
bardines, and  numerous  cloths  on  the 
cord  and  twill  order  will  be  among  the 
hading  sellers.  In  New  York  the  trade 
is  pushing  broadcloths,  and  it  would  seem 
as  though  this  material  was  coming  back 
with  the  vogue  of  plain  cloths.  Otto- 
mans, poplins,  velours  and  plaids  and 
Roman  stripes  about  complete  the  sell- 
ing list.  A  new  idea  in  Roman  stripes 
shows  the  plain  material  so  arranged 
that  when  pleated  the  plain  folds  over 


the  stripes  which  only  show  when  the 
stripes  open  as  the  wearer  is  walking. 
Velour  cloths  both  in  suiting  and  in  coat- 
ing weights  are  selling  for  the  better 
ti-ade,  and  adaptations  of  crepe  weaves 
form  a  novelty  that  is  being  well  or- 
dered. 

Orders  are  being  placed  for  novelty 
eloakings  in  solid  colors.  Buyers  are  in- 
terested in  rough  and  in  knotted  and 
r.ul)  yarn  effects.  Rough  mixtures  are 
also  being  taken.  A  new  cloth  for  coat- 
ings is  called  "vermicule. "  It  is  of 
French  manufacture,  and  is  intended  for 
Fall  wear. 

Particularly  in  gabardines,  cheviots 
and  serges  a  very  large  proportion  of 
the  orders  placed  so  far  are  for  blue  and 
black,  and  blue  and  black  are  the  lead- 
ing colors  in  almost  all  materials.  The 
Roman  stripe  fabrics  in  woolen  materials 
come  in  more  subdued  colors.  Clan 
plaids  are  much  favored  and  novelty 
plaids  are  strong.  Two-tone  and  two- 
color  checks,  one  of  which  is  either  blue 
or  black,  are  taking  well,  and  plaids  and 
checks  in  two  colors,  one  of  which  is  the 
staple  grey  and  the  other  a  dark  shade 
of  solid  color  have  interested  buyers. 


Voile  for  Summer  Dresses 

Many  Gay  Creations  in  Paris  With  Bright 
Stripes  in  the  Tunic — Chantilly  Lace  Finishes 
Many  Skirts. 


VOILE  is  coming  into  use  for  Sum- 
mer dresses  in  Paris,  and  many 
line  stripes  and  checks  are  seen. 
Often  tunic  alone  is  made  of  stripe  or 
check,  the  rest  of  the  dress  being  white 
trimmed   with   pleatings  of  organdie  to 


match  the  stripe.  Blue,  pink  and  cherry 
red  are  the  colors  of  the  stripes,  and 
quite  gay  little  dresses  are  evolved 
trimmed  with  these  gay  little  pleatings. 
The  checks  arc  half  an  inch  square  and 
the   stripes   arc   half   an    inch    wide. 


Striped  and  checked  materials  are  also 
combined  with  plain  gabardine  and 
pleatings  of  taffeta  take  the  place  of 
those  or  organdie. 

Lingerie  dresses  are  made  of  linen  de- 
fil  striped  with  black  or  blue.  These 
dresses  are  trimmed  with  buttons  and 
loops.  Organdie  dresses  are  made  with 
wide  crush  belts,  with  bows  at  the  back 
of  black  or  white  taffeta. 

Many  of  the  long  basqued  dresses  are 
finished  with  skirts  of  Chantilly  lace. 
Laces  are  tremendously  favored,  and  the 
latest  idea  is  the  combining  of  two  dif- 
ferent kinds  of  lace  in  the  one  costume. 
The  latest  dress  has  a  Moyenage  waist 
ot:  filet  lace,  completed  by  a  skirt  having 
two  flounces  of  Maline  lace.  The  foun- 
dation or  lining  upon  which  the  lace  was 
mounted  was  of  black  satin.  The  re- 
collete  was  filled  in  with  white  net,  fin- 
ished with  a  ruche  of  black  Maline,  and 
the  inevitable  sash  was  of  black  satin 
embroidered  with  white  floss. 

In  spite  of  all  that  has  been  said  about 
the  very  transparent  and  low-necked 
street  gowns,  they  are  still  retained,  and 
oi  the  visit  of  the  King  and  Queen  of 
Denmark  to  Paris  at  the  Longchamp 
races  in  particular,  the  dresses  worn  in 
this  respect  seemed  far  more  appropriate 
for  the  ballroom  than  for  wear  in  the 
open  air. 

® ■ 

STOMACHERS    THAT    WILL    BE 
GOOD. 

Stomachers  of  galalith,  heavy  cut  jet 
and  beaded  materials  of  every  discrip- 
tion.  seem  certain  to  enjoy  a  great  run. 
They  are  being  featured  in  Paris  by  the 
leading  costume  houses  and  will  be  seen 
to  play  a  very  important  part  in  many 
of  the  new  models  to  be  shown  within 
the  coming  month.  The  new  girdles. 
belts,  buckles,  tassels  and  corsage  orna- 
ments of  every  description  also  reveal 
the  Egyption  influence.  Galalith  orna- 
ments in  many  effects,  in  heads,  jot  ami 
similar  dazzling  materials  likewise  play 
a  big  part  and  may  ho  regarded  as  sure 
sellers  for  the  coming  Fall  and  Winter. 


EEADY-TO-WEAB 


Variety  and  Novelty  Strong  in  New  Fall  Dresses 


Style  Changes  are  Distinctive  and  Should  Make  Selling  Easy 
When  the  Season  Opens — Interest  at  Present  Centered  in  Cloth 
and  the  Plainer  Silk  Models. 


BOTH  variety  and  novelty  are  strong 
in  the  new  lines  of  dresses,  and 
this  feature  alone  should  make  the 
selling  end  easy,  as  there  is  quite  a  dif- 
ference between  the  dresses  shown  for 
Fall  and  those  that  have  been  previously 
worn.  Dresses  made  of  woolen  ma- 
terials such  as  serge,  broadcloths,  face 
cloths,  and  worsteds  in  basket  and  creped 
weaves  are  being  used  for  the  whole 
dress  and  also  in  combination  with  plain 
and  fancy  satins,  moire  or  velvet. 

Soft  finished  satins,  such  as  messa- 
lines,  in  popular  priced  garments  and 
duchesse,  Liberty  and  charmeusc,  in  the 
more  expensive  garments  lead.  Crepe  de 
chine  and  novelty  satin-finished  crepes 
are  also  very  well  represented.  Long 
tunics,  and  tunic  effects  obtained  In- 
putting a  deep  circular  flounce  low  down, 
are  most  popular.  Many  new  models 
show  the  flare  effect  produced  by  the 
use  of  circular  cut  pieces  at  the  sides 
or  by  the  letting  in  of  pleated  panels. 

The  new  features  in  the  bodice  are 
the  semi-fitted  basque  effects  and  the 
surplice  cut  wastes.       Waists    certainly 


define  the  figure  more,  and  the  extreme 
blouse  effect  and  wide  armhole  are  gone. 
This  close-fitting  idea  is  so  far  very  often 
achieved  by  the  use  of  the  deep  shirred 
girdle  reaching  from  the  bust  to  the  hip 
line. 

Girdle  effects  are  very  varied  and  the 
sash  ends  where  used  are  just  knotted, 
not  bowed,  and  this  knotting  comes  low 
down  either  right  in  front  or  at  the  back 
or  front  or  side.  The  low  waist  line  is 
seen  on  the  more  extreme  of  the  new 
gowns. 

The  majority  of  the  sleeves  are  long 
and  fitting,  save  at  the  wrist,  which  is 
often  finished  with  a  slight  puff  and  frill, 
and  these  sleeves  are  only  slightly 
dropped  or  are  set  in  a  slightly  wide 
arm-size. 

The  collar  is  quite  a  feature,  and  many 
dresses  have  both  the  collar  of  silk  or 
some  other  trimming  as  well  as  the  high 
flare  collar  of  lace  or  organdie.  Prac- 
tically all  gowns  show  the  V  front,  often 
finished  with  a  vesta  of  plain  or  shirred 
net. 


Whitewear  Business  is  Active 

Attractive  Prices  and  Warm  Weather  Stimulate 
Sales — Skirt  Formed  of  Two  Panels — Combina- 
tions on  Chemise  and  Envelope  Order. 


THERE  is  more  business  in  the 
white  wear  departments  at  the 
present  time  than  during  the  pre- 
vious months.  Prices  are  attractive,  and 
the  time  of  the  year  when  a  good  supply 
is  necessary  are  two  factors  that  are 
making  for  sales.  Both  expensive  and 
medium-priced  garments  are  offered,  but 
there  is  an  almost  complete  absence  of 
showy  garments  made  of  the  very  cheap 
materials.  Good  material  and  good  trim- 
ming and  the  fineness  and  quantity  re- 
gulated by  the  price  is  the  rule  in  good 
selling  underwear.  More  attention  has 
to  be  given  to  the  cutting  and  shaping 


than  formerly,  for  lingerie  garments 
must  fit  without  gathers  and  fullness. 
Princesse  slips,  gowns,  corset  covers  and 
drawer  combinations  are  the  big  sellers. 
Gowns  are  mostly  of  the  slip-on  type, 
though  Empire  gowns  are  well  liked. 

Among  the  novelties  come  gowns  with 
the  ribbon  run  through  slashes  at  the 
waistline.  This  is  called  the  French 
finish. 

A  skirt  novelty  that  is  taking  well, 
now  that  such  transparent  gowns  are 
worn,  is  formed  of  two  panels — one  at 
the  front  and  the  other  behind,  con- 
nected by  bands  of  tape  or  elastic. 
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There  is  a  narrow  waistband  fastening 
with  a  snap.  This  petticoat  is  designed 
to  be  worn  with  very  sheer  dresses,  so 
that  the  shadow  of  the  figure  will  not  be 
observed. 

Combinations  on  the  chemise  and  en- 
velope order  are  new,  and  are  particu- 
larly practical  when  made  of  crepe. 

Though  the  neckwear  department  has 
gone  so  strongly  into  the  camisole  busi- 
ness, camisoles  and  elaborate  corset 
covers  are  having  a  good  sale  in  the  re- 
gular department.  All  are  elaborate  and 
are  made  of  net,  lace  and  crepe  de  chine. 
Crepe  de  chine  underwear  looks  as 
though  it  had  come  to  stay  in  the  high- 
priced  linei,  and  to  crepe  de  chine  are 
being  added  garments  made  of  Jap  and 
other  soft  makes  of  washable  silks.  A 
substitute  is  being  found  for  silk  gar- 
ments in  mulls  and  silk  and  cotton  ma- 
te rials.  Flesh  white  and  pale  blue  are 
the  best   sellers. 


SKIRTS  PROMISE  TO  BE  VERY 
SHORT. 

Paris  is  taking  kindly  to  the  ultra- 
short skirt,  and  when  the  short  skirt  is 
of  "phinecote"  and  taffeta,  the  fashion 
circle  is  complete. 

The  taffeta  skirt  is  exceedingly  short. 
It  is  scalloped  at  the  hem  and  looks  ex- 
actly like  a  petticoat,  in  accordance 
with  fashion's  latest  dictates.  The  phine- 
cote  tunic  is  slightly  gathered  at  the 
waist,  and  at  the  hem  it  hangs  away 
from  the  figure. 

Then  the  charming  and  original  cor- 
sage is  made  of  taffeta  and  chiffon — all 
in  the  same  shade  of  faded  puce.  The 
cleverly  fashioned  pieces  of  silk  which 
cross  the  bust  are  tied  behind  in  a  large, 
loose  bow,  rather  low  down,  and  the 
transparent  chiffon  sleeves  are  banded 
in  at  the  wrist. 

This  silhouette  may  be  said  to  be  le 
dernier  cri  of  the  present  season.  When 
a  costume  of  this  order  is  well  carried 
it  is  very  attractive. 


Novelty  is  the  Keynote  of  Fall  Lines 

Though  the  Ideas  Presented  Are  ou  New  Lines,  the  Xew  Suits 
Are  Practical  and  Not  so  Extreme  as  Those  Featured  for  Spring- 
Selling'. 


BUYERS  have  bought  very  lightly 
so  far,  and  as  has  become  the 
custom  of  late  years  the  bulk  of 
their  suit  selections  will  be  made  when 
they  come  to  market  in  about  a  month's 
tunc  Buyers  will  have  to  study  their 
needs  carefully  for  the  variety  of  styles 
shown  is  very  large,  and  the  selecting  of 
the  right  styles  to  suit  their  clientele 
rests  upon  the  judgment  of  the  indivi- 
dual buyer.  For  instance  there  is  no 
fixed  length  for  the  suit  coat 
though  for  popular  selling  about 
28  inches  seems  to  be  the  rule,  but 
if  the  style  is  pleasing,  even 
if  the  coat  is  48  inches,  it  will  be 
in  line.  Buyers  should  remember 
that  the  individual  idea  in  dress 
is  gaining  ground,  and  the  custom- 
er is  apt  to  select  the  length  that 
accords  best  with  her  particular 
type  of  figure.  More  tailored  suits 
are  shown  and  here  the  tendency 
is  towards  a  more  fitting  garment, 
but  there  are  many  fancy  jackets 
with  very  loose  backs  in  cape  ef- 
fect, and  some  of  these  are  really 
capes  with  a  jacket  front.  In  some 
cases  the  cape  is  removable  and  at- 
tached to  the  coat  by  means  of 
buttons  or  snap-fasteners.  When 
the  cape  is  removed  an  ordinary 
jacket  coat  remains. 

Many  jackets  are  in  cut-away 
style,  and  a  number  of  the  new 
models  are  Eton  in  front  with  the 
long  coat  tail  at  the  back,  or  the 
cut-away  in  front  reaches  to  the 
side  seams  whence  the  square  tail 
lescends  as  a  finish.  Newer  still 
are  the  redingotes  which  are  the 
same  length  all  the  way  round. 

The  new  collars  are  high  at  the 
back,  and  are  cut  either  in  straight 
military  fashion  or  turnover  and 
flare  and  have  a  small  V  line  in 
front,  and  many  of  them  are  so 
arranged  that  they  will  cither  fast- 
en up  rigid  to  I  lie  neck  or  can  be 
worn  open,  the  inner  vest  showing 
above  the  collar  opening  and  often 
forming  an  inner  collar  as  well  as 
showing  below  the  coat  in  front. 
There  is  a  tendency  to  favor 
sleeves  with  a  bell  effect  at  the 
cuff,  and  this  sleeve  often  has  the 
trimming  used  in  under  sleeve 
effect. 


cuffs  and  vests,  and  Roman  striped 
satins  are  used  for  linings.  There  is  an 
attempt  to  revive  the  use  of  braid  in  the 
form  of  wide  trimming  braids  and  braids 
for  binding.  The  buttons  used  are  of 
galalith  or  celluloid  and  are  staded  to 
the  center  and  show  stripes  in  gay 
colors. 

Fullness  in  Skirts  Lower  Down. 
There  is  a     decided      change     in  the 


Roman   stripe,   plaid   and   fancy 
pressed  velvets  are  used  for  collars, 


A    I'KKMKT   MODKL. 
Prcmet  is  launching  quite  full  overskirts  beloti   a 
fitted  basque,  and    with   a    very   narrow  underskirt 

as  a  concession  to  the  popular  taste  for  narrow 
skirts.  The  fullness  of  this  tunic  is  emphasized  by 
t  lie  graduated  hand  trimmings  on  both  waist  and 
skirt.  The  narrow  arir.-hnle  and  the  long  tight,  set- 
in  sleeve  are  other  new  features. 
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skirts  this  season  and  the  main  feature 
is  the  putting  of  the  fullness  lower  down 
and  in  the  position  that  makes  the  skirt 
a    practical    and     comfortable    garment. 
The  long  Russian     tunic     has  been  re- 
ceived  with     universal      approval     and 
though  it  has  been  so  quickly  taken  up  the 
opinion  seems  to  he  that  it  will  be  used 
in  various  effects  right  through  the  com- 
ing Fall.     The  tunic  is  so  popular  that 
various  modifications  are  universal,  and 
almost  every  suit  skirt  shows  the 
working  out  of  some  tunic  idea. 
Some     tunics     are     pleated,     and 
others  are  mounted  on  a  yoke,  and 
many   models   start   from    a   front 
panel.      In    certain    materials    the 
underskirt   is  accordion  pleated  or 
made  of  striped   silk. 

The  extreme  suit  comes  in  the 
Salamander  style  with  the  fitted 
basque  and  tunic  in  one,  over  a 
plain  skirt  and  with  the  low  waist- 
line emphasized  by  wide  sash  knot- 
ted in  front.  Skirts  with  circular 
flare  flounces  or  circular  pieces 
added  at  the  foot  and  pleated 
panels  let  in  on  each  side  are  num- 
bered among  the  many  novelty 
lines. 

Very  Dark  Colors. 
The  tendency  towards  the  use  of 
very  dark  colors  is  most  marked, 
and  black  and  navy  certainly  will 
he  the  best  selling  colors.  Other 
good  colors  are  dark  brown,  ma- 
hogany, and  dark  myrtle  or  bottle 
green. 

A  few  novelty  shades  are  show- 
ing in  more  expensive  suits,  but 
these  are  all  very  dark,  and  the 
relief  comes  from  the  fancy  trim- 
ming velvets  and  silks. 

The  materials  favored  are 
serges,  cheviots,  zibeline,  broad- 
cloths and  fancy  weaves  in  solid 
colors. 

Some  of  the  new  suits  arc  of 
velvet  combined  with  cloth  and  the 
all  velvet  suit  is  promised  for  the 
later  season. 

Very  few  manufacturers  now 
show  their  full  range  at  the  be- 
ginning of  the  season,  but  as  a  rule 
they  are  all  prepared  to  put  in 
the  new  ideas  as  they  are  intro- 
duced. 


Gowns  Worn  at  the  Grand  Prix,  Paris 


Paris  lias  gone  crazy  over  black  and  white,  and  touches  of  color  are  only  additional.  Light  laces  and  tulles  arc  in  wonder- 
ful vogue. 

Left  to  right:  Figure  1 — Long  tunic  and  girdle  of  striped  taffeta  over  a  skirt  of  tulle,  with  three  horizontal  rows  of  ribbon 
as  the  trimming  finish.  There  is  a  high  girdle  of  the  taffeta  and  the  waist  is  of  net.  The  Mack  velvet  canotier  is  trimmed  with 
a  single  rose,  and  has  velvet  ribbon  streamers.  Middle  figure — Skirt  flounced  to  the  waist  over  satin:  waist  of  tulle  satin,  with 
rose  in  girdle.  Velvet  canotier  with  feather  fancy.  Third  figure — 'Flounced  skirt  over  black  satin;  basque  waist  of  the  same. 
Canotier    of    white    satin    faced    with    black,    and     black    aigrette. 

No.  2:  Figure  1 — 'Long  double  tunic  of  black  and  white  Chantillj  lace.  Narrow  skirt  of  satin  veiled  with  black  Ohantilly 
Waist  of  white  net  veiled  with  black.  Deep  fitted  girdle  of  black  satin.  Hat  of  white  satin  and  black  velvet  with  large  black 
wings.  Figure  2 — Dress  of  white  taffeta  with  tunic  of  pleated  chiffon.  Sailor  of  white  taffeta  with  large  black  velvet  rose. 
White   taffeta   parasol   with   border   of  black  velvet. 

No.  3:  Gown  of  lace  with  long  fur-trimmed  tunic.  Fur  outlines  the  opening  at  the  waist  and  trims  the  sleeves.  The  inevit- 
able   corsage    bouquet   finishes    the    waist,    and    the    equally    inevitable   black   velvet   sailer    is    trimmed    with   flowers. 

No.   4:    Figure   1 — A   double-flounced    skirt    of   light   lace;    basque    bodice    of    white    taffeta.      Cape    of   satin    trimmed    with    fin 
and    the    18(10   hat    trimmed    with    lace    ribbon    and    flowers.     Figure  2 — Lung  lace  tunic  over  trouser  skirt  of  satin,  with  one  of  the 
new   girdles   following   the   line   of   the   waist   and    hips,   and    knotting   behind. 

These  photos  were  taken  at  the  Grand  Prix  and  were  loaned  to  The  Review  by  E.  E.  Tbompson,  of  the  Thompson  Lace  & 
Veiling  Co. 
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Cape  Ideas  Leaders  in  Coats  and  Wraps 

Three-quarter  Length  Models  for  Popular  Selling,  But  Fashion 
Favors  the  Long  Coat — No  Arbitrary  Lengths  This  Year — Belts 
on  Many  New  Models — Fur  Trimmings. 


CAPES  and  cape  ideas  are  strong  in 
Fall  lines.  The  true  cape  is  most- 
ly reserved  for  evening  and  wrap 
affairs,  while  for  day  wear  something 
that  conveys  more  of  the  idea  of  warmth 
is  used.  In  coats  the  cape  idea  is  con- 
fined to  the  backs  which  are  full  and 
hang  from  the  shoulders  in  folds  like  a 
cape.  These  capes  are  often  so  cut  as  to 
come  over  the  shoulder  and  finish  on  the 
breast  with  buttons.  Sometimes  the  full- 
ness hangs  from  a  yoke  and  there  is  no 
hint  of  a  cape  suggestion  in  front.  Belts 
are  placed  on  many  new  models — most- 
ly low  and  in  some  cases  coming  only 
from  the  under-arm  seam.  Military  col- 
lars are  very  much  shown,  and  the  col- 
lars that  are  high  in  the  back  and  flare 
in  front  come  in  big  variety.  Many  of 
these  collars  can  be  buttoned  close  up  to 
the  throat.  Some  garments  have  the 
hood  as  well  as  the  collar.  Though  the 
tendency  is  towards  the  mannish  set-in 
sleeve,  this  cut  is  not  so  much  used  in 
separate  coats  and  wraps  as  in  the  coat 
used  to  complete  the  suit.  Many  coats 
are  kimono  cut  and  many  are  in  modi- 
fied kimono  effect  with  the  set-in  front 
and  the  kimono  cut  at  the  back.  The 
dropped  shoulder  with  the  set-in  sleeve 
and  the  large  arm-hole  is  also  very  much 
seen,  as  the  wide  arm  size  makes  for 
comfort  in   the  outer  garment. 


The  shorter  models  are  only  shown  in 
popular  priced  garments,  and  the  % 
length  is  favored  in  exclusive  models, 
and  before  the  season  is  over  it  is  ex- 
pected that  in  high  priced  models  the 
full  length  coat  will  be  the  leader. 

The  materials  used  are  very  varied, 
and  the  majority  are  rich  in  weave  and 
coloring.  Beautiful  woolens,  rich,  soft 
and  velvety  in  finish  come  m  plain  colors 
and  in  stripes,  plaids,  and  mixtures. 
Velours,  zibelines,  and  nop  cloths  are 
highly  desirable,  and  broadcloths  in 
high  finish  are  among  the  newest  of 
cloths. 

The  list  of  pile  fabrics  is  a  long  one 
and  includes  Teddy  bear  plushes,  imita- 
tion furs,  in  broadtail,  lamb,  mole,  pony 
and  angora,  and  as  well  there  are  press- 
ed and  mild  plushes.  Furs  and  fur 
fabrics  are  the  trimmings  most  used. 
Other  trimmings  are  plain  and  novelty 
velvets,  and  plain  high  finished  broad- 
cloths when  the  coat  is  of  check  or 
stripe. 

Buttons  are  very  handsome,  and  in 
two-color,  one  of  which  matches  the 
cloth  and  the  other  is  in  high  relief  or 
showing  some  plaid  or  stripe  combina- 
tion. 

Buttons  in  high  color  matching  the 
button  holes  and  the  piping  of  the  seams 
form  a  new  effect  that  promises  to  take 
well. 


Helps  to  Corset  Selling 

Some  Information  the  Saleswoman  Should  Give 
to  Every  Customer  —  Explanation  About  the 
Tape  Line — How  to  Reduce  Returns. 


THE  building  up  of  a  corset  depart- 
ment means  the  passing  on  to  the 
customer  of  valuable  informa- 
tion as  to  how  to  adjust  and 
wear  the  corset  of  the  moment. 
The  saleswoman,  to  be  effective, 
has  to  acquire  this  information, 
and  it  is  the  place  of  the  department 
head  to  see  that  she  not  only  acquires 
it  but  also  makes  use  of  it.  Manufac- 
turers and  designers  devote  much  time 
and  study  to  the  production  of  corsets 
that  give  the  proper  figure  lines  for  the 
new  modes  as  they  arrive.  The  different 
types  of  figures  are  carefully  considered 
and  modifications  arc  made  accordingly. 
To  get  the  proper  resulls  (he  corset  must 
be  properly  put  on,  and  it  is  safe  to  say 
thai  many  a  return  would  never  bo  made, 


if  the  customer  had  been  properly  in- 
structed in  this  matter  by  the  sales- 
woman who  sold  her  the  corsets. 

Corsets  should  always  be  the  proper 
size.  Many  women  ask  for  sizes  that  are 
too  small  under  the  impression  that  the 
smaller  size  will  give  the  effect  of  a 
more  slender  figure.  As  a  matter  of  fact 
the  direct  opposite  is  the  case,  for  cor- 
sets, when  the  proper  size,  control  the 
flesh  and  improve  the  lines  of  the  figure, 
and  when  a  size  or  so  too  small  is  worn 
the  proper  boning  and  parts  do  not  come 
in  the  proper  place,  and  therefore  distor- 
tion of  the  lines  instead  of  an  improve- 
ment to  the  figure  takes  place.  On  the 
other  hand,  corsets  should  not  lie  too 
large,  for  the  perfectly  adjusted  corset 
is  never  laced  quite  close  at  the  hack. 
oo 


The  space  left  should  be  about  2  inches. 

Corset  laces  should  be  long  enough 
and  should  be  put  in  according  to  in- 
structions by  the  saleswoman  as  there 
are  differences  in  the  adjustment  of  dif- 
ferent makes.  The  laces  should  al- 
ways be  loose  when  the  corset  is  put  on, 
and  the  fact  that  the  tape  line  that  goes 
across  is  to  mark  the  position  of  the 
waist  explained.  Many  women  have  a 
trick  of  putting  on  the  corset  high  above 
the  waistline  when  in  reality  a  little 
lower  than  normal  gets  the  best  effect. 
When  the  waistline  is  in  the  proper  place 
the  long  skirt  in  front  holds  the  abdo- 
men and  supports  it  like  a  belt.  This  is 
very  important  both  to  the  appearance 
and  the  comfort  of  the  fleshy  woman. 

Always  impress  upon  the  customer 
when  buying  a  new  corset,  that  it  will 
not  keep  its  shape  unless  the  laces  are 
first  undone  when  taking  the  corset  off. 
To  unfasten  the  clasps  with  the  laces 
tied  as  worn,  strains  the  corset  and  soon 
destroys   its  usefulness. 
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HOLDERS  FOR  SKIRT  AND  WAIST. 

The  increasing  vogue  of  the  separate 
skirt  and  shirtwaist,  or  blouse  as  it  is 
now  most  frequently  called,  means  that 
the  holders  and  belts  for  retaining  the 
skirt  and  waist  in  position  will  be  largely 
in  demand.  One  very  popular  article  of 
this  nature  consists  of  a  narrow  belting 
very  firmly  woven,  which  can  be  secured 
in  either  silk  or  cotton.  At  the  center 
of  the  back  and  at  each  side  are  firmly 
fixed  sections  of  rubber  covered  with 
small  projections,  which  cling  firmly  to 
the  blouse  and  prevent  it  from  slipping 
up.  This  belt  has  no  prong  to  catch, 
to  hold  or  prick  the  fingers,  and  the 
stronger  the  pull  on  the  belt,  the  firmer 
it  holds. 


GLOVES  FOR  ALL   OCCASIONS. 

One  of  the  big  glove  manufacturing 
firms  of  the  United  States  in  an  adver- 
tisement points  out  that  there  is  a  broad- 
ening field  in  this  business  for  one  style 
of  gloves,  of  kid  or  other  leather,  no 
longer  serves  all  the  seasons  and  many 
occasions.  There  is  not  only  silk  for 
Summer  and  leather  for  Winter,  but 
there  is  a  "between  seasons"  period  for 
a  glove  heavier  than  silk,  and  yet  cooler 
than  leather.  The  early  Fall  and  late 
Spring  are  normal  and  natural  fabric 
glove  periods,  hut  between  the  refined 
elegant  silk  and  the  alluringly  attrac- 
tive leather  is  a  different  place  for  an 
ordinary  fabric  to  find   favor. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Sketches  of  Fall  Models  by  The  Review's 

Fashion  Artist 


INFANT'S  DRESS. 

No.  2 — Beautiful  embroidery 
sets  on  sheer  batiste  are  showing 
for  infants'  wear.  This  lovely 
little  dress  is  made  from  a  wide 
flouncing,  yoke  and  narrow 
flouncing,  imitating  fine  hand 
embroidery.  Tucks  are  used  to 
fit  the  Raglan  sleeves  and  to 
give  fulness  to  the  dress. — 
Shown  by  Home  &  Watt. 


MESS  ALINE  WAIST. 

No.  1 — Waist  of  black  messa- 
line  showing  the  more  fitted 
arm  size  and  long  sleeve.  The 
vest  effect  is  of  messaline  and 
the  front  is  shirred  onto  it  in  a 
novel  manner.  The  hoodlike 
collar  and  V-front  are  finished 
with  pleatings  of  black  net. — 
Shown  by  Greenshields,  Ltd. 
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KliAUY-TO-WEAK     GARMENTS 


Novelty  Ideas  in  Waists 

The  Crossover  Blouse  is  the' Latest  —  Though 
Fashion  Favors  Tailored  Lines,  Many  Waists 
Are  Still  Cut  Kimona  Fashion,  or  With  Set-in 
Sleeves — Less  Fullness  and  New  Waists  Define 
the  Figure  More. 


THERE  promises  to  ho  a  very  de- 
cided return  to  the  more  tailored 
styles  for  Fall  in  shirt  waists. 
For  one  thing,  of  whatever  material  the 
waist  is  made,  the  armhole  is  modified 
and  the  waist  fits  over  the  bust  and  is 
drawn  into  the  waistline  without  any 
blousiness.  In  very  extreme  models  the 
figure  curves  are  suggested,  though  as  a 
rule  this  effect  is  given  by  the  high  crush 
belt  or  girdle.  A  few  models  are  shown 
that  can  be  worn  outside  the  skirt,  but 
blouses  of  this  kind  introduce  the  altera- 
tion problem,  and,  therefore,  are  always 
confined  to  high-priced  lines.  The  newest 
idea  comes  in  the  surplice  waist  with 
long  cross-over  ends  at  the  fastenings, 
and  these  ends  can  be  so  adjusted  as  to 
give  either  the  fitted  or  the  Moused  idea. 
This  waist  is  the  outcome  of  the  cross- 
over effects  that  Paris  is  putting  on  the 
market. 

There  is  a  decided  return  to  more 
tailored  styles  in  waists,  and,  though  the 
earlier  models  were  shown  in  materials 
with  more  body  to  them,  they  are  now 
being  shown  in  the  softer  materials, 
such  as  crepe,  chiffon  and  China  silks. 
Very  attractive  waists  are  being  put  out 
in  colored  handkerchief  linens,  batistes 
and  other  cotton  fabrics,  and  this  differ- 


ence is  observed  between  the  cotton  and 
silk  waists.  Cotton  waists  have  simple 
collars  and  cuffs,  while  those  of  crepe  or 
silk  show  the  flaring  collar  and  fancy 
cuffs.  The  buttons  used  are  of  a  more 
ornamental  character. 

The  all  white  waist  promises  to  be  a 
great  favorite  in  organdie,  net  satin, 
crepe  de  chine,  and  chiffon,  but  the  waist 
of  lace  alone  is  relegated  to  popular- 
priced  lines.  When  the  waist  is  colored, 
solid  colors  have  the  preference  over 
fancy  effects,  and  the  idea  is  to  use  col- 
ors that  harmonize  and  contrast  rather 
than  those  matching  the  material  of  the 
suit.  Novelty  colors  are  strong  in  the 
waistline.  Canary  yellow,  flesh,  a  new 
pinkish  orange,  Paddy  green,  and  a  bril- 
liant light  blue  are  the  leading  colors. 

Sleeves  are  long,  and  in  the  newer  cut 
models  are  set  in  at  the  regulation  arm- 
hole.  Many  waists  are  still  cut  in 
kimono  fashion,  and  there  are  many 
drop  and  yoke  shoulders,  but  in  all  the 
arm  size  is  narrower,  and  there  is  less 
blousing  and  fullness. 

Collars  come  in  some  form  of  the  flare 
or  Medici,  and  many  have  the  front  ad- 
dition of  revers.  All  collars  are  high  at 
the  back  and  the  V-front  is  retained,  but 
is  not  so  deeply  cut  for  the  Fall  season. 


Separate  Skirt  Grows  Stronger 

Confidence  Growing  in  the  Long  Tunic,  and 
Many  Variations  Are  Appearing  —  Separate 
Skirts  Are  Shown  in  a  Big  Variety  of  Materials. 


INTEREST  is  growing  in  separate 
skirts,  and  while  individual  orders 
are  not  of  large  size,  buyers  are  tak- 
ing separate  skirts  freely  and  are  more 
than  willing  to  take  hold  of  any  new 
model  that  the  manufacturer  is  showing. 
Manufacturers  are  studying  the  style 
question  very  closely,  featuring  all  that 
is  new  in  adaptations  suitable  for  the 
Canadian  trade.  The  long  tunic  leads 
at  the  present  moment,  and  it  comes  in 
many  types  and  modifications.  Long 
tunics  are  selling  right  now,  and  all 
doubts  as  to  their  lasting  over  into  Fall 
are  being  laid  aside.  The  truth  is  that 
the  long  tunic  is  very  becoming,  and 
women  have  taken  to  its  simple,  graceful 
lines  as  a  welcome  change  from  the  ex- 
treme puff  and  frill  models  of  the  early 
Spring.  As  usual,  when  a  style  is  so 
favored,  all  kinds  of  modifications  soon 


spring  up.  Some  tunics  are  cut  longer 
at  the  sides,  while  others  have  panels 
front  and  back  and  are  shorter  at  the 
sides.  Then  there  are  tunics  that  are 
pleated  or  box-pleated  or  frilled  on  to 
a  yoke.  Sometimes  both  tunic  and  un- 
derskirt are  machine  pleated,  and  the 
machine  pleated  underskirt  is  growing 
in  favor.  Many  smart  skirts  are  being 
prepared  in  two  fabrics.  Now  it  is  plaid 
or  Roman  stripe  and  plain  material  that 
is  used,  bul  there  is  a  tendency  to  use 
sal  in  and  messaline  for  the  underskirt, 
with  serge,  broadcloth  or  some  fancy 
worsted  material  for  I  he  tunic,  and  later 
doubtless  velvet  and  fur  fabrics  will  be 
substituted. 

The  skirt  manufacturers  are  also  fea- 
turing flare   skirls-  not    in   extreme,  bul 
in  practical  widths.    This  flare  is  effected 
in  the  cutting    of  I  he    gores  or    by    the 
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use  of  circular  flounces,  or  sections  of 
circular  flounces,  and  bands  are  often 
used  to  give  a  tunic  effect. 

Materials  are  as  varied  as  styles. 
Cheeks  are  still  good,  and  some  very 
smart  models  are  shown  in  Roman 
stripes,  and  also  a  few  in  subdued  plaids 
in  one  and  two  colors.  In  plain  cloths 
serges,  broadcloths,  gabardines,  and 
worsted  and  woolen  novelty  cloths  in 
varied  weaves  are  used.  A  few  models 
in  satins  and  taffetas  are  being  shown. 

— m — ■ 


For  Saner  Styles 

Garment  makers  said  to  be 
willing  to  respond  to  new  ideals 
— Claim  they  have  not  been  re- 
sponsible for  "freaks." 

IT  is  quite  reasonable  to  suppose  that 
the  agitation  which  has  been  launch- 
ed for  plainer  styles  for  women  will 
have  a  wide  effect,  for  it  would  appear 
that  this  is  about  the  only  direction  in 
which  designers  can  tuprn  to  find  that 
change  which   is  so   desirable. 

Manufacturers  generally  would  prob- 
ably welcome  the  change.  They  evade 
responsibility  for  the  freaks  which  are 
called  immodest,  and  argue  that  they 
should  not  be  blamed  for  the  misde- 
meanors of  those  who  wear  the  garments. 
Victor  Pacyna,  secretary  of  the  Chicago 
Garment  Manufacturers'  Association 
says : — 

"The  trade,  both  wholesale  and  retail, 
has  been  upset  and  annoyed  by  the  ex- 
treme styles  which  have  been  created  for 
eccentric  dressers,  and  the  women  of 
modest  taste  seem  to  have  found  diffi- 
culty in  finding  just  what  they  wanted. 

"As  an  evidence  of  that,  we  have  had 
many  calls  only  in  the  last  few  weeks 
for  saner  styles  in  the  Fall  lines.  Buy- 
ers want  long,  double  skirts,  made  on 
severely  plain  lines  and  they  are  getting 
away — far  away,  too — from  the  drapings 
and  slits  that  have  made  the  styles  so 
freakish. 

"It  would  be  gratifying  to  have  a 
more  staple  style  developed — not  so  ex- 
tiemc  and  cut  on  simpler  lines  that  con- 
form more  with  the  natural  figure  than 
they  do  with  a  fanciful  figure.  All  three 
1  ig  factors  in  the  trade  would  be  gainers. 

"I  believe  we  are  getting  back  to 
saner  lines  in  the  new.  long-waisted  ef- 
fects, which  are  similar  to  the  recent 
princess  garments.  They  are  rather 
loose  at  the  waist  and  conform  to  the 
natural  outline.  And.  strange  to  say.  1 
wouldn't  be  surprised  if  these  long- 
waisted  styles  led  naturally  back  to 
crinolines.  The  combination  of  princess 
waisl  and  a  skirl  that  flared  at  the  bot- 
tom, would  be  attractive  and  it  would 
be  diametrically  opposite  to  what  the 
women  have  been  wearing  for  so  many 
months. 
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Cerise   a   New   and   Popular   Color   in    Paris 

Black,  White  and  Dark  Blue  the  Other  Colors  Paris  is  Favoring 
— Many  Large  Hats  of  Black  Velvet  Worn,  and  Many  New  Hats 
Are  of  Plumage — All-flower  Hats  Making  Their  Appearance — 
Velvet  Begonias  and  Velvet  Poppies  Used  in  Vivid  Cerise  for 
This  Purpose — New  Trimming  Fancies. 


BLACK,  dark  blue,  dead  white  and 
cerise  are  the  millinery  colors  in 
Paris  at  the  present  moment. 
Black,  white  and  blue  have  been  worn 
all  Summer  but  cerise  is  a  new  comer 
and  made  its  appearance  at  Longchamp 
at  the  recent  races.  One  of  the  most 
striking  of  these  cerise  hats  was  of 
plumage  with  two  slender  black  feathers 
posed  at  the  back.  Tlumage  hats  are 
very  much  worn  but  up  to  date  the  ma- 
jority have  been  in  white,  white  coque 
and  hackle  and  white  swan  being  most 
used. 

Another  cerise  was  a  round  toque 
shape  of  velvet  begonias,  with  quills  of 
the  same  shade  seemingly  placed  in  any 
way  and  pointing  backward. 

Another  flower  hat  noted  was  a  close 
fitting  turban  of  velvet  poppies.  Many 
smartly  dressed  women  wore  these  flower 
turbans,  and  almost  as  out  of  keeping  as 
the  fur  which  trimmed  many  of  the  lace 
gowns  was  the  toque  of  apple  blossoms 
worn  by  Mona  Delza. 

The  smartest  hats  of  all  were  those  of 
black  velvet.  These  were  almost  devoid 
of  trimming  and  with  the  wide  brims 
shading  the  face.  Quite  a  number  were 
lined  with  silk  in  peach-blossom  color. 

Ebon   Bird    Only   Trimming. 

Conspicuous  among  the  many  black 
hats  worn  was  a  sailor  model  with  the 
brim  curved  so  that  it  drooped  in  front 
and  back  and  was  raised  at  the  sides. 
This  hat  was  plainly  covered  with  white 
broadcloth  and  had  a  medium  sized  bird 
of  ebon  blackness  posed  in  front  as  its 
sole   trimming. 

But  all  hats  are  not  as  simply  trim- 
med as  this,  for  in  the  next  group  was 
noted  a  smart  little  hat  of  navy  satin. 
Small  blue  ostrich  feathers  started  from 
the  edge  of  the  brim  all  round  and  up- 
wards with  the  tips  curling  over  the 
crown  of  the  hat.  From  the  midst  of 
the  feathers  standing  straight  up   came 


tufts  of  aigrette  alternating  with  strands 
of  paradise,  while  at  stated  intervals 
were  dotted  small  black  birds. 

Very  high  sailor  shapes  with  tiny 
brims  all  covered  with  striped  silk,  black 
and  oxford  grey  being  much  favored. 
The  brim  will  be  covered  with  black  satin 
and  the  sole  trimming  consists  of  a  rose 
flattened  on  to  the  side  of  the  crown 
in  front. 

Another  new  idea  in  trimmings  is  the 
using  of  rhinestone  and  mock  jewel 
cabuchons  on  the  brims  of  calotte  and 
polo  shapes.  One  hat  trimmed  in  this 
way  was  of  black  satin.  The  cabuchons 
were  of  rhinestones  set  round  a  sapphire 
center,  and  placed  so  as  to  form  a  fes- 
toon round  the  flat  side  of:  the  crown.  A 
little  to  one  side  of  the  front  and  stand- 
ing straight  up  was  posed  a  single  niume 
dyed  blue,  green  and  yellow. 

All  Houses  Using  Ostrich. 

A  visit  to  the  leading  model  houses 
shows  that  they  are  all  favoring  ostrich. 
and  that  two  colors  that  are  much  used 


Fancies  of  Paris 

Cerise  becoming  popular. 

Toque  of  apple  blossoms. 

Black  velvet  trimmed  with 
silk  in  peach-blossom  color. 

Very  high  sailors,  tiny 
brims,  and  striped  silk  trim- 
ming. 

Rhinestone  and  mock  jewel 
cabuchons. 

All  favoring  ostrich. 

Mounts  of  paradise  under 
brim  only  trimming. 

Wings  fringed  with  oth<  r 
feathers. 


are  tete  de  negre  and  sand  shades.  Pink 
is  used  on  dress  hats.  Talbot  is  showing 
pearl  grey  sailors  trimmed  with  a  band 
of  long  plumes  falling  over  the  brim  and 
with  a  pom  pom  of  ostrich  attached  to 
the  crown  at  the  center  of  the  front. 
Many  felt  shapes  are  seen  here,  both  in 
grey  and  in  wine  shades. 

Georgette  is  again  showing  large  hats, 
and  some  of  her  new  shapes  are  very 
lovely.  One  of  them  has  the  brim  very 
wide  on  the  left  side,  and  the  edge  is 
lapped  over  on  to  the  crown  giving  a 
square  line  to  that  side.  The  only  trim- 
ming  is  a  mount  of  white  aigrette  placed 
on  the  crown  right  in  the  center  in  front 
and  falling  in  a  graceful  shower  both 
to  the  hack  and  to  the  front. 

Louison  is  aisr.  showing  a  number  of 
black  velvet  hats.  One  of  these  is  a  tri- 
corne  with  a  I  irge  wing  ai  the  side,  to 
the  extreme  top  of  which  is  attached  a 
small  tassel. 

No   Trimmings  Above. 

Parisian  milliners  are  making  free  use 
of  paradise  and  aigrette,  and  hats  de- 
signed for  Parisian  wear  and  for  markets, 
from  which  these  feathers  are  not  ex- 
cluded are  trimmed  luxuriantly  with 
magnificent  plumes.  Sailors  and  medium 
sized  hats  are  trimmed  with  cross  aig- 
rette black  tipped  with  white,  and  this 
effect  is  beinu'  reproduced  in  other 
feathers  for  the  American  trade.  Many 
large  black  velvet  sailors  have  no  trim- 
ming on  the  top  of  the  hat  itself  but  at- 
tached to  the  under  brim  are  mounts  of 
paradise  sweeping  backward  and  curl- 
ing gracefully  over  the   shoulder. 

Another  way  of  trimming  the  same 
kind  of  models  is  to  group  three  birds 
two  on  the  sides  of  the  crown  and  the 
third  perched  on  the  extreme  edge  of 
the  brim  at  the  back. 

Much  dyed  paradise,  especially  in  blue, 
is  seen.     Sailors  of  satin  have  the  crown 
(Continued  on  page  27.) 
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Profitable   Side   Lines   for   Milliner   to    Carry 

Hair  Goods  Now  Sold  in  Many  Departments — Flowers  for  Indoor 
Decoration — Veils  in  Transparent  Envelopes,  and  Neckwear. 


MILLINERS,  along  with  all  other 
merchants,  are  finding  that  it 
costs  them  more  each  year  to 
do  business.  Service  is  demanded  of 
them  that  a  few  years  ago  would  not 
have  been  thought  of,  and  to  keep  up 
with  the  other  stores,  modern  equipment 
and  fixtures  must  be  installed.  Then 
there  is  the  getting  out  of  dainty  circu- 
lars and  cards  at  opening  times,  and  the 
trimming  and  decorating  of  the  store 
at  special  seasons.  Rent  is  higher,  and 
wages  are  advancing.  In  the  endeavor 
tc  reduce  the  overhead  expenses  many 
milliners  are  adding  lines  of  goods  for 
which  they  have  had  some  inquiry,  or 
which  they  think  they  could  handle  to 
advantage.  And  luckily  these  lines  are 
numerous. 

Many  milliners  already  put  in  stocks 
of  hair  goods,  for  this  is  a  line  that 
goes  with  peculiar  advantage  with  mil- 
linery. When  selling  a  hat  it  is  easy  to 
introduce  tranformations,  switches  and 
any  of  the  novelties  of  the  day.  The  ef- 
fect can  be  tried  right  with  the  hat  and 
the  sale  of  the  one  helps  the  sale  of  the 
other. 

Hair  ornaments — pins,  combs  and 
mounts  for  evening  wear — all  come  with 
this  department.  Corsage  ornaments 
form  another  line  that  the  milliner  who 
has  a  high  class  trade  can  stock  to  ad- 
vantage. These  bouquets  are  often  ex- 
pensive as  they  are  made  of  fine  French 
flowers. 

Milliners  should  do  well  with  flowers 
for   indoor   decoration.        These    flowers 


appeal  to  all  classes,  and  particularly 
in  the  winter  months  when  natural 
flowers  are  so  dear,  quantities  of  these 
flowers  are  sold. 

Another  good  line  for  the  milliner  to 
carrv   is  veilings.     Veilings  can  be   had 


A   PIIIPPS   NOVELTY. 

Strictly    tailored    street    hat    from    Phipps' 
fall   line. 


now,  cut  in  the  proper  lengths,  and  done 
up  in  transparent  envelopes  ready  to 
hand  out  to  the  customer.  Stock  of  this 
kind  is  easy  to  carry,  and  can  be  rapidly 
turned  over  as  stock  can  be  filled  in  by 
parcel  post  as  desired.  To  make  the 
department  a  success  veiling  novelties 
will  have  to  be  stocked  as  they  come  out. 

Neckwear  is  another  good  line  and 
one  that  goes  well  with  millinery.  This 
line  is  a  very  profitable  one  if  properly 
handled.  The  neckwear  houses  are  al- 
ways showing  something  new,  and  there- 
fore there  is  no  need  of  stocking  heavily 
or  buying  far  in  advance  of  the  require- 
ments. Some  milliners  carry  art  needle 
work  and  others  children's  dresses  and 
underwear  and  all  these  lines  fit  in  well 
with  millinery. 

Besides  reducing  the  overhead  ex- 
penses, milliners  find  that  these  side 
lines  are  active  sellers  at  periods,  when 
there  is  little  doing  in  legitimate  mill- 
hnery  lines.  Therefore  these  other 
lines  help  to  keep  up  takings  in  the  dull 
months.  Also  they  serve  as  an  induce- 
ment to  bring  people  into  the  store,  and 
particularly  at  periods  when  stocks  are 
being  cleared  customers  who  come  for 
these  added  lines  make  millinery  pur- 
chases as  well. 

As  a  rule  very  little  added  equipment 
is  needed;  just  a  show  case,  and  a  few 
special  fixtures,  as  in  most  cases  when 
these  lines  are  active,  the  millinery 
lines  are  slow  and  cases  that  are  used 
for  millinery  in  the  season  are  at  liberty 
and  can  be  used  to  show  the  other  stock. 


Felt  Hats  in   1860  Color  Combinations 


TALBOT,  Georgette,  and  some  of 
the  leading  model  houses  are  not 
only  featuring  1860  styles  in  mil- 
linery, but  they  are  going  back  to  the 
mid-Victorian  period  for  their  color 
schemes  and  trimming  ideas.  Many  of 
the  latest  hats  are  of  soft  felt,  with  the 
edges  bound  with  a  narrow  band  of  satin 
in  contrasting  color.  One  of  Talbot's 
best  liked  models  is  a  grey  felt  sailor, 
with  the  binding  around  the  brim  edge 
of  navy  blue  satin.  This  model  is  trim- 
med with  a  band  of  grey  ostrich  leathers 
laid  on  the  brim  and  having  a  high 
ostrich  mount,  in  Front.  Pear]  grey  felt 
trimmed  with  claret  or  Bordeaux  red  is 
also  in  accord  with  the  ideas  of  the  above 
mentioned  period,  and  satin  bindings 
and  fancy  ostrich  in  this  color  are  used 
to  t rim  Large  flat  hats  of  grey  fell . 
Reddish    brown    and    prey    combined 


does  not  sound  promising,  but  this  also 
is  a  color  revival  from  the  1860  period. 

Quantities  of  marabout  are  being  used 
by  Lewis  &  Reboux,  and  among  other 
trimming  novelties  Georgette  is  using 
quills  made  of  sateen. 

White  hats  are  certain  to  come  later, 
and  one  notes  on  many  hats  the  use  of 
two  or  three  varieties  of  plumage.  Thus 
one  small  hat  will  have  ostrich,  aigrette, 
and  small  birds.  One  very  smart  hat  of 
white  satin  had  small  tips  covering  the 
brim  and  encircling  the  crown,  and  placed 
at  intervals  were  small  white  birds  with 
the  wings  tipped  with  brown.  Wreaths 
of  small  birds  all  around  the  crown  are 
a    popular  mode  of  trimming. 

There  is  a  very  well-defined  idea  that 
the  while  luit  will  come  as  a  relief  from, 
so  much  black.     Hats  entirely  of  white 
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hackle  are  very  beautiful  and  are  finish- 
ed by  two  long  feather  fancies,  also 
white.  White  bengaline  is  beginning  to 
be  employed  and  the  new  sailor  shapes 
are  being  covered  with  this  material, 
while  the  brims  are  faced  with  black 
velvet.  Many  of  these  hats  are  trimmed 
with  white  peacock  feathers  around  the 
crown,  and  with  groups  of  heads  ex- 
tending outwards  on  both  sides  at  the 
back. 

Many  black  velvet  sailors  are  faced 
with  peach  blossom  pink,  canary,  cerise. 
or  other  contrasting  colors  in  faille  or 
taffeta,  and  have  just  a  couple  of  shaded 
velvet  or  metal  roses  placed  right  in  the 
center  on  the  front  of  the  crown.  A 
newer  way  than  fixing  these  roses  flat 
against  the  brim  is  to  place  them  back 
to  back  and  use  them  as  a  high  mount 
directlv   in   front. 


MILLINERY 


Dry  Goods  Review 


CERISE     A     NEW     AND     POPULAR 
COLOR    IN    PARIS. 

(Continued  from  page  25.) 
draped  and  the  drapery  is  pulled  to  the 
back  and  front  and  tied,  and  the  fullness 
is  then  formed  into  a  flat  bow. 

There  are  many  novel  ideas  in  hat 
trimmings  featured,  one  of  the  newest  of 
which  is  a  "shell"  rose  formed  of  cel- 
luloid. This  rose  is  fully  three  inches 
wide  and  has  flat  full  blown  petals.  The 
finish  is  iridescent  and  resembles  mother 
of  pearl  in  transparency  and  coloring1. 
Another  flower  effect  is  in  the  form  of 
two  daisies  made  of  clipped  heron  feath- 
ers, and  with  the  heart  made  of  a  ball 
of  blue  and  green  lofofore.  The  two 
stems  also  of  lofofore  are  united  into 
one  that  is  covered  with  heron's  flown. 
Another  fancy  was  formed  of  two  cvoque 
plumes,  one  navy  blue  and  the  other  pink 
and  these  were  united  by  a  ball  o:  navy 
blue  down.  Another  new  idea  consists 
of  a  wing  made  of  small  tubes  of  pasted 
feathers  finished  at  the  base  with  a  par- 
rot's head. 

.  Big  Wing  Season. 

Everything-  points  to  a  big  wing  sea- 
son, and  many  wings  are  becoming  high 
priced  because  of  the  quality  c£  the 
feathers  that  are  used  in  making  them. 
Wings  fringed  with  other  feathers  are 
new,  and  ostrich  and  aigrette  flues  are 
used  for  this  purpose,  while  many  of 
them  are  covered  with  heron's  down  on 
the  lower  part.  Small  birds  such  as  hum- 
ming birds  have  immense  wings  when 
compared  with  their  bodies,  formed  of 
quills.  The  quills  are  either  beige  or 
white  speckled  with  brown  or  black. 
These  birds  are  to  be  placed  at  the  ?ide 
of  the  crown  of  the  hat  and  are  finished 
and  shaped  to  suit  the  position,  and  the 
left  quills  larger  than  the  right. 

Strings  of  jet  beads,  pearl  beads,  and 
navy  blue  wood  beads  are  used  around 
the  crown  of  many  of  the  new  models. 
Bound  beads  or  beads  with  a  flat  back 
are  formed  into  dot-like  embroidered 
trimming  bands. 


White  and  Black  Ribbons 

Both  Selling  Freely  for  Millinery  Purposes — 
Sash  and  Girdle  Novelties  Numerous. 


Tk  JW  ILLINERY  sales  at  the  present 
V/ 1  moment  are  calling  heavily  on 
the  stocks  of  white  ribbons. 
Moires,  failles,  taffetas  and  satins  are  all 
selling,  and  from  Paris  comes  the  news 
that  white  cire  ribbon  has  been  intro- 
duced there.  Millinery  sales  are  not 
only  calling  heavily  upon  the  stock  of 
all-white  ribbons,  but  also  upon  ribbons 
having  a  white  ground  and  warp  printed 
or  printed  patterns. 

Next  to  white,  the  Midsummer  demand 
is  turning  to  black.  The  new  idea  is  to 
trim  the  white  Summer  straw  with  black 
lacquered  ribbon  and  to  have  the  girdle 
made  of  the  same.     Another  new  ribbon 


is  so  woven  that  the  collars  are  quite 
brilliant  when  seen  in  one  direction  and 
dull  when  viewed  from  another.  Black 
satin  girdles  are  very  much  in  vogue. 

Sashes  and  girdles  form  a  big  feature 
this  season,  and  many  of  them  are  tunics 
as  well.  Moires,  Roman  stripes,  Baya- 
deres, warp  prints,  and  plaids  are  used 
for  this  purpose.  Many  of  these  tunics 
are  made  of  wide  ribbons,  with  a  narrow 
edge  formed  of  a  velvet  or  satin  ribbon, 
repeating  one  of  the  predominating 
colors  in  the  pattern.  Ribbon  belts  cut 
in  vestee  styles  are  also  good,  and  a  new 
plaid  sash  seen  recently  had  tunic  and 
suspenders  as  well  as  the  sash  piece. 


Paris  Models  for  Fall 


THE  majority  of  the  new  models 
are  medium  large,  and  for  the 
early  days  of  Fall  t\\p  velvet  crown 
and  the  brim  of  lace  or  tulle  is  showing. 
White  and  black  whe"at  appears  on  many 
of  these  hats,  white  hats  trimmed  with 
black  and  the  reverse.  White  trimmed 
navy,  or  navy  trimmed  with  white,  and 
also  combinations  of  white  and  yellow 
are  the  latest.  Among  the  new  models 
were  noted  bicornes  in  pure  Napoleonic 
shape,  which  was  so  shaped  at  to  tilt  to 
the  right  side  when  placed  on  the  head. 
These  models  are  to  be  trimmed  with 
upstanding  quills  and  other  feather  ef- 
fects projecting  from  the  opening.  A 
polo  shape  was  composed  wholly  of 
white  feathers  and  was  intended  to  be 
worn  with  a  white  veil  which  was  thrown 
over  the  whole  hat  including  a  single 
white  quill  which  was  bent  backwards 
from  the  front.     A  close  fitting  toque  of 


white  satin  had  a  turned  up  rever  at  the 
hack,  out  of  which  large  white  wings  pro- 
jected, giving  the  wearer  the  appearance 
of  being  just  ready  to  fly.  A  white 
satin  polo  hat  had  the  stiff  brim  in  two 
sections  and  was  larger  at  the  top  of  the 
brim  than  at  the  head  size.  The  crown 
was  soft  and  had  two  corners  turned 
hack  and  buttoned  down  on  to  the  top 
edge  of  the  brim.  A  coque  quill  in  navy 
blue  was  posed  standing  stiffly  up  in 
front.  A  toque  of  black  satin  had  the 
crown  of  pleated  chiffon  and  two  wing- 
like pieces  of  pleated  chiffon  wired  so 
that  they  would  stand  out  and  up,  trim- 
med this  hat  in  front. 

When  black  takes  a  strong-  hold,  white 
is  sure  to  become  prominent,  and  white 
flowers,  particularly  gardenias,  are 
showing.  Celluloid  flowers  come  in  nacre 
or  mother  of  pearl   finish. 
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Ideas  in  Fall  Millinery  Shown  by  Early  Models 

Very  Varied  Styles  Are  Showing— Small  and  .Medium  Shapes  the 
Leaders— Parisian  Modistes  Are  Turning  to  Second  Empire 
Millinery   for   Inspiration— Shepherdess    Shapes    Will    Prevail 


ADVANCE  millinery  news  is  de- 
cidedly interesting  for  the  tran- 
sitions and  changes  in  fashions 
have  been  extra  numerous.  Fashion 
this  season  is  restless  and  one  idea  fol- 
lows another  with  amazing  and  discon- 
certing rapidity,  and  no  sooner  is  one 
style  well  on  the  way  towards  establish- 
ment than  something  totally  different 
looms  large  along  the  fashion  horizon. 

Paris  has  almost  totally  abandoned 
straws  in  favor  of  hats  of  velvet  satin 
and  other  fabrics,  and  now  comes  the 
news  that  Talbot  and  several  other  of 
the  leading  modistes  are  putting  out 
hats  of  soft  felt  chiefly  in  grey  and 
garnet. 

Paris  model  houses  are  offering  a  wide 
selection  of  hats  for  the  benefit  of  the 
American  buyers  many  of  whom  are  still 
over  in  Europe.  It  is  said  that  the  real- 
ly new  models  will  come  in  Second  Em- 
pire styles,  and  that  the  millinery  of  the 
early  60  ?s  will  be  used  as  that  from 
which  to  draw  inspiration,  and  that  shep- 
herdess shapes  and  old-fashioned  color- 
ings will  prevail.  These  colors  have  been 
modernized  and  given  distinctive  names 
but  the  dull  shades  of  red  brown,  green- 
ish grey,  pearl  grey,  drab,  magenta,  puce 
and  peacock  will  again  be  fashionable. 

While  the  shepherdess  is  the  coming 
idea,  the  canotier,  or  large  sailor,  is  the 
model  that  leads.  Paris  is  showing  large 
sailors  and  large  shapes  may  come  later 
but  the  small  hat  so  far  is  the  leading 
model.  Small  sailors  with  the  high 
crown  and  the  narrow  brim,  toques, 
polos,  tricornes  and  hats  that  are  little 
more  than  skull  caps  are  those  that  will 
begin  the  season.  Very  high  stove  pipe 
crowns  are  seen  on  many  hats  and  be- 
sides the  round  .  high  crowns  there  are 
high  crowns  that  are  square.  A  plain 
crown  is  a  thing  of  the  past,  and  all 
kinds  of  creased,  dented  and  ridged  ef- 
fects are  seen.  Some  crowns  are  higher  at 
the  back  than  in  front  and  some  are  high- 
er at  one  side.  Many  of  the  turbans  are 
on  the  round  polo  order,  while  others  re- 
mind one  of  the  Oriental  fez  cap.  Tri- 
cornes are  being  shown  as  well  as  models 
on  (he  | icak   cap  order. 

There  is  no  disguising  (he  fact  thai 
(his  is  going  (o  he  a  big  black  velvet  sea- 
s'  colored  velvets  will  he  used  in  deep 

rich  shades  but  the  season  will  center  on 
black.  Xe\-1  to  black  very  dark  navy 
and  the  crow  blues  will  be  used  as  well 
as  tete  de  negre,  and  dark  bottle  green. 
Talboj  and  Georgette  are  showing  Pell 
lull-  in  pearl     grey,     wine     and  brown 

shades. 


It  is  some  time  since  the  Parisian 
modistes  featured  felts,  and  therefore  it 
would  look  as  though  the  felt  hat  might 
improve  its  position  in  the  near  future. 
Besides  velvet  and  felt,  plush  and  vel- 
our  are  to  be  good  while  for  the  early 
season  satin,  faille,  taffeta  and  moire  will 
be  used  either  alone  or  combined  with 
straw  or  velvet.  White  straw  will  be 
very  smartly  combined  with  black  and 
dark  colors  for  the  early  season  hat. 

Ostrich,  burnt  ostrich,  feather  fan- 
cies, coque,  wings  and  quills  are  the  lead- 
ing trimmings.  Burnt  novelties  are  to 
be    very    strong.      There   are   many   new 


SAILOR  OF  VELVET. 

Large  velvet  sailor  lavishly  trimmed  with 

paradise  plumes. 

ideas  in  burnt  ostrich  quills,  and  even 
floral  effects  are  initiated  in  burnt  fea- 
thers. Burnt  ostrich  is  taking  the  place 
of  aigrette  on  many  hats,  and  the  ma- 
jority of  the  aigrette  imitations  used  by 
Parisian  milliners  are  of  burnt  ostrich 
feathers.  ISurnt  pheasant  is  responsible 
for  a  big  range  of -novel  fancies,  and 
many  hats  are  smartly  trimmed  with 
long  pheasant  feathers  ilia!  have  been 
mi  treated.  Pheasanl  leathers  are  also 
curled  and  are  formed  into  many  strik- 
ing effects.  Very  handsome  quills  nunc 
with  one  side  of  the  natural  feather, 
while  the  other  is  of  burnt  ostrich  dyed 
in    golden    brow  n    i  r  other  colors. 
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Substitute  For  Humming  Birds. 

Humming  birds  are  being  used  in 
Paris,  but  for  the  American  market  nov- 
elty birds,  many  of  them  without  a  body 
and  having  a  parrot-like  head,  will  be 
substituted.  Many  of  these  bodvless 
birds  have  long,  curving  or  wing-like 
tails. 

For  popular  selling,  wings  and  quills 
promise  to  be  the  strongest  trimming 
item.  Feather  manufacturers  are  showt 
mg  a  big  array  of  novelties  in  white 
wings  in  many  sizes.  Metalized  wings 
are  also  shown  both  in  shades  of  bronze 
and  in  silver  and  gold.  Quills  come  in 
endless  variety  and  in  many  orisinal 
shapes.  Scotch  plaid  and  Roman  stripe 
effects  are  prominent. 

Coque  fancies  are  in  great'  demand, 
particularly  in  white.  The  latest  in  all- 
feather  hats  are  those  made  of  hackle  in 
turban  form.  Slender  trimmings  in  novel 
effect  come  in  hackle. 

Many  of  the  early  models  are  ribbon- 
tnmmed.  Small  shapes  of  satin  are 
trimmed  with  large  smashing  bows  of 
wide  faille  or  moire  ribbon,  either  plain 
or  m  ecossais  or  Roman  stripes.  Among 
the  new  taffeta  ribbons,  ombres  are  feat 
hired,  but  generally  in  connection  with 
novelty  stripes.  Ribbons  are  also  used 
in  the  form  of  cockades,  wheel  orna- 
ments and  pleated  bows.  These  effects 
are  fashioned  of  narrow  moires  or  cord 
ribbons. 

Cire  Revived. 

The  cire  ribbons  so  much  worn  in  the 
Spring  are  being  revived  for  the  Fall 
season.  The  new  cires  come  in  colors 
as  well  as  in  black  and  white  and  metal- 
ized in  silver  and  gold,  gunmetal,  and 
green  and  purple  bronzed  and  copper 
effects.  Very  handsome  brocaded  rib- 
bons, with  the  figure  in  metal  on  rich 
faille  or  satin  grounds,  as  well  as  jac- 
quered  patterns,  all  in  metal.  Stripes 
of  metal  combined  with  Roman  stripes 
are  very  rich. 

Flower  And  Fruit  Novelties. 
Flower  and  fruit  novelties  in  velvet, 
plush,  and  in  cire  and  celluloid  effects 
are  beginning  to  be  shown.  There  are 
velvet  begonias  and  poppies  ill  vivid 
cerise,  large  velvet  pansies  in  vivid  yel- 
lows and  browns,  velvet  roses  in  two 
colors,  and  in  shaded  effects.  There  are 
also  roses  of  cloth  of  gold  and  silver. 
either  all  of  metal  or  mixed  will;  white 
or    black    velvet. 


Keep  a  Complete  Record  of  the  Season's  Sales 

This  Will  Aid  in  Future  Buying  and  Help  to  Guard  Against  Many 
Mistakes — Memory  is  Treacherous — Getting  Methods  of  Others. 


NOW  that  the  experiences  and  mis- 
takes of  the  past  season  are  fresh 
in  mind  is  the  time  to  jot  down 
the  full  particulars  covering-  the  season's 
operations.  Special  attention  should  be 
given  to  the  items  and  plans  that  have 
proved  profitable  and  which  have  result- 
ted  in  bringing'  more  business.  And  on 
the  other  hand  all  the  plans  that  fell 
short  or  did  not  produce  the  results  an- 
ticipated should  be  outlined,  and  all  mis- 
takes and  shortcoming's  of  any  descrip- 
tion should  be  placed  plainly  on  paper. 

Many  milliners  may  object  that  this 
is  putting  them  to  unnecessary  trouble, 
but  let  the  objector  just  try  it  and  she 
will  be  astonished  to  find  how  clear  the 
reason  for  some  of  her  failures  will  be- 
come. 

This  is  one  advantage  but  not  the  chief 
one.  Every  one  makes  mistakes — no  en- 
terprise is  ever  built  up  but  the  endeavor 
that  goes  into  the  rectifying  of  mistakes 
counts  largely  in  its  building.  Therefore, 
a  plain  record  in  black  and  white  of  past 
shortcomings  should  be  valuable  for 
future  guidance,  and  should  help  in  the 
avoiding  of  similar  mistakes  in  the 
future. 

If  such  a  record  exists,  it  will  help  in 
affording  a  more  intelligent  grasp  of 
conditions  affecting  the  business,  and  it 
will  also  be  a  great  help  in  the  buying 
of  the  new  goods. 

It  will  show  just  what  class  of  goods 
appeal  especially  to  '  the  clientele  the 
store  is  serving,and  also  will  show  what 
goods  did  not  sell.  There  is  often  a 
local  peculiarity  in  the  demand  that 
causes  certain  goods  that  are  popular  in 
other  localities  to  be  slow  sellers  in  the 
one  your  store  serves,  and  in  the  stress 
of  buying,  if  there  is  not  some  special 
means  of  aiding  the  memory  these  facts 
are  overlooked. 

Naturally  as  the  season  progresses  in- 
formation of  this  class  is  acquired,  and  is 
acted  upon,  but  it  is  not  well  to  rely  up- 
on the  memory  altogther,  and  having  de- 
finite facts  and  figures  available  is  a 
great  help  and  saves  making  many  costly 
mistakes. 

Another  fact,  besides  what  sold  and 
what  did  not  sell,  that  should  be  noted 
is  the  time  at  which  certain  displays  were 
made  and  the  success  or  failure  of  those 
displays.  Also  the  different  selling- 
schemes  should  be  outlined  and  the  at- 
traction they  had  for  the  general  public 
and  the  class  of  customers  they  brought 
to  the  store. 

Such  a  record  from  season  to  season 
becomes  more  valuable  each  year,  and 
more  paticularly  if  in  addition  to  your 


own  experiences,  ideas  and  suggestions 
of  different  trade  papers,  or  those  are 
gleaned  from  the  conversations  with 
travelers  and  other  milliners  are 
noted.  Though  you  may  not  wish  to 
copy,  the  descriptions  of  methods  used 
successfully  by  other  stores  should  yield 
a  crop  of  new  ideas  that  can  be  used  to 
good  purpose  in  your  own  business.  Not 
only  should  you  gather  all  information 
of  this  kind  possible  yourself  hut  you 
should  encourage  your  staff  of  assist- 
ants both  in  the  store  and  in  the  work- 
room to  come  to  you  with  new  ideas  and 
with  accounts  of  methods  in  use  in  work- 


the  caricaturist  Sem,  has  been  ridicul- 
ing the  very  exaggerated  styles  of  the 
present  season.  In  a  recent  book  he  has 
pitilessly  held  up  to  ridicule  the  gowns 
and  millinery  seen  at  the  theatre,  teas 
and  races,  etc.  He  says  that  neither  the 
t:mes,  nor  the  physique,  nor  the  appear- 
ance of  women  has  warranted  their  in- 
dulgence in  gaudy  toilettes  and  hats. 

He  accuses  them  of  searching  for  the 
"new"  regardless  of  its  price,  and  they 
have  killed  by  their  unexpected  move- 
ments the  forms  so  odd  and  disquieting, 
which  the  famous  modistes  had  launched 
in  the  Winter  and  in  the  beginning  of 
the  Spring  and  which  nevertheless  were 
so  well  suited  to  pretty  women. 


STOVE  PIPE   CROWN. 

Sailor  with  stove  pipe  crown  and  narrow 

brim     of     velvet     and     satin,     shade. 1 

gray   and     white     ostrich    plumes 

form  the   trimming.    The   hat 

is  worn  well  to  one  side. 


rooms  and  stores  where  they  have  pre- 
viously been.  In  this  way  you  gain  an 
insight  into  the  methods  of  your  com- 
petitors as  well  as  valuable  ideas  to  aid 
you  in  the  conducting  of  your  own  busi- 
ness. You  are  also  training  your  assisi- 
ants  and  making  them  more  valuable 
both  to  your  business  and  to  themselves 
by  strengthening  and  deepening  their 
powers    of    observation. 


SUMMER     CAPES. 

For  hot  weather  unlined  capes  of 
taffeta  will  be  worn  instead  of  the 
heavier  gabardines  and  cloths  of  the 
early  season.  Some  of  these  capes  are 
trimmed  with  bands  of  velvet  applied  in 
the  fashion  of  long  ago,  while  others  are 
flounced  and  frilled  with  taffeta.  One  is 
lined  throughout  with  a  contrasting 
color — a  reversible  garment.  Not  all  the 
capes  one  sees  worn  are  smart,  by  any 
means.  Even  so  simple  a  garment  as 
the  cape  must  be  correctly  cut — just  the 
right  length,  just  the  right  flare,  and, 
above  all,  just  the  right  collar.  Some 
of  tlie  newesl  cloth  capes  are  lined  with 
brilliant  plaid  silk.  Black  capes  are 
lined  with  splashy  designs  in  black  and 
white,   or   plain   "dried  orange'7   satin. 


OVERSKIRTS  OF  PLAID  TAFFETA. 

Overskirts  of  plaid  taffeta  are  very 
effective,  worn  over  petticoats  of  some 
plain  color.  Green  taffeta,  for  instance. 
cross-barred  with  brown,  red  and  yel- 
low, looks  well  over  a  skirt  of  plain 
brown  taffeta;  and  an  orange  and  green 
check  may  be  combined  with  plain  dark 
blue. 


SIMPLE  STYLES  FAVORED. 

Millinery  Brought  Back  to  Simplicity  by 
Caricaturist's  Strictures  on  Ex- 
treme Modes. 
Winds  blow  from  all  sides  to  influence 
fashion.     One  reason  why  the  new  mil- 
linery   styles   are   so    simple   is   because 
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ALL-WHITE,    MOST    STRIKING. 

Color  is  everywhere — in  the  sash, 
stockings,  and  hat  of  the  tennis  costume, 
or  in  the  coat,  cape,  and  dress  for  after- 
noon and  evening  wear,  and  yet  there  is, 
after  all,  no  more  striking  costume  this 
season  than  the  one  of  all-white — white 
gown,  hat,  shoes,  and  even  veil. 


HOUSEFUBNISniNGS 


Furnishings  for  Summer  Cottages 

Important  Department  Developed  in  Connection  with  Colling- 
wood  Store — Devoted  to  Practical  Display  of  Interior  Effects — 
Tourists'  Homes  Furnished  Throughout. 


By   a   Staff   Correspondent. 


COLLINGWOOD,  July  11.— (Spe- 
cial.)— The  Summer  influx  of 
tourists  to  the  popular  resorts  up 
the  lakes  spells  business  in  a  number  of 
different  ways  for  the  merchants  in 
those  towns  which  serve  their  needs. 
Many  of  those  who  come  over  for  the 
Summer  are  Americans  of  more  or  less 
means,  and  these  visitors  do  not  stay  at 
the  hotels,  but  have  their  cottages.  And 
just  because  they  are  Summering  in  a 
cottage  that  does  not  mean  to  them  the 
same  experience  as  camping  out  or  any- 
thing of  the  kind — home  comforts  are 
desired,  and  in  supplying  these  there  is 
ar.  important  field  for  the  house- 
furnisher. 

One  of  the  most  progressive  firms  in 
this  connection  is  the  Stephens  Company 
at  Collingwood,  where 
the  second  floor  over 
two  stores  is  entirely 
devoted  to  furnishings 
for  the  home,  and  spe- 
cial attention  is  given 
to  the  furnishing  of 
the  Summer  cottage. 
When  orders  are  re- 
ceived, the  manager 
gives  them  his  special 
attention,  and  the 
store  is  prepared  to 
furnish  the  home  witli 
carpets,  rugs,  mat- 
tings,  drapery,  cur- 
tains, shades,  blinds, 
etc. 


Showing    Relation   of 
Materials. 

In  one  portion  of  the 
department  there  is  a 
most  effective  interior 
display,  a  view  of 
which  is  shown  in  con- 
nection with  this  ar- 
ticle. This  feature  has 
been   found   to   have  a 


strong  influence,  for  it  gives  an  oppor- 
tunity to  show  the  relation  of  the  dif- 
ferent materials  used. 

A  strong  feature  of  the  department 
i.4  the  showing  of  fibre  mats  and  Japan- 
ese mattings,  which  are  found  so  suit- 
able for  floor  coverings  in  the  Summer 
home,  and  special  attention  is  given  to 
shades,  not  only  for  windows,  but  for 
keeping  the  hot  Summer  sun  from 
verandahs. 

R.  A.  Stephens,  who  has  charge  of 
this  department,  states  that  house- 
furnishings,  which  are  handled  in  a 
unique  combination  with  other  depart- 
ments— groceries  and  men's  clothing  and 
furnishings — have  been  found  to  be  a 
paying  feature,  and  he  believes  in  carry- 
ing a  high-class  stock. 


Not  only  do  the  orders  come  from 
Collingwood  and  the  immediate  vicinity, 
but  attention  is  given  to  orders  coming 
from  Wasega  Beach,  where  there  are  a 
couple  of  thousand  tourists  at  certain 
seasons  of  the  year.  In  addition,  Col- 
lingwood is  an  important  clearing  point 
for  tourists  from  the  American  side, 
who  are  going  up  the  lake,  and  from 
these  some  good  orders  are  received. 


Display  In  the  kousefurnishings  department  of  the  Stephens  store.  Limited, 

Collingw I.  Ont.     This  i-  :\  dainty  old   pose  effect    Introducing  old  rose  scrim 

and  bedroom  box  covered  with  old  rose  shadow  cloth.  The  curtains  are  of 
white  scrim,  overdrapes  of  chintz  and  bedspread  of  net  with  chintz  herder. 
i'n  I  lie  M, Mir  is  a  Brussels  rug  and  Swiss  nrt  curtains  are  shown  over  the 
chairs.  The  introduction  of  price  cards  shows  the  Idea  of  putting  the  display 
i"  practical   use   from  the  sales  standpoint.     Trimmed    bj    P.   0    H    Serrurler 
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NEW    CHINESE    COUCH   COVERS. 

One  of  the  notable  new  things  of  the 
season,  the  things  people  will  talk  about, 
is  the  Chinese  couch  cover.  It  follows 
the  historic  colors  of  the  antique  rug. 
tan  and  faded  red  and  gold,  and  bits  of 
blue — the  typical  colors  of  the  Chien 
Lung  dynasty,  1739-96. 
It  is  a  delightful  piece 
of  work  and  done  in 
moquette  weave.  In 
tapestry  couch  covers 
the  line  is  interesting 
in  the  great  variety  of 
its  verdures  w  li  i  c  h 
range  from  Autumn 
colorings  in  leaf  pat- 
terns t,.  reproductions 
of  old  Flemish  fruit 
and  flower  designs. 
Many  of  these  couch 
covers  are  accompanied 
also  by  table-scarfs  to 
match.  These  table- 
scarfs  are  also  shown 
in  gold  brocaded  effects 
admirably  done  and 
reproduced  evidently 
from  old  examples, 
Persian  and  early 
Italian.  A  wide  range 
also  is  shown  this  sea- 
son in  tapestries  cov- 
ering many  styles,  all 
charming  in  color. 
Poplins  also  are  offered 
in  a  great  range  of 
colorings. 


HOUSEFURNISHINGS 


Dry  Goods  Review 
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TT  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


STAUNTON 
WALL  PAPER 


For  1915 


^ 

** 


. 


Staunton     Heady-Cut    No.    47 


Be  sure  you  see  the  Staunton  Ready- 
Cuts  (Borders  cut  out  ready  to 
hang) ,  and  the  many  other  advanced 
features  in  the  New  Line. 

Our  salesmen  are  now  on  the  road. 
One  of  them  will  call  on  you  soon, 
so  kindly  hold  your  orders  till  you 
have  seen  his  samples. 


Stauntons   Limited 

WALL  PAPER  MANUFACTURERS 
941  Yonge  St.,  TORONTO 
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Furnishing  in  Good  Taste  at  a  Moderate  Cost 

Some  Don'ts  by  an  Expert  on  House  Decoration — Plate  Rail  is 
"Infernal" — Red  is  an  Irritation;  Blue  Quieting — Soft  Colors, 
Straight  Lines,  Useful  Furniture,  and  Harmony  Without  Expense. 


THE  connection  between  art  and 
house  furnishing  is  seldom  empha- 
sized in  such  a  practical  manner 
from  the  standpoint  of  the  trade  and  the 
housekeeper  as  in  an  interview  with 
Frank  Alvah  Parsons,  president  of  the 
Arts.  It  was  not  the  views  of  an  artist 
with  a  theory  that  were  voiced,  but  prac- 
tical hints  and  instructions  which  were 
emphasized  by  illustrations  forcibly 
brought  home.  If  house  furnishing 
salesmen  in  general  could  give  the 
adviee  to  the  patrons  of  their  houses 
that  Mr.  Parsons  gave  to  The  Review, 
there  would  be  less  excuse  for  the  bad 
taste  in  housefurnishing  which  is  so 
often  evident,  and  there  would  be  no 
reason  for  more  expenditure  than  to-day. 

The  connection  between  art  and  com- 
merce, Mr.  Parsons  pointed  out,  was 
something  which  the  majority  could  not 
grasp.  Art  to  them  was  art,  and  com- 
merce was  to  them  commerce,  and  there 
was  nothing  of  either  in  the  other.  This 
Avas  a  viewpoint  which  was  altogether 
wrong.  The  relation  of  art  to  commerce 
depended    altogether    on      the      person. 

Two  main  elements  were  advanced  as 
forming  the  artistic  effect : — 

Fitness  to  use. 

Beauty. 

In  regard  to  the  first  a  lounge  chair 
of  the  living  room  would  not  suit  the 
dignity  of  a  public  platform;  an  artis- 
tic bedroom  was  not  a  bathroom.  The 
effect  of  any  furniture  depended  upon 
what  was  done  with  it;  if  it  were  not 
fit  for  the  purpose  it  should  be  sent 
Iback  to  the  store. 

,  As  to  appearance,  nearly  every  person 
could  tell  if  a  chair  was  easy  to  sit 
in  or  whether  a  table  was  fit  to  eat 
from,  but  many  people  did  not  know 
what   looked  well. 

Practical  Taste   in  Furnishing. 

On  the  point  of  fitness  in  effect  it 
was  emphasized  that  a  room  in  appear- 
ance  should  express  that  for  which  it 
stands.  The  dining  room  should  be  a 
place  to  eat;  it  should  be  felt  as  such. 
It  was  no  place  for  a  display  of  a  <  ol- 
lection  of  stuffed  birds,  of  glassware, 
0f  tinware,  of  candlesticks.  Nothing 
should  be  seen  but  what  pertained  to 
eating;  no  guest  would  want  to  eat  a 
stuffed  duck  and  therefore  no  one  would 
want  to  Look  at  such  objects  of  "art." 
[f  i  be  desire  was  to  decorate  the  dining 
room  in  accordance  with  the  standing 
of  the  occupant,  the  poorer  people  might 
he  expected  to  display  ash-cans;  it 
would   be   just   as   much    in   taste.      The 


worst   houses  in  artistic  effect  were  not 
those  of  the  poor  man. 

Plate   Rail    ' '  Infernal. ' ' 

The  plate  rail  was  referred  to  as  "in- 
fernal," and  the  speaker  laid  many  of- 
fences against  tasteful  dining  rooms  to 
its  use  for  a  display  of  gaudy  china, 
family  heirlooms,  etc. 

The  bedroom  similarly  was  a  place  to 
sleep  in.  The  occupant  should  be  first 
impressed  with  the  bed;  next  with  the 
dresser;  next  with  a  chair  to  sit  upon. 
Then  when  he  had  sat  down  he  did  not 
want  to  look  at  a  sea  of  wall  paper 
which  raised  in  his  mind  mathematical 
problems  that  would  exhaust  his  energy. 
The  bedroom  was  not  a  place  for  college 
pennants,  collections  of  curios,  photos  of 
friends — it  was  essentially  a  place  to 
put  a  bed  in. 

The  living  room  was  a  place  to  re- 
ceive friends  in,  a  room  with  the  per- 
sonal element  displayed,  and  the  furnish- 
ings should  be  in  taste.  The  drawing 
room  was  the  least  important  room  in 
the  house,  and  for  this  reason  it  was 
a  good  place  for  the  display  of  those 
articles  which  were  not  in  good  taste 
in  the  other  rooms  of  the  house.  The 
library  again  was  a  place  to  read  in; 
it   should   be   furnished    with    that   idea. 

Summing  up,  the  conclusion  was  that 
.when  people  woke  up  to  what  the  room 
Avas    for    and    furnished    it    accordingly 
they  would  know  art. 

Background  and  Color  Effects. 

In  regard  to  decorative  effects,  Mr. 
Parsons  argued  for  a  quiet  and  un- 
obtrusive background,  with  the  colors  of 
the  walls,  ceiling  and  floor  harmonizing, 
and  with  any  object  to  be  seen  brought 
out  and  emphasized  against  the  back- 
ground. Plainness  was  impressed  strong- 
ly- 

Woodwork  should  bear  a  close  rela- 
tionship to  the  color  of  the  wall;  it 
sh(  uld  he  painted  to  that  color:  maho- 
gany spoiled  many  rooms  when  a  coat 
of  cheap  paint  of  the  right  color  would 
have  a  proper  effect.  The  woodwork 
should  sink  into  the  background;  bright- 
ness should  be  in   the  small  things. 

The  lines  of  a  room  should  have  care- 
ful attention.  A  window  was  built  on 
vertical  and  horizontal  lines  and  the 
curtains  must  hang  straight  for  sani- 
tary, art  and  common-sense  reasons; 
grotesque  folds  were  condemned.  Pic- 
tures should  be  similarly  treated;  they 
should  always  be  hung  on  straight  cords 
or  wires  from  the  corners  and  hang 
flat  against  the  wall;  the  Presbyterian 
church  steeple  effect  of  wiring  spoiled 
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the  whole  effect  of  the  lines  of  a  room. 

The  floor  effect  should  be  darker  than 
the  walls  and  the  rugs  should  go  the 
way  the  house  goes;  here  again  the 
lines  should  be  followed,  no  rug  should 
be  on  an  angle. 

Some  Marring  Effects. 

Poor  taste  in  decoration  was  often 
shown  in  an  over-lavish  display.  Flowers 
should  be  given  a  chance  to  show  them- 
selves. A  glass  vase  with  three  roses 
of  the  same  color  had  an  artistic  effect ; 
a  so-called  art  jar  with  a  many- 
colored  posy  had  color  enough  to  flood 
a  street,  and  was  nothing  short  of  atro- 
cious. 

Pillows  should  be  to  rest  upon;  de- 
coration with  photos  of  friends  or  pic- 
tures of  dogs  and  cats  did  not  help  to 
make  them  restful. 

The  Effects  of  Color. 

It  was  emphasized  that  throughout 
the  scheme  of  decoration  the  predomin- 
ant thing  was  color;  it  was  all  that  was 
seen  and  yet  was  little  understood.  And 
there  were  only  three  real  colors — yel- 
low, red  and  blue — others  were  combina- 
tions. 

Yellow  brings  out  the  light;  it  is  to 
create  cheeriness  in  dark  places. 

Red  is  the  irritation  of  life;  go  easy 
with  it. 

Blue  had  the  quieting  effect.  Tests 
had  been  made  to  show  that  a  room  in 
red  looked  31  per  cent,  smaller  than  a 
room  in  blue.  This  was  a  hint  in  treat- 
ing the  rooms  according  to  their  size. 

Bright  colors  should  appear  in  small 
spots.  Areas  should  be  in  soft  colors; 
border  effects  of  flowers  were  good  but 
there  should  be  no  quantity. 

Pictures  should  be  used  sparingly,  not 
more  than  three  of  four  to  a  room;  they 
should  be  good  or  not  hung  at  all:  a 
good  photo  reproduction  was  in  better 
taste  from  a  second-rate  original.  Pic- 
tures should  conform  to  the  lines  of  the 
room  and  to  the  shape  of  the  wall.  In 
securing  an  effect  in  hanging  pictures  it 
was  not  a  question  of  how  many  but  of 
how  few.  There  should  be  no  gilt  frames 
and  no  while  mats  inside  dark  frames. 

"Swear  off  on  varnish,"  was  the  ad- 
\  ice  offered  as  regards  woodwork.  Var- 
nish  was  not    wood,  it   was  glass. 

Mr.  Parsons  summarized  his  advice  in 
speaking  for  a  home  with  soft  colors. 
straight  lines,  useful  things  for  furni- 
ture, and  harmony  rather  than  expense; 
without  the  useless,  art  appeared  at 
once;  with  art  was  an  artistic  conscious- 
ness and  the  home  became  a  place  to 
stay  in. 


Lace  Flouncings  Have  Become  a  Feature 

Lace  Promises  Well — Very  Large  Orders  Have  Been  Placed  for 
Net-Top  Laces — Metals,  Chantillys  and  Nets  Are  in  Demand — 
Shadows  Are  Staple. 


IMPORTERS  of  laces  and  buyers  for 
lace  houses,  have  just  returned  from 
abroad,  and  after  visiting-  the  various 
lace  producing  centers  and  seeing  what 
Paris  had  to  show  the  week  of  the  Grande 
Semaine  they  are  returning  with  the  im- 
pression thai  a  better  lace  season  than 
even  they  had  expected  is  before  the 
trade  this  Fall. 

Before  they  set  out  many  of  them  were 
doubtful  as  to  the  continued  vogue  of 
flouncings,  hut  judging  from  the  way 
Paris  is  using  lace  there  is  little  else 
but  flouncings  in  the  field. 

"I  had  ordered  flouncings  in  fair 
quantity,"  said  one  importer,  "but  when 
I  saw  the  gowns  at  Longchamps  and  on 
Drag  day,  and  at  Auteuil,  with  their 
tunics  and  flounces  I  just  doubled  up  on 
my  flouncing  orders." 

Lace  will  be  extensively  used  for  even- 
ing dresses  and  for  dancing  frocks,  and 
this  means  to  a  great  extent  lace  flounces. 
All  widths  will  be  wanted  up  to  42,  but 
12  in.,  IS  in.,  and  27  in.  will  be  the  big 
sellers.  For  making  dressy  blouses  floun- 
cings will  also  he  used  and  also  narrow 
widths  in  net  tops. 

Net-top  laces  will  dominate  and  the 
largest  orders  have  been  placed  for  these 
laces.  The  new  net-top  laces  are  very 
sheer  and  the  designs  and  patterns  are 
very  lovely.  The  very  finest  nets  are 
used  for  the  grounds,  and  these  are  very 
sheer  and  of  the  softest  finish.  Plain 
nets  are  combined  with  fancy  meshes, 
and  two  or  more  meshes  such  as  Brussels 
and  filet  are  used  together. 

The  most  prominent  among  the  novelty 
effects  are  the  margots.  This  lace  shows 
the  design  in  tht  form  of  a  cord  worked 
like  a  tracery  on  the  sheer  net  ground. 
Some  of  these  laces  come  on  sheer  tulle 
grounds,  and  the  pattern  is  worked  in  a 
fairly  heavy  cord.  When  used  over  black 
satin  or  colored  taffeta  the  tulle  ground 
is  merely  a  film  and  the  tracery  pattern 
stands  out.  Margot  laces  come  in  colors 
as  well  as  white.  This  Margot  effect  is 
applied   to   white   and    ecru   laces   which 


have  a  lower  edge  finished  with  very  de- 
finite scallops,  or  a  battlemented  edge  of 
black  net  over  which  the  pattern  is  con- 
tinued in  white  or  ecru  thread. 

The  outlook     is     almost     as  good  for 
I  'hanf  Lilys  as  for  net   tops  i  .  of  the 

great  use  made  of  black  and  white.  Black 
Chantillys  will  be  combined   with   white 


net-tops  or  with  white  Chantilly  laces. 
Black  Chantillys  are  in  wonderful  vogue 
in  Paris  at  the  present  time.  Moreover 
the  new  patterns  are  of  exceptional 
beauty.  They  are  very  light  in  weight, 
and  an-  eopied  from  the  true  Chantilly 
patterns,  as  there  is  less  and  less  of  the 
(Continued  on  page  36.) 


1,  Metal  lace;  L',  colored  silk  embroidered  on  not;  3.  tracery  lace  fine 
sheer  net  with  filet  edge;  4,  net  top  edge;  5,  net  lace  in  shadow  effect; 
6,  tulle  ground  with  tracing  pattern.  These  tulle  ground  laces  are  the 
last  word  in  sheerness  and  transparency.    Shown  by  Voss  &  Stuffmann. 
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New  Ideas  Coming  to  the  Front  in  Neckwear 

Organdie  Will  Keep  its  Place  and  Pique  Will  be  Strong — Fluting 
of  Organdies  —  Both  Tailored  Styles  and  "Lacey"  Effects 
Predicted. 


THE  early  season  collars  have  all 
been  on  the  rolling  high  back  ord- 
er, and  ,though  more  fitting  at  the 
back,  still  flare  away  from  the  throat  in 
front  though  the  V  cut  is  not  so  low  as  it 
has  been.  There  is  a  feeling  at  present 
that  more  tailored  styles  are  due  and 
color  is  given  to  this  idea  by  the  great 
popularity  of  pique.  Pique  collars  are 
the  leaders  in  Fall  neckwear.  Buyers  and 
importers  who  have  just  returned  from 
Paris  report  that  pique  is  pretty  nearly 
all  that  there  is  to  it  in  neckwear  in  the 
gay  city  at  the  present  moment.  Predic- 
tions are  made  that  there  will  be  a  great 
run  on  pique  during  the  early  Fall  sea- 
son not  just  in  collars  alone,  but  for  col- 
lar and  cuff  sets,  vests  and  belts.  Many 
new  ideas  are  shown  in  these  items  trim- 
med with  just  a  line  piping  to  give  them 
a  touch  of  color.  Embroidered  pique  is 
also  used,  and  these  embroideries  often 
have  touches  of  color  in  the  design.  The 
high  back  rollover  collars  are  also  being 
developed  in  pique.  New  models  are 
showing  that  bear  a  strong  likeness  to 
the  Robespierre  collar  of  a  few  seasons 
ago  and  there  are  also  many  flat  sailor 
collars  developed  in  pique. 

Organdie  neckwear  has  suffered  no 
eclipse  and  the  feeling  seems  to  be  that 
collars  of  organdie  will  hold  their  own 
in  the  coming  season.  Exquisite  em- 
broideries are  showing  for  the  use  of  the 
neckwear  houses  and  the  beauty  of  the 
collars  produced  from  these  embroideries 
will  serve  to  keep  organdie  neckwear  in 
the  front  of  the  selling  line. 

Belt  and  suspender  effects  combined 
have  come  to  the  front  and  designers  are 
now  working  on  new  ideas  along  this 
line. 

Just  what  form  the  novelties  of  the 
later  season  will  take  has  not  been  fully 
determined,  but  it  seems  very  probable 
that  more  tailored  ideas  will  be  a  big 
feature.  Some  straight  stock  collars 
have  appeared  in  Paris  and  models  of 
this  kind  are  sure  to  be  included  in  later 
lines.  Paris  ideas  include  closed  stocks 
and  Directoire  collars,  and  also  jabots 
and  side  frills.  Some  of  these  collars 
are  very  mannish  and  are  shaped  on  the 
lines  of  men's  wing  collars. 

At  the  other  extreme  come  the  predic- 
tions that  lace  neckwear  is  again  coming 
into  its  own  this  Fall.  The  new  collars 
will  no  longer  be  plain,  but  will  be  trim- 
med with  lace  and  ribbons.  Lace  trim- 
med collarettes  and  sruimpcs  will  be  worn 
and  the  collarettes  will  be  trimmed  :il  the 
back  only,  and  this  (rimming  will  con- 
sist of  ribbon   or  ruches  of  lace.        Or- 


gandie will  be  used,  but  it  will  no  longer 
take  the  form  of  a  plain  collar,  but  the 
new  models  will  come  in  combination  of 
organdie,  ribbon  and  lace.  Little  ruches 
of  organdie  will  be  used  trimmed  with 
ribbon. 

From  Paris  comes  a  new  idea  in  using 
organdie  and  other  materials  in  the  plac<; 
of  pleatings.  The  material  is  fluted  in 
the  same  manner  that  cap  frills,  collars 
and  the  frills  on  fine  laundry  work  were 
finished  in  the  early  days  of  Victoria's 
reign.  This  fluting  Paris  calls  "tuy- 
aute."    This  tuyaute  effect  comes  in  or- 


gandie. This  effect  is  used  for  neck 
frills,  side  frills  on  vests  and  guimpes 
and  for  cuff  finishes  for  sleeves. 

Vestees  will  continue  popular  and  will 
conic  in  organdie,  pique,  batiste  and  plain 
linen.  Plain  linen  vestees  have  patch 
pockets  and  some  of  them  are  finished 
with  plain  sailor  collars.  Collar  and 
cuff  sets  will  be  very  much  worn.  The 
variety  of  collar  forms  is  large  and  cuffs 
vary  from  very  narrow  styles  to  large 
deep  pointed  affairs.  Guimpes  will  still 
sell  and  a  good  business  will  be  done  in 
net  and  chiffon  pleatings. 


New  Ribbons  for  the  Fall 

Gold,  Silver  and  Steel  Novelties  Numerous — 
Ribbon  Stocks  Are  Now  Very  Low — Moires  in 
Strong  Position — Purple  Not  Good. 


BUSINESS  all  Summer  has  been 
decidedly  good  in  the  ribbon  de- 
partments, and  the  wholesale 
houses  have  been  kept  busy  in  filling  in 
orders  for  pressing  needs  for  widths  and 
shades.  Stocks  now  are  reduced  to  a 
low  ebb,  and  it  is  a  difficult  matter  to 
procure  many  of  these,  as  the  trade  is 
well  sold  up  on  most  desirable  lines. 

In  some  cases  promised  deliveries 
from  the  manufacturers  have  not  come 
to  hand  yet,  and  when  one  arrives  it  has 
t(  be  divided  up  among  waiting  orders, 
so  that  all  may  have  some  ribbons  to  tide 
them  over. 

The  man  who  ordered  early  this  sea- 
son made  no  mistake,  but  even  then  in 
many  cases  shipments  were  belated.  This 
in  nowise  reflects  upon  the  houses  whole- 
saling ribbon,  and  much  as  they  have 
been  abused  they  are  not  in  fault.  The 
whole  world  has  been  wanting  ribbon, 
and  manufacturers  have  found  it  im- 
possible to  fill  their  orders. 

Moire  ribbons,  particularly  in  black 
and  in  white,  are  in  a  strong  position, 
and  heavy  cords,  taffetas  and  failles  are 
leading  weaves.  Roman  stripes,  baya- 
deres, and  some  warp  prints  are  selling 
for  sashes  and  girdles,  and  for  novelty 
purposes  warp  prints  and  fancy  novel- 
ties are  being  taken.  The  sale  of  black 
ribbon  velvets  is  always  a  large  one  at 
this  time  of  the  year,  but  this  year  the 
call  is  stronger  than  usual  for  color.-;. 
All  colors  are  good,  but  purple,  Paddy 
green,  cerise,  Saxe,  Royal,  tango  and 
mahogany  are  the  selling  colors. 

From  abroad  comes  the  news  that  con- 
fetti moire,  with  small  irregular  shaped 
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dots,  are  among  the  novelties  showing. 
Irregular  or  waved  stripes  and  bayadere 
stripes  in  colored  mottlings  on  a  ground 
of  moire  are  some  of  the  new  ideas 
brought  out  for  Fall.  Narrow  faille 
ribbons  with  a  satin  border,  and  failles 
with  epingle  borders,  wide  on  one  side 
and  narrow  on  the  other,  are  shown.  All 
these  ribbons  are  in  solid  color.  Faille 
ribbons  have  borders  of  gold,  silver  or 
steel  in  relief  effect,  and  some  of  them 
show  the  two  metals  blended. 

Very  wide  failles  come  with  one  side 
in  very  dark  colors,  such  as  tete  de 
negre,  myrtle  green,  crow  blue  or  black, 
while  the  reverse  is  in  Pekin  stripes  in 
red,  white  and  blue. 

Many  novelty  ribbons  come  in  satins 
a"  well  as  failles  and  moires,  interwoven 
with  gold  and  silver.  Metallic  moires 
are  intended  to  use  with  fur,  and  all 
metallic  effects  promise  to  have  a  high 
place  in  the  coming  Fall. 


RUBBER    GIRDLES    FOR    BATHING. 

Among  the  popular  materials  for  the 
bathing  suit  are  the  waterproof  black 
^atins.  taffetas — in  black,  navy  blue  and 
striped,  checked  and  plaided  effects. 
Surah  and  spot  proof  foulard  are  also 
used.  Collars,  cuffs,  girdles  and  sashes 
of  Roman  and  novelty  striped  silks  are 
very  effective  on  bathing  frocks  of  black 
or  plain  colored  taffetas.  Buttons 
covered  with  striped  silk  are  a  novel  fea- 
ture on  some  of  the  new  models. 

Another  new  feature  are  the  irirdles 
and  sasli  ends  of  Roman  striped  rubber. 
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Pressed  velvet  (or  vests  and  tri lings  In   It an 
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new    art    colorings.      Shown    by 


Veiling  Novelties  are  New  and  Striking 

Square  Meshes  and  Square  Spots  the  New  Lines  —  The  Short 
"Bobby"  Veil  the  Leader  —  Dotted  and  Tracery  Borders  in 
Chenille  in  High  Favor — Hexagons  Still  the  Best  Sellers. 


THE  early  Fall  and  the  late  Autumn 
is  the  period  of  the  year  when  veil- 
ings are  in  greatest  demand.  There- 
fore it  is  the  season  when  veiling  novel- 
ties make  their  appearance.  The  trend 
of  fashion  has  favored  the  wearing'  of 
tbe  veil  for  some  time  and  prospects  are 
bright  for  the  coming  season.  Hats  are 
small  and  there  is  an  air  of  neatness. 
Smoothness  about  the  new  coiffure  that 
can  only  be  retained  out  of  doors  by  the 
wearing  of  a  veil,  also  gives  a  finishing 
touch  to  the  toilette  that  is  absent  when 
it  is  not  worn. 

"Smart"  is  the  word  to  apply  to  I  ho 
new  veilings  and  (here  is  an  air  of 
novelty — and  something  that  reminds  one 
of  the  New  Art  effects.  This  is  due  most 
probably  to  the  number  of  filet  and 
square  meshes  and  to  the  featuring-  of 
square  spots  on  hexagon  meshes.  Square 
spots  are  also  seen  on  square  and  filet 
mesh  chenille  borders  and  borders  in 
embroidery  with  chenille  dots  worked  in 
are  good.  Borders  all  of  dots  are  a  fea- 
ture. Bordered  veilings  with  the  beauty 
spot  is  another  new  idea.  Fine  irregular 
meshes  have  squares  or  diamonds  in 
large  filet  mesh  centered  with  groups  of 
square  spots  let  in.  Neat  spot  and  floral 
designs  such  as  have  been  worn  are  also 
showing  for  the  staple  trade. 

The  veil  of  the  new  season  is  the 
"Bobby"  veil,  so  called  because  it  fol- 
lows the  line  of  the  chin  strap  of  the 
Loudon  policeman's  or  Bobby's  helmet. 
Policemen  its  all  know  are  termed 
"Bobbies,"  in  England,  because  the  po- 
ller force  was  first  organized  by  Sir 
Robert  Peel. 

The  craze  Tor  the  "Bobby"  veil  means 
thai  peils  can  be  worn  even  in  cold  weath- 
er, as  \\  ben  w  orn  in  t  his  manner  t  he  \  eil 
does  not  cover  the  mouth.  When  tbe 
veil  comes  over  the  whole  of  the  Pace 
the  moisture  from  tbe  breatb  freezes  to 
the  veil  and  makes  its  wearing  uncom 
Portable.  A.s  the  "Lobby"  veil  does  not 
come  so  lew  there  will  be  no  trouble  of 
this  kind  and  this  fad  alone  oughl  to 
make  the  "Bobby"  \  eil  popular. 

Extreme  veilings  have  small  tassels  or 
balls  dangling  Prom  the  edge,  and  some 


new  veils  are  fringed.  Novelty  \eils  in 
white  are  showing  for  wearing  with  the 
smart  white  hat.  Very  smart  ideas  are 
shown  in  white  bordered  veilings  suit- 
able both  for  "Bobby"  effects  and  to 
be  worn  in  the  ordinary  manner.  A  \  erj 
extreme  veiling  novelty  is  flounced  and 
the  mesh  is  pink  while  the  embroidery  is 
blue. 


LACE  FLOUNCINGS  HAVE  BECOME 
A  FEATURE. 

(Continued  from  page  33.) 
shadow    idea    used    as    the    season    ap- 
proaches. 

The  outlook  for  plain  nets  is  particu- 
larly good.  The  waists  of  the  new  gowns 
are  almost  entirely  of  net  and  net  tunics 
with  edges  of  ribbon  and  fur  are  very 
prominent.  All  kinds  of  net  are  good 
but  particular  mention  must  be  made  of 
the  new  metallic  nets  in  gold  color; 
silver  color  and  various  bronze,  and  gun- 
metal  shades. 


Metal      lace-  d      their  own 

Summer  season  and  promise 
very  largely  used  during  the  coin- 
ing Fall.  They  will  be  very  much  used 
on  evening  gowns  in  combination  with 
beads  and  fur.  The  new  metal  laces  are 
very  light  and  are  wonderfully  soft  in 
finish.  Some  of  them  are  decorated  with 
spangles  in  punched  effect. 

The  improvement  in  narrow  Venise 
lace  edges  and  bands  continues,  and  gen- 
erally speaking  Venise  is  nearer  the 
spotlight  than  it  was.  When  once  laces 
begin  to  be  used  extesively  all  the  kinds 
have  a  turn  before  the  vogue  runs  itself 
out.  Shadow  laces  are  still  strong  sell- 
ers for  staple  purposes. 

The  market  at  the  present  time  is 
bare  of  laces,  and  stocks  in  the  hands  of 
merchants  are  unusually  well  cleaned 
up.  Narrow  edges  and  narrow  width 
laces  are  pretty  well  out  of  tbe  market 
at   the  present  time. 


Smaller  Fancy  Necklets 


The  Larger  Beads  in  Some  Cases  Being  Dis- 
played— Paris  Still  Going  Very  Strong  in  Spite 
of  Long-Continued  Popularity. 


MONTREAL,  July  13.  (Special).— 
Though  bead  necklets  have  been 
enjoying  considerable  popu- 
larity for  some  little  time  now,  and  some 
buyers  are  predicting  that  they  will  soon 
give  place  to  something  else,  there  are 
nevertheless  many  who  contend  that  they 
will  be  good  for  quite  a  while  yet. 

An  importer  who  deals  very  largely  in 
this  class  of  goods  returned  about  two 
weeks  ago*  Prom  Paris  and  reports  that 
bead  necklets  are  going  stronger  than 
ever  in  the  European  fashion  center,  lie 
was  so  impressed  with  the  apparent  good 
outlook  thai  he  placed  large  orders, 
though  stating  thai  owing  to  the  great 
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demand  there  was  difficulty  in  getting 
his  orders  filled. 

The  popularity  of  the  very  large  beads 
has  given  place,  to  some  extent,  to  long 
necklaces  of  smaller  beads.  These  are 
made  of  glass  or  composition  of  various 
colors  and  in  all  kinds  of  combinations 
of  colorings. 

Tn  many  cases  necklets  are  worn  to 
match  gowns,  but  they  are  also  very 
largely  in  colors  that  lend  contrast,  or  a 
i  olor,  to  tin1  costume. 

Among  the  more  recent  importations 
are  some  very  attractive  small  fancy 
necklets.  These  come  ir.  a  great  variety 
of  color  combinations  as  well  as  plain 
colors,  and  are  shown  with  fancy  pend- 
ants and  ornaments  or  tassels. 


Played  Big  Part  in  Selling  1553  Pairs  of  Hose 

Special  Hosiery  Window  Put  on  to  Help  Sale  Brought  Very 
Gratifying  Results  in  Up-Town  Store — Guessing  Competition  on 
4744  Pairs  in  Window — Crowded  the  Approaches. 


THE  window  display  of  hoisery 
shown  above  was  put  on  by  the  ('. 
Umphrey  Co.,  Limited,  1223-1225 
Bloor  street  West,  Toronto,  essentially 
an  up-town  store,  on  one  of  the  main 
street  car  lines  about  2y2  miles  from  the 
center  of  the  city.  There  were  over 
1,500  pairs  sold  and  the  firm  attribute 
the  success  of  this  June  sale  to  a  large 
extent  to  this  window. 

As  it  stands  it  is  a  display  that  is 
striking,  if  for  nothing  else,  for  the 
impression  of  a  vast  number  of  one  kind 
of  thing.  "Hundreds,"  one  passer-by 
might  say.  "No,  thousands,"  another 
might  correct.  "Look  at  all  the  stock- 
ings!" a  third  would  exclaim.  This  ef- 
fect in  itself,  is  a  valuable  result  of  a 
window    display    when    the    desire    is    to 


emphasize  one  line  of  goods,  in  quantity 
and  lowness  of  price. 

This  window  is  essentially  a  merchan- 
dise; a  "stocky"  window,  piled  up  out 
to  the  sides  and  even  the  top  railing.  Or- 
dinarily the  height  of  the  display  would 
be  considered  a  defect,  on  the  ground, 
first,  of  the  large  quantity  of  goods,  and 
secondly,  the  failure  of  the  eye  to  take 
in  much  above  its  level.  But  not  so 
in  smallware  windows  where  there  is  a 
considerable  amount  of  packing  of  goods, 
and  where  the  repetition,  up  and  up, 
adds  to,  rather  than  confuses  the  im- 
pression. 

Neat  Price   Cards  Prominent. 

One  of  the  advantages  of  the  window, 
which  is  limited  to  black  and  white 
lines,  is  the  prominent  use  of  neat  price 


tickets.  This  is  almost  indispensable  in 
a   sales  window  of  this  description. 

Some  display  men  object  to  printed 
paper  signs  being  attached  to  the  win- 
dow. The  two  used  here,  however,  are 
not  too  large  and  do  not  appreciably  con- 
ceal the  contents  behind.  The  slanting 
position  may  he  commended,  rather  than 
criticized,  on  the  ground  that  it  is  a  re- 
lief to  the  straight  vertical  and  hori- 
zontal lines  of  the  display. 

A  couple  of  points  may  be  noted:  The 
white  hoisery  might  have  been  used  in 
contrast  with  the  black,  to  get  the  effect 
of  contrast  given  by  the  boxes,  to  good 
effect ;  and,  the  corsets,  we  believe, 
should  have  been  omitted.  It  may  well 
be  asked,  what  have  corsets  to  do  with 
hosiery?     It  is  quite  true  that  both  may 


Hosiery  window  of  C.  Umphrey  Co.,   Ltd.,     that   contained   over  4,700   pairs   of  hose. 
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EQUIPMENT  AND   DISPLAY 


Sales  Window  Trimmed  with  Cotton    Dress  Fabrics 


THIS  display  was  used  in  connection  with  a  sale  of  cotton  dress  fabrics,  the 
majority  in  printed  designs  on  crepe  materials.  Only  a  small  window 
space  was  used,  and  this  makes  the  window  of  special  value  to  the  trimmer 
who  has  only  small  space  at  his  disposal.  Trimmers  should  note  that  while  the 
window  is  slightly  fuller  than  would  be  the  case  if  novelty  materials  were  being 
dealt  with,  each  drape  is  so  arranged  that  the  background  separates  them,  or 
that  the  lines  of  the  draping  are  so  opposed  that  each  drape  stands  out  distinctly. 
Note  that  the  back  drapes  are  of  different  heights  to  avoid  a  sameness  of  treat- 
ment. No  background  is  used  except  the  permanent  one  of  oak  and  in  this 
way  nothing  detracts  from  the  merchandise.  The  drapes  themselves  are  skil- 
fully arranged  with  easy  fullness  at  the  bottom.  Prominence  has  been  given  the 
price,  and  rightly  so,  as  this  is  a  sale  of  wash  goods. 


be  regarded  as  "accessories,"  but  the 
hose  are  not  used  in  this  window  as  an 
accessory,  but  as  the  Main  Thing,  and 
the  corsets  seem  out  of  place.  The 
"white  effect  could  have  been  secured  by 
the  white  hose,  or  perhaps,  the  floor  in 
front  could  have  been  covered  lightly 
with  some  white  cloth. 

But,  take  it  altogether,  the  window  is 
an  excellent  one  and  a  capital  piece  of 
merchandising. 

There  was  an  interesting  guessing 
competition  in  connection  with  the  sale. 

In  a  description  of  the  window  which 
the  firm  kindly  furnished  to  The  Review, 
they  state: 

The  Idea  of  the  Firm. 

"Our  window  is  7  ft.  x  14  ft.  We 
made  an  exclusive  hosiery  show  except 
for  corsets  that  we  used  to  add  white  to 
the  display. 

"We  featured  for  children  a  fine  cash 
mere  stocking;  to  bring  this  line  promin- 
ent before  the  people  a  large  size,  dress- 
ed doll  was  used.    A  silk  ribbon  with  the 

words   " '    printed    on   it 

was  placed  from  shoulder  to  waist 
across  the  front  of  the  doll.       This  doll 


attracted  much  attention,  and  many  peo- 
ple asked  for  the  hosiery. 

"The  hosiery     featured     particularly 

was  the  brand.     Two  large  show 

cards  were  used  with  the  name  on  them. 

"The  window  remained  in  ten  days 
and  in  order  to  attract  special  attention 
to  it,  we  offered  a  five-dollar  gold  piece 

SEE  THE  PRIZE  TRIMS. 
All  the   entries  in  the  big  C.W.T.A. 
competition  will  be  on  exhibition  during 
the  Third  Annual  Convention,  Aug.  11, 
12  and  13  next,  in  Toronto. 

to  the  person  who  guesed  the  correct  or 
nearest  correct  number  of  pairs  of  hose 
used  in  the  window.  A  book  was  placed 
in  a  prominent  place  in  the  store  with  a 
Large  card  on  which  was  written  '' Reg- 
ister your  hosiery  guess  here."  We  were 
surprised  at  the  interest  taken,  both  by 
young  and  old.  All  kinds  of  guesses 
were  registered.  Questions  were  asked 
as  to  whether  the  boxes  were  full,  and 
so  on.  No  one  in  the  store  knew  how 
many  pairs  were  in  the  window,  noi 
even  the  proprietor.  The  boisery  were 
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counted  when  taken  out  of  the  window, 
and  numbered  4,744  pairs.     The  nearest 
guess  was  4,870,  and  the  prize  was  won 
by  a  gentleman  well  known  in  this  dis- 
trict. 

Sidewalk  Crowded. 

"We  promised  to  announce  the  win- 
ner's name  in  our  window,  at  8.30  p.m. 
on  the  Saturday  evening  following  the 
removal  of  the  hose,  and  by  that  hour 
the  sidewalk  was  crowded  with  people 
waiting  to  learn  the  winner's  name. 

"We  pride  ourselves  in  a  growing  hos- 
iery business  and  keep  a  record  of  all 
hose  sold.  During  the  month  our  dis- 
play was  on  our  sales  reached  1,553 
pairs. 

"We  are  thoroughly  satisfied  that  ex- 
elusive  displays,  occasionally  lend  prest- 
ige to  departments  increase  sales  after 
the  display  has  been  taken  out. 

"We  trust  this  article  will  be  of  some 
material  benefit  to  your  valuable 
magazine." 

The  Review  will  be  pleased  to  receive 
window  displays  of  any  description  from 
its  readers  and  comment  upon  them. — 
The  Editor. 
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Place  your  Or- 
ders at  once,  as 
only  a  limited 
number  can  be 
made  for  Fall 
Delivery. 

Write  for 
Our  Illustrated 
Catalogue  and 

Price  List 


is  the  NEWEST— The  3-Way 
DRAPING  FORM 


This  new  form  is  designed  especially 
for  obtaining  all  the  newest  dress  effects 
and  will  be  exhibited  for  the  first  time 
at  trie  Window  Trimmers'  Convention 
at  Chicago,  also  at  the  Canadian  Win- 
dow Trimmers'  Convention  at  Toronto, 
where  demonstrations  by  well-known 
decorators  will  be  given.  The  form  is 
strongly  made  of  heavy  papier  mache. 
No  merchant  can  afford  to  be  without 
this  Form.  It  is  indispensable  for  ob- 
taining the  newest  Fall  and  Winter 
effects. 

Covered  in  White  Jersey  Cloth, 
price  $5.50 

Plain,  without  cover,  $4.00 


Manufactured   by 


DALE  &  PEARSALL 

The  Leading  and  Largest  Manufacturers  of  WAX  FIGURES  and  DISPLAY  FORMS  in  Canada 

106  FRONT  STREET  EAST,  TORONTO 


Beautiful  Leaves  and  Vines  in  Autumn  Colors 

Window  Dressers  Will  Have  All  the  Variety  of  the  Autumn  Forest 
to  Draw  on — New  Wreaths  and  Sprays  for  the  Christmas  Displays 
— Leading  Trimmer  Does  Not  See  New  School  of  Art  as  an 
Influence  for  Store  Decoration. 


THE  window  trimmer  who  is  look- 
ing forward  to  doing  something 
special  for  the  Fall  season  will  find 
that  he  will  be  able  to  get  much  new 
material  in  leaves,  vines  and  sprays 
which  represent  all  the  rich  and  varied 
colors  of  the  Autumn  forest  after  the 
early  frosts.  The  reproduction  of  the 
color  effects  are  very  beautiful  and  so 
realistic  as  to  give  full  credit  to  the  beau- 
ties of  nature  whose  hand  works  a  riot 
of  color  in  the  brown  and  gold  month  of 
October. 

There  are  long  sprays  of  leaves  in 
which  the  deep  rich  red  so  often  seen  in 
the  maples  is  shaded  with  the  yellows 
and  golds;  there  are  others  in  which  the 
russet  predominates;  there  are  long 
vines  of  various  crawling  plants — sprays 
of  the  grape  with  the  clusters  of  large 
purple  fruit  so  natural  as  to  tempt  the 
appetite;  there  pine  sprays  with  the 
cones  and  berries.  Tn  each  the  natural 
colors  are  vividly  reproduced. 

One  of  the  striking  new  effects  are  the 
large  poinsettias  reproduced  in  crimson 
velvet,  and  for  decorative  purposes  noth 


ing  could  be  much  more  effective.  Then 
in  the  flowers  for  vase  display  there  are 
roses  of  every  color  and  carnations  and 
giant  chrysanthemums  with  shaggy  petals 
that  form  a  great  ball  of  color. 

For  the  Christmas  display  there  are 
new  sprays  and  wreaths  of  holly,  and  in 
these  something  new  is  seen  in  the  in- 
troduction of  red  leaves  as  well  as  red 
berries.  The  effect  is  hardly  a  natural 
one,  but  the  red  carries  a  note  of  relief  to 
the  solid  green  and  makes  a  strong  com- 
bination.        One    of    the   most    striking 

Three  very  valuable  days  for  the  win- 
dow trimmer  at  the  C.W.T.A.  Conven- 
tion, in  Toronto,  Aug.  11,  12  and  13,  1914. 

sprays  for  the  Christmas  showing  is  one 
of  green  and  whi^e  frosted  pine  with  the 
cones  and  berries;  this  is  of  outstanding 
beauty. 

There  are  palms  of  various  sizes  and 
the  Adiantum  and  other  ferns  shown. 
Palms  are  always  strong  for  any  season 
and  ferns  give  a  dainty  impression  to 
any  scheme  in  which  flowers  are  intro- 
duced. 
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New  Art  Not  an  Influence. 

A  leading  window  dresser  in  speaking 
of  Fall  decoration  expressed  the  opinion 
that  flowers  and  sprays  would  be  used 
more  in  vase  displays  than  for  back- 
ground trims. 

To  this  authority  was  put  the  question 
as  to  the  influence  of  the  new  school  of 
art  in  window  dressing.  He  did  not  be- 
lieve that  the  cubists  and  the  others  of 
the  same  line  of  thought  would  have  any 
extensive  effect  in  this  direction.  His 
argument  for  this  was  that  there  would 
be  few  dressers  with  a  knowledge  of  the 
subject  to  carry  out  the  idea  properly, 
while  at  the  same  time  there  would  be 
few  stores  with  the  material  to  make  the 
trim  as  it  should  be  made. 

Marshall  Field  &  Co.,  of  Chicago,  re- 
cently showed  a  window  in  the  futurist 
art,  but  there  are  few  stores  which  are 
in  a  position  to  give  the  attention  or  get 
the  material  for  a  display  of  this  kind 
and  then,  too,  it  must  be  done  by  some- 
one with  a  pretty  wide  knowledge  of  a 
subject  which  most  people  are  beginning 
to  grasp  but  vaguely. 
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Where  Too  Much  Background  Marred  the  Drape 


IN  the  last  number  of  The  Review,  there  wa 
windows    put    in    by    high-salaried    and 
further,  in  a  practical  and  convincing  m 
ground,  the  great  value  that  lies  in  such  wind 
ambitious  and  wishes  to  profit  by  the  work  of 
Judging  from  the  number  of  windows  sent  in 
common  one  and  to  show  that  it  is  so  we  are  re 
"fussy"  drapery  in  the  background  is  again  v 
of  the  display  rather  than  of  the  background, 
play,  in  front  and  rear  the  back  one  detracting 
and  the  plain  natural  background  of  the  win 
evening  wear  effect),  the  trim  would  have  been 
impression,  standing  out  as  prominently  as  the 


s  shown  very  clearly  the  reason  why  so  many 
experienced  store  decorators  were  used,  and 
anner  by  the  simple  device  of  altering  a  back- 
ows  for  the  decorator  in  the  small  store  who  is 
the  men  who  are  at  the  head  of  the  profession, 
to  The  Review  the  fault  pointed  out  is  a  very 
producing  another  window  where  the  fault  of 
cry  evident.  In  this  case  the  festoons  are  part 
but  in  this  case  give  the  effect  of  a  double  dis- 
from  the  other.  If  these  had  been  removed 
dow  left  (with  perhaps  a  few  flowers  to  give  an 

more  distinct  and  thus  conveyed  a  stronger 

wash  goods  trim  on  page  30. 


The  drapes  themselves  are  well  executed  and  considerable  skill  is  shown  on  the  part  of 
A.  S.  Rennie,  of  Tillsonburg,  who  made  this  trim. 


A  trim  in  the  first  place  must  be  of  a  natu 
tention  of  the  passerby  and  to  create  a  desire 
display  as  a  whole  must  do.     When  this  atten 
concentrate  it  on  some  one  article  so  that  the 
induce  the  prospective  customer  to  step  into  t 
department.    To  do  this  each  article  must  as  i 
separate  display.    Therefore  even  when  the  ma 
should  never  be  crowded — except  of  course  in 
against  its  own  bit  of  background.     When  ve 
with  the  intention  of  making  every  fold  tell, 
are  of  cheaper  grade  but  the  general  rule  is  the 


re  to  attract  the  buying  public;  to  gain  the  at- 
to  examine  it  more  closely.  This  is  what  the 
lion  is  gained  the  mission  of  the  window  is  to 
desire  for  it  will  lead  either  to  a  direct  sale  or 
he  store  to  inspect  the  rest  of  the  stock  in  the 
t  were  separate  itself  from  the  rest  and  form  a 
Icrials  are  of  the  cheaper  grade  the  display 
smallwares — and  each  drape  should  stand  out 
rv  rich  materials  are  shown  drapes  are  fewer 
More  drapes  are  permissible  when  the  materials 
same. 


The  use  made  of  fashion  pictures  in  this  display  is  a  step  in  the  righl  direction,  and  upholds 
like  a  dainty  show  card,   the  idea  behind  the   trim. 
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Direct  Proof  of  New  Business  by  Motor  Cars 

Seven  New  Customers  Ordered  Goods  From  Poulin  Store  Day 
After  Motor  Car  Paid  First  Visit  to  Outlying  District — Ottawa's 
Snow  Storms  Never  Bother  It — 40  to  60  Miles  Daily. 


TESTS  as  to  the  advantages  of 
motor  delivery  over  horse-drawn 
vehicles  are  made  along  various 
lines,  the  comparative  cost  figuring  fre- 
quently as  the  most  approved,  owing  to 
this  being  the  easiest  method  of  compari- 
son. This  is  based  often  on  the  cost  of 
delivery  per  parcel,  many  merchants 
keeping  a  record  of  the  items  so  exactly 
that  they  can  figure  it  out  along  this 
line.  This,  as  a  rule,  must  be  considered 
one  of  the  fairest  tests.  Others  carry 
out  the  estimate  at  so  much  per  mile, 
and  run  into  a  difficulty  that  is  unfair  to 
the  motor  car,  as  the  latter  covers  a 
much  wider  area  than  the  horse  delivery, 
and  an  area  that  would  be  lost  to  the 
store  if  the  motor  car  were  not  used. 

Some  firms  make  it  a  practice  to  re- 
tain their  horse  delivery 
for  a  closely  settled  resi- 
dential area  where  there 
is  in  some  rush  seasons 
almost  a  house-to-house 
delivery,  utilizing  the 
motor  car  for  a  scattered 
field  that  is  almost  beyond 
the  horse  to  work  satis- 
factorily. 

I 
Only  For  Outside   Dis- 
tricts. 

But  apart  from  any 
consideration  of  compara- 
tive costs — in  which  it 
has  been  found  many 
times  that  a  car  does  the 
work  of  two  horse  de- 
liveries —  in  expanding 
store  districts  it  very 
often  is  found  impracticable  to  cover 
them  efficiently  except  with  a  car.  This 
was  the  case  with  several  dry  goods  firms 
in  London.  Ottawa  is  another  case  in 
point  and  one  even  more  favorable  to 
the  efficiency  of  motor  delivery. 

In  the  capital  city  the  outlying  dis- 
tricts have  been  filling  up  very  rapidly; 
often  used  first  as  summer  resorts  and 
later  being  adopted  the  whole  year 
round.  The  competition  in  dry  goods 
business  there  is  very  keen,  and  nearly 
all  the  stores  are  endeavoring  to  handle 
a  growing  business  as  far  as  10,  12  and 
more  miles  from  the  center.  This  is  a 
big  problem,  catering  to  so  scattered  a 
circle,  and  it  is  one  that  only  the  motor 
car  can  handle  with  success. 

This  has  been  the  experience  of  L.  N. 
Poulin  &  Co.  Not  only  do  the  firm  con- 
sider a  motor  delivery  as  an  essential  to 


handle  the  outlying  trade,  but  in  a  very 
direct  manner  they  were  given  proof  of 
business  that  was  drawn  in  through  that 
motor  car.  One  morning  the  firm  made 
a  special  trip  to  a  suburb  nearly  a  dozen 
miles  out  to  oblige  a  single  customer. 
The  next  day  seven  more  from  that  dis- 
trict had  given  orders  for  goods — 
through  seeing  the  motor  car  passing. 

12  Miles  Out  and  Back  at  10.30. 

One  record  made  by  the  car  was  out 
to  City  View,  12  miles  away,  at  8  o'clock. 
and  back  in  good  time  to  prepare  for  a 
10. .SO   delivery  in   another   district. 

The  car,  a  view  of  which  appears  here- 
with, makes  an  average  daily  run  of  40 
to  60  miles.  It  has  gone  as  far  as 
Rideau  Park,  15  miles. 


HINTS     TO     WINDOW     TRIMMERS. 

It  is  the  little  natural  touches  that 
tell.  Kiddies'  dresses  from  2  to  8  years, 
made  of  checked  and  striped  gingham  of 
good  quality  and  trimmed  with  plain 
cloth  in  two  attractive  styles,  at  69  cents 
each,  were  of  themselves  enough  to  make 
mothers  visit  the  department.  There  was 
one  little  touch  to  the  trim  that  caught 
many  eyes,  for  it  showed  that  the  decora- 
tor knew  child  nature.  Two  very  natural 
wax  figures  were  dressed  in  the  little 
gowns  and  one  had  climbed  into  a  ver- 
andah rocking  chair,  while  the  other 
was  standing  on  the  seat  of  an  armchair 
and  was  looking  over  the  side.  These 
figures  not  only  drew  attention,  but  they 
showed  how  well  cut  and  well  made  were 
the  little  dresses  and  how  big  a  bargain. 


M, 


>tor  delivery  that    dashes    through  Ottawa's  snow 
at  40  or  SO  miles  a  day. 


The  regular  schedule  is  as  follows: — 
At   10.30   a.m.— Hull,   The   Glebe,    Ot- 
tawa East,  center  town. 

At  2.ii0  p.m.— The  Glebe,  Ottawa 
South,  Hintonburg,  Rockliffe,  center 
town. 

At  5.20  p.m. — The  Glebe  and  center 
town. 

At  8.30  p.m.,  Saturdays — General. 

The  car  uses  about  30  gallons  of  gaso- 
line a  week. 

Ottawa  is  famous  for  snow,  and  the 
practice  of  a  snow  plow  clearing  the 
walks  also  results  in  much  of  it  being- 
thrown  into  the  center  of  the  street,  thus 
frequently  blocking  traffic,  but  never  was 
the  Poulin   car   stalled. 

Where  there  are  a  large  number  of 
parcels  to  deliver,  a  boy  accompanies  the 
chauffeur. 
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The  aim  of  the  window 
display  is  to  make  the 
buying  public  feel  that  it 
is  in  need  of  the  articles 
shown.  Even  when  re- 
duced prices  form  the 
chief  attraction,  the  mod- 
ern window  decorator  does 
not  lose  sight  of  the  above 
fact.  At  this  season  of 
the  year  cool  garments 
suitable  for  wear  in  shady 
porch  or  verandah  are  in 
everybody 's  mind.  One 
trimmer  cleverly  utilized 
this  side  by  introducing 
"Old  Hickory"  furniture 
into  his  displays  and  by 
using  bamboo  verandah 
screens  for  the  back- 
ground. These  were 
worked  up  with  plants,  artificial, 
of  course,  and  trellis  work  to  give 
the  out  of  door  atmosphere.  This  back- 
ground was  ideal  for  a  display  of  summer 
gowns  of  white  crepe,  and  was  also  used 
suggestively  when  the  trim  arranged 
consisted  of  wash  fabrics  and  embroidery 
Bouncings.  ,     „     „ 

The  latest  equipment  for  draping  is  a 
"three-way"  form  in  a  triangular  shape 
made  of  papier  mache,  which  enables  the 
trimmer  to  use  three  different  drapes  on 
the  one  form.      »     «,     * 

The  annual  convention  of  the  Na- 
tional Window  Trimmers'  Association 
will  be  held  in  Chicago  the  first  week  in 
August,  the  3rd.  4th,  5th  and  6th. 


Don't  miss  the  C.W.T.A.  Convention, 
in  Toronto,  Aug.  11,  12  and  13.  1914. 


Helping  Out  Weekly  Paper  Advertising 

Merchants  in  Northern  Business  Centers  Send  Out  Up-to-date 
Printed  Material  Over  a  Big  Territory — Up-to-date  Style  Cuts 
Are  Used — Also  Catalogues  and  Bill  Boards. 


WITH  such  big  retail  establish- 
ments as  the  Playfair,  Preston 
Company 's  department  store 
at  Midland,  Ont.,  and  the  large  general 
store  of  Horrell  &  Son  in  the  same 
town;  the  exclusive  women's  wear  store 
of  Qua  &  Patterson,  the  housefurnish- 
ings  department  of  the  Stephens  Store, 
Limited,  and  the  Begg  house  at  Colling- 
wood,  Ont.,  progressive  ideas  of  adver- 
tising to  cover  a  large  field — and  the 
fact  that  only  weekly  newspapers  are 
published — have  led  to  the  application 
of  up-to-date  methods  in  circularizing 
the  field,  in  issuing  catalogues  and  spe- 
cial matter,  and  in  the  use  of  the  bill- 
boards. 

Specially-prepared  mailing  lists,  at- 
tractive cuts  for  display  work,  mailing 
machines,  fashion  sheets,  etc.,  are  some 
of  the  special  features  being  employed 
to  present  to  the  patrons  of  the  stores 
news  of  fashionable  styles  and  new  ma- 
terials, as  well  as  special  price  attrac- 
tions. 

To  3,000  Every  Fortnight. 
The      accompanying 

reproduction  of  one  of 

the      large      circulars, 

full-sheet    size,    issued 

by  the  Playfair,  Pres- 
ton Company,  is  an  ex- 
ample of  the  high-class 

advertising        material 

which  is  used  by  these 

northern    stores — it    is 

quite    up    to    big    city 

style.  This  firm  is- 
sues   such    advertising 

every  two  weeks,    and 

there    are    some    three 

thousand    well-selected 

names   on   the   mailing 

list,   covering:  not  only 

the    town    of    Midland, 

but  a  number  of  neigh- 
boring    towns     within 

striking    distance,    and 

the       countryside       as 

well. 

Horrell  &  Son  use  a 

similar      sheet,      which 

they     issue     twice     a 

montli;        there       are 

twelve   hundred   names 

on    the    mailing   list   of 

this     store,     including, 

besides     the    town     of 

Midland,  the  towns  of 

lVnrtan-   and    Victoria 

Harbor.       In    addition, 


the  billboards  are  used  extensively  for 
the  ready-to-wear  and  the  housefurnish- 
ings  departments,  the  usual  method  be- 
ing to  make  an  arrangement  with  the 
manufacturers  to  use  illustrated  stock 
posters  with  the  addition  of  the  name  of 
tbe  local  firm. 

Fashion  Sheets  Regularly. 

Extensive  and  progressive  advertising 
has  been  employed  by  the  firm  of  Qua  & 
Patterson,  Collingwood,  in  building  up 
an  exclusive  business  in  women's  wear; 
their  store  is  unique,  and  some  unusual 
advertising  methods  are  required  to 
push  the  arteries  of  trade  through  a 
sufficient  territory  to  bring  the  required 
volume  of  business.  With  this  firm 
fashion  sheets  are  used  extensively  and 
are  sent  out  four  times  a  year  to  a  list 
of  two  thousand  women  in  Collingwood 
and  neighboring  towns.  For  this  pur- 
pose an  addressing  machine  has  been 
installed  and  the  work  is  thus  very  much 
simplified.  This  firm  has  also  issued  a 
style   book   and   catalogue   for   women's 


Money  Saving  Valuta 

m  5.    10  and    15c 

Store 


Hosier*  Newt 

ol   Important*. 
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ready-to-wear  garments,  which  was 
widely  circulated  with  the  particular 
idea  of  attracting  mail  orders.  Circu- 
lars are  issued  regularly  and  up-to-date 
cuts  are  always  used  to  illustrate  the 
changing  styles,  while  bright  advertise- 
ments appear  in  the  local  papers.  These 
are  changed  every  week.  Mr.  Patterson 
does  not  believe  in  advertising  unless  it 
is  live  and  attractive  stuff,  and  there  is 
nothing  dead  about  the  material  they  are 
using. 

The  Stephens  Store,  Limited,  use  cir- 
culars with  newsy  cuts  to  attract  par- 
ticular attention  to  their  housefurnish- 
ir.gs  department,  which  is  an  outstanding 
feature  of  the  store.  These  circulars 
make  an  effort  to  impress  upon  the  cus- 
tomers of  the  store  that  particular  at- 
tention is  paid  to  the  change  of  styles 
and  effects  in  interior  decoration.  We 
quote: 

"Our  aim  is  to  make  it  THE  place  in 
Collingwood,  where  you  can  ABSOLU- 
TELY DEPEND  upon  getting  what  is 
NEW  AND  NOVEL,  in  the  BEST 
QUALITIES  and  at 
the  RIGHT  PRICES." 
Posters  are  used  ex- 
tensively by  some  of 
the  men's  wear  stores, 
both  of  exclusive  de- 
sign and  the  style  an- 
nouncements of  big 
manufacturers  with 
the  name  of  the  local 
dealer  handling  the 
make.  Patterson  & 
Ough,  Collingwood  pay 
considerable  attention 
to  this  line  of  adver- 
tising, and  they  have 
also  used  metal  signs 
around  the  town  and 
on  main  country  roads 
in   the   district. 


Supply   Your   Home  Furnishing  Wants  at   This   Sto/e. 
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Sample  of  Playfair,  Preston's  circulars. 


HALF    HOLIDAY   IN 
AILSA  CRAIG. 

Most  of  the  mer- 
chant «\'  Ailsa  Craig 
have  agreed  to  close 
their  stores  at  one 
o'clock  every  Thurs- 
day during  July  and 
August,  commencing 
July  9th. 
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Traveling  Salesmen  of   the  Past  and  Present 


A  Merchant  Tells  of  an  Experience  With  Soap  Traveler  Whose 
Persistency  Overcame  His  Good  Judgment  and  Got  Him  Into 
Trouble — Nevertheless  This  Dealer  is  a  Warm  Friend  of  the 
Knight  of  the  Grip. 

Written  for  Dry  Goods  Review  by  "Falcon" 


"I 


'VE  been  in  business  for  nigh  on 
to  thirty  years  now  and  in  that 
time  I've  seen  some  pretty  raw 
samples  of  travelers,  but  to  do  justice 
to  the  travelers  in  general,  I  must  say 
that  the  objectionable  ones  wouldn't  be 
over  one  per  cent." 

As  it  was  early  in  the  day  and  cus- 
tomers few,  Mr.  Seymore,  a  tall,  keen 
looking  man,  of  the  quiet  type,  and  pro- 
prietor of  one  of  the  best  general  stores 
in  the  county,  leaned  back  against  the 
fixtures  behind  the  counter.  I  scented  a 
probable  incident  that  must  have  been 
uppermost  in  his  mind  when  he  made  the 
above  remark,  and  asked  him  if  he 
didn't  consider  the  present  day  travel- 
er an  improvement  over  the  older  gen- 
eration.    He  answered: — 

"Yes,  and  No.  Yes,  because  competi- 
tion is  keener  than  a  few  years  ago,  and 
therefore  travelers  have  to  be  more  on 
the  alert  and  clear  headed  when  doing 
business.  Years  back  we  didn't  see  so 
many  travelers  and  we  got  to  know  them 
better.  Our  business  was  bulkier  and 
done  with  only  one-tenth  of  the  accounts 
that  are  necessary  to-day. 

Experience  With  Soap  Traveler. 

"It  is  impossible  to-day  to  put  all 
your  eggs  in  one  basket,  competition  is 
so  keen,  that  we  must  pick  and  choose, 
and  although  to  a  certain  degree,  there 


"He  leaned  back  against  the  fixtures  behind  the 
counter." 


is  an  amount  of  sentiment  goes  with  our 
trade,  it  is  far  removed  from  that  of 
the  earlier  days.  When  I  mentioned 
raw  travellers  I  had  in  mind  a  soap 
traveler  that  dropped  in  not  long  ago. 

"He  struck  me  as  one  of  those  sur- 
face men  that  leave  school  or "  college 
with  convictions  that  the  world  is  before 
them,  for  them,  and  awaiting  their  bid- 
ding. He  probably  had  this  knowledge 
instilled  in  him  by  mild-eyed  college 
professors,  who  read  from  books  and 
taught  from  theory,  but  never  went  be- 
yond into  practice,  or  he  may  have  come 
in  contact  with  some  of  these  business 
magazines,  who  lay  down  rules  on  'How 
to  approach  a  merchant  when  selling 
goods!'  etc.  Anyway,  whether  he  did 
or  not  he  learned  a  valuable  lesson  be- 
fore I  got  through  with  him.  Only  in 
this  case  the  merchant  approached  him, 
and  not  gently,  either. 

"As  I  started  to  say,  this  man  sold 

soap, ,  I  think  the  name 

was.  I  bad  about  five  cases  in  my  cellar 
at  the  time  and  it  wasn  't  selling,  which 
I  told  him.  He  insisted  on  selling  me 
another  five  cases,  which  I,  of  course, 
refused  to  consider.  I  was  very  busy  at 
the  time  and  politely  told  him  that  I 
would  be  glad  to  see  him  next  trip,  as 
I  couldn't  do  business  at  present. 

"I  went  away  then  to  wait  on  a  lady 
and  was  gone  some  time,  but  saw  that  he 
was  still  there.  It  annoyed  me  that  he 
would  have  so  little  tact,  and  I  was 
more  than  surprised  when  he  leaned 
over  the  counter,  as  I  was  making 
change  at  the  register  and  said: — 

"  'I  want  to  send  you  those  five  cases 
in,  as  we  are  going  to  sample  this  town 
and  you  will  need  more  soap.' 

Physical  Suasion  Resorted  to. 
"I  got  hot  then  and  told  him  to  get 
out  of  my  store  and  stay  out,  to  which 
he  insolently  replied,  that  he  would  go 
when  he  was  good  and  ready  and  not  be- 
fore." This  was  too  much  for  any  man, 
so  I  just  swung  the  door  open  and  catch- 
ing a  good  grip  on  the  neck  and  seat  of 
his  smart  clothes  gave  him  a  hurried 
exit,  not  improving  his  personal  appear- 
ance as  he  lit. 

"If  I  were  a  traveler  I  would  en- 
deavor to  distinguish  the  difference  be- 
tween talking  too  much  and  too  little. 
There  is  a  happy  medium. 

"I  have  a  great  many  warm  friends 
among  travelers,  and  I  make  it  a  point 
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gave  him  a  hurried  exit,  not  Improving 


his  personal  appearance  as  he  lit 

to  be  courteous  to  all,  for  I  am  aware  of 
the  fact  that  my  standing  among  travel- 
ers when  they  may  happen  to  mention 
me,  is  a  great  asset  to  my  business. 
Furthermore,  I  am  able  to  get  valuable 
information  from  them  relative  to  my 
business,  little  hints  in  prices,  display 
methods,  best  sellers  at  other  points,  as 
well  as  advertising  ideas.  The  wise 
traveler,  in  my  estimation  is  not  the  ag- 
gressive one  so  much  as  the  suggestive 
one.  A  traveler  who  can  suggest  an 
idea  in  connection  with  his  goods  and 
convince  me  that  what  he  says  is  logical. 
I'll  not  only  buy  his  goods,  but  look  for 
him  again,  as  a  live  salesman  seeing  the 
best  and  the  poorest  stores  through  the 
country  should  accumulate  ideas  and 
methods  that  can  only  be  got  through 
personal  encounter. 

"Well,  here  it  is  ten  o'clock,  I'll  have 
to  quit  this  yarning  and  get  busy.  If 
you'll  tell  me  about  what  time  you  will 
be  opened  up,  Mr.  Allcott  I'll  come  over 
and  see  your  samples.  I'm  getting  rath- 
er low  in  some  lines." 

"About  two  o'clock,  if  that  will  do, 
Mr.  Seymore,  and  I'm  glad  to  have  had 
that  little  talk  with  you.  I  shall  benefit 
by  it  I'm  sure,  for  it  is  not  often  that 
we  hear  the  merchant's  side." 


£VIOES  of  OTHER 
fcY JOODS  MERCHANTS 


A  REAL  CO-OPERATIVE   SALE. 

One  of  the  most  successful  co-operative  sales  on  record 
is  that  which  was  recently  held  for  a  month  in  the  store 
of  the  0.  T.  Johnston  Company,  at  Galesburg,  111.  For 
thirty  days  the  employees  were  given  the  run  of  the  store 
with  the  understanding  that  they  would  receive  increased 
pay  for  the  month  in  the  same  proportion  as  they  in- 
creased the  sales  as  compared  with  the  previous  year. 
Each  employee  in  the  store  was  allowed  to  make  certain 
selections  for  specials  for  certain  days  and  they  mailed 
cards  to  friends  among  the  customers  of  the  store  an- 
nouncing these  selcetions.  The  sale  resulted  in  increased 
sales  to  the  extent  of  eleven  per  cent,  and  the  benefit  for 
the  employees  was  on  the  same  basis  and  extended  to 
every  employee  including  cash  girls  and  delivery  wagon 
drivers.  Announcements  reproducing  the  signatures  of 
the  225  employees  of  the  store  and  half-tone  cuts  of  heads 
of  the  departments,  featured  the  advertisements. 

A   STORE   PICNIC. 

A  store  picnic  is  one  of  the  successful  methods  em- 
ployed by  a  number  of  firms  in  Canada  to  promote 
loyalty  and  "esprit  de  corps"  among  the  employees;  in- 
troducing the  element  of  play  into  the  relationship;  dis- 
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PCUMS 

EARLY  PLUMS 

A    FJJAfUXE  (IF   Till;   SIMMER  SM.E. 
Look  for  llii>  plum  troi>  tickets.     They,  show  yon  whorr  to 

find  t.hp  "plums."    Quantities  not  Hrjw  ei L.|i  to  give  spaci 

hi  mir  store  newt  but  i  alue:  Att  ejctMcrdLDkr.i  ■     Prices  a  »nial] 
fraction  of  thp  original.     The  weather  is  so  warm  it  looks  ae  it 


i  hei  a  would  be  about 


ONE  THOUSAND  OF  THESE 

PLUMS  RIPE  FOR  FRIDAY 

<  mil,  i  m;i  >    t  \  <>  UFi.r  i,  \tiii:i;  tiifm. 


Not 


what    you   eat,   bul    bargains   in   summer   salt 

used    by    tin'     Ii'iiItiI    Simpson    <  'o. 


devii 


missing  for  the  time  the  purely  financial  aspect;  associat- 
ing all  who  work  under  the  one  roof  as  a  separate  entity 
bound  together  by  a  personal  interest.  Some  firms  have 
gone  so  far  as  to  purchase  special  grounds  for  these  an- 
nual or  occasional  outings. 

The  Hamilton  Spectator  of  July  9  contains  an  account 
of  a  picnic  for  R.  McKay  &Xo.'s  store.  This  reads  in 
part  as  follows:  By  the  2.40  car  yesterday  afternoon 
about  one  hundred  of  t he  employees  of  R.  McKay  &  Co. 


$25.00  IN  GOLO  FREE 

GIVEN  TO  YOU  THE  LAST  DAY  OF  VIRDEN  FAIR 


THIS    IS    YOUR    PART 

We  want  your  business  and  we  want  to  boost  the  Virden  Exhibition,  so 
ail  you  have  to  do  is  to   keep   your   checks   received   from   our   cash 
register  dated  from  now  until  one  o'clock  the  last  day  of  the  fair;   then 
give  them  to  us,  with  your  name  written  on,  and  we  will  have \ them. _ 
placed   in   a   bag,   shook   up   and  drawn  out  by  some  reliable  person 

1st  TICKET  GETS  $15.00  IN  GOLD 


2nd  TICKET  GETS  $10.00  IN  GOLD 

This  is  no  lottery  but  our  gift  to  two  lucky  persons  the  Last  Fair  Day. 


I M.  3).  Qrowe,  Virden,  Man. 


journeyed  down  to  the  home  of  Mr.  and  Mrs.  A.  A.  McKay 
at  Burlington,  for  an  afternoon's  outing.  The  lovely  old 
house,  set  in  its  beautiful  gardens,  gay  with  flowers,  its 
widespreading  lawns  and  fine  old  shade  trees  formed  an 
ideal  setting  for  a  holiday  gathering,  and  the  visitors 
availed  themselves  of  the  delights  afforded  very  gratefully. 
While  some  of  the  young  people  boated,  or  rode  around 
in  motor  boats,  others  enjoyed  the  cold  waters  of  the  lake 
by  bathing  and  swimming,  wliilo  si  ill  others  were  driven 
about  the  surrounding  country  in  motors  provided  by  the 
host.  At  the  sunset  hour  a  bountiful  supper  was  partaken 
of,  after  which  games  and  sports  were  played  off.  A  tug- 
of-war  was  held.  Messrs.  A.  A.  McKay  and  Frank  McKay 
acting  as  captains,  the  winning  team  being  thai  o(  Mr. 
A.  A.  McKay.  Also  a  baseball  game  was  played  between 
the  firsl  and  second  floors,  the  former  winning  with  a  score 
of    Id      .1.      Alter   the   presentation    of   prizes,   the   evening 

was  spent  in  dancing  and  boating,  the  party  returning  to 
town  by  the  ten  o'clock  car  after  tendering  three  hearty 
cheers  ami  a  tiger  to  Mr.  and  Mrs.  McKay  for  their 
gracious  hospitality. 
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DRY     GOODS     RE  VI  E  W 


AMONG  DRY  GOODS  MEN 


don  office  of  the  firm,  or  Dept.  6,  Well 
street,  Bradford,  England. 


Rutherford  Bros.,  Calgary,  suffered 
loss  by  fire. 

C.  H.  Nash,  Carbon,  Sask.,  general 
merchant,  suffered  loss  by  fire. 

J.  J.  Bone,  Norgate,  Man.,  has  succeed- 
ed J.  H.   Moore,  general  merchant. 

H.  A.  Heather,  Grayson,  Man.,  general 
merchant,  has  been  succeeded  by  Behl 
&  Harvey. 

T.  S.  Gray,  Unity,  Sask.,  general  mer- 
chant, lias  been  succeeded  by  J.  C. 
McKee. 

R.  R.  Wheadon  &  Co.,  Bracebridge, 
Ont.,  drygoods  merchants,  have  sold  out 
to  W.  J.  Tozer. 

V.  Voisin,  Mt.  Forest,  Ont.,  general 
merchant,  has  sold  out  to  W.  A.  McCon- 
nell. 

J.  E.  Morehouse,  Blackville,  N.B.,  has 
succeeded  C.  L.  Sypher,  general  mer- 
chant. 

Brake  &  Vane,  Treesbank,  Man.,  gen- 
eral merchants,  are  selling  out  to  Max 
Fa  user. 

A.  G.  Dolloff,  Magog,  Que.,  of  A.  0. 
Dolloff  &  Co.,  dry  goods,  millinery,  etc. 
is  dead. 

J.  S.  Sands,  Kingston,  Ont.,  a  mer- 
chant tailor  here  for  over  thirty  years, 
died  at  the  age  of  85. 

A.  G.  Dickson,  Peterborough,  for  25 
years  a  dry  goods  merchant  there,  is 
dead  at  the  age  of  70. 

H.  H.  Ellis,  Biggar,  Sask.,  is  adding  a 
tailoring  business  to  men's  furnishings. 

Modern  Ladies'  Tailoring  Co.,  Toronto, 
are  erecting  a  $10,000  building. 

Carigan  Bros.,  Kingston-Gananoque, 
have  purchased  the  Mclntyre  block. 
Gananoque,  and  will  greatly  enlarge 
their  premises. 

W.  J.  Bovenizer,  Sheridan,  Ont.,  has 
bought  the  general  store  of  the  estate 
of  W.  H.  Falconer. 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


THE  FINEST  FINISHES. 

The  "P.  N.  C."— permanent  non- 
crock — dye  and  finish  for  lustre  alpaca 
and  mohair  twills  are  unequaled  for 
brilliancy,  clearness  of  dye,  fastness  to 
rubbing  and  permanency  to  the  tailor's 
iron.  They  are  manufactured  by  the 
Bradford  Dyers'  Association,  128-129 
Cheapside,  London,  E.C.  This  firm  has 
other  well-known  brands,  among  them 
the  Marquise  finish  for  cotton  Venetians, 
which  are  said  to  be  equal  in  appearance 


to  the  finest  silk  satins  and  to  hold  their 
beauty      and      smartness      permanently. 


Mr.  .James  Paton,  head  of  .lames  Paton 
&  Co.,  Charlottetown,  P.E.I.,  whose  store 
has  been  remodeled   and    renovated. 

Patterns  showing  these  finishes  and 
many  others  adaptable  to  all  purposes 
will  be  sent  on  application  to  the  Lon- 


IMMENSE  STEEL  GIRDER. 

Supports  Twenty-Storey  Building  Above 

Chicago   Store  Front. 

Twenty  stories  of  the  ne\*  -  i  ls  de- 
partment in  Chicago  are  built  above  one 
oi'  the  largest  steel  girders  thai  was  ever 
made.  This  immense  bar  of  steel  is 
fifty-eight  feet  long  and  nine  feet 
through.  It  weighs  sixty  tons  and  it  re- 
quired twenty-two  horses  to  haul  it  along 
the  level  street  upon  a  specially  con- 
structed truck  with  solid  wheels.  The 
placing  of  the  girder  was  considered  of 
such  interest  from  the  scientific  stand- 
point  that  one  of  the  leading  moving 
picture  firms  in  the  United  States  took 
a  series  of  pictures  of  the  big  beam  in 
transportation  and  the  manner  of  haul- 
ing  it  through  the  streets  of  Chicago  as 
well  as  the  hoisting  into  position  by  the 
aid  of  special  machinery.  The  girder 
permits  of  a  forty-foot  span  without 
si  pports  upon  which  the  skyscraper  will 
In-  built,  while  a  special  feature  is  that 
if  will  cantilever  a  distance  of  fourteen 
feet,  under  which  there  will  he  no  sup- 
port whatever.  There  is  no  support 
whatever  to  the  entire  corner  of  the 
building. 

The  advantage  of  the  method  of  con- 
struction employed  is  that  it  will  permit 
of  the  installation  of  the  largest  show 
window  in  the  world,  an  island  of  -low 
space  which  will  be  forty-six  feet  long 
and  eleven  and  a  half  feet  deep,  with  an 


THREE-WAY   DRAPING   STAND. 


This  is  a  new  drap- 
ing stand  shown  by 
Dale  &  Pear  sail,  made 
of  papier  mache,  with 
a  body  of  triangular 
shape  and  the  advant- 
ages as  indicated  in 
the  illustration  are 
obvious.  Its  form  per- 
mits of  it  being  utilized 
from  three  sides,  in 
three  distinct  shapes. 
It  is  60  inches 
conveniently 
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Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial   Flowers   for   Decoration. 

L.  Baumaun  &  Co.,  357  W.  Chicago  Ave., 

Chicago,  ill. 
L.  J.  A.  Derorne,  35  Notre  Dame  St.   W.. 

Montreal,  Que. 
Schack    Artificial    Flower    Co.,    1739    Mil- 
waukee Ave.,  Chicago,  111. 
Canadian  Flower  Mfg.  Co.,  243  Bleury  St., 

Montreal. 
Clatworthy  &  Son,  Ltd.,  161  King  St.  W., 
Toronto. 
Bathing  Suits. 

Home  &   Watts,  19  Duncan   St.,  Toronto. 
Allen   Mfg.  Co. 
Batting. 

Robt.    Henderson    &    Co.,   181    McGill    St., 
Montreal,  Que. 
Beads. 

Ideal   Hair  Goods   Co.,  Toronto,  Out. 
Belts,  Ladies'. 

R.     D.     Fairbairn     Co.,     105    Simcoe     St., 
Toronto,  Out. 
Blankets. 

Peumans,   Limited,   Paris,   Ontario. 
Fraser,  Mather  Co.,  Winnipeg,  Man. 
Miller   &    Forteous,    Hollybush,   Ayrshire, 

Scotland. 
Wm.     Laidlaw     Cumledge     Mills,     Duns, 
Scotland. 
Boot   and    Shoe   Laces. 

Walter   Williams   &    Co.,   Montreal,   Que. 
Boy  Scout  Supplies. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Clothing. 

Jackson   Mfg.  Co.,   Clinton,  Ont. 
Boys'  Wash   Suits. 

Home  &  Watts,  19  Duncan  St.,  Toronto. 
Boxes,  Fancy. 

Hercules   Boxes,   Ltd..  400   Richmond   W., 
Toronto. 
Braids   and    Cords. 

Moulton   Mfg.   Co.,   Montreal,   Que. 

H.  &  W'.   Co.,   130  Fifth  Ave.,  New  York, 

N.Y. 
Parisian   Corset   Co.,   Quebec,   Que. 
Yoss  &   Stuffmann,  Montreal,  Que. 
Burlap    (Dyed,  Oil   Coated   and    Sized). 

Stauntons,  Ltd.,  934  Yonge  St.,  Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Buttons. 

Forsyth  Kimmel  &  Co.,   Berlin,  Ont. 
Moulton    Mfg.  Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,   City   Road,   London,   N.,  Eng. 
Ashton    &    Pulford,    22   Black    Piccadilly, 
Manchester,    Eng. 
Buttons    (covered). 

Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.    Weyerstall   &    Co.,    Toronto. 
Canvas    Coat    Fronts. 
Toronto    Pad    Co.,    569    Queen    St.    W., 
Toronto,   Ont. 
Caps. 
Cooper  Cap   Co.,  Spadina    Ave.,   Toronto, 
Ont. 
Carpets. 
W.    R.    Brock    Co.,    Notre   Dame    St.    W  , 

Montreal,   Que. 
Greenshields,   Ltd..   Montreal,  Que. 
Ouelph    Carpet   Mills,   Guelph,    Ont. 
.Tno.  M.  Garland.  Son  &  Co.,  Ottawa,  Ont. 
Cash   and   Parcel    Carriers. 
The    Lamson    Store    Service   Co.,    Boston, 

Mass.,  U.S.A. 
Glpe-Hazard    Store    Service    Co.,    99    On- 
tario St..  Toronto,  Ont. 
Cash    Registers. 

National    Cash    Register    Co.,    285    Yonge 
St..  Toronto,  Ont. 
Chiffons. 

Novelty  import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   W.,   Toronto. 
Canada    Veiling    Co.,    84    Wellington    W-. 
Toronto. 
Children's    Dresses. 

Home  &   Watts,  19   Duncan   St.,   Toronto, 

Ont. 
Flett.   Lowndes  &   Co.,  Toronto. 
R.     D.     Fairbairn     Co.,     105     Simcoe    St., 

Toronto,   Ont. 
Star   Whitewear   Mfg.    Co..   Berlin,    Ont. 
Sperling  &   Lea.   Herald   Bldg.,   Montreal. 
Detroit   Princess  Mfg.  Co.,  Detroit,  Mich. 
Cloth    Charts. 

A.    E.    Putnam    Co.,    Washington.    Iowa. 
A.    S.    Richardson   &   Co.,   99   Ontario   St., 
Toronto. 
Clothing   (Duch  and  all   Specialties). 

Miller  Mfg.   Co..  251   Mutual   St.,  Toronto. 
Defiance   Mfg.    Co..   College  and   Bathurst 
St..    Toronto. 
ClnthlnK    (Mnde-to-mcasnre). 

Crown   Tailoring  To..  College  St..  Toronto. 
International  Tailoring   Co.,   62  John    St., 
Toronto,   Ont. 


Coats    (White). 

Robert   C.   Wilkins   Co.,    Farnham,   Que. 
Miller  Mfg.  Co.,  Toronto,  Ont. 
Clothing   Hangers  and   Racks. 

Clatworthy    &    Son,    Ltd.,    161    King    St 
W.,   Toronto. 
Collars   (Waterproof). 
Arlington    Co.,   54    Fraser    Ave.,   Toronto. 
Parsons   &   Parsons  Canadian   Co.,   Ham- 
ilton,  Out. 
Smith   D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Comlorters. 
The   Toronto   Feather  &  Down   Co.,   Ltd., 
35  Britain  St.,  Toronto. 
Cork   Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Correspondence    Schools. 
The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,   Toronto. 
Economist  Training   School,   239   W.   39th 
St.,  New  York,  N.Y. 
Corsets. 
H.  &  W.  Co.,  130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian    Corset    Co.,    Quebec,    Que. 
Voss    &    Stuffmann,    Montreal,    Que. 
Corset   Clasps   and    Sanitary   Necessities. 

Parisian   Corset  Co.,   Quebec,   Que. 
Corset   Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton,    Linen    and    Elastic    Laces. 

Parisian   Corset  Co.,   Quebec,   Que. 
Cotton    Threads    and    Crochet   Balls. 

Hicks,   Bullick   &  Co.,  Belfast,   Ireland. 
Cotton   Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cottons. 
Greenshields,   Limited,   Montreal,   Que. 
The  Dominion  Textile  Co..  Montreal.  Que. 
Horrockses,  Crewdson  &  Co.,  Manchester, 
Eng. 
Cushions. 
The  Toronto   Feather  &   Down   Co.,   Ltd., 
35   Britain    St.,   Toronto. 
Cutting   and    Wire    Stapler   Machines. 

Walter  Williams  &  Co.,  Montreal,  Que. 
Dress   Fabrics. 

Mclntyre  Son  &  Co..  Ltd.,  Montreal. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal.    Que. 
Greenshields,    Limited.    Montreal,   Que. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Ont. 
Law.   Russell  &  Co.,  Ltd..  Bradford,  Eng. 
Bradford     Dyers     Association,    Bradford, 
Eng. 
Dress   Fasteners. 
DeLong  Hook  &  Eye  Co..  St.  Marys,  Ont. 
Waldes  &  Co.,  Prague,  Austria. 
Dress    Forms. 

Clatworthy    &    Son,    Ltd.,    161    King    St. 

W.,   Toronto. 
Delfosse  &  Co..  Montreal.  Que. 
Dale   &    Pearsall,    106   Front    St.    E.,    To- 
ronto,   Ont. 
Hall-Borchert   Dress   Form   Co.,   41   Lom- 
bard   St.,    Toronto,    Ont. 
A.  IS.    Richardson   &  Co.,  99   Ontario   St., 

Toronto. 
Royal    Display    Fixture    Co.,    812    Broad- 
way,  New  York,   N.Y. 
Display    Fixtures. 
Clatworthy    &    Son,    Ltd.,    161    King    St. 
W..   Toronto. 
Dress   Shields. 

I.    B.    Kleinert    Rubber    Co.,    Wellington 

St.  W.,   Toronto.   Ont. 
Parisian   Corset   Co.,   Quebec,  Que. 
Dress    Trimmings. 
Thompson    Lace   &    Veiling    Co.,   59   Wel- 
lington   St.    W..  Toronto.    Ont. 
Smith   D'Entremont   Co.,   1475  Queen   W.. 

Toronto. 
Canada    Veiling    Co.,    84    Wellington    W.. 

Toronto. 
The   Moulton    Mfg.    Co.,    Ltd..    Montreal. 
Dresses. 

Detroit  Princess  Mfg.   Co..   Detroit.   Mich. 
Rosebud   Mfg.   Co..  193-5  Mercer  St..   New 

York.    N.Y. 
Rose   Vlfg.  Co.,  18  W.  20th  St..  New  York, 

N.Y. 
Star   Whitewear   Mfg.    Co..   Berlin.   Ont. 
R.     D.     Fairbairn     Co.,    105    Simcoe    St.. 

Toronto.  Ont. 
Germain    &    Smith.    Ltd.,    Montreal.    Que. 
Bnrgenieht.  Kornrelen  &  Co..  1115  Broad- 
way, New  York.  N.Y. 
Livingston    &   Scott,   Toronto.    Ont. 
Drv    Goods. 

Tno    M.  Garland    Son  *-  Co..  Ottawa.  Ont. 
E>"l>roldered    Appllqnn    Letters. 

Kr-uitliolmer     Sr     'V.     20     Edmund     PI., 
Aldersgate  St.,  London.  E.C.,  Eng. 
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Embroideries. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 
Ont. 

Neuberger    &    Co.,    124    Fifth    Ave.,    New 
York,  N.Y. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  Que. 
Fancy   Dry   (ioods. 

Thompson    Lace   &   Veiling   Co.,   70    Wel- 
lington  St.   W.,  Toronto. 
Feathers. 

Melles  &   Co..   Montreal,   Que. 

Continental  Mfrs.  Syndicate,  77  York  St., 
Toronto,  Ont. 

Dominion  Ostrich  &  Feather  Co.,  Toronto, 
Ont. 

Riegel  &.  Langer,  319   Kings   Hall,   Mont- 
real,   Que. 

Strachan,    Burden    &    Plaskett,    59    Wel- 
lington  W.,   Toronto. 

Vyse   Sons   Co.,   Montreal,   Que. 
Flannellettes. 

Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Flowers   for   Millinery. 

Melles  &  Co.,   Montreal,   Que. 

Continental  Mfrs.  Syndicate,  77  York  St., 
Toronto,  Ont. 

Riegel  &.  Langer,  319  Kings  Hall,   Mont- 
real, Que. 

Strachan,  Burden  &  Plaskett,  59  Welling- 
ton   W.,    Toronto. 

Vyse    Sons   Co.,    Montreal,    Que. 
Frilling. 

R.     D.     Fairbairn     Co.,    105    Simcoe    St., 
Toronto,   Ont. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Fringes. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Furniture. 

The  Victoriaville  Furniture  Co..  Victoria- 
ville,  Que. 

B.  Cohen  &  Sons,  1-19  Curtain  Rd.,  Lon- 
don. Eng. 
Furs. 

L.  Gnaedinger,  Son  &  Co.,  Montreal,  Que. 

Laberge  Chevalier  &  Co.,  Ltd.,  Montreal, 
Que. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,   Que. 

Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal, 
Que. 
Furriers'   Trimmings. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
General   Dry   Goods. 

Mclntyre  Son  &  Co..  Ltd.,  Montreal,  Que. 

J.  &  N.  Phillips  &  Co..  Manchester,  Eng. 

Vassie   &    Co.,    Ltd.,   St.   John,   N.B. 

Cook,   Son   &   Co.,   London,   Eng. 

Debenhams.   Ltd.,  Montreal  and   Toronto. 

A.   Racine,  Limited,  Montreal,  Que. 

Hitchcock,    Williams    &    Co.,    St.    Paul's 
Churchyard,  London,  Eng. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,   Ont. 

W.   R.   Brock  &   Co.,  Montreal,   Que. 

Greenshields.    Ltd.,    Montreal,    Que. 

John  King  &  Son,  Glasgow,  Scotland. 

Mclntyre,  Son  &  Co.,  Ltd.,  Montreal,  Que. 
Ginghams. 

Wm.     Anderson    &     Co.,     Ltd.,    Glasgow, 
Scotland. 
Gloves. 

Perrin    Frere   &    Cie..    Montreal,    Que. 

Germain   &   Smith,   Ltd.,   Montreal,   Que. 

Greenshields.    Ltd..    Montreal,   Que. 

Mclntyre,  Son  &  Co.,  Ltd.,  Montreal. 
Gloves    (Working). 

Durham    Glove   Co.,    Bowmanville.    Ont. 

Hamilton   Carhartt  Mfg.,  Ltd.,  535  Queen 
E.,  Toronto,  Ont. 
Gowns. 

F.    G.    Hayward    Manufacturing    Co.,    77 
York   St..  Toronto.   Ont. 

Riegel  &   Langer,  319  Kings  Hall,  Mont- 
real,  Que. 
Grass    Carpet  Rugs. 

Crex     Carpet     Co.,    377    Broadway,     New 
York,   N.Y. 
Hat    Bands    (Fancy). 

Travers,    Ltd..    Ottawa.    Ont. 
Hose    Supporters. 

The  Berlin    Suspender   Co.,   Berlin.   Ont. 

Faire   Bros.   Co..    Leicester,   Eng. 

I.    B     Kleinert    Rubber    Co.,    Wellington 

St.   W.,   Toronto,   Ont. 

Parisian    Corset    Co.,    Quebec,    Que. 
House    Furnishings. 

W.    R.    Brock    Co..    Bay    and    Wellington 
Sts..  Toronto.  Ont. 

Greenshields.    Limited.    Montreal.    Que. 

Stonards.    Limited.   7  Paternoster  Bldgs., 
London.   E.C.,   Eng. 
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Hosiery. 

Chipman,  Holton  Knitting  Co.,  Hamilton. 

Penmans,    Limited,    Paris,    Out. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 

Montreal,   Que. 
Mercury    Mills,    Limited,    Hamilton,    Ont. 
"Craftana." 

Perrin    Frere   &    Cie.,    Montreal,    Que. 
Louis   Hermsdorf,   235   W.  39th   St.,   New 

York,   N.Y. 
Greenshields,    Limited,    Montreal,   Que. 
Goderich    Knitting   Co.,   Goderich,    Ont. 
Mclntyre,  Son  &  Co.,  Ltd.,  Montreal,  Que. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,   Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 

Wellington   Sts.,   Toronto. 
Handkerchiefs. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Out. 
Silks  Co.,  58  Bay  St.,  Toronto,  Ont. 
Victor    Goldberg,   S7-89    Notre    Dame   W„ 

Montreal,  Que. 
Hats,    Straw. 

Crown    Hat    Co.,   Gait. 
Hooks    and    .Eyes. 

De  Losg  Hook  &  Eye  Co.,  St.  Mary's,  Ont. 
Hair   Goods. 

Ideal    Hair  Goods   Co.,   77   York   St.,   To- 
ronto,   Ont. 
Standard     Hair     Co.,     Ill     Windsor     St., 

Montreal. 
Hibbert    &    Jaslow,    207    St.    James    St., 

Montreal. 
Hair   Nets. 

Ideal     Hair     Goods     Co.,     77     York     St.. 

Toronto,    Ont. 
Byard   Mfg.    Co.,    Nottingham,    Eng. 
Hibbert    &    Jaslow,    207    St.    James    St., 

Montreal. 
Hair    Ornaments. 
Ideal     Hair     Goods     Co.,     77     York     St., 

Toronto,    Ont. 
Hibbert    &    Jaslow,    207    St.    James    St., 

Montreal. 
Smith    D'Entremont   Co.,   1475   Queen   W., 

Toronto. 
Walter    G.     Bretzfield,    43    Leonard     St., 

New  York,  N.Y. 
Individual   Names  on  Tape. 

Narrow  Fabric  Weaving  &  Dyeing,  Ltd  , 

Gait,   Ont. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautheimer     &     Co.,     20     Edmund     PI., 

Aldersgate  St.,   London,   E.C.,  Eng. 
Infants  Layettes. 

Home  &  Watts,  19  Duncan   St.,   Toronto, 
Infants    Novelties. 

Rite  Specialty   Co.,  35  W.  36th   St.,   New 

York,   N.Y. 
Richard  G.  Krueger  Co.,  162  W.  21st  St., 

New   York,    N.Y. 
Indigos. 
Franklin    Mfg.   Co.,   260  Church   St.,   New 

York,   N.Y. 
Knitted    Goods. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Greenshields,   Limited,   Montreal,   Que. 
Zimmerman   Mfg.   Co.,   Hamilton,   Ont 
The    Monarch     Knitting    Co.,     Dunnvllle. 
R.   M.  Ballnntyne,  Ltd.,   Stratford,  Ont. 
Gait   Knitting   Co.,  Gait,   Ont. 
C.   Turnbull   Co.,   Gait,   Ont. 
Goderich   Knitting  Co.,  Goderich,  Ont. 
Schofleld   Woollen    Co.,   Oshawa,   Ont. 
Kingston    Hosiery   Co.,   Kingston.   Ont 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
S.   F.   Gibson  &  Co.,  East  Ham,  London, 

Eng 
Dr.    Jaeger's    Sanitary    Woollen    System 

Co.,    Ltd.,    243-5    Bleury    St..    Montreal. 
F.    W.    Robinson    &    Co..    Bathurst    and 

Wellington    Sts.,   Toronto. 

Kimonas. 

Kassab     Kimona     Co.,     St.     Helen     St., 
Montreal. 
Knitting    Wools. 

Thos.   Burnley   &   Sons,    Nr.    Leeds,   Eng. 
Linoleums, 

The    Dominion    Oil    Cloth    Co.,    Montreal 
•Tno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont.' 
Linings. 

Nisbet    &    Auld.    34    Wellington    St.    W . 

Toronto.    Ont. 
Bradford    Dyers   Association.   39  Well   St 
Bradford,   Eng. 
Linens. 

Nisbet    &    Auld.    34    Wellington    St     W 

Toronto.    Ont. 
Wm.  Liddell  &  Co..  Belfast.  Ireland 
Old   Blench   Linen   Co..   Randalstown,   Ire- 
land. 
R.    H.    Cosble.    Wellington    St     W      To- 
ronto. Ont. 
Greenshields;   Limited,   Montreal     Que 
Silks    Co.,   58   Bay   .St..    Toronto,    Ont  ' 
John     S     Brown    &    Son,    Ltd..    Belfast, 

Ireland. 
Alnhonso   Racine.   Ltd..   340  St.   Panl   St 

Montreal. 
Mclntyre.  Son  &  Co..  Ltd..  Montreal,  Que 
R.     D.     Fairhalrn     Co.,     105    SImcoe    St 

Toronto.    Out. 
Novelty  Import  Co..  76  Bay  St..  Toronto 
Tanner    Bros     &    Co.,    67    St.    James    St.. 
Montreal,  Que. 


Laces    (Hand  Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 
Longcloths. 

Horrockses,  Crewdsen  &  Co.,  Manchester, 
Eng. 
Laces. 

Birkiu    &    Co.,    Nottingham,    Eng. 

Klauber   &  Co.,   Broadway    and   18th   St., 
New  York,  N.Y. 

Thompson    Lace    &    Veiling    Co.,    59    Wel- 
lington   St.    W.,    Toronto,    Ont. 

Greenshields,   Limited,   Montreal,   Que. 

Novelty    Import   Co.,  76   Bay   St.,  Toronto. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 

Kiegel  &    Langer,  319  Kings  Hall,   Mont- 
real,  Que. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,    Que. 

Canada    Veiling    Co.,    84   Wellington    W., 
Toronto. 
Lighting    System. 

Canadian  H.  W.  Johns-Manville  Co.,  Flat 
Iron    Bldg.,    New    York,    N.Y. 
Leather    Novelties. 

P.    W.   Lambert  &   Co.,  64   Lispenard   St., 
New   York,   N.Y. 

Julian   Sale  Leather  Goods  Co.,  King  St. 
W.,   Toronto,   Ont. 
Lingerie. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 

Sperling  &   Lea,   Herald  Bldg.,   Montreal. 
Ladies'    Bust    Forms. 

Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,  Ont. 
Leather    Novelties. 

Walter    G.     Bretzfield,    43     Leonard     St., 
New  York,   N.Y. 
Men's   Furnishings. 

Burnet  &   Temple,   Ltd.,  London,  Eng. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto,   Ont. 

Alphonse   Racine,   Ltd.,   340  St.   Paul    St., 
.Montreal,   Que. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 
Men's    Neckwear. 

Crescent    Mfg.    Co.,    Montreal,   Que. 

Fowke.    Singer   &    Co.,   7    Wellington    St. 
W..   Toronto,    Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 

Greenshields.    Ltd.,    Montreal,   Que. 

Tooke    Bros.,    Ltd.,    Montreal,    Que. 
Maekinaws. 

F.     W.     Robinson,     Ltd.,    Bathurst    and 
Wellington    Sts.,    Toronto. 
Milts 

Reliance    Knitting    Co.,    King    and    Bath- 
urst  Sts.,   Toronto,   Ont. 

R.   M.   Ballantyne,   Ltd.,   Stratford.   Ont. 

Goderich   Knitting  Co.,  Goderich,  Ont. 
Malines. 

John    He.ithcott   &   Co,    London.    Eng 

Novelty   Import  Co.,  70  Bav  St.,  Toronto 

Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   W.,    Toronto. 

Canada    Veiling    Co.,    84    Wellington    W 
Toronto. 
Mesh    Bugs. 

Hibbert    &    Jaslow,    207    St.    James    St., 
Montreal.  Que. 
Millinery. 

Debenham's,  Ltd.,  Montreal  and  Toronto 

Morris   &   Saward.   21-22   Castle  St.,   Lon- 
don   W.,    England. 

Gage    Bros.    &    Co..    Chicago.    Ill 

D     B.    Fisk    Co.,    225    N.    Wabash    Ave, 
Chicago,  111. 

Melles  &   Co..  3  Crlpplegate  Bldg..  Wood 
St.,    London.   England. 

Germain   &   Smith,    Ltd.,    Montreal,    Que. 

D.   McCall   Co.,  Toronto,  Ont. 

Montreal    Hat  &   Frame   Co.,   Ltd.,   Mont- 
real,  Que. 

Strachan,  Burden  &  Plaskett.  59  Welling- 
ton   St.    W.,    Toronto.    Ont. 

Riegel   X-   Langer,  319  Kings  Hall,  Mont- 
real.   Que. 

Vyse  Sons  Co..   Montreal,  Que. 
Maribou    and   Ostrich    Stoles. 

Germain    X-    Smith.    Ltd..    Montreal.    Que. 
Motor  Coats    (Men's  Cotton   and   Linen). 

Miller    Mfg.    Co.,    Toronto,    Ont 
Motor   Coats. 

National    Rubber    Co.,    Montreal.    Que 

D<«£anCm  Utg-   Co-   College   and    Bathurst 
Sts.,  Toronto. 
Motor   Scarfs. 

s-   F-^Glbson   &   Co.,  East  Ham,   London. 

Motor    Vehicles. 

MotoKart  Co..  1790  Broadwav,  New  York 
Moquettes. 

°w  VK  XPiti'  Co-  CA  Wellington   St. 
W.,   Toronto,   Ont. 
Malting. 

°w  T-r.E'  Xe,t£  Co-  64  Wellington   St. 
W.,   Toronto,   Ont. 
Nets. 

Novelty  Import  Co..  76  Bav  St.,  Toronto 

Ont. 
Thompson    Lace    *    Veiling    Co.,   59    Wel- 
lington  W..   Toronto. 
Canada    Veiling    Co..    84    Wellington    W 
Toronto. 
Narrow    Fabrics    (Cotton.    Linen,    Silk). 
Walter   Williams    &    Co.,    Montreal,    Que 
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Neckwear    (Ladies'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W., 

Toronto,  Ont. 
Voss    <fc    Stuft'munn,    Montreal,    Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal. 
Oil    Cloths. 
The  Dominion   Oil  Cloth  Co.,  Montreal. 
Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Office   Systems. 

Copelaud-LLatterson  Co.,  Kent  Bldg.,  To- 
ronto,   Ont. 
Ostrich    Feathers. 

S.    E.    Porter   it    Co.,    Montreal,    Que. 
Overalls. 
Robert   C.    Wilkins    Co.,    Farnham,    Que. 
Hamilton   Carhartt   Mfg.,    Ltd.,  535  Queen 
E.,   Toronto,   Ont. 
Ornaments    (Silk). 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 

Home   Pattern    Co.,    New    York,    N.Y. 
The    McCall    Co.,    236    W.    37th    St.,    New 

York,   N.Y. 
The   Butterick   Publishing  Co.,   Butterlck 

Bldg.,   New   York,   N.Y. 
New    Idea    Pattern    Co.,    70    Bay    Street, 
Toronto. 
Paper  Balers. 
Climax    Good    Roads    Mach.    Co.,    Hamil- 
ton, Ont. 
Pads. 
Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,   Ont. 
Plated    Jewelry. 
Ideal   Hair   Goods   Co..   77   York   St.,   To- 
ronto,  Ont. 
Hibbert    &    Jaslow,    207    St.    James    St.. 
Montreal. 
Pin    Tickets. 
Copp.   Clark  Co.,  517  Wellington   St.   W., 
Toronto.  Ont. 
Pillows. 
Canadian   Carpet   &   Comforter   Mfg.   Co. 

Toronto,   Ont. 
Toronto    Feather   &    Down    Co.,    Ltd  ,    35 
Britain   St.,  Toronto. 
Quilts. 
Jonathan    Dearden    &    Co.,    11-13   Bridge- 
water   Place,   Manchester,   Eng. 
Ready-to-Wear. 
Greenshields,   Ltd.,  Montreal.  Que. 
Alphonse   Racine,   Ltd.,  340   St.   Paul   St., 
Montreal,  Que. 
Raincoats. 

II.    E.    Davis   &    Co.,    Montreal. 

C.   Kenyon   Co.,  23rd   St.   and   Fifth   Ave  , 

New   York.   N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford,  Eng. 
National    Rubbei    Co..   Ltd..   Montreal,   Que 
Scottish    Rubber    Co.,    Montreal 
Canadian   Consolidated   Rubber  Co.,  Ltd 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W  , 

Montreal.    Que. 
Wreyford  &   Co.,  85  King  W.,  Toronto^ 
Ribbons. 
W.   H.  Barry  &  Co.,   Montreal. 
Continental   Mfrs.  Syndicate,  77  York  St 

Toronto.    Ont 
Belding    Paul    Corticelll    Co..    Montreal. 
Silks    Co..   58   Bay    St.,   Toronto,    Ont 
Rngs    (Wilton). 

0t&  T-nE-  \en£  Co-  «*  Wellington   Si. 
W.,    Toronto,    Ont. 
Rngs    (Axminster). 

0W^TT,F;on?oi.t(fntCO•'64Wemngt0nS'• 
Rurs    (Velvet). 

°w  T^E-  Zelt£  Co-  M  Wellington  St. 
W..   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St.,  Toronto,  Onf 
Suspenders.  «*«■!■. 

Berlin   Suspender  Co..  Berlin,  Ont. 
S.  E.  Porter  &  Co..  Montreal,  Que. 

SPw0„,,(Si,k4r.,(,Tor   Manufacturers'   Use). 

Walter  Williams  &  Co..  Montreal,   Que. 
Sanitarv    Belts. 

Walter     G.     Bretzfield,     43     Leonard     St., 
New   lork.    N.Y 
Staple  Dry  Goods. 

W«t?-  £T0CK   C°a-    Br,v    and    Wellington; 
Sts..    Toronto,   Ont 
Scarf   Pin    Guard. 

Sn^llwares1""  &   °° "   T'td-  Ham,»<».   Out. 

"k£  Torr°onIto!COntBay   ^    We,»n*t°» 

WMontreariOCQue°"    N°tre    Dame   8t   W- 
Greenshields    Limited,  Montreal,  Que 

ronto     Ont  S   C°"    "   T°rk   S"    T°- 

StoSe0  ^xt^?Dd'  S°n  &  Co"  °»a-%  Ost. 

■TnToeronBtoOS0?tCO-'    31    Adela,de    »■    W, 
Clatworthy  &  Son    King  St.  W..  Toronto. 

DToroftoPoaBta11'     10S     Fr°nt     St     E"' 

'TNBwPYomknNY'S   S°nS-    "°   Br«^*r> 
Delfosse  &  Co..'  Montreal.   Que 

.  AToSronRto,;hOn,tSOn     °°-    *    °ntnr'°    St> 
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Safetj     Pins, 
i  ■ .  i .  I  a    Eye  I  !o.,  St.  11 

Taylor    .Mfg.    Co.,    Hamilton,    out. 
Walker   Bin   &   Store   Fixture   Co.,   Berlin, 

Out. 
H.  L.  Wood  &  Co.,  Noble  and  Strickland 

Streets,   Toronto,  Ont. 

Store  Fronts. 

The  Consolidated  Plate  Glass  Co.,  241 
Spadina   Ave.,   Toronto,   Ont. 

The    Kawneer    Mfg.    Co.,    NUes,    Mich. 

Zouri  Drawn  Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 

Sweat  ercoats. 
Penmans,   Limited,   Paris,   Ontario. 
Reliance    Knitting    Co.,    King   and    Bath- 

urst    Sts.,    Toronto,    Ont. 
Monarch   Knitting   Co.,   Dunnvllle,   Ont. 
R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 
C.   Turnbull   Co.,    Gait,   Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Dr.   Jaeger    Co.,    Ltd.,   243-5   Bleury    St., 

Montreal,  Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 

Wellington  Sts.,   Toronto. 

Sanitas  Wall   Covering. 

Stauntons,   Ltd.,  934  Yonge  St.,   Toronto. 

Skirts. 

The    Clayson    Co.,    280    College    St.,    To- 
ronto,  Ont. 
Marcus  Roman,  Jacobs  Bldg.,  Montreal. 

Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 

Silk    Nets. 

John    Heathcoat   &   Co.,   London,   Eng. 
Show   Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand    Rapids    Show    Case    Co.,    Grand 

Rapids,    Mich. 
H.    L.    Wood    &    Co.,    Noble    and    Strick- 
land  Sts.,   Toronto. 
Shoe  Buckles. 
Smith    D'Bntremont   Co.,   1475   Queen   W., 
Toronto. 
Skein   Dyeing. 

Narrow  Fabric  Weaving  &  Dyeing  Co., 
Gait,   Ont. 

R.  D.  Fairbalrn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Silk   Ornaments. 

Moulton   Mfg.   Co.,   Montreal,   Que. 
Skirts    (Plaited). 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St.,   Toronto,   Ont. 
Scarfs. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Shirts    (Soft). 

Robert    C.    Wllkins    Co.,    Farnham,    Que. 
Summer    Clothing. 

Robert    C.    Wllkins    Co.,    Farnham,    Que. 

Miller  Mfg.  Co.,  261  Mutual  St.,  Toronto 

Silks. 

Beldlng.    Paul,    Cortlcelil    Co.,    Montreal. 
Louis  Roessel  &  Co.,  Ltd.,  64  Wellington 

St.  W.,  Toronto. 
Silks   Co.,   58    Bay    St.,    Toronto,    Ont. 

Ilemsl  ill  1 1<<  I     Sheets. 

Victor   Goldberg,    87-89    Notre    Dame   W., 
Montreal,    Que. 
Silk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Suits. 

Regina   Cloak  Mfg.  Co.,  Montreal,  Que. 


:-rout   Suits. 
Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto! 

Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent   Mfg.   Co.,   Montreal,   Que. 
Deacon   Shirt   Co.,   Belleville,   Ont. 
Regent   Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Defiance   Mfg.   Co.,   College  and   Bathurst 

Sts..    Toronto. 


Notre    Dame    W., 


Tablecloths. 

Victor   Goldberg,   87-S 
Montreal,  Que. 


Toques. 
Reliance   Knitting  Co.,  King  &  Bathurst 

Sts.,   Toronto,    Ont. 
R.  M.   Ballantyne,   Ltd.,  Stratford,  Ont. 
A.   Burritt  &  Co.,  Mitchell,  Ontario. 


Tailors'   Trimmings. 
Toronto     Pad     Co., 
Toronto.  Out. 


569     Queen   St.   W., 


Tweeds. 
Greenshlelds,   Limited,   Montreal,   Que. 

Tassels. 
Moulton   Mfg.   Co.,   Montreal,   Que. 
Asbton  &  Pulford,  22     Back     Piccadilly, 

Manchester,   England. 

Trousers   (Duck). 
Defiance   Mfg.   Co.,   Toronto,  Ont. 
Robert  C.  Wllkins  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 

Thread    (Silk). 

BeldiDg    Paul     Cortlcelil    Co.,     Montreal, 

Que. 
J.   Maygrove  &   Co.,   Ltd.,  5%   Aldersgate 
St.,   London,  E.C. 

Thread    (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 

Underwear. 

S.   Lennard  &  Sons,   Dundas,   Ontario. 

Penmans,   Limited,   Paris,   Ont. 

Mercury    Mills,    Limited,    Hamilton,    Ont. 

Reliance  Knitting  Co.,  King  &  Bathurst 
Sts.,    Toronto,    Ont. 

G.  Brettle  &  Co.,  London,  Eng. 

Zimmerman  Manufacturing  Co.,  Hamil- 
ton,  Ont. 

Humphrey's  Unshrinkable  Underwear, 
Limited,  Moncton,  N.B. 

C.  Turnbull  Co.,  Gait,  Ont. 

Harvey  Knitting  Co.,  Woodstock,  Ont. 

Kingston   Hosiery  Co.,  Kingston,   Ont. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que. 

Dr.  Jaeger  Co.,  Ltd.,  243-5  Bleury  St., 
Montreal,  Que. 

F.  W.  Robinson,  Ltd.,  Bathurst  and 
Wellington    Sts.,   Toronto. 

Umbrellas  and  Parasols. 
R.    D.    Fairbalrn    Co.,    105    Slmcoe    St., 

Toronto,  Ont. 
Brophey  Umbrella  Co.,  King  and  Duncan 

Sts.,  Toronto. 
Vacunm   Cleaners. 

Onward   Mfg.  Co.,  Berlin,  Ont. 

Veilings. 
Canada   Veiling  Co.,  Toronto. 
John   Heathcoat  &  Co.,   London,   Eng. 
Thompson      Lace     &     Veiling     Co.,     59 

Wellington    St.   W.,   Toronto,   Ont. 
Novelty   Import  Co.,  76  Bay   St.  Bay  St., 

Toronto,  Ont. 


Velveteens. 
J.  &  J.  M.  Worrall,  Limited,  Manchester, 

Eng. 
"Louis,"  57  Newton  St.,  Manchester,  Eng 

Velvets. 

The  Continental  Mfrs.  Syndicate,  77  York 
St.,   Toronto,   Ont. 


Vanity    Cases. 
Walter    G.     Bretzfield, 
New    York,    N.V. 


43     Leonard     St., 


Women's   Outer   &   Under   Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.    Brock   Co.,    Notre     Dame   St.   W., 

Montreal,   Que. 

Woollens   and    Trimmings. 
John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 

Wax  Figures. 
Clatworthy    &    Son,    Ltd.,    101    King    St. 

\\\,   Toronto. 
Dale    &    Pearsall,      106      Front      St.      E., 

Toronto,    Ont. 
Delfosse  &  Co.,   Montreal,   Que. 
A.    S.    Richardson    Co.,     99     Ontario    St., 

Toronto,  Ont. 
J.   R.   Palmenberg's   Sons.  710  Broadway, 

New   York,    N.   Y.,   U.   S.   A. 

Wholesale   Merchant    Tailors. 
Wm.  H.  Leishman  &  Co.,  119  Adelaide  St. 
W.,    Toronto.    Ont. 

Whitewear. 
F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,  Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whitewear    Co.,    Three    Rivers. 

Que. 
Sperling  &  Lea,   Herald   Bldg.,   Montreal. 

Waists. 
Star  Whitewear   Mfg.  Co.,  Berlin,   Ont. 
R.    D.    Fairbalrn     Co.,     105     Slmcoe    St., 

Toronto.  Ont. 
Sperling  &  Lea,  Herald  Bldg.,  Montreal. 
Meyer  Mfg.  Co.,  Toronto.  Ont. 
Ladies'  Wear,  Limited,  84  Wellington  St. 

W.,   Toronto,   Ont. 
Marcus  Roman,   Jacobs  Bldg.,  Montreal. 

Wall   Paper  Display   Racks. 

The   Onward   Mfg.   Co.,   Berlin,   Ont. 

Wardrobes. 
Grand    Rapids   Show     Case     Co.,     Grand 
Rapids,  Mich.,  U.  S.  A. 

Window    Shade   Paper. 

Stauntons,   Ltd.,  934  Yonge   St.,  Toronto. 

Wool   Underwear,   Men's. 
Thos.   Waterhouse  &   Co.,   Ingersoll,   Ont. 
Schofield  Woollen  Co.,  Oshawa,  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal,  Que. 

Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Narrow    Fabric   Weaving   &    Dyeing   Co., 
Limited,  Gait,  Ont. 

Woven   Labels   for   Garments. 
Krautheimer     &     Co.,    20     Edmund     PL, 
Aldersgate  St.,  London,  E.C,  Eng. 

Wallpaper. 
Stauntons.  Limited,  944  Yonge  Street,  To- 
ronto,   Ont. 
The    Watson    Foster   Co.,    Montreal.    Que. 
Colin   MeArtbur   Co..   Montreal,   Que. 
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MEN'S   WEAR    SECTION. 
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Announcement 


i 


i 


We  have  made  arrangements  to 
have  our  line  shown  in  Canada  by 

Ledoux,    O'Brien    &   Co.    of    Winnipeg 

who  will  cover  the  Dominion  from  coast  to  coast. 
Should  you  be  interested  in  seeing  our  merchan- 
dise, communicate  with  us  or  Ledoux,  O'Brien  & 
Co.;  we  shall  be  pleased  to  submit  samples  of 
our  Silk  Dresses,  prices  from 

$7.50  to  $16.50 

Nothing  higher. 

Louis  Stecher 


New  York,  33  W.  34th  St. 


Philadelphia,  420  Market  St. 


Canadian  Office: 

Ledoux,  O'Brien  &  Co.,  601  Shabrook  Place 

WINNIPEG 


y/y//y/y/yyy/y>y/>r/yA'/y/yy//y/7^^^ 
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IT  WILL   PAY  YOU 

TO  SELL 
AND  RECOMMEND 


SHOES 

for  every  sport  and 
recreation. 

Canadian  Consolidated  Rubber  Co., 

Limited 

Montreal,   P.  Q. 

28  Branches  Throughout  Canada 


rfe*51S'5flS»aiffi^^ 
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Penmans  Balbriggans 

Are  Foremost 
In  Demand 


T 


HIS    is    the   season   of 
the  year  when    light 
knit    fabrics    are     so 
much  in  demand. 


$/////////«//% 


BALBRIGGANS 

arc  built  along  the  lines  which  will  appeal 
most  strongly  to  your  discriminating 
trade.    Made  in: — 

Two-thread  Egyptian  lines — Xos.  4(1  and  8. 
Mesh  Stitches— Nos.  206  and  207. 
Poms   Knit — Nos.  13  and   lti. 
Two-thread  Combed  Egyptian — Nos.  19  and    17. 
Also    many    other    fabrics — in     Two-Piece     and      I'nion 
Suits.     Short     Sleeve,      Knee     Length    and    Athletic'. 


SPECIAL 
NOTE 


All  Union  Suits  have  the  Patent 
<  looper  &  Johnston  ( losed  i  'rotch 
Feature. 


Order    NOW    and    l>e    sure   your    stock    is    complete 

Penmans  Limited 

PARIS,  CANADA 
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How  Clown,  Dog  and  Two  Rabbits  Sell  Hats 

Novel  Method  of  Publicity  in  Bill  Boards  of  Torn  Campbell  Store 
in  Calgary — Gentle  Hint  to  Finder  of  Stray  Hat — Stock  Numbers 
of  Hats  and  Prices  Entered  on  Register — Vancouver  Men  in 
Enterprising  Business. 

By  a  Staff  Correspondent. 


CALGARY,  July  11.— (Special).— 
Visitors  to  Calgary  must  have  ad- 
mired the  enterprise  of  Tom 
Campbell  in  encircling  the  city  with 
posters,  individual  and  unique,  to  adver- 
tise his  hat  store.  He  has  used  posters 
for  two  years,  and  always  the  same 
afl — a  clown,  a  dog  with  hat  in  its  mouth 
and  two  rabbits.  He  declares  this  to  be 
the  best  publicity,  because  his  customers 
refer  to  them.  There  is  better  evidence : 
his  business  has  increased  at  a  greater 
rate  since  he  commenced  using  posters. 
He  does  not  confine  his  advertising  to 
the  boards,  however.  At  certain  periods 
he  gives  away  pennants  of  various  cities 
and  provinces  to  purchasers,  and  the 
pennants  are  made  by  the  firm  them- 
selves. He  also  advertises  in  the  news- 
papers. 

"Say!  You  Mutt!" 

The  cash  register  in  the  store  is  some- 
what of  a  novelty,  and  Tom  Campbell 
claims  that  it  is  the  only  one  of  its  kind 
in  Canada.  It  is  arranged  so  as  to  supply 
the  customers 
witli  a  receipt, 
boiiriiiii1  the  stock 
number  of  the 
hat  purchased, 
the  clerk's  ini- 
tials, with  an  ad- 
vertisement o  n 
the  back  for  the 
firm,  and  the 
words : 


that  if  ever  it  is  taken  by  mistake,  the 
proper   owner  will  be   known. 

Can  Buy  Another  Like  It. 

There  is  another  virtue  in  this  re- 
ceipt. Lots  of  men  are  so  hard  to  please 
with  hats,  when  they  get  one  to  suit 
they  often  desire  to  have  it  duplicated. 
The  number  of  the  hat  being  in  the  re- 
ceipt makes  this  possible. 

The  number  of  every  hat  sold  is  also 
recorded  on  a  slip  inside  the  register. 
At  the  end  of  each  day  this  slip  is  taken 
to  the  office,  and  the  bookkeeper  enters 
the  stock  numbers  of  the  hats  sold,  to- 
gether with  their  prices,  on  sales  sheets. 
Then  by  taking  the  cost  of  each  hat 
from  the  stock  book,  the  proprietor  can 
determine  what  profit  has  been  made 
each   day. 

Came  From  Vancouver. 

It  is  interesting  to  know  how  an  ex- 
clusive hat  sfore  was  begun  in  Calgary. 
Three  young  men — Colquhoun,  Ostrosser 
and      Campbell — were     operating  a   hat 


Say!  You  mutt! 
This  ain't  your 
hat;  it  belongs 
to 

It  is  intended 
that  the  purchas- 
er place  this  in- 
side   his    hat,    so 


TOM  CAMPBELL 

"THE  MENS  HATTER 

j     OPPOSITE  Will  hat  you 

OLD  HUDSON'S  BAY    li  right.        ; 


Type   of  Tom    Campbell's   signs.      Note    clown,    dog    with    hat 
that    appeal-   on    all    of    them. 
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store  in  Vancouver.  They  conceived  the 
idea  of  opening  a  branch  at  Calgary 
under  the  name  of  the  Tom  Campbell 
Co.,  Ltd.  Within  six  weeks  of  this,  file- 
store was  open  and  doing  business.  At 
that  Hire  it  was  difficult  to  secure  a 
lease,  but  the  office  of  the  Merchants 
Trust  and  Guarantee  Co.  being  offered  to 
them,  opposite  the  old  Hudson's  Bay 
store  on  Eighth  Avenue,  then*  rented  it 
and  put  in  suitable  fixtures  and  a  mod- 
ern front.  A  stock  of  men's  hats  and 
caps  was  ordered  by  wire,  and  business 
begun.  The  novelty  appealed  to  the  peo- 
ple, and  together  with  the  fact  that  a 
good  many  people  would  rather  choose 
from  a  store  full  of  hats  than  from  one 
devoted  to  several  lines,  it  became  a 
success. 

The  stock  is  valued  at  $25,000.  and  is 
contributed  to  by  the  leading  hat  manu- 
facturers of  the  world.  Hat  values 
range  from  $2  to  $20.  Over  100  dozen 
caps  are  shown  in  cases,  being  displayed 
the  same  as  the  hats,  on  brass  rods. 
Access  to  All  the  Hats. 

The  hat  cases 
are  built  in  such  a 
manner  that  a 
customer  c  a  n 
choose  at  his  lei- 
sure. Sliding 
doors  have  been 
abolished,  giving 
the  customer  ac- 
cess to  the  inside. 
The  store  i  s 
equipped  w  i  t  h 
duplex  mirrors. 
alio  w  i  ng  the 
back  of  the  head 
to  be  seen. 
T  h  e      display 

windows    are    ten 
feet    square,   and 


and    two   rabbits 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Front  of  Exclusive  Hat  Store  in  Calgary 


This  shows  the  store  front  of  Tom  Campbell's  exclusive  hat  store.     Note  on  the  right-hand  side 

every  hat  has  its  price  ticket.     A  feature  of  the  window  is  the  display  of  pennants 

of  Eastern  Canada,  for  visitors  and  those  who  cannot  take  advantage 

of  "Old  Boys'  Weeks." 


are  always  trimmed  in  good  taste,  as  will 
be  seen  by  the  accompanying  pictures. 
Like  many  other  hatters,  Tom  Campbell 
carries  imported  ladies'  Panamas,  which 
are  trimmed  and  blocked  by  themselves. 
They  have  done  excellent  business  in  this 
line. 

Owns   Some   Bulldogs. 

Mr.  Campbell  is  a  member  of  the  Board 
of  Trade,  of  the  Commercial  Club,  and 
takes  an  interest  in  the  work  of  the  Cal- 
gary Ad  Club.  He  has  been  in  the  gents' 
furnishing  business  practically  all  his 
life,  securing  his  early,  experience  with 
two  large  Eastern  firms.  He  is  a  well- 
known  fancier  of  bulldogs,  owning  sev- 
eral prize  winners. 

Messrs.  Colquhoun  and  Ostrosser  con- 
tinue to  manage  the  Vancouver  store, 
though  they  spend  half  the  year  alter- 
nately assisting  at  the  Calgary  branch,  in 
which  they  have  an  interest. 


SAY!   YOU  MUTT 

THIS  AIN'T  YOUR  HAT;  IT 
BELONGS  TO 

NAME 

TOM  CAMPBELL,  THE 
HATTER, 

105  Eighth  Ave.  W.,  Calgary. 

A    HOODUD    FINGER. 

An  improvement  in  gloves  is  beinu  in- 
troduced by  a  Canadian  house,  which 
has  secured  the  patent  rights  for  a  new 
iiood  idea.  This  new  finger  will  be  in- 
troduced into  the  guaranteed  lines.  This 
firm  has  found  that  the  chief  trouble 
they  have  found  with  their  gloves  has 
been  in  the  ripping  of  the  stitching  at 
the  ends  of  the  fingers,  where  there  is 
little  protection.  The  new  hood  is 
stitched  into  the  end  of  the  finger  below 
and  is  then  turned  back  over  the  end, 
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and  is  considered  by  the  firm  using  it  as 
a  great  improvement. 


Max  Tailoring  Co.,  Saskatoon,  are 
opening  a  branch  in  Kerrobert. 

Bernard  Kortosk,  Montreal,  who  spent 
50  years  in  the  fur  business  there,  died 
ir  June  at  the  age  of  74. 

Daze  &  Co.,  Arnprior,  have  bought  the 
clothing  business  of  H.  R.  Pollock,  Ltd. 
Messrs.  A.  Bremmer  &  Co.  will  run  the 
tailoring    department    of    Pollock's. 

Albert  Dale,  Toronto,  who  opposed 
Thomas  Hook  in  Southeast  Toronto  in 
the  Liberal  interest,  is  a  partner  in  the 
firm  of  Robinson  &  Dale,  wholesale  dry 
goods  merchants,  and  also  a  partner  in 
the  Dale  Furniture  Co. 

T.  L.  Hamilton.  Pembroke,  Ont.,  for- 
merly manager  of  the  Pembroke  Cloth- 
ing Co..  has  been  appointed  manager  of 
Mendel's  new  clothing  and  men's  fur- 
nishing store. 


Odd  Twists  and  Fancies  in  Men's  Fashions 


EERE  IS  SHOWN  one  of  the  bow  tie  models  which  is 

very  popular  this  season, 
the  tendency  being  for 
large  shapes  in  all  kinds 
of  neckwear.  Note  too 
the  small  wings  on  the 
collar. 


THE  WIDE  LAPEL  on  both  sack  coats  and  on  overcoats 
is  being  favored  by  some  of  the  manufacturers.  In  fact 
some  of  the  overcoat  models  show  the  lapel  in  triangular 
shape — just  about  as  broad  as  the  length. 

THERE  IS  NOW  AN  OVERCOAT  model  being  put  on 
the  market  in  which  the  balmacaan  model  and  the  con- 
vertible principle  are  combined,  the  bid  for  popularity 
being  made  on  the  ground  that  the  Prussian  collar  of  the 
balmacaan  is  not  satisfactorj'  for  all  occasions  when  such 
a  coat  may  be  worn. 

»         *         * 

ONE  OF  THE  NEWER  THINGS  IN  SHIRTINGS  being 
shown  by  furnishers  who  do  a  custom  trade  is  a  Norfolk 
model.  The  strap  effect  is  produced  by  heavy  pleats  and 
the  garment  is  a  very  attractive  one  for  the  Summer 
trade. 

COMPARED  WITH  SOME  of  the  novelties  in  the  hat 

trade  this  season  the  sennit  is  almost  a  smooth  material. 

There  appears  to  be  no  limit  to  the  extremity  of  roughness 

in  effect  which  finds  popularity. 

*         *         «. 

SHIRT  THAT  IS  BEING  SHOWN  IN  PARIS.  The 
collar  is  entirely  new  and  presents  some  attractive  fea- 
tures for  outdoor  wear.     The  garment  is  known  as  the 


''American"  shirt,  although  it  has  been  originated  on  the 
other  side  of  the  water  evidently. 
#         #         # 

A  NEW  SUMMER  COLLAR  importation  is  the  Pall  Mall 
which  is  made  similar  to  the  curved  corner  model  but  has 
the  appearance  of  being  squeezed  down  in  front  with  the 
result  that  the  vent  is  much  wider  and  the  curve  more 
pronounced. 


A  U.S.  HOSIERY  house  reports  that  there  is  a  big  de- 
mand for  light  shades  in  both  the  gauze  silk  and  pure  silk 
lines  for  men  and  women.  White,  pearl  gray,  mode  and 
the  new  Palm  Beach  shades  are  very  popular. 

*  •         • 

DURING  THE  RECENT  visit  of  King  George  to  Paris 
neckwear  manufacturers  took  advantage  of  the  oppor- 
tunity to  get  out  a  novelty.  This  was  a  four-in-hand  with 
a  shield  in  the  center  of  the  scarf  end,  coming  just  under 
the  knot,  which  bore  the  design  and  colorings  of  the 
Union  Jack. 

*  »         * 

A  NEW  STYLE  OF  DRESS  TIE  is  shown  by  Horn,  of 
New  York,  as 
here  illustrated. 
The  novel  fea- 
ture is  the  at- 
tachment which 
fits  over  the  end 
of  the  collar  but- 
ton and  under 
the  collar  and 
holds  the  tie  in 
position,  thus 
getting  over  one 
of  the  difncul-  - —  - 
ties  of  keeping  the  dress  tie  in  its  place. 

*  *         * 

THE  LATEST  IN  DRESS  HATS  show  an  even  stronger 
tendency  towards  the  tapering  crowns  and  there  are  some 
extreme  models  which  appear  as  almost  direct  copies  of 
the  head  coverings  which  are  associated  in  the  popular 
mind  with  Irish  melodrama. 

*  *         * 

WITH  THE  OUTING  shirts  for  the  hot  days  a  novelty  is 
being  introduced  in  fancy  pearl  buttons  which  can  be  de- 
tached when  the  garment  is  sent  to  the  laundry.  The  but- 
tons are  are  on  a  narrow  tape  and  instead  of  being  sewn 
to  the  material  they  go  through  button  holes,  the  shirt 
front  being  made  with  two  rows  of  these  holes. 

*  •         • 

HERE  IS  SHOWN  a  fancy  soft  cuff  on  a  silk  shirt  which 
was  worn  with  a  morning  coat  and 
seen  in  London.  It  indicates  that  the 
d(  mand  For  hot  weather  comfort  is 
overcoming  some  more  of  the  con- 
ventions in  dress. — From  Men's 
Wear,  New  York. 


IT  IS  NO  LONGER  a  joke  to  speak  about  putting  on 
Summer  garters;  garters  for  the  hoi  weather  are  lieinsr 
made  by  several  manufacturers.  There  arc  two  styles 
which  have  been  advertised)  one  with  the  hand  material 
narrower  than  formerly,  while  another  is  made  of  mesh 
and  is  supposed  to  relieve  the  hot  feeling  around  the  leg. 
•         •         • 

ONE  OF  THE  LATEST  novelties  in  neckwear  introduces 
a  butterfly  design  in  a  big  range  of  color  combinations. 
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Special  Fixtures  in  a  Montreal  Men's  Store 

Brass  Rod  Along  Front  of  Wardrobes  for  Displaying  Suits  — 
Stock  Boxes  of  Uniform  Color — Case  for  Gloves  Giving  Good 
Chance  for  Display — Only  Two  Sales  a  Year. 

By    a   Staff   Correspondent. 


MONTREAL,  July  13— (Special). 
— The  new  men's  furnishings 
and  clothing  store  at  482  St. 
Catherine  street,  west,  Montreal,  which 
was  opened  a  couple  of  months  ago  by 
B.  H.  Swift  &  Co.,  has  a  number  of 
features  which  mark  it  as  out-of-the- 
ordinary.  One  of  these  is  the  lighting 
arrangement,  by  which  a  soft  and  mellow 
glow  is  diffused  over  the  store.  The 
store  is  long  and  narrow,  the  front  get- 
ting daylight  from  two  large  show  win- 
dows and  the  rear  being  taken  care  of 
by  a  large  skylight.  While  this  light  is 
sufficient  on  a  very  bright  day,  it  is 
necessary  to  have  artificial  light  for  the 
dark,  dull  days  as  well  as  at  night,  and 
this  is  supplied  by  a  number  of  ceiling 
fixtures  which  throw  the  light  upward 
against  the  white  ceiling,  from  whence 
it  is  reflected  downward.  The  lighting 
effect  is  the  nearest  to  real  daylight 
that  Mr.  Swift  was  able  to  find.  He 
got  the  idea  from  Altaian's  of  New 
York,  where  it  was  very  highly  recom- 
mended, and  he  considers  it  an  import- 
ant feature,  inasmuch  as  it  enables  his 
customers  to  see  the  exact  shade  of  the 
cloth. 

Special  Wardrobe  System. 

Another  feature  of  interest  is  the 
wardrobe  system  for  handling  suits  and 
overcoats.  These  wardrobes  occupy  52 
feet  of  space  along  both  sides  of  the 
store  and  were  made  specially  to  order. 
They  are  about  5  feet  in  height,  with 
glass  paneled  tops  to  admit  light,  and 
are  open  at  both  sides  with  three-foot 
passages  between.  The  two  end  sections 
are  2y2  feet  in  width  and  the  center  sec- 
tions are  4  feet  wide.  The  garments  are 
placed  on  hangers  and  suspended  from  a 
heavy  brass  rod,  two  rows  in  a  section. 
Along  the  front  of  each  section  is  a  hori- 
zontal brass  rod  from  which  suits  may 
be  suspended  for  display  purposes,  or 
hung  up  temporarily  when  being  shown 
to  a  customer.  This  is  considered  a 
much  better  plan  than  to  throw  the  gar- 
ments down  on  a  table  where  they  get 
mussed  up  and  disordered. 

In  showing  suits  it  is  customary  for 
the  salesman  to  ascertain  from  the 
would-be  buyer  the  style  and  shade  pre- 
ferred. With  this  idea  to  work  on,  he 
can  then  select  a  few  suits  which  he  con- 
siders likely  to  please,  or  if  desired  the 
customer  can  step  inside  the  wardrobe 
and  point  out  from  the  array  any  gar- 
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PLAN   OP  STORE. 

1,  Show  case,  furnishings;  2,  show  case, 
gloves;  3,  show  cases,  shirts,  haberdashery; 
4,  triplicate  mirror;  5,  fitting  rooms;  6,  cash 
desk;   7.   proprietor's   desk. 


ment  he  would  like  to  examine  more 
closely.  This  is  then  taken  out,  and  it 
i  ■  in  the  process  of  trying  on  a  coat  or 
in  looking  over  several  different  models 
that  the  rods  along  the  front  of  the 
wardrobes  come  in  handy. 

There  are  fitting  rooms  at  the  rear 
where  the  entire  suit  may  be  tried  on. 

The  tops  of  the  wardrobes  are  utilized 
for  show  purposes  and  attractive  trims, 
which  are  changed  frequently  adorn 
them. 

22  Feet  by  102. 

The  store  is  rather  out-of-the-ordin- 
ary  in  dimensions.  It  is  about  22  feet 
in  width,  but  extends  back  about  102 
feet.  The  rear  portion  is  lighted  by  a 
large  skylight,  as  previously  mentioned, 
so  that  all  portions  are  equally  bright. 
The  front  of  the  store  is  laid  out  with 
shelving  on  either  side  for  the  stock  of 
furnishings. 

The  stock  boxes  are  uniform  in  color, 
and  shirts,  collars,  underwears,  etc.,  are 
kept  therein  free  from  dust.  Silent 
salesmen  counter  cases  are  used  for  dis- 
playing shirts,  ties  and  haberdashery  in 
general,  and  there  is  a  specially  design- 
ed case  for  gloves.  This  case  measures 
26  inches  across  the  top.  is  eight  feet 
long  and  the  upper  glass  portion  is  10V2 
inches  deep.  It  overhangs  the  base  seven 
inches.  The  base  is  used  for  stock  and 
the  top  for  display.  Attractive  trims 
are  arranged  along  the  top  of  the  shelv- 
ing  and  small  counter  fixtures  for  ties, 
belts,  collars,  etc.,  are  used  on  the 
counters.  Several  forms  are  utilized  for 
showing  raincoats  and  overcoats. 

A  cash  carrier  system  has  been  install- 
ed, stations  being  located  on  either  side 
of  the  store  and  the  cash  desk  at  the 
rear.  A  reserve  stock  is  kept  in 
basement. 

Only  Two  Sales  a  Year. 

Mr.  Swift  has  had  considerable 
perience  in  the  clothing  business 
was  for  four  years  clothing  buyer  for 
Goodwin's  Ltd.,  of  Montreal,  leaving 
there  to  open  up  the  present  store.  He 
is  a  firm  believer  in  advertising  and  uses 
generous  space  in  the  local  papers.  He 
i?  counting  on  getting  and  holding  busi- 
ness through  giving  prompt  and  satis- 
factory service,  and  by  buying  often  and 
turning  stock  over  quickly  while  it  is 
new  and  fashionable.  He  is  opposed  to 
sales  except  twice  a  year.  Spring  and 
Fall,  to  clear  out  slow-selling  lines. 


the 


ex- 
and 
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How  Big  Western  Store  Displays  its  Goods 

Devices  That  Have  Been  Adopted  in  Hudson's  Bay  Co.'s  Depart- 
ment in  Calgary — Special  Arrangement  of  Clothing  by  Patterns 
—Low    Hat  Cases  Easily  Reached  —  Show  Cases  Packed  With 
Shirts. 

By  a  stall  Correspondent. 


CALGARY,  July  11.— (Special.)— 
It  has  been  discovered  that  men 
will  not  trade  at  a  department 
store  where  it  is  necessary  for  them  to 
go  beyond  the  ground  floor.  Women  are 
different,  and  for  that  reason  the  ladies' 
ready-to-wear  department  can  safely  be 
located  above.  When  the  Hudson's  Bay 
Co.  planned  their  store,  they  decided  to 
devote  a  good  portion  of  the  ground 
floor  to  men's  clothing  and  furnishings, 
as  near  to  the  main  entrance  as  possible. 
Sc  important  was  this  matter  considered 
that  it  was  under  discussion  for  a  long 
period. 

None  of  the  photographs  gives  a  clear 
idea  of  the  methods  for  displaying  high- 
class  clothing.  These  are  carried  in  solid 
mahogany  wardrobes,  the  glass  doors  of 
which  slide  inside  on  runners,  allowing 
the  racks  to  be  pulled  bodily  from  the 
wardrobe.  These  are  two-high;  i.e.,  they 
carry  two  lines  of  suits  at  top  and  bot- 
tom of  the  rack,  this  making  four  lines 
of  closely-packed  clothing. 

The  wardrobes  are  lined  up  along  the 
walls  of  the  department,  with  a  fitting- 
room  between  each,  from  which  access  is 
secured  to  the  display  windows.  The 
doors  to  these  fitting-rooms  make  excel- 
lent mirrors,  and  the  pillars  throughout 
are  also  mirrored. 

Impression  of  a  Large  Selection. 

A  system  is  followed  in  the  arrange- 
ment of  clothing  in  wardrobes.     In  each 


they  are  kept  as  near  to  one  make  and 
pattern  as  possible.  Silk-lined  goods 
are  shown  together;  also  new  patterns, 
grey  tweeds  and  checks,  browns,  hairline 
.stripes,  grey  worsteds,  blacks  and  blues, 
Xorfolks,  and  so  on.  The  effect  of  four 
rows  of  grey  checks  or  browns  is  to  give 
the  customer  an  impression  of  a  large 
selection,  which  would  not  be  achieved 
it'  the  suits  were  not  sorted.  It  also 
means  uniformity  and  good  appearance. 

By  examination  of  the  views,  the 
reader  will  be  able  to  see  for  himself  the 
type  of  revolving  rack  in  use.  Here  are 
shown  three  smaller  wardrobes,  with 
glass  roofs,  these  being  only  one-high, 
with  two  rows  of  suits.  Through  the 
glass  roof  one  can  plainly  distinguish 
the  spindle  around  which  the  clothing 
revolves.  This,  as  explained  before,  can 
be  pulled  completely  outside  the  glass 
case. 

Cheaper  clothing  is  handled  on  ma- 
hogany tables,  equipped  with  drawers 
for  carrying  odd  trousers,  vests,  and 
other  pieces  that  would  look  unsightly 
above.  On  the  tables  men's  suits  are 
carr'ed  ranging  in  price  from  $12  to 
$50. 

Boys'    and   Children's. 

The  boys'  and  children's  section  is  lo- 
cated separately.  The  better  grade  of 
goods,  ranging  in  price  from  $12.50  to 
$18,  are  carried  in  smaller  glass  ward- 


robes on  revolving  racks,  similar  to 
these  just  described.  Cheaper  lines  are 
shown  on  tables,  the  drawers  beneath 
being  utilized  for  holding  knickers  and 
other  lines  of  merchandise. 

Different  models  of  new  suits  are  dis- 
played on  the  glass  roofs  of  the  ward- 
robes, a  finishing  touch  being  given  by 
artificial  palms  and  flowers. 

Passing  mention  should  be  made  of  an 
excellent  display  of  boys'  clothing,  in 
silent  salesmen,  situated  on  the  main 
aisle.  At  the  time  of  the  writer's  visit 
to  Calgary,  black  and  white  checks  were 
(in  view,  with  hats  and  caps  to  match. 
These  were  shown  on  various  models, 
both  in  and  on  the  cases,  which  were 
illuminated. 

If  the  reader  will  refer  to  Fig.  3,  he 
will  catch  a  glimpse  on  the  left  of  the 
men's  hat  section.  The  case  shown  is 
seen  from  the  rear,  but  it  will  be  noticed 
that  the  hats  are  ticketed  from  this 
side,  and  can  be  reached.  This  is  to  en- 
able a  salesman  in  the  clothing  depart- 
ment to  effect  a  hat  sale  without  having 
t  i  direct  his  customer  around  the  case 
to  the  hat  section. 

The  hat  case  is  low.  much  lower  than 
in  the  average  men's  furnishing  store, 
about  35  feet  long,  has  sliding  doors, 
and  the  hats  are  carried  in  two  rows  on 
brass  rods.  The  drawers  beneath  are 
filled  with  caps.  The  silent  salesmen 
are  kept  constantly  trimmed  with  latest 


No.   l.  Men's  furnishings.     Note  excel 


■lit  display  arrangements  for  tics, 
in  shelves  to  the  Left. 
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pyjamas,  etc.,  with  underwear 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


No.  2.  Shirt  and  collar  section. 


Cases  closely  packed     with    shirts    in    wire    racks,    arranged    according    to 
quality  and  sizes. 


styles.  The  hat  tables  between  are 
equipped  with  machines  for  punching 
iriitinls. 

Boys'  Furnishings. 

On  the  other  side  of  this  aisle  is  the 
toys'  furnishing1  department,  pyjamas, 
shirts,  belts,  etc.,  being  carried  in  silent 
salesmen.  Boys'  hats  and  caps  are  also 
stocked  here,  and  are  in  charge  of  a  very 
efficient  saleswoman. 

To  the  left  of  this  aisle  is  the  men 's 
shirt  and  collar  section.  Show  cases 
are  densely  packed  with  shirts  contained 
in  wire  racks.  Each  case  has  its  own 
quality  of  goods,  and  each  rack  its  size, 
so  that  selection  is  simplicity  itself. 
Some  criticism  may  be  leveled  at  the 
number  of  shirts  displayed,  but  it   will 


be  seen  that  if  all  these  shirts  were 
carried  in  boxes,  a  much  bigger  depart- 
1  lent  would  be  required.  Then,  again, 
the  whole  of  the  stock  is  displayed, 
which  means  larger  sales.  It  will  be 
noticed  that  soft  cuff  shirts,  silks  and 
taffetas  are  shown  in  cases  behind  the 
counter,  with  glass  sliding  doors.  Bet- 
ter class  shirts,  ranging  in  price  from 
$2.50  to  $8,  are  usually  displayed  on 
tables,  in  individual  boxes,  which  are 
closed  every  night.  Collars  are  stocked 
ir  a  fixture  adjacent  to  the  shirt  de- 
partment. 

Men's   Underwear 
Proceeding   to    the    left,    beneath    the 
mezzanine  floor,  is  the  men's  underwear 
section,  where  are  also  carried  pyjamas, 


ci  .ii  sweaters,  and  working  shirts.  The 
underwear  is  stocked  in  open  fixtures, 
and  is  displayed  freely  on  the  polished 
surface  of  the  mahogany  counter. 
Men's  Furnishings. 
The  render  need  only  dance  at  Fig.  1  to 
see  the  location  of  the  men's  furnish- 
ing  department.  In  the  rear  is  the  un- 
derwear section  just  described,  and  the 
show  case  on  the  extreme  left  of  the 
picture  faces  the  men's  shirt  section,  so 
thai  a  customer  who  has  purchased  a 
shirt  has  only  to  turn  around  to  secure 
i  eekwear  to  match. 

The  method   of  carrying  neckwear  is 
one  of  the  neatest   the   writer  has  seen. 
The  fixtures,  with  their  glass  fronts,  ar- 
( Continued  on  page  60.) 


Tell  the  Customer  About  the  New  Stuff 

Great  Variety  of  Furnishings  and  Novelties  in  Modern  .Men's 
Store  Demands  That  Salesmen  Should  Study  the  Power  of  Sug- 
gestion— Make  Use  of  the  Positive  Tone  When  Talking  of  the 
New  Things — Where  $5,000  Came  in. 

Third   of  series   on   salesmanship   by  -T.   Wllloughby. 


A  SUPPLIER  of  men's  needs,  who  is  in  the  front 
rank  of  haberdashers  in  Canada  made  the  state- 
ment to  me  not  long  ago  that  there  was  in  his 
store  to-day  five  thousand  dollars'  worth  of  stock  that 
was  not  required  five  years  ago.  This  did  not  refer  to 
the  increased  volume  of  business,  but  illustrated  the  point 
he  was  making,  that  there  is  nowadays  such  a  variety  of 
models  and  styles  in  clothing,  in  hats,  in  shirts,  neckwear, 
etc.,  that  in  his  store  it  meant  that  it  took  five  thousand 
dollars  more  to  keep  the  different  lines  and  ranges  stocked 
than  it  did  five  years  ago. 

Where  the  $5,000  Comes  In. 

That  five  thousand  dollars  bears  a  direct  relation  to 
salesmanship,  or  perhaps  it  would  be  better  to  say  a 
double  relation.  In  the  first  place  if  a  store  increases  its 
stock  by  five  thousand  dollars  there  must  be  a  larger  turn- 
over— more  goods  sold — and  in  the  second  place  if  the 
different  lines  of  goods  for  men  have  spread  out  to  that 
extent,  then  there  must  be  a  greater  field  for  the  right 
kind  of  selling  to  supply  the  want  of  the  individual.  Here 
let  me  emphasize  again  the  point  made  previously  that 
there  are  no  two  tastes  alike  and  that  it  is  for  the  clerk 
to  study  the  customer  with  the  idea  of  finding  out  the 
characteristic  features  of  that  man's  idea  of  wThat  he 
should  wear — it  will  be  for  him  to  decide  whether  the 
better  course  would  be  to  coincide  with  those  views  or  to 
make   suggestions. 

Selling  to  men  a  decade  ago  was  au  entirely  different 
proposition  from  what  it  is  to-day.  There  was  a  time 
when  men  could  pretty  nearly  buy  as  well  bj'  mail  as  by 
entering  a  store  personally;  everybody  w7anted  the  same 
thing  and  for  the  average  man  there  was  nothing  of  indi- 
viduality about  his  apparel.  Manufacturers  did  not  give 
much  attention  to  catering  to  the  individual  taste  and  a 
man  would  probably  be  as  well  suited  with  a  necktie  pur- 
chased by  his  wife  or  his  grandmother  as  one  picked  out 
by  himself.     But  now  all  is  different. 

Individual  Selection  Necessary. 

To-day,  with  the  great  variety  and  range  which  is  to 
be  seen  in  every  article  of  apparel  an  individual  selection 
is  necessary.  It  is  in  assist ing  in  making  that  selection 
that  real  salesmanship  lies,  whether  it  be  for  a  suit  of 
clothes  or  a  pair  of  socks.  The  salesman  should  endeavor 
to  sell  the  customer  something  which  in  his  judgment  will 
gives  satisfaction  and  will  be  in  good  taste,  but  great  care 
and  judgment  must  be  used  in  the  extent  to  which  the 
patron  is  influenced.  There  are  some  men  of  positive 
disposition  and  ideas  who  will  come  into  the  store  and 
demand  a  tie  that  will  neither  suit  their  complexion  nor 
the  clothing  they  may  wear  with  it.  and  the  besl  thing  the 
clerk  can  do  is  to  pass  it  over  and  say  nothing,  for  the 
customer  will  probably  never  develop  enough  taste  to 
know  the  difference.  There  are  others  who  would  welcome 
a  suggestion  as  to  a  color  shade.  It  all  depends  upon  the 
man  and  it  is  here  that  a  knowledge  of  human  nature  is 
necessary. 

An  Aversion  to  Red  Neckwear. 

I  can  still  remember  an  experience  of  my  own  in  con- 
nection  with    buying   cravats   which   brought    home    to   me 


strongly  the  influence  that  an  experienced  clerk  can  have 
if  he   uses  good  judgment.     When   young  I   had   a   pet 
aversion  to  red  neckwear  and  I  was  of  such  a  dark  com- 
plexion— and   of  course  still    am,   only  more   so — that    it 
was  the  one  color  best  suited  to  me.    One  day  a  salesman 
whom  I  knew  well  personally,  undertook  to  tell  me  some- 
thing about  what  I  should  wear  around  my  collar.    Taking 
out  a  tie  of  dark  red  he  siezed  the  right  moment  to  put  it 
around  my  neck  loosely  and  pushed  the  ends  inside  my 
coat.     It  was  not  a  perfect  effect  but  enough  to  get  the 
idea,  and  since  that  day  there  have  been  few  cravats  that 
1  have  purchased  in  which  red  has  not  been  the  predomi- 
nating shade.     The  same  clerk  could  not  have  done  the 
same  thing  with  every  customer  who  came  into  the  store, 
but  the  general  idea  is  one  worth  consideration. 
Make  Suggestions. 
Making  suggestions  in  the  men's  furnishings  business 
to-day  is  a  necessary  duty  of  the  salesman,  that  is,  gener- 
ally speaking.     The  average  man  who  goes  into  a  store 
looks  to  the  salesman  to  help  him  in  his  selection.     Of 
course  he  does  not  walk  up  to  the  counter  and  tell  this  to 
the  clerk;  it  is  something  for  the  clerk  to  know,  but  some- 
thing he  should  not  let  the  customer  know  that  he  knows. 
A  salesman  can  often  make  forceful  suggestions  in  such  a 
subtle  manner  that  the  patron  will  think  they  are  his  own. 
The  frequency  with  which  styles  change  at  the  present 
time  and  the  number  of  novelties  which  are  being  intro- 
duced for  men  to  wear  make  it  necessary  that  the  sales- 
man should  pay  considerable  attention  to  the  education 
of  the  customers  of  the  store.     The  average  man  cannot 
devote  the  time  which  would  be  necessary  to  keep  him  in 
touch  with  what  is  being  done  by  the  manufacturers — if 
he  did  nowadays  he  woufd  probably  not  have  time  enough 
left   to  attend  to  that  daily  occupation  which  means  the 
money  to  make  purchases.     He  is  open  to  suggestion  and 
will  usually  be  found  interested  in  the  new  things  which 
are  appearing.     An  up-to-date  store  must  carry  the  new 
stuff.    One  man  says  it  means  five  thousand  dollars  in  his 
store  and  others  will  be  in  the  same  position.     The  way 
to  sell  the  new  stuff  is  to  show  it  to  the  store's  patrons. 
The  best  way  to  bring  novelties  to  the  attention  of  the 
customer  is  to  keep  posted  on  what  is  doing  in  the  fashion 
centers  and  be  abb-  to  talk  smoothly  of  what  well-dressed 
men   are  wearing  where   men   are  well-dressed.     It  is  not 
difficult  to  get  this  information  if  the  trade  journals  are 
studied  as  they  should  be.     Sometimes  photographs  taken 
from  illustrated  publications  can  be  used  to  advantage  on 
neat  cards  to  show  that  a  certain  novelty  is  being  worn 
by  well-known  men. 

Following  Up  Window  Suggestions. 
The  new  things  which  are  being  shown  should  be  put 
on  display  in  the  windows,  but  see  that  the  display  is  an 
effective  one  or  they  had  better  not  be  shown  at  all.  A 
patron  of  the  store  is  almost  certain  to  notice  what  is  in 
the  windows.  He  may  or  may  not  mention  what  he  has 
seen  but  he  is  likely  to  have  retained  an  impression.  This 
is  where  the  salesman  can  do  good  work.  The  window 
suggestion  is  often  half  a  sale  if  it  is  properly  follow,,! 
up.  Bring  up  the  new  stuff  in  a  positive  manner  if  you 
(Continued  on  page  59.) 
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Large  and  Indefinite  Patterns  in  Neckwear 

Vague  Designs  and  Rich  Colorings  Worked  Out  in  Large  Four-in- 
Hands  for  the  Fall  Neckwear  Business — Under  the  Knot  and 
Border  Designs  Still  Making  a  Bid  for  Popularity — Some  Basket 
Weaves. 


THE  neckwear  situation,  while  cov- 
ering1 almost  everything  that  is 
possible  or  impossible  in  the  way 
of  color  and  design,  is  beginning  to  shape 
itself  for  the  Fall  and  Winter  business 
sufficiently  to  bring  large,  indefinite  pat- 
terns, cut  in  large  shapes,  and  with  the 
colors  toned  down,  to  the  top  of  the 
heap.  These  large  patterns  cover  in 
themselves  a  very  large  range  of  color 
combinations,  but  they  are  usually  in 
dark  reds,  greens,  blues  and  browns  and 
made  of  all  silk  satin  goods  which  give 
some  splendid  shot  effects.  Some  of  the 
old  staple  colors  will  be  found  predom- 
inating, such  as  red  and  black,  gold  and 
black,  etc.,  but  the  patterns  are  such 
that  the  toninsr  down  of  the  high  colors 
is  lost  sight  of  in  the  general  impression 
which  is  hardly  one  of  quieter  effects. 

Under-the-Knot  Effect. 

In  this  country  there  is  every  indica- 
tion that  the  under-the-knot  effect  is 
going  to  continue  popular  with  and  with- 
out borders.  A  Canadian  manufacturer 
makes  the  statement  that  this  style  of 
tie  will  be  strong  for  Fall  and  Winter 
although  there  is  an  attempt  on  the  part 
of  American  manufacturers  to  put  it 
out.  His  conclusion  is  that  the  latter 
cannot  make  the  particular  wave  success- 
fully, most  of  the  materials  being  im- 
ported from  England. 

About  the  only  thing  that  is  being 
much  shown  in  goods  which  might  be 
said  to  have  a  definite  or  clear-cut  pat- 
tern is  the  basket  weave,  and  this  is 
(■(lining  in  a  larger  design  which  gives  the 
impression  of  a  much  coarser  material. 
The  color  contrasts  are  very  emphatic 
in  this  style  of  goods  which  in  this  re- 
spect is  altogether  different  from  the 
new  tendency. 

Largest  for  the  Money. 

As  to  design,  it  is  the  large  four-in- 
hand  to  the  front.  The  "largest  tie  for 
the  money"  seems  to  be  the  idea  of  the 
trade,  and  when  the  large  shapes  are 
made  with  the  very  high  class  silk  satins 
then  there  are  bigger  prices.  The  stylish 
man  this  Fall  will  pay  more  money  for 
his  neckwear  than  he  has  for  some  years. 
Not  only  is  the  knot  large,  but  the  scarf 
ends  are  bein<r  made  larger  and  larger 
and  on  some  of  the  new  styles  the 
amount  of  silk  is  increased  by  a  number 
of  folds. 

The  influence  of  the  cubists  and  the 
other  ultra-modern  schools  of  art  is  be- 


ing felt  in  connection  with  neckwear  and 
there  is  no  saying  where  this  tendency 
may  take  the  designers  in  their  search 
for  something  new  and  novel. 


Showing  the  newest  tendency  in  neck- 
wear, huge  patterns  in  rich  and  fiery  color 
combinations  in  rich,  heavy  satin-silk. 
Some  of  the  effects  are  very  beautiful, 
and  the  shades  employed  are  darker  than 
for  several  seasons.    Shown  by  Wm.  Milne. 


TELL  THE  CUSTOMER  ABOUT  THE 
NEW  STUFF. 

(Continued  from  page  58.) 
think  it  is  something  in  which  the  cus- 
tomer is  likely  to  be  interested.  Don't 
ask  him  if  he  does  not  think  that  such 
and  such  an  article  is  "nobby,"  or 
"effective;"  tell  him  that  it  is  nobby  or 
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effective.  Don 't  say  that  you  think  such 
and  such  a  cravat  would  suit  him;  if 
you  think  so  tell  him  that  it  would  suit 
him. 

Suggestion  can  be  made  responsible 
for  a  great  many  sales,  but  suggestions 
must  be  backed  by  judgment  and  judg- 
ment is  largely  the  result  of  studying  the 
customer. 


Jobbers'  Profits 

Wholesalers  Tell  the  Manufac- 
turers at  Philadelphia  Conven- 
tion About  the  Small  Profits 
They  Make — Working  Close 
Together. 

RKLATIONS  between  knit  goods, 
jobbers  and  manufacturers  were 
discussed  at  the  tenth  annual 
convention  of  the  National  Association 
of  Hosiery  and  Underwear  Manufac- 
turers of  the  United  States,  at  Phila- 
delphia, by  President  Smyth  and  Secre- 
tary Fernley  of  the  National  Wholesale 
Dry    Goods    Association.  The    latter 

made  the  statement  that  it  cost  the  job- 
ber 13  to  15  per  cent,  to  take  the  manu- 
facturer's goods  to  the  retailer  while  the 
average  net  return  was  about  2  per  cent. 
and  the  average  turnover  did  not  ex- 
ceed 4  per  cent.  The  return,  therefore, 
Mas    very    small. 

President  Smyth  dwelt  upon  the  very 
friendly  feeling  existing  between  the 
members  of  the  different  organizations. 
The  knit  goods  buyers,  lie  said,  realized 
that  the  interests  of  the  manufacturers 
and  the  wholesalers  were  mutual,  and 
that  helpful  aid  had  been  given  along 
the  line  or  standardizing  sizes.  He  laid 
particular  emphasis  upon  the  importance 
of  the  jobber  in  relation  to  the  business 
generally. 


1,000  MEN  MAKING  GARTERS. 
There  recently  appeared  in  a  popular 
United  States  weekly  a  full-page  adver- 
tisement of  men's  garters,  which  goes 
tr  show  to  what  extent  business  in  small 
things  can  be  developed.  This  ad  stated 
that  the  firm  using  the  space  had  de- 
veloped in  twenty-seven  years  from  a 
business  in  one  small  room  to  a  huge 
manufacturing  plant,  employing  one 
thousand  operatives.  This  is  certainly 
an  age  of  specialization  in  manufac- 
turing:. 


Play  Suits  and  Uniforms  for  the  Boys 

Now  is  the  Season  When  the  Little  Man  is  Much  at  Play — Ser- 
viceable Clothing,  and  Not  Much  of  it,  is  What  is  Wanted — Scout 
Idea  Has  Developed  the  "Grown-up"  Idea  in  Play. 


THIS  is  a  good  season  to  call  at- 
tention to  the  lines  of  Summer 
clothing  for  the  hoy.  The  school 
bell  will  not  he  heard  again  for  weeks 
and  play  has  taken  the  place  of  study  in 
the  routine  of  the  youth  of  the  country. 
This  "ill  he  a  hard  period  upon  the 
clothing  of  the  rising  generation  and 
careful  mothers  are  looking  for  some- 
thing cheap  and  serviceable  and  of  ma- 
terial suitahle  for  the  hot  days  and  vig- 
orous exercise. 

The  usual  Summer  uniform  of  the  boy 
is  simplicity  itself;  there  is  little  more 
or  less  to  it,  from  the  standpoint  of 
style,  than  the  uniform  of  a  hod  carrier 
and  considerably  less  as  to  extent.  The 
Summer  definition  of  a  boy  might  be  put 
down  as  something  like: 

"The  male  of  the  species  of  un- 
certain age,  but  usually  between 
five  and  fifteen  clad  in  a  pair  of 
kharki  knee  trousers  upheld  by- 
means  of  a  belt  and  a  shirt  of  the 
same  or  some  other  equally  service- 
able color  with  the  collar  attached, 
a  hat  and  a  pair  of  running  shoes; 
this  to  be  mixed  with  health,  good 
spirits  and  devilment  in  about  equal 
quantities." 

Of  course  there  are  boys  and  boys,  but 
this  hits  the  average  about  in  the  mid- 
dle. Exceptions  there  are  as  to  the 
nature  of  the  being  and  exceptions  also 
ae  to  the  clothing.  Sandals  may  be  used 
for  the  feet  instead  of  running  shoes — 
— with  stockings  optional — or  the  neith- 
er digits  may  be  allowed  full  freedom 
to  encounter  stones,  thistles  and  rail- 
road cinders.  The  trousers  or  pants 
may  be  extended  after  tli£  fashion  of 
grown-ups,  and  overalls  are  sometimes 
worn,  and  there  may  be  some  differences 
in  material  but  these  things  do  not  gel 
away  from  the  general  idea.  Lighl 
trousers  of  washable  material  and  white 
shirtwaists  make  a  nice  combination  for 
the  little  man  hut  usually  this  will  be 
found  suitable  lor  wear  a  little  more 
formal  than  the  regular  daily  escap- 
ades. For  dressing  him  up  there  are 
tasteful  suits  of  white  serge  or  other 
light  Summer  material  hut  for  the  usual 
hoy  the  regular  program  is  to  be  dressed 

up  as  seldom  as  possible,  and  the  rough 

and   ready  apparel  is  the  thing  thai   will 
1,(    in  demand. 

Developing  Play  Suit  Business. 
A    feature  of  the   hoys'   suit   buisiness 
for  the   Summer  season  which  has  been 
developing  very  rapidly  of  late  years  is 


the  supplying  of  play  suits  and  uniforms. 
The  uniform  idea  has  been  brought 
rapidly  forward  by  the  Boy  Scout  move- 
ment and  the  general  interest  which  has 
been  displayed  by  hoys  in  the  Scout 
work.  There  is  a  good  branch  of  the 
business  to  be  developed  in  selling  scout 
uniforms,  either  official  or  otherwise. 

However,  the  play  spirit  of  make-be- 
lieve, and  imitating  the  grown-ups,  has 
not   stopped   with   the   Scout   movement. 


AMONG  THE  AD  MEN. 

DURING  the  convention 
of  Ad  men  in  Toronto 
there  were  noticed: 

A  sailor  straw  made  of  ma- 
terial so  coarse  that  the  weav- 
ing took  on  the  appearance  of 
twisted  rope.  It  had  the  heavy 
English  crown. 

A  sack  coat  cut  with  only 
slight  regard  for  the  English 
tendency  in  clothing,  with  the 
back  giving  a  square  cut  rather 
than  slim  effect.  The  front  was 
held  by  one  button  and  the  roll 
came  unusually  far  down. 

A  sailor  straw,  in  which  the 
droop  effect  was  introduced  in 
the  brim  The  brim  dipped 
down  all  the  way  round  like  an 
inverted  plate. 

A  form-fitting  overcoat  cut 
with  close  waist  and  ample 
skirt,  which  formed  a  sharp 
contrast  to  the  Balmacaan  and 
other  loose  models.  It  was  of 
dark  brown  material. 


The  scout  idea  gives  the  play  idea  of 
some  reason  for  scouting,  and  as  it  is 
i,  ore  realistic  to  the  boyish  mind  to 
sneak  after  redskins  than  after  other 
si  outs,  there  is  a  demand  for  Indian 
uniforms  and  feathers.  There  are  other 
scouting  uniforms  which  appeal  more 
t:i  the  boyish  mind  than  the  regulation 
uniform,  and  there  are  cowboy  suits 
Thieh  fit  into  the  youthful  idea  of  life 
on  the  prairies. 

For  Baseball  Nines. 
A  good  line  to  give  attention  to  from 
the   boy's   trade   standpoint    is   the   base- 
hall   uniform.     Canada   is  a   close  second 
to   the   United    States   for  interest    in   the 
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great  Summer  pastime,  and  in  the  cities 
there  is  not  a  vacant  corner  lot  which 
i  •  not  a  home  diamond  for  some  juve- 
nile nine.  The  spirit  of  the  boy  to  do 
as  his  elders  can  be  counted  on  here  for 
orders  for  baseball  uniforms,  particu- 
larly if  there  is  a  boys'  league  organized 
as  is  usually  the  ease.  If  one  of  the 
teams  secures  uniforms  it  may  be  taken 
for  granted  that  the  others  are  not  go- 
ing   to   be   far  behind. 

A  Single-piece  Bathing  Suit. 

Boys'  bathing  suits  too  are  a  good 
selling  line  for  Summer  for  wherever 
there  is  water  which  can  boast  of  the 
proportions  of  a  swimming  hole,  up  to 
the  ocean  beaches,  there  will  be  found 
the  hoy  on  the  hot  days.  One  of  the 
latest  models  which  has  been  brought  out 
for  the  boy  is  a  combination  one  and 
two-piece  garment:  it  is  really  a  two- 
piece  garment  attached  with  the  result 
that  there  is  an  overlapping  skirt  and 
the  appearance  of  the  usual  two-piece 
suit. 

At  this  season  merchants  might  wen 
give  some  attention  to  boys'  clothing  in 
their  window  display  plans.  Attractive 
settings  for  play  suits  can  be  very  simp- 
ly arranged.  A  very  effective  showing 
can  be  made  with  a  camp  scene,  a  couple 
of  figures  and  a  tent  being  the  principal 
requirements. 


HOW  BIG  WESTERN  STORE  DIS- 
PLAYS  ITS   GOODS. 

(Continued  from  page  57.) 

ranged  so  as  to  disappear  when  not  re- 
quired, are  easily  seen  in  this  picture. 
Each  "family"'  is  carried  in  a  narrow 
wire  rack,  and  can  he  taken  from  the  fix- 
tures to  the  counter,  and  shown  with 
the  greatest  of  ease. 

The  furnishings  are  distributed 
among  the  show  cases,  one  being  devoted 
to  white  and  colored  silk  handkerchiefs, 
the  next  to  suspenders  and  belts,  the 
next   to  gloves,  and  so  on. 

Gloves  are  carried  in  shallow  drawers. 
easily  shown  at  the  counter.  These  are 
divided  into  sections  for  sizes,  and  carry 
about  eight  dozen  each.  There  is  a  sep- 
arate   drawer   for  each    line. 

At  the  main  entrance,  not  far  from 
the  shirt  section,  is  a  dass  case.  12  feet 
Ion.:,  containing  men's  jewelry,  includ- 
ing' links,  buttons,  fobs,  guards,  clips, 
pins.  etc. 


MEN'S   WEAR    SECTION. 


Dry  Goods  Review 


"King  George' ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body     and 
Shoulders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkablt 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


There 

is 

satisfaction 

in 

handling 

Imperial 
Pure  Wool 
Underwear 


Satisfaction  for  us  because 
our  34  years  of  manufacture 
has  given  us  a  garment 
that  has  attained  a  stand- 
ard not  yet  reached  by  any 
other  brand. 

There  is  satisfaction  for  the  merchant  who 
handles  "Imperial"  because  he  knows  the  high- 
est recommendation  he  can  give  it  will  be  lived 
up  to. 


Canadian 
Under- 
wear 
trade 


There  is  satisfaction  to  the  wearer  because  of 
the  many  exclusive  qualities  that  arc  embodied 
in  Imperial  Pure  Wool  Underwear. 

Goods  returned  as  unsatisfactory  are  not  only  a 
financial  loss,  but  result  in  a  had  reputation  foT 
your  store.  Do  as  many  dealers  throughout 
the  Dominion  have  done  for  years  past — s,tock 
this  old  reliable  line  and  proof  your  men's  de- 
partment against  dissatisfaction.' 

Men's  natural  wool,  men's  elastic  knit,  men's 
high-grade  Imperial  and  men's  double-thread 
balbriggan  are   lines  on   which  we   specialize. 


Kingston    Hosiery    Co. 

Established  1880 


Kingston, 


Ontario 
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High  Crown  Sailor  Absent  from  the 

Polo  Games 

Smartly  Dressed  Men  at  Meadowbrook  Had  on  Wide-Brimmed, 
Low-Crowned  Hats  of  Rough  Material,  With  Wide  Black  Bands 
— Freak  Models  Said  to  be  Already  on  the  Wane. 


NEW  York,  July  10.— (Special.)— 
Never  in  any  season  have  there 
been   so   many   freak   styles   in 
si  raw  hats,  and  the  manner  in  which  the 
Iiiprh -crowned    models    have    taken    with 
the    public    certainly    shows    that    the 
manufacturers  had  well  gauged  the  ten- 
dency   of   men   to   wear   something   dif- 
ferent.    But  as  was  the  case  with  the 
Balmacaan  coat,  which  became  a  general 
style  shortly  after  its  first  appearance, 
and     was     very     soon    dropped    by    the 
makers   of   exclusive   garments,   for  the 
reason  that  it  got  into  the  cheap  lines, 
so  there  already  is  a  noticeable  change 
or  opinion  among  the  better-dressed  men 
with  regard  to  the  high-crown  sailor  hat. 
No   stronger  evidence   of  this  could   be 
obtained    than    by    comparing  the   high- 
crown,    narrow-brimmed    models    to    be 
seen  in  Broadway  with  the  low-crowned, 
broad-brimmed     styles    of    rough    straw 
which  were  generally  worn  in  and  about 
the  Meadowbrook  Clubhouse  and  in  the 
west  stand  during  the  polo  games — and 
it  is  at  the  polo  games  that  the  best  dis- 
play of  styles  is  to  be  seen  on  this  side 
of  the  ocean. 
No  High  Crowns  or  Fancy  Ribbons. 
On    the    Meadowbrook   lawn    the    hat 
that  was  outstanding  with  the  smartly- 
dressed  men  was  the  Italian  leghorn  with 
wide  brim,  plain  black  band  and  quad- 
rangular   shape     crown.       Next    to    the 
sailors,    these    leghorns    were    the    most 
numerous.     There  was  not  a  single  hat 
of  the  high-crown  design  to  be  seen  on 
the   lawn,    nor   were    there    any   narrow 
ribbons  or  fancy  bands.  The  bands  were 
wide,  an  inch  and  a  half  to  two  inches, 
with    plain    conservative    old-fashioned 
bows.     The   sailors   were,   of  course,   in 
the   majority,    but    there   were    quite   a 
number  of  panaraas.     These  usually  had 
the   round    crown    without   indentations, 
plain   black  two-inch  bands  and  rolling 
brims.    The  rims  in  no  case  were  turned 
•jp  or  down  at  either  back,  front  or  side. 
The  hats  worn  at  the  polo  games  cer- 
tainly showed  the  tendency  of  the  well- 
dressed  man  to  get  away  from  anything 
in  the  way  of  freak  styles,  and  it  looks 
as  though  the  high-crowned  sailor,  which 
sprang  into  the  limelight  in  a  few  weeks, 
was   going  to    die   as   the   result   of  its 
own  popularity.     To  keep  a  style  alive 
with    well-dressed    men    there    must    be 
something  of  exclusiveness  about  it,  and 


there  is  certainly  nothing  exclusive  to- 
day about  the  hat  with  the  high  crown. 
Ridiculed  by  Cartoonists. 
Already  it  is  reported  that  the  cam- 
paign of  ridicule  which  is  being  carried 
on  in  the  newspapers  by  the  cartoonists 
and  humorists,  who  are  always  ready  to 
make  capital  out  of  anything  that  will 
tickle  the  funny  bone  of  the  public,  is 
beginning  to  have  its  effect  in  the  order 
end.  One  manufacturer  makes  the 
statement  that  his  competitors  are  suf- 
fering from  the  novelty-at-any-cost  dis- 
ease; that  in  the  past  the  idea  has  been 
novelty  at  any  cost,  and  that  it  is  being 
overdone.     Many  manufacturers  are  get- 


ting the  tip  from  the  retail  outlets  to  let 
up  on  the  freak  styles,  and  it  is  a  pretty 
safe  prediction  that  there  will  be  more 
conservative  models  shown  for  next 
year,  especially  for  the  better-class 
trade. 

There  is  some  speculation  in  the  trade 
as  to  the  effect  of  the  change  of  opinion 
with  regard  to  the  straw  models  on  the 
stiff  and  soft  felt  hat  orders,  and  whe- 
ther changes  in  the  direction  of  conser- 
vatism may  be  looked  for  in  these  de- 
partments of  the  hat  business  also.  How- 
ever, this  is  not  considered  very  likely, 
as  there  does  not  appear  to  be  an  alter- 
native course  open  for  the  designers. 


Mackinaw  Coats  are  Stronger 


THE  Mackinaw  coat  gives  every 
indication  of  being  a  popular 
seller  again  this  Fall  and  Winter 
— even  more  so  than  a  year  ago.  This 
garment  is  coming  to  be  considered  as 
less  of  a  novelty,  and  its  warmth  and 
usefulness  are  more  generally  recog- 
nized. While,  of  course,  it  will  continue 
as  a  strong  favorite  as  a  garment  for 
the  woods,  where  activity  of  the  limbs 
is  desirable,  and  for  those  who  are  driv- 
ing horses,  there  is  now  a  demand  for 
this  garment  for  Winter  sports'  wear 
and  for  general  use.  It  is  also  popular 
with  auto  drivers  who  desire  to  have 
freedom  in  the  control  of  the  clutch, 
transmission  and  brake.  Women,  too, 
are  following  the  style,  and  there  are 
some  striking  designs  which  have  been 
used  for  street  wear. 

Various   Styles. 

Mackinaws  are  made  in  a  variety  of 
styles — the  double-breasted,  the  single- 
breasted  and  the  Norfolk — and  with 
these  there  are  different  combinations 
with  the  shawl  or  military  collars.  The 
materials  are  mostly  in  dark  color  com- 
binations, with  large  and  indefinite 
checks;  there  are  reds,  browns,  blues, 
greys,  and  whites  used  in  combination 
with  black.  For  ladies  lighter  materials 
are  used,  and  the  models  are,  of  course, 
more  shapely.  Added  effects  are  also 
gives  by  fancy  cut  pockets  and  cuffs  and 
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the  use  of  buttons;  in  the  majority  of 
the  models  the  belt  is  used. 

Business  in  West  Picking  Up 
Mackinaw    coats    are    usually    classed 
with  the  heavier  clothing,  and  there  is 
a   good   business  in  the  districts  where 
there   is   outdoor   work   for   the   Winter 
season.     Important  shipments  are  made 
to  the  West,  and  the  manufacturers  of 
this  line   and   other    heavy   clothing  for 
the  western  trade  report  that  business 
for  Fall   is  picking  up   again,   and   that 
they     are     making     shipments     to     the 
prairie  and  mountain  sections  which  are 
very  satisfactory  in  view  of  the  general 
conditions.      These    lines    include    heavy 
shirts,   sheepskin-lined   coats,  mocassins, 
leather    and    woolen    mitts    and    gloves, 
etc.    Needless  to  point  out  in  connection 
with  this  business  there  is  little  tendency 
to   change  the   styles,  and   it   is  service 
first  that  the  trade  is  looking  for. 
Frost-defying  Glove. 
Gloves    and    mitts    for    the    man    who 
works  out   of  doors  go   from  season  to 
season  without  change.    For  the  western 
business,  where  there  is  severe  cold   to 
be  defied,  warmth  is  the  first  considera- 
tion,  and   large   leather  mitts   are  made 
expressly  for  the  purpose  of  being  worn 
over  woolen  ones.    For  the  Yukon  trade 
there  is  a  real   buckskin  glove  made  to 
fit   over  a   silk   glove,   and    the   combina- 
tion is  said  to  be  a  splendid  frost-defy- 
ing one. 


The   Postmaster  General  versus  the  Merchant 

A.  Complete  Review  of  the  Events  Following  an  Attempt  by  Hon. 
L.  P.  Pelletier,  Postmaster-General,  to  Secure  Power  Over  the 
Press  of  Canada  and  Thus  to  Discriminate  in  Favor  of  the  Big 
Papers  Which  Circulate  Mail  Order  Advertising. 


A  BILL  to  amend  the  Post  Office 
Act  of  Canada  was  introduced 
into  the  House  of  Commons  by 
the  Postmaster-General,  Hon.  L.  P.  Pel- 
letier, during  the  session  of  Parliament 
recently  closed.  After  certain  amend- 
ments had  been  proposed  and  the  bill 
had  been  passed  back  and  forth  between 
Commons  and  Senate,  it  was  found  that 
a  satisfactory  agreement  could  not  be 
reached  and  the  bill  was  not  passed.  The 
Postmaster-General  has  since,  in  a  state- 
ment sent  broadcast  throughout  the  Do- 
minion, made  the  charge  that  his  bill  was 
killed  by  the  Liberal  majority  in  the 
Senate,  laying  stress  on  the  fact  that 
thereby  some  1.400  postal  employees  are 
deprived  of  an  increase  of  salary  pro- 
vided for  in  one  clause  of  the  bill. 

Under  the  circumstances  it  is  felt  ne- 
cessary that  a  full  explanation  should  be 
given  to  the  public,  not  only  in  regard 
to  the  terms  of  the  proposed  legislation, 
but  also  with  reference  to  the  manner  in 
which  it  was  introduced.  The  explana- 
tion will  serve  to  make  clear  the  attitude 
of  the  press  of  Canada  in  opposing  the 
bill,  and,  if  it  bears  hard  on  the  Post- 
master-General, it  must  be  borne  in  mind 
that  he  has  forced  the  press  into  a  de- 
fensive attitude.  The  question  has  never 
been  a  political  one  in  any  sense  of  the 
word — which  is  attested  by  the  fact  that 
the  publishers  of  Canada,  Conservative 
and  Liberal  alike,  have  opposed  the  mea- 
sure— and  it  is  largely  to  remove  the  im- 
pression that  it  is  a  political  issue  that 
this  explanation  is  made.  It  is  felt  also 
that  the  public,  being  directly  interested, 
should  be  fully  informed  in  the  matter. 
If  legislation  detrimental  to  the  publish- 
ing business  were  put  into  force,  the  pub- 
lic would  suffer  either  through  a  curtail- 
ment of  service  rendered  by  newspapers 
and  periodicals  or  the  other  alternative 
of  higher  subscription  and  advertising 
rates. 

A  Plea  For  Higher  Rates. 

In  order  to  give  a  clear  understanding 
of  the  case,  it  will  be  necessary  to  review 
the  matter  from  the  very  beginning.  Dur- 
ing the  administration  of  Sir  John  A. 
Macdonald,  newspapers  and  periodicals 
were  carried  in  the  mails  free  in  recog- 
nition of  the  educational  and  national 
work  they  were  doing.  As  the  expense 
of  distribution  grew,  however,  the  Post 
Office  Department  felt  that  this  privilege 
could  no  longer  be  extended,  and  during 
the  tenure  of  office  of  Sir  William 
Mulock  rates  were  fixed  of  %  cent  and 


V2  cent  a  pound  on  all  second-class 
matter.  Later  the  Senate  reduced 
this  to  14  cent  all  round.  It  was 
recognized  that  this  change  would 
completely  upset  the  plans  on  which 
publishers  had  been  basing  their  op- 
erations, and  accordingly  some  papers 
were  allowed  five  years  in  which  to  ad- 
just themselves  to  the  new  conditions. 

Nearly  two  years  ago  the  Postmaster- 
General,  Hon.  Mr.  Pelletier,  notified  the 
Canadian  Press  Association  (which  in- 
cludes in  its  membership  a  very  large 
majority  of  the  publishers  of  Canada) 
that  a  higher  rate  of  postage  would  be 
necessary  on  second-class  matter.  The 
publishers  promptly  informed  him  that, 
if  it  were  found  that  conditions 
warranted  it,  they  would  cheerful- 
ly comply  with  whatever  Parlia- 
ment in  its  wisdom  and  after  care- 
ful investigation  found  was  right. 
In  order  to  secure  information  on  the  re- 
lation of  the  increased  cost  of  mail  ser- 
vice to  the  carrying  of  second-class  mat- 
ter,  the  publishers  employed  M.  E. 
Nichols,  then  the  editor  of  a  Winnipeg 
Conservative  daily,  to  prepare  a  report 
for  them.  This  report  was  submitted  at 
a  special  joint  meeting  of  the  Canadian 
Press  Association  and  Canadian  Press 
Ltd.,  held  in  Toronto  on  November  20, 
1913.  In  it  Mr.  Nichols  dealt  with  the 
congestion  in  the  mail  service.  He  went 
further  and  appended  a  series  of  recom- 
mendations as  to  new  rates  and  regula- 
tions which  the  Canadian  Press  Associa- 
tion should,  in  his  opinion,  suggest  to  the 
department.  After  some  discussion,  the 
Canadian  Press  Association  accepted 
some  of  his  recommendations,  amended 
others  and  struck  out  others  altogether, 
agreeing  on  the  wliole  to  an  arrangement 
that  would  mean  a  -very  considerable  in- 
crease in  rates.  The  report  as  thus 
amended  was  submitted  to  Mr.  Pelletier 
at  once  by  Hal.  B.  Donly.  president  of 
the  Canadian  Press  Association,  and  J. 
F.  MacKay,  president  of  Canadian  Press 
Ltd.  It  is  reported  that  Mr.  Pelletier 
expressed  the  opinion  that  the  suggested 
arrangement  was  generally  quite  satis- 
factory, but  that  there  were  some  fea- 
tures included  in  the  original  report 
which  he  wanted  re-inserted.  As  the 
original  report  had  been  a  strictly  confi- 
dential one,  the  question  may  be  asked 
how  information  as  to  its  contents  had 
become  known  to  the  postal  authorities. 
Finally,  the  Postmaster-General  stated 
that  the  recommendations  would  be  con- 


sidered and  the  views  of  the  department 
submitted  in  a  short  time,  when,  he 
urged,  another  meeting  of  the  Press  As- 
sociation should  be  called  at  once  to  con- 
sider his  proposition. 

The  promised  memorandum  was  never 
supplied  although  the  Association  made 
repeated  requests  for  the  information. 

Before  going  any  further  it  will  be 
necessary  to  show  what  excuse  Mr.  Pel- 
letier had  for  not  fulfilling  his  promise. 
The  Canadian  Press  Association  heard 
nothing  from  him  until  it  was  discovered 
that  on  May  4  bill  No.  147  had  passed 
the  House  of  Commons  containing  a 
clause  which  took  the  fixing  of  postal 
rates  on  second-class  matter  out  of  the 
hands  of  Parliament  and  vested  it  in  the 
person  of  the  Postmaster  -  General. 
Prompt  steps  were  taken  to  oppose  the 
measure  in  the  Senate — the  only  recourse 
left — and  in  the  course  of  the  fight  which 
ensued  a  deputation  waited  upon  the 
Premier,  R.  L.  Borden  and  the  Postmas- 
ter-General to  protest.  Mr.  Pelletier  de- 
fended his  action  in  bringing  the  bill  for- 
ward before  carrying  out  his  promise  to 
submit  a  proposition  to  the  Canadian 
Press  Association  by  stating  that,  at  the 
conference  with  the  two  presidents,  they 
had  agreed  to  have  M.  E.  Nichols  pre- 
pare a  supplementary  report  for  him, 
and  that  as  a  result  of  the  non-receipt  of 
this  report  he  had  not  boon  able  to  sub- 
mit the  promised  memorandum.  In  re- 
ply, President  Donly  expressed  his  clear 
understanding  that  neither  he  nor  the 
president  of  Canadian  Press  Ltd.  had 
agreed  to  have  Mr.  Nichols,  who  was 
present,  prepare  a  supplementary  report. 
He  remembered  that  during  the  inter- 
view the  Postmaster-General  had  asked 
Mr.  Nichols  to  secure  some  information 
regarding  the  custom  in  certain  countries 
of  grading  newspaper  rates  according  to 
the  proportion  of  advertising  to  reading 
matter.  This  request  was  proferred  by 
the  Postmaster-General  himself  in  quite 
an  incidental  manner,  and  it  was  clearly 
the  understanding  of  the  two  presidents 
that  this  report  had  nothing  whatever  to 
do  with  the  arrangement  that  the  de- 
partment was  to  submit  an  early  memo- 
randum to  the  Canadian  Press  Associa- 
tion covering  the  official  proposals.  That 
the  supplementary  report  was  to  be  pre- 
pared for  the  Post  Office  Department  has 
since  been  confirmed  by  Mr.  Nichols 
himself. 

Clearly,   therefore,  in  failing  to  keep 
to   his   arrangement   with   the   Canadian 
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Press  Association  and  in  seeking  to  put 
through  legislation  which  would  give  him 
the  whip  hand  over  the  publishers  before 
submitting  his  proposals  to  them,  the 
Postmaster-General  was  not  playing  fair. 

The  Introduction  of  the  Bill. 

This  charge  of  unfairness  will  seem 
mild  when  the  circumstances  surround- 
ing the  introduction  of  Bill  No.  147  are 
reviewed.  The  newspaper  parliamentary 
reports  of  May  5  contained  an  item  to 
the  effect  that  on  the  preceding  day  a 
bill  to  amend  the  Post  Office  Act  had 
been  given  its  third  reading  and  passed 
in  the  House  of  Commons.  That  was 
all  that  was  said.  No  references  were 
to  be  found  as  to  the  nature  of  the 
amendments.  But  when  the  Hansard 
reports  came  to  hand  it  was  found  that 
Bill  No.  147  contained  a  clause  which 
took  out  of  the  hands  of  Parliament  the 
right  to  fix  the  rates  on  second-class  mat- 
ter and  transferred  that  power  to  the 
Postmaster-General.  No  notices  had 
been  sent  out  of  this  bill.  The  members 
themselves  were  ignorant  of  what  it  was 
for.  When  the  House  went  into  commit- 
tee on  the  third  reading,  Hon.  Mr.  Gra- 
ham asked  the  Postmaster-General  what 
changes  were  to  be  effected,  receiving  the 
following  reply: — 

"  The  main  object  of  the  first  change 
— that  is,  in  paragraph  E — is  to  make  it 
clear  that  the  right  of  looking  at  news- 
papers, parcels,  and  so  on,  is  absolutely 
confined  to  those,  and  that  there  is  no 
right  to  open  letters.  The  section  as  it 
stands  at  present,  as  my  hon.  friend 
from  Rouville  (Mr.  Lemieux)  knows, 
loaves  the  question  open  as  to  whether 
or  not  it  is  right  to  open  letters.  I  want 
to  make  it  clear  that  the  right  does  not 
exist.  We  are  amending  the  clause  so 
that  there  is  no  possibility  of  doubt,  by 
inserting  the  words,  '  except  in  the  case 
of  letters.'  There  are  other  matters  of 
detail,  but  this  is  the  main  object  of  the 
clause." 

Now  let  us  see  exactly  how  clause  E 
reads: 

(E)  "Established  the  rates  on  postage  on 
all  mailable  matter,  not  being  letters,  and 
prescribe  the  terms  and  conditions  on 
which  all  mailable  matter  shall,  in  each 
case  or  class  of  cases,  be  permitted  to  pass 
by  post:  and,  except  in  the  case  of  letters, 
authorize  the  opening  thereof  for  the  pur- 
pose of  ascertaining  whether  snch  condi- 
tions have  been  complied  with." 

It  will  be  noted  that  the  "  main  ob- 
ject of  the  clause  "  is  added  at  the  bot- 
tom, while  the  "  other  matters  of  de- 
tail "  include  the  right  to  arbitrarily  fix 
rates  on  second-class  matter  in  each  case 
or  class  of  cases.  A  mere  "  matter  of 
detail,"  this  power  vested  in  the  hands 
of  one  man  which  would  enable  him  to 
fix,  if  ho  so  dosirod,  prohibitive  rates,  to 
put  any  or  all  classes  of  publications  out 
of  business! 

Mr.  Tollotior's  misleading  explanation 
of  this  clause  in  the  House  can  bo  accep- 


ted as  proof  of  either  one  of  two  things. 

First,  he  did  not  himself  realize  the 
importance  of  the  first  part  of  the  clause. 

Second,  he  was  deliberately  endeavor- 
ing to  deceive  the  members  and  rush  the 
bill  through  before  its  real  importance 
became  known. 

The  first  explanation  is  not  tenable. 
Mr.  Pelletier  is  an  able  man,  a  man  of 
broad  experience  and  considerable  as- 
tuteness. No  one  would  insult  his  intel- 
ligence by  assuming  that  he  really  be- 
lieved that  the  question  of  taking  from 
Parliament  a  power  which  had  been 
vested  there  since  Confederation,  a 
power  which  might  involve  millions  of 
dollars,  was  a  mere  "  matter  of  detail  " 
— an  item  of  minor  importance  as  com- 
pared with  the  rest  of  the  clause  which 
fixes  that  the  Postmaster-General  can 
open  newspapers  but  not  letters!  It  is 
not  to  be  thought  for  a  moment,  we  re- 
peat, that  the  head  of  the  most  import- 
ant administrative  department  could  be 
deluded  into  actually  believing  anything 
of  the  kind. 

But,  further,  if  the  right  he  was  thus 
prepared  to  assume  of  fixing  second- 
class  postal  rates  was  a  mere  "  matter 
of  detail,"  why  did  he  hold  up  the  whole 
bill  when  he  found  that  this  one  "  mat- 
ter of  detail  "  was  not  acceptable?  The 
bill  also  provided  increases  for  some 
1,400  employees  of  the  department,  who 
are  badly  in  need  of  the  raise,  he  says. 
If  a  little  "  matter  of  detail  "  could  not 
be  adjusted,  why  did  he  not  accept  the 
amendments  and  let  the  bill  go  through 
this  session?  The  "  matter  of  detail  " 
could  be  fixed  to  his  satisfaction  at  the 
next  session  and,  not  being  of  sufficient 
importance  to  be  worth  explaining  even 
to  the  members  of  the  House,  it  could 
not  matter  much  either  one  way  or  the 
other. 

No.  The  Postmaster-General's  subse- 
quent course  bears  convincing  testimony 
to  the  fact  that  this  mere  "  matter  of 
detail  "  was  to  him  the  most  important 
part  of  the  whole  bill.  Why,  otherwise, 
should  he  permit  his  whole  bill  to  be 
shelved  because  of  it? 

If  further  proof  of  the  purpose  of  the 
astute  Postmaster-General  is  required, 
the  following  facts  will  serve  to  establish 
the  contention  that  ho  deliberately  at- 
tempted to  rush  the  bill  through  before 
interested  parties  would  have  a  chance 
to  stop  it. 

When  it  was  learned  through  the  Han- 
sard reports  that  this  bill  had  been  pass- 
ed in  the  Commons,  the  secretary  of  the 
Canadian  Press  Association  sent  a  re- 
quest to  the  Post  Office  Department  for 
a  copy.  The  reply  received  from  Dr. 
Coulter.  Deputy  Minister,  was  dated  May 
8  (the  bill  passed  May  4)  and  road  in 
part : 

"With  reference  'o  your  letter  of  the 
6th  Inst,  asking  tor  copy  of  the  Post- 
master-General's    BUI    to    amend    the    Post 
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Office  Act  which  passed  its  third  reading 
in  the  House  of  CommoDB  the  other  day, 
permit  me  to  say  that  none  of  these  will 
be  printed  until  the  bill  has  been  signed 
by  the  Governor-General,  and  when  this 
has  been  done,  I  will  be  pleased  to  im- 
mediately  send   you   a   copy." 

Yet  the  fact  remains  that  hundreds  of 
copies  of  the  bill  had  been  printed. 

The  secretary  of  the  Canadian  Press 
Association  received  copies  of  the  bill 
from  another  source,  the  day  before  he 
received  this  letter  from  Dr.  Coulter  in 
which  the  latter  states  that  the  bills 
were  not  yet  printed! 

Why  had  not  a  copy  been  sent  to  the 
Canadian  Press  Association?  Surely 
the  interest  of  newspaper  publishers  in 
the  proposed  change  was  sufficiently 
great  to  entitle  them  to  a  copy  of  the 
bill  pending!  Why  was  the  request  for 
a  copy  refused? 

Why  Fight  Was  Carried  to  Senate. 

If  the  purport  of  the  bill  had  not  been 
discovered,  almost  by  an  accident,  the 
measure  might  have  passed  through  the 
Senate  in  the  same  quiet  way  that  it 
slipped  through  the  Commons,  before  the 
publishers  received  copies  of  the  bill. 
They  would  not  have  learned  of  the  new 
power  acquired  by  the  Postmaster- 
General  until  it  was  too  late  to  even  pro- 
test. Can  it  be  that  this  contingency 
had  been  foreseen,  had  in  fact  been 
counted  upon? 

Mr.  Pelletier  at  various  stages  of  the 
fight  complained  of  what  he  termed  the 
unfairness  of  publishers  in  carrying  the 
fight  before  the  Senate,  a  body  politic- 
ally opposed  to  the  Government  and  him- 
self. By  skilful  manipulation  of  this 
complaint  he  has  endeavored  to  create 
a  political  issue  out  of  it  and  to  make  it 
appear  that  his  bill  was  thrown  back 
through  the  caprice  of  a  hostile  second 
chamber  instead  of  as  a  result  of  the 
opposition   of  a    united  press. 

As  a  matter  of  fact,  the  bill  had  pass- 
ed the  House  of  Commons  before  the 
publishers  knew  that  such  a  piece  of 
legislation  was  even  contemplated.  What 
course  was  left  but  to  fight  it  in  the 
Senate  in  sheer  self-defence? 

The  publishers  of  Canada  would  have 
much  preferred  to  have  fought  the  bill 
on  the  floor  of  the  House,  where  the 
question  could  have  been  thrashed  out 
without  any  suggestion  of  partyism 
creeping  in.  Mr.  Pelletier  was  afraid  to 
have  the  bill  discussed  in  the  House. 
He  has  openly  avowed  his  fear.  If  he 
fell  that  his  measure  would  be  beaten 
in  the  Commons,  where  any  party  bins 
would  bo  in  his  own  favor,  why  does  he 
charge  that  its  practical  defeat  in  the 
Senate  was  due  solely  to  political  ani- 
mosity ? 

As  a  matter  of  fact,  the  press  has  pre- 
sented B  united  front  on  this  question. 
P.  D.  Ross,  editor  of  the  Ottawa  Journal, 
who  led  the  fi<rht  for  the  Canadian  Press 
Association,     is     perhaps     the     foremost 
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newspaper  supporter  of  the  Government 
and  who  because  of  this  very  justly  com- 
mands the  respect  and  confidence  of  the 
Prime  Minister,  more  perhaps  than  any 
journalist  in  Canada.  Many  of  the 
publishers  who  went  to  Ottawa  to  pro- 
test were  strong  Conservatives.  Oppo- 
sition in  the  Senate  did  not  come  from 
the  Liberal  side  of  the  House  alone. 

What  is  more,  if  the  issue  is  reviewed 
next  session,  the  publishers  of  Canada 
will  go  before  the  House  of  Commons 
to  present  their  case,  and  if  Mr.  Pelletier 
relies  upon  carrying  his  point  by  appeal- 
ing to  sheer  party  loyalty,  he  will  un- 
doubtedly meet  a  series  of  surprises. 

The  amendments  proposed  in  the 
Senate,  which  Mr.  Pelletier  refused  to 
accept,  were  framed  with  an  earnest 
desire  to  make  the  bill  workable 
in  the  interests  of  both  departments  and 
press.  It  is  not  stretching  a  point  to 
assert  that  the  objections  raised  by  the 
Senators  were  precisely  what  Mr.  Pel- 
letier would  have  encountered  in  the 
House  had  the  members  been  aware  of 
the  purport  of  the  bill  when  it  was  first 
introduced. 

Objection  Based  on  Principle. 

The  publishers  of  Canada  objected  to 
the  bill  purely  on  principle.  It  is  con- 
trary to  the  spirit  of  the  British  con- 
stitution for  arbitrary  powers  to  be 
vested  in  one  man,  without  the  right  of 
appeal  to  Parliament.  What  sane  man 
would  suggest  that  the  fixing  of  the 
tariff  should  be  placed  in  the  hands  of 
one  member  of  the  Cabinet1?  In  a 
lesser  degree  this  is  exactly  what  was 
contemplated  in  the  postal  amendment. 
It  would  rest  with  the  Postmaster-Gene- 
ral to  say  what  rate  must  be  paid  on  the 
printed  matter  circulated  throughout  the 
Dominion. 

The  danger  would  be  two-fold.  Not 
only  could  an  unscrupulous  official  un- 
fairly penalize  any  paper  or  class  of 
paper,  and  discriminate  against  papers 
for  party  purposes,  but  the  man  respon- 
sible for  the  fixing  of  the  rates  would 
himself  be  placed  in  an  invidious  posi- 
tion. He  alone  would  have  to  bear  the 
brunt  of  discussion  and  criticism.  On 
that  man  alone  would  all  the  influence 
of  competing  interests  be  brought  to 
bear.  Would  it  be  wise  to  place  such 
power  in  the  hands  of  one  man? 

A  significant  admission  was  made  by 
Mr.  Pelletier  before  the  Senate  commit- 
tee when  the  matter  was  first  discussed. 
He  had  pointed  out  that  the  new  rates 
suggested  by  the  Canadian  Press  Asso- 
ciation bore  heavily  on  the  metropolitan 
daily  newspapers.  "  I  cannot  fight  these 
big  papers,"  he  declared.  If  he  feels 
unable  to  withstand  the  influence  and 
power  of  the  metropolitan  dailies  when 
the  question  rests  with  Parliament, 
would  he  not  have  been  even  more  im- 
potent if  the  sole  responsibility  of  fixing 


the  rates  had  been  placed  in  his  hands, 
thus  making  him  the  target  against 
which  such  influence  would  be  directed? 
In  view  of  this  admission,  what  could 
the  smaller  paper,  whose  interests  are 
almost  diametrically  opposed  to  that  of 
the  big  "  dollar  daily,"  expect  if  the 
adjustment  of  rates  rested  with  one  man 
■ — and  that  man  professedly  afraid  of  the 
big  fellows  in  the  publishing  world? 

But  it  is  not  necessary  to  go  on  con- 
jecture alone  in  considering  the  effects 
that  the  measure  would  have.  At  the 
same  session  of  the  Senate  committee 
Mr.  Pelletier  declared  that  the  publishers 
need  not  anticipate  any  arbitrary  use  of 
the  power  he  was  seeking  to  get  into  his 
hands.  Colonel  MaeLean,  publisher  of 
class  papers  with  a  combined  circulation 
of  over  100,000,  including  Printer  and 
Publisher,  the  organ  of  the  publishing 
industry,  spoke  before  the  meeting,  ob- 
jecting strongly  to  the  proposal.  In  the 
course  of  the  discussion  that  ensued,  the 
Postmaster-General,  forgetting  his 
pledge  that  the  power  would  not  be  used 
in  an  arbitrary  way,  stated  that,  if 
Colonel  MaeLean  would  not  consent  to 
the  proposals,  he  would  impose  a  rate  of 
8  cents  a  pound  on  class  publications. 

What  more  telling  proof  could  have 
been  adduced  of  the  use  that  might  be 
made  of  the  arbitrary  power  that  the 
Postmaster-General  sought? 

A  rate  of  8  cents  a  pound  would  put 
every  magazine,  trade,  technical,  and 
farm  paper  in  Canada  out  of  business. 
Thus  would  one  man  have  the  power  to 
cripple,  kill  or,  on  the  other  hand,  to 
unfairly  foster  by  privilege  any  particu- 
lar paper  or  class  of  papers. 

The  Status  of  the  Class  Press. 

One  of  the  main  points  of  contention 
since  the  question  of  increasing  the 
postal  rates  first  came  up  has  been  the 
status  of  the  class  press.  Despite  the 
fact  that  trade  and  technical  papers 
have  become  a  necessity  in  every  line  of 
industry,  despite  their  acknowledged 
worth  as  an  educational  factor,  despite 
finally,  the  fact  that  the  governments  of 
Canada  spend  large  sums  of  money  an- 
nually to  send  out  free  printed  matter 
of  an  instructive  nature  to  the  farming 
community,  thereby  performing  the  same 
work  for  the  farmer  that  the  trade  paper 
does  for  the  engineer,  the  mechanic  and 
the  merchant;  despite  this,  there  has 
long  been  a  prejudice  in  the  Post  Office 
Department  against  trade  and  technical 
papers,  a  prejudice  which  has  manifested 
itself  in  close  surveillance,  dogmatic  in- 
terpretation of  statutory  details  and 
open  threats  of  a  higher  rate  than  is 
placed  upon  daily  newspapers.  As  soon 
as  it  was  announced  that  postal  rates 
would  be  advanced,  it  became  known 
that  it  was  intended  to  seize  the  oppor- 
tunity to  penalize  the  trade  press.  The 
report  submitted  by  the  daily  newspaper- 
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man,  commissioned  to  report  on  postal 
matter,  contained  recommendations  to 
that  effect — recommendations  bolstered 
up  with  reasons  couched  in  terms  so  con- 
cisely the  same  as  employed  by  the  pos- 
tal officials  that  one  trade  publisher  was 
impelled  to  exclaim:  "  It's  the  hand  of 
Esau,  but  the  voice  of  Jacob." 

The  Canadian  Press  Association,  with 
loyal  appreciation  of  the  real  value  and 
the  just  claims  of  the  trade  press,  re- 
fused to  countenance  the  suggestion  that 
the  newspapers  escape  their  due  share 
of  the  advanced  cost  of  postal  trans- 
portation by  putting  a  larger  load  on  the 
trade  press,  voting  with  practical  una- 
nimity to  throw  out  the  resolution. 

It  was  not  the  intention  of  the  writer 
to  enter  into  a  discussion  of  the  posi- 
tion of  the  trade  press  at  this  time,  but 
the  above  explanation  was  necessary  in 
order  to  show  the  next  inconsistency  in- 
to which  the  worthy  Postmaster-General 
strayed.  At  the  meeting  of  the  Senate 
Committee  already  referred  to,  Mr. 
Pelletier  stated,  in  replying  to  Colonel 
MaeLean,  that  in  the  course  of  the  in- 
terview lie  had  had  with  the  presidents 
of  the  Canadian  Press  Association  and 
Canadian  Press  Ltd.,  when  they  laid  be- 
fore him  the  report  as  adopted  in  No- 
vember, he  was  told  by  these  gentlemen 
that  it  was  the  spirit  of  the  meeting  of 
the  Canadian  Press  Association  and' 
Canadian  Press  Ltd.  that  a  higher  rate 
should  be  placed  on  the  trade  press.  As 
the  instructions  of  the  two  presidents 
had  been  to  merely  wait  upon  the  Post- 
master-General and  lay  before  him  the 
findings  of  the  meeting,  it  was  incon- 
ceivable that  they  could  have  made  such 
a  statement.  Printer  and  Publisher  at 
once  communicated  with  both  Mr.  Donly 
and  Mr.  MacKay  and  received  their  un- 
reserved and  emphatic  denial  of  the 
statements  imputed  to  them  by  the  Post- 
master-General. 

The  Position  of  the  Postmaster- 
General. 

Throughout  the  whole  course  of  the 
fight,  the  representatives  of  the  press 
made  it  their  earnest  endeavor  to  keep 
the  personal  element  in  the  background. 
It  was  made  very  clear  that  their  objec- 
tion was  not  to  Mr.  Pelletier  having  the 
power  he  sought,  but  to  any  man 
having  that  power;  that  it  was  too  dan- 
gerous a  power  for  one  man  to  have  from 
the  standpoint  of  the  good  of  the  coun- 
try as  well  as  the  good  of  the  press.  But 
as  the  matter  progressed  and  the  part 
that  Mr.  Pelletier  was  playing  became 
more  transparent  with  each  move  that 
he  made,  the  conviction  was  driven  home 
that  it  would  be  a  particularly 
dangerous  policy  for  such  a  man 
as  Mr.  Pelletier  to  exercise.  He 
convicted  himself  of  inability  to 
exercise  that  power  with  absolute 
fairness    to    all    concerned    bv    his    own 
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statements  in  the  course  of  the  debates. 
On  several  occasions  he  voiced  the 
opinion  that  he  could  not  antagonize  the 
powerful  metropolitan  newspapers.  At 
the  meeting  of  the  Senate  Committee  on 
Banking  and  Commerce,  on  May  29,  he 
said:  "But  I  cannot  afford  to  have  all 
the  papers  in  this  country  banded 
against  me."  If  one  proceeds  to  analyze 
this  statement,  it  becomes  apparent  that 
the  man  who  made  it  is  not  a  proper 
person  to  hold  a  power  which  would 
enable  him  to  summarily  penalize  the 
press  and,  moreover,  would  put  him  in 
the  position  of  having  the  influence  of 
all  sections  of  the  press  focused  upon 
him.  Let  us  proceed  upon  a  supposition. 
If  he  "  cannot  afford  to  have  all  the 
papers  banded  against  him,"  he  could 
not  be  expected  to  do  what  was  right  if 
the  interests  of  the  country  at  large 
should  at  any  time  demand  that  he  take 
such  action  as  would  cause  all  papers 
to  band  against  him.  He  has  tacitly 
acknowledged  that  his  fears  would  not 
permit  him  to  exercise  his  power  in  a 
way  that  the  interests  of  the  country 
would  demand.  If  he  does  not  feel  that 
he  has  the  backbone  to  withstand  any 
kind  of  influence  which  might  be  brought 
to  bear,  why  does  he  endeavor  to  take 
a  position  where  his  lack  of  backbone 
might  some  time  constitute  a  menace  to 
the  country  at  large? 

The  Postmaster  General  has  wide 
powers  now.  It  is  part  of  his  duty.  He 
would  have  to  decide,  for  instance, 
how  far  the  metropolitan  papers  can 
go  in  dumping  their  products  in 
all  parts  of  the  country  at  ridicu- 
lously low  subscription  prices,  thus 
seriously  jeopardizing  the  local  press. 
The  investigation  made  by  Mr. 
^Nichols  showed  conclusively  that  the 
Congestion  in  the  maiK  which  had  cre- 
ated the  necessity  for  higher  rates,  was 
chiefly  around  the  big  cities  and  was  due 
to  the  enormous  quantities  sent  out  by 
the  "  dollar  dailies."  In  recognition  of 
this  fact,  the  Canadian  Press  Associa- 
tion recommended  that  a  minimum  sub- 
scription price  be  set  for  daily  news- 
papers with  a  view  to  preventing  the 
"dumping"  of  big  city  dailies  and  thus 
reducing  the  congestion. 

Before  the  Senate  Committee  on  May 
27  Mr.  Pelleticr  said  that  "  he  was  not 
prepared  to  put  into  effect  the  recom- 
mendation of  the  two  associations  in 
respect  to  a  minimum  subscription  price 
for  daily  newspapers."  Before  the  same 
committee  on  May  29  Mr.  Pelletier  said: 
"  Fifteen  days  ago  we  took  eight  car- 
loads of  one  paper  in  Montreal  out  to 
the  coast,  and  they  gave  us  $84.50  as  a 
revenue,  though  it  cost  us  $502.00." 
This  instance  shows  that  the  Govern- 
ment loss  is  sustained  through  the  cir- 
culations built  up  by  the  "dollar 
dailies  "  through  their  low  outside 
prices.      But    Mr.    Pelletier,   calmly   ac- 


knowledging the  truth  of  this,  had  never- 
theless announced  his  intention  not  to 
apply  the  obvious  remedy,  preferring  to 
make  up  the  deficit  by  making  all  papers 
pay  a  higher  rate,  and  specially  penaliz- 
ing trade  and  technical  newspapers. 

And  that  is  exactly  why  one  man 
should  not  be  allowed  to  decide  such  big 
problems  without  any  right  of  appeal 
beyond  him.  Individuals  are  too  prone 
to  errors  of  judgment.  Mr.  Pelletier's 
error  of  judgment  in  this  matter  is  but 
a  foretaste  of  what  might  happen  if  he 
were  permitted  to  gather  the  reins  of 
arbitrary  power  into  his  own  hands. 

The   Progress  of  the  Fight. 

All  that  remains  is  to  recount  the 
events  following  on  the  fight  in  the 
Senate. 

On  June  2  the  Senate  Committee  on 
Banking  and  Commerce  passed  the  bill, 
with  an  amendment  as  follows:  "  Pro- 
vided always  that  the  maximum  rate 
which  the  Postmaster-General  may  fix 
as  the  postage  of  newspapers  and  peri- 
odicals defined  by  section  53  of  this  act 
shall  in  no  case  exceed  —  cent  for  each 
pouch  pound  weight  or  fraction  of  a 
pound  weight,  however  the  rates  may  be 
graded  according  to  distance  and  zones 
of  transportation,  and  said  rates  so  fixed 
and  levied  shall  be  submitted  to  Parlia- 
ment at  the  ensuing  session  for  revision 
or  ratification." 

As  thus  amended,  the  bill  was  passed 
by  the  Senate  and  sent  back  to  the 
House.  The  executive  committee  for 
the  Canadian  Press  Association  were  not 
satisfied,  however,  as  it  was  felt  that 
when  the  principle  was  wrong,  the  cur- 
tailment of  powers  as  per  the  amend- 
ment would  not  suffice.  A  deputation, 
therefore,  waited  upon  Hon.  R.  L.  Bor- 
den and  Hon.  Mr.  Pelletier,  requesting: 
that  "(a)  the  clause  of  Bill  No.  147 
which  amends  present  newspaper  postage 
regulations  be  withdrawn  for  the  present 
session,  inasmuch  as  a  delay  of  a  few 
months  in  amending  the  present  condi- 
tions which  have  existed  for  nearly  20 
years  can  matter  little.  Or  (b)  that  the 
schedule  of  rates  suggested  by  the  Cana- 
dian Press  Association  in  December  last 
be  adopted  until  the  Postmaster-General 
can  submit  revised  rates  next  session." 

A  promise  to  consider  the  request  was 
received  from  the  Premier.  In  view  of 
the  promise  of  the  Premier,  it  was  deem- 
ed advisable  to  place  the  facts  before  a 
number  of  representative  newspapers 
throughout  Canada,  in  order  that  they 
might,  if  thought  advisable,  wire  their 
views  to  the  Premier  and  other  members 
of  the  Government,  and  thus  make  it 
clear  that  the  position  taken  by  the 
Executive  Committee  of  the  Association 
was  the  position  of  the  individual  news- 
papers throughout  Canada.  To  this  end 
night  lettergrams  were  sent  on  Wednes- 
day evening  to  approximately  125 
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representative  newspapers  throughout 
Canada,  and  it  is  known  to  the  officers 
of  the  Association  that  on  Thursday  a 
large  proportion  of  these  newspapers 
wired  the  Premier  and  other  members  of 
the  Government,  urging  the  principle 
that  newspaper  postage  rates  should  be 
fixed  by  Parliament. 

On  the  evening  of  Thursday.  June  4, 
it  was  intimated  to  the  Chairman  of  the 
Postal  Committee  that  the  Premier 
wished  to  discuss  the  matter  further  with 
him.  Mr.  Ross,  chairman  of  the  Postal 
Committee  of  the  Canadian  Press  Asso- 
ciation, had  an  audience  with  the  Pre- 
mier that  evening,  and  Mr.  Borden  ex- 
pressed the  willingness  of  the  Govern- 
ment to  meet  the  views  of  the  Associa- 
tion to  the  extent  of  having  the  rates 
fixed  by  the  Treasury  Board  instead  of 
by  the  Postmaster-General,  with  the  pro- 
vision that  in  no  case  should  the  rate 
exceed  one  and  one-half  cents  per  pound, 
and  with  the  understanding  that  the  As- 
sociation would  be  consulted  before  the 
increase  in  rates  now  proposed  was  fixed 
by  the  Treasury  Board. 

After  the  interview  with  the  Premier 
and  again  on  the  morning  of  Friday, 
June  5,  Mr.  Ross  consulted  the  president 
and  other  members  of  the  Executive 
Committee  who  were  in  Ottawa  regard- 
ing the  Premier's  su^srestion.  All  were 
agreed  that  it  would  be  inadvisable  to 
agree  to  the  compromise  suggestion, 
first  because  it  was  contrary  to  the 
principle  that  newspaper  postage  rates 
should  be  fixed  by  Parliament,  and,  sec- 
ond, because  consent  to  the  provision 
of  a  minimum  rate  of  one  and  one-half 
cents  per  pound  might  be  interpreted  at 
a  future  time  as  an  admission  by  the 
Association  that  the  Post  Office  Depart- 
ment would  be  justified  in  imposing  any 
rate  of  postage  up  to  the  rate  specified 
as  a  maximum. 

However.  Mr.  Pelletier  introduced  a 
resolution  in  five  House  of  Commons 
making  an  amendment  to  the  Senate 
amendment  that  the  fixing  of  the  rate 
be  vested  in  the  Treasury  Board,  the 
rates  fixed  to  be  put  before  Parliament 
for  ratification  or  revision. 

On  June  10  the  bill  again  came  before 
the  Senate  and  was  passed  with  still  a 
further  amendment  which  practically  re- 
established the  old  order,  inasmuch  as  it 
provided  that  rates  fixed  by  the  Trea- 
sury Board  should  not  come  into  force 
until  revised  or  ratified  by  Parliament. 

The  bill  as  thus  amended  was  returned 
to  the  House  of  Commons,  and.  on  the 
motion  of  Mr.  Pelletier.  a  message  was 
ordered  to  be  sent  to  the  Senate  that  the 
House  would  agree  to  the  amendment  if 
it  were  asrain  amended  by  striking  out 
the  words  "and  shall  not  take  effect 
until  so  revised  or  ratified."  Mr.  Pel- 
letier's contention  was  that  these  words 
would  have  the  effect  of  preventing  the 
(Continued  on  page  72) 


Half  a  Century  in  the  Men's  Wear  Business 

Experience  of  Edward  F.  Wheaton  in  Toronto — The  Days  When 
Four  Collars  and  as  Many  Ties  Covered  the  Range  in  Neckwear; 
When  Housewives  Had  to  be  Persuaded  Not  to  Make  Shirts — A 
Big  Business  in  Paper  Collars  About  1870  —  Price  Advertising 
Effective. 


WHEN  there  are  now  changes  in 
the  men's  wear  business  about 
once  a  season — and  usually 
oftener, — it  is  interesting-  to  look  back 
fifty  years  through  the  furnishing  trade 
— through  half  a  century  of  business  in 
the  same  locality.  It  is  just  fifty  years 
ago,  in  1864,  that  Edward  Wheaton, 
fresli  from  school  in  Toronto,  at  the  age 
of  fourteen,  entered  the  employment  of 
Jas.  W.  Gale  in  the  men's  wear  store 
which  he  had  established  the  previous 
year  at  the  corner  of  King  and  Bay 
streets.  To-day,  this  business,  after  over 
half  a  century,  is  passing  out,  severing  a 
link  of  the  business  history  of  the  city. 
For  30  years  it  has  been  conducted  by 
Mr.  Wheaton  under  the  name  of  Wheat- 
on &  Co. 

"Changes?  It  would  be 
impossible  to  describe  them," 
remarked  Mr.  Wheaton,  when 
asked  on  the  point.  "The 
business  has  been  revolution- 
ized half  a  dozen  times  in  that 
period. ' ' 

Had  to  Buy  by  the  Case. 

He  put  his  hand  on  a  bale 
of  special  imported  shirting 
material — and  this  firm  has  al- 
ways specialized  in  custom 
shirts — and  explained  that 
when  he  first  knew  the  busi- 
ness it  was  not  a  case  of  secur- 
ing these  goods  in  bolts  but 
they  had  to  be  bought  by  the 
case,  and  an  importer  had  to 
wait  until  he  could  fill  a  case 
before  getting  his  order 
through. 

Then,  too,  fifty  years  ago, 
importing  materials  meant  a 
special  trip  across  the  ocean 
for  a  buyer,  for  it  was  not 
until  later  that  purchases 
could  be  made  through  agents. 
Also  there  was  the  important 
factor  of  time  to  be  consider- 
ed and  purchases  had  to  be 
made  far  enough  ahead  of  the 
season  to  allow  for  slow  trans- 
portation. 

Make  Shirts — Save  Trouble. 
Half  a  century  ago  it  was 
not  with  the  shirt  factory  that 
the  custom  shirt  maker  was 
competing,  but  with  the  home 
product,  for  in  those  days  it 
was  usually  the  wife  -who 
made  these  garments  for  the 
family. 


"Our  argument  was  that  we  coukl 
save  them  the  trouble,"  said  Mr.  Wheat- 
on, who  pointed  out  that  then  as  now 
arguments  with  the  customer  made 
sales.  "When  a  woman  came  in  to  buy 
three  and  a  half  yards  of  material  to  buy 
a  shirt,  we  would  figure  the  cost  of  the 
material  and  then,  adding  a  quarter  to 
the  price,  would  offer  to  give  the  manu- 
factured shirt  for  that  figure,  arg-uing 
that  it  was  not  worth  her  trouble  to 
bother  with  the  making.  Such  an  argu- 
ment went  home  and  we  would  have  to 
adjust  our  prices  to  be  able  to  get  busi- 
ness after  this  manner." 

The  outstanding  feature  of  the  men's 
store  to-day  as  compared  with  half  a 
century  ago,     in     the     opinion     of  Mr. 
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An  ad.  which  brought  crowds  to  Wheaton 's  clearing  sale 
Mr.  Wheaton,  as  a  result  of  this  style  of  advertising,  is  more 
than  ever  impressed  with  the  advisability  of  quoting  prices, 
even  for  exclusive  lines. 

67 


Wheaton,  is  the  big  range  of  lines  that 
are  carried  and  the  number  of  novelties 
in  both  designs  and  materials. 

When  Paper  Collars  Sold. 
' "  We  used  to  carry  four  styles  of  col- 
lars and  about  four  different  lines  of 
neckwear,"  he  remarked  to  emphasize 
the  point,  and  he  waved  his  hand  at  the 
shelves  of  collar  boxes  and  the  racks  of 
neckwear  in  rainbow  colors  to  illustrate 
the  contrast.  "Then  about  1870  the 
paper  collar  was  introduced  and  for 
some  years  it  had  a  big  sale.  We  used  to 
get  them  by  the  case  and  it  was  good 
business,"  he  added. 

The  business  established  by  Jas.  W. 
Gale,  who  also  had  a  department  store 
at  the  corner  of  Yonge  and  Richmond 
and  who  was  the  founder  of 
the  Gale  Manufacturing  Com- 
pany, was  moved  from  the 
corner  of  King  and  Bay  to  the 
corner  of  King  and  Jordan, 
and  later  to  the  present  loca- 
tion at  13  King  street  west. 
The  store  is  much  as  it  used  to 
be,  and  with  regard  to  the  at- 
titude of  the  buying  public  in 
relation  to  the  stocks  offered, 
Mr.  Wheaton  does  not  see 
such  a  great  difference.  He 
explained  that  fifty  years  ago 
there  would  be  men  buying 
three-dollar  neckwear  just  as 
there  are  to-day,  and  there 
would  not  be  the  range  to 
carry. 

An  Advertising  Policy. 

Mr.  Wheaton  is  a  believer 
in  advertising.  He  has  always 
depended  upon  the  newspapers 
and  circular  work  as  a  factor 
in  creating  business,  but  his 
experience  is  that  in  the  high 
class  men's  wear  trade  there 
is  little  in  style  talks  for  the 
retailer.  His  faith  in  adver- 
tising is  in  price  values.  As 
an  example  of  this  kind  of  ad- 
vertising attention  is  called  to 
the  reproduction  of  an  ad., 
used  during  the  closing-out 
sale.  This  brought  a  business 
on  the  opening  day  of  the 
sale  that  filled  the  store  from 
the  hour  of  opening. 

"We  expect  to  be  here  un- 
til the  end  of  the  year."  Mr. 
Wheaton    explained,    "but    if 
(Continued  on  page  74.) 
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The  Uncertainties  of  the  Hat  Business 

Fall  Situation  Still  Unsettled  When  Formerly  Attention  Would 
be  Turning  to  Spring — Contrasting  Colors  and  Fancy  Bows  Will 
Likely  be  Followed  by  a  Return  to  Long  Dented  Crown  and  Roll 
Brim — Paris  Straw  Hat  on  Derby  Block. 


THERE  lias  been  no  branch  of  the 
men's  furnishing  business  which 
has  felt  the  influence  of  the  chang- 
ing tendency  of  man  towards  styles  to 
the  same  extent  as  that  of  the  .  hatter. 
For  several  years  there  has  been  an  in- 
creasing demand  for  what  might  be 
called  novelty  hats,  as  contrasted  with 
the  business  a  few  years  ago,  when 
models  were  practically  a  matter  of  the 
age  of  the  wearer  rather  than  his  per- 
sonal taste.  The  Spring  trade  of  1914 
found  a  demand  for  novelties  which  has 
to  some  extent  revolutionized  the  busi- 
ness. Felt  hats  of  almost  every  shape 
and  color  were  to  be  seen  and  to  in- 
crease the  range  there  were  any  num- 
ber of  novelties  in  the  way  of  ribbons, 
bows,   knots,   etc.,  introduced. 

Changes  Every  Few  Weeks 
The  hatter  who  bought  his  stock  for 
1914  on  the  old  plan  of  getting  his  ord- 
er in  months  ahead  found  himself  in  a 
predicament  for  there  were  changes 
every  few  weeks — changes  so  fast  that 
he  could  hardly  keep  up  with  the  styles 
And  this  has  followed  through  the  Sum- 
mer season  in  the  straw  hats.  Take  the 
tapering  high  crown,  for  example,  which 
has  had  such  a  run;  it  was  practically 
unknown  before  it  came  into  the  market 
at  the  eleventh  hour,  and  such  was  the 
demand — limited  but  very  insistent — 
that  neither  retailers  nor  manufacturers 
could  keep  up  with  it.  And  then  it 
meant  that  there  were  big  stocks  of  the 
more  moderate  models  left  on  hand  to 
be  cleared  out  at  sacrifice  prices. 

The  situation  is  now  so  uncertain  that 
the  Fall  business  has  been  very  unset- 
tled. Manufacturers  and  jobbers  report 
that  there  has  been  a  marked  reluctance 
on  the  part  of  the  retailers  to  place  ord- 
ers, for  the  evident  reason  that  they  are 
waiting  developments — and  where  und- 
er usual  circumstances  the  outlook  for 
next  Spring  would  at  this  time  be  fairly 
well  defined  we  now  find  that  there  are 
still  developments  being  looked  for  in 
the  Fall  styles. 

High  Crowns — Full  and  Flat  Tops. 
But  it  is  a  question  it'  there  will  be 
the  novelties  introduced  in  the  Fall  hat 
business  which  made  such  rapid  changes 
in  the  Spring.  We  are  told  that  the  new 
feat  are  so  far  in  evidence  is  the  intro- 
duction of  contrasting  colors  in  bands 
and  bindings,  loud  her  with  loose  knots 
in  varying  widths  of  ribbon  with  the 
tendency  narrower.  In  shapes  the 
crowns  are  higher  ami  the  majority  are 
Cull,  although  some  show  the  taper.  Tops 
pre   flat    with   the  loose   telescope  effect 


STEAW   ON   DEKBY   BLOCK. 

Latest  novelty  in  straws  as  shown  in  Paris. 

Courtesy  of  Men's  Wear,  New  York. 

and  brims  are  usually  of  the  pencil  pat- 
tern with  or  without  the  droop.  In  colors 
there  will  be  any  number  of  combina- 
tions; the  popular  blue  will  be  relieved 
with  pearl  and  other  ribbons  and  bind- 
ings of  the  same  material,  while  green 
will  be  connected  with  steel  grey  and 
other  shades;  then  there  are  other  col- 
ors which    permit    of    combinations  and 


STRAW  HAT  FEDORA. 

The  straw  hat  model  of  the 
fedora  shape,  to  which  reference 
is  made  in  this  article  as  one  of 
the  stylish  things  seen  at  the 
polo  games,  has  made  its  appear- 
ance in  Toronto  and  was  noticed 
in  one  of  the  fashionable  hotels. 
The  crown  is  high  and  the  sides 
tapering  with  the  dent  pro- 
nounced and  end  to  end  in  the 
top.  The  brim  has  a  narrow 
roll  all  round  which  amounts  to 
little  more  than  a  binding  and 
has  considerable  rise  at  the 
sides  which  gives  the  impres- 
sion of  a  dip  at  back  and  front 
and  when  the  hat  is  worn  on  the 
back  of  the  head  in  the  ap- 
proved manner  it  has  a  rakish 
appearance.  It  is  quite  prob- 
able that  this  hat  will  have  a 
run  next  Summer,  for  it  is  in  the 
Summer  that  novelties  are  look- 
ed for. 


contrasts    without    number.         Diamond 
crowns  are  said  to  be  going  out. 

What  additions  the  novelty  designers 
will  be  able  to  make  to  this  range  re- 
mains to  be  seen. 

After  the  long  run  that  there  has  been 
for  soft  felt  hats  there  will  undoubtedly 
he  a  stronger  demand  for  stiff  models, 
i  specially  for  the  Winter  season.  Full 
c  row  us  of  various  shapes  are  shown  and 
the  rims  have  a  bold  roll.  Such  novel- 
ties as  tapering  crowns  and  knotted  rib- 
bons are  shown. 

A  New  Shape  in  Felts. 
With  the  Fall  business  just  taking  de- 
finite form  it  is  difficult  to  outline  tne 
program  for  1915,  and  manufacturers 
are  going  slowly.  For  felts  there  does 
rot  appear  to  be  much  room  for  many 
new  departures  and  some  makers  are 
counting  on  a  continuance  of  the  full 
crown  and  pencil  brim 

On  the  other  hand  it  must  be  taken 
into  consideration  that  exclusively 
dressed  men  at  such  events  as  the  polo 
games  are  beginning  to  wear  a  hat  which 
departs  from  what  might  be  termed  the 
round  model.  It  has  a  high  crown  and 
the  dent  is  on  the  top  from  end  to  end 
witbthe  sides  straight;  the  dent  is  not 
pronounced.  The  brim  has  a  narrow 
curl  and  moderate  flare  at  the  sides. 

With  the  rapid  changes  in  styles  which 
are  to  be  looked  for  it  is  not  unlikely 
that  a  hat  along  these  lines  will  be  put 
on  the  market  by  the  manufacturers  at 
any  time. 

Some  Straw  Novelties. 
After  what  has  been  seen  in  this  sea- 
son in  the  straw  hat  business  almost 
anything  may  be  looked  for  in  the 
models  of  1915,  and  it  is  months  ahead 
of  the  time  when  anything  like  a  de- 
finite line  may  be  obtained  on  what  will 
be  popular. 

This  year  the  high  crown  novelty  took 
well  but  one  season  is  about  its  limit 
and  there  will  be  lower  crowns  next 
year.  Rough  sennits  should  be  the 
staple  line  with  moderate  crowns  and 
brims  and  saw  edges. 

As  for  novelties  the  accompanying 
photograph  shows  the  limits  to  which 
ideas  may  be  carried.  This  is  a  straw 
or.  the  derby  block  with  a  lower  crown 
and  tlat  brim  and  made  of  woven  ma- 
terial.    It   has  been  shown  in  Paris. 

Other  straws  may  be  expected  to  fol- 
low fell  hat  lines  and  in  this  respect 
there  may  be  something  after  the  new 
soft  model  witli  the  long  dented  high 
crown  and  rolling  brim  to  which  refer- 
t  nee  has  been  made. 
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^NTtJRAC 

Cheap  Collars 

and  VS 

Prejudice 


Coated   Linen 

Collars 


Men   prejudiced   against   wearing    waterproof  collars  because  of  their  experience  with  the 
cheap,  ordinary  variety,  are  soon  won  over  by  ftANTKRAC|^  which  are  made  of  fine  linen 
(waterproofed)    with    flexible    lips    and    reinforced    button-holes,    slit    easy-fastening   back. 
Made  in  all  the  leading  styles. 
No   laundry   bills — a   few   seconds — sponge,   soap  and  water — that's  all. 

"One   grade   only,  and   that   the  best." 
Made  in  Canada. 
Sold  direct  to  the  trade  by 

The  Parsons  &  Parsons  Canadian  Co. 

HAMILTON,  ONTARIO 


r 


~\ 


Boys'  Fall  Suits  with  Double  Seats  and  Knees 

THE    FAMOUS    "LION    BRAND" 

The  double  elbows  too  is  a  feature  in  this  boys'  clothing  that  cannot  be  over- 
looked by  the  merchant  whose  aim  it  is  to  satisfy  his  patrons  with  boys'  cloth- 
ing that  will  stand  the  rough  and  tumble  wear  of  the  younger  generation. 

Our  styles  are   dandy  and  appeal   to   the  boys.     Write   for   samples. 

The    Jackson    Mfg.    Co.,  Clinton,    Ont. 

Factories   at — Clinton,   Goderich,   Exeter,   Zurich 


-^ 


\  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store    Fixtures. 

—  WRITE    FOR  CATALOGUE 

H.  L.  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 
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A  Tasteful  Summer  Apparel  Trim 


Showing  how  effectively  clothing  can  be  arranged  to  enforce  the  influences 
of  the  season.  Here  we  find  light  Summer  clothing,  flannel  trousers,  outing 
shirts,  blazers,  etc.,  set  off  with  belts,  canes,  neckwear,  etc.,  and  the  whole  intro- 
duced by  a  card,  prominent  in  the  foreground,  reminding  the  male  of  the 
Summer  vacation  and  its  demands.  Display  arranged  by  Paul  Pepper  for  the 
Semi-Ready  Wardrobe,  Toronto. 
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JAEGER  PURE  WOOL 


A  GOOD  HARVEST 

MEANS 

GOOD  BUSINESS 

You  have  doubtless  bought  lightly  for  Fall  trade  to  enable  you  to 

reduce  your  stock.    This  was  good  business. 

When  the  season  starts  you  will  need  a  great  deal  of  sorting  up  to 

enable  you  to  do  good  business. 

It  will  be  good  business  for  you  to  place  your  sorting  orders  early 

before  the  wholesale  stocks  get  too  low. 

Our  travellers  are  starting  middle  of  August,  and  will  be  prepared 

to  handle  good  business  promptly. 

EARLY  BUSINESS  will  be  GOOD  BUSINESS  for  you  and  for  us. 

WE  ARE  WOOL  SPECIALISTS 

DR  JAEGER'S  SANITAs^rLLEN  C9.  Limited 

Head  Office  and  Warehouse,  243  Bleury  St.,  MONTREAL 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 


The  "Richard" 

The  Greatest 
Dollar  Scarf 
in  Canada 


Per  Doz. 

Net 


Bar-Tacked 
5-inch  Skirt 
Closed  End 
Will  Not  Pull 


Assort- 
ment 
Superb 
Exclusive 
Ideas 
Inlaid 
Stripes 
Cloisonne, 
etc.,  or 
Plain  Premier 

SAFETY  BE  FIRST 


Carter  &  Holmes,  Chicago.  111. 
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Clearing  Up  in  July  on  Straw  Hat  Stocks 

This  Month  Found  Heavy  Lines  Which  Are  Being  Sold  at  Big 
Reductions  to  Clear — Hats  Should  Now  be  Sold  in  Their  Season 
as  Styles  Change  Quickly — Inducements  Also  Offered  in  Suits. 


THERE  have  been  several  factors 
that  have  this  year  given  even 
greater  incentive  than  usual  for 
the  July  sale  in  the  men's  stores — par- 
ticularly with  regard  to  straw  hats,  which 
could  almost  be  termed  "perishable" 
goods.  Coupled  with  the  general  quiet- 
ness in  trade  prevalent  during  the 
Spring,  there  was  very  unfavorable 
weather  prevailing,  with  rain  in  many 
sections  and  low  temperatures  over  the 
whole  country.  This  had  the  effect  of 
delaying  the  demand,  and  July  finds 
many  of  the  furnishers  with  compara- 
tively heavy  stocks  on  hand,  and  the 
option  of  either  making  a  seasonable  cut 
in  the  prices  or  carrying  old  models  into 
another  season,  which  in  all  probability 
will  develop  something  almost  entirely 
different — for  men 's  styles  have  a  habit 
of  doing  this  nowadays. 

In  addition  to  the  heavy  stocks,  the 
unfavorable  weather,  and  the  modern 
idea  of  clearing  lines  with  the  season, 
July  sales  have  been  strong  because  of 
the  attitude  of  the  buying  public  towards 
prices  and  the  popularity  of  bargains. 

The  chief  effort  of  the  July  sales  in 
the  men's  stores  has,  of  course,  been 
directed  towards  the  clearing  of  hats. 
Up  and  down  in  the  street  in  every  win- 
dow where  men's  hats  are  sold  there  are 
cut  price  displays,  and  in  most  cases  the 
original  figure  has  been  sliced  pretty 
close  to  the  middle. 

Freak  Styles  Hurt  Staple  Stock. 

The  season  for  straws  has  been  a 
peculiar  one  for  several  reasons.  The 
weather  has  been  unfavorable,  although 
the  last  week  of  May  and  the  first  week 
of  June  warmed  up  to  the  extent  which 
made  good  business  and  gave  consider- 
able relief,  and  then  there  were  freak 
styles  introduced  at  the  last  minute 
which  had  a  very  active  if  limited  de- 
mand. The  high  taper  crown  made  its 
appearance  almost  unannounced,  and 
there  was  a  demand  in  some  classes  of 
the  trade  for  models  of  rougher  material 
than  was  usually  stocked.  On  the  other 
hand,  some  light  woven  hats  which  were 
strongly  stocked  by  some  stores  failed 
to  strike  the  popular  favor  and  are  sel- 
dom seen  on  the  street. 

The  July  sale  came  at  an  opportune 
time  for  the  straw  hat  business,  for  with 
the  price  reductions  came  the  hottest 
weather  of  the  summer,  while  many  of 
those  who  got  their  hats  with  the  first 
warm  spell  found  price  reductions  so 
attractive  as  to  induce  them  to  make  a 
second  purchase. 

Attention    Arresters. 

With  practically  everybody  in  the 
business  out  with  the  same  idea,  it  is  the 


man  who  can  attract  attention  who  will 
get  the  business.  Glaring  cards  and 
streamers  are  to  be  found  on  the  win- 
dows, in  which  the  usual  taste  is  sacri- 
ficed for  price  emphasis — and  this  is  the 
right  idea  in  a  sale.  Some  of  the  state- 
ments which  were  flaunted  before  the 
buying  public  included : — 

Any  straw  hat  $1.25. 

Any  hat  in  the  window  $2.00 — worth 
$2.50  and  $3.00. 

Any  Panama  hat  $5.00 — worth  up  to 
$8.00.    Best  straw  hat  value  in  America. 

Straw  hats  HALF  PRICE— Original 
prices  $2.50  to  $5.00. 

Panamas  HALF  PRICE— Original 
prices  $10.00  to  $20.00. 
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Sample  hats  $2.50  and  $3.00  for  $1.00. 

$2.50  and  $3.00  Straw  Hats  for  $1.50. 

Panama  hats  up  to  $50.00,  25  p.c.  off. 

Panama  hats  regular  $7.50  for  $3.95. 

One  of  the  light  hats  which  did  not 
find  popularity  this  summer  was  the 
Yeddo,  and  this  model  at  $2.50  was 
offered  at  $1.50,  but  did  not  seem  to  be 
going  well  at  that. 

One  strong  display  was  emphasized  by 
an  emphatic  card :  ' '  Look  at  your  hat — 
you  need  another  one  and  can  afford  it 
at  these  prices." 

Suits  Being  Sacrificed. 

The  sales  being  held  by  clothiers  indi- 
cate general  price  inducements  to  create 
midsummer  business.  One  clothing 
house  has  a  three-window  display  of  a 
line  of  suits  on  which  a  special  cut  to 
$15.00  is  made,  while  a  big  streamer 
announces 

' '  MIDSUMMER    REDUCTIONS— THE 

NIMBLE     DOLLARS     WORK 

WONDERS  JUST  NOW. 

In  another  establishment  there  is  a 
aeneral  reduction  all  along  the  line  of 
suits  from  $15  to  $30,  the  sale  prices 
ranging  from  $10  to  $20. 

A  special  inducement  is  offered  by  a 
big  clothing  house  of  any  $30  suit  in  the 
place  for  $18,  and  another  with  a  range 
of  $18  to  $20  suits  makes  a  choice  price 
of  $15. 

Wash  Goods  Going  Cheap. 

As  usual  at  this  season  wash  goods  in 
men's  wear  are  being  made  attractive  at 
low  prices,  but  these  lines  have  not  been 
stocked  heavily,  as  they  have  been  gett- 
ing weak  during  the  past  several  sea- 
sons. 

A  special  line  of  wash  vests  on  sale 
at  65c  was  noted,  and  wash  ties  are  being 
cleared  out  at  any  old  price,  for  they 
are  in  very  small  demand,  and  soft  col- 
lars come  in  the  same  class. 

A  large  window  of  boys  wash  suits  of 
many  kinds  was  introduced  by  a  big 
streamer: 

Half  Price  on  Every  Boy's  Suit  in  this 
Window. 


The   fine   pleated   or   mushroom    front   is 
here    shown    in    both    negligee    and 
models,   the   novelty   in  each   case   heing  the 
watered     effect,     which     is    easily    noted. 
Wade  by   the   Regal   Shirt   Company. 
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THE  TIME  FOR  HAT   SALES. 

Tll\  question  as  to  when  it  is  ad- 
visable to  start  in  to  sacrifice 
price  to  clean  up  the  straw  hat 
stocks  lias  again  come  up  for  discussion 
this  year.  The  consensus  of  opinion 
seems  to  lie  a  little  more  generally  in 
favor  of  starting  in  to  slice  figures  at  the 
beginning  of  July,  although  there  are 
some  that  did  not  fall  into  line  before 
the  10th  and  15th. 


MEN'S    WEAR    SECTION. 
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July  Sales  Ads.  of  Canadian  Men's   Furnishers 


sssusst 
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V.«  S*«UI  1 

Si 

128  feel  Street  Next  Wlndeor  Hole! 


Panama  Hats  for  Saturday 

Mei'i  Sennet  aid  Split  Stain  Sailor  Hats  , 
Latest  Styks  SI  to  SL50 


Here's  To-day's  Big  "News  Story" 

ONE  DOLLAR 

STRAW  HAT  SALE 


No  need  for  US  to  tell  you  the  -eason  hjx  I 
usually  cold,  unlavorable  lor  ilte  sale  <■!  Ill 
Vou  know  it  yourself.  Predictions  are, 
that  July  and  August  will  be  unusual!)  ho 
Just  at  the  time  whrn  you  need  .1  Str..w  I 
when  it  will  give  you  two  month*  wcdf, 
nounce  a  big  cut  in  price      To-day    we    , 


$2.50  Straw 
Hats  for  .  .  . 


1  Jkhcic  include*  tbf  fine  and  rough  straw,  in 
MBbuJar  high  taper  crown  with  narrow  band, 
Veddo  "    7  he  sale  pries  is  less  than  the  wholes! 


$1 


I   ih^pa,  such  sa  ill 
nd   the   light    weigh 


so  earls  in  the  season,  have  you  hecn  ahle  to  secure  such  remark 
hat  values.  While  our  stocjc  is  very  large,  we  ifcHise  quuk  pun  ha- 
you  wani  to  get  the  best.     See  d*pla>  in  our  mm  big  window! 

Men's  $8  Panamas,  now  $5 ;  Ladies'  J6  and  $8  Panamas,  now  $4.S 

L  J.  APPLEGATH  &  S01S 

The  Two  Big  Men's  Hat  Stores 

Yonge  and  Richmond  Sts.  fvuTiEgs  Yomje  and  Quten  Sts.  (179  Yonge 


BOUC       WTKDSOR-a  GREATttgT  OXOTHDER 

Two- Piece  Summer  Suits 


k  New  She     ng  o1  K,  oil  Sale  ol  SOaw  Hats  utnam  disput  ■ 

««->■  Nonoiks        _«■."  «  ».  t.~  •■«.  • 

$3  to  $12 


OWL  AID  ('"lorau  UtrtOWEAl 


ri-IiZ'".™:  E£^~--  50c  to  $3  sflsLfS  Erfcsr. 


nptly  TlUffd  |    i 


lATlWC   SUITS 

SOc  to  52  SO 


W.  BOUG 

r*«  C/ot/tr'er 


LOSTlt  COAT? 
Illl  DM 


BEGINNING.  MONDAY.  JULY  U 

Notice  of  Our  Semi-Annual  InducerotjDt> 

TO  CLEAR 

"'ITS  EfafrtlltM  SSSSSSSSS* 

R«t  itJ.%21  ^^K 

'ITS  I**-*.*.  DO  mmOO 

UITS  Rt(  iw  ft-    ■  ■ 


.  *.*.  U-  SO  SI  Full 


EATERS  B«K  14,  li   fc  t>  SO     F«  » 

STRAW   HATS   HALF   PRICE 


A   A  ROY. 

"■■''  St  Caiho-uM  E 

HANSHKR  •  ORENSTEIN. 


Here  is  what  "Count  Discount'  i 

for  this  week  only  in  Men's  STRAWS 

.SiP fry.**    \inVc  l  ^        ■  ^^       ■    n 


rlMtN'S  PANAMAS  ad| 


Serge  Suits 


Bcai  m  mind  we  don'l 

black  and  blue  suit 

prices  that  follow 

oddments  c 


:laim  thai  we  are  selling 

ii  our  lt»t  SI  the  ridicul. 

These  figures  apply  Id 

iWoniinij.">.l  Imn 


SUITS  worth  up  to  sr.OO. 

sale  price      .... 

SUITS  worth  up  to  sfi.SO. 

SUITS  worth  up  to  s  10. 

sale  price  -     -    - 

SUITS  worth  up  to  t>12 

laic  price     - 


$4.9 
$5.9 

$6.9 
$8.9 

GRAFTON  AND  CO.,  LIMIT 

M,n„l.., (     ]■         .       ."___._     Ml     .1    - 


VoffH 

^saleU 


f  Hifh-Grtde  Clothing 


G>mmoKin.  l,„j1N  n„. 
Dinccn  Co    mil  ^u!  ,.r, 

Mlecver)  Strait   inHP.tn 
ama  Hat  in  tll<  si.  .re  re 
Kardleu  ol  qiulitj    11 
reguhrpn'ce    Vll  marked 

12  00  Straw, 
$250  Strew, 

S3  00  Straw, 

14  00  Strew. 


SNAPS  IN  SUITiS 

$12  and  $15 

J1J.00  •»  125.00 


wm.  Mclaughlin 

21  HcC.  OJU*.  A.v 


Sl.OOl  17.00  P. 
$1.Z5  :  IIO.OO  F_. 
$1.50    fUOOPen 
S2.00    1 1  5.00  Pen 


DINEEN'S 


140   vonge,  Cor.  Temperance 

Store  Open  Saturday  'Evening 
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A  'M  "Broad" 
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SCARF. 

A   filMIONABLE 
(tile  Fc^  FVfstNT  VVfA<? 


1  [i>vo]fy 

gOcctigpis  in 

/VcxrlYhicai' 


Nos.  1,  2,  4  and  5  are  a  uniform  set  of  window  and  department  cards  telling  a  straight  story  with  unusually  prominent 
price  marks.  The  absence  of  color  is  notable,  as  these  held  strictly  to  black  and  white  with  black  border.  Similar  cards  are 
used  in  many  other  departments  of  the  T.  Eaton  Co.'s  store,  besides  the  men's  wear  annex.  On  the  central  card  the  color  was 
brought    out    also    on    the   scrolls,    besides    in    the   green   and   red   of  the  tie   itself. 


Men  Are  Not  Shy  Now 


MONTREAL,  July  13  (Special).— 
In  the  June  17th  issue  of  "  The 
Review  "  an  article  appeared 
dealing  with  the  rearrangement  of  seve- 
ral departments  of  Goodwin's,  Ltd., 
Montreal,  to  provide  a  "  men's  store," 
within  the  general  departmental  store. 
A  few  days  ago  a  new  entrance  was  made 
for  this  men's  store  by  removing  one  of 


the  large  show  windows  on  the  western 
front  and  putting  in  a  large  double 
entry-way.  There  is  now  a  wide  re- 
cessed entrance,  with  shallow  show  win- 
dows on  either  side  for  displaying  men's 
furnishings. 

Since  the  new  entry  was  made  there 
has  also  been  a  rearrangement  of  the 
counters,  showcases  and  display  tables 
inside  the  store. 


POSTMASTER  VS.  MERCHANT. 

(Continued  from  page  66) 

Post  Office  Department  from  collecting 
postage. 

This  the  Senate  refused  to  do,  leaving 
the  amendment  as  it  had  been  drafted, 
but  providing  a  clause  to  leave  old  rates 
in  force,  thus  getting  around  the  Post- 
master-General's technical  objection. 
Mr.  Pelletier  refused  to  accept  the  Sen- 
ate amendment  and  the  bill  thus  auto- 
matically   died. 

He  thereupon  issued  a  statement  to 
the  press  in  which  he  claimed  that  his 
bill  had  been  killed  by  the  Liberal  ma- 
jority in  the   Senate. 


And  now  comes  his  last  move,  a  lu- 
dicrous finale  to  a  comedy  of  errors.  Mr. 
Pelletier  has  publicly  announced  his  in- 
tention of  going  back  to  the  system  that 
prevailed  before  '67.  He  states  that  he 
will  leave  the  rate  at  a  quarter  of  a  cent 
a  pound  on  all  second-class  mail  matter 
mailed  in  bulk,  but  that  he  will  collect 
one  cent  on  every  paper  that  is  delivered 
to  the  subscriber  by  the  mail  man.  This 
right  he  claims  under  Clause  71  of  the 
Post  Office  Act.  This  clause  gives  him 
the  power  to  collect  one  cent  postage 
from  the  subscriber,  so  apparently  this 
is  what  the  Postmaster-General,  beaten 
and  confuted  at  every  turn,  purposes 
doing! 


Finally,  let  it  be  stated  that,  to  those 
who  have  followed  the  whole  course  of 
the  fight,  the  reason  for  the  stand  taken 
by  the  Postmaster-General  is  quite  clear. 
He  is  standing  by  the  big  daily  papers 
against  the  weekly  papers  and  the  trade 
and  technical  press.  He  has  allied  him- 
self with  the  big  interests  which  circu- 
late mail  order  advertising  and  thus 
work  to  the  detriment  of  the  smaller 
communities,  as  against  the  weekly 
newspapers,  and  the  trade  newspapers 
which  foster  the  local  merchant  and  thus 
help  to  keep  trade  at  home,  to  the  im- 
measurable benefit  of  the  small  cities  and 
towns. 

That  is  the  issue — the  issue  which  may 
perhaps  have  to  be  fought  out  at  the 
next   session   of  Parliament. 


HALF  A  CENTURY  IN  THE  MEN'S 
WEAR  BUSINESS. 

(Continued  from  page  67.) 

the  sale  continues  as  it  has  a  month  or 
so  will  clear  us  up.' " 

In  selling  out,  Mr.  Wheaton  proposes 
to  devote  himself  entirely  to  the  custom 
shirt  business,  which  he  has  carried  on 
i>\  connection  with  the  store,  doing  his 
own  manufacturing  at  the  rear  of  the 
retail    department. 


Neat  brush  stroke  letter  lp  a  second  uniform  series  In  same  department  as  above,  on  brown  mat  board  with  beveled  edges 
and  darker  shade  of  brown  for  border,  and  for  shading  letters.  The  captions  are  in  bold  brush  stroke  letter  with  descriptive 
reader  in  Italics, 
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The  August  Number  of 
Canada's  National  Magazine 


The  August  number  of  Mac-Lean's  Magazine  is  just  off  the  press  with  a  more  varied 
and  interesting  list  of  contents  than  ever  before.  It  covers  the  range  of  Canadian 
affairs  thoroughly  and  powerfully.    Here  are  a  few  of  the  leading  articles: 

THE  MEN  AROUND  THE  WHITE  PLUME. 

A  sketch  of  some  of  the  younger  men  in  the  Liberal  party  who  have  come  into 
prominence  since  the  last  election.  The  outstanding  personalities  in  the  Opposition 
party  in  Commons  are  thrown  on  the  screen  by  one  of  the  brightest  of  political  writers. 

ON  THE  FIRING  LINE  IN  RIEL'S  DAY. 

The  second  of  series  of  articles  on  the  North-West  Rebellion  written  by  one  who 
was  through  the  campaign  and  had  a  personal  knowledge  of  the  leading  men  on  both 
sides.     These  articles  are  strongly  reminiscent  and  present  material  of  historical  value. 

WIDOWS  OF  FAMOUS  CANADIANS. 

A  bright  article  on  some  of  the  women  who  have  helped  their  husbands  to  make 
Canadian  history. 

PAT  BURNS,  CATTLE  KING. 

Among  the  outstanding  figures  of  the  West,  Pat  Burns  of  Calgary  looms  large.  The 
life  story  of  the  man  who  controls  so  large  a  share  of  the  meat  supply  of  the  West  is 
graphically  told. 

THE  ONE  SECRET  OF  SUCCESS. 

Know  what  it  is?  Concentration.  Dr.  Orison  Swett  Marden,  dean  of  inspirational 
writers,  has  a  powerful  article  on  Concentration  in  this  number, — an  ambition  stirring, 
soul-firing  appeal  ihat  will  reach  to  your  innermost  self  and  urge  you  on  to  higher 
ideals  and  bigger  accomplishments. 


THE  BEST  OF  CANADIAN  FICTION. 

\    serial   story  bv  Robert  E.  Pinkerton.  ''Twisting  Trails. 


starts  in  this 


The 
number. 

Other  fiction  features  are: — 

"The  Things  that  Count,"  by  Alan  Sullivan. 

"The  Adventures  of  Madelyn  Mack,"  by  Hugh  C.  Weir. 

"Spanish  Gold,"  concluding  installment,  by  Geo.  A.  Birmingham. 

"The  Orange  Death,"  by  Jerome  V.  Eberts  . 

"As  It  Was  in  the  Beginning,"  by  A.  C.  Cummings. 

Is  it  necessary  to  add  anything  more?     Can  you  afford  to  miss  this  monumental 
number  of  Canada's  National  Magazine? 

Send  $2  to-day  and  your  name  will  be  entered  on  the  subscription  lists  for  one  year. 
commencing  with  the  August  number.    Write  Department  M. 


The  MacLean  Publishing  Company,  Ltd. 

143-153  University  Ave.,    Toronto 


: 
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Tal^e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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The  Knit  Goods 
Special 

Buyers  of  Knitted  Goods  will  be  inter- 
ested in  our  Special  Knit  Goods  Num- 
ber to  be  issued  August  5th. 

It  will  inform  them,  not  only  upon  con- 
ditions in  the  Knit  Goods  Market,  but 
will  describe  and  illustrate  the  latest 
style  features  embodied  in  domestic  and 
import  ranges  for  Fall  and  Christmas 
sorting,  and  Spring,  1914.  It  will  also 
include  several  important  merchandis- 
ing suggestions. 

This  fine  number  should  appeal  to 
manufacturers.  This  issue  will  enable 
them  to  announce  new  lines  as  their 
representatives  go  to  the  trade,  and 
will  place  them  in  touch  with  the  men 
who  are  planning  for  a  greater  Knitted 
Goods  Department. 

Forms    close    Wednesday,    July  29th. 
Arrange  now  for  space. 
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FEATURING 
KNITTED  GOODS 
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Music  Cases 

Made  in  All   Usual  Styles 


WE  MAKE  A  SPECIALTY 
OF 

Ladies' 
Bags  and  Belts 

The  Western  Leather  Goods 
2459  Co.,  Limited 

Single  or  Double  Manufacturers  of    LEATHER    GOODS 
Handle  ..,_.,  _    ,  „^  ~ 

„    L  .,  n-,  An  H91  Bathurst  Street    -    Toronto 

Retail  $1.00 


2437 ,  With   Swinging  Mirror,  made 
to  retail  from  $1  to  $3.50 


Collar  Hoxes,  made  to  retail  from  50c  up 


"Rooster  Brand" 
%     PANTS 

,0^VERAu:  Tweeds,  Worsteds, 
Homespuns,  Corduroys,  Whip- 
cord, Bedf  ordcord,  etc.,  etc. 

Seat  seams  stitched  twice  over  with 
linen  thread. 

Mackinaw  Coats.     I).  15.  Shawl  Collar.    All  colors 
and  shades. 

SHIRTS.     All  lines  heavy  goods  for  fall. 
OVERALLS         WHITE  COATS 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

Branch  Factory,    MAGOG,    QUE. 
MONTREAL:   501     New    Birks    Building 


Australian  Trade 

Are  You  Interested  ? 

If  so,  The  Draper  of  ylustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     tb^.jU     Mailed  Free 

Specimen  Copy  ivill  be  supplied  on  application 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 


Publishing  Offices  : 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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When  completing  your  Fall  buying  remember 
that  we  have  one  of  the  best  assorted  stocks 
in  Canada. 

Our  very  central  position  gives  us  every 
facility  for  prompt  shipment  to  all  points 
in    Ontario   and    Quebec. 

Order  now,  and  we  can  give  you  all  the 
advantages  of  selecting  from  a  newly  arrived 
and  thoroughly  up-to-date  range  of  goods. 

A  letter  order  department  with  experience 
in  selecting  merchandise  for  all  classes  of 
trade  will  take  care  of  your  mail  orders  or 
see    our    travellers'  samples. 


-a- 


JOHN    M.   GARLAND,    SON    &   CO. 

Ottawa,  -  -  Canada 


WHOLESALE  DRY  GOODS, 


SMALLWARES, 


FANCY  GOODS,  ETC. 
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"Smberprten" 

FOR     BOYS     AND    GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


Andersons 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 

A  Popular  Retailer 
Can  be  Ordered  from  any 

Canadian    Wholesale    House 


WM.  ANDERSON  &  CO.,  Ltd. 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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HW&C? 

UNDER  THt  SHADOW 

OF 

ST.  PAUL'S 
CATHEDRAL 


Manufacturers  of 

Gowns,  Coats  and  Skirts,  Capes,  Millinery 

Specialists   in  Ribbons,   Lace  Goods,   Feathers,  Straws,   Children's  Costumes, 

Underclothing,   British  and   Foreign   Dress   Material, 

Printed   Cotton   Goods,   Silks 

Canadians,   when    visiting    London,    are    invited    to  walk    round    the    warehouse    and 

inspect  the  goods. 

Indents  sent  direct  have  special  attention.     Usual  shipping   terms. 

ABC  CODE,  FIFTH  EDITION 


Factories,  10  and  11  Warwick  Lane,  E.C. 
Factories,  29  to  33  Warwick  Lane,  E.C. 
Factories,         Paternoster         Square,     E.C. 


St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON  APPLICATION 
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TRADE 
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The    ticket    with 
the   rounded 
points  has 
won  out 


Of  the  hundreds  of  humanely  in- 
clined merchants  who  have  tried 
Noesting  pin  tickets,  but  very 
few  have  failed  to  adopt  them 
exclusively  in  their  stores.  Not 
only  are  these  tickets  a  long  step 
in  advance  of  the  ordinary  kind 
on  account  of  their  humane  fea- 
ture but  they  are  a  money-saver 
and  pay  their  slight  extra  cost 
many  times  over  in  saving  goods 
from  injury  and  giving  added 
speed  in  ticketing.  Have  you 
tried  them'? 

Prices  right 

Send  for  free  sample  box  to-day. 

This  places  you  under  no  obliga- 
tion to  buy. 


The  Copp,   Clark   Co. 
Limited 

495-517  Wellington  St.  West,      Toronto 

British  Columbia  Agents: 

Smith,  Davidson  &  Wright 

Vancouver 


Thanksgiving  Linens 

LIDDELL'S  LINENS 

{Gold  Medal) 

The  Thanksgiving  table  of 
Dame  Canada  will  be  the 
more  festive  in  appearance 
if  spread  with  a  Gold  Medal 
Table  Cloth.  Napkins,  and 
D'Oylies,  etc. 

Our  Irish  hand-embroidered 

Bed  Spreads,  Shams,  Pil- 
low Cases,  Sheets,  Lunch 
Cloths,  and  Bureau  Scarfs, 
etc.,  are  winners. 

R.  H.  COSBIE,  LIMITED 


IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET 


TORONTO 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

it  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 
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The  fabrics  that  stay  in  style  and  stay  in  demand  all  the 
while.  The  guarantee  of  the  B.D.A.  applied  to  English 
Mohairs  means  unvarying  reliability  in  [fabric  and  finish  and 

fashion  correctness. 

English  Mohairs,  sold  under 
the  banner  of  the  B.D.A. ,  lend 
themselves  to  the  most  stylish 
uses,  and  at  the  same  time 
give  long  wear  and  complete 
satisfaction  to  all.  They  are 
staple  goods  that  combine  the 
selling  power  and  selling  profit 
of  style  fabrics. 

Your  importer  or  wholesaler  will  gladly  show  you  the  newest 
productions   in   English    Mohairs  guaranteed  by  the  B.D.A. 


BRADFORD  DYERS  ASSOCIATION,  LTD.,  OF  BRADFORD,  ENGLAND 

American  Bureau:  235  West  39th  Street,  New  York 
5 
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During  August  the  Buyer 
Visits  the  Markets 

Preparedness  is  the  line-up  front,  that  indicates  alert  and  wide-awake 
buying  in  the  management  of  the  business  house  in  the  merchandising  depart- 
ment. One  way  of  being  prepare, I  is  to  visil  the  markets  early.  The  buyer 
will  in  this  way  be  brought  into  contact  with  the  best  offerings  and  special 
features  shown  by  the  trade. 
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Our  Warehouse  offers  this  month,  and  dining  the  time  you  are  visiting  the 
Canadian  National  Exposition  (Aug.  29th  to  Sept.  14th),  numerous  advant- 
ages to  buy  expeditiously,  special  values — which  will  be  on  sale  in  all  depart- 
ments. 

We  particularly  invite  your  attention  to  our  excellent  assortment  in 
Hosiery,  IT nderwear  and  Gloves,  "Her  Ladyship"  Brand  of  Ladies'.  Misses' 
and  Children's  Ready-to-Wear  Garments,  also  Men's  Furnishings  and  Work 
Clothing  of  every  description.  Our  immense  range  of  Staples.  Linens.  Dress 
Goods,  Silks.  House  Furnishings  and  Woollens  form  a  combination  of  features 
most   worthy  of  the  attentive  buyer's  inspection. 

The  W.  R.  Brock  Company  (Limited) 

S.W.  Cor.  Bay  and  Wellington  Streets,  TORONTO 
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No.  15 


Fashion  Letter  From  Paris 

Simplicity  to  the  Front  and  no  More  of  Late  Eccentricities,  includ- 
ing the  minaret — Flounced  Skirts  of  Embroideries  on  Nets  and 
Lawns — Stripes  Good,  Especially  in  Voile,  Batiste  and  Organdie 
— Crepe  Weaves  in  Chift'ons  for  Fall — Cotton  Voiles  for  Spring 
— Washable  Silks  Strong. 

Second   of  Special   Letters  t"  The  Review. 
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THE  great  week — the  Grand  Semaine — has  just 
ended,   and   it   has  been   favored  with  beautiful 
weather.   We  have  been  able  to  admire  the  Lovely 
gowns  that  ladies  were  afraid  to  bring  out  before,  on 
account  of  the  cold  and  rainy  weather  that  had  been 
sustained  for  a  month  or  more. 

The  fashion  season  in   Paris  ends  with  race  meel 
ings  which  last  all  the  week,  the  mo<l  noticeable  being 
those  at   the  race   (rack's  of  .Longchamps  and   Auteuil. 
As  a  rule  the  most  fashionable  one  is  the  meeting  on 
Friday  at  Auteuil  which  is  called  the  "Prix  de  Drags." 

Tn  the  old  days  when  the  automobile  had  not  taken 
the  place  it  has  to-day,  it  was  the  rule  for  those  who  had 
a  nice  stable  to  gather  together  to  a  certain  point  of 
Paris  and  from  there  to  drive  to  the  race  track  with  mail 
coaches.  Ladies  were  invited  and  the  display  of  light 
Summer  dresses  on  the  top  of  the  generally  dark  couches 
was  a  sight  particularly  worth  seeing.  But  now  this 
custom  is  losing  ground  every  year  and  it  will  come 
most  probably  one  day  when  it  will  have1  completely  dis 
appeared,  it  is  a  pretty  custom  and  T  regret  that  this 
year  I  saw  only  six  coaches  leave  the  Rue  de  la  Concorde 
for  Auteuil. 

For  the  foreigner  the  "Grand  Prix"  which  is  run  at 
Longchamps  and  which  amounts  for  the  first  horse  to 
$60,000,  may  look  the  best  day.  hut  such  is  not  the  case 
as  it  more  of  a  popular  day.  and  is  by  no  means  so 
exclusive.  Many  people  who  do  not  generally  bet  at  the 
races  come  to  the  track  on  this  particular  day  ami  lay  $3 
or  $4  on  several  horses.  You  will  have  an  idea  of  the 
crowd  that  gathers  there  when  I  tell  you  the  money  laid 
on  the  six  races  this  year  amounted  to  $1 .000, 000. 
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The  firsl  thing  which  has  been  noticeable  about  the 
gowns  worn  this  week  is  that  there  is  a  return  to  sim- 
plicity and  more  line.  We  will  not  see  any  more  the 
eccentricities  which  a  few  dressmakers  of  poor  taste  had 
brought  out  during  the  past  six  months  or  so — in  the 
time  of  circles  around  the  body  such  as  we  remember 
in  the  late  fashion.  The  minaret  fashion  i-.  I  believe, 
ended. 

It  was  also  agreeable  to  see  the  vogue  of  small  check- 
ed, tailor-made  suits,  most  of  them  black  and  white, 
and  made  becoming  by  a  lot  of  little  things  in  the 
accessory  line,  such  as  different  laces  for  the  front,  and 
(he  (aid's,  and  the  shoes  which  should  match  the  dress, 
and  the  jewels  which  now  accompany  the  dress  of  every 
fashionable  woman. 

Many  embroideries  on  nets  and  lawns  and  organdies 
are  used  to  trim  the  gowns,  and  I  particularly  noticed 
a  dres-  of  white  charmeuse  over  which  fell  a  flounce  of 
white  lace.  The  bodice  was  made  of  a  small  vest  of 
black  velvet,  tight  at  the  waist  line  by  a  belt,  ending  at 
the  back  by  a  big  butterfly.  The  sleeves  of  the  bodice 
are  generally  made  very  short  and  it  is  most  of  the  time 
the  sleeve  of  the  yoke,  or  a  simulated  one.  which  falls  on 
the  hand. 

Another  thing  noticeable  is  still  the  vogue  of  taffeta.. 
A  ureal  many  dressmakers  around  the  month  of  April 
did  not  believe  very  much  in  the  tendency  at  that  time 
for  this  cloth  for  the  Summer  season,  and  were  rather 
afraid  to  get  stocked  up  at  this  time  of  the  year.  How- 
ever, it  was  easy  to  see  that  many  dresses  were  made  of 
this  cloth;  and  furthermore  without  any  trimming, 
which  would  enforce  what  I  said  before,  i.e., — we  are 
coming  to  more  simplicity. 


DRY     GOODS    REVIEW 


ADVICE  ON  FABRICS. 

Cotton  pique  very  strong  especially  in 
small  striped  effects  for  collars  and  ladies' 
waistcoats — an  exact  copy  of  some  worn  by 
men.  These  waistcoats  replace  blouse  com- 
pletely. 

Cotton  voiles  will  be  good  for  end  of  season 
and  also  for  next  Spring,  both  in  plain  and 
fancy  weave  effects. 

Stripe  voile  in  stripe  of '  medium  width 
strong. 

Use  of  washable  silks  in  voile  and  crepe  de 
Chine  will  lessen  number  of  trunks  of  ladies  in 
going  to  country. 

Double-faced  satins  in  demand  for  capes — 
From  Review's  Paris  Fashion  Letter. 


Samples  from  Paris 


The  skirts  also  are  getting  wider.  There  is  no  doubt 
that  borders  and  flounces  are  coming  back  again ;  and 
generally  a  dress  made  of  three  or  four  flounces  brings 
some  ampleness. 

Stripes  will  be  very  good  and  especially  for  the  sea- 
side places.  Either  of  voile,  batiste,  or  organdie  they 
look  really  becoming.  The  most  prominent  shades  are 
pink,  sky,  and  navy,  and  the  skirts  made  of  such  fabrics 
are  pleated  most  of  ihe  time. 

Evening  gowns  are  embroidered,  spangled  and 
covered  with  beads  imitating  precious  stones,  and  also 
cabuchons.  There  is  a  ball  given  by  a  fashionable  lady 
at  the  beginning  of  the  month,  and  called  the  "Jewel 
Ball,"  which  will  enforce  this  mode.  On  the  last  occa- 
sion all  who  were  invited  had  to  wear  either  a  ruby, 
emerald  or  sapphire  gown.  It  was  really  a  delight  to 
the  eye !  The  hair  had  to  match  the  gowns,  and  on  this 
occasion  colored  wigs  were  again  seen. 

COTTON  FABRICS. 
r^  OTTON  pique  has  actually  in  Paris  nearly  the  same 
^  vogue  as  organdie.  It  is  used  especially  in  the  small 
striped  effects  for  making  collars,  and  ladies'  waistcoats. 
These  waistcoats  are  an  exact  copy  of  the  ones  worn  by 
gentlemen;  double-breasted  and  with  small  pockets  on 
the  front.  They  replace  completely  the  blouse  and  look 
really  charming  with  tailor-made  skirts. 

There  is  no  doubt  but  that  cotton  voiles  are  going  to 
be  good  the  last  end  of  the  season,  and  also  for  next 
Spring,  not  only  in  plain  but  also  in  fancy  weave  effects. 
In  this  particular  fabric,  imitation  of  stripes  or  checks 
will  sell  certainly  the  best,  and  I  believe  that  manu- 
facturers are  going  to  make  quite  unusual  efforts  to 
bring  out  novelty  effects  in  this  line. 

Stripe  or  cotton  voile  will  be  good  also.       I  saw  a 

great  many  at  the  races  last  week.    The  tendency  should 

be  for  a  stripe  of  medium  width,  not  too  large  nor  too 

small.     The  skirts  made  with  the  same  are  generally 

pleated  and  made  of  two  parts.    It  looks  as  if  it  would 

be  two  skirts  put  one  over  the  other. 
*         *         * 

SILK  FABRICS. 

T  N  silks  the  market  is  still  quiet.     Among  chill'ons  the 

1    crepe  weave  effects  will  be  very  goon   for  next   Fall 

especially  <  leor-ette  crope.  This  sort  of  cloth,  which  was 

a  bit  scarce  lasl  season,  will  be  easy  to  get  this  year  as 

manufacturers  have  been  getting  ready  for  the  sum'. 


Voile  novelties  for  Spring  1915.  No.  1 — 
Inch-wide  Pekin  striped  voilt — navy  and  white. 
Paris  is  using  inch-wide  Pekin  stripes,  but  *&- 

inch  will  be  more  suitable  for  Canadian  trade. 
No.  2 — White  voiles  with  the  p"ft<  rn  woven  in 
in  check  and  fancy  designs. 


Washable  fabrics,  especially  for  underwear,  are  also 
more  and  more  in  demand.  Silk  voile,  and  crepe  de 
chine  will  be  the  mosl  popular.  These  two  cloths  are 
generally  made  in  light  color  effects,  and  owing  to  im- 
proved methods  of  dyeing,  they  have  the  advantage  of 
being  able  to  be  washed  in  hot  water.  Some  of  these 
ladie.^  shirts  (night  -owns)  are  so  thin  that  they  can  be 
folded  and  carried  in  a  pocket.  It  will  be  an  impn 
men!  when  they  go  to  the  country  a-  they  need  nol  have 
so  many  trunk-  to  carry  as  in  the  old  tame. 

Double-faced  satin-  arc  in  demand  for  capes,  also 
satins  in  wide  widths  54  56  in.  This  fashion  of  the 
cape  will  certainly  lasl  again  this  Winter,  and  we  will 
see  them  trimmed  with  rich  furs  inside. 


Special  Photographs  Sent  From  Paris  to 

The  Review 


Figure  on  left — Roman  stripe  trimmed  with  three 
(/ounces  of  pleated  chiffon,  bordered  with  a  black  velvet 
band.  Both  velvet,  and  narrow  silk  ribbons  are  begin- 
ning to  be  used  in  this  manner.  Turban  hat  is  of  over- 
lapping plates  of  jet  with  straight  ostrich  fancy. 

Figure  on  right — Blouse  of  taffeta,  printed  with 
Roman  stripes;  skirt  of  same  material.  Note  long,  tight 
set-in  sleeves,  high-backed  collar  and  bead  necklace. 
Fligh  sailor  shape  hat  is  trimmed  with  straight  ostrich. 
Taken  at  "Prix  de  Drags." 


Model  from  Paquin.  Dress  mad(  completely 
of  organdie  of  a  very  fin*  quality.  Flounces 
edged  by  largi  bands  of  black  velvet.  "Tin 
(■tmtr<ist  of  tin  black  and  the  pun  white  was 
absolutely  grand"  writes  Tin  Review's  corres- 
pondent. Costumt  recalls  modi  of  1860.  High 
turban  of  black  velvet  and  high  fancy  feather 
an  both  prominent  in  advanci  Fall  millinery 
models.  Large  corsage  flowi  rs  used  to  givi 
touch  of  color  to  tin  blue],-  u ml  a  hit,  scheme. 
Taken  at  "Prix  de  Drugs." 


Special  Department  for  the  Training  of  Clerks 

An  Account  of  a  Unique  System  in  Eaton  Store,  Where  the 
Employment  Department  Takes  Complete  Charge  by  Special 
Instructors  and  Classes — Watching  Sales  Records  and  Personal 
Department — Some  of  the  Store  Rules. 

Third   of  a   Series  on   the  Training   of   Employees. 


IN  the  two  preceding  issues  of  The 
Review  extracts  were  given  from 
"  Rules  for  Employees  "  as  adopted 
in  several  stores.  In  this  the  third  of 
i  lie  series  of  the  handling  of  clerks,  some 
account  will  be  given  of  a  system  that 
is  being  tried  out  by  a  store  that  is  the 
o'riginator  of  many  a  system — the 
T.  Eaton  Co.  's.  Up  until  very  recently 
rule  books  have  been  part  of  the  Eaton 
System,  a  system,  as  most  will  agree, 
that  can  give  pointers  to  most  mercantile 
institutions  the  world   over. 

"  No,  we're  working  away  from  a 
regular  rule  book,"  The  Review  was  in- 
formed. 

"  Won't  they   make   sufficient   use   of 
it  .'  "  was  the  next  inquiry. 
1  "  We  feel  that  we  are  not  in  as  close 
touch   with   them  as  we   are   by   our  in- 
struction classes." 

But  ibefore  describing  these  it  should 
he  i minted  out  that  a  radical  departure 
from  that  of  most  stores  has  been  made 
by  this  firm  in  the  matter  of  fixing  the 
responsibility  for  the  training  of  em- 
ployees. Usually  it  is  taken  for  granted 
that  it  is  the  business  of  the  head  of 
each  department  to  see  that  his  sales 
clerks  do  their  duty,  sell  sufficient 
goods;  observe  the  ordinary  rules  of 
conduct,  etc. 

Who  Should  Correct  Gum  Chewing? 

Suppose      the     superintendent      of     the 

store  or  president  of  the  company  hap- 
pened along  and  noticed  a  girl  chewing 
gum.  Would  lie  blame  the  head  of  the 
department,  to   say  nothing  of  the  girl 

herself.' 

In    most    stores.  Yes. 

Not   under  the   Eaton  system. 

Then   who  is  held  responsible .' 

The  Wages  and  Employment  depart- 
ments, both  being  run  practically  as  one. 

The  head  id*  the  department  would  say 
to  the  wages  official:  "  It  was  your  place 
to  see  t hat  t his  girl  knew  better  than  to 
chew  gum." 

When   Clerks  Are  Costing  Too  Much. 
Again,   suppose  a    certain    department 
is  running  behind,  or  the  clerks  a  re  cos! 
ing  too  much. 

Ordinarily  the  head  of  this  depart- 
ment would  he  held  responsible.     But  not 

-ii    here, 

•  •  Why  didn  't   you   tell   me  about    So 
and  so  not  keeping  up  to  t  he  mark.     It 's 
not    my   place  to  find   out . ' ' 


Many  merchants  will  express  surprise 
at  this  apparent  shuffling  off  of  responsi- 
bility by  the  head  of  the  sales  depart- 
ment. 

What,  then,  is  the  theory  underlying 
the  Eaton  system   on   this  point  .' 
The  Theory  Under  This  System. 

Simply  that  the  sales  department,  be 
it  dress  goods,  gloves,  hosiery,  house 
furnishings,  millinery,  or  what  not,  has 
enough  to  do  to  take  care  of  the  turning 
over  of  the  merchandise  at  a  certain 
percentage  of  profit,  and  should  not  be 
expected  to  keep  track  of  the  individual 
sales  of  its  clerks,  or  to  instruct  them  in 
the  practice  of  salesmanship. 

DOWN,  DOWN,  DOWN! 
The  success  of  this  method  of  super- 
vising the  selling  percentage  of  clerks 
has  been  illustrated  in  a  striking  manner 
in  the  case  of  a  salesman  in  a  section  of 
what  in  most  stores  is  included  in  the 
housefurnishings  department.  He  start- 
ed out,  on  the  record  list,  with  a  per- 
centage of  over  18,  which  was  more  than 
double  the  average  cost  of  selling  goods 
in  this  department.  An  official  noticing 
the  high  figure,  watched  this  man,  and 
set  him  down  as  a  good  deal  of  a 
dreamer,  letting  his  customer  do  the 
selling.  It  was  a  couple  of  months,  how- 
ever, after  the  subsequent  interview,  be- 
fore the  sales  showed  any  improvement. 
But  once  it  started  it  was  phenomenal. 
Down,  down,  down,  until  at  present  it  is 
under  3  per  cent.,  less  than  half  the 
average  cost  of  selling  in  that  depart- 
ment, and  the  incentive  towards  this  re- 
cord was  supplied  by  an  official  of  the 
Employment  Department. 

This  theory  works  out  quite  logically. 
Here  is  a  department  wants  five  new 
clerks.  It  calls  on  the  employment  dr 
partment  for  five  clerks  and  it  is  "  up 
to"  the  latter  department  to  See  that 
(lie  clerks  it  supplies  know  their  busi- 
ness. That  is  what  it  is  for.  it  is  not 
burdened  with  any  other  work.  Why 
should    it    not    remove    this    burden    from 

the  shoulders  of  the  selling  department  .' 
For  many  years  a  booklet  was  given 
e\ ery  new  clerk,  "  Hints  to  Sales- 
people." This  contained  reproductions 
of  checks;  paid  parcel  taken;  paid  par- 
cel delivered;  D.A.  (deposit  account1) 
parcel  taken;  transfer  card;  tally  card. 
10 


etc.,  showing  the  proper  way  in  which 
these  should  be  filled  out  with  address, 
goods,  amount,  etc. 

In  Closer  Touch  With  Clerks. 

I  »n  t  lately  it  has  been  decided  that  it 
is  advisable  to  keep  in  closer  touch  with 
the  new  as  well  as  old  clerks,  and  a  per- 
sonal instruction  class  was  the  result. 
This  is  worked  out  in  the  following  man- 
ner:— 

Makes  Out  Her  Own  Checks. 

Every  new  clerk  comes  over  to  the  in- 
struction (dass  at  one  o'clock  the  tirst 
day  and  sits  down  at  a  desk  in  a  regular 
classroom.  On  the  blackboard  are  re- 
productions of  various  sales  slips 
(checks)  filled  in  correctly,  and  the  clerk 
is  set  to  work  at  once  making  out  ones 
for  herself.  The  instructor  is  a  young 
woman  who  looks  after  each  one  person- 
ally. The  lesson  is  repeated  each  day 
at  the  same  hour  until  it  is  seen  the 
clerk  is  competent  to  be  left  to  her  own 
resources  in  this  respect. 

From  here  she  passes  on  to  the  sales- 
man's instruction  (dass.  also  taught  by 
a  young  woman.  The  work  here  i-  along 
practical  lines,  with  an  effort  firs!  to  gel 
the  beginner  into  the  -pint  of  the  rela- 
tion between  customer  and  clerk,  and  to 
grasp  what  i-  known  as  the  Eaton 
policy:  the  treatment  of  customers:  the 
attitude  of  the  store  to  the  buying  pub- 
lic. Those  merchants  who  have  worked 
out  a  line  of  conduct  for  their  employees 
as  the  result  of  years  of  experimenting 
will  appreciate  to  the  full  the  reason 
why  such  stress  is  laid  upon  inculcating 
the  policy  of  tie  store  upon  the  recruits 
in   the  ranks  ,,i    i  be  -ah  -  clerks. 

An  effort  i-  made  to  draw  out  t  le  -ales 
clerks  i"  ask  questions,  to  express  their 
own  ideas.  They  are  encouraged  ' 
late  incidents  that  have  occurred  that 
very  day.  and  the  comment  o\'  the 
instructor  and  fellow  clerks  along 
line-  become-  alnio-t  invaluable.  Talks 
are  given  also  by  some  of  the  most 
-killed    salesmen   in   the   whole   store. 

The  work  is  carried  further  in  demon- 
stration classes,  and  goods  from  various 
departments  are  displayed  in  showcases 
and  clerks  make  sales  to  one  another  be- 
fore the  rest  of  the  class,  the  whole  sys- 
tem of  training  following  \er>  closely 
I  lie  practical  lines  employed  in  Model 
:'•<<]  Normal  schools  for  teachers. 
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TRANSFER  CARD. 

Technical  Instruction. 

Another  step  is  taken  in  connection 
with  some  departments  where  a  certain 
I cclinical  knowledge  is  deemed  a  neces- 
sity to  deal  more  intelligently  with  cus- 
tomers. For  instance,  the  Manchester 
office  furnished  samples  showing  the 
complete  process  of  cotton  spinning 
from  the  hall  to  the  fabric.  Silks  are 
treated  in  a  similar  manner,  and  the  ad- 
vantages of  this  knowledge,  where  it 
stops  short  of  a  mass  of  intimate  detail, 
perhaps,  is  self-evident. 

This  class  lasts,  probably,  for  a  month, 
with  an  average  of  a  couple  of  lessons 
a  week. 

But  the  supervision  of  (lie  new  clerk 
does  not  end  here;  this  is  a  mere  be- 
ginning'. The  work  of  the  clerk  in  the 
department  is  watched  carefully,  not  so 
much  to  detect  points  for  criticism,  but 
to  ascertain  points  where  the  salesman- 
ship may  he  improved.  Some  seven  or 
eight  officials  of  the  employment  depart- 
ment spend  a  good  deal  of  their  time  in 
the  store,  keeping  their  eyes  open.  When 
they  see  a  clerk  needs  a  suggestion,  this 
is  given,  on  the  spot,  if  possible;  other- 
wise at  the  office  of  the  employment  de- 
partment. 

Above   the   Average    Cost   of   Sales. 

For  example,  the  record  of  the  sales 
of  every  clerk  is  kept,  with  the  salary 
and  the  percentage  of  salary  to  sales, 
week  by  week.  On  the  same  card  there 
is  noted  the  average  cost  (percentage) 
for  selling  goods  in  the  department  itself 
for  that  week.  If  a  clerk  continues  to 
have  a  higher  percentage  than  the  aver- 
age,  she   is   a   drag   on   the   department, 


and  she  is  asked  to  come  over  to  the 
employment  office.  There  the  situation 
is  explained  to  her,  and  she  is  questioned 
about  any  difficulties  she  may  have,  and 
helpful  suggestions  are  made.  This  is 
repeated  frequently  if  the  need  is  ap- 
parent until  finally,  after  a  fair  trial,  it 
comes  to  he  a  question  of  the  girl  never 
making  a  good  sales  clerk.  But  that  is 
given    months    to    decide. 

Form  of  Record. 

The  following  is,  roughly,  the  form  of 
record  used: — 

Department    

Name  of  Clerk    

Percentage  of  Dept 9.87 

Clerk's  percentage,  week  end- 
ing   10.75 

Clerk's  percentage,  week  one 
year   ago    10.21.  . 

Remarks    x 
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ON    REQUEST     OUR     TRANSFER    CASHIER    WILL 
GIVE    VOU    AN    INVOICE    OF    YOUR     PURCHASES 


th.t  ecpnn  to    Ad,u««ir,a   9ur< 

-  T.  EATON  C<2. 


The  record  for  the  corresponding  week 
one  year  ago  is  usually  made  in  red  by 
way  of  contrast.  The  tabulated  infor- 
mation as  to  this  clerk  might  also  con- 
tain her  records  for  several  weeks  in 
succession,  particularly  where  she  con- 
tinues to  fall  below  the  average;  thai  is, 
where  the  percentage  of  her  salary  to 
sales  is  higher  than  the  average  for  the 
whole  department.  The  actual  record 
form,  it  may  he  noted,  is  move  condensed 
so  far  as  space  is  concerned  than  that 
given  above.  The  column  for  remarks 
contains  valuable  information,  along  one 
of  several  lines.  For  instance,  an  X 
indicates  that  the  case  has  been  brought 
to  the  attention  of  the  head  of  the  sales 
department,  and  the  date  on  which  this 
was  done  is  noted.  A  double  X  denotes 
that  the  department  head  considers  the 
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low  sales  is  the  clerk's  own  fault; 
"  washes  his  hands  of  her,"  so  to  speak. 
Or  it  may  be  that  during  the  year  she 
has  been  transferred  from  one  depart- 
ment to  another,  and  that  any  compari- 
son of  records  may  in  this  case  be  ren- 
dered   unfair. 

For  Those  in  Charge. 

The  tabulation  of  records  includes 
those  in  charge  of  departments,  and  par- 
ticularly first  and  second  assistants,  in 
order  that  special  duties  may  not  be 
allowed  to  form  an  excuse  for  giving  up 
selling  altogether.  In  one  instance  the 
record  showed  that  a  girl  assistant  in  a 
department  had  run  up  her  percentage 
from  40  one  week  to  over  70  the  next; 
that  is,  her  total  sales  were  not  double 
her  salary.  The  head  of  the  department 
was  communicated  with,  but  he  could 
give  no  reason  why  her  executive  duties 
should  be  heavier  that  week,  and  then 
the  girl  was  spoken  to.  Next  week  her 
percentage  was  back  to  normal. 

The  record  where  it  is  kept  for  several 
weeks  or  months  runs  thus: — 

Name    

Percentage   of  Dept 

Wk.  endg.    Sales.   Salary.   Pet.   Remarks 
July  25.     28.05.       $12       47.8     1st  Ast. 

The  fiuures  in  these  comparisons  are 
compiled  from  the  daily  records  of  sales 
h\  each  clerk,  which  are  checked  up  in 
this    department. 

The  wages  of  clerks  are  fixed  in  this 
employment  department,  mainly  on  the 
record  of  salesmanship,  every  six  months 
or  one  year,  as  a  general  rule.  The 
whole  system  is  found  to  work  most 
satisfactorily,  and  provides  effective 
machinery  for  keeping  in  touch  with  the 
(Continued  on  page  13.) 
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is  After  each 
sale  enter  the 
amount  on  the 
Tally  Card 
opposite  the 
cor  res  ponding; 
check  number. 
Enter  amounts 
for  Transfers 
and  City  M.O, 
Checks  in  the 
yight  hand 
column. 


■tafc*  wrrrana  Ina  FlfunM  Plain 

When  finished  for  the  day  n  ■  i  d  your  Tally  Cards 

and  hand  them  to  the  Heald  of  Department  or  to  one 
appointed  to  receive  them. 


■ 


Roof  garden  on  Hudson's  Bay  Co. 's  Calgary  store,   where  one  of  the  most  popular  features  of  the  store.  a 

playground  for  children,  has  been  installed. 


Model  Cottage  with  7  Fully  Furnished  Rooms 

An  Attractive  Feature  of  Hudson's  Ba}^  Store  in  Calgary  — 
Four  Hundred  Hats  in  Millinery  Department  and  No  Two  Alike 
— Separate  Sections  for  Different  Priced  Goods. 

Concluding    Article    by    Staff    Correspondent. 


CALGARY,  Aug.  1.— (Special.)— In 
a  previous  article  an  account  was 
given  of  several  of  the  depart- 
ments of  the  splendidly-equipped  store 
of  the  Hudson's  Bay  Co.  in  this  city. 
Ir  this  instalment  some  others  are  taken 
ii]    and  illustrated. 

Millinery. 

The  millinery  department  is  one  of 
the  best  in  Canada.  The  showcases  all 
have  mirrored  backs,  so  as  to  give  an 
effect  of  a  big  display.  A  strong  feature 
is  the  large  number  of  illuminated  show- 
cases, which  show  the  hats  up  to  the 
best  possible  advantage.  Each  case  is 
dressed  with  a  color.  One  case  contains 
pink  goods,  the  next  tuscan,  the  next 
black,  and  so  on. 

There  are  four  distinct,  sections  to  the 
department.  The  inner  section  is  used 
for  high-«Tadc  uoods,  of  value  from  $10 
to  $80.  it  is  equipped  with  four  French 
rooms,  where  ladies  can  be  fitted  in  priv- 
acy, as  though  they  were  in  their  own 
room  at  home.  These  rooms  are  equipped 
with  triple  mirrors. 

There  is  the  popular  price  section,  con- 
taining tailored  and  ready-to-wear  hats 
costing  from  $3.50  to  $10.    There  is  also 


an  untrimmed  section,  for  everything 
new  and  up-to-date,  costing  from  $1  to 
$15;  and  a  children's  section,  where 
everything  for  the  infant  to  the  miss  of 
fourteen  years  is  displayed. 

There  are  never  less  than  400  hats  in 
the  department,  and  never  two  alike. 
This  is  one  "of  the  rules  of  the  buyer. 
The  latter  goes  to  New  York  every  two 
weeks,  spending  two  weeks  there  and 
two  in  his  department.  He  also  visits 
Paris  twice  a  year. 

Furniture. 

Visitors  to  the  Hudson's  Bay  Store 
are  usually  taken  to  the  fourth  Boor  to 
see  the  model  cottage,  situated  in  the 
furniture  department.  It  is  of  the  bun- 
galow, one-floor  type,  of  which  so  many 
are  seen  in  the  West,  and  was  erected 
at  the  Hudson's  Hay  plant  at  East  Cal- 
gary. 

The  front  door  leads  into  a  reception 
hall,  and  walking  straight  through  one 
finds  a  door  on  the  left  leading  to  the 
living-room,  and  one  on  the  right  to  the 
kitchen.  The  former  is  furnished  in 
Elizabethan  style,  the  furniture  being  of 
oak.  A  door  from  this  room  gives 
access  to  a  den.  the  retreat  of  the  man. 
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It  contains  a  deep-seated  davenport  and 
easy  chairs.  The  next  room  is  a  bed 
chamber,  the  principal  colors  of  which 
are  deep  green  and  myrtle,  producing  a 
scheme  quiet  and  restful.  The  furniture 
is  of  mahogany. 

Across  the  hall,  at  the  far  end.  as 
stated  before,  is  the  kitchen,  equipped 
with  all  utensils,  etc..  necessary  for  sup- 
plying the  family  breakfast.  Next  comes 
the  owner's  chamber,  furnished  in  Cir- 
cassion  walnut,  and  decorated  in  a  shade 
of  French  grey,  toned  with  a  dainty 
pink. 

The  next  room-  the  dining-room — is 
the  most  massively  furnished  room  of 
them  all.  the  furniture  being  Georgian 
Colonial,  the  walls  being  finished  in 
lincruster,  with  plate  rail,  and  tapestry 
to  the  ceiling.  The  table  is  set  ready 
lor   breakfast. 

Opposite  to  the  dining-room  is  what 
is  railed  the  boudoir,  though  a  better 
name  would  probably  be  the  formal  re- 
ceiving-room. It  is  treated  in  accordance 
witli  the  Louis  15th  mode  of  design. 
furnished  with  mahogany  and  gold  fur- 
niture. 

The    cottage    is    equipped    throughout 


DRY    GOODS     REVIEW 


w  ith  semi-direct  lights,  resulting  in  an 
equable  distribution  of  light,  which  is 
not  tiresome,  and  is  conducive  to  home 
rest. 

The  intention  of  the  Hudson's  Bay 
(Jo.  when  this  department  was  instituted 
was  to  carry  a  stock  capable  of  supply- 
ing goods  to  all  classes,  furnishing  any- 
thing from  the  humble  cottage  to  the 
mansion.  Goods  of  the  finer  type  are 
carefully  selected,  and  are  authentic  re- 
productions of  the  English  periods, 
which  to-day  are  so  much  in  favor. 

This  department  occupies  the.  whole 
of  the  fourth  floor  and  part  of  the  fifth. 
There  is  also  a  warehouse,  containing 
finishing,  upholstering  workshops  and 
shipping  section. 

Outside  interests  are  in  the  hands  of 
a  contract  department,  whose  business 
it  is  to  solicit  orders  for  complete  fur- 
nishings from  clubs,  hotels  and  insti- 
tutes. R.  J.  Leach,  formerly  with  the 
New  York  Furniture  Exchange,  is  the 
buyer.  His  father  was  a  manufacturer 
of  furniture  at   Cowansville,  Que. 


SPECIAL   DEPARTMENT    FOR    THE 
TRAINING  OF  CLERKS. 

(Continued  from  page  11.) 

progress  of  clerks  in  the  various  selling 
departments.  Moreover,  there  is  no 
clashing  of  authority  between  the  head 
of  the  sales  and  employment  depart- 
ments. 

*     »     * 

RULES    FOR    EMPLOYEES. 

Tn  the  book  of  rules  for  sales  people, 
which,  as  has  been  said,  is  being  super- 
seded  by   this   other   system,   but    which 


applies  throughout  the  store,  are  man}' 
interesting  points.  Special  emphasis  is 
placed  on  the  absolute  necessity  for  not 
disappointing   customers. 

"  Do  not  promise  parcels  on  a  certain 
delivery  unless  you  are  absolutely  sure 
of  catching  it.  Acquaint  yourself  with 
the  hours  of  delivery  and  with  general 
routine,  and  when  answering  customers' 
questions  do  not  guess  at  it." 

Under  Strenuous  Discipline. 

It  is  pointed  out  that  the  store  de- 
livery system  is  one  of  the  most  im- 
portant departments  in  the  store  and  is 
kept  up  at  great  expense,  under  strenu- 
ous discipline,  and  in  all  conditions  of 
weather  with  a  view  to  giving  our  cus- 
tomers the  most  prompt  and  reliable 
service  possible.  We  believe  it  to  be 
one  of  the  strongest  accessories  in  the 
development  of  this  immense  business; 
you  are  reminded  that  a  perfect  delivery 
can  only  be  had  with  the  co-operation 
of  each  and  every  salesperson  and  all 
others  that  have  to  do  with  parcels." 

Knowledge  of  the  stock  is  urged.  "  Do 
not  tell  a  customer  that  you  are  new 
and  not  acquainted  with  the  stock.  We 
cannot  expect  customers  to  buy  goods 
without  asking  questions  regarding 
them.  How  much,  then,  depends  on  you 
to  give  the  information  desired?  Make 
yourself  valuable  to  your  department  by 
over-readiness  to  learn  all  that  can  be 
learned  regarding  the  stock  which  you 
handle.  A  sales  person  who  can  talk 
intelligently  about  his  or  her  stock  is 
the  one  who  is  sought  for  by  customers. 
Cash  Received  And  Change. 

"  When  entering  the  '  amount  re- 
ceived '  on  check,  always  draw  the  at- 
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tention  of  the  customer  to  the  amount 
of  cash  received,  and  count  the  change 
aloud  to  the  customer,  making  sure  that 
you  have  the  customer's  attention  while 
doing  so.  If  this  is  strictly  adhered  to, 
it  will  prevent  the  slightest  chance  of 
any  dispute  arising  afterwards." 
Failure  to  Remember  Customer. 
"  In  case  of  failure  to  remember  the 
customer  who  is  waiting  for  change, 
first  ask  customer  for  a  description  of 
the  goods  purchased  and  then  ask 
amount  of  change  expected.  Be  very 
careful  in  this  and  avoid  the  serious  mis- 
take of  giving  both  parcel  and  change 
to   the   wrong  customer." 

Exchanges. 

"  While  it  is  not  the  wish  of  the 
management  to  limit  the  liberty  of  cus- 
tomers in  the  matter  of  exchanges,  yet 
the  constantly  increasing  exchanges  and 
deducts  would  indicate  one  of  two 
things — a  possible  abuse  of  the  privi- 
lege on  the  part  of  customers,  or  that  in 
t he  first  sale  not  enough  attention  and 
care  is  paid  to  the  customers'  require- 
ments by  the  sales  person  in  the  matter 
of  size,  color,  and  other  little  details. 
Many  exchanges  are  unavoidable,  yet 
how  many  customers  do  we  cause  to  ex- 
change goods  through  our  inefficiency? 
Exchanges  can  be  lessened  if  we  get  to 
know  the  stock  and  serve  every  cus- 
tomer in  a  more  intelligent  manner." 

A  customer's  coupon  or  receipt  must 
never  be  given  if  the  parcel  is  being 
carried. 

"  Customers  who  wish  to  complain 
regarding  a  shortage  or  the  non-delivery 
of  an  article  must  be  referred  to  the 
Adjusting  Bureau." 


Records  of  Cost  of  Doing  Business  in  Canada 

Figures  Compared  Prom  Stores  iii  Towns  of  Similar  Population 
— Where  Big  Turnovers  Cut  Down  the  Percentage — Suggestions 
Prom  Merchants  on  Keeping  Pace  With  Rising  Costs. 


Sec I   of  the  series. 


IN  the  Fall  Speeial  schedules  were 
presented  on  the  cost  of  doing'  busi- 
ness in  Canada,  worked  out  from  a 
large  number  of  reports  made  to  The 
Review  by  merchants'  from  every  pro- 
vince. The  work  of  securing  returns  is 
being  continued,  and,  as  was  stated  in 
the  July  1  issue,  final  figures  will  be 
compiled  when  complete  reports  have 
been  received. 

In  this  article  a  number  of  returns 
in  detail  will  be  presented  for  purposes 
ill  comparison  by  merchants. 

Here  is  a  report  from  a  town  in  East- 
ern Canada  of  slightly  under  2,000  popu- 
lation, in  which  returns  are  given  for 
I  be  tour  years,  as  requested,  1900  to  last 
year : — 

1900.  1»05.  1910.  1913. 

Kent     If  1,000  $1,000  $1,000  $1,000 

Salaries     9,500  10,000  10,500  10,950 

Advertising     ...  300  350  450  500 

Delivery      400  too  40O  500 

Heat,        light, 

current     360  360  380  380 

Insiir'cr.      taxes, 

legal      1,672  1.700  1.700  1,700 

Bad     debts,     de- 
preciation     ...  1,000  1,200  1.5O0  1,500 
General    store 

expenses     500  500  500  500 

Total      $14,732     $16,810     $16,410     $17,010 

The  turnover  in  this  store  reached  the 
figure  of  $150,000.  If  this  remained 
stationary  during  the  main  portion  of 
this  13-year  period,  the  cost  of  selling 
would  be: 

1900 9.15 

1905    10  55 

1910    10.94 

1913    11.34 

Annual  Turnover  of  $150,000. 
These  figures  must  be  Regarded  as  re- 
markably low,  as  the  average  tor  towns 
of  the  size  runs  over  17  per  cent. 
Salaries  share  the  low  record,  running 
little  over  10  per  cent.,  compared  « it  li 
the  general  average  of  slightly  over  10 
per  cent.     Advertising  is  only   1   :i  of  1 

per  cent.,  and   deln  er\    the   same.      Rental 

is  figured  on  a  10  per  cent,  basis  on  the 
value  of  the  property.  Pari  of  the  secret 

LS    explained    when    the    turnover    is    men 
tinned       $150,000! 

As  i"  suggestions  for  meeting  the  in- 
creased cost  of  doing  business,  the  reply 
i-  as  follows: — ' 

"Organizing  business  into  depart- 
ments and  keeping  close  watch  over  ex- 
penditures." 

Costs  22  Per  Cent,  in  This  One. 

A  store  in  a  tew  a  in  Ontario  of  aboul 
the  same  population  has  a  much  higher 
percentage    than    the    one    just    quoted. 


The  total  cost  of  doing  business  is  21% 
per  cent.,  which  must,  however,  be  re- 
garded as  pretty  high  in  comparison 
with  the  average  of  those  reported  of 
around  17  per  cent.  The  tabulated  list 
for  this  store  is  as  follows,  with  com- 
parisons with  the  average  as  compiled 
lor  the  .Inly  1   issue : — 

This  Store.  Av'ge. 

Rent,  per  cent 1.00        1.60 

Salaries   11.00       10.75 

Advertising    1.25  .90 

Delivery 00  .83 

Heat,    light,    current 50 

Insurance,  taxes,  legal..  1.00 
Bad  debts,  depreciation.  5.00 
General  store  expenses..       2.00         2.53 

Total    21.75       16  61 

From  this  it  will  be  seen  that  the 
main  difference  lies  in  bad  debts  and  de- 
preciation, and  general  expenses,  the 
two  between  them  equaling  7  per  cent., 
compared  with  '2. ')'■',,  the  total  of  all  other 
expenses  in  the  other  apart  from  the 
first  four  that  are  given   separately. 

Four  Per  Cent,  for  Depreciation. 

Of  what  does  the  5  per  cent,  consist  .' 
The  merchant  answers  this  himself: 
"Four-fifths  of  this  is  depreciation,  as 
I, ad  debts  do  not  amount  to  1  per  cent." 
Kven  so,  the  amount  allowed  appears 
liigher  than  it  should  be.  It  shows  at 
hast  that  this  merchant  is  "bold 
enough  to  he  honest"  with  himself,  and 
:,(  the  end  of  his  store  year  he  probably 
will  find  a  closer  balance  between  the 
records  of  bis  stock  sheets  and  his 
estimates. 

Large  Western  City 

111    one   of   the   larger   cities    of    Western 

Canada,  the    following  figures  represent 

1  he  cost  : — 

Amount.  Per  Ct. 

Rent   $2,400  7.3 

Salaries    4,800  14  6 

Advertising 800  2.4 

Delivery  (boy)    94  .3 

Light,  current  158  .5 

Insurance,  taxes,  legal  .  .    164  .5 

Bad  debts,  etc  

General  store  expenses   ....  380  1.2 

Total    $8,796  26.6 

Turnover $33,000 

In  this  case  the  stock  carried  at  the 
time    of    w  rit  ing    w  as    $16,000, 

The  most  heavy  expenditure  in  this 
table,  compared  w  ith  the  a\  erage  is  the 
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rent,  over  7  per  cent.  High  rent  pre- 
supposes a  good  location  and  a  heavy 
transient  trade  that  will  swdl  the  turn- 
over and  thus  absorb  this  handicap. 
The  cost  of  salaries.  14.(1.  i-  also  rather 
high.  Advertising  is  not  much  more 
than  average,  under  similar  conditions, 
and  costs  of  delivery  are  surprisingly 
low    for  a   city   of  this  size. 

A  Perpetual  Stock-Taking. 
In    replying    to    The    Review    on    the 
question  of  keeping  pace  with  costs,  the 
proprietor  wrote: 

"To  meet  the  high  cost  of  doing 
business  the  main  thing  is  to  know 
the  cost  and  the  profit  you  make,  then 
look  for  ways  of  reducing  expense. 
Our  system  is  this: 

Firm's  name  ;  invoice  cost. 

$3.00;   retail  price,   S5.00:   p.c.   on  re- 
tail, 40. 

' '  This  is  totalled  weekly  so  we  know 
exactly  what  stock  we  have  on  hand, 
how  much  came  in  during  week,  and 
the  percentage  made.  We  carry  to- 
tals of  columns  containing  "cost  of 
invoice"  and  "retail  of  invoice" 
through  to  end  of  month,  and  thus 
get  our  average  per  cent,  for  full 
month.  Putting  the  per  cent,  after 
each  invoice  shows  in  whose  goods  and 
on  what  goods  we  do  best. 

"When  we  took  stock  this  Spring 
we  were  just  out  $87  in  stock,  that 
is  our  stock  sheets  were  $87  larger 
than  our  stock  book.  This  year  we 
will  be  closer. 

"One  must  watch  and  deduct  cut 
price  goods,  or  the  profit  marked  will 
mislead." 

This  system  of  keeping  a  perpetual 
stock  has  been  found  to  work  verj  suc- 
cessfully, and  in  the  case  given  above, 
with  almost  remarkable  accuracy,  and 
ivill  he  re\  iewed  more  fully  in  a  later 
i    -ue. 

A  store  in  a  Western  town,  or  rather 
city,  of  over  5,000  population,  gives  the 
lollow  ing   record  : 

Kent     2.30 

Salaries    9.56 

Advertising    :,l) 

Delivery    25 

I  teat,  light,  i  urrenl   50 

Insurance,   taxes,  etc 50 

Bad    debts,   depreciation '_'•"> 

( feneral    store   expenses LOO 

Total    14.86 

(Continued  on  page  16.) 
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Probe  Into  New  York's  Department  Stores 

Evidence  That  Was  Brought  Out  by  National  Investigators  — 
Charges  of  Clerks'  Union  as  to  Violations  of  Regulations  as  to 
Hours,  Use  of  Chairs,  Low  Wages,  etc. — How  Commission  Works 
at  Macy's — Wanamaker's  Manager  on  the  Stand. 


NEW  YORK,  July  30.— (Special.) 
Some  evidence  of  absorbing- 
interest  to  retail  merchants  is 
being  secured  by  the  probe  of  the  United 
States  Commission  on  Industrial  Rela- 
tions. That  conditions  are  improving 
was  the  confident  assertion  of  Miss 
Beeks,  director  of  welfare  work,  but  a 
number  of  abuses  were  disclosed.  The 
system  of  dealing  with  employees'  sales 
in  relation  to  salaries  and  commissions 
it.  the  Macy  store  was  not  the  least  in- 
teresting part  of  the  proceedings. 

Some  rather  serious  charges  against 
most  of  the  big  stores  were  made  by 
Benjamin  Gitlow,  president  of  the  Retail 
Clerks'  Union. 

Poorly  Paid. 

One  statement  he  was  questioned  on 
was  that  "department  store  workers  are 
the  poorest  paid  and  worst  treated 
workers  in  New  York  City."  This,  he 
declared,  he  was  ready  to  subscribe  to. 

Mr.  Thompson — Do  you  know  of  any 
laws  passed  witli  regard  to  employees 
and  department  stores  in  this  city  which 
are  not  observed  ? 

Mr.  Gitlow — I  certainly  do.  The  54- 
hour  law  is  one;  the  law  requiring  the 
placing  of  seats  through  the  stores  for 
sales  clerks  to  sit  on;  one  hour  for 
lunch  is  being  violated.  Those  are  the 
three  main  laws  I  know  of  that  are  par- 
ticularly violated. 

Jn  a  peculiar  way,  last  Christmas,  the 
law  in  vogue  then  was  60  hours,  I  think, 
but  I  am  not  sure,  but  thai  law  was  be- 
ing continually  violated  in  John  Wana- 
maker's store,  in  which  I  worked,  and 
John  Wanamaker's  tell  perfectly  safe  as 
long  as  no  inspector  came  around  to  the 
store. 

Rushed  Out,  Fearing  Inspector. 
While  I  worked  there  one  evening,  it 
was  around  ten  o'clock,  a  rumor  was 
spread  throughout  the  building  that  an 
inspector  of  the  Labor  Department  had 
arrived  at  the  store,  and  immediately 
there  was  an  alarm.  They  had  the  vari- 
ous girls  of  the  mail  order  department, 
who  were  working  late  that  night,  and 
the  uirls  in  other  departments  who  were 
working  late  that  night,  take  their  wraps 
and  without  any  hesitation  leave  the 
building.  They  were  pushed  out  of  the 
building  for  fear  the  inspector  might  see 
them.  They  were  breaking  the  law  then. 
About  two  weeks  before  the  24th,  that 
year,  I  stood  at  the  entrance  of  John 
Wanamaker's  store,  having  worked  late 


that  night,  and  was  allowed  some  time 
lor  supper,  from  7  to  a  quarter  after  7. 
I  stood  outside  of  tiie  entrance  and 
counted  the  number  of  girls  that  left  the 
building.  They  numbered  almost  700, 
over  690.  Nearly  700  girls  left  the 
building  at  that  hour,  having  worked 
over  an  hour  overtime,  and  they  received 
nothing  for  that. 

1  know  that  during  the  month  of  De- 
cember there  were  girls  working  oxer- 
time  in  almost  all  of  the  departments  m 
John  Wanamaker's.  I  saw  them  there 
and  saw  them  do  the  work.  And  some- 
times 1  would  leave  the  building  at 
10.30,  and  I  found  the  girls  lying  down 
on  the  floor,  and  in  the  book  department. 
moving  books  from  one  counter  and 
shelf  to  another.  This  was  at  10.3(1.  and 
1  don't  know  how  late  they  stayed  there. 

Chairs  for  Clerjss. 

In  regard  to  the  point  of  chairs,  I 
wish  particularly  to  bring  up  a  case  that 
happened  in  Bloomingdale  's.  I  worked 
there  for  almost  three  years.  Every  time 
they  got  a  hint  of  an  inspector  coming 
around.  Blooming-dale  Bros,  would  send 
their  porters  to  the  storage  house  on 
59th  Street,  between  Second  and  Third 
Avenue,  and  the  porters  would  bring  old 
chairs  to  the  various  departments  in  the 
stores,  and  would  scatter  a  great  abund- 
ance of  chairs  all  over  the  floor.  After 
the  inspectors  went  away,  the  porters 
were  put  hack  on  the  job  to  collect  the 
chairs  and  take  them  to  the  warehouses. 
Any  girl  found  sitting  on  a  chair  was 
rebuked.  The  floorwalker  used  to  con- 
tinually walk  up  and  down,  and  if  the 
girls  saw  the  floorwalker  they  would 
immediately  stand  up  or  go  to  the  other 
end  of  the  depart  ment. 

Short  Lunch  Hour. 

About  the  lunch  hour.  I  have  been 
told  by  people  working  at  Siegel  & 
Cooper's  (now7  the  J.  B.  Greenhut  Co.), 
that  they  only  have  45  minutes  for 
lunch.  T  have  been  told  that  they  only 
have  45  minutes  for  lunch  at  Gimbel's, 
while  the  law  requires  them  to  have  one 
hour  for  lunch. 

He  went  on  to  declare  that  employee- 
were  forced  to  contribute  to  the  Mutual 
Aid  Society  and  to  condemn  the  "sp\ 
system,"  as  it  was  worked  out.  Often 
spotters  tempted  clerks  to  keep  change 
by  going  away  after  making  a  purchase, 
lie  claimed  also  the  minimum  wage  was 
as  low  as  $3  a  week,  and  that  stores 
avoided  vacation  money  by  letting  em- 
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ployees    go    before    holidays    and   re-en- 
gaging them  later. 

Wanamaker's   Manager. 

Preston  P.  Lynn,  who  has  been  man- 
ager of  John  Wanamaker's  store  here 
for  the  last  twelve  years,  was  the  first 
department  store  man  to  be  called.  He 
said  the  Wanamaker  store  is  not  identi- 
fied with  the  Retail  Dry  Goods  Associa- 
tion, and  that  the  New  York  store  at 
present  employs  4.700  people,  of  which 
(in  per  cent,  are  women.  Less  than  200 
are  under  16  years  of  age,  lie  added.  Of 
the  total  employed.  1.100  are  salespeople. 

"What  is  the  average  pay  of  the  sales- 
women in  your  store.'"  Attorney 
Thompson  inquired. 

"Counting  commissions,  the  pay  to 
saleswomen  over  18  years  of  age  is  about 
.+9.  There  are  only  31  women  in  the 
store  receiving  less  than  $8,  and  121  less 
than  $9,  but  not  less  than  $8,"  .Mr. 
Lynn  answered. 

( >f  the  "  •juniors  ' '  emploj  ed  as  cashiers. 
45  receive  less  than  $9,  61  less  than  $8, 
the  latter  made  up  as  follows:  16,  $7.50; 
2!).  +7:  111.  $6.50;  and  (i.  $6,  the  witness 
said. 

Minimum  of  $4. 

Mr.  Lynn,  who  had  prepared  his  ques- 
tions ami  answers,  said  the  minimum 
wage  for  40  girls  under  hi  is  $4  weekly. 
During  the  Christmas  season  extra  com- 
pensation is  given  the  help.  The  pack- 
ers get  time  and  one-half,  the  drivers 
full  time.  The  selling  force,  however, 
is  on  a  commission  basis,  their  salaries 
being  figured  as  drawing  accounts  on 
1  ercentage. 

Wanamaker's  opens  at  8.30  o'clock, 
and  at  the  present  time  closes  at  5 
o'clock.  There  is  one  hour  for  luncheon, 
Mr.  Lynn  said. 

Attorney  Thompson  inquired  with  re- 
specl  to  the  method  of  hiring  and  dis- 
charging help.  Mr.  Lynn  said  that  no 
notice  is  given  of  discharge,  except  to 
those  who  have  been  in  the  employ  of 
the  house  for  some  time.  He  cited  an 
instance  of  a  clothing  sale  recently 
w  here  75  extra  salespeople  were  em- 
ployed. Of  this  number  only  a  few,  less 
than  hall  a  dozen  were  efficient  enough 
to  maintain  their  posts  at  the  end  of  the 
sale.  If  the  sales  of  the  clerks  did  not 
reach  the  percentage  on  which  their 
salaries  were  based,  Mr.  Lynn  said,  he 
believed  the  clerks  had  sufficient  warn- 
ing of  their  discharge.  The  witness  ad- 
mitted  the   employees   have  no  voice  in 
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regulating  the  percentage  on  which  their 
.salaries  are  based. 

Improving   Salaries. 

Miss  Beeks  testified  that  in  1911  the 
average  wage  to  saleswomen  was  $7.90, 
but  in  April,  1913,  it  had  risen  to  $8.58. 
The  highest  average  to  saleswomen  was 
$14.49  and  the  lowest  $7.4.  The  highest 
single  salary  was  $60  a  week. 

Percy  S.  Straus,  department  store 
manager  of  Macy's,  stated  that  $G  was 
really  the  minimum  salary,  because  if  a 
woman  could  not  earn  that  much,  includ- 
ing commissions,  she  was  not  retained. 

Commission  System. 

lie  explained  the  commission  system  as 
follows: — "If  you  want  me  to  go  into  it 
thoroughly,  it  will  take  some  time.  I 
think  we  were  the  first  ones  to  establish 
this  method  of  giving  commissions.  We 
looked  at  it  in  this  way:  For  a  long  time 
we  had  been  trying  to  find  some  method 
of  giving  the  salespersons,  as  well  as 
other  employees,  a  definite  interest  in 
their  activities,  so  that  in  proportion  to 
their  efforts  they  would  have  return; 
and  after  a  great  deal  of  consideration, 
we  made  up  our  minds  the  best  way  we 
could  do  it  would  be  by  a  form  of  com- 
mission. In  order  to  determine  what 
that  commission  should  be,  we  averaged 
the  selling  expense,  which  means  the  pro- 
portion between  the  total  sales  made  in 
the  department  and  the  total  sales  of 
that  department  for  each  month  for  each 
department  for  a  period  of  five  years. 

So  that  we  will  say  in  department  1 
we  had  a  certain  percentage  average  for 
January,  for  February,  for  March,  and 
each  month  of  the  year.  We  deter- 
mined on  doing  it  monthly,  because  na- 
turally with  increasing  opportunities  in 
certain  months,  with  decreasing  oppor- 
tunities in  other  months,  if  we  had  had 
a  definite  single  scale,  there  would  have 
been  many  months  in  the  year  when  an 
employee  could  not  have  earned  the  com- 
mission, and  our  purpose  was  to  arrange 
it  so  that  a  commission  could  be  earned 
month  by  month. 

Having  established  this  average,  we 
took  the  salaries,  then — those  averages, 
of  course,  as  they  were  established,  were 
in  fractions.  We,  in  each  case,  took  the 
percentage  average  and  placed  it  at  the 
next  higher  quarter.  In  other  words, 
if  in  one  department  it  was  3%  we  made 
it  314;  if  it  was  3%  we  made  it  3V2,  be- 
cause it  is  too  difficult  a  matter  to  figure 
percentages  on  a  smaller  basis  than  one- 
quarter.  Then  we  allowed  the  salaries 
to  remain  as  they  were,  and  calculated 
for  each  employee  and  each  department 
for  each  month  what  that  employee 
would  have  to  sell  in  order  to  earn  the 
salary  .iven.  On  all  sales  beyond  that 
average  a  percentage  is  paid,  that  per- 
centage  being  uniform  in  all  depart- 
ments. 


Treating  Late-comers. 

The  system  for  "lates"  is  as  follows: 
We  figure  this  way :  Our  employees  are 
expected  to  be  in  the  store  at  a  quarter 
to  nine.  The  store  opens  Summers  at 
9  o'clock.  If  they  are  not  on  time,  if 
they  have  got  a  good  excuse,  they  are 
excused  and  counted  as  if  they  were 
there  at  9  o'clock.  If  they  are  not  there 
at  9  o'clock,  they  are  told  they  need  not 
come  until  an  hour  later.  We  do  that, 
not  to  serve  as  a  tine,  but  as  notice  to 
them  that  they  must  be  on  time.  If  a 
person  is  late  persistently,  we  first  send 
them  home  to  show  them  we  do  not  stand 
for  that,  and  if  they  persist  after  that, 
unless  very  good  excuses  are  forthcom- 
ing, we  dismiss  them.  If  they  live  out 
of  town  and  commute  on  trains  that 
bring  them  in  two  or  three  minutes  late, 
that  is  made  a  note  of,  and  they  are  al- 
lowed to  do  that,  but  the  reason  is  this: 
In  our  salary  office,  it  is  obviously  im- 
possible to  check  up  minutes  and  frac- 
tions of  hours.  We  divide  the  day,  so 
that  if  they  are  less  than  an  hour  or  up 
and  not  excused,  they  are  told  they  need 
not  come  back  until  the  hour  is  up.  We 
show  it  consistently  and  honestly  in  the 
way  it  is  done.  If  an  employee  wants  to 
leave  from  5  o'clock  on,  they  are  not 
docked  for  it.  If  an  employee  wants  to 
go  to  the  doctor,  or  something  of  that 
kind,  providing  there  are  not  too  many 
in  the  department  asking  for  leave  at 
the  same  time. 

Mr.  Thompson — The  deduction  of  an 
hour's  time  in  the  morning,  so  far  as  the 
employee  is  concerned,  amounts  to  a  les- 
sening of  the  wage? 

Mr.  Straus — Yes,  sir;  but  it  is  entirely 
within  the  control  of  the  employee  not 
to  have  that  wage  lessened,  because  if  he 
or  she  has  an  adequate  excuse,  it  is 
taken.  For  instance,  if  the  morning  be 
foggy  and  the  ferries  late,  if  there  is  a 
block  on  the  railroad,  or  a  block  on  the 
trolley  line,  and  heavy  snowstorms  or 
rainstorms,  or  anything  like  that,  those 
are  considered. 

Mr.  Thompson — Your  rule  is  not  arbi- 
trary <? 

Mr.  Straus — The  rule  is  not  arbitrary 
It  takes  into  consideration  any  uncon 
trollable  features. 

Mr.  Thompson — What  do  you  consider 
will  be  the  effect  on  the  discipline  of 
your  force  if  you  abandon  the  deduc- 
tion altogether?  What  do  you  think  of 
the  system  as  described  by  Mr.  Tucker. 
which  obtains  in  Lord  &  Taylor's? 

Mr.  Straus — I  don't  know.  T  would 
be  \cr\  much  afraid  of  it,  because  even 
with  this  punishment  inflicted,  we  have 
a  good  many  late,  without  excuses. 

Mr.  Thompson — Do  you  think  punish- 
ment is  always  effective  to  bring  results? 

Mr.  Straus — I  don't  know  what  would 
Taylor's.     I    don't    suppose    they    have 
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over  half  as  many  as  we  have,  and  neces- 
sarily it  means  the  discipline  is  greater. 

Mr.  Thompson — How  many  employees 
have  you?  I  don't  believe  I  asked  you 
that  question. 

Mr.  Straus— 1,344. 

@ 

COST   OF   DOING   BUSINESS   IN 
CANADA 

(Continued    from   page  14.) 

This  store  is  succeeding  in  keeping  be- 
low the  average  cost  of  doing  business, 
and  one  of  the  reasons  for  this  is  a  rapid 
increase  in  the  turnover.  The  business 
has  been  built  up  quickly,  and  now  is  of 
very  large  proportions. 

Costs  Under  16  Per  Cent 
A  live  town  in  Ontario  shows  the  fol- 
lowing comparative  figures: — 

1905  1903 

Rent   $    425  $    485 

Salaries 3,513  3,801 

Advertising    , 189  312 

Delivery  (no  rigs)    ....          150  180 

Heat,  light,  etc 722  780 

Insurance,  etc 108  135 

Bad    debts,    etc 0  0 

General    store    expenses 

(in  above)    0  0 

Total    5,108       5,694 

Percentage    15.8 

The  turnover  for  1913  was  $36,000. 
That  for  1905  was  not  given.  The  per- 
centages in  this  case  figure  out  to  1 1/3 
for  rent,  10*4  for  salaries,  7/$  for  adver- 
tising, and  f  2  for  delivery. 

Here  is  the  advice  of  the  proprietor: 
Do  More  in  Assorting. 
"Do  less  in  placing  orders  and 
more  assorting.  You  can  keep  down 
your  stock  and  keep  it  fresher  and  can 
increase  your  turnover  by  holding  the 
stock  new." 

A  number  of  other  reports  will  be 
dealt  with  in  a  somewhat  different  man- 
ner in  next  issue. 


MOVEMENT    AGAINST    PREMIUMS. 

Since  a  disastrous  price  war  between 
the  United  Cigar  Stores  and  the  Riker- 
Jaynes-Hegeman  drug  stores  of  Boston, 
about  a  year  ago.  a  war  that  was  finally 
ended    by    the    medial  ion    of    the    Mayor, 

the  movement  againsl  premiums  has 
been  growing.  At  first  the  bill  imposed 
a  tax  of  $6.00(1.  but  it  was  amended,  be- 
cause this  figure  was  not  believed  to  be 
prohibitive.  The  measure  has  already 
been  adopted  in  the  Senate  and  only 
needs  iht>  Governor's  signature  now  to 

become   a    law. 
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Your  order 

can  be  filled  AT  ONCE 


See  that  you  have  what  your 
customers  are  asking  for. 

We  have  a  splendid  stock  and 
you  can  get  anything  in  Dry  Goods 
by  writing  us  direct  or  ordering 
through  our  traveller.    Try  it. 


The  W.  R.  BROCK  Company  (Limited) 

MONTREAL 


oo-^ooo  ooog^oo 
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THE  KNIT  GOODS  NUMBER 

TN  the  present  issue  an  effort  has  been  made  to  bring  be- 

fore  the  trade  the  chief  features  of  knit  goods  manu- 
facture for  the  Spring  of  1915,  with  some  of  the  later  lines 
that  have  been  introduced  for  sorting  orders  for  the  com- 
ing Winter.  The  growing  confidence  in  silk  fibre  goods 
for  women  may  be  said  to  be  the  sweater  coat  feature 
for  next  year.  Late  this  year  some  models  on  a  rather 
expensive  line  took  well  in  some  localities,  but  the  de- 
mand for  more  moderate  priced  goods  has  been  heeded 
and  some  $30  or  $40  lines  have  been  put  on  the  market. 
The  high  colors  of  dress  goods  have  been  adopted  by  a 
few  makers.  These  garments  also  follow  the  line  of  the 
popular  cloth  models  in  many  respects,  an  innovation  for 
the  most  part  in  the  knit  goods  business.  Many  manu- 
facturers steadily  refuse,  however,  to  adopt  the  silk  goods 
department  and  will  hold  fast  to  the  all-wool  proposition, 
and  the  typical,  long-standing  styles  of  sweater  coats. 

In  underwear  for  Spring  and  Summer  the  movement 
continues  strong  for  lighter  weaves  and  in  the  lower- 
priced  lines  at  all  events,  for  more  fancy  trimmings  in 
ladies'  vests.  The  vogue  of  silk  fibre  has  established  a 
hold  here  too,  and  lines  are  being  put  out  at  fairly  popular 
prices.  In  men's  underwear  the  union  suit  continues  to 
gain,  but  in  women's  Summer  still  remains  an  off  season, 
chiefly  owing  to  a  lack  of  demand  for  the  lower  portion  of 
the  outfit,  whether  as  a  single  piece,  or  attached  to  a  vest. 

Hosiery  promises  to  be  a  strong  seller,  and  optimistic 
reports  are  heard  on  every  hand.  The  retailer  will  rejoice 
in  the  narrowing  down  of  shades  in  women's  hose,  mainly 
to  black  and  white,  as  the  simplest  method  for  solving  a 
troublesome  conundrum  before  every  buyer.  Men's,  too, 
are  smaller  in  color  range,  although  one  or  two  more 
shades  than  in  women's  will  still  be  strong.  Silk  fabric 
will  be  given  a  larger  place  than  before,  but  a  sensible 
movement  has  been  introduced  in  the  attempt  to  secure 
sole-wearing  qualities  by  the  use  of  wool  or  cotton. 

With  the  exception  of  one  or  two  samples  all  that  The 
Review  has  been  shown  in  knit  goods  lines  have  followed 
ordinary,  common-sense  standards  of  increasing  the  use- 
fulness of  the  article  and  consequently  its  permanent 
demand  by  the  public  rather  than  in  giving  way  to  the 
specious  temptation  of  extreme  novelty  or  freak  lines. 


SO  FAR  AS  THE  RETAILER  of  knit  goods  is  concerned, 
there  is  not  a  great  deal  of  significance  to  the  situation  in 
the  wool  market  because  the  difference  of  a  cent  or  several 
cents  a  pound  on  a  knitted  wool  garment  is  not  going  to 


make  a  great  deal  of  difference — to  the  manufacturer  who 
is  figuring  closely  on  the  first  cost  and  who  has  a  much 
larger  volume  of  turnover,  naturally  it  is  another  matter. 

The  point  is  that  the  trend  of  business  during  the  past 
eight  or  ten  years  has  indicated  that  people  are  prepared 
to  pay  more  for  their  wearing  apparel,  and  in  the  knit 
goods  business — and  especially  with  regard  to  sweater 
coats — values  have  advanced  as  well  as  prices.  When  the 
sweater  coat  first  came  in  there  was  not  much  business 
being  done  in  a  knitted  outer  garment  except  for  some 
forms  of  athletic  sport  where  the  old  pull-on  was  used. 
Then  came  the  open  garment  and  a  revolution  of  the  busi- 
ness. But  just  as  remarkable  as  the  increase  in  the  de- 
mand are  the  forward  steps  which  manufacturers  have 
taken  in  relation  to  the  coats  themselves,  and  this  applies 
to  garments  for  both  sexes  although  within  the  past  few 
seasons  it  particularly  refers  to  those  for  women.  Where 
it  used  to  be  that  coats  were  selling  at  twelve  dollars  a 
dozen  and  when  in  the  regular  business  fifteen  dollars  was 
considered  as  a  high  price,  now  it  is  the  coats  at  twenty- 
four  dollars  a  dozen  which  are  being  sold,  and  there  is  a 
strong  demand  right  up  to  forty-eight  dollars  while  fancy 
garments  for  women  range  up  to  the  coats  which  retail 
at  ten  and  twelve  dollars. 

It  is  safe  to  say  that  sweater  coats  have  advanced  in 
value  in  proportion  to  price  to  as  great  extent  as  any 
article  of  apparel,  and  to-day  a  garment  for  general  ser- 
vice can  be  had  at  a  price  which  will  compare  favorably 
with  anything  that  could  be  worn. 

•  •         • 

THAT  CANADA  NOT  ONLY  TAKES  a  place  in  the  fore- 
front rank  of  sweater  manufacturing  from  the  standpoint 
of  value  but  that  the  models  in  the  trade  of  this  country 
are  advanced  and  up  to  date  was  illustrated  only  a  few 
days  ago  in  Montreal.  A  wealthy  manufacturer  of  sweater 
coats  and  other  knit  goods  from  Russia  was  in  the  city 
and  going  out  for  a  ride  with  a  friend  in  the  evening  he 
found  it  cool  and  pulled  on  a  sweater  coat  with  one  of  the 
new  roll  collars  which  are  becoming  so  popular  for  winter 
wear.  He  was  at  once  astounded  with  the  fit  and  comfort 
and  so  pleased  with  the  garment  generally  that  lie  bought 
one  for  himself  and  one  for  his  wife  and  each  of  the  other 
members  of  his  family — making  six  coats  in  all  which 
went  from  Canada  to  Europe  where  the  knitting  art  is 
supposed  to  have  reached  its  highest  development. 

•  •         • 

LAST  CALL— The  C.  W.  T.  A.  convention  in  Toronto, 
Tuesday,  Wednesday  and  Thursday,  Aug.  11.  12  and  13. 
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TWO  AVENUES  OF  SERVICE 

HP  HE  new  series  of  articles  that  have  been  secured  by 
The  Review  are  continued  in  this  issue,  and  the  sec- 
ond instalments,  it  will  be  readily  admitted,  even  surpass 
in  quality  those  that  led  off  in  the  Fall  Special  of  July  1. 
Our  special  Paris  correspondent  deals  authoritatively  with 
French  styles,  and  this  service  has  been  supplemented  by 
arrangements  whereby  he  supplies  special  photographs 
illustrative,  not  of  freaks  whose  appearance  on  the  Pari- 
sian stage  of  fashion  is  merely  transitory,  but  of  those 
fashions  that  promise  to  make  a  permanent  impression 
and  whose  influence  will  extend  to  America  in  the  near 
future.  In  addition  to  this  The  Review 's  representative 
will  keep  our  readers  in  touch  with  the  latest  lines  of 
dress  goods  that  are  brought  out,  and  samples  of  these 
will  be  sent  over  for  illustration  purposes,  as  has  been 
done  in  connection  with  the  first  two  letters.  Already 
this  service  has  been  recognized  by  buyers  as  one  of  the 
most  dependable  that  has  ever  been  offered  in  a  trade 
paper. 

The  second  article  by  Mr.  Nowak,  the  expert  on  drapes, 
also  appears  in  this  issue,  with  four  examples  of  his 
clever  work,  so  clear-cut  as  to  be  capable  of  a  ready 
adaptation  by  the  window  trimmer.  Mr.  Nowak 's  name 
is  connected  with  some  of  the  most  popular  drapes  and 
draping  devices  ever  invented,  and  his  new  work  will  be 
brought  before  readers  of  The  Review  from  time  to  time. 
He  will  in  each  article  keep  them  informed  and  instructed 
in  regard  to  the  best  manner  for  reproducing  changes  in 
styles  of  ready-to-wear  garments,  and  enable  them  as  he' 
himself  suggests,  to  bring  before  the  public  drapes  of  new 
fashions  even  before  the  models  of  the  garments  them- 
selves can  be  shown. 

In  these  and  numerous  other  directions  The  Review 
is  planning  to  be  of  increasing  service  to  the  dry  goods 
trade  of  Canada. 


MAKING  CUSTOMERS  SOLID 

Wf  HILE  a  freedom  in  exchanging  goods  has  in  some 
*  quarters  developed  into  what  many  retailers  consider 
a  crying  abuse  and  an  almost  intolerable  situation,  there 
are  incidents  that  occur  in  every  store  daily  that  should 
not  be  considered  in  any  sense  as  a  super-obligation,  and 
which,  if  correctly  handled,  make  a  customer  "solid"  in 
his  loyalty  to  that  store.  In  a  sale  of  remnants  in  a  Cana- 
dian store  late  in  July,  a  piece  of  linen  was  offered  for 
45  cents.  A  customer  unwrapped  it  and  saw  "2%  yards" 
written  on  an  inside  border.  She  bought  the  piece  and 
had  it  delivered.  When  measuring  it  she  found  one  yard 
less,  or  only  1%  yards  in  the  piece.  She  inquired  the 
ordinary  value  of  the  goods  and  found  that  at  35  cents  a 
yard,  she  had  received  about  57  cents'  worth  for  the  45 
cents.  Just  before,  however,  she  had  phoned  the  sales- 
clerk  and  he  had  offered  to  do  what  he  could  about  the 
missing  yard.  The  parcel  was  called  for,  and  on  the  no-it 
delivery  she  received  the  1%  yards,  and  in  addition  a  full 
yard  from  the  regular  stock,  a  value  of  92  cents.  She 
exclaimed,  "That  was  very  decent  of  them,"  and  became 
a  firm  friend  of  that  store. 

This  incident  is  not  quoted  as  an  exceptional  one. 
The  Review  believes  the  store  did  only  what  was  right, 
that  it  would  have  been  unfair  to  the  customer  to  have 
done  anything  else.  The  Review  believes  also  that  over 
half,  probably  indeed  a  far  greater  percentage,  of  dry 
goods  men  would  have  adopted  the  same  course,  but  simi- 
lar incidents  have  shown  there  are  some  who  would  have 
argued  that  as  the  size  of  2%  yards  was  not  advertised 
on  the  price  ticket,  nor  was  visible  as  the  goods  lay  on 
the  table,  that  the  firm  was  under  no  obligation  to  make 
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good  the  extra  yard.     Such  a  conclusion  would  have  left 
a  bad  taste  in  the  mouth  of  that  customer. 

The  mistake, — as  the  management  decided  it  was  in 
this  case — might  have  been  avoided  by  a  more  careful 
scrutiny  in  wrapping  up  the  goods.  This  illustration 
lends  point  to  a  paragraph  inserted  in  a  book  of  rules  in 
a  store  which  is  quoted  elsewhere  in  this  issue,  and  which 
reads:  "While  it  is  not  the  wish  of  the  management  to 
limit  the  liberty  of  customers  in  the  matter  of  exchanges, 
yet  the  constantly  increasing  exchanges  and  deducts  would 
indicate  one  of  two  things,  a  possible  abuse  of  the  privi- 
lege on  the  part  of  customers,  or  that  in  the  first  sale  not 
enough  attention  and  care  is  paid  to  the  customers'  re- 
quirements by  the  sales-person  in  the  matter  of  size, 
color  and  other  little  details.  Many  exchanges  are  un- 
avoidable, yet  how  many  customers  do  we  cause  to  ex- 
change goods  through   our  inefficiency." 


CANADIAN  NATIONAL  EXHIBITION 

'TPHE  great  Canadian  National  Exhibition  opens  in 
Toronto  on  Saturday,  August  29,  and  lasts  until 
September  14.  This  event  has  developed  into  the 
greatest  annual  exhibition  on  the  globe,  and  it  is  a  great 
privilege— to  those  who  have  the  opportunity— to  at- 
tend it. 

In  this  age  we  live  to  learn.  The  more  we  know  and 
the  better  we  utilize  the  knowledge  at  our  command,  the 
greater  will  be  the  pleasure  derived  from  the  work  we  have 
set  out  to  do.  Someone  has  stated  in  epigrammatic  langu- 
age that  "the  more  we  learn  the  less  we  know."  And  it 
is  a  fact  sometimes  that  when  people  see  the  greatness  of 
things  at  such  an  exhibition  as  the  Canadian  National 
they  realize  the  smallness  of  the  local  sphere  around  which 
things  have  been  revolving  for  them. 

Dry  Goods  Review  urges  as  many  members  of  the 
trade  in  Canada  as  possible  to  attend  this  exhibition. 
The  exhibits  by  manufacturers  of  goods  the  trade  handle 
will  alone  be  worth  a  great  deal.  If,  therefore,  holidays 
have  not  yet  been  had,  it  would  be  a  profitable  outing  to 
attend  the  Canadian  National  Exhibition  this  year. 


RECOGNIZING  THE  R.M.A. 

RECOGNITION   of   the   good   work   of   the   R.   M.   A. 
is  not  lacking  in  the  press.     The  recent  organization 
of  a  local  branch  drew  forth  the  following  comment  from 
the  Goderich  "Star": 

"The  object  of  these  local  organizations  which  are 
formed  under  a  movement  being  pushed  by  the  Provincial 
body,  is  to  consider  matters  of  interest  to  the  retail  trade 
in  every  line  and  co-operate  together  where  action  is  re- 
quired. The  movement  is  a  perfectly  legitimate  and  nat- 
ural one  in  these  days  when  'organization'  and  'co-opera- 
tion' are  the  keywords  in  almost  every  branch  of  trade. 
There  is  room  for  a  good  strong  association  here,  and  no 
doubt  matters  frequently  arise  where  discussion  and  co- 
operation would  be  beneficial  to  the  man  behind  the 
counter." 


EDITORIAL  NOTES 

NEW  YORK'S  ATTEMPT  to  limit  ready-to-wear  selling 
of  coats  to  a  single  length  will  suffer  a  well-deserved 
death  penalty. 

»         *         * 

WHEN  YOU  FIND  a  native  Parisian  denouncing  some  of 
the  latest  "eccentricities"  of  the  Paris  courturiers,  as  The 
Review's  correspondent  does,  it  is  a  most  hopeful  sign. 


HOUSEFUBNISHINGS 


Big  Run  on  the  Plain  Toned  Papers 

Whites,  Greys  and  Creams  in  Active  Demand — Japanese  Grass 
Cloth  Effect  a  Novelty— Narrow  Base  Borders  Popular. 


By   Staff   Correspondent. 


MONTREAL,  July  31.— (Special.) 
—The  1914-15  samples  of  wall- 
paper are  now  ready,  and  some 
of  the  manufacturers  have  already  sent 
their  salesmen  out  on  the  road.  In  look- 
ing over  the  collection,  one  is  impressed 
that  there  is  more  and  more  a  tendency 
to  get  quieter  and  plainer  effects.  Most 
of  the  new  designs  indicate  the  trend 
for  plainer  walls,  but  the  cut-out 
borders,  with  base  borders  to  match,  are 
still  holding  a  strong  position.  They 
are  to  a  large  extent  taking  the  place  of 
crowns.  The  narrow  base  borders  are 
also  used  a  gTeat  deal  in  working  out 
panel  effects,  and  some  very  pretty  and 
attractive  decorations  are  made  in  this 
way. 

Japanese  Grass  Cloth. 

One  of  the  newest  designs  is  a  Japan- 
ese grass  cloth  effect.  This  is  a  very 
well  executed  imitation  of  the  grass  cloth 
mattings  that  are  now  so  largely  shown 
and  sold  in  the  house-furnishing  depart- 
ments. Greens,  yellows  and  browns  are 
mostly  shown  in  this  design,  the  colors 
following  closely  the  effects  obtained  in 
the  original  mattings. 

Tn  the  better  class  of  papers,  two-tone 
effects  are  considered  best  for  halls  and 
dining-rooms;  Jaspe  effects  and  satin 
stripes  are  favored  for  bedrooms,  and 
panels  and  semi-conventional  patterns 
for  parlor  and  living-rooms. 

There  has  been  a  good  demand  for 
browns,  especially  in  the  printed  oat- 
meals, for  halls,  dining-rooms,  living- 
rooms  and  dens,  and  it  is  generally  con- 
ceded that  these  will  be  strong  again 
next  season.  There  has  been  a  big  tun 
mi  the  plainer  toned  papers,  such  as 
white,  greys  and  creams,  and  these  will 
be  shown  in  a  greater  variety  of  designs 
for  the  coming  season.  Some  very  pretty 
effects  may  be  had  in  the  cheaper 
papers  in  these  two-tone  effects.  The 
designs  are  mostly  small,  with  dots  and 


broken  stripes,  or  dashes  of  pastel 
shades. 

There  are  as  usual  some  very  hand- 
some patterns  in  imitation  leather  and 
elaborate  effects  in  embossed  papers 
among  the  imported  samples,  but  these 
are,  of  course,  taken  sparingly  for  very 
high-class  trade. 

There  is  an  increasing  business  being 
done  in  oilcloth  papers  for  kitchens  and 
bathrooms  on  account  of  their  service- 
ability. In  addition  to  the  usual  block 
tile  patterns  there  are  some  attractive 
Dutch  scenes,  which  are  proving 
popular. 

There  seems  to  be  an  increasing  ten- 
dency on  the  part  of  many  dealers  to 
order  more  "repeats."  One  manufac- 
turer stated  that  this  year  had  seen  a 
great  increase  in  their  repeat  business. 
It  used  to  be  that  when  once  the  orders 


were  taken  for  the  season,  the  business 
for  that  year  was  considered  finished. 
Now,  however,  orders  are  being  sent  in 
all  through  the  Spring  months.  This 
may  be  due  partly  to  the  practice  of 
some  of  the  manufacturers  in  supplying 
sample  books  for  a  great  many  more 
patterns  and  designs  than  have  been 
ordered  by  the  particular  dealer  who 
gets  them.  The  dealer  in  showing  these 
samples  is  asked  for  patterns  he  does 
not  carry  in  stock,  but  usually  assures 
the  customer  he  can  get  it.  Then  the 
order  is  sent  off  to  the  manufacturer. 
Of  course,  the  danger  in  this  is  that  the 
manufacturer  may  be  sold  out  of  that 
design,  but  some  dealers  prefer  to  take 
the  risk  rather  than  to  stock  up  with  a 
lot  of  paper  they  may  have  to  carry  over. 
They  prefer  to  let  the  manufacturer  do 
the  carrying. 
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Special     design    from    Spring, 

1915,  lines   of  Stauntons, 

Limited. 
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HOUSEFURNISHINGS 


Dry  Goods  Review 


If  you  would  like  your  window  to  look 
something  like  this,  buy 

Watson-Foster  Wall  Papers 

The  above,  and  a  host  of  equally  attractive 
combinations,  can  be  seen  in  the  line  now 
going  your  way,  and  to  you  it  spells  PROFIT 

The  Watson-Foster  Co.,  Limited,  Montreal 
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H0USEPURNISHING8 


Any  Woman  Can  Carry  It 
With  Ease 

It's  light,   but  powerful 

Why  not  look  into  The 
"BABY"  3ntnncit)le 

Agency  Proposition? 


IV 


Just    think,    a    vacuum 
cleaner     that     actually 
sells     iu      Canada     for 
$40.00  that   will   do   and 
has  done  the  work  just 
as     efficiently     as     any 
machine     selling     at 
:{  or  4  times  the  price 
This    powerful    "Baby" 
Invincible     has     a 
mercury   and   a   volume   of 
CO   CU.    ft.    of   free   air    per    minute.      If   you 
have     a     technical     knowledge    of    vacuum 
cleaners   you    will   readily    understand    why 
the    "Baby"    Invincible    removes    dirt    right 
from   the   bottom   of  the   heaviest   pile  car- 
pet,  in   fact   from   beneath   it. 
It's   a   little    wonder    and    is    worth    looking 
into. 

Do   not   forget   that    we   manufacture   a  line 
of     Vacuum     Cleaners     suitable     for     every 
purpose. 
)rop    a    card    to-day    re   the   Agency.      Send 
for    and    try    this    Machine    out. 

Be  sure  to  see  our  exhibit  under 
the  grandstand  at  the  Toronto 
Exhibition. 


The  Invincible  Renovator  Mfg.  Co.Ltd. 

81  PETER  STREET  TORONTO,  ONT. 


ORIGINAL 


GENUINE 


Reg.  U.  S.   Pat.  Off.  Aug.  1,  1905 


for    Everybody — Everywhere 


In  spite  of  the  hesitation  pretty  generally  reported  in 
various  lines  of  business,  we  are  pleased  to  say  that  the 
demand  for  CEEX  continues  constant  and  strong.  Also 
that  every  indication  points  to  further  improvement  during 
the  Jato   summer  and  fall. 


During  the   past   six   years   our   mills   have    I n    running 

at  full  capacity,  continuously- — almost  without  the  loss  of 
a  minute — Sunday  and  holidays  excepted.  Boiler  and  engine 
ills  make  it  compulsory  therefore  that  we  "let  up"  for  a 
period  of  three  or  four  weeks  to  make  repairs  which  are 
absolutely    necessa  r\ . 


This  should  cause  no  inconvenience  or  delay  to  our 
dealer  friends,  as  we  figured  ahead  on  just  such  a  contin- 
gency and  manufactured  so  as  to  have  practically  a  complete 
stock  on  hand  during  this  period  of  idleness.  We  can, 
therefore,  supply  promptly  all  new  orders. 

It  is  only  a  matter  of  a  short  time  and  then  our  big  plant 
will  be  throbbing  and  pulsating  as  of  old,  turning  out  more 
than  ten  miles  of  CREX  a  day — each  day  entering  new 
homes. 

It  is  through  your  store,  Mr.  Dealer,  that  many  of  these 
new   home-   are   entered. 

Keep   up   the  good   work! 


You  know,  we  know  and  the   public    knows     There's 
a    Square    Deal    in   every  Square    Yard  of  CREX 

CREX  CARPET  COMPANY,  212  Fifth  Ave.,  New  York 

Originators  of   Wire-Grass   Floor  Coverings 
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HOUSEFURNISHINGS 


Dry  Goods  Review 


Cotto.n  and   Down 

COMFORTERS 

CALL  AND  SEE  OUR  SAMPLES 
WHEN   IN  THE  CITY 

With  the  absolute  guarantee  of  quality 
attached  to  Swan  Brand  Comforters, 
you  need  not  hesitate  to  give  them  your 
best  attention. 

No  renewed  feathers  or  down  ever  goes 

into  Swan   Brand  goods;   nothing  but 

the  newest  and  best  can  come  up  to  our 

standard. 

Swan     Brand    Comforters    are    being 

shown  in  a  wide  range  of  patterns  and 

styles. 

Let  us  submit  our  Samples. 

The  Toronto   Feather  and 
Down  Company,  Limited 

35  Britain  St.,  Toronto 

"  Where  the  Reliable  Goods  Come  From'' 

Eastern  Agent: — Mr.   J.   F.  Sumption,   403  Unity   Building, 
Alexander  Street,  Montreal,  Que. 


How  do  you  do, 
Mr.  Wall  Paper 
Dealer? 

* 

If  you  are  doing  well,  and 
if  you  wish  to  do  better, 
do  not  fail  to  see  the 

STAUNTON 
WALL  PAPERS 
FOR  1915 

A  line  full  of  quick-selling  novel- 
ties and  practical  ideas.  No  more 
weary  work  whittling  out  bor- 
ders, for 

STAUNTON 
READY-CUTS 

come  cut  out  ready  to  hang,  in  an 
endless  array  of  artistic  designs 
and  colorings. 

Our  salesman  will  call  on  you 
soon. 


Stauntons    Limited 

Wall  Paper  Manufacturers 
941  Yonge  St.  TORONTO 
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Finest  Grades  Retain  Prices;    Rest  Are  Lower 


Manufacturers  Looking  for  Good  Fall  Orders — Coats  Continue  to 
Show  Shortening  With  Modified  Shawl  Collar — Balmacaan  Model 
Takes  Too  Much — Brisk  Demand  for  Trimming. 


T 


HE  corning  season  in  furs  is  start- 
ing off  auspiciously,  if  not  with 
a  flare  of  trumpets,  except  in  the 
matter  of  price  reduction,  which  if  it 
means  less  profits  to  some,  spells  more 
sales  to  others. 

Western  buyers  are  unanimous  in  pro- 
phesying a  heavy  demand  later  on,  but 
a  great  number  of  them  are  putting  off 
buying  until  they  know  exactly  where 
they  stand,  which  means  that  they  will 
wait  on  crop  returns.  Eastern  dealers, 
on  the  other  hand,  are  buying  heavily, 
and  some  shipments  have  been  made 
earlier  than  last  year. 

There  is  a  material  reduction  noticed 
in  all  cheap  lines,  but  the  better  grades 
are  holding  up  pretty  well.  Both  the 
drop  in  prices  of  raw  furs  the  last  six 
months  and  business  conditions  in  gen- 
eral have  effected  this  result.  One  ex- 
treme view  of  the  matter  is  advanced  by 
a  large  manufacturer  and  wholesaler, 
who  said  that  he  knocked  20  per  cent,  in 
price  off  all  of  his  stocks  early  in  the 
season.  He  maintains  that  all  wise  fur 
men  are  meeting  market  conditions  in  a 
similar  manner.  He  gives  a  more  cheer- 
ful touch  to  his  ideas,  though,  by  adding 
that  furs  are  now  as  low  as  they  can 
possibly  get,  come  what  may. 

There  was  very  little  Spring  selling  to 
retailers  this  year,  compared  with  form- 
er years.  As  is  well  known,  the  retailers 
generally  came  out  of  Winter  with  over- 
stocks that  they  could  not  safely  in- 
crease. But  it  is  felt  that  they  will  come 
to  market  with  mostly  empty  shelves 
for  their  Winter  orders,  and  a  lively 
trade  is  anticipated. 

That  prices  in  general  are  more  reason- 
able is  certain,  but  it  is  equally  certain 
that  many  of  the  better  grade  lines  cost 
quite  as  much  as  ever.  Persians  are 
down  from  10  to  15  per  cent.  Good  fox 
is  holding  its  own,  black  being  particu- 
larly strong,  but  the  cheaper  grades  gen- 
erally are  flat.  No  one  appears  to  be 
willing  to  make  these  furs  up.  Mink  is 
cheaper,   except    in    extra   good    grades, 


which  are  coming  in  stronger  than  ever 
for  sets. 

Skunk,  which  was  down,  is  now  show- 
ing a  little  strength.     Hirdson  Bay  seal 


NEW  FALL  MODEL 
Scotch  Moleskin  Cloak,  with  flounced 
skirt,  yoke  shoulders  and  semi- kimono 
sleeves.  The  skirt  follows  the  present 
trend  of  fashion  and  is  slightly  flaring. 
Shown  bv  L.  Gnaedinger,  Son  &  Co. 
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will  probably  be  the  most  popular  fur 
this  Winter,  and  the  price  is  pretty 
well  up  in  consequence.  Moles  are  off. 
and  pony  seems  very  weak.  Ermine  re- 
tains its  prestige,  and  shares  with  Hud- 
son seal  a  great  demand  for  collars  and 
sleeves  for  classy  opera  cloaks.  Moufflon 
is  dead,  and  rats  are  much  cheaper  than 
they  were  last  year.  Flat  Persian  is  be- 
ginning  to  move,  and  long-haired  stuff 
generally  seems  to  be  in  for  a  run,  pro- 
vided the  quality  is  there.  None  of  the 
cheap  lines  show  any  activity.  Good 
wolf  is  moving  well,  but  poor  qualities 
are  going  very  slowly. 

The  styles,  as  has  been  mentioned  in 
earlier  articles,  will  show  a  shortening 
iii  coats.  In  place  of  being  from  50  to 
52  inches,  they  will  run  from  36  to  45. 
The  modified  shawl  collar  and  kimono  or 
semi-kimono  sleeves  will  be  features  of 
most  garments.  The  tendency  is  to  col- 
lars and  muffs  of  solid  skins.  Muffs 
tend  to  the  bolster  type.  Few  trimmings 
are  being  bought.  The  flare  is  the  re- 
gular tendency.  Private  demand  is  prob- 
ably is  good  as  ever,  but  the  retailers 
had  more  coats  on  hand  this  Spring  than 
any  other  article,  so  that  they  are  na- 
turally not  very  keen  buyers. 

The  Balmacaan  style  is  not  in  evi- 
dence to  any  great  extent,  a  fact  that  is 
partly  due  to  the  waste  of  expensive 
material  that  the  average  woman  cannot 
afford  to  pay  for.  It  is  found  that  52 
inches  is  required  for  a  40-inch  Bal- 
macaan. 

Capes  are  coming  back,  but  it  may 
Ik  that  they  will  not  make  much  head- 
way until  next  year.  All  small  stuff 
is  selling  well  and  furs  are  being  mixed 
in  the  garments  more  and  more. 

Manufacturers  are  paying  consider- 
able attention  to  the  cloaks  for  this 
winter.  Heretofore  this  well  recognzed 
demand  has  been  met  by  the  private  or- 
dering of  fancy  cloaks  that  were  later 
fitted  with  fur  collars  and  cuffs.  The 
high  class  retail  trade  has  found  this  a 
very  satisfactory  garment  for  opera  pur- 
poses. 
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This  handsomely  illustrated  Edition  de  Luxe  of  twenty- 
four  pages  pictures  nicely  the  main  numbers  of 

Moose  Head  Brand  Furs 

This  season's  showing  is  one  of  great  merit,  combining 
quality  with  quantity  and  service. 

Moose  Head  Brand  Furs  are  leaders,  the  result  of  over 
sixty  years  of  practical  experience. 

Catalogue  Sent  on  Request. 

L.  Gnaedinger,  Son  and  Company 

MONTREAL 
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Women's  Fashions  a  Guide  for  Sweater  Coats? 


g  That 


Two  Opposing  Camps  of  Manufacturers,  the  Other  Holdin 
Sweater  Coats  Will  Always  Have  a  Distinctive  Style  All  Their 
Own — Silk  Fibre  Popular  for  Spring  With  V  Neck — Plain  Colors 
Strongest — Sweaters  Coming  Again. 


THE  opinions  of  Canadian  manu- 
facturers and  jobbers,  verbal  and 
written,  reveal  an  astonishing 
variety  of  views  as  to  what  the  public 
want  in  sweater  coats.  Possibly  one  is 
drawn  to  the  conclusion  from  this  that 
the  public  want  a  good  many  different 
kinds  of  lines.  It  is  hopeless  to  attempt 
to  reconcile  the  absolutely  con- 
flicting views  and  it  will  be 
months  before  the  public  them- 
selves will  afford  any  practical 
enlightenment  as  to  just  what 
they  really  do  prefer.  As  in 
most  other  lines  of  manufacture 
it  is  more  than  likely  that  the 
germ  of  truth  lies  in  the  expres- 
sions of  all  the  makers  of  knit- 
ted goods,  though  some  by 
striking  popular  fancy  more  ex- 
actly will  reap  the  larger  har- 
vest. The  Review  is  inclined 
to  the  conclusion  that  the  more 
widely  spread  activity  on  the 
part  of  the  manufacturers  is  a 
pretty  clear  indication  that  the 
public  are  taking  a  larger  in- 
terest in  this  product,  and  that 
the  channels  of  business  are 
likely  to  be  extended  to  a  gra- 
tifying  degree. 

Looking  to  Cloth  Styles. 

One  division  of  manufactur- 
ers are  looking  to  cloth  styles 
for  ins] lirat  ion.  This  lias,  to  a 
great  extent,  been  the  cause  of 
the  plunge  into  silk  and  silk 
fibre  lines  for  late  Summer 
and  a  more  extensive  turnout 
for  Spring  of  1915.  This  has 
led  to  the  cutaway  fronts  on 
the  light  weight  and  even 
winter  weight  goods,  and  to  the 
adoption  of  (he  V-neck.  The 
same  inspiration  underlies  the 
knitted  cape  that  has  alread 
become  a  Feature  of  early  Fall 
orderings. 


On  the  other  hand  a  well-known 
manufacturer  declared  to  The  Review : 
' '  A  sweater  coat  is  a  sweater  coat,  and 
always  will  have  a  distinctive  style. 
People  don't  want  cloth  styles  in  sweat- 
er coats;  they  don't  want  cutaway 
fronts;  they  don't  want  freaks  of  any 
kind.     I  have  just  come  back  from  New 


\  K\v   sr  MM  BE    LINE   FOB    L915. 
Combination    of   silk    ami    camel's   hair    in    two- 
effect,   silk  coming  in   pin-stripe   effect.     Silh  >  o\ 
buttons  with  frog  fasteners.     Also  made   in   woi 
Shown  by  Avon  Hosiery  Co. 
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York  and  Philadelphia  and  there  wasn't 
a    freak  garment  in  the  bunch." 

Take  Which  You  Will. 

One  firm  reported  that  they  had  not 
machines  enough  to  turn  out  the  Jumbo 
stitch ;  another  declared  emphatically, 
"The  Jumbo  is  dead.'' 

So  there  you  are. 
And,  again,  it  all  seems  to 
show  that  public  taste  in  the 
line  of  sweater  coats  is  branch- 
ing out,  and  that,  while  more 
numerous  lines  will  demand 
more  discrimination  in  buying, 
the  whole  sweater  coat  business 
is  progressing  more  and  more 
towards  a  staple  position. 

Silk  Fibre. 

Although  a  number  of  firms 
did  not  feel  warranted  in  risk- 
ing it,  the  silk,  or  rather  arti- 
ficial silk  business  promises  big 
developments  next  year.  The 
use  of  silk  fibre  has  enabled 
the  manufacturers  to  turn  out 
a  eoat  to  sell  at  retail  for  $-4 
and  $5,  and  although  it  is  a 
Little  harsher  than  the  real  silk 
it  lias  in  the  main  the  appear- 
ance and  is  barely  half  the  cost. 
Two-tone  combinations  in  this 
promise  to  be  popular  also,  and 
where  the  real  sports  coat  is 
concerned  there  is  a  feeling 
that  high  colors  such  as  cerise, 
straw,  etc..  will  be  quite  good 
sellers. 

While  a  number  of  manufac- 
turers are  turning  in  the  direc- 
tion of  special  lines  for  women 
following    fairly      closely      upon 

styles  of  cloth  garments,  it  is 
certain  thai  for  Winter  sports 
purposes  there  is  no  lessening 
in  the  demand  for  mannish 
styles  on  the  part  of  girls.  For 
this    purpose    the    plain   stitch 


tone 
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The  Dealer  Who 


Does  Not  Handle  and 

Push 


REGISTERED 

is  the  exception  to  the  rule,  and  is  losing  business  by  being  that  exception. 

Three  Eighties  Stockings  for  Ladies  and  Misses  has  the  largest  sale 
of  any  line  of  hosiery  in  Canada. 

A  popular-priced  line  made  from  long-fibre  cotton ;  it  is  knit,  finished 
and  inspected  as  carefully  as  the  expensive  hosiery  and  is  boxed  very  at- 
tractively. 

There  is  a  good  profit  for  every  dealer  handling  the  Three  Eighties 
Hosiery,  and  as  a  business-builder  it  stands  alone. 

You  can  count  on  12  perfect  pairs  in  every  dozen. 

3-ply  heel  and  toe 
Black,  Tan  and  White. 


Ladies'   sizes 
Misses'       " 


8y2  to  10 
41/2  to  8y2 


Order  through  your  wholesaler 

©fje  Cfnpman  Bolton  Unitttng  Co,,  Htmtteb 

largest  Jfyo&itvp  ^manufacturer*  in  Canaba 

Hamilton  =  =  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 

Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 


Branch  Offices  : 
MONTREAL  AND   WINNIPEG 


EVERY  PAIR  OF 


r^ir.    vsr  \\\|///  HOSE  PROTECTED 

B  Y  THIS         <\\y  " '  * /A//  TRA  DE-MA  RK 
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OAK-LEIGH 
KNIT 


The  New  Knitted  Cape 


Tailor    Vest 
-Photo    by    Lyonde,    Toronto. 


Cape   Coat 
■Photo    by    l.imiiili  ,    Toronto, 


and  knitted  vest  combined 

A  (IAIN  we  are  to  the  fore  with  something  entirely  new  in  Knitted  goods,  an 
attractive  modish  garment  that  is  making  a  hit  wherever  shown.     Write 
direct  to  its  and  we  will  tell  yon  the  nearest  jobber  who  can  make  imme- 
diate shipment. 


Note, the  following  combinations: — 

Black   and   White  Striped  Cape  with  Black  and  White 
Tailored  Vest. 

All    Black    ('ape   with   Black   and   White   Stripe   Collar 
with   Black   and  White   Tailored  Vest. 
All   Navy  Cape  with  White  Collar  and  White  Sweater 
\  est. 

\  1 1    Navy  Cape  with  Roman  Stripe  Collar  and  Roman 
Stripe  Tailored    Vest. 


All  Navy  Cape  with  Tango  Collar  and  Tango  Sweater 

Vest. 

All   Navy   Cape   with   Apple    Green    Collar   and    Apple 

Green  Sweater  Vest. 

All  Navy  Cape  with  Canary  Yellow  Collar  and  Canary 

Yellow  Sweater  Vest. 

Black   and    Apple    Green   Stripe    Cape    with    Black   and 

Apple  Green  Tailor  Vest. 


Joseph  Simpson  Sons,  Limited 

8  Berkeley  St.  Toronto 


V_ 


John   P.  Oakley,  General  Manager. 


K.   M.   Simpson!   President. 


A    Tlumisiin,  Kastern  Representative,   210  Corlstlne  Building,  Montreal. 


T.    A.    Doherty,    Sales    Manager. 
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Again  We  Are  First 


Tailor    Vest 
-Photo    bit    Lyonde,    Toronto. 


The  Combination  Knitted  J^est^  Cape 

WE  have  sent  large  quantities  of  this  new  garment  to  the  seaport  resorts 
in  the  "States"  where  they  have  been  the  hit  of  the  season  with  the  out- 
ing people.     This  combination  garment  is  now  being  shown  by  Cana- 
dian jobbers.     Write   direct  to  us  for  information  re  this  new  knitted  cape  and 
vest  and  we  will  tell  you  where  it  may  he  secured  for  immediate  delivery. 
Note  the  various  combinations  of  color  and  patterns  it  comes  in — 


All  Navy  Cape  with  Canary  Yellow  Collar  and  Canary 

Yellow  Sweater  Vest. 

Old  Eose  Cape  with  White  Collar  and  White  Sweater 

Vest. 

Old  Eose  Cape  with  Pearl  Grey  Collar  and  Pearl  Grey 

Sweater  Vest. 

Navy   Roman   Stripe   Cape   with   Navy   Eoman   Stripe 

Tailored  Vest. 


Grey    Eoman    Stripe    Cape    with    Grey    Eoman    Stripe 
Tailored  Vest. 

Pearl     Grey     Cape     with     White     Collar,    and     White 
Sweater  Vest. 

Pearl    Grey    Cape    with    Old    Eose    Collar,    Old    Eose 
Sweater  Vest. 


V_ 


Joseph  Simpson  Sons,  Limited 

8  Berkeley  St.  Toronto 

John  P.  Oakley,  General  Manager.  K.   M.    Simpson,   resident.  T.   A.    Doherty,   Sales   Manager. 

A.  Thomson,  Eastern  Representative,  210  Coristine  Building,  Montreal. 
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Best  Future  of  Sweater  Coat  as  Article  of  General  Wear 

Till,  genera]  lull  in  the  demand  for  wearing  apparel  has  naturally  had  its  effect  on  the  sweater  goods  busi- 
ness in  common  with  other  garments,  and  for  some  of  those  who  manufacture  extensively  in  this  line  it 
has  given  food  for  thought  as  to  the  future  of  the  business.  And  in  this  connection  the  big  makers  give 
Little  more  than  passing  consideration  to  the  specialty  business,  but  are  rather  speculating  on  the  development 
of  I  lie  ilemand  for  the  sweater  coat  not  for  sports  wear,  but  as  an  article  of  general  apparel. 

So  much  is  usually  said  and  advertised  regarding  the  changing  styles  in  sweaters  and  sweater  coats  that  the 
fact  is  liable  to  be  overlooked  that  it  is  not  on  these  lines  that  the  mills  and  the  trade  are  depending,  and  that  were 
it  not  for  the  regular  demand  for  the  staples  in  these  garments — and  this  applies  to  men's  to  a  greater  extent  than 
women's — the  stability  of  the  business  and  the  growing  confidence  of  the  men  engaged  in  it  would  be  much  less 
than  it  is  to-day. 

Canadian  concerns  take  the  forefront  in  the  rank  of  the  sweater  makers,  and  the  general  quality  which  is  put 
into  the  garments  make  them  serviceable  for  general  wear.  The  development  in  the  business  during  the  last 
few  years  has  not  been  so  much  due  to  the  wearing  of  fancy  garments,  such  as  are  brought  to  the  public  atten- 
tion, but  rather  to  the  fact  that  the  sweater  coat  has  become  a  garment  for  general  service  and  men  who  do  out- 
side work — tradesmen,  laborers,  farmers — and  workmen  under  cover  who  have  not  too  much  heat  in  the  cold 
weather,  have  found  a  practical  use  for  them. 


It  is  to  this  side  of  the  business  that  manufacturers  are   giving   thought.      If   the    sweater    coat    continues 
develop  its  popularity  as  a  garment  for  general  wear,  then   there  is  a  great  future  ahead  of  the  business. 


to 


Inquiry  in  the  trade  leads  The  Review  to  the  opin 
extent  through  the  education  of  the  public  as  to  the  ad 
sales  from  this  standpoint.     Much  of  the  advertising  wh 
who  have  not  worn  the  sweater  coat  as  a  working  garment 
of  advertisement;  they  get  the  idea  of  tennis  racquets, 
impress  them  with  the  warmth  of  the  garment  for  general 
mitted.     The  working  man  who  is  in  the  habit  of  discard 
the  very  heavy  underwear  which  used  to  be  worn  is  likely 
Much  the  same  applies  to  the  sweater  coats  for  women,  a 
the  trade  here  in  the  more  staple  garments,  particularly 
the  factories. 


ion  that  the  sweater  business  can  be  developed  to  a  great 
vantages  and  through  getting  the  retail  trade  to  push 
ich  has  been  done  has  been  along  the  fancy  lines.      Men 

can  hardly  learn  of  the  advantages  from  the  usual  style 
hockey  sticks,  snow  shoes,  golf  clubs;  there  is  little  to 
wear  and  the  easy  movements  of  the  body  which  are  per- 
ing  his  coat  and  who  once  tries  a  sweater  coat  instead  of 
to  make  the  knitted  garment  a  usual  thing  thereafter, 
nd  there  would  appear  to  be  room  for  the  development  of 

for  farm  wear  and  for  the  girls  and  women  working  in 


The  outlook  would  indicate  that  there  is  considerable  missionary  work  to  be  done  in  impressing  upon  the 
general  public  the  advantage  of  the  sweater  coat  as  a  garment  for  practical  use  both  indoors  and  out,  and  with 
the  high  standard  which  is  generally  set  by  the  makers  in  this  country  there  can  be  no  doubt  but  that  the  garments 
will  <jive  their  value  in  wear — and  the  opinion  has  been  heard  expressed  by  a  manufacturer  that  it  was  question- 
able if  the  value  given  was  not  too  good  for  the  benefit  of  the  trade  because  the  coats  were  too  long! 

This  missionary  work  can  best  be  conducted  by  convincing  retailer  and  consumer  alike  of  the  substantial 
features  of  the  sweater  coat,  and  by  intelligent  salesmanship  on  the  part  of  the  clerks  in  the  retail  stores. 


and  the  heavier  Jumbo  are  still  in  strong 
demand,  and  the  fancy  weaves  of  the 
other  lines  are  not  tolerated.  The  shawl 
collar  still  holds  an  assured  lead. 

Away  From  Men's  in  Summer   Styles. 

In  Summer  sports,  however,  there  is  a 
tendency  to  get  away  from  men's  styles 
not  only  in  securing  a  very  lightweight 
and  dressy  coat  in  silk,  as  has  been  men- 
tioned, but  to  modify  the  style.  The 
V-neck  promises  to  become  quite  strong 
in  this  line,  but  the  square  cut  still  pre- 
\ails  over  the  cutaway,  although  the 
latter  is  coming  in  a  fair  proportion  of 
models. 

For  golfing  and  other  Summer  sports 
one  firm  is  making  a  fine  weight  coat  of 
i  line-quarter  pound,  with  V-neck,  to  sell 
wholesale  at  $30  a  dozen.  It  has  no  col- 
lar and  is  3traigh1  eui  in  front  and  comes 
in  silver  grey  only.  This  is  being  made 
in  wool. 


One  of  Fancy  Weave 
Another   Spring   1915   model   is   of   a 
fancy  weave,  in  natural  camel  hair  with 
square  front,     lapel     collar,     and  white 
pearl  buttons. 

The  color  question  shows  plain  colors 
as  strongest,  with  a  proportion  trimmed. 
Paddy  green  is  showing  very  strong  as 
a  trimming  and  one  firm  has  increased 
its  use  of  this  shade  from  25  lbs.  to  50 
lbs.  already.  Cardinal  and  black  is  also 
going  well. 

DRY  CLEANED! 

A  manufacturer  suggests  through  The 
Review  that  retailers,  in  order  that  the 
public  may  get  the  best  results  out  of 
their  sweater  coats,  recommend  them  to 
have  them  dry  cleaned.  Boiling  often 
has  the  effect  of  matting  them  and  not 
only  destroying  their  appearance,  but 
leaving  them  "hard  as  a  hoard." 
30 


There  is  a  feeling  among  buyers  that 
the  public  will  take  more  kindly  to  the 
brush  coats  than  they  have  heretofore, 
and  several  are  stocking  up  steadily. 
These  are  reported  to  be  going  very 
\  ery  strong  across  the  border. 

A  manufacturer  in  discussing  this 
phase  of  the  situation  with  The  Review 
sounded   an   alarm   against    the   cheaper 

makes. 

"Where  cheap  yarns  are  used  the 
brush  rolls  off  sometimes  in  a  fortnight 
and  then  all  the  advantage  of  the  brush 
coat  is  gone  without  the  wearing  quali- 
ties of  the  other  remaining.  The  public 
have  frequently  been  deceived  by  some 
makers  who  can  save  $12  a  dozen  by 
using  lower  grade  yarns.  There  is  a  big 
field  for  the  brush  coat  of  high  grade 
wool,  and  it  will  be  a  shame  if  business 
is  killed  by  a  few  who  are  too  eager  to 
make   money." 
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Two  of  the  Smartest  of  Coats 

THE  "CUTAWAY"         THE  "SPORT" 


BENTRH 
BBaaaaal 
KNIT  U 


Below  is  the  comfortable,  smart 
"Cutaway"  coat,  snappy  in  style, 
made  in  Angora  finish,  belted 
back,  crocheted  buttons,  shawl 
collar  and  pocket. 

Shades  are :  Saxe  blue,  Royal  and  sky  blue,  white, 
old  rose,  scarlet,  Paddy,  silver  grey,  tango  and  fawn. 

Price  per  dozen,  $42.00. 


MODEL 

28-S 


P"*^     r*~i     r8*^,   ,r?T!x, 


MODEL  20-S 


The   favorite     with     the 
outing  girl--  Model  20-S 

A  particularly  brisk  selling  line  for 
every  purpose — for  outing  or  street  wear; 
soft  and  dainty  in  texture,  being  made  of 
the  best  English  worsted  yarn  in  saxe, 
blue,  Royal,  sky,  old  rose,  scarlet,  Paddy, 
silver  grey,  fawn,  tango  and  white. 

Price  per  dozen,   $36.00. 


Knit  Coats  With  Appeal 

These  two  models  will  make  a  big  pull  for  business  this  fall  and  should  be  given  consideration  now  while 
there  is  yet  time  to  get  your  stock. 

To  be  sure  of  seeing  them  early,  write  to-day  for  a  sample  of  .each  on  approval. 

The  Williams-Trow  Knitting  Company,  Limited 


STRATFORD 


Robinson   &   Ruhl 


AGENTS 
J.   M.    Robertson   &   Co. 
J.   B.   Trow  &  Co. 

Saskatoon 


J.    N.    Nixon 


Toronto 
Montreal 


ONTARIO 


Vancouver 
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Left  to  right:  No.  1 — Combination 
suit  with  plain  stitch  in  upper  part 
of  vest,  and  fancy  below  to  give 
greater  width  over  hips. 

No.  2— Half  silk  and  half  artifi- 
cial  silk   vest. 

No.  3 — New  pattern  of  mercerized 
cloth,  trimming  over  shoulders. 
Shown  by  Peerless  Underwear  Co. 
for  Spring,   1915. 


Dainty  New  Trimmings  for  Women's  Vests 

Wearing  of  Sheer  Waists  Makes  New  Laces  Popular  —  Many 
Changes  With  Regard  to  the  Yokes — A  Garment  With  Shield 
Attached — Hand-Finished  Vests  for  the  High-Class  Trade. 


THE  outstanding  feature  of  the 
Summer  underwear  lines  in  wo- 
men's garments  for  1915  will  be 
the  great  variety  of  dainty  and  effective 
trimmings  which  will  be  used  on  the 
yokes  and  sleeves  of  the  vest  and  in  ad- 
dition on  the  drawers  of  the  combina- 
tions. 

Many  of  the  garments  which  have  been 
worked  out  are  beautiful  examples  of 
the  combined  arts  of  the  lacemaker  and 
the  underwear  designer  and  the  popu- 
larity of  these  lines  is  practically  as- 
sured from  the  tendency  of  wearing 
:sheer  waist  materials  in  the  hot  days 
which  only  partly  shield  the  dainty  lin- 
gerie beneath. 

The  great  range  of  design  and 
quality  in  which  these  vests  will  be 
shown  creates  a  wide  spread  in  the  prices 
but  in  the  majority  there  may  be  found 
trimming  of  richness  and  beauty  re- 
markable in  relation  to  the  prices  quot- 
ed— garments  which  will  retail  at  from 
25c  to  75c. 

Confined  to  Vests  Mainly. 
In  these  Summer  garments  the  manu- 
facturers have  largely  confined  them- 
selves to  the  making  of  vests  for  it  is 
generally  found  that  it  is  only  in  the 
heavier  garments  that  the  combination 
is  popular.  The  materials  cover  a  big 
range,  including  the  lisle,  the  ribbed  cot- 
ton, the  combed  cotton,  the  porous 
mesh,  mercerised  net  and  a  number  of 
other  special  makes,  and  most  of  the 
manufacturers  make  their  differeni 
styles  right  through  a  varied  line  of 
materials. 


Short  Sleeve  and  Heavy  Lace. 

One  of  the  new  models  which  is  being 
shown  has  the  short  sleeve  which  is 
very  popular  and  trimmed  with  heavy 
lace  about  the  sleeve  ends  and  the  yoke 
instead  of  the  over  edging.  This  is  a 
particularly  attractive  garment  for 
wear  with  a  sheer  waist  through  which 
the  undergarment  may  be  seen. 

Some  New  Yokes. 

An  innovation  of  one  manufacturer  is 
a  lace  yoke  with  the  tubular  edging 
which  has  been  so  popular.  This  edging 
has  a  softness  and  firmness  which  gives 
splendid  satisfaction  on  the  sleeveless 
garments. 

Another  new  idea  has  been  worked 
out  with  the  V-shaped  neck.  This  is  a 
fold  at  the  bottom  of  the  V  which  gives 
three  to  four  inches  additional  bust 
room  and  greater  freedom  around  the 
arms. 

Shield  Attached  to  the  Vest. 
A  novelty  of  the  new  season  which 
promises  to  become  a  strong  practical 
feature  of  the  line  of  Summer  goods  is 
being  introduced  by  one  manufacturer. 
It  is  an  arm  shield  of  the  same  material 
as  the  vest  and  attached  to  the  body 
of  the  garment  at  the  arm  holes.  There 
would  appear  to  be  much  to  be  said  for 
the  idea  but  the  extent  of  its  success 
will  of  course  depend  upon  its  reception 
by  the  public. 

Hand  Finished  Garments. 

To  meet  the  demand  in  the  market  for 
finer    trimmings    of    better   quality    will 
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be  found  a  line  of  garments  with  hand 
crocheted  trimmings.  Such  trimmings 
are  of  course  anything  but  elaborate, 
but  they  give  a  rich  tone  and  garments 
finished  in  this  manner  will  be  found  in 
the  highest  priced  lines. 

There  are  many  other  new  styles  of 
trimmings  being  introduced  and  each 
manufacturer  will  be  found  with  indi- 
vidual novelties  for  the  consideration  of 
the  trade  and  in  this  respect  there  is  a 
much  bigger  range  than  ever  before. 
Some  of  the  new  things  are  a  tassel  edge 
lace  and  a  wide  point  lace  both  of  which 
are  used  on  necks  of  several  styles. 

On  some  of  the  better  garments,  in  ad- 
dition to  the  hand  crocheted  trimming, 
will  be  found  eluny  and  mercerized 
laces  which  go  to  meet  the  demand  which 
is  being  found  in  some  departments  of 
the  trade  for  finer  trimmings  of  good 
quality  and  smaller  design. 

A  New  Wash  Ribbon. 

The  general  tendency  for  trimmings 
of  richer  appearance  is  also  responsible 
for  the  introduction  of  a  new  wash  rib- 
lion  which  replaces  the  tape.  So  far 
as  the  colored  ribbons,  which  were  in- 
troduced  more  extensively  by  some  of 
the  manufacturers  last  season,  are  con- 
cerned the  demand  appears  to  be  a  lim- 
ited one  and  confined  to  certain  locali- 
ties where  tastes  run  to  gaudier  attire; 
they  are  not  found  on  t he  better  class 
garments. 
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UNSHRINKABLE 

UNDERWEAR 

FOR    MEN 


Your 
customers 
know  it 


© 


i OIL  down  all  the  facts  about  all  the  different  kinds  of  men's 
underwear  you  know — check   them  over,  call  them   out   and 
find  out  for  yourself  the  one  that  meets  with  every  require- 
ment of  your  trade. 

Others  have  done  this  and  finally  decided  on  "St.  George. " 
It  always  stands  up  to  our  claim. 
Prove  it  for  yourself  by  sending  to  your  wholesaler  for  samples. 


Schofield  Woollen  Co.,  Ltd. 

OSHAWA,  ONT. 
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KNIT  FLOWERS  ON  CAPS. 
Knitted     caps    are     following    millinery 
lines    in    the    representation     of    flowers, 
often  in  flat,  open-out  form. 

CHANGE  IN  BUYING. 
Manufacturers  report  a  material  dif- 
ference this  Summer  in  the  date  of  buy- 
ing for  late  Fall  and  Spring.  The  sea- 
son has  been  pushed  forward  at  least  a 
month.  Perhaps  conditions  will  con- 
tinue for  weeks  more  Ordinarily  the 
jobber  bought  his  stocks  by  the  middle 
of  June.  This  year  he  has  gone  on 
pretty  well  to  the  end  of  July,  and  in- 
stead of  stocking  up  heavily  in  many 
lines,  he  is  sending  orders  sometimes 
for  as  small  an  amount  as  one-half 
dozen  and  ordering  it  sent  direct  to  the 
retailer.  Some  manufacturers  prophesy 
that  owing  to  retailers  holding  back  they 
will  be  caught  when  the  cooler  weather 
comes  and  the  makers  are  unable  to  fill 
their  orders 


Combinations   Stronger 

Two-Piece  Undergarment  for  Men  Going  Out 

with  the  Night  Gown — Women's  Vests  Strong 
for  the  Summer  Trade  Rather  Than  the  New 
Stvle. 


UNDERWEAR  manufacturers  gen- 
erally are  finding  that  there  is  an 
ever-increasing  demand  on  the 
pari  of  the  general  public  for  the  com- 
bination under  garment.  In  men's  lines 
this  applies  throughout  the  entire  range 
ot  Winter,  Summer  and  between  sea- 
son's weights,  but  in  the  women's  gar- 
ments while  there  is  a  stronger  demand 
in  the  heavy  and  medium  weights,  there 
is  not  the  same  call  for  this  style  in  the 
Summer  goods. 

The  prediction  is  made  that  so  far  as 
men  are  concerned  the  time  is  coming 
— and  it  is  not  so  far  away — when  there 
will  be  practically  nothing  but  the  com- 
bination garment  worn.  This  seems  the 
only  sensible  outcome  to  the  change  of 
ideas  and  a  manufacturer  expressed  the 
opinion  that  it  is  only  the  custom  of 
years  that  is  keeping  the  two-piece  gar- 
ments on  the  shelves  of  the  retailers. 
There  are  men  who  call  for  the  two- 
piece  stuff  just  as  there  are  some  men 
who  still  wear  night  gowns,  instead  of 
pyjamas,  but  this  manufacturer  foresaw 
the  passing  of  the  old  demand  with  the 
changing  generation. 

For  women  the  combination  is  the 
sensible  undergarment  for  the  cool 
weather  and  while  many  lines  are  being 
made  in  Summer  weights,  this  style  is  not 
so  popular  as  in  the  heavier  grades.  The 
Summer  garments  are  made  with  the 
loose  drawer  effect,  but  many  of  the 
makers  so  far  as  the  light  weights  are 
concerned,  confine  themselves  pretty 
much  to  the  vests. 

A  new  combination  suit  that  has  re- 
cently been  put  on  the  market  comes 
both   in  medium   and  heavy  weight  and 


has  a  drop  seat  on  a  new  principle.  The 
makers  report  some  heavy  ordering.  The 
garment  is  worn  in  the  usual  manner 
with  the  exception  that  the  seat  is  di- 
vided down  the  sides  of  the  legs  to  be- 
low the  corset  line  and  after  the  corset 
is  put  on  the  drop  portion  is  pulled  up 
over  it  and  tied  about  the  waist. 
Three-quarter  Length  for  Men. 
Outside  of  the  increasing  demand  for 
the  nainsook  undergarment  for  men  for 
the  Summer  season,  a  special  feature  is 
the  larger  sale  of  three-quarter  length  in 
balbriggan,  porus  knit  and  other  close 
fitting  materials.  This  garment  seems 
to  find  favor  over  the  full  length  in  that 
it  permits  of  a  more  satisfactory  fit 
about  the  ankle  for  the  hosiery,  which 
is  so  desirable  for  both  appearance  and 
comfort.  The  short  sleeves  are  becom- 
ing exceedingly  popular. 

WOOL  GOING  UP. 

Prices  continue  to  advance  steadily  in 
woolen  as  well  as  cotton  yarns,  but  as 
a  rule  underwear  prices  have  not  been 
advanced.  In  sweater  coats  there  is  a 
tendency  to  lessen  the  weight  to  make 
up  the  difference  in  the  cost  as  was  done 
last  Spring.  In  one  case  a  $36  line  of 
sweater  coats  will  be  reduced  V2  lb.  each. 

As  an  example  of  the  rising  cost  one 
manufacturer  paid  24-26  cents  this  year 
for  one  line  that  he  bought  for  I6V2-I8 
cents  in  1904. 

A  cable  to  another  announced  the 
price  at  2s.  lOV^d.  for  what  had  cost  2s. 
43/4d.  in  1909 

The  advance,  subject  of  course  to  fluc- 
tuations, has  been  steady  now  for  eight 
or  nine  years. 


1  in  left  :  ( >ne  uf  spring. 
1915,  lines  o  f  Harvey 
Kniti  Ing  Co.,  showing 
lacy    finish    on    arms. 

1  hi  right  :  No.  1,  Union 
suit,  eyelet  stitch.  No.  2, 
Comfy  cut.  with  V  neck 
am!  "lacy"  effect  over 
shoulders. 
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ZlMhltKNlT 

UNDERWEAR 


differs  from  the  ordinary  in  that  it  fits  perfectly.  The 
difficult  task  of  producing  a  perfect-fitting  garment  in 
the  light,  open  textures  has  been  suc- 
cessfully accomplished  in  the  Zimmer- 
knit  line. 


TRADE 


MARK 


ZlMKtKNlT 


Closed  Crotch  Combinations 

are  growing  in  popularity  every  season.  Our  produc- 
tion on  this  particular  number  is  rapidly  increasing 
— a  fact  that  indicates  the  change  that  is  taking  place 
in  the  popular  demand  for  style  and  comfort  in 
Men's  Underwear. 

The  comfort  of  wearing  Combination  Suits  depends 
upon  having  a  correct  fit.  This  can  only  be  obtained 
by  getting  the  correct  Trunk  Measurement. 

Trunk  Measure  is  Body  Measure  from  the  top  of  the  shoulder,  down  the  front, 
through  the  crotch,  and  up  the  back,  returning  to  the  starting  point.  If  the 
Trunk  Measure  is  correct,  the  garment  must  fit. 

If  you  write  us,  we  will  gladly  mail  you  one  or  more  Tape  Measures,  designed 
and  printed  especially  for  the  use  of  your  Salesman  in  taking  the  Trunk 
Measurement  of  his  customer. 


W.   R.   Begg,   Toronto, 

Agent  for 

The  Province   of  Ontario. 


ZIMMERKNIT  AGENTS 

E.  H.  Walsh  &  Co.,  Toronto, 

Agents  for  Quebec, 

Maritime    Provinces,    Manitoba, 

Saskatchewan   and   Alberta. 


A.  R.  McFarlane,   Vancouver, 

Agent  for  the 
Province  of  British  Columbia. 


1  he  Zimmerman  Manufacturing  (company,  Limited 
Hamilton,         -         -         Ontario 


j 
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Some  of  the  Striking  Novelties  in  Knitted  Goods 


One  Canadian  firm  is  offering-  to  the 
trade  an  innovation  in  the  way  of  a  knit 
cape  and  vest.  It  is  the  cape  idea  built 
on  to  the  old  sweater  vest  or  coat  and 
combines  the  serviceable  qualities  of  the 
latter  without  its  tight-fitting  character. 
It  is  very  chic  and  the  whole  effect  one 
of  smartness. 

With  the  exception  of  the  silk  facing 
the  garment  is  made  entirely  of  wool 
and  comes  both  in  plain  and  a  fancy 
stitch. 

It  is  offered  in  four  different  varieties 
of  nineteen  different  color  combinations, 
varying  from  plain  black  to  a  solid  tango. 
The  vest  is  usually  of  a  different  color 
than  the  cape  proper  and  the  cape  collar 
is  of  the  same  color  as  the  vest  in  direct 
contrast  to  the  cape  itself.  Navy  or  old 
rose  capes  are  offered  with  white  vests 
and  cape  collars.  Roman  stripes,  black 
and  white,  apple  green  and  black  are 
the  colors  throughout  in  some  cases.  In 
one  garment  shown  there  are  eight  dif- 
ferent colors.  Regular  cape  buttons  are 
used  on  all  the  garments. 

Showing  Cross  Pieces. 

Some  are  cut  on  the  prevailing  dape 
lines  with  a  smart  tailor-made  vest 
similar  to  a  man's.  The  hand  knit 
vests  have  a  front  panel  that  is 
eight  inches  longer  than  the  rear 
of  the  vest,  and  that  is  cut  to  tit 
flat  to  avoid  the  fullness  of  a  gar- 
ment that  extends  below  the  hips. 
Narrow  shoulder  straps  that  but- 
ton in  the  back  between  cape  and 
vest  serve  to  hold  the  former  in 
place.  One  style  offered  shows 
the  new  cape  cross  pieces  that 
cross  over  the  bust  and  button  in 
the  back,  as  the  shoulder  straps 
do. 

Discarding  the  Vest. 

Another  style  discards  the  vest 
and  offers  a  voluminous  cape  with 
loose  sleeves  which,  with  the  loose 
arrangement  of  the  folds  in  gen- 
eral, gives  a  draped  effect. 

The  new  garments  may  be  used 
singly  if  wished.  The  vest  makes 
an  ideal  golf  costume,  and  with 
the  cape  should  be  very  service- 
able and  smart  for  all  manner  of 
outings  and  informal  occasions. 

This  Canadian  design  is  success- 
fully invading  the  American  mar- 
ket, and  is  being  featured  in  At- 
lantic City  and  New  York,  as  well 
as  in  a   number  i>f  border  towns 
and  cities  in  Canada.  vest 


A  new  coat  which  will  be  seen  for  the 
first  time  in  the  range  and  is  a  distinct- 
ly new  departure  promises  to  find  a 
strong  place  in  the  Summer  business  in 
ladies'  garments;  it  is  a  combination  of 
silk  and  natural  camel's  hair,  the  silk  be- 
ing used  in  a  pin  stripe  effect  and  per- 
mitting of  a  range  of  colors.  This  gar- 
ment is  made  in  the  generally  accepted 
designs  with  silk  ending  and  silk  cover- 
ed buttons  with  frog  fasteners.  It  will 
sell  at  about  half  the  price  of  the  silk 
coat  and  should  therefore  prove  more 
popular. 

This  coat  is  also  made  in  worsted,  the 
range  of  color  combinations  being  a  wide 

one. 

*     »     * 

Throughout  the  trade  the  demand  con- 
tinues for  bright  colors  and  in  the  new 
lines  it  may  be  expected  to  be  stronger 
than  ever.  Plaids  and  stripes  and 
checks  will  help  out  the  demand  for 
brightness.  Saxe  blue,  paddy  green, 
fawn,  white  and  rose  are  reported  as 
being  about  the  best  sellers  in  colors 
by  a  house  which  has  made  a  specialty 
of  a  woman's  cutaway  coat  with  a  well 
brushed  surface. 


NOYK1.TY    IN    KNIT   (!()()  1>S. 
Knitted   cape   iii   black   ami   white   with    knitted 
Shown  by  Joseph  Simpson  Sens,  Limited. 
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Another  Spring  1915  model  is  of  a 
fancy  weave,  in  natural  camel  hair  with 
square  front,  lapel  collar,  and  white 
pearl  buttons. 

The  color  question  shows  plain  colors 
;i>  strongest,  with  a  proportion  trimmed. 
Paddy  green  is  showing  very  strong  as 
::  trimming,  and  one  firm  has  increased 
tis  use  of  this  shade  from  25  lbs.  to  50 
lbs.  alreadv. 


Knit  garments  for  the  kiddies  have 
found  a  popularity  that  is  remarkable 
considering  the  short  time  that  manu- 
facturers have  been  giving  considera- 
tion to  the  needs  of  the  little  folks  in 
this  respect.  It  only  needs  the  com- 
fortable appearance  of  a  little  tot  en- 
cased in  thick  knitted  material  from 
neck  to  toes  to  convince  that  the  gar- 
ment is  distinctly  the  thing  for  the 
fresh  air  babies  in  the  cold  weather. 

Manufacturers  report  that  there  are 
excellent  prospects  for  this  style  of  gar- 
ment and  there  have  been  good  orders 
lor  the  winter  business. 


A  novelty  in  knitted  garments 
which  came  on  the  market  a  year 
ago  for  the  Winter  season,  a 
woman's  skirt,  is  now  taking  rank 
with  the  staples,  according  to  the 
manufacturers.  This  skirt  is  an 
excellent  protection  against  the 
cold  for  those  who  are  much  out 
of  doors,  and  particularly  for 
women  who  have  considerable  driv- 
ing to  do.  For  auto  riding,  too. 
the  garment  is  very  useful,  and  it 
can  be  readily  slipped  on  and 
taken  off  again  when  the  wearer 
gets  inside. 

•     •     • 

The  manufacturers  are  looking 
for  novelties  in  mufflers  to  revive 
the  demand  in  this  line  of  men's 
furnishings.  A  couple  of  seasons 
ago,  when  the  knitted  silks  first 
became  popular,  there  was  a  big 
run  and  good  business  for  some 
time,  but  of  late  there  has  been  a 
falling  off  in  sales. 
•     •     • 

A  novelty  muffler  being  shown  is 
of  natural  cashmere  and  silk,  the 
color  variety  through  the  range 
being  the  result  of  using  different 
shades  of  the  latter.  This  neck 
protection  is  very  soft:  it  (dings 
well  and  is  made  long:  it  should 
tailored  apPe*J  as  something  distinctly 
practical    and    comfortable. 
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4^'U  STRETCH  BUTH6Ve.^t^ 

*"  shr,nkandalwavs 


The  Reliance  Line 
of  Knitted  Goods 

is  one  of  the  most  complete  and  up-to-the-minute 
ranges  offered  to  the  trade  to-day. 

Sweaters 

Underwear 

Hosiery 

Our  Salesmen  will  soon  be  out  with  samples 
that  will  bring  every  merchant  profit  and 
satisfaction. 

We  do  not  illustrate  our  ideas  as  they  are 
exclusive.     A  card  from  you  will  insure  a  visit. 

Make  it  a  point  to  see  us  during  exhibition 
week.     Our  mill  is  located  centrally. 

The  Reliance   Knitting  Co.,  Limited 

S.E.  Corner  King  and  Bathurst  Streets,  Toronto 
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Y^ffici  Business-Getting 
*  IvC  Window  Displays 


WP  want  every  retailer  of  Penmans'  lines  to  sell 
more.  We  build  up  in  the  mind  of  the  best 
customers  in  your  town,  the  "Penmans — Superi- 
ority" idea,  then  tie  it  up  to  your  store  with  good 
window  display  material. 

These  trims  are  unusually  handsome,  full  of 
life  and  color.    They  are  simple,  requiring  little 
fixing,  but  they  have  that  attention-arresting  value  that  gets 
more  business. 


Window-Dressing 
Novelties 

We  are  sending  out  with  these  a  full 
set  of  window-dressing  novelties,  and 
will  forward  what  you  need,  express 
charges  prepaid,  on  receipt  of  filled-in 
coupon. 


Lantern  Slides 
Too 

We  will  also  supply  you  with  lantern 
slides  showing  hosiery,  underwear  and 
sweaters.  Order  a  set  and  use  them  at 
your  local  moving  picture  theatre. 


Use  The  Coupon ! 


Tick  off  the  material  you  can  use  to  advantage  in  the  coupon  below,  sign  and 
mail  to  us.  We  will  do  the  rest.  We  give  height  in  inches  under  each  display,  to 
enable  you  to  judge  which  will  best  suit  your  window  space. 


PENMANS,  LIMITED  KaTgeSa 
Paris,  Ontario  %>™s  t  *Te 

items   of  advertising   materia]   ticked   off   below,   also 

a    set    of    window-dressing    novelties,    as    offered    in 

"DRY  GOODS  REVIEW" 


No.  in    No.  2  n 

LANTKKN   SLIDES  SHOWING 
Underwear  Q       Hosiery  LJ 


Name   . , 
Address , 


No.  3  □ 

Sweaters  |_J 


PENMANS 

LIMITED 


PARIS, 


ONTARIO 


SALES  AGENTS: 

Edward  Burns  &  Co.  -  -  Toronto 

A.  L.  Gilpin  -  .         Montreal 
Bryce  &  Co.             -         -     Winnipeg  and  Vancom  ei 

B.  S.  McFarlane  -         -  Truro,   N.S. 
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FREE  Business  -  Getting 

Window  Displays 


No.  1.     22  inches  high  Order  your  dis-  No*  2-     32  inches  high 

Very   attractive  hosiery   display,   slotted   so   that   two   or    ■folciVS    nOIV     thev  Attractive  cut-out  showing  young  man  holding  a  suit  of 

three    pairs    of   hose    in    different    shades    may    be    used.    •         '  »  "  underwear   (or  sweater   if  preferred) 

n??o  a&J?*    flgUreS  aPPeat  t0  be  h0l'Hllg  tbe  h°Siery    are  Free  (prXePpaeidS)  wide    slot    I>ern>its    *<>«    to    insert    actual    underwear 


sweater,  giving  a  novel  and  striking  effect. 


NO  SEAM  HOSIERY 


NO  SEAM  HOSIERY 


No.  3.     45  inches  high. 

Large  and  impressive  trim,  slotted  in  several  places  to  hold  hose. 
Figures  are  natural  looking  and  almost  life  size.  'This  display 
will  hold  samples  of  every  popular  shade. 


Penmans  Limited 


PARIS 


ONT. 


The    Roll    Collar    for    Sport    Sweater    Coats 

In  Quebec,  Where  Winter  Sports  of  all  Kinds  Flourish,  the 
Comfortable  Service  Model  is  the  Favorite  for  Outdoor  Athletic 
Wear — The  Coat  Adopted  by  Many  Sporting  Clubs. 


By  a  StafiE  Correspondent. 


MONTREAL,  Aug  1  (Special).— 
Canada  is  a  country  of  Winter 
sport.  There  is  hardly  a  town 
or  a  village  from  the  Atlantic  to  the 
Pacific  that  has  not  its  skating  rink,  its 
curling  association  and  its  curling  club, 
and  in  the  eastern  provinces  there  will 
be  found  in  addition  ski-ing  and  snow- 
shoeing  organizations.  And  there  is  not 
a  person  of  either  sex  who  enjoys 
healthy  winter  exercise  who  should  be 
without  a  sweater  coat — in  fact  there 
are  not  very  many  who  are.  Looking  ti- 
the furnishing  of  sweaters  to  these  or- 
ganizations is  good  business,  and  there 
are  many  ways  in  which  orders  can  be 
secured  by  those  who  go  after  them — 
one  of  the  most  important  of  course  be- 
ing to  stock  garments  which  will  appeal. 
It  is  in  the  Province  of  Quebec  per- 
haps more  than  other  pro- 
vinces that  there  is  found  a 
field  for  the  sweater  busi- 
ness. Not  only  are  the  peo- 
ple strong  for  skating,  hoc- 
key and  curling,  but  the 
hills  and  the  depth  of  snow 
make  ideal  conditions  for 
•snowshoeing,  tobogganing 
and  ski-ing,  and  the  people 
take  a  very  great  interest  in 
these  sports.  In  addition 
there  is  an  important  factor 
in  the  sweater  business  in 
supplying  garments  to  the 
trappers  and  lumbermen  who 
spend  the  "Winter  in  the 
woods. 

For  Winter  sports  wear 
there  is  usually  found  a  de- 
mand for  a  warm  serviceable 
garment  rather  than  some- 
thing after  the  fancy  models. 
but  style  is  essential  and  the 
garment  must  be  a  shapely 
one.  Perhaps  the  most  im- 
portant feature  of  all  is  the 
collar  and  there  are  a  num- 
ber of  high  military  and  roil 
styles  which  have  proven 
very  popular. 

Tn  the  accompanying  illus- 
tration is  shown  the  style  of 
collar  which  has  been 
adopted  by  a  number  of  the 
largesl  athletic  associations 
in  Montreal,  and  other  cities 
of  the  province  as  well  as  by 
several  in  Ontario.  Orders 
are  given  in  the  official  col- 
ors of  the  organization  and 


the  manufacturers  can,  of  course,  turn 
them  out  in  any  color  combinations  de- 
sired. The  garment  is  generally  a  plain 
one  or  of  heavy  knit  material  with  con- 
trasting colors  on  the  facing,  sleeves, 
pockets  and  bottom.  The  women's  de- 
sign is  made  with  a  belt  at  the  back 
which  is  also  in  the  contrasting  color, 
and  a  number  of  the  women's  curling 
clubs  in  Montreal  have  adopted  it  of- 
ficially. 

The  collar  is  knit  with  a  soft  elastic 
stitch,  and  is  so  made  that  it  clings 
closely  to  the  shoulder  when  turned 
down,  giving  a  very  neat  appearance. 
When  turned  up  it  sits  close  on  the 
neck  and  it  can  be  buttoned  at  several 
different  heigths,  each  one  of  which  will 
give  a  different  effect  and  yet  it  is  al- 
wavs  very  neat  looking.     The  collar  on 


the  models  for  women  is  exactly  the 
same,  and  for  cold  weather  comfort  it 
has  become  very  popular. 


EOLL  COLLAB  SPORTS  ('OAT 
This  model  has  proved  a  favorite  with  organizations  indulging  in 
Winter  spoil  and  has  been  adopted  by  many  of  the  prominent 
hockey,  curling,  and  ski-ing  and  snowshoeing  clubs  of  Quebec  as 
well  as  a  number  in  Ontario.  The  collar  is  a  soft  clinging  roll 
which  lits  comfortably,  cither  rolled  down  or  around  the  neck  at 
any  of  several  heights.     Shown  by  Perfectknit   Mfg.  Co. 

40 


THE  MACKINAW  MODEL. 
After  all  the  range  of  styles,  materials 
and  colors  which  the  sweater  coat  busi- 
ness has  seen  during  the  past  several 
seasons  it  might  almost  appear  that  the 
designers  had  about  exhausted  their 
ideas.  But  no:  next  season  will  again 
see  some  distinctly  new  departures,  both 
with  regard  to  materials  and  designs. 
Any  detailed  idea  of  what  the  manufac- 
turers are  doing  is  difficult  to  give  at 
this  time,  for.  while  they  have  their 
plans  laid  in  a  general  way.  many  of 
them  have  not  yet  actually  put  out 
their  new  designs  and  until  this  is  done 
there  are  such  minor  matters  as  collars. 
belts,  etc.,  to  be  decided. 
But  they  have  laid  their 
general  plans  and  the  inter- 
esting features  have  been 
pretty  well  decided  upon. 

One  of  the  most  distinctly 
new  things  that  at  present 
looms  upon  the  horizon  of 
the  1915  line  is  a  coat  of  a 
material  heavier  than  has 
previously  been  put  into 
sweater  coats.  This  is  not 
a  coarse  material  but  is 
firmly  knit  and  has  an  even 
surface  and  very  little  sive. 
It  might  best  be  described  as 
something  about  midway  be- 
tween the  usual  knit  material 
and  a  niackinaw  (doth — and 
the  new  coat  is  a  concession 
in  favor  of  the  popularity 
which  the  latter  garment  has 
gained  in  the  past  few  years. 
The  color  combinations  will 
mostly  be  in  cheeks  and  there 
will  be  a  great  variety  ' 
weaves.  One  samph 
been  made  in  which  there 
are  twenty-four  color  com- 
binations in    a    single    weave. 

In  cut  also  this  new  style 
sweater  coat  will  take  some- 
\\  hal  after  the  app<  arance  of 
the  niackinaw,  the  heaviness 
and  firmness  of  the  knit 
necessitating  fuller  bodies] 
and  sleeves  and  as  the  gar- 
ment is  a  cold  weather  one 
there  will  be  a  roll  shawl  col- 
lar and  a  belt  will  relieve 
the  looseness  of  the  back. 
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1915      Summer  Underwear 

for  MEN,  WOMEN  AND  CHILDREN 


Dry  Goods  Review 

1915 


Unequalled  for 
comfort,  fit  and 
convenience. 


JJ 


All  seams  elastic 
and  reinforced. 


The 
"New- Mode 
Drop  Seat 
Combinations 


Made  in  high  and 
V-shaped  necks, 
short  sleeves,  % 
sleeves,  long  sleeves 
and  ankle  or  knee 
lengths. 


AIRYWEAR 

The  most  perfectly 
Ventilated  Under- 
wear for  Men  and 
Women.  Lightness 
and  Strength  com- 
bined. 


An  Absolutely 

Closed 

Suit 


The 
"New -Mode" 

Drop  Seat 
Combinations 


Made  in  combed  sea 
island    cotton. 
Halt   wool. 

%    wool.  „ 

All    wool,   size   32   to 

42    inch. 

For        Spring       anil 

Fall   delivery. 


•^PATENT  PENDING^ 

THE  above  shown  Combination  Suit  solves  the 
vexing  problem  evident  in   ladies'  combination 
underwear — the  lack  of  convenience. 

The  "New-Mode"  gives  absolute  comfort  and 
convenience  because  of  its  body-conforming  fit  and 
the  fact  that  it  has  the  new  drop-seat,  which  is  not 
interfered  with  by  any  style  of  corset.  It  is  a  big 
selling  line.  —• 

^  SAMPLES1SENT  ON  REQUEST.      H 
Z^Z^      CZ-]       MADK   BY  r 

Harvey  Knitting  Co, 
Limited 

AGENTS  : 
British  Columbia  and  Alberta — H.  P.  Lang,  601  Welton 
Bldg.,  Vancouver.  Manitoba  and  Saskatchewan — Harvey 
Bros.,  313  Fort  St.,  Winnipeg.  Ontario— J.  E.  McClung, 
33  Melinda  St.,  Toronto.  Quebec — P.  DeGruchy  &  Son, 
207  St.  James  Street,  Montreal.  Maritime  Provinces — 
F.  S.  White,  St.   Stephen,   N.  B. 
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Cashmere  Sole  to  Make  Silk  Hose  More  Durable 

One  of  New  Lines  on  Market  for  Next  Spring — White  Will  be 
Very  Strong  for  Women  But  Weaker  dor  Men — High  Colors  to 
Match  Better  Class  of  Gowns. 


THE  poor  wearing  quality  of  a 
large  proportion  of  the  "silk" 
hose  placed  on  the  market  lias  set 
the  manufacturers  planning  a  more  dur- 
able article  with  the  attractive  lightness 
texture  and  looks  of  the  silk,  silk  fibre 
or  mercerized  lines.  One  of  the  results 
of  this  is  a  split  foot  sock,  with  a  com- 
bination of  cashmere  and  silk,  the  form- 
er being  on  the  sole  and  the  less  wear- 
ing material  on  the  upper  part.  One 
firm  is  installing  new  machines  that  will 
enable  them  to  get  out  this  combination 
and  they  believe  it  will  prove  a  very  at- 
tractive line  in  men's  and  ladies'. 

A  variation  of  this  idea  is  being  put 
out  in  a  line  of  artificial  silk  over  cash- 
mere, the  latter  being  inserted  on  the 
inside  of  the  silk  covering  on  the  sole 
and  used  also  at  heels  and  toe.  This 
novel  line  comes  in  black,  white  and  tan, 
the  last  in  men's  only. 

Another  firm  is  getting  out  a  new  line 

of  silk  half  hose,  in  black,  tan  and  white. 

Hosiery  next  Spring  for  women  as  in  the 

Summer  season  now  passing  will  be  very 

much   in   evidence,  for  though  the   split 
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Ladies'  knit  bloomers,  coming  in  both  knee 
and  ankle  lengths,  in  black,  navy  and  grey 
colors.      Shown    by    .Monarch    Knitting   Co. 


skirt  has  departed  into  the  limbo  of  dis- 
carded fashions,  the  skirts  are  so  short 
that  the  stocking  is  in  plain  view.  Judg- 


ing- by  the  season  now  in  progress  white 
hosiery  will  be  even  in  greater  demand 
than  in  the  one  that  is  now  passing.  This 
is  the  only  logical  conclusion  when  the 
presenl  color  tendency  is  considered. 
There  is  a  decided  shortage  of  white 
hosiery  at  the  present  time  and  orders 
are  bard  to  fill.  As  the  black  shoe  was 
so  very  prominent  buyers  were  at  sea 
as  to  tendencies  so  they  played  safe 
when  orders  were  placed,  and  bought 
black  in  quantity.  Consequently  when 
the  season  developed  and  though  the 
black  shoe  was  worn  the  white  stocking 
was  worn  with  it.  Buyers  were  not  pre- 
pared for  the  demand  that  arose,  and 
white  hose  are  decidedly  scarce.  White 
hose  have  been  extensively  worn  with 
black  shoes  this  Summer. 

Xext  Summer  white  promises  to  be 
more  worn  than  in  the  present  season 
and  as  it  is  becoming  high  style  to  wear 
the  whole  white  costume  the  sale  of 
white  hosiery  particularly  of  the  more 
expensive  type  will  show  an  increase. 

(Continued  on  page  102.) 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRSTfn  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


An  Idea— 

You  are,  of  course,  in- 
terested in  any  method 
that  will  increase  the 
efficiency  of  your  staff. 
A  splendid  way  of 
doing  this  is  to  see 
that  each  department 
head  gets  a  copy  of 
the  DRY  GOODS 
REVIEW  regularly. 
Write  for  special  club 
rates. 
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The  above  illustrates  only  a  few  numbers  from  our  When  sorting  up  for  Fall  and  Winter,  be  sure  that 

splendid  new  Fall  and    Winter    range  of  Ladies'  you  get  in  a  good  supply  of  Beaver  Brand  goods. 

Sweater  Coats  and  Caps.    These  coats  are  knitted  in  These  coat£  are  something  entirely  new  and  are  sure 
a  square  check  pattern,  three-colored  combinations,  ,  .  ..     . 

beautiful  fleeced  effect-a  very  handsome  garment  to  appeal  to  your  most  P^icular  customers, 
made  from  the  best  worsted  yarns. 


R.  M.  Ballantyne,  Ltd., 


STRATFORD 
ONTARIO 


Manufacturers   of  Beaver  Brand  Knit  Goods 


REPRESENTATIVES : 
T.  H.  Allice      -      -      British  Columbia 
Thompson  &  Henselwood      -       Alberta 

Thompson  &  Henselwood,  Saskatchewan       U  B-  Heath  J-  E-  Patte 

F.  G.  Rumble       -       -       -       Manitoba       J.  N.  Boyd, 373  Broadview  Ave.,  Toronto       A.   Malo 


H.  Cook      • 
W.  Easson 


Northern  Ontario        A.  J.  Turnbull      -      -      Eastern  Ontario 

I    26  Beardmore  Building 
j  Montreal 


Western  Ontario 
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Humphreys 


NUMBER 


SIX 


Unshrinkable 
Quality 


The  first  thing  towards  producing 
unshrinkable  underwear  quality  is 
the  selection  of  raw  materials, 
then  pomes  the  facilities  for  the 
proper  processing  and  manufac- 
turing, and  lastly  the  employment 
of  operators  who  know. 


E 


m 


fwmiiiniA 
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Before  this  label  is  attached  to  any  Humphreys 
garment,  assuring  the  wearer  that  it  is  unshrink- 
able, we  are  positive  that  the  assertion  is  correct 
and  stand  ready  to  make' good  the  guarantee,  for 
after  all  this  label  is  our  guarantee  to  the  wearer 
and  the  merchant. 

Humphreys  Underwear  is  made  of  the  finest 
Maritime  wool,  which  is  in  itself  unshrinkable 
and  made  doubly  so  by  special  processing  in  our 
most  modern  factory.  Humphreys  Underwear 
fits  first  and  last  because  it  is  made  to  fit  and 
does  not  shrink. 

Send  for  samples. 


E.  H.  Walsh  &  Co.,  Toronto 

Selling  Agents  for  Canada 

Humphreys  Unshrinkable 
Underwear,  Limited 

Moncton,  N.B. 


V. 
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HpHE  result  of  a  new  hosiery 
improving  process  invent- 
ed by  the  laboratory  that  pro- 
duced the  famous 


Hermsdorf  Fast 
Black 


"Hermsdorf  Brilliants"  answer  the  de- 
mand for  sheer,  evenly  dyed  (no 
streak-  or  splotches),  silky  appearing 
cotton  hosiery. 

Yon  can  sell  them  with  perfect  confi- 
dence, for  the  "Hermsdizing"  process 
fixes  both  dye  and  silk-like  finish  so  that 
the  gloss  and  color  are  wear  and  laundry 
proof. 

All    the    latest    colors 

A<k  your  wholesaler  or  importer  for  this 
new   imported  colored  cotton   hosiery. 


Jmu^^tm4JcM 


Works :  Chemnitz.  Saxony 

American  Bureau:         235  West  39th  St., 

New  York 


^ 
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FINE 
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FALL 


have  the  full  approval  of  the  Canadian  Underwear  trade.  Don't  decide  on 
your  Fall,  1914,  stock  until  you  have  considered  well  these  three  popular 
brands  of  ladies',  misses'  and  children's  underwear. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,   100  Wellington  St.  West,  Toronto,  Ont. 


JAEGER  PURE  WOOL 


A  GOOD  HARVEST 

MEANS 

GOOD  BUSINESS 

You  have  doubtless  bought  lightly  for  Fall  trade  to  enable  you  to 

reduce  your  stock.    This  was  good  business. 

When  the  season  starts  you  will  need  a  great  deal  of  sorting  up  to 

enable  you  to  do  good  business. 

It  will  be  good  business  for  you  to  place  your  sorting  orders  early 

before  the  wholesale  stocks  get  too  low. 

Our  travellers  are  starting  middle  of  August,  and  will  be  prepared 

to  handle  good  business  promptly. 

EARLY  BUSINESS  will  be  GOOD  BUSINESS  for  you  and  for  us. 

WE  ARE  WOOL  SPECIALISTS 

DR  JAEGER'S  SANITAs^rLLEN  C9.  Limited 

Head  Office  and  Warehouse,  243  Bleury  St.,  MONTREAL 
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Many   Sailors    Among    the    Imported    Models 

Some  of  the  Advance  Models  Described — Black  and  White  Leads, 
and  so  Far  Colors  Are  in  a  Minor  Place — White,  Pink,  Sky  and 
Maize  for  Dressy  Wear  —  Odd  Creasing  and  Shaping  of  Brims 
and  Crowns. 


AMONG  imported  models  late  in 
July  a  large  eanotier  shape  had 
the  brim  cut  in  shape  of  a  paint- 
er's palette  with  the  curved  end  at  the 
back.  The  brim  was  exceedingly  supple 
and  was  covered  plainly  with  tete  de 
negre  satin.  The  crown  was  low  and 
flat  and  was  softly  draped  with  white 
satin  and  for  trimming  there  was  a 
mount  of  white  coque  in  front. 

Another  sailor,  this  time  a  small 
shape,  was  made  of  white  faille.  The 
top  of  the  crown  and  the  brim  was 
white,  and  the  sides  of  the  crown  and 
the  under  brim  were  of  black  velvet.  The 
brim  was  indented  at  the  left  side  and 
the  opening  was  filled  with  a  mount  of 
white  cross  aigrette. 

Another  model,  very  smart  in  its  sim- 
plicity, was  covered  with  black  satin. 
The  crown  had  a  narrow  white  ribbon 
around  it  forming  the  background  for  a 
row  of  jet  nail  heads.  The  ends  of  the 
ribbon  were  spread  out  at  the  rear  of 
the  brim  and  caught  by  two  bird  heads 
of  jet. 

Another  sailor  was  very  large  and  the 
brim  turned  up  and  rolled  on  the  left 
side.  The  only  trimming  this  hat  had 
was  a  rose  of  silver  brocade  and  silver 
thread  appliqued  flat  on  the  turned-up 
section. 

(  apelines  are  coming  back  with  the 
revival  of  1860  modes  and  a  capeline 
with  the  Happy  brim  attracted  a  great 
deal  of  attention.  The  crown  was  lower 
in  front  than  at  the  back  and  was  en- 
tirely covered  with  narrow  gold  ribbon 
put  mi  like  braid  row  upon  row.  A  large 
gold  rose  and  gold  and  black  brocaded 
ribbon  was  used  as  the  trimming. 

Another  colored  hat  was  of  navj 
satin.  The  brim  was  raised  on  one  side 
and  wired,  and  the  crown  was  higher 
at  the  lel't    side  than   the  right.     This  hat 

was  trimmed  with  a  while  fancy  hackle 
mount    and   a   shower  of  the  same  was 

placed  on  the  crown  on  the  lel't    lirim. 


FALL   OPENINGS. 

Millinery  houses  are  busy  with  the 
advance  arrangements  for  the  opening 
up  of  the  Fall  season  of  1914.  Importa- 
tions are  daily  coming  to  hand  and  by 
the  end  of  July  buyers  were  back  from 
New  York  and  the  markets  of  Europe 
As  the  goods  are  received  they  are  be- 
ing put  into  stock.  All  departments 
will  be  in  shape  and  both  imported  and 
domestic  made  model  hats  will  be  ready 
for  the  trade  from  the  10th  to  15th  of 
August. 


\I>Y  WCF.  F  \l,l,  MODEL. 
i  '.-i |>  1 1  kc  i oquc  hi'  black   \  ci\  el   t rimmed 
with  a  burnt    fancy   in   black  and   white. 
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Another  eanotier  model  was  of  black 
velvet  with  the  brim  considerably  raised 
and  curved  at  the  left  side.  This  brim 
was  creased  flat  at  the  front  and  had  a 
fan-shaped  feather  effect  in  white  al- 
most hidden  under  one  of  majesty  blue 
lr   front. 

As  a  rule  erect  pile  velvet  is  used  but 
a  small  high  toque  designed  by  Lewis 
is  covered  with  black  panne.  The  crown 
is  creased  into  three  parts,  one  of  which 
is  over  the  front,  and  the  other  is  flaring 
up  behind.  As  seen  in  Paris  this  hat  is 
trimmed  with  a  paradise  mount — one 
part  being  high  in  the  center  and  the 
others  curling  over  both  brim  and  crown. 

Black  maline  and  black  velvet  were 
combined  in  one  of  the  new  high  crown- 
ed sailors.  The  narrow  brim  was  cov- 
ered with  black  satin  and  the  crown  with 
black  maline  and  a  fringe  of  uncurled 
ostrich  was  used  to  edge  the  brim. 

The  above  descriptions  of  some  of  the 
imported  hats  will  show  the  leading 
ideas  for  Fall,  and  will  emphasize  the  re- 
lative position  of  black  and  white  and 
colors,  as  well  as  the  number  and  variety 
of  the  sailor  models.  One  idea  that  it 
does  not  convey  is  the  vogue  of  the  ex- 
treme as  displayed  in  the  odd  creasing 
and  shaping  of  both  brims  and  crowns. 
as  well  as  in  the  height  and  varied  ef- 
fects in  feathers.  All  black  or  black  and 
white,  and  black  relieved  with  either 
gold  or  silver  i^  to  lie  the  leading  idea 
i-i  the  general  trade.  This  may  load  the 
high  class  trade  to  adopt  colors  when 
the  season  is  further  advanced.  Colors 
all  promise  to  he  dark  and  dark  bines, 
browns,  wines,  and  green  shades  are 
those  most  promising. 

The  all  while  hat  and  pale  pink,  sky 
blue  and  to  a  less  extent  hats  of  pale 
maize  or  canary  yellow  will  be  very 
popular  for  dross  wear.  Hats  of  this 
kind  will  be  trimmed  with  breast  wings 
and  ostrich  to  match,  beads,  and  sold 
and   silver  trimmings. 
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Commencing  with  the  above  date  our 
show  rooms  will  be  open  to  the  trade.  We 
especially  invite  you  to  inspect  our  care- 
fully selected  showing.  Our  time  is 
yours,  our  facilities  for  the  comfort  of  our 
visitors  are  the  best  possible.  Stock  com- 
plete in  all  departments. 

We're  only  a  few  minutes'  zvalk  from  the 
Union  Station,  04  Wellington  Street  West. 
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Novelties  in  Materials  and  Trimmings 

Black  Velvet,  Burnt  Ostrich  and  Flat  Flowers — Paris  is  Bringing 
Out  Large  Hats,  but  the  Small  Models  Are  Expected  to  Sell  Over 
Another  Season — Sailors  the  Leading  Shape  in  Both  Large  and 
Small  Hats — Introduction  of  Long  Line  From  Back  to  Front. 


AN  unsettling  note  from  Paris  is 
the  unexpected  re-appearance  of 
the  large  hat,  but  there  seems  to 
be  little  doubt  in  the  minds  of  the  trade 
a?,  to  the  continuance  over  the  coming 
season  of  the  small  hat.  The  large  hat 
is  most  probably  a  concession  to  the 
Summer  season,  and  will  doubtless  find 
its  place  as  a  dress  and  evening  model, 
while  the  small  hat  will  rule  for  street 
wear.  The  majority  of  buyers  will 
doubtless  show  both  sizes.  No  matter 
what  way  the  question  of  size  may  be 
settled  there  is  no  doubt  about  the  lead- 
ing shape.  In  both  large  and  small 
shapes  the  sailor  rules.  Large  shapes 
have  rolling  picture  brims,  and  in  direct 
contradiction  come  the  jaunty  high- 
crowned  affairs  with  exceedingly  narrow 
brims.  A  shape  that  is  distinctly  new  is 
the  square  brim  sailor.  This  model  like 
many  more  of  the  new  shapes  has  the 
edge  bound  with  a  cord  or  moire  ribbon, 
and  has  as  trimming  a  pleated  rosette 
at  each  corner.  Each  season,  almost, 
turbans  are  shown  until  it  is  a  matter  of 


NEW  YORK  MODEL. 

Sailor  model  in  black  velvet.  The 
moderately  high  crown  is  draped.  Burnt 
ostrich  quills  are  placed  around  the  crown, 
centered  with  a  made  birddike  fancy  in 
front. 


surprise  that  anything  new  in  this  shape 
can  be  shown.  The  new  turbans  come 
draped  in  peaks  in  helmet  fashion  and 
shooting  over  the  crown.  Many  turbans 
show  the  high  brim  almost  level  with 
the  crown,  and  with  wing-like  projec- 
tions shooting  up  at  one  side. 

Cap  effects  come  in  tarn  and  student 
shapes,  and  some  very  graceful  tricorne 
models  are  showing. 

One  feature  that  strikes  a  new  note  is 
the  introduction  of  the  long  line  from 
back  to  front  and  the  sraceful  droop  of 
the  brim  from  back  to  front.  This  touch 
comes  from  the  1860  models,  and  comes 
in  the  shepherdess  and  boat  shapes. 

Botli  feathers  and  flowers  will  be 
used  to  trim  the  new  hats.  Many  feather 
novelties  are  offered.  Ostrich  will  be 
prominent  both  in  burnt  and  in  novelty 
effects.  Bands  of  ostrich  endiim  with  a 
mount  are  to  be  popular.  In  burnt  no- 
velties long  single  feathers  to  be  used 
quill  fashion  have  the  flues  next  to  the 
quill  burnt,  while  the  end  is  in  its  nat- 
ural state. 


Strachan,  Burden  &  Plaskett,  Ltd. 
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We  extend  a  cordial   invitation  to  the  trade 

To  visit  our 

Millinery  Opening 

Specializing  Hat  Shapes  This  Season 


W//////M/M/MWM/W/W/M//M/M 


Strachan,  Burden  &  Plaskett,  Ltd. 

The     largest     exclusive     Flower    and     Feather     House     in     Canada 

TORONTO 


59-61  Wellington  St.  W. 
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FALL  STYLES 

are  nam  on  display 


Complete  showings  of  FISK  MILLINERY 

in  markets  readily  accessible 

to  Canadian  Buyers 


CHICAGO,  225  North  Wabash  Ave. 
NEW  YORK,  29  West  38th  Street 
CLEVELAND,  414  Superior  Ave.,    N.W. 


D.  B.  Fisk  ^Company 

125  Not4k  WabasKAve.    Ckicago. 
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For  Those  Who  Are  Not    Natural  Born  Buyers5' 

Milliner  Should  First  Master  Trend  of  Styles,  Then  Choose  Ones 
Likely  to  Suit  Her  Customers — Tabulate  Stock  Sold  at  Full  Price 
During  Previous  Season — Protection  from  Wholesalers. 

Written  for  The  Review  by  a  Business  Woman. 


THE  millinery  trade  has  reached 
a  point  where  the  coming-  season 
is  of  more  importance  than  the  one 
now  closing.  It  is  too  late  to  remedy 
past  mistakes,  and  all  that  can  be  done 
now  is  to  bury  them,  and  plant  a  mental 
headstone  over  them,  to  insure  that 
there  shall  be  no  repetition.  Everybody 
makes  mistakes,  and  costly  ones  at  times, 
but  the  person  that  persists  in  the  mak- 
ing of  the  same  mistake,  time  and  time 
again,  will  never  make  a  business  suc- 
cess. 

Like  all  other  branches  of  the  dry 
good  business,  the  millinery  trade  is 
changing  and  developing.  As  is  the  case 
in  all  periods  when  changes  are  coming 
quickly,  it  is  not  an  easy  matter  for 
either  man  or  woman  who  loves  the  trav- 
eled way,  to  branch  out  upon  those  that 
are  new  and  untried.  Changes  are  com- 
ing about  in  the  manner  of  handling 
goods,  of  buying,  and  the  whole  rela- 
tion of  the  business,  in  both  the  retail 
and  the  wholesale  branches,  is  experi- 
encing a  fundamental   change. 

The  past  month  has  been  one  of  un- 
certainty as  to  Fall  ideas  and  may  be 
regarded  as  the  quiet  time  that  comes 
between  seasons.  Wise  milliners  take 
things  easy,  and  recuperate  before  the 
very  strenuous  time  that  will  be  upon 
them  in  the  course  of  a  very  few  weeks. 
As  to  the  Fall  situation  at  this  period, 
the  attitude  of  the  trade  is  one  of  wait- 
ing, as  the  period  from  a  fashion  view- 
point is  one  of  uncertainty.  This  is  the 
time  of  the  year  when  advance  informa- 
tion is  of  vast  importance,  and  the  mil- 
liner who  buys  her  own  goods,  or  has 
charge  of  the  buying  for  some  store, 
should  study  most  closely  all  that  comes 
in  her  way  regarding  the  sweep  of  the 
fashion  tendencies  in  foreign  centers. 
Styles  change  very  quickly  nowadays, 
and  one  novelty  treads  on  the  heels  of 
another;  but  milliners  have  numerous 
avenues  through  which  they  can  obtain 
authentic  information.  The  trade  papers 
piny  an  important  part  in  transmitting 
authentic  style  information,  which  they 
obtain  at  a  very  early  date,  because  of 
the  intercommunication  which  they 
maintain  with  the  different  producing 
markets  and  the  leading  fashion  cen- 
ters. 

Ones  Best  Suited  To  Your  Trade. 

Resides  mastering  the  trend  of  style, 

the  good  buyer  will  check  them  up,  and 

select    those   that    seem   best    suited   to  the 

trade  she  is  doing,  for  though   the  ten- 


dency is  towards  buying  better  goods, 
the  bulk  of  the  business  is  still  done  in 
popular-priced  millinery.  Even  here 
there  is  a  change,  for  one  reason  why 
styles  all  come  round  again  to  simple 
trimmings  is  largely  because  the  woman 
who  buys  a  moderate  priced  hat,  now 
chooses  one  of  good  material  simply 
trimmed,  in  preference  to  the  hat  of 
cheap  material  covered  with  flimsy 
trimming.  This  tendency  is  hard  on  the 
workroom,  and  is  one  of  the  new  prob- 
lems  before  the  milliner  of  to-day. 

The  great  present  problem  is  the  buy- 
ing of  the  stock  for  the  coming  season. 
The  milliner,  like  all  other  people  in 
business,  has  to  keep  constantly  figur- 
ing how  to  make  her  business  pay  better. 
The  cost  of  doing  business  is  increasing 
fast,  rents  are  higher,  so  are  wages,  and 
to  keep  up  with  the  procession  demands 
that  her  store  shall  be  fitted  with  fairly 
expensive  fixtures.  Moreover,  the  more 
frequently  style  changes,  and  the  call 
that  comes  immediately  any  novelty  is 
launched,  makes  it  more  difficult  to  keep 
stocks  down  to  a  reasonable,  not  to  say 
profitable,  limit.  And  if  the  stock  is  not 
kept  down,  it  is  impossible  to  turn  it 
over.  Therefore,  the  milliner  has  to  keep 
an  eagle  eye  on  her  stock  so  as  to  keep 
it  within  reasonable  compass,  as  well  as 
to  stock  the  novelties  as  they  come 
along. 

The  retail  business  is  an  entirely  dif- 
ferent proposition  from  what  it  was 
even  ten  years  ago,  for  the  milliner  must 
have  the  novelties  as  they  come  out,  or 
she  will  lose  her  trade,  and  she  must 
keep  her  stock  down  to  certain  dimen- 
sions, or  she  will  lose  her  turnover,  and 
make  no  profit. 

Tt  is  no  use  planning  the  selling  end 
carefully,  and  devising  all  manner  of 
selling  schemes,  or  of  bettering  the  store 
service  or  equipment.  All  these  things 
you  have  got  to  do  or  your  rival  will 
beat  you  out,  but  to  make  money  out  of 
your  business  is  first  and  last  and  all 
the  time  a  problem  of  buying  rightly. 

Tf  you  ask  an  experienced  head  of  a 
department  in  a  wholesale  millinery 
house  why  a  certain  milliner  has  not 
made  good,  ten  chances  to  one  the  blame 
will  be  put  upon  careless  buying.  Many 
milliners  give  their  orders  in  such  a 
manner  as  to  suggesl  thai  they  have 
not  gone  carefully  through  their  stuck. 
or  have  no1  considered  as  to  whether 
they  could  not  proportion  their  orders 
better. 
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What  Was  Sold  In  Previous  Season. 

When  milliners  come  in  for  the  open- 
ings, all  too  often  they  do  not  know  ac- 
curately the  amount  of  goods  they  have 
ordered  previously  from  the  travelers  on 
the  road  with  advance  samples.  Every 
milliner  down  for  the  opening  should 
have  this  information  carefully  tabulat- 
ed in  easily  get-at-able  form.  She  should 
know,  besides,  just  how  many  hats,  and 
how  much  of  each  class  of  material  she 
sold  for  full  price  during  the  season 
before.  She  should  have  a  list  of  all  her 
duplicates,  special  and  advance  orders 
made  out.  In  short,  she  should  have  at 
her  fingers'  end  a  record  of  her  sales 
during  the  past  season.  Then  she  can 
judge  intelligently  of  the  quantity  of 
goods  that  she  will  require  to  carry  her 
through  the  one  that  is  beginning.  The 
woman  who  comes  in  to  the  openings 
and  goes  from  warehouse  to  warehouse 
without  properly  made  out  lists,  buying 
only  as  her  instinct  directs,  can  never 
have  a  well-balanced  stock.  Some  items 
will  be  forgotten  entirely,  others  will  be 
duplicated,  and  more  important  still,  she 
will  be  sure  to  overbuy.  Then,  later,  will 
come  returns  and  all  round  dissatisfac- 
tion. 

Make  It  Worth  a  Firm's  While. 

The  first  question  in  buying  is  the 
selecting  of  the  jobber  who  can  best  sup- 
ply your  needs.  This  does  not  mean  that 
you  should  make  a  hard  and  fast  rule 
to  buy  only  from  one  firm,  but  it  is  wise 
to  give  enough  of  your  business  to  one 
firm  or  a  few  firms  to  make  it  worth 
the  while  to  consider  your  account.  If 
you  do  this,  they  will  take  care  of  your 
interests  in  many  ways;  they  will  keep 
you  posted  as  to  style  changes,  and  you 
will  have  an  avenue  open  through  which 
you  can  procure  scarce  goods. 

Careful  judgment  goes  into  this  select- 
ing of  the  right  house  to  buy  from,  but 
of  even  more  importance  is  the  buying 
in  the  right  proportions,  and  never  buy- 
ing so  heavily  that  yon  are  over-stocked. 

There  are  women  in  the  trade  that  are 
"just  natural  born  buyers."  but  there 
are  very  few  of  them,  ami  with  the  ma- 
jority it  is  knowledge  ami  intelligence, 
allied  with  experience,  that  uves  to  form 
the  good  buyer.  Buying  is  too  impor- 
tant and  its  result  too  far  reaching,  to 
allow  of  guesswork,  and  it  is  just  be- 
cause so  much  guesswork  is  done  that 
there  is  so  much  money  tied  up  in  slow- 
moving  stocks  at  the  present   time. 


MILLINERY 


Dry  Goods  Review 


MILLINERY  OPENING 


Montreal  Firm  to  Double  Space  for  Shoes 

John  Murphy  Co.,  Ltd.,  Will  Increase  From  16,000  to  35,000  Feet 
— Will  Add  Chidren's  Section — Dyeing  Done  to  Slippers  on 
Premises — Findings  Catch  Eye  of  Customers. 

By  a  Staff  Correspondent. 


MONTREAL,  July  31.— (Special). 
— The  shoe  department  of  the 
John  Murphy,  Co.,  Ltd.,  occu- 
pies about  16,000  square  feet  of  floor 
space  at  the  present  time,  but  the  busi- 
ness has  grown  so  rapidly  that  plans  are 
now  under  way  to  move  the  department 
to  another  portion  of  the  store  where 
.more  than  double  the  space  will  be  de- 
voted to  it.  The  present  location  of  the 
shoe  department  is  on  the  first  floor, 
just  in  front  and  to  one  side  of  the  ele- 
vators. Every  passenger  from  the  ele- 
vators has  to  walk  past  several  big  dis- 
play cases,  in  which  shoes  are  attractive- 
ly shown;  in  order  to  get  to  the  other 
departments  on  this  floor.  This  is  a 
feature  that  has  led  to  many  sales  that 
might  not  otherwise  have  been  made. 

Will  be  Next  to  Millinery. 

The  position  of  the  shoe  department 
now  is  alongside  of  the  dress  goods  and 
silks.  It  is  proposed  to  move  it  to  the 
second  floor,  adjoining  the  millinery.  In 
the  new  location  there  will  be  some  35,- 
000  square  feet  of  floor  space.  The 
present  limited  area  of  the  department 
has  shown  the  need  of  certain  improve- 
ments and  innovations,  and  these  will  be 
taken  care  of  laying  out  the  new  loca- 
tion. 

Special  Children's  Section. 

"We  will  have  a  special  fitting  sec- 
tion and  a  children's  section,  when  we 
move,"  said  Mr.  Tinsley,  the  manager 
of  this  department,  in  speaking  of  the 
proposed  change.  "We  have  felt  the 
need  of  more  space  for  sometime  and 
now  the  arrangements  are  practically 
completed  for  our  new  quarters.  There 
is  not  sufficient  room  here  for  fitting 
and  our  trade  in  children's  shoes  has  in- 
creased to  such  an  extent  that  a  special 
department  for  them  will  be  provided." 

In  conversation  with  the  buyers  of 
several  other  stores  reference  was  made 
to  the   advisability  of  having  the   shoe 


department  located  near  the  hosiery  or 
the  dress  goods  departments  for  instance, 
so  that  gowns  or  hose  could  be  matched 
with  shoes,  with  the  least  trouble.  Mr. 
Tinsley  was  asked  his  views  on  this 
point  and  replied  that  had  no  particular 
preference  so  far  as  location  was  con- 
cerned. "The  location,"  he  said,  "is 
not  as  important  as  having  the  rigni 
class  of  goods.  If  you  carry  the  kind  of 
stock  the  people  want  they  will  come 
to  you  anyway.  I  think  the  best  situa- 
tion would  be  the  ground  floor,  but  next 
to  that  I  think  our  position  here,  next 
to  the  dress  goods  and  silks,  is  the 
choice.  I  do  not  think,  though,  that  it 
makes  a  great  deal  of  difference. 

Special  Attention  to  Fitting. 
"We  pay  special  attention  to  fitting. 
We  have  a  large  variety  of  styles  and 
widths  and  we  endeavor  to  give  our  cus- 
tomers shoes  that  will  be  comfortable. 
Ic  does  not  matter  what  size  a  shoe  is 
marked.  It's  the  fit  that  counts  and  if 
our  saleswomen  find  that  a  certain  size 
is  too  targe  or  too  small  they  keep  try- 
ing until  they  get  a  size  that  fits  the 
foot  and  feels  comfortable. 

Match  Slippers  With  Gowns. 

"Our  business  is  exclusively  with  wo- 
men and  a  good  deal  of  it  is  high  class 
trade.  In  this  connection  we  have 
found  that  our  plan  of  dyeing  slippers 
to  match  gowns  has  been  a  very  suc- 
cessful feature.  We  do  our  own  dyeing, 
on  the  premises,  and  when  our  custom- 
ers have  any  difficulty  in  getting  satin 
slippers  to  match  their  gowns  we  show 
them  our  shade  card,  with  over  50 
shades  to  choose  from,  and  when  they 
have  selected  the  shade  desired  we  can 
dye  them  almost  immediately.  It  is 
easy  to  dye  any  shade  required  and  the 
results  have  been  very  satisfactory.  We 
have  never  had  any  goods  brought  back 
on  account  of  unsatisfactory  dyeing." 
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The  importance  of  careful  buying  was 
emphasized  by  Mr.  Tinsley.  He  believes 
in  buying  a  good  variety  of  styles  and 
widths  and  in  getting  a  good  profit 
early  in  the  season.  Sales  are  necessary 
■to  clear  out  odd  lines  and  they  also  help 
to   sell  regular  lines. 

Waiting  for  a  Sale. 
"There  is  always  a  reason  for  clear- 
ing out  a  line,  both  with  manufacturer 
and  retailer.  Either  it  is  not  a  complete 
line,  or  it  is  a  little  out  of  style  or  some- 
thing is  wrong.  Customers  have  said  to 
me  sometimes,  'Oh,  I  guess  I  will  wait 
until  you  have  a  sale,  then  I  can  get 
something  cheaper.'  I  say,  'Yes,  you 
may  get  something  cheaper,  but  remem- 
ber you  will  have  to  take  what  you  can 
get.  You  will  not  be  able  to  get  the 
careful  selection  and  the  fit  you  can  ob- 
tain by  buying  from  regular  stock.' 
While,  of  course,  it  is  true  that  sales  to 
some  extent  interferes  with  our  regular 
business,  for  a  woman  who  buys  a  pair 
of  shoes  at  a  sale  will  probably  not  want 
another  pair  right  away,  yet  it  helps 
very  often,  too.  When  customers  can- 
not find  just  what  they  want  in  the  sale 
lot  we  can  show  them  something  from 
the  regular  line  at  a  little  higher  price 
and  if  it  is  satisfactory  can  make  the 
sale." 

Shoe   Findings. 

The  importance  of  shoe  findings  or 
sundries  is  not  overlooked  in  the  Murphy 
store,  for  a  large  glass  front  display 
case,  with  polishes,  laces,  arch  supports, 
etc.,  is  located  alongside  the  elevators. 
with  a  large  lettered  card  "Shoe  Sun- 
dries." thereon.  Showcases  are  a  prom- 
inent part  of  the  equipment.  Silent 
salesmen,  counter  cases  and  tabic  cases 
border  the  side  and  one  end  of  the  de- 
partment, which  is  about  120  feet  long 
b\  about  35  or  40  feet  in  width.  In  ad- 
dition   there   are   three   long   cases   and 
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DRESSINC 

BLACK  SHOES! 


SOFTENS 

PRESERVES 

LEATHER 

■-RESTORES" 

COLOR 
LUSTRE 
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more'S  Shoe  Polishes 


THE  OLDEST  AND  LARGEST  MANUFACTURERS  OF  DRESSINGS  IN  THE  WORLD 


"GILT  EDGE" 

The  only  black  dressing 
for  ladies'  and  children's 
shoes  that  positively  con- 
tains OIL.  Softens  and 
preserves.  Imparts  a  beau- 
tiful black  lustre.  LARG- 
EST QUANTITY,  FINEST 
QUALITY.  Its  use  saves 
time,  labor  and  brashes,  as 
it 

Shines  Without 
Brushing. 
Sponge  in  every    bottle, 
so  Always  Ready  for  Use 
Also  for   eents'  kid,  kanga- 
roo, etc. 

25c  size. 


"ROYAL  GLOSS" 

For     Ladies'     and 
Children's    Black    Shoes 

Restores  the  color 
and  lustre  to  all  faded 
or  worn  black  shoes, 
softens  and  preserves 
the  leather.  Apply  with 
sponge  attached  t  o 
cork. 

Always   Ready   for   Use. 

Shines    Without 
Brushing. 

10c  size. 


IF  YOU  HAVE 
NEVER  SOLD 

Whittemore's  shoe  pol- 
ishes you  should  at  least 
give  them  a  trial.  You 
will  make  no  mistake  in 
doing  this  because  it  is 
the  almost  universal  ex- 
perience of  merchants 
that  they  sell  readily 
and  quickly.  A  counter 
display  alone  will  sell 
large  quantities. 

ASK    YOUR    JOBBER'S 
SALESMAN  ABOUT  THIS 


DIRTY  CANVAS 
SHOES 

Made  perfectly 
clean  and  white  by 
using  Whittemore's 
"QUICK- WHITE" 
Compound.  In  liquid 
form  so  it  can  be 
quickly  and  easily 
applied.  A  sponge 
in  every  package,  so 
always  ready  for  use. 

10  and  25c  sizes. 


"DANDY" 
Russet 
Combination 

Liquid  for  cleaning 
and  paste  for  polish- 
ing all  kinds  of  rus- 
set, tan  or  yellow- 
colored  boots  and 
shoes.  Cover  remov- 
er attached  to  each 
box. 

10  and  25c  sizes. 


Largest 
Variety 


Quick 
white: 

MAKES  DIRTY 
CANVAS  SHOES 

CLEANWHITE 


aUICKLY."EASILY 
APPLIED. 

ALSO  CLEANS 

ALL  ARTICLES  HA3E 

""WHITE  CANVAS 


tables  directly  in  front  of  the  elevators 
on  which  timely  displays  are  made.  Set- 
tees for  fittings  are  placed  down  the 
centre  of  the  department  and  the  stock 
is  carried  in  high  fixtures  at  one  side. 
There  are  a  series  of  alcoves  in  these 
fixtures  where  reserve  stock  is  kept,  each 
style,    quality    or   material,    in    its    own 

section. 

Newspaper  Ads.  Best. 

Window  displays  and  advertising  are 
charged  against  the  department,  accord- 
ing to  the  space  used.  Owing  to  the 
fact  that  it  is  not  always  possible  to 
have  a  shoe  window,  on  account  of  the 
many  departments  to  be  served,  Mr. 
Tinsley  relies  more  on  the  newspaper 
advertising  for  keeping  before  the  pub- 
lic the  fact  that  they  are  prepared  to 
provide  for  their  wants  in  shoes  as  well 
as  in  other  directions.  He  is  a  firm  be- 
liever "in  the  value  of  newspaper  adver- 
tising. 


A  Forecast  for  Spring,  1915 


SHOE  AND  LEATHER  FAIR 

The  International  Shoe  and  Leather 
Fair  will  be  held  in  the  Royal  Agricul- 
tural Hall,  London  N.,  on  October  5-10 
next. 


WHILE  nothing  authoritative  can 
be  said  at  this  date  about 
Spring  styles,  a  glance  at  pre- 
vailing opinions  and  styles  will  serve  to 
point  the  direction  they  are  most  likely 
to  take.  Extremes  are  dying  out  even 
in  the  metropolis  cities  of  the  world 
where  the  fads  receive  more  recognition 
than  they  do  here.  The  shoe  business 
is  becoming  as  changeable  as  that  of 
autos  or  women's  clothes,  due,  no  doubt, 
to  the  fact  that  the  variations  in  the  lat- 
ter control  the  destiny  of  shoes.  Danc- 
ing and  the  further  shortening  of  skirts 
both  presage  a  still  closer  attention  to 
footwear.  But  the  education  of  the  pub- 
lic along  all  lines  has  caused  a  distaste 
for  extremes,  so  that  any  changes  are 
more  likely  to  include  a  toning  down  of 
patterns  than  an  increase  in  them  or  a 
change  of  last.  It  is  claimed  by  some 
authorities  that  the  better  stores  will 
cut  out  the  long  English  vamp  entirely 
and  from  Paris  comes  word  that  a  short 
vamp  and  a  square  toe  is  coming  in 
there. 

Uncertainty  of  style  is  such  that  deal- 
ers  are   very   chary    of   contracting    for 
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Spring.  In  a  general  way.  however,  it 
is  safe  to  say  that  rubber  and  elk  hide 
sides  will  be  with  us  next  year  as  fav- 
orites. Flat  fiance  heels  for  men  and 
kidney  for  women's  shoes  will  predom- 
inate. 

Unless  a  radical  change  occurs  in 
women's  dresses  and  hosiery  over  Win- 
ter, tans  need  not  be  looked  for  except 
in   a   few   mahogany   shades. 

In  men's  shoes  and  Oxfords,  however, 
mahogany,  chocolate  and  light  tan  in 
the  order  named  may  be  expected  to 
survive. 

Dark  buckles  on  women 's  pumps  are 
here  to  stay  for  a  time.  Patent  leather 
shoes  with  cloth  tops  in  black,  and  for 
Summer  wear  in  grey  and  white,  may 
also  be  counted  upon  strongly. 

Aside  from  these  few  lines,  that  shoe 
man  is  safest  who  folds  his  hands  for  a 
while  longer,  lets  the  other  fellow  do 
the  worrying  and  pursues  the  even  tenor 
of  his  course  of  watchful  waiting,  in- 
asfar  as  any  prophecy  of  1915  styles  is 
concerned. 


This  is  a  partial  view  of  the  shoe  department  of  John  Murphy  &  Co.,  Montreal.  Elevators  are 
located  at  end  of  fixtures  on  left.  Note  high  case  for  shoe  sundries  directly  alongside  elevators;  low 
display  counters;  silent  salesmen  form  dividing  line  on  right  from  dress  goods  section.  This  depart- 
ment has  been  found  too  small  for  growing  business  and  more  than  double  the  space  has  been  arranged 

for  in  the  Fall. 


What  Dealers  Have  Finally  Decided  on  for  Fall 

Confidence  Returning,  as  in  High-grade  Lines  Normal  Business 
is  Reported — Short  Vamp  Coining  Into  Favor — Fancy  Tops  in 
Fabric  and  Colors  Meeting  With  Little  Support — Rubber-Soled 
Stocks  Cleaned  Up. 


From    Interviews    with    Canadian    Manufacturers  and    Retailers. 


FALL  orders  for  men's  and  women's 
shoes  are  practically  all  booked, 
and  some  of  them  even  made  up, 
so  that  it  is  possible  to  arrive  at  the 
general  average  of  opinion  as  to  the 
trend  of  the  public  taste  and  Fall  orders 
ir  these  lines. 

In  the  cheaper  lines,  business  has  not 
not  encouraged  heavy  Fall  buying,  nor 
the  introduction  of  many  of  the  new 
lines  by  the  retailers,  so  that  they  have 
mostly  confined  their  booking  to  the  fill- 
ing up  of  missing  sizes  of  the  lines  on 
hand.  Their  buying  has  been  of  a  hand- 
to-mouth  order  mainly.  Manufacturers, 
while  complaining  of  lack  of  business  in 
these  lines,  are  feeling  encouraged  by 
the  present  outlook  in  general. 

Good  Business  in  Better  Lines. 

The  conditions  are  radically  different 
in   the   high-grade   lines   handled   in   the 


large  city  stores,  and  more  and  more  in 
the  smaller  stores  of  Canada.  There  is 
not,  nor  has  there  been,  any  noticeable 
falling  off  in  their  business  this  year,  so 
that  their  buying  is  on  a  normal  basis 
as  far  as  demand  goes.  Conditions  are 
well  illustrated  by  the  case  of  one  large 
dealer  whose  May  and  June  trade  ex- 
ceeded that  of  1913  in  his  high-class 
goods.  But  when  he  offered  remnants 
at  reduced  prices  that  insured  better 
value  than  he  had  ever  offered  before, 
his  turnover  on  the  sale  was  much  less 
than  that  of  1913,  because  the  usual 
buyers  of  cheap  shoes,  he  found,  were 
hanging  back. 

Bizarre  Not  Popular. 
There    is    considerable    difference    of 
opinion  on  the  subject  of  extreme  styles, 
but   the   preponderance    favors    the    cut- 
ting out  of  the  bizarre.     At  that,  how- 
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ever,  a  few  large  stores  that  should  be  in 
a  position  to  judge  have  gone  in  rather 
heavily  for  odd  effects,  particularly  in 
women's  pumps.  However,  the  tendency 
of  the  buying  public  appears  to  be  mov- 
ing in  the  direction  of  distinctive  useful- 
ness in  its  footwear  rather  than  useless 
distinction,  and  people  who  were  buying 
three-dollar  shoes  two  years  ago  are  now 
paying  five  and  six. 

Shortening  of  the  Vamp. 
The  outstanding  feature  of  the  Fall 
lines  has  been  the  shortening  of  the 
vamp.  Some  high-class  dealers  are 
plunging  on  these  lines;  a  few  refuse  to 
give  it  serious  attention,  in  spite  of 
which  it  is  very  likely  to  fill  the  wants 
of  a  large  number  for  a  less  extreme 
vamp.  High  toes  will  no  longer  be  found 
ir  the  best  grades,  but  will  continue  in 
(Continued  on  page  56.) 


FOOTWEAR     DEPARTMENT 


Dry  Goods  Review 


\\  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


"Footgluv  Jim" 

Meet  Him 

He  Pays  Your  Profit 
Well— How? 


"Footgluv  Jim" 

Is  the  new  Gymnasium  Shoe  just 
offered  by  the  Sultana  Mfg.  Co., 
Cincinnati,  at  a  price  enabling 
you,  Mr.  Retailer,  to  sell  these 
shoes  at 

RETAIL  AT  A  DOLLAR 
and  still  net  you  a  nice  profit. 

Gymnasium  Shoes 

such  as  these,  at  a  dollar  per  pair, 
will  earn  your  store  a  reputation 
as  athletic  headquarters. 


Chrome  Sole,  Calf  Upper,  No 
Rough  Edges,  Won't  Sag  at  Heel 
or  Ball.     Every  Pair  Warranted. 


Sultana    Mfg.   Co. 

313  FINDLAY  STREET 
CINCINNATI,  U.S.A. 

Makers  of  The  Celebrated  "Foot- 
gluv" for  Home,  Tourist  and 
Year-round  Comfort  Wear. 
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Making  Polishes  a  Good  Paying  Department 

Prominent  Display  by  North  Bay  Firm  Brings  in  Splendid  Busi- 
ness— Practical  Hints  on  Building  Up  Profitable  Trade  in 
Polishes. 


SHOE  polishes  are  an  important  part 
of  every  shoe  section,  and  can  be 
made  one  of  the  best  paying  in 
the  store  if  pains  are  taken  to  build  up 
sales. 

In  an  enquiry  among  a  dozen  or  a ) 
dry  goods  stores  in  different  parts  of 
Canada  The  Review  was  informed  in 
most  cases  that  some  display  of  polishes 
was  made,  although  a  few  did  not  do  so. 
The  value  of  this  in  itself  as  a  factor 
in  selling  is  shown  by  a  statement  from 
Messrs.  Ross  &  Warmington,  who  de- 
clare, "We  display  polishes  in  the  shoe 
department,  and  find  a  ready  sale  for 
them." 

Messrs.  Beamish  &  Smith,  of  North 
Bay,  carry  the  argument  further,  and 
their  testimony  should  open  the  eyes  of 
every  shoe  manager  who  cannot  report 
a  similar  result.     They  say : 

"We  wish  to  advise  that  we  carry  a 
complete  stock  of  shoe  polishes  in  our 
shoe  department.  These  are  very 
prominently  displayed  in  a  six  foot 
glass  salesman,  in  a  most  prominent 
place  in  our  store,  with  the  result  that 
the  sales  of  shoe  dressing  make  a  very 
nice  department  in  themselves." 

Practical  Plans 

In  an  article  on  the  subject  of  in- 
creasing sales  of  polish,  Louis  M.  Han- 
num,  of  Cambridge,  Mass.,  suggests  that 
every  shoe  clerk  should  be  educated  in 
special  salesmanship.  In  the  case  of 
shoe  polish  the  necessary  knowledge 
could  be  readily  picked  up,  as  the  clerk 
is  usually  well  enough  informed  upon 
the  material  in  his  shoes  to  be  able  to 
select  the  variety  of  polish  that  is  best 
suited  to  particular  cases. 

A  careful  reading  of  the  labels,  direc- 
tions, etc.,  on  all  the  shoe  polishes  car- 
ried in  the  store  will  familiarize  him 
with  the  uses  to  which  each  is  adapted. 
He  should  then  show  to  each  customer 
the  polish  or  dressing  best  suited  to  his 
shoes  and.  if  possible,  sell  a  package  to 
him.  This  will  save  time  of  both  cus- 
tomer and  clerk,  and  insure  possession 
of  the  right  polish  when  needed.  The 
small  cost  of  a  package  compared  to 
the  cost  of  the  shoes  tempts  the  custom- 
er to  make  the  purchase  complete  and 
save  inconvenience  later. 

Force  of  Habit. 
If  a  shoe  dealer  will  impress  upon  his 
clerks  the  importance  of  selling  polishes 
in  this  way.  lie  will  secure  a  largo  polish 
trade  by  force  of  habit  of  his  clerks  in 
pushing  sales     at     every     opportunity. 


Some  retail  dealers  carry  a  full  line  of 
polishes  in  a  convenient  place  in  front 
part  of  store  and  find  it  a  very  good 
advertisement  and  a  profitable  reminder. 
Some  manufacturers  of  shoe  polishes 
have  furnished  to  retailers,  as  premiums, 
attractive  show  cases,  in  which  to  dis- 
play polishes  and  findings,  making  a 
special  feature  of  this  department,  plac- 
ing the  show  case  in  a  conspicuous  place 
near  the  entrance,  where  customers  will 
be  reminded  of  these  little  things  and 
be  prompted  to  buy,  even  if  seen  from 
the  street  while  passing,  and  sometimes 
this  case  or  a  good  display  window  will 
draw  trade  into  the  store,  and  a  sale  of 
shoes  and  a  permanent  customer  is  made. 


FOR  SPRING,  1915. 

New  York,  Aug.  3 — (Special). — A  new 
last  will  be  on  the  market,  with  medium 
high  toe  and  short  vamp. 

Button  boots  for  women  are  strong  as 
this  year. 

Soft  tones  will  be  popular  with  cloth, 
kid  and  suede  uppers. 

White  footwear  will  be  in  even  great- 
er demand  than  this  year,  so  do  not  be 
caught  napping  again 

Colonials  in  low  shoes  will  be  strong, 
with  small  ornaments,  and  buckles 
promise  to  be  very  weak. 


The  opportunity  for  making  the  sale 
of  polishes  and  dressings  a  conspicuous 
item  on  the  profit  side  of  the  retail 
shoeman's  ledger  was  never  greater  than 
now.  To-day  there  is  a  dressing  for  al- 
most every  kind  of  leather  and  the 
larger  number  of  shoes  sold,  especially 
women's,  misses'  and  children's,  are  of 
material  that  necessitate  constant  atten- 
tion if  the  wearer  is  at  all  concerned 
with  her  footwear  appearance.  Of 
course,  the  first  person  who  must  be 
educated  to  the  advantages  of  each  of 
the  different  kinds  of  polishes  or  dress- 
ings the  down-to-date  shoeman  of  to-day 
is  expected  to  sell,  is  the  proprietor  him- 
self and  his  sales  peopl ?  It  is  even  to 
be  desired  that  each  salesman  could  be 
given  an  opportunity  to  test  tor  him- 
self or  herself  just  what  tli"  dressings 
that  are  being  handled  will  do.  Such  a 
demonstration  is  usually  possible  at  the 
shining  stand  or  in  the  repair  depart- 
ment, where  cleaners,  dressings  and 
polishes  of  almost  every  description  are 
as  necessary  to-day  as  sole  leather. 
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Unquestionably  a  thorough  under- 
standing of  the  product  he  is  offering 
and  confidence  in  what  it  will  do  is  of 
prime  importance  in  increasing  any 
salesman's  polish  sales. 

Make  Shoe  Shining  a  Part. 
The  consumption  of  the  better  grades 
of  cleaners,  polishes  and  dressings  in 
the  shoe  store  can  be  increased  by  mak- 
ing the  shoe  shining  stand  a  part  of  the 
service  you  are  prepared  to  sell.  Well- 
worded  cards  suggesting  a  visit  to  the 
store's  boot-black  will  effectively  aug- 
ment the  salesman's  efforts  to  encourage 
the  spending  of  a  few  moments'  time  in 
this  department.  There  are  many  de- 
vices for  attracting  trade  in  shoe 
polishes  as  in  other  things  and  it  is  a 
stepping-stone  to  larger  sales  and  new 
ways  of  interesting  the  public  in  one's 
stock  to  thoroughly  study  the  labels, 
directions,  etc.,  on  all  polishes  and  be 
able  to  assist  a  customer  in  selecting  the 
best  for  his  use  and  thus  pleasing  and 
instructing  him  or  her  when  a  new  kind 
of  shoe  is  purchased  and  the  proper 
dressing  and  renovating  of  it  is  an  im- 
portant question  with  the  customer. 


WHAT  DEALERS  HAVE  FINALLY 
DECIDED   FOR   FALL. 

(Continued  from  page  54.) 

the  cheaper  ones.  This  Fall's  shoe,  in 
both  men's  and  women's,  varies  from 
the  new  short  to  the  old  long  vamp,  with 
the  former  strongly  featured.  The  toe 
will  be  flat ;  and  in  a  few  good  lines  only 
i*--  there  the  slightest  raise.  The  recede 
toe  is  here  to  stay,  but  the  medium  is  in 
greatest  favor,  another  indication  of  the 
avoidance  of  extremes. 

Rubber  Soles  Very  Strong 
Stocks  of  rubber  soles  have  generally 
been  cleaned  out  as  a  result  of  the  hit 
they  made. 

The  low  flat  heel  or  a  variation  of  it 
appears  in  most  Fall  lines  ordered. 
The  "flange"  heel  for  men  and  the 
kidney  or  leather  Louis  for  women  in 
pumps,  slippers  and  boots  is  a  notice- 
ride  feature  of  Fall  orders.  Wood  heels 
covered  with  black  celluloid  are  strong 
in  patents. 

There  is  no  greater  variety  than  usual 
in  men's  lines.  Tan  in  the  dark  shades 
is  going  into  Fall  lines,  as  it  did  in  Ox- 
fords. Chocolate-  and  mahoganys  are 
the  favorites.  In  patent  leathers,  cloth 
tops  are  the  sellers. 


FOOTWEAR     DEPARTMENT 


Dry  Goods  Review 


View  of  Ladies'  Shoe  Department  in  a  Calgary  Store 


CALGARY,  July  'M    (Special) — There  arc  several   feature-  to  the  shoe  section  of  the 
Hudson's  Bay  store  here  which  are  unique.     Take  for  instance  the  stuck  boxes,  which 
arc  used  throughout  instead  of  cartons.    When  stock  comes  in  it  is  immediately  trans 
ferred  to  these  boxes,  which  are  a  nice  dark  green,  fitted  with  brass  pulls,  ami  a  frame,  con- 
taining card  bearing  description  of  stock. 

This  card  serves  several  purposes.  If  the  box  is  full,  the  card  is  in  its  proper  position. 
If  the  shoes  are  sold,  the  lid  is  on  the  bottom  of  the  box.  Every  morning,  clerks  go  around 
taking  note  of  goods  which  have  been  sold.  The  boxes  are  re-filled,  and  the  lid  placed  on 
top.  If  a_  line  is  sold,  the  card  is  turned  txpside  down  in  the  frame.  This  is  of  great  assistance 
to  the  buyer,  who  knows  exactly  what  lines  are  sold  out. 

A  man  is  employed  in  a  stock-room,  reached  by  the  stairs  shown  in  the  picture.  Every 
morning  the  clerks  supply  this  man  with  a  list  of  stock  required.  The  stock  is  supplied,  and 
the  clerks  themselves  place  the  stock  in  boxes.  This  work  must  be  completed  every  morning 
by  ten  o'clock. 

Their  policy  is  not  to  show  too  many  goods  to  a  customer,  the  idea  being  that  a  big 
display  is  confusing,  and  delays  selection.  There  are  only  four  showcases,  and  an  extra  one 
for  findings.  There  are  two  distinct  sections,  one  for  men,  and  the  other  for  ladies.  There 
is  seating  capacity  for  70  persons.  A  staff  of  ten  is  employed,  three  ladies  and  seven  men. 
The  fixtures  are  low,  and  easily  reached,  except  at  the  wall,  where  a  traveling  ladder  is  used. 

At  the  rear  is  a  shoe  shine,  with  chairs  for  three,  for  both  ladies  and  gentlemen.  In  the 
West,  men  and  women  are  quite  used  to  sitting  together  when  having  their  shoes  shined.  No 
coupons  are  given  when  shoes  are  sold,  as  is  often  the  custom.  Five  cents  each  is  charged, 
and  the  shoe-shining  department  makes  $75  a  month,  which  pays.  It  has  the  advantage 
of  bringing  people  to  the  store. 

II.  Taylor  is  the  buyer.  He  was  appointel  last  May,  and  was  formerly  with  Stanley 
Mills  &  Co.,  Hamilton,  Ont.  J.  P.  Kavanagh.  formerly  with  A.  E.  Rac  Cov  Limited,  Ottawa, 
is  assistant  buyer. 
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Silk  Fabrics  Have  Been  Ordered  Freely  for  Fall 

Satins,  Crepes,  Taffetas  and  Failles  the  Leading  Materials — The 
1860  Colors  the  Newest — Black  and  Dark  Blues  the  Best  Selling 
Colors  —  Greys  and  Brown  Shades  Coming  to  the  Front  —  Gold 
and  Silver  Tissues  in  Paris. 


FROM  various  market  reports  it  is 
learned  that  buyers  are  only  tak- 
ing raw  silk  for  present  delivery. 
Stocks  in  the  hands  of  the  mills  are  low, 
but  manufacturers  are  not  inclined  to 
make  any  large  purchases  until  the  situa- 
tion regarding  the  n'ew  crop  is  clearly 
outlined.  When  this  time  arrives  they 
will  know  more  definitely  than  at  the 
present  moment  what  will  be  the  extent 
of  their  requirements  for  the  season  now 
opening.  Prices  are  very  firm,  and  cer- 
tain grades  show  some  slight  advances. 
The  new  Italian  crop  is  reported  to  be 
10  per  cent,  above  the  average,  but  the 
cocoon  markets  are  closing  at  an  ad- 
vance, and  the  new  silk  promises  to  be 
high  priced. 

The  Yokohama  market  is  steady  and 
there  is  a  fair  amount  of  business  pass- 
ing. The  shipments  of  raw  silk  this  sea- 
son have  reac1  ed  200,000  bales,  against 
180,400  bales  last  year.  To  the  United 
States  14.'J.800  bales  have  been  sent  and 
52,800  to  Europe.  The  stocks  on  hand 
total  2,500  bales.  The  Canton  crop  is 
about  the  same  as  last  year,  but  damage 
to  the  fourth  crop  is  reported  from 
floods,  and  many  holders  are  withdraw- 
ing from  the  market. 

The  silk  business  for  the  season  now 
passing  has  been  ahead  of  the  same 
period  in  the  previous  year,  and  it  is 
not  too  much  to  say  that  there  has  been 
no  echo  of  depression  in  the  silk  depart- 
ment. Silks  have  been  fashionable  and 
people  have  satisfied  their  needs,  and 
have  paid  the  prices  asked.  There  is  a 
decided  fashion  development  favoring 
bright  finished  silks,  and  again  satins 
stand  supreme  on  the  list.  Crepes  are 
in  second  position,  with  crepe  de  chines 
as  a  staple  fabric.  Cords,  failles,  taf- 
fetas, warp  prints,  Roman  stripes,  and 
plaids  are  all  to  be  good  for  Fall.  There 
is  a  very  well  denned  development  favor- 
ing stripes,  and.  besides  Romans  and  the 


newer  Scotch  stripes,  Pekins  and  other 
fancy  stripes  are  being  taken  up.  Roman 
stripes  have  sold  exceedingly  well  dur- 
ing the  Spring  and  Summer  season,  and 
will  continue  to  do  so  through  the  Fall. 

Greater  Yardage  Needed. 
Another  feature  that  must  not  be  lost 
sight  of  in  buying  is  that  the  new  styles 
call  for  more  material,  and  that  this 
feature  alone  means  that  a  greater  yard- 
age will  be  sold  than  during  the  past  sea- 
son, and  though  the  extremes  predicted 
in  some  quarters  will  not  materialize, 
allowance  of  from  1  yard  to  1%  yards 
must  be  made.  This  is  not  much  in  it- 
self, but  the  aggregate  means  a  big  in- 
crease with  the  manufacturer. 

Taffeta,  it  is  authoritatively  stated,  is 
to  continue  in  high  favor,  and  buyers 
are  favoring  the  yarn  dyed  silks  that 
Zurich  produces.  The  Zurich  mills  have 
received  large  orders  for  taffetas  and 
manufacturers  report  the  output  as  sold 
up  to  the  new  year. 

Taffeta  is  to  be  used  for  millinery  as 
well  as  for  dress  and  trimming  purposes. 
Taffeta  will  be  combined  with  lace  in  the 
production  of  dancing  and  dressy  gowns. 
The  taffeta  foundation  veiled  with  lace 
and  with  the  new  basque  bodice  of  the 
same  silk  is  indicated  as  the  latest  style 
development  in  dress. 

The  new  styles  in  dress  are  taken 
from  periods  when  taffela  was  worn,  and 
if  taffeta  is  accepted,  then  velvet  follows 
and  a  very  likely  combination  for  the 
coming  Winter  is  that  of  velvet  and 
taffeta.  This  combination  is  approved 
now  by  many  of  the  leading-  dressmak- 
ing houses,  and  taffeta  dresses  worn  with 
a  velvet  cape  are  a  recent  idea.  The 
velvet  corsage  is  worn  with  the  taffeta 
skirt. 

Such  I860  tints  as  dove,  grey,  pearl, 
beige,  tan  and  mastic  are  new.  though 
the  craze  for  navv   and  black  still   con- 


tinues, and  the  corsage  of  one  color  worn 
with  a  skirt  in  strong  contrast  is  also 
high  style.  At  the  French  Derby  a 
Cheruit  dress  had  the  skirt  of  French 
grey  taffeta  with  the  corsage  in  rose. 
The  tunic  was  semi  long  and  also  of 
rose  taffeta.  This  dress  was  embroi- 
dered in  silk  floss  in  varying  shades  of 
grey.  Purple  and  puce  are  other  colors 
talked  of  for  the  coming  Winter. 

Bengaline  and  Faille. 

Faille  is  to  be  popular  as  well  as 
taffeta,  and  it  is  said  that  the  leading 
couturiers  are  all  ordering  faille  in  dark 
colors.  Bengaline  is  expected  to  take 
the  place  of  faille  on  the  New  York 
market,  therefore  both  should  be  good 
here.  There  is  marked  favor  accorded 
to  striped  bengalines  botli  in  Roman  and 
fancy  stripes.  Brown  in  various  shades 
is  coming  to  the  front.  Other  leading 
colors  are  dark  blues,  Bordeaux,  mul- 
berry and  garnet,  plum  and  smoke  grey. 
This  latter  color  will  be  much  used  for 
millinery.  Here  srrey  shades  hold  a  very 
conspicuous  place. 

Tissues  In  Gold  And  Silver. 

For  evening  wear,  Paris  is  featuring 

some  wondrous  tissues  in  gold  and  silver. 
Brocades  are  showing  with  large  metal 
flowers  thrown  on  the  surface.  Cold  and 
silver  brocaded  grounds  have  large  floral 
patterns  printed  over  them.  Cloth  of 
silver  and  of  gold  is  to  be  used  for  foun- 
dations of  evenings  gowns,  and  bandings 
of  the  same  will  be  used  to  trim  both  the 
tunic  and  the  waist.  Taffetas  and  other 
silks  with  patterns  in  metal  brocade  are 
looked  upon  with  great  favor. 

Chiffon  velvets,  velvets,  and  dress1 
plushes  will  be  wanted  for  both  dresses 
and  trimming  purposes.  Many  dresses 
will  show  velvet  in  solid  colors  or  in 
fancy  stripes  in  combination  with  silk 
or  wool  materials. 


DRESS    FABRICS 


Dry  Goods  Review 


"By  these  names  you  know  them*1 


f% 


MAGOG 


&<gr      Dominion  Textile  Co's 

New  Fall  Range  of 

Famous  Fancy  Fabrics 


MAGOG 


&,  & 


»« 


G.The  designs,  colors, 
patterns  and  finish 
are  better  and  more 
numerous  than  ever 
before. 


is   now    on    the 

Market 


CDon't  fail  to  see 

this    big    line    of 

"Magog"  Samples 

for  Fall  1914. 
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These  Three 
Lines  are 
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Erminette  Flannel     Rj)b  %py  Checks         Empire  Twill 

juimiiiiiiciiuiiiiiiiioiimiiiiiiniiiiiiHimciiiiiiiiiminmin 

...„*■..->■ 


Lapland  Robes 


Deutchland 
Flannel 


Monoplane  Flannel 


i 


Angora  Flannel 

Four  Big  1  1  1/c 
Lines  at   XJL/2 
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Three  w 

Leading    \J c 


German 
Flannel 


< 


Big 
Value  at 


16 


Lines  at 

Saxony  Flannel 

Meleton  Suiting 

Reversible  Saxony 
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Dominion  Textile 

Company,  Limited 

Montreal 

Your  Jobber  has  them' 
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Sheer  Transparent  Fabrics  Will  beStrong  for  1915 

Organdies,  Swisses,  Lawns  and  Voiles  Are  the  Novelties — Crepes 
Finishing  the  Season  Well  and  Will  Continue  to  be  Popular  — 
Heavier  Cottons  Needed  for  Suits  and  Separate  Skirts. 


THIS  is  the  end  of  the  season  in 
cotton  dress  goods  and  the  trade 
both  in  its  wholesale  and  retail 
branches  are  intent  only  on  clearing  out 
the  balance  of  the  Spring  line.  Crepes 
are  holding  their  first  rank  right  up  to 
the  end  of  the  season  and  there  is  little 
price  cutting  on  really  desirable  Ik  es  as 
the  majority  of  buyers  have  disposed  at 
full  value  of  the  bulk  of  their  stock  of 
high-grade  cotton  crepes.  There  are 
some  cheap  crepes  on  the  market,  but  the 
bulk  of  them  consist  of  narrow  widths 
in  printed  materials.  Crepes  have  sold 
so  freely  right  up  to  the  end  of  the 
season  that  buyers  are  including  crepes 
in  the  purchases  they  are  beginning  to 
make  for  the  season  of  1915. 

Sheer  materials  are  being  conspicuous- 
ly featured  for  the  Spring  and  Sum- 
mer seasons  of  the  coming  year.  Paris 
is  interested  in  sheer  fabrics,  and  manu- 
facturers are  including  them  in  all  their 
'new  lines.  There  is  a  widespread  belief 
that  skirts  are  to  be  wider  and  that 
flounces  and  ruffles  will  call  for  the  re- 
turn to  the  very  sheerest  effects  in  cot- 
ton materials. 

The  majority  of  buyers  favor  voiles, 
and  this  fabric  is  shown  in  the  majority 
of  ranges  and  is  given  a  high  place. 
Voiles  are  looked  upon  as  certain  both  in 
plain  and  in  novelty  effects,  and  will 
certainly  be  shown  in  many  new  effects. 

Organdie  for  Dresses. 

Organdie  has  been  used  mainly  for 
collars  and  for  waists  this  season  but 
another  Summer  this  material  will  be  in 
vogue  for  dresses.  Very  charming 
dresses  are  made  of  organdie,  but  the 
organdie  dress  when  soiled  has  to  be  sent 
to  the  cleaner,  and  moreover,  it  is  too 
frail  a  texture  to  give  good  service. 
Organdie  is  one  of  the  materials  that 
will  have  to  be  reckoned  with  and  will 
be  shown  in  plain  and  in  striped  and  in 
floral  and  novelty  plaids.  Checks  and 
stripes  will  be  strong  in  Spring  lines  and 
novelties  in  the  nature  of  checkerboard 
effects  are  being  shown. 

Thin  and  semi-transparent  weaves 
dominate  in  white  goods,  and  manufac- 
turers are  putting  on  the  market  both 
old  and  now  ideas  in  weaves  a\d  fabrics 
to  keep  the  buying  public  interested  in 
Hi  is  new  development.  The  revival  of 
organdies  has  brought  Swiss  muslins  and 
Persian  lawns  to  the  fore.  and"during 
the  Spring  of  1915  the  development  so 
far  as  can  now  be  seen  tends  in  this 
.direction. 

The  beautiful  novelties  in  crepes  and 


the  interest  they  have  created  mean  that 
crepes  will  again  have  a  high  place  in  the 
coming  Spring.  Rice  cloth  is  another 
material  that  is  expected  to  sell  again 
another  Summer. 

Street  suits  of  white  cotton  materials 
are  the  high  novelty  and  therefore  ma- 


terials that  are  of  a  firm  nature  and 
which  tailor  well  will  be  wanted  both 
for  suits  and  separate  skirts.  Therefore 
ratines,  piques,  poplins  and  various  cords 
will  be  good.  The  return  of  suits  means 
also  that  linens  will  be  more  sold  than 
for  several  seasons. 


Bigger  Yardage  Pleases  All 

Prices  of  All  Woolen  and  Worsted  Goods  Are 
Advancing,  and  Besides  it  Will  Take  More 
Material  to  Make  the  Long  Tunicked  and 
Flounced  Dresses  Put  Out  for  Fall. 


ONE  feature  that  the  manu- 
facturer, the  distributor  and  the 
retailer  are  in  accord  in  congrat- 
ulating themselves  over  is  that  the  long 
tunics,  the  flounces  and  the  pleated 
skirts  mean  that  an  increased  yardage  of 
material  will  be  wanted  during  the  com- 
ing Fall.  For  quite  a  long  period  now 
very  little  material  has  been  needed  for 
cither  dress  or  suit.  The  trade  in  all  its 
branches  has  felt  the  shortage,  hence  the 
feeling  of  satisfaction  over  the  prospect 
of  a  change  in  the  opposite  direction. 
The  reported  inci'ease  comes  from  one 
to  two  yards  for  either  suit  or  gown  and 
in  the  aggregate  Avill  mean  a  material  in- 
crease in  the  yardage  sold  in  the  coming 
season. 

Reports  from  the  New  York  market 
continue  to  emphasize  broadcloths.  The 
broadcloths  that  are  selling  have  the 
high  lustre  finish,  and  fancies  such  as 
Roman  stripes  are  sellins:  quite  as  freely 
as  the  plain  cloth.  In  this  market  so 
far,  black  has  been  the  best  seller,  to 
which  may  be  added  navy  and  crow 
blues.  Broadcloths  in  fancy  colors  are 
beginning  to  be  taken  for  evening  capes 
and  for  fancy  gowns  in  combination  with 
velvet. 

News  coming  to  hand  of  the  trend 
of  styles  in  Paris  lays  great  stress  upon 
the  quantity  of  black  materials  worn. 
Black,  and  black  and  white  are  much 
more  popular  than  colors  and  therefore 
we  may  look  for  a  big  increase  in  the 
sales  of  black  materials  in  the  coming 
season.  Broadcloths,  serges,  cheviots, 
gabardines,  zibelines,  eponges,  and  var- 
ious weaves  of  crepes  will  all  be  wanted, 
and  voile,  which  has  long  been  absent, 
is  slated  for  a  revival. 

Buyers  who  have  been  over  in  Paris 
last  month  say  that   fashions  are  yeeriag 
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round  to  modifications  of  1830  styles, 
and  that  the  colors  so  popular  then  are 
coming  to  the  front.  This  means  that 
many  shades  of  grey  and  shades  of 
brown,  will  be  good,  as  well  as  myrtle, 
olive,  garnet,  wine,  magenta,  purple  and 
puce,  also  sapphire  blue  and  various 
shades  of  yellow. 

Almost  indistinct  stripes  and  plaids, 
and  checks  in  cheviots,  gabardines  and 
other  materials  have  bren  found  very 
desirable.  Velour  cloths  are  very  pop- 
ular with   the  better  trade. 


NEW   FALL   LINES. 

MONTREAL,  Aug.  3.— (Special.) 
— A  number  of  new  lines  are 
being  shown  in  the  Fall  range 
of  cotton  prints  now  in  the  hands  of  the 
jobbers.  Among  the  flannels,  some  very 
pretty  checks  are  shown  in  medium- 
weight  material.  These  cover  a  wide 
variety  of  desitms  and  colorings,  includ- 
ing Scotch  plaids  of  many  kinds.  Some 
very  neat  designs,  especially  adapted  for 
children's  wear,  are  also  shown.  These. 
as  have  been  indicated  in  illustrations, 
have  cute  figures  and  animals,  etc.,  and 
some  carry  out  the  idea  of  reproducing 
the  characters  from  the  old-time  nursery 
rhymes.  They  should  be  popular  for 
children's  kimonos,  pyjamas,  night- 
gowns, etc. 

Several  new  lines  of  German  flannel 
are  being  offered.  These  are  heavier 
weight  goods  for  kimonos.  dressing 
gowns,  etc.  They  come  in  a  wide  variety 
<>1  floral  designs,  Dutch  patterns  and 
si  roll  and  spot  effects. 

A  new  line  of  curtain  material  or 
drapery  cloth  is  also  being  offered.  It 
is  a  yard  wide  material,  and  is  shown 
in  a  great  variety  of  floral  effects. 


DRESS    FABRICS  Dry  Goods  Review 


— and  remember,  they  must  be  in 

WORRALLS  Fast  Dyes. 

That's  a  matter  to  insist  upon  when  ordering  velveteens  for  all 
costume  purposes, — for  not  a  little  of  the  present-day  popu- 
larity of  velveteens  is  due  to  the  discovery  of  these  fast-to- 
rubbing  dyes. 

WORRALL'S 

FAST  DYES 


HAVE  MADE  "ALL  THE  DIFFERENCE,"  AND 

HAVE  ADDED  VASTLY  TO  THE  BEAUTY 

AND  UTILITY  OF 


VELVETEENS 
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DRESS     FABRICS 


2A 


"Qi,D .  BteAGH 


"Old  Bleach"  Linens 
Beautiful  Designs 

Every  pattern  an  exclusive  work  of  art. 

Finished  in  the  old-fashioned  way,  without  the  use  of 
chemicals;  they  retain  their  beautiful,  soft,  silky  flaxen 
touch — all  flax  and  no  filling. 

Neatly  Boxed  in  Sets. 

R.  H.  COSBIE  LIMITED 


IRISH  LINEN  AGENCY 


30  Wellington  St.  W. 


TORONTO 


KINGS 

Established  1775 

FAMOUS 

Sold  by  leading  jobber* 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 
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Why  Not  Open  a  Permanent 
Remnant  Dept.? 

Home  and  Colonial  Drapers  will  find  one  to  be  a  valu- 
able adjunct  to  their  business.  If  this  be  imprac- 
ticable, buy  Kemnants  for  your  Sales.  At  once  profit- 
able and  attractive. 

The  Best  House  in  the  Trade  for  these  is 

JOHN  STONES 

Shiffnall  Mills, 
BOLTON,  England 
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WOOL  SPECIAL  FINISH 
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Wholesale  Agents  for  Cnnnda  :  J.  B.  Henderson  &  Co..  Ltd. 
439  King  Street  West.  Toronto 
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DRESS    FABRICS 


Dry  Goods  Review 


For  All- Wool  and  Union  SHIRTINGS 

"LOCKTITE"  FINISH 


(Regd.) 


« 


/fee 


(Selvedge  Stamp) 


A  finish  applied  to  ALL-WOOL 

and  UNION  SHIRTINGS  which  so 

locks  the  fibres  as  to  make  them 

UNSHRINKABLE. 

SUPPLIES  A  LONG-FELT  WANT 


NO  GUARANTEE  without  the  "Selvedge" 
and  "End  of  piece"  Stamps,  facsimiles 
of     which      are        shown       at       side. 


(Stamp  at  end  of  piece) 


r 


FABRICS    DYED    AND    FINISHED  BY   BRANCHES    OF    THE    B.D.A. 
ARE  SOLD  BY  LEADING  MERCHANTS  THROUGHOUT  THE  WORLD. 

PATTERNS  showing  FINISHES  advertised  on  this  page,  and  of 
many  others,  adaptable  for  all  purposes,  with  full  particulars,  can  be 
had  on  application  to  THE  BRADFORD  DYERS'  ASSOCIA- 
TION, Ltd.  (Dept.  6),  Wells  St.,  Bradford,  and  128-129,  Cheapside, 
London,  E.C.  (Tel.  8440  Central) 


.J 


"Wulmella" 


(Regd.) 


FOR  ALL-WOOL  DRESS  FABRICS. 


A  SPECIAL  Finish  devised  to 
x  give  a  soft,  mellow  handle, 
and  a  rich  appearance  to  all-wool 
dress  fabrics.  Goods  so  treated 
tailor  well  and  drape  artistically. 

"  Wulmella  "  Finish  gives  a 
richness  to  the  Wool  which 
has  not  been  obtained  before. 


NO  GUARANTEE  WITHOUT  THE  STAMPS 

facsimiles  of  which  are  shown  below. 


REG? 

(Selvedge  Stamp) 


DY£   *    r/N/SH  GUA/?A/VTe£D    Br 

(Stamp  at  end  of  piece) 
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By  All  Means  Come  to  the  Third  Convention 

President  McNabb,  of  the  C.W.T.A.,  Issues  Urgent  Invitation  to 
Window  Trimmers,  Ad.  Men  and  Card  Writers  to  Attend  on 
August  11,  12  and  13 — Best  Convention  Yet  Held — Experts  in 
Many  Lines  Will  Give  Demonstrations. 

THE  Third  Annual  Convention  of  the  Canadian  Window 
Trimmers'  Association,  August  11,  12  and  13,  will  be  by 
far  the  most  important,  instructive  and  entertaining 
event  that  has  ever  taken  place  in  the  three  years'  history 
of  the  Association. 

The  programme  is  the  best  that  has  ever  been  arranged, 
and  it  will  be  carried  out  to  the  letter.  On  it  appear  more 
prominent  names  than  have  ever  appeared  on  any  former 
programme.  And  every  man  whose  name  appears  upon  this 
1914  programme  is  a  leader  in  his  line  and  his  name  is  known 
by  all  trimmers  from  coast  to  coast.  He  will  absolutely 
appear  in  person  before  the  Convention,  as  well  as  several 
local  Toronto  men  who  will  deliver  "Surprise  Talks"  on  sub- 
jects of  much  concern  to  every  member  present. 

Boys,  I  tell  you  in  all  sincerity  that  the  programme  is  full 
of  "ginger" — red  hot  ideas  that  the  Window,  Card  and  Ad. 
man  wants  in  his  daily  routine  of  work. 

Preparations  are  now  being  made  for  the  varied  and 
numerous  demonstrations.  Materials  and  fixtures  of  all 
kinds  will  be  at  hand,  and  there  will  be  no  avoidable  delays. 

The  official  programme  accompanies  this  issue  of  Dry 
Goods  Review.  Look  for  it.  Scan  the  names  of  the  distin- 
guished speakers  and  demonstrators.  Resolve  to  come,  for 
in  three  days  you  will  receive  at  this  convention  more  pressed- 
up  knowledge  on  your  own  work  than  it  would  take,  other- 
wise, years  to  procure. 

To  the  officers  of  the  Association,  who  have  done  so  much 
to  make  this  meeting  a  success,  the  greatest  credit  is  due. 
They  have  worked  hard  and  conscientiously  in  the  face  of 
adverse  circumstances.  They  are  busy  men,  yet  they  have 
given  their  time  willingly  to  make  the  third  annual  conven- 
tion a  huge  success. 

We  want  300  members  out.  Will  you  help  make  that 
number?  Every  window,  card  and  ad.  man  should  appre- 
ciate what  they  have  done. 

I  invite  you  to  come  and  meet  in  convention  with  us, 
whether  member  or  not,  and  furthermore,  I  assure  you  that 
your  time  will  be  well  and  very  profitably  spent. 

Meet  us  at  Victoria  Hall,  Queen  St.  E.  and  Bond  Street. 
Come!   Come!   Come!   By  all  means  come! 
Yours  Very  Sincerely, 

J.  A.  McNABB. 
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French  Wax    Figures 

The  acme  of  perfection,  at  minimum  cost 


If  it  is  your  desire  to 
make  your  Fall  window 
and  department  displays 
more  attractive  and  sales 
productive  than  ever  be- 
fore, a  splendid  method  is 
to  order  a  few  Hall-Bor- 
chert  Wax  Figures.  They 
fire  the  last  word  in  dis- 
play forms — the  real  min- 
eral wax,  real  hair  done 
up  in  attractive  and  latest 
coiffures,  the  dignified 
lifelike  features  of  the 
face,  the  molding  of  the 
form  to  conform  accur- 
ately with  the  latest  style 
— all  these  and  several 
other  features  embodied 
in  Hall-Borchert  Wax  Fig- 
ures will  mean  the  best 
possible  display  of  your 
gowns. 


We  are  expecting  you  to 
drop  in  and  see  our 
range — one  of  the  largest 
in  Canada — when  you  are 
at  the  Window  Trimmers' 
Convention  and  at  the 
Exhibition.  Make  our 
showrooms  at  41  Lombard 
Street  your  headquarters 
while  in  the  city. 


Send  for  new  catalogue  of  display  forms,  manufacturers'   models,  wax  figures,  wooden  and  brass 
fixtures — the  newest  and  latest  designs. 

HALL-BORCHERT  DRESS  FORM  CO. 

41  Lombard  St.  TORONTO 
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Canadian  Window  Trimmers'  Association 


Third  Annual  Convention 

VICTORIA  HALL 

TORONTO 

TUESDAY,    WEDNESDAY,    THURSDAY, 
August  11,  12,  13,  1914 


TUESDAY,  AUGUST 
11th 

10  A.M.— Address  of  Wel- 
come. 

President's  address  and 
report  of  Sec'y-Treas. 
Announcement  of  prize- 
winners. 

11  A.M.  to  12  A.M.- 

Address  —  Advertising 
in  connection  with  Win- 
dow Display. 

— By  A.  E.  Hurst.  Manager  of  Econ- 
omist  Training   School. 

2  P.M.  to  3  P.M.- 

Demonstration :  —  Ala- 
bastine  and  its  uses  for 
backgrounds  and  other 
decorative  purposes. 

— By  an  Expert  Decorator  from  the 
Manufacturers. 

3.30  P.M.  to  4.30  P.M.— 

Demonstration  of  Men's 
Wear  Displays. 

By  Mr.  John  L.  Loock,  of  the  Mc- 
Farlane   Clothing  Co.,   Rochester,   Pa. 


WEDNESDAY, 
AUGUST  12th 

9.30  A.M.  to  10  A.M.— 
General  business.  Nom- 
ination of  officers. 

10  A.M.  to  12  A.M.— 
Demonstration   of  New 
Drapes. 


— By    Thos.    A.    Knapp. 
Taylor,    New    York. 


of    Lord    & 


2.00  P.M.  to  3.00  P.M.— 
Demonstration  and  Lec- 
ture on  Electrical  Ap- 
pliances for  Window 
Trimmers'  use. 

—By  Mr.  A.  J.  Edgell,  President  of 
Greater  New  York  Display  Managers 
and   Window   Trimmers'   Association. 

3  P.M.  to  4. 30  P.M.- 
Stereopticon      Lecture, 
entitled  ''The  Value  of 
the  Window  Trimmer's 
Work." 

5  P.M.— Election  of  Offi- 
cers. 

7 .  30  P.M. — Banquet  and 
Presentation  of  Prizes. 


THURSDAY,     AUGUST 
13th 

9.30  A.M.  to  10.30  P.M.— 
Lecture,  entitled  "Effi- 
ciency of  the  Show 
Window." 

— By  Mr.  Thos.  A.  Knapp,  of  Messrs. 
Lord  &   Taylor,   New   York. 

10.30  A.M.— Cardwriting 
Demonstration. 


Afternoon  will  be  devoted 

to  motor  ride  around 

city     and     visits 

through  stores. 


A.  J.  Edgell.  Subject:  "Electrical  Devices  of  Service  in  Window  Trimming."  Mr.  Edgell  is  in 
charge  of  the  window  display  department  of  the  Society  for  Electrical  Development,  with  headquarters 
in  New  York.  He  is  also  the  President  of  the  Greater  New  York  Display  Managers  and  Window  Trim- 
mers' Association.  He  has  made  arrangements  with  the  Toronto  manufacturers  and  jobbers  of  electrical 
equipment  so  that  he  can  demonstrate  his  talk  with  actual  electrical  devices.  This  is  an  unusual  demon- 
stration, and  one  of  great  instructive  value. 

J.  E.  Loock.  Subject:  "Essential  Details  in  Trimming  a  Correct  Men's  Wear  Display."  Mr.  Loock 
is  window  dresser  for  trie  McFarlane  Clothing  Co.,  Rochester,  N.Y.  He  is  an  adept  in  the  display  of  all 
kinds  of  men's  wear  and  lias  made  a  special  study  of  the  subject  of  arranging  merchandise  with  their 
proper  relation  to  each  other. 

Thos.  A.  Knapp.  Subject:  "The  Kfliciency  of  the  Show  Window."  Mr.  Knapp  is  with  the  Win- 
dow Trimming  Department  of  Lord  &  Taylor,  New  York.  He  is  also  an  expert  in  dress  goods  draping. 
;iik1  will  supplement  his  lecture  with  actual  draping  demonstrations. 

A.  E.  Hurst.  Subject:  "The  Value  of  (he  Window  Trimmer's  Work."  This  stereoptieon  lecture  will 
show  windows'  from  the  leading  cities  of  the  United  States  and  Canada.  About  fifty  slides  will  supple- 
ment the  talk. 


66 


EQUIPMENT   AND   DISPLAY 


Dry  Goods  Review 


Use   the  Taylor -Made   Racks  and 

HotirrPrC      ^or  Ladies'  Suits,  Coats  and  Skirts,  Men's  Suits  and  Over- 
Jrj.<illiitl  O     coats,  Boys'  Suits  and  Overcoats.     They  keep  your  stock  in 

saleable  shape  and  do  not  cost  a  lot  of  money. 
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No.    3    Circle    Ra*'k 

Au  entirely  new  Revolving  Rack,  beautiful  copper  finish, 
eight  feet  of  hanging  space.  Circle  head  revolves  on  ball 
bearings. 

f>8  in.   from   floor   to   cirrle. 

Will   carry   a   load   of  500  pounds   and    revolves    with   ease. 
$11.50. 


Model    D    Single   Bar    Rack 

Made     of     1  >  ■_.  inch     polished     steel     tubing,     gilt     fittings,     ball 
socket    rollers. 

6  feet   long,  2   posts    $  8.00 

s  feet   long,  3  posts    9.00 

10  feet   long,   3   posts    10.00 

$2.00  extra   for  oxidized   finish. 


..       .,.,.„     ,-.       ,  ■      .,        „   .,    „  .  No.    t'00.     Combination    Coat    and    Skirt 

No.  ;^3IB — Combination    Suit    Hanger,  in-  ,,  „    .   , 

serted    trouser   bar    $7.50  per  100       "  nig.er,   wax   finished.  .  .$12.00  per   100 

No.  33— Same  without  bar    (1.50  per  100 

No.  33IB— Boys'.    15    inches    wide 7.50  per  100 

No.  39B— Overcoat   Hanger,    with    insert-  i,  Mode,  A  Double  Bar 


ed    bar    for   extra    size   suit> 


8.50  per  100 


No.  39 — Same   without  bar    7.50  per   100 


No.   321.    Combination    Suit   Hanger,    in- 
serted   liar,   stained   and   waxed, 


$5.00    per    100 


Racks 


Made    of    Polished    Steel    Tubing, 
no   paint,  no  rust. 

6  feet   long,  4   posts    $  9.00 

ti    feet    long,   6    posts    10.50 

S  feet   long,   R   posts    11.50 

10  feet   long,   6   posts    12.50 

Maile   of   Oxidized    Steel    Tubing 
$2.50   extra    to    above   prices. 

Men's  Suit  Rack  5  feet  high 
Ladies'  Rack  6  feet  high 

MAIL  YOUR 

ORDER 

TO-DAY 


No.    10 


The  Taylor  Mfg.  Co., 


HAMILTON, 
CANADA 
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Drape 


Trimming  Window  of 

Full  Form  and  Novelty  Drapes  Play  an  Important 
Part  in  Moving    Merchandise    Under    Present-Day 

Conditions — New  Styles  Can  Be  Shown  in  Windows 
Long  Before  Garments  Are  in  Stock. 

Second   of  special  articles  written   fur  The   Review   by  C.  J.   Nowak, 

New    York. 


THE  merchants  of  to-day  arc  beginning  to  realize  the  great  possibility 
of  the  window  display  for  the  moving  of  merchandise.  Not  only 
arc  the  windows  trimmed  daintily,  hut  there  are  other  features  such 
as  full  form  draping  and  novelty  displays  that  are  taking  the  place  of  the 
over-crowded  displays  of  yesterday.  The  display  manager  of  to-day  does 
not  wait  for  the  Fall  and  Spring  opening  to  show  his  ability  and  artistic 
temperament,  instead,  he  features  the  special  styles  as  advocated  by  his 
pattern  department,  which  he  effects  to  advantage  by  plateaus  and  special 
unit  settings  with  appropriate  foliage.  The  national  holidays  have  their 
consideration  too,  and  as  a  result  the  store's  front  ten  months  of  the  year 
reflect  the  newest  fashions. 

STYLES,  ACCESSORIES  AND  COLOR  HARMONY. 

The  successful  display  manager  of  to-day  must  not  only  be  a  good 
display  man,  but  he  must  study  styles,  and  the  accessories  to  be  worn  with 
them.  lie  must  be  thoroughly  conversant  with  color  harmony,  so  that 
his  arrangement  of  goods  in  the  windows  and  interior  of  the  store  will  be 
shown  to  their  greatest  value.  In  other  words,  the  display  manager's 
position  of  to-day  is  one  of  art,  science  and  versatility,  and  the  man  who 
thinks  he  can  bluff  his  way  is  only  trying  to  fool  himself,  as  the  day  of 
bluff  is  past. 

GIGANTIC  FASHION  BOOK. 

The  store  of  to-day  is  a  gigantic  fashion  book,  as  every  woman  is 
interested  in  styles,  and  the  store  that  shows  the  styles  in  merchandise  to 
best  advantage  naturally  gets  the  greatest  prestige.  The  display  manager 
that  can  do  full  form  draping  is  the  man  that  will  build  business  fastest 
for  his  employer,  as  every  woman  is  interested  in  knowing  what  the  length 
of  sleeves  will  be — the  style  of  the  waist,  and  volume  of  the  skirt — the 
newest  thing  in  millinery,  etc.  These  points  of  interest  can  be  shown  in 
full  form  draping  long  before  the  Ready  To  Wear  section  have  stocked 
the  new  garments. 

It  is  an  excellent  policy  to  advertise  the  store's  knowledge  of  styles  by 
this  method,  and  if  systematic  displays  are  featured,  the  store  will  be 
looked  forward  to  for  other  lines  of  merchandise  besides  wearing  apparel, 
since  your  store  will  be  the  first  in  the  customer's  mind,  having  been  associ- 
ated so  closely  with  the  newest  advance  styles  which  are  evermost  in 
feminine  thought. 

A  good  point  for  every  merchant  is  the  fact  that  fine  writing  and  a 
.  graceful  flow  of  language  are  a  help  in  advertising,  but  the  values  of  the 
merchandise  arc  really  what  counK  and  so  is  it  with  your  window  dis- 
plays: no  business  will  be  any  better  than  your  best  arrangement  of  mer- 
chandise. 

Displays  should  never  be  left  in  the  window  over  a  week,  and  with 
fine  materials  a  change  twice  a  week  would  be  more  effective  and  also 
guard  againsl  damage  to  the  materials  from  fading. 

Full  form  draping  should  be  closely  linked  with  newspaper  advertis- 
ing to  get  the  best  results.  A  most  interesting  story  can  be  advertised 
about  the  drapes  on  display,  and  results  will  be  more  than  you  would  hope 
for. 

SOLD   OUT    IN    TWO    PAYS. 

As  an  illustration,  a  merchanl  had  a  lot  of  wool  goods  on  his  shelf 
that  did  not  sell.  While  the  quality  was  of  the  best  it  was  impossible  to 
create  a  desire  on  the  part  of  the  public  to  purchase.  The  material  was 
draped  over  forms  both  in  the  windows  and  in  the  dress  goods  section, 
and  almost  instantly  they  started  to  move  and  in  two  day-'  lime  were 
entirely  disposed  of.'  and 'they  had  many  calls  for  the-e  goods  after  they 
were   all   none.  p 

Styles  when  incorporated  into  merchandise  are  irresistible ;  in  Fact  it  s 
what  the  public  i<  looking  for.  The  merchant  that  gives  the  public  what 
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Twentieth  Century 

No  Business  Will  Be  Better  Than  Best  Arrangement 
of  Merchandise — Four  Drapes  of  Inexpensive  Cotton 
Materials  That  Illustrate  Styles  Women  Want  to 
See. 

it  wants,  is  the  successful  man,  and  the  show  window  is  the  logical  place 
to  make  these  arrangements. 

Novelty  drapes  are  of  great  interest,  because  styles  have  been  very 
novel  and  odd  for  past  seasons,  and  drapes  of  this  character  give  the  win- 
dows a  change  of  atmosphere  after  so  many  years  of  constant  "Tee"  stand 
drapes,  which  do  not  give  enough  variety. 

FOUR  ILLUSTRATIVE  DRAPES. 

The  four  accompanying  drapes  will  show  what  can  be  accomplished 
in  full  form  draping  with  inexpensive  cotton  materials.  But  to  obtain  the 
greatest  perfection  in  this  work  it  is  absolutely  necessary  to  have  a  form 
that  is  specially  constructed. 

The  materials  range  from  12^2  to  30c.  a  yard.  For  this  class  of  work 
it  is  recommended  to  use  two-seven  yard  lengths  of  material.  One  length 
is  used  for  the  skirt  and  one  length  is  used  for  the  waist. 

DRAPE  NO.  1  is  arranged  by  covering  the  skirt  form  starting  end  at 
the  base  and  covering  smoothly  to  the  waist  line.  Turn  back  the  material 
on  an  angle  of  45  degrees  which  forms  an  end  which  is  arranged  around 
the  waist  line  in  graduated  pleats  which  gives  the  desired  fulness. 

TUNIC   EFFECTS. 

The  tunic  effects  are  arranged  by  applying  lace.  This  can  lie  basted 
on  the  form.  Next  cover  short  sleeves  with  the  ends  of  our  second  length. 
Then  form  two  ends  by  folding  the  material  next  to  each  sleeve.  These 
ends  are  brought  over  the  shoulders  and  arranged  around  the  waist  line. 

Then  attach  the  sleeves.  Girdle  and  bow  and  cuffs  of  lace  with  lace 
collar  complete  the  drape. 

DRAPE  NO.  2  is  arranged  by  draping  the  skirt  with  the  ends  of  the 
goods  starting  at  the  waist  line  and  arranging  the  folds  as  shown  in  the 
illustration.  Cover  the  form  smoothly  to  the  base  and  turn  under  the 
material,  which  finishes  the  skirt  at  this   point. 

The  waist  is  a  kimono  sleeve  effect  which  is  draped  by  fastening  the 
ends  of  our  second  piece  of  material  through  the  back  of  the  form  through 
openings  in  the  shoulder  and  through  the  interior  of  the  sleeves. 

Open  up  the  material  and  turn  back  the  raw  end  about  six  inches. 
This  is  placed  over  each  shoulder  and  arranged  around  neck  in  a  collar 
effect  which  is  further  held  by  a  basting  thread  gathered  around  the  neck. 
Buttons  and  girdle  and  cull's  of  sheer  material  complete  the  drape. 

USING   CURVED    CARDBOARD. 

Drapes  :>  and  4  are  arranged  by  covering  the  skirt  starting  the  ends 
of  one  piece  of  material  at  the  waist  line  and  covering  the  form  to  the 
base.  The  curved  effect  at  the  base  on  drape  No.  3  is  arranged  by  using  a 
piece  of  curved  cardboard,  the  material  beinu  folded  underneath  and 
fastened  to  the  base  of  the  form. 

Tunics  are  then  arranged  by  bringing  around  the  balance  of  the 
material  and  arranging  as  shown  in  illustrations. 

The  waist  is  next  arranged  by  using  three-quarter  sleeves  which  are 
covered  with  each  end  of  our  second  piece  of  goods.  Form  ends  by 
doubling  the  material  near  the  sleeves  and  bringing  over  each  shoulder. 

The  ends  formed  are  arranged  around  the  waist  line,  then  fasten  the 
sleeves  to  the  form. 

In  drape  No.  3  the  raglan  effect  is  formed  by  bringing  the  material 
which  covers  the  sleeve*  over  the  shoulders. 

The  vest  in  drape  four  is  obtained  by  cutting  one-eighth  of  a  yard  of 
material  and  arranging. 

Lace  and  collar,  cuffs  and  girdle,  complete  the  drapes. 

Your 8  very  truly, 


jr\ 


Drape   4. 


Drape  3. 


Window  Trim  for  Fall  Openings 


Artistic  decorative  scheme  produced  in  the  window  of  James  A.  Ogilvy  &  Sons,  Montreal. 
The  central  background  shows  a  scenic  effect,  flanked  by  pillars  with  plaster  of  Paris  figures 
and  surmounted  by  a  pergola,  while  at  the  sides  is  trellis  work  over  which  there  is  a  covering 
of  vines  and  foliage  in  autumn  tints.  Brown  is  the  predominating  color-note  throughout. 
Trimmed  bv  B.  Dickson. 


Autumn    Foliage    for    Fall   Opening   Windows 

Brown  Shades  are  Expected  to  Predominate — Manufacturers  are 
Producing  Some  Very  Realistic  Lines — Idea  Seems  to  be  to  Give 
the  Seasonable  Impression  without  overshadowing  the  Goods  and 
Styles. 


THP]  I^all  openings  mark  one  of  the 
red  letter  events  of  the  year  in 
the  life  of  the  window  dresser  and 
just  now  the  men  who  arrange  the  pub- 
lic fashion  shows  are  laying'  their  plans 
for  the  inauguration  of  the  next  season 
and  the  showing  of  Fall  and  Winter 
styles  to  the  best  advantage. 

To  forecast  definitely  the  nature  of 
the  displays  would  be  giving  away  indi- 
\idual  ideas — if  they  could  be  obtained 
— for  window  decoration  is  largely  a 
matter  of  individuality  so  far  as  the 
details  are  concerned  and  each  display 
has  something  about  it  that  will  be  diff- 
erent from  any  other;  even  the  same 
scheme  handled  by  two  different  men 
would  be  considerably  different  In  the 
general   effect. 

Rut  while  it  is  impossible  to  give  de- 
finite outlines  of  actual  displays  there 
are  certain  general  ideas  regarding  the 
Fall  decorations  which  are  to  lie  obtain- 
ed after  discussing  the  matter  with 
prominent  men  in  the  window  dressing 
ari  and  which  have  their  significance  in 
their  relation  to  the  tendencies  of  pre- 
vious years. 


The  predominating  feature,  of  course, 
of  the  Fall  displays  will  be  foliage  in 
Autumn  tints  in  which  browns  and  tans 
will  be  strong  and  in  which  there  will 
be  relieving  touches  of  colors  in  flowers, 
fruits,  etc.,  for  the  most  part  it  will  be 
sprays  and  branches  of  brown  leaves. 
Manufacturers  have  apparently  been 
giving  some  special  attention  to  the 
manufacture  of  material  of  this  kind 
and  the  result  has  been  that  there  are 
now  imitations  being  offered  which  it 
would  be  almost  impossible  to  tell  from 
the  real  works  of  nature — and  there  is 
nothing  which  could  be  introduced 
which  would  so  emphatically  and  direct- 
1\  give  the  desired  impression  and  effect 
in  the  background. 

There  is  a  wide  variety  of  ways  in 
wdiich  the  foliage  can  be  used — this  is 
where  the  individuality  of  the  window- 
dresser  comes   in,   but   the   general    fcen- 

AT    C.W.T.A.    CONVENTION. 
"Alabastine   and  Its  Uses   for   Back- 
grounds    and     Other     Decorative     Pur- 
poses."       Tuesday.     Aug     11,    2-3  p.m. 
See  full  program,  page  66. 
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dency  seems  to  be  to  get  away  from  the 
over-elaborate.  There  are  some  window 
dressers  who  take  the  stand  that  there 
should  be  practically  nothing  in  the  way 
of  a  background  and  that  the  goods 
themselves  only  should  be  shown— but 
even  they  would  not  go  so  far  as  to  eli- 
minate the  touches  of  realism  which  can 
be  simply  placed  behind  a  style  display 
of  a  season  and  without  which  the  whole 
desire    of   the    effect    would    be    lacking. 

However,  there  is  such  a  thing  as  mak- 
ing the  background  so  elaborate  that  the 
goods  may  not  be  given  the  full  effect  of 
the  display.  The  tendency  for  the  Fall 
displays  this  year  seems  to  be  to  make 
the  background  fit  into  the  picture  but 
not  to  obtrude  itself — with  this  idea  in 
view  there  is  opportunity  for  the  effec- 
tive arrangement  of  trellis  work,  per- 
golas,  etc..  upon  which  the  foliage  makes 
a  natural  display  and  where  wood  is  ex- 
posed the  advice  would  be  to  use  circas- 
sion  or  some  wood  which  can  be  stained 
to  that   shade. 

In  the  window  shown  in  the  accom- 
panying  photograph  is  given  an  idea  of 
an  effective  arrangement  of  trellis  and 
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Wea    re-look    i   n   g 


mm   mm    •  ••    ci  m    h#    •  •■ 

f    o    r       y    o    u 

(TYPE   VS.  TELEGRAPH) 


THOUGH  ticked  off  by  dots  and  dashes  with  the 
Morse  code  over  the  G.N.W.  wires,  this  could  not 
convey  a  more  direct  message  to  you 
— no  chance  for  the  words  to  run 
together,  no  chance  for  the  operator 
to  send  the  message  so  that  it  would 
be  misinterpreted  at  the  other  end  of  the 
wire.  This  message  was  given  by  us,  set 
in  type  and  O  K'd  by  us — we  mean  it;  we 
are  looking  for  all  the  live  window  trim- 
mers in  Canada  at  the  Canadian  Window 
Trimmers'  Convention  held  at  Toronto  on 
11th,  12th  and  13th  of  August,  and  more 
than  that,  we  are  looking  for  a  call  from 
them  at  our  show  rooms,  where  we  are 
exhibiting  a  very  fine  range  of  display 
fixtures,  drapery  forms  and  wax  figures. 

WE  ARE  LOOKING 
FOR  YOU. 

Come   and  learn   all  about  modern   Display 

Fixtures — no  need  to  come  prepared  to  buy. 

Come  and  see. 


DALE  and   PEARSALL 

106    FRONT    STREET   EAST,   TORONTO 
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pergola  impression,  which  used  with  the 
gowned  figures  gives  an  outdoor  savor. 
The  introduction  of  the  plaster  of  Paris 
figures  is  an  elaboration  which  does  not 
greatly  add  to  the  effect  and  might  find 
the  criticism  in  some  quarters  of  being 
unnecessary  and  likely  to  detract  from 
the  gowns  which  it  is  desired  to  bring 
first  to  the  attention,  however,  there  can 
be  no  doubt  but  that  there  is  an  em- 
phatic advantage  from  the  artistic  stand- 
point. 

For  outdoor  scenes  the  effect  can  be 
heightened  by  the  introduction  of  an  imi- 
tation eemenl  walk  using  dark  green  as 
a  contrast.      One  manner  of  making  the 


imitation  cement  is  by  finishing  the  sur- 
face with   line  marble  chips. 

The  arrangement  of  the  garments, 
hats,  etc.,  themselves,  is  another  matter 
depending  very  much  upon  the  indivi- 
dual taste  of  the  window  dresser,  but  it 
will  be  well  to  exercise  care  in  not 
crowding  the  units.  When  it  is  desir- 
able to  attract  particular  attention  to 
a  few  objects  then  show  those  few  ob- 
jects and  nothing  else.  One  might  go  so 
far  as  to  argue  that  if  the  passerby  gives 
a  certain  amount  of  attention  to  a  win- 
dow, the  amount  of  attention  given  to 
a  certain  feature  of  the  display  will  de- 
pend upon  how  many  other  displays 
there  are  to  distract  attention. 


When  and  How  to  Advertise 


The  question  of  whether  the  advertis- 
ing appropriation  should  be  on  a  fixed 
or  decided  by  sales  percentage  was  one 
ot  the  problems  dealt  with  by  W.  A. 
Holt,  advertising  manager,  Bullock's, 
Los  Angeles,  who  took  a  firm  stand  in 
favor  of  spending  in  proportion  to  the 
store's  turnover  —  although  generally 
speaking  his  remarks  referred  to  the 
store  with  a  big  advertising  campaign  to 
handle. 

Mr.  Holt  favored  a  percentage  fixed 
and  definite,  but  which  was  at  the  same 
time  elastic  and  permitted  of  changing 
the  appropriation  to  suit  changing  con- 
ditions while  the  fixed  sum  might  prove 
a  serious  handicap. 

"Supposing  that  the  advertising 
manager  (in  the  case  of  a  fixed  appro- 
priation) has  spent  his  appropriation 
according  to  its  distribution  up  to  a 
given  time,  supposing  some  very  impor- 
tant merchantdise  feature  comes  up  that 
needs  extra  publicity.  He  knows  that  he 
will  need  what  remains  of  the  fixed  sum 
for  the  regular  advertising  throughout 
the  remainder  of  the  year,  and  he  is 
either  called  upon  to  neglect  this  special 
feature,  give  it  inadequate  space  and 
consequently  get  inadequate  results,  or 
he  is  forced  to  plead  for  an  extra  appro- 
priation. 

"This  condition  of  special  advertis- 
ing is  constantly  coming  up  in  progres- 
sive merchandising,  and  the  more  often 
repeated  the  more  the  handicap  in  the 
case  of  the  fixed  sum.  On  the  other 
hand  the  percentage  basis  permits  of 
meeting  the  conditions  as  they  arise. 
Again  the  percentage  idea  fits  into  the 
general    idea    throughout   the    store    and 

AT   C.W.T.A.    CONVENTION. 
"Efficiency   of   the    Show   Window," 
by  Thomas  A.  Knapp,  of  Lord  &  Taylor, 
New  York.     See  program,  page  50. 


places  advertising  in  relation  to  sales, 
deliveries,  exchanges,  and  other  de- 
partments. 

Advance  Sales  the  Basis. 
"The  percentage  should  certainly  be 
based  upon  the  expected  sales  for  the 
ensuing  year;  if  based  on  the  previous 
vear  it  would  be  a  percentage  in  one 
sense,  but  really  a  fixed  sum.  The  ap- 
propriation should  fluctuate  with  the 
business. 


AT    C.W.T.A.    CONVENTION. 

Stereoptican  lecture  on  "The  Value 
of  the  Window  Trimmers'  Work,"  show- 
ing views  of  finest  windows  in  America. 
See  program,  page  50. 


"For  the  first  year's  appropriation  it 
is  my  belief  that  the  amount  should 
fluctuate  downward  until  a  certain  per- 
centage has  been  reached  that  is  in  the 
judgment  and  the  experience  of  the  or- 
ganization the  percentage  to  be  main- 
tained. In  cases  that  are  within  my 
knowledge  that  appropriation  has  been 
reduced  50  per  cent,  within  ten  years. 
To  my  mind  the  appropriation  should  be 
capable  of  fluctuation  during  times  of 
business  depression. 

"During  such  times,  the  appropriation 
whether  a  fixed  sum  or  a  percentage 
should  be  expanded — in  order  to  make 
possible  the  extra  efforts  necessary  to 
meet  the  extraordinary  conditions. 
"Accepting  the  percentage1  of  the  first 
year  to  he  5%  of  the  expected  sales, 
there  are  businesses  that  have  dropped 
gradually  to  4%,  3%,  2V2%,  2%,  V  •/'; . 
and  I  understand  that  there  are  busi- 
nesses which  have  an  immense  and  suc- 
cessful turnover  on  an  appropriation  as 
little  as  1';.     But  if  a  business  with  an 


appropriation  of  1%  can  increase  the 
volume  of  trade  in  the  same  premises  by 
expending  2%  then  it  would  be  a  wise 
increase." 

The  address  concluded  with  an  ap- 
peal for  organization  among  retail  ad- 
vertising men. 

"A  store's  advertising  should  appear 
as  regular  as  its  front  door  opens.  No 
one  would  think  it  advisable  to  ask 
whether  a  store  should  open  every  other 
day,  or  once  in  a  while.  The  advertis- 
ing of  a  store  is  an  integral  part  of  the 
store  itself.  To-day  it  may  have  only 
a  few  words  to  say;  to-morrow  it  may 
have  news  of  big  importance  which 
takes  longer  in  the  telling  and  on  this 
depends  the  size  of  the  advertisement. 


HINTS  TO  TRIMMERS 

COLOR  COMBINATIONS  IN 
POSTERS. 

AN  experiment  made  recently  in 
Leeds,  England,  is  of  value  both 
to  the  advertising  and  to  some 
extent  also  to  the  trimming  department. 
This  experiment  had  for  its  object  a 
practical  test  as  to  the  relative  legibility 
at  a  distance  of  various  color  combina- 
tions. Posters,  each  consisting  of  the 
same  combination  of  letters,  were  used, 
and  the  following  color  combinations: 
1.  black  on  yellow;  2,  green  on  white;  3. 
red  on  white;  4,  blue  on  white;  5,  white 
on  blue;  6,  black  on  white;  7,  yellow  on 
black;  8,  white  on  red;  9,  white  on  green; 
10,  white  on  black;  11,  red  on  yellow; 
12.  green  on  red;  13,  red  on  green. 

The  test  was  made  in  an  open  field, 
which  had  been  measured  out  into  yards 
marked  with  little  flags,  and  80  persons 
were  employed  in  the  working  of  it  out. 
Each  individual  was  given  a  printed 
card  on  which  to  record  results,  and  the 
whole  crowd  was  collected  at  a  distance 
too  great  for  the  longest-sighted  to 
read  even  a  letter.  Each  combination 
was  shown  in  turn,  and  as  they  walked 
towards  it  each  person  recorded  upon 
their  cards  the  distance  at  which  the 
whole  of  the  colors  became  legible. 

The  results  were  duly  corrected  for 
eyesight  so  as  to  bring  the  results  of  all 
the  observers  to  one  standard,  irrespec- 
tive of  the  relative  power  of  general  dis- 
tance vision,  and  the  above  table  shows 
the  average  Legibility  of  the  combina- 
tions named,  as  given  above. 


AT    C.W.T.A.    CONVENTION. 

'Advertising  in  Connection  With 
Window  Display,"  by  A.  E.  Hurst.  Re- 
member the  dates — Aug.  11,  12  and  13 — 
ili  Toronto     See  program,  page  50. 


EQUIPMENT  AND  DISPLAY 


Dry  Goods  Review 


No.  11C. 


No.  993. 


We  extend  a  cordial  invitation  to 
all  Window  Trimmers  attending 
the  annual  convention,  to  make 
our  showroom  their  rendezvous. 


Our  premises  are  centrally  situ- 
ated, 2  doors  east  of  the  Princess 
Theatre,  and  just  a  few  steps  west 
of  the  Prince  George  Hotel. 


Our  new  line  of  artificial  vines,  flowers,  Fall  and 
Christmas  decorations  will  be  of  interest  to  you. 


No.  1136  Glass  Shelf  Fixture 


No.  1141. 


No.  1239  B. 


m 


No.  886. 


CLATWORTHY    &    SON,     Limited 

"The  Largest  Manufacturers  of  Display  Fixtures  in  Canada" 

161  KING  ST.  WEST 

TORONTO 


ESTABLISHED  1896 


INCORPORATED  1908 
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A   message   to  merchants 


Send  your  window 

trimmer  to  the  C.W.T.A. 
Convention 

August  11,  12  and  13,  1914,  at  Toronto 

"THE  MAN  WHO  DOES  NOT 
PUSH  GETS  PUSHED." 

Apply  this  thought  to  business.  You 
will  see  that  it  has  "TRUTH."  You 
are  obliged  to  push  for  your  business 
— we  have  to  push  for  ours. 

We  are  headquarters  for  merchants' 
requirements  in  forms,  figures,  fix- 
tures, etc.,  and  we  can  render  you  very 
best  service  on  your  purchases  in  lines 
up-to-date — at  a  reasonable  price. 

We  cordially  invite  every  window  trim- 
mer and  merchant  to  drop  in  and  we  will 
be  phased  to  show  you  through  our  most 
complete  stock. 

A.  S.  Richardson  &  Company 


99  ONTARIO  ST. 


The  oldest  and  still  the  best  Wax 
Figure  Manufacturers  in  Canada 


TORONTO 


PUTNAM'S  IMPROVED  CLOTH  CHART 


".ice  $12.50 

Delivered  Free 

f  Dtitv  8.  d  Express 


Wit    SHOWS    th>^ 


in     bolts 
of  cloth,  or  rib- 
bon,     lace      or 
embroidery.     We 
send    it    on    ap- 
proval,       FKK1C 
of     all     expense 
to  you,  for  com- 
parison    with     any    device     which    you    may    be    using,    or   so    that    you 
may    satisfy    yourself    whether    this    sort    of    thing   may    be    satisfactorily 
done.     Our  machines   are   used   in   over  20.000  stores.     Let  us  show   you. 
A    larger    illustration    and    particulars    sent    on    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store    Fixtures. 

WRITE    FOR  CATALOGUE  — 

H.  L  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 
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iiiiiiiiiii'iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


/-.  n  ■  c  i  •'"j't>''fTfT^mt'*^.i£'-'-"7- 


NO  matter  how  many  dozens,  hundreds  or  thou- 
sands of  people  pass  your  Store  daily,  only  those 
who  ENTER  your  Store  pay  your  dividends.  The 
sidewalk  in  front  of  your  Store  may  show  the  wear 
of  countless  footsteps,  but  the  story  of  your  business 
is  only  told  by  the  wear  your  threshold  shows. 

In  wet  weather  foot-steps  dirty  up  your  vestibule 
— but  each  one  represents  money-dirt  to  you.  Janitor 
service   isn't   expensive.      LACK   of   business   is. 


Kaw 

STORE  FRONTS 


Highest  Store  Front  Development 

Merchants  in  every  section,  state  and 
town  are  adopting  KAWNEER  STORE 
FRONTS  to  modernize — to  increase  their 
businesses.  Competition  of  to-day  demands  that 
every  means  of  advertising  and  selling  be  pressed 
to  the  limit.  During  the  past  eight  years 
30,000  Merchants  have  placed  their  confidence  in 
KAWNEER  STORE  FRONTS  to  make  sales  and  to 
satisfy  yourself  of  their  success,  see  if  you  can  recall 
of  ever  having  seen  a  "Bankrupt,"  "Forced  Out  of 
Business"  or  "Receiver's  Sale"  sign  tied  to  a 
KAWNEER  FRONT?  The  next  time  you  pass  a 
KAWNEER  FRONT  just  step  inside  the  Store  and 
ask  the  proprietor  what  HE  thinks  of  his  Front.  Ask 
him  how  much  his  business  has  increased  since  he 
installed  his  KAWNEER  FRONT.  Ask  him  if  he 
regrets  the  money  he  spent  for  it — if  he  considers  his 
KAWNEER  FRONT  an  expenditure  or  an  investment. 

To-day  a  modern  Store  Front  is  a  PART  of  the 
business  with  which  it  is  associated — not  simply  a 
material  part   of  the  building. 

Since  1906  KAWNEER  has  been  installed  in  more 
than  30,000  fronts.  Proofs  of  Merchants '  experiences 
are  strongest  and  for  that  reason  we  feel  your  con- 
sideration is  justified. 

A  Logical  Demand 

Store  Fronts  have  a  business  reasoii  for  existence — 
not  simply  to  keep  out  the  rain  and  cold — not  simply 

Kawneep 

Manufacturing  Company 

Francis  J.  Plym,  '  resident 

Dept.  Q    -      1193  Bathurst  St.,  TORONTO 


to  let  in  daylight — not  for  a  place  to  merely  store 
merchandise,  but  a  force  to  SELL.  If  yours  does  not 
sell  then  your  Store  Front  is  absolutely  worthless 
from  a  business  standpoint.  You  are  paying  a  big 
rental  to  SHOW  merchandise — are  you  benefiting? 

Your  Front  is  either  a  "partition"  or  a  "sales- 
man ' ' — which  .' 

KAWNEER    FRONTS    are    made    of    either    solid 

copper,     brass,     bronze     or     aluminum;     made     up     in 

almost    any     finish     to     harmonize     with 

r\  o  c±  *-»        ^e  Senera'  c'°lor  scheme  you  adopt.  They 

■  1 1?  \3  |^        cannot   leak,   rot,   rust   or   warp,   and   you 

FRONTS  will  not  have  to  spend  one  cent  for  paint. 

Insurance   agencies   consider   glass  set   in 

KAWNEER  a  good  risk. 

One  merchant  writes:  "Have  been  in  business  42 
years,  had  41  winters  of  frosted  windows;  placed  ;i 
KAWNEER  FRONT  in  last  fall— have  had  one  winter 
of  clear  windows."  Think  of  the  sales  this  one  store 
lost  during  those  41  years  because  their  windows 
couldn't  be  used.  Show  windows  are  supposed  to 
SELL   merchandise.     Are  yours   doing  it? 

n    .  STORE  FRONT  BOOK 

Before  you  take  another  step 
tion  of  a  new  Store 
Front,  send  for  "Boost- 
ing Business  No.  21." 
It's  a  Store  Front  book 
full  of  practical  Store 
Front  ideas  compiled 
and  printed  for  you 
merchants.  We  are  ready 
to  help  you — readv  to 
give  you  the  benefit  of 
more  than  seven  vears 
of  specialization — to  tell 
you  what  we  have 
learned  bv  installing 
KAWNEER  in  30,000 
Fronts. 
Just    fill    in    the    coupon 

fY,"..-,,*'-'"'1      t0-day —  each 
KM  K     you     conduct    your 
business      without      r 
KAWNEER    FRONT   vou 
are  losing  sales.  FOOT- 
STEPS are   PASSING 
by     your     door     in- 
stead   of    entering 
You    will    not    be 
obligated  —  we  > 
want   to  show./        City    or    Town 
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PRICE,  Open  or  Closed  Body,  $365.00 


Modern  Delivery 

The  MOTOKART  is  the  last  word  in  the  up-to-date  City 
Transportation  of  lijrht-weight  merchandise.  It  will  in- 
crease the  yearly  profits  of  every  merchant  with  moderate 
size  and  weight  g-oods  to  deliver.  Let  us  show  you  how 
The  MOTOKART  can  be  adapted  to  your  needs.'  If  you 
do  not  know  our  local  agent,  write  us  direct.  Your  com- 
petitors are,  or  will  be,  availing  themselves  of  this  new 
means  of  rapid,  economical  delivery.  Why  not  be  the  first 
in  your  line  and  vicinity,  letting  your  trade  see  that  you 
are  up-to-date,  progressive,  wide-awake  and  earnest  in 
your  desire  to  cater  to  them  and  give  them  the  best  pos- 
sible service— MOTOKART  delivery? 

Capacity,  exclusive  of  driver,  500  lbs. 


The  MotoKart  Company 

Factories: — Peekskill  and  Tarrytown,  N.Y. 
General  Off  ices:— 1790  Broadway,  New  York  City. 
Address  all  correspondence  to  New  York  Office. 


THIRTY     DAYS'     FREE    TRIAL 

Buckingham  Sunflower  Rack 

for  hanging,  displaying 

and  preserving  skirts  and  petticoats. 


Saves   space,    beautifies   your   de- 
partment,   price   $16.50    less   .'MO 
or    2-80,    F.O.B.    Chicago. 
Write    fur    particulars. 


BUCKINGHAM  RAE  CO. 

4168   So.    Halsted  Street,  CHICAGO,  ILL. 


pAlJ 


j^V 


0f^G 


YORK 


T?OR  the  convenience  of  our  up-town 
trade,     and    visiting    buyers    in 
general,    we  have  established  a  branch 
salesroom  at  the 

Hotel   McAlpin 

Broadway  and  Thirty-fourth  Street, 
New  York 

Where  we  are  showing  a  select  sample 
line  of  our  latest  ideas  in  display  fixtures, 
forms  and  wax  figures. 

J.    R.    Palmenberg's    Sons 

MAIN  OFFICE  AND   SALESROOM 
710  BROADWAY,  NEW  YORK 
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A  COLOSSAL  SUCCESS—  NOW  IS  THE  TIME  TO  ORDER  YOUR  OUTFIT. 


CLEAN   AND    RETOUCH    YOUR   OWN    WAX   FIGURES. 

COMPLETE    WAX    FIGURE    CLEANING   AND    RETOUCHING    OUTFIT,    INCLUDING 

FORMULA    OF    ALL    MATERIALS. 

ABSOLUTELY    GUARANTEED    TO    PRODUCE    THE     FINEST      POSSIBLE     FINISH     ON      WAX 

FIGURES. 
THOUSANDS   ARE    NOW   IN   USE. 
Oil   Finish   outfit   No.   r>.     Ready   for  immediate 


use. 


YOU    SAVE    MONEY. 

French    Powder    outfit    No.    1. 
immediate  use. 


Ready   for 


EITHER    OUTFIT 
Oil    Finish    No.    5,    or    French    Powder 

No.   1 
CONSISTS    OF    THE    FOLLOWING: 
Enough     materials    ready    prepared     to 
clean   and   retouch   100  wax   figures. 

A  complete  equipment  of  necessary 
tools  required  for  the  work,  including 
instrument  for  resetting  eyelashes  and 
eyebrows. 

Book  of  instructions  carefully  explain- 
ing how  to  clean  and  retouch  wax 
figures;  full  instructions  are  included 
on  the  repair  of  broken  or  damaged 
wax  heads,  arms,  hands.  Ptc.  also  re- 
setting  eyelashes    and    eyebrows. 

WITH  THE  ABOVE  IS  INCLUDED  A 
COMPLETE  FORMULA  OF  ALL  MA- 
TERIALS USED  IN  EITHER  OUTFIT. 
These  materials  are  very  inexpensive, 
and  can  be  purchased  in  your  own 
( ity. 


Price  For  Either  Outfit 

Including  the  Formula 


$5. 


oo 


SPECIAL  PRICE  OUTFITS 


OIL    FINISH    OUTFITS. 

No.  6.  Oil  finish  outfit,  same  as  No.  5,  but  not  includ- 
ing any   prepared   materials.     PRICE    $3.00 

No.  7.  Oil  finish  outfit,  same  as  No.  5.  but  not  includ- 
ing any  prepared  materials  or  the  equipment  of 
tools.      PRICE    $2.00 

No.  S.  Oil  finish  outfit,  same  as  No.  5,  but  not  includ- 
ing the  formula.     PRICE   $3.00 


FRENCH    POWDER  OUTFIT   No.   1. 

No.  2.     French   Powder  outfit,   same  as   No.  1,   but   not 

including   any    prepared    materials.     PRICE $2.50 

No.  3.  French  Powder  outfit,  same  as  No.  1.  but  not 
Including  any  prepared  materials  or  the  equipment 
of    tools.      PRICE    $2.00 

No    1.     French   Powder  outfit,   same  as   No.   1,   but   not 

including  the  formula.     PRICE   $2.50 


'rh^Sb!d  THE  HARRISBURG  WAX  FIGURE  RENOVATING  CO.,  335  Crescent  St.,  Harrisburg.  Pa. 
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Lamson  No.  9  Parcel 
Carrier 

Simple,     compact     in     construction, 

neat  in  appearance,  light  running, 
easily  operated.  Fewer  parts  than 
any  other  system.  Rebound  of  car 
and  swaying  of  basket  made  im- 
possible, itillcss  bearings  used,  pre- 
venting injury  to  goods.  Can  be  in- 
stalled in  small  space.  Carries  loads 
up  to  20  lbs.  over  lines  up  to  200  ft. 
in  length, 


KEEPING  PACE  WITH  PROGRESS! 


The    demauds    of    your    customers — the    needs    of    your 

store — your    methods    of   doing    business    are   constantly 

changing. 

Lamson   cash   and   parcel   carriers   are  being  continually 

improved    to    help    the    modern    merchant   progress   with 

the  times. 

The    Lamson    No.    9    Parcel    Carrier    is    the    newest    and 

most  improved  carrier  of  its  type  on  the  market. 


Quicker  service  to  customers;  The  easiest  way  to  handle 
change  and  goods  quickly;  A  means  for  getting  greatest 
protection  for  money  and  merchandise  at  least  expense — 
— these  are  some  of  the  advantages  provided  by  the 
Lamson   No.  'J  Carrier. 

It  is  as  great  an  advance  over  anything  in  the  panel 
carrier  line  as  the  first  Lamson  Store  Service  System 
was  an   improvement  over  the  old   "cash  boy"  method. 


BETTER  SERVICE  with  lower  selling  cost — that's  Lamson  Service 

The  Lamson  Company,  Boston,  U.S.A. 

Toronto  Office,  126  Wellington  St.  West 


Dry  Goods  Review 


EQUIPMENT  AND   DISPLAY 


5  Try  a  condensed  advertise- 
ment in  the  DRY  GOODS 
KHVIEW.  It  will  carry  your 
message  into  the  dry  goods 
and  departmental  stores  from 
coast  to  coast  for  only  two 
cents  per  word  for  each  inser- 
tion. 


Unique  Wire 

Specialties 

We  illustrate  here  three  wire  spe- 
cialties which  will  appeal  to  the 
garment  manufacturer  and  mer- 
chant. No.  1  is  the  wardrobe 
hanger,  strong,  neat  and  service- 
able, $15.00  per  100;  No.  2,  waist 
hanger,  $5.00  per  100;  No.  3,  hose 
stretcher,  $20.00  per  100. 
The  latter  is  a  rapid  counter 
seller,  being  used  by  the  house- 
wife for  the  proper  drying  of 
hosiery. 

Place  your  order  now. 

Ferrier  Wire   Goods  Co. 

613  King  St.  West 

TORONTO 


ESTABLISHED   1849 


BRADSTREETS 

Offices  Throughout  the  Civilised   World 


OFFICES  IN  CANADA: 


Calfary,    Alta. 
Edmonton,  Alta. 
Halifax,  N.S. 
London,  Ont. 


Ottawa,  Ont. 
8t.  John  N.  B. 
Vancouver,   B.   C. 
Victoria,  B.  C. 
Hamilton,    Ont. 


Montreal,  Que. 
Quebec,  Que. 
Toronto,  Ont. 
Winnipeg,  M&a. 


Reputation  gained  by  long  yean  of  rigorous, 
conscientious   and   successful   work. 

THOMAS  C.  IRVING.  w^L^S. 

TORONTO,  CANADA 


When  writing  to  advertisers 
kindly  mention  having  seen  the 
ad.  in   the  Review. 


Learn  the  Ornamental  Plaster  Paris  Art. 
Beautify  Your   Window  Displays. 

Yon  caa  make  Handsome  Vases,  Pedestals,  Shields,  Column 
Caps,    Flower    Boxes,    etc..    etc. 

We  furnish  Book  of  Instruction,  including  complete  For- 
mula of  all  materials  required  to  make  the  gelatine  molds. 
I'm'     $1.50    with    order. 

THE   1BABAR    CO.        -        -        -        Harrisburg,   Pa. 
Send   for   booklet. 


Free — Ten   Display  Managers  Tell 


Mo&P  It 


In  order  that  you  can  become  better  acquainted  with  the  Economist 
Training  School  instruction— the  lecturing  force  of  twenty-five  experts 
—the  methods  of  personal  instruction,  and  the  practical  equipment  in 
all   of  our  branches 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We  will  mail  you,  free,  our  new  fifty  cent  book  entitled  "Ten  Display 
Managers   Tell   How   to  Sell   It." 

Did  you  ever  know  of  a  man  that  could  do  retail  advertising,  window 
trimming,  show  card  writing,  or  instruct  the  sales  force  of  the  store 
that    was   ever   out   of   a   position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.  39th  St  New  York  City 

(In    writing    be    sure   and    mention    The    Dry    Goods    Review.) 


(The  Short  Route  to  "Efficiency  in 

~  hoir>  (Card 


IPriting 


Our  new  single  stroke  course  is  the  most 
practical  and  original  method  that  has  ever 
>een  oflavd  to  theambitious  man  "ho  desires 
to  increase  his  earning  power. 
This  revised  course  is  under  the  personal 
supervision  of  Mr.J.O.Bissell.  theuell  known  authority  on  colors. 
brushes  and  card  writing.  Our  methods  will  enable  the  student  loearn 
money  from  the  start.  Send  for  specimens  and  complete  information. 

Economist  Training  School. 

23I-23S-239-243  Isisl  39  U  Street.  Mu   Sfer*  CUjf. 


YOUR   GUARANTEE 


Install  GII'E-HAZARD  CARRIERS — use  them  ten  days— put  them  to  every  test— and  if  they 
do  not  give  quicker,  better  and  more  satisfactory  store  service  than  any  other  system,  they 
may  be  returned  at  our  expense.  Fair  enough,  Isn't  it?  ^Investigate  our  modern  Electric  Cable 
Cash  Carrier  and  Pneumatic  Dispatch  Tubes.     fSend  for  our  new  Catalog-  G. 

GIPE-HAZARD  STORE  SERVICE  CO.,   LTD. 

97  Ontario  Street.  Toronto,  Canada 


Keep  in  mind  the  dominant 
fact  that  mankind  from  its  first 
appearance  on  the  earth  has 
been  schooled  by  nature  to  look 
for  signs;  for  invitations  to 
taste;  for  suggestions  as  to  what 
to  wear.  Tell  your  story  briefly, 
forcibly,  truthfully,  and  address 
it  through  the  proper  media  and 
you  can  successfully  apply  ad- 
vertising as  a  means  to  increas- 
ed distribution. 
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A  Powerful  Canadian  Story 

A  new  serial  story  has  been  started  in  the  August  issue  of  Mac- 
Lean's  Magazine  that  YOU  will  want  to  read.  It  is  not  often 
that  you  find  a  story  that  appeals  to  you  in  every  way.  This  one 
will.     It  is  strong,  readable,  clean — and  Canadian. 

There  are  three  elements  that  are  needed  to  make  a  good  story — 
Adventure,  Mystery,  Love.  "Twisting  Trails"  has  them  all.  It 
has  the  convincing  appeal  of  realism ;  it  has  plenty  of  action — 
not  too  much — a  thrilling  mystery  that  is  not  cleared  up  until  the 
finish;  a  heroine  who  steps  right  out  of  the  printed  page  and 
becomes  to  the  reader  a  real,  flesh-and-blood  person.  There  is 
nothing  of  the  taint  of  modern  day  fiction  about  this  tale  of  North- 
ern Ontario.  Not  complex  in  theme  or  doubtful  in  treatment. 
Just  a  strong  narrative  of  a  stirring  series  of  adventures,  told  with 
all  the  charm  and  graphic  power  of  this  well-known  young  Cana- 
dian writer. 


In  fact,  just  the  very  type  of  story  YOU  like  to  read. 

"Twisting  Trails" 


The  story  of  a  fight 
for  a  gold  mine 


Robert  E.  Pinkerton's  new  story,  "Twisting  Trails,"  centers  around  a  struggle  for  the  possession  of  a 
valuable  mine.  Two  pretty  girls  are  introduced  into  the  story  and  both  become  lost  on  the  trail  to  the 
mine.  Enter  the  villain,  a  detective,  a  college  student ;  and  the  stage  is  set  for  a  story  that  has  the  unusual 
attraction  of  being  new — quite  distinctly  original,  not  an  old  theme  rearranged  and  rewritten. 

He  writes  of  the  life  he  knows 

There's  another  reason  why  this  story  grips  the  interest  from  start  to  finish.     The  author  is  writing  of 
the  country  and  the  life  that  he  knows.     Robert  E.  Pinkerton  and  his  wife  live  in  a  six-room  cabin 
built  entirely  by  himself,  in  the  bush  eight  miles  from  Atikokan,  Ontario.    Their  only  means  of  com- 
munication with  the  outside  world  is  by  canoe  in  summer  and  dog-team  in  winter.    There  they  work 

for  Mrs.  Pinkerton  is  a  successful  writer  and  collaborates  with  her  husband  in  all  he  does free  from 

the  distractions  of  modern  life,  aided  to  true  standards  by  close  communion  with  Nature  and  their 
life  in  the  open.    They  expect  to  live  in  the  woods  for  the  rest  of  their  lives. 

Mr.  Pinkerton  has  out-Londoned  Jack  London.     Newspaper  reporter,  editor,  press  agent,  bull 
cook,  Indian  trader,  trapper,  guide,  farmer,  fisherman ;   he  has  been  them  all.       All  of 
which  explains  why  Robert  E.  Pinkerton  writes  stories  that  are  full  of  human  interest, 
that  breathe  familiarity  with  life  in  all  its  phases.    And  which  explains  also  why  no 
one  can  afford  to  miss  the  opening  installment  of  "Twisting  Trails" — for  the  new 
serial  is  one  of  Mr.  Pinkerton's  very  best  pieces  of  work. 

Send  for  a  free  copy  of  the  August  issue  to-day.     Clip  out  this  coupon  an 
address  to  MacLean  Publishing  Co.,  143-153  University  Ave.,  Toronto,  De- 
partment F. 
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The  Conflict  Waging  Over  Suit  Coat  Lengths 

New  York's  Example  in  Making  Long  Models  Not  Being  Fol- 
lowed Generally — The  Finger-tip  Length  for  the  Popular  Trade — 
Exclusive  Models  Vary  According  to  the  Designer's  Ideas. 


*  £  l.l E  attitude  of  the  New  York  designers  and 
-*-  manufacturers  on  the  question  of  coat  lengths 
for  Fall,  has  received  such  wide  publicity,  that 
in  the  interests  of  both  the  Canadian  buyer  and 
manufacturer,  the  matter  cannot  be  passed  over  with- 
out comment.  The  Canadian  trade  relies  very  largely 
upon  New  York  in  the  matter  of  style  adaptations, 
and  this  makes  the  matter  of  moment  here. 

It  is  reassuring  to  find  that  the  Cleveland  manu- 
facturers do  not  believe  that  the  diversity  of  opinion 
in  New  York  is  going  to  have  a  very  wide  influence. 
It  is  making  no  trouble  in  the  markets  of  the  Middle 
West,  and  they  state  that  it  has  not  resulted  in  any 
cancellations  so  far  nor  do  they  expect  any  of  the 
strength  of  the  action  of  New  York  manufacturers 
and  designers.  Their  plans  are  all  completed  for  Fall, 
and  much  of  their  merchandise  is  made  and  deliver- 
ed, and  there  is  no  time  now  for  any  radical  style 
change  to  come  about  that  will  affect  the  garments 
designed  for  popular  selling. 

The  majority  of  the  influential  manufacturers  in 
this  section  of  the  States  are  members  of  the  National 
Cloak,  Suit,  Skirt  and  Dress  Association,  and  under 
their  style  recommendations,  provision  is  made  for 
the  bringing  forward  of  any  extreme  fashion,  which 
while  it  will  not  strike  the  fancy  of  the  masses,  will 
sell  to  the  minority  who  wish  to  have  exclusive 
styles.  This  defines  the  position  of  the  long  suit 
coat,  and  defines  its  true  position,  which  is  one  of 
the  objects  the  National  Association  has  kept  in  view 
since  its  first  inception. 

From  32  to  38  Inches  Standard. 

For  the  popular  trade  for  some  seasons  past  this 
Association  has  recommended  the  finger-tip  length, 


which  is  anywhere  from  32  to  38  inches.  This  makes 
practically  the  same  length,  as  the  allowance  is  made 
for  the  different  types  of  figure,  viz.,  short,  medium 
and  tall.  For  the  more  exclusive  trade  and  fancy 
models  the  coat  length  has  been  left  to  the  taste  of 
the  individual  designer  to  use  the  one  which  he  felt 
would  best  express  his  ideas  in  the  production  of  the 
particular  model. 

The  advantages  of  such  a  classification  are  appar- 
ent, because  with  no  settled  length  and  with  novelty 
garments  of  various  lengths  showing,  there  is  less 
unsalable  merchandise  on  the  market,  as  it  is  not 
the  length  of  the  coat,  but  the  general  style  that 
governs  the  solubility  of  the  garment.  The  working 
of  this  arrangement  has  stood  the  test  of  several  sea- 
sons now,  and  has  been  found  in  every  way  satisfac- 
tory. 

Styles  Already  Planned  Will  Sell. 

There  will  certainly  be  long  coat  models,  but  if 
rightly  handled  they  will  not  set  such  a  standard  of 
style  as  to  affect  the  selling  qualities  of  the  styles 
that  have  been  planned  for  the  present  season. 

In  New  York  the  conflict  of  interests  seems  to  be 
due  to  the  lack  of  unanimity,  and  to  the  fact  that  a 
small  minority  of  influential  manufacturers  catering 
to  the  high-class  trade  are  making  the  long  coat. 
Designers  who  are  employed  by  the  smaller  firms  in- 
stead of  adhering  to  their  earlier  style  recommenda- 
tions have  copied  those  brought  out  by  these  e.rclu- 
siri  houses,  and  the  clash  between  these  recommen- 
dations and  the  garments  shown  har<  added  to  the 
unwillingness  to  purchase  in  advance  engendered  by 
the  general  trade  conditions.  The  only  remedy  for 
conditions  of  this  kind  lies  in  the  co-operation  of 
buyers  and  manufacturers  on  the  style  question. 


Read  C.W.T.A.  Convention  Program  on  page  66— then  come  along. 
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READY-TO-WEAR     GARMENT  S 


Dry  Goods  Review 


ANNOUNCEMENT 

We  have  made  arrangements  to  have 
our  line  shown  in  Canada  by 

Ledoux,  O'Brien  &  Co.,  of  Winnipeg 

who  will  cover  the  Dominion  from  coast 
to  coast.  Should  you  be  interested 
in  seeing  our  merchandise,  communi- 
cate with  us  or  Ledoux,  O'Brien  &  Co. 
We  shall  be  pleased  to  submit  samples 
of  our  Silk  Dresses,  prices  from 

$7.50  to  $16.50 

Nothing  higher. 

LOUIS  STECHER 


NEW  YORK,  33  W.  34th  St. 


PHILADELPHIA,  420  Market  St. 


Canadian  Office : 

LEDOUX,  O'BRIEN    &  CO. 

601  Shabrook  Place  WINNIPEG 
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Cape  Models  Prominent 


V, 


LONG    TUNIC    AND    PLEATED    SKIRT. 

Practical  dross  with  long  tunic  and 
machine-pleated  skirt  of  black  charmeuse. 
The  importance  of  the  girdle  is  a  feature. 
The  collar  and  cuffs  are  of  organdie.  From 
photo  taken  for  The  Review. 


T 


Children's  Models  Desig 
Effects  —  Fui-    Fabric 
Trimmings. 

HE  cape  effect  is  the  high  novelty 


ned  With  Varied  Cape 
and    Furs     Used    for 


m  women's  coats,  and,  as  de- 
signers always  copy  from  the 
models  brought  out  for  the  grown-ups 
when  making  garments  for  children's 
wear,  the  cape  also  is  the  newest  fea- 
ture in  children's  coats.  Cape  styles  are 
always  liked  for  children's  wear,  both 
because  there  is  extra  warmth  where 
most  needed,  and  because  the  cape  effect 
is  one  that  is  peculiarly  suitable  to 
childish  figures.  These  capes  show  short 
shoulder  capes — capes  that  are  placed 
over  the  shoulder,  and  are  cut  in  various 
fanciful  styles  and  secured  with  buttons 
and  tabs.  One  pretty  model  had  the 
cape  cut  out  in  the  back,  and  again  in 
the  front,  making  it  come  from  just  over 
the  shoulder.  Some  of  the  capes  button 
on,  and  can  be  removed  when  desired, 
leaving  a  plain  coat.  In  short,  there  is 
the  greatest  variety  in  these  cape  models. 
Many  coats  are  shown  cut  in  modified 
kimono  fashion  or  with  the  sleeves  set 
on  to  a  yoke  with  the  long  shoulder. 
Many  models  again  have  the  sleeves  set 
into  a  dropped  shoulder.  The  newest 
cut  shows  the  regulation  coat  sleeve  put 
into  the  arm  size  of  corresponding  width, 
but  coats  of  this  cut  are  in  the  minority, 
as  the  wider  armholes  are  more  com- 
fortable. 

Children 's  coats  are  produced  in  a 
wonderful  range  of  materials,  velours, 
mixtures,  zibelines,  chinchillas  and  fur  ■ 
fabrics  being  all  in  favor.  Trimmings 
are  more  used  than  on  women's  coats,  as 
many  models  are  piped  with  velvet  in 
the  seams.  Plain  and  striped  velvets, 
fur  fabrics  and   fur,  as  well  as  novelty 


Dress  Styles  for  the  Fall 

The  Loiitf  Tunic  in  Many  Forms  —  Interest 
Centered  in  Dresses  in  Various  Woolen  and 
Worsted  Fabrics. 


THE  long  tunic  gains  in  favor  every 
day,  and  dresses  showing  the  long 
tunic  in  various  effects  and  modi- 
fications will  make  a  strong  showing 
when  the  season  opens.  Indeed,  it  looks 
as  though  the  long  tunic  would  be  a  fea- 
ture, at  least  until  the  turn  of  the  year. 
Buyers  are  interested  chiefly  now  in 
dresses  of  serge,  satin  cloth,  poplin, 
crepe  finished  materials  and  fancy  wool 
materials.  These  dresses  come  in  all  one 
fabric,    or   are    combined    with    satin   or 


moire,    and    they    all    feature    the    long 
tunic  idea  in  some  form  or  other. 

Dark  colors  lead  with  shades  of  navy 
in  first  place.  Brown  is  good,  and  myrtle, 
mahogany  and  wine  shades  are  also 
shown.  Many  tunics  and  pleated  skirts 
are  seen.  Yokes  with  the  tunic  attached 
and  fitted  skirts  with  the  tunic  idea  car- 
ried out  in  the  form  of  a  circular  flounce 
are  also  a  new  idea.  Some  skirts  have  a 
panel  at  the  back  and  another  in  front, 
and  the  tunic  idea  expressed  in  circular 
flounces  at  the  side. 
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buttons,  are  the  principal  trimmings 
used.  S<  me  new  models  are  of  broad- 
doth,  and  are  trimmed  with  wide  braid. 
Corduroy  velvet  is  also  used  for  coats 
for  the  smaller  children. 


IMPROVING  A  VICTORIA  STORE. 
Angus  Campbell  &  Co.,  Ltd.,  Victoria, 
B.C.,  have  let  a  contract  for  several 
thousand  dollars  for  the  installation  of 
a  new  system  of  stock  and  fitting  rooms 
in  the  mantle  department,  which  will 
include  mahogany  fixtures,  plate  ulass, 
and    beveled  mirrors. 


THE   NKW   MARGOT   EFFEGT. 

Gown  of  white  charmeuse  with  not  lace 
in  the  new  Margot  effect.  The  wide  girdle 
of  printed  silk  gives  the  fitted  appearance 
that  is  coming  into  vogue. 


READY-TO-WEAR     GARMENTS 
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^/Veatherproofs  || 


Stylish  Durable 


Something  More  Than  A  Raincoat 


There    is    a  "Chic     about  a  Kenyon 


Weatherproof  that  identifies  it  instantly. 
Whether  you  pay  $3.00  or  $30.00,  there  is  a  Fifth  Avenue,  New  York,  appearance 
to  the  garment  that  appeals. 

Remember,  hardly  an  individual   in  Canada  does   not  know  the  Kenyon  label, 
which  has  been  advertised  for  many  years. 

C  Kenyon  Company 

Fifth  Avenue  Building,  23d  Street  and  Fifth  Avenue 

CHICAGO:  Congress  &  Franklin  Sts.  NEW   YORK  BOSTON:   501   Washington  Street 


BOSTON:   501   Washington  Street 
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The  New  Ideas  in  Corsets  and  Brassieres 

The  Tendency  is  to  Higher  Models — The  Latest  Corsets  Have 
Higher  Bust  With  Gores  at  Each  Side,  Back  to  Front,  to  Adapt 
th('  Figure  to  the  Lines  of  the  More  Fitted  Basque. 


WITH  the  disappearance  of  loose 
drapery  and  waists  that  blouse 
over  in  front,  comes  the  need 
for  many  women  of  a  corset  that  is 
higher  in  the  bust.  With  the  style  of 
waist  that  is  passing  the  very  low  model 
was  a  possibility,  but  the  return  of  the 
basque  means  that  the  lines  of  the  corset 
must  change  to  suit  the  altered  waist 
fashion.  The  top  of  the  corset  is  cut 
just  high  enough  to  form  with  the  bust 
a  continuous  line  without  any  break  in 
the  figure,  and  the  height  above  the 
waist  varies  for  the  short,  medium,  and 
tall  figure,  but  the  height  that  rules  is 
from  4  inches  to  5.  The  top  of  the 
corset  should  be  just  full  enough  to  re- 
ceive the  bust,  but  not  sufficiently  high 
to  come  over  the  curve,  and  it  should 
neither  push  the  bust  up  nor  press  on 
the  body  below.  To  accomplish  this, 
gussets  are  let  into  the  top  both  at  the 
side  of  the  back  and  in  front,  starting 
from  the  tape  that  gives  the  place  of  the 
waistline. 

It  must  be  emphasized  that  the  waist 
is  not  any  smaller,  and  that  the  new 
make  of  corset  does  not  make  any  at- 
tempt at  tightening  the  waist.  This  is 
the  reason  why  the  style  of  corset  worn 
a  few  seasons  ago  will  not  fulfill  the 
present  requirements,  for  not  only  would 
it  give  the  wrong  figure  line,  but  the 
woman,  accustomed  to  the  corset  styles 
now  in  vogue  could  not  wear  the  older 
model  with  any  degree  of  comfort. 

Should  the  fashion  for  the  small  waist 
be  the  outcome  of  the  revival  of  the 
basque,  it  will  take  time  to  bring  it 
about,  for  women  could  not  now  wear  it. 
There  is  a  tendency  to  make  the  skirt 
shorter  in  front,  though  in  some  models 
this  at  present  means  only  that  the 
fasteners  and  front  steels  are  shorter, 
and  that  the  skirt  is  adjusted  by  means 
of  laces  below. 

Materials  are  all  soft  and  pliable,  and 
boning  is  as  light  as  possible,  and  there 
is  no  particular  change  in  the  placing 
of  the  bones. 

Just  because  the  corset  is  higher  does 
not  mean  that  the  brassiere  will  not  be 
wanted.  Brassieres  are  just  as  popular 
as  ever,  and  perhaps  even  more  so,  as 
the  brassiere  will  be  necessary  to  hold 
the  corset  top  to  the  figure  and  to  pre- 
vent the  appearance  of  any  ridge 
through  the  gown.  The  brassiere  will 
be  wanted  to  hold  the  flesh  in  place  un- 
der the  shoulder  blades,  and  give  a  gen- 
erally well-rounded  appearance  to  the 
figure. 


Brassiere  manufacturers  are  bringing 
out  numerous  better-priced  models,  and 
are  making  them  of  all-over  and  flounc- 
ing embroideries,  shadow  laces,  batistes 
and  various  novelty  cottons.  A  new  idea 
is  the  brassiere  witli  the  corset  shield  at- 


tached. .Many  expensive  brassieres 
come  in  crepe  de  chine  with  trimmings 
of  fine  lace.  With  this  type  of  brassiere 
the  sleeve  that  holds  the  dress  shield  is 
of  flesh-colored  net,  and  the  shield  itself 
is  pink. 


Two-Piece  Dresses  for  Fall 

Children's  Two-piece  Dresses  Come  in  Two 
Materials,  One  Plain  and  the  Other  in  Plaid  or 
Checks. 


MANUFACTURERS  of  children's 
dresses   find   that   they    have   to 
combine    smart,    snappy    styles 
with   simplicity   of  effect,  and   therefore 


Dress  in  moyen  age  style  of  white 
Georgette  crepe  over  black  satin. 
The  collar  effect  is  new  and  together 
with  the  sleeve  frills  is  made  of  net 
lace. 
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the  elaborate  over-trimmed  model  is  a 
rarity  now  in  children's  lines.  They  are 
finding  also  that  it  is  not  possible  to 
keep  the  trade  up  to  the  proper  pitch 
without  showing  novelty  lines.  And 
since  novelties  are  such  a  big  factor  the 
result  is  that  new  samples  embodying  the 
new  style  ideas  as  they  come  along  are 
constantly  coming  from  the  designers' 
hands.  This  is  a  new  way  of  doing  busi- 
ness and  means  a  readjustment  of  both 
ideas  and  methods  in  many  factories, 
but  it  is  the  only  one  that  results  in 
order-getting   at   the  present    time. 

Buyers  are  showing  marked  interest  in 
two-piece  dresses  made  on  middy  or 
long-waisted  blouse  lines.  The  majority 
are  made  of  two  materials,  one  being 
either  plaid  or  check  and  the  other  plain, 
matching  the  predominating  color  in  the 
plaid.  Some  models  come  on  Norfolk 
lines  and  partake  more  of  the  nature  of 
a    two-piece    suit. 

Wonderfully  smart.  long-waisted 
dresses,  belted  low  and  finished  with  a 
flare  flounce  or  a  kilted  flounce  come  in 
better  styles  than  ever.  Some  of  these 
models  are  trimmed  to  simulate  a  bolero, 
others  are  cut  with  Raglan  sleeves.  One 
model  had  the  sleeves  cut  in,  with  a  deep 
yoke  to  which  the  body  of  the  waist  was 
stitched.  The  waist  was  attached  to  the 
skirt  under  a  peplum  or  tunic,  cut  away 
in  front. 

Serges,  checks,  face  cloths,  novelty 
woi-steds  in  stripes  and  plaids  and  in 
Ctepe  effects  are  the  leading  cloths.  In 
wash  fabrics,  heavy  cottons  in  granite 
and  tweed  effects,  linens,  ehambrays 
and  ginghams  are  featured. 

Designers  are  busy  on  party  dresses  in 
crepe,  voile,  muslin  and  batiste.  So  far 
little  that  is  new  is  shown,  but  dresses  of 
this  class  will  be  trimmed  chiefly  with 
lace.  Shadows  will  he  used  as  well  as 
fine  valenciennes.  Sashes  and  ribbon 
effects  form  a  big  trimming  feature. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


CASHMERE   HOSE   TO   MAKE   SILK 
HOSE  MORE  DURABLE. 

(Continued  from  page  42.) 

The  fashion  of  matching  the  hose 
and  the  gown  or  the  hose  with  other  ac- 
cessories continues,  and  therefore  both 
high  colors  and  colors  in  shades  that  go 
with  the  popular  Spring  colors  will  be 
wanted.  In  expensive  hosiery — that  is, 
in  hose  to  sell  from  the  dollar  mark  up, 
artificial  silk  and  silk  hose  will  be  need- 
ed. For  the  woman  who  wants  to  be  in 
style  and  who  cannaot  pay  the  above 
mentioned  figure  an  excellent  substitute 
comes  in  silk  lisle.  Silk  lisle  hosiery  are 
selling  well  in  such  colors  as  Paddy 
green.  King's  blue,  Copenhagen,  grey 
and  sand  color  or  Palm  Beach  shades. 

Silk  hosiery  comes  in  ivory  white,  sand 
shade,  taupe,  grey,  navy,  and  in  various 
novelty  shades.  The  majority  of  stores 
doing  a  large  business  in  colored  hosiery 
only  stock  the  leading  colors,  and  make 
arrangements  with  some  reliable  firm  of 
dyers  to  match  any  color  in  a  few  days. 
A  piece  of  the  gown  to  be  matched  is 
forwarded  with  the  hose,  and  a  perfect 
match  is  the  result. 


® 

CONDEMNS    NEW    YORK    MEN. 

New  York,  Aug.     3. — The     action  of 
some   manufacturers   in   coming  out   for 


Silk    and    natural    camel's    hair    two-color 
combination.  Shown   by  R.  M.  Ballantyne, 

Limited. 

one  length  coats  is  condemned  in  many 
quarters. 

A.  Printz,  head  of  the  Printz-Bieder- 
man  Co.,  said  that,  looking  at  the  mat- 
( Continued  on  page  102.) 


DEATH  OF  J.  H.  MEIR. 

Members  of  the  trade  will  regTet  to 
learn  of  the  death  of  J.  H.  Meir,  who, 
for  about  two  years,  has  been  calling 
upon  dry  goods  merchants  of  Canada  as 
subscription  canvasser  for  Dry  Good3 
Review. 

He  was  taken  sick  on  Friday,  July 
17th,  and  was  removed  to  the  Western 
Hospital,  where  he  was  operated  upon. 
Death  followed  on  Sunday.  The  funeral 
took  place  on  Tuesday  to  Owen  Sound, 
his  old  home,  where  for  a  long  term  of 
years  he  had  been  engaged  in  business 
and  in  newspaper  work.  He  was  a  man 
of  sterling-  character,  straightforward, 
courteous  and  fair,  and  the  most  prom- 
inent citizens  of  his  old  town  bore  him 
to  his  last  resting-place. 


AT  C.W.T.A.  CONVENTION 

One  item  on  the  C.W.T.A.  Convention 
program:  "Demonstration  and  Lecture 
on  Electrical  Appliances  for  Window 
Trimmers'  Use,"  by  the  president  of  the 
Greater  New  York  Display  Managers' 
Association.     See  program,  page  66. 


E  E.  Miller,  St.  Thomas,  Ont.,  is  put- 
ting a  new  front  on  his  clothing  and 
furnishing  store. 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
In  use  In  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting   Forms. 


DALE    and 

Front  St.  E., 


PEARSALL 

Toronto 


Tf  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 


We  issue  a  catalog. 


Little  Prince 

SEASON      1915 

Latest    Novelties 

in  Boys'  Wash 

SUITS 


OUR       REPRESENTATIVES 

ARE     NOW      TRAVELLING 

*X»M~<$£intZ  IN  THE  DOMINION.      Write 

for  Appointment. 

Call  on  us  when  _^^______-__--^^^^= 

in  New  York 

Oppenheim  Roggen  Co. 

84-90  FIFTH  AVENUE,    N.W,    COR.  14th  ST. 

NEWYORK  -  -  -  -  N.  Y 
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Visitor  to  Europe  Picks     Winning"  Lines 

Evening  Gown  Very  Diaphanous — Beet  Root  the  Reigning  Color 
— Crepe  and  Voile  Very  Strong — Assyrian  Girdle  a  Great  Success 
— "Ochre"  Lace  the  Last  Word. 

Written  for  The  Review  by  a   European  Buyer. 


LONDON,  July  20— (Special).— The 
feverish  haste  with  which  fashion 
beats  down  old  ideals  and  raises 
up  new  ones  makes  dress  a  topic  of  more 
than  usual  interest.  Every  old  and  well 
established  rule  is  being  broken;  the  sil- 
houette of  the  figure  is  being  changed, 
and  we  are  passing  from  stage  to  stage 
of  an  ever  changing  program  involving 
the  necessary  aggrandisement  of  a  fresh 
wardrobe,  completely  up  to  date  in  every 
detail.  The  bustle  has  subsided.  The 
approach  of  the  crinoline  is,  in  conse- 
quence, viewed  with  little  alarm.  The 
bustle  under  another  name — say  for  ex- 
ample, the  "bunched  tunic" —  is  a  truly 
picturesque  affair.  The  crinoline  if  call- 
ed merely  the  "flounced  skirt,"  is  just 
as   acceptable    and    a    delightful    change 

after  the  straight  tube  outline. 

*  *     * 

The  evening  frock  next  season  will  be 
a  very  diaphanous  affair  as  regards  the 
bodice  almost  sleeveless  or  with  the 
lightest  arm  veiling,  and  the  skirt  beau- 
tifully draped  and  finished  about  the 
feet  with  the  filmiest  flower  effects. 

*  *     * 

The  latest  frivolities  in  new  lingerie 
pretty  petticoats — white  chiffon  and  lace 
over  white  charmeuse  caught  up  with 
bows  of  black  velvet  ribbon. 

*  *     * 

Capes  of  cloth,  taffetas,  satin  and  ex- 
quisite lace  creations  with  big  Japanese 
collars  and  long  tie-ends  of  soft  satin; 
superfine  cashmere  and  the  ribbed  vel- 
vets are  to  arrive — bear  this  in  mind. 

*  *     * 

Beet  root  is  promised  as  a  reigning 
beauty  in  colors,  and  bronze  brown,  too. 

These    will   lead. 

*  *      » 

Lace  cannot  be  extolled  too  highly.  It 
serves  the  purpose  for  every  kind  of 
gala  frock  from  the  bridal  robe  to  the 
Informal  dance,  expressing  with  infinite 


Beaded  net  Bouncings.  Cup 
spangles  and  beads  in  nacre 
effect  are  used  to  form  the 
pattern.  Shown  by  Vos9  and 
Stuffmann. 


grace  the  modified  pannier,  the  tunic 
skirt  and  the  two  or  more  tier  flounces. 
Black  and  white  will  dominate — for  ex- 
ample a  white  charmeuse  petticoat  veil- 
ed with  a  single  very  deep  flounce  of 
fine  white  lace  with  a  lightly  draped 
bodice  to  match  and  net  sleeves  to  the 
elbow.  Worn  over  this  is  a  little  black 
cape  jacket  with  turnover  collar  and 
folded  fichu  fronts  tied  at  the  back  in 
a  butterfly  bow. 

»     *     * 

Nothing  crepe-like  nor  of  the  sponge 
cloth  order  should  be  overlooked  and 
even  the  most  cursory  glance  will  rea- 
lize the  importance  of  voile.  Akin  to 
these  is  mousseline  and  net.  These  are 
shown  strongly  in  Delphinirem  colors 
and  soft  heliotropes  draped  over  the 
charmeuse  petticoats  and  sleeveless 
coats. 

•  *     * 

The  comfortable  arrangement  of  the 
cpen  V  at  the  throat  should  be  insisted 
upon  as  a  perpetual  joy  to  the  list  of 
established  fashions.  The  ruffle  of  net 
is  added  to  cover  the  bare  throat,  also 
the  "Corday"  frill  rising  slightly  at  the 
back  and  almost  meeting  in  front  is  be- 

inu-  revived. 

•  •     • 

The  sash  is  the  great  success — or  As- 
syrian girdle  —  drooping  in  the  front 
with  fringed  ends  or  made  into  a  butter- 
flv  bow  at  the  back,  the  ends  finished 
with  small  beads  embroidered  in  a  hand- 
some design. 

•  •     • 

The  last  words  seems  to  be  "ochre" 
lace,  which  is  arranged  as  a  tunic  or 
deep  flounce  over  taffetas  "Nastur- 
tium" is  also  a  color  which  promises  to 
Ik     popular   as   it   blends   well    with   the 

ochre  lace. 

•  •     • 

Buckles,  slides  and  all  manner  of  or- 
naments  are    used    with    the   girdles. 
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DRESS     ACCESSORIES 


Ihij  Goods  Review 


Our  Salesmen  Are  Showing 

A  Complete  Range  Of 

Boudoir  Caps 


TLMttf  Wtwc  Htmtteb 

Toronto 


Srts  &  Crafts  $lbg., 
Uancouber,  J£.C. 


W.  Jf.  #ofortf),  President 


l>ammonb  $Ubg., 

Winnipeg,  Jttan. 
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Tendency  of  Neckwear  Towards  a  High  Back 

Early  Indications  for  Fall — Advance  Styles  Very  Varied  and 
Somewhat  Conflicting — Tailored  and  Lace-Trimmed  Modes  Both 
Indicated — V  Neck  May  Almost  Disappear  Towards  Flatter 
Form  of  Collar. 


THE  outstanding  feature  in 
women's  neckwear  is  the  amount 
of  present  business  that  is  pass- 
ing. Fur  a  between  seasons  period  neck- 
wear is  selling  remarkably  well  and 
enough  business  is  being  received  to  re- 
tard the  making  up  of  new  styles  for 
Fall.  That  neckwear  will  show  an  ex- 
cellent season  is  the  opinion  of  both 
buyer  and  manufacturer,  but  the  di- 
versity ciiines  when  the  style  question  is 
touched.  Some  authorities  favor  lace 
effects,  and  others  go  strong  on  the  tail- 
ored idea.  The  true  solution  seems  to  be 
that  due  to  the  diversity  of  styles  in  gar- 
ments, neckwear  will  show  a  correspond- 
ing variety  and  that  more  variety  of 
types  than  usual  will  appear.  Collars, 
sets  and  vestees  indicate  the  basis  of 
the  mode,  and  this  outline  will  be  filled 
in  both  in  tailored  fashion  and  in  lace- 
trimmed  styles.  There  is  little  doubt 
tbat  elaborate  lace-trimmed  neckwear 
will  have  a  high  place  in  the  later  sea- 
son lines. 

One  settled  point  is  that  the  V  neck 
will  be  retained,  though  it  will  be  not 
so  pronounced,  and  most  probably  will 
be  shortened  almost  to  the  vanishing 
point  before  the  season  is  over.  It  would 
not  be  a  matter  of  great  astonishment, 
however,  if  it  is  found  that  the  V  ef- 
fect is  so  firmly  entrenched  tbat 
it  retains  its  place  in  fashion  lines 
in  spite  of  the  prediction  that  high  neck 
styles  are  coming-  into  favor. 

New  Models  Will  Close  at  Neck. 

The  newest  tendency  and  the  one  that 
is  certain  to  be  followed  is  that  towards 
the  high  back.  The  majority  of  the  new 
models  sit  close  to  the  neck  at  the  back 
instead  of  flaring  away,  and  in  extreme 
models  the  hack  is  cut  as  a  square  collar 
or  is  rounded  in  cape  effect,  which  does 
not  in  any  way  interfere  with  the  flavin", 
effect  in  front;  but  the  tendency  all 
round  is  to  the  Hatter  form  of  collar.  On 
the  other  hand,  there  are  models  on  the 
market  that  point  to  a  Robespierre  re- 
vival. 

Collar-and-cuff  sets  are  having  an  un- 
usual VOffue  at  the  present  tim "-  and  t''o 
outlook  for  Fall  for  sets  is  very  bright. 
Sets  are  particularlv  °-ood  in  Dioue,  hut 
organdie,  handkerchief  linen,  batiste  and 
line  Swiss  ;ire  all  used.  In  the  lighter 
materials  the  collar  and  cuff-  form  fie 
set,  hut  in  pique  and  linen  the  vestee 
belt  is  often  added.  Many  sets  are  per- 
fectly   plain,   some   so    match    so    thai    t'e 


usual  row  of  stitching  forming  the  edge 
finish  is  omitted;  but  on  the  lighter  ma- 
terials hemstitching,  embroidery,  as  well 
as  Valenciennes  and  net  top  laces  arc 
the  accepted  trimmings.  Flat  Venise 
edgings  are  also  used. 

Among'  the  assured  styles  may  be 
reckoned  the  vestee.  The  new  vestees 
take  many  forms,  and  some  of  the  new 
ones  are  ruched  across  like  the  new 
basque  waists.  Guimpes  are  still  wanted 
and  are  showing  with  the  new  forms  of 
collar  attached. 

Another  new  feature  is  the  high  ruche 
fitting  around  the  base  of  the  neck  and 
standing1  erect  all  round.     There  is  verv 


little  indication  at  the  present  favoring 
silk  goods,  the  only  idea  being  in  favor 
of  tailored  effects  in  black  and  white 
liberty. 

Neckwear  houses  are  also  showing 
lines  of  dancing  caps,  boudoir  caps  and 
aprons.  Dancing  caps  are  made  of  cloth 
of  gold,  and  metal  laces  in  gold  and 
silver,  metal  printed  brocades,  and 
colored  nets  and  maline.  Some  of  these 
caps  consist  of  a  ruche  of  maline,  net, 
or  metallic  tissue,  with  a  border  of  metal 
lace  and  ribbon  with  a  bow  or  mount  in 
front.  Others  of  fancy  silk  are  in  the 
shape  of  a  liberty  cap  and  are  decorated 
with  balls  of  silk  or  fancv  tassels. 


Vogue  of  Lace  is  Increasing 

Net-tops,  Chantillys  and  Metals  the  Leaders — 
Paris  Dressmakers  Are  Using  Lace  Lavishly — 
New  Lace  Has  Pattern  Produced  bv  Cord. 


THE  lace  outlook  seems  to  be  de- 
veloping in  a  manner  that  is  most 
satisfactory.  Buyers  and  im- 
porters who  have  been  abroad  and  who 
spent  the  last  week  of  the  season  in 
Paris,  have  come  home  full  of  enthu- 
siasm as  to  the  prospects  for  the  con- 
tinued and  increasing  use  of  lace  in  the 
coming  Fall.  Parisian  dressmakers, 
they  report,  are  making  generous  use  of 
lace  in  the  trimming  of  the  new  gowns. 
Flouncings  are  to  be  a  big  item,  with  the 
call  coming  on  12,  18  and  27  inch  widths. 
These  flounces  are  used  for  ruffled  skirts 
and  tunics  in  many  forms.  Lace  is  also 
being  used  for  waists  and  neck  finishes, 
and  sleeve  frills  also  call  for  the  use  of 
lace. 

Net  tops  in  a  variety  of  filmy  effects 
that  introduce  a  big'  variety  of  the  finest 
nets  are  the  big  feature.  Seme  of  th  ;se 
nets  are  so  sheer  t'-'t  thev  are  rcllv 
tulles,  and  the  pattern  appears  as  a 
tracery  on  t'e  satin  of  t'e  gown.  Paris 
is  making'  a  big  feature  of  combinations 
of  black  and  white,  and  for  ihis  pur- 
pose black  Chant  illy  and  net  laces  are 
used. 

A  new  lace  shows  the  pattern  pro- 
(lec-d  Iv  a  cord  that  f<  rms  patterns  that 
look  like  fine  braiding.  Filet  effects 
come    in    beautiful    designs,    and    lilet      is 

often    used    in    combination    with    other 

nets.       White,    ecru,    hiscuit     and    cream 


shades  are  all  good,  and  handsome  novel- 
ties showing  the  combination  of  black 
and  white  and  black  and  ecru  are  ,-ery 
much  favored. 

Metal  laces  come  to  the  front  late  in 
the  past  season,  and  all  kinds  of  light 
patterns  in  metals  will  be  good.  Gold, 
silver  and  gun-metal  are  all  showing, 
and  though  silver  leads  at  present,  it 
may  not  keep  its  prominence  all  through 
the  season.  Laces  in  imitation  of  metals 
and  closely  following  them  in  color  are 
showing,  and  because  of  the  price  and 
the  beauty  of  finish  should  score  a  well- 
merited  success. 

Nets  are  again  a  leading  feature.  All 
plain  nets  are  selling,  but  the  emphasis 
:s  placed  upon  silk  nets  and  tulles  in 
metal  colors,  and  the  leading  shades. 
Tunics  of  net.  and  net  for  draping  the 
waist,  will  be  very  largely  worn,  and  will 
have  as  trimmings  fur  beads  and  flowers. 

In  high-class  lines  embroidered  and 
tinted  effects  in  colored  laces  are  show- 
ing. Some  of  these  are  decorated  with 
the  new  cut  spangles  in  nacre  and  iri- 
descenl  effects. 

-@- 

AT   C  W.T.A.    CONVENTION. 
" Demonstration  of  Men's  Wear  Dis- 
plavs. "  by  John  L.  Loock.  of  McFarlin 
Clothin?   Co..   Rochester,   Pa.     See   pro- 
~ran\  page  66. 
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HAND  BAGS 

IN  ALL  THE 

NEWEST  SHAPES 

IN 

LEATHERS 

AND 

FABRICS 


Our  New  Fall  Line  Is  Now  In 
Our  Travellers'  Hands 

STYLES— Up  to  the  Minute. 
PRICES— Appeal  to  All  Buyers. 
QUALITY-The  Highest. 

HAVE  YOUR  BUYER  INSPECT  OUR 
LINE  BEFORE  PLACING  ORDER 


MANUFACTURED  BY 


Flett,  Lowndes  &  Co.  Limited 

142  -  144   WEST   FRONT   ST 

TORONTO,  ONT. 
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t-Ji 


CANADA  VEILING  eg. 


Our  Fall  Line  will  be  complete  August  Seventeenth 

specializing 

CANVELCO   BRAND 


VELVET   FINISH 


Veilings 

and 

Malines 

Chenille  Borders, 

Nose,    Rose   Bud  and 

Small   Pattern 

Plain   Veilings 

are  Leaders 


Net- 
Allovers 

Madeira,  Filet, 

Gold    and    Silver 

Metallic,  Chantilly, 

Silk  and  Cotton  Nets, 

Point  D'Esprits 


SAFETY  FIRST 

AS  THE  STYLE  FOR  THE  COMING  SEASON  IS  VERY  DOUBTFUL, 

IT    WILL    BE    GREATLY    TO    YOUR    ADVANTAGE    TO    SEE    OUR 

SHOWROOM    BEFORE   PURCHASING 


'84-86* 

'ELLINGTON}) 
ST.W.  J 


^«r 


CANADAVEILING  CQ 


TORONTO 


DO 
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Ribbons  Ribbons  Ribbons 

DIRECT  FROM  THE  MAKERS 

Saving  Commissions  and  Middle  Men's  Profits 


RIBBONS 

We  can  supply 

very 

you 

fashionable, 
you 

^^jl 

^^^> 

at  once. 

need  them. 

Black   Moires   in 

Br 

all  widths. 

We  are  the  only 

manufacturers 
of  Ribbons 
in  Canada. 

f 

Black  cire  or 
stove-pipe  finish. 

Fancy 
Dresden  Ribbons 

Taffeta,     black 
and  colored. 

much  in  demand. 

K 

1 

The  largest  range 

Soft  Satins  in 

^►7 

of   qualities    and 

all  new  colors 

prices  in  the 

for    Fall    season. 

trade. 

Wash  Ribbons  and  Shoe-Tie  Ribbons  for  Summer 

Ribbon  Girdles,  the  newest  fashion  out.    We  are  showing  a  good  range, 
Plain  and  Fancy,  all  made  up  ready  for  quick  sales. 

We  are  showing  for  the  Fall  season  a  very  large  range  of  plain  and  fancy 
ribbons,  velvet  ribbons,  etc. 

Wait  and  see  our  values. 

If  our  traveler  is  not  around  when  you  require  ribbons, 
write  us  for  samples  and  prices. 

BELDING  PAUL  CORTICELLI  Limited 

Montreal  Toronto  Winnipeg  Vancouver 
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OUR  FALL  LINE  NOW  READY 

BEING   SHOWN   BY  OUR   REPRESENTATIVES 


^ITTE    wish    to    call    attention    of    the 
"   *    merchants  to  our  trade-mark,  illus- 
trated herewith,   which  will  appear  on 
all  our  lines,  including  Trade 

Veilings,    Laces,    Malines, 

Chiffons,  Nettings,  Scarfs, 

Neckwear,  Hair  Nets 


THIS  IS  IT! 

Mark     Goods  with  this 
label  insure  value 
and  style 

WATCH  FOR  IT 


NOVELTY  IMPORT  COMPANY 

76  Bay  Street,  Toronto 
'  i  The  Lace  and  Veiling  House  of  Canada" 


Cords 

Tassels 

Braids 

Silk  Ornaments 

The  best  and  handsomest  in  the  market 
Also 

Furriers'  Trimmings 

"  Made  in  Montreal" 

by 

The  Moulton  Manufacturing  Co. 

LIMITED 
Craig  East,  Gosford  and  St.  Louis  Sts. 


Comfort  shakes  hands 
with  Style 

Where  is  the  woman  who  would  prefer  style 
unaccompanied  by  comfort  to  that  grace- 
ful,   ease-giving    style    produced    by 


P.C.  Corsets 


Days  there  were  when  STYLE  was  tor- 
ture and  COMFORT  was  unsightly,  but 
those  days  went  with  the  inception  of 
P.  C.  Corsets.  These  corsets  introduced 
a  combination  of  grace,  style,  comfort  and 
service.  Their  popularity  is  glowing  far  and 
wide,  for  they  meet  the  feminine  require- 
ments and  give  the  merchant  a  satisfac- 
tory   business. 


Every  steel   to   ejncaseH   in   a   dmihu- 
inti  rUning. 

We  <1<>  not  ask  for  mi  order,  but 
would  like  you  to  see  n  sample  of  our 
latest  P.  ('.  model — a  card  to-day 
will    briiiR    it.    parcel    post    prepaid. 


573 


Parisian  Corset  Mfg. Co., Ltd. 

QUEBEC 

Ontario  Branch  :   77  York  Street,  Toronto 
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A  glimpse  at  some  of  the  good 
things  in  the  Phoenix 
Fall  Showing 


Boudoir  Caps 

Phoenix  Boudoir  Caps  are  daintier  and  more 
useful  than  ever  before.  The  modern  dances 
make  it  difficult  to  keep  the  hair  arrangement 
intact — hence  a  demand  has  been  created  for 
these  caps.  Made  of  sheer  crepe,  voile  and  fine 
Valenciennes  laces  in  several  different  styles. 

Neckwear 

High  back  collars,  open  at  the  front,  promise 
to  be  a  popular  seller  this  Fall.  We  have  these 
and  many  other  styles  in  a  wide  variety  of  or- 
gandies with  embroidered  edges,  net  tops  and 
tinsel  effects. 

Waists 

Chic  styles  in  chiffons,  crepes,  voiles,  muslins 
at  reasonable  prices. 


Tea  Aprons 


Dainty  little  articles  that  will  instantly  appeal 
to  your  customers.  Makes  a  splendid  Christ- 
mas gift. 


Pleatings 


Pleatings  in  gold  and  silver  effects  and  black 
silk. 


The  Phoenix  Fall  range  of  novelties  is  going  to  be  a  popular  and  rapid  seller;  they're 
just  the  lines  that  will  appeal  to  Feminine  Canada  during  the  Fall  and  Winter. 
Phoenix  Novelry  Goods  are  known  by  the  "distinctive  buff  boxes"  in  which  they  are 
shipped  to  you. 

We  extend  you  a  cordial  invitation  to  inspect  our  Fall 
range  at  154  Pearl  St.  when  you  are  at  the  exhibition. 


V 


r 


etijM 


TORONTO,  ONT.         ^§2"x 


93 


Dry  Goods  Review 


DRESS    ACCESSORIES 


terthva 


(tyd 


"Sterling" — "All  that  the  name  implies" 

terlttts"  Laces,  Veilings,  Neck- 
wear for  Fall  1914  Now  Ready 


We  have  been  suc- 
cessful in  gather- 
ing together  one 
o  f  the  daintiest 
and  most  attractive 
ranges  for  Fall 
1914  that  we  have 
ever  offered.  All 
Sterling  in  style, 
assortment  and 
value.  "Sterling" 
Novelties  have 
long  been  the 
standard  in  its 
line,  and  this  Fall 
1914  assortment 
is  no  exception. 


In  no  more  effec- 
tive way  can  we 
impress  the  real 
importance  of  our 
values  than  to  say 
"They  are  Ster- 
ling, pure  and 
simple." 


THE  NEW  HEXAGON  MESH  TEA  VEIL 

Milliners  and  Merchants 

When  attending  the  exhibition  call  around  at  our  large  show  rooms  at  80-82 
Wellington  St.  W.,  and  see  what's  going  to  be  the  popular  sellers  for  Fall ;  we 
have  them  all. 


The 


Sterling 


Lace    and    Novelty    Company 

80-82  WELLINGTON  ST.  W.,  TORONTO 
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Holiday  Novelties  Appearing  on  the  Market 

"Party"  Cases  With  Toilet  Articles— "Futurist"  Cat  a  Humor- 
ous Contribution — Japanese  Gardens  a  New  and  Artistic  Craze — 
A  Complete  Whist  Set. 


THE  notion  section  each  year  is 
going  more  extensively  into  the 
sale  of  Christmas  novelties,  and 
manufacturers  are  now  beginning  to 
show  many  of  their  holiday  lines,  such 
as  sewing  baskets,  work  baskets  and 
boxes,  needle  cases  and  needle  books. 
These  come  in  many  original  ideas,  one 
of  which  shows  a  case  that  falls  open 
when  the  lid  is  removed,  revealing  a  bag 
of  satin  drawn  up  with  silk  cord  which 
can  be  used  to  contain  the  work.  On 
the  inner  part  of  the  lid  are  two  velvet 
pin-cushions,  and  two  ivory  holders  on 
which  skein  silk  may  be  wound.  One 
side  has  holders  for  spools,  while  the  op- 
posite is  fitted  with  scissors,  bodkin, 
crochet  needle,  and  two  tape  needles.  On 
each  end  is  placed  a  package  of  needles 
and  different  sized  safety  pins. 

Novel  Whist  Set. 

A  whist  set  falls  open  in  a  similar 
manner  when  a  sliding  cover  is  removed. 
Upright  in  the  center  is  a  brass  stand 
with  ivory  signs  showing  what  are 
trumps,  while  the  four  sides  show  packs 
of  cards,  tally  cards,  etc. 

Designed  in  the  same  way  comes  a 
combined  dressing  and  manicure  set, 
with  the  fittings  in  ivory,  which  would 
keep  the  toilet  articles  from  dust  on  the 
dressing  table  or  would  pack  easily  into 
a  suit  case  or  trunk.  Other  articles  in 
this  line,  such  as  music  rolls,  card  cases, 
and  drinking  cups,  manicure  and  shav- 
ing sets  enclosed  in  a  leather  case,  and 
bill  books,  wallets,  collar  bags  and  hand- 
kerchief and  glove  cases  come  in  great 
variety.  These  are  made  in  various 
leathers  and  in  tan,  blue,  red,  green  and 
other  colors. 

Party  Cases. 

Another  line  that  is  goin<r  to  be  big 
this  fall  is  "  party  cases."  A  party 
case  contains  all  the  toilet  articles  put 
up  in  convenient  form  and  enclosed  in  a 
dainty  leather  case  like  a  small  suit 
case,  with  the  handle  on  the  top.  These 
cases   contain    toilet   requisites,   and   the 


leather  comes  in  all  the  leading  colors. 
The  fittings  are  very  dainty,  and  those 
in  gilt  are  the  newest.  The  leather 
comes  in  black,  navy,  Copenhagen, 
King's  blue,  green,  purple,  helio,  and 
tang'o.  The  linings  come  in  moire  or 
heavy  corded  silk  in  matching  or  con- 
trasting colors. 


L. 


1.  Party  Bug  of  scarlet  kid,  lined  with  ecru 
watered  silk.  The  gilt  vanity  fittings  include 
pin-box,  vinaigrette,  comb,  mirror,  powder 
box  and  memo  book.  The  powder  puff  is 
enclosed   in   the  inner  bag  in  the  center. 

2.  Manicure  Case  of  fine  morocco  leather  con- 
taining six  pieces.  The  handles  are  of  mother 
of  pearl  and  chased  silver. 

3.  Week-End  Case  of  fine  morocco  leather 
lined  with  bengaline  contains  hat  brush,  hair 
brush  and  comb  and  minature  hand  glass 
backed    in    highly    polished    nickel. 

Shown    by    Western    Leather    Goods    Co. 
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Futurist  Cat. 

Among  the  numerous  novelty  items 
shown  so  far  for  the  holiday  trade,  one 
of  the  most  striking  is  the  Futurist  cat. 
Just  how  weird  looking  this  animal  is 
may  be  imagined  by  anyone  that  has 
had  the  somewhat  doubtful  privilege  of 
viewing  a  collection  of  the  works  of  Fu- 
turist painters.  The  cat  in  question 
hails  from  the  Old  Country,  and  Mr. 
Louis  Wain,  an  artist  who  enjoys  a  con- 
siderable reputation  over  there,  is  the 
person  responsible  for  its  creation.  All 
the  models  are  registered,  and  the  de- 
signs without  exception  are  of  an  ex- 
tremely humorous  character.  One  of  the 
most  striking  shows  the  Sphinx  carried 
out  in  black  and  green,  with  green  eyes 
and  (daws  and  a  crimson  nose  relieved 
with  touches  of  green.  Every  cat  has  a 
motto  of  a  humorous  description  and 
empha sizing  its  value  as  a  mascot.  The 
Futurist  cat  comes  in  many  sizes  and  is 
modeled  in  various  positions.  Some  of 
them  are  planned  to  be  of  use,  and  one. 
of  them  has  a  hollow  in  its  back  which 
is  fitted  with  a  glass  so  that  it  can  be 
used  as  a  flower  holder.  In  London  these 
cats  are  shown  in  a  special  show-room 
designed  by  Mr.  Wain  and  decorated 
in  Futurist  colors,  of  whicli  black, 
green,  and  tomato-red  are  the  most  pro- 
minent. 

Japanese  Table  Garden. 

A  novelty  that  is  rapidly  becoming  a 
fad  in  the  States,  and  which  is  really 
both  decorative  and  artistic  when  well 
carried  out,  is  the  Japanese  table  gar- 
den. These  miniature  gardens  are  built 
in  porcelain  dishes  of  various  shapes 
and  sizes  with  miniature  trees,  pagodas, 
and  other  objects.  These  are  combined 
with  water  and  leaves,  etc.,  and  much  of 
the  effect  depends  upon  the  taste  of  the 
person  who  sets  the  miniature  garden. 
These  grardens  form  lovely  center  pieces 
or  table  ornaments,  and  a  display  can 
be  made  a  very  attractive  one.  The 
various  small  objects  come  by  the  dozen 
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and  can  be  purchased  separately  from 
the  dishes.  These  gardens  promise  to 
be  a  feature  of  the  various  holiday  dis- 
plays. 

Dance  Bags  in  Pannier  Shape. 
Evening  bags  have  developed  into 
dance  bags.  The  best  liked  come  in 
pannier  shape.  These  bags  come  made 
of  suede  leather  in  delicate  linings  and 
with  the  upper  part  of  satin,  and  the 
top  is  drawn  together  with  a  silk  cord 
in  match.  The  bag  is  designed  to  carry 
the  slippers  and  other  items.  Many  of 
these  bags  are  decorated  with  hand- 
painted  designs  and  medallions.  Novelty 
bags  are  shown  in  big  variety  and  for 
varied  uses. 


The  toy  line  is  so  favored  that  it 
would  seem  as  though  it  was  well-nigh 
impossible  to  vary  existing  lines.  A 
new  idea  is  to  pack  a  doll's  tea  set  in  a 
fancy  basket.  The  bottom  of  the  basket 
is  of  cretonne  and  the  articles  are  tied 
in  with  ribbons,  and  ribbons  to  match 
are  run  through  the  sides  of  the  basket 
and  tied  on  a  smart  bow  at  the  side  of 
the  handle.  The  china  is  patterned  in 
bright  colors  and  the  whole  article  is 
very  attractive. 

Flat  wooden  toys  were  very  much  in 
evidence  last  holiday  time,  but  were 
mostly  confined  to  animal  lines.  The 
ducks,  cows,  and  other  animals  are  all 
shown   again    this   vear, 


Leather  Novelties  for  Fall 

Party  Bags  Indicated  as  Best  Sellers  for  Fall 
and  Holiday  Trade — Week  End  and  Manicure 
Sets  in  Cases  New — White  Kid  Belts. 


AMONG  the  best  sellers  for  the  Fall 
and  holiday  trade  party  bags  will 
have  a  high  place.  A  very  prac- 
tical and  at  the  same  time  a  dainty  and 
attractive  bag  comes  in  circular  shape 
just  like  a  big  round  ball  gathered  up 
into  bag  form  by  means  of  a  silk  cord. 
This  bag  comes  in  soft  kid  in  all  the 
leading  colors  and  is  silk  lined  either  to 
match  or  in  contrast ;  this  point  depend- 
ing upon  the  color  used  for  the  outside. 
The  center  consists  of  a  silk  bag  with 
the  sides  stiffened  part  way  around 
which  are  shirred.  A  pocket  holds  the 
various  vanity  articles  which  are  par- 
ticularly fashionable  in  gilt  finish.  The 
various  fittings  are  as  follows:  Pin-box. 
vinaigrette,  comb,  mirror,  powder  box, 
and  memo  book.  The  central  bag  draws 
up  with  a  silk  cord  and  contains  a  powd- 
er puff.  Party  bags  also  come  in  moire, 
and  black,  lined  with  color,  is  the  best 


seller  as  it  can  be  used  wTith  any  gown. 

Week-end  and  toilet  sets  come  in  fold- 
ing cases  that  contain  all  that  is  neces- 
sary, and  take  up  practically  no  room 
ir,  the  suit  case.  These  cases  open  flat 
and  are  made  of  fine  morocco  leather 
with  cord  silk  lining.  These  sets  are  fit- 
ted with  clothes  brush,  hair  brush,  comb 
and  miniature  hand-mirror  in  highly 
polished  nickel  silver.  Manicure  sets 
come  in  similar  cases  also  of  fine  mor- 
roco,  bengaline  lined.  These  sets  are 
made  in  various  sizes  holding  from  three 
to  seven  pieces.  The  handsomest  have 
the  handles  of  pearl  and  chased  silver 
and  handsome  sets  come  in  highly  pol- 
ished nickel. 

The  latest  development  in  leather 
belts  comes  in  white  kid,  3,  4  and  6 
inches  wide.  The  smartest  have  covered 
buckles,  but  the  large  white  bow  as  a 
finish  is  also  a  big  seller. 


Flesh-Colored  Shields  Showing 

These  Are  Made  to  Suit  the  Cut  and  Material  of 
Present-Day  Waists — Snap  Fastener  Tape. 


NOTIONS  and  fancy  goods  are  well 
established  as  the  quick  money 
lines,  the  lines  where  the  turn- 
over is  the  greatest.  These  departments 
are  very  important  even  in  the  small 
store  and  of  first  rank  when  the  store 
has  attained  the  departmental  rank. 
Notion  and  fancy  goods  buyers  are  keen 
searchers  for  novelties  with  which  to 
attract  trade,  and  there  is  a  large  and 
increasing  group  of  manufacturers  who 
make  the  providing  of  these  novelties 
both  for  special  seasons  such  as  Kaster, 


Christmas,  etc.,  as  well  as  for  the  gene- 
ral, all-the-year-round  business. 

Flesh-colored  Shields. 

With  many  women  the  choice  of  a 
dress  shield  is  a  matter  that  receives 
much  attention.  Many  women  prefer  to 
buy  a  washable  shield,  as  a  little  work 
makes  all  fresh  and  clean  again.  The 
very  transparent  waists  now  worn  are 
complicating  the  shield  business,  for  it 
is  a  dillieiilt  matter  to  attach  shields  to 
the  present-day  waists,  both  because  of 
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the   cut   and   the   character  of   the   ma- 
terial. 

Manufacturers  are  putting  flesh- 
eolored  shields  on  the  market,  and  they 
are  selling  well,  as  they  are  almost  in- 
visible because  of  the  color. 

Fastener  Tape. 
Merchants  will  wish  to  begin  the  Fall 
campaign  with  a  full  stock  of  notions, 
small  wares,  and  dressmakers'  findings. 
Among  the  many  ideas,  snap-fastener 
tape  will  be  found  to  fill  a  want,  as  it 
forms  an  invisible  fastener.  It  comes 
in  cotton,  gros-grain,  satin,  pure  silk, 
and  mercerized  cotton,  and  retails  at 
prices  running  from  12V^C  to  30c  per 
yard.  A  fastener  is  on  the  market  that 
is  oval  instead  of  round,  the  idea  being 
that  this  shape  conforms  better  to  the 
shape  of  the  hem  at  the  back  of  the 
waist  and  therefore  is  more  easily  hid- 
den. Tape  is  an  article  that  every  dress- 
maker uses,  and  she  is  sure  to  be  inter- 
ested in  a  new  tape  that  fills  all  the  pur- 
poses of  the  ordinary  tape  and  yet  is  so 
fine  that  it  does  not  show  through  the 
very  thin  materials  now  worn.  This  is 
not  the  only  merit  this  tap*,  has  to  re- 
commend it.  but  it  is  shown  on  a  speci- 
ally constructed  display  stand  that  not 
only  holds  the  tape,  but  saves  the  sale 
people   trouble   in    the   handling. 

-©- 
ONE   MILLION   TOY   BALLOONS. 

One  of  the  most  animated  spots  in 
any  New  York  department  store  during 
the  month  of  June  was  the  children's 
playground  on  the  fifth  floor  of  the 
mammoth  building  of  the  J.  B.  Green- 
hut  Co.  One  of  the  interesting  features 
among  many  attractions  was  an  army 
of  children  receiving  thousands  of  col- 
ored toy  balloons  as  gifts  from  the  man- 
agement. 

"We  make  a  point  of  pleasing  the 
children  of  New  York  and  the  suburbs 
by  making  them  so  happy  that  they 
want  their  parents  to  bring  them  often 
to  spend  the  day  in  the  big  store."  said 
one  of  the  superintendents.  "These  toy 
balloons  are  wonderfully  popular.  We 
import  them  by  the  hundreds  of  thous- 
ands from  Germany,  where  they  are 
manufactured  expressly  for  us  of  the 
best  of  silky  rubber,  which  can  be  ex- 
panded  to   an   extreme  limit. 

"I  suppose  we  have  given  away  more 
than  half  a  million  of  these  fairy  bal- 
loons this  season,  and  so  great  has  been 
the  success  of  the  idea  that  we  shall 
continue  to  give  them  away  and  make 
the  children  of  New  York  always  our 
friends.  But  this  is  not  all.  Look  at 
the  children's  playground  itself,  with  its 
swings,  rocking  autos.  merry-go-rounds, 
seashore  sand  piles  and  sliding  ma- 
chines with  shoot-the-chutes  and  hun- 
dreds of  other  devices  for  pleasing 
children." 
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In  All  the  World,  No  Other  Line  Like  This" 


Some  of 
the  New 
Imported 
Ideas 


Kite  Baby  Feeding 
Plates  (  kcc  p 
food    hot). 

Kite  Baby  Soap 
(Floating). 

Kite  Baby  (Ball 
Bearing)     Pins. 

Rite  Stork  Maison- 
ettes. 

Rite  Baby  -  Rasp- 
berry Confection 
(for  constipa- 
tion). 

Rite  Nursery  Bas- 
kets. 

Rite  Baby  Refrig- 
erator with  I!;is 
ket. 

Kite  Baby  Nursery 
Bottles. 

Rite  Baby  Basin 
ettes. 


Baby  Baskets 
in  new  and 
original 
shapes  and 

sizes. 

Stork  Party 
Favors  that 
are  new  and 
different. 


See 
Rite 
"Baby 
Toodles" 


"Rite"  Baby  Maisonette 

The  Latest  From  Europe 

Our  special  representative  who  lias  been  in  Germany,  Austria.  Italy.  Holland, 
England  and    France   for  the   past   two   months,   has  secured    the 

American  Rights  for  Many  Brand  New  Novelties 

which   are   now   on   exhibition   in   the   RITE   Showrooms. 

This  European   collection,   big  as  it  is,   forms   but  a  small   part  of  our  entire 
line  of 

5000  New  Rite  Originalities 

— practical,   amusing,   instructive  and   sanitary. 

And  many  other  specialties  of  the  sort  for  which  the  name  RITE  is  famous. 

An  early  visit  to  our  showrooms  will  make  your  department  the  most  popular 
in   your   city. 

If  you  arc  not  coming  to  New  York,  let,  us  send  you  one  of  our  $25,  $50  or 
$75   Sample    Assortments. 
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Rite"  Specialty  Co. 


35-39  West  36th  St. 


Between  Fifth  and 
Sixth  Avenues 
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NEW   YORK 


New  and 
Original 
Ideas 


in 


Rite   Baby  Rattles. 

Rite     Baby     Toilet 

Sets. 

Rite  Baby  Station- 
ery. 

Rite    Baby    Record 
Books. 

Rite      Baby     Coat 
Hangers. 

Rite    Baby    Teeth- 
ing Rings. 

Rite  Nursery  Toys. 

Rite      Baby      Play 
Yards. 

Rite    Nursery 
Chairs. 

Hit--    Baby    Rubber 
Toys. 

Rite     Musi  c  a  l 

Cushions. 


Another  Im- 
portant Fea- 
ture this  Year. 

Wonderful 
Mechanical 
Pieces  for  De- 
partment Dis- 
plays. 


Full 
Line 
Ready 
July  * 
First 
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QUALITY 

is  the  keynote  of  your 
success  as  a  merchant, 

QUALITY 

is  the  keynote  of  the  suc- 
cess of 


-i-f-^*£ 


Dress  Shields 


Is  Our  success 
helping  You  ? 

I. B.  Kleiner  t  Rubber  Company 

TORONTO,     CANADA 
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De  Long 
Press  Button 


World's  Flattest 
Fastener 


De  Long 
Hook  and  Eye 


See  That 

hump 

TRADE  MARK    A 
KEG. U.S.  PAT    OFF. 


De  Long 

Safety 

Pins 


Guarded 
Coil 
Rust?  Never!' 


DE  LONG  HOOKS  AND  EYES 
DE  LONG  PRESS  BUTTONS 

There  [is    a    place    for    each    on    your    Notion    Counter. 

There  is  a  need  for  each  in  the  making  of  every  gown. 

The  good  dressmaker  knows  how  to  use  each  in  its  proper 
place,   for  the  greatest  security,   neatness  and   durability. 

The  good  Notion  Department  displays  complete  assort- 
ments of  both,  in  all  sizes  and  colors ;  because  every 
notion  buyer  knows  that 

DE  LONG  HOOKS  AND  EYES 
and  DE  LONG  PRESS  BUTTONS 

are  the  very  best  of  their  kind,  and  will  give  satisfac- 
tion,   in    selling    and   in    use,    unequalled    by    any    other. 

THE  DE  LONG  HOOK  and  EYE  COMPANY 

OF  CANADA,  LIMITED 
ST.  MARYS,        -        ONTARIO 


See  thai: 

hump? 

TRADE  HARK  REC>  U  S  PAT  OFf 

DeLong^ 
Hook—  Eye 


PATENT  INVISIBLE  EYES 


NU? 


Hook  and  Eye 


Bless  that 

Nub! 


TRAOt   MARK 

nco-u.S-PAT.orr. 


De  Long 
Hook  and  Eye 


Tape 


LOOK 
FOR  THE 
TAGS 
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LEONARD 


YORK 


Representing  manufac- 
turers for  the  Canadian 
Market  in 

FANCY 
and  HOLIDAY 
GOODS 

Have  you  seen  our  attractive   new 

line  of 

VICTORIA  PARTY  CASES? 


We  arc  making  a  great  var- 
iety of  these  and  also  call  your 
attention  to  our  new  lines  of 
band  bags.  It  will  pay  you  to 
wait  for  our  Mi'.  Walter  Bretz- 
field.  He  shall  cover  the  terri- 
tory as  usual  in  August  for  the 
Holiday  season.  Write  for 
samples  and  information. 

MORRIS  WHITE, 
73  West  Houston  St. 
New  York 

WALTER  BRETZFIELD 

43  Leonard  Street 
New  York 


NEEDLE    WORK 

NOVELTIES 


WORK  BAG 


1050- A 


This  season  we  have  a  large  range 
of  novelties  put  up  in  envelopes 
ready  for  sale,  with  design  printed 
on  each  envelope  showing  the 
article  finished. 

An  illustrated  circular  of  our  latest 
novelties  will   be   sent  on   request. 


STAMPED        GOODS 

Centres — Trays — Corset  Covers — Night 
Gowns  —  Cushion  Tops  —  Runners  — 
Dresser  Scarfs — Pillow  Cases  —  Aprons 
— Bibs~-Bootees. 

D.  M.  C.  Threads        Berlin  W7ools 

The   best  quality  of  Artificial  Silk   is 

FLOSSELL  ROYAL 


Hambly  and  Wilson 

77  Wellington  St.  W.,       TORONTO 
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Dry  Goods  Renew 


THE  SUCCESS  OF  THE  SEASON 

THE   TWO-PRONG    PIN    (ILLUSTRATED    HEREWITH) 
MADE    IN    PLAIN    OR    JEWEL-SET    STYLES     - 


BEADS 

COMBS 

SHOE 
BUCKLES 


JUST  TEN  MINUTES 

FROM  THE 

EXHIBITION  GROUNDS 

We  extend  to  you  a  cordial 

invitation    to    visit    us    when 

at  the  fair  or  anv  time 


The  Smith-D'Entremont  Co.,  Limited, 


1475  Queen  Street  West 
TORONTO 


Baby  Novelties 


Hundreds 

of    Articles 

that  Sell  at 

Sight,  at 

Popular 

Prices. 


/ 


Write    for   a 

Special    $25,    $35    or    $50    Selection 

To    retail    at    25c    to    $1.00. 

Mall  orders  filled  Immediately. 

Our  Fall  lines  are  now  ready. 
Call  and  inspect  this  attractive 
line  when   in   New  York. 


Bailey  &  Bailey 

Importers  and   Manufacturers 
INFANTS'   NOVELTIES 

Bailey  Building 

27  East  22nd  Street,  New  York 


The    Kind 

You  Do 

Not  See 

Elsewhere 


You    Need 
The   Bailey 

Line  for 

the    increasi 

of  your 

msiness. 


VASSAR    EMBROIDERY    HOOPS 

THE  ADJUSTABLE  "HOOP  OF  QUALITY" 

The  innc  hoop  is  fashioned  from  seasoned  maple,  lathe  turned  and 
highly  polished,  the  outer  is  made  of  highly  polished  rustproof  metal, 
fastened  with  a  strong  coiled  spring,  which  cannot  tear  the  fabric. 
That  s  why  the  Vassar  is  the  only  hoop  that  will  instantly  adjust 
itself  to  any  thickness  of  fabric  and  hold  it  securely.  And  it's  a 
better  hoop  to  sell  for  ten  cents  than  most  others  at  any  price.  Made 
4,  5,  6,  7,  and  8  inches  in  diameter,  also  oval  3x6,  4x9,  and  6x12. 

MILLIONS  OF  WOMEN  ARE  USING  THE  VASSAR 

ARE  YOU  SELLING  THEM?    YOU  CAN  TRY  THEM  AT  OUR  RISK 
BY  SAYING  THE  WORD 

TheTHOS.  P.TAYLOR  CO. 

MAKERS  OF  THE  VASSAR  HOOP 
SINCE  1890 

BRIDGEPORT,  CONN.,  U.S.A. 

487  Broadway,  New  York 

67  Chauncy  St., 

Boston,  Ma 


IT  CANNOT  TEAR  THE 

FABRIC 

IT  CANNOT  SLIP 

IT  CANNOT  GET 

OUT  OF 

ORDER 
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HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  wbich  the  editors  of  the  "  Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


This  rack,  which  has  just  been  brought 
out  in  Canada,  serves  a  double  purpose. 
It  is  called  a  "junior"  rack  and  is  con- 
venient for  hanging  garments  to  keep 
them  out  of  the  way  when  clerks  are 
waiting  on  customers.  It  is  also  of  ser- 
vice for  a  IVw  special  garments  that  are 
on  sale  at  one  special  price,  which  is 
prominently  listed  in  the  holder  on  top. 
Shown  by  A.  S.  Richardson  &  Co. 

CONDEMNS  NEW  YORK  MEN 

(Continued  from  page  84.) 
ter  from  a  distance  the  New  York  manu- 
facturers have  made  a  big  mistake  in 
bringing  up  the  question  of  length  at 
this  time,  because  there  was  really  no 
question  of  the  kind  involved.  He  said 
it  seemed  to  him  that  the  manufacturers 
sent  out  their  men  earlier  than  usual 
and  conditions  in  general  operated 
against  their  securing  orders  as  freely 
a  they  expected.  They,  therefore,  jump- 
ed   t'>    tin'       conclusion       that    there    was 

something  the  matter  with  the  styles  and 
siarted    an      investigation       which    soon 


broke  the  bounds  and  the  news  spread 
over  the  country,  but  the  trouble  was 
probably  due  to  the  early  start  made 
more  than  anything  else. 

A  point  of  particular  interest  made  by' 
Mr.  Printz  was  that  if  longer  coats 
should  be  desired,  the  merchants  are  not 
stocked  to  such  an  extent  that  they  can- 
not safely  handle  all  they  will  be  able 
to  sell  of  that  design.  The  great  ma- 
jority of  women  will  not  accept  the  ex- 
tremes at  any  time  and  this  will,  of 
i  ourse,  leave  the  large  bulk  of  the  busi- 
ness to  the  garments  in  conservative 
lengths. 

Individuality  Controls. 

There  was  really  nothing  in  the  length 
of  the  coat  that  will  affect  the  style,  he 
said,  because  all  manufacturers  had 
made  the  garments  in  various  lengths. 
He  agreed  with  others  in  the  belief  that 


women  would  select  coats  suited  to  their 
height  and  general  lines,  rather  than  to 
insist  upon  any  certain  fixed  length.  The 
increasing  desire  for  individuality 
would  aid  women  more  than  ever  in  the 
selection  of  their  garments,  and  there 
would  be  less  over  twenty-five  years  and 
have  never  known  a  year  that  the  con- 
ditions in  New  York  were  not  exactly 
the  same  as  they  are  to-day.  That  was 
the  reason  the  Xew  York  market  had 
lost  its  prestige  and  that  the  Cleveland 
market  was  so  rapidly  forging  ahead  as 
the  cloak  center  of  America." 


EARLY  CLOSING  UPHELD. 

The  early  closing  by-law  in  Gait  has 
been  upheld  in  the  appeal  at  Osgoode 
Hall,  Toronto.    Messrs.  \V.  J.  McNaught 

&  Son  were  fined  and  appealed,  but  lost 
their  case. 


In  anticipation  of  a 
brisk  demand  for  wax  fig- 
ures for  Fall  window  dis- 
plays, the  Hall-Borchert 
Dress  Form  Co.  have 
brought  out  a  large  stock 
of  French  models,  dis- 
tinguished for  lifelike  fea- 
tures, real  hair  done  up  in 
the  latest  coiffure  styles, 
ami  forms  moulded  to 
conform  with  the  most 
approved  lines  in  ready- 
to-wear.  The  illustration 
is  a  sample  of  the  firm's 
attractive  lines.  In  addi- 
tion, they  have  enlarged 
their  stock  by  wooden  and 
brass  fixtures,  embodying 
the  most  up-to-date  ideas 
in  the  art  of  display. 
Window  trimmers  should 
inspect  the  slock  when  at- 
tending the  C.W.T.A.  Con- 
vent ion. 
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"Everlast"  Coat  Foundations 

a  splendid  sales  tonic 


No.  500.  This 
f  o  u  n  rtation  is 
suitable  for  any 
coal,  including 
collaTj  cuffs  and 
shoulder  pads.  It 
is  made  of  the 
best  materials, 
fully  shrunk  and 
well    made. 


Many  women,  who  in  the  past  never  attempted 
to  make  their  own  suits  because  of  the  diffi- 
culty of  getting  the  coats  to  hold  their  shape, 
are  now  obtaining  just  as  good  results  as 
when  they  paid  the  tailor  a  large  sum  of 
money.  These  women  use  "Everlast"  Coat 
Foundations.  Why  not  take  advantage  of 
these  splendid  "dress-making  simplifieis.  " 
and  use  them  to  boost  the  sale  of  your  dress 
-mids,  trimmings,  linings,  etc.?  Advertise  them 
to  your  customers,  explaining  how  every  ob- 
jection to  home  dress-making  is  removed  when 
"Everlast"  Coat  Foundations  are  used. 

Now  is  a  good  time  to  get  in  a  stock  for  the 
Fall  dress-making.  Made  in  a  size  and  style 
to  suit  every  requirement. 


No.  501 


No.  501.  A  han- 
dy t  O  U  n da tii  ii i 
which  will  ap- 
peal tn  the  home 
dress  m  a  k  er. 
Well  construct- 
rd.  Ii  e  s  t  ma- 
terials. 


Toronto  Pad  Co.,  Ltd. 


333   Adelaide   Street   W.  TORONTO 

Western  Representative:     J.  W.  Leathorn,   Pacific  Mercantile  Agencies,  603  Mercantile  Bldg.,  Vancouver,  B.C. 
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Always  Something  New" 

in  Buttons 

Being  button  specialists  we  are  in  constant  touch  with 
the  world's  button  markets  and  are  always  in  a  posi- 
tion  to  show  something  new. 

Our  showing  of  glass,  crochet,  celluloid  and  other  lines 
is  very  large.     Let  us  send  samples. 

A.  Weyerstall  &  Co. 


~\ 


Head  Office 

TORONTO 

145  Wellington  St.  W. 


Branches 

Montreal         Winnipeg 


v_ 


J.   MAYGROVE 

&  Company  Limited 

SILK  threads  for  WEAVING 

KNITTING  and  EMBROIDERY 

also  SEWING 

AGENT : 

F.   A.  TURNER,  52  Bay  St.,  TORONTO 


London  Warehouses : 
51/2  Aldersgate  St., 
E.C. 


Mills,  ST.  ALBANS 

and  Redburn, 

HERTS 


"SLIPPON" 

COIFFURE  FASHIONS 


Patent 


13 
Nets 
to  the 
Dozen 


Regd 
Copyright 


13 

Nets 
to  the 
Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net  which  adjusts 
itself  to  the  present  style  of  coiffure. 

NO  PINS         NO  WORRY 

Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 

LONDON  ENGLAND 

Sole  Agent  in  Toronto 

R.  W.  R.  COWIE,  77  York  Street 

To  Pirates: — 

This  envelope   is   copyright,     design    registered,     and    net 
patented. 
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FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The   Standard   Air    Brush   of   the   World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C  79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers.  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  111. 


lOCKgj 


'ATERS0N 


UMlTf  0 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  ihe  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


MY  SPECIALTY 

is  in  manufacturing  Ostrich  Feather  Novelties 
and  Fancy  Feathers. 

Its  extra  values  in  workmanship,  quality  and 
prices  cannot  be  described  in  paper,  and  in 
order  to  convince  you  how  profitable  my  goods 
would  be  to  you.  send  for  a  sample  line  and 
compare  it  with  other  makers. 

JOSEPH    LEONE.    Jr.. 
314  Notre  Dame  St.  West      -      Montreal.  Que. 


Do    you    handle    Ostrich 

Goods     and 

Fancy     Feathers     in     your 

department? 

If  not,   would   you   like   to 

increase  your 

yearly    earnings    without 

nvesting    one 

cent   of  your  capital? 

For   particulars,  address 

Box  58, 

Dry   Goods    Review 

INDEXING  BUREAU 

Commercial  Filing  and  Indexing  a  Specialty. 
Reports  and  surveys  made  of  card  and  filing 
systems,  Business  systems  installed.  Clipping's. 
reports,  pamphlets,  etc..  classified  and  indexed. 
Private  and  business  libraries  arranged  and 
catalogued.  Service  system  arranged  for  by  the 
j  ear. 

M.  HULL.  220  B'WAY,  NEW  YORK 
Graduate  CataloKuer 


CLASSIFIED  ADVERTISEMENT 

POSITION  WANTED 

WINDOW  TRIMMER  AND  CAIiDWItlTKl! 
desires  to  make  a  change — at  present  employ- 
ed in  high-class  Store.  Eight  years'  experi- 
ence in  States.  Have  recently  returned  from 
Paris  and  London  after  studying  draping  and 
decorating.  Up-to-the-minute  ideas  in  result 
ful  windows  and  slum-cards.  First-class  re- 
ferences and  photos  of  work  on  request  Jos 
B.    McCarthy,  373  Carlton    St..    Winnipeg    Can 


TWO  CENTS  PER  WORD 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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I)  I{  V 


on  D  s     RE VIE W 


(    Will  Your  New  Store  Front  be  a  SALES  POWER  or  Simply  a  Combination    m 

of   Building  Materials 


When  you  contract  for  a  new  Store  1  ront  make  sure 
of  one  thing  above  all  others — that  it  will  add  a  .sales- 
power  to  your  business,  not  merely  a  "partition"  to  keep 
out  the  cold  and  rain.  Store  Fronts  should  sell,  not  simply 
protect  the  merchandise   on  display. 

During  1914  thousands  of  new  Fronts  will  be  installed 
— some  will  increase  the  sales  of  the  Stores  with  which 
they  are  associated  and  others  will  do  nothing  more  than 
insulate  the  storeroom  from  the  street.  Today  competition 
among  retail  stores  demands  that  the  leaders  be  attractive. 
Attraction  through  show  windows  is  the  power  that  sills 
more  merchandise  than  any  other  Store  clement.  One 
Merchant  tells  us  that  60%  of  his  entire  bus- 
iness is  created  by  his  KAWNEER  FRONT 
— another  says  his  Front  is  worth  $5,000  a 
year  (and  it's  only  20  feet  'wide) — another  in- 
creased his  business  40'/"  by  installing  a 
KAWNEER  FRONT.  One  Merchant  said 
Front  was  fair  but  it  takes  KAWNEER  to  increase  busi- 
ness— Ours  jumped  30%. 


Kawneep 

*  v  Store  fronts  * 


Just  think  what  365-day-and-night  show    window    service 
would  mean  to  your  business. 

Nearly   Eight  Years   Experience 

Since  1906  we  have  -worked  with  Merchants,  Arch- 
itects and  Contractors  in  the  construction  of  over  30,000 
Store  Fronts — not  alone  in  big  cities  but  in  towns  even 
as  small  as  150  people.  Among  this  long  list  of  users 
you  will  not  find  one  Merchant  who  regrets  the  money 
spent  —  you  will  never  hear  even  one  say,  "I  wish  I 
had  the  old  Front."  KAWNEER  FRONf  S  have  been 
developed  around  i/mir  requirements  and  we  can  help  you 
increase  sales,  just  as  we  have  helped  the 
Merchants  behind  the  30,000  KAWNEER 
I  RONTS  that  now  stand. 


A   Store    Front   Book 


'Our     old 


Kawneer  Fronts   Pay  for  Themselves 

When  you  buy  a  KAWNEER  FRONT  you  don't  ex- 
=  pend  its  cost — you  simply  loan  it  to  your  business  be- 
g  cause  it  will  all  come  back  to  you  in  a  few  months,  then 
=  for  years  and  years  the  profits  on  the  constantly  increas- 
ing business  will  be  yours — net — won't  even  have  to  paint 
==  or  repair  the  Front  as  KAWNEER  is  built  permanently — 
=  onlv  solid  copper,  brass,  bronze  or  aluminum  is  used.  A 
|         KAWNEER   FRONT   can   pay  for  itself  in   your  Store. 

Show  Window  Ventilation 

Just  think   of  the  thousands  of  sales  lost  every   winter 
day   by    frost     or     sweat   on   show     windows.      One   Mer- 
chant wrote,   "Have    been    in   business    42    years,    had     41 
=        winters       of     frosted       windows — placed    a      KAWNEER 
=         FRONT    in  last  fall — have  had  one   winter   of     clear    win- 
|        dows."       KAWNEER    FRONTS    give     constant     service. 

Kawneer 

Manufac  t  u ri rig  Compa ny 

Francis  J.  Pl\m,  President 
Dept.  Q 
1191    Bathurs<    Street 
TORONTO.  CAN. 


Naturally  during  these  years  of  specialization  we  have 
learned  a  great  deal  about  Store  Fronts  that  cannot  be 
learned  in  any  other  way — information  that  cannot  be 
bought,  and  to  be  of  greater 
service  to  you  who  con- 
template the  erection  of 
new  Store  1  ronts,we  have 
compiled  a  book  "Boosting 
Business  No.  21  "which  is 
■without  i  doubt  the  most 
instructive  and  most  inter- 
esting Store  Front  book 
ever  published,  lhis  book 
we  will  gladly  send  to  you 
free  —  yours  in  an  envel- 
ope, stamped  with  a  5c 
stamp,  and  all  ready  for 
your  name  and  address. 
Just  send  .lion;;  this  COUpOn 
and  see  the  book  that  cop 
f  a  i  n  s  photographs  and 
drawings  of  many  of  the 
!  paj  in;:,  l>i:j    and    litt'r- 

Store  1  ronts  in  the  country 
Don't  risk    the     amount  of 
money   j  on    will  in\  est 
in   ,i    new    I  ront     -u  | 
you  ;:<-t  the  most  com 
plete  Store    1'  ronl 
book  for    a    2 
stamp.   Send 
Coupon 
toJ.  \  f        St.  and  No. 


COUPON 

K a  w  aeer  M  if..  (  *»- 
Dopt.Q 
I  HI     B&thurs.  Street 

1  oronto,  Can. 

Kindly    scntl    "Boosting    Bns'mcs 
No.  21   "   without  obligations 


('it  >   or  town 


ryuooas 
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Immediate  Influences  of  the  War  on  Fall  Trade 

Pronounced  Shortages  In  Many  Lines  Of  Imported  Goods. — Ger- 
man, Austrian,  French,  Swiss  And  Italian  Shipments  Cut  Off  In 

Many  Cases. — Hopes  Of  Goods  Starting  Again  From  England. 

Rates   Of   Insurance   Coming    Down. — Interviews    With    Many 
J<  >bbers. — Protecting  Retailers. 


THE  extent  of  the  influences  which 
will  be  felt,  directly  and  indirect- 
ly, by  the  manufacturing,  whole- 
sale, and  retail  dry  goods  trade  of  Can- 
ada are  exceedingly  complex  and,  at  the 
time  of  writing,  difficult  to  diagnose  with 
any  claim  to  certainty.  Even  within  a 
period  of  24  hours  access  to  and  from 
England  for  merchandise  has  been 
opened  up,  at  least  theoretically,  and  a 
favorable  factor  is  the  steady  decline  in 
the  rate  of  insurance. 

This,  as  direct  importers  know,  has 
run  roughly  between  Vs  and  1/3  of  one 
per  cent.  On  an  invoice  of  $300  from 
England  before  the  war  one  firm  was 
charged  40  cents,  and  a  shipment  of 
$350  from  Germany  was  charged  68 
cents.  The  few  rates  that  were  quoted 
after  war  was  declared  were  10  and  even 
15  per  cent.,  and  for  some  ten  days  these 
prohibitive  rates  held.  They  were  on 
paper  only,  of  course,  as  practically  no 
merchandise  arrived  that  had  not  left 
port  before  the  outbreak.  By  the 
twelfth  of  August,  however,  insurance 
companies  reported  to  The  Review  that 
rates  were  only  5  to  6  per  cent,  and  that 
some  risks  had  been  quoted  as  low  as  4 
per  cent,  with  a  likelihood  of  a  further 
drop  to  3  and  even  2  per  cent.  These 
rates,  while  forcing  increases  in  selling 
prices,  would  at  least  not  prohibit  the 
exchange  of  business. 

Long  Delays  on  the  Continent. 

No  one  was  willing  to  venture  a  fore- 
cast, however,  on  the  date  at  which  there 
would  be  begun  again  the  move- 
ment of  goods  from  Continental  Europe, 
France,  Switzerland,  Germany,  Belgium, 
Austria,  Italy,  etc.,  and  at  this  date  it  is 
recognized  generally  that  there  can  be  no 
little  hope  of  merchandise  moving  for 
several  months.  Not  only  would  there 
be  the  extreme  difficulty  of  transporta- 
tion but  when  European  countries  are 
involved  in  a  war  that  calls  out  all  able- 


INSURANCE  RISKS  FALL 
ING. 

A  firm  of  insurance  brokers 
stated  to  The  Review  that  in- 
surance risks  which  on  the  out- 
break of  war  had  jumped  to 
10  and  15  per  cent.,  and  even 
higher,  were  down  to  5  and  6 
per  cent,  and  in  a  few  cases  to 
4.  It  was  likely  they  would 
soon  be  down  to  3  or  even  2  per 
cent.  The  before-the-war  risks 
ran  from  one-eighth  to  one- 
third  of  1  per  cent.  Ship- 
ments were  expected  to  start 
soon  again  from  England,  al- 
though the  Continent  likely 
would  be  cut  off  for  weeks  or 
months. 


JUMPED  IN  TO  BUY. 

As  soon  as  war  was  declared, 
some  of  the  larger  Canadian 
stores  that  had  been  caught 
with  large  orders  of  Fall  goods 
still  undelivered  jumped  in  to 
buy  in  all  directions  in  Canada. 
Many  jobbers  refused  big 
oifers  or  gave  only  a  percent- 
age, declaring  that  they  must 
protect  their  regular  custom- 
ers. One  firm  bought  up  every 
garment  in  a  certain  line  of 
underwear,  old  and  new,  but 
got  only  one-third  its  order 
filled  on  some  novelty  lines. 
l 


bodied  men,  and  in  some  cases  results  in 
the  overrunning  of  a  country  with 
troops,  every  mill  is  closed. 

Hopeful  of  English  Shipments. 

With  Great  Britain  it  may  be  possible 
to  keep  open  the  majority  of  the  mills 
and  manufacturing  may  be  continued 
with  a  fair  degree  of  regularity,  while 
every  week  seems  likely  to  improve  the 
situation  in  regard  to  transportation. 

To  meet  the  universal  call  from  re- 
tailers Eor  information,  The  I.'-' 
cured  expressions  of  opinion  from  a 
large  number  of  manufacturers  and  job- 
bers as  to  the  position  in  which  the 
wholesale  and  retail  trade  might  have  to 
face  in  regard  to  Fall  supplies.  In  some 
Inn-,  notably  millinery,  furs  and  toys, 
I  lie  replies  have  been  usually  reassur- 
ing,  for  import  stocks  are  largely  on 
hand.  In  the  ease  of  imported  laces,  ein- 
broideries,  hats,  ribbons,  many  lines  of 
dress  goods  and  silks  and  fancy  o0ods 
the  bulk  of  the  stock  ordered,  it  would 
appear,  has  not  arrived  and  is  inacces- 
sible. It  is  taken  tor  granted,  of  course, 
that  the  Canadian  ami  United  States 
manufacturers  will  be  called  on,  wher 
ever  possible,  to  supply   tie  deficit. 

This,  of  course,  will  be  impracticable 
in  some  lines,  which  it  is  needless  to 
mention,  and  staple  stocks  must  take 
the  place  of  some  of  the  novelty  lines 
peculiar   to  several  European   countries. 

An  interesting  and  at  the  same  time 
amusing  situation  has  arisen  in  the 
States  in  regard  to  a  famine  of  Paris 
"creations":  dire  prophecies  are  heard 
of  "Americans  being  forced  to  depend 
on  American  designs  in  ready-to-wear 
lines,"  and  there  is  talk  here  and  there 
of  "importing"  French  designers  and 
working  dressmakers  to  reproduce  here 
the  costumes  that  may  be  denied  them  in 
styleful  Paris,  but  the  suggestion  has 
been  met  by  the  statement  that  Paris 
could  not  be  expected  to  allow  a  migra- 
tion of  this  kind. 


DRY     GOODS    REVIEW 


In  order  to  assist  in  an  understanding 
of  the  situation  The  Review  has  pre- 
pared a  list  of  Government  returns  for 
the  year  ending-  March  31,  1914,  show- 
ing exactly  the  amount  of  goods  import- 
ed, under  various  headings,  from  Great 
Britain,  various  European  countries 
and  the  United  States,  in  addition  to  the 
authorized  statements  from  jobbers,  etc. 
Famine  in  Dye  Stuffs. 

Some  account  of  the  situation  as 
viewed  in  the  United  States  will  also  be 
of  value,  the  most  significant  one,  in  a 
sense,  being  the  fear  that  as  90  per  cent. 


of  dye  stuffs  used  there  come  from  Ger- 
many, that  manufacturers  may  suffer 
from  lack  of  a  basic  material  if  thrown 
on    their    own    resources. 

One  noteworthy  circumstance,  that 
fortunately  now  can  be  turned  to  good 
account,  is  that  the  wholesalers  as  a  re- 
sult of  light  Spring  orders,  are  well 
stocked  in  at  least  staple  lines. 

No   Advance   on  Ordered   Goods. 

So  far  as  The  Review  can  learn  those 
who  gave  advance  orders  will  be  sup- 
plied with  goods  without  any  advance 
on   the  early  quotation,  except  in   cases 


where  goods  may  be  brought  over  after 
this  date  at  a  heavy  insurance  rate, 
which  probably  will  be  added  on. 

For  those  who  failed  to  order  early, 
it  is  likely  that  in  most  cases  an  advance 
— large  or  small,  according  to  the  scar- 
city and  the  nature  of  the  goods, — will 
be  enforced.  This  has  been  stimulated 
by  the  rushing-  upon  the  market  of  buy- 
ers from  some  of  the  large  Canadian 
stores,  especially  those  who  were  in  the 
habit  of  importing  heavily,  and  found 
themselves  in  danger  of  being  cut  off 
altogether. 


Interviews  With  Wholesalers  and   Retailers 


The  following  are  the  results  of  a 
number  of  interviews  secured  in  <  !an- 
ada  by  The  Review,  in  addition  to  those 
appearing   in   Men's  Wear   Section: — 

LACES,  EMBROIDERIES,  ETC 

Head  of  firm  with  large  import  of 
laces,  etc. — "The  situation  is  very 
serious,  as  stock  is  nearly  all  imported 
and  the  shipments  we  have  received  do 
not  amount  to  more  than  one-quarter  of 
our  season's  supply.  We  depend  on  re- 
peats to  a  great  extent.  If  the  war 
keeps  up  there  will  be  a  tremendous 
shortage  in  one  month,  with  nothing 
coming  from  Germany,  France,  or  Swit- 
zerland. We  hope  that  shipments  from 
England  will   soon  be  renewed. 

"The  worst  of  these  lines  we  handle 
is  that  there  is  no  other  source  of  supply 
in  other  countries,  as  they  are  peculiar 
to  the  countries  where  they  are  made." 
The  speaker  further  mentioned  higher 
rates  of  duty  in  the  case  of  goods  from 
the  States. 

"In  various  lines  of  colored  goods  it 
is  35  per  cent.,  and  in  the  case  of  white 
20  per  cent.,  whereas  through  the  French 
preference  we  get  them  in  from  Switzer- 
land  at  17   per  cent," 

The  question  of  insurance  rates,  he 
pointed  out,  was  a  most  serious  one.  even 
if  the  transportation  of  merchandisi' 
were  possible. 

Before  the  war  rates  averaged  about 
i/4  of  1  per  cent.  Two  examples  were 
given. 

On  $300  shipment  from  England,  40 
cents. 

On  $350  shipment  from  Germany,  68 
cents. 

Since  then  rates  of  5  and  10  per  cent, 
bad  been  paid,  which  in  one  of  the  cases 
quoted  above  would  represent  $30  in- 
stead of  40  cents,  whereas  in  the  other 
case  any  shipmenl    would  be  impossible. 


A  SUMMARY. 

Dress  Goods. — About  90  per 
cent,  of  early  importations  for 
Fall  appear  to  be  in  hands  of 
wholesalers.  Eastern  retailers 
have  fairly  large  stocks;  some 
of  western  report  stocks  low. 

Velvets. — Good  stocks  o  f 
velvets  held.  Shortage  devel- 
oping in  low  priced  silk  fab- 
rics such  as  Paillettes,  and  un- 
finished satins,  particularly  in 
wide  widths. 

Laces,  Embroideries. — Only 
part  of  Fall  shipments  si  far 
received,  and  very  little  hope 
of  balance  from  Continental 
Europe. 

Fancy  Goods.— In  much  the 
same  position  as  above. 

Toys. — Larger  proportion  of 
shipments  for  Fall  and  holiday 
season  reported  to  be  on  hand. 

Millinery. — Appears  to  be  in 
pretty  good  shape.  As  season 
begins  early  Fall,  importations 
are  well  to  hand. 

Ribbons. — Large  shipments 
have  conic  in  early,  but  owing 
to  heavy  demand  scarcity  is 
expected. 

Furs.  —  Manufacturers  are 
stocked  up  with  skins  to  March 
1  at  least.  Scarcity  expected 
of  import  lines  of  high-priced 
exclusive  furs. 

Knit  Goods. — Domestic  sup- 
ply considered  ample  to  meet 
ali  demands.  Scarcity  in  some 
special  imported  lines. 


Insurance  Rates  Prohibitive 

The  speaker  called  up  a  leading  firm 
of  insurance  brokers,  and  was  given  this 
statement:  "No  rate  of  insurance  will 
be  given  until  it  is  learned  what  ship  is 
coming,  and  then  what  goods  it  is  pro- 
posed to  bring  over  on  her.  The  next 
step  is  to  cable  to  London  and  get  a  rate, 
which  finally  must  be  accepted.  Even 
then  it  is  almost  certain  that  certain 
lines  of  necessary  merchandise  will  be 
given     preference    for    a    long    time    to 

come."  

SILKS  AND  VELVETS. 

A  firm  dealing  in  velvets  from  Ger- 
many and  France,  and  silks  from  Swit- 
zerland and  France,  reported  that  they 
had  a  fair  assortment  of  staple  stock 
now  on  hand,  although  few  goods  of  the 
new  lines  for  Fall  had  left  before  the 
declaration  of  war. 

"This  Fall  there  will  be  uo  novelties, 
therefore,  in  these  lines,  and  no  late 
styles.  Even  if  shipments  could  be  made 
in  time,  the  insurance  rates  would  be 
'absolutely  prohibitive. ' 

"In  a  normal  season  we  get  50  to  100 
cases  over  in  August  and  September.  We 
will  be  lucky  if  we  get  ten  altogether 
in  the  two  or  three. boats  that  may  yet 
arrive. 

"We  will  try  to  keep  the  standard 
prices  as  long  as  possible,  but  if  the 
-it  nation  becomes  more  serious  we  must 
advance  prices,"  was  the  final  comment. 
"For  then  we  would  have  to  face  a 
'landing'  charge  of  10  to  1")  per  cent,  in 
place  of  3%  to  5,  and  this  would  be  pro- 
hibitive."   

FURS. 
Mead  of  large  Eur  manufacturers. — 
"Our  furs  for  Fall  and  Winter  are  all 
manufactured  and  there  will  be  no 
scarcity.  Supplies  of  skins  are  usually 
bought  a  year  ahead  and  we  have  ample 
up  to  the  first  of  March.  Deliveries  to 
retailers    will    not    suffer    in    the    least." 
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Jobbers  Should  Guard  Their  Old  Customers 


THE  war  has  developed  a  situation 
among  wholesale  houses  and  job- 
bers, and  even  manufacturers,  that 
may  result  in  unfair  treatment  to  many 
retailers,  and  may  react  later  to  the  per- 
manent disadvantage  of  the  supply 
houses.  One  or  two  department  stores  in 
the  big  cities  in  Canada  were  caught  un- 
prepared at  the  opening  of  the  war,  par- 
ticularly some  of  those  whose  import  busi- 
ness is  of  large  proportions.  At  once  re- 
alizing the  certainty  of  long  delays  in  re- 
ceiving European  shipments,  and  the  pos- 
sibility, if  not  probability,  of  these  being 
cut  off  altogether  in  the  case  of  a  few 
countries,  their  buyers  swooped  down 
on  supply  houses  with  offers  to  clean  up 
everything  in  sight  in  many  lines  of 
underwear,  hosiery,  woollens  generally, 
gloves,  laces,  fancy  goods,  etc. 

A  number  of  these  did  not  yield  to 
the  temptation  of  satisfying  a  single 
large  order  that  might  not  be  repeated 
under  improved  conditions;  but  deter- 
mined to  protect  their  customers.  Re- 
fusals to  sell  any  goods  was  the  experi- 
ence of  some,  while  others  had  their 
orders  cut  down  one-half,  or  one-quarter. 
A  few  houses  allowed  their  stocks  to  be 
cleaned  out,  however,  and  now  find  them- 


selves unable  to  satisfy  the  less  bulky  but 
equally  legitimate  demands  of  the  other 
retailers  who  have  dealt  with  them  for 
years. 

It  should  hardly  be  necessary  to  point 
out  that  this  is  neither  fair  treatment  nor 
good  business.  The  dependence  of  the 
supply  houses  will  rest  upon  these  samr 
retailers,  not  one  or  two  department 
stores,  that  then  may  be  dealing  as  freely 
as  before  with  outside  countries.  The 
very  fact  that  the  other  stores  felt  them- 
selves forced  to  restrict  early  buying  for 
Fall  has  placed  them  in  an  unusually  un- 
prepared position;  but  this  course  was 
dictated  by  good  sense,  and  it  will  be  to 
the  permanent  advantage  of  the  supply 
houses  to  protect  them  from  the  worse  re- 
sults of  such  a  predicament.  Nor  need 
there  be  many  misgivings  as  to  the  neces- 
sity for  cleaning  out  stocks  at  the  first 
offer  that  comes  in.  War  conditions  have 
taken  too  firm  a  foothold  of  Europe  to  be 
dislodged  in  a  few  weeks'  time,  and  a 
policy  of  small  sales  to  ease  along  the 
pressing  requirements  of  the  retailer 
would  appear  to  be  dictated  not  only  by 
suggestions  of  fairness,  but  by  sound 
business  principles. 

Protect  the  retailer  now,  and  his  loyalty 
will  stand  you  in  good  stead. 


"As  to  prices.  If  the  war  continues 
into  next  year  Canadian  skins,  beaver, 
mink,  muskrat,  etc.;  are  likely  to  drop 
iv  price  as  the  European  market  would 
be  cut  off.  European  furs  on  the  other 
hand,  being  difficult  to  secure,  would 
advance  tremendously,  such  as  Persian 
lamb,  Hudson  seal,  ermine,  chinchilla, 
etc.  Indeed,  I  would  not  be  surprised 
t<    see  these  double  in  price." 

Local  manager  for  fur  house. — 
"Imported  fur  pieces,  such  as  these 
sets  of  mole,  will  be  very  scarce  as  a 
large  proportion  of  shipments  are  not 
yet  arrived.  None  of  the  repeat  orders 
have  been  filled  at  all.  Prices  also  will 
be  higher  as  a  result." 


A  WHOLESALER'S  VIEW. 

A  wholesaler  said  :  ' '  Our  fabric  gloves 
are  not  one-quarter  in,  but  our  kid  gloves 
are  in  pretty  good  shape. 

"In  hosiery  we  do  not  get  much  from 
Germany  for  Fall,  but  are  dealing  more 


GOOD  SUPPLIES  ON 
HAND. 

In  estimating  stocks  on 
hand  it  is  interesting  to  note 
the  reports  of  two  Canadian 
textile  manufacturers.  In  one 
case  the  balance-sheet  on 
March  31,  1914,  showed:  Raw 
cotton,  $718,314;  stock  in  pro 
cess,  $1,744,050;  and  supplies, 
$354,892— a  total  of  almost  $3,- 
000,000.  In  this  case  the  stock 
in  process  was  $840,000  more 
than  one  year  before.  A  second 
firm  reported  on  December  31 
last:  Cloth  and  waste,  $383,- 
650;  raw  cotton,  $826,444;  and 
supplies,  $260,560. 
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and  more  with  Canadian  houses.  We 
will  have  to  depend  a  good  deal  on  the 
States  for  silk  hosiery. 

'  'We  will  cut  out  all  Spring  orders  for 
imported  stuff." 

MILLINERY. 

Head  of  a  wholesale  millinery  house. — 
"We  do  not  anticipate  any  delays  in 
Fall  deliveries  through  the  war.  Our 
shipments  have  come  in  in  good  shape, 
and  there  are  large  stocks  in  England 
that  they  will  be  glad  to  dispose  of  if 
we  need  them.  Present  prices  will  be 
maintained  on  all  goods  for  which  or- 
ders have  been  taken. ' ' 


FEATHERS,  FLOWERS,  ETC. 

Partner  in  large  millinery  supply 
house. — "  We  have  75  per  cent,  of 
our  shipments  from  Europe  on  hand. 
We  get  our  goods  early — generally  in 
July — from  France,  Germany  and  Aus- 
tria. While  prices  have  not  been  ad 
\anced  yet,  there  is  no  question  but  that 
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they  will  be.  It  simply  will  resolve 
it  sell'  into  a  question  of  supply  and  de- 
mand. 


A  WHOLESALER'S   VIEW 

Manager  of  a  lar»v  wholesale  house: 
— "There  are  heavy  stocks  on  hand 
of  Canadian  manufactured  goods 
and  heavy  wear  generally,  such  as  un- 
derwear, blankets,  knit  goods,  etc.  Re- 
cent sales  have  been  light  in  these  lines, 
so  that  the  placing  orders  for  Fall  trade 
this  year  have  been  comparatively  light. 
The  sorting  trade  should  be  good,  but  it 
all  depends  upon  harvests,  Fall  weather 
and  war  conditions.  Undoubtedly  the 
manufacture  and  sale  of  our  Canadian 
manufactured  products  that  have  been 
meeting  outside  competition  should  re- 
ceive fresh  impetus  from  this  war, 
which  will  keep  from  our  shores  so  much 
of  foreign  and  British  goods. 

Scarcity  of  Imported  Goods. 
' '  There  is  a  scarcity  of  imported  goods 
on  hand,  due  to  the  business  conditions 
of  the  past  year.  Our  ability  to  replace 
the  previously  imported  goods  is  greatly 
hampered  by  present  conditions.  Manu- 
facturing is  found  to  be  affected  to  a 
great  extent  in  the  Old  Country  by  the 
call  for  500,000  additional  soldiers,  who 
will  be  recruited  to  some  extent  from 
factory  help.  The  reduced  output  that 
is  shipped  to  us  may  cost  so  much 
through  increased  freights  and  insur- 
ance as  to  be  prohibitive.  Linens  and 
other  necessities  of  English  manufacture 
are  likely  to  present  the  most  serious 
problems.  We  can  do  without  the 
luxuries  and  can  wear  cheap  cloth  in- 
stead of  good  worsted,  but  we  must  have 
towels  and  necessary  garments.  Carpets 
will  be  hard  to  replace,  and  are  likely 
to  come  under  the  bead  of  luxuries  when 
the  high  duty  from  the  States  is  con- 
sidered. 

No  Simon  Pure  Fashions. 
"However,  if  the  necessity  arises  and 
people  will  pay  the  price,  almost  every- 
thing can  be  replaced  except  the  simon 
pure  fashions.  Fancy  goods,  silks  and 
gloves  of  all  kinds,  except  the  coarse 
variety,  feathers  and  millinery  supplies, 
hosiery,  linens,  dress  goods,  laces  and 
embroideries  are  among  the  goods 
usually  imported  from  Continental 
Europe.  Some  of  these  can  be  partially 
replaced,  but  others,  chief  among  which 
are  laces  and  embroideries,  may  prove 
tn  be  very  scarce. 

"It  is  at  least  to  be  hoped  that  the 
chief  British  products  will  be  less  in- 
terfered with  than  the  European,  in 
which  case  we  migb.1  not  be  so  badly  off 
for  carpets,  curtains  and  other  goods  for 
which  we  depend  chiefly  upon  England. 
Prices  Very  High. 
"Prices  are  certain  to  be  very  high  if 
the    present     conditions  or  anything  ap- 


Face  the  Situation  with  Courage  and 

Confidence 

Tn  view  of  the  events  taking  place  in  Europe  which  will  constitute  an 
epoch  of  perhaps  unprecedented  importance  in  history,  we  appeal  strongly  to 
all  Canadian  business  men  and  all  who  hold  securities  or  investments  of  any 
kind,  to  meet  the  present  situation  with  calmness  and  confidence.  Our  first 
duty,  at  any  cost,  is  to  aid  in  Great  Britain's  sustenance  and  defence,  and 
our  next  duty,  not  less  important,  is  to  keep  the  business  of  the  Dominion 
moving  as  normally  as  possible. 

"In  the  unprecedented  and  critical  situation  that  exists,"  says  Sir 
George  Paish,  in  the  London  Statist,  "we  would  make  a  special  appeal  to  the 
patriotism  as  well  as  to  the   interest   of  the   investing  public. 

"At  such  a  time  it  is  of  the  greatest  importance  that  everyone  should 
endeavor  to  act  as  if  great  events  were  not  impending.  Were  confidence 
seriously  disturbed  business  would  come  practically  to  an  end,  and  our  ability 
to  face  the  difficulties  that  may  be  in  front  of  us  would  be  seriously  impaired. 
Therefore,  it  is  of  vital  importance  that,  as  far  as  possible,  the  events  that 
are  now  taking  place  should  not  interfere  with  the  daily  life  and  the  daily 
work  of  the  nation.  Orders  should  be  given,  factories  should  be  run,  and 
everything  should  be  arranged  to  maintain,  as  far  as  possible,  the  productive 
power  and  the  income  of  the  country. 

"But  for  this  to  be  accomplished  the  situation  must  be  faced  with 
courage  and  confidence  on  the  part  of  everyone.  Investors  must  continue  to 
invest,  bankers  must  continue  to  lend,  the  Stock  Exchange-  must  continue  to 
deal,  and  everyone,  according  to  his  ability,  must  endeavor  to  work  hard  in 
order  that  individual  incomes,  and  therefore  the  income  of  the  whole  nation, 
may  be  maintained  at  the  highest  possible   levi  1. 

"A  little  over  a  century  ago,  when  the  nation  was  at  war  with  Napoleon, 
its  income  was  a  very  small  one,  being  less  than  one-eighth  of  what  it  is  at 
present,  and  in  a  comparatively  short  space  of  time  the  British  people  suc- 
ceeded in  raising  about  £1,000,000,000  of  money  for  war  purposes,  and  so 
great  was  their  confidence  and  courage  that  at  the  end  of  the  great  war, 
which  severely  taxed  their  resources,  they  were  stronger  and  wealthier  than 
they  had  been  at  the  beginning." 


proaching  them  continue.  This  may  not 
apply  so  much  to  present  stocks  as  to 
those  purchased  at  war  prices. 

May  Fall  Back  on  Japan. 

The  manager  of  a  wholesale  silk  house 
said:  "Silk  stocks  held  by  retailers  are 
very  low  throughout  the  country;  re- 
tailers and  jobbers  are  buying  every- 
thing in  sight  to  such  an  extent  that 
1  rices  are  a  secondary  consideration. 
Switzerland  is  our  chief  source  of  sup- 
ply, and  the  present  problem  is  to  find 
another  source.  The  duty  on  United 
States  silks  runs  about  30  per  cent.,  so 
that  we  may  have  to  fall  back  upon 
Japan  for  this  line.  In  such  a  case  there 
should  be  no  extraordinary  war  costs  on 
'heir  goods,  but  we  mighl  be  subjected 
to  considerable  delay  owing  to  this  Gov- 
ernment requisition  of  the  Canadian 
Pacific  steamers." 

Can    Supply   Laces. 

A  wholesale  firm  dealing  in  laces,  etc., 
say  that  Nottingham  will  be  nearly  able 
to  lill  Canadian  orders  for  laces,  and 
look  to  see  reasonable  insurance  rates  in 
effect  as  soon  as  the  British  fleet  (dears 
the  trade  routes.  According  to  them. 
England  has  a  three  or  four  months' 
supply  of  cotton,  and  in  any  event  a 
uumber  of  Canadian  house-  have  the 
hulk    of   their  Fall    lines   in.        Tho\    add 


that  retailers  have  very  lighl  stocks,  and 
that  95  per  cent,  of  them  are  asking  for 
immediate  delivery  now  instead  of 
in  part  against  60  per  cent,  of  five  years 
ago. 

Shortage  of  Dye  Stuffs. 
Stocks,  always  important,  are  the  court 
of  last  resort  now.  All  other  things  are 
of  secondary  importance  in  the  mer- 
chant's equipment.  The  whole  face  of 
costs  have  changed  overnight.  Styles 
are  of  secondary  importance.  Staples 
that  will  clothe  us  hold  the  place  of 
honor.  Plain  colors,  particularly  black, 
will  be  quite  an  fait. 

A  Shortage  in  Dye  Stuffs  Will  Tend  to 
Accsntucts  This  Fact. 
Confidence  in  the  country  is  such  that 
the  best  gilt-edged  firm-  are  buying  as 
never  before,  everything  that  they  can 
get  their  hands  on,  but  not  at  war  term 
prices.  That  jobber  summed  it  up  well 
who  said  to  a  Review  representative  a 
few  days  ago:  "I  would  gladly  have 
taken  fifty  cents  on  the  dollar  for  the 
o'oods  on  these  shelves:  to-day  I  want 
one  dollar.  1  can  get  seventy-five  cents." 


HATS. 
Head    of    a    large    hat     firm:  "In 

anticipation     of     a     dull     season      for 

Fall    orders    we    sent    out    our    travelers 
(Continued    on    page    31.) 


Sources  of  Canada's  Heaviest  Imports 


BELOW  is  given  a  table  which  shows 
the  chief  sources  of  Canada's  im- 
ports in  dry  goods  and  kindred 
lines.  This  shows  to  what  extent  we 
have  been  dependent  in  the  past  upon 
countries  now  heavily  involved  in  war, 
in  many  of  which  manufacturing  has 
been  compelled  to  cease. 

The  total  imports  from  three  of  these 
countries  and  Italy  were  as  follows  for 
the  year  ending  March  31,  1914: — 

Belgium    $4,491,126 

France 14.276,378 

Germany    14,586,223 

Italy    2,090,387 

Note. — The  first  sum  in  the  case  of  each  item 
represents  the  value  of  imports  in  1913,  and 
the  second  sum  those  of  1914  to  the  end  of 
March   31   in   each   year. 

BUTTONS.— Austria-Hungary.  $75,301,  $69,- 
314;  France.  $40,649,  $34,629;  Germany,  $65,- 
582,    $83,081. 

COLLARS  AND  CUFFS.— Austria-Hungary, 
$41,989,  $30,947. 

COMBS. — France,  $22,849,  $12,830;  Ger- 
many, $81,689,  $60,528. 

CLOTHING. — France.  $108,014;  $113,529; 
Germany,    $71,091,    $04,139. 

COTTON.— France,  $80,733,  $75,738  ;  Swit- 
zerland,   $985,481.    $711,478. 

FABRICS  (UNBLEACHED).— France,  $14,- 
889,   $22,041. 

FABRICS     (PRINTED!.  France,    05.775, 

$107,450:    Germany,   $01,037,   $90,886. 

HANDKERCHIEFS.-  Switzerland,  $(11,071, 
$39,430. 

LACE.— France,     $109,440,     $85,379:      Ger- 
many,   $225,849,105,721;     Switzerland,    $158,809, 
$52,409. 
SHEETS.— Germany,   $41,705.  $:U.717. 

SOCKS. — Germany,   $442,370,   $309,097. 

VELVETS. — France.  $110,402,  $101,928; 
Germany.  $25,944.  $33,073. 

CURTAINS.— France,  $33,231,  $30,707: 
Switzerland,  $37,170.  *$29.534. 

DYES.— Germany,  $228,408,  $223,871;  Swit- 
zerland, $28,378,  $32,553. 

tableware  OF  CHINA.  —  Austria-Hun- 
gary, $70,108,  $71,000;  France,  $174,431.  $180,- 
199;  Germany,  $303,325,  $258,702. 

EMBROIDERIES. — France,  $21,75(1.  $12, 
120;    German v,    $24,581.   $18,430. 

BRAIDS.-  France,  $01,088,  $311,750;  Ger- 
many,   $141,543.    $77,044. 

FEATHERS  (FANCY).  —  Germany,  $7,302, 
$24,776. 

FEATHERS,  FRUITS,  ETC. — France.  $120,- 
560,   $91,955:   Germany,   $126,008,   $121,441. 

FEATHER®  (FANCY  AND  OTHER). - 
France.  $60,775,  $123,095. 

LACE. — France,  $215,212.  $200,337  :  Ger- 
many. $190,748.  $157,791  ;  Switzerland,  $25,- 
146,    $24,747. 

FANCY  ARTICLES.  —  France.  $19,303, 
$33,214  ;  Germany,  $530,242.  $579,547. 

RIBBONS.  —  France.  $377,501,  $453,431; 
Switzerland,    $479,266,    $512,504. 

CLOTHING  (N.  O.  I'.).— France.  $57,010. 
$774.(148. 

FABRICS  (N.  O.  P.). — Austria-Hungarv. 
$170,535.  $214,008:  France,  $900,012,  $1,357.- 
521;  Germany.  $50,485,  $122,111;  Italy,  $41. 
978,  43,544  :  Switzerland,  $1,405,802,  $1,860.- 
865. 

SOCKS  AND  STOCKINGS.— Germany,  $81,- 
126.    $45,933. 

VELVETS  (N.  O.  P.).— France,  $03,830,  $125,- 
100:   Germany.  $24,385,  $31,300. 

MATS  AND  RUGS.— Germany.  $22,360,  $30.- 
099. 

WHOLE  CARPETS.  —  Germany.  $12,077. 
$20,812. 

CASSIMIERES,  CLOTHS.  Etc.  —  France, 
$110,580  $112,538;  Germany,  $40,103,  $54,382. 

CLOTHING  (READY-MADE).-  France,  $19,- 
208.    $20,071  :    Germany,    $244,963,    $157,437. 

CLOTHING  (WOMEN'S). — Germany.  $148,- 
048,   $101,209. 

FABRICS.  —  Belgium,  $104,636,  $81,404  ; 
France.  $948,493.  $820,004  ;  Germany,  $212,- 
111,    $235,841. 

FELT.  —  Austria-Hungary,  $29,981.  $50,530; 
Germany,   $48,739,    $66,535. 

KNITTED  GOODS.  —  Germany,  $103,934. 
$08,854  ;    Switzerland,    $28,044.    $19,015. 


WOOL  SOCKS  AND  STOCKINGS.  --  Ger- 
many.  $(10,084,  $55,493. 

WOOL  AND  CATTLES-  HAIR.  —  France, 
$234,060,  $242,0-10*. 

YARN.— Germany,    $77,367,    $57,64(1. 

HATS.  CAPS,  Etc. — France,  $32,626.  $49,- 
631;   Italy,   $81,764,   $90,204. 

STRAW  HATS.  —  France,  $95,872,  $91,876; 
Italy,  $01,482.  $00,482. 

LINEN. — France.  $20,825,  $24,779;  Ger- 
man v.  $29,730.  $30,062. 

HANDKERCHIEFS. — Switzerland,  $23,460  ; 
$26,822. 


HEMP   YARN.— Italy,  $35,752*,  $ . 

FURS.  SKINS  OF  ALL  KINDS. — Germany, 
$1,204,169*,  $411,607*  ;  Russia,  $313,116*,  $67,- 
110*. 

FURS.  SKINS.— France.  $231,139,  $164,311  ; 
Germany.    $390,336.   $215,357. 

MANUFACTURERS  OF  FURS.  —  Germany, 
$(13,988,    $50,331. 

GLOVES  AND  MITTENS.  --  Austria-Hun- 
gary. S5.-l.742,  $51,412;  France.  $710,048,  $649,- 
21s  :  i.ermaiiv.  $386,618.  $387,686;  Italy,  $57,- 
512.    $80,058. 

♦Indicates  Free  List. 


Western  Crop  Will  Be  Good 

Conclusion  Arrived  at  After  Traversing  the 
Prairie  Provinces — Absence  of  Rain  in  Manv 
Places  Had  Serious  Effect— Little  Hail  This 
Year  and  an  Early  Harvest. 

By    Staff    Correspondent,    David    Williams. 


Edmonton,  Alta.,  Aug.  10. — The  crop 
situation  in  the  West  this  season  is 
quite  varied. 

From  present  appearances  there  will 
be  a  very  large  quantity  of  grain  harv- 
ested but  it  is  doubtful  if  upon  the  whole 
there  will  be  as  much  in  the  aggregate 
as  last  year. 

Judging  from  the  most  reliable  sources 
of  information,  Manitoba  will  produce 
according  to  present  indications  a  bump- 
er crop.  In  Saskatchewan  the  situa- 
tion is  more  mixed.  In  the  northern 
parts  of  the  province  reports  indicate 
an  excellent  crop,  also  in  the  south- 
eastern section  the  large  district  south 
and  east  of  Moose  Jaw  and  Regina 
known  as  the  Weyburn  district.  In  the 
south-western  part  of  the  province,  the 
Maple  Creek  country,  there  is  a  wide 
section  where  from  present  indications 
the  crop  will  be  much  below  the  average. 
The  rainfall  there  has  been  very  defici- 
ent and  crops  have  suffered  badly.  The 
same  conditions  prevail  to  a  great  ex- 
tent in  the  Kindersley  section  in  the 
Goose  Lake  district. 

In  Alberta  a  similar  situation  pre- 
vails to  that  in  Saskatchewan.  The  nor- 
thern sections  of  the  province  promise 
well — in  fact  were  never  better.  The 
south-western  part  from  MacLeod  to  the 
Foot  Hills  is  also  good,  and  to  all  ap- 
pearances an  abundant  harvest  will  be 
reaped.  In  the  large  section  east  of 
MacLeod — the  Lethbridge  country  and 
as  far  north  as  Medicine  Hat — the  dry 
weather  has  seriously  affected  the  crops. 

In  some  of  these  sections  late  rains 
have  improved  conditions  but  were  too 
long  in  coming  to  be  of  material  value. 
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It  must  be  borne  in  mind,  however, 
that  farming  methods  through  a  large 
part  of  the  West  have  materially 
changed  during  the  last  two  years  and 
the  failure  of  a  crop  does  not  mean  to 
the  farmers  of  the  district  where  it  oc- 
curs what  it  would  have  done  a  few 
years  ago. 

Mixed  farming  has  largely  taken  the 
place  of  the  all-grain  methods  formerly 
prevailing,  and  should  there  be  a  fair 
amount  of  moisture  during  the  latter 
part  of  the  season  it  will  naturally  help 
the  farmers  out. 

Owing  to  the  warm  and  comparatively 
dry  weather  the  harvest  in  most  sec- 
tions will  be  earlier  than  usual.  So  far 
there  has  been  an  absence  of  hail  storms 
except  in  a  few  isolated  places,  making 
the  damage  from  this  source  very  sli<rht. 

The  question  of  outside  help  for  har- 
vesting the  crop  is  being  considered, 
and  it  is  generally  felt  that  owing  to  the 
shortness  of  the  straw  in  many  places, 
thus  requiring  less  men  to  handle  it,  and 
taking  into  consideration  the  number  of 
unemployed  and  partially  employed 
around  the  towns  and  cities,  there  will 
not  be  the  necessity  of  bringing  the 
crowd  of  helpers  from  the  Eastern  pro- 
vinces there  was  formerly.  Taking  the 
West  as  a  whole  the  outlook  is  good. 

® 

J.  Somerville,  manager  of  the  gents' 
furnishings,  and  R.  Sharpe,  manager  of 
the  dress  goods  department  at  McKin- 
non's,  Ltd..  Weyburn.  Sask,  left  on 
Thursday,  July  30,  on  a  purchasing  trip 
in  the  east. 


Sends  Booklets  Out  in   English  and  in  French 

New  Ladies'  Tailoring  Establishment  in  Montreal  Has  Handsome 
Interior — Potted  Palms  and  Tables  With  Cloths  and  Fashion 
Journals — In  Up-Town  District. 

By  Stuff  Correspondent 


MONTREAL,  Aug.  3.— (Special). 
—There  was  opened  recently  at 
568  St.  Denis  street,  Montreal, 
a  ladies'  tailoring  establishment  that  has 
a  number  of  features  of  interest.  It 
combines  all  the  facilities  of  a  high-class 
made-to-measure  tailoring  salon  with 
the  advantages  and  attractiveness  of  a 
ready-to-wear  store. 

The  proprietor  is  M.  H.  Levesque,  who 
has  had  considerable  experience  as  a  de- 
signer in  one  of  the  foremost  ladies' 
tailoring  establishments  in  New  York. 
He  concluded,  after  looking  over  the 
ground  in  Montreal,  that  there  was  an 
opportunity  there  for  a  high-class  tail- 
oring establishment  where  the  latest 
dictates  of  fashion  could  be  secured  at 
a  reasonable  price. 

One  of  the  first  problems  was  to  find 
a  suitable  location  and  this  was  not  easy 
of  solution.  To  open  in  the  main  retail 
district  means  a  high  rental,  so  after 
considering    several    available      premises 


down  town,  and  deciding  that  the  rent 
was  too  high,  he  found  the  present  stand 
on  St.  Denis  street,  in  the  heart  of  a 
high-class  residential   district. 

He  figures  that  to  secure  the  trade  of 
women  desiring  exclusive  models  in 
gowns  it  is  not  necessary  to  be  in  the 
downtown  area,  but  that  it  is  rather  an 
advantage  to  have  a  location  somewhat 
removed  from  the  hustle  and  bustle  of 
business.  His  judgment  seems  to  be  jus- 
tified by  the  number  of  orders  already 
received. 

An  Attractive  Room  for  Customers. 

The  store  or  salon  has  a  high  ceiling, 
paneled  walls  and  fitting  rooms  with  lat- 
ticed-work effect.  Numerous  potted 
palms  are  arrayed  artistically  and  there 
are  tables  with  exhibits  of  cloths  and 
tables  with  the  latest  fashion  journals 
for  the  visitor  to  peruse  and  examine. 
Colored  fashion  plates  in  frames  adorn 
the  walls  at   intervals.     Just   inside  the 


entrance  is  a  large  silent  sale-man  show- 
case containing  an  array  of  ready-to- 
wear  waists  and  some  of  the  latest  models 
in  neckwear.  Wax  models  and  display 
forms  are  also  used  to  exhibit  samples  of 
the  newest  modes  in  gowns  and  suits, 
etc.  Rich  rugs  and  furniture  add  to  the 
air  of  distinction  and  refinement  of  the 
establishment. 

The  workrooms  are  situated  at  the  rear 
and  operators,  several  of  them  from  the 
world-famous  establishments  of  Paquin 
and  Drecol  of  Paris,  make  up  the  gar- 
ments as  they  are  ordered,  or  in  slack 
periods  turn  out  models  for  show  pur- 
poses or  for  patrons  who  want  rush 
orders  and  are  willing  to  take  what  is 
already  made  up. 

For   French    and    English. 

The  only  advertising  Mr.  Levesque  has 
done  is  to  issue  about  2,000  small  book- 
lets, announcing  the  opening  of  the  es- 
(Continued  on  page  14.) 


Interior  of  High  Class  Store  in   Residential  District 


Salon  of   Levesque  establishment    in    Montreal,  with  high  ceiling,  paneled  walls  and  fitting  rooms  with 

latticed  efl'ert.      At  entrance  is  silent  salesman   with    array    of    waists.      Wax    models    and    display 
forms    used    extensively.      Rich    rugs,    furniture    and    palms   add    to    distinction    of   store. 


VICES  of  OTHER 
RYJOODS  MERCHANTS 


ON  TO  THEIR  CURVES 

T  OHN  Hadden,  who  is  running  a  large  tailoring  estab- 
**  lishment  in  Winnipeg,  has  posted  the  following  notice: 
"All  requests  for  leave  of  absence  owing  to  grandmothers' 
funerals,  lame-back,  housecleaning,  moving,  sore-throat, 
baby  sick,  headache,  wedding,  etc.,  must  be  handed  to  the 
manager  not  later  than  10  a.m.  on  the  morning  of  the 
game. ' ' 


Th 


:GRESSM*N&RSX 


&! 


This  Peterborough  firm  took  their  whole  space  to  announce  to 

the  public  a  "family"  affair,  the  seventh  annual  picnic, 

letting  the  public  in  behind  the  scenes. 


'  I  *HE  announcement  which  is  prominently  displayed  on 
a  card  at  the  entrance  t'o  the  stock  room  of  the  store 
of  Jas.  Ogilvy  &  Son,  Montreal,  briefly  and  emphatically 
sets  forth  the  system   under  which   the  receiving  depart- 
ment   of   the 
establishment 
operates —  and 
what   is  more, 
it     is     strictly 
enforced. 

The  stock 
department  of 
the  store  is 
located  up  o  n 
the  top  floor 
of  the  build- 
ing and  there 
is  direct 
freight  eleva- 
tor connection 


Goods    must    not    remain    in    this 
room 

LONGER  THAN 
ONE     DAY. 

Must    be   marked    up    same    day 
they  arrive, 

Or  first  thing  following  morning. 
Receiving    clerk    must    notify 
heads  of  depts.  soon  as  goods 
are  ready  to  be  marked. 

JAS.  OGILVY. 


with  the  unloading  platforms.    Cases  are  taken  upstairs 
without  being  opened  and  as  soon  as  the  goods  are  taken 
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out  of  the  boxes  they  are  placed  on  the  tables  of  the  de- 
partment where  the  receiving  clerk  has  his  headquarters. 
This  department  is  separated  from  the  main  storage  area 
by  strong  wire  partitions. 

In  the  receiving  room  where  the  checking  up  is  done 
there  are  eight  large  tables  besides  the  desk  of  the  re- 
ceiving clerk.  The  goods  are  placed  on  the  tables  and  the 
heads  of  the  departments  interested  are  notified  by  tele- 
phone of  the  receipt  of  the  consignments.  They  are  ex- 
pected to  report  for  checking  up  within  twenty-four  hours 
as  stated  in  the  notice — and  it  is  the  policy  of  the  store 
that  they  do  so. 

In  the  desk  of  the  chief  there  are  separate  files  in  which 
are  kept  the  invoices  of  the  goods,  each  compartment  bear- 
ing the  name  of  the  head  of  the  individual  department. 
When  the  invoices  have  been  checked  up  and  the  goods 
removed  from  receiving  room  to  their  place  in  the  stock 
room,  they  are  signed  by  both  the  department  manager 
and  the  receiving  clerk  and  then  passed  on  to  the  office. 


STORE   CLOSED  ALL  DAY  THUfiSDAY,    JULY   9th 


EMPLOYES=PICNIC^ 


On  Thursday  the  Store  will  remain  closed  alt  day, 
for  on  that  occasion  we  hold  oar  Seventh  Annual  Picnic 
and  Excursion,  and  following  the  example  of  I  tst  year. 
we  are  making  this  an  all  day  event.  The  steamer  hfis 
been  chartered  for  the  day's  cruise,  and  with  Music, 
Sports,  Refreshments,  etc  ,  we  purpose  having  a  truly 
delightful  "day  off  " 


$7,438  IN  EDMONTON   BONUSES 

%  ipDMONTON,  Aug.  10  (Special).— Charles  H.  Reed, 
general  manager  of  the  James  Ramsey  department 
store,  announces  the  disbursement  of  $7,438  in  semi-an- 
nual bonuses  to  the  department  managers  and  employees 
who  have  been  in  the  employ  of  the  establishment  eontinu- 
uously  for  a  year. 

Under  this  arrangement,  each  department  manager's 
bonus  is  determined  by  the  profit  shown  in  his  depart- 
ment, while  the  bonus  of  clerks,  drivers  and  other  em- 
ployees is  arrived  at  by  a  division  of  a  percentage  of  the 
net  profit  of  the  entire  establishment  in  proportion  to  the 
salaries  received.  Thus  a  clerk  receiving  $20  a  week  would 
receive  twice  the  amount  as  the  one  receiving  $10  a  week. 
For  the  six  month  period  just  closed  the  amount  of  the 
bonuses  for  the  rank  and  file  was  equal  in  each  instance  to 
a  month's  salary.  In  other  words,  every  person  who  par- 
ticipated received  an  extra  month's  salary  at  the  end  of 
the  six  month  period.  The  employees  express  themselves 
as  highly  pleased  with  the  plan. 


EXPANSION 
SALE 

A  N  effective  price  card  system  was  used  throughout  the 
^^  store  of  D.  E.  Macdonald  &  Bros.,  Guelph,  during  the 
sale  held  to  clear  up  stocks  prior  to  making  extensive 
alterations  and  additions.  It  will  be  noted  that  the  card 
is  very  appropriate  in  that  it  is  illustrative  of  the  main 
idea  of  the  sale  and  brings  that  idea  home  to  the  shopper 
every  time  a  price  is  consulted.  In  marking  a  reduced 
price,  the  figure  in  each  instance  is  backed  up  with  the 
idea  of  holding  operations  and  alterations  and  the  neces- 
sity for  clearing  stocks.  The  criticism  that  might  be 
offered  of  a  card  of  this  kind  is  that  there  is  possibly  too 
much  detail  in  the  drawing  to  catch  the  eye  at  a  casual 
fflance  at  a  distance. 
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WAR  AND  BUSINESS 

'  I  VIIE  WAR  clouds  that  have  been  threatening  Europe 
for  years  have  broken  with  startling-  suddenness  and 
in  tremendous  volume.  What  the  outcome  will  be  no 
one  can  predict.  It  is  enough  to  say  that  t lie  destiny  of 
nations   bangs   in   the   balance. 

Neither  can  anyone  speak  authoritatively  with  regard 
to  the  financial  situation  consequent  upon  the  war,  for, 
like  the  war  itself,  it  is  a  situation  entirely  unprecedented 
in  the  world's  history.  Canada,  although  fortunately 
situated  geographically,  is,  nevertheless,  so  closely  in- 
volved as  a  part  of  the  British  Empire  as  to  make  the 
effect  of  the  war  upon  the  business  of  this  country  a  mat- 
ter of  the  most  vital  concern.  Without  attempting  to 
minimize  the  seriousness  of  the  situation  or  the  generally 
acknowledged  need  for  retrenchment  and  economy  wher- 
ever possible,  we  feel  constrained  to  warn  our  readers 
against  being  unduly  alarmed.  We  will  display  greater 
wisdom  and  accomplish  most  if  we  face  whatever  is  in 
store  for  us  calmly  and  courageously  instead  of  with 
pessimism  and  desperation. 

Canada's  position  financially  is  essentially  secure.  The 
Government  lias  already  made  provision — in  giving  rea- 
sonably leeway  to  chartered  banks — that  will  aid  material- 
ly in  the  carrying  on  of  all  legitimate  business  enterprises 
without  serious  embarrassment.  Other  steps  will  prob- 
ably he  taken  with  a  view  to  putting  into  circulation  a 
still  larger  quantity  of  legal  tender,  should  this  be  neces- 
sary. The  ability  to  readily  make  these  practical  pro- 
visions against  possible  injury  to  business  is  a  tribute  to 
the  vast  resources  of  this  country  and  the  Canadian  bank- 
ing system.  Busines  men  should  respond  to  this  confid- 
ence in  Canada  being  shown  by  those  at  the  head  of 
affairs.  Another  fact  for  which  we  Canadians  should  be 
thankful  is  that  our  country  is  largely  occupied  with  agri- 
cull  are  and  the  production  of  food.  Because  of  this  the 
war  will  not  only  cause  us  less  inconvenience  than  would 
otherwise  be  the  case  but  our  industries,  being  principally 
devoted  to  supplying  the  necessities  of  life,  will  be  less 
seriously  affected  by  financial  stringency.  Keeping  these 
[acts  in  mind  we  believe  our  readers  will  be  justified  in 
mixing  an  intelligent  spirit  of  optimism  and  much  thank- 
fulness with  the  caution  and  patient  waiting  that  will  most 
naturally  prevail  at  this  time. 

Needless  to  say,  speculation  and  all  unnecessary  ex- 
penditures should  be  absolutely  tabooed. 


A  BRIGHTER  OUTLOOK 

V\7'1TH  the  thought  of  war  uppermost  in  men's  minds, 
and  the  peculiarly  intimate  connection  of  Canada 
with  the  theatre  of  the  grim  conflict,  the  sentimental 
aspect  is  apt  to  control,  almost  to  daze  the  business  man. 
and  prevent  a  calm  outlook  upon  commercial  conditions. 
Moreover  the  situation  is  so  unprecedented  in  the  world's 
history  that  cool  judgment  has  scarcely  anything'  tangible 
to  operate  upon.  Gradually  however,  the  first  chaotic  im- 
pression is  being  resolved  into  something  like  definite 
shape,  and  the  almost  magical  assertion  of  financial  con- 
trol has  had  a  wonderful  effect  in  steadying  the  individual 
mind.  At  first  we  rushed  to  the  conclusion  that  this  conti- 
nent was  condemned  to  an  absolute  isolation  for  months 
from  the  workshops  of  Europe  and  in  many  lines  the  in- 
stantaneous stock-taking  that  ensued  was  not  encourag- 
ing. But  more  lately,  with  a  certain  g-uarantee  of  safety 
for  the  ocean  routes  to  and  from  Europe  and  the  English 
Government's  guarantee  against  extortionate  rates,  the 
prospect  for  receiving  the  balance  of  shipments  of  English 
goods  has  brightened  materially,  relieving  to  some  extent 
anxiety  over  lines  whose  duplication  on  this  Continent 
might  be  impossible,  at  least  on  such  short  notice.  In 
some  special  lines  of  imported  goods  there  will  be  an  ex- 
treme scarcity,  and  prices  promise  to  soar,  but  the  mer- 
chant must  in  these  cases  study  how  best  to  find  a  suit- 
able substitute.  The  edict  against  "substitution"  must 
be  suspended  during  war. 

Meanwhile  The  Review  in  this  issue  is  presenting  a 
survey  of  the  situation  in  regard  to  stocks  as  it  can  be 
sized  up  at  present,  and  will  continue  to  keep  its  readers 
informed  on  the  situation. 


"ON  TO  NEW  YORK!" 

A  PART  from  the  excellent  and  varied  program  sub- 
■^^  mitted,  the  third  annual  convention  of  the  Canadian 
Window  Trimmers'  Association  was  notable  for  the  de- 
cision to  accept  the  offer  of  those  in  charge  of  the  Inter- 
national Association  and  meet  with  them  in  New  York 
next  August.  On  this  account  there  will  be  no  separate 
convention  held  in  Canada  but  the  full  proceedings  in 
New  York  will  be  available  for  all  who  belong  to  the 
Canadian  organization.  A  wise  step,  agreed  upon  unani- 
mously, was  taken  in  the  determination  to  retain  the 
identity  of  the  members  as  a  Canadian  body  and  the 
business  meeting  will  work  out  its  own  policy,  as  before. 
Probably  the  feeling  of  individuality  will  be  accentuated 
the  more  strongly  through  the  influence  of  the  new  sur- 
roundings and  the  fraternizing  of  Canadian  members.  An 
effort  will  be  made  to  induce  the  international  body  to 
meet   in  Canada  in  the  near  future  and  a  strong  meniher- 
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ship  will  be  sought  towards  this  and  other  ends.  The 
holding  of  a  separate  meeting-  in  this  country  will  depend 
entirely  on  assurances  of  support  that  may  come  from 
the  display  men  of  this  country.  The  trip  next  year  will 
be  beneficial  in  affording  an  opportunity  for  broadening 
the  viewpoint  of  the  Canadian  men,  who  appreciate  the 
generous  offer  extended  by  the  association  across  the 
border. 

Plans  are  being-  worked  out  for  enlarging-  the  member- 
ship of  the  Canadian  Association  of  Display  men  as  the 
organization  will  now  be  called,  through  the  formation  of 
local  associations. 

@ ' 

FACE  THE  SITUATION  CALMLY. 

THE  war  will  extract  heavy  toll  of  the  world,  and 
Canada  will  bear  a  share  of  the  loss.  How  great  or 
how  small  this  share  will  be  time  alone  can  tell.  It 
may  be  that  the  gain  from  selling-  supplies  to  Europe  at 
war  prices  will  serve  as  compensation  for  the  inevitable 
loss  from  other  sources.  Be  this  as  it  may,  Canadians 
must  face  the  stern  reality,  must  prepare  to  meet  the  in- 
evitable consequences  of  a  big  war. 

But,  in  the  name  of  common  sense,  let  us  take  things 
cooly.  Let  us  look  at  the  situation  squarely  without  undue 
alarm  or  hysteria.  It  may  be  that  business  in  Canada 
will  not  feel  any  serious  effects;  but  if  the  aftermath  of  the 
conflict  prove  as  black  as  the  alarmists  are  prone  to  paint 
it,  the  greater  need  will  be  for  cool  and  courageous  hand- 
ling of  the  situation.  Let  courage,  coolness  and  confidence 
be  the  watch-words  of  business. 

And  as  a  first  indication  of  a  sane  outlook,  let  the 
business  man  do  his  best  to  curb  the  very  evident  ten- 
dency toward  hysteria  that  the  public  is  manifesting.  The 
crowd  aronud  the  bulletin  board  wildly  cheering  dis- 
jointed despatches  of  more  than  doubtful  authenticity, 
the  frenzied  publication  of  "specials"  containing  sensa- 
tional stories,  the  parading  of  bands;  all  these  indications 
of  an  unsettled  public  mind  are  helping  to  upset  condi- 
tions and  to  undermine  confidence.  It  is  impossible  to 
prevent  excitement  during  war  time;  but  business  interests 
should  strive  to  keep  it  within  bounds. 

The  newspapers  are  doing  a  lot  of  harm  by  their  mad 
scramble  to  outdo  each  other  in  the  dissemination  of  re- 
hashed, unreliable  news.  The  publication  of  alleged 
"specials,"  the  loud  hawking  of  papers  everywhere,  the 
rush  to  the  bulletin  boards,  all  go  to  further  upset  busi- 
ness. There  is  not  a  newspaper  in  the  country  but  what 
would  gladly  forego  the  expense  and  worry,  if  it  were 
not  for  fear  that  competing  papers  would  outdo  them.  If 
publishers  cannot  reach  an  agreement  to  return  to  methods 
that  smack  of  sanity  at  least,  then  the  merchants  should 
step  in  and  use  their  influence.  The  hysteria  of  the  press 
is  hurting  business  for  the  merchant. 

War  is  a  sufficient  menace  to  prosperity.  Let  us 
minimize  the  menace  by  grappling  cooly  with  the  situa- 
tion. 


"  Shop  Where  You  Are 
Invited  to  Shop" 


EDITORIAL  NOTES 

INSURANCE  RISKS  DOWN  from  15  per  cent,  to  4  is 
one  of  the  most  encouraging  features  in  the  business 
situation. 

THE  JOBBERS  will  find  it  to  their  interests  to  treat  old 
customers  with  consideration  even  in  the  face  of  tempting- 
new  and  larger  orders. 

*         *         • 

CANADA  SHOULD  BE  THANKFUL  that  the  inflation 
of  1912  in  real  estate  and  other  lines  had  been  reduced 
before  the  nations  of  Europe  divided  into  hostile  camps. 


TH\  ID  YOU  ever  hear  a  person  remark  that  they  dealt 
with  So-and-So,  because  he  always  expressed  appre- 
ciation of  their  patronage  or  that  they  gave  So-and-So  an 
order  because  he  asked  them  to?  Of  course  we  all  have 
heard  these  and  similar  remarks  and  we  would  hear  them 
much  oftener  if  every  customer  were  to  analyze  the  mo- 
tives behind  each  purchase  and  put  the  result  into  words. 

This  characteristic  of  human  nature — call  it  vanity,  if 
you  will — has  been  recognized  and  applied  by  the  writer 
of  a  series  of  advertisements  which  are  at  present  appear- 
ing in  over  300  weekly  newspapers  throughout  Canada. 
Their  object  is  to  stimulate  local  retail  advertising  and 
they  are  incidentally  but  surely  creating  a  well-deserved 
prejudice  in  favor  of  stores  that  advertise  (i.e.,  invite  cus- 
tomers to  purchase  their  goods)  and  a  consequent  preju- 
dice against  stores  that  do  not  advertise.  The  writer  of 
the  advertisements  was  for  seven  years  proprietor  of  a 
general  store  in  a  typical  Canadian  town  and  this  experi- 
ence enabled  him  to  take  into  consideration  the  position 
and  needs  of  the  local  retailer  in  a  particular  way. 

' '  Shop  where  you  are  invited  to  shop, ' '  is  the  slogan 
with  which  nearly  all  of  these  advertisements  are  con- 
cluded and  there  isn't  any  doubt  but  that  it  will  have  the 
desired  effect  on  a  large  proportion  of  the  buying  public. 
It  is  a  reasonable  argument  and  the  words  are  easily 
remembered. 

Retail  booksellers  and  stationers,  whether  hitherto  ad- 
vertisers or  not,  would  do  well  to  appropriate  to  their  own 
business  the  general  benefits  accruing  from  this  campaign 
in  favor  of  advertising-  and  advertised  goods. 

The  way  to  do  this  most  successfully,  in  our  opinion, 
is  to  make  the  newspapers'  slogan — "Shop  where  you  are 
invited  to  shop," — a  prominent  feature  of  each  advertise- 
ment. Make  this  slogan  work  for  you.  If  the  goods  you 
have  to  sell  are  of  benefit  to  your  community,  if  you  are 
prepared  to  render  service  to  your  neighbors — and  service 
is  the  keynote  of  modern  business  success  then  is  it  not 
worth  while  telling-  the  public  about  it?  Don't  give  any- 
one a  chance  to  say  you  didn't  invite  them  to  buy  your 
merchandise.  Invite  them  in  every  issue  of  your  local 
paper,  in  space  commensurate  with  the  size  of  your  busi- 
ness, varying  it  only  when  some  announcement  of  unusual 
importance  warrants  doing  so.  Make  your  invitation  so 
sincere  and  so  insistent  that  the  people  who  should  be 
your  customers  and  to  whom  it  is  primarily  addressed 
"just  cannot  resist."  And  don't  forget  or  neglect  to  back 
up  your  invitation  with  sound,  reasonable  arguements  and 
above  all  with  genuine  service,  making  it  your  aim  never 
to  lose  a  customer  when  once  a  trial  order  has  been  given. 

Advertising  is  the  greatest  factor  in  the  enormous 
stream  of  business  that  goes  out  of  your  town  and  every 
town  and  small  city  in  the  Dominion  to  the  mail  order 
houses  in  the  big  cities.  The  alluring  invitation — con- 
veyed in  a  hundred  subtle  ways,  is,  after  all,  the  connect- 
ing link  between  these  houses  and  their  customers.  There 
is  only  one  way  to  combat  this  menacing  competition, 
which  injures  not  only  your  business,  but  hinders  the 
growth  and  prosperity  of  every  interest  in  your  town,  and 
that  is  to  set  every  agency  you  can  to  work  to  divert  the 
stream  of  business  into  local  stores  instead  of  into  the 
letter  box.  Window  and  interior  display,  personal  solici- 
tation, circulars,  letters,  special  store  attractions  are  all 
of  value,  but  there  is  no  better  or  surer  method  than 
judiciously    advertising  in  your  local  newspaper. 


War  Causes  Uncertainty  as  to  Future  Supplies 

No  Further  Shipments  From  Europe  Expected  This  Season — 
Silks  from  Other  Sources  Will  Have  to  be  Substituted. — Promi- 
nence to  Black  and  White  as  Dyes  are  Very  Scarce. — Velvets 
Safe. 


FOR  the  present  the  Milan  and  the 
Yokohama  silk  markets  are  closed 
as  both  shippers  and  importers  are 
awaiting  the  re-arrangements  confront- 
ing them.  This  means  that  it  all  de- 
pends upon  the  stocks  of  raw  silk  on 
hand  as  to  whether  the  American  mills 
will  be  handicapped  in  the  near  future. 

Though  a  fair  proportion  of  the  Fall 
shipments  of  silk  fabrics  from  Europe 
are  either  in  the  hands  of  the  import- 
ers or  actually  on  Canadian  soil,  much 
of  the  Fall  shipments  are  still  unde- 
livered, and  from  Europe  until  hostili- 
ties are  over  and  the  mills  again  in 
working  order  Canadian  importers  do 
not  look  for  any  further  supplies. 
Switzerland  has  no  seaboard,  and  all  her 
goods  must  come  through  countries  now 
in  a  state  of  war  unless  Italy  maintains 
her  neutrality  and  her  ports  remain 
open.  Besides,  the  Swiss  army  is  called 
out  and  this  means  that  many  workers 
will   be   withdrawn   from    all   industries. 

The  withdrawal  of  men,  necessitating 


BATTLESHIP   GREY. 

A  Paris  cable  states  that  a 
new  color  has  already  been 
brought  out  that  will  figure 
prominently  in  fabrics  next 
season,  "  Battleship  Grey." 
Anyone  who  has  seen  the 
British  warships  in  Quebec 
harbor  will  appreciate  the 
name. 


the  shutting  down  of  the  mills  and  the 
difficulties  attending  the  exportation  of 
goods  means  that  the  leading  stores  will 
be  short  of  high  grade  silks  in  the  near 
future. 

In  America  the  fact  that  Germany 
supplies  the  world  with  fully  90  per 
cent,  of  the  dye  stuffs  used  will  be  a 
source  of  delay.  This  will  mean  that 
few  high  colored  fabrics  will  be  in  the 
market,    and    that    prominence    will    be 


given  to  black,  white  and  staple  shades. 

The  fashion  tendency  even  before  the 
war  broke  out  was  setting  strongly  in 
this  direction,  and  therefore  black, 
black  and  white  combinations,  and  such 
colors  as  navy,  seal,  bottle  green,  and 
wine  shades  will  be  the  colors  for  the 
Fall   season. 

Canadian  importers  are  very  uncer- 
tain as  to  the  future,  but  at  present  a 
general  activity  prevails  as  buyers  are 
in  the  market  to  protect  their  stocks  as 
far  as  possible  and  already  there  is  a 
shortage  developing  in  the  cheaper  lines 
of  silks.  Wide  widths  in  such  cloths  as 
paillette  and  other  soft  satin  weaves  are 
becoming  very   scarce. 

The  situation  in  millinery  silks  and 
velvets  seems  to  be  in  good  shape  as  the 
millinery  houses  have  received  their 
stocks  for  the  coming  season.  The  im- 
portation of  velvets  has  been  very  large 
and  there  is  no  cause  to  apprehend  any 
shortage  in  the  near  future. 


Softer  Tones  Pervade  Fall  Dress  Goods 


MONTREAL,  August  18  {Special) .—The  reign 
of  high  color  in  dress  goods  appears  to  have  passed 
the  day  of  its  greatest  glory.  In  the  Fall  material* 
which  are  now  being  delivered  to  the  trade  there  is 
a  noticeable  absence  of  vivid  shades.  There  is  a 
big  range  of  color,  but  the  tones  are  softer,  and  blue, 
olive,  purple,  currant,  tete  de  negre,  and  the  browns 
are  having  the  run. 

And  not  only  is  this  the  case  in  the  Fall  lines* 
which  is  to  some  extent  natural,  but  for  next  season 
iln  outlook  is  for  the  continued  popularity  of  the 
black-and-white  combinations  and  less  high  color. 
The  blacks  and  tvhites  have  had  a  good  season  this 
year,  but  they  may  be  even  stronger  next,  and  the 
range  will  not  be  confined  to  stripes,  but  will  be 
found  in  checks  and  in  a  large  number  of  novelty 

i  Ir  signs. 


A  feature  of  the  Fall  displays  will  be  the  r<  turn- 
to  popularity  of  the  broadcloth,  ivhich  is  coming  in 
a  full  range  of  soft  color  shades.  For  broadcloth*. 
higher  price*  may  be  expected;  much  of  it  is  secured 
from  the  mills  of  France. 

Checks  arc  having  a  very  good  run,  and  then  is 
a  big  range  of  path  rn*  and  designs,  including  < ■■*•<  ry- 
thing  from  half  an  inch  to  three  and  four  inches  in 
rough-surfaced  goods. 

Roman  stripes  hare  had  a  big  sale  in  th,  Fall 
costumt  cloths,  and  the  Hue  goes  entirely  through 
ill,  popular  materials  in  the  more  sombrt  shades. 

In  mat,  rial*  far  inside  tear.  cr<  p<  continues  ''</•// 
strong  and  it  is  a  particularly  good  seller  in  black. 
although  tht  re  is  a  r,  ry  big  range  of  color*,  and  h>  r< 
there  is  still  a  notici  able  demand  for  the  high-colon  d 
stuff. 
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DRESS    FABRICS 


Dry  Goods  Review 


Y^E  occupy  a    peculiarly    fortunate    position   by 
having  had  our  buyers  in  Europe  at  the  time 
war  was  declared.     By  our  prompt    action    at    that 
time  we  succeeded  in  securing  a  large  stock  of 

Silks  and  Ribbons 

that    will    go    a    long    way  toward  helping  out  our 
Customers  for  the  Early  Fall  trade. 

Order  Early  and  protect  your  stock. 
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Dry  Goods  Review 


DRESS     FABRICS 


Uncertainty  in  Cotton  Market 

While  Raw  Cotton  is  Certain  to  Drop,  Manu- 
factured Materials  Probably  Will  Advance — 
Fnl!  Effect  Not  Felt  Until  1915. 


COMING  at  the  close  of  the  cotton 
dress  goods  season  the  conditions 
created  by  the  war  in  Europe 
threaten  the  Spring-  season  of  1915, 
rather  than  the  one  now  passing.  The 
cotton  goods  market  is  now  facing  un- 
expected conditions,  and  a  situation 
such  as  was  never  experienced  before. 
The  immediate  effect  is  seen  in  the  clos- 
ing down  or  the  putting  on  short  time 
of  both  European  and  American  mills. 
American  mills  are  closing  as  they  use 
up  their  present  stocks  because  they  an- 
ticipate that  raw  cotton  will  be  much 
cheaper  because  Europe  cannot  take  the 
15,000,000  bales  that  usually  make  her 
share. 

But  because  raw  cotton  is  down  in 
price  it  would  not  be  wise  to  assume 
that  there  will  be  a  corresponding  drop 
in  cotton  materials.  With  cotton  goods 
from  Continental  Europe  out  of  the 
market,  and  the  supply  of  English  goods 
depending  upon  the  keeping  open  of 
the  trade  routes,  it  does  not  take  long 
tc  figure  out  that  goods  now  on  the 
shelves  will  be  worth  more  money  very 


quickly   and   that   changes   in   price  will 
bo  in  the  nature  of  advances. 

Linen  importers  are  evidently  not 
counting  upon  any  general  cessation  of 
shipments  for  British  sources,  but  the 
shortage  will  come  in  the  low  priced 
German  lines.  Stocks  are  fairly  heavy 
<>n  this  market  but  there  is  bound  to  be 
a  shortage  later,  and  a  corresponding 
advance  in  prices. 


TIERED    SKIRTS    OF    FLOUNCINGS. 

Several  of  Paquin  gowns  worn  at 
Ascot  were  fashioned  with  tiered  skirts 
of  lace  flouncings  mounted  on  white  or 
beige-colored  satin  foundations.  Black 
tulle  was  often  effectively  introduced, 
either  in  alternating  flounces  or  as  a 
1  cm  to  finish  the  flounces.  The  corsage, 
with  low  V  or  square  neck,  was  trimmed 
with  the  high,  flaring  Paquin  collar, 
often  falling  far  away  at  the  back.  The 
corsetless  effect  was  pronounced,  as  only 
a  narrow  waistband  supported  the  bust. 


FALL  COLOR  CHART. 
rT*  11 E  ('in, ill,  Freres  color 
chart  for  woollen  and  wor- 
sted dress  fabrics  for  the  Fall 
and  Winter  of  1914-15  has 
In  i  a  nri'ived.  There  are  102 
shades  shown  and  considerably 
over  one-half  of  them  are  dark. 
In  light  colors  then  is  a  new 
currant  shadt      and     a   bluish 

green   that      is      iimind  "drugs" 

that  are  interesting.  A  new 
yellow  is  named  "minaret"  and 
there  are  several  nasturtium 
shades  mid  a  new  carmine  red. 
Subdued  pastel  shades  in 
green,  gray,  and  brown  tints 
are  introduced.  These  new 
shades,  especially  the  grei  ns, 
have  a  washed-out  appearance. 
The  grays  are  shown  in  many 
shades,  running  from  dark  ele- 
phant to  a  light  tint  that  shades 
into  hello.  Plums,  purple  and 
Hue  shades  are  numerous,  and 
red  and  violet  shades  are  scat- 
tered through  the  color  ranges 
in  both  light  and  dark  shades. 
There  is  a  very  wide  choice  of 
browns  and  tuns,  particularly 
in  the  darker  shades,  and  also 
si, in,   very  dark  nun  shades. 


KING'S 


Established  177S 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian    Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 


An  Idea— 

You  are,  of  course,  in- 
terested in  any  method 
that  will  increase  the 
efficiency  of  your  staff. 
A  splendid  way  of 
doing  this  is  to  see 
that  each  department 
head  gets  a  copy  of 
the  DRY  GOODS 
REVIEW  regularly. 
Write  for  special  club 
rates. 
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FANCY  GOODS 

NOTIONS  &  TOYS 


Useful  Novelties  in  Fancy  Goods  for  Fall 

Jet  the  Feature  in  Bead  Lines — Most  Favored  When  Combined 
With  Pearl,  Jade  and  Other  Colored  Beads — All  Kinds  of  Pend- 
ants and  Necklets  Good  —  The  Single  Strap  Handle  the  Best 
Seller  in  Both  Fabric  and  Leather  Bags  —  Novelty  Strong  in 
Needlework  Lines. 


BUYERS     who     are    rounding     out 
their  Fall  supplies  ,and  who  are 
planning  for  Christinas  selling  in 
view    of    the    present    situation,    should 
give    preference    to    articles    that    have 
some    idea    of    usefulness    attached,     as 
economy  doubtless  will  be  the  watchword 
in  many  homes.    Fortunately  notions  are 
for   the    most    part   positive    necessities, 
and  always  sell,  and,  therefore,  a  steady 
trade    in    this    section    may    be    counted 
upon.     The  craving   for  adornment    will 
be  all  the  stronger,  because  many  an  old 
gown   may    be   made   to  do   duty    again; 
therefore,    the    popular    priced     jewelry 
lines  afford  a  promising  field.     Though 
head    necklaces    will    sell,    pendants    and 
necklaces  will  not  be  out  of  it,  like  in  the 
season    past.         One    new    idea    comes    in 
pendants     of     nacre     suspended      from 
chains  of  pearl  or  colored  beads.  Slender 
platinum    or    fire    sold    have    drops     of 
crystal    and    other   fancy   pendants    sus- 
pended.    Cut  jet   has  obtained  a  wonder- 
ful  footing,   and   many  pretty  necklaces 
come    in    beads     of   jet,     combined    with 
other  beads.     Jet  beads,  combined    with 
pearl  alternately,  a  la  rue  one  of  jet  and 
a  smaller  one  of  pearl,  or  one  of  pearl 
and  three  of  jet,  or  the  reverse,  is  im- 
mensely popular.     Jet    is  also  combined 
with  crystal  amber,  coral  and  jade,  and, 
what  is  remarkable,  these  come  both  in 
the  popular  priced  imitations  and  in  the 
real  semi-precious  stones.     Imitation  jet 
is  cut  black  glass,  while  the  real  jet  is  a 
kind  of  very  hard  coal  that  is  capable  of 
receiving  a  very  high  polish,  and  which 
lends  itself  to  beautiful  cutting  and  carv- 
ing.     With    real    jet,   rose   quartz,   lapis 
lazuli,  jade,  amazonite,  clear  and  cloud- 
ed amber,  and  coral  are  used.       In  the 
necklet  line  also  comes  plaques  in  cellu- 
loid,    galalith,     and     wood     carved     in 
Chinese  patterns,  and  hung  on  silk  cords 
finished  with  long  silk  tassels.     Similar 
plaques  are  used  to  finish  sash  ends.    Jet 
beads    are    used    on    black    velvet    neck- 


hands.  Other  jet  artii  les  are  eombs  and 
pins  set  with  rhinestones,  fine  buckles, 
both  combined  with  and  without  the 
rhinestones,  for  shoes,  as  well  as  fans  of 
jet,  net  and  sequins. 

New  Leather  Bags. 

For  Fall,  bass  come  in  both  leather 
ami  fabric.  The  new  leather  bag  is 
small  and  Hat,  and  is  long  rather  than 
wide,  and  the  single  strap  handle  has 
to  a  large  extent  taken  the  place  of 
other  styles.  Pin  seal,  morocco  calf  ami 
other  fine  soft  leathers  are  used,  and 
every  has'  has  a  dainty  contrasting  ben- 


I'ai'tY    Box,   the    latest    novelty.      Shewn    by 
Hibbert   &  Jaslow. 


saline  silk  or  moire  lining  and  vanity 
fittings.  Party  cases,  party  bass,  week- 
end cases,  emergency  or  accident  cases 
containing  scissors,  antiseptics,  various 
bandages  and  screw-top  bottles  for  such 
remedies  as  witch  hazel,  vaseline,  etc. 
are  on  the  market.  The  fitting's  are  vari- 
ous, but  gilt,  nickel,  ivory  and  silver  are 
those  most  seen.  Highly-polished  nickel 
lends  in  popular  priced  lines. 

Belts  and  Girdles. 

Gelts  and  girdles  promise  to  be  a  big 
hne    for    Fall.      The    low-priced    patent 
leather  imitations    are    still   selling,   but 
Pi 


they  have  gotten  on  to  the  bargain  coun- 
ter. For  Fall  their  place  will  be  taken 
by  belts  of  soft  white  kid.  The  belts 
shown  so  far  are  2.  4  and  6  inches  wide, 
and  are  finished  either  with  a  covered 
buckle  or  with  a  large  fiat  bow.  Fabric 
sirdles  will  be  wanted  chiefly  in  black 
and  faille;  taffeta  and  moire  silks  will 
he  used.  In  satins,  the  new  Pekin  and 
what  are  known  as  peppermint  candy 
sti-ipes  will  be  shown. 

Hecklen  Embroidery. 

The  time  of  the  year  is  now  entered 
upon    when    the    art    needlework    depart- 
ment   becomes    specially    profitable,    ami 
merchants  who  are  alive  to  this  fact  will 
make   arrangements  to   start  classes  in 
then-    departments    at    an    early     date. 
Classes  should  attract  extra  attention  at 
the  present   time,   as  many   women   will 
want   to  economize   by   making  up  their 
Christmas   sifts.     There   are   many   new- 
ideas  in  the  later  lines,  and  the  majority 
of   the   articles  shown  are  decidedly   of 
a  practical  nature.     Many  also  come  in  a 
semi-finished     state,  and  only  require  a 
moderate  expenditure  of  time  and  labor 
to  turn  out  the  finished  article.     The  new 
Hecklen    embroidery    furnishes    an    es- 
emple.     This  embroider}'  is  really  crochet 
worked  on  to  the  ground  of  linen.  Centre- 
pieces,   runners,    doilies,    luncheon    sets, 
etc..   all   come   in    this   new   work.        The 
linen    is   a   special   weave,  with   an  even 
round  thread  and  the  crochet  forms  the 
border,    and    is   also    applied    to    form    a 
circle  or  circles  at  a  stated  distance  from 
the  edge.     The  rest  of  the  pattern  con- 
sists   of   Irish    crochet   roses   and    other 
motifs    with    raised    petals    applied    be- 
tween   the   middle   circles   and   the   outer 
edge. 

Luncheon  Sets 

Anion?  the  very  attractive  offerings 
for  the  holiday  trade  come  the  luncheon 
sets.     These  sets  usually  consist  of  one 


Dry  Goods  Review 


FANCY  COO  I  )S.  NOTIONS  AND  TOYS 


24-inch  centrepiece,  six  10-inch  plate 
doilies,  and  six  6-inch  tumbler  doilies. 
Some  of  the  best  liked  designs  come  in 
Delft  blues  and  in  Chinese  designs. 
Strictly  conventional  designs  and  but- 
tonholed edges  in  solid  colors  are  also  a 
new  feature.  These  luncheon  sets  come 
in  boxed  sets. 

Felt  is  again  being  used  for  such 
items  as  oblong  pillows,  scarfs,  centre- 
pieces and  bags,  and  many  of  these  are 
embroidered  in  chenille.  Floral  and 
semi-conventional  floral  designs  in  rich 
deep  colorings  are  used,  and  the  result 
is  very  attractive,  as  the  color  blendings 
are  artistic.  A  new  feature  of  the  pil- 
lows is  the  scalloping  of  the  ends  and 
the  use  of  touches  of  embroidery  as  an 
enrichment.  . 

One  of  the  leading  lines  all  through 
the  Summer  selling  has  been  made  up 
dresses  for  children's  wear,  and  gowns, 
corset  covers,  combinations,  slips,  etc., 
for  personal  wear.  These  garments  are 
well  cut  and  well  made,  and  can  be  had 


finished  with  a  lace  edge  and  beading  of 
the  usual  buttonhole  finish.  Many  of 
these  articles  come  as  package  goods, 
and  as  new  patterns  are  constantly  in- 
troduced and  all  the  new  tricks  of 
fashion  copied,  the  sale  is  very  large. 
New  Lines  of  Cushions. 
Cushions  have  always  a  big  sale,  and 
the  new  patterns  and  designs  are  shown 
in  big  variety.  Many  designs  come  in 
cross-stitch,  while  others  come  in  floral 
and  conventional  patterns.  Many 
cushion  tops  come  with  a  plain  centre, 
designed  so  that  the  desired  initials  can 
be  stamped  there  and  worked  over.  In 
smaller  cushions,  such  as  pincushions, 
baby  cushions,  etc..  batiste  and  Swiss 
tops,  embroidered  in  imitation  of  hand 
work  and  with  eyelet  holes,  through 
which  a  ribbon  lacing  can  be  run,  are 
very  prominent.  Moreover,  it  is  only 
when  these  lines  are  looked  over  that 
the  great  variety  and  the  manner  in 
which  machine  embroidery  imitates 
hand  work  is  really  appreciated. 


are  faced  and  finished  with  the  same, 
and  have  cords  to  match,  run  through 
brass  or  pyroxaline  rings. 


Novelties  in  Needlework 


BUYERS  of  needlework  are  becom- 
ing more  interested  in  the 
new  lines  for  Fall  that  are 
now  approaching  completion.  Each 
year  needlework  novelties  show  that 
better  taste  is  used  in  their  pro- 
duction. This  year  the  color  har- 
monies are  of  a  high  class,  though  some 
of  the  effects  are  quite  daring.  Very 
few  designs  are  on  the  conventional 
order  this  year,  the  tendency  strongly 
favoring  the  designs  on  the  floral  order. 
Some  of  the  very  best  come  in  cross- 
stitch  patterns.  Punch  work,  the  "laisy 
daisy,"  and  other  simple  stitches  are 
also  well  used.  Calling  for  more  ability 
in  the  execution,  though  the  application 
of  the  needlewoman  is  not  unduly  taxed 
in  their  production,  come  handsome  de- 
signs in  Reticella  worked  in  buttonhole 
stitch  on  loosely  woven  canvas. 

In  more  popular  lines  ribbon  scene 
work  on  filet  squares  has  been  well  taken 
up.  Luncheon  sets  and  chafing  dish  sets 
are  among  the  new  ideas.  These  show 
either  double  runners  or  a  large  center- 
piece and  runner  and  six  each  of  two 
or  three  sizes  of  doileys.  The  very  new- 
est of  these  sets  are  worked  in  Chinese 
blues  and  in  patterns  on  the  Chinese 
order. 

Cushions  are  always  a  big  feature, 
and  the  pillow-shaped  cushion  with  the 
pattern  on  the  upper  half  is  the  leading 
form,  and  each  end  is  finished  with  a 
knotted  fringe  or  a  fringe  that  is  sewn 
on.  White  and  Colored  coronation  braid 
is  used  for  some  patterns,  luit  lloral  pat- 
terns are   as   a    rule   worked    in    artificial 


silk  because  it  is  so  lustrous  and  also 
because  it  comes  cheaper  than  floss. 
Mercerized  cotton  is  also  used,  and  most 
departments  stock  the  colors  in  all 
three,  viz.: — embroidery  silk,  artificial 
silk,  and  mercerized  cotton.  There  is  a 
new  braid  on  the  market  for  producing 
flowers  of  the  daisy  order  that  gives 
very    natural    effect. 

Articles  of  personal  wear,  such  as 
corset  covers.  s<>\vn<,  combinations,  etc., 
and  garments  for  children's  wear  are 
selling  now  and  will  continue  to  sell  all 
through  the  winter  season.  Children 's 
dresses  stamped  on  natural  and  white 
linen,  soft  pique,  and  poplin,  are  won- 
derful sellers.  Many  of  the  straight 
dresses  have  buttoned  slashes  through 
which  a  Roman  striped  ribbon  is  drawn 
which  finishes  under  a  flat  bow  in  the 
center  of  the  front.  Some  of  these  little 
dresses  are  two-piece,  with  a  kilted  or  a 
Hare  flounce  attached  to  an  underwaist, 
and  witli  blouse  ending  in  a  tunic  form- 
ing the  upper  part.  These  garments 
come  all  made  up,  and  as  soon  as  the 
embroidery  is  finished  are  ready  for 
wear.  The  designs  are  worked  out  in 
eyelet  and  solid  work  in  either  white  or 
solid  color.  Dark  blue,  Copenhagen, 
pink  and  cherry  are  the  other  colors 
used. 

Fancy  baus  for  various  kinds  are  very 
much  in  evidence.  Many  id'  them  come 
in  pannier  shape,  and  the  decoration 
shows  to  special  advantage  on  the  Hat 
sides.  These  Ibasrs  are  stamped  ready  for 
working  in  various  sizes  and  on  reseda, 
brown,   and    tan    shades    of   (doth.       They 
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SENDS  BOOKLETS  OUT  IN  ENGLISH 
AND  IN  FRENCH. 

(Continued  from  page  6.) 

tablishment  and  setting  forth  the  ser- 
vice to  be  given.  This  booklet  is  an  in- 
vitation to  the  recipient  to  call  and 
inspect  the  premises.  Already  there  has 
been  a  generous  response  from  these 
booklets  and  Mr.  Levesque  contemplates 
issuing  others  of  a  like  character  from 
time  to  time.  On  account  of  the  dual 
language  condition  in  Montreal,  Mr. 
Levesque  has  the  literature  printed  in 
both  French  and  English. 

The  Booklet. 

The  booklet  is  in  grey  stock  and  is  of 
eight  pages,  only  four  of  which,  1,  4,  5 
and  8  are  printed.  After  extending  an 
invitation  to  visit  the  establishment  on 
page  one,  the  booklet  continues: 

Tailoring,  properly  done,  has  to-day 
become  a  fine  art ;  the  artistic  mind  is  as 
essential  to  the  modern  ladies'  tailors 
and  dressmakers  as  is  the  needle  itself. 

Designing  and  cutting  will  do  more 
for  a  garment  than  the  quality  of  the 
fabric  itself. 

With  the  increased  cost  of  living  it  has 
become  a  most  serious  problem  with 
many  women  to  dress  as  they  really  de- 
sire. 

Page  5  reads  as  follows : 

We  Offer  a  Solution. 

Our  new  premises  are  in  a  section  of 
the  city  where  the  rents  are  compara- 
tively low,  that  is.  much  lower  than  on 
St.  Catherine  street. 

The  benefit  of  this  very  considerable 
saving  we  offer  to  our  patrons. 

As  to  the  quality  of  our  productions, 
our  Mr.  Levesque  has  been,  until  recent- 
ly, designer  for  one  of  the  foremost 
tailoring  and  dressmaking  establishments 
in   New  York  City. 

Mr.  Levesque  will  also  do  cutting  and 
fitting  of  every  garment. 

The  last  page  reads: 

The   Result  Is: 
We  are  in   a  position  to  give  our  pat- 
rons   tiic    mosl     up-to-date    creations    at 
prices    which   will   enable   the  most   eco- 
nomical of  women  to  patronize  us. 

Quality,  Service  and  Low  Prices. 
are    the   three   mottoes    in    our    establish- 
ment.   We  guarantee   satisfaction   to  the 
mosl     fastidious    taste. 

All  we  ask  of  you  is  a  call.  We  feel 
absolutely  sure  it  will  prove  of  mutual 
advantage. 

-®- 

A.  G.  Dickson,  Peterborough,  Ont.,  dry 
goods  merchant,  is  dead. 
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DE  LONG  HOOKS  AND  EYES 
DE  LONG  PRESS  BUTTONS 

There    is    a    place    for    each    on    your    Notion    Counter. 

There  is  a  need  for  each  in  the  making  of  every  gown. 

The  good  dressmaker  knows  how  to  use  each  in  its  proper 
place,   for  the   greatest  security,   neatness  and   durability. 

The  good  Notion  Department  displays  complete  assort- 
ments of  both,  in  all  sizes  and  colors;  because  every 
notion   buyer  knows  that 

DE  LONG  HOOKS  AND  EYES 
and  DE  LONG  PRESS  BUTTONS 

are  the  very  best  of  their  kind,  and  will  give  satisfac- 
tion,   in    selling    and    in    use,    unequalled    by    any    other. 

THE  DE  LONG  HOOK  and  EYE  COMPANY 

OF  CANADA,  LIMITED 
ST.  MARYS,        -        ONTARIO 
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Large  Stocks  are  on  Hand  for  the  Near  Future 

French  and  German  Supplies  Cut  Off  Indefinitely — Adaptation  of 
Materials  the  Problem  for  Retailers — Black  Velvec  First,  Giving 
Way  to  Plush— Some  of  the  Fall  Models. 


THE  fashion  situation  is  over- 
shadowed at  the  present  moment 
by  the  question  of  supply.  Taking 
the  trade  as  a  whole,  the  wholesale 
houses  have  plenty  of  goods  on  hand  and 
large  stocks  to  draw  from,  but  scarcity 
is  sure  to  develop  at  an  early  date  in 
some  lines,  particularly  those  that  are  in 
heavy  demand.  This  will  not  mean  that 
things  will  be  at  a  standstill,  for  the 
supply  houses  are  preparing  to  make  use 
of  their  own  initiative,  and  will  furnish 
hints  to  the  trade  on  the  effective  use  of 
the  materials  on  hand.  No  further  ship- 
ments can  come  from  Austria  and  Ger- 
many, and  little  or  nothing  more  is  ex- 
pected from  France.  This  narrows  down 
the  situation  materially,  and  forces  Can- 
ada to  rely  almost  entirely  upon  her  own 
manufacturers  and  those  of  the  United 
States  and  Great  Britain  for  the  time 
being — a  situation  that  will  color  the 
styles  of  the  near  future. 

Black  Velvet  First,  Then  Plush. 

The  small  or  medium-sized  hat  of 
black  velvet  will  begin  the  season,  and 
later  plush  will  take  the  place  of  velvet 
as  long  as  supplies  hold  out;  afterwards 
satin  or  other  available  black  material 
will  be  used.  Blck  is  high  style,  and  black 
and  white  combinations  are  very  much 
in  favor.  In  colors,  those  next  to  black, 
navy  and  dark  blues  in  the  popular  trade 
and  tete  de  negre  will  lead.  Other  prom- 
inent colors  are  seal  brown,  bottle  green, 
dark  wirie  shades  and  deep  purple. 

Many  hats  are  all  of  the  one  color- 
that  is,  the  hat  and  its  trimmings  are 
one  tone.  Other  models  show  a  little 
relief  color,  and  tinsel  in  dull  shades  is 
much  used  for  this  purpose.  The  all 
white  hat  is  also  very  desirable,  and 
pink  and  sky  models  promise  some  prom- 
inence. Very  few  models  are  wholly  of 
the  one  material,  but  satin  is  combined 
with  velvet,  and  velvet  with  ottoman  or 
moire. 

The  imported  model  hats  are  as  a  rule 
decidedly  small,  but  there  are  exceptions 
and  hats  on  the  sailor  order  with  large 


flat  brims  are  numerous.  One  shape  of 
this  kind  that  promises  well  has  the 
brim  cut  somewhat  in  the  shape  of  a 
painter's  palette,  and  can  be  worn  with 
the  cut  part  either  at  the  front  or  back. 

A  Germain  model  in  this  shape  had 
an  oval  crown  with  the  top  rounded,  and 
crown  and  upper  and  under  brim  were 
covered  plainly  and  smoothly  with  a 
deep  shade  of  Burgundy  moire  laid  flat 
on  the  brim  was  a  band  of  ostrich  very 
regularly  curled,  and  where  the  brim 
was  cut  was  placed  a  simple  loop  and 
end  bow  ornament  of  gelatine  plates  in 
dull  silver. 

Another  of  these  flat  brimmed  sailors 
was  of  medium  size,  and  was  covered 
with  black  velvet.  The  crown  had  a  soft 
tcp  surrounded  by  a  collar.  Soft  loops 
oi  the  velvet  were  placed  at  the  side  and 


MILITARY  TKNDT-:XCV. 


Caplike  toque  showing  the  military  ten- 
dency of  the  later  fashions.  The  piping 
around  the  crown  and  the  brim  are  of 
faille.  Ornament  of  colored  jet  in  irides- 
cent  shades  of  copper. 
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the  brim  was  covered  flat.  Bunches  of 
tan  and  gold  tinsel  grapes  formed  the 
trimming. 

Sailor  Models   Simple. 
Sailor  models  and  models  on  the  sailor 
order  are  very  numerous.     This  lends  a 
certain  simplicity  to  the  new  model,  as 
both   the   sailors   and   the  toques,  which 
come  next  to  the  sailors,  are  along  simple 
lines.     Many  of  these  models  are  made 
of   very   rich   materials,   and   so   treated 
that   they   are   very   elaborate   in   effect. 
Developments  in  this  direction  come  in 
portrait  and  shepherdess  sailors,  which, 
though  at  the  first  glance  seem  devoid  of 
any  elaboration,  and  yet  are  of  such  ex- 
quisite materials,  so  perfect  in  line  and 
make,  and  so  beautifully  arranged,  that 
they   quite  take   on  the   character   of   a 
dressy     hat.       These     new     shepherdess 
sailors  are   of   the   1860   type,   with   the 
brim  drooping  both  back  and  front,  and 
leaving  the  sides  either  straight  or  with 
a  slight  roll  upwards.  The  crown  is  quite 
broad  and  perfectly   straight,  being  the 
same  width  at  the  top  as  the  base,  giving 
it  a  decidedly  flat  effect.       A  beautiful 
model    was    covered    with    black    velvet, 
and  was  trimmed  with  a  broad  quill-like 
plume  of  burnt  ostrich   fastened  with  a 
prim   little    bow    of   two-inch    ribbon   to 
the   crown   directly   in   the   centre   front 
and  extending  over  the  crown  and  fall- 
ing gracefully  over  the  brim  edge  at  the 
back.    Another  model,  this  time  of  crow 
blue,  was  wreathed  Avitli  white  gardenias 
and  white  foliage. 

Pork  Pie  Shape. 
Toques,  from  the  high,  straight 
brimmed  Cossack  toque  to  small  cap-like 
models,  and  models  with  narrow  stiff 
brims,  are  developed  in  all  the  new  ma- 
terials. Faille  silk,  combined  with  vel- 
vet, is  very  much  used,  and  Ottoman  and 
moire  and  velvet  combinations  are 
strong.  An  imported  turban,  almost  in 
the  pork  pie  shape  of  mid-Victorian 
days,  had  the  high  brim  covered  with  in- 
terlaced   bands   of   tete   de   negre    faille. 
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SIMPLICITY       AND 
UNIQUENESS  OF  LINE 

are  the  foremost  features  of 
hats  of  the  moment.  While 
decidedly  '  "dress"  in  effect,  due 
to  the  use  of  novel  forms  of  os- 
trich and  fancy  feathers  and 
hackle,  the  new  models  suggest 
strongly    the     semi-dress    type. 

While  the  strictly  tailored 
hat  of  former  days  is  still  the 
correct  thing  for  certain  in- 
formal costumes,  the  fashion 
requirements  of  all  other 
events  are  met  by  this  simple 
yet  rich  type  of  headwear, 
relieved  as  it  is  by  innumer- 
able forms  of  brilliant  de- 
coration. The  addition  of 
ostrich,  fancy  feathers, 
burnt  coque  effects  in  such  a 
variety  of  fancies  as  to  sug- 
gest numidi,  the  paradise 
aigrette,  and  even  the  os- 
prey,  lends  a  formal  touch, 
and  makes  the  former 
tailored  hat  decidedly  semi- 
dress,  to  be  worn  at  even  the 
most  formal  functions. 

THE  SMALL  HAT  i 

still  very  much    in    vog 
though  favor  is  perhaps  e 
ly  divided  between  the 
and  toque  types 
brimmed  canot 
in  the  mediu 
Trim 
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The  "  Come  to 
Market "  Number 
of  our  newspaper 
will  be  mailed  you 
free,  for  the  ask- 
ing. 
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We  Want  You  To  Have  A  Copy 

of  our    1 2  -  page  newspaper,  from  which  these    cuts     and    the 
fashion  article  were  taken.      It    is    a    complete    style     exhibit, 
and  millinery  merchandise  market  in  itself. 
All  Grades  of  Hats.  Fashion   News 

Untrimmed  Shapes  Business  Helps 

Flowers,  Ostrich,  Ornaments,  Ribbons,  Velvets 

WRITE    FOR    IT   TODAY 


Gage  Brothers  &  Co.,        Chicago 
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A  new  model  that  has  come  to  the 
front  is  the  elongated  tall  Glengarry 
cap  without  brim.  This  model  is  being- 
featured  by  the  trade  in  New  York  in 
both  velvet  and  plush ;  also  there  are  a 
number  of  jaunty  dented  tricorne 
models.  These  models  come  in  velvet 
or  plush  with  brim  edged  with  a  piping 
of  faille  and  a  stitched  band  of  the  same 
for  decoration,  and  with  highly  original 
spikey  or  folded  wing-like  ornaments  of 
colored  jet  laid  in  overlapping  plates. 

The  crown  of  the  hat  is  a  prominent 
feature,  and  there  is  considerable 
variety  of  treatment.  There  seems  to  be 
a  tendency  to  the  long  oval  and  crowns 
of  this  shape  and  round  medium  high 
blocked  crowns  are  very  extensively 
seen.  The  berreta  crown  also  keeps  a 
place;  but  two-piece  crowns,  with  soft 
oval  or  round  tops  and  stiffened  sides, 
lend  themselves  extremely  well  to  the  de- 
velopment of  two  material  effects. 

Brim  bindings  are  important,  for  a 
good  deal  of  attention  is  paid  to  the 
finish  of  the  edge  of  the  brim,  and  rolls, 
overlapping  folds,  and  bindings  of  all 
the  used  millinery  fabrics  or  braid  are 
used.  Brims  are  also  covered  with  pleat- 
ings,  flat  ruches  or  scallops  made  out  of 
piece  goods  or  ribbon.  Feather  brim 
finishes  are  good,  and  most  probably 
brim  finishes  of  fur  will  appear  later. 
Marabout  is  used  with  good  effect  for 
this  purpose. 

Jet   for   Ornaments. 

Both  feather  and  flower  trimmings  and 
trimming's  made  of  fur  and  piece  goods 
will  be  used,  while  jet,  which  is  really 
gelatine,  will  be  much  used  for  the  new 
ornaments.  These  ornaments  are  made 
of  thin  overlapping  plates,  and  they 
come  in  dull  gold,  silver,  gun  metal,  cop- 
per and  iridescent  effects  in  various 
dark  colors. 

Feather   Trimmings. 

Feather  trimmings  naturally  occupy 
the  centre  of  the  picture,  and  have  most 
prominence  in  the  varied  fancy  effects. 
Hackle  is  very  much  en  evidence,  and  is 
better  liked  than  breast  for  the  base  of 
the  high  quills  and  mounts.  The  ma- 
jority of  these  effects  are  very  high, 
consisting  of  quill-like  spikes,  combined 
with  fringe-like  treated  feathers.  Curled 
coque  and  hackle  and  nearly  every  high 
mount  springs  from  a  base  of  hackle  or 
breast  feathers.  These  little  round 
tufts  of  hackle  and  breast  come  in  pairs 
as  a  rule,  and  can  be  used  with  any  de- 
sired mount,  thus  enabling  the  milliner 
to  vary  her  feather  arrangements. 
Treated  ostrich,  treated  peacock  and 
treated  pheasant  novelties  are  strong  in 
the  novelty  line,  and  will  be  very  much 
used.  Numidi  is  very  closely  imitated, 
and  both  the  imitation  and  the  real  is 
very  much  sough!   alter.       Paradise  and 


aigrette  imitations  an-  numerous,  and 
arc  largely  bought  when  they  have  any 
merit.  Paradise  and  aigrette  arc  not  off 
the  market,  nor  will  they  be  for  some 
time  yet,  as  importers  have  laid   in  big 


HIGH  PLUME   NOVELTIES. 

1 — Numidi  plume  made  up  of  two  grace- 
ful sprays  placed  so  as  to  droop  each 
way.  '-'  \Vhil:  effect  opening  at  the  base 
to  place  tlat  against  the  hat  crown  either 
at  the  side  or  front.  3 — Mount  of  coque 
and  hackle.  4 — High  mount  of  silver 
pheasant  and  base  of  the  same.  5 — Wing 
like  mount  ending  in  spray  of  treated 
ostrich.  6 — Mount  of  treated  coque  and 
osprey.  7 — Slender  quill  ending  with  a 
spray  of  paradise  flues.  8 — Mount  of  coque, 
hackle  and  treated  ostrich.  Shown  by 
Strachan,  Burden   &   Plaskett,  Ltd. 


stocks.  Though  the  importation  of  these 
feathers  are  prohibited  after  the  middle 
of  next  January,  there  is  no  law  against 
either  the  buying,  selling  or  wearing  of 

tin'  same. 

18 


Wings  of  all  kinds  are  in  big  demand. 
Some  are  very  small,  and  others  are  im- 
mensely long  and  pointed.  Wing  effects 
in  various  smart  shapes  made  to  open 
flat  the  base  and  intended  for  plaeinu 
flat  the  side  or  the  front  of  the  hat  come 
in  decidedly  smart  numbers.  Among  the 
newest  of  items  come  the  soft  birds. 
Feather  numbers  imitating  birds,  but  re- 
solving  themselves  into  bird-like  feather 
arrangements  when  examined,  are  new. 
Bird  novelties  come  in  jet  and  sequin,  in 
black,  metallic  effects,  and  various  col- 
ors. Collars  and  shaped  trimming  pieces 
of  coque  mixed  with  flues  of  treated 
ostrich  are  among  the  many  coque  effects 
shown.  Many  ostrich  novelties  in  the 
shape  of  bands,  bandeaux  and  mounts 
are  showing.  These  are  expensive,  and 
will  come  in  to  trim  the  more  expensive 
hats. 

Many  wings  and  many  quills  have  a 
fringe  of  burnt  ostrich  falling  from  one 
side,  and  clipped  pom-poms  of  ostrich 
are  used  to  form  the  base  of  the  high 
standing  effects.  Metalized  effects  are 
strong,  such  as  metalized  wings  and 
quills,  as  well  as  mounts  tipped  and 
touched  with  gilt  or  silver. 

Flowers  and  Fruit  Freely  Used. 
Flowers  have  been  gaining  ground  all 
season,  and  flowers  and  fruit  will  cer- 
tainly be  very  freely  used.  Just  at  the 
present  moment  selling  centres  largely 
on  the  metallic  novelties  made  of  cloth, 
of  gold  and  silver,  in  dulled  effects. 
Roses,  poppies  and  pansies  are  the  flow- 
ers selling;  in  fact,  any  open  large 
petalled  flower  is  good.  These  flowers 
will  be  used  singly  or  in  pairs — one  at 
the  side  front  and  one  at  the  side  back, 
and  will  be  particularly  good  later  to 
combine  with  fur.  Large  handsome  vel- 
vet and  plush  roses  with  dark  lacquered 
foliage,  large  pansies  and  poppies  are 
to  be  used  in  rich,  deep,  natural  tones. 
Just  one  of  these  large  flowers  forms 
sufficient  trimming  for  the  hat.  Larue 
tlat  brimmed  sailors  have  the  crown  of 
white  and  brim  of  black  velvet,  and  just 
one  of  these  large  flowers  laid  on  the 
brim.  Tiny  flowers,  berries  and  natural 
mosses  mingled  together  and  massed  on 
the  sides  of  the  crown  in  wreath  form 
are  seen  on  imported  models.  White 
flowers  and  white  foliage  continues  to 
sell.  Gardenias  and  loose  petalled  roses 
are  some  of  the  favored  flowers.  Grapes. 
plums  and  berries  of  all  descriptions  are 
good. 

Hand-made  Features. 
Each  season  the  exclusive  trade  intro- 
duces  hand-made  features  in  floral  ef- 
fects that  are  distinctive,  and  which  lend 
a  touch  that  lifts  the  models  trimmed 
witli  them  above  the  plane  of  the  com- 
monplace. This  year  Germaine  is  using 
Large  magnolia  buds  made  wide  ribbon, 
drawn  in  at  the  top  and  bottom,  and  fin- 
ished  with  a  silk  wound  stem 
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White  Dominates   Late  Season 

White  Sailors  Trimmed  With  Wings,  Ribbon 
and  Glazed  Flowers,  Fruit  and  Foliage,  the 
Feature  of  the  End  of  the  Season. 


WHITE  dominates  the  end  of  the 
season  millinery,  and  white  hats, 
wings,  quills,  moire  ribbon,  and 
white  flowers  and  foliage  lead  the  pro- 
cession. The  sailor  is  the  leading  shape, 
and  little  white  wings  on  odd  shapes, 
white  eire  ribbon,  or  moire  or  cord  rib- 
bon with  glazed  fruit  and  white  flowers 
and  foliage  form  the  trimming. 

The  newest  sailor  shapes  have  high 
stove  pipe  crowns  and  very  narrow  brims 
and  while  very  smart  are  not  very  suit- 
able for  mid-summer  wear  because  they 
do  not  shade  the  face.  The  best-liked 
sailors  have  wider  brims  and  the  crowns 
are  dented  or  cut  low  on  one  side.  Square 
crowns,  octagonal,  and  uneven  sided 
crowns  are  also  seen.  The  latest  craze  is 
for  the  fabric  hat  and  white  satin  hats 
are  taking  the  place  of  those  of  white 
straw.  Satin  sailors  predominate,  and 
small  turbans  are  showing  with  the  soft 
crown  of  satin  and  the  upturned  brim  of 
straw.  Black  velvet  and  black  satin  hats 
also  have  this  brim  of  straw  and  water 
lilies  half  blown  are  posed  as  stickups  in 
front. 

Trimmed  With  Basket  of  Fruit. 
Black  sailors  are  trimmed  with  white, 
and  a  novel  trimming  on  one  hat  was  in 
the  form  of  a  tiny  basket  filled  with 
white  fruit  in  front,  and  the  high  handle 
carrying  a  bow  of  lace.  Quite  a  dumber 
of  all  black  hats  are  seen  and  these  are 
usually  trimmed  with  black  moire  ribbon 
and  wings.  Black  hats  with  white  wings 
and  moire  ribbon  are  smart,  and  some  of 
them  have  bandeaux  covered  with  white 
fruit  and  black  and  white  wings.  Though 
the  majority  of  wings  are  small,  long 
white  wings  made  of  pasted  feathers  are 
high  style.  Small  wings  in  pairs  are 
often   set   along  the   edge   of   the   sailor 


with  the  high  erown.     Coque  plunaes  are 
quite  frequently  used. 

Organdie  trimmed  hats  are  showing  for 
garden  parties  and  for  dressy  wear. 
Some  are  made  of  embroidered  organdie 


used  exactly  in  the  same  manner  as  lace. 
Entire  lace  hats  are  either  of  Chantilly 
or  shadow  lace  and  are  both  white  and 
black.  Ribbons  are  used  to  trim  these 
hats  as  well  as  flowers.  The  favored 
flowers  are  roses,  wisteria,  lilacs  and 
sweet  peas.  Wreaths  of  blue  and  white 
daisies  are  a  Parisian  touch  and  blue 
daisies  with  white  foliage  is  a  new  line. 
Lacquered  dahlias  and  glazed  fruits  and 
leaves  are  among  the  novelties  of  the 
late   season. 


Insurance  Against  Fire 


NOAV  that  the  Summer  season  for 
all  practical  purposes  is  over  and 
the  Fall  season  is  well  in 
sight,  it  is  not  out  of  place  to 
remind  milliners  of  the  wisdom  of 
having     her     stock     fully     covered     by 
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Paris  is  showing  many  conical  shapes  on 
this  order.  This  model  is  of  tete  de  negre 
velvet,  with  graceful  draped  bow  of  soft 
satin.  Two  treated  ostrich  quills  are 
posed,  one  at  the  front  and  one  at  the 
back,  crossing  above  the  apex  of  the 
pointed  crown. 

insurance.  Fires  in  stores  are  alto- 
gether too  frequent  during  t lie  Winter 
season,  and  one  fruitful  cause  is  the  try- 


ing to  get  extra  heat  during  extra  cold 
weather.  It  is  remarkable  that  many 
people,  men  as  well  as  women,  who  are 
otherwise  shrewd  business  people,  are 
content  to  run  large  risks  in  connection 
with  fire  danger.  And  this  is  particular- 
ly true  in  the  case  of  those  who  can  least 
afford  to  stand  the  loss.  It  is  often  noted 
that  when  a  small  business  is  burned  out, 
that  when  the  loss  is  under  $5,000,  the 
insurance  is  generally  for  only  about  half 
that  amount. 

This  is  a  serious  matter  even  if  the 
sufferer  can  stand  the  loss,  but  it  is  ex- 
tremely serious  when  such  a  loss  repre- 
sents all  the  surplus,  or  still  worse  when 
the  surplus  is  less  than  the  amount  of 
the  loss.  Many  times  the  loss  repre- 
sents the  whole  equity  in  the  business, 
and  this  means  that  the  milliner  finds 
herself  without  the  means  of  carrying  on 
the  business. 

It  is  more  than  unwise — it  is  criminally 
foolish — for  a  milliner  or  indeed  for  any 
merchant  to  go  to  bed  at  night  well 
knowing  that  before  morning  a  fire  might 
leave  nothing  but  a  debt  of  one  or  two 
thousand  dollars  in  place  of  a  flourish- 
ing business.  And  it  is  not  worth  while 
to  run  the  risk  when  insurance  provides 
the  remedy. 

It  is  true  that  the  paying  for  this  safe- 
guard means  an  additional  expense,  but 
(Continued  on  page  21.) 
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INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR    :     :     :     : 

Che  Dry  Goods  Rwfew 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 

MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
OSPREYS 

MARABOU 
DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 

Montreal  Agents: 
S.  E.  PORTER  &.  Co..  407  Mappin  Bldg..  10  Victoria  Street 
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Building  Up  Millinery  Business  in  a  Town 

How  Misses  Mantell  and  Schooley  in  <  ialt  Have  Secured  Custom 
the  Past  Eight  Months — Showing  Illustrations  and  the  Same  Hats 


Made  Up- 


-Attractive  Parlors  and  Bright  Windows. 


An   Authorized    Interview    with   Miss   Mantell. 


GAI.T.  August  15  (Special).— The 
;i i la l>lation  of  some  of  the  most 
approved  ideas  of  large  depart- 
ments, with  some  special  changes  to  suit 
the  special  conditions  of  a  town  business, 
has  been  behind  the  success  of  the  Man- 
tell-Schooley  millinery  parlors  in  the  first 
season  of  its  young  career.  "  Success  " 
is  used  advisedly;  the  returns  far  ex- 
ceeded our  expectations,  buoyant  as  they 
were. 

"Our  choice  of  location,  you  might  dis- 
approve. It  was  not  on  the  main  street. 
But  we  saved  rent  on  a  street  just  off  this 
— and  the  public  came  to  us.  In  a  town 
the  size  of  this  the  'transient'  business 
is  comparatively  small:  you  clon't  so 
much  'drop  in  when  you  are  passing'.' 
You  go,  generally ,  because  you've  heard 
that  so-and-so  is  likely  to  have  what  you 
want,  for  your  friends  have  told  you  so. 
The  location  of  every  business  place  soon 
becomes  known  in  Gait  as  in  any  town. 
If  you  suit  people,  your  location  does  not 
matter  so  much.  'Mahomet  will  go  to 
the  mountain.' 

Competition  of  the  Cities. 

"We  recognized  from  the  start  that  we 
had  strong  competition  in  Toronto,  Lon- 
don, Hamilton,  and  other  cities.  The 
goods  in  these  places,  if  they  did  not 
draw  off  custom  so  much,  at  least  set  a 
standard  we  must  approach  in  some  way. 
Our  stock  had  to  be  right  up-to-date;  our 
ideas  in  trimming  had  to  follow  in  lines 
with  the  fashions  that  are  now  coming 
into  the  hands  of  nearly  all  the  public. 

No  Faddy  Styles. 

"  Bui  we  decided  early  on  one  line  of 
policy:  we  would  not  push  ext  feme  styles. 
We  felt  that  people  were  able  to  dis- 
criminate between  styles  and  fads.  We 
were  determined  to  he  up-to-date,  hut 
not  faddy.  We  fell  that  the  former  was 
lie  only  safe  line,  for  it  was  more  likely 
to  produce  satisfied  customers  ami  to 
leave  us  with  smaller  stocks  of  unsaleable 
goods  in,  band  as  the  season  advanced. 

Attractive  Interior. 
''  The  fitting  up  of  our  quarters  was, 

of  course,  our  first  test.  We  tried  to 
make  them  attractive,  a  rcular  millinery 
"   parlor."'      The  sales  part    was   in   green, 

walls  ami  carpet.  Between  this  ami  our 
workroom  was  a  divider  in  lattice  work, 
backed  with  light  green  velvet ine  to 
match  the  wall-,  while  t  he  doorway  at  the 
hack  was  huna  with  heavy  green  velour. 


On  top  of  the  divider  on  each  side  of  the 
doorway  was  a  jardiniere  with  flowers, 
and  over  the  doorway  our  crest,  M.  &  S., 
in  gold   and   black. 

"Owing  to  lack  of  space,  we  had  shelf 
formations  under  each  of  two  large  oval 
mirrors  along  the  side  walls.  These  were 
used  for  standing  hats  on  instead  of 
tables,  while  a  customer  was  trying  them 
on.  These  shelves  were  covered  with 
green  felt. 

"The  hats  themselves  were  shown  on 
various-sized  millinery  stands  on  dis- 
play tables. 

Cards  With  Illustrations. 

"  But  however  attractive  our  millinery 
parlors  inside,  the  drawing  power  at  first. 
and  to  a  great  extent  right  along,  would 
I  e  our  window.  How  to  attract  the  pub- 
lic was  the  problem,  and  how  to  convince 
them. 

The  background  of  the  window  was  a 
1  raw  brass  rod  on  which  a  green  curtain 
was  draped  to  match  the  green  velour 
floor  of  the  window.  No  display  was  ever 
put  in  without  a  showcard  thoroughly  in 
keeping  with  the  goods  in  the  window. 
Price  tickets  were  used  occasionally, 
when  the  price  was  a  strong  feature  of 


SIMPLE  FALL  MODEL. 

This  picture  sailor  shape  shews  the  per- 
fect simplicity  of  line  and  effect  that  is  the 
feature  of  the  Pall  models.  Loops  of  rib 
lion  and  just  a  large  Mower  made  of  dull 
gold   metallic  tissue  trims  this  hat. 
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the  hat,  but  this  was  chiefly  between  sea- 
si  ns. 

"  One  plan  in  regard  to  our  cards  that 
we  found  to  work  out  very  satisfactorily 
was  to  take  illustrations  from  The  Dry 
Goods  Review  and  other  publications,  ar- 
range them  artistically  on  uniform  cards, 
and  set  them  out  in  the  windows.  Each 
card  contained  a  suggestion  that  might 
be  followed  up.  But  the  real  drawing 
power  resulted  from  actual  reproductions 
of  these  illustrations  shown  beside  them 
in  the  window,  as  if  announcing:  '  Look, 
we  can  make  you  up  the  very  latest  Paris 
models  -  ■  or  anything  else  that  you 
fancy.'  We  found  time  and  again  direct 
sales  coming  from   such  displays. 

"  The  samples  of  showeards  that  are 
being  reproduced  will  illustrate  the  style 
of  work  thai  was  turned  out  for  as  on 
our  showeards.  You  will  see  on  each  one 
appears  our  monogram,  M.  &  S..  in  a 
shield.  The  constant  use  of  this  served 
to  make  it  not  only  a  familiar  combina- 
tion, but.  we  believe,  added  a  certain  dis- 
tinction to  our  business.  It  was  a  little 
out  of  the  ordinary  style,  perhaps.  We 
made  use  of  this  monogram-shield  design 
at  every  opportunity,  on  hat-bags,  boxes, 
labels,  etc. 

Refused  Credit. 

"  The  only  drawback  to  the  small  city 
or  town  business  is  sometimes  the  tend- 
ency to  give  credit,  or  the  habit  of  ask- 
ing it.  We  have  found  this  the  case  in 
Gait,  and  it  has  required  a  very  rigid 
censorship  and  some  diplomacy  to  avoid 
both  losing  money  in  the  one  case  or 
offended  customers  on  the  other.  How- 
ever, we  managed  to  maintain  a  clear 
cash  course,  and  are  more  thankful  every 
week  that  we  have  held  to  this  policy. 
Saving  Od's  and  Ends. 

"One  point  that  has  contributed  to  our 
success  in  this  new  business  in  the  line 
of  economy  has  been  the  co-operation  be- 
tween the  selling  and  the  trimming  end-. 
There  is  a  great  savins  made  in  the  -ale- 
lady  knowing  the  stock  in  hand,  ami  in 
this  way  many  odds  and  ends  are  utilized 
that  might  otherwise  he  left  on 
through  being  unseasonable  or  out-of- 
date. 

"For  instance,  two  slow-sollin  •  hats 
are  often  pulled  to  pieces  and  combined 
in  one  line  that  will  sell,  with  only  the 
shape    wasted. 

"Our  main  advertisement  ha-  been  our 
window,  with  circular  announcements 
that  are  distributed,  at  times  in  Gall  and 
t  he  surrounding  disl  net . ' ' 


M ILL! N E  R  Y 
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ILLUSTRATED    WINDOW    CARDS    FOR 
MILLINERY    PARLORS 


Illustrating  the  bat  label  which  is  used  in 
all  hats  leaving  the  workrooms.  This  label 
is    printed    in    gold   on    white   or   black   satin. 


The  cards  here  Illustrated  arc  representative  of  the  Mantell-Sehooley  window  and 
showroom  cards.  The  five  outside  samples  are  the  standard  of  this  linn,  being  white 
with  gold  monogram  in  the  top  left  hand  corner.  These  cards,  made  to  carry  out  a 
color  scheme  by  the  application  of  simple  decorations,  such  as  cross  bands,  corner  bands 
or  scrolls,   are   used    in   small   gold   frames   with   detachable   back   and    easel. 

TOP  CARDS. — No.  1   shows  the  applied  illustration  in  colors  with   the  corner  bands 

and  ground  of  the  monogram  carrying  out  the  same  color  scheme.  No.  2 — This  is  a 
unique  card,  working  in  a  cut  representing  a  crayon  drawing,  with  actual  pencil  work, 
and  the  inscription,  "An  Exquisite  Paris  Model"  in  handwriting  with  ordinary  black 
crayon,  which  has  been  lost  in  reproduction.  No.  3 — This  card,  simple  though  it 
appears,  is  very  effective  on  account  of  the  delicate  colorings — the  crossbar  at  the  bottom 
carried  out  the  same  refined  color  scheme. 

LOWER  CARDS. — No.  1 — The  color  scheme  of  this  card  is  apple  green  applied  to 
both  relief  scroll  and  background  of  monogram.  The  style  of  lettering  used  is  brush 
stroke  black,  which  stands  out  strong,  and  is  in  keeping  with  the  announcement.  No. 
2 — The  center  card  is  of  an  unusual  cider,  being  an  oval  with  bevelled  edge,  supported 
by  the  illustration  on  the  one  side  which  serves  as  a  support  for  the  card.  This  card 
has  a  self-easel  which  holds  it  in  position  without  any  visible  support.  This  card  was 
used  during  the  horse  show  in  Gait.  No.  3 — The  illuminated  capital  in  this  card  was 
elaborated  by  the  use  of  a  beautifully  colored  pansy  clipped  from  a  colored  postal  anil 
applied  over  the  broken  panel  of  a  blending  shade.  The  pen  stroke  lettering  is  under- 
lined throughout  with  a  bridge  shade  of  yellow-  to  correspond  with  the  yellow  center 
of  the  flower. 
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EARLY  DISPLAYS, 

The  big  departmental  stores  are 
evidently  con nting  upon  an  early 
beginning  to  the  Fall  millinery  sea- 
son, for  they  are  arranging  their 
showrooms  and  filling  their  show- 
cases tvith  black  hats,  and  hats  in 
black  and  white  for  the  mid-season. 
They  arc  also  making  a  showing  of 
mourning  millinery  and  the  feature 
hen  is  the  number  of  model*  shown 
with  white  crepe  combined  with 
black.  The  present  type  of  hat  suits 
the  nerd*  of  mourning  millinery  ex- 
ceptionally well,  as  dependent  is 
placed  on  the  line  and  all  trimming 
effects  are  kept  plain  and  simple. 

For  the  early  Fall  wear  tin  felt 
models  that  al nays  appear  an   white 

with  /'on  ml  silk  edges  a  ad  trimmings 
of  white    nings   and    hackle.      .1    few 

models  present  n  very  decided  con- 
trast, fur  they  are  wreathed  with 
black  foliagi  and  flowers.  Ont  smart 
model  had  a  drape  veil  of  black  de- 
pending  from  its  brim.  Satin  and 
hackle,  and  black  velvet  models  are 
the  mle  this  season,  and  they  come 
largely  in  black,  and  black  and 
white. 

The  frits  showing  are  of  the  rough 
variety  and  come  in  staple  and  nov- 
elty colors. 

INSURANCE   AGAINST   FIRE. 
(Continued   from  page  19.  i 

alter  all  this  is  considered  in  with  the 
cost  lit'  doing  business  and  in  reality  the 
customer  pays. 

What  T  would  like  to  impress  upon 
every  milliner  is  that  it  is  the  small  busi- 
ness that  is  most  in  need  of  fire  protec- 
tion,  and  that  the  smaller  the  resources 
Hi'  the  proprietor,  the  less  are  the  chances 
that  she  can  afford  to  take  of  having  her 
all  wiped  out  by  fire. 

During  the  last  few  years  there  has 
been  a  great  advance  in  the  cost  of 
building  and  of  all  other  necessaries. 
Fittings  and  fixtures  cost  more  and  are 
more  elaborate.  Also  people  are  not  sat- 
isfied with  the  cheaper  goods  and  there- 
fore more  money  goes  into  stock  than 
formerly.  Therefore  fire  insurance  that 
was  ample  a  few  years  ago  is  not  ade- 
quate now.  Just  sit  down  am!  figure  out 
what  would  be  the  cost  of  your  store 
equipment  on  the  basis  of  present  prices, 
and  compare  the  value  of  your  stock  at 
the  beginning  of  last  season  with  what 
it  was  five  or  six  years  ago,  and  see  if 
the  insurance  you  are  at  present  carry- 
ing is  sufficient  to  cover.  If  not  make  a 
proper  increase  and  rest  secure  in  the 
fact  that  you  are  properly  protected 
from  one  loss. 


War  Does  Not  Interfere  With  Summer  Sales 

Majority  Of  Merchants  Are  In  The  Position  Where  Their  Fall 
Goods  Are  Assured,  And  Tendency  Is  To  Clear  Up  The  Summer 
Lines — Heavier  Stocks  Than  Usual  Were  Carried  Past  the  End 
< )  1'  July. 


MONTREAL,  Aug.  17— (Special). 
— Whatever  may  be  the  ulti- 
mate effect,  or  the  influence  in 
the  immediate  future — and  these  points 
are  problematical  in  the  opinion  of  the 
hade  just  now — the  fact  remains  that 
up  to  the  present  time  the  general  pub- 
lic has  found  little  if  any  change  in  the 
dry  goods  business.  The  retailers  and 
the  wholesalers  as  well  as  the  manufac- 
turers have  been  confronted  by  many 
problems  but  with  the  exception  of  a 
few  lines  which  come  rather  as  luxuries 
than  staples  there  have  been  no  changes 
made  in  prices — in  fact  the  tendency  if 
anything  has  thus  far  been  in  the  other 
direction. 

Since  the  war  excitement  hit  the 
cities  and  the  towns  there  have  been 
even  quieter  conditions  prevailing  in  the 
trade  than  during  the  previous  Summer 
months.  As  it  was  the  July  sales  had 
failed  to  clear  up  stocks  to  the  usual 
extent,  and  the  turn  of  the  month  mere- 
ly found  that  another  act  of  the  sale 
drama  was  being  staged,  the  only  dif- 
ference being  that  there  was  a  change 
of  names.  And  the  war  has  not  inter- 
fered with  the  sale  programs  so  far  as 
prices  are  concerned,  although  it  is  gen- 
erally admitted  that  the  volume  of  busi- 
ness has  fallen  lower  than  had  been 
looked   for. 

With  the  buying  public  the  available 
funds  from  the  family  coffer  seem  to  be 
devoted  pretty  much  to  the  buying  of 
food  supplies  and  it  is  evident  here  that 
there  has  been  a  panic  which  has  been 
occasioned  by  the  raising  of  prices,  by 
some  retailers  and  wholesalers  above  a 
level  which  would  appear  to  be  war- 
ranted. It  is  not  expected  that  this  con- 
dition will  last  for  Canada  should  be  in 
a  pretty  strong  position  so  far  as  the 
staples  of  life  are  concerned.  In  de- 
partment stores  since  the  war  it  has 
been  found  that  the  chief  activity  has 
been  in  the  grocery  department.  In  one 
l)i'j  establishment  in  particular  where  an 
effort  was  made  generally  to  keep  the 
prices  to  a  low  level  and  where  there 
were  heavy  stocks  on  hand,  it  was  found 
almost  impossible  to  handle  the  busi- 
ness. The  staff  was  increased  to  the 
limit  and  the  packing  departments  were 
crowded  while  additional  parcelling 
counters  were  installed  by  moving  back 
some  of  the  displays  of  chinaware. 
Stocks  were  broughl  in  so  rapidly  and 
so  heavy  was  the  consumption  that 
there  was  the  unusual  picture  of  sacks 
of   sipjar   and    flour   in   a   huge  pile  on    a 


portion  of  the  floor  adjoining  the 
grocei\v  department  which  bad  been  de- 
voted to  chinaware,  while  the  statement 
was  made  that  if  the  rush  for  supplies 
was  continued  the  advisability  of  abol- 
ishing the  latter  department  for  the  time 
being    was    under    consideration. 

Still  An  Effort  to  Clear. 

So  far  as  the  general  lines  of  dry 
goods,  dresses,  dress  goods,  wearing  ap- 
parel, white  wear,  etc.,  were  concerned, 
however,  the  sales  at  reduced  prices 
have  been  continued.  This  is  being  done 
in  pursuance  of  the  usual  custom  of 
clearing  the  Summer  goods  before  the 
Fall  lines  are  displayed  and  the  war 
has  made  little  difference  in  the  aver- 
age store  policy.  In  most  cases  the  bulk 
of  the  Fall  goods  had  been  put  into 
stock  and  preparations  are  being  made 
for  showing  them;  to  do  this  to  advant- 
age the  tail  ends  of  the  Summer  goods 
must  go. 

With  the  possible  exception  of  some 
lines  of  silks,  hosiery,  gloves  and  other 
goods  of  European  manufacture  where 
there  would  be  difficulty  in  replacing  the 
present   stocks,   it   is  not   expected    that 


CARD  FOR  FLOWERS  AND 

PLUMES. 
The  Chambre  Syndicate  of 
Flowers  and  Plumes  has  just  issued  a 
color  chart  for  Fall  and  Winter.  This 
card  shows  the  latest  colors  put  out 
by  the  manufacturers  of  flowers  and 
plumes.  Among  the  more  staple 
shades  come  mahogany  and  terra- 
cotta, and  dark  shades  of  brown, 
qreen  and  blue.  Grey  is  again  of  im- 
portance and  there  is  a  set  of  shades 
in  dull  greyish  blur, — three  graphite 
greys  are  new.  There  are  three 
striking  taupes,  and  three  steel  greys. 
Cardinal,  wine,  four  tones  of  seal 
brown,  and  two  tete  de  negre  shades 
complete  the  list  of  staple  shades. 

A  uiong  the  novelty  colors  a  bright 
greenish  lemon    yellow   is  featured. 

'  nother  shade  is  a  light  apple  green  ; 
other  greens  arc  light  peacock,  light 
■  merald,  creme  de  menthe,  light 
myrtle.  Peacock  blurs,  royal  blue 
and  greenish  blurs  <>u  the  sapphire 
and      turquoise     ordt  r     an       shown. 

There  are  three  wood  violet  shades, 
"ii  orange  ye/loir,  a  com  y,  Hair,  and 
in  pinks  and  reds  there  comes  vivid 
coral,  cerise,  fuchsia,  ami  deep  red- 
Jisji  plum  shad( s. 
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there  will  be  any  immediate  effect  of  the 
war  in  the  dry  goods  business.  Goods 
are  pretty  well  in  shape  for  the  demands 
of  the  Winter  season  and  there  is  ool 
likely  to  be  a  demand  that  from  the 
business  standpoint  would  warrant  in- 
creasing the  prices  if  there  was  a  de- 
sire to  do  so.  Of  the  future  everything 
depends  upon  the  developments  and  if 
war  conditions  prevail  through  the 
Winter  there  is  no  saying  what  the  re- 
sult may  be.  However,  the  consensus  of 
opinion  seems  to  be  that  there  will  be  an 
adjustment  in  the  face  of  a  serious 
situation,  that  people  would  buy  cheap- 
er goods  to  replace  those  not  available. 


Hackle   Hats 

These  Are  Showing  For  Early 
Fall — Coming  in  Small  Round 
Toques — Usually  Mounted  on 
Velvet  Covered  Brims. 

HACKLE  hats,  in  black,  and  black 
and  white,  and  a  few  dark  colors, 
such  as  seal,  navy,  bottle  green 
and  wine  shades,  are  showing  for  the 
early  trade.  These  hats  come  in  small 
round  toques  and  in  toque  shapes  that 
show  the  crown  higher  at  one  side.  The 
hackle  crown  is  continued  in  the  form  of 
a  high  mount  from  the  centre  of  the 
crown  or  into  wing-like  trimmings  at 
the  side.  As  a  general  rule  these  hats 
are  mounted  on  velvet-covered  brims. 
Small  toque  shapes,  with  the  brim  cov- 
ered with  black  velvet  and  the  crown  of 
white  pasted  feathers,  have  been  intro- 
duced. The  trimming  used  on  these  hats 
is  of  the  quill  variety,  with  the  ends 
thrust  through  a  hole  made  in  the  side 
of  the  crown.  Two  wavering  feathers 
in  paradise  effect  trim  the  hackle  and 
] listed   hats  most   effectively. 

-©- 
RETAILERS  COMBINE. 

With  a  view  to  buying  at  lower  prices 
and  thus  being  better  equipped  to  offset 
mail-order  house  competition,  221  mer- 
chants doing  business  in  small  towns  in 
the  Northwest  have  formed  an  organiza- 
tion. Purchases  are  made  through  a  buy- 
iuu'  committee,  whose  members  visit  the 
markets  at  stated  intervals.  Owing  to 
their  large  aggregate  purchases,  the  con- 
cerns are  able  to  obtain  much  better 
prices  than  they  could  if  acting  indi- 
viduallv. 


How  War  Situation  Affects  Western  Canada 


By  a   Staff  Correspondent 


WINNIPEG,  Aug.  13.— (Special.) 
— Several  prominent  men  in 
the  dry  goods  wholesale  busi- 
ness were  interviewed  by  The  Review 
on  deliveries  and  prices  affected  by  the 
war  in  Europe.  A  feature  of  the  inter- 
views was  the  confidence  everywhere  ex- 
pressed that  the  British  navy  would  be 
able  to  keep  the  trade  routes  open  al- 
most from  the  beginning',  and  that  de- 
liveries from  Great  Britain  would  bo 
little  affected,  except  where  a  shortage 
exists  due  to  men  being  at  the  war.  The 
results  of  these  statements  are  tabulated 
below. 

German  Hosiery — There  is  not  much 
sold  here,  the  demand  being  for  a 
heavier  class  of  goods.  It  may  be  diffi- 
cult to  replace  it  exactly  by  anything  on 
this  continent.  Orders  had  just  been 
placed  when  the  war  broke  out,  and,  of 
course,  will  not  be  filled.  Wholesalers 
state  that  it  will  be  necessary  for  them 
to  supply  Canadian  and  American  goods 
in  their  place. 

Ribbons — Most  of  the  ribbons  worn  in 
Canada  come  from  Switzerland,  and 
Switzerland  being  surrounded,  it  will  be 
difficult  getting'  supplies  through.  The 
Swiss  manufacturers,  however,  are  not 
refusing  orders,  but  do  not  guarantee 
delivery.  Prices  of  ribbons  are  likely  to 
advance. 

Fancy  Jewelry — Lines  such  as  neck- 
laces.  hatpins,  and  all  kinds  of  cheap 
jewelry  are  things  people  can  do  with- 
out, and  which  they  have  to  be  induced 
to  buy.  Much  of  this  class  of  goods  had 
already  been   delivered. 

Lace  Collars — Plauen  lace  had  begun 
to  move  slowly  before  the  war. 

Dress  Trimmings — Manufactured  in 
Germany  and  Austria,  but  indications 
point  to  a  large  use  of  piece  goods  for 
trimming  purposes.  Stocks  are  large 
enough. 

Ready-to-Wear — The  greater  propor- 
tion of  the  ready-to-wear  garments  are 
made  in  Canada,  and  there  should  be  no 
difficulty  about  substituting  the  French 
and  German  cloths  with  those  of  Can- 
adian and  British  manufacture,  with 
materials  made  in  the  States  to  fall  back 
upon  in  case  of  the  failure  of  the  above 
mills  to  keep  up  the  supply.  The  ready- 
to-wear  garments  that  in  some  lines 
were  imported  from  Gerraanv  and  Aus- 
tria will  be  replaced  by  garments  made 
in  Canada,  Great  Britain  or  the  United 
States. 

Buttons — This  trade  used  to  be  enjoy- 
ed by  the  Austrians,  but  these  were 
ousted  to  a  great  extent  by  the  Japanese. 


Many  fresh  water  pearls  come  from  the 
United  States.  Fancy  glass  buttons  and 
imitation  stone  are  imported  from  Aus- 
tria. 

Deliveries  of  embroideries  from  Swit- 
zerland will  be  delayed,  but  prices 
should  not  be  affected  much. 

Men's  furnishings  are  mostly  made  in 
Canada   or  the   United   States,  with  the 


exception  of  underwear  and  hosiery  com- 
ing from  Great  Britain.  Hardly  a  dol- 
lar's worth  comes  from  Germany  or  Aus- 
tria. British  underwear  for  Fall  is  in. 
Others  have  been  ordered  to  be  deliver- 
ed December  1. 

Carpets — Spring  carpets  have  been 
bought,  but  samples  used  by  travelers 
have  not  arrived. 


Situation  in  the  United   States 

How  the  European  War  is  Affecting  the  Dry 
Goods  Trade  in  the  United  States — Hard  Up  for 
Dyes — Many  Shipments  Not  in  and  Shortage 
Will  Be  Felt. 


NEW  YORK.  Aug.  15  (Special). 
—Trade  in  the  United  States  is 
keenly  affected  by  the  European 
war  developments,  for  there  are  very 
few  lines  that  are  wholly  independent  of 
European  productions,  for  supplies  of 
Hie  finished  article,  or  for  raw  materials. 
Uncertainty  rules,  and  will  rule  until  it 
ib  seen  how  far-reaching  is  the  holding 
up  of  merchandise  because  of  the  lack 
of  shipping  facilities  and  the  danger 
attending  the  passage  of  goods  over 
ocean  routes. 

Large  retailers  who  import  direct  are 
Li  the  worst  position  as  many  of  them 
have  only  a  portion  of  their  Fall  ino- 
culations, and  they  are  endeavoring  to 
purchase  goods  they  need  in  the  open 
market. 

The  lines  most  seriously  affected  are 
laces,  embroideries,  gloves,  dolls,  toys, 
notions,  small  wares  and  linens,  all  of 
which  are  produced  largely  in  Europe. 
Many  orders  that  would  have  gone  un- 
der ordinary  circumstances  to  Europe 
will  have  to  be  filled  in  the  United 
States,  and  the  manufacturers  are  all 
recognizing  their  opportunity.  Any 
jubilation  that  may  be  felt  over  the  con- 
ditions is  tempered  by  the  difficult  v  in 
providing  for  the  raw  material  require- 
ments. This  applies  to  silk  and  wool  in 
the  textiles. 

Manufacturers  in  all  textile  lines  will 
find  the  dye-stuff  situation  to  be  a  big- 
problem  for  more  than  90  per  cent,  of 
the  dve  stuffs  used  come  from  Germany 
and  France.  And  the  dye-stuffs  situation 
i-  going  to  be  a  very  serious  one,  for 
when  the  supplies  in  the  hands  of  the 
mills  and  the  dealers  are  exhausted  it 
is  going  to  be  imrtossible  to  obtain  more. 
Even  should  the  war  come  to  a  quick 
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close,  and  no  present  indications  would 
point  to  such  a  desirable  conclusion  it 
will  be  many  months  before  either 
France  or  Germany  will  be  settled  down 
to  business  and  in  a  position  to  furnish 
the  usual  supplies.  Attempts  must  in- 
evitably be  made  to  manufacture  dye 
stuffs  in  America,  but  it  will  take  a 
long  time  before  plants  are  in  a  position 
to  supply  the  enormous  requirements 
of  this  market. 

When  the  shortage  of  dye  stuffs  be- 
comes acute  enough  to  reach  the  fabric 
market,  buyers  will  find  themselves  in 
the  same  predicament  as  the  manufac- 
turers, but  it  will  take  some  months  be- 
fore this  develops. 

Raw  cotton  and  raw  silk  are  likely  to 
fall  in  price  as  the  European  mills  will 
not  take  their  usual  supplies,  but  lower 
prices  for  the  raw  materials  will  by 
no  means  mean  that  the  values  of  piece 
goods  will  correspond.  Goods  will  be  in 
short  supply,  and  the  difficulties  and 
costs  of  manufacturing  will  be  multi- 
plied. Already  converters  and  mills  are 
refusing  business  and  are  revising  their 
price  lists. 

It  must  be  borne  in  mind  that  produc- 
tion is  not  going  to  cease  entirely  in  all 
the  countries  that  are  now  involved  in 
the  struggle,  and  with  the  re-establish- 
ment of  the  ocean  trade  routes  ship- 
ments of  goods  from  Europe  will  be  re- 
sumed, but  these  goods  will  have  to 
bear  the  added  charges  of  war-time  in- 
surance and  exchange.  It  is  stated  that 
United  States  war  ships  may  be  employ- 
ed to  carry  freight  and  passengers  and 
the  government  will  act  in  other  way-  to 
relieve   the   situation. 

(Continued  on  page  31.) 


Laces  and  Many  Other  Accessory  Lines  Short 

Possibilities  Improving  of  Receiving  Goods  from  Great  Britain 
and  France,  but  Shortage  is  Certain  in  Many  Lines. 


THE  merchant  will  most  probably 
find  his  chief  difficulty  lies  in 
keeping'  up  his  assortments  in  the 
fancy  and  dress  accessory  lines,  lines, 
by  the  way,  that  have  a  big  importance, 
particularly  when  holiday  selling  comes 
along.  Nearly  every  article  carried  in 
these  sections  is  primarily  or  wholly  the 
product  of  the  countries  most  actively 
embroiled.  Moreover  the  war  came 
v.  hen  importers  in  many  lines  were  in 
the  midst  of  the  preparations  for  the 
Fall  season.  These  were  by  no  means 
complete,  only  partial  shipments  hav- 
ing been  made.  Early  views  were  de- 
cidedly pessimistic  though  perhaps  not 
blacker  than  the  outlook  warranted  and 
importers  of  such  lines  as  laces,  em- 
broideries, etc.,  had  very  little  hope  of 
receiving  the  balance  of  their  Tail  goods 
as  the  main  ports  in  Europe  and  the 
ocean  routes  were  closed. 

The  situation  seems  to  be  clearing  as 
news  has  reached  Toronto  by  way  of 
New  York  that  England  and  France 
now  have  the  situation  in  hand  suffici- 
ently far  to  permit  large  ships  such  as 
the  Lusitania  and  Olympic  to  resume 
their  regular  service.  This  news  has  re- 
ceived confirmation  from  one  of  the 
leading  steamship  agents  in  Canada,  who 
states  that  though  there  may  be  inter- 
ruptions it  may  be  regarded  as  settled 
that    regular  sailings  are  resumed. 

This  he  further  states  applies  to  the 
routes  between  the  Dominion,  Great 
Britain  and  France. 

Therefore  the  possibilities  that  Cana- 
dian importers  will  receive  more  of 
their  Fall  stocks  than  they  had  antici- 
pated are  improved.  Buyers  must  re- 
member  thai  all  goods  arriving  in  the 
future  must  carry  higher  prices  because 
of  the  added  costs  of  laying  down,  ow- 
ing to  the  higher  cos!  of  transit  and  in- 
surance, and  the  increase  in  t  he  rate-  of 
exchange.  Manufacturers  will  also  be 
facing    many    difficulties,    and    the    Tact 

that    goods  will   no  doubt    be  in   short    sup 
ply    will    be   an    important    factor    in    fix- 
ing prices. 


SOME  VEILING  NOVELTIES. 

There    will    be    less    interruption    and 
less  difficulty  experienced  in  doing  busi- 


ness in  the  veiling  department  than  in 
many  others,  for  besides  the  stocks  in 
importers'  hands  the  Dominion  buys 
v<  ilings  largely  from  United  States 
manufacturers.  Therefore,  there  will  be  a 

((instant    supply    of    novelties    to    el se 

from.  Buyers  should  note  this  fact,  as 
when  less  money  is  expended  upon  the 
important  items,  such  as  coats,  gowns 
and  suits,  women  look  to  the  small  ac- 
cessories to  preserve  their  well  dressed 
appearance.  Therefore,  the  veiling  de- 
partment that  stocks  novelties  that  are 
not  too  high  priced  should  do  a  good 
business. 

The  latest  ideas  include  a  host  of 
novelties  in  the  nose  or  "Bobby"  veil- 
ings. This  class  of  veilings  has  the  lead, 
and  all  indications  point  to  these  being 
the  leading  feature  of  the  coming  Fall 
season. 

Hexagons  maintain  their  place,  but 
some  very  attractive  novelties  in  filets 
are  showing.  Borders  of  chenille  in 
lightly  traced  lines  are  good.  Small  spot 
designs  are  very  good.  The  beauty  spot 
idea  is  good  as  ever,  and  the  collection 
o'  'Spots"  is  growing.  Sprawling 
ramage  patterns  are  selling  in  expensive 
veilings,  but  fine  meshes  and  neat  de- 
signs are  best   liked  for  popular  selling. 

A  few  colored  novelties  are  shown, 
but  black  and  white  are  the  leading 
sellers. 


(  hiffon   eiiiin  :  i  ten. ■>   as   shown    i>\    Canada 
Veiling  Co. 
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IMPORTS  WILL  COME   OVER. 

from  New  York  we  learn  that  large 
lace  importing  houses  in  the  United 
States  have  been  informed  from  their 
representatives  abroad  that  it  will  now 
be  safe  for  them  to  write  up  order-  for 
imported  goods.  Evidently  efforts  are 
being  successfully  made  to  resume  busi- 
ness activities,  and  though  shortages  are 
bound  to  occur  in  many  lines,  the  cut- 
ting off  of  supplies  will  not  be  of  as 
drastic   a   nature   as   was   feared. 


MILLINERY 


Dry  Goods  Review 


Net  Top  Flouncings 

in  Great  Demand 
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LACES 


Valenciennes 
Net  Tops 
Maltese,  etc. 

FROGS 

and 

TASSELS 

are 
also    in   Stock. 
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VEILINGS 


Our  Stock 

of  Nose,  Chenille 

and 

Plain   Meshes  is 

now  complete. 


COLLARS 

in  Pique 
and  Organdie- 
An  excellent 
assortment. 


ALSO 


Plain  and  Fancy  Nets  and  Allovers 

etc.,  etc. 


son  Lace  &\feilir?< 

LIMITED  i_ 
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Glove  Prices  Down  as  Long  as  Stocks  Last 

The  Big  European  Houses  Announce  That  There  Will  be  no 
Increase  While  Supplies  Hold  Out,  Probably  1st  of  October — For 
the  Spring  Trade  Purchases  .Must  be  Made  Under  the  Risks  of 
War— Not  Likely  to  be  Any  More  Dollar  "Kids." 

Bj    .1    Staff   Correspondent. 


MONTREAL,  Aug.  15.— (Special.) 
— If  there  is  a  dollar  glove  in 
the  market  next  Spring  it  will 
not  be  kid,  and  it  is  doubtful  if  it  will 
bi  lamb.  This  epitomizes  the  glove  busi- 
ness for  the  future  so  far  as  can  be  done 
in  a  sentence;  if  anything  else  were  to 
))(•  said,  it  would  be  that  the  situation 
is  altogether  uncertain. 

There  is  no  feature  of  the  dry  goods 
business  which  had  been  more  directly 
hit  by  the  outbreak  of  the  war  than  the 
glove  trade.  Practically  everything  in 
the  way  of  fine  leather  gloves  in  the  Do- 
minion is  imported  from  Germany, 
France,  England,  Italy  ami  Austria, 
with  England  perhaps  in  the  more  pron  - 
ii.t  nt  position,  and  France  next;  but 
while  Germany  takes  third  rank  in  ship- 
ments, it  must  be  considered  that  she 
plays  a  more  prominent  part  than  is  in- 
dicated in  the  preparation  of  leathers, 
which  are  manufactured  by  other  Euro- 
pean countries. 

The  Dry  Goods  Review  has  investi- 
g'i  ted  the  situation,  and  this  is  sum- 
marized after  interviews  with  the  I  an- 
adian  heads  of  three  of  the  largest  glove 
ci  ncerns  of  the  world.  At  the  time  of 
the  declaration  of  war — and  although 
there  have  been  some  shipments  re- 
ceived since,  there  have  been  none  which 
have  left  points  of  exportation — stocks 
were  mining  forward  and  were  in  pretty 
go.od  shape,  generally  speaking.  How- 
ever, when  the  Fall  orders  are  filled 
from  the  stocks  now  in  hand,  there  wil] 
be  little  more  than  enough  left  on  hand 
lc  lake  care  of  the  sorting  orders  tor 
the  Kail  business. 

There  will  be  no  advance  in  prices  mi 
the  stocks  now  in  hand.  This  has  been 
decided.  There  is  no  attitude  on  the 
part  of  the  manufacturers  to  take  advan- 
tage of  the  trade  as  they  might  have 
done.  In  fact,  the  statement  is  made 
thai  already  it  is  quite  a  sane  basis  to 
Bgure  that  the  value  of  gloves  has  ad- 
vanced 15  per  cent.  Orders  which  may 
be  received  from  this  time  forward  will 
be  considered  in  relation  to  the  duty 
which  these  firms  consider  they  owe  the 
trade  in  general,  and  with  regard  to  pre- 
\  i  i  >  n  s  consignments. 
Prices   mav   be   expected    to   advance 

aboul  the  1st  of  October  from  the  pres- 
ent outlook.  And  even  were  Ihe  war  to 
be  finished  at  once  there  would  be  some 
increases  to  be  lool  e  1  lor.     At  thai  l ime 


present  stocks  will  be  exhausted,  but 
there  is  little  reason  to  believe  that  re- 
tailers cannot  get  supplies  for  their 
legitimate  Winter  needs  without  paying 
more  than  the  present  market. 

As  to  the  spring  no  one  can  foretell 
definitely.  Everything  depends  upon 
the  developments  in  the  war  situation. 
I.  is  expected  that  travelers  will  be  put 
out  about  the  1st  of  September.  They 
would  be  out  now  under  usual  condi- 
tions, and  in  fact  some  of  them  were  on 
the  road  and  had  to  be  recalled.  They 
will  accept  sorting  orders  to  the  limit  of 
stocks  on  hand,  and  future  booking  will 
have  to  be  at  the  market — whatever  that 
may  be — at  the  time  of  the  arrival  of 
consignments — whenever  that  might  be. 

Situation  is  Serious. 

The  future  situation,  then,  is  serious. 
Business  may  be  resumed  with  Great 
Britain,  and  it  may  be  expected  that 
Canada  will  get  a  large  share  of  the 
trade  from  there  with  other  markets  cut 
off,  but  this  is  only  temporary.  The  real 
trouble  lies  in  the  direction  of  raw  ma- 
terial. 

Kid  skins  come  from  different  sections 
of  Europe.  There  is  no  organized  method 
of  getting  them.  Trappers  go  out  indi- 
vidually and  get  their  small  quota  and 
market  them  indiscriminately.  These 
trappers  have  now  all  been  called  to  the 
(dors,  and  breeding  is  likely  to  suffer  as 
a  consequence.     For  a  time  there  may  be 


Stocks  for  the  manufacturers,  but  these 
cannot  last  long.  Raw  material  for  the 
heavier  walking  uioves  comes  from  Rus- 
sia, and  this  source  of  supply  is  likely 
to  suffer  in  the  same  manner. 

The  future  is  clouded  in  the  glove 
trade.  The  retailer  may  be  able  to  find 
other  lines  which  will  take  the  place  of 
the  kid  gloves,  but  the  manufacturer 
must  suffer. 

Efforts  have  been  made  to  buy  up 
everything  available  in  the  glove  lines. 
Some  sales  have  been  made,  but  they  are 
not  of  a  material  character,  and  the 
regular  trade  is  being  generally  pro- 
tected. 


GLOVE  LENGTHS. 

GLOVE  lengths  always  follow  the 
lengths  fashion  prescribes  for 
the  sleeve.  For  the  early  Fall 
the  majority  of  waists  and  dresses  will 
have  the  short  sleeve,  but  as  the  season 
advances  the  proportion  of  long  sleeves 
worn  will  increase,  until  fully  90  per 
cent,  of  the  sleeves  worn  will  be  long 
and  only  the  few  dressy  and  evening 
<;owns  will  have  the  short  sleeve.  The 
°love  lengths  for  the  season  will  con- 
form, and  for  Fall  wear  8.  12,  and  16 
button  lengths  will  be  the  best  sellers: 
but  before  Mid-Winter  arrives  the  de- 
mand will  have  switched  over  to  wrist 
lengths,  save  for  evening  wear. 


Big  Ribbon  Season  Opening  Up 

Repetition  of  Last  Season — Roman  Stripes  Lead 
in  Fancies — Metal  Effects  and  Ombres  New— 
i     !ors  Generally  Are  Dark. 


THE  fashion  trend  is  most  encour- 
ging  to  I  e  buyers  of  ribbons, 
for  many  of  the  main  features  are 
built  upon  the  lavish  use  of  riobons. 
The  use  of  ribbons  as  in  border  fashion 
as  a  finish  to  the  tunic  is  new  and  pro- 
mises to  be  followed  by  ot>er  features 
of  the  same  kind.  Nearly  every  gown  is 
finished  with  a  girdle  of  some  kind,  and 
the  sale  of  handsome  ribbons  foT  sash 
and  girdle  purposes  promises  to  account 
lor  a   larsje  ribbon  yardage.     The  wide 

hip   sashes   are   latest    feature   and    finish 
rroyenage  and  long  basque  pjowns. 
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Roman  stripes  have  sold  all  s.m  mev, 
but  tin-  fact  does  not  seem  in  any  way 
to  have  told  against  their  popularity 
for  the  Fall  season  and  all  buyers  have 
placed  large  orders  on  this  class  <  i'  rib- 
bon. The  new  Romans  come  ill  1860 
colors  and  in  the  ecossais  or  Scotch 
colorings.  The  newest  idea  in  stripes  is 
Pekins,  and  Pekins  particularly  in  the 
very  fashionable  black  and  white  are 
safe  to  make  their  appearance  later. 
Ombre  are  back  again  and  are  showing 
in  wide  ribbons  and  also  as  a  black 
ground   Eor  Boman  stripes. 


BEADY-TO-WEAE 


Little  Movement  So  Far  in  Ready-to- Wear  Lines 

Buyers  Apparently  Are  Relying  on  the  Manufacturer — Do  Not 
Realize  Effect  of  War  Situation — Scarcity  in  Many  Lines  Used 
in  Making  up  Garments  Seems  Unavoidable — Orders  Should  be 
Given  Without  Delay — Regulation  Coat  Lengths. 


BUYEKS  of  ready-to-wear  garments 
do  not  seem  to  be  very  generally 
alive  to  the  true  inwardness  of 
the  present  situation  and  though  buyers 
in  many  lines  of  n  aterials  are  hasten- 
ing to  protect  their  assortments  before 
the  lines  become  broken,  ready-to-wear 
buyers  seem  to  be  trusting  in  the  aggre- 
gate to  some  lucky  chance  in  the  future 
to  pull  them  through.  The  truth  is  that 
they  have  become  used  to  the  manufac- 
turers protecting  their  interests  and  do 
not  seem  to  be  considering  the  effects  of 
a  possible  shortage,  and  the  certainty 
that  goods  that  come  through  from 
Europe  from  now  on  will  of 
necessity  be  higher.  Even 
if  the  manufacturers  did  not 
raise  prices — which  '  is  it- 
self a  most  remote  possi- 
bility, as  manufacturing 
costs  are  bound  to  go  up 
rapidly  and  the  additional 
cost  of  transportation,  in- 
surance and  exchange  alone 
will  account  for  a  material 
advance.  Goods  that  have 
actually  come  to  hand  dur- 
ing the  last  few  days  have 
cost  15%  more  to  lay  down 
from  these  causes.  No  more 
German  goods  will  be  re- 
ceived and  there  is  very 
little  hope  for  shipments 
for  the  presnt  season  from 
France,  therefore  the 
shortage  will  come  first  in 
novelty  fabrics.  Buttons  is 
another  line  that  is  badly 
affected  as  Austria  and 
Germany  send  large  quan- 
tities of  buttons  to  Canada, 
and  every  buyer  knows 
how   handsome   and   appro 


laid  down  as  the  very  general  rule  buyers 
will  not  find  the  manufacturers  are  ad- 
vancing prices  so  long  as  they  can  make 
use  of  the  materials  bought  and  im- 
ported before  the  war  conditions.  There- 
fore it  is  the  direct  interest  of  all  buyers 
to  place  their  orders,  now.  The  buyer 
who  does  will  secure  his  merchandise, 
the  one  who  delays  will  be  caught  short, 
and  moreover  will  have  to  take  what  the 
manufacturer  can. give  him. 

No  Radical  Style  Changes  Now. 
Parisian     model     houses     are     being 
forced  to     cancel     their  Fall     openings. 
This  should   have  a   steadying  influence 


MISSES'  AND  GIRLS'  EARLY  MODELS  FOR  FALL, 

priate    buttons    add    to    the  No.  1.— The  waist  coat  is  the  novel  feature  of  this  little  dress,  being  on 

appearance     and     value    of  skeleton  order  and  showing  blouse  of  plain  material. 

the   garments   he   places   in  No"  2- — Misses'   dress   of  poplin   and  satin.     Long  pleated   tunic   cut   in 

i.     £  points  at  side. 

_,   '        .  No.  3. — New  long  basque  model  with  long  pleated  tunic,  underskirt  and    ao^e    arm    no'e    taa*    makes 

*  ollowmg  what  has  been  girdle  all  of  dark  blue  serge.     Shown  by  Bonwit  Teller  Co.,  N.Y 
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on  styles  as  there  will  be  no  introduction 
of  radical  style  changes  from  this  source 
to  be  feared  later.  This  means  that  the 
styles  already  introduced  will  carry 
through  the  season,  and  that  the  usual 
developments  that  come  when  the  later 
models  are  introduced  will  be  along  well 
settled  lines. 

Enough  variety  has  already  been  in- 
troduced to  secure  the  interest  of  the 
customer  and  to  make  the  showings  at 
retail  attractive. 

Regulation  Coats  Sell  Best. 
Separate  coat  styles  for  the  coming 
season  show  a  good  deal  of  variety,  and 
though  the  lengths  are 
more  uniform  than  in  suits 
still  even  in  this  feature 
there  is  room  left  for  indi- 
vidual choice.  There  is  no 
shortage  on  the  market  of 
practical  models  — models 
designed  to  give  both  com- 
fort and  service  and  which 
at  the  same  time  present  a 
very  smart   appearance. 

The  regulation  coat  in 
either  %  or  %  lengths  and 
though  loose  and  as  com- 
fortable as  ever  is  built  up- 
on lines  that  are  decidedly 
more  fitted  than  for  several 
seasons.  These  models 
should  attract  the  average 
woman  as  the  cut  is  very 
becoming  to  the  average 
figure. 

Coats  of  this  kind  are  de- 
signed for  practical  use  and 
to  give  service  in  actual 
wear.  The  collars  are 
either  convertible  or  are 
high  around  the  neck  so  as 
to  protect  the  wearer. 
Sleeves  are  either  set  or 
cut  in  one  with  the  back 
giving  a  loose  and  comfort- 


the  slipping  on  and  off  an 


Dry  Goods  He  view 


R E A  D Y  -  T  0  -  W E A  R     GAR M  E N T S 


easy  process.     The  sleeves  are  full  Length 
and  are  finished  by  turn  hack  cull's. 

Cape  Models. 

Among  novelty  coats  and  coats  de- 
signed for  evening  wear  many  cape 
models  are  shown.  Capes  are  most  used 
for  utility  wear  when  the  models  are 
designed  for  misses  and  slender  women. 
Coats  of  this  kind  come  in  the  heavy 
seasonable  cloths. 

Dressy  models  and  models  for  even- 
ing wear  are  nearly  all  designed  along 
cape  lines.     Broadcloth  is  very  generally 


used,  and  hes  *y  d  ;c!  essi  .  eharmeuse, 
and  light  weight  pile  fabrics  are  mate- 
rials most  in  use. 

Materials  are  on  the  soft  rough  fin- 
ished order,  and  mixtures  in  two-tone 
effect,  plaids  and  plain  cloths  on  the 
boucle  and  chinchilla  order  are  the 
materials  most  popular.  Pile  fabrics, 
particularly  plushes  and  velours,  are 
good.  Furs  and  fur  imitations  are  ex- 
tensively used  for  trimmings.  Other 
trimmings  are  very  ornate  buttons, 
plain  and  novelty  silks,  velvets  and 
plushes  and  some  fancy  braids. 


Coat   Lengths  Show  Variation 

Finger  Length  Models  for  Popular  Selling  and 
45  and  48-Inch  Redingote  and  Paddock  Models 


in  Better-Priced  Suits. 

SUIT  styles  are  beginning  to  divide 
themselves  naturally  into  two 
classes,  namely,  the  suit  with  the 
coats  that  are  finger  tip  length,  and  the 
models  with  the  45  and  48  in  redingote 
or  paddock  coats.  Though  there  has 
been  so  much  discussion  raised  as  to  the 
suit  coat  lengths  there  seems  little  doubt 
that  both  will  sell,  for  they  are  both  re- 
quired to  meet  the  price  situation. 
Popular  priced  business  will  be  done  in 
suits  with  the  shorter  length  coat.  The 
very  generally  expressed  opinion  is  that 
even  if  lengths  are  varied  styles  are  set- 
tled and  that  both  lengths  will  be  wanted 
though  varying  quantities,  and  that 
point  the  buyer  must  decide  for  himself 
according  to  the  class  of  business  he 
does. 

The  majority  of  the  shorter  length 
coats  are  only  this  length  at  the  back, 
as  the  suit  is  variously  cutaway  either 
from  the  lower  button  gradually  to  the 
back  or  so  as  to  produce  a  bolero  effect 
in  front  with  long  postillions  at  the 
back.  Quite  a  number  of  cape  effects 
are  shown.  Some  of  the  capes  are  de- 
tachable and  the  suit  is  complete  with- 
out them. 

Skirts  are  decidedly  shorter,  and 
when  the  short  coat  is  used  to  complete 
the  suit  some  form  of  long  tunic  is  used 
on  the  skirt.  With  the  long  coat  pleats 
are  let  in  at  the  sides  of  the  skirt  and 
tunic  effects  are  not  used  for  obvious 
reasons.  The  later  models  have  long 
plain  skirts  with  inverted  kick  pleats  at 
the  sides. 

The  majority  of  separate  skirts  shown 
are  in  :;  |  or  50  in.  lengths,  and  while 
the  arm  size  is  large  it  is  considerably 
smaller  than  it  has  been  and  the  sleeve 
is  more  on  the  coat  order.  The  tendency 
is   towards   the   regulation    arm    size,   but 

l.i no,  set-in  and  Raglan  effects  are  all  ' 

used.     The    collars    include    the    military 


and  the  high-backed  collars  cut  down  a 
little  in  front,  and  with  flaring  points. 

Imitation  fur  fabrics  are  unusually 
handsome  and  the  majority  of  manufac- 
turers are  showing  handsome  models  in 
imitation  broadtail,  pony,  moire,  lamb 
and  other  furs  such  as  mole  and  leopard 
skin.  These  imitation  furs  often  take 
the  place  of  the  real  fur  for  collar  and 
trimming  purposes. 

In  cloths  it  is  the  soft,  rough  sur- 
faced materials  that  are  in  high  favor 
in  plain  colors  and  in  stripes  and  plaids. 
Zibelines  are  good  and  so  are  the  worsted 
plushes.  Shawls  are  being  used  for  some 
coats  with  the  fringe  as  trimming. 


HALF-PRICE    SALES 


THERE  are  some  wonderful  bar- 
gains offering  in  lingerie  at  the 
present  time  not  only  in  cheap 
garments  but  in  the  high-priced  lines. 
Camisoles  of  lace  net  and  crepe  de  chine 
ribbon  and  silk  flower  trimmed  were  of- 
fered by  one  store  at  half  price.  This 
idea  of  offering  whitewear  at  half  price 
is  a  feature  this  Summer.  Tables  in  the 
department  with  the  half-price  card  are 
placed  wherever  there  is  room  and  the 
fact  that  there  is  always  a  crowd  round 
them  speaks  for  itself  as  to  the  nature 
of  the  offerings. 

These  sales  are  having  quite  a  success 
as  many  women  are  taking  advantage  of 
the     reduced     prices     to     stock     up     with 

lingerie  garments.  Slips,  -owns,  and 
drawer  and  corset  cover  combinations 
appear  to  he  the  best  sellers. 


REDINGOTE  OF  25  YEARS  AGO. 
At    the   polo   match    at    Meadowbrook 
'rounds,  a  remarkable  redingote,  an  ex- 


act copy  of  that  worn  some  twenty-five 
years  ago  through oul  Europe,  was  of 
black  gabardine.  It  was  simplicity  ii 

tight-fitting  around  the  neck  and  shoul- 
ders and  banging  straight  down,  with- 
out any  fullness.  There  were  no  sleeve-. 
The  open  front  was  held  by  a  strap  over 
the  bust.  Each  front  bad  a  pocket  on 
the  inside,  near  to  the  edge  and  about 
in  line  with  the  natural  waistline.  It 
was  to  hold  the  varment  together,  with 
the  hands,  against  the  strong  wind. 


PRINTED  CHIFFONS  IN  FAVOR. 

Flowered    and    striped      chiffons      are 
modish.      Very    distinctive    is    a    frock 

with  skirt  of  bluet  satin  with  Long  tunic 
and  corsage  of  black  chiffon  printed  in 
clusters  of  bluets.  Another  is  of  white 
chiffon  flowered  in  pink:  the  long  tunic 
of  which  is  finished  with  a  band  of 
cadet  blue  satin  ribbon.  The  tunic  is 
slightly  draped  on  the  lefl  side;  the 
drapery  being  held  in  place  with  a  bow 
of  cadet  blue  satin  ribbon.  It  is  slightly 
fulled  at  the  waist  line  and  the  fullness 
is  held  in  with  two  rows  of  baby  ribbon. 
The  chiffon  corsage  is  very  full  and  the 
neck  is  cut  low  and  round.  It  is  trim- 
med over  the  shoulders  with  bands  of 
white  lace.   The  short  sleeves  are  of  lace. 


-®- 


STYLE  NOTES. 

Circle  brooches  are  well  liked. 

Women  now  favor  the  heavy  ring. 

The  pendant  is  still  a   great   favorite. 

Skirts  of  street  suits  are  extremely 
short. 

Wide  striped  linens  are  used  for  morn- 
ing frocks. 

Coats  promise  deep  cape  collars  and 
full  skirts. 

The  nose  veil  is  here  with  all  its  be- 
witching   effect. 

Many  of  the  newest  dance  frocks  are 
made  of  chiffon. 

Evening  gowns  either  have  long 
sleeves  or  are  sleeveless. 

Long  suede  gloves  are  worn  with  the 
little  short  sleeved  coats. 

For  the  tiny  tots  quaint  nulled  frock  > 
of  crepon  are  designed. 

Little  girls"  suits  in  the  three-piece 
style  are  most  practical. 

The  bloomer  suit  is  growing  more  and 
more  popular  for  swimming. 

The  narrow  skirt  will  probablj  he  a 
thing  id'  the  past  before  long. 

Frocks  of  white  s\\i>-  are  trimmed 
with   bands  of  llowered   muslin. 

Maxixe  blue  is  a  new  light  electric; 
maxixe  green  is  a  grass  green. 
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No.  926  —  Crepe    Meteor 


Why  We  Get  Many  Furs  From  Germany 

Russian  And  Canadian  Skins  Go  To  That  Country  To  Be  Trans- 
formed Into  Furs— War  May  Have  Effect  of  Improving  Condi- 
tions at  Home — No  Increase  of  Prices  Looked  For — Stocks  all 
in  Good  Position. 


I'.y  a   Staff  Correspondent. 


m  ir  ONTREAL,  Aug.  17— (Special). 
V/l  —When  the  dealer  in  furs 
-L  ▼  A  hunts  through  the  government 
blue  books  and  in  the  volume  which 
contains  the  figures  of  the  department 
of  trade  and  commerce,  finds  that  we 
imported  from  Germany  furs  to  the 
value  of  $1,594,505  in  1912-13,  and 
$626,964  in  1913-14,  and  from  France  to 
the  value  of  $231,139  and  $164,311  re- 
spectively, and  when  he  reads  from  the 
war  news  that  from  the  former  country 
Si  least  we  are  to  be  cut  off  for  months 
at  least— then  he  might  almost  begin  to 
wonder  where  the  fur  busines  is  going 
to. 

If  he  sought  reassurance  he  might 
consider  in  the  first  place  that  Canada  is 
o  fur  exporting  country  and  should  be 
able  to  look  after  herself  in  regards  to 
necessities  and  in  the  second  place  he 
might  begin  to  figure  that  there  are  few 
furs  which  have  Germany  as  their  prim- 
ary source. 

If  were  in  a  position  to  set  down  here 
the  value  of  the  Canadian  furs  which 
are  represented  in  the  imports  from 
Germany,  and  the  amount  must  be  very 
targe,  we  would  no  doubt  give  a  better 
complexion  to  Canada's  position  in  re- 
lation to  her  own  resources;  and  we 
would  also  find  if  the  information  were 
all  at  hand  that  Russia  also  supplies  a 
great  portion  of  the  furs  which  are  im- 
ported   I'rom  Germany. 

Come  Back  Under  Different  Names. 

It  mighl  be  said  that  furs  are  "made 
in  Germany."  They  go  into  the  coun- 
try as  skins  and  they  come  out  as  furs. 
There  is  all  the  difference  in  the  world; 
in  color,  in  the  fur — and  in  the  price. 
(  anadian  muskrat  skins — and  there  are 
few  real  Russian  rat  skins  indeed — go 
to  Germany  in  their  natural  state  and 
the\  come  hack  as  seal  skin.  This  is 
only  One  instance  in  the  trade.  There 
are  manj  other  skins  which  are  treated 
it    the  same  or  a    similar  wav. 


Bigger  Business  in  Canada 
If  the  war  continues  and  Germany  is 
cut   off  for   a   long   period    there    would 
appear  to  be  bigger  possibilities  for  the 


niustrating  tin 


cape  tendency  in  fur 
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fur  business  in  Canada.  We  may  not 
have  the  knowledge  here  which  gives  the 
fine  results  obtained  in  Germany,  but 
with  Germany  eliminated  in  the  field  of 
competition  there  is  no  reason  why  there 
should  not  be  something  just  as  good 
produced  even  if  the  cost  is  a  little 
more. 

Canada  in  the  fur  business  should  be 
able  to  look  after  herself  pretty  well. 
We  have  the  coon,  the  wolf,  the  fox,  the 
mink,  the  muskrat,  the  beaver,  the  otter, 
and  many  other  fur-bearing  animals. 
From  Russia,  largely  through  Germany, 
we  get  the  sable  and  the  ermine,  tiie 
latter  of  which  we  can  nearly  duplicate, 
and  the  Persian  lamb  and  astrachan 
skins.  It  is  the  latter  which  are  most 
likely  to  be  affected  by  a  continuance 
of  the  war. 

But  from  any  attitude  it  is  looking 
far  to  the  future  to  see  anything  like  a 
shortage  or  higher  prices  in  the  fur 
business.  In  fact  it  is  expected  that  dur- 
ing the  next  season  there  will  rather 
be  a  demand  for  cheaper  furs  such  as 
was  in  evidence  last  Winter  and.  with 
the  exception  of  such  staples  and  seals 
and  Persian  lamb,  the  dealers  will  be 
in  a  position  to  make  better  prices. 

The  trade  is  on  a  good  footing  from 
the  fact  that  stocks  are  all  prepared  for 
the  Winter  season  and  it  is  not  likely 
that  there  will  be  any  tendency  on  the 
part  of  the  wholesalers  to  do  anything 
in  the  way  of  increasing  prices  for  some 
time  at  least. 

" © 

There  has  been  an  exceedingly  strong 

run  on  wolf  and  fox,  both  in  blacks  and 
the  Isabella   shade  of  brown. 

Ermine  sets  are  among  the  most  po- 
pular sellers  this  year  and  they  are  be- 
ing shown  in  a  great  variety  of  designs. 

Hudson  seal  is  holding  a  strong  posi- 
tion and  is  especially  good  for  large 
pieces.  Hudson  sea'  cloaks  arc  particu- 
larly good. 
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The   War   Situation    as   It   Affects   the  Trade   in    Canada 


INTERVIEW  WITH  WHOLESALERS 
AND  RETAILERS. 
(Continued  from  page  4.) 
last  March  instead  of  in  April,  one 
month  earlier,  and  we  are  thus  fortun- 
ate in  having  more  stock  on  hand  at  this 
time  than  usually,  and  our  warehouse 
full.  That  is,  of  English  goods,  which 
represent  60  per  cent,  of  our  sales.  The 
fifteen  per  cent,  of  foreign  (European) 
import  has  not  yet  come  and  we  do  not 
expect  any  of  it  now.  This  includes  the 
full  line  of  Austrian  velours." 

Mr.  Dineen  does  not  anticipate  any 
immediate  increase  in  the  price  of  hats, 
as  the  U.S.  market  is  so  close,  and  the 
facilities  there  and  in  Canada  are  re- 
garded as  ample.  Just  after  the  war 
broke  out  he  placed  a  large  order  in  the 
States  to  supplement  his  own  stock  on 
hand  to  handle  new  orders. 

"What  will  be  your  attitude  towards 
Spring  business?" 

"We  have  most  of  our  samples  on 
hand,  but  will  take  no  orders  on  Bel- 
gian, Italian,  or  Austrian  stuff  unless  we 
are  allowed  to  substitute." 


■®- 


TOYS  AND   FANCY   GOODS. 

In  toys  and  fancy  goods  investigation 
has  shown  that  in  some  cases  jobbers 
are  filled  up  with  toys,  but  are  very  short 
of  fancy  goods.  In  the  case  of  those 
dealing  only  in  import  orders,  the  con- 
dition is  less  favorable.  On  the  whole, 
however,  conservative  opinion  tends  to 
the  belief  that  60  per  cent,  of  the  Fall 
and  Winter  goods  are  either  in  or  ac- 
cessible. Some  United  States  factories 
are  already  refusing  orders,  but  it  is  ex- 
pected that  they  can  furnish  some  kind 
of  substitutes  for  the  toys  and  fancy 
goods  that  are  cut  off  from  Austria  and 
Germany.  Prices  were  affected  as  a 
matter  of  course.  There  is  one  possible 
solution  of  the  problem  in  that  these 
goods  might  come  through  Holland  and 
leave  there  on  neutral  bottoms. 

One  wholesale  firm  has  nearly  all  its 
toys  in,  but  very  little  of  fancy  goods. 


Better  News 

JUST  before  going  to  press  The  Re- 
view received  a  very  encouraging 
statement  from  the  merchandise 
manager  of  one  of  the  largest  dry  goods 
stores  in  Canada.  This  firm  has  already 
sent  a  couple  of  buyers  to  England  and 
France,  and  expects  shipments  from 
France  and  Switzerland  to  come  through 
ir  a  very  few  weeks.  Merchandise 
prices  will  not  be  advanced  on  account 
of  scarcity,  but  only  where  charges  to 
them  in  Europe  compel  an  increase  in 
the    regular    prices. 

"Shipments  have  been  coming  to  us 
fairly  freely  for  the  last  ten  days,  since 
say  August  7  or  8,"  he  said.  "We  got 
goods  in  on  the  Calgarian,  Laurentic, 
Royal  Edward,  Olympic  and  other  boats. 
Our  insurance  risks  are  now  down  to 
about  3V2  or  4  per  cent.,  and  likely  to 
come  lower,  but  in  most  of  the  lines 
coming  in  now  we  will  not  advance 
prices  for  all  that,  and  will  even  pocket 
the  higher  exchange  rates. 

"At  first  things  looked  very  bad,  and 
we  thought  we  were  caught  with  small 
stocks  in  a  number  of  lines,  but  the  pros- 
pects are  brightening  very  much  For 
instance  we  cabled  for  Nottingham 
laces.  It  was  four  days  before  we  got  a 
reply  but  the  promise  given  us  then 
was  that  the  goods  would  be  shipped  in 
six  days. 

' '  Canadians  probably  will  be  hit  most 
ill  toys,  perhaps  silks,  Swiss  embroider- 
ies, and  lines  of  German  goods.  We  ex- 
pect nothing  more  from  these.  But  in 
England  our  information  is  that  the 
mills  will  be  kept  going,  although  at  a 
little  below  normal  capacity,  by  women 
and  the  older  men. 

"Yes,  the  situation  is  becoming  much 
more  cheerful  and  shipments  of  goods 
we  expect  to  come  in  regularly.  We 
cabled  to  rush  everything  over  as  soon 
as  there  was  danger  of  war.  and  our  re- 
ceiving warehouses  are  fuller  than 
ever. ' ' 


WITH  GERMAN  TOYS  CUT  OFF. 

Montreal,  Aug.  15. —  (Special). — The 
trade  well  knows  that  there  was  no 
country  which  could  compete  with  lithe 
Germans  in  the  making  of  certain  kinds 
of  toys. 

The  question  arises  as  to  what  we  are 
going  to  do  if  the  war  continues  and  the 
German  market  is  cut  off. 

The  answer  would  appear  to  be  up  to 
tin  manufacturers  of  Canada  and  the 
United  States,  and  Great  Britain  also, 
for  assurance  is  being  given  that  it  will 
noi  be  long  until  t  le  ocean  traffic  of  the 
Atlantic  will  be  on  a  safe  basis  again. 

There  will  be  some  toys,  of  course, 
which  will  not  be  available.  For  the 
most  part  these  are  the  high  priced 
goods  of  a  highly  manufactured  char- 
acter. 

With  German  competition  eliminated 
it  is  probable  that  there  will  be  slightly 
higher  prices  for  toys,  but  it  is  quesion- 
able  if  this  will  be  noticed  to  any  seri- 
ous extent,  as  the  place  of  the  costh 
playthings  of  the  rising  generation  will 
be  replaced  with  cheaper  articles  made 
right  at  home. 

Does  Not  Miss  the  Invisible. 
Then  too  if  war  continues  the  ma- 
jority of  parents  who  undertake  the  role 
of  Santa  Clans  are  not  likely  to  be  Look- 
ing for  such  costly  toys  as  some  child- 
ren have  been  getting  in  the  pasts  There 
is  this  point  too,  about  the  toy  trade 
that  the  business  is  in  what  can  be 
shown.  There  are  so  many  new  crea- 
tions all  the  time  that  if  some  of  the 
new  things  do  not  appear  no  one  knows 
that  they  are  missing — the  business 
largely  depends  upon  the  wants  and  the 
desires  of  the  child  and  the  child  is  not 
so  very  hard  to  please  and  is  not  likely 
to  be  demanding  something  it  has  never 
seen. 

Again  in  the  toy  market  it  is  likely 
that  Britain  will  now  take  a  more  pr<  m- 
inent  position  and  we  will  probably  find 
too  that  if  the  step  is  taken  to  quash  all 
German  patents  that  toys  which  I  ave 
been  made  in  the  "Fatherland"  will 
now  be  turned  out  across  the  British 
channel. 


HINTS   TO   BUYERS 

CFrom  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


PALMENBERG     AT     THE  McALPIN 

J.  R.  Palmenberg's  Sons  of  New 
York,  announce  that  they  have  taken 
sample  and  selling  quarters  at  the  Hotel 


McAlpin,  Broadway  and  34th  Street. 
The  Palmenberg  exhibit  at  the  McAl- 
pin will  be,  it  is  understood,  complete 
and  representative  of  that  firm's  pro- 
duction of  display  fixtures,  wax  figures 
and  other  specialties  interesting  to  dis- 
play managers  and  window  trimmers. 
The  location,  Broadway  and  34th  street, 
is  an  ideal  one  for  the  visiting  trade. 
Meanwhile  the  main  salesrooms  and  of- 
fice of  J.  R.  Palmenberg's  Sons  remain 
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at  710  Broadway,  nor  are  their  branches 
in  other  cities  in  anv  wav  disturbed. 

®- 

MR.     ELLIOTT     FOR     EASTERN 
CANADA. 

In  a  recent  advertisement  of  Messrs. 
Pawsons  &  Leafs,  Limited,  London,  E. 
C.  the  name  of  F.  D.  Elliott,  126  Wel- 
lington street  west,  Toronto,  their  East- 
ern Canadian  representative,  was  inad- 
vertentlv   omitted. 


I)J{V     COOPS     REVIEW 


MONARCH  KNIT'S  CATALOGUE. 
The  Monarch  Knitting  Co.  are  work- 
ing on  their  new  catalogue  for  sorting 
orders,  and  it  will  be  mailed  to  the  trade 
about  Sept  1.  It  will  surpass  anything 
tins  linn  has  yet  put  out  in  the  line  of 
beautiful  and  elaborate  art  work  and 
the  values  offered.  If  you  are  not  on  the 
mailing  list  drop  a  card  to  the  Monarch 
Knitting  I  !o.    Dunnville,  Ont. 


Th 


THOMAS   DALE, 
well  known  wax  figure  expert  and 


founder  of  the  firm  of  Dale  &  Pearsall, 
has  purchased  Mr.  Russell's  entire  in- 
terests in  the  business,  and  will  continue 
tins  business  under  the  name  of  the 
Dale  Wax  Figure  Co.,  Limited.  In  mov- 
ing into  their  new  premise-,  which  are 
undergoing  extensive  alterations,  they 
will  have  the  largest  factory  of  its  kind 
in  the  Dominion.  The  remarkably  rapid 
expansion  of  this  firm  has  been  wholly 
due  to  the  fact  that  they  bave  bad  an 
aim  in  view,  which  lias  been  to  put 
g'oods  of  a  high  standard  of  quality  on 
the  market,  and  in  tins  they  have  suc- 
ceeded. This  is  another  instance  of  the 
development  of  Canadian  manufacturing. 


"ONE  PRICE  TO  ALL." 
A  short  time  ago  a  dry  goods  merch- 
ant who  had  made  a  remarkable  record 
in  one  of  the  smaller  cities  of  Canada 
and  had  just  opened  a  beautiful  lame 
store  that  would  have  been  a  credit  to 
a  city  five  times  the  size,  and  for  a 
straight  dry  goods  business,  a  credit  to 
any  city  in  this  country  stated  in  The 
Review  that  he  had  built  up  his  business 
out  of  cash  discounts.  Probably  a  rea- 
lization of  this  will  be  of  more  service 
to  the  trade  than  any  other  maxim  that 
could  be  conceived.  Towards  this  end 
the  action  of  the  well  known  millinery 
firm  of  Chicago,  Messrs.  Gage  Brothers 
&  Co.,  is  likely  to  contribute  to  no  small 
degree,  in  fixing  a  hard  and  fast  rule 
of  strictly  "One  Price  to  All."  In  an 
announcement  of  the  inauguration  of 
this  unique  system  the  firm  state  that 
they  had  come  to  realize  that  if  they  fix- 
ed a  price  on  their  merchandise  which 
would  warrant  the  credit  risk  they  would 
alienate  the  cash  buyers.  Therefore, 
they  decided  to  fix  a  price  that  would 
secure  the  trade  of  the  responsible  buy- 
er. Under  the  new  system  the  firm  de- 
clare that  it  is  obligatory  upon  them  to 
establish  a  price  that  "is  absolutely  the 
lowest  to  be  obtained  for  equal  value 
anywhere." 

The  situation  brings  up  another  in- 
teresting question,  one  of  quantity.  The 
jobber  can  afford  to  sell  a  piece  of  goods 
cheaper  than  one  cut  into  several 
lengths  as  he  saves  expenses  of  cutting, 
wrapping  and  handling  as  well  as  shrink- 
age due  to  faulty  measuring.  Since  this 
is  so  they  are  prepared  to  make  a  quanti- 
ty price  which  will  warrant  the  purchase 
of  an  additional  amount.  This  they 
claim  is  quite  consistent  with  their  one 
price  to  all  policy,  as  it  is  open  to  every- 
one. In  this  effort  to  standardize  the 
millinery  business  the  firm  ask  the  co- 
ciate  fair  dealings  and  correct  business 
operation  of  all  merchants  who  appre- 
methods. 


DELFOSSE  &  CO.  EXTEND. 
Delfosse  &  Co.,  .Montreal,  have  re- 
cently made  alterations  and  extensions 
to  their  plant  for  the  manufacture  of 
store  fixtures,  forms,  figures  and  other 
equipment  of  interest  to  the  merchant. 
The  manufacturing  department  was 
formerly  above  the  show  room  at  the 
quarters  on  Craig  street,  but  this  was 
found  unsatisfacti  ry  for  heavy  machin- 


ery, and  large  additional  -pace  has  now 
been  secured  at  the  hack,  where  there 
has  been  installed  equipment  of  the  most 
modern  kind.  There  are  about  a  dozen 
large  machines  of  up-to-date  make,  and 
Mr.  Delfosse  state-  that  he  now  has 
as  good  a  plant  for  his  line  i  t  work  as 
there  is  in  the  country.  The  accompany- 
ing illustration  indicate-  the  natural, 
life-like  posture  that  i-  secure. 1  in  the 
firm's   wax   figures. 
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IV hy  is  your  stock  of 


SHOES 

Like  an  expert  Acrobat? 

^~~TNY  shoe  retailer,  or  any  clerk  in  a  shoe 
*—*  store,  sending  us  the  correct  answer  before 
Sept.  ist,  will  be  entitled  to  a  pair  of  our  new 

WOMEN'S  TANGO  PUMPS, 

which  will  be  presented  with  our  compliments 
to  any  lady  he  names.  Address  your  answer  to 
the  Editor  of  Foot-Prints,  P.O.  Box  330,  Mont- 
real. 

The  correct  answer  will  be  published  in  Sep- 
tember Foot  Prints,  which  will  contain  the  com- 
plete Fleet  Foot  catalogue  of  styles  for  1914-15. 


By  the  way,  summer  is  not  over  yet.  Better  look 
over  your  stock  of  Fleet  Foots,  and  sort  up  with 
a  few  pairs. 

Canadian  Consolidated  Rubber  Co. 

Limited 
MONTREAL,  P.Q. 
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An   eight  -  hour   day 
and  "Carhartt's" 


The  eight-hour  day,  a  direct  benefit  to  the  working 
man,  is  an  indirect  benefit  to  the  merchant,  because  he 
is  enabled  to  supply  the  laborer  with  his  requirements 
when  he  wants  them  without  keeping  his  store  open 
late.  He  gets  this  trade  when  the  workman  realizes 
that  his  work  clothes  need  replenishing  and  holds  it  if 
he  supplies 

CJARHARTT'S 

Gloves,   Overall-  Uni- 
forms and  Pants 

The  Carhartt  label  (shown  above)  means  a 
lot  to  the  laborer  whose  work  requires 
strength.  It  is  his  guarantee  that  he  is  go- 
ing to  get  dollar  for  dollar  value  and  he  know- 
that  every  vulnerable  spot  is  reinforced  in 
sueh  a  way  as  to  double  the  garment's  life, 
whether  gloves  or  overalls,  etc. 


The  Carhartt  agency  is  very  desirable  if 
you  have  working-  men,  union  or  non-union, 
in  your  town. 

Send  for  our  approval  assortment 

o  f    gloves    and    overall-uniforms 

for  sixty  days  —  what  you  don't 

sell  or  require  return  at  our 

expense.    A  card  to-day  will 

bring  it. 

Hamilton  Carhartt 
Manufacturer 

Limited 

Toronto  and 
Vancouver 
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Announcement 


7  <5    * 


y>ar«ra 


SAMPLES  NOW  IN 
THE  HANDS  OF  OUR 
REPRESENTATIVES 

The  Crown  Hai  Co.,  Limited 
Main  Office,  Gait,  Ontario. 


>',• 


i': 
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IF  you  are  in  the  merchant  tailoring  business  you  know  that  the  two 
items  which  prevent  you  from  making  a  handsome  profit  are  your 
heavy  unsold  stock  of  materials  and  your  high-priced  tailors  who  are 
often  idle  in  the  dull  seasons.  Why  not  eliminate  both  by  changing  your 
method  of  selling? 

Continue  to  conduct  the  merchant  tailoring  end,  but  instead  of  making  the 
clothes  in  your  own  shop,  cut  out  this  overhead  expense  and  let  us  make 
them  for  you  to  your  customers'  measurements. 
Get  into  the  ready-to-wear  line  also.     A  small  stock  of  regular  sizes  in 


will  be  quickly  sold,  leaving  you  with  no  unsold  odd-sized  lots — no  out-of- 
style  suit  lengths  as  formerly — no  expense  for  expert  tailors — and  no 
bargain  sales.  Your  business  will  be  all  cash  and  your  money  will  be  in 
the  bank  or  wherever  it  will  bring  you  the  best  returns. 
We  want  one  representative  in  each  town — if  we  have  no  agent  where 
you  are  located,  write — 

The  Campbell  Manufacturing  Co. 

LIMITED 
MONTREAL         -        -         QUE. 
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GEO.  C.  POOLE  and  COMPANY 


Makers  of 


ii 


Poole's     'Paragon'5    Pants 

have  purchased  and  are  continuing  the  Pant  Department  of 

The  A  ndrew  Da  rling  Co mp a ny,  L i-m ited 

business.    An  examination  of  our  range  will  demonstrate  why 

Poole's  Paragon  Pants  Please" 

When  in  the  City  call  and  examine  the  special  clearing  values 
we  are  offering.    It  will  pay  you  at  this  time  for  careful  buying 

GEORGE  C.  POOLE  and  COMPANY 

SUCCESSORS   TO   THE   ANDREW    DARLING    COMPANY,    LIMITED 

The  Darling  Building,  Spadina  Avenue,  Toronto 


Selling  Point 


Number 


With    The    Free    Tie    Space 

Few  of  your  male  patrons  do  not  know  the   distinct  advantages  there  are  in  having  a  collar  that  allows  the  tie 

to  slide  easily. 

If  a  collar  is  cut  right  there  is  no  necessity  for  it  binding   the    tie    and   ruffling   the    temper,    to   say    nothing   of 

putting  the  tie  out  of  commission.     Arlington  collars  never  bind  the  tie,  but  allow  it  to  slide  easily.     They  come 

in  six  grades,  of  which  the  Challenge  is  the  $2.00  a  dozen  line,  all  styles. 

Let  us  send  samples. 


The  Arlington  Co.  of  Canada,  Limited,  SfiSToS 


Eastern   Agent:    Duncan    Bell,   301    St.  James    St..    Montreal. 
Ontario  Agents:  J.  A.  Chantler  &  Co.,  8-10  Wellington  E„ Toronto 
Western   Agent:   K.  J.  Qnlgley,  8-18   Hammond   Block,   Winnipeg. 


ECLIPSK 


«  9  VW 


SHAMROCK 


VIGILANT 


AMERICA 


ATALANlA 
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The  War  and  Men's  Wear  Supplies 

No  Scarcity  For  Months  To  Come,  Although  Some  Special  Lines 
Will  be  Cut  off  Entirely — Underwear  Likely  to  Advance — Hats 
in  Pretty  Good  Shape — No  Danger  for  Ties. 


THE  influences  which  will  be  felt 
in  the  wholesale  and  retail  busi- 
ness of  Canada  in  men's  wear  as 
the  result  of  the  war  in  Europe  operates 
from  so  many  sources  that  it  is  difficult 
at  this  time  to  gauge  their  extent.  These 
influences  are  direct  and  indirect.  There 
will  in  the  first  place  be  many  articles 
from  Europe  which  we  will  not  be  able 
to  get;  there  is  the  great  volume  of 
trade  with  the  United  Kingdom  which 
will  be  interfered  with  to  some  extent 
at  least  until  Britain  establishes  herself 
in  the  position  of  being  able  to  guaran- 
tee absolutely  the  Atlantic  routes;  there 
will  be  higher  cartage  charges  undoubt- 
edly, higher  insurance,  dearer  exchange, 
etc.,  which  must  be  considered  in  their 
relation  to  the  markets. 

The  position  as  regards  men's  cloth- 
ing and  furnishings  is  more  favorable 
than  lines  of  dry  goods,  such  as  dress 
fabrics,  silks,  laces,  fancy  goods  and 
toys,  where  serious  deficiences  are  being 
felt  already  in  the  supply  with  prospects 
for  a  famine  in  some  lines  before  a 
month  has  passed.  But  in  clothing  the 
present  situation  is  not  alarming.  Can- 
ada is  more  self-sufficient  in  this  re- 
pect — given  the  cloths  themselves — than 
in  many  another  branch  of  manufacture. 
The  imported  cloths  for  Fall  and  Win- 
ter, it  would  appear,  are  mostly  in  the 
country  already,  while  the  English  make- 
up stocks  that  have  not  yet  arrived,  will 
gradually  be  sent  over,  although  neces- 
sarily after  considerable  delay. 

90  Per  Cent,  of  Suitings  In. 

One  large  dealer  in  suitings  for  men 
and  boys,  told  The  Review  that  he  had  90 
per  cent,  of  his  imported  stock  on  hand 
ready  to  be  cut  up  in  Canadian  clothing 
factories.  The  intermediate  process — 
the  making — naturally  compels  these 
cloths  to  be  delivered  early  in  the  Sum- 
mer, and  the  most  of  it  even  in  the 
Spring. 

The  delivery  of  English  goods  will  be 
facilitated    bv  the   arrangement   entered 


into  by  the  Canadian  Government,  by 
which  the  high  cost  and  delay  in  ex- 
change is  avoided.  In  addition  to  this 
is  the  British  Government's  guarantee 
of  insurance  risks  up  to  80  per  cent,  and 
the  steady  drop  in  the  early  rates. 

Canadian  mills,  it  is  certain,  will  be 
working  overtime  in  supplementing  the 
supply. 

What  effect  this  situation  will  have  on 
prices  is  difficult  at  the  time  of  writing  to 
determine,  but  few  wholesalers  or  job- 
bers who  were  approached  believed  that 
there  would  be  much  advance  unless  the 
war  dragged  on  for  many  months  or  a 
year,  when  an  almost  limitless  number 
of  factors  would  have  to  be  taken  into 
consideration. 

There  are  a  few  lines  of  German  goods, 
such  as  dressing  gowns  that  will  not 
come  in  time,  as  they  are  not  due  usu- 
ally before  about  the  first  of  November. 
Nor  will  there  be  any  stocks  on  hand  to 
cover  this  demand  as  most  dealers  take 
care  to  clean  them  out  in  the  Christmas 
gift  season,  but  this  is  a  very  small  end 
of  the  clothing  business. 

In  men 's  furnishings  there  is  not  much 
more  cause  for  alarm.  There  are  some 
lines  of  course,  that  will  be  cut  off  en- 

SOME  IMPORTANT  FIGURES. 

A  brief  summary  of  the  importations 
to  Canada  in  some  of  the  principal  lines 
of  men 's  wear  will  be  interesting. 

Socks— Germany,  $399,697. 

Knitted  Goods,  Germany,  $9S,S54. 

Hats,  caps.— France,  $49,631;  Italy, 
$9(1,264. 

Straw  hats.— France,  $91,876;  Italy, 
$60,487. 

Clothing,  ready-made.  —  Germany, 
$157,437. 

Collars  and  cuffs. — Austria-Hungary, 
$30,947. 

.  In  other  lines  it  is  impossible  to  sep- 
arate between  men's  and  women's  in  the 
official  figures. 
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tirely.  One  of  these  naturally  suggests 
itself,  velour  hats  that  have  been  com- 
ing out  from  Austria  for  several  years 
past.  So  far  as  can  be  learned,  none  of 
the  new  stock  has  arrived  yet,  but  the 
sales  of  these  goods  have  not  been  in- 
creasing of  late  and  in  any  event,  they 
bear  a  very  small  proportion  to  the 
total  in  any  store. 

Italian  hats  will  at  least  be  long  de- 
layed and  no  French  are  expected. 

There  are  also  some  lines  of  Austrian 
shirts,  and  some  hat  bands  and  bindings, 
that  will  be  absent  from  the  line-up  of 
men  's  wear  stores. 

Lots  of  Silk  For  Ties. 
In  ties  not  much  trouble  is  anticipated. 
One  of  the  largest  buyers  in  the  Domin- 
ion stated  to  The  Review  that  supplies 
up  to  Christmas  were  in  good  shape, 
and  a  scarcity  of  silk  was  not  antici- 
pated. There  was  no  lack  even  when  the 
U.  S.  mills  had  a  serious  strike  barely 
one  year  ago.  The  German  silks  were 
used  a  great  deal  for  ties,  but  as  a  rule 
Canadian  and  U.  S.  buyers  had  to  fur- 
nish the  patterns,  or  greatly  tone  down 
those  of  Europe.  French  silk  was  used 
only  for  the  most  expensive  and  'freaky' 
lines,  and  was  of  comparatively  little 
importance.  His  opinion  was  that  what- 
ever extra  cost  there  was  would  be  borne 
by  the  manufacturers. 

Underwear  From  Canada. 

In  underwear  the  situation  as  to  price. 
at  all  events,  was  not  quite  so  clear. 
German  lines,  which  are  more  popular  in 
lighter  wear,  than  heavier,  would,  of 
course,  be  cut  off,  but  Canadian  goods 
have  been  displacing  these  to  quite  an 
extent  of  late.  In  silk  underwear  the 
States  would  be  used  to  supplement 
stocks  along  with  Canadian  goods,  but 
these,  of  course,  are  a  comparatively 
small  amount  of  the  total.  The  price  in 
these  was  likely  to  advance,  particulai'ly 
as  artificial  silk  was  becoming  scarce 
with  Germanv  cut   off.     A  U.  S.  buyer 
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was  in  Canada  the  middle  of  August 
taking  all  he  could  get  in  artificial  silk 
hosiery,  Germany,  and  in  knit  neck- 
wear England  have  been  large  exporters. 
English  stocks  of  underwear,  it  was 
expected,  would  come  in  gradually,  but 
Canadian,  in  any  case,  form  the  big 
bulk.  One  firm  mentioned  handling 
$20,000  of  "foreign"  to  $200,000  of 
Canadian.  The  whole  tendency,  how- 
ever, was  in  the  direction  of  an  advance 
in  underwear.  It  should  be  remembered, 
also,  that  many  retailers  are  pretty  well 
stocked  up  from  last  year,  and,  for  once 
this  will  not  be  an  unmixed  evil. 

Hats  Good  Supply. 

In  hats  there  is  not  much  likelihood  of 
trouble.  A  large  portion  of  the  stocks 
in  soft  and  stiff  hats  has  arrived,  one  of 
the  largest  Canadian  retailers  reporting 
that  he  had  enough  soft  hats  to  last  un- 
til the  beginning  of  February. 

A  large  wholesaler  reported  that  he 
had  received  most  of  his  English  goods, 
although  none  had  arrived  from  any 
other  country  of  Europe.  This  firm  gets 
75  per  cent,  of  their  goods  from  Great 
Britain  and  the  Continent  and  25  per 
cent,  from  Canada  and  the  States.  If 
the  stock  from  England  was  cut  off  the 
last  two  sources  would  supply  a  good 
portion  of  it,  but  the  English  shipments 
he  expected  to  resume  very  shortly. 

There  is  expected  to  be  an  advance  in 
hats,  however,  owing  to  the  general  situ- 
ation, and  the  fact  that  the  duty  from 
the  States  is  higher  than  from  England. 

Collars  and  shirts  are  in  pretty  good 
shape,  as  the  imports  bear  a  smaller 
ratio  to  the  total  than  in  some  other 
lines.  In  any  case  large  stocks  are  on 
hand. 


As  Montreal  Views  the  Situation 


GAS  PIPES  TO  RAISE  TABLES 

A  unique  scheme  for  raising  tables  by 
extending  the  legs  was  noted  in  the 
men's  clothing  store  of  Grafton  &  Co.. 
at  Woodstock,  Ont.,  where  sections  of 
gas  pipe  had  been  fitted  to  the  supports. 
The  tables  were  of  the  low  variety  gen- 
erally used  for  displaying  clothing  un- 
der the  old  method,  and  it  was  desirable 
to  raise  them  for  the  showing  of  shirts 
and  other  furnishings  to  bring  them 
closer  to  the  eye.  The  pieces  of  pipe 
secured  were  of  a  size  which  just  nicely 
fitted  to  the  bottom  of  the  table  legs 
and  the  desired  result  was  very  simply 
attained. 


F.  Chorniere,  Granby,  Que.,  is  mak- 
ing the  fourth  addition  to  his  men's 
wear  store. 

Fred  French,  Sarnia,  Ont.,  lias  sold 
out  his  tailoring  business  and  accepted 
a  position  with  MacDonald  Bros.,  men's 
furnishers. 


Clothing,  Ties,   Raincoats,  Hosiery 

Woolens  From  Britain,  Silks  From  Switzerland, 
France  and  Belgium,  Fine  Hosiery  From  Ger- 
many —  Establishment  of  Transportation  to 
England  the  Important  Thing. 

I'.y  a  Stuff  Correspondent. 


MONTREAL,  Aug  15— (Special). 
— So  appaling  and  so  unexpect- 
ed has  been  the  crisis  which  the 
business  world  has  been  brought  to  face 
as  the  result  of  the  greatest  conflict  of 
history;  so  unhinged  is  the  fine  financial 
balance  upon  which  the  structure  of 
modern  trade  has  been  built  up  and  so 
uncertain  is  the  future,  that  it  is  almost 
impossible  to  find  any  solid  viewpoint 
from  which  to  obtain  an  outlook. 

In  the  supplying  of  clothing  and  fur- 
nishings for  men  there  is  nothing  more 
affected  than  the  importation  of  the 
higher  class  materials  from  which  Cana- 
dian clothing  is  made.  Here  the  whole 
problem  hangs  on  the  result  of  the  con- 
flict in  the  north  sea.  We  can  see  only 
one  outcome  to  that  conflict;  there  is 
only  one  result  from  the  meeting  of  the 
two  great  armadas  which  science  can 
forsee,  and  with  that  result — the  victory 
of  the  English  navy  and  the  re-establish- 
ment of  the  means  of  transportation  be- 
tween Canada  and  Great  Britain  — 
clothing  men  are  looking  for  business  to 
continue  without  very  radical  changes. 

Of  course  there  are  many  factors  to  be 
figured  on  even  in  the  event  of  trade  be- 
ing resumed  with  the  United  Kingdom 
— and  we  do  not  care  to  look  at  the 
other  side  of  the  picture.  War  insurance 
and  dear  exchange  may  be  expected  to 
advance  the  costs.  On  the  other  hand 
it  is  not  to  be  expected  that  there  will 
be  as  good  demand  for  some  classes  of 
clothing  goods  under  war  conditions. 

Women  Workers. 

It  is  pointed  out,  too,  that  industry  in 
England  would  be  handicapped  in  a  com- 
paratively short  time  by  the  taking  of 
men  for  the  army  and  this  argument  is 
offset  by  the  other  that  in  the  event  of 
war  continuing  Great  Britain  will  Bnd 
the  continental  market  cut  oft  and  will 
be  glad  to  export  everything  possible  to 
this  country;  also  that  there  is  a  large 
percentage  of  women  workers  in  the 
textile  and  woollen  industries  in  Eng- 
land and  that  this  percentage  would 
probably  be  increased  in  the  event  of 
workmen  being  called  to  the  front. 

But  as  we  have  said  before,  the  situa- 
tion is  too  new  to  consider  what  the  de- 
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velopments  may  be  and  if  the  worst 
comes  to  the  worst  the  mills  of  Canada 
and  the  United  States  might  be  able  to 
supply  our  imperative  demands. 

Generally  speaking  Fall  stocks  have 
been  pretty  well  received,  with  the  ex- 
ception of  cases  where  retailers  are  im- 
porting direct,  and  attention  was  being 
directed  to  the  Spring  business  which 
gives  a  breathing  spell  in  which  a  slieht 
pause  may  be  made  to  see  what  the  im- 
mediate developments  may  be. 

Neckwear  From  the  Continent 

In  furnishings  Canada  looks  to  be  in  a 
position  to  meet  pretty  well  primary  de- 
mands at  least  on  this  side  of  the  water. 
There  are  heavy  imports  of  shirtings 
from  the  mills  of  Great  Britain,  but  as 
stated  before  the  trade  is  not  looking  for 
anything  very  serious  in  regard  to  Eng- 
lish goods.  Raincoats  are  also  import- 
ed in  large  numbers  from  the  United 
Kingdom  and  from  Germany  comes  much 
of  the  light  lisle  and  silk  hoisery  which 
the  wholesalers  would  now  soon  be  pur- 
chasing for  the  Spring  business.  How- 
ever, practically  all  of  these  goods  can 
be  secured  in  the  United  States  and  our 
own  country. 

In  neckwear  the  continental  trade  is 
very  important,  for  it  is  from  France 
and  Switzerland  that  the  most  of  our 
high  class  silks  are  secured.  So  far  as 
Fall  business  is  concerned,  however. 
many  of  the  shipments  had  already  been 
received. 

Sprin?  Samples  Here. 

1  louses  which  import  largely  report 
that  in  most  lines  the  furnishings  for  the 
Fall  business  had  been  received,  and  in 
fact  samples  had  been  in  hand  for  some 
time  for  Spring  business.  The  quandary 
that  many  of  the  wholesalers  now  find 
themselves  in  is  what  to  do  with  regard 
to  orders  for  Spring  goods  and  what  at- 
titude they  should  take  with  regard  to 
taking  orders  for  foreign  manufactures 
which  they  may  not  be  able  to  fill. 

However,  as  stated  before,  there  is 
little  doubt  that  can  he  said  of  the  whole 
situation  until  there  conies  word  of  the 
solution  of  the  problem  of  the  North 
Sea. 


Satiating  Public  Appetite  for  War  News 

News  Pictures  and  Bulletins  Attract  Crowds  to  Windows  of 
Men's  Stores — Patriotic  Trims,  With  Display  of  Flags,  Photo- 
graphs of  Royal  Subjects,  Etc. 

By  ;i  .St:iff  Correspondent. 


MONTREAL,  Aug.  10— (special). 
— Not  with  the  idea  of  attract- 
ing the  interest  of  the  public  at 
this  critical  time  in  the  history  of  the 
Empire  for  the  furtherance  of  business 
interests  but  rather  to  appease  the  ap- 
petite for  war  news  at  a  time  when  the 
censors  are  trimming  the  news  dis- 
patches and  when  anything  relating  to 
the  situation  between  the  great  powers  is 
seized  upon  with  avidity,  proprietors  of 
men's  stores  generally  have  been  quick 
to  take  advantage  of  the  public  attitude. 
Patriotic  displays  in  the  window  trim- 
mings and  photographs  and  bulletins 
have  been  used  with  great  effect  and 
when  one  passes  along  the  street  many 
of  the  clothing  and  furnishings  shops  are 
to  be  distinguished  by  knots  of  eager 
men  attracted  by  war  pictures,  maps  or 
bulletins. 

Enthusiastic  Crowds  in  Montreal. 

In  no  part  of  the  Dominion  did  the 
feelings  of  Canadians  find  vent  in  more 
patriotic  displays  than  in  Montreal  and 
for  many  nights  the  crowds  of  the  day 
were  augmented  by  thousands  who  left 
their  homes  to  march  the  streets  until 
midnight  and  watch  the  bulletin  boards 
for  the  news  from  the  front.  In  the  Pro- 
vince of  Quebec  we  find  the  spirit  of 
Prance  still  smouldering  behind  the  love 
of  Empire  and  at  this  time  with  Eng- 
land supporting  the  one-time  rulers  of 
Canada  in  a  fight  for  continental  de- 
mocracy there  has  been  an  opportunity 
for  a  full  display  of  that  highly  emo- 
tional spirit  of  the  French-Canadian — 
and  the  more  stolid  British  spirit  was 
not  slow  to  follow.  In  the  port  cities  of 
the  St.  Lawrence,  too,  Canadian  troops 
first  saw  actual  service  and  the  squads 
and  detachments  moving  through  the 
streets  to  take  up  their  positions  along 
the  waterfront  and  at  the  strategic 
points  along  the  canal  met  with  enthusi- 
astic demonstrations. 

Between  watching  the  troops  and  the 
bulletin  boards  and  extras,  the  crowds 
turned  their  attention  to  the  patriotic 
displays  in  the  windows  and  many  of 
the  men's  stores  in  their  displays  did 
their  best  to  satiate  the  appetite  for  war 
information. 

Simple  and  effective  patriotic  displays 
which  attracted  much  interest  were  mere 
ly  arrangements  of  flags  with  a  central 
figure — the  likeness  of  His  Majesty;  the 
picture  of  a  British  fleet,  or  some  of 
the  great  dreadnoughts;  pictures  repre- 


senting   glorious    chapters    of    Empire's 
history,  etc. 

In  other  cases  magazine  pictures  of  the 
last  great  naval  review,  charts  showing 
the  relative  power  of  the  great  navies  of 
the  world,  news  photographs  of  recent 
events  of  great  international  import  and 
war  maps  were  pasted  on  the  glass  win- 
dows where  they  drew  crowds  which  im- 
peded traffic  in  the  streets. 

Ran  Bulletin  Service. 

Two  furnishing  stores  in  the  business 
section  of  Montreal  ran  a  bulletin  ser- 
vice of  the  war  news  on  their  windows 
by  pasting  up  the  front  pages  of  the  war 
extras  as  they  came  from  the  press  and 


these  drew  knots  of  busy  people  who 
stopped  for  a  moment  on  their  way  by 
and  took  at  least  time  to  read  the  head- 
ings, which  in  most  cases  were  discern- 
ible across  the  sidewalks. 

A  War  Sale. 
One  large  men's  establishment,  quick 
to  take  advantage  of  the  war  interest, 
commenced  a  war  sale,  the  windows  be- 
ing pasted  with  large  streamers  on 
which  in  large  bold  letters  in  red  was 
flashed  the  striking  word  "WAR."  while 
in  the  different  departments  the  balance 
of  the  lettering  was  worded  to  indicate 
war  on  prices  of  suits;  war  on  prices  of 
straw  hats;  war  on  prices  of  shirts,  etc. 


All  Colors  Now  for  Suitings 

Men  of  Present  Day  Look  to  Mixtures  and 
Patterns  Coupled  with  Cut  for  Individuality — 
A  Shade  for  a  Season  no  Longer  the  Idea. 

From  interview  with  Ed.  Mack. 


THAT  men  are  getting  away  from 
the  old  idea  that  a  certain  color 
of  clothing  is  identified  with  a 
season  and  that  so  far  as  the  color  is 
concerned  the  business  suit  can  be  almost 
any  shade  at  any  time,  is  the  opinion 
expressed  by  Ed.  Mack,  the  well-known 
Toronto  clothier.  No  longer  is  it  neces- 
sary  to  wear  grey  in  the  Spring  and 
brown  in  the  Fall,  and  these  colors  are 
not  confined  to  the  seasons  with  which 
they  were  formerly  identified,  although 
they  may  be  somewhat  more  in  demand 
at  those  particular  periods,  nor  will  it 
he  found  that  there  will  be  a  strong  run 
en  any  one  color  at  any  time. 

By  this  Mr.  Mack  did  not  mean  that 
men's  clothing  was  losing  its  distinc- 
tiveness as  regards  material,  or  that 
light-colored  clothing  was  not  the  right 
thing  for  Summer,  but  he  advances  an 
opinion  that  is  borne  out  in  the  clothing 
business  generally — that  it  is  in  the  pat- 
terns and  mixtures  that  men  now  find 
individuality  rather  than  in  color.  But 
more  than  pattern  and  color,  the  modern 
man  depends  upon  the  tailoring  of  his 
clothes,  and  it  is  in  the  cut  that  he  gets 
distinctiveness. 

One  of  the  reasons  we  think  for  the 
change  is  the  tendencv  of  men  to-day  to 
41 


wear  not  the  same  as  other  men,  but 
something  different,  and  even  where  there 
is  a  popularity  for  a  color  for  a  time, 
t hat  time  is  short  and  the  run  will  not 
be  so  general  as  a  few  years  ago.  It  has 
been  the  same  with  overcoat  materials — 
a  certain  class  of  material  becomes 
popular  for  a  time,  but  the  time  is  short 
before  there  will  be  a  demand  for  some- 
thin;:'  that  will  be  different  to  the  other 
fellow. 

Illustrative  of  what  he  said  with  re- 
gard to  clothing  materials,  Mr.  Mack 
expresses  the  opinion  that  for  the  Fall 
business  there  will  be  a  strong  run  on 
tartans,  but  it  will  be  a  popularity  of 
pattern  rather  than  of  color,  for  there 
will  be  a  wide  range  of  colorings  in 
browns,  blues,  dark  grays,  etc.,  with  the 
tendency,  of  course,  towards  more 
sombre  shades  for  the  cold  weather. 
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EARLY  CLOSING  IN  BARRIE 

An  early  closing  by-law  affecting  dry 
goods,  clothing  and  men's  furnishings 
stores  was  passed  by  Barrie  Town 
Council. 


S.   Jacobsen,   Belleville,    will    open     a 
clothing  store  in  Picton,  Ont. 
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Ten  p.c.  Discount  If  You're  in  This  Group  " 

Men's  Wear  Store  in  Hamilton  Draws  Trade  from  Large  Area 
by  Snap  Shots — Combination  Sales  Successful — Special  Bargains 
in  Socks,  Ties  and  Suspenders. 


TEERE'S  a  men's  store  in  Hamil- 
ton that  is  working  out  a  very  suc- 
cessful "photograph  stunt,"  as  the 
proprietor    calls   it,   —   Armstrong,   the 
Make-It-Right,  Clothing,  Furnishings  and 
Hats,  163  King  East. 

In  the  window  any  time  may  be  seen  a 
photograph,  a  snap  shot  of  a  group  of 
men.  taken  on  busy  King  or  James  street, 
at  the  market,  on  a  ball  field,  at  the  boats, 
or  on  a  comparatively  quiet  side  street. 

It  does  not  matter  much  which,  provid- 
ed the  group  contains  prospective  buyers, 
such  a  one  as  is  reproduced  in  this  article. 
The  virtue  of  being  a  member  of  such 
a  group  is  that  it  entitles  such  a  one  to 
a  ten  per  cent,  discount  on  any  purchase 
in  Armstrong's  from  date  of  recognition 
of  his  photograph  for  one  year. 
It    is    astonishing    the 

amount      of      notice,   of 

publicity,      the      scheme 

has       insured       for    the 

store.        The  success,   to 

a   certain      extent,      de- 
pends on  the  well-known 

fact,    that    most    groups 

contain        faces        with 

which    each    one    in    the 

group    is    familiar,    that 

men,  particularly  young 

men — prospective       buy- 
ers   at    Armstrong's — do 

not    act    like   Lord   Dun- 
dreary pictures  a  bird — 

going    in    a    corner    and 

"flocking      by      itself." 

Young      men      do       nol 

"flock"    alone. 


ot  those  who  eligible,  gives  each  one  a 
certificate  of  yellow  paper,  fitted  in  a 
leather  case,  which  is  reproduced  here, 
with  name  and  address.     This  certificate 

is  good  to  Mr. ,  for   one  year 

from  —    ,  1914,  to  —      — ,  1915, 

for  a  ten  per  cent,  discount  .  .  .  ," 
and  at  the  bottom  appears  the  propriet- 
or's name. 

The  influences  are  far-reaching.  A 
man  in  England  wrote  the  firm  enquir- 
ing whether  it  were  true  that  his  photo- 
graph had  appeared;  friends  in  Hamil- 
ton had  written  him  after  a  visit  he  had 
made  to  the  Ambitious  City. 

This  is  one  of  many  stunts  that  Mr. 
Armstrong  has  found  helpful  in  that 
problem  of  all  problems  for  the  men's 
furnisher,  inducing  men  to   enter  store. 


Half     a     Dozen     From 
Oakville. 

This  is  how  it  works:  A  short  time 
ago  a  group  of  young  men  from  Oak- 
ville, about  20  miles  away,  happened  to 
be  snapped  in  this  way.  One  saw  the 
picture  in  the  window  with  the  an- 
nouncement of  the  terms,  and  forthwith 
found  another,  and  still  another,  until 
finally  six  of  the  Oakville  boys  found 
themselves  in  that  store,  buying  good3 
under  the  10  per  cent,  arrangement. 
Chances  are  some  of  them  will  trade 
there  for  the  rest  of  the  twelvemonth. 

"Did  you  see  your  picture  at  Arm- 
strong's?" 

How  natural  a  saluation.  over  this 
novel  scheme. 

Mr.  Armstrong  in  order  to  keep  track 


Sample  of  photograph  Ln  in  per  cent.  disc. unit  scheme 


"If  I  once  get  them  in,  it  is  the  fault 
of  myself  or  my  clerk  if  they  do  not 
come  back,"  is  Mr.  Armstrong's  firm 
conviction  as  to  the  responsibility  for 
holding  a  man  once  he  tries  your  store. 

It  is  also  a  theory  of  his  that  few  men 
come  in  definitely  to  buy  clothing;  that 
is  few  in  comparison  with  the  number 
who  do  buy.  They  come  in  for  ties,  col- 
lars, etc.,  and  when  they  are  in  is  the 
time  to  show  them  lines  of  clothing. 

But  how  important  the  effect  of  this 
visit  for  clothing:  "If  a  man  comes  in 
to  buy  clothing  and  you  can't  suit  him, 
he  never  comes  again." 

Another  "stunt"  tried  in  this  store  is 
a  "Combination  Sale."  that  is.  on  the 
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theory   that   people   want    something  for 
nothing." 

For  $10  you  get  $2;  for  $15  a  $3 
gift;  for  $20,  a  $4  gift.  If  the  pur- 
chase is  small,  perhaps  a  5-cent  collar, 
or  a  pair  of  garters. 

In  one  case  Lodge  Pins  were  given 
away  with  purchases  of  $5  or  over,  and 
there   were   160   of   these   taken. 

Mr.  Armstrong  believes  in  having  one 
or  two  lots  of  goods  always  en  hand: 
"leaders,"  they  are  often  called;  year 
in  and  year  out. 

One  of  the  most  popular  "bargain" 
lots  is:  "Lisle  Socks,  regular  35,  21 
cents,  or  5  for  $1." 

These,  it  is  hardly  necessary  to  state 
are  bought  up  in  large  quantities,  and 
en  t'lem  the  profit  is  small,  but  very 
large  sales  are  made. 
Sometimes  suspenders 
are  sold  at  20  cents,  as 
a  drawing  card. 

An  attempt  is  made  in 
socks  and  collars,  especi- 
ally, to  induce  buyers 
to  take  more  than  one. 
For  instance,  in  25-cent 
lines,  a  reduction  of  25 
cents  is  made  on  taking- 
one  dozen.  Wash  ties 
at  $1.50  a  half  dozen 
arc  reduced  to  $2.75  for 
a  dozen.  An  exception 
in  socks  is  the  25-cent 
cashmere  line  which  is 
kept  at  $3  flat  for  a 
dozen  as  the  margin  on 
these  is  close. 

In  the  case  of  straw 
hat  sales  the  firm  is 
careful  to  make  it  clear  that  when  a 
general  selling  price  is  adopted,  that  all 
hats,  say  in  straws,  are  put  on  sale. 
There  are  no  reservations.  "Any  straw 
hat  in  this  store  for  $1."  is  the  usual 
announcement. 

.Most  of  the  publicity  work  is  done  by 
means  of  the  window,  and  as  to  results 
from  this.  Mr.  Armstrong  can  hardly 
speak  with  emphasis  enough. 


W.    L.    T.    Weldon,    Chatham,    Ont., 

tailor,    is   dead. 

Clinkskills,  Ltd..  Saskatoon,  furnish- 
ers, have  increased  their  capital  to  $75,- 
000. 


Sales  Stories  Collected  by  Staff  Correspondents  of  the  Review 


This  shows  certificate  given  to 
each  person  who  is  in  the  snap- 
shot taken  every  week  and  is 
good  for  a  10  per  cent,  discount 
on  all  goods  in  the  Armstrong 
store. 


Devices  for  Drawing  in  the  Shy  Male  Species 

Guelph  Store  Gave  Ten  Hats  Away  Free. — On  Another  Occasion 
Each  Purchaser  Had  Choice  Of  Best  Collar  On  Premises. — Post- 
card Superior  To  Enclosed  Circular? 


TO  entice  that  shy  animal,  the 
human  male,  to  a  display  of  new 
styles  in  clothing  and  accessories, 
is  a  problem  that  has  worried  many  a 
furnisher.  Style  is  something  which 
seems  at  once  to  attract  Eve,  but  Adam 
— that  is,  the  average  Adam  in  the 
small  cities  and  towns — shuns  anything 
of  the  kind.  Special  attraction  to  draw 
the  so-called  head  of  the  family  and  the 
trousered  branches  thereof  into  tbe 
store  where  they  can  be  talked  to  and 
where  they  can  be  shown  what  is  what 
in  men's  wear  have  been  the  policy  in 
connection  with  the  men's  wear  depart- 
ment of  G.  B.  Ryan  &  Co.,  of  Guelph, 
Ont. 

Giving  away  hats  free  was  one  of  the 
special  attraction  arranged  to  bring  men 
to  the  store — ten  of  the  best  hats  in 
stock  were  offered  absolutely  free.  Each 
man  who  came  into  the  store  was  given 
a  numbered  coupon.  The  coupons  were 
given  at  the  back  of  the  store  so  tbat 
each  man  who  received  one  had  to  pass 
all  the  way  through.  The  following  day 
the  winning  numbers  were  advertised 
and  the  lucky  men  asked  to  call  for  the 
hats. 

Best  Collar  in  Store  Free. 
This  device  was  so  successful  that  for 
the    Spring    style    opening    free    collars 
were  advertised.  During  one  whole  Sat- 


urday throughout  the  day  and  evening 
every  customer  in  the  men's  depart- 
ment making  a  purchase  was  given  a 
collar  free.  These  collars  were  not  a 
job  lot;  they  were  not  special  purchase 
for  the  occasion ;  every  customer  had  his 
choice  of  any  collar  in  the  store  of  any 
brand  or  of  any  style. 

Mr.  Ryan  does  not  say  how  many  col- 
lars he  gave  away,  but  he  is  satisfied 
tli at  the  experiment  was  a  success  in  at- 
tracting men  to  the  style  display. 

The  Ryan  firm  has  also  adopted  the 
personal  letter  idea  in  appealing  to  the 
men  of  Guelph.  This  letter  gives  a 
little  talk  on  men's  wear  and  the  Ryan 
store,  and  is  a  direct  invitation  to  come 
in  and  talk  things  over. 

Post  Cards  Bring  Results. 

That  the  post  card  is  the  best 
method  of  getting  advertising  through 
the  mails,  is  the  opinion  of  R.  E.  Nel- 
son, a  prominent  specialist  in  men's 
wear  in  Guelph.  He  points  out  that 
with  the  post  card  the  recipient  is  sure 
to  turn  it  over  and  look  at  it  and  that 
be  is  likely  to  read  the  major  portion 
of  it  before  he  quits;  with  the  circular 
there  is  an  envelope  to  open,  a  sheet  to 
unfold,  and  usually  before  this  the  idea 
is  borne  in  upon  the  recipient  that  it  is 
an  advertising  circular  and  it  finds  its 
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way  to  the  waste  paper  basket,  the  fire- 
place or  the  kitchen  stove. 

Mr.  Nelson  says  tbat  he  has  not  only 
got  results  from  this  method  but  that 
he  has  got  them  quickly.  He  gives  an 
instance  where  cards  were  mailed  in  the 
afternoon  and  where  he  had  closed  a 
good  sale  the  next  morning  before  nine 
o'clock — a  sale  which  he  traced  directly 
to  the  post  card  suggestion. 


PERSONALS. 

Chas.  H.  Reed,  Edmonton,  Alta.,  has 
been  appointed  manager  of  James  Ram- 
say Co.,  Limited,  after  having  served 
for  three  years  as  secretary-treasurer. 

S.  Graham,  St.  Thomas,  men 's  clothier, 
was  robbed  of  nearly  $400  by  burglars 
getting  at  the  safe. 

Cam  Bros.,  Hull,  Que.,  were  robbed 
of  a  small  amount  of  money  lately  by 
burglars  forcing  the  till. 

H.  J.  Lacey,  Imperial,  Sask.,  dry  goods 
merchant,  lost  his  store  and  entire  stock 
by  fire,  as  the  result  of  lightning. 

Mabee  Black,  Tillsonburg,  Ont.,  has 
decided  to  close  out  the  stock  in  his 
ladies'  supply  store. 

W.  H.  Scroggie's,  Montreal,  gave  a  big 
picnic  for  its  employees  on  the  18th  at 
Auvergne   Farm,   Lachine. 
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Count  Discount"  Provides  Count-less  Bargains 

Play  on  Words  With  New  Personality  That  Introduced  Original 
Note  Into  Summer  Clothing  Sales — Featured  Arrival  in  Town 
and  Stirred  up  Public  Interest — Used  Count  on  Show  Cards  With 
Reduction  Mark  on  His  Shirt. 


THE  Haunting  of  the  foregoing  an- 
nouncement from  the  bill  boards 
of    the    city    or    the    advertising 
columns  of     the     newspapers     does  not 
mean  that  some  scion  of  a  noble  family 
is  due  to  arrive  in  town.     The  idea  is 
to    arouse   the    curiosity    of   the    public 
and  usually  that  end  is  attained.    For  a 
couple  of     weeks     the     advertising  an- 
nouncements    continue    until    naturally 
the  question  gets  to  the  tongue  of  every- 
body   on    the    streets — and    then    comes 
the   explanation.      A    second    big   poster 
with  a  striking  picture  of  the  count  ap- 
pears  and   likewise   the   newspaper   ad- 
vertisements become  more  definite : — 
This  is  the  Count.     He  is  of  the 
finest  stock,  now  in  reduced  circum- 
stances.      During  the  Great  Price- 
cutting  sales  of  Clothing  now  on  at 


A  "Phony"  Nobleman. 
And  then  for  several  days  the  dis- 
tinguished looking  Count  Discount  is 
kept  before  the  public  eye.  Perhaps 
there  will  be  an  announcement  that  he 
U  to  arrive  in  town  on  a  certain  train 
and  there  will  be  a  "phony"  nobleman 
alight  and  proceed  to  the  store  where 
the  sale  is  being  held. 

Does  it  get  the  public  attention? 
Inquire  in  any  city  where  such  a  sale 
has  been     held — that     will  be  the  best 
answer. 

Grafton  &  Co.  were  one  of  the  firms 
that  used  the  scheme  to  give  variety  to 
their  Summer  sales  and  The  Review 
found  on  inquiry,  both  in  and  out  of 
one  of  the  stores,  that  on  the  one  hand 
there  was  no  doubt  about  the  interest 
which  had  been  created  through  the 
city  and  on  the  other  hand  of  the  bene- 
fits gained  by  the  promoters  as  the 
result. 

Some  Clever  Advertising. 
Tn  addition  to  the  newspaper  and  the 
bill  board  advertising  large  sheets  were 
distributed  generally  throughout  the 
city  and  the  district  announcing  the  ar- 
rival of  Count  Discount  for  a  twenty 
days'  visit.  The  introduction  to  this  an- 
nouncement shows  the  clever  manner  in 
which  the  Count  Discount  idea  was  car- 
ried out : 

If  you  have  been  looking  for  the 
count  you've  found  him  now.  His 
full  name  is  Count  Discount,  and 
you  will  find  him  a  royal  good  fel- 
low in  the  generosity  of  apparel 
bargains  he  will  offer  you  during 
this  exceptional  sale.     Of  course  no 


Form  used  on  cards  or  in  enlarged  form  as  posters 
announcing  bargains  in  this  sale. 


real  live  count  is  here,  for  this  is  a 
peerless  sale  and  the  bargains  of- 
fered are  countless,  but  the  dis- 
counts are  here;  such  liberal  sav- 
ings that  it  will  more  than  recom- 
pense you  for  any  disappointments 
you  may  feel  at  not  seeing  a  real 
specimen  of  nobility.  If  you  count 
the  dollars  that  you  can  save  here 
now  in  good  clothing  merchandise 
you  will  come  away  more  gratified 
than  if  you  had  seen  the  whole 
House  of  Lords. 

Another  feature  of  the  sale  was  the 
price  cards  used  throughout  the  store. 
These  were  of  various  sizes,  but  all  of 
the  same  design,  showing  the  count  with 
the  percent,  mark  on  his  shirt  front 
holding  out  his  arms  and  extending  his 
coat  and  with  the  words  "The  coat  of 
arms  of  Count  Discount."  On  one  side 
of  the  figure  was  placed  the  price  with 
which  the  article  of  clothing  had  been 
acquainted,  and  at  the  other  the  sale 
price — the  effect  being  a  very  striking 
one. 

Free  Trips  Offered. 

In  connection  with  this  sale  a  special 
effort  was  made  to  bring  out  of  town 
buyers  to  the  store  and  the  city,  and  an 
offer  was  made  in  the  announcements 
that  railroad  fares  to  and  from  any 
point  within  fifty  miles  would  be  re- 
funded on  presentation  of  the  round 
trip  ticket  and  purchase  checks  to  the 
amount  of  $25. 

The  Count  Discount  had  all  the  ad- 
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vantages  of  being  a  distinct  novelty  and 
of  attracting  public  attention  in  a  sea- 
son when  many  sales  were  being  held 
and  when  competition  among  merchants 
was  unusually  keen. 

© 


R.M.A.   IN  GODERICH. 

Dry  goods  men  are  well  represented  in 
a  branch  of  the  Retail  Merchants'  Asso- 
ciation which  was  organized  in  Gode- 
rich.  The  officers  were:  P.  T.  Dean,  pre- 
sident; T.  R.  Hodgens  and  Wm.  Shar- 
man,  vice-presidents;  J.  J.  McEwen.  sec- 
retary ;  John  Spahr,  president. 


PERSONALS. 

Dugal  &  Lacombe,  Montreal,  have 
been  registered  as  tailors. 

Benjamin's,  Bancroft,  Ont.,  a  dry 
goods  store,  was  destroyed  by  fire. 

Raphael  &  Co.,  of  Hamilton,  have 
opened  a  women's  wear  store  in  Berlin. 

W.  H.  Shaw,  Stouffville,  Ont.,  sus- 
tained a  loss  by  fire  in  his  dry  goods  and 
grocery  store. 

Herbert  White,  Briercrest,  Sask.,  has 
taken  over  the  Semi-Ready  store  in  Re- 
tina, formerly  conducted  by  Hender- 
son 's.  Limited. 

Thomas  Ogilvie,  of  Thos.  Ogilvie  & 
Sons,  wholesale  dry  goods  merchants  of 
Scotland,  with  a  branch  in  Toronto,  left 
an  estate  of  $592,260,  of  which  $207,140 
was  invested  in  the  Toronto  property. 


Providing  Mannish  Clothing  for  the  Boys 

Montreal  Store  For  Women  Opens  a  Department  To  Handle 
Clothing  and  Furnishings  for  the  Boy — Giving  the  Little  Man 
all  the  Fashions  and  Styles  of  His  Big  Brother  and  Father  — 
Popular  Naval  Overcoat. 

By  a   Staff  Correspondent. 


MONTREAL,  Aug.  15— (Special). 
— A  department  for  the  boys 
where  the  little  man  can  get  the 
same  attention  and  the  same  considera- 
tion for  his  style  ideas  as  his  father  and 
big  brother,  is  the  idea  behind  the  estab- 
lishment of  a  new  department  in  the  store 
of  the  John  Murphy  Co.,  Ltd.,  of  this 
city.  The  innovation  is  being  introduced 
as  a  feature  of  the  expansion  which  the 
establishment  is  undertaking  by  the  re- 
moval of  the  offices  into  an  annex,  and 
the  devotion  of  the  top  floor  of  the  build- 
ing to  the  handling  of  merchandise. 

For  years  the  house  of  Murphy  has 
made  a  specialty  of  catering  to  the  needs 
of  woman  and  everything  that  finds  a 
place  in  the  wardrobe  of  milady  has  been 
carried.  Up  to  the  present  the  only  con- 
sideration that  there  has  been  for  the 
male  of  any  age  has  been  in  hose  and 
some  kinds  of  gloves.  Now  we  find  that 
the  growing  consideration  for  the  wear- 
ing apparel  of  the  boy,  which  has  been 
more  and  more  in  evidence  during  the 
past  few  years,  has  had  its  effect,  and  in 
the  expansion  scheme  there  is  space  de- 
voted to  a  boys'  department — and  it  will 
be  for  "  boys  "  alone.  There  will  be 
clothing  for  the  little  chap  of  two  years 
and  there  will  be  the  latest  thing  in 
mannish  effects  for  the  boy  of  14  or  15; 
but  when  lie  reaches  the  age  where  he 
begins  to  think  of  covering  that  portion 
of  the  less  between  the  knee  and  the  shoe 
top  he  will  have  to  go  elsewhere. 

J.  E.  James,  who  comes  to  give  this 
new  department  his  special  attention,  is  a 
boy's  man,  and  he  shows  it  in  the  cloth- 
ing which  he  has  stocked  pending  the 
opening.  Models  are  to  be  found  in 
which  all  the  style  is  evident  which  is  to- 
day tailored  into  the  clothing  of  men. 

There  are  mannish  coats  for  the  little 
fellows  as  young  as  six  which  are  made 
on  the  big  brother  style,  with  rolled  col- 
lars, belted  backs,  inverted  pleats,  and 
all  the  latest  novelties  in  effects;  there 
are  Norfolk  coats  for  the  bigger  boys, 
with  everything  up  to  the  moment  in  cut 
and  design.  In  fact,  almost  anything  in 
style  to  be  found  in  the  latest  outputs  of 
the  tailors  for  men  may  be  found  worked 
into  the  clothing  for  the  boy.  And  there 
are  the  serviceable  staples,  too  —  well 
tailored  overcoats  and  suits,  reefers,  etc. 
A  Naval  Overcoat. 

Two  of  the  overcoat  models  shown 
should    be    extremely   popular   with     the 


little  fellows  at  the  present  time,  with 
the  war  excitement  in  the  atmosphere. 
One  is  a  naval  overcoat  of  the  approved 
blue,  cut  on  the  same  model  as  any  ad- 
miral on  the  quarter-deck,  with  the  high 
collar,  inverted  pleat  in  the  back, 
"R.N.R."  strapped  over  the  shoulder 
and  a  silk  emblem  with  "  Canada  Navy  " 
worked  on  the  sleeve.  Another  is  after 
the  army  model,  made  in  khaki,  belted 
back,  brass  buttons,  worked  shoulder 
straps,  etc. 


THE   "YOU  MUTT"   LABEL. 

AN  incident  in  a  theater  in 
a  Western  city  last  win- 
ter showed  the  effective- 
ness of  the  "This  ain't  your 
hat,  you  mut"  label  on  the  in- 
side of  the  hat  referred  to  in 
the  July  issue,  and  at  the 
same  time  caused  a  laugh  with 
the  members  of  a  small  party 
of  young  men  at  the  expense  of 
one  of  the  well-known  boys 
about  town.  One  of  the  young 
men  of  the  party  occupying  a 
portion  of  the  front  row  had  a 
label  of  the  kind  mentioned  in 
his  hat,  and  while  the  perform- 
ance was  in  progress  the  pop- 
ular young  man  referred  to,  who 
was  sitting  next  to  him,  got  up 
and  went  out,  taking  the  wrong 
hat.  Before  he  had  gone  far 
the  mistake  was  discovered  and 
the  word  passed  along  with  the 
result  that  there  was  an  inter- 
ested quartette  waiting  develop- 
ments— and  the  developments 
were  not  long  delayed.  The 
label  was  so  prominent  that  it 
could  not  be  missed  by  any  one 
attempting  to  put  the  hat  on 
and  in  a  minute  or  so  a  sheepish 
looking  young  man  made  his 
way  down  the  aisle  to  the  front 
seat,  exchanged  hats  under  the 
fire  of  a  general  laugh  and  went 
out  again. 

Of  course,  the  idea  is  not  to 
cause  the  discomfiture  which 
was  incident  to  this  case,  but 
it  shows  how  such  a  label  is 
likely  to  prevent  mistakes  in  the 
exchange  of  headgear. 


To  this  line  of  boys'  clothing  will  be 
added  furnishings,  to  include  collars  and 
ties,  in  which  the  same  consideration  to 
to  style,  color,  and  cut  will  be  given  as 
with  regards  to  the  clothing.  The  idea  of 
Mr.  James  is  that  in  the  details  as  well 
as  the  garments  the  individuality  of  the 
taste  of  the  boy  should  be  catered  to — a 
well-dressed  boy  is  the  groundwork  for  a 
well-dressed  man. 

An  Effective  Location. 

The  boys'  department  is  being  located 
on  the  top  floor  of  the  building  and  will 
be  oblong  in  form  so  as  to  gain  the  ad- 
vantage of  the  long  row  of  windows 
which  give  splendid  lighting  facilities. 
From  these  windows  there  is  a  refresh- 
ing view  of  Mount  Royal  in  the  imme- 
diate distance.  Such  a  view  is  sure  to 
have  an  effect  in  drawing  patrons  to  this 
side  of  the  store,  and  at  the  same  time 
it  is  not  hard  to  imagine  that  it  will  prove 
an  attraction  to  the  boys. 

To  the  Parents  Also. 

In  establishing  a  boys'  department  of 
this  kind  there  is  one  feature  that  is  not 
lost  sight  of,  and  that  is  that  clients  will 
probably  buy  with  the  consent  and  on  the 
final  approval  of  their  parents,  and  this 
involves  the  question  of  quality  as  a  fac- 
tor just  as  important  as  style — the  for- 
mer appeals  to  the  parent,  the  latter  to 
the  boy  himself. 

And  in  the  clothing  which  is  being  put 
in  stock  Mr.  James  has  kept  this  con- 
sideration in  view.  There  has  been  no 
sacrifice  to  quality  to  secure  style — one 
is  as  important  as  the  other. 
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LIABILITY   FOR   REPAIR    GOODS. 

An  establishment  which  takes  furs  or 
any  personal  property  to  repair  for  the 
owner  is  not  an  absolute  insurer  of  the 
safety  of  the  property  while  under  its 
control.  For  any  loss  or  damage  caused 
by  its  own  negligence  the  repairing  estab- 
lishment is  liable,  but  for  nothing  be- 
yond this.  The  rule  is,  of  course,  dif- 
ferent if  the  custodian  of  the  goods  ex- 
pressly agrees  to  be  liable  for  their 
safety;  it  is  also  different  if  such  cus- 
todian has  tacitly  assumed  this  liability. 


u 


Not  a  Store  for  the  Masses  but  the  Classes" 

Clear-cut  Policy  Of  New  "  Case  "  Men's  Wear  Store  In  Montreal. 

—Handsome  Fittings  And  Attractive  Service. — Crest  Used    In 

Ads.  And  Window  Cards. — Appeals  For  A  Distinctive  Following. 

By  a   Staff  Correspondent. 


MONTREAL,  Aug:.  17— (Special). 
The  new  "Case  Store"  in  the 
Drummond  Building,  corner  of 
St.  Catherine  and  Peel  streets,  Montreal, 
i?  decidedly  a  high-class  emporium  for 
men's  clothing  and  furnishings.  Open- 
ed a  couple  of  months  ago  in  a  brand 
new  building,  with  a  brand  new  stock, 
and  some  brand  new  ideas  for  getting 
after  and  holding  the  trade  of  men  who 
are  seeking  exclusive  and  attractive  ar- 
ticles of  wearing  apparel,  it  has  noth- 
ing to  hold  it  back. 

The  proprietor,  Glen  S.  Case,  has  had 
ten  years'  experience  in  several  of  the 
leading  stores  in  the  country,  and  he  is 
brimful  of  ideas  for  making  his  store 
inviting  to  the  man  who  would  be  dress- 
ed right.  The  store  is  finished  in  solid 
oak,  with  very  attractive  wall  fixtures 
and  show  cases,  and  though  the  front 
is  not  very  large  it  has  a  handsomely 
tiled  vestibuled  entrance  and  two  ad- 
vantageous show  windows,  which  offer 
a  splendid  opportunity  for  alluring 
trims. 

A  special  feature  of  the  Case  store 
is  the  manner  in  which  the  dressing  and 
retiring  rooms,  at  the  rear,  are  fitted 
with  lockers  where  customers  may  keep 
their  dress  clothes,  to  be  used  when  the 
press  of  business,  or  some  other  reason, 
prevents  them  from  going  home  to 
change. 

Store  for  the  Classes. 

Mr.  Case  does  not  aim  to  get  the 
popular-priced  trade.  He  is  after  the 
high  class  business.  In  a  neat  booklet 
he  has  distributed  he  has  this  to  say: 
"This  shall  be  a  store  of  the  better 
order,  not  a  store  for  the  masses,  but 
distinctly  a  store  for  the  classes — those 
who  appreciate  the  niceties  of  correct 
dress,  and  who  bow  to  the  dictates  of 
fashion."  This  is  a  clear  cut  state- 
ment of  policy  and  the  store,  to  judge 
from  appearances  and  service,  is  living 
up  to  it.  Mr.  Case  does  not  believe  evi- 
dently that  the  two  classes  will  mix 
successfully. 

"Case"  Crest  In  All  Ads. 
In  bis  advertising.  Mr.  Case  adopts 
a  dignified  style,  and  the  ads  invariably 
hear  the  "Case"  trademark  or  crest, 
the  name  Case,  with  an  arm  and  drawn 
dagger  above,  and  the  line:  Nouveautes 
pour  hommes,"  (Novelties  for  men),  in 
a  scroll  beneath.  The  same  crest  is  used 
on    the    window    cards,    which    are    dis- 


tinctive in  design  and  are  made  up  in 
easel  form.  These  cards  are  made  of 
stiff  cover  paper,  similar  to  the  cards 
used  for  mounting  photographs,  and 
they  are  artistically  arranged  with  cut- 
out  figures   and   neat   lettering. 

This  firm  has  gotten  out  one  of  the 
neatest  booklets  seen  in  a  long  time, 
with  pages  4  inches  wide  by  9  inches 
long.  On  the  right  hand  lower  corner 
ol  the  first  page,  which  has  a  cut  of  the 
10-storey  building  in  which  the  store  is 
located,  is   this  announcement: 

"To  the  man  who  regards  apparel 
not  merely  as  a  necessity  of  life  but 
as  true  index  to  his  character  and 
personality,  this  little  brochure  is 
dedicated." 

On  each  of' the  succeeding  pages  ap- 
pears an  artistic  pen  and  ink  sketch  of 
men  in  various  styles  of  clothes,  and 
under  each  are  a  few  catchy  words,  to 
bring  out  the  different  lines  of  service 


LONDON  MADE  COLLARS 
of    linen   wear   and    rotain   their 

shape  tsat.  Excluit've  shapes. 
$2.75  the  dozen. 

EUROPEAN  SILK  CRAVAT8 
in  exquisitely  blended  coloring* 
of  typical     rACt    quality,  $1.00 

CAS* 


Drummond    Building, 
West  St.  Catherine  and  Peel  Sts 


A   sample  ad. 
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of    the    store    or    the    types    of    clothes 
l.ept.     Among  these  are  the  following: 

A  SPECIAL  feature  of  Case  service 
will  be  exemplified  in  our  dressing  and 
retiring  rooms,  properly  fitted  with  lock- 
ers where  one  may  keep  dress  clothes  to 
be  used  when  the  press  of  business  pre- 
vents one  from  going  home  to  change. 

•  »     * 

AT  FIRST  blush,  all  suits  are  quite 
alike,  but  upon  fuller  investigation  one 
finds  the  style  quite  different — some  un- 
questionably smart,  others  undeniably 
commonplace.     Commonplace   ideas  'will 

never  be  shown  here. 

*  *     • 

IN  THIS  hurrying  and  .-.currying  age 
one  seldom  hears  of  a  man  as  careful  of 
his  apparel  as  was  Beau  Brummel,  Lord 
Chesterfield  or  Disraeli.  But  much  of 
this  lack  of  care  may  be  properly  attri- 
buted to  tradesmen  who  fail  to  provide 
thoroughly  individual  and  highly  dis- 
tinctive ideas.  Realizing  this,  we  have 
assembled  exceedingly  meritorious  ideas 
from  at  home  and  abroad,  ideas  that 
will  soon  stamp  this  store  as  the  leading 
appareler  of  the  Dominioin. 

@ 

AFTER    SHOPLIFTERS. 

The  Merchants'  Association  of  Kansas 
City  recently  entered  actively  into  the 
prosecution  of  shoplifters  who  have 
been,  it  is  understood,  very  active  in  that 
city  for  some  time,  and  many  of  those 
already  arrested  have  proven  to  be  drug 
victims. 

"  The  opium  evidently  makes  them 
quick-witted,  temporarily,  for  they  are 
the  greatest  and  smartest  liars  I  ever 
heard."  said  C.  Z.  Coffin,  manager  of  the 
Merchants'  Association. 

"  The  pitiful  stories  told  by  the  girls 
when  arrested  arouse  the  sympathy  of 
the  auditors,  who  often  believe  them. 
Local  papers  frequently  play  up  the 
tales,  which  makes  it  more  difficult  for 
the  prosecution  to  punish  offenders.  But 
the  merchants  have  decided  that  the  de- 
praved type  of  shoplifters  should  be 
vigorously  prosecuted,  that  the  practice 
may   be   stamped   out." 

One  of  the  most  troublesome  tactics  of 
the  shoplifters  is  to  order  goods  sent 
C.O.D.  to  fictitious  addresses,  which  is 
an  excuse  handy  for  their  being  in  the 
store.  Drivers  make  many  tedious 
searches  for  addresses  given  on  such 
pri  els. 


Every  Salesman  as  an  Authority  on  Style 

Regular  Customers  Should  Get  Confidence  in  Your  Judgment — 
Crowding  One  Objection  on  New  Lines — Choosing  Ties — Yourself 
for  the  Inquirer — Bringing  Out  the  Latest  Goods. 


Fourth  of  Series  on   Salesmanship   by  J.  Willoughby. 


WHEN  the  clerk  in  a  men's  store  realizes  that  he  is 
the  connecting  link  between  the  patron  of  the  store 
and  the  style  market,  then  he  becomes  a  salesman  in 
the  true  sense  of  the  word.  In  the  present  day  styles  may 
be  said  to  change  over  night.  The  average  man  who  would 
be  well  dressed  has  not  the  time  to  keep  in  touch  with  these' 
changes  and  developments;  in  fact  so  many  are  the  changes 
and  variations  that  it  will  keep  the  clerk  himself  pretty 
busy  in  his  spare  time  revising  his  knowledge  of  styles  and 
style  tendencies,  and  storing  this  information  in  his  mind  so 
that  it  can  be  taken  out  for  the  benefit  of  the  customer  when 
wanted. 

To  keep  the  stock  of  the  furnishing  store  up-to-date  re- 
quires novelty  goods  which  will  be  shown  to  the  customers  of 
the  store  for  the  first  time.  If  the  salesman  does  not  present 
these  novelties  to  the  patron,  the  majority  of  them  stand  a 
small  chance  of  knowing  anything  about  them.  Bringing  the 
new  goods  to  the  attention  of  the  customer  is  really  a  duty 
of  the  salesman. 

In  the  towns  and  cities  which  are  apart  from  the  style 
centers,  the  point  which  I  am  endeavoring  to  make  is  par- 
ticularly true.  It  should  be  the  object  of  the  clerk,  particu- 
larly in  the  smaller  cities  and  towns,  to  create  for  himself 
something  of  a  reputation  as  an  authority  on  style.  This  he 
can  do  by  the  careful  handling  of  the  customers  of  the  store 
and  keeping  in  touch  with  what  is  going  on  in  the  world  of 
fashions  for  men.  Then,  too,  the  salesman  who  would  be  a 
success  behind  the  counter  should  be  careful  of  his  own  dress. 
He  should  wear  the  new  things  but  he  should  be  very  careful 
not  to  sacrifice  good  taste  for  extremes  in  style  or  the  good 
effect  that  might  be  created  will  be  lost. 

Be  Knoivn  as  a  Style  Authority. 

When  a  salesman  can  get  himself  known  as  something  of 
an  authority  on  style,  he  is  sure  to  attract  custom  to  the 
store.  Style  works  best  through  the  advertising  of  the 
wearer.  Get  a  small  circle  of  young  men  in  your  city  or 
town  wearing  better  clothing  and  up  to  date  hats  and  neck- 
wear, and  they  will  create  a  following.  Many  wear  the  old 
things  because  they  do  not  want  to  look  different,  and  "well 
dressed"  often  is  synonymous  with  "different"  with  them. 
Get  things  moving  in  the  other  direction,  and  make  the  old- 
fashioned  attired  man  appear  different,  or  think  that  he  is 
different,  and  you  will  have  them  jumping  over  the  barricade 
of  prejudice  like  sheep  over  a  gate. 

Keep  Customer's  Mind  Occupied. 

If  you  get  a  hat  on  a  man's  head  which  is  a  new  model 
and  which  he  may  think  is  extreme  or  different  in  style,  do 
not  ask  him  if  he  does  not  think  that  it  looks  well.  Tell  him 
that  it  looks  well  on  him;  get  him  in  front  of  a  mirror  and 
enlarge  upon  the  points  of  style  and  appearance.  Do  not 
give  him  an  opportunity  to  think  of  his  own  prejudices. 
Suggest  only  the  points  which  will  go  towards  making  a  sale 
and  your  suggestions  will  crowd  the  objections  out  of  the 
mind. 

Crowding  Out  Objections. 

Then  if  you  are  closely  in  touch  with  what  people  are 
wearing  and  can  tell  the  customer  that  the  model  he  had  on 
was  what  everybody  was  wearing  in  New  York,  or  Montreal, 
or  Toronto,  or  Ottawa,  or  any  other  style  center  which  might 
bear  relative  interest,  you  have  a  strong  argument.  If  you 
happen  to  be  able  to  quote  the  authority  of  some  trade  paper 


on  the  subject  it  would  also  help.  The  important  point  is 
to  keep  suggesting  points  to  support  your  sale  argument 
until  the  sale  is  closed.  Every  idea  you  bring  up  is  occupy- 
ing the  mind  of  the  customer  to  the  exclusion  of  any  objec- 
tions or  criticisms  which  might  be  created  in  his  own  mind. 
If  when  a  man  is  looking  at  a  hat  in  a  glass  you  are  able  to 
keep  talking  persuasively  of  the  good  points  of  the  hat  you 
will  crowd  out  the  opportunity  for  objections. 

Be  Posted  on  Dress  Etiquette. 
This  applies  to  many  of  the  lines  carried  in  the  men's 
store.  I  am  not  talking  of  selling  hats  particularly  but  of 
salesmanship.  And  in  connection  with  the  idea  which  I  am 
trying  to  drive  home  here,  there  is  a  great  deal  to  be  learned 
from  the  study  of  style  charts.  There  are  few  men  who  are 
posted  on  what  is  correct  to  wear  for  different  occasions. 
This  is  particularly  true  of  formal  address.  Few  men  like 
to  make  inquiries  on  the  subject  and  display  their  ignorance. 
The  observant  salesman  will  often  find  an  opportunity  for 
suggestions  along  this  line  in  the  way  of  general  conversa- 
tion; the  purchase  the  customer  is  making  will  sometimes 
give  the  desired  hint. 

If  you  are  able  to  show  the  customer  that  you  are  in 
touch  with  what  is  correct  in  clothing  you  are  likely  to  find 
that  man  back  again.  In  addition  to  knowing  the  correct 
accessories  for  dress  or  other  formal  wear,  the  color  charts 
provide  a  fund  of  information  which  will  be  of  great  value. 
A  customer  wants  to  buy  a  necktie.  Merely  to  show  the 
selection  is  poor  salesmanship.  The  customer  will  see  so  many 
and  of  such  bewildering  variety  that  he  is  not  likely  to  get 
anywhere.  The  dazzle  is  likely  to  spoil  his  sense  of  taste 
and  lead  him  to  take  something  that  will  not  be  satisfactory. 

Select  a  Tie  From  Your  Own  Judgmt  id. 

When  a  tie  is  asked  for,  reply  with  something  to  the 
effect  that  you  are  carrying  some  of  the  very  latest  things — 
or  make  some  observation  of  a  positive  character  that  should 
be  impressive  with  the  particular  customer.  Note  his  com- 
plexion; dark  men  can  seldom  wear  yellow  or  brown  and 
fair  men  will  not  look  good  in  bright  red  or  orange.  Ask 
with  what  color  of  suit  the  tie  will  be  worn.  Here  is  where 
a  color  chart  comes  in  handy,  for  you  can  at  once  show  the 
customer  what  will  go  best  with  his  clothing  and  taste  in 
neckwear  is  very  important.  Then  with  the  exercise  of  some 
little  judgment  of  the  general  tastes  of  the  customer,  his 
age,  profession  or  calling,  etc.,  produce  a  line  which  you 
think  best  suited. 

If  you_can  do  this  with  discretion  the  next  step  is  to 
pick  out  the  tie  you  think  you  should  sell,  display  it  and  in 
a  positive  manner  put  it  forward  as  the  tie  the  patron  can 
wear;  make  him  think  if  possible  that  it  is  the  selection  of 
the  stock  for  him  and  a  sale  of  that  tie  will  usually  result. 

Looking  for  the  Up-to-Date. 

These  same  ideas  apply  all  along  the  line — to  shirts, 
hosiery  and  all  accessories  as  well  as  to  suits  and  overcoats. 
If  the  new  things  are  to  be  sold  they  must  be  properly  pre- 
sented to  the  customer.  Displaying  them  is  of  great  im- 
portance also.  A  display  is  often  the  original  attraction. 
(Continued  on  page  53.) 
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Some  Knotty  Newspaper  Advertising  Problems 

Should  Aggressive  or  Conservative  Talks  Be  Used? — Should 
Space  Be  Given  to  Regular  Goods  or  Special  Lots? — Is  Catering 
to  the  Regular  Trade  Rather  Than  to  Transients  Preferable? — 
One  Man's  Opinion. 

Reported  by   Staff  Correspondent. 


ONE  of  the  several  addresses  given 
before  the  Eetail  Division  of  the 
Associated  Advertising  Clubs  of 
the  World  at  the  recent  Toronto  con- 
vention was  that  by  Frank  T.  Black,  of 
the  advertising  department  of  Filenes, 
Boston,  Mass.,  a  man  with  a  wide  ex- 
perience in  the  various  phases  of  news- 
paper advertising. 

Mr.  Black  discussed  the  following 
questions: 

1 — Should  a  department  store  split  up 
its  advertising,  running  each  de- 
partment separately;  or  is  it 
better  to  group  the  departments 
in   one   large  "  ad  "? 

2 — What  percentage  of  the  advertis- 
ing space,  if  any,  should  be  given 
to   editorial   advertising1? 

3 — Should  the  tone  of  the  advertis- 
ing be  very  aggressive  or  con- 
servative ? 

4 — Should  the  bulk  of  the  space  be 
given  to  the  advertising  of 
special  lots  or  to  regular  stocks 
at  regular  prices? 

5— Should  comparative  prices  be  used? 

6 — Should  the  character  of  the  copy 
be  such  as  to  cater  chiefly  to 
transient  readers  or  to  a  regular 
permanent  audience? 

7- — Should  the  advertising  be  illus- 
trated and  should  the  illustra- 
tions reproduce  the  actual  mer- 
chandise supplied? 

So  far  as  the  retail  grocer  is  con- 
cerned, it  is  not  necessary  to  go  into 
all  these  questions,  but  the  discussion 
on  many  of  them  will  probably  bring 
out  new  thoughts  which  will  be  of  value 
to  all.  Question  No.  3,  "  Should  the 
tone  of  the  advertising  be  very  aggres- 
sive or  conservative?  "  is  one  that  will 
appeal  to  every  dealer  who  uses  news- 
paper space,  handbills,  showcards,  or 
streamers. 

"  In  propounding  this  question,"  said 
Mr.  Black.  "  I  had  in  my  mind  two  dis- 
tinct  classes   of  retail   copy: 
First,   the   class   that   says   "  To-mor- 
row when  the  doors  open  at  8.30  we 
inaugurate     the     most     stupendous, 
epoch-making  economy  event,"  etc., 
etc. 
Second,  the  kind  of  copy  of  which   a 
better    composite    representation    would 
read,    "  This   store    has    for    sale," 
etc. 


There  seems  to  be  little  choice  here. 
As  purchasers  we  all  prefer  to  be 
tempted  rather  than  to  be  sandbagged. 

And  yet  we  venture  to  say  there  are 
more  stores — large  stores — in  this 
country  to-day  using  class  No.  1  adver- 
tising than  there  are  using  the  second 
class. 

"Aggressive,"  meaning  "  to  fight,  to 
quarrel,  to  attack  " — is  there  anything 
in  the  meaning  of  the  word  in  harmony 
with  service,  with  the  recognized  mis- 
sion of  the  modern  store? 

On  the  other  hand,  we  have  "  conser- 
vative," meaning  "  the  desire  or  power 
to  preserve."  Isn't  that  what  we  all 
desire,  to  preserve  our  friendly  rela- 
tions with  our  public — to  preserve  or 
conserve  our  mutual  interests? 

Good  advertising  "  preserves  "  rather 
than  "  attacks  "—tells  what  "the 
store  can  do  "  rather  than  what  the 
"  customer  must  or  should  do  " — is  a 
guide  to  the  buyer  rather  than  a  spur, 
a  leader  rather  than  a  driver. 

Effective  publicity  dwells  not  in  the 
aggressiveness  of  the  language;  the  size 
or  blackness  of  the  type,  but  largely 
in  the  degree  of  intent  or  willingness  to 
serve  behind  the  publicity  does  its  power 
dwell. 

Advertising  that  helps  the  buyer  to 
buy  rather  than  advertising  that  sells — 
in  such  small  distinctions  lies  the  differ- 
ence between  success  and  failure. 

Many  Lured  on  Rocks  of  Disaster. 

Question  No.  4  will  also  be  of  interest. 

"  Should  the  bulk  of  the  space  be 
given  to  the  advertising  of  special  lots 
or  to  regular  stocks  at  regular  prices?" 

One  man  says,  "  Why  talk  about  re- 
gular things?  Use  all  your  space  for  the 
extraordinary,  the  bargain.  Everyone  is 
keen  to  save  money." 

The  other  says,  "  Everybody  is  yelling 
bargains.  I  want  to  be  different.  I  will 
talk  good  staple  things  at  fair  prices. 
My  very  modesty  will  attract." 

Both  are  right.  Everyone  is  keen  to 
save  money — but  not  at  the  expense  of 
everything  else.  There  is  a  time  and 
place  for  everything  including  bargain 
advertising. 

I  know  a  store  selling  nothing  but  ap- 
parel. It  is  a  highly  specialized  store, 
dividing  its  stocks  into  many  divisions 
and  expecting  the  head  of  each  division 
to  know  all  there  is  to  know  about  his 
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or  her  branch  of  apparel.  At  the  height 
of  the  season,  when  these  experts  have 
scoured  the  markets  of  the  world  for  the 
best  and  newest  and  gathered  the  fruits 
of  their  work  together  for  all  to  see, 
that  is  big  news — bigger  than  any  tem- 
porary price  advantage  on  a  limited  lot. 

Later,  perhaps,  when  the  newness  has 
worn  off,  when  there  are  gaps  in  the 
merchandise  ranks,  when  the  public  are 
supplied  save  those  who  have  waited 
from  motives  of  economy — then,  the 
bargain   comes   into   its  own. 

Style,  fit,  assortment,  price — that  is 
the  order  in  season.  Price,  style,  fit, 
assortment — so  the  ranking  of  publicity 
items  runs  after  the  season's  zenith. 

There  are  exceptions.  I  know  another 
store  that  deals  in  nothing  but  bargains 
— a  store  that  cares  nothing  for  assort- 
ment— that  has  no  regular  stocks  or 
prices.  Yet  even  in  that  store  the  plan, 
the  scheme  that  makes  these  constant 
bargains  possible  is  a  greater  attraction, 
a  stronger  talking  point  than  the  bar- 
gains themselves. 

The  bargain  siren  has  lured  many  an 
advertiser  to  disaster  on  the  rocks.  It 
seems  but  common  sense  to  suggest  that 
expensive  newspaper  space  can  be  used 
with  greater  profit  to  feature  something 
that  can  be  supplied  as  well  a  week  or  a 
month  later,  than  when  devoted  to  op- 
portunities of  which  many  of  the  people 
we  pay  to  reach  cannot  avail  themselves, 
because  of  the  time  limitation  alone,  if 
for  no  other. 

Transients  or  Regular  Readers. 
Many  dealers  have  pondered  over  the 
question — "  Should  the  character  of  the 
copy  be  such  as  to  cater  chiefly  to  tran- 
sient readers  or  to  a  regular  permanent 
audience?  " 

Mr.  Black  treated  it  as  follows: — The 
question  was  prompted  by  a  pet  theory 
of  my  own,  which  I  will  present  here  as 
my  answer  to  the  question. 

\1\    theory  is — 
— that   every  reliable  store  lias  its  own 

following. 
-  that  it  is  a  store's  duty  and  privilege 
to  keep  that  following  informed  as 
to  style,  value  and  other  merchan- 
dise features  and  changes. 
—that  the  store  doing  this  most  thor- 
oughly will  soon  have  the  largest 
following. 

(Continued   on    page   63.) 


Complete  Report  of  Canadian  Window  Trimmers'  Convention 


"On  To  New  York,"  Display  Men's  Slogan 

Canadian  Association  Decides  To  Accept  Invitation  Of  Interna- 
tional Association  To  Participate  In  Convention  There  Next  Year. 
— Many  Helpful  Demonstrations  And  Addresses  At  Third  Annual 


Convention. 


-A  Change  Of  Name. 


THE  third  annual  convention  of  the 
Canadian  Window  Trimmers ' 
Association  took  several  momen- 
tous steps.  A  minor  one,  suggested  some 
months  ago  by  The  Review,  was  a 
change  in  name  of  the  organization  to 
the  Canadian  Association  of  Display 
Men.  This  was  in  line  with  the  feeling 
that  the  term  "window  trimmer"  was 
too  limited,  not  only  because  card 
writers  and  ad.  men  were  included  in  the 
membership,  but  because  the  work  of 
the  men  who  dressed  the  windows  had 
come  to  include  display  work  that  cov- 
ered every  activity  of  the  store  along 
this  line.  The  change  found  unanimous 
support. 

The  most  radical  movement  launched 
at  this  convention,  however,  was  the 
decision  to  hold  the  next  annual  meet- 
ing in  New  York  city  during  the  first 
week  of  August  next  year.  This  was 
done  on  receipt  of  a  cordial  invitation 
from  Messrs.  Hurst  and  Edgell,  of  the 
International  Association  of  Display 
Men,  and  the  Greater  New  York  Associ- 
ation, to  take  part  in  the  International 
meeting  which  had  been  won  from  Chi- 
cago for  next  year  by  the  ambitious 
New  Yorkers.  The  decision  was  reached 
on  the  understanding  that  the  Canadian 
association   would   maintain    a   separate 


THE  NEW  OFFICERS. 

Hon.  President— H.  W.  Hol- 
linsworth. 

President — J.  A.  McNabb, 
of  Richard  Hall  &  Son,  Peter- 
borough. 

First  Vice-President — F.  L. 
Kickley,  C.  W.  Sherwood's, 
Regina. 

Second  Vice-President  —  A. 
W.  Murdison,  R.  H.  Williams, 
Regina. 

Executive  Committee  —  H. 
H.  Black,  Dry  Goods  Review, 
chairman;  Roy  Root,  The  Rob- 
inson Co.,  Napanee;  Mr.  Van 
Potter,  of  H.  S.  Falls  Co.,  Sim- 
coe;  Mr.  Jervis,  O'Reilly's, 
Ottawa;  Warren  Andrews,  An- 
derson Co.,  St.  Thomas. 

Committee  of  Arrangement 
for  New  York  Convention. — 
A.  E.  Hurst,  A.  J.  Edgell,  New 
York. 

Committee  of  Publicity. — H. 
H.  Black,  N.  R.  Perry. 


identity,  hold  a  regular  business  meeting 
and  elect  officers  next  year,  affiliate  ex- 
ternally with  the  United  States  Associa- 
tion, and  reap  the  benefit  of  its  full  pro- 
gram, and  be  free  to  choose  to  hold  a 
separate  convention  in  Canada  in  1916 
or  continue  to  meet  along  with  the  other 
organization. 

The  representatives  of  the  Interna- 
tional made  it  clear  that  no  Canadian 
would  be  accepted  for  membership  unless 
he  came  in  through  the  Canadian  soci- 
ety and  paid  its  annual  fees.  An  effort 
will  be  made  shortly  by  the  "C.  A. 
D.M."  to  bring  the  International  Con- 
vention witli  its  1,000  and  more  attend- 
ing members  to  Canada,  and  the  first  on- 
slaught along  this  connection  will  be 
made  next  year. 

The  opportunity  of  reaping  all  the 
advantages  in  the  older  association  ap- 
pealed strongly  to  the  Canadian  mem- 
bers who  already  are  planning  for  a 
special  car. 

' '  We  will  put  up  a  number  of  stunts 
to  show  Canada's  on  the  map  and  bring 
the  convention  to  Canada,"  declared 
President  J.  A.  McNabb,  who  was  re- 
elected, at  the  closing  session. 

The  convention  brought  out  a  number 
of  new  members  and  keen  competitions 
(Continued   on   page   53.) 


To  Do  a  Thing  Effectively  Do  It  Electrically 

The  Latest  Designs  For  Lighting  Windows,  Showcases,  And 
Interiors.— The  Brilliant  Nitrogen  Lamp.— Fifty-foot  Clocks.— 
Types  of  Eeflectors.— Outlet  Boxes,  Time  Switches  and  Color 
Caps. 


Verbatim  Report   of  Address  by  A.  J.   Edgell*   at   C.W.T.A.   Convention. 


INT  the  broad  sense,  store  front  pub- 
licity means  not  only  the  show  win- 
dows, but  every  exterior  feature  that 
draws  attention  to  the  front  or  even 
the  building  itself.  Electricity  lends 
itself  very  effectively  to  store-front  pub- 
licity. Attractive  store  fronts  and  light 
are  the  builders  of  a  modern  business 
street.  Light  Mill  inject  new  life  into  a 
street  and  will  often  overcome  a  bad  lo- 


cation, as  brightly  lighted  streets  attract 
the  public.  Good  illumination  is  the 
greatest  aid  to  selling,  for  people  are 
gayer  and  readier  to  spend  money  when 
lights  are  bright. 

Wise  merchants  take  advantage  of 
this  fact  and  band  together  for  the  bet- 
ter illumination  of  the  business  districts. 

By  means  of  ornamental  posts,  with 
clusters  of  bright  lights,  arches  of  light 
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over  the  streets,  electric  signs,  outlining 
their  buildings  with  lights,  and  effective 
illumination  of  their  show  windows, 
merchants  turn  these  business  sections 
into  Great  Light  Ways.  Publicity  of 
this  kind  pays  big  dividends  in  increased 
business.  A  good  electric  sign  gives  a 
store  front  an  air  of  prosperity.  People 
can't  escape  an  electric  sign — it  forces 
itself  on  their  vision  and  burns  its  mes- 


Dry  Goods  Review 


MEN'S    WEAK   SECTION. 


Complete  Report  of  Canadian  Window  Trimmers'  Convention 


sage  into  their  minds.  The  electric 
sign's  efficiency  is  greatly  increased  if 
run  on  a  flasher.  The  movement  arrests 
the  attention,  as  the  eye  is  naturally  at- 
tracted by  anything-  in  motion. 

•  *     » 

Brilliant  Light  With  Help  of  Nitrogen. 

For  lighting  large  areas,  both  interior 
and  exterior,  a  new  lamp  has  been 
brought  out.  This  is  the  high  candle- 
power  mazda  lamp  and  operates  at  an 
efficiency  that  is  thirty-three  per  cent. 
higher  than  ever  before  obtained  in  a 
commercial  incandescent  lamp  for  stand- 
ard lighting  circuits.  The  color  of  light 
given  by  these  lamps  is  superior  to  that 
given  by  any  other  form  of  incandescent 
lamp.  Because  of  the  intense  brilliancy 
of  the  filament,  it  is  desirable  that  the 
lamps  be  used  with  some  form  of  dif- 
fusing glassware.  They  are  ideal  for 
use  with  indirect  or  semi-indirect  light- 
ing fixtures.  They  may  be  used  with  a 
shade  to  throw  the  light  into  the  show 
window.  Instead  of  the  tungsten  fila- 
ment burning  in  a  vacuum  as  in  the 
past,  the  bulb  of  these  high  candle-power 
lamps  is  filled  witsh  nitrogen  gas,  great- 
ly increasing  their  brilliancy  and  effici- 
ency without  increasing  the  amount  of 
current  consumed.  The  one  shown  is  a 
500-watt  lamp,  giving  about  a  thousand 
candlepower  light.  These  lamps  can  be 
had  in  smaller  sizes,  and  in  sizes  up  to 
1,000  watts,  giving  about  two  thousand 
candlepower — and  that  is  some  light! 
Imagine  the  brilliancy  that  it  is  possible 
to  get  from  these  lamps !  Picture  a  busi- 
ness section     with  a  row     of     them  on 

either  side  of  the  street ! 

*  *     * 

Fifty-Foot  Electric  Clock 

Another  important  feature  of  store- 
front publicity  might  be  an  electric 
clock.  A  merchant  who  includes  an  el- 
ectric clock  in  his  store-front  publicity 
is  doing  the  public  a  good  turn  and  in- 
cidentally makes  good  advertising  for 
himself.  These  clocks  are  in  pairs;  a 
waster  clock  which  is  of  ordinary  size 
and  placed  in  the  store  interior,  and  the 
secondary  clock,  which  is  the  one  used 
on  the  exterior.  The  secondary  clock 
range  from  twelve  inches  to  fifty  feet  in 
diameter. 

More  Time  at  Night  to  Observe. 
During  the  day  people  may  not  have 
time  to  give  more  than  a  passing  glance; 
at  night  they  have  more  time  and  incli- 
nation to  observe  displays,  and  therefore 
it  is  apparent  that  the  more  effective  is 
the  night  showing  the  bigger  is  the  re- 
sult. But  no  matter  how  excellent  win- 
dow displays  arc,  if  they  are  not  light- 


ed properly  they  will  not  attract  the  at- 
tention and  sell  the  goods  they  show. 
Brilliant  lights  from  hidden  sources  will 
increase  the  selling  power  of  the  best 
window  display.  The  show  windows  are 
the  eyes  of  a  business  and  it  is  import- 
ant that  they  should  be  kept  bright  and 
sparkling. 

No  Bright  Lights  in  Field  of  Vision. 

In  order  to  see  a  window  display 
clearly  and  easily,  without  eye-strain, 
bright  lights  in  the  field  of  vision  should 
be  avoided,  as  the  picture  of  the  light 
source  itself  will  be  formed  on  the  re- 
tina of  the  eye  and  other  objects  will 
appear  dim  in  comparison.  A  point  of 
light  attracts  the  eye  and  so  detracts 
from  the  display.  Exposed  lamps  run- 
ning around  the  border  of  the  window  or 
installed  in  ceiling  sockets  or  in  chande- 
liers, dazzle  the  eye  and  so  blind  the 
prospective  purchaser  that  it  is   impos- 

ELECTRICAL  SERIES. 

The  Review  has  arranged 
for  a  series  of  special  articles 
by  Mr.  Edgell  on  Window,  In- 
terior and  Show  Case  Lighting, 
Street  Lighting  and  Electric 
Service,  including  Elevators 
and  Delivery.  These  articles 
will  be  illustrated  and  keep 
our  readers  in  touch  with  the 
many  developments  in  elec- 
trical illumination. 


sible  for  him  to  see  properly  the  goods 
exhibited.  A  blaze  and  glare  of  light 
may  attract  attention;  but  a  window  so 
lighted  fails  as  a  sales  producer. 

Show  Case  Lighting. 

A  brilliantly  lighted  show  case  is  as  at- 
tractive an  object  within  a  store  as  a 
well-lighted  window  is  to  the  outside. 

It  is  advisable  to  consult  a  window- 
lighting  expert  when  lighting  systems 
are  to  be  purchased.  There  is  probably 
more  waste  in  the  illumination  of  show 
windows  than  in  any  other  department 
of  a  store,  as  merchants  who  may  display 
great  business  intelligence  in  other  mat- 
ters sometimes  disregard  the  laws  per- 
taining to  this  important  matter  and 
select  systems  of  lighting  entirely  unfit- 
ted Cor  their  particular  types  of  win- 
dows Window  illumination  is  a  dif- 
ferent proposition  from  other  kinds  of 
lighting  and  all  illuminating  engineers 
are  not  competent  to  advise  correctly  in 
this  matter. 
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No  Light  and  Dark  Patches. 

For  show  ease  lighting  special  reflect- 
ors are  manufactured  and  a  special  lamp 
is  made  for  use  instead  of  the  ordinary 
lamp  which  would  be  too  bulky.  The 
filament  in  a  lamp  of  this  kind  is  a 
straight  tungsten  wire  that  gives  a  line 
oi  light.  With  lamps  of  this  kind  a  case 
may  be  lighted  without  alternate  dark 
and  light  patches,  the  line  of  light  giving 
a  uniform  illumination.  A  lamp  of  this 
kind  is  also  used  with  a  trough  reflector 
for  show  window  lighting,  and  the  same 
claims  are  made  for  it  as  in  the  lighting 
of  cases — that  the  line  of  light  gives  a 
uniform  illumination.  In  a  reflector  of 
this  sort  a  mazda  tungsten  lamp  of  the 
ordinary  shape  might  be  used.  It  is  not 
necessary  to  say  that  the  ordinary  car- 
bon filament  lamp  should  not  be  used :  it 
i:s  too  well  known  that  a  mazda  lamp 
gives  three  times  the  light  at  the  same 
current  consumption.  This  is  a  50-watt 
carbon  filament  lamp  and  consumes  10 
watts  more  current  than  the  40-watt 
mazda  lamp.  It  is  readily  seen  how 
much  better  light  the  mazda  lamp  gives. 
'  The  holophane  system  of  lighting  is 
used  frequently  in  open  windows  and 
also  in  windows  where  it  is  desired  to 
throw  the  light  straight  down,  as  in  the 
case  of  drug  store  and  cigar  store  win- 
dows. Holophane  is  also  used  when  a 
sign  is  lettered  on  the  windows  or  a  sign 
of  stained  glass  at  the  top  of  the  window 
is  to  be  illuminated.  A  sign  of  this  kind 
has  interchangeable  letters  and  can  be 
used  to  feature  the  goods  carried,  or 
special  sales.  Letters  come  in  the  differ- 
ent colors  shown.  This  is  one  way  to 
make  the  window  lights  serve  the  double 
purpose  of  illuminating  the  show  window 
and  a  sign. 

Silver  Plated  Mirrors. 

Individual  reflectors  are  favored  by 
many  and  there  are  many  different 
shapes  to  be  had,  ranging  from  that 
shaped  like  a  poke-bonnet  through  the 
scoop,  visor,  helmet  and  numerous  other 
shapes,  each  having  the  power  of  effec- 
tively illuminating  certain  types  of  win- 
dows, the  reflecting  surfaces  ranging 
from  mirrors  with  quicksilver  backs  to 
pure  silves-plated  mirrors — one  of  the 
most  powerful  reflecting  surfaces  known. 

There  is  a  type  of  lighting  for  every 
window;  whether  trough  reflector,  hel- 
met retlector  or  holophane  depends  on 
the  window  to  be  lighted. 

No  Annoying  Shadows 

The  ideal  window  illumination  is  that 
in  which  the  light  units  are  concealed 
and  the  light  itself  is  thrown  from  the 
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500  Window   Trims  Like   This. 


EAA  WINDOW  TRIMS  LIKE 
WWVTHESE  IN  ONE  SET 

ONKEN 

INTERCHANGEABLE 
WOOD  WINDOW  DISPLAY  FIXTURE 

YOU  NITS  - 


PAT 0  IN 
MITEO  SIA1 
AND  EOUEI 
COUNTRIES 

The  Storage  Chest.  The  1 30  YOUNITS  that  make  up  this  set  are 
put  up  Id  A  HARDWOOD.  HINGED  LID  STORAGE  CHEST 
(oiled  finish).  A  good  place  to  keep  any  part  of  the  set  that  it  not 
being  used 

Stock  Carried  In 

Cincinnati,  New  York.  San  Francisco  and  Canada. 

Address  all  correspondence  for  above  points  to  Cincinnati,  O. 


Now! 


A  complete  set  of  wood 
Window  Display  Fixtures  for 
the 

General  Store  Trade 

So  complete  in 
every  detail  that  you  can 
make  over  500  distinct 
Window  Trims  with  this  one 
set.  This  will  keep  your  win- 
dow in  good  trims  for  the 
next  dozen  years,  for 

00 


$25.°° 


F.    O.    B.    Hamilton,   Ont. 

Write  for   particulars 

and   special 

Catalog 

No.  104 

You   then   can   order   through   your 

Wholesale   Dry   Goods   House 

Our  Standard  Finishes.     We  will  ship 

this  set  in  either  Weathered,  Golden  or  Antique  Oak, 
all  in  a  soft,  mellow  wax  (non-scratchable)  finish. 

Foreign  distributor  r 

Australia — Chas.  Ritchie,  Sidney,  Australia. 

Write  above  for  foreign  pricis. 


The  Oscar  Onken  Co. 

382  Fourth  Ave., 

Cincinnati,  Ohio,  U.  S.  A. 
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top  and     front     so     that     no  annoying 
shadows   are   made.      The   effect   of  this 
kmd  of  lighting  is  that  of  a  well-lighted 
stage;    all    objects   in   the   display   show 
clearly  and  there  is  no  eye  strain. 
A  Time  Switch. 
A  time  switch  for  controlling  the  win- 
dow   lights    is    an    excellent    investment 
and  soon  pays  for  itself  in  that  it  can  be 
regulated  to  turn  the  lights  on  at  dusk 
and    off   after   the    theater   crowds   have 
passed,  and  so  prevent  waste  of  light.  It 
has  been  wisely  said  that  a  time  switch 
for  controlling  the  lights  is  as.  far  ahead 
of  a  clerk  or  watchman  as  a  mazda  lamp 
i.5  in  advance  of  a  tallow  candle.    A  time 
switch    saves    the    annoyance    of    going 
back  to   the   store   once   or   twice   every 
evening  to  turn  the  lights  on  or  off. 
Outlet  Boxes. 
To  get  an  electric  connection  for  any 
of  the  many  devices  that  may  be  used, 
every  show  window  should  have  an  out- 
let box,  eliminating  the  necessity  of  run- 
ning unsightly  cords  from  lamp  sockets. 
These  outlet  boxes  should  be  at  the  rear 
of  the  window.    Two  of  these  outlets  are 
sufficient  for  the  ordinary  window,  for 
with  two,  and  devices  of  this  kind,  as 
many  connections  may  be  made  as  de- 
sired.    This  is  a  Benjamin  cluster  plug 
and  has  four  sockets.    With  two  of  these 
plugs  of  course  eight  connections  could 
b(   had. 

In  order  for  a  show  window  to  be  a 
sales  producer,  it  must  carry  a  message. 
One  very  efficient  manner  is  by  means  of 
show  cards;  but  when  it  is  desired  to 
make  the  message  especially  strong,  elec- 
tric miniature  signs  should  be  used. 
Letters  for  these  signs  are  interchange- 
able and  require  no  special  wiring.  These 
letters  have  glass  slides  on  either  side 
and  each  side  may  be  made  to  carry  a 
different  message,  as  sometimes  might 
be  desired  in  the  store  interior.  The 
type  of  letters  reading  "Do  It  Electric- 
ally," are  probably  familiar  to  all  of 
you  because  of  their  extensive  use  in 
show  windows  and  interiors;  in  the  show 
windows  for  announcing  special  sales, 
trade  mark  names,  and  so  on;  and  in  the 
store  interior  for  calling  attention  to 
departments,  stairways,  elevators,  or  any 
of  the  many  other  uses  to  which  they 
might  be  put. 

Many  novel  signs  may  be  operated 
and  many  stunts  may  be  pulled  off  with 
il,,.  aid  of  electricity,  and  in  this  way  a 
"punch"  can  often  be  put  into  a  dis- 
play. 

Small  motors  ranging  from  one- 
thirtieth  horse-power  may  be  used  to 
operate  window  devices  of  this  kind. 
Several  manufacturers  make  a  specialty 


of  such  motors.  Small  flashers  of  this 
kind  may  be  used  to  illuminate  a  sign 
after  the  window  lights  are  out,  or  to 
wink  a  sign  over  a  department. 

Colored  Caps. 

It  is  no  longer  necessary  to  dip  lamps 
in  dyes  to  get  colored  effects,  since  color 
taps  of  this  kind  are  to  be  had;  they  are 
made  to  tit  all  standard  sized  lamps, 
give  a  uniform  color  and  can  be  had  in 
practically  any  color.  The  advantages 
of  these  colored  caps  will  be  readily  ap- 
parent to  any  one  who  has  used  the 
messy  dyes  for  coloring  purposes. 

Frequently  the  yard-goods  depart- 
ments have  only  artificial  light ;  and 
electricity,  as  usual,  comes  to  the  aid 
of  a  customer  who  wishes  to  match  col- 
ors with  a  device  of  this  kind.  This 
color  matching  device  filters  the  light  so 
that  it  has  the  color  of  daylight  and  per- 
mits the  matching  even  of  delicate 
shades.  A  device  of  this  kind  in  the 
show  window,  and  a  card  telling  the 
public  that  they  may  match  colors  in 
the  yard-goods  department  day  or  night, 
will  undoubtedly  help  this  department 
materially. 

The  simplest  method  of  removing 
frost  from  show  windows  is  by  means  of 
an  electric  fan,  while  in  the  summer  a 
tan  in  operation  near  the  entrance  to 
a  show  window  will  not  only  circulate 
the  air  but  will  prevent  flies  from  enter- 
ing. 

Vacuum  Cleaners,  Flashers,  etc. 

An  electric  vacuum  cleaner  should  be 
used  in  windows  with  carpeted  floors, 
for  instead  of  dust  and  lint  rising  to  be 
breathed  in  by  the  trimmer,  as  is  the 
case  when  a  broom  is  used,  all  dust  and 
lint  are  removed  and  the  air  is  left 
clear. 

An  electric  flatiron  may  be  used  for 
pressing  ribbons  or  other  materials  be- 
ionging  to  the  display  department,  that 
become  mussed  in  the  show  window. 

An  electric  flasher  is  of  service  not 
only  for  signs,  but  can  be  used  for  chang- 
ing light  effects  in  the  show  window  and 
store  interior.  One  is  made  with  30 
different  combinations  of  light  and  when 
used  in  Toronto  drew  such  a  crowd  that 
the  police  intervened. 

An  electric  fountain  in  the  show  win- 
I'i.A  or  -tore  interior  makes  a  beautiful 
centerpiece  when  banked  with  plants. 
This  electric  fountain  has  a  self-contain- 
ed motor  and  pump,  using  the  water 
over  and  over  and  requiring  no  outside 
water  connections.  It  can  be  attached 
to  the  ordinarj  lighting  circuit  and  when 
once  filled  will  run  for  hours  without  at- 
tention. Central  stations  usually  have 
devices  of  this  kind  to  rent  at  a  reason- 
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aide  pri  e  if  it  is  not  advisable  to  pur- 
chase one. 

Other  decorative  features,  such  as  el- 
ectric  flowers,  fruits,  etc.,  can  also  be 
had  from  central  stations. 

Miniature  lamps  can  frequently  be 
used  to  advantage  in  the  show  window 
as  a  decorative  feature,  as  their  brilli- 
ancy is  not  c;reat  enough  to  dazzle  the 
eye  and  detract  from  the  balance  of  the 
display.  During  the  Fall  and  Winter 
months  such  decorative  features  are 
especially  effective.  Miniature  lamps, 
when  used  in  interior  displays,  twined 
through  artificial  foliage,  enhance  the 
appearance  of  the  decorations. 

These  are  but  a  few  of  the  many  elec- 
tric  devices  that  may  be  used  in  the  show 
window;  and  in  closing  let  me  give  you 
a  tip:  When  you  wish  to  do  a  thing  ef- 
fectively— "Do  It  Electrically." 


*Mr.  Edgell,  in  addition  to  being  in  charge 
of  the  Display  Science  Bureau  of  the  Society 
for  Electrical  Development.  Inc..  of  New 
York,  is  second  vice-president  of  the  Inter- 
national Association  of  Display  Men  :  chair- 
man of  the  Educational  Committee  of  the 
same  association,  and  president  of  the 
Greater  New  York  Display  Managers'  Ass*  - 
ciation. 

@ ■ 

"ON  TO  NEW  YORK" 

(Continued  from  page  49.) 
in  window  displays,  card  writing  and 
ad.  writing.  The  judges  will  make  their 
decisions  about  August  25.  and  the  re- 
sults will  be  announced  in  the  September 
2  issue  of  The  Review. 

The  demonstrations  were  of  a  highly 
practical  nature,  and  provided  a  most 
valuable  experience  for  the  members  in 
attendance.  Among  these  were  talks  by 
Mr.  A.  E.  Hurst  on  window  trims  with 
stereopticon  views,  and  the  connecting 
up  of  windows  and  advertising.  Mr. 
Edgell  on  the  latest  electrical  appliances 
for  display  work;  drapery  demonstra- 
tions by  E.  P.  Burns  and  demonstrations 
on  the  uses  of  alabastine  for  back- 
grounds and  other  decorative  work. 


EVERY  SALESMAN  AN  AUTHORITY 
ON  STYLE. 

(Continued  from  page  47.) 
Sometimes  it  is  an  unconscious  one  and 
what  is  seen  in  the  window  will  only  be 
brought  again  to  the  attention  of  the 
customer  by  a  reference  to  it  by  the 
salesman.  New  goods  should  always  be 
put  on  display  in  the  window-;  it  is  there 
thai  they  will  be  looked  for  and  if  your 
store  has  a  reputation  for  being  up-to- 
date  you  will  find  that  there  will  be  a 
following  of  your  display;  just  as  soon 
as  a  man  begins  dressing  up-to-date  he 
begins  to  take  an  interest  in  the  changes 
in  the  styles  and  he  will  keep  in  touch 
witli  your  window  -. 
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D.&P.Full  Wax  Figures 

WILL  MAKE  YOUR  DISPLAYS  A 
STRONGER  PULLING  FORCE 

Buy  from  the  jactory 


Don't  close  your  eyes  to  the  needs  of  your  display  department,  thinking 
that  you  are  practising  economy,  for  the  strong  pulling  power  of  your 
store  is  its  display — why  cripple  it  with  poor  fixtures?  Keep  up  the  big 
pulling  force  by  using  D.  &  P.  Wax  Figures  for  the  true-to-life  exhibit- 
ing of  your  Fall  costumes.  Anticipate  your  needs  now  while  there  is 
time  to  get  good  service  right  from  the  D.  &  P.  factory. 

Write  for  the  catalog  showing  complete  range  of  fixtures,  forms,  etc. 

We  extend  a  cordial  invitation  to  merchants  visiting  the  Exhibition  to  call 

and  see  us. 


DALE  and  PEARSALL 

"  The  Wax  Figure  People"*  Toronto 


EXHIBITION     VISITORS 


NOTE  : 

We  absolutely 
guarantee  : 

Natural 

human 

hair. 

Finest 
wax. 

New-fashion- 
ed hips. 

No  wire 
skirt  to  show 
where  gar- 
ment is  tight. 

Solid   base 
completely 

covered  by 
skirt. 

Rubber 
bumpers. 

Total — 

Every  point 
right. 


No.  47-C 
Price  $30.00 


Jake  a   "Parliament"   car  near 

Union  Depot  to  Ontario — call  at 

99  and  see  whafs  new  in  wax 

figures  and  fixtures  for  Fall  display 


We're  always  pleased  to  have 
you  step  in  and  look  around 
whether  purchases  are  made  or 
not.  We  are  here  to  show  and 
explain  the  merits  of  our  goods. 


We  are  "on  the  inside"  when  it 
comes  to  window  and  depart- 
ment display  fixtures.  Call 
when  in  the  city. 


A.  S.  Richardson  and  Company 


The  oldest  and  still  the  best  Wax 
Figure    Manufacturers   in    Canada 


99   Ontario    Street        (Corner  Queen   East  and  Ontario)        TORONTO 
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Two  " Stunts'    in  Men's  Wear  Trims  That  Proved  Good  Sellers 


BEFORE  WE 

FEED  THEN 

TO  THE 

COW 

"Your  Choice 


EN0C  Nl  EREH 


ENTRANCE 


EMOC       Nl       EREH 

Some  Stunts  in  Men's  Wear  Window  Trims 

Clever  Devices  to  Attract  Public  Attention  —  How  the  "Sir 
Thomas"  Was  Launched — A  Dutch  or  Chinese  Message? — Bed 
Line  Across  Sidewalk — His  Master's  Choice — One  a  Week  Best 
of  Publicity. 


4tO  OME  stunts  in  men's  wear  win- 
^^  duw  displays,"  or  "Connecting 
^"^  up  advertising  and  window  dis- 
plays" as  a  secondary  title,  was  the 
subject  of  a  bright  talk  and  demonstra- 
tion of  Mr.  Hurst  on  Wednesday  morn- 
ing, the  second  day  of  the  convention.  He 
illustrated  his  address  by  some  sketches 
of  his  own,  a  couple  of  which  are  repro- 
duced here,  and  the  balance  will  follow 
in  next  issue. 

He  picked  out  as  his  first  illustration 
a  very  recent  one  by  Truly  Warner,  "the 
well-known  bat  man"  of  New  York  city. 
II  was  in  connection  with  bringing  out  a 
new  style,  which  he  aptly  called  the 
"Sir  Thomas,"  catching  public  atten- 
tion at  the  moment  when  the  challenger 
for  the  Blue  Ribbon  of  the  sailing  world 
was  on  its  way  across  the  ocean. 

"One  of  the  best  campaigns  ever 
placed,"  was  Mr.  Hurst's  admiring  com- 
ment. This  was  done  both  by  window 
and  newspaper  advertising.  He  first 
placed  in  his  window  a  large  hat -box 
with  the  lid  on,  and  a  champagne  hot  lie, 
corked,  beside  it,  and  a  representation 
of  an  ocean.  "We're  going  to  launch 
;,  M,  w  (1ne."  was  the  wording  of  the 
card. 

The   day   before   the   Great    Event    the 


card  in  the  window  read:  "Watch  this 
window  to-morrow;  we're  going  to 
launch  a  new  one." 

Christening  To-morrow. 

The  same  day  the  newspaper  ad.  re- 
produced to  a  great  extent  the  window 
with  hat-box  and  bottle.  Under  the 
double  cut  were  the  words:  "To-morrow 
I  Christen  a  New  One,"  and  directly 
under  this  a  big  interrogation  point. 

The  next  day  the  new  hat  rested  on  a 
stand  on  top  of  the  box,  on  exhibition, 
and  beside  it  a  shattered  champagne  bot- 
tle. The  background  was  a  sea  scene, 
with  a  yacht  sweeping  across  under  full 
sail.  The  dividers  of  this  section  were 
edged  with  rope,  and  on  top  of  each  a 
lifebuoy  was  hung,  inscribed  "Sir 
Thomas."  The  showcard  read:  "We've 
launched  another  success."  Sand  cov- 
ered the  floor  and  shells  with  $2  written 
mi    them   were  utilized  as  price   tickets. 

Newspaper  ads.  the  same  day  connect- 
ed up  the  display  window  and  this  was 
repeated  for  several  days.  One  read 
below  a  cut  of  a  man's  head  and  the 
lint  showing  across  a  big  sail:  "Sir 
Thomas  is  my  latest  hat  success.  Tt  's 
new  in  every  way — a  soft  brim  sailor 
with      high      tapering,      diamond-shaped 
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crown.      See      "Sir 
w  indows. "  etc. 


Thomas"     in    my 


A  Red  Strip. 
ONE  PLAN  TO  CALL  attention  to  a 
display  in  a  window  was  to  paint  a  strip 
witli  red  ink  across  the  walk  and  run  it 
up  the  face  of  the  glass  with  red  or  white 
paper,  and  have  a  strip  of  cardboard  in- 
side the  glass  meeting  this  and  continued 
for  2  or  3  inches  within,  and  from  this 
point  connected  by  a  number  of  cords  a 
paper  with   the  display. 

*  •     • 

"Before  we  feed  them  to  the  cow." 

THIS  WAS  THE  CAPTION  on  a  price 
ticket  used  in  a  tail  end  of  the  season  dis- 
play of  straws.    In  a  Large  panel  of  compo 

hoard  was  set  a  toy  cow.  while  a  num- 
ber of  hats  were  piled  on  either  side  at 
the  base.  Tlie  card  read:  "Before  we 
feed  them   to  the  cow":   your  choice,  50 

cents  each ! 

•  •      • 

"Emoc  Ni  Ereh." 

Tills,  AS  WELL  AS  the  following 
scheme,  is  reproduced  in  an  illustration 
herewith.  The  latter  was  an  idea  of  the 
speaker's,    who    had    the    following    in- 
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Fine 
French 
Wax 
Figure 

for  Fall 
Displays 


This  Is  The  Time  To 
Think    Improvement 


r 


For  Fall 


Z> 


You  may  need  a  little  change  in 
your  Displays  —  you  require  new 
Figures,  new  stands,  to  make  them 
more  attractive,  write  us  at  once  for 
our  catalogue  illustrating  thousands 
of  different  up-to-date  stands,  and 
Busts,  Wax  Figures,  Mirrors,  Show 
Cases. 

DELFOSSE  &  CO. 

No.   247  -  249   CRAIG  STREET  WEST 
FACTORY,  1  to  19  HERMINE  ST.,  MONTREAL 


Two    fine    sales  -  producers 
from   the    Clatworthy   range 


"Goods  well  displayed  are  half  sold" 
is  one  of  the  great  secrets  of  success- 
ful merchandising.  Make  your  displays 
a  success  by  showing  your  merchandise 
on  modern,  scientifically-correct  Clat- 
worthy fixtures.  Two  fine  numbers  from 
our  large  range  are  here  illustrated. 
No.  1058.  A  splendid  stand  for  show- 
ing shirts  and  collars  to  the  best  pos- 
sible advantage.  Makes  a  fine  display 
for  either  counter  or  window. 
No.  1056.  Loop  Tie  Stand.  The  base 
is  8  inches  square,  heavily  weighted 
and  provided  with  rubber  tips  on  the 
bottom  to  prevent  scratching  counter. 
Standard  %-inch  square,  28  inches  long, 
cross  bars  are  %-inch  square,  and  have 
12  loop  divisions  on  each.  The  stand 
is  absolutely  rigid  in  every  part.  As 
many  as  2  gross  of  ties  may  be  shown 
on  one  of  these  stands.  Finished  in 
ox.   copper   or   brushed    brass. 

Price,  each   $5.50 


No.  1058— Price  each  $3.75 


Clatworthy  &  Son,  Limited 


No.  1056— Price  each  $5.50 


The  largest  Manufacturers  of 

161  King  St.  W. 


Display  Fixtures  in  Canada 

TORONTO 
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scription   painted  on  the  walk  in    fronl 
of  the  w  indow. 

EMOC    NI    EREH. 

This  was  repeated  on  the  glass  in  both 
windows  in  letters  of  gold  one  inch  high. 

What   was  this,     Greek     or  Dutch  or 
Hindustani? 

Nothing  more  formidable  than  "Come 
In   Here,"  backwards!   And   yet   it   at- 
tracted a  large  amount  of  attention. 
»     *     * 

With  Apologies. 
STILL  ANOTHER  "STUNT"  that  had 
worked  out  well  was  to  set  up  a  hat  on 
a  stand  on  top  of  a  box  and  a  figure  of 
a  small  dog  beside  it;  then  on  the  face 
of  the  box  inscribe  the  words:  "His 
Master's  Choice,"  and  in  smaller  letters: 
"With  Apologies  to  Victor  Talking 
Machine."  „     „     „ 

"Why  Hesitate?" 
FOR  A  NECKWEAR  display  a  phono- 
graph was  the  main  need,  with  a  piece 
of  cardboard  running  out  of  it  and  these 
words  on  it:  "Tango  Ties!  Why  Hesi- 
tate?"    A   line   of  music   on   cardboard 

should  be  placed  above  this. 

*     *     * 

Fig  Leaf. 
FOR  A  CLOTHING  WINDOW  an  idea 
that    "caught   on"  tremendously  was  a 


clothesline  strung  diagonally  across  at 
about  the  elevation  of  the  eye.  To  this 
in  the  centre  was  attached  an  Amunm 
leaf  with  a  clothes  pin  to  hold  it  in 
place. 

The  card  read,  prominently:  "Have 
You  Bought  Your  New  Fig  Leaf  Yet7" 

A  display  of  clothing  of  course,  filled 
the  rest  of  the  space. 

*  *     * 

A  Big  Question  Mark. 
A  SIMPLE  DECREE  good  for  a  show- 
ing of  clothes  or  hats,  or  almost  any 
other  line  of  men 's  wear  was  to  use  a 
large  question  mark  of  compo  board, 
painted  red.  The  caption  of  the  win- 
dow card  would  be:  "Let  This  Answer 
Your  Hat  Question,"  or  "Your  Clothes 
Question,"  etc. 

#  *        41 

All  Eyes  on  a  Special  Brand. 

FOR  EMPHASIZING  A  CERTAIN 
trade-mark  that  was  widely  advertised 
it  was  suggested  that  a  series  of  faces 
be  drawn  and  attached  to  the  window  at 
different  points,  and  tapes  run  from  the 
eyes  to  the  trade-mark  on  the  shirt  in- 
side the  window.  To  get  a  more  realistic 
effect  of  the  famous  "Mutt  and  Jeff" 
dotted  line,  the  tape  could  be  touched 
up  with  black  dots  here  and  there. 


■•All  Eyes  on  the  Blankton  Shirt'* 
would  be  a  good  card  for  auch  a  display. 

•     •     • 

"It  is  not  hard  if  you  stop  and  think," 
declared  Mr.  Hurst  in  advocating  a 
series  of  ideas  like  this,  say  once  a  week. 
The  effect  would  be  to  makft  that  window 
a  drawing  feature  all  over' the  place,  so 
that  people  would  say.  "Let's  go  over 
and    see    what'-    doing    now    at    Blank's 

this    week." 

Stereoptican  Vieixs. 

The  series  of  stereoptican  views  of 
windows  included  those  in  many  of  the 
largest  cities  all  over  the  United  States, 
Seattle,  San  Francisco,  Salt  Lake  City, 
Denver,  Chicago,  Pittsburgh,  Pa.,  Cleve- 
land, Boston,  New  York,  etc.,  and  the 
running  comments  of  the  speaker  were 
much  appreciated  in  the  interpretation 
of  the  points  worthy  of  imitation  in  the 
building  up  of  the  displays.  A  St.  Louis 
store  in  an  opening  window  showed  two 
columns   with   chopping  howls  on  top. 

In  one  store  where  the  bridal  idea  had 
been  introduced  and  a  procession  shown, 
the  display  man  had  made  an  innovation 
by  ticketing  with  price  cards  the  gowns 
worn.  Result:  100  gowns  sold  from  that 
one   window! 


Be  Not  Classed  With  Long-Haired  Artists 

Be  Known  Rather  as  Show  Window  Advertisers  —  Points  in 
Trimmer's  Work  Most  Appreciated  by  the  Average  Employer  is 
Their  Sales  Power,  the  Punch  Behind  Them. 

Verbatim  Report  of  A.  B.  Hurst  at  C.W.T.A.  Convention. 


AS  an  introductory  remark,  I  want 
to  make  a  statement  which  may 
not  meet  with  your  entire  appro- 
val, but  I  can  assure  you  it  is  one  on 
which  I  have  given  considerable  thought. 
In  my  opinion  the  one  big  thing  that  has 
been  largely  instrumental  in  retarding 
the  growth  and  progress  of  the  display 
n  anager  ami  window  trimmer  as  a 
greater  important  factor  in  retailing  is 
the  fact  that  he  is  often  called  an  artist 
instead  of  an  advertising  man,  as  he  is 
truly  in  everj   sense  of  the  word. 

What  is  the  result? 

When  you  men  allow  yourselves  or 
anyone  else  to  place  you  in  the  same 
class  with  longhaired  artists,  you  are 
lessening  your  chances  for  success  as 
important  retail  publicity  and  sales  ex- 
perts. I  believe  you  will  find  it  advis- 
able not  to  dwell  too  strongly  on  the  ar- 
tistic  side  of  your  work,  but  rather  on 
its  results  from  an  advertising  and  sales 
standpoint. 

An  Advertising  Man. 

In  my  estimation  your  profession  does 
not  entitle  vou  to  call  yourself  or  allow 


anyone  else  to  call  you  an  artist  any 
more  than  that  of  the  advertising  man. 
True,  you  must  have  an  eye  for  the  ar- 
tistic and  ability  to  select  color  and 
harmony  in  layout  and  suggestion;  but 
these  are  also  essential  requirements 
necessary  for  the  successful  advertising 
man. 

Again,  let  me  repeat,  do  not  allow 
yourself  to  he  dubbed  artist  or  class 
yourself  as  such. 

Most  of  Them  Are  Dead. 

The  only  real  successful  artists,  with 
very  few  exceptions,  are  dead  ones.  In 
other  words,  the  long-haired  artist  has 
to  die  before  his  work  is  really  appre- 
ciated. Unless  a  similar  condition  exists 
in  your  store,  it  is  the  only  real  reason 
for  calling  yourself  an  artist.  Such  a 
condition  will  hardly  exist  where  the 
window  trimmer  or  display  manager  is  a 
live  wire. 

Please  do  not  misunderstand  me  to 
mean  that  the  artistic  side  of  your  work 
should  be  neglected.  Not  so,  but  rather 
that  the  true  producing  value  of  your 
services  be  used  as  the  important  Eea- 
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ture  in  advertising  your  profession  and 
the  artistic  side  referred  to  as  a  second- 
ary acknowledged  requirement  in  order 
to  make  your  work  most  productive  of 
results. 

Through   my    eight    years'    experience 

ir.  trade  paper  work.  I  know  that  the 
commercial  artist  of  to-day  does  a  great 
deal  toward  making  present  day  printed 
advertising  more  effective,  hut  he  re- 
ceives  verj  little  recognition  for  his 
work.  and.  in  most  cases,  none.  If  you 
continue  as  display  managers  or  window 
trimmers  t<>  place  yourself  in  the  same 
(dass  as  the  commercial  artist,  you  like- 
wise will  continue  to  receive  hut  a 
meagre  share  of  true  recount  ion  for  your 
sen  ice-. 

If  you  class  yourself  as  an  artist. 
there  is  another  point  worth  your  con- 
sideration, which  is  this:  that  you  are 
apt  to  allow  the  man  in  charge  of  the 
store  advertising  to  reap  a  ureal  ileal  of 
the  advertising  value  of  your  work, 
simply  because  he  is  exploited  as  the  ad- 
vertising man.  and  not  as  an  artistic 
producer  of  advertising  copy. 
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Therefore,  I  earnestly  urge  you  for  the 
sake  of  your  own  importance  to  sup- 
plement the  now  too  common  expression, 
"Show  window  art,"  with  "Show  win- 
dow advertising." 

Do  merchants  want  artistic  windows? 

Real  Punch  Behind. 

My  experience  leads  me  to  believe 
that  they  do  not  want  strictly  artistic 
windows  any  more  than  they  want 
strictly  artistic  newspaper  advertising. 

Show  window  and  newspaper  ads  with 
a  real  punch  behind  them  are  the  ones 
that  sell  the  most  goods  at  a  profit. 
Therefore,  if  you  as  a  display  manager, 
ir  order  to  make  your  showing  more 
artistic,  produce  an  expense  which  les- 
sens the  profit  producing  end  of  your 
work,  you  are  also  lessening  the  power 
of  the  punch.  I  make  this  point  to  illus- 
trate that  it  is  essential  to  have  your 
windows  attractive,  but  attractiveness 
should  always  be  governed  by  keen  judg- 
ment in  regard  to  the  expenditure  com- 
pared with  the  sale  and  advertising 
value  of  your  scheme. 

To  the  Average  Merchant. 

I  believe  the  average  merchant  places 
the  following  divisions  of  display  work 
in  the  following  order: — 

1st.  Sale  and  profit  producing. 

2nd.  Cleverness   in    advertising   value. 

3rd.  Strictly   artistic   appearance. 


Therefore,  I  wish  to  again  try  to  drive 
home  the  point  that  you  are  all  display 
advertising  men,  not  window  trimming 
artists. 

While  attending  the  Convention  of 
the  Associated  Advertising  Clubs  in  your 
city  the  latter  part  of  June,  I  was  im- 
pressed with  a  large  number  of  depart- 
ments in  advertising  that  were  repre- 
sented at  the  meeting.  The  following 
are  a  few  of  the  departmental  meetings: 

Outdoor  advertising  division. 

Street  car  publicity. 

Premium  advertising. 

Magazines. 

Farm  papers. 

Trade  papers. 

Metal  signs. 

Lithography,  etc. 

Lacking  at  Ad.  Convention. 

One  of  the  most  important  branches 
of  advertising  was,  in  my  opinion,  sadly 
missing.  That  department  was  the  win- 
dow advertising  men. 

Surely  your  advertising  work  is  of 
equal  importance  to  that  of  billboards 
and  others,  yet  billboards  as  a  depart- 
ment are  prominently  represented  in  the 
A.  A.  C. 

Showing  the  Article  Itself. 

Why  do  I  class  windows  ahead  of  bill- 
boards or  other  means  of  advertising? 
I '.ccausc     show     windows     advertise     an 


article  by  the  showing  of  the  article 
itself,  not  a  picture  at  a  place  where  the 
manufacturer  has  secured  a  distribution 
of  the  product,  and  at  a  place  where  the 
consuming  public  may  immediately 
satisfy  their  desire  for  possession.  No 
other  kind  or  form  of  advertising  offers 
such  strong  features  in  its  favor. 

I  hope  to  see  the  day,  which  I  trust 
will  not  be  in  the  far  distant  future, 
when  window  advertising  men  will  oc- 
cupy their  true  position  of  importance 
ii:   the  advertising  field. 


CONVENTION  NOTES. 

The  New  York  boosters,  Messrs.  Hurst 
and  Edgell,  promise  an  attendance  of 
1  500  at  next  year's  convention. 

The  president  and  secretary  were  re- 
elected by  acclamation. 

A.  W.  Murdison  and  Fred  Kickley. 
both  from  Regina,  had  the  honor  of 
coming  the  farthest  distance  to  the  con- 
vention. 

Illustrations  of  "Eddie"  Burns'  clever 
drapings  before  the  convention  will  ap- 
pear in  next  issue. 


FIFTY  BUYERS  IN  PARIS. 
A   significant    cable   was    received   on 
Monday,    August    17.    stating    that    the 
Fall   openings   had   been   held   in  Paris, 
ami  fifty  buyers  were  present. 


If  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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Odd  Twists  and  Fancies  in  Men's  Fashions 


A  COAT  MODELLED  after  the  style  originated  by 
"Mugsy  McGraw"  for  his  baseball  players  is  being  manu- 
factured and  placed  on  the  market  as  a  sports  garment 
for  men  while  some  makers  also  have  it  in  a  line  for  boys. 

»         »         * 

PATCH  POCKETS  ARE  coming  strong  for  men's  cloth- 
ing. They  are  to  be  seen  on  overcoats,  sack  coats  and 
even  on   the  vests. 


New  lap  wing  col- 
lar put  out  by  Geo. 
P.  Ide  &  Co.,  Troy, 
N.Y.,  a  n  extreme 
style,  with  the 
wings     overlapping. 


A  CONNECTICUT  FIRM  is  showing  a  soft  hat  with 
telescope  crown  in  three-color  effects,  the  band  white  and 
three-quarter  bow  of  slightly  darker  shade  than  the  hat. 


A  CLASSY  GARTER  with  mountings  in  eighteen  carat 
gold  has  been  put  out  to  several  tones  of  one  color  in  the 

figure. 

•         •         • 

THE  LARGE  SCARFS  in  all-over  designs  are  still  in  the 
best  demand.  Club  stripes  are  also  doing  well.  The  effect 
of  the  war  on  these  and  other  fashions  is  problematical 
as  the  use  of  other  goods  may  require  a  change  to  more 
convenient  patterns  and  styles. 


DARK  COLORED  SACK  SUITS  and  black  jackets  with 
shepherd's  check  trousers  are  still  very  popular  with 
fashionable  dressers  and  as  a  part  of  them  the  single  and 
double-breasted  white  waistcoat  is  being  introduced  with 
great  success.  It  is  cut  so  low  as  to  show  the  effect  of  the 
full  ends  of  the  sailor's  knot  scarfs  that  are  worn  with 
them.  With  the  very  informal  clothes  a  total  lack  of 
jewelry  is  noticeable  anions'  correct  dressers. 


IN  LONDON  WHITE  TOPPERS  are  coming  back  again 
as  there  are  few  cab  drivers  left  and  chauffers  cannot  use 
them.  The  best  style  is  a  shape  5y8  deep,  14  bell,  1% 
brim  flatfish  set  with  roll  curl  and  1%  black  cloth  band. 
A  few  have  self  color  band. 


SPIKE  EDGE  brims  have  been  the  best  sellers  in  straws 
among  the  high-class  trade  in  London  this  year,  while  in 
the  medium  and  cheap  the  plain  edge  has  predominated. 


IN  THE  SACK  COATS  there  is  an  increased  drapery  in 
the  back  but  without  any  flare  and  the  opening  of  the 
waistcoat  is  now  covered  by  the  coat  lapels  although 
will  still  expose  considerable  scarf  or  shirt. 


IT  IS  PREDICTED  that  there  will  be  a  better  demand 
for  the  ascot  tie  this  Winter  followina-  the  popularity  of 
the  large  scarf. 


A  LEADING  LONDON  FIRM  reports  that  Canadians  for 
the  Fall  trade  took  mostly  soft  felts  with  fancy  bows. 

*         *         * 

SILK  SUSPENDERS  and  adjustable  initial  buckle  belts 
are  both  declared  to  be  passe.  The  latter  in  particular 
has  never  appealed  to  the  retailer  owing  to  the  large 
amount  of  extra  trouble  that  the  handling  of  them  necessi- 
tates and  it  is  held  that  the  high-class  trade  has  never 

taken  them  up. 

»         »         * 

OWING  TO  THE  POPULARITY  of  white  and  light 
colored  clothing,  White  belts  in  leather  and  fabric  have 
sold  much  better  than  usual  this  year. 


Sample    of    Qovelty 

style     in     weave    in 

straw  hats  that  will 
be  a  feature  of  the 
Spring,  191.".  .nit- 
put. 


THERE  IS  EVIDENCE  of  a  strong  demand   tor  brown 

suitings  this  Fall  should  have  somewhal  of  a  counter 
effect  against  the  very  vivid  colors  of  ties.  Rich  shades 
of  mahogany  and  chocolate  are  making  a  strong  bid  for 
favor  and  the  most  correct  of  these  will  be  of  solid  brown 
unrelieved  by  the  introduction  of  any  foreign  stripe.  A 
touch  of  green  in  scarfs  and  shirts  is  likely  to  appear  in 
conjunction  with  the  brown  suits. 


This  is  a  novelty  intended  to  preveni 
the  shirt  front  from  bulging  and  at  the 
same  time  hold  up  the  trousers.  The 
buckle  is  attached  to  the  front  fly  of  the 
shirt;  a  patent  button  is  then  attached 
to  the  inside  fly  of  the  trousers,  two  and 
one-half  inches  from  the  top  of  the 
waistband,  to  button  inwardly.  The  web- 
bing is  fastened  to  a  button  already  at- 
tached, therebj  connecting  the  trousers 
with  the  shiri  front.  The  buckle  is  ad- 
jlistable,   and    when    properlj    attached    is 

•  ■Hi  irelj     bidden    from    \  iew.     Made    bj 
Richards, 


FINE  COLORED  STRIPES  as  well  as  plain  white  will 
be  noticeable  in  the  new  1  fleets  in  the  new  shape  of  the 
double  collar.  The  colors  are  also  appearing  in  the  plain 
band   standing   collar  and   in   the  wing  with  the  slightly 

rounded  point.  The  varieU  of  color  used  depend-.  i>\ 
course,  as  in    women'-   wear,  upon   the  mam   color  scheme 

of  the  individual.  The  combination  of  grej  suii  with  pur- 
ple or  lilac  effect-  in  shirts  and  ties  is  quite  popular  in 
some  centers  of  fashion.  Some  shirts  of  a  rather  gaudy 
appearance  are  in  evidence  in  these  color  combinations. 
Purple  shirts  with  white  collar  and  cuffs  and  combinations 
of  even  more  startling  color-  are  run  in  some  quarters. 
Such  usage,  of  course,  necessitates  -cart-  to  match  and 
in  some  cases  e\  en  handkerchiefs. 
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Dry  Goods  Review 


"King  George' ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body     and 
Shoulders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


THE  HALL-MARK  OF 


Rcitiitered  No.  282.005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descend! 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THETEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


They 
Wear 
Like 
Iron! 

The  Double  Knees, 
Elbows    and   Seat 

— these  are  three  special  features  embodied  in 
Lion  Brand  Boys'  Clothing  which  stand  for 
double  wear,  double  satisfaction,  double  sales. 
And  Lion  Brand  Clothes  are  made  in  that 
snappy,  stylish  cut  that  so  delights  the  youth 
who  desires  to  be  well  dressed. 

A  stock  of  these  popular,  quick-selling  clothes 
will  cement  the  boys'  patronage  of  your  town 
to  your  store. 

Write  for  catalogue  to-day. 

The  Jackson  Mfg.  Company 

CLINTON,  ONT. 

Factories^at  :■ — Clinton,    Goderich,   Exeter,    Zurich 


^ 


11  th 


e  consumer 


yJ  LJRANDJ 

Some  of  our  lines  are : 

Waiters'     coats,     cooks'     coats, 

barbers'  coats,  porters'  coats, 

butchers'  frocks,  bar  vests, 

surgeons'  gowns,  dentists' 

coats.     Duck    trousers, 

boys'      bloomers, 

aprons,  workin  g 

shirts,       dusters, 

boys'     scout 

suits. 

Our  white  duck  clothing  comes  to  you 
wrapped  iu  individual  dust-proof  packages 
— thus  eliminating  loss  from  soiling.  It  is 
always  fresh  from  our  finishing  rooms 
when  your  customer  gets  the  garment. 
Write  for  samples  and  prices.  We  special- 
ize on  mail  orders. 


© 
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Write  for  Catalog  and  Samples. 

Defiance  Mfg.  Co.,  Ltd. 

O  liege  and  Bathurst  Sts..        Toronto 


a 


Fall  and  Winter  Styles  in  Suits  and  Overcoats 

Tendency  Stronger  Than  Ever  Towards  Close  Fitting — Young 
Men's  and  Older  Models  —  Higher  Cut  Vests  —  Meltons  and 
Beavers  Coming  Back  in  Overcoats,  Which  Are  Shorter. 


Styles  of  Suits 

M  o  r  e  scantiness  in 
young  men's  suits. 

Narrow  athletic 
shoulders. 

Patch  pockets  ap- 
pearing on  Fall  coats. 
Flaps  still  in  majority. 

Lapels,  long  or  short, 
with  soft  roll  and  bluff 
edges. 

Four-button  coats, 
six-button  vests.  Latter 
high  cut,  with  or  with- 
out collar. 

Trousers  straight  and 
narrow. 

Older  men's  styles  a 
modification  of  extreme 
points  of  the  above.  Not 
so  narrow  and  tight- 
fitting. 

Increasing  prevalence 
o  f  unfinished  r  o  u  g  h 
cloth. 

Styles  of 
Overcoats 

Overcoats  tending  to 
simplicity. 

Lack  of  belts  and 
other  frills  noticeable. 

Styles  are  sliorte  r 
than  heretofore. 

I )  o  u  b  1  e  and  single 
breasts  competing  for 
popularity. 

Unlined  coats  and 
patch  pockets  will  be  in 
both  Fall  and  Winter 
overcoats.  Bluff  edges, 
heavy  lapels,  and  close 
1)  o  d  i  e  s  represent  ex- 
tremes for  young  men. 


THE  Fall  and  Winter  styles  ft  r 
men's  clothes  show  an  acceni  ia- 
tion  and  a  narrowing  down  of  last 
year's  styles  in  the  well  dressed  trade. 
In  some  districts  roomy  suits,  padded 
shoulders,  double-breasted  coats,  peg- 
shaped  trousers,  etc.,  are  still  being 
made  up,  and  no  doubt  will  continue  to 
be  to  a  great  extent. 

In  the  Fall  styles  for  young  men  are 
seen  a  few  more  tendencies  to  extremes 
in  some  respects.  There  is  a  fair 
sprinkling  of  long  patch  pockets  on  the 
lined  coats  of  fairly  heavy  weight,  even 
though  they  were  originally  meant  for 
unlined  Summer  suits.  The  flap  pockets, 
however,  are  still  in  the  majority.  The 
outstanding  feature  in  recent  changes  is 
the  still  further  close-fitting  of  already 
scant  suits. 

The  shoulders  and  sleeves  are  very 
narrow,  with  an  athletic  effect,  and  coats 
are  running  to  soft  fronts  more  than  ever 
before.  The  canvas  or  hair  front  is  de- 
cidedly becoming  a  thing  of  the  past 
among  those  who  follow  the  English 
styles. 

Form-fitting,  four-button  coats  are  the 
correct  thing  usually  in  the  twenty-nine 
and  a  half  inch  length,  for  the  thirty- 
eight  breast  model.  Some  lapels  are  cut 
peaked,  with  fairly  long  soft  roll,  hut  the 
bluff  edges  and  very  short  roll  appears 
to  be  quite  as  popular. 

The  most  expensive  and  best  appearin  • 
suits  are  notable  for  their  simplicity  and 
lack  of  the  most  extreme  touches,  in  ac- 
cordance with  ideals  of  good  taste  that 
fortunately  are  becoming  more  frequent 
in  the  general  public. 

Vests  Cut  Higher. 

The  vests  are  very  high  cut,  nioiv  30 
than  before,  with  the  narrow  shoulder 
in  line  with  the  prevailing  mode  in  coats. 
There  appears  to  be  no  rule  aboul  the 
collar,  which  is  entirely  absent  to  a  areal 
extent,  as  it  was  a  few  years  ago.  There 
appears  to  be  an  equal  popularity  for 
each.  Six-button  vests  are  decidedly  in 
t  be  ascendant. 

Trousers  still  show  the  straight,  nar- 
row lines,  possibly  somewhal  accentu- 
ated. For  the  thirty-eight  breasi  size, 
the  nineteen  knee  and  fifteen  and  three 
quarter  bottom  are  the  proper  lengths. 
Cufs  follow  as  a  matter  of  course  on 
such  trousers. 

Long  Lapels  On  Older  Models. 

For  the  well-dressed  man  of  thirty  or 

thereabouts  a   less  youthful   and    possibly 

a   more  tasteful  style  of  suit   is  offered. 
Tl  e   English   fondness  for  sofl    trout-  is 
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favored  here  more  than  in  the  other 
lines.  The  frequent  necessity  of  press- 
ing has  done  something  toward  lessening 
the  demand  for  this  style,  but  its  suit- 
ableness cannot  be  denied.  A  Btriking 
feature  is  the  increasing  prevalence  of 
unfinished  rough  cloths  in  Fall  lines.  In 
this  medium  class,  styles  follow  the 
young  men's  in  a  general  way  as  usual, 
but  are  modified  in  some  .of  the  extreme 
points  of  the  latter.  The  shoulders  are 
quite  natural,  with  a  slight  tendency  to 
narrowness  instead  of  a  most  decided 
one.  Coats  are  thirty  and  one-half 
inches  in  length,  except  some  staples,  and 
fit  fairly  close  and  have  the  soft  roll. 
long  lapel  and  four  buttons.  There  is 
an  almost  entire  absence  of  short  lapels. 
The  lapels  are  fairly  heavy  and  are 
usually  peaked  or  otherwise  out  of  the 
ordinary.  Fewer  patch  pockets  are  seen 
here  than  in  young  men's  suits.  The 
vest  is  fairly  high  cut.  both  with  and 
without  collar,  with  six  buttons  and 
shoulders  similar  to  the  coat,  not  too  nar- 
row. Trousers  are  twenty  (knee)  and 
sixteen  (bottom)  for  the  thirty-. 
breast,  and  are  fairly  narrow,  with  cuffs 
or  without.  This  less  extreme  line  more 
nearly  approaches  good  taste  and  a 
dressing  in  general  than  usual.  The 
tendency  appears  to  be  working  steadily 
in  that  direction. 

Overcoats. 
Overcoats  for  Fall  will  cover  a  more 
varied  line  of  colors  than  is  usual,  rang- 
ing as  they  do  through  browns,  greys, 
blues,  tans  and  purples.  The  styles  are 
,,i  icb  shorter  than  before,  forty-two 
inches  being  the  prevailing  length.  The 
ci  ats  are  coming  back  to  the  dose  fitting 
style  of  a  few  year-  ago,  and  lack  belts 
or  even  half  belts  in  any  quantity.  The 
prevailing  tendency  is  toward  simplicity 
and  a  lack  of  fancy  effects.  Sleeves  are 
narrower,  quite  narrow  in  fact,  and  t  te 
double  breasts  appear  to  he  quite  popu- 
lar, although  the  singles  promise  to  be  in 
very  good  demand  ti "•  The  collars  are 
mostly  plain,  but  a  tew  fancy  effects  are 
noticeable.  The  weights  are  likely  to 
run  from  sixteen  to  eighteen  ounces  for 
the  besi  seller-.  Staple  lines  will  be 
found  in  the  customary  lengths  of  forty- 
tour  and  six  inches,  but  the  shorter. 
close  body  fitting  variety  will  make  the 
strongest  bid  for  popularity. 

In  Winter  coal-,  the  dark  cloths  natur- 
ally receive  the  mosi  attention,  with 
beavers  ami  meltons,  ignored  for  the  past 
five  years,  making  a   strong  bid  in   the 

1 1  'ontinued   on   page   ft'2.) 
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Ifs  the  cloth  in  your  over- 
alls that  gives  the  wear. 

TIFEL'S 

Indigo  Cloth 

Standard  for  over  seventy- five  years 

The  boot  on  the 
back   is   your 
guarantee 

r 


Hi 


75  years  continuous  sale  is  the  be.ct  proof 
of  the  selling  quality  of  STIFEL'S  INDIGO 

Three  generations  of  wearers  have  found 
it  pays  handsomely  in  long  and  satisfac- 
tory wear  to  insist  upon  OVERALLS, 
JUMPERS,  SHIRTS,  etc.,  of  STIFEL'S 
INDIGO  CLOTH.  Every  washing  makes 
it  like  new. 

You  can  tell  the  genuine  in  a 
minute  by  this  trade  mark  as- 


on  the  back  of  the  goods  inside  the  garments. 

It's  your  guarantee  and  your  customers'  guarantee 
against  imitation. 

Give  yourself  the  prestige  and  profits  of  the  world's 
standard  fabric. 

Cloth  Manufactured  by 

J.  L.  STIFEL  y  SONS 

Indigo  Dyers  and  Printers 
WHEELING,  W.  VA. 

{NEW  YORK 260-262  Church  Street 
CHICAGO 223  West  Jackson  Boulevard 
SAN  FRANCISCO  .  .  .  Postal  Telegraph  Building 
TORONTO 14  Manchester  Building 
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not  a  name 
only,  but  a 
trademark 
which  is  des- 
criptive tf/the 
quality  of  the 


arsons 


&  P 


arsons 


Canadian  Company 


Coated  Linen 
Collar 


And  what  gives  it  this  name  is  the  fact 
that  the  superior  quality  waterproof 
coated  linen  is  strengthened  with  flex- 
ible lips,  reinforced  buttonholes  and 
the  patented  long  slit  in  the  back  which 
ensures  easy  fastening. 

Made  in  all  the  leading  styles. 

"One  grade  only,  and  that   the   best." 

Modi   in  Canada. 

Sold  direct  to  the  trade  by 

The  Parsons  &  Parsons 
Canadian  Co. 

HAMILTON,  ONT. 


Latest  Information  on  Men's  Wear  Styles  in  These  Pages 


Wide  Lapel  a  New  Feature  on  Coats 

American  Manufacturers  Bring  Out  Model  With  Soft  Roll  Fold 
and  Almost  as  Broad  as  it  is  Long  —  Gives  an  Emphatically 
Distinctive  Appearance  to  Overcoats. 


CLOTHING  manufacturers  who  de- 
pend largely  on  their  trade  with 
the  young  dressers  by  bringing 
cut  something  distinctive  to  the  season 
are  beginning  to  show  their  hands  so  far 
as  the  Fall  business  is  concerned.  One 
very  widely-advertised  American  house 
will  make  its  bow  with  something  very 
emphatic  in  the  direction  of  the  wide 
lapel — a  short  lapel  with  a  soft  roll, 
which  will  be  almost  as  broad  as  it  is 
long,  and  which  gives  a  very  distinctive 
appearance  to  the  garment;  and  it  will 
be  worn  on  both  the  sack  suits  and  the 
overcoats. 

The  models  of  this  company  will  be 
distinguished  by  this  wide  lapel,  but  as 
regards  general  cut,  there  will  be  little 
change.  The  lines  will  follow  the  close 
form-fitting  English  models,  which  have 
been  popular  for  several  seasons,  with 
the  moderately  narrow  trousers  and  the 
cuff,  while  some  of  the  pockets  will  be 
slightly  on  the  bias.  There  is  a  new  note 
in  the  appearance  of  some  of  the  coats 
by  a  more  pronounced  cut-away  at  the 
bottom.  The  usual  model  will  be  single- 
breasted,  with  three  buttons  and  the 
roll  collar,  with  which  usually  only  the 
two  bottom  buttons  are  used.  Some 
double-breasted  styles  are  shown,  and  on 
these,  too,  the  wide  lapel  is  used. 

Distinctive  Overcoat  Cuts. 

On  the  overcoats  the  wide  lapel  is  even 
more  pronounced,  and  the  effect  is  more 
distinctive.  The  fold  takes  almost  the 
shape  of  a  triangle,  and  is  used  on  both 
the  single  and  double-breasted  models. 

One  coat  is  shown  which  is  a  modified 
cut  of  the  Balmacaan  with  the  raglan 
shoulder,  but,  as  will  be  generally  ap- 
preciated, the  contrast  of  the  broad 
lapel  to  the  Prussian  collar  is  a  startling- 
one.  Another  model  is  on  the  full  Bal- 
macaan style,  with  a  convertible  collar 
which  can  either  be  used  closed  or  open- 
ed— giving  either  the  Prussian  or  the 
lapel  effect.  This  should  help  the  Bal- 
macaan, which  has  been  largely  used  as 
a  storm  coat. 

Manj  of  the  dressy  coats  are  of  the 
form-fitting  style,  ami  on  several  of  these 
the  double-breasted  cut  is  used. 

The  designs  of  this  clothing  house  giye 
a  good  idea  of  what  may  lie  expected  in 
the  clothing  trade  from  manufacturers 
who,  with  their  own  selling  agencies,  can 
keep    their    plans    from    the    trade    until 

the  season   is  at    hand.       How  popular 


opinion  will  receive  a  new  departure  of 
this  kind  is  difficult  to  forecast,  but 
there  can  be  no  doubt  that  the  tendency 
of  young  men  is  to  wear  the  new  stuff  as 
soon  as  they  can  get  it,  or  not  to  wear  it 
at  all. 


CLOTHES  AT  ASCOT 


THE  1914  Ascot  was  remarkable  for 
the  number  of  well-dressed  men  in 
attendance.     Features   of   it   were 
the  grey  or  white  top  hats,  particularly 
in  the  case  of  the  voung  men,  trousers 


Latest  style  of  vest. 

(tressed  at  the  side  and  white  ties.  The 
usual  black  morning  coat  and  light 
trousers  were  quite  de  rigeur. 

This  light-colored  hat,  previously  con- 
fined to  grey  morning  or  frock  suit-,  is 
now  open  to  use  with  black  coat  and 
waistcoat  or  with  black  morning  coat 
and  white  vest. 

White  spots  have  given  sway  at  this 
fnshion  centre  to  the  cream,  white  or 
biscuit-colored  cloth  uppers  of  patent 
leathers.  There  is  promise  of  the  frock 
coat  returning  to  favor  judging  by  the 
favor  shown  it  by  several  of  the  younger 

leaders  of  fashion.  It  will,  however,  he 
form-fitting  with  no  looseness  in  the 
skirt. 

Possibly,    the     return     to     favor    here    "I 

the  double-breasted   waistcoat    is  not   un- 
connected   witli    the   frock   coat's   return. 
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At  any  rate  the  former  is  here  to  stay  a 
while  again.  Wing  collars  have  almost 
entirely  given  way  to  double  collars  for 
wear  with  morning  and  frock  coats. 

The  fashion  for  cheek  trousers  re- 
ceived fresh  impetus  here.  The  best- 
dressed  men  appeared  in  black  and  white 
cheek  trousers  with  black  morning  coats 
and  waist  coats.  Cheviots,  worsteds  and 
tweeds  are  very     popular     for  trousers. 

Colored  shirts  worn  with  wide  ties 
were  another  Ascot  feature,  particularly 
with  the  younger  men. 

White,  hand-sewn  kid  gloves  have  en- 
tirely replaced  white  suede  and  buckskin. 

The  variations  from  the  above  were 
mostly  of  a  more  informal  nature,  such 
as  soft  silk  shirts,  with  morning  coats, 
blue  vicuna  in  the  latter,  etc. 

@- 

STYLES   IN   SUITS   AND   OVER- 
COATS. 

(Continued  from  page  60.) 

market  again.  All  the  plain  cloths  ap- 
pear to  have  the  preference  over  fancy 
effects. 

Weights  are  running  from  thirty-two 
to  thirty-eight  ounces,  and  lengths  are 
the  same  as  in  Fall  coats.  In  the  young 
men's,  the  lapels  and  collar  are  quite 
wide  and  heavy,  with  the  body  cut  to  a 
<<  rsel  fitting  degree  in  the  more  extreme 
styles.  Velvet  collars  cut  quarter  line 
are  noticed  to  some  extent  and  promise 
fairly  well,  according  to  present  indica- 
tions. 

In  the  better  grades,  patch  pockets 
and  unlined  bodies  are  quite  noticeable. 
These  features  were  noticed  last  year, 
hut  were  not  as  generally  adopted  then 
as  they  promise  now.  The  bluff  ei 
smooth,  fairly  close  and  decidedly  simple 
-tuff  are  being  paid  the  most  attention 
in  the  better  grades,  which  in  all  lines 
are  tending  steadily  to  an  increasing 
evidence  in  good  taste  in  dress  for  men. 


DEPARTMENT  STORE  IN  CHINA. 

In  Swatow  near  Canton.  China,  a 
three-storey,  luxuriously-furnished  de- 
partment store  has  been  erected.  This 
IS   the   first    department    -tore   of  the   Car 

East  ami  shows  a  decided  step  forward 

besides  creating  a  veritable  sensation 
among  the  inhabitants.  The  furnishings 
alone   an1   said    to    have   cosi    about    $50,- 

000. 
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Novelty  in  Men's  Dancing  Suit 


THE  popularity  of  the  tango  and 
the  worship  of  terpsichore,  which 
has  spread  from  the  ballroom  to 
the  Summer  verandah,  has  led  to  a  new 
costume  for  the  man  who  would  attend 
the  popular  Summer  resorts  and  take 
part  in  the  festivities  to  which  society  is 
devoting  itself.  Well-dressed  men  are 
now  wearing  a  dancing  suit,  which 
makes  certain  concessions  to  the  de- 
mands of  formality,  while  at  the  same 
time  introducing  elements  of  comfort 
which  are  very  important  in  the  hot 
weather. 

The  accompanying  reproduction  gives 
a  good  idea  of  what  may  be  expected  at 
the  fashionable  resorts  late  this  season, 
and  especially  next  year.  The  coat  is 
distinctly  new,  being  something  between 
a  tuxedo  and  a  sack.  Note  the  very 
long  lapels,  the  angle  of  the  pocket 
vents  and  the  single  button.  With  it  the 
vest  is  low,  ami  a  soft-pleated  shirt  is 
worn.  Formality  is  also  reduced  by  the 
wearing  of  the  wing  collar  and  a  black 
bow  tie,  large  in  shape  and  with  a  pat- 
tern design.  Headwear  and  footwear 
are  shown  in  the  extremes — the  formal 
pumps  and  the  sailor  straw  hat. 

So  long  as  the  populai-ity  of  the  dance 
continues  and  the  tango  and  other  forms 
of  the  craze  are  made  the  feature  of 
social  gatherings,  this  new  suit  will  find 
favor  with  a  limited  class  of  men — it  is 
a  very  sensible  idea  and  combines  ap- 
pearance with  a  wide  concession  to  the 
demands  of  comfort.  For  Summer 
evening  wear,  at  house  parties,  etc.,  it 
would  also  be   very   correct. 

Wide  Belt  to  Replace  Vest. 
The  demand  for  comfort  for  the  hot 
weather  and  the  necessity  for  maintain- 
ing formality  in  dress  at  many  affairs 
at  the  resorts  is  bringing  about  a  limited 
revival  of  popularity  for  the  vest  belt. 
This  is  nothing  more  or  less  than  a  wide 
belt,  which  can  be  worn  with  a  cutaway 
coat  in  such  a  manner  that  the  front  is 
an  exact  imitation  of  the  appearance  of 
the  vest,  and  the  difference  could  not  be 
told  after  the  coat  is  put  on.  The  vest 
is  worn  with  either  the  regulation  front 
or  the  mushroom  front  dress  shirt,  and 
permits  entire  freedom  of  the  body. 


ming  as  happily  as  though  they  had 
never  known  any  other  home.  It  was 
watched  by  thousands  of  persons.  It 
also  increased  sales  of  that  particular 
raincoat,  many  styles  of  which  were 
shown  in  the  same  window. 

-@ 


NOVELTIES  IN   TWEEDS. 

A  novelty  in  Shetland  tweeds  that  is 
offered   the   trade   this  Fall  is  a   woven 


FISH  SWAM  IN  RAINCOAT. 

In  one  of  its  show  windows  devoted 
to  raincoats,  The  Hub,  Chicago,  recently 
placed  a  cravanette  coat  over  a  square 
frame,  which  allowed  a  part  of  the 
coat  to  hang  down  forming  a  bowl,  and 
in  the  water  were  several  goldfish  swim- 


MEN'S  MILITARY  CAPES. 

Military  capes  for  men's  evening  wear 
threaten  to  have  a  run  if  the  recent 
Paris  indications  count  for  anything. 
They  are  an  adaption  of  the  popular 
ladies'  cape,  cut  very  full  in  the  back, 
of  rich  and  soft  black  Shetland  cloth, 
and  with  a  full  face  of  West  of  England 
beaver.  Extreme  Balmacaan  styles  are 
also  shown  in  this.  Some  samples  in- 
clude very  deep  sleeves  and  cuffs  of 
double  width  that  are  turned  back  for 
five  or  six  inches  by  means  of  a  rich 
black  corded  silk.  The  whole  was  set 
off  by  an  extreme  shawl  collar. 


NEW  TYPE  OF  COSTUME. 

This  is  a  dancing  suit  introducing  cer- 
tain elements  of  comfort — between  Tuxedo 
and  sack.  Note  very  long  lapels,  low 
vest,  soft  pleated  shirt,  wing  collar,  blark 
bow  tie  with  pattern  design,  and  informal 
sailor  straw.  Courtesy  of  James  W.  Bell, 
Son  &  Co.,   New  York. 

idoth  in  a  knit  design,  that  was  ribbed 
like  a  stocking,  except  that  the  ribs  are 
fully  three-quarters  of  an  inch  in  width. 
The  cloth  is  very  elastic,  and  particu- 
larly suitable  for  sports.  With  the  suit 
is  offered  stockings,  hand  knitted,  and  of 
the  same  color  wool  and  general  design 
as  the  suit.  The  whole  effect  is  quite 
unique. 
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STRAWS    FOR    TRAVELING 

An  adaptable  straw  hat  for  traveling 
Iras  come  into  use  abroad  this  Summer. 
It  can  be  put  into  any  box  or  bag  with 
perfect  safety,  as  it  is  made  along  the 
lines  of  the  crush  opera  hat.  It  folds 
into  a  flat  shape,  and  occupies  a  remark- 
ably small  space  when  ready  for 
packing. 

© 

SOME      KNOTTY      NEWSPAPER 
ADVERTISING     PROBLEMS. 

(Continued  from  page  48.) 

— that    from    this    permanent    following 
every    store    secures    a    very    large, 
perhaps  the  largest  part   of  its  re- 
sponse to  daily  advertising. 
— that     violent     display     and     startling 
headlines    are   more   annoying   than 
gratifying  to  that  following,  which 
can  be  trained  to  follow  the  adver- 
tising of  its  favorite  store  in  almost 
any   readable   form    in   which     that 
store  chooses  to  present  it.     (This  is 
my  way  of  accounting  for  the  uni- 
form   success    of    widely    differing 
styles  of  store  publicity.) 
— that    this    faithfulness  does  not   give 
any  store  license  to  make  its  pub- 
licity dry  as  dust  or  lacking  in  in- 
terest or  information. 
— that  failure  to  recognize  this  last  fact 
will  soon  result  in  a  dwindling  au- 
dience. 
— that   the   store   discharging   its  news- 
telling  duty  most  carefully  and  con- 
scientiously   will    gradually    add    to 
its  following  by  recruiting  from  for- 
mer    adherents     of     less     diligent 
stores. 
— and  that  this  store  will,  in  this  way, 
build    up    a    following    larger    and 
more   permanent   in   character   than 
any  that  it  is  possible  to  build  up 
by  sensational  display  advertising. 
It  is  my  personal  belief  that  the  big, 
broad,  profitable  view  to  take   of  retail 
advertising  is  to  look  upon  it  as  a  ser- 
vice owed  by  a  store  to  its  friends — to 
consider    it    a    duty    to    provide    those 
friends  with   the   information   necessary 
to  enable  them  to  shop  in  haste,  comfort, 
and  with  satisfaction. 


Louder  Shirts  Coming:  A  New  Soft  Collar 

Golds  and  Greens  Will  be  Added  to  the  Pinks  According  to  Pic- 
dictions  of  Those  in  Touch  With  the  Big-  Style  Centres — Soft  Cuff 
Becoming  General  for  All-year-round  Wear  —  Flannel  Shirts 
Popular. 

By  a  Staff  Correspondent. 


MONTREAL,  Aug.  17— (Special). 
— The  popularity  for  the  highly 
colored  shirt  has  reached  New 
York,  having  crossed  the  waters  from 
England  and  the  continent,  and  shirt 
manufacturers  are  looking  for  a  strong 
demand  for  this  class  of  goods  in  the 
Canadian  trade  for  next  Spring.  Al- 
ready in  the  Fall  business  the  "loud" 
tendency  is  noticeable  in  the  popu- 
larity for  pink;  and  fancy  fronts  with 
cross  and  vertical  pleats,  mushroom  ef- 
fects, etc.  For  Spring  in  that  portion 
ol  the  trade  which  follows  the  fashions 
and  where  the  effect  of  the  New  York 
example  is  soon  felt,  there  will  undoubt- 
edly be  a  demand  to  some  extent  at  least 
for  gold  and  greens  as  well  as  the  pinks 
and  for  the  bold  Roman  stripes  —  or 
"candy"  stripes  as  they  are  generally 
called,  being  a  representation  of  some  of 
the  color  schemes  which  the  small  boy 
of  a  generation  ago  found  worked  out 
on  the  penny  sugar  stick  which  he  got 
at  the  corner  grocery. 


SampJi^l  "I'  Kail  neckwear  showing  the 
tendency  I'm  allover  designs  in  high-class 
materials  to  retail  at  $1  and  up  to  $2.50. 
The  silks  from  which  those  swad  lies  were 
Cut    had    just     been     iviri\nl     from     Europe 

prior   to   the   declaration   of   war.     Shown 
by  Tooke  Bros.,  Ltd. 


in  the  trade  there  is  a  noticeable  in- 
crease in  the  demand  for  the  light  flan- 
nel shirt  in  conservative  patterns  and 
for  the  fine  wool  taffetas. 

Collar  styles  for  Spring  are  now  hav- 
ing the  consideration  of  the  designers 
but  it  is  yet  too  early  to  predict  what 
may  be  done  with  the  stiff  linens,  al- 
though it  looks  as  though  the  novelty 
models  in  which  the  material  rather 
than  the  shape  bore  the  important  part, 
will  become  more  generally  popular. 

A  New  Soft  Collar. 
This  season  has  apparently  seen  the 
death  of  the  soft  collar  which  disap- 
peared with  the  wash  tie,  but  from  the 
sources  of  fashion  comes  the  forecast 
that  the  negligee  neck  decoration  will  be 
resurrected  next  Spring — not  as  the  soft 
collar  that  we  have  known  but  as  some- 
thing so  entirely  different  that  it  ranks 


as  a  novelty.  This  collar  will  follow 
more  after  the  style  of  the  neck  band 
of  the  negligee  shirt  and  in  front  it  will 
be  fastened  loosely  and  held  only  by  the 
tie,  there  being  no  buttons  or  clasp  such 
as  featured  the  soft  collar  we  have 
known. 

Soft  Cuff  Strong. 

The  popularity  of  the  soft  cuff  seems 
to  be  growing  all  the  time.  More  and 
more  are  the  starched  wrist  bands  fail- 
ing to  come  back  with  the  cool  weather 
and  there  are  now  many  men  who  wear 
the  soft  cuff  with  their  business  shirts 
the  whole  year  round — certainly  there 
are  strong  arguments  from  the  common 
sense  standpoint  in  favor  of  the  negligee 
style;  it  is  not  only  more  comfortable 
but  it  has  a  tendency  to  reduce  laundry 
bills  and  at  the  same  time  the  life  of 
the  garment  is  certainly  lengthened. 


No  Simplicity  in  Ties 

Except  to  Tendency  in  Men's  Wear — No  Sign 
of  Improvement  in  Wash  Lines  for  Spring. 


THE  Fall  and  Winter  lines  in  ties 
threatened  a  larger  amount  than 
usual  of  high-priced  goods,  be- 
fore the  existence  of  the  present  state  of 
affairs,  which,  of  course,  only  serves  to 
strengthen  that  tendency.  The  broad, 
showy  ties  of  large  patterns,  striking- 
contrasts,  broad  stripes,  brocades,  etc., 
are  predominant  in  lines  shown.  Inci- 
dentally, ties  appear  to  be  the  chief  ex- 
ception to  the  present  tendency  to  sim- 
plicity in  men's  wear.  The  larger  knots 
that  these  ties  make  are  partrieularly 
suitable  to  the  wing  collar  and  the  extra 
wide  opening  in  double  collars  that  are 
so  popular  now.  Such  is  the  riot  of 
ci  lor  thai  tango  ties  are  making  a  bid  for 
favor. 

Dress  and  tuxedo  ties  remain  the  same, 
with  silk  and  piques  showing  increasing 
popularity.  The  white-edged  black 
tuxedo  tie  appears  to  be  fairly  well 
thought  of. 

In  the  spring  linos  there  is  little  that 
is  new  that  is  showing  up.  but  the  pres- 
ent situation  is  so  ripe  with  possibilities 
that  anything  may  happen. 

I  low  ties  are  becoming  more  and  more 

popular  and   promise   a    heavier  sale    for 

Spring.      The    wash    lines    are    dead    and 

show  no  siuns  of  recovery.    The  tubular 
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variety  is  just  fairly  strongly  and  will, 
no  doubt,  be  sold  to  a  reasonable  extent. 
The  advance  in  artificial  silk  may  affect 
this  line  unfavorably  though.  The  price 
lias  gone  up  twenty-five  cents  a  pound, 
nearly   forty-five  per  cent. 


Typical  broad  pattern  tie.  with  stripe  in 
basket    weave  effect.     Shown   by   E.   ,v   s. 

Carrie,   Limited. 


MENS    WEAR    SECTION. 


Dry  Goods  Review 


High  Price  the  Feature  of  New  Cravats 

Rich,  Heavy  Imported  Silk  Being  Used  —  Over  Designs  With 
Floral  Persian  and  Moorish  Patterns  Introducing  Four,  Five  and 
Six  Different  Colors — Printed  Warps  Imitating  These  in  Design 
•  'iid  Pattern. 

By   ;i   Staff  Correspondent. 


ONTREAL,   Aug.    17. —  {Special). — There    is    something  distinctivt  a :i bout  the  new  Fall  neckwear 
as  compared  with  other  seasons — despite  the  bi<j  range  that  has  been  displayed  for  a  year  or  so  now, 


M 

and  the  latitude  which  fashion  permits  in  design  and  colorings.  The  new  feature  is  the  allover  de 
signs  with  large  patterns  and  the  rich  color  combinations  in  lower  tone  effects.  It  is  in  quality,  however, 
more  than  style  that  the  new  ties  differ  from  what  tht  men  hare  been  wearing,  and  wt  find  that  the 
manufacturers  have  bought  imported  silk  of  the  highest  quality  which  will  be  made  into  cravats  which 
will  retail  from  $1  to  $2  and  even  higher.  Where  there  are  cheaper  grades  it  will  be  found  that  the  effort 
is  to  imitate  the  expensive  silks. 

Practically  all  the  new  stuff  is  in  allover  designs  with  large  figures,  the  designs  including  leaves  and 
flowers  and  Moorish  and  Persian  designs  in  rich  color  combinations  in  which  there  will  be  seen  four, 
■five,  and  six  different  shades  worked  into  the  one  design,  and  where  thi  re  has  been  in  the  past  a  tendency 
to  introduce  contrasts  in  colors,  the  whole  effect  is  now  one  of  harmony — but,  in  striking  impression, 
what  has  been  lost  in  color  is  made  up  in  pattern  and  //,,   n<  w  stuff  cannot  be  said  to  be  quiet. 

To  get  the  effect  of  some  of  these  very  expensive  imported  silks-  in  cheaper  grades  of  goods  there 
has  been  made  a  new  line  of  printed  warps  which  follow  after  the  popularity  of  the  printed  crepes  and 
bengalines  which  were  so  strong  in  the  Summer  trade,  although  in  the  new  designs  the  color  effects  are 
changed.  In  the  cheaper  grades  also  there  are  many  0f  the  border  ends  still  slam  n  and  even  in  the  high- 
priced  lines  a  few  stripe  combinations  are  shown,  but  in  these  there  is  a  tendency  to  use  the  allover  pat- 
terns between  the  bands. 

For  the  holiday  trade,  then,  this  Winter,  there  will  be  an  opportunity  such  as  there  has  never  been 
before  for  spending  money  in  the  purchase  of  cravats  and  som<  n  ry  beautiful  lines  may  be  secured  for 
the  Christmas  shoppers. 

The  high-priced  silk  is  a  very  heavy  material  and  practically  all  ties  will  be  cut  on  the  bias  with 
very  large  loose  ends  and  this  means  that  then  will  be  /urge  knots.  The  ascot,  which  is  always  more  or 
less  popular,  will  be  found  to  have  a  stronger  run,  and  the  new  materials  are  very  well  adapted  to  this 
kind  Of  large  cravat. 


NECKWEAR  IN  PARIS. 

Paris  shops  show  an  increasing  ten- 
dency toward  moires.  They  are  shown 
in  tobacco  brown,  mauve,  grey,  etc.,  and 
are  used  more  particularly  in  the  larger 
ties.  Tubular  ties  are  seen  with  inser- 
tions of  black  satin  down  their  centre. 

One  of  the  newest  and  best  liked 
shades  in  all  ties  is  the  corn  flower  blue 
so  long  associated  as  a  part  of  the  color 


scheme  for  blonde  beauties.  Extreme 
patterns,  tangos,  etc.,  are  all  the  rage, 
the  more  complicated,  the  better.  Fou- 
lard foundations,  polka  dot  patterns, 
satin  borders  on  bat  ties  and  changeable 
designs  in  two  tones  are  all  innovations 
that  give  promise  of  a  run. 

In  knitted  goods,  bands  of  closely 
meshed  silk,  for  strength's  sake  are 
popular.     A  novelty  wide  mesh  knit  on  a 


solid  silk  foundation  is  another  new  idea. 
Oriental  cashmere  patterns  in  printed 
foulard  are  quite  common  in  many  color 
combinations.  In  brocades,  foliage  pat- 
t>  ins  and  all-over  designs  are  the  most 
popular.  Checks  of  all  sizes  are  being 
introduced  and  promise  well.  The  dis- 
plays as  a  whole  are  quite  bewildering 
in  the  large  variety  of  silks  offered  in 
every  conceivable  pattern. 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all    kinds     of     Store    Fixtures. 

_ — "—  WRITE    FOR  CATALOGUE 

H.  L.  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 


Worn  by  the 
best  People 

Sold  by  the 
Best  Dealers. 


Manufacturers      of    Tumbull's     high- 
class     Ribbed    Underwear    for   Ladies 
and  Children,   Tumbull's  "M"  Band 
for   Infants,    and    "CEETEE"  Shak 
Knit  Sweater  Coats. 


$immmmaMmmm®m®m 
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As  New  York  Views  Hats  for  Fall  and  Spring 


NEW  FORK,  Aug  17.— In  the  main 
hats  will  be  found  to  be  a  repe- 
tition of  Spring  lines  with  the 
usual  amount  of  novelties  in  the  way  of 
emphasis  on  the  strikingly  successful 
styles  of  the  past  Spring  and  Summer. 

In  this  country  the  bell  shaped  and  the 
tapering  effects  appear  to  have  dwindled 
in  popularity.  The  rolled  brim  in  felts 
appears  to  be  coming  in  strongly.  The 
usual  colors  in  felts  will  be  found  again 
to  range  from  dark  blue  and  green 
down  to  slates.  Instead  of  tapering  a 
great  many  hats  are  almost  square.  The 
rolled  brim  has  been  adapted  more  par- 
ticularly to  this  variety. 

The  three-color  novelty  bands  are  com- 
ing  in  stronger  than  ever  in  light  and 
gaudy  colors.  The  "American  Hatter" 
sums  up  the  outlook  as  follows: 

There  will  be  more  orders  to  fill  during 
August  and  September  than  ever  be- 
fore, and  there  are  fewer  factories  than 
in  many  years  to  turn  them  out. 

The  popularity  of  soft  hats  will  con- 
tinue unabated  and  unlike  the  early  sea- 
son expectations  of  most  of  the  authori- 
tative observers  of  the  vogue  of  men's 
headwear,  Fall  styles  will  be  even  a 
little  more  extreme  than  last  season. 
Fancy  Effects  More  Pronounced. 

Many  of  the  keenest  judges  of  hat 
styles  believe  that  the  limit  of  develop- 
ment of  fancy  effects  had  been  reached 
this  Spring  but  still  more  pronounced 
shapes  will  prevail  this  Fall,  particular- 
ly for  the  popular  trade. 

In  soft  hats  dimensions  will  be  more 
extreme — crowns  higher  and  brims  nar- 
rower. -    -  »     n-     t 

Diamond  telescopes,  the  double  crease 
producing  the  diamond  shape  drop  tip 
and  the  regular  circular  drop  tip  effect, 
describes  the  dominent  note  in  crowns. 
For  the  last  named  4y2  and  4%  inches 
are  the  best  heights,  while  for  the  others 
514  inches  prevail.  There  will  be  some 
demand,  especially  for  the  better  class  of 
trade,  for  a  high  taper  round  crown  in 
the  old-fashioned  center  crease  about  6 
inches  deep. 

Flat  set  brims  will  be  the  rule,  chiefly 
-"s  and  L'1  1  inches  wide,  pencil  curls  be- 
in-  favored  dose  rolled  and  open  roll, 
although  there  will  be  a  good  undercur- 
rent of  demand  for  Hat  brims  and  some 
business  for  turban  brims.  Droop  brims 
or  dish  brims  are  passe.  Dark  colors  of 
body,  with  light  contrast  trimmings,  will 
nb'iminate   the   soft    lial    style   every  where. 

Dark   Blues  First   Choice. 

Dark  blues  will  be  the  first  choice  with 
dark    shades    of    green    a    close    second. 


after  which  favor  will  be  divided  be- 
tween seal,  brown,  slate  and  stone. 

There  has  ben  a  general  feeling  that 
on  account  of  the  widespread  vogue  of 
fancy  colors  a  reaction  was  due  which 
would  revive  the  popularity  of  pearls 
and  this  Spring  the  first  concrete  evi- 
dence of  such  a  tendency  appeared  in 
Boston  and  spread  throughout  New  Eng- 
land in  the  form  of  a  general  demand  for 
pearl  soft  hats  trimmed  with  black  band 
and  white  binding. 

This  vogue  grew  steadily  throughout 
the  Spring  and  it  was  confidently  ex- 
pected by  many  that  it  would  spread  to 
other  sections,  but  there  has  been  no 
such  tendency  elsewhere. 

Strong  Contrast  in  Trimmings. 

For  popular  trade  trimmings  will  be  a 
strong  contrast,  while  for  the  high-class 
trade  the  bands  and  bindings  will  be 
only  a  shade  lighter  than  the  body  of 
the  hat,  producing  a  two-toned  or  "mis- 
match" effect.  In  the  width  of  the  band 
there  is  also  a  marked  distinction  be- 
tween the  popular  and  the  exclusive 
trade;  for  the  former  the  narrower 
bands,  principally  14  to  18  ligne  will  be 
best  especially  in  heavy  rib  effect,  while 
the  latter  will  require  24  to  30  ligne  in 
both  taffeta  and  the  heavy  rib,  the  taf- 
feta being  somewhat  favored. 

Sash  bands  have  run  their  course  and 
if  the  demand  should  maintain  itself  suf- 
ficiently to  permit  retailers  to  clear  out 
their  stocks  they  will  be  fortunate. 

All  manner  of  fancy  bows  on  the  rear 
quarter  will  be  rampant — it  is  these  that 
are  the  most  pronounced  distinguishing 
feature  of  the  late  styles. 

The  Panama  crease  in  the  felt  is  an- 
other effect  that  will  be  in  favor. 

Daring  Color  Effects  in  Bands 
Some  very  daring  three-  and  four- 
color  effects  have  been  shown  for  Fall 
and  while  several  seasons  back  any  man 
would  have  had  his  sanity  questioned  if 
he  had  hinted  at  such  a  style  develop- 
ment, nowadays,  in  view  of  the  extreme 
fancy  colors  and  trimmings  of  last  sea- 
son and  the  generally  accepted  belief 
that  the  limit  is  not  yet,  one  is  tempted 
tc  say  with  reference  to  the  rainbow 
combinations-  "Why  not?"  These  col- 
or combinations  are  produced  by  the  use 
of  different  colors  for  body,  band,  bow 
and  binding,  for  instance  a  green  hat 
will  have  a  blue  band,  a  green  bow  and 
perhaps  a  white  binding.  The  combina- 
tion mentioned,  however,  is  decidedly 
mild  compared  with  some  that  are 
shown. 

There  is  no  immediate  danger  of  such 


an  eruption  in  the  trade— a  few  of  these 
hats  have  been  bought,  probably  just 
enough  to  be  used  for  a  window  display 
— and  it  is  too  early  to  consider  the  pos- 
sibilities for  next  Spring. 

Taper  Crowns  in  Stiff  Hats. 
In  stiff  hat  fashions  there  is  little  or 
no  change.  The  vogue  will  continue  de- 
cidedly in  favor  of  taper  crowns.  5'.,  x 
l's  being  the  best  dimensions,  other 
variations  of  these  proportions  in  the 
taper  crown  effect  also  being  well  favor- 
ed. Retailers  are  advised  to  allow  the 
present  stocks  of  full  tip  low  crown, 
wide  brim  styles  to  exhaust  themselves 
without  replenishing.  They  are  passe — 
old  fashioned — "augespielt "— and  the 
merchant  who  continues  to  feature  them 
proclaims  himself  of  ancient  vintage. 
*     *     * 

Straws  for  1915. 

In  straw  hats  the  style  problem  is  not 
quite  well  enough  defined  to  make  pre- 
dictions with  any  degree  of  assurance  re- 
garding the  probable  development  of 
straw  hat  fashions  for  1915. 

In  Panama  hats  fancy  styles  will  be 
well  featured  and  as  the  development  of 
the  Panama  is  substantially  stimulated 
by  the  up-to-date  styles  which  takes  it 
out  of  the  staple  class,  the  demand  con- 
tinues to  grow  steadily. 

A  steady  sales  of  Bangkoks  is  assured 
tor  KH5.  and  Leghorn  will  also  come  for- 
ward as  a  favorite  of  fashion. 

Increase  in  Panama  Prices. 

In  recent  years  there  has  been  a  steady- 
advance  in  the  price  for  Panama  hats 
as  a  natural  result  of  the  wide-spread 
demand.  In  the  articles  of  general 
manufacture  an  increased  demand  is 
usually  well  taken  care  of  by  the  use  of 
an  increased  number  of  machines,  but 
Panama  hats,  being  an  article  of  native 
hand  works  the  supply  is  restricted  to 
the  quantity  thai  the  natives  can  weave. 

The  steady  upward  advance  in  prices 
has  recently  been  augmented  by  a  mark- 
ed increased  0f  in  per  cent,  on  heavy 
buying  orders  from  Cuba,  London  and 
Panama,  especially  London. 

In  addition  to  the  actual  increase  in 
quotations  this  is  still  further  en- 
hanced by  a  reduction  in  exchange  with 
South  American  countries.  While  re- 
tailers will  undoubtedly  pay  the  same 
prices  as  formerly,  the  effect  of  the  in- 
creased cosl  of  bodies  will  he  reflected 
ii.  the  inferior  qualities,  compared  with 
former  grades  and  in  the  increasing 
difficulty  to  secure  the  lowest  grades  as 
formerly. 

(Continued  on  page  67.) 


— ■*— ■ 


-tfentiWir 


L«4^o'i,  d > 


,j  few^ 


Samples  of  Spring  hats  shown  by  Ansley-Dineen   Hat   and   Fur   Co.,   Limited. 

Flood  of  Novelties  in  Hats  for  Spring  of  1915 

Many  New  Makes  in  Straws  on  the  Market — High  Crowns  and 
Narrow  Brims,  With  Taper  Missing — Octagon  Shape  in  Soft  Hats 
With  Contrasting  Colors  Prominent — High  Crowns  in  Stiff  Hats. 


WITH  a  six  months'  margin  of 
safety  to  come  and  go  on,  hat 
manufacturers  are  beginning 
with  confidence  to  display  their  new 
ideas  for  Spring,  1915.  This  will  take 
rank  as  the  season  most  fertile  in  new- 
ideas,  in  real  novelties.  The  variety  is 
simply  astonishing. 

There  were  many  retailers  who 
thought  that  the  extreme  novelties  of 
the  past  Summer  had  run  their  course, 
and  that  there  would  be  a  reaction  to- 
wards more  staple  lines.  The  former 
conclusion  in  many  ways  is  correct,  the 
latter  far  from  it.  It  is  quite  true  that 
few  of  last  year's  novelties  are  coming 
hack  into  favor,  hut  the  variety  is 
greatly  increased.  One  firm  is  sending 
itF,  travelers  out  with  nearly  300  samples 
of  straws  apiece. 

The  reason  for  this  seems  fairly  clear: 
an  effort  to  stimulate  trade;  something 
new  to  prod  the  retailer,  who  in  turn 
will  prod  the  fancy  or  sluggish  buying 
tendencies  of  the  public.  The  sale  of  a 
novelty  hat  usually  results  in  a  second 
sale  a  month  or  two  later,  for  the  buyer 
tires  of  his  early  choice. 

One  does  not  find  many  of  the  high 
taper  straws  of  this  season  in  the  1915 
lines.  It  ran  its  course,  as  The  Review- 
pointed  out,  and  a  short  one  at  that. 
Hats  are  high,  higher  slightly  than  this 
year,  and  the  bands  are  narrow — an 
opposite  condition  from  soft  hats.  The 
puggaree  band  has  not  gone  well  on 
straws,  and  is  relegated  to  soft  hats  now. 
The  bow  still  dwells  towards  the  back, 
three-quarter  or  full. 

It  is  in  the  brims  and  braids  that  the 
chief  variety  exists.  There  are  all 
kinds  of  new  braids,  one  of  which  is 
illustrated  elsewhere  in  this  issue.  Many 
depart  on  the  top  of  the  crown  from  the 
series  of  rings  and  straight  lines  run 
across. 

There  is  an  attempt  being  made  to 
introduce  a  couple  of  braids  that  hither- 
to have  been  limited  almost  entirely  to 
women,  the  Leghorn  and  the  Bangkok, 
and  a  sample  of  the  former  is  illustrated 
here   in   telescope  crown.     The  Leghorn 


1915  HAT  LINES. 

Straw  with  straight  saucer  brim 
and  tartan  pngaree  hand. 

Crimp  edge,  ventilator  in  crown, 
four  creases  in    brim. 

Hat  mirror  inside  hat. 

Leghorn   hat. 

Octagon   and  sextette   hats. 

Bell-shape  hat. 

Brims  of  straw  wider  in  front  and 

rear  than    at  sides. 


comes  in  both  the  diamond  telescope  and 
the  ordinary  telescope. 

The  creases  of  the  soft  hat,  usually 
four  in  number,  have  been  adapted  to 
straws,  as  is  shown  in  one  model  here. 
Many   have  this  innovation. 

The  saucer  brim  is  found  on  a  number 
both  of  straws  and  soft  hats. 

Another  novelty  in  straws  is  a  double 
brim  all  the  way  through,  instead  of  just 
at  tlie  edging,  as  before. 

Another  wrinkle  is  a  mirror  placed  in- 
side the  hat,  almost  enabling  this  crea- 
tion to  secure  recognition  from  the 
"party"  bags  in  the  fancy  goods  de- 
partments. 

As  a  rule,  the  brims  tend  to  be  nar- 
rower. The  most  approved  for  Spring  is 
the  one  that  is  slightly  broader  in  front 
and  back  than  at  the  sides,  the  former 
measurement  being  214  inches,  and  the 
latter  only  2  inches. 

In  soft  hats  the  most  pronounced  ten- 
dency is  the  contrasted  trimming,  which 
is  often  expressed  in  a  light  and  a  dark 
shade  of  the  same  color,  greys,  greens, 
etc.  Other  combinations  were  a  brown 
hat.  with  green  band;  a  light  fawn,  with 
green  band,  etc. 

The  pencil  brim  is  coming  strongly 
into  favor,, and  creases  on  the  crown  are 
everywhere  recognized.  These  extend 
not  only  to  four  points,  but  hats  are 
being  made  with  six  (sextette)  anil 
eight,  an  octagon  with  a  telescope  crown. 

The  butterfly  bow  is  going  strong. 

Among  shades  a  moss  green  is  one  of 
the  new  colors,  and  greys  are  also  popu- 
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lar  as  well  as  the  ever  present  blue  and 
the  green. 

In  stiff  hats  the  edict  is  "higher  in 
the  crown  and  inclined  to  taper."  One 
of  the  latter  is  seen  in  the  illustration. 
The  low  flat  brim  is  no  more,  but  these 
are  close  curled  and  small.  Big  hats 
are  not  seen.  The  bell-shaped  stiff  hat, 
one  of  the  present  season's  showing,  lias 
met  with  little  demand  as  a  Spring  ar- 
ticle of  wear. 
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BLACK  AND   WHITE   WINDOW. 

Following  the  news  from  Paris  of  the 
returning  vogue  of  black  and  white,  one 
store  that  is  always  well  in  advance  on 
the  question  of  style  news  put  in  a  black 
and  white  trim,  that  attracted  much 
attention.  The  centre  portion  was  a 
bandsome  wax  figure  attired  in  a  white 
accordion-pleated  overskirt  with  drop 
skirt  of  black  and  waist  of  black  and 
white  combined,  and  wearing  one  of  the 
new  white  hackle  turbans.  Black  and 
white  materials  suitable  for  Summer 
wear  were  draped  on  forms  and  stands. 
Surrounding  the  central  figure,  black 
and  white  hosiery  and  pumps  were 
shown.  These  were  displayed  on  shoe 
and  stocking  figures  on  low  mahogany 
pedestals. 
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ADS  AND  STORE  LOCATIONS 

In  the  store  of  James  A.  Ogilvy  & 
Sons,  Montreal,  there  are  three  neat 
frames  placed  on  the  elevator  cages  be- 
tween the  different  shafts.  The  centre 
of  these  contains  a  diagram  of  the  store 
showing  the  different  floors  and  giving 
a  list  of  the  different  departments,  with 
its  location  on  each.  The  others  are 
used  for  the  daily  posting  of  the  store 
advertisement  taken  from  the  morning 
papers.  Shoppers  who  pay  attention  to 
the  store  advertising  may  at  once  refer 
t.-  some  item  which  attracted  them,  and 
from  the  store  diagram  find  the  location 
of  the  department  to  which  they  desire 
to  go. 
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MEN'S   WEAR    SECTION. 


The  Hat  and  Cap  Market 

New  York  Opinion  That  Straw  Crowns  Will  be 
Lower  and  Wider  —  Few  Taper  Crowns  — 
Leghorns  in  Demand. 


IN  .-in  article  on  "The  Hat  and  Cap 
Market,"  Men's  Wear,  New  York, 
says:  "The  traveling  straw  hat 
salesmen,  now  on  the  road  with  their 
new  lines  for  next  Spring,  report  th.it 
there  is  a  pronounced  tendency  on  the 
part  of  the  retailers  to  defer  placing-  the 
larger  portion  of  their  advance  orders 
for  straw  hats  until  they  are  able  to 
more  definitely  determine  what  the  saf- 
est and  most  salable  styles  are  going  to 
be.  Manufacturers  naturally  do  not  wel- 
come a  situation  of  this  kind,  but  most 
of  them  realize  that,  on  account  of  this 
prevailing  uncertainty  in  the  matter  of 
styles,  waiting  is  really  the  only  intelli- 
gent course  for  the  retail  merchants  to 
pursue,  because  it  is  utterly  impossible 
for  anybody  to  accurately  foretell  this 
far  ahead  of  time  just  what  styles  of 
straw  hats  the  consumer  is  going  to  de- 
mand next  Spring. 

"Buyers  are  reasonably  confident, 
however,  that  sennits  will  continue  to  be 
the  most  popular  straw  hats  next  season, 
but  they  do  not  know  in  what  dimen- 
sions the  majority  of  them  will  be  want- 
ed, what  heights  of  crowns  and  widths 
of  brims,  so  that  any  orders  which  they 
might  place  are  based  merely  upon  con- 
jectures, and  may  have  to  be  changed 
later.  The  general  opinion  in  the  whole- 
sale market  is  that  fewer  high-crown, 
narrow-brim  hats  will  be  sold,  or,  in  other 
words,  that  hats  with  slightly  lower 
crowns  and  wider  brims,  31/2  x  2%,  or 
thereabouts,  will  predominate.  More 
than  a  dozen  manufacturers  agree  on 
these   figures   as   being   their   choice  for 


one  of  the  leading  proportions  and  best 
sellers  in  sennits  next  season. 

"There  seems  to  be  a  disposition  to 
get  away  from  the  high  taper  crown 
hats,  and  only  a  very  few  of  them  are 
being  shown  in  the  new  lines.  Rands 
are- principally  of  medium  width,  IV2  to 
1%  inches,  with  bows  either  on  the  side 
or  quarter.  Almost  every  manufacturer 
in  the  business  is  showing  one  or  more 
of  the  self-conforming,  fiexible-brim  sen- 
nits in  his  line  this  season,  but  how 
much  success  they  will  have  with  them 
remains  to  be  seen.  One  of  the  few 
retailers  who  showed  these  hats  this 
Summer  recently  declared  that  his  cus- 
tomers had  not  been  very  favorably  im- 
pressed with  them,  one  objection  being 
that  the  brims,  being  flat,  often  buckle 
out   of  shape. 

"Manufacturers  anticipate  a  fairly 
big  demand  for  soft  straw  hats  in  all 
grades,  from  the  cheapest  to  the  most 
expensive,  and  there  are  some  strong 
indications  that  certain  styles  of  soft 
straws  will  be  more  popular  next  season 
than  probably  ever  before.  The  shapes 
of  these  will  be  somewhat  similar  to  the 
most  popular  soft  felt  hats,  with  tele- 
scope, diamond  crease  and  Alpine 
crowns,  and  natural  turn-up  and  curled- 
edge  brims.  Leghorns  especially,  it  is 
believed,  will  be  in  greater  demand  than 
usual  among  the  better  class  of  trade. 
A  few  of  these  are  being  shown  in  nov- 
elty shapes  and  fancy  colors,  such  as 
green,  pearl,  brown,  blue,  etc.,  but  it  is 
expected  that  a  large  percentage  of  the 
orders  will  call  for  staple  shapes  in  the 
natural  color." 


Norman  D.  and  Mrs.  McKinnon,  of 
McKinnon's,  Ltd.,  Weyburn,  Sask.,  left 
on  Thursday.  July  30,  for  Toronto  and 
other  Ontario  points. 

Bohan  Bros.,  Toronto,  men's  furnish- 
ers, have  purchased  145  feet  on  the  south 
side  of  Adelaide  between  York  and  Sim- 
coe  streets  for  $100,000  to  serve  as  a 
warehouse  site. 

© 

THE  LATE  GEORGE  MILLS. 

The  death  of  a  well-known  business 
man  in  Eastern  Ontario  took  place  in 
the  removal  of  Mr.  Georse  Mills,  head 
of  George  Mills  &  Co.,  Kingston.  The 
business  had  of  late  been  extended  to 
include  large  wholesale  transactions  in 
hats  and  furs.  Mr.  Mills  was  aided  in 
this  by  two  sons.  William  and  Charles, 
who  had  received  valuable  experience 
on  the  road  from  the  Atlantic  to  the 
Pacific. 


Personal  Notes  of  the  Trade 


Thomas  Sturdy,  Malakwa,  B.C.,  gene- 
ral merchant ,  is  dead. 

L.  Eisenstat,  Montreal,  clothier,  had 
considerable  loss  by  fire. 

Stephen  McMillan,  Isaacs  Harbor, 
N.S.,  genera]  merchant,  is  dead. 

W.  G.  Murphy  &  Co.,  Binscarth,  Man., 
have  sold  out  to  Robert  A.  Grosby. 

M.  W.  Rice,  Springford,  Ont.,  lias  sold 
out  his  general   business  to  F.  Malcolm. 

J.  B.  Caldwell,  Sedley,  Sask.,  general 
merchant,  lias  been  succeeded  bv  .1.  !•',. 
McCall. 

Ferguson  &  Harris,  Walton,  Ont., 
genera]  merchants,  have  sold  out  t<>  A.  .1. 
Lyddiatt. 


John  English,  Nackawick,  N.B.,  gen- 
eral merchant,  has  been  succeeded  by 
J.  F.  McGuire. 

Philip  Cramer,  North  Battleford, 
Sask.,  men's  furnisher,  has  opened  a 
general  store  at  Speers. 

Mark  Hall  Vancouver,  B.C.,  clothier, 
suffered  considerable  damage  as  the  re- 
sult   id'  a   recent    lire. 

Donald    Smith,    Hamilton,    a    pioneer 

merchant    tailor  and   clothier  of  the  city, 

recently  died  at  the  age  of  eighty-five. 

The  Man  Store,  Ltd.,  Sault  Ste.  Marie, 
has    been    organized    with    a    capital    of 
.-flO.linit    to    succeed    to    the    men's    fur- 
nishing business  of  the  late  1  >.   1.  Millar. 
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THE  VALUE  OF  GOOD  PAPER. 

EVFN  IF  YOU  are  going  after  rural 
business,  don 't  send  out  circulars  or  let- 
ters on  shoddy  paper,  says  a  man  who 
has  tried  both  ways,  and  don't  sign  your 
name  with  a  rubber  stamp.  Farmers  are 
advancing  rapidly  and  now  own  autos 
and  many  of  them  have  typewriter-. 
Remember,  farmers  are  big  buyers  oJ 
automobiles,  and  other  machinery,  so 
just  study  the  character  of  the  adver- 
tising that  firms  making  these  articles 
put  out.  and  see  how  far  you  come  short 
of  matching  up.  In  hundreds  of  districts 
in  Canada  farmers  have  pretty  solid 
balances  with  their  bankers,  and  their 
trade  is  in  the  steady  and  reliable  class. 
Of  course,  you  can  make  an  error  in  the 
opposite  direction  and  put  out  literature 
that  will  give  the  impression  that  you 
are  carrying  goods  of  a  class  that  the 
farmer  has  little  use  for,  but  you  should 
err  rather  on  the  side  of  the  too  expen- 
sive, rather  than  the  too  cheap. 


@ 

A  PROMINENT  MANUFACTURER 
OF  HATS. 

Arthur  Allan  (A.  A.  Allan  &  Co.).— 
"Our  German  stocks  had  left  the  fac- 
tories before  the  war  broke  out.  but  have 
probably  been  tied  up  at  Bamburg.  We 
would  sooner  have  them  at  the  bottom 
o'  the  sea.  for  we  would  at  least  gel  our 
insurance  out   of  them. 

"There  will  be  no  Austrian  velour 
bats  arrive  in  Canada,  and  the  few  on 
band  from  last  year  will  In1  at  a  pre- 
mium. There  will  also  be  a  lack  o\'  wool 
hats  thai  Germanj   has  supplied  hiterto. 

"Bindings  and  bands  that  came  from 
the  Continent  will  also  be  cut  off,  and 
for  a  supplj  Canadians  must  depend  on 
America.     Our  Italian  stock  is  in." 


MEN'S   WEAR    SECTION. 
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High  Waistline  for  Coats 

Clothing  Worn  by  Stylish  Men  at  the  Polo 
Games  in  New  York  Cut  on  Different  Lines  to 
That  Turned  Out  by  the  American  Manufac- 
turers— New  Ideas  in  Lapel  Notches. 


A  HIGH  waistline  in  the  design  of 
the  coat  for  men  is  advocated  by 
a  writer  in  Men's  Wear,  New 
York,  who  expresses  the  strong-  opinion 
that  the  clothing  worn  by  the  guests  at 
the  polo  games  in  New  York  indicated 
a  defeat  for  American  clothing  manu- 
facturers just  as  great  as  that  suffered 
by  the  American  four.  The  letter  is  in 
part,  as  follows: 

"I  hope  there  were  a  goodly  number 
of  clothing  manufacturers  at  the  inter- 
national polo  match.  And  I  hope  that 
they  had  seats  in  the  west  stand,  where 


society  congregated,  and  in  which  I  was 
able  to  get  a  seat  at  the  last  minute,  ad- 
joining the  timers'  box  and  overlooking 
the  Meadow  Brook  Clubhouse  lawn. 

"Above  all,  I  hope  that  those  cloth- 
ing manufacturers  or  their  designers 
that  were  in  the  west  stand  had  their 
eyes  open  and  their  powers  of  perception 
keyed  up  to  a  high  pitch,  for  the  clothes 
I.  saw  on  the  hundreds  of  smartly-garbed 
male  members  of  the  Meadow  Brook  Club 
and  their  guests  meant  as  great  a  defeat 
to  the  ability  of  the  American  clothing 
manufacturers   as   that   suffered   by   the 
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American  four.  Getting  back  to  Broad- 
way and  Forty-second  street,  after  the 
game,  and  seeing  the  clothes  of  the 
masses,  made  me  regret  that  I  don't  un- 
derstand the  intricacies  of  tailoring.  I 
wish  I  did.  Then  possibly  I  might  be 
able  to  explain  the  definite  and  apparent 
difference  in  the  clothes  of  the  men  I 
watched  strolling  about  the  clubhouse 
lawn  and  on  the  west  stand,  and  the 
clothes  on  the  men  of  the  masses,  who 
are  garbed  by  the  clothing  manufacturer. 
There  is  a  difference — a  big  difference — 
and  it  isn't  just  a  few  men  that  I  saw 
that  make  the  difference  apparent,  but 
the  hundreds. 

"As  I  have  said,  if  1  knew  the  in- 
tricacies of  tailoring  I  might  be  able  to 
explain  details  of  this  difference.  But 
there  are  a  few  points  about  the  clothes 
ol  tke  smart  followers  of  polo  that  make 
them  different  from  the  ready-made  gar- 
ments, and  that  I  think  I  can  explain. 
One  of  these  is  the  high  waistline.  In 
the  single-breasted  jackets  (I  saw  a  mere 
half  dozen  double-breasted  coats)  the 
waistline  is  very  high.  The  coat  fits 
snug  to  the  figure  down  to  that  line  of 
the  body  that  touches  the  lowest  rib. 
From  there  on  it  drapes  away.  This 
gives  all  the  smartly-garbed  men  an 
appearance  of  having  a  well-muscled, 
powerful  back. 

"Why  can't  the  clothing  manufac- 
turers get  this  high  waistline  effect  that 
Boughton  has  been  talking  about  in 
Men's  Wear  and  the  Chicago  Apparel 
Gazette  for  the  last  three  years?  I've 
seen  a  good  many  lines  of  clothing,  and 
this  principal  point  is  absolutely  lost. 

"Another  point  I  noticed  was  the 
lapel  notch.  None  of  the  coats  I  saw 
had  the  long-point,  narrow-notch  lapel, 
such  as  has  been  prevalent  on  ready- 
made    clothing   for   the   last   few   years. 

"These  few  points,  with  the  fact  that 
none  of  the  men  wore  coats  that  fit 
snugly  over  the  hips,  were  the  most  no- 
ticeable when  I  got  to  making  mental 
comparisons  between  the  clothes  of  the 
manufacturers  and  those  of  the  smart 
Fifth  avenue  and  Saville  Row  tailors." 


Kindly  mention 
this  paper 
when  writing 
advertisers. 


WRITE   TO   SHAWS 

and  ask  about  the  most  modern  and  simple 
method  of  show-card  writing  instruction — The 
Edwards  Short-Cut  System. 

Double  your  earning  capacity  in  a  few  weeks. 

THE  SHAW  CORRESPONDENCE  SCHOOL 

YONGE  and  GERRARD  STS.,  TORONTO  Mention  this  paper 

Write  to-day  for  Prospectus  and  full  information. 
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War  window  in  the  store  of  Godwin's,  Limited,  Montreal.  The  central  subject,  a  warship  in 
full  action,  is  the  work  of  E.  Lemieux,  the  stall'  artist  of  the  company  and  is  the  result  of 
his  labors  for  a  day  and  a  half.  The  window  was  probably  t lie  most  impressive  seen  in  Mont- 
real's stores  and  it  was  witli  difficulty  that  the  crowds  were  restrained  during  the  period  occu- 
pied in  taking  the  picture  for  The  Review. 

Large  Crowds  Drawn  by  Realistic  War  Windows 

Montreal  Stores,  With  Fitting  Enterprise,  Followed  Universal 
Feelings  in  Planning  Displays  —  Backgrounds  of  Flags  and 
Bunting — Sergeants'  Mess  Represented. 


By 


SI  ill'   ('.irrcspnmlciit. 


MONTREAL,  Aug.  15.— (Special.) 
—War  time  has  its  special  call 
upon  the  window  dresser. 
Since  the  outbreak  of  hostilities  in 
Europe,  and  especially  since  Great  Brit- 
ain lias  stepped  into  the  arena  of  the 
battlefield,  the  streets  of  Canadian  cities 
and  towns  from  coast  to  coast  have  been 
thronged  with  patriotic  crowds.  To 
draw  the  attention  of  these  crowds  to 
I  he  store  windows  has  been  the  duty  of 
the  display  artists,  and  this  has  required 
patriotic  displays,  for  there  is  little  in 
the  public  mind  at  the  present  time 

To  make  a  display  at  such  a  time  that 
will  appeal  is  simple — the  showing  of  a 
flag  will  do  that;  the  showing  of  many 
flags  will  do  it  better.  To  make  a  dis- 
play that  will  draw  and  bold  the  crowds 
is  another  thing  entirely;  it  is  not  a 
question  of  elaboration,  people  at  such 
times  are  nol  looking  for  details.  The 
most  effective  windows  which  have  been 
shown  are  those  where  there  is  one  or 
two  outstanding  figures  or  ideas  with  a 
background  of  flags  or  bunting. 


A  Realistic  Picture. 

In  the  display  made  in  the  window  of 
Good  win  "s,  Limited,  Montreal,  is  one  of 
the  most  impelling  from  the  standpoint 
of  public  interest,  and,  as  will  be  noted 
from  the  accompanying  photograph, "it  is 
not  elaborate.  The  realistic  picture  of 
one  of  the  iron  hounds  of  the  sea  is  one 
to  arouse  the  patriotic  sentiment  ami 
the  surroundings,  a  draping  of  the  Union 
Jai'k  and  the  Canadian  flag  is  simplicity 
itself,  while  the  pictures  of  the  King  and 
his  field  marshals  and  the  Royal  family 
are  notes  of  relief. 

It  is  to  the  picture  itself  that  special 
attention  is  drawn,  and  as  a  work  of  art 
it  is  worthy  of  consideration -and  par- 
ticularly so  when  it  is  explained  that  it 
is  the  work  of  the  staff  artist  of  the 
store,  and  that  it  was  done  under  high 
pressure.  If  there  had  been  an  an- 
nouncement to  the  effect  that  this  work 
was  by  one  of  the  "modern  masters," 
that  it  if  in  fact  it  was  a  noted  por 
trayal  of  modern  warfare  on  the  high 
seas,    there    would    not    be    many    in    the 
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crowds  which  it  attracted  to  the  window 
who  would  have  doubted;  there  is  a  note 
of  the  modern  school  of  art  in  the  real- 
ism which   hints  of  the  futuristic  idea. 

E.  Lemieux,  who  executed  the  work, 
is,  needless  to  say,  an  artist  with  con- 
siderable reputation,  and  the  picture  is 
a  very  creditable  production,  consider- 
ing the  fad  that  the  time  devoted  to  it 
was  only  a  day  and  a  half. 

Fur  Windows  Effective. 

But  there  are  not  many  stores  who 
have  men  like  Mr.  Lemieux  on  the  staff, 
and  many  other  effective  showings  were 
made.  In  a  number  of  fur  stores  where 
there  were  lion  skins  they  were  used  to 
good  advantage.  One  window  backed 
by  French  and  British  flags  had  for  the 
central  figure  a  lion  rug,  with  the  large 
head,  with  open  jaws,  resting  on  a  pillar 
and  the  paws  wire  drawn  around  to  the 
front.  Another  had  a  stuffed  animal. 
with  an  animated  head,  which  moved  up 
and  down,  while  the  .jaws  opened  and 
closed   at    the  same   time,  and   an   electric 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Light  arrangement  behind  the  eyes  shot 
vicious   shafts  of   light. 

In  other  windows,  pictures  of  the 
King,  of  the  Royal  family,  of  famous 
generals  and  chapters  from  Empire  his- 
tory served  for  the  outstanding  features 
againsl  backgrounds  of  flags  and  bunt- 
ing. Even  in  displays  which  were  for 
commercial  purposes,  and  where  there 
was  nothing  hut  a  jumble  of  flags  of  all 
sizes,  formed  an  attraction  for  the 
crowds. 

Used  Mess  Furniture 
One  of  the  windows  on  Montreal's 
main  street,  which  introduced  more  than 
the  usual  advertising  element  for  a 
patriotic  display,  contained  specially- 
designed  furniture,  rugs,  curtains,  etc., 
for  the  sergeants'  mess.  Grenadier 
Guards.  Here  was  shown  a  big  reading 
table  with  books  upon  it,  chairs,  etc., 
and  the  background  was  formed  with  a 
hi"'  rug  in  rich  shades  of  brown,  in  which 
the  central  figure  of  the  design  was  the 
royal  coat  of  arms. 
The  war  spirit  was  introduced  by  three 


figures  in  uniform  standing  as  on  guard 
with  rifles  grounded  and  bayonets  fixed. 
These  figures  wore  the  dress  and  service 
uniforms  of  the  Highlanders  and  of  the 
Grenadier  Guards.  In  addition,  there 
was  a  stack  of  three  rifles  with  bayonets 
fixed. 


CARE  OF  THE  SHOW  CASE. 

Many  glass  cases  are  ruined  yearly  by 
lack  of  proper  attention.  Small  cracks 
appear,  caused  by  the  heat  or  contact 
with  large,  heavy  bodies,  and  if  these 
cracks  are  not  soon  attended  to  they  will 
soon  spread.  An  excellent  method  to 
prevent  a  crack  from  spreading  is  to 
draw  a  short  crack  with  a  glass  cutter 
at  right  angles  with  the  crack.  This 
will  prevent  a  crack  from  spreading  in 
every  case.  Cases  should  be  set  perfect- 
ly level  on  the  floor,  especially  the  new 
all-glass  variety,  which  are  otherwise 
certain  to  warp.  The  legs  of  the  case 
should  be  propped  to  the  required  height 
from  the  floor  to  insure  their  sitting  true. 


FALL  CLOTHING  FOR  BOYS. 

Fall  buying  in  the  different  lines  of 
boys'  clothing  indicates  the  popularity 
rf  the  Norfolk  style  coat  for  this  model 
is  being  stocked  very  extensively.  With 
it  are  worn  the  bloomer  trousers  which 
have  been  generally  popular  for  some 
years.  In  colorings  greys  seem  to  be 
having  the  popular  run. 

Overcoats  for  boys  will  be  generally 
u'ong  mannish  lines,  the  models  shown 
being  about  knee  length  with  belted  back 
and  the  roll  collar.  In  materials  the 
boy,  like  his  father,  will  find  many  of 
the  models  made  of  soft  surfaced  cloths 
of  quiet  shades  covering  a  wide  range 
but   few   showing  patterns. 

© 

Elliott  &  Scroggie,  Sarnia,  Ont.,  will 
start  a  dry  goods  store,  occupying  the 
site  formerly  occupied  by  Smith  &  Ash. 

Tozer  &  Brown,  Clinton,  Ont.,  dry 
goods  and  men's  furnishings,  have  dis- 
solved partnership,  W.  C.  Brown  con- 
tinuing. 


Western  Window  Display  of  Soft  Hats  and  Caps 


This  is  ;ui  attractive  and  good 
selling  window  of  the  Tom  Camp- 
bell Hat  store,  of  Edmonton,  a 
description  of  whose  methods  ap- 
peared in  a  late  issue  of  The 
Review.  While  taken  in  the 
Spring,  a  similar  gala  appearance 
could  he  secured  by  as  lavish  a 
use  of  Fall  foliage.  There  is  an 
unusual  variety  in  the  posing  of 
the  hats,  assisted  by  a  liberal  use 
of  stands.  The  criss-cross  effect  in 
draping  at  the  top  is  rather  strik- 
ing. 
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Whatisa  Moratorium?  A  LiveQuestionJustNow 

There  is  No  Moratorium  in  Canada  and  None  Likely— Govern- 
ment Merely  Taking  Precautionery  Measures  to  Bring  About  a 
Moratorium  in  Case  Future  Events  Should  Make  it  Necessary. 


TECHNICALLY  a  moratorium  is  n 
period  (hiring  which  a  debtor  lias 
a  legal  right  to  delay  meeting  an 
obligation.  A  limited  moratorium  was 
proclaimed  in  Great  Britain  on  the  3rd 
of  August  last,  but  it  related  only  to  the 
postponement  of  payment  of  certain 
hills  of  exchange.  It  did  not  relate  to 
the  payment  of  wages,  the  payment  of 
grocers'  accounts  or  any  ordinary  obli- 
gation. Much  mischief  has  been  done  in 
Canada  by  reference  to  the  subject,  or 
to  the  probability  of  a  moratorium  being 
declared  in  Canada,  which  has  created 
the  impression  that  debtors  are  not  re- 
quired to  pay  their  debts.  As  yet  the 
Canadian  Government  has  not  taken 
power  to  declare  a  moratorium.  It  is 
proposed  to  pass  an  act  which  will  give 
the  Government  power  to  declare  a 
moratorium  if  the  circumstances  war- 
rant. It  is,  however,  only  a  precaution- 
ary measure.  At  the  present  time  there 
is  absolutely  no  occasion  for  the  decla- 
ration of  a  moratorium.  As  far  as  we, 
can  learn  business  is  moving  satisfactor- 
ily in  view  of  the  extraordinary  condi- 
tions that  prevail,  and  the  result  of  a 
moratorium  would  only  be  to  make  mat- 
ters worse. 

In  our  opinion  the  Government  has 
acted  very  wisely  in  having  legislation 
prepared  which  will  give  it  power  to 
handle  a  panic  if  the  British  forces  in 
the  field  or  on  the  sea  should  meet  with 
a  serious  reverse.  That  difficulty  can 
be  met,  however,  when  it  arises.  At  the 
moment  the  outlook  is  extremely  bright, 
not  only  for  the  success  of  British  arms, 
but  also  for  the  absence  of  any  further 
stress  and  strain  on  the  commercial 
system  in  Canada  other  than  already  ex- 
perienced. We  append  herewith  a  copy 
of  the  Act  of  the  British  Parliament 
which  gives  the  Government  power  to 
proclaim  a  postponement  of  payment  of 
certain  hills  of  exchange  for  a  limited 
period  and  which  is  usually  known  as 
moratorium. 

"POSTPONEMENT      OF     PAYMENT 

ACT,  1914." 

1.  His  Majesty  may  by  proclamation 
authorize  the  postponemeni  of  the  pay- 
ment of  any  bill  of  exchange  or  of  any 

negotiable  instrument  or  any  other  pay- 
ment in  pursuance  of  any  contract  to 
such  extent,  for  such  time,  and  subjeci 
P.  such  conditions  or  other  provisions  as 
may   be  specified    in   the  proclamation. 

2.  No  additional  stamp  duty  shall  lie 
payable  in  respect  of  any  instrument  as 
:i    consequence   of   any   postponement   of 


Bright  Spots 

(London  Financier  and  Bullionist,  Aug.  4,  Hil4.) 

Presently  it  may  appear  that  dark  as  the  European  situation  is.  there  may  be 
bright  spots  elsewhere,  and  these  mainly  in  the  far-flung  Dominions  and  Dependen- 
cies of  the  British  Empire.  They,  like  the  United  States,  are  feeling  the  shock  of 
Europe's  financial  stress  at  the  moment,  but  there  seems  no  reason  to  apprehend 
that  their  ever-expanding  activities  will  be  cheeked.  On  the  contrary,  they  and 
America — which  is  quite  outside  the  sphere  of  Europe's  great  war — may  positively 
benefit  by  the  development  of  their  natural  resources  while  the  trade  and  industry 
of  the  European  Continent  are  brought  to  a  standstill  and  the  desolation  of  land 
areas  induce  the  horrors  of  famine.  The  fertile  soil  of  Canada  will  yield  abundantly, 
anil  the  manifold  other  sources  of  wealth  in  the  Dominion  will  still  be  available 
without  let  or  hindrance.  Her  mines  and  those  of  South  Africa  and  Australasia  will 
still  be  producing,  India  will  continue  to  yield  a  surplus  of  grain  for  exportation  to 
the  United  Kingdom,  and  the  Empire's  plantation  interests  will  remain  in  being. 
Why,  then,  should  the  investor  in  Imperial  securities  waver  in  confidence?  He  i< 
in  an  enviable  position  compared  with  the  investor  on  the  Continent,  where  destruc- 
tion, not  production,  is  now  the  law  of  life.  It  is  true  that  such  Imperial  securities 
as  Camillas  have  had  a  nasty  slump,  but  why  have  they  fallen?  Largely  because  there 
has  been  panicky  selling  by  Continental  holders,  who  have  found  them  easier  to 
realize  on  than  European  securities  on  the  eve  of  a  war  that  means  chaos.  But  Bourse 
panics  in  Europe  do  not  affect  intrinsic  conditions  in  Greater  Britain,  where  no  sic-h 
calamity  impends  as  now  threatens  to  davastate  the  Continent.  When  the  situation 
that  has  come  to  pass  is  seen  in  true  focus,  British  investors  in  the  oversea  Dominions 
of  the  Empire  may  well  see  cause  for  thankfulness,  and.  whatever  else  may  happen 
as  the  result  of  the  awful  conflict  now  begun,  it  is  extremely  likely  that  when  Conti- 
nental nations  are  bled  to  the  white  by  exhaustion,  there  may  be  an  unexampled 
increase  in  immigration  to  Greater  Britain,  where  the  victims  of  militarism  may  find 
peace,  security  and   prosperity   under  the  all-embracing  folds   of  the   British   flag. 


payment  in  pursuance  of  a  proclama- 
tion under  this  act,  unless  the  proclama- 
tion otherwise  directs. 

3.  Any  such  proclamation  may  be 
varied,  extended  or  revoked  by  any  sub- 
sequent proclamation,  and  separate  pro- 
clamations may  be  made  dealing  with 
separate  subjects. 

4.  The  proclamation  dated  the  3rd  of 
August  nineteen  hundred  and  fourteen, 
relating  to  the  postponement  of  pay- 
ment of  certain  bills  of  exchange  is  here- 
by confirmed  and  shall  be  deemed  to 
have  been  made  under  this  act. 

BRITISH  PROCLAMATION. 

Whereas  in  view  of  the  critical  situ- 
ation in  Europe  and  the  financial  condi- 
tions caused  thereby  it  is  expedient  thai 
the  payment  of  certain  bills  of  exchange 
should  be  postponed  as  appears  in  this 
proclamation.  Now,  therefore,  we  have 
thoughl  it  lit  by  and  with  the  advice  of 
our  privy  council  to  issue  this  our  nival 
proclamation  and  we  do  hereby  proclaim, 
direct    and    ordain   as  follows: 

1  r  on  I  he  presental  ion  for  payment  of 
a  bill  of  exchange,  other  than  a  cheque 
or  bill  on  demand  which  has  been  ac- 
cepted before  the  beginning  of  the 
fourth  day  of  August,  nineteen  hundred 
and  fourteen,  the  acceptor  reaccepts  the 
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bill  by  a  declaration  on  the  face  of  the 
bill  in  the  form  set  out  hereunder,  the 
bill  shall  for  all  purposes,  including  the 
liability  of  any  drawer  or  endorser  OT 
any  other  party  thereto,  be  deemed  to  be 
due  and  be  payable  on  a  date  one  cal- 
endar month  after  the  date  of  its  orig- 
al  maturity  and  to  be  a  bill  for  the 
original  amount  thereof  increased  by  the 
amount  of  interest  thereon  calculated 
from  the  date  of  reaeceptance  to  the  new- 
date  of  payment  at  the  Bank  of  Eng- 
land rate  current  on  the  date  of  the  re- 
acceptance   of  the   bill. 

The  form  of  reaeceptance  requires 
that  across  the  bill  he  endorsed  the 
words  "Reaeceptance  under  proclama- 
tion for  £—  — .  "  Whatever  the  sum 
may    be. 

The  Canadian  Government  propose  to 
pass  a  law  enabling  them  to  declare  a 
moratorium,  bul  if  they  have  recourse  to 
that  law.  which  is  a  somewhat  remote 
possibility,  the  proclamation  will  state 
specifically  to  what  class  of  payment  it 
will  applv. 

-@- 

Ed  Gendron.  of  Gendron  Btos.,  ucnts' 
furnishers,  Weyburn,  Sask..  left  on  Wed- 
nesday,  duly  29,  for  a  month's  visit  to 
Toronto  and  other  eastern  points. 


Knit  Goods  Situation   in  the  United  States 

Interesting  Survey  of  Effect  of  War  on  Supplies  and  Manufactur- 
ing Industry — Mercerized  Hosiery  May  be  Stronger  with  Silk 
Uncertain — Dvestuffs  Scarce. 


IN  the  United  States,  separated  though 
it  is  from  direct  connection  with  the 
war,  commercial  dependence  on 
Europe  has  thrown  affairs  into  as  un- 
certain conditions  as  in  Canada.  The 
Textile  Manufacturers'  Journal  dis- 
cusses the  situation  as  it  appeared  at  the 
end  of  the  second  week  of  August  in 
certain  lines. 

In  referring  to  hosiery,  it  says: 

Imports  of  Hosiery. 

It  is  idle  to  talk  of  further  increase 
of  hosiery  imports  as  long  as  conditions 
ii>  Europe  remain  as  at  present.  Ship- 
ments from  Germany  are  out  of  the 
question,  and  no  one  can  tell  how  long 
it  will  be  before  it  may  be  possible  to 
secure  deliveries  on  orders  which  have 
already  been  placed.  Of  course,  any 
new  business  of  an  import  nature  is 
equally  impossible,  so  that  imported 
hosiery  as  a  factor  in  this  market  is 
practically    negligible. 

Low  prices  made  by  domestic  manu- 
facturers and  a  fortunate  turn  of  de- 
mand to  silk  goods  had  prevented  a  seri- 
ous rise  in  the  tide  of  foreign  hosiery 
imports  prior  to  the  outbreak  of  the 
European  war.  Our  hosiery  manufac- 
turers had  held  their  prices  down  to 
rock  bottom,  and,  value  for  value,  they 
had  beaten  what  the  German  market 
had  to  offer,  but  at  the  cost  of  profits. 
It  is  stated  by  an  authority  from  Chem- 
nitz that  whereas  exports  to  the  United 
States  have  recorded  only  a  moderate 
increase  in  total  volume  lately,  they  have 
been  marked  by  a  radical  increase  in 
number  of  individual  orders.  An  Am- 
erican buyer  who  visits  Chemnitz  states 
that  this  is  indicative  of  less  buying  by 
the  jobber  and  more  by  the  retailer.  How 
long  the  domestic  mills  could  have  suc- 
cessfully combatted  the  foreign  will  re- 
main an  unsolved  problem  unless  the 
present  war  is  short  and  decisive. 
Silk  Hosiery  Situation. 

In  view  of  the  fact  that  such  a  large 
proportion  of  the  domestic  business 
booked  for  the  last  few  months  is  either 
or.  pure  silk  hosiery  or  on  plated  goods 
made  from  artificial  silk,  the  situation 
with  regard  to  the  raw  material  is  an 
important  consideration.  While  the 
supply  of  raw  silk  is  expected  to  show 
little  effect  of  the  war  and  shipments 
are  unlikely  to  be  seriously  depleted,  yet 
there  may  be  radical  disruption  in  con- 
nection with  the  artificial  silk  supply. 
It  is  claimed  that  the  product  in  this 
country  is  dependent  to  a  degree  at 
least  upon  certain   acids  and   chemicals 


obtainable  only  from  Germany,  in  which 
case  it  may  be  necessary  to  curtail  pro- 
duction or  even  to  intermit  it  for  a  cer- 
tain period.  While  certain  mills,  as  has 
been  reported  in  these  columns,  have 
taken  large  contracts  on  silk  hosiery,  a 
portion  of  which  at  least  must  be  made 
from  the  artificial  product,  it  is  not  gen- 
erally believed  that  their  stocks  of  raw 
material  are  heavy  enomrh  to  admit  of 
these  orders  being  made  up  without  some 
material  additions.  Consequently  there 
is  a  feeling  that  developments  may  occur 
that  will  make  it  difficult  for  silk  hosiery 
manufacturers  to  fulfil  their  contract 
obligations.  The  possibility  in  connec- 
tion with  this  section  of  the  trade  is  not 
regarded  as  an  unmixed  evil,  for  if  a 
scarcity  should  develop  in  silk  goods  the 
influence  upon  mercerized  lines,  which 
have  so  long  been  depressed,  might  he 
material.  The  yarn  situation  here  is 
also  an  uncertain  problem,  for  while  on 
the  lower  grades  of  yarn  there  would 
seem  to  be  a  possibility  of  radical  con- 
cessions, no  one  imagines  to-day  that 
mercerized  yarns  are  likely  to  decline  to 
any  material  extent.  It  is  possible  that 
they  will  feel  the  sentimental  effect  of  a 
general  decline  in  prices,  but  no  material 
slump  is  anticipated. 

Buyers  Have  Been  Misled. 

Some  domestic  hosiery  buyers  have  be- 
lieved that  the  market  was  to  be  flooded 
with  low-priced  German  goods,  and  this 
belief  had  dulled  their  interest  in  the 
domestic  product.  Such  buyers  are  now 
in  a  serious  position,  and  must  be  satis- 
fied with  such  domestic  goods  as  they 
can  secure.  The  lower  duty  as  it  now 
exists  was  a  dangerous  menace  to  the 
industry,  as  it  rendered  the  United 
States  a  potential  market  upon  which 
foreign  makers  might  dump  quantities 
of  goods  when  their  regular  customers 
failed  them,  or  when  American  mills 
found  they  must  raise  prices  to  live. 
Such  a  danger  is  temporarily  eliminated. 
European  wars  afford  domestic  hosiery 
mills  the  highest  protection  that  they 
have  ever  enjoyed. 

The  Mill   Situation. 

Generally  speaking,  the  larger  mills 
are  in  better  condition  with  regard  to 
the  coming  Spring  than  is  the  case  with 
their  smaller  competitors.  This  situa- 
tion also  is  likely  to  be  accentuated  if 
the  scarcity  of  dvestuffs  and  other  sup- 
plies obtainable  from  abroad  should 
grow  more  acute.  It  is  natural  that  the 
larger  customers  are  likelv  to  receive  the 
best  attention  from  dealers  in  supplies, 
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and  the  small  manufacturer  who  is  not  a 
regular  customer,  may  suffer  propor- 
tionately. While  it  is  felt  that  the  ma- 
jority of  mills  have  more  or  less  stock 
of  dyestuffs  upon  which  they  can  draw, 
yet  the  situation  would  seem  to  make  it 
probable  that  considerable  substituting 
will  have  to  be  done,  and  buyers  will 
probably  have  to  be  content  with  such 
shades  as  can  be  supplied  with  the  ma- 
terial on  hand. 

Under  the  title  "War's  Effects  on 
Textiles,"    it   says: — 

"It  will  be  well  to  remember  that, 
however  seriously  war  may  hamper  ex- 
port trade  of  German  and  Austrian  tex- 
tile mills,  they  will  be  operated  by  fe- 
male and  child  labor  to  meet  a  large 
home  and  army  demand,  and  that  there 
is  an  ample  supply  of  similar  labor  to 
operate  mills  in  Great  Britain,  Erance, 
[taly,  Russia  and  the  few  other  Euro- 
pean textile  countries.  England  and 
France  in  particular  must  exert  them- 
selves to  hold  export  trade  in  manufac- 
tured goods  and  thus  furnish  sinews  of 
war — money. 

"With  a  large  portion  of  the  Euro- 
pean demand  for  British  and  French 
textiles  effectually  cut  off  it  reasonably 
may  be  expected  that  outlets  for  stock 
accumulations  of  manufactured  and 
s(  mi-manufactured  goods  will  be  sought 
elsewhere,  particularly  in  this  country, 
and  at  sacrifice  prices.  Every  pound 
and  yard  of  goods  dumped  here  will  cut 
off  a  similar  quantity  of  domestic  manu- 
factures. The  dumping  may  not  occur 
soon,  but  it  must  come  eventually  if  the 
war  is  protracted. 

' '  Export  trade  is  increasing  volume  for 
this  country  as  a  result  of  the  handicaps 
with  which  other  nations  are  confront- 
ed is  to  be  desired  and  sought  for,  but 
ii  would  seem  rather  visionary  to  anti- 
cipate any  immediate  results  of  a  revo- 
lutionary character,  at  least  until  prob- 
lems connected  with  transportation  and 
banking  are  more  or  less  settled. 

"Exporters  of  cloths  have  for  the 
most  part  been  in  the  habit  of  securing 
practically  cash  from  their  foreign  cus- 
tomers for  such  merchandise  as  they 
have  sent  abroad,  but  if  trade  is  to  be 
built  up  with  South  America  and  other 
countries  on  any  large  scale  it  would 
seem  as  though  methods  would  have  to 
ho  changed  and  domestic  manufacturers 
would  have  to  adapt  themselves  to  the 
practices  of  erstwhile  foreign  competi- 
tors with  which  the  trade  that  they  seek 
is   familiar." 
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Coming   to   White   Hose  ? 

That  is  One  of  the  Possibilities  of  the  Future  if 
War  Continues  and  German  Dyes,  as  Well  as 
European  Shipments  of  Hosiery  Are  Cut  Off. 


IF  the  war  continues  indefinitely  there 
is  the  prospect  that  the  trade  will 
be  selling  the  public  hosiery  made 
from  the  uncolored  natural  products; 
but  if  the  war  is  continued  that  long,  it 
is  not  likely  that  people  will  object  to 
the  inconvenience  of  dispensing  with 
some  of  the  luxuries  in  wearing  apparel. 
In  the  meantime  with  the  importation  of 
line  hosiery  cut  off  from  Germany  there 
h  every  reason  why  the  industry  should 
improve  on  this  side  of  the  Atlantic. 

There  is  not  only  the  cutting  off  of 
supplies  of  fine  stockings  and  hose  that 
has  to  be  figured  on,  for  Canada  could 
no  doubt  get  many  of  her  needs  filled  in 


Great  Britain  when  trade  is  resumed. 
but  there  is  the  dye  supply  to  be  figured 

on,  and  this  may,  in  the  event  of  con- 
tinued hostilities,  prove  a  very  vital 
matter  for  the  makers  of  hosiery  in  this 
country. 

But  this  is  looking  far  to  the  future. 
and  although  prices  are  likely  to  be  ad- 
vanced at  once,  or  in  the  near  future,  in 
view  of  the  fact  that  supplies  promise 
to  be  cut  off  for  some  time,  the  fact  re- 
mains that  the  wholesalers  generally  are 
well  stocked  with  imported  goods,  and 
are  in  a  position  to  satisfy  the  needs  of 
the  trade  for  some  time. 


Sent  Out  200  Sweater  Coats 

How  an  Ontario  Manufacturer  Got  Samples  of 
New  Models  Into  the  Hands  of  the  Retail  Mer- 
chants— Not  Many  of  Them  Came  Back. 


MANUFACTURERS  of  sweater 
coats,  or  for  that  matter,  manu- 
facturers of  any  line  of  goods 
which  are  subject  to  change  by  the  intro- 
duction of  new  models  and  styles,  know 
the  big  problem  of  getting  these  new 
models  to  the  attention  of  the  retailer 
for  proper  consideration.  There  are  so 
many  new  things  being  placed  before  the 
merchant  that  he  often  will  not  take 
the  time  to  discriminate. 

Of  course  the  usual  campaign  is  by 
getting  out  samples  and  sending  travel- 
ers through  the  territory.  But  this  takes 
time  and  there  are  lines  where  the 
changes  occur  so  often  that  it  is  not  ad- 
visable to  delay  in  getting  the  goods  be- 
fore the  public  if  it  can  be  helped,  while, 
again,  it  may  be  advisable  to  keep  the 
model  from  the  competitive  house  until 
ready   to   sign   up  orders. 

Here  is  what  one  Ontario  manufac- 
turer of  sweater  coats  did  to  get  a  new 
brushed,  cutaway  mode]  before  the  trade. 
He  sent  out  two  hundred  of  these  gar- 
ments to  a  carefully  selected  list  of  re- 
tailers. 

He  reports  that  he  is  altogether  satis- 
fied that  the  experiment  was  a  good  one 
and  that  it  was  cheaper  than  the  usual 
method,  considering  the  results  in  rela- 
tion to  genera]  business  conditions.  He 
considers,  too,  thai  where  no  orders  have 
been  received,  the  I'act  that  the  garment 
is  in   the  store  is  good  advertising  and 

thai   when  a  customer  is  talking  of  sweat- 
er coats  ami  mentions  a  coat  of  this  kind 


NO   PRESSING   BILLS. 

There  is  one  thing  that  is 
outstanding  about  the  sweater 
coat  and  that  is  serviceability. 
There  is  no  garment  which  will 
stand  much  rougher  treatment 
than  a  good  sweater  coat.  It  can 
he  carried  wherever  there  is 
room  for  it,  can  be  crushed  or 
sat  on  and  put  on  again  a 
moment  after,  resists  dirt  and 
is  hard  to  soil — and  can  be  worn 
for  life  without  the  wearer  hav- 
ing to  consider  paying  bills  for 
pressing. 


she  is  likely  to  have  it  shown  to  her  by 
the  salesman  even  if  there  are  none  in 
stock — and  if  it  makes  a  favorable  im- 
pression with  the  customer  an  order  is 
likely   to   follow. 

Of  the  two  hundred  coats  which  were 
sent  out  not  a  greal  many  were  returned. 
Some  came  back  unopened,  probably  he- 
cause  the  merchant  thoughl  that  some 
mistake    had     been     made:    others      came 

back  from  stores  where  business  is  con- 
fined pretty  much  to  one  house.  Hut  the 
greal    hulk    of    them    remained    in    the 

stores    sent     to    where    the    manufacturer 

believes    they    will    do    good    missionary 

w  ork  in  fact,  he  has  e\  idence  of  it  in 
the  orders  and  enquiries  which  have  been 

received    up   to   t  he   present    t  inie. 
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The  New  Measuring 

Sizing  by  Shoulders  to  Crotch 
I  nstead  of  '  Ihesl  Measure  Only. 

If  maj  be  safely  said  that  men's  un- 
derwear will  not  vary  from  women's 
along  the  lines  thai  are  applicable  to 
both  such  as  the  growing  demand  and 
consequent  manufacture  for  light 
weight.  Similarly,  colors  are  losing 
what  popularity  they  had  and  Fall  pur- 
chases and  manufacturers  plans  are 
made   up  mostly  of  white  underwear. 

The  ankle  length,  short  sleeved  union 
suit  has  not  made  much  headway  nor 
has  the  ankle  length  in  general.  The 
one  outstanding  feature  of  new  stocks 
and  one  that  promises  to  stay,  is  the  siz- 
ing by  shoulder  to  crotch  measure  in 
place  of  chest  measure  only.  There  will 
hi  two  or  three  chest  sizes  for  every 
trunk  measure  so  that  the  hum-  hacked 
man  of  a  chest  measure  equal  to  his 
shorter  brother  will  not  he  encased  in  an 
armor  that  threatens  to  split  him  up 
the  middle. 

This  is  in  line  with  recent  changes  in 
this  respect  as  in  the  case  of  different 
lengths  of  shirt  sleeves  to  suit  all  lengths 
of  arm  irrespective  of  collar  size.  The 
light  weight,  knee  length,  short  armed 
union  suit  with  these  measurements  is 
the  one  that  will  find  the  largest  de- 
mand. 

Nainsook  has  been  found  so  popular 
that  it  will  be  a  factor  in  the  Fall  trade 
in  spite  of  its  light  weight  or  perhaps 
because  of  it.  It  has  been  found  to  be 
an  excellent  substitute  for  the  more  ex- 
pensive lines.  Closed  crotches  in  in- 
creasing quantity  will  also  lie  found  in 
up   to   date   stocks. 


BOYS'    HE  AD  WEAR. 

There  has  been  a  prediction  that  the 
tendency  in  hoys'  head  wear  for  winter 
has  been  to  get  hack  to  the  (doth  cap. 
hut  manufacturers  in  Canada  are  not 
paying  much  attention  to  this  for  the 
reason  that  the  climate  here  makes  the 
knitted  headpiece  verj  desirable  and 
few  boys  can  get  the  amount  of  outdoor 
exercise  they  desire  during  the  cold 
weather  if  they  wear  the  cap.  The  same 
models  as  have  been  popular  in  the  last 
several  years  are  being  made  again  for 
stock  and  there  is  not  much  field  tor 
varietj  except  as  to  color  combinations 
ami   different   stitches  in  the  knitting. 


Something  new   in   a   sweater   for   the 
hoy   is   being   made   in    this   countrj    for 

the  firsi  time.  This  is  buttoned  across 
one  shoulder  which  facilitates  getting 
the  garment  oil'  and  on.  It  is  not  new 
to  the  retail  trade  hut  has  heen  im- 
ported   in    the   past. 


MEN'S    WEAR    SECTION. 
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MEN'S    WEAR    SECTION. 


Reduce  Your  Cap  Stock 

Carry  only  Cooper  "Windless"   Ihree- 
in-one  Caps—reduce  stock  two-thirds 


and  at  the  same  time 
satisfy  your  patrons 
with  assortments  of 
styles  and  sizes. 

This  is  the  cap  that 
stays  right  on  the  head 
in  the  stiffest  gale. 


LIGHTEN  YOUR  STOCK  WITHOUT 
DEPLETING  YOUR  ASSORTMENT 


How  are  you  going  to  reduce  stock 
of  caps  without  jeopardizing  your 
assortment  and  incidentally  reduc- 
ing your  sales?  Here  is  the  hinge — 
the  Cooper  Windless  Three-in-one 
Cap. 

Replace  your  old  stock  with  just  a 
third  the  quantity  of  this  cap  in  the 
various  styles  of  cut  and  cloth  and 
you  will  have  the  solution. 

THE  COOPER 

260  SPADINA  AVE. 


Every  cap  fits  three  sizes  of  heads — 
there's  the  reason  why. 

Merchants  visiting  the  Exhibition 
are  invited  to  call  and  look  through 
our  range. 

You  are  welcome  to  make  our  office 
your  headquarters  when  in  the  city. 
Your  parcels,  etc.,  will  be  taken  care 
of.  Our  accommodations  are  at 
your  service. 

CAP  COMPANY 

TORONTO 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Suitings 


Handkerchiefs 

Sole  Canadian  Distributors  to  the  Trade  of 

Vickerman  Serges 

Monarch  Serges 

Empire  Satin  Linings 

Our  Fall  r9i4  range  represents  the  finest  showing 
we  have  ever  assembled,  and  we  extend  to  all  mer- 
chants and  buyers  visiting  Toronto  during  the 
Exhibition  a  hearty  welcome  to  inspect  our  stock 
and  use  our  premises,  where  telephones,  writing 
disTosal    a      "'"•'  P°SSib,e  information  is  »  their 
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Party  Bags 
and  Boxes. 
Manicure 
Sets,  etc., 
with    Polished 
Gilt    and    Sil- 
ver Fittings. 


No.  2422 

All  Shades. 

Retail   for 

$1.00. 

Similar  Bags 

in  better 

leather   retail 

up  to  $7.00. 


No.  2400 
In  Black  and  Colors.        Retail   $3.00 

Our  Specialties  are  Ladies' 
Hand  Bags  and  Belts. 

Write  for   one  dozen   sample  Bags  and  you 
will  order  more. 

The  Western  Leather  Goods  Co.,  Ltd. 

1191   Bathurst  Street,  TORONTO 


I  Crow/?  Over  All 


"Rooster  Brand* 


CANADA 

AND 

BRITAIN 


Produce  About  Everything  We  Require 

Purchase  all  you  can  in  Canada  and  our  factories 
will    run   full  time   and    much    hardship   be  averted. 

Be  British 

Our  Travellers  are  now  on  active  service  with  a 
splendid  equipment  and  ready  for  any  emergency 
for  assorting  and  Spring. 

White  Coats,    Shirts,    Overalls,    Pants 
Mackinaws,   Khakis,  White  Ducks 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MONTREAL:   501     New    Birks    Building 
MAGOG,    QUE.:    Branch   Factory 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jiustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3)^.50     Mailed  Free 

Specimen  Copy  nuill  be  supplied  on  application 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C 


Publishing  Offices: 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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€J  Make  the  most  of  the  very  fortunate 
position  that  Canada  is  in  as  regards  the 
world-wide  trouble  now  existent. 

^  Great  Britain  and  her  Allies  must  now, 
of  necessity,  look  to  us  for  a  great  part  of 
her  supply  of  natural  resources  and,  indeed, 
many  manufactured  articles. 

^     Help  us  to  meet  this  obligation  of  ours 

by    boosting  and  doing  your   best  to  keep 

business,  in    your   district,  up  to  the    point 

where    our   internal  affairs  may  go  on  to  the 

best  advantage. 

^  Canada's  trade,  generally  speaking, 
should  not  suffer  from  the  present  state  of 
affairs  and  should  be  enormously  in- 
creased   in    many    articles. 


■B- 


John   M.   Garland 
Son  &  Co. 


Ottawa, 


Canada 
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Re  Imported  Goods 


We  have  received  our  regular  Fall  shipments  of  Cashmere  Hosiery 
and  other  imported  goods  before  the  outbreak  of  hostilities,  and  conse- 
quently have  large  stocks  from  which  to  supply  the  requirements  of  all 

our  regular  customers.  In  view  of  the  active  demand 
Hosiery       for  these  and  other  imported  goods,  however,  we  advise 

our  customers  to  let  us  have  their  Fall  requirements  as 
early  as  possible.    Some  lines  will  doubtless  be  exhausted  before  long. 

Our  Dress  Goods  Department  has  received  its  Fall  line  of  Priestleys' 

Dress  Goods.    Those  who  have  seen  our  travelers'  samples  will  agree 

that  it  contains  the  most  attractive  assortment  of  new  shades  and  fab- 
rics that  Priestleys'  looms  have  turned  out  for 

Priestlevs'  several  seasons. 

DreSS  Goods        Another  line  for  which  we  have  a  constantly 

increasing  demand  is  our  range  of  "Kumfy" 

Wool  Blankets,  both  white  and  gray,  for  which  we  are  the  exclusive 

selling  agents.     Printed  Price  Lists  upon  request. 

We  also  have  a  fine  line  of  imported  fancy  eiderdown  Blankets,  crib 
and  full  bed  size,  ranging  in  price  from  72j^>c  to  $2.50  each. 

Among  our  Novelties,  we  call  particular  attention  to  our  4kKrem- 
laine"  fabrics.  Guaranteed  unshrinkable,  made  of  the  finest  merino 
wool,  their  dainty  designs,  soft,  agreeable  texture,  and  excellent  wear- 
ing qualities  make  them  ideal  for  ladies'  blouses 
Kremlaine  and  underwear,  children's  underwear,  gentle- 
FabricS  men's  shirts  and  pyjamas.    Made  in  a  great  variety 

of  stripes,  self  colours,  and  cream.    Full  range  of 
patterns  on  application. 
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Our  last  shipment  from  France  contained  a  most  attractive  assortment 
of  Side  Combs — assorted  patterns — put  up  in  a  gold  frame  for  dis- 
play purposes,  13  by  16  inches — one  doz.  to  a  frame — two  doz.  in  an 

outer  box. 

Small  Ware      No.  500 Price  $1.25  per  doz.  pairs 

Soecial  ^°*  501 Price  $1.80  per  doz.  pairs 

This  number  is  put  up  on  the  same  style  of  card 
and  contains  three  doz.  Barrettes. 

These  goods  are  manufactured  right  in  the  war  zone,  and  we  will  not 
be  able  to  obtain  any  more  for  a  long  period. 

Please  order  at  once,  as  they  are  going  rapidly. 


In  view  of  the  disturbed  condition  of  trade  generally, 
we  advise  our  customers  to  anticipate  their  regular 
requirements  wherever  possible.  Our  mail  order 
department  will  give  prompt  attention  to  your  wants 
between  the  visits  of  our  travelers 


Address  Rush  Orders  to 

Mail  Order  Department 

GREENSHIELDS  LIMITED 

MONTREAL 


"Everything  in  Dry  Goods" 
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English  Mohairs  are  stylish,  sturdy,  staple  fabrics 
from  the  centre  of  the  world's  mohair  industry — 
Bradford,  England.  They  are  exquisitely  dyed, 
finished  by  the  B.D.A.,  who  guarantee  the  per- 
manence of  their  color  and  lustre. 

English  Mohairs  sold  under  this  guarantee  combine 
the  selling  power  and  profit  of  style  fabrics  with  the 
steady  plugging  of  staples.  Their  beauty  and 
adaptability  make  them  favorites  at  all  times  in 
all  seasons. 

Ask  your  wholesaler  or  importer  to  show  you  the 
newest  productions  in  English  Mohairs  guaranteed 
by  the  B.D.A. 


BRADFORD  DYERS' 
ASSOCIATION,  Limited 

of  Bradford,  Eng. 

American   Bureau:   235  W.  39th  St.,   New   York 
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GINGHAMS  will  be  in  Good  Demand  in  1915. 

Stock  THE  POPULAR  BRAND. 

The  Range  of  "ANDERSON'S"  is  finer  than  ever 

and  will  be  shown  by  ALL  WHOLESALE  HOUSES  in 

SEPTEMBER  ^^^  ^^^^  &  OCTOBER 


/j"  tChrvclwtv^t^, 


WM.  ANDERSON  &  CO.,  Ltd. 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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A  Well-Stocked  Smallware  Depart- 
ment Is  The  Best  Advertisement 
Your  Store  Can  Have 

Give  attention  to  the  little  needs  and  larger  sales 
will  follow.  This  Department,  well-stocked,  will 
bring  customers  to  your  store  and  hold  your  trade. 

See  Dept.  K,  Alphonse  Racine,  Limited 
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Dressing-Up 


FOR 

(  ~~   Sewings,  Pins,Needles,  Elastics, 
~    Shields,  Tapes,  etc.,  etc. 

i    S  Combs,  Brushes,  Mirrors,  Soaps, 

S  Perfumes,   Face   Powders,   etc., 

0  etc. 
R 

1  Neckwear,    Ribbons,    Laces, 
E  Embroideries,   Buttons,   Hand- 

V  S    kerchiefs,  Bags,  Purses,  etc.,  etc. 

N.B. — We  carry    also    a    complete    assortment    of    Berlin    Wools,    Saxonys, 
Shetland  Floss,   Fingerings,   etc.,   etc. 

Our  Department  of  Smallwares  is  one  of  the  best 
in  Canada  for  value  and  assortment. 

Now  is  the  time  to  buy  all  your  needs,  to  be  fully 
prepared  for  your  Fall  and  Christmas  business. 

Visit  the  Warehouse,  See  Our  Travellers,  or  Write  Us 

ALPHONSE   RACINE,  LIMITED 

Wholesale  Dry  Goods  Jobbers  and  M anufacturers 
340-350  St.  Paul  St.  Montreal 


vm\ 


©, 


DRY     GOODS    REVIEW 


giMMMMMMJMMZSMM2i£M3£Z£  J'ii'jl  ISMMZMMMMMMMMMZ1&M  MMSM^  l"!  JH-MggjnMJO  M  M  SMS^MMM 


P 


"Made  in  Canada" 

All  Canadian  Natural  Products  will  command  good 
prices  this  year,  and,  adding  wealth  to  the  Country, 
will  quickly  re-establish  confidence  and  ensure 
a  good  Fall  Retail  Business. 

Merchandise  from  Continental  Europe  will  be  off  the 
market  for  some  time.  Shipments  from  Great  Britain 
will  be  delayed  and  will  necessarily  be  dearer  on  account 
of  the  increased  ocean  freight  rates. 

The  Manufacturers  of  Canada 

realize  that  this  is  the  opportune  time  to  prove  to  the 
Canadian  Public  that  "made  in  Canada"  goods  are 
the  acme  of  quality  and  value,andare  made  with  special 
knowledge  of  the  needs  of  the  Home  Trade. 


ALPHONSE  RACINE,  Limited 

MONTREAL 


Manufacture  "HERO"  Shirts   and 
control  the  entire  output  of 

"MAPLE  LEAF"  Overalls 
"ARCO"  Brand  Smallwares 
"SHEPHERDESS"  Hosiery 
"EUREKA"  Dress  Goods 

All  these  Lines  spell  M-E-R-I-T 

Our  Advice  to  Canadian  Merchants 

is  to  buy  all  needs  for  Fall  and  Winter  Season  NOW, 
and  to  place,  AS  EARLY  AS  POSSIBLE,  all  staple 
requirements  for  Spring  and  Summer,  1915. 

We  have  Full  Stocks  in  All  Lines  of  General  Dry  Goods 
Wire,  Write,  or  See  Our  Travellers 

ALPHONSE  RACINE,  LIMITED 

The  Staple  Dry  Goods  Mouse  of  Canada ' 
340  to  350  St.  Paul  Street  MONTREAL 

SAMPLE  ROOMS: 
Ottawa      Quebec      Sherbrooke      New  Glasgow,  N.S.     Summerside,  P.E.I. 
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Manufacturers  of 

Gowns,  Coats  and  Skirts,  Capes,  Millinery 

Specialists   in  Ribbons,   Lace  Goods,   Feathers,  Straws,   Children's  Costumes, 

Underclothing,   British  and   Foreign   Dress   Material, 

Printed   Cotton   Goods,   Silks 

Canadians,   when    visiting    London,   are    invited    to  walk    round    the   warehouse    and 

inspect  the  goods. 

Indents  sent  direct  have  special  attention.     Usual  shipping  terms. 

ABC  CODE,  FIFTH  EDITION 


Factories,  10  and  ll  Warwick  Lane,  E.C. 
Factories,  29  to  33  Warwick  Lane,  E.C. 
Factories,         Paternoster        Square,     E.C. 


St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON   APPLICATION 
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Thanksgiving  Time  is 
"Old  Bleach"   Linen   Time 

Sort  up  your  stock  of  table  linens  and  napkins  with  a  nice  show- 
ing of  "Old  Bleach." 

Every    housewife   in   the   country    appreciates    their    beautiful 
snowy-whiteness,  their  soft,  long-wearing  texture. 

"Old  Bleach"  is  sun-bleached. 

R.  H.  Cosbie,  Limited 

Irish  Linen  Agency 

30  WELLINGTON  ST.  WEST  -  -  TORONTO 
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NORTH    STAR,    CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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On  a  War  Footing 

/^ANADA  is  going  to  find  out,  within 
^^  the  next  few  months,  what  it  means  to 
be  "on  a  war  footing." 

Just  what  it  means  depends  largely  on  how  we  meet  the 
situation.  It  might  mean  continued  dulness,  depression, 
"hard  times" — if  we  were  to  persist  in  thinking  and  talk- 
ing "hard  times." 

It  may,  just  as  reasonably,  mean  prosperity — if  we  keep 
our  heads  and  go  after  business  in  the  right  spirit  of 
aggressiveness. 

We  might  well  follow  the  lead  set  us  by  some  of  our  large 
industrial  concerns. 

An  excellent  example  is  furnished  by  our  three  leading  auto- 
mobile manufacturers. 

One — making  a  high-priced  car — has  given  instructions  for 
the  most  aggressive  selling  campaign  the  company  has  ever 
undertaken  ;  backed  up  by  a  big  campaign  of  advertising  in 
the  newspapers. 

Another,  who  makes  various-priced  cars  of  high  quality,  had  a  large  announcement 
of  1915  models  in  a  long  list  of  papers  the  very  week  after  war  was  declared. 

A  third — a  Canadian  branch  factory  of  a  United  States  concern  making  a  popular- 
price  car,  is  announcing  an  important  price  change — and  taking  larger  space  than 
ever  before  in  Canadian  newspapers  to  tell  the  story. 

And  this,  be  it  noted,  is  the  attitude  of  the  three  big  men  in  an  industry  that  the 
pessimists  have  been  predicting  would  be  seriously  affected  by  the  war.  Their 
unshaken  confidence,  their  greater-than-ever  determination  to  market  successfully  a 
class  of  product  that  is  always  hard  to  sell,  should  be  an  inspiration  to  the  rest  of  our 
industries.  These  three  manufacturers  have  tested  advertising,  and  have  confidence 
in  its  efficiency  in  stimulating  business  in  times  of  war  as  well  as  in  times  of  peace. 

Instead  of  retrenching,  the  business  men  of  Canada  may  well  emulate  the  action  of  the 
motor  car  manufacturers,  and  go  out  after  business  in  the  most  aggressive  way  possible. 


io 
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has  won  out 
on  its  merits 

Noesting  Pin  Tickets  have  been 
on  the  market  for  a  little  over  a 
year,  and  in  that  time  they  have 
won  over  hundreds  of  merchants 
who  have  given  them  a  trial.  Some 
reasons  for  their  success  are: 

Noesting  Pin  Tickets  are 
humane — they  do  not  injure 
the  operatives'  or  customers' 
hands. 

Noesting  Pin  Tickets  do  not 
tear  the  goods — a  saving  which 
every  retailer  can  fully  appre- 
ciate. 

Noesting  Pin  Tickets  are  a 
time-saver  —  ticketing  with 
them  is  much  quicker  than 
with  ordinary  pin  tickets. 

Are  these  not  three  very  good  rea- 
sons why  you  should  ticket  your 
goods  with  Noesting?  Send  for  a 
free  sample  box  and  try  them  out 
for  yourself. 

The  Copp,  Clark   Co. 
Limited 

495-517  Wellington  St.  West,      Toronto 

British  Columbia  Agents: 

Smith,  Davidson  &  Wright 

Vancouver 


Hand-Embroidered 
Gold  Medal  Linens 


Liddell  &  Co.  are  cele- 
brated for  their  hand- 
embroidered  linens. 
They  employ  only  ex- 
pert designers  and  their 
embroidery  work  is  ex- 
ecuted by  experienced 
women  in  their  homes 
in  the  adjoining  coun- 
trv  districts. 


R.  H.  COSBIE,  LIMITED 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET.  TORONTO 


ESTABLISHED  1849 


BRADSTREETS 

Offices  Throughout  the  Clrlllsed  World 


OFFICES  IN  CANADA: 

Calgary,   Alta.  Ottawa,   Ont.  Montreal,  Que. 

Edmonton,  Alta.        St.  John  N.  B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.   C.  Toronto,  Ont. 

London,  Ont.  Victoria,  B.  C.  Winnipeg,  Man. 

Hamilton,   Ont. 

Reputation  gained  by  long  years  of  rigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  w^'cSSE 

TORONTO,  CANADA 


STORE      MANAGEMENT— COMPLETE 


16  Full-Page 
Illustrations 


Store 

Manage 
Compte* 


272  PaB»s 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

Br  FRANK  FARRINGTON 

I  A  Companion  book  io   Retail  Advertising  Complets 

$1.00    POSTPAID 

Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Slore  Policy— What  it  shonld  be 
to  hold  trade.  The  money-hick  plan.  Talcing  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  *  1. 00.      Keep  the   book  ten  days  and   I  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

f'-chiiK  ul  Hook  I'ppl.,    Mad  ean  Publishing  Co. 
TORONTO 
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"Buyers  in  the  Market" 

^  Should  take  this  opportunity  of 
calling  at  our  warehouse  to  inspect 
the  new  features  in  Fall  and 
Winter  Goods  while  the  ranges 
are  complete  and  well  assorted. 

f§  The  present  outlook  justifies  very 
considerable  forethought  on  the  part 
of  the  DryGoods  buyer— in  fact, never 
was  "Judicious  buying"  a  more 
emphatic  and  trusty  watchword. 

•J  Our  Customers  will  find  us  well 
prepared  to  facilitate  the  best 
interests  of  the  Trade,  as  we  are 
exceptionally  well  provided  with 
goods  now  in  demand. 

^  It  will  pay  you  to  secure  your 
most  urgent  requirements  at  once 
and  avoid  the  prospect  of  being 
short  of  necessary  lines  when  they 
become  scarce  in  this  market. 

The  W.  R.  Brock  Company  (Limited) 

S.W.   Cor.   Bay  and  Wellington   Streets,  TORONTO 


V2 


f 


'tyuooas 


QVIQW 


VOL.  XXVI. 


SEPTEMBER  2,  1914 


No.  17 


Brighter  Prospects  for  Dry  Goods  Men 

Business  Circles  Facing  War  Situation  with  Greater  Courage 
and  Confidence — Goods  Coming  in  Freely  from  England  with  War 
Risks  Ignored — Public  Accepting  more  Limited  Selections — 
Creditable  Holding  Down  of  Prices. 


DISTINCTLY  IMPROVED  is  the 
general  commercial  outlook  over 
two  weeks  ago,  and  a  certain  feel- 
ing of  dismay  and  even  panic  that  char- 
acterized not  a  few  dealers  a  fortnight 
or  so  ago  is  subsiding  rapidly. 

The  fear  of  a  sudden  rise  in  prices  and 
the  cutting  off  of  Fall  deliveries  in  a 
manner  that  would  seriously  cramp 
business  operations  in  the  next  few 
months,  is  passing  away  as  more  favor- 
able reports  are  being  received  from 
some  of  the  most  important  quarters. 

The  unprecedented  situation  that  de- 
veloped after  the  declaration  of  war  and 
the  first  shock  of  realization  that  for 
the  time,  at  least,  European  export  to 
Canada  was  absolutely  cut  off,  soon  gave 
way  to  an  easier  feeling  as  the  British 
fleet  established  a  line  of  cruisers  across 
the  Atlantic  and  drove  out  of  sight, 
thereby  rendering  them  unable  to  inflict 
injury,  the  hostile  units  that  were  prowl- 
ing around  for  their  prey. 

Safety  of  the  Seas. 

An  official  announcement  on  this  point 
issued  the  last  week  in  August  by  the 
British  Embassy  at  Washington  thus 
summed  up  the  position  of  affairs : 

"The  floating  trade  of  Germany  lias 
been  brought  to  a  standstill  by  the 
operations  of  the  British  cruisers  in  the 
different  parts  of  the  world.  The  Ger- 
man fleet  is  unable  to  interfere  or  to  set 
their  commerce  free,  owing  to  the  British 
main  fleet,  which  is  cruising  in  full 
strength  and  preventing  any  interfer- 
ence with  the  cruisers. 

"Already  about  7  per  cent,  of  the 
total  German  tonnage  is  in  British  hands, 
another  20  per  cent,  is  sheltering  in 
neutral  harbors,  and  the  remainder  is 
either  in  German  harbors,  unable  to 
move,  or  endeavoring  to  find  security. 
British  shipping,  with  the  exception  of 
less  than  1  per  cent.,  which  was  in  Ger- 


man harbors  at  the  outbreak  of  war,  is 
actively  pursuing  its  business  on  all  the 
great    commercial    routes. 

"The  German  squadron  in  China  lias 
been  rendered  ineffective  by  the  con- 
stant pursuit  by  the  British  squadron  in 
the  Far  East.  Trade  in  China  is  there- 
fore unaffected. 

"The  Austrian  squadron  in  the  Adri- 
atic has  retired  into  the  Adriatic  before 
the  Anglo-French  fleet,  which  is  so  su- 
perior that  it  is  able  to  send  strong  de- 
tachments to  any  parts  of  the  Mediter- 
ranean or  adjoining  seas  in  which  naval 
forces   may    be   required." 

Ignoring  War  Insurance. 

What  has  this  result  of  protection 
meant  to  the  supply  houses  and  retailers 
of  Canada? 

Not  only  that  goods  are  arriving 
freely  almost  daily,  hut  that  the  other 
nearly  insuperable  obstacle  to  importa- 
tion, the  cost  of  war  insurance,  has  been 
removed.  This  does  not  mean  that  in- 
surance rates  have  fallen  to  a  normal 
level,  for  they  are  still  3  to  4  per  cent., 
but  importers  are  securing  as  thoroughly 
satisfactory  result,  by  ignoring  the  in- 
surance companies  altogether.  One  im- 
porter after  another  has  smiled  when  he 
was  questioned  as  to  high  insurance 
risks:  "We  are  not  taking  any  out.  We 
are  trusting  that  the  British  fleet  will 
continue  to  keep  the  seas  safe."  This 
result  has  been  of  invaluable  assistance 
in  keeping  costs  down  to  reasonable  fig- 
ures. 

High   Cost  of  Exchange. 

There  still  remains,  however,  the  high, 
cost  of  exchange,  a  subject  that  is 
treated  at  some  length  elsewhere  in  this 
issue.  Unless  English  firms  are  willing 
to  wait  for  payments,  or  Canadian  buy- 
ers have  some  arrangements  made  where- 
by an  English  representative  guarantees 
payments  or  makes  it  as  the  usual 
13 


time,  goods,  naturally,  are  not  forth- 
coming. 

But,  for  the  present,  affairs  are  pro- 
gressing much  more  favorably  than  was 
anticipated ;  Fall  openings  are  being  ar- 
ranged for  and  held;  commendable  show- 
ings are  being  made,  and,  with  few  ex- 
ceptions, prices  have  not  been  advanced. 

This  is  fortunate  in  the  face  of  the 
natural  result  of  a  war  on  general  busi- 
ness conditions,  but  even  in  this  respect 
the  outlook  is  far  more  favorable.  Now 
that  the  shock  is  over,  the  situation  is 
being  viewed  more  calmly.  Courage  is 
called  into  play  in  deciding  future  poli- 
cies; business  men  are  becoming  filled 
with  the  determination  to  keep  a  grip 
on  affairs;  to  hold  the  ground  they  have 
won;  and  to  seize  every  opportunity  to 
extend  their  trade  into  the  new  channels 
that  the  paralyzing  effect  of  the  war 
in  some  quarters  has  opened  up  to  them 
as    their    legitimate    field. 

To  the  credit  of  the  Canadian  supply 
houses  and  retailers  must  be  set  the 
effort  to  hold  prices  down.  The  scoffer 
at  the  idea  of  commercial  virtue  will 
say  that  this  was  enforced  owing  To 
existing-  business  conditions,  but  the  re- 
futation of  this  is  the  course  pursued  in 
some  cities  across  the  border,  where 
prices  were  jumped  20,  30,  40,  50  per 
cent,  and  more  in  C8=e  after  case  where 
a  scarcity  of  supplies  seemed  to  war- 
ran!    the    usual    practice    of   advance. 

Public  Adapting  Themselves. 
When  discussing-  the  annual  lack  of 
certain  lines  of  fancv  goods,  gloves, 
ready-to-wear,  toys,  dress  fabrics,  silks. 
velvets,  etc..  the  openings  already  held 
have  shown  that  the  public  are  ready  to 
adapt  themselves  to  the  prospect  of 
a  cutting-  off  of  the  widening  range  of 
choice  that  has  been  laid  before  them  in 
previous  years,  and  to  accept  the  best 
kind   of  substitute  that   is  available. 


Some  Difficulties  Confronting  the  Retailers 

Goods  for  Next  Spring  Troubling  Buyers  More  Than  Fall 
Supplies — Parts  of  Flowers  Hard  to  Get  —  Will  New  York 
Design  Fashions?  —  What  of  Cheap  German  Linens'?  —  Kid 
Gloves  an  Impossibility. 

From    Interviews    with   Canadian    Merchants. 
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"KS,  we  are  lucky,"  said  the  head 
of  a  big  departmental  store  mil- 
linery department.  "We  have 
fully  75  per  cent,  to  85  per  cent,  of  our 
Fall  importations  either  in  stock  or  on 
this  side  of  the  Atlantic.  Shipments 
have  been  made  very  promptly  this  Fall 
by  the  European  manufacturers,  so 
promptly  that  it  would  seem  as  though 
they  had  an  idea  of  what  was  corning. 
After  we  have  sold  out  our  present  stock 
we  do  not  expect  to  get  any  more  goods 
from  Continental  Europe  until  the  war 
is  over,  and  then  a  period  of  reconstruc- 
tion must  be  allowed  for.  It  is  not  the 
present  season  that  we  are  worrying 
about,  it  is  the  coming  Spring  that  is 
going  to  be  hardest  hit,  as  no  buyers  will 
be  able  to  go  over  to  Europe." 

In  reply  to  a  question  as  to  where 
fashion  ideas  would  come  from,  this 
buyer  was  of  the  opinion  that  New  York 
would  benefit,  and  that  more  would  lie 
heard  of  New  York  styles  in  the  future. 
This  would  mean  that  patterns  and  high- 
class  novelties  would  come  from  New 
York.  As  to  the  permanence  of  this 
ascendancy  lie  could  not  say;  that  would 
depend  upon  the  way  things  shaped  in 
the  future. 

"Take  the  present  season  for  in- 
stance. Ostrich  is  going  to  lead  as  the 
high-class  millinery  trimming,  for  there 
is  the  law  forbidding  the  importation  of 
aigrette,  paradise  and  some  other  fancy 
feathers.  The  treated  ostrich,  paradise 
and  pheasant,  suitable  for  the  better 
trade,  is  purely  a  French  product,  and 
will  only  he  represented  by  present  im- 
portations. Makers  in  Canada  as  well 
as  the  New  York  manufacturers,  know 
hew  to  Handle  ostrich.  Therefore  T  fig- 
ure mil  that  much  ostrich  will  be  used. 
For    the    present     ,-i     few     Mowers    will    lie 

wanted.    The  chief  difficulty  will  he  be- 
cause  I  lie   stems  and   calis   or  centres  all 
are    imported     being   of    French.      Aus- 
trian  or  German   make.  SO  that    what   we. 
get  may  not  have  as  good  an  appearance. 

Tinsel  Thread? 

Styles  are  tending  to  the  military  and 
tinsel  is  to  lie  very  much  used,  hut  tin- 
sel   thread    comes    from    abroad    and.     the 

supply  is  never  greatly  in  excess  id'  the 

demand. 

Velvets  and  plushes  are  already  short, 
and  satins  and  other  fabrics  will  have  to 
he  pressed  into  service. 


The  sailor  shape  predominates.  These 
shapes  come  in  big  variety  with  the  por- 
trait sailor  as  the  leading  shape.  Toques 
and  cap-like  shapes  are  good,  and  black, 
black  and  white,  and  also  dark  Russian 
green  are  the  leading  colors.  Deep  blues, 
seal  and  tete  dt  negre,  and  beet  root  red 
are  the  leading  shades. 

The  head  of  a  large  linen  department 
looks  to  get  his  shipments  of  British- 
made  linens,  though  there  may  be  delay 
and  possibly  a  shortage  in  some  lines. 
The  problem  he  was  facing  was  how  to 
replace  the  low-priced  German  goods 
that  sold  so  largely,  and  this  in  his 
opinion  would  also  be  a  problem  in 
the  United  States. 

"Yes,  it  will  be  impossible  to  dupli- 
cate such  lines  as  these,"  pointing  to 
some  beautiful  soft-toned  plaids  of 
French  manufacture.  "In  fact,  we  do 
not  expect  any  further  shipments  from 
Continental  Europe,"  said  another  buy- 
er. "British  goods  will  come  to  hand 
all  the  same;  in  fact,  they  are  coining 
along-  right  at  the  present  time  and  will 
come  along  all  right  for  the  Spring 
also.  Novelties?  It  is  very  hard  to 
predict  the  buying  developments  and 
possible  sources  of  supply  for  the  future 
until  it  is  known  how  long  the  war  is  to 
last." 

The  manager  of  an  exclusive  dress- 
making and  ladies  outfitting  trade  also 
remarked    upon    the    way    in    which    the 


WAR  COURAGE. 

Many  a  man  in  Canada,  willing 
to  go  a-warring  across  the  seas,  is 
unwilling  to  fight  at  home — against 
the  shadowy  foes  of  bad  times  or 
of  business  depression. 

This  is  a  time  in  Canada  when 
Canadian  business  men  should  fight 
— fight  to  capture  new  trade  and  to 
hold  old  trade.  To  stop  one's  ad- 
vertising is  to  ivithdraw  a  power- 
ful offensive  and  defensive  force, 
and  to  expose  one's  business  with- 
out a  guard. 

If  the  courage  of  manufacturers, 
wholesalers,  retailers — the  generals 
and  captains  of  trade  and  industry 
— fails,  the  courage  of  the  nation 
will  ebb. 

Keep  up  your  courage. 

Keep  up  your  advertising. 


Fall  shipments  from  Continental  Europe 
had  come  to  hand.  Their  firm,  he  added, 
alwaj-s  called  for  an  early  shipment  of 
goods,  but  usually  there  was  delay.  This 
year  he  was  glad  to  state  that  his  goods 
were  all  in  Canada  by  ■  August  1st. 
Therefore  for  the  opening  of  the  season 
and  for  his  early  trade  he  was  in  good 
shape.  Business  had  been  slow  for  some 
months,  but  as  far  as  their  business  was 
concerned  any  change  that  had  come  was 
for  the  better.  Customers  were  already 
placing  orders,  evidently  because  they 
feared  that  stocks  would  be  much  broken 
into    later. 

In  his  opinion  it  would  be  much  more 
difficult  to  buy  for  next  Spring  as  he 
did  not  expect  any  goods  from  France  or 
Switzerland — even  if  they  could  be 
shipped  out  by  other  than  the  usual 
routes  he  did  not  see  how  they  were  to 
be  produced,  as  the  operatives  had 
simply  thrown  down  their  work  and 
joined  the  armies.  There  might  be  an 
objection  met  with  in  the  States  of 
keeping  novelties  exclusive.  A  pattern 
put  out  in  a  high-class  fabric  this  week 
was  copied  by  the  cheaper  trade  the 
next,  and  was  soon  off  the  market.  It 
was  to  be  hoped,  he  declared,  that  manu- 
facturers would  be  aide  to  prevent  this 
taking  place. 

Braids    Again    Popular. 

Military  fashions  promise  to  brinsr 
1. raids  to  the  front,  and  it  is  well  within- 
the  bounds  of  possibility  that  braids 
which  have  h>m_r  been  dead  will  again  be 
selling.  The  first  hints  come  in  tinsels 
which  are  coming  into  vogue  in  millin- 
i  ry.  and  for  braiding  military  vests  and 
other  neckwear  items.  There  may  be 
difficulties  in  procuring  tinsel  but.  the 
United  States  makes  braids,  and  there 
are  braid  and  trimmings  manufactur- 
ers in  the  Dominion  who  would  be  bene- 
fited by  a  turn  of  fashion  in  this  direc- 
tion. 

The  trimmings  now  fashionable  come 
from  the  countries  now  involved  in  war. 
and  already  a  shortage  is  talked  about. 

Bead  Bounces,  embroidered  net  bands 
and  other  trimmings  promise  to  be  very 
freely  used,  and  no  more  stock  will  be 
available  when  the  goods  at  present  in 
the  hands  of  the  importers  are  closed 
out. 

I  Continued  on  page  .'>(>.) 
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Merchandise  That  Will  Be  Affected  by  the  War 

Kid  Gloves  will  be  One  of  the  Scarcest  of  Articles — Linens 
Certain  to  Go  Up — Many  Silks  Missing — Domestic  Orders  for 
Lisle  and  Cotton  Hose— Goods  Coming  Across  Freely. 


FAMINE  IN  SWISS  SILKS. 

The  report  given  in  one  neckwear 
house  visited  was  that  in  the  smaller 
towns  people  were  settling  back  to  busi- 
ness and  travelers  were  sending  in  nice 
orders.  The  two  weeks  before  all  people 
wanted  to  do  was  talk  about  the  war. 
Questioned  as  to  shortages  this  firm 
claimed  to  have  general  stock  on  hand  to 
tide  them  over  the  Christmas  selling. 
When  short  they  would  fill  in  from  Not- 
tingham makers.  The  best  organdie 
comes  from  Switzerland  and  France,  but 
organdie  was  made  in  the  United  States 
with  of  course,  duty  making  the  price 
higher. 

It  was  given  as  an  opinion  that  in 
some  cases  net  might  be  used  to  take 
the  place  of  organdie.  Their  most  dif- 
ficult problem  was  the  supplying  of 
needs  in  low-priced  paillettes,  etc.  They 
had  a  good  stock  of  paillettes  on  hand 
but  the  demand  was  so  strong'  that  they 
did  not  think  it  would  last  out  over  the 
early  part  of  the  season.  , 

Word  had  come  to  hand  that  Swiss 
silks  might  be  shipped  by  way  of  Genoa 
if  Italy   remained   neutral. 


NECKWEAR  UP  IN  STATES. 
Another  neckwear  house  reported  that 
they  had  a  good  stock  of  organdies,  laces 
and  nets  and  were  not  worrying  about 
the  future  as  they  were  advised  that 
British  goods  would  be  shipped  as  usual 
and  they  would  get  organdies  from  the 
United  States.  This  firm  had  made  no 
advances  on  neckwear  prices,  but  nets 
and  organdies  had  advanced  from  50  to 
100  per  cent,  in  the  States.,  and  if  this 
situation  continued  when  they  had  to 
come  into  the  market  for  goods  a  cor- 
responding advance  would  have  to  go  on 
neckwear  prices. 

•     *     * 

NOTTINGHAM  NETS  UP. 

Prices  on  nets  were  advancing'  even 
before  the  Avar.  The  demand  for  net 
coming  from  Plauen  was  enormous,  and 
leading  manufacturers  were  said  to  lie 
using  2,000  to  3,000  pieces  per  month. 
The  mills  were  all  busy  on  net  tops  and 
Orientals  and  prices  were  advancing. 
The  same  situation  prevailed  in  Notting- 
ham and  nets  there  were  advancing  in 
price.  Paris  fashion  reports  that  the 
laces  for  the  Fall  and  next  Summer  are 
plain  nets,  and  light  net  dresses  are  to 
sell  as  freely  as  dresses  of  muslin  did  a 
few  year's  ago.  Even  before  the  war 
net  deliveries  were  slow. 


EMBROIDERIES      FROM      TWO 
SOURCES. 

Said  one  importer:  "Many  buyers 
seem  to  think  that  because  embroideries 
have  been  somewhat  of  a  drug  on  the 
market  the  fact  that  orders  now  placed 
will  never  come  to  hand  will  not  matter, 
but  when  inquiries  come  for  goods  and 
there  are  none  to  be  had  their  tune  will 
be  different.  Some  buyers  are  wise  and 
are  laying  in  a  stock  by  buying  judic 
ously  what  is  offered  while  others  sing 
the  old  song,  "We  will  wait  and  see, 
there  are  always  goods  on  the  market." 
Embroidery  deliveries  from  Switzerland 
will  be  paralyzed  and  buyers  will  have 
to  turn  to  the  mills  in  Nottingham  and 
the  United  States.  Nobody  really  knows 
just  what  these  centers  can  offer,  but  it 
is  certain  that  they  can  show  very  cred- 
itable productions,  but  the  United  States 
mills  will  have  to  take  care  of  the  trade 
in  that  country,  and  in  my  opinion  will 
have  little  left  to  export." 
*     *     * 

DYE  STUFFS. 

The  Canadian  representative  of  a 
number  of  Yorkshire  mills  laughed  at 
the  report  that  the  Bradford  Dyers'  As- 
sociation was  short  of  dye  stuffs.  Not 
only  was  their  stock  large  but  all  dye 
stuffs  in  the  hands  of  the  German  firms 
in  F.ngland  had  been  confiscated,  and 
were  available  to  British  manufacturers. 

The  dyeing  industry  had  made  good 
pi  ogress  in  Canada,  but  would  be  ham- 
pered by  the  inability  to  procure  dye 
stuffs  when  the  present  supply  gave  out. 


THE  BACKBONE  OF 

NATIONAL  PROSPERITY. 

Farming  is  by  common  consent 
the  basis  of  our  national  wealth  and 
prosperity.  The  farmers  of  Canada 
have,  for  the  past  two  years,  been 
netting  top  prices  for  what  they 
have  had  to  sell  and  have  been  able 
to  obtain  ivhat  they  have  had  to  buy 
at  moderate  prices.  The  war  means 
better  times  for  farmers. 

Where  the  foundations  of  nation- 
al wealth  and  prosperity  are  sound 
and  assured,  hopefulness  may  build 
her  structures  with  confidence. 

Business  in  Canada  can  and  ivill 
be  good  if  our  business  men  will  do 
their  utmost  to  keep  the  bottom  in 
business.  Advertising  is  a  good 
workman  for  this  purpose. 

When  the  Canadian  farmer  pros- 
pers, all  is  well. 


15 


British  goods  were  coming  through.  He, 
himself,  had  got  goods  in  on  the  Vir- 
ginian and  had  advice  notes  for  goods 
shipped  since  the  war  broke  out.  At  the 
present  moment  cancelations  were  the 
big  trouble.  These  were  coming  from 
the  cutting  up  trade.  Fancy  colors  were 
being  canceled.  The  suggestion  was 
made  that  these  colors  would  dye  up 
into  blacks  and  the  dark  blues,  browns, 
greens  and  reds  now  favored.  There 
would  be  the  cost  of  re-dyeing,  of  course, 
to  add  to  the  original  price.  Later  this 
promises  to  put  a  premium  upon  blacks 
and  dark  shades. 

The  arrangements  made  by  the  Cana- 
dian and  British  governments  for  pre- 
\enting  the  high  rate  of  exchange,  forc- 
ing the  prices  up  of  British  goods,  is 
working  satisfactorily.  Payments  for 
goods  received  in  Canada  from  British 
manufacturers  are  made  into  a  trust 
fund.     The  manufacturers   are   advised, 

and  draw  hills  against  the  amount. 

*  *     * 

FAMINE  IN  BUTTONS. 
Germany  and  Austria  sell  Canada  a 
big  percentage  of  the  buttons  used  here, 
and  already  the  shortage  is  beginning  to 
be  felt.  Canadian  cutters-up  have  been 
using  quantities  of  fancy  trimming  but- 
tons and  now  that  the  stocks  on  hand 
are  giving  out,  no  source  for  renewing 
the  supply  seems  open.  The  United 
States  makes  buttons,  but  the  materials 
come  from  Europe,  and  with  this  prob- 
lem to  face  it  will  be  all  she  can  do  at 
present  to  supply  her  home  demand.  The 
only  outlook  is  that  covered  buttons  will 
be  used.  There  have  been  times  when 
covered  buttons  were  used  exclusively  as 
a  matter  of  fashion,  and  there  is  no 
reason  why  they  should  not  take  the 
place  of  the  imported  buttons  as  the 
moulds  ami  parts  can  be  obtained  in  the 
United  States.  The  above  was  the  view- 
point of  a  leading  Canadian  button  im- 
porter. 

*  *     * 

HANDKERCHIEFS  SCARCE. 

Importers  and  buyers  who  ordered 
through  the  agents  of  Swiss  houses  or 
who  bought  direct,  and  who  have  not  yet 
received  their  Fall  shipments  are  vei-y 
unlikely  indeed  to  receive  their  handker- 
chiefs for  Fall  and  holiday  selling.  Some 
machine  embroidered  handkerchiefs  are 
made  in  Ireland,  but  they  do  not  com- 
pare with  Swiss  goods.  Swiss  handker- 
chiefs are  very  largely  sold  and  they 
promise  to  be  one  of  the  short  lines  for 
Fall  and  holiday  selling. 


Dispel  War  Fever  and  Increase  Production 

Attitude  of  Head  of  Large  Department  Store  in  Montreal  on 
Present  Situation — No  Cause  for  a  Panic  or  Inflation  of  Prices 
— Calm  Judgment  Required. 

Interview  by  a  Staff  Correspondent. 


THERE  was  a  note  of  reassurance 
— a  reassurance  suggesting  the 
outcome  of  calm  judgment  of  all 
the  circumstances — outstandingly  evi- 
dent in  the  opinions  which  were  ex- 
pressed regarding  the  war  situation  by 
\\ .  II.  Goodwin,  vice-president  and  gen- 
eral manager  of  Goodwin's,  Limited, 
Montreal,  in  discussing  the  business  out- 
look with  the  Dry  Goods  Review. 

Speaking  from  the  standpoint  of  the 
executive  head  of  one  of  the  largest  re- 
tail establishments  in  the  Dominion,  Mr. 
Goodwin  saw  little  reason  why  there 
should  be  any  serious  change  in  business 
conditions  as  between  the  retailer  and 
the  general  public — so  far  as  supplies  or 
prices  were  concerned.  It  was  his  opinion 
that  there  would  be  plenty  of  goods,  and 
that  there  would  be  little  change  in  the 
prices.  There  might  be  shortages  in 
some  lines,  but  they  would  be  replaced 
by  others.  Stores  were  generally  in  the 
position  of  having  stocks  in  hand  suffi- 
cient to  supply  the  needs  of  the  trade 
for  some  months  to  come,  and  if  the  war 
continued  indefinitely  he  believed  the 
general  public  would  be  ready  to  make 
adjustments  and  sacrifices  which  would 
cover  any  shortages — they  would  soon 
ieam  to  take  what  they  could  get  rather 
than  what  they  might  want. 

At  that  he  did  not  think  there  would 
be  any  serious  interference  with  sup- 
plies of  staple  goods.  There  were,  of 
course,  heavy  importations  from  Ger- 
many and  other  continental  countries 
which  would  be  interfered  with,  and 
perhaps  cut  off  indefinitely,  but  these 
would  be  duplicated  for  the  most  part 
from  other  sources.  Gloves  and  hosiery, 
silks,  embroideries,  etc.,  as  well  as  many 
novelties,  were  secured  in  large  quanti- 
ties by  the  Canadian  trade,  not  to  men- 
tion the  dress  goods  from  Paris,  but  he 
failed  to  see  where  conditions  would  not 
adjusl    themselves  in  time 

Ol  course  Mr.  Goodwin  saw  that  there 
were  going  to  be  higher  prices  in  some 
lines  if  the  people  demanded  European 
goods.     Silks  would  l>c  advanced  imme- 

.1 1 : 1 1 . ■  1  \  ,  ami  there  would  he  price  adjust- 
ments in  other  lines  as  soon  as  the  situa- 
tion settled  sufficiently  that  merchants 
could  decide  where  supplies  could  be  se- 
ured  from  new  sources  bul  this  did 
not  forecast  anj  general  advance  in  the 
dry  »oods  trade. 

Of  course.  Mr.  Goodwin  aurced  that 
much  hinged  upon  the  continuance  of 
trade  with  Britain,  hut  lie  could  see  no- 


thing that  would  indicate  that  the  routes 
of  transportation  would  be  affected 
seriously.  On  the  other  hand,  there 
should  he  an  increased  volume  of  goods 
available  from  Britain  for  the  reason 
that  other  markets  would  be  cut  off,  and 
if  England  wanted  our  grain  she  would 
not  likely  send  the  transports  back 
empty. 

No  Need  for  Panic 
Shortly  before  speaking  with  Mr. 
Goodwin,  the  writer  had  been  in  the  gro- 
cery department  of  the  store,  where 
every  available  clerk  was  occupying 
every  available  foot  of  space  in  tying  up 


PRACTISING     ECONOMY. 
INCREASING    PRODUCTION. 

If  there  could  be  a  great  agita- 
tion pass  over  this  country  which 
would  dispel  the  war  fever  and 
turn  the  attention  of  the  people  to 
greater  production  and  economy, 
the  country  would  be  in  a  better 
position  to  stand  the  strain. 

If  the  people  would  increase  the 
yield  of  wheat  throughout  they 
would  be  doing  more  for  the  Em- 
pire than  by  fighting. 

There  would  be  greater  benefit 
to  the  country  and  the  nation  if 
the  money  being  put  into  warfare 
were  invested  in  agricultural  im- 
plements. 

The  Government  should  offer 
greater  inducements  to  Canadians 
and  all  in  our  cities  to  go  to  the 
land  at  this  time  than  were  ever 
offered  to  immigrants. — W.  H. 
Goodwin,  vice-president  and  gen- 
eral manager  Goodwin's,  Limited, 
Montreal. 


goods  for  delivery.  So  great  had  been 
the  rush  for  goods  that  the  grocery  de- 
part nient  and  the  storehouses  did  not 
hold  sufficient  stocks,  ami  a  section  of 
the  china  department  had  been  cleared 
to  install  additional  wrapping  tables. 
and  here  also  were  immense  stacks  of 
sugar,  oatmeal,  rice,  etc.,  mounting  up 
to  the  ceiling. 

Reference  was  made  to  the  rush  for 
foodstuffs.  Mr.  Goodwin  deprecated  the 
attitude  of  the  public  in  this  connection. 

There   was  no  danger  of  a   food    famine, 
and   the  tendency   was  to  give  an   oppor- 
tunity   to    raise    prices   on    the   pari    of 
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those  seeking  to  reap  a  harvest  of  pro- 
fits. Immense  quantities  of  food  were 
being  sold  in  his  store  in  meeting  the 
public  demand,  but  in  no  case  the  prices 
were  lower  than  what  conditions  war- 
ranted. 

To  Live  Economically. 

Continuing,  Mr.  Goodwin  emphatic- 
ally expressed  the  opinion  that  it  would 
be  the  best  thing  for  the  country  if  some 
agitation  would  be  spread  which  would 
overcome  the  war  fever  and  would  drive 
home  to  the  people  the  duty  of  the  hour 
to  live  economically  and  to  increase  the 
production  of  the  country  at  this  time 
when  the  Empire  is  in  trouble.  He  re- 
ferred to  an  article  on  the  war  he  had 
just  been  reading,  and  repeated  the  sen- 
timent therein  expressed,  which  appealed 
to  him,  that  the  first  duty  of  Canada 
was  to  grow  grain  for  the  bread  basket 
of  the  Mother  Country,  and  that  by  so 
doiim'  she  would  be  doing  more  than  by 
raising  contingents. 

The  Government  had  been  offering 
great  encouragement  for  years  to  for- 
eigners to  come  in  and  settle  on  the  land; 
why  not  at  this  time  offer  still  greater 
inducements  to  the  people  who  are  in 
the  country  to  go  out  and  develop  the 
country— to  go  back  to  the  earth.  If 
the  money  which  was  being  raised  to 
spend  in  the  war  were  to  be  invested  in 
agricultural  implements,  and  these  im- 
plements set  to  work  in  developing  the 
uncultivated  territories,  there  would  be 
more  done  for  Canada  and  for  the  Em- 
pire than  by  purchasing  machinery  of 
destruction. 


CO-OPERATING      IN      DYESTUFFS. 

The  dyestuff  position  is  causing  a 
greal  deal  of  anxiety  across  the  border. 
The  Journal  says: — ''The  dyestuff  situa- 
tion was  thoroughly  discussed  at  a  meet- 
ing of  the  National  Finishers'  Associa- 
tion, held  Tuesday  o\'  this  week  at  the 
Waldorf-Astoria.  It  was  the  opinion 
thai  if  dyestuffs  available  were  spread 
around  the  supply  was  sufficient  to  last 
Cor  a  considerable  period,  possiblj  three 
or  four  months. 

••It  i-  hoped  that  by  eliminating  cer- 
tain -olid  color  fabrics,  lessening  the  de- 
mand Eor  -amides  not  used,  and  by 
adopting  shades  most  easily  made  from 
supplies  on  hand  or  available  from 
domestic  sources  the  majority  o\'  finish- 
ing companies  will  he  aide  to  run  fairly 
well  until  practically  the  end  of  the  year. 


German   Patterns   Made  in   Nottingham 

Samples  Received  in  Canada  of  Plauen  Patterns  as  Result  of 
Cancellation  of  Patents — Movements  to  Build  up  Trade  Between 
Different  Parts  of  Empire. 


/^\  NE  of  the  most  far-reaching  developments  of  the 
^^  lines  to  take  advantage  of  the  abrogation  of  Ger 
lowed  almost  immediately  upon  the  declaration  of  w 
well.  Long  before  the  end  of  August,  samples  of  fa 
made  in  Nottingham  lace  works  and  had  been  recei 
dian  manufacturers'  agents  and  other  supply  houses, 
department  in  this  issue.  Already  cable  orders  have  b 


war  is  the  rush  of  British  manufacturers  in  some 
man  patents  by  the  British  Government,  which  folr 
ar.  This  has  since  been  made  applicable  in  Canada  as 
mous  Plauen  patterns — hitherto  protected — had  been 
ved  at  The  Review  office  and  by  a  few  of  the  Cana- 
Several  samples'  are  illustrated  in  Dress  Accessories 
een  sent  over  for  those  and  delivery  promised  shortly. 


This  enterprising  stroke  is  being  followed  up  along  other  lines,  and  there  has  been  in  Canada  for 
some  days  a  special  representative  of  a  number  of  British  manufacturers,  who  had  been  given  valuable 
information  in  London  by  Hon.  G.  H.  Perley,  acting  Canadian  High  Commissioner.  This  representa- 
tive has  come  over  in  order  to  create  a  new  interest  in  British  manufactures  and  open  up  new  markets 
under  the  changed  conditions. 

A  complementary  movement  is  under  way  in  Canada  to  strengthen  and  enlarge  the  manufacture 
here  of  articles  that  may  have  been  made  in  Germany  in  past  years,  but  which  it  is  felt  can  be  supplied  by 
this  country  in  future.  It  is  probable  that  this  movement  will  be  extended  to  include  the  whole  Empire. 


Advertisements  That  Carry  a  War  Atmosphere 

Many  Merchants  are  Adapting  their  Announcements  to  Fit  in 
With  the  Prevailing  Thought  and  Conversation  of  the  Public — 
Announcements  that  Prices  will  not  be  Advanced — Editorial  on 
National  Subjects. 


IT  would  be  surprising  indeed  if  the 
prevalence  of  the  war  fever  in  all  its 
intensity  and  realism  had  not  exer- 
cised an  influence  upon  the  advertising' 
copy  of  dry  goods  merchants,  as  it  has 
appeared  in  the  press  during  the  past 
couple  of  weeks.  Many  and  probably  the 
majority  of  merchants  have  not  all 
felt  called  upon  to  modify  in  the  slight- 
est degree  the  usual  wording  of  their 
August  sales,  nor  the  announcements 
that  they  are  accustomed  to  make  of 
the  approach  of  the  Fall  openings  in  the 
millinery,  dress  goods,  and  ready-to-wear 
departments.  Probably  also  these  have 
in  many  cases  looked  with  some  degree 
of  scorn  upon  the  radical  departures  of 
others  in  their  town  or  city,  who  have 
left  the  beaten  path,  and  given  a  touch 
of  the  atmosphere  of  war  to  their  pub- 
lie  announcements. 

Nothing  Illogical. 

But  there  is  nothing  illogical,  surely, 
in  an  attempt  to  meet  the  viewpoint  of 
the  public  who  think  of  little  else  and 
talk  of  little  else  than  the  terribly  and 
tremendously  important  events  that  are 
making  a  new  world's  history  on  the 
plains  of  Belgium.  In  its  last  issue 
"The  Review"  gave  some  account  of 
window  displays  in  the  City  of  Mont- 
real that  reproduced  the  atmosphere  of 


war.  and  surprise  was  expressed  that 
this  had  not  been  followed  out  to  a 
greater  extent  in  other  places  in  Can- 
ada.  Meeting  the  public  half  way  along 
the  line  of  their  every  day  life,  par- 
ticularly when  it  has  become  so  in- 
tensely surcharged,  when  it  is  done  tact- 
fully and  the  effect  is  not  overdrawn, 
surely  adds  to  the  influence  and  drawing 
power  of  a  merchant's  advertising.  In 
an  illustration  which  accompanies  this 
article  there  are  presented  eight  or  nine 
varieties  of  war  ads  that  have  appeared 
in  the  Canadian  press  during  the  latter 
part  of  August.  These  run  all  the  way 
from  direct  announcements  that  prices 
in  that  store  will  be  maintained  on  the 
level  of  those  in  force  before  the  war  to 
editorials  along  a  national  subject  with- 
out any  reference  whatever  to  the  com- 
mercial feature. 

Hospital  Ship  Fund. 
The  first  of  these  it  will  be  noticed  is 
that  of  the  Hamilton  Co.,  of  Montreal. 
The  words  "Hospital  Ship  Fund"  ap- 
pear in  large  type  across  the  top  of  the 
ad.,  having  reference  to  a  collection 
which  was  being  taken  up  at  that  time 
in  many  of  the  towns  and  cities  and  vil- 
lages not  only  of  Quebec,  but  of  Ontario, 
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and  the  fac!  that  a  portion  of  the  re- 
ceipts were  to  be  devoted  by  the  store 
to  the  fund. 

Why  Keep  Laces  Up? 

The  second  sample  is  from  a  large  ad. 
of  John  Murphy  &  Co.,  Montreal,  ap- 
pearing in  italic  type,  which  gave  more 
prominence  to  it  in  the  body  of  the  ad- 
vertisement. This  contained  an  an- 
nouncement that  some  criticism  had  been 
directed  towards  the  action  of  the  store 
in  holding  a  series  of  lace  sales  at  a 
time  when  the  scarcity  of  laces  would 
seem  to  demand  receiving  full  prices  foi 
the  goods.  The  firm  made  this  effective 
reply:  "We  believe  we  are  doing  the 
right  thing  by  giving  our  customers  tne 
benefit  of  a  fortunate  purchase,"  —  a 
sentiment  that  could  hardly  fail  being 
accepted  by  the  majority  of  the  readers, 
particularly  when  instances  of  increas- 
ing prices  in  food  stuffs  were  the  occas- 
ion of  loud  and  bitter  protests  on  the 
part  of  consumers. 

The  third  advertisement  is  taken  from 
one  of  the  E.  B.  Crompton  Co.,  of  Brant- 
ford,  in  which  an  announcement  of  a 
showing  of  French  silks  is  taken  advant- 
age of  to  state  that  these  are  all  mark- 
en  at  the  before  the  war  prices.     They 

(Continued   on   Pa^e   54.) 


Paying  Accounts  Owing  in  Great  Britain 

Commercial  Houses  Find  that  Obtaining  Credit  in  England  at 
the  Present  Time  is  Very  Costly — A  Problem  for  Many  Com- 
mercial Houses  with  Suggested  Remedy . 

By  the  Editor  of  Financial  Post. 


DURING  the  past  two  weeks 
The  Post  has  had  many  in- 
quiries from  their  readers  for 
explanation  as  to  the  high  cost  of 
making  remittances  to  the  United 
Kingdom.  Some  extraordinary  impres- 
sions have  been  received  from  newspaper 
reports  respecting  the  deposit  of  gold 
with  the  Finance  Minister  at  Ottawa  by 
the  Bank  of  England.  For  some  reason 
quite  inexplicable  some  commercial 
houses,  debtors  to  manufacturers  in 
Great  Britain,  have  the  impression  that 
by  paying  to  the  Finance  Minister  at 
Ottawa  a  sum  equal  to  the  par  (9%) 
value  of  their  debt  they  can  discharge 
their  liability  in  Great  Britain.  We  fail 
to  find  any  justification  for  this  impres- 
sion from  our  perusal  even  of  the  con- 
flicting statements  which  have  appeared 
in  the  daily  press.  The  deposit  of  gold 
by  the  Bank  of  England  at  Ottawa  was 
explained  fully  by  our  Ottawa  corres- 
pondent in  his  letter  in  The  Post  of  last 
week.  That  gold  in  the  hands  of  the 
Finance  Minister  simply  represents  part 
of  the  debt  of  New  York  to  London. 
When  we  say  New  York  we  mean  the  ac- 
cumulated balance  there  in  favor  of 
London,  England.  And  how  this  bal- 
ance has  been  created  we  will  endeavor 
to  explain  briefly  later  on. 

Cost  of  Remitting. 
Taking  the  case  of  a  tradesman  in 
Canada  who  has  bought  goods,  say,  in 
Manchester  to  the  extent  of  £100  that  is 
due  in  Manchester  on  the  4th  of  Sep- 
tember. To  discharge  that  debt  there 
the  debtor  would  either  have  to  ship 
£100  in  gold  or  buy  credit  in  Manchester 
for  that  amount.  If  the  debtor  happens 
to  have  £100  in  gold,  he  could  discharge 
his  debt  by  shipping  the  gold.  This  is 
now  impracticable,  and  because  of  this, 
gold  is  to  be  deposited  at  Ottawa  for  ac- 
count of  the  Bank  of  England. 

Another  way  of  settling  that  debt  is 
by  purchasing  exchange  on  London.  At 
the  time  of  writing,  August  20th  ex- 
change on  London  would  cost  the  re- 
mitter about  $5.05  for  every  £1.  The 
difference  between  $4.88  and  $5.05  for 
every  £1  would  represent  aboul  +17,  or 
about  3V2  per  cent,  on  £100. 

Cause  of  High  Rates. 

What    concerns    the    remitter    is    the 

cause  of  this  higher  rate.      In     general 

terms  the  cause  may  be  said  to  be   the 

Eacl  thai  Canada  and  the  United  Stales 


owe  London  a  big  account.  Therefore, 
everybody  wants  to  buy  London  funds 
and  they  are  scarce.  Scarcity  always 
occasions  high  prices. 

It  may  be  somewhat  elementary,  but 
nevertheless,  in  view  of  the  erroneous 
impressions  just  now  so  prevalent,  it 
would  appear  to  be  necessary  to  state 
the  cause  of  this  huge  debt  which  Can- 
ada and  New  York  owes  London.  One 
of  the  chief  reasons  is  that  during  the 
last  week  or  two  previous  to  the  closing 


GLOVES  RAN  THE 
GAUNTLET. 

The  Austrian  steamer  Ida 
which  ran  the  gauntlet  of  the 
sea  and  reached  Canada  ac- 
cording to  schedule  weeks  after 
war  broke  out,  despite  the  war 
conditions,  brought  a  consign- 
ment of  gloves  for  an  English 
firm's  Canadian  establishment 
at  Montreal.  When  it  was 
learned  at  the  Canadian  office 
that  the  shipment  was  being 
made  every  effort  was  put 
forth  to  have  it  detained,  but 
this  was  too  late;  then  efforts 
were  made  for  war  insurance, 
but  without  avail.  It  was  be- 
lieved that  the  steamer  would 
make  for  the  nearest  German 
or  neutral  port  on  the  declara- 
tion of  war,  but  it  appears  that 
she  is  not  equipped  with  wire- 
less and  came  right  on  her  way 
without  molestation,  the  first 
word  received  of  her  being 
on  the  way  across  was  when 
she  reported  at  Father  Point. 


of  the  Stock  Exchanges,  particularly 
that  at  New  York,  a  vast  quantity  of 
American  securities  were  sold  by  parties 
in  Europe  to  parties  in  the  United 
States,  and  these  securities  have  to  be 
paid  for  in  London.  No  other  means  be- 
ing available,  the  debl  musl  be  dis- 
charged in  gold.  The  next  important 
cause  for  high  exchange  rates  is  the  fad 
that  wheat  has  been  shipped  in  less 
quantity  than  usual  from  the  United 
slates,  and  the  same  applies  to  cotton 
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and  other  commercial  commodities. 
When  trade  returns  covering  August  ap- 
pear they  will  show  a  vast  decline  in 
United  States  exports  to  London.  If 
these  exports  were  moving  under  normal 
conditions  and  in  normal  quantity  the 
result  would  be  that  New  York's  debt 
to  London  would  be  paid  for  in  wheat, 
cotton  and  other  commodities.  When 
more  normal  conditions  obtain  on  the 
sea  and  in  England  it  will  be  possible 
for  this  continent  to  pay  some  of  its 
debt  to  London  by  the  commodities 
named.  But  we  have  to  remember  that 
Germany,  France,  Russia  and  other  coun- 
tries in  the  war  zone  obtain  from  the 
United  States  a  huge  volume  of  mer- 
chandise. It  will  be  some  time  before 
these  countries  begin  to  trade  again  in  a 
normal  way.  and  in  consequence  it  would 
be  hazardous  to  prophesy  as  to  likely 
changes  in  rates  more  favorable  to  re- 
mitters from  this  side  of  the  ocean. 

A  Suggested  Remedy. 

Present  circumstances  are  extraordin- 
ary and  such  as  to  warrant  some  com- 
promise arrangements  as  to  cost  of  remit- 
tances. We  do  not  wish  to  infer  for  one 
moment  that  the  creditor  on  the  other 
side  of  the  water  is  under  obligation  to 
help  the  debtor  over  a  rough  place.  In 
view  of  the  uncertainty  of  exchange 
rates,  and  the  exceptional  character  of 
present  conditions,  we  do  not  see  any 
nasnn  why  the  Canadian  merchants 
should  not  suggest  to  creditors  in  Eng- 
land that  debts  be  settled  by  depositing 
in  Canadian  banks  a  sum  equal  to  the 
amount  of  the  debt  on  the  slightly  higher 
basis  of  gold  parity — say  aboul  $4.88  or 
$4.90  per  £1  sterling.  If  the  Canadian 
house  did  this  it  would  have  to  be  by  ar- 
rangement with  the  creditor  in  the 
United  Kingdom.  And  that  arrangement 
would  have  to  be  concluded  before  ma- 
turity of  the  debt.  In  view  of  the  extra- 
ordinary conditions,  it  is  more  than 
probable  that  importer  and  exporter 
would  be  willing  to  meet  the  situation 
by  a  compromise  on  this  basis,  both  los- 
ing a  little. 

When  it  costs  £103  or  £104  to  settle 
a  debl  of  £100  the  situation  is  serious, 
but  a  debt  is  a  debt,  and  it  may  be  worth 
while  to  any  house  having  a  high  regard 
for  its  credit  to  pay  the  extra  3  or  4 
per    cent,     to    maintain     its     reputation. 


Modern  Ideas  Worked  Out  in  Peterboro'  Store 

The  Latest  Improvements,  From  Coal  Bin  To  Exclusive  Paris 
Evening  Wear  Room — Beauty  of  Decorations,  Excellence  of 
Arrangement,  Superiority  of  Lighting  System — Original  Sales 
Bills  for  Every  Purpose — Comfort  of  Customers  and  Employees 
Alike  Considered. 

Authorized   interview   with   H.   H.   Jewsley,   Manager   of  Turnbull's. 


PETERBOKO',  Aug'.  31  (Special).— 
Turnbull's  is  an  institution  here. 
The  store  was  originally  started  by 
J.  C.  Turnbull  thirty  years  ago  in  a  very 
modest  way.  The  store  space  was  just 
fifteen  feet  wide  at  that  time.  In  1900 
F.  J.  Might  took  the  store  over,  and 
doubled  the  size  immediately.  To-day 
each  of  the  five  floors  is  four  times  that 
size.  The  present  building  to  which  I 
refer  was  just  completed  on  July  4th  of 
this  year,  and  for  a  year  before  that, 
during  the  process  of  building,  we  were 
scattered  all  over  the  town  in  three  or 
four  different  locations,  holding  our 
trade  and  doing  what  business  we  could 
in  the  interval.  Although  F.  J.  Might 
has  been  the  sole  owner  since  his  initial 
entrance  into  the  business  the  old  name 


of  Turnbull 's  has  always  been  retained 
for  the  sake  of  its  advertising  value. 

Sandstone  and  Terra  Cotta. 

The  new  building  presents  a  very  pre- 
possessing exterior  of  sandstone  and 
terra  cotta,  greatly  enhanced  by  the 
large  windows  on  every  floor,  particular- 
ly the  display  window  of  the  main  floor. 

The  building  is  ninety-two  by  sixty 
feet  in  area  and  as  it  is  on  a  corner  the 
display  windows  thus  have  a  consider- 
able frontage.  They  are  six  feet  deep 
on  one  street  and  seven  on  the  other. 
The  two-and-a-half  foot  square  sand- 
stone pillars  are  all  that  prevent  them 
from  presenting  a  solid  expanse  of  one 
hundred  and  fifty  feet.  Connecting  these 
pillars  in  front  of  the  windows  are  well 


polished  brass  rails  of  a  three-inch 
thickness.  The  backs  of  the  windows 
are  solid  mahogany  set  in  beautiful 
panels  that  extend  up  for  a  distance  of 
eight  feet.  Above  these  are  chip  plate 
glass  windows  that  reach  to  the  ceilina 
of  this,  the  first  floor. 

Soft  Green  Felt  on  Floor. 

After  much  discussion,  it  was  decided 
that  a  soft  green  felt  would  best  fit  in 
as  a  floor  covering  with  the  dark  ma- 
hogany and  the  soft  light  of  the  ninety 
100-watt  display  lamps  that  are  used. 
Each  lamp  is  encased  in  an  x-ray  hood 
reflector,  and  so  arranged  that  all  or  al- 
ternate lamps  may  be  turned  off  or  on 
from  a  single  switch.  The  windows  are 
changed    four     times  a   week,      and   are 


Scene   on  ground   floor   of  Turnbull's  new  store,  looking  from   front   entrance   towards   north   side,    showing   fancy 
goods    and    ribbon    sections,    with    rest  room  and  general  offices  on  mezzanine  floor. 
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HOW    NEW    PETERBOROUGH    STORE 

IS    PLANNED 
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Detailed  arrangement  of  ground  lioor  of  Turnbull's,  Peterborough,  showing 
location  of  every  counter  and  show  case,  as  well  as  the  departments,  and  oven 
the  distances.  This  is  worth  studying  for  those  who  are  contemplating  changes 
in  the  locations  of  departments.  Note  umbrellas  on  left  of  entrance,  a  position 
in  many  a  store;  ladies'  neckwear  and  handkerchiefs  on  the  right  against  the 
front  wall.  Corsets,  ribbons,  leather  goods  and  drug  sundries  occupy  the  central 
positions  facing  the  entrance;  gloves  and  hose  are  on  the  right-hand  side,  and 
wash  goods  on  the  left;  the  latter,  a  rather  original  location,  with  dress  goods  at 
the  back.  Note  use  of  show  cases,  a  regular  battery  of  them  awaiting  t lie  visitor 
at  the  entrance. 
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sheltered  by  one-piece  awnings  on  each 
street,  one  of  which  is  ninety  feet  long. 

The  first  floor  is  lighted  by  the  five- 
foot  high  solid  expanse  of  chip  plate 
glass  that  rises  above  the  show  win- 
dows. At  the  rear,  commanding  all  is 
the  mezzanine  balcony  that  contains  a 
general  rest  room  beautifully  finished  in 
mahogany  and  furnished  in  wicker  fur- 
niture, two  private  and  one  general  of- 
fice. Here  a  private  switch  board  com- 
municates with  all  departments. 

The  entrances  from  either  street  lead 
one  into  a  methodical  and  artistic  dis- 
play of  fancy  and  dress  goods,  notions, 
stationery,  underwear,  leather  goods, 
drug  sundries,  etc.,  all  of  which  are  dis- 
played on  brick-mahogany  shelves  with 
solid  mahogany  bases  and  in  the  best 
show  cases  the  market  affords. 

Second  Floor  Has  Paris  Room. 

The  second  floor  is  devoted  to  exclu- 
sive evening  wear,  whitewear,  millinery 
and  all  classes  of  ladies'  ready  to  wear. 
This  department  has  proved  very  im- 
portant to  us  and  gives  us  a  large  turn- 
over annually.  Display  cases  are  used 
all  over  this  room  for  gown  displays  but 
for  the  exclusive  evening  wear  we  have 
installed  a  special  Paris  room  so  as  to 
cater  to  the  desire  for  privacy  that  ani- 
mates those  who  can  afford  to  purchase 
this  class  of  goods. 

On  the  two  open  sides  are  plate  glass 
bay  windows,  seven  by  fourteen  feet  in 
size,  that  are  only  broken  by  a  small 
section  of  the  supporting  wall. 

All  other  upper  floors  have  the  same 
windows  except  that  they  present  a 
straight,  in  place  of  a  bay  front. 

The  stairs  connecting  all  floors  are 
very  easy  of  ascent,  broad  and  of  a 
gentle  slope,  that  is  broken  in  the  centre 
by  a  rest  platform. 

On  the  third  floor  are  the  home  fur- 
nishings, mostly  carpets  and  rugs.  The 
former  are  mainly  kept  on  a  large  and 
compact  fixture  rack  at  the  rear;  the 
latter  in  piles  on  floor  platforms,  where 
they  may  show  to  best  advantage. 

The  fourth  floor  is  partly  given  over 
to  the  dressmaking,  waiting,  fitting  and 
work  rooms,  which  are  all  together.  A 
sample  room,  a  store  decorator's  room, 
two  toilet  rooms,  one  each  for  women 
customers  and  employees,  the  latter  with 
cloak  room  attached,  occupy  the  re- 
mainder of  the  special  space.  A  fifty  by 
sixty-foot  space  is  left  for  a  general  and 
selling  floor. 

Good  Use  of  Basement. 

The  basement  is  devoted  to  crockery, 
china  and  glassware,  a  special  room  be- 
ing devoted  to  cut  glass  and  silverware. 
Electric  light  fixtures  are  also  sold  here, 
and  are  advantageously  displayed  by 
using  them  in  the  rear  or  dark  part  of 
the  basement,  where  they  serve  a  utili- 
tarian   as    well    as    an    artistic    purpose. 


View  of  large  and 
handsome  new  store 
of     T  u  r  n  b  u  1  1 '  s, 

Peterborough, 
which  is  92  by  60 
feet.  It  is  built  of 
sandstone  and  terra 
cotta,  and  has  un- 
usual facilities  for 
display. 


Eighteen  inch  deep  and  sloping  bulk- 
head lights  that  extend  around  the  en- 
tire front  give  excellent  light  to  that 
part.  The  metal  ceiling  and  other  parts 
are  finished  quite  as  nicely  here  as  on 
the  upper  floors. 

Freight  Elevator  Under  Sidewalk 
At  the  rear  the  receiving  room  adjoins 
a  freight  elevator  that  abuts  out  for 
twelve  feet  under  the  sidewalk.  A  coal 
bin  that  will  hold  a  full  car  is  also  under 
the  sidewalk  for  space  serving  purposes. 
The  twin  furnace  room  adjoins,  and  next 

ORIGINAL   SALES   SLIP. 


1  N. 


Address - - _ 

Salespeople  mail  repaat  address  to  Cmtomer 

DELIVERY       I      INSPECTOR      I  DATE 


SALES  NO.      [ 

A     lGOi 


SPECIAL  HAIL       T„Mf,L„||»„ 
ORDER  SERVICE     1    U  T  fl  D  U  1  1    S 

PBTBBBORO.  ONT. 
SEE    OTHffR    SIDE 

SALES  NO. 

AMT.  RECD. 

DATE  - 

BY  WHOM   OR'D. 

Addrss.   P.O. 

Kindly  report  all  Complainl.i  or  Errors  direct  10  ohVi 


A     1601 


MO  GOODS  EXCHANGED  WITHOUT  THIS  BILL, 


Writing  and  Rust 
Room.  Main  Floor 


Turnbull's 


Peterboro's    Steel 
-Shopping  Centre 


Customer's  Receipt  fia  ""•  ■*•  !•■"  •>  a»-«mr«T  >•  *•«•«  tt 

SALES  NO.       |  AMT.  RECD 

DAT! 

AMT    SALI 

1 

A     1601 


all  claims  lot  atwra  aitui  be  madewithir 
Ton  Daia  fcoai  due  of  lala, 


This  is  divided  into  three  sections.  The 
middle  one  is  placed  inside  the  package, 
and  the  top  one  is  pasted  on  the  package 
for  the  convenience  of  the  delivery  man. 
Each  section  contains  all  salient  points  of 
information. 
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to  the  latter  is  a  cloakroom  and  a  lava- 
tory. The  whole  arrangement  tends  to- 
ward efficiency  and  compactness  with  a 
view  to  doing  away  with  costly  re- 
handling. 

Lighting  With  400-watt  Lamps. 

The  lighting  of  the  store  is  particu- 
larly worthy  of  mention.  Aside  from 
the  fact  that  the  window  space  is  large, 
each  floor  has  fifteen  400-watt  lamps, 
enclosed  in  rack  crystal  globes,  which 
throw  the  light  to  the  light-colored 
metallic  ceiling,  that  in  turn  reflects  it 
downward,  thus  giving  a  soft  and  mellow 
radiance.  To  add  to  their  appearance, 
the  hangings  and  fittings  of  the  lamps 
are  entirely  of  bronze. 

The  fittings  of  all  descriptions  are 
either  of  solid  mahogany,  finished  in  ma- 
hogany, or  in  birch  mahogany,  thus  giv- 
ing a  very  rich  setting  to  the  displays. 

The  store  is  connected  throughout 
with  a  cable  cash  system  that  is  strung 
up  near  the  ceiling,  out  of  the  way,  and 
carries  all  change  to  the  main  office  on 
the  mezzanine  balcony  above  the  main 
floor. 

The  electric  passenger  elevator  that 
connects  all  floors  is  the  best  that  money 
can  buy,  and  has  all  the  latest  safety 
devices  embodied  in  it.  It  is  operated 
by  a  19  h.p.  motor. 

Original  Business  Forms. 

A  number  of  special  business  forms 
are  in  use  in  this  store,  one  of  which  is 
illustrated  in  this  issue,  while  others 
will  appear  in  the  next. 

A  chartered  accountant  goes  over  the 
books  monthly. 

The  form  of  sales  slip  and  also  of  the 
approbation  slip  that  we  use  is  original 
with  us.  In  both  of  them  a  number  is 
given  the  customer,  and  to  that  number 
we  hold  in  our  accounts,  but  retain  the 
ori<rinal  duplicate  for  reference  pur- 
poses. In  the  case  of  the  sales  slips,  the 
bottom  section  of  the  original  is  the 
usual  customer's  receipt,  the  middle  one 
(Continued  on  page  32.) 
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NO  PRECEDENT,  THIS 

HERE  has  been  a  tendency  since  the  outbreak 
of  war  that  caught  the  retailer  unprepared  in 
many  of  his  Fall  stocks,  for  some  to  consider  this  as  a 
proof  of  the  un-wisdom  of  the  practice  adopted  this 
year  of  greater  care  in  advance  buying,  a  sparing 
discretion  induced  from  an  experience  of  other  years 
when  the  shelves  were  heavily  overstocked,  and  the 
late-season  new  lines  were  thus  forbidden,  and  big 
turnovers  rendered  impossible.  But  repentance  over 
the  New  Method  of  Buying  is  uncalled  for.  The 
war  situation  can  be  dismissed  as  an  unprecedented 
set  of  circumstances  and  no  counter  argument.  It  is 
quite  true  that  many  goods  ordered  now  will  cost 
more;  many  cannot  be  obtained  at  all.  But  in 
studying  the  problem  of  Rising  Costs  of  Doing  Busi- 
ness, all  must  be  impressed  with  the  need  for  in- 
creasing turnovers  to  keep  down  selling  cost  per- 
centages, and  the  tying  up  of  capital  in  stocked-up 
shelves  is  working  in  a  dangerously  opposite  direc- 
tion. In  fairness  to  the  manufacturer,  as  a  guide  to 
Ids  advance  survey  and  advance  make-up  of  goods; 
as  a  preventive  of  an  overcrowding  of  orders  just  be- 
fore the  season  opens  and,  consequently,  late  deliv- 
eries, there  must  be  advance  orders  given  and  taken, 
but  these  orders  should  be  decided  on  cautiously  and 
based  on  an  exact  knowledge  of  sales  the  previous 
season,  and  leave  a  fair  margin  for  the  late  novelty 
lines  that  now  have  become  almost  inevitable.  Such 
a  course  will  keep  business  on  a  more  intelligent  and 
safer  foundation,  which  in  turn  will  reach  to  the 
advantage  of  the  supply  house.  A  Pan-European 
wai-  carries  no  practical  lessons  for  the  avoidance  of 
a  similar  set  of  puzzling  commercial  conditions:  it 
stands  alone  in  its  world-destructive  isolation,  a  har- 
binger of  no  horrid  offspring  like  unto  itself,  but  the 
rather — as  fervently  the  prayer  will  rise  to  Heaven 
for  a  universal  and  grimly  enforced  reign  of 
Peace  upon  llie  earth. 


THE  SILVER  LINING  TO  THE  CLOUD 

'"pIIAT  Canada  is  in  an  extremely  fine  position 
■*■  in  the  present  crisis  is  becoming  more  and 
mure  evident  as  the  days  go  by.  Our  vast  agri- 
cultural resources  coupled  with  the  .ureal  distance  \vc 
arc  from  the  seat  of  hostilities,  make  us  particularly 
fortunate  and  more  so  since  ocean  trade  route-  fco 
practically  all  nations  are  open. 

A   large   Western   manufacturer  writing  to  the 
Mad, cm  Publishing  Co.  deplores  the  pessimi-tie  talk 


that  is  floating  around — a  great  deal  of  which  is  being 
propagated  by  the  newspapers — and  lays  particular 
stress  on  the  bright  sides  to  the  situation.  Outside  of 
a  few  districts  in  the  West,  he  points  out,  the  farmers 
will  have  a  very  fair  crop  and  they  are  going  to  get 
a  lot  of  money  for  it.  In  addition  to  that  the  sales 
of  horses  will  be  large  and  the  prices  high,  and  cattle 
prices  will  undoubtedly  remain  steady. 

Taking  into  consideration  these  points  and  the 
fact  that  British  Columbia  has  a  big  crop  of  fruit,  and 
that  with  the  high  price  of  canned  salmon  this  year 
this  article  will  realize  a  great  amount  of  money;  and 
when  we  consider  that  Eastern  Canada  has  a  good 
crop  of  practically  everything  there  appears  to  be  no 
good  reason  why  we  can  not  look  with  enthusiasm  on 
the  future.  That  the  Canadian  farmer  is  going  to 
benefit  greatly  in  times  of  high  grain  and  live  stock 
prices  is  self-evident.  Canadian  soil  and  Canadian 
waters  are  going  to  produce  more  wealth  than  ever 
and  as  we  are  dependent  on  these  two  factors  more 
than  on  anything  else,  it  naturally  looks  as  if  our 
producers  would  have  a  great  deal  of  money  to  spend. 

There  is  always  a  bright  lining  to  the  dark  cloud. 
Some  of  us  need  a  little  courage  to  see  it,  but  in  a  time 
like  the  present  courageous  deeds  are  the  rule,  not 
the  exception.  Do  not  be  too  ready  to  lie  down.  The 
man  who  faces  the  situation  calmly,  who  pays  his 
bills  as  he  goes,  and  who  is  loyal  to  his  fellow  men.  is 
the  man  who  when  the  sun  breaks  out  again  will  be 
among  the  heroes  of  the  non-combatants. 


KEEPING   PRICES  DOWN 

T^EEPING  prices  down  is  not  ordinarilv  a  topic 
•^  that  will  lend  itself  to  editorial  comment.  The 
average  merchant  is  guided  to  a  great  extent  in  this 
direction  by  the  commonly  accepted  idea  of  his 
customers,  a-  to  what  a  certain  object  is  worth,  by  the 
price-  charged  elsewhere  in  the  distrid  or  by  an 
independent  decision  of  his  own  as  to  what  the  good- 
will -ell  for.  '•Keeping  prices  down"  i-  not  the  usual 
form  that  advice  should  take:  more,  probably,  it 
would  he  to  "Buy  more  carefully:  take  fair  dis- 
counts;  c-chc\\    a   lot   of   filled-up  old  Stock   on    your 

shelves;  keep  a  watch  upon  the  -ale-  your  clerks  are 
making  individually,  week  by  week."  It  i-  rather 
an  improvement  in  the  cosl  price,  or  a  lessening  of 
overhead  expenses  or  a  cut  in  the  percentage  of  de- 
preciation that  call-  for  improvement.  Bui  the  pre- 
Mait  situation  ha-  to  do  with  the  selling  price.  Supply 
houses  and  a  proportion  of  retailers  are  in  a  position 
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to  charge  "all  the  traffic  will  bear."  This  has  been 
done  in  instance  after  instance,  across  the  border. 
The  ordinary  rules  of  supply  and  demand  have  been 
enforced  pitilessly. 

There  is  an  element,  however,  that  enters  into 
the  situation  in  Canada  that  is  not  so  vital  in  the 
United  States.  Our  neighbors  are  the  victims,  where 
they  are  resting  under  disabilities,  of  a  condition 
in  which  they  have  no  direct  part.  They  stand  to 
gain  here  and  lose  there,  as  they  look  on,  impassive 
spectators,  at  the  combatants  in  the  grim  struggle. 
But  in  Canada  a  higher  motive  must  govern,  a  duty 
to  the  citizens  of  this  country  as  citizens  of  the 
Empire  that  is  now  in  a  life  and  death  grip.  Undue 
advances  of  necessaries  in  so  far  as  they  exist  in  dry 
goods  lines,  only  add  to  the  burden  this  portion  (if 
the  Empire  is  called  upon  to  bear.  Quite  rightly 
the  Government  has  taken  power  from  Parliament 
to  deal  with  undue  advances  in  commodities.  This, 
it  can  fairly  be  argued,  will  refer  mainly  to  foodstuffs 
and  already  reasonable  grounds  for  intervention 
have  been  offered.  So  far  there  has  been  no  public 
clamor  against  any  dry  goods  prices  for  the  whole 
tendency  has  been  to  keep  these  wherever  possible 
at  figures  that  obtained  "Before  the  War,"  and  Can- 
adian merchants,  in  so  far  as  they  resisted  the  temp- 
tation to  advance,  where  an  advance  meant  certain 
sales,  and  an  extra  profit,  have  taken  a  patriotic 
•course. 

It  may  be  argued,  however,  on  ordinary  busi- 
ness grounds,  that  advances  at  the  present  time, 
where  the  cost  price  has  not  called  for  them,  are 
unprofitable,  as  they  tend  to  restrict  trading  and 
•destroy,  in  a  measure,  the  confidence  of  the  public. 


A  WORD  TO   MANUFACTURERS 

By  James  M.  Ross,  of  J.  M.  Ross  &  Co.,  Lucan 


OUR  DUTY  IN  THE   CRISIS 

*"pHERE  is  an  old  saying  that  what  is  one  man's 
■*■  meat  is  another  man's  poison.  The  present 
war  is  undoubtedly  a  bitter  pill  to  tbe  business 
men  of  the  German  Empire,  as  it  will  throw  the  ex- 
port trade  of  that  country  back  a  couple  of  genera- 
tions. Through  no  fault  of  its  own,  industrious  Ger- 
many will  lose  millions  from  this  great  conflagration. 
Factories  that  have  been  accustomed  to  ship  their 
products  to  all  parts  of  the  globe  have  been  closed 
down  and  even  if  they  were  working,  they  have  no 
opportunity  to  use  the  high  seas  for  transportation. 
That  is  their  misfortune. 

Canadian  manufacturers  are  not  so  situated.  The 
•commercial  waterways  of  the  world  are  practically  all 
open  to  them.  Now  that  the  first  shock  of  the  clash 
of  arms  has  passed,  and  the  feverish  excitement  con- 
sequent upon  the  great  nations  of  Europe  declaring 
war  on  one  another  is  over,  our  minds  are  getting 
back  to  the  fortunate  situation  in  which  we  found 
ourselves. 

It  is  clearly  the  duty  of  each  of  us  to  help  fill  the 
gap  left  open  by  those  nations  whose  commerce  is 
tied  up.  We  are  in  a  position  to  do  this,  but  apart 
from  that  it  should  be  the  aim  of  every  manufacturer, 
wholesaler  and  retailer  in  the  trade  to  use  his  best 
energies  in  such  a  crisis  to  bring  about  normal  con- 
ditions. By  aiding  to  supply  the  deficiency  created 
by  the  war,  all  will  be  doing  a  duty  to  their  country. 


'HpIIE  cotton  manufacturers  of  Canada  cause  a  con- 

tinuous  and  serious  loss  to  the  retailer  by  their 
extravagant  method  of  labelling  their  productions. 
A  bale  of  factory  cotton  of  twenty  webs  will  have 
twenty,  possibly  twenty-five  yards  in  the  bale  dam- 
aged by  the  coloring  matter  used  for  labelling.  These 
yards  cannot  be  sold  at  full  price;  frequently  they 
have  to  be  thrown  in  with  the  end.  making  a  com- 
plete loss.  Bleached  or  white  cotton  also,  usually 
covered  with  great  flaring  ink  mottoes,  or  plastered 
over  with  paper  labels. 

There  is  absolutely  no  necessity  for  this  extrava- 
gant expenditure  by  the  manufacturer ;  it  is  a  loss  of 
time  and  money  to  him,  and  a  loss,  and  a  serious 
one  in  the  aggregate  to  the  retailers. 

A  web  of  cotton  neatly  marked  with  half-inch 
letters  or  figures  at  one  end  of  the  web,  with  the  line 
number  or  name  and  the  yard  length  is  all  that  is 
necessary.  Such  marks  would  not  be  objected  to  by 
one  customer  in  a  hundred,  whereas  the  bill  poster 
style,  requiring  at  times  several  washings  to  remove 
the  ink,  is  invariably  objected  to  by  the  consumer 
and  rightly  so. 

I  am  writing  this  to  The  Review  with  the  idea 
that  retailers  can  offer  valuable  suggestions  to  Cana- 
dian manufacturers,  and  I  offer  the  above  as  my 
contribution,  to  be  followed  later  by  others  if  you 
desire  them,  and  I  trust  other  retailers  will  take  up 
the  task  of  bringing  to  the  attention  of  Canadian 
manufacturers  everything  that  will  tend  to  economy 
in,  or  facilitate  the  merchandising  of  the  various 
kinds  of  goods  made  in  Canada,  and  just  here  let 
me  add  that  retailers  are  in  a  better  position  than 
manufacturers  to  detect  errors,  as  they  are  in  con- 
stant touch  with  the  last  court,  the  consumer. 
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THE  WESTERN  YIELD 

'RITING  from  Saskatoon,  Sask.,  a  representative 
says  under  date  of  August  22: — Harvesting  is 
general'  through  this  part  of  the  country  and  the  bulk 
of  the  grain  will  be  in  stook  in  few  days,  provided  the 
present  favorable  weather  continues.  The  yield  will 
be  varied.  In  some  places  it  is  good,  others  medium, 
and  still  others  poor;  on  the  whole  it  is  below  the 
average.  Threshing  is  commencing  in  some  sections. 
The  first  car  of  wheat  from  the  Goose  Lake  district 
passed  through  the  city  yesterday.  This  will  be  fol- 
lowed by  many  more  shortly.  Shipments  East  are 
commencing  two  weeks  earlier  this  year  than  usual. 

It  is  hoped  that  with  the  increased  price  being 
paid  for  cereals  this  season,  money  will  be  more 
plentiful  when  farmers  begin  to  get  returns  for  their 
shipments. 

EDITORIAL  NOTES 
WHILE  KEEPING  PRICES  DOWN  it  would  be 
unwise  to  sacrifice  staple  lines,  or  assured  sellers,  even 
during  a  clearance  sale. 


YOU  WILL  FIND  THE  PUBLIC  more  satisfied  to 
THAT  LEFT  OVER  supply  of  heavy  wearing  ap-  take  what  they  can  get  in  your  Fall  openings  this 
pare!  should  come  in  handy  in  most  stores  soon.  year. 
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Military  Blues  Hold  Strong  Position  at  Openings 

Goods  on  Exhibition  Show  Little  Signs  of  Scarcity  in  Selection — 
Colors  Dark  but  Rich — Preference  for  Gabardines — Black  Will 
be  Very  Strong. 


IN  view  of  the  situation  in  imported 
materials,  extra  interest  attaches 
to  the  dress  poods  openings  in  the 
large  city  departmental  stores.  In  the 
majority  of  cases  the  buyers  have  re- 
ceived a  big  percentage  of  their  impor- 
tations, for  as  one  remarked:  "There 
seems  to  have  been  some  pre-knowledge 
of  the  situation  that  made  European 
manufacturers  ship  with  extra  prompt- 
ness." The  goods  are  piled  high  on 
shelves  and  counters,  and  stocks  are 
evidently  large.  There  has  been  very 
little  effort  spent  upon  decorative  effects 
for  the  opening",  in  some  cases  none  at 
all. 

Blue  Very  Strong. 

Too  much  has  not  been  said  about  the 
sombreness  of  the  colors  fashionable  for 
the  coming  Fall  and  Winter.  Colors 
certainly  are  dark,  but  they  are  rich 
enough  to  be  interesting.  Blues  de- 
cidedly hold  the  first  place,  and  the 
selection  is  a  very  large  one.  Indeed,  it 
is  hardly  possible  to  conceive  until  one 
sees  a  collective  display  like  those  now 
made  just  how  many  different  shades  of 
dark  blue  dyers  can  produce.  Preference 
is  given  to  military  shades,  and  it  is  pre- 
dicted that  military  blues  will  lead. 
Eaton's  devote  the  first  window  above 
the  north  entrance  on  Yonge  Street  to 
showing  "military"  blues,  and  the  cen- 
tral model  or  drape  is  of  blue  broad- 
cloth, with  vest  and  sash  of  British 
scarlet  trimmed  with  gold  and  gilt  but- 
tons. The  large  centre  window  shows 
only  similes  of  "betterave"  or  beet  root 
red.  This  rich  color  comes  in  various 
shades  of  beet  or  Burgundy  tones,  and, 
besides  silks,  velvets  and  materials  in 
plaids,  checks,  and  stripes,  with  this 
shade  predominating,  black  braids,  cords 
and  braid  passementeries  are  shown  as 
the  trimmings.  Green  is  a  color  thai  is 
forging  well  to  the  front,  and,  of  course, 
the  name  of  '■'Russian"  is  given  to  a 
\-ory  dark  bottle  green. 

For  street   wear   the   new   dark   shades 


are  named  "cedar"  green,  "stone" 
green,  and  olive.  Soft  lime  greens,  water 
greens  and  reseda  shades  are  also  very 
prominent  for  evening  wear.  Corals  and 
deep  rose  shades  bordering  on  cerise, 
rose  and  pink,  are  all  leading  evening 
shades.  Baby  blue,  sky,  sapphire  and 
light  peacock  are  some  of  the  new  even- 
ing colors.  Seal  and  niggerhead  browns 
are  the  best  selling  shades  in  this  color, 
but  for  the  most  part  the  browns  show- 
ing are  lighter  in  tone  than  in  the  other 
leading  shades. 

Black  Has  Unusual  Vogue. 
Black  this  year  is  to  have  an  unusual 
vogue.  This  was  apparent  long  before 
the  war  broke  out,  and  now  the  tendency 
of  course  is  stronger.  The  sections  de- 
voted to  black  materials  in  the  majority 
of  departments  are  very  large  and  the 
materials  include  broadcloth,  gabardines, 
crepe  effects  and  crepes. 

Gabardine  First. 

In  the  new  weaves  prominent  buyers 
are  inclined  to  place  gabardine  first,  as 
it  lends  itself  so  well  to  the  new  styles 
of  dress.  It  has  the  requisite  weight 
and  firmness  for  developing  on  plain 
lines,  and  yet  is  soft  enough  to  drape 
and  pleat.     Other  materials  are   serges, 


Cheviots,  velours,  zibelines,  broadcloths, 
poplins,  crepe  effects,  and  novelty  goods. 
Wool  crepes  and  silk  wool  crepes  are 
very  prominent,  and  will  be  extensively 
used  for  afternoon  dresses. 

For  making  the  cape  coat  and  the  new 
capes  many  novelty  materials  are  shown. 
High-class  materials  on  the  order  of 
duvetyn  and  golfine  are  showing.  Broad- 
cloths in  suitable  weights  and  in  high 
and  rich  dark  colors  are  seen.  Velour 
cloths  and  other  cloths,  having  a  high- 
raised  blanket  finish,  are  good,  and  so 
are  the  nub  yarn  and  boucle  novelties. 
Checks,  plaids,  stripes  and  two-tones  in 
big  variety  are  in  the  collection. 

Picking  Up  Novelties  Early. 

Judging  from  the  number  of  people 
in  the  departments  and  from  the  reports 
made  by  salesmen  when  questioned,  wo- 
men are  fairly  well  informed  as  to  the 
situation,  and  are  preparing  to  make 
early  selections  to  be  sure  of  obtaining 
the  first  choice  of  the  novelties  now  on 
sale.  This  means  that  the  season  has 
opened  auspiciously. 

Prices  at  retail  do  not  seem  to  be  un- 
duly advanced,  and  when  quality  and 
style  are  taken  into  consideration  are 
little,  if  any,  higher  than  last   season. 


Many  Gaps  in  Silk  Stocks 

Soft  Makes  of  Satins  in  Wide  Width  Cannot  be 
Secured — Crepes  Again  in  Strong  Position  for 
Dressy  Gowns — Sonic  Xoveltv  Lines. 


IN"  silks  the  situation  is  less  reassur- 
ing. For  some  seasons  now  silks 
have  been  more  largely  worn     than 

either  woollen  or  cotton  fabrics,  and  for 
this  season  also  the  trend  of  fashion  has 
been  markedly  in  favor  of  silken  fabrics. 
Continental  Europe  supplied  the  hulk  of 
the    silks    sold    in    Canada,    and    already 

a   shortage  in  the  fabrics  in  strong  de- 
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mand  is  developing.  There  is  little  hope 
of  further  shipments  from  Europe  in  the 
near  future  unless  conditions  speedily 
change.  Velvets  and  plushes,  partic- 
ularly black  and  the  more  wanted  colors, 
are  not  to  be  bought,  and  the  same  ap- 
plies to  duchesse,  liberties  and  other  soft 
makes  of  satins  in  wide  widths.  Im- 
porters who  have  some  stock  'in  hand  arc 
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MAG06 


"By  these  names  you  know  them" 


* 


^&     Dominion  Textile  Co's 

New  Fall  Range  of 

Famous  Fancy  Fabrics 


5? 


MAGOG 


CI,  The  designs,  colors, 
patterns  and  finish 
are  better  and  more 
numerous  than  ever 
before. 


is   now    on    the 

Market 


CDon't  fail  to  see 

this    big    line    of 

"Magog"  Samples 

for  Fall  1914. 
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These  Three 
Lines  are 
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Erminette  Flannel     %pb  Rj>y  Checks         Empire  Twill 

3IIIIIlMltllEr3IJflllltll!lC3IIIIMI[llirC3IIIIMIlllfJi:3]lIII]MIIIIC3llIIIMIMItC3IIMIlll1IIIC^IItllllIIIIIC^MMIllMIM[:]FMIIJlllMiC1iMIIC3IllMI11IIIiC3iri lilC^ltlltriIllllC3IILMMIIillE3tmillllltlC;3lll[iriIIII(E:3rnillFIIIllC31llllllIt1ilE:3ltlllJIIILIIC 


Lapland  Robes 


Deutchland 
Flannel 


Angora  Flannel 

/Four  Big  111/c 
^  Lines  at   XJL/^ 


Monoplane  Flannel 
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Saxony  Flannel 

Meleton  Suiting 

Reversible  Saxony 
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Dominion  Textile 

Company,  Limited 

Montreal 

Your  Jobber  has  them" 
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DRESS     FABRICS 


guarding  it  carefully  and  are  supplying 
their  best  customers  lirst,  and  even  then 
will  not  till  an  extensive  order.  The  ques- 
tion of  future  supply  is  the  problem  and 
upon  this  so  Ear  very  little  liirht  can  be 
thrown  at  present.  In  some  lines  such 
as  novelties,  unquestionably  the  United 
Staios  mills  will  uct  a  Liood  deal  of  busi- 
ness, and  in  popular  priced  -ilks  if  the 
demand  is  imperative,  the  higher  prices 
that  rule  in  the  United  States  as  well  as 
the  extra  duty  will  have  to  be  paid. 

Soft  liberty's,  duchess  satins,  paillettes, 
charmeuse  and  weaves  with  the  filling  of 
woolen  varn  are  in  the  front   rank   and 


stores  are  also  showing  moire  suitings 
and    watered   crepe   effects.     Crepes   are 

a-ain  in  strong  position  for  dressy 
gowns,  and  are  showing  in  every  possible 
weave  and  crinkle  from  crepe  de  chine  to 
crepon.  Bengalines  and  other  cord 
weaves  are  in  increasing  favor.  Novelty 
silks  include  Roman  -tripes.  plaids, 
cheeks  and  floral  designs  in  "new  art" 
colors.  Besides  plain  weaves  and  plushes 
there  are  many  fancy  effects  in  moired 
patterns,  plaids,  checks,  stripes  and 
Morals.  Velvets  for  vesting  purposes  are 
important  and  printed  golfines  are  strong 
in  novelty  lines. 


White  Fabrics  for  Spring  1915 

Difficulty  of  Securing  Dyes  May  Strengthen  a 
Tendency  That  Existed  Before  the  War — Doubt 
as  to  Staple  Wear. 


IN  the  cotton  dress  goods  section  the 
situation  is  such  as  to  bring  white 
materials  to  the  front  for  the  com- 
ing Spring.  Very  good  orders  for  white 
materials  had  been  booked  before  the 
war  clouds  broke,  and  what  has  now 
taken  place  has  only  emphasized  what 
was  already  a  prevailing  tendency. 
Therefore,  the  difficulties  that  now  are 
confronting  dyers  and  printers  give  con- 
fidence to  those  who  have  been  predict- 


ing a  white  season  for  the  Spring  and 
Summer  of  1915.  This  leaves  the  novelty 
effects,  to  which  the  trade  has  become 
so  habituated,  to  be  produced  in  the 
various  weaves  offered.  The  tendency- 
no  w  strongly  favors  sheer  weaves,  such 
as  nets,  voiles,  crepes,  muslins,  and  very 
light  weight  batistes,  and  as  these  ma- 
terials are  such  as  can  be  procured  from 
the  countries  that  are  in  a  position  to 
continue    manufacturing,    these    are    the 


lines  along  which  buying  will  progress. 
Organdies  will  most  probably  figure  as 
one  of  the  high  novelties,  and  with  Swit- 
zerland and  France  out  of  the  running, 
line  organdies  will  come  very  Largely 
trom  the  United  States. 

In  the  novelty  end  the  outlook  for 
colored  effects  i-  better  than  for  goods 
that  are  intended  for  staple  wear.  Novel- 
ties are  made  up  into  dresses  that  are 
not  required  to  give  hard  service,  and 
which  are  not  subjected  to  frequent  tub- 
bing.  In  the  staple  end  the  buying  pub- 
ln  have  become  used  to  materials  that 
are  fast  color,  and  which  stand  the  tests 
of  frequent  washings.  These  go  ids  are 
dyed  by  indauthrene  processes,  employ- 
ing aniline  oils  and  salts.  As  the  situa- 
tion now  stands,  many  dyers  are  short  of 
these  dyestuffs;  and  as  the  season  de- 
\elops.  it  looks  as  though  there  would  be 
trouble  as  to  the  fastness  of  colored  cot- 
ton goods,  both  dyed  and  printed. 

At  the  present  time  everything  is  un- 
settled both  in  the  producing,  the  selling 
and  the  buying  end,  but  it  is  predicted 
that,  though  raw  cotton  is  dropping  in 
price,  prices  for  cotton  goods  are  going 
to  be  higher.  War  insurance,  rates  of 
exchange,  and  increased  cost  of  produc- 
tion, as  well  as  a  shortage  of  goods,  are 
going'  to  mean  advances.  Retailers 
would  be  wise  to  think  twice  before  cut- 
ting prices  on  colored  cotton  materials, 
particularly   when   they   are  of  a  staple 


For  All-Wool  and  Union  SHIRTINGS 

"LOCKTITE"  FINISH 


4( 


(Reed.) 


H£C» 


!£?'BDA 


(Selvedge  Stamp) 


A  finish  applied  to  ALL-WOOL 

and  UNION  SHIRTINGS  which  so 

locks  the  fibres  as  to  make  them 

UNSHRINKABLE. 

SUPPLIES  A  LONG-FELT  WANT 

NO  GUARANTEE  without  the  "Selvedge" 
and  "End  of  piece"  Stamps,  facsimiles 
of     which      are        shown       at       side. 


(Stamp  at  end  of  piece) 


Full    particulars    of     "LOCKTITE,"    and     of     the    many    other    different 
Finishes  adaptable   for   all    purposes,   with  patterns   showing    Finish,   from 

The  BRADFORD  DYERS'  ASSOCIATION,  Ltd.  (Dept.  6)  1:  WeU  s,reet  BRADI 


128-129.  Cheapside.  LONDON 
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The  highest   development   of   MERCERISATION 

in  COTTON    GOODS 


is     shown    in 
those  which  bear 

the 


"MARQUISE." 

For 

Cotton    Venetians, 

the  nearest   approach 

in  appearance  to  the 

finest  Silk  Satins. 


"MARQUISE 
DE  LUXE." 

For 

Cotton    Venetians, 

a  brighter  and  softer 

finish  than  above. 


"SUNBRITE." 

The  latest  textile 
achievement  for 
Cotton  Italian*, 
Satteens,  Twills, 
Venetians,  and 
Umbrella  cloths. 


"  APPRET 
DE  LAINE" 

A  soft,  permanent 
finish  for  black 
Cotton  Italians,  the 
nearest  imitation  of 
Botany  Wool 
Linings. 


"LAMATTE." 

A  silky  finish,  com- 
bined with  a  soft, 
glovey  handle,  for 
Black  and  Coloured 
Italians  and   Satteens. 


(Copyright) 


GUARANTEE. 


The  advance  in 

ANILINE 

Black  and  Colour 

DYEING 

has   been   synchronous 

with  that  of  the 

MERCERISATION. 


Fabrics    dyed  and  finished  by  branches 

of   the  B.D.A.   are  sold  by  leading 

merchants  throughout  the  world. 

Full  particulars  of  the  many  different  Finishes, 
adaptable  for  all  purposes,  from 


"MARCHIONESS" 

A  lustrous  and  perm- 
anent Finish  for  Cotton 
Twills.  Blacks  only. 

"CAWLEY'S 
BRILLIANCY.'' 

For  Fast   Black 

Mercerised 

Satteens. 


"RADIUM." 

A  bright  finish,  soft 
in  handle,  and  with 
great  strength  of 
cloth.  For  fast  Black 
Cotton  Satteens. 


"POPLA." 

The    best  ]finish    for 

Mercerised     Black 

and       Coloured 

Poplins. 


"FORTESSE." 

For  Cotton  Satteens. 
A  new,  rich,  and 
brilliant  finish,  giving 
the  maximum  strength 
with  a  perfectly  Fast 
Black. 


The  BRADFORD  DYERS'  ASSOCIATION,  Ltd.,  Bradford. 

London  Offices  :  128  and  129,  CHEAPSIDE,  E.C.  (Telephone  :  8440  Central) 
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— and  remember,  they  must  be  in 

WORRALL'S  Fast  Dyes. 

That's  a  matter  to  insist  upon  when  ordering  velveteens  for  all 
costume  purposes, — for  not  a  little  of  the  present-day  popu- 
larity of  velveteens  is  due  to  the  discovery  of  these  fast-to- 
rubbing  dyes. 

WORRALL'S 

FAST  DYES 


HAVE  MADE  "ALL  THE  DIFFERENCE,"  AND 

HAVE  ADDED  VASTLY  TO  THE  BEAUTY 

AND  UTILITY  OF 


VELVETEENS 


GRAND  \^g\XgSHU^J ¥ / mA   /GRAND 

h'KI^       ^^^  VVELVETEENS^/        V>KK,A 

FRANCO  -BRITISH  ^^^V^%>^  \     m  TURIN 

FXHIKITinN    IQflR        ^^k    JX  J.a  J  M.WOKKALL  Limlt.d  MANCHl  SICK  V^^  EXHIBITION  19 1 1 


2S 
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"Lu 


m  *x  #%  ~  "      DYE   and 

mena      finish 


(Reg.) 


for  ARTIFICIAL  SILKS. 


This  is  the  highest  development  that  has 
been  attained  in  the  dyeing  and  finishing 
of  Artificial  Silks,  and  goods  so  treated 
can  be  thoroughly  recommended  for  Blouses 
and  Dresses. 

The  fabrics  drape  gracefully,  are 
brighter  than  silk,  and  are  durable  in 
wear. 

Goods  dyed  and  finished  by  this 
process  were  awarded  a  Grand  Prix  at 
The  Brussels  Exhibition  and  received  the 
special  congratulations  of  the  jury. 


FACSIMILE  OF  STAMP 
at  the  end  of  each  piece,  with- 
out   which  it    is   not    genuine: 


BRADFORD  DVERS'  ASSOCIATION 
LIMITED 


An  attractive  Showcard  for  window  and  counter  display  will  be  SENT  POST 
FREE  to  all  Retailers  stocking  these  goods.  The  card  ii  beautifully  printed  in 
colours,  and  measures  18  inches  deep  by  I3J  inches  wide.  (Reference  No.  S.K.  21.) 

Patterns  showing  this  FINISH,  with  full  particulars,  and  of  many  other  different  FINISHES, 
adaptable  for  all  purposes,  from 

THE  BRADFORD  DYERS'  ASSOCIATION,  Ltd  ,  (Dept.  6),  r2ei1iS2Wh..p.iJi?£S5S5S: 

FABRICS  DYED  and  FINISHED  by  branches  of  the  B.D.A.  are  sold  by  leading  merchants  throughout    the    world. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


stains  Best 


SggjgasBgasBSBgais^ag] 


i)REM)NOUOHT"ll 
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Wholesale  Agents  for  Canada  :  J.  B.  Henderson  &  Co 
439  King  Street  West.  Toronto 


|.SUPE*RIOR  TEXTURE  I 


/as/ucaa6fe 

Ltd. 


FJfo^ffi?wtiEft^^ 


Why  Not  Open  a  Permanent 
Remnant  Dept.? 

Home  and  Colonial  Drapers  will  find  one  to  be  a  valu- 
able adjunct  to  their  business.  If  this  be  imprac- 
ticable, buy  Eemnants  for  your  Sales.  At  once  profit- 
able and  attractive. 

The  Best  House  in  the  Trade  for  these  is 

JOHN  STONES 


Shiffnall  Mills, 


BOLTON, 


England 
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Plauen  "  Net  Tops  Now  Made  in  Nottingham 


KET?ETSSOMEGFIr 


..-...:■.:.:-  ■■■■■ 

: 


-«KP 


Rapid  Counter  Stroke  Against  German  Manufacturers  as 
of  Patents  being  Cancelled  in  England — Silk  Goods  Str 


mig 
Evening  and  Novelty  Shades. 

yt&  has  been  referred  to  in  the 
/-J   introductory    article    of    this 

-^-  ■*■  issue  the  cancellation  of  Ger- 
man patents  was  followed  up  at  once 
by  the  Nottingham  lace  manufactur- 
ers ni  bringing  out  patterns  that  had 
originated  in  Plauen,  and  in  sending 
broadcast  to  the  world  announce- 
ments, that  they  were  prepared  to 
duplicate  any  German  patterns  sub- 
mitted to  them  by  any  agent  or  re- 
tailer. This  new  Hue  of  industry  in- 
cluded not  only  the  patterns  them- 
selves,   but   any    finishing    processes 


Result 
ong  in 


FA.SHIONS  for  Fall  and  Winter 
were  fairly  well  established  along 
general  lines  before  the  war  clouds 
broke  over  Europe  and  the  pronounced 
popularity  of  lace  in  the  form  of  flounces 
and  ruffles  was  markedly  emphasized. 
It  is  only  recently  that  fashion  has 
shown  this  change  of  front  and  the  trade 
has  not  as  yet  had  even  one  good  season 
out  of  her  changed  attitude.  Therefore 
there  is  little  wonder  if  all  connected 
with  the  lace  industry — manufacturer, 
importer  and  retailer  alike— feel  that 
the  position  is  a  hard  one.  For  now 
that  lace  is  fashionable  the  problem  is 
going  to  be  to  supply  the  demand,  as 
importations  from  the  majority  of  the 
big  lace-making  centres  promise  to  be 
either  wholly  cut  off  or  greatly  curtailed. 
Imp  friers  are  sure  of  the  laces  they  have 
,.,  .'{  rk,  and  are  endeavoring  to  provide 
,for  tin-  Cut  are.  Stocks  at  the  present 
when  those  in  the  hands  of  the  import- 
ing and  wholesale  and  fancy  goofy,  and 
cutting-up  houses  are  fairly  liberal, 
though  shortages  are  bound  to  develop  at 
:in  early  date  in  the  most  wanted  lines. 
The  laces  fashionable  are  of  a  lighl 
nature,  and  one  of  the  most  promising 
lmes  for  Pall  selling  are  the  uet-tops  or 

Orientals.       These     laees    are     chiefly     of 

Plauen  production,  though  Switzerland 
and  France  also  produces  high  class  net 
laces.  Some  few  years  ago  Nottingham 
manufacturers  put  in  plants  and  started 
30 


and      processes      of      manufacture. 

Snmplrs  of  Nottingham  net  tops  that 
are  exact  reproductions  "I  the 
Plauen  good*  have  reached  Canada 
and  are  illustrated  on  this  pagi .  Th< 
significance  of  this  new  departure 
can  hardly  be  over-estimated,  and  on 
immense  new  field  of  industry  is 
opened  up  for  the  British  manufac- 
turer not  only  in  this  but  numerous 
other  directions  where  Germany  has 
held  the  field  without  serious  rivalry 
hitherto. 


to  make  net-tops.  This  was  a  logical  de- 
velopment, as  Nottingham  is  a  large  net 
producing  centre.  This  addition  to  the 
staple  laces  made  in  Nottingham  attract- 
ed very  little  attention,  while  Plauen 
goods  were  available,  but  under  present 
circumstances  is  becoming  of  importance, 
and  Nottingham  is  coming  to  the  front 
as  a  possible  source  of  supply  for  net 
top  laces.  Before  the  war.  fashion  was 
veering  round  to  Valenciennes  again,  and 
for  edgings  and  insertions,  and  trimming 
laces  both  Nottingham  mills,  and  also 
lace  plants  of  the  United  States  are 
available.  Besides  the  novelty  lace  de- 
manded, there  is  a  big  market  for  staple 
laces,  and  when  the  stocks  now  held  are 
cleared  out,  both  of  these  sources  will 
have  to  be  drawn  upon. 

Though  importing  houses  have  cared 
for  their   customers      as   far  as   possible. 

and  there  have  been  no  general  advances 
on  goods  in  stock  before  the  war  broke 
out,  advances  have  had  to  be  made  on 
later  shipments  to  cover  war  insurance, 
rate  of  exchange  and  the  higher  costs  of 
laying  do\\  n. 

The  outlook  for  nets  was  never 
brig]  ter,  and  both  plain  and  fancy  nets 
will  be  a  big  line.  Silk  goods  will  be 
strong  in  evening  and  novelty  shade-  as 
well  as  in  the  new  metal  effects.  Not- 
tingham makes  nets  that  are  unrivalled 
and  nets  and  veilings  are  also  made  in 
the  United  States. 
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We  Can  Supply 

BUTTONS 
TRIMMINGS 

AND 

LACES 


FROM    STOCK 


CALL  OR  AWAIT  OUR  TRAVELLERS 


Flett-Lowndes  &  Co. 


144  Front  Street  West 
TORONTO 

— IMPORTERS— 


LIMITED 


ALSO  MANUFACTURERS  OF 

LEATHER  BAGS,  NECKWEAR   AND   CHILDREN'S 

DRESSES  AND  COATS. 
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Advances  to  Come  in  Veilings 

Veilings  Promise  to  Sell  Well.  The  "hobby" 
Which  is  a  Bordered  Veil  Still  Leads.  Square 
Meshes  Featured  iu  Place  of  Hexagons. 


BUSINESS  in  veilings  is  promising 
well,  though  prices  are  bound  to 
advance.  The  many  new  ideas 
and  patterns,  and  the  real  necessity  for 
something  to  keep  the  hair  in  place,  and 
to  give  a  smartly  finished  appearance 
now  that  the  small  hat,  and  so  many 
small  brimmed  and  brimless  models  are 
worn,  will  keep  veilings  well  to  the 
front.  Importations  will  still  come  in 
from  Nottingham  and  the  United  States 
though  it  is  hardly  to  be  expected  that 
the  French  houses  can  make  any  further 
importations    at    present. 

The  "bobby,"  which  is  worn  just 
about  the  line  of  the  chin  strap  of  the 
policeman's  helmet,  will  be  the  leader. 
This  veil  has  always  a  tiny  border,  mak- 
ing a  line  across  the  face.  Hexagons 
still  take  the  lead  in  meshes,  but  there 
is  a  movement  favoring  filet  and  square 
effects.  Other  new  ideas  in  meshes  come 
in  rectangular  and  craquele  effects. 
Fine  hand-run  patterns  on  large    hexa- 


gonal meshes  are  leaders  with  the  high 
class  trade.  These  designs  are  very  care- 
fully spaced  and  are  so  arranged  that 
no  pattern  crosses  the  line  of  vision. 
For  staple  selling  sheer  meshes  and 
small  designs,  particularly  those  intro- 
ducing tiny  chenille  dots.  These  are 
often  grouped  in  small  clusters.  Chen- 
ille run  borders  and  borders  made  up 
of  chenille  dots  are  very  much  in  evi- 
dence. Though  by  no  means  new,  the 
beauty  spot  keeps  its  place,  and  though 
they  are  difficult  to  produce  new  effects 
as  it  would  seem  as  though  the  butter- 
flys,  dragon  flies,  crescent  and  star  and 
other  well  known  patterns  would  have 
produced  a  shortage  of  suitable  motifs. 
The  domino  veil  is  a  recent  novelty.  It 
has  a  fine  diamond  mesh  over  the  eyes 
showing  them  plainly  while  the  rest  of 
the  veil  is  patterned.  Just  at  present 
there  is  a  call  for  the  white  veil,  but 
black  and  a  few  dark  colors  will  divide 
the  later  season. 


Ribbons  are  in  Short  Supply 

The  Demand  is  Wide  Both  for  the  Millinery  and 
the  Counter  Trade — Plain  Ribbons  most  In-evi- 
dence  for  Milling  Purposes,  with  Faney  Ribbons 
for  Girdles  and  Sashes. 


THE  situation  in  Europe  will  mean 
that  ribbons  will  be  in  short  sup- 
ply on  the  Canadian  market.  Al- 
so they  will  be  more  wanted  than  ever 
because  they  will  be  often  substituted 
for  other  trimming  lines  that  the  mar- 
ket cannot  obtain.  Switzerland  makes 
a  very  large  proportion  of  the  ribbons 
used  in  the  Dominion  and  there  is  just 
a  slender  chance  that  ribbons  may  be 
shipped  out  of  that  country  by  way  of 
Genoa — provided  Italy  does  not  throw 
her  fortunes  in  with  the  allies.  Ribbons 
are  procurable  in  the  United  States  if 
the  ribbon  factories  there  can  sell  to 
us  after  taking  care  of  the  American 
trade.  This  is  supposing  that  the  Ame- 
rican mills  can  procure  the  necessary 
raw  silk,  and  the  finishers  can  dye  the 
colors    wanted. 

Black  ribbons  will  be  much  wanted  for 
millinery  trimmings  and  will  be  used 
extensively  For  girdles  and  sashes.  Nar- 
row ribbons  are  being  used  for  trimming 
the  edges  of  skirts  and  tunics  of  dresses 
designed  for  evening  and  dressy  wear. 
The  girdle  and  sasli  arrangements  call- 
ing Eor  ribbons  are  very  numerous. 

Fancy  ribbons  are  more  used  for 
sashes,    girdles,    and    vestees   Hum    for 


hat  trimmings.  Beautiful  soft  toned 
and  brilliant  fancy  plaids  and  Roman 
stripes  are  showing,  and  there  are  very 
handsome  dark  hued  warp  prints  in  no- 
velty lines. 

Many  of  these  warp  prints  have  strip- 
ed edges,  and  some  ribbons  show  half 
of  the  ribbon  printed  with  the  other  half 
in  cmibre  effect.  Velour  patterns  on  sa- 
tin grounds,  the  velour  printed  in  rich 
and  glowing  tones,  forms  another  of  the 
leading  novelty  lines. 

® 


Few  Handkerchiefs 

Only  Small  Portion  of  Those 
Ordered  From  S\vis<  Finns 
line  and  Not  Likely  to  Come 
This  Season. 

TIIK  merchant  will  he  in  luck's 
way  who  obtains  a  full  supply 
of  handkerchiefs  for  his  Christ- 
mas trade  this  season.  There  is  little 
doubt  that  the  Supply  will  be  short,  but 
the  real  situation  is  difficult  to  trace  out 
as  so  much  Irish  made  linen  is  shipped 
abroad  to  be  embroidered  and  trimmed 
with    machine   and    hand    work    in    other 
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Yestee  of  organdie  with  pleated  em- 
broidered side  frill  of  the  same,  and  collar 
cut  with  revers  and  elongated  side  points. 
Shown  by  Phoenix  Xovelry  Co. 

countries.  Switzerland  takes  big  ship- 
ments of  handkerchief  linens  which  she 
embroiders  on  hand  machines  in  pat- 
terns that  closely  resemble  the  hand- 
worked embroideries  of  other  countries. 
Irish  linens  are  sent  to  Madeira.  Japan 
and  Armenia  and  are  there  finished  with 
the  hand-made  laces  and  embroideries 
distinctive  of  these  countries.  Handker- 
chiefs ordered  direct  from  Swiss  agen- 
cies and  not  now  arrived  have  very  little 
chance  of  getting  here  though  a  cons 
ment  here  and  there  that  is  now  on  the 
way  may  create  a  surprise  by  arriving 
safely.  Irish  linen  handkerchief  ship- 
ments will  be  pretty  well  up  to  the  mark. 
Much  of  the  stock  finished  in  the  Swiss 
mills,  and  in  other  countries  and  bought 
through  the  agents  of  Belfast  houses, 
will  come  to  hand. 


MODERN  IDEAS   WORKED   OUT  IN 
PETERBORO  STORE. 

(Continued   from    page  21.) 
is  placed  inside  the  package,  and  the  top. 
or  last  one.  is  pasted  on  the  package  for 
the  convenience  of  the  delivery  man. 

Each  section  contains  the  customer's 
number  and  all  the  salient  facts  re- 
quired. 

There  are  three  copies  of  the  approba- 
tion slip,  one  going  to  the  parcel  office, 
which  looks  after  returned  parcels,  and 
to  the  returning  of  those  that  fail  to 
show  up  when  the  customer  cancels  the 
order,  and  one  to  the  main  office.  The 
third  or  original  copy  is  in  two  sec- 
tions one  for  the  customer  and  one 
with  the  address,  to  he  pasted  on  the 
package  for  the  benefit  o\'  the  delivery 
man. 
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In  Spite  of  the  Kaiser 

We  are  in  excellent  shape  with  a  full 
stock  of  all  the  popular  materials,  and 
are  able  to  supply  your  requirements  for 


in 


Waists  and  Neckwear 

We  have  the  right  styles  for  quick 
selling  in  both  high-class  and  popular- 
priced  lines. 

Ladies'  Wear,   Limited 

Toronto 

W.  F.  GOFORTH     -     -     -     -     PRESIDENT 


Branch  Offices : 

ARTS  &  CRAFTS  BUILDING,  VANCOUVER,  B.C. 
HAMMOND    BUILDING,     -    WINNIPEG,  MAN. 
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Ribbons  Ribbons  Ribbons 

DIRECT   FROM  THE   MAKERS 

Saving    Commissions   and   Middle    Men's    Profits 


RIBBONS 

^^w 

We  can  supply 

very 

J^lBr 

vou 

fashionable, 

f  j^'j        ^^r^^^^  ^.^^^^b^j 

at  once. 

yon 

^X^ 

need  them. 

wR/r^* 

Black     Moires 
in    all    widths. 

We      are      the 

only     manu- 
facturers of 
Ribbons  in 
Canada. 

^Lr' 

Black  cire  or 
stove-pipe 
finish. 

Fancy 
Dresden 

aft        ^B 

#           A*-                            & 

Taffeta,     black 

^I^^H 

and  colored. 

Ribbons  much      1 

•^'Wi       jjrJL              ^^^^^B      ^K 

in    demand. 

^K^l 

|3r                  wrJMfj, 

The  largest 
range  of 

Soft  Satins  in 

\   Jm                                        r     .^^ 

qualities  and 

all  new  colors 

prices  in  the 

for  Fall  season. 

trade. 

Ribbon  Girdles,  the  newest  fashion  out.    We  arc  showing  a  good  range, 
Plain  and  Fancy,  all  made  up  ready  for  quick  sales. 

We  are  showing  for  the  Fall  season  a  very  large  range  of  plain  and  fancy 
ribbons,  velvet  ribbons,  etc. 

Wait  and  see  our  values. 

[f  <  in'  traveler  is  not  around  when  yon  require  ribbons. 
write  us  for  samples  and  prices. 

BELDING  PAUL  CORTICELLI  Limited 

Montreal  Toronto  Winnipeg  Vancouver 
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WAR 
BULLETIN 


We  Can  Ship 

From  Stock 

Veilings,  Laces, 

Frillings  and  Novelties 

Owing  to  present  conditions  in  Europe  we 
cannot  tell  when  we  will  be  able  to  renew  our 
present  stock. 

We,  therefore,  advise  our  customers  to  take 
advantage  of  our  present  heavy  stock. 


No  Advance  in  Prices  — 


"\ 


^Rsor?  Lace  &Veilin 

'&'  LIMITED 

[lip 6 tor?  St.Wesl.ToroijCWOBL 

° •*     $M 


7J£W$ 


\      Call  and  See  Us  During  Exhibition 
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FILETS 
Hexagons    and 
Sellers.— The 
Favors  the  " 
VEILINGS    are 


IN    VEILINGS. 
Craqueles    the    Leading 
Trend      of      Fashion 
Bobby  ' '  Veil. 

well    established    and 


there  is  enough  distinction  about  the 
new  novelties  for  the  coming  sea- 
son to  insure  them  a  favorable  re- 
ception. With  the  small  hats  the  new- 
short  or  "  Bobby  "  veils  are  to  he  most 
used.  All  of  these  veils  have  a  very 
well  defined  border  in  dots  or  chenille 
tracery,  and  a  number  of  them  show  the 
beauty  spot  idea.  These  borders  are  the 
new  thing,  and  they  are  being  relied 
upon  to  continue  the  interest  in  veilings. 
Hexagon  meshes  are  as  popular  as  ever, 
but  the  novelty  in  meshes  is  the  intro- 
duction of  filet.  Filets  come  in  various 
sizes.  Medallions  in  square  effect  are 
introduced  into  fine  meshes,  and  this 
form  is  responsible  for  some  of  the  most 
striking  of  the  season's  novelties. 

All  kinds  of  neat  patterns  are  again 
to  the  fore,  and  craqueles  are  still  good 
sellers.  The  dotted  veils  that  were  in- 
troduced last  season  are  out  again  in 
many  designs,  some  of  which  are  more 
striking  than  beautiful.  They  are  worth 
stocking  in  limited  quantities,  as  they 
have  their  value  for  display  purposes. 
The  veil  with  the  velvet  neckband  is  a 
sure  winner,  for  it  is  both  practical  and 


THE  REVIEW  COVER. 
The  Review  cover  this  number  con- 
tains a  reproduction  of  one  of  the  lead- 
ing veiling  novelties  shown  by  the 
Thompson  Lace  &  Veiling  Co.  The 
square  effect  is  the  latest  idea  in  Fall 
veilings.  Filet  or  square  and  hexagon 
are  the  leading  meshes  this  Fall,  and 
these  are  combined  to  produce  the  pat- 
tern. The  filet  motif  is  further  decor- 
ated with  minute  chenille  dots,  and  the 
intersections  have  a  small  woven-in  de- 
sign. 


becoming.  Some  extreme  designs  come 
only  on  one  side  of  the  face  or  in  the 
portions  of  the  veil  that  come  over  the 
cheek. 


KID  GLOVES  UP  IN  STATES. 

A  large  importer  of  gloves  and  hosiery 
gave  the  following  outline  of  the  situa- 
tion to  The  Review : 

"The  kid  glove  situation  is  very  bad. 
as  nearly  all  come  from  France,  and  we 
have  received  only  a  single  shipment  out 
of  a  large  number.  I  was  in  New  York 
a  few  days  ago,  and  a  large  jobber  there 
pointed  to  stock  he  had  on  the  shelves 
and  said,  "What  do  you  think  those  go 
fit  usually?"  and  I  said,  "About  $12:" 


He  said,  "You  are  right,  but  we  won't 
budge  any  under  $18  now."  He  was  tak- 
ing advantage,  of  course,  of  the  situa- 
tion, to  get  all  lie  could  from  the  trade. 
This  is  the  condition  across  the  line  far 
more  than  in  Canada.  However,  prices 
on  kid  gloves  must  go  up  very  quickly, 
and  with  the  short  stocks  the  supply 
will  soon  be  exhausted,  and  there  is  no 
substitute  in  sight.  So  far  as  fabric 
gloves  are  concerned,  the  stocks  also  will 
be  short,  and  the  more  so  as  the  last 
two  or  three  years  the  retailers  have 
shown  themselves  unwilling  to  buy  much 
in  advance,  but  have  been  expecting  us 
to  carry  stocks  for  them.  There  is  a 
fair  amount  of  chamoisette  gloves  on 
hand. 


NEW  YORK  GLOVE  NOVELTIES. 

Styles  of  gloves  this  season  show  - 
novelty  effects,  says  The  Glovers'  Re- 
view. The  new  wash  leather  gloves  are 
I  e-avily  sewn  in  the  seams  with  the  black 
stitches  showing  plainly.  Some  again 
lave  gauntlets  which  are  fringed  at  the 
cids,  the  idea  being  to  imitate  a  sort  of 
rough  and  ready  style  of  "pioneer" 
hand  covering.  Several  novelties  in 
women's  gloves  are  now  being  used,  the 
idea  being  to  lead  the  fair  wearer  away 
from  her  allegiance  to  suede  and   glace. 


While  "our  boys"  go  to  the  front  to 
fight  the  Empire's  battles,  Canadians 
should  show  their  patriotism  by  buy- 
ing uoods 


Made  in  Canada" 

You  get  reliable  goods  and  excellent 
values  by  purchasing  from  us. 

Dress  Trimmings 
Furriers'  Trimmings 

Braids,  Cords,  Tassels,  Fringes, 
Ornaments,  etc. 

THE  MOULTON  MFG.  CO. 

LIMITED 

MONTREAL 


jUjIIIIIIIIIIIIIIIIIIII 


=   Studied 
5   Comfort  of 
W   P.  C.  Corsets 


The  study  of  the  human 
figure,  the  application  of 
corsets  to  the  human 
figure  and  the  scientific 
construction  of  corsets  to 
promote  comfort,  g  i  v  e 
support  and  grace  with- 
out interfering  with  Dame 
Nature — rather  promoting 
tlan  retarding  health, 
cnines  under  the  head  Of 
P.  C.  Corset  manufactur- 
ing. 

Then  eoines  durability 
and  value-  the  next  essen- 
tials after  comfort  ami 
fit.      The    steels    ale    all    en- 

eased  in  a  double  Interlin- 
ing, which  prevents  them 
from  wearing  through  the 
covering  or  lining,  and 
prolongs  the  life  of  the 
corset. 

A  card  to-day  "ill  bring 
ii  pair  of  the  latest  I'.  C. 
corsets    per    parcel    post. 


^ 
^ 
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PARISIAN   CORSET   MANUFACTURING 
COMPANY,  LIMITED 
=  QUEBEC 
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To  Glove  Retailers 

The  Prices  of  DENT'S  GLOVES  will 
not  be  Raised  before  the  need  arises 

Owing  to  the  shortage  in  raw  skins  and  the  difficulties  of  Manu- 
facture, both  directly  attributable  to  the  European  War,  glove 
prices  have  already  risen  and  further  deliveries  from  factories  will 
be  at  considerable  advance  in  cost. 

DExNT,  ALLCROFT  &  CO.  beg  to  announce  that  their  travel- 
lers are  now  upon  the  road  and  are  booking  orders  conditionally 
as  follows : — 

Regular  prices  will  be  quoted  for  all  stock  lines  (subject  to  the 
stock  not  being  exhausted  prior  to  order  being  received)  until  Oc- 
tober 15th  next. 

Orders  may  be  placed  up  to  the  above  date  and  deliveries  made 
at  any  time  before  December  1st,   1914,  on  regular  terms. 

Goods  sold  at  current  stock  prices  cannot  be  held  after  Decem- 
ber 1st,  1914. 

IT  IS  ADVISABLE  TO  PLACE  YOUR  ORDER  NOW 
TO  ENSURE  A  SELECTION  AT  TO  -  DAY'S  PRICES. 
AFTER  OCTOBER  15th  NEXT,  TIMES  PRICES  WILL 
PREVAIL.  ADVANCES  WILL  THEN  BE  MADE  ONLY 
WHERE  UNAVOIDABLE. 

Orders  for  Spring  IQI5  delivery,  can  only  be  accepted  on  con- 
dition that  it  is  possible  to  execute  same  and  prices  are  subject  to 
revision. 

DENT,  ALLCROFT  &  CO.  wish  to  assure  their  patrons  and 
the  trade  that  every  effort  will  be  made  to  meet  their  requirements. 
OENT'S  resources  and  organization  are  the  largest  in  the  trade. 

If  our  traveller  has  not  called  kindly  state  your  requirements  by  mail. 

DENT,  ALLCROFT  &  CO. 

52  Victoria  Square        -        -        Montreal 

D3 
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Beautiful  Panel  Effects  in  1915  Wallpaper  Lines 

These  Promise  to  be  More  Popular  Than  Ever  Before  —  Rose 
Still  Holds  the  Lead — Yellows,  Browns  and  Dark  Greens  Strong 
and  Elaborate — Japanese  Grass  Cloths. 


AFTER  looking  over  the  many 
beautiful  materials  which  are  of- 
fered in  the  1915  line  of  wall- 
papers for  interior  decoration,  the  first, 
and  the  outstanding  and  lasting  impres- 
sion, is  created  by  the  great  scope  which 
i.-  offered  and  the  latitude  permitted  with 
regard  to  the  use  of  materials,  designs 
and  colorings.  While  there  are  certain 
strong  tendencies  shown  which  have  an 
influence  in  the  schemes  for  certain 
rooms  of  the  house,  and  while  there  are 
color  effects  which  are  strong  in  popu- 
larity, the  whole  trend  is  to  get  the  de- 
si  reil  beauty  in  the  end  without  so  much 
attention  to  the  means.  Never  in  the 
history  of  the  wallpaper  business  has 
there  been  such  an  opportunity  for  a 
display  of  taste  in  the  selection  of  the 
materials  and  the  manner  of  their  use, 
and  in  this  connection  there  is  the  need 
for  a  thorough  understanding  of  the 
elements  of  the  art  of  decoration  on  the 
part  of  the  salesman,  for  it  is  to  him 
that  a  great  many  of  the  patrons  of  the 
wallpaper  department  of  the  store  will 
look  for  assistance  in  making  their  selec- 
tion. 

Taste  Rather  Than  Price. 

There  are  papers  at  all  prices — the 
range  is  greater  than  ever — but  it  should 
be  remembered  that  price  is  not  essen- 
tially the  first  consideration.  Taste  is 
more  important.  An  expensive  paper, 
while,  of  course,  presenting  the  greater 
possibilities,  can  be  made  to  look  cheap 
by  the  manner  of  its  use,  while,  on  the 
other  hand,  there  are  cheaper  grades 
which,  if  properly  handled,  can  be  made 
to  present  a  beauty  which  overwhelms 
the  matter  of  cost. 

Panels  Very  Popular. 

Even  stronger  than  ever  is  the  popu- 
larity for  the  panel  effects,  and  this  is 
seen  in  decorated  schemes  for  practi- 
cally all  parts  of  the  home,  with,  of 
course,  a  decided  difference  in  the  me- 
thods of  handling.  A  beautiful  bedroom 
is  shown  in  the  accompanying  cut,  which 


represents  two  panels  crowned  with  a 
full  rose  border.  The  two-tone  effect  in- 
troduced in  addition  to  the  border  is  pro- 
duced by  the  use  of  two  harmonizing 
shades  of  the  background  paper.  This 
border  may  be  utilized  in  creating  the 
usual  upright  panel,  or  with  a  little 
alteration  on  the  part  of  the  decorator 
an  oval  panel  can  be  produced,  thus  giv- 
ing wide  scope  for  suiting  the  scheme 
to  the  shape  of  the  room  and  the  walls. 
With  tlie  panels  in  hedrooms  and  re- 
ception-rooms the  backgrounds  are  in 
soft  shades  of  blues,  greys  and  greens, 
with  fine  patterns  which  do  not  obtrude, 
and  the  relief  is  given  in  the  borders,  in 
many  of  which  the  rose  is  used  with  the 


Rose  border  design  showing  effective 
use  el'  floral  border  ami  panels  mi  soft 
background.  Note  two  shapes  of  panels 
ami    the   two-tone   effect    between,   as   tin' 

result  of  using  two  slia.le^  of  paper  of 
the  same  material.  Shown  by  Colin 
McAilhur   &    Co. 


relieving  color  of  bright  tone  and  small 

proportions. 

Ever  Popular   Rose. 

And  here  let  it  be  said  that  there  ap- 
pears to  be  no  flower  in  wallpaper 
decoration  which  holds  its  popularity 
like  the  rose.  For  this  there  is  a  reason: 
there  is  no  other  flower  which  can  be 
put  to  the  same  uses,  and,  after  all.  there 
is  nothing  more  outstandingly  beautiful 
ii.  the  floral  world.  One  might  wonder 
why  such  flowers  as  the  sweet  pea,  the 
\  uehsia  and  others  of  outstanding 
beauty  are  not  used  in  decoration,  and 
the  explanation  is  that  they  cannot  be 
reproduced  in  their  natural  appearance; 
in  the  words  of  the  trade  they  do  not 
"round  up."  The  popularity  of  the  rose 
border  is  something  which  is  bound  to 
last,  and  its  use  is  always  safe.  Most  of 
1  lese  borders  owe  their  beauty  to  the 
contrasting  colors,  and  the  majority  are 
cut  out  and  used  at  the  top  of  the  wall. 
This  style  of  decoration  is  particularly 
adaptable  to  apartments  where  the  rooms 
are  small,  owing  to  the  wide  latitude 
which  is  permitted  the  decorator  in  the 
use  of  the  borders  and  panels. 

Yellows  and  Browns  Strong. 
For  the  living-rooms  there  is  a   wide 
variety  offered   to  suit  the  taste  of  the 
individual,  both  in  the  range  of  colorings 

and  methods  of  handling,  with  panels, 
friezes,  binders,  dados,  etc.  Here  we 
find  that  there  is  a  tendency  to  the  use 
ol  warm  shades  of  yellows,  browns,  and 
dark  greens,  with  various  patterns  in 
panels,  borders,  etc.  So  far  as  the  com- 
binations are  concerned  the  outstanding 
characteristic  is  harmony,  and  where 
high  colors  are  used  they  are  artistically 
shaded  in. 

For  halls  and  vestibules  the  same  ma- 
terials find  use  with  a  difference  in  the 
methods   of   handling,    the   effect    being 

more   formal  and  borders  and  panels  be- 
ing restricted    to   designs   in   which   lines 
rather  than  curves  predominate. 
I  Continued   on   page  41.) 
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HOUSEFURNISHINGS 


Conditions  Now  Most  Favorable 
for  Dealers  Handling 


Grass  Carpets  eoid  Rugs 


Reg.  U.S.  Pat.  Off.  Aug.  1,  1905 

Never  was  there  a  more  propitious  time  for  dealers  in  Canada  to  put  in  a   good  line  of  CREX  Grass  Rugs, 
Carpets  and  Runners. 

On  this  side  of  the  border — from  Maine  to  California — in  every  section — CREX  has  become  a  household  word. 

Conditions  in  Canada  are  not  unlike  those  in  the  United  States.     You  have  your  seasons  the  same  as  we  do, 
but  CREX  is  not  a  "one-season"  floor  covering. 


While  CREX  is  used  extensively 
as  a  porch  covering  in  summer,  it 
is  also  used  to  a  large  extent  as 
an  all-the-year-round  covering, 
and  its  use  indoors  for  every  room 
in  the  house  shows  remarkable 
increases    every   year. 

Just  now,  with_  a  great  Euro- 
pean war  raging,  with  the  doors 
of  most  every  other  nation  closed 
to  you- — you  must  look  to  the 
United  States,  your  neighbor  and 
friend,  for  many  articles  which  go 
into  the  homes  of  your  people. 
Nowhere  else  can  you  purchase 
some  of  the  things  which  are  al- 
most necessities,  and  CREX  is  in 
that   class. 

Let  us  fix  up  a  sample  line  that  will  help  you  to  get  your  share  of  the 
rug  pattern  at  a  very  small  outlay. 


CREX  Rugs,  Carpets  and  Run- 
aers  fill  a  long-felt  want.  They 
arc  sanitary,  durable — so  artistic 
ami  so  inexpensive  that  they 
naturally  appeal  to  the  housewife 
in  every  environment. 

CREX  is  not  unknown  in  Canada. 
For  several  years  we  have  adver- 
tised in  Canadian  magazines,  at 
the  same  time  reaching  thousands 
of  homes  through  our  extensive  list 
of  leading  women's  publications. 
In  addition  we  have  used  the  fore- 
most newspapers  in  most  of  the 
larger  Canadian  cities,  so  we  feel 
that  we  have  already  made  a  great 
number   of  friends   in   Canada. 

CREX  business.     You  can  carry  every 


The  following  assortment  of  SO  rugs  in  40  patterns  and  colors  costs  less  than  $100.00. 


2  9   x   12  ft.   Plain 

2  0  x  12  ft.   Figured 

2  8   x    10   ft.    Plain 

2  8  x  10  ft.   Figured 

3  6x9    ft.    Plair 
3  C   x   9  ft.    Figured 


3  54    x   90   In.   Plain 

3  54  x  90  in.  Figured 

6  36   x   72   in.    Plain 

6  36    x    72    in.    Figured 

fi  30   x   CO  in.    Plain 

6  30    x    CO    in.    Figured 


6  27    x   54   in.    Plain 

6  27    x    54    in.    Figured 

6  24   x   48  in.    Plain 

6  24    x    48    in.    Figured 

6  IS   x   36   in.    Plain 

6  IS    x    36    in.    Figured 


We  will  supply  you  with  attractive  color  catalogs  to  send  to  your  customers.     We  will  also  furnish  you  with 
advertising  matter,  such  as  pennants,  signs,  blotters,  etc. 

Write  for  Complete  Price  List  and  Full  Information. 

Crex  Carpet  Company,  212  Fifth  Avenue,  New  York 

ORIGINATORS  OF  WIRE  GRASS  FLOOR  COVERINGS 
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Dry  Goods  Review 


HOUSEFURNISHINGS 


^ 


A  German  Mistake 

Duo  to  fortunate  mistake  made  by  the 
shipper  of  the  firm  in  Germany  from 
whom  we  buy  our  down,  our  whole 
year's  supply  was  sent  to  us  instead  of 
coming  in  four  shipments  at  three 
months'  interval.  We  are,  therefore, 
in  a  splendid  position  to  fill  your  orders 
for  Swan  Brand  comforters,  pillows 
and  cushions  without  any  advance  in 
price. 

We  are  showing  a  very  wide  range  of 
patterns  and  styles  in  cotton  and  down 
comforters.    Ask  to  see  samples. 

The  Toronto  Feather  and 
Down  Company,  Limited 

35  Britain  St.,  Toronto 

"  Where  the  Reliable  Goods  Come  From'' 

Eastern  Agent: — Mr.   J.   F.  Sumption,  403   Unity   Building, 
Alexander  Street,  Montreal,  Que. 


Our  Travellers  are  still 
on  the  road  and  are  busy 
writing  orders  for 


Better  This  Year  Than  Ever 


Imports  from  Germany  have  ceased, 
and  there  will  be  a  big  shortage  in 
Dyes  and  Chemicals  needed  in  the 
manufacture  of  Colors  for  Wall 
Papers.  Many  Wall  Paper  factories 
will  have  to  curtail  their  output. 

Our  colors  are  made  by  our  own  fac- 
tories and  our  supply  is  assured. 

Place  Your  Order  for 
Staunton  Wall  Papers 

and  the  goods  will  be  delivered  on 
time. 

Stauntons  Limited 

Wall  Paper  Manufacturers 
941  Yonge  Street,  Toronto 
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HOUSEFURNISHINGS 


Dry  Goods  Review 


If  you  could  but  know 
the  welcome  accorded  to 
the  "BABY"  3nbtncible 

— the   little  wonder   vacuum   cleaner — in   the   hundreds   of 
Canadian   homes   you   would   readily    understand   why    we 
are     so     enthusiastic 
over    our    proposition 
to     the     dry     goods 
merchants  of  Canada. 


Light, 
Powerful, 
Simple  to 
Operate, 


this  little  machine  does  the  work  that  lien 
tofore  none  but  t lie  largest  machine  woui 
attempt  t<>  do  and  then  with  great  incon- 
venience to  the  housewife.  The  "Baby" 
invincible  has  a  vacuum  of  l1^"  mercury,  and 
a  volume  of  Co  cu.  ft.  of  free  air  per  minute 
this  is  a  real  dirt  remover.  We  cannot 
urge  yeu  too  strongly  to  look  into  our  agency 
proposition. 

Dnp    a    card    to-day,    and    we    will    give    you 
full    details.      It    will   pay   you   to   write   now. 


The  Invincible  Renovator  Mfg.  Co. 

LIMITED 
SI   PETER  STREET  TORONTO,  ONT. 


DEARDEN'S 
MONOGRAM 
QUILTS 


AND  SPECIAL 
DESIGN 


made  to  the  order  of  railroad  and  steamship  companies,  institutions,  hotels,  etc.,  with  woven  name, 

design  or  monogram. 

Keep   your  eyes   open   for   special    orders   of  quilts    for    there  is  good   money  in  business  of  this   kind.     You  in- 
vest   no    money,    but    clear   a    good    profit.      We   make    a  specialty  of  special  order  quilts. 
Made  by  Jonathan  Dearden  &  Co.,  Limited,  11-13  Bridgewater    Place,    Manchester.      Mills 

Lancashire. 
Write  to-day  for  samples  stating  the  requirements. 

R. 


Bolton, 


H.    COSBIE,   LIMITED 

IRISH  LINEN  AGENCY 

30  Wellington  St.  W.,   Toronto 


BEAUTIFUL  PANEL  EFFECTS 

(Continued  from  page  3S.) 

The  use  of  blue  will  And  a  very  re- 
stricted use,  for  the  very  simple  reason 
that  it  is  very  difficult  to  use  with  an 
effect  that  gives  the  impression  of  good 
taste.  A  bold  blue  is  a  very  daring  color 
for  decorative  purposes,  and  it  only  re- 
quires the  example  of  showing  how 
other  colors  contrast  to  prove  that  the 
use  of  this  shade  will  not  be  extensive; 
not  only  is  it  difficult  to  find  borders 
that  will  work  with  blue,  but  there  is 
the  same  difficulty  with  regard  to  the 
draperies  and  the  other  furnishings  of 
the  room. 

Two  new  and   effective  papers   which 


are  being  shown  are  Japanese  grass 
cloths,  the  most  of  which  are  in  plant 
effects,  with  borders  of  Oriental  design, 
and  a  paper  with  a  mottled  surface  with 
something  of  the  appearance  of  marble, 
but  with  the  veinings  much  more  indis- 
tinct. Both  of  these  have  a  large  variety 
of  borders  and  panels,  and  there  are 
many  with  ornamentations,  while  a  very 
beautiful  effect  is  produced  in  wide,  two- 
tone  stripes,  in  which  there  is  very 
little  difference  in  the  shades.  With 
these,  one  of  the  new  and  effective  bor- 
ders is  one  which  introduces  the  dif- 
ferent precious  stones,  inlaid  in  solitaire 
or  in  chains.     This  Oriental  frieze  also 

Some  Beautiful  Friezes. 

For  beauty  of  design  and  harmony  in 
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color  cold  type  cannot  describe  some  of 
the  latest  panoramic  friezes  which  are 
imported  for  the  better  trade.  Some  of 
these,  which  are  reproductions  of  works 
of  art  and  historical  events,  would  pass 
for  paintings,  and  nothing  could  be  im- 
agined more  effective  for  the  enhancing 
of  the  beauty  of  an  apartment.  There 
are  woodland  scenes  in  autumn  tones, 
desert  scenes  in  soft  indefinite  colors  of 
twilight;  rives  courses,  with  their  beau- 
tiful surroundings  of  groves  and  flowers, 
in  a  variety  to  delight  the  eye  of  the 
artist.  For  the  clubroom  or  the  den 
there  are  sporting  friezes  with  automo- 
biles, airships,  etc.,  and  even  for  the 
nursery  there  are  animal  parades  which 
would  do  credit  to  any  zoo. 


Red,  White  and  Blue  Instead  of  Germans'  Black 

French  Temperament  May  be  Eesponsible  for  Revival  of  Brighter 
Colors  Owing  to  Personal  Feelings  and  English  Alliance — Paris 
Houses  Hopeful  of  Supplying  Models — Description  of  Some  That 
Were  Made  Up. 


THERE  has  been  a  clearing  of  the 
situation  in  Paris,  and  though  the 
difficulties  are  great,  styles  are 
still  coming-  through.  Paris  is  not  lightly 
and  without  a  struggle  going  to  give  up 
the  supremacy  of  years,  and  gradually 
one  by  one  the  great  customers  are  mak- 
ing exhibits  of  Fall  models. 

Fall  models  have  been  brought  over 
the  Atlantic  also  in  sufficient  numbers 
to  give  point  to  Parisian  ideas. 

Many  of  the  model  houses  were  well 
on  with  their  preparations  when  war 
was  declared,  and  because  of  the  fact 
that  members  of  their  staffs  were  or- 
dered  to  the  front,  and  because  buyers 
over  for  the  openings  were  fleeing  from 
the  city  and  endeavoring  to  get  home, 
]  reparations  were  halted  and  exhibitions 
delayed.  Now  that  it  is  again  possible 
to  export  models,  many  of  the  houses 
are  preparing  to  call  their  staffs  to- 
gether, and  they  hope  in  a  short  time  to 
be  able  to  take  orders  both  for  export 
trade  and  for  private  clients. 

The  American  cutting-up  trade  is  al- 
ways interested  in  what  Bernard  shows, 
as  this  firm  is  celebrated  for  its  practi- 
cal tailored  models.  Bernard  is  showing 
redingote  models  in  fur  garments. 
Cloaks  here  are  made  of  chutedo,  pekine 
or  velour  de  laine.  Redingote  models  in 
these  cloths  have  full  skirt  sections  set 
in  gathers  or  pleats  to  the  low  waistline, 
either  back  or  front,  or  at  the  sides. 

There  is  no  prevailing  length  for  the 
suit  coat,  for  they  ran  all  the  way  from 
3G  in.  to  ?>2  in.  These  longer  coats  are 
cut  in  redingote  fashion. 

Besides  redingotes,  there  arc  many 
models  in  shorter  styles.  Belted  models 
on  the  Norfolk  order  arc  shown  in 
shorter  coats,  as  well  as  other  models 
With  belts  acrOSS  the  hack.  The  newest 
feature  is  the  marked  tendency  to  use 
tidiness  below  the  waist  even  in  the 
shorter  type  of  coats.  This  is  often  ac- 
complished by  the  use  of  box  pleats  or 
side  pleats  at  the  front,  back  and  sides. 
These    pleats   are    pressed    very    Hat,   and 


flare  at  the  edge.  Godet  effects  produced 
by  the  use  of  circular  cut  pieces  are  also 
used.  The  waist  part  is  more  fitting, 
and  is  cut  more  upon  basque  lines.  With 
this  cut  of  coat  the  sleeves  are  set  in  at 
the  shoulder,  and  are  full  length  and 
straight  finishing  very  simply  with  a 
narrow  three-inch  cuff  or  several  rows 
of  stitching. 

Bernard  still  favors  the  long  Russian 
tunic.  Many  of  the  new  ones  are  cir- 
cular cut,  though  some  of  them  are  laid 
in  a  broad  panel  of  pleats  both  front 
and  back.  Sometimes  there  is  a  panel 
with  the  pleats  on  each  side.  Yokes  are 
very  much  used,  and  many  tunics  fall 
from  them  instead  of  from  the  waist. 
The  high  mounting  of  the  skirt  continues 
to  be  used  even  where  there  is  a  yoke. 
The  one  important  point  about  all  skirts 
seems  to  be  that  the  foundation  skirt  is 
sufficiently  narrow  to  contrast  markedly 
with  the  flaring  upper  part. 

Tunics  are  very  long;  some  of  them  so 
long  that  the  underskirt  is  a  mere  hem, 
and  this  points  the  way  to  a  probable 
coming  change. 

The  circular  skirts  Bernard  is  showing- 
are  about  2V2  yards  wide  at  the  bottom. 
These  are  put  out  as  a  new  idea  and 
only  one  or  two  models  are  shown  as  it 
is  clearly  recognized  that  the  narrow 
skirt  is  firmly  entrenched  in  the  favor 
of  its  wearers.  This  view  is  all  the  more 
pronounced  because  Paquin  failed  to 
score  with  the  flare  skirt  last  Spring. 

Bernard  is  using  zibeline  extensively 
and  the  newest  idea  seen  here  is  the 
zibeline  with  a  moire  finish.  The  chutedo 
shown  by  Rhodier  this  Spring  and  made 
of  silk  and  wool  in  fine  striped  effects  is 
used  for  both  cloaks  and  suits.  One 
cloak  that  is  already  finished  is  made  of 
this  fabric  in  brown  striped,  with  old 
blue  at  half-inch  intervals.  This  cloak 
is  cut  like  a  redingote,  and  has  the  col- 
lar of  grey  fox.  Kersey  cloth,  broad- 
cloth, Velo'UT  de  laine.  both  plain  and  in 
small  checked  patterns,  and  velvets  are 
the  leading  materials  used. 
42 


It  is  not  difficult  to  see  that  red.  white 
and  blue,  the  colors  of  France  and  Eng- 
land, will  be  popular  in  the  near  future. 
So  also  will  the  yellow  of  Belgium  and 
Russia.  And  for  the  same  reason  Paris- 
ian designers  will  use  less  black,  for 
black  is  the  color  of  Germany,  and 
Parisian  designers  are  too  patriotic 
either  to  forget  that  or  let  their  eus- 
tomers   forget   it. 


Separate  Skirts 

Retail  Trade  Giving  a 
Prominent  Plaee  to  Sep- 
arate Skirts  This  Fall— 
Lou  g  Cossack  Tunics, 
Yokes  and  Pleatings  the 
Leading  Features. 

THE  separate  skirt  figures  very 
prominently  among  the  lines  show- 
ing at  the  Fall  openings,  and  it 
leoks  as  though  buyers  were  very  con- 
fident that  separate  skirts  would  sell. 
The  long  tunic  styles  predominate, 
though  there  are  a  few  models  showing 
on  straight  lines  with  narrow  circular 
flounces  giving  the  Hare  line  a  few  inches 
up  the  skirt.  In  popular  priced  models 
the  long  tunic  of  plain  serge  or  poplin 
over  a  foundation  skirt  of  plaid,  check 
or  Roman  stripes  takes  the  lead.  More 
expensive  skirts  come  in  novelty  plaid 
and  Roman  striped  materials  in  very- 
dark,  indistinct  effects.  Many  of  these 
skirts  are  developed  in  quite  heavy 
cloths  and  are  well  suited  to  Winter 
wear  in  Canada.  Dressy  models  are 
showing  in  paillette  ducliesse.  moire  and 
bengaline.  Box-pleated,  side-pleated  and 
accordion-pleated  effects  are  very  large- 
ly featured.  Sometimes  it  is  the  tunic 
that  is  pleated,  sometimes  the  founda- 
tions, and  often  both  are  of  accordion 
or  side  pleating.  Many  <i\'  these  pleated 
tunics  have  the  tunic  part  set  on  a  yoke 
which  is  shirred  like  a  girdle. 


READY-TO-WEAR    GARMENTS 
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1FEDERALJ 


The  House  of 
Surprises 


Y\^E  cast  a  few  surprise  "bombs"  into  the  trade  last 
"  ^  season — retail 
and  wholesale. 

WE  showed  new  "stunts"  in 
style  and  value. 

WE  did  some  "stunts"  in  the 
way  of  opening  new  accounts. 

But  all  this  is  not  a  "marker" 

to  what  we  are  doing  for  Fall. 

We  are  smashing  more  "pre- 
conceived" notions  that  big 
prices  must  lie  paid  for  ••dis- 
tinctiveness" and  a  label. 

Messrs.  Harris,  Lewis  and  Hiller 
have  not  been  in  the  business 
for  years  without  gathering 
some  new  ideas,  and  are  young 
enough  to  get  out  for  them- 
selves and  put  them  into  action.  harry  hiller  ben  lewis  fred  barris 

The  first  season,  triumphal  as  it  was,  was  but  preliminary  to  what  we  are  now  doing.     80— 

PREPARE  YOURSELF  FOR  THE  SURPRISE  OF  SURPRISES 

Prepare  your  customers  for  the  most  beautiful  dresses  you  ever  showed  at  "within-the-reach-of- 
all"  prices. 
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To  "get  in   on  the  ground    floor"  you  have  but  to 
call  or  send  for  samples  and  see  the  line — dresses  at 


$3.75  to  $16.50 


OUR   SURPRISE 


*r  BASQUE  model      $6.75 

In    an    UP-TO-THE-MINUTE    Material  ^ 


THE  FEDERAL  COSTUME  CO.,  Inc. 

FRED   BARRIS,   President  BEN   LEWIS,   Secretary  HARRY   HILLER,    Vice-President 

53-55  W.  36th  St.,  NEW  YORK 


^EDERAU 
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Models  of  Fall  Suits  as  Seen  at  the  Openings 

The  Change  From  Drapery  and  Bouffant  to  Long  Simple  Lines 
Very  Welcome — The  General  Tendency  is  Towards  More  Fitted 
Styles — Pleats  Very  General — Very  Dark  Colors. 


IT  is  with  great  interest  that  one  en- 
ters a  big  retail  department  to  get 
the  first  view  of  a  representative 
collection  of  Fall  models,  assembled,  by 
the  efforts  of  a  big  buyer.  So  much  lias 
been  said  about  radical  changes  that  one 
is  prepared  for  something  very  new. 
Style  changes  have  been  made,  it  is 
true,  hut  they  are  such  as  have  been 
led  up  to,  and  do  not  take  one  completely 
by  surprise.  The  main  one  is  that  the 
figure  is  more  defined,  though  we  are  a 
long  way  from  a  fitted  or  even  half- 
fitted  garment,  and  any  changes  in  this 
direction  do  not  affect  the  alteration  de- 
partment. 

Suits  are  said  to  be  more  along  tail- 
ored lines,  but  it  must  be  confessed  that 
while  styles  are  simpler  and  show  more 
line,  they  are  still  a  vast  distance  from 
the  simple  tailored  model.  The  greatest 
change  and  the  one  that  will  be  most 
welcomed  is  the  change  from  bouffant 
effect  to  the  simple  long  lines  of  the 
redingote  and  the  Cossack  tunic.  The 
use  of  pleats  is  very  general  and  this 
gives  freedom  of  movement  without  in 
any  way  departing  from  the  much-ad- 
mired straight  line.  Very  many  coats 
are  cut  just  below  the  waist  line  in 
front  and  have  long  basques  laid  in 
pleats  or  cut  in  circular  fashion  below. 
By  no  means  every  model  shows  the, 
sleeve  set  in  at  the  natural  armhole  and 
cut  in  straight  tailor  fashion.  Modi- 
fied kimona  cuttings  and  even  dropped 
shoulders  are  shown,  and  the  Raglan 
idea  is  strong.  It  is  the  drapery  and 
the  bouffant  effect  around  the  waist  that 
is  eliminated. 

Colors  are  very  dark  and  black  am1: 
dark  blues  in  various  navies,  military 
and  canard  shades  are  in  the  lead.  In 
the  popular  trade  dark  brown  and  tan 
shades  come  next  to  blue'.  In  high- 
priced  suits  such  novelty  shades  as  beet- 
root, dark  mahogany  and  Russian,  cedar 
and  olive  green  will  be  favored.  The 
greys  shown  arc  on  the  metal  and  taupe 
order. 

Materials  ''are  almost  as  varied  as 
styles.  Cheviots,  diagonal  and  other 
weaves  in  serge,  gabardine  and  gabar 
dine  weaves,  broadcloths,  crepe  weaves  in 
worsteds,  zibelines  and  velours  are  some 
of  the  weaves  noticed.  The  trimmings 
used  were  interesting  because  there  is 
a  very  decided  tendency  to  use  braids 
and  braid  trimmings  to  a  greater  ex- 
tent. Fur  is  verj  much  used  for  collars 
and  cuffs,  and  quantities  of  fabric  are 
used  for  trimmings  both  fin-  collars  and 
cuffs,   and    in    the    form    of   edging  bands 


for    tunics    and    the    hem    of    the    under- 
skirt. 

Many  collars  are  double,  one  being  of 
fur  and  the  other  of  fancy  velvet.  Vest 
effects  are  very  numerous  and  are  too 
varied  to  be  described.  Striped,  checked 
and  floral  printed  silk  linings  are  very 
much  used.  When  the  model  is  of  the 
cape  variety  these  linings  are  very  much 
in  evidence  and  practically  form  part 
of  the  trimming  scheme.  Sashes  are 
prominent  and  are  often  of  the  material 


and  finished  with  a  picot  edge.  This 
trimming  is  formed  by  running  lines  of 
hemstitching  down  the  material  and 
cutting  the  stitching  down  the  middle. 
Tassels,  buckles  and  fancy  buttons  are 
used  to  trim  these  sash  ends. 

Buttons  are  a  big  feature  and  are 
really  beautiful,  as  they  match  the 
Roman  striped  and  fancy  plaid  velvets. 
They  are  of  celluloid  and  are  transpar- 
ent, with  bands  and  slashes  of  solid 
color.  The  olive  and  pointed  olive 
shapes  promise   to  be  most  used. 

@ 


SHOWING  Till-:  LONG  TUNIC. 
Slip  of  white  satin  over  which  is  posed 
a  ■-kiit  of  black  tulle  hemmed  with  lace. 
Long  Russian  tunic  of  the  tulle  with 
deep  band  of  satin.  The  waist  consists 
of  a  deep  satin  girdle,  above  which  is  a 
drapery  of  tulle  edged  with  a  jetted  bead- 
ing aiel  drawn  up  into  a  butterfly  U>w  oa 
the  top  of  the  sleeve.  The  girdle  fastens 
'  with  a  jetted  ornament,  and  the  chain  of 
heads  is  of  jet. 
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READY-TO-WEAR  MARKET. 

A  manufacturer  of  misses'  and  child- 
ren's suits  declared  that  one  of  the  most 
beneficial  effects  of  the  war  would  be  a 
cleaning  out  of  stocks  both  of  whole- 
salers and  retailers.  Prices  were  likely 
to  advance  within  a  month,  and  he  an- 
ticipated,a  shortage  in  deliveries  in  Oc- 
tober and  November.  Another  manu- 
facturer stated  that  raw  materials  in 
textiles  were  advancing  5  to  10  per  cent. 
and  the  prices  of  the  manufactured  ar- 
ticles were  sure  to  advance. 


U.  S.  WILL  MAKE   OWN  STYLES. 

One  of  the  most  marked  effects  ac- 
cording to  a  number  of  designers  and 
manufacturers  will  be  in  regard  to 
styles.  There  is  a  feeling  that  American 
ideas  can  be  adopted  much  more  freely 
than  they  have  been,  as  there  will  not 
be  the  same  rivalry  from  Paris  houses. 
Moreover,  the  manufacturers  will  not 
have  to  wait  until  after  the  Paris  open- 
ings this  year  before  they  bring  out 
their  various  lines,  because  the  public 
are  well  aware  that  even  if  the  open- 
ings uo  on  along  usual  lines  they  will  be 
much  later,  and  there  will  be  more  risk 
in  waiting  to  give  orders,  than  under 
normal  conditions.  There  is  also  a  feel- 
ing that  trimmings  for  garments,  such 
a"  laces,  embroideries,  etc..  will  have  to 
be  made  up  for  the  most  part  in  this 
country,  and  the  effect  of  this  will  be, 
of  course,  to  increase  the  cost  of  the 
garment. 

Most  supply  houses  agree  that  re- 
tailers are  showing  greater  desire  to 
stock  up  than  they  promised  to  a  couple 
o:'  months  ago,  as  they  fear  that  a  short- 
age    will    develop. 

-® — 

R.  J.  Garrett,  Campbellford.  Ont..  has 
sold  his  fancy  goods  business  to  Mcin- 
tosh Bros. 
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Dry  Goods  Review 


$9.50        LOUIiS   iSTECHER,     $12.5° 


Terms:  8/10— 7/10,  30X 


Welcome 

TO  OUR  NEW 
SHOW   ROOMS 


33  West  34th  Street     f 


Oppenheim-Collins   Building 


Immediate 

Delivery 

on 

vv  anted  Dresses 

Louis   Stecher 

33  West  34th  Street 
NEW  YORK 


Canadian    Office  ; 


LEDOUX,  O'BRIEN  &  CO. 


601  Shabrook  Place, 


WINNIPEG 


No.  918 — Satin  Charmeuse 


420-22-24  Market  Street 

PHILADELPHIA 
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Terms:  8/10— 7/10,  30 X 


No.   826— Crepe  Meteor 


Long  Basques  and  Cossack  Tunics  the  Latest 

All  Dresses  <»n  Straighter  and  Mere  Fitted  Lines— Material  Very 
Varied — Waist  and  Dress  of  the  One  Material  This  Season — 
Many  Novelty  Shades. 


SOCKS  are  full  and  styles  are 
various,  but  the  mosl  noticeable 
change  is  in  the  line.  The  bouffant 
pannier  styles  and  hip-flounces  have 
given  way  to  straight  lines  again.  An- 
other noticeable  change  is  that  the 
transparent  waist  of  net,  lace  or  chiffon 
is  replaced  by  the  waist  of  cloth  or  silk- 
like  the  skirt, — the  dress  for  Fall  is  a 
unit  again.  The  full  and  much-bloused 
waist  has  rapidly  given  place  to  one 
showing  more  fitted  lines.  This  does  not 
mean  that  the  kimona  cut  is  not  used. 
Extra  fullness  is  taken  out  at  the 
waist  line  and  the  figure  is  more  de- 
fined. Many  waists  that  are  blouse-cut 
are  turned  into  basque  effects  by  the  ad- 
dition of  a  high  and  deep  shirred  girdle 
which  sometimes  reaches  the  bust  line 
and  over,  and  also  covers  the  hips.  Fit- 
ting- yokes  to  the  skirts  also  gives  the 
same  effect.  The  basque  dress  is  here 
and  it  promises  to  be  the  novelty  this 
Fall.  Generally  this  dress  is  one  piece, 
the  long'  basque  waist  having  the  founda- 
tion skirt  and  tunic  attached,  with  the 
join  hidden  under  a  sash.  This  sash  is 
often  of  the  material,  even  when  the 
material  is  quite  heavy,  and  is  finished 
with  a  picot  edge  made  by  running  a 
line  of  hemstitcbing  up  the  material  and 
cutting  it  up  the  centre. 

Foundation  skirts  are  not  so  narrow- 
but  they  are  narrow  enough  to  give  the 
appearance  of  a  very  decided  flare  to 
the  long  Russian  tunic.  Tunics  flare  in 
godet  or  circular  cut,  and  some  of  the 
newest  open  up  the  front,  showing  the 
foundation  skirt  from  the  feet  to  the 
waist.  Other  tunics  are  laid  in  box 
pleats  or  side  pleats,  or  are  accordion 
pleated.  The  basques  are  cut  with 
seams  in  the  front  and  back  in  1SS0 
fashion.  Sometimes  the  front  gore  is 
shirred  both  under  the  anus  and  into 
the  band,  which  carries  the  buttons  down 
(he  front.  Other  models  show  a  tiny 
vest,  t"  which  the  front  piece  is  shirred. 
One  model  seen  showed  this  front 
piece  continued  as  a  sash  and  tied  in  a 
knot   with  long  ends  a1    the  back.    Rown 

of  jet.  glass  or  fancy  buttons  very  close- 
ly set,  run  right  down  the  front  of  the 
basque  and  are  often  continued  down 
the  girdle.  Tlie  new  collars  are  high 
at  tin'  back  and  roll  over  in  front  form 
ing  elongated  points  at  the  sides.  ,\s 
a  rule  there  is  a  collar  of  either  I  he  mi 
terial.  satin  to  match,  or  a  contrasting 
Color  in  cloth  or  velvet.  Besides  this  col- 
lar a  collar  and  vestee  of  organdie  or 
net    lace    is    added. 

Manx-    mine   (doth    dresses   are   showing 
this    season    than     for    the    last     few    sea- 


in    better    class    lines    taupe    and    nickel 
greys  are  featured. 

Silk  dressed  come  chiefly  in  liberties 
and  paillettes,  crepe  de  chine,  and  vari- 
ous weaves  of  crepes,  some  of  which 
have  the  heavy  crinkle  of  erepon.  A 
U-w  taffetas,  chiefly  in  black  and  blue, 
are  included  in  the  collection. 


PAEIS    NOT    DEAD   YET. 

Dress  of  white  taffeta  ami  pleated  long 
tunic  of  black  net.  Both  tunic  ami  skirt 
are  bound  with  black  velvet.  The  waist 
is  along  the  more  fitted  lines  new  coming 
Mite  vogue,  and  the  long  black  sleeves  in 
the  white  waist  strike  a  distinct  lss" 
note.  Prom  a  Paris  photograph  received 
bj    The  Review. 

song.  These  dresses  are  of  many  ma- 
terials. Serges,  basket -weaves,  cords. 
crepe-finished  worsteds,  and  wool  crepes 
and  broadcloths  are  all  used.  Naturally 
more  colors  are  shown  in  dresses  than 
in  -nits,  but  black  and  blue  shades  are 
\ei\  far  in  the  lead.  There  are  many 
shades  id'  novelty  blues;  browns  and  tans 
are  good,  and  so  are  various  shades  of 
red.  Greens  are  good,  and  particularly 
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EARLY    OPENINGS 

THE  season  is  opening  up  early 
in  ready-to-wear  lines,  and  the  big 
city  stores  are  already  on  with 
the  Fall  openings.  Late  in  July  and 
early  in  August  windows  and  advance 
displays  of  garments  were  shown  in  the 
departments  and  even  then  they  attrac- 
ted attention.  The  stores  are  following 
up  these  early  showings  by  early  open- 
ing which  were  announced  for  August 
31st  and  following  days.  The  T.  Eaton 
Co.  made  what  they  termed  advance 
openings  on  these  days  and  showed  gar- 
ments on  living  models.  This  means  that 
during  the  past  season  they  have  found 
this  method  of  showing  garments  ad- 
vantageous and  are  going  to  continue 
to  use  it  right  through  the  coming  sea- 
son. 

The  models  used  are  employees  in  the 
store  and  factory  who  have  been  special- 
ly trained,  and  therefore  are  always 
available.  These  models  parade  through 
the  department,  changing  the  garment 
they  are  displaying  for  others  at  fre- 
quent intervals. 

In  The  Review's  art  of  display  de- 
partment is  shown  an  opening  window 
with  advance  models  in  Fall  suits.  Five 
good  models  are  shown,  and  each  coat 
is  of  a  different  length.  It  is  even  too 
much  to  say  that  the  shorter  coats  are 
relegated  to  the  cheaper  models,  for  be- 
fore the  writer  lie  three  sketches  made 
from  models  intended  for  the  Paris 
openings-  one  from  Premet.  one  from 
Parry  and  one  a  Jenny  model,  ami  they 
all  have  coats  of  a  ditVerent  length;  one 
being  so  short  that  it  touches  the  hips 
in    front    and   is  only  a   t'ew   inches  longer 

behind. 

This  question  ol  length  is  a  reputation 
tesl  for  the  majority  "I'  buyer-  this  Fall. 
1 1'  your  customers  have  confidence  in 
your  judgmenl  and  your  garments  are 
well  cut  and  attractive  they  will  buy. 
wear  and  be  satisfied  with  what  you 
-ell  them.  It  is  really  to  the  buyer's 
interest  that  there  should  be  this  variety 
— it  would  be  going  back  a  great  many 
>teps  to  feature  only  one  length  of  suit 
coat. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Whitewear,  Spring  1915 

Our  travellers  are  now  out  on  the  road  with  a 
full  range  of  Cotton  and  Muslin  Underwear  for 
Spring  1915. 

It  will    pay  you    to   hold    your  order  until    you 
inspect  our  range. 

The  name  of  "Aliens"  al- 
ways stands  for  the  best  in 
women's  wear. 


How  about  your  flannelette 
for  Fall  trade?  We  have  a 
varied   assortment  in   stock. 

Write  for  samples,  which  will 
be  sent  per  return  express. 


Allen  Manufacturing  Co.,  Limited 

105  Simcoe  Street,  Toronto 

Long  Distance  Telephone  :    Adelaide  966 
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Three-quarter  Length  Coats  at  the  Openings 

At  the  Retail  Openings  it  is  the  Three-quarter  Coat — Cape  and 
Redingote  Models  Predominate — Models  in  the  Balmacaan  Order 
in  Heavy  Cloths  Showing — Many  Fur  Collars — Capes  Just  Come 
Over  Point  of  Shoulder. 


ABSOLUTELY  no  full  or  %-length 
coats  are  to  be  seen  at  the  retail 
opening's  now  being  held  in  To- 
ronto stores.  Departmental  stores  and 
all  the  specialty  stores  now  holding  open- 
ings show  the  %-length  coat.  Cape 
models  and  redingote  models  divide 
honors,  and  the  English  Burberry  coats 
of  which  one  store  is  making  a  big  dis- 
play, still  stick  to  the  flaring  cut  and  the 
Raglan  sleeve  and  shoulder.  Cape  coats 
arc  developed  in  fur  fabrics,  plushes, 
broadcloths,  velour  cloths  and  rough  soft 
bouele  and  nap  yarn  cloths.  Redingote 
models  come  in  heavy  gabardines,  ker- 
seys, broadcloths  and  zibelines.  Zibelines 
with  a  very  bright  surface  in  plain,  rip- 
ple and  moire  effects  are  very  much 
used. 

The  redingote  models  show  a  seam  at 
the  waist  line  into  which  pocket  flaps 
are  often  inserted.  The  waist  part  either 
follows  the  basque  outline  or  is  cut  in 
modified  blouse  style  with  a  deep  belt 
to  define  the  waist  and  to  which  the 
skirt  part  of  the  redingote  is  set.  This 
skirt  part  is  either  cut  circular  or  is 
gored  and  has  pleats  let  in  on  either  side 
at  the  back.  If  the  cloth  is  suitable  the 
skirt   part  is  pleated   all  round  and  set 


onto  a  straight  cut  waist  portion  and  the 
join  is  hidden  under  a  wide  belt.  The 
coat  buttons  up  the  front  in  straight 
line  from  waist  to  neck  if  the  model  is 
a  true  redingote.  Various  modifications 
give  side  fastenings  that  call  for  t lie  use 
of  fewer  buttons.  Buttons  are  a  very 
important  item  this  season.  Jet  buttons 
and  transparent  celluloid  buttons  show- 
ing bands  and  flecks  of  color  are  very 
much  used. 

Fur   Collars. 

Eur  collars  and  cuffs,  and  collars  and 
cuffs  of  fur  fabrics  are  seen  on  all  sides. 
The  new  collar  is  high  at  the  back  and  is 
cut  square  across.  Revers  are  often  ab- 
sent and  never  prominent.  Fancy  velvets 
are  often  used  for  collars.  Straight  mili- 
tary collars  high  at  the  back  and  finish- 
ing into  wing  points  in  front  are  very 
new. 

Cape  coats  show  the  cape  wholly  at 
the  back  or  just  coming  over  the  point 
of  the  shoulder.  These  capes  are  lined 
with  striped  or  plain  or  figured  linings. 
If  plain  satin  linings  are  used  they  are 
of  high  color.  Many  of  the  more  ex- 
pensive models  are  lined  throughout. 


Spring   Styles   and    Fabrics??? 

France,  the  Creator  of  Styles  and  Manufacturer 
of  Stylish  Materials,  Must  be  Counted  Out  for 
the  Time  Being — An  Interview  With  a  Dress 
Goods  Buyer  Who  Was  en  Route  to  Paris  When 
War  Cloud  Burst. 


WITH  the  bulk  of  the  supplies  for 
the  dry  goods  trade  for  the  Kail 
in  the  country — and  this  may  be 
taken  to  include  practically  everything 
in  the  way  of  wearing  apparel' — and 
with  the  styles  which  accompany  Hie 
different  materials  also  in  the  minds  of 
the  designers,  the  situation  for  home 
months  is  pretty  well  defined  so  far  as 
the  retailer  is  concerned.  But  what 
about  the  Spring  if  Hie  war  continues? 
The  Dry  Goods  Review,  in  an  endeavor 
to  get  some  information  bearing  upon 
the  future  of  materials  and  styles  in 
ladies'  wear,  has  interviewed  millinery 
and  dressgoods  buyers  who  were  iii  Eur- 
ope at  the  time  ni'  the  outbreak  "!'  the 
war.  Such  interviews  have  indicated 
thai  beyond  the  present  season  there  is 
an  absolute  blank,    France,  the  creator 


of  styles  in  costumes  and  millinery  and 
the  manufacturer  of  the  materials  which 
enter  into  the  making  up  of  these  styles 
must  be  considered  an  an  eliminated 
factor.  What  is  the  next  step?  Who 
knows? 

One  may,  perhaps,  take  consolation 
from  the  fact  that  if  there  are  not  Paris 
styles  and  French  goods,  then  we  will 
have  to  take  something  else  and  that  if 
the  ladies  of  Canada  do  not  see  Parisian 
models  they  must  be  satisfied  with  what 
they  do  see.  And  after  all  it  is  not  the 
question  of  a  style  that  counts  with  most 

people,  it   is  a  question  of  being  stylish 
whatever  the  style  may  he.     We  may 

expect  that  there  will  eventually  he 
material-  to  replace  the  French  goods 
ami  styles  to  suit   the  materials,  and  that 

so  Ipng  as  there  is  nothing  better  they 
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will  suit  pretty  well,  if  the  Canadian 
or  American  manufacturers  decide  that 
such  and  such  be  the  style  and  there  is 
nothing  else  offered — then  we  may  ex- 
pect that  "such  and  such"  will  he  the 
style.  But  what  that  style  might  he  or 
where  it  will  he  created  is  something 
which  is  as  vairue  as  the  future  of  the 
war  itself. 

Elsewhere  will  be  found  something  of 
the  millinery  situation  in  the  opinion  of 
Miss  Lean-,  of  Montreal,  who  was  in 
Paris  when  the  declaration  of  war  came: 
here  we  will  speak  of  the  dress  goods 
market  as  it  appears  to  Geo.  Kent,  bfi 
Greenshields,  Montreal,  who  arrived  in 
Paris  shortly  after  the  declaration  of 
hostilities. 

Suspended  Animation. 

According  to  Mr.  Kent,  Paris  had 
stopped  like  a  run-down  clock  by  the 
time  he  got  there.  It  was  impossible  to 
do  business  of  any  kind.  "Owing  to 
war,  all  stopped,"  is  the  first  line  of  a 
letter  which  awaited  him,  and  the  writer, 
the  head  of  one  of  the  big  wholesale 
firms,  stated  that  he  was  the  only  one 
left  around  the  premises  and  that  all 
others  had  joined  the  colors.  It  was  the 
same  all  over,  the  city.  This  had  hap- 
pened in  half  a  day. 

When  there  are  not  even  goods  for 
sale  and  no  one  to  sell  them  it  is  easy 
to  understand  that  for  the  time  being 
France  must  be  considered  as  an  absent 
factor  and  the  same  applies  to  the  great- 
er portion  of  Europe  and  to  some  extent 
to  England. 

Although  the  declaration  of  war  was 
mt  twelve  hours  old  when  he  got  to 
Paris,  Mr.  Kent  states  that  the  streets 
were  deserted  as  a   Sunday.    Practically 

everything  on  wheels  had  been  taken  to 
move  the  troops  and  supplies.  After 
waiting  an  hour  he  go!  a  ride  to  the 
hotel  and  when  he  stated  that  he  wanted 
a  room  tor  a  week  lie  was  told  the  place 
would  probably  not  be  open  for  two  days. 
In  the  bis  dining  room  there  was  only 
one  waiter  who  had  not  been  called  to 
the   front. 

The  next  day  alter  he  found  thai  there 
was  no  business  of  any  kind  to  be  done. 
the  Montrealer  took  train  hack  to  Lon- 
don. At  the  station  all  was  chaos;  peo- 
ple were  getting  away  with  what  they 
could  carry  nothing  (dse  was  allowed. 
He  said  there  wa»  a  pile  of  baggage 
around  the  station  thai  would  till  a 
square  -and  he  look,.,'  ,-,,t  of  the  win- 
dow   at    Victoria   Square. 
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PETTICOATS 


The  Oldest  and  Largest  Petticoat  House  in  America 

WE  MAKE  A  GENERAL  LINE  OF  PETTICOATS,  IN  ALL 
SUITABLE  MATERIALS,  SUCH  AS 

Jerseys  (Silk  or  Wool),  Messaline,  Taffeta,  Crepe  de 
Chene,  Lace  Trimmed,  Cottons,  Mohair,  etc. 

OUR    NOVELTY    LINE    Comprises    All    The    Latest    PARISIAN    MODELS 

THE  FITTED  ADJUSTABLE  WAISTBAND  IN  ALL  OUR  PETTICOATS 
REQUIRES  NO  ALTERATION,  AND  IS  A  GREAT  FEATURE 


THE  ARLINGTON  SKIRT  MFG.  CO. 


119  West  25th  Street 


NEW  YORK 


BBBBI 


Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 


Toronto,  Out., 
Aug.  17,  1914. 

To  Our  Customers'. 

We  beg  to  advise  our  cus- 
tomers that  Mr.  John  Home 
is  no  longer  connected  with 
our  company  as  our  repre- 
sentative. 


Home  &  Watts,  Limited 
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Dry  Goods  Review 


READY-T  0  -  W  E  A  K     G  A  R  M  E  NTS 


43  LEONARD  ST.  \ 

COMMISSIC        MDRCHAN 


Dli/JL  1  •  W  now  showing  a  new  line 
of  Boys'  and  Juvenile  Clothing,  ranging 
in  price  from  65  cents  to  $2.50  each  per 
garment.  We  show  herewith  one  of 
our  specials. 


BUSTER 
BROWN 

Style 

of 

Heavy 

Cloth 

in 

Dark 

Brown 

and 

Dark  Gray 

Mixture 

No.  11 34 


With 
Staunchly 

Made 
Bloomers 

Tape 

Seated 

Trimmed 

with 
Bow-Tie 

and 

Patent 

Leather 

Belt 

Sizes  3-8 

75c  Each 


We  are  always  at  your  service  to  submit 
samples,  because  we  realize  that  a  sample 
order  will  lead  to  stock  orders. 


Our  Notion,  Fancy  and  Leather  Goods 
Departments  call  your  attention  to  their 
specials : 

PARTY  BOXES— at    $9.00    per   dozen 
upwards. 

LEATHER    BAGS— Complete  Assortment. 

TANGO  PINS  are    selling    and  we  are 
showing  a  large  variety. 


We  Cater  to  the  Canadian  Trade. 

Upon  request  we  will  furnish  you 
with  a  catalogue,  submit  samples,  or 
have  our  representative  call. 


We  issue  a  catalog. 


Little  Prince 

SEASON      1915 

Latest    Novelties 

in  Boys'  Wash 

SUITS 


OUR  REPRESENTATIVES 
ARE  NOW  TRAVELLING 
IN  THE  DOMINION.  Write 
for  Appointment. 

Call  on  us  when  

in  New  York 

Oppenheim  Roggen  Co. 

84-90  FIFTH  AVENUE,    N.W.    COR.  14™  ST. 

NEWYORK  -  -  -  -  N.  Y 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
in  use  In  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  Is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting  Forms. 

DALE    WAX     FIGURE    CO. 

Front  St.  E.,  Toronto 


STORE      MANAGEMENT— COMPLETE 


IB   Full-Pa6e 
1  Hun  t  rations 


ANOTHER  NEW  BOOK 

By  FRANK  FARR1NGT0N 

A  Companion  book  to    Retail  Advertising   Complet* 

$1.00     POSTPAID 


lolls  all   about    the 
the  greatest   aalea 


272  Pa*** 

Bound  in  Cloth 


"Store  Management — Complete" 
management  of  a  store  so  that  not  only 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  shonld  be 
to  hold  trade.  The  money-b«clc  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.      Keep  the   book  ten  daya  and   (  it  ian'l 
worth  the  price  return  it  and  set  your  money  back. 

Technical  Book  Uept.,  Maclean  Publishing  Co. 
TORONTO 
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R  E  A  DY-TO-WEAR     GARMENTS 
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Development  in  Canadian  Furs  if   War  Lasts 

With  Germany's  High  Class  and  Treated  Furs  Cut  Off,  Mink, 
Beaver,  aud  Other  Canadian  Furs  Must  Be  Used  More — Square 
Sailor  Collar  Popular — Cape  Styles  Growing. 


THE  importation  of  skins  and  inade- 
ap  pieces  from  Germany  and 
France  being  cut  off,  would  ap- 
pear on  the  surface  to  present  a  serious 
difficulty  but,  as  The  Review  stated  last 
issue,  the  wholesale  houses  have  already 
stocked  for  this  winter.  However, 
if  Germany  is  barred  from  trade  beyond 
next  January's  sales  the  fur  business  in 
Canada  will  of  necessity,  develop.  Ger- 
many's part  has  been  largely  the  making 
"of  fine  fur  from  imported  raw  material, 
and  in  any  event,  Canada  has  much  of 
the  raw  material  in  the  shape  of  coon, 
wolf,  fox,  mink,  muskrat,  beaver  and 
otter  skins,  and  to  a  great  extent  can  be 
regarded  as  independent.  A  greater  de- 
mand for  these  less  expensive  furs  next 
season  is  anticipated,  too,  though  staples 
like  Persian  lamb  and  seals  will  still  be 
popular. 

Square  Sailor  Collar. 

Hudson  seal,  in  coats,  is  to  have  a  big 
run  this  year.  The  styles  are  all  seven- 
eighths  fitting,  or  full  box  back,  some 
with  the  new  flare,  and  in  lengths  from 
36  and  38  to  42  and  45  inches.  The  new 
square  sailor  collar  is  very  much  in  evi- 
dence and  military  effects  are  every- 
where popular.  These  are  brought  out 
well  in  the  cape  style  with  slanting  front, 
square  collar  and  raglan  sleeve.  All  the 
new  coats  have  either  the  raglan  or  set- 
in  sleeve.  The  styles  for  Persian  lamb 
will  keep  pretty  well  to  staple  lines,  but 
leading  houses  are  showing  a  lot  of  nov- 
elty coats  in  seal  trimmed  with  squirrel 
chinchilla,  fitch,  ermine,  black  fox  and 
•sable.  Electric  or  near  seal  is  made  up 
after  the  newest  models  and  being  less 
expensive  these  coats  will  command  a 
brisk  trade  in  many  places  this  winter. 
Pur-lined  coats  are  less  in  favor  this 
year,  so  the  muskrat  in  staple  styles  will 
have  a  good  run  for  the  country  trade 
and  driving  wear. 

For  muffs  and  sets,  fitch  in  both  nat- 
ural and  blended  shades  will  be  among 
the  best  sellers.  Black  Eos  and  black 
wolf  are  also  coining  out  strong.  Fancy 
sets  in  ermine  and    while    fox   are  show- 


ing well,  while  Alaska  sable  is  as  popular 
as  ever.  Pony  is  held  by  most  buyers  to 
be  practically  off  the  market.  As  yet  no 
particular  style  or  material  prevails  to 
the  exclusion  of  others,  but  the  tendency 
is  toward  long-haired  stuff,  large  pillow 
muffs  and  stoles  both  large  and  small. 

To  stock  up  heavily  with  the  new  fur 
capes  would  be  rather  a  risk  just  now, 
but  with  the  wide  application  of  the  cape 
effect  in  suits,  coats,  and  cloaks  it  is 
likely   to   be   very   popular  next   year. 

Fur  trimmings  will  still  be  used 
largely.  Ermine,  sable  and  Hudson  seal, 
are  shown  in  some  charming'  effects  on 


NEW  BARREL  MUFF. 

The  new  barrel  muff  will  be  a 
feature  of  milady's  wardrobes  in 
Fashion's  circles  this  Fall.  For 
general  wear  it  will  not  likely  have 
a  large  sale,  on  account  of  the 
extra  quantity  of  fur  required  in 
the  end  frills.  The  style  is  very 
chic,  however,  and  in  fitch  or 
ermine  with  fancy  neck  pieces,  will 
be  very  popular  among  the  dressy 
people. 


opera  cloaks,  and  a  striking  feature  of 
the  new  Fall  millinery  will  be  the  gen- 
eral use  of  furs,  particularly  monkey 
skin. 


® 

FUR  INDICATIONS  IN  PARIS. 

Although  the  war  has  seriously  ham- 
pered Parisian  shipments,  there  is  no 
reason  to  suppose  but  that  with  the  re- 
sumption of  mail  and  passenger  service. 
Paris  styles  will  still  exercise  their  in- 
fluence in  the  world  of  fashion  even 
though  she  cannot  furnish  tin  clothes. 
Hence,  a  \'c\v  comments  on  prevailing 
likes   and    dislikes    that    might    not    come 

amiss. 

Ermine  is  extremely  popular  for  trini- 
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ming  purposes,  particularly  for  collars 
on  black  velvet  capes. 

The  cape  is  taking  precedence  over  all 
other  wraps  just  now.  It  is  made  of 
velvet,  satin,  taffeta,  as  well  as  of  fur. 
A  beautiful  evening  cape  recently  seen 
was  of  geranium-colored  velvet  with  a 
collar  of  black  fox.  Some  of  the  mili- 
tary capes  for  afternoon  wear  have  a 
high  adjustable  fur  collar. 

One  of  the  most  conspicuous  features 
of  the  present  styles  is  the  elaborate  em- 
ployment of  lace  as  tunics  and  flounces. 
Beads  are  also  being  given  their  share 
of  attention  as  trimming  and  metallic 
embroidery  is  enjoying  a  popularity  it 
has  not  known  for  years. 

Long-haired  furs  will  come  into  their 
own  again  next  Winter,  and  with  this 
mode  comes  the  preference  for  natural 
lynx.  It  is  now  receiving  especial  atten- 
tion as  a  trimming  necessity.  Black  vel- 
vet capes  have  a  collar  of  it  and  it  bor- 
ders the  flounces  of  many  a  lace  tunic. 

Fisher  and  chinchilla  promise  great 
popularity,  the  latter  more  particularly 
in  stoles.  Sable  and  broadtail  are 
equally  in  evidence.  Combinations  of 
odd  collars  of  chinchilla,  etc.,  are  fre- 
quently seen  on  capes  and  cloaks  of  other 
material.  The  classic  lines  are  favored 
in  the  better  grade  of  fur  cloaks. 

The  long  waisted  effect  is  seen  in 
jackets  by  slightly  Mousing  them,  thus 
giving  a  girdle  effect. 

@ ! 

BROCADE  LININGS. 

The  most  popular  linings  are  brocades. 
both  in  heavy  and  charmeuse  finish.  The 
brocades  and  plain  satins  run  through  a 
wide  gamut  of  coloring's,  mainly  in  light 
shades,  such  as  American  beauty,  saxe. 
old  rose,  mauve,  olive,  terra  cotta.  in 
brocades,  and  in  the  plain  goods  the 
same  shades  are  used  and  also  purples, 
crushed  strawberry,  nile.  etc..  greys  and 
browns  are  shown  among  the  staple 
shades.  Light  shades  are  also  used  for 
t<nils  of  muffs  and  lining  stoles,  etc. 


Furs  are  Following  Cloth  Fashions  Closely 

Manufacturers  Find  Growing  Problem  in  Meeting  Demands  for 
Style — It  is  Figured  That  the  Fur  Cape  Will  Have  a  Good  Run 
This  Winter,  Following  the  Popularity  of  the  Cloth  Garment. 


By 


Staff   Correspondent. 


MONTREAL,  Aug.  31.— (Special.) 
— The  first  indication  of  the 
Fall  styles  in  furs  showed  that 
there  was  a  tendency  towards  the  adop- 
tion of  the  cape  effect  in  ladies'  wraps. 
At  present  the  outlook  is  that  the  fur 
cape  is  to  have  a  good  run — at  least, 
that  is  the  construction  that  some  of  the 
big  manufacturing  furriers  have  put 
upon  the  season's  fashions.  Judging 
from  the  rapidity  with  which  women 
have  been  following  styles  of  late,  this 
is  not  surprising,  for  what  one  day  is  a 
striking  novelty  is  likely  to  be  the  gen- 
eral thing  with  stylish  dressers  in  the 
course  of  a  week. 

Where  the  cape  is  not  worn,  the  coats 
will  generally  tend  towards  the  loose 
roomy  models  made  of  light  soft  furs, 
which  give  comfort  with  warmth,  al- 
though, of  course,  there  will  always  be 
a  staple  demand  in  furs  for  those  models 
which  combine  good  appearance  with 
service,  and  which  will  not  pass  out  of 
the  fashion  in  a  single  season. 

Changes  Between  Seasons. 

Thus  we  find  that  the  furrier  has  an 
important  consideration  in  deciding  the 
styles  of  his  garments  and  in  endeavor- 
ing to  figure  the  trend  of  fickle  fashion. 
From  the  big  fur  centres  comes  the  ad- 
vice that  manufacturers  are  moving 
more  slowly  from  year  to  year,  and  that 
they  are  keeping  closer  to  the  demand — 
in  other  words,  they  are  preparing  for 
changes  in  style  between  seasons,  as  it 
were,  even  in  the  fur  business.  How- 
ever, such  conditions  in  Canada  would 
apply  to  a  more  limited  trade,  for  the 
reason  that  Canadians  have  more  need 
for  service  and  less  for  style  in  their 
furs  than  to  the  South;  but  there  is  a 
class  in  the  trade  that  will  have  the 
latest,  and  for  this  reason  the  furriers 
must  keep  closely  in  touch  with  the 
pulse  of  the  big  style  centres. 

Fitch  Promises  Well. 

Indications  are  that  seal  will  be  the 
big  seller,  although  there  will  also  be  a 
strong  demand,  especially  in  Quebec,  for 
the  Persian  lamb.  Dark  effects  seem 
likely  to  hold  the  favor,  and  many  of  the 
trimmings  will  be  of  self-material  for 
collars  and  cuffs.  In  contrasting  trim- 
mings, fitch,  ermine  and  mole  are  being 
used  extensively.  The  first  mentioned 
should  take  well  this  Fall;  it  did  not 
have  a  strong  run  last  season  in  Canada, 


but  in  the  States  it  has  been  the  coming 
thing. 

In  sets,  the  cape  effect  is  also  notice- 
able, the  neck  pieces  being  larger  and 
coming  down  over  the  shoulder,  also 
dropping  lower  at  the  back  and  front. 
The  flat  muff  will  not  be  so  strong,  and 
the  barrel  shape  will  be  the  "latest 
thing."  In  the  sets  the  long-haired  furs 
will    continue   their  popularity,   particu- 


with  the  war  developments  this  has 
placed  the  business  on  a  comparatively 
good  basis;  the  lower  prices  of  furs  gen- 
erally has  also  assisted  the  manufac- 
turers in  this. 


Fall   model  of  Hudson  seal  coat  with  con- 
trasted   collar.      Shown    by    Gnaedinger, 

Son    &    Co. 


larly  with  the  young  people,  and  fox  and 
wolf  will  be  shown  extensively. 

Following  the  tendency  of  the  popular 
demand  of  last  season,  there  have  been 
preparations  made  in  the  market  for 
meeting  the     moderate  price  trade,  and 


Fur  Trimmings 

Will  be  Used  Later  in  Season 
Very  Extensively  on  Hate  ■ — 
French  Trend  Will  be  Popular 
Here. 

EVEN  in  the  earlier  importations  of 
foreign  models  the  number  of 
models  trimmed  with  fur  shown 
is  remarkable.  The  French  models  seem 
to  favor  the  high-colored  furs,  such  as 
fitch,  leopard,  mole,  etc.  Monkey  fur  is 
the  latest  novelty,  and  will  be  seen  to  a 
limited  extent.  All  kinds  of  fur  will  be 
used,  the  long-haired  furs  in  the  form 
o1  bands  and  covering  a  small  section  of 
the  crown.  A  feature  that  should  not  be 
overlooked  is  that  many  of  the  short- 
haired  furs,  such  as  broad-tail,  pony, 
caracul,  mole,  seal,  Persian  lamb,  etc., 
are  now  so  closely  imitated,  that  they 
can  be  easily  substituted  for  the  real 
fur. 

Leopard  fur  combines  beautifully 
with  tete  de  negre,  and  a  Paris  hat  had 
the  round  crown  covered  with  this  fur, 
while  the  brim  edge  was  covered  with  a 
wide  roll  of  Ottoman  silk  in  the  same 
color,  the  turned-up  brim,  high  to  the 
side  and  back,  revealing  the  under  brim 
covered  with  the  same  thick  ribbed  silk. 
One  of  the  very  high-dyed  pheasant 
mounts  in  tete  de  negre  and  taupe,  with 
a  mist-like  twist  of  grey  paradise,  form- 
ed the  handsome  mount  that  rose  right 
from  the  fur  of  the  crown.  Both  fur 
and  crown  was  slashed  to  admit  of  the 
placing  of  this  mount. 

When  the  season  opens  some  wonder- 
fully effective  hats  and  toques  with  the 
brim  of  velvet  and  the  crown  of  imita- 
tion fur  plushes  will  be  seen.  Fur  tones 
in  the  deep  browns  of  seal,  sable,  and 
skunk,  in  the  greys  of  mole  and  chin- 
chilla, and  in  the  bright  tans  of  squirrel, 
as  well  as  for  the  creams  and  stone 
shades  of  fitch  and  leopard,  are  going 
t<    be  used. 

Beret  crowns  of  velvet,  combined  with 
skunk.  fitch,  and  coney,  will  be 
well  worn,  while  touches  of  fur  will  be 
used  on  many  hats. 
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DRY      HOODS    REVIEW 


Samples  of  Ads   With  a  Strong   Flavor  of  War  Conditions 


HOSPITAL  SHIP 
FUND  SALE 


ANSWERING  A  CRITICISM 


Itm  mdrviduatt  of  »'io'tM'<  CMKcfon*.  Our  grail  kl>Mf  poVf  cwbttj  ui 
It  Ucutt  a  larfe  conuinment  ol  Lam  at  •  tov  eo<r  onJ  »<  WM  ,),„,  or  the 
MMC  pttzenUf  feu  Ami  »or  'fSi/'ar  Into,  <*mr  n./wltiafr  fncnrfi  /ttf  fn«l 
on  ac.oitnf  •/  the  KO/ttT}  »f  L«ct  *«vtd   h,  the  itrift   in  Emope.    or   '4W4 

■  '  WEBEUEVi     Wi     ARE  DOING   THE 

HICHT  THINC  BY  CtViNC.  OUR  CUSTOMERS  THL  BFSEFIT 
Of  A  FORTUNATE  PURCHASE. 


>MPTQN'S     |      THE  HOUSE  OF  QUALITY 


AND  GOOD  VALUE      I    CROMPTON'S 


CLEAR  AWAY  SALE  OF 

ildren's    Dresses 


•■iiiiaju  "■  m.,  *?   QQ 


Then,  n 

ROCK  BOTTOM  PRICES    'good.'^atii'taHs  aU\ 
l-LACE  STOCK  I, 


Brocaded  Silks  and  I  Wh& 


I*  ol  \mm   •>!  Mvtphft — »(    A*v*    thoiaartdi    of    yard: 
II       Wm  <*rhj  m  At  market  and  l„d  am 
r.      <■■■     Mr    began.      TODAY    OUR 
ER  EQUIPPED  THAN  EVER  BEFORE 


„nd  t 


reduced. 


ItidefMt    | 

NO  CONDITIONS 


E/U  I  HI    BENEFIT  OF  A  SPECIAL   PURCHASE- 

f«*  ImU  *<  ikall  l*U  cn-rv  \*-d   at   law    fnatUet   »o( 


The  Best  News  We  Ever  Put  Into  So  Small  a 


1 


The  Best  of  the  Fre 

Are  Here-All  Marked  at 
Before-  the  -War    Prices 


,cJl  SilkS    (    YOU  ARE   INV,TED    1 
TO  ATTEND  THE 


n  the  lace  of  j 
likely,  price 


Our  Fall  Suits  at  $16.50 

Embody   all    Ac    teoumtUi    of    refinement,    and   ate    backed 

rbji  a  quality  of 
i  the  bttl  Cooi 


i  Uvancfag  market  we  „t  holding 
tn%  at  the  goods  last  Should  wc 
!  these  good,  ,n  Hie  ntJr  future 
w*uld  be  ii  lean  SO  to  7Sc  *  yard 

■ 

SI.  50 

W.llow"  Silk.,  ,,,»„  aw| 

II)    iht  -i    | 


EXHIBITION 

Herbert  de  Hwmo'i 

WORLD  FAMOUS 

PAINTIN(. 

THE  VILLAGE 
BLACKSMITH 


Comfort  in  New 
Cool  Kimonas 


,J  the  pUatur*  el  ottering 
SI6.50.     Blati  end  Navy.      Sue,   I -I.   16. 
36,  38,  40.  42  and  44. 

-       Up. 


BacitotheSoUandtotheMill  j 

Uu/  eounfry    caffs,      (f  h  patriotism   lo  j 

respond.     Organize  the  forces  of  production.  ( 

Nature's   own  resources   are  ours.     Break  j 

soit    erect  mills    cultivate  agricultural  efti-  ( 

dtocf-  grow  beets.     Lots  to  keep  tht  whole  \ 

country  busy      May  the  Ministers  otAgricut  j 
lure  and  of  Trade  and  Commerce  lead  ui 
may  they  lead  our  land  forces. 


Women's  Organdy 

and  Pique  Vests 

—THE  NEWEST. 

the    high    flare    collar 
bock;  perfectly  plain  I* 

dcried.     or     embroidt 

|H    net    tummed    in    va- 

tus   designs 

Also    New    Pique   VesU 


New    Goods     Starting    to 
Arrive  at  the  Ogilvy  Store 

Neft  goods  at  old  rates  hefore  the  declara- 
tion of  war— goods  which  we  cannot  replace 
w-ithout  paying  from  25  Per  Cent,  to  100  Per 
Cent,  higher,  and  in  some  instance*  cannot  at 
present  be  replaced  at  any  price. 


PRICES 
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jn.l  there  is  no  doubt  a  lot  of  current 
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materiata  and  goods 
||   but,  out  Mocks  be.ng 


cruitihg  Goes  On 
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ut  rank  and  redue- 

irices  all  along  the 

're^nd  there  some 

■ly  choice  bargains 
will  "be  picked  off  early  ill 
the  day,  and  in  some  cases  there  will  not  be 
.    ~i.0"««o   **  ■  hnv    aeaio    as   cheaclv    for 


THE  CANADIAN  SPIRIT 
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•TKe  Robert  Simpson  Coiapany,  Limited 
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T/Y£5£:  S£K£/V  NAILERS  WILL  HOLD  PRICES  STEADY 
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omcthlUR  to  llir  Miprcuic effort."— Tli«  Lonilon  ,Ioi 
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20  Seamiest   Imported 
AxmJnater  Rugt 


Tlf  *fjinl  ol  Unciihire  In  77  is  the  tplrtt  •(  ow  fUr  aeatt-lsvinc 
Qommirn  lods>  II  is  manifest  In  tht  unpreeerisnlei  Ntfafcalty 
Dl  our  npriMlltattw  an  a'.umbttd  at  Ottawa  Party  linet  are 
romplttely  lost  siphl  of  la  the  fate  ct  the    Safety  of  Era»re~  ** 

our  duty  and  i>rivtlegt  as  Daojhter  <n  sur  Mother  t  Ho«W  "  It 
Is  emph3si«d  sy  tht  tnlhosUyn  with  whtch  "The  Cad  It  Arm" 
is  bemq  anrwfed  f'om  ocean  lo  ocean  try  Iht  splendid  »ork  ke-nf 
jrcomuli^'M  Ihrough  Ifir  women  and  in  tht  loyal  generosity  of  so 
ma*)   wfaltfiy   pub'ic-spinttd  ciHrtns 

S.irma  s  continqfil  tntramtd  for  t*t  font  Ihli  »potr>o>t  They 
tarry  with  tlitm  Iht  mefnory  ol  a  stn^-otf  worth*  ol  tht  historical 
occasion  Tiicy  go  with  thtu  R*at  n  Ibsfc  MnOs  to  kohl  far  et- 
trythmn  thai  wt  hold  ifff  Our  Kn.q  Our  Home,  Our  Natm 
Land,  Oik  Emyirr    art  all  in  bsi  hastan  ^ssvwsw 

Our  boys  will  p'-1v  *di"""   u."l.  J^     T 

God  Sa<t  tfr  KiB|  V/ 

God  Bltss  Our  CM'rtn  Soldiers,  ^^^ 


No.  1 — The  Hamilton  Co.,  Montreal.     2 — John  Murphy  &  Co.,  Montreal.     3 — Crompton's,  Brantfonl.     4 — Goodwin  "s.  Montreal. 
r> — Ofrilvy's,   Montreal,     li — Ogilvie,   Lochead   &   Co.,  Brantford.      " — Robert    Simpson    Co.    8 — Gedd.es    Bros.,    Sam: a. 


ADVERTISEMENTS     THAT     CARRY 
WAR  ATMOSPHERE. 

(Continued  from  page  17) 
add,  "Even  in  the  face  of  an  advancing 
market  we  are  holding  to  our  original 
I  rices  as  long  as  the  goods  last." 
Editorials. 
The  fourth  and  eighth  advertisements 
are  in  some  respects  similar  in  that 
neither  one  deals  directly  with  merchan- 
dise itself,  but  is  rather  of  an  editorial 
nature,  that  of  Goodwin's  taking  up  a 
suggestion  that  one  of  the  most  effective 
methods  by  which  Canada  could  aid  the 
Mother  country  at  this  time  would  be  to 
break  the  soil,  erect  mills,  and  increase 
her  agricultural  efficiency.  The  one  of 
Geddes  Hros.,  of  Sarnia,  is  rather  unique 
in  containing  a  quotation  from  Lord 
Beaeonsfield  in  1872,  in  which  he  rotors 
I:  the  spirit  thai  animated  Kimland 
among  her  people  and  soldiers,  and  ap- 
plying this  to  present  conditions  in  Can- 
ada.  This  advertisemenl  is  different 
also  from  the  rest  from  the  Eaci  thai  it 
contains  no  reference  whatever  to  mer 
chandise,  bul  is  altogether  taken  up  with 
I  be  editorial  on  the  Canadian  spirit. 

The    lil'th    advertisement    goes    li.uk    to 


the  more  regular  line  of  war  reference 
by  stating  that  in  Ogilvie's  store  the  new 
goods  are  being  sold  at  the  old  rates  in 
force  before  the  declaration  of  war.  and 
assuring  the  public  that  as  the  firm  had 
stork  on  hand  purchased  at  the  lower 
h-'iires  they  would  make  no  attempt  to 
raise  prices  so  long  as  supplies  remain. 

The  sixth  is  a  rather  striking  notice 
on  prices  by  Ogilvie,  Lockhead  &  Co.. 
of  Bran!  ford. 

The  seventh  advertisemenl  of  the 
l.'obt.  Simpson  Co.,  is  of  a  rather  novel 
character,   as    it    quotes   seven    bargains 

which  it  declares  are  "nailers"  that 
will    hold    prices    steady,    and    goes    on    to 

quote  from  a  , journal      which     declares 
t  bal    everyone    shoul  1    i  on1  ribute    some 
thing  at  this  time.     The  firm  apply  this 

statement     b\     the    words    "We    want     to 

contribute   daily   to   the   confidence   and 

steadiness  of  our  citizens,"  and  there 
lore    they    were    nailing    prices    down. 

For  several  days  the  same  linn  follow- 
ed out  a  similar  line  of  bargains,  which 
appeared  in  each  case  at  the  top  of  i heir 

ad\  i'1't  isement. 

The   T.   Eaton    Co.,   made   little   use   of 
any    methods  of   this   kind   but    near   the 
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em!  of  Augus!  de]  arted  from  their 
strict  i  erchandise  advertisements  by  an- 
nouncing  in  an  eight-column  hue  across 
the  top  of  their  ad.  "Empire  Made 
Goods  Featured  throughout  the  store. 
Thursday.*'  They  went  on  to  state  that 
""Every  item  on  this  page  tells  of  goods 
made  in  the  British  Empire.  You  read 
ot  goods  you  are  buying  every  day  and 
lo  make  this  page  doubly  interesting  we 
have  mi'cicd  several  exceptional  Spi 
to  bring  an  early  shopping  crowd." 
Down  farther  was  sel  a  large  cut  show- 
ing two  flags,  which  were  run  in  colors 
red  and  black  in  several  of  the  papers. 
The  length  to  which  such  advertising 
should  go  and  the  advisability  of  adopt- 
ing one  or  more  of  the  methods  illus- 
trated   in    these    extracts   and    section    of 

advertisemenl-  should  be  consii 
carefully  by  the  dry  goods  merchant  at 
this  time.  Particularly  we  would  sug- 
I  e  si  thai  in  w  Inch  the  store  keeps  in- 
sisting day  after  da\  that  it  is  not 
charging  exorbitant  prices,  hut  that  in 
so  Ear  as  is  possible  ii  will  not  depart 
from    normal    figures    until    such    time    as 

an  increased  cosl  ^i'  new  goods  forces  an 

ad)  ance. 


DRY     GOODS    REVIEW 


WAR  INTERVIEWS. 

A   buyer  in  one   of  the  largest   stores 
In  Canada  outlined  the  situation  in  re- 
gard to  laces  as  follows:    The  supply  of 
Nottingham  laces  has   turned   out   to  be 
much  more  favorable  than  we  expected. 
We  are  cabling  regularly  for  goods,  and 
are    receiving   replies    on    the    following 
•day   that   these  will  be   shipped  on   the 
next  boat.    A  remarkable  result  has  been 
that  the  makers  there  have  already  taken 
advantage  of  the  abrogation  of  German 
patents  by  the  British  Government,  and 
some  of  the  best  of  the  Plauen  pattern's 
have    been    copied,    and      samples      have 
readied    us   in    Canada,   and      we     have 
cabled    back    several    orders.    This    will 
open    a    new   line   for   British    manufac- 
turers, and  so  far  as  we  can  judge  the 
supply    from    Nottingham    will    come    in 
fairly    freely.     We    have    arrangements 
in  England  for  the  payment  of  our  ac- 
counts,   and    hence    we    are    not    handi- 
capped by  the  heavy  rates  of  exchange. 
For  those  who  are  and  those  who  have 
not  arrangements  made  for  buyers  being 
on  the  ground  and  thus  facilitating  the 
shipment    of    English    orders,    numbers 
have    been    made    with    United      States 
manufacturers  and    a   large  quantity   of 
their  laces  will  be  used   in  Canada  this 
season.     Representatives  of  U.   S.  firms 
are  working  the   Canadian   field   for  all 
they  are  worth.     We  have  not  made  any 
advance  yet  in  laces,  and  will  not  do  so 
until  we  are  forced  to  pay  much  higher 
prices  for  them. 


NO    MORE    KID    GLOVES. 

A    buyer   for   a    glove    department    of 
a     Canadian     store     declared    that    the 
situation  was  among  the  worst   of  any 
lines  in  dry  goods  stores.    So  far   they 
have   received  .  only    one    shipment,    and 
part    of    a    second    in    kid    gloves    from 
France,    which    was    the   only    source   of 
supply,    and    did    not    expect    any    more. 
The  outlook  for  Spring  was  that   there 
would  be  practically  none  on  hand.    This 
applied    also    to    chamoisette    and    lisle 
gloves,     which      might      be      manufac- 
tured   in    the    States    were    they    not   so 
entirely    dependent    on    Europe    for    the 
raw  materials.     In  silk  gloves  this   firm 
always    did    a    good    business    with    the 
United    States,    and    this    would    be    in- 
creased in  spite  of  the  35  per  cent.  duty. 
English    makers,    he    declared,    did    not 
spin  their  silk  fabric,  but  bought  it  from 
the  Continent,  and   this  was  a  consider- 
able   handicap.     Cashmere    gloves    were 
made  in  Germany  alone,  and  these  also 
would  be  off  the  market  very  soon,  as 
would    most    of    the    lisle    gloves.      The 
United  States  houses  generally  were  ad- 
vancing  kid    gloves    $3    to    $6    a    dozen, 
but  so  far  as  he  knew  Canadian  houses 
were   holding  to  former  prices. 


"LOYALTY"  IN  OPENINGS 

THERE   is  a  great  tendency  at   present  on   the   part   of   merchants,   newspaper*    (except   those 
controlled    by    mail    order    house)    and    the    public    generally    towards    furthering    a    "Home 
Town   Movement,"    and   endeavoring   to    forcefully   impress   upon   the    public    the   importance 
ind  necessity  of  supporting  local  merchants  and  industries. 

A  movement  of  this  kind  is  oue  which  deserves  the  support  of  every  retail  merchant  and 
tt  would  appear  that  there  could  be  no  more  opportune  time  than  r li.-  present  for  the  launching 
of  a   new  movement  that  aims  at  a   more   adequate   recognition   of  the  local  merchant. 

Retail  merchants,  especially  those  in  the  smaller  towns  and  cities,  cannot  get  away  from 
the  fact  that  a  great  deal  of  business  is  being  lost  to  the  mail  order  houses. 
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PROMPT  SERVICE 
GUARANTEED 


"Our  Main  Line 
is  Quality  Line" 

Watch  for  special  window 
display  of  Fall  importations 
of  Dress  Goods  and  Silks  and 
Paris  and  New  York  Millin- 
ery Models  for  Fall. 

2012  Queen  St.  East 


Phone  Beach  280 


Before-theAVar  Prices 


Local  money  is  being  sent  to  outside  places  for  goods  which  could  in  many  Instances  be 
bought  at  home  for  the  same  price.  In  some  towns  it  is  purely  the  fault  of  the  local  merchants 
that    they   are   losing   business   to   the   mail    order   houses.      There   are    some    local    merchants    who 

never    advertise — who    seldom    make    a    d nt    window    display    of    their    wares    and    who    bowl 

about    the   unfair   competition    of    the    mail    order    houses.      These    merchants    as    a    general    rule 
deserve  little  or  no  sympathy.     They   arc  dead   ones  and   they   let  every  one  else  know  it. 

On  tin-  other  hand,  there  are  local  merchants  who  are  making  a  brave  tight  against  the 
inroads  of  the  catalogue  houses,  and  as  a  rule  you  do  not  find  them  complaining  very  much. 
Thev  are  badly  handicapped  in  some  ways  but  th<  y  are  making  the  best  of  the  situation  and 
using  the  material  at  hand  to  fight  the  competition  of  the  big  mail  order  houses.  These 
merchants,  deserve  sympathy  and  assistance.  They  should  be  supplied  with  plenty  of  ammuni- 
tion in  the  war  of 'advice 'on  business  getting  methods  that  will  assist  them  in  their  uphill 
struggle.  The  Review  has  always  advocated  the  "Loyalty  to  Your  Own  Community"  spirit  and 
has  published  articles  showing  what  merchants  were  doing  to  combat  mail-order  competition. 
\  few  days  ago  the  idea  struck  us  that  a  "loyalty  flag"  would  make  a  splendid  addition  to 
the  dry  goods  man's  davertising.  In  the  accompanying  illustration  we  show  how  it  can  be 
used  in  an  advertisement.  It  is  the  intention  of  The  Review  to  supply  these  at  the  nominal 
price  of  fifteen  cents  each  and  we  expect  that  in  the  near  future  several  thousand  (  anadian 
retailers  will  be  using  the  little  flag  in  their  newspaper  advertisements.  The  flag  make,  an 
anneal  which  will  not  be  overlooked  by  readers  of  the  publication  in  which  the  flag  appears. 
We  wish  to  do  bur  share  in  furthering  the  spirit  of  "loyalty  to  your  own  community  and  in 
assisting  the  retail  merchants.  The  Review  has  secured  the  co-operation  of 
Publisl 


own  community.^    ^p    wording,    wouid    be    suitable    for    a    preliminary    announcement:    the    flag 
would  form  'a  part  of  all  succeeding  ones,   arranged  in   some  different  position. 
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Domestic  Supplies  Make  Situation  Fairly  Good 

Particularly  is  This  the  Case  in  Underwear  and  Sweater  Coats 
— Silk  and  Lisle  Hosiery  Certain  to  Advance,  as  Have  Most 
Woollen  Lines  from  England — Scarcity  of  Dyes  and  Fine  Yarns 
Troubling  Makers  for  Spring. 


FORTUNATELY  for  the  ease  of 
mind  of  the  men  who  are  respon- 
sible for  knit  koods  supplies  for 
the  public,  domestic  manufactures  are 
in  a  much  more  favorable  position  than 
in  a  great  many  other  lines.  In  sweater 
coats,  for  example,  as  is  well-known, 
domestic  makes  predominate  to  an  over- 
whelming extent.  In  underwear  the, 
manufacturers  of  this  country  have  won 
and  are  holding  a  similar  place,  and  in 
hosiery  this  state  of  affairs  is  beinu-  ap- 
proached  more  nearly  year  by  year. 

The  first  two  lines  are  active  in  an- 
other respect:  many  merchants  as  well 
as  supply  houses  came  through  the  Sum- 
mer with  considerable  stock  on  hand, 
and  fortunately  styles  show  very  little 
material  change  in  either  line.  Some 
large  firms  that  were  short  in  lines  of 
English  underwear  scurried  around  on 
the  first  alarm  to  protect  themselves  by 
rapid  buying,  but  since  then  the  situa- 
tion in  regard  to  shipments  from  Eng- 
land has  improved  wonderfully.  Un- 
questionably the  supply  sent  over  will 
fall  far  short  of  a  normal  year,  but  do- 
mestic lines  will  be  used  to  supplement. 

Silk  and  Cotton  in  America. 

In  hosiery  the  demand  for  silk  and 
cotton  will  help  Canadian  and  U.  S. 
manufacturers  while  England  is  expected 
too  look  after  cashmere  fairly  well.  The 
(T.  S.  is  going  into  the  manufacture  of 
artificial  silk  and  the  European  source. 
will    not   be   so   indispensable. 

The  scarcity  of  dyes  will  affect  the 
sweater  coat  and  hosiery  men  here  as  in 
the  States  and  so  far  no  one  seems  to 
know  how  the  situation  will  work  out. 
There  will  also  be  a  scarcity  of  the  finer 
wools  and  yarns  ami  higher  prices.  One 
manufacturer  has  a  supply  of  the  latter 
awaiting  him  in  England,  hut  is  afraid 
the  high  exchange  ami  carrying  charges 
will  prevenl  him  ordering  its  realease 
until  he  sees  how  prices  will  he  worked 
out   by   Other   manufacturers.    Meanwhile 

a  number  of  factories  are  working  over- 


time on  Government  orders  for  the  Can- 
adian contingent. 

Like  most  other  lines  Spring  supplies 
are  threatened  more  than  Fall,  and  many 
travellers  will  not  start  out  on  their 
usual    September   itineraries. 


DUBIOUS  ABOUT  SHIPPING. 

"English  goods  on  the  whole  will  be 
in  pretty  good  shape.  We  have  received 
75  per  cent,  of  our  shipments  in  hosiery, 
and  expect  to  get  goods  right  along. 
This  applies  to  cashmere  particularly. 
However,  we  must  expect  that  the 
volume  of  manufacturing  will  drop  with 
the  uncertainty  that  there  is  as  to  the 
likelihood  of  British  manufacturers  re- 
ceiving' payment  fur  their  goods.  This 
makes  no  difference  with  large  and  well- 
established  Canadian  buyers,  but  they 
will  hesitate  with  new  or  small  accounts 
when  they  do  not  know  the  exact  fin- 
ancial condition,  and  when  they  are  sure 
of  being  compelled  to  wait  for  perhaps 
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months  for  the  payment  of  their  ac- 
counts, because  at  the  present  rate  of  ex- 
change no  importer  can  afford  to  pay 
his  bills  promptly.  Some  are  fortunate 
enough  to  have  arrangements  by  which 
English  representatives  settle  their  ac- 
counts, and  are  willing  to  wait  any  rea- 
sonable     time      for      payments      from 

Canada. 

•  *     • 

SILK  LISLES  AT  35  CENTS. 

''We  have  bought  recently  in  the 
States  fibre  silks,  both  in  ladies'  and 
men's,  and  silk  lisle  hose  in  colors  as 
well  as  black  and  white,  and  expect  to 
do  a  big  business  with  domestic  and 
United  States  manufacturers.  We  have 
been  able  for  example  to  get  a  line  of 
silk  lisle  hose  that  can  retail  at  the 
popular  price  of  35c,  and  the  United 
States  in  spite  of  all  reports  as  to  the 
impossibility  of  getting  raw  materials 
are  making  their  own  silk  fibre  yarns." 

•  •     • 

KNIT  GOODS  TROUBLES. 
A  manufacturer  of  knitted  goods  re- 
ports that  makers  will  be  tied  up  for 
want  of  fine  wool  and  imported  yarns. 
Worsted  yarns  are  in  great  demand  by 
sweater  coat  manufacturers.  Mercerized 
yarns,  such  as  are  used  in  silk  coats, 
have  been  coming  from  Germany,  and 
this  source,  of  course,  will  be  tied  op. 
The  manufacturer  who  had  large  stocks 
(ii  hand  would,  he  thought,  be  fortun- 
ate if  the  war  lasted  for  some  time,  and 
the  general  result  in  his  opinion  would 
be  a  considerable  advance  in  the  price 
of  all  knitted  goods. 

•  »     • 

ADVANCE  OF  10  PER  CENT. 

An  advance  of  ten  per  cent   on  woolen 
goods   in   England,  which  was  announced 

during   the   last    week   of   August    gives 

some  idea  of  the  seriousness  of  the  situa- 
tion. This  with  the  increased  costs  of 
transportation  and  exchange,  etc.,  di- 
rectly affects   the   position   of   the   Cana- 


KNITTED    GOODS  Dry  Goods  Review 


There  is  no  war 

With  "St.  George  Woo /nap" 

*1  It  holds  the  uncontested 
position  of  the  first  quality 
men's  underwear  of  Canada— 
the  underwear  that  defies 
competition  and  stands  master 
of  the  situation. 

l  Our  claims  are  founded 
on  cold  facts.  The  unsettled 
conditions  caused  by  the 
European  war  does  not  affect 
"St.  George  Woolnap"  under- 
wear production. 

Your  wholesaler  can  supply 
your  needs.      Write  to  him. 
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Spent  $315  Cabling  for  Dyes.     Prices  Quadrupled 

A  .Y  idea  of  tht  seriousness  of  the  shortagt  of  dyes  in  Canada  at  the  present  time  as  a  result  of  the  war 
■**■  and  tht  closing  down  of  the  big  German  plants  when  tht  great  bulk  of  thi  world's  supplies  wen 
manufactured,  may  lx  judged  from  the  fact  that  a  Montreal  dealer  in  dyes,  has,  sinct  tht  opening  of  th( 
war,  spent  §315  in  cal>l<  f/rtintx  lo  I'Jtirope  in  <ni  enden  n,r  h>  //</  in  touch  with  tht  situation.  ll<  received 
but  "in  n  ply  which  <  mbraced  an  offer  for  a  trifling  3,000  pounds — about  one-tt  nth  of  the  ordt  r  usually 
placed  with  tin  same  house — and  the  price  was  at  lH'l,  which  menus  that  ht  would  have  to  pay  36c  fot 
dyt  which  he  had  been  st  lling  at  9c. 

It  is  reported  that  one  of  the  Canadian  firms  which  has  been  dealing  in  dyes,  but  which  has  largely 
confined  its  operations  to  mixing  imported  colors,  is  making  arrangements  for  manufacturing  outright. 
The  development  may  take  some  time  and  rt  quire  a  lot  of  ezpt  nst .  but  tht  situation  is  such  that  although 
dyes  could  not  be  turned  out  in  Canada  to  emu  jute  in  price  with  what  tht  Germans  havt  been  supply- 
ing the  future  will  undoubtedly  see  altogether  different  conditions. 


dinii  trade,  particularly  as  the  manufac- 
turers have  not  got  heavy  stocks  on 
hand  and  the  advance  will  also  apply 
to    raw    material. 

A  department  head  in  one  of  the  large 
wholesale  linns  states  that  his  view  of 
the  situation  is  that  the  outlook  is  not 
at  all  bright.  Wholesalers  he  says  have 
not  heavy  stocks  and  he  estimates  that 
their  orders  for  this  Fall  were  thirty 
per  cent,  below  the  normal.  This  was 
due  to  the  fact  that  retailers  were  work- 
ing close  to  the  line  and  were  buying 
as  little  as  possible.  The  same  state  of 
affairs  affected  the  manufacturer  for 
the  mills  in  many  instances  were  only 
running  about  half  capacity  and  stocks 
of  raw  material  were  very  low. 

Raw  Material  For   Soldiers. 

With  the  declaration  of  war  and  the 
advance  in  the  prices  in  Great  Britain 
comes  also  orders  from  the  militia  de- 
partment for  "oods  for  the  contingent 
which  seel.,  likely  to  use  up  the  raw 
material  on  1  ;r  <1.  This  places  the 
trade  in  a  serii  us  position. 

This  wholesaler  believes  that  there 
should  be  better  business  eventually  for 
Canadian  makers,  but  it  will  all  take 
time  and  in  the  meantime  there  is  likely 
to  be  a  shortage.  In  the  first  place  there 
is  the  question  of  the  supply  of  dyes, 
and  there  would  be  the  matter  of  secur- 
ing the  fine  yarns  required,  for  many  of 
•these  yarns  are  made  in  Germany,  even 
those  which  are  used  in  the  manufacture 
of  goods  in  England. 

As  regards  the  underwear  for  women, 
the  situation  is  better  for  the  bulk  of 
these  lines  are  made  in  Canada  and  there 
is  a  comparatively  small  proportion  of 
wool. 

With  women's  hosiery,  however,  there 
is  entirely  another  problem  for  perhaps 
ninety  per  cent,  of  the  fine  stockings 
which  women  now  wear  come  from  the 
continent — this  includes  silk  and  lisle — 
and  the  big  handicap  about  producing 
them  in  this  country  would  he  in  secur- 
ing the  dyes. 


SILK   GARMENTS   FOR   FALL. 

There  is  still  a  good  demand  for  the 
silk  coat  noted  in  the  high-class  trade, 
and  the  dealers  are  now  speculating  on 
what  the  developments  of  the  turn  of 
the  season  may  be,  and  whether  the  silk 
garment  is  going  to  stand  the  cold  wea- 
ther test.  It  is  a  question  whether  ap- 
pearance will  offset  comfort,  but  in  rela- 
tion  to  the  sweater  business  in  general  it 
is  not  vitally  important,  as  the  high 
price  of  the   silk  coat  restricts  it   to  a 

limited  demand. 

*     *     * 

SWEATER    COAT    SCHEDULE. 

The  following  schedule  for  sweater 
coats  has  been  adopted  by  the  Jobbers' 
Association  of  Knit  Goods  Buyers  of  the 
United  States,  taking  the  place  of  the 
tentative  one  drawn  up  last  January : — 

Men's    Sweater    Coats. 

Width       Length  Sleeve 

34    15%            if,  20 

36    1G%             27  20 

38   17%            28  21 

40    1S%             28  21 

42    19V"             28  21 

44    20%             29  22 

46    21%             29  22 

Boy's   Sweater   Coats. 

Width  Length  Sleeve 

24  11  18  13 

26  12  19  15 

28  13  20  16 

30  14  21  17 

32  15  22  is 

34  .16  24  19 


Fixed  Prices 

U.S.  Jobbers  Protest  Againsl 
Retailers  Forcing  Selling  Prices 
to  Remain  I  Unchanged. 

THAT  it  would  be  wise  to  break 
away  from  the  fixed  retail  prices 
of  25  cent-,  .".(i  cents  and  $]  for 
underwear  was  the  opinion  of  President 
Smith  of  the  Jobbers'  Association  of 
Knit  Goods  Buyers  at  a  recenl   meeting 

in    New    York. 

The    fixed    price    custom,    he    held,    had 

forced   manufacturers   to   produce   down 

to    a    price    instead    of   up    to   a    quality. 

A    committee    was    chosen    to    report     on 
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means  to  divert  the    abuses  of  the  fixed 
price. 

Dealing    with    the    same   subject.   Lin- 
coln Cromwell,  of  Win.  Iselin's.  said: 

"There  have  been  some  peculiar  con- 
ditions to  make  the  underwear  competi- 
tion uncommonly  hard.  The  retailer  has 
put  a  Chinese  wall  around  the  whole 
business.  He  has  fixed  certain  prices  on 
underwear  called  "popular"  prices  in 
the  trade,  but  inexpressibly  unpopular 
with  manufacturers,  and  refused  to  sell 
underwear  at  any  other  prices.  Fully 
three-quarters  of  the  underwear  sold  in 
this  country  is  retailed  at  $1  a  suit,  most 
of  the  rest  at  50c  a  suit,  and  compara- 
tively little  at  higher  prices.  So  all  our 
manufacturing  ability  and  all  the  selling 
competition  has  been  focused  on  two 
prices.  A  mill  can  sell  taffetas  from  75c 
to  $3  a  yard,  but  Summer  underwear 
mills  must  shut  down  if  they  cannot  sell  a 
25c  or  a  50  balbriggan  or  a  $1  union 
suit.  For  years  we  have  walked  into  these 
two  price  funnels  with  our  products  and 
la\c  squeezed  our  profits  in  order  to  come 
out  at  the  small  end.  Xo  industry  ever  had 
s  harder  task  master  than  the  fixed  retail 
price  of  the  underwear  business.  But 
the  trouble  did  not  stop  there.  The  re- 
tailer who  would  not  change  his  selling 
prices  by  a  cent,  would  and  did  change 
his  buying  prices.  Each  year  be  came 
back  crying  that  his  expenses  had  in- 
creased and  lie  must  buy  cheap* 
fail.  We  all  remember  when  $4.25  a 
dozen.  35c  a  garment,  was  the  jobbing 
price  f"i  mosl  50c  underwear.  At  that 
time  the  average  cost  of  retailing  dry 
goods  was  probably  under  20  per  cent,  of 
the  sales,  and  underwear  business  at 
these  figures  showed  the  retailer  a  net 
profit  of  ten  per  cent.  Now  the  big  re- 
tailer's expenses  average  three  per  cent. 
of  his  sales.  As  he  will  not  or  cannot 
change  his  fixed  selling  prices,  be  ex- 
pect- the  jobber  and  manufacturer  to 
sell  him  cheaper  each  year:  and  the  end 
i-  not  yet.  1  do  not  blame  the  retailer. 
lie  cannot   help  it." 
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AIRYWEAR 


with  500  tiny  ven- 
tilati  r's  to  every 
square  inch.  "Airy- 
wear"  underwent-  is 
.  ill  and  exceeding- 
lj  healthful  for 
both  men  and 
women.  It's  light, 
strong  and  com- 
fo.rtable. 


REGO 
PATENT  PENDING^ 


The 

"New-Mode" 

Drop-Seat 

Combinations 


Made  in  combed  sea 
island    cotton. 
Half  wool. 

:!,    wool. 

All    wool,   size  32  to 

42   inch. 

For      Spring      and 

Fall    delivery. 


~\ 


1915  Samples  of 

Men's,   Boys',  Women's  and   Children's 

Summer  Underwear 

ARE  OPEN  FOR  YOUR  INSPECTION 


At  the  top  left  corner  of  this 
ad.  is  pictured  the  famous 
Harvey  "New-Mode"  closed 
combinations.  The  patented 
seat  solves  the  vexing  prob- 
lem merchants  and  manu- 
facturers have  been  up 
against.  It  is  the  new  idea 
i  n  combination  garments, 
adapted  to  all  styles  of  cor- 
sets, is  convenient,  and  com- 
fortable, all  senms  elastic 
and  reinforced.   The  "New- 


Mode"  drop-seat  combina- 
tions are  made  in  high  and 
V-shaped  necks,  short 
sleeves,  %  sleeves,  long 
sleeves,  and  ankle  or  knee 
lengths  (also  note  the 
fabrics). 

This  new  idea  has  given  an 
impetus  to  women's  com- 
bination underwear  sales. 
Place  your  Summer  under- 
wear orders  early.  Let  us 
submit  samples. 


Made  by 


Harvey  Knitting  Co.,  Limited 


Woodstock 


Age  tits 


Ontario 


British  Columbia  and  Alberta — H.  B.  Jjang.  (01  Welton  Bldg..  Vancouver.  Manitoba  and 
Saskatchewan— Harvey  Bros.,  313  Fort  St..  Winnipeg.  Ontario— J.  E.  McClung,  33 
Melinda  St.,  Toronto.  Quebec — P.  DeGruohv  &  Son.  207  St.  James  St.,  Montreal. 
Maritime    Provinces — F.    S,    White,    St.    Stephen,    N.B. 


J 
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FALL 


have  the  full  approval  of  the  Canadian  Underwear  trade.  Don't  decide  on 
your  Fall,  1914,  stock  until  you  have  considered  well  these  three  popular 
brands  of  ladies',  misses'  and  children's  underwear. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole  Selling  Agents 

RICHARD  L.  BAKER  CO.,   100  Wellington  St.  West,  Toronto,  Ont. 


(REG.) 


You  Never  Thought  It  Possible/or  Colored  Cotton  Hosiery 
to  Look  So  Fine  and  Wear  So  Well 

The  "Hermsdizing"  process  will  compel  you,  as  it  has  compelled  thousands  of  other  buyers,  to  change 
your  opinion  about  colored  cotton  hosiery.  The  "Hermsdizing"  process  makes  it  possible  to  have  in  cot- 
ton hose  the  same  beautiful,  even  colors  as  in  silken  goods — the  same  silky  lustre,  and  a  softness  of  tex- 
ture that  is  new  to  cotton  goods.  "Hermsdizing"  is  the  latest  marvel  in  Chemnitz  chemistry — originat- 
ing in  the  same  laboratory  that  revolutionized  the  hosiery  business  almost  a  generation  ago  with 

HERMSDORF  FAST  BLACKS 

You  will  want  "ITermsdorf  Brilliants''  in  your  line  because  they  represent  the  best  values  and  best  look- 
ers in  Imported  colored  cotton  hosiery.  You  will  be  able  to  recognize  them  by  the  stamp  "Hermsdorf 
Brilliants    on  the  sole.     .Made  for  men,  women  and   children. 


Works  : 
Chemnitz,  Saxony 


American  Bureau  : 
235  West  39th  Street,  N.Y. 
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.   The  Choice  of  a  Million 

MOTHERS 

Good  times  or  bad,  mothers  do  not  deny 
their  babies  and  children  the  little  com- 
forts— nor  would  they  think  of  substi- 
tuting inferior  qualities  for  the  best. 

One  evidence  of  this  is  that  Summer  and 
Winter,  Spring  and  Autumn,  our  mills 
are  kept  busy  on 

Little  Darling 

(Registered) 

and 

LITTLE    DAISY 

(Registered) 

Hosiery  for  Infants  and  Children 

You  can  depend  on  these  lines  as  "best 
sellers"  all  the  year  round,  and  especially 
during  the  cooler  months  that  are  com- 
ing. The  best  known  hosiery  in  Canada 
— the  undoubted  choice  of  Canadian 
mothers. 

Order  through  your  wholesaler 

Cfje  Clnpman  ^olton  knitting  Co.,  Htmtteb 

Hargetft  ^oaierp  ittanufaeturer*  in  Canaba 

Hamilton  ■  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 


Branch  Offices : 
MONTREAL  AND   WINNIPEG 


EVERY  PAIR  OF 
BY  THIS 


^M^- 


HOSE  PROTECTED 
TRADE-MARK 
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Humphreys 
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Underwear 
that's  built 
/^durability 

for  fit,  comfort 
and  appearance 

In  a  suit  of  Humphreys 
the  average  man  has  a 
feeling  that  amounts  to  contentment, 
because  there  is  no  pull  or  looseness. 
Continued  wear  demonstrates  this 
thoroughly,  and  proves  the  durability 
of  these  garments.  Once  a  fit,  al- 
ways a  fit,  is  the  true  slogan  for 
Humphreys,  for  the  durability  of 
the  fabric,  its  unshrinkable  quality, 
and  the  strong  workmanship  is  an 
assurance  against  ill-fitting,  even 
after  long  wear. 

Your  and  your  customers'  guarantee 


E 


1 


Stock  now  for  winter.  Ask  your  jobber 
E.  H.  Walsh  &  Co.,  Toronto 

Selling  Agents  for  Quebec,    Ontario  and  Western   Canada 

Humphreys  Unshrinkable 
Underwear,  Limited 

Moncton,  N.  B. 


.j 


Jaeger  Pure  Wool 

There  will  be  No  A  chance 

on  our 

Catalogue  Prices 

as   long  as   our  present 

Stock  Holds  Out 


We  cannot  guarantee  anything 
further,  but  as  our  supplies  come 
from  England  and  are  very  largely 

British   Production, 

we  look  forward  to  replenishing 
our  stock  without  great  difficulty 
in  the  near  future.  Prices,  how- 
ever, we  cannot  control. 


Dr.  Jaeger'slwotZ  System  CLZ 

Head  Office  and  Warehouse : 
243  Bleury  Street,  MONTREAL 


pany 
ted 


Do  You  Want  More 
Money  ? 

OF  course  you  do  and  are  willing  to  make  use  of 
your  spare  hours  in  a  way  that  will  net  you  the 
biggest  returns.  Many  others  like  yourself 
have  had  the  same  desire  to  turn  their  spare  time 
into  money  and  profitable  experience.  They  are  now 
making  from  $5  to  $20  a  week,  according  to  the 
time  given. 

IF  YOU  ARE  NOT  AFRAID  OF  WORK  you  can 
make  $5  a  week,  giving  3  hours  a  week  to  taking 
subscriptions  to 

MacLean's  Magazine 

We  supply  you  with  all  you  need  to  take  sub- 
scriptions except  the  determination.  We  allow  a 
definite,  liberal  commission  on  both  new  and  renewal 
subscriptions. 

THE  coming  months  are  the  most  pleasant  in  the 
year  for  the  work.  If  you  write  at  once  we  can 
appoint  you  as  our  local  representative. 

MACLEAN  PUBLISHING  CO.,  LTD. 

143-149  UNIVERSITY  AVENUE,  TORONTO 
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Dealers  and  Salesmen! 

If  you  will  write  us  we  will  gladly  mail  you  one  or 
more  88-inch  Tape  Measures,  designed  and  printed  espe- 
cially for  the  use  of  your  Salesman  in  taking  the  Trunk 
Measurement  of  his  customer. 


^Size  3 


o 


CM 
(0 


<0 


i 
in 


«0 


The   Correct  way   to   measure  a 
customer  for  Combination  Suits 


Unless  a  salesman  uses 
care  in  seeing  that  his  custo- 
mer gets  the  right  size  even 
Zimmerknit  closed-crotch  com- 
binations will  not  give  entire 
satisfaction.  In  producing 
perfectly  fitting  garments,  we 
feel  that  we  are  placing  in 
dealers'  hands  a  means  of  at- 
tracting a  very  good  class  of 
trade.  That  comfort,  style  and  fit 
are  now  the  big  factors  in  choosing 
underwear,  is  shown  by  the 
growth  of  Zimmerknit  sales. 


Correct  fitting  can  best  be 
obtained  by  Trunk  Measure- 
ment. Trunk  measure  (see  ll- 
lustration)  is  body  measure 
from  the  top  of  the  shoulder, 
down  the  front,  through  the 
crotch,  up  back,  returning  to 
the  starting  point.  If  the 
trunk  measure  is  right  the 
garment  will  fit  perfectly. 

We  will  gladly  supply 

tape     measures     free. 

Write  for  them. 


ZlMMltKNllT 

UNDERWEAR 


Closed-Crotch  COMBINATIONS 


W.    R.     Begg,    Toronto, 

Agent    for 
The    Province    of    Ontario 


E.    H.    Walsh    &    Co.,    Toronto, 
Agents    for    Quebec, 
Maritime    Provinces,    Manitoba,    Sas- 
katchewan and  Alberta. 


A.    R.   McFarlane,    Vancouver, 

Agent    for   the 

Province     of     British     Columbia. 


The    ZIMMERMAN    MANUFACTURING     CO.,    Limited 

HAMILTON,        ONTARIO 
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Full  line  of  Bal- 
briggan  and  Fine 
Ribs  In  Shirts, 
Drawers  and  Com- 
binations, including 
Cashmeres  and 
Merinos,  also  Bath- 
ing Suits,  Jerseys, 
and  Ladies*  and 
Misses'. 


Dry  Goods  Review 


KNITTED    GOODS 


yw//////////////^^^^^ 


Send  Us 
Your  Sorting  Orders 

We  are  in  a  position  to  handle  a 
limited  quantity  of  repeat  orders 
for  early  delivery  on 

KNITTED  SKIRTS,  TOQUES, 
GLOVES,     MITTS, 

HOSIERY,  CHILDREN'S  SUITS, 
MUFFLERS,  ETC. 

Orders  placed  with  us  will  receive 
prompt  and  careful  attention. 

AVON  HOSIERY  Limited 


RICHARD  L.  BAKER  &  CO. 

Sole  Representatives 
100  Wellington  St.  West 


Toronto 


\»//////M///////////////M^^^ 


THE  HALL-MARK  OF 


Registered  No.  282.005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrlnkabli 

THE  ACME  OF  PERFECTION  IN 
FOOT  WE  AH 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


Worn  by  the 
Beat  People 

Sold  4j>  the 
Best  Dealers. 


Manufacturers     of    Turnbull's     high- 
class     Ribbed    Underwear    for   Ladies 
and  Children.   Turnbull's  "M"   Band 
for    Infants,    and    "CEETEE"  Shak 
Knit  Sweater  Coats. 


kMmmmmmMmsmmmm: 


UTry 

a 

condensed  advertise- 

ment 

in 

the    DRY    GOODS 

REVIEW.    It  will  carry  your 

messa 

ee 

into   the    drv    goods 

and  departmental  stores  from 

coast 

to 

coast   for   only   two 

cents 

per 

word  for  each  inser- 

tion. 

Trad! 


MADE  BY 
KxiGOOERlCH  KNITTJ 


MARK 


Maple    Leaf    Brand    Hosiery 
— a  good  base  for  supplies 

ng  co         The  war  has  undoubtedly  cut  off  your  supply  of  hosiery   from   Europe  and  you  are  probably 

looking  for  another  source  of  supply.     You  can  profitably  sort  up  your  stock  by  ordering  the 

old  reliable  Maple  Leaf  Brand  Hosiery.     This   well-established  line  is  made  from  pure  worsted 

wool  and   sure  to  give  your  customers  as  good — and  probably  better—  satisfaction  than  the  ranges 

you  import.     Write  for  samples  or  drop  us  a  card   and  we  will  have  our  traveler  call  on  you. 

The  Goderich  Knitting  Company,  Limited 

GODER1CH,  ONTARIO 
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Practical  Suggestions  for  Opening  Backgrounds 

Original  Designs  That  Can  Be  Adopted  by  Canadian  Stores  — 
Decorative  Schemes  That  Harmonize  With  Merchandise — Simple 
But  Striking  Ideas  for  Fall,  1914. 

Written    for   The   Review   by   G.   A.    Smith. 


THE  keynote  in  present-day  window  display  work  is 
"Simplicity."  This  type  of  treatment  applies  not 
only  to  the  arrangement  of  the  merchandise,  but 
also  to  the  settings  which  are  made  to  accompany  the 
merchandise  display.  This  tendency  toward  a  simplex 
treatment  in  window  work  has  been  noticeable  for  a 
number  of  years,  but  it  is  only  recently  that  its  progress 
has  become  very  marked. 

Demand  For  Advanced  Ideas. 

One  will  occasionally  note  windows  which  have  been 
given  the  old  style  treatment.  Such  windows  are  the  work 
of  display  managers  who  have  failed  to  keep  abreast  of 
the  times.  The  display  manager  in  the  employ  of  a  broad- 
minded  aggressive  concern  who  closely  studies  the  develop- 
ments of  his  profession  who  is  prompt  to  grasp  new  ideas 
is  to-day  executing  the  best  window  work.  He  is  the  man 
who  is  the  most  in  demand  by  the  concerns  who  have  the 
best  positions  to  offer. 

Old  style  methods  of  display  served  their  purposes  well 
in  their  time,  but  such  methods  will  not  be  tolerated  in 
stores  of  progressive  up-to-date  merchants.  The  principles 
of  window  dressing  advance  and  improve  along  with  other 
improvements  in  this  age  of  progress.  In  fact,  the  im- 
provements in  window  trimming  ideas  not  only  keep 
abreast  with  but  are  often  in  advance  of  improvements 
made  in  other  departments  of  commercial  endeavor. 

Indeed,  it  was  not  very  long  ago  when  the  most  ap- 
proved settings  consisted  largely  of  a  mass  of  colored 
scrolls,  elaborate  and  even  "loud"  scenic  paintings,  over- 
done mechanical  devices,  and  a  conglomeration  of  artificial 
foliage. 

Harmonize  with  Merchandise. 

The  approved  settings  of  the  present  time,  however, 
arc  entirely  different.  Their  studied  and  graceful  archi- 
tectural lines  have  a  tone  and  character  that  will  be  dis- 
tinctly pleasing  and  which,  as  a  rule,  carry  out  a  decor- 
ative theme  that  harmonizes  with  the  merchandise  or  the 
purpose  of  the  display.  Moreover,  the  colors  introduced 
as  decora) Lves  are  strictly  in  harmony  with  and  fully  ap- 
propriate to  the  merchandise  on  display. 

Everything  included  in  the  ideal  window  trim  of  to-day 
is  given  due  consideration,  with  the  view  that  there  shall 
be  nothing  to  mar  the  good  effect  of  the  exhibit.  Every 
precaution  is  taken  to  have  the  finished  display  appropri- 
ate, attractive,  and  practical.  This  result  could  not  be 
accomplished  by  our  old  methods  based  chiefly  on  guess 
work  or  lolly. 

Searches  for  New  Ideas. 

The  besl   results  can  only  lie  brought  about  by  constant 

and  painstaking  effort.     The  efficient  display  manager  of 
to-day  is  not   the  "1  know  it  all  kind."     He  realizes  there 

is  t -e  to  learn   than  he  lias  ever  known.      lie  makes  it   a 

point   to  read  as  much  as  he  can  on  the  subject  of  display. 


He  will  study  the  different  periods  of  architecture  and 
work  out  a  series  of  designs  which  he  can  apply  to  the 
work  of  other  decorators.  Realizing  that  there  is  nothing 
in  the  way  of  window  decorating  that  is  strictly  original, 
lie  will  adopt  and  adapt  the  best  points  in  other  people's 
work  as  he  finds  them. 

As  a  timely  help  to  readers  of  this  magazine,  I  present 
two  sketches  showing  two  high  class,  practical  and  original 
window  backgrounds  for  the  Fall  opening  exposition. 
These  settings  illustrate  what  can  be  accomplished,  in  the 
way  of  timely  and  effective  settings.  By  an  intelligent 
treatment  of  these  settings  in  conjunction  with  the  general 
lay  out  and  along  lines  indicated  in  the  drawings,  the  re- 
sult cannot  fail  to  be  pleasing  as  well  as  practical. 

Description  of  Settings. 

DESIGN  NO.  1  suggests  a  suitable  setting  for  a  long 
stretch  of  windows,  carrying  them  out  in  a  range  of  colors. 

The  entire  design  is  made  over  a  frame-work  faced 
with  composition  board,  upon  which  alabastine,  felt,  cot- 
ton flannel,  imitation  marble  or  any  suitable  wood  in- 
grain paper  can  be  applied. 

The  finish  of  the  design  will  depend  upon  the  taste  of 
the  display  manager  and  according  to  the  amount  of 
money  that  can  be  appropriated  for  the  display. 

The  large  three-quarter  size  circle  which  forms  the 
main  portion  of  the  setting  consists  of  a  large  circle  cut 
from  one-inch  lumber  having  a  frame  work  about  six 
inches  in  width.  This  is  backed  up  with  a  piece  of  white 
or  tan  felt  with  the  design  of  tree,  grass,  etc..  worked  on 
in  pastels. 

This  is  an  unusually  attractive  and  novel  design  and 
is  a  good  example  of  the  post-impressionist  idea  m  de- 
signing. 

A  curved  design  sets  up  against  the  back  of  the  circle 
and  extends  out  to  the  end  of  low  platform  which  rests 
on  the  floor.  Platform  is  treated  to  a  covering  the  same 
as  used  for  circle  ami  side  piece  design. 

Placed  at  each  end  id'  this  low  platform  is  a  tall  stand. 
having   a    round    uprighi    Support    oxer    which    a    chopping 

bow]  has  been  attached1. 

Small  iron  legs  painted  to  conform  with  the  rest  of  the 
device  serve  as  supports.  Placed  in  the  chopping  bowl  is 
highh  colored  fruit,  vines,  and  ferns.  These  are  placed 
in  a  most  artistic  and  graceful  manner.  A  frieze  board 
extending  along  the  back  and  sides  id'  window  is  cut  from 
composition  board  or  one  inch  lumber  treated. to  a  coat 
of  alabastine  and  a  design  as  shown  is  worked  on  in  con- 
trasting colors. 

A   curtain  made   from  silk,  plush,  vclour.  or  serpentine 

crepe  is  attached  to  the  frieze  board. 

A  good  color  scheme  for  this  entire  setting  would  be  to 
carry  out   the  main  design   in  tone-  of   French   gray.     The 

design  on  the  frieze  can  be  worked  out  in  a  dainty  shade 

of  lavender. 
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Elevated   Cash 
Carrier 

Made  especially  for 
serving  upstairs  or 
basement  depart- 
ments from  central 
cash  desk  located 
either  on  floor  or 
balcony 


Keep  Control 

Over 

Your  Cash 

There  is  only  one  correct  way  to  keep  control  over 
cash  and  charges.  A  complete  written  record  must 
be  made  of  purchases.  This,  with  the  money, 
should  go  to  cash  desk. 


Cross-over    Drop    Station 

Newest    cable    carrier.      Cash 

boxes  do  not  loop 

drop   stations. 


Where  a  centralizing  system  is  used,  money  and 
sales  slip  are  checked,  first  by  the  sales  girl,  then 
by  the  cashier.  Mistakes  and  shortages  are  pre- 
vented. 

A  Lamson  system  is  based  on  correct  and  econom- 
ical merchandising  principles.  It  provides  for  a 
complete  written  record  of  sales.  It  keeps  control 
over  cash  in  one  place,  instead  of  tying  up  money 
in  tills  scattered  about  the  store.    Clerks  keep  busy 


waiting  on  trade.  Responsibility  for  your  cash  is 
placed  with  rapid  and  experienced  cashiers. 

A  Lamson  system  provides  the  only  rapid  and  re- 
liable means  for  properly  taking  care  of  all  trans- 
actions, cash,  charge,  C.O.D.,  take,  send,  etc. 

Lamson  Store  Service  equipment — wire  line  cash 
and  parcel  carriers,  cable  and  tube  systems,  pack- 
age conveyors,  and  light  elevators — are  made  to 
meet  the  needs  of  large  and  small  stores. 


Better  Service  with  Lower  Selling  Expense 


— that's  Lamson  Service. 


For  information  con- 
cerning any  store 
service  problem  see 
our  nearest  repre- 
sentative, or  write 
us  direct. 


No.  9  Parcel   Carrier 

Improved  parcel  carrier  equipped  with  ollless 
bearings.  Carries  loads  up  to  twenty  pounds 
over   lines    up   to   two    hundred    feet   in    length. 


Dp-send    Cash    Carrier 

Made  to  serve  upper  floor  from 
central  cash  desk. 


The  Lamson  Company,  Boston,  U.  S.  A. 


V 


Representatives  in  all  principal  cities 


SERVICE 


■J 


67 


Attractive  Designs  for  Backgrounds  of  Fall  Openings 


DESIGX  XO 


Another  g 1  color  scheme  would  be  to  use  tan,  brown 

and  gold.    The  painting-  should  be  executed  in  Fall  colors. 

DESIGN  NO.  2  is  an  unusually  simple  yet"  striking 
setting  for  an  Autumn  opening. 

This  entire  design  is  made  up  into  a  frame  work  of  %- 
inch  lumber  having  a  facing  of  composition  board  applied 
thereon.  This  can  be  made  in  sections  of  a  suitable  size 
so  that  they  can  be  taken  into  the  window  without  any 
inconvenience. 

PRIZE  WINNERS  NEXT  ISSUE. 
Owing  to  the  rush  of  openings  and  also  to  absence  on 
holidays,  the  reports  of  the  judges  on  the  window  trim- 
ming, card  writing  and  advertising  contests  were  not  com- 
pleted in  time  for  this  issue,  but  will  appear  in  the  next. 

The  panels  shown  at  top  and  ends  of  design  can  be 
made  the  same  thickness  as  the  large  section  in  back  which 
should  he  about  4  inches.  These  rest  on  top  of  same  set- 
ting  flush  with  the  face  of  design. 

Connecting  the  two  panels  is  a  long-  strip  of  same  width 
also   which   e\t":nls  out    to  the  sides  of  design.      This   can 


be  held  in  position  with  a  one-inch  block  about  4  inches  in 
height  and  which  leaves  a  recessed  effect  into  which  a  stem 
plaster  of  paris  is  inserted  herein. 

The  end  design  is  made  the  same  thickness  and  has  a 
cap  design  resting  thereon.  A  support  connecting  the 
lower  portion  and  top  cap  is  of  the  same  thickness,  and 
sets  flush  with  the  remainder  of  the  design.  A  plaster 
ornament  is  placed  at  each  end  of  this  cap  which  gives  it  a 
finished  effect  and  relieves  the  barenness. 

Five  of  these  ornaments  are  also  placed  on  the  panel 
as  shown.  Draped  from  each  panel  is  a  huge  festoon 
extending-  from  one  to  the  other.  These  are  connected 
up  with  pendants  at  each  end. 

A  gold  colored  drapery  cord  worked  up  into  a  knot  with 
fancy  loops  twisted  over  thin  wire  holds  them  out  into 
position  and  with  the  ends  draped  underneath  and  out  at 
the  bottom  completes  this  idea. 

The  foliage  should  he  in  colors  to  harmonize  with  the 
general  background  scheme.  Tan.  gold  and  brown  are  ex- 
cellent colors  for  this  design. 


:W* 
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Fall  1914-Dark  Hats  Shown  Against  White  Back 

ground  of   Silk 


"T1  HIS  is  one  of  the  series  of  millinery  windows  put  in  under  tht  direction  of  A.  E.  Apted  in 
connection  with  the  opening  display  for  Fall  made  by  the  T.  Eaton  Co.,  Tomato.  Tltis  win- 
dow was  chosen  for  illustration  because  the  mil  Hairy  forming  the  display  stands  out  so  clearly 
against  the  white  ground  and  background.  The  fashionable  colors  are  so  very  dark  this  Fall 
that  the  models  can  hardly  be  seen  to  best  advantage  when  placed  against  an  ordinary  Fall 
background.  The  use  of  rich  color  for  backgrounds  has  always  been  held  to  bt  proper  for  Fall 
displays,  but  the  decorators  who  have  used  them  this  Fall  hart  done  so  with  less  successful 
results,  for  the  dark  blues,  blacks,  dull  greens,  beetroot  reds,  seal  browns  and  tete  de  negres  s. in k 
into  a  colored  background  and  nearly  all  detail  is  lost. 

The  Autumn  feeling  is  given  by  the  use  of  dahlias  in  various  shades  in  the  window  shown, 
and  mixed  with  the  dahlias  are  asparagus  fern  sprays.  The  flowers  are  massed  in  high  stands 
of  Empire  design,  matching  the  small  table  in  the  centre  of  the  window.  Both  table  and  stands 
are  finished  in  dnll  gold.  The  centre  panel  of  the  background  is  of  white  china  silk,  mounted 
top  aa<l  bottom  on  a  rod.  and  the  side  panels  are  of  deep  peacock  blue  plash,  framed  in  dull  gold. 

The  centre  figure  wears  a  basque  or  redingote  dress  of  black  broadcloth ,  and  a  military 
toque,  the  crown  of  which  is  of  black  velvet,  and  flic  high  brim  covered  with  plates  of  jet.  Dull 
silver  asters  form  the  base  trimming  for  the  high  quill  of  jet.  The  hat  on  the  high  stand  on 
the  table  is  a  portrait  sailor  of  beetroot  re/ret  w  th  a  fringe  of  monkey  fur  laid  on  the  brim  and 
a  bow-like  mount  of  the  same  placed  at  the  side  front.  The  other  hat  on  the  table  is  a  high 
toque  with  white  and  black  hackle  crown  which  is  drawn  into  a  high  mount  at  the  side  of  the 
back.  The  brim  is  covered  with  black  velvet.  A  bag  of  morocco  leather  and  an  umbrella  with 
an  engraved  silver  handle  also  have  a  place  on    the  table. 

The  hat  on  the  high  stand  at  the  extreme  left  is  of  a  very  deep  shade  of  Burgundy  velvi  t. 
It  is  a  flat  brimmed  sailor,  moderately  large  and  very  simply  trimmed  with  two  short  ostrich 
tips,  one  smoke  grey  and  the  other  dull  rose,  making  a  bow-like  effect  with  a  silk  rose  as  the 
centre. 

The  hat  below  is  of  tete  de  negre  velvet  trimmed  with  a  pair  of  natural  gull  wings.  All 
the  other  Itats  are  black,  and  three  of  them  are  ostrich  trimmed.  The  fourth  is  of  velvet  and 
faille,  the  brim  being  of  the  latter.  The  upper  and  the  under  brim  an  joined  by  a  pivot  edge 
formed  by  hemstitching  in  a  sad/oped  effect.  Two  treated  pheasant  feathers  are  placed  with 
the  ends  crossing  in  front  under  a  jetted  ornament. 

This  display  is  very  adaptable  and  could  be  cut  up  into  sections  to  suit  the  size  of  any  win- 
dow available,  fake  off  the  plush  panel  on  the  left  side  and  without  change  it  could  be  used 
in  a  smaller  window.  The  table  and  the  group  of  hats  surrounding  it  would  fit  excellently  info 
(jaite  a  small  window.    If  the  table  was  too  large  it  could  be  replaced  by  a  stand. 
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Early  Fall  Window  Showing  Variety  of  Lengths 


rllis  window  forms  one  of  the  earliest  showings  of  Fall 
length,  though  there  is  a  decided  unity  of  style  effect  and 
When  the  coat  is  of  medium  length   tlie  long  tunic  forms 
the  skirt   is  perfectly  plain.     Though    the  tendency  is   towa 
that   is   interesting,    'the  coat   is  plain    tailored    with   notch 
Four   Fall   hats   are  shown    on   stands    with    these  suits 
the  new  millinery. 

Simple   drapes   mounted   on   a    brass   rod   allow    the   mal 
fancy  screens  placed  on  each  side  are  the  only  backgrount 

In   relieve   the  plainness   Of   the   floor.      Had   this   been   a    later 
such    as    hosiery,    gloves,    shoes    and    necli 


suit  models.  Practically  every  model  is  of  a  different 
both  the  kimona  and  the  regulation  cut  coat  sleeve  is  used. 

part  of  the  skirt  arrangement,  but  with  n4  ami  %  lengths 
nls  longer  coats  the  second  suit  forms  a  neir  development 
collar  and  set-in  sleeve,  and  the  skirt  is  accordion  pleated, 
and  indicate   the  simplicity   that   is   one  of   the  features  of 

ogany    permanent    background    to    show    between,    and    two 
accessories    used,    sate    for    three    puljings    of    plush     used 
season    display    doubtless    many    of    the    numberless    >iccea- 
wear   would    hare    been    used. 


Work  of  E.  P.  Burns,  of  the  Robert  Simpson  Company. 


CARD  SUGGESTIONS. 

The    following    are    timely    card    sug-      infants 
gestions : 

Advance  showing  of  crepe  de  chines  in 
latest  Fall  shades,  $1.50. 


*     *     * 
New  Fall  colorings  for  afternoon  and 
evening  wear. 


Dainty  and  comfortable  garments  for         Favored  styles  in  women's  garments, 

Fall  1914. 

*     *     *  *     *     * 

,  ,  .     ,  Paris   and   New   York   millinery,   Fall 

A  few  samples  of  the  popular  priced      1Q1,  *     *     • 

The   fashionable  long  tunic  skirts   of 
all  wool  fabrics. 
A  new  basque  skirt  $9.50.  See  also  page  93. 


women's  suits. 


#         #         * 


SHOW  CASES 

If    you    are    interested     in     improving   your    . 
store    equipment    get    our  prices    on  Show 
Cases    and    all     kinds     of     Store     Fixtures. 

WRITE    FOR  CATALOGUE  — 

H.  L.WOOD  &  CO. 

COR.  NOBLE  AND  8TRICKLAND  ST3. 

TORON  TO 


PUTNAM'S  IMPROVED  CLOTH  CHART     ij£*j£. 

of  Duly  a.  d  Express 


a€iIIA 


It    3HOWS 

,  ar.ls  in  bolls 
ry  cloth,  ni  rib- 
|»in,  lace  or 
embroidery.  We 
semi  it  on  au- 
pmval.  ri:i  K 
of  all  expense 
to  you.  (or  cum- 

parison     Willi     any    device     which    you    may    be    using,    or    so    that    you 

may    satisfy    yourself    whether    this    sort    of    thing    may    be    satisfactorily 

done.     Our   machines   are   used   in   over  20.000  stores.     Let   us  show   you. 

A    larger    illustration    and    particulars    sent    on    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


Learn  the  Ornamental  Plaster  Paris  Art.' 

Beautify  Your  Window  Displays.  '  ;j  •"'i-J 
You  can  make  Handsome  Vases,  Pedestals,  Shields,  Column 
i   i;    .    mower   Boxes,   etc..   etc. 

We  furnish  Book  of  Instruction,  including  complete  For- 
mula ol  all  materials  required  to  make  the  gelatine  molds. 
Price   $1.60   with   older. 

TUB   1RABAB   CO.       -       -       -       KarrlBburg,  l*a. 
Send  for  booklet. 


KINDLY  MENTION    THIS    PAPER  WHEN 
CORRESPONDING     WITH    ADVERTISER. 
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One  Merchant  Stayed— The  Other  Left 


Ever  see  a  "Cut  Price  Sale",  "Bankrupt"  or  "Receiver's 
Sale"  sign  nailed  to  a  KAWNEER  FRONT?  No.  your 
mind  picture  of  KAWNEER  FRONTS  is  one  of  action- 
one  which   shows   prosperity  and  big  business. 

And  there  is  a  logical  reason  for  that.  KAWNEER 
FRONTS  create  interest  on  the  part  of  the  passers-by — they 
make  the  people  stop,  then  enter.  After  all,  that's  the  true 
work   of  a  good  Store  Front — to  make  people  enter. 

Almost  every  day  we  see  just  such  a  condition  as  is 
shown  in  this  illustration — the  Merchant  with  the  old,  back- 
number  Store  Front  going  out  of  business  and  the  Merchant 
with  the  attractive,  busi- 
n  e  s  s-producing  KAW- 
NEER FRONT  constantly 
building  up  his  business — 
It's  a  lesson  that  shows 
failure  and  prosperity — 
not  an  exception  but  an  ev- 
ery-day  occurrence.  Most 
people  do  not  enter  a  Store  and  make  purchases  simply  be- 
cause of  the  large  stock  carried,  or  the  cheapness  in  price 
— they  buy  because  they  believe  they  will  be  satisfied — they 
have  been  favorably  impressed.  How  can  that  feeling  of 
satisfaction  and  favorable  impression  be  produced  in  a  more 
logical  and   business-like   wav   than   by   a   modern,   clean-cut 

KAWNEER  STORE  FRONT? 

30,000  Merchants  have  staked  their  belief  in  KAW- 
NEER by  installing  it  in  their  Stores — and  those  same 
30,000  Stores  are  today  pointed  out  as  the  most  successful. 
They   are  the   leaders — patronized  by  most  of  the  people. 

The  type  of  KAWNEER  FRONT  shown  here  may  not 
be  adequate  for  your  business,  nevertheless  the  underlying 
principles  are  exactly  the  same.  1  his  front  was  designed 
to  make  sale* — to  keep  out  the  snow  and  rain,  to  let  day- 
light into  the  Store,  to  cost  nothing  for  upkeep  and  to  last 
indefinitely.  It's  one  of  the  30.000  that's  doing  it.  In  the 
largest  trade  centers  the  streets  are  lined  with  KAWNEER 
FRONTS  and  in  the  smallest  hamlets,  even  down  to  150 
people,  you  will  find  KAWNEER  FRONTS  making  money 
for  the   Merchants   behind  them. 

Kawneer 

Manufacturing  Company 
Limited 

Francis  J.  Plym.  President 

Dept.  O 
1193     Bathurst    Street 

TORONTO,  CAN. 


Let  the  experience  of  this  multitude  of  the  most  suc- 
scessful  Merchants  guide  you — don't  think  this  universal 
adoption  of  KAWNEER  is  a  fad — it's  founded  upon  the 
business  judgment  of  the  keenest  and  most  conservative 
Merchants  in  the  country. 

A  Particular  Type  For  Your  Business 

Every  one  of  you  million  Merchants  need  a  KAW- 
NEER FRONT — not  merely  because  it  will  save  money 
in  repairs  and  paint  bills  or  act  as  a  protection  to  your 
displays,  but  because  of  the  sales — the  profits — it  -will  make. 

The  type  of  Front  your 
business  requires  can  only 
be  determined  by  an  in- 
telligent analysis  and  to 
help  you  in  your  first  step 
we  ve  compiled  and  print- 
ed "Boosting  Business  No. 
21.  It  s  without  question 
the  most  instructive  and  interesting  Store  Front  book  ever 
published.  Send  for  it  and  see  the  actual  photographs  of 
many  of  the  best-paying  Store  Fronts  (big  and  little)  in  the 
country — see  what  other  successful  Merchants  have  adopted 
to  increase  business  —  see  photographs  of  some  of  the  1  ronts 
that  paid  for  themselves  in  eight,  ten  and  twelve  months. 
The  book  also  contains  drawings  of  suggestions  that  will 
help  you.  Fill  in  and  mail  this  coupon  today — no  matter 
where  you  are  located.  The  countrywide  KAWNEER  or- 
ganization enables  us  to  help  you.  The  coupon  will  not 
obligate  you  in  the   least. 


neef* 


PlOMf 


COUPON 
Kawneep 

Manufacturing  Company 

Limited 
'  "i-  *"-~ 

Dept.  Q.     1193  Bathurst  St. 

TORONTO,  CAN. 

*V*>f^'      Kindly  send    "Boosting  Business  No.   21" 
without  obligation  to  me. 

f        Name 

I*         Street  and  No...  

f         City  or  Town - 

Business 
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K(J( 'll'MKNT    A.NII    DISPLAY 


D.  &  P.  Figures  and  Fixtures 
A  Valuable  Asset  to  Your  Store 


See  thai  your  window  trimmer  is  well  equipped  with  the 
necessary  modem  display  figures  and  fixtures  for  mak- 
ing any  display. 

I).  &  P.  Display  Figures,  conforming  with  the  latesl 
styles,  are  necessary  for  the  elegant  showing  of  your 
Fall  and  Winter  gowns  and  coats.  Their  fine,  digni- 
fied, life-like  appearance  will  lend  a  charm  to  the  gar- 
ment displayed  that  should  prove  a  Large  factor  in 
making  sales. 

The  D.  &  P.  Waist  Form  here  illustrated  is  one  of  the 
best  forms  on  the  market  for  making  an  effective  dis- 
play of  waists.  They  are  absolutely  in  keeping  with  the 
latest  dictates  of  Fashion.     Give  them  a  trial. 

Catalogue  sent  free  on  request. 

DALE  WAX  FIGURE  CO. 

LIMITED 
106  Front  Street  East,       -       TORONTO 


THIRTY     DAYS'    FREE    TRIAL 

Buckingham  Sunflower  Rack 

for  hanging,  displaying 

and  preserving  skirts  and  petticoats. 


The  rack  is  the 

best       silent 
salesman. 


Saves   space,    beautifies    your   de- 
partment,   price    $n;..r)0    less   3-10 
or   2-80,    F.O.B,   Cliiengo. 
Write   fur    particulars. 


BUCKINGHAM  RAE  CO. 

4168    So.    Halsted  Street,   CHICAGO,   ILL. 


Hall-Borchert    Forms 
for  Your  Fall  Displays 

The  elegant  French  Wax  Figures 
which  we  have  just  got  in  arc  as 
charming  and  life-like  as  the 
French  art  can  make  them.  Their 
real  hair,  beautiful  complexion, 
the  attractively  intelligent,  dig- 
nified expression  of  the  face,  and 
the  conforming  of  the  form  with  the 
latest  styles  are  a  few  feature-  thai  espe- 
cially adapt  them  for  the  effective  show- 
ing of  your  dainty  Fall  and  Winter 
gowns. 

Order  quickly — wax  is  imported  from 
Austria.  We  shall  hold  our  prices  as 
long  as  possible. 

\\  rite  for  our  new  catalogue. 

Hall-Borchert   Dress  Form   Co. 

45  LOMBARD  ST.  -:-  RONTO 
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PRICE,  Open  or  Closed  Body,  $365.00 


Modern  Delivery 

The  MotoKart  is  the  last  word  in  the  up-to-date  City 
Transportation  of  light-weight  merchandise.  It  will  in- 
crease the  yearly  profits  of  every  merchant  with  moderate 
size  and  weight  goods  to  deliver.  Let  us  show  you  how 
The  MotoKart  can  be  adapted  to  your  needs.  If  you 
do  not  know  our  local  agent,  write  us  direct.  Your  com- 
petitors are,  or  will  be,  availing  themselves  of  this  new 
means  of  rapid,  economical  delivery.  Why  not  be  the  first 
in  your  line  and  vicinity,  letting  your  trade  see  that  you 
are  up-to-date,  progressive,  wide-awake  and  earnest  in 
your  desire  to  cater  to  them  and  give  them  the  best  pos- 
sible service — MotoKart  delivery? 

Capacity,  exclusive  of  driver,  500  lbs. 


The   MotoKart   Company 

Factories: — Peekskill  and  Tarrytown,  N.Y. 
General  Offices:  — 1790  Broadway,  New  York  City. 
Address  all  correspondence  to  New  York  Office. 


*w 


From  7  to  57 

We  make  Tee  stands  in  all  styles  and  sizes  that  range  in  price  from  .$7.00 
-= = to  $57.00  per  doz. 

They  are  not  imported  lines,  but  are 

Made  in  Canada 

in  our  own  well-equipped  factory.     This  is  one  reason  why 
you  should  buy  our  Fixtures,  but  not  the  chief  reason. 

The  quality  of  our  products  is  the  first  consideration. 
Nothing  but  the  best,  both  in  materials  and  workmanship, 
enters  into  them. 

(Uir  prices  are  such  that  you  cannot  afford  to  continue  to 
import  your  store  equipment  needs  and  pay  the  high  duties, 
which  amount  to  between  30%  and  35%. 

Write  for  our  illustrated  catalogues  of  Display  Fixtures. 
Artificial  Flowers  and  Foliage. 

Clatworthy    &    Son,   Limited 

161    KING   ST.    WEST  Per  doz.  $57.00 

The  Largest  Makers  of  Display  Fixtures  in  Canada. 

TORONTO 


No.  99 
Per  doz.   $7.00    Established  1896 


Incorporated  1908 
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EQUIPMENT   AND  DISPLAY 


A  Modern  Canadian  Store 
The  Walker-Bin  &  Store  Fixture  Co.,  Ltd.,  of  Berlin,  Ontario 

MANUFACTURERS  AND  DESIGNERS  OF  MODERN  STORE  FIXTURES 


(The  Short  Jloutc  to  "Efficiency  in 

hou>  (kar-6 


tPrittttq 


Oar  nevv  single  stroke  course  is  the  most 
practical  and  original  method  that  has  ever 
been  offered  to  the  ambitious  man  who  desires 
to  increase  his  earning  power. 
This  rc\  ised  course  is  under  the  personal 
supervision  of  Mr  J.G.Bissell,  the  well  known  authority  on  colors, 
brushes  and  card  writing.  Our  methods  will  enable  the  student  to  earn 
money  from  the  start.  Send  for  specimens  and  complete  information. 

Economist  Training  School. 

231-235-239-243  hZ-st  39 Ui  Street,  JiZw york  City. 


Free — Ten  Display  Managers  Tell 


M°feP  ft 


._  order  that  you  cau  become  better  acquainted  with  the  Economist 
Training  School  instruction— the  lecturing  force  of  twenty-five  experts 
—the  methods  of  personal  instruction,  and  the  practical  equipment  in 
all    of   our   blanches 

ADVERTISING  WINDOW  TRIMMING 

SHOW  CARD  WRITING  SALESMANSHIP 

We  will  mail  yon.  free,  nnr  new  fifty  cent  book  entitled  "Ten  Display 
Managers   Tell   How   to   Sell   It." 

Did  you  ever  know  ui  u  „au  that  could  do  retail  advertising,  window 
trimming,  show  card  writing,  or  instruct  the  sales  force  of  the  store 
that   was   ever   out   of   a    position? 

ECONOMIST  TRAINING  SCHOOL 

239-243  W.  39th  St  New   York  City 

(In    writing    be    sure   and    mention    The    Dry    Goods    Review.) 


FACTS 


We  can  perform  more  functions  by  our  modem  wire  carrier  system,  and  with  a 
greater  degree  of  dispatch  and  certainty  than  can  be  accomplished  by  any  other 
of  this  type  of  machine,  all  of  which  means  that  we  can  reach  more  point*  in 
a  store  and  do  so  in  a  hotter  and  more  satisfactory  manner  than  has  been 
accomplished  heretofore.  Ilemember  our  ten  days'  trial.  You  are  invited  to  put 
us   to  the   test.     Sent!   for  our   new  catalogue   O. 

GIPE-HAZARD  STORE  SERVICE  CO..  LTD. 
97  Ontario  St..  Toronto.  Canada 


Unique  Wire 

Specialties 

We  illustrate  hero  three  wire  spe- 
cialties which  will  appeal  to  the 
garment  manufacturer  and  nier- 
chant.  No.  1  is  the  wardrobe 
hanger,  strong,  neat  and  servlce- 
able,  $15.00  per  100:  No.  2,  waist 
banger,  $5.00  per  100:  No.  3.  hose 
stretcher,  $20.00  per  100. 
The  latter  Is  a  rapid  counter 
seller,  being  used  by  the  house- 
wife for  the  proper  drying  of 
hosiery. 

Vlace  your  order  note. 

Ferrier   Wire    Goods  Co. 
613  King  St.  West 
\J  TORONTO 
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Window   Trims   Like   This. 


Now! 

A  complete  set  of  wood 
Window  Display  Fixtures  for 
the 

General  Store  Trade 

So  complete  in 
every  detail  that  you  can 
make  over  500  distinct 
Window  Trims  with  this  one 
set.  This  will  keep  your  win- 
dow in1  good  trims  for  the 
next  dozen  years,  for 

$25.S 


F.    O.    B.' Hamilton,    Ont. 

Write   for   particulars 

and   special 

Catalog 

No.   104 

You'then   can   order   through   your 

Wholesale   Dry   Goods   House 

Our  Standard  Finishes.     We  will  ship 

this  set  in  either  Weathered,  Golden  or  Antique  Oalc, 
all  in  a  soft,  mellow  wax  (non-scratchable)  finish. 

Foreign  distributor: 

Australia  —  Chas.  Ritchie,  Sidney.  Austialia. 

Write  above  for  foreign  pricis. 


The  Oscar  Onken  Co. 

382  Fourth  Ave., 

I^ra^"u"o%^tntt,o.  Cincinnati,,  Ohio,  U.  S.  A. 
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The  Storage  Chest.  The  I  30  YOUNITS  that  make  up  this  set  are 
put  up  id  A  HARDWOOD,  HINGED  LID  STORAGE  CHEST 
(oiled  finish).  A  good  place  to  keep  any  part  of  the  set  that  it  not 
heing  used 

Stock  Carried  In 
Cincinnati,  New 
Address  all  correspond 
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I  Am  Advertising 


I  CAME  into  being  as  the  spoken  language  came  — 
slowly,  gradually  and  to  meet  an  urgent  need.  I  have 
been  worked  for  evil,  but  mostly  I  have  worked  for 
good.  I  can  still  be  worked  for  evil,  but  each  day  it  grows 
more  difficult  to  so  misuse  me. 

I  am  at  once  a  tool  and  a  living  force.  If  you  use  me 
wisely,  I  am  a  tool  in  your  employ.  If  you  misuse  me,  my 
double  edge  will  injure  or  destroy  you.  If  you  do  not  use 
me,  I  am  a  force  that  works  against  the  aims  and  purposes 
that  animate  your  business. 


I  speak  a  thousand  tongues  and  have  a 
million  voices. 

I  am  the  ambassador  of  civilization,  the 
handmaiden  of  science,  the  father  of 
invention. 

I  have  peopled  the  prairie,  and  with 
my  aid  commerce  has  laid  twin  rails  of 
gleaming  steel  in  a  gridiron  across  the 
continent  and  stretched  a  network  of 
copper  into  the  far  corners  of  the  globe. 

I  am  the  friend  of  humanity — for  I  have 
filled  the  commoner's  life  with  a  hundred 
comforts   denied  the  king  of  yesterday. 

I  have  brought  clean  food,  healthful 
warmth,  music,  convenience  and  comfort 
into  a  hundred  million  homes. 

I  laugh  at  tariffs  and  remake  laws. 

I  have  scaled  the  wall  of  the  farmer's 
isolation,  and  linked  him  to  the  world  of 
outer  interests. 

I  build  great  factories  and  people  them 
with  happy  men  and  women  who  love 
the  labor  I  create. 

I  am  a  bridge  that  spans  all  distance  and 


brings  the  whole  world  to  your  door,  ready 
and  eager  to  buy  your  wares. 

I  have  made  merchant  princes  out  of 
corner  shop-keepers  and  piled  the  wealth 
of  a  Monte  Cristo  into  the  lap  of  those 
who  know  my  power. 

I  find  new  markets  and  gather  the  goods  of 
the  world  into  a  handful  of  printed  pages. 

I  am  either  the  friend  or  the  foe  of  Com- 
petition—so he  who  finds  me  first  is  both 
lucky  and  wise. 

Where  it  cost  cents  to  hire  me  yesterday 
it  costs  quarters  to-day,  and  will  cost 
dollars  to-morrow.  But  whosoever  uses 
me  had  best  have  sense,  for  I  repay 
ignorance  with  loss  and  wisdom  with 
the  wealth  of  Croesus. 
I  spell  service,  economy,  abundance  and 
opportunity,  for  I  am  the  one  and  only 
universal  alphabet. 

I  live  in  every  spoken  word  and  printed 
line — in  every  thought  that  moves  man 
to  action  and  every  deed  that  displays 
character. 

I  Am  Advertising ! 


DRY  GOODS  REVIEW 

143-153  UNIVERSITY  AVE.,  TORONTO 


Canada's  only  Dry  Goods  paper,  circulates  from  Coast  to  Coast. 
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Now  Is  the  Time  to  Order  This  Outfit 

Clean  and  Retouch  Your  Own  Wax  Figures.     Complete  Oil 
Finish    Outfit,    Including    Full   Formula   of   All    Materials 


Oil  Finish  Outfit  No.  5 

consists    of   the    following: 


Enough     materials,     ready     prepared, 
clean  and  retouch  100  Wax  Figures. 


Jlbsolutely     Guaranteed    to    produce      the     finest 
finish    on  Wax  Figures.      THOUSANDS  NOW 

Oil  Finish  Outfit  No.  5 


possible 
IN  USE 


Hearty    for    immediate    use,    including 
formula,    tools,    instructions,    etc. 


to 


A  complete  equipment  of  necessary  tools 
required  for  the  work,  including  instru- 
ment for  resetting  eyelashes  and  eyebrows. 

Book  of  Instructions  carefully  explain- 
ing how  to  clean  and  retouch  Wax  Figures 
(Head   Oil   Finish). 

Full  instructions  are  also  included  on 
the  repair  of  broken  or  damaged  wax  heads, 
arms,  hands,  etc.,  and  resetting  eyelashes 
and   eyebrows. 

With  this  outfit  we  also  include  a  com- 
plete formula  of  all  materials,  with  full 
directions  how  to  prepare  them  for  use. 

All  materials  can  be  purchased  in  your 
own  city,  and  are  very  inexpensive. 

PRICE    FOB    OUTFIT,  fc  r-    An 

INCLUDING    FORMULA ^O.UU 


Special  Price  Outfits 


Outfit   No.   6.     Same  as   No.  5  outfit,   but 
not   including   any    prepared    materials. 


PRICE    OF    THIS 
OUTFIT 


$3.00 


Outfit  No.  7.  Same  as  No.  5  outfit,  but 
not  including  the  equipment  of  tools  or 
any    prepared    materials. 

NOTE. — Formula  and  book  of  instruc- 
tions  only. 


PRICE    OF    THIS 
OUTFIT 


$2.00 


Outfit  No.  S.  Same  as  No.  5  outfit  but 
not  including  the  formula.  Everything 
else  is   included. 


PRICE    OF    THIS 
OUTFIT    


$3.00 


NOTE-.— The  same  materials,  tools,  and 
instructions  which  we  furnish  with  our 
outfits  are  used  in  our  factory  on  wax 
figures  which  are  shipped  to  us  for  refin- 
ishing. 


Invented  and  Sold 
Exclusively   by 


The    Harrisburg    Wax     Figure     Renovating    Co. 

335  Crescent   Street  Harrisburg,   Pa. 


Send  for  our  Catalog. 
It's  Interesting. 


NOTE: 
We 

absolutely 
guarantee 
Natural 
human 
hair 


Finest 
wax 


Charming 
features  and 
pose 


New 

fashioned 

hips 


No  wire 
skirt  to 
show   where 
garment    is 
tight. 


Solid  base 
completely 
covered  by 
skirt. 


Total— 

Every    point 
Right 


Fashion 

Flavor  in  Elegant  French  Models 

For  Fall  and    Spring    1915 


These  new  forms  are  indispen- 
sable for  the  effective  showing 
of  your  newest  styles.  Their 
graceful  lines  conform  in  every 
detail  with  the  styles  worn.  They 
bring  out  the  beauty  of  the  garment 
displayed  in  the  best  possible  manner. 
The  small,  heavy  stand  is  covered  by 
the  narrow  skirt  now  worn,  finished  with 
nil iher  bumpers.  The  figures  here 
shown  are  two  samples  from  our  range 
of  new  models. 

Mail  your  order  now.  These 
figures  move  quickly.  Why  not 
buy  at  home?  You  save  money. 
You  get  the  very  best,  and  have 
the  guarantee.  Write  for  special 
3-figure  proposition. 


No.    47 
With    iron    stand 


A.  S.  RICHARDSON  &  CO. 


No.    47C.    $30.00. 


Old  and  Tried 


99  Ontario  Street,  Toronto 
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War  Cuts  Off  Raw  Material  and  Prices  Will  Jump 

Most  of  Manufacturing  Dependent  on  Russian  Calf  and  Colt, 
French  Kid  and  Various  German  Hides — Estimate  of  20  Per  Cent. 
Advance  in  Shoes  and  Rubbers — Patents  Hard  Struck. 


UP,  UP,  UP!  Heavy  increases 
in  the  price  of  footwear  is  the 
present  almost  inevitable  pros- 
pect confronting  this  line  of  trade, 
to  a  degree  more  pronounced  than 
almost  any  other  department  of  a 
dry  goods  store.  The  raw  materials 
are  at  the  foundation  of  the  trouble. 
Wbile  the  Canadian  trade  depends 
almost  entirely  upon  its  own  manu- 
facturers and  those  of  the  United 
States  for  made-up  goods,  the  raw 
material  has  to  come  from  Russia, 
France  and  Germany.  Russian  calf, 
French  kid,  and  different  German 
hides  have  previously  supplied  prac- 
tically all  the  shoe  leather  sold  in 
Canada.  The  colt  skins  from  which 
arc  made  the  patent  leather  so  popu- 
lar this  season,  all  come  from  Russia. 
Already  this  has  advanced  two  cents 
a  foot,  but  no  contracts  will  be  ac- 


cepted by  tanners  at  any  price.  Only 
monthly  orders  will  be  taken.  On 
account  of  the  recent  advance  in  calf 
skins.  Velour  calf  has  also  gone  up 
two  cents  a  foot. 

Even  the  fabric  used  in  the  popu- 
lar cloth  tops  has  made  a  material 
advance.  In  all  the  good  grades  an 
all-wool  worsted  made  in  England  is 
used,  and  this  has  advanced  40  per 
cent. 

There  is  no  possible  chance  of 
prices  going  lower  and  everything 
points  to  a  marked  advance.  All  the 
old  prices  are  withdrawn,  and  already 
manufacturers  are  puzzling  over 
10  to  20</c  higher  costs.  Tanners 
will  not  guarantee  prices  for  a 
minute. 

As  calf  skin  comes  from  France. 
Russia,   Germany     and     Austria,   it 


would  not  be  surprising  to  hear  soon 
that  there  are  none  to  be  had  at  any 
price.  One  house  had  thirty  thous- 
and skins  bought  and  paid  for  in 
Fiance,  and  they  received  word  that 
the  French  Government  had  seized 
them  for  their  own  use.  A  similar 
state  of  affairs  prevails  at  home. 
Some  factories  have  such  heavy  or- 
ders from  the  Government  for  army 
boots  that  t lie  leather  lying  in  whole- 
sale houses  is  being  eaten  up.  It  is 
predicted  by  leading  dealers  that  a 
sit  or  now  selling  for  $5  will  not  be 
bought  for  less  than  $6  in  the  Spring, 
a  $4  shoe  will  cost  about  .$4.80,  and  a 
$3  article  $3.60. 

In  addition  to  the  advance  in  skins 
of  all  kinds,  prices  of  linings,  thread, 
sheep  skins  and  findings  have  taken 
a  jump. 


The  following  notice  sent  out  by  one  of  the  big  Canadian  leather  firms  gives  an  indica- 
tion of  the  serious  situation  in  which  the  shoe  trade  finds  itself.  Similar  notices  an  In  ing  s<  /// 
out  !>:/  main/  leather  companies. 

Shortage  of  Shoe  Leathers 

An  International  Crisis 

ALMOST  WITHOUT  WARNING  THE  CIVILIZED  NATIONS  ARE  FACING  A  CRISIS  DEEMED 
BY  MOST  MEN  IMPOSSIBLE.  THE  STRONGEST  AND  BEST  ARMED  OF  THE  WORLD'S 
NATIONS  ARE  AT  WAR.  COMMERCIALLY.  THERE  IS  AN  UNPRECEDENTED  BREAK- 
DOWN. 

The  skins  from  which  high-grade  calf  leather  is  made,  all  come  from  France,  Austria.  Germany  and 
Russia.  For  the  time  being,  these  countries  are  all  severed  commercially  from  the  American  Contin- 
ent. Dependence  must  be  placed  on  stock  on  hand,  which  in  most  cases,  owing  to  the  slow  trade  for 
many  months,  is  much  less  than  normal.  All  foreign  Lkins  are  imported  under  letter  of  credit,  but 
owing  to  the  tremendous  upheaval  in  financial  conditions  bills,  maturing  in  London,  England,  yester- 
day, were  quoted  at  unheard-of  rates  of  exchange.  Domestic  skins  in  quantities  at  this  season  of  the 
year  are  not  to  be  had,  nor  before  April  next. 

We  were  compelled  August  1st,  to  withdraw  all  prices.  Your  immediate  requirements  we  will  en- 
deavor to  fill  so  far  as  you  entrust  them  to  us  at  lowest  prices  possible,  in  view  of  existing  conditions. 
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FOOTWEAR     DEPART MEN T 


Dry  Goods  Review 


ySato^utr 


Custom-Made  Folding  Slipper  for  Home  and  Travel 

COMFORTABLE    -    DURABLE    -    DRESSY 


MARY  JANE  FOOTGLUV 

Made  in  all  colors  of  embossed  leathers,  soft  kid 
and  mor  icco ;  in  standard  sizes,  2  to  7,  without 
carrying  cases,   silk   lined,  price  $18.00  per  dozen. 


Footgluv   Encased 


FOOTGLUV 

Made  in  Russia  calf,  soft  kid,  morocco,  satin  and 
silk,  silk  lined,  and  furnished  with  carrying  cases  of 
same  material  ;  made  in  standard  sizes  ;  women's 
2  to  7;  men's  7  to  12.  Prices  from  $13,20  to  $27.00 
per  dozen. 


They  are  year  'round  sellers  and  profit  producers  of  from  50  to  75% 

Toronto  Agency,  52  Bay  Street 

The  Sultana  Mfg.  Co.,  319  Findlay  St.,  Cincinnati,  Ohio 


Finest  Wnittemore's  Shoe  Polishes  Largest 

Quality  ff  Variety 

THE  OLDEST    AND   LARGEST   MANUFACTURER   OF   SHOE   DRESSINGS   IN   THE   WORLD 


re/tr £/>cs7a 


(JILT*0 
EDC#| 

DRESSINC 


black; 


SOFTENS 
PRESERVES  I 

leather! 

-RESTORES' 
COLOR 

LUSTRE 


"GILT  EDGE" 

The  only  black  dress- 
ing for  ladies'  and  chil- 
dren's shoes  that  pi  si- 
tively  contains  OIL. 
Softens  and  preserves. 
Imparts  a  beautiful 
black  lustre.  LARG- 
EST QUANTITY,  FIN- 
EST QUALITY.  Its 
use  saves  time,  labor 
and  brushes,  as  it 
Shines  without  brush- 
ing. Sponge  in  every 
bottle  so  A  1  \v  a  y  s 
Beady  for  Use. 
Also  for  gents'  kid. 
kangaroo,  ete. 
25c    size. 


"ROYAL  GLOSS" 

For    Ladies'    and    Chil- 
dren's   Black    Shoes 

Restores  the  color 
and  lustre  to  all  faded 
or  worn  black  shoes, 
softens  and  preserves 
the  leather.  Apply 
with  sponge  attached 
to  cork. 

Always     Ready     for 

Use.       Shines      Without 

Brushing 

10c  size. 


A  Trial 

Will  Convince  You 


If  you  will  only  place 
a  trial  order  at  once 
with  your  jobber's  sales- 
man and  then  make  a 
counter  or  showcase  dis- 
play of  these  shoe  pol- 
ishes, you  will  at  once 
be  convinced  that  it  is 
the  easiest  thing  in  the 
world  to  make  sales. 

The  n  a  m  e  Whitte- 
more  stands  for  more 
than  shoe  polish;  it 
stands  for  quality  first 
and  then  quantity. 


"ELITE  BLACK 
COMBINATION  " 

The  ONLY  polish 
endorsed  by  the  man- 
ufacturers of  Box 
Calf  leathers. 

Contains  oil  and 
positively  nourishes 
and  preserves  leath- 
er and  makes  it  wear 
longer.  Blacks  and 
polishes.  Cover  re- 
mover attached  to 
each  box. 

10  and  25c  sizes. 


"OIL  PASTE 

For    ALL    kinds    of 
Black   Shoes 

Blacks,       Polishes 
and    Preserves. 

Contains  no  acid  to 
injure  the  leather. 
Will  polish  Wet  or 
Oily  shoes.  Boxes 
open  with  a  key 
(see  cut).  Also  Tau 
Oil   Paste. 

10c   size. 


Dry  Goods  1! 


eview 


FOOT  W  K.\  \l     I)E  PA  RTMENT 


DOUBTFl'L  AS  TO  SPRING. 

A  staff  correspondenl  of  The  Review 
writes  from   Montreal: 

Willi  orders  placed  for  Pall  and 
Winter  stocks,  the  trade  will  not  be 
immediately  concerned  with  the  shoe 
stocks.  In  fact  it  is  evident  that  little 
attention  is  being  paid  at  present  to 
orders  for  next  Spring.  Many  manu- 
facturers who  put  their  travelers  out 
on  the  Spring  lines  have  recalled 
them  since  the  outbreak  of  the  war, 
as  it  was  found  that  there  was  shown 
a  disposition  not  to  buy  until  the 
situation  has  cleared  or  until  condi- 
tions have  settled  to  a  more  solid 
basis. 

Shoe  manufacturers  on  the  other 


hand  find  themselves  in  the  position 
where  they  will  he  forced  to  advance 
prices  on  account  of  the  cutting  off 
of  supplies  of  raw  material.  Tan- 
neries generally  have  withdrawn 
prices  on  high-grade  calf  leather  and 
the  prices  of  sole  leather  have  been 
advanced  two  cents  a  pound.  This  is 
serious  for  the  shoe  manufacturer. 

Practically  all  the  high-grade  calf 
skins  come  to  this  country  from  the 
European  continent;  these  supplies 
have  been  cut  off.  The  trade  has  been 
quiet  for  months  and  the  result  is 
that  at  the  time  of  the  outbreak  of 
the  war  stocks  in  hand  were  very 
short  and  domestic  skins  are  practi- 
cally out  of  the  market  at  present  and 
will  not  be  in   until   April  of  next 


year.     The  -hoe  manufacturers  have 
a  big  problem  on  their  hand-. 

For  Spring  trade  colonial  ties  in 
SUedeSj  patent  leather  and  velour  will 
be  strong. 

Quieter  Buckles. 

In  buckles  the  style  for  Spring  is 
likely  to  change  from  the  white  metal 
and  gaudy  effects  of  this  season  to 
more  staple  and  refined  patterns,  al- 
though a  few  steel  buckles  are  shown. 
For  fancy  slippers  the  newest  model 
has  a  broad  strap  with  a  buckle  at  the 
side.  In  evening  wear  this  buckle  is 
of  rhinestone.  cut  steel  or  a  cameo. 
The  new  short  vamp  slipper  will  have 
a  little  run  early  in  the  season,  but 
will  not  be  a  staple  seller. 


Shoe  Prices  May  Hold  While  Leather  Lasts 

President  of  Big  American  Firm  Predicts  an  Advance  of  $1  Per 
Pair — Some  Manufacturers  Taking  Orders  at  Old  Prices,  and 
Others  Working  on  an  Open  Basis  Until  Time  of  Delivery  — 
"Sales"  for  the  Present. 


PREPARATIONS  must  he  made  for 
higher  prices  for  shoes.  This  is 
the  direct  result  of  the  war  and 
the  action  of  the  European  countries  en- 
gaged in  the  conflict  of  placing  an  em- 
bargo on  the  exportation  of  hides.  It  will 
be  the  effort  of  manufacturers,  how- 
ever, to  delay  the  increases  so  long  as 
■conditions  will  permit. 

The  extent  to  which  prices  will  ad- 
vance is  problematical.  The  head  of  one 
of  the  largest  manufacturing  concerns 
in  America  is  given  as  authority  lor  the 
.statement  that  the  present  outlook  is  for 
an  advance  that  will  mean  a  dollar  a 
pair "m  the  retail  trade,  and  that  with  a 
continuance  of  existing  conditions  the 
advance  is  likely  to  be  more. 

The  seriousness  of  the  leather  prob- 
lem may  be  realized  to  some  extent  when 
it  is  stated  that  seven-tenths  of  the  calf, 
skins  used  in  the  shoe  trade  in  the 
United  States  and  Canada  are — or  rather 
have  been — secured  from  Europe,  and  at 
present  this  source  of  supply  is  entirely 
cut  off.  Practically  all  the  uppers  of 
men's  shoes  are  made  from  call'  and  the 
majority  of  women's;  other  skins  which 
are  used  for  uppers  are  practically  in 
the  same  position. 

The  advance  in  price  in  the  trade  of 
calf  skin  has  been  5c  a  foot,  and  there 
has  also  been  a  big  increase  in  the  prices 
for  sole  leathers,  which  have  gone  up 
2c  lo  3c  a  lb.  These  figures  are  from 
the    manager   of   one    of    the    biggesl    shoe 

manufacturing  concerns  in  Canada,  but 
they  are  not  confirmed  h>   the  tanners — 
one  of  the  big  concerns  making  the  stale 
nient    that    while  there  are  material  ad- 


vances they  did  not  care  to  give  definite 
figures  at  the  present  time  as  the  market 
is  in  a  very  unsettled  condition.  Sup- 
plies are  very  hard  to  secure. 

No  Basis  for  New  Orders. 

There  is  no  definite  basis  at  present 
on  which  orders  can  be  taken  on  account 
of  prices  having  been  withdrawn  by  the 
tanners  in  many  instances,  but  there  are 
many  manufacturers  who  had  heavy 
stocks  of  leather  on  hand  at  the  time  of 
the  outbreak  and  who  had  been  running 
on  such  short  time  that  they  are  making 
efforts  to  get  business  on  the  eld  basis. 
However,  as  soon  as  there  is  anything 
like  <n  strong  demand  on  the  market  it  is 
certain  that  the  prices  will  go  up  and 
go  up  rapidly. 

Some  houses  have  already  adopted  the 
policy  with  the  outside  trade  of  submit- 
ting their  samples  and  when  orders  ate 
given  to  base  these  orders  upon  stock 
which  may  be  on  hand  at  the  time.  As 
to  prices,  the  situation  is  left  open  and 
the  figure  will  be  based  upon  the  market 
at  the  time  of  delivery. 

In  the   Retail  Trade. 

In  the  retail  trade  there  is  no  tendency 
so  far  towards  higher  prices.  In  fact. 
on  the  other  hand  the  demand  appeirs  to 
be  such  that  sales  are  the  order  of  the 
day  and  this  is  particularly  true  with 
regard  to  Summer  lines. 

The  retailer  is  in  the  position  of  being 
faced  on  the  one  hand  with  ihe  pros- 
pects of  higher  prices  for  his  stock  and 
with  a  demand  and  competition  which 
requires  price  cuts  to  bring  business. 

Inquiry    of    the    retailers    reveals    the 
80 


opinion  that  it  will  be  some  months  be- 
fore it  will  be  necessary  to  raise  the 
prices  of  shoes  to  the  wearer.  It  is  be- 
lieved that  the  prices  will  be  kept  down 
so  long  as  there  are  stocks  of  leather 
on  hand,  but  when  these  stocks  are  ex- 
hausted the  forecast  of  the  U.  S.  firm 
that  advances  will  amount  to  one  dollar 
a  pair  is  not  considered  as  being  exces- 
sive, although  in  one  quarter  75c  the 
pair  was  given  as  more  reasonable. 

— ® — 


Rubbers  Also 

Crude  material  advanced  50  per 
cent,  as  result  of  War — Keeping 
prices  normal  so  far. 

THE  manager  of  one  of  the  largest 
rubber  factories  in  Canada  made 
the  following  statement  to  The 
Review  in  regard  to  the  very  important 
part  of  footwear:  As  soon  as  war  was 
declared  the  price  of  crude  rubber  jump- 
ed 50  per  cent.  This  took  place  in  Eng- 
land, which  is  practically  the  world's 
center  for  the  purchase  of  rubber,  as  a 
great  portion  of  it  comes  through  the 
Suez  Canal  to  London.  Whether  this 
was  warranted  or  not  we  cannot  say  at 
this  distance,  but  it  looks  as  if  advant- 
age was  taken  1>\  those  who  are  practic- 
ally in  control  of  the  situation.  In  fact 
in  some  cases  the  advance  was  even 
more,  and  we  have  paid  $1.15  in  place 
el  70c.  So  far  as  our  firm  is  concerned 
we  probably  will  be  supplied  with  raw 
material  up  to  the  tir-1  of  December.  We 

(Continued  on  next  page.) 


Every  Pair  of  Shoes  Worth  50  Cents  More 

All  Raw  Materials  Were  Advanced  to  Manufacturers  on  First 
of  September,  5  to  25  Per  Cent. — Finished  Goods  Costing  7  to  12 
Per  Cent.  More  This  Month — Puzzled  Over  Prices  to  Retailer. 

Written  for  The  Review  by  a  Canadian   Manufacturer. 


THE    shoe    situation    is  a  peculiar 
one:  we  are  absolutely  dependent 
on   the  fighting  countries  of  Eur- 
ope; absolutely. 

There  are  some  hides  in  Canada,  but 
such  a  tiny  percentage  of  our  needs  that 
we  never  take  them  into  consideration. 

Let  me  explain  the  situation  briefly: 

All  the  patent  leather  is  not  colt,  but 
all  the  colt  used  for  patent  leather  comes 
from  Russia. 

On  the  first  of  September  colt  will  be 
advanced  5  to  8  per  cent.  Some  quota- 
tions now  are  up  from  30  to  35  cents  a 
foot. 

Cut  sole  leather,  that  is  leather  cut 
into  soles,  will  go  up  on  Sept.  1  from  10 
to  15  per  cent. 

Calf  skins  come  from  Germany, 
Russia  and  France.  These  were  ad- 
vanced 2  to  4  cents  but  since  have  been 
taken  off  the  market. 

Even  the  Cloth  is  Up. 

The  cloth  topping  we  use,  with  in- 
creases in  insurance,  freight,  and  higher 
cost  of  exchange,  will  mean  from  3  to 
15  per  cent,  advance. 

We  sent  an  order  to  each  of  four  big 
firms  for  50  dozen  skins  for  trimmings, 
flaps,  etc.,  and  can't  get  one-quarter  at 
any  price. 

What  was  bought  a  while  ago  for  7x/2 
cents  you  can't  get  now  for  14. 

Tanners  may  have  the  skins  but  are 
out  of  tanning  materials,  dyes,  and  other 
chemicals.  That  is  the  way  with  us,  for 
they  all  come  from  Germany. 

A  prominent  United  States  manufac- 
turer was  over  in  Canada  trying  to  get 
colt  and  trimming  skins.  He  went  away 
almost  empty-handed. 

We  put  in  an  order  for  kid  stock  to 
a  U.S.  tanner:  he  gave  us  part  of  what 
he  had  promised  and  advised  us  to  take 
anything  we  could  get,  even  at  a  greatly 
advanced  price. 

The  finished  goods,  on  Sept  1,  when  the 
advances  will  go  into  effect,  will  aver- 
age 7  to  12  per  cent,  more  than  they  do 
to-day  to  the  manufacturer. 

The  situation  thus  is  that  there  has 
been  an  advance  or  will  be  in  practical- 
ly every  item  that  goes  into  the  manu- 
facture of  shoes,  and  as  most  of  our 
stocks  are  bought  up  to  September  1st 
each  year  the  advance  goes  into  effect 
then. 

No  Immediate  Advance. 

What  then  will  be  the  effect  as  far  as 
the   retailer  is   concerned?   Undoubtedlv 


there  will  have  to  be  an  advance.  Under 
ordinary  conditions  this  would  naturally 
go  into  effect  as  soon  as  we  saw  the  in- 
evitable result  to  ourselves,  but  for  vari- 
ous reasons  we  have  decided  not  to 
make  any  increase,  so  long  as  we  are 
using  supplies  which  we  obtained  at  nor- 
mal figures.  That  will  probably  mean 
until  the  1st  of  October  or  thereabouts. 
When  that  time  comes  it  is  not  at  all 
certain  that  the  full  increase  in  cost  to 
us  will  be  added  on  to  our  price  to  the 
retailer.  General  conditions  probably 
will  make  this  inadvisable,  so  that  it  is 
likely  there  will  be  graded  increases. 

As  matters  stand  to-day  the  finished 
article  in  our  factory  and  in  that  of 
every  manufacturer  in  Canada  will  be 
costing  after  September  1st  from  7  per 
cent,  to  12  per  cent,  more  than  it  did  be- 
fore war  broke  out. 

Under  these  conditions  every  reason- 
able pair  of  shoes    in     retail     stores    is 


worth  to-day  50c  more  than  it  was  a 
month  ago. 

Various  estimates  have  been  made  as 
to  the  advance  that  must  be  made  to  the 
letail  trade,  and  it  is  placed  at  from  10 
per  cent,  to  20  per  cent.,  with  an  uncer- 
tainty, as  I  said  before,  as  to  just  when 
it  will  go  into  effect,  and  to  what  extent 
on  the  first  increase. 


-@- 


BOASTS  BEST  SHOE  SECTION. 
Marshall  Field  &  Co.,  the  big  Chicago 
firm,  have  greatly  enlarged  their  section 
for  women's  and  children's  shoes.  The 
entire  south-west  end  of  the  State 
street  building  is  now  occupied  by  the 
department.  The  firm  makes  the  boast 
that  they  now  have  the  largest,  most 
complete  and  most  elegant  women's  and 
children's  shoe  section  in  existence.  A 
special  feature  are  the  show  cases  which 
confront  the  customer  on  leaving  the  ele- 
vators, and  these  are  really  sample 
cases  from  which  selections  can  be  made 
of  practically  every  shape  and  model 
ir.  the  department.  Several  fitting 
rooms  have  been  installed  where  patrons 
can   have  all  the  privacy  they  desire. 


RUBBERS  ALSO. 

(Continued  from  page  80.) 
think  it  will  be  the  policy  of  nearly 
every  Canadian  manufacturer  to  main- 
tain present  prices  until  it  is  necessary 
for  them  to  begin  using  raw  material 
for  which  they  have  been  forced  to  pay 
the  advanced  prices.  This  time  may 
come  for  most  about  the  1st  of  Novem- 
ber when  sorting  business  starts. 

In  a  couple  of  weeks  our  travelers 
will  be  starting  out  with  their  Spring 
samples  of  sporting  shoes,  in  which  al- 
though only  a  small  percentage  of  rubber 
is  used,  other  materials,  such  as  canvas, 
etc.,  have  also  gone  up  in  price.  We  do 
not  know  yet  just  what  advance  will  be 
made  to  the  trade  on  these  Spring  lines. 

® 


SOME  DAINTY  LINES. 

Upper:  Colonial  pump,  with  insert  of 
patent  leather.  Lower:  Patent  leather 
with  brocaded   top. 
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BOOTS  FOR  SERVICE. 

In  a  window  in  Montreal  was  seen  a 
display  of  heavy  tan  shoes  and  top  boots 
of  a  quality  which  made  them  desirable 
for  the  use  of  those  going  to  the  front. 
A  neat  card  accompanied  the  display, 
"SPECIALLY  ADAPTED  FOR  USE 
IN  THE  FIELD  OR  SADDLE." 


Toys,  Dolls  and  Fancy  Goods  Hardest  Hit  by  War 

First  Shipments  Received  in  Some  Lines — None  at  all  in  Others 
— Shortage  in  Some  Lines  Will  Result  in  Increased  Demand  for 
Those  Available  —  British  and  Canadian  Goods  Will  Get 
Foothold. 


IN  times  of  peace  prepare  for  war." 
— In  times  of  war  be  ready  for 
anything.  The  great  European 
struggle  has  already  turned  the  world 
upside  down  —  commercially  speaking — 
and  almost  every  line  of  business  is  now 
engaged  in  trying  to  adjust  itself  to 
new  conditions  brought  about  by  the  in- 
terruption to  international  trade.  Al- 
though,  of  course,  every  one  of  the  coun- 
tries involved  is  more  or  less  seriously 
affected,  it  is  generally  agreed  that 
Germany  is  most  completely  tied  up  and 
will  be  the  last  to  recover. 

In  the  realm  of  toys  it  is  not  likely 
that  as  great  inconvenience  will  be  ex- 
perienced as  at  first  thought  might  be 
imagined.  The  wholesalers  in  this  coun- 
try usually  make  up  their  first  and 
largest  orders  to  the  German  manufac- 
turers in  the  months  of  February, 
March  and  April,  and  shipments  begin 
to  arrive  in  July,  August  and  Septem- 
ber and  early  October  as  the  period 
when  the  receipts  of  foreign  toys  are 
heaviest  of  all.  A  good  many  shipments 
of  toys  were  already  landed  or  on  the 
ocean  at  the  time  war  was  declared. 
Several  large  consignments  arrived  in 
New  York  early  last  month  and  it  is 
possible  these  may  help  out  somewhat 
in  Canada.  01'  course  no  further  ship- 
ments can  1)0  expected,  though  the  sug- 
gestion has  been  advanced  that  German 
goods  miuht  come  through  Holland  and 
leave  there  on  neutral  bottoms.  This 
plan  does  not  seem  at  all  feasible,  for 
obvious  reasons.  In  any  case  it  seems 
inevitable  that  the  unusually  small 
stocks  available  for  Canada  will  be 
rapidly  repleted  and  it  is  said  the  de- 
partment and  other  large  stores  have 
been  busy  trying  to  secure  goods.  This 
movement  has  not  been  so  evident  among 
smaller  dealers  and  it  would  seem  that 
those  desiring  to  handle  toys  this  year 
would    be    w  ell    ad\  ised    to   go    into   the 

matter     at     once.      Some     United     States 

factories  are  already  refusing  orders. 

There  is  one  thing  about    the  top  busi- 


ness that  presents  a  hopeful  side  to  the 
situation.  The  great  variety  of  toys  and 
the  many  new  things  brought  out  every 
season  makes  it  easy  to  replace  lines 
that  have  been  cut  off,  with  others.  After 
all,  children  are  easily  pleased,  and  it 
is  probable  that  many  of  the  toys  and 
novelties  that  have  not  come  through 
will  never  be  missed  by  the  kiddies  or 
their  elders  who  pay  for  them. 

The    misfortunes    of    Germain*    should 


BEIDGE  WHIST  SET. 
This  contains  two  packs,  gilt-edge  cards, 
memo  pad  and  card  with  rules  of  the 
game.  It  is  made  in  various  kinds  of 
leather,  and  in  black  and  colors.  Shown 
by    Western    Leather    Goods    Co. 

be  taken  advantage  of  by  the  enterpris- 
ing business  men  of  Great  Britain  and 
Canada.  One  Canadian  Factory  is  al- 
ready running  to  full  capacity  on  cer- 
tain linos  and  there  is  no  doubt  ample 
room   for  others. 

Dolls  Will  Be  Scarce. 

The   outlook    for  dolls    is   nol    marly    SO 

bright.  Scarcely  any  have  been  received 
and  stocks  are  very  small.    The  difficulty 

of  substitution  hero  presents  itself  much 
more  than  in  the  case  of  toys,  and  it 
seems    probable    that     many    little       folk 

will  be  disappointed  unless  they  can  be 

cheered    by    last    year's    doll,    made    over. 

However,  the  doll   making  industry  has 
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also  been  commenced  in  Canada,  and 
the  present  situation  should  give  it  a 
great  impetus. 

Fancy  goods,  picture  post  cards  and 
art  novelties  will  also  be  affected  more 
or  less  through  the  inability  of  Germany 
to  make  shipments.  France  and  Austria 
also  share  a  portion  of  this  trade  and 
they  are  in  no  better  position  at  pre- 
sent. It  is  anticipated  that  the  stocks 
of  fancy  goods  available  Avill  not  nearly 
meet  the  demand  and  very  few  ship- 
ments got  through  before  the  war  and 
the  manufacture  of  these  lines  has  not 
been  developed  to  any  extent  in  England. 
the    United    States   or    Canada. 

Ccver  Up    "Made-In-Germany"   Labels. 

The    question    has    been    raised    as   to 

whether  or  not  difficulty  will  be  encoun- 
tered in  getting  people  to  buy  goods  of 
German  or  Austrian  manufacture.  There 
are  two  ways  out  of  this  difficulty.  One 
is  to  answer  the  argument  by  pointing 
out  that  up  to  the  present  Germany  has 
been  supreme  in  the  manufacture  of  toys 
and  some  other  articles  and  that  credit 
must  be  given  that  country  for  the  de- 
velopment of  this  trade-that  the  pre- 
sent war  is  not  against  German  industry 
and  commerce  no  more  than  against 
German  art  or  German  music,  but  it  is 
againsl  German  autocracy  and  that 
therefore  there  is  no  suggestion  of  dis- 
loyalty in  purchasing  goods  of  German 
<  risin.  especially  as  these  were  imported 
1  (fore  the  war.  The  other  answer  to  the 
object  ion  ami  perhaps  the  better  one, 
where  feasible,  is  to  paste  an  appro- 
priate label  (containing  retailer's  name, 
etc.),  over  every  inscription  "Made-in- 
Cermany.'*  On  painted  toys  a  gaily  col- 
ored poster  stamp  mighl  serve  the  pur- 
pose besl  because  it  would  blend  with 
the  brighl  colors  of  the  article.  Healers 
would  do  well  to  give  careful  considera- 
tion to  this  problem  and  be  prepared  to 
meet  it  should  patriotic  feeling  in  Can- 
ada be  particularly  strong  at  the  Christ- 
mas season. 
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Order  Toys  Now 

Canadian-Made  Toys  for  Canadians 


No   immediate 

advance   in 

prices 


> 


i 


With  foreign  shipments  cut  off  on  account  of  the 
trouble  in  Europe  there  is  sure  to  be  a  great  short- 
age in  toys  this  season.  We  wish  to  announce  to 
the  trade  that  our  factory  is  working  full  capacity 
manufacturing 

Unbreakable    Character 

Dolls,  Teddy  Bears,  Stuffed 

Toy    Animals,    Cowboy 

and  Indian  Suits 

ready  to  meet  the  demand  there  is  sure  to  be. 

As  long  as  our  present  stock  holds  out  we  will  not 
advance  the  prices  of  toys.  We  cannot  guarantee 
the  same  price  after  October  1st. 

Our  range  is  large  and  our-values  are  excellent. 


Write  for  samples  to-day.    It 
will  pay  you  to  order  now, 


Dominion  Toy  Manufacturing  Co.,  Ltd. 


161-165  QUEEN  ST.  EAST 


TORONTO 
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Coming  Back  to  Floral  Effects 

Pillows  for  Holiday  Season — Designs  Developed 
in  "Dahlia"  Braid — Art  Needlework  Supplies 
Came  in  Early  from  Europe. 


THE  art  needlework  department 
lias  been  a  winner  during  the 
Spring  and  late  Summer  season, 
and  sales  are  still  keeping  up.  In  many 
retail  stores  the  report  is  that  this  de- 
partment is  ahead  of  last  year's  busi- 
ness. This  is  true  also  of  business  in 
the  art-needjework  houses  so  far.  Many 
lines  carried  are  of  German  production 
and  buyers  are  hastening  to  cover  stocks 
before  the  supply  is  gone.  Stocks  are  in 
very  good  shape  for  the  present  as  prac- 
tically all  the  Fall  goods  are  to  hand  as 
shipments  were  made  with  unusual 
promptness.  Goods  ordered  for  July  de- 
livery came  to  hand  in  May.  As  one  im- 
porter put  it,  he  called  down  impreca- 
tions on  the  shippers  when  the  goods 
fore  the  writer  lies  three  sketches  made 
from  models  intended  for  the  Paris 
openings,  one  from  Premet,  one  from 
came  so  long  before  the}7  could  be  ship- 
ped out.  Now  his  feelings  are  the  re- 
verse, as  he  can  fill  his  orders.  There  is 
also  some  hope  for  belated  shipments 
for  one  firm  received  during  the  last 
week  of  August  goods  from  Muelhausen. 

Pillows  and  cushions  are  always  a 
big  item,  but  never  more  so  than  in  the 
Fall,  and  in  the  holiday  selling  period. 
Pillows  lead,  and  the  patterns  showing 
have  a  tendency  to  come  back  to  strictly 
floral  effects  that  are  only  very  slightly 
conventionalized.  Other  patterns  show  a 
mixture  of  conventional  and  floral  de- 
signs. These  patterns  are  worked  out  in 
natural  colors. 

Attractive  patterns  that  are  easily 
worked  out  form  a  quick  selling  com- 
bination in  art  needlework  lines.  Pat- 
terns of  this  class  developed  in  a  new 
variety  of  braid  on  the  same  order  as 
the  "baldur"  braid  and  named  "dahlia"' 
braid  are  attracting  favorable  attention. 
Asters,  daisies,  clover  and  similar  de- 
signs are  also  seen.  The  flower  is  made 
of  the  braid  and  the  rest  of  the  pattern 
— the  foliage,  etc. — is  worked  in  floss  or 
wool  silk.  Many  new  pattenrs  are  show- 
ing worked  in  French  knots  or  seed 
stitch,  and  seed  stitch  designs  are  to  be 
verv  much  used. 


PARTY  BOXES. 

Scornful  man  who  has  been  inclined 
to  smile  at  the  varied  contents  of  the 
bag  of  a  woman  of  fashion,  would  prob- 
ably be  further  surprised  to  take  note 
of  the  contents  of  one  of  the  new 
leather  boxes,  which  are  already  begin- 
ning to  make  their  presence  shown  at 
fashionable    events   in    the   larger   cities 


in  this  country,  and  which  for  some  time 
have  been  the  "correct  thing"  in  Paris. 
The  contents  of  the  boxes  varies,  the 
variety  being  largely  controlled  by  the 
price,  but  in  all  there  will  be  found  an 
assortment  of  those  little  aids  to  toilet 
which  the  modern  lady  is  so  seldom 
without. 

In  shape  these  boxes  are  either  square 
or  nearly  so,  or  oblong,  the  length  vary- 
ing from  about  four  to  six  inches.  They 
are  made  of  leather  in  a  variety  of  colors 
with  a  small  handle  on  the  top.  There 
is  a  big  proce  range,  but  the  strong  lines 
will  retail  from  $5 .  00  to  $10 .  00  although 
there  will  be  some  cheaper  varieties. 
Linings  are  of  silk.  The  popular  color 
thus  far  has  been  found  to  be  black. 

The  accompanying  cut  will  gives  some 
idea  of  the  party  box  and  its  contents. 
This  box  contains  a  powder  puff,  comb, 
card  case,  small  purse,  perfume  bottle, 
lip  salve  holder,  small  looking  glass,  etc., 
and  there  is  room  also  for  handkerchief 
and  any  other  small  articles  which  it 
may  be  desired  to  carry. 

The  Spanish  Backcomb. 

At  the  present  time  there  is  a  strong 
demand  for  the  large  loop  hairpin  with 
the  plain  design  favored  although  there 
is  also  a  demand  for  those  with  orna- 
ments. The  outgrowth  of  the  demand 
for  this  pin  is  in  the  direction  of  the 
Spanish  backcomb  which  already  has 
found  popularity  in  some  of  the  world's 
fashion  centers,  and  which  is  now  being 
stocked  in  this  country.  This  comb 
comes  in  a  great  variety  of  designs  usu- 
ally with  four  prongs  and  with  large 
tope  in  a  great  number  of  shapes. 
*  Of  late  there  has  not  been  such  a 
strong  demand  for  beads,  although  this 
form  of  neck  ornament  is  still  very 
popular.  The  craze,  for  the  popularity 
almost  amounted  to  that,  has  been  noted 
to  shift  from  city  to  city  and  it  has 
covered  the  large  centers,  there  now  be- 
ing a  noticeable  demand  in  the  smaller 
cities  and  towns  which  are  somewhat 
more  conservative  in  following  the  dic- 
tates of  fashion. 


LEATHER  GOODS  SAME  PRICE. 

As  soon  as  the  war  broke  out  manu- 
facturers of  high  grade  leathers  in  the 
States  advanced  prices,  said  a  manufac- 
turer of  leather  bags,  belts  and  leather 
novelties.  The  makers  of  such  articles 
in  Canada  are  well  supplied  with  the 
kinds  of  leathers  they  need  and  there  will 
be  no  change  in  prices  in  the  near  future. 
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ON  A    WAR  FOOTING. 

Canada  is  going  to  find  out,  with- 
in the  next  few  months,  what  it 
means  to  be  "on  a  war  footing." 

Just  what  it  means  depends  large- 
ly on  how  we  meet  the  situation.  It 
might  mean  continued  dullness,  de- 
pression, "hard  times" — if  we  were 
to  persist  in  thinking  and  talking 
"hard  times." 

It  may,  just  as  reasonably,  mean 
prosperity — if  we  keep  our  heads 
and  go  after  business  in  the  right 
spirit  of  aggressiveness. 

We  might  well  follow  the  lead  set 
us  by  some  of  our  large  industrial 
concerns. 

An  excellent  example  is  furnished 
by  our  three  leading  automobile 
manufacturers. 

One — making  a  high-priced  car — 
has  given  instructions  for  the  most 
aggressive  selling  campaign  the 
company  has  ever  undertaken; 
backed  up  by  a  big  campaign  of 
advertising  in  the  newspapers. 

Another,  who  makes  various- 
priced  cars  of  high  quality,  had  a 
large  announcement  of  1915  models 
in  a  long  list  of  papers  the  very 
week  after  war  was   declared. 

A  third — a  Canadian  branch  fac- 
tory of  a  United  States  concern 
making  a  popular-price  car,  is  an- 
nouncing an  important  price  change 
— and  taking  larger  space  than  ever 
before  in  Canadian  newspapers  to 
tell  the  story. 

And  this,  be  it  noted,  is  the  atti- 
tude of  the  three  big  men  in  an  in- 
dustry that  the  pessimists  have 
been  predicting  would  be  seriously 
affected  by  the  war.  Their  unshaken 
confidence,  their  greater-than-ever 
determination  to  market  successful- 
ly a  class  of  product  that  is  always 
hard  to  sell,  should  be  an  inspira- 
tion to  the  rest  of  our  industries. 
These  three  manufaetxircrs  have 
tested  advertising,  and  have  con- 
fidence in  its  efficiency  in  stimulat- 
ing business  in  times  of  war  as  tvell 
as  in  times  of  peace. 

Instead  of  retrenching,  the  busi- 
ness men  of  Canada  may  well  emu- 
late the  action  of  the  motor  car 
manufacturers,  and  go  out  after 
business  in  the  most  aggressive  way 
possible. 


Arnold  &  Son,  Georgetown,  Ont.,  are 
opening  a  branch  of  their  glove  works 
in    Acton. 

Scroggie  &  Elliott,  Sarnia.  who  suc- 
ceeded Smith  &  Ash,  have  had  their 
premises  handsomely   titled  up. 

Patterson  &  Park,  Dumnier,  Sask., 
have  succeeded  W.  J.  Patterson,  gen- 
eral  merchant. 

Geo.  Capling,  Rouleau,  Sask.,  general 
merchant,  has  moved  to  Bengough. 
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In  All  the  World,  No  Other  Line  Like  This" 


Some  of 
the  New 
Imported 
Ideas 


Rite  Baby  Feeding 
Plates  (keep 
food   hot) . 

Rite  Baby  Soap 
(Floating). 

Rite  Baby  (Ball 
Bearing)     Pins. 

Rite  Stork  Maison- 
ettes. 

Rite  Baby  -  Rasp- 
berry Confection 
(for  constipa- 
tion). 

Rite  Nursery  Bas- 
kets. 

Rite  Baby  Refrig- 
erator with  Bas- 
ket. 

Rite  Baby  Nursery 
Bottles. 

Rite  Baby  Basin- 
ettes. 

Baby  Baskets 
in  new  and 
original 
shapes  and 
sizes. 

Stork  Party 
Favors  that 
are  new  and 
different. 


See 
Rite 
Baby 
Toodles" 


"Rite"  Baby  Maisonette 

The  Latest  From  Europe 

Our  special  representative  who  has  been  in  Germany,  Austria,  Italy,  Holland, 
England  and   France  for  the   past  two  months,   has  secured   the 

American  Rights  for  Many  Brand  New  Novelties 

which   are   now  on   exhibition   in   the   RITE   Showrooms. 

This  European  collection,  big  as  it  is,  forms  but  a  small  part  of  our  entire 
line   of 

5000  New  Rite  Originalities 

■ — practical,  amusing,  instructive  and  sanitary. 

And  many  other  specialties  of  the  sort  for  which  the  name  RITE  is  famous. 

An  early  visit  to  our  showrooms  will  make  your  department  the  most  popular 
in   your  city. 

If  you  are  not  coming  to  New  York,  let  us  send  you  one  of  our  $25,  $50  or 
$75  Sample  Assortments. 

"Rite"  Specialty  Co. 

35-39  WestT36th  St.f.BV££Vv"£"d      NEW   YORK 
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New  and 
Original 
Ideas 


in 


Rite  Baby  Rattles. 

Rite    Baby    Toilet 
Sets. 

Rite  Baby  Station- 
ery. 

Rite    Baby    Record 
Books. 

Rite     Baby     Coat 
Hangers. 

Rite    Baby    Teeth- 
ing Rings. 

Rite  Nursery  Toys. 

Rite      Baby      Play 
Yards. 

Rite    Nursery 
Chairs. 

Rite    Baby    Rubber 
Toys. 

Rite     Musical 
Cushions. 


Another  Im- 
portant Fea- 
ture this  Year. 

Wonderful 
Mechanical 
Pieces  for  De- 
partment Dis- 
plays. 


Full 

Line 

Ready 

July 

First 
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Baby  Novelties 


Hundreds 

of    Articles 

that  Sell  at 

Sight,  at 

Popular 

Prices. 


The    Kind 

You  Do 

Not   See 

Elsewhere 


/ 


Write   for    a 
Special    $25,    $35    or    $50    Selection 

To    retail    at   25c    to    $1.00. 
Mail   orders   filled    Immediately. 

Our  Fall  lines  are  now  ready. 
Call  and  inspect  this  attractive 
line  when   in   New  York. 


Bailey  &  Bailey 

Importers  and   Manufacturers 
INFANTS'  NOVELTIES 

Bailey  Building 

27  East  22nd  Street,  New  York 


You   Need 
The   Bailey 

Line  for 

the    increase 

of  your 

business. 


"SLIPPON" 

COIFFURE   FASHIONS 


Patent 


mm 


13 

Nets 

to  the 

Dozen 


Reg'd 
Copyright 


13 

Nets 

to  the 

Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net  which  adjusts 
itself  to  the  present  style  of  coiffure. 

NO  PINS         NO  WORRY 

Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 

LONDON  ENGLAND 

Sole  Agent  in  Toronto 

R.  W.  R.  COWIE,  77  York  Street 

To  Pirates: — 

This  envelope    is    copyright,     design     registered,     and     net 
patented. 


LON 


WAREHOUSES: 


1-52  ALDERSG\TE  ST 
E.C. 


J- 


mJtfGK0VE  &  CO.  U 


MILLS:  St.ALBANS 
■  i  •.  d  REDBOURN 
HERTS" 


MANUFACTURERS  OF 


SILK  THREADS,  SUITABLE  FOR 
WEAVING,  KNITTING  and  EMBROIDERY 


■'•'>«/ 


also  Italian,  China  and  Japan  Trams,  Organzins,  Sewings,  Flosses,  Spuns  and  Twists 
MACHINE  SEWING  SILKS     :      : 
EMBROIDERY  SILKS  and  FLOSSES 

ALSO  ARTIFICIAL  SILK  FOR  WEAVING,  KNITTING  and  EMBROIDERY 

CANADIAN  REPRESENTATIVE 

F.  A.  TURNER,    52  Bay  Street,  TORONTO 


There    will    be    a 
scarcity  of  buttons 

We  have  al  present  large  stock,  and  can  guarantee 
prompt  delivery  of  fancy  trimming  buttons,  also 
crochet,  celluloid,  or  <  luth-covered.  Now  is  the  time 
to  prepare  for  the  shortage  caused  by  the  war  by 
Stocking  iiji  from  our  large  and  well-assorted  range. 
Simples   sent    on    request. 

A.  Weyerstall  &  Co. 

Button  Manufacturers 
Head  Office  Branches 

TORONTO         Montreal      Winnipeg 

145  Wellington  St.  W. 


Kindly  mention  this 
paper  when  writing 


to  advertisers. 
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De  Long 
Hook  and  Eye, 

QD 

See  that  .. 

hump? 


TRADE    MARK 
BEG  U.S   PAT  OFF. 


De  Long 
Press 
Button 


World's   Flattest 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy -Working 

Rust?  Never! 


De  Long 
Hook  and  Eye 


Tape 


LOOK 
FOR  THE^ 
TAGS^ 


Hookand  Eye 


Bless  that 

Nub! 


TRAOt  MARK 
REG  U.S.  PAT- OFF. 


DeLong 
Products 


— the  standards  of  quality  in  their 
class — are  now  manufactured  right 
here  in  Canada. 

If  you  don't  handle  DeLong  Pro- 
ducts— 

If  you  "know  they're  good,"  but  are 
not  making  that  knowledge  pay  you — 
Write  us!  Get  in  touch!  It's  a  great 
thing  for  any  store  to  handle  a  line  of 
goods  that  every  woman  knows  is  the 
best  of  its  kind. 

And  every  woman  knows  that,  about 

DeLong 

"See  that  hump?"  Hooks  and  Eyes 
DeLong  Press  Buttons 
DeLong  Co.  Safety  Pins 

and  all  other  DeLong  products. 


The  DeLong  Hook  and  Eye 
Company 

of  Canada,  Ltd. 
St.Marys,  Ontario 
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Vogue  of  the  Wide  Girdle  Continues 

With  the  Basque  Waist  Likely  to  be  Popular  for  Fall,  Girdles 
of  Greater  Width  Will  be  Worn — Americans  Will  be  Able  to 
Supply  Fancy  Ribbons  in  Wide  Widths. 


EVERY  season  has  its  vogues  and 
its  novelties,  but  it  might  well  be 
said,  among  other  things,  that  1914 
Summer  has  been  a  belt  season.  The 
outlook  for  the  Fall  is  very  encouraging. 
The  tendency  is  for  wider  styles,  both 
for  belts  and  girdles.  They  have  become 
dominant  in  practically  all  styles  of 
costumes  and  whatever  little  touches  of 
color  that  may  be  used  in  the  costume 
itself  are  usually  matched  with  the  gir- 
dle, which  seems  to  be  the  one  important 
consideration  around  which  the  gown  is 
constructed. 

A  contemporary  declares  that  the 
growth  of  the  popularity  of  belts  and 
girdles  is  interesting  to  note.  From  a 
simple  little  belt  a  few  inches  wide,  the 
girdle  has  grown  into  a  thing  of  bril- 
liance and  beauty,  whose  shimmering 
folds  and  often  tasselled  ends  sweep 
gracefully  to  the  bottom  of  the  fash- 
ionable skirt. 

The  bust  girdle  made  of  black  satin 
is  a    new   conception.     Shirred   on    three 


lengthwise  cords  at  the  back,  it  has  a 
double  looping  belt  and  fastens  at  the 
front.  Another  novelty  is  of  striped 
ribbon  and  has  two  sloping  ends  witli  a 
bias  fold  across.  This  is  tied  in  harem 
fashion  about  the  waist,  running  high, 
with  ends  brought  to  the  left  of  the 
front. 

Minaret  belts  are  still  popular  and  un- 
doubtedly the  primary  reason  for  their 
popularity  is  the  fact  that  they  are  ad- 
justable. In  the  same  way  there  is  al- 
ways a  popular  reception  for  the  elastic 
when  it  is  offered  in  fashionable  de- 
sign. 

Basque  Effects  for  Fall. 

The  whole  tendency  seems  to  favor 
the  basque  effect  in  girdles  for  Fall. 
They  are  made  in  various  widths  from 
six  inches  upwards,  and  the  nine-inch 
width  appears  to  be  the  one  which  ap- 
peals to  the  trade.  In  Paris  the  widtli 
has  been  increased  up  to  twenty  and 
twenty-four  inches,  and  some  of  them 
almost  completely  cover  the  front  of  the 


waist.  Whether  the  women  of  Canada 
will  come  to  adopt  this  extreme  style  is 
a  question.  On  some  of  the  belts  trim- 
mings are  being  introduced. 

With  the  basque  waist  taking  a  strong 
place  in  the  Fall  styles  there  would  seem 
to  be  a  good  season  assured  in  belts  and 
girdles  of  this  character,  as  a  basque 
girdle  will  often  enable  a  woman  to  bring 
her  last  season's  dress  up  to  the  style 
standard. 

A  Question  of  Ribbons. 

In  connection  with  the  belt  and  girdle 
vogue  it  is  not  believed  that  the  cutting 
off  of  foreign  imports  will  seriously  in- 
terfere with  the  style.  The  great  ma- 
jority of  the  Swiss  ribbons  are  of  med- 
ium width  and  of  plain  materials.  The 
fancy  ribbons  are  largely  made  in  the 
United  States,  or  at  least  the  American 
manufacturers  will  take  steps  to  get  into 
the  market  and  supply  them,  and  Can- 
ada will  be  able  to  get  required  goods 
although  a  much  higher  price  may  have 
to  be  paid  than  in  the  past. 
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Make  Everlast  Bust 
Forms  and  Coat 
Foundations  the 
associate  of  your 
Dress  Accessories 

These  forms  will 
give  to  a  coat  a  per- 
fect bust,  shoulder 
and  front,  and  the 
garment  will  retain 
this  perfection  o  f 
shape.  The  forms 
arc  made  of  the 
best  materials 
throughout,  and  are 
guaranteed  not  to 
shrink. 


Toronto  Pad  Company,  Limited 

333  Adelaide  St.  W.  TORONTO 

Western  Representative  : 
J.  W.  LEATHORN,  603  Mercantile  Bldsj.,  Vancouver,  B.C. 


Taylor's  Embroidery 
Hoops  of  Quality 

None  better  made 


! 


VASSAR 

An  adjustable  hoop  that  will  ad- 
just itself  to  any  thickness  of  fabric 
and  holds  it  securely  in  place.  The 
inside  hoop  is  wood  smoothly  finish- 
ed, the  outside  hoop  is  metal  highly 
polished,  rust  proof  and  fastened  at 
the  end  with  a  coiled  spring.  Made 
4,  5,  6,  7,  and  8  inch  in  diameter. 

VASSAR  OVAL 

Same  as  Vassar,  but  oval  shape. 
Sizes  3  x  6,  \\i  x  9  and  l>  x  12  inch. 

MANHATTAN 

One-half  inch  wood,  perfectly 
finished  and  turned  to  an  exact  size. 
Made  in  sizes  4,  5,  6,  7  and  8  inch 
in  diameter. 

OVAL 

One-half  inch  wood  nicely  finished 
and  perfectly  formed.  Handy  for 
drawn  work  and  long  narrow  de- 
signs in  embroidery.  Made  in  sizes 
3  X  0,  41.,  x  i)  and  ii  x  12  inch. 

Thos.  P.  Taylor  Co.,  Bridgeport,  Conn. 

U.  S.  A. 


Four  hoops  well 
designed  lor 

every  purpose 

Well  made  of  the 
best  materials 

Priced  to  give 
you  fair  profits 

Ask  lor  our  new 
catalog  and  price  list 

You'll  be  interested 

We'll  send  it  tree 


Portrait  Hats  at  Openings,  But  Majority    Small 

Ostrich  Will  be  Used  Extensively  and  Will  Take  Place  of  Many 
High-Class  Mounts — All  Models  Fit  Head  Closely — Velvets  and 
Plushes  in  Short  Supply — Fur  Hats  Prominent  Later. 


THE  Fall  millinery  season  is  fully. 
launched,  and  in  spite  of  the  pend- 
ing scarcity  in  some  lines  that  are 
in  very  great  demand,  milliners  down 
for  the  openings  are  finding  plenty  of 
diversity  in  styles.  All  the  hats  shown 
are  by  no  means  small;  many  shapes  are 
medium  and  some  are  even  large.  The 
large  hats  are  on  the  portrait  sailor 
order,  and  many  models  are  picturesque- 
ly trimmed  with  beautiful  ostrich  mounts 
and  plumes.  Ostrich  will  this  season  take 
the  place  of  many  of  the  very  hand- 
some fancy  mounts  that  can  no  longer 
be   obtained. 

Sailor  shapes  and  toques  are  most 
numerous.  Many  toques  present  an  elon- 
gated line,  while  a  new  shape  that  is  very 
prominent  has  almost  no  brim  and  a  high 
conical  crown  made  all  the  higher  by  the 
very   high   trimmings   and   mounts.. 

A  toque  of  this  kind  had  the  crown  of 
skunk  fur,  mounted  on  a  narrow  brim 
of  black  velvet  with  an  uncurled  ostrich 
mount    with    the    central    rib    silvered. 

High  and  moderately  high  crowned 
models  have  brims  drooping  or  rolling, 
and  some  of  them  have  high  side  revers. 
Though  crowns  are  high,  many  of  them 
show  suggestions  of  drapery. 

High   Crowns   On   Toques. 

High  crowns  go  with  the  toque  and 
other  small  shapes,  and  the  crowns  of 
the  larger  hats  are  quite  flat.  All  kinds 
of  odd  and  irregular  shapes  are  seen  in 
crowns  and  some  are  high  on  one  side 
and  low  on  the  other.  All  models  have 
one  feature  in  common — they  fit  the 
head  closely,  and  the  pose  of  the  hat 
just  tilted  to  one  side  helps  to  give  the 
distins'uishino-  touch  that  marks  the  new 
season's  model. 

Rich  Colors  in  Velvet. 

Velvet  is  the  leading  material,  and 
the  black  velvet  hat  is  the  hat  of  the 
season.  The  colors  are  very  deep  and 
rich.  Though  the  colors  are  so  dark  there 
are  many  shades,  and  these  shades  are  so 
beautiful  that  they  are  bound  to  win 
favor.    When   velvet   is   not   used   plush 


POPULAK    FALL    MODEL. 
Picture    sailor^crown     of    white    moire 
and    brim    of    deep    bottle    green    velvet. 
Metallic    rose    and    foliage    in    dull    silver 
shades. 

is  the  first  substitute,  but  later  fur 
plushes,  felt,  and  broadcloth  combined 
into  velvet  will  be  used.  Satin  and  some 
failles   are    also    combined    with    velvet. 


Later  a  very  great  deal  of  fur  will  be 
used,  and  fitch,  skunk  and  black  monkey 
promise  to  be  the  leading  novelties. 
Bands  of  monkey  are  used  very  much  in 
the  same  way  as  bands  and  fringes  of 
ostrich. 

Burgundy  and  Beet  Root. 

The  colors  prominent  in  the  Fall  dis- 
plays are  Burgundy  and  beet-root  in 
many  shades.  Russian  cedar  and  stone 
greens,  navy,  crows  blue,  very  deep 
sapphire,  and  peacock  shades,  seal, 
taupe,  tete  de  negre  and  some  deep 
shades  of  tan.  Very  deep  purple  verg- 
ing on  wine  is  also  showing  to  some  ex- 
tent. 

Feathers  More  Than  Flowers. 

Flowers  will  also  be  used  but  not  to 
so  marked  an  extent  as  feathers.  The 
very  latest  are  quite  gigantic,  and  one 
small  toque-like  model  had  for  trimming 
just  two  huge  pansies  placed  hack  to 
back  and  used  like  a  mount  in  front.  On 
the  other  hand  some  models  are  trimmed 
with  small  velvet  asters  and  dahlias 
mixed  with  moss.  Flowers  also  come  in 
metallic  effects  in  the  form  of  roses, 
asters,  poppies  and  other  open-petaled 
flowers. 

Ribbon  trimmings  are  also  very  much 
used.  Both  narrow  and  wide  ribbons  are 
used  and  large,  high-looped  bows  are 
found  alone  or  mixed  with  hackle  and 
other  feather  fancies. 


Military  Ideas  and  Ostrich  Later 

Mounts  Will  Come  First  While  They  Last  - 
Ostrich   Feathers   and   Fancies   Are   Made   in 
Canada  and  the  States. 


WITH  all  the  world  talking  war, 
even  without  the  assistance  of 
Paris  it  does  not  take  long  to 
predict  that  military  ideas  will  rule 
later.  Models  of  military  caps  will  soon 
be  common.  The  hussar  hat,  the  Cossack 
hat,  and  even  the  helmet  are  all  in- 
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eluded  in  posible  styles.  One  house  in 
Toronto  has  already  shown  a  model 
based  upon  the  Queens'  Own  dress  cap. 
Even  before  the  war  models  had  a  de- 
cidedly military  leaning.  There  was  and 
is  much  tinsel  used.  Gold  laces  and  bands 
are    used,   and    gold    braids    and    tissues 
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are    used     generally     for    the    bindings. 

While  the  supply  lasts  prominence  will 
be  given  to  fancy  feathers;  when  these 
are  do  longer  procurable  the  demand  will 
(■(Hue  mi  to  ostrich  and  high,  uncurled 
mounts,  ami  full-headed  French  plumes 
will  be  much  used.  There  should  ho  no 
difficulty  in  procuring  a  full  supply  for 
they    are    manufactured    in    Canada    and 


also  in  the  Slate-.  The  combining  of 
white  with  black,  and  also  Russian  green 
should  afford  relief,  as  white  feathers 
do  not  have  to  be  dyed.  Just  how 
varied  ostrich  fancies  can  he  every  mil- 
liner knows.  Ostrich  comes  in  high  quill 
effects,  pom-poms,  military  mounts,  quill 
effects,  and  many  others.  Hackle,  coque 
vulture,  pheasant  and  peacock  are  all  in- 


cluded m  the  new  mounts  in  solid  colors, 
mottled    and    metallic    effects. 

Feather  and  other  trimmings  can  be 
arranged  in  any  way.  The  majority  are 
high  and  towering,  but  some  are  quite 
flat.  Generally  the  very  high  mounts  are 
u-ed  on  the  small  hats,  and  flat  trim- 
mings are  favored  for  the  large  portrait 
shapes. 


What  Canadian  Buyer  Saw  in  Paris  on  Eveof  War 

Shapes  Mostly  Small,  with  High  Trimmings  of  Black  and  White 
Well  Adapted  to  Considerations  of  Price  —  Other  Extreme  of 
Wide  Sailors,  However,  is  Strong— $600,000  Order  Just  Missed 
— Easv  to  Get  Velvets. 


Authorized    Interview    with    Buver    for    Goodwin's,    Limited. 


MORE  than  in  many  recent  years 
will  the  question  of  price  bear 
a  significant  relation  to  mil- 
linery during  the  coming  season — as  to 
the  seasons  in  the  immediate  future  no 
one  is  in  a  position  to  make  even  the 
wildest  conjectures.  On  the  authority 
of  Miss  Leary.  buyer  for  the  millinery 
department  for  Goodwin's,  Limited, 
Montreal,  who  was  one  of  the  last  of 
the  Canadian  milliners  to  leave  Paris 
following  the  declaration  of  war,  we 
have  the  statement  that  in  her  experi- 
ence she  las  never  seen  stvles  which  can 


A    FALL   TOQUE. 

Boxlike  toque  of  blaek  velvet  and  white 

Bilk.      A    fringe    of    heated    peacock  blues 

marks    t  he    dn  ision    of    brim    and    crow  a. 

Treated    peacock    mount    -it     the    side    of 

the    back. 


be  more  reality  adapted  to  narrower 
pocket-books  than  the  models  which  are 
being  displayed  in  Parisian  hat  shops — 
the  style  centres  of  the  world. 

The  forecast  that  it  was  to  be  a  sea- 
son of  black  was  being  strongly7  em- 
phasized in  nearly  all  of  the  models 
shown — black  with  white  trimmings,  or 
in  some  cases  white  with  black  trim- 
mings, were  the  vogue.  There  are  some 
colors  being  introduced,  but  nothing 
that  would  be  termed  pray — effects  are 
either  contrasts  or  sombre  shades. 

As  to  shapes,  the  latest  showings  that 
were  made  in  Paris  emphasized  the  re- 
turn to  the  spotlight  of  popularity  of 
the  large  hat.  This  is  either  the  sailor 
or  the  large  shape  after  the  Gains- 
borough fashion,  with  either  flat  or  roll- 
ing brim.  However,  the  general  ten- 
dency is  for  thickness  and  high  trims, 
and  the  stronger  showing  is  in  the  small 
black  shapes — smaller  than  they  have 
ever  been  before.  There  are  toques 
which  fit  very  closely  to  the  head,  and 
many  of  them  come  up  to  a  peak.  Black 
is  the  prevailing  color. 

These  styles  are  generally  adapted  to 
good  effects  at  a  minimum  of  expendi- 
ture. Of  course,  millinery  will  always 
he  sold  at  a  wide  range  in  prices,  and  the 
hat  can  be  made  to  suit  the  poeket-book, 
hut  at  the  same  time  the  black  and 
white  idea  can  be  effectively  handled 
with  comparatively  cheap  materials,  and 
there  will  be  in  this  season  a  chance  for 
the  milliners  to  give  the  people  what 
they  can  afford  it  is  not  going  too  far 
to  say  thai  more  than  usual  sales  will 
di  pend  on  price. 

High  Trims  for  Small  Hats. 
Mi^s  Leary  states  that  the  latest  of 
the  Paris  showings  indicated  high  trims 
for  the  small  hats,  stem  mounts  seeming 
to  he  the  strong  VOgue.  These  mounts 
are  high  and  slender,  and  in  Paris  then- 
is  wide  use  of  the  osprey  and  aigrettes. 

Narrow    ribbons    and    metallic    materials 
were  also  seen   in   rose,  gold  and   silver 
00 


For   the   new    wide   models  there   was 
a   latitude   shown   in   the   style   of  trim- 
ming,    some     trims    being    high,    while 
(Continued  on  page  92) 


Millinery 

Opening  display  of  Fash- 
ion's Decree  in  Fall  Head- 
gear for  discriminating 
women,  to  be  held 

Monday,  Sept.   18 

till 
Saturday,  Sept.  23 

An  exclusive  and  authentic 
display  of  new  and  beautiful 
modes  in  Millinery,  showing 
the  latest  productions  from 
the  hands  of  the  World's  most 
famed  designers  in  Paris, 
London  and  New  York.  You 
are  invited  to  call  and  inspect 
this  display. 

MissM.Pringle 


Meredith,  Ont. 


V 


SUGGESTION    FOB   OPENING. 
The   purpose   of   the   "Loyalty"   cut   in 
connection   with  their  ad.   is  explained  on 
page  55 


MILLINERY 


Dry  Goods  Review 


The 
Style 
and 
Quality 
Line 


The  Fisk  Bulletin,  issued  semi- 
monthly, illustrates  the  latest 
styles. 

Sent  free  to  dealers  on  request. 

D.  B.  Fisk  &  Co. 

fV/w/esa/e  Millinery 
225  North  Wabash  Ave.,  Chicago 
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Novelties  in  Millinery  Trimmings  for  Fall 

Made  Birds  and  Soft  Feather  Effects  Will  Replace  Birds  After 
First  of  Year — Ropes  of  Dull  Beads  in  Several  Strands. 


Lovely  mounts  that  closely  imitate 
numidi  are  formed  of  burnt  ostrich. 
Coque  promises  to  be  very  much  worn 
and  all  kinds  of  upright  effects  that  can 
bt  used  on  the  front  or  the  sides  of  the 
hat  are  seen.  Some  novelties  are  on  the 
Indian  chief  order,  except  that  they 
measure  only  about  six  or  seven  inches, 
and  are  intended  to  be  posed  in  front 
only. 

Great  use  is  made  of  hackle  and  some 
of  the  prettiest  feather  effects  come  in 
this  class.  Bands  of  breast,  particularly 
ir  white  quills  in  novelty  form  and  all 
manner  of  wings,  but  particularly  those 
that  are  long  and  pointed  are  in  high 
favor.  Metalized  wings  and  feathers  are 
among  the  new  effects. 

After  January  1. 

Paris  is  featuring  small  birds  such  as 
humming  birds.  These  birds  are  ex- 
cluded from  the  States,  and  after  the 
1st  of  January,  it  will  be  against  the 
law  to  bring  them  into  Canada.  To  take 
their  place  made  birds  and  soft  feather 
effects  that  have  a  bird-like  appearance 


are  shown.  These  bird  forms  are  some- 
thing new  and  they  are  applied  when 
flat  as  some  are  to  the  side  of  the  hat 
crown. 

Beads  and  Spangles. 
It  is  some  time  since  beads  and 
spangles  were  used  in  millinery.  There- 
fore they  look  quite  new.  Ropes  of  dull 
beads  in  gold  and  silver,  jet,  amber  and 
pearl  are  used  around  the  hat  at  the 
base  of  the  crown.  One,  two,  or  more 
strands  may  be  used,  and  some  hats  are 
altogether  trimmed  with   them. 


WHAT  CANADIAN  BUYER  SAW  IN 
PARIS  ON  EVE  OF  WAR. 

(Continued  from  page  90) 

others  were  quite  heavy.  American  buy- 
ers were  counting  on  a  good  season  in 
the  United  States  for  ostrich  sprays, 
and  this  is  likely  to  be  the  case  with  the 
war  development;  large  plumes  were  not 
shown,  but  the  old-fashioned  straight 
ostrich  spray  of  about  nine  inches  in 
length.  Pom-poms  were  also  used,  and 
on  some  of  the  large  models  the  bandeau 


was    to    be    seen,    being   made   compara- 
tively light. 

Situation  is  Serious. 
Miss  Leary  states  that  different  houses 
will  be  in  different  positions  with  regard 
to  their  shipments  from  Paris,  but  she 
does  not  think  that  the  business  of  this 
Fall  will  show  any  serious  results  of  the 
war.  But  as  for  the  Spring,  it  is  im- 
possible to  say  what  may  happen.  It 
would  certainly  look  on  the  face  of  it 
that  there  will  be  less  tendency  to  rapid 
style  changes  with  the  French  models 
not  coming  forward. 

In  Paris,  just  before  leaving  for  Lon- 
don, Miss  Leary  states  that  the  shipping 
firm  of  Alexanders  made  the  statement 
that  they  had  one  consignment  of  $600,- 
000  worth  of  late  goods  for  different 
firms  in  this  country  which  just  missed 
getting  away — however,  generally  speak- 
ing, many  of  the  houses,  particularly  the 
wholesalers,  had  their  goods  shipped. 

Miss  Leary  returned  to  Canada  on  the 
Virginian.  She  was  in  Paris  when  the 
declaration  of  war  came,  and  as  soon  as 
possible   set    out    for   London. 


We  can  supply  your  require- 
ments in 

Ostrich  Feather 

Novelties  and 
Fancy  Feathers 


PROMPT 
SERVICE 


%8F 


EXCELLENT 
VALUES 


We  specialize  in  all  kinds  of  ostrich  feather  novel- 
tics  and  fancy  feathers.  To  see  and  compare  them 
with  others  is  to  appreciate  the  excellence  of  our 
values.  Quality  and  workmanship  is  of  a  high 
slam  I  a  id.    Write  for  sample  range. 

JOSEPH  LEONE  JR. 

314  NOTRE  DAME  ST.  W. 
Montreal 


Every  4mbitious  Merchant 


Sent  postpaid  only  on  receipt  of  price. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING    CO. 

143-153   UNIVERSITY   AVENUE    ::    TORONTO 
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Window    Trimmer    on    Way   to 
War  Asks  for  Report ! 

This  post  card  will  interest  every  window 
trimmer  in  Canada.  It  was  sent  by  E.  G. 
Meadows,  for  several  years  with  McLaren 
&  Co.,  St.  Catharines,  and  lately  display 
manager  of  the  Caledonia  store,  Edmonton. 
Mr.  Meadows  just  before  leaving  for  Val- 
eartier  Camp,  Quebec,  wrote  The  Review 
for  a  copy  of  the  report  of  the  proceedings 
of  the  C.W.T.A.  Convention.  The  editor 
has  asked  him — if  the  opportunity  occurs 
— to  write  to  the  members  of  the  Associa- 
tion through  the  columns  of  The  Review  in 
account  of  his  experiences  in  the  terrible 
conflict  in  Europe. 


To  Bring  Swiss  Goods  Through  Italy  and  U.S. 

Canadian  Houses  Considering  Course  to  Get  Forward  Shipments 
Now  Held  up  by  English  and  German  Railways — Co-operation 
of   Government   May   be   Asked   Regarding   Duties    on   Goods 
Brought  Through  American  Ports. 


THERE  are  heavy  shipments  of  rib- 
bons and  embroideries  which  are 
waiting  to  be  transported  out  of 
Switzerland  to  the  Canadian  trade.  Ad- 
vices that  these  consignments  are  being 
held  up  owing  to  the  fact  that  the  Ger- 
man and  French  railways  will  not  trans- 
port them  have  been  received  by  differ- 
ent houses.  These  are  goods  which  can- 
not be  duplicated  at  any  other  source 
for  the  time  being  at  least,  and  different 
means  are  being  considered  to  get  them 
to  this  country. 

A  suggestion  that  appears  practicable 
would  be  to  have  the  shipments  taken 
south  through  Italy,  which  at  the  present 
time  is  neutral,  and  to  have  them  sent 
forward  via  the  Mediterranean.  Action 
is  being  taken  along  this  line  but  the 
extent  of  the  success  is  problematical. 
The  plan  would  be  to  have  the  goods 
brought  to  Genoa  or  some  other  Italian 
port  and  then  to  New  York,  coming 
through  the  United  States  to  Canada. 

Working  along  this  line  steps  are  be- 
ing taken  in  Montreal  to  have  a  deputa- 
tion go  to  Ottawa  to  take  up  the  mat- 
ter with  the  Government  of  having  an 
adjustment  made  of  the  duties  on  these 
Swiss  goods  in  the  event  of  their  being 
brought  through  in  the  manner  men- 
tioned. 

There  are  difficulties  in  the  face  of 
the  plan  but  they  may  be  overcome.  In 
the  first  place  the  natural  course  of  ship- 
ment from  Switzerland  is  north  through 
France  and  Germany;  it  is  questionable 
if  boat  accommodation  could  be  secured 
from   an    Italian   port;    the   route   would 


A  SUMMARY. 

KID  GLOVES— Only  small  percentage 
of  stock  received  from  France,  and  this 
will  soon  be  exhausted.  Prices  jumped 
50  per  cent,  in  New  York. 

LINENS— Scarcity  of  flax  from  Bel- 
gium and  Russia  likely  to  advance  prices. 

LACES — Prices  on  nets  advancing. 
Nottingham  works  already  making 
Plauen  patterns  and  prepared  to  copy 
any  submitted  to  them. 

BUTTONS— Germany  and  Austria 
produce  large  percentage,  and  scarcity 
already.     Covered  buttons  likely. 

HOSIERY— Lisle  silk  and  cotton 
must  be  supplied  from  this  side  of  the 
water. 

CLOTHING — Advance  in  trimmings 
expected  to  cause  10  per  cent,  increase 
in  men's  clothing.  Horse  hair  lining  up 
40  per  cent.    Serges  may  advance. 

TOYS — Large  increase  in  domestic 
manufacture.  Scarcity  in  German  lines 
for  Christmas. 

SILKS — Great  scarcity  in  many  lines. 

be  through  the  Mediteranean,  which 
would  greatly  lengthen  the  distance  and 
there  is  the  possibility  of  Italy  being 
drawn  into  the  European  conflict  at  any 
moment. 

Then,  too,  it  would  have  to  be  fig- 
ured that  the  costs  would  be  greatly 
increased.  Not  only  is  the  distance  of 
transportation  much  greater,  but  ocean 
freight  charges  have  been  advanced 
about  fifty  per  cent,  and  on  top  of  this 
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there  would  be  the  high  war  risks,  dear 
exchange,  etc. 

The  shipments  of  silks,  ribbons,  em- 
broideries, etc.,  from  Switzerland  which 
the  trade  was  naturally  depending  upon 
cannot  be  duplicated  in  other  sources 
for  the  time  being  at  least,  although 
if  this  country  is  cut  off  for  a  long  period 
other  sources  of  supply  will  no  doubt  be 
created.  Two  Montreal  firms  at  least 
are  buyers  in  Basle,  the  big  ribbon  cen- 
tre, at  the  present  time,  and  it  may  be 
expected  that  they  will  give  every  co- 
operation   in   getting   shipments    started. 

Swiss  ribbons  are  in  a  class  by  them- 
selves, but  it  must  not  be  considered 
that  the  market  will  be  without  supplies. 
There  are  big  manufacturers  of  ribbons 
in  the  United  States  from  which  fancy 
lines  can  be  secured  and  if  necessary 
these  can  be  made  to  take  the  place  of 
the  European  goods  to  a  lar°:e  extent. 
The  Swiss  makers  exeell  in  taffetas  and 
dutchess  ribbons,  and  in  the  wash  lines 
which  will  soon  be  out  of  the  market 
if  further  supplies  cannot  be  secured. 


CUTTING  OFF  FLAX  SUPPLY. 

The  situation  in  regard  to  linen  goods 
is  becoming  serious.  While  Irish  mills 
may  remain  open  at  almost  full  capa- 
city that  country  is  dependent  for  the 
supply  of  flax  almost  entirely  on  Russia, 
and  as  can  be  imagined,  the  difficulties, 
dangers  and  increasing  cost  of  transpor- 
tation will  not  only  increase  the  cost  but 
greatly  lessen  the  supply.   C 
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HINTS   TO   BUYERS 

t  From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


PARISIAN  CORSET  CO.  ENLARGES. 

The  Parisian  Corset  Manufacturing 
Co.,  Ltd.,  Quebec,  have  found  it  neces- 
sary to  add  considerably  to  their  pres- 
ent spacious  factory  in  order  to  cope 
with  the  demands  of  the  trade  for  the 
famous  "P.   C. "   corset.        Only  a  few 


years  ago  a  large  addition  was  made  to 
their  buildings,  which  are  located  on 
Colomb  and  Turgeon  streets,  in  the  city 
of  Quebec,  and  now  they  are  again  com- 
pelled to  enlarge  their  manufacturing 
facilities  to  double  the  present  size.  The 
new  addition  will  consist  of  another 
story  on  the  present  building,  130  by  37 
feet,  and  a  wing  of  60  by  38  feet,  which 
will  contain  four  stories  and  a  basement. 
The  construction  will  be  of  stone  and 
brick,  and  the  buildings  will  be  com- 
pleted in  October  next. 

It  is  expected  that  with  the  new  ma- 
chinery   installed    and    the    greatly    in- 


creased manufacturing  space  afforded  by 
the  new   buildings  the  company   will  be 
enabled  to  turn  out  from  3,600  to  4,800 
pairs  of  corsets  every  day. 

Aggressive  advertising,  backed  up  by 
a  reliable  product,  have  made  an  envi- 
able reputation  for  "P.  C."  corsets  all 
over  the  Dominion.  The  company  have 
a  comprehensive  selling  organization 
that  covers  every  important  city  and 
town  in  Canada,  and  they  have  rapidly 
assumed  a  commanding  position  in  the 
corset  trade  of  the  country.  With  the 
larger  premises  now  planned  they  will 
be  in  a  better  position  than  ever  before 
to  till  orders  promptly  and  efficiently. 


Ernest   Ross,    manager   of   Parisian    Manu- 
facturing Co.     On  right   is   view   of 
new  factory. 


FOUNTAIN    AIR    BRUSH 

Model  A     Price  $20.00 

The   Standard   Air    Brush   of   the   World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  freefor  the  asking. 

The   Botanical    Decorating  Company 

(Incorporated.) 
3  I  0  Fifth  Avenue.  Chicago,  III. 
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UMITCJD 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  oi  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL   HOBBY 


MY    SPECIALTY 
is  in  manufacturing  Ostrich  Feather  Novelties 
and  Fancy  Feathers. 

Its  extra  values  in  workmanship,  quality  and 
prices  cannot  be  described  in  paper,  and  in 
order  to  convince  you  how  profitable  my  woods 
would  be  to  you,  send  for  a  sample  line  and 
compare  it  with  other  makers. 

JOSEPH    LEONE.    Jr.. 
314  Notre  Dame  St.  West      -      Montreal.  Que. 


Do 

you    handle 

Ostrich 

Goods 

and 

Fancy 

i  rat  hen 

In     your 

department? 

If   not 

.    would    yon    like  to 

Increase 

your 

yearly 

earnings 

without 

Investing 

one 

rent    O 

f  your  capital  ? 

For 

particulars 

Dry    Good 

address 
I    Keview 

Box  58, 

INDEXING  BUREAU 
Commerds]  Filing  ami  Indexing  a  Specialty. 
Reports  aii.l  surveys  made  of  card  rod  riling 
systems.  Business  systems  installed.  Clippings, 
reports,  pamphlets,  etc,  classified  and  indexed. 
Private  snd  business  libraries  arranged  and 
catalogued.  Service  system  arranged  for  by  the 
year. 

M.  HULL.  220  BWAY.  NEW  YORK 
Graduate  Cataloguer 
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Tf  The  fact  that  the  successful  business  man  is  an 
advertiser  is  usually  incidental.  He  is  an  adver- 
tiser because  he  is  wise  and  possessed  of  good, 
sound  business  sense  and  an  analytical  mind.  At 
some  time  or  other  he  came  to  the  conclusion  that 
advertising  could  be  made  one  of  the  mightiest 
factors  of  his  business  organization,  and  having 
arrived  at  this  conclusion,  he  just  naturally  went 
to  it  and  advertised. 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Every  time  a  person  passes  by  your  Store  without  entering 
you  tost  • — ■  every  time  he  entrrs  you  have  the  opportunity  or 
making  a  sale — of  making  a  profit. 

There's  a  psychological  point  in  the  path  of  every  passer- 
by that  means  a  profit  or  loss  to  you — that's  the  point  -where  he 
either  enters  or  continues  on  his  way. 

Profitable  "Points 

It's  your  ideal  to  cause  every  passer-by  to  pause  and  enter 
and  can  there  be  a  more  logical 
power   to  Jo  that    than    a   good 
Store  Front? 

No     matter     how     much 
time  and   money  you  spend  to 
make   attractive    displays    it   is 
literally    -wasted     unless    your 
Store   Front   is    adequate — un- 
less  it  allows  the  passers-by  to   actually  see  what  you  have  for 
sale.      A  Store  Front  that   merely  keepsTout  the   snow    and  rain 
never    resulted    in   a   good   investment.       Sales    make    profits — so 
let  sales  be  your  guide. 

Other  Merchants'  Kxperiences 

One  Merchant  debated  for  three  years  whether  or  not  a 
KAWNEER  STORE  FRONT  would  increase  his  business. 
Finally  he  put  one  in  and  now  he  says,  "Our  Front  is  worth  $5,000 
a  year" — and  that  in  a  city  of  12,000  people.  Another  Mer- 
chant says,  "There's  no  question  but  what  our  new  KAWNEER 
STORE  FRONT  sells  at  least  $10,000  worth  of  merchandise  a 
year  over  what  we  could  have  possibly  sold  with  the  old  Front. 
We  are  more  than  willing  to  recommend  your  1  ronts  because 
of  the  great  satisfaction  ours  has  given."  Another  says,  "Our 
business  increased  Wo  —the  KAWNEER  FRONT  paid  for 
itself  in  eight  months."  If  you  could  only  see  the  actual  letters 
of  recommendation  that  we  Have  on  file  from  Merchants  you 
would   not  hesitate   another  day. 


and-night  satisfactu  n  every  year.  We  do  not  ask  you  to  even 
consider  a  KAWNEER  FRONT  simply  on  our  claims  but  we 
do  feel  that  the  actual  experiences  of  30,000  other  Merchants 
reasonably  justifies  it. 

When  you  get  ready  to  buy  a  Store  Front  go  into  the  subject 
thoroughly — consider  it  from  your  own  view-point,  then  think 
what  the  passersby  will  say.  Their  opinion  is  the  deciding  one, 
if  they  are  impressed  and  influenced  into  entering  your  Store, 
your  Front  is  a  success — if   they  pass  5p,  your  1  ront  is  a  failure. 


I£awneefv 


"Boosting  Business 

No.  21" 


There  is    such    a    multitude    of 

different  kinds  of  Store  Fronts 

both   big    and    little,    that    you 

f  J^y^^ll  Ji  jSyj'  musttake  care  lest  you  choose 

one  that  will  not  fit  your  busi- 
ness. To  be  of  greater  help  to  you  in  making  this  important  de- 
cision we've  compiled  "Boosting  Business  No.  21"  which  is  un- 
doubtedly the  most  complete  and  interesting  Store  Front  book 
ever  published.  "Boosting  Business  No.  21"  contains  actual 
photographs  of   many  of   the  best-paying  large    and  small  Store 

Fronts    in   the    countrj Fronts   in   all   kinds  of  businesses  — 

together  with   drawings  of  suggestions  that  will  interest   you. 

Don't  risk  the  amount  of  money   it  requires  to  install  any 
kind  of  Front  when    a    mere    2c    stamp    will  bring    to 
book   of  practical  Store    Front  ideas.      Your  copy 
ope,  stamped  with  a  5c  stamp  and  ready  for  your 
delay — every  day  you  c 


30,000   Fronts 


For  eight  years  w«-\  e  been  building  KAWNEER  STORE 
FRONTS    .. r.d   30,000    Merchants    have    adopted  thorn.     In  big 


cities 
sales, 


nd    little    towns     you    will 
jsting  nothing  for  upkeep 


find     KAWNEER    producing 
ind   giving    complete  365-day- 


t^awneer 

Manufacturing  Company 
Limited 

francts  J.  Plym.  President 
Dept.    Q.    1193    Balluust    Street 

TORONTO,  ONT. 


21' 

.line 

Street  and  N  o 
(\\\  or  To"w  d 


you    t!  is 

8  in  an  c  n  x  e  1  - 

ddress — don  t 

duct  your  business  without   a  KAW  - 

NEER STORE  FRONT 
the   people    arc    passing      f* 
instead    of    entering  ,' 

your    Store.  f 


,.'  COUPON 
/'  ifawneer 

s'  Manufacturing  Company 


Kept.  Q    1  193    Bathurst   St. 

Toronto.  Ontario 
dly  send    "Boosting  Business 

ilhout    obligation 
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SIX   QUICK  RE-ORDER  NUMBERS 


No.  9221.    FINE  VOILE  trimmed  with  Eni- 
brultfei.         ig b. 

No.  9220.      FINE     VOILE    combined     with 
daintily   embroidered   Organdie. 


oo 

DOZ. 


No.  9207.  FINE  VOILE  with  hand-ma- 
chine embroidered  Organdie  trim- 
mings. 

No.  9224.  FINE  VOILE  embroidered  and 
encrusted  with  Venise  medallions. 
Organdie   collar   and   cuffs. 

NINE  DOLLARS  A  DOZEN 


No.  9218.  SELF  POLKA  DOTTED  OR- 
GANDIE, with  handsomely  embroid- 
ered   collar    and    revers. 

No.  9239.        RATINE      CHECKED      CREPE 

attractively   combined   with   fine   Pique. 


WIRE  AT  OUR  EXPENSE  FOR  TEN  DOZEN  ASSORTED 


$9 

MEYER  GOLDBERG  &  SONS, 


■^^ipi 


-j 


ojqoo 


134-140  West  26th  St. 
NEW   YORK 


Represented  in  Canada  by  JAS.  STARK  &  CO.,  325  Howe  Street.   Vancouver,   B.C.     Mr.   A.    S.   Harradine   will   cover    territory   from 
Montreal   to   Winnipeg.     Mr.   W.   M.   Overton    from   Portage   La    Prairie   to   Winnipeg. 
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Creating  Trust  Account  to  Meet  EnglistTBills 

High  Rate  of  Exchange  Raises  Unprecedented  Problem  for  Cana- 
dian Retailers  as  Well  as  Wholesalers — Most  Feel  the  Handicap 
is  Too  Heavy — Many  Deferring  Payment — A  Suggested  Method 
of  Paying  at  Par  or  Slight  Increase. 


RE  OUR  ENGLISH  ACCOUNTS 

The  Dry  Goods  Review,  would  like  us  to  make  a  little  sacri- 

T  or  onto  fice  t0  ^a^  them.    We  would  like 

D0 .  to  know  what  action  the  big  retail- 
ers    are    taking    in    the    matter, 

TA/E  wrote  nearly  all  our  firms  whether  they  are  paying  their  ac- 

stating    that,    owing    to    the  counts  at  the  present  high  rate  of 

high  rate  of  exchange,  it  would  exchange,  or  holding  off. 

not  be  advisable  to  pay  accounts,  An  early  reply  to  this  would  be 

and  have  received  answers  from  greatly  appreciated, 

them  saying  that  they  would    be  Yours  truly, 

pleased  to  have   the   money   and  . 


THIS  letter  of  inquiry  received  by 
The  Review  from  one  of  the  best 
known  retail  dry  goods  houses  in 
Canada,  which  does  a  large  importing 
business,  is  typical  of  the  difficulty — an 
unprecedented  one — in  which  members 
of  the  trade  find  themselves  at  the  pres- 
ent time.  Even  in  the  short  period  since 
that  letter  was  written,  the  rate  of  ex- 
change has  fallen  from  $5.00  or  $5.05  to 
$4.95  or  $4.96,  but  even  this  is  held  by 
merchants  to  impose  too  heavy  a  charge 
upon  the  goods  now  in  stock.  Particu- 
larly is  this  the  case  when  general  busi- 
ness conditions  are  compelling  the  mer- 
chant to  offer  these  imported  goods  to 
the  public  at  no  more,  and  often  less, 
than  the  regular  advance  made  for  pro- 
fit. Under  these  circumstances  there  is 
a  widespread,  almost  universal  feeling 
against  a  settlement  that  will  make  the 
retailer  absorb  the  full  amount  of  the 
cost  of  exchange.  The  question  looks  to 
be  one  that  must  be  met  by  everyone,  for 
while  many  accounts  will  not  begin  to 
fall  due  until  alter  the  1st  of  October. 
these,  in  all  likelihood,  will  be  in  the 
same  predicament,  for  with  no  signs 
even  of  stm-k  exchanges  opening,  m  high 
rate  of  exchange  promises  to  continue 
Cor  many  weeks  to  come,  no  matter  how 


favorable  conditions  may  be  reached. 

In  its  last  issue,  it  will  be  remembered, 
The  Review  made  the  following  sug- 
gestion : — 

"In  view  of  the  uncertainty  of 
exchange  rates,  and  the  exceptional 
character  of  present  conditions,  we 
do  not  see  any  reason  why  the  Can- 
adian merchants  should  not  suggest 
to  creditors  in  England  that  debts 
be  settled  by  depositing  in  Canadian 
banks  a  sum  equal  to  the  amount  of 
the  debt  on  the  slightly  higher  basis 
of  gold  parity — say  about  $4.88  or 
$4.90  per  £1  sterling.  If  the  Can- 
adian house  did  this  it  would  have 
to  be  by  arrangement  with  the  credi- 
tor in  the  United  Kingdom.  And 
that  arrangement  would  have  to  be 
concluded  before  maturity  of  the 
debt.  In  view  of  the  extraordinary 
conditions,  it  is  more  than  probable 
that  importer  and  exporter  would 
he  willing  to  meet  the  situation  by  a 
compromise  on  this  basis,  both  los- 
ing  a  little." 

At  Old  Par  or  Nothing. 

Since  that  time  the  views  of  a  number 
of  Canadian  importers,  retail  and  whole- 
sale, have  been  ascertained,  and  the  pro- 


position is  assuming  more  definite  shape. 
There  are  those  who  hold  that  the  Can- 
adian merchant  cannot  afford  to  meet 
any  extra  exchange  tax,  and  these  take 
the  ground  that  a  settlement  at  the  old 
par  is  all  the  English  creditors  have  any 
right  to  expect.  Their  course  is  to  re- 
fuse payment  where  an  offer  at  $4.86  2-3 
is  rejected.  One  firm  met  an  insistent 
demand  for  payment  by  writing  out  a 
cheque  on  a  Canadian  bank  and  posting 
it  with  the  account,  with  the  probable 
result  that  the  cheque  could  not  be 
cashed,  even  at  a  heavy  discount  on  the 
other  side. 

$700  for  $486. 

Another  linn  owing  t'100  asked  a  bank 
for  its  terms  for  forwarding  this.  The 
reply  was  $700!  The  charge  for  trans- 
mitting $486  was.  therefore.  $216.  \Teed- 
less  to  say,  the  money  was  not  forward- 
ed. In  another  case  the  Canadian  agent 
of  an  English  firm  was  paid  an  account 
at  the  old  par  and.  accepting  it.  he  cabled 
his  employers  thai  the  bill  had  been  paid. 

As  will  be  seen  from  one  or  two  of  the 
statements  given  to  The  Review,  some 
firms  have  arrangements  for  having 
their  accounts  met  in  England  by  resi- 
dent   agents   and    have   money   deposited 
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Responses  From  Some  Leading  Canadian  Importers 


NO.  I.— WILL  PAY  FULL  RATE.        NO.  2.    FUNDS  IN  ENGLAND. 


Tlfti  hf-ve  not  yet  had  to  face  the 
"'  issue  of  making  payments  in 
England  under  the  present  high  rate 
of  exchange,  as  it  happened  we  had 
sufficient  funds  with  our  agents  in 
Glasgow  to  meet  immediate  bills. 
We  have  had  no  suggestion  from 
them  as  to  what  they  will  expect  us 
to  do  later,  whether  they  would  wish 
us  to  pay  the  rate  of  exchange  no 
matter  how  high  it  would  be  or 
whether  they  would  allow  us  to  de- 
posit it  with  some  bank  here  to  their 
credit.  Of  course,  if  our  agents  can- 
not arrange  to  have  the  money  paid 
here  we  will  expect  to  pay  exchange 
at  whatever  rate  it  may  be,  as  we  do 
not  see  how  the  foreign  merchants 
or  manufacturers  can  be  expected  to 
bear  the  loss  on  exchange. 


7 '  TP  to  the  present  time  we  have 
been  fortunate  enough  in  hav- 
ing sufficient  funds  in  our  English 
bank  to  take  care  of  all  bills,  and 
most  of  our  Fall  purchases,  there- 
fore, so  far  as  we  are  concerned,  this 
question  will  not  conve  up  for  some 
time  and  for  this  reason  we  have  not 
given  the  matter  serious  considera- 
tion. However,  if  the  war  continues, 
as  you  suggest,  something  will  have 
to  be  decided  upon. 


NO.  3.    ON  BASIS  OF  4. 90. 

JDE  payments  of  Sterling,  in  near- 
ly all  cases  we  are  writing  the 
firms  we  deal  with,  stating  that  owing 
to  the  rate  of  exchange  being  very 
high  we  are  holding  the  payment  of 
their  account  for  the  present.  In 
some  cases  firms  have  allowed  us  to 
settle  on  the  basis  of  about  $4.90  to 
the  £  and  in  other  instances  we  have 
been  able  to  buy  Post  Office  Orders. 

We  have  just  made  inquiries  from 
Messrs.  (a  wholesale  house)  here  to- 
day, who  state  they  are  refusing 
drafts  and  writing  firms  as  to  the 
cause. 

Trusting  this  information  will  be 
of  some  use,  we  are,  etc., 


there,  but  this  soon  will  be  exhausted, 
and  all  will  be  on  the  same  footing  in  a 
short  time. 

Should  Not  Defer  Payments. 

First,  let  it  be  laid  down  as  a  hard 
and  fast  rule  that  wherever  possible  no 
Canadian  merchant  should  seek  to  take 
advantage  of  the  present  situation  to 
defer  payment  of  his  fair  accounts.  This 
would  not  only  injure  him  in  future  deal- 
lings  with  this  particular  house — and 
many  others  who  might  learn  of  it — but 
the  commercial  credit  of  Canada  would 
suffer  in  a  market  where  we  hope  to  in- 
crease our  hold  for  our  own  products; 
and,  further,  the  whole  business  fabric 
would  be  weakened  to  just  the  extent  of 
the  default  of  the  Canadian  debtor.  It 
is  a  poor  policy  that  should  not  be  ap- 
plied both  ways,  and  the  commercial 
men  of  Canada  cannot  be  in  a  strong  and 
secure  position  in  reference  to  their  cus- 
tomers if  they  are  vulnerable  in  their 
dealing's  with  Old  Country — or  local — ■ 
creditors.  As  a  rule,  the  terms  given 
Canadians  in  the  past  have  been  fairly 
liberal,  and  the  just  treatment  of  the 
past  will  be  continued  if  a  settlement 
along  fair  lines  is  arranged. 

"Circumstances  Alter  Cases." 
The  Review,  on  the  other  hand,  has  no 
apologies  to  offer  in  taking  a  stand 
against  the  theory  that  the  payment  of 
accounts  should  be  met,  to  the  very  let- 
ter, no  matter  how  excessive  the  rates  of 
exchange — or  other  burdensome  condi- 
tions. Business  honor  surely  can  claim 
an  interpretation  according  to  the  spirit 
of  affairs.  The  situation  is  absolutely 
exceptional,  arising  with  too  great  sud- 
denness to  be  anticipated  even  by  the 
most  far-seeing  of  world  statesmen.  The 
disabilities  that  are  imposed  by  the  em- 


broilment of  nearly  the  whole  of  Europe 
must  be  shared  by  all  parties  in  the  com- 
mercial world,  just  as  all  sections  of  the 
Empire  are  making  sacrifices  to  render 
a  horrible  conflict  like  the  present  ever 
more  impossible. 

Paying  Into  a  Trust  Fund. 
The  concrete  illustration  that  appealed 
most  strongly  to  The  Review  was  pro- 
vided not  by  a  retailer,  but  by  a  supply 
house.  This  was  stated  as  follows: — 
"As  each  account  falls  due  I  pay 
the  amount  based  on  the  old  par 
($4.86  2-3)*  into  a  trust  fund  which 
I  have  created  with  a  trust  company 
(a  bank  would  do  equally  well).  As 
a  joint  trustee  of  this  fund,  I  have 
appointed  my  firm  of  lawyers  and 
the  receipt  for  the  account  is  for- 
warded at  once  to  my  English  credi- 
tors. So  far  they  have  accepted  this 
mode — and  amount — of  payment. 
The  situation  so  far  as  they  are  con- 
cerned is  that  if  they  require  the 
money  urgently,  or  wish  it  trans- 
ferred, they  can  get  it,  less  the  ex- 
cess rate  of  exchange;  while  if  they 
let  it  rest  for  the  time  in  trust,  it 
will  be  drawing,  in  their  favor,  the 
current  rate  of  interest. 

"We  have  found  that  the  disposi- 
tion of  English  creditors,  generally, 
is  to  accept  such  form  of  payment." 

Meeting  Part  of  Increase. 
The  Review  would  amend  this,  how- 
ever, on  one  point:  that  in  fairness  to 
the  creditors  some  portion  of  the  extra 
exchange  should  be  met  by  Canadian 
merchants,  be  it  only  one  or  two  cents 
more  in  the  £,  say  $4.88  or  even  a  $4.90 
basis  of  settlement.  A  prompt  settle- 
ment, and  this  at  a  slight  advance  over 
the  old  par — in  recognition  of  the  likeli- 
hood that  that  payment  could  not  be 
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transferred  to  England  for  months  to 
come  except  at  a  considerable  loss  to  the 
English  firm — is  a  course  that  is  likely  to 
prove  acceptable  to  the  very  great  ma- 
jority, and  will  uphold  the  honorable 
traditions  of  Canadian  commercial  life 
under  conditions  of  stress  that  may  not 
recur  for  generations  to  come — if,  in- 
deed, ever. 

Montreal  Awaits  Adjustment. 

Interviewing  the  retail  importers  in 
Montreal  reveals  that  there  is  no  con- 
certed action  being  taken,  and  that  gen- 
erally an  adjustment  is  being  awaited. 
Where  the  manufacturers  or  the  whole- 
sale houses  have  agents  in  this  country 
arrangements  are  being  made  for  a 
settlement  on  a  satisfactory  basis,  but 
where  there  are  no  agents  remittances 
are  either  being  made  at  the  high  ex- 
change or  are  being  held  up  to  await 
more  favorable  conditions  in  the  hope 
that  there  may  be  a  change  for  the  bet- 
ter in  the  near  future.  The  vital  point 
is  that  delays  are  very  unsatisfactory  to 
the  British  houses,  for  the  reason  that 
they  need  the  money. 

Further  inquiry  as  to  the  basis  of 
settlement  being  made  through  manu- 
facturers' agents  led  to  the  representa- 
tive of  The  Review  being  referred  to  C. 
E.  Smyth,  of  the  firm  of  Henderson  & 
Smyth,  Montreal,  as  one  of  the  best 
authorities  in  Canada  on  this  question. 

Deposits  in  Canadian  Banks. 

Mr.  Smyth  explained  that  in  connec- 
tion with  the  accounts  of  the  houses  they 
represented  they  were  making  deposits 
of  the  amounts  due  in  Canadian  banks, 
and  that  advices  were  bein°'  sent  to  the 


•Some  merchants  are  finding  that  the  banks 
in  creating  a  trust  fund  here  charge  on  a 
basis  of  $4.90  on  the  £  instead  of  the  old  par. 

Continued    on    page   8.) 


Jobbers  Have  Advanced  Prices  on  Spring  Lines 

Travelers  Quoting  Advances  on  Present  Trips  and  Often  for 
Sorting  Orders  Also  —  Dress  Fabrics  and  Silks,  lings  and 
Linoleums  all  up  for  Spring,  and  May  Never  Come  Back  to 
Present  Standard. 

Written  for  The   Review  by  a  Wholesale  Buyer. 


WHILE  in  most  staple  lines  for 
the  rest  of  the  Fall  trade  there 
is  a  tendency  on  the  part  of  the 
wholesalers  and  manufacturers  to  keep 
prices  down  to  what  they  were  before 
the  war,  a  general  advance  on  Spring- 
lines  appears  certain. 

Indeed,  in  my  opinion,  we  have  seen 
the  last  of  the  present  standard  of  prices 
in  dress  goods  and  silks,  at  all  events, 
and  a  new  scale  will  go  into  effect  for 
Spring  and  continue. 

Costs  Far  More  to  Land  Goods. 

The  Spring  advance  is  inevitable,  for 
on  goods  we  are  receiving  now  from 
England  for  Spring  the  charges  over  and 
above  the  duty,  "landing"  charges,  in- 
surance, etc.,  are  averaging  12  to  20  per 
cent,  in  place  of  five.  This  will  force  us 
to  advance  our  Spring  lines  in  nearly 
every  instance,  for  our  imported  stocks 
will  all  have  come  over  subject  to  these 
extra  charges.  Just  as  an  instance: 
There  is  a  certain  line  of  dress  goods 
that  have  cost  us  33  cents,  and  which  we 
have  been  selling  for  37;  these  will  now 
cost  us  as  much  as  we  have  been  getting 
for  them. 

There  is  another  point  that  I  feel  posi- 
tive of:  the  old  standard  of  prices  in 
dress  goods  and  many  other  lines  have 
passed  away,  never  to  return.  People 
must  forget  them  and  come  under  new 
business  conditions.  The  French  for  a 
long  time  have  been  complaining  of  too 
low  prices,  and  only  the  German  compe- 
tition kept  them  down.  It  does  not 
seem  likely  that  Germany  can  recover 
very  soon  after  the  war  is  over,  so  that 
:i  general  rise  in  scale  will  have  become 
pretty  permanently  established.  The 
French  are  not  likely  ever  to  go  back  to 


the    original    prices    in    their    low-grade 
stuff. 

There  will  be  a  few  exceptions  in  the 
advanced  prices  for  Spring,  where  heavy 
storks  are  on  hand,  and  we  will  feel  it 
is  advisable  to  clean  out.  This  is  the 
case  in  several  lines,  as  is  well  known,  as 
buying  has  been  light  for  a  considerable 
period. 

Jumped  Silks  25  Per  Cent. 

Silks  will  see  a  decided  advance.  They 
are  up  anywhere  from  5  to  20  per  cent, 
already,  and  will  go  higher.  Many  Lon- 
don jobbers  who  happened  to  have  big 
consignments  jumped  them  25  to  50  per 
cent.  This  the  retailer  may  object  to  on 
the  ground  that  this  is  taking  advantage 
of  the  situation  on  goods  that  did  not 
cost  them  any  more  than  standard  prices, 
but  you  must  remember  that  they  will 
be  cleaned  out  probably  in  a  couple  of 
months,  and  will  then  be  forced  to  close 
up,  so  that  the  whole  of  their  season's 
expenses  must  be  made  in  that  two 
months. 

No  Woolens  From  France. 

So  far  as  English  shipments  in  dress 
goods  are  concerned  they  are  coming  in 
freely,  and  we  believe  will  continue  to. 
There  can  hardly  be  any  French  stuff 
for  Spring.  The  wool  fabrics  come 
mostly  from  Roubaix  and  Rheims,  and 
these  are  now  held  by  the  Germans. 
Lyons  may  do  a  little  in  silk;  while  Swit- 
zerland, it  is  quite  possible,  may  be 
counted  on  for  something,  as  a  shipment 
of  ribbons  from  Basle  has  just  arrived. 

So  far  as  Fall  stocks  are  concerned 
about  the  only  serious  shortages  will  be 
in  low-grade  wool  cashmeres,  low-grade 
wool  poplins  and  broadcloth. 


So  far  as  all  our  stocks  are  concerned 
we  have  adopted  a  policy  of  protecting 
our  regular  customers  and  where  we  had 
to  get  more  charging  new  customers  who 
came  to  us  only  because  they  got 
pinched. 

Among  the  developments  as  a  result 
of  the  war  has  been  the  manufacture  in 
Manchester  of  an  18-inch  velvet  for  mil- 
linery uses  to  replace  low-grade  silk 
stuff  that  has  come  from  France. 


RUGS  AND  LINOLEUMS  UP. 

The  buyer  for  a  wholesale  house  of 
rugs,  linoleums,  etc.,  thus  sketched  the 
situation : 

We  are  sending  out  our  travelers  on 
Spring  orders,  and  making  advances 
ranging  from  5  to  15  or  20  per  cent,  on 
rugs.  English  orders  are  being  filled 
steadily,  but  a  Swiss  agent  told  me  a 
couple  of  days  ago  that  he  could  take  no 
orders  until  the  future  became  more 
certain. 

Burlap  is  up  50  per  cent.,  and  as  about 
15  per  cent,  of  linoleum  is  burlap,  there 
must  be  an  advance  in  these.  Merchants 
would  do  well  to  get  their  orders  in 
right  away. 

© 

THE   LATE   LYTLE    DUNCAN. 

Lytle  Duncan,  for  forty  years  a  pro- 
minent figure  in  Toronto  Business  life 
on  Queen  street  west,  passed  away  on 
Sept.  7.  He  was  born  in  County  Leitrim, 
Treland,  in  1849,  and  came  to  Canada 
in  1863.  settling  in  Toronto.  He  engaged 
in  the  dry  goods  business  while  a  young 
man  and  continued  until  two  years  ago, 
when  ill-health  caused  him  to  retire. 


Paris  Ready  to  Ship  Millinery  in  a  Few  Weeks ! 


t-\()LLOWIN(]  swiftly  vpon  the 
£4  first  Iii  nt  of  the  beating  back  of 
the  German  hosts,  cables  have 
been  received  in  Canada  from  Paris 
that  milliners  are  only  waiting  until 
safe  railway  comm uni ration  with  the 
sea  can  be  re-established  before  they 
will  be  shipping  hats,  feathers  and 
flowers  again,  as  in  the  good  old  times 
before  the  war.  This  is  not  taken  to 
mean  that  manufacturing  has  been 
preceding  during  the  last  five  or  six 
weeks,  but  that  there  are  stocks  on 


liiiiid.  However,  it  is  felt  that  in 
these  lines,  at  least  the  girl  employees 
will  soon  be  collected  again  as  soon  as 
a  breathing  space  follows  a  with- 
drawal of  the  eneni y  from  the  en- 
virons of  the  city. 

We  are  confidently  expecting  fair- 
ly free  shipments  of  ihesi  millinery 
goods  from  Paris  iii  ii  eery  few  weeks, 
said  n   buyer    for    a    large   Canadian 

house  wh<>  had  left  Paris  as  wa<  broke 
out.  "Conditions  have  undergone  a 
great  improvement  in  the  last  couple 


of  weeks,  and  the  outlook  is  much 
brighter  for  all  of  us. 

'  VELVET  FROM  LYONS! 

"  Vov.  may  be  interested  in  know- 
ing that  we  have  just  received  a  ship- 
ment of  velvets  from  Lyons.  These, 
of  course,  would  be  ready  before  the 
war  broke  out,  but  if  these  came 
through  there  is  reason  to  think  that 
lots  more  will  reach  us.  and  that 
manufacturing  of  Spring  lines  will- 
start  in  a  few  weeks,  and  even  stocks 
to  reach  us  around  Christmas." 
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Interior  Views  of  2-Year  Old  Store  With   110,000  Square  Feet 

of  Floor  Space 


Building  Big  Department  Store  in  Two  Years 

Remarkable  Record  of  Guelph  and  Toronto  Men  in  Edmonton — 
"Reliable  Merchandise  at  Fair  Prices" — Clerks  Share  According 
to  Profits  of  own  Departments — Now  Operate  110,000  Square 
Feet  With  300  Employees. 

By   a   Staff  Correspondent. 


EDMONTON,  Sept  10.— (Special ).— 
Easterners  must  remember  a  man 
of  the  name  of  James  Ramsay, 
who,  six  years  ago,  was  buyer  in  the  glove 
and  hosiery  department  of  the  Robert 
Simpson  Co.,  Toronto.  In  like  manner, 
the  people  of  Guelph  recall  a  sturdy 
fellow  of  that  name  who  ran  a  ladies' 
wear  store  in  that  city,  and  made  a 
good  impression  by  the  excellent  mer- 
chandise he  carried.  Many  must  wonder 
what  became  of  this  splendid  business- 
man. The  truth  is,  he  is  to-day  head  of 
Ramsays,  Ltd.,  Edmonton,  a  two-year- 
old  department  store,  one  of  the  wonders 
of  the  West. 

Easterners  must  also  have  missed  an- 
other fine  business  man  in  the  person  of 
A.  E.  Emery,  who  for  thirteen  years  was 
cloak  buyer  for  Simpson's.  He  left  that 
company  on  account  of  ill  health,  and 
rested  for  two  and  a  half  years.  Then 
he  went  West,  and  was  until  recently 
manager  of  the  above  establishment. 

From  24,000  to  110,000. 
These  two  men  went  to  Edmonton  in 
1912,   and    opened    a    store   with    a   floor 
area  of  24,000  square  feet,  the  lines  car- 
ried being  general  drygoods,  clothing  and 


housefumishings.  After  two  years  of 
growth  their  store,  now  located  in  the 
Tegler  Block,  Edmonton's  best-known 
skyscraper,  has  a  floor  area  of  110,000 
square  feet,  and  the  staff  has  increased 
from  32  to  216.  Besides  the  lines  men- 
tioned above,  the  following  are  carried : 
Boots  and  shoes,  groceries,  chinaware, 
hardware,   harness  and   furniture. 

They  have  their  own  factory  for  mak- 
ing women's  and  children's  dresses, 
waists,  shirts,  etc.,  equipped  with  44  ma- 
chines and  employing  76  hands,  which  is 
exclusive  of  the  216  employed  in  the 
store.  The  factory  is  located  on  Greis- 
bach   Street,   Edmonton. 

Reliable  Merchandise  at  Fair  Prices. 

Asked  by  the  Dry  Goods  Review 
what  had  been  the  secret  of  their  phe- 
nomenal success,  the  manager  stated  that 
to  a  great  extent  they  had  followed  the 
business  principles  of  the  big  Eastern 
houses.  Their  terms  were  strictly  cash, 
with  one  price  for  each  article.  They 
endeavored  to  make  themselves  servants 
of  the  public,  by  selling  reliable  mer- 
chandise at  fair  prices. 

Apart  from  this  there  was  a  secret 
to  their  success  which  he  found  difficulty 


in  expressing  in  words — a  personality 
about  the  store,  everybody  being  a 
"booster."  Without  this  loyalty,  he 
said,  they  could  never  have  made  the 
business  of  Ramsays,  Limited,  what  it 
is  to-day.  To  a  question  as  to  whether 
luck  had  played  any  part,  the  manager 
replied  in  the  negative,  adding  though, 
that  success  was  due  in  a  great  measure 
to  the  fact  that  they  opened  up  in  Ed- 
monton at  the  psychological  moment. 

In  considering  the  development  of  this 
baby  department  store,  one  fact  should 
be  noted  which  must  have  played  an  im- 
portant part:  Mr.  Ramsay  can  pick  out 
clever  young  men,  and  inspire  them  with 
enthusiasm.  The  heads  of  his  depart- 
ments are  working  to  make  Ramsays 
Limited  a  success,  and  not  so  much  for 
the,ir  salaries,  which,  however,  are  not 
neglected,  as  will  be  shown  later.  When 
James  Ramsay  came  West,  he  brought 
with  him  30  young  men  who  had  made 
good  down  East,  some  of  whom  are  to-  ' 
day  his  department  heads.  He  lias 
trained  them  himself.  He  does  not  care 
where  they  come  from,  nor  what  they 
have  done  hitherto.  He  requires  them  to 
(Continued    on   page   7.) 


Canadian  National  Exhibition  as  a  Business  Tonic 

Crowds  in  Attendance  for  Entertainment,  the  Diversion  Needed 
to  Dispel  War  Gloom  and  Bring  Sunshine — Optimism  of  Minister 
of  Trade  and  Commerce — Description  of  Exhibits  That  Drew 
Admiring  Attention  of  Hundreds  of  Merchants. 


IN  other  years  the  Canadian  National 
Exhibition  has  been  heralded  as  a 
great  educational  meeting-place  for 
members  of  the  dry  goods  trade,  where 
not  only  processes  of  manufacture  were 
revealed  in  helpful  detail,  but  where 
facilities  were  afforded,  unrivalled  in 
some  respects,  for  coming  into  intimate 
touch  with  extensive  displays  of  the 
newest  lines  in  ready-to-wear  garments, 
both  for  women  and  for  men,  and  dress 
fabrics  skilfully  draped,  with  furnished 
rooms  that  revealed  the  most  modern 
development  in  interior  decoration,  hats, 
furs,  rugs  and  carpets,  men's  furnish- 
ings, boots  and  shoes,  and  a  score  of 
other  lines  where  style  and  novelty  play 
so  important  a  part. 

But  the  Exhibition  of  1914,  while  af- 
fording in  undiminished  variety  and  ex- 
cellence the  services  of  past  years,  has 
exercised  an  even  more  important  func- 
tion, if  the  novel  part  may  so  be  termed. 
It  has  gone  far,  if  The  Review  has  read 
aright,  to  dispel  the  gloom,  distrust,  un- 
certainty, pessimism  that  for  a  whole 
month  seemed  to  have  settled  upon  the 
public  of  this  as  of  other  provinces. 

The  Exhibition  of  1914  has  proved  a 
sore-needed  tonic  for  the  general  public 
as  well  as  the  business  life  of  Ontario, 
and  to  a  less  degree  of  Canada. 

A  Broad  Smile. 

War,  war,  war  permeated  everything. 
The  people  went  about  with  set  faces; 
Canadians  just  come  from  London,  so 
near  the  scene  of  warfare,  were  struck 
by  the  seriousness  of  our  daily  aspect. 
Business  became  sluggish,  confidence  had 
well-nigh  vanished.  But  the  C.N.E. 
showed  a  people  throwing  off  care  and 
with  a  ulacNimic  spirit  seeking  entertain- 
ment in  an  army  of  100,000  and  more  in 
a  day.  The  Exhibition  of  1914  was  a 
broad  smile  waking  itself  across  the 
sombre  countenance  of  the  people  of  this 
country. 

Were  not  the  figures  inspiring?  On 
Children's  Day,  105,000,  the  largest 
ever;  on  the  Saturday  of  that  week, 
Hamilton  Day,  115,000,  the  most  people 
there  ever  were  at  the  "Fair"  on  a 
day  of  the  first  week.  And  Labor  Day 
with  1:55,000! 

Be  Of  Good  Cheer  was  the  inspiriting 
message  it  bore  all  those  two  weeks.  The 
result  can  hardly  help  projecting  itself 
with  beneficial  effects  towards  a  more 
hopeful  business  life  and  greater  buoy- 
ancy in  every  circl(>  of  society. 


A  Chance  for  Manufacturers. 
The  inner  personal  life  of  the  Exhibi- 
tion— the  behind-the-scenes  experience  is 
met  with  at  the  directors'  luncheon 
gatherings,  when  experiences,  mistakes, 
lessons  and  future  plans  are  given  ex- 
pression to  with  a  heart-to-heart  frank- 
ness. But  this  year  these  assemblies 
were  devoted  to  a  series  of  confident 
analyses  of  business  conditions  that 
backed  up  effectively  the  positive  results 
of  crowded  thoroughfares  and  attend- 
ance figures.  Quite  worth}7  of  mention 
was  an  optimistic  pronouncement  of  Sir 
George  Foster,  Minister  of  Trade  and 
Commerce,  that  this  was  no  time  for 
despair,  but  for  seizing  upon  the  great 
opportunities  that  lay  open  to  Canadian 
manufacturers  to  go  after  a  portion  of 
the  foreign  trade — amounting  to  $2,420,- 
000 — that  had  been  held  by  Germany  in 
the  year  before  the  war.  This  was  now 
open  to  three  nations — Great  Britain,  the 
United  States  and  Canada.  "Do  you 
want  markets,  you  manufacturers'?  Then 


SUSPEND  LINEN  PRICES. 

The  following  letter  has  been 
sent  out  by  an  Irish  linen  com- 
pany, one  of  the  largest  in  the 
world : — 

We  beg  to  inform  you  that 
owin?  to  the  stoppage  of  ship- 
ments of  Continental  flax,  on 
which  the  linen  industry  is  de- 
pendent for  two-thirds  of  its  raw 
material,  we  are  compelled  from 
this  date  to  suspend  all  our  price 
lists.  Please  note  that  this  is  not 
an  advice  of  an  immediate  ad- 
vance, but  merely  a  warning  to 
our  customers  not  to  commit  them- 
selves to  business  of  any  conse- 
quence without  having  obtained  a 
definite  quotation  beforehand. 

All  classes  of  linen  goods  are,  in 
our  opinion,  likely  to  be  scarce  in 
the  near  future,  and  a  general 
and  early  rise  in  costs  may  be  ex- 
pected. We  shall  do  our  utmost 
to  protect  our  customers'  interest, 
so  that  their  trade  may  not  be 
disorganized  by  having  to  advance 
their  prices  too  rapidly,  but  we 
must  ask  it  to  be  clearly  under- 
stood that  all  our  present  lists  are 
absolutely  without  guarantee  af- 
ter this  date. 


go  after  them. ' '  In  the  face  of  these  op- 
portunities it  was  the  duty  of  labor  and 
capitalist,  of  employer  and  employed,  to 
set  their  heads  together  and  by  proper 
co-ordination  and  organization  to  go  af- 
ter these  markets.  "Let  us  be  of  good 
courage,"  said  the  Minister.  In  this 
way  patriotism  could  find  its  expression 
in  patronizing  the  home  markets.  The 
manufacturer  should  buy  his  raw  ma- 
terials, where  obtainable,  in  Canada, 
even  at  a  slightly  increased  cost.  The 
Canadian  consumer  should  see  to  it  that 
he  bought  the  Canadian  product.  For 
the  time  being  the  employer  could  afford 
to  lose  his  profit,  the  stockholder  relin- 
quish his  dividend,  and  the  employee  ac- 
cept a  little  less  wages. 

Canadian-made  Goods. 

There  was  another  note  struck  at  the 
luncheon  on  the  same  day,  and  destined 
to  a  frequent  repetition  in  the  speeches, 
displays  and  advertising  of  the  follow- 
ing week.  This  was  the  Trade-in-Can- 
ada or  Empire-made  sentiment.  "There 
was  a  limit  to  warehouse  capacity  as 
well  as  bank  credit,"  said  E.  G.  Hender- 
son, president  of  the  Canadian  Manu- 
facturers' Association,  "and  the  people 
in  Canada  could  help  the  situation  by 
purchasing,  where  practicable,  Canadian- 
made  goods;  There  is  not  a  manufac- 
turer in  the  Dominion  of  Canada  who  is 
not  prepared  to  sacrifice  profits,  who  is 
not  prepared  to  sacrifice  dividends,  who 
is  not  providing  means  that  men  may  be 
kept   in  employment." 

Ostrich  Fancies. 

The  Dominion  Ostrich  Feather  Co. 
has  a  large  case  showing  finished 
mounts  as  well  as  ostrich  fancies 
in  big  variety,  as  well  as  a  large 
display  of  ostrich  feathers  in  their 
natural  state.  This  display  is  of 
special  interest  in  view  of  the  present 
situation  in  feathers,  as  ostrich  mounts 
and  fancies  promise  to  take  the  place  of 
the  other  feathers  that  are  either  barred 
by  law  at  the  end  of  this  year  or  un- 
procurable because  of  the  war.  A  glance 
at  this  case  should  re-assure  both  the 
milliner  and  the  buying  public  that  mil- 
linery this  season  will  in  no  wise  suffer 
by  the  change.  Another  feature  of  the 
showing  is  the  exhibit  of  giant  pansies 
in  black  velvet,  white  satin  and  in  velvet 
and  satin  in  natural  shades.  Already 
The  Review  has  described  a  hat  trimmed 
in  mount  fashion  with  two  of  these  giant 
pansies  placed  back  to  back  in  front  of 
the   hat.   which   was  shown   on   the   open- 
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ing  day  in  one  of  the  large  departmental 
stores. 

Imitation  Furs. 
The  garment  that  stands  out  in  the 
Northway  exhibit  is  the  coat  made  of 
imitation  leopard  skin  in  fur  fabric. 
This  garment  attracts  attention,  but  this 
material  is  put  to  more  practical  use  in 
the  form  of  attractive  collar  and  cuff 
trimming  on  a  %-length  separate  coat. 
Broadtail  plush  also  trims  a  suit  of 
black  broadcloth  in  the  form  of  bands 
edging  the  tunic,  and  the  coat  and  also 
forming  the  collar  and  cuffs.  The  sep- 
arate coats  shown  by  this  firm  are  % 
length,  and  besides  fancy  fur  fabrics, 
striped  and  cord  velvets,  zibelines  and 
fancy  rough  cloths  are  the  materials 
used.  The  majority  of  these  coats  are 
%  or  %  length. 

Portable  Lamps. 
Many  lines  of  fancy  goods  will  be  cut 
out  this  fall  and  the  growing  popular 
prejudice  against  German-made  goods 
will  affect  the  sale  of  many  others.  Mer- 
chants who  are  in  search  of  something 
to  take  the  place  of  other  goods  would 
do  well  to  consider  the  portable  lamps 
of  bronze,  wood  or  metal,  fitted  with 
shades  in  beautiful  French  designs  made, 
by  E.  F.  W.  Salisbury.  These  shades 
and  lamps  are  shown  in  the  Process 
Building.  They  are  made  of  silk  in  all 
shades  as  well  as  of  chintz  or  lace.  Very 
handsome  lamps  are  made  from  antique 
bedposts  or  pillars,  Japanese  or  Chinese 
vases,  etc.  Shades  can  be  made  to  con- 
(Continued  on  page  17.) 


BUILDING  BIG  DEPARTMENT 
STORE  . 

(Continued    from   page   5.) 

make  good  in  their  present  positions. 

Ramsay's,  Ltd.,  was  one  of  the  first 
firms  in  the  West  to  reward  loyal  ser- 
vice by  participation  in  profits.  During 
the  month  of  July  every  employee  who 
had  been  on  the  staff  for  twelve  months 
received  a  substantial  check  as  his 
or  her  share  of  the  profits  made  during 
the  past  six  months.  Few  things  are  so 
inspiring  as  a  gift  of  this  nature.  The 
buyers  earn  salaries  proportionate  to 
the  amount  of  profit  made  in  their  de- 
partments, so  that  each  is  really  in  the 
position  of  an  independent  merchant. 

The  Carpet  Department. 

A  few  words  descriptive  of  the  depart- 
ments. The  carpet  department  has  an 
Oriental  room  for  displaying  expensive 
imported  goods.  Rugs  are  shown  on  the 
floor.  Drapery  and  upholstering  fabrics 
are  also  carried   here. 

Manufacturers  express  surprise  at  the 
volume  of  business  done  in  the  ladies' 
ready-to-wear  section.  Everything  is 
carried,  from  the  finest  silks,  to  the  lines 
suitable  for  the  masses.  The  store  aims 
to  cater  to  all  classes.  It  is  not  a  class 
store. 

Women's  underwear  and  millinery  are 
in  charge  of  Mr.  Hoppwood,  who  visited 
Europe  this  year  on  business.  His  de- 
partment experiences  a  remarkable 
turnover.  Fancy  goods,  gloves,  laces,  etc., 
are  carried  on  the  main  floor.  Oscar 
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Johnston  is  manager,  and  is  becoming 
known  in  European  markets  as  an  expert 
buyer. 

Sixteen  wagons  deliver  to  every  corner 
of  the  city.  The  store  occupies  two  floors 
and  a  basement,  with  200  ft.  front  on 
Elizabeth  street,  150  feet  on  Harvard 
avenue,  and  60  feet  on  First  street. 
There  is  also  a  furniture  store  of  four 
stories  at  the  corner  of  First  and  Jasper 
ave.  There  are  fifteen  buyers,  six  of 
whom  go  to  Europe  twice  a  year. 

Before  long  a  new  store  of  six  or 
seven  stories  and  basement  will  be  erect- 
ed, of  modern  construction  and  equipped 
with  elevators.  Several  new  depart- 
ments will  be  added,  including  jewelry, 
sporting  goods,  luncheon  rooms  and  a 
rest  room. 

A  Personal  Sketch. 

Mr.  Ramsay  was  with  The  Robert 
Simpson  Co.,  Toronto,  for  seven  years, 
leaving  them  six  years  ago  to  join  the 
staff  of  Perrin  Freres,  glove  manufac- 
turers, later  buying  out  the  business  of 
R.  L.  Wheadon,  ladies'  wear,  Guelph, 
Ont.  He  went  west  in  September,  1911. 
He  is  about  50  years  of  age,  and  is  a 
remarkably  shrewd  business  man. 

During  the  writer's  visit  to  this  store, 
someone  drew  his  attention  to  a  young 
man  of  twenty  years  of  age  or  so,  serv- 
ing behind  the  counter.  It  was  the  only 
son  of  James  Ramsay,  clerking  like  any 
of  the  others,  with  no  privileges.  He^ 
has  been  doing  this  for  three  years,  and 
will  be  his  father's  successor  some  day, 
no   doubt. 
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DEPARTMENT   FOR  NURSES 

A  UNIQUE  department  in  a  dry  goods 
"^^  store  and  one  which  might  be  dup- 
licated in  any  large  retail  establishment 
where  wearing  apparel  for  women  is  sold 
has  been  installed  in  the  store  of  Good- 
win's, Limited,  Montreal.  It  is  a 
department  for  nurses. 

In  this  section,  which  has  been  set 
apart  in  a  prominent  position,  are  dis- 
played those  articles  which  appeal  especi- 
ally to  the  members  of  the  nursing  pro- 
fession. A  full-sized  figure  shows  one  of 
the  regular  uniforms  with  cap,  apron, 
etc.,  and  ample  supplies  of  the  different 
articles  are  on  hand. 

Nursing  uniforms  as  worn  in  the  dif- 
ferent hospitals  are  kept  in  stock  and 
these  can  be  supplied  either  ready-made 
or  can  be  made  up  to  order.  Caps  can 
be  secured  to  match,  and  in  addition  to 
aprons  and  other  accessories  there  are 
flexible-soled  shoes  kept  in  stock,  such  as 
are  worn  by  those  who  care  for  the  sick. 

When  the  new  department  was  opened 
a  special  window  display  was  made  in 
which  was  reproduced  a  hospital  ward 
with  a  patient  in  bed  and  a  nurse  in 
uniform,  and  wearing  the  red  cross 
badge,  on  duty. 

The  company  reports  that  this  effort 
to  cater  specially  to  the  nurses  has  been 
appreciated. 

® 

KEEPING  DOWN  PRICES. 

A  LINE  that  is  being  followed  out  by 
-**-  a  number  of  stores  is  to  announce 
that  prices  are  being  kept  down.  A  good 
example  is  the  "Boston"  store  of  Pro- 
vidence, R.I.,  which  says:  "Prices  are 
rising  with  New  York  agents  for  foreign 
goods.  There  will  be  a  scarcity  of  such 
merchandise,  but  in  the  main,  the  Bos- 
ton Store  can  and  will  take  care  of  the 
interests  of  its  customers.  We  shall  be 
able  to  supply  the  new  fashions,  and  the 
reliable  new  merchandise  for  fall. 

"As  to  prices,  our  management  is  suf- 
ficiently intelligent  and  public  spirited 
not  to  raise     prices     until   increase  be- 


comes a  necessity.  The  best  merchants 
admit  that  scarcity  or  interruption  of 
production  will  cause  that  necessity 
later  on,  so  our  advice  is  to  buy  now." 

@ 


McKINNON'S  HAVE  A  BAND. 

HERE  is  a  new  one.  A  Weyburn 
paper  says:  "Weyburn  citizens 
generally  are  proud  of  the  big  depart- 
mental store  of  McKinnons  Limited,  and 
it  will  be  interesting  to  know  that  in  one 
respect  it  excels  all  other  stores  in  the 
West.  It  is  the  only  institution  which 
has  yet  turned  out  a  band  composed  en- 
tirely of  members  of  its  own  staff.  And 
the  music!  Well,  it  was  in  keeping  with 
the  store. 
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OF   DOUBTFUL  VALUE. 

IN  the  store  of  a  Manitoba  clothier  is 
a  sign  bearing  the  words,  "Time  is 
money,  buy  quickly."  Several  people 
who  have  seen  it  consider  it  a  hint  not 
In  dilly-dally  in  the  store.  Others  think 
it  is  advice  to  buy  now  and  save  money. 
Whatever  the  meaning,  it  is  very  am- 
bigious,  and  so  hardly  advisable  to  have 
around. 
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ADVANCE  FUR  SALE. 
VXT  AX  A. MAKER'S  of  New  York,  an- 
nounce "an  advance  sale  of 
guaranteed  furs,  planned  mainly  be- 
cause furs  are  expected  to  cost 
more  this  Autumn.  By  arrange- 
ment with  certain  of  our  furriers, 
we  are  aide  to  offer  prices  now  that  can- 
not be  duplicated  later.  The  future  is 
uncertain,  and  to  start  their  workshops 
some  of  these  furriers  will  make  up  fur 
ecats  at  almost  cost.  Others  find  it 
necessary  to  finance  themselves  with 
their  skins,  not  being  able  to  get  money 
from  banks.  Others  are  willing  to  turn 
over  to  us  their  novelty  furs  at  a  dis- 
ccunt just  to  start  the  autumn  business. 
"Those  of  our  customers  who  find  it 
convenient  to  anticipate  their  buying  a 
month  or  so  will  find  opportunities  that 
cannot  come  at  least  until  the  end  of 
the  season.  Furs  bought  in  this  sale  will 
be  stored  free  until  the  cold  weather 
comes.  This  sale  is  for  a  limited  time 
only.  The  offer  of  such  low  prices  will 
not  be  renewed. 


DO  IT  FIRST  YOURSELF. 

If  you  should  sell  your  store  to-mor- 
row to  another  merchant,  says  an  ex- 
change, the  chances  are  that  your  suc- 
cessor would  clean  out  a  lot  of  junk, 
and  undesirable  merchandise,  and  get  it 
out  of  the  place.  The  probabilities  are 
that  he  would  paint  the  interior  wood- 
work, remodel  the  store  front  ami  change 
everything  in  the  store  so  that  it  would 
not  look  at  all  like  the  same  old  place. 
© 


CREATING  TRUST  ACCOUNT. 

(Continued    from    page    .'i.) 

British  houses.    He  understood  that  they 

were  then  able  to  make  use  of  the  credit 

notes. 

"It  is  not  a  business  feasibility  to 
make  direct  settlements  at  the  present 
time,"  said  Mr.  Smyth.  "The  rates  of 
exchange  are  too  high  for  practical  com- 
mercial purposes.  In  eases  where  there 
has  been  an  unusually  heavy  press  for 
money,  remittances  have  been  made,  but 
they  have  been  very  costlv.  and  we  have 
been  following  the  policy  of  opening  ac- 
counts for  the  firms  we  represent  with 
the  Canadian  banks.  What  the  people 
are  doing  when  there  are  not  agents  in 
this  country  I  cannot  say,  but  this  is  the 
best  solution  of  the  problem  at  present." 

"What  about  the  future?"  was 
asked. 

"Absolutely  impossible  to  say  any- 
thing."  was  the  answer. 
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PUT  CHEER  IN  YOUR  ADS. 

\\T  HIEE  the  beneficial  effects  on  the  trade  are 
being  felt  slowly,  as  yet  there  is  undoubtedly 
a  better  all-around  feeling  in  the  country  that  is 
bound  to  influence  buying  more  and  more  in  the 
coming  weeks.  The  "Cheer  Up,"  "Keep  Business 
Moving"  propaganda  that  is  being  carried  out  suc- 
cessfully in  England  is  being  adopted  in  Canada, 
with  a  marked  improvement  in  the  general  atmos- 
phere. The  best  tonic  of  all,  of  course,  was  the  cheer- 
ing news  that  started  coming  early  in  September  of 
a  positive  movement  of  the  allied  armies  in  making 
headway  against  the  German  invading  force.  This 
has  been  of  immense  service  in  inspiring  confidence 
in  the  business  and  every  day  world  of  consumers, 
for  it  relieved  their  minds  of  the  ever-present,  though 
often  sub-conscious,  dread  of  temporary  disaster. 

The  retail  merchants  can  do  effective  service  at 
this  time  in  their  own  locality.  Insert  bright,  cheery, 
optimistic  editorials  in  your  ads.,  and  share  them  up 
with  your  headings.  Talk  in  a  cheerful  vein;  get 
your  local  papers  to  adopt  a  similar  policy,  and  it 
will  be  astonishing  how  soon  the  benefits  will  be  felt. 
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WATCH  FOR  THE  SCARCITY 

F  there  is  a  word  of  advice  to  the  trade  that  The 
-  Review  could  offer  at  the  present  time,  it  would  be 
to  consider  purchases  wherever  possible  in  those  lines 
of  goods  which  are  imported  direct  from  Europe,  or 
the  raw  material  in  which  can  be  affected.  Judg- 
ment should,  of  course,  be  made  in  the  proportions 
of  purchases  in  relation  to  volume  of  business  and 
the  length  of  time  likely  before  a  turnover,  but  the 
point  remains  that  the  prices  of  these  goods  are 
bound  to  be  higher  when  the  present  stocks  are  ex- 
hausted— some  advances  have  already  been  made. 
Some  of  the  smaller  dealers  may  not  look  far  enough 
ahead  and  may  find  that  when  they  want  the  goods 
that  the  big  firms  have  taken  up  the  available  supply. 
Just  at  present  it  appears  to  be  the  large  retail  con- 
cerns which  appreciate  the  situation  and  they  are 
buying  practically  everything  that  the  wholesalers 
will  sell  them  of  the  stocks  in  hand ;  an  effort  is  being- 
made  by  many  of  the  wholesale  firms  to  protect  their 
customers,  but  with  the  pressure  of  buying  on  the 
goods  which  have  been  cut  off,  stocks  cannot  hold 
fong,  and  what  the  developments^  will  be  when  they 
are  "exhausted  is  food  for  speculation. 


THE  DUTY  OF  THE  TRAVELER 

HP  1 1  AT  the  traveling  salesman  has  a  duty  of  great 
A  magnitude  to  perform  in  the  present  turmoil 
into  which  the  world  has  been  thrown,  is  evident 
to  every  knight  of  the  grip  who  seriously  considers  the 
situation.  It  is  he  who  is  now  responsible  for  the 
revolving  of  the  wheels  of  our  factories  and  keeping 
employed  the  vast  army  of  workmen  upon  whose 
wages  so  much  depends  in  the  arena  of  commerce. 

Now  is  the  time,  if  ever,  when  the  traveler  should 
set  his  teeth  and  get  the  business  that  will  give  the 
laboring  man  employment.  In  recent  years  when 
the  country  was  at  the  height  of  its  prosperity  the 
salesman  in  a  great  many  lines  had  little  difficulty  in 
getting  his  quota  of  orders,  and  from  year  to  year 
in  gradually  increasing  sales.  He  has  been  care-free 
to  a  great  extent  and  has  probably  enjoyed  a  good 
many  extra  hours  of  recreation.  But  for  this  he  was 
not  criticized  because  he  was  bringing  in  the  business. 
Now,  however,  circumstances  have  temporarily 
changed,  due  to  the  war.  Timidity  characterizes  a 
great  many  people.  It  is  the  duty  of  the  traveler  to 
exert  every  effort  to  exterminate  this  feeling,  but  a 
still  greater  obligation  rests  upon  his  shoulders  to 
turn  in  the  business.  Upon  the  sales  force  depends 
the  extent  of  the  products  turned  out  in  the  manu- 
facturing plant,  and  if  the  orders  are  not  forthcom- 
ing it  means  that  the  bread-winner  of  the  workman's 
family  must  fall  by  the  wayside.  This  in  turn 
adversely  affects  the  retailer  and  wholesaler. 

The  traveling  salesman  is  the  man  of  the  hour. 
It  is  to  him  we  must  look  for  encouragement  in  the 
present  crisis  more  than  to  anyone  else.  If  he  plays 
his  part  in  the  commercial  world  as  is  clearly  his 
duty,  he  will  work  as  he  never  did  before  to  make 
the  wheels  go  round. 


FIRST,  SECOND,  THIRD 

SAEE  and  profit  producing;  2.  Cleverness  in  adver- 
tising value;  3.  Strictly  artistic  appearance. 

This  order  was  suggested  by  a  speaker  at  the 
convention  of  Canadian  Display  Men  as  the  one  that 
represented  the  view  of  the  average  merchant  in  re- 
gard to  the  effectiveness  of  window  and  other  displays 
as  a  unit  in  his  business  system.  It  is  an  order  that 
few  display  men  who  have  given  careful  thought  to 
their  real  relations  in  a  store's  machinery  will  be  dis- 
posed to  quarrel  with.  It  is  an  order  that  must  be 
applied  to  advertising,  and  could  be  adopted  by  most 
heads  of  selling  departments  as  a  working  basis. 
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See  that  YOU  have 

what  your  customers 
ask  for 


The  merchant  who 
has  the  goods  makes 
the  sales. 

We  are  ready  to  fill 
orders  for  dry  goods 
now  from  our  splen- 
did stock. 

Write  us  direct  or 
order  through  our 
traveller.  You  will 
get  good  service 
either  way. 


The  W.  R.  Brock  Company  (Limited) 

MONTREAL 
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98  CENTS  ON  THE  DOLLAR 

NE  of  the  minor  results  of  war  conditions  has 
been  the  charge  by  the  banks  of  a  discount  of 
two  or  three  per  cent,  on  United  States  paper  money. 
A  number  of  Canadian  stores  have  followed  suit  by 
deducting  two  cents  from  every  dollar  bill  presented 
by  an  American  customer.  This  depreciation  in 
value  is  due  to  the  inability  of  the  United  States 
Government  to  redeem  the  notes  in  gold.  The  same 
course  has  been  followed  with  Canadian  bills  in  many 
cities  across  the  border,  and  in  some  the  discount  has 
been  much  higher.  It  may  be  said  that  the  latter 
action  justifies  the  former,  but  in  reality  the  course 
taken  by  United  States  merchants  cannot  be  held  a 
criterion  for  Canadian  business.  It  is  a  more  logical 
proceeding  to  follow  the  decision  of  the  banks,  whose 
action  is  by  no  means  arbitrary,  but  is  simply  a  com- 
mon-sense business  proceeding.  And  yet  we  be- 
lieve that  the  merchant  may  find  it  to  his  ad- 
vantage to  consider  his  own  step  from  a  separate 
point  of  view,  from  its  effect  on  his  own  business.  We 
have  come  across  several  instances  where  a  United 
States  visitor  resented  the  "depreciation"  of  his  paper 
currency  and  it  is  probable  that  many  sales  have  been 
lost  through  this  blow  at  the  pride  of  a  proud  people. 
Most  of  the  goods  that  are  bought  by  visitors  to  Can- 
ada at  this  time  of  year,  such  as  furs,  fancy  goods 
and  various  novelties,  are  capable  of  absorbing  that 
2  per  cent,  discount,  and  thus  retaining  the  good-will 
of  an  ofttimes  generous  spender.  At  the  most  it 
will  not  be  long  until  the  United  States  dollar  regains 
its  hundred  per  cent,  value,  even  with  the  banks.  The 
broader  question  of  the  recognition  at  par  of  Cana- 
dian notes  in  the  United  States  can  also  be  left  to 
right  itself  as  soon  as  gold  becomes  available  for  their 
redemption. 

@ 

WISDOM,  CONFIDENCE,  ACTION 

A  TITANIC  struggle  is  going  on  in  Europe.  We  in 
■**■  Canada  are  not  only  involved  as  contestants — our 
country  is  vitally  affected  in  many  ways  because  of 
the  international  system  of  commerce  and  finance  in 
which  the  business  of  Canada  is  a  cog.  The  war  has 
thrown  us  back  on  our  own  resources  and  we  have 
many  lessons  to  re-learn  that  our  accustomed  depend- 
ence on  other  nations  has  made  us  forget.  We  are 
unused  also  to  thinking  of  the  place  of  Canada  in 
that  inter-dependent,  international  fabric  as  other 
than  a  supplier  of  certain  commodities,  most  of  which 
we  have  in  great  abundance  and  to  market  which 
does  not  tax  our  skill  or  our  resources.  But  a  new 
day  is  dawning.  Canada  has  an  unprecedented  op- 
portunity before  her — yea,  thrust  upon  her  as  a 
responsibility  and  a  duty ;  and  now  this  opportunity 
has  come  with  such  tremendous  suddenness  that  we 
can  scarcely  realize  it  and  some  of  us  are  in  danger 
of  mistaking  that  very  opportunity  itself  for  some 
horrible  menace,  we  know  not  what.  What  is  it  we 
need  to  make  us  realize  our  opportunity — Canada's 
opportunity — and  to  grasp  it?  It  is  summed  up  in 
three  words:  Wisdom,  Confidence,  Action. 

Wisdom. — No,  we  need  not  be  the  seventh  son  of 
a  seventh  son  to  be  a  modern  prophet.  We  just  need 
wisdom;  ordinary  common-sense,  which,  after  all, 
isn't  nearly  so  common  or  ordinary  as  we  are  fond 
of  calling  it.  True  wisdom  is  based  on  fact — not 
fancy.  What  are  the  facts?  Great  Britain,  France, 
Russia,  Belgium,  Servia,  Austria-Hungary  and  Ger- 
many are  closely  involved  in  the  most  gigantic  strug- 


gle in  all  history.  In  most  of  those  countries,  scarcely 
a  wheel  is  turning;  scarcely  one  of  all  the  thousands 
of  factories  is  producing  a  dollar's  worth  of  product. 
Millions  of  producers  have  suddenly  ceased  to  pro- 
duce and  instead  are  consuming  and  destroying  at  an 
abnormal  rate.  It  is  the  time  of  harvest,  but  the  war 
interrupted  and  the  work  has  been  left  to  the  women 
and  the  very  old  and  the  very  young.  Instead  of 
being  large  exporters  of  supplies  to  other  countries, 
every  one  of  the  countries  named  and  some  others 
have  suddenly  become  importers  or  prospective  im- 
porters and  without  exception  their  expectations  are 
centered  in  the  North  American  continent.  After 
all,  the  thing  is  simple.  Canada  and  the  United 
States  are  not  only  called  upon  to  produce  for  their 
own  consumption  goods  they  have  formerly  pur- 
chased abroad,  but  those  very  countries  which  for- 
merly supplied  them  are  clamoring  to  be  supplied. 
"Doth  not  wisdom  cry  and  understanding  put  forth 
her  voice?" 

Confidence. — If  our  reasoning  is  sound  then  our 
courage  and  our  confidence  must  be  undaunted. 
Having  caught  the  significance  to  Canada  of  the 
crying  needs  of  Britain  and  Continental  Europe  let 
us  base  our  confidence  on  that  realization  and  hold 
firmly  to  it.  We  have  no  need  to  substitute  "bluff" 
for  confidence  nor  bravado  for  courage.  We  have 
every  reason  to  hold  to  and  express  the  genuine — 
not  the  false.  Let  our  optimism  be  inspired  by  rea- 
son and  tempered  by  sobriety,  for.  with  all  our  thank- 
fulness at  our  good  fortune,  we  should  not  forget  that 
it  is  the  outcome  of  terrible  misfortune  to  others. 
"War  is  tragedy — not  vaudeville."  But  we  should  be 
traitors  if  we  did  not  step  into  the  breach  and  regard 
our  opportunity  as  our  serious  duty  also. 

Action. — Our  wisdom,  our  confidence,  must  cul- 
minate in  action  or  they  are  empty  and  useless. 
What  good  is  the  knowledge  and  what  good  is  the 
"steam"  unless  it  is  applied.  Will  Canada  seize  the 
resources,  and  start  the  wheels  of  industries  that  will 
grow  out  of  such  development.  Men  of  action,  as 
well  as  of  wisdom  and  courage,  are  needed.  Captains 
of  finance  and  industry  and  every  one  of  us  must  do 
as  well  as  dare. 


SETTLE  ACCOUNTS  AS  USUAL 
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E  BELIEVE  most  retail  merchants  realize 
I  he  need  of  keeping  business  as  near  nor- 
mal as  possible  during  the  war.  A  few  com- 
plaints are  being  heard  from  authoritative  sources, 
however,  that  some  who  could  help  by  paying  their 
accounts  are  deliberately  holding  off  doing  so.  This 
is  not  only  an  injustice  to  wholesalers  and  manufac- 
turers who  are  straining  every  effort  to  keep  collec- 
tions up  to  normal,  but  it  is  calculated  to  cause  an 
immediate  money  shortage.  If  persisted  in  it  will 
defeat  its  own  purpose  and  dealers  who  deliberately 
hoard  up  funds  will  find  the  practice  will  speedily 
react  against  themselves.  They  cannot  injure  the 
community  at  large  without  involving  themselves. 
Our  advice  is  to  make  settlements  as  usual  and  help 
to  keep  business  normal.  You  cannot  conscienti- 
ously ask  your  customers  to  pay  their  accounts  if  you 
do  not  practice  what  you  preach. 

@ 

FALL  FAIR  TIME  means  extra  business  to  the  live 
dealer. 
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Shortage  Developing  Rapidly  in  Silk  Lines 

Absence  of  Low-Priced  Swiss  Silks  Becoming  Noticeable  - — 
Novelty  Lines  Coming  in  from  U.S. — Crepes  Very  Much  to  the 
Fore — Military  Styles  Coming. 


THERE  is  little  doubt  that  the 
situation  in  silk  fabrics  is  much 
more  complicated  than  in  woolen 
and  worsted  fabrics,  and  shortages  are 
already  developed  in  numerous  lines. 
Buyers  have  been  endeavoring  to  cover 
their  requirements,  but  the  importing 
and  wholesale  houses  are  considering 
both  the  standing  and  the  needs  of  pros- 
pective buyers  before  filling  orders. 

The  absence  of  Swiss  silks  is  keenly 
felt,  particularly  in  the  lower-priced 
broad  satin  fabrics,  such  as  paillette  and 
duchesse  satins,  as  American  fabrics  of 
the  same  grade  when  the  duty  is  added 
are  much  higher  in  price. 

The  situation  is  different  when  novelty 
goods  come  under  consideration,  and  the 
trade  that  makes  a  specialty  of  novelties 
is  already  looking  towards  the  United 
States  for  its  supplies.  In  goods  of  this 
class  25c  or  even  50c  additional  cost  is 
not  noticed,  and,  therefore,  the  United 
States  mills  should  benefit.  Silks  of 
American  design  show  an  arrangement 
of  stripes  similar  to  the  Roman  patterns, 
only  the  arrangement  of  the  stripes 
shows  waved  and  zisj-zag  designs.    In  all- 


over  printed  designs  some  beautiful 
leather  patterns  are  showing  in  shades 
of  blue,  green  and  brown. 

The   Best   Sellers. 

From  the  fashion  standpoint  satin 
fabrics  on  the  paillette  order  and 
duchesse  in  popular-priced  weaves  and 
in  charmeuse  and  other  wool-filled  satins 
in  expensive  makes  stand  first.  Crepes 
are  very  much  to  the  fore,  and  the  range 
of  all  silk,  silk  and  cotton,  and  silk  and 
wool  crepes  is  very  extensive.  Crepe 
chiffons,  Georgette  crepes  and  kindred 
weaves  are  selling  for  evening  and  for 
dressy  wear,  and  for  kindred  purposes 
silk  voile  has  also  appeared  upon  the 
market.  Silk  bengalines  and  poplins 
come  in  street  and  in  fancy  colors. 

Novelties  in  velvets  and  plushes  come 
in  Roman  stripes,  plaids  and  in  printed 
patterns  in  "New  Art"  designs  and  col- 
orings in  effects  that  are  decidedly  softer 
and  more  pleasing  than  any  that  have  as 
yet  appeared.  These  velvets  are  used 
for  vests,  belts,  collars  and  cuffs,  and 
also  for  the  hem  of  the  foundation 
skirt  under  the  long  Russian  tunic. 


The  Wool  Market  Holds  Steady 

Government  Orders  for  Army  Cloths  Bring 
Advances  in  the  Coarser  Grades  of  Raw  Wool 
— Merinos  Steady  at  Present  Prices — Depend- 
able Materials  at  Moderate  Prices  Rule  the 
Selling  at  the  Fall  Openings — Beet  Root,  Wine 
Shades,  Seal  and  Deep  Tans  Popular. 


ADVICES  from  Bradford  show  that 
there  is  considerable  activity  in 
raw  wools  in  lines  required  for 
filling  army  contracts.  As  these  wools 
are  on  the  cross-bred  order,  there  is  a 
good  supply  available.  Merinos  and  the 
finer  wools  are  quiet,  but  values  are  be- 
ing steadily  maintained  at  the  point  to 


which  they  fell  on  the  breaking  out  of 
the  war.  Added  firmness  is  given  by  the 
fact  that  when  the  holiday  period  passes 
more  activity  is  expected.  There  is  a 
spirit  abroad  that  indicates  that  all 
branches  of  the  trade  are  standing  to- 
gether, and  are  endeavoring  to  clear  up 
the  dislocation  into  which  business  has 
12 


been  thrown  by  the  outbreak  of  the  war. 
With  the  trade  routes  open  and  the  ship- 
ment of  goods  possible  conditions  are 
getting  better  every  day. 

There  is  little  question  that  there  is 
plenty  of  material  already  in  Canada  to 
meet  the  needs  of  the  early  season, 
though,  of  course,  shortages  will  develop 
early  in  the  lines  that  are  in  popular  de- 
mand. Many  materials  will  not  last  over 
the  early  days  of  the  season. 

Judging  from  the  opening  displays  in 
the  large  department  stores  and  the  busi- 
ness that  has  been  done  so  far,  it  will  be 
dependable  merchandise,  showing  a  mod- 
erate rate  of  profit  upon  which  the  sea- 
son's business  will  be  done.  The  attrac- 
tiveness of  the  materials  and  the  fact 
that  taste  and  judgment  have  been  used 
in  their  selection  will  be  a  big  sell- 
ing help.  Economy  is  a  necessity  in  the 
majority  of  homes  this  Fall,  and  women 
will  shop  with  more  discrimination  than 
for  many  seasons.  This  does  not  mean 
that  the  demand  will  centre  upon  cheap, 
trashy  cloths,  but  that  value  will  be  at 
a  premium,  and  there  will  be  less  call  for 
the  novelties  that  have  little  but  fashion 
to  recommend  them. 

The  above  condition  extends  also  to 
the  colors  chosen.  Black  is  selling  in 
quantity  in  all  materials.  But  colors  are 
by  no  means  neglected,  as  the  deep  rich 
shades  are  making  their  way  into  high 
favor.  Military  styles  are  coming  to  the 
front,  and  sailor  and  military  blues  are 
seen  on  every  side.  The  success  of  the 
Russian  armies  is  helping  the  sale  of 
green,  and  deep  Russian  greens,  bottles 
and  olives  are  selling  well.  Beetroot  red 
is  the  new  name  for  Burgundies  and 
wine  shades,  and  later  when  the  success 
of  the  allied  armies  becomes  more  pro- 
nounced  there  promises  to  he  a  call  for 
military  scarlet.  Seal  and  deep  tan 
shades  are  also  very  fashionable.  Scotch 
plaids  in  blues  and  greens,  French  plaids 
in  very  dark  subdued  effects,  and  Roman 
stripes  and  checks  form   high  novelties. 


DRESS     FABRICS 


Dry  Goods  Review 


Cotton  Weak 

Prices  of  Raw  Material  Still 
Falling — Increase  of  Cloths  in 
England. 

ACCORDING  to  the  crop  reports 
issued  by  the  United  States  Gov- 
ernment a  cotton  crop  that  is 
above  the  usual  average  may  be  expected 
this  year.  The  report  indicates  a  crop 
of  15,000,000  bales.  Last  year  the  crop 
was  14,600,000.  The  record  crop  was 
harvested  in  1911  and  consisted  of  16,- 
000,000  bales.  With  a  large  yield  of 
raw  cotton  and  decreased  consumption, 
due  to  the  war,  prices  are  lowering. 
There  is  some  trading  in  raw  cotton  in 
spite  of  the  fact  that  the  exchanges  are 
closed.  Liverpool  reports  the  sale  of 
4,700  bales,  4,400  of  which  were  Ameri- 
can cotton.  The  yarn  market  is  in  just 
as  chaotic  a  condition  as  that  for  raw 
cotton,  and  prices  are  fluctuating.  There 
is  very  little  selling  at  present  of  cotton 
fabrics,  as  buyers  are  only  anticipating 
present  needs. 

Reports  from  Manchester  indicate  an 
increase  in  the  deliveries  of  cotton 
cloths,  and  also  a  more  satisfactory  con- 
dition regarding  payments.  The  ques- 
tions of  war  risks,  and  in  some,  the  ex- 
change, are  delaying  export  business. 
English   mills  are  going  seriously   after 


German  business,  and  hope  to  secure  a 
big  share  of  the  trade  that  up  to  date 
has  gone  to  Germany. 

Predictions  are  made  that  the  coming 
Summer  will  see  a  big  season  for  white 
materials.  Fashion  was  shaping  in  that 
direction  in  the  Summer  now  past,  and 
the  fact  that  the  dyes  for  producing  fast 
colors  are  of  German  manufacture,  and 
are  not  obtainable,  will  help  to  shape 
the  situation  in  the  direction  of  a  white 
season. 


-©- 


COTTON  FABRICS  AT  SALE  PRICES. 

THE  LARGE  RETAIL  stores,  says 
AVomen's  Wear,  are  continuing  to  offer 
practically  all  classes  of  cotton  fabrics 
ar  sale  prices,  notwithstanding  the  fact 
that  a  shortage  in  many  lines  is  pre- 
dicted, due  to  the  scarcity  of  dyestuffs. 
Not  only  colored  piece  goods,  but  cotton 
blankets,  shirts,  and  dresses  are  being 
offered  quite  generally  at  cut  prices. 
Both  goods  and  garments  in  many  in- 
stances require  certain  dyestuffs  which 
finishers  say  are  in  short  supply  and  will 
be  unobtainable  at  any  price  some  two 
weeks  hence.  Judging  by  the  sales,  the 
retailers  are  going  along  supremely  con- 
fident that  when  they  want  the  goods 
they  will  be  able  to  secure  them  as 
usual. 


SOME  OF  THE  NEW  COLORS. 

Biscuit  color,  varying  from  the  lightest 
tone  to  the  so-called  "burnt  biscuit,"  is 
much  seen.  Among  the  reds  are  La 
France  Rose,  Parsifal  and  geranium. 
Green  is  also  popular.  The  favorite  tones 
of  this  color  are  ' '  Deauville ' '  green, 
which  closely  resembles  water  green, 
lettuce,  citron,  parrot  and  lichen.  Among 
the  many  blues  are:  Madonna,  horten- 
sia  (garden),  Nattier,  cadet,  Copen- 
hagen, corbeau  and  old  blue.  In  pink  we 
have  "heart  o'  the  rose,"  watermelon, 
shrimp,  apple  blossom  and  sunset. 
"Dove"  is  one  of  the  colors  which  prom- 
ises to  have  a  great  success. 


FORTY-SEVEN    YEARS    IN    MARK- 
DALE. 

An  interesting  account  of  the  life  of 
Solomon  Hill  of  Markdale,  whose  death 
took  place  a  few  weeks  ago,  at  the  age 
of  70,  notes  that  he  started  into  mercan- 
tile affairs  56  years  ago,  and  had  been 
in  Markdale  for  47  years,  where  he 
built  up  a  large  business,  and  was  a  pro- 
minent figtire.  His  son  Frank  was 
taken  in  as  a  partner  some  20  years 
ago,  and  has  since  then  established 
branches  under  the  name  of  F.  T.  Hill 
&  Co.  at  Tara,  Ahston,  Oran»eville  and 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 


KING'S 

Established  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 
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Many  Lines  That  Appeal  to  Sense  of  Economy 

Belts  and  Girdles  Will  be  Very  Strong — Tunic  Girdles  Shirred 
with  Elastic — New  Ideas  in  Big  Pins — Vogue  of  Smart  Caps — 
New  Mesh  Bags. 


KEEP  your  eye  on  your  fancy  goods 
and  notion  counter  during  the 
coming  season,  for  it  is  well  worth 
watching  and  will  show  you  a  profit  in 
return  that  may  be  absent  in  some  of 
the  departments  which  cater  to  more  ex- 
pensive wants.  Merchants  must  clearly 
recognize  this  fact  in  making  their  Fall 
preparations,  for  the  time  being  the 
buying  public  is  economically  inclined, — 
some  because  they  are  "dead  scared," 
and  are  buttoning  up  their  pockets — and 
others,  and  the  majority  at  that,  for 
the  time  being  have  not  the  usual 
amount  of  spending  money  at  their  dis- 
posal. Economy  means  making  over  in- 
stead of  buying  new  garments  or  the 
buying  of  some  article  such  as  a  girdle, 
etc.,  to  bring  last  year's  gown  up-to- 
date.  In  any  case  the  merchant  will 
sell  the  notions  and  dressmakers'  sup- 
plies that  are  wanted,  and  if  he  shows 
what  is  new  in  belts  and  girdles  he  will 
find  that  his  customers  will  be  inter- 
ested. Supply  houses  dealing  in  no- 
tions and  kindred  lines  did  a  bigger 
business  this  July  than  for  the  same 
month  a  year  ago,  and  in  spite  of  the 
dislocation  of  business  occasioned  by  the 
war  business  during  August  has  kept 
up  satisfactorily.  Possibly  some  of  this 
business  is  due  to  the  fact  that  many 
lines  are  imported,  and  merchants  wish 
to  make  sure  of  their  supplies. 

A  Policy  for  This  Fall. 
Merchants  must  realize  that  business 
this  Fall  will  ho  harder  to  do  and  that 
they  will  have  to  work  hard  to  get  it. 
More  attention  will  have  to  be  given  to 
I  he  displaying  of  goods,  though  this  may 
be  accomplished  without  much  addi- 
tional cost.  A  resourceful  head  of  a  de- 
partment will  work  out  methods  of  dis- 
playing goods  thai  will  not,  be  expensive. 

({ Is    can    be    grouped    and    priced    and 

the  fact  that  they  are  shown  in  quantity 
will  greatly  help  sales.  Though  a  good 
display  helps,  it  will  not  take  the  place 
of  quality  or  good  assortment  which  are 


of  the  first  importance  in  making  sales. 
Goods  should  be  ticketed  freely  so  that 
customers  can  make  their  own  choice  and 
leave  the  checking  and  the  taking  of 
money  as  the  sole  office  of  the  clerk. 
Salesmanship  is  of  importance  always, 
but  this  quality  is  easier  to  dispense 
with  in  this  department  than  in  the  ma- 
jority. This  is  why  girls  who  are  just 
learning  the  art  of  selling  are  utilized  in 
the  notion  and  smallwares  branches  of 
this  section. 

Belts  and  Girdles. 
Belts  and  girdles  promise  to  be  a  big 
line.  Judging  from  the  garments  seen 
the  wide  crush  patent  leather  belts  will 
sell  again  this  Fall;  not  so  freely,  per- 
haps for  women's  wear,  but  very  freely 
for  misses'  and  children's  use.  Besides 
crush   belts,  narrow  belts  are  also   used 


as  a  finish  to  many  of  the  dresses  put  on 
the  market  by  the  manufacturers.  Child- 
ren rapidly  wear  out  or  lose  these  belts — 
hence  there  is  always  a  ready  demand. 
This  is  the  staple  end,  but  in  the  element 
of  novelty  there  is  also  great  activity, 
for  girdles  and  sashes  are  so  designed 
that  they  will  give,  the  new  touch  to  a 
last  season 's  dress,  or  transform  a 
skirt  and  separate  waist  into  a  costume. 
These  girdles  come  in  corslet  effect  and 
the  very  extreme  models  commence  at 
the  bust  line  and  cover  the  hips.  These 
high  girdles  are  shirred  and  boned,  and 
are  drawn  tight  around  the  figure.  Many 
of  these  corslet  or  basque  effects  have  a 
row  of  covered  or  jet  buttons  set  close 
down  the  centre  of  the  front.  The  fas- 
tening is  at  the  back. 

(Continued  on  page  16.) 


NEW   FKENCH    BAtis. 

No.  1 — Kodak  shaped 
bag  in  black  and  moon- 
light beads.  The  frame 
is  black  and  so  is  the 
chain.  Finished  with  a 
fringe  of  beads  at  the 
bottom.  No.  2 — Oval- 
draped  pannier  bag  of 
glace  taffeta.  The  frame 
is  covered  with  the  silk, 
and  the  handle  of  folded 
silk  is  secured  with 
slides.  A  tassel  to  match 
finishes  the  bag.  Both 
bags  are  of  French 
manufacture.  Shown  by 
Sterling  Lace  &  Novelty 
Co. 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


De  Long 
Hook  and  Eye 


See  that:  .. 

hump? 

TRADE    MARK 

BfG  US  PAT  OFF. 


De  Long 
Press 
Button 


« 


World's.  Fl.att.estr 
Fastener 


De  Long 

Safety 

Pins 


Strong 
Easy-Workina 

Rust^Never!!. 

De  Long 
Ho  ok  and  Eye 


Tape 


LOOK 
FOR  THE^ 
TAGS, 


DeLong 
Products 


— the  standards  of  quality  in  their 
class — are  now  manufactured  right 
here  in  Canada. 

If  you  don't  handle  DeLong  Pro- 
ducts— 

If  you  "know  they're  good,"  but  are 
not  making  that  knowledge  pay  you — 
Write  us!  Get  in  touch!  It's  a  great 
thing  for  any  store  to  handle  a  line  of 
goods  that  every  woman  knows  is  the 
best  of  its  kind. 

And  every  woman  knows  that,  about 

DeLong 

"See  that  hump?"  Hooks  and  Eyes 
DeLong  Press  Buttons 
DeLong  Co.  Safety  Pins 

and  all  other  DeLong  products. 


Hookand  Eye 


Bless  that 

Nub! 


TRADE  MARK 
R£G  US-RAT  OFF. 


The  DeLong  Hook  £*ipEye 
Company 

of  Canada,  Ltd. 
St.Marys,  Ontario 
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Dry  Goods  lieview 


FANCY  GOODS,  NOTIONS  AND  TOYS 


SHOWING  USE  OF  DAHLIA 
BRAID. 

Cushion  with  flowers  of 
formed  dahlia  braid  and  with 
foliage  worked  in  artificial 
silk  in  shades  of  green.  Eow 
of  pink  dots  across  the  top. 
Sample  of  braid  is  laid  on 
cushion,  blow  pattern  —  the 
braid  draws  up  and  forms  the 
flowers.  Shown  by  Hambly 
and  Wilson. 


MANY  LINES  THAT  APPEAL. 

(Continued  from  page  14.) 

These  girdles  are  made  of  paillette  or 
duchesse  in  black  and  in  the  leading 
colors.  Roman  stripe  and  bayadere  silks 
and  also  printed  silks  in  new  art  pat- 
terns are  used.  These  girdles  are  very  at- 
tractive, but  in  the  wide  effects  the  price 
is  correspondingly  high.  They  sell,  how- 
ever, as  they   transform  a  simple  or  an 


iiut-of-style  dress  into  one  showing  the 
new  basque  waist. 

Tunic  Girdles. 
Many  tunic  girdles  are  on  the  market. 
These  girdles  are  shirred  with  elastic  in 
the  waist  part  so  that  they  fit  almost  any 
size  of  waist.  Newer  models  carry  bret- 
telles  that  cross  in  front  in  military 
style  and  lie  fiat  at  the  back  of  the  neck. 
Brettelles  also  come  with  the  vestee  belts 
that  are  shown  in  so  manv  fabrics. 


Big  Pins  for  the  Hair. 
The  big  pin  that  is  worn  thrust  into 
the  side  of  the  hair  has  established  it- 
self, and  already  new  ideas  along  the 
same  line  are  being  developed.  Pins  that 
suggest  the  tango  shape  and  yet  form  a 
graceful  departure,  are  showing.  The 
newest  of  these  pins  comes  in  a  new 
shell  on  the  order  of  demi-amber,  which 
is  named  "Sevillian. "  The  high  Spanish 
or   1830   comb   continues    to    be    shown. 


Taylor's  Embroidery! 
Hoops  of  Quality 

None  better  made 

VASSAR 

An  adjustable  hoop  that  will  ad-  j 
just  itself  to  any  thickness  of  fabric  | 
and  holds  it  securely  in  place.  The  | 
inside  hoop  is  wood  smoothly  finish-  ; 
ed,  the  outside  hoop  is  metal  highly  j 
polished,  rust  proof  and  fastened  at  j 
the  end  with  a  coiled  spring.  Made  • 
4,  5,  6,  7,  and  8  inch  in  diameter. 

VASSAR  OVAL 

Same  as  Vassar,  but  oval  shape.  ■ 
Sizes  3  x  6,  4^  x  9  and  6  x  12  inch. 

MANHATTAN 

One-half  inch  wood,  perfectly  j 
finished  and  turned  to  an  exact  size,  j 
Made  in  sizes  4,  5,  6,  7  and  8  inch  | 
in  diameter.  : 

OVAL 

One-half  inch  wood  nicely  finished  j 
and  perfectly  formed.  Handy  for  j 
drawn  work  and  long  narrow  de-  | 
signs  in  embroidery.  Made  in  sizes  j 
3  x  6,  4H  x  9  and  6x12  inch. 


Four  hoops  well 
designed  for 
every  purpose 

Well  made  of  the 
best  materials 

Priced  to  give 
you  lair  profits 

Ask  lor  our  Dew 
catalog  and  price  list 

You'll  lie  interested 

We'll  send  it  free 


Thos.  P.  Taylor  Co.,  Bridgeport,  Conn.  I 


U.  S.  A. 


Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 
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German  Goods  Cannot  Enter  Canada 

Government  Order  Prevents  These  From  Coming  in  Under 
Any  Conditions — What  We  Get  from  Some  of  the  European 
Countries. 

Reprinted  from  Industrial  Canada 


THIS  is  a  statement  of  our  princi- 
pal imports  into  Canada  from 
Germany  of  articles  which  now 
pay  duty  under  the  general  tariff,  and 
which  compete  with  Canadian  products. 

The  importation  of  all  these  goods  has 
been  wholly  prohibited  by  order  of  the 
Canadian  Minister  of  Customs.  German 
goods  stored  in  neutral  warehouses  can- 
not be  imported. 

This  is  the  opportunity  for  Canadian 
manufacturers.  How  many  of  these  ar- 
ticles should  be  made  in  Canada  Let 
us  seize  the  chance  to  substitute  Can- 
adian goods  in  these  lines  for  German 
goods. 

From  Returns  of  Last  Fiscal  Year. 

Buttons    $  65,197 

Other  cotton  clothing' 71,268 

Cotton  sewing  thread  on  spools  17,639 

Braids,  etc 141,124 

Lace  collars,  etc 198,238 

Toys    534,010 

Pocket-books,   purses    78,693 

Trunks   and   handbags    553 

Combs 81,507 

Lace,     white    or    cream     color 

cotton   226,904 

Boxes,  fancy   63,260 

Other  fancy    feathers  manuf'd  24,281 

Buckles  .  ..' 3,271 

Picture    frames    3,753 

Wool  products 508,541 

Cotton   clothing    8,850 

Embroideries,  white  and  cream 

cotton    45,041 

Bead  ornaments   1,767 

Fancy    feathers,    etc.,    for   mil- 
linery    127,648 

Gloves 380,057 

Silk  clothing  47,501 

Boots  and  shoes  34,601 

Belts   5,436 

Curtains,  cotton   757 

Embroideries,   N.O.P 21,750 

Cases,  jewelry 22,146 

Feathers,  bed  and  other 14,316 

Jewelry    175,296 

Pins    4,317 

Ribbons    21,512 

Perfumery    22,560 

France,  Russia  and  Belgium. 

If  we  cannot  import  goods  from  these 
countries,  we  should  try  to  make  them 
ourselves  instead  of  buying  them  from 
neutral  nations. 

Canadians  do  not  want  to  profit 
through  the  misfortune  of  their  friends. 
We  are  anxious  to  capture  German  and 


Austrian  business  in  Canada  just  as  we 
are  anxious  to  capture  their  steamers  on 
the  ocean,  for  the  double  purpose  of  in- 
juring our  enemies  and  benefiting  our- 
selves. We  do  not  entertain  similar  de- 
signs against  the  Canadian  trade  of  our 
allies,  France,  Russia  and  Belgium.  But 
the  fact  remains  that  the  trade  between 
Canada  and  these  countries  must  be  dis- 
located during  the  war.  Consequently, 
the  people  of  Canada  may  be  forced  to 
import  the  articles  heretofore  imported 
from  France,  Russia  and  Belgium  from 
other  countries,  or  manufacture  them  in 
Canada,  or  do  without  them.  Of  these 
alternatives,  the  preferable  one  is  to 
manufacture  in  Canada. 

France. 

Embroideries   $    79,650 

Other  laces,  such  as  collars,  etc.  214,441 

Braids    61.867 

Gloves    716.207 

Braces  and  suspenders 9,675 

Buttons   40,638 

Combs   • 2:i.:;54 

Toys  19,333 

Fancy  feathers,  etc 206.570 

Pocket-books,  etc 36,952 

Silk  clothing 67,307 

Ribbons    375,451 

Curtains  and  shams  33,23] 

Bandkerchiefs   6,085 

Cotton  clothing   121,890 

Dressed    fur  skins    24:1.212 

Perfumery    168,717 

Wool  products 1,024,693 

Belgium. 

Our  principal  imports  from  Belgium 
of  articles  mentioned  in  the  Belgian 
treaty  which  compete  with  Canadian 
products  consist  of: 

Cotton    clothing    $11,482 

Gloves  9,373 

Wool   products   139.346 

Laces  and  embroideries   17,725 

Buttons    6,396 

Canadian  Trade  With  Switzerland. 

Owing  to  the  proximity  of  Switzerland 
to  the  scene  of  war,  our  trade  with  that 
country  has  been  temporarily  suspended. 
We  should  try  to  make  these  goods. 

Our  principal  imports  from  Switzer- 
land of  articles  which  compete  with  Can- 
adian products  consist  of: 

Embroideries    $1,005,549 

Lace  collars,  etc 24,368 

Embroideries  and  fancy  goods        48,564 

Lace   160,111 
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Ribbons   508,102 

Curtains,  etc 36,720 

Other    handkerchiefs    26,011 

Canadian  and  Austrian  Trade. 
( 'annot  Canadian  manufacturers  sup- 
ply most  of  these  goods  to  Canadian 
buyers?  Our  principal  imports  from 
Austria  of  articles  which  compete  with 
Canadian  products  consist  of: 

Feathers,  etc $13,026 

Wool   products   52,577 

Cotton   manufactures    55,784 

Gloves 53,022 

Buttons    75.301 

© 

CANADIAN  NATIONAL  EXHIBITION 

(Continued   from   page   7.) 

form  with  any  scheme  of  interior  de- 
coration. Close  attention  is  given  to  de- 
tail in  the  making  of  these  shades,  and 
as  only  the  best  materials  are  used  they 
retail]  their  shape  and  color  for  a  long 
period. 

Polo  Cloth  in  National  Colors. 
The  case  containing  Nishet  &  Aula's 
exhibit  right  at  the  main  entrance  to 
the  Manufacturers'  Building  cannot  be 
sd,  for  it  contains  an  exhibit  of 
polo  cloth  made  in  the  National  colors, 
red.  white  and  blue.  This  cloth  is  made. 
dyed  and  finished  in  Canada. 

Linens. 
On  the  west  side  of  the  main  entrance 
the  white  case  and  the  green  shamrocks 
arrest  the  attention  of  the  visitors. 
Women  always  linger  long  before  this 
case,  for  its  contents  interest  every 
housewife.  Shamrock  brand  linens  have 
been  made  for  over  a  century  by  John 
S.  Brown  &  Co.  The  display  is  made  and 
arranged  by  W.  H.  Baker.  Wellington 
West.  Toronto. 

T.  Eaton  Co.'s. 

The  T.  Eaton  Co.,  besides  their  main 
exhibit  in  the  Manufacturers'  Building, 
have  numerous  other  exhibits.  In  the 
Process  Building  there  is  a  working  ex- 
hibit showing  how  Goodyear  Welt 
shoes  are  made.  Under  their  waiting- 
rooms  at  the  east  end  of  the  Manufac- 
turers' Building  they  show  three  fur- 
nished rooms.  Imported  gowns,  furs  and 
Eaton-made  silk  and  sheer  batiste  and 
nainsook  lingerie  trimmed  most  elabor- 
ately with  fine  lace  and  hand  embroid- 
eries are  shown.  Silk  lingerie  is  devel- 
oped in  crepe  de  chine  and  other  silk 
(Continued   on   Page   35.) 


The  Stock  is  New  Neckwear  Favorite 

This  is  Beginning  to  Take  Place  of  the  Popular  V — Modifications 
of  the  Old  Styles— Neckband  and  Ruffle  The  New  Idea— Devel- 
oped in  All-Black  or  Black  and  White  Satin. 


THE  improvement  reported  in  the 
last  issue  of  The  Keview  in  neck- 
wear sales  continues,  and  instead 
of  laying'  off  hands  in  some  factories, 
more  help  is  required.  Orders  are  not  of 
large  size  but  repeats  are  frequent,  and 
when  the  general  conditions  ruling  at 
present  are  taken  into  consideration,  it 
is  felt  that  neckwear  situation  is  satis- 
factory. Another  feature  that  should 
help  neckwear  sales  is  that  there  is  a 
decided  change  pending  in  neckwear 
fashions;  not  one  that  is  so  extreme  as 
to  require  a  lot  of  introduction  before 
the  public  will  buy,  but  there  is  a  new 
fashion  idea  introduced  that  is  suffi- 
ciently marked  to  give  novelty  and 
stimulate  buying.  The  V-finish  and  the 
flaring  collar  has  had  a  long  reign  but 
it  looks  as  though  the  stock  was  again 
to  supplant  it,  for  after  an  absence  of 
so  long  a  period  that  it  seems  again  new, 
the  stock  looks  as  if  it  was  again 
to  come  into  favor.  Fashion  never 
conducts   a    revival   along  precisely    the 


same  lines  that  she  has  once  used  be- 
fore; she  always  takes  hold  of  an  idea 
and  combines  and  varies  it  until  she 
produces  something  that  is  totally  dif- 
ferent. 

Surprisingly  alert  and  up-to-date  nov- 
elties are  Shown  in  high-back  stocks  com- 
bined with  ruches  and  collars  with  flar- 
ing points  in  Gladstone  style.  These 
high-backed  stocks  come  in  many  novel- 
ties and  in  many  variations.  They  come 
in  collar  form  and  also  attached  to 
guimpes  and  vestees.  The  new  guimpes 
and  vestees  are  now  finished  with  a  mod- 
erately high  stock,  above  which  is  a 
flaring  ruffle  which  falls  away  from  the 
face  a  little  when  worn.  Organdie  is 
the  favored  material,  as  it  has  the  right 
amount  of  stiffness  to  stand  up  without 
boning.  Net  is  also  used  for  these  col- 
lars. To  get  the  proper  effect  the  flar- 
ing ruche  is  circular  cut  and  the  edge  is 
finished  with  a  lace  or  with  embroidered 
scallops.     Manv    of    the   models    are    fin- 


ished with  a  moire  or  velvet  ribbon  band 
about  IV2  or  2  inches  wide.  This  band 
has  a  flat  bow  without  ends,  which  al- 
lows for  the  regulation  of  the  width  of 
the  collar,  adapting  it  for  any  sized 
neck.  Other  models  in  organdie  show 
the  high  pleating  in  the  back  and  fall 
away  in  points  in  front.  Some  models 
are  pleated  and  form  a  kind  of  sailor 
collar  at  the  back  only,  while  the  band 
or  stocks  fastens  under  a  bow  in  front. 
Some  have  revers  which  meet  at  the  base 
of   the  neck   in   front. 

Another  new  stock  has  a  ruche  formed 
of  organdie  petals  at  the  back  and  is 
joined  and  held  together  by  a  band  of 
ribbon  across  the  front. 

Some  of  these  stock  and  ruche  collars 
are  being  developed  in  all-black  or  in 
black  and  white  satin.  Black  or  white 
sal  in  slocks  with  the  pleating  of  tulle  or 
net  and  joined  across  the  front  with 
narrow  straps  of  velvet  or  moire  rib- 
bon are  to  appear  later. 


Prices  on  Laces  are  Bound  to  Advance  Shortly 

Many  Firms  Are  Cleared  of  Their  First  Importations,  While 
Others  Have  Fairly  Good  Stocks — Lace  is  an  Evening  Fabric 
This  Season  and  the  Retail  Season  is  Just  Opening  Up. 


AT  the  present  time  it  is  extremely 
difficult  to  predict  just  what  is 
going  to  happen  in  the  lace  field:, 
except  that  any  further  shipments  if 
they  come  to  hand,  will  do  little  to  re- 
lieve the  situation.  Up  to  date  the  short- 
age has  not  been  severely  Pelt,  but  when 
the  retail  season  is  fully  opened,  unless 
the  trade  is  able  to  substitute  some  other 
fabric,  I  he  shortage  will  be  severely  felt. 
Many  houses  are  pretty  well  cleared  of 
their  advance  importations,  while  there 

are  ill  hers  thai    claim   to  ha\  1 1   -locks 

on  hand.    It   may  be  taken   for  granted 
that   desirable   novelty   laces  ere  nol    in 


too  big  supply,  and  from  now  on  thai 
the  gaps  in  stocks  will  be  more  notice- 
able. 

Laces  are  firmly  established  and  the 
public  will  take  them  as  long  as  they 
can  be  obtained.  Lace  is  to  be  an  even- 
ing fabric,  and  therefore  the  demand 
will    come   chiefly    from    the   class   thai    is 

perfectly  well  able  to  pay  f<>r  what  it 
wants.     Therefore    any    reasonable   rise 

in  price  will  nut  cut  greatly  into  sales, 
flounces  and  frills  are  used  as,  well  as 
the  long  tunic,  and  lace  will  be  wanted 
in  profusion  for  evening  wear.   Lace  will 

In     ci  mbined     with     net .    tulle    crepe    and 
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satin,    and    it     is    this    combination    idea 
thai   promises  to  save  the  situation. 

Metal  laces  are  in  conspicuous  de- 
mand, and  the  millinery  trade  have  been 
using  them  largely.  These  laces  are  all 
metal  and  are  also  oY  gold  and  silver 
thread  embroidered  on  nel  grounds. 
Laces  and  nets  in  thread  thai  exactly 
reproduce  metal  in  color  bul  have  the 
soft    finish   of  a    thread   lace  are  also  a 

PSsful    seller. 
Net  top    laces     lead    all    others    for    the 
new   season.     The   new    net    tops   are  very 
-leer  and   the  designs  are  liuht  and  ar- 
tistic.    Nottingham    has    gone    in    recent 


DRESS     ACCESSORIES 


Dry  Goods  Review 


v/////7///////////////////^^^^ 


"  Business 
as 
Usual" 


The  Fall  Season  is  now 
in  full  swing.-We  have 
a  beautiful  assortment 
of 

Veilings — 
Laces — 
Flouncings 

Edgings — 

— Allovers,  etc. 

No  Advance  in  Prices 


sop  Lace  &\feilir? 

LyIMITE,D 

lipdtor?  SI.  We  si,  Tor  017 
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years    into    the    production     of    net -top 

laces,  and  is  finding  her  opport  unity  at 
the  present  time  to  extend  her  trade  m 
tins  direction.  Chantillys  are  very  much 
in  evidence  in  the  more  expensive  laees, 
and  Chantilly  lace  is  either  black  or 
ecru  is  often  combined  with  net  top 
laces.  The  Dew  patterns  are  very  lighi 
and    the    true    Chantilly    patterns      take 

precedure  over   the   shadow   effects. 


Silk  nets  and  tulles  will  be  very  much 
used.  They  are  showing  in  the  metal 
shades  and  in  all  the  leading  evening 
and     novelty    colors  as  well   as  in   black 

and    white. 

Lace  prices  and  prices  on  nets  and 
tulles  are  hound  to  advance  as  goods 
have  now  to  hear  the  extra  cost  of  ex- 
change and    transportation. 


Fur  is  a  Prominent  Trimming 

Monkey  Fur  Used  in  Fringe  Fashion — Indica- 
tions Point  to  Braids — Cup-Spangled  Flounces 
and  Bands  Lead  in  Evening  Trimmings. 


IN  trimming  lines  the  use  of  fur 
bandings  is  assured  and  nearly  all 
ill  the  more  popular  furs  are  carried. 
Moreover,  the  fact  that  cheap  furs  and 
even  fur  fabrics  are  used  instead  of  fur 
has  little  effect  on  the  sale  of  the  more 
expensive  furs,  as  the  difference  is 
easily  seen.  The  high  colored  furs  con- 
tinue to  be  fashionable  and  litre  fitch 
leads.  The  high  novelty,  however,  is  the 
use  of  black  monkey  fur.  This  fur  takes 
on  more  the  appearance  of  a  fringe  and 
is  used  in  fringe  fashion.  Milliners  are 
making  free  use  of  this  fur.  It  is  used 
like  ostrich  fringes,  and  also  in  aigrette 
fashion.  The  tunics  of  evening  gowns 
are  edged  with  this  fur.  Other  furs  are 
civet  cat,  sable,  fox.  red,  black  and 
smoke;  ermine  and  both  black  and 
white  coney.  Marabout  and  ostrich  in 
l'i  inge  effect   are  showing. 

The  distinct  military  tendency  now 
developing  is  promising  to  bring  braids 
to  the  front,  and  cloth  dresses  and  suits 
show  more  braid  trimmings  at  the  pre- 
sent time  than  for  many  seasmis.  Silk 
binding  braids  edge  coats  ami  flounces, 
and  suits  have  appeared  trimmed  with 
wide    militarv    braids.     Gold    am!    silver 


braids,  particularly  in  soutache  widths, 
are  being  used  for  military  braidings 
on  vests,  etc.  Tassels  and  drop  orna- 
ments formed  of  silk  cords  in  black  and 
all  the  leading  colors  are  new  and  pro- 
mise to  be  well  used. 

Beautiful  effects  in  flouncing  and 
bands  in  nacre  effect  in  the  new  cup 
spangles  are  showing.  The  flouncings  are 
very  wide  and  the  patterns  are  in  line 
effect  along  the  edge  with  small  diamond 
and  spot  designs  scattered  over  the  top 
of  the  flounce  in  wide  intervals. 
Eighteen-inch  flounces  are  used  for 
tunics  and.  9  and  12-inch  for  flouncing. 
Spangled  nets  and  laces  are  also  shown 
as  well   as  matching  bands. 

Jet  appears  on  many  gowns,  but  it  i- 
nmre  in  the  form  of  ornaments  and 
mpes  of  beads  and  waterfall  effects. 
Handsome  jet  ornaments  are  used  as  a 
finish  to  the  high  girdles  and  jet  pen 
dants  are  used  on  the  ends  of  sashes. 
Floral  garniture  made  in  gold  and  sil- 
ver tissue,  and  in  the  form  of  small 
colored  roses  of  chiffon  or  silk  in  even- 
lades  w  it  h  foliage  in  soft  green  and 
stem  of  -,ili!  are  \er\  much  in  evidence 
in    the   popular   priced   trade. 


Ostrich  and  Marabout  Sets 

Ruffs   and   Marabout    Sets    in    Marabout    and 
Ostrich  Proving  a  (Jood  Botween-Season  Line. 


BKTWKKN  seasons  when  it  is  chilly, 
mornings  and  nights,  and  when  it 
is  too  early  for  furs,  there  is  a 
need  of  something  that  will  give  extra 
warmth.  During  the  past  two  or  three 
winters,  feather  ruffs  and  sets  have  had 
an  increasing  sale  at  this  season.  These 
sets  are  also  used  with  evening  wraps, 
as  they  are  so  light  and  take  up  SO  much 
less  room  than  furs.  Marabout,  ostrich 
and  marabout,  and  ostrich  alone  are 
used  for  neckpieces  and  ruffs.  These 
come  in  Week,  white,  and  black  ami 
white  combinations,  and  in  novelty  and 
evening    shades    that    allow    the    costume 


to  be  matched.  The  ruffs  just  encircle 
the  neck  and  fasten  under  a  how  of  rib- 
bon. Sets  are  made  up  of  stole  with 
round  ends  and  I '-shaped  double  muff. 
Many     of     these    sets    show    the     natural 

marabout,   backed    or  lined   with   color, 

just  a  hint  of  which  shows  through  on 
the  outside.  Glowing  ruby,  deep  orange, 
and  sapphire  blue  are  colors  used  tor 
this  purpose,  ami  the  effect  gained  is 
very  good.  Sets  are  also  decorated  with 
large  silk  roses  in  one  of  those  colors 
combined  with  black  or  nigger  head 
brown. 
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m;\v  stock  collaks 

The    lat,  st    development    in    stock    ci 
Shown  by  K,  D.  Fairbairn  &  Co. 

STARCHED    COLLARS    IIST    NEW 
YORK. 

From  New  York  comes  the  news  that 
the  starched  cellar  is  showing  signs  of 
an  early  revival.  There  were  indications 
pointing  in  this  direction  in  the  Spring, 
tut  the  advent  of  the  Summer  season 
put  a  period  upon  starched  collars  for 
the  time  being.  The  tailored  idea  is 
gaining  ground,  and  military  styles  are 
pending — and  the  stock  and  the  collar 
that  encircles  the  neck  eliminating  the 
V  in  front  is  the  latest  in  neckwear. 
Therefore  New  York  stores  evidently 
think  that  the  time  is  reached  when  the 
stiff  starched  collar  can  be  successfully 
launched,  and  it  is  said  that  big  orders 
have  been  placed  for  them  in  the  past 
two  weeks,  and  orders  are  for  immediate 
shipment.  So  insistent  is  the  demand 
that  buyers  are  taking  sailor  collars 
that  were  left  over  from  the  time  when 
the  starched  collar  was  last  worn.  The 
starched  collar  is  also  attached  to 
starched  fronts,  reaching  well  down  to 
the  waistline,  and  many  of  them  are  em- 
broidered at  the  corners 
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RIBBONS 


FOR 


BARRY'S 


With  considerable  expense  and  trouble  our  representative 
in  Europe  has  succeeded  in  forwarding  a  large  shipment 
of  ribbons.  This  should  reach  us  about  Sept.  24th  and 
includes  Failles,  Moires,  Fancies,  and  other  lines  in  all 
the  new  Fall  shades.  With  our  early  receipts,  this  con- 
signment will  easily  take  care  of  the  needs  of  our  patrons, 
and  with  only  an  advance  on  the  usual  price,  made  neces- 
sary by  the  war  insurance,  increased  freight  rates,  ex- 
change, etc. 

Barry  Ribbons  represent  the  Highest  Values 
Found  in  the  Trade 

Wait  for  our  traveller  or  send  for  samples  and  request  us 
to  submit  complete  showing  at  earliest  possible  moment. 

Walter  H.  Barry  &  Co. 

Winnipeg  Branch:  6  St.  Helen  Street 

222  McDermott  Avenue  MONTREAL 


"THE  SPECIALTY  RIBBON   HOUSE" 
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Ribbons  Ribbons 

Now  Made  in  Canada 

We  have,  after  considerable  trouble,  completed  arrange- 
ments by  which  we  will  be  able  to  manufacture  in  our 
Canadian  factory  many  lines  of  ribbons  which  up  to  the 

present  have  been  im- 
ported from  Europe. 
These  include: 

FANCY  DRESDEN  RIBBONS 

TAFFETA— Black  and  Colored 

BLACK  MOIRES— All  Widths 

BLACK  CIRE  OR  STOVE-PIPE 
FINISH 

SOFT  SATINS   IN  ALL  THE 
NEW  COLORS 


RIBBON  GIRDLES 

fashion 


The  latest 


Plain  and   Fancy,  all   made  up 
ready  for  quick  sales. 

The  advantage  of  this 
step  at  the  present  criti- 
cal time,  when  European 
goods  are  entirely  cut 
off  or  very  uncertain  of 
arrival,  will  be  obvious  to  our  many  customers  and  friends, 
whom  we   hope   now  to  be  able  to  take  care  of. 

You  Should  Always  Have  Our  Samples  and  Prices  on  Hand 

Write  to  our  nearest  office  for  them 

Belding  Paul  Corticelli  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


VANCOUVER 


I 
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Perrin  Kid  and  Suede  Gloves 

For  Women 

Perrin  Leather  Gloves 

Of  All  Kinds— For  Men 

Kayser  Silk  Gloves 

For  Women  and  Men 

Our  patrons  are  assured  of  delivery 

of  these  lines  despite  the 

European  H^ar 

We  have  a  good  stock  on  hand — and  a  lot  more 
on  the  way. 

With  what  we  have  on  hand — and  actually  on 
the  way  at  the  present  moment — we  feel  that  we 
have  ample  supplies  to  furnish  our  customers  with 
all  they  will  need  for  this  Fall's  trade. 

We  will  also  take  orders — for  Spring — in  any 
of  the  above  lines  and  promise  delivery. 

The  Only  Lines   That  We   Cannot 

Take   Orders   For   are   Lisle  Gloves 

and  Chamoisette  Gloves 

Our  Travellers  are  now  on  the  road.  If  you 
need  goods  promptly,  write  in  for  them. 

We  are  also  showing  a  splendid  line  of 
RADIUM  Hose  for  immediate  and  Spring 
delivery. 

Perrin  Freres  &  Cie. 

28  Victoria  Square,  MONTREAL 
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Special  Braids,  Bindings,  Tapes,  etc., 

for  Manufacturers 

We  make  in  our  Mill  at  Coaticook,  Quebec, 

SILK   BRAIDS 
MOHAIR    BRAIDS 
SKIRT   BRAIDS 
COTTON    BRAIDS 
LINGERIE   BRAIDS 

TAPES 

TWILLED   TAPES 
ELECTRIC   TAPES 

Stocks  for  quick  supply  in  our  ivarehouses  at 

BELDING  PAUL  CORTICELLI  LIMITED 

MONTREAL,  TORONTO,  WINNIPEG  and  VANCOUVER 


Dress  Trimmings 


Braids,        Cords,       Tassels, 
Fringes,  Ornaments,  etc. 

Tremendous  call  for  these 
goods  caused  by  the  cutting 
off  of  foreign  supplies  and 
increased  demand. 

Order   Early 

THE  MOULTON  MFG.   CO. 

LIMITED 

MONTREAL 


Do  You  Want 
More  Money? 

OF  course  you  do  and  are  willing  to  make  use  of 
your  spare  hours  in  a  way  that  will  net  you  the 
biggest  returns.  Many  others  like  yourself 
have  had  the  same  desire  to  turn  their  spare  time 
into  money  and  profitable  experience.  They  are  now 
making  from  $5  to  $20  a  week,  according  to  the 
time  given. 

IF  YOU  ARE  NOT  AFRAID  OF  WORK  you  can 
make  $5  a  week,  giving  3  hours  a  week  to  taking 
subscriptions  to 

MACLEAN'S 
MAGAZINE 

We  supply  you  with  all  you  need  to  take  sub- 
scriptions except  the  determination.  We  allow  a 
definite,  liberal  commission  on  both  new  and  renewal 
subscriptions. 

THE  coming  months  are  the  most  pleasant  in  the 
year  for  the  work.  It'  you  write  at  once  we  can 
appoint  you  as  our  local  representative. 

MACLEAN  PUBLISHING  CO.,  Ltd. 

143-153  University  Avenue,  TORONTO 
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FUR  DEPARTMENT 


Furs  are  20  to  25  Per  Cent.  Cheaper  this  Season 

Situation  is  Defined  for  the  Present  and  War  Will  Make  Little 
Difference  —  For  the  Future  Everything  is  Very  Uncertain — 
American  Furs  May  Be  Cheaper — Dyeing  is  a  Big  Problem. 


NO  matter  what  the  future  may 
bring  to  the  fur  trade— and  the 
outlook  is  very  uncertain — furs 
for  the  coming  Winter  are  cheaper 
than  they  have  been  for  some  years.  The 
war  will  not  affect  the  immediate  situa- 
tion to  any  extent  so  far  as  supply  or 
prices  are  concerned.  The  coming  sea- 
son was  defined  clearly  before  the  de- 
claration of  war  in  Europe.  As  for  next 
year,  nothing  is  definite  and  the  situa- 
tion will  not  take  shape  until  the  holding 
of  the  January  sales  in  London.  Dealers 
will  probably  feel  the  effect  of  the  war 
in  the  demands  of  the  public  and  there 
will  undoubtedly  be  a  call  for  some 
of  the  cheaper  lines. 

The  fur  situation  eased  up  with  the 
holding  of  the  London  sales  in  Jan- 
uary last.  Heavy  stocks  on  hand,  to- 
gether with  a  tightening  of  the  financial 
situation  and  a  weakness  of  demand, 
had  the  effect  of  weakening  the  bidding, 
and  prices  came  down.  Buyers  found 
an  entirely  different  attitude  on  the 
part  of  the  dealers  in  London  and  on 
the  Continent,  and  that  for  the  first 
time  in  many  years  they  were  able  to 
do  bidding  and  bring  down  prices  where 
before  there  was  only  one  price — the 
quotation   of   the   dealer. 

According  to  information  secured  by 
Dry  Goods  Review,  the  prices  which  were 
paid  in  London  in  January  and  which 
form  the  basis  of  the  coming  season, 
were  all  the  way  from  20  to  50  per  cent, 
cheaper.  Coon  was  down  40  per  cent., 
mink  20  per  cent.,  fox  20  per  cent.,  bea- 
ver 20  per  cent.,  ermine  30  per  cent., 
skunk  25  per  cent.,  otter  30  per  cent.,  rat 
37V2  to  50  per  cent.  Seal  did  not  show 
the  same  reduction,  the  higher  class 
skins  remaining  about  the  same  price, 
although  there  was  a  reduction  of  about 
15  per  cent,  in  the  cheaper  lines.  Per- 
sian lamb,  the  other  favorite  material 
for  coats  for  ladies,  was  about  25  per 
cent,  cheaper. 


FUR  PRICES. 

Coon  40  per  cent,   cheaper. 
Mink  20  per  cent,  cheaper. 
Fox  20  per  cent,  cheaper. 
Beaver  20  per  cent,  cheaper. 
Ermine  30  per  cent,  cheaper. 
Otter   30   per   cent,   cheaper. 
Skunk  25  per  cent,  cheaper. 
Rat  37V2  to  50  per  cent,  cheaper. 
Persian  lamb  25  per  cent,  cheaper. 
Seal   about  the   same. 

GARMENTS. 

Generally  speaking  garments  and  sets 
are  20  to  25  per  cent,  cheaper  than  a 
year  ago. 

Percentage  of  reduction  of  furs  should 
not  be  taken  in  relation  to  garments  for 
the  reason  that  the  labor  represented  is 
the  same  in  both  cases. 

Seal  coats — no  change  in  better  gar- 
ments; lower  priced  lines  15  per  cent, 
cheaper. 

Lamb  coats — 20  per  cent,  cheaper. 

Rat  lined  coats — 20  per  cent,  cheaper. 

Coon  coats — 30  per  cent,  cheaper. 


Garments  Stocked  20  Per  Cent.  Cheaper. 

From  this  it  is  rather  difficult  to  come 
to  a  definite  basis  with  regard  to  the 
finished  garments  for  the  reason  that 
the  cost  of  manufacturing  remained  the 
same.  Tt  is  stated  in  the  trade  that 
generally  speaking  furs  were  stocked 
this  year  at  20  to  25  per  cent,  cheaper 
for  the  finished  garments. 

Seal  coats — and  seal  continues  as  the 
favorite  material  for  fur  garments  for 
ladies — were  sold  about  on  the  same 
basis  so  far  as  the  higher  class  fur  was 
concerned,  but  in  the  cheaper  lines  the 
prices  were  down  10  to  15  per  cent.  Per- 
sian lamb  coats  represent  a  reduction 
to  the  trade  of  about  20  per  cent.;  man's 
rat-lined  coats  are  also  about  20  per 
cent,  cheaper  and  on  coon  coats  there  is 
a  difference  of  about  30  per  cent. 
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Low  Prices  Favorable. 

The  lower  prices  represent  a  for- 
tunate state  of  affairs  in  the  trade  in 
relation  to  the  war  conditions  now  pre- 
vailing. It  cannot  be  expected  that  there 
will  be  as  strong  a  call  for  furs  and  the 
question  of  price  will  be  very  important. 

Undoubtedly  there  will  be  a  stronger 
demand  for  some  of  the  cheaper  gar- 
ments but  there  is  nothing  to  indicate 
that  the  situation  will  mean  a  sacrifice 
of  style:  with  the  general  trade  it  will 
more  likely  he  a  question  of  style  first, 
quality  second. 

Every  season  finds  more  and  more  a 
demand  for  style  in  fur  aarments  and 
this  Winter  will  find  that  the  models 
are  following  closely  the  tendency  of  the 
chili    coats. 

Mink  and  Sable  Weak. 

As  stated  before,  t lie  majority  of  the 
ladies'  coats  this  season  are  black  with 
seal  the  favorite,  and  lamb  of  course  al- 
ways strong.  In  the  sets  the  call  has 
been  for  fox  and  wolf — long-haired  furs 
have  the  call  and  the  color  is  nearly  al- 
ways black.  Civet  cat  and  natural  fitch 
are  the  favorites  in  the  novelties. 

One  prominent  Canadian  dealer  is 
authority  for  the  statement  that  the  de- 
mand for  the  dark  furs  has  had  the  ef- 
fect of  weakening  the  popularity  of 
mink  and  sable. 

Looking  a   Season  Ahead. 

Looking  a  year  ahead,  the  situation 
is  very  clouded  and  anything  like  a  de- 
finite forecast  is  little  better  than 
guessing.  With  a  continuance  of  the 
war  it,  looks  like  price  adjustments  which 
will  be  downward  for  the  American 
furs  and  upward  for  the  Continental. 
Canada  is  a  big  fur  producing  country 
and  if  the  export  business  to  Europe 
is  cut  off  the  natural  step  would  be  to 
lower  prices  accordingly.  On  the  other 
hand  such  furs  as  Persian  lamb,  which 
come  from  Europe,  would  soon  be  out 
of   the   market    with    hostilities   continu- 
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ing.  Not  only  would  Lamb  not  be  avail- 
able for  the  reason  that  there  would  be 
no  export,  but  with  the  men  who  are 
responsible  for  the  supply  of  skins  at 
the  war  there  is  certain  to  be  a  shortage. 

The  Dyeing  Problem. 

What    promises    to    be      the      serious 
problem  for  the  trade  to  solve  will  un- 


doubtedly    be    the    coloring   and    dj 

of  the  furs.  This  is  practically  all  done 
in  Germany.  Up  to  the  present  no  other 
countrj  has  been  able  to  compete  in  this 
business.  In  time,  of  course,  there  will 
be  a  readjustment  of  things  but  in  the 
meantime  there  is  likely  to  be  more  na- 
tural  furs  worn. 

Dyeing    enterprises    in    this      country 


should  find  a  big  improvement  in  their 
business,  but  they  have  not  been  able  to 
give  the  same  satisfaction  as  the  Ger- 
mans. Dyers  have  come  to  this  country 
from  Europe,  but  they  have  never  been 
very  successful  in  competing  with  the 
German  establishments.  For  the  future 
there  promises  to  be  an  opening  for  de- 
\  elopmenl  in  this  direction. 


German  Hosiery  at  Bargains  Despite  the  War 

Montreal  House  Holds  Annual  Sale  According  to  Program, 
Despite  Shortage  of  Imported  Lines  and  Prospects  of  Higher 
Prices — Have  Plenty  to  Supply  Demand — Little  Objection  to 
German  Goods. 

By  a  Staff  Correspondent. 


THE  position  of  the  dry  goods  trade 
at  the  present  time  is  a  very  diffi- 
cult one;  the  merchant  can  almost 
consider  himself  as  being  in  that  unfor- 
tunate position — between  the  devil  and 
the  deep  sea.  On  the  one  hand,  there  is 
the  fact  that  practically  all  kinds  of  im- 
ported goods  have  advanced  in  value, 
and  that  he  will  have  to  pay  higher 
prices  to  replace  his  stocks,  while  at  the 
same  time  the  buying  power  of  the  pub- 
lic has  decreased  under  the  war  pressure 
to  the  extent  that  it  is  difficult  to  sell 
goods  at  even  the  original  prices.  The 
future  thus  is  very  uncertain. 

There  is  nothing  to  indicate  in  a  gen- 
eral way  that  merchants  are  endeavoring 
to  take  advantage  of  the  situation. 
Bather  to  the  contrary;  sales  are  being 
held  by  dry  goods  houses  all  over  the 
country,  and  there  are  cut  prices  on 
goods  which  it  is  evident  will  be  on  a 
higher  price  level  when  the  time  comes 
to  place  them  or  to  get  substitutes. 

An  emphatic  example  of  this  is  the 
hosiery  sale  of  the  John  Murphy  Com- 
pany. Montreal.  For  nine  years  this 
establishment  has  held  a  hosiery  sale  in 
September,  and  there  is  no  change  in 
the  programme  this  Fall. 

Enough  Until  Next  Summer. 

Despite  the  fact  that  many  of  the 
stockings  which  are  being  offered  are  of 
German  manufactuer,  and  it  is  doubtful 
if  their  duplicates  can  be  secured,  they 
are  being  sold  at  the  prices  which  usually 
prevail  during  the  Murphy  sale.  Refer- 
ence to  the  accompanying  advertisement 
"ill  give  some  idea  of  the  lines  offered. 

The  sale  has  been  one  of  the  best  that 

the    store    lias    held     from    the    standpoint 

of   public    interest,    and    the    fad    thai 
many  of  the  goods  are  of  German  maim 
failure  is  not    interfering   with  the  de- 
mand.     When    the    prices   are    right,    the 

people,  so   far  at    least,  are  not    generally 

concerned    with    the   question   of   where 


the  goods  were  manufactured — especially 
when  it  was  known  that  these  goods  were 
purchased  before  the  war,  and  that  there 
will  be  none  bought  in  that  country  so 
long  as  the  war  lasts. 

When  asked  as  to  the  policy  of  selling 
the  German  hosiery  at  bargain  prices, 
Mr.  Lyons,  manager  of  the  department, 
replied:  "Oh,  we  have  enough  to  keep 
us  going  until  next  Summer,  and  I  sup- 
pose by  that  time  there  will  be  some- 
thing to  take  tlie  place  of  the  imported 
lines." 

Not  Worrying  Over  German  Goods. 

"Do  the  people  object  to  German 
goods?" 

"Some  objections  have  been  recorded 
in  the  store  to  goods  manufactured  in 
Germany,"  replied  Mr.  Lyons,  "but 
there  has  been  little  objection  with  re- 
gard to  these  sale  goods,  for  the  price  is 
right.  People  who  need  goods  and  to 
whom  cheap  prices  is  a  real  benefit 
should  not  worry  themselves  seriously  as 
to  where  the  goods  are  made.  If  they 
were  brought  in  after  war  was  declared 
then  it  might  be  a  different  tiling." 

®- 

NEW  YORK  REPORTS 

Prices  of  imported  hosiery  have  not 
been  raised  in  the  majority  of  cases,  but 
it  seems  impossible  for  this  to  be  delayed 
\ei-y  long.  So  far  as  can  be  learned. 
lines  will  not  be  very  short  for  Fall  and 
Winter,  but  Spring  stuff  will  be  almost 
'in possible  to  secure. 

[reported  underwear  is  in  much  the 
same  position,  except   that  domestic  mills 

supply  a  much  larger  proportion. 

•     «     • 

BIG    LOCAL    SILK    BUSINESS. 

A  big  silk  firm  foresaw  a  live  business 

for   domestic    manufacturer-.     There    is 

no  sign  of  a  scan  it]  of  raw  silk  and  the 

onlj   difficulty  lies  in  the  shutting  off  of 
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the  supply  of  imported  dyes.  The  manu- 
facturers, however,  are  making  every 
effort  to  work  out  a  range  of  shades  that 

will  be  acceptable  as  a  substitute. 

•  •     • 

LINEN  UP  20  PER  CENT. 

The  result  of  these  discouraging  pros- 
pects is  that  prices  have  advanced  from 
10  to  15  per  cent.,  and  are  likely  to  go 
up  20  per  cent,  in  the  opinion  of  several 
importers. 

The  most  favorable  aspect  is  that  ship- 
ments are  coming  on  regularly.  The 
fear  is  expressed,  however,  that  the  spin- 
ners will  soon  be  compelled  to  shut  down 

owing  to  lack  of  raw  material. 

•  •     • 

RIBBONS    IN    GOOD    SHAPE. 

A  ribbon  manufacturer  stared  that  he 
had  not  only  raw  silk  supplies  but  dye- 
stuffs  sufficient  for  the  coming  season. 
He  looked  for  a  bier  demand  owing  to  the 

growing  popularity  of  girdles. 

•  *     • 

ENGLISH  FABRICS  COMING  IN. 

A  representative  of  a  German  manu- 
facturer of  fabrics  bad  had  no  report 
from  his  house  since  the  declaration  of 
war  with  France  and  Russia  and  ex- 
pected none  of  the  lighter  fabrics  for 
Spring.    His  Fall   deliveries  were  in  good 

shape. 

English  fabrics  are  reported  to  be 
coming  along  steadily,  although  there  is 
,i    tendency    to    urge    restriction    in    the 

number  of   shades   ordered. 

•  •     • 

LACE  MILLS  WORKING  OVERTIME. 
The  lac  outlook  is  reported  on  all 
-ides  as  \er\  uncertain.  France.  Ger- 
many, Belgium  and  Switzerland  are  re- 
garded as  hopeless,  but  Nottingham  is 
looked  to  for  a  fair  quantity,  although 
after  considerable  delay.  The  slow  sellers 
iij  the  supplj  houses  are  being  picked  up 
Oil  all  sides  and  domestic  mills,  in  many 
cases,  arc'  working  overtime. 


' 


BEADY- 


Very  Little  Decoration  at   Advance  Openings 

Moderate  Pricing  and  Extra  Good  Values  the  Chief  Selling  In- 
ducements. Garments  Paraded  on  Living  Models.  Great  Prom- 
inence Given  to  Children's  Lines.     Many    Suits    Fur-Trimmed. 


rHE  season  promises  to  open 
late  in  the  ready-to-wear  de- 
partments in  spite  of  the  fact 
that  Fall  models  have  been  already 
shown  in  many  retail  stores.  It  is  not 
a  matter  of  suit  coat  lengths,  nor  yet 
one  of  style,  nor  the  fact  that  gar- 
ments are  not  being  produced  in  ac- 
ceptable materials  that  is  retarding 
trade.  The  real  truth  is  that  women 
cannot  be  tempted  into  making  ad- 
vance purchases,  and  will  not  buy  a 
garment  calling  for  a  considerable 
expenditure  this  season,  until  the 
need  for  it  becomes  imperative.  The 
buying  public  at  present  are  showing 
a  disposition  to  depend  more  fully 
upon  staple  lines  and  to  dispense  ivith 
those  that  are  merely  luxurious. 


IT  is  very  safe  to  predict  that  for 
the  present  Fall,  merchants  will  con- 
duct their  ready-to-wear  openings 
with  as  great  economy  as  possible.  The 
elaborate  displays  will  be  cut  almost 
or  wholly  out  in  the  greater  number  of 
stores.  And  this  will  apply  even  to 
the  big  departmental  stores,  for  it"  is 
felt  that  under  present  conditions  ex- 
pensive display  settings  will  afford  little 
help  to  the  selling  situation.  Moderate 
pricing  and  extra  good  values  will  he 
of  far  greater  importance  as  selling 
helps. 

This  idea  has  been  perfectly  discern- 
able  in  the  advance  showings  made  by 
the  T.  Eaton  Co.  and  the  Robert  Simp- 
son Co.  at  their  openings  in  Toronto.  No 
French  models  have  made  I  heir  appear- 
ance in  either  window  or  opening  dis- 
plays. Garments  were  shown  on  living 
models  by  the  T.  Eaton  Co.  This  firm 
are  in  a  unique  position  here,  because 
the  models  they  use  are  members  of 
their  selling  and  factory  staff,  therefore 
the  expense  of  using  them  is  small  and 
is  far  outbalanced  by  the  extra  attrac- 
tion created.  No  extra  expense  for  de- 
corations was  incurred,  for  the  setting 
was  simply  arranged  by  the  placing  of 
a   double  row  of  chairs  right  across  the 


department,  leaving  a  clear  space  for 
the  models  to  promenade  in  the  centre. 
The  garments  shown   were  strictly  mod- 


MOYENAGE  DRESSES,  THE  LATEST 
The  long  waist  girdle  and  foundation 
skirt  are  of  black  satin  and  the  full  tunic 
is  of  net  fringed  with  black  monkey  fur. 
Jet  ornaments  and  ropes  of  jet  beads  form 
the   garniture. 
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erate  priced,  special  stress  being  laid 
upon  the  $25  suit,  the  $10  dress  and  the 
$15  coat. 

Modifications  of  Tunics. 

Though  the  style  element  was  well 
played  up,  the  whole  trend  was  towards 
moderation  and  conservatism.  The  fea- 
ture of  the  suit,  dress  and  separate 
skirt  display  was  the  many  modifica- 
tions of  the  long  Russian  tunic.  This 
tunic  appears  in  the  smarter  suits,  and 
in  both  dressy  and  practical  dresses, 
and  also  in  the  leading  separate  skirt 
models. 

Suits  around  $10  showed  simulated 
tunics,  and  cutaway  coats,  finger-tip 
length  at  the  sides  and  graduating  to  a 
blunt  point  at  the  back.  The  ordinary 
notched  collar  appeared  on  the  coats  and 
fancy  buttons  matching  the  color  of  the 
cloth,  and  a  little  braid  formed  the  only 
trimming.  The  more  expensive  suits  had 
coats  cut  to  the  waistline  in  front  and 
aboui  36  inches  at  the  back.  Redingote 
models  were  shown  in  many  forms  and 
many  of  them  had  revers.  The  collars 
were  cut  straight  across  from  the  neck 
to  the  shoulder  and  were  in  sailor  shape 
a1  the  back.  Some  were  cut  in  military 
fashion  and  open  a  few  inches  in  front. 
Many  suits  were  fur  trimmed,  the  col- 
lar and  cuff  being  of  fur.  and  fur  bands 
trimming  the  skirt.  Fitch  and  lynx  were 
used  and  so  was  coney  and  Belgian  hare. 
Fur  plushes  imitating  various  furs  suoh 
as  broadtail  and  caracul  took  the  place 
of  the  real  fur  on  many  suits.  Striped 
and  plaid  velvets  were  used  for  vests 
;iinl  other  trimming  touches. 

Dark  crow  blue,  navy,  military  blues, 
black,  Russian  bottle  green,  seal  brown, 
dark  tans,  beetroot,  copper  brown  and 
dark  shades  of  linden  green  were  the 
colors  featured.  The  more  fitting  waist, 
the  deep  girdle  and  the  sash  combined 
with  the  long  tunic  and  the  tighter 
foundation  were  features.  Several 
basque  dresses  were  shown  and  seemed 
to  meet  with  the  approval  of  the  on- 
lookers. 


Blouse  and   Middy  Lead  in  Children's  Dresses 

Basque  and  Moyenage  and  Redingote  Models  Appearing  in  Misses' 
Lines — Children's  Skills  Have  Double  Flounces  or  Tunics  With 
a  Flare. 


MA.N"Y  retailers  arc  holding  school 
sales  for  the  outfitting  of 
children  who  are  returning  to 
school,  and  those  sales  are  proving  fair- 
ly successful  in  moving  dresses  and 
other  garments  that  are  moderately 
priced,  and  they  promise  to  result  in 
more  orders  being  sent  in  to  the  manu- 
facturers. Middy  and  blouse  styles  con- 
tinue to  be  favored  for  the  smaller 
children,  but  there  is  a  tendency  to  favor 
the  Moyenage  waist  and  Russian  tunic 
styles  for  misses'  wead.  Misses'  wear 
lines  always  follow  women's  styles  very 
closely,  particularly  in  14,  16  to  18 
models,  as  these  sizes  are  bought  largely 
by  women  of  slender  build  and  small 
5gur.es.  Redingote  models  are  also  be- 
ing introduced  into  these  lines. 

Dresses  for  children's  wear  do  not  show 
the  blouse  quite  so  long  and  it  is  fin- 
ished  by  a  wide  belt  or  girdle  which  is 
slightly  shaped  to  the  figure.  The  skirt 
worn  with  this  blouse  often  shows  a 
double  flounce  or  a  tunic  that  flares  be- 
neath.     Many    dresses    arc   now    showing 


wiih  the  blouse  and  tunic  of  Roman 
striped  or  plaid  material  while  the  skirt 
the  licit  arid  sleeves  are  of  plain  or  cord 
velveteen.  White  pique  collars  and  cull's 
finish  both  neck  and  sleeves.  One-piece 
dresses  show  a  kilted  or  pleated  skirt 
of  plaid  attached  to  a  long-waisted 
blouse  of  serge  or  poplin  and  finished 
with  a  girdle  of  the  same. 

Middy  as  Belted  Coat. 

The  latest  middy  dresses  take  in  the 
appearance  of  a  belted  coat.  These  coal 
middies  are  buttoned  straight  up  the 
front  and  have  long  sleevi  s  cut  in  Rag- 
lan fashion.  Many  have  patch  pockets 
and  the  belt  only  defines  the  waist,  but 
does  not  draw  it  into  the  figure.  The 
collar  and  cuffs  are  of  white  pique  and 
are  detachable  for  washing  purposes, 
and  the  perfectly  plain  skirt  is  gored  so 
that  it  flares  a  little.  These  dresses  are 
>  made  of  serge,  face  and  other  plain 
cloths.  Navy  is  the  leading  color,  but 
brown  and  Russian  green  are  also  show- 
in  12'. 


Basque  and  Vest  Blouses 

Many  Striking-  Models  Along  These  Lines  Show- 
ing— Crenes,  Satins,  Taffeta  and  Washing 
Waists  all  in  Demand. 


BUYERS  are  displaying  consider- 
able interest  in  moderately  priced 
waists  for  present  selling.  The 
waists  favored  are  in  simple  tailored 
styles,  showing  considerably  less  full- 
ness, though  the  majority  of  models 
show  fairly  loose  armholes,  and  the 
kimona  cut  is  by  no  means  out  of  date. 
Waist g  come  in  crepe  de  chine,  Georg-< 
cite  and  other  crepes,  as  well  as  soft 
satins  and  chiffon  taffetas.  Chiffon 
waists  are  also  selling,  and  waists  of 
cotton   voile,  crepe  and  Swiss  are  being 

well    taken. 

Somewhat  extreme  are  the  new  vest 
and  basque  models,  and  the  jumper 
models   designed    to    he    worn    outside    the 

skirt.  These  waists  are  decidedly  dif- 
ferent, bul  I  hey  are  certainly  taking  in 
the  lar<jer  centres,  and  doubtless  this 
fad    will    influence   to   a   very   consider 

able   extent    then-   sale   later   m    the   small 
er    centres.     These   are     the     new     basque 
shapes     and     in     waist-coat     and       jumper 


and  peplum  ideas.  It  was  the  difficulty 
in  adjusting  the  waist  line  so  as  to  tit 
the  various  figures  that  killed  the  sale  of 
the  blouse  with  the  outside  finish  a 
couple  of  seasons  ago,  but  this  difficulty 
seems  to  have  been  ingeniously  adjusted 
in  the  new  models.  One  model  shows  a 
waistcoat  of  white  crepe  de  chine  let 
into  a  blouse  of  shell  pink  of  the  same 
material.  The  waistcoat  is  continued  in- 
to a  belt  which  fastens  behind  over  a 
little  tail-apiece  formed  back  of 
the  blouse,  cut  so  as  to  come  below  the 
waist     at     the    back.      The    belt     is    made 

generously  long  so  that  it  can  be  ad- 
justed to  the  waist  size  of  the  wearer. 
A  jumper  model  of  fancy  plaid  silk  in 
which  green  predominates  lias  the  front 
tilled  in  with  a  vest  of  lYkin  striped 
chiffon    and    the    same      -ti'iped      chiffon 

Corms  the  Ion-'  sleeves.  Attached  to  the 
body  of  the  blouse  well  above  tin1  na- 
tural waist  line  is  a  peplum  which  as- 
sumes  the   form   in    front    of  a    waistcoat 
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CHILDREN'S    MODELS    SIMPLE 

The  sleeves,  wide  belt,  and  -kirt  of  this 
smart  little  dreSS,  are  made  of  Russian 
green  velveteen,  and  the  blouse  and  tunic 
of  Roman  stripe  fabric  in  dull  shades. 
The  flat  collar  and  high  pointed  cutis  are 
of  white  pique,  ami  just  a  touch  of  color 
is  given  by  the  bright  yellow  cord  necklet 
ending  with  tassel  in  front. 


girdle.  It  has  little  pockets  in  front. 
and  is  -lashed  up  at  the  sides  and  forms 
a  small  postillion  at  the  back.  Some 
silk  blouses  have  detachable  vests  and 
cellars  of  white  pique  buttoned  up  the 
front  and  trimmed  with  jet  buttons.  The 
newest  blouse  come-  in  the  form  of 
a  basque  and  is  cut  with  back  and 
side    scans.      The    frcnl    IS    r  i. 

just  above  the  bus!   line  to  the  edge  o\' 

the  blouse,  and   the  edge  is  finished   with 

a  girdle  ending  in  a  sash  at  the  back. 
Blouses  of  this  kind  are  made  of  satin 
and.  worn  with  a  separate  skirt,  give 
the  appearance  of  a   basque  dress. 


READY-TO-WEAR     GARMENTS 
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TOROTiTO. 


LADIES' 

GARMENTS 

(Suits  and  Coats) 

TAILORED    TO    ORDER 

Following  the  success  of  "Art  Clothes"  in 
the  men's  wear  trade,  we  have  invaded  the 
Women's  Garment  domain  with  an  equally 
aggressive  campaign. 

The  high  grade  of  the  men's  garments  are 
not  only  reflected,  but  are  duplicated  in 
Aristo  Ladies'  suits  and  coats — they  repre- 
sent those  exclusive,  modish  styles  that  make 
a  strong  bid  for  the  smart  trade  of  every  town 
and  city. 

Our  Fall  and  Winter  range  will  be  of  inter- 
est to  the  live  merchants  everywhere. 
Write  or  wire  for  sample  outfit. 

Coo*:  Bros.  £f  Allet4 

Wholesale  Tailors 

TORONTO. 

(The  Art  Tailoring  Co.,  Toronto) 


"iiHiiiiSS 
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R  K  A  I)  Y  -  T  O  -  \Y  EAR     GARMENT  8 


Majority  of  Paris  Model  Houses  Now  Open 


Paris  Giving  Out  New  Ideas.  The  Fitting  Waist  and  the  Bell 
Skirt  the  Latest.  Serges,  Broadcolth  and  Velvet,  Satin  and  Faille 
the  Leading  Fabrics. 


A 


DVICES    Iron,    Pari*   stale    that    with    tin     creep 

doing  business.    Paquin  &  Doucet  were  closed 

orders  for  the  duplication  of  Fall  models. 

Paul  Poiret  was  called  to  join  the  army  at  an 
three  weeks.     It  has  re-opened  under  the  direction  o 
is  open  again  and  so  is  Callot,  and  Premet  is  said  to  he 
Though  many  model  houses  are  demanding  cash  on 
that  credit  will  be  granted  on  the  usual  terms. 

Drecoll  though  originally  the  branch  of  an  Aus 
open  and  doing  business.    Monsieur  de  Wagner,  wh 
business  is  owned  by  an  English  syndicate.    Jermy 
until  August  24th,  therefore  it  will  be  seen  that  Par 
furnish  fashion  ideas  to  the  rest  of  the  world  as  usual, 
a  ad  has  transferred  its  activities  to  that  city.    Now  t 
and  tendencies  that  will  govern  are  beginning  to  as 
mollified  by  emphasizing  the  curve  of  the  figure  at  th 
basque  is  used  as  the  bodice  is  drawn  in  in  such  a 
hined  with  a  return  to  fuller  skirts.    Many  of  these 
finished  with  wide  tucks,  scallops  or  bands  of  fur.    M 
terials  is  still  a  feature,  and  the  coat  is  often  not  on 
another  color.     Thus  a  Premet  model  has  the  skirl  o 
satin  while  the  coat  on  redingote  lines  is  of  velvet  in 
silver  fox  fur.    Serges,    broadcloths  and  velvets  are 
evening  gowns  are  of  failles,  satins,  metal  fancies.  In 
some  of  the  shades  are  vivid;  blues  are  featured  from 
blue  greens  are  other  leading  colors.    Black  and  whi 


lion  of  Beer  all  the  leading  couturiers  are  open  and 
for  a  time  but  are  now  open  and  are  prepared  to  take 

<trhi  date  and  hi*  establishment  was  closed  for  over 
f  Madame  Germaine  the  premiere  vendeuse.  Cheruit 
lining  n  very  large  business  with  American  firms. 
delivery  Premet  has  a  notice  posted  in  his  showrooms 

trian  house  no  longer  retains  this  connection  and'is 
o  now  controls  the  Paris  house,  is  a  Swiss,  and  the 
never  really  closed  though  the  opening  was  delayed 
is  is  by  no  means  out  of  business  and  is  prepared  to 
Worth  lias  opt  neil  a  branch  in  London  for  a  period 
hat  Paris  models  are  coming  over  the  modifications 
sert  themselves.  The  Moyenage  effects  are  being 
e  waist.  This  applies  even  when  the  long  waistt  d 
manner  as  to  give  this  curve.  This  feature  is  com- 
skirts  are  allowed  to  hang  full  at  the  bottom  and  art 
any  skirls  are  cut  circular.  The  combining  of  ma- 
ly  of  different  material  from  the  skirt  but  is  also  of 
f  broadcloth  in  taupe  shade  trimmed  with  hands  of 
a  dark  shade  of  sapphire  blue  with  collar  and  cuffs  of 
the  fabrics  most  used  for  day  wear,  while  dressy  and 
lies,  laces  and  velvets.  Pink  is  a  leading  color  and 
sky  to  navy,  wine,  soft  shades  of  brown,  gold  and 
te  combinations  are  still  promint  nt. 


PETTICOATS 


The  Oldest  and  Largest  Petticoat  House  in  America 


WE  MAKE  A  GENERAL  LINE  OF  PETTICOATS,  IN  ALL 

SUITABLE  MATERIALS,  SUCH  AS  _i 


Jerseys  (Silk  or  Wool),  Messaline,  Taffeta,  Crepe  de 
Chene,  Lace  Trimmed,  Cottons,  Mohair,  etc. 

OUR    NOVELTY    LINE    Comprises    All    The    Latest    PARISIAN    MODELS 

THE   FITTED  ADJUSTABLE  WAISTBAND  IN  ALL  OUR  PETTICOATS 
REQUIRES  NO  ALTERATION,  AND  IS  A  GREAT  FEATURE 


THE  ARLINGTON  SKIRT  MFG.  CO. 


119  West  25th  Street 


NEW  YORK 


' 


. 


MILONBBV 


1 


.  •  •.  • 


Public  Asking  For  Less  Expensive  Hats 

General  Bun  is  $10  Instead  of  $20  and  $30 — Adapting  Stocks  to 
Meet  New  Conditions — Paris  had  Military  Inspiration — Velvet 
Hats  Advancing  Rapidly  in  Price. 


REPORTS  generally  from  the  mil- 
linery wholesale  and  importing 
houses  are  encouraging,  and 
though  there  has  been  undoubtedly  a 
curtailment  in  the  buying  of  high-priced 
goods,  the  millinery  trade  generally  has 
placed  good  orders  for  materials  for  the 
season  we  are  just  entering  upon.  Mil- 
liners interviewed  state  that  they  do 
not  expect  that  their  customers  will  do 
without  millinery  this  year,  but  they  do 
expect  that  they  will  demand  hats  that 
are  not  so  high  priced.  This  belief  seems 
to  be  well  founded,  and  is  being  amply 
borne  out  by  the  way  trade  has  gone 
in  the  big  retail  stores  that  hold  advance 
openings  at  the  same  time  as  the  buy- 
ers from  the  smaller  cities  and  the  coun- 
try districts  come  into  the  central  mar- 
kets to  do  their  buying  for  the  retail 
openings.  In  the  city  stores  where  $20 
or  $30  has  been  paid  for  a  hat  in  pre- 
vious seasons,  $10  was  found  to  be  about 
the  limit,  and  the  bulk  of  the  business 
has  been  done  on  hats  around  this  price 
and  below  it.  This  has  led  to  the  fea- 
turing of  simple  styles. 

Velvet  Going  Up. 

The  velvet  hat  is  the  big  seller,  par- 
ticularly in  black,  and  the  stock  of  de- 
sirable velvets  is  being  used  up  very 
quickly,  in  spite  of  the  fact  that  be- 
lated shipments  are  coming  to  hand  from 
Lyons.  Velvets  are  so  popular  that  even 
in  any  case  the  probability  is  that  they 
would  have  been  scarce,  so  that  it  is  no 
matter  of  wonder  that  even  at  present 
the  supply  is  running  short.  Nearly  nil 
the  pressed  shapes  selling  are  of  velvet, 
and  this  season,  at  any  rate,  it  is  the 
buyer  who  has  placed  early  orders  that 
has  scored.  Hats  that  were  placed  on 
the  road  at  $12  are  now  $18,  and  as 
prices  are  advancing  quickly  they  are 
expected  to  go  still  higher  before  very 
long. 

Sailor  shapes  so  far  have  been  in  the 
lead  and  some  quite  large  shapes  have 
sold.     Military  shapes  are  spoken  of  and 


A    FALL    MODEL. 

Portrait  hat  of  black  velvet  trimmed  with 

white  ostrich  and  satin  flowers. 


now  that  the  army  as  well  as  the  fleet 
is  achieving  decisive  successes  it  is  more 
than  probable  that  millinery  fashions 
will  take  a  decidedly  military  turn. 

Paris'  Military  Inspiration. 

It  would  almost  seem  as  though  the 
Parisian  modistes  had  a  pre-vision  of 
what  was  to  come,  for  the  very  last 
models  shown  by  such  houses  as  Lewis, 
Talbot,  Reboux,  Georgette  and  others, 
were  military  in  inspiration.  The  miti- 
tary  toque  founded  on  the  cap  worn  by 
the  officers  in  the  Servian  army,  and 
also  bicornes  and  tricornes  and  caps 
with  military  simulations  were  shown. 
These  hats  were  trimmed  either  with  the 
military  rosette  of  stiff  cord  of  moire 
ribbon,  or  with  pom-pom  and  plume  ef- 
fects of  coque  of  ostrich.  Gold  and  sil- 
ver braid  and  ornaments  and  also  the 
combining  of  gold  and  silver  tissue  with 
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velvet  were  also  used.  Right  through  the 
Summer  and  the  early  Fall  Paris  lias 
been  showing  sailors  on  the  canotier  and 
the  Breton  order,  but  at  the  last  mom- 
ent models  in  bicornes  and  tricornes  that 
closely  imitate  the  headgear  of  the  Brit- 
ish admirals  and  commanders  have  been 
put  nut.  This  military  tendency  lias  been 
quickly  recognized  and  enterprisingly 
used  by  a  large  departmental  store  in 
Toronto.  This  firm  has  had  designed  in 
their  own  workrooms  hats  based  upon 
the  caps  worn  by  the  leading  Toronto 
regiments,  such  as  the  Queen's  Own  and 
the  48th  Highlanders,  as  other  Canadian 
regiments.  These  hats  were  only  shown 
about  Sept.  10.  bul  already  they  have 
been   duplicated   many   times. 

Good  Year  for  Feathers. 

The  feather  manufacturers  are  again 
in  for  a  good  year,  for  feathers  in  new 
and  novel  effects  are  conspicuous.  Os- 
trich is  seen  everywhere,  the  new  idea 
being  the  porcupine  and  chinchilla  ef- 
fects in  black  and  white.  Ostrich  band- 
ing  and  other  novelties  in  two-tone  com- 
binations, and  in  a  full  range  of  blues, 
pinks,  sand,  brown,  wine,  purple  and 
green  shades  are  showing.  Burnt  ostrich 
and  pheasant  novelties  are  good,  but 
where  these  are  scarce,  rich  plumes  and 
mounts  of  ostrich  are  taking  their  place. 
Imitation  aigrette  is  good  and  is  being 
freely  substituted  for  the  more  expensive 
plumage. 

Metallic  Effects  on  Small  Hats. 

Small  hats  are  being  shown  in  a 
variety  of  styles,  but  by  no  means  to  the, 
exclusion  of  the  portrait  and  the  larger 
models.  The  dressy  models  are  as  a  rule 
of  black  velvet  with  the  feather  plum- 
age  used  to  trim  them  in  color.  A  great 
deal  of  use  is  made  of  metallic  effects, 
particularly  in  the  shape  of  roses  and 
other  open  petalled  flowers.  Flowers  of 
velvet  and  silk  forming  a  striking  and 
contrasting  color  note  are  used.  Among 
the  novelties  seen  at  the  openings  may 
(Continued    on   Page   33.) 
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Hats    Designed  After  Canadian  Regiment  Models 


NO.    1    [s   Hi''  "Valeartier"   cap.     This    Is  a    round    black   velvet   shape  wiih  th<    top  of  the  crown   of  military   scarlet   velvet   a 
iniiii  of  black  with  a  tab  et  scarlet  trimmed  with  geld  braid  at  the  side.    Two  pieces  of  gold  braid  ending  with  a  gold  button  on 
the  left  side   are  looped  across   the   front   ami   to   this   is  joined    the   chinsirap   of   plaited   gold   cord.     This    strap   can    be   worn   on   or 
under  the  chin,  or  resting  on  the  hair  at  the  back.     The  center  front   mount    is  of  natural  eoque,  wound   round  at   the  base  with 
gold  cord. 

NO.   -'.      A    Income  called    "Admiral   .lollicoe."   and   is  copied   from   the  headgear  of  the  chief  admiral   of  the  British  fleet.     This  forms 
a  particular^   attractive  hal  for  misses  from  15  to  'JO  years,     it   is  of    black    velvet    bound    round    with    gold    military    braid,    and    is 

adorned    both    front    and    bad;    with    ornaments    composed    of    gold    COrd    and    black    sill;    cord.      On    the    top    of    the    crown    is    a    flat    gold 

button  from  which  bangs  gold  fringe  ending  in  small  gilt    knobs 

NO.  3.     A  small  tricorne  shape  of  black  tell   bound  with  black  silk  military  braid  with  side  ornament  of  pleated  black  silk  corded 
ribbon  finished  with  two  flat  ends  of  the  same  out   of  which  protrudes  a   Dumber  ol   small   black  quills. 

NO.  4  is  designed   from   the  dress   parade  cap   worn   by  the  Queen's  Own.     The  shape  is  covered   with   black   scratched   plush  and 

topping    the   edge   Of   ll town    in    both    the    right    and    left    side    is    a    rosette  of   pleated    black    braid    centered    with    a    large   black   velvet 

butt. in    mid    loops    Of    |.li. Med    military    black    braid    join    these    rosettes   and    are    looped   across    both   at    the   back    and    front. 

\ii.  ."i     An  imported   French  military  model.    The  hat  Itself  is  a  skull   shaped   black  velvet   cap,  and   towards  the  front   are  placed 

two    mounts    "f    black    and    pale    pink    Straight    ostrich    topped    with    pale    pink    satin    roses. 

NO.   0.      A    Highlanders'    bonnet    oblong    In    shape,    of   black    velvet    with    SOft    crush    crown    with    a    small    velvet    knob    of   scarlet.      The 
bonnet    IS    faced    with    a    ribbon    of   tartan    plaid    taffeta    about    one    ineh    wide   and    cm    the   left    side   is    a    buckle   of   silver   cord    holding 

i    place  two  pieces  of  black  eoriied  silk  ribbon  with  the  ends  cut  in  deep  points.    Designed  bv  the  T.  Baton  Co.,  Toronto.    Sketched 
bj    st;, it  artist  of  The   Review. 
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be  mentioned  the  huge  pom-poms  of  os-      by  Reboux.    Many  small  hats  emphasize      vet   sailors   trimmed   with   large   artistic 


trich.      These   pom-poms — one   pink    and  the     military     note     and     high     Hussar 

one  black — are  used  on  the  small   bowl  mounts,  both  of  coque  and  ostrich,  with 

and  elongated  military  turbans  of  black  the  stem  wound  with  either  gold  or  sil- 

velvet.    This  is  a  trimming  idea  featured  ver  braid  or  cord  are  shown.    Large  vel- 


bows  of  the  same  or  with  the  crown 
banked  with  bands  of  fur  and  small  vel- 
vet roses  and  flowers  in  several  shades 
are  very  much  favored. 


Keeping  Down  Prices  on  Staples  in  all  Sections 

Interview  with  Buyer  for  a  Leading  Wholesale  Firm  on  his  Re- 
turn from  Europe — Linens  and  Silks  in  Bad  Shape — Early  Vic- 
tory May  Cause  Rush  of  Business,  Shortage  and  Higher  Prices. 

Prom   an    interview   with    one   of  the   leading   Canadian    wholesale    buyers, 


A  COMPREHENSIVE  review  of 
the  dry  goods  situation  as  re- 
vealed by  a  close  study  of  con- 
ditions in  France,  England  and  Ireland, 
was  furnished  to  The  Review  by  a  mem- 
ber of  a  prominent  Canadian  wholesale 
dry  goods  firm  in  the  second  week  of 
September,  just  after  his  return  to 
Canada. 

Apart   altogether  from   his  illuminat- 
ing review  of  detailed  conditions,  three 
points  stand  out  in   this   statement: 
1.  "To  retailers  I  would  say,  'Buy 
now  such  goods  as  you  feel  you  must 
have;  make  as  many  selections  as  you 
can  of  what     you     regard     as  your 
actual  requirements  when  stocks   are 
fairly  well     filled     up;      but  do  not 
plunge. ' ' 

"We  are  going  to  keep  our  prices 
as  nearly  as  possible  to  the  present 
basis:  staple  lines  in  every  depart- 
ment will  generally  be  kept  down  to 
the  prices  they  are  now. 

"It  is  the  opinion  among  the  best 
informed  business  men  in  England 
that  if  the  allied  forces  gain  any  suc- 
cess sooner  than  expected  or  to  an 
extent  that  will  indicate  clearly  a  vic- 
tory in  the  end  that  there  will  be  a 
tremendous  boom  in  manufacturing,  in 
turning  out  orders  for  Australia, 
South  Africa,  the  States  and  Canada, 
and  that  as  a  result,  goods  will  be 
scarce  and  prices  go  up." 


Rushed  Out  of  Paris. 

On  the  Friday  when  war  was  declared 
this  representative  was  in  France.  The 
next  day  he  gave  orders  to  four  manu- 
facturers for  dress  goods,  and  made 
three  appointments  for  Monday  with 
the  remaining  firms  he  wished  to  see. 
The  Saturday  orders  he  was  assured  he 
would  have  delivered  without  any 
trouble. 

Sunday  came  and  with  it  a  message 
from  a  friend,  suggesting  that  he  had 
better  leave  the  city  at  once. 
"Bunkum,"  was  his  reply  to  the  warn- 
ing. But  the  friend  had  been  "serious- 
ly advised"  that  a  withdrawal  would 
be  wiser. 

"But  I  have  three  appointments  for 
to-morrow,"  objected  the  Canadian 
buyer. 

"They'll  never  keep  them,"  was  the 
confident  prophecy,  and  convinced  at 
length,  he  grabbed  his  luggage,  got  a 
taxi,  and  was  off.  He  managed,  most 
fortunately  and  exceptionally,  to  reach 
London  that  night  with  his  baggage  safe. 
In  order  to  leave  no  chance  untried  he 
wrote  the  three  firms  giving  his  orders, 
as  he  had  seen  the  dress  goods  samples 
before,  but  they  are  still  undelivered 
and  not  likely  to  be.  These  and  others 
he  had  just  seen  were  dependent  on 
Roubaix  and  Rheims  (French  cities) 
where  the  Germans  iust  now  are  not  ar- 


ranging  for  any  orders  to  be  filled  for 
Canadian  firms. 

These  goods  must  be  delivered  by 
December  or  January  to  be  of  any  use 
for  Spring,  so  that  now  none  are  ex- 
pected. 

Silk  Agent  Off  for  Lyons. 

in  summing  up  the  Continental  situa- 
tion he  said  he  did  not  expect  any  ship- 
ments would  he  made  for  months,  and 
of  German  goods  for  a  very  long  time. 
French  silk-  might  come  from  Lyons  be- 
fore long,  but  the  expenses  would  be 
very  high  with  freight,  war  insurance, 
etc. 

On  arriving  at  London  he  found  a  silk 
agent  leaving  for  Lyons,  not  with  the 
expectation  of  getting  anything  out 
then,  but  to  get  stocks  laid  aside  for 
him,  so  that  when  the  movement  came 
he  would  reap  a  big  advantage  by  being 
in  on  stocks,  as  existing  ones  would  be 
fearfully  depleted.  "When  traffic  is 
opened  up  the  man  with  the  stock  can 
sell    the   stuff." 

So  far,  however,  as  French  dress 
goods  were  concerned,  he  had  placed  the 
orders  early  and  they  were  pretty  well 
supplied. 

"It  has  been  suggested  that  English 
mills  will  be  short  handed,  owing  to  men 
being  drawn  off  to  the  army  from  the 
(Continued  on  page  35.) 
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Wool   Bootees   are   Proving   a   Profitable   Line 

The  Sales  of  Infants'  Wear  Increasing  Because  They  Can  Be  Sold 
at  So  Little  an  Advance  Over  the  Cost  of  the  Material — Types 
That  Are  Most  Popular  With  Mothers — Shown  in  Glass  Cases. 


THE  properly  conducted  infants' 
wear  department  features  very 
numerous  lines,  and  now  is  jf  such 
importance  that  it  takes  up  more  room 
in  the  store  than,  a  few  years  ago,  was 
devoted  to  the  whole  of  the  children's 
section.  By  no  means  of  the  least  im- 
portance is  the  section  of  this  depart- 
ment which  carries  infants'  bootees  and 
first  shoes,  and  the  secret  back  of  the 
growth  of  this  department  is  the  secret 
back  of  the  growth  of  this  department 
as  a  whole,  now  that  the  organization 
gotten  together  by  the  manufacturer  is 
brought  to  bear  upon  the  production  of 
these  small  garments  it  no  longer  pays 
to  make  them  at  home.  Also  it  means 
that  the  shaping  is  better  and  the  goods 
have  more  style  about  them  and  present 
a  neater  appearance. 

Not  so  long  ago  mother  or  grand- 
mother used  to  knit  or  crochet  baby's 
bootees.  Now  she  can  buy  them  either 
hand  or  machine  made,  according  to  her 
fancy,  for  so  very  little  more  money 
than    she    would   pay    for    the    wool    to 


make   them   that   it   looks  like   a   sheer 
waste  of  time  to  make  them  at  home. 

The  traditional  pink  for  the  boy  and 
blue  for  the  girl  rules  the  color  effect 
in  wool  bootees.  Some  are  white  with 
pink  or  blue  edgings  and  trimmings 
knitted  in,  while  others  are  all  white. 
Bootees  can  be  had  that  come  high  up 

$160,000,000— CHEER  UP! 

In  a  telegram  to  The  Review,  T.  A. 
Crerar,  president  of  the  Grain  Growers' 
Grain  Co.,  states  that  the  grain  crop  in 
Western  Canada  has  turned  out  better 
than  was  expected,  and  that  the  farm- 
ers will  receive  $160,000,000,  or  more 
than  last  year.  This  is  the  best  kind  of 
business  building  news. 


the  leg  or  just  over  the  ankle.  One 
kind  that  is  favored  for  the  season  that 
is  coming  on  has  a  knee  cap  knitted  on 
finished  with  a  ribbed  welt  that  keeps  it 
in  place. 


The  very  low  bootees  ending  just 
above  the  ankle  have  knitted  soles 
which  are  very  neatly  seamed  into  the 
vamps  or  tops  and  there  is  a  turnover 
cuff  piece  that  finishes  the  top  of  blue 
or  pink  silk  or  mercerized  cotton. 

Soft  sole  slippers  are  made  of  Henri- 
etta cloth  or  poplin  and  are  embroider- 
ed in  silk  or  satin  stitch.  These  bootees 
are  laced  together  with  silk  ribbons  run 
through  worked  eyelet  holes. 

Display  enters  largely  into  the  sale 
of  this  line  and  the  bulk  of  the  goods 
should  be  shown  in  cases,  as  when 
shown  in  this  manner  they  cannot  be 
fingered  over,  and  therefore,  the  loss 
occasioned  by  having  the  goods  soiled 
is  much  reduced.  This  is  all  the  more 
important  as  complete  freshness  is  of 
great  importance  in  making  sales.  There 
are  proper  fixtures  on  the  market  for 
showing  these  goods.  These  have  many 
arms,  and  are  so  arranged  that  the 
bootees  are  fastened  to  them.  They 
can  be  placed  either  in  or  on  the  case. 


Place  Your  Orders  with  the  Old  Country 


.  A.  Romain  &  Co.,  Ltd. 

48-50  Peartree  Street,  London,  E.C.,  England 

Cables:  Defiance,  London  (Eng.);     A.B.C.,  5th   Edition 
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KEEPING     DOWN     PRICES     ON 
STAPLES  IN  ALL  SECTIONS. 

(Continued  from  Page  33.) 

industrial   centers.     Do  you  feel   appre- 
hensive of  that?" 

Rush  of  Business  May  Advance  Prices. 

"No,  there  does  not  seem  much  fear 
of  that.  Though  a  lot  have  gone  to  the 
front  enough  will  be  left  to  run  the 
mills,  as  with  the  Continent  cut  off,  they 
will  not  be  fully  occupied.  As  a  matter 
of  fact  we  never  have  got  so  quick  de- 
liveries of  English  goods  as  at  the  pres- 
ent time.  The  only  thing  to  cause 
trouble  will  be  a  boom  in  manufacturing 
resulting  from  a  big  success  of  the  al- 
lies, in  which  case  goods  would  be 
scarce  and  prices  go  up.  Otherwise 
there  does  not  seem  much  to  trouble 
about  as  regards  English  lines. 

Dyestuff  Situation  Alarming. 

"The  subject  of  dyes,  however,  is  one 
of  the  most  alarming.  The  bulk  of  the 
Bradford  dyers  have  a  fair  supply,  but 
as  Germany  makes  nearly  all  the  dyes 
there  is  likely  to  be  a  scarcity  unless 
England  starts  in  to  make  dyes,  as  she 
can. 

"In   Lancashire,   no    trouble   is   antici- 
pated in  the  delivery  of  cottons. 
Linens  Also  in  Bad  Shape. 

"Linens  are  the  most  serious  prob- 
lem. I  was  at  the  biggest  factory  in 
Dumfermline,  and  they  had  only  enough 
yarn  to  last  for  six  months,  and  then  if 
conditions  were  as  now,  they  would 
have  to  close  down,  and  the  others,  it 
would  appear,  were  in  even  worse 
shape.  Eighty  per  cent,  of  the  flax  used 
in  Ireland  and  Scotland  comes  from 
Russia  and  Belgium.  The  mills  have  not 
been  so  rushed  in  years  as  just  now. 

"Yes,  the  linen  situation  is  very  seri- 
ous. In  Belfast  and  Dumfermline  the 
mills  will  sell  you  only  the  goods  they 
have  in  stock ;  they  will  not  promise 
anything  for  future  delivery.  The 
trouble  is  they  go  to  the  yarn  people 
and  they  quote  a  price,  with  the  condi- 
tion, "Remember  this  is  only  good  while 
you  are  here." 

Keeping  Prices  Normal  as  Possible. 

"As  to  prices  for  Spring:  We  are 
going  to  keep  our  prices  as  nearly  as 
possible  to  the  present  basis,  but,  of 
course,  all  depends  on  developments. 
Staple  lines  in  nearly  every  department 
— not  'staples'  as  commonly  styled,  but 
staple  lines,  such  for  instance,  as  ging- 
hams, prints,  crimps,  etc.,  will  remain 
as  they  were   at  last   season's  prices." 

When  asked  as  to  the  attitude  his 
house  was  taking  in  the  face  of  the  hisrh 
rate  of  exchange. 

Paying  at  High  Exchange  Rate. 
"This  has  been  an  awful  worry,"  was 
the  reply.       "The  — ' name  stands 


very  high,  and  we  have  been  meeting 
our  accounts  at  whatever  the  exchange 
was. 

Will  Drop  With  Wheat. 

"But  high  rates  cannot  go  on  for 
ever.  As  soon  as  the  wheat  begins  to 
market  the  money  must  come  in  and  the 
rate  is  bound  to  drop  to  normal,  I 
think. 

"You  ask  me  about  the  course  Cana- 
dian merchants  should  take  in  regard  to 
English  accounts.  They  will  find  the 
firms  in  England  are  very  much  inclined, 
to  be  lenient,  and  willing  to  accept  pay- 
ment in  some  wav  like  a  trust  account. ' ' 


CONGRATULATIONS. 

The  Review  wishes  to  make  an  an- 
nouncement: A  young  son  in  the  home 
of  W.  J.  Carson,  manager  of  ready-to- 
wear  department  of  the  W.  R.  Brock 
Co.,  Limited,   Toronto. 


SWISS  FINISH  TO  ORGANDIES. 

The  Review  learns  in  calling  upon  the 
Canadian  representative  of  a  Manchest- 
er firm  of  cotton  manufacturers  that  or- 
gandies made  by  their  firm  are  now  be- 
ing given  the  same  finish  as  is  given  to 
this  cloth  when  finished  in  Switzerland. 
This  is  in  stock  ready  for  present  de- 
livery. This  firm  are  also  manufac- 
turers of  white  and  colored  cotton  nov- 
elties and  besides  having  on  hand  stocks 
for  immediate  delivery  are  prepared  to 
take  orders  generally  at  the  same  prices 
ns  last  year  for  the  coming  Spring,  and 
to  guarantee  the  delivery  of  all  goods 
so  sold.  It  is  the  intention  of  this  firm 
to  keep  their  factories  running  and  all 
hands  employed  during  the  present 
crisis. 


EXHIBITION    AS    A    TONIC. 

(Continued  from  Page  17.) 

Pairweather's,  too.  are  showing  a  dis- 
tinctive exhibit  of  furs.  There  is  a 
beautiful  cape  of  mole,  trimmed  with 
tail-less  ermine;  and  one  of  gorgeous  bro- 
cade, chinchilla  and  purple  velvet.  High- 
colored  furs,  such  as  fitch,  red  fox  and 
leopard,  are  also  seen  in  the  collection, 
and  such  combinations  as  ermine  and 
black  fox.  An  ermine  tie  and  a  mole 
muff  as  a  set  is  a  new  idea. 

High-class  Lingerie. 

Murray-Kay,  Limited,  have  a  beauti- 
fully arranged  exhibit  of  high-class 
lingerie,  the  product  of  their  own  fac- 
tory. The  background  is  of  white  panel- 
ing, info  which  are  let  panels  of  gold 
86 


brocade.  White  enameled  and  gilded 
cane  furniture  was  also  used  in  making 
this  display.  Many  of  the  garments 
shown  were  of  silk,  crepe  in  white  or 
flesh  pink.  Some  are  trimmed  with  real 
lace,  and  both  gowns  and  slips  have  tiny 
silk  and  chiffon  floral  garniture  outlin- 
ing the  decolette  and  sleeves.  A  new 
touch  noticed  on  some  of  the  gowns  is 
the  defining  of  the  waist  in  Empire 
fashion  with  groups  of  tucks.  Many 
beautiful  sets  in  both  silk,  nainsook  and 
handkerchief  linen  were  noted,  some  of 
which  were  hand  embroidered  as  well  as 
lace  trimmed.  The  boudoir  caps  worn 
with  the  gowns  and  negligees  were  well 
worth  careful  study.  Some  were  in 
Dutch  peasant  style,  with  flaring  ears  of 
lace,  and  all  were  silk  flower  and  ribbon 
Crimmed. 

Black  Lacquered  Furniture. 

In  the  furniture  exhibit  Murray-Kay 
showed  a  bedroom  furnished  in  Japanese 
black  lacquered  wood,  and  dull  gold  lac- 
quered cane,  with  floral  motifs  painted 
on  the  black  in  New  Art  fashion  in  deep 
rich  colors.  The  walls  were  papered  in 
a  warm  shade  of  pinkish  grey,  and  the 
floor  covered  with  a  tomato  red  Wilton 
rug.  The  hangings  were  of  warm  grey 
and  black  striped  cretonne  patterned  in 
shades  of  tomato  red  and  ivory  white. 
This  room  shows  how  black  can  be  used 
without  going  to  the  extreme  eccen- 
tricity of  the  Vienna  style. 

Original    Creations. 

The  Robert  Simpson  Co.  concentrated 
their  efforts  upon  their  display  of  fur- 
nished rooms,  and,  taken  as  a  whole, 
these  rooms  were  the  cream  of  the  dry 
goods  display  at  the  Exhibition.  They 
scored  high  in  the  important  point  that 
they  were  not  adaptations  of  the  ideas 
and  motifs  of  other  periods,  but  were 
really  original  creations  along  the  lines 
of  modern  art.  As  is  always  the  case 
when  any  artistic  motif  that  is  fresh, 
novel  and  unfamiliar  is  presented,  it  is 
sure  to  be  adversely  criticized,  particu- 
larly by  the  more  conventionally  minded. 
The  bedroom  which  approached  most 
closely  to  the  modern  Vienna  idea  was 
the  room  upon  which  the  burden  of  most 
of  the  disapproving  comment  fell,  and 
as  a  fact  none  but  an  extremist  would 
care  to  live  in  a  room  where  black  was 
employed  so  freely  in  the  decorative 
scheme. 

New  Nursery  Ideas. 

That  the  New  Art  simplicity  and 
freshness  can  be  achieved  in  cheerful 
colors  is  well  proved  by  the  much  ad- 
mired nursery.  Walls  and  ceilings  here 
were  in  yellow  tans,  with  the  woodwork 
painted  white,  and  the  simply  designed, 
highly  original  furniture  is  painted  e°;g 
^'fiUow.     This  color  is  tempered  to  the 
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eye  by  animals,  such  as  elephants, 
camels,  giraffes,  monkeys,  etc.,  painted 
in  neutral  greys  and  fur  tones  outlined 
with  black.  Touches  of  dull  pink  are 
used  for  the  tips  of  the  legs  and  other 
points.  Monkeys  and  their  tails  are 
used  to  border  the  ecru  scrim  curtains 
on  the  windows  and  the  crib,  and  a 
frieze  of  children  and  Swiss  playhouse 
animals  on  wheels  and  trees  go  round  the 
room.  Above  the  window  and  in  the 
corners  are  shelves  for  toys.  This  room 
was  the  delight  of  both  parents  and 
children  and  carried  a  Made-in-Canada 
sign,  while  another  card  announced  that 
the  Robert  Simpson  Co.  were  prepared 
to  submit  original  nursery  designs  on 
application. 

The   Penman   Exhibit. 

Penman's  Limited,  had  one  of  the 
largest  exhibits  in  the  building,  showing 
on  three  sides  extensive  lines  of  their 
sweater  coats,  hosiery  and  underwear. 
The  cases  were  electric  lighted  and 
many  of  the  goods  shown  on  wax  figures. 

Among  other  exhibitors  were  Sellers- 
Gough  Fur  Co.,  a  view  of  whose  exhibit 
will  appear  in  next  issue;  Chas.  C. 
Punchard  &  Co.,  Toronto,  hats;  Wil- 
liams, Greene  &  Rome  Co.,  of  Berlin, 
who  had  a  very  tasty  exhibit  of  new 
Spring  styles  of  shirts  and  collars; 
Minister- Myles  Co.,  shoes;  A.  R.  Clarke 
&  Co.,  an  extensive  line  of  workmen's 
clothes;  Cook-Fitzgerald  Co.,  of  London, 
men's  shoes;  Couner,  Babayan,  Oriental 
rugs;  Jaeger's  Sanitary  Woollen  System 
Co.,  all  kinds  of  knitted  goods  in  an  at- 
tractive display. 

Mercury  Mills  New  Lines. 

The  exhibition  of  hosiery  and  under- 
wear of  the  Mercury  Mills,  Limited, 
Hamilton,  had  the  advantage  of  elec- 
trically lighted  show  cases,  two  in  front 


serving   as   a   counter,   and    one   at    the 

back  of  the  stand.  These  attracted 
much  attention,  especially  with  the 
brighi  new  colors  of  the  hosiery.  The 
public  and  the  trade  were  particularly 
interested  in  two  new  models  of  hosiery 
that  this  firm  have  put  on  the  market 
through  the  installation  of  new  mach- 
inery. One  of  these  is  a  silk  hose  with 
a  cashmere  sole,  to  improve  its  wearing 
qualities.  A  second  is  an  extension  of 
this  by  which,  for  those  who  might  pre- 
fer it,  an  all-silk  hose  is  made  and  a 
piece  of  cashmere  knit  on  to  the  inside 
of  the  sole,  giving  the  improved  wearing 
qualities  of  the  other,  while  retaining 
the  appearance  of  the  all-silk  article. 
Those  in  charge  reported  that  since 
war  broke  out  the  factory  had  been 
rushed  to  keep  up  with  the  new  orders 
and  was  working  overtime.  A  much  ap- 
preciated souvenir  that  was  given  away 
was  a  paper  drinking  cup,  which  could 
be  used  on  the  grounds  or  at  outings. 
It  carried  the  name  of  Mercury  Mills  in- 
to many  thousands  of  homes. 

Overalls. 

Among  the  exhibitors  in  the  Manu- 
facturers' Annex  were  the  Dodshon 
Overall  Co.,  of  Windsor,  who  had  a 
striking  display  of  their  well  known 
"Fast  Mail"  overalls. 


HINTS   TO   BUYERS 

I  From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  neoessarily  hold  themselves 
responsible. 


MADE-IN-CANADA   TOYS. 

So  thoroughly  have  Canadians  be- 
come accustomed  to  thinking  of  toys, 
dolls  and  novelties  as  foreign-made  that 
many  will  be  not  a  little  surprised  to 
learn  that  these  lines  are  also  being 
made  here  in  Canada.  The  Dominion 
Toy  Manufacturing  Co.,  Limited  ,161-165 
Queen  Street  E.,  Toronto,  have  for  over 
three  years  been  turning  out  a  class  of 
novelties  that  stands  comparison  vvith 
the  best  of  foreign  production,  and  this 
season's  lines  bid  fair  to  surpass  all 
their  former  efforts  for  novelty,  variety 
and  originality. 

Now  that  Continental  European  com- 
petition is  removed,  the  Dominion  Toy 
Manufacturing  Co.  will  go  after  Can- 
adian trade  stronger  than  ever  this  sea- 
son. Prices  will  not  be  affected  by  pres- 
ent conditions  unless  an  increase  should 
occur  in  the  cost  of  raw  materials,  which, 
however,  would  not  affect  the  present 
cost  of  goods  until  October  1st. 


AGENCY  WANTED 


AGENCY  WANTED  FOR  VANCOUVER  AND 
district  by  an  A.l.  man.  What  have  you  got? 
Write  "Agent",  250  Dunsmuir  Street,  Van- 
couver, B.C. 


FOR  SALE 


FOR  SALE  —  FOUR-STATION  PARCEL 
carrier  used  only  a  few  months.  Wish  to 
sell  on  account  of  change  of  system.  Reason- 
able price.  E.  B.  Crompton  <fc  Co.,  Brantford, 
Ont. 


AGENT  WANTED 

Nottingham  Lace  Manufacturers 
having  large  range  of  Valenciennes, 
Fancy  Laces,  Allovers  and  Net 
Laces,  suitable  for  making-up  trade 
and  wholesale  are  desirous  of  ap- 
pointing first-class  agent.  Must  be 
well  known  to  buyers  and  able  to 
give  good  references.  Blagg  &  Cum- 
berland Ltd.,  23-25  Riste's  Place. 
Nottingham,  England. 
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MEN'S    WEAR    SECTION. 


THE  QUESTION: 


IV hy  is  your  stock  of 


SHOES 

Like  an  expert  Acrobat? 

THE  ANSWER: 
Because  it  turns  over  quickly 

HAST  month  we  offered  to  give  a  pair  of  our 
new  Women  s  Tango  Pumps  to  any  shoe 
retailer  or  clerk  in  a  shoe  store  who  sent  us  the 
correct  answer  before  September  ist. 

As  a  result,  we  are  working  overtime  sending 
out  quantities  of  complimentary  pairs  of  these 
dainty  shoes.    Now  we  ask : 

H^hen  is  Your  Birthday? 
If  you  are  a  proprietor  of  a  shoe  store,  don't 
overlook  the  circular  and  card  enclosed  in  the 
September  issue  of  Foot  Prints.  It  is  interest- 
ing. If  you  do  not  get  Foot  Prints  regularly, 
send  us  your  name  and  address,  and  we  will  be 
glad  to  send  it  to  you  every  month  with  our 
compliments. 

Canadian  Consolidated  Rubber  Co. 

Limited 
MONTREAL,  P.Q. 

28  "SERVICE"  BRANCHES  THROUGHOUT  CANADA 
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MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Four  Good  Reasons  Why 
You  Should  "Push" 


waololl  UNDERCLOTHING  GS 

Guaranteed  Unshrinkable 


It  Is  Particularly 
Economical. 

coupled  with  better  comfort 
slightly  greater,  it  is  more 

It  Will  Satisfy  Your 
Customers  Used  to 
Imported  "Wear.3 


jj 


There  Is  No  Advance 
in  Price. 

Supporting  Canadian 
Products  Will  Bring 
Quicker  Profits  and 
Prosperity. 


At  this  time  careful  buying  is  the  rule 
— your  customers  must  be  impressed 
with  the  importance  of  buying  a  gar- 
ment which  will  give  the  longest  wear, 

and  fit.    Although  the  first  cost  may  be 

economical  in  the  end. 

British  and  Imported  goods  will  be 
difficult  to  secure — you  have  an  un- 
paralleled opportunity  to  introduce  a 
Canadian  garment  to  them  that  you  are 
sure,  beforehand,  is  as  good,  or  even 
better  than  imported. 

Although  many  lines  of  goods  have 
announced  a  rise  in  price,  we  are  glad 
to  say  that  as  yet  we  have  no  contem- 
plation of  an  advance. 

We  need  money  in  Canada,  and  the 
more  we  support  home  industries  and 
take  advantage  of  this  wonderful 
chance  to  develop — the  quicker  will 
come  relief  from  the  present  strain 
and  the  greater  will  be  the  ultimate 
profit. 


Made  in  Canada  —  by  British  labor  — 
and  from  British  (Australian)  wool,  only. 

The  C.  Turnbull  Co.  of  Gait,  Limited 

GALT,  ONTARIO 
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MEN'S   WEAR    SECTION. 


Hosiery 


siery^ 

made  in 

Cashmere 

5ilk,Lisle  and  Cotton 
in  all  Shades  for 

Men,  Women 
and 

Children 


MEN'S   WEAR    SECTION. 


Diy  Goods  Review 


It's  the  cloth  in  your  overalls  thai: jives  the  wear 

%wm  Mm  Cloth 

QJ  Standard  for  over  75  Years 


This! 

mark 

stamped 

on  the  back  of  the  cloth  in 

Overalls, 

Jumpers, 

Shirts,  etc. 


is  the  bond  we  give  the  dealer  and  his  cus- 
tomers that  the  material  is  the  genuine  STIFEL  INDIGO, 
the  world's  standard  for  over  75  years. 

STIFEL  INDIGO  is  easy  to  wash  and  iron— nothing  can 
equal  it  for  service  and  satisfaction. 

Insist  upon  seeing  the  mark  which  protects  you  and  your 
customers  from  imitations. 


■Cloth  manufactured  by= 


l-i 

vr 

■< 

---«, 
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J.  L.  Stifel  &  Son 

Indigo  Dyers  &  Printers 

Wheeling,  W.  Va. 

New  York  .  .  260-262  Church  St. 
Chicago  .  .  .  223  W.  Jackson  Blvd. 
San  Francisco,  Postal  Telegraph  Bldg. 
Toronto  ...   14  Manchester  Bldg. 
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MEN'S    WEAR   SECTION. 


THE  Carhartt  union-made  gloves 
stand    between    you    and    your 
patrons  with  a  full  guarantee  of 
satisfaction,  a  full  measure  of  profit. 

Built  on  the  lines  that  stand  for  hard 
wear,  these  gloves  maintain  the  Car- 
hartt reputation  for  working  men's 

requisites  —  gloves   and   overalls   of  more 

than  ordinary  value. 

We  offer  you  a  proposition  whereby  you  may  have  on  approval, 
for  sixty  days,  a  trial  assortment  of  Overall  Uniforms  and  Gloves. 
If  they  sell,  or  you  decide  to  keep  any  or  all  of  them,  you  pay  for 
what  you  keep.  If  you  decide  to  return  them,  you  may  do  so  at 
our  expense. 

The  exclusive  agency  is  for  only  one  store  in  a  town.  Send  for 
trial  shipment. 

Hamilton  Carhartt  Mfr.,  Limited 


TORONTO 


DETROIT 
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No  War  Advance  in  Prices  of  Clothing  for  Spring 

Canadian  Manufacturers  Appear  to  Have  Decided  Against  the 
Advisability  of  Raising  Prices  in  Spite  of  Increased  "Landing" 
Charges — Trimmings  Are  Up — May  Be  Shortage  in  Many  Lines. 


FROM  present  indications  manufac- 
turers of  ready-made  clothing  will 
make  no  advances  when  their  trav- 
elers go  out  on  the  road  in  a  few  days 
to  solicit  orders  for  Spring.  This  does 
not  mean  that  there  will  be  no  reason 
for  an  advance,  but  that  it  is  not  in  the 
best  interests  of  business  to  bring  one 
into  effect.  It  is  well  known  that  many 
retailers  are  still  pretty  well  stocked  up 
from  the  past  season  and  the  manufac- 
turer is  disposed  not  to  put  a  damper 
on  orders  by  raising  prices,  but  will  ab- 
sorb any  extra  costs  himself.  ("But  it 
is  not  at  all  certain  that  there  will  be 
any,"  a  partner  in  one  of  the  largest 
factories  in  Canada  told  The  Review. 
"It  is  wonderful  how  much  'speeding 
up'  workmen  will  do  at  a  time  like  this 
and  the  average  amount  of  work  done 
by  everybody  is  likely   to  be   increased. 

Up  4  Per  Cent. 

"At  the  present  time  we  are  paying 
for  exchange  at  4.95  or  an  increase  of 
about  2  per  cent.,  and  for  insurance, 
etc.,  another  2  per  cent,  or  ,an  advance 
of  at  least  4  per  cent.  However,  not 
all  are  paying  anything  extra  for  ex- 
change, so  that  this  amount  is  not  uni- 
versal. 

"There  has  been  no  increase  so  far 
in  British  goods,  but  some  Canadian 
mills  have  advanced  as  much  as  30  per 
cent.  The  reason  for  this  was  the  scarc- 
ity of  wool.  But  as  every  one  else  was 
in  the  same  fix,  people  had  to  pay  the 
advance  if  they  wanted  the  goods." 

Some  English  Mills  May  Close. 

"What  is  the  prospect  for  English 
shipments  and  prices?" 

"Up  to  the  present  English  goods 
have  been  coming  in  very  freely  and  all 
our  orders  have  been  filled.  But  with 
the  Continental  markets,  Germany,  Aus- 
tria, France,  Russia,  etc.,  closed  to  Eng- 
lish mills,  it  is  only  a  question  of  time 
until  many  of  these  must  close  down, 
once    they    get    their    orders    filled,    and 


there .  is  not  enough  in  Canada  to  keep 
many  going.  That  will  be  the  big  diffi- 
culty. Canadian  mills  at  the  present 
time  do  not  supply  more  than  25  to  '30 
per  cent,  of  the  goods  made  up  in  this 
country.  Their  output  will  be  increas- 
ed greatly  in  the  near  future,  but  they 
have  neither  the  number  of  skilled  work- 
men nor  are  the  mills  big  enough  to  take 
care  of  all  we  need.  That  is  the  pres- 
ent uncertain  outlook.  The  United 
States  is  hardly  a  possible  source  of  sup- 
ply owing  to  the  heavy  duty,  a  double 
one,  of  course,  incoming  and  outgoing. 

HOW  CLOTHIER  PAYS  BILLS. 

"How  are  you  paying  your  English 
accounts?"  inquired  The  Review  of  the 
head  of  a  large  clothing  manufacturing 
firm.  "What  do  you  do  about  the  high 
exchange  rate?" 

"It  has  not  affected  us  on  many  bills 
so  far,"  was  the  reply.  "We  paid  up 
some  small  accounts  at  the  high  rate  of 
exchange,  but  in  the  case  of  big  amounts, 
$10,000  say,  we  asked  English  firms  to 
allow  us  to  deposit  the  money  in  banks 
to  their  credit.  We  did  this  at  the  old 
par,  $4.86,  but  if  they  wished  to  draw 
out  this  money,  it  is  quite  possible  we 
would  be  expected  to  meet  the  additional 
cost.  No  case  like  that  has  arisen  yet. 
Exchange  is  coming  down,  however.  And 
the  last  quotation  to  us  was  $4.95. ' ' 

Men  Drawn  Off  For  War. 

Another  authority,  a  buyer  of  large 
experience  in  men's  clothing  stated  his 
opinion  that  prices  would  not  be  ad- 
vanced for  some  time  at  least.  While 
shipments  for  Fall  were  mostly  in,  he 
felt  that  the  English  mills  through  lack 
of  men  would  not  be  able  to  keep  going, 
as  there  would  be  heavy  drafts  of  men 
for  the  army  from  the  industrial  cen- 
tres. Moreover,  he  agreed,  the  cutting 
off  of  Continental  demands  would  cause 
some  English  mills  to  close. 
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The  situation  in  men's  wear  in  many 
directions  is  not  as  favorable  as  in  most 
dry  goods  lines.  Kid  gloves  are  certain 
to  be  short,  and  hats  may  be  in  a  simi- 
lar position.  Shirtings,  owing  to  lack 
of  dyes,  will  at  least  be  less  varied,  and 
silks  will  be  lacking  for  many  lines  of 
ties. 

Get   Good   Choice  Now. 

It  would  seem  best,  under  present 
conditions,  therefore,  for  the  retailer  in 
men's  wear  to  make  arrangements  for  a 
fair  stock  of  goods,  he  thinks  will  be 
safe.  The  whole  situation  leads  one  to 
the  conclusion  that  styles  will  not  count 
so  much  in  merchandising  as  in  former 
years,  that  many  of  the  old  favorites 
will  be  out  of  the  market,  and  in  any 
case,  high  prices  will  not  be  paid  for 
novelty  lines  like  the  last  couple  of 
years.  This,  it  may  be  argued  by  some, 
should  permit  of  the  merchant  hanging 
back  and  buying  goods  as  he  needs  them, 
and  so  avoiding  all  risks.  But,  on  the 
other  hand,  the  choice  at  present  is  far 
more  varied  than  it  will  be  later  on,  and 
the  limited  selection  before  you  in  a 
month  or  two  may  not,  at  all,  be  after 
the  taste  of  your  customers. 


SCARCITY  OF   SILK  FOR   TIES. 

Austria  and  Switzerland,  the  previous 
sources  of  supply  for  many  of  the  silks, 
having  been  cut  off,  it  begins  to  look  as 
though  this  country  must  look  else- 
where for  its  Spring  stocks.  In  fact, 
some  manufacturers  may  require  to  do 
so  for  the  Christmas  trade.  The  size  of 
the  stocks  of  the  big  manufacturers 
naturally  varies  to  some  extent  but 
enough  of  them  have  ample  stocks  on 
hand  to  care  for  Fall  and  Christmas 
business,  so  that  the  trade  as  a  whole 
should  not  suffer.  Those  who  were  wait- 
ing on  European  shipments  have  given 
up  all  hope  of  receipt  of  these  and  are 
planning  on  a  new  source  of  supply. 


How  British  Drapers  View  the  War  Situation 

Discussing  the  Payment  of  German  Accounts — Delayed,  but  not 
Cancelled — How  the  Moratorium  Works — Chances  for  British 
Manufacturers  Supplying  Goods  Now  Imported — Urging  People 
to  Keep  Business  Moving. 


THE  recent  decision  of  a  Canadian 
magistrate  that  a  German  creditor 
has  no  legal  standing  now  in  Can- 
ada, and.therefore,  cannot  sue  in  a  Can- 
adian court  for  a  payment  of  a  debt, 
raises  an  interesting  side  issue  of  the 
war. 

This  question  is  being  raised  in  Eng- 
land, and,  naturally,  is  a  much  more  live 
one  than  in  Canada  owing  to  more  direct 
connections.  An  opinion  is  given  in  the 
current  issue  of  The  Draper's  Record 
by  an  eminent  lawyer. 

"Not  a  few  traders,"  he  writes, 
"have  the  idea  that  any  creditor  who 
happens  to  have  a  German  or  Austrian 
sounding  name  is  beyond  the  pale  of  the 
law  for  all  intents  and  purposes." 

He  uses  the  word  "duties"  instead  of 
"rights,"  "as  no  Englishman  would  de- 
sire to  take  advantage  of  technical 
points  to  delay  payment  of  his  just  debts 
and  liabilities  even  to  his  enemies.  The 
sense  of  British  commercial  honor  is  not 
likely  to  be  soiled  in  this  generation, 
whatever  may  be  the  provocative  on  the 
other  side." 

Paying  Debts  to  Enemies. 
International  law  "tends  to  confine  ac- 
tual hostilities  to  the  executant  bel- 
ligerent forces  of  each  country,  and  the 
property  of  peaceful  alien  enemies  can- 
not be  seized.  How  then  does  the  ques- 
tion of  non-payment  of  debts  to  alien 
enemies  arise?  The  refusal  to  pay  debts 
is  based  on  the  doctrine  that  it  is  treas- 
onable to  do  anything  whereby  the  re- 
sources of  the  country  at  war  with  us 
can  be  in  any  way  sustained,  replenished 
or  assisted.  He  quotes  'Lindley  on 
Partnerships'  to  the  effect  that  when 
two  countries  are  at  war  the  subjects  of 
one  are  incapable  of  entering  into  any 
valid  contract  with  the  subjects  of  the 
ot  ber,  'and  all  remedies  available  for  the 
one  against  the  other  in  respect  to  trans- 
actions before  the  war  are  suspended.' 
He  makes  it  clear,  however,  that  the 
question  as  to  whether  a  person  is  or  is 
not  to  be  considered  as  an  enemy  de- 
pends not  as  to  whether  there  is  war  be- 
tween this  country  and  his  native  land, 
but  upon  whether  there  is  war  between 
this  country  and  the  country  in  which  he 
is  voluntarily  resident.  .  .  .  There- 
fore, if  a  foreigner  comes  over  here,  en- 
ters  into  partnership  here,  and  dwells 
here,  and  then  war  breaks  out,'  his 
rights  will  not  be  affected  as  a  partner 
any  more  than  if  he  were  an  English- 
man.    Lindley  adds,  on  the  other  hand. 


that  an  Englishman,  being  a  partner  in 
an  English  firm,  who  may  reside  or  carry 
on  business  in  a  country  at  war  with 
England,  "is  for  all  purposes  an  alien 
enemy  quite  as  much  as  if  he  were  the 
subject  of  an  enemy's  country." 

Place  of  Business,  Not  Birth. 

Thus  it  is  the  place  of  business  and 
not  of  birth  that  controls  the  legality  or 
otherwise  of  the  business.  "If  an  Eng- 
lishman be  carrying  on  a  foreign  busi- 
ness— if  birth  be  the  controlling  point — 
he  would,  in  fact,  by  receiving  payment, 
be  replenishing  and  sustaining  a  hostile 
country  much  more  effectively  than  an 
alien  enemy  residing  and  spending  his 
money  here." 

"If  I  am  right,  therefore,  the  main 
question  is  comparatively  easy  to  decide 
on  the  preceding  lines,  but  the  next  prac- 
tical difficulty  is  where  goods  are  sup- 
plied through  or  paid  for  through  agents 
here  who  are  English. 

"I  am  inclined  to  think  that  the  same 
test  applies — viz.,  if  the  goods  are  in- 
voiced by  the  English  firm  residing  and 
carrying  on  business  here  under  circum- 
stances that  the  English  firm  be  the  re- 
cognized creditor,  and  no  foreign  princi- 
pal be  disclosed,  and  that  the  invoicing 
party  would  be  entitled  to  receive  or  en- 
force payment,  and  that  there  is  no  pro- 
per reason  (apart  from  the  moratorium) 
for  withholding  satisfaction.  If,  how- 
ever, the  English  firm  receive  payment, 
it  would  be  guilty  of  gross  treason  if  it 
remit  the  proceeds  to  the  hostile  country. 

Must  Pay  After  Peace 
"On    the    other    hand,    if    the    debtor 
should   have  the   goods  invoiced  to  him 


PATRIOTIC  NECKWEAR. 
To  meet  the  patriotic  spirit  which  was 
generally  displayed  throughout  the 
country  with  the  progress  of  the  war 
and  the  greater  and  greater  prominence 
given  to  the  position  of  Great  Britain  in 
the  conflict,  badges,  buttons,  etc.,  dis- 
playing the  colors  of  the  Empire  and 
France  are  being  worn  and  in  short 
order  progressive  men's  stores  have  dis- 
played neckwear  in  which  the  red,  white 
and  blue  is  made  use  of.  There  are 
scarfs  in  which  the  colors  come  in  very 
broad  stripes,  and  knitted  ties  with  nar- 
row bands  running  crosswise.  For  these 
neckwear  novelties  there  is  a  good  de- 
mand and  they  certainly  make  an  ap- 
propriate showing. 
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under  circumstances  which  make  it  ap- 
parent that  the  real  creditor  is  the  for- 
eign firm,  the  agent  for  the  foreign  prin- 
cipal can  be  in  no  better  position  than 
his  principal,  and  payment  ought  to  be 
suspended. 

"Your  readers  will  also  notice  that 
the  word  used  by  Lindley  is  'suspended,' 
not  abrogated,  and,  therefore,  on  con- 
clusion of  peace  the  original  rights  of 
payment  will  revive.  Money  held  over 
must  not,  without  some  order  of  the 
superior  authority,  be  regarded  as  abso- 
lutely seized  for  the  benefit  of  the  in- 
dividual." 

How  Moratorium  Works  Out. 

The  working  out  of  the  moratorium 
in  England  is  thus  explained  as  regards 
trade  discounts: 

This  at  first  allowed  one  month's  de- 
lay in  the  settlement  of  accounts,  to 
September  4,  but  was  then  extended  an- 
other month.  Anyone  who  avails  him- 
self of  the  moratorium  must  pay  6  per 
cent  for  the  privilege.  Take  an  account 
of  £100  payable  in  four  months,  but  sub- 
ject to  3V2  Per  cent,  discount  if  paid  by- 
August  4,  3  per  cent,  if  paid  by  Septem- 
ber 4,  and  so  on.  Many  have  been  under 
the  impression  that  if  this  account  had 
been  paid  on  September  4  it  would, 
owing  to  the  moratorium,  be  subject  to  a 
discount  of  3y2  per  cent.,  as  though  paid 
on  August  4.  This  is  not  the  case.  It 
would  be  subject  to  a  discount  of  3  per 
cent,  only,  as  the  question  of  trade  dis- 
counts is  not  changed  by  the  moratorium, 
which  applies  only  to  amounts  due  net. 

@ 

NEGLIGENCE  IN  TRANSIT. 

Where  goods  have  been  badly  dam- 
aged through  negligence  in  transit  so 
as  to  render  them  unmerchantable  the 
consignee  can  either  refuse  to  receive 
them  and  hold  the  carrier  for  their  full 
value,  or  receive  them  and  hold  the  car- 
rier for  the  difference  in  value  caused 
by  their  bad  condition.  It  is  the  duty 
of  the  carrier  not  only  to  transport  the 
goods,  but  to  deliver  them  or  offer  to 
deliver  them   to   the   consignee. 

— ® — 

A.  Beck,  Ridgetown,  clothier,  has  pur- 
chased  the  store  in  which  he  lias  bean 
doing  business  for  some  years. 

James  McFarlane,  who  for  a  number 

of  years  was  in  the  tailoring  business 
with  P.  Bellinger,  Toronto,  died  recently 
at   the   age  of  53. 
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SKETCH  NO.  1. 

The  window  display  arrangement  of  the 
Vassar  Store,  Montreal,  giving  a  glass  sur- 
face of  56  feet  on  a  16-foot  frontage. 
Continuous  glass  surface  permitted  by  sus- 
pending the  whole  from  above.  Narrow 
display  to  the  left,  is  reported  to  be  the 
strong  selling  force.  The  "horseshoe" 
opening  however,  is  regarded  as  a  weak- 
ness. 

SKETCH  NO.  2. 

Ideal  arrangement  of  window  displays 
for  a  16-foot  frontage  in  the  opinion  of  T. 
R.  Gaines,  manager  of  the  Vassar  store, 
Montreal.  Note  the  shallow  space  behind 
the  glass.  In  this  scheme  something  like 
75  feet  of  display  surface  is  obtained. 


S  TKEET 


Fifty-Six  Feet   Display  on  Sixteen  Foot  Front 

Arrangement  of  Windows  at  the  Vassar  Store,  Montreal,  Which 
Are  Suspended  from  Above  by  a  Unique  Arrangement  of  Rods 
— What  Experience  Has  Taught  the  Manager  of  This  Establish- 
ment— A  Suggested  Improvement  Over  Present  Plan. 

By  a  Staff  Correspondent. 


THE  higher  the  rental  which  the  re- 
tail merchant  is  paying  for  his 
establishment  the  more  important 
becomes  the  problem  of  getting  the 
worth  out  of  the  window  display.  If 
the  business  man  will  stop  for  a  moment 
and  compare  the  rental  which  he  is  pay- 
ing with  the  charges  which  would  be 
placed  on  the  same  sized  property  on  a 
back  street  he  will  begin  to  appreciate 
the  significance  of  what  he  is  paying  for 
his  window  space.  It  is  not  the  depth  of 
the  property,  but  the  frontage  which 
accounts  for  the  price — the  expense  of 
the  window  display  is  not  in  its  depth, 
but  in  its  width.  If  by  an  arrangement 
of  glass  and  the  use  of  depth  the  display 
can  be  increased  it  is  good  business,  and 
a  study  of  many  of  the  modern  windows 
on  narrow  fronts  in  the  large  cities  is  a 
striking  illustration  of  the  fact. 

The  Vassar  ladies'  and  children's 
ready-to-wear  establishment  in  Montreal 
is  located  on  St.  Catherine  Street,  where 
the  rentals  are  as  high  as  any  place  in 
the  Dominion.  It  is  a  store  with  plenty 
of  depth,  and  there  is  a  wing  at  the  rear 
extending  behind  other  retail  stores 
which  greatly  increases  the  floor  space 
in  comparison  with  the  frontage,  which 
is  only  sixteen  feet. 

Here  was  faced  the  problem  of  making 
every  possible  use  of  a  very  narrow 
frontage,  where  depth  was  not  of  great 
importance.  The  result  was  that  in  the 
arrangement  of  the  windows  it  was  de- 


cided to  make  the  depth  of  the  display 
equal  to  the  width. 

The  manner  in  which  the  space  was 
utilized  is  shown  in  the  first  sketch.  It 
will  be  noted  that  there  is  a  narrow  en- 
trance from  the  street  at  one  side,  and 
that  the  door  is  directly  opposite.  On 
the  left  is  a  long  narrow  window,  while 
the  main  portion  of  the  space  is  arranged 
somewhat  after  the  shape  of  a  horse 
shoe. 

Suspended  From  Above. 

What  strikes  one  as  interesting  about 
this  larger  window  is  the  fact  that  it  is 
all  glass  throughout.  There  are  no  sup- 
ports of  any  kind  visible.  The  explana- 
tion is  in  the  unusual  fact  that  instead 
of  the  window  being  supported  from 
below  it  is  suspended  from  above.  The 
additional  advantage  in  this,  besides  the 
elimination  of  supports,  is  that  there  is 
absolutely  no  danger  of  the  glass  being 
broken  by  the  settling  of  the  building, 
which  would  be  very  likely  to  happen 
under  ordinary  circumstances  where 
there  is  so  much  glass  utilized. 

The  suspension  is  effected  by  iron  rods, 
which  are  attached  to  steel  girders,  and 
these  girders  are  supported  by  the  side 
walls  of  the  store.  The  window  does  not 
extend  upward  to  the  ceiling  of  the  store, 
and  the  space  is  not  altogether  wasted 
from  a  practical  standpoint,  for  there  is 
a  small  office  located  above  it.  In  the 
false  "roof"  of  the  window  there  is  a 
skylight,  by  which  arrangement  addi- 
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tional  light  from  the  street  is  permitted 
to  shine  into  the  central  portions  of  the 
display  below. 

Weaknesses  of  This  Arrangement. 

The  arrangement  of  the  window  in 
this  instance  is  not  specially  to  be  recom- 
mended, although  it  has  the  advantage 
of  giving  a  display  glass  surface  of  56 
feet,  as  compared  with  the  16  feet  front- 
age. The  weakness  is  in  the  horseshoe 
opening,  through  which  it  is  not  neces- 
sary to  pass  on  entering  the  store.  It  is 
a  sort  of  whirlpool,  with  the  main  flow 
going  past. 

Getting  a  Better  Effect. 

T.  R.  Gaines,  the  manager  of  the  Vas- 
sar store,  has  made  a  considerable  study 
of  the  effects  of  his  window  displays, 
and  his  views  on  the  subject  of  making 
use  of  the  narrow  front  are  valuable. 

If  the  front  of  the  Vassar  store  is  ever 
rearranged  Mr.  Gaines  gives  his  assur- 
ance that  there  will  be  a  different  scheme 
followed.  In  the  first  place,  he  has 
found  that  it  is  the  long  narrow  window 
on  the  left  which  has  been  the  selling 
force  in  his  store  front.  Noting  the 
goods  out  of  the  display  which  are  asked 
for  by  the  customers  of  the  store  has 
shown  this  conclusively. 

Working  frpm  this  point,  then,  Mr. 
Gaines  states  that  his  idea  of  a  window 
arrangement  for  a  narrow  front  and 
using  the  same  space  would  be  as  in 
sketch  No.  2.  Here  it  will  be  at  once 
(Continued  on  page  50.) 


Government  Report  on  Changes  Due  to  War 

Commodities  That  Cannot  be  Obtained  From  Countries  Involved 
— Place  of  German}^  and  Austria  in  Supplying  Goods  to  Cana- 
dian Merchants — Ties,  Hats,  Shirts,  Knit  Goods,  Etc. 


THE  Department  of  Trade  and 
Commerce,  with  commendable  en- 
terprise, has  issued  a  report 
on  trade  conditions  arising  out  of 
the  war,  with  the  object  largely 
of  directing  the  radical  changes  in- 
volved in  the  breaking  off  of  all  com- 
mercial relations  with  Austria  and  Ger- 
many. Strong:  encouragement  is  held  out 
of  the  possibility  of  Canadian  manufac- 
turers securing  the  trade  which  formerly 
went  to  foreign  countries. 

The  report  reads  in  part: 

It  is  now  possible  to  give  a  more  de- 
tailed examination  of  the  opportunities 
hereby  presented  for  the  extension  of 
Canadian  trade.  The  commodities  en- 
umerated herewith  can  no  longer  be  ob- 
tained from  these  countries  on  account 
of  the  stoppage  of  their  export  trade, 
due  to  the  war.  Canada  must  hence- 
forth, therefore,  obtain  these  goods  else- 
where. This  presents  two  possibilities 
for  increased  trade  in  other  directions: — 

(1)  Canadians  may  themselves  make 
up  a  part  of  the  deficiency  thus  created 
by  increased  production  at  home. 

(2)  Other  countries,  including  the 
United  Kingdom  and  other  parts  of  the 
Empire,  are  given  the  opportunity  of 
increasing  their  sales  to  Canada. 

An  examination  into  the  kind  of  com- 
modities comprised  in  Germany's  ex- 
ports to  Canada  will  indicate  in  how 
great  a  measure  each  of  these  two  pros- 
pects mav  be  fulfilled. 

Imports  From  Germany  Into  Canada. 

Last  year  Germany's  trade  with  Can- 
ada outstripped  that  of  France  with  the 
Dominion,  and  as  a  result  she  ranked 
third  among  the  countries  with  which 
Canada  carries  on  trade,  coming  after 
the  United  States  and  the  United  King- 
dom. In  the  year  ending  March  31,  1914, 
Canada  imported  from  Germany  goods 
worth  $14,686,069,  and  she  exported 
to  Germany  goods  to  the  value  of  $4,- 
433,736,  thus  giving  a  total  trade  with 
Germany  of  the  value  of  $19,110,806.  Of 
I  lie  total  amount  of  goods  imported  from 
Germany,  $11,176,198  worth  was  subject 
In  duty,  the  remaining  $3,509,871  worth 
being  admitted  free.  Tt  is  thus  seen  that 
Germany  up  to  the  outbreak  of  the  pre- 
sent war  had  obtained  a  material  foot- 
hold in  the  Canadian  market,  which  will 
be  lost  during  the  progress  of  the  war. 
The  deficiency  thus  created  presents, 
therefore,  an  exceptional  opportunity  for 
I  In'  Canadian  producer  to  supply  to  a 
larger    extent    than    in    the    past    the    re- 


PUTTING  OUR  FAITH  INTO  PRACTICE. 

As  soon  as  the  first  shock  of  the  European  war  was  over,  manufac- 
turers and  merchants  in  United  States  began  to  ask  themselves:  "Is  it  a 
WORLD  calamity?  Cannot  WE  get  something  in  the  way  of  benefit  to 
make  up  in  part  for  the  trouble  it  will  cause?" 

This  is  a  question  the  people  of  Canada  might  well  ask  themselves. 

The  people  of  the  United  States  are  awake  already  to  the  fact  that 
many  of  the  necessities  of  life — yea,  and  luxuries — that  were  formerly 
supplied  by  Continental  Europe  must  now  be  produced  in  the  factories  of 
United  States. 

Already  there  are  indications  that  the  war  spells  almost  feverish 
activity  in  many  lines  of  business  in  United  States. 

This  is  a  time  for  the  manufacturers  of  Canada  to  buckle  down  to 
work  and  make  and  sell  right  here  at  home  many  of  the  things  the  people 
of  Canada  have  formerly  imported  from  Continental  Europe. 

And  the  manufacturers  of  Canada  can  count  upon  the  people  of  Can- 
ada to  respond  to  their  efforts  in  this  direction.  Canadian  patriotism  is 
on  fire;  Canadians  never  realized  until  now  how  deeply  they  believe  in 
themselves — how  strong  is  their  faith  in  England,  in  the  Empire,  in 
Canada. 

Now  is  the  time  for  Canadians  to  APPLY  that  abiding  faith — to 
carry  it  into  the  BUSINESS  of  life. 

This  much  is  certain:  Most  of  what  we  eat  and  wear  and  use  for 
months  to  come — perhaps  for  years — must  be  produced  on  this  Continent 
of  North  America. 

Many  Canadian  manufacturers — already  awake  to  their  opportunity 
— are  arranging  to  get  machinery  in  motion  to  supply  Canadians  with 
those  articles  they  have  formerly  imported — the  dresses  and  millinery 
and  perfumes  from  France;  the  silverware,  enamelware,  and  hosiery  and 
countless  other  things  from  Germany;  the  parasols  from  Austria;  the 
laces  and  watches  from  Switzerland. 

Soon  Canadian  manufacturers  will  begin  to  tell  the  people  of  Canada 
that  THEY — our  own  manufacturers — have  these  things  for  them;  soon 
the  merchants  of  Canada  will  announce  that  they  are  well  stocked  with 
these  goods — of  home  manufacture.  These  announcements  will  come  to  the 
people  of  Canada  in  the  form  of  advertisements  in  the  newspapers.  Watch 
for  these  advertisements  and  when  they  appear  read  them  and  respond 
to  them.  It  is  a  duty  the  people  of  Canada  owe  to  their  country,  their 
industries,  and  themselves. 
IMPORTANT  TO  MANUFACTURERS. 

If  you  are  in  doubt  about  how  to  word  your  announcement,  or  if  you 
with  advice  of  any  kind,  get  in  touch  with  the  business  manager  of 
Dry  Goods  Review. 


quiroments  of  his  home  market.  The  sig- 
nificance of  this  opportunity  can  be  best 
gained  by  inquiring  of  what  this  great 
body    of   Germany's    exports    to    Canada 

consists. 

Kinds  of  Merchandise  Imported. 

But  a  small  proportion  of  Canada's 
purchases  from  Germany  consist  of  raw 
materials  or  foodstuffs,  the  great  bulk 
being  comprised  of  finished  manufac- 
tured products.  It  is  tliis  fact  which 
causes  Germany's  trade  witli  Canada  to 
be  considered  such  a  lucrative  one.  For 
the  most  part  Germany  has  been  sending 
to  Canada  in  the  past  considerable 
quantities  of  iron  and  steed  goods,  such 
as  tubing,  steel  tires,  cutlery,  machinery, 
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wire,  etc.,  also  a  great  variety  of  hard- 
ware, lamps,  clocks,  jewelry,  electrical 
apparatus,  scientific  instruments,  musical 
instruments,  earthenware  and  ulassware. 
All  kinds  of  dry  goods,  cotton  and  woolen 
goods,  hosiery,  gloves,  fancy  goods,  toys, 
dolls,  buttons,  combs,  etc..  have  also  been 
purchased.  Druss.  chemicals,  paper, 
paints,  furs,  tobacco  and  sugar  and  mo- 
biles also  account  for  a  large  share  of 
the  imports  into  Canada  from  Germany, 
German  manufacturers  have  established 
a  reputation  for  careful  and  thorough 
workmanship  and  they  excel  in  anything 
requiring  minute  execution  and  exactness 
ol  finish.  If  Canadian  manufacturers. 
however,  carefully  study  the  situation 
and   adapt    themselves  accordingly   they 


MEN'S   WEAR   SECTION. 
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Best  and  Most  Original  Background  at  Chicago  Convention 


This  was  the  work  of  T.  G. 
Duey,  of  Grand  Eapids,  Mi- 
chigan, and  combines  lines  of 
simplicity  and  beauty. 


ought  to  be  in  a  position  to  supply  a  con- 
siderable quantity  of  what  was  up  to  the 
outbreak  of  the  war  formerly  supplied 
by  Germany.  It  might,  therefore,  be  well 
to  consider  at  somewhat  greater  length 
those  commodities,  by  the  supplying  of 
which  it  is  thought  Canadians  have  a 
chance  to  gain  through  the  check  given 
to  Germany's  trade  by  the  war. 

Dry  Goods,  Textiles,  Etc. 

A  reference  to  the  table,  appended  be- 
low, of  the  imports  into  Canada  from 
Germany  will  show  that  a  large  propor- 
tion of  these  imports  is  made  up  of  mer- 
chandise usually  classified  under  the  head 
of  textiles.  Thus  from  the  figures  for 
1913-14  we  find  the  following: — 

Wool  and  manufactures  of $1,004,964 

Cotton  and  manufactures  of.  .  899,728 
Silk  and  manufactures  of....  255,808 
Flax,  hemp,  jute  and  mfrs  of. .        70,385 


Total $2,230,886 

The  great  bulk  of  this  total  is  com- 
prised of  manufactured  goods,  the 
amount  of  raw  wool,  cotton,  flax,  etc., 
imported  from  Germany  being  not  in- 
considerable. 

Hosiery. 

Socks  and  stockings  go  up  to  make  a 
large  part  of  the  above  total.  Canadians 
last  year  purchased  from  Germany  socks 
and  stockings  of  cotton  to  the  value  of 
$400,740;  of  wool  to  the  value  of  $55,- 
820;  and  of  silk  to  the  value  of  $47,316. 
A  total  imports  of  socks  and  stockings 
from  Germany  of  the  value  of  $503,876. 
Woolen   Goods. 

Woolen  fabrics  worth  $326,680  were 
imported  into  Canada  last  year  from 
Germany.  There  was  also  imported  out- 
side garments  of  wool  to  the  value  of 
$101,299;  woolen  knitted  goods  worth 
$98,399;  and  woolen  carpets  worth  $69,- 
827.  Purchases  of  German  woolen  goods 
have,  therefore,  been  of  considerable 
amount  in  the  past,  and  now  that  this 
source  of  supply  has  been  cut  off  an  op- 


portunity would  seem  to  be  presented 
for  the  extension  of  the  Canadian  woolen 
industry,  the  annual  product  of  which 
amounts  to  nearly  $5,750,000. 

Cottons. 

Turning  next  to  cotton  goods,  the 
Canadian  manufacturers  of  which  pro- 
duce some  $24,500,000  worth  of  goods 
each  year,  we  find  that  Germany  last 
year  sent  to  Canada  cotton  fabrics 
worth  $140.241 ;  lace  to  the  value  of  $107,- 
822;  sheets,  bed  quilts,  etc.,  of  cotton 
to  the  value  of  $31,717,  and  cotton  spool 
thread  to  the  value  of  $25,027. 

Other  textile  goods  imported  from 
Germany  last  year  included  silk  fabrics, 
of  a  value  of  $153,756,  and  linen  goods 
worth  $35,876. 

Furs,  Hides  and  Skins. 

Germany  sends  every  year  to  Canada 
a  larse  amount  of  furs  and  fur  goods. 
In  1913-14  this  amounted  in  value  to 
$667,267.  Over  two-thirds  of  this  amount 
however,  consisted  of  undressed  furs  and 
was  admitted  free  of  duty.  The  imports 
from  Germany  of  hides  and  skins  other 
than  furs  amounted  in  the  same  year  to 
$176,641. 

Gloves  and  Mitts. 

Gloves  and  mitts  are  an  item  of  Can- 
ada's imports  from  Germany  that  has 
of  late  years  shown  substantial  increases, 
and  in  1913-14  amounted  in  value  to 
$385,843.  The  war  will  have  the  effect 
of  completely  cutting  off  these  imports 
of  gloves  and  mitts;  herein,  therefore, 
it  would  seem  is  an  opportunity  for  the 
Canadian  producer.  In  1910  there  were 
thirty-five  manufacturers  of  gloves  and 
mittens  in  Canada,  and  they  produced 
an  annual  product  worth  nearly  $3,000,- 
000. 

Fancy    Goods. 

The  total  value  of  Canada 's  imports 
of  fancy  goods  last  year  amounted  to 
$4,879,431,  and  of  this  total  Germany 
supplied  $1,139,993.  Of  this  amount, 
however,  $581,009  worth,  or  over  one- 
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half,  consisted  of  toys  and  dolls.  Can- 
adians derived  over  half  of  their  sup- 
plies of  toys  and  dolls  for  that  year 
from  Germany.  During  the  progress  of 
the  war,  however,  they  must  seek  else- 
where for  their  supplies  of  these  articles. 
Other  items  imported  from  Germany 
under  the  head  of  fancy  goods  included 
lace  and  lace  collars,  valued  at  $156,100; 
hat  trimmings,  $121,033;  fancy  cases, 
$81,066;  and  braids,  bracelets,  cords,  etc., 
$76,768  in  value. 

Two  other  large  items  in  Canada 's  im- 
ports from  Germany  consist  of  buttons 
and  of  combs;  of  the  former,  $86,791 
worth,  and  of  the  latter,  $60,531,  were 
imported  during  1913-14. 

Prospects  for  Increased  Interimperial 
Trade. 

Some  of  the  articles  in  the  list  of 
Germany's  exports  to  Canada  are  of 
such  a  nature  that  Canadian  producers 
cannot  hope  to  make  up  the  deficiency 
created  by  the  stoppage  of  Germany's 
supplies.  In  these  cases,  however,  there 
is  an  opportunity  for  other  countries  to 
increase  their  exports  to  Canada,  and 
it  is  possible  that  this  may  have  the  re- 
ciprocal effect  of  increasing  the  demand 
in  these  countries  for  Canadian  goods.  It 
is  to  be  hoped,  moreover,  that  this  may 
result  also  in  an  increase  of  trade  be- 
tween the  different  parts  of  the  Empire. 
In  the  first  place  the  opportunity  is 
given  to  producers  in  the  United  King- 
dom and  other  parts  of  the  Empire  to 
increase  their  sales  to  Canada.  Thus  as- 
suming that  Great  Britain  retains  the 
command  of  the  seas.  United  Kingdom 
manufacturers  should  send  to  Canada  an 
increased  quantity  of  cotton  and  woolen 
goods,  hosiery,  gloves,  etc..  also  iron  and 
steel  goods,  hardware,  cutlery,  etc.,  in 
those  quantities  and  kinds  formerly  sup- 
plied by  Germany  and  which  cannot  be 
as  advantageously  made  in  Canada. 

The  West  Indies  and  other  parts  of  the 
Empire  also  should  benefit  by  the  ces- 
sation of  the  import  of  sugar  and  mo- 
lasses into  Canada  from  Germany. 


Second  Storey  Clothing  Store  Saves  $16,000  Rent 

Remarkable  Development  of  Retail  Establishment  in  Montreal 
Which  Dodges  Big  Rents,  Sells  for  Cash,  and  Gives  Sample  Suits 
at  Close  Prices — Shoe,  Hat  and  Other  Clothing  Stores  Follow  the 
Lead — Is  This  a  Solution  of  the  Rent  Problem? 

By  a  Staff  Correspondent. 


THE  proprietor  of  Robinson's 
clothing  shop  is  a  second-storey 
operator — and  he  is  the  gainer  to 
the  extent  of  $16,000  a  year,  he  figures, 
by  this  means.  But  Mr.  Robinson  is  not 
a  "second  storey"  man  in  the  detective 
novel  sense,  or  an  up-to-date  Raffles;  he 
is  a  business  man  who  has  shown  in  a 
most  conclusive  way  that  it  is  not  neces- 
sary to  have  a  ground  floor  location  to 
soil  men's  clothing.  What  is  more,  lie 
claims  the  distinction  of  not  only  being 
the  first  second-storey  clothing  man  in 
Canada,  but  to  have  been  the  originator 
of  the  idea  on  the  continent.  Further, 
his  success  has  led  others  in  Montreal 
to  follow  his  example  and  shoes  and  hats 
can  be  secured  in  premises  adjoining  his 
own  in  establishments  conducted  by 
other  furnishers  while  only  recently  an 
opposition  clothing  house  was  opened 
on  the  second  floor  of  a  new  building 
across  the  street. 

Robinson's  clothing  store  is  located  on 
one  of  the  most  important  retail  busi- 
ness corners  in  Canada — the  intersec- 
tion of  St.  Catherine  and  Peel  streets 
in  Montreal.  Mr.  Robinson  submits  fig- 
ures to  show  that  if  he  had  the  same 
premises  on  the  street  level  that  he  has 
on  the  second  floor,  lie  would  have  to 
pay  a  higher  rental  by  $16,000  a  year 
than    he   does. 

Take   Elevator   and   Save   $10. 

"Take  the  elevator  and  save  ten"  is 
the  slogan  of  the  store,  while  another 
motto  is  also  catchy:  "The  store  that 
took  the  x  out  of  expense."  As  the  re- 
sult of  his  saving  in  rent  and  other  reduc- 
tions in  operating  expenses  which  he  is 
able  to  effect  on  the  secorid  floor,  Mr. 
Robinson  advertises  a  $15  suit  or  over- 
coat— practically  everything  is  sold  at 
this  price.  His  strongest  advertising 
point  is  value,  and  he  claims  that  there 
is  not  a  garment  in  his  store  worth  under 
$25.  They  are  for  the  most  part  samples 
in  which  lie  is  able  to  get  uood  value  by 
buying  for  cash  and  then  selling  for 
cash  only.  Hut  more  about  methods 
later:  let  us  fur  the  present  go  back  and 
trot  the  history  of  the  development  of 
the  second-storey  clothing  idea  in  Can- 
ada, for  to-day  besides  a  number  of  es 
tablishments  in  Montreal,  the  movement 
is    spreading   t<>   other   cities. 

Started   in   Back   Room. 

"T  came   to    Montreal    from   New   York 
about   three  years  ago  as  travelling  ro- 


up TO  DODGE  RENTS. 

The  Robinson  stor,.  is  on  the  corner — note  the  sign — occupying  with  a  shoe  store 
the  whole  of  the  Peel  Street  side  of  the  building.  The  hat  shop  may  he  seen 
in  the  foreground,  and  the  Allan  clothing  store  on  the  other  side  of  the 
thoroughfare — Picture  taken  from  St.   Catherine  Street. 


presentative  for  -  -  clothini:-. 

said  Mr.  Robinson  to  The  Review.  "I 
found  after  1  had  been  through  the  ter- 
ritory several  times  that  it  did  not  take 
all  my  time,  and  so  decided  to  establish 
myself  in  a  side  line. 

"I  tried  out  my  experiment  in  a  back 
room — on  the  second  floor — in  the  Alex- 
ander building,  St.  Catherine  Street. 
There  were  no  windows;  there  was  no 
si'j-n  and  no  room  for  a  display  of  any 
kind.  The  room  was  about  15  by  15 
and  the  rent  was  $20  a  month. 

"Working    on    the    idea    simply    that 

1 pie  appreciate  uoods  for  the  money, 

we  sold  suits  and  overcoats  for  $15. 
There  were  days  in  the  first  three  months 
that  we  sold  nothing;  sometimes  several 
days  saw  no  sales.  We  did  no  advertis- 
ing at  that  time  and  simply  worked  on 
the  claim  that  we  couhl  save  ion  dollars 
on    a    suit. 

"1  was  told  that  the  people  would 
not  come  upstairs  in  this  country;  that 
the  idea  mighl  be  all  righl  in  the  Staler 
but  that  Canadian  people  were  different. 
M\  faith  was  in  the  fact  that  people  the 
world    over    are    all    the    same:    that    if    a 
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man  can  save  ten  dollars  on  a  suit  of 
clothes  it  will  not  take  long  for  others 
to  find  it  out.  I  got  the  younger  fellows 
coming  to  my  store  and  one  told  the 
other. 

Takes  New  Premises. 

"Five  months  after  opening  I  found 
that  there  was  too  much  business  in  my 
back  room.  On  September  13th  of  last 
year.  1  moved  to  this  corner.  Coming 
to  these  premises  1  figured  it  was  the 
best  retail  location  in  the  city,  'the  store 
was  arranged  to  my  satisfaction.  Here 
we    had    eight    hundred    square    feet. 

"Ry  advertising  and  more  aggressive 
methods  (hacked  up  always  by  the  claim 
of  saving  ten  dollars),  business  grew, 
until  on  February  1st  of  this  year,  the 
premises  were  extended  to  take  in  2.000 
square  feet,  and  entirely  new  fittings 
\\<  re   installed. 

A  Revelation  in  Fixtures. 
In     equipment     the     Robinson     store 
stands    in    many    respects   unique.     The 

idea    of   the    whole   arrangement    ami    the 

whole  policy   of  the  store  is  o,„„i   effect 

(Continued  on  page  66.) 
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Dry  Goods  Review 


DEACON 
SHIRTS 

For   SPRING   1915 

for 
MEN  and  BOYS 

Outing   Shirts 
Working  Shirts 

Boys'  Shirtwaists 

Pyjamas 

Night  Robes 


When  our  traveller  calls 
on  you  some  day  in  the 
near  future  be  sure  to  go 
through  our  samples. 
Compare  the  style,  prices 
and  materials  with  other 
makes.  We  make  a  Shirt 
for  every  purpose. 

Let  us  serve  you  with  your 
immediate  needs. 

Samples  sent  on  request. 


/. 


BELLEVILLE,    ONT. 


il 

^^^      BOYS 

~T&1f 

w  vbT— 1  <-^  R» J  k  r  .  -~  i  R 

|j2^ 

^^CLOTHING 

— they're  reinforced 
at  the  weak  points 

These  stylish,  sturdy  boys'  clothes  are  made  to 
withstand  the  wear  and  tear  which  every  active 
Canadian    youth    gives.      This    is    made    possible 
only    by    the    double    elbows,    knees    and    seat, 
which   is   a  part   of  every  Lion  Brand   suit. 

Get    in    a    stock    of    Lion    Brand    Clothes.      The 
reinforcement  of  the  usual  weak  spots  is  sure  to 
please   the  practical  parent,  and  the  stylish  cut 
of   each   suit   will   instantly   appeal    to    the   boy. 
Get  the  agency  for  your  town. 

The  Jackson  Mfg.  Company 

CLINTON,  ONT. 

Factories   at  ; — Clinton,    Goderich,   Exeter,    Zurich 

r 


With  School  Open 


and  neat,  dressy,  strong 
pants  needed  for  the  boys 
of  your  town,  you  should 
lay  your  plans  to  cash-In 
on  a  good,  profitable  busi- 
ness  with 

Poole's 

Paragon 

Pants 


These  pants  are  made  in 
:ill  styfies — bloomers  and) 
knickers  in  tweeds,  serges 
and  worsteds.  Every  de- 
tail in  their  construction 
is  given  careful  attention 
to  ensure  long  wear  and 
to  keep  them  up  to  their 
standard  of  excellent 
value. 

"Poole's  Paragon  Pants 
Please"  both  boys  and 
parents.  Send  for  samples. 
Everything  in  pants  for 
men   and   boys. 


Geo.  C.  Poole  &  Co. 


SUCCESSORS  TO  THE 

ANDREW   DARLING   CO 

LIMITED 


"^ 


Darling  Bldg.,   Toronto 
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Showing  the  New  Fall  Hats ;   Saving  the  Straws 


Soft  Felts  With  Higher  Crowns,  Nearer  Brims  and  Contrasting 
Trimmings  Are  Strong  in  Blues  and  Greys — Higher  Crowns  in 
Stiffs — Many  Straw  Hats  Left  Which  Should  go  Next  Season. 


T 


(IME  to  switch! 

The  Montreal  supplier  of  men's 
needs  who  used  an  alarm  clock 
bulged  through  the  crown  of  a  seedy- 
Iooking  straw  hat  with  the  motto,  "Time 
to  Switch"  to  call  attention  to  the  fact 
that  Summer  is  departing,  and  that  the 
life  of  the  straw  hat  is  over,  had  a 
simple  hut  effective  window  attraction 
and  one  which  could  not  fail  to  draw 
attention  to  his  showing-  of  Fall  head- 
gear. 

The  straw  hat  may  be  considered  a 
thing  of  the  past  so  far  as  the  present 
year  is  concerned.  Interest  at  the  mo- 
ment centres  in  the  first  displays  which 
are  being  made  of  the  felt  hats.  Re- 
productions of  cards  which  are  given  in- 
dicate the  manner  in  which  one  hat 
house  drew  attention  to  the  new  cha- 
peaus.  The  cards  were  cleverly  execut- 
ed, and  the  ideas  are  very  good. 

As  had  been  predicted,  the  soft  hat 
is  in  line  for  another  run,  although  the 
popularity  in  the  opinion  of  many  will 
not  be  so  general  as  during  the  past 
couple  of  seasons,  for  the  designers  have 
been  giving  more  atetntion  to  the  stiff 
shapes,  which  show  some  new  turns,  al- 
though they  do  not  allow  the  same  range 
of  latitude  as  the  soft. 

The  strong  feature  of  the  felts  is,  of 
course,  the  two-tone  effects  which  are 
introduced  in  contrasting  ribbons  and 
bindings  of  the  same  material.    There  are 


also  a  large  number  of  combinations  and 
the  use  of  the  pearl  and  grey  with  the 
blue  seems  to  be  the  generally  adopted 
method  of  continuing  the  popularity  of 
that  shade. 

Blue  Giving  Way  to  Grey. 

However,  blue  is  giving  way  to  grey 
which  is  strong  in  a  large  number  of 
shades,  most  of  which  have  contrasting 
bands  and  bindings.  The  greys  include 
everything  from  the  light  pearl  to  the 
dark  slate,  with  some  shades  that  appear 
to  be  entirely  new  in  hats.  Green  is  get- 
ting weak,  and  brown,  while  coming  to 
some  extent,  does  not  seem  to  have  a 
strong  chance  of  being  popular.  Bows 
and  knots,  are  practically  all  at  the 
three-quarter  position. 

Less  of  Drooping  Brim 

In  shape  the  felts  show  a  trimmer  ef- 
fect. There  is  less  of  the  drooping  brim, 
the  majority  being  the  pencil  turn  with 
some  with  even  a  smaller  roll.  Crowns 
ire  generally  higher  with  and  without  a 
-d-ipe    to    the    side-:. 

There  is  a  tendency  to  get  away  from 
the  dented  and  telescoped  tops  in  the 
ultra  models,  the  old  fedora  shape  beina 
shown,  usually  without  the  side  dents. 
However,  the  plain  dented  top  is  still 
very  good  and  there  are  a  number  with 
the  diamond  dent  effect. 

In  the  stiff  shapes  the  crowns  too  are 
going  up  and  while  the  bell  is 
still  being   shown   a  more  popular  shape 


is  more  sloped  ami  much  neater  in  ap- 
pearance. Rims  are  if  anything  nar- 
rower, with  a  full  deep  roll. 

*     »     * 

HOLDING  THE  STRAWS  OVER. 

While  there  is  some  speculation  as  to 
the  straw  hat  season  for  next  year  and 
it  is  yet  too  early  to  predict  what  will 
be  favorites,  it  is  pretty  safe  to  say  that 
the  high  crown  will  not  be  so  strong  and 
that  there  will  also  be  a  greater  width  of 
brim. 

Moderate  Crowns  Left. 

Although  the  1914  season  was  not  a 
particularly  strong  one  for  straw  hats, 
the  trade  generally  is  in  position  that 
the  high  crowned  hats  which  were  so 
popular  were  pretty  well  cleared  up  be- 
fore the  dollar  sales,  which  featured 
the  last  month,  were  over.  Many  re- 
tailers to-day,  while  they  have  consid- 
erable stocks  on  hand,  find  that  they  are 
generally  of  moderate  crowns  and  brims, 
and  with  careful  handling  they  should 
be  good  for  next  season.  Hats,  if  kept 
dark  and  out  of  the  air,  are  just  as  good 
when  two  or  three  seasons  old  as  when 
new,  and  wise  furnishers  are  counting  on 
netting  something  back  on  the  accum- 
ulated stocks  of  the  last  couple  of  sea- 
sons next  year.  So  radical  were  the 
styles  this  year  that  some  stocks  are 
to-day  largely  composed  of  the  left- 
overs of  1913,  rather  than  of  the  past 
season. 


Suits  and  Coats  for  Fall  and  Winter 

Showings  Confirm  Forecasts  for  Weakness  of  the  Balmacaan  and 
the  Popularity  of  a  Form-Fitting  Model  for  the  Young  Man  with 
Very  Wide  Lapels — Wide  Lapels  Also  for  Sack  Coats  and  Lower 
Vest  Vents. 


rp. 


{HE  models  of  men 's  suits  and  over- 
coats which  are  being  shown  con- 
firm the  forecasts  as  to  the  styles. 
Broadly  speaking,  there  is  the  continu- 
ance of  the  English  tailoring,  the  na- 
tural, sloping  shoulders  and  the  snug- 
fitting  waist  which  is  more  pronounced 
than  ever  on  the  overcoat — otherwise 
the  season  depends  for  its  individuality 
on   matters   of   detail. 

In  the  Fall  coats  the  balmacaan  influ- 
ence is  noted,  although  not  so  strongly 
and  models  arc  modified;  in  the  Winter 
coats  there  is  no  indication  of  the  bal- 
macaan. The  popular  Wilder  coat  of  the 
young  man  will  be  about  forty  inches 
long,  jusl  reaching  to  the  knee,  accord 
in-  to  one  u|'  the  clothiers  who  handles 
:in  ultra  fashionable  trade.  The  waist 
will    be   closely    form    fitting,     and      the 


shoulder  will  be  natural  sloping,  but  it 
will  have  a  somewhat  wider  effect  from 
the  narrowness  of  the  waist  as  com- 
pared with  the  loose  models  which  have 
been  worn.  The  sleeve  at  the  top  will 
be  small  and  some  sleeves  will  be  split 
with  a  seam  running  down  from  '  the 
shoulder.  The  bottom  of  the  sleeve  may 
be  either  with  or  without  cuff,  but  on 
this  young  man's  coat  there  will  be  no 
belt  at  the  back.  The  front  will  be  in 
either  the  single  or  the  double-breasted 
style  with  the  lapel  very  wide  after  the 
new  triangle  fashion  which  is  being  seen 
for   the   first   time  this   Fall. 

This  model  will  be  modified  to  suit 
more  conservative  tastes  and  the  heavy 
ulster  with  the  shawl  collar  and  the  split 
Sleeve  will  be  strong  tor  older  models 
where  a  warm  coat  is  desirable. 
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Materials  will  show  the  continued 
popularity  of  the  rough  surfaced  ef- 
fects and  the  grays  present  a  strong 
note  in  the  colors. 

In  suits  the  lapels  appear  to  he  uoing 
higher  with  the  three-button  model 
popular,  and  some  four-button  models 
for  the  ultra-fashionable.  With  the 
shorter  lapel  there  is  move  width.  Col- 
lars are  being  worn  on  the  vests  and 
the  vent  is  being  lengthened.  In  Canada 
so  far  this  has  only  been  an  inch  or  so. 
but  in  the  States  there  is  a  demand  for 
much  lower  models.  With  the  ultra 
fashionable  the  patch  pockets  are  also 
favored. 

In  colorings  the  soft  shades  are  hold- 
ine'  with  the  tartan  plaids  strong.  Some 
greens  are  being  shown  in  preference  to 
browns,  bu1   the  latter  are  very  extreme. 
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PURITAN 


AURORA 


COLUMBIA 


PILGRIM 


-a 


MAYFLOWER 


MERIT 


ip  m  m 


ECLIPSE 


SHAMROCK 


VIGILANT 


AMERICA 


Selling  Point  No.  8 

Challenge  Collars  are  made 
in  every  style  for  man  and  boy 


Few  tastes  or  pocket-books  can- 
not be  met  with  the  big  range 
of  styles  (40  in  all)  shown  in 
these  popular  waterproof  linen 
collars.  Of  the  six  grades  of 
Arlington  collars  ranging  in 
price  from  70c  to  $2.00  a  dozen, 
the  Challenge  is  the  best.  It 
has  no  equal  at  any  price,  and 


like  all  Arlington  collars  is  a 
full  third  heavier  in  weight  than 
other  waterproof  collars  at  a 
similar  price. 

You  cannot  go  wrong  in  order- 
ing a  full  range  of  Challenge 
Collars  for  Fall. 

Samples  sent  on  request. 


The  Arlington  Co.  of  Canada,  Limited 

54-6  FRASER  AVE.,  TORONTO 

Eastern  Agent:    Duncan   Bell,   301    St.  James    St.,   Montreal. 
Ontario  Agents:  J.  A.  Chantler  &  Co.,  8-10  Wellington  E., Toronto 
Western   Agent:    R.   J.   Quigley,   212    Hammond    Block,    Winnipeg. 


m  &  tf 


MAGIC 


DEFENDER 


BUSTER 


PRISCILLA 


ATALANTA 


GALATEA 


WINSOME 


ROMAN. 


SAPPHO 


LIVONIA ' 


THE  HALL-MARK  OF  Registered  No.  282,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IM 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


"King  George" 
Suspenders 


Retail  Price 
50c. 


Give    Free 


Movement 

of 

Body     and 

Shoulders 

Easily  the   best 
Value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


Big  Fur  House  Puts  in  Stock  of  Men's  Clothing 

Sellers-Gough  Company  Give  Prominent  Section  of  Floor  Space 
in  Their  Luxurious  Montreal  Store  to  Sale  of  Men's  Apparel  at 
Moderate  Prices — A  Handsome  Interior  and  Prominent  Window 
Display. 

By   a   Staff  Correspondent. 


MONTREAL.  Sept.  14.— (Special). 
— To-day  when  one  enters  the 
front  door  of  the  splendid  re- 
tail establishment  of  the  Sellers-Gough 
Fur  Company  in  Montreal,  one  finds  to 
the  left  and  occupying  a  large  section  of 
the  floor  space  in  the  most  prominent 
position  a  department  devoted  to  the  dis- 
play of  clothing  for  men.  At  the  front 
the  most  important  of  the  several  very 
handsomely  fitted  windows — at  the  cor- 
ner of  St.  Catherine  street — has  been 
given  over  to  the  interests  of  the  new 
department. 

The  Sellers-Gouo'h  store  has  through- 
out a  tone  of  quiet  elegance  and  luxury, 
and  the  accompanying  photograph  gives 
some  idea  of  the  surroundings  which 
provide  an  air  of  exclusiveness  to  the 
men's  section,  with  its  beautiful  ma- 
hogany fittinas  and  dark  rich  carpet 
giving  a  splendid  impression  in  the 
shaded  light. 

Stained  Glass  Trimming. 

The  store  is  a  large  one,  and  the  aisle 
shown  in  the  photograph  is  but  one  of 
three  which  now  contains  three  distinct 
departments — clothing,  millinery  and 
furs.  The  clothing  cabinets  which  are 
shown  were  specially  constructed  tor  the 
accommodation  of  the  new  department, 
and  to  make  the  scheme  uniform 
throughout  the  store  similar  cabinets, 
were  installed  for  the  other  departments. 
They  are  of  rich  mahogany,  and  t lie  trim- 


ming  of  stained   glass  is   very   artistic, 

and  besides,  they  are  well  set  off  by  the 
pillars  surmounted  by  electric  light 
globes  of  frosted  glass.  The  fixtures  in 
the  cabinet  are  solid  pipe  and  the  mir- 
rored door  which  is  shown  gives  entrance 
to  a  fitting  room,  the  arrangement  being 
sue!  that  through  this  cabinet  the  win- 
dow can  be  reached.  The  cabinets  on  the 
one  side  form  the  background  of  the 
windows. 

Cabinets  for  Furs  and  Millinery. 

The  rearrangement  of  the  fittings 
throughout  the  store  to  conform  with  the 
new  men's  department  has  led  to  a 
unique  handling  and  display  of  furs  and 
millinery.  The  fur  garments  arc  hung 
in  the  cabinets  after  the  same  manner 
as  the  men's  clothing.  By  this  means  a 
very  large  number  of  garments  are  ac- 
commodated in  a  comparatively  small 
space  and  there  is  at  least  a  partial  dis- 
play of  each  as  well  as  simplicity  in  the 
handling. 

Similar  cabinets  have  also  been  used 
for  the  millinery.  Special  fixtures  have 
also  been  installed  for  hanging  the  hats 
and  against  the  dark  background  they 
make  a  very  tasteful  showing. 

Clothing  at  Moderate  Prices. 
Good  clothing  at  moderate  prices  is 
the  policy  behind  the  new  department, 
and  F.  A.  Forbert,  the  manager,  states, 
that  it  will  be  particularly  observed  dur- 
ing the  present  war  conditions,  the  idea 


being  thai  men  are  looking  to  get  some- 
thing good  lor  as  little  money  as  pos- 
sible. Suits  from  $15  to  $20  will  be  the 
specialty  and  the  stocks  will  be  practic- 
ally all  comprised  of  Canadian  goods. 
A  specialty  will,  of  course,  be  made  of 
men  's  fur  and  fur-lined  coats  in  this  de- 
partment, goods  which  the  firm  has  al- 
ways  carried. 

Mr.  Forbert  has  had  a  long  experience 
in  the  clothing  business  in  the  Sellers- 
Gough  Company,  having  had  charge  of 
the  clothing  store  which  the  company 
conducted  in  Toronto  in  addition  to  the 
fur  store  there. 


FIFTY-SIX   FEET   DISPLAY. 

(Continued  from  page  49.) 
at  sm?l]  expense^  The  premises  are  ob- 
long.  To  the  left  down  the  whole  length 
of  the  store  are  clothine  cabinets  ar- 
ranged against  the  wall  in  four  sections 
noted  that  all  the  displays  would  be 
comparatively  shallow  and  the  goods 
brought  close  to  the  eye  of  the  customer. 
There  is,  of  course,  the  weak  point  that 
with  the  two  aisles  the  person  entering 
the  store  will  not  see  the  whole  display, 
but  this  is  offset  to  some  extent  by  the 
one  entrance,  which  in  many  cases  will 
bring  the  remainder  of  the  display  to 
the  eyes  of  the  person  entering  the  store, 
particularly  if  they  are  at  all  interested 
in  the  articles  shown:  while,  again,  pas- 
sers-by attracted  into  one  of  the  aisles 
are  almost  certain  to  go  out  by  the  other. 


View  of  interior  of  new  clothing    d'epart nieiit  of  Seller 's-Gough. 

56 


MEN'S   WEAR    SECTION.  Dry  Goods  Review 


If  Good  Enough  for  Our  Soldiers 

They're  Good  Enough  for  Our  Laborers 

No  kind  of  labor  or  service  requires  as  strong  or  as  warm  hosiery  as  does  actual 
military  service  in  the  Winter  time.     Realizing  this  the  Government  selected 

"Canadian  Militia"  Men's  Socks 

and  is  supplying  her  stalwarts  with  these  to  keep  them  in  foot  comfort  during 
what  promises  to  be  a  long  Winter  campaign. 

These  socks  are  made  of  natural  grey  yarn,  just  the  kind  that  our  laborers  need 
during  the  Canadian  Winter  weather — the  kind  that's  warm  and  durable,  the 
socks  that  overcome  the  foot  difficulties  caused  by  hard  roads,  frosty  or  wet 
weather. 

We  have  splendid  facilities  for  manufacturing,  our  prices  are  right.  Why  not 
write  to-day  for  samples  of  our  hosiery  line? 

We  also  make  a  full  range  of  styles  and  weights  in  "Imperial"  pure  wool  under- 
wear for  men. 

DROP  A  CARD  TO-DAY. 

KINGSTON  HOSIERY  CO.,  LIMITED 

Makers  of  Imperial  Brand  Pure  Wool  Underwear  for  Men 

KINGSTON,  ONTARIO 


To  Importers  of 

AUSTRIAN  and  GERMAN  COLLARS 


Your  Supply  Is  Cut  Off 

So  Send  Your  Adopted  Shapes  and   Quote  Price  You 
Can  Pay  to  _  •     _    m.^^^w, 

R.  M.  MOODY, 

21,  Aldermanbury,  London,  England, 

Who  Will  Facsimile  Them — Their  Branding  and  Their 

Box.     High  Glaze  If  Desired. 

Factories : 
LONDON  TAUNTON  BRIDGWATER 


57 


Why  Hold  a  Bright  Light  Between  Public  and 

Window? 

Exposed  Lights  Divert  Attention  from  Goods  in  Window  — 
Objects  Less  Brilliant  Not  Seen  as  ( '1  early  —  Disregard  by 
Merchants  of  Primary  Law  of  Window  Illumination. 

First  of  Series  on   Electrical  Illumination    by    A.    .1.    Edgell. 


DURING  all  the  years  since  Adam 
held  forth  in  the  Garden  of 
Eden,  man  has  been  endeavoring 
to  overcome  the  handicap  of  darkness 
that  he  might  continue  his  progress  dur- 
ing  the  long  evening  hours.  The  day- 
light hours  were  too  short  to  accom- 
plish the  ends  desired.  So  we  find  the 
<early  lighting  devices,  crude  lamps  with 
oil  and  wick  lighted  by  a  spark  from 
flint.  From  those  devices  to  the  electric 
lamp  of  to-day,  the  tungsten  lamp,  is  a 
far  ery.  For  many  hundreds  of  years 
little  advance  in  lighting  was  made,  and 
the  world's  progress  was  correspondingly 
slow.  With  the  discovery  of  the  prin- 
ciples of  electricity  followed  by  the  in- 
vention of  the  incandescent  lamp,  the 
dream  and  desire  of  mankind  for  twen- 
ty-four hours  of  daylight  began  to  have 
some  semblance  of  being  made  a 
reality. 

Working  During  Evening  Hours. 

With  the  coming  of  the  incandescent 
lamp  the  business  world  took  on  new 
life;  greater  efforts  were  possible  than 
ever  before;  the  evening  hours  became 
a  valuable  asset  instead  of  being  a 
void;  merchants  no  longer  closed  the 
fronts  of  their  places  of  business  with 
heavy  wooden  shutters  at  the  close  of 
the  day;  they  left  the  fronts  without 
shutters,  and  the  windows  illuminated* 
to  say  to  the  public,  "Here  are  the 
goods  we  sell,  and  here  are  the  prices 
we  sell  them  for."  Thus  the  show  win- 
dow was  able  to  work  for  the  merchant 
during  the  evening  hours,  creating  de- 
sire for  his  merchandise  at  the  time 
when  people  were  most  receptive.  The 
merchant  soon  learned  tho  value  of  this 
publicity,  for  his  customers  inquired  for 
"the  goods  I  saw  in  the  show  window 
hist  night."  So  he  soughl  Eor  the  best 
means  of  increasing  the  efficiency  of 
slimy    window  displays. 

To-day  the  show  window  is  the  •mer- 
chant's best  friend  if  he  treats  it  right. 
Window  displays  bring  results  without 
the  uncertainty  nttendanl  upon  other 
fornix  of  advertising,  but.  to  he  most 
effective,   must  be  properly   illuminated. 

24-Hour  Worker. 

The  show  window  is  a  24-hour  worker. 
Night  after  night  it  literally  demands 
and  compels  the  attention  of  the  people 
— and   it  is   fortunate   that    window   dis- 


plays are  most  attractive  at  night,  when 
people  on  the  streets  are  not  hurried 
but  are  in  a  receptive  mood,  with  time 
and  inclination  to  observe.  What  peo- 
ple see  at  a  time  like  this  lingers  in 
their  memory.  When  displays  are  light- 
ed in  such  manner  that  they  stand  out 
with  a  bright,  cheerful  glow,  the  heart 
of  the  beholder  warms  up  to  the  store, 
and  the  "goodwill,"  which  is  of  such 
importance  to  a  merchant,  is  helped  ma- 
terially. 

Not  all  displays  create  an  immediate 
demand  for  the  goods  shown;  but  each 
does  its  part  in  the  building  of  the 
"goodwill"  which,  after  all,  is  only  an- 
other way  of  savins;  "the  store  that 
pleases." 


ELECTRICAL      MAXIMS. 

People  are  gayer  and 
readier  to  spend  money  when 
lights  are  bright. 

People  can't  escape  an  elec- 
tric sign. 

Shoiv  windows  are  the  eyes 
of  a  business  and  it  is  im- 
portant they  should  be  kept 
bright  and  sparkling. 

A  time  switch  for  control- 
ling tvindow  lights  is  an  ex- 
cellent investment. 

Novel  electric  signs  put  a 
"punch"  into  the  display. 


Dollars  Into  Merchant's  Till. 

The  modus  operandi  of  the  window 
display  whose  attention-compelling 
power  is  sufficient  to  cause  people  to 
linger  and  study  the  merchandise,  is 
generally  as  follows:  An  individual 
coming  along  at  a  brisk  walk  comes 
within  the  influence  of  the  lighted  win- 
dow. Bright  illumination  is  responsible 
for  the  first  hold  on  his  attention.  A 
step  or  two  more,  and  his  head  turns 
toward  the  display,  some  particular  ob- 
ject shows  up  conspicuously  under  the 
ample  light,  catching  his  eye  and  in  all 
probability  causing  him  to  pause  for  a 
more  extended  examination.  Other  fea- 
tures    of    the    display     come     under    his 

observation   and   he   moves   on   carrying 
away   witli  him  a  distinct  ami    favorable 
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impression  of  the  house  whose  windows 
brought  to  his  attention  the  high  qual- 
ity of  the  merchandise  he  might  expect 
within.  And  windows  operating  in  this 
way  put  real  dollars  into  the  merchant's 
till. 

Efficiency  is  the  watchword  of  the 
merchant  to-day.  Wherever  a  waste  ex- 
ists, there  time  and  thought  are  ex- 
pended until  the  waste  is  eliminated. 
Obsolete  methods  are  discarded,  obso- 
lete equipment  is  billed  to  the  junk 
heap  or  passed  along  to  the  man  who 
thinks  "what  was  good  enough  for  my 
father  and  grandfather  is  good  enousrh 
for  me,"  and  serves  in  his  case  as  an- 
other asset  of  doubtful  value  for  the 
sheriff   to   levy   on. 

The  up-to-date  merchant  desires  the 
best,  the  most  efficient  equipment  that 
is  available;  he  knows  that  by  means  of 
such  equipment  lie  will  increase  his 
prestige  and  custom.  The  public  to-day 
demands  up-to-the-minute  service  in  up- 
to-the-mark  stores.  It  is  no  longer  pos- 
sible for  the  merchant  to  count  on  his 
"personal  following'"  if  he  is  so  short- 
sighted that  he  will  not  properly  equip 
his  store.  People  of  to-day  buy  where 
they  are  served  best.  Proper  equipment 
in  the  store,  well  lighted,  bright  inter- 
iors and  clean-cut,  properly  illuminated 
store  fronts  are  but  forms  of  service 
to  the  customer.  These  have  a  tremen- 
dous influence  on   the   customer's  mind. 

Lighting    Systems   That   Are   Unfit. 

And  yet  many  merchants  who  show 
great  husiness  acumen  in  other  matters. 
select  window  lighting  systems  totally 
unfit  tor  their  particular  type  of  win- 
dow. A  fundamental  law  of  good 
lighting  is  that  the  light  must  he  on  the 
display,  not  in  the  eye.  Exposed  lights 
divert  the  attention  from  the  display. 
and  so  dazzle  the  eye  that  the  prospec- 
tive purchaser  is  blinded  and  cannot  see 
clearly  the  goods  displayed.  After  draw- 
ing the  customer  to  the  window  there 
must  be  nothing  to  detract  from  the 
goods  shown.  If  the  window  is  to  ac- 
complish the  ends  desired.-- interest  the 
onlooker  and  arouse  his  buying  desire. — 
he  musi  he  able  to  see  clearly  and  with 
comfort  that  which  is  displayed  for  his 
inspection.  Bright  exposed  lights  cause 
the  pupil  of  the  eye  to  contract,  and  in 
so   doing   objects  less   brilliant    are   not 
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Suspenders 
Garters 


Belts 
Arm  Bands 


(QUALITY  UNSURPASSED) 

We  make  all  regular  styles  at  $2.00,  $2.25,  $4.25,  $4.50  and  $7.50  per 
dozen.  Also  suspenders  packed  in  individual  Holiday  boxes  at 
$4.25  and  upwards.  Combination  sets  consisting  of  Suspenders, 
Garters  and  Arm  Bands  at  $4.25  and  $7.50,  and  of  Belts  and  Garters 
at  same  prices.  Terms  2%  10  days,  with  60  days  dating.  We  will 
prepay  express  charges  on  sample  orders  of  not  less  than  twenty-five 
dollars. 

LOCKHART  SUSPENDER  CO. 

1307  Market  Street  PHILADELPHIA,  PA. 


^^^z^^y^^^ 


Mackinaw  (24-oz.) 
Shirts  wool  Coats 

Large  and  well     Outing  —  Shawl 
made.    Double-  i  Collar.    Pleated 


stitched,    with 
Pockets. 


Back  and  Front, 
withBelt.Good 
length. 

Special,  at  $24  j  Special,      at 
per  doz.  $4.50  each. 


Defiance  Mfg.  Co.,  Ltd 


With  his  eggs  all  in  one  basket 

and  a  smash  comes,  what  chance  lias  a  clerk 
(.1  hold  li is  position?  Don't  depend  on  Sales- 
manship alone.  Take  up  cardwriting  through 
"The  Ed-wards  Short  Cut  System,"  and  make 
yourself  indispensable.  A  few  dollars  down,  an 
instalment  each  month  for  a  few  months,  and  the 
besl  services  of  Canada's  leading  cardwr-iting 
instructor    is    yours. 

Write  for  handsome  two-color  proxpectuM  to-<lay. 

THE  SHAW  CORRESPONDENCE  SCHOOL 

YONGE   and    GERRARD    STS.,    TORONTO  Mention  this  paper 

Write  to-day  for  Prospectus  and  full  information 


SHOW  CASES 

•  If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store     Fixtures. 

—  WRITE    FOR  CATALOGUE  

ill  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 


Dry  Goods  Review 


MEN'S   WEAR    SECTION. 


Xj  Ke  tape  -1  i  ae  t\ew 
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Inch  -  inch- inch,  sixty  of  should,  whether  it  could  be 
them,  all  in  one  crisp  new  made  to  produce  better  re- 
yellow  tape,  ready  for  ac-  turns  for  the  amount  of 
tion,  ready  to  take  the  true  space  it  occupies. 


proportions 
of  the  clothes- 
hunting 
man,  to  fit 
him  with  a 
brand  new  suit  or  coat. 

Go,  look  for  your  tape-line. 
Does  it  tell  a  tale  of  much 
business  done,  many  men 
measured,  or  does  it  tell  a 
tale  of  inaction  —  crisp, 
clean  and  new? 

Decide  for  yourself  whether 
or  not  your  department  is 
bringing  in  the  business  it 


TAILORED   CLOTHES 


Keep  tab  on 
the  number 
of  would-be 
clothing 
customers 
who  go  away  from  your 
department  unfitted, 
dissatisfied,  and  then 
make  up  your  mind 
whether  you  are  making 
the  most  out  of  your  op- 
portunities -whether  you 
need  the  "Style  -  Craft' 
Tailored  -  to  -  Measure 
Service. 


w^^^^^^nnm^^^^^^^tmim^^mf^^^B^^^^^^i^^^^^^— 


E.  G.  HACHBORN  &  CO. 

TORONTO 
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MEN'S    WEAK    SECTION. 


Dry  Goods  Review 


Cket&pe-lirve  old 


Bring  out  that  crisp,  new  and  old  from  constant  use. 

tape-line,  get  it  into  action  It  helps  to  boom  the  cloth- 

on  the  customers  who  either  ing  business  with  the  class 

cannot  or  will  not  be  fitted  of  trade  who  go  to  the  cus- 


from   stock. 
Satisfy  these 
customers 
with    real 
man -tailored 
clothes,    clothes    made 
their    own    specifications, 
their  own  measurements — 
perfect  -  fitting,    shape  -  re- 
taining clothes. 

The  "Style-Craft"  Agency 
may  yet  be  open  in  your 
town  to  you — write  to-day 
and  find  out.  No  tape-line 
stays  new  at  a  "Style-Craft" 
Agency;   it  becomes  worn 


TAILORED   CLOTHES 


torn  tailor. 

"Style-Craft" 
Ta  i 1 o  r  e  d 
Clothes  bear 
an   untarn- 
to     ished    reputation.       Every 
garment  gives  perfect  satis- 
faction and  turns  a  goodly 
profit  into  the  agent's  till. 

"Style-Craft"  Service  is  in- 
dividual. Every  order  is 
given  individual,  undivided 
attention — that's  the  reason 
why  every  garment  has 
character  as  well  as  style, 
fit  and  durability. 


WRITE   TO-DAY    RE   AGENCY 


E.  G.  HACHBORN  &  CO. 

TORONTO 
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Took  First  Prize  for  Cards  at  Chicago  International 


Tblching 
Meets 


«f  rrjdayjs  «*> 
Surprise 


**f*?^ 


These   cards,    ri  I    dj   courb 

the  Merchants'   Record  and  Show  Window, 

are  the  work  of  Laud  Hamilton,  of 
Malm,  and  were  awarded  first  prize  at  the 
Chicago  convention  lor  brush-lettered 
cards.  The;  will  be  recognized  as  excel- 
lenl  specimens  of  the  brush  stroke  black 
and  brush  stroke  Soman,  with  .1  peculiar 
characteristic  in  each  one  of  the  lower 
case  letter,  being  abnormally  high  in  com- 
parlson  with  the  caps.  This  tendency  to 
exceed  the  old  two-thirds  standard  has 
beci  ni"  quite  frequent  nowadays.  In  re- 
production  the  decorative  floral  effects 
'nine  out  almost  as  strongly  as  the  let- 
tering, but  this  was  not  the  case  with  the 
originals.  Even  so  Canadian  card  writers 
so  far  have  shown  few  signs  of  making 
such    use    of    ornamental    effects. 


Shortage  of  Silk  for  Christmas 

Less  Variety  in  the  Ties  and  Higher  Prices- 
Switzerland  Shipments  Will  Come  Too  Late — 
Some  War  Ties. 


FOR  Christmas  trade,  the  biggest  de- 
mand in  neckwear  is  for  figured 
stuff,  selling  for  about  50  cents. 
These  have  flowing  ends  and  black  lining 
up  the  back,  thus  making  it  possible  to 
give  a  bigger  shape  for  the  same  money. 
On  the  whole,  there  is  little  new  yet  in 
styles  for  the  Christmas  trade.  A  few 
war  ties  are  being  offered,  but  the  de- 
mand is  not  great  so  far.  These  are 
mostly  red  and  blue  stripes  on  white 
ground,  or  red,  white  and  blue  on  khaki 
ground.  Something  really  pretty  and 
neat  in  this  direction  would  certainly 
have  a  good  sale  before  the  war  is  over. 
Retailers  are  displaying  a  little  fear  in 
buying-,  owing  to  unsettled  conditions. 
Some  manufacturers  interpret  this  as 
hesitancy  on  the  part  of  the  retailer, 
fearing  that  some  decidedly  new  novelty 
will  be  put  on  the  market  at  the  last 
moment.  They  wish  to  assure  merchants 
thai  they  "have  nothing  up  their 
sleeves,  and  that  those  who  buy  now 
will  be  in  possession  of  the  best  stocks 
fur  the  Christmas  trade.  Manufacturers 
of  tie  silks  in  Zurich  announce  that  they 
are  readj  to  ship  goods  late  in  October, 
which,  owing  to  the  unsettled  state  of 
shipping,  would  be  too  late  for  the 
Christmas  trade.  Some  Canadian  manu- 
facturers, having  Tailed  to  secure  stocks 
of  silks  from  S«  ttzerland,  have  boug  it 
1  ensively  in  the  United  States.  The 
quality    of   mairj    of   these  goods   is  not 

1.  but  ow  ing  to  the  duty,  the  price 

will  be  slighl  ly  higher  than  1  hose  coming 
from   Europe. 
There    is    a    shortage   of     high     class 


neckwear  for  Christmas  trade,  and  ties 
selling'  at  a  dollar  up  will  not  be  equal 
to  those  of  former  years.  A  number  of 
club  stripes  are  on  the  market,  and  these 
will  be  very  popular,  though  the  number 
on  the  market  is  much  less  than  would 
have  been  the  case  had  war  not  broken 
out. 

@ 

WHY  HOLD  A  BRIGHT  LIGHT   BE- 
TWEEN PUBLIC  AND  WINDOW? 

(Continued  from  page  58.) 

seen  clearly.  A  window  display  should 
stand  out  as  a  picture,  illuminated  in 
the  same  manner  as  a  well-lighted 
stage,  with  light  surfaces  concealed.  No 
one  would  sit  long  in  a  theatre  were 
lights  placed  between  him  and  the  stage, 
or  placed  in  such  manner  that  his  eye 
could  not  escape  them.  Bright  exposed 
lights  in  the  show  window  cause  the 
same  uncomfortable  eye  strain.  A  bright 
light  held  between  oneself  and  a  news- 
paper or  picture  will  give  an  idea  how 

ELECTRICAL  LIGHTING. 

Tli  is  is  lln  first  of  a  valuable  series 
of  articles  that  has  bt  <  n  arranged  for 

by     Tin      Urr'irir    0)1     tin      i  II 11  III  i  tin  I  'mil 

of  stores,  windows,  fronts  and  streets 
Ini  ,  l,  ctricity.  Tina,  will  be  sup- 
plied />ii  A.  /.  Edgell,  who  is  presi- 
dent of  lln  Greater  New  York  Dis- 
play Managi  rs'  Associat 

The  si  cond  article  of  thi  s<  ries  will 
deal  also  with  window  illumination 
and  will  be  illustrated  with  several 
photos  of  propi  v  and  impropi  r 
lighting. 
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unpleasant  such  lighting  effects  are  and 
how  impossible  it  is  to  see  clearly  be- 
yond the  light. 

A  walk  through  the  business  section 
of  any  city  will  show  how  little  the  gen- 
eral run  of  merchants  have  regarded  the 
laws  pertaining  to  this  most  important 
feature   of  their  store   fronts. 

Faults  in  Most  Windows. 

Here  a  window  is  illuminated  by 
lamps  on  cross-arms  of  lighting  fixtures, 
wasting  the  horizontal  light  on  the  side- 
walls  where  no  merchandise  is  shown; 
there  is  a  blur  of  light,  the  merchandise 
concealed  by  the  glare  from  the  ex- 
posed lights  around  the  border  of  the 
window.  Occasionally  a  merchandise 
picture  stands  out  as  a  welcome  relief 
from  the  long  row.  but  such  pictures  are 
woefully  few.  Window  lighting  is  in  a 
great  many  cases  the  last  thing  thought 
of  when  a  building  is  constructed  or  a 
store  front  remodeled.  After  spending 
much  time  and  hundreds  of  dollars  to 
get  a  good  general  effect,  a  local  elec- 
trician is  called  in  and  he  installs  a 
window  Lighting  system.  The  results  of 
these  are  shown  by  the  ineffective 
lighting  that  is  so  general  in  store  fronts. 
There  is  probably  more  waste  in  show 
window  lighting  than  in  any  other  de- 
partment of  a  store.  If  the  same  wastes 
were  permitted  in  other  departments,  the 
merchant's  days  of  plenty  would  indeed 
he  few.  Proper  effective  lighting  of 
show  windows  costs  no  more  than  im- 
proper, ineffective  lighting.  The  cost 
of  wasted  light,  the  fifty  per  cent,  that 
not  only  dees  urn  help  but  actually  hin- 
ders the  window  in  getting  results,  will 
soon  pay  the  added  cosl  of  a  proper 
-\  st em. 

The  next  article  will  deal  with  light- 
ing systems,  and  will  be  illustrated  with 
special  photographic  instances  of  pro- 
perly and  improperly  lighted  windows. 
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SECOND  STOREY  CLOTHING. 

(Continued  from  page  52.) 

with  fitting  cabinets  between.  These 
cabinets  are  set  off  by  stained  glass  pan- 
els at  the  top  and  inside  are  installed 
electric  lights  which  reflect  on  the  rows 
of  suits  and  at  the  same  time  throw  a 
glow   through   the  colored  glass. 

Down  the  centre  are  handsome  cloth- 
ing cabinets,  one  being  of  glass  and  the 
other  for  overcoats  is  open.  There  is 
also  a  table  for  trims  and  a  glass  top- 
ped desk  in  the  centre.  Alonir  the  wall 
is  a  row  of  benches  for  customers  wish- 
ing to  sit  down.  They  take  up  very 
little  room. 

Cost  Less   Than   $1,000. 

With  a  well  oiled  floor  the  impression 
of  the  whole  interior  is  very  good.  Evi- 
dently the  fixtures  are  of  solid  mahog- 
any, and  rugs  lend  to  the  richness  of  the 
appearance.  The  revelation  is  the  state- 
ment of  Mr.  Robinson  that  his  fixtures 
throughout  did  not  cost  him  $1,000. 
What  appears  to  be  mahogany  is  noth- 
ing but  soft  wood  cleverly  varnished, 
but  it  has  the  looks. 

Near  the  entrance  is  the  tailor  shop 
where  alterations  are  made,  but  this 
space  is  not  lost  for  there  is  an  office 
above  and  in  the  front  there  is  a  cloth- 
ing cabinet  installed  in  the  partition. 

Making  Use  of  Windows. 
When  a  customer  gets  out  of  the  ele- 
vator and  enters  the  store  he  will  forget 
that  he  is  on  the  ground  level.  The 
windows  are  large  like  a  ground  floor 
store.  Use  is  made  of  the  windows  for 
displaying  clothing  on  forms,  but  this 
is  not  considered  a  great  asset. 

Electric   Signs. 

More  effective  from  an  advertising 
standpoint  are  the  signs  on  the  window 
glass.  These  are  painted  and  there  is 
an  arrangement  of  electric  lights  behind 
them.  Here  again  we  get  effect  without 
expense  and  this  is  Mr.  Robinson's 
policy.  Probably  the  most  expensive  fix- 
ture is  the  electric  sign  on  the  coiner 
where  special  attention  is  called  to  the 
store  slogan,  "Take  the  elevator  and 
save  ten." 

What  the  Result  Is. 

To  explain  his  policy  fully,  Mr.  Rob- 
inson comes  right  down  to  cases — as  the 
saying  goes.  He  makes  the  statement 
that  during  the  past  three  months  he 
has  been  selling  suits  at  an  average  ex- 
pense of  87c  a  suit.  This  is  about  fi  per 
cent.,  and  his  experience  is  that  the  aver- 
age selling  cost  of  clothing  is  25  per 
cent. 

Asked  to  explain  where  his  saving 
was  he  enumerated — small  rent,  no  loss 
on  bad  accounts,  no  bookkeeper  to  look 
after  accounts,  no  window  trimmer,  no 
floor  walker.  These  are  the  reasons,  to- 
gether with  close  buying  and  making 
purchases  of  travellers'  samples,  that  en- 
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Floor  plan  of  store  of  Mr.  M.  C.  Robinson. 

ables  the  store  to  offer  clothing  at  low 
prices. 

Following  out  this  policy,  Mr.  Robin- 
son to-day  claims  to  have  the  biggest 
second-storey  business  in  Canada,  and 
with  a  continued  development  he  says 
that  by  Fall  he  expects  to  have  the  larg- 
est exclusive  clothing  business  in  the  Do- 
minion— upstairs  or  down.  A  branch 
store  to  be  operated  on  the  same  policy 
is  being  conducted  successfully  in  Win- 
nipeg. 

The  success  of  the  Robinson  store 
has  been  so  pronounced  that  there  arc 
two  other  establishments  in  the  same 
building  now  operated  on  the  same  basis 
while  across  the  street  is  a  handsome 
clothing  store  which  has  just  been 
opened  by  the  Allan  Company,  a  concern 
which  has  two  other  retail  stores  in  the 
city.  Here  on  a  large  well-lighted  floor, 
surrounded  by  plate  glass  windows  of 
ground  floor  dimensions  has  been  in- 
stalled a  fine  class  of  glass  cabinets  in 
which  clothing  can  be  splendidly  dis- 
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played.  These  cabinets  are  low  and  the 
suits  can  be  inspected  from  above  as  well 
as  from  the  sides. 

In  other  localities  in  the  city  as  well 
there  is  a  spread  of  the  second  storey 
movement  and  there  is  a  strong  indica- 
tion that  a  number  of  retailers  are  mov- 
ing upstairs  in  order  to  solve  the  prob- 
lem of  high  rents — for  rents  have  been 
advancing  very  rapidly  in  the  large  cities 
during  the  past  few  years. 

Six  years  ago  Mr.  Robinson  states 
that  he  was  interested  in  the  establish- 
ment of  the  first  second-floor  clothing 
house  in  the  United  States  in  Los  An- 
geles. Here  strangely  enough,  the  rent 
was  the  same  as  he  himself  paid  in  his 
first  store  in  Canada — $20  the  month. 
The  Los  Angeles  store  had  a  stock  of 
$320  to  start  with.  The  firm  has  made  a 
statement,  which  they  have  proved  in 
court,  that  last  year  they  sold  84,000 
suits,  the  biggest  exclusive  clothing  turn- 
over of  any  retail  firm  in  the  United 
States. 

A  study  of  the  accompanying  photo- 
graph shows  the  location  of  the  estab- 
lishments referred  to  in  Montreal.  The 
Robinson  sign  identifies  that  establish- 
ment, but  only  the  window  is  seen. 
There  are  four  large  windows  on  Peel 
street  in  addition,  the  length  of  the  store 
being  on  that  thoroughfare.  The  Allen 
establishment,  just  opened,  can  be  seen 
across  the  street,  while  the  upstair  hat 
shop  can  be  seen  in  the  same  building 
as  the  Robinson  store.  The  shoe  store 
to  which  reference  has  been  made  is  at 
the  other  end  of  the  Robinson  estab- 
lishment on  Peel  Street,  the  photograph 
being  taken   from    St.   Catherine   Street. 


SPECIAL  SHOES  TO  SAVE  HOSIERY 
The  Wayne  Knitting  Mills,  Fort 
Wayne,  Ind..  have  written  to  a  number 
of  the  larger  manufacturers  of  shoes, 
directing  their  attention  to  the  intimate 
relations  existing  between  shoes  and 
stockings,  from  the  hosiery  man's  view- 
point. Shoes,  they  say,  wear  out  stock- 
ings, and  at  present  there  is  a  craze  for 
fine-gauge  lisle  and  silk  stockings,  as 
well  as  an  increasing  demand  for  white 
and  light  colored  stockings,  which 
should  be  recognized  by  the  shoe  manu- 
facturers. For  instance,  they  point  out. 
proper  shoe  linings  and  pads  should  be 
provided.  White  stockings  for  men, 
women  and  children  are  ruined  quicker 
through  shoe  linings  that  stain  hosiery 
than  from  any  other  source.  Projecting 
pegs  should  be  carefully  looked  after,  as 
these  do  much  damage  to  hosier}".  These 
suggestions  are  presented  to  shoe  manu- 
facturers, and  they  say  there  should  be 
a  good  field  for  a  house  specializing  in 
hosiery  protection.  With  but  one  excep- 
tion, shoe  manufacturers  replying  have 
endorsed  the  idea  and  expressed  will- 
ingness to  do  their  part. 


View  of  newly-equipped  men's  furnishing  and  custom  tailoring  departments. 

Most  Modern  Ideas  as  Seen  in  Kingston  Store 

Handsome,  Convenient  and  Trade- Winning  Devices  in  Newly 
Equipped  Quarters  of  Chas.  Livingston  &  Bro. — Systematic  Lay- 
out, Excellent  Display  Features — Detailed  Descriptions  of  Double 
Stores. 

i  ■ — ■ 

By  Staff  Correspondent. 


SOME  sixty-seven  years  ago,  m  1S47. 
t he  name  of  Livingston  began  to  be 
known  in  the  business  world  of 
Kingston.  To-day,  after  a  period  of  con- 
tinual growth,  the  firm  of  C.  Livingston 
&  Bro.  are  installed  In  wliat  in  many 
respects  are  the  besl  and  most  com- 
pletely equipped  quarters  in  the  cloth- 
ing and  men's  furnishings  trade  in  the 
IVo\  ince  of  <  Intario.  Mr.  ( lharles  Liv- 
ingston, the  proprietor,  lias  been  con- 
nected with  the  business  since  1883,  and 
for  years    has    been    one  of   Kingston's 


most     prominent 


ho 


citizens. 


both     from    a     business   and     municipal 
poiid    of  view. 

A    short    time   ago  a    complete   set    oil 


new  fittings  were  installed  in  the  men's 
furnishings  and  ordered  clothing  depart- 
ments, which  brought  this  store.  26  feel 
wide  and  100  feet  deep,  thoroughly  into 
keeping  with  the  companion  store  where 
the  latest  style  of  ready-to-wear  cabinets 
are  seen.  The  accompanying  illustra- 
tion gives  a  good  idea  of  the  character 
of  these  and  the  drawing  indicate-,  in 
detail  how  the  wall  fixtures  are  laid 
out.  These  are  all  of  quartered  oak  and 
the  most  modern  ideas  for  the  nun's 
furnishing  trade.  The  ties  are  all  kepi 
in  individual  cases  with  plate  glass 
fronts;  the  gloves  and  hosiery  iii  a 
similar  way  with  sample'-  of  each  in 
view.    The  collars  are  enclosed   in   tiltina 


drawers,  as  are  the  handkerchief?, 
braces,  etc.  The  underwear  is  in  shelves 
with   plate-glass  sliding  doors. 

Next  to  this  is  the  entrance  to  the 
ready-to-wear  department.  This  is  built 
in  with  the  fixtures,  making  an  alcove 
looking  direct  into  the  other  depart- 
ment. \'e\i  this  is  the  shirt  department, 
comprising  72  compartments  with  plate- 
glass  doors,  interlocking,  and  on  ball 
bea  rings. 

Entirely  of  Glass. 

In  front  oi  I  he  \\  all  cabinet-  arc 
handsome  fixtures,  the  upper  pair  of 
which  are  given  to  -how    space  entirely 

as  will  lie  -ceii  by  a  glance  at  the  illus- 
tration.   Here  again   i>  visible  the  latest 
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ideas  in  show  cases— the  fronts  are  en- 
tirely of  glass  of  a  heavy  plate  without 
wood,  and  run  on  small  rollers,  which 
does  away  with  all  obstructions.  These 
are  all  lighted  with  electricity  and  pre- 
sent a  beautiful  appearance,  always 
showing  the  goods  off  to  the  best  advan- 
tage. 

Below  these  are  quartered  oak  cabi- 
nets with  sliding  doors,  giving  sufficient 
room  for  the  many  small  articles  that 
go  to  make  up  a  gents'  furnishing  stock. 
Mention  must  be  made  also  of  a  small 
jewelry  case,  occupying  a  position  almost 
opposite  the  mirror,  as  marked  in  the 
diagram. 

Fine  Stock  of  Tweeds. 

Turning  now  to  the  opposite  side  of 
the  store,  on  the  right,  at  the  front,  is  an 
unusually  complete  stock  of  woolens 
(suitings,  overcoatings,  etc),  consisting 
of  the  finest  imported  tweeds,  for  which 
the  firm  has  built  up  a  reputation  all 
over  Eastern  Ontario.  These  are  draped 
along  the  back  and  on  top  of  the  tables 
in  good  merchandising  style,  with  fix- 
tures suspended  from  the  ceiling  to  as- 
sist in  the  extent   of  the  display. 

Back  of  this  are  sweaters  and  ladies' 
and  men's  hat  and  cap  department,- for 
the  showing  of  which  goods  a  silent 
salesman  is  utilized. 

At  the  rear  of  the  store  are  the  pri- 
vate and  general  offices  as  marked,  and 
lavatory  and  toilet  rooms.  The  extreme 
rear  is  given  up  to  the  cutting  and 
drafting    department    exclusively. 

As  has  been  stated,  this  store,  as  the 
"twin"  adjoining,  is  100  feet  deep,  and 
26  feet  wide,  with  a  13-foot  ceiling,  all 
paneled.  The  windows  are  at  the  rear 
and   sides  and   the   whole   interior  is  ex- 
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Plan    of    reconstructed     men's     furnishing 
and    customs    tailoring   departments. 

tremely  well  lighted.  A  noticeable  fea- 
ture is  the  broad  space  allowed  for  cus- 
tomers, owing  to  the  compact  arrange- 
ment  of   fixtures   and    departments. 


Dry  Goods  Review 

Ready-to-Wear  Department. 

It    needs   little    more    than   the   photo- 
graphic reproduction  to   show  the  high- 
class  character  of  the  ready-to-wear  de- 
partment   in    the    adjoining    store.     The 
up-to-date    type   of    cabinet      with      the 
double  rows  of  suits  kept  in  the  best  of 
condition  for  exhibiting  to  <:he  customer, 
are  at  once  apparent.    To  this  is  added 
a    systematic    arrangement    according  to 
sizes,    prices,    men's    and    boys',    and    a 
special    division    for    navy    blues,    as    a 
standard  section  of  demand.    The  whole 
effect    upon   the   public    is   a    thoroughly 
well   stocked   and  well  equipped   depart- 
ment,   and    the    attention    given    to    this 
end    of   the    ,  business— often     neglected 
from  a  feeling  almost  of  resentment  in 
many    stores    which    originated    in    cus- 
tom  tailoring— has  resulted  in  a  business 
that  has  leaped   ahead. 

It  is  hardly  necessary  to  aid  that  the 
most  approved  principles  of  treatment 
of  customers,  workmanship,  fit,  ma- 
terial, etc.,  are  actively  in  force  .A  re- 
cord is  kept  of  the  sale  of  every  ready- 
to-wear  garment,  not  only  to  keep  track 
of  stock  hut  to  aid  the  firm  in  their  new 
purchases. 

Mr.  Livingston  is  a  systematic  adver- 
tiser by  newspaper  and  circular,  and  his 
ads  have  more  than  once  been  reproduced 
in  The  Review.  He  is  a  thorough  be- 
liever in  the  value  of  periodic  visits  to 
larse  centres,  including  New  York,  to 
keep  himself  keyed  to  the  highest  pitch 
of  modern  development,  and  the  fixtures 
and  layouts  of  his  two  stores  are  the  re- 
sult of  studies  of  many  of  the  largest 
ami  most  complete  men's  wear  stores  in 
America. 


View  of  ready-to-wea 


department  in  Kingston  store. 
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Oue   of  collection   of  windows   of  A.  W.  Murdison,   Regina,  that  won  The  Review's  silver  cup.    There  is  good  variety  in  treatment 
here;  articles  are  well  distributed  in  unit  form,  and  stand  out    distinctly. 

The  Review's  Silver  Cup  Goes  West  to  Regina 

A.  W.  Murdison,  of  R.  H.  Williams  &  Sons,  Decided  as  the  Winner 
— Saskatoon  a  Close  Competitor — Trimmer  "At  the  Front"  Wins 
Gold  Medal — Results  of  Animal  Contests. 


OUT  West  will  go  the  third  silver 
cup  donated  by  The  Review  for 
the  "all-round  championship" 
windows  submitted  in  the  contest  in 
connection  with  the  Canadian  Window 
Trimmers'  Association,  and  the  name 
engraved  on  this  cup  will  be  A.  W.  Mur- 
dison, of  R.  H.  Williams  &  Sons,  Regina, 
Saskatchewan.  The  first  cup  went  to 
J.  A.  McNabb,  of  Peterborough,  and  the 
second  to  E.  P.  Burns,  of  The  Robert 
Simpson  Co.,  Toronto.  Mr.  Murdison 's 
closest  competitor,  strangely  enough, 
was  another  Western  man,  Herbert 
Daniels,  of  F.  R.  MacMillan's,  Saska- 
toon, who  won  first  prize  in  the  Christ- 
mas competition  held  by  The  Review. 
The  prize  was  awarded  to  Mr.  Murdison 
chiefly  on  account  of  the  greater  variety 
of  his  displays,  with  some  attention 
given  to  the  fact  that  lie  had  to  over- 
come  greater   difficulties    in    no1    having 


windows  as  adaptable  as  the  unusually 
fine  types  with  which  the  more  Northern 
store  is  equipped.  Both  showed  good 
merchandising  windows,  with  a  ten- 
dency in  Mr.  Murdison 's  to  an  over-use 
of  foliage.    The  contest  was  very  close. 

For  single  windows,  the  palm,  in  the 
opinion  of  the  judges,  was  carried  off  by 
Mr.  McNabb  in  an  excellent  series  of  six 
opening  displays.  He  was  awarded  first 
prize  for  cities  up  to  50,000. 

For  men's  wear  windows  first  prize 
went  to  E.  G.  Meadows,  of  the  Caledonia 
store,  Edmonton,  formerly  of  McLaren 
&  Co.,  St.  Catharines. 

For  the  best  ready-to-wear  displays, 
the  Saskatoon  windows  were  awarded 
first  place,  with  a  younger  but  very 
promising  window  dresser  and  draper, 
Roy  Root,  of  the  Robinson  Co.,  Napanee, 
second. 


The  draping  prize  went  to  Warren 
Andrews,  of  the  Anderson  Co.,  St. 
Thomas,  who  had  very  excellent  speci- 
mens both  of  inside  window  draping  and 
outside  decorative  work  on  a  large  scale, 
such  as  the  City  Hall,  rink,  etc.  While 
Mr.  Andrews  remains  in  St.  Thomas  the 
city  need  not  lack  for  skilful  adornment 
on  festive  occasions.  Mr.  F.  J.  Thomp- 
son, a  fellow-townsman  of  Mr.  Andrews, 
whose  work  is  familiar  to  window  trim- 
mers, was  awarded  second  prize  in  the 
up-to-50,000  class. 

The  judges  were  the  heads  of  the  win- 
dow trimming  departments  of  Toronto's 
largest  stores- -E.  P.  Burns,  of  the 
Robert  Simpson  Co.;  A.  E.  Apted.  of  the 
T.  Eaton  Co..  and  11.  C.  McDonald,  of 
Murray-Kay.  Limited.  The  last  men- 
tioned  is  an  ex-president  of  the  C.W.T.A. 


Prize  Winners  in  Third  Annual  C.W.T.A.  Competition 


WINDOW  TRIMS. 

Annua/  Grand  Prize  for  best  six 
displays  original  window  and  unit 
trim  photographs — Silver  loving  cup 
i>r<x<ni<<l  In/  Dry  (inn il.s  Review — A. 
W.  Murdison,  '/,'.  //.  Williams  & 
Sons,  Regina,  Sask. 

Merchandising  windows  In  cities 
ami  towns  up  'in  50,000:— 1.  Gold 
m<  da/.  ./.  .1.  McNabb,  with  Richard 
1 1  all  A-  Snn.  Peterborough;  '-.  Silver 
medal,  F.  ./.  Thompson,  with   Max- 

n  <  It's.  SI.    'rim,,, as. 

i/<  n  's  n .  ar  windows  1st  prize, 
gold  inula/.  /•;.  <;.  Meadows,  Tin 
Caledonia  store,  Edmonton.  Second 
priz<  not  awardt  d. 


For  most  effective  window  arrange- 
ment of  women's  ready-to-wear  gar- 
ments — First  prize,  gold  mala/,  do- 
nated by  Acton  Publishing  Co..  II '<  r- 
bert  Daniels,  with  F.  R.  MacMillan, 
Saskatoon;  Second  prize,  silver 
nulla/.  liOij  Root,  with  Tin  Robinson 
Co.,  Napanee. 

Best  grouping,  or  drapes  Prizt  <</' 
$5 — Warren  Andrews,  The  Ander- 
son   (  '"..    SI .    Tlmnias. 


CARD-WRITING    CONTEST. 

i 'lass     1. — Mos-t    artistic    /><  n     or 
brush-U  Hi  r<  d  rani,  us,  (1  for  opt  ning 
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or  special  announct  mt  nt:  Gold  an  </<</ 
won  hij  Janus  Jervis,  Ottawa;  Silver 
medal,  Will  Stirman,  Chappies  Lim- 
it, il.  Fort  William. 

class  2.— For  best  plain-lettered 
jiriri  can/  Silvt  r  in<  dal:  A .  W. 
Murdison,  I!'  gina. 

*     *     * 

ADVERTISING  CONTEST. 

First  prize,  gold  medal,  for  l><  *t 
all-around  advertising,  including 
general  publicity,  opening  anil  Fall 
announcements  —  J.  .1.  McNabb, 
Peterborough.  Silver  medal  —  ,/. 
McNichol,  with  Allan-Cwmming  Co., 

Li inili  il.    MoOS(    .Ian  .   Sask. 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Make  Your  Show  Windows 

Pay  Your  Rent. 


The  Storage   Chest.       The  96  YOU  NITS  that  make  up  this  set  are 
put  up  in  A  HARDWJOD.  HINGED-LID  .STORAGE  CHES I 

(oiled  finish.)    A  good  plac~  to  keep  any  part  of  the  set  that  is  not  being  used. 


Many  Sales   are   made 
from  the  Sidewalk* 

This  particular  set  of  Interchange- 
able Window  Fixtures  will  make 
the  finest  of  Window  Trims,  will 
display  your  Merchandise  to  a 
'Selling  Point**  will  give  you 
snappy  trims  which  will  attract 
local  and  transient  trade.  This  set 
affords  quick  and  frequent  changes. 

I^cad  further  about  this  wonderful 

Dry  Goods  Set 

Hundreds  of  Trims.  With  this  set  over  500  original  trade-pulling  window  trims 
can  be  made  and  at  no  time  making  any  two  alike,  besides  hundreds  of  standard  and 
odd  window  fixtures  can  also  be  made. 

Can't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  cannot  show 
any  wear.  The  NEW  construction,  the  ''Sunken  Steel  Socket.'-  takes  the  place  of 
the  old  construction.  There  are  now  NO  Screws  Screwing  Into  Wood.  They  will 
now  last  for  many  years.  The  construction  is  sturdy  and  high  grade  throughout. 
Simplicity  in  detail  is  the  principle. 

A  Book  °f  Window  Trims  Included.  A  large,  beautiful  book  of  many 
captivating  trims  made  with  this  set  will  be  sent  FREE  with  this  set.  This  book  is  a 
help  to  any  window  trimmer. 

Made  of  Oak.-  The  entire  set  is  made  of  thoroughly  Kiln-Dried  Oak,  the  meta' 
parts  of  cold  rolUd  steel :  each  YOUNIT  is  accurately  machined  to  fit  right  and  made 
interchangeable. 

Our  Guarantee.  We  guarantee  to  replace  this  set  FREE  of  CHARGE  any 
time  within  one  year  if  it  proves  defective  in  any  way  through  construction  or  parts  not 
fitting  satisfactory. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered,  Golden  or 
Antique  Oak,  all  in  a  soft,  mellow  wax  non-scratchable  finish. 

Just  ask  the  merchant  who  has  bought  a  set  of  these  fixtures  with  the  iNcW  CON- 
STRUCTION) what  he  thinks  of  them. 

Price  jor  the  Full  Set  No.  119,  $3  1 .5f]ET 
Price  for  a  Hal/  Set  No.    119  1-2,  $18.50 

F.  O.  B.     Hamilton,     Ontario,     Canada 
OrJer  thru  your  JOBBER  OR  DIRECT 

The  Oscar  Onken  Co. 

No.  381  W.  4th  Street,  Cincinnati,  0.,  U.S.A. 

Quick  Shipments.     Address  All  Correspondence  so  Cincinnati.      Send  for  Youoii  Catalog 
Sto.k  is  also  carried  in  CANADA,  ENGLAND  and  AUSTRALIA 
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Many  Ads  Exaggerated   and   Not   Convincing 

Prize  Winner  by  J.  A.  McNabb,  Was  Convincing,  Readable  and 
Original-   Alain-  of  Descriptions  of  Goods  Suggested  That  Writer 


Had  Never  Seen  Them- 


-Strong  Points  and  Faults. 


IN  his  report  on  the  ads.  submitted 
to  him  by  members  of  I  he  I  Janadian 
Order  of  Display  Men  (originally 
<  I.W.T.A.),  Mr.  Eugene  L.  Beaupre,  head 
of  the  advertising  department  of  the  T. 
Eaton  Co.,  Limited,  Toronto,  writes: 

"Judging  the  samples  submitted  from 
the  point  of  first,  selling  quality;  second, 
appearance;  thirdly,  typography;  fourth- 
ly, originality  of  ideas,  the  one  num- 
bered 3,  comes  first,  No.  4.  second,  and 
No.  2,  third." 

The  names  of  the  writers  of  the  ads. 
were  unknown  to  Mr.  Beaupre,  as  each 
ad.  was  numbered. 

No.  3,  who  won  first  prize,  a  gold 
medal,  is  J.  A.  McNabb,  with  Richard 
Hull   &  Son,  Peterborough. 


No.  4,  who  gets  a  silver  medal  as 
second,  is  J.  McNichol,  with  Allan- 
( 'umming,  Moose  Jaw,  Sask. 

There  is  no  third  prize  on  the  list,  but 
the  honor  of  this  position  goes  to  No.  2, 
C.  A.  Hansford,  with  R.  H.  Williams  & 
Sons,  Regina,  Sask.  Thus  two  places 
out  of  the  first  three  of  a  long  list  of 
entries,  a  record  one  for  C.W.T.A.  con- 
tests,  were   taken   by   western   members. 

Won  All  Four  Points. 

The  advertisement  which  is  repro- 
duced here  won  the  highest  number  of 
"marks"  of  any  among  the  scores  sub- 
mitted. It  was  the  best  of  Mr.  Mc- 
Nabb "s  six.  ami  indeed  alone  of  all  suc- 
ceeded in  getting  all  four  points  on  the 


basis  of  which  Mr.  Beaupre — whose 
own  advertisements  enjoy  distinction. 
not  only  in  Canada,  but  in  the  United 
States  adjudged  the  entries.  Several 
others  won  three,  including  those  of  the 
next  two  places.  The  point  most  lack- 
ing- was  originality. 

"Selling  Quality"  First. 

It  will  be  well  for  ad.  writers  to  note 
carefully  the  point  on  which  Mr.  Beau- 
pre lays  strongest  emphasis.  Selling 
Quality.  Too  often  ad.  writers  set  ''ap- 
pearance'* first,  just  as  window  trim- 
mers are  tempted  to  value  the  artistic 
look  of  their  trims  more  highly  than 
their  selling  qualities.  But  the  pro- 
prietor   whose    main    purpose    is    to    sell 


'iiiirifi.Tiiiiiii.rit inn  I  mill  iiiiiiiiiiiiiiiiiiiiiiibiiiiiiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiiniiiiiiHiiiiiiiiDiiiiliilli 


|piiwiiniiiiiiiuiiiiiiiNiiiMiiiiiiiiiiiiiniini[iih:ii iiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiniiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiHiiiiiiiiiiliiiiiiiiiiiip iiiiiiiiiniiiiiiniiiiiiiiniiiiNiiiiiitiiniiiiuiiiiiiiiiiiiiiiiiNiiiiiiiiiiiiiiiiNiiiiiiniiiiiiiiiiiniNiiiiiiiiiiiiiiiiiiiii iiiiiiiniiiiiiiiiii 


&- 


BARGAINS!   BARGAINS!   BARGAINS!  IN    EVERY    DEPARTMENT    DURING    THIS    OUR 


SEMI-ANNUAL   MID-SEASON  SALE 


HIGH,  LOW  AND   MEDIUM    PRICED   MERCHANDISE   OFFERED  AT  A  MERE  SHADOW  OF  THE   USUAL  AMOUNT 


Silk  Hosiery  at  Big  Savings 
$125  Silk  rW.  pair  69c 

'trzssxisjirr.  '■  •-"»:"-'"  ;""''':r  69c 

$3  00  Pure  Silk  Hose,  pair  $2.29 
SfSS  *  ":-;"f  =  -  •?***$.  * '"  $2.29 


50c  Lace  Lisle  Hose,  pair  12|c 


12'.c 


T^HE  Mid-Season  Sale  which  commences  on  WEDNESDAY,  JULY  15th, 
is  the  Semi-yearly  Out  Clearing  which   offers   Money  Saving 
Opportunities  not  to  be  had  at  any  other  time  of  the  year. 


Sfe 


thai 


ma  hand  rgu  hgj  j 


vi-ry  deportment  of  • 
"here  in  complete  sizes  or  full  variety  of  patterns.  AND  OUT  OF  IT  ALL  WE   MARE   THESE   VERY 


SPECIAL,  LOW  PBICE,  MONEY  SAVING  BARGAINS. 

As  the  stocks  are  in  some  cases  limited,  we  cannot  promise  assortments  att. 
the  early  shoppers,  come  Wednesday  Morning  promptly  at  8  a.  m. 


ks^pulling  our  everything  that  is  the  slightest  bit  mossed 
WE   MARE   THESE   VERY 

hour's  selling     Be  among 


Moderately  Priced  New  York  Dresses 

$4  50  io  $6  50  Value*  Clcmng  U  $J69 


V 


A        Xf>\jLA*&- 


Sale  Values  in  Dress  Goods  and 

Delaines  Thai  Speak  for  Themselvo 

$1  25  Black  and  Colored  Dress  Materials,  yard  25c 


25c 

65c  Pretty  French  Delaine*,  yard  3ft. 


t^L 


38c 


$6.00  Knitted  Sports  Coats 


r.  fS" ""  ""■'  "" ""' '. ""•  ■"$3.69 

Women's  Combination  Underweat 
Reduced 


■ii.*.«°.«i."M    ""ul"  " l"    £2  98     ll"' "  "  «■""""'•' ,u* 

A  Remarkable  Offering.  $27.50  Summer  Coats  $7.50 


$7.50 


Three  Notable  Bargains 

in  Rugs 

Axminitei  Rugs  $22  50 


Imported  Bridal  Sets 
Half-price 

S2S0O  V.  si^-' 


|   j   .•:■•_;::  ."■„•.-  v,  """•""••  <-"-•••■<■      $i2S0 

""  s"-°       •             $22.50  J22SO  sn  sii.25 

S,S<MIII,„„I  V'lioo  Wil 

ind  \  -.1. i  Runs,  $3950     KiV™«raiS.'KS "*"'"  $11.25 

,    ,V  Bargain  Table  of  Pure  Linen 

;"'iY)'^'  Handkerchiefs 

$12  50  Unit  Riijs  $9.00  L 

Don't  Miss  the  25c  Mid-  'M.h»°.'"  " 

Season  Bargain  Table  Perfect  1  tamaged  and  Soiled 

in  ihi   II..,..  Fumiil I  li  pi  ""».»."  s""  Shedi 


Bed-room  Furnishings  at  Sale  Compelling  Prices 

18x36  inch  Bnlli    Tends,  pii  24< 


4Qc  English  Sheeting,  yard  32c 
'.V";..™"  '"""""""""  »•■""••«"»—■  22c    »■•"■".■••-  «,'.-—  24c 

30c  Plain  Bleached  Sheeting  23c      S°"°"  •Pi'.'°w.57s^,3  f°I*|'2S» 


Circular  Pillow  Casing,  yard  22c 
■"""»'  '"',"^£.oS',"' ■**"'*""  22c 

Hemmed  Sheets  each  97c.  pair  $1.90 


Much  Wanted  Staples  Way  Below  Usual  Prices 

17  Inch  Roller  Towelint!,  >ni,l   l„  72  In.  I.  I'm,   HI. a,  li.-.l   lal.l,   l>:,r,,:,  k 

.11  Inch  Bl,a,  I.. -I  Saxons    Fliinnelcttc 
Ya.d  7|t 


sisi.r"-"  7^c 


■»  '••■' "  "     72c 

36  Inch  Lonsdale  Cambnc,  yard  12lc 

!  -:r,::-v,;^.v;.;r™ 

Pure  Bleached  Nainsook,  yard  121c 


White  Bed  Spreads  52  19 

S5a«TT~~^f^rH$£iS 

$5  50  White  Setin  ls.,1  Spreads  H  38 


,:".-.:.;;;:;.;."•  $1.90   STCaTSSSMKS  "44.38 

Chintz  and  Curtain  Nets  Women  u ill  not  want 

Underprii  ed  to  miss  1  h.  ■ 

".'..S.~«  Valuesin  Seasonable 

is".'"*.  *".!""r.i  "",""' *        ::'  39^ 

$1.00  and  1.25  Curl  lin  V  |  "*"'"  " 

$2.50  Ch.lton  Taffoca  Silk 

/i.'T'1-'."."".'..'."^.^'.;.':  59c    21 
Mill  Seconds  in  Linen 
Clothes  at  Mill  Prii  es 


.._.      M.i.iuiMiaii'jiJiui t i itiiiiiii i i ".inn 

■^£ts*^^yiAmJ^*Yinlt-pr\cc  and  Less  for 

Elegantly  Made  Imported  Summer  Dresses 

'"  ;"°$6.ob"io  $20.00 


usulvsst  •     $,.69 

Satin.  >,. 

$1.24 


i   S"L*i:VSH^Ji?"v':"H"'^"^     75c  p°w  ***•  >ard  39c 


liiinintn.il    Millin.  t>    S|,  ,,„  . 
the  Best  Styles 

niniin  M  4%. 


,5c  fins  39c  „„.«■ ,  RlCHARD  hALLK-SOTI  - 


wm«  FDI  itulw  III 

IUCI  NICE  CHOI    ltd 

cut  tit  11111111 


39c 

I 
.ii  .i  CIi  Bring  Price  I7jc 

49c  r\% 


iiiiiiiiiiiiiiiiiii'uiiiioiiiuii  ilium 


Best 


■■  i :  1 1  - 1 1 '  1 1 .  i  i ,  ■ .  i  ■  1 1 1 , 1 1 . 1 1 1 1  ii  ii.iii  ■  i ,  1 1 1 : , :  i  'in  li- :  i : .  1 1 1 1  u  1 1 1 . .  ■ iiiiiliniiiniiiiiiiiiiiiiiiiimiiiiniiin    -as-    iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiniiiiiiiiuiiiiii.iiiiiiiui mi iiwiiiiuiiin uiu 

I.   submitted    In    C.W.T.A.    competition;   work    of   J.    A     McNabb,    Peterborough,    win 


— This    Prize  Winner   Had   All   Four   Points — 

1 — Selling  Quality  ;     2— Appearance  ;     3 — Typography;     4— Originality. 


us 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


BEWARE    OF    FALSE   PROPHETS 

The  daily  sensational  rumors  from  unauthoritative  sources  should 
not  guide  the  proficient  manufacturer  or  business  man. 

It    is    not    sufficient    merely     to    have  "news" — 

WHY  NOT  HAVE  THE  FACTS? 


The  Financial  Post  through  its 
unexcelled  sources  of  information, 
and  its  exact  analyses  and  forecasts, 
coupled  with  its  bymail  Information 
Bureau  which  deals  with  financial 
or  business  problems,  furnishes  a 
service  of  unsurpassed  value. 


THE   FINANCIAL  POST 


Annual  Subscription  $3.00  the  year 
Date  1914 

To: 

THE  FINANCIAL  POST 

143-153  University  Ave.,  Toronto 

Dear  Sirs : 

Please   enter    my  subscription  to   The 

our  r 

Financial     Post     at    the     rate     of     one 
dollar  for  four  months. 

Name 

Street  or 
Box  No. 

City 

WHY  NOT  HAVE  THE  FACTS  ? 

D.G.R.  V 


THE    CANADIAN   BUSINESS   MAN 

has  never  been  in  greater  need  of  ac- 
curate knowledge  of  actual  conditions — 
and  of  the  best  possible  business  and 
financial  counsel! 


LET 

The    Financial   Post 

of  Canada 

serve  you  at  least  during  the  next  four  months. 
Write  for  a  free  sample  copy  or 


Sign 


the    attached    Coupon    and    return 


to  us  with  one  dollar  for  four  months,  or  if  more  con- 
venient pay  on  receipt  of  bill. 


C9 


Dry  Goods  Review 

goods  will  agree  with  the  order  given  by 
i  he  judge  in  this  contest. 

Indefinite  or  Exaggerated. 

Two  shortcomings  are  pointed  out  by 
Mr.  Beaupn  as  applying  to  ;i  consider- 
able percentage  of  the  ads.  entered: 

"In  most  cases  the  trouble  was  that 
there  was  nothing  said  that  would  in- 
dicate that  the  writer  had  ever  seen  the 
goods  referred  to." 

This  statement  has  reference  to  many 
of  the  descriptions  of  articles  offered 
for  sale  which  consist  mainly  of  genera- 
lities, "good  values;"  "a  line  we  were 
fortunate  in  securing,"  etc.,  etc.,  Sam- 
ples of  this  will  be  given  in  this,  and 
articles  in  the  next  issue  of  The  Review. 

No.  2 — "Some  were  very  apparent  ex- 
aggerations and  therefore  not  convinc- 
ing." 

This  had  reference  to  claims  for  goods, 
cither  as  being  worth  $5  and  selling  for 
$1.50,  say;  or  as  being  "the  finest 
models  ever  shown  in  this  city,"  etc. 

The  method  employed  in  the  judging 
was  to  take  the  six  samples  submitted 
and  award  each  points,  4,  3,  2,  1,  or  0, 
then  add  these  up.  The  three  highest 
turned  out  as  follows: 

First     15  points. 

Second     14  points. 

Third     13  points 

In  commenting  on  the  ad.  shown 
above,  almost  a  double  page  spread,  but 


MEN'S    WEAR    SECTION. 

one  which  could  be  worked  out  for  a 
store  thai  could  not  wisely  afford  such 
space.  Mr.  Beaupre  said: 

Good,  Strong,  Selling  Talk. 

"This  is  an  effective  and  good  strong, 
selling  talk. 

"Starting  at  the  top  you  are  told 
what  the  store  is  doing.  "Bargains! 
Bargains!  Bargains,"  and  go  on  to  the 
second  line,  with  the  most  display  of 
all,  "Semi- Annual  Mid-Season  Sale,"  a 
pointed   expression. 

"From  here  you  follow  on  naturally 
in  graded  type  down  the  center,  and  are 
held  by  the  interesting  text.  Take  that 
expression  'a  long  hand  reaches  into 
every  department  of  our  stocks' — quite 
out  of  the  ordinary  expression,  and  one 
1  have  never  seen  used  before. 
Holding   Descriptions. 

"The  type  itself  runs  from  big  down, 
and  is  pleasing  as  there  is  not  too  much 
black  and  white  contrast.  The  ad.  is 
artistic  and  neat,  and  well  balanced; 
real  good  commercial  stuff. 

"The  display  line  stands  out  clearly 
for  each  item,  then  comes  the  descriptive 
matter  and  a  prominent  price  figure. 
This  descriptive  matter  is  where  a  great 
many  ad.  writers  fall  down,  but  notice 
how  pointed  and  crisp  most  of  these 
are:  'Full  36  inches  is  this  quality  cam- 
bric, and  bleached  pure  white,  with  a 
fine,    close    and    soft    finish,    very    even 


weave  and  suitable  for  night  gowns, 
-lips,'  etc. 

"Take  again  the  descriptive  matter  in 
the  panel  at  the  bottom  on  'Elegantly 
made  imported   Summer  dresses.' 

"As  a  rule  the  descriptions  are  short 
and  pithy,  but  even  where  there  is  a  lot 
nt  talk  it  is  usually  right  to  the  point 
and  convincing. 

"In  the  center  that  cut  breaks  the  ad. 
and  serves  to  hold  interest  in  the  whole 
page.  It  is  quite  appropriate  'The  prices 
as  here  quoted  may  seem  to  you  as  be- 
ing  ridiculously  low.  They  are,  but — 
we  have  the  goods  to  back  up  even- 
item.'  " 

An  example  of  an  unconvincing  des- 
cription in  another  ad.  was  pointed  out 
by  Mr.  Beaupre  where  shoes  were  ad- 
vertised at  $1.50.  and  a  description  given 
that  would  have  done  duty  for  a  $5 
pair.  The  man  who  wrote  thus  about  a 
$1.50  pair  as  the  best  ever,  did  not  know 
what  be  was  talking  about,  and  probably 
never  saw  the  shoes. 

"As  a  rule,  if  you  want  to  emphasize 
value,  give  a  description  of  the  goods 
that  people  will  recognize  them  as  extra 
value  for  the  price.  Don't  hammer  the 
price  point,  that  you  are  giving  $5  goods 
for  $2.  If  they  really  are  worth  $5  give 
a  $5  description  of  the  goods." 

Another  ad.  talked  about  what  other 
stores  were  doing  or  not  doing.  "Say 
(Continued  on  page  72) 


A  Profitable 
Investment 


A  n  up  -  to  -  date 
figure  will  bring 
back  the  price 
paid  for  it  many 
times  over. 

Evening     figure, 

as  cut,  $48.00. 

With  V->  arms  and 


i 


bust,  $30. 


It  pays  to  be 
patriotic  and  let 
Canadian  -  made 
figures   sell    your 


k 


L!'(>\\  US. 


-,.-. 


Made    from    Photo. 


A.  S.  Richardson  &  Co. 

I   Old  and  Tested 


99  Ontario  St. 


Toronto 


Store  Management-Complete 


16  Fnll-Pase 
Illustrations 


272  P.W-. 
Bonn. I  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 
"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY  What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Mooting  cut  r.itos. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone    calls. 

Courtesy.  Rebating 
railroad  faro.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Send  us  $1.00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Better  Displays 
Are    Necessary 

Just  now  with  war  influencing  people 
to  save  their  money,  extra  efforts  are 
needed  by  the  window  trimmer  to  make 
more  attractive  displays  that  will 
create  such  a  desire  for  possession  that 
madame  will  forget  economy.  Such 
results  are  entirely  possible  with  the 
help  of  the  elegant  Dale  wax  models 
which  we  have  just  completed  for  Fall 
and  Winter  trade. 

A  splendid  form  which  can  he  used  to  good 
advantage  at  the  present  time  is  the  Dale  Waist 
Form  here  illustrated.  Write  to-day  for  cata- 
logue fully  describing  our  newest  forms. 

DALE  WAX   FIGURE  CO. 

LIMITED 
106  Front  Street  East  -  Toronto 


French  Wax  Figures 

Perfection  at  Minimum  Cost 

PUT  life  into  your  women's 
clothing  displays  this  Fall  by 
using  Hall-Borchert  Wax  Figures 
in  your  windows  and  throughout 
your  store.  No  greater  sales-pro- 
ducers can  be  found  than  really  good 
French  wax  figures.  Send  for  our 
new  catalog  of  display  forms,  manu- 
facturers' models,  wax  figures, 
wooden  and  brass  fixtures — all  the 
latest  designs. 

Hall-Borchert  Dress  Form 
Company,  Limited 

Makers  of  the  Famous  Hall-Borchert 
Adjustable  Forms 


41   Lombard  St. 


TORONTO 


No. 
1115 


T 


SIEIOKILPIEE 
C@J^T    FOEM 

Just  the  thing  to  show  the 
latest  styles  in  coats. 

Made  in  sizes  36,  38  ami 
40. 

Mounted  on  Price 

11"  black  base $  4.50 

9"  ox.  copper  base.      6.00 
1  1     n\.  copper  base.      7.00 
9"  Eiffel  base  ....     8.00 
On    new   nickel    Tri- 
pod  base    10.00 

No.  1115.  as  per  cut     7.00 
On   8"   round  base    .      5.50 


SEND    FOR 
CATALOGUE 
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Dry  Good*  Review 


MKXS    WEAK    SKCTION. 


A  Fall  Opening  Display  by  a  Soldier 

This  window  wis  one  of  a  set  entered  by  E.  <J.  Meadows,    formerly   of  St.   Catharines,  and   later  of  Edn ton,   which 

won   first   prize,  a   jjoiii   medal,  in   the  CW.T.A.  annual   contest.     Mr.  Meadows  is  now  with  the  Seaforth  Highland- 
ers  in   Valcartier  Camp. 


MEN'S- WEAR  WAR  ADS. 

THE   following  are     extracts    from 
the  ads.  of  prominent    I'.  S.   firms, 
in   which   they   announce  the   rela- 
tion of  the  war  to  stocks  and  prices: 

Buy  Early  . 
Hearns,  New  York:  "This  firm  has 
ci inducted  its  business  without  interrup- 
tion through  three  United  States  wars 
and  many  European  contentions. 
Our  experience  is  at  your  command 
(we  have  prepared  for  your  wants),  and 
we  repeat  that  it  is  time  to  think  and 
to  act.  Merchandise  the  United  States 
imports,  if  needed  by  our  customers, 
should   be  purchased   now.  There 

is  an  abundance  of  such  in  our  August 
sale  and  clearances  at  special  prices, 
and  elsewhere  throughoul  our  many  de- 
partments at  our  regular  prices.  We 
are  fair  with  you;  be  fair  with  yourself 
and  lake  advice  on  European  merchan- 
dise. You  may  ask  whj  we  do 
not  keep  quiel  and  make  i  he  exi  ra  pro- 
fit. Such  is  nut  our  way.  We 
plan  Tor  quick  -ales  at  moderate  profits 
and    thus    retain    your    confidence." 

Prices  Will  Go  Up. 
Strawbridge  &  Clothier,  Philadelphia: 
"Fortunately,  we  have  very  large  slocks 
of  merchandise,    ll  is  our  policy  to  anti- 
cipate demand   long  in   advance,  and,  in 

mi  ral.    I  ii    order   deliveries   ea  rl\  .    C    |  IOC 

tally   in   everything  not    depending    upon 


STUDS  INSTEAD   OF   BUTTONS. 

There  is  a  movement  among  retail 
jewelers  to  induce  shirt  makers  to  use 
buttonholes  instead  of  buttons  in  certain 
lines,  especially  soft  fronts,  in  order  to 
increase  the  sale  of  studs. 


sudden  fashion  changes.  There  should 
be  no  hesitancy  on  the  part  of  our  cus- 
tomers to  buy  freely  of  merchandise 
needed  now.  In  fact,  there  are  many 
reasons  for  believing  that  present 
values  will  not   be  obtainable  later  on." 

New  Variety  of   Sherman. 

The  Hub,  Chicago,  uses  the  heading, 
"War  Is  Hell  on  the  Consumer,"  and 
says:  "The  cosl  of  commodities  in  this 
country  is  advancing  by  leaps  and 
hounds.  As  usual,  the  consumer  pays 
tlu  freight,  [mportation  of  woolens  has 
heen  absolutely  shut  off  and  clothing  is 
hound  to  advance.  The  suit  sales  now 
»oing  on  here  give  you  a  chance  to  heat 
the  increase  in  advance.  We  are  selling 
smartly    designed,     full    silk-lined     blue 

Si  i  ■■<■  suits  at    $14.75  I  hat    li;:\  e   IU'\  er  heen 

sold  for  less  than  $25  and  $30.  They 
are  strictly  high  class.  TlieA  are  made 
right  here  in  Chicago  In  a  house  thai 
i-  renowned  for  qualitj .  -t  \  !e  and  vol 
ume.  The  same  qualities  will  cost  from 
20  i"  30  per  cent,  mure  than  $25  and 
$30  hit  er  on.  \V!i\  nol  beat  v  ar  prices 
in   ;n'\  am  e  .' ' ' 
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MANY  ADS      EXAGGERATED      AND 
NOT    CONVINCING. 
(Continued    from    page   70) 

more  about  the  goods  and  less  about 
other  things,"  was  the  criticism  of  this. 

Christmas  Lists  With  Prices. 

Another  ad.  for  Christmas  had  a  long 

list,  nicely  arranged,  of  suitable  presents 
Tor  Christmas,  a  very  nice  and  complete 
list  :  a  lis!  that  everybody  would  find 
something  in.  Bui  this  ad  he  consid- 
ed  almost  useless: — there  were  no  prices 
mentioned,  and  tests  had  proven  that 
Christmas  lists  without  prices  were  al- 
most useless. 

in  succeeding  issues  The  Review  will 
reproduce  other  ads.  that  were  entered, 
and  indicate  favorable  or  unfavorable 
criticisms    that    were    made    upon    them. 


Smith  Trading  Co.,  Elgin.  Man.,  has 
heen  succeeded  by  the  Elgin  Cash  Trail- 
in-  Co. 

J.  A.  Valentine,  Lanson,  Sask..  gen- 
eral merchant,  has  heen  succeeded  by 
\  alenl  ine  &   Kerr. 

H.  Leff,  Port  Arthur,  suffered  a  seri- 
ous loss  by  lire  to  his  stork  of  drj  goods 

and    boots   and    -hoes. 

Fred  C.  Rogers,  Fort  Frances,  Out.. 
Eur  merchant,  has  improved   his  store  by 

a  brick  fronl  and  large  plate  glass  win- 
dows and  mirror  sides  and  backs. 


MEN'S   WEAR    SECTION. 


Dry  Goods  Review 


Judges'   Report  on   Card  Writing 

Competition 


THE  PRIZE  WINNERS 


Vom  the 
'  fashuii-marfdrfa 

y"  the 


No.  1. — First  prize  card  winning-  gold 
medal  in  class  1  for  most  artistic  pen  or 
brush-lettered  card,  used  for  opening  or 
special  announcement.  Won  by  .lames 
Jervis. 

No.  2. — Second  prize,  silver  medal, 
class  1.  Won  by  Will  Surman,  Chappies 
Limited,  Fort  William. 

No.  3. — First  prize,  silver  medal,  class 
2,  for  the  best  plain  lettered  price-card. 
Won  by  A.  W.  Murdisoii.  of  R,  H.  Wil- 
liams &  Sons,  Regina. 


/^\X  the  left  are  reproductions  of  the  cards  which  won 
^-^  first  and  second  prizes  in  Class  One  and  the  prize  in 
Class  Two  at  the  competition  in  connection  with  the  Con- 
vention of  the  Canadian  Window  Trimmers'  Association, 
now  changed  to  Display  Men.  These  were  the  unanimous 
choice  of  the  judges  from  a  large  number  of  entries,  and 
the  reproductions,  for  the  most  part,  bring  out  the  merits 
of  the  original  cards. 

Nos.  1  and  '1  were  for  opening  or  special  occasion  cards. 
No.  1  is  a  bright,  snappy  card,  with  (dear  inscription.  The 
main  part  of  the  announcement,  "Blazer  Jackets,"  stands 
oul  boldly  and  is  given  strength  by  the  use  of  an  outline 
of  a  nice  shade  of  tan.  edging  the  black  letter.  The  letter.- 
are  of  brush  stroke,  neatly  executed.  The  illustration  on 
the  light  is  a  pen  and  ink  sketch  done  by  the  card  writer, 
with  a  delicate  water  color  background,  which  makes  it 
stand  out  in  relief.  The  figure  itself  i>  well  chosen,  illus- 
trating the  goods  advertised  in  a  tree  and   easy  style. 

The  second  card  was  a  strong  contendant  tor  first  posi- 
tion, but  lost  its  chance  through  the  misplaced  use  of  a 
bright  green  air  brush  wall  which  is  scarcely  visible  in 
the  illustration,  but  detracted  from  the  legibility  and 
artistic  appearance  of  the  lettering.  While  air  brush 
work  on  such  cards  can  be  approved  of  to  some  extent,  the 
tendency  on  a  large  number  of  entries  was  to  "plaster" 
this  on  to  the  detriment  of  the  whole  appearance  of  the 
card  and  its  practical  value.  The  writer  of  this  card  has 
executed  some  of  the  best  work  published  in  The  Review 
in  the  last  few  years  and  is  particularly  strong  on  the 
artistic  use  of  illustrative  cut-out  figures.  In  some  cards 
submitted  by  contestants,  these  figures  were  so  large  or  so 
bright  that  they  utterly  dwarfed  the  lettering  and  lessen- 
ed the  effectiveness  of  the  card  as  an  unobtrusive  "guide 
mark''  to  the  merchandise. 

The  third  card  shown  was  the  best  of  the  price  tickets 
submitted.  The  border  was  an  attractive  design  of  Christ- 
mas colors,  red,  green  and  gold,  but  good  as  this  was,  it 
constituted  no  handicap  to  other  entries,  as  the  prize  was 
awarded  irrespective  entirely  of  this.  It  won  from  its  sim- 
plicity, legibility  and  the  neat  prominence  of  the  price. 
One  of  the  strong  additional  features  was  the  evident 
speed  with  which  it  could  be  executed,  being  of  a  brush 
stroke  lettering  id'  a  type  that  lends  itself  to  speed,  and 
which  after  all,  in  most  stores,  is  a  valuable  considera- 
tion in  the  turning  out  of  price  cards,  especially  for  in- 
terior work,  such  as  this  evidently  was. 

Many  of  the  other  samples  exhibited  showed  the  price 
only,  which  the  judges  held  to  be  a  grave  mistake.  Such 
a  card  lacks  the  individual  appeal,  whereas  the  prize  card 
draws  attention  with  its  definite  wording  to  a  special 
article,  and  carries  with  it  a  suggestive  force  that  is  nearly 
always  lacking  in  a  ticket  with  figures  alone.  The  figures 
in  this  card  are  well  executed;  the  lettering  is  plain  black, 
and  stands  out  very  distinctly.  The  one  which,  in  other 
respects,  was  next  to  this,  had  the  price  letters  shaded, 
which  put  it  into  the  fancy  class,  and  in  any  case  it  was 
not  as  distinct,  as  the  letters  were  crowded  and  ran  into 
each  other. 

Judges: — J.  C.  Edwards,  instructor  in  card-writing;  H. 
C.  MacDonald,  Toronto,  and  H.  H.  Black,  Dry  Goods 
Review. 
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Odd  Twists  and  Fancies  in  Men's  Fashions 


i 


A  NEW  SOFT  SHIRT  COLLAR  which  is  being  shown 
for  the  Spring-,  1915,  trade  is  different  in  that  there  are 

no  button-holes  and  the  front  lies  low  on  the  neck. 

*         *         * 

A  CONSIDERABLE  SHOWING  OF  BROWNS  and  burnt 
orange  is  to  be  noticed  throughout  the  autumn  neckwear 
displays. 


This  drawing  illustrates  a  new  "slide 
back"  union  suit  which  the  Manhattan 
Shirt  Co.,  of  New  York,  will  put  out  for 
next  Spring.  It  will  be  made  in  a 
variety  of  fabrics  of  special  design  and 
every  button  will  be  sewed  on  by  hand. 


A  NEW  COLLAR  BAG  has  been  brought  out  for  Christ- 
mas trade  which  has  a  base  of  leather  and  top  of  velvet. 

The  latter  is  more  flexible  than  a  leather  top. 

*  »         » 

A  CANADIAN  BUYER  prophesies  a  strong  demand  for 
the  black  stripe  shirt  in  England  and  in  Canada  as  a  result 
of  the  war  and  the  loss  of  life  that  has  taken  place  and 

still  is  inevitable. 

*  *         * 

THE   PUGGAREE   BAND   on   soft   hats    is   becoming   as 

weak  a  seller  as  the  taper  straw  hat. 

*  *         * 

THE  PNEUMATIC  OR  "CUSHION"  edging  on  brims 
.of  soft  hats  promises  to  be  a  good  spring  seller.    A  cord! 

is  run  inside  the  felt  band. 

*  *         » 

SOME  OF  THE  NEW  LOUD  SHIRT  PATTERNS  which 
air  shown  include  large  plaid  checks,  about  two-inch  size. 
in  bright  colors— bright  pink  and  live  shades  of  blue  and 
grreen. 

'NEW  MUSHROOM  PLEATED  SHIRT"FRONTS  are  seen 
with  1 1  oral  patterns  with  small  individual  designs. 

*  *         * 

AN  INVENTIVE  GENIUS  in  the  States  has  brought  out 
a  "Panama"  scarf,  showing  in  the  pattern  the  continent 
of  America  and  the  new  canal. 

*  »  * 

A  LONDON  TYPE  of  boys'  overcoat  is  made  in  plain 
grey  cheviots  and  has  neither  a  belt  at  the  back  nor  a 
si  rapped  cuff. 


A    NEW   UNION   SUrf   _re%9  rid  of  the  ten  or  a  dozen 

buttons  in  the  front  by  having  a  little  Hap  and  one  button. 
If  this  comes  off  there  is  an1  extra  button  hole  so  that  a 
tlat  collar  button  can  be  used  fo  close  the  suit. 

*  »  ¥ 

A  MIXED  SILK  AND  CORDAL  ove*feoat  has  hen  brotfgnl 
out  for  Fall,  the  wool  being  black  and  the  silk  white. 
They  arc  of  the  slip-on  pattern,  with  Raglan  shoulders, 
very   full    sleeve,  no  vest  at   back   and   lined    with    silk  -or' 

satin. 

»         *         » 

IN  ENGLAND  T1IK  KLJLCK  SHORT  COAT  wli.i<h  is 
fashionable  has  one  button  and  His  the  waist  closely.  The 
lapels  are  long  and  wide,  and  no  Haps  on  the  lower  packets.. 
The  collar  is  very  narrow.  The  vest  is  low  and  long  and. 
the  fcrouser  has  a  small  shepherd's  plaid  pattern.  It  is 
slightly  peg-topped  and  is  not  turned  up. 

*  *         * 

A  MILWAUKEE  FIRM  has  invented  a  knitted  collar  for 
vests  and  coats  which  may  be  worn  turned  down  or  stand- 
ing. 

*  *         * 

A  NEW  IDEA  in  closed  crotch  underwear  is  a  gorepiece 
or  gusset  insert  which  extends  through  the  crotch  from 

end  to  end. 

*  *         * 

A  TWO-BUTTONHOLE  DOUBLE  CUFF  has  been  put 
on  the  market  to  replace  the  ordinary,  one  with  four- 
button  holes.  One  of  the  advantages  is  that  where  the 
shirt  is  too  long  the  cuff  may  be  rolled  back  to  suit,  as 


FIG-/ 


F/Q-2. 


Sample  of   a   "war"   lie    brought  out  in  D.S 


there  is  no  companion  buttonhole  that  each  has  to  tit  into. 
It  may  also  be  lengthened,  similarly,  if  too  short.  The 
sleeve  part  under  the  cuff  is.  of  course,  narrower  to  allow 
of  the  link  joining  the  two  holes. 

*  »  * 

FOR  1915  NOT  ONLY  are  there  soli  collars  again  of  the 
same  materials  as  the  shirls  hut  there  are  also  how  ties 
made  of  the  same  stuff;  this  is  a  distinctly  novel  idea. 

•  •         • 

IN  THE  CANADIAN  TRADE  there  are  now  double 
for  shirts  made  withoul   starch.     The  principle  i*  the  same 
as  the  double  still'  cull',  the  arm  of  the  shirt  being  attached 
to  the  centre  of  the  cuff  band  leaving  two  tree  ends  either 

of  which  can  he  used. 

•  •         • 

A  NEW  FEATURE  ov  SOME  of  the  better  shirts  for 
Spring  i-  the  Pad  that  the  front  plea!  goes  right  to  the 
bottom  of  the  garment  instead  o\'  being  discontinued  below 
the  buttons. 
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MEN'S    WEAR    SECTION. 


A  NEW  TYPE  OF  UNION  SUIT  is  being  brought  out  by 
a  United  States  firm.  It  is  a  regular 
one  with  the  addition  of  a  knitted  cuff 
below  the  knee,  which  holds  the  drawers 
down  and  does  not  hind  the  leg.  The 
garter  is  held  in  place  by  loops  on  the 
cuff  and  does  not  touch  the  leu.  The 
manufacturers  of  this  garment  say  it  is 
"intended  for  all-the-year-round  wear; 
it  is  roomy  at  the  knee,  obviates  any 
awkward  appearance  at  the  ankle,  and 
keeps  out  the  cold  wind,  because  the 
cuff  tits  snugly  about  the  calf." — Cour- 
tesy of  Men's  Wear,  New  York. 


A  POPULAR  BATHING  SUIT  in  England  this  year  lias 
been  the  two-piece  of  a  solid  ground  with  club  colors  as 
edging  to  sleeves,  neck,  skirt  and  trunks.  A  few  tried 
shot-silk  variations. 


A  VENTILATED  CLOSED  CROTCH  has  been  brought 
out  by  the  Newport  Underwear  Mills,  which  has  ' '  an 
clastic  insert  of  ventilated  cloth  fabric"  in  the  crotch. 
This  allows  the  heat  of  the  body  to  get  out  and  prevents 
the  perspiration  that  hardens  the  crotch  part. 

m  *  * 

A  WELL-KNOWN  NEW  YORK  clothier  picks  as  the 
styles  in  overcoats  "the  modified  Balmacaan  and  form- 
atting, short,  double-breasted  coat. 

*  *         * 

A  NEW  TYKE  OF  COLLAR  seen  in  England  is  a  stand- 
up  with  small  wings,  and  a  flap  extending  along  the  bottom 
except  for  a  couple  of  inches  in  front,  to  conceal  the  tie 

hand. 

»  •  * 

A  "BACHELOR  OUTFIT"  has  been  designed  in  the 
form  of  a  leather  bag  with  separate  apartments  for  collar 
buttons,  scarf  pins,  etc.  These  are  equipped  with  needles 
and  thread  and  buttons,  a  very  handy  combination. 

*  *  s 

THE  WIDE  TROUSERS  now  used  in  England  must  be 
discarded  if  the  close-fitting  frock  coat  comes  in  to  replace 
the  morning  coat    as  many  think  probable. 


Patriotic  Window    in    Honor  of    Winnipeg  Soldiers 

"T"  HIS  window  was  trimmed  in  honor  of  the  Winnipeg  soldiers  as- they  were  leaving  for  the 
front,  and  is  the  work  of  Gerald  II.  Macgregor,  for  the  Hudson's  Bay  Co.,  of  Winnipeg. 
An  officer  of  the  100th  Grenadiers  described  it  as  "one  of  the  best  patriotic  displays"  he  had 
seen  and  very  appropriate,  and  beyond  criticism.  He  further  declared  that  it  was  an  inspir- 
ation to  those  who  saw  it.  and  carried  a  strong   appeal  to  <  very  man. 

"The  floor  of  the  window,'  an  Mr.  Macgregor  describes  it,  "is  covered  with  a  largt  Union 
■lack,  and  one  is  draped  at  the  hack  as  well.  On  the  right  is  the  French  flag,  with  the 
Canadian  draped  on  the  top.  and  in  the  centre  the  Belgian  and  Russian.  The  King's  pictun 
an<l  the  figures  represented  Britannia  and  Liberty."  Both  these  figures  ar,  very  gracefully 
draped,  while  the  stacked  rifles  at  cither  side  add  a  military  air.  The  tuindow  card  reads 
"For  King  and  Empire."  Owing  to  difficulties  in  photographing  the  wJiole  window,  it  had 
to  be  taken  in  two  parts. 
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Indications  are  that  Spring  Hats  Will  Cost  More 

English  Manufacturers  Claim  Ability  to  Supply  all  Former  Needs 
But  at  Higher  Prices — Lower  Crowns  in  Straws  and  Black  Bands 
in  Soft  Hats  Strong. 

From'interviews  with  buyers 


STYLES  FOR  SPRING,  1915. 
The  top  hat  comes  in  Leghorn,  Bangkok 
and  Panama.  The  second  shows  the  contrast 
in  colors  carried  out  in  a  narrow  strip  along 
the  brim.  Fried,  Grills  &  Co.,  who  are  show- 
ing these  lines,  are  strong  believers  in  the 
Alpine   block   for   the   best   trade. 


SAMPLES  of  straws  for  the  Spring 
trade  are  now  on  the  road, 
and  it  looks  as  though  3y2 
by  2  will  ho  the  big  seller,  al- 
though 3V4  and  3%  will  be  in  de- 
mand, but  only  in  back  towns.  The 
3x/2  has  taken  the  place  of  the  3%, 
which  had  its  day,  only  running  for  a 
lew  weeks,  during  which  season  it  could 
not  ho  secured  fast  enough.  It  was  sig- 
nificant that  the  merchant  who  asked 
early  this  year  for  the  high  crown, 
bought  low  crowns  when  he  came  to  buy 
his    second    supply. 

Black  Trimmings  Popular. 

Trimmings  will  be  much  the  s.'inie  as 
this  year,  though  they  will  bo  a  little 
fancier.  Very  little  colored  trimming 
will  bo  worn,  and  blacks  will  predom- 
inate Braids  for  straws  are  imported 
from  China,  and  may  be  more  difficult 
to  secure  with  the  present  unsettled  con 
(lit  ions. 

Panamas,  particularly  in  smart  young 
men's  stuff,  have  had  ;i  very  large  sale 
1  his  year,  and   it    is   predicted   the  sea- 


son   will   bo   a   big  one  yet,  particularly 
in  fancy  stuff. 

Blues   Strongest  in  Softs. 

In  soft  hats,  Alpine  blocks  will  have 
a  big  demand,  even  among  the  best 
dressed  young  men.  Lighter  contrast 
trimmings  will  be  in  vogue  for  Spring. 
As  Ear  as  can  bo  learned,  the  dish  brim 
is  passing  out  of  favor.  Better  class  men 
are  asking  for  smart  ultra  stuff,  and 
blues  will  be  in  biggest  demand,  al- 
though greens  and  darker  shades  are 
coming   along   strong. 

Hats  are  going  to  be  higher  in  price 
without  a  doubt,  and  considerable  dif- 
ficulty will  bo  experienced  in  securing 
stocks  from  Europe,  except  England, 
whose  manufacturers  advise  that  they 
will  be  able  to  fill  orders,  although  the 
cost  may  be  a  little  higher.  The  Aus- 
trians.  who  have  led  the  world  in  velours, 
will  lo*e  their  trade  entirely.  Felts 
from  Germany  will  be  missing.  Trim- 
mings are  also  imported  from  that  coun- 
try. 

Stiff  Hats  Slow. 

Stiff  hats  have  been  slow,  and  the  only 
thing  that  will  produce  a  revival  is 
something  decidedly  new.  Young  men 
are  looking  for  it.  and  will  not  buy  until 
they  see  a  decided  change.  The  trend 
for  Spring  is  in  the  direction  of  high 
crowns,  tapered  to  a  real  bullet  shape, 
with  heavier  rolls. 

Tn  the  past  six  months  the  demand  for 
caps  has  been  slow,  duo  to  the  big  de- 
mand for  soft  hats.  Tt  is  picking  up  a 
bit  now.  and  some  sorting  is  being  done 
for  Fall.  Styles  are  tending  along  the 
same  models,  banded  caps  being  most 
in  favor.  There  is  being  shown  now  a 
four-piece  crown,  witli  large  button. 
Broken  chocks  and  quiet  patterns  are  in 
biggest  demand.  Little  rough  stuff  is 
selling. 

@- 


DYESTUFFS    UNCERTAIN. 

Canadian  Manufacturers  Likely  to  Find 
Difficulty  Here. 

A  circumstance  which  is  going  to  pro- 
sent  a  serious  problem  to  the  trade  is 
the  fact  that  Germany  makes  75  per 
cent,  of  the  world's  dyestuffs.  The  quan 
lilies  of  this  used  in  the  manufacture  of 
hosiery,  gloves  and  sweater  coats  is  suf 
licient  to  make  the  Canadian  dealer 
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wonder  whore  it  is  to  come  from.  The 
German  Government  is  allowing  dye- 
stuffs  to  leave  the  country  now.  but 
English  warships  may  object,  and  in- 
surance is  so  high,  that  it  is  a  question 
whether  manufacturers  can  gel  it  out 
or  not.  Tn  any  case  this  is  likely  to 
affect  the  price  of  highly-colored  sweat- 
er coats,  or  to  make  it  impossible  to  get 
them   at  all. 


From   the   Fall   lines  of    B.   A.   Mallory.  The 

top   one.   an    Alpine  block,  look-; 

Btrong  also  for  Spring. 


Many  New  Features  Showing  in  Spring  Shirts 

Moderately  Priced  Lines  to  Be  Strong,  But  Some  New  Novelties 
— Double  Lengths  in  Sleeves — Reversible  Soft  Cuffs — Soft  Collars 
Without  Buttons  and  Ties  of  Same  Material — Silk  Fronts  and 
Cotton  Bodies,  Etc. 


CANADIAN  shirt  manufacturers 
are  now  directing  attention  to  the 
Spring  business,  and  some  of  the 
travelers  are  already  on  the  road  with 
the  samples.  While  there  are  a  number 
of  new  and  interesting  features  which 
are  to  be  noted  in  the  new  garments  be- 
ing shown,  the  strength  of  the  Spring 
lines  will  be  in  staples,  with  the  idea 
that  there  will  be  a  stronger  demand  for 
the  more  moderate  priced  lines. 

Generally  speaking,  the  feature  of  the 
Spring  lines,  as  predicted,  is  a  continu- 
ance of  the  high  colors,  in  the  wearing 
of  which  the  continental  influence,  which 
has  already  had  its  effect  in  the  Ameri- 
can cities,  is  shown.  Colors  are  for  the 
most  part,  however,  confined  to  patterns 
rather  than  to  backgrounds,  and  there 
are  strong  showings  of  stripe  combina- 
tions in  which  blue,  pink,  red,  and  green 
predominate. 

Cross  Stripes  are  Weak. 

An  outstanding  feature  of  the  Spring 
lines  is  the  weakness  of  the  cross  stripes 
which  have  been  so  popular  during  the 
past  couple  of  seasons  and  there  is  also 
an  absence  of  the  cross  pleats. 

The  pleated  fronts,  however,  are  hold- 
ing their  own  remarkably  well  and  in 
this  connection  there  is  a  new  feature  in 
a  combination  of  pleat  and  stripe,  the 
stripe  being  left  plain  and  the  white 
space  between  pleated;  this  brings  a  nar- 
rower pattern  into  the  front  than  is  seen 
in  the  body  of  the  shirt. 

Two  Length  Sleeves. 

One  of  the  big  Canadian  manufactur- 
ing concerns  has  introduced  a  new  fea- 


THE  NEW  FEATURES. 

Ranges  with  sleeves  of  two  lengths 
in  the  size. 

Soft  collars  without  buttons  in  self 
materials. 

Bow  ties  same  material  as  shirt  and 
collar. 

Silk  fronts  with  bodies  of 
cheaper  material. 

Sport  shirts  with  new  fold  back 
collar. 

Front  band  extended  down  full 
length. 

Garments  sold  in  envelopes  of 
waxed  paper. 

A  reversible  soft  cuff. 

High  colors  continue  in  patterns. 

Pleated  fronts  still  strong  but  no 
crow  stripes. 

Strong  showing  of  moderately 
priced  garments. 

Weakness  of  cross  stripes  and  cross 
pleats. 

ture  which  promises  to  become  very 
popular  in  the  trade.  This  is  a  range 
in  which  there  will  be  garments  with  dif- 
ferent length  sleeves.  This  has  been 
one  of  the  weak  points  of  the  ready-made 
shirt.  There  is  the  business  man  who 
may  desire  to  have  the  length  so  that 
the  cuff  will  be  shown  at  all  times,  while 
others  will  want  a  shorter  sleeve  for  the 
reason  that  their  employment  may  be 
responsible  for  the  band  being  easily 
soiled.  Again  there  are  different  opin- 
ions as  to  the  length  of  the  coat  sleeve. 
With  the  different  length  sleeves  the  re- 
tailer should  be  in  a  position  to  much 
more  readily  supply  the  demands  of  his 


customer   and   give  more   general   satis- 
faction. 

A  Double  Soft  Cuff. 

The  continued  popularity  of  the  soft 
cuff  on  shirts  for  all  times  of  the  year 
has  led  to  an  innovation  in  a  double  soft 
cuff  which  is  on  the  same  principle  as  the 
double  stiff  cuff  which  has  been  display- 
ed in  the  trade  for  some  time.  The  bot- 
tom of  the  sleeve  is  attached  to  the 
•  enter  of  the  cuff  band  rather  than  to 
one  side  which  allows  two  wearing  ends 
and    a   double   exposure. 

Collars  and  Ties  of  Self  Material. 

A  feature  of  the  Spring  lines  will  be 
an  effort  to  revive  the  popularity  of  the 
soft  collar  which  is  being  made  in  the 
same  materials  as  the  shirts.  A  new 
idea  is  a  collar  without  the  button  holes. 
Instead  of  being  held  up  by  the  pin  or 
cross  tape  as  in  the  past,  the  ends  will 
be  loose,  and  the  collar  will  lie  flat  at 
the  front. 

An  entirely  new  idea  with  the  soft 
collar  will  be  ties  of  the  same  material 
which  will  usually  be  tied  in  bows. 

Another  new  idea  which  we  have  seen 
in  the  Spring  shirts  is  to  continue  the 
front  band  down  the  full  length  of  the 
garment  instead  of  only  so  far  as  the 
row  of  buttons. 

Some  Novelties. 

The  demand  for  a  silk  shirt  has  led 
to  something  new  in  a  garment  with  a 
front  of  silk  and  the  body  of  cheaper 
material,  which,  however,  will  have  the 
same  pattern  and  the  same  coloring  as 
the  front.    A  special  effort  is  being  made 


SAMPLES     OF     SPRING 
SHIRTS. 

Here  are  same  of  the  new 
tilings  brought  out  for  the 
spring  trade.  The  out  ou  the 
left  is  shown  in  a  candy 
stripe;  it  is  retailed  in  indi- 
vidual envelopes  of  waxed 
paper.  The  pleated  front  is 
now  in  that  the  pleats  are 
only  between  the  stripes.  The 
new  collar,  without  buttons, 
is  shown  in  the  same  ma- 
tcri.il  as  the  shirt  aud  also  a 
bow  tie  of  like  material  which 
is  unique.  A  shirt  for  the 
holiday  trade  with  special 
bo'3  is  shown:  it  has  a  silk 
front  and  body  of  cheaper 
material  in  the  same  pattern. 
Shown    by    Tnoke   Bros..   Ltd. 
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MEN'S    WEAR    SECTION. 


to  pui  i  lii-  garmenl  into  the  holiday 
t  rade  and  it  « ill  be  sold  in  appropriate 
individual  boxes. 

Sigh  class  shirts  will  also  be  sold  in 
envelopes  of  waxed  paper,  which  pre- 
vents anything  in  the  way  of  soiling  and 
leaves  a  immmI  impression  with  the  cus- 
tomer. 

Sporl  shirts  for  nexl  Summer  are  be- 
ing  made  with  the  new  convertible  col- 
lar which  can  be  folded  back,  leaving 
the  neck  open,  a  Tier  the  fashion  of  a 
coat  or  sweater.  This  garment  lias  a 
breast   pocket. 

Some  New  Collars. 

There  will  lie  a  number  of  new  collar 
shapes  displayed  which  will  be  in  plain 
and  madras.  The  latter  will  continue  its 
popularity  next  year  and  there  will  be 
some  new  designs  and  patterns.  It 
Looks  like  a  continuance  of  the  open  and 
long  pointed  shapes  but  it  is  yet  rather 
soon  to  predict  definitely. 


McNaughton  &  Green,  Sudbury,  have 
opened  a  stock  of  men's  furnishings 
and   groceries. 


SHIRTS    FOR 
8PEING,     L915. 

On  the  left  are 
swatches  of  silk  shirt- 
ings, the  two  stripes 
being  heliotrope  and 
black,  and  the  others 
tan  and  Light  blue. 
The  -hiit  has  a  -ilk 
mushroom  bosom,  with 
9  o  i'  t  d  (i  u  1)  1  e  cutis. 
s  li  ii  u-  a  by  ( Irescenl 
Manufacturing    <'u. 


Bigger  Business  forQ  Canadian  Mills  Due  to  War 

Government  Orders  and  Extra  Demand  for  Hosiery — Choice  of 
Lower  Priced  Underwear  for  Spring'  is  Public  Fancy  from  Sense 
of  Economy — Silk  Fibre  on  Hand. 


TBREE  things  will  determine  the 
amount  of  knitted  goods  sold  this 
Fall:  the  war.  the  weather,  and 
the  disposition  or  ability  to  buy  first. 
The  war  has  had  the  effect  of  eliminat- 
ing certain  (Jcrman  lines  from  the  mar- 
ket, diverting  this  business  to  Canadian 
and  British  houses.  Secondly,  those  who 
are  observant  declare  that  this  will  be 
an  early  and  severe  Winter.  Thirdly, 
there  frill  be  a  disposition  not  to  buy 
heavily    for  a    time  at  least. 

Retailers  have  stocked  well  in  a  better 
grade  sweater  coat.  This  is  rather  un- 
i  xpected,  and  the  only  explanation  to  be 
offered  is  that  they  carried  over  a  Larga 
stock  of  medium  and  low-priced  coals. 
The  demand  will  be  chiefly  for  plain 
colors,  and  not  for  the  red  and  green 
stripes  which  used  to  be  so  popular. 
Greys  are  an  easy  first,  navy  second,  fol- 
lowed by  maroon  and  brown.  The  pull- 
over sweater  is  not  so  popular.  The  big 
eoarse-knil  coal  is  in  favor.  This  busi- 
iii  ss  i-  pre! I j  « ell  con! rolled  bj  ( !au 
adian  firms.  German  goods  thai  will  be 
missed  are  shawls  and  boys'  jerseys,  but 
these    supplies   can    be   secured    iii    Eng 

laud,     while     Canadian     firms     have     also 

entering  t  he  market. 

The   price  o|    iimleru  ear    i-   Qol    affected 


much  by  the  war  as  yet.  Our  own  fac- 
tories are  able  to  take  care  of  this  busi- 
ness. The  war  will  make  a  difference  if 
it  continues,  however.  Manufacturers 
report  that  the  price  of  wool  has  ad- 
vanced, and  they  cannot  replace  goods 
for  next  Fall  at  prices  secured  for  next 
Spring  lines.  Wool  is  costing  3  cents 
per  lb.  more  now  owing  to  increased 
ocean    Freights   and    insurance. 

The  Dominion  Government  has  placed 
orders  for  an  enormous  amount  of  un- 
derwear and  socks  for  the  troops,  which 
has  helped  to  keep  the  mills-  running, 
and  in  some  cases  mills  shut  down  or 
verj  slack,  are  running  again.  Whole- 
salers express  the  opinion  that  woolen 
socks  mi1.: lit  be  scarce  before  the  Winter 
is  over.  Retailers  have  ordered  woolen 
hosiery  almost  up  to  the  average.  Ord- 
ers were  lew  earlier  in  the  year,  and 
a  rush  is  expected  between  now  and 
December. 

For  the  Las!  two  years  i  he  public  has 
shown  a  tendencj  to  buy  lighter  weight 
stuff.  There  is  another  tendency  now  to 
bn\  cheaper  goods,  t lioii'ili  not  too  cheap. 
All  Summer  there  has  been  a  tendencj 
to  economize,  A  dollar  suit  of  under- 
wear is  good   enough,   whereas  a  year  ago 

ii  was  "Let  me  see  the  besi  you've  got." 
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What  has  been  said  about  underwear 
applies  equally  to  men'-  and  women's. 

For  the  past  two  years,  reports  a 
large  Toronto  retailer,  about  ninety  per 
cent,  of  their  hosiery  business  has  been 
in  black  cashmere.  Cotton,  silk  and 
lisle  hosiery  will  be  seriously  affected  by 
the  war  for  Spring  business.  Chemnitz, 
ic  Saxony,  is  the  greal  centre  for  ladies' 
hosiery,  and  this  Supply  will  be  entirely 
cut  off.  There  will  be  little  change  in 
prices  except  on  lines,  the  yarn  tor 
which    i-    imported. 

Samples  of  silk  fibre  hosiery  were  sub- 
mitted to  Toronto  wholesalers  a  week 
before  the  war.  The  announcement  was 
made  shortly  afterwards  that  these  bad 
been  withdrawn  from  the  market.  Am- 
erican manufacturers  have  a  large  stock 
id'  this  yarn  on  band,  and  should  be 
aide  to  supply  for  the  Canadian  market 
what    cannot    be    secured    here. 

As  regards  other  lines  of  hose,  the 
war  could  not  have  happened  at  a  more 
opportune  time  for  Canadian  manufac- 
turers. Cue  firm  had  recently  doubled 
its  eapacitj  and  come  on  to  the  market 
with  several  new  lines,  competing  with 
the  Germans.  Another  mill  has  just 
started  to  manufacture  the  very  goods 
thai   were  cul   off  by  the  war. 


No  Dyed  Hosiery  Deliveries  After  Christmas? 

National  Association  Executive  Take  Stand  as  Result  of  Scarcity 
of  Dye  Stuffs — Lots  in  Germany  but  Shipments  mav  be  Held  up 
by  British  Fleet— No  U.  S.  Dyes'  for  a  Year. 


PHILADELPHIA,  Sept.  14.  —  The 
knit  goods  situation  was  threshed 
out  thoroughly  at  a  meeting  of  the 
Executive  Committee  and  Advisory 
Board  of  the  National  Association  of 
Hosiery  and  Underwear  Manufacturers. 
The  lack  of  dyestuffs  was  considered  the 
most  serious  obstacle  in  the  way  of  busi- 
ness, and  it  was  decided  to  take  no  ord- 
ers lor  the  delivery  of  dyed  hosiery  after 
January  1,  as  stocks  of  dyes  were  get- 
ting low.  A  statement  was  issued  in 
which  it  was  declared  that  no  immediate 
relief  could  be  expected  in  the  dye-stuff 
situation,  and  domestic  dyestuff  manu- 
facturers showed  it  would  take  at  least 
a  year  to  start  any  plants  for  their 
manufacture,  and  then  only  at  an  out- 
lay of  immense  capital  and  some  time. 
Even  then  only  a  limited  class  of  colors 
could  be  produced.  Furthermore  it  is 
problematical,  if  any  dyestuff  can  be  im- 
ported during  the  progress  of  the  Euro- 
pean war,  or  for  a  considerable  time 
after  its  termination,  and  in  any  event 
prices  will  be  advanced  enormously,  it 
was  therefore 

"Resolved,  That  it  is  the  opinion  of 
this  meeting  that  the  hosiery  manufac- 
turer should  take     no     orders  for  dyed 


Boy's  double-breasted  ulster  with  stitoh- 
down  cuffs,  and  centre  back  vent.  Buttons 
close  to,  neck. 


hosiery  for  delivery  beyond  Jan.  1,  or 
beyond  such  time  as  the  stock  of  dye- 
stuffs  of  the  individual  manufacturers 
will  last.  Furthermore,  that  our  cus- 
tomers be  advised  of  these  conditions, 
and  they  are  recommended  not  to  com- 
mit themselves  to  deliver  any  dyed 
hosiery  which  is  not  in  their  possession 
uii  or  before  January  1. 

"Consequently,  owing  to  these  condi- 
tions existing,  it  seems  that  bleached 
white  or  undyed  hosiery  will,  of  neces- 
sity, be  the  prevailing  color  for  all  hosi- 
ery   tor  next    Spring  and   Summer. 

"At  the  morning  session  it  is  also  un- 
derstood that  every  possible  phase  ot 
the  situation  received  careful  attention, 
and  it  was  the  judgment  of  all  present 
that  the  future  was  decidedly  uncertain, 
and  that  it  behooved  every  manufacturer 
to    move    very    cautiously.  The    yarn 

market  alone  presents  a  problem  worthy 
of  consideration,  and  with  the  uncer- 
tainty of  obtaining  sufficient  dyestuffs, 
the  manufacturers'  troubles  were  con- 
sidered to  be  of  a  weighty  character." 

Manufacturers  stated  that  in  Germ- 
any there  were  big  supplies  on  hand, 
but  England  might  interfere  in  the  ship- 
ment of  these  goods.  A  representative 
of  the  Berlin  Aniline  Works,  stated  that 
the  German  Government  was  making 
every  effort  to  ship  merchandise  to  the 
seaport — Holland,  Denmark  and  Swed- 
en, and  to  have  the  goods  transferred  in 
neutral  bottoms,  but  that  there  was  noth- 
ing definite  which  he  could  state.  He 
claimed  that  the  supply  in  Germany  is 
sufficient  to  last  manufacturers  in  this 
country  for  almost  a  year.  As  far  as  he 
could  learn  plants  in  Germany  were  be- 
ing  operated  in  part  and  that,  while  they 
were  not  remitting  money  on  sales  made, 
they  are  making  arrangements  to  trans- 
mit it  in  a  round-about  way.  He  de- 
clared that  if  he  were  a  manufacturer 
he  would  not  sell  goods  to-day  to  be  de- 
livered six  months  from  now  on  the  in- 
definite basis  of  receiving  supplies.  He 
also  stated  he  knew  nothing  about 
prices  because  factories  arc  partly- 
closed  down  and  a  good  deal  of  the  raw 
material  has  been  used  for  other  pur- 
poses, particularly  for  explosives  by  the 
Government. 

Representatives  of  dye  works  claim 
they  were  operating  to  a  certain  extent, 
but  that  the  prospect  of  securing  do- 
mestic dyestuffs  is  very  small. 

It  was  stated  that  manufacturing  in 
the  United  States  could  not  be  under- 
taken before  one  year. 
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GEORGE  E.  PEARSON, 

Member  of  the  MacLean  Publishing  Co.'s 
editorial  staff,  Toronto,  who  goes  to  the 
front  with  No.  1  Company  Princess  Pa- 


tricia Light  Infantry.  Mr.  Pearson  is 
a  splendid  type  of  man  and  has  many 
warm  friends  throughout  the  country. 

The  Princess  Patricia  Light  Infantry, 
which  is  now  recruited  up  to  its  full 
strength  of  1,000  men,  will  be  the  first 
Canadian  force  to  leave  for  the  front. 

The  regiment  is  practically  all  com- 
posed of  veterans,  either  Canadian  or 
British,  who  have  seen  active  service. 
They  present  a  splendid  appearance,  and 
will  undoubtedly  create  a  most  favorable 
impression  on  landing  in  England.  Be- 
fore crossing  the  channel  the  regiment 
will  probably  be  given  a  little  further 
training  at  Aldershot  or  Salisbury  Plains. 

After  reviewing  the  Princess  Patricia 
Light  Infantry  the  Minister  of  Militia, 
Col.  Hughes,  sent  a  cable  to  Earl  Kitch- 
ener stating  that  there  was  no  finer  regi- 
ment to  be  found  in  the  world. 


WORSTEDS  IN  SMALL  SUPPLY. 

Manufacturers  are  chary  of  commit- 
ting themselves  on  prospects  for  cloth 
deliveries.  It  is  known,  however,  that 
some  of  the  largest  in  the  trade  have  had 
to  lay  off  cutters  for  lack  of  material 
so  that  the  necessity  of  using  more  Can- 
adian and  American  textiles  appears 
quite  likely.  The  supply  of  Old  Country 
tweeds  is  ample  for  some  months,  but 
that  of  worsteds  is  reported  to  be  rather 
low.  Prices  will  likely  be  affected  by 
the  probable  shortness  of  supply  and 
increase  of  first  costs  to  the  manufac- 
turers. 


The  Future  of  the  Closed-Crotch  Union  Suit 


PROBABLY  the  greatesl  legal  con- 
troversy which  has  ever  stirred 
the  furnishing  goods  trade  world, 
says  "Men's  Wear,"  New  York,  is  that 
one  which  for  the  past  several  months 
has  centered  around  the  form  of  union 
suit  which  has  been  denominated  by  the 
various  makers  the  closed  crotch.  Let- 
tors  patent  covering  this  invention  have 
been  the  subject  of  a  prolonged  contro- 
versy between  the  manufacturers  and 
sellers  of  underwear  throughout  this  and 
some  foreign  countries.  Many  manu- 
facturers have  become  involved  legally, 
and  wide  publicity  lias  been  given  to  the 
various  aspects  of  the  controversy  in  the 
news  and  advertising  columns  of  trade 
papers  everywhere.  As  a  result  the 
closed-crotch  idea  has  gained  a  vast 
amount  of  publicity  for  which  it  has  not 
been  compelled  to  pay  advertising  rates. 
It  is  safe  to  say  that  this  publicity  has 
been  a  very  potent  factor  in  the  sale  of 
garments  embodying  this  feature.  It 
may  also  have  resulted  in  causing  many 
manufacturers  who  never  before  made 
such  garments  to  engage  in  their  manu- 
facture, though  each  has  tried  to  avoid 
possible  litigation  by  modifying  his  de- 
signs to  an  extent  that  he  feels  safe  in 
producing  them  and  selling  them  to  the 
trade.  The  earlier  history  of  this  fea- 
ture is  somewhat  obscure.  Like  all  con- 
troversies involving  patents,  more  than 
one  claims  to  have  originated  the  idea, 
and  often  some  feel  that  the  one  who 
succeeds  in  getting  letters  patent  from 
the  government  is  not  rightfully  entitled 
to  them.  The  original  idea  underlying 
this  feature  may  be  traced  back  to  190fi, 
at  which  time  Wm.  A.  Meredith  is  con- 
coded  by  many  to  have  conceived  the 
idea  of  a  closed-crotch  union  suit.  The 
business  development  of  the  idea  did 
not  begin,  however,  until  some  time 
later,  Avhen  a  company  was  organized  to 
sell  union  suits  embodying  this  feature. 
The  first  advertisement  which  appeared 
in  a  trade  paper  was  in  March,  1910. 
This  marked  the  beginning  of  the  pub- 
licity which  has  been  so  great  a  factor  in 
the  growth  of  the  business. 

Almost  a  year  before  the  appearance 
of  this  advertisement  the  first  order  for 
union  suits  embodying  this  idea  was 
recorded,  and  the  first  patent  was  grant- 
ed  a  few   weeks   before   this   first    sale   of 

the  new  garments  was  made. 

As  the  merits  of  the  idea  became 
known,  and   u^   the  advertising  became 

more  intense,  others  entered  the  field, 
until  to-day  there  is  scarcely  a  house 
making  union    suits   in    this   country    but 


what    makes    suits    embodying    this    fea- 
ture. 

Comments  of  the  Retail  Trade. 

Notwithstanding  the  growth  and  de- 
velopment of  the  business  on  union  suits 
embodying  this  feature,  and  the  many 
advocates  of  the  merits  of  the  "closed- 
crotch"  idea,  there  are  those  who  be- 
lieve that  these  merits  are  magnified  by 
the  publicity  given  this  line.  Notable 
among  these  is  the  head  of  one  of  the 
loading  men's  stores  in  the  country, 
situated  in  Chicago,  whose  clientele  is 
among  the  best  that  exists.  He  says  that 
his  experience  handling  the  closed-crotch 
union  suith  confirms  him  in  the  belief 
that  the  chief  merit  of  the  idea  is  in  the 
amount  of  printers'  ink  used  to  promote 
sales  of  the  various  linos  in  which  it  is 
embodied.  This  buyer  said  that  the  busi- 
ness with  this  lino  has  been  so  unsatis- 
factory that  he  had  about  decided  to 
abandon  it,  except  possibly  in  the  base- 
ment department.  The  statement  was 
made,  and  confirmed  by  the  salesmen 
who  handled  the  greater  part  of  the 
union  suit  confirms  him  in  the  belief 
call  a  day  has  been  received  for 
"closed-crotch"  union  suits;  that  in 
most  cases  he  was  able  to  sell  them  the 
regulation  open-crotch  garments,  and 
that  an  infinitesimally  small  percentage 
of  sales  were  lost  by  not  having  "closed- 
crotch"  suits  in  stock.  He  also  asserted 
that  after  closed-crotch  union  suits  were 
sold  many  of  the  purchasers  returned 
them  or  asked  to  have  them  changed  into 
the  "open"  kind. 

Conversely,  another  leading  buyer  of 
underwear  stated  that  50  per  cent,  of  the 
union    suit    business    is      done      on      the 


"closed-crotch"  varieties,  and  it  was 
his  opinion  that  this  style  is  the  greatest 
improvement  ever  made  in  modern  un- 
derwear. 

Another  expressed  the  opinion  that 
while  the  business  in  this  line  is  grow- 
ing greater  all  the  time,  because  of  the 
merit  of  the  idea,  it  was  not  yet  per- 
fected to  the  highest  possible  degree. 
Complaints  of  too  much  material  in  the 
crotch  have  been  made  by  wearers, 
while  some  take  the  ground  that  it  is 
more  difficult  to  be  fitted  with  the 
"closed-crotch"  kind  of  union   suits. 

Very  Favorable. 

The  consensus  of  opinion  as  expressed 
by  underwear  buyers  in  New  York  in- 
dicates that  the  future  of  the  closed- 
crotch  union  suit  is  considered  very  fav- 
orable throughout  the  retail  market.  All 
of  the  buyers  interviewed  on  this  sub- 
ject in  that  city  displayed  a  great  deal 
of  interest  in  this  style  of  underwear 
for  men,  and  predicted  that  its  popular- 
ity would  increase  steadily  each  season. 
Its  success,  they  say,  is  already  an  es- 
tablished fact. 

Boyd  Payne,  furnishings,  hosiery  and 
underwear  buyer  for  Browning,  King  & 
Co.,  said:  "There  is  no  doubt  in  my 
mind  but  that  the  closed-crotch  union 
suit  is  here  to  stay.  Our  closed-crotch 
union  suit  business  in  our  eastern  stores 
at  present  closely  approaches  50  per 
cent,  of  our  entire  underwear  business  in 
these  stores,  while  in  our  western  stores 
more  than  65  per  cent,  of  our  under- 
wear business  is  done  on  closed-*' 
union  suits.  The  old-fashioned  open- 
crotch  union  suit  in  all  our  stores  has 
been  completely  displaced  by  the  closed- 


Message  from  Valcartier  Camp 

Valeart'ur  Vamp.  (Jut  bee.  Aug.  30,   1011. 
The  C.  W.  T.  Association, 
Gentlemen : — 

I  regret  being  unable  to  be  pres<  nt  at  the  ree<  nt  annual  August 
Convention,  my  absence  being  caused  by  my  joining,  on  the  call  oj 
my  native  land,  the  7-2ml  Seufmib  Highlanders  now  in  the  camp  <  n 
route  for  the  front.  1  trust  you  had  an  instructive  and  v^  ry  pleasant 
time  and  that  the  Association  will  grow  stronger  each  gear. 

Trusting  that  J  mag  havt  the  pleasurt  of  being  with  you  all 
again  next  August, 

I  remain, 

Fours  sinct  r<  ly, 

/•:.  0.  MEADOWS. 
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Sketches   cf  ten   various   forms  of  closed   crotch   union   suits   now  on  the  market.    Courtesy  of  Men's  Wear,  Xew  York. 


crotch  garment,  and  our  business  on  this 
latter  style  of  garment  is  increasing-  all 
the  while  at  the  expense  of  a  propor- 
tionate decrease  in  our  two-piece  under- 
wear business.  To  my  mind,  the  elosed- 
crotch  union  suit  is  the  only  thing,  and 
it  has  taken  the  place  of  the  old  open- 
crotch  style,  which  we  do  not  carry  at 
all  now,  just  like  the  coat  shirt  has  re- 
placed the  old-style  open-hack  shirt.  The 
closed-crotch  union  suit  is  growing  more 
popular   all   the   time,   and   after   a   man 


has  once  worn  and  become  accustomed 
to  that  style  of  underwear  he  prefers 
it    to   anything   else." 

The  assistant  underwear  buyer  for  one 
of  the  largest  department  stores  in  New 
York  said:  "Our  business  on  the 
closed-crotch  union  suit  is  increasing 
about  10  per  cent,  each  season,  and  we 
believe  that  its  popularity  is  going  to 
continue  to  grow  until  it  has  become 
one  of  the  most  important  styles  of 
underwear   for   men   on   the   market.    Al- 


though the  West  took  up  this  garment 
first,  and  still  leads  other  sections  of  the 
country  in  closed-crotch  union  suit  busi- 
ness, the  East  is  becoming  a  greater  fac- 
tor in  the  distribution  of  this  style  of 
underwear  all  the  time.  The  sizes  and 
measurements  of  the  elosed-crctch  union 
suits  now  being  made  by  a  big  number 
of  manufacturers  are  so  nearly  perfect 
that  it  is  an  easy  manner  to  satisfac- 
torily   tit    any   man. 


THE  patriotic  war  time  poem, 
"Canada  Awake,"  which  is  here 
reproduced,  is  but  one  of  many 
from  the  same  pen  since  the  outbreak  of 
the  present  war.  The  author  is  T.  R. 
Gaines,  of  Montreal,  manager  of  the 
Vassar  store   for  ladies. 

Mr.  Gaines  tells  The  Eeview  that  he 
has  written  a  poem  each  night  since  the 
declaration  of  the  war,  dealing  with 
some  phase  or  feature  of  the  campaign 
which  appeals  to  him.  He  has  written  of 
the  glories  of  the  Empire's  history,  of 
the  world  duty  upon  the  shoulders  of 
those  of  British  blood,  of  the  heroes  at 
home — the  wives  of  the  men  at  the 
front — and  of  the  awful  responsibility 
which  lies  at  the  doors  of  those  who  have 
plunged  the  world  into  blood.  The 
strongest  are  those  which  look  upon  war- 


fare from  the  more  socialistic  stand- 
point, seeing  be-  ond  the  °.lorv  of  victory 
or  the  disgrace  of  defeat,  the  wanton 
destruction    of    human    life. 

The  writer  of  these  impelling  verses 
is  not  a  poet — or  rather  had  not  been. 
He  explains  that  his  work  has  been 
largely  a  matter  of  inspiration,  and  that 
he  has  written  something  each  nie'ht 
since  the  war  began — always  based 
upon  some  inspiration  from  the  develop- 
ments of  the  day's  news  from  the  front, 
or  some  incident  in  his  own  experience. 
With  the  idea  once  grasped,  be  states 
that  it  is  only  the  matter  of  a  few 
moments  to  write,  and  that  he  notes  im- 
provement in  his  work  as  the  days  pass. 

Mr.   Gaines   is   having  his   poems  put 
out  in  card  form,  and  proposes  to  issue 
a  small  volume  later. 
81 


CANADA,    AWAKE. 

Canada,    awake!    a    mother    calls    in    troubled 

tones    to    von. 
Urim    danger    threatens,    a    finger    points    and 

shows    what    you    should    do 
Duty     is     beck'ning,     take     instant     heed      i  . 

morrow    may    be    late, 
Darker    still    clouds    grow,    perhaps,    on     you 

depends    a    nation's    fate. 

Mighty    is    your    strength,    go    gather   all    your 

sons   to   .loin    the   fray 
Do   ii.'t    filter  now.  did  England   calls  on   you 

for   help   to-day; 
Flash     the    answer     forth,    we     hear     thy 

thou    need'st   not   call    again 
Canada   will   show,    by   mighty   deeds    thy   call 

was    not   in   vain. 

When    dark   clouds   lift   up.    when    war    is    past 

and    gone,   and    peace   is    here. 
I'hy     reward     is     sure,     tin      deeds     a     might  r 

Empire   will    revere. 
N'e'cr    will    she    forget,    the    lion-hearted    men 

from   thy   fair   shore. 
.None  could   be   braver,   descendants   from   their 

fighting  sires   of  yore. 

Ilisfry,     too.     will     tell,     of    battles     great,     in 

which    thy    sons   engaged, 
How    val'rous   were   they,   when    bursting   shot 

and    shell    around    them    raged. 
How    they    helped    to    win.    the    Nation's    final 

war-destroying   fight. 
Bringing   mankind    peace,   establishing   forever 

Britain's    might. 
Copyright.   1914.   T.    R.   Gaines. 
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MacLean  Publishing  Co.  in  New  Quarters 


AT  the  end  of  August  the  offices  of  the  MacLean  Publishing  Co.  were  moved  into  the  new  building,  which  lias 
been  in  course  of  construction  for  the  past  year.  The  above  illustration  shows  the  present  plan!  of  the  Mac- 
Lean  Publishing  Co.,  the  new  huilding  to  the  front  and  left,  the  old  building  to  t he  rear  and  right  of  picture. 
The  old  building  was  built  a  little  over  four  years  ago,  being  used  for  business  offices  and  the  mechanical 
departments  as  well.  Capacious  enough  to  house  the  organization  comfortably  at  the  time  of  its  occupation,  this 
building  ordinarly  would  have  served  as  the  home  of  the  MacLean  Publishing  Co.  for  many  years.  The  aggressivi 
policy  of  the  company,  however,  led  to  unprecedented  expansion,  each  of  the  fourteen  papers  composing  the  "Mac- 
Lean  group,"  showing  a  rapid  growth.  The  staff  necessarily  grew  until  the  building  was  found  quite  inadequate 
and  accommodation  had  to  be  found  outside  for  some  departments.  The  erection  of  a  new  building  on  the  north- 
west corner  of  the  lot  was  then  started. 


Under  present  arrangements  the  new  building  is  occu 
is  occupied  by  the  business,  accounting,  circulation  and  s 
of  the  executive  officers,  including  the  president,  Col.  Mac 
various  papers,  including  the  business  managers,  editors, 
The  old  building  will  from  now  on  be  given  over  entirely 

The  new  building  is  the  result  of  very  careful  plann 
There  are  thirteen  large  windows  on  each  floor,  so  that  the 
ventilation  are  equally  unexcelled. 

For  the  convenience  of  visitors  the  location  of  the  v 

First  floor   (above  ground  floor). — On  right;   Canadi 

Marine  Engineering,  Dry  Goods  Review.   Men's  Wear  Re 

,.<t,  Bookseller  ami  Stationer,  Printer  and  Publisher  and 

Second  floor. — MacLean 's  Magazine,  The  Farmer's  M 
ment. 

Friends  of  the  MacLean  papers  are  cordially  invited 


pied  by  the  editorial  and  business  offices.  The  ground  floor 
ubscription  departments,  together  with  the  oi  some 

Lean.     The  doors  above  are  occupied  by  the  staffs  of  the 

advertising  men,   advertising   copy   writers   and    artists. 

to  the  mechanical  and   stock  departments 

ing.    It  is  airy,  well  ventilated  ami.  above  all  else,  Light. 

space  within    is  Hooded   with   lighl    and   the   facilities  for 

arious  papers  may  he  uiven  as   follows: 
an    Machinery,    Power      House,      (  auadflui    Foumlrvman. 
view.    <>n  left:  Hardware  ami  Metal.  The  Sanitary  Emgin- 
Canadian  Grocer. 

agazine,  The  Financial  Post,  Ad.  Service  and  Art  Depart- 
to  \isit  the  new  headquarters  of  the  company. 
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ROCKWOOD" 


A    SEASON'S     NOVELTY 
TO  RETAIL  AT  3  for  50c. 


Same  style  in  2  for  a  quarter 
quality  is  called 

BRIGHTON 


ASK     YOUR    WHOLESALER     FOR 
=  THEM  ===== 


]&3nM 


VfltmUeae 


MEN'S   WEAR    SECTION. 
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^ntI/rac 


Trade  %     Mark 


Registered 


"ONE     f  X     —AND 

GRADE  i    Concerning* tKANTK«ACK,>       A     THAT 
ONLY    \  I  THE  BEST" 


The  Slit  Back 

Makes  Buttoning  Easier 


You   might   at  first  wonder   why  a  long  slit   over  the  These    two    difficulties    are    wholly    overcome    by    the 

back  buttonhole  of  a  waterproof  collar  was  necessary.  long  slit   over  the  back  which  allows  freedom  in  but- 

In    the    first    place,    unlike    a    linen    collar,    the    coated  toning  and   unbuttoning  and  also  allows  the  collar  to 

linen    fabric    of   any   waterproof    collar    is    necessarily  adjust  itself  to  the  neck,  thus  giving  absolute'  comfort. 

very  stiff,  and  for  this  reason  the  wearer  often  experi-  KANTKRACK    is  tne  onl.v  collar  on  which  this  pat- 

ences  a  little  difficulty  in  buttoning  and  unbuttoning  ented    feature   can  be   used. 

the  back  button.     In   the  second  place  the  stiff  back  |^ANTKRACK    is    made    in    "One   grade   only,   and 

of  a  waterproof  collar  is  liable  to  be  very  uncomf  ort-  that    the    best. ' '      All   styles.     We   sell   direct   to    the 

able  on  the  neck.  trade. 


Parsons  and  Parsons  Canadian  Co. 

HAMILTON,  CANADA 


DRY     GOODS    REVIEW 


Tal^e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


DRY    GOODS    REVIEW 


Holiday  Goods  Number 
Issued  October  1st 


Get  your  seasonable  lines 
before  the  buyers  in  this 
Number. 

Goods  that  will  be  live 
sellers  at  Xmas  time  will 
have  special  attention  in 
this  useful  issue. 

Forms  close  September  30. 
Arrange  now  to  tell  the 
Trade  in  this  issue  what 
you  have  to  offer  for  this 
the    busiest   of   all   seasons. 


voasjwvipw 


CANADA'S  ONLY  DRY  GOODS  PAPER 


VOL.  XXVI  No.  19 

OCTOBER  7th,  1914 


VOaSIXQVlQW 


A  PROMINENT  MANUFACTURER  SAYS 


ft  Clnd  so  we  nave  settled  down 
to  business  after  the  first 
shock  of  the  war.   We  deci- 
ded ifat  affairs  m  our  op  a 
ware  in  dood hands,  and  we 
in  Canada  were  expected 
to  do  our  share  fyfeepino 
the  wheals  of  Commerce, 
6  oino ;  there  fore  ours  loo  an 
for  now  aneilhe  future  is- 

jBus  tries s  as  usual 


DRY    coons     REVIEW 


No.  2459 

Single  or  Double 

Handle 

Retail  $1.00 
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MADE  IN  CANADA" 


PARTY  BOX 


No.  993 
We  make  a  nice  variety  of  these 


No.  2437 

\\  ith   swinging  mirror,  to  retail 

from   $1.00  to  $3.50 


All  Our  Goods  are  Made  in  Our  Own  Factory  by  Canadian  Workmen 

Western    Leather    Goods    Co.,    Limited 

MANUFACTURERS   OF   LEATHER   GOODS 

1191    BATHURST    ST.,    TORONTO 


44  Rooster  Brand 
CANADA 

Crdw7  Over  All    _  _  *™A  _  _  _ 

BRITAIN 


Produce  About  Everything  We  Require 

Purchase  all  you  can  in  Canada  and  our  factories 
will    run   full  time   and    much    hardship    be  averted. 

Be  British 

Our  Travellers  arc  now  on  active  service  with  a 
splendid  equipment  and  ready  for  any  emergency 
tin    assorting  and  Spring. 

White  Coats,    Shirts,    Overalls,    Pants 
Mackinaws,    Khakis,  White  Ducks 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MONTREAL:   501    New    Birks    Building 
MAGOG,    QUE.:    Branch   Factory 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Australasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New   Zealand. 

Subscription     3)^.50      Mailed  Free 

Specimen  Copy  will  he  supplied  on  application 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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Plenty  of  Priestleys' 
in  spite  of  the  IVar 


WE  RECEIVED  large  shipments  of  Priestleys'  dress 
goods  just  before  the  outbreak  of  the  war,  and  in  spite 
of  an  unusually  active  demand  for  these  goods,  are 
able  to  supply  all  requirements  of  our  regular  customers. 
The  big 

Fall  Advertising  Campaign 

for  merchants  handling  Priestleys',  is  nearly  ready.  Full 
particulars  will  be  sent  out  by  mail  in  a  few  days.  The  cam- 
paign last  spring  resulted  in  unusually  heavy  sales  for  all 
merchants  who  co-operated  with  us  in  it,  and  results  should 
be  even  better  this  fall. 

Other  Departments 

Except  for  a  few  lines  which  have  been  exhausted  since 
the  war  started,  our  stocks  in  all  departments  are  ample,  but 
we  advise  our  customers  to  anticipate  their  requirements 
wherever  possible,  because  the  call  for  all  varieties  of  im- 
ported goods  is  keen  and  prices  will  inevitably  advance  if  the 
war  continues. 

Our  Mail  Order  Department  will  give  prompt  at- 
tention to  all  orders.  It  is  maintained  for  the  con- 
venience of  customers  who  need  goods  quickly  and 
cannot  wait  until  the  next  visit  from  one  of  our 
travelers. 

GREENSHIELDS   LIMITED 

Victoria  Square,   Montreal 

"Everything  in  Dry  Goods" 
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GINGHAMS  will  be  in  Good  Demand  in  1915. 

Stock  THE  POPULAR  BRAND. 

The  Range  of  "ANDERSON'S"  is  finer  than  ever 

and  will  be  shown  by  ALL  WHOLESALE  HOUSES  in 

SEPTEMBER   ^^^^  ^^^^  &  OCTOBER 


A|  WM.  ANDERSON  &  CO.,  Ltd. 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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Early  Placing  for  Spring 


is  more  imperative  this  year  than  ever 
before.  In  the  face  of  an  advancing 
market  and  certain  shortages,  you  should 
seize  the  earliest  opportunity  to  protect 
your  Spring  business  by  placing  orders 
on  all  possible  lines. 


We  are  Anxious  to 
Protect  Our  Customers 


Outside  of  the  fact  that  we  do  not  consider 
it  fair  to  take  advantage  of  present  condi- 
tions to  secure  higher  prices  on  goods  in 
stock,  our  best  interest  puts  the  goodwill 
of  our  customers  before  a  temporary 
increase  in  our  profits. 


Our  Prices  Do  Not  Go  Up 
Until  It  Is  Imperative 


-®- 


John    M.   Garland 
Son  &  Co.,  Limited 


/  Vkolesale- 


General  Dry  Goods 


Ottawa, 


Canada 
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Old  Bleach 

(TRAD!      M\KK> 

is  stamped  on  every  towel. 

It  represents  the 
height  of  per- 
fection in  linen 
bleaching,  in 
linen  quality. 

This  label 


99 


is    known    the    world 
over  by  the  linen-buy- 
ing public. 

Backed  by  scores  of  years  of 
linen  making,  bleaching 
and  finishing  the  makers 
are  enabled  to  guarantee 
these  famous  linens  as  no 
others  are. 

Make  a  full  range  of  Old 
Bleach  Linens,  plain  and 
fancy,  the  centre  of  attrac- 
tion for  Thanksgiving  shop- 
pers. 

R.  H.  Cosbie  Limited 

Irish  Linen  Agency 
30  Wellington  Street  West 

TORONTO 


Exceptional  Bargains  in 
Spite  of  War 

Although  this  war  is  forcing  prices  up- 
wards, we  are  in  a  position  to  give  all 
our  customers  exceptional  values  in 

Swiss  Embroideries,  Nottingham 
Laces,  Linens  and  Furs 

with  no  advance  for  the  present.  We 
are  also  clearing  regardless  of  price 
the  following  lines: 

200  Hare  Sets. 

50    doz.    Table   Linens. 

200      Swiss     Embroidered     Runners     and 

Shams. 
40  doz.  Pillow  Cases. 
500  Pair  Blue  Serge  Pants. 
500  Pair  Woolen  Pants. 
500  Pair  Cotton  Pants. 
All   orders   promptly   attended   to. 

Tauber  Bros.  &  Co. 

67  St.  James  Street         -  -         Montreal 

Head  Office,   36  Houndsditch,    London,  E.C.,   England 


ESTABLISHED   1849 


BRADSTREET'S 

Offices  Throughout   the  Civilised   World 


Calgary,   Alta. 
Edmonton,   Alta. 
Halifax,  N.S. 
London,  Out. 


OFFICES  IN  CANADA: 

Montreal.  Que. 
Quebec,  Que. 
Toronto,  Ont. 
Winnipeg.  Man. 


Ottawa,   Ont. 
St.  John  N.  B 
Vancouver,   B.   C. 
Victoria,  B.  C. 


Hamilton.    Ont. 


Reputation  gained  by  long  year*  of  rigorous, 
conscientious   and   successful  work. 

THOMAS  C.  IRVING.  &S£lMS2£ 

TORONTO.  CANADA 


J. 

MAYGROVE 

&  Company   Limited 

SILK 

threads 

for  WEAVING 

KNITTING  i 

ind  EMBROIDERY 

also 

SEWING 

AGENT : 

F.  A.  TURNER 

Loncion  Warehouses  : 
51/2  Alden>gate  St., 
E.C. 

,  52  Bay  St.,  TORONTO 

Mills,  ST.  ALBANS 

and  Kedburn, 

HERTS 
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KOLO-AMfcHH  AN .  roslTJON. 


SHIPPING  AND  MAILS. 

|j>-^/)    MAiy  ,nd  PASSEHOEB  6ERVTCEa. 


RAILWAYS: 
9ERHCE8,  EXCURSIONS,  T00R8,  Ac.  | 
JJELFiST.. 


EDUCATIONAL. 


"ir.ARR-9  rm.un.r. 


jsg-vvBia. 


IQUEEN  AtfD  TROOPS.    * 
!B1 


This  is  exactly  how  Her  Majesty  Queen 
Mary  recommended  Butterick  Patterns  in 
all  the  English  papers. 

In  response  to  her  appeal,  demands  for  Butterick  Red  Cross 
Patterns  poured  in  by  the  thousand. 

And  Butterick  supplied  every  last  one  of  those  Patterns  free 
of  charge  and  offered  to  do  the  same  thing  for  Belgium,  France, 
Germany,  Russia,  Servia,  Austria,  as  well  as  for  England. 

And  here  in  our  own  beloved  country  Butterick  has  been 
officially  appointed  by  the  American  Red  Cross  to  supply  all 
Red  Cross  Patterns  needed  for  war  purposes. 

And  to  the  astonishment  of  Red  Cross  officials,  after  that  appoint- 
ment was  made,  Butterick  offered  to  supply  every  Red  Cross 
Pattern  needed,  absolutely  free  through  the  Red  Cross  Offices. 

Butterick  knows  no  boundaries,  no  limitations  of  language  or 
creed.    It  is  the  universal  Pattern. 

In  peace  and  in  war,  when  Patterns  are  needed,  Butterick  u 
called  on  to  supply  the  need. 


Butterick 

Butterick.  Building 

New  \ork 


[APPEAL  TO  NEEDLEWOMEN ; 

ORGANISING  WORKING      111 
PARTIES. 

COLLECTION  OF  GARMENTS.     |*pJ 


HeT  Majesty  the  Queen  has  issued  the  i 
following  appeal  to  the  presidents  of 
Qaeen  Mary"s  Needlework  Guild  :      «      j 

"  I  appeal  to  all  the  presidents  of  the 
Needlework  Guilds  throughout  the! 
British  Isles  to  organise  a  large  collec-] 
tion  of  garments  for  those  who  will  suffer  ;  J)J 
onaccountof  the  war, and  Iappealtoall  J 
women  who  are  id  a  position  to  do  so  to  ' 
aid  the  Guilds  with  tbcir  work 

"  Garments  will  be  of  service  to  the  j 

Idiers,  sailors,  and  Territorials,  to  j 
their  families,  to  the  military  and  naval . 
hospitals,  and  to  those  among  the  pooreT  i 
classes  of  the  population  who  will  suffer  . 
from  any  distress  that  may  arise. 

"  I  hope  that  the  Guilds  will  co-ope- J 


rate  with  the  Pnoceof  Wales  s  National-] 
Relief  Fund,  with  the  Red  Cross  Society  I 
(who  have  the  organising  of  working] 
parties  among  their  schemes),  theTerri-  < 


lations.  soldiers'  and  sailc 
sociatioui.  aod  the  Soldif 
'  Help  Sfljety 
»t  useful  g-irments  for  < 


d  n-J- 


torial 
families' 
and  Sail 

"The  most  useful  garments  for  sol- 
diers and  sailors  on  active  service  are: 
Flannel  shirts.  socks,  sweaters,  and 
gan  jackets.  For  the  naval  and  mib- 
hospitals:  Night-shirts,  pyjamas, 
flannel  bed-jackets,  and  bed  socks,  ft  hid 
Id  he  distributed  by  the  Br.tish  Red 
Cross  Society 

Large  numbers  of  all  the  ordinary 
neots  for  womeD  isd  children  wilt  be 
required  Those  intended  for  the  wives 
od  children  of  soldier*,  sailors,  and 
VirHoiiaU  will  be  distributed  with  the 
help  of  the  Soldiers'  and  Sailors'  Faun- 
f  s  Association  and  of  the  Territorial 
.ssociatioos,  through  whom  every  pos- 
fblo  assistance  will  he  rendered  to  the 
imilies  of  those  called  up  to  serve  in  the 
Reserve  and  Territorial  Battalions. 

I  IwW  ■  gann< -..ti  MttcItdfO  for  per«HJS 
rtlttdlwm  tfo's- JdMtiaju  owtrv*»  «n*u- 
pleymeut.  shontd  b«^Dt  10  the- Com- 
mittees for  the  Prcrr-ntion  and  Relief  of 
Distress  winch  aro  beingjormed  by  tb 
mayors  nnd  pi-omits,  and  the  chairmen 
of  the  County  Councils  and  larger  Urban 
District  CoudciIs.  These  committees 
will  give  all  forms  of  assistance  to  per- 
sons a  ho  stand  in  need  of  it,  and  it  is 
irapoitant  that  they  should  have  infor- 
mation of  all  the  help,  of  whatever  kind, 
given  in  their  districts 

"I  have  arranged  Jhat  all  work  by  my 
Guilds  in  London  shall  be  received  at 
Fnery  Court.  St.  James's  Palace,  and 
distributed  from,  there  to  the  vanou. 
associations 

"I  trust  that  the  Presidents  of  tb< 

Guilds  all  over  the  country  will  folio* 

iy   exajsjfjj^f  kkuh   the 

■ange  with  them  for  the  10t 
nbution  of  the  garments 

It  should  be  remembered  that  alt 
flannel  garments  should  be  madi 
large  size,  and  suitable  paper  pattern 
can  he  obtained  from  Butterick.  1 
Regent-street. 

ho  is  w^Bg  to  assist  .n 
this  work  can  obta^^^applicalion  thj 
and__adj}iSj^^^tbe  Prcsidei 
5rk  Guild 
d  parcels  shcj^^^Kd- 
dressed  to  the  Hi 

Court,  St.  JiBjsJ^^^^^'.W .,  an  J 
M.NG 
(Signed)       "  Mary  R 


A  VAST  ENTERPRISE 

By  a  Correspondent. 

Few  realise  at  all  how  *a*t  and  efficient  « 
Jif  madunc*T  that  tht  Qund  t.  v.  at  hand 
n  tho  London  Needlework  Guild,  and  Uie 
laJliod  organisAtiona  .,(  the-  kind  io  all  Ul* 
jcountios.  St  Jame&'t  Palaca  ie  large  and  there 
In  much  ipso*  Urn  nn  bo  tts*d  there  for  Its 
storage;  and  dauincauon  of  what  j*  aent  >n 
'Bui  *»cn  its  resources  aro  likclj  te  fc«  hrar.W 
Ijh'1  nhan  it  becomes  a  de*r>ag-hotiM>  (or 
I  tho  kingdom  of  all  tho  offerings  of  sirtrhor} 
rvhot  will  corm*  m  prompt  and  )oj-*l  rcsnona* 
to  her  Majesty's  coll  to  tho  women  w  the 
JuapHom. 

None,  had  letter  npponnmtle*  than  ilio 
Qii.--.ti  of  knomnj  hum  much  trajt*fuln*»*  and 
overlapping  .  pi  Inudlv  mdiMvour  oorurmd 
\l.n  m-  (J.<.  irar  in,  StmJi  *iVa  Thm  «j||.iiot 
Red- Ct.*j 
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Two  Examples 
of  Humanity 


A  few  weeks  ago  King  George  was  p 
where  both  British  and  German  warrio 
pital  authorities  to  show  no  discrimina 
same  careful  attention.    Truly  a  very  h 

Noesting  Pin  Tickets  is  another  examp 
Instead  of  operatives  and  customers  i 
the  pin  tickets,  Noesting  with  their  rou 
ance.  And  these  rounded  points  serve 
not  tear  the  goods. 

Write  for  a  free  sample  box  to-day  and 


assing  through  a  Hospital  in  England 
rs  lay  wounded.  He  instructed  the  hos- 
tion  between  them,  but  to  give  both  the 
umane  act. 

le  of  humanity  —  carried  into  business. 

nadvertently  jabbing  their  fingers  with 

nded  points  do  away  with  this  annoy- 

another  very  useful  purpose — they  do 

try  them  out  yourself. 


The  Copp,    Clark    Co.,  Limited 

495-517  Wellington  St.  West,  Toronto 

British  Columbia  Agents: 

Smith,  Davidson  &  Wright 

Vancouver 


■^ 


Where  Linen-weaving 
skill  is  manifest 

Gold  Medal  Linens 

For  nearly  a  century  the 
best  brains  of  Old  Ireland 
have  been  used  to  perfect 
Gold  Medal  Linens. 

To-day  they  stand  second 
to  none  in  quality  of  fab- 
ric, quality  of  finish,  and 
quality  of  pattern. 

Get   in   touch   with   Lid 
dell's  Gold  Medal  Linens 
for  the  season  1914-1915. 

R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET,  TORONTO 


v.. 


«y 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

it  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 
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Mfaiwd.^fflfiam, 


HW&C? 

UNDER  THt  SHADOW 

OF 

ST.  PAUL'S 
CATHEDRAL 


Manufacturers  of 

Gowns,  Coats  and  Skirts,  Capes,  Millinery 

Specialists   in  Ribbons,   Lace  Goods,   Feathers,  Straws,   Children's  Costumes, 

Underclothing,   British   and   Foreign   Dress   Material, 

Printed    Cotton   Goods,   Silks 

Canadians,   when    visiting    London,   are    invited    to   walk    round    the    warehouse    and 

inspect  the  goods. 
Indents  sent  direct  have  special  attention.     Usual  shipping   terms. 
ABC  CODE,  FIFTH  EDITION 

Telegrams  : 

Churchyard,  London 


Factories,  10  and  11  Warwick  Lane,  F..C. 
1  actories,    29    to    33  Warwick 
Factories,        Paternoster        Squ 


\Ti ;11  St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON   APPLICATION 
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THE  FABRICS  THAT  FIT 
EVERY  FASHION 


Some  fabrics  sell  for  a  month; 
others  sell  for  a  season.  Few  main- 
tain their  style  strength  and  selling 
ability  month  after  month,  season 
after  season  and  year  after  year. 
English  Mohairs,  guaranteed  by  the 
B.  D.  A.,  belong  to  the  slim  minority 
of  dress  fabrics  that  are  "good  mer- 
chandise" all  the  while.  They  fit 
every  fashion,  and  meet  every 
requirement. 

English  Mohairs  are  lustrous, 
supple,  durable;  thoroughly  adapt- 
able to  every  dress  need;  appealing 
alike  to  the  woman  who  seeks  style 
and  the  woman  who  demands  -wear. 
Keep  your  stock  of  English  Mohairs 
ever  fresh  by  adding  the  stunning 
new  patterns  and  color  combina- 
tions. Nearly  all  high-class  whole- 
salers and  importers  can  supply 
you  with  English  Mohairs — guar- 
anteed by  the  B.  D.  A. 


The  Bradford  Dyers'  Association,  Limited 

of   Bradford,   England 

8 
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Deserters 

A  RTEMUS  WARD,  the  famous  Ameri- 
-^*-  can  humorist,  whose  humor  sometimes 
was  a  lance-thrust,  once  said  that  he  was 
willing  to  sacrifice  all  his  first  wife's  re- 
lations on  the  altar  of  his  country.  Many 
a  man  has  been  willing  to  let  others  do 
his  fighting  for  him— willing,  also,  to 
share  the  rewards  of  peace  and  victory. 
Men  of  this  type  belong  to  the  deserter 
class. 


In  Canada  are  hundreds  of  business  firms 
striving  with  all  their  might  to  make  better 
times  for  themselves  and  their  communities. 
To  them  all  honor. 

But  there  are  other  firms — manufacturers, 
wholesalers  and  retailers — who  are  "standing 
pat,"  "playing  safe,"  doing  absolutely  noth- 
ing to  build  up  business.  They  are  mere 
lookers  on,  not  participants  in  the  valorous 
struggle  of  their  brethren  to  maintain  and 
establish  good  times. 

Look  about  you  and  you  will  find  in  the 
advertising  columns  of  this  and  other  news- 
papers many  messages  from  firms  with  a 
sturdv  confidence  in  the  future. 


Lifter  or  Leaner — which  are  you? 
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CAVORITE   QPECIAL 

r all Sellers 


Knitted  Wool  Goods 


c 


We  always  show 

HOICE 

and 

ORRECT 


S 


ELECTIONS 

ELDOM 

EEN 


Wool   Overalls   and    Pullovers 

All  sizes 
White  ;md  Scarlet 

Bearskin 

Muff  and  Tie  Sets 

Teddy  Bear 

Muff  and  Tie  Sets 

Motor  Scarfs — -Aviation   Caps 

Infantees  —  Bootees 

Wool,   Bearskin  or  Teddy  Bear, 
to  Match   Sets 


HANDKERCHIEFS 


p 


Present  and  Xmas 

STOCK— IMMENSE 

VALUES— A  1 

ASSORTMENT -COMPLETE 


OPULAR 
RICES 

2  Startlers 

Done  up  in   12-doz.   bundles 
Ladies'   Hemstitched 

Assorted,  6  doz.,  All  Linen 
and  6  doz.   Fine  Lawn 

Lot  Job  1  45c.  per  doz. 

"      "     2  -         -        60c.     "      " 

Our  Staple  Lines  : 

Ladies'  Hemstitched  Lawn.  .27^>c  to  90c 
Men's  Hemstitched  Lawn  .  .45c  to  $1.35 
Ladies'     and    Gents'     Hem- 
stitched Linen 90c  to  $6.00 

Exceldas,  Duplex,  Royal  Reds  and  Blues, 
Colored  Borders  and  Pictures,  all  prices 
and  kinds. 

Boxed  Handkerchiefs  in  attractive,  catchy 
boxes,  from  $1.25  to  $18.00  per  doz.  boxes. 

Make  your  Christmas  selection  before 
stock  gets  broken. 


LETTER   ORDERS   RECEIVE   PROMPT  ATTENTION 

The  W.  R.  Brock  Company  (Limited) 


TORONTO 

10 
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Retail  Merchants  Outline  Their  War  Policies 

Most  Agree  That  There  Will  be  no  Advance  in  Prices  of  Staple 
Lines  Before  Christmas — Scarcities  Feared  in  Many  Lines  Being- 
Relieved  by  Late  Shipments — Few  Advances  in  Spring  Goods — 
Paying  Foreign  Accounts  at  $4.97  —  Warnings  Against 
Speculation. 

From   Interviews   by    Staff   Corresp   ndents. 


WEEK  by  week  the  position  of  the 
dry  goods  trade  in  respect  to 
Fall  and  Winter  supplies  be- 
comes clearer,  mainly  through  the  open- 
ing up  of  unexpected  sources  that  were 
regarded  as  entirely  shut  off  by  the  war, 
or  through  a  fairly  ready  readjustment 
of  the  public  to  altered  conditions  under 
the  guidance  of  the  merchant  himself. 
It  may  be  stated  as  generally  applic- 
able that  the  supplies  for  the  present 
season  present  few  difficulties  now,  and 
that  prices  on  the  staples  remain  pretty 
much  as  they  were. 

Outlook  for  Holiday  Trade. 

Tn  lines  for  the  holiday  trade  some 
German  toys  will  be  missing,  but  Cana- 
dian. English  and  United  States  lines 
are  filling  up  the  gaps  satisfactorily. 
Fancy  goods  will  be  missed  in  many 
lines  but  here  too,  local  enterprise  is  as- 
sisting the  English  and  U.S.  activities. 
Silks  still  are  uncertain,  but  even  here 
France  is  now  getting  out  the  early 
manufactured  goods,  while  in  velvets 
an  English  substitute  may  well  respond 
to  the  milliner's  call.  Tn  ribbons,  laces 
and  embroideries,  France  and  Switzer- 
land are  getting1  out  their  stocks  and 
may  yet  be  equal  to  Spring  orders,  while 
in  nearly  every  line  English  mills  are 
turning  out  goods,  and  shipments  are 
remarkably  prompt. 

Better  in  Country  Districts. 
Throughout  the  country  there  is  a 
perceptible  chance  in  sentiment.  This 
is  felt  most  strongly  in  the  cities  and 
towns  backed  by  a  strong  agricultural 
district,  for  the  general  advance  in  pro- 
duce prices  has  relieved  the  situation  of 
most  of  the  possible  ill-effects  of  the 
war.  Tn  the  cities  where  industry  is 
languishing,  the  merchants  have  been 
forced    to    readjust    themselves    to    the 


change.  This  has  resulted  in  a  cutting 
down  of  expenses  and  advertising  ap- 
propriations were  among  the  first  to  be 
excised,  part  of  this  due  to  the  lessened 
interest  of  the  public  in  anything  except 
the  details  of  the  great   war. 

Forced  Re-adjustments. 

The  whole  situation  has  forced  merch 
chants  to  consider  points,  such  as  the 
buying  of  larger  stocks  at  once  to  save 
advances  in  the  near  future:  the  mark- 
ing up  of  prices  throughout  the  store; 
cutting  of  prices  for  leaders  in  sales;  the 
meeting  of  accounts  at  the  high  rate  of 
exchange;  salaries,  and  the  number  of 
employees,  and   so  forth. 

Speaking  generally  it  may  he  said  that 
prices  have  been  retained  at  past  levels; 
that  buying  in  large  quantities  through 
fear  of  advances  lias  not  been  followed 
out,  but  ;is  greai  care  exercised  tn  avoid 
speculation  or  plunging  as  during  the  past 
eiffht  or  nine  months;  that  cutting  price- 
for  sale  "leaders"  has  been  modified, 
and  for  the  most  part,  a  sane  and  truth- 
ful policy  has  been  adopted  of  taking  the 
public  into  their  confidence  in  Hie  mat- 
ter of  supplies  and  prices  as  influenced 
by  the  war. 

The  Review  lias  secured  interviews 
with  the  proprietors  or  buyers  of  several 
well-known  firms  in  Canada,  and  in 
these,  as  given  below,  a  number  of  help- 
ful  suggestions  occur. 

*     *     # 

A  Merchandise  Manager. 
The  merchandising  manager  of  one  of 
the  largest  of  the  retail  houses  of  the 
Dominion — a  man  who  is  very  closely 
in  touch  with  all  sources  of  supply — 
makes  the  statement  that  he  does  not 
think  that  the  business  of  the  next  year 
in  Canada — even  with  a  continuance  of 
the  war  —  will  be  any  more  trying  to 
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Canadian  trade  than  during  1907  and 
1908.  For  the  establishment  with  which 
he  is  connected  he  could  see  little  reason 
,  for  materially  advancing  prices  in  any 
of  the  lines  except  those  for  consumption 
— foodstuffs,  etc. 

Of  course  it  will  be  remembered  in  this 
connection  that  business  in  19(17  and 
190.8  was  far  from  good;  but  if  condi- 
tions are  no  worse  with  the  war  con- 
tinuing, then  there  is  no  reason  for 
calamity  talk.  The  war  strain  is  one 
which  will  come  upon  the  shoulders  of 
many  and  the  merchant  will  have  pre- 
pared to  hear  ''is  ^hare  of  the  burden. 
There  will  be  advances  necessitated  hut 
throughout  the  trade  he  believes,  there 
is  a  feeling  in  favor  of  making  these  ad- 
vances as  slight  as  actual  conditions  will 
warrant  and  to  maintain  old  standards 
as  closelv  as  possible  in  sympathy  with 
the  public  pocket  book. 

From  France  and  Switzerland. 

The  Review  was  informed  by  one  of 
the  big  retail  houses  which  does  exten- 
sive importing  that  during  the  past 
couple  of  weeks  there  have  been  ship- 
ments coming  to  them  from  France  and 
Switzerland.  These  shipments  have 
covered  various  lines  and  although  many 
may  be  consignments  which  were  ready 
for  shipment  before  the  war  broke  out 
the  company  referred  to  is  counting  up- 
on getting  most  lines  from  these  coun- 
tries in  the  future.  Switzerland  is  send- 
ing shipments  through  Italy. 

The  merchandise  manager  referred  to 
was  asked  what  was  his  opinion  regard- 
ing  the  situation  to  be  created  by  the 
fact  that  many  of  the  mills  would  not 
he  operating.  He  replied  that,  in  his 
opinion,  the  reduced  consumption  for 
these  goods  in  Europe  would  prove  a 
counter-action.  As  an  instance  of  the 
present    favorable    situation    as    regards 
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Caution  Against  Importing  German  and  Austrian  Goods 

The  attention  of  the  Department  of  Trade  and  Commerce  has  been  directed  to  circular  letters  sent  out  from 
New  York  and  other  cities  outside  of  Canada  in  the  interests  of  German  firms,  either  through  brokers  or  receivers. 

The  purpose  of  these  circulars  is  to  continue  in  this  indirect  way  business  which  has  been  broken  off  on  account 
of  the  war,  and  is  a  clear  violation  of  the  proclamation  which  prohibits  trade  between  Canada  and  people  of  the 
enemy  country. 

The  British  Empire  is  at  war  with  certain  countries  and  war,  to  be  consistent  and  effectual,  must  run  along  cer- 
tain trade  lines  as  well  as  by  military  operations.  We  sincerely  trust  that  no  Canadians  will  be  misled  into  affording 
help  and  comfort  to  producers  of  the  enemy  by  this  indirect  channel. 

We  call  the  attention  of  readers  to  the  proclamation  on  page  1665  of  this  issue,  which  sets  forth  the  prohibition 
in  regard  to  trade  under  the  present  war  conditions.  Our  merchants  run  a  great  risk  in  having  anything  to  do  with 
such  indirect  business  as  above  indicated.  At  this  particular  time  we  must  all  be  loyal  in  supporting  first  the  makers 
and  producers  in  Canada  and  the  Empire,  and  thereafter  those  doing  business  in  the  countries  of  our  allies. 

Parties  receiving  any  such  circulars  will  confer  a  favour  by  sending  them  to  the  Department  of  Trade  and 
Commerce. 

GEORGE  E.  FOSTER, 

Minister  of  Trade  and  Commerce. 


imports  he  instances  an  order  cabled  to 
England  which  resulted  in  the  goods  re- 
quired being  on  the  water  in  four  days. 

"The  chief  difficulty  which  I  can  fore- 
see," he  continued,  "is  with  regard  to 
food  stuffs;  other  lines  may  cost  more 
but  we  propose  to  sell  at  the  same  price 
as  long  as  possible.  The  difficulties  will 
be  much  more  pronounced  in  the  Spring; 
for  the  present   the  situation  is  defined. 

"With  regard  to  our  general  dry  goods 
lines  I  can  only  foresee  difficulty  with 
regard  to  some  lines  of  fabric  gloves 
which  are  only  produced  by  the  Germans 
but  I  think  that  the  machines  could  be 
duplicated  in  a  reasonable  time  and  the 
same  lines  produced  in  other  sources." 

Generally  speaking  the  retail  trade  is 
not  quite  so  optimistic  as  the  spokes- 
man of  the  big  house  referred  to,  but 
there  is  more  of  the  feeling  that  supply 
and  demand  will  adjust  themselves  and 
that  business  in  Canada  will  soon  regain 
a  normal  position.  This  feeling  is  em- 
phasized from  the  fact  that  Canada  is 
an  agricultural  country  and  the  world 
wants  our  crops  and  is  willing  to  pay 
big  prices.  When  the  money  from  the 
crops  gets  back  to  the  country  and  into 
circulation  there  should  be  a  pronounced 
relief  from  the  stringency  which  has 
been   felt   since  the  declaration   of   war. 

The  improvement  of  the  exchange 
situation  is  also  an  indication  of  better 
financial  conditions  and  foreign  busi- 
ness is  now  getting  down  to  a  more  prac- 
t  Leal  basis  again- 

Another  promising  indication  is  thai 
hosiery  jobbers  arc  taking  orders  for  the 
Spring  trade  and  arc  guaranteeing  de- 
livery  of  Canadian    and    American   g Is 

to  replace  the  German  silk  and  lisle 
lines,  and  also  guaranteeing  all  English 
cashmere  deliveries. 


Do  Not  Load  Up 

Hamilton  buyer  believes  care- 
ful man  will  win — Shipments 
in  from  Europe  and  bright 
promises  for  Spring  at  little  ad- 
vance.— Belfast's  warning. 

VTR.  ROBERT  PEEBLES,  secretary- 
iV1  treasurer  of  T.  H.  Pratt  &  Co., 
Hamilton,  who  does  the  chief  buying  for 
this  firm  in  Europe,  gave  the  following 
interview  to  The  Review: 

"Our  latest  advices  from  Europe  are 
much  more  hopeful.  Since  the  war  broke 
out  ribbons  have  come  from  St.  Etienne 
and  gloves  from  Grenoble,  and  we  have 
word  from  Switzerland  that  they  can 
supply  embroideries  for  Spring  at  the 
same  prices,  as  we  have  been  paying. 
There  has  been  some  difficulty  over  the 
operation  of  a  10  per  cent,  customs  ad- 
vance in  ribbons  and  silks  coming  in  by 
way  of  New  York  instead  of  on  Cana- 
dian ships,  and  an  effort  has  beer,  made 
to  get  the  Canadian  Government  to  re- 
duce the  duty  in  this  emergency,  but 
they   declined   to  take   any   steps. 

"We  have  just  received  a  letter  from 
one  of  the  largest  manufacturers  of 
fancy  goods  and  toys  in  the  world,  and 
they  announce  an  advance  of  10  per  cent. 
The  reason  they  uive  for  this  is  that  in- 
land rates  have  advanced  up  to  100  per 
cent.,  and  ocean  rates  from  30  to  50  per 
cent.,  in  addition  to  war  and  increased 
exchange  rates.  This  10  per  cent,  ad- 
vance on  cost  will  apply  to  all  merchan- 
dise leaving  Europe  since  the  war  broke 
out,  whether  it  has  been  contracted  for 
or  not.  However,  our  lines  of  toys  are 
in  good  condition,  although  there  prom- 
ises to  be  a  shortage  of  dolls,  and  those 
thai  we  had  been  accustomed  to  sell  at 
$1,  some  linns  have  quoted  us  a  rate  of 
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$1.25,  but  we  will  make  out  some  way, 
and  do  not  expect  to  charge  the  public 
any  higher  rate  than  last  year. 

Belfast  Sends  a  Warning. 

"So  far  as  the  rate  of  exchange  is 
concerned  we  have  decided  to  pay  for 
our  Fall  shipments,  as  they  become  due, 
even  if  the  rate  goes  close  to  $5.  Settle- 
ments through  agents  have  been  made  at 
$4.90  in  Canada.  We  take  the  ground 
that  the  English  firms  need  the  money. 
and  that  we  owe  the  money  and  that  we 
have  every  right  to  meet  the  accounts 
promptly.  We  have  received  word  from 
Belfast  that  an  association  has  been 
formed  of  manufacturers  who  declare 
that  attempts  have  been  made  to  defer 
payment  to  such  an  extent  that  they 
have  decided  to  make  a  stand  on  this 
question,  and  that  if  accounts  are  not 
met  promptly  at  the  current  rate  of  ex- 
change they  will  charge  71  j  per  cent,  in- 
terest, and  if  this  is  not  effective  they 
will  refuse  sales  except  on  a  cash  bill 
of  lading.  That  is  working  straight  from 
the  handle,  hut  they  are  perfectly  justi- 
fied in  the  position  they  are  taking. 

"What  would  be  your  advice  to  Cana- 
dian merchants  under  present  condi- 
tions?" was  asked  of  Mr.  Peebles. 

"I  would  say  do  not  load  up  with 
stocks.  A  lot  have  been  doing  this,  but 
I  do  not  think  it  is  wise.  The  argument 
is  that  prices  will  advance,  but  on  the 
other  hand  they  are  just  as  apt  to  buy 
undesirable  stuff,  and  a  lot  of  it  is  like- 
ly to  get  soiled  or  otherwise  damaged, 
and  my  experience  has  been  that  you 
never  get  in  the  end  more  than  an  ordin- 
ary profit  out  of  such  a  purchase.  For 
instance  you  might  buy  silks,  and  find 
that  instead  of  paillettes  public  taste 
ran  to  duchess  or  taffeta.  .On  the  other 
hand  if  you  buy  carefully,  and  in  fairly 
small  quantities,  but  the  right  stuff,  you 
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Britain's  Motto--As  Canada's--*4  Business  as  Usual!' 


Let  the  foe  who  strikes  at  England 
Hear  her  wheels  of  commerce  turn; 

Let  the  ships  that  war  with  England 
See  her  factory  furnace  burn; 


For  the  foe  most  fears  the  cannon, 
And  his  breast  most  quails  with  bread, 

When  behind  the  man  in  khaki  is 
The  man  who  keeps  his  head. 


-By  Harold  Begbie. 


will  find  the  public  willing  to  pay  the 
price  for  what  they  want.  Do  not  specu- 
late: it  will  not  pay. 

Not  Much  Higher  for  Spring. 

"So  far  as  the  outlook  for  Spring  is 
concerned,  I  do  not  look  for  any  great 
increase  in  prices,  particularly  in  staple 
lines.  There  will  be  a  tendency  in  every 
direction  to  go  into  black  in  sympathy 
with  the  mourning  that  will  come  upon 
every  country  as  a  result  of  the  war,  and 
this  will  mean  a  great  restriction  in  pat- 
terns and  lessen  the-  number  of  novel- 
ties that  the  public  will  require  and  de- 
mand in  nearly  every  line  of  goods.  You 
can  see  this  now  already  in  millinery, 
and  in  the  buying  that  is  taking  place 
every  day   in  our  stores. 

"  Speakimr  of  millinery  there  will  be  a 
great  difficulty  in  netting  a  supply  of  vel- 
vets unless  Lyons  or  St.  Etienne  can 
manufacture  for  us.  There  is  a  velvet 
which  is  being  turned  out  at  Manning- 
ham,  near  Bradford,  that  may  come  in 
useful  for  milliners,  but  it  is  not  the 
soft  material  that  they  have  been  ac- 
customed to.  However,  it  is  being  made 
up  in  18-inch  widths,  and  may  supply 
the  demand.  The  public  are  buying  much 
more  moderate  priced  hats,  being-  con- 
tent with  $4,  $5  and  $0  articles,  simply 
trimmed,  where  before  they  took  $10,  $15 
and  $20  goods.  This  will  cut  down 
receipts  very  greatly  in  millinery 
departments." 


Alex.  Stewart,  St.  John's,  Nfid.,  has 
left  Ayre  &  Sons,  dry  goods,  to  take 
charge  of  the  West  End  Bazaar. 


Just  As  Good  Values 

Believes  buying  of  all  needed 
goods  would  Ijc  wise  at  present 
prices — French  commissioner 
promises  immediate  delivery  on 
cash  basis. 


A  NOTHER  buyer  in  a  store  in  a  large 
"^^  Canadian  city,  gave  the  following- 
forecast  of  conditions.  In  wash  goods 
England  will  be  able  to  supply  our  needs 
without  trouble;  in  wool  goods  there  is 
likely  to  be  an  advance  but  not  in  cot- 
ton; fancy  goods  will  be  scarce,  and  mil- 
linery will  be  in  the  worst  condition  of 
all  unless  there  are  developments  in 
Erance  shortly.  In  hosiery  Canadian 
firms  can  look  after  our  needs.  In  lines 
there  is  already  a  scarcity,  but  we  at 
least  will  make  no  advance  before  Chirst- 
mas.  This  will  be  our  policy  all  through 
the  store,  particularly  as  our  stocks  came 
in  well  before  war  broke  out. 

"We  would  suggest  to  merchants  to 
buy  pretty  well  at  present  prices  if  they 
can  afford  it,  as  they  will  save  money 
over  prices  that  will  be  in  effect  in  the 
near  future  in  most  lines. 

Cutting  Down  Ads. 

"As  regards  advertising  we  feel  there 
was  a  tendency7  even  before  war  began 
to  cut  down  on  the  big  splurges  that 
were  being  made  in  the  daily  papers. 
The  public  were  getting  tired  of  it.  There 
was  so  much  pounding  going  on.  We 
have,  of  course,  cut  down  on  our  space 
during  the  last  two  months  owing  to  the 
fact  that  we  felt  people  did  not  pay  as 
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much  attention  to  advertisements  when 
so  much  war  news  filled  the  rest  of  the 
paper,  and  so  we  have  been  boiling  down 
our  announcements,  and  we  feel  we  can 
accomplish  as  much  as  before  with  a 
large  saving  of  expense.  But  we  would 
have  done  this  even  if  war  had  not 
started. 

"  What   about   shipments  V  ' 

Goods  From  France  at  Cash. 

"Both  France  and  Switzerland  are 
sending  us  goods  the  last  two  or  three 
weeks.  Corsel  covers,  Bouncings,  or- 
gandies, voiles,  etc.  This  stuff  no  doubt 
was  ready  before  war  broke  out,  but  we 
have  had  word  from  our  commissioner 
in  Paris  that  he  is  prepared  to  fill  our 
orders  without  delay  for  all  kinds  of 
French  goods,  but  he  will  insist  on  cash 
payment.  This  may  not  apply  of  course, 
to  woollen  goods  from  Roubaix  and 
other  places,  as  we  have  not  been  accus- 
tomed to  getting  these  through  him  to 
any  extent." 

"Are  your  prices  being-  kept  about  the 
same?"  The  Review  asked. 

"There  is  scarcely  any  difference." 
was  the  reply.  "In  fact,  we  are  selling 
better  handkerchiefs,  linens,  laces,  and 
even  silks  at  the  same  price  than  we  were 
a  yeai  a^o.  So  far  as  exchange  is  con- 
cerned when  it  readied  a  fiarure  below 
$5  we  decided  that  we  should  meet  all 
cur  bills,  and  have  been  paying  lately 
at  the  rate  of  $4.97,  and  will  continue  to 
do  so  so.  The  extra  expense  we  propose 
to  absorb  ourselves  on  most  lines,  and 
this  will  not  result  in  an  increase  in 
prices  throughout   our  store. "' 
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Credit  is  Sacred 

One  Firm  Finds  Tendency  to 
Repudiate  Contracts  —  Prices 
al  Normal — Gloves  the  "Hard 
Nut   to  Crack." 


♦  '"IXyK  are  in  pretty  good  shape,"  said 
"      the     merchandise     manager  and 

partner  of  a  store  in  a  large  Canadian 
city,  and  our  departments  are  well  sup- 
plied for  the  Fall  and  Winter,  although 
there  is  an  odd  5  per  cent,  or  10  per  cent. 
of  our  stuff  lacking  in  some  lines.  There 
is  likely  to  be  a  scarcity  of  linens  when 
the  yarns  are  used  up,  but  we  took  more 
than  usual  this  year.  So  far  as  dress 
goods  are  concerned,  there  will  be  an  ad- 
vance in  any  French  novelties  that  come 
over,  but  no  change  in  staple  lines.  We 
are  getting  English  dress  poods  regular- 
ly, and  at  the  same  price  as  before.  In 
underwear  and  hoisery  Canada  will  sup- 
ply most  of  what  is  sold  this  year,  and 
there  will  be  no  advance  in  prices.  Gloves 
will  be  the  hard  nut  to  crack.  That  is 
the  most  acute  situation  probably  to- 
day. We  have  not  a  single  black  dollar 
glove  in  6  and  6Vi  in  stock,  and  indeed 
all  kid  gloves  promise  to  be  very  short, 
and  there  is  no  substitute  in  sight.  It  is 
likely  that  something  will  be  made  up  to 
replace  fabric  gloves.  So  far  as  prices 
are  concerned  there  is  very  little  that  is 
likely  to  be  increased  for  months  to 
come.  In  dress  goods  the  English  firms 
show  no  sign  of  advancing  woollens,  and 
with  cotton  down,  cotton  goods  have  no 
excuse  for  any  increase  either. 

Repudiating  Contracts. 

"We  have  found  a  tendency  in  the 
trade  both  wholesale  and  retail,  to  re- 
pudiate contracts.  We  have,  for  in- 
stance, an  order  for  $5,000  worth  of 
gloves,  and  the  firm  has  written  us  stat- 
ing that  we  will  be  compelled  to  pay  the 
war  tax,  that  is,  increased  insurance, 
freight,  etc.,  on  our  contract  price.  We 
do  not  need  to  do  this,  but  if  we  don't 
we  won't  get  the  goods,  so  there  you 
are." 

"What  is  your  policy  in  regard  to 
store  prices  as  compared  with  last 
year?"  asked   The  Review. 

Toys  Same  as  Last  Year. 
"With  few  exceptions  we  arc  holding 

these  the  same  as  if  war  had  not  broken 
out.  There  are  two  reasons  naturally 
for  this:  one  is  thai  the  purchasing  pow- 
er of  the  public  is  less  than  it  was.  and 
on  this  account  it  is  good  policy  to  keep 
(trices    down     wherever    possible.  Hut 

there  is  another,  which  few  of  the  pub- 
lic will  believe,  hut  which  I  think  is  in- 
fluencing a  large  sect  ion  at  least  of  the 
bigger  souled  men  in  the  Canadian  dry 
goods  trade:  a  sense  of  responsibilitj 
to  the  public.       For  example,  this  is  a 

large   shipment    of   toys,   and    I    am    mark 


The  Trade  That  Was  Germany's 

Some  benefits  that  Canada  might  derive  from  Europe's  war  are  denied 
us  by  restrictions  of  Empire  patriotism.  The  keenest  Canadian  business  man 
would  not  willingly  profit  to-day  by  a  situation  that  handicaps  the  Mother 
Country. 

But  in  the  field  of  commercial  activity  noiv  open  to  Canadian  manufac- 
turers, there  are  now — by  reason  of  this  unsought  war — various  opportunities 
for  us,  which  mean  loss  to  none  other  than  Germany. 

Much  of  the  trade  that  was  Germany's  in  Canada  should  now  become  our 
own.  Who  but  our  own  Canadian  manufacturers  should  now  make  the 
hosiery,  the  underwear,  the  paper,  the  toys,  the  silver,  and  much  of  the  chem- 
icals, dye-stuffs,  and  other  things  Germany  has  supplied  us? 

All  this  additional  business,  now  so  readily  tending  toward  Canadian 
concerns,  will  be  divided  among  them  in  proportions  depending  upon  the 
aggressiveness  with  which  they,  respectively,  go  after  such  business. 

And  in  that  aggressiveness,  as  in  all  commercial  campaigning,  ADVER- 
TISING must  be  an  important  factor. 

Doubly  important  right  now — because  this  trade  that  was  Germany's  is 
going  to  be  apportioned  among  our  factories  at  once.  Our  people  must  have 
these  things — not  six  months  or  a  year  hence — they  are  buying  them  now. 
Stocks  are  running  low,  and  the  firms  that  ask  most  insistently  for  their 
share  are  going  to  get  it — large  and  quickly. 

It  will  be  a  test. 

Advertising  will  soon  reveal  which  of  our  industrial  enterprises  are  most 
worthy  and  best  prepared  to  profit  by  Germany's  set-back.  The  firms  first  to 
advertise  for  this  business  that  was  Germany's  will  be  the  first  to  profit  and 
the  ones  to  profit  most  largely  when  that  business  becomes  Canada's. 

Who,  among  our  Canadian  manufacturers,  is  willing  to  be  left  out  in  the 
cold?    Who,  among  such  firms,  ivill  fail  to  advertise? 


ing  them  all  at  exactly  the  same  prices 
as  last  year,  and  will  continue  to  do 
so,  even  if  on  later  shipments,  as  is  cer- 
tain, we  are  compelled  to  pay  a  higher 
rate  for  transportation,  etc.  It  is  not 
so  much  the  fact  that  children  are  con- 
cerned, as  that  I  feel  we  owe  it  to  cus- 
tomers who  have  been  coming  to  us  for 
these  goods  year  after  year,  and  look 
to  us  to  give  them  what  they  want  at  as 
reasonable  a  rate  as  possible.  The  same 
principle  applies  to  the  marking  of  goods 
throughout  our  whole  store.  We  will 
make  no  advances  unless  we  are  forced 
to  do  so." 

"What  policy  have  you  adopted  in  re- 
gard to  paying  for  English  goods  under 
the  present  high  rate  of  exchange?" 

"Up  to  a  short  time  ago  we  felt  that 
the  rate  was  too  high  to  justify  us  in 
meeting  our  accounts,  and  bearing  the 
full  charge,  hut  now  that  it  has  fallen 
down  below  $5  we  feel  that  we  should 
meet  every  account  as  it  comes  due.  We 
owe  for  those  goods,  and  ought  to  pay 
for  them,  and  any  one  who  waits  now 
for  the  rate  to  conn1  lower,  and  holds 
back  payment  is  doing  wrong.  Where 
there  have  been  agents  for  English  linns 
in  Canada  as  s  rule  we  have  been  able  to 
meet  them  at  a  rate  of  $4.90.  The  small 
accounts  under  $100  we  have  sent  over  in 
the  form  of  post  office  orders,  at  a  nom- 
inal rate,  hut  this  could  not  be  used  in 
the   case   id'  larger  amounts.      There    was 

some  talk  id'  being  able  to  utilize  the  ar- 
rangement between  f'e  Bank  of  England 
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and  the  Government  at  Ottawa,  but  this 
only  applies  to  payment  in  sold,  and  has 
been  found  impracticable,  so  far  as  I 
can  learn,  by  Canadian  merchants.  I 
feel  very  strongly  on  this  point  of  pay- 
ing our  indebtedness  to  British  credit- 
ors. We  should  consider  our  credit  as 
sacred,  and  should  never  fool  with  it. 
Our  experience  with  the  British  firms 
has  been  that  at  the  first  they  were  will- 
ing to  wait  until  exchange  rates  came 
down  to  a  fairly  reasonable  figure.  I 
worried  a  great  deal  over  this  until  I 
came  to  a  decision.  The  extra  cost  ow- 
ing to  this  and  freight  rates  will  be  at 
least  5  per  cent,  added  to  the  cost  of  our 
goods.  They  were  sending  them  under 
«ar  insurance  for  a  time  until  1  cabled 
to  omit  this,  and  there  has  not  been  a 
single  instance  where  it  was  really 
necessary.  Rut  in  mosl  cases  we  will 
absorb  the  extra  cost  without  advancing 
our  foods." 


4 Business  as  Usual" 

Montreal  Firm  Following  This 
( 'nt  in  Every  Practical  Way- 
Making  Canadian-Made  Goods 
Prominent. 

"'TpHIS  establishment  has  adopted  the 

business    as    usual    policy,    and    is 

following  it  out  in  every  practical  way," 

said  Theodore  Morgan,  of  Henry  Morgan 

(Continued  on  page  17.1 


The    Retail    Dealer   and    His  Trade  Paper 

Part  That  it  Plays  in  the  Buying  of  the  Merchant,  as  Shown  by 
Special  Investigations — Its  Influence  Found  to  be  Widespread 
— An  Auxiliary  to  the  Visit  of  the  Salesman. 

By  Georg-e  L.  Louis  in   "Judicious  Advertising." 


NO  other  factor  in  selling  has' 
greater  possibilities  than  the 
trade  journal.  Here  we  have 
quality  in  circulation  in  its  very 
highest  form ;  here  waste  circula- 
tion is  practically  unknown.  I  per- 
sonally do  not  know  of  any  other 
merchandising  medium  that  can  be  used 
so  economically  and  effectively,  and 
that  is  read  more  earnestly  and  thought- 
fully. But  notwithstanding  that  the 
powerful  influence  of  the  trade  press 
has  been,  and  is  continually  being,  de- 
monstrated, I  know  of  no  other  selling 
medium  that  is  so  neglected  and  so 
abused.  In  this  discussion,  I  am  refer- 
ring particularly  to  those  trade  publica- 
tions which  circulate  among  the  retail- 
ers. I  have  used  and  closely  studied  the 
retail  trade  press,  representing  almost 
every  industry,  for  the  past  14  years. 
And  I  have  gathered  some  rather  inter- 
esting and  fairly  authentic  data,  during 
that  period. 

I  have  had  the  opportunity  of  getting 
very  definite  information  from  both  the 
manufacturer's  and  the  retailer's  view- 
point. I  have  been  able  to  test  the  sell- 
ing value  of  trade  papers  under  a  wide 
variety  of  conditions  with  every  possible 
calibre  of  copy,  and  for  many  distinct 
lines  of  business.  Besides,  I  have  had 
the  opportunity  to  observe  and  learn 
directly  from  retailers  just  what  they 
thought  of  the  trade  press  and  just  how 
far  it  influenced  their  buying  actions. 
During  my  four  years'  dealer  analysis, 
in  which  time  I  visited  merchants  in 
every  state,  I  noted  very  carefully  the 
attitude  of  each  toward  his  trade  paper. 
Among  the  statistics  I  gathered  on  this 
journey,  I  have  this:  Eighty-five  per 
cent,  subscribed  for  at  least  one  publica- 
tion; of  this  number,  60  per  cent,  re- 
ceived two,  and  15  per  cent,  three  or 
more.  This  applies  to  dry  goods,  cloth- 
ing, shoes,  hardware,  grocery,  jewelry, 
drus',  candy,  stationery,  paint  and  gen- 
eral stores.  Upon  questioning  the  pro- 
prietors of  these  stores,  I  was  surprised 
to  find  what  an  important  buying  factor 
the  trade  journal  had  become  to  them. 

Depends  on  Trade  Journals. 

"I  don't  know  how  I'd  buy  without 
it,"  a  dry  goods  merchant  in  a  Pennsyl- 
vania town  told  me.  "When  a  salesman 
calls  on  me,  I'm  in  a  pretty  good  posi- 
tion to  judge  values  and  styles,  for  I 
have  read  from  week  to  week  just  what 
is  going  on.     I  know  from  the  editorials 


and  advertisements  in  my  trade  paper 
what  is  new  and  popular  and  what  isn't 
selling  any  more.  Before  I  read  the 
trade  papers,  they  could  sell  me  any  old 
thing.  But  it  is  different  now ;  I  keep 
in  touch  with  things." 

I  was  also  impressed  with  the  long  life 
of  the  trade  journals.  The  greater  ma- 
jority of  the  merchants  whom  I  visited, 
showed  me  issues  that  they  were  saving 
for  reference.  Some  only  kept  numbers 
of  two  or  three  or  four  weeks  back. 
Others  from  six  months  to  a  year.  They 
were  not  shelved  in  out  of  way  places, 
either.  They  were  all  to  be  found  con- 
venient of  access,  and  when  I  glanced 
over  these  old  numbers.  I  found  that 
they  were  indeed  well  thumbed. 

Evidence  of  Influence. 

I  tried  to  ascertain  by  the  closest 
questioning  just  how  far  the  trade  press 
directly  influenced  retail  buying.  It  is 
very  evident  from  my  observations  and 
interviews  that  the  advertiser  who  con- 
stantly tells  about  his  wares  in  trade 
papers  has  a  far  better  opportunity  of 
interesting  and  selling  the  retailer  than 
competitors  who  do  not  so  advertise. 

I  was  in  a  jewelry  store  in  a  small 
Ohio  town  when  a  salesman  came  in. 
When  he  handed  his  card  to  the  pro- 
prietor, with  whom  I  had  been  conver- 
sing, the  latter  exclaimed  in  a  most 
friendly  way,  "Oh,  yes!  How  are  you? 
Let's  go  back  to  my  office."  Later  I  was 
informed  that  this  had  been  the  first 
visit  of  that  salesman  and  that  he  re- 
ceived a  very  nice  order.  "But  you've 
bought  from  that  house  before?"  I  ask- 
ed, when  told  that  this  was  the  sales- 
man's first  call.  "No;  first  time  I've 
done  business  with  them,"  he  answered. 
When  I  asked  the  merchant  for  an  ex- 
planation of  the  warm  greeting  extend- 
ed to  the  salesman,  he  said,  "Oh,  I  know 
the  house  well.     They  have  a  full  page 

advertisement   in    the   — ,   right 

along." 

I  recall  another  instance  where  I  ques- 
tioned a  woman's  clothing  retailer  in  an 
Illinois  town  why  he  had  answered  one 
of  two  letters  soliciting  his  business  and 
thrown  the  other  into  his  waste  basket. 
The  two  letters  were  from  different 
manufacturers  and  seemed  to  have  pre- 
sented their  respective  selling  argu- 
ments with  equal  force.  "I  know  these 
people  (referring  to  the  concern  whose 
letter  he  had  answered)  and  I'm  going 
to  let  them  show  me  their  line.  I  don't 
15 


know  much  about  the  other  house."  His 
knowledge  of  and  confidence  in  the 
manufacturer,  to  whom  he  wrote,  was 
based  solely  upon  the  fact  that  he  was 
familiar  with  their  advertising  in  the 
trade  paper  he.  read.  When  pinned  down 
for  a  definite  answer,  he  acknowledged 
this.  Incidentally,  have  since  found  out 
that  this  clothier  is  now  a  mighty  good 
customer  of  this  manufacturer  whose  let- 
ter he  answered. 

Such  Incidents  the  Rule. 
These  illustrations  of  the  direct  buy- 
ing influence  of  the  trade  press  were  not 
exceptional.  Evidence  of  this  nature 
was  apparent  in  the  greater  number  of 
my  visits  and  interviews.  One  paint 
dealer  told  me  he  bought  only  from  the 
concerns  that  advertised  in  the  trade 
papers  he  read.  Asked  to  explain  his 
reason  for  this,  he  said:  "The  fellows 
who  have  really  got  something  to  sell 
and  aren't  afraid  to  let  us  know  about  it, 
are  the  ones  I've  got  respect  for  and 
confidence  in.  I'm  always  a  little  sus- 
picious of  the  ones  who  hide  their  light 
under  a  bushel." 

Talk  to  the  Dealer. 

It  will  surprise  the  average  trade 
paper  advertiser  to  find  how  quickly 
the  retailer  will  respond  if  the  right 
appeal  is  made  to  him.  The  copy  one 
finds  in  these  publications  is  either  of 
the  most  general  nature  without  pre- 
tense of  selling  effort,  or  it  talks  at  the 
retailer  instead  of  to  him.  You  all  know 
the  copy  of  the  first  kind;  it's  the  "We- 
make-fine-goods-come-and-buy "  stuff.  It 
has  about  as  much  effect  upon  the  retail- 
er as  a  dummy  salesman  that  was  work- 
ed by  some  interior  mechanism.  The 
second  type  of  copy  is  more  prevalent. 
Although  it  is  a  vast  improvement  over 
the  other,  it  approaches  the  retailer  in 
the  wrong  way.  When  you  tell  the  re- 
tailer why  the  consumer  likes  and  buys 
your  goods,  you  are  talking  at  him.  To 
talk  directly  to  the  retailer,  you  must 
center  your  copy  around  his  selling  con- 
ditions. Sales  and  profits  are  what  in- 
fluence him  to  stock  up  goods.  To  tell 
him  why  the  consumer  will  buy  from  him 
is  an  indirect,  ineffective  approach. 
That  your  goods  fit  perfectly  or  wear 
well,  or  are  fashionable,  or  whatever 
their  advantages  may  be,  is  all  highly 
interesting  to  the  retailer,  but  what  he 
wants  to  know  is  why  he  should  buy 
them. 


Montreal  Stores   Hold   Joint   Fashion  Opening 

New  [dea  Worked  Out  Successfully — Displays  Showed  No  Short- 
age of  Goods — Warm  Weather  Starts  Discussion  as  to  Later 
Openings  in  Future — Some  Artistic  Newspaper  Advertisements. 

By   Staff  Correspondent. 
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This  design  appeared  as  a  newspaper  ad., 
and  in  addition  was  printed  on  a  card  in 
brown  (autumn  shade)  ink,  the  light  and  dark 
securing   a    two-tone  effect. 
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ONTREAL,  Oct.  5.— (Special).— 
There  was  a  real  "opening 
day"  in  Montreal  this  year  for 
the  display  of  Fall  fashions.  By  this  no 
special  reference  is  made  to  the  displays 
of  the  fashions  in  themselves  but  rather 
to  the  fact  that  the  openings  were  gen- 
erally confined  to  the  one  day.  This  was 
hy  mutual  arrangement  between  the  man- 
agements of  the  big  retail  establishments 
of  the  city  where  millinery  and  garments 
are  sold.  In  practically  all  of  the  stores 
along  St.  Catherine  street  the  special  dis- 
plays commenced  on  the  15th.  This  was 
the  firs!  time  that  an  idea  of  co-operation 
amongsl  the  different  stores  in  connec- 
tion with  a  fashion  display  had  been 
tried  and  the  general  opinion  seems  to 
have  been  that  if  was  a  great  success 
and  likely  to  be  followed  by  similar  open- 
ings in  the  future.  Commencing  on  the 
L5th,  the  showings  were  continued 
throughout  the  week  with  different  "dis- 
plays   for   each    day    in    the   big   stores. 

The  openings  were  attended  b\  beauti- 
ful weather-  weather  almost  too  beauti- 
ful, in  fact,  for  it  was  Summer  heat. 
The  resull  was  that  while  there  were 
large  crowds  there  was  not  that  incen- 
tive to  buy  Fall  goods  which  can  only  be 


produced  by  a  ting  in  the  atmosphere 
which  suggests  the  need  for  Kail  cloth- 
ing— rather  that  a  temperature  which 
brings  visions  of  bathing  suits. 

Talk  of  Later  Openings. 

The  unusually  warm  weather  which 
prevailed  has  had  the  result  of  bringing 
up  a  discussion  amongst  some  of  the 
merchants  as  to  the  advisability  of  hold- 
inu  the  opening  so  early  in  the  season 
—  and  this  is  a  matter  which  might  well 
have  the  attention  of  merchants  gen- 
erally throughout  the  country.  The  ar- 
gument is  that  the  1st  of  October  is  more 
likely  to  find  seasonable  Fall  weather 
than  the  middle  of  September,  and  that 
the  openings,  therefore,  are  more  likely 
to  have  a  valuable  selling  force. 

'those  who  argue  for  later  openings 
refer  to  the  fact  that  the  fashion  dis- 
plays are  later  this  Fall  in  New  York 
and  go  further,  in  advocating . openings 
later  in  the  Spring  also,  for  the  reason 
that  last  Spring  there  was  very  unfav- 
orable weather  for  putting  a  selling 
force  behind  the  showing  of  Summer 
goods. 

No  Indication   of  War   Shortage. 

In  the  displays  made  there  was  noth- 
ing to  indicate  that  the  war  had  had  any 
effect — there  was  emphatic  evidence 
rather  of  the  fact  that  the  merchants 
generally  had  the  bulk  of  their  goods 
forward  before  the  outbreak  of  hostil- 
ities. This  applied  both  to  styles  and  to 
materials. 

Generally  speaking,  the  openings  were 
not  so  elaborate  as  those  of  the  Spring, 
but  this  was  rather  due  to  the  fact  that 
Fall  displays  are  usually  quieter  on  ac- 
count of  the  Winter  goods  shown  than  to 
any  influence  of  the  war. 

Fall  foliage  and  bright  Autumn  flowers 
twigs  and  sprays  in  a  big  variety  of  ar- 
rangements—were the  chief  relieving 
Hole  to  the  showing  of  goods,  both  in  the 
windows   and    in    the   interiors. 

Background  of  Golden  Brown. 

The  Ogilvy  store  was  the  only  one  to 
go  ill  for  elaborate  backgrounds  end  {]><■-,■ 
were  more  elaborate  in  appearance  than 
in  design.  The  whole  scheme  was  in  a 
golden-brown  shade  with  a  solid  back- 
ground, and  Hoods  of  the  same  color. 
while  relief  was  given  by  the  introduc- 
tion of  inset  panels  of  wood  in  Cir- 
cassian walnut  effeci  and  open  lattice 
work  with  training  vines  in  the  briehi 
Autumn  shade-.  Elaborate  and  rich  as 
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these  backgrounds  wen-  made  to  appear, 
the\  represented  a  minimum  of  expense 
and  were  practically  alto-ether  the  handi- 
work of  the  window  dressing  staff. 

At  Goodwin's  the  backgrounds  were 
relieved  by  rich  draperies  rather  than 
special  fixtures  and  at  Morgan's  the  ef- 
fects were  reached  with  the  idea  of 
showing  the  handiwork  of  the  interior 
decoration  department  which  is  one  of 
the  special  features  of  the  store. 

Displays  of  drapes  were  very  promin- 
ent.     For   the    showine    of    dress    ?oods 


Each  Country's 
Flags 

A  N  APPEAL  to  the  patriotic 

spirit  of  tin  Canadian  peo- 
ph  which  hud  a  selling  torn  as 
ivell  as  proving  a  popular  attrac- 
tion ot  this  time,  when  all 
thoughts  are  on  the  war  in 
Europe  and  the  campaign  be- 
ing conducted  by  the  Allies 
against  the  German  war  power, 
was  tin  national  displays  of 
goods  made  at  the  store  of 
Henrg  Morgan  <(•  Co.,  during 
the  "p>  ning  wt  <  k. 

In  tin-  windows  the  displays 
W(  re  iirnuii/i  d  so  that  tht  manu- 
factures  of  the  different  coun- 
tries were  shown  at  the  same 
time,  Canadian  goods  .being 
bucked  by  Canadian  flags, 
Fri  nch  goods  by  the  tri-color, 
Russian  imports  by  the  Russian 
flag,  i  tc. 

"What  about  tlu  German 
goods?"  The  I!:  uit  w  asked 
Theodon  Morgan,  tht  advertis- 
ing ntming.  r. 

"They  wen  kept  in  tht 
dark,"  u  as  tin  answ<  r. 

A  nd  then  Mr.  Morgan  addt  d 
a  statem(  nt  that  is  significant  in 
vit  a-  of  tht  g<  in  ral  opinion  that 
S(  <  ms  to  I"  pn  rnl  nt  that  '•'<  r- 
iiuiii  good*  form  a  largi  portion 
of  tin  stocks  of  dm  goods'  stores 
nln, i  he  said,  "THERE  is 
WT  TWO  PER  CENT.  OF 
Till:  STOCK  OF  THIS  ES- 
TABLISHMENT THAT  WAS 
BOUGHT  IN  GERMANY." 


DRY     GOODS    REVIEW 

Attractive  and  Unusual  Opening  Announcements 


e  Take  Pleasure 
in  Extending  You 
an  Invitation  and 
Welcome  You 
to 


Tomorrow.  Tuesday.  Sept.  IStK 
and  Ihtrmg  This  Week 


The  New  Fashions  for 
Fall  and  Winter  1914-15  ^ 

Millinery        Cloaks        Suits         Dresses 

KM  Gloves  Paris  Neckwear 

Fine  Hosiery         Silks        VeWf*s 

Dress  Goods        Fine  Linens 

An  exhibition  complete  in  every  detail. 

Notwithstanding  that  wax  conditions  caused 
a  scarcity  of  rich  fabrics  and  exclusive  modeja, 
this  Store  has  been  fortunate  in  securing  detaery 
of  its  foreign  shipments,  and  is  prepared*  to 
execute  all  orders  at  no  advance  in  price. 


Store  Open*  at  8- 3ft 
Cloaca  «  p.m.  Dally 


Xuic  the  idea  of  curtains  being  drawn  apart  to  show 
the  "opening,"  with  the  appropriate  "allied"  figures  on 
either  side,  the  British  and  the  French   with  the  tricolor. 


and  for  the  costumes  and  hats  full  fig- 
ures were  used  extensively,  as  is  usual 
in  the  showing's  of  garments. 

Pleasing  Advertisements. 

A  feature  of  the  openings  was  the  un- 
usually good  taste  displayed  in  the  an- 
nouncements which  appeared  in  the 
newspapers.  It  was  at  once  evident  that 
many  of  the  stores  put  considerable 
confidence  in  the  advertisements  as  a 
medium  of  extending  an  imitation  to 
the   opening's. 

Several  of  these  advertisements  are 
reproduced.  The  opening  idea  is  strong- 
ly emphasized  in  the  ad  of  Ogilvy  & 
Sons,  where  an  arch  is  shown  with  the 
curtains  drawn  aside  and  a  patriotic 
appeal  is  introduced  by  using'  Canadian 
and  French  flags  to  represent  the  drapes 
while  the  Canadian  coat  of  arms  is 
shown  as  the  top  of  the  arch. 

Anything'  in  better  taste  or  more  ef- 
fective for  an  opening  fashion  display 
advertisement  would  be  difficult  to  find 
than  that  of  Goodwins,  Limited.  The  ar- 
rangement is  unique  ami  is  not  only  at- 
tractive but  displays  excellent  taste.  It 
is  the  work  of  the  staff  artist. 

Henry  Morgan  &  Co.  ran  a  series  of 
announcements  throughout  the  display 
week — hand-lettered  designs  which  were 
the  work  of  the  store  artist  and  upon 
which  he  was  at  work  for  a  couple  of 
months. 

The  Colonial  House  also  issued  a  spe- 
cial  invitation   to   the   customers   of  the 


store;  hand  lettering  on  beautiful  gilt- 
edged  cards  and  with  envelopes  to  match, 
they  were  out  of  the  ordinary  in  the  ar- 
tistic sense. 


Editorially: 

Despite  the  nature  of  great 
world  events  we  must  not  lose 
sight  of  the  fact  that  the  com- 
merce of  the  world  must  be  main- 
tained. 

A  great  store  is  but  the  distri- 
buting- centre  of  the  world's  mer- 
chandise. 

Thousands  upon  thousands  are 
dependent  for  a  livelihood  upon 
t  he  business  done  by  a  great 
store. 

Prosperity  is  dependent  upon 
commerce  and  trade  and  so  this 
store  is  endeavoring  to  maintain 
normal  conditions  by  an  adequate 
display  of  seasonable  merchandise. 

Individually  shoppers  can  help 
maintain  these  desired  conditions 
by  planning  and  securing  now 
their  Fall  needs  according-  to  their 
usual   custom. 

HENRY  MORGAN 
&    CO.,    LIMITED 


"BUSINESS   AS   USUAL." 

(Continued  from  page  14.) 

&  Co.,  Montreal,  in  talking  of  business 
conditions   to   The   Review. 

He  stated  in  further  explanation  of 
the  policy  of  the  company  that  there  had 
been  no  reductions  in  staff  and  no  reduc- 
tions in  salaries  and  that  it  was  not  pro- 
posed to  make  any.  Further  he  stated 
that  buyers  had  been  instructed  to  buy 
as  usual  where  possible  and  where  pur- 
chases could  not  be  made  substitutes 
were  being  sought. 

A  Canadian  Policy. 
The  store  policy  of  W.  H.  Scroggie, 
Limited,  Montreal,  since  the  outbreak  of 
the  war  has  been  a  strongly  Canadian 
one.  In  the  windows,  in  the  advertise- 
ments and  throughout  the  whole  store 
there  are  announcements  urging  upon  the 
public  the  advantages  to  Canadian  indus- 
tries which  the  public  can  confer  at  this 
time  by  buying  home  made  goods.  To 
keep  the  wheels  of  Canadian  industry 
turning-  is  the  motto  which  is  put  before 
the  public. 


THREAD  GOING  UP. 

A  thread  buyer  reported  that  Bel- 
gium, thread,  it  had  been  announced, 
would  advance  15  per  cent,  and  Irish 
was  likely  to  follow.  So  far  there  have 
been  no  increases  in  prices  in  silk  and 
cotton   threads. 
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Playing  Up  10  p.c.  Gain  Over  Large  City  Stores 

Successful  Business  Methods  of  J.  N.  Currie  &  Co.,  of  Glencoe — 

Makes  $1,000  a  Year  on  Cash    Discounts — Building    Up    From 
Capital  of  $900— Meeting  All  Competitors'  Prices. 

T11K  steady  growth   oJ    the  firm  of  A       ^frvi-a'c      ProoTPCC  ""^   s*ore's   record   is   that   an   increase 

J.  N.  Cunic  &  Co.,  Glencoe's  De-  -rv     C)LUIC  »     riU^lCW  ]ia>   1)epn   sjK)Wn   over  the  preceding  in 

partment  Store,  which  in  a  village  Began    business                                     1896  ev,'r.v   year  except   four  in   this  period, 

that,  like  most,  lias  been  influenced   by  and,  most  gratifying  of  all.  is  that  the 

no    movement    that    would    tend    to    in-  Capital  to  start   $900  increases    in    recent    years      have      been 

crease  its  population,  and  surrounded  by  gtocjj   at   start                                     $5  000  "reater  tnan  ">  tue  earlier  period. 

a  district  thai   has  seen  a  number  of  its  As  would  be  expected,  Mr.  Currie  has 

young  people  leave  for  the  larger  cen-  Growth  in  18  years trebled  taken   advantage   from   time  to   time  of 

tres   yet  has  tripled  Us  output,  is  surely  Departments_D             d      ladieg.   and  improved      facilities     that     have     been 

a   tribute  to   the   business   methods   and  *                                                 ,  ,  brought    to   the   front,   and    modern    fix- 

„„i    „.:i:i;M    ,.c     "The    Man    Re-  mens  ready-to-wear,  carpets  and  house-  .           ,          ,          .   ,     -,       ,    .        ,,    ■, 

personal    qualities    oi           i  in     ivian    ni  j                <        r  tures    have    been    introduced    in    all    de- 

hind."  furnishings,     men's    wear,     shoes,     and  ], ailments. 

Some  of  the  particulars  which  The  groceries.  The  turnover  of  stock  is  about  2% 
Review  secured  from  the  proprietor,  Mr.  popuiation  same  j  qqq  times  a  year>  which  is  a  good  average. 
J.  N.  Currie,  will  form  an  interesting  '  Ml.  CuTTie>  \n  referring  to  causes  for 
contribution  to  the  history  of  retail  Firm— J.  N.  Currie  &  Co.,  Glencoe's  his  success  included  The  Dry  Goods  Re- 
merchandising  in  agricultural  communi-  department  store.  View,  to  which  he  has  been  a  subscriber 

ties. since  starting  business. 

Began  in  1896  on  $900.  _____===========: 

Tr                  „     .,      .     ,,          ,     .  Marks  Trape  Paper  for  Clerks. 

In  1896  Mr    Currie  began  business  in  Keeping   well   rid   of   old   goods   by 

Glencoe,  then  as  now  of  about  1,000  pop-  clearing  sales  before  they  become  old  "I    read    carefully,"    he    said,    "and 

ulation,  with  a  capital  of  only  .$900,  but  in  shelves.  mark  all  important  articles  that  I  want 

his  stock  was  valued  at  $5,000.     There  Meeting  all  competitors'  prices,  in-  the  clerks  particularly  to  read,  but  I  in- 

were   four   other   general    stores   at   the  eluding  Mail  Order  Houses.  sist    upon    them    reading    these."     The 

time,  while  at  present  there  is  one  less.  Being    ever    ready    to    make      good  stu(Jy  of  the  trade             ^  he  deelared 

He  combined  a  cash  and  credit  business  damage   claims.  ,,k  '        them   wide   ^^    ^ 

from  the  outset  and  this  has  continued  Paying  clerks  well,   and   demanding  t,                 ,,.,'. 

up  to  the  present.  results,  with  salaries  dependent  on  in-  gentle  way  of  drawmg  their   Mention 

Matters  went   well   will.   Mr.   Currie.  crease   of  business.  t0  mistakes  we  all  make,  and  shows  how 

The   balance   between   his   cash   and    his  ^                          ^  pef  we  can  all  improve." 

stock   was   provided   for   by   notes,    and  The   suceessful   historv   of  tb     Cun.ie 

these  were  met  before  they  were  due.  One  of  the  points  that  are  emphasized  ,                         .                   '               ' 

tnese  weie  met  ucx               ,  •      ,.    •        -,           ,,  business    surely    is    a   tribute   to    shrewd 

-Almost  from  the  start  I  have  been  by   the  firm   in   then-  ads   is  the  super-  mana           t  that  combined  aQ             sive 

able  to  discount  all  my  bills,"  Mr.  Currie  lority  of  a  store  m  a  small  place  over  a  ^   J.            .^  ^^            « 

told  The  Review.  store  in  a  big  city  in  the  matter  of  ex-  r                                    e 

What   an   enviable  record!  Pense-      In    a   recent    advertisement   the                                ®— 

„,    ,  ,                      ,  public  were  shown  that  the  store  of  J. 

And   how  profitable  a  course!  '                                                             . 

-m.     *          *   t    v    Pnrrio  »  On    aver  K   Curne  &   C°-  carried  on  business  at  A  CHANGE  IN  PETROLIA. 

The  firm  of  J.  N.  Currie  &  Co    aver-  a  fioure  0f  about  15  per  cent,  compa.v,!  ,,,       R    w    M           ,.    .     ,                   . 

affe  each  vear  about  $1,000  in  cash  dis-  .,,     ,,          ,         ,    ,     j  'he    I».    W.    .Moore    Co.  S    business    of 

age  eacn  ytj<«   auuui  ^i.uuu         v  ^    ^      acknowledged  average   expense  0  .     ,■     ,                           ,         ,  ,       . .    T- 

t  &                 °         J  Petroha   has   been  purchased  by  (  .   I  m- 

counib.  0j-   a  department   store   of   2o   and   over.  ,          n       T,,       e  m                     ,      ■„  , 

T    .,         ,,    ...  T,            l           ,    ,   .,  .            .   ,     ,,    ,   ,    .  phrey  Co.,  Ltd..  of  Toronto,  and  will  be 

Is  it  worth  it/  II    was   a   good    talking  point,   that   bal-  ,          ,    ,                    Ar      ,-       , 

„  ,   .             .  ».•„               .    .     «             •    ,            i,  iun  as  a  branch  business.     .Mr.  I  mphrev 

Some  of  the  most  successful  dry  goods  ance  of  10  per  cent,  in  favor  of  the  small  who  hag  ^  (.„mi(,et(.(,  with  th(J  Toron. 

men  in  Canada   will  tell  you   that   their  store,  and   an  argument   that   was  found  to    ^^   hag   ^^    M}   eh           of   tfae 

net  profits  are  made  up  entirely  of  cash  effective  m  retaining  trade.  Petrolia  branch. 

discounts;  that  the  handsome  new  stores  |.;V(>1.  rea(jy  to  take  advantage  of  new 

that  honor  their  name,  their  enterprise,  openings,    the    firm    followed      up      the                                 © 

their  integrity,  are   the   product   of  cash  operation   of   parcel    post   last    spring   by 

discounts.  announcing  that  they  would  pay  postage  WOODSTOCK     AFTER     NEW 

What  are  some  of  the  practices  that  on  all  goods  sent  out.    At  the  same  time  FACTORY, 

lie  behind  this  store's  success!  developments   were   made  along  the  line  At   a  special  meeting  of  the  Board  of 

of   'phone  orders  to  work  in  with  parcel  Trade  and  citizens  of  Woodstock,  to  dis- 

The   Store's  Policy.  pogt  delivery     ^are  is  taken  always  to  cuss  the  -ranting  of  a  loan  of  $50,000  to 

The  Review  asked  Mr.  Currie,  and  his  fill  such  orders  accurately  and  promptly;  the  Oxford   Knitting  Company,  to  bring 

reply  was:  one  as  important  as  the  other.  to  Woodstock  the  woollen  department  of 

_  ,          ,    _        .         _    .  the     Shawinigan     Cotton     Companv     of 

Honest  advertising.  Enlarged  Premises  Twice.  Thn,t,  ,,ivors;  Qu(>  _  y   wag  >Widod  th;U 

Having  the  right  goods  at  the  right  Jn    this    period    of   eighteen    years   the  a  committee  be  sent  to  Three  Rivers  to 

time.  store    has   been    enlarged    twice   and    now  investigate  the  matter  and  report   to  the 

Buying  carefully  and  only  the  better  it  is  too  small  for  the  business  that  is  be-  council  before  placing  the  matter  before 

class  of  merchandise.  ing  done.   One  of  the  marked  features  of  the  people. 
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Are  you  ready  ? 


Most  stocks  of  dry  goods  show 
little  gaps  here  and  there  —  lines 
that  have  sold  out,  or  that  have 
not  been  bought. 

"Foresight  is  better  than  hind- 
sight." 

"Sorry,  madam,  we'll  have  it  next 
week,"  isn't  nearly  so  welcome  as 
"Certainly,  we  have  it." 

MAKE  A  NOTE  OF  IT. 

See  that  your  stock  is  well 
assorted. 

We  can  help.  Order  through 
our  traveller,  or  —  write  us 
direct. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 
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Display  Holiday  Goods  Early 

*Tp  HIS  season  more  than  for  several  years  past,  the 
-*-  merchant  will  he  well  advised  to  make  an  early 
display  of  his  holiday  goods.  A  rather  impelling 
sense  of  the  need  for  economy  has  taken  hold  of  a 
large  section  of  every  community,  and  it  will  require 
more  than  the  usual  temptation  in  attractive  goods 
to  draw  them  out  to  even  a  moderate  expenditure. 
It  is  thus  incumbent  upon  the  merchant  to  start  out 
bright  and  early,  upon  his  holiday  goods  campaign. 
I  Ie  will  have  two  factors  to  bring  forth  prominently  : 
the  quality  of  the  goods  themselves,  and  the  prices. 
Many  people  have  the  idea  that  the  war  has  cut  off 
most'  of  the  ordinary  supplies  of  holiday  goods,  and 
that  the  stocks  the  merchants  have  managed  to  get 
together  will  be  too  expensive  for  them  to  touch. 
Both  ideas  have  been  inculcated  by  early,  panicky 
reports,  and  the  really  astonishing  extent  to  which 
normal  condition  of  affairs  has  been  reached  is  not 
realized.  Show  your  goods,  day  after  day,  in  win- 
dows and  in  interior  cases ;  on  top  of  counters,  and  on 
ledges.  Show  them  and  ticket  them,  with  prices. 
Combine  these  two  phases  of  a  highly  necessary  cam- 
paign, and  you  will  be  surprised  at  the  extent  to 
which  public  sentiment  will  veer  around  to  almost 
normal  conditions  in  buying,  as  there  now  exists  in 
supplies. 

There  is  another  reason  for  an  early  and  an  abun- 
dant display.  In  a  recent  issue  The  Review  pre- 
sented the  case  of  an  Ottawa  store  whose  toy  depart- 
ment, in  proportion  to  the  capital  invested,  was  the 
best  paying  of  all.  A  Hamilton  store  gets  splendid 
results  from  a  toy  department  all  the  year  round,  and 
a  vnuiui  manager  in  Toronto  lias  built  up  a  phenom- 
enal business  through  big  and  well  assorted  stocks, 
and  Lots  of  room  for  displaying  them. 

I.el  the  Fall  season  of  L914  be  the  commencement 
for  vim  of  an  All-The-Year  Hound  Toy  Department. 


Two  Theories 

npwo  theories  are  being  presented  at  this  time  in 
*■  regard  to  the  buying  of  goods.  A  section  of 
wholesalers  and  retailers  support  a  policy  of  fairly 
free  buying,  on  the  ground  that  prices  are  certain  to 
advance  in  the  near  future  and  manv  lines  will  he 
very  scarce  or  entirely  unprocurable.  The  other  sec- 
tion -till  hold  to  the  advice  that  has  been  accepted 
so  generally  the  pasl  year,  to  buy  sparingly  with  the 
object  of  netting  rid  of  the  old  custom  of  overstocking 
dial    the   ruinous   result    of   quick   chang&S   of  styles 


has  induced  of  late.  With  the  latter  The  Review  is 
inclined  to  side.  As  pointed  out  by  a  retail  buyer  of 
ripe  experience  in  this  issue,  the  situation  so  far  as 
supplies  are  concerned  is  improvinu  week  by  week. 
Imagine  a  few  weeks  ago  a  Swiss  promise  of  deliveries 
of  embroideries  for  next  Spring  at  last  season's  prices, 
or  a  French  commissioner  giving  a  carte  blanche 
undertaking  for  nearly  every  line,  even  on  C.  O.  D. 
terms!  There  are  weak  points  in  both  examples 
cited,  but  they  illustrate  an  improving  situation.  Nor 
is  there  any  certainty  or  even  likelihood,  of  many 
advances  for  Spring  stocks.  Cotton  is  down,  and 
still  falling;  the  fine  merino  yarns  have  dropped: 
knit  goods  show  no  signs  of  soaring.  Linens  and 
shoes  are  an  inevitable  exception,  and  are  pretty 
much  in  a  class  by  themselves,  if  we  accept  rumors 
of  an  improvement  in  the  supply  of  kid  gloves. 
There  are  staple  lines  where  immediate  buying  is 
advisahle  to  overcome  a  risk  of  late  deliveries,  where 
styles  do  not  count,  and  prices  can  hardly  be  lower, 
but  the  advice,  "Do  not  speculate"  as  one  puts  it,  or 
"Do  not  plunge,"  as  another,  this  a  leading  whole- 
sale merchant  of  Canada,  seems  the  best  fitted  at  this 
time  to  the  average  business. 


I 


German  Stocks 

N  OUR  denunciation  of  Germany  and  Austria  and 
all  their  "works."*  we  must  be  careful  not  to  do  an 
injustice  and  create  a  severe  commercial  loss  for  loyal 
Canadian  interests  through  a  blind  failure  to  dis- 
criminate between  the  past  and  the  future.  The 
Canadian  Government,  quite  properly,  ha-  issued  a 
warning  against  the  attempt  to  import  goo(b  from 
the  factories  of  Britain's  enemies  lest  in  SO  doing  we 
may  lend  aid  to  the  hostile  forces  that  are  warring 
against  us.  For  a  similar  reason  it  i-  considered 
treasonable  to  forward  money  to  Germany,  even  in 
payment  of  Legitimate  account.-,  ami  a  distinction  is 
being  made  in  England  between  paying  accounts  for 
past  orders  of  German-made  goods  where  the  money 
will  be  transmitted  to  that  country,  and  cases  where 
agents  of  German  linns  would  themselves  receive  the 
simi<  for  use  in  England. 

But  what  of  the  large  class  of  jobbers  and  retailers 
who.  before  the  war.  purchased  their  season's  supply 
of  toys  and  many  other  German  goods?  Why  should 
these  he  penalized  through  a  campaign  against  Ger- 
man goods?  Why  make  the  punishment  retroactive 
t«>  the  serious  loss  of  innocent  business  men?  Why 
should    wholesalers   and    retailors  he  compelled   to 
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throw  this  portion  of  their  stock  into  the  scrap  heap 
just  because,  months  before  August,  1914,  they 
bought  these  in  good  faith  from  a  people  that  were 
apparently  zealous  upholders  of  the  world's  peace  and 
before  any  cloud  of  war,  even  "the  size  of  a  man's 
hand,"  had  appeared  on  the  horizon. 

In  view  of  public  feeling  it  would  be  running  into 
certain  disfavor  to  flaunt  goods  as  "German-Made" 
before  a  public,  righteously  indignant  at  atrocities 
committed  under  the  aegis  of  that  flag,  but  no  mer- 
chant should  fear  to  display  these  goods  for  sale  and 
reap  a  fair  profit.  In  some  cases,  of  course,  it  may 
be  advisable  to  remove  conspicuous  labels,  or  offset 
them  by  pasting  on  one  of  the  firm's  own.  It  is  cer- 
tain that  even  the  end  of  the  year  will  not  see  the 
disposal  of  all  the  stocks  of  "ante  bellum"  goods. 
Hence,  wherever  a  local  campaign  would  seem  to 
include  harmless  stocks  such  as  have  been  mentioned, 
merchants  should  seek  the  co-operation  of  the  press 
to  place  the  situation  in  a  fair  light  before  the  public. 

There  is  another  point  of  view  that  may  as  well 
be  referred  to  here.  The  Department  of  Trade  and 
Commerce  is  making  a  commendable  effort  to  en- 
courage a  development  of  Canadian  manufacture 
along  lines  that  would  replace  goods  heretofore  se- 
cured from  "enemy  countries." 

The  Government,  on  their  part,  should  make  a 
definite  pledge  to  the  manufacturers  of  a  guarantee 
of  protection  for  a  period  of  years  such  as  will  ensure 
the  firm  establishment  of  factories  to  produce  these 
goods  in  Canada.  Without  such  a  pledge  of  perma- 
nency Canadian  manufacturers  may  be  deterred  from 
venturing  into  a  field  that  they  may  well  feel  would 
be  snatched  away  from  them  shortly  after  the  end  of 
the  war  under  conditions  that  gave  Germany  a  pre- 
emption in  so  many  lines  for  years  before  hostilities 
broke  out. 


Losing  Sales  of  Suits 

'"pHERE  is  no  uniformity  in  coat  length  this  Fall 
and  coats  are  showing  and  selling  at  from  26  to 
34  inches  and  longer.  It  would  seem  as  though  the 
manufacturers  were  trying  to  get  away  from  the  one 
settled  length  for  any  season  and  to  establish  diver- 
sity of  lengths  so  that  the  length  most  suitable  to  her 
height  can  be  chosen  by  any  woman. 

There  is  much  to  be  said  in  favor  of  this  method 
of  handling  lengths,  but  it  puts  added  responsibility 
upon  the  saleswoman.  From  reports  coming  in  even 
in  the  big  city  stores  the  help  has  not  been  sufficient- 
ly instructed  on  this  point,  and  sales  are  lost  because 
the  saleswoman  can  offer  no  logical  explanation  of 
the  diversity  of  lengths.  Diversity  of  lengths  goes 
with  diversity  of  styles  and  the  buyer  should  give  in- 
structions to  his  help  as  to  the  reason  why  they  are 
shown.  Instances  have  occurred  where  sales  have 
been  lost  simply  because  totally  different  styles  of 
models  have  been  shown,  and  both  stated  to  be  the 
latest.  While  this  was  the  truth,  as  the  saleswoman 
could  not  back  up  her  assertion  with  the  real  reasons 
for  the  diversity  of  styles,  the  customer  could  not  be 
induced  to  buy  either  suit. 


Co-operative  Competition 

A  WESTERN    Ontario      newspaper     in     drawing 

attention    to    the    fact    that    merchants    of    the 

city    were   planning    to     co-operate     in     holding   a 

big  three  days'  sale  on  the  dates  of  the  annual  fall 


fair  said, — "'Few  realize  the  fight  the  retail  mer- 
chants are  up  against  in  the  smaller  cities  and  towns. 
Competition  is  keen  amongst  themselves,  and  besides 
this  there  is  the  continual  fight  with  the  mail  order 
houses.  They  are  fighting  amongst  themselves  at  the 
very  moment  when  a  strong  besieging  force,  power- 
ful, well  armed  and  well  generalled  is  closing  in  on 
them  from  the  outside.  In  some  cities  an  attempt 
has  been  made  to  get  together  against  the  common 
enemy,  in  the  formation  of  a  Merchants'  Association, 
but  for  the  most  part  these  have  become  inactive 
bodies  holding  few  meetings  and  gradually  dying 
natural  deaths  due  to  the  lack  of  co-operation  among 
their  members,  thereby  defeating  entirely  their  ob- 
ject of  holding  the  trade  of  the  community  for  the 
local  merchants. 

Some  of  the  most  progressive  of  Canadian  mer- 
chants who  have  co-operated  in  the  past  and  tasted 
of  its  benefits  have  decided  to  do  so  again.  The  old 
fallacy  that  goods  can  be  bought  out  of  town  cheaper, 
though  long  ago  exploded,  still  persists  in  the  minds 
of  some  people,  who,  besides  sending  their  money 
out  of  town  to  build  up  other  communities,  are  no 
better,  if  not  worse,  off. 

These  merchants  are  working  along  the  lines 
which  have  been  urged  time  after  time  by  The 
Review.  We  have  always  claimed  that,  not  compe- 
tition but  co-operative  competition  is  the  life  of 
trade  in  any  community.  AVhere  the  merchants  are 
united  and  work  harmoniously  together  to  keep  the 
trade  of  the  community  at  home  much  better  busi- 
ness conditions  exist  than  in  communities  where  the 
merchants  are  not  united  and  where  little  or  no 
effort  is  made  to  hold  in  check  the  inroads  of  the 
persistent  and  well-organized  mail-order  forces. 
When  narrowness,  suspicion,  price-cutting  and  un- 
fair tactics  are  thrown  to  the  winds  and  the  mer- 
chants of  a  town  begin  to  co-operate  to  boost  the 
Home  Town,  and  incidentally  the  business  of  the 
Home  Town,  you  can  rest  assured  that  a  new  era  of 
prosperity  is  dawning. 

Editorial  Briefs 

"BUSINESS  as  Usual." 

*  *         * 

MATCH  accounts  closely. 

*  *         * 

COURAGE  with  confidence. 

*  *         * 

THE  FARMERS  should  now  be  able  to  "settle  up" 

with  the  retail  merchants. 

*  *         * 

GET  YOUR  TABLE  SET  ready  for  your  Thanks- 
giving display  of  linen. 

*  *         * 

THE  GOOD  merchant  measures  his  progress  by  his 

net  profits,  not  merelv  his  turnover. 
'  *'         *         * 

THE  MERCHANT  who  does  not  take  time  to  read 
his  trade  paper  is  usually  more  interested  in  some- 
thing apart  from  his  business. 

*  *  * 

THE  TRENCHES  that  count  most  in  Canada  just 
now  are  the  long,  straight,  even  furrows  turned  by 
the  plow  in  preparation  for  next  Spring's  crop. 

>K  ^  * 

THE  CHEERING  REPORTS  OF  DRY  goods  mer- 
chants in  this  issue  should  be  the  best  kind  of  anti- 
dote to  pessimism. 
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Demand  for  Furs  Holds  Well— Future  Uncertain 

Some  Early  Fur  Sales,  but  Most  of  Goods  are  Out  of  Style  and 
Have  to  be  Sacrificed — Business  said  to  Equal  Last  Season — Out- 
look Seems  to  Indicate  Dearer  European  Furs  and  Lower  prices  in 
Canadian  lines. 


FROM   inquiries   which     have     been 
made   in  the  fur     trade,   business 

this  season  appears  to  be  equal 
to  if  not  better  than  a  year  ago — al- 
though it  needs  no  comment  here  to  re- 
call the  fact  that  last  year  was  tar  from 
a  record  maker. 

Prices  generally  are  about  20  to  25 
per  cent,  lower  than  a  year  ago.  This 
is  not  the  result  of  the  war,  but  the 
natural  reduction  following  the  lower 
prices  which  prevailed  in  the  world  fur 
markets  when  the  big  sales  were  held 
in  the  Spring.  However,  it  is  doubtful 
if  the  prices  prevailing  are  an  important 
factor  in  the  retail  business  for  the  ig- 
norance of  the  general  public  so  far  as 
the  value  of  furs  is  concerned  is  some- 
thing weird  and  wonderful.  Whether  a 
garment  is  a  No.  1  or  a  No.  2  is  known 
to  few  people  who  go  in  to  make  a  pur- 
chase.  Price  is  something  which  is  large- 
ly controlled  by  the  pocket  book,  and 
value  is  decided  upon  the  word  of  the 
salesman  and  the  reputation  of  the 
house.  Usually  more  important  in  sales 
than  price  is  style.  A  stylish  garment 
at  good  value  will  sell  much  more  read- 
ily than  a  bargain  of  last  year's  de- 
sign. 

Selling  Last  Year's  Stock. 

Already  in  some  parts  of  the  country 
fur  sales  have  been  started.  Rut  it  may 
be  taken  for  the  most  part  that  these 
sales  bear  as  much  or  even  more  rela- 
tion to  the  business  of  a  year  ago  than 
to  that  of  the  present  year,  and  it  will 
generally  found  that  the  garments  which 
are  sold  are  last  year's  stock  and  the 
reduction  in  price  is  scarcely  more  than 
sufficient    to   offset    the  lack    of   style. 

No  Cuts  on  This  Year's. 

One  of  the  big  Toronto  stores  where 
there  have  been  fur  bargains  offered  has 
been  selling  furs  at  greatly  reduced 
figures,  but   these     have     been      business 

"tempters,"     and     last     year's     styles 

which    have  been   saved    from    Hie   Spring 
fur  sales  fur  this  very  reason.    '"We  are 


not  cutting  the  prices  on  any  of  our  new 
stocks  and  we  will  not  until  late  in  the 
season  when  we  want  to  clear  up  the 
stocks,"  was  the  statement  of  the  man- 
ager of  the  department. 

At  Montreal  a  prominent  manufactur- 
ing furrier  stated  that  his  house  had  no 
intention  of  starting  early  fur  sales  un- 
less it  was  forced  to  do  so  by  competi- 
tion. His  house,  he  explained,  was  in 
much  better  position  than  a  year  ago 
and  prepared  for  rather  a  small  season 
— a  step  which  had  been  taken  before 
there  was  any  talk  of  the  war.  In  fact, 
Montreal  business  was  even  better  than 
it  had  been  the  previous  year  when  pre- 
parations had  been  made  for  a  big  season 
and  when  orders  to  the  trade  had  been 
cancelled.  The  result  had  been  thai 
the  firm  had  a  heavy  stock  on  hand 
which  it  was  found  necessary  to  sacri- 
fice. 

Good  Purs  Hold  Their  Prices. 

Tn  the  trade  the  reports  indicate  that 
jobbers  and  manufacturers  find  that  the 
market  has  firmed  if  anything  for  good 
furs  since  the  war.  This  is  particularly 
true  of  Persian  lamb  and  of  Hudson 
seal,  the  supplies  of  which  come  from 
Europe- — and  in  fact  all  lines  which 
come  from  Russia  and  Germany  may  be 
expected  to  be  somewhat  higher  in  the 
future.  High  class  Canadian  furs  are 
holding  their  own,  but  in  some  of  the 
cheaper  skins  the  prices  are  weak.  Bear 
skin  is  being  held  at  a  high  figure,  for 
it  is  considered  that  there  should  be  a 
demand  for  this  fur  for  military  head- 
gear. 

What  of  the  Future? 

Fur  dealers  and  manufacturers  refuse 
tn  try  to  forecast  the  future  of  the  fur 
business,  although  they  have  their  indi- 
vidual ideas  on  the  subject.  These  ideas, 
however,  do  not  by  any  means  coincide 
and  a  discussion  of  the  whole  situation 
only  tends  to  emphasize  the  uncertainty. 

Persian  lamb  and  some  of  the  other 
European  furs  musl  be  expected  to  be 
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dearer  as  the  result  of  the  war,  although 
to  what  extent  cannot  be  judged  when 
there  are  uncertain  factors  like  the  pos- 
sible European  production  and  demand 
to  be  considered,  not  to  mention  the 
course  which  the  Mar  may  take.  Against 
the  falling  off  in  number  of  skins  avail- 
able will  be  a  probable  weakening  in  de- 
mand   in   Europe. 

Hudson  seal  comes  practically  alto- 
aether  from  Germany — but  the  bulk  of 
it  is  produced  in  Canada  and  goes  to 
Germany  as  muskrat.  There  is  now  the 
problem  of  having  the  rat  skins  treated 
in  some  other  country  and  great  possi- 
bilities for  the  industry  at  home.  If  this 
dyeing  can  be  done  in  other  countries 
than  Germany,  there  should  be  little  ma- 
terial change  in  the  situation  as  regards 
Hudson  seal;  but  if  it  develops  that 
German  dyeing  cannot  readily  be  dupli- 
cated, then  Hudson  seal  will  advance  in 
price  and  rat  skins  are  likely  to  be  a 
drug  on  the  market. 

Canada   a  Fur   Exporter. 

To  look  at  the  worst  side  of  the  situa- 
tion, the  supplies  of  fur  coming  to  this 
country  might  entirely  be  cut  off,  and 
yet  Canadian  would  not  need  to  suffer 
seriously.  Canada  is  one  of  the  great  fur- 
producing  countries  of  the  world.  The 
danger  is  that  the  Canadian  fur  in- 
dustry may  suffer  from  the  difficulties 
of  export  and  the  cutting  off  of  the 
European  demand.  On  this  question 
there  are  different  opinions — on  the  one 
hand  that  prices  will  decline  and  on  the 
other  that  they  will  advance  on  account 
of  the  difficulty  in  getting  European  sup- 
plies. Only  the  future  can  decide  this 
point. 

The  mure  generally  accepted  theory  is 
that  Canadian  furs  are  likely  to  decline 
in  prices,  and  this  creates  a  serious  sit- 
uation for  -nine  of  the  big  fur  com- 
panies with  buyers  in  the  far  north  who 
will  not  know  of  the  present  conditions 
for  months,  and  will  go  on  paying  the 
prices  which  have  been  prevailing  while 
the  market   value  may  shrink  materially. 


CANADIAN    FUR    TRADE 


Dry  Goods  Review 


Some   New  Lines  in   Furs   Shown   at   Exhibition  Display 
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1 — Hudson  seal  coat,  black  fox  collar.  -  -Mink  cape  coat.  ■"•  Cross  fox  set,  two  beads  showing  on  lower  frmit 
of  muff.  4 — New  type  of  cape  coats  of  Hudson  seal  and  ermine,  with  ermine  strap,  lined  with  brocaded  satin  and 
pleated  chiffon  at  lower  edge  ($265).  5 — -Parisian  model  Deaver  coat.  6—  Silver  fox  sets.  7  -Broadtail  with  ermine 
collar  and  cuffs,  kimona  sleeves,  52  inches  long  ($755).  8 — Moleskin  coat.  0 — 'Mink  muff,  new  melon-shape  with  frills 
of  same  fur.  10 — Ermine  muff,  new  melon-shape  with  frills  of  same  fur.  11 — Ermine  neckpiece,  chenille  trimmings. 
Shown  by  Sellers-Gough  Pur  Co. 


Form-Fitting  Waists  With  Flared  Skirts 

Advanced  Styles  Show  Some  New  Tendencies  Following  the 
Kimona  and  Cape  Effects — Canadian  Styles  Show  Tendency  to 
Combine  Dictates  of  Fashion  with  Service  and  Comfort — Small 
Muff  Still  Strong,  but  not  Followed  Here. 


ADVANCED  fur  stylos  show  some 
new  tendencies  as  regards  coats. 
While  there  is  still  being  shown 
the  kimona  sleeved  garment,  the  cape 
coat  and  the  cape  in  a  variety  of  de- 
signs, there  are  many  modifications  and 
a  more  moderate  tendency  is  displayed 
with  regard  to  the  loose  effect  both  in 
body  and  sleeve. 

The  tendency  for  tighter  fitting  gar- 
ments finds  expression  in  a  semi-form 
fitting  model  which  lias  a  long  waist 
and  skirt  effect,  the  latter  being  very 
full  and  in  some  cases  emphatically 
flared.  The  length  is  somewhat  extended 
after  what  has  been  recently  seen,  and 
the  skirt  on  some  of  these  coats  does 
not  meet  by  several  inches 


In  the  newest  models  with  their  semi- 
form-fltting  effect  there  are  many  new 
collar  designs.  The  newest  thing  is  & 
double-fold  neck  protection,  the  Medici, 
which  can  be  fastened  closely  under  the 
chin  and  which  opens  on  the  outer  fold. 
Some  of  these  collars  have  a  unique  fea- 
ture in  that  they  extend  down  the  back 
and  spread  out  so  as  to  take  some- 
what the  appearance  of  a  small  cape. 
Another  double  collar  does  not  meet  in 
front  by  several  inches  and  is  called 
the  Directoire.  The  "choker"  collar  is 
also  shown  for  serviceable  wear. 

Tn  the  sets  there  appears  to  be  a  ten- 
dency towards  smaller  shoulder  pieces 
than  a  couple  of  months  ago,  and  at  the 
same  time  the  size  of  the  muffs  continue 
23 


to  shrink,  the  majority  being  round  and 
somewhat  resembling  a  bee's  nest. 
Canadian    Styles   Are   Moderate. 

The  styles  referred  to  are  somewhat 
ahead  of  the  Canadian  trade,  although 
they  give  some  idea  of  what  may  be  ex- 
pected for  the  future.  However,  in  Can- 
ada there  is  a  greater  demand  for  ser- 
vice than  in  the  style  centres  like  Paris 
and  New  York. 

Canadian  women,  whatever  the  style, 
arc  pretty  sure  to  want  that  style  com- 
bined with  comfort.  What  is  selling  at 
present  in  coats  is  a  garment  about 
three-quarter  length  with  a  moderate 
flare  and  comfortable  warm  collar; 
trimmings  are  a  matter  of  individual 
taste. 


War  Sweeps  Many  Lines  Off  Market  for  Next  Year 

In  Tapestry  Centre  Battles  Are  Raging  and  Some  English  Lines 
Only  Available — Silks,  Damasks,  Brocades  in  Similar  Position — 
Some  Printed  Goods  From    States — Curtains    as    Usual    From 
England. 

Written   tor  The   Review  by  one  of  the  Leading    Canadian    Buyers. 


IN  so  far  as  some  of  the  finest  lines  of 
hangings  are  concerned  the  house 
furnishings  department  will  be  in  a 
very  lonesome  condition  next  year,  and 
many  of  its  contents  may  be  scarcely  re- 
cognizable, or  rather,  this  year's  inmates 
could  they  be  brought  back,  might  not 
deign  to  recognize  their  successors.  So 
far  as  the  public  are  concerned  they 
must  practise  here  that  new  movement 
that  is,  perforce,  becoming  so  popular, 
or  at  least  so  fashionable,  "readjusting'' 
themselves.  Roubaix,  Dieppe,  Muel- 
hausen — what  thought  will  they  give  to 
for  Canadian   stores  in  1915? 

But,  for  all  that,  there  is  no  reason  to 
fear  that  attractive  stocks  will  not  be 
present  in  plenty  to  keep  sales  up  to  an 
average  figure. 

Tn  curtains  most  of  the  goods  come 
from  England,  and  Nottingham  is  mak- 
ing a  brave  effort  to  keep  the  wheels  mov- 
ing. Some  mills  have  only  half  a  force 
of  workmen  due  partly  to  drafts  for  war, 
partly  to  a  lessened  export  demand.  But 
most  are  reaching  out  to  fill  orders  for 
goods  whose  manufacture  was  limited 
before  the  continental  sources.  It  is 
pretty  certain  that  no  increase  will  be 
made  on  present  prices,  meanwhile 
the  mills  of  medium  quality  goods  are 
being  worked  to  the  limit. 

Swiss  Curtains  Coming  Yet. 
Swiss  curtains,  moreover,  are  still  find- 
ing their  way  in:  "finding"  is  used  ad- 
visedly. Some  are  being  sent  down  to 
the  soulli  of  "France  and  going  by  way  of 
Dieppe  and  Newhaven  to  London.  And 
some  are  going  via  Germany  and  Potter- 
dam.  Hut  with  the  troops  mobilized  a 
steady  supply  is  not  looked  for,  particu- 
larly as  transportation  difficulties  con- 
tinue to  loom  up  so  threateningly. 

Devastated  by  War. 
Coming   to   chintzes,   the   name  associ- 
ated   most    with    shadow    cloths   is    Muel- 
hausen!        Truly        for        the        unfor- 


tunate inhabitants  who  knows  what  a 
day  may  bring  forth  ?  Xow,  it  is  report- 
ed held  by  the  Germans,  now  by  the  al- 
lies. No  one  knows — or  will  tell  wheth- 
er it  has  really  fallen  or  not.  Printed 
goods  from  that  district  are  absolutely 
through. 

Then  take  the  fine  line  of  hand  printed 
chintzes  that  come  from  Hesse,  Germany, 
and  Vienna  whatever  they  have  on  hand 


THE  BEST  SEASON. 

Now  is  the  time  to  push  all  kinds  of 
housefurnishings  for  the  Fall  is  the  real 
season  when  goods  are  laid  in  permanent- 
ly. Advertise  your  goods.  Show  them 
in  your  windows,  show  them  in  your  de- 
partment. Group  them  tastily,  curtains 
and  chintz  hangings, — this  is  one  of  the 
most  fruitful  sources  of  sales.  Make  a 
group  of  four  windows  around  a  store 
pillar,  with  poles,  nets  and  hangings,  and 
if  you  can  arrange  it,  a  touch  of  paper 
on  either  side  to  set  it  off  better.  Con- 
nect pillars  in  your  department  as  one 
or  two  stores  are  doing,  temporarily 
with  brass  rods  hung  high,  and  on  these 
you  can  show  your  chintzes  and  your 
tapestries  to  the  best  advantage.  Ticket 
bolts  of  the  cloths  on  tables  with  the 
price,  drape  some  down  to  the  grounc'. 
But  get  your  goods  out,  even  if  your  de 
partment  seems  a  regular  litter  (hut 
neat),  of -your  varied  stock.  You  can't 
beat  display  for  selling  goods. 


are  stopped,  and  no  one  counts  on  either 
getting  any  of  this  or  of  obtaining  future 
manufactures  for  a  long  time. 

Rouen  is  the  only  possibility  left  out- 
side, of  course,  of  England. 

And  whal  of  tapestries? 

(in  to  Roubaix,  the  neighborhood  of 
Valenciennes,  cross   over    into    Belgium 

and    from    there    into    Chemnitz    in    Ger- 
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many,  thence  to  the  south  of  France,  to 
the  department  of  the  Xord.  and  you  tap 
the  centre  of  supplies  for  the  world. 
There  has  been  some  suggestion  that 
supplies  may  be  shipped  up  to  Holland 
and  come  by  way  of  Rotterdam. 

England  is  the  only  source  of  supply 
left  for  high  priced  wool  tapestries,  but 
the  production  of  the  others  is  ended  for 
the  time. 

The  same  applies  to  silks,  damasks, 
brocades,  etc.,  of  the  medium  sort.  Some 
production  would  appear  to  be  going  on 
>till  in  the  higher  priced  stuff  in  Lyons 
and  the  South  of  France  where  female 
labor  is  employed  on  the  silk  1.  oms. 

Printed  Goods  From  the  U.S. 

American  manufacturers  will  fill  in 
the  want  of  certain  lines  of  printed 
goods. — and  they  are  showing  some  very 
beautiful  stuff — but  at  not  nearly  as  low 
a  price.  Nor  can  they  fill  the  demand 
for  the  better  stuff.  There  are  supplies 
on  hand  for  a  considerable  time,  but  if 
the  war  is  not  over  in  12  months  we  will 
have  to  find  a  substitute. 

The  Americans  are  offering  cotton  tap- 
estries, of  course,  but  with  the  .'?5  per 
cent,  duty  added  on  to  these  goods  com- 
ing  into  Canada  they  cost  as  much  as  the 
English   wool   stuff. 

English  Makers'  Loyalty. 
As  to  prices  on  the  English  goods,  they 
will  remain  the  same,  and  some  will  be 
even  lower  than  before.  The  English 
manufacturers  are  taking  things  in  a 
beautiful  light.  With  absolute  sincerity 
they  are  taking  the  ground  that  those 
who  remain  at  home  have  a  right  to 
share  in  the  terrible  burden  of  those  who 
are  defending  Britain  at  the  front.  Tn 
order  to  keep  unemployment  down  they 
are  prepared  to  run  their  factories  and 
sell  their  goods  so  as  just  to  cover  tie 
cos!    of   materia]   and  labor,   and   find   a 

i  Continued  on  page  -6.) 


HOUSEFURNISHINGS 
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Conditions  Now  Most  Favorable 
for  Dealers  Handling 


Reg.  U.S.  Pat.  Off.  Aug.  1.  1905 


Never  was  there  a  more  propitious  time  for  dealers  in  Canada  to  put  in  a  good  line 
of  CREX  Grass  Rugs,  Carpets  and  Runners. 


On  this  side  of  the  border- 
has  become  a  household  word. 


-from  Maine  to  California — in  every  section — CREX 


Conditions  in  Canada  are  not  unlike  those  in  the  United  States.    You  have  your 
seasons  the  same  as  we  do,  but  CREX  is  not  a  "one-season"  floor  covering. 


While  CREX  is  used  extensive- 
ly as  a  porch  covering  in  summer, 
it  is  also  used  to  a  large  extent  as 
an  all-the-year-round  covering, 
and  its  use  indoors,  for  every 
room,  shows  remarkable  increases 
each  year. 

Just  now,  with  a  great  Euro- 
pean war  raging,  with  the  doors 
of  most  every  other  nation  close! 
to  you  —  you  must  look  to  the 
United  States,  your  neighbor  and 
friend,  for  many  articles  which  go 
into  the  homes  of  your  people. 
Nowhere  else  can  you  purchase 
some  of  the  things  which  are  al- 
most necessities,  and  CREX  is  in 
that  class. 


CREX  Rugs,  Carpets  and  Run- 
ners fill  a  long-felt  want.  They 
are  sanitary,  durable — so  artistic 
and  so  inexpensive  that  they 
naturally  appeal  to  the  housewife 
in  every  environment. 

CREX  is  not  unknown  in  Can- 
ada. For  several  years  we  have 
advertised  in  Canadian  magazines, 
at  the  same  time  reaching  thous- 
ands of  homes  through  our  ex- 
tensive list  of  leading  women's 
publications.  In  addition  we  have 
used  the  foremost  newspapers  in 
most  of  the  larger  Canadian 
cities,  so  we  feel  that  we  have 
already  made  a  great  number  of 
friends  in  Canada. 


Let  us  fix  up  a  sample  line  that  will  help  you  to  get  your  share  of  the  CREX  busi- 
ness.   You  can  carry  every  rug  pattern  at  a  very  small  outlay. 

The  following  assortment  of  80  rugs  in  40  patterns  and  colors  costs  less  than 
$100.00: 


o 

9x12  ft. 

Plain 

3 

54x90  in. 

Plain 

6 

27x54  in. 

Plain 

9 

9x12  ft. 

Figured 

3 

54x90  in. 

Figured 

6 

27x54  in. 

Figured 

2 

8x10  ft. 

Flain 

6 

36x72  in. 

Plain 

6 

24x48  in. 

Plain 

2 

8x10  ft. 

Figured 

6 

36x72  in. 

Figured 

6 

24x48  in. 

Figured 

3 

Gx  !»  ft. 

Plain 

6 

30x60  in. 

Flain 

6 

18x36  in. 

Plain 

3 

6x  9  ft. 

Figured 

6 

30x00  in. 

Figured 

6 

18x36  in. 

Figured 

We  will  supply  you  with  attractive  color  catalogs  to  send  to  your  customers.    We 
will  also  furnish  you  with  advertising  matter,  such  as  pennants,  signs,  blotters,  etc. 

WRITE  FOR  COMPLETE  PRICE  LIST  AND  FULL  INFORMATION. 

CREX  CARPET  CO.,  212  Fifth  Ave.,  New  York 

Originators  of  Wire  Grass  Floor  Coverings 
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No  Shortage  of  "Oriental"  and     Persian"  Rugs 

Very  Limited  Demand  for  the  Genuine  Since  Reproduction  Has 
Become  a  Fine  Art  With  British  Manufacturers — Machine*  Nov 
Tie  Knots  That  Can  Hardly  B<>  Identified  FY^m  the  H;ok,    X^-}< 
-European  Imports  Are  Not  a  Big  Factor. 


N  floor  coverings  the  tendency  for  the 
past  couple  of  seasons  has  been 
strongly  towards  the  Oriental  and 
Persian  designs.  The  tendency  is  still 
very  strongly  in  this  direction.  There  is 
little  on  the  horizon  to  indicate  a  change 
in  style.  In  fact,  there  is  not  much  need 
for  a  change,  for  the  designs  from  the 
Orient  and  Persia  cover  such  a  variety 
of  conventional  and  unconventional  pat- 
terns and  such  a  wide  range  of  different 
colors  and  color  combinations  that  al- 
most every  taste  can  be  satisfied. 

But  the  question  might  be  asked  as  to 
the  dfect  of  the  war  upon  these  "Orien- 
tal" and  "Persian"  rugs.  The  reply  is 
that  the  war  is  not  a  factor  to  any  no- 
ticeable extent.  There  are  so-called 
Oriental  rugs  from  the  mills  in  Toronto 
and  other  points  in  Ontario,  and  there 
are  others  from  the  British  mills  in  suf- 
ficient variety  to  satisfy  almost  every 
taste.  What's  in  a  name — nothing  when 
it  comes  to  rugs. 

Of  course,  there  are  some  real  Orien- 
tal rugs,  for  which  there  is  a  limited  de- 
mand, but  the  reproductions  which  are 
now  manufactured  are  so  complete  in 
design  and  detail  of  pattern  and  color 
that  the  average  person  could  not  tell 
the  difference.  In  fact,  there  is  now  a 
machine  used  by  the  British  manufac- 
turers which  ties  a  knot  which  many 
experts  minht  pass  for  the  original  knot 
of  the  Oriental  rug-makers,  and  when 
these  rugs  are  washed  to  soften  the  col- 
ors, as  is  done  with  the  genuine,  they 
will  defy  the  closest  examination  to  de- 
cide their  origin. 

Continental  Supply  Always  Small. 
There  are  some  of  the  floor  coverings 
which  are  imported  from  France,  Aus- 
tria and  other  of  the  European  countries, 
but  they  form  such  a  small  proportion 
to  the  usual  stocks  carried  that  the  cut- 
ting (iff  of  this  continental  source  of 
supply  is  hardly  worthy  of  serious  con- 
sideration, and  merchants  need  have 
little  apprehension  with  regard  to  their 
supplies  now  that  the  British  production 
is  practically  assured  in  addition  to  the 
lines  which  are  turned  out  by  the  Can- 
adian linns.  In  fact,  should  all  imports 
he  cul  off,  Canadian  people  could  still 
o-e(  a  pretty  satisfactory  selection  from 
the  carpets  and  rugs  Which  are  turned 
out    in    our   own    country. 

Some  Late  Arrivals. 

The   l.'e\  iew    has  seen   some  of  the  latesi 

arrivals   in    the    furnishings   department 


of  one  of  the  big  Canadian  stores,  and 
there  are  few  new  features  shown  which 
do  not  come  under  the  general  style 
classification  of  Oriental  and  Persian 
designs. 

One  outstanding  design  was  a  chintz 
effect  with  an  apple  blossom  pattern  on 
a  dead  black  background — the  use  of  the 
black  is  distinctly  new,  and  presents  a 
new   field  of  possibilities. 

There  has  been  quite  a  strong  demand 
in  Canada  for  the  rag  carpet  rug,  which 
has  been  so  popular  in  the  United 
States.  These  are  made  in  a  variety  of 
colorings  in  imitation  of  the  old- 
fashioned  rag  floor  covering  of  grand- 
mother's time. 


BY  ARMORED  TRAINS. 

A  Canadian  firm  late  in  September  re- 
ceived a  shipment  of  Swiss  curtains  by 
the  following  route: 

From  Switzerland  through  Germany 
on  armored  train  protected  by  Swiss 
soldiers,  then  to  Rotterdam,  London  and 
Canada. 


goods    they    will    not    be    paid    for    until 
next  Summer. 

Main-  English  firms  in  Birmingham, 
Nottingham,  Spitalfields,  and  other 
centres  are  asking  us  to  submit  samples 
for  them  to  work  on,  samples  of  goods 
heretofore  made  on  the  continent. 

Here  is  one  from  a  firm  of  hand-loom 
silk  weavers  in  Spitalfields.  They  have 
written  asking  us  to  make  an  inquiry, 
and  to  accompany  it,  if  possible,  "by 
small  samples  of  goods  you  have  need  of 
and  we  will  then  supply  the  fullest  infor- 
mation possible." 

This  particular  firm,  it  may  be  of  in- 
terest to  note,  have  installed  recently 
50  handlooms  and  are  turning  out  beau- 
tiful samples  of  cerise,  brocade,  grey 
tabourette,  intricate  damask  patterns, 
and  ecclesiastical  vestinsrs:  keeping  up 
an  industry  originally  carried  on  by  the 
Huguenots  in  France  and  thought  by 
most  to  have  died  out  in  Germany  years 
ago. 

@- 


Prices  Should  Remain  Steady. 

There  is  nothing  in  the  situation  to 
indicate  any  material  change  in  prices, 
although,  of  course,  some  of  the  genuine 
rugs  from  the  Orient  may  command 
higher  figures  should  the  war  continue 
and  the  theatre  of  conflict  expand.  How- 
ever, for  the  present  this  is  all  pure 
speculation,  and  there  is  nothing  to  in- 
dicate any  changes  in  the  immediate 
future. 

— ® 


WAR    SWEEPS    MANY    LINES    OFF 
MARKET    FOR   NEXT    YEAR. 

(Continued  from  page  24.) 

market    for  their  goods  under  these  con- 
ditions. 

Want  "Declarations"   Now. 

Ordinarily  orders  for  a  bulk  amount 
are  taken  twelve  months  ahead  hut  we 
do  not  "declare"  what  we  want  in  indi- 
vidual patterns  until  say  three  months 
before  delivery.  We  arc  being  asljed 
now  by  English  firms,  to  "declare"  at 
once  in  order  that  they  may  bridge  over 
ih,.  next  lew  months  until  regular  ord- 
ers come  in.  And  remember,  this  on 
26 


ORIENTAL  RUG  DESIGNS. 

Continue  to  go  Strong  for  Fall — No  Ad- 
vance in  Prices  in  Sight. 

A  review  of  Fall  buying  in  ru<js  shows 
clearly  that  medallions  are  quite  dead, 
although  a  sprinkling  of  orders  have 
come  in.  All  over  designs  are  in  great 
demand  in  their  place.  The  large  sizes 
are  being  made  seamless  now  in  all 
varieties  other  than  wiltons,  and  the 
Persian  effect  is  strongly  favored.  These 
are  being  shown  in  a  great  variety  of 
new  and  beautiful  patterns  that  promise 
well. 

With  the  better  class  trade  Oriental 
designs  are  finding  stronger  support  than 
the  floral. 

Xo  further  advances  are  in  sight,  al- 
though many  manufacturers  claim  the 
wool  market  amply  warrants  another 
rise. 


Jules  Theophile,  Vassar,  Man.,  has 
succeeded    A.   Bouot,  general  merchant. 

G.  T.  Yeates,  Palmer,  Sask..  has  suc- 
ceeded   B.    R.     Parsons    in   his    general 

store. 

Nelson  Mabee,  Grandview.  Man.,  has 
succeeded  Martha  J.  Hutton,  'joneral 
merchant. 


HOUSEFURNISHINGS 


Dry  Goods  Review 


HEADED  SELF-DRAPING  CURTAINS 


OUR 


No  Hooks,  No  Pins,  No  Net ve -racking  Worry  to  Hang 
OWN       DESIGNED,      EXCLUSIVE      NOTTINGHAM       PATTERNS 


WE  HAVE  SOLE  SELLING  RIGHTS  IN  CANADA 

range  of  these  beautifully  patterned,  easy-hanging 


TTTITH  a 

▼  V     curtains  in  stock  you  will  attract  the  trade  to  your  depart 
nient,  increase  your  curtain  sales,  and  incidentally  develop  the 
general  home-furnishing  business. 

Watch  for  our  representatives  with  the  full  Spring  range  of  cur- 
tains, nets,  embroideries  and  laces,  also  Madras  and  other  muslins 
manufactured  by  John  Brown  &  Sons,  Limited,  Glasgow,  Scot- 
land. 


WINDSOR  CURTAINS 


HANDKERCHIEFS 


Our  import  onlers  for  Christmas  trade, 
consisting  of  Swiss  and  British  manufac- 
ture, have   all  been   delivered. 


PATENTED 


— the  popular  Marquisette  and  Scrim 
I'Mtains,  made  in  our  Toronto  factory. 
They  are  well  made  and  hang  properly. 
Very  large   range   to   select  from. 

Travellers  are  out  as  usual  with  the  full  range 

PRIME   AND    RANKIN,  LIMITED 

TORONTO    AND     NOTTINGHAM 

REPRESENTATIVES: 

x.  R.  Cooper,  Eastern  Provinces  and  Newfoundland.  F.  H.  Prime,  Eastern  Ontario  and  Eastern 
Townships.  W.  J.  Squires,  Western  Ontario.  J.  Roaf  Evans,  North  Western  Ontario.  W.  R. 
Major.  Manitoba  and  Saskatchewan.    \V.  N.  H.  Hood,  Alberta  and  British  Columbia. 


Thousands  of  Canadian 
Men  and  Women  Have  Seen 
The  "BABY"  Sntrinctble 
Demonstrated  at  the  Cana- 
dian    National     Exhibition 


Yes,  hundreds  of  thousands  of  Canada's  home  builders 
visited  our  display  in  the  Manufacturers'  Annex  under 
the  grand  stand  at  the  Canadian  Xational  Exhibition,  and 
most  favorable  was  the  comment  heard  on  all  sides  when 
the  various  exclusive  features  of  this  wonderful  little 
machine  was  demonstrated. 


Your  customers,  too,  were  among  the  crowds  who  were 
introduced  to  the  light,  powerful,  easily-operated  "Baby" 
Invincible  Vacuum  Cleaner.  They  were  shown  how  a  machine  with  a 
vacuum  of  1%  in-  mercury  and  a  volume  of  60  cu.  ft.  of  free  air  space 
per  minute  would  remove  dirt  and  dust  with  very  little  effort.  They  were 
convinced  that  every  housewife  should  have  a  "Baby"  Invincible.  Xow 
it's  up  to  you  to  do  your  part  in  turning  this  free  demonstration  into 
actual  cash  sales  for  yourself.  Our  agency  proposition  should  interest  you. 
Why  not  write  to-day,  for  full  details?  Drop  a  card  now  while  you  think 
of  it.     Cleaning  time  is  here.     Be  ready. 


The  Invincible   Renovator  Mfg.  Co. 

LIMITED 

81  PETER  STREET  TORONTO,  ONT. 
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HOUSEFUKN  ISIIINGS 


Comforters,    Pillows 
and  Cushions 

THE  WAR  HAS  NO  EFFECT 
ON  THE  SUPPLY 

nor  on  the  prices.  We  have  the 
stock  and  are  making  a  special 
point  of  prompt  delivery 
whether  the  order  be  large  or 
small. 

We  have  three  new  numbers 
particularly  in  exquisite  silko- 
lines  that  sell  readily  and  carry  a 
good  profit.  It  will  pay  you 
handsomely  to  try  them  out. 
Drop  us  a  line  and  we  will  tell 
you  all  about  them. 

Cotton  quilts  are  very  strong 
just  now.  Are  you  getting 
your  share  of  this  business? 

Send  for  price  list. 


\\  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


The  Toronto  Feather  and 
Down  Company,  Limited 

35  Britain  Street,  Toronto 
"Where  the  Reliable  Goods  Come  From." 

Eastern  Agent  : 

Mr.  D.  W.  COOK,  Room  27,  6  St.  Sacrament  Street 

Montreal,   Que. 
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Increased  Activities  in  Canadian  Cotton  Mills 


THE  war  in  Europe  is  causing 
greatly  increased  activity  in  the 
cotton  industry  in  Canada.  Cot- 
ton factories  that  were  running  on  short 
time  for  months  previous  to  the  break- 
ing out  of  hostilities  are  now  being 
operated  at  full  capacity.  In  many 
plants  the  employees  are  working  over- 
time three  or  four  nights  a  week,  while 
in  some  plants  night  and  day  shifts  are 
being  employed.  Although  much  of  the 
overtime  and  employment  of  double 
shifts  is  due  to  rush  orders  from  the 
Government,  conditions  in  the  cotton 
industry  are  such  as  to  justify  the  be- 
lief that  practically  all  employees  of 
Canadian  cotton  mills  are  assured  of 
continued  employment  at  full  time. 

The  imports  of  manufactured  cotton 
into  Canada  have  been  running  at  about 
60  per  cent,  of  the  production  in  Can- 
ada, or  37  per  cent,  of  the  consumption 
in  this  country.  While  the  largest  im- 
portations have  come  from  the  United 
Kingdom  there  have  been  substantial 
imports  from  Germany,  France,  and 
Switzerland  also.  The  shutting  off  of 
imports  from  Germany  and  the  curtail- 
ment of  imports  from  France  and  Swit- 
zerland means  that  much  of  the  cotton 
that  has  been  imported  into  Canada 
from  these  countries  will  now  have  to 
be  made  in  this  country.  The  Canadian 
cotton  mills  are  also  being  called  upon 
to  supply  a  portion  of  the  trade  that 
formerly  went  to  the  United  Kingdom. 
This  is  due  to  the  increased  cost  of  cot- 
ton imported  from  the  United  Kingdom 
owing  to  increased  freight  rates,  ex- 
change, and  insurance,  and  to  uncer- 
tainty on  the  part  of  many  dealers  re- 
garding delay  or  loss  in  shipment. 

The  condition  of  stocks  in  the  retail 
trade  in  Canada  at  the  commencement 
of  hostilities  was  another  factor  in 
bringing  about  the  increased  demand  up- 
on the  Canadian  cotton  mills.  For  some 
time  previous  to  the  breaking  out  of  the 
war  the  consumption  of  cotton  in  Can- 
ada had  been  very  much  under  normal. 
Unsatisfactory  business  conditions  had 
resulted  in  dealers  allowing  their  stocks 
to  run  down.  Many  dealers  who  did 
place  orders  for  future  needs  made  their 
order*  subject  to  later  instructions  as 
to  delivery.  Tt  is  a  significant  and 
most  encouraging  fact  that  since  the 
commencement  of  hostilities  most  of 
such  orders  have  been  released  for  im- 
mediate shipment.  The  release  of  those 
orders,  together  with  the  receipt  of  new 
orders  from  regular  customers  who  had 
delayed  ordering  because  of  uncertainty 
as  to  the  crop  and  business  conditions 
generally,  and  orders  from  other  dealers 


who  had  formerly  ordered  abroad,  are 
giving  the  cotton  industry  in  Canada  a 
great  impetus  at  this  time. 

The  putting  of  cotton  to  new  uses  to 
replace  other  imported  raw  materials 
that  cannot  be  secured  is  still  another 
reason  for  the  increased  activities  in  the 
cotton  industry  in  this  country.  It  has 
been  customary  to  use  jute  in  the  mak- 
ing of  sugar  bags  and  of  flour  bags  for 
export  purposes.  Jute,  in  its  raw  state, 
comes  from  India,  and,  as  a  rule,  is 
manufactured  in  the  United  Kingdom. 
The  holding  up  of  several  shipments  of 
jute  has  resulted  in  a  dearth  of  jute  in 
Canada,  and  the  substitution  of  heavy 
cotton  for  jute  in  the  manufacture  of 
flour  and  sugar  bags.  If  the  importation 
of  jute  continues  to  be  impossible  or 
is  materially  curtailed,  it  may  be  neces- 
sary to  use  heavy  cotton  instead  of  jute 


in  the  making  of  oil  cloth.  Other  pos- 
sible uses  for  cotton  are  being  investi- 
gated  by  Canadian  manufacturers  and 
as  one  of  them  puts  it,  "new  uses  are 
being  discovered   every  day." 

Thus  the  outlook  for  the  cotton  indus- 
try in  Canada  is  brighter  to-day  than 
it  has  been  for  some  time.  It  is  true 
some  manufacturers  are  a  little  uneasy 
regarding  the  supply  of  dye-stuffs  and 
chemicals,  which  have  come  in  the  past 
from  Germany,  but  the  general  opinion 
is  that  with  some  re-adjustments  and 
perhaps  some  changes  in  shades,  suf- 
ficient dye-stuffs  and  chemicals  to  meet 
the  Canadian  demand  will  be  secured. 
Everything  points  to  a  busy  winter  for 
all  the  Canadian  cotton  mills  and  to 
continued  employment  for  their  14,000 
employees. 


No  Spring   Delivery  in  Linens 

Manufacturers  Fear  Supply  of  Flax  Will  Be 
Cut  Off  Then— Advances  of  30  Per  Cent,  in 
Some  Lines — Fancy  Goods  in  For  Christmas. 


MANUFACTURERS'  agents  have 
reported  to  The  Review  as 
follows : 
The  scarcity  of  raw  material  has  had 
the  effect  of  cutting  down  working  hours 
in  the  flax  mills  in  Belfast  and  other 
Irish  cities  to  one-half,  and  it  is  difficult 
to  get  raw  flax  at  any  price.  On  the 
other  hand,  America,  which  was  an  im- 
portant customer  in  Germany  for  linen, 
has  now  sent  her  orders  to  Ireland.  The 
result  is  that  the  demand  for  Irish  linen 
is  considerably  more  than  the  supply. 
This  is  going  to  have  a  serious  effect  on 
the  price  and  supply  of  Spring  goods. 
Many  of  the  Canadian  houses  placed 
their  orders  of  Spring  1915  supplies  be- 
fore the  war,  and  manufacturers  are  be- 
ing held  up  to  their  contracts.  They 
might  supply  part,  but  in  war  times  no 
one  ^an  be  compelled  to  fill  an  order. 

Seven-eighths  of  the  supply  of  fancy 
linen  goods  used  in  Canada  has  come 
from  Germany  and  Austria,  that  is,  such 
lines  as  tray-cloths,  five-o'clock-tea- 
cloths,  doylies,  etc.  Orders  for  these 
goods  for  Fall  were  filled  in  May,  so  that 
there  should  be  no  difficulty  in  getting 
supplies  at  old  prices.  Manufacturers 
who  accepted  orders  for  Spring  1915  are 
urging  customers  to  take  immediate  de- 
liverv  of  such  goods  as  they  have  now, 
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as  they  cannot  promise  the  usual  delivery 
for    Spring. 

Handkerchiefs,  Irish,  English  and 
Swiss,  are  mostly  all  in,  ready  for  the 
Christmas  trade.  Few  retailers  have 
cancelled  their  orders.  They  know  that 
prices  will  be  up  in  a  month  or  two,  and 
that  money  can  be  made  on  supplies 
coming  in  now. 

As  for  prices,  even  if  war  came  to  an 
end  abruptly,  these  would  remain  as  high 
as  they  are  for  twelve  months.  General- 
ly speaking  there  has  been  an  advance  of 
30  per  cent.  Towelling  has  been  hardest 
hit.  Prices  have  been  withdrawn,  and 
manufacturers  have  instructed  agents 
not  to  accept  orders  unless  first  submit- 
ted to  them.  They  will  not  accept  future 
orders.  A  Montreal  firm  tried  to  place 
orders  for  towels  for  May.  but  manu- 
facturers would  not  accept  any  price  nor 
give  any  quotation,  as  they  did  not  know 
where  they  would  be  at. 

A  Belfast  man  was  in  Canada  the  last 
week  in  September  offering  linen  goods 
at  a  slight  advance  over  old  prices. 
Wludesalers  bought  more  heavily  than 
they  needed,  knowing  the  chaotic  state 
this  business  will  soon  be  in.  Manu- 
facturers, it  is  predicted,  will  soon  ask 
for  eight  and  twelve  months  to  make  de- 
liveries. 


Ten  Requirements  of  Present  Day  Display  Men 

Make  Your  Store  a  Style  Center  Through  Fashionable  Character 
of  Your  Full  Form  Drapes  —  Keep  a  Style  Scrap  Book  —  Study 
Materials  That  Drape  Best — Avoid  Freakishness. 


Third  of  a  Series  by  C.  J.  Nowak. 


THERE  has  often  been  a  question  in  my  mind 
whether  display  managers  in  general  have 
improved  themselves  in  keeping  with  their 
modern  backgrounds,  lighting  systems,  fixtures,  etc. 
There  is  more  salary  waiting  for  the  man  that  is  fit- 
ting himself  to  keep  up  with  present  day  problems. 
The  following  are  a  few  qualifications  the  display 
manager  should  possess  and  cultivate:— 

1.  Originality. 

2.  Progressiveness. 

3.  Initiative.  . 

4.  Must  be  diplomatic. 

5.  Know  the  merchandise. 

6.  Understand  how  to  display  the  goods  to  their 
best  advantage. 

7.  A  good  knowledge  of  art  colors,  etc. 

8.  Possess  ability  of  a  most  versatile  nature. 

9.  Must  have  a  good  disposition. 

10.  A  knowledge  of  how  to  obtain  ideas  both  for 
settings,  sales  and  proper  display  of  merchandise. 

Another  important  feature  in  a  display  manager's 
working  scheme  is  getting  the  proper  co-operation 
from  the  various  departments  of  his  store,  and  secur- 
ing suitable  and  sufficient  material  for  making  the 
proper  kind  of  displays.  He  should  also  consider 
the  condition  in  which  he  returns  merchandise  to 
these  various  sections. 

A    RKSKRVE   OF   DRAPING   MATERIAL. 

In  making  a  selection  for  a  window  display  of 
yard  goods,  arrangement  should  lie  made  so  that  the 
materials  that  arc  draped  on  the  form  (which  natur- 
ally take  a  valuable  part)  should  be  such  that  there 
is  a  reserve  of  the  same  which  would  take  care  of  all 
demands,  so  that  an  elegant  drape  need  not  be  taken 
oft'  the  form  for  some  customer  or  curious  and  pros- 
pective customer  which  would  defeat  the  purpose  of 
the  display. 

The  display  manager  should  also  see  on  the  other 
hand  that  a  certain  quantity  of  material  should  re- 
main in  stock  to  give  the  proper  atmosphere  in  the 
respective  departments. 

STUDYING  MERCHANDISE. 

The  successful  display  manager  of  to-day  must 
study  styles,  color  schemes  and  arrangement,  and 
musl  give  merchandise  that  study  which  will  rcllcct 
in  his  work,  which   naturally  will  be  productive  of 
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greater  results  than  if  displays  were  made  haphazard 
or  without  consideration. 

Full  form  draping  is  but  in  its  infancy  and  where 
utilized  by  the  progressive  department  '-tore,  it  has 
met  with  more  than  ordinary  success.  The  feminine 
mind  is  constantly  on  the  alert  for  the  new  in  fash- 
ions, and  the  moment  the  display  manager  plans  his 
merchandise  with  style  tendencies  there  i-  instant 
action.  The  display  manager  must  study  the  condi- 
tions of  his  surrounding  community  and  must  fea- 
ture styles  that  will  meet  the  anticipation  of  the 
store's  customers.  The  extreme  in  draping  i-  well 
enough  for  fashion  events,  but  as  a  general  diet  it 
over-reaches  the  Canadian. 

KEEP  SCRAP  BOOK  OF  STYLES. 

A  suitable  scrap  book  should  always  lie  at  hand 
for  filing  styles  that  can  be  used  for  full  form  drap- 
ing and  for  general  reference  as  well  as  color  scheme-. 
Memory  is  too  tricky  to  rely  on  for  so  many  endless 
details. 

Freakishness  in  display  should  he  ever  avoided. 
as  much  as  poetry  in  advertising.  The  sublime  ami 
ridiculous  have  no  place  in  the  stoic'-  publicity.  The 
happy  medium  only  should  be  considered. 

For  full  form  draping  the  display  manager  should 
give  considerable  study  to  construction,  a-  <>wv 
material  will  drape  better  than  another  which  will 
save  many  a  valuable  hour  when  pressed  for  time. 
These  may  all  seem  of  secondary  consideration,  but 
are  of  most  vital  importance  to  this  class  of  work. 

The  merchandising  end  in  window  displays 
should  he  foremost  in  the  display  manager's  mind. 

NO  FREAKISHNESS. 

Novelty  draping  is  good  it  used  judiciously.  As 
aforesaid,  freakishness  should  never  he  employed 
as  it  distracts  the  attention  of  the  customer  rather 
than  creating  a  desire  of  possession.  Show  the  mer- 
chandise to  best  advantage,  which  is  always  in  neat, 
simple  and  effective  treatment. 

AVOID   l'NSI   [TABLE   TRAINS. 

A  mistake  that  is  often  made  in  placing  a  train 
on  the  skirt  of  the  gown  whether  it  he  suitable  or  not. 
A  train  should  only  he  attached  to  such  a  gown  as  it 
rightly  belongs  to.  namely  an  evening  gown  and 
garments  of  this  character.  It  is  not  necessary  to 
Continued  on  page  34. 
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HE  simpler  your  method  of  checking  goods  and  sales,  the  quicker  customers 
are  served,  the  more  trade  each  clerk  handles,  the  lower  your  cost  of  doing 
business. 

Lamson    Carriers    provide    a    simple,    easy    and    inexpensive   way 
doing  business. 

After  the  sale  is  made,  goods  and  money  are  sent  to  one  central  desk  for 
checking  and  wrapping.    The  clerk  is  free  to  make  more  sales  or  inter- 
est the  customer  in  other  goods. 

With  cash  handled  at  one  spot  you  eliminate  the  expense, 
temptation  and  danger  of  money  scattered  in  tills  through- 
out the  store.    You  also  have  a  very  simple  way  of  getting 
any    information    you    want    about    your    business. 

Centralization   provides  simplicity   —   simplicity 
pro  rides  more  profit  by  eliminating  red  tape, 
lost  motion,  annoyance  to  customers,  costly 
methods  of  doing  business. 

There  is  a  Lamson  Centralizing  Sys- 
tem to  meet    the    needs  of  every 
store.     Lamson  equipment  in- 
cludes    wire-line     cosh    and 
parcel     carriers,      electric 
cable     and     pneumatic 
tube    systems,    pack- 
carrier  %  age  conveyors,  and 

Made     especially    for      %  small  elevators. 

serving  upstairs  or  base- 
ment departments  from 
central  cash  desk  locat- 
ed either  on  floor  or 
balcony. 


son 

ompany 


CROSS  OYKK    DROP 
STATION. 
Newest     cable     carrier.      Cash 
boxes    do    not    loop    drop    sta- 
tions. 


UP-SEND  CASH  CARRIER 
Made  to  serve  upper  floor  de- 
partment   from     central     cash 
desk. 


AIR-LINE   SPECIAL 
PARCEL    CARRIER. 

Used  to  carry  goods  am 
money  to  and  from  a  central 
point.  Saves  time,  labor  and 
money. 


V 


SERVICE 


J 
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EQUIPMENT   AM)   DISPLAY 


Five   Progressive    Steps  Towards   the    Finished   Drape 


The  accompanying  drapes  should  be  of  value  to  the  di 
progressive  stops  are  shown  and  the  finished  drape.  Niini 
4  to  (>  on  lower  half,  left   to  right. 

I   wish   to  call   attention   to   the  fact    that   the   material 
admirably   to  secure  this  tailored  effect.     Two  seven-yard 
one  tor  the  waist. 

Illustration   No.  1   shows  how  an  end  is  formed  at    the 
line   t"   right.     Selvage   is  then   raised   up,   which   forms  an  e 

Illustration   No.  -  shows  how  the  material  is  pleated  a 
length  enrdlmurd  sleeves  are  covered.     See  illustration  No. 
shown   in   Illustration    No.    I.     Next   form   two  ends  by  dou 

basque    effect,    as    shown    in    illustration    No.   5. 

To  gain  raglan  seam  effect  over  shoulder,  material  is  <t 

is  fastened   to  the  form.     Then    bring   the   material   up   ov 

Buttons,  collar,  cuffs  and  girdle  with  the  proper  shoe 


splay    man    who    is    interested    iu    this    class    of   work.      Five 

bers   i   to  :;  run  from  left   to  right   on  the  upper  half,  and 

used    was    25c    heavy    cotton     poplin,    which    lends    itself 
Lengths  of  material  are  used.     One  length  for  the  skirt  and 

waist  line,  )>y  passing  selvage  up  loft  hip  and  around  waist 
ml    at    this    point. 

round  each  hip.  With  our  second  piece  of  material,  full 
3.  Then  fasten  the  Sleeves  temporarily  to  the  form,  as 
bling    material.      These  ends   conic    over   each    shoulder  to   the 

raped  from  the  top  pari  of  the  sleeve,  and  the  sleeve  proper 

or   tin    shoulder  to  get   this  effect. 
.   finish   the   drape. 
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Make  Your  Show  Windows 

Pay  Your  Rent. 


PATQ  IN 
UNITED  SIAU? 

and  rowcu  ' 

.COUNTRIES 


EAA  WINDOW  TRIMS  LIKE 
D\J\J  THESE  IN  ONE  SET 

ONKEN 

INTERCHANGEABLE 
WOOD  WINDOW  DISPLAY  FIXTURE 

YOUNITS 


The  Storage   Chest.       The  96  YOUNITS  thai  make  up  thi«  set  are 
put  up  in  A  HARDWOOD.  HINGED-L1D  STORAGE  CHESI 

(oiled  finish.)    A  good  place  to  keep  any  part  of  the  set  that  is  not  being  used. 


Many  Sales    are    made 
from   the  Sidewalk 

This  particular  set  of  Interchange- 
able Window  Fixtures  will  mai\e 
the  finest  of  Window  Trims,  will 
display  your  Merchandise  to  a 
'Selling  Point,"  will  give  you 
snappy  trims  which  will  attract 
local  and  transient  trade.  This  set 
affords  quick  and  frequent  changes. 

T^ead  further  about  this  wonderful 

Dry  Goods  Set 

Hundreds  oj  Trims.  With  this  set  over  500  original  trade-pulling  window  trims 
can  be  made  and  at  no  time  making  any  two  alike,  besides  hundreds  of  standard  and 
odd  window  fixtures  can  also  be  made. 

Can 't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  cannot  show 
any  wear.  The  NEW  construction,  the  "Sunken  Steel  Socket,"  takes  the  place  of 
the  old  construction.  There  are  now  NO  Screws  Screwing  Into  Wood.  They  will 
now  last  for  many  years.  The  construction  is  sturdy  and  high  grade  throughout. 
Simplicity  in  detail  is  the  principle. 

A  Book  °f  Window  Trims  Included.  A  large,  beautiful  book  of  many 
captivating  trims  made  with  this  set  will  be  sent  FREE  with  this  set.  This  book  is  a 
help  to  any  window  trimmer. 

Made  of  Oafy.  The  entire  set  is  made  of  thoroughly  Kiln-Dried  Oak,  the  meta 
parts  of  cold  rolUd  steel  ;  each  YOUN1T  is  accurately  machined  to  fit  right  and  made 
interchangeable. 

Our  Guarantee.  We  guarantee  to  replace  this  set  FREE  of  CHARGE  any 
time  within  one  year  if  it  proyes  defective  in  any  way  through  construction  or  parts  not 
fitting  satisfactory. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered,  Golden  or 
Antique  Oak,  all  in  a  soft,  mellow  wax  non-scralchable  finish. 

Just  ask  the  merchant  who  has  bought  a  set  of  "these  fixtures  with  the  INEW  CON- 
STRUCTION) what  he  thinks  of  them. 

Price  for  the  Full  Set  No.  1 19,  $3  1 .5fiET 

Price  for  a  Half  Set  No.    119  1-2,  $18.50 

F.  O.  B.     Hamilton,     Ontario,     Canada 

Order  thru  your  JOBBER  OR  DIRECT 

The  Oscar  Onken  Co. 

No.  381  W.  4th  Street,  Cincinnati,  0..  U.S.A. 

Quick  Shipments.     Address  All  Correspondence  to  Ciocioosti.      Send  for  Yonoli  Catsloi 
Slo.k  is  also  carried  in  CANADA,  BNGLAND  ,  ad  AUSTRALIA 
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EQUIPMENT  AND   DISPLAY 


Ten   Requirements   of  the   Display  Man. 
(Continued  from    page  30) 

devote  your  full  form  draping  to  silks  and  wool 
goods,  but  many  effective  displays  can  be  secured  by 
draping  kimonas,  tea  gowns,  lounging  gowns,  etc.) 

from  (lannellette,  fleeced  goods,  etc.  You  will  find 
that  these  make  beautiful  drapes  and  create  consid- 
erable more  business  in  these  departments  than  they 
have  ever  enjoyed  before. 

There  is  more  salary  waiting  the  display  manager 
who  will  fit  himself  to  the  present  day  requirements 
of  full  form  draping,  color  arrangement  and  the 
"know  how"  of  arranging  the  merchandise  effec- 
tively. 

THE  STYLE   STORE. 

Establish  your  store  in  your  town  as  being  the 
style  store  through  your  full  form  draping ;  you  will 
then  be  foremost  in  the  feminine  mind  and  sales 
throughout  the  store  will  be  the  result.    For  the  be- 


ginner it  is  suggested  to  choose  simple  models  as 
more  progress  will  be  made  by  learning  to  creep  first. 
As  suggested  above  regarding  the  adaptability  of 
fabric  draping  it  is  just  as  essentia]  to  have  a  suitable 
form  and  proper  sleeve  pattern  to  get  that  snap  and 
tone  that  is  required  in  this  class  of  work. 

DRAPE  FORMS  IN   SPARE  TIME. 

Another  thing  that  may  be  valuable  to  the  dis- 
play manager  is  to  choose  your  styles  from  the  pat- 
tern department,  select  your  materials  leisurely  and 
do  your  form  draping  in  your  spare  time.  This  will 
facilitate  a  good  window  and  the  work  will  be  much 
more  pleasing  than  if  you  tried  to  do  your  draping 
in  the  hot  show  window. 

Yours  very  truly, 


Lighting  Windows  to  Catch  Crowds  at  Night 

Two  Circuits  Are  Economical,  Equipped  with  Switch,  Gauged,  to 
Suit  Period  of  Largest  Traffic — Three  T}Tpes  of  Eeflectors  and 
Their  Merits — Sources  of  Light  Should  Never  be  Visible — Light 
and  Prosperity  Linked  up. 

Second  of  Series  by  A.  J.  Edgell,  of   Oreater  New  York  Display  Managers. 


PROSPERITY  and  light  go  hand  in 
hand.  It  pleases  a  competitor 
mightily  to  see  a  store  front  dull, 
so  a  merchant  who  does  not  have  his 
show  windows  brightly  illuminated  at 
night  loses  a  good  opportunity  to  in- 
crease his  sales  and  gives  his  competitor 
a  great  advantage. 

Window  lighting  depends  to  a  con- 
siderable degree  upon  conditions  that  are 
individual  to  each  window.  The  charac- 
ter of  goods  displayed,  whether  light  or 
dark,  and  the  color  of  background,  are 
matters  that  should  be  taken  into  con- 
sideration in  installing  a  system.  If 
streets     and    neighboring    windows    are 


brilliantly  lighted,  it  is,  of  course,  ne- 
cessary that  the  intensity  of  illumination 
in  the  window  be  higher  than  if  such  con- 
ditions do  not  exist,  as  the  effectiveness 
of  the  lighting  is  largely  a  matter  of 
comparison. 

Bad  When  Light  Source  is  Visible. 

In  a  previous  article  attention  has 
been  called  to  the  methods  of  window 
illumination.  These  may  be  divided  into 
two  classes — bad  and  good.  Like  the 
maiden  in  the  nursery  rhyme  who  ' '  when 
she  was  good,  she  was  very,  very  good; 
but  when  she  was  bad,  she  was  horrid." 
window  lighting  when  it  is  good  is  very 


good,  and  when  it  is  bad  it  is  horrid.  As 
bad  examples,  might  be  mentioned  the 
windows  in  which  the  light  source  is  vis- 
ible and  causes  an  unpleasant  eye-strain; 
the  window  in  which  a  lighting  fixture  is 
visible,  with  the  lamps  themselves  at 
either  end  of  horizontal  arms,  etc.  To 
what  extent  a  firm  will  go  to  prevent  the 
light  source  being  visible  to  the  passer-by 
is  shown  by  the  method  used  by  Mar- 
shall Field,  in  Chicago.  Tn  one  of  their 
largest  windows,  situated  on  a  corner, 
the  light  sources  in  that  portion  of  the 
window  at  right  angles  to  the  observer 
would,  under  ordinary  circumstances,  be 
visible.     To  prevent  this,  short  wings  of 
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Pull  the  Footsteps 
*%  Into  Stores 


i 


Mere   pro- 
tection to  the 
merchandise 
on  display  is  not 
the  greatest    work 
o£    a  Store    Front — 
that   never  paid  much 
interest    on    the    invest- 
ment.       Sales     is     what 
counts  and  it  is    more  from 
that  angle  that  we  offer  you 
our  services. 


After  all,  the  real  work  of  a  Store  Front  is  to  pull  the  people  inside  the  Store.      If 
you  are  unable  to  do  that,  you  forfeit  all  possibility  of  making  sales. 

In  order  to  properly    show    every  line,    every   day  in  its    season  your  win- 
dows must  be  individually   designed — they  must  fit  your   business.      And   that 
is  the    reason  we  believe  we  are  competent  to     work     with     you.      We    have 
^  helped    design     aud    build    more    than    30,000  KAWNEER    FRONTS— we 

have  helped  solve  the  same  problems  you  will  have  to  solve  -when  your 
Store  Front    is  built — provided  you  build  it  to    increase    your   business- 


% 
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The  structural    requirements, 
however,  have  not  been  overlooked 

in  KAWNEER  STORE  FRONTS— 

in  fact  it  is  for  the  sake  of  permanency 
that  solid  copper,  brass,  bronze    or  alum- 
inum    is     used.      You   will    never  have    to 

paint  the  KAWNEER  STORE  FRONT  you 

install    and  the    general  maintenance  cost    will 
be   reduced   to    the   minimum. 

Let  us  give  you  the  benefit  of  our  eight    years' 
experience    working    with    other     Merchants — let    us 
show  you  proofs  of  our  success. 

"Boosting  Business  No.  21"  contains  photographs  of 
many  of  the  most  successful  big  and  little  Store  Fronts  in 
the  country,  together  with  information  that  is  the  result  of 
our  specialized  efforts.  A  Store  Front  of  any  kind  will 
cost  a  certain  amount  of  money  and  the  difference  in 
cost  bet-ween  such  a  Front  and  a  modern  KAWNEER 
STORE  FRONT  is  so  small  that  it  would  be  false 
economy  to  make  the  initial  "saving."  The  ultimate  re- 
sults that  a  KAWNEER  STORE  FRONT  would  create 
for  you  would  well  warrant  your  adoption  of  KAWNEER. 
That  has  been  the  experience  of  thousands  of  other 
Merchants. 


K~awneer 

Manufacturing  Company 

Limited 

frauds  J.  Plym.  President 
Dept.   Q. 

GUELPH,  ONT. 


fflWM^W^mfflMW«IW«fflffl««{WWMl 
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Merchants   required    proofs,   so   we   started   out   to 

make  them    with   the    result  that    KAWNEER     has 

been  adopted    in   30,000    Fronts.      Wherever  you  go 

you  will  find    KAWNEER  STORE  FRONTS 

making  money  for  the  Merchants  behind  them. 

Just  mail  this  coupon  to  us  and    let    us 
send  you  "Boosting    Business    No.   21" — 
it  s     an     authentic     Store     Front      Book 
compiled  and  published  for  you  Mer- 
chants. 


COUPON 
Kawneer 

Manufacturing  Company 
Limited 

ept.  Q.   1193  BathurstSt- 
TORONTO,  ONT. 

d    "Boosting     Business   No. 


21"  without  obligation 

Name 

S         Street  and  No 

V       City  or  Town 

Business.. 


Eight  years  ago  KAWNEER  was  originated  and  -when  offered 
to  the  Merchants  in  all  parts    of   the    -world    it     was    looked    upon 
with    more  or  less  skepticism — not  because    of   any    proven    de- 
fect, either  in    principle  or    material;    not   because    it   failed   to 
fill  the    requirements,    but  simply  because  it  so   far  departed 
from  the  customary  Store  Front  used  at  that  time. 
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A  Prize-Winning  Opening  Window  of    Peterboroug  Store 


This  is  One  of  a  group  of  windows  which   mm  for  .7.  A.  McNabb,  of  R.  II. ill  &  Sons,  Peterborough,   the   gold    medal    in    the   Cana- 
dian  competition    for   places   under  50,000   population.     There  is  a  taste  and  finish  in  detail  about    tins    characteristic    of    Mr.    M<\ 
work.     The   ready-to-wear  and    millinery   combination  speaks  for  itself.     Note  light  touch  of  foliage  at   back— not  overdone,  the  lines  "t 
too  strict   symmetry  broken   by  varied  heights  of  bats,  pose  of  garments,  and  use  of  wicker  chair      Method  in  which  floor  Is  treated  adds 
soft  and   rich  effect. 


tin  painted  <lull  black  have  been  extend- 
ed out  four  to  six  inches  from  the  re- 
flector between  each  lamp. 

Concealed  Sources. 
The  proper  method  of  illumination  is 
by  means  of  concealed  sources,  the  light 
being  thrown  from  the  top  and  front 
of  t lie  window  in  such  a  manner  that  no 
annoying  shadows  are  made.  Windows 
(till  for  an  installation  of  reflectors  and 
lamps  which  will  provide  an  illumination 
of  such  intensity  and  quality  that  after- 
dark  business  may  be  carried  on  at  day- 
light efficiency.  Good  business  demands 
the  best  illumination  possible,  combined 
with  attractive  appearance  and  the 
adoption  of  every  sensible  economy. 

Reflector  Very  Necessary. 
A  reflector  is  a  very  necessary  part  of 
the  lighting  equipment  in  order  to  use 
lighl  efficiently  and  reflect  rays  that 
would  otherwise  be  lost.  An  electric  in- 
candescent lamp  dues  not  give  light 
equally  in  all  directions;  on  the  contrary, 
it  throws  its  maximum  candle-power  on 
the  walls  sideways,  and  lesser  amounts  in 
all  other  directions;  thus,  a  25-watt 
Mazda   lamp  gives  121    candle-power  side- 


ways, (i  candle-power  straight  downward, 
and  intermediate  amounts  at  various 
angles.  It  is,  therefore,  easy  to  see  bow 
necessary  are  proper  reflectors  if  the 
greatest  efficiency  of  the  light  burned  is 
to  be  had.  Reflectors  gather  much  of 
the  light  that  would  otherwise  go  to 
waste  and  throw  it  on  the  goods  where 
it  is  needed. 

Mazda  lamps  are  generally  used  in 
window  lighting,  because  they  give  a 
much  more  brilliant  light  than  the  or- 
dinary lamp,  at  no  increase  in  the 
amount  of  current  consumed;  in  fact, 
the  claim  made  for  the  Mazda  lamps  is 
that  they  will  give  three  times  the  light 
of  the  ordinary  carbon  lamp  and  burn 
no  more  current  in  giving  this  increased 
light. 

There  are  three  types  of  reflectors  in 
general  use  for  window  lighting,  each 
having  the  power  of  effectively  illuminat- 
ing certain  types  of  windows;  these  are 
prismatic  reflectors,  trough  reflectors  and 
individual   reflectors. 

Where  Window  is  Open  to  Store. 

Where  a  window  is  open  to  the  store, 
the  background  being  carried  to  a  height 


FACTS 


w  ,    |  ,,,   perform  more  functions  by  our  modem   wire  ca system,   an.l   with   a   greater  degree   of   dispatch   and 

,,,,,,,,,,    Hian   c-ini   i"     ireompli  heel   i".    anj   othei   of  tiii*    type  of  machine,  all  of  which  menus  that  «■■  can  reach 
mon    points  in  ;i  ston   and  5o  so  in  n  better  and  men     satisfactorj  mannei  than  has  been  accomplished  heretofore, 
trial,      1  .  u    arc    Invited    to    put     us   to  the   test.     Send   for  our  new   catalogue   G. 

GIPE-HAZARD  STORE  SERVICE  CO.,   LTD.,  97  Ontario  St.,  Toronto,  Canada 
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of  two  or  three  feet,  it  is  frequently  ne- 
cessary to  use  glass  reflectors  with  frost- 
ed lamps  in  order  to  harmonize  with  the 
interior  arrangement  of  the  store,  which 
is  visible  from  the  street.  In  a  condition 
of  this  kind  glare  is  frequently  apparent, 
and  some  of  the  light  is  wasted  on  the 
side  walls,  but  occasionally  attractive 
windows  may  be  seen  which  are  lighted 
in  this  manner.  Such  a  condition  need 
mil  exist  with  department,  clothing,  fur- 
nishing or  other  stores  in  which  the  win- 
dows have  built-up  backgrounds. 

Prismatic  Reflector. 
The   prismatic   reflector   is    frequently 

adjusted  in  windows  so  that  the  light  is 
directed  to  the  most  distant  corner  of 
the  window,  the  portion  of  the  window 
glass  behind  the  reflector  having  the 
name  of  the  firm,  goods  carried,  etc..  let- 
tered in  transparent  colors.  The  light 
diffused  by  the  prismatic  reflector  il- 
luminates these  signs  in  an  attractive 
manner. 

Trough  Reflectors. 

In  the  trough  and  individual  types,  the 
reflecting  surfaces  range  from  quick- 
silver to  pure  silver-plated  mirrors. 
Trough  reflectors  are  very  compact,  tak- 
ing up  little  room,  and  being  especially 
serviceable  where  space  is  limited.  A 
Mazda  tubular  lamp  is  frequently  used 
with  reflectors  of  this  type,  uivinu  a  line 
of  lighl  that  falls  uniformly  upon  the 
entire  display.  The  trough  reflector  is 
hung  from  or  fastened  to  the  ceiling  of 
the  windows  in  such  manner  that  the 
light    does   not    fall    upon    the   side   walls. 

These  reflectors  are  made  with  different 
contours  for  different  depths  of  windows. 

Individual  reflectors  are  made  in  many 
different     shapes,     from    metal,    or    one- 
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Richardson's    Latest  Model   Forms 
Are  Elegant,  Beautiful,  Shapely 


The  aim  of  this  old  and  tested  firm  is  to  never  fall  behind  the 
times,  never  to  produce  a  fixture  that  is  the  least  bit  out  of  date. 
Consequently,  "Richardson"  goods  represent  the  newest  and 
most  practical  ideas. 

The  form  here  illustrated,  our  No.  37  E,  is  one  of  our  newest 
and  best  for  the  effective  showing  of  your  fine  gowns: 

Same  form  (37E)  with  evening  figure  as  cut.  .$48.00 
Same  form  (37E)  with  square  bust  and  y2  arms  30.00 

The  charmingly  life-like  head  here  shown  goes  splendidly 
with  this  37  E  form,  making  a  display  form  that  will  add  a 
charm  to  the  garments  displayed. 


No.  37  E 
White  Jersey..?  9.00 
With     White 

Sateen    Bust..    12.50 
White      Sateen 

with      White 

or  Pink   Satin 

Bust     15.00 


Try  these  new  forms  for  your  Fall  and  Winter  displays, 
order  by  mail  will  receive  prompt  attention. 


Your 


A.  S.  RICHARDSON  &  CO. 

Old  and  Tested 

99  Ontario  St.  TORONTO 


THIRTY     DAYS'    FREE    TRIAL 

Buckingham  Sunflower  Rack 

for  hanging, displaying 

and  preserving  skirts  and  petticoats. 


Saves   space,    beautifies   your   de- 
partment,   price    $16.50    less    3-10 
or   2-30,    F.O.B.    Chicago. 
Write    for    particulars. 


BUCKINGHAM  RAE  CO. 

4168   So.    Halsted  Street,  CHICAGO,  ILL. 


French  Wax  Models 
Of  the  Highest  Order 

Many  were  the  words  of  commenda- 
tion which  we  beard  from  the  many 
merchants  who  visited  our  show- 
rooms during  the  Exhibition  aboul 
the  beautiful  new  French  Wax 
-Models  which  we  recently  got  in. 
And  they  well  merit  every  bit  of 
praise  they  get.  They  represent  a 
style  of  beauty,  grace  and  dignity 
that  makes  them  stand  out  pre- 
eminently above  the  ordinary. 
Write  for  new  catalogue  showing 
illustrations  and  prices  of  these 
form-,  also  of  manufacturers'  models, 
wooden  and  brass  fixtures  in  all  the 
latest  designs. 

Hall-Borchert    Dress    Form 
Company,  Limited 

Makers  of  the  Famous  Hall-Borchert 


41  Lombard  St. 


Adjustable  Forms 


TORONTO 
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piece  blown  glass  reflectors  with  mirror- 
ed  surface  in  such  form  that  they  direct 
the  light  rays  upon  the  display  with  little 
loss.  The  lamps  used  range  from  the 
25-watl   up  to  the  larger  sizes. 

Two  Circuits  Better. 
In  installing  systems  for  lighting  show 
windows,  the  lamps  should  be  placed  on 
two  circuits,  so  that  half  of  them  may 


be  turned  on  during  the  early  evening 
hours  and  the  balance  when  the  full 
strength  of  illumination  is  required.  To 
get  the  best  results,  of  course,  alternate 
lights  should  be  placed  on  the  circuits. 
A  time  switch  should  be  a  part  of  every 
lighting  installation,  whet  her  a  night 
watchman  is  employed  or  not.  It  is  not 
subjecl   to  the  vagaries  that   human  be- 


ings are,  and  turns  the  lights  off  and  on 
promptly,  it  does  not  vary  the  turning 
off  from  ten  minutes  to  half  an  hour,  as 
a  watchman  or  special  outside  watchman, 
whose  route  may  extend  a  half  mile,  is 
inclined  to  do.  The  initial  cost  is  small, 
and  is  saved  in  a  month  by  the  lack  of 
waste  light  thrown  on  the  street  when 

(Continued  on  page  61.) 


Now  is  the  Time  to  Order  This  Outfit 

Clean  and  Retouch  Your  Own  Wax  Figures.     Complete  Oil 
Finish  Outfit,  Including  Full  Formula  of  All  Materials 


Absolutely  Guaranteed  to  produce  the  finest  possible  finish 
on   Wax  Figmes.  THOUSANDS   NOW  IN    USE 


Oil  Finish  Outfit  No.  5 

consists  of  the  following: 

Enough  materials,  ready  prepared,  to 
clean    and    retouch    100   Wax    Figures. 

A  complete  equipment  of  necessary  tools 
required  for  the  work,  including  instru- 
ment for  resetting  eyelashes  and  eyebrows. 

Book  of  instructions  carefully  explaining 
how  to  clean  and  retouch  Wax  Figures 
(Read    Oil    Finish). 

Full  instructions  are  also  included  ou 
the  repair  of  broken  or  damaged  wax 
heads,  arms,  hands,  etc.,  and  resetting  eye- 
lashes and  eyebrows. 

With  this  outfit  we  also  include  a  com- 
plete formula  of  all  materials,  with  full 
directions   how  to   prepare  them   for   use. 

All  materials  can  be  purchased  in  your 
own    city,    and    are   very    inexpensive. 


Oil  Finish  Outfit  No.  5 

Ready    for   immediate    use,    including 
formula,    tools.    Instructions,   etc. 


Special  Price  Outfits 


PRICE    1'OR    OUTFIT, 
INCLUDING    FORMULA 

Invented    and    Sold 
Exclusively  by 


$5.00 


Outfit   No.  6.     Same  as   No.   5  outfit,   but 
not   including   any    prepared    materials. 
PRICE    OF    THIS 
OUTFIT    


$3.00 


Outfit  No.  7.  Same  as  No.  5  outfit,  but 
not  including  the  equipment  of  tools  or 
any    prepared    materials. 

NOTE. — Formula    and    book    of    instruc- 
tions  only. 
PRICE    OF    THIS 
OUTFIT    


$2.00 


Outfit   No.  8.     Same  as    No.  5  outfit,   but 
nut     including     the     formula.       Everything 
else  is   included. 
PRICE    OI     THIS 
OUTFIT    


$3.00 


NOTE. — The  same  materials,  tools,  and 
Instructions  which  we  furnish  with  our 
outfits  are  used  in  our  factory  ou  wax 
figures   which   are   shipped   to   us   for   refin- 

ishing. 


The    Harrisburg    Wax    Figure    Renovating    Co. 


33S~Crescent  Street 


Harrisburg,  Pa. 


Send    for_our    Catalog 
It's    Interesting 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all    kinds     of     Store    Fixtures. 

— WRITE    FOR  CATALOGUE 

H.  L  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  8T3. 

TORONTO 


'it    SHOWS    tlu 
in     bolts 
of  cloth,   or  rib- 
bon,      lace       or 
embroidery.     We 
send    it    on    ap- 
proval.      FREE 
of     all     expense 
to  you,  for  com- 
parison    with     any    device     which    you    may    be    using,    or    so    that    you 
may    satisfy    yourself    whether    this    sort    of    thing    may    be    satisfactorily 
(lone.     Our  machines  are   used   in   over  20.000  stores.     Let   us  show   you. 
A    larger    illustration    and    particulars    sent    ou    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


Learn  the  Ornamental  Plaster  Paris  Art. 
Beautify  Your   Window   Displays. 

Sfou  can  make  Handsomi    Vases,   Pi  Lestals,  Shields,  Column 

Gaps,    I  i   u .  :    Boxes,   etc..   etc. 

We    famish    Iiook    of    Instruction,    Including   complete    Foi 

mnia  ol    iii   materials   req I   to  make  the  gelatine  molds. 

i '         $1.60   with   otdi  i. 

Till;    iKAltAH   co.       -       -       -       HarrUburg,   Pa. 
Send    for   booKlit. 


When  writing  to  advertisers 
kindly  mention  having  seen  the 
ad.   in    the   Review. 
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They  Should  Be 


Properly  Displayed 


4 


The  mere  fact  that  you  have  a  good 
stock  of  Ladies'  Neckwear  does  not 
mean  that  you  will  do  a  good  busi- 
ness  in   that   line. 

If  you    keep   your   lace   collars   in    some 
obscure    corner    of   your   shelves,    where 
customers  cannot 
see    them,    or    care- 
lessly     thrown      (i  d 
i^fN  top    of    counters,    it 

jfl     tm  is     not     likely     that 

iH      B  profits   in   the  neck- 

^B '.■:■*•  Bw  wear    line     will     be 

^H         B  There   Is  no  line  of 

^■.      H  merchandise     which 

^M       B  more  care- 

^|      B  ''"'      showing      than 

■     H  eckwear. 


Covered    i  n    Jersey 

Cloth,  Black  Velvet, 
Purple   Velvet. 


We  Illustrate  here  a 
few  of  the  many  sizes 
and  shapes  in  collar 
stands  which  we  are 
si  Ulng  to  the  leading 
neckwear  houses. 

Si  ml  for  our  catalogue 
,-ii  once  11  is  free  tor 
ihr  asking,  and  will 
help  you  solve  many 
difficult  es    It     display. 


No.  issa  i) 


Catalogue    of    Artl- 
f  i  c  i  -i  i   decoral  tons 
for  Fall  and  Christ 
mas   ready    to    mail, 


Clatworthy  &  Son,  Ltd. 

The   Largest   Makers   of   Display   Fixtures 
in   Canada 

161   King  Street  West 
TORONTO 


Dale  Figures 
and  Fixtures 
Are  a  Splendid 
Selling     Force 

Just  now  every  possible 
sales  help  is  needed  to 
make  your  customers  buy. 
Displays  must  have  more 
pulling  power  and  create  a 
more  insistent  desire  for 
possession.  If  you  use  the 
charming,  life-like  Dale 
Wax  Models  you  will  have 
no  difficulty  in  attracting 
the  attention  of  the  public 
and  the  more  the  attention 
attracted  the  greater  the 
sales. 

Write  for  catalogue  to-day. 

Dale  Wax  Figure  Co- 
Limited 
106     FRONT   ST.   E. 
TORONTO 

Formerly    Dale    &  Pearsall 


BUSINESS 
AS  USUAL 

Don't  let  the  war  scare 
overshadow  the  import- 
ance of  buying  and  selling 
as  usual. 

Buy  Made  in  Canada  goods 
and  display  them  on  Made 
in   Canada  fixtures.     You 

:••■  i  hem  .jus!  as  good 
i  r  a  little  better  from 
Canada  's   oldi  -i    and    lar- 

manufael  ui  ers  in  i  ;u~ 

\M-itr    lor    our    illustrated 
catalogue, 

DELFOSSE 
&  COMPANY 

MONTREAL 

Cor.  Hermine  and  Craig  Sts. 


No.  '.'8 

». 

F 

ill     form 

with 

line     French 

\v 

ix    head, 

ranging 

from     $l(i 

to 

ll< 

¥100. 
ads. 

Large 

gel 

eft  ion     of 

Si 

•w   Tango   Form 

ii 

different 

poises. 
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Just  Like  Letl 
into'four  Show  Wi 


You  can   not  have  daylight   in  your  windows  at  night, 

Init    you   can  have  an   almost    perfect   substitute   in   the 

FRINK   AND  JM  LINOLITE 

SYSTEM  OF  LIGHTING 

The  li^'ht  produced  by  these  systems  is  soft  and  lu- 
minous, bringing  out  every  color,  tone  and  detail  of  the 
goods  displayed. 

Uniform  distribution  is  obtained  by  means  of  scientific- 
ally designed  reflectors  lined  with  mirrors.  And  as  these 
reflectors  are  concealed,  the  illumination  falls  on  the 
goods — instead  of  dazzling  the  eyes  of  the  spectators. 

Adapted  for  either  J-M  Linolite  (tubular)  or  standard 
base  lamps. 

These  systems  not  only  give  you  better  illumination, 
but  they  save  you  money.  In  use  in  over  30,000  stores. 
Some  of  these  stores  are  in  your  vicinity.  We  will  fur- 
nish   names    on   request   so   that   you   can   investigate    for 

von  rsel  f 

Write  our  nearest  Branch  for  Booklet   No.   410. 

The  Canadian  H.  W.  Johns-Man  vil  le  Co.,  Ltd. 

Manufacturers  of  Show-Cases,  Show-Window  and 
General  Illuminating  Systems:  Asbestos  Table 
('nvers  and  Mats;  Pipe  Coverings ;  Dry  Batteries; 
Fire  Extinguishers;  etc. 


Toronto 


Montreal 


Winnipeg 


Van 


Some    Big    Store  Needs    You — For    Important 
Work  at  a  High  Salary 

You  could  start  drawing  the   salary  to-day — if   you  knew  how  to  do  the  work. 

You  can  start  next  month,  or  next  year  if  you  know  how  then. 

For  good  men  are  scarce  in  the  retail  field.     They     are     always     in     demand;     always  employed; 

always  well-paid. 

We  have  written  a  book  that  tells  about  a  lot  of  men  who  have  learned  retailing  and  made  good. 

It   will  tell  you  about  the  opportunities  there  are  for  you — anil  how  to  grasp  them. 

It  is  free  for  the  asking. 

Send   in   your  name   and  address  and  get  your    copy  at  once. 

ECONOMIST  TRAINING  SCHOOL 

Advertising,   Window   Trimming,    Salesmanship,    Sales    Management.    Show    (aril    Writing. 

247-249  W.  39th  Street,  NEW  YORK  CITY 


No.   1 


Unique  Wire 

Specialties 

We  illustrate  here  three  wire  spe- 
cialties which  will  appeal  to  the 
garment  manufacturer  and  mer- 
chant. No.  1  is  the  wardrobe 
banger,  strong,  neat  and  service- 
able,  $15.00  per  100;  No.  2,  waist 
banger,  $5.00  per  100:  No.  3,  hose 
stretcher,  $120.00  per  100. 
The  latter  is  a  rapid  counter 
seller,  being  used  by  the  house- 
wife for  the  proper  drying  of 
hosiery. 

I'hicr   i/our  order  now. 

Ferrier  Wire   Goods  Co. 
613  King  St.  West 
vJ  TORONTO 


STORE     MANAGEMENT— COMPLETE 


16  Full-Pa£e 
llltiHt  rations 


272  Paa»a 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

B>  FRANK  FARR1NGT0N 

A  Companion  book  lo    Retail  Advertising  Complete 

$1.00     POSTPAID 

"Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  shonld  be 
to  hold  trade.  The  money -bftclc  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebatinf  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  daya  and  (  it  ian'l 
worth  the  price  return  it  and  get  your  money  !  *»ck. 

Technical  Book  Dept.,  Maclean  Publishing  Co. 
TORONTO 
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Preference  for  Coats  Cut  Along  Fuller  Lines 


The  Latest  Models  Show 
Cape  Styles  Both  Favored- 
and  Tiger  Skin  in  Fur  Flashes. 


Military  Tendencies — Redingote  and 
-Belts  at  Low  Waist  Line — Leopard 


BUYERS  have  yet  to  place  the  bulk 
of  their  orders  for  separate  coats 
this  season,  but  the  re-orders  that 
have  come  in  so  far  and  the  garments 
shown  at  the  openings  indicate  that  the 
preference  is  given  to  the  coats  cut  on 
frller  lines.  Both  the  redingote  and  the 
cape  idea  are  strongly  featured,  and 
many  models  are  cut  in  two  sections,  the 
upper  one  being  semi-fitted  and  the  low- 
er flaring  or  circular.  Belts  are  seen  on 
the  majority  of  coats,  the  greater  number 
being  placed  at  the  low  waist  line.  These 
belts,  save  where  the  coat  is  a  very 
dressy  model,  are  of  the  same  cloth  as 
the  garment.  Dressy  coats  have  belts  of 
fur  fabric,  velvet  or  plush.  Cuffs  and 
collars  on  expensive  coats  are  of  fur  or 
fur  fabric,  while  velvet  or  self  cloth  is, 
used  for  the  more  inexpensive  coats. 

Various  types  of  collars  are  used.  The 
first  favorite  is  the  rolling  collar  which 
fastens  high  at  the  neck.  Military  col- 
lars are  coming  to  the  fore  with  military 
styles,  and  there  is  stock  with  turnover. 

Though  the  set-in  sleeve  is  very  much 
used  it  by  no  means  rules,  and  very 
many  models  show  the  modified  kimona 
which  gives  the  large  comfortable  arm- 
hole  that  is  so  easily  slipped  on  and  off. 
Many  models  cut  in  this  style  have  the 
cape  which  reaches  just  over  the  should- 
er. This  cape  often  looks  as  though  it 
was  thrown  back,  while  other  models 
show  it  doubled  under  to  form  a  kind  of 
cuff  or  sleeve  through  which  the  hand 
is  thrust. 

Military  models  are  being  shown. 
These  models  have  the  basque  cut.  the 
set-in  sleeve  and  a  low  yoke  or  shaped 
belt  across  the  back  while  the  skirt  is 
cut  in  circular  fashion.  The  sleeves  are 
coat-shaped  and  are  set-in  in  coat  fash- 
ion. The  coat  buttons  up  the  front  in 
military  fashion  and  there  are  no  revers. 
Some  are  trimmed  with  braid  and  frogs, 
while  other  models  are  of  dark  blue 
cloth  piped  with  scarlet  and  trimmed 
with  brass  buttons. 

Dressy   wraps   are  more   on   the   cape 


older;  in  fact,  some  are  really  full  capes 
ol  plush  or  pressed  velvet  lined  with 
satin. 

Heavy  broadcloths,  velours,  zibelines, 
as  well  as  curl  cloths  and  mixtures  are 
the  materials  used  for  the  new  Fall 
coats.  Leopard  and  tiger  skin  are  the 
novelties  in  fur  plushes.  Loose  volumin- 
ous   coats    for   motoring   or    driving   are 


developed  in  these  striking  plushes,  but 
they  look  best  when  used  for  collar  and 
cuff  facings. 

Balmacaan  coats  are  selling  well  for 
misses'  wear  developed  in  heavy  tweeds 
and  mixtures.  These  coats  are  sold  at 
popular  prices  and  also  are  shown  by 
loading  stores  in  expensive  imported 
models. 


Street  Dresses  are  Popular 

Many  Models  Have  Much  the  Appearance  of 
Suits — The  Kedingote  or  Moyenage  Dress  the 
Feature  of  the  Openings  —  Dresses  Are  Fuller 
and  Shorter  in  the  Skirt — Dancing  Frocks  of 
Net,  Lace  and  Satin — Drapery  Effects  Coming. 


THE  business  in  dresses  so  far  lias 
been  done  chiefly  in  street  dresses 
made  of  wool  materials.  Broad- 
cloth, gabardine  weaves  and  velours  are 
used  for  high  priced  dresses,  but  serge 
and  piece  dyed  worsteds,  chiefly  in  crepe 
effects,  are  the  materials  used  in  develop- 
ing: popular  priced  dresses.  Crepe  de 
chines,  soft  satins  and  velvets  are  the 
leading  silk  materials  used  for  dresses. 
Though  many  dresses  come  all  in  the  one 
fabric  the  tendency  is  towards  the  com- 
bining of  satin  or  velvet  with  the  leading 
woollen  materials. 

The  long-waisted  basque,  redingote,  or 
Moyenage  models,  have  come  strongly  to 
the  front  during  the  openings.  Some  of 
these  models  have  boleros  over  a  high 
girdle  below  which  comes  some  form  of 
the  inevitable  long  tunic.  These  dresses, 
have  much  the  appearance  of  a  suit  and 
this  is  a  feature  that  is  greatly  helping 
their  sale.  The  long  tunic  continues  to 
be  the  leading  feature.  It  either  con- 
tinues up  to  the  waist  line  or  is  set  on 
to  a  yoke.  These  tunics  are  showing  in 
many  forms  and  modifications.  Some 
are  pleated,  others  are  longer  at  the  sides 
than  either  in  the  front  or  back,  but  the 
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point  in  which  all  agree  is  the  fact  that 
they  flare  out  above  the  narrower  skirt. 
The  new  dresses  are  very  short,  and  the 
sleeves  are  invariably  long  and  often  of 
the  trimming  material.  Braid  is  appear- 
ing as  a  trimming  on  the  simpler  cloth 
dresses  either  used  flat  or  in  the  form  of 
binding  braids. 

The  tendency  towards  fuller  skirts  is 
more  prominent  in  the  dancing  frocks 
than  in  those  for  street  and  afternoon 
wear.  The  same  straight  line  effect  pre- 
vails. Basque  waists  of  satin  appear 
above  full  tunics  of  net  trimmed  with 
bands  of  satin  or  fur  on  their  lower 
edge.  These  tunics  are  very  long  and 
are  either  pleated  or  shirred  and  the 
upper  part  of  the  bodice  is  formed  of 
crossover  drapery  and  sleeves  of  net. 

Lace  or  spangled  flouncing  often  forms, 
the  basque  portion  of  the  waist  and  the 
tunic  will  be  of  gold  colored  net.  White, 
white  and  gold,  black  net  over  white 
satin  and  pale  shell  pink  as  well  a-  deep- 
er begonia  shades  and  pale  shades  of 
blue  are  the  leading  evening  colors. 
Shadow  and  net  laces  are  also  used  for 
flounces  and  waist  drapery. 


Dry  floods  Review 


READY-TO-WEAR     GARMENTS 


Garb  of  Cossack  Fighters  Inspires 

Fashion 


This  dress  is  decidedly  Russian  both  in  the 
richness  of  tin  moU  rials  ust  d  and  in  its  outlint . 
The  coat  is  of  heavy  wool-fllh  d  satin  with  vt  Ivt  i 
sleeves,  and  tht  high  collar  and  curls  hoc,  fur 
edging.  Tin  trimming  is  of  rich  jetted  passe- 
menterh  and  below  the  full-draped  tuntc  tin 
inirrnu  skirt  that  is  dying  so  hard  is  also  of 
velvet,   Nott  hat  with  trimming  of  monkey  fur. 
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READY-TO-WEAR     GARMEN  T  S 


Dry  Goods  Review 


KASSAB 
KIMONOS 


in  cotton, 
silk,  wool, 

etc. 


LOOK,  WEAR  and  SELL  WELL 
ALL  STYLES,  ALL  PRICES 


Hello ! ! 


—  yes,  we  have  almost 
exclusive  range  of  Hand- 
made, Cluny,  Florentine 
and  Venetian  Laces — just 
the  idea  for  Xmas  selling. 

D'Oylies,  Centre  Pieces,  Sideboard  an 
Bed  Spreads. 

G.  &  S.  KASSAB  &  Co. 
14  St.  Helen  St.,    Montreal 


llll        mi.-  -■■||"— """■■■'-' '■■■"  ■"    ' 


Our  range  of  kimonos  is  the  most  interesting 
we  have  yet  produced.  In  fact,  we  are  show- 
ing some  hundred  and  fifty  lines,  including 
plain  and  fancy  silks,  plain  and  fancy  crepes, 
wool  and  cotton,  challie,  lawn,  cashmere,  flan- 
nelette and  eiderdown. 

Every  Kassab  Kimono  is  guaranteed  to  give 
perfect  satisfaction  and  quick  sale  or  return 
at  our  expense. 

Samples  sent  on  request. 


KASSAB  KIMONO  MFG.  CO 


14  St.  Helen  Street,  MONTREAL 
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Fashions  in  Children's  Dresses  for  Spring,  1915 

Manufacturers  Showing  Advance  Lines  for  Spring-  —  Middies, 
Oliver  Twists  and  Dresses  With  Long  Lines,  I  disguised  Pleats  and 
Low  Belts  and  Sashes  Featured. 


MANUFACTURERS  of  children's 
and    misses'   dresses      and    in- 
fants'   wear    are      ready      with 
their   advanced    lines    for     Spring,   1915. 
The  growing  importance  of  this  lino  and 
the  high  position  it  is  beginning  to  hold 
ir,    all   stores    where   there   is   a   properly 
run  department  as  well  as  the  fact  that 
there   is  less  competition  to  be  met  ow- 
ing to  the  removal  of  German-made  gar- 
ments, points  to  a  decidedly  better  out- 
look for  the  coining  Spring.    Careful  de- 
signing with   a   view   to   both   becoming- 
ness   and    comfort   has  been    in    the   past 
one  of  the  chief  factors  in  bringing  this 
line   to   the   front,   and    in    the    building 
up  in  the  space  of  a  few  years  of  a  great 
and    growing    business.       The      children 
themselves  have  lent  a  hand,  for  in  their 
own    little    way    they    know    when    they 
are    becomingly    dressed    and    also    ap- 
preciate   the    freedom    and    comfort    of 
well-cut,  practically  designed    Garments. 
Therefore  they  Tnay  be  depended  upon  to 
throw    their    influence    on    the      side    of 
ready-made  garments.     The  use  of  long 
lines,   disguised   pleats  and  low   belts   is 
very  firmly  established,  and  though  there 
is    much    that    is    new    in    detail    in    the 
dresses   designed    for   the   smaller   child- 
ren, much  in  the  general  outline  remains 
unchanged.     The   only   real    difference   is 
that  some  of  the  tiny  skirts  have  a  slight 
flare.    Dresses  that  are  designed   for  the 
bigger   °irl    show   this   flare    effect    more 
decidedly,    while    for    misses'    wear    the 
long    Russian    tunic,      both      plain      and 
pleated,   is  very   much   in  evidence. 

White   Dresses   More   Important. 

Though  colored  cotton  dresses  of 
necessity  play  a  big  part  in  the  making 
up  of  utility  dresses,  the  white  dress 
line  is  of  more  importance  than  for  some 
seasons.  Straight-line  tunic  and  low 
belted  or  sashed  models  with  lines  of 
Valenciennes  and  novelty  laces.  Great- 
er use  is  made  of  the  material  and  it 
might  almost  be  said  that  for  the  com- 
ing season  the  material  will  be  of  more 
importance  than  the  trimming  and 
though  the  materials  are  sheerer  and 
of  lighter  and  finer  weave  the  dresses 
are  much  simpler  in  design. 

As  a  rule  the  weight  of  the  garment 
is  borne  from  the  shoulders  and  the  low 
hell  or  the  sash  becomingly  knotted  at 
the  side,  hack  or  front  hides  the  joining 
of  waist  and  skirt.  Many  skirts  have  a 
\  i  iv  definite  flare  and  often  this  skirl 
i-  two  or  three  tiered.  When  this  tier 
effect  is  absent  a  short  peplum  or  tunic 
is  ;,  feature. 


ADVANCE    MODEL,    SPRING,    1913 


part  white  or  white  ground  with  a  hair- 
line check  of  color  and  the  flare  skirts  of 
color,  are  confidently  pul  out.  'I 
dresses  were  accorded  high  favor  last 
Summer,  and  buyers  are  showing  great 
interest  in  them  again  this  Summer. 


Girl's  dress  of  sheer  white  voile.  The 
pleated  skirt  is  tucked  and  shows  the  new 
flare,  and  is  finished  with  a  tunic.  It  is 
attached  to  the  waist  under  a  licit  effect  of 
the  voile  edged  with  narrow  shadow  lace. 
The  belt  is  slashed  to  admit  a  sash  of  black 
velvet  ribbon.  The  sleeves  are  formed  of 
tucked  voile  and  shadow  lace,  and  a  frill  of 
the   lace  finishes   the  neck.     Shown    by   Home 

&    Watts. 


Great  Variety  of  Models. 
No  style  can  supersede  the  middy, 
and  middies  are  shown  in  great  variety. 
A  belted  middy  thai  i>  almost  Norfolk  in 
style  is  put  out  in  whip  and  ivory  linen 
as  well  as  different  shades  of  blue  ami 
pink.  The  all-while  middy  suii  is  very 
much  seen,  and  the  skirt  of  plain  color 
with    the    middy    blouse    either    belted    or 

straight  cut  with  collar,  tie  and  cuffs 
of  the  color,  are  showing  in  numerous 
models.  The  middy  blouse  with  a  cuff 
at  the  bottom  and  laced  at  the  sides  with 
colored  silk  laces  form  one  of  the  novel- 
ties shown. 
Oliver  Twist  dresses  with,  the  blouse 
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Tunic  Changing 

Becoming  Longer  and  Develop- 
in."'  Into  T'x'll  Skirt — Revers 
1  >ropping  Out. 


THE  outlook  is  improving  for  the 
Fall  suit.  Buyers  are  finding  sales 
better,  and  are  beginning  to  place 
orders  for  suits  to  sell  during  the  pres- 
ent month.  This  re-ordering  is  made 
necessary  by  the  size  of  the  orders  that 
were  first  placed.  Broadcloths  are  favor- 
ed for  the  high-priced  suits,  but  broad- 
cloth is  becoming  scarce.  Velour.  serge, 
and  piece-dyed  worsteds,  crepe  and  twill 
weaves  are  the  materials  used  for  mod- 
erate-priced suits. 

Many  suits  of  plain  materials  are 
braid  trimmed,  though  the  cuffs  and  col- 
lar are  often  of  fur  or  fur  plush.  More 
expensive  suits  show  the  combination  of 
fur  plushes  and  velvet  with  broadcloth, 
velour,  serge  or  gabardine.  In  some  in- 
stances the  skirt  is  reduced  to  a  few 
indies  under  the  long  tunic,  and  is  of 
one  or  other  of  these  materials.  Many 
models  are  difficult  to  tell  from  the 
princess  dresses,  for  both  have  the  flar- 
ing long  tunic  and  the  long-fitting  waist. 
Revers  are  dropping  out.  and  the  col- 
lars are  high  at  the  back  and  button  up 
to  the  throat  in  front.  Stocks  and 
bands  in  military  fashion  are  finished 
with  a  turn-down  collar  of  equal  depth. 
Other  collars  are  cut  so  that  they  form 
a  straight  line  from  the  neck  to  over  the 
shoulder,  forminc:  a  kind  of  sailor  collar 
at    the   back. 

There  is  a  gradual  chance  taking  place 
in  the  outline  of  the  skirt— the  long 
tunic  is  becoming  longer  and  is  develop- 
ing  into  a  circular  or  bell  skirt.  Some 
of  the  imported  suits  have  wide  circular 
skirts,  but  the  practical  skirl  is  -till 
fairly  narrow.  This  i^  the  way  fashion 
is  pointing,  but  the  suit  skirt  for  genera) 
selling  is  o\'  easy  width,  and  many  even 
of  the  smarter  suit-  bave  skirts  that  are 
out    on   perfect!)    straight    lmes. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


We're  Off! 

That's  what  our  competitors  say 

The  Federal  Force  of  Salesmen  are  on  the  march — they  are  out  to  capture 
the  few  remaining  buyers  who  are  still  entrenched  behind  their  order-books 

With  their  Heavy  Artillery  of  Low  Prices 
With  their  Ammunition  of  Wonderful  Styles 
With  their  Tactics  of  Fair  Dealing 
With  their  Infantry  ready  for  Quick  Delivery 

They  are  bound  to  win  their  battle  for 

Federal  Dresses 


Boston  Office  : 

Fischel  &  Levy 

12  West  St. 


Manufacturers   <^f  Dresses 
53-57  West36th  Street 

flewYbrlc 
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Fred  Barris,  Pres. 

Ben  Lewis,  Secy. 

Harry  Hiller,  V.  Pres. 


Simpler  Style  Tendencies  at  the  Retail  Openings 

Loss  Elaboration  Than  Usual,  and  Fewer  Paris  Models  Shown — 
The  Straight  Line  Still  Adhered  to — Models  Show  Princess  and 
Redingote  Effects  in  Dresses — Suit  Coats  Come  in  Varied 
Lengths  and  Skirts  Are  Wider — Basque  and  Princess  Models 
Lead  in  Dancing  Frocks. 


FASHION  shows  have  been  general 
in  the  larger  city  stores  during  the 
latter  part  of  September.  For  four 
days  the  T.  Eaton  Co.  made  a  display 
of  imported  Paris  and  New  York  mod- 
els. These  were  shown  on  a  stage  and 
platform,  on  each  side  of  which  the  audi- 
ence was  seated.  At  the  back  of  the  stage 
was  a  drop  curtain  painted  to  represent 
the  Rue  de  la  Paix,  and  the  models 
mounted  the  stage  between  two 
fountains.  On  one  side  of  this  entrance 
was  set  a  stand  for  holding  the  large 
announcement  card  which  was  changed, 
as  each  model  appeared,  by  a  tiny  page 
in  military  blue.  There  was  no  other 
elaboration,  and  this  economy  in  settings 
was  a  marked  feature  of  all  the  dis- 
plays. The  garments  were  adequately 
presented,  but  all  unnecessary  expense 
had  been  omitted. 

"What  may  be  termed  room  settings 
were  used  by  the  Robert  Simpson  To. 
for  showing  their  leading  models.  Spaces 
were  blocked  out  by  partitions  which 
were  covered  in  green,  and  the  models 
were  shown  on  stands  and  platforms. 
Pictures  were  placed  on  these  improvised 
walls  and  artistic  furniture  and  stands 
holding  ferns  and  palms  were  used  for 
decoration.  All  the  gowns  here  were 
shown  on  wax  figures  and  stands. 

Autumn  foliage  massed  in  crystal 
holders  placed  on  stands  finished. in  dull 
gold  and  placed  about  the  departments 
on  the  ground  floor  and  above,  were  the 
decorations  used  by  Murray-Kay.  This 
store  still  keeps  up  the  old  time  custom 
of  showing-  fashions  in  all  the  depart- 
ments at  the  same  time,  and  the  dress 
a-oods,  the  ready-to-wear  and  the  millin- 
ery departments  were  all  making  a  dis- 
play of  the  new  goods. 

In  Solid  Colors. 

The  war  is  having  its  influence  upon 
fashions  and  the  new  models  show  that 
fashions  are  taking  mi  a   military  trend 

Or  arc  based  mi  the  dress  of  France  and 
her  allies.  There  is  much  that  is  remin 
i  cad  of  the  styles  of  1S70  and  SO,  and 
mote  thai  is  of  Russian  and  Cossack 
origin.  Save  for  a  few  checks  and 
stripes  thai  an'  almost  invisible,  ma- 
terials and  trimmings  are  in  solid  color, 
and  match  the  ".owns  unless  they  are 
black.  Broadcloth  is  the  leading  ma- 
terial, and  gabardine,  serges,  velours, 
duvetyn  ami  velvets  are  also  very  pop- 
ular. A  feature  of  the  Paris  models  was 
the  use  of  panne  in  [dace  of  the  straight 


pile  velvets.  Paris  models  are  trimmed 
with  fur,  but  New  York  models  show 
caracul  and  broadtail  plushes  used  as  fur 
in  the  form  of  bands  and  for  collar  and 
cuff   trimmings. 

Fewer  Paris  models  than  usual  are 
shown,  but  those  that  are  shown  are 
very  beautiful  and  point  to  a  season  of 
more  simplicity  and  quiet  elegance. 
Models  from  Premet.  Bernard,  ('allot. 
Jenny,  Agnes,  Drecoll  and  Cheruit  were 
among  those   seen. 

Wider  Skirts. 

One  change  that  will  be  welcomed  is 
the  coming  of  wider  skirts.  Skirts  pro- 
mise to  lie  a  comfortable  width  though 
the  straight  line  from  shoulder  to  ankle 
is   still  preserved. 

The  new  princess  or  redingote  dresses 
are  shown  in  numbers,  and  very  consid- 
erable prominence  is  given  in  the  Paris 
models  to  three-piece  suits.  The  wrap  worn 
with  these  three-piece  suits  is  a  short 
jacket  cut  on  straight  or  bolero  lines. 
Sometimes  cape  effects  are  introduced 
and  the  new  cape  is  the  Russian,  falling 
in  a  wide  flap  and  reaching  across  the 
shoulders  and  hanging  straight  to  the 
waist.  Other  models  have  hip-length 
Moused  coats,  and  again,  coats  are  cut  in 
sacque  shape,  loose,  full  and  straight 
The  new  collar  is  either  military  or  Rus- 
sian and  is  placed  on  a  high  band  or 
stock.  This  band  hooks  in  front  and  sup- 
ports a  turnover  collar  when  the  style 
is  military  or  slopes  away  in  front  to  a 
collar  that  is  square  at  the  back.  Col- 
lars are  almost  invariably  of  fur  or  fur 
plush.  '  Frogs,  tassels  and  braid  trim- 
mings are  being  used  and  a  few  models 
show  the  use  of  soutache  embroideries. 
The  dresses  worn  under  these  coats  show 
tunic  effects  with  the  waist  in  basque  or 
jumper  style  and  the  sleeve  invariably 
of  some  trimming  material.  When  the 
sown  is  of  velvet  or  broadcloth  the 
sleeves  are  of  chiffon  or  net.  When  cloth 
or  gabardine  is  used  satin  often  takes 
t  he  place  of  net. 

The  new  tunics  are  very  long  and  it 
[i  ol  -   as   if  finally   the   wide,   full    tunic 

would    be    continued    as     a     wider.     Puller 

skirt.  Already  circular  skirts  are  ap- 
pearing with  the  fullness  laid  in  pleats. 
Some  of  these  fullnesses  are  gathered  in 
or  held  under  tabs  or  pleats  at  the  sides 
and  this  gives  an  uneven  line  at  the  hot  ■ 
torn.  Overskirts  open  in  front  and.  dip- 
ping down  helow  the  skirl  edge  at  tlie 
hack,  also  have  the  same  uneven  line. 
4fi 


The  basque  and  the  princess  models 
rule  in  evening  gowns,  the  foundation  be- 
ing a  sheath  of  satin.  The  bodice  is 
made  of  pailletted  or  lace  flouncing 
straight  from  bust  to  hips  and  with 
tunic  of  net  attached.  These  tunics  arc 
either  shirred  or  pleated  and  are  long, 
straight  and  full,  leaving  only  a  few 
inches  of  the  satin  foundation  showing. 
while  a  drapery  of  net  forms  the  hodice 
and  sleeves.  Evening  gowns  have  longer 
sleeves,  and  both  dressy  and  useful 
gowns  have  full  length  sleeve. 

No  Settled  Length. 

Buyers  who  are  looking  for  some  set- 
tled length  to  the  suit  coat  will  gain 
very  little  satisfaction  from  the  open- 
ings in  this  respect,  for  all  lengths  from 
the  bolero  to  3 1  length  redingote  were 
featured.  Belts,  sashes  and  girdles  were 
used  on  nearly  every  suit  and  gown. 

Separate  coats  were  all  34  length  and 
are  in  redimroto  or  cape  effect.  One  or 
two  street  coats  were  in  Roman  style  in 
heavy  velour,  but  velours,  plushes, 
broadcloth  and  heavy  gabardine  were  the 
fabrics  chosen  for  the  majority  of  sep- 
arate coats. 

Montreal  merchants,  by  asrreement,  all 
had  their  opening  displays  on  the  same 
day.  Because  of  this  unanimity  they 
were  able  to  make  an  impressive  appeal 
to  the  buying  public  to  keep  money  in 
circulation  by  buying  as  freely  as  pos- 
sible. This,  it  was  pointed  out.  was  one 
of  the  duties  of  citizens  at  the  present 
moment.  The  merchants  on  their  part 
are  undertaking  to  provide  goods  of  a 
high  standard  at  prices  as  low  as  is  con- 
sistent with  the  margin  of  safety. 

Quiet  elegance  was  the  keynote  at 
Morgan's  opening.  The  suits  and  dresses 
showing  were  dark  in  color.  Broadcloth 
was  one  of  the  favored  materials  ami 
was  combined  with  eharmeuse.  Roman 
stripes  appeared  on  underskirts  and  col- 
lars, and  velvet  was  a  high  favorite  for 
basque  dresses. 

At  Goodwins  the  suits  showed  the  long 
basque  or  the  redingote  with  the  long 
tunic  falling  from  the  sides  or  extending 
around  the  skirt.  When  the  -uit  coat 
was  short  the  fronts  were  cutaway  and 
the  tab  backs  were  trimmed  with  a  tas- 
sel. Military  braid  was  about  the  only 
trimming,  though  some  models  were 
braided  with  soutache. 

Dnpuis  Freres  held  a  Promenade  des 
Toilettes  each  afternoon  and  showed  sev- 
eral costumes  copied   from  Paris  models. 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


Unrolling  of  the 
Home  &  Watts 
Spring  Styles 

Every  day  sees  orders  coming  from  Cana- 
dian firms  who  have  heretofore  depended 
upon  imported  goods  for  their  children's 
department. 

With  European  importations  cut  off  the 
home  market  has  been  given  its  chance 
to  compete,  with  the  result  that  the 
Home  and  Watts  Spring  line  is  experi- 
encing a  fast  increasing  demand.  And 
not  the  least  important  point  is  the  fact 
that  our  values  are  adjudged  to  be  even 
superior  to  those  that  were  brought 
across  the  water. 

The  Home  and  Watts  line  consists  of  a 
very  complete  range  of  infants',  chil- 
dren's and  misses'  dresses,  from  the 
dainty,  filmy  white  lingerie  to  the 
every-day  colored  garments. 

We're  unrolling  to  the  trade  our  com- 
plete Spring  range.  We  would  like  you 
to  see  it. 


Why  not  drop  a  card  to-day ? 

Home  &  Watts 

LIMITED 

19  Duncan  Street 
TORONTO 


Dry  Goods  Review 


RE  A  I)  Y-T  O-  W  E  A  I;     G  A  I;  M  EN  TS 


Whitewear,  Spring  1915 


Our  travellers  are  now 
out  on  the  road  with 
a  full  range  of  Cotton 
and  Muslin  Under- 
wear for  Spring  1915. 

Safety  First 

Protect  yourself  by  placing 
your  order  for  Whitewear  at 
once,  as  there  is  a  great  possi- 
bility of  a  scarcity  of  Swiss 
Embroidery  trimming,  which 
will  mean  an  advance  in 
prices  later  on. 

We  have  a  varied  assortment 
of  Flannelette,  Underwear, 
Kimonas,  etc.,  in  stock. 

Write  for  samples,  which  will 
be  sent  per  return  express. 


Allen  Manufacturing  Co.,  Limited 

105  Simcoe  Street,  Toronto 

Long  Distance  Telephone  :  Adelaide  966 
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READY-TO-WEAR     GARMENTS 


Dry  Goods  Revu  w 


A  nnouncement 


EVENING  and  PARTY 

DRESSES 

will  be  ready  to  ship 
October  15th 


No.  9480  STREET  DRESS 
OF  FINE  QUALITY  CREPE 
METEOR,  IN  ALL 
COLORS 


$12 


.50 


WE  MAKE  NOTHING 
HIGHER 


u 


Better    Merchandise 
for  Less  Money  " 


No.  9480 


LOUIS  STECHER 

33  WEST  34th  STREET  NEW  YORK 

Oppenheim-Collins  Building 

420-24  MARKET  STREET,  PHILADELPHIA 

CANADIAN  OFFICE  : 

LEDOUX,  O'BRIEN  &  CO.,  Princess  and  Bannatyne  Ave.,  WINNIPEG 

49  '        * 
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K  E  ADY-TO-WEAR     GARMENTS 


PETTICOATS 


The  Oldest  and  Largest  Petticoat  House  in  America 

WE  MAKE  A  GENERAL  LINE  OF  PETTICOATS,  IN  ALL 
SUITABLE  MATERIALS,  SUCH  AS 

Jerseys  (Silk  or  Wool),  Messaline,  Taffeta,  Crepe  de 
Chene,  Lace  Trimmed,  Cottons,  Mohair,  etc. 

OUR    NOVELTY    LINE    Comprises    All    The    Latest    PARISIAN    MODELS 

THE  FITTED  ADJUSTABLE  WAISTBAND  IN  ALL  OUR  PETTICOATS 
REQUIRES   NO  ALTERATION,  AND  IS  A  GREAT  FEATURE 


THE  ARLINGTON  SKIRT  MFG.  CO. 


119  West  25th  Street 


NEW  YORK 


We  issue  a  catalog.? 


Little  Prince 

SEASON      1915 

Latest    Novelties 

in  Boys'  Wash 

SUITS 


OUR       REPRESENTATIVES 

ARE     NOW      TRAVELLING 

j&J&afima,  IN  THE  DOMINION.     Write 

for  Appointment. 

Call  on  us  when  

in  New  York 

Oppenheim  Roggen  Co. 

84-90  FIFTH  AVENUE,    N.W.    COR.  14™  ST. 

NEWYORK  -  -  -  -  N.  Y 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
in  use  in  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting   Forms. 


DALE     WAX 

Front  St.  E., 


FIGURE    CO. 

Toronto 


If  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 
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Justifying  Its  Style  Recommendations  for  1914-15 

How  the  National  Cloak,  Suit,  Skirt,  and  Dress  Association  Ar- 
rives at  Its  Fashion  Conclusions — Reasons  for  Supporting  Divers- 
ity of  Styles. 


THE  National  Cloak,  Suit,  Skirt, 
and  Dress  Manufacturers'  Asso- 
ciation have  sent  out  an  address 
entitled  "The  Truth  About  Fall  Styles." 
This  comes  in  the  form  of  a  booklet  and 
is  being  sent  to  the  dry  goods  merchants 
throughout  the  United  States.  Besides 
printing  in  full  the  style  recommenda- 
tions for  Fall  and  "Winter  1914- '15,  the 
reason  why  of  these  style  forecasts  is 
very  fully  dealt  with.  The  need  of 
variety  has  always  been  strongly  felt  in 
the  ready-to-wear  department,  for  while 
every  woman  wants  to  be  in  style  she 
emphatically  does  not  want  to  be  a  walk- 
ing replica  of  some  other  woman.  On 
the  other  hand,  as  this  pamphlet  points 
out,  one  of  the  foundations  of  a  success- 
ful business  must  be  stability  of  purpose 
and  this  particularly  holds  good  in  the 
matter  of  style,  if  the  merchant  expects 
to  make  his  business  successful.  By 
stability  of  style  is  meant  stability 
throughout  the  given  season  of  the  typi- 
cal styles  of  that  season.  The  woman 
on  this  continent  needs  to  be  given  choice 
from  a  variety  of  sensible  ideas,  but  the 
merchant    at    the    same    time    needs    the 


confidence  inspired  by  style  stability : 
he  must  feel  that  whether  he  purchases 
early  or  late  that  no  unforeseen  in- 
fluences will  render  these  purchases 
valueless. 

This  association  of  manufacturers  be- 
lieve implicitly  in  both  stability  of  pur- 
pose and  stability  of  style,  and  in  en- 
deavoring- to  accomplish  this  end  have 
completed  a  comprehensive  organization 
for  obtaining  style  information.  This 
comprises  a  style  bureau  in  Paris  under 
expert  management,  and  also  a  staff  of 
experts  at  the  headquarters  of  the  asso- 
ciation for  gathering  information  from 
various  points  in  the  United  States — 
also  a  Style  Committee  of  the  leading 
manufacturers  who  meet  from  time  to 
time  to  discuss  style  matters  for  the  sea- 
son to  come. 

Paris  style  information  is  obtained 
from  the  leading  style  makers,  and  the 
information  is  sent  to  America  daily  in 
the  form  of  style  letters,  cablegrams, 
sketches,  photos  and  garments. 

This  information  is  collected,  com- 
piled, and  then  presented  at  the  first 
meeting    of    the    stvle    committee    called 


for  discussing  the  styles  for  the  coming 
season  and  the  style  expert  from  Paris 
attends  this  meeting. 

At  a  second  meeting  a  member  of  the 
committee  is  present  who  has  been 
abroad  gathering  information  in  his  own 
way  is  present,  and  this  is  checked 
against  that  procured  by  the  Paris 
bureau,  and  from  other  sources.  At  a 
third  meeting  held  some  time  later  the 
later  information  is  discussed  and  fin- 
ally a  convention  of  the  whole  associa- 
tion is  held,  and  during  this  conventidn 
the  style  committee  is  in  session  at  vari- 
ous periods.  On  the  second  day  of  the 
convention  the  style  committee,  together 
with  the  association,  give  up  their  entire 
time  to  the  discussion  of  styles  and  to 
the  display  of  garments  that  have  been 
made  by  various  members.  The  style 
committee  then  holds  its  final  meetings 
and  the  style  recommendations  are  pre- 
sented, discussed  and  finally  adopted. 
These  style  recommendations  for  the 
present  Fall  were  printed  in  The  Review 
some  months  ago  in  a  staff  correspond- 
ent's report   of  the  convention. 
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OME  manufacturers  in  their  eag- 
Jerness  to  reach  the  consumer  shoot 
fover  or  under  the  retailer's  head 
or  try  to  shoot  through  him.  The 
retailer  is  getting  tired  of  being 
shot  up.  Work  with  him  and 
for  him  and  note  the  difference. 
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SEEK 


DRESS  FABRICS 


AND  SILKS 


Cotton  Dress  Fabrics  Lower   for  Spring,  1915 

The  New  Materials  Are  Sheer  and  Voiles  Are  Very  Much  in  Evi- 
dence— Voile-Garbardine  and  Voile  Bedfords  Are  New  Develop- 
ments— Stripes  Lead  in  Fancy  Effects. 


Willi  so  many  manufacturing 
cculics  wholly  cut  out,  or  only 
partially  running  and  a  crop  of 
American  cotton  just  coming  into  the 
market  that  is  variously  estimated  at 
anywhere  between  fifteen  and  sixteen 
million  bales,  it  would  seem  as  though 
lower  cotton  was  a  certainty  in  spite  of 
the  many  projects  for  holding  up  the 
price  artificially  to  a  certain  figure. 

In  the  piece  goods  market  jobbers  and 
large  buyers  are  proceeding  slowly  and 
( autiously,  and  while  anticipating  their 
needs  are  refusing  to  be  stampeded  into 
buying  by  any  talk  of  higher  prices  later 
and  scarcity  of  colored  lines  due  to  the 
shortage  in  the  dye  situation.  That  there 
is  some  cause  for  expecting  a  shortage 
here  is  certain,  but  buyers  feel  that  it 
will  be  easy  to  increase  the  sale  of  all 
white  fabrics  if  necessary  to  meet  the 
situation.  During  the  latter  days  of  the 
present  summer  the  all-white  idea  made 
a  great  gain  from  the  fashion  standpoint 
.and  it  is  never  hard  to  put  through  an 
all-white  campaign  on  this  side  of  the 
Atlantic  if  the  Summer  is  of  the  usual 
variety.  There  are  a  number  of  clever 
cloths  on  the  market  made  in  close  imi- 
tation of  popular  wool  weaves  in  colors, 
and  for  the  early  season  these  are  meet- 
ing with  good  success,  and  all  the  lead- 
ing: buyers  are  taking'  these  cloths. 

During  the  past  three  or  four  seasons 
the  profits  in  the  cotton  dress  fabrics  de- 
partment have  come  largely  from  the 
sale  of  novelty  cloths.  The  case  of 
ratines  and  also  of  crepes  this  Spring 
mav  be  cited.  These  novelty  cloths  were 
high  priced,  and  their  value  came  large- 
ly from  their  desirability  from  a  fash- 
ion viewnoint.  In  making  purchases  for 
the  coming  Spring  buyers  should  no!  lose 
altogether  tins  idea  of  Irish  priced  novel- 
ties. Novelties  will  sell  but  in  the  ma- 
joritj  of  cases  goods  al  a  more  medium 
price   will   be   the   leaders. 

The  fashion  tendency  was  well  settled 
before  the  war,  and  is  all  for  very  sheer 


fabrics,  and  in  contrast  to  the  last  few 
years,  when  the  energies  of  designers 
were  taxed  in  the  production  of  elaborate 
effects,  simplicity  of  design  and  texture 
is  the  distinguishing  feature.  Voiles 
constitute  a  very  big  proportion  of  the 
novelties  shown,  and  both  the  voiles  and 
other  fabrics  are  of  the  sheerest  and 
lightest  construction.  This  idea  is  ap- 
plied to  cloths  that  usually  have  weight 
and  body  and  it  is  here  where  the  novel- 
ty idea  of  the  season  lies.  Voile-gabar- 
dine which  appears  both  in  wool  and  cot- 


THE  COTTON  SITUATION. 

HP  HE  outlook  is  certainly  for  cheaper 
cotton  for  the  next  couple  of  years. 
There  is  no  doubt  hut  that  the  consump- 
tion in  relation  to  the  big  American  crop 
is  to  be  reduced.  So  serious  is  the  situa- 
tion that  the  industry  faces  in  fact  that 
the  Textile  Manufacturers'  Journal,  pub- 
lished in  New  York,  says: — 

"There  are  only  two  methods  of  per- 
manent relief;  one  is  to  be  attained  by 
stimulating  increased  consumption  and 
the  other  by  influencing  curtailment  of 
cotton  production  next  year,  and  pos- 
sibly the  following  year.  .  Demand  is  per- 
manently and  enormously  curtailed  for 
the  season  of  1914-15,  and  if  the  Euro- 
pean war  is  continued  far  into  next  year 
there  will  be  a  large  curtailment  of  cot- 
ton consumption  for  two  whole  seasons. 

"The  outlook  for  the  cotton  planter  is 
deplorable,  but  we  have  heard  little  sym- 
pathy expressed  for  the  manufacturers, 
cutter  jobbers  and  retailers  who  will 
suffer  relatively  as  much  as  a  result  of 
the  enormous  shrinkage  in  the  value  of 
their  stocks  of  manufactured  goods.  T^e 
South  hesitates  to  sell  two  or  three  mil- 
lion bales  of  cotton  at  the  best  prices  ob- 
tainable but  this  is  the  dose  of  medicine 
that  the  planters  will  have  to  take  sooner 
or  later-" 
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ton  is  one  of  the  most  prominent  of  this 
type  of  cloth,  and  a  Bedford  cord  effect 
combined  with  voile  weave  is  another 
idea  of  the  same  type. 

Plain  voiles  will  be  the  big  selling 
cloths  in  both  colors  and  white,  and  the 
very  large  assortment  of  stripes  showing 
denote  the  favor  in  which  they  are  held. 

Woven  in  satin  stripes,  cord  stripes 
decorated  with  satin  figures,  herring-bone 
stripes  and  loop  yarn  stripes  are  all 
showing  crepe  voiles,  voile  neige,  rice 
cloths,  adjour  stripes  and  lace  cloths  are 
included  in  the  line  of  sheer  effects. 
Shorting  stripes  are  noted  on  all  these 
materials — that  is.  stripes  that  are  al- 
most identical  with  those  used  to  decor- 
ate the  materials  men's  shirts  are  made 
of.  These  stripes  come  in  shades  of  blue, 
pink,  lilac  or  green.  These  colors  also 
come  in  woven  in  stripes  and  particular- 
ly in  satin  stripes  of  various  widths  on 
a  white  ground.  Satin  stripes  in  white 
alternating  with  a  pencil  stripe  of  color 
on  a  voile  or  other  sheer  ground  are 
dainty    and   attractive. 

Handkerchief  linens,  which  for  popu- 
lar selling  are  really  linen  finished  cot- 
tons, come  also  decorated  with  these 
fancy  stripes.  Checks  are  also  seen  and 
checked  voiles  the  patterns  of  which 
may  be  best  described  as  taken  from 
ginghams,  are  a  new  feature.  Window- 
pane  checks  are  a  novelty  and  check 
voiles  with  adjour  designs  in  the  centre 
of  each  check  are  new..  Colored  checks 
formed  of  lines  of  heavy  yarn  on  voile 
or  crepe  grounds  are  also  popular. 

Among  novelties  may  lie  mentioned 
warp-printed  voiles  but  owing-  to  the 
Fact  that  these  materials  are  tedious  to 
weave    in    such    sheer    fabrics    their    sale 

"ill  be  confined  to  the  high  priced  trade. 

Sofi  finished  piques,  cords,  repps,  and 
cotton  suitings  in  while,  natural,  blue 
and  pink,  as  well  as  a  few  fancy  colors, 
pn  mise   to   lie   big  popular   priced   sellers. 


DRESS     FABRICS 


Dry  Goods  Review 


MAGOG 


"By  these  names  you  know  them'* 

Dominion  Textile  Co's 

New  Fall  Range  of 

Famous  Fancy  Fabrics 


&% 


^ 


MAGOG 


CThe  designs,  colors, 
patterns  and  finish 
are  better  and  more 
numerous  than  ever 
before. 


is   now    on    the 

Market 


C Don't  fail  to  see 

this    big    line    of 

"Magog"  Samples 

for  Fall  1914. 
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These  Three 
Lines  are 
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Erminette  Flannel     Rjob  Rj>y  Checks         Empire  Twill 
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Lapland  Robes 


Deutchland 
Flannel 


Monoplane  Flannel 


Angora  Flannel 


Four  Big  1  "I  1/c 
Lines  at   11/  ^ 
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Three  ** 

Leading    Oc 


German 
Flannel 


< 


Big 
Value  at 
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Lines  at 

Saxony  Flannel 

Meleton  Suiting 

Reversible  Saxony 
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Dominion  Textile 

Company,  Limited 

Montreal 

Your  Jobber  has  them" 
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Keeping  Track  of   the  Costs  of  Dressmaking 

Time  of  Girls  Figured  at  so  Much  an  Hour  or  an  Average  Taken 

1915  COTTON  FABRICS    of  all  for  the  Year  —  Ticket  on  Each  Garment  With  Total  of 

FOR  SPRINC  Material,  etc.,  and  Addition  Made  to  Each  Covering  Percentage 

of  Department's  Share  for  Overhead  Expenses. 
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l     -Siii|M.l     voile     in     light     and     dark 
shad       of    i  he  s  ame. 

2 — Sheer  voile  in   two  colors. 
■    3 — Cotton    fancj    m    piece-dyed    worsted 
effect. 

4  ■■•'nttiiii   novcltN    imitating  fancy  wool 
check. 


WORKROOM  management  has 
just  as  much  to  do  with  making 
the  dressmaking  department  a 
paying  proposition  as  the  accurate  keep- 
ing of  accounts.  The  workroom  that  is 
not  well  managed  can  never  pay,  and 
this  is  why,  in  spite  of  the  accurate  ac- 
counting for  every  cent  taken  in  for 
labor,  running  and  overhead  expenses, 
and  merchandise,  when  the  final  balanc- 
ing comes,  nothing  is  left  for  profit. 

When  no  profit  is  made,  there  are  two 
causes  to  which  it  may  be  set  down — ■ 
either  the  merchant  is  not  charging 
enough  for  the  making  of  a  gown,  or  he 
is  paying  too  much  for  his  labor.  In  the 
latter  case  it  is  a  question  of  workroom 
management,  for  no  system  will  prove 
satisfactory  that  fails  to  show  con- 
clusively just  the  amount  of  labor  that 
goes  to  complete  a  gown,  and  also  just 
how  much  that  labor  costs. 

In  one  large  workroom,  where  ten  to 
twenty  girls  are  employed,  according  to 
the  time  of  the  year,  each  girl  has  a  book 
with  her  name  written  plainly  on  the 
cover.  When  she  takes  a  piece  of  work 
out,  it  is  entered  in  her  book,  with  the 
dale  and  time,  thus  showing  the  length 
of  time  taken  to  finish  the  garment. 

When  the  garment  is  complete,  the 
number  of  hours  put  in  on  it  is  entered 


on  a  cosl  s  eet,  and  alter  all  the  time  is 
entered  on  the  cost  sheet  from  the  girls' 
books,  the  time  of  each  girl  is  added  up 
and  multiplied  by  what  she  is  paid  per 
lionr.  This  is  ascertained  by  dividing 
the  number  of  hours  she  has  worked  by 
what  she  is  paid  per  week.  Thus  if  a 
•j  irl  is  getting  $6  a  week  and  works  48 
hours— that  is,  six  days  of  eight  hours 
each,  yon  are  paying  her  12V2  cents  per 
hour,  while  a  girl  getting  $12  per  week 
will  be  setting  25c  per  hour,  and  one  $15 
.'il1  1  cents.  After  all  the  time  the  girls 
have  worked  has  been  added  out  and  set 
down,  you  will  find  out  exactly  how  much 
the  gown  has  cost. 

This  system  is  simplified  by  taking  the 
number  of  hours  put  in  by  the  girls  in 
one  year,  say.  12.000,  and  dividing  these 
hours  by  the  amount  paid  in  that  period 
for  their  labor,  and  using  the  product  as 
a  basis  for  figuring  the  cost  per  hour  of 
each  gown  the  workroom  turns  out.  That 
is,  every  hour  put  in  on  a  sown  by 
either  apprentice  or  higher-priced  help  is 
1  harged  at  one  average  fisure. 

Expenses  That  Should  be  Added. 

In      ascertaining      what      should      be 

charged     for    the    gown,    all     expenses 

should  be  taken  into  consideration.     For 

instance,  there  is  rent.  heat,  light,  tele- 

(Continued  on  pase  57.) 


The  War  and   Silk   Fabrics 

Fashions  Favor  Velvet  and  Satins — Silk  Crepes 
and  Crepe  de  Chine  Good. 


THE  effect  of  the  war  on  the  raw 
silk  situation  has  been  disastrous, 
and  disorganization  still  exists  in 
the  market,  and  prices  have  slumped  so 
far  that  both  retailers  and  exporters  are 
in  a  precarious  position.  Business  is 
suspended  in  all  the  principal  silk  manu- 
facturing centres  though  some  shipments 
of  goods  are  still  cumins  through.  There 
are  signs  of  returning  activity  in  Lyons. 
and  should  conditions  change  for  the  bet- 
ter the  Swiss  mills  should  be  heard  from 
before  Ions. 

Velvets  were  never  in  a  stronger  posi- 
tion than  at  the  present  time.  Many  of 
the  Parisian  gowns  shown  at  the  recent 
openings  were  of  velvet  or  o\'  velvet  com- 
bined with  oilier  material-.  Though  110- 
\  eltj    \  el\  ets    in    stripes,   plaid-   and    flow  - 

ered  effects  arc  used  for  vests  and  trim- 
mings the  tendency  is  largely  towards 
the  employmeiil  of  plain  fabrics.  Panne 
velvet  which  has  been  superseded  for 
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some  time  by  erect  pile  velvets  is  again 
favored  for  dresses  and  suits.  Satins 
are  immensely  popular  both  for  evening 
and  day  wear. 

Charmeuse  and  dull  rich  wool-filled 
satins  are  high  style,  while  duchesse  lib- 
erty, satin  de  chine,  and  messaline  have 
a  big  vogue  for  foundations  and  for 
combining  with  velvet  and  woo]  fabrics. 
Ver\   little  is  31  affeta  as  it  is  only 

used  for  a  few  evening  gowns,  but  should 
taffeta  be  obtainable  this  does  not  pre- 
clude taffeta  from  being  a  seller  in  the 
coming  Spring.  Taffeta  is  always  con- 
sidered a  Spring  fabric  and  always  is  in 
lest  demand  in  thai  season. 

Crepes  both  in  silk  and  wool  and  all 
silk  are  favored.  Crepe  de  chine  is  asain 
a  leader.  There  has  been  some  revival 
of  voiles  and  marquisettes  as  this  is  in 
line  for  the  development  in  favor  of 
sheer   fabric-   that    is  taking   place. 
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Fancy  Silks 

that  are  attractive  and 
in  great  demand  are 
to  be  found  in  our 
very  large  and  well- 
assorted  stock.    ^  ^ 

Ribbons 

for  Fall  and  Christmas 
trade^a  stock  that  is 


well  assorted  in  both 

plain  and  fancy. 
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Light  Weight  Woolens  for 

Spring 

The  Majority  of  Fabrics  Average  Half  Ounce 
Lighter  Than  Last  Year — Plain  Cloths,  Piece- 
Dyes,  Serges  and  Staple  Weaves  the  Leaders — 
Color  List  of  Deep  Pose,  Pinks,  Yellow,  Tans 
and  Browns. 


THE  state  of  war  is  evidently  more 
useful   to  the    woolen    than    to   the 
cotton    industry,    tor   large    orders 
being  placed   by   our  own  Governments, 

and  the  Government  of  the  Allies,  for 
cloths  suitable  for  military  clothing:  and 
for  blankets  are  causing  a  bis  demand 
for  the  classes  of  wool  suitable  for  this 
purpose.  The  series  of  wool  sales  that 
were  to  have  opened  on  September  20th 
were  postponed  for  a  couple  of  weeks. 
Deducting-  the  amount  of  wool  that  has 
been  disposed  of  by  private  sale,  some- 
thing like  110,000  hales  are  available. 
This  wool  is  almost  entirely  of  the  new 
clip,  and  of  merino  quality. 

Since  the  outbreak  of  the  war  buyers 
have  been  turning  their  attention  !o  cov- 
ering' their  needs  principally  in  cloths 
from  Continental  Europe,  and  this  has 
made  business  brisk,  and  lias  increased 
the  turnover  in  the  wholesale  dress  goods 
sections.  Even  odds  and  ends  and 
sample  pieces  are  selling-,  and  as  fast  as 
a  line  is  sold  out  it  is  withdrawn  and 
would-be  buyers  are  informed  that  no 
more  of  that  particular  cdoth  is  avail- 
able. Very  few  prices  have  been  advanced 
because  of  the  war,  but  as  a  general 
rule  all  special  concession?  have  been 
withdrawn. 

These  conditions  will  be  enforced  dur- 
ing the  Spring  season  and,  moreover, 
orders  as  a  rule  will  be  filled  only  when 
materials  are  in  stock — that  is.  materials 
will  not  be  held  to  fill  orders  shipped  at 
the  future  date — the  man  who  wants  ship- 
ment December  1st  will  have  to  take  his 
chance  of  the  goods  he  wants  being  in 
stock;  if  they  are  needed  to  fill  pre- 
vious orders  he  will  be  minus  the  goods 

Eor   the    Spring-   of   1015   German    ma- 


SPRING  NOVELTIES,  1915 

1 — Voile-gabardine,  the  leading  idea  in 
novelty. 

2 — Crepe  and  check  in  the  weave  iii 
striped    effect. 

3 — Poplin    ground    with    woven-in    moire 

I'M  t  I  evil. 

4 — Dark  grey  line  check  in  men's  wear 
effect  and  very  smooth  finish. 

5 — Gabardine  twill. 

6 — Novelty  piece-dyed  worsted  with 
multi-colored  stripes. 

7 — Checked  polo  cloth  for  Spring  outing 
'ii. it  B. 

Show  n    li\     Xishcl    and    Anld. 


ii  rials  are.  of  course,  cut  entirely  out, 
and  there  are  only  the  slenderest  pros- 
pects of  any  French  materials  coming  to 
hand  as  Roubaix,  Rheims  and  the  other 
large  woolen  manufacturing  centres  lie 
light  in  the  devastating  path  of  the 
enemy.  Therefore  it  would  seem  as 
though  Canada  would  have  to  look  al- 
most entirely  to  the  British  and  the 
home  mills  to  supply  the  demand  for 
Spring  materials,  and  The  Review  ven- 
tures on  the  prediction  that  this  demand 
will  be  better  than  is  now  expected. 
Economy  will  still  rule  and  the  sale  will 
be  confined  to  staple  materials,  and  an- 
other factor  that  will  influence  the  sale 
of  cheaper  materials  is  that  a  bigger 
yardage  will  be  needed,  for  the  style 
question  will  not  altogether  he  shelved 
by  the  fact  that  the  country  is  at  war 
and  that  money  is  not  as  plentiful  as 
usual. 

Plain  cloths  will  be  the  bis  sellers  and 
while  broadcloth  will  be  high  style,  they 
will  be  scarce  and  too  high  in  price  for 
popular  selling.  Fabrics  will  be  li?ht 
weight,  and  if  France  had  been  represent- 
ed undoubtedly  voiles  would  have  had  a 
high  position.  Novelty  cloths  showing 
the  combining'  of  the  voile  and  gabar- 
dine, and  the  voile  and  Redford  cord 
weaves  are  showing  and  will  certainly 
sell.  Piece  dyes  are  very  largelj  repre- 
sented, and  there  will  be  an  unprece- 
dented demand  for  serges,  especially  of 
the  French  variety.  Gabardines  and  gab- 
ardine twills  are  just  as  popular  as  ever. 
Poplins  will  show  up  well.  Fancy  weaves 
in  piece  dyes  are  strong  and  white  checks 
are  again  showing:,  as  well  as  black  and 
gray,  and  black  and  white  in  fancy 
weaves  and  unique  patterns.  Tweed  and 
Doneeal  effects  are  never  absent  from 
the  lines  of  British  goods,  bill  those 
showing  for  next  Spring  are  li<_rht  in 
weisrhl  and  as  smooth  finished  as  pos- 
sible. 

The  color  question  is  somewhat  affected 
by  the  question  of  dye-stuffs,  bui  to  what 
extent  only  the  future  can  develop.  Eon- 
don  fashions  are  placing  gray  in  a  high 
place  and  battleship-gray  is  expected  to 
be  prominent.  All  shades  of  blue  will  be 
good,  particularly  military  and  sailor 
hlues.  Greens  are  coming  to  the  front 
and  Russian  in  dark  and  lighter  shades 
will  be  good.  The  coloi  list  as  a!  present 
presented  will  be  made  up  of  deep  rose 
pinks,   yellow    tans  and   browns. 
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KEEPING  TRACK  OF  COSTS  OF 
DRESSMAKING. 

(Continued  from  page  54.) 
phone,  insurance,  postage,  express,  sta- 
tionery, time  hooks,  pencils,  tape  lines, 
tracing  wheels,  chalk,  dress  boxes,  tissue 
paper,  patterns,  fashion  books,  delivery, 
and,  in  fact,  every  item  of  expense  that 
can  be  thought  of  in  connection  with 
the  workroom  and  its  work.  Then  there 
is  the  clerical  work,  the  interest  on  capi- 
tal used  to  run  the  department,  the  sal- 
ary of  the  head  dressmaker,  and  other 
hands  under  her,  who  do  general  work. 
Then  there  is  the  department's  propor- 
tion of  the  merchant's  personal  expenses 
that  should  be  added  on.  Models  that 
may  be  bought  for  use  in  connection  with 
the  department,  and  the  dressmaker's 
traveling  expenses  in  connection  with 
visits  to  larger  cities  when  openings  are 
on,  should  all  be  taken  into  consideration 
when  figuring  out  costs. 

In  working  out  the  account,  care 
should  be  taken  that  every  item  used  in 
making  the  gown,  no  matter  how  small, 
is  charged  for,  and  also  it  is  most  im- 
portant to  be  sure  that  no  more  than  the 
amount  of  material  charged  for  goes  into 
the  gown. 

Entered  on  Work  Ticket. 

When  a  gown  is  begun,  everything  to 
be  used  should   be   put  into  a   box,  and 


these  materials  should  be  entered  on  the 
work  ticket,  and  the  work  ticket  should 
be  tiled.  Also,  if  it  is  necessary  to  use 
other  materials  before  the  gown  is  com- 
plete they  should  be  entered  on  the 
ticket,  and  when  the  gown  is  completed 
the  girls'  time  is  also  figured  up  and  en- 
tered on  the  ticket,  so  that  it  forms  a 
complete  record  of  the  time  taken  and 
the  materials  used. 

When  each  girl  is  credited  with  the 
time  taken  in  doing  her  part  of  the  work 
on  a  gown,  it  is  easily  seen  if  one  is  not 
keeping  up  with  her  work  properly. 

It  is  of  very  little  use  trying  to  keep 
track  of  a  workroom  in  a  haphazard 
way,  and  some  provision  should  be  made 
for  the  keeping  of  proper  books  even  if 
the  number  of  hands  employed  is  only 
small.  The  most  handy  way  of  book- 
keeping is  done  by  the  card  system. 
When  the  gown  is  finished,  a  work  ticket 
is  filed  in  box  marked  "finished  work,'- 
and  at  the  same  time  a  card  with  the  cus- 
tomer's name,  and  the  amount  of  her 
bill  is  filed  under  "unpaid  bills."  where 
it  remains  until  the  bill  is  paid. 

It    requires    the    utmost     vigilance   to 

keep  profits  up  to  the  average  percent- 
age  in  this  department,  and  in  doing  so 
it  is  of. the  greatest  importance  that  the 
head  hands  should  be  efficient  and  cap- 
able.     A   woman   at    the   head   of  affairs 


who  has  these  qualities,  and  who  has,  be- 
sides, the  interest  of  her  employer  at 
heart,  is  worth  a  high  salary,  and  the 
merchant  who  has  such  a  woman  in  his 
employ  can  well  afford  to  pay  her  good 
wages. 

In  a  later  issue  forms  used  in  dress- 
making departments  to  keep  track  of 
costs  will  be  illustrated,  and  other  de- 
tails will  be  explained. 


COTTON  FASHION  SHOW. 

Many  of  the  younger  members  of  the 
smart  set  are  already  having  garments 
made  of  cotton  to  be  exhibited  at  the 
cotton  fashion  show  at  the  Hotel  Wil- 
lard,   Washington,  D.C. 

® 

Miss  Cowan,  Prescott,  Ont.,  will  erect  a 
two-storey  building,  which  she  will  oc- 
cupy as  a   fancy  goods  store. 

A.  M.  Hunter,  Barrie.  Ont.,  has  open- 
ed a  men's  furnishing  and  clothing  store 
in  the  new  Bingham  block. 

John  Mitchell,  Renfrew,  Ont.,  merch- 
ant tailor,  has  a  loss  of  over  $2,000  by 
fire. 

Black  Bros.,  Suffolk,  N.B.,  had  a  loss 
of  over  $6,000  by  fire. 

J.  A.  Patterson,  of  Patterson  &  Ough, 
Collingwood.  has  returned  home  after  an 
absence  of  several  months  in  Port  Arthur 
through  illness. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KINC  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representative*  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal   and  Toronto 


i)RE?lDNOUijI1T^I 


anr,le 


Stamped  "  DREADNOUGHT  Vw-  V4 

Wholesale  Agents  for  Canada  :  J.  B.  Henderson  &  Co..  Ltd. 
439  King  Street  West.  Toronto 
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Why  Not  Open  a  Perman 
Remnant  Dept.? 

Home  and  Colonial  Drapers  will  find  one  to  be  a  v 
able   adjunct  to  their  business.       If  this  be  im 
ticable,  buy  remnants  for  your  sales.  At  once  pi 
able  and  attractive. 

The  Best  House  in  the  Trade  for  these 

JOHN  STONES 


BOLTON, 


Shiffnall  Mills 


ENGLA 
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The   Velvet    Hat    Proves    the    Leading    Seller 

The  Situation  Narrowing  Down  to  Small  Military  Toques  and 
Portrait  Sailors — The  Majority  of  Hats  Are  of  Black  Velvet,  or 
Velvet  in  Very  Dark  Shades  Trimmed  With  Ostrich  or  Gold  and 
Silver  Tinsel — Fur  Trimmed  Very  Strong  For  Mid-winter. 


Tills  is  ;i  velvet  seasdn,  for 
whether  the  hat  is  of  small,  med- 
ium or  moderately  large  size,  il 
is  of  velvet.  The  black  velvet  hat  is  by 
far  away  the  leader  and  all  the  other 
colors,  with  the  possible  exception  of 
pink  when  combined  with  black  for  the 
very  dressy  hat,  are  in  the  very  darkest 
of  Autumn  shades,  such  as  seal,  tete 
de  negro,  beetroot  or  Burgundy,  Russian 
°reen  and  very  deep  purple.  Tt  is  the 
black  hat,  however,  thai  is  almost  over- 
whelmingly in  evidence  and  it  is  trimmed 
with  tinsel,  either  gold  or  silver.  Small 
military  turbans  and  sailors  with  soft 
crowns  and  brims  varying  in  size  from 
the  very  narrow  to  the  very  wide  por- 
trait models,  are  the  two  leaders.  Black 
velvet  hats  are  trimmed  with  tinsel 
cords,  tinsel  cloths,  braids  and  flowers. 
Tricorne  shapes  approach  very  nearlv  to 
the  turbans  and  are  very  numerous. 

The  development  is  coming  in  styles 
that  have  a  military  turn,  and  the  new 
ideas  are  taken  from  the  caps  worn  by 
the  British,  French,  Belgian  and  Rus- 
sian soldiers.  Even  the  big  admiral's  hat 
has  been  copied  into  very  becoming  tri- 
eorne  models. 

Tn  band-blocked  hats  the  velvet  hat  is 
sellirn;  to  the  almosi  practical  exclu- 
sion of  all  other  materials.  Plush  may 
come  later,  but  it  will  not  be  until  the 
velvet  hat  is  no  longer  obtainable.  A 
fVu  French  hats  have  been  shown,  but 
so  far  very  little  interest  has  been  taken 
in  them,  although  this  does  not  prove 
that  developments  in  this  direction  will 
not  come  another  season. 
Fur  and  Fur  Trimmed  for  Winter. 
Pur  and  i'ii i-  i  rimmed  hats  arc  strong- 
ly indicated  for  the  mid  Winter  season. 
These   promise   I"   be   soft    and    cap-like 

••'ml  si Id  take  well,  besides  being  very 

« arm  and  cozv  they  ha\  e  a  greal  deal 
of  smartness  about  them.  Black  velvet 
is  fashionable  combined  with  filch,  er- 
mine and  kolinsky,  and  with  (lowers  and 
gold  lace.    Monkey  fur  is  the  noveltv  of 


the  moment  and  is  used  for  trimming 
-owns  as  well  as  millinery.  Other  furs 
that  promise  to  be  prominent  are  skunk, 
opossum,  fox  and  coney.  These  will  be 
used  largely  in  inch  and  inch  and  a  half 
bands.  A  very  glossy  caracul  fabric  in 
brown,  taupe,  bronze  and  navy  promises 
to  be  very  much  used  later.  This  fabric 
also  comes  in  black. 

Ostrich    trimmings    and    fancies    have 


MILITARY  TYPES  STRONG. 

A    military  toque   of  black  velvet,  white 
cord  ribbon  and  ermine. 

■  lined  ground  since  the  openings  and 
give  promise  of  being  the  leading  fea- 
ther effects  of  the  season.  Ostrich 
fringes  and  hands  are  laid  flat  upon  the 
upper  brims  of  the  large  hats,  and  equal- 
ly fashionable  are  the  shorl  thick  French 
plumes,  small  tips,  pompoms  and  other 
fancies.  Burn!  and  glycorinod  effects  in 
Stickups    are    strong,    and    they    are    used 

singly  for  the  odd  trimming  effects  thai 
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stick  out  in  all  directions  from  some  of 
the  new  models.  Imitation  paradise  ef- 
fects, and  aigrette  effects  in  Imitation 
of  cross  and  wheel,  hackle  in  bands  and 
pompoms  and  combined  with  stickups 
and  coque  in  the  form  of  various  fancies 
are  all  good.  Pheasant  and  other  feath- 
ers are  showing  in  the  new  chinchilla 
effect.  Besides  black  the  dark  shades 
already  indicated  are  the  ones  selling, 
and  besides  fancies  in  peac  ck  blue,  mid- 
green  and  bronze  brown  and  green  shades 
are  selling. 

As  the  season  advances  more  is  heard 
of  flowers.  Large  flat  pansies  and  pop- 
pies in  deep  reds,  blues  and  purple  have 
the  call.  These  large  flowers  come  in 
tinsel,  and  there  are  clusters  and  wreaths 
of  small  roses  and  single  flowers.  One 
of  the  late  novelties  appears  in  the  form 
of  flowers  made  of  tinsel  and  fur.  Small 
velvet  roses  are  also  shown  made  up 
into   clusters    with   marabout. 

So  lonQ-  as  paradise  and  osprey  are 
obtainable  they  will  sell  to  the  trade 
that  can  pay  the  price.  Paradise  emiies 
in  natural  colors  in  side  effects  as  well 
as  dyed  in  smoke  greys,  black  and  deep 
browns.  The  head  is  very  little  used. 
and  there  is  little  call  for  fancy  branch- 
ings. 

Among  novelties  are  bird  effects,  some- 
times with  wings  in-  tighl  folded  high- 
tail effects  made  of  tinsel  cords  or  braids, 
or  of  jet  plates,  or  beads  or  metal  bands. 
Military  ideas  have  opened  a  way  for  the 
use  of  braids  and  passementerie  fro^s 
as  well  as  narrow  heavi   corded  ribbons. 

-@— 

LARGE  AND  SMALL  HATS. 
Both  large  and  small  hats  are  to  be 
equally  the  correct  thing.  The  large  hats 
have  wide  and  perfectly  llaf  brims  and 
are  mostly  composed  of  black  velvet  and 
have  black  ostrich  feather  trimming. 
Maria  Guy's  hats  are  quite  small  affairs. 
something  Napoleonic  in  style  or  shape 
and  with  a  chic  little  how  on  the  right 
side  of  the  brim. 


MILLINERY 
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Tailored  $5.00  Fiskhats 


Ml  151 


MII63 


M  826 


M  1421 


AA  1414 


M  113 


MI390 


D.  B.  FISK  &  CO. 
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Some   Hats   Seen   at   the    Retail   Openings 

The  Great  Popularity  of  the  Black  Hat  Leads  to  the  Production 
of  Striking  Models  in  Color — The  Sailor  is  Taking  on  Gainsbor- 
ough Lines  and  The  Majority  of  Dress  Hats  Conic  in  Wide  Brim- 
med Sailor  Shapes. 


THE  LATEST  DRESS  SA ILOK. 


T;1 


Sailors  are  the  dress  hats  this  season, 
and  are  taking  on  Duchess  of  Devonshire 
lines.  This  is  a  Georgette  model  imported 
by  Kinzman,  New  York. 


iHERE  are  so  many  black  vel\  t 
hats  that  when  the  milliner  wishes 
to  show  something  different  she 
resorts  to  color.  Therefore  there  are 
many  striking  models  in  various  colors 
now  making  their  appearance  in  the  high 
class  stores  and  large  millinery  depart- 
ments, a  description  of  which  should 
prove  useful  to  the  out  of  town  milliner. 

One  recent  medium  sized  model  has  a 
soft  crown  and  a  close  drooping  brim 
and  both  crown  and  underhrim  were  of 
military  blue  satin.  The  upper  brim 
was  faced  with  tan  velvet  finishing  in 
prints  around  the  crown,  and  between 
each  point  was  placed  a  silver  rose.  An- 
other hat  of  navy  blue  velvet  had  a  sofl 
crown  and  a  narrow  rolled  brim. 

Around  the  crown  was  a  band  of 
narrow  silver  ribbon  with  a  bow  in 
front,  and  a  mount  of  blue  ostrich  at  the 
back.  Putty-colored  velvet,  draped, 
formed  the  crown  of  a  toque  that  had  a 
(lose  brim  of  black  fox  fur.  The  velvet 
ribbon  was  drawn  up  into  a  looped  bow 
at  the  back  of  the  crown.  Several  hats 
of  fine  French  felt  have  been  noticed 
recently.   There  are  mostly  sailor  shapes; 


<.ne  with  wide,  somewhat  rolling  brim 
was  of  white  felt  nnderfaced  with  black 

satin.  On  the  upper  brim  was  laid  a 
flat  band  of  white  breast  extending  into 
a  wing,  pointing  backwards  on  the  right 
side. 

A  very  striking  white  sailor  had  a 
narrow  black  silk  ribbon  placed  rig  ' 
across  the  crown  and  ending  with  a  b<>\» 
,il  the  same  at  the  right  side.  Just  below 
this  bow,  flat  on  the  brim,  was  a  bow  of 
black  ostrich.  Many  of  the  new  toques 
are  diamond  or  square,  and  square 
crowns  are  seen  on  broad-brimmed  hat-. 
One  of  these  hats  of  beetroot  velvet 
with  square  crown  and  large  flat  brim 
is  trimmed  with  tips  exactly  matching 
lying  flat  on  the  upper  brim  and  between 
the  tips  are  bunches  <>f  iridescent 
daisies. 

A  dres.-  hat  of  pink  crepe  de  chine 
has  a  broad  brim  verging  on  the  (Gains- 
borough, and  a  medium  high  square 
crown.  Around  the  crown  is  a  band  of 
kolinsky  and  above  this  band  a  wreath 
of  pink  roses  and  daisies  on  the  right 
side,   while   it   is  below   on   the  left. 

Another  laru'e  sailor  is  of  silver  metal 


VELVET   SHAPES 

$15  Doz. 

ALL   LATEST  BLOCKS 

Thi'  number  illustrated  represents  our  line  of  smart, 
erect,  pile  Velvet  shapes  in  the  latest  blocks.  Splen- 
did two-piece  hats  with  excellent  finish  and  work- 
manship. Come  in  black,  navy,  brown.  Alice,  taupe 
— all  the  best  selling  styles.  Copies  of  hand-blocked 
models. 

$15  Doz. 

Same  styles  in   Zibeline  plush,  $18  doz. 
Send  for  Assortment. 

B.  J.  KRAFT 

Manufacturer   of    Ladies'   Hats 

111-113  BleecWer  St..     -     NEW  YORK 


We  can  supply  your  require- 


ments in 


Ostrich  Feather 

Novelties  and 
Fancy  Feathers 


PROMPT 
SERVICE 


EXCELLENT 
V  A  L  U  E  S 


We  specialize  in  all  kinds  of  ostrich  feather  novel- 
ties and  fancy  feathers.  To  see  and  compare  them 
with  others  is  to  appreciate  the  excellence  of  our 
values.  Quality  and  workmanship  is  of  a  high 
standard.    Write  for  sample  range. 

JOSEPH  LEONE  JR. 

314  NOTRE  DAME  ST.  W. 
Montreal 


MILLINERY 
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lace  with  a  soft  round  crown  and  broad 
brim.  The  frown  is  lined  with  pink 
charmeuse  and  there  is  a  halo  of  the 
same  under  the  brim.  At  the  base  of  the 
crown  is  a  thick  cord  of  the  charmeuse 
veiled  with  lace,  and  on  the  right  side 
front  are  four  small  tips  with  black  vel- 
vet roses  in  their  centre. 

® 


LIGHTING  WINDOWS   TO    CATCH 
CROWDS. 

(Continued  from  page  38.) 
there  are  few  passers.  In  this  connec- 
tion it  is  well  to  remember  that  the 
"movie"  habit  which  holds  the  people 
in  its  grip  gives  the  merchant  an  oppor- 
tunity to  let  his  windows  work  another 
hour  at  night.  Lights  in  most  cities 
should  not  be  extinguished  until  eleven 
o'clock,  when  the  theatre  crowds  have 
passed.  The  saving  of  current  from  10 
or  10.30  to  11  is  economizing  at  the 
wrong  end. 
A  window  of  this  kind  is  hard   to  light 


HATS  OFF  TO  THE  WEST! 

Through  an  error  in  tabulation  of  the 
numbers  assigned  to  the  entries  for  the 
card  writing  competition,  the  first  prize 
card  in  class  1  was  credited  to  James 
Jervis,  Ottawa.  Instead  of  Mr.  Jervis, 
the  writer  of  the  winning  card  was  Gor- 
don Munroe,  of  Brown's,  Limited,  Port- 
age la  Prairie,  Man.  Once  again  the 
East  must  take  off  its  hat  to  the  West. 


properly,  because  the  light  must  be 
thrown  practically  straight  down  and 
falling  mainly  on  top  of  the  merchandise 
shown.  In  the  windows  shown,  the  re- 
flector throws  the  light  in  such  a  way 
that  an  even  illumination  of  the  display 
results.  The  open  portion  above  the 
background  detracts  from  the  appear- 
ance of  these  windows,  because  it  allows 
a  view  of  the  interior  and  interior  light 
ing  fixtures.  These,  when  lighted,  dis- 
tract the  attention  of  the  passer,  and  so 
weaken  the  effect  of  the  shop  window. 


A  PROFIT-SHARING   PLAN. 

Charles  H.  Reed,  general  manager  of 
the  James  Ramsey  departmental  store, 
Edmonton,  Alta.,  announces  the  dis- 
bursement of  $7,438  in  semi-annual 
bonuses  to  the  department  managers  and 
employees  who  have  been  in  the  employ 
of  the  establishment  continuously  for  a 
year. 

Under  this  arrangement,  each  depart- 
ment manager's  bonus  is  determined  by 
the  profit  shown  in  his  department, 
while  the  bonus  of  clerks,  drivers  and 
other  employees  is  arrived  at  by  a  divis- 
ion of  a  percentage  of  the  net  profit  of 
the  entire  establishment  in  proportion 
to  the  salaries  received.  Thus  a  clerk 
receiving  $20  a  week  would  receive  twice 
as  much  as  the  one  receiving  $10  a 
week. 

For  the  six-month  period  just  closed 
the  amount  of  the  bonuses  for  the  rank 
and  file  was  equal  in  each  instance  to  a 
month  's    salarv. 


Canadian  Store  Starts  School  of   Dressmaking 

Customers  Are  Provided  with  Serving  Machines  in  the  Store, 
and  a  Demonstrator  is  on  Hand  to  Overlook  Them — Plan  Might 
be  Adopted  in  Many  Stores  on  Somewhat  Smaller  Scale. 


REALIZING  the  necessity  for  strict 
economy  in  many  homes  this  Fall, 
and  knowing  that  because  the  cost 
of  making  up  materials  into  dresses, 
suits  and  other  garments  will  result  in 
many,  women  making  their  old  garments 
do  duty  for  another  season,  the  T.  Eaton 
Co.  are  opening  up  a  "dressmaking 
school"  in  their  Toronto  store.  The  firm 
is  employing  a  very  competent  demons- 
trator who  will  advise  the  customer  and 
help  with  any  dressmaking  she  may  wish 
to  do.  The  pupil  will  be  given  free  les- 
sons in  cutting  and  fitting  garments 
either  for  her  own  or  her  children's  use. 
The  demonstrator  will  show  the  proper 
manner  in  which  patterns  should  be 
used.  All  demonstrating  is  free  and 
sewing  machines  will  also  be  provided 
free. 

Doubtless  the  big  success  as  a  business 
builder  that  has  attended  the  giving  of 
lessons  free  in  the  "art  needle  work" 
department  has  been  borne  in  mind  in 
the  starting  of  this  enterprise.  And  the 
fact  that  so  many  merchants  throughout 
the  country  have  had  a  like  success  when 
duplicating  the  same  will  predispose 
them  to  give  the  newer  idea  a  trial. 

There  is  a  spirit  of  individuality 
abroad  in  women's  dress  to-day  that  is 
highly  favorable  to  the  success  of  any 
teaching  scheme  that  allows  the  woman 
to  save  by  doing  the  work  of  making  her- 


self and  thus  cutting  down  her  bills  for 
dress  fully  one-half,  for  fully  one-half 
and  often  over  half  of  t he  money  spent 
on  dress  goes  for  making.  Therefore  the 
woman  who  makes  her  own  dresses,  etc., 
makes  a  saving  that  is  very  much  worth 
while.  This  is  the  inducement  held  out 
to  the  customer.  The  merchant  makes 
his  gain  out  of  the  increase  in  sales  in 
many  departments  and  the  assurance 
that  the  goods  are  bought  in  his  store. 

Space  and  machines  are  easily  pro- 
vided but  the  successful  working  out  of 
the  idea  depends  almost  wholly  upon  the 
wise  choice  of  a  demonstrator.  Your 
demonstrator  cannot  be  too  carefully 
chosen.  She  must  have  both  the  requis- 
ite knowledge  and  she  must  be  able  to 
teach  acceptably.  She  must  also  have  a 
nice  manner;  an  even  temper  and  lots  of 
patience.  Women  of  this  class  usually 
command  good  salaries  in  business  life, 
therefore  the  merchant  must  be  prepared 
to  pay  a  good  price  for  his  demonstrator. 
Also  he  must  be  prepared  to  keep  a 
strict  eye  upon  the  classes  to  prevent 
any  trouble  occurring  that  might  reflect 
upon  the  store. 

With  the  providing  of  the  demonstra- 
tor the  machines  and  space  and  keeping 
a  general  supervision  over  the  proceed- 
ings, the  responsibility  of  the  merchant 
ends.  Apart  from  the  advertising  the 
store  obtains  the  very  real  advantage  by 
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the  stimulating  of  sales  in  nearly  every 
department.  The  proviso  is  made  that 
the  materials  used  must  be  bought  in  the 
stoic  though  in  cases  where  special  trim- 
minus  do  not  match  there  will  have  to  be 
some  modification  here.  If  your  demon- 
strator has  the  situation  well  in  hand 
there  will  be  little  trouble  from  this 
source. 

Naturally  the  merchant  will  want  to 
know  the  extent  of  selling  resulting  from 
his  dressmaking  school,  therefore  some 
special  means  of  keeping  track  of  the 
materials  sold  to  women  making  use  of 
the  instruction  you  are  giving  should  be 
provided.  A  printed  or  typewritten  form 
which  gives  both  the  name  of  the  pur- 
chaser and  the  amount  and  date  of  pur- 
chase would  be  best.  This  could  be  filed 
and  dealt  with  as  best  suited  to  the  of- 
fice facilities  of  the  store. 

The  question  of  hours,  and  as  to 
whether  the  demonstrator  should  give 
her  full  time  would  also  be  matters  for 
each  store  to  consider  from  the  view- 
point of  its  own  needs.  Some  stores 
would,  like  the  T.  Eaton  Co.,  keep  their 
dressmaking  school  open  each  and  every- 
day of  the  week.  Others  only  half-day 
or  possibly  only  two  or  three  days  each 
week.  In  any  case  the  sessions  will  have 
to  be  continuous  as  there  is  consider- 
able labor  attached  to  dressmaking  and 
dressmaking   takes    time. 


KNITTED  GOODS 
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Here  One  Firm  Bought  Hosiery  Supply  for  1915 

Situation  for  Summer  of  1915  Clearly  Defined — Silks  as  Usual 
FYom.  [Tinted  States  and  Canada — Cashmeres  From  England — 
Lisles  and  Cottons  From  All  Three  Countries — Some  Slight  Dif- 
ference in  Gauges  of  Latter  and  Slightly  Higher  Prices — Substi- 
tutes for  ( Herman  Goods. 

Written   by   a  Buyer  for  a   Large  Canadian  House  After  Completing  Stocks  for  1915. 


TI1K  hoisery  trade,  temporarily 
stunned  by  the  declaration  of  war 
and  the  prospects  of  all  imports  of 
German  lisle  and  cotton  linos  being  cut 
off  for  next  season  at  least,  quickly  re- 
vived upon  an  investigation  of  the  re- 
sources  of  the  manufacturers  of  Canada, 
the  Tinted  States  and  Great  Britain,  and 
to-day  we  find  that  practically  every- 
thing in  the  way  of  apprehension  as  re- 
gards the  situation  for  the  Spring  and 
Summer  of  1915  has  been  dispelled.  Ger- 
man goods  are  out  of  the  question;  the 
manufacturers  of  other  countries  are 
getting  the  benefit.  The  trade  will  find 
some  difference  in  prices  for  some  lines 
hut  the  changes  will  not  be  material;  the 
general  public  will  probably  never  know 
the  difference  either  with  regard  to  the 

g Is  or  the  materials. 

Reproducing  Dyes 
The  only  feature  of  the  situation  which 
is  not  definitely  outlined  at  present  is 
with  regard  to  dyes.  Orders  have  been 
placed  to  cover  different  ranges  of  col- 
ors, but  they  may  have  to  be  changed 
when  the  time  to  deliver  comes.  In 
England  and  in  the  United  States  and 
to  a  lesser  extent  in  Canada  experiments 
are  being  conducted  with  th'e  end  in  view 
of  reproducing  the  dyes  which  have  done 
so  much  in  advance  the  German  hoisery. 
Already  there  has  been  u  measure  of 
success  and  the  manufacturers  are  con- 
fident   that    when    the    time    ( tes   they 

will  lie  able  In  make  a   sal  isl'acl  on    show 

ing.  The  dye  problem  may  have  the  ef- 
I'eH  of  forcing  white  as  a  stronger  line 
but  this  should  no!  be  very  difficult  as 
white    would    have   been    a    very    strong 

I' . ■ : 1 1  me  of  the   lines   for  ne\l    J  ear  in  any 

event.  It  will  be  surprising  if  ii  dues 
nut  develop  thai  German  dye  secrets 
are    known    in    this    country    now    thai 


l  here  is  an  opportunity  to  make  use  of 
them.  However,  there  are  still  ship- 
ments of  dyes  coming  from  Germany 
and  the  situation  is  not  serious  for  the 
time  being. 

Black  and  White. 

Before  the  war  broke  out  it  had  been 
practically  decided  that  1915  was  to  be 
a  black  and  white  season.  Besides  the 
plain  colors  which  are  always  strong, 
the  fancy  lines  were  running  to  black 
and  white  combinations.  white  with 
black  clocks  and  black  with  white 
(docks    and    other    contrast    patterns    of 


Brush    sweater    coal    with    trimming    which 
promises   i"  be  stronger  this  winter  than   for 
-  ime  j  ears  past. 
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the  two  colors.  Black  and  white  checks 
were  indicated  for  a  strong  run  but  this 
was  a  German  idea  and  will  probably 
have  to  be  dispensed  with.  As  for  the 
high  colors  the  outlook  is  that  there  will 
be  plenty  to  supply  the  demand,  for  buy- 
ing of  these  lines  would  have  been  light 
in  any  event  and  many  of  the  big  stocks 
will  carry  only  a  sufficient  proportion  to 
cover  the  range  and  make  a  showing. 

Seamless  Hoisery. 

One  of  the  tendencies  that  will  be  en- 
couraged by  the  closing  of  the  German 
market  will  be  the  introduction  of  seam- 
less hosiery  in  the  cheaper  lines.  Cana- 
dian and  American  makers  have  been 
getting  away  from  the  seamed  stocking 
and  Germany  was  naturally  taking  the 
same  course,  but  the  proportion  of  this 
kind  of  hosiery  will  be  reduced  as  the 
result  of  the  cutting  off  of  Germany's 
supplies. 

Difference  in  Lisles  and  Cottons. 

It  will  he  in  the  lisles  and  the  cottons 
that  there  will  be  a  difference  as  to  both 
the  goods  themselves  and  the  prices,  but 
after  all  the  difference  will  not  be  so 
material.  Manufacturers  will  endeavor 
so  far  as  possible  to  duplicate  the  gauge 
of  the  German  machines,  and  as  for  the 
price,  after  the  goods  have  passed 
through  the  hands  of  the  wholesaler, 
there  will  he  a  division  of  the  inn 
In  fad  it  is  prettj  safe  to  assume  that 
competition  will  he  such  that  profits  will 
he  nit  close  for  tin-  time  being  at  least. 

With  regard  t>>  many  of  the  lines. 
manufacturers  on  this  side  of  the  At- 
lantic  have  been  steadily  improving  their 
position  in  relation  to  the  trade  and  in 
any  event  would  have  made  a  strong  bid 
lor  a  big  share  of  the  Summer  hoisery 
business. 
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We  Make  Combinations 


a  Specialty 
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L^^EXSURE   Y 


OUR    B'USINESSI  WITH   THIS   TRADE-MARK 


Girls'  Combinations 


The  Highest  Type  of 

SUMMER  UNDERWEAR 

For  MEN,  WOMEN  and  CHILDREN 

Made  by  Harvey  Knitting  Company,  Limited, 
Woodstock,  Ontario,  under  the  management 
of  K.  Harvey,  pioneer  manufacturer  of 
Fine  Ribbed  Goods  in  Canada,  and  founder 
of     the     famous     goods     made     in     Woodstock. 

MAKERS    OF 

Summer  Vests,  Drawers 

and  Combinations 

and  Knickers 


Cotton,   Lisle,   Mercerised  and 
Sea   Island   Yarns 


Ladies'    Fine     Swiss    Ribbed 
Lisle   Vests 


AIRYWEAR 


The     very     newest     Knit     Fabric.       Five     times 

more  porous  than  ordinary  knit   cloth. 

Over  a  million   pores  are  in   an 

average  Union   Suit . 

We   are   the   only  makers   in   Canada 
of  this  FABRIC. 

Our  lines   are   sold   direct   to   the   Retail   Trade. 


Wait   for   our   Representatives    with   the 

HARVEY  BRAND 
OF  KNIT  GOODS 

Tlie   range   for   1915   is   the  finest  ever  shown  in  Canada. 


AGENTS:  British  Columbia  and  Alberta— H.  F.  Lang. 
G01  Welton  Bldg.,  Vancouver.  Manitoba  and  Saskat- 
chewan— Harvey  Bros.,  313  Port  St.,  Winnipeg.  Ontario 
—J.  E.  MeClung,  33  Melinda  St.,  Toronto.  Quebec— 
P.  DeGrucby  &  Son,  207  St.  James  Street,  Montreal. 
Maritime   Provinces — P.   S.   White,   St.   Stephen,   N.B. 


'S'    Porous    ILET 
Combination 


tallies'     Porous    ILET 
Combinations 
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Cashmeres  are  expected  as  usual  from 
England  and  supplies  are  assured  so  far 
as  assurance  can  be  given  under  the  ex- 
isting conditions.  There  will  not  be  any 
material  changes  in  prices  except  in  so 
tar  as  the  relation  of  I  lie  cost  of  the  raw 
mat  dial  hears  to  the  finished  article. 

Canada  and  the  United  States  will 
supply  the  lisle  and  cotton  lines  and 
there  will  be  some  price  advances.  Eng- 
land will  also  play  a  part  in  supplying 
the  lisle  stockings,  for  the  manufacturers 
over  there  have  not  been  slow  in  grasp- 
ing the  significance  of  the  situation. 

Silks  will  not  be  interfered  with  either 
as  regards  supplies  or  prices.  Practic- 
ally all  of  these  lines  were  manufactured 
in   America,  and  there  will  also  be  some 


French  hosier]  available  to  complete  the 

line. 

The  situation  regarding  men's  hosiery 

is  even  more  clearly  defined,  tor  the 
making  of  socks  had  advanced  compara- 
tively further  both  in  Canada  and  the 
United  States. 

Colors  are  all  quiet.  White  will  be  a 
strong  line  again  from  the  present  out- 
look, and  this  will  be  a  good  feature  if 
the  difficulty  regarding  dyes  should  con- 
tinue. In  addition  to  the  plain  blacks, 
there  will  also  be  tans  and  greys  in 
plain  shades.  To  these  might  be  added 
some  purples,  royal  blues  and  a  new 
Palm  Beach  grey,  but  there  will  be  prac- 
tically nothing  in  the  way  of  loud  colors 
or   fancy   color   combinations. 


Here's  An  Outlet ! 

For  those  manufacturers,  wholesalers 
and  retail  merchants  who  are  too  heavily 
stocked  with  sweaters  and  sweater 
coats  an  announcement  in  this  issue  of 
a  firm  of  London,  Eng.,  agents,  is  likely 
to  prove  profitable,  and  The  Review  draws 
attention  to  it  as  an  exceptional  case- 
The  British  War  Office  wants  hundreds 
of  thousands  of  sweaters  and  sweater 
coats,  and  is  looking  to  Canada  for  a 
large  supply.  Samples  and  other  in- 
formation should  be  sent  to  the  British 
firm. 


Summer   Underwear    Lines  as   Usual   for    1915 

Practically  All  Lines  Can  Be  Supplied  by  Canada  and  Competition 
May  Make  Prices  a  Trifle  Lower  If  Anything — Bulk  of  Orders 
Now  Placed— Men  Will  Wear  Little  But  White  Garments— Com- 
bination Suits  Ever  Gaining  in  Popularity. 

The  Buyer  of  a  Large  Canadian   Wholesale  House  Comments  mi  the  Underwear  situation. 


THE  war  has  made  practically  no 
change  in  the  situation  as  regards 
the  Summer  campaign  of  1915. 
Orders  have  been  placed  for  the  Summer 
lines  on  the  usual  basis,  and  there  is  no 
material  change  as  regards  either  the 
prices  or  the  styles.  Deliveries  should 
be  made  as  usual. 

Summer  underwear  for  Canadians  is 
largely  a  Canadian  product,  and  this  ap- 
plies to  the  lines  for  both  men  and 
women.  There  are  some  imports  from 
the  United  States  and  from  abroad,  but 
they  do  not  figure  stronger  than  novel- 
ties in  relation  to  the  general  situation. 
The  great  majority  of  the  raw  materials 
are  available  from  American  sources, 
and  will  not  be  affected  by  the  war. 
Prices  are  unchanged  generally.  On 
many  of  the  home  products,  in  fact, 
there  is  a  tendency  towards  easier  quota- 
tions, which  is  the  result  of  the  keen 
competition  for  business  with  the  pros- 
pects for  small  consumption.  Some  of 
the  lines  manufactured  of  wool  have  ad- 
vanced slightly  with  the  advance  in  the 
price  of  the  raw  material — but  it  need 
not  be  explained  here  that  the  propor- 
tion of  woollen  underwear  for  the  hot 
went  her  season  is  so  small  as  to  hardly 
prove  an  influence  in  the  general  situa- 
tion. 

The  stocks  which  are  being  bought  in- 
dicate strongly  that  colors  in  underwear 
for  Summer  are  getting  very  much 
weaker.      The    pinks    ami    the    blues,    the 

t;ms  and  the  oilier  shades  have  prac- 
tically all  disappeared.  "White  is  the 
general  predominating  note,  and  there  i- 
little  else  to  be  seen. 


More  than  ever  is  the  popularity  of 
the  combination  suit  proven.  The  de- 
mand for  the  two-piece  suit  is  getting 
weaker  all  the  time.  There  are  three 
times   the   number  of   combinations   sold 


POSING   IN   SWEATERS. 

A  Pennsylvania  manufacturer 
in  order  to  increase  the  demand 
for  knit  goods  is  trying  to  educate 
the  New  York  public  by  attractive 
exhibitions  in  Gimbel's  store.  It 
is  significant  that  this  exhibit  is 
worked  out  along  fashion  lines 
rather  than  the  mere  practical 
uses  of  the  sweater,  indicating  the 
strength  of  the  fashion  tendency 
as  observed  in  The  Review  in  its 
Knit  Goods  number.  This  in- 
creases the  chances  for  sales.  A 
beautiful  pupil  of  Annette  Keller- 
man  is  making  daily  poses  on 
Gimbel's  main  floor  in  an  enor- 
mous gilt  picture  frame  heavily 
draped  with  velour  curtains,  bril- 
liantly lighted.  The  curtains  part 
and  display  the  model  accompanied 
by  "Ohs"  and  "Ahs"  of  the  audi- 
ence. The  show  exhibits  the  tennis 
girl,  the  golfer,  the  equestrienne, 
the  motor  girl,  the  yacht  maid,  the 
strolling  lady  and  milady-of-fa- 
shion,  the  latter  showing  the  model 
in  full  evening  dress  wearing  an 
old  rose  colored  knitted  cape, 
which  is  thrown  off  quickly  in  the 
opera. 


in  the  men's  lines  that  there  were  a 
couple  of  years  ago.  A  tew  years  hence 
ami  the  old-fashioned  garment  will  have 
disappeared.  It  will  have  to  go  just  as 
soon  as  tlie  prejudices  of  the  old-fash- 
ioned people  have  been  overcome. 

The  Balbriggans  still  cover  the  hulk  of 
l  he  Canadian  trade.  There  is  getting  to 
he  a  call  in  the  cities  for  the  different 
porous  knit  materials,  and  a  limited  de- 
mand also  tor  the  loose  nainsook  gar- 
ments, hut  for  the  most  part  the  Bal- 
briggan  undergarment  seems  to  meet  the 
Canadian  idea  of  Summer  underwear. 
For  the  real  hot  weather  the  nainsook 
is  more  comfortable,  but  there  is  not 
enough  of  this  weather  in  Canada  as  a 
usual   thing   to  create  a  general  demand. 

There  is  a  stronger  popularity  being 
shown,  however,  for  the  shorter  arms 
and  sleeves  and  a  three-quarter  length 
is  having  a  good  sale. 

Looking  a  year  ahead,  the  situation  is 
not  so  clear,  and  it  is  just  beginning  to 
have  the  consideration  of  the  big  buying 
houses.  Here,  although  the  Canadian 
manufacturers  supply  the  bulk  of  the 
trade,  there  are  a  number  of  lines  of 
garments  which  are  imported  from 
Greal  Britain.  These  are  expected  to 
come  forward  as  usual,  but  it  is  yet  too 
far  in  the  uncertain  future  to  speak  de- 
tiniteh   in  the  face  of  such  a  situation 

as   exists.      Already    there    is   a    tendency 

for  higher  prices  for  woollen  materials 
as  the  result  of  the  increase  in  the  cost 
of  the  raw  material,  but  there  may  be 
man]  developments  in  the  next  few 
months  which  no  one  can  foresee  at  the 
moment , 
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Sweaters  & 
Sweater  Coats 

Wanted 

for  military  purposes 

(ANY   QUANTITY) 


It  is  urgent  that  manu- 
facturers, jobbers  and 
stores  mail  samples  of 
sweaters  and  sweater 
coats  suitable  for 
military  purposes  to 

A.  Merchant  &  Co. 

15  NEW  UNION  ST.,  LONDON,  ENG. 

Send  copy  of  correspondence  to  A.    W.  MERCHANT, 
Manhattan  Hotel,  New  York 
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Stray 


Numb 
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Merchant's 
Protection 


Wearer's 
Guarantee 


Common  Sense  Fit 


You  have  learned  a  few  things 
about  the  quality  of  the  wool 
used  in  this  famous  underwear, 
about  the  quality  of  the  work 
manship  that  goes  into  it,  and 
now  we  want  to  draw  your  at- 
tention to  the  fit  —  the  real 
common  sense  fit.  These  gar- 
ments do  not  fit  just  where 
they  touch,  nor  yet  do  they  bind 
in  or  out  of  action.  They  fit 
perfectly,  always,  because  thej 
are  knit  to  fit,  and  stay  a  lit 
because  of  their  unshrinkable 
quality.  Humphreys  pleases  the 
men. 


Humphrey's  samples  for  1914-1915  are  worth 
getting  in   touch  with.       Ask   your   wholesaler. 

E.   H.  Walsh  &  Co.,  Toronto 

Selling  Agents  for  Quebec,  Ontario  and  Western  Canada 

Humphreys    Unshrinkable 
Underwear,  Limited 

Moncton,  N.B. 


"Better  Knit" 
Hosiery 

BETTER    KNIT  —  THAT'S     WHY 
IT  IS  THE   BEST  HOSIERY   FOR 


WORKING  MEN 


The  w.ir  lias  imi  Interfered  with  cur 
production  we  can  supply  your  present 
anil    future   needs. 

No  greater  values  in  heavy  wool 
hosiery  were  ever  offered  the 
Canadian  trade,  either  by  tot- 
eign  or  local  manufacturers 
than  we  are  able  to  give  as 
a  result  of  our  modern  facili- 
ties. 

With  operating  expenses  very 
lew    ami   excellent   wool-buying 

advantages  ;it  our  command. 
we  are  more  than  able  to  cope 
with    competition. 

Our  heavy  natural  grey  work- 
ing men's  *o\-  offer  .1  value  that 
is  seldom  seen  in  Eastern  or 
Western  1  'anada,  and  will  prove 
to  he  good  buying  hy  mer- 
cbants  who  take  care  of  this 
trade. 

It   will  pay  ymi  to  write  1    - 
day  for  our  1914-15  samples. 


Wallaceburg  Knitting  Co. 

WALLACEBURG,  ONT. 


UNDERWEAR  and 
KNITTED    GOODS 

being  chiefly 

BRITISH  MANUFACTURE 

we  are  receiving  shipments  regu- 
larly. Our  well-assorted  stocks 
enable  us  to  give  MAIL  ORDER 

IMMEDIATE  ATTENTION 

Keep  our  Catalogue  before  you,  it  will 
enable  you  to  make  sales  you  may  other- 
wise miss. 

Dr.  Jaeger's  S  System  SETS 

Head  Office  and  Warehouse : 
243  Bleury  Street,  MONTREAL 
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Of  course,  men  who  are 
particular,  demand  the 
style  and  fit  that  are  being 
studied  so  carefully  in  the 
production  of  Zimmer- 
knit  Closed  Crotch  Com- 
binations. If  the  proper 
size  is  determined  by  the 
Trunk  Measure,  buyers  of 
Zimmerknit  Underwear 
will  become  satisfied  cus- 
tomers of  your  store. 


Give  your 

customers   entire 

satisfaction 


This  FREE  88-inch  measure  and  this  system  of  TRUNK  Measure- 
ment will  ensure  a  comfortable  fit  of  the  combinations  you  sell. 

THIS  88-inch  measure  is  sent  free  to  owners  of  Men's  Wear 
Stores  and  their  clerks,  whether  Zimmerknit  Closed  Crotch 
Combinations  are  sold  or  not.  The  reason  is  that  it  is  for 
the  good  of  our  business  that  men  should  be  properly  fitted  when 
they  buy  combinations.  This  can  only  be  done  by  the  Trunk 
Measure  system,  which  consists  of  starting  the  tape  at  the 
shoulder,  down  the  front,  through  the  crotch  and  up  the  back  to 
the  starting  point.  On  the  Zimmerknit  measure,  which  is  made 
specially  long  for  the  purpose,  the  proper  size  to  sell  is  plainly 
printed.  It  can  be  seen  at  a  glance  whether  the  standard  sizes 
will  fit  or  not. 


Write  to-day  for  FREE 


Zimmerknit  Measure 


ZlMhltKNlT 

UNDERWEAR 


W.   K.   BEG(J,   Toronto, 

Agent  for 

The   Province   of  Ontario. 


A.   U.  McFARLANE,  Vancouver 

Agent    for    the 
Province  of  British  Columbia 


E.  H.  WALSH  &   CO.,  Toronto, 
Agents     for     Quebec.     Maritime 
Provinces,     Manitoba,     Sas- 
katchewan and  Alberta. 


The  Zimmerman   Manufacturing   Co., 


HAMILTON,  ONTARIO 
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Full  line  of  Balbrig- 
gan  and  Fine  Kibs  in 
Shirts,  Drawers  and 
Combinations,  includ- 
ing Cashmeres  and 
Merinos,  also  Bath- 
ing Suits,  Jerseys, 
for  Ladies  and 
Misses. 
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LADIES'  AND  CHILDREN'S 

COMBINATIONS,    SPENCERS    AND    BODICES 
THE  ASHFORD  UNDERWEAR  COMPANY,  LTD. 

ASHFORD,  KENT,   ENGLAND 

Manufacturers  of  Ladies'  and  Children's  plain  knitted  Merino,  Cotton  and 
Cashmere  plated  Underwear  for  Summer  or  Winter  wear. 
Will  be  glad  to  forward  special  sets  of  samples  for  comparison  to  Canadian 
Wholesale  Dry  Goods  Stores. 

Terms: — Carriage  Paid,  Duty  Free,  2V2%  Monthly 

Cash.    Special  Discount  allowed  on  Samples  if  kept. 

Wholesale  Only  Supplied. 


11  Have  you  something  to  buy  or  sell,  or  are  you  needing  some  experi- 
enced help?  If  so,  an  ad.  in  the  condensed  advertisement  column  of 
the  DRY  GOODS  REVIEW  will  carry  your  message  where  it  will 
be  read  in  nine-tenths  of  the  dry  goods  and  departmental  stores  through- 
out Canada.  You  can  reach  all  these  prospects  for  only  two  cents 
per  word  for  each  insertion. 
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Cultivate 
Your  Most 
Substantial 
Trade! 

Penmans  Limited,  -  Paris,  Ont. 


It  pays  to  eater  to  the  more  substantial  trade, 
such  as  the  family  provider  who  buys  for  several 
lads  the  make  of  underwear  he  has  found  to  be 
the  best. 

Penman's  Underwear,  being   satisfactory    at 
every  point,  gets  the  preference  with  the  better 
class   of   trade.     You   reap   the 
full  benefit  when  you  are  stocked 
up  and  ready  to  fill  this  demand. 


^mi'iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiii 
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Two  Top-Notchers  in  Boys'  Jerseys 

"BEAVER 
BRAND" 


REPRESENTATIVES  : 
T.  H.  Allice       -       -      British  Columbia 
Thompson  &  Henselwood      -       Alberta 
Thompson  &  Henselwood,  Saskatchewan 
F.  G.  Rumble        -       -       -       Manitoba 


We  have  a  plan  I  bo  well  equipped  ami 
organized  that  though  "Beaver  Brand" 
sales  are  fast  reaching  a  very  lii^ii  level, 
we  can  handle  the  demand  with  perfect 
satisfaction  to  both  our  patrons  and 
ourselves. 

We  will  be  pleased  to  submit  samples 
i  f  the  i  \\  o  lines  hi  re  shown  -boj  -' 
jerseys  in  pullover  and  butto 1  shoul- 
der styles,  sizes  22  to  32.    I  rices  range 

:u fding  to  size.  $8.50,  $9.  ?10.50,  $11  50, 

$12,   $12.50. 

Place  a  trial  order  ti>-<la>.  Prompt 
delivery   assured. 


R.  M.  Ballantyne, 
Limited 

Manufacturers  of 
Beaver  Brand  Knit  Goods 


^L 


H.  Cook      -  Northern  Ontario 

W.   Easson      \  „,  _ 

C.  B.  Heath    '       "     "     Western  Ontario 

J.  N.  Boyd, 373  Broadview  Ave.,  Toronto 


A.J.  Turnbull      -      -      Eastern  Ontario 

\V.  C.  Brown    |    ,„,  „       ,  u     i  i- 

lh  Beardmore  Building 
J.  E.  Patte         -  .»     .      , 

J  Montreal 

A.   Malo 


-,W/V////^////^V////^^^ 


Send  Us 
Your  Sorting  Orders 

We  are  in  a  position  to  handle  a 
limited  quantity  of  repeat  orders 
for  early  delivery  on 

KNITTED  SKIRTS,  TOQUES, 
GLOVES,     MITTS, 

HOSIERY,  CHILDREN'S  SUITS, 
MUFFLERS,  ETC. 

Orders  placed  with  us  will  receive 
prompt  and  careful  attention. 

AVON  HOSIERY  Limited 


RICHARD  L.  BAKER  &  CO. 

Sole   Representatives 
100  Wellington  St.  West 


Toronto 


//////////V/y///////y^^^^ 


TRADE* 


MADE  BY 
t»tGODERICH  KNITTING  CO 


BUY 

Maple  Leaf 
Brand    Hosiery 
It's  Made  in  Canada 

We  have  a  well-assorted  stock 
on  hand  and  can  fill  your 
requirements  on  short  notice. 
On  account  of  the  advance  in 
cost  and  transportation  of 
foreign  yarns,  we  cannot 
replace  our  present  stock  at 
same  price.  If  you  do  not 
want  to  be  disappointed 
Order  .A  ow. 

If  you  do  not  know  our  lines. 
*  write  for  samples  and  prices. 

Goderich  Knitting  Co.,  Limited 

GODKRICH  ONTARIO 
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!l  CANADIAN-MADE 

HOSIERY 


Push  These    Lines  That   Provide  Work 
for  Canadian   Employees   and    Capital 

Feature  your  Canadian-made  lines — especially  Cana- 
dian-made hosiery.  You  are  not  only  ensuring  more 
business  and  bigger  profits  bj  so  doing,  bui  you  are  help- 
ing Canadian  mills  to  keep  working  at  top  speed.  At 
the  same  time,  in  the  following  brands,  you  will  be  offer- 
ing your  customers  the  best  lines  of  hosiery  ma  le  to-day: 

"Little  Darling"  and  "Little  Daisy" 

Hosiery  for  Infants  and  Children 

Buster  Brown's  Stockings  for  Boys 

Buster  Brown's  Sister's  Stockings 

for  Girls 


Three  Eighties  Stockings  for  Ladies 

and  Misses 


Rock  Rib  Hosiery  for  Boys 
Hercules  Hosiery  for  Boys 
Princess  Stockings  for  Girls 


Marathon  Sox 

Pedestrian  Sox 

Silkoline  for  Men  and  Women 


Order  from  your  wholesaler 

®fje  Cf)tpman=J|olton  knitting  Co.,  Htmtteb 

largest  Rosier?  jHanufacturers  in  Canaba 

Hamilton  ■  -■  (Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 


Branch  Offices  : 
MONTREAL  AND   WINNIPEG 


EVERY  PAIR  OF 
BY  THIS 


^%> 


HOSE  PROTECTED 
TRADE-MARK 
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When  buying  Hosiery 
ask  for 

HAWLEYS 
HYGIENIC  BLACK 

There  is  no  better 
Dye  in  the  World. 

Every  Pair 

Warranted  Fast 
toAAfoshing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  Enplane/. 
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Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 


THE  HALL-MARK  OF 


Rejriitered  No.  262,005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost, 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descend! 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the    Leading 
Wholesale  Drv  Goods  Houses 
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Dr.  Nef  f  s  ^  Underwear 

all  that  a  man  could  ask  for 


the  perfect  crotch 
non-irritating  wool 
durability 

Dr.  Neffs  Pure  Wool  Underwear,  with 
the  perfect  one-piece  closed  crotch,  rep- 
resents a  state  of  perfection  in  combina- 
tion underwear  that  will  satisfy  your 
most  fastidious  customer.  This  pat- 
ented crotch,  used  exclusively  in  Dr. 
Neff's  Underwear,  is  built  for  comfort — 
it  does  not  bind  or  gape  when  worn  and 
facilitates  action  without  the  uncomfort- 
able drawing  sensation  so  common  in 
ordinary  union  suits. 

Then  again  the  pure  worsted  yarns  we 
use  go  through  a  special  process  that 
makes  each  suit  feel  as  soft  and  pleasant 
to  the  skin  as  the  down  of  the  eider. 
What  more  could  a  man  ask  for  in  a  suit 
of  underwear! 

Our  Fall  and  Winter  line  is  now  com- 
plete and  in  our  agents'  hands.  Samples 
sent  on  request. 


Thos.  Waterhouse  &  Co.,  Ltd. 

[NGERSOLL,   ONT. 

Mr.   W.    R.    Mosey,   Toronto,    agent   for  Ontario.       J.    \V.    Peck   &   Co.,    Winnipeg,   agents  for 
Manitoba,    Saskatchewan    and    Alberta.  Garneau,    1  til.,    Quebec,    agents    for    Quebec    and 

Maritime    Provinces.       J.   W.    Peck   &    Co.,   Vancouver,   agents   for   British    Columbia    and    Yukon 
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K  X  ITT  E  I)    GOODS 


Our   Large    National 
Advertising  Campaign 


is  now  in 
full  swing 
— it  tells 
the  Cana- 
dian Public 
all  about 
the  good 
qualities  of 


"CEETEE'* 

ALL  PURE  WOOL  -  GUARANTEED  UNSHRINKABLE 

■MHMHHHHB 


The  C.  Turnbull   Company  of  Gait,   Limited,   Gait,   Ontario 

Also  Manufacturers  of  Turnbull's  Rihled  Under  w^r  for  Lal.es  and  Children- ■" M"  BanJs  for  Infants,  and     'CEETEE"  Shaker  Knit  Sweater   Coat 

imcvi  yjgs»i«!»o>  w55«^*^  Q*?2^i^  u^^^^s  uBSt^™**^  £i£&^~^i  nSC^^s  T,Qr-"~  ^  fiSfe"«> 
Y<SH£^M  Ifonnp*]  Y^r^3!  ^fSSSp'M  Y<sOHt^M  y^Sk^  Y<3IIII>N  Y<!mn>^  T^Smn?^  V'SS^N  v^Snn 
^i  *i/»t «o°v I      VI^ST-i-l       xTrK^-i&l      \  "I?8-2??)*  I     \*("""0'vj      \.*<'»two<vj      \*«<>t«oov,        \'>">i«oo,  j     \^«7«o»,  I     \'k«!«i*f  j    \*'«j« 


v///////////////////////av///^^^^ 


Vou  can  assoc- 
iate your  store 
with  this  cam- 
paign and  get 
this  business  by 
displaying 
"  CEETEE " 
Underclothing 
in  your  win- 
dows. 


TIGER  BRAND  UNDERWEAR 


The 
Factory 


r'f 


* 


r? 


behind 

the 

goods 


rS'x 


■ 


During    ilic   whole    of    the   year,    our  plant    lias   been   operated  at    full   capacity.       We   are 

in    an    excellent    position    to    fill    repeat   orders  promptly. 

THE    GALT    KNITTING    CO.,  LIMITED 

Gait,  Ontario 


TIG^Q  BPAND 
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Keep  Sawing  Wood 


TYfAR  TALK  will  never 
**  bring  in  "green  backs"any 
more  than  sawing  wood  with 
the  back  of  the  saw  will  add 
fuel  to  your  winter's  supply. 

"Saw  Wood"  and  keep  your  trade-saw 
good  and  sharp  with  the  famous 

St.  George 
Woolnap  Underwear 

Add  to  your  underwear  profits  and  at 
the  same  time  build  up  a  solid  trade  for 
the  future.  Put  a  St.  George  Woolnap 
Underwear  window  in  to-day.  Show  it 
to  your  customers. 

The  underwear  will  do  the  rest. 
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Quite  Normal  at  Chatham      HQW    jg    BusineSS   in 


FROM  SPENCER  STONE.  LIMITED 
CHATHAM,  ONTARIO. 

ACKNOWLEDGING  your  letter  of  Sept.  25th,  we 
*~*may  say  tfaat  wt  find  business  in  this  vicinity 
quitt  inn  null.  We  have  not  noticed  that  the  war  has 
directly  affected  business  in  general  up  to  this  date, 
and  tht  only  reason  we  might  anticipate  a  slight  ,-, - 
duction  In  turnover  for  the  next  two  <>r  three  months 
would  be  on  account  of  the  general  feeling  of  re- 
trenchment all  along  I  he  line.  The  only  department 
which  has  not  kept  up  to  the  mark  with  us  has  I"  <  n 
ih.  House  Furnishing,  ami  this  of  course,  under 
present  circumstances,  is  easily  explainable. 


Careful  in  Buying 

FROM  THE  JOHN  ARMSTRONG  CO., 
BRIG  DEN,  ONTARIO. 

DERLYING  to  your  letter  of  the  25th  inst.,  our 
experience  is  that  business  is  not  as  good  at  pre- 
sent a»  it  was  fast  year.  There  has  not  been  any  serious 
fulling  off  of  sales,  but  our  customers  are  careful  in 
their  buying. 

Just  About  Normal  All  Round 

FROM  THE  JOHN  WHITE  CO..  LIMITED, 
WOODSTOCK.  ONTARIO. 

D  EPLY1NG  to  your  favor  of  Sept.  25th,  would  say 
*■  that  business  in  this  community,  we  think,  is  just 
about  normal,  all  round.  The  business  in  the  city,  of 
course,  must  be  affected,  owing  to  a  number  of  fac- 
tories closing. 

#        *        * 

Expecting  a  Fair  Trade 

FROM  R.  R.  DRYSDALE, 
LANARK.  ONTARIO. 

IN  answer  to  your  enquiry  re  business  in  this  section, 
I  would  state  that  it  is  beloiv  normal  since  war  was 
declared,  as  it  seemed  to  hare  stunned  evenjboil y,  but 
a  fair  trade  may  be  done  yet,  as  the  crops  were  good 
in  this  section  and  the  farmer  is  really  in  a  position 
to  buy  his  rei/uin  nn  nls. 


Will    be    Better   Than    1913 

FROM  STONEHOUSE,  McDOUGALL  &  MOORE. 
WALLAi  EBURG,  ONTARIO. 

\/OCR  inquiry  of  the  25th  to  hand.  Our  August 
business  ivas  about  10%  less  than  1913,  anil  our 
September  business  is  about  3%  less,  but  we  bar, 
every  prospect  of  more  than  making  this  up  before 
1st  January,  1915.  We  find  the  people  are  buying  as 
good  a  class  of  stuff  as  before,  in  addition  art  paying 
rush  for  same.  Our  farming  prospects  for  this  Full 
hml:  excellent  around  this  locality.  Tin  only  thing 
for  business  men  to  do  is  to  keep  up  spirits  and  saw 
wood  and  business  will  I"  allright. 


Favorable  Reports  Prom  a  Number  of 
Centres  in  Canada  Will  Tend  to  Stir  Up 
Feelings  of  .Many  Merchants  Who  Have 
Been  Inclined  to  I><-  Down-hearted. 

IN  this  issue  "The  Review"  presents  the  firsl  of  a 
series  of  report.*  from  dry  uood*  inn-chant*  in  all 
part*  of  Canada  covering  the  business  situation 
at  the  presenl  time.    These  replies  axe  !  eing  recei  ed 
in  response  t  i  the  following  enquiry : 

"I  [ow  do  you  find  business  in  your  community? 
"We  are  hearing  so  many  contradictory  reports 
that  we  are  asking  a  few  retailer*  in  different  sec- 
tions to  give  as  their  views  on  present  and  future 
business  conditions.  In  many  sections  the  wax 
has  not  affected  business  to  any  great  extent. 
Could  von  oblige  as  with  a  brief  report  in  your 
district?" 

What  will  be  regarded  a*  the  most  satisfactory 
factor  from  the  general  standpoint  is  the  uniform 
testimony  to  favorable  conditions  in  agricultural 
communities,  and  the  almost  uniform  continuance 
of  trade  in  cities,  towns  and  villages  dependent  there- 
on. Wherever  this  is  not  the  case  the  reason  assigned 
usually  contemplates  a  merely  temporary  holding 
back  from  purchasing  for  sentimental  reasons. 

In  the  cities  and  the  towns  whose  strongest  asset 
are  factory  employees,  a  lessened  volume  of  trade  is 
looked  for,  particularly  in  industries  where  iron  is  the 
product  of  manufacture,  a  line  that  is  the  first  to  feel 


Outlook  Encouraging 

FROM  TINDALE  BROS., 
ARTHUR,  ONTARIO. 

TN  reply  to  your  <  nquiry  of  the  26th  inst.,  wt  Pud 
*■  business,  gnu  rally  speaking,  in  our  community, 
much  lb'  sum'  as  in  former  years,  and  better  than 
in  some  when  no  war  existed  at  all. 

It  is  true  then  are  suspicions  and  forebodings  in 
some  quarters,  when  then  are  such  gigantic  battles 
being  fought  by  tht  nations,  such  wt  presume  as  our 
world  has  never  experienced  in  all  her  history,  awl 
it  seems  wt  cannot  help,  but  thest  will  exist. 

Our  trail,    chiefly  is  With   the  farming  cm  m  unity. 

and,  of  course,  is  not  affected  likt  tin  cities,  farm 
pro, luce  of  all  kinds  is  in  il<  ma  ml.  ami  at  much  im- 
provt  d  prices. 

Cm, ils  which  they  have  to  buy  an   not  materially 
advanced,  only  in  a  f,  w  instances.   We  think  the  out- 
look at  present  is  encouraging,  and  what  is  required 
in  Canada  now  is  cheerful  optimism,  patience,  p 
n  rauci    and  industry. 


September  All  Right 

FROM  WM.  GEDDES  CO., 
STRATHROY,  ONTARIO. 


A  Id  (ST   a    little 
S*  right 


slow.      Si  pt<  m  In  r    doing    all- 
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Your  Community?    Equally  as  Good  as  1913 

J  FROM    T     7?     TJW.T1TTTW.T> 


September  Found  Normal  b}r  Several;  1914 
As  Good  as  1913;  Farmers  in  Splendid 
Shape;  Encouraging;  Collections  Up;  Opti- 
mism, Patience,  Cheerfulness  and  Industry. 

any  tightening  up  in  financial  operations.  In  many 
other  lines,  however,  manufacturing  has  been  stimu- 
lated frequently  to  a  "day  and  night"  basis  by  hav- 
ing Government  contracts,  and- — of  more  permanent 
benefit  an  influx  of  orders  for  goods  where  the  Con- 
tinental source  of  supply  has  been  cut  off  on  account 
of  the  war. 

A  careful  reading  of  the  reports  so  far  received 
must  convince  the  merchants  that  they  are  on  the 
whole  surprisingly  hopeful.  It  is  not  an  empty  econ- 
omic theory  that  looks  to  the  condition  of  Canada's 
leading  industry,  agriculture,  to  determine  the  rela- 
tive business  situation  that  must  prevail,  for  there  is 
an  inevitable  "levelling  up"  that  is  going  on  con- 
stantly. 

Note  a  few  of  the  expressions  used.  "From  the 
way  it  is  opening  up  we  feel  satisfied  it  (trade)  will 
be  equal,  if  not  better  than  last  year."  And  this  from 
the  same:  "Collections  are  fully  up  to  the  average." 
Another  writes:  "Business  is  quite  normal.  The 
farmers  in  this  district  have  had  a  bounteous  har- 
vest." Or  this:  "September  doing  all  right."  And 
this:  "We  think  the  outlook  at  present  is  encourag- 
ing, and  what  is  required  in  Canada  now  is  cheerful 
optimism,  patience,  perseverance  and  industry." 


Hoarding  their  Money 

FROM  THE  RITCHIE  CO., 
BELLEVILLE,  ONT. 

D  E PLYING  to  your  enquiry  regarding  business 
in  our  district,  would  say,  that  since  the  first  of 
August  it  has  certainly  been  very  much  affected  by 
the  war.  There  is  no  real  reason  for  this  here,  as  we 
are  in  the  centre  of  one  of  the  most  important  agricul- 
tural and  dairy  districts,  and  crops  have  been  a  good 
average.  In  addition  to  this  the  farmers  are  receiving 
14c  and  15c  per  lb.  for  cheese;  oats  are  selling  at  70c 
a  bushel  and  wheat  at  $1  and  $1.10,  and  hay  at  $20 
per  ton,  so  that  the  farmers  are  really  better  off  than 
usual.  There  is.  however,  an  epidemic  of  economy 
throughout  the  country,  and  we  are  coming  in  con-> 
tact  with  it  every  day.  People  are  certainly  hoarding 
their  money,  and  we  have  known  a  number  of  cases 
where  the  farmers  have  been  so  frightened  that  they 
have  withdrawn  their  money  from  the  banks,  evi- 
dently to  take  it  home. 


Assuming  Normal^ 

FROM  THE  PETER  DVFF  STORE, 
BRACEBRIDGE,  ONTARIO. 

f\UR  experience  ivas  that  for  a  couple  of  weeks 
after  the  war  broke  out  business  was  quiet,  then 
if  seemed  to  assume  normal  conditions  again,  and 
the  last  month  has  been  "very  fair."  Crops  have  been 
pretty  good  around  here  and  if  the  camps  were  only 
put  in  operation  that  usually  are  running,  things 
wan  Id  be  pretty  good. 


FROM  J.  B.  HEVTHER, 
WALKERTON,  ONTARIO. 

TN  reply  to  yours  of  the  25th.  In  making  enquiries, 
the  me  reliant*  here  state  trade  is  equally  as  good  as 
in  1.913,  and  two  merchants  report  an  increase  this 
September.  The  farmers  are  in  Al  shape,  big  prices, 
and  they  meet  you  with  a  smile.  The  neighboring' 
towns  all  in  good  shape,  their  trade  mostly  with  far- 
mers. Motoring  through  our  Northern  country  I 
never  saw  Fall  wheat  look  better. 


Ahead  in  September 

FROM  W.  SYMON  &  SONS, 
WIARTON,  ONTARIO. 

D  E  your  enquiry  as  to  the  effect  of  the  war  on  busi- 
ness, beg  to  state  that  oar  sales  decreased  about 
$300  last  'month  and  are  a  few  dollars  ahead  so  far 
this  month  as  compared  with  last  year.  So  far  as  the 
farming  community  is  concerned  there  is  no  good 
reason  why  they  should  not  be  more  prosperous  than 
ever,  and  as  a  matter  of  fact  they  are.  Crops  were> 
never  better  and  the  average  householder  knows  what 
good  prices  the  farmer  is  getting  for  everything  he 
has  to  sell. 


Things  Will  Brighten  Up 

FROM  THE  ROBT.  WRIGHT  CO.,  LIMITED 
BROCKVILLE.  ONTARIO. 

DE PLYING  to  yours  of  the  25th,  would  say  that 
x  the  volume  of  business,  since  the  first  of  August 
has  been  considerably  behind  last  year. 

The  cause  we  attribute  partly  to  the  mild  weather, 
and  the  feeling  of  uneasiness  and  unrest  occasioned 
by  the  war.  We  do  not  find  that  labor  conditions,  or 
financial  stringency  appear  to  have  been  much 
affected  up  to  the  present,  as  there  is  very  little  unem- 
ployment in  tli i*  town,  and  the  farming  community, 
on  which  we  depend  a  good  deal,  have  excellent  crops 
and  high  prices  this  year. 

We  are  anticipating  ivith  the  advent  of  the  cold 
weather,  things  will  brighten  up,  particularly  if  the 
military  operations  in  Europe  take  on  a  favorable 
aspect. 


No  Reason  for  Pessimism 

FROM  McINTYRE  &  CAMPBELL. 
CORNWALL,  ONTARIO. 

JN  reply  to  your  request  for  a  statement  re  business 
conditions  in  this  section,  we  beg  to  say,  that  so 
far  we  lot  re  noticed  very  little  different  from  last 
season,  and  apparently  no  reason  for  being  pessi- 
mistic. What  the  outlook  is,  we  find  it  rather  difficult 
to  form  an  opinion. 

Should  the  Allies  make  gains  and  continue  to  do 
so,  we  think  that  the  public  would  buy  much  more 
freely.  On  the  whole  in  this  community,  there  is  no 
mom  for  complaint.    The  future  is  problematical. 

Continued  on  page  107. 
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The    Outlook    is    Brightening    for    Neckwear 

Many  Novelties  in  Soft  Laundered  and  Starched  Collars  Appear- 
ing— Frilled  Neckwear,  Both  in  the  Form  of  Neck  and  Side  Fav- 
ored, and  Jabots  Are  Again  Indicated. 


NO  section  of  the  dry  goods  trade 
has  suffered  less  from  the  con- 
ditions created  by  the  European 
war,  than  ladies'  neckwear.  At  first 
there  was  some  questioning  about  the 
securing  of  further  supplies  of  materials 
and  this  was  not  even  pressing,  as  manu- 
facturers were  well  stocked  up  for  the 
Fall  season,  which  was  just  opening.  This 
question  was  soon  settled  when  shipping 
from  British  sources  commenced  as 
usual.  For  the  first  week  or  two,  orders 
practically  ceased  from  the  retail  trade, 
but  after  that  small  orders  that  have 
since  been  gradually  increasing  in 
volume  have  been  coming  steadily  'in. 
Neckwear  factories  are  busy  and  many 
of  them  are  taking  on  new  hands,  and 
prospects  are  for  a  decidedly  good  sea- 
son. 

Looking  towards  Christmas  the  sug- 
gestion is  made  that  there  is  even  a 
greater  opportunity  than  ever  for  neck- 
wear this  season.  Many  lines  of  import- 
ed goods  will  be  missing  or  only  parti- 
ally represented,  and  this  means  that 
something  will  have  to  be  substituted. 
and  n<>  fancy  line  seems  more  promising 
than  neckwear  for  this  purpose.  Cana- 
dian manufacturers  of  ladies'  aeckwear 
have  been  enterprising,  and  have  eman- 
cipated themselves  from  foreign  control 
b\  going  to  headquarters  for  style  ideas, 
and  then  producing  their  own  adapta- 
tions. Therefore  there  is  an  almost  com- 
plete control  of  the  market  as  competi- 
tion from  imported  neckwear  comes  only 
along  certain  lines,  some  of  which  the 
war  has  closed. 

Even  before  the  war  commenced  the 
tendencj  was  towards  the  tailored  idea, 
and  now  that  t  lie  war  is  bringina  on  mili- 
tary fashions  collars  that  stand  up  rath- 
er stiffly  or  stand  up  and  turn  over 
somewhal  in  the  Robespierre"  style  are 
beginning  to  show.  Collar  and  cuff  sets 
will  be  in  strong  demand  and  will  be 
worn  with  dresses  as  well  as  -mis.  As  a 
fact  i here  are  speciallj  designed  sets  for 


This   set   is   of  soft  finished  linen,  ami    is    made    up    of    rolling    collar    and    large 
pointed  cuffs.    Shown  by  Flett,  Lowndes  &  Co. 


wearing  with  the  new  redingote  dresses. 
The  vestee  in  pique  and  linen  with  vari- 
ous forms  of  rollover  and  epaulette  col- 
lars promises  to  be  important. 

During  the  past  month  a  demand  has 
sprung  up  for  soft  laundered  collars. 
Some  are  plain  linen  and  some  pique, 
while  others  have  embroidery  in  solid 
and  eyelet  work  and  others  are  trimmed 
with  cluny  edges. 

Every  tendency  points  to  variety  in 
neckwear  for  the  coming  Kail  and  busi- 
ness will  imt  be  done  as  in  main  seasons 
just  on  one1  style  alone.  Prilled  effects 
are  strong.  Frills  surround  the  neck  on 
top  of  a  band  or  stock,  while  other  col- 
lars are  frilled  across  1 1  e  back  only, 
while  the  front  finish  is  a  bow  of  ribbon. 
Pointed  ends  or  just  a  shaped  piece 
of  material  that  tits  into  the  neck  tonus 
t  he  finish.  Some  pleat  ed  nev  collars  I  er 
minate  in  the  cascade  or  , jabot,  while 
others  button  up  high  to  the  t hroat. 
Ne%kwear  of  the  latter  kind  lends  itself 
7s 


to  the  new  styles  in  dress  and  promises 
to  increase  in  number. 

At  the  present  neckwear  is  white  or 
black  and  white,  and  organdie,  pique 
and  linen  are  the  materials  used.  For 
the  holiday  trade  more  color  is  promised 
and  silk  and  velvet  ribbons  in  bright 
colors  as  well  as  silk  Bowers,  lace  and  net 
will  be  used.  Floral  sprays  in  silk  and 
V«Jvet  that  can  be  used  cither  to  finish 
a  smart  large  piece  ot  neckwear,  or  as 
the  touch  of  added  color  en  an  evening 
gown  are  other  items  that  promise  popu- 
larity. 

Neckwear  as  a  finish  to  the  evening  or 

dressy  -own  is  a  new  feature.  These  arc 
showing  in  the  shape  ot'  capes  or  hoods 
made  of  embroidered  chiffon,  gold  and 
■old  run  laces,  embroidered  nets,  etc., 
and  trimmed  with  lines  of  fur.  High 
w  ire  collars  ot'  net    lace  or   i  it    the 

back  from  the  neck  finish. 


DRESS    ACCESSORIES 
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Neck  Ruffs 


1918—   lQ5o   DOZ 


made 
for 


The  above  illustrated  lines  represent  six  of  the  smartest  from  our  Fall  range.  They  are  n 
in  lengths  15"  to  22",  in  all  shades,  for  immediate  delivery.  It  will  pay  you  to  order  early 
they're  rapid  sellers. 

LADIES'  WEAR,  LIMITED,  TORONTO 

W.  F.  GOFORTH,  President 
Branch  O.fi.-as    -Y;;ail    Crafts  Building,  Vancouver,  B.C.;       Hammond  Building,  Winnipeg,  Man. 


Large    Patterns    in    Filet    the    Latest    Veilings 

Hairlines  and  Hexagons  The  Big  Sellers,  Eclipsing  Beauty  Spots 
Filet  Meshes  Are  the  Novelty— Tlie  Vogue  of  The  Black  Hat 


Brings  the  Black  Veil  Into  First  Position. 


Tilt;  veiling  t  rade  has  entered  upon 
t  he  season  of  t  be  ,\  eai  when  i  he  de- 
partment docs  its  besi  I;  isiness 
and  buying  up-to-date  has  been,  all  con- 
ditions considered,  on  a  fairly  libera] 
scale.  Stocks  are  fairly  lull,  thouuh 
sniue  of  the  more  wanted  lines  that  come 
from  France  are  becoming  scarce. 

The  great  vogue  of  the  all-black  bat 
lias  had  its  influence  upon  veiling  s-iles 
and  is  instrumental  in  making  black 
veilings  the  big  seller.'  High  class  mil- 
linery is  beginning  to  favor  colors  owing 
lo  the  fact  that  the  popular  trade  has 
adopted  black  to  such  a  large  extent. 
This  means  that  in  the  more  expensive 
veilings  very  dark  colors  such  as  dark 
biown,  midnight  blue  and  Russian  green 
are  beginning  to  be  asked  for.  This, 
however,  is  a  high  class  trade  develop- 
ment. 

In  New  York  the  filet  mesh  veil  is  the 
best   seller.     These  come  in  the  plain  net 


and  also  with  narrow  chenille  borders. 
Woven  borders  in  shadow-lace  effect 
about  V/2  inch  wide  and  in  very  set  pat- 
terns are  new.  Some  of  the  filets  are  ex- 
treme in  size  the  squares  being  in  some 
eases  well  over  the  half  inch. 

In  this  market  hexagons  and  the  old- 
time  hair-line  meshes  take  precedence  of 
filets.  Small  diamond  meshes  are  good, 
ami  tine  mesh  patterns  have  a  strong 
representation.  Hair-line  meshes  with 
small  chenille  dots  are  also  good. 

Hair-lines  have  eclipsed  the  beauty 
spot  veilings  for  the  time  being  but  the 
trade  still  has  confidence  in  the  future 
of  spots  that  are  not  too  extreme  and 
such  ideas  as  birds,  bunches  of  cherries, 
sunbursts,  etc.,  are  still  on  the  market. 
The  nose  veil  comes  in  filet  and  other 
meshes  and  the  latest  border  is  so  woven 
that  it  appears  like  a  ribbon  of  velvet 
edsing  the  veil.  Dot  borders  in  chenille 
and  velvet  come  in  many  new  patterns. 


later  months  of  the  Winter,  and  which 
will  give  added  interest  to  the  January 
embroidery    sales. 

Though  there  is  little  doubt  that  some 
machines  are  working  in  St.  Grail,  there 
can  be  no  question  that  only  part  of  the 
usual  product  can  be  expected  even  if 
the  Swiss  manufacturers  are  able  to  ship 
Spring  purchases  as  they  are  announc- 
ing. It  must  be  remembered  too.  that 
these  goods  will  have  to  come  through 
countries  that  are  actually  at  war.  or 
which  are  maintaining  their  neutrality 
with     difficulty. 


Keep  Up  Embroidery  Stock 

A  Big  Bnsiness  is  Always  Done  in  Staple  Em- 
broideries for  the  Counter  Trade  and  the  Out- 
look is  Even  Better  Than  Usual  For  This  Class 
of  Embroideries — War  Will  Lessen  Novelties. 


\  estcc    wit  li    colla i    a1  tached, 
pique,    repp    ami    Bedford    cord. 
l.\    Williams,   Greene   a    Borne. 


made    m 

Shew  ii 


THERE  was  promise  in  the  air  be- 
fore the  war  began  of  better  times 
ahead  for  embroideries,  for  it  was- 
only  a  short  transition  from  embroid- 
eries on  net  to  embroideries  on  other 
sheer  cotton  fabrics,  and  late  this  past 
Summer  Paris  was  taking  this  step. 
Therefore,  the  outlook  was  decidedly  im- 
proved for  embroideries  on  voile,  crepe 
voiles  and  other  fabrics  of  a  like  nature. 
but  just  how  far  the  war  will  affect  this 
development   only   the    future   can   tell. 

The  general  run  of  retailers  arc  for 
the  present  most  interested  in  keeping 
up  their  stock  of  counter  embroideries, 
lor  even  when  fashion  does  not  consider 
embroidery  there  is  always  a  steady  and 
staple  counter  demand.  This  i-  not  a 
season  of  the  year  when  customers*  pur- 
chases are  heavy  and  therefore  there  are 
fairly  well  assorted  stock-  yei  in  the 
hands  of  the  wholesale  houses.  It  is 
only  fair  to  a  — nine  that  many  women 
who  have  to  study  economy  will  be  mak- 
ing up  garments  and  will  naturallj  seek 
Cor  the  most  useful  trimming  that  they 
can  find.  This  should  lead  to  a  steady 
business  which  will  increase  during  the 
SO 


Handkerchiefs  for 
Holiday  Trade 

T"' HIS  is  the  time  of  year  when 
the  handkerchief  buyer  fills 
in  hia  stock  of  handkerchiefs 
for  tin  holiday  season.  Judg- 
ing from  reports  if  business  is 
expected  to  be  anything  likt 
normal,  and  each  buyer  is  the 
best  informed  as  to  conditions 
in  his  own  neighborhood,  and 
if  stocks  are  to  be  anything  like 
representative,  tin  re  will  havt 
to  be  a  good  deal  of  filling-in 
done,  for  then  is  no  possibility 
of  Swiss  handkerchiefs  that 
have  not  arrived  com  ing  to 
hnnd  now.  Novelties  will  be 
scarce,  but  importers  havi  full 
stocks  of  staple  goods.  Bordt  rs 
are  narrow  and  then  will  bt  no 
scarcity  in  embroidered  <  tjects 

in  tin'  form  of  conn  rs  and  ini- 
tials. The  only  featurt  that 
mai/  be  consiih  red  as  n<  w  is  the 

r>  ry   larg,    us,    of  St  >  d  stitch    in 

fining  in  tin  designs.  With 
novelties  in  short  supply  an  in- 
creasing business  should  be 
don,  in  initial  handkerchief 8  as 
nli,  n  economy  is  dt  si  raid,  a 
handkerchief' is  ont  of  the  most 

popular    artichs    for    Christina* 

presents.  Th,  woman  who  has 
u  handkerchief  in  mind  at  that 

time,    if   She     cannot     g,  t   SOmt  - 

thing    in  ir.    almost    invariably 

falls    back      upon      an    initialed 

handkt  rchit  f.  Though  prict  a 
an  higli,  r  in  somt  lint  s,  tht  rt 
has  b, ,  n  no  ii,  n,  rat  advanct  ex- 
c,  /it  thost  due  to  tht  additional 
cost  of  ir,  ii/lit.  insurance,  etc. 
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Barry  Ribbons 

have  arrived  from  Europe 

FAILLES,  MOIRES,  FANCIES  SS  STAPLE  LINES 

^"U  Our  Mr.  Barry  has  just  returned  from  Switzerland,  where 
JJ  he  was  from  August  1st  to  September  4th,  and  therefore 
was  able  to  personally  look  after  the   shipment  of  our 
Ribbons,  which  are  now  to  hand. 

JTT  Consequently  this  places  us  in  the  position  of  filling  our 
jl  orders  just  the  same  as  if  there  were  no  such  thing  as  war. 

J][  Mr.  Barry  was  the  only  Ribbon  buyer,  with  one  exception, 
J*  who  was  in  Switzerland  all  that  time;  the  right  man  in  the 
right  place   at  the   right  moment — has   surely   given   us 
advantages. 

fjT  We  can  to-day  ship  nice,  new,  up-to-date  Failles,  Moires, 
^U  Fancies,  as  well  as  our  staple  lines  in  narrow  widths,  also 
Black  Moires,  which  should  be  very  scarce  later  on. 

f\\  Our  values  are  well  known,  even  in  the  face  of  advances 
J*  made  necessary  by  war  insurance,  increased  freight  rates, 
exchange,  etc.    Our  prices  are  still  within  reason. 

Send  along  your  order  by  mail.    We  abso- 
lutely guarantee  you  entire  satisfaction. 

Walter  H.  Barry  &  Co. 

Winnipeg  Branch  :  6  St.  Helen  Street 

222  McDermott  Avenue  MONTREAL 

"THE  SPECIALTY  RIBBON  HOUSE" 
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Nottingham  Winning  Its  Way 

Novelty  Net  Laces  From  English  Mills  Taking 
The  Place  of  Continental  Laces — Big  Net  Sea- 
son Indicated — Prices  Look  Certain  to  Advance 


ALL  but  one  of  the  important  lace 
producing  centres  of  the  world 
are  in  the  war  zone,  or  are  so  in- 
fluenced by  the  conflict  that  their  pro- 
duction is  curtailed  to  the  vanishing 
point.  Therefore  the  trade  has  very 
largely  to  depend  upon  what  comes  from 
just  one  producing  centre.  Owing  to  the 
increased  difficulty  of  production,  the 
scarcity  of  raw  materials,  and  the  high 


rate  of  insurance  and  exchange  buyers 
must  be  prepared  to  pay  more  £oi  laces 
in  the  near  future.  Prices  up  to  the 
present  have  been  well  kept  down  and 
there  lias  been  no  attempt  to  take  ad- 
vantage of  the  war  conditions. 

Paris  said  laces  very  emphatically  for 
the  present  Fall  and  Winter  season,  and 
styles  were  so  well  settled  when  the  war 
broke  out  that  it  is  only  high  prices  and 


scarcity  that  can  turn  aside  the  demand. 
Luckily  the  type  of  lace  most  strongly 
indicated  was  the  net-top  lace.  The 
finest  of  these  Laces  came  from  Germany 
but  now  that  they  are  no  longer  avail- 
able net-tops  of  Nottingham  manufac- 
ture are  being  substituted.  Scarcity  in 
other  lines  will  possibly  lead  to  a  re- 
vival of  interest  in  shadow?,  particularly 
those  patterns  showing  the  combining  of 
net  weaves.  There  is  also  strong  evi- 
dence that  nets  will  be  used  so  as  to  help 
out  the  situation.  Many  of  the  evening 
and  dancing  frocks  show  lace  drapery 
and  double  tunics  of  net,  the  under  one 
edged  with  lace,  and  the  upper  one  of  net 
edged  with  fur  or  satin. 


..J.,_^„„^...^ 


MILITARY  EFFECTS 

in   Dress   and   Cloak   Trim- 
mings are  the  vogue  now. 

BEAIDS 

are     extensively    used    for 

this  purpose;  Also  Military 

Frogs  and  Hussar  Sets. 

Manufactured  in  newest 
designs  by 

THE  MOULTON  MFG.   CO. 

LIMITED 

MONTREAL 


573 
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Every   steel   is  encased   in  a  double  interlining 


which  means — 

greater  comfort 
more  durability 
continued   tit. 

because  these  rustproof  steels 
arc  retained  prisoners  in  their 
original  position  and  not  al- 
lowed to  break  through  the 
covering  or  lining  to  give  dis- 
comfort to  the  wearer  or  to 
make   the  gown   ill-fitting. 

This  feature  of  P.  C.  COR- 
SETS linked  up  with  scientific 
construction  and  excellent 
materials  make  for  durability, 
style,  fit  and  comfort. 

Samples  sent  parcel  post  on 
request. 


HOI 


Parisian  Corset  Mfg.  Co.,  Ltd. 

QUEBEC 
Ontario  Branch  :  77  York  Street,  Toronto 


BUTTONS 
Will  Be  Scarce 

this  Winter,  due  to  the  European  supply  being  cut  off. 
Fol  a  limited  time  we  can  guarantee  prompt  delivery  of 
l.inev  trimming  buttons,  also  crochet,  celluloid  or  cloth- 
covered.  Take  advantage  of  this  opportunity  to  sort  up 
your  stock  for  Pall  and  Winter  trade  before  our  large 
reserve  stuck  is  depleted. 

Samples   sent   on   request. 

A.   Weyerstall   &   Co. 

Button  Manufacturers 

Head  Office  Branches 

TORONTO  Montreal        Winnipeg 

H5  Wellington  St.  W. 


Kindly  mention  this 
paper  when  writing 


to  advertisers. 


82 


DRESS    ACCESSORIES 


Dry  Goods  Review 


NECKWEAR  AND  BAGS 


A  MONG  the  neckwear 
in  vogue  this  season, 
there  is  a  marked  tendency 
in  favor  of  Collar  and  Cuff 
Sets.  Our  line  comprises 
all  the  latest  features  in 
Up-to-date   Neckwear. 


Set  of  Fine  White  French 

Organdie 

No.  9811  $4.50  doz.  Sets 

5%  30  days 


Made  of  grained  leather,  in    colors 
black,     brown,    tan,    purple,    navy, 

grey,  green,  saxe. 
No.  336-E  $9.00  doz.  net 


Our  Fall  Line  of  Ladies'  Handbags  is 
larger  and  more  attractive  than  ever 
before.  Every  progressive  merchant 
should  see  it  before  placing  orders. 


MANUFACTURED   BY 

FLETT,  LOWNDES  &  COMPANY 

LIMITED 

144  FRONT  STREET  WEST,  TORONTO 
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Photograph  of  one  of  two  trucks  which  left  the  factory  of  Perrin  Freres  &  Cie, 
Grenoble,  France,  carrying  64  cases  of  Kid  Gloves,  to  the  port  of  Havre. 

These  two  trucks  left  Grenoble  on  the  morning  of  the  29th  August,  and  arrived 
at  their  destination,  Havre,  on  the  8th  September,  having  been  10  days  "en 
route." 

This  was  the  first  shipment  the  factory  had  been  able  to  make  since  war  was 

declared. 
C. 

The  transporting  of  these  goods  by  steam  motor  for  a  distance  of  about  600 

miles,  in  order  to  get  them  to  the  ship,  will  give  some  idea  of  the  trouble  and 

expense  that  lias  been  undertaken  in  order  to  ensure  ^afe  delivery. 

It  must  be  understood  that  the  Railways  were  being  used  for  military  purposes, 
and  that  no  freight  could  be  shipped  on  them. 

Since  these  cases  were  shipped,  several  oilier  lots  have  been  carried  to  the  sea- 
ports of  Havre  and  Marseilles  by  the  same  method. 

The  cases  shown  on  this  truck  were  destined  for  Canada,  and  are  due  to  reach 
Montreal,  on  the  S.S.  Hesperian,  about  the  4th  October. 

PERRIN   FRERES  &   CIE 


Fisher  Building 

28  Victoria  Square, 


Montreal 
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TEEPEE-CO 


TRADE  MARK 


Expansion  Year 

for  the  Toronto  Pleating  Company 


Our  new  home,  corner  Breadalbane  and  Yonge 

Centrally  located  and  fitted  with  machinery  of 

the  latest  type 


For  many  years  we  have  conducted  our  business  at 
600  Yonge  Street,  which  quarters  having  become  in- 
adequate, were  recently  vacated  and  the  factory  and 
office  removed  to  our  larger  premises  at  14  Breadal- 
bane Street,  corner  of  Yonge  Street. 

Although  our  growth  of  business  has  been  steady,  this 
has  undoubtedly  been  our  expansion  year,  for  it  caps 
them  all,  making  necessary  the  above  change. 

Our  new  factory  is  fully  equipped  with  the  latest 
type  of  machinery  and  will  have  sufficient  capacity  to 
meet  the  growing  demand  for  Tee-Pee-Co.  's  superior 
product,  stimulated  by  the  increasing  popularity  of 
pleating. 


We  do  all  kinds  of  accordion,  box  and  knife  pleating, 
niching,  fluting  or  crimping,  tucking,  picot  edging, 
scalloping  on  various  articles  of  bedding,  trimmings 
and  lingerie,  embroidery  work,  such  as  flowers,  scrolls, 
initials,  and  other  forms  of  decorating,  buttonhole 
working,  hemstitching  on  table  linen,  sheets,  pillow 
cases,  veils,  auto  scarfs,  blouses,  casement  curtains, 
handkerchiefs,  etc.,  and  velvet  brocading.  We  also 
cover  buttons  of  every  description. 

Whether  your  order  is  large  or  small,  let  us  quote 
prices.     Satisfaction  guaranteed. 


WRITE  FOR  DESCRIPTIVE  BOOKLET  AND  TRADE  PRICES.     HAVE  YOUR  DRESS- 
MAKING    DEPT.    SEND     FOR     SAMPLE    CARD    OF    CLOTH-COVERED    BUTTONS 

TORONTO  PLEATING  COMPANY 

Canada's  Progressive  Pleating  House 

NEW  ADDRESS  :  14  BREADALBANE  STREET,  TORONTO,  ONTARIO 
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NOTE— The  cuffs  of  D1178  can  be  ordered  with  D1146.     Cuffs  at  $3.00  do/,  pairs  extra 


NEW  FALL  LINES  IN  NOVELTY  NECKWEAR 


Remember — One  of  our  specialties  is  Pleating,  Hemstitching,  Tucking,  Braiding,  Pinking  and  Fluting 

— all  styles  and  sizes 


President — Rhys  D.   Fairhairn 


R.  D.  Fairbairn  Co.,  Limited 

107  Simcoe  Street,  Toronto 
86 


Vice-Presidents 

Directors 


I  F.  J.   Knight 
I  \Y    C.  Cliff 

|    C.  N.    Taylor 
\  E .    McCionegal 
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Ribbons  Ribbons  Ribbons 

DIRECT  FROM  THE  MAKERS 

Saving  Commissions  and  Middle  Men's  Profits 


RIBBONS 

very 
fashionable, 

you 
need  them. 

We     are     the 
only  manu- 
facturers of 
Ribbons  in 
Canada. 


Fancy 
Dresden 
Ribbons  much 
in  demand.         • 

Soft   Satins   in 

all  new 
colors  for  Fall 

season. 


"We  can  supply 

you 

at  once. 

Black    Moires 
in  all  widths. 

Black  cire  or 

stove-pipe 

finish. 

Taffeta,  black 
and  colored. 

The  largest 

range  of 

qualities  and 

j trices  in  the 

trade. 


Ribbon  Girdles,  the  newest  fashion  out.    We  are  showing  a  good  range 
Plain  and  Fancy,  all  made  up  ready  for  quick  sales. 

We  are  showing  for  the  Fall  season  a  very  large  range  of  plain  and  fancy 
ribbons,  velvet  ribbons,  etc. 

Wait  and  see  our  values. 

If  our  traveler  is  not  around  when  you  require  ribbons, 
write  us  for  samples  and  prices. 

BELDING  PAUL  CORTICELLI  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


VANCOUVER 
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R.  C.   WICKWARE,  Pres. 


H.    Y.    FARR,   Sec. -Treat. 

The  LACE  GOODS  CO.,  Limited 
MANUFACTURERS'  AGENTS  AND  IMPORTERS 
Specialize  


Handkerchiefs 

Embroideries 

Laces  and 

Curtain  Goods 

Handkerchiefs  for  the  coming  Xmas  season  are 
just  now  receiving  special  attention.  We  have  in 
stock  and  can  deliver: — 

Plain  Linen  for  Ladies  or  Gents — all  grades. 

Plain  Lawns  for  Children,  Ladies  or  Gents,  any  price. 
Embroidered  Lawn  in  narrow  or  wide  hems. 

Colored  Border  Mercerized  Lawns  for  Children. 
Picture  Handkerchiefs  for  the  kiddies. 

"Silkana"  (Men's  Mercerized)  in  large  variety  of  designs. 

Mail  Orders  are  given  special  attention  and  goods 
are  sent  for  your  approval  always. 


Selling  agents 
for— 

Oppenheimer    & 
Alder 

ST.    GALL 
Embroideries 


Morton,  Young  & 
Borland 

Newmilnes,    Scotland 

Curtain    Goods   and 
Madrasses 


THE 

LACE  GOODS  CO. 

Selling  agents 
for— 

LIMITED 

A.  T.  Gilliland  & 
Co. 

64   Wellington   St.  West 

BELFAST,    IRELAND} 

Empire  Building  (4th  floor) 

High-Class  Hand- 
Embroidered     Linen 

TORONTO 

4 

Handkerchiefs 

v.. 
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VICES  of  OTHER 
RYJOODS  MERCHANTS 


A  GREAT   STUNT  AT   OTTAWA. 
TMAGINE   the     best     known  ladies  in 

Canada  taking  charge  of  a  store  and 
running  every  department !  This  was 
the  position  of  the  A.  E.  Rea  Co. 's  store 
in  Ottawa,  recently,  when  on  Friday  a 
percentage  of  all  merchandise  sold  was 
turned  over  to  the  Red  Cross  Society.  The 
interest  taken  and  the  co-operation  was 
remarkable.  The  Governor-General  and 
her  Royal  Highness,  the  Duchess  of  Con- 
naught  were  patrons:  Lady  Borden  was 
general  manager,  and  among  the  heads 
of  departments  were:  Mrs.  Pelletier, 
Mrs.  Adam  Shortt,  Mrs.  Crothers,  Mrs. 
Frank  Cochrane,  Mrs.  W.  T.  White,  Ma- 
dame Coderre,  etc.  The  floor  walkers 
were  Lady  Foster,  Mrs.  Frank  Oliver, 
Madame  Lemieux,  and  Mrs.  W.  T.  Her- 
ridge.  Big  crowds  all  day  rewarded  the 
ladies,  and  the  store's  prestige  was  in- 
creased to  a  considerable  extent. 


street  parade  was  the  leading  feature  of 
the  early  afternoon  with  brass  and  bugle 
bands,  soldiers,  cadets,  firemen,  deco- 
rated automobiles.  merchants'  floats, 
etc.  The  merchants  used  liberal  space 
in  the  weekly  papers  some  for  several 
issues  before  the  day.  The  event  was 
widely  advertised  throughout  the  dis- 
trict, in  a  similar  way  to  Dollar  Day. 
In  the  store  windows  were  yellow  and 
green  posters.  The  fund  for  which  this 
movement  was  organized  is  as  most  are 
aware  to  support  the  wives,  children  or 
other  dependents  of  the  Canadian  soldi- 
ers who  have  gone  to  the  help  of  Britain. 
The  event  was  a  great  success. 
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inner  entrance  from  Richmond  Street. 
The  other  clocks  are  situated  over  the 
elevator  entrances  and  in  other  prom- 
inent places.  There  are  also  clocks  in 
the   restaurant   and   basement. 

In  addition  to  these  clocks  an  elabor- 
ate time  clock  system  has  also  been  in- 
stalled, which  is  also  controlled  and  re- 
gulated by  the  master  clock.  At  8.25 
each  morning,  the  time  when  the  em- 
ployees are  expected  to  be  in  their  places, 
an  electric  bell  sounds.  Again,  when  the 
employees  go  to  lunch,  which  they  do  in 
three  shifts,  the  bell  once  more  an- 
nounces the  proper  time  for  departure. 
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10  P.C.  TO  THE  RED  CROSS. 
/~\  RILLIA  varied  the  usual  proceedings 
^^  for  increasing  the  patriotic  fund  by 
holding  Saturday,  Sept  19,  as  a  day  of 
special  sales  in  34  of  its  leading  stores 
when  10  per  cent,  of  the  gross  receipts 
were  handed   over  for  this  purpose.     A 


MASTER  CLOCK  IN  LONDON. 
CMALLMAN  &  INGRAM.  London's 
^  big  department  store,  have  just  in- 
stalled on  their  premises  a  very  unique 
and  at  the  same  time  useful  feature  in 
the  form  of  a  clock  system. 

On  the  east  wall  of  the  store  on  the 
ground  floor  is  located  a  master  clock, 
which  controls  the  time  in  15  clocks  lo- 
cated at  various  points  on  the  five  floors 
of  the  establishment.  The  machinery, 
which  is  run  by  electricity,  is  all  in  the 
master  clock,  the  other  timepieces  con- 
sisting merely  of  dials. 

On  the  lower  floor  a  large  clock  has 
been  placed  outside  the  main  entrance 
on  Dundas  Street  and  another  over  the 


VACUUM  CLEANER  DISPLAY. 

A  N  interesting  vacuum  cleaner  dis- 
play  was  recently  made  in  Montreal 
in  the  window  of  the  Montreal  Light, 
Heat  &  Power  Company.  With  tw7o  dif- 
ferent machines,  an  expert  operator 
showed  to  a  large  number  of  passersby, 
who  continually  crowded  about  the  win- 
dow, how  thoroughly  effective  is  the 
modern  method  of  cleaning.  On  the  car- 
pet in  the  floor  of  the  window  he  demon- 
strated the  ability  of  the  machines  to 
instantly  pick  up  sand,  matches,  tooth- 
picks, cotton  batting  and  even  large 
Canadian  one  cent  pieces  which  were 
scattered  about.  This  method  could  be 
applied  in  the  case  of  dry  goods  stores. 


Mrs.  Green,  Wingham,  has  decided  to 
retire  from  business,  and  will  remove 
to   Toronto. 


SUMMER   HOSIERY,    1915 

CASHMERES. — From  England  as  usual;  prices  may  advance  with  raw  material. 

SILKS. — From  United  States  and  Canada  with  some  supplies  from  France.     Situation  unchanged. 

LISLES. — From  United  States  and  Canada;   also  from  England.     Some  changes  in  texture  and  small  price 

advances. 
COTTONS. — From  Canada  and  the  United  States.     Some  changes  in  texture  and  small  price  advances. 

COLORS. — A  black  and  white  season  with  clocks  for  fancy  lines.    Some  checks  if  they  can  be  produced.  Few 
high  colors. 

DYES. — Manufacturers  experimenting — and  expect  to  duplicate  the  German  products  if  supplies  are  cut  off. 

MEN'S  HOSE. — Canada  and  United  States  can  supply  practically  all  lines — White  strong  and  no  fancy  pat- 
terns shown. 

FABRIC  GLOVES. — Shortage  serious  in  view  of  fact  that  Germany  had  monopoly.     Question  of  machinery; 
not  a  secret  process. 
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Spring,  1915,  Fashions  in  Men's  and  Women's 

Scarcity  of  Patent  Leather  May  Force  Dull  Kid  and  Tans  on 
Women — Smaller  Tongue  in  Colonials  and  Smaller  Ornaments 
Used  —  Raglan  Cut  in  Blucher's  for  Men  —  Tans  Again  Very 
Strong — Felt  as  Substitute  for  Soles. 


A  STUDY  of  the  new  styles  for 
Spring  1915  excites  a  feeling  of 
admiration  for  the  rapid  and  skil- 
ful adaptation  of  styles  by  the  manu- 
facturers to  existing  or  probable  con- 
ditions. This  is  very  noticeable  in  the 
tendency  to  eliminate  colors  in  cloth 
tops;  the  greater  prominence  attached  to 
kid,  the  supply  of  which  is  not  in 
danger;  and  a  certain  prominence  given 
to  felt  as  a  substitute  in  sales,  especially 
in  athletic  lines,  for  leather  and  rubber. 
One  other  prominent  feature  that  pres- 
ents itself  is  the  coming  vogue  for  white, 
or  combinations  of  white  and  black,  a 
close  following  of  fashions  in  dress 
goods. 

The  question  of  price  must,  of  course, 
for  the  present  be  left  in  abeyance.  Ad- 
vances have  been  made  in  Spring  lines; 
considerable  ones;  and  it  would  seem 
the  part  of  wisdom  to  stock  up  early. 
On  the  other  hand,  the  situation  in  re- 
gard to  supplies  of  leather  seems  to  have 
improved  somewhat  during  the  past 
month. 

Variety  of  Patterns,  Not  Lasts 
In  women's  shoes  there  are  no  start- 
ling innovations — in  men's  this  is  never 
expected.  There  has  been  a  stronger 
feeling  for  commonsense  styles;  a  me- 
dium last,  and  it  is  in  the  patterns  rather 
than  in  the  lasts  that  changes  have  been 
introduced.  These  are  of  such  a  nature 
as  to  provide  a  pleasing  variety  and  in- 
crease the  opportunities  for  enlarging 
the  number  of  sales. 

Low  Cut  the  Only  One. 
In  a  general  way  the  low  cut  shoe  pro- 
mises to  lead  the  way.  This  will  be  wel- 
come news  for  the  merchant,  as  it  forces 
an  earlj  purchase  to  replace  winter 
goods.  Why  the  low  shoe  has  replaced 
the  high  cut  favorite  of  the  pasi  year  or 
so  is  a  little  difficult  to  diagnose,  unless 
it  is  due  to  somewhal  larger  skirts,  or 
skirt  effects.  At  the  same  time  the 
skirt    remains    high     enough     from    the 


ground  to  demand  a  dressy  style  of  foot- 
wear, all  of  which  reacts  to  the  growth 
of  the  retailer's  husiness. 

Kid  Stronger. 

Patent  leather  still  holds  its  lead,  but 
the  supply  may  decide  a  limit  to  its 
popularity  in  the  near  future.  A  dull 
black  calfskin  is  next  in  favor,  with  the 
relative  strength  of  the  patent  70  to  75 
per  cent,  of  the  total,  and  the  calfskin 
15  to  20  per  cent.  Black  kid,  however, 
is  gaining  a  certain  element  of  strength, 
and  for  Summer  wear  white  canvas  pro- 
mises to  be  fairly  strong.  Last  year  this 
was  one  of  the  problems,  but  those  whose 
faith  in  white  as  a  natural  Summer  line 
was  strong  won  out  in  sales. 

White  leathers  will  have  some  run,  but 
mainly  in  combination  patterns  with  the 
patent. 

Next  to  white  canvas  comes  grey  and 
fawn  for  light  Summer  wear,  of  Palm 
Beach  cloth.  Tans  are  as  dead  as  last 
year,   while  bronzes  depend   entirely   on 


\i:\\    SPRING    links. 

Note    dalntj     patterns,    smaller    ornaments, 
in.]   short*  r  tongue  on  < Colonials. 
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the  question  of  supply.       At  present  it 
looks  very  unpromising. 

Less  Colored  Fabrics   . 

Colored  fabrics  will  naturally  be  less 
seen  on  low  than  high  cuts,  but,  apart 
from  this  altogether,  are  weaker.  Dark 
grey  and  dark  fawn  are  about  the  only 
kind  that  will  be  taken  up. 

Three-inch  Vamp. 

In  lasts  the  long  narrow  style  that  had 
a  vogue  last  year  is  disappearing,  and  a 
three-inch  vamp  that  suits  the  ordinary 
foot  better  and  does  not  necessitate  the 
same  number  of  sizes  will  be  the 
favorite.  The  extreme  recede  toe  gives 
place  to  a  medium  round,  with  the  broad 
toe  in  third  place.  The  first  named  is  an 
adaptation  of  the  French  stage  last. 

The  high  Cuban  heel  has  continued 
with  the  Spanish — Louis  a  good  second. 
The  spool  heel  has  not  won  its  way  to 
nearly  as  great  an  extent.  Soles  will  be 
lighter  than  usual. 

Smaller  Tongue  in  Colonial 
Perhaps  the  greatest  change  in  styles 
is  the  modification  of  the  popular  Col- 
onial into  a  small  tongue.  These  are 
generally  stitched  and  scalloped,  and  if 
ornaments  are  used,  they  are  small.  The 
large  rhinestone  buckle  has  passed  with 
the  difficulty  in  securing  it. 

Next  to  Colonials  come  bars  and  straps 
in  popularity,  and  these  will  be  seen  in 
some    very    attractive    effects. 

Indeed,  the  note  of  novelty  in  pat- 
tern; in  finishing  touches  is  very  strong 
for    Spring. 

Black  and  White  Pipings. 
The  strength  of  black  and  white  in 
dress  was  bound  to  be  recognized  is 
shoes  if  at  all  possible.  This  is  secured 
often  by  means  of  piping,  black  with 
white,  or  white   with   black,  or   insets   of 

contrasting  leather  on  the  quarters,  Rus- 
sian fashions  promise  to  be  adopted  very 
shortly  with  rows  o\'  fancj  stitching,  and 

(Continued    on    Page    9 


A  Safe  Method  in  Buying  Stocks  for  New  Season 

Record  Kept  of  Each  Line  From  Each  Manufacturer  and  Sales 
in  Each  Line — New  Purchases  Decided  Mainly  by  This  Result 
— Feature  Staple  Lines — For  Novelties  Compare  New  Goods 
with  Other  Novelty  or  High-Priced  Models  in  Stock. 

Authorized   Interview   with   H.   Gibbous,    a    Buyer    of   Wide    Experience. 


MONTREAL,  Oct.  5  (Special)— That  the  successful 
operation  and  development  of  the  shoe  department 
is  based  upon  a  knowledge  of  merchandising  and  not 
of  merchandise,  and  upon  information  regarding  the  stocks 
on  the  shelves  rather  than  the  stocks  of  the  manufacturers  is 
a  very  brief  and  pithy  summary  of  what  a  life  spent  in  the 
retailing  of  footwear  has  taught  H.  Gibbons,  upon  whom  has 
recently  devolved  the  responsibility  of  building  up  the  shoe 
section  of  the  establishment  of  the  John  Murphy  Company, 
Montreal.  Mr.  Gibbons  joins  the  Murphy  Company  with  the 
confidence  of  a  splendid  record  and  long  experience;  for  five 
years  he  had  charge  of  the  shoe  department  in  one  of  the 
other  large  stores  of  the  city  and  from  a  small  beginning 
brought  it  to  one  of  the  main  sections  of  the  establishment 
with  a  floor  space  of  10,000  square  feet.  It  is  significant  that 
as  a  start  the  new  manager  is  being  given  double  the  floor 
space,  there  now  being  a  section  about  60  by  40  feet  which 
is  being  handsomely  fitted  up  and  it  will  be  the  policy  to  sup- 
ply every  need  of  the  women  of  the  city  in  regard  to  shoes. 

Not  a  Technical  Knowledge. 

Enlarging  upon  his  theory  that  to  conduct  successfully  a 
shoe  department  does  not  require  a  technical  knowledge  of 


shoes,  Mr.  Gibbons  claims  that  it  should  be  the  policy  of 
the  retailer  to  make  the  name  of  the  maker  rather  than  the 
name  of  his  store  stand  behind  the  goods;  not  that  he,  too, 
should  not  guarantee  them,  but  that  he  should  merely  dupli- 
cate the  guarantee  of  the  stamp  upon  the  shoe. 

"What  do  I  need  to  know  about  the  tanning  of  the  lea- 
ther, or  the  number  of  stitches  to  the  inch?  he  asked  The 
Review.  "If  the  Blank  factory  says  that  a  certain  shoe  is  a 
good  shoe,  that  is  good  enough  for  me;  if  I  recommend  that 
shoe  and  it  is  not  right,  then  it  is  that  maker  that  has  to 
make  good  for  it.  The  point  is  that  there  are  too  many  retail- 
ers who  will  not  make  sufficient  capital  out  of  the  reputations 
of  manufacturers." 

Get  Best  Selling  Lines. 

After  having  made  his  point  that  the  retailer  need  not 
have  a  technical  knowledge  of  his  goods,  Mr.  Gibbons  went 
one  step  further  when  he  said  that  in  accordance  with  the 
methods  of  modern  business  a  man  who  knew  practically 
nothing  about  the  shoe  trade  in  any  respect  could  make  sat- 
isfactory purchases — that  is  satisfactory  so  far  as  the  quality 
of  the  goods  or  the  models  was  concerned;  quantities  was  a 
different  thing.     The  most  important  thing  was  to  get  good 


Finest  WAittemore's  Shoe  Polishes  ^rgest 

Quality  f  f  Variety 

THE  OLDEST   AND   LARGEST   MANUFACTURER   OF   SHOE   DRESSINGS  IN   THE   WORLD 
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6lLT*l 

DRESSING 

fikACK_SH0E5l 


SOFTENS 
PRESERVES  I 
LEATHER  I 

•  -RESTORES' 
COLOR 

LUSTRI 


"GILT  EDGE" 

The  only  black  dress- 
ing for  ladies'  and  chil- 
dren's shoes  that  posi- 
tively contains  Oil.. 
Softens  and  preserves. 
Imparts  a  beautiful 
black  Histre.  LARG- 
EST QUANTITY.  FIN- 
EST QUALITY.  Its 
use  saves  time,  labor 
and  brushes.  as  it 
Shines  without  brush- 
ins.  Sponge  in  every 
hottle  so  Always 
Ready   for   Use. 

Also      for      gents'      kid, 
kangaroo,    etc. 

25c    size. 


"ROYAL  GLOSS" 

For    Ladies'    and    Chil- 
dren's   Black    Shoes 

Restores  the  color 
and  lustre  to  all  faded 
or  worn  black  shoes, 
softens  and  preserves 
the  leather.  Apply 
with  sponge  attached 
to  cork. 

Always     Ready    for 

Use.       Shines      Without 

Brushing 

10c  size. 


A  Trial 

Will  Convince  You 


If  you  will  only  place 
a  trial  order  at  once 
with  your  jobber's  sales- 
man and  then  make  a 
counter  or  showcase  dis- 
play of  these  shoe  pol- 
ishes, you  will  at  once 
be  convinced  that  it  is 
the  easiest  thing  in  the 
world  to  make  sales. 

The  n  a  m  e  Whitte- 
more  stands  for  more 
than  shoe  polish;  it 
stands  for  quality  first 
and  then  quantity. 
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"  ELITE  BLACK 
COMBINATION  " 

The  ONLY  polish 
endorsed  by  the  man- 
ufacturers of  Box 
Calf  leathers. 

Contains  oil  and 
positively  nourishes 
and  preserves  leath- 
er and  makes  it  wear 
longer.  Blacks  ami 
polishes.  Cover  re- 
mover attached  to 
each  box. 

10  and  25c  sizes. 


"OIL  PASTE" 

For    ALL    kinds    of 
Black    Shoes 

Blacks,       Polishes 
and     Preserves. 

Contains  no  acid  to 
injure  the  leather. 
Will  polish  Wet  or 
Oily  shoes.  Boxes 
open  with  a  key 
(see  cut).  Also  Tan 
Oil  Paste. 

10c    size. 
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Dry  Goods  Review 


FOOTWEAR     DEPARTMENT 


Big  Sellers  for  Holidays 

Two  splendid  specials 

They  will  help  to  make  your  shoe  department 
busier  than  usual  during  the  holidays. 

Will  also  sell  in  leather  goods  and  fancy 
goods  sections — in  fact,  anywhere  your  cus- 
tomers will  see  them  opened  up. 

The  "FOOTGLUV"  is  for  everybody,  every- 
where— 

MEN,  WOMEN  and  CHILDREN— 
For  Home  and  Travel 


Of  soft  calf,  kid,  morocco,  satin  and  silk — 
all  colors;  for  men  and  women,  with  carrying 
cases  of  the  same  color  and  material. 

Pour  grades,  $12,  $18,  $24,  $27  per  dozen. 

Retail  at  $1.50,  $2.50,  $3.50  and  $4. 


"MARY  JANE  FOOTGLUV"  made  of  soft 
kid,  morocco,  and  embossed  leathers,  in  all  col- 
ors, without  carrying  case,  at  $18  per  dozen-,— 
retail  at  $2.50. 

"FOOTGLUVS"  are  patented— are  made  of 
selected  leathers  and  offer  you  distinctive  goods 

to  sell. 

PROFIT 

50%  to  75% 

Write  for  Samples  of 
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THE  SULTANA  MFG.  CO. 

313-319   Findlay  St.,  Cincinnati,  Ohio 


staples;  this  could  be  done  by  baying  from  a  good  manufac- 
turer his  best  selling  lines — the  stamp  of  the  maker  was  the 
guarantee  of  quality  and  the  sales  guaranteed  style  as  well 
as  quality. 

With  this  feature  of  shoe  buying  explained  in  this  very 
simple  manner,  Mr.  Gibbons  was  asked  with  regard  to  what 
experience  had  taught  him  with  regard  to  the  difficulties 
upon  which  the  success  of  the  department  hinged — for  it  will 
be  generally  accepted  that  there  are  difficulties  in  the  hand- 
ling of  any  modern  business  where  there  is  very  keen  com- 
petition. 

"Classification  of  stock  on  paper/'  was  the  solution  he 
offered  of  the  problem  of  handling  the  buying  end  of  the 
business. 

Practical  Method  of  Classifying. 

"1  have  given  a  lot  of  thought  to  this  feature  of  the 
business,"  continued  Mr.  Gibbons.  "I  believe  that  I  have 
struck  a  fairly  satisfactory  and  simple  manner  of  disposing 
of  the  great  difficulty  of  properly  keeping  track  of  the  stock 
on  my  shelves  and  regulating  my  buying  in  relation  thereto. 
It  has  been  a  hobby  with  me  and  if  there  is  any  one  who  can 
tell  me  of  a  better  system,  then  that  is  the  man  I  want  to 
meet. " 

Mr.  Gibbons'  method  is  to  classify  all  stock  by  numbers 
and  in  his  system  there  are  two  books  of  record  which  are 
kept — that  is,  two  stock  books  which  have  no  relation  to  sales. 
In  the  first  place  when  the  goods  are  placed  in  stock 
they  are  registered  under  a  key  number  which  represents 
the  particular  line.    This  number  is  placed  on  each  pair  of 
shoes  and  in  the  register  is  placed  the  number  of  pairs  in 
each  size  throughout  the  range  and  all  with  the  same  key 
number.     After  each  entry  it  is  advisable  to  leave   con- 
siderable space  before  going  on  with  the  next  entry  so  as 
to  note  any  additional  information  regarding  this  line  or 
to  enter  re-orders. 
From  this  classification  record  entries  are  made  into  the 
stock  book.    Here  the  names  of  the  manufacturers  are  hand- 
led alphabetically  and  there  is  an  entry  made  for  the  different 
purchases  from  that  firm. 

Applying  the  Method. 

When  the  traveler  comes  around  with  his  samples,  the 
buyer  takes  down  his  stock  book.  He  looks  up  the  stock 
numbers  of  the  firm  and  asks  how  many  pairs  of  shoes  there 
are  under  each  number  on  the  shelves;  this  is  quickly  fieured 
by  the  clerk  and  the  buyer  is  in  a  position  to  talk  business. 

From  the  merchandising  manager  he  will  have  the  figures 
of  the  estimated  appropriation  of  the  particular  manufac- 
turer for  the  season.  From  the  stock  book  and  the  figures  of 
the  clerk  he  can  at  once  figure  how  a  line  has  been  selling; 
how  many  pairs  of  certain  quality,  shape  and  price  are  still 
on  the  shelves — and  fill  in  accordingly. 

This  disposes  of  the  staples — and  Mr.  Gibbons  is  strongly 
of  the  opinion  that  it  is  better  to  carry  long  lines  of  good 
goods  than  too  much  variety  in  the  way  of  novelties.  The 
agent  will  then  likely  ask  what  about  the  new  lines.  Here 
the  buyer  also  is  in  a  good  position. 

The  traveler  will  probably  bring  out  something  that  looks 
very  classy  and  then  he  will  bring  out  something  else.  If 
the  buyer  is  not  careful  he  will  be  buying  each  line  indis- 
criminately. What  he  should  do  is  to  take  up  his  stock  book 
and  look  the  situation  over  sensibly.  If  the  new  shoe  is 
one  to  sell  at  $5.  he  looks  over  what  he  has  and  if  he  rinds 
that  he  has  several  lines  which  in  block  and  shape  would  be 
duplicated,  then  he  should  let  that  one  go.  The  buying  should 
always  be  in  relation  to  the  stock  in  hand  and  the  selling 
power  of  certain  lines-- this  will  vary  in  every  store:  the 
buyer  should  buy  for  his  own  business  and  he  should  know 

that    business 

(Continued  on  page  94.) 


92 


FOOTWEAR     DEPARTMENT 


Dry  Goods  Review 


Cloth  and  Felt  as  a  Substitute  for  Leather 

T*  EPORTS  state  that  Boston  shoe  manufacturers  are  preparing  to-  meet  the  present  scarcity  of  leather  for 
Spring  by  making  up  cloth  top  and  felt  soles.  It  is  felt  that  woven  .  cloths  in  black,  brown  and  grey  will 
take  the  place  of  patent  leather,  and  when  leather  is  necessary  it  will  be  kid,  particularly  in  men's  shoes 
where  calf  skin  is  used  now.  Wholesalers  and  retailers  who  have  been  approached  on  this  subject  state  that  these 
substitutes  will  add  to  the  comfort  of  shoes,  and  that  all  those  who  do  not  require  special  leather  covering  will 
take  to  them  readily.  As  has  been  pointed  out  before  in  The  Review  the  prospects  are  for  a  great  scarcity  in 
patent  leather,  which  is  made  of  Russian  colt. 


Fan-shaped     tongue     with     inserts    of    dull 
kid  ;    kidney    heel. 


SPRING,   1915,   FASHIONS. 
(Continued  from  Page  90.) 

even  insets  of  velvet.   All  the  ornaments, 
as  has  been  remarked,  will  be  small. 

Felt  as  a  Substitute. 

This  is  a  period  of  substitutes,  and  it 
is  not  strange  that  the  scarcity  of  leather 
has  suggested  something  to  replace  it. 
Experiments  are   being  made  with   felt. 

"Felt,  as  is  well  known,  is  a  sub- 
stance composed  of  fibres  of  wool,  hair, 
fur,  etc.,  matted  together,"  says  a 
writer  in  The  Boot  and  Shoe  Recorder. 
The  fibres  are  put  together  in  loose  lay- 
ers in  a  seemingly  haphazard  manner,  so 
that  they  recross  each  other.  These  fibres 
are  wet.  and  in  drying  shrink  to  a  re- 
markable degree,  and  in  so  doing  form 
a  substance  devoid  of  grain.  Dried 
under  heat  and  tremendous  pressure,  the 
substance  is  tough,  strong  and  flexible, 
the  degrees  of  flexibility  and  closeness 
being  governed  by  the  amount  of  heat 
and  pressure  applied.  For  many  years 
felt  has  been  used  for  uppers  and  to  a 
less  extent  for  the  soles  for  house  slip- 
pers. A  similar  but  coarser  felt  is  used 
for  lumbermen's  boots,  to  be  worn  with 
rubber  overshoes,  or  "perfections,"  but 
it  is  not  until  this  last  season  that  felt 
has  been  used  for  outer  soles  of  shoes 
for  street  wear." 

With  the  demand  for  ordinary  street 
wear  purposes  felt  is  being  treated 
■so  as  to  look  like  leather,  and  can  be 
made  water  proof.  As  a  rule  manufac- 
turers are  usins'  a  leather  insole  to  pre- 
vent an  uncomfortable  feeling,  as  felt  is 
an   absorbent. 


Men's  Styles. 

In  men's  footwear  there  is  still  less 
variety  than  in  women's,  with  the  most 
prominent  tendency  to  lighter  weights 
and  closer  edges.  Bals  are  not  as  strong 
as  last  year  for  the  new  Raglan  cut  to  the 
Blucher  has  been  sufficient  to  bring  it 
up  to  the  old-time  popularity. 

While  the  recede  toe  continues  very 
strong  in  the  higher  grades,  the  ex- 
treme long  French  toe  has  been  pretty 
well  discarded,  while  the  medium  toe 
will  be  strongest  of  all.  And  in  some 
of  the  smaller  communities  the  high  toe 
will  still  hold  its  place.  The  tendency 
in  heels  remains  towards  the  inch  and 
inch  and  a  quarter,  and  no  higher.  Heels 
have  a  tendency  to  flare  slightly  inward. 


PrJ& 


J4jrf. 


NKYV    I1>KAS    FOB    SPRING. 

No.  1-  -Inlays  of  contrasting  leather  and 
varieties    of    tongue    shapes. 

N'n.  2 — Black  and  white,  ankle  and  instep 
straps    are    inlaid,   slashed    and    pinked. 

No.  3  Every  possible  design  in  quarters. 
Note   pretty    collar   effect   in   first   cut. 

No.  4— Popular  types  of  heels-  Cuban-con- 
caved, Cuban-'Louis,  straight  breasted,  spool, 
.Mid    new    Louis. 

No.  5  -T.ittle  touches  in  men's,  showing 
infinite  possibilities  of  stitching  and  punch- 
ing.    Courtesy   of  Bo^t  and   Shoe  Recorder. 
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Tan  Oxford,  blucher  style,  with  new  raglan 
cut,  and  squares  pinked  on  the  tip.  Shown 
by    Regal   Shoe   Co. 

The  blend  eyelet  continues  strong 
with  the  small  tango  eyelet  a  good  sec- 
ond. 

Tans  Goods  Again. 

Unlike  women's,  tans  will  be  very 
strong,  and  more  promise  to  be  sold  than 
for  several  years.  Of  these  the  mahogany 
shade  that  was  feeling  its  way  last  year 
will  keep  up  a  fast  pace.  Manufac- 
turers are  welcoming  the  tan  fashion 
as  relieving  the  demand  for  dull  fin- 
ished calf.  Third  in  the  list  is  black  kid, 
with  white  and  combinations  very  poor 
"also  rans."  There  was  one  of  last 
year's  combinations,  however,  black  and 
tan,  that  seems  likely  to  get  a  fair  sale 
this  year. 

Oxfords,  1,  2,  3. 

The  Oxfords  will  be  far  in  the  lead 
next  Summer  and  comparatively  few 
high  cuts  are  expected  to  be  used.  These 
will  be  nearly  all  laced,  as  buttons  are 
very  weak.  In  the  high  cuts  they  will  be 
used  only  for  dress  wear.  There  is,  in- 
deed, no  sign  of  the  coming  into  force 
of  a  prophecy  some  made  last  year  of 
greater  demand  for  button  patents. 
Every  indication  is  airainst  this. 

Fall  sales  will  be  worked  out  in 
men's,  as  in  women's  shoes. 

Rubber  soles  and  heels  will  be  quite 
as  good  as  last  year,  and  probably  bet- 
ter. These  will  be  used  both  with  tan 
and   white  uppers. 


New  Shoe  Company. — Hamilton  may 
soon  have  a  new  boot  and  shoe  manu- 
facturing company  plant.  The  American 
Footwear  Company  has  written  to  Ot- 
tawa for  a  charter,  and  representatives 
have  been  inspecting  the  city  for  a  site. 


Dry  (Hoods  Review 


¥  O  0  T  W  E  A  R     D  E  PA  R  T  M  E  N  T 


""J"  Ills  background  can  be  madt 
*■  out  of  compo  board  or  thin 
lumber.  Tin  sum/!  lattice  nor/,-  in 
/I,,  center  can  be  made  of  small  strips 

of  /rood  and  enameled  white.  Winn 
the  iilmh  design  is  completed,  it 
should  be  painted  pale  green  with 
heavy  paint,  and,  when  the  second 
coat  is  given  ordinary  sand  should  be 
sprinkled  on  the  paint  before  if  dries. 
This  will  give  the  surface  the  ap- 
pearance of  rough  stone. 

The  small  lights  hanging  down 
the  pillars  ran  be  ordinary  bulbs  on 
which  tissue,  paper  or  some  fancy 
electric  shade  is  used.  Autumn  or 
seasonable  other  foliage  could  be  used 
in  the  center.  The  bottom  of  the 
of  the  window  should  be  covered 
with  pale  buff  felt. 

The  approximate  cost  is  as  follows: 

2   yards  felt    $1.50 

Compo  hoard 3.00 

Paints,  -1  qts 1.Q0 

Wire,  bulbs,  sockets....     2.25 
Foliage   3 .  00 

$10.25 


Effective  Background    for   Fall  Shoes 


Designed    for    The    Review   by   A. 


Daoust. 


//  available   lumber  is   used  a  sar- 
in;/ of  $:*>  can  be  effected,  and  another 


of  $3  if  tin   trimmer  has  tin  foliage, 
leaving  the  total  cost  only  $4.25. 


Prices  Up  5  to  15  p.c.  on  Spring  Lines 

Outlook  is  Very  Uncertain  on  Supplies — $5  Boots  May  Sell  at  $ti 
Soon — Forcing  Tan  on  Women  in  Place  of  Patent  Leather. 


I 


N"  the  Canadian  shoe  trade  there  is 
already  some  speculation  as  to  what 
materials  may  be  used  for  footwear 
if  the  existing  conditions  continue  in- 
definitely. Manufacturers  do  not  seem 
to  care  tn  express  opinions  as  to  what 
will  be  done  when  leather  supplies  are  ex- 
hausted-lint  that  these  supplies  will 
soon  be  exhausted  if  shipments  do  not 
come  forward  from  Europe  there  is  not 
the  least  doubt.  Prices  for  raw  material 
are  being  quoted  merely  hum  day  to 
day  and  nothing  like  assurance  is  given 
as  to  futures.  The  market  could  hardly 
be  imagined  as  being  in  a  more  unset- 
tled state. 

"I  would  he  ashamed  to  try  to  predict 

What  we  will  he  using  for  shoe  materials 

Should  the  war  last  a  year,"  was  the  way 

in   which  one  leather  man  r<  ferred  to  the 

situation. 

From  inquiries  in  the  trade  it  is  learn- 
ed that  the  advances  which  have  been 
made  by  the  manufacturers  are  gener- 
ally ">  per  cent,  to  15  pei-  cent.,  according 
to  the  grade  of  shoe. 

"Would  the  retailer  be  entitled  to 
ask   $6    Tor  a   si lie   has   heeii    selling  at 

$5?"  was  a  question  asked  one  manu- 
facturer, the  reference  being  of  course 
to  the  retail  situation  in  the  Spring  when 
the  lines  which  are  now  being  sold  are 
placed   in   stock. 

This   firm   had    made   its  figures   on    the 


basis  referred  to  up  to  the  1st  of  October 
and  were  guaranteeing  delivery  on  orders 
placed  up  to  that  time.  The  manage- 
ment would  g-o  no  further  for  they  had 
nothing  to  assure  a  supply  of  leather  at 
a  more  definite  price  than  the  daily  ([no- 
tations in  the  market;  these  quotations 
were  being  changed  every  day.  Quota- 
tions could  only  be  guaranteed  up  to  the 
extent  of  the  stock  in  hand.  On  the  1st 
of  October  it  was  found  that  the  supply 
of  stock  had  not  been  exhausted  and  the 
prices  were  continued  for  the  time  being. 

"Will  you  have  to  make  further  ad- 
vances?" was  asked. 

"We  certainly  will,"  was  the  imme- 
diate and  emphatic  reply.  "The  price 
of  material  is  advancing  all  the  time.  I 
was  making  inquiries  yesterday  as  to 
further  stock  and  the  quotations  have 
been  increasing  materially." 

Most  retail  firms  consider  if  best  to 
hold  prices  at  past  figures  as  long  as 
possible,  as  is  beinu  done  throughout  the 
dry  goods  stores  generally. 

Several  firms  who  carry  shoes  marked 
at  a   "fixed"  price  declared  that  they 

might    decide   to   hold   flu1   price   hut    lower 

the  qualify  to  correspond. 

Just  at  present  it  is  impossible  to  pre- 
dict with  any  exactness.  Unquestion- 
ably the  outlook  is  not  as  dark  as  one 
month  ago  hut  quite  had  enough.  Many 
believe  that  tan  will  be  forced  on  w  o- 
94 


men    owing    to    the    certain    scarcity    of 
jiatent   leather. 

Some  manufacturers  have  advanced 
prices  on  sorting  orders  as  much  as  40 
ceuts  a  pair.  Tn  some  cases  big  lots  of 
overstocked  goods  have  been  bought  at 
regular  prices  or  even  below. 

■ @ 


A  SAFE  METHOD,  ETC. 

(Continued  from  page  92.) 

The  question  would  probably  he  asked, 
following  these  explanations  by  Mr.  Gib- 
bons of  his  system,  as  to  how  lie  would 
buy  job  lots. 

This  is  a  different  matter.  Job  lots 
sell  on  their  appearance  and  to  sell  they 
must  be  right.  The  best  thing  to  do  is 
to  take  the  job  sample  and  compare  it 
with  his  regular  lines.  The  traveller  may 
have  a  line  which  he  claims  is  a  reg- 
ular $5  shoe.  It  may  he.  but  the  way 
to  tell  is  to  put  it  alongside  your  $5 
stock  lines.  Tt  may  not  look  better  than 
:i    >:;..".ll    or   >1    shoe   you    have    to    sell.    If 

you  cannot  buy  such  a  shoe  to  sell  at 
.+'2.00  or  a  little  under  you  will  probably 
only  be  doinu'  harm  to  your  regular 
lines.  This  is  a  good  principle  in  gen- 
eral to  compare  the  job  stuff  with  the 
regular  stocks  and  always  Leave  suffi- 
cient margin  to  give  a  real  bargain — or 
stick    to    the    regular   lines. 


Prices  for  Rubbers  to  Hold  Until  December  1st 

Big  Manufacturers  have  Raw  Stocks  to  Last  for  Some  Time  and 
Market  is  Expected  to  Stand  Together — Future  Depends  Entirely 
on  the  Rubber  Market,  with  no  Advances  Unless  Necessary. 


TEIE  war  has  not  affected  the  retail 
market  situation  to  any  extent 
;vith  regard  to  rubber  footwear  up 
to  the  present  time.  Whether  the  trade 
and  the  public  will  have  to  pay  higher 
prices  after  the  first  of  December  is 
something  that  is  as  uncertain  at  the 
moment  as  is  the  situation  in  Europe. 
In  any  event,  present  prices  may  be  ex- 
pected to  hold  generally  up  to  that  time. 
The  whole  problem  as  to  the  future 
concerns  crude  Para  rubber  such  as  is 
used  in  the  manufacture  of  the  different 
lines  of  rubbers,  overshoes  and  athletic 
footwear.  When  the  war  broke  out  there 
was  a  big  demand  for  raw  rubber.  The 
price  advanced  from  about  65c  and  70c 
to  $1.15.  $1.25  and  $1.30— practically 
double.  Since  that  time  the  difficulty 
of  making  exports  to  Europe  has  caused 
a  reaction.  The  action  of  the  rubber 
manufacturers  will  depend  largely  upon 
the  market  prices  prevailing  about  the 
1st  of  December,  as  big  manufacturers 
now  have  sufficient  crude  material  to 
operate  until  that  time  and  there  will  be 
no  advance  until  such  a  course  is  abso- 
lutely   necessary.     The    tenor    of    trade 


opinion  is  that  under  the  existing  con- 
ditions every  effort  is  to  be  made  to  keep 
the  prices  down  in  sympathy  with  the 
public  pocketbook. 

All  orders  which  are  placed  before  the 
first  of  December  are  pretty  certain  to  be 
filled  at  the  present  figure — and  there 
will  be  no  advance  then  if  the  market 
for  raw  material  is  at  all  reasonable. 
However,  this  is  not  the  buying  season 
for  lubbers  and  overshoes.  Stocks  are 
usually  purchased  in  the  Spring  for  Fall 
delivery.  Sorting  business  brings  in  a 
fair  volume  of  orders  through  the  Win- 
ter months,  but  these  have  not  com- 
menced  as  yet. 

As  regards  athletic  footwear,  orders 
are  now  being  taken  and  most  of  the 
louses  have  their  travellers  on  the  road. 
These  orders  are  being  taken  on  the  old 
basis.  There  may  be  some  changes,  but 
these  are  in  the  nature  of  adjustments 
and  are  both  up  and  down  the  price 
scale,  having  no  relation  to  the  war  con- 
ditions. 

Some   New    Footwear   Novelties. 

The  lines  of  rubber  and  canvas  ath- 
letic and  outing  footwear  now  being  of- 


fered to  the  trade  for  next  season  em- 
brace a  great  many  varieties,  for  this 
class  of  footwear  has  become  much  more 
popular  during  the  last  few  seasons. 
The  new  low  shoe  for  summer  dancing, 
being  made  of  white  canvas  with  a 
thick  rubber  sole  and  solid  rubber  heel 
has  been  made  a  strong  seller  by  the 
popularity  of  the  tango  and  the  other 
new  dances  at  the  Summer  resorts.  It 
is  expected  to  have  a  big  run  in  the 
coming  season.  Entirely  new  is  a  sandal 
for  the  children  made  of  water-resisting 
canvas  and  rubber  sole,  which  is  a  very 
sensible  foot  protection  for  the  young- 
sters playing  in  the  sand  and  wading  on 
the  beaches. 

Unique  in  the  new  line  of  one  of  the 
large  manufacturing  concerns  is  a  rubber 
soled  stocking  for  bathing.  This  seems 
destined  to  find  popularity  with  the 
bathers.  It  is  really  a  combination  shoe 
and  stocking.  The  rubber  is.  however, 
attached  to  the  knitted  material  and 
there  is  no  danger  of  its  coming  off  in 
the  water.  Really  a  part  of  the  -locking, 
it  ^ives  full  protection  to  the  feet  with 
a  minimum  of  additional  weight. 


Canadian  Conference  for  Acquiring  New  Trade 


BUSINESS  optimism  was  the  key- 
note of  the  quarterly  meeting  of 
the  Eastern  Townships  Board  of 
Trade,  held  at  Granby.  Quebec,  the  last 
week  of  September.  This  note  was 
sounded  by  the  president,  R.  C.  Wilkins, 
of  the  Robert  C.  Wilkins  Co.,  Limited, 
manufacturer  of  shirts,  etc.,  Farnham, 
Que.,  and  pervaded  the  whole  proceed- 
ings. 

After    referring    to    the    sending    by 
Canada,  of  troops  and  provisions  to  the 
Mother  Country,  Mr.  Wilkins  said : 
Keep  Business  Moving. 

"It  is  not  the  privilege  of  every  man 
to  go  to  the  fi-ont,  but  those  who  have 
gone  and  those  who  will  go  expect  us 
who  remain  at  home  to  keep  the  business' 
of  the  country  moving  along,  that  hard- 
ships may  he  averted;  it  is,  therefore, 
our  imperative  duty  to  avoid  panic,  to 
combat  every  sign  of  discouragement  or 
down-heartedness,  to  ourselves  feel  and 
make  others  feel  that  we  must  and  will 
do  business  as  usual  in  order  that  all 
may  be  employed.  I  have  reports  from 
a  number  of  Boards  of  Trade  forming 
part  of  this  Associated  Board  which 
show  conditions  in  the  Eastern  Town- 
ships to  be  excellent. 


Tariff  Guarantee. 

"Our  manufacturers  should  be  now 
looking  into  the  question  of  producing 
goods  such  as  have  been  heretofore  im- 
ported from  Germany  and  Austria.  Not 
only  does  this  apply  to  our  own  country, 
but  we  should  endeavor  to  supply  much 
of  the  goods  formerly  imported  from 
Germany  and  Austria  by  Great  Britain, 
hi  this  connection  I  believe  is  is  highly 
important  that  our  tariff  should  be  so 
adjusted  that  manufacturers  will  be  as- 
sured for  a  number  of  years  of  sufficient 
protection  to  secure  our  market  for 
them,  that  they  may  be  encouraged  to 
make  the  large  necessary  outlays  on  pat- 
terns, tools  and  plant  to  take  care  of  this 
prospective  new  business. 

"To  the  three  thousand  members  of 
this  Associated  Board  and  to  all  other 
men  of  the  Eastern  Townships  I  say: 
'Fear  not  for  the  fuure,'  wear  a  smile 
of  confidence;  courage  is  contagious; 
push  business  as  you  never  did  before; 
buy  goods  'made  in  Canada,'  and  thus 
assist  in  keeping  our  factories  running 
full  time.  Have  confidence  in  Canada. 
When  this  war  is  over,  I  believe  this 
country  will  see  the  greatest  boom  ever 
known." 
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Suggesting  Trade  Conference. 

The  association,  which  represents  30 
Boards  of  Trade  and  3,000  members, 
passed  some  important  resolutions.  One 
of  these  urged  the  Canadian  Government 
to  stimulate  new  trade  in  Canada  that 
would  replace  much  of  the  business  that 
had  been  held  by  Germany  and  Austria 
before  the  war.  To  this  end  it  was  sug- 
gested that  the  Government  consider  the 
advisability  of  calling  a  conference  com- 
posed of  duly  accredited  representatives 
of  the  Canadian  Manufacturers'  Asso- 
ciation, the  banking  and  transportation 
interests,  the  labor  circles,  the  farming 
and  kindred  communities,  to  meet  at  an 
early  date,  and  that  the  governmental 
departments  prepare  details,  statistics 
and  information  of  the  trade  and  com- 
merce transacted  between  the  aforesaid 
countries  during  the  past  year,  so  that 
broad  plans  may  be  initiated  and  ma- 
lured  for  Canada  to  get  her  fair  share 
of  the  business  thus  offering. 

The  boards  will  endeavor  to  have  the 
law-giving  communities  of  6,000  popula- 
tion and  over  power  to  clean  up  tuber- 
cular herds  and  recompense  the  farmers 
made  operative  in  rural  sections. 


Many   Novelties   in   Canadian    Made    Lines 

Advantage  Taken  of  Absence  of  European  Leather  Novelties — 
The  Party  Idea  Applied  to  the  Handbag,  the  Latest  Novelty — 
How  the  War  Affects  the  Notion  Line — The  Spanish  Comb  and 
Curved  Shapes  in  Braid  and  Turban  Pins  —  Some  Beautiful 
French  Shades. 


BUYERS  are  becoming  keenly  in- 
terested in  notion  and  fancy 
goods  lines,  as  it  is  more  and  more 
evident  that  they  will  have  to  do  some 
searching  to  supply  the  gaps  that  will  be 
left  by  the  absence  or  shortage  in  many 
familiar  lines. 

Not  a  few  lines  of  notions  have  been 
completely  cut  off,  or  the  fact  has  been 
uncovered  that  some  essential  part  was 
produced  in  Germany,  the  explanation 
being  that  Germany  made  these  articles 
much  more  cheaply  than  it  was  possible 
to  do  so  in  other  countries.  Therefore, 
when  present  stocks  are  sold  there  will 
be  no  further  supply  until  some  other 
country  begins  to  make  them,  and  when 
this  happens  the  price  is  almost  certain 
to  be  higher.  The  feeling  about  the  ob- 
taining of  English  and  even  French 
goods  becomes  easier  every  day,  and  as 
no  inconsiderable  portion  of  the  notion 
stock  comes  from  these  countries,  the  re- 
quisite assortments  are  going  to  be  easier 
to  keep  up  than  was  at 
first   expected. 

Hair  Goods  Higher. 

Hair  goods  and  hair 
nets,  which  are  largely 
made  from  human  hair, 
are  going  to  be  seri- 
ously affected  by  the 
war.  The  finest  grades 
of  hair  come  from 
Austria,  Germany  ami 
Italy.  Shipments  have 
erased  from  the  two 
lirst  mentioned  coun- 
tries, and  the  price  of 
hair  is  going  up  by 
leaps  and   bounds. 

The  French  roll  or 
twist,  which  made  its 
appearance  a  year  ago, 
is  still  the  popular 
mode.       Simplicity      is 


the  keynote  of  the  new  coiffure,  and 
where  it  is  becoming  the  hair  is 
drawn  away  from  the  face.  The  hair 
must  be  flat  at  the  sides,  though  many- 
women  are  not  drawing  it  completely 
away  from  the  ears,  as  is  the  extreme 
mode.  If  the  hair  has  a  natural  curl  the 
natural  wave  is  utilized,  otherwise  it 
must  be  waved.  Hair  ornaments  are 
also  simpler,  and  combs  and  pins  of 
plain  or  carved  shell  are  coming  into 
vogue.  Pins  studded  with  rhinestones 
are  also  fashionable,  and  in  better  goods 
there  is  a  decided  increase  in  the  use  of 
jet.  The  Spanish  combs  come  in  fan, 
square  and  other  shapes,  and  are  worn 
either  set  square  on  the  top  of  the  head 
or  thrust  sideways  into  the  hair  at  the 
back.  There  is  a  great  deal  of  latitude 
granted  in  the  placing  of  these  combs, 
and  each  woman  wears  them  where  most 
becoming. 

Braid    or    tango    pins    are    becoming 
enormous   in   size,   and    stick    out    at    the 


French  shad 

bj    E.   !'\   W.  Sal 


ea   for  olei  trie 

1-1.111  V. 


'hese  are   <  lanadian  mad 
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side  of  the  head  in  Japanese  fashion. 
Other  braid  pin  novelties  are  shaped  to 
fit  the  curve  of  the  head,  and  not  only 
retain  the  stray  hairs  in  place  at  the 
back,  but  keep  the  roll  in  curve  above. 
These  pins  are  carved  in  many  forms, 
and  both  the  teeth  and  the  head  are 
shaped  so  that  they  fit  in  in  any  posi- 
tion. 

Canadian  Leather  Goods. 
The  absence  of  European  competition 
in  fancy  leather  lines  is  stimulating  the 
Canadian  manufacturers  to  put  out  bet- 
ter goods.  Buyers  who  were  once  all  for 
imported  goods  are  now  willing  to  see 
what  the  Canadians  have  to  offer,  and 
orders  are  coming  in  that  promise  to 
keep  factories  busy.  No  shortage  of 
leathers  seems  to  he  pending,  and.  in 
spite  of  the  fact  that  when  supplies  of 
fittings  have  to  be  obtained  prices  prom- 
ise to  be  higher,  there  is  no  advance  as 
yet  in  fancy  leather  lines.  Buyers  are 
very  much  interested  in  party  cases 
and  party  bags,  and 
anything  of  this  kind 
that  contains  a  new 
feature  is  favorably 
received.  The  latest 
idea  is  the  fitting 
of  the  leather  hand  has: 
with  party  fittings. 
This  bag  is  a  model 
of  convenience  a  n  d 
elegance,  for  it  comes 
in  the  tlat  oblong  shape 
which  widens  towards 
the  bottom  in  order  to 
increase  its  capacity 
tor  earn ing  the  thous- 
and and-o  n  e  articles 
that  find  their  way 
into  this  substitute  for 
a  pocket.  This  bag 
conies  in  real  seal.  Rus- 
sian calf.  genuine 
morocco  and  o  t  h  e  r 
I 1  Continued  on  p.  102.) 
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Canadian-Made   Toys   for 
Canadian  Children 


Our  large  and  well-equipped  factory 
is  working  full  capacity  trying  to 
meet  the  tremendous  demand  for 
Canadian-made  toys  —  Unbreakable 
Character  Dolls,  Teddy  Bears,  Stuf- 
fed Toy  Animals,  Cowboy  and  Indian 
Suits. 


Don't  put  off  placing  your  order  until 
it  is  too  late.  Our  catalogue  is  ready 
and  waiting  for  an  intimation  from 
you  that  you  would  like  to  see  it. 

Drop  a  post  card  to-day. 


Dominion  Toy  Mfg.  Co..  Ltd.,  161-165  Queen  St.  E.,  Toronto 


Another 
Corner 
of  our 
Factory 
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Lots  of   Variety  in  New   Toys   for   Christmas 

Character  Dolls  Will  Have  Greater  Run  Than  Ever — New  Inven- 
tions in  Clock  Work — Educational  Features  Strong — Models  of 
Aeroplanes  and  Battleships  Likely  Sellers  This  Week. 

TOYS,  like  almost  everything  else 
thai  is  offered  to  the  public,  change 
with  the  seasons,  and  every  year 
will  find  something  new  for  the  children 
in  the  holiday  period.  Santa  Clans  like 
every  one  else  must  move  with  the  times 
even  it'  he  lias  a  less  critical  class  of  cus- 
tomers to  satisfy.  But  in  toys  the 
changes  come  gradually.  Every  year 
there  will  be  new  things  but  it  is  only 
occasionally  that  the  development  of  the 
trade  permits  the  introduction  of  some- 
thing radically  different — such  as  the 
clockwork  toys,  the  electrical  machine-, 
character  dolls,  etc. 

The  stocks  which  have  been  opened 
for  the  coming  holiday  trade  cover  a 
number  of  new  lines  as  usual,  lint  there 
are  few  of  them  which  stand  out  as  be- 
ing  a  departure  from  what  has  been 
shown  in  the  past.  There  are  many  ideas 
ahum-  old  lines,  however,  which  serve  to 
supply  that  something  different  which 
is  always  the  demand  of  modern  trade. 
There  are  new  dolls,  new  electrical  toys, 
new  mechanical  figures,  new  picture 
books  and  some  new  novelties. 

Variety  of  Clockwork  Toys. 
The  clockwork  toys  cover  a  wider 
range  than  ever  and  this  means  a  great 
deal.  There  are  characters  of  every 
kind  which  can  be  animated  by  the  wind- 
ing of  a  spring,  and  here  we  find  that  the 
popularity  of  the  motor  cycle  side  car 
lias  had  its  effect  in  a  model  of  the  two- 
passenger  machine.  A  strong  seller  in 
this  line  is  the  "dancing  coon."  who 
shakes  his  feet  in  a  most  natural  man- 
ner and  a  performing  dog  which  jumps 
into  the  air  and  turns  a  complete  somer- 
sault, landing  on  its  feet  again  and  dup- 
licating the  stunt  until  the  spring  runs 
down.  There  are  also  many  models  of 
aeroplanes  and  battleships  in  a  lug  rang< 
of  prices  which  should  prove  a  popular 
attraction  in  satisfying  the  patriotic 
spirit    iif  young  Canada. 

New  Character  Dolls. 
In  i  he  character  dolls  I  here  are  a  num- 
ber of  in"  lines  which  should  prove  po- 
pular. One  which  is  being  liea\  i!\  -luck- 
ed  by  some  firms  has  unusually  large 
r\  es  «  liicli  give  them  a  \  ery  cute  appi  ar- 
ance.  Something  new  has  come  out  also 
m   a    line  of  linlluw     celluloid     animals 

which    are    made    in    splendid    proportions 

and  are  beautifullj    finished  as  to  detail 

and  color.     There  are  also  many  other  of 
the    smaller    celluloid    toys. 

In  electrical  toys,  in  w  hieh  I  he  Ann  H- 
can    makers    lake    command    of    the    field 


CANADIAN-MADE   TOYS. 
"Baby  Betsy"  and  "Country  Cousins."     These  dolls  arc  absolutely 
unbreakable.     Baby  Betsy  carries  a  "Russian  bear''  which  walks  when 
pulled  across  the  floor.     Shown  by  Dominion  Toy  Mfg.  CoT 


to  a  large  extent,  there  are  a  number  of 
new  things  which  will  have  a  strong  ap- 
peal for  the  boys.  These  are  not  only 
entertaining  for  the  little  fellows  1  ut 
they  have  strong  practical  educational 
features  as  well.  There  are  elaborate 
electric  trains  which  can  be  connected 
with  the  ordinary  house  current  or  with 
dry  batteries  and  which  operate  on  the 
third  rail  principle,  a  motor  being  in- 
stalled under  the  locomotive.  These  are 
both  German  and  American  and  there  is 
also  a  small  stove  which  comes  from  Ger- 
many with  an  electrical  attachment.  This 
latter  is  not  only  a  toy  hut  there  comes 
with  it  a  set  of  practical  Lhough  small 
cooking  utensils  of  which  use  can  lie 
made  in  preparing  small  dishes. 

for  tin-  constructive  toys  which  ca 

on  the  market  a  few  years  ago  there  is 
getting  to  he  a  larger  and  larger  demand. 
They  are  not  only  entertaining  hut  for 
the  growing  hoy  there  are  strong  educa- 
tive features,  and  with  the  more  elabor- 
ali     sets    which    are    now     made    there    is 

practically  no  limit  to  the  number  of  de- 
signs which  can  be  worked  out  by  an  in- 
vent i\  e  youngster. 

Sand  Carrier. 
'I'he  sand  earner  is  another  toj    which 
has  met    with  a   strong     reception     and 
which    promises    to    he    a    he.'    siller    this 


season.  This  toy  has  the  advantage  of 
being  "mechanical"'  on  the  natural  prin- 
ciple of  gravitation  and  there  is  thus 
little  about  it  that  can  get  out  of  order. 
A  small  car  works  on  a  slide.  It  is  fill- 
ed with  sand  from  a  bin  at  the  top  of 
the  slide  and  when  it  becomes  so  heavy 
runs  down  and  dumps  automatically,  re- 
turning to  the  top  for  another  load  and 
repeating  the  operation  so  long  as  the 
supply  of  sand  lasts. 

The  Wondergraph  is  an  old  toy  which 
has  found  a  popular  revival.  It  is  a 
simple  automatic  device  by  which  a  num- 
ber of  very  intricate  pen  and  ink  de- 
signs  can  he  worked  out  by  turning  a 
small  crank,  different  patterns  being  pro- 
duced  by   changing  the  gauge. 

A  very  popular  new  line  during  the 
past  few  months  has  Keen  the  plain 
white  wooden  blocks,  hut  these  are  rath- 
ii    a    summer   than    a    winter   plaything. 

for  the  little  tots  there  is  a  new  edu- 
cational board  of  circular  shape  with  a 
round  incision  in  which  are  a  lot  of 
small  movable  characters  that  can  be 
moved  into  other  incisions  across  the 
hoard.  The  characters  are  all  mixed  up 
hut  when  properly  placed  together  they 
fit  into  larger  piei ui e  -  and  there 

i-  plenty  of  time-OCCupvins  amusement 
for  the  little  people  in  findins  the  prop- 
er arrangement  id'  tin1  different  pieces. 
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The  Nerlich  Catalogue 
is  ready  for  you 


Our  catalogue  is  now  ready. 
It  is  larger  than  usual  and 
contains  the  greatest  variety 
of  holiday  lines  offered  in 
Canada. 

In  announcing  our  new  cata- 
logue we  draw  attention  to  the 
fact  that  there  is 

no  shortage  of 
holiday  goods  yet 

and  that  we  will  be  able  to 
supply  the  trade  as  usual  with 
the  following  lines: 

Fancy  Goods 
Toys  and  Dolls 
Games 

Xmas  Novelties 
Druggists'  and 
Smokers'  Sundries 
Smallwares,  etc. 
China,  Glassware 
and  Crockery 


Travelers  on  the  Road 

Our  travelers  are  all  on  the  road  with  their  usual  large  showing  of 
samples  and  will  visit  their  customers  in  due  course. 

NERLICH  &  CO. 

IMPORTERS  AND  WHOLESALE   DEALERS  IN    FANCY  GOODS,  CHINA, 

GLASSWARE,  TOYS,  DOLLS 


146  FRONT  STREET  W. 
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Place  of  German   Toys  in   Canadian  Trade 

Held  a  Practical  .Monopoly  La  Carved  Wood  Moaels,  Includiuu' 
Xoalrs  Arks  and  Stuffed  Articles,  as  Well  as  the  Cheaper  Lines 
of  Mechanical  Toys — Cheap  Hand  Labor  and  Lighter  Metal  Lines 
the  Secret — American,  Canadian  and  English  Toys  of  Better 
Quality  and  Higher  Pric< — Outlook  not  Serious. 

IN  the  toy  world  Germany  lias  for  years  been  playing  a  more  and  more  important  part.  To-day  there  is  no  stock 
of  toys  which  does  not  show  a  large  variety  of  the  goods  which  the  Germans  produce  and  there  are  many  toy 
departments   in   winch  the   European-made  plaything's  predominate. 

The  war  has  brought  to  the  toy  jobber  many  serious  problems — to  the  manufacturers  of  toys  in  Canada,  the 
United  States  and  England,  there  arc  many  possibilities  presented  for  the  development  of  business  to  replace,  or  to 
duplicate  when  possible,  the  handiwork  of  the  busy  artisans  of  the  land  of  the  Kaiser.  But  already  there  are  rifts 
in  the  clouds  so  far  as  the  retailer  is  concerned.  While  direct  retail  importers  found  that  when  the  war  broke 
there  were  many  of  their  orders  which  had  not  come  forward,  the  jobbers  had  already  received  the  bulk  of  their 
consignments.  To-day  the  outlook  for  the  coming  season  is  pretty  well  denned,  and  if  there  should  be  a  shortage 
of  the  German  toys  there  will  be  other  lines  to  take  their  place,  but  it  is  not  thought  the  shortage  will  be  serious. 
On  the  other  hand,  if  the  war  continues  for  another  year,  there  will  be  many  lines  which  will  be  out  of  the  market 
so  far  as  Germany  is  concerned,  and  even  to  date  the  handicap  to  production  is  likely  to  have  a  far-reaching  effect. 
This  is  where  the  opportunity  opens  for  the  toy-makers  of  other  countries. 

German  Lead  in  Price  Mainly. 

To  look  over  the  stocks  of  toys  and  judge  the  German  product  alongside  the  product  of  other  countries  brings 
conviction  that  it  has  been  in  the  matter  of  price  that  the  Germans  have  made  progress  in  toy  manufacturing  and 
that  there  are  few  of  the  lines  which  cannot  be  replaced. 

The  difference  between  the  toys  of  Germany  and  Canada,  England  or  the  United  States  is  more  easily  seen 
than  described.  Many  of  the  German  goods  are  distinguishable  by  the  emphatic  evidence  of  hand  labor  which 
can  be  so  cheaply  secured  there.  This  is  seen  in  the  greater  detail  in  which  the  article  is  worked  out  and  the 
more  completeness  of  the  reproduction  where  hand  labor  is  concerned.  On  the  other  hand,  while  many  of  the 
German  toys  are  very  high-priced  there  is  about  the  metal  productions  a  lack  of  quality  which  is  noticeable  in  com- 
parison with  the  English  or  American  product.  Everywhere  it  is  evident  that  the  German  toy.  whether  produced 
by  hand  or  by  machinery,  is  about  the  cheapest  of  the  kind  that  can  be  turned  out  so  far  as  labor  and  material 
are  concerned. 

Natural  Hair  Dolls. 

Dolls  come  largely  from  Germany.  Practically  all  of  the  dressed  dolls  are  included  in  this  reference.  There 
are  some  lines  which  are  made  in  this  country  to  advantage,  particularly  the  indestructible,  but  it  has  been  found 
that  the  Germans  are  much  superior  in  making  the  jointed  bodies  and  the  heads  with  natural  hair. 

Teddy  Bears  and  practically  all  of  the  other  stuffed  toys  come  from  Germany,  and  there  will  be  no  difficulty  to 
replace  this  line.  This  includes  practically  all  of  the  hand-shaped  toys,  rocking  horses,  and  all  of  the  fur-covered 
animals  on  which  there  is  a  very  large  proportion  of  hand  work. 

In  toys  from  wood  the  Germans  take  a  place  of  their  own  for  here  is  found  the  influence  of  the  cheap,  home 
manufacture  which  is  so  prevalent  in  that  country.  Included  are  small  horses  and  wagons,  reproductions  of 
houses,  barns  and  other  buildings — which  are  worked  out  in  great  detail — and  many  other  lines.  The  Noah's  Ark 
would  be  a  much  more  expensive  toy  were  it  not  for  the  cheapness  of  the  German-made  animals. 

German  Mechanical  Toys. 

It  will  be  in  the  mechanical  toys  principally  that  the  lack  of  the  German  goods  promises  to  be  felt  eventually. 
This  does  not  mean  that  there  will  not  be  toys  of  this  class,  but  in  the  cheaper  lines  Germany  has  held  the  trade. 
American  manufacturers  have  also  gone  extensively  into  the  manufacture  of  mechanical  toys,  but  they  are  of  a 
more  expensive  class.  Generally  speaking,  there  has  been  little  effort  to  follow-  the  German  lead  in  the  manufac- 
ture of  toys  to  retail  at  25c  and  50c  These  toys  display  a  greater  versatility  than  the  American  models,  but  at  the 
same  time  I  hey  lack  in  durability;  they  are  comparatively  flimsy  and  made  of  much  lighter  metal.  Here  we  see 
again  the  facility  of  the  Germans  to  turf!  out  cheap  goods— price  in  these  is  always  a  more  important  consideration 
I  ban  quality. 

Germany  has  made  a  big  bid  for  the  business  in  mechanical  trains,  but  in  electric  toys  in  general  the  American 
manufacturers  are  in  the  advance.  American  iron  toys  are  stocked  almost  exclusively  in  Canada,  and  these  include 
i lels   with   the   friction  drive  which   is  a   very  practical    and  substantial    plaything. 

In  projection  toys  there  is  a  division  between  the  German  and  American,  the  latter  being  of  better  quality  and 
more  expensive.  Drums  are  from  Germany  and  the  United  Slates.  Lead  soldiers  come  from  England,  where  there 
is  always  evidence  of  better  quality.     Practically  all  colored  rubber  balls  have  been  made  in  Germany. 

( ( lontinued  on  page  L02) 
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De Long 
Press  Button 


World's  Flattest 
Fastener 


De  Long 
Hook  and  Eye 


See  That 

hump 

TRADEMARK    A 
CEG.U5.  PAT    OFF. 


De  Long 

Safety 

Pins 


Guarded 
Coil 
Rust?  Never!' 


DE  LONG  HOOKS  AND  EYES 
DE  LONG  PRESS  BUTTONS 

There    is    a    place    for    each    on    your    Notion    Counter. 

There  is  a  need  for  each  in  the  making  of  every  gown. 

The  good  dressmaker  knows  how  to  use  each  in  its  proper 
place,   for  the  greatest  security,   neatness  and   durability. 

The  good  Notion  Department  displays  complete  assort- 
ments of  both,  in  all  sizes  and  colors ;  because  every 
notion   buyer  knows  that 

DE  LONG  HOOKS  AND  EYES 
and  DE  LONG  PRESS  BUTTONS 

are  the  very  best  of  their  kind,  and  will  give  satisfac- 
tion,   in    selling    and    in    use,    unequalled    by    any    other. 

THE  DE  LONG  HOOK  and  EYE  COMPANY 

OF  CANADA,  LIMITED 
ST.  MARYS,        -        ONTARIO 


See that 

hump? 

TRADE  MARK  BEG  U  5  PAT  OF  F 

DeLong 
Hook—  Lye 


PATENT  INVISIBLE  EYES 


NUO 


Hook  ^D  Eye 

Bless  that      V^j 

Nub! 


De  Long 
Ho  ok  and  Eye 


Tape 


LOOK 
FOR  THE 
TAGS 
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NOVELTIES  IN  CANADIAN  LINES. 

(Continued  from  page  96.) 

leathers,  and  is  lined  with  rich  cord,  silk 
or  moire.  Instead  of  the  mirror  at- 
tached to  the  frame,  this  article  is  com- 
bined with  a  memo,  book,  and  this  and 
the  coin  purse  is  contained  in  pockets 
on  one  side  of  the  bag,  while  on  the  other 
are  pockets  for  powder  puff  case, 
vinaigrette  and  pinease.  The  fittings 
ace  ol'  highly  polished  silver  or  gilt  and 
gun  metal,  and  the  fittings  match  the 
square,  somewhat  massive  frame.  This 
frame  also  has  a  new  kind  of  safety 
catch,  and  the  handle  is  a  strap  firmly 
fastened  to  a  metal  base. 

With  the  extended  use  of  electric 
light  fittings  comes  a  call  for  more  subtle 
effects  in  lighting.  The  decorator  is  tak- 
ing hold  of  lighting  and  is  incorporating 
it  in  with  his  color  schemes  and  effects. 
In  this  connection  there  is  an  extensive 
opening  for  French  shades  because,  be- 
sides their  beauty  of  outline  and  shape. 
they  can  be  had  in  colors  to  match  any 
scheme.  Not  only  are  the  usual  electric 
lamp  fixtures  used,  but  Oriental  jars,  the 
posts  of  old  four-post  beds,  etc.,  can 
be  turned   easily  into  decorative   lamps. 

@— 

PLACE  OF  GERMAN  TOYS  IN 
CANADIAN  TRADE. 

(Continued  from  page  100.) 

In  celluloid  toys  the  Germans  hold 
the  bulk  of  the  trade.  Here  we  find  a 
big'  range.  There  are  carefully  modeled 
animals  or  colored  celluloid,  paper 
knives,  rattles,  small  dolls  and  various 
figures. 

Books  for  the  younger  generation  come 
from  England  to  a  large  extent  but  there 
are  also  some  printed  in  the  United 
States.  Games  come  from  various 
sources,  but  there  is  no  dependency  on 
Germany  for  printed  lines — unless  it 
may  be  that  many  which  are  imported 
from  England  are  only  designed  there 
and  printed   in   Germany. 

Canada  up  to  the  present  had  not  been 
paying  a  very  important  part  in  the  toy 
manufacturing  with  the  exception  of 
the  dolls,  but    is   now  ggtting  active. 

Japan  may  also  be  expected  to  become 
an  active  factor  in  the  toy  market  if  the 
German  goods  arc  dosed  out  for  any  con- 
siderable  period. 

And  so  while  (lie  stocks  of  toys  for 
next  year  may  possibly  have  a  different 
appearance  from  the  displays  of  the  pre- 
sent and  the  past,  there  will  still  be  toys 
and  it  is  not  likely  that  there  will  be  any 
serious  dearth  of  them.  There  may  not 
be  such  cheap  lines  as  pop  guns  to  retail 
at  LOc  or  mechanical  toys  a!  'Joe.  but 
alter  all  it  is  doubtful  if  the  children 
will  miss  what  they  know  nothing  aboul 

if  there  is  any  line  of  goods  which 
sells   mi   appearance   it    is  surely   toys. 


Hand  .nn'.  party  bag  combined  of  Russia 
calf  leather,  with  highly  polished  silver  fit- 
tings, frame  to  match,  with  new  safety  catch. 
Shown  by  The  Western  Leather  Goods  Co., 
Limited. 


Art  Needlework 

Devices  For  Women  Who  Can- 
not Work  Buttonhole  Edges 
— Starting  Well  For  Fall. 

TEE  art  needle  work  department 
lias  done  an  unusually  g-ood  busi- 
aess  during  the  past  Summer,  and 
is  starting  out  well  for  Pall.  There  is 
very  great  activity  in  stamped  goods  par- 
ticularly in  garments  intended  for  in- 
timate and  household  wear  and  also  for 
infants  and  children.  Many  of  these 
garments  are  made  up  so  that  when  the 
embroidering  is  worked  the  garment  is 
ready  for  wear  or  use.  Pillow  cover- 
come  with  the  hems  hemstiched  in  and 
are  all  ready  fur  use  when  the  embroid- 
ery i-  finished.  Garments  come  with 
buttonhoMer  or  laced  edges  for  there  are 
many  women  who  cannot  work  a  button 
hole  eds-e  that  will  wear  satisfactorily 
and  these  women  are  taken  with  the 
lace  edge.  Children's  dresses  come 
stamped  on  natural  and  white  linen  and 
on  repp  or  soft  finished  white  pique. 
There  has  been  some  complaint  about 
these  little  dresses  not  fitting  at  the 
neck,  and  to  obviate  this  buttoned 
slashes  are  beimr  introduced.  The  ma- 
jority of  dresses  are  straight  line,  but 
Oliver  Twist  dresses  some  of  which  have 
buttonholed  tabs  finishing  the  waist  and 
skirt  are  shown. 


Mr.  W.  R.  Brock  on  War  Conditions 


T 


HE  Montreal  Herald  contained 
the  following  interview  with  Mr. 
W.  R.  Brock:— 


"To  such  an  extent  have  sympathy 
and  imagination  worked  on  the  public 
that  I  firmly  believe  that  the  first  news 
of  a  decisive  victory  for  the  allies,  such 
as  the  evacuation  of  France  by  Germany, 
would  permanently  revive  trade  all  over 
Canada,  and  steady  things  wonderfully. 
There  can  be  no  doubt  as  to  the  ultimate 
result  of  the  war,  but  no  one  can  meas- 
ure its  duration.  Canada,  however,  will 
be  the  first  to  emerge  from  it.  strength- 
ened in  every  way.  and  better  fitted  to 
take  her  share  in  affairs  that  concern  the 
whole  Empire." 

This  courageous  declaration  of  W.  R. 
Brock,  president  of  the  W.  R.  Brock 
Company,  Ltd.,  represents  the  conviction 
of  more  than  a  few  Canadians  upon 
whose  shoulders  rest  great  commercial 
responsibilities. 

"Talk  is  largely  responsible  for  the 
dullness  of  business  just  now,-'  said  Mi'. 
Brock  to-day,  in  an  interview.  "Condi- 
tions in  the  country  are  really  belter 
than  normal;  farmers  have  never  been 
as  prosperous;  in  sections  where  cal- 
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amity  howlers  do  not  penetrate,  business 
is  really  ahead  of  any  previous  year. 

"Regarding  the  effects  of  the  war 
upon  the  dry  goods  trade  in  Canada,  the 
question  is  so  many-sided  and  prob- 
lematical that  it  is  a  difficult  one  to 
answer. 

"Since  the  beginning'  of  the  year,  up 
to  the  time  that  war  was  declared,  busi- 
ness had  been  quiet,  principally  owing  to 
financial  conditions  generally,  but  had 
commenced  to  show  unmistakable  signs 
of  revival,  so  that  we  were  led  to  believe 
that  the  tide  had  turned,  when  all  our 
calculations  were  upset.  Coming  as  sud- 
denly as  it  diil.  no  one  had  made  any 
preparation  for  the  inevitable  shortage 
of  all  (lasses  of  continental-made  goods, 
and  the  immediate  result  was  a  sharp 
hustle  by  both  wholesale  and  retail  deal- 
ers to  secure  stock  from  every  available 
source.  This  created  a  temporary  false 
boom,  but  had  the  effect  of  reducing 
stocks  materially. 

"The  extra  expenses  created  on  im- 
ported goods  such  as  ocean  freights — 
showing  an  advance  of  50  per  cent,  rate 
of  exchange,  war  risk  insurance,  etc.,  ne- 

( Continued  on  page  106.) 
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Millions  of  Women  use  Duchess  Hoops 

for    embroidering    and    would    have    no  other,  because— 


-Duchess  Hoops  hold  thick  or 
thin  fabrics  equally  taut. 

-The  Felt  Cushion  protects 
the  embroidered  work  from 
injury  when  being  placed  in 
or  removed   from   the  Hoops. 


— No  springs  01  attachments  to 

catch  the  silks. 
— No  metal  about  the  hoops  to 

rust  and  stain   the  fabrics. 
— Made   of   selected    hardwood. 

smoothly      finished      with 

rounded  edges. 


The  Best  and  Most  Popular  Embroidery  Hoops  on  the  Market 

Eight   sizes   in    Round,   3,   4,  5,   6,   7,   S.   10,   12-iuch. 
Three   sizes    in    Oval,   3x6,   4%x9,   6x12    Inch. 

I  THE  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A- 


1'lie  Largest  Makers  of  Embroidery  Hoops  in  the  World. 


Order    To-day 

Your   Jobber  carries   Duchess 
Hoops   and  recommeeds  them 


Over  18,000  dealers  sell  Duchess 
Embroidery   Hoops. 

It's  the  "Duchess" — the  Hoop 
with  the  Felt  Cushion,  women 
want  and  ask  for. 
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Suspenders 
Arm  Bands 
lincolni  Garters 
Belts 


Unsurpassed  Quality  at 

$2,$2  25,$4.25,$4.50,$7.50 

EXPRESS  PREPAID  ON  $25  ORDERS 

We  make  all  regular  styles  of  suspenders  at  the 
above  prices  or  fancies  in  individual  holiday 
boxes  at  $4.25  upwards.  Combination  sets  con- 
sisting of  suspenders,  garters,  arm  bands  at  $4.25 
and  $7.50,  and  of  belts  and  garters  at  the  same 
prices.  Terms  2%  10  days  with  GO  days  dating. 
Drop  a  line  for  an  open  order.  Express  charges 
paid  on  order  of  $25  and  over. 

Lockhart  Suspender  Co. 

1307  Market  St.,  Philadelphia,  Pa. 
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"SLIPPON" 

COIFFURE   FASHIONS 


Patent 


13 

Nets 

to  the 

Dozen 


Regd 
Copyright 


13 

Nets 
to  the 
Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net  which  adjusts 
itself  to  the  present  style  of  coiffure. 

NO  PINS         NO  WORRY 

Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 


LONDON 


ENGLAND 


Sole  Agent  in  Toronto 


R.  W.  R.  COWIE,  77  York  Street 

To  Pirates:— 

This  envelope   is   copyright,     design     registered,     and     net 
patented. 
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"MADE  IN  CANADA" 

Beautiful,  inexpensive 

fittings  for  the 

home 


Salis- 

Sllky 

and 


bury 

Chintz 
Lace 


SHADES 

for  electrical  fixtures   make 
excellent  Xmas  gifts 

We  carry  in  stock  a  very  complete  range  of 
fabric  shades  in  most  beautiful  French  designs 
to  conform   to  any  interior  decoration. 

Every  detail  in  workmanship  is  given  close  at- 
tention, and  only  the  best  materials  are  used, 
with  the  result  that  Salisbury  shades  retain 
their  shape  and  appearance  far  longer  than 
imported  articles  do. 

We  are  in  a  position  to  supply  your  demands  on 
short  notice  and  guarantee  satisfaction.  Write 
for  catalogue  and  prices. 

E.  F.  W.  Salisbury 

MANUFACTURER  OF  SILK  SHADES 
FOR     ELKCTRIC     FIXTURES,    ETC. 

Gooderham  Bldg.,  Toronto 

49  Wellington  Street  East 


Taylor's  Embroidery  j 
Hoops  of  Quality 

None  better  made 


Four  hoops  well 
designed  for 
every  purpose 

Well  made  of  the 
best  materials 

Priced  to  give 
you  fair  profits 

Ask  lor  our  new 
catalog  and  price  list 

You'll  lie  interested 

We'll  send  it  tree 


VASSAR 

An  adjustable  hoop  that  will  ad- 
just itself  to  any  thickness  of  fabric 
and  holds  it  securely  in  place.  The 
inside  hoop  is  wood  smoothly  finish- 
ed, the  outside  hoop  is  metal  highly 
polished,  rust  proof  and  fastened  at 
the  end  with  a  coiled  spring.  Made 
4,  5,  6,  7,  and  8  inch  in  diameter. 

VASSAR  OVAL 

Same  as  Yassar,  but  oval  shape. 
Sizes  3  x  6,  4J^  x  9  and  6  x  12  inch. 

MANHATTAN 

One-half  inch  wood,  perfectly 
finished  and  turned  to  an  exact  size. 
Made  in  sizes  4,  5,  6.  7  and  8  inch 
in  diameter. 

OVAL 

One-half  inch  wood  nicely  finished 
and  perfectly  formed.  Handy  for 
drawn  work  and  long  narrow  de- 
signs in  embroidery.  Made  in  sizes 
3  x  6,  4^  x  9  and  6x12  inch. 


Thos.  P.  Taylor  Co.,  Bridgeport,  Conn. 


U.  S.  A. 


WOOL  EXPORT  TO  CANADA  STOPPED. 

AT  THE  LONDON  WOOL  SALES  on  Oct.  (i.  the  British 
Government  announced  the  prohibition  of  the  export  of  raw 
sheep  and  lambs'  wool  from  the  United  Kingdom.  This 
was  done  to  retain  what  was  needed  for  supplies  for  the 
troops.  Export  of  merinos  except  to  enemy  countries  is 
allowed.  Alarm  is  felt  in  Canada  lest  woolen  textile  and 
sweater  coat  manufacturing  would  soon  cease  for  lack  of 
supplies,  but  it  is  hoped  the  embargo  will  soon  be  lifted. 

Wool  suitable  for  khaki,  such  as  scoured  cross  breds, 
was  20  to  30  per  cent,  higher  than  July,  and  greasy  cross 
breds  10  to  15  per  cent.  more. 

#  0  *  % 

GERMANS  WORKING  THROUGH  CHICAGO. 
A  CIRCULAR  LETTER  has  been  sent  to  a  number  of 
Montreal  merchants  by  a  German  firm  of  manufacturers  in 
an  effort  to  continue  trade  in  spite  of  the  Canadian  Govern- 
ment's prohibition  of  importation.  Most  merchants  have 
simply  ignored  it.  The  circular  reads  as  follows: 
•'Dear  Sirs: 

We  trusl  that  by  this  time  you  will  have  received  letters 
from  our  bankers  in  Amsterdam  and  Copenhagen,  asking  you 
to  pay  the  amount  of  our  invoices  to  the  First  National 
Bank,  Chicago,  and  not  to  honor  any  draft  which  may  be 
presented  from  another  side.  As  we  have  no  opportunity 
to  write  you  direct,  owing  to  the  kindness  of  an  American 
friend  of  ours  who  is  returning  to  his  country,  we  herewith 
beg  to  confirm  these  instructions,  which  you  have  received 
already  from  our  bankers,  and  assuring  you  always  of  our 
very  best  attention,  we  remain,  with  our  compliments, 

Yours  faithfully." 

German  firms,  besides  trying  to  Force  payment  of  accounts 

are  trying  to  compel  acceptance  of  g Is  ordered  before  the 

war.     These  are  being  refused. 
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INSISTENT 


GEM 


Dress 
Shields 

is  pretty  good  evidence 
that  American  women 
appreciate  QUALITY 


I.  B.  Kleiner!  Rubber  Company 

TORONTO,        CANADA 
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No.  503 


No.  501 


"Ever/ast"  Coat  Forms 
Will  Be  In  Great  Demand 

The  war  should  have  a  good  effect  on  your  dress  goods  depart- 
ment in  that  many  women  who  formerly  paid  large  sums  for 
ready-made  clothing  will  buy  the  material  and  make  the  garments 
themselves.  Their  chief  difficulty  will  be  in  making  the  coats  hold 
their  shape.  This  is  where  "Everlast"  Coat  Forms  will  prove 
indispensable — for  with  them  as  good  results  can  be  obtained  as 
with  the  high-priced  garments. 

Suggest  a  set  of  these  coat  form.-  when  selling  your  customer  the  dress  goods 
and  linings.  They  are  sure  to  give  the  greatest  satisfaction — and  there's  a  good 
profit  in  it  for  you. 

Send  us  sample  order  to-day  and  be  in  time  for  the  Fall  and  Winter  dress- 
making. 

Toronto  Pad  Co.,  Ltd. 


333  Adelaide  Street  W. 


TORONTO 


Western  Representative  : 
J.  W.  LEATHORN,  603  Mercantile  Bldg.,  Vancouver,  B.C. 


LONDON  MADE  BRAIDS 

We  hold  a  large  stock  of  every  description 

APPLY    TO 

THE    MANUFACTURER 

HENRY  WARDEN.  1 1. Oat  Lane,  London,  EX..  England 


W.  R  BROCK  ON  WAR  CONDITIONS. 

(Continued  from  page  102.) 

cessitated  an  advance  on  all  lines  coming 
into  the  country  alter  the  declaration  of 
war.  which  caused  a  temporary  lull  in 
trade.  This  advance  has  to  some  extent 
disappeared,  and  will  no  doubt  vanish 
altogether  when  such  matters  adjust 
themselves.  There  will,  of  course,  be  a 
shortage  of  some  lines  for  various  rea- 
sons. For  instance,  linens  of  all  kinds — 
owing  t<>  the  Eacl  that  80  per  cent,  of  the 
lla\  from  which  they  are  made  conies 
from  Russia  and  Belgium.  Silks,  too, 
will   he  hard   to  get,  as  the  main   sources 


of  supply  are  France.  Switzerland  and 
Italy,  out  of  which  no  goods  are  coming- 
whatever.  Certain  wool  dress  goods, 
cotton  wash  goods,  prints,  etc.,  in  which 
German  dyes  have  to  be  used  to  get  the 
desired  effects,  will  he  difficult  to  find 
when  wanted,  hut  these  shortages  should 
spur  manufacturers  in  Great  Britain  ami 
our  own  country  to  seize  the  opportunity 
and  hold  it." 

© 


Mackenzie's,  Souris,  Man.,  have  open- 
ed up  a  modern  department  for  ladies* 
and  children's  read-to-wear  on  the  sec- 
ond lloor.         ' 
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AGENCY   WANTED 


AGENCY.  WANTED  l-Oll  VANCOUVER  AND 
district  by  an  A.l.  man.  What  have  you  got? 
Write  "Agent",  '250  Dunsmulr  Street,  Van- 
couver. B.C. 


MANUFACTURERS'  AGENT  IN  LONDON, 
England,  is  open  to  represent  few  Canadian 
textile  manufacturers.  First-class  references 
from  .ill   leading   wholesale   buyers.     Box   ill'. 

Dry   Q Is    Review,   vs    Fleet    street.   London. 

England. 


WANTED  TO  BUY 


WANTED     TO     HEAR     FROM     OWNER     OF 
good  Dry  Q 1-  or  General  Merchandise  Store 

for     sale        (Jive     particulars     ami     cash     price. 

1).  F.  Bash,  Minneapolis,  Minn. 


DRY     GOODS    REVIEW 


How  is  Your  Business  ? 

(Continued  from  page    77) 

EQUAL,  IF  NOT  BETTER 

FROM  YOUELL  &  WRONG, 
AYLMER,  ONTARIO. 

IN  reply  to  your  enquiry  as  to  trade  conditions  here, 
we  would  say  that  the  very  warm  weather  at  this 
season  has  made  the  demand  for  heavy  goods  rather 
Inter  than  usual,  but  from  the  way  it  is  opening  up 
now,  we  feel  satisfied  it  will  be  equal  if  not  better  than 
last  year.   Collections  are  fully  up  to  the  average. 


NOT  MUCH  TO  FEAR 

FROM  J.  A.  STEWART. 
EXETER,  ONTARIO. 

J  HAVE  your  letter  of  the  25th  inst.,  and  in  reply 
beg  to  say  that  notwithstanding  the  extraordinary 
conditions  in  this  country,  occasioned  by  the  great 
European  conflict,  business  here  is  quite  normal. 

This  season  the  farmers  in  this  district  have  had  a 
bountiful  harvest,  and  should  be  content  with  the 
prices  they  are  obtaining  for  their  products.  As-  to 
future  trade  condition*  here  I  do  not  think  we  have 
much    to  fear. 


HINTS  TO  BUYERS 

From  information  supplied  by  tellers,  but 
for  which  the  editors  of  the  "Review"  do 
not  necessarily  hold  themselves  responsible 


NERLICH  &  CO.'S  CATALOGUE. 
An  unusually  complete,  illustrated 
catalogue  for  the  holiday  season,  of 
fancy  goods,  toys,  etc.,  has  been  issued 
by  Nerlich  &  Co.,  Toronto,  and  will  be 
mailed  to  the  trade  on  request. 


MAKING  TOYS  IN  CANADA. 
Toy  making  in  Canada  has  been  ac- 
corded an  impetus  by  the  cutting  off  of 
German  competition  under  cheap  labor 
conditions.  It  naturally  takes  some  time 
for  the  new  machinery  to  be  installed 
for  an  untouched  operation,  and  hence 
the  Dominion  Toy  Company  will  not 
promise  until  next  season,  and  dolls  with 
eyes  that  open  and  shut,  and  the  hair 
that  looks  like  real.  To  duplicate  these 
German  achievements  experiments  are 
being  made,  as  well  as  countless  brass 
moulds  to  reproduce  many  novel  ex- 
pressions on  the  faces  of  unbreakable 
dolls.  In  addition  a  new  line  of  "rag" 
dolls   is   being  put   out. 

What  toys  are  made  in  Canada  now? 
The  sample  rooms  of  this  firm  are  lined 
with  all  kinds  of  dolls  and  stuffed  ani- 
mals, Teddy  bears,  poodles,  St.  Ber- 
nards, etc.,  as  well  as  Indian  and  cow- 
boy  suits. 

Upstairs  in  the  factory,  of  three  floors, 
the  unbreakable  heads  are  made.  First 
the  composition  matter  is  prepared  in 
a  big  steaming  vat,  much  like  a  flour 
mixture  of  a  greyish  tint  and  the  con- 
sistency of  putty.  The  moulds  are  filled 
in  and  an  under  a  press  for  a  lew  sec- 
onds. Then  the  head,  suspended  on  the 
mound,  is  taken  out  and  passed  on.  The 
second  man  performs  the  trick  of  getting 
the  mould — bigger,  of  course,  near  the 
top  than  around  the  doll's  neck — out  of 
the  narrow  passage.  A  piece  at  the  bot- 
tom is  unscrewed  and  behold,  the  mould 
comes  apart  in  half  a  dozen  pieces — 
very  simple.  Then  any  extra  edsres  are 
trimmed  off,  and  the  head  is  tinted  by 
dipping  in  a  vat  like  pink  glue.  Thence 
it  goes  to  the  sprayer,  where  the  top  of 


the  head  is  formed  of  brown  stain.  At 
the  same  time  the  cheeks  are  pinked. 
Still  another  process  is  the  hand  paint- 
ing of  eyes,  eyebrows,  and  mouth. 


out  of  town  business  and  will  send  free 
on  application  a  handsome  booklet. 


W.  H.  BARRY  IN  THE  WAR  ZONE. 
Walter  H.  Barry,  head  of  W.  H.  Barry 
&  Co..  Ltd.,  importers  of  ribbons,  etc., 
has  returned  from  his  annual  buying 
trip  to  Europe,  after  rather  an  exciting 
three  months  in  the  war  zone.  Much  of 
his  time  was  spent  in  Switzerland,  near 
the  German  frontier,  where  most  of  the 
ribbon  factories  are  situated.  It  was 
one  of  the  most  fortunate  things  that 
could  happen  for  Mr.  Barry  that  he 
should  he  there  when  this  trouble  broke 
out.  He  stayed  on  the  job  until  things 
had  quieted  down  again,  and  was  able 
to  arrange  for  the  shipment  of  large 
quantities' of  Switzerland's  latest  pro- 
ducts, which  are  now  in  their  ware- 
house. Mr.  Barry  sailed  from  Genoa  to 
New  York. 


NIAGARA   SILK  MILLS. 

The  Niagara  Silk  Mills,  Limited  have 
opened  a  Canadian  branch  ;it  Brantford, 
Ont.,  where  they  have  built  and  equip- 
ped a  fine  mill,  160  x  54  feet,  three 
storeys  in  height.  They  have  stalled  at 
once  the  manufacture  of  silk  gloves,  as 
well  as  their  many  other  brands  of 
L'hives,  silk  hoisery,  silk  underwear,  etc. 
The  goods  are  now  being  offered  for 
Spring  delivery. 


TORONTO   PLEATING   CO. 

Fine  new  premises,  made  necessary  by 
its  rapidly  expanding  business,  are  now- 
occupied  by  the  Toronto  Pleating'  Co.  at 
14  Bredalbane  street,  corner  of  Yonge 
street.  In  the  new  factory  has  been  in- 
stalled a  large  amount  of  machinery  of 
the  latest  and  most  improved  patterns, 
which  will  enable  the  firm  to  carry  on 
--in  the  many  activities  of  the  past— 
the  manufacture  of  neckwear.  In 
pleating  this  firm  produce  four  stvles, 
the  knife,  accordion,  sunburst  and  kilt. 
Hemstitching  is  another  important 
branch,  as  is  button-covering,  eseallop- 
ing,  niching,  fluting,  or  crimping,  tuck- 
ing and  velvet  brocading,  picpt  edging 
and  button  hole  working. 

This  company  makes  a  specialty  of 
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SOCIETY  BRAND  CLOTHES. 

Under  the  title  of  Society  Brand 
Clothes,  Limited,  a  company  has  been 
formed  to  manufacture  and  sell  in  Can- 
ada the  Society  Brand  men's  clothing 
manufactured  in  the  United  States  by 
Alfred  Decker  &  Cohn,  and  up  to  the 
present  made  by  Samuel  Hart  &  Co.,  of 
Montreal,  under  the  supervision  of 
Allied  Decker  &  Cohn.  Mr.  Alfred 
Decker  and  Mr.  A.  G.  Peine,  members 
of  the  American  firm  of  Alfred  Decker 
&  Cohn,  will  become  members  of  the  new 
company,  which  will  occupy  premises  in 
the  Sommer  Building,  Montreal. 


RESIGNED  HIS  POSITION. 

J.  R.  Palnienberg's  Sons  announce 
that  D.  R.  Mowerson  has  resigned  his 
position  with  them. 


PRIZES  FOR  POPULAR  BIRTHDAYS. 
A  unique  method  to  get  the  names  of 
live  shoe  dealers  throughout  the  coun- 
try is  bein<j-  adopted  by  the  Canadian 
Consolidated  Rubber  Company.  It  is  a 
prize  contest  which  is  open  to  the  pro- 
prietors of  all  the  retail  shoe  stores  in 
Canada  or  dealers  who  retail  shoes  in 
connection  with  ot'  er  goods — not  neces- 
sarily customers  of  the  Canadian  Con- 
solidated Rubber  Company — and  the 
prizes  will  be  awarded  to  those  whose 
birthday  proves  to  be  (lie  most  popular. 
All  that  thi'  dealer  has  to  do  is  to  send 
in  his  name  on  a  card  witli  the  date  of 
the  anniversary  of  his  natal  day.  To 
those  whose  birthday  is  the  most  pop- 
ular will  be  presented  15  Waterproof 
raincoats;  to  those  whose  birthday  is 
next  popular  will  be  presented  a  hot 
water  bottle,  while  to  those  who  come 
under  the  head  of  the  least  popular  will 
be  a'iven  a  tobacco  pouch. 


MR.   CLIFFE  IN   CANADA. 

Mr.  A.  W.  Cliffe,  representins-  Messrs. 
Hitchcock,  Williams  &  Co.,  of  St.  Paul's 
Churchyard,  London,  Eng.,  sailed  on  the 
25th  of  Jast  month,  with  a  wide  range  of 
latest  samples  for  the  Spring,  1915,  sea- 
son. Mr.  Cliffe  will  lie  found  at  his  usual 
address. 
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Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial   Flowers   for   Decoration. 

L.  Baumann  &  Co.,  357  W.  Chicago  Ave., 

Chicago,  111. 
L.  J.  A.  Derome,  35  Notre  Dame  St.  W.. 

Montreal,  Que. 
Schack    Artificial    Flower    Co.,    1739    Mil- 
waukee Ave.,  Chicago,  111. 
Canadian  Flower  Mfg.  Co..  243  Bleury  St., 

Montreal. 
Clatworthy  &  Son,  Ltd.,  161  King  St.  W., 
Toronto. 
Bathing  Suits. 

Home  &   Watts,  19  Duncan   St.,   Toronto. 
Allen   Mfg.  Co. 
Batting. 

Robt.    Henderson    &    Co.,   181    McGill    St., 
Montreal,  Que. 
Beads. 

Ideal   Hair  Goods   Co.,  Toronto,   Ont. 
Belts,   Ladies'. 

R.     D.     Fairbairn     Co.,    105    Simcoe     St., 
Toronto,  Ont. 
Blankets. 

Penmans,   Limited,   Paris,   Ontario. 
Fraser,  Mather  Co.,  Winnipeg,  Man. 
Miller   &   Porteous,    Hollybush,   Ayrshire, 

Scotland. 
Wm.     Laidlaw     C'umledge     Mills,     Duns. 
Scotland. 
Boot   and    Shoe   Laces. 

Walter    Williams    &    Co.,    Montreal,    Que. 
Boy  Scout  Supplies. 

Miller  Mfg.  Co.,  251  Mutual  St.,  Toronto. 
Boys'    Clothing. 

Jackson    Mfg.   Co.,   Clinton,  Ont. 
Boys'  Wash   Suits. 

Home  &  Watts,  19  Duncan   St.,  Toronto. 
Boxes,  Fancy. 

Hercules   Boxes,   Ltd.,  400   Richmond   W., 
Toronto. 
Braids   and    Cords. 

Moulton    Mfg.    Co.,   Montreal,   Que. 
Brassieres. 

H.  &  W.  Co.,   130  Fifth  Ave..   New  York, 

N.Y. 
Parisian    Corset    Co.,   Quebec,    Que. 
Voss  &   Stuffmann,  Montreal,  Que. 
Burlap    (Dyed,   Oil   Coated   and    Sized). 

Stauntons,  Ltd.,  934  Yonge  St.,  Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Buttons. 

Forsyth  Kimmel  &   Co.,  Berlin,  Ont. 
Moulton    Mfg.  Co.,   Montreal,   Que. 
Turret     Button     Co.,     12     Westmoreland 

Place,   City   Road,   London,   N..  Eng. 
Ashton    &    Pulford,    22   Black    Piccadilly, 
Manchester,    Eng. 
Buttons     (covered). 

Toronto  Dress  Plaiting  Co.,  Toronto,  Ont. 
A.    Weyerstall   &   Co.,   Toronto. 
Canvas    Coat   Fronts. 
Toronto     Pad     Co.,    569     Queen     St.     W., 
Toronto,   Ont. 
Caps. 
Cooper   Cap    Co.,   Spadina    Ave.,   Toronto, 
Ont. 
Carpets. 

W.    R.    Brock    Co.,    Notre   Dame    St.    W, 

Montreal.   Que. 
Greenshields,   Ltd.,   Montreal,  Que. 
Guelph    Carpet   Mills,   Guelph.    Ont. 
.Tno.  M.  Garland.  Son  &  Co.,  Ottawa,  Ont. 
Cash   and   Parcel   Carriers. 

The    Lamson    Store    Service   Co.,    Boston, 

Mass..  U.S.A. 
Gipe-Hazard    Store    Service    Co.,    99    On- 
tario  St.,  Toronto,  Ont. 
Cash   Registers. 

National    Cash    Register    Co.,    2S5    Yonge 
St.,  Toronto,  Ont. 
Chiffons. 

Noveltv  Import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington  W.,   Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Children's   Dresses. 

Home  &  Watts,  19   Duncan   St.,   Toronto, 

Ont. 
Flett.   Lowndes  &   Co.,   Toronto. 
R.     D.     Fairbairn     Co..     105    Simcoe    St.. 

Toronto.   Ont. 
Star   Whitewear   Mfg.   Co..   Berlin.   Ont. 
Sperling   &    Lea.   Herald   Bldg..    Montreal. 
Detroit   Princess   Mfg.   Co..   Detroit.   Mich. 
Cloth   Charts. 

A.    E.   Putnam    Co.,    Washington.    Iowa. 
A.    S.    Richardson   &    Co.,   99   Ontario   St., 
Toronto. 
Clothing   (Durh  and  all   Specialties). 

Miller  Mfg.   Co.,  251   Mutual   St.,   Toronto. 
Defiance    Mfg.    Co..   College   and    Bathurst 
St..   Toronto. 
Clothing    (Mtide-to-measure). 

Crown   Tailoring  Co..  College  St..  Toronto. 
International   Tailoring   Co.,   62  John    St., 
Toronto,   Ont. 


Coats    (White). 

Robert   C.   Wilkins  Co.,   Farnham,   Que. 
Miller  Mfg.  Co.,  Toronto,  Ont. 
Clothing   Hangers  and   Racks. 

Clatworthy    &    Son,    Ltd.,    161    King    St 
W.,   Toronto. 
Collars    (Waterproof). 
Arlington    Co.,   54    Fraser    Ave.,    Toronto. 
Parsons   &   Parsons   Canadian   Co.,  Ham- 
ilton,  Ont. 
Smith    D'Entremont   Co.,   1475   Queen   W., 
Toronto. 
Comforters. 
The   Toronto   Feather  &   Down   Co.,   Ltd., 
35  Britain  St.,  Toronto. 
Cork   Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Correspondence    Schools. 

The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,   Toronto. 
Economist  Training   School,   239   W.  39th 
St.,  New   York,  N.Y. 
Corsets. 
H.  &   W.   Co.,  130  Fifth  Ave.,   New  York, 

N.Y. 
Parisian    Corset    Co.,    Quebec.    Que. 
Voss    &    Stuffmann,    Montreal,    Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Parisian   Corset   Co.,   Quebec,   Que. 
Corset   Covers. 

F.  G.  Hayward  Co.,  77  York  St..  Toronto. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton,    Linen   and    Elastic    Laces. 

Parisian   Corset   Co.,   Quebec.   Que. 
Cotton    Threads    and    Crochet    Balls. 

Hicks.   Buliick   &   Co.,   Belfast,   Ireland. 
Cotton   Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cottons. 
Greenshields,    Limited,   Montreal,   Que. 
The  Dominion  Textile  Co..  Montreal,  Que. 
Horrockses,  Crewdson  &  Co..  Manchester. 
Eng. 
Cushions. 
The   Toronto   Feather  &   Down    Co..   Ltd.. 
35   Britain    St.,   Toronto. 
Cutting   and    Wire    Stapler   Machines. 

Waller  Williams  &   Co.,  Montreal.  Que. 
Dress    Fabrics. 

Mclntvre  Son   &  Co..  Ltd..  Montreal. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,   Ont. 
W.    R.    Brock    Co..    Notre    Dame    St.    W., 

Montreal.    Que. 
Greenshields.    Limited.    Montreal,   Que. 
Nisbet    &    Auld.    34    Wellington    St.    W., 

Toronto.   Ont. 
Law.   Russell  &  Co..  Ltd..  Bradford,  Eng. 
Bradford     Dyers     Association,     Bradford, 
Eng. 
Dress   Fasteners. 

DeLong  Hook  &  Eye  Co..  St.  Marys,  Ont. 
Waldes  &   Co.,  Prague,  Austria. 
Dress    Forms. 

Clatworthy    &-    Son,    Ltd.,    161     King    St. 

W.,   Toronto. 
Delfosse  &  Co.,  Montreal.  Que. 
Dale   &    Pearsall,    106    Front    St.    E.,    To- 
ronto,   Ont. 
Hall-Borchert    Dress   Form    Co..   41    Lom- 
bard   St.,    Toronto.    Ont. 
A.   S.    Richardson    &    Co.,   99   Ontario    St.. 

Toronto. 
Royal    Display    Fixture    Co..    812    Broad- 
way,  New  York,  N.Y. 
Display    Fixtures. 

Clatworthy    &    Son,    Ltd.,    161     King    St. 
W..  Toronto. 
Dress   Shields. 

T.    B.    Kleinert    Rubber    Co.,    Wellington 

St.   W..   Toronto.  Ont. 
Parisian   Corset   Co.,  Quebec,  Que. 
Dress    Trimmings. 

Thompson    Lace   &    Veiling    Co..   59    Wel- 
lington  St.   W.,   Toronto.   Ont. 
Smith    D'Entremont   Co.,   1475   Queen    W.. 

Toronto. 
Canada    Veiling    Co..    84    Wellington    W. 

Toronto. 
The    Moulton    Mfg.    Co.,    Ltd..    Montreal. 
Dresses. 

Detroit   Princess   Mfg    Co..   Detroit.   Mich. 
Rosebud   Mfg.   Co..  193-5  Mercer  St..   New 

York.    N.Y. 
Rose   Vlfg.  Co..  IS  W.  20th  St..  New  York. 

N.Y. 
Star   Whitewear   Mfg.    Co..   Berlin.   Ont. 
R.     D.     Fairbairn     Co..     105     Simcoe     St., 

Toronto.  Ont. 
Germain    &    Smith.    Ltd..    Montreal.    Que. 
Borgenleht.  Kornrelf-Ti  &  Co..  1115  Broad- 
way. New  York.  N.Y. 
Livingston    &    Scott.   Toronto.    Ont. 
Drv    Goods. 

Tn«.  M.  Garland.  Son  A  Co..  Ottawa.  Ont. 
Embroidered    Apnlio-e   Letters. 

Kranthelmer     &      Co.,     20     Edmund     PI.. 
Alderogate  St.,   London.   B.C.,  Eng. 


Embroideries. 

Sterling    Lace    &    Novelty    Co.,    Toronto, 

Ont. 
Neuberger    A:    Co.,    124    Fifth    Ave.,    New 

York,   N.Y. 
Tanber   Bros.    &    Co.,   67   St.    James   St., 
Montreal,  Que. 
Fancy    Dry    Goods. 
Thompson    Lace   &   Veiling   Co.,   70   Wel- 
lington  St.  W.,  Toronto. 
Feathers. 
Melles  &  Co..  Montreal,   Que. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
Dominion  Ostrich  &  Feather  Co.,  Toronto, 

Out. 
Riegel  &   Langer,  319  Kings  Hall,   Mont- 
real,   Que. 
Strachan,    Burden    &    Plaskett,    59    Wel- 
lington  W.,    Toronto. 
Vyse   Sons    Co.,   Montreal,   Que. 
Flannellettes. 
Horrockses,  Crewsden  &  Co.,  Manchester, 
Eng. 
Flowers   for  Millinery. 
Melles  &   Co.,   Montreal,   Que. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,  Ont. 
Riegel  &   Langer,  319  Kings  Hall,  Mont- 
real, Que. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton   W.,    Toronto. 
Vyse    Sons    Co.,    Montreal,    Que. 
Frilling. 

R.     D.     Fairbairn     Co.,    105    Simcoe    St., 

Toronto,   Ont. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal, 
Que. 
Fringes. 

Moulton    Mfg.   Co.,   Montreal,   Que. 
Furniture. 
The  Victoriaville  Furniture  Co..  Victoria- 

ville,   Que. 
B.  Cohen  &   Sons,  1-19  Curtain   Rd.,  Lon- 
don. Eng. 
Furs. 

L.  Gnaedinger,  Son  &  Co.,  Montreal.  Que. 
Laberge  Chevalier  &  Co.,  Ltd.,  Montreal, 

Que. 
Tauber   Bros.    &    Co.,   67    St.    James    St., 

Montreal,   Que. 
Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal, 
Que. 
Furriers'   Trimmings. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal. 
Que. 
General   Dry   Goods. 

Mclntvre  Son  &  Co..  Ltd.,  Montreal,  Que. 
J    &  N.  Phillips  &  Co..  Manchester,  Eng. 
Vassie   &    Co.,    Ltd.,   St.   John,    N.B. 
Cook.   Son   &   Co.,   London,   Eng. 
Debenhams.   Ltd.,  Montreal  and   Toronto. 
A.   Racine.  Limited,  Montreal,  Que. 
Hitchcock,    Williams    &    Co.,    St.    Paul's 

Churohvard,  London.  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,   Ont. 
W.   R.   Brock  &   Co.,  Montreal,   Que. 
Greenshields.    Ltd.,    Montreal.    Que. 
John   King  &   Son,  Glasgow,   Scotland. 
Mclntyre,  Son  &  Co..  Ltd.,  Montreal,  Que. 
Ginghams. 
Wm.     Anderson    &     Co.,    Ltd.,    Glasgow. 
Scotland. 

Gloves. 

Perrin    Frere    &    Cle..    Montreal.    Que. 

Germain    &   Smith,   Ltd.,   Montreal.   Que. 

Greenshields,   Ltd..   Montreal.   Que. 

Mclntyre.  Son  &  Co.,  Ltd.,  Montreal. 
Gloves    (Working). 

Durham    Glove    Co..    Bowmanville.    Ont 

Hamilton   Carhartt  Mfg.,   Ltd.,  535  Queen 
E..   Toronto,  Ont. 
Gowns. 

F.    G.    Hayward    Manufacturing    Co.,    77 
York   St..   Toronto.   Ont. 

Riegel   &    Langer.  319   Kings   Hall.   Mont- 
real.   Que. 
Grass    Carpet    Rugs. 

Crex     Carpet     Co..    377    Broadway.     New 
York.   N.Y. 
Hat    Bands    (Fancy). 

Travers.    Ltd..    Ottawa.    Ont. 
Hose    Supporters. 

The  Berlin   Suspender  Co..   Berlin.   Ont.  . 

Falre  Bros.    Co..    Leicester.   Eng. 

r.    B     Kleinert    Rubber    Co.,    Wellington 

St.   W..   Toronto.   Ont. 

Parisian    Corset    Co.,    Quebec,    Que. 
House    Furnishings. 

W.    R.    Brock    Co..    Bay    and    Wellington 
Sts..   Toronto.  Ont. 

Greenshields.    Limited.    Montreal.   Que. 

Stonards.    Limited.   7  Paternoster  Bldgs.. 
London.   E.C.,   Eng. 
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Hosiery.  '        ' 

'  CUipman,  Holton  Kuitting'Co..,-  Hamilton, 
l'enuiaus,    Limited,    Paris,    Out. 
Tauber    Bros.    &    Co.,  •  67    St.    James    St., 

Montreal,   Que. 
Mercury    Mills,    Limited,    Hamiltou,    Oa!.. 
"Craftana." 

Perriu    Frere   &    Cie.,    Montreal,    Que. 
Louis   Hermsdorf,   235   W.  39th    St.,   Ken- 
York,   N.Y. 
Greenshields,    Limited,   Montreal,    Que. 
Goderich    Knitting   Co.,   Goderich,    Ont. 
Mclntyre,  Son  &  Co.,  Ltd.,  Montreal,  Que. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,    Que. 
F.     \V.     Robinson,     Ltd.,     Bathurst     and 

Wellington   Sts.,   Toronto. 
Handkerchiefs. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,    Out. 
Silks  Co.,  58  Bay   St.,  Toronto,  Ont. 
Victor    Goldberg,   87-89    Notre    Dame   W., 

Montreal,   Que. 
Hats,   Straw. 

Crown    Hat    Co.,   Gait. 
Hooks    and    Eyes. 

De  Losg  Hook  &  Eye  Co.,  St.  Mary's,  Ont. 
Hair   Goods. 

Ideal   Hair   Goods   Co.,   77   York    St.,   To- 
ronto.   Ont. 
Standard     Hair     Co.,     Ill     Windsor     St., 

Montreal. 
Hibbert    &    Jaslow,    207    St.    James    St., 

Montreal. 
Hair    Nets. 

Ideal     Hair     Goods     Co.,     77     York     St.. 

Toronto,    Ont. 
Byard    Mfg.    Co.,    Nottingham,    Eng. 
Hibbert    &     Jaslow,    207    St.    James    St., 

Montreal. 
Hair    Ornaments. 

Ideal     Hair     Goods     Co.,     77     York     St., 

Toronto,    Ont. 
Hibbert    &    Jaslow,    207    St.    James    St., 

Montreal. 
Smith    D'Entremont   Co.,   1475   Queen    W.. 

Toronto. 
Walter    G.     Bretzfield,     43     Leonard     St., 

New  York,   N.Y. 
Individual   Names  on  Tape. 

Narrow   Fabric  Weaving  &  Dyeing,  Ltd., 

Gait,   Ont. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Krautheimer     &     Co.,     20     Edmund     PI., 

Aldersgate  St.,   London,   E.C.,   Eng. 
Infants  Layettes. 

Home  &   Watts,   19  Duncan   St.,   Toronto, 
Infants    Novelties. 

Rite   Specialty   Co.,  35  W.  36th    St.,   New 

York,   N.Y. 
Richard   G.  Krueger  Co.,  162  W.  21st  St., 

New    York.    N.Y. 
Bailey    &    Bailey,    27    E.    22nd     St.,    New 

York,  N.Y. 
Indigos. 

Franklin    Mfg.   Co.,   260  Church   St.,   New 

York.   N.Y. 
Knitted    Goods. 

Harvey  Knitting  Co.,  Woodstock,  Ont. 
Greenshields.    Limited,    Montreal,   Que. 
Zimmerman   Mfg.   Co.,   Hamilton,   Ont. 
The    Monarch     Knitting    Co.,     Dunnvllle. 
R.   M.  Ballantyne,   Ltd.,  Stratford,  Ont. 
Gait   Knitting   Co.,  Gait,   Ont. 
C.   Turnbull   Co.,   Gait,   Ont. 
Goderich   Knitting  Co.,  Goderich,  Ont. 
Sohofield    Woollen    Co.,   Oshawa,   Ont. 
Kingston    Hosiery   Co.,   Kingston.   Ont. 
Reliance  Knitting  Co..  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
S.   F.   Gibson  &   Co.,  East  Ham,   London, 

Eng 
Dr.    Jaeger's    Sanitary    Woollen     Svstem 

Co..    Ltd.,    243-5    Bleury    St..    Montreal, 
F.    W.    Robinson    &    Co.,    Bathurst    and 

Wellington    Sts.,   Toronto. 
Kimonas. 

Kassab     Kimona     Co..     St.     Helen     St., 
Montreal. 
Knitting    Wools. 

Thos.    Burnley   &   Sons,    Nr.   Leeds,   Eng. 
Linoleums. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 

Tno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Linings. 

Nisbet    &    Auld.    34    Wellington    St.     W., 
Toronto.   Ont. 

Bradford   Dvers   Association.  39  Well   St., 
Bradford,  Eng. 
Linens. 

Nisbet    &    Auld,    34    Wellington    St.    W., 
Toronto.   Ont. 

Wm.  Liddell  &  Co..  Belfast.  Ireland. 

Old   Blench   Linen  Co..   Randalstown,  Ire- 
land. 

R.     H.     Cosbie.    Wellington     St.    W.,    To- 
ronto.  Ont. 

Greenshields.  Limited,  Montreal.  Que. 

Silks  Co.,  58  Bay  St..   Toronto,   Ont. 

John     S.    Brown     &    Son,    Ltd..    Belfast, 
Ireland. 

Alphonse   Racine,   Ltd.,   340   St.   Pan!    St., 
Montreal. 

Mclntyre.  Son  &  Co..  Ltd..  Montreal,  Que. 

R.     D.     Fairbairn     Co.,     105     Slmcoe    St., 
Toronto,  Ont. 


Novelty  Import  Co.,  76  Bay  St:,-  Toronto. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,  yue. 
Laces   (Hand  Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 
Long-cloths. 

Horrffckses,  Crewdsc^  &  Co.,  Manchester, 
Eng. 
Laces. 

Birkin    &    Co.,    NottI   gham,    Eng. 

Klauber   &   Co.,   Broadway    and   18th   St., 
New   York,  N.Y. 

Thompson    Lace   &    Veiling    Co.,   59    Wel- 
lington   St.    W.,    Toronto,    Ont. 

Greenshields,    Limited,    Montreal,   Que. 

Novelty    Import   Co..  76  Bay   St.,  Toronto. 

Sterling    Lace    &    Novelty    Co.,    Toronto. 

Riegel  &   Langer,  319  Kings   Hall,   Mont- 
real,  Que. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,    Que. 

Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Lighting:    System. 

Canadian  H.  W.  Johns-Manvllle  Co.,  Flat 
Iron    Bldg.,    New    York,    N.Y. 
Leather   Novelties. 

P.   W.   Lambert  &   Co.,  64   Lispenard   St., 
New   York,   N.Y. 

Julian  Sale  Leather  Goods  Co.,  King  St. 
W.,   Toronto,   Ont. 
Lingerie. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 

Sperling  &   Lea,   Herald   Bldg.,   Montreal. 
Ladies'    Bust    Forms. 

Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,   Ont. 
Leather   Novelties. 

Walter    G.     Bretzfield,    43     Leonard     St., 
New  York.   N.Y. 
Men's   Furnishings. 

Burnet  &  Temple.   Ltd.,   London,  Eng. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto.   Ont. 

Alphonse   Racine,   Ltd.,   340  St.    Paul   St., 
Montreal,   Que. 

Regent    Shirt    Co..    Notre    Dame    St.    W., 
Montreal,   Que. 
Men's    Neckwear. 

Crescent    Mfg.    Co.,    Montreal,   Que. 

Fowke,    Singer   &    Co.,   7    Wellington    St. 
W.,  Toronto,   Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,  Que. 

Greenshields,   Ltd.,   Montreal,   Que. 

Tooke    Bros.,    Ltd.,    Montreal.    Que. 
Miirkinaws. 

F.     W.     Robinson,     Ltd.,     Bathurst    and 
Wellington    Sts.,    Toronto. 
Mitts. 

Reliance    Knitting    Co.,    King    and    Bath- 
urst   Sts.,   Toronto,    Ont 

R.   M.   Ballantyne,   Ltd.,  Stratford.  Ont. 

Goderich   Knitting  Co.,  Goderich,  Out. 
Malines. 

John    Heathcott   &    Co.,    London.   Eng. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto. 

Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   W..    Toronto. 

Canada    Veiling    Co.,    S4    Wellington    W., 
Toronto. 
Mesh   Bags. 

Hibbert    &    Jaslow,    207    St.    James    St.. 
Montreal.  Que. 
Millinery. 

Debenham's,  Ltd..  Montreal  and  Toronto. 

Morris  &   Saward.   21-22   Castle  St..   Lon- 
don  W.,   England. 

Gage    Bros.    &    Co.,    Chicago.    111. 

D.    B.    Fisk    Co.,    225    N.    Wabash    Ave., 
Chicago,  111. 

Melles  &   Co.,  3  Cripplegate  Bldg..   Wood 
St.,    London.    England. 

Germain    &    Smith.    Ltd.,    Montreal.    Que. 

D.    McCall   Co.,   Toronto,   Ont. 

Montreal   Hat  &   Frame  Co..   Ltd.,   Mont- 
real.  Qup 

Strachan,  Burden*  &  Plaskett.  59  Welling- 
ton   St.    W.,    Toronto.    Ont. 

Riegel  &   Langer,  319  Kings  Hall.   Mont- 
real.   Que. 

Vyse  Sons  Co.,  Montreal.  Que. 
Maribou    and    Ostrich    Stoles. 

Germain    &    Smith.    Ltd..    Montreal.    Que. 
Motor  Coats   (Men's  Cotton  and  Linen). 

Miller   Mfg.    Co..    Toronto.    Ont. 
Motor   Coats. 

National    Rubber    Co.,    Montreal,    Que. 

Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts..  Toronto. 
Motor   Scarfs. 

S.   F.   Gibson   &   Co.,  East   Ham,   London. 
Eng. 
Motor    Vehicles. 

MotoKnrt  Co..  1790  Broadway.  New  York. 
Moquettes. 

Otto  T.  E.  Veit  &  Co..  64  Wellington   St. 
W.,   Toronto,   Ont. 
Matting. 

Otto  T.  E.  Veit  &  Co..  64  Wellington   St. 
W.,   Toronto.   Ont. 
Nets. 

Novelty  Import  Co.,  76  Bav  St.,  Toronto, 
Ont. 

Thompson    Lace   &    Veiling   Co..   59   Wel- 
lington  W.,  Toronto. 
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Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Narrow    Fabrics    (Cotton,    Linen,    Silk). 

Walter    Williams  &    Co.,    Montreal,    Que. 
Neckwear   (Ladies'). 

Ladies'  Wear,  Ltd.,  S4  Wellington  St.  W., 

Toronto,  Ont. 
Voss    &    Stuffmann,    Montreal,    Que. 
Sterling  .  Lace    &    Novelty    Co.,    Toronto, 
The    Moulton '  Mfg.    Co.,    Ltd.,    Montreal. 
Oil    Cloths. 

The  Dominion   Oil  Cloth  Co.,  Montreal. 
Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Office   Systems. 

Copelaud-Chattersou  Co.,  Kent  Bldg.,  To- 
ronto,   Ont. 
Ostrich    Feathers. 

S.    E.    Porter   &    Co.,    Montreal,    Que. 
Jos.   Leone,   Jr.,   314  Notre  Dame  St.   W., 

Montreal. 
J.   Leone,  9  E.   20th   St.,   New   York. 
Overalls. 

Robert   C.    Wilkins   Co.,    Farnham,    Que. 
Hamilton   Carhartt  Mfg.,   Ltd.,  535  Queen 
E.,  Toronto,   Ont. 
Ornaments    (Silk). 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home   Pattern    Co.,    New   York,    N.Y. 
The    McCall    Co.,    236    W.    37th    St.,    New 

York,   N.Y. 
The   Butterick    Publishing  Co.,   Butterick 

Bldg.,    New   York,   N.Y. 
New    Idea    Pattern    Co.,    70    Bay    Street, 
Toronto. 
Paper   Balers. 

Climax    Good    Roads    Mach.    Co.,    Hamil- 
ton, Ont.  i 
Pads. 
Toronto   Pad   Co.,  569  Queen   St.  W.,  To- 
ronto,   Ont. 
Plated    Jewelry. 
Ideal    Hair   Goods    Co..   77   York   St.,   To- 
ronto,   Ont. 
Hibbert    &    Jaslow,    207    St.    James    St.. 
Montreal. 
Pin    Tickets. 

Copp.   Clark   Co.,   517   Wellington   St.   W., 
Toronto,  Ont. 
Pillows. 

Canadian    Carpet   &    Comforter   Mfg.    Co., 

Toronto,    Ont. 
Toronto    Feather   &    Down    Co.,    Ltd.,    35 
Britain   St.,   Toronto. 
Quilts. 
Jonathan    Dearden    &    Co.,    11-13    Bridge- 
water   Place,   Manchester,   Eng. 
Ready-to- Wear. 
Greenshields,   Ltd.,  Montreal  Que. 
Alphonse   Racine,   Ltd.,  340  St.    Paul  St., 
Montreal.  Que. 
Raincoats. 
H.    E.    Davis   &    Co.,   Montreal. 
C.   Kenyon   Co.,  23rd   St.   and   Fifth   Ave  , 

New   York,   N.Y. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford, Eng. 
National   Rubber   Co.,   Ltd.,   Montreal,   Que. 
Scottish    Rubber   Co.,   Montreal. 
Canadian   Consolidated   RubberCo..  Ltd., 

Montreal. 
Regent    Shirt    Co.,    Notre    Dame    St.    W  , 

Montreal.    Que. 
Wreyford  &  Co.,  86  King  W.,  Toronto. 
Ribbons. 
W.   H.  Barry  &  Co.,  Montreal. 
Continental  Mfrs.  Syndicate,  77  York  St.. 

Toronto,   Ont. 
Belding    Paul    Cortieelli    Co.,    Montreal. 
Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Rngs    (Wilton). 

Otto  T.  E.  Veit  &  Co.,  64  Wellington   St. 
W..   Toronto,   Ont. 
Rugs    (Axminster). 
Otto  T.   E.  Veit  &  Co.,  64  Wellington   SI. 
W..   Toronto,   Ont. 
Rngs    (Velvet). 
Otto  T.   E.  Veit  &  Co.,  64  Wellington   SI. 
W.,   Toronto,   Ont. 
Rugs    (Oriental). 

L.  Babayan  &  Co.,  Bay  St..  Toronto,  Ont. 
Suspenders. 
Berlin   Suspender  Co..  Berlin.  Ont. 
S.  E.  Porter  &  Co..  Montreal,  Que. 
Spool    Silks    (For   Manufacturers'   Use). 
Belding  Paul   Cortieelli.   Montreal.  Que. 
Walter  Williams  &  Co.,  Montreal.  Que. 
Sanitarv   Belts. 
Walter    G.     Bretzfield,    43     Leonard     St.. 
New   York,    N.Y. 
Staple  Dry  Goods. 
W.    R.    Brock    Co.,    Bav    and    Wellington 
Sts..    Toronto,    Ont. 
Scarf   Pin    Guard. 

Geo.  H.  Lees  &  Co..  Ltd..  Hamilton.  Ont. 
Smallwares. 
W.    R.    Brock    Co..    Bay    and    Wellington 

Sts.,   Toronto.   Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W.. 

Montreal.    Que. 
Greenshields.   Limited,  Montreal,  Que. 
Ideal    Hair   Goods   Co.,   77   York   St..   To- 
ronto,  Ont. 
Jno.  M.  Garland.  Son  &  Co..  Ottawa.  Ost. 
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Store    Fixtures. 

Jones    Bros.    &   Co.,   31   Adelaide   St.    W., 

Toronto,    Ont. 
Clatwortliy  &•  Son,  King  St.  W.,  Toronto. 
Dale     ov      Fearsull,     100     Front     St.     B., 

Toronto,    Ont. 
J.   K.   1'almenberg's   Sons,  710  Broadway, 

New   York,   N.Y. 
Delfosse  &  Co.,  Montreal,  Que. 
A.     S.     Richardson     Co.,    »9    Ontario    St., 

Toronto,  out. 
Safety    Pins. 
DeLong  Hook  &  Bye  Co.,  St.  Marys,  Ont. 
Taylor    Mfg.    Co.,    Hamilton,    Ont. 
Walker  Bin  &  Store  Fixture  Co.,  Berlin, 

Ont. 
H.  L.  Wood  &  Co.,  Noble  and  Strickland 

Streets,  Toronto,  Ont. 
Store    Fronts. 
The    Kawneer    Mfg.    Co.,    Niles.    Mich. 
Zourl   Drawn  Metals  Co.,  221   West  Schil- 
ler St.,  Chicago, 
gweatercoata. 
Peuniaus,    Limited,   Paris,   Ontario. 
Reliance    Knitting   Co.,    King   and    Bath- 

urst    Sts.,    Toronto,    Ont. 
Monarch   Knitting  Co.,   Dunnvllle.   Ont. 
R.    M.    Ballantyne,    Ltd.,    Stratford,    Ont. 
C.   Turnbull   Co.,    Gait.   Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Dr.    Jaeger    Co.,    Ltd..    243-6    Bleury    St., 

Montreal.  Que. 
F.     W.     Robinson,     Ltd..     Bathurst     and 

Wellington    Sts.,   Torouto. 
Sanitas   Wall   Covering. 
Stauntons,   Ltd.,  934   Yonge   St.,  Toronto. 

Skirts. 

The    Clayson    Co.,    280    College    St.,    To- 
ronto, Ont. 
Marcus   Roman,   Jacobs  Bldg.,  Montreal. 

Skirt    Banding. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
Silk    NetH. 

John    Heathcoat    &    Co.,    London,    Eng. 
Show    Cases. 
Delfosse  &  Co.,  Montreal,  Que. 
Grand     Rapids    Show     Case    Co.,    Grand 

Rapids,    Mich. 
H.    L.    Wood    &    Co.,    Noble    and    Strick- 
land  Sts.,  Toronto. 
Shoe  Buckles. 
Smith   D'Bntremont  Co.,  1475  Queen   W„ 
Toronto. 
Skein    Dyeing. 

Narrow    Fabric    Weaving  &    Dyeing   Co., 
Gait,   Ont. 

R.  D.   Falrbalrn  Co.,  105  Slmcoe  St.,  To- 
ronto, Ont. 
Silk    Ornaments. 

Moulton    Mfg.   Co.,   Montreal,  Que. 
Skirts    (Plaited). 

Toronto    Dress    Plaiting    Co.,    600    Yonge 
St..   Toronto,   Ont. 
Scarfs. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Shirts    (Soft). 

Robert    C.    Wllklne    Co.,    Farnham,    Que. 

Summer    Clothing. 

Robert    C.    Wilklns    Co.,    Farnham,    Que. 

Miller  Mfg.  Co.,  261  Mutual  St.,  Toronto 
Silks. 

Belding,    Paul,    Corticellt    Co.,    Montreal. 


Louis  Roessel  &  Co.,  Ltd.,  64  Wellington 

St.  W.,  Toronto. 
Silks   Co.,   68   Bay   St.,   Toronto,   Ont. 
Hemstitched    Sheets. 
Victor   Goldberg,   87-89    Notre    Dame   W., 
Montreal,    Que. 
SUk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 
'■•■out    Suits. 

Defiance  Mfg.   Co.,  College  and   Bathurst 
Sts.,    Toronto. 
Shirts. 
Tooke  Bros.,  Montreal,  Que. 
Crescent    Mig.   Co.,   Montreal,   Que. 
Deacon   Shirt   Co.,   Belleville,   Ont. 
Defiance   Mfg.   Co.,   College  and   Bathurst 
Sts.,    Toronto. 
Tablecloths. 

Victor   Goldberg,   87-89    Notre    Dame    W., 
Montreal,  Que. 
Toques. 
Reliance   Knitting  Co.,   King  &   Bathurst 

Sts.,   Toronto,   Ont. 
A.   Burritt  &  Co..   Mitchell.  Ontario. 
Tailors'    Trimmings. 
Toronto     Pad     Co.,     569     Queen    St.    W., 
Toronto,  Out. 
Tweeds. 

Greenshields,   Limited,   Montreal,   Que. 
Tassels. 
Moulton   Mfg.  Co.,   Montreal,   Que. 
Ashton  &  Pulford,  22     Back     Piccadilly, 
Manchester,    England. 
Trousers    (Duck). 
Defiance  Mfg.   Co.,  Toronto,  Ont. 
Robert  C.  Wilkin s  Co.,  Farnham,  Que. 
Miller   Mfg.   Co.,   Toronto,   Ont. 
Thread    (Silk). 

Belding     Paul     Cortlcelll    Co.,     Montreal, 

Que. 
J.   Maygrove  &   Co.,   Ltd.,  5%   Aldersgate 
St.,   London,  E.C. 
Thread    (Linen,    Carpet,    Machine). 

Walter  Williams  &  Co.,  Montreal,  Que. 
Underwear. 
S.    Leuusird  &   Sons,  Dundas,  Ontario. 
Peumans,   Limited,   Paris,   Ont. 
Mercury    Mills.    Limited,    Hamilton,    Out. 
Kel lance   Knitting   Co.,   King   &   Bathurst 

Sts.,    Toronto,    Out. 
G.  Brettle  &  Co.,  Loudon,  Eng. 
Zimmerman    Manufacturing    Co.,    Hamil- 
ton,  Ont. 
Humphrey's      Unshrinkable      Underwear, 

Limited,  Moncton,  N.B. 
C.  Turnbull  Co.,  Gait,  Ont. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Kingston   Hosiery  Co.,   Kingston,  Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,  Que. 
F.     W.     Robinson,     Ltd.,     Bathurst     and 
Wellington    Sts.,   Toronto. 
I'mbrellas  and  Parasols. 
R.    D.    Falrbalrn    Co.,    106    Slmcoe    St., 

Toronto.   Out. 
Brophey  Umbrella  Co.,  King  and  Duncan 
Sts.,   Torouto. 
Vacuum   Cleaners. 

Onward  Mfg.  Co.,  Berlin,  Ont. 
Veilings. 
Canada  Veiling  Co.,  Toronto. 


John    Heathcoat  A   Co.,   London,   Bog. 
Thompson      Lace      *      Veiling      Co..      St 

Wellington    St.    W.,   Toronto,   Ont. 
Novelty   Import  Co.,  76  Bay   St.   Bay   St.. 
Toronto.  Ont. 
Velveteens. 
J.  &  J.  M.  Worrall,  Limited,  Manchester. 

Eng. 
"Louis,"  57  Newton  St.,  Manchester,  Eng. 
Velvets. 
The  Continental  Mfrs.  Syndicate,  77  York 
St.,  Toronto,   Ont. 
Vanity    Cases. 
Walter    G.     Bretzfleld,    43     Leonard     St., 
New   York,   N.Y. 
Women's    Outer   ft    Under    Garments. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    K.    Brock   Co.,   Notre     Dame   St.    W., 
Montreal,   Que. 
Woollens   and    Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax  Figures. 
Clatworthy    &    Son,    Ltd.,    161    King    St. 

W.,    Toronto. 
Dale    &    Pearsall,      106      Front      St.      E., 

Toronto,    Ont. 
Delfosse  &   Co.,   Montreal,   Que. 
A.    S.    Richardson    Co.,     99     Ontario    St., 

Toronto,  Ont. 
J.   R.   Palmenberg's   Sons,  710  Broadway, 
New   York.    N.   Y.,   U.   S.   A. 
Wholesale   Merchant    Tailors. 
Wm.  H.  Lelshman  &  Co.,  119  Adelaide  St. 
W..    Toronto.    Ont. 
Whltewear. 
F.    G.    Hay  ward    Mfg.    Co.,    77    York    St., 

Toronto,  Ont. 
Star  Whltewear  Mfg.  Co.,  Berlin,  Ont. 
Diamond    Whltewear    Co.,    Three    Rivers, 
Que. 
Waists. 


Star  Whltewear   Mfg.   Co..   Berlin,   Ont 
I.    D.    Falrbalri 
Toronto,   Ont. 


Ifg.   C 
Co.. 


105     Slmcoe   St.. 


Ladies'  Wear,  Limited,  84  Wellington  6t. 

W..    Toronto.    Ont. 
Marcus   Roman,  Jacobs  Bldg..   Montreal. 
Wall   Paper   Display    Racks. 

The   Onward   Mfg.   Co..   Berlin,   Ont. 
Wardrobes. 
Grand    Rapids   Show     Case     Co.,     Grand 
Rapids,  Mich.,  U.  S.   A. 
Window   Shade   Paper. 

Stauntons,   Ltd.,  934   Yonge   St..   Toronto. 
Wool    Underwear,   Men's. 
Thos.   Waterhouse  &  Co.,   Ingersoll,   Ont. 
Schofield  Woollen  Co.,  Oshawa.  Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal,  Que. 
Woven  Labels. 
Colonial  Weaving  Co.,  Peterborough,  Ont. 
Narrow    Fabric    Weaving   &    Dyeing   Co., 
Limited,  Gait,  Ont. 
Woven    Labels    for   Garments. 
Krautheimer     &     Co.,    20     Edmund     PL. 
Aldersgate  St.,  Loudon,  B.C.,  Bug. 
Wallpaper. 
Stauntons,  Limited,  944  Yonge  Street,  To- 
ronto,   Ont. 
The    Watson    Foster   Co..    Montreal,    Que. 
Colin   McArthur   Co.,   Montreal,  Que. 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The   Standard   Air    Brush   of  the   World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue,  Chicago.  111. 
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The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  oi  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


MY    SPECIALTY 
is  In  manufacturing  Ostrich  Feather  Novelties 
and  Fancy  Feathers. 

Its  exu.i  values  in  workmanship,  quality  and 
prices  cannot  be  described  in  paper,  and  in 
order  to  convince  you  how  profitable  my  Koods 
would  be  to  you.  send  for  a  sample  line  and 
compare  it  with  other  makers. 

JOSEPH    LEONE.    Jr.. 
314  Notre  Dame  St.  West      -       Montreal.  Que. 
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Dry   Goods    Review 

INDEXING  BUREAU 
Commercial     Filing    and    Indexing    a    Specialty. 
Reports    and    surveys   made    of   card    an  i    filing 
systems,     Business  systems  installed.    Clip] 

.  pamphlets,  etc..  classified  and  indexed. 
Private  and  business  libraries  arranged  and 
catalogued.     Service   system    arranged   for  by    the 

year. 

M.  HULL.  220  BWAY.  NEW  YORK 
Graduate  Cataloguer 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 
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Let  the  rain  that  falls  in  Canada 
find  your  customers  wearing 
Raincoats  Made  in  Canada 


We  are  the  ONLY  Firm  in 
Canada  manufacturing  Raincoats 
ENTIRELY  Made  in  Canada. 
They  are  the  Best  in  Canada, 
and  are  known  all  over  Canada 
as   "DOMINION"    Raincoats. 

Send  to  our  nearest  branch  for  prices 
and  f 2 ill  information 
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Encouraging  Trade  Reports  from  Retailers 

Series  of  Replies  From  Dry  Goods  Merchants  All  Over  Canada 
Are  Nearly  All  In  Cheerful  Strain — One  Had  Increase  of  $1350 
For  September — Prince  Edward  Island  Very  Good. 

From    responses    to    inquiries    made    by    The   Review. 


SCJMMERSIDE,    P.    E.    I.— Replying 
to  your  letter  of  the  5th,  would  say 
thai    we   find    business   in    this  com- 
munity   particularly    good. 

We  have  had  very  bountiful  crops 
and  indications  arc  that  prices  will 
rule  high.  As  a  consequence  farmers 
are  in  good  position  and  are  buying 
freely.  Our  sales  are  up  to  the  present 
very  much  in  excess  of  any  year's  busi- 
ness and  we  anticipate  an  excellent 
fall   trade.  — R.   T.   Holman,   Limited. 

FUTURE    PROSPECTS    GOOD. 

CRAIK,  SASK.— Replying  to  your  in- 
quiry re  general  conditions  at  this 
place  I  beg  to  advise  that  our  crop  con- 
ditions  were    fairly   s 1    here.    Business 

has  been  much  on  the  same  basis,  but 
there  seems  to  be  a  tendency  to  cur- 
tail buying  as  much  as  possible.  Future 
prospects,  are  good  with  genera]  con- 
ditions again  prevailing.  Craik  Mer- 
cantile  Co. 

»     *     # 

SALES  AHEAD  OF  LAST  YEAR. 

RED  DEER,  ALT  A.— Replying  to 
your  inquiry  of  the  30th  ult..  as  to  how 
business  is  in  this  community,  we  are 
pleased  to  report  that  business  is  fairly 
good,  and  'we  are  not  seriously  exer- 
cised about  the  future  outlook. 

Our  opinion  is  that  lack  of  confidence 
is  a  greater  factor  in  disturbing  busi- 
ness in  farming  communities  than  any 
other    influence. 

Speaking  confidentially  of  our  own 
business,  our  August  sales  showed  an 
increase  over  August  of  last  year,  and 
our  September  sales  were  greater  than 
August.  And  as  we  do  an  absolutely 
cash  business,  there  is  nothing  mis- 
leading  in    these   figures. 

Crops  in  this  district  are  good,  and  we 
believe  every  mixed  farming  district  in 
Canada  will  be  better  off  because  of  the 
war  in  so  far  as  their  immediate  re- 
turns   are    affected,    and    the    stock    dis- 


ANOTHER  batch  of  let- 
ters  is  presented  in  this 
issue  from  retail  merchants 
from  all  over  Canada,  the 
Maritime  Provinces  in  the 
East,  to  the  prairie  wheat 
producers  in  the  West.  They 
are  not  all  bubbling  with 
joy  over  present  business 
conditions,  but  the  most 
contain  a  good  paying  vein 
of  optimism,  and  the  few 
for  whom  adverse  crop  con- 
ditions— which  struck  the 
West  unevenly — or  unfav- 
orable influences  of  the  war, 
make  the  going  a  little 
rough  at  present  are  almost 
u  n  i  f  o  r  m  1  y  encouraged 
about  near  future  prospects. 
Taken  altogether  they  are 
quite  worth  while  as  fur- 
nishing encouraging  evi- 
dence that  the  great  blow 
to  commerce  has  spent  its 
force;  that,  in  fact,  its  de- 
structive results  were  far 
overestimated. 

The  Review  is  happy  to 
present  a  record  like  these 
and  those  of  last  issue;  and 
proud  of  the  dry  goods  men 
of  Canada  who  are  master- 
ing with  skill  and  courage 
the  problems  of  the  new 
situation. 


tricts  will  not  be  injured  in  any  way, 
but  should  participate  in  a  portion  of 
the  money  put  into  circulation  on  ac- 
count of  the  war. — W.  E.  Lord  &  Co. 


WAR  MADE   NO   DIFFERENCE. 

SOURIS,  MAX.^Business  in  this  dis- 
trict I  think  is  very  fair  considering  the 
weather.  We  have  had  so  much  warm 
dry  weather  this  Fall  that  heavy  goods 
have  not  begun  to  move  yet.  The  crop 
conditions  are  very  fair.  The  wheat  crop 
will  average  from  13  to  15  bushels,  and 
th<  grade  is  one  and  two  northern. 
Very  few  farmers  have  sold  yet.  I  sup- 
pose they  are  waiting  for  higher  prices. 
Just  as  soon  as  the  cold  weather  sets 
in  T  look  for  a  bis-  improvement  in  busi- 
ness. I  don't  think  that  the  war  has 
made  any  difference  with  the  local  busi- 
ness conditions.  T  am  doing-  a  strictly 
cash  business,  so  am  not  in  a  position 
to  say  how  collections  are. — D.  A.  Mac- 
Kenzie  &  Co. 

»     »     • 

WONDERFUL     PERIOD     OF     PROS- 
PERITY. 

AMHERST.  N.S.— In  reference  to 
conditions  in  Amherst,  would  say  that 
this  is  strictly  an  industrial  town  and 
therefore  has  been  most  severely  hit, 
but  not  more  so  than  other  towns  of  its 
class.  While  business  has  been  very 
much  depressed  through  lack  of  em- 
ployment and  the  war  scare,  there  was 
in  ver   a    brighter  outlook. 

We  most  confidently  believe  that  not 
only  Amherst,  but  the  Maritime  Pro- 
vinces as  well  as  other  parts  of  Can- 
ada will  share  in  the  most  wonderful 
period  of  prosperity  in  the  next  year  or 
two.  Already  there  are  very  active 
measures  being-  taken  up  and  the  wise 
policy  being-  pursued  gives  good 
ground  for  sound  and  genuine  optim- 
ism.    This  is  short   but   trust  speaks  as 

(Continued   on   page   5.) 


Patriotic  Sale  was  Event  of  War  Fund  Campaign 

Women  of  Trenton  Sold  Goods  and  Served  Refreshments  in 

KutclifiVs  Store — Scouts  and  Cadets  Mounted  Guard  and  Paraded 
Streets  With  Hand  Bills  —  Most  Successful  Event  of  Kind  in 
Company's  History. 

i:.\    a   Staff  Correspondent, 


T  KENTON.  Oct.  17.—  (Special ).— 
It  is  a  question  whether  the 
Patriotic  Fund  campaign  will  be 
remembered  by  the  Patriotic  Fund  sale 
which  was  held  by  J.  Sutcliffe  &  Sons,  or 
whether  the  sale  will  be  remembered  by 
the  fund.  Organized  as  a  mere  incident 
in  connection  with  the  campaign,  the 
Sutcliffe  sale  aroused  public  interest  to 
such  a  point  as  to  almost  overshadow 
the  main  event.  Certainly  the  sale  was 
the  big  factor  in  connection  with  the 
campaign  so  far  as  the  public  were  con- 
cerned. 

At  this  time  there  are  Patriotic  Fund 
campaigns  being  conducted  in  all  parts 
of  the  country;  there  have  been  also  a 
number  of  sales  in  connection  therewith 
by  which  merchants  have  endeavored  to 
play  their  part  in  the  public  effort.  In 
proportion  to  the  size  of  the  town  it 
might  be  questioned  if  there  has  been 
one  of  these  sales  which  has  been  a  more 
complete  success  than  that  held  by  the 
Trenton  store,  or  one  which  was  more 
completely  and  simply  organized.  The 
story  of  the  event  is  very  interesting. 
Best  Advertising  Ever  Done. 

But  just  for  emphasis  let  us  here 
quote  A.  J.  Sutcliffe,  the  manager  and 
organizer  of  the  Sutcliffe  enterprise,  in 
Trenton.  He  states  that  never  in  the  ex- 
perience of  the  company— and  the  con- 
cern has  a  long  history  in  Ontario  retail 
business— has  there  been  one  other  event 
to  compare  with  this  Patriotic  sale  in  its 
entire  success  and  in  the  advertising 
which  it  brought  to  the  store.  It  was  in 
this  advertising  that  came  the  great 
benefit,  From  eight  o'clock  in  the  morn- 
ing until  the  closing  hour  of  ten  o'clock 
at  night  the  store  was  continuously 
packed  with  a  huge  crowd.  At  times  it 
was  practically  impossible  to  move 
through  the  aisles.  In  the  men's  store 
it  was  found  necessary  to  keep  open  un- 
til midnight.  There  were  men  in  the 
store,  and  women,  too,  who  had  never 
!,,.,.„  there  before,  and  they  came  in  a 
spirit  which  indicated  that  they  appre 
,.l:,ir,l  the  event  and  would  be  likely  to 
be  found  there  again. 

Peculiar  Source  of  Inspiration. 

Wli,.,,  the  Patriotic  campaign  was 
launched  in  Trenton,  Mr.  Sutcliffe  set 
himself  out  to  do  something  to  help  in  a 
differenl  way — he  is  a  great  believer  in 
the  policj  of  doing  things  a  little  bil  dif 


ferently,  so  long  as  they  are  well  done. 
He  felt  that  there  was  some  other  way 
of  doing  a  good  work  besides  giving  a 
liiu-  cash  subscription;  if  it  was  possible 
to  bring  an  indirect  benefit  to  the  busi- 
ness, so  much  the  better. 

Eventually  the  illuminating  idea  came 
from  a  chance  source.  Mr.  Sutcliffe  was 
returning  from  church  one  Sunday  even- 
ing when  he  overheard  a  remark  which 
set  him  thinking.  (Note  one  of  the 
many  benefits  of  attending  church.)  He 
thought  to  such  good  effect  that  he  set 
the  wheels  of  his  organization  going  the 
next  day,  and  by  the  following  Saturday 


Rule   Britannia 

Britannia  Rules  the  Waves 

and 

Trenton's  Patriotic  Soldiers'  Fond 

Will  Rule  at 

J.  Sutcliffe  &  Sons 

When  the  Sutchffe  Store  wilt  »wmg  open  to  the  management  <  I 

The  Officers  of  the  Patriotic 

Soldiers'  Fund 

The  Boy  Scouts 

and 

The  Cadets 

Representative  Ladies  of.  the  Town 

will  serve  at  the  Different  Counters  assisted  by  the  neneraJ  staff 
The  uiual  Trustworthy  Goods  of  the  Sutcliffe  variety  will 
be  offered  at  the  same  Uniformly  Right  Pnces  that  dominate 
this  store  The  choice  of  the  season's  fittest  models  sdo  suit 
able  season  materiala  will  be  found  displayed  The  si*e  of 
this  contribution  will  depend  partly  on  YOU 
Von  pay  no  more  Saturday 

BUT 

For  Every  Dollar  You  Spend  at  Sutclif fe'» 
Saturday  20c  goes  to  the   Patriotic   Fund 

Get  in  line,  show  your  colors,  let  ua  realize  our  privileges  an.) 
stay-at-home  obligations  and  help  augment  this  Patriotic 
Soldier's  Puod. 

Let  not  Saturdays  duties  be  any  good  reaso,  (or  remaining 
away,  Saturday  was  suggested  by  the  Sutclilic  Finn  because 
their  best  day  and  because  the  best  day  for  the  Out-of-Town 
people  who  wfll  appreciate  the  opportunity  to  help  the  cao«e 
DO  "YOUR"  BEST  and  make  some  sad  Jfcartsgladcr  The 
Sutcliffe  Store  has  taken  this  method  bclieuog  it  would  give 
an  opportunity  to  many  to  thus  throw  in  piejr  support  who 
might  hardly  feel  the  possibility  to  help  irf  a  Straight  offering 
TO  THOSE  WHO  WISH  the  opportunity  of  subscribing 
individually ,  the  President  of  the  Patriotic  Fund  has  provided 
a  subscription  list,  to  thus  make  possible  and  convenient  for 
those  not  otherwise  called  noon  and  the*  out-of-town  people 
If  you  desire  to  subscribe  ask  one  of  the  Red  Crow  attendants 
Saturday  for  the.  List- 

MUSIC 

will  be  furnished  in  the  various!  Patriotic  Airs.  Regimental 
Marches  and  O  Canada 

REFRESHMENTS 

Will  be  served  on  file  SECOND  FLOOR  bv  thr  Lm! 
Town. 

Noon  II  a.m.  to  2.30 

A   8andwlch  Lunch  foe  out-of-town  and  business  people. 

3  30  to  7  p.m 

Afternoon  Tee  IBc 

Evening  7  30  to  9.30 

.Ice  Cream  and  Dainty  Cake*  loc 

SATURDAY  TO  SUTCLIFFE'S 

Eat,  dhnk  eon"  spend  to  the  airs  of  oar  Patriotic  Bosgl 
Get  the  Patriotic  Spirit  snd  do  your  hesrt  good 


White   dodger   in    blue   printing   and    red   ting 
clreul  ited   before  the  sale. 


had    organized    in   every   detail   a   novel 

and     enterprising    merchandising    event 
which  had  been  brought  to  the  attention 
of  the  people  by  extensive  advertising 
Prominent  Ladies  Co-operate. 

Mr.  Sutcliffe  first  took  the  matter  up 
with  the  trustees  of  the  Patriotic  Fund, 
and  then  sought  the  assistance  of  the 
ladies'  committee.  His  proposition  was 
this;  To  hold  a  special  sale  in  aid  of  the 
Patriotic  Fund  and  to  give  to  the  fund 
20  per  cent,  of  the  receipts — the  fund  to 
Liet  the  full  benefit  of  the  store  organiza- 
tion and  take  the  profits.  To  deal  with 
the  crowds  expected  and  to  give  the  pub- 
lic-spirited tone  lie  asked  the  co-opera- 
tion of  the  ladies  interested  in  the  cam- 
paign. 

The  details  arranged  in  a  general  way, 
then  came  the  work  of  organizing  for 
the  event.  Merchants  will  appreciate 
that  to  make  arrangements  for  a  sale  of 
this  kind  in  a  week  is  a  pretty  heavy 
duty  for  one  man,  but  when  Saturday, 
the  19th  September,  came  everything 
was  ready. 

Scouts  and  Cadets  on  Guard. 

When  the  hour  of  opening  came  the 
Sutcliffe  establishment  had  the  appear- 
ance of  undergoing  a  siege.  On  guard  at 
the  four  entrances  stood  members  of  the 
local  cadet  corps.  On  the  edge  of  the 
sidewalk  was  the  outer  guard  of  boy- 
scouts,  who  stood  ready  to  open  carriage 
and  auto  doors,  or  do  any  other  service. 
Patrols  of  scouts  marched  through  the 
town  to  the  stations  and  to  the  market, 
where  visitors  to  the  city  were  handed 
dodgers  calling  attention  to  the  special 
sale^  The  scouts  were  relieved  every 
two  hours,  and  after  going  off  duty, 
marched  around  the  block.  The  arrange- 
ments were  carried  out  to  the  letter,  and 
the  organization  of  youthful  troops  was 
perfect.  They  were  an  important  and 
readily  available  factor  in  the  suoei 
the  day. 

Special  Booths. 

Inside  and  outside  the  store  was  spe- 
cially decorated  with  flags  and  bunting. 
The  members  of  the  ladies'  committee., 
forty  in  number,  were  everywhere  busy. 
The  regular  staff  of  clerks  of  the  stove 

were  OB   tints    and   worked  to  the  general 
end;    bul    there    were    special    tables   of 

lines  winch  are  usuallj   g 1  sellers  and 

which     represented     good     fair     value. 

These  tables  were  in  charge  of  the  ladies, 
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Cadet  Corps  as  Guard  of    Honor  in  Front  of  Store 


This  picture  is  a  scene  at  the  Sutcliffe  store  on  Patriotic  Sale   day.     The   Boy   Scouts   opened   doors    of   carriages    and 
autos,  distributed  bills  at  the  market  and   trains,  and    otherwise   did    "outside"    duty.     The   Cadet    Corps 

are  "on   guard"   at  the  entrances. 


and  from  them  there  were  big'  sales.  The 
selection  of  these  goods  was  naturally 
made  with  the  idea  of  good  profits  and 


clearing-  up  certain  lines,  but  the  prices 
were  in  every  case  as  usual. 

Then    there    were    booths    where    the 


PATRIOTIC  SALE  AT  COBOURG. 

On  the  entire  cash  sales  of  the  week,  commencing'  Sept.  21st,  the  firm  of  P. 
McCallum  &  Sons,  of  Cobourg,  Ont.,  gave  ten  per  cent,  to  the  Patriotic  Fund  being 
raised  in  that  town  in  connection  with  the  general  movement  for  a  war  fund.  The 
sale  was  materially  helped  by  being  well  advertised.  The  advertisement  shown 
covered  half  a  page  in  the  local  papers.  It  is  well  arranged  and  well  written,  al- 
though the  criticism  might  he  offered  that  it  fills  a  lot  of  space  without  getting  down 


You 

Can 

Help 

The 

Cobourg 

Fund 

And 

Help 

Yourielf 

Too 

If 

You 

Trade 

Here 


SEPTEMBER  21st  to  SEPTEMBER  26th 

PATRIOTIC  BENEFIT  WEEK 

At  P.  McCallum  &  Sons'  Store 

During  This  Week  We  Are  Going  To  Give  The  Patriotic  Fund  10  Per  Cent  Of  The  Entire  Cub  Salej 


YOUR  BENEFIT  : 


THAT'S  YOUR  BENEFIT 


OUR  BENEFIT    :  : 


THAT'S  OUR  BENEFIT 


:  FUND'S  BENEFIT : 


:  THAT'S  ITS  BENEFIT : 


Of  Course-  Tk  Beit  Hue  to  Biiy  Dry  Geo*      You'll  Want- 


minify  ti»l  il  •  j.mit.1'1   lei 


_ProgTi 


H^T  P.  McCALLUM  &  SONS 


Where  Quality 


Supre 


to  detail  or  prices,  even  though  the  event  is  based  more  upon  sentiment  as  a  buying 
factor  than  price.  In  addition  to  appearing  in  the  paper,  large  numbers  of  posters 
were  sent  throughout  the  town  and  district. 

The  chief  benefit  of  a  sale  of  this  kind  to  the  store  is  pointed  out  to  the  public 
as  the  reason  for  holding  it — that  the  concern  could  not  afford  to  give  this  amount 
to  the  fluid  were  it  not  for  the  publicity  value  of  the  event  by  getting  the  people  to 
come  and  inducing  them  by  good  value  and  fair  treatment  to  come  back  again. 
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goods  of  the  different  nations  forming 
the  allied  force  were  sold,  and  these 
were  a  strong  feature. 

Refreshments  Were  Served. 

In  a  parlor  upstairs  special  refresh- 
ments were  served  throughout  the  day. 
Mr.  Sutcliffe  endeavored  to  have  the 
ladies  take  charge  of  this  department, 
and  run  it  themselves,  but  they  preferred 
to  be  satisfied  with  the  20  per  cent.,  and 
the  manager  had  the  additional  work  of 
looking  after  cake,  sandwiches,  ice 
cream,  tea,  etc. 

The  refreshment  department  paid  its 
own  way  and  a  little  better.  The  ex- 
penses were  met,  eighteen  cadets  and 
twenty-five  scouts  were  fed  three  times, 
20  per  cent,  was  given  to  the  fund,  and 
there  was  still  a  small  balance. 

As  the  result  of  the  day  there  was  a 
very  handsome  sum  for  the  fund,  every- 
body was  well  satisfied,  and  the  manage- 
ment was  satisfied  that  the  store  had 
gained  a  very  solid  place  in  the  regard 
of  the  people  of  the  town  and  the  com- 
munity in  general. 

— — @ 

5  CENTS  ADMISSION  FOR  RED 
CROSS. 

/GOODWINS,  Limited,  Montreal,  in 
^-*  making  a  special  effort  to  raise 
funds  in  the  interests  of  the  Red  Cross 
Society,  arranged  a  booth  in  the  store 
where  two  world-famous  pictures  by 
great  French  artists — Rosa  Bonheur 
and  De  Marean — were  shown.  An  ad- 
mission fee  of  5c  was  charged. 


Germany  forbids  export 
of  Belgian  flax  and  lin- 
,  „.,  will  advance  again. 

Silks  still  coming  in 
(run,  France  and  Switzi  r- 
land — Japanese  goods  for 
Spring. 


Developments 

in 
Spring  Supplies 


British  embargo  on  wool 
may  prove  obstacli  for 
woolen  fabrics,  knit  goods, 
mr/)'  ts,  etc.,  in  Canada. 

Woolens  for  Fall,  1915, 
may  be  in  short  supply. 


SOME  interesting  developments  took 
place  during  the  first  two  weeks  of 
October  that  have  in  some  rases 
curtailed  expected  sources  of  supply,  or 
shifted  these  in  other  directions,  or  re- 
sulted in  threatened  scarcity  and  a  con- 
sequent  increase  in  prices. 

The  most  important  was.  of  course, 
the  announcement  of  the  embargo  on 
wools  during  the  October  sales.  This 
was  referred  to  briefly  in  a  "Before- 
goins-to-Press"  note  in  last  issue  oi 
The  Review,  and  will  be  discussed  in 
some  detail  in  regard  to  its  effect  on 
the  manufacture  in  Canada  of  woollen 
fabrics,  sweater  coats,  carpets  and 
rugs,  etc. 

This  embargo  includes  tops,  yarns. 
nails,  wastes,  sheepskins,  hides  and  rub- 
ber. Cahles  to  several  Canadian  agents 
state  fairly  clearly  that  the  export  of 
merinos  will  be  allowed  to  neutral 
countries  where  it  is  provided  that  they 
shall  not  reach  "enemy  countries."  This 
will  take  care  for  the  most  part,  of  the 
greater  amount  of  underwear  and 
hosiery.  The  whole  object,  of  course,  is 
to  protect  the  manufacturers  in  England 
of  soldiers'  supplies,  khaki  and  other 
cloths,  blankets,  heavy  hosiery,  sweater 
coats,  etc.  There  has  been  a  tremendous 
boom  in  the  manufacture  of  woolens  in 
England,  many  of  the  Yorkshire  nulls 
working  night  and  day  on  government 
contracts. 


Will  Colonies  Be  Cut  off? 
At  this  time  of  writing  information 
had  not  reached  Canada  by  mail  of  the 
embargo,  so  that  nothing  was  available 
but  the  cabled  messages.  There  was  a 
general  disposition  however,  among  the 
manufacturers  to  believe  that  the  em- 
bargo would  not  include  the  colonies.  It 
was  pointed  out,  as  The  Review  did  in 
a  hasty  note  in  last  issue,  that  the  col- 
onies were  being  called  on  to  supply 
large  quantities  of  army  clothing,  and 
it  would  be  strange  if  these  orders  were 
rendered  nugatory  by  the  cutting  off  of 
the  essential  raw  materials.  In  Canada. 
for  instance,  there  are  uniforms  and 
other  supplies  for  50.000  troops,  includ- 
ing blankets,  as  well  as  over  10(1.000 
sweaters  for  the  British   War  Office. 

The  situation  appeals  to  the  United 
Slates  from  another  standpoint  so  far 
as  "the  colonies'"  are  concerned.  There 
I  lie  point  is  not  whether  Canada  will  be 
allowed  to  secure  a  supply  of  wool  by 
import,  but  whether  Australia  and  X.-w 
Zealand,  as  colonies,  will  bo  abb-  to  ex- 
port their  wools  to  the  United  Stalin 
for  example,  either  through  London  or 
direct,  for  a  large  percentage  of  the 
U.S.  supplies  come  from  Australia  as 
well  as  South  America. 

The  prices  at  the  October  wool  sales 
showed  sharp  advances  in  crossbreds  and 
merinos,  which  were  expected  to  drop. 
some  time  before,  went  up  in  sympathy. 


IN  TROUBLE  OVER  FALL,  1915. 
FOLLOWING  out  the  line  of  the 
manufacture  of  woolens  there  is  an- 
other development,  the  effect  of  which 
will  not  be  felt  until  the  Fall  of  I'll.'). 
A  manufacturer'-  agent  received  word 
the  middle  of  October  from  several 
Yorkshire  mills  that  army  orders  for 
heavy  weight  goods  would  keep  them 
going  at  lull  capacity  for  the  next  eight 
months.  These  included  mills  turning 
out  certain  lines  of  overcoatings  and 
coatings,  and  shoddy  generally.  <>no 
mill  reported  that  it  could  not  take  any 
orders  from  outside  as  the  stipulation 
was  that  government  orders  took  preced- 
ence over  all  others  -a  virtual  prohibi- 
tion under  the  circumstances  to  do  any 
other  work.  It  i<  expected  that  this 
condition  will  soon  be  in  force  with  the 
mills  in  Dewsbury,  Colne  and  others  in 
this  wool  manufacturing  centre  of  the 
world. 

All  Right  for  Next  Spring. 

This  condition  will  not  affect  next 
Spring's  supplies,  however,  as  the 
wholesalers'  orders  tor  these  were  given 
last  May,  and  most  of  the  stock  is  al- 
ready turned  out, -even  if  the  govern- 
ment turned  soon  to  these  mills  for  rush 

orders  in  lighter  weight   *tuff. 
•     *     * 

GERMANY  FORBIDS  EXPORT. 
Q<)MF.   time  ago  The  Review   outlined 

^    the  linen   situation  in  the  Irish   Held, 
and    announced    the    scarcity    of    a    sup- 


British  Manufacturers'  Side  of  the  Exchange  Question 


7^  HE  following  letter  sent  to  Can- 
ada by  one  of  the  leading  manu- 
facturers in  Great  Britain  explains 
concisely  the  position  taken  by  a 
n  a  in  ber  of  creditors  who  have  been 
urging  prompt  payment  of  accounts 
by  Canadian  customers.  There  are 
those  who  have  accepted  payment 
under  a  trust  fund  arrangement; 
others  who  ask  «  slight  advance  on 
Hi,  old  par;  others  still  who  hold  that 
Canadian  importers  should  pay  the 
current  rate  and  "pass  on"  the 
extra  I"  the  public,  as  the  logical 
paymasters.     Complaints  havi    been 

received  that  sum,  Canadian  mer- 
chants are  forwarding  their  cheques 
on  <  a, indian  hauls  to  England  as 
paymt  nt  at  tht  old  par,  a  course  that 


means  a  considerable  delay  if  these 
checks  are  not  accepted,  and  a  big 
discount  for  the  creditor  if  they  are. 
"Our  goods  are  sold  to  customers 
in  Canada,"  the  Idler  runs,  "at  Ster- 
ling and  they  have  to  meet  them  at 
Sterling.  If  the  rate  of  exchange 
goes  against  them  it  is  no  business  of 

ours,  and  their  obvious  line  of  action 

is  to  inereas,  their  margin  of  profit 
to  tin  customer  themselves,  wh<  n 
Ho  ii  sell  the  goods.     Tht   different 

nOW  is  smin  irh,  re  ah, ml  2  /><  r  e,  nl. 
and   I   can   s,  <     no   r<  OSOn    "'//.'/    mmi,  Xj 

should  h,    withheld. 

"Thi  trad,  cannot  go  on  un- 
less hills  are  met,  and  we  cannot  go 
on  making  goods  unless  w<   get  the 

in,, in  a. 


"It  would  be  a  one-sided  arrange- 
in,  nt  if  our  Canadian  customers  were 
to  pay  in  dollars  and  c  nts  and  the 
money  to  He  at  interest  at  3  per  cent. 
in  a  Canadian  haul,  we  having  to 
pay  ?'■_■  p,  r  c(  nt.  in  order  to  finance 

th,    basin,  SS  at   h"in,  . 

"This  is  a  n  r y  serious  matter  a)id 
it  would  h,   i/uit,   impossible  for  the 
trad,  tn  he  kept  going  if  peopU 


in     Canada,     in     eas,      thi      rat,     of    635- 

chainy,    goes  against  them,  hold  up 
money  indi  v  nil,  ly. 

"  117m  a  th,  rati  of  ■  xchange  fluc- 
tuates in  thi  States  and  in  tit,  South 
American  republics,  thi  dealerscover 
themselves  by  their  margin  of  profit 
when  tht  rati  goes-  against  them." 
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The  Review's  Paris  Correspondent  Writes  from  Marseilles  Hospital 


MARSEILLE 
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WOUNDED  IN  THE  WAR. 

This  interesting  letter  has  been  re- 
ceived from  Mr.  H.  Gagnereau,  whose 
letters  from  Paris  on  dress  fabrics  and 
ready-to-wear  fashions  and  illustra- 
tions promised  to  become  one  of  the 
most  valuable  features  of  this  paper. 
This;  work  was  suddenly  interrupted: 
our  correspondent  vanished  with  the 
outbreak  of  war.  but  has  been  discover- 
ed— in  a  French  hospital  in  the  south 
of  France!  He  had  enlisted  and  was 
wounded  by  a  shell.  Mr.  Gagnereau  ex- 
pects shortly  to  resume  again  his  work 
for  The  Review.  Not  only  is  this 
cheering  information  for  our  readers 
on  this  one  point,  but  it  indicates  much 
more  favorable  prospects  for  supplies 
coming  from  the  great  fashion  land 
of  the  world.  The  letter,  as  reproduced, 
is   easily    decipherable. 


ply  of  flax  and  Max  yarns  with  a  result- 
ant increase  in  prices  of  first  10  and  then 
up  to  15  per  cent. 

A  later  development  is  contained  in  a 
letter  just  received  from  one  of  the 
largest  linen  mills  in  the  world,  near 
Belfast.  This, stated  that  Germany  had 
forbidden  the  export  of  either  flax  or 
yarns,  the  great  source  of  supply  for 
Irish  linen  mills,  with  Russia,  of  course, 
cut  off  as  well. 

Prices   "Very  Much   Higher." 

The  letter,  sent  to  an  agent  in  Can- 
ada, read:  "Please  do  not  send  any 
orders  at  old  prices  as  we  Avill  not  ac- 
cept them.  Have  just  heard  that  Ger- 
many has  forbidden  Belgium  to  export 
either  flax  or  yarn.  This,  of  course,  is 
a  very  serious  matter  for  the  linen 
trade  in  this  country.  It  will  have  the 
effect  of  making  prices  very  much  high- 
er than  they  are  at  present.  Might  add 
that  the  linen  trade  here  is  very  much 
dependent  on  Belgium  for  supplies. 
Several  shipments  that  have  arrived 
lately  have  been  picked  up  at  once." 

The  letter  added  that  the  director  of 
a  large  mill  had  been  granted  a  commis- 
sion in  Lord  Kitchener's  army,  and  had 
taken  50  of  the  office  and  factory  em- 
ployees with  him. 

Paying  Higher  Price  Cheerfully. 

An  agent  for  some  linen  mills  stated  to 
The  Review  that  he  was  not  taking  ord- 
ers for  linens  for  Spring  but  was  not- at 
(Continued   on  page   6.) 


ENCOURAGING  TRADE  REPORTS. 

(Continued    from    page    1.) 
much  as  many  pages  of  detailed  genera- 
lities.-   Martin's,  Limited. 

A  FAIR  BUSINESS. 
I  NNISFAIL,      ALBERTA.— Replying 

to  yours  of  Sept.  30  re  business  would 
say  that  we  expect  a  fair  business  this 
Fall.  At  present  it  is  rather  quiet,  but 
the  farmers  have  not  turned  off  their 
tat  cattle  as  yet,  but  will  be  doing  so 
about  the  end  of  this  month.  As  for 
grain  shipments  from  this  particular 
point  there  practically  are  none,  as  it  is 
all  used  for  feeding  purposes.  The 
hay  crop  is  very  good,  but  as  yet  no 
market  has  opened  up.  This  is  a  dairy- 
ing district  and  farmers  arc  not  de- 
pending on  grain  shipments. — J.  Fum- 
erton  &  Co. 

*  »     * 

BIG  CROP  NEXT  YEAR. 
CAR  BERRY,  MAN.— Messrs.  W.  G. 
Murphy  &  Co.,  note  that  business  is 
quiet  and  a  fear  of  hard  times  existing 
as  a  result  of  the  war.  They  add: — 
"Business  should  be  much  better  next 
year,  as  all  the  farmers  in  this  district 
are  ploughing  every  foot  of  ground  they 
can  in  order  to  get  in  a  large  crop,  as 
they  anticipate  higher  prices  on  account 
of  the  war." 

•  •     • 

SEPTEMBER  $1,350  AHEAD. 

MOUNT  FOREST.  ONT.  —  Received 

your  letter  of  September  25th  and  have 

delayed    answering   it.    as   we   wanted    to 
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know  the  exact  showing  of  our  business 
at  the  end  of  the  month.  We  find  that 
we  have  had  an  increase  in  our  Septem- 
ber business  of  $1,350,  and  about  the 
same  amount  in  August.  We  find  that 
the  crops  are  good  and  farmers  are  do- 
ing  well  and  that  there  is  no  reason  why 
tin  re  should  not  be  a  good  business  done 
in  our  locality. — R.  Scott  &  Co. 

*  *     * 

SYDNEY,  N.S.— Messrs.  McCurdy  & 
Co.,  report  business  as  influenced  great- 
ly by  a  slackness  in  the  large  steel  and 
other  industries  on  which  people  have 
to   depend,  and  they   hope  the   war  will 

soon   be  over. 

*  •     • 

CALGARY,  ALBERTA.— Messrs.  Bin- 
nings,  Limited,  report  business  as  slow 
at  present,  people  being  "tied  up  in 
stocks  and  real  estate." 


CHARLOTTETOWN,  P.  E.  I.— Re- 
plying to  your  enquiry  of  Oct.  5th,  may 
say,  we  find  the  business  in  our  com- 
munity quite  favorable.  The  farmers' 
crops  are  above  the  average  and  prices 
for  produce  are  good  and  we  look  for 
no  decrease  in  business  this  year.  — 
Prowse  Bros.,   Limited. 

*     •     * 

HANLEY.  SASK.— Mr.  J.  H.  Mc 
Kenzie  reports  a  fair  crop  of  wheat  but 
light  one  of  oats.  The  effect  of  the  old 
real  estate  boom  is  still  influencing  busi- 
ness adversely. 


VICES  of  OTHER 
RYJOODS  MERCHANTS 


AUTOMATIC   PRICE   REDUCTIONS. 

A  NOVEL  sale,  in  which  the  public 
was  given  the  benefit  of  automatic 
price  reductions  in  a  manner  which 
was  well  designed  to  stimulate  public 
interest,  was  organized  by  Goodwin 's, 
Limited,  Montreal. 

The  idea  was  founded  on  the  unsatis- 
factory feature  of  many  sales  that  after 
the  first  day  the  best  lines  are  picked 
nvcr,  and  (here  is  little  demand  for 
those  remaining.  To  meet  this  condi- 
tion, reductions  were  made  from  day  to 
day  until  the  goods  were  cleaned  up. 
This  method  encourages  the  real  bargain 
hunters  to  test  their  ability  and  judg- 
ment. Delaying  the  purchase  means 
lower  prices,  but  at  the  same  time  there 
is  the  chance  that  the  particular  goods 
wanted  may  be  picked  up  by  someone 
else  at  the  higher  figure. 

For  instance,  a  line  of  ladies'  shoes 
was  offered  at  $1.98,  and  those  left  until 
the  second  day  were  sold  at  $1.79,  while 
this  figure  was  in  turn  reduced  to  $1.49, 
and  a  day  later  the  balance  was  run 
at  75c.     It  was  announced,  too,  that  the 


first   day  was  considerably 
lower  than   the  usual   price. 

From  the  public  standpoint  one  of  the 
attractions  is  the  element  of  chance.  On 
the  one  hand,  there  is  the  encourage- 
ment to  delay  purchasing  offered  by  the 
fact  that  there  will  be  lower  prices  the 
following  day,  but  at  the  same  time  the 
would-be      purchaser      must      take     the 

Sales  Clerks' M o otTH LY  ReCoR-D 
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Form  posted  up  in  the  Waldron  store, 
Kingston,  so  that  each  clerk  knows  where 
lie  stands  in  relation  to  the  rest  for  the 
whole  year.  A  monthly  record  is  posted 
in  addition. 


chance  of  someone  else  coming  along  and 

putting  ;i  higher  value  upon  the  goods. 

— ©- 

DEVELOPMENTS     IN     SPRING 

SUPPLIES. 

(Continued  from  page  4.) 

all   sure   whether  tiiev   would  be  filled  or 

not. 

"No  one,"  he  added,  "is  objecting  to 
the  present  advance.  All,  in  fact,  are 
looking  for  it.  and  paying  it  without 
grumbling.  They  realize  they  have  to 
pay  it,  and  they  will   have  to  nay  more 

before  long." 

»     »     • 

Rushing  to  Repeat  on  Linens. 
Another  report  that  has  come  over 
states  that  "Every  one  is  pressing  for 
repeat  orders  and  in  some  cases  at  any 
price  we  like  to  name.  We  are  forced 
to  arrange  tor  a  relative  distribution  of 
our    production.      Where    our    customers, 

actually    require    g Is    we    arrange    to 

push    delivery    forward." 

•© 

SILKS  FROM  JAPAN. 

SUPPLIES  of  silk  are  in  better  shape 
^  than  expected  as  stocks  are  still 
coming  in  from  Lyons,  by  way  of  Mar- 
seilles,  ami  from  Switzerland  by  way  of 
Rotterdam.  The  anxiety  is  not  about 
present  stocks  hut  about  Spring  sup- 
plies. There  is  a  growing  feeling  that 
Japanese  goods  will  till  into  'a  certain 
extent  as  they  are  no  longer  dependent 
on  Lyons  for  dyes,  making  these  now 
;it    home. 


A   Play   Store   With   "Play    Money"   for   the   Children 

A  CLEVER  plan,  which  might  be  worked  any  time  in  a  dry  goods  store,  particularly  around  tht  holi- 
**■  day  season,  was  pulled  off  a  short  lime  ago  by  Kaussman  Bros.,  of  Pittsburg,  Pa.  .1  "play  store" 
was  established  in  the  new  auditorium  on  tin  11th  floor,  and  tht  idea  was  that  n<>  rial  money  was  pre- 
sented by  the  children,  hut  they  received,  "play  money."  "  package  of  this  being  given  with  every  25c 
purchase  being  made  in  "  regular  department  <>f  the  store.  The  merchandise  in  the  play  store,  was  for 
the  most  part  inexpensive,  and  a  great  den!  of  it  consisted  of  samples,  which  were  contributed  by  manu- 
facturers. Many  of  these  were  taken  by  tht  children,  who  gave  up  their  play  money  for  them.  In  addi- 
tion, of  course,  there  was  a  number  of  articles  from  tht  regular  stock  of  tht  store.  A  featurt  of  tht  plan 
was  that  tht  department  was  run  hy  children  thcmselcis.  children  wert  in  charge  of  tht  elevators. 
There  wen  children  floor  walkers,  children  wrappers,  and  children  clerks.  In  an  advertisement  announc- 
ing ih<  plan  tht  stort  stated  that  "boys  and  girls  up  to  1  1  years  art  tht  customers,  hoy  and  girl  clerks  are 
behind  tht  enmities.    Tht  packagt  of  play  money  with  which  tht  children  makt  their  purchast  is  given 

to  parents  mutiny  purchases  of  2-V  ",■  nver  in  any  d>  purlnn  nl  of  the  big  stort  ."    It  WOS  found  that  all  day 

children  crowded  the  store,  and  in  order  to  secure  tht  play  money  induced  their  parents  to  make  large 
additional  purchases  in  all  the  departments  of  the  store. 
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The  Best  Defensive  is 
an  Ardent  Attack 

JN  chess,  in  play,  in  war,  and  in 
business  the   best  defensive  is 
an  ardent  attack. 


Leadership  and  success  are  not  mere  mat- 
ters of  position  and  resources.  They  are 
matters  of  spirit. 

The  spirit  of  leadership  and  success  shows 
itself  in  aggressive  action. 

In  Canada  eventual  leadership  and  success 
in  manufacturing,  wholesale  and  retail  enter- 
prise will  belong  to  those  who  push  forward 
now  and  always.  Those  who  seek  merely  to 
conserve  their  position  become  stationary  and 
expose  themselves  to  the  danger  of  ultimate 
destruction. 

These  are  the  lessons  and  facts  of  history. 

The  occupation  of  new  fields  of  trade  and 
the  winning  of  new  customers  are  achieved  at 
the  least  cost  of  money  and  time  by  the  adop- 
tion of  a  strong,  constantly-maintained  and 
prudent  policy  of  advertising  in  the  public 
press. 


Maintenance  of   attack  wears  down 

resistance 
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The  One  Word  "Canada' 


T 


HE  great  event  of  the  month  to  all  citizens  of 

Canada  was  the  landing  of  over  30,000  Canadian 
troops  after  a  voyage  of  16  days  in  Plymouth  Har- 
bor, whence  on  another  occasion  of  great  peril  to 
England  the  gallant,  daring  Drake  sailed  out  "to 
singe  the  Spanish  King's  beard."  We  are  told  that 
something  of  a  thrill  passed  over  England  at  this 
visible  token  of  the  loyalty  of  the  daughter  oversea-, 
and  some  pride  as  well  as  a  deepened  sense  of  obliga- 
tion to  the  hard-pressed  Motherland  must  have  been 
stirred  by  the  London  Times'  comment  upon  this 
force  from  a  non-military  country,  that  they  were  all 
in  khaki  and  "splendidly  equipped,"  and  that  on  the 
shoulder  strap  of  each  was  "the  one  word  Canada." 

The  enlisting  of  men  tor  the  battle  front  ha-  not 
yet  assumed  such  proportions  in  Canada  as  to  make 
noticeable  the  vacant  places  in  the  ranks  of  employees 
and  employers  in  our  stores,  as  is  the  case  in  Eng- 
land where  the  proprietor,  or  a  director  has  secured  a 
commission  and  enrolled  fifty  and  even  one  hundred 
of  Ins  employees.  Generally  there,  as  here,  the  firm 
has  taken  up  the  burden  of  providing  for  the  de- 
pendent ones  who  are  left  behind,  a  practical  work 
of  loyalty.  Along  another  line  gain  has  been  set 
aside  where  prices  to  I'etailer  on  the  one  side,  and 
consumer  on  the  other,  have  been  held  down,  in  the 
face  of  a  temptation  to  take  profits  that  would  never 
have  been  eschewed  under  a  different  set  of  circum- 
stances. 

In  mercantile,  as  in  municipal  and  national 
life  these  days,  there  is  the  work  at  home  that  will 
bulwark  up  the  work  of  the  men  who  have  crossed 
the  seas:  men  who  will  fare  forth  to  danger  and  to 
death,  clad  in  khaki,  and  bearing  on  the  shoulder 
strap,  the  one  word  "Canada." 


M 


Stores  and  "Patriotic"  Sales 

ERCHANTS  may  find  a  useful  hint  for  con- 
ducting a  Patriotic  Sale  in  the  account  of  one 
carried  oul  in  Trenton  recently.  'The  Sutcliffe  firm 
are  well-known  for  some  enterprising  departures  in 
their  various  branch  stores,  but  the  co-operation  of 
the  Cadets  and  Hoy  Scouts  they  consider  as  a  main 
accessory  to  one  of  the  most  successful  sales  they 
have  ever  planned.  This  idea  of  a  Patriotic  Sale 
takes  various  forms,  and  in  the  next  few  week-  might 
well  be  carried  on  in  many  low  n-  and  cities.  In  mo-i 
cases  it  lasts  one  day  only,  usually  Saturday  :  in  some, 
two,  and  in  a   few.  the  whole  week.       The  hearty 


backing  of  the  Red  ( !ross  or  other  organization  easily 
could  lie  secured,  ami  quite  frequently  well-known 
ladies  would  give  their  services  a-  clerks,  floor  man- 
agers, heads  of  departments,  etc.,  or.  if  this  would 
interfere  too  much  with  the  real  selling  of  good.-. 
special  booths  might  be  erected  over  which  they 
would  preside  as  in  the  case  of  bazaars.  Generally 
ten  per  cent,  of  the  gross  receipts  have  been  handed 
over  to  the  Fund,  though  sometimes  more,  and  not 
only  does  the  store  assist  in  a  worthy  object,  hut  it 
earns  the  good-will  of  the  better  part  of  the  com- 
munity. 


"Hands  Across"  in  Faith 

A  PTEK  two  temporary  extensions  the  British 
"^Government  has  announced  that  the  moratorium 
will  be  brought  to  an  end  on  Nov.  4,  just  three 
months  after  the  declaration  of  war.  Indeed  on 
October  4  the  moratorium  ended  in  so  far  a-  it  ap- 
plied to  hills  of  exchange  (  other  than  cheques  or  bill- 
on demand ).  debts  due  to  or  by  retail  trader.-  in 
respect  of  their  business  a-  such,  and  rent.  Any 
flutter  of  anxiety  that  the  suspension  aroused  has 
been  proved  to  he  mainly  groundless  and  there  i- 
little  apprehension  in  regard  to  the  complete  cutting 
oil'  of  the  moratorium.  This  is  a  remarkable  tribute 
to  the  business  stability  of  Great  Britain,  this  rapid 
recovery  of  national  credit.  In  so  far  a-  this  mea- 
sure afforded  a  protection  to  solvenl  merchant-  and 
others  who  temporarily  were  cut  off  from  realizing  on 
their  legitimate  asset-  to  meet  liabilities  it  was  n< 
sary  and  beneficial.  In  some  cases,  no  doubt,  it  was 
taken  advantage  of  unfairly  to  escape  obligations, 
but  in  the  main  reputation  for  honesl  dealings  was 
ton  valuable  a  possession  to  risk  jeopardizing  even 
under  the  shelter  of  a  special  law.  In  some  cases  dis- 
counts were  demanded  as  a  favor  for  not  calling  into 
effect  the  privileges  of  the  new  legislation,  and  at- 
tempts were  made  to  prolong  the  legal  armistice  in- 
definitely. But  it  is  to  the  credit  of  the  British 
drapers  and  retail  merchants  generally, — to  the 
credit  not  alone  of  their  inclination-,  but  their  rea- 
sonably sound  financial  position — that  no  move- 
ment has  emanated  from  them  for  a  prolongation 
of  the  moratorium. 

At  the  besl  it  wa-  a  temporary  protective  measure, 
and  the  sooner  lifted  the  better  for  the  freedom  o( 
trade.  It  wa-  inevitable  that  it  should  have  a  clog- 
ging  effect ;  former  transactions  could  not  he  consum- 
mated; new-  business  was  retarded.  It  provided  a 
breathing  -pace  in  the  commercial  struggle  when  a 
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few  of  the  combatants  found  themselves  winded,  but 
the  most  felt  fresh  and  strong  enough  to  continue  in- 
definitely the  struggle,  even  under  the  newly-imposed 
handicaps. 

The  two  or  three  months'  stay  of  proceedings 
has  not,  of  course,  removed  the  dangers  of  the  present 
situation,  with  the  surety  of  insolvency  for  many  if 
the  law  comes  in  to  take  its  course.  But  it  is  pointed 
out  that  there  is  the  Emergency  Powers  Act  which 
allows  the  debtor  a  fair  amount  of  protection  from 
an  unduly  pressing  creditor.  Nor  will  it  be  found 
that  there  are  many  who  are  disposed  to  take  advan- 
tage of  an  embarrassed  debtor. 

In  Canada  the  solvent  retailer  will  find  himself 
protected  in  most  provinces.  In  two  of  these  the 
Governments  have  seen  fit  to  rush  measures  through 
bringing  into  effect  a  moratorium.  The  Province  of 
Ontario,  on  the  other  hand,  has  opened  the  way  for 
relief  by  application  to  a  judge.  This  seems  the  wiser 
cause.  The  Review  has  taken  the  stand  from  the  first 
that  a  general  moratorium  for  Canada  has  been  un- 
necessary, and  as  the  weeks  go  by  it  is  becoming  more 
and  more  unnecessary.  Trade  wants  no  restrictions 
now;  the  greater  its  buoyancy  the  better  the  general 
condition  of  affairs.  A  moratorium  would  at  once 
restrict  the  dealings  between  the  supply  houses  and 
the  retailer.  The  whole  tendency  would  be  for  the 
former  to  withhold  goods  from  any  except  the  most 
approved  customers,  for  they  could  not  afford  the 
risk  of  payments  being  deferred  beyond  the  usual 
discount  periods. 

And  why  continue  to  consider  conditions  as  so 
abnormal  anyway?  Read  tbe  letters  in  this  as  in  the 
last  issue  of  The  Review,  and  they  present  little  evi- 
dence in  favor  of  a  moratorium,  little  evidence  to 
exercise  pessimism,  except  in  a  few  extreme  cases 
where  the  local  industrial  mainstays  of  the  merchant 
are  still  silent.  To  these  cheering  proofs  The  Review 
would  append  an  editorial  comment  from  The 
Draper's  Record,  of  London.  England,  and  set  the 
one  side  by  side  with  the  other,  not  in  contrast,  but  as 
mutual  clinching  arguments  that  "tbe  West  is  yet  to 
be."  "Now  we  may  liope  to  return,''  says  The 
Record,  "to  something  like  ordinary  conditions. 
More  particularly  is  tbis  so  having  regard  to  the 
much  more  hopeful  reports  that  are  coming  to  hand 
concerning  the  state  of  trade  in  the  country.  We  are 
settling  down,  and  the  protected  ocean  highways  are 
enabling  our  export  trade  to  go  on.  This,  coupled 
with  the  continuance  of  good  news  from  the  seat  of 
war,  is  steadily  forcing  home  the  conviction  that  busi- 
ness as  usual  may  be  more  than  a  counsel  of  perfec- 
tion. Unfamiliar  regulations  have  made  the  public 
hesitate  to  incur  any  avoidable  liability,  and  to 
restrict  their  purchases  as  far  as  possible.  Now  we 
may  look  for  an  improvement  in  this  particular.  It 
is  not  only  that  the  moratorium  is  going;  it  is  that 
the  financial  position  is  such  as  to  justify  its  disap- 
pearance. That  is  what  must  not  be  forgotten  when 
the  effect  of  the  step  is  being  estimated."  - 

"Hands  Across  the  Sea!"  in  a  pledge  of  optimum, 
courage,  good  cheer  and  a  strong,  enduring  faith. 


OPPORTUNITY 

By  Walter  Malone 

They  do  me  wrong  who  say  I  come  no  more 
When  once  I  knock  and  fail  to  find  you  in ; 

For  every  day  I  stand  outside  your  door, 
.  And  bid  you  wake  and  rise  to  fight  and  win. 

Wail  not  for  precious  chances  passed  away. 
Weep  not  for  golden  ages  on  the  wane : 

Each  night  I  burn  the  records  of  the  day. 
At  sunrise  every  soul  is  born  again. 

Laugh  like  a  boy  at  splendors  that  have  sped, 

To  vanished  joys  be  blind  and  deaf  and  dumb; 
My  judgments  seal  the  dead  past  with  its  dead, 

But  never  bind  a  moment  yet  to  come. 
Though  deep  in  mire,  wring  not  your  hand-  and 
weep, 

I  lend  my  arm  to  all  who  say  "I  can'' : 
No  shamefaced  outcast  ever  ^ank  so  deep 

But  he  might  rise  and  be  again  a  man. 


Editorial  Notes 

A  CANADIAN  carpet  manufacturer  has  installed 
German  and  Austrian  machinery.  This  is  a  wide- 
awake and  encouraging  step. 

*        *        * 

MERCHANTS  ARE  coming  to  realize  that  for  a 
good  many  months  to  come,  useful  and  medium- 
priced  goods  will  draw  the  bulk  of  their  sales. 


British  Creditors 

IN  this  issue  The  Review  presents  a  letter  embody- 
*  ing  the  point  of  view  of, a  British  creditor  towards 
Canadian  clients.  The  manufacturer  takes  the  stand 
that  as  orders  are  given  by  Canadians  at  London  par. 
1 1  icv  should  be  settled  for  at  Sterling  exchange,  and 
that  any  extra  expense  should  be  passed  on  by  the 
retailer  to  the  public  as  the  only  legitimate  means  of 
settlement  for  the  higher  cost.  To  this  the  obvious 
reply  has  been  made  that  the  public  will  not  consent, 
in  all  cases,  to  pay  more  for  the  goods:  that  prices, 
particularly  on  staples,  cannot  be  advanced  with  im- 
punity at  this  time;  that  where  the  rate  of  exchange 
has  been  excessive  or  if  it  should  become  so  again, 
the  retailer  would  be  facing  a  serious  loss  for  which 
he  thinks  the  innocent  responsibility  should  be  di- 
vided up. 

But,  leaving  aside  the  particular  exchange  rate 
at  which  the  customer  should  feel  called  upon  to 
settle  as  a  moot  question,  there  remain.-  a  very  real 
cause  for  complaint  on  behalf  of  British  creditor.-. 
It  is  a  fact  that  some  merchants  have  sent  cheques 
on  Canadian  banks  over  to  England,  with  the  full 
knowledge  that  these  would  be  subjected  to  heavy 
discount  if  accepted  at  all,  or  entail  a  serious  delay 
in  settlement  if  refused.  Abo  it  is  just  as  true  that 
many  merchants  have  refused  to  settle  account-  at 
any  more  than  the  old  par  of  exchange,  throwing 
the  whole  loss  on  British  creditors,  and  it  is  just  as 
certain  that  linns  across  the  sea  should  not  be  com- 
pelled to  pay  "x'-2  per  cent,  on  money  borrowed  to 
keep  their  wheels  turning,  while  their  Canadian  cus- 
tomers pay  into  Canadian  banks  funds  that  will  earn 
only  3  per  cent,  in  the  interval  before  exchange  again 
falls  to  normal.  The  Review  would  urge  on  all  who 
are  refusing  or  neglecting  to  modify  old-time  meth- 
ods of  payment  that  there  should  be  a  give-and-take, 
not  only  because  Canada's  commercial  reputation 
rests  upon  their  handling  of  the  present  situation,  but 
that  any  attempt  at  a  repudiation  of  a  just  claim 
must  react  upon  the  whole  position  of  Great  Britain 
in  the  grim,  bull-dog  struggle  upon  the  Continent, 
and  that  Canadian  merchants  in  meeting  these  obli- 
gations half-way  are  performing  almost  as  vital  a 
part  in  furnishing  the  sinews  of  war  as  the  men  who 
are  thronging  to  the  Army  of  a  Million  for  which 
lord  Kitchener  has  sent  forth  bis  call. 


Laces  Coming  in  Freely  from  Lyons  and  Chantilly 
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I         i;  .,1'     I'l'i-n.  Ir     silk     lli'l      in      i\  ii  n      white 

uiih  festooya  of  crystal  find  Iridescent  beads 
and  -in.  floral  garniture  Ulovei  patterned 
with  i  mall  Jet  sequins  Jet  Is  enjoy!  g  great 
vrogui  iih-  season  Shown  li\  Thompson  Lace 
&   \  elllug   C  i 


Cup  Spangled  Laces  and  Jetted  Laces  the  High 
Novelty — Laces  Arc  of  the  Lightest  and  Sheer- 
est Construction — Valenciennes  Coming  Into 
Greater  Use. 


NOW  that  shipments  from  some  of 
the  Continental  lace  prodjieing 
centres  are  being-  resumed  the 
novelty  laces  ordered  before  the  war 
broke  out  are  coming-  to  hand.  These 
laces  are  largely  intended  for  combining 
with  net,  satin,  velvet  and  other  silken 
fabrics  in  the  making  of  dancing  and 
evening  gowns  and  gowns  for  dressy  oc- 
casions. The  latest  novelty  comes  in 
spangled  laces.  These  laces  are  of  the 
lightest,  sheerest  nets,  and  the  pattern 
is  in  delicate  effect  forming  as  it  were  a 
tracery  on  the  net.  And  this  tracery  is 
spangled  over  with  nacre,  cup-shaped 
spangles.  These  laces  are  sure  to  take  as 
they  are  wonderfully  effective,  for  as  the 
light  catches  the  spangles  with  each 
movement  of  the  wearer  the  effect  is 
dazzling. 

With  a  big  black  and  white  season  in 
progress  it  was  inevitable  that  jet  should 
increase  its  lead.  Black  jetted  laces 
ciime  both  cup  spangled,  and  with  the 
pattern  outlined  with  small  beads.  Very 
beautiful  are  the  lame  laces  with  the  pat- 
tern either  wholly  formed  of,  or  outlined 


with,  darned-in  round  threads  of  metal 
in  very  brighl  gold  or  silver.  These  laces 
are  closely  akin  to  the  margot  laces  in 
which  the  pattern  is  formed  of  a  tine 
cord  which  is  darned  into  the  net  to 
form  the  pattern. 

Buyers  are  largely  interested  in  Chan- 
tillys,  both  in  black  and  white  thoutrh 
black  lead  in  the  selling.  These  laces 
now  come  in  the  true  Chantilly  patterns 
instead  of  in  the  shadow  effects  that  have 
been  selling. 

Shadow  laces  are  selling  to  the  popu- 
lar priced  trade  and  because  of  the  lim- 
ited supply  in  the  better  grades  the  posi- 
tion of  these  laces  lias  improved  during 
the  past  two  weeks.  There  is  a  very 
large  outlet  for  net  tops  and  they  con- 
tinue to  be  the  lace  of  the  season. 

Valenciennes  and  Clunys  are  taking 
their  plaee  as  the  leading  counter  and 
trimming  laces.  The  Valenciennes  laces 
selling  at  present  are  largely  popular 
priced,  but  indications  point  to  the  more 
extended  use  of  the  higher  grade  vals  in 
the  near  future. 


Neckwear  Outlook  Promising 

Repeat  Orders  Grood  For  Ladies'  Neckwear  - 
Stiff  Collars  and  Military  Effects  Are  the  Latest 
— Compromises  Between  the  Closed  Stock  and 
The  V  Effect  Promise  To    Be    Attractive    and 
Numerous. 


THE  outlook  continues  to  improve 
in  ladies'  neckwear,  and  while 
orders  are  not  of  greal  size,  re- 
peats are  frequent.  Not  only  are  the 
working  staffs  fully  employed  bul   more 

hands    have    been    taken    on    recently    in 
many   factories. 

As  the  season   of   the  year  when  neck- 
wear always  enjoys  the   largest    sale  is 
commencing,   naturally    the   manufactur- 
ltt 


ers  feel  thai  while  no  record  is  going  to 
to  be  made  a  season  fully  up  to  the 
average  is  before  them.  This  is  the  way 
things  -coin  to  be  working  out  the  wo- 
man who  is  getting  along  with  a  less  i  t 
tensive  wardrobe  and  who  is  making  a 
last  season's  dress  or  suit  do  duty,  is 
bringing  it   up  to  date-  bj   wearing  with 

it    a   dxesS]    piece      o\'     neckwear.        This 

neckwear    is    again    making    good    its 
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Good 


•News  I 


Not  only  from  the  Front, 
but  at  Home 


We  have  an  excellent  assortment  = 

of  "Quick  Sellers" 1 

For  Present  Needs —  g 

Smart  Veilings —  | 

JL/3-CCSj  newest  patterns 

Collars —  | 

Organdie  Edges —  | 

Net  Tops —  | 


Frogs,  etc.  | 

Business  as  Usual 


sop  Lace  feVeilm 

LIMITED 

lir>6ton  St.West/Toroi? 
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Dry  a unils  Revit  » 


DK  ESS     A.CCESSO  K  IKS 


Ferguson  introduces  "Round  Robin'    Brand  in  original  and 

exclusive  designs 


Twenty   more  styles  from   \\  1  ■  i < ■  1 1  to  select,  Including  several  styles  of  the  popular   I".  .',".    i!"  and  7"  wide  cuffs. 

i . i  i  \  1 1 > i : i:  \     A  positive  liii    s.\o>  RO.MOLA     With   hue  insertion    - 

ROSALIXD     2  00  ISABEL!  A     Embroidery    effects     8.00 

CAMILLA     I  00  I.ihisa     Embroidery   effects    2.00 

BRENDA    .in  JESSICA     Embrolderj    effects    2.00 

THERESA     Willi    lace    Insertion    LOO  CYNTHIA     Embroidery  effects    4.00 

Write    lor  catalog   <>r   advise   how    man;    dozen   <>t    each   trade   ><>u   desire   and    we  will  send  ;>  good  assortment. 

Terms,   6//o — 5/70 

"Round  Robin"  Brand 

C.  W.  FERGUSON  COLLAR  CO. 


NewYork  Office, 3Si  Fourth  Ave.  TROY,     N.Y. 
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Ferguson  Collars  have  individuality;  are  classy  and  attractive 


Twenty   more  styles  from   whirl;  to   select.   Including  several  styles  of  the   popular   V . 


G"  and    c "  wide  cuffs 


MINERVA— A  soft  collar  of  pique \  Very  popular $2.00 

MINERVA— A   different   cuff  /Coat    or   waist   set 2.00 

EUGENIA— A  soft  collar  of  poplin,  cuffs  to  match,  each  at 2.00 

CLAUDIA— collar  and  cuffs,  each  at    2.00 

CLARISSA— collar  and  cuffs,  each  at   2.00 

DELPHINE     2.00 

JESSIE     1 .10 

LEONO R A      4 . 00 


AMELIA— Embroidery   and   hemstitched    $4.00 

SILVIA— Embroidery    and    scalloped    edge    4.00 

DEBORAH— Embroidery    and    hemstitched    reveres    4.00 

JOANNA — Embroidery  and  scalloped  edge   4.00 

HORTEXSE— Embroidery  and   fagoting    4.00 

PORTIA— "Embroidery   and    lace    2.00 

LYDIA — Embroidery  and   scalloped  edge   2.12% 

FLORA — Embroidery   and  coup  edge   4.00 


Write    for   catalog    or    advise    lion    many    dozen    of   each    grade   you    desire   and    we   will   send  a  good  assortment. 


Terms,  6//o — s/3o 


a 


Round  Robin"  Brand 


C.  W.  FERGUSON  COLLAR  CO. 


New  York  Office,  j8i  Fourth  A  ve. 


TROY,  N.Y. 

13 


Dry  Goods  Review 


DRESS     ACCESSO R I ES 


NOVELTIES    IN   NECKWEAK. 
Top   Figure.    Shows  combination  of  the  stock    and    labot    Idea,    with    the    much    liked    V 
lu-'-k.     This    neckpiece   Is   developed    In    organdie  and   lace 
Left  side.    One  of  the  many   new  stiff  collar  styles.     This  collar  is  of  linen  with   scalloped 

and  embroidered   revers. 
Right    side.    Collar  with   vestee  and   side   full  of   organdie. 
Bottom   Figure     Collar  of  nel   and   lace  in    Robespierre    effect    with 

lace  jabot    attached    to   n oii.-ir  with   a  imw  nf  ribbon 

(Sketched  by  The  Review  artist.) 


pleated    and    cascaded 


claim  to  the  place  of  mm. si   prominence,  featured   a1    the  presenl    time— both   the 

righl    in    fronl    of   the   entrance,   in    the  more  tailored  styles,  and  styles  thai  arc 

majority  of  stores.  developed   in   soft    nets  and   lacy  effects. 

There  are  nevi    style  developments   in  The    Peeling   is   strong    for    the    tailored 

'"'•  and     in     process  of     evolution,  styles,  and  promises  to  continue  so,  bul 

which    promise    to   develop   attractively,  as  the  season  advances,  the  demand  will 

and    which    manufacturers    feel    are   en-  become  more   marked   for  the  neckwear 

couraging,  as  in  a  very  literal  sense  no-  thai   Bhows  softer  lines,  and  is  made  of 

veltj    is  the  life  of  the  neckweai    busi-  lighter  materials. 

ness.     Two  types  of  neckwear  are  being  The   growing      influence      of  military 
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fashions  in  a  great  measure  accounts  for 

the  introduction  of  the  stiff  collar  and 
the  tendency  towards  closed  stocks.  The 
neck  it  is  predicted,  if  it  dies  at  all.  will 
die  hard,  as  women  favor  it  because  of 
its    becomingness    and    comfort. 

Compromise-  between  the  two  styles  will 
bi  numerous  and  one  of  the  new  ideas  is 
a  collar  thai  is  almost  a  stock,  save  for 

.  fact  that  the  upper  edge  is  seal- 
loped  and  while  straight  at  the  back, 
rolls  over  from  the  side  of  the  neck  to 
the  front.  This  collar  does  not  quite 
n.eet  in  front,  but  it  is  continued  around 
the  neck  by  a  band  of  black  ribbon,  bow- 
ed in  a  flat  bow  in  front.  Attached  to 
the  back  of  the  collar  is  a  softly  folded 
vestee  effect  which  crosses  over  in  front 
leaving  a  portion  of  the  neck  showing 
under  the  bow.  Similar  collars  have  a 
divided  jabot  showing  this  V  finish  in 
front  and  many  new  ideas  alone:  this 
line  may  be  expected.  Other  new  ideas 
are  along  the  lines  of  the  Robespierre 
collars  worn  a  few  seasons  airo  with  the 
high  stock  open  in  front  and  with  a  turn 
over  collar  depending  from  the  stock. 
Pleated  effects  are  very  strong.  Some 
collars  are  side-ideated  all  round,  while 
others  are  pleated  only  at  the  back.  Side 
frills  are  very  freely  used  on  the  new 
vestees,  and  are  attractive  when  combin- 
ed with  the  high  military  stock.  The 
materials  used  in  the  development  of 
ladies'  neckwear  are  organdie,  pique. 
repp,  net  and  filet.  Cluny  and  Valencien- 
nes and   net-top  lace. 


THE  GLOVE  SITUATION. 

THERE  is  no  section  of  supplies  hard- 
er hit  by  the  war  situation  than  that 
of  doves.  Leather  gloves  come  from 
France.  Germany.  England  and  other 
centres  in  Continental  Europe.  Fine  kid 
doves  come  from  France.  The  clove 
buyers  who  ordered  their  sroods  to  be  de- 
livered early  are  decidedly  in  the 
position  as  they  have  already  received  B 
fair  proportion  of  their  orders  and  are 
not  guessing  as  to  where  they  are  going 
to  set  the  stock  for  the  main  part  of  the 
season,  for  it  is  just  a  chance  as  to 
whether  the  later  shipments  will  ever 
reach    this   side   n\'   the   Atlantic. 

The  outlook  for  the  Spring  season  is 
far  from  being  re-assuring,  and  the 
future,  look  at  it  as  you  will,  is  serious. 
Gloves  «ill  coin,,  from  England  and  per- 
haps from  France,  hut  with  the  heavj 
demand  from  Hip  resl  of  Amerii 
isfj  u  will  be  difficult  to  make  the  supply 
liable    '-•'    round. 

T  ,   ,,:;.-  ion  ol  pric<  -  is  a  complicated 
one  as  prices  on  orders  thai  were  shi 
before  the  breaking  oul  ilil  ies  re- 

al the  oriarinal  figure,  bul  on  I 
to  be  delivered  later  the  higher  rati 
transportation    and    insurance,    etc..    will 

have  to  be  added  to  the  imporl  price. 
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Perrin   Gloves 


On  the  4th  October  we  received  22  cases  of  kid  gloves  from 
our  Grenoble  factories — ex  S.S.  Hesperian. 

We  have  several  further  shipments  on  the  way  and  are 
expecting  advice  of  them,  daily. 

After  these  arrive,  we  think  that  there  will  not  be  any  more 
goods  coming  for  some  time. 

We  would  suggest  that  customers  place  orders  NOW  and 
cover  their  needs  for  the  holiday  season. 

The  increased  cost  of  transportation  for  these  shipments; 
the  heavy  freights — inland  charges — war  insurance — rate  of 
exchange,  etc.,  etc.,  make  it  necessary  for  us  to  advance 
prices. 

Therefore,  all  prices  of  imported  gloves  are  now  higher  than 
formerly. 

The  retail  trade  must  be  prepared  to  pay  these  higher  prices, 
as  it  is  impossible  for  us  to  meet  them  all. 

Not  only  has  the  cost  of  carriage  been  enormously  increased, 
but  the  cost  of  manufacture  has  also  increased — and  future 
supplies  of  raw  materials  (if  procurable  at  all)  will  be 
higher  than  before. 

Therefore  it  is  probable  that  future  shipments  (if  any  come) 
will  be  still  higher  than  we  are  quoting  for  the  stock  already 
here — and  arriving  shortly. 


PERRIN  FRERES  &  CIE. 

Fisher  Building 

28  Victoria  Square  Montreal 
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TRADEMARK   REGISTERED 


OUR  PATRONS  and  the 
trade  are  respectfully  in- 
formed that,  in  conformity 
with  our  expressed  policy 
of  not  increasing  prices 
until  absolutely  compelled, 
we  have  completed  arrange- 
ments which  enable  us  to 

quote  REGULAR  PRICES  FOR 
ALL  GOODS  IN  STOCK  and  FOR 
ALL  ORDERS  PLACED  UNTIL 
FURTHER    NOTICE,    for      all 

regular  stock  lines  of 
DENT'S  GLOVES,  both 

for   IMMEDIATE    AND    SPRING 

delivery,  with  the  excep- 
tion  Of    GERMAN    AND   AUS- 

TRiAN-made  goods,  of  which 
we  are  showing  no  samples. 

BRITISH-MADE  goods  bought  for 
DEC.  1ST  delivery,  may  be  postponed 
till  Feb.  1st,  with  regular  Spring  dating 
if  desired. 

NO  special  importation  charges  will  be 
made  and  NO  alteration  will  take  place 
in  our  terms. 

DELIVERIES  are  being  received  of 
BRITISH  and  FOREIGN -made 
gloves,  not  with  the  customary  regular- 
ity, neither  with  so  much  dislocation  as 
was  expected. 

Dent,Allcroft&Co. 

Montreal 


390— Set  $4.00 

BE    IN    THE     LEAD 
and  GET  the  LATEST 

in 

LAUNDERED 

COLLARS 

Sold  in  set  or  separate 
We  have  twenty  other 
styles  and  shapes  from 
$1.00  a  doz.  to  $2.00  a 
do/.  Try  them  by  or- 
dering a  gross  s.et  of 
each. 


461— Set  S4.00 


452— Set  $4.00 


E.  J.  Conlin  Company 


631-635  River  St. 


Troy,  N.Y. 


Money   In  Salesmanship 


The  trained  salesman  is  practically  independent. 
Scores  of  business  houses  seek  his  services. 

It  should,  therefore,  be  the  aim  of  every  young 
man  to  qualify  himself  for  a  higher  position.  He 
can  accomplish  this  in  his  spare  time,  just  as  hun- 
dreds have  done. 

No  work  so  quickly  develops  poise,  self-reliance, 
ease,  ability  to  grasp  situations,  instinct  to  meet 
the  demands  of  the  moment,  and  the  capacity  to 
meet  men  of  their  own  level,  as  representing 
MACLEAN'S. 

This  work  puts  you  in  touch  with  the  prominent 
men  of  each  town,  a  connection  of  inestimable 
value.  We  require  representatives  in  nearly  every 
town  and  center  of  population  in  Canada.  You 
can  make  from  $5  to  $10  per  week  in  addition 
to  your  regular  salary.  We  give  you  a  practical 
training  that  is  worth  consideration. 

Write  us  to-day  for  particulars. 

MACLEAN  PUBLISHING  CO. 


143  University  Ave. 


Toronto,  Ont. 
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What  for  Spring?  Larger  Hats,  Flower  Trimmed 

Black  and  White  Combinations  May  be  Unpopular  Owing  to 
German  Connections  —  Small  Models  for  Early  Trade  Along- 
Military  Lines — Paris  Very  Much  Alive. 


WHAT  for  Spring?  Now  the  Fall 
season  is  so  far  advanced,  the 
question  of  the  Spring'  looms 
uppermost,  and  doubtless  many  mil- 
liners are  wondering  as  to  the  sources 
from  which  they  will  receive  not  only 
the  Spring  materials,  but,  what  is  almost 
of  as  much  importance,  the  Spring- 
fashion  inspiration.  Paris  is  still  Paris, 
however,  and  the  majority  of  the  leading- 
modistes  are  still  open  and  doing  busi- 
ness, and  importations  of  Parisian 
models  are  arriving  on  this  side  of  the 
water.  The  war  has  certainly  left  its 
mark,  and  while  many  manufacturers 
have  had  to  close,  and  others  have  been 
forced  out  of  business  altogether,  a  num- 
ber of  the  factories,  among  which  are 
many  of  the  leading  ones,  are  still  work- 
ing. Therefore,  French  flowers  and  mil- 
linery novelties  will  be  well  represented 
on  the  Canadian  market,  and  orders  can 
be  placed  with  the  full  assurance  that 
deliveries  will  be  made — that  is,  if  they 
are  placed  in  time. 

It  must  be  remembered  that  Austria 
and  Germany  produced  a  large  propor- 
tion of  the  world 's  supply  of  artificial 
flowers,  and  that  with  some  of  the  fac- 
tories out  of  commission  there  will  be  a 
large  call  for  the  output  of  the  factories 
still  working.  At  the  present  time  they 
are  more  than  busy  with  orders  for  the 
English  and  American  market.  Artificial 
flowers  are  also  made  in  Canada,  and  the 
manufacturers  are  seizing  the  oppor- 
tunity for  putting  their  product  more 
prominently  before  the  trade. 

No  particular  trouble  is  anticipated  in 
obtaining  the  straw's,  as  they  come 
chiefly  from  countries  that  are  shipping 
goods  at  the  present  time,  or  which  are 
neutral.  Hemps  come  from  Japan,  and 
China,  Italy,  France  and  Great  Britain 
all  produce  straws. 

Ban  on  Black  and  White. 

Paris  will  certainly  put  a  ban  on  the 
popularity  of  black  and  white  combina- 
tions, as  black  and  white  are  the  colors 


of  the  Prussian  flag.  And  the  black, 
white  and  red  are  the  German  flag.  This 
color  combination  has  had  marked  favor 
since  the  Grand  Prix,  but  for  Spring  the 
red,  white  and  blue  of  the  tri-color  and 
the  British  flag  will  take  its  place.  Yel- 
low and  black  are  the  Russian  colors, 
and  yellow,  blue  and  red  stands  for  Bel- 
gium. Black,  if  only  for  the  reason 
that  so  many  people  will  be  in  mourning, 
will  be  prominent. 

Some  light  is  shed  upon  advance  ideas 
by  the  millinery  that  would  have  been 
worn  at  Deauville.  Though  many  models 
were  large,  small  Russian  toques  were 
among  the  number.  The  majority  of 
these  toques  are  so  made  that  they  pres- 
ent a  wide  appearance.  Flowers  and 
aigrette  are  combined,  the  aigrette  being 
used  in  large  tufts,  and  these  are  fasten- 
ed at  an  angle  on  either  side,  and  give 
the  effect  of  width. 


NEW  PALL  MODEL. 

Model    Elaine.      Chapeau    of    black    satin 

with   garniture    of   aigrette   and   roses. 
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Many  hats  are  triangular,  and  a  beau- 
tiful set  was  shown,  consisting  of  hat. 
muff  and  bag,  with  the  hat  on  this  order. 
The  hat  was  of  rose  pink  velvet,  for  the 
Parisienne  has  been  wearing  the  velvet 
hat  since  Midsummer,  trimmed  with 
flowers  made  of  black  tulle,  spangled 
with  crystal  beads.  These  flowers  were 
in  every  size,  and  were  fastened  here 
and  there  all  over  the  hat  and  brim.  The 
crown  was  soft,  but  the  three-cornered 
brim  was  stiff,  and  was  fringed  all  round 
with  a  fringe  of  ostrich  flues.  This 
ostrich  fringe  edged  the  muff  and  bag. 
and  a  bunch  of  the  tulle  flowers  nestled 
in  the  folds  of  the  velvet  drapery  form- 
ing the  muff. 

Large  Cape  Lines. 
But,  after  all.  it  is  the  large  hat  that 
is  the  novelty.  Large  cape  lines  of  vel- 
vet are  the  latest,  and  the  portrait 
sailors  are  taking  on  the  brim  lines  of 
the  Gainsborough.  Not  only  are  the  hats 
flat,  but  they  are  trimmed  flat  also.  These 
hats  are  trimmed  with  ostrich  fringe,  or 
they  are  with  quills  of  stripped  ostrich, 
numidi,  pheasant. 

Military  Types. 
Martial  styles  are  figuring  largely,  and 
it  rests  with  the  genius  of  the  French 
modiste  to  make  these  types  suitable  for 
Spring  wear.  Cossack  and  Moujik 
styles,  the  shako  of  the  French  and  Eng- 
lish cavalry,  the  high  hat  of  the  French 
and  Belgian  infantry,  and  the  forage  cap 
of  Tommy  Atkins,  as  well  as  the  Scotch 
bonnet  of  the  Highlanders,  are  types 
tliat  are  sure  to  be  taken  up  and  adapted 
for  feminine  wear  by  the  Parisian  de- 
signers. The  Montenegrin  soldiers' 
toque,  helmet  models,  and  sailors  with 
military  trimmings,  were  put  out  by  the 
leading  model  houses  for  the  present 
Fall  with  military  trimmings  in  the  form 
of  coque,  clipped  ostrich  pom-poms  and 
other  feather  effects,  and  also  with  fes- 
toons and  bindings  of  metal  cords  and 
galloons  and  gold  and  silver  braid  orna- 
ments. 


Mid-Season  Models  of  Fur,  or  Fur  Trimmed 

Kolinsky,  Seal,  Fitch,  Raccoon,  Fox  and  Ermine  and  Monkey 
the  Leading  .Millinery  Furs — Much  Metal  Lace  Used — Fur  and 
Velvet  Crowns  Combined  with  (J old  and  Silver  Lace  Brims. 


MILLINERY  sets  were  intro- 
duced by  Evelyn  Varon,  and 
the  first  were  worn  al  the 
I'rix  de  Drags.  This  .set  was  of 
black  satin  trimmed  with  monkey  Eur. 
The  hat  was  a  turban,  and  the  muff  was 
a  large  square  with  the  front  side  draped 
with  stoic-like  ends  edged  with  monkey 
fur.  The  neckpiece  took  the  form  of  a 
high  stock  with  long  ends  bordered  on 
either    side    with    the    Eur. 

Another  set  created  by  Lewis  had  a 
small  round  muff  of  monkey.  The  neck 
scarf  was  of  the  fur  and  was  short  with 
sipiare  ends  one  passing  through  a  slit 
in  the  other  and  drawing  up  close  to  the 
neek.  The  small  hat  had  a  high  cuffed 
brim  with  monkey  fur  laid  below  and 
just   one  silver  rose  at  the  side. 

Far  more  novel  was  a  Lauvin  set  of 
muskrat  with  a  qaint  little  Empire  bon- 
net made  of  the  fur  and  decorated  with 
;i  pink  beaded  rose.  The  under  brim 
was  faced  with  shirred  pink  satin  and 
there  was  pink  satin  strings.  The  muff 
was  small  and  round  and  lined  with  pink 
with  a  rose  to  match  fashioned  to  one 
side  in  front.  The  neck  piece  was  in 
the  form  of  a  small  tippet. 

Many  sets  will  be  formed  of  plush  and 
fur  as  well  as  fur  fabrics  combined  with 
real  fur.  A  novel  material  for  this  pur- 
pose comes  in  the  fur  fabric  imitating' 
sable. 

A  set  of  this  material  had  a  helmet- 
shaped  hat  with  the  crown  in  quarter 
sections  like  a  jockey's  cap.  It  was 
strapped  with  velvet  in  dark  brown 
around  the  crown  ending,  with  wing-like 
pointed  ornaments  of  some  imitation 
sable  material.  The  barrel  muff  was 
made  of  a  series  of  shirred  puffs  ending 
in  a  frill  that  received  the  hands  at  each 
end.  The  neck-piece  was  a  flat  little 
tie  clasped  with  a  carved  ivory  ornament 
matching  the  one  on  the  hat. 

Some  of  the  hats  one  sees  are  trimmed 
with  novelty  ribbons  and  metal  and  vel- 
vet brocades.  These  rich  fabrics  are 
combined  with  velevel  or  plush.    One  of 

these  hats  was  a  rolled  brim  sailor  id' 
black  plush.  The  crown  was  of  the  bro- 
cade, and  around  the  base  of  the  crown 
was  a  pleating  <>!'  coral  pink  narrow 
\  el  vet  ribbon,  while  across  the  front  and 
sides  was  an  embroidered  wing  effect 
in   brown  and   tan. 

A    pink    fell     for   felts  are   beginning 

l,,  make  their  appearance  in  the  more 
exclusive  stores.  has  a  high  round 
crown,    and    a    narrow    straight     brim    of 


black  velvet.  .Inst  below  the  crown  is  a 
band  of  French  blue  velvet  and  one  of 
pink,  each  tied  on  a  flat  bow  above  mer- 
cury  wings  made  of  silver  tinsel. 

Another  large  black  velvet  hat  has  a 
machine  stitched  brim,  and  around  the 
crown  is  a  narrow  black  cord  ribbon 
with  long  streamers  at  the  back  and  on 
the  band  in  front  and  on  the  ribbon  ends 
are  (dusters  of  small  pink  roses. 

Another  sailor  has  the  crown  and  the 
upper  brim  covered  with  turquoise  and 
gold  brocaded  velvet  with  the  lower 
brim  faced  with  black  velvet.  There  is 
a  stiff  tied  turquoise  velvet  bow  with 
the  ends  edged  with  monkey  fur  in 
front. 

Large  single  flowers  such  as  pansies, 
poppies,  and  other  single  petalled  flow- 
ers are  good,  and  there  are  models  in 
black    which    are      trimmed      altogether 


A    LEWIS    MODEL. 
Tin'  "Swallow"    velvet  shape,  velvet   trimmed. 

with  white  roses  or  other  white  flowers. 
Metal  roses  are  in  the  lead  at  present, 
and  fruit  and  flowers  formed  of  beads 
and  spangles  and  often  fur  worked  up 
with  them  are  a  late  production,  .let  is 
very  much  used  in  the  production  of 
high  class  millinery.  Many  hat  crowns 
are  covered  with  jetted  sequins  and  pail- 
lettes, and  there  are  numerous  orna- 
ments and  bands.  Some  take  the  form 
of  folded  wings  or  tail  effects  made  of 
jet  (dates,  mercury  wings,  bird  head  ftndj 
bird-like       mounts;       spear       heads,    and 
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-pear-like    effects       made        of    plates    of 
gelatine. 

Many  of  the  beaded  and  metal  trim- 
mings are  in  tinsel  material.-,  ami  with 
-nine  of  these  both  crystal  and  jet  is 
combined.  A  good  many  leather  ban- 
deaux are  used  and  hackle  and  ostrich 
are  in  the  lead  here.  Little  tuft-  of 
hackle  and  small  ostrich  tips  are  used 
to  place  around  the  crowns  of  -mall  and 
medium    sized    hats. 

Fur  will  play  an  important  part  in 
millinery  later  on  in  the  season.  The 
novelty  this  season  is  monkey  fur.  This 
fur  is  black  and  is  long  and  is  used  like 
a  fringe.  This  fur  fringe  is  used  laid 
flat  on  the  brim  or  placed  around  the 
crown  half  or  three-quarter  high,  ac- 
cording to  its  height  and  finished  with 
a  trimmings  band  of  some  kind.  Bow 
and  aigrette-like  effect  of  this  fur  are 
placed  in  front  or  at  the  side.  Fitch  is 
another  fur  that  i-  much  used.  Some- 
times the  whole  crown  is  of  this  fur.  In 
other  models  narrow  bands  are  -ecu. 
Beaver  is  introduced  into  some  of  the 
French  models  as  the  Parisian  milliner 
this  year  is  very  partial  to  the  color 
of  this  fur. 

Though  we  are  using  so  much  black 
on  this  side  of  the  Atlantic,  this  color 
is  not  so  prominent  in  the  French 
models  as  it  was  earlier  on.  Black. 
however,  has  a  very  firm  hold  on  Cana- 
dian and  American  trade  and  black  and 
somber  shades  promise  to  last  at  any 
rate  to  the  end  of  the  season.  Black. 
trimmed  with  a  color,  is  very  much  in 
evidence  and  for  dressy  wear  black  and 
pale  rose  pink  or  some  oi  the  coral  rose 
-hades,  and  black  and  baby  blue  as  well 
as  white  am'  black  promises  to  be  very 
popular.  Other  prominent  colors  are 
navy,  military  and  sailor  blue-.  French 
blue,  king's  blue.  stone  and  shand 
shades,  tele  de  negre.  Seal,  Russian 
green,    jasper,    mole    and    wine    and    beet 

shades  and  deep  rich  purples. 


MOROCCO    COMB    CASES. 

There  is  a  line  of  Morocco  comb  cases 

on  the  market  which  are  decidedly  new 
and  novel.  They  are  shown  in  a  variety 
of  colors,  and  are  lined  with  white  moire 
silk,  and  litted  with  two  pockets  to  hold 
the  regulation  dressing  comb  and  a 
long  handled  tine-toothed  Mareelle  comb. 
This  ease  is  'J1  ^.  inches  wide,  by  8%  in- 
long    when    folded. 


Children's    Millinery    for    Mid    Winter    Season 


1.  Rembrandt    cap     of 
velvet  with  brim  of  fur. 

2.  Bell-shape    hat    with 
largt    bowl  crown  of  dark 

blue  plush.  The  under 
brim  is  of  silk  to  match 
and  a  thick  roll  of  the 
plush  finishes  the  brim.  A 
satin  ribbon  passes  around 
the  crown  and  is  bowed  at 
the  side  towards  the  back 
under  a  beaded  rose  in 
natural  colors. 


Xo.   l 


The  Latest  Ideas  in  Children's  Millinery 

Many  Milliners  Neglect  Children's  Goods — Styles  Do  Not  Change 
so  Readily  as  in  the  Hats  Designed  for  Their  Elders — Rembrandt 
Cap  of  Velvet— Plush  Bell-Shaped  Models. 


MANY  milliners  neglect  the  child- 
ren's hat  department.  Either 
they  are  little  interested  in 
children's  models,  or  they  do  not  care  to 
compete  with  the  prices  obtained  for 
factory-made  hats.  Mothers,  however, 
are  taking'  more  pains  with  the  dressing 
of  the  small  girl  and  it  is  not  difficult  to 
obtain  a  fair  price  for  a  smart  little 
hat.  Styles  do  not  change  so  frequently, 
and  there  is  more  stability  in  children's 
millinery  than  in  that  designed  for 
grown-ups.  Of  course,  it  is  brought  up- 
to-date  in  its  most  salient  features.  In 
spite  of  the  large  use  of  the  sailor  and 
the  fact  that  sailor  styles  are  very  be- 
coming to  youthful  faces,  the  drooping, 
bell-shaped  and  bonnet  models  are  still 
retained  for  children's  wear.  And  there 
is  good  sound  sense  at  the  back  of  this, 
for  models  of  this  kind  protect  the  head 
and  shelter  the  back  of  the  neck. 

Models  for  the  larger  girl  have  bowl 
crowns  of  sufficient  size  for  the  head  to 


tit  well  into.  Man}'  of  the  brims  droop 
all  round  in  bell  shape,  while  others 
droop  on  one  side  and  roll  up  at  the 
oilier.  One  of  the  newest  models  has 
ear-like  revers  pointing  in  triangular 
fashion  at  the  sides. 

The  newest  model  is  a  soft  Rembrandt 
cap  of  velvet  with  a  band  of  fur  forming 
the  brim.  Bonnets  are  seen  with  full 
tam  crowns.  Often  the  crown  is  en- 
circled with  a  band  of  fur  and  on  one 
side  on  the  brim  is  placed  a  cluster  of 
silk  flowers.  Plush  covered,  hell  shaped 
hats  have  wide  girdles  of  silk  or  ribbon 
ending  under  a  flat  how  at  the  side. 
Many  of  these  plush  hats  are  'bound  with 
a  roll  of  plush  at  the  edge  of  the  brim. 

One  model  of  ivory  plush  is  bound 
with,  and  the  under  brim  faced  with, 
cadet  blue  plush.  Around  the  crown  is 
passed  a  heavy  cord  ribbon  in  ivory, 
white,  ending  in  streamers  at  the  back 
at  a  little  to  one  side.  Down  the  centre 
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of  this  ribbon  runs  a  floral  garniture  in 
pink,    blue   and   green. 

Another  plush,  hell-shaped  hat  is  navy 
blue,  and  a  soft  satin  ribbon  goes  around 
the  crown,  which  finishes  under  a  loop 
and  ends,  which  are  secured  by  a  cut-out 
velvet  rose  and  leaves  which  are  appli- 
qued  on  to  the  side  of  the  crown  of  the 
hat. 

Smart  tailored  models  are  made  of 
cord  velvet  with  a  band  of  grosg-rain 
ribbon  ending  in  a  flat  bow  into  which 
is  stuck  a  marabout  fancy,  either  in 
white  or  dyed  to  match  the  color  of  the 
hat. 

For  the  younger  children  are  delight- 
ful Dutch  and  Granny  bonnets  with  full 
mob  crowns,  and  with  the  face  framed 
with  a  line  of  fur.  These  bonnets  are 
made  in  both  dark  and  light  shades  of 
velvet  and  in  Ottoman  cord  silks  and 
duchesse  satin. 


Keeping  the   Millinery  Trade  in   Home  Town 


People  of  Cobourg  Will  Buy  Hats  at  McCallum's  When  They 
Will  ,u<>  out  of  Town  for  Nearly  Everything  Else,  Says  Head  of 
the    Firm  -      Worked    up   a    Department    Which    Other    Stores 


Neglected. 


Staff  Correspondent. 


"W 


»M  I'.N  will  buy  1  heir  1ml s  in 
lobourg  when  they  will  go  to 
lie  city  for  practically  every- 
thing else  in  the  line  of  wearables." 

That  a  statement  of  this  kind  can  be 
made  by  the  head  of  the  firm  of  P.  Mc- 
Callnm  &  Suns,  Cobourg,  Out.,  speaks 
with  emphasis  for  the  millinery  depart- 
ment of  that  store,  for  Cobourg  has  good 
service  to  Toronto,  and  it  has  more  than 
the  usual  number  of  discriminate  dress- 
ers as  the  result  of  the  style  influence 
of  the  large  number  of  wealthy  Ameri- 
cans who  cross  the  border  to  spend  the 
Summer  on  the  pleasant  northern 
shores  of  the  lake. 

Mr.  McCallum  has  built  up  the  mil- 
linery department,  he  believes,  largely 
because  the  other  local  merchants  have 
not  specialized  in  it.  In  towns  of  about 
the  size  of  Cobourg  there  often  are  de- 
partments which  can  be  made  a  suc- 
cess in  connection  with  one  store  but 
which  would  mean  poor  business  if  the 
trade  were  divided  between  several. 
The  live  merchant  can  often  open  a 
pttydng  department  by  noting  what  his 
competitors  are  passing  over  rather 
than  by  attempting  to  emulate  whal 
they  are  doing  successfully.  What  may 
mean  success  for  one  might  be  failure 
if  divided  between  two. 

Success  was  nol  gained  in  a  day.  but 
by  proving  to  the  people  that  in,  their 
own  town  they  can  set,  style  and  ma- 
terials just  as  well  as  by  going  to  the 
city,  and  have  a  belter  opportunity  to 
study  the   models  at  their  leisure. 

N,,t  all  the  millinery  in  the  town  is 
sold   bv   this   (inn.     Mr.   McCallum   says 


thai  lie  makes  allowance  lor  those  peo- 
ple who  would  not  buy  at  home  even  if 
they  could  get  better  styles  and  ma- 
terials, tor  they  imagine  that  the  fur- 
ther they  go  and  the  more  they  pay  the 
better  the  effect. 

In  this  Cobourg  millinery  department 
there  are  twelve  to  fourteen  milliners 
employed  in  the  busy  season.  There  is 
a  well  lighted  and  well  fitted  millinery 
show  room  at  the  back  of  the  store,  and 
the  work-rooms  are  upstairs.  Close 
touch  is  maintained  with  the  ever- 
changing  Styles  through  sending  repre- 
sentatives to  the  openings  and  follow- 
ing trade  journals  and  other  litei-ature — 
for  it  need  not  be  emphasized  that  one 
of  the  important  foundation  stones  of 
the  business  is  style. 


MID-WINTER  STYLES. 

FOR  Mid-winter  wear  there  is  no 
doubt  whatever  about  the  position 
of  furs.  Broadly  speaking,  the 
small  hat  is  the  hat  for  street  wear,  and 
the  large  sailors  and  the  capelines  that 
are  just  introduced  are  the  models 
chosen  for  teas  and  formal  occasions. 
But  there  is  no  rule  without  an  excep- 
tion, and  exceptions  are  often  interesting 
in  millinery.  A  lovely  dress  hat  in  one 
of  the  small  shapes  was  seen  recently. 
It  was  a  small  round  shape  with  close 
drooping  brim,  which  turned  up  about  an 
inch  all  round.  This  shape  was  covered 
with  black  velvet.  The  distinctive  fea- 
ture was  a  kind  of  half  coronet  made  of 
silver  lace  and  edged  with  a  narrow  line 
of    ermine,    placed     about    three    parts 


around  the  inner  edge  of  the  turned-up 
brim.  This  coronet  goes  around  the  back 
and  sides,  and  just  where  it  ends  are 
placed  tiny  bunches  of  shaded  velvet  and 
silk  flowers  and  foliage,  and  a  larger 
bunch  decorates  the  front  of  the  crown, 
lliuh-crowned  very  narrow  brimmed 
toques  come  all  of  fur,  and  such  furs  as 
kolinsky,  which  is  very  like  Russian 
sable,  and  Hudson  seal  are  used  for  this 
kind  of  hat.  The  brim  is  plainly  covered 
with  the  fur,  but  the  crown  is  draped. 
One  hat  of  this  kind  was  of  kolinsky  fur. 
and  was  trimmed  with  a  magnificent 
paradise  mount,  the  long  sweeping 
feathers  of  which  were  dyed  to  match 
the  brown  of  the  fur,  and  the  head  wa- 
in the  natural  shade. 

A  small  sailor  shape  had  a  soft  crown 
of  kolinsky  and  th  ebrim  of  dull  gold 
cloth,  with  three  ostrich  tips  in  Prince 
of  Wales  effect,  with  the  lower  stems 
bound  with  dull  gold  cord.  Fitch  is 
usually  combined  with  black  velvet,  and 
is  used  both  for  crowns  and  in  lines.  One 
of  the  new  toques  with  slashed  brim  re- 
vers  had  a  soft  crown  of  black  velvet 
and  the  brim  smoothly  covered  with  the 
same  and  edged  around  the  top  with  a 
line  of  fitch  fur. 

Right  in  front  was  posed  a  high  mount 
of  numidi.  at  the  base  of  which  was  an 
ornament  of  gold  cord.  The  line  of  fur 
around  the  edge  of  the  brim  of  the  close- 
fitting  toque  promises  to  be  very  popu- 
lar one  of  deep  brown  plush  had  he 
brim  edged  with  racoon  fur,  and  toques 
of  black  velvet,  with  the  brim  c  Iged 
with  a  line  of  tailless  ermine,  are 
nieniorus. 
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Gainsborough  Brims,  Capelines  or  Military  Shapes 

No  Doubt  About  the  Lead  of  Velvet — Four  Hats  in  Five  Are 
Black  —  The  Capeline  the  Latest  Model  —  Numerous  Military 
Styles  Expected — Very  Narrow  Gros-Grain  Ribbons  the  Latest 
— Ostrich  Leads  in  Feathers — Flowers  More  Prominent  as  the 
Season  Advances. 


VELVET  is  the  leading  material  and 
out  of  a  dozen  hats  seen,  only 
about  three  at  the  very  oatside 
will  be  colored.  All  the  others  are  black, 
and,  save  where  pink  is  used  in 
combination  with  black,  the  other  three 
will  be  in  the  darkest  shades  of  the 
color  chosen.  Dark  blue  ranks  next  to 
black,  and  tete  de  negro,  seal,  Russian 
green,  cannon  grey  and  beet-root  red  or 
Bordeaux  are  the  leading  colors.  Vel- 
vet in  black  and  the  colors  most  wanted 
is  none  too  plentiful,  and  its  place  is 
being  supplied  by  plushes  and  to  some 
extent  by  fur  fabrics.  Some  very  good 
models  are  appearing  made  both  of  the 
plushes  that  look  like  moire  and  baby 
lamb,  and  also  in  the  caracul  like  won] 
and   mohair  plushes. 

The  Two  Main  Types. 

There  is  the  usual  diversity  of  styles 
but  all  the  models,  broadly  speaking, 
may  be  divided  into  two  types — namely 
the  dressy  sailors,  which  are  taking  on 
Gainsborough  brim  lines,  and  capelines, 
and  the  small  military  toques,  caps,  tri- 
color, pink,  pearl  grey  and  light  blue 
doubt  that  the  war  will  influence  de- 
signers to  produce  new  models  that  sug- 
gest all  sorts  of  martial  effects,  and  that 
the  headgear  of  the  soldiers  of  the  al- 
lies, and  also  of  the  sailors,  will  be  used 
to    furnish   millinery   style   inspiration. 

Gold  and  Silver  Trimmins. 

Next  to  shapes  and  velvet,  the  note 
that  is  strongest  is  the  universal  use 
of  gold  and  silver  trimmings.  The  use 
of  metallic  laces  is  becoming  very  pro- 
nounced now  that  the  season  of  the  dress 
and  the  tea  hat  is  approaching.  Beauti- 
ful gold  laces  in  exquisite  patterns  are 
used  for  trimmings  and  also  for  cover- 
ing and  forming  the  brims  of  many 
models.  As  a  rule  these  brims  are  trans- 
parent and  are  kept  in  shape  by  wires 
wrapped  with  gold  or  silver  net.  With 
these  lace  brims  the  crown  may  be  of 
velvet,  fur,  plush,  satin  or  rich  fancy 
silk,  and  metallic  flowers  may  be  used 
for  the  trimming  of  the  hat.  These  rich 
laces  are  also  overlaid  on  the  velvet 
brim  of  many  of  the  latest  toques.  Gal- 
loons, braids,  trimming  bands  and  cords, 
as  well  as  metallic  tissues  are  all  used 
lo^er   part    of   the    feather      mount      is 


with  excellent  results  for  trimming  pur- 
poses on  both  large  and  small  hats.  Sail- 
ors and  toques  have  the  edges  bound 
with  silver  or  gold  braid,  and  often  the 
wrapped  with  either  braid  or  cord  to 
match. 

The  new  idea  in  ribbons  is  the  use  of 
narrow  gros-grain  ribbons  with  a  heavy 
edge.  These  ribbons  are  used  for  binding 
brims  and  crowns  and  are  also  made 
into  smart  military  cockades  and  rosettes 
as  well  as  flat  bows  with  innumerable 
sharply-cut  forked  ends. 

Ostrich  Most  Prominent. 

Tn  feather  effects  the  mode  of  the 
moment  shows  feather  fringes  in  ostrich 
and  stripped  quills  or  motifs  in  ostrich, 
or  pheasant  used  in  three  or  more,  laid 
flat  on  the  brim  around  the  crowr.. 
Straight  ostrich  is  very  much  used  and 
many  of  the  hats  present  a  somewhat 
straggling  appearance.  However,  it  is 
the  fashion  for  the  time  being,  and  we 
all  are  wearing  them.  What  is  popular- 
ly known  as  "stickup,"  and  all  forms 
of  high  garnitures  are  still  fashionable, 
and  very  tall  sword-like  Mephisto  quill? 
of  dyed  pheasant  are  smart.  Ostrich 
however,  stands  away  and  above  all 
other  kinds  of  feather  trimmings  in 
popularity,  and  ostrich  novelties  appear 
in  all  forms  and  at  almost  all  prices. 
Many  of  the  new  mounts  are  very  large 
and  haphazard  in  their  arrangement, 
and  they  are  used  indifferently  on  botli 
large  and  small  lints.  Short  full  French 
plumes  and  tips  both  in  two-tones  and 
solid  colors  are  laid  flat  on  brims  or  used 
as  bands  around  crowns,  and  nigh  quills 
of  straight  ostrich  tower  high  above 
small  toques.  All  kinds  of  pom-pom  ef- 
fects -are  shown,  made  of  clipped  os- 
trich and  of  ostrich  tied  in  all  kinds  of 
novel  fashions,  but  the  majority  of  them 
showing  a  more  or  less  militnrv  char- 
acter. Marabout  novelties  are  appearing 
and  many  of  the  new  flower  mount-  are 
mixed   with   marabout. 

Wings  have  had  a  fairly  good  season 
and  have  been  taken  both  in  large  and 
in  small  styles.  Wings  as  a  rule  are 
used  in  pairs  and  they  are  long  and  slen- 
der or  small,  on  the  Mercury  order. 
Hackle  is  also  good  in  the  form  of  bands 
and  small  touffes  to  place  at  the  base 
of  other  feathers. 
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Flowers   Stronger. 

Flowers  are  decidedly  in  a  stronger 
position  now  than  when  the  season 
opened.  The  new  flowers  are  of  gener- 
ous size,  but  during  the  past  week  or  so 
there  has  been  a. reaction  in  this  re- 
spect and  vari-colored  clusters  of  small 
roses  and  foliage  have  made  their  ap- 
pearance; enormous  pansies.  poppies, 
irises,  begonias  and  other  large  open 
flowers.  These  large  flowers  are  used 
as  mounts  on  small  toques  and  are  also 
placed  around  the  crowns  halfway  up. 
The  single  rose  in  very  deep,  rich  shades 
and  with  velvet  foliage,  is  not  new,  but 
is  always  liked  in  combination  with  fur. 
The  big  selling  in  flowei>.  alter  all. 
comes  in  the  metallic  effects.  Large  pop- 
pies, roses  and  foliage  are  very  much 
in  evidence.  Ro-es  with  the  inner  petals 
in  color  and  the  outer  one  of  metallic 
tissues   are   shown. 

French  Felt  Models. 
Here  and  there  a  model  of  fine  French 
felt  is  seen.  Several  of  the  Parisian 
milliners  showed  felt  hats  earlier  on  in 
the  season  and  had  the  season  been  a 
normal  one  French  t'elts  might  have  im- 
proved their  position.  The  hats  seeu 
have  been  in  white  and  very  light  colors, 
and  are  all  on  the  sailor  order.  Sand 
color,  pink,  pearl  grey  and  light  blue 
are  some  of  the  leading  colors,  and  as  a 
rule  the  brim  has  been  covered  with 
black  velvet,  and  felt  bands  or  wreath 
effects  either  in  plumage  or  flowers 
have  been  used  as  trimming. 


FAVORITES     FOR     THIS     WINTER. 

For  the  more  severe  weather  the  fav- 
orite fur  this  winter  will  be  broadtail  and 
caracul  trimmed  with  fox  or  dyed  fitch 
or  what  is  called  kit  fox.  Then  the 
newest  idea  in  fur  trimming  for  borders. 
etc.,  is  sauirrel  dyed  to  represent  tabby 
kitten.  Each  succeeding  year  one  finds 
squirrel  worked  upon  and  dyed  to  rep- 
resent anything  but  what  it  is.  Given  a 
good  thick  skin  squirrel  is  a  fur  that 
dyes  successfully  and  looks  well.  Kolin- 
skv  will  be  much  worn  this  year. 


FANCY  GOODS 

NOTIONS  &  TOYS 


Many  New  Lines  to  Fill  Vacancies  in  Imports 

Military  Atmosphere  Has  Brought  in  Braids  —  New  Spangled 
Trimmings  for  Evening  Wear  -  Leather  Bags  Fitted  With 
"Party"  Requisites — Handsome  Cording  Coming  in  Again. 


BUYING  in  fancy  goods  is  largely 
of  the  filling  in  type,  and  though 
as  a  whole  the  wholesale  trade  is 
ih  a  fairly  good  position  to  handle  the 
business  that  is  coming  in  there  is  nat- 
urally much  confusion  in  many  lines  re- 
sulting  from  the  war  abroad.  One  re- 
sult that  is  beneficial  is  the  very  marked 
interest  that  is  being  taken  in  goods 
made  in  this  country  which  will  in  many 
respects  settle  the  problem  of  substi- 
tutes. 

Braids  Becoming  Popular. 
One  naturally  thinks  of  braids  when 
military  styles  are  to  the  fore.  Not 
(inly  is  Paris  adopting  braids  but  the 
fashion  has  already  caught  on  in  New 
York.  Braid  is  applied  as  a  binding, 
and  two  or  three  rows  of  braid  are  used 
in  military  fashion  across  the  front  of 
jackets  and  of  coat  dresses.  These  gar- 
nitures fasten  with  olives,  and  braid 
loops  and  olives  decorate  the  collar  and 
cuffs.  Loop  and  pendant  braid  orna- 
ments to  bang  from  the  centre  front  to 
the  left  shoulder  come  with  hanging 
loops  am!  tassels.  Frogs  and  braid  or- 
naments also  are  used  to  help  out  the 
same  fashion  idea.  There  is  a  growing 
interesl  also  in  wide  military  braids  and 


novelty  and  lacet  braids,  and  soutache 
trimmings  are  again  appearing.  Braid 
is  used  in  connection  with  caracul  and 
other  furs. 

Revival  of  Cording. 

Another  new  trimming  idea  is  the  re- 
vival of  the  cording  so  popular  ten  or 
twelve  years  ago,  only  it  is  fiat  cord 
that  is  used  now  instead  of  the  round. 
This  flat  cord  is  sewn  by  a  special  ma- 
chine on  the  underside  and  forms  a  de- 
sign almost  a  welt  on  the  surface  of  the 
cloth.  A  blue  broadcloth  had  cords  of 
this  description  run  across  the  front  like 
the  braiding  on  the  front  of  a  Hus- 
sar's jacket,  and  a  row  of  velvet  but- 
tons was  placed  in  double  row  down  the 
front.  This  dress  had  the  collar  and 
cuffs  of  caracul  plush.  Cord  girdles  are 
indicated.  One  seen  was  of  black  silk 
coid  and  braid,  and  a  very  handsome 
one  was  of  dull  tarnished  silver  braid, 
silk  cord  and  jet,  with  heavy  tasselled 
ends.  This  girdle  was  worn  with  a  one- 
piece  dress  trimmed  in  military  fashion 
all  the  way  from  throat  to  hem  with 
braid    frogs   and   olives. 

Anything  that  is  jet  sells:  jetted  nets 
and  allovers,  laces,  ornaments,  bands. 
tassels,    sequined    and    edges.      The    ad- 


viVKl/NKS   l\    llAli;  ORNAMENTS. 

1.      La  rye  -i  zod  'Panyo  Tin;  -,  :!,  4. — Carved  high  Spanish  Combs.     Shown 

by   [deal   Hair  << is. 
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vent  of  jet  was  expected  as  it  only 
serves  to  accentuate  the  vogue  of  black, 
and  black  combined  with  white. 
Beads  and  Cup  Sequins. 
Iridescent  and  opalescent  beads  and 
cup  sequins  in  nacre  or  mother  o 'pearl 
are  used  for  motifs  and  embroideries  on 
net  and  lace.  Many  net  flouncings  are 
shown  in  this  class  of  trimmings.  Beads 
and  sequins  are  used  to  enrich  floral  gar- 
nitures in  soft  silk  and  chiffon,  and  silk 
and  chiffon  flowers  are  combined  with 
bead  and  sequin  motifs  in  the  make  up 
of  flounces,  bands  and  allovers  for  trim- 
ming evening  gowns. 

Fur  Bands. 
Fur  bands  running  from  lines  one 
inch  or  so  wide  up  to  five  or  six  inches 
are  very  much  in  evidence.  Bands  of 
marabout  in  natural,  evening  shades  and 
in  the  leading  colors  are  also  strong  in 
the  more  popular  priced  lines  of  trim- 
minus.  Newer  than  marabout  and  very 
effective  are  the  fringes  of  ostrich  flues. 
These  fringes  are  formed  of  flues  that 
are  curled  at  the  edges  into  an  even 
length  and  arc  generally  backed  by  a 
fold  of  tulle.  This  ostrich  fringe  and 
narrow  bands  of  fur  are  often  combined 
and   they  also  come  with  sequin   heading. 

Handsome  Bags. 
Buyers  early  realized  that  their  im- 
l>.  it  orders  for  novelty  bags  stood  no 
chance  of  being  tilled,  therefore  they  are 
turning  to  the  Canadian  manufacturer 
for  goods  to  take  their  place.  This  has 
given  the  home  manufacturer  a  chance 
to  show  what  he  can  do,  and  has  led  to 
the  putting  out  of  a  line  of  unusually 
handsome  bags  showing  many  novel 
features  for  the  holiday  trade.  The  ten- 
dency i-  t"  -mall  llat  baffS  in  novelty 
shapes,  and  one  tat  -hows  elegance  in 
its  make-up  and  tittimj-.  All  bags  now 
carry  vanity  fittings  and  the  tendency 
is  to  multiply  these  Sttings  until  the 
bag  becomes  a  party  as  well  as  a  hand 
bay.     The   very    finesl    leathers   such   as 
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Dry  Goods  Review 


XMAS  GOODS 


TOYS,  DOLLS, 

FANCY  GOODS, 

GAMES,  NOVELTIES, 

Druggists'  and 
Smokers'  Sundries 
Smallwares,  etc. 

China,  Glassware 
and  Crockery 


OUR   CATALOGUE   READY 

Our  catalogue  just  issued  illustrates  and  describes  by  far  the  largest  and 
most  varied  stock  of  Holiday  Goods  offered  in  Canada. 

SHORTAGE  OF  HOLIDAY  GOODS? 

While  our  assortment  of  stock  lines  is  still  in  splendid  condition  con- 
sidering import  conditions,  we  urge  early  buying,  as  all  our  sorting 
shipments  being  cut  off  will  cause  more  than  the  usual  number  of  "Sold 
Outs"  late  in  the  season. 

WRITE  FOR  CATALOGUE  TO-DAY. 

NERLICH  &  CO. 

146-148  Front  St.  West  (Opposite  Union  Station)  TORONTO 
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BAG    NOVELTIES   FOR    HOLIDAY   SELLING 


No.  1.  Bag  of  gvey  suede 
in  new  oblong  envelope 
shape,  with  strap  handle 
decorated  with  tassel:  lin 
id  with  silk  to  mat"ii  and 
i:ontaining  coin  purse  and 
vanity  Bttiags. 

No.  2.  Bag  of  i) in  seal 
with  bow  shaped  metal 
frame.  The  shape  is 
graceful  and  so  designed 
that  the  bag  is  very 
roomy  for  its  size.  This 
bag  has  coin  purse  and 
other    fittings. 

Shown  by  Julian  Sale 
Leather   Goods   Co.,   Ltd. 


Holiday   Lines 


suede  Russian  calf,  Morocco  and  phi 
seal  are  used,  and  the  colored  bag  in 
such  shades  as  taupe,  greenish  grey, 
navy,  dark  brown  and  Russian  green  are 
most  wanted.  Frames  and  fittings  come 
in  highly  polished  silver  gilt  and  gun 
metal  and  are  plain  and  just  a  trifle 
massive  for  the  size  of  the  bags.  Many 
ideas  in  safety  catches  are  on  the  mar- 
ket and  are  well  received.  The  strap 
handle  because  of  its  convenience  is  in 
high   favor. 

Belts  and  girdles  are  very  much  to  the 
fore.  Vestee  belts  are  showing  in  pat- 
ent leather  and  the  newest  are  piped 
with  red  and  have  red  buttons.  Russian 
green  is  a  new  color  in  belt  leathers. 
Crush  belts  and  belts  from  three  inches 
up  continue  to  sell.  Silk  and  ribbon 
girdles  are  very  wide  and  many  of  them 
are  so  arranged  that  they  simulate  a 
sasli  at  the  back  or  the  side.  A  girdle 
of  this  kind  made  of  moire  ribbon  about 
6  inches  wide  is  about  8  inches  high  in 
the  front.  The  girdle  is  formed  of  one 
piece  of  the  ribbon  and  is  shirred  and 
boned  in  the  back  while  the  other  piece 
forms  a  low  sash  knotted  in  the  middle 
of  the  back. 


Dupuis  Frercs,  Montreal,  held  a 
special  sale  on  Oct.  12,  the  net  profits 
being  devoted  t<>  the  Belgian  Relief 
Fund. 


Hair  Novelties 

Combs  and  Pins  in  Harmony 
With  Spreading  Skirts  and 
Sloping  Shoulder  Effects. 

SIMPLICITY  is  the  keynote  of  the 
new  ways  of  arranging  the  hair. 
The  casque  or  French  roll  is  still 
t  lie  popular  style,  while  the  Carmen  coil 
and  the  Geisha  arrangements  are  new 
variations  in  hig'h  close  hair  dressing. 
All  of  these  styles  suggest  the  use  of 
pins  and  combs,  and  braid  pins,  and 
curved  combs  that  follow  the  curve  of 
the  head  and  hold  the  coils  of  hair  in 
place  are  showing  in  great  variety.  High 
combs,  square  on  the  Spanish  order,  and 
fan-like  and  more  spreading  after  the 
style  of  1830,  are  to  be  well  to  the  fronl 
when  the  social  season  opens.  These 
combs  and  pins  it  should  be  pointed  out, 
are  in  direct  harmonj  with  the  spread- 
ing skirts  and  sloping  shoulder  effects  in 
dress  that  some  of  the  leading  couturi- 
ers are  now  putting  out.  Plain  shell. 
thai  is.  unset  with  stones,  is  more  in 
evidence  than  for  some  time  past.  The 
combs  are  of  carved  shell  and  Sevillian 
or  demi-amber  is  prominent.  Combs  and 
pins  set  with  rhinestones  are  by  no 
means  out  of  fashion,  hut  they  are  bet- 
ter in  the  high  priced  than  in  -hell  woods 

for    popular    selling.      -let    is    \  erv    strong 

iii  the  higher  priced  lines,  and  articles 
that  have  the  appearand1  of  being  head 
encrusted    are    promineii! 
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THE  war  has  not  so  Ear  interfered 
very  seriously  with  the  art  needle 
work  department  as  the  stamped 
centres,  doileys  and  other  art  goods  on 
German  linens  for  the  Fall  season  were 
already  in  the  country  when  the  war 
broke  out.  It  is  another  season  when 
their  absence  may  be  felt.  As  in 
lines  when  the  particular  goods  cannot 
be  obtained  others  will  b<  substituted 
and  the  difficulty  be  bridged  over  in  this 
way. 

Stamped  or  Tinted  Pillows. 

There  is  a  never  ceasing  demand  for 
pillows,  and  anything  new  in  design  or 
in  the '  combining  of  materials  is  wel- 
comed. Crewel,  or  worsted  work,  and 
the  use  of  chenille  is  back  again.  There 
is  a  big  gain  in  the  using  of  fibre  silks. 
as  their  finish  is  soft  and  they  have 
more  brilliance  than  the  real  article. 
Pillows  stamped  or  tinted  and  worked  in 
heavy  rope  silk  for  the  blossoms  and 
with  the  leaves  and  stems  in  worsted 
with  silk  used  for  the  veining  of  the 
Leaves  are  very  attractive. 

Baby  Sets. 

Anything  for  baby  always  sells,  and 
the  latest  is  a  baby  set.  The  pieces  in- 
clude a  crib-cover.  Laundry  bag,  dresser 
cover,  pincushion,  pillow  and  towel,  and 
all  except  the  laundry  bag  are  finished 
with  a  Cluny  lace  edging.  The  pattern 
is  a  new  Kewpie  and  butterfly  design. 
The  Kewpies  are  shown  in  a  variety  of 
attitudes,  and  the  butterflies  are  in  vari- 
ous  sizes. 

Doll's  Wardrobe. 

Of  intense  interest  to  the  small  uirl  is 
the  charming  doll's  wardrobe  in  white 
lawn.  All  the  garments  are  cut  to  shape 
and  made  up  and  stamped,  or  can  be  had 
stamped  only.  A  set  of  this  kind  will 
interest  many  a  child  in  embroidery,  and 
every  new  worker  of  course  forms  an 
additional  customer  in  the  art  needle- 
work department. 

Fashion  is  reviving  the  interest  in  the 
embroidered  collar  and  stamped  collars 
on  organdie  pique,  or  linen  form  one  of 
tin1  smartest  accessories  that  can  be 
worn  with  the  early  Fall  suit.  Some  of 
these  collars  have  vestees  attached  and 
the  patterns  chosen  are  attractive  and 
easily    worked. 

To  the  woman  who  does  much  em- 
broidery the  hoop  she  uses  is  o\'  much 
importance.  It  must  be  rigid  and  it 
must  be  perfectly  made  so  that  the  work 
will  nut  slip.  There  is  a  very  bio;  de- 
mand For  boops  aNo  For  the  making  up 
of  the  many  kind-  of  hairs  and  for  other 
ii-,'-. 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dnj  Goods  Review 


Millions  of  Women  use  Duchess  Hoops 

for    embroidering    and    would    have    no  other,  because — 


-Duchess  Hoops  hold  thick  or 
thin  fabrics  equally  taut. 

-The  Felt  Cushion  protects 
the  embroidered  work  from 
injury  when  being  placed  in 
or  removed  from  the  Hoops. 


— No  springs  or  attachments  to 

catch  the  silks. 
— No  metal  about  the  hoops  to 

rust   and  stain  the  fabrics. 
— Made   of   selected    hard  wood . 

smoothly     finished     with 

rounded  edsres. 


The  Best  and  Most  Popular  Embroidery  Hoops  on  the  Market 

Eight  sizes  in   Round,  3,   4,  5,  6,   7,   8,   10,   12-inch 
Three  sizes  in   Oval,  3x6,  4M>x9,   6x12   inch. 

THE  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A. 

The  Largest  Makers  of  Embroidery  Hoops  in  the  World. 


Order    To-day 

Your  Jobber   carries  Duchess 
Hoops  and  recommends  them 


Over  18,000  dealers  sell  Duchess 
Embroidery  Hoops. 

It's  the  "Duchess'* — the  Hoop 
with  the  Felt  Cushion,  women 
want  and  ask  for. 
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MADE  IN  CANADA 

SALISBURY 

SILK,  CHINTZ 
AND  LACE 

SHADES 

In   Colors  to   Match  the 
Decorations  of  Each  Room 


The  decorator  of  to-day  is  taking  hold  of  lighting  and  is  embodying  it  in  bis  color  schemes  and  effects. 
An  extensive  demand,  therefore,  has  arisen  for  the  charming,  artistic  Salisbury  fabric  shades  to  conform 
with  the  various  decorations.  Their  beauty  of  outline  and  the  exquisite  blending  of  colors  make  them 
attractive  and  inexpensive  fittings  for  the  home. 

Salisbury  Shades  are  well  made.     Every  detail  in  work-       ^""     "  •      *  *    "     ^  &     loL/Ll.y 

manship  is  given  close  attention  and  only  the  best  mate- 
rials are  used. 


MANUFACTURER  OF  SILK  SHADES 
FOR     ELECTRIC     FIXTURES,      ETC. 


Write  for  catalogue  and  prices. 


Gooderham  Bldg.,  Toronto 

49  Wellington  Street  East 
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Worlds 

Flattest  Fastener 


DE  LONG 

Press  Button 

World's  Flattest  Fastener 

Made  in  America,  of  American  Materials 

Prompt  Deliveries 
Maintained  Quality 
No  Advance  in  Prices 

Notion  buyers  are  glad  to  realize  that  they  will  have  no  difficulty  in 
supplying  their  trade  with  this  most  satisfactory  of  dress  fasteners. 
The  De  Long  Press  Button  is  not  only  the  flattest  and  neatest  of 
fasteners,  but  strong,  secure,  and  very  durable  under  continued 
wearing  and  laundering. 

Show  1><  Long  Press  Buttons  attrac- 
tively at  your  notion  counter, — it's 
worth  while. 

The  De  Long  Hook  and  Eye  Company 

of  Canada,  Ltd. 
St.  Marys,  Ontario 


Guarded 
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Bless  tha'l 


e 
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With  trie 
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Types  of  Children's  Dresses  for  Spring,  1915 

Designers  Have  Excelled  Themselves  in  the  Production  of  the 
New  Models  —  Military  Styles  the  Latest  —  Middy  Dresses  a 
Strong  and  Attractive  Line. 


DESIGNERS  of  children's  dresses 
have  risen  to  the  opportunity  giv- 
en them  by  the  withdrawal  of 
German  lines  and  are  showing  a  very 
large  range  of  well  designed  and  very 
smart  little  garments  that  should  take 
the  eye  of  the  buyers  in  this  section  of 
the  store. 

Children's  clothes  must  be  serviceable 
and  the  designs  must  be  planned  so  that 
they  can  be  made  in  materials  that  will 
wear  and  wash  and  get  up  easily.  They 
must  also  be  loose  and  comfortable  and 
give  easy  play  and  perfect  freedom  to 
the  small  bodies.  All  this  the  designers 
have  put  into  faetorv^made  children's 
garments,  and,  besides  they  have  given 
to  children's  clothes  a  style  and  finish 
that  mother  and  the  average  home  dress- 
maker finds  hard  to  achieve. 

All  dresses  are  in  straight  lines  save 
where  the  little  skirts  following  the 
styles  prepared  for  mother's  wear  have 
a  slight  flare.  This  cut  appears  more  in 
the  little  dresses  of  crepe  and  voile  in 
the  more  dressy  numbers.  Pretty  little 
dresses  of  this  kind  come  in  flower 
printed  crepes.  One  of  these  dresses 
showed  the  skirt  formed  of  a  double 
Prill.  The  top  one  had  a  wide  heading 
as  a  finish  and  was  set  on  to  the  straight 
cut  bloused  waist,  and  the  line  was 
marked  by  a  narow  eirdle  of  black  rib- 
bon velvet.  The  Oliver  Twist  dress  of 
last  season  is  too  pretty  and  practical  to 
relegate  to  the  background  after  run- 
ning just  one  season.  The  smartest  Oliver 
Twists  show  skirts  of  plaid  crepe  or 
tartan  ginebams.  and  waist  of  white  with 
the  collar  and  cuffs  of  the  plaid.  These 
form  a  change,  but  the  models  with  the 
skirts  of  blue  and  white  check  and  other 
checks,  etc.,  are  more  practical  because 
of  the  washing  problem. 

Middies  are  so  firmly  established  thai 
there  will  always  be  middy  styles.  Mid- 
dy dresses  are  put  out  in  crepe  this  year 
with  the  collar  and  trimmings  of  Roman 


stripes.  This  idea  should  take  partic- 
ularly when  the  crepe  effect  is  in  sand 
and  buff  shades,  as  just  a  little  pressing 
out  takes  the  place  of  ironing  which  is 
quite  a  consideration  in  the  hot  Summer 
days.  Nothing  can  he  prettier  than  the 
middy  of  soft  finished  pique  all  in 
white.  These  middle-  come  with  both 
flare  and  pleated  skirts,  and  stiai_:ht 
line  and  round  collars  take  the  place 
of  the  regulation  sailor.  Middy  blouses 
come  belted,  plain  and  with  the  bottom 
finished  with  a  cuff.  These  cuffs  are 
broken  by  insets  of  trimming  material  at 
the  back,  side  or  front.  Some  middies 
take  on  the  form  of  a  Norfolk  .-oat  with 
a    peplum  below  the   belt. 

The  new  tendency  is  toward-  military 
styles.  In  the  deyelooment  of  these 
stvles  khaki  colored  ducks  and  drills  and 
linene  suitings  in  natural  color  are  com- 
bined with  red  drill,  and  red  and  white 
striped  galatea.  Linenes  and  cotton  suit- 
ings in  navy,  medium  and  light  shades 
of  blue,  pink  and  tan  are  well  repres- 
ented in  colored  dresses.  Gingbam  is 
never  absent  from  the  children's  line, 
but  the  ginghams  used  this  year  come 
in  small  line  and  block  checks.  and 
stripes.  Crepes,  pioue.  voile,  rice  and 
other  cotton  novelties  are  also  used  to 
complete  the  line. 


MANY  BASQUE  IDEAS 

Very  little  more  development  can 
come  in  the  styles  sellinu  in  ready-to- 
wear,  as  the  season  is  so  far  advanced. 
The  dresses  showing  come  in  many  basque 
ideas  in  picturesque  redingote  fashions, 
and  in  cross-over  effects,  while  the  skirts 
show  deen  girdles,  yokes,  pleated  and 
flare  tunics  in  many  widths  and  lengths. 
Collars,  yokes  and  dainty  cuffs  of  lace 
and  embroidered  crepe  and  organdy  are 
seen.  The  materials  include  satin,  crepe 
de  chine  and  poplin,  and  these  are  some- 
times combined  with  velvet. 
07 


Blouse  dress  of  navy  serge 
with  girdle  of  satin  and  revers 
of  the  same.  The  collar  and 
vest  are  of  organdie  hem- 
stitched, and  the  long  sleeves 
are  set  in  Eaglan  fashion.  — 
Sketch   bv   Review   artist. 


Crepe  Still  Leading  Fabric  in  the  Blouse  Line 

The  Collar  and  Vest  in  One  Piece  the  Latest  Idea — Satin  Used 
in  Combination  with  Crepe  and  Embroidered  Net — -Country  Club 
Shirts  of  Habutai  Featured  in  High-Class  Blouses. 


IN  the  blouse  line  the  demand  lor  color 
yet  lingers.  Crepe  is  as  yet  the  lead- 
ing material  and  Georgette  crepes 
and  crepe  de  chine  blouses  are  by  far 
the  best  sellers.  The  modern  liking  for 
the  filmy  and  dainty  reaches  its  culmina- 
tion in  the  blouses  prepared  for  this 
Fall,  but  there  is  also  an  air  of  sim- 
plicity about  them  that  is  both  smart 
and  dainty.  A  new  idea  is  to  have  the 
sleeves  and  vestee  different  to  the  body 
of  the  blouse  and  when  these  are  of  the 
same  color  and  material  the  idea  is  in- 
dicated by  making  the  body  of  the 
blouse  of  pleated   material. 

A  peach-colored  Georgette  crepe  blouse 
of  this  kind  had  a  narrow  vestee  effect 
made  of  white  crepe  with  collar  at- 
tached. This  vestee  and  collar  consisted 
simply  of  a  straight  piece  going  round 
the  neck  and  dragged  into  folds  like  the 
band  around  the  neck  of  a  kimona.  The 
lower  edge  of  this  vestee  and  collar  was 
edged  by  a  narrow  band  of  black  fur. 

Another  blouse  had  this  new  collar  in 
a  narrower  form  coming  down  and  form- 
ing a  cross-over  or  surplice  fastening  in 
front.  This  blouse  was  of  either  navy, 
black  or  flesh-colored  crepe,  and  the 
trimming  was  a  band  of  white  crepe 
outlining  one  of  the  straight  band  col- 
lars described  before.  Many  of  the  new 
blouses  -are  in  jumper  effect  with  the 
sleeves,  vest  and  collar  in  contrast.  A 
model  that  comes  in  blue,  black,  flesh 
and  brdwn  has  the  pleated  jumper  made 
of  the  color,  while  the  vest,  sleeves  and 
collar  are  of  white.  The  roll  collar  is 
edged  with  fur  and  a  close  row  of  fancy 
buttons  trims  the  vest.  Fancy  buttons, 
by  the  way,  are  in  short  supply,  and 
the  obtaining  of  suitable  buttons  is  one 
of  the  problems  the  manufacturer  lias  to 
solve. 

Another  new  blouse  has  a  rolling  col- 
lar that  is  almost  a  cane,  and  long  nar- 
row revers  in  front  finished  with  pleat- 
ed and  hemstitched  jabot  frills.  Fancy 
neck  streamers  of  narrow  black  moire 
ribbon  ending  with  small  jetted  drops 
fastened  in  with  the  collar  and  crossing 
al  the  breast  are  new.  There  is  a  double 
breast  effeel  fastening  at  one  side  with 
three  buttons,  and  sleeves,  yoke  and 
pleated  frills  are  trimmed  with  lines  of 
hi  mstitching. 

A   very  dressy  blouse  is  completed  by 

a  fichu  id'  net  lop  lace,  and  the  vest  and 
collar  is  made  of  a  single  piece  of  net 
flouncins  passing  straighl  around  the 
neck.      Many    blouses    come    in    net     and 


BELL-iSHAPEIi  SII.IH  >!'"  "TE. 
Costume  Tailleur  Consisting  of  Skirt  of 
T.iupe  Colored  Broadcloth  Trimmed  with  Bins 
Folds  of  Suave—Jacket  of  Old  Blue  Velvet 
Having  Collar  and  Cuffs  of  Silver  Pox  Fur — 
A    Paris   Model.     'Courtesy    of    Woman's    Wear. 


satin  with  the  net  lined,  with  chiffon  to 
match  the  satin.  When  white  satin  is 
used  the  chiffon  lining  is  flesh-colored. 

A  pretty  blouse  of  1 1 1 1  —  kind  bad  the 
panel  so  designed  as  to  give  a  bolero 
effect  to  the  waist.  The  sleeves  and  the 
upper  part  of  the  waist  were  of  the  net. 
and  panel  and  collar  and  deep  flare  cuffs 
of  the  satin.  A  black  velvet  bow  finished 
the  neck,  and  gave  the  always  becoming 
touch   of  black. 

A  very  new  blouse  is  made  in  soft 
satin  slashed  in  front  to  show  a  vestee 
of  white  crepe  or  organdie  which  has  a 
stock  collar  like  a  somewhat  feminine 
version  of  a  wing  collar  attached.  This 
satin  part  is  cut  kimona-shape,  and  the 
edges  of  the  slash  and  around  the  neck 
and  sleeves  is  trimmed  with  a  pleating 
stitched  down  at  both  edges.  The 
sleeves  are  of  chiffon  to  match  the  satin, 
and  are  full  and  finished  with  a  deep 
frill  of  the  same. 

Country  club  shirts  come  in  tailored 
styles  with  large  turn-down  collars  and 
turn-back  flare  cuffs.  Tailored  blouses 
that  are  a  little  more  elaborate  have 
pleated  fronts  and  collars  of  more  fanci- 
ful cut.  These  shirts  are  selling  best  in 
Habutai  silk  of  good  quality,  but  they 
come  also  in  linen,  crepe  de  chine  and 
washable  satin.  All  blouses  are  less 
full  and  all  the  new  models  have  long 
sleeves. 


Separate  Skirts  Sell  Freely 

Orders  Are  Not  Large,  But  They  Are  Coming 
in  Well — Very  Long  Tunics  and  Basque  and 
Yoke  Effects  'the  Big  Features— Pleatings  For 
Better  Priced  Models. 


SEPARATE  skirts  are  showing  con- 
siderable activity  at  the  present 
time,  and  manufacturers  who 
specialize  on  this  garment  are  fairly 
busy  upon  orders  received.  As  in  other 
lines,  the  main  activity  comes  in  the 
popular  priced  garments.  Retailers  are 
not  placing  large  orders  but  are  filling 
in  stocks  as  they  are  depleted  by  actual 
sales,  but  orders  coming  in  are  numerous 
and  manufacturers  are  well  satisfied 
with  the  outlook.  The  majority  of  the 
selling  models  are  on  the  long  tunic 
order,  and  these  models  promise  to  run 
through  the  early  season.  The  newest 
tunics  are  full  and  pleated  and  leave 
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only  a  few  inches  of  the  foundation 
skirt  exposed.  Box  pleating  is  very  much 
used  and  the  pleats  come  from  the 
raised  skirt  band.  Tunics  cut  in  circular 
fashion  as  well  as  pleated  tunic-  are  at- 
tached to  a  fitted  yoke  at  the  hipline. 
Skirts  of  broadcloth  and  lightweight  ma- 
terials often  have  a  shirred  basque  of 
satin  covering  the  hip  line  and  reaching 

from  the  top  of  the  skirt.  These  girdles 
have  a  row  of  small  covered  buttoi 
so  close  that  they  almost  touch,  down 
the  front.  Some  models  have  a  panel 
at  the  back  broken  at  I  he  hip-line  by 
some  trimming  and  I  lie  basque  or  girdle 
starts    from    under   this   panel. 


PRY    GOODS     REVIEW 


Big  Demand  for  Lead  Play  Soldiers 

Stocks  Were  Soon  Exhausted  and  Heavy  orders  are  Being  Placed 
for  These  and  Other  War  Toys  for  the  Holiday  Trade — Soldiers 
may  be  Manufactured  in  Montreal. 

Montreal,  Oct.  19  (Special). — The  war  will  have  an  important  influence  in  the  toy  business  for  the 
coming  holiday  season.  Already  that  influence  has  been  noted.  In  this  city  there  was  an  almost  instant 
demand  for  lead  soldiers — a  demand  which  could  not  be  met.  In  a  comparatively  short  time  all  the  stocks 
in  hand  had  been  disposed  of  and  toy  dealers  were  searching  about  the  city  to  replenish  their  supplies 
and  this  soon  resulted  in  there  being  a  famine  of  the  little  lead  warriors  with  which  the  small  fellows  can 
give  vent  to  their  patriotic  spirit. 

Big  orders  are  being  placed  for  new  stocks  of  soldiers.  One  retail  toy  establishment  reports  that  instead 
of  preparing  for  a  shipment  of  about  $75,  the  orders  will  be  nearer  $500 — and  there  will  also  be  minia- 
ture forts,  mounted  guns,  etc.,  to  go  with  the  soldiers  as  well  as  warships,  areoplanes,  etc.,  which  will 
appeal  to  the  war  play  spirit. 

The  bulk  of  the  lead  soldiers  come  from  London,  and  the  toy-makers  of  that  city  make  a  specialty  of 
the  line.  Particular  attention  is  given  to  detail  and  the  result  is  a  much  higher  class  article  than  is  se- 
cured from  continental  countries.  The  British  lead  soldier  is  made  to  scale'.  If  he  is  on  foot  he  is  well 
proportioned;  his  arms  will  be  the  proper  size  and  his  uniform  the  proper  colors.  Mounted,  he  sits  astride 
a  horse  that  is  aha  properly  proportioned  and  relatively  of  the  proper  size.  German  soldiers,  on  the  other 
hand  are  likely  to  be  seer  ml  different  sizes  and  may  carry  arms  that  look  more  like  clubs  or  ride  horses 
which  do  not  set  in  big  enough  to  carry  them. 

TO  MANUFACTURE  IN  MONTREAL. 

It  is  reported  here  that  an  effort  is  being  made  to  manufacture  lead  soldiers  locally.  A  retailer  has 
been  approached  for  a  line  of  samples  which  he  supplied,  but  he  has  not  yet  seen  any  of  the  finished 
article  in  ivhich  he  is  considerably  interested.  The  men  who  got  the  samples  from  him  were  foreigners  who 
stated  that  they  were  of  Russian  nationality — and  this,  state  the  retailers,  is  about,  the  only  reason  that 
he  would  not  put  them  down  as  Germans. 

Lead  soldiers  imported  will  come  about  fifteen  per  cent,  higher  than  usual  under  the  war  conditions. 
hut  from  what  can  be  learned  here  it  is  not  likely  that  there  will  U<  any  change  in  the  usual  prices  to  the 
retailer. 


A  British  "  Attack  " 

Board  of  Trade  Bringing 
Manufacturers  and  Whole- 
salers and  Other  Importers  To- 
gether to  Get  Former  German 
and  Austrian  Goods  Made  — 
Toy  Industry  First. 

WITH  a  view  to  making  the  exhi- 
bition of  samples  which  is  now 
being  organized  by  the  Commer- 
cial intelligence  Branch  of  the  Board  of 
Trade  of  the  greatest  practical  value  to 
British  manufacturers,  says  the  Drapers' 
Record,  it  has  been  decided  to  arrange 
a  series  of  "exchange  meetings"  be- 
tween importers  and  buyers  desiring  to 
obtain  goods  hitherto  made  in  Germany 
or  Austria-Hungary  and  British  manu- 
facturers who  might  be  likely  to  pro- 
duce  similar  goods   in    this   country. 

These  "exchange  meetings"  are  being 
arranged  trade  by  trade,  and  will  be 
held  at  Wakefield  House,  The  Board  of 
Trade  are  inviting  the  wholesale  buy- 
ers and  importers  on  the  one  hand,  and 
manufacturers  on  the  other,  to  advise 
the  Commercial  Intelligence  Branch  as 
soon    as    possible    of   their   desire    to   he 


present  or  to  be  represented  at  any  one 
or  more  of  these  meetings  and  to  supply 
samples  of  German  and  Austrian  goods. 
The  Board  of  Trade  are  particularly 
anxious  thai  firms  supplying  samples 
should  understand  that  every  care  will 
he  taken  to  ensure  the  ordinary  chan- 
nels of  trade  now  existing  as  between 
original  manufacturer  and  final  consum- 
er are  not  interfered  with  as  a  result  of 
this  scheme,  and  any  representations 
which  linns  may  wish  to  make  as  to  the 
arrangement  or  exhibition  of  their 
samples  with  this  end  in  view  will  re- 
ceive careful  consideration. 

The  Board  of  Trade  have  selected  the 
toy  industry  for  their  first  essay  in  hold- 
ing sample  exchanges. 

At  the  outset  they  were  faced  with 
considerable  difficulty.  They  were  told 
that  British  sources  of  supply  of  many 
of  the  essential  parts  did  not  exist.  In 
particular  it  was  urged  that  no  cheap 
clockwork  goods  could  he  made  in  Bri- 
tain, and  that  no  firms  could  supply 
dolls'  heads,  eyes,  hair  and  feet.  Each 
of  these  items  is  a  specialty  produced 
by  a  different  maker,  while  the  fittings 
of  an  ordinary  doll's  bouse  represent  the 
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output  of  perhaps  a  dozen  important 
trades.  The  Board  of  Trade  set  to 
work  to  find  British  sources  of  supply. 
In  a  week  British  firms  have  been  found 
ready  and  willing  to  undertake  anything 
required. 

This  preliminary  accomplished,  there 
was  no  longer  any  obstacle  to  the  open- 
ing of  the  firel  Sample  Exchange  of 
Toys  and  (James,  and  on  Thursday  last 
week  1,500  separate  pieces,  collected 
from  wholesalers,  each  ticketed  with 
I  he  price  at  which  it  had  been  obtain- 
able from  Germany,  were  arranged  at 
the  new  premises  taken  by  the  Board  of 
Trade. 

Admission  was  by  ticket,  and  only 
manufacturers  and  wholesalers  were 
asked  to  attend.  For  their  convenience 
several  small  cubicles,  each  fitted  with  a 
telephone,  had  been  put  up,  to  which 
manufacturer  -  and  wholesaler  could  re- 
tire for  the  purpose  of  getting  to  actual 
business,  while  a  larger  room  was  set 
apart  for  meetings  of  sections  of  the 
trade,  where  points  were  discussed  and 
plans  laid.  Throughout  the  day  these 
rooms  were  constantly   occupied. 


HOUSEFURNISHINGS 


If  Embargo  is  Lifted  Carpet  Prices  May  Not  Go  Up 

Big  Supplies  of  Tops  Held  in  England,  and  Canadians  Have  Been 
Forced  to  go  to  States  at  Higher  Prices — Coarse  Grades  of  Wool 
Not  Used  for  Clothing,  so  Prices  May  Not  be  Advanced  Much. 


THERE  was  a  rumor  from  Ottawa, 
though  unconfirmed,  as  The  Re- 
view went  to  press,  that  the  ef- 
forts of  the  Canadian  manufacturers  to 
nave  the  embargo  on  wool  lifted  had 
succeeded.  The  basis  announced  was 
that  none  of  the  manufactured  product 
should  find  its  way  to  any  country  ex- 
cept Great  Britain.  That  this  result 
will  he  secured  is  the  expectation  of 
Canadian  manufacturers  and  the  hope  of 
all  in  the  retail  trade,  as  the  continuance 
of  the  embargo  would  have  a  serious  ef- 
fect in  this  country  not  only  on  the  in- 
dustries affected  directly,  but  would,  of! 
course,  have  a  reflex  influence  on  busi- 
ness generally. 

As  regards  Canadian  carpets,  the  em- 
bargo might  lessen  the  production,  and 
at  least  would  result  in  a  decided  ad- 
vance if  the  wool  had  to  be  brought  in 
from  the  Cnited  States. 

Hundreds  of  Tons  Held  Up. 
The  superintendent  of  one  of  the 
largest  factories  in  Canada  told  The  Re- 
view that  since  the  embargo  was  de- 
clared they  had  been  compelled  to  bring 
in  tops  from  the  United  States  at  an  ad- 
vance of  7  or  8  cents  a  lb.,  or  nearly  25 
per  cent.  The  firm  had  orders  amount- 
ing to  several  hundred  thousand  pounds 
of  tops  at  Bradford,  but  all  cable  in- 
quiries had  brought  only  the  response 
that  nothing  could  he  shipped  out. 

May  be  Increase  in  Spring  Prices. 

"If  we  cannot  get  these  there  will  un- 
doubtedly he  an  advance  in  carpets  for 
Spring.  Tf  the  embargo  is  lifted,  we  in- 
tend to  keep  prices  as  they  were  so  long 
as  OUT  stock  lasts."  This,  by  the  way. 
has  been  the  commendable  attitude 
of  most  manufacturers  ami  retailers 
throughout  Canada. 

The  question  of  supply,  if  the  embargo 
remained,  would  be  a  serious  one,  as  the 

United  Slates  is  in  a  rather  serious  posi- 
tion  itself,  and   may   find   great    difliculty 


in  securing  wool  from  other  sources  than 
England. 

The  wool,  or  tops  as  the  form  in  which 
carpet  men  get  the  wool — what  is  some- 
times described  as  a  half-way  course  be- 
tween wool  and  yarn — is  of  the  coarser 
variety,  and  little  of  it  is  used  even  for 
the  rougher  cloths.  On  this  account 
there  will  not  he  a  scarcity,  hut  the  ad- 
vance in  the  medium  wool  will  tend,  and 
has  already  tended,  to  create  an  ad- 
vance. Domestic  wool,  as  a  rule,  is  too 
uneven  to  permit  of  any  regular  demand 
for  carpet  weaving. 

— ® 

LINOLEUMS  ABOUT  SAME  PRICE. 
A  linoleum  buyer  reports  that  prices  as 
submitted  to  him  so  far  from  Scotch 
firms  are  about  the  same  as  last  year. 
All  are  ready  to  take  orders  for  Spring, 
although  there  is  a  little  uncertainty 
whether  the  mills  will  be  able  to  keep 
running  at  sufficient  capacity  to  supply 
the  demand. 

-® 

SINKING  OF  JUTE  CARGOES. 

The  sinking  of  six  British  ships  loaded 
with  jute  by  a  German  cruiser  near  In- 
dia is  likely  to  have  a  serious  effect  on 
carpets,  rugs,  and  linoleums.  The  jute 
is  obtained  only  in  India,  and  is  shipped 
to  Dundee,  Scotland,  to  be  spun  into 
yarn.  Some  United  States  manufac- 
turers already  have  announced  advances 
in  prices  as  a  result. 

— m- 

RESTRICTED  SHADES  FOR  RUGS. 
The  scarcity  of  dyestuffs  is  certain  to 
have  an  effect  in  patterns  for  Spring. 
Many  of  the  rich  colors  that  were  intro- 
duced for  Fall  will  be  lacking,  and  the 
range  of  the  manufacturers  will  he  much 
restricted.  Tt  is  certain  that  general 
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conditions,  a-  well  as  necessity,  will 
make  black  ami  white  effects  more 
popular. 

@ 

New  Scarfs  for  Centre  Tables. 
For  the  centre  table  the  new  scarfs  are 
cut  like  a  Maltese  Cross.  There  is  a 
cross  stitch  design  all  round  as  a  border 
and  a  mot  it  or  a  deeper  added  border 
goes  across  the  ends.  A  circular  centre 
from  which  springs  tour  ends  is  another 
new  form  of  the  same  idea  and  both 
cross  stitch  or  Hecklen  embroidery  is 
used  for  ornamentation.  Crochet  hue  is 
used  with  this  embroidery  around  the 
edge.  Motifs  and  sprays  in  Trish  lace 
are  often  inserted  into  the  body  of  the 
cloth. 


GROWTH  OF  THE  GIRDLE. 

Belts  are  growing  wider,  in  fact  if 
belts  and  girdles  grow  much  wider  and 
more  voluminous,  there  will  be  little 
need  for  women  to  wear  anything  else. 
They  have  become  the  dominant  in  prac- 
tically all  kinds  of  costumes  and  what- 
ever little  touches  of  color  are  used  on 
the  costume  itself  is  generally  matched 
with  the  girdle,  which  is  the  one  import- 
ant consideration  around  which  the 
-own    is   built. 

The  growth  of  the  popularity  of  belts 
and  girdles  is  interesting  to  note.  From 
a  simple  little  belt  a  few  inches  wide,  the 
girdle  has  grown  into  a  thing  of  bril- 
liancy and  beauty,  whose  soft  shimmer- 
ing folds  and  often  tasseled  ends  sweep 
gracefully  to  the  bottom  of  the  fashion- 
able  skirt. 

®— 

MILLINERY  STORE  BURGLARIZED. 
Burglars  entered  the  millinery  estab- 
lishment of  Misses  Loamy.  813a  Bleury 
street.  Montreal,  and  stole  a  quantity  of 
hats   and    other  ETOOds. 


HOUSEFURNISHINGS  Dry  Goods  Review 

SPRING,  1915 

CANADIAN-MADE 

LINOLEUMS 
FLOOR  OIL  CLOTHS 
TABLE  OIL  CLOTHS 


IMPORTANT  ANNOUNCEMENT 

NEW  SAMPLES 

of  all  lines  are  now  in  the  hands  of  the 

WHOLESALE  DRY  GOODS  TRADE 


We  invite  all  dealers  in  house  furnishings  and  floor 
coverings  to  inspect  our  complete  range  of  all  lines, 
which  will  be  found  to  contain  a  great  variety  of  pat- 
terns, suited  to  every  need.  The  values  being  offered 
in  Canadian-made  goods  are  unequalled,  and  it  is  to 
the  interest  of  every  merchant  handling  floor  coverings 
to  carefully  inspect  our  samples  before  placing  any 
orders  for  Spring. 


ra    ' 


QUALITY        DESIGNS        PRICES 

to  suit  the  Canadian  Trade 


MANUFACTURED  BY 


™e  DOMINION  OIL  CLOTH  CO.,  Limited 


MONTREAL 
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DRESS  FABRICS 


AND  SILICS 


Voiles  the  Leading  Cotton  Fabric  for  Spring,  1915 

Sheer  Materials,  With  Organdie  First  from  the  Style  Point  of 
View,  Indicated  for  Next  Spring  —  Stripes  in  the  Weave  and 
Printed  the  High  Novelty. 


TEE  lines  n!'  cotton  dress  fabrics 
put  out  for  the  Spring-  season  of 
1915  are  very  attractive.  The 
materials  are  sheer,  but  though  or- 
gandie leads  in  this  respect,  and  is  shown 
in  a  wide  variety  of  designs,  both  the 
manufacturers  and  buyers  have  more 
confidence  in  voiles  tor  popular  selling. 
Organdies,  voiles,  crepe-voiles,  crepes, 
lace  cloths,  rice  cloths,  and  other  woven 
fancies,  are  also  strong.  These  fabrics 
come  in  plain  cloths,  in  solid  color,  and 
also  in  striped  and  embroidered  effects, 
as  well  as  in  printed  patterns.  Voiles 
are  in  great  favor,  and  a  very  large  pro- 
portion of  the  new  cloths  are  in  the 
voile  effect.  Voile  sold  well,  especially 
in  white,  last  Summer,  and  this  fabric  is 
indicated  as  the  leading  seller  during  the 
coming  Summer,  though  organdies  may 
stand  first  from  the  fashion  viewpoint. 

Stripes  are  strongly  represented  both 
in  printed  and  in  woven-in  stripes.  Hair- 
iline  stripes,  singly  and  in  groups,  satin 
stripes  outlined  with  hair-line  or  alter- 
nating with  hair-line  groups;  stripes 
formed  of  cord  effects  or  of  looped  and 
heavj  yarns,  are  all  represented.  Printed 


stripes  in  IVkm  and  pencil  effects  in 
various  colors  are  very  much  favored. 
Voiles  with  the  ground  white  and  the 
stripe  made  up  of  colored  threads,  and 
cord  stripes  with  a  dotted  pattern  in 
color  running  through  the  stripe  are 
among  some  of  the  latest  effects.  Em- 
broidered voiles  are  showing,  and  the  de- 
signs most  favored  are  small  set  figures 
widely  spaced. 

Crepes  promise  to  be  a  good  second 
to  voiles.  Plain  crepes  in  solid  colors  are 
very  much  favored,  and  crepes  showing- 
stripes  or  checks  of  knotted  yarns  are 
being  taken  by  all  buyers.  Printed  novel- 
ties  are  in  soft  colors  and  in  small  fig- 
ures. Spots  and  small  embroidery  fig- 
ures are  to  sell  again  in  the  coming 
season. 

Among  the  novelties  come  the  lace 
cloths  and   leno   patterns. 

Colored  cotton  fabrics  in  imitation  of 
many  of  the  woollen  weaves  now  on  the 
market  are  interesting,  and  every  buyer 
has  included  cloths  of  this  kind  in  the 
line  he  has  ordered  for  Spring.  The 
most  striking  of  these  imitations  is  voile- 
gabardine,   which   is  an  exact    reproduc- 


tion in  cotton  of  the  same  weave  effect 
in  wool.  This  and  Bedford  voile 
are  two  new  effects  that  will  have 
a  good  representation.  Many  of  the 
piece-dyed  noveltie-  are  also  repro- 
duced in  cotton,  and  tweed  printed 
novelties  are  numerous.  Crepes  in 
tartan  and  novelty  plaids  and  in 
Roman  stripes  are  sure  to  sell. 

In  the  more  staple  cloths  come  soft- 
finished  piques.  Bedfords,  cords,  repp, 
ducks,  drills,  galateas  ami  cotton  suit- 
ings. 


A    CHANCE    FOR    TAFFETAS. 

Thought  taffeta  is  very  little  shown 
and  is  not  sidling  well,  should  the  new 
tendency  towards  circular  and  fuller 
skirts  develop,  taffetas  and  cord  silks. 
such  as  faille  and  urosgrain,  will  be 
wanted.  Some  of  the  model  houses  have 
adopted  peau  de  soie,  and  many  of  the 
later  model-  from  the  Paris  houses  are 
made  up  in  this  silk. 


1 


Velvets    In    Much   Better  Position  Than  Was  Expected 


"TJ^ASHION  is  still  favoring  pile 
hi    fabrics.  In  millinery  black  vel- 

•*-  r,  I  lnis  o/most  the  \i<  III  In  ilsi  If. 

and  for  dresses,  suits  and  /rimming 

purposes  velvet  of  noun  description  is 
the  first  choice.  The  situation  iw  for 
as  <l<  In,  ries  is  not  so  bad  as  was  ex- 
pected, and  goods  on  order  an  min- 
ing In  hand.  Should  tin  French 
mills  be  able  to  keep  up  deliveries 
they  should  benefit  by  the  nor.  as 
Germany  has  dont  a  very  large  busi- 
ness in  velvets.  <li  rinnntj  had  a  large 
trade  in  vt  In  ts,  not  only  from  Am- 
erica, but  also  with  South  America, 


and  lli<  countries  of  tht  near  East 
such  as  Egypt,  Turkey  and  Persia. 
French  manufacturt  rs  should  bent  fit 
because  Germany  eon  no  longer  sup- 
ply these  countries  and  Lyons  is  the 
only  other  manufacturing  centrt    to 

which  they  eon  turn. 

Though  velvets  havt  been  worn  so 
many  seasons,  they  were  never  in  a 
stronger  position  than  at  present,  as 
oil  the  great  modistes  and  couturiers 
art  using  tht  m  lavishly.  Not  only 
art  <  >•<  et  pilt  vt  Ivt  ts  good,  but  panne 
is  co mi ni/  back  into  fashion, 

Tht  prevailing  scarcity  of  velvets 
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has  improved  tht  position  of  velvet- 
eens and  velveteens,  particularly  in 
tht  better  qualities  in  chiffon  effects. 
are  st  lling  freely.  Plain  velveteens 
art  st  lling  I"  ttt  r  than  cords,  but  ru  w 
ideas  in  cords  art  meeting  with  a 
good  rt  ct  ption. 

Fancies  art  only  wanted  for  trim- 
mini/  purposes  and  come  in  Roman 
strip**  and  in  checks  and  plaids  as 
wt  II  as  "  ft  a  m  a  art  and  floral  pat- 
tt  rns.  Plushes  and  pile  fabrics  thai 
closely  imitatt  furs  are  very  much  in 
,  vidt  net  .  both  for  trimmings  and  for 
costtumt  s. 


DRESS    FABRICS 
THE  "RISING  SUN"  TICKET 


Dry  Goods  Review 


THE  BEST  SELLING 

Prints  in  Canada  to-day  are  good 
honest  value  for  money.  They  are 
manufactured  of  the  best  cotton, 
printed  with  fast  colors,  and  will 
bring  your  customers  back  for  more. 

CRUM'S  STANDARD  PRINTS 

is  the  name  in  full. 

Every  genuine  piece  bears  the  above 
"Rising  Sun'  ticket  and  the  stamp 
reproduced  below  on  the  outside  fold. 

The  name  "Crum's  Standard"  is  also 
stamped  along  the  selvedge. 

A  showcard  and  leaflets  for  the 
counter  will  be  supplied  by  your 
Jobber  with  your  order. 


THE  STAMP 
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Plain  Fabrics  and  Piece-Dyes  are  Leading 

Foulc  and  French  Serges  Good  for  Spring — Checks  in  Black  and 
White  and  Two  Shades  of  Grey,  and  Scintillas  Among  the  Fancies 
Indicated  —  Providing  Helps  to  Induce  More  Buying  of  Piece 
Goods. 


BUYING  is  going  strongly  on  to 
plain  fabrics,  and  serges  are  in 
strong  favor.  This  applies  to  both 
rough  and  to  smooth  finishes.  Smooth 
finishes  and  French  serges  are  gaining, 
as  the  tendency  certainly  is  towards 
cloths  of  this  class.  Gabardine  is  a 
leader,  as  it  comes  very  close  to  serge, 
and  poplin  is  more  popular  than  it  has 
been  for  some  time.  If  broadcloths  were 
more  easily  obtainable,  and  at  prices 
that  could  be  termed  popular,  there 
would  be  something  like  a  boom  on  in 
this  fabric,  but  now  the  possibilities  are 
that  it  will  be  next  Fall  before  broad- 
cloths assume  the  leading  position. 

For  the  popular-priced  trade  piece 
dyes  in  numerous  fancy  weaves  are  well 
represented.  Wool  bengalines  and  taf- 
fetas are  showing,  and  there  are  indica- 
tions that  hair-line  stripes  may  be  re- 
vived, and  that  white  serge  with  hair- 
lines of  black  or  color  may  be  worn  in 
the  coming  Spring. 

Though  plain  fabrics  outnumber  fancies 
there  is  a  feeling  for  checks,  particularly 
in  black  and  white  novelty  effects  and  in 
small  checks  in  two  shades  of  grey  or 
grey  and  black.  Another  idea  that  is 
growing  is  for  changeable  scintilla 
effects.  These  cloths  are  attractive, 
showing  as  they  do  a  minute  sparkle  of 
the  second  color.  Shadow  stripes  as  well 
as  shadow  checks  come  in  piece-dyes. 
Lightweight  materials,  such  as  voile, 
gabardine  and  voile  Bedford  will  un- 
doubtedly have  a  high  place. 

A  Bigger  Yardage. 

Even  though  the  extremely  full  circu- 
lar skirts  should  not  take,  there  is  every 
evidence  that  more  material  will  be  wan- 
ted for  the  Spring  gown  or  suit,  and  this 
will  mean  that  a  bigger  yardage  will  be 
sold  next  Spring  in  spite  of  the  fact 
that  the  majority  of  women  will  strive  to 
be  as  economical  as  possible. 

This  tendency  to  economy  gives  the 
merchant  a  lever  with  which  to  increase 
his  sales  and  his  profits  in  both  dress 
goods  and  many  other  departments.  Tins 
can  be  done  by  catering  in  every  possible 
way  1"  the  needs  of  the  growing  army  of 
women  who  are  buying  piece  goods  and 
making  up  their  own  garments.  Just 
how  this  can  be  done  is  a  problem  for 
each  merchant  to  work  out  and  apply  in 
his  own  way,  as  he  alone  knows  how  to 
lit  it  to  the  needs  of  his  clientele  and  his 
own   store  conditions. 

Cutting  Out  Garments  for  Customers. 
In  the  larger  cities  stores  arc  holding 
dressmaking  classes,  with  instruction  in 


cutting  and  making  free,  and  in  some 
cases  the  use  of  a  machine  is  also  pro- 
vided. Other  stores  are  cutting  out  the 
garment  for  a  nominal  charge.  Many 
merchants  cannot  follow  out  these  ideas, 
but  every  merchant  can  look  well  after 
his  pattern  department,  and  see  that  the 
stock  is  kept  up-to-date.  Also  he  can 
provide  seats  for  customers  who  wish  to 
look  over  the  style  books.  Merchants 
are  reminded  that  it  pays  to  back  up  the 


piece  goods  department.  When  a  woman 
buys  a  length  of  material  tor  a  garmenl 
she  lias  to  buy  also  the  linings,  finding. 
buttons  and  other  trimmings;  and  on 
every  article  she  buys  the  merchant  gets 
his  profit.  In  the  ready-made  depart- 
ment, profitable  as  it  is,  he  gets  only  the 
profit  on  the  one  sale  to  offset  the  profit 
he  makes  on  the  t  wenty-and-seven  ar- 
ticles that  are  bought  in  the  several  de- 
partments. 


Jap  Silks  for  Next  Spring? 

Orders  Are  Being  Placed  for  Spring,  1915,  but 
Buyers  Are  Not  Optimistic  About  Deliveries — 
Jap  Silks  May  Take  the  Place  of  European 
Weaves  for  Summer  Selling — Swiss  and  French 
Silks  Still  Arriving. 


FURTHER  shipments  of  silks  are 
coming  to  hand  from  French  and 
Swiss  manufacturing  centres,  and 
therefore  the  importing  houses  are  in  a 
fair  condition  to  meet  the  demand  for 
the  present  for  staple  and  novelty  silks. 
Just  to  what  extent  manufacturing  has 
been  resumed,  and  to  what  extent  it  can 
be  maintained  is  the  problem,  and  fears 
are  expressed  as  to  the  possibilities  of 
obtaining  the  necessary  silks  for  the 
coming  Spring  season.  Orders  are  al- 
ready being  placed  by  the  cutting-up 
trade,  and  large  buyers  for  staple  silks 
Cor  the  Spring  of  1915,  but  no  secret  is 
made  of  the  fact  that  they  are  decidedly 
anxious  about  the  delivery  of  these 
goods.  Lyons  is  shipping  goods  via  Mar- 
seilles and  Liverpool,  and  Switzerland 
is  shipping  through  Germany  and  Rot- 
terdam. 

Owing  to  this  uncertainty  the  trade 
is  speculating  as  to  the  possibilities  as 
presented  by  other  materials  that  can 
be  used  in  the  place  of  the  silks  ordered 
from  Europe.  It  is  altogether  likely 
that  the  shortage  in  other  lines  will 
bring  Japanese  silks  into  greater  prom- 
inence. Habutai  silks  have  been  in- 
creasing their  lead  during  the  latter  pari 
of  the  past  Summer,  and  the  increasing 
vogue  of  white  will  help  it  into  favor. 
Once  established,  doubtless  babutai 
should  help  to  introduce  other  silk-  of 
Oriental  weave.  It  is  also  in  their  favor 
thai  Japan  is  now  able  to  dy<  these 
silks,  and  is  in  tins  respect  independent 
of  Lyons.  There  is  a  new  dap  erepe  on 
the  market  in  evening  colors  thai  should 
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develop   well   for   many   purposes,   as   it 
both  wears  and  washes  well. 

Though  the  fashion  tendency  is  in 
favor  of  silks  that  have  a  stiller  finish, 
satins  come  first  in  the  selling  list.  Rich 
heavy  satins  such  as  cbaormeuse  and 
duchesse  are  high  style,  but  all  satin- 
finished  silks  are  sellii;-'.  and  paillettes, 
liberties,  messalines,  satin  de  chines  and 
kindred  weaves  are  now  selling  and  will 
continue  to  sell  during  the  coming  sea- 
son. 

— ® 

COTTON     CROP     SECOND     IN  SIZE- 

A  forecast  of  15,300.000  bales  of  cot- 
ton, each  of  500  lbs.  was  named  by  the 
United  States  Department  of  Agricul- 
ture as  the  crop  for  1914.  This  quantity 
of  cotton  brings  this  year's  crop  second 
in  point  of  size  to  any  grown  in  the 
States.  The  record  was  15.690.000  bales 
in  1911.  while  lasl  year  there  were  14.- 
156.000  hale-  grown. 


TWO  DAYS  IN  SMITH'S  FALLS. 

The  store  of  A.  B.  Scott,  Smith's 
Kails,  with  the  exception  o(  the  grocery 
department,  was  turned  over  for  two 
days  to  the  Patriotic  League  of  the  town 
and  a  percentage  of  all  the  business 
done  went  to  the  credit  o\'  the  fund. 
Members  of  the  league  acted  a-  man- 
agers, clerks  and  floor  walkers  and  the 
novel  arrangement  drew  a  large  crowd, 
and  incidentally  contributed  a  consid- 
erable  sum    to   the   worthy    object    0 

league, 


DRESS     FABRICS 


Dry  Goods  Review 


Swiss   Ribbons  Still  Coming 

These  Shipped  by  Rotterdam,  While  St.  Etienne 
is  Still  Sending  Out  Stocks— Ribbons  for  Fancy 
Work  Now  a  Big  Item. 


THERE  is  always  a  heavy  demand 
for  ribbons  for  late  Fall  and  holi- 
day selling,  and  while  a  scarcity  is 
felt  in  some  lines  and  colors  there  is 
no  general  shortage,  as  Swiss  goods  are 
coming  in  by  way  of  Rotterdam 
and  St.  Etienne  is  shipping  by  way 
of  Marseilles.  Fashion  is  very  favorable 
to  ribbons  for  nearly  every  gown  has  a 
sash,  and  ribbons  are  being  used  ex- 
tensively for  millinery  purposes.  Al- 
most all  widths  are  asked  for,  for  hat 
trimmings  range  from  1V2  inches  up  to 
very  wide  ribbons.  Very  large  bows  are 
not  so  much  used,  but  ribbon  crowns 
and  drapes  are  very  popular.  Metallic 
ribbons  in  gold  and  silver  in  all  widths 
are  in  heavy  demand,  and  ribbons  edged 
with  metal  or  which  show  the  gleam  of 
metal  threads  are  selling.  Metal  bars 
also  enrich  some  of  the  stripes  and 
cross-bar  plaids  now  so  fashionable,  and 
metal  ribbons  are  moired,  brocaded  and 
printed. 

Besides  plaids  and  Roman  stripes, 
shaded  ribbons  are  to  the  fore.  There 
are    beautiful    effects    in    ombre    velvets 


and  both  velvets  and  moires  pale  to- 
wards the  edges,  while  the  centre  is  of 
deep  rich  color.  Printed  velvet  ribbons 
come  in  deep,  rich-colored  patterns,  and 
the  warp  printed,  and  printed  ribbons 
that  sell  so  freely  for  fancy  work  pur- 
poses, are  all  deep  and  rich  in  tone. 

Business  can  always  be  improved  in 
the  ribbon  department  by  attending 
carefully  to  the  displaying  of  the  novel- 
ties both  in  cases  and  on  the  counter,  and 
by  the  featuring  of  new  ideas  in  girdles, 
fancy  bags,  etc.,  that  are  made  wholly 
or  in  great  part  of  ribbon.  The  ribbons 
shown  this  Fall  are  particularly  well 
adapted  for  the  making  of  handsome 
bags,  as  they  are  both  dark  and  rich 
in  coloring.  Handsome  vestee  belts  are 
made  of  ribbon,  and  there  are  many 
new  ideas  in  girdles  that  can  be  shown 
with    advantage. 


Paris  and  in  London  this  year  there  was 
no  such  thing  as  a  modish  woman.  She 
suggested  that  now  was  the  time  to 
make  New  York  the  fashion  centre  of 
the  world.  Her  favorite  color,  she 
stated  was  yellow  apple  green. 

@ 

ENGLAND  WANTS  HOSIERY. 
A  Manchester  jobbing  house  has  made 
enquiries  in  the  United  States  and  Can- 
ada for  some  lines  of  hosiery,  for  which 
Germany  was  depended  on  to  a  great 
extent  before.  Those  wanted  in  differ- 
ent prices  are  as  follows:  Plain  cotton, 
64c  to  $1.50  per  dozen;  plain  lisle,  $1.50 
to  $2.50  per  dozen;  cotton  legs,  $1  to 
$1.50;  lisle  legs,  $1.50  to  $3.75;  em- 
broidered cotton  and  lisle,  92c  to  $2.50, 
and  silk,  $2.50  to  $5.  The  representa- 
tive of  the  firm  in  New  York  stated 
that  goods  made  in  Germany  would  be 
unpopular  in  England  for  a  long  time. 


PARIS  MIGHT  OBJECT. 

Lady  Duff-Gordon,  who  is  a  fashion- 
able Paris  designer  working  under  the 
name  of  "Lucile,"  stated,  after  her  ar- 
rival  at  New     York     recently,  that  in 


COTTON     EVENING     GOWNS      FOR 
ALL. 

The  effort  to  assist  the  cotton  trade  in 
the  South  in  the  United  States  has  taken 
the  form  in  Chicago  of  a  slogan  adopted 
by  the  Southern  Club.  "A  cotton  even- 
ing  gown  for  every  woman  in  Chicago." 
A  crusade  to  put  lovely  cotton  materials 
for  evening  wear  before  the  women  in 
that  city,  will  be  started  at  once  by  that 
society. 


KING'S 

Established  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian  Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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Latest  Reports  from  the  Jobbers 

Ribbons  Being  Manufactured  Again  in  Switzer- 
land— Linoleums  Up  2y2  Cents  a  Yard — Bad 
Outlook  for  Black  Velvet. 


built  up  Canadian  industries  from  small 
beginnings  until  some  of  them  are  world- 
wide 


VELVETS.— The  price  of  velvets 
has  advanced  10  per  cent.,  plus 
extra  freight  rates  and  insur- 
ance charges.  They  are  manufactured 
in  England,  in  Germany,  and  in  Lyons. 
The  last  two  are  practically  cut  off,  so 
that  supplies  must  come  from  England. 
Orders  placed  from  here  in  August  will 
not  be  attended  to  until  October,  and. 
will  bo  spread  over  the  remainder  of  the 
year. 

Every  lady  is  in  need  of  a  black  silk 
velvet  hat.  English  manufacturers  are 
short  of  silk,  which  comes  from  Italy. 
Alter  receiving  supplies,  it  takes  six 
months  to  prepare  the  silk  for  weaving. 
Most  houses  have  good  supplies  of  col- 
ored velvets,  but  the  demand  is  for  black 
velvet,  and  the  supply  is  very  small.  They 
are  not  obtainable  in  London,  and  prices 
in  the  United  States  are  high.  One  Eng- 
lish firm  state  that  they  could  have  dis- 
posed of  10,000  boxes  of  black  velvet 
the  morning  war  was  declared,  if  they 
had  had  them. 

Silks. — Some  Lyons  goods  are  coming. 
In  Switzerland,  men  have  been  taken  from 
their  work  for  defence  purposes,  but  a 
traveller  well  known  in  this  country, 
writing  a  large  Montreal  house,  states 
that  he  is  in  a  position  now  to  accept 
orders  for  delivery  in  November.  Decem- 
ber and  January.  He  was  called  to  arms 
on  August  1,  and  for  several  weeks  not  a 
piece  of  stuff  left  their  factory.  Thus, 
he  states,  they  found  it  difficult  to  live 
up  to  agreements  made.  Dyers  in  Zurich 
were  compelled  to  close  down,  but  are 
now  running  aaain.  These  silk  manu- 
facturers expected  this  to  be  their  ban- 
ner year,  but  their  hopes  are  now  de- 
stroyed. They  are  unanimous  in  stating 
Hint  dyed  goods  will  be  much  higher  in 
price  from  now  on. 

Ribbons.  It  is  rather  difficult  to  say 
what  will  be  worn  next  Spring,  but 
slocks  now  are  quite  up  to  average,  fac- 
tories in  Switzerland  having  got  to  work 
shortly  after  the  beginning  of  the  war. 
Shipments  are  being  sent  through  on 
neutral  bottoms.  From  now  on  the  de- 
mand will  be  mainly  for  narrow  goods, 
stocks  of  which  are  good.  Earlier  in  the 
year  it  was  understood  that  wide  goods 
in  failles,  moires,  and  faille  moires 
would  he  in  demand,  but  about  the  I  line 
these  were  wanted,  the  war  interrupted 
the  supply.  They  are  arriving  now  in 
large  quantities  but  the  demand  is  not 
so    heavy.      The    ribbon    business,    except 


for  two  or  three  weeks,  has  been  ex- 
ceptionally good,  and  does  not  seem  to 
have  been  hit  as  heavily  as  was  expected. 


MORE  ABOUT  SIR  GEORGE  AND 

THE  KAISER. 

from   tlie    Financial    Post. 

Thomas  Bengough,  secretary  of  the  On- 
tario Association  for  Technical  Educa- 
tion, delivered  an  address  this  week  be- 
fore an  organization  of  business  men  and 
supported  the  views  expressed  by  the 
Financial  Post  last  week  on  the  need  of 
better  work  in  our  Trade  and  Commerce 
Department.  He  said  that  with  technical 
education  and  proper  direction  of  effort 
Canada  could  produce  hundreds  of  mil- 
lions of  dollars  a  year  more,  with  a  less 
expenditure  of  labor  and  money  than  we 
have  to-day  and  added,  "What  we  need 
in  Canada  to-day  is  a  kaiser  who  would 
insist  on  technical  education  and  that 
the  efforts  of  the  people  be  intelligently 
inspired  and  directed. ' ' 

Sir  George  Foster  must  not  think  that 
we  are  criticizing  him.  He  is  an  able  and 
brilliant  man,  but  he  is  not  making  good 
in  his  department.  He  has  never  been  in 
business  himself  and  nobody  has  ever 
told  him  how.  He  has  never  sold  goods. 
He  has  never  had  to  open  up  new  markets 
for  a  product.  He  has  never  sent  sales- 
men out.  He  does  not  know  what  it  is  to 
have  his  salesmen  come  again  and  again 
to  him  utterly  defeated  in  their  efforts  to 
secure  orders  and  have  them  go  back  with 
new  ideas  and  inspirations  and  renewed 
courage  which  finally  led  to  closing  the 
business.  This  is  an  everyday  occurrence 
in  successful  Canadian  concerns.  We  will 
have  more  to  say  on  this  point  next 
week. 

Sir  George  is  an  able  man.  He  is  not 
too  old  to  learn  and  the  country  is  look- 
ing to  him  more  than  to  any  other  mem- 
ber of  the  Government  at  the  present 
time,     lie  can    learn    from   men   who   have 

CONFIDENCE  GROWING. 
Merchants  generally  in  Toronto 
report  some  improvement  in  con- 
ditions with  a  much  better  feeling 
with  regard  to  the  future,  says  a  report 
of  Dun's.  Orders  for  dry  goods  are  a 
little  more  numerous  and  the  retail 
trade  is  more  satisfactory.  Quite  a  lot 
of  goods  are  being  shipped  to  the  West. 
Prices  of  the  standard  staples  are  firm. 
The  feeling  of  confidence  is  steadily 
growing.  .Remittances  are  fairly  satis- 
factory; there  being  some  improvement 
as  compared  with  last  month.  Loans 
are  more  easily  effected  at  the  banks." 
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A   PATRIOTIC    OFFER. 

A  patriotic  offer  w;is  made  by  .1.  II. 
Blue,  of  Walter  Blue  &  Co.,  clothing 
manufacturers.  Sherbrooke.  Que.,  to  the 
Ked  Cross  Society  of  that  city.  He 
placed  his  workrooms  at  their  disposal 
on  Sunday.  Oct.  4,  and  eighty  members 
took  advantage  of  it  to  make  garments 
for  the  troops.  Over  two  hundred  gar- 
ments were  turned  out  finished  in  one 
day,  and  a  number  of  others,  which  were 
unfinished,  will  be  handed  to  those  who 
will  undertake  the  work.  The  members 
were  assisted  by  fifteen  of  the  firn  - 
perts.  including  overseers,  cutters  and 
machinists,  who    gave  their  services    free. 


HINTS  TO  BUYERS 

From  information  supplied  br  sellers,  but 
for  which  the  editors  ol  the  "  ReTiew"  do 
not  necessarily  hold  themselves  responsible 


ARE    YOU    AMONG    THESE? 

Many  stores  throughout  the  country 
are  apparently  content  with  some  novel 
background  or  setting  of  the  window 
display,  overlooking  the  fact  that  their 
wax  figures  richly  costumed  have  soiled 
or  dustladen  figures.  In  many 
handsome  costumes  are  displayed  on 
figures  having  scratched  cheeks,  dented 
noses,  broken  and  missing  fingers,  all  of 
which  greatly  detract  from  an  otherwise 
beautiful    window. 

The  writer  upon  a  recent  trip 
through  some  of  the  Largest  cities  noted 
that  only  three  out  of  every  ten  stores 
appeared  to  take  especial  care  of  their 
wax  figures.  The  reason  of  this  neglect 
i<  apparent;  the  large  charges  made  by 
many  so-called  wax  artists,  appear  to 
discourage  the  average  merchant  having 
his  wax  figures  renovated  when  they  re- 
quire   it. 

These  wax  artists  charge  anywhere 
from  $2.00  to  $3.30  to  clean  and  retint 
each  head  with  extra  charge  for  broken 
heads  and  repairs  to  hands.  Merchants 
an'  realizing  the  need  of  some  method 
by  which  this  expense  item  can  be  re- 
duced   to    a    minimum. 

A  concern  that  seems  to  have  solved 
this  problem  is  the  Harrisburg  Wax 
Figure  Renovating  Co.,  Harrisburg,  Fa. 
This  concern  is  marketing  a  successful 
outfit  including  the  formula  of  all  ma- 
terials with  which  anv  merchant,  win- 
dow trimmer  or  card- writer  can  clean 
and  refinish  wax  Bgures,  producing  th* 
same  high-class  finish  to  the  figures  as 
executed    at     the    factorv. 
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Shirts 


You  will  like  the 
range  for  1915. 

At  all  prices,  but  most 
particularly  in  the 
$9.00  garments,  it's  a 
winner. 

It's  on  the  road  now. 
Let's  show  you.  A  card 
will  bring  our  traveller. 


The  W.  R.  Brock  Company  (limited) 


MONTREAL 
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Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desire". 


Artificial    Flowers    for    Decoration. 

L.  Baumann  &  Co.,  357  W.  Chicago  Ave., 

Chicago,  111. 
Sehack    Artificial    Flower    Co..    1730    Mil- 
waukee Ave.,  Chicago,   111. 
Clatworthy  &  Son,  Ltd.,  161  King  St.  W., 
Toronto. 
Bathing  Suits. 
Home  &    Watts,   19  Duncan   St.,  Toronto. 
Allen   Mfg.  Co. 
Batting. 

Roht.    Henderson    &    Co.,    181    McGill    St., 
Montreal,  Que. 
Beads. 

Ideal   Hair  Goods  Co.,  Toronto,  Ont. 
Belts,   Ladies'. 

R.     D.     Fairbairn     Co.,     105    Simcoe     St., 
Toronto,  Ont. 
Blankets. 

Penmans,   Limited,   Paris,   Ontario. 
Fraser,   Mather  Co.,   Winnipeg.  Man. 
Win.     Laidlaw     Cumledge     Mills,     Duns. 
Scotland. 
Boys'    Clothing. 

Jackson    Mfg.   Co.,   Clinton.   Ont. 
Geo.    C.    Poole    Co.,    Darling    Bldg.,    Tor- 
onto. 
Boys'  Wash   Suits. 

Home  &   Watts.  1!)  Duncan   St..  Toronto. 
Flett,    Lowndes    Co..    Toronto,    Out. 
Oppenheim    &    Roggen,    84-00    Fifth    Ave, 
New    York. 
Boxes,  Fancy. 

Hercules   Boxes,   Ltd.,  400   Richmond   W., 
Toronto. 
Braids   and    Cords. 

Moulton    Mfg.    Co.,   Montreal,   Que. 
Brassieres. 
H.  &   W.   Co.,  130  Fifth  Ave..   New  York. 

XT. 
Parisian    Corset    Co.,    Quebec,    Que. 
Voss  &   Stuffmann,  Montreal,  Que. 
Burlap    (Dyed.   Oil    Coated    and    Sized). 

Stauntons,  Ltd.,  034  Yonge  St.,  Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 
Que. 
Buttons. 
Forsyth   Kitnmel  &   Co.,  Berlin,   Ont. 
Moulton    Mfg.    Co.,    Montreal,    Que. 
Ashton    &    Pulford,    22   Black    Piccadilly, 

Manchester,    Eng. 
A.    Woverstall   &    Co..    145    Wellington    St. 
W..    Toronto,    Ont. 
Buttons     (covered). 

Toronto    Plaiting:    Co.,    Toronto,    Onl. 
A.    Weyerstall    &    Co.,    Toronto. 
Canvas    Coat    Fronts. 
Toronto     Pad     Co.,    569    Queen     St.     W.. 
Toronto.   Ont. 
Caps. 
Cooper   Cap    Co.,    Spadina    Ave.,   Toronto, 
Ont. 
Carpets. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W  , 

Montreal.    Que. 
Greenshields,   Ltd.,  Montreal,  Que. 
.Tno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Cash    and    Parcel    Carriers. 
The    Lamson    Store    Service    Co.,    Boston, 

Mass..    U.S.A. 
Gipe-Hazard    Store    Service    Co.,    09    On- 
tario  St.,  Toronto,  Ont. 
Cash    Registers. 

National    Cash    Register    Co.,    2S5    Yonge 
St.,  Toronto,  Ont. 
Chiffons. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   W.,   Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Children's    Dresses. 

Home   &    Watts,   19   Duncan    St..    Toronto, 

Ont. 
Fleit.    Lowndes  *   Co.,  Toronto. 
R.     D.     Fairbairn     Co.,     105    Simcoe    St. 

Toronto.    Ont. 
Star    Wliitowoar    Mfg.    Co.,   Berlin.    Ont, 
Cloth    Charts. 

A     E.    Putnam    Co..    Washington.    Iowa. 
A.    S.    Richardson   &   Co.,   90   Ontario   St.. 
Toronto. 
Clothing    (Duck   and   all    Specialties). 
Defiance    Mfg.   Co.,   College   and   Bathurst 
St.,   Toronto. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto. 
E.   G.   Hachborn   Co.,  Toronto,   Ont. 


Coats    (White). 

Robert   C.   Wilkins   Co.,   Farnhani,   Que. 
Clothing    Hungers   and    Racks. 

Clatworthy    &    Son,    Ltd.,    161    King    St 
W.,   Toronto. 
Collars    (Waterproof). 

Arlington    Co.,   54    Fraser    Ave.,    Toronto. 
Parsons   &  Parsons   Canadian   Co.,   Ham- 
ilton,  Ont. 
Comforters. 

The   Toronto   Feather  &   Down   Co.,   Ltd., 
35  Britain  St.,  Toronto. 
Cork    Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Correspondence    Schools. 

The  Shaw  Correspondence  Schools,  Yonge 

and  Gerrard   Sts.,   Toronto. 
Economist    Training    School,   239    W.   39tfl 
St.,  New   York,   N.Y. 
Corsets. 

H.  &   W.   Co.,  130  Fifth  Ave.,   New   York, 

N.Y. 
Parisian    Corset    Co.,    Quebec,    Que. 
Voss    &    Stuffmann,    Montreal,    Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Pa.isian   Corset   Co.,   Quebec,   Que. 
Corset   Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Quo. 
Cotton,    Linen    and    Elastic    Laces. 

Parisian    Corset  Co.,   Quebec,   Que. 
Cotton   Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cottons. 

Greenshields,    Limited.    Montreal,    Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
Cushions. 
The  Toronto   Feather  &    Down   Co.,   Ltd., 
35   Britain    St.,   Toronto. 
Dress    Fabrics. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 
W.   R.   Brock  Co.,  Bay  &   Wellington   Sts., 

Toronto,   Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Greenshields,    Limited,    Montreal,    Que. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto.    Ont. 
Law.   Russell  &   Co.,  Ltd..  Bradford,  Eng. 
Bradford     Dyers     Association,     Bradford, 
Eng. 
Dress    Fasteners. 

DeLong  Hook  &  Eye  Co.,  St.   Marys,  Out. 
Dress    Forms. 

Clatworthy    &    Son,    Ltd.,    161    King    St. 

W.,   Toronto. 
Delfosse  &  Co.,  Montreal,  Que. 
Dale    &    Pearsall,    106    Front    St.    E.,    To- 
ronto,   Ont. 
Hall-Borehert    Dress    Form    Co..    41    Lom- 
bard   St.,    Toronto,    Out. 
A.   S.    Richardson   &   Co.,   99   Ontario   St.. 
Toronto. 
Display    Fixtures. 

Clatworthy    &    Son.    Ltd.,    161     King    St. 
W.,  Toronto. 
Dress   Shields. 

I.    B.    Kleinert    Rubber    Co..    Wellington 

St.   W.,   Toronto,   Ont. 
Parisian    Corset   Co.,   Quebec,   Que. 
Dress    Trimmings. 
Thompson    Lace   &    Veiling    Co.,    59    Wei 

lington    St.    W.,    Toronto.    Ont. 
Canada     Veiling    Co.,     HI     Wellington     W.. 

Toronto. 
The    Moulton    Mfg.    Co..    Ltd..    Montreal. 
Dresses. 

Star    Whitewear    Mfg.    Co..    Berlin.    Ont. 
R.     D.     Fairbairn     Co..     10.,    Simcoe     SI  . 

Toronto.    Ont. 
Germain    &    Smith.    Ltd.,    Montreal.    Que. 
Livingston   <v   Seott,   Toronto.   Ont. 
Louis  Stecher,  33  W    B4th  SI  .   New    3      i 
Federal    Cosl  lime    Co.,    53    W     36tn    Si  . 
New   York,   N.Y. 

Dry    Goods. 

.Too.  m.  Garland,  Son  6   Co     Ottawa,  Onl 

Embroidered    Applique    Letters. 

Krauthclmer     &      Co.,     20     Edmund      Pl„ 
Aldersgate    St..    London.    B.C.,    Eng 
Embroideries, 

Sterling    I. are    &     Novelty    Co.,    Toronto. 

Out 

Tauber    Bros.    &    Co.,   67    St.    James    St.. 
Montreal.  Que. 


Fancy    Dry    Goods. 

Thompson    Lace   &    Veiling   Co.,   76    Wel- 
lington  St.   W.,  Toronto. 
1  eathers. 

Dominion  Ostrich  &  Feather  Co.,  Toronto, 

Onl 
Strachan,    Burden    &    Plaskett,    oU    Wei 

iiugtun    W.,    Toronto. 
Flowers    for    Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,   Ont. 
Strachan,  Burden  &  Plaskett,  59  Welling- 
ton   W.,    Toronto. 
Frilling, 

R.     D.     Fairbairn     Co.,    105    Simcoe    St., 

Toronto.    Out. 
The    .Moulton     Mfg.    Co.,    Ltd.,    Montreal. 
Que. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Furs. 

L.  Gnaedinger,  Son  &  Co.,  Montreal,  (.'ne 
Laberge  Chevalier  &  Co.,   Ltd.,   Montreal 

Que. 
Tauber    Bros.    &    Co.,    67    St.    James    St., 

Montreal,    Que. 
Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal. 

Que. 
J.   H.    Bishop    Co.,    Sandwich,    Ont. 
Furriers'    Trimmings. 
The    Moulton    Mfg. ,  Co.,    Ltd.,    Montreal, 

•  Me. 
General    Dry    Goods. 
Mclntyre  Son  &  Co..  Ltd.,  Montreal,  Que 
J.  &  N.  Phillips  &  Co.,  Manchester,  Eng 
Vassle    &    Co.,    Ltd.,    St.    John,    N.B. 
Cook.   Son    &    Co.,    Loudon,   Eng. 
Debenhams.   Ltd.,   Montreal  and   Toronto 
A    Racine,   Limited.   Montreal,  Que. 
Hitchcock.     Williams    &     Co.,     St.     Paul-* 

Chun-hvard.  London.  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts.. 

Toronto,    Ont. 
W.   R.   Brock  &  Co.,   Montreal,   Que. 
Greenshields.    Ltd.,    Montreal.    Que. 
John   King  &   Son,  Glasgow.   Scotland. 
Mclntyre,  Son  &  Co..  Ltd.,  Montreal.  Que. 
Ginghams. 

Win.     Anderson    &     Co.,     Ltd.,    Glasgow. 

Scotland. 

Gloves. 

Perrin    Frere    &    Cie.,    Montreal,    Que. 
Germain   &   Smith,   Ltd.,   Montreal,   Que. 
Greenshields.    Ltd..   Montreal.   Que. 
Mclntyre.  Son  &  Co.,  Ltd.,  Montreal. 
Gloves    (Working). 

Hamilton   Carhartt  Mfg.,   Ltd.,  535  Queen 

E.,  Toronto,  Ont. 
Big    Four   Glove   Co.,   73H   Bay   St.,   Tor- 
out" 
Gowns. 

F.    G.     Hayward     Manufacturing    Co.,    77 
York   St..   Toronto.   Ont. 
Grass    Carpet    Rugs. 
Crex     Carpet     Co..    377    Broadwav,     New 
York.   N.Y. 
Hose    Supporters. 
The   Berlin    Suspender   Co..    Berlin.   Ont. 
Faire    Bros.   Co..    Leicester.    Eng. 
I.    B     Kleinert    Rubber    Co.,    Wellington 
St.    W.,   Toronto,   Ont. 
Parisian    Corset    Co.,    Quebec,    Que. 
House    Furnishings. 

v7.    R.    Brock    Co.,    Bav    and    Wellington 

sts..  Toronto,  Ont. 
Greenshields.    Limited.    Montreal.   Que. 
Stonards,    Limited.    7    Paternoster    Bldg;-  . 
London.    EC..    Eng. 
Hosier]  . 
Chipman,  Holton   Knitting  Co.,   Hamilton. 
Penmans.    Limited.    Paris.    Ont. 
Tauber    Bros.    St     Co..    67    St.    Jam-  ■      - 

Montreal.   Que. 
Mercury    Mills.    Limited,    Hamilton,    On!. 
"Craftana." 

Perrin    Frere   &    Cie..    Montreal.    Que. 
Greenshields,    Limited,    Montreal.    Que. 
Goderich    Knitting   Co.,   Goderich,    Ont. 
Mclntyre,  Son  &  Co..  Ltd..  Montreal.  Que. 
Dr.    Jaeger    Co..    Ltd..    243-5    Bleary    St.. 

Montreal,   Que. 
Wallaceburg   Knitting   Co.,    Wallaceburg 
Ont. 

Handkerchiefs. 

Nisbet    &     Auld.    34    Wellington     St     W. 

Tor 
Silks    Co      68   Bay    St.    Toronto.    Ont. 
Victor    Goldberg.    S7-80    Notre    Dame    W  . 

Montreal.   Que. 
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Hats,    Straw. 

Crown    Hat    Co.,    Gait. 
Hooks   and   Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
Hair   Goods. 

Ideal   Hair  Goods   Co.,   77   York   St.,   To- 
ronto,   Out. 
Hair   Nets. 

Ideal     Hair     Goods     Co.,     77     York     St., 
Toronto,    Out. 
Hair    Ornaments. 
Ideal     Hair     Goods     Co.,     77     York     St., 

Toronto,    Out. 
Walter     G.     Bretzfield,     43     Leonard     St., 
New  York,  N.Y. 
Individual   Names   on   Tape. 

Narrow   Fabric  Weaving  &  Dyeing,   Ltd., 
Gait,   Ont. 
Infants  Layettes. 

Home  &   Watts,  19  Duncan   St.,   Toronto, 
Infants    Novelties. 

Kite   Specialty   Co.,  35   W.  3(Jtli   St.,   New 

lork,   N.Y. 
nicliard  G.  Krueger  Co.,  162   W.   21st  St., 

New    York,    N.Y. 
Bailey    &    Bailey,    27   E.    22nd     St.,    New 
York,  N.Y. 
Indigos. 

Franklin    .Mfg.   Co.,  260  Church   St.,   New 
York.    N.Y. 
Knitted    Goods. 

Harvey  Knitting  Co.,  Woodstock,  Out. 
Greenshields,    Limited,    Montreal,   Que. 
Zimmerman   Mfg.   Co.,   Hamilton,   Ont. 
The    Monarch     Knitting    Co.,     Duunville. 
K.   M.  Ballantyne,   Ltd.,  Stratford,  Ont. 
Gait   Knitting   Co.,  Gait,    Out. 
C.   Turubull   Co.,   Gait,   Ont. 
Goderich   Knitting  Co.,  Goderich,  Ont. 
Sehofield   Woollen    Co.,   Oshawa,   Ont. 
Kingston   Hosiery   Co.,   Kingston.   Ont. 
Reliance'Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
S.   P.   Gibson  &  Co.,  East  Ham,   London, 

Eug. 
Dr.    Jaeger's    Sanitary    Woollen    System 
Co.,    Ltd.,    243-5    Bleury    St.,    Montreal, 
F.    W.    Robinson    &    Co.,    Bathurst    and 

Wellington    Sts.,    Toronto. 
Wallaceburg    Knitting    Co.,    Wallaceburg, 
Ont. 
Kimonas. 

Kassab     Klmona     Co.,     St.     Helen     St., 
Montreal. 
Knitting   Wools. 

Thos.   Burnley  &   Sons,   Nr.   Leeds,   Eng. 
Linoleums. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 
Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Linings. 
Nlsbet    &    Auld.    34    Wellington    St.    W., 

Toronto,   Ont. 
Bradford  Dyers  Association,  39  Well  St., 
Bradford,  Eng. 
Linens. 

Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Ont. 
Win.  Liddell  &  Co.,  Belfast,  Ireland. 
Old   Bleach   Linen  Co.,  Randalstown,   Ire- 
land. 
R.    H.    Cosbie,    Wellington    St.    W.,    To- 
ronto, Ont. 
Greenshields,  Limited,  Montreal,  Que. 
Silks  Co.,  5S  Bay  <St.,   Toronto,   Ont. 
Alphonse   Racine,   Ltd.,   340   St.    Paul   St., 

Montreal. 
Mclntyre,  Son  &  Co.,  Ltd.,  Montreal,  Que. 
R.     D.     Fairbairn     Co.,    105     Simcoe    St., 

Toronto.   Out. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto. 
Tauber    Bros.    &    Co.,    67    St.    .Tames    St., 
Montreal.   Que. 
Lares   (Hand  Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 
Laces. 

Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   St.    W.,    Toronto,    Ont. 
Greenshields,   Limited.    Montreal,   Que. 
Novelty    Import   Co..  76  Bay   St.,  Toronto. 
Sterling    Lace    &    Noveltv    Co.,    Toronto. 
Tauber    Bros.    &    Co.,    67    St.    James    St., 

Montreal,    Que. 
Canada    Veiling    Co.,    S4    Wellington    W.. 
Toronto. 
Lighting    System. 

Canadian   H.  W.  Johns-Manville  Co.,  Flat 
Iron    Bldg.,    New    York,    N.Y. 
Leather    Novelties. 

P.  W.  Lambert  &  Co.,  64  Lispenard  St., 
New   York,   N.Yr. 

Julian  Sale  Leather  Goods  Co.,  King  St. 
W..   Toronto,   Ont. 

Western  Leather  Goods  Co.,  1191  Bath- 
urst  St.,   Toronto. 


Lingerie. 

Germain    &    Smith.    Ltd.,    Montreal,    Que. 

Sperling  &  Lea,  Herald   Bldg.,   Montreal. 
Ladies'    Bust    Forms. 

Toronto   Pad   Co.,  569  Queen   St.   W.,  To- 
ronto,   Ont. 
Leather   Novelties. 

Walter     G.     Bretzfield,    43     Leonard     St., 
New  York,   N.Y. 
Men's   Furnishings. 

John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto.   Ont. 

Alphonse   Racine,   Ltd.,   340  St.   Paul   St., 
Montreal,   Que. 

Regent    Shirt    Co.,    Notre    Dame    St.    W., 
Montreal,   Que. 

Men's   Neckwear. 

Crescent   Mfg.    Co.,    Montreal,   Que. 

W.  R.  Brock  Co.,  Notre  Dame  St.  W., 
Montreal,  Que. 

Greenshields,   Ltd.,   Montreal,   Que. 
.Mackinaws. 

F.     W.     Robinson,     Ltd.,     Bathurst    and 
Wellington    Sts.,    Toronto. 
Mitts. 

Reliance  Knitting  Co.,  King  and  Bath- 
urst   Sts.,    Toronto,   Ont 

R.   M.   Ballantyne,  Ltd.,  Stratford,  Ont. 

Goderich   Knitting  Co.,  Goderich,  Ont. 
Malines. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto. 

Thompson  Lace  &  Veiling  Co.,  59  Wel- 
lington   W..    Toronto. 

Canada  Veiling  Co.,  84  Wellington  W., 
Toronto. 

Millinery. 

Debenbam's,  Ltd.,  Montreal  and  Toronto. 

Morris  &  Saward,  21-22  Castle  St.,  Lou- 
don  W„   England. 

Gage   Bros.    &    Co.,    Chicago.    111. 

D.  B.  Fisk  Co.,  225  N.  Wabash  Ave., 
Chicago,  111. 

Germain    &    Smith,    Ltd.,    Montreal,    Que 

I).    McCall    Co.,   Toronto,   Ont. 

Montreal  Hat  &  Frame  Co.,  Ltd.,  Mont- 
real.   Que 

Strachan,  Burden  &  Plaskett,  59  Welling- 
ton   St.    W.,    Toronto.    Ont. 

Marlbou    and    Ostrich    Stoles. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 
Motor   Coats. 

National    Rubber    Co.,    Montreal.    Que. 
Defiance   Mfg.   Co.,   College   and   Bathurst 
Sts.,  Toronto. 
Motor   Scarfs. 

S.   F.   Gibson   &   Co.,  East  Ham,   London. 
Flip. 
Motor    Vehicles. 

MotoKart  Co..  1790  Broadway.  New  York. 
Nets. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Thompson    Lace    &    Veiling    Co..   59    Wel- 
lington   W.,   Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Neckwear   (Ladies'). 

Ladies'  Wear,  Ltd.,  84  Wellington  St.  W.. 

Toronto.  Ont. 
Voss    &    Stuffmann.    Montreal,    Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto. 
The    Moulton    Mfg.    Co.,    Ltd..    Montreal. 
Oil    Cloths. 

The  Dominion  Oil   Cloth   Co..   Montreal. 
Jno.   M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Office    Systems. 

Copeland-Chatterson  Co.,  Kent  Bldg.,  To- 
ronto,   Ont. 

Ostrich    Feathers. 

S.    E.    Porter    &    Co.,    Montreal,    Que. 
•Tpr.    Leone,   Jr.,   314   Notre  Dame   St.   W., 

Montreal. 
J.    Leone,   9   E.   20th    St.,   New   York. 
Overalls. 

Robpvt    C.    Wilkins    Co..    Farnham.    Que. 
Hamilton    Carhartt   Mfg..   Ltd..  535  Queen 
E..   Toronto.   Ont. 
Ornaments    (Silk). 

Moulton    Mfg.    Co.,    Montreal,.  Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 

Home    Pattern    Co..    New    York,    N.Y. 
The    McCall    Co.,    236    W.    37th    St.,    New 

York.   N.Y. 
The   Butterick    Publishing  Co.,    Rutterick 

Bldg..   New   York,   N.Y*. 
New    Tdea    Pattern    Co..    70    Bay    Street. 
Toronto. 
Pads. 
Toronto  Pad  Co.,  569  Queen  St.  W.,  To- 
ronto,  Ont. 


Plated    Jewelry. 

Ideal    Hair   Goods   Co..   77   York   St.,   To- 
ronto,   Ont. 
Pin    Tickets. 

Copp,   Clark   Co.,   517   Wellington   St.   W.. 
Toronto,  Ont. 
Pillows. 
Canadian    Carpet   &   Comforter   Mfg.    Co., 

Toronto,   Ont. 
Toronto    Feather   &    Down    Co.,    Ltd.,    35 
Britain   St.,  Toronto. 
Quilts. 
Jonathan    Dearden    &    Co.,    11-13   Bridge- 
water    Place,   Manchester,   Eng. 
Keady-to-Wear. 
Greenshields,   Ltd.,  Montreal,  Que. 
Alphonse    Racine,    Ltd.,  340  St.   Paul   St., 
Montreal.  Que. 
Kaincoats. 

C.   Kenyon   Co.,  23rd   St.   and   Fifth  Ave  , 

New    York,    N.Y. 
Canadian   Consolidated   Rubber  Co.,  Ltd., 

Montreal. 
The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford,  Eng. 
National  Rubber  Co.,  Ltd.,  Montreal,  Que. 

New    York,    N.Y'. 
Regent    Shirt    Co.,    Notre    Dame    St.    W  , 
Montreal,   Que. 
Ribbons. 
W.  H.  Barry  &  Co.,  Montreal. 
Belding    Paul    Corticelli    Co.,    Montreal. 
Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Suspenders. 
Berlin   Suspender  Co.,  Berlin,  Ont. 
Loekhart     Suspender    Co.,    Philadelphia, 
Pa. 
Spool    Silks    (For    Manufacturers'    Use). 

Belding  Paul  Corticelli,  Montreal,  Que. 
Sanitary    Belts. 

Walter     G.     Bretzfield,     43     Leonard     St., 
New   York,   N.Y. 
Staple  Dry  Goods. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,    Toronto,   Ont. 
Small  wares. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto,   Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W., 
Montreal,    Que. 

Greenshields,   Limited,   Montreal,  Que. 

Ideal    Hair   Goods   Co.,   77   York   St.,   To- 
ronto,  Ont. 

Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ost. 

Store    Fixtures. 

Jones    Bros.   &   Co.,   31   Adelaide   St.    W., 

Toronto,   Ont. 
Clatworthy  &  Son.  King  St.  W.,  Toronto 
Dale  &    Pearsall,  1(M>   Front  St.  E.,   Tor- 
onto,   Ont. 
J.   R.    Palmenberg's   Sons,   710  Broadway, 

New  York,  N.Y. 
Delfosso   &    Co.,    Montreal,   Que. 
A.    S.    Richardson    Co.,    99    Ontario    St., 

Toronto,    Ont. 
Taylor   Mfg.   Co.,   Hamilton,   Ont. 
Walker  Bin   &    Store   Fixture  Co.,   Berlin, 

Ont. 
H.  L.  Wood  &  Co.,  Noble  and  Strickland 
Streets,    Toronto,    Ont. 
Safety    Pins. 

DeLong  Hook  &  Eye  Co.,  St.  Marys.  Ont. 
Store   Fronts. 
The  Kawneer  Mfg.  Co.,   Niles,  Mich. 
Zouri  Drawn  Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 
Sweatercoats. 
Pen  mans,    Limited.    Paris,    Ontario. 
Reliance    Knitting    Co..    King    and    Bath 

urst    Sts.,    Toronto,    Ont. 
Monarch   Knitting  Co.,  Duunville.  Ont. 
R.  M.  Ballantyne,  Ltd.,  Stratford,  Ont. 
C.    Turnbull    Co..   Gait.,    Ont. 
Harvey    Knitting    Co.,    Woodstock,    Out. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal.    Que. 
F.     W.     Robinson,     Ltd..     Bathurst     and 
Wellington   Sts.,  Toronto. 
Sanitas    Wall    Covering. 

Stauntons.    Ltd.,  934   Yonge  St..   Toronto. 
Skirts. 

Marcus   Roman,   Jacobs   Bldg.,   Montrea1 
Arlington   Skirt  Co. 
Show    Cases. 
Delfosse    &    Co.,    Montreal,    Que. 
Grand     Rapids     Show     Case     Co.,     Grand 

Rapids,    Mich. 
II.   L.  Wi  nil  &  Co.,  Noble  and   Strickland 
Sts.,    Toronto. 
Skein    Dyeing. 
Narrow    Fabric    Weaving    &    Dyeing    Co.. 
Gait,  Ont. 
Sashes. 
R.  D.   Fairbairn  Co.,  105  Simcoe  St..  Tor 
onto,   Ont. 
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silk    OmmiH'iitH. 
Moulton    Mfg.    Co.,    Montreal,    Que. 

skirtk    (Plaited). 
Toronto     Plaiting    Co.,    800    JTonge    SI 
Toronto,    Ont. 

Scurfs. 

Novelty  Import  Co.,  70  Hay  St.,  Toronto. 

Sliirtw     (Soli). 

Robert    C.    Wilkin*    Co,,    Farnham,    Qui'. 

Summer    Clothing;. 

Robert    C.    Wilklns    Co.,    ETamham,    Que. 

silks. 

Beldlng,    Paul,    Cortlcelli    Co.,    Montreal. 
I.  mis  Roessel  &  Co.,  Ltd.,  04  Wellington 

St.     U\,    Toronto. 
Silks  Co.,  58  Bay   St.,  Toronto,  Out. 

Hemstitched   Sheets. 

Victor   Goldberg,  87-89   Notre   Dame  W., 
Montreal,  Que. 

silk    Woven   Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 

Scout   Suits. 
Defiance   Mfg.  Co.,  College  and  Batburst 
Sis.,  Toronto. 

Shirts. 

Tooke    Bros.,    Montreal,    Que. 
Crescent    Mfg.    Co.,    Montreal,    Que. 
Deacon    Shirt   Co.,   Belleville,    Ont. 
Defiance  Mfg.  Co.,  College  and   Bathurst 
Sts.,    Toronto. 

Tablecloths. 
Victor   Goldberg,   87-89    Notre   Dame   W., 
Montreal,    Que. 

Toques. 

Reliance  Knitting  Co.,  King  &  Bathurst 

Sts.,  Toronto,  Out. 
A.  Burrlt  &  Co.,  Mitchell,  Ontario. 

T:iilors'    Trimmings. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  Tor- 
onto,  Out. 


T  u  eels. 

Greengblelde,  Limited,  Montreal,  Que. 
Tassels. 
.Moulton   Mfg.   Co.,   Montreal,  Que 
Ash  ton    <v    Pulford,    22    Back    Piccadilly, 
Mam  bester,  England. 

Trousers    (Duck). 

Defiance    Mfg.    Co.,    Toronto,    Out 
Robert  C.  Wilkins  Co.,  ETarnh'am,  Qw. 

Thread     (Silk). 

Beldlng     I'aul    Cortlcelli    Co.,    Montreal. 

Que. 
.1.   Maygrove  ..v   Co.,   Ltd.,  5%  Aldersgate 

St.,     London,     E.C. 
Thread     (Linen,    Carpet,    Machine). 

Walter    Williams    &    Co.,    Montreal,    Que. 

Underwear. 

s.   Lennard  &  Sons,  Dundas,  Ontario. 

IVnmans,  Limited,  Paris,  Ont. 

Mercury    Mills,    Limited,   Hamilton,   Ont. 

Reliance  Knitting  Co.,  King  &  Bathurst 
Sis.,    Toronto,    Ont. 

<;.    Brettle  &    Co.,   Loudon,  Eng. 

Zimmerman  Manufacturing  Co.,  Hamil- 
ton, Ont. 

Humphreys  [Jnshrimkable  Underwear, 
Limited,   Moucton,   N.B. 

C.    Turnbull    Co.,    Gait,    Out. 

Harvey    Knitting   Co..    Woodstock.   (Int. 

Kingston    Hosiery   Co..   Kingston,    Ont. 

Melntvre   Son   &    Co.,    Ltd.,    .Montreal,   Que. 

Dr.  Jaeger  Co.,  Ltd.,  243-5  Bleury  St., 
Montreal,   Que. 

F.  W.  Robinson,  Ltd..  Bathurst  and 
Wellington    Sts.,    Toronto. 

Umbrellas    and    Parasols. 

R.    D.     Fairbairn     Co.,     105    Simcoe    St., 
Toronto. 

Vacuum    Cleaners. 

Invincible  Renovator  Co.,  81  Peter  St.. 
Toronto. 

Veilings. 

Canada    Veiling    Co.,    Toronto. 

Thompson  Lace  &  Veiling  C,  59  Wel- 
lington   St.    W.,    Toronto,    Ont. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 


Velveteens. 
.1.  &  .1.  M.   Worrall,  Limited.  Manchester 

Bug. 
"1.  .nis,"  .",7  Newton  St..  Manchester,  Bug. 

\  unity     Cases. 

Waller     (J.     Bretzfield,     r.i     Leonard     St. 
New    York,    N.Y. 
Women's  Outer  &   Under  Garments. 
\v    It.  Brock  Co.,  Bay  .v   Wellington  Sts., 

Toronto,  ont. 
W.    R.    Brock    Co.,    Notre    Dame   St.    W., 
Montreal,  Que. 

Woollens    and    Trimmings. 

John  M.  Garland  Son  \  Co.,  Ottawa,  out. 

Wax     figures. 

Mat  worthy     A     Son.     Ltd.,     101     King     St. 
W.,   Toronto. 

Dale  &   Pearsall,   100   Front   St.    L\,    Tor- 
onto,   Out. 

Delfosse   &    Co.,    Montreal,    Que. 

A    s.  Richardson  Co.,  99  Ontario  St.,  Tor- 
onto,  (int. 

J.    R.    Palmenlierg's    Sons,    710   Broadway, 
New    York.    N.    ST.,    F.S  A 
V\  hitewear. 

F.    <i.    Hayward    Mfg.    Co.,    77    York    St.. 
Toronto,    Out. 

Star  WMtewear  Mfg.  Co.,  Berlin,  Out. 

Waists. 

Star  Wliitewear   Mfg.  Co.,  Berlin,  Out. 
H.    D.    Fairbairn    Co.,    105    Simcoe    St.. 

Toronto,    out. 
Ladies'     Wear.      Limited.     M     Wellington 

st.    W.,   Toronto,   Ont 

Window    Shade    Paper. 

Stauntons,    Ltd.,   931   Y'onge  St.,  Toronto. 
Wool     Underwear,    Men's. 

Tims.  Waterhouse  &  Co.,   Ingersoll,  Out. 
Schofield    Woollen   Co.,   Osbawa,   out. 

Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St.. 
Montreal,   Que. 
Woven    Labels. 

Narrow    Fabric-    Weaving    &    Dyeing    Co., 
Limited,   Gait,   Out. 
Wallpaper. 

Stauntons.     Limited.     '.i44     Yonge     Street. 

Toronto,  Ont. 
The    Watson     Foster    Co.,    Montreal,    Que. 
Colin    McArtliur    Co.,    Montreal,    Que. 


A  want  ad.  in  this  paper  will 

bring  replies  from  all 

parts  of  Canada. 


-@ 


BUSINESS  CHANCES 

DO  YOU  WANT  TO  SELL  OR  BUY  A 
business?  If  so,  write  Moore  Bros.,  Business 
Brokers,   S02   Lumsden    Bldg.,   Toronto,   Ont. 


AGENCY   WANTED 


AGENCY  WANTED  FOR  VANCOUVER  AND 
district  by  an  A.l.  man.  What  have  you  got? 
Write  "Agent",  250  Dunsmuir  Street,  Van- 
couver, B.C. 


ADV  ER  TI 


A 


Arlington  Co 44 

B 

Berlin  Suspender  Co 44 

Brock,  W.  R.  Co.,  Ltd 37 

Big  Four  Glove  Co 61 

h  C 

Craftana 55 

Canadian  Converters 

Inside  Back  Cover  Men's  Wear  Review. 

Canadian  Consolidated  Rubber  Co 

Inside  Front  Cover 

Conlin,  E.  J.  Co 16 

Calico  Printers  Assoc,  Ltd 33 

Cooper  Cap  Co Outside  Back  Cover  Men's 

Wear  Review. 

1) 

I ),.  .bong  Hook  &  Eye  Co 26 

Dominion  Ostrich  Feather  Co 20 

Deacon  Shirt  Co 61 

Dent,  AllcroftCo L6 

Dominion  Oilcloth  Co 31 

F 

Franklin  Mfg.  Co 63 

Ferguson  Collar  Co 12,  13 

Freer  Coloney  &  Co 69 

G 

Gibbs  Mfg.  Co 25 

II 
Hamilton  Carhartl  Mfr.  bid 4:i 


SING     INDEX 

Harvey  Knitting  Co 73 

J 
Jackson  Mfg.  Co 63 

K 

Kawneer  Mfg.  Co 65 

King,  J.,  &  Son 35 

L 
Lockhart  Suspender  Co 55 

M 
Moody,  R.  M 55 

N 

Nerlich  &  Co 23 

Nisbet  &  Auld Outside  Back  Cover 

P 

Penmans,  Ltd _•  •  •  •      45 

Parsons  &  Parsons  Canadian   Co Inside  Front 

Cover  Men's  Wear  Review. 

Poole,  Geo.  C.  &  Co 44 

Perrin  Freres  &  Cie 15 

Putnam,  A.  E.  Co 69 

S 

Shaw  Correspondence  School  63 

Salisbury,  E.  F.  W 25 

T 

Turnbull,  C.  Co ,;:; 

Thompson  Lace  &  Veiling  Co 11 

Taylor  Mfg.  Co ^ 

W 

Wood.  II.  1...  Co 69 

40 
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MADE    IN    CANADA 

>\ntI/rac 


Trade  %      Mark 


Registered 


"ONE     f  V      —AND 

GRADE  /     Concerning  "K^k**^"       A      THAT 

ONLY    I  I  THE  BEST" 


The  back    ^\,     ^^P^J^^    button-hole 

is  heavily     \J/?\yj       reinforced 

against      L^        breakage 

In  overcoming  the  strain  on  the  back  button-hole,  added  to  the 
long  slit  is  an  oval  reinforcement  around  the  hole  itself.  This 
totally  eliminates  the  possibility  of  breakage,  and,  along  with  the 
other  exclusive  features,  such  as  the  flexible  lip,  greatly  prolongs 
the  life  of  kantkrack  collars. 

( hder  your  stock  now — we  sell  direct  to  the  trade. 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON,  CANADA 


;-)<) 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 
\ 


On  schedule 
time 

The   seasoned   old   railroad   man   does 

everything  on  schedule.  Watch  in  hand 

he  keeps  pace   with   the   minutes    and 

hours.   He  is  the  very  impersonation  of 

precision.    He  is  the  man 

who    appreciates    the  time 

value  of 

Carhartt's 


Overalls 


— the  man  who  sizes  up  value 
in  a  cool-headed,  matter  -  of  - 
fact    way    and    places    these 
famous  overalls  in  their  pro- 
per class — the  class  that  stands  the 
strain  without  a  give.     The  railroad 
man  is  not  alone  the  friend  of  Car- 
hartt's,  for  men  in  every  branch  of 
hard  labor  appreciate  the  Carhartt 
features  —  the  double-sewed  seams, 
the  reinforced  parts  where  strain  is 
greatest,  the  self-adjusting  suspend- 
ers, the  safety  watch  pocket,  and  not 
the  least,  the  large,  roomy,  comfort- 
able cut. 


We  want  a  live  agency  in  every  town  and  offer  this  pro- 
position to  the  first  reliable  applicant. 

We  will  send  an  assorted  shipment  of  overalls,  uniforms 
and  workingmen 's  gloves  for  your  approval.  Keep  them 
for  60  days,  show  them — what  you  fail  to  sell  and  don't 
wish  to  keep,  return  at  our  expense. 

A  card  will  bring  it. 


Hamilton   Carhartt 
Manufacturer,  Ltd. 

Toronto  Vancouver 
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Selling  Point  No.  9 

Challenge  Collars 

have  appearance  of  Linen 
but  are  better 

They  represenl  in  a  deceptive  manner  the 
well-laundered,  high-grade  linen  collar.  The 
styles  are  identical,  l>ut  their  wearing  quality 
far  surpasses  any  ordinary  linen  foliar  made. 
They  have  the  free  tie  space  which  is  almost 
impossible  in  the  linen  collar,  which  you  have 
in  depend  on  the  laundryman  to  keep  elean. 
Your  patrons  will  appreciate  your  recommi  n 
elation  of  Challenge  Collars. 

Samples  sent  on  request. 


The  Arlington  Company 


of  Canada,  Limited 


58  Fraser  Avenue, 

Eastern  Agent  :  Duncan  Bell,  301  St.  James  St..  Montreal 

Ontario  Agents  ;  J.  A.  Chan  tier  &  Co.,  8-10  Wellington  E.,  Toronto 

Western  Agent:   R.J.  Quisle  y.  212  Hammond  Block,  Winnipeg 


Toronto 


"King  George* ' 
Suspenders 


Retail  Price 

I     50c. 

Give    Free 

Movement 

of 

B  od  y     and 
Shoulders 

Easily  the    best 
value  in   Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


"  Poole  s  Paragon  Pants  Please" 


bei 

of 


aiise  they  arc  true  to  name,  "Perfect  samples 
excellence"  in  style  of  cut  and  fabric,  fit  and 
workmanship. 

They  give  permanent  satisfac- 
tion to  the  wearer,  ensuring  that 
essential  of  successful  business 
REPEAT  ORDERS.  When 
our  representative  calls,  all  we 
ask  is  that  YOU 

Test  mid  try  before  you  buy 

Your  Pant  stock  for  Spring  or 

for  Sorting. 

For  we've  specialized  in  making 

Fine  PANTS  out  of  Panting. 

So,  when   to  buy  Pants  yon  are 

planning, 

If    sales    you'd    keep    increasing, 

POOLE'S    PARAGON'S    THE 
THING. 

Geo.  C.  Poole  &  Co. 

Successors  to  the 
Andrew  Darling  ('•<..  Limited 

Darling  Bldg.,  Toronto 
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^iiiiiiiiiiiiiiiiniiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiinrnnTmT; 


It  pays  to  cater  to  the  more  substantial  trade, 
such  as  the  family  provider  who  buys  for  several 
lads  the  make  of  underwear  he  has  found  to  be 
the  best. 


Cultivate 
Your  Most 
Substantial 
Trade! 

Penmans  Limited,  -  Paris,  Ont. 


Penmans  Underwear,  being  satisfactory  at 
every  point,  gets  the  preference  with  the  better 
class  of  trade.  You  reap  the 
full  benefit  when  you  are  stocked 
up  and  ready  to  fill  this  demand. 


Eillliliiiiiiiiiiiimiiiiiiiiiiimiiiiiiiiiiiiiiimiiii 
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Some   Low  Grade  Cloths  Will  Be  Wiped  Out 

Huge  Demand  For  Army  Supplies  For  France    and    Russia    as 
Well  as  England  Will   Exhaust  Wools  and  Capacity  of  Mills- 
Advance  in  Price  of  Coarser  Lines — Embargo  ou  Khaki  Serge- 
Efforts  to  Have  Canada  Excepted. 


OUITE  a  Hurry  was  created  among 
those  interested  in  men's  wear 
lines  by  the  announcement  some 
days  ago  that  an  embargo  had  been 
placed  on  all  wools  by  the  British  Gov- 
ernment. At  first  it  was  felt  that  pos- 
sibly an  exception  had  been  made  in 
favor  of  the  Colonies,  but  a  further 
cable  made  it  clear  that  all  outside  coun- 
tries were  included.  At  once  there  were 
visions  of  suitings  thai  could  not  lie 
made  in  Canada;  of  the  sweater  coats 
business  languishing  for  want  of  the 
raw  material;  of  lines  of  the  coarser 
hosiery  and  underwear  being  cut  off  en- 
tirely. For  what  could  Canada  do  with- 
out wool? 

In  spite,  however,  of  the  cabled  an- 
nouncement, there  were  strong  hopes 
that  supplies  of  wool  must  be  allowed  \<> 
reach  this  country,  if  for  no  other  rea- 
son than  that  war  materials  were  being 
manufactured  here,  not  only  for  50,000 
Canadian  troops,  but  for  a  large  section 
of  the  British  army  as  well.  The  net 
result  to  date  has  been  that  strong  rep- 
resentations have  been  made  to  the 
Government  at  Ottawa,  to  appeal  to  the 
Imperial  authorities  to  allow  wools  to 
come  over  to  this  country.  Some  feel 
that  a  condition  may  be  made  that  the 
use  of  the  wool  be  limited  to  army  eon- 
tracts,  but  this  is  generally  considered 
to  be  an  impracticable  condition.  The 
genera]  opinion  is  that,  in  a  short  time, 
Canada  will  not  find  herself  included  in 
the  embargo. 

For  French   and  Prussian  Also. 

The  pressing  demands  for  clothing  for 
the  troops,  however,  will  force  some 
changes  nol  only  in  supplies  of  cloths 
but  in  prices.  An  asent  For  a  number 
of  British  woolen  mills,  as  well  as  Cana 
diaii.  pointed  out.  in  an  inten  ie'w  with 
The  l'V'>  Lew,  i  hal  not  onlj  Bril  ish,  buf 
French  and  Russian  troops  depended  on 
Fntrlish  manufacturers  as  the  mills  in 
these   countries    wen-    not    running.    What 


wonder  then,  thai  mosi  of  the  mills 
where  the  heavier  fabrics  are  made  up 
are  running  night  and  day  on  Govern- 
meiil  orders,  and  in  many  cases  acting 
under  a  stipulation  that  precedence  must 
be  given  to  these.  Some  ore  allowed  a 
lew   looms  for  outside  orders. 

"The  present  situation  means  that 
in  many  instances  low  priced  tweeds 
will  lie  cut  off  entirely,''  said  a  manu- 
facturers' agent.  "The  mills  that  are 
handling  these  cannot  touch  anything 
but  Government  orders,  and  no  shoddy 
is  coming  from  the  Continent.  Where 
they  are  made  the  price  is  sure  to  be  ad- 
vanced. The  49  or  50  cent  tweeds  un- 
doubtedly will  go  up  to  tin  cents,  for  they 
cannot  get  enough  yarn,  while  many 
lines   will   not   be  produced   at    all. 

"Goods  up  to  three  shillings  a>  a  rule 
will  see  an  advance  of  three  pence,  while 
for  all  above  this  figure;  it  will  be  an  in- 
crease of  4d,  5d  and  even  fid.  In  addi- 
tion there  is  sure  to  be  a  delay  in  de- 
livery. 

"It  is  likely  thai  the  Spring  stuff  will 
come  out  all  right  and  with  little  increase 
in  price,  except  perhaps  in  the  cheaper 
lines.  Anything  on  order  now  1  would 
say  is  sure  of  being  delivered. 

Embargo  on  Khaki  Serge. 
"Of  course  khaki,  which  is  really  a 
serge,  is  in  the  worst  shape  of  all.  Man\ 
of  the  cheaper  sxades  are  made  in  Can- 
ada, hut  mosi  of  t ' '<•  bel ter,  used  for  oi 
Beers'  uniforms,  are  made  in  England. 
Just  n<>\\  there  i~  an  embargo  on  this 
also.  We  have  a  letter  jusl  received 
in:"  !  he  of  ber  side,  reading  as  follows, 
in  reference  t"  two  sari  pies  w e  ordered  : 

••  •  We  are  sorry  n e  -!i:ill  be  unable 
to  accept  orders  en  these  for  early  de 
livery  a-  we  are  already  booked  np 
with  (!e\  ernment  orders.  Fui  ther,  \\  e 
mighl  say  thai  khaki  serge  is  af  pres 
ent  on  the  exportation  prohibition  lisl 
and  until  this  i<  removed  it  will  he 
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impossible    for   us    to    ship    any    goods 
In  t  hese  patterns. ' 

Wipe  Out  Cheap  Serges. 

'■(heap  serges  will  he  wiped  out  en- 
tirely," added  the  importer,  "and  there 
will  lie  a  better  ehance  getting  serges  of 
the  higher  quality,  for  there  is  le<s  de- 
mand for  the  made  el'  wool  used  in 
these." 

A  manufacturer  of  ready-to-wear 
clothing  stated  that  already  advances 
had  been  made  in  England  for  the 
coarser  suitings,  and  that  an  advance  in 
these  tn  the  trade  must  go  into  effect 
shortly. 

This  would  nut  affect  suits  selling  for 
f'2'2  and  up,  as  there  was  less  demand  for 
the  finer  goods.  The  advance  in  prices 
in  England  on  the  coarser  goods  was 
about  5  per  cent. 

In  discussing  the  wool  embargo  with 
The  Review,  a  wholesale  dealer  in  wool. 
John  Ilallam.  made  the  following  state- 
ment on  the  situation  : 

"The  embargo,  if  it  holds,  will  affect 
very  materially  the  large  mills  that  do 
their  own  importing,  and  the  smaller 
mills  that  are  dependent  mi  Canadian 
dealers. 

"1  would  say.  rousrMy  that  75  per 
cent,  el'  the  wool  used  in  Canada  is  bu- 
rn rt oil.  and  a  very  laree  proportion  of 
this  comes  from  London.  Nearly  all 
Australian  and  New  Zealand  wool,  and  a 
•  -,.,1,1  portion  of  the  Smith  American 
also  is  marketed  through  London. 
More  Wool  From  U.S. 

■•since  the  U.S.  tariff  was  lowered  a 
year  ago  and  wool  put  on  the  free  list. 
the  exports  from  the  States  to  Canada 
have  increased,  and  there  will  be  some 
there  now.  However,  as  their 
domestic  production  falls  Far  short  of 
their  needs,  an  enormous  quantity  is 
imported  from  London  also,  and  this  is 
cut   '  IT  I""1 

(Continued  on  page  50.) 
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Portion    of  a   crowd    that    has   been   looking   in   one   of  the   windows    at    a    demonstration    by    a    young    woman    of    tht 

making  up  of  overalls. 

Winnipeg  Stunts  That  Brought  Business 

Women  Made  Overalls  in  Window  of  Men's  Store  During  Trade- 
in-Canada  Week — Baseball  Souvenir,  in  Series  of  a  Dozen,  Meant 
Twelve  Trips  to  Store — A  Theatre  Program. 

By   a   Staff  Correspondent 


WHEN  it  comes  to  advertising,  the 
firm  of  McNeil,  McLean  &  Oar- 
land,  Winnipeg,  is  irresistible 
and  in  some  ways  seems  nnapproached. 
They  get  the  business  every  time.  Their 
little  stunts  for  drawing  attention  are 
unending.  Like  a  Maxim  gun's  shorts, 
they  come  one  after  another,  and  each 
hits  the  market.  Altogether  they  bring 
down  a  lot  of  business. 

Some  time  ago  The  Review  illustrated 
one  or  two  methods  used  by  this  concern, 
and  thought  they  had  been  exhausted, 
but  here  are  several  new  ones. 

The  Manitoba  metropolis  had  what 
they  called  a  made-in-Winnipeg  week. 
Prizes  were  offered  to  the  stores  making 
the  most  attractve  display  of  Winnipeg- 
goods.  The  opportunity  was  a  good  one 
for  McNeil  &  Garland.  They  carry  lines 
of  overalls  and  working  shirts,  made  ia 
Winnipeg,  and  the  manufacturer  being 
approached,  it  was  found  feasible  to  put 
a  woman  and  a  sewing  machine  into  one 
of  the  Main  street  windows.  And  there 
she  made  overalls  all   that   week. 

In  another  window  was  a  good  speci- 
men of  manhood  demonstrating'  how  to 
wear  Winnipeg  overalls.  It  tickled  the 
fancy  of  everybody,  especially  that  over- 
alls should  be  made  in  Winnipeg.  Win- 
nipeggers  don't  know  how  much  they 
do  make  in  that  city. 

The   accompanying   picture   shows   one 


of  the  attentive   crowds  that   stopped   to 
watch    this   sewing  machine,   this   woman 


t*. 


JACK.  BARRY 

John  T  Bdir,  ,,-.,.  another  college  playe.  to  mate  good  on 

■  big  league  Mm.     Hr  »a.bom  in  MmJen.  Conn  .  Aon]  ?f>lh. 

1687,  and  enlcnd  Holy  Oo«  College  at  WoreeSW.  Mass. 

Mm*  in   1908  ami  hi  work  at  snort  stop  in  tonnection  \,ith 


BASEBALL  SOUVENIR  SERIES. 
This  was  one  of  a  series  of  cards  presented 
by  tins  firm  during  the  past  season.  On  the 
back  was  a  cut  of  the  store,  called  "The  Busy 
Corner— Head-to-Toe  Outfitters."  The  terms 
of  presentation  are  explained  in  the  story. 
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and  this  man.  Of  course,  the  rest  of  the 
windows  were  trimmed  with  other  Win- 
:  ipeg  makes.  Twenty-five  different 
cards  were  run  off  for  the  demonstrator 
to  show  the  good  points  of  the  overalls. 
If  they  had  double  knees,  he  bad  to  point 
to  them,  and  then  to  the  card. 

Sold  150  Extra  That  Week. 

The  lost  of  course  was  in  the  amount 
of  actual  business  done.  They  sold  150 
extra  overalls  that  week,  and  won  the 
-ret  nd  prize  into  the  bargain. 

This  was  such  a  success,  it  is  the  in- 
tention of  the  firm  to  have  another  de- 
monstration at  a  future  date.  People 
have  been  comine  in  for  "those  overalls 
shown  in  the  window."  ever  since. 

Another  advertising  scheme  that  was 
successful  was  the  distribution  of  base- 
ball pictures.  These  were  colored,  and 
handsome — something  people  would  go 
into  the  store  and  ask  for.  There  was  a 
series  of  twelve,  and  the  firm's  condi- 
tions  were  that  only  one  of  the  series 
was  to  be  given  away  each  week.  Men 
who  registered  the  first  Saturday  had 
pictures  saved  for  them  the  next  week. 
The  number  of  people  brought  into  the 
store  by  this  method  was  astounding. 

The    firm   also   gives   away   neat   base- 
ball   schedules  of  the   Northern   League, 
each  being  framed  suitable  for  carrying 
(Continued  on  page  51.) 
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GLASS    DISPLAY   CASE 
RUNNING    ENTIRE  WICn-h 
OF     STORE 


UNIFORM    CARTONS 
FOR   MOLDING  GOODS 


GLASS  CABINETS 

FOR  STRAW    & 

FELT      MATS 


ATTRACTIVE     TRIM 
ON    ENTERING    STORE 


View    of  left   side   of  Ouiberg  &   Cj.'s   store,   taken   from   the  entrance. 


Niagara  Falls  Store  That  Drew  Buffalo's  Envy 

Unique  Methods  of  Display  in  Amber^'s  Men's  Store  —  Raised 
Show  Case  Full  Width  of  Stoic  at  Rear  -  •  Boy's  Department 
Behind — Keeping  a  Detailed  Record  of  Clothing  Customers. 

Seasonable  observations  by  a  Canadian  fashion  expert. 


THE  series  of  illustrations  of  Am- 
berg's  men's  wear  store  in 
Niagara  Falls,  N.Y..  almost  tells 
the  story  itself.  The  equipmenl  and  lay- 
out are  so  attractive  and  practical  that 
most  of  the  features  have  been  adopted 
in  more  than  one  other  large  store  in 
New  York  State. 

Triangular  Show  Case  at  Entrance. 

Glance  lirst  at  the  diagram  of  the 
store  and  some  conception  of  the  skill  in 
utilizing  e\er\  chance  for  the  display  of 
goods  will  be  secured.  There  is  a  tri- 
angular figure  in  the  centre  of  the  en- 
trance: thai  is.  a  big  show  case,  larger 
indeed  than  is  indicated  in  the  drawing; 
looked  after  carefully  and  kept  trimmed 
with  goods  that  cause  hundreds  to  stop 
and  -i  M(l\  i  bem  *-\  erj  daj .  Yet  enough 
room  is  lefl  on  either  side  so  as  not  to 
obsi  ire  the  double  windows,  each  with 
LJ  3  special  message  to  men  :  be  it  cloth 
mi    .      ie   .    3hirts,    J 1  <  •  \  es,   bat  S,    underwear. 

am    50  forth. 


Furnishings  in  Central  Department. 

On  entering,  the  store  looks  different 
from  most  men's  wear  quarters.  It  is 
wider,  and  this  width  is  utilized  for  a 
double  aisle  and  a  centre  that  is  one  of 
the  features  of  the  whole  lay-out  :  the 
department  of  ties,  collars,  shirts,  under- 
wear, etc.,  grouped  around  a  row  of  pil- 
lars and  stretching  in  a  double  row  of 
show  cases  to  near  the  rear.  Facing 
these  on  the  left  is  another  row  of  these 
display  cases,  and  all  the  brighter  that 
the  beveled  glass  has  no  wooden  side  or 
top  prices.  This  centre  arrangement 
doubles,  the  frontage  usuallj  given  to 
men's  furnishings  and  is  a  most  impres 
sive  and  systematic  showing.  These  are 
all  lighted  with  electricity  on  dull  days, 

and   trimmed   regularly.     On   the  left    side 
near    the     front,    beyond     the    shoes,    are 

glass  cabinets    for   hats,   which    make   a 
fine  showing.     On   the  right   side  are  a 

series    of    unilonn    cabinets     for    holding 

clothing.      Two    row s    of    semi-indirei  I 
lights  pro\  ide  a  brighl  light. 
IS 


One  scheme  that  The  Review  has  not 
seen  duplicated  is  a  substitute  for  the 
ordinary  railing  across  the  back  of  the 
store  along  the  edge  of  the  office.  A 
show  case,  brightly  lighted,  running  the 
whole  width,  and  clearly  visible  from  the 
front    of  the   store. 

Glass,  glass,  and  more  glass! 

This  line  of  displays  can  be  used  for 
special  goods,  and  has  been  found  a 
sure  seller  of  stocks  shown  inside. 

Secluded  Section  for  Boys. 
Just  behind  tin-  is  the  boys'  depart- 
ment, also  running  almost  the  width  of 
the  premises.  It  is  to  a  certain  extent 
secluded,  and  mothers  go  in  there  away 
from  the  men's  sections,  to  buy  clothing 
and  other  lines  tor  their  hoys.  . 

Using  Ledges  for  Displays. 

But   the  display    of  goods  does  nil' 
with    the    means    already    noted.  The 

ledges  a1  both  sides,  from  front  to  rear, 
and  the  .-.'litre  ones  around  the  pillars, 
are  called  in  to  do  their  share.     Trunks. 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


View  of  riglit  half  of  store,  looking  towards  the  rear. 


valises,  and  suit  cases  get  a  good  chance 
on  the  high  position,  and  even  shirts  are 
sometimes  shown.  On  the  right  side  the 
ledges  are  kept  for  clothing,  such  as  is 
contained  in  the  cabinets  below.  Where 
there  are  special  sales  these  ledge  trims 
are  divided  off  and  big  price  tickets 
used,  corresponding  to  the  figures  in  the 
advertisements.  Sometimes  various  ac- 
cessories are  used  to  complete  the  cloth- 
ing units. 

Putting  on  Evening  Dress. 
Following   the   diagram    on   the   right 


side  may  be  noticed  two  dressing  rooms, 
between  the  cabinets.  These  are  used 
for  trying  on  new  suits,  and  particularly 
for  allowing  a  customer  to  change  from 
business  to  evening  wear  without  the 
trouble  of  going  home.  This  privilege 
the  firm  have  reason  to  know  is  much 
appreciated. 

Under  the  able  management  of  Mr. 
Hauser,  the  clerks  have  developed  a  con- 
siderable facility  in  securing  data  for  a 
most  useful  mailing  list.  A  copy  of  the 
card  that  is  filled  in  bv  the  clerk  is  re- 


produced here,  and  contains  detailed  in- 
formation about  the  customer  that  comes 
in  useful  later.  These  lists  are  used,  for 
instance,  when  special  sales  are  on,  or 
when  the  firm  have  special  sizes  at  re- 
duced prices  that  their  records  show  will 
fit  these  particular  customers.  The  in- 
formation applies  especially  to  clothing- 
customers,  but  is  often  noted  after  sales 
in  other  lines.  A  dozen  expedients  are 
used  for  ascertaining  the  name  when 
ooods  are  not  sent  out  by  the  store. 
(Continued  on  next  page.) 


Ground    plan    of  Ambers'*   store,    handsomely   fitted   out,   and   of  unusual  plan.     Note  men's  furnishings  in  center  surrounded  by  attractive 
show   cases,   all   electric   lighted;    triangular   show   case   at   entrance,    and    boys'    department    across    rear   end. 
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PARTICULARS  KEPT  OF  CUSTOMERS  AND  SALES 


ProipfCV 


Full 
Dreti 


Name 


Strut 


Town 


Business 


Address 


Line 


Age 


Position 


Boys 


Special  Remarks 


Special  Clerk* 


Purchases 


This  form  is  filled  out  wherever  possible 
i>.v  tin'  clerks,  and  has  proved  to  be  a  valuable 
record  for  future  canvassing.  It  is  ;i  very 
complete  index,  showing  what  was  bought, 
something  of  :i  man's  measure,  his  business, 
etc.  If  he  has  hoys  these  are  likely  to  be- 
come   customers    if    approached    by    circulars. 


etc.  Special  announcements  are  sent  out  to 
all  on  this  mailing  list  by  the  firm,  often  it 
takes    two   or   three   visits   to   the   store    before 

the  Information   is  secured,  but   the  r >rd  on 

this  card  is  being  added  to  continually.  As 
a  nucleus  for  a  classified  mailing  list  it  is 
very   serviceable. 


WALT  MASON  ON  TRADE  PAPERS. 

I  asked  Jim  Quackenbush  a  question 
—printing  things  are  sure  his  line: 
"Say,  don'l  you  have  the  indigestion? 
Yoit   read   trade  papers  all  the  time." 

Old  Jim  laid  down  his  monthly  paper, 
and  wound  his  whiskers  round  his  neck, 
and  said:  "It  is  the  proper  caper  to 
read  up  on  your  trade,  by  heck.  The 
lawyer,  if  he'd  make  a  killing,  must  read 
his  law-books,  day  by  day:  the  clergy- 
man, however  willing,  without  research 
can't  make  it  pay:  the  doctor,  if  he'd  be 
a  winner,  must  read  the  hooks  by  ex- 
perts made;  and  so  it  is  with  wheel 
Wright,  tinner,  and  every  man  who  has 
a  trade.  If  this  is  true  of  lawyer,  heal- 
er, that  eaeh  must  cultivate  his  mind, 
it's  just  its  true  of  every  dealer — none 
can   afford  to  go  it   blind. 

"This  journal  here,  in  every  number, 
contains  some  fact,  or  bint,  or  phrase,  to 
guide  the  man  who  deals  in  lumber,  and 
help  him  forty-seven  ways.  And  so  it  is 
with  Griggs,  the  printer',  he  takes  trade 
papers  three  or  four:  they  bring  his 
world  of  commerce  closer,  and  help  his 
business  all  the  more.  Now  there's  the 
other  fellow.  Harkness ;  lor  printed 
stuff  he  spends  no  dime?;  he  gropes 
along  in  doubt  and  darkness,  a  hundred 
years  behind   the  times. 

"Oh.  these  be  limes  of  stress  and 
hustle,  and  giants  wrestle  for  the  tin. 
and  man.  so  help  me  Lillian  Russell. 
must  know  his  business,  if  he'd  win. 
That's  why  I  lake  this  useful  paper,  and 
through  its  helpful  columns  wade;  ami 
every  printer,  butcher,  draper,  should 
lake    I  he   one    1 1 1 ; 1 1    tils    his    I  fade,         N"\\  . 

tun  along  and  leave  me.  sonny;  I  have 
to  earn  m\  dailj  bread ;  ami  while  I  'm 
taking  in  the  monej  you  might  sit  down 
and   sonk    your  head." 


CLOTHING  OR  DRY  GOODS 

There  has  been  an  evolution  in  the 
business  at  Fowkes  Brothers,  Osbawa, 
Out.  This  store,  which  for  many  years 
carried  dry  »oods  has  changed  oxer  to 
men's  wear.  Mr.  Fowke  bluntly  states 
that  his  reason  is  that  he  can  sell  a  suit 
of  clothes  to  a  man  in  the  same  time 
that  he  could  sidl  a  pair  of  stockings  to 
a  woman.  In  the  one  case  he  makes 
three  or  four  dollars;  in  the  other  the 
profit  would  be  about  I  en  cents. 
— ® 

KEEPING    TRACK    OF    STOCKS. 

In  connection  with  the  men's  wear  de- 
partment of  the  store  of  Field  &  Bros., 
Cobourg,  Out.,  there  is  a  single  method 
employed  by  the  head  salesman  for 
keeping  track-  of  such  lines  as  suits, 
trousers,    overalls,    shirts,    sweaters,    etc. 


AMBERG  &  GO. 


NV       2802 


TUite. 
Name. 


CALL   OR    DELIVERY 
Finish 


Address 


Coat 


Pants 


I  >st 


.tint  Dae 
Salesman 


BRING    THIS    COUPON    WITH    YOU 

ALTERATION  COUPON     N?        2S02. 
AMBERC     &    CO. 

NIACARA  FALLS,   N. Y. 
J  terns 

Wlien promised         .Im't  Hue 
Alteration  slip, 
oil 


A  hook  rec  >rd  is  kept  of  the  numbers  in 
stock,  size  and  price,  'this  book  is  re- 
vised from  tine  to  tine,  and  on  short 
notice  n  report  can  be  made  of  the  posi- 
tion of  ti'  se  lines  which  are  rapid  sel- 
lera  and  with  which  the  buyer  wants  to 
ly  in  touch. 

•',*■ 

GLOVES  600  MILES  BY  MOTOR. 

The  glove  manufacture]  -  seem  to 

b<  en  particularly  enterprising,  or  at  any 

late,  fortunate,  in  getting  through  their 
shipmi  nts  in  -pile  of  the  war.  In  a  Sep- 
tember issue  of  The  Review  we  recorded 
i  he  steamer  Ida  havinr_r  run  t  le  gauntlet 
ami  reached  Canada  with  a  consignment 
of  gloves  tor  an  English  firm  with  a 
Canadian  establishment.  The  steamer 
Hesperian  brought  into  the  port  of 
Montreal  recently  a  shipment  o!  -loves 
for  the  Canadian  branch  of  a  French 
firm,  that  had  been  sent  600  miles  by 
motor  transports  to  the  port  ot  Havre. 
the  railway  being  entirely  occupied  with 
the  transfer  of  troops. 

@ 

VALUABLE  DOCUMENT  IN  WASTE 
PAPER. 

After  lying  for  years  on  an  open 
desk  with  a  lot  of  worthless  scrap  paper, 
a  discolored  sheet  of  fo  ilscap  fluttered 
to  the  floor  of  the  office  of  J.  Meyer  k 
Co..  knit  iroods  manufacturers,  Chicago, 
and  settled  a  threatened  suit  over  an 
estate  valued  at  $125,000.  The  document 
was  a  will  written  in  long  band  twenty- 
five  years  ago  by  Jacob  Meyer,  who  died 
August  27th,  apparently  without  dispos- 
ing  of  his  estate. 

@ 

SOME    LOW-GKADE    CLOTHS    WILL 

BE  WIPED  OUT. 

(Continued    from   page  46.) 

"The  mills  in  Canada,  that  will  be  af- 
fected  l  \  the  embargo  chiefly  are  those 
making  tweeds,  worsteds  (more  or  less). 
blankets,  sweaters,  and  the  coarser 
grades  of  underwear. 

"In  the  small  and  " u>»l i um  mills  the 
s'ipph  of  wool  i-  based  on  a  .SO  or  60- 
daj  production,  and  lately  has  been 
(loser  than  that.  The  larger  mills  usu- 
ally are  provided  for  four  to  sis  montlis 
in  advance,  though  this  depends  on  the 
market   conditions. 

"Wool  to-dav  l-  tive  to  ten  per  cent. 
higher  than  it  was  one  month  ago.  The 
medium  to  coarse  has  felt  the  advance, 
the  finer  grades  showing  a  much  small- 
er per  cent,   increase. 

Domestic  Wool  Up  Also. 

"Domestic  wool  is  used  or  socks  and 
all  but    the  liner  grades  '     iter  coats. 

Tl  i-  is  up  also,  ot  course;  what  sold  for 
•_' 1  cent-  last  year  i-  30  to  32  cents  now. 
Even  if  wools,  of  course,  are  allowed 
to  le  pxported  to  Canada  the  price  will 
In  much  hisrher.  A  prominent  Canadian 
ha-  receiv  ed  a  CI  bb  that  no  quo- 
tations can  he  given  ot:  w ool  at  present, 


Isolating  Men's  Wear  from  Dry  Goods— 30%  Gain 

Trenton  Firm  Found  That  Receipts  of  General  Establishment 
Did  Not  Fall  Off  and  Now  Business  in  Men's  Store  Represents 
One-Third  of  the  Whole  Turnover. 

By   a   Staff  Correspondent  After   Visit   to   Trenton 


MEN  do  not  like  to  buy  their 
clothes  or  their  furnishings  in 
a  dry  goods  store  "mixed  up'' 
with  regular  women's  departments. 
There  are  so  many  ways  in  which  this 
can  be  shown  that  the  truth  of  the  state- 
ment is  obvious.  The  number  of  success- 
ful establishments  which  specialize  in 
men's  wear  is  proof  of  this.  The  experi- 
ence of  dry  goods  merchants  who  have 
isolated  their  men 's  wear  department  is 
another  proof. 

The  dry  goods  merchant  who  may  be 
considering  the  advisability  of  catering 
specially  to  men  in  a  special  department 
should  profit  by  the  experience  of  J. 
Sutcliffe  &  Sons  in  their  new  store  at 
Trenton,  Ont. 

Opening  just  a  year  ago  in  Trenton, 
business  developed  very  rapidly  and  in 
order  to  give  the  extra  accommodation 
required  it  was  decided  to  move  the 
men's  department  to  an  adjoining  store, 
which  was  also  controlled  by  the  com- 
pany. These  new  premises  were  entire- 
ly separated  from  the  main  store,  in 
fact  there  is  a  lane  running  between 
them. 

Result — The  business  of  the  dry  goods 
store  showed  no  falling  off  in  receipts. 
From  the  day  the  men's  store  was  open- 
ed the  records  of  the  establishment  in- 
dicated that  the  receipts  here  were  an 
entire  gain,  and  to-day  about  one-third 
of  the  business  of  the  whole  concern  is 
being  done  in  this  men's  store. 

Give  the   Men  a   Store 

J.  A.  Sutcliffe,  the  head  of  the  Sut- 
cliffe store  in  Trenton,  is  firmly  of  the 
opinion  that  men  desire  to  shop  in  a 
store  of  their  own;  they  show  a  reluc- 
tance to  enter  a  dry  goods  emporium 
if  they  can  find  a  convenient  place 
where  they  can  make  their  purchases  in 
surroundings  more  appealing  to  the  male 
spirit. 

In  a  circular  addressed  to  the  patrons 
of  the  store,  it  was  stated  with  regard 
to  the  new  men's  wear  department: 
"Opened  to  give  men's  goods  the  de- 
serving place  our  men's  stocks  deserve; 
a  men's  store  for  men's  goods  separate, 
but  sharing  in  the  affiliations  and 
strength  of  our  general  business." 

Watching  for  Prospects. 

Entering  the  men's  department  of 
Sutcliffe 's  is  to  be  surprised  by  the 
sound  of  the  tick  of  a  telegraph  instru- 


ment. This  requires  an  explanation. 
The  store  is  a  large  one,  and  for  the  time 
being  at  least,  the  office  of  the  C.P.R. 
telegraph  and  the  ticket  office  of  the  C. 
P.R.  have  been  installed  here.  This 
course  might  not  be  generally  advisable 
and  could  not  be  recommended  ->s  a  rule, 
but  Mr.  Sutcliffe  says  that  it  works  out 
all  right  in  this  case. 

In  the  first  place  he  saves  about  half 
his  rent  expenses,  he  figures.  In  the 
second,  all  the  employees  of  the  C.P.R. 
at  this  point  have  to  come  to  the  store 
for  their  pay  checks  and  a  special  effort 
is  made  to  secure  this  business — with 
success,  too.  A  specialty  is  made  of  ov- 
eralls and  other  lines  which  railroad 
men  are  interested  in. 

Again,   there   is   the   feature   that    the 


THE       WORLD'S       GREATEST 
BALL  PLAYERS. 

One  of  each  of  this  series  of 
pictures  will  be  distributed  free 
every  Saturday  from  May  2  to 
July  18  inclusive.  The  names  of 
players  and  dates  of  distribution 
are  given  below: — 

Saturday 
Christy    Matheson    .  . .  May  2nd 

Chief    Bender     May    9th 

Eddie   Collins    May   16th 

Jack    Barry .  May  23rd 

Frank    Baker    May  30th 

Wallie    Schang    June  6th 

John  Mclnnes June  13th 

Walter   Johnson    June    20th 

Joe    Jackson    June    27th 

Ty   Cobb    July  4th 

Tris    Speaker    July    11th 

Jimmy    Archer    July    18th 

If  you  wish  the  complete  series 
call  and  leave  your  name,  and  we 
will  save  you  one  on  each  Satur- 
day. None  mailed  and  none  given 
to    boys   under   fifteen. 

There  is  no  advertising  on  the 
front   of  these   pictures. 

McNeil,  Mclean  &  garland, 

Commonwealth    Block,    City    Hall 
Square. 

Winnipeg,   Man. 


ticket  counter  brings  a  lot  of  people  in- 
to the  store  who  would  not  come  in 
otherwise,  and  "at  least  two  overcoat 
sales  last  week  were  made  as  the  result," 
states  Mr.   Sutcliffe. 

Then  the  railroad  office  occupies  little 
space,  and  there  is  nothing  about  it 
which  interferes  with  the  men's  wear 
business. 


WINNIPEG  STUNTS  THAT  BROUGHT 
BUSINESS. 

(Continued  from  page  47.) 

in  the  pocket.  These  are  taken  on  to 
the  field  and  distributed  to  the  crowds  in 
thousands. 

This  firm  prints  programs  for  one  of 
the  big  Winnipeg  vaudeville  houses  — 
"pantages" — one  of  which  is  put  in 
every  parcel  leaving  the  store.  The 
theatre  returns  the  compliment  by  using 
these  programs  in  the  gallery.  The  only 
cost  of  this  publicity  is  the  cost  of 
printing. 

This  firm  will  shortly  open  a  high  class 
men's  clothing  store  on  Portage  avenue 
near  Smith   street. 


KICKED      STONE      THROUGH 
WINDOW. 

One  id'  the  plate  glass  windows  in  the 
front  (it  the  store  of  Messrs.  Field  & 
Bro.,  at  Cobourg,  Out.,  was  recently 
broken  in  a  very  peculiar  manner.  A 
horse  was  being  driven  down  the  streel 
nnd  was  evidently  handling  its  feet  in 
a  careless  manner  for  it  kicked  a  stone 
off  the  middle  of  the  roadway  across  the 
sidewalk  and  into  the  middle  of  one  of 
the  big  lights  in  the  ulass  front.  Insur- 
ance companies  might  consider  the  ad- 
visability of  opening  a  school  of  instruc- 
tion for  horses  as  to  handling  their  feet 
while  on  business  streets. 


RED  LIGHT  FOR  TRIMS. 
In  the  Yonge  street  store  of  the  Semi- 
Ready  Co..  Toronto,  is  a  display  cabinet 
in  which  trims  are  shown  under  a  shad- 
ed red  light.  The  effect  is  a  pleasing  one 
and  takes  off  the  bareness  and  glare  of 
the  usual  white  electric  lamp.  Of  course 
there  is  taste  required  in  the  selection 
of  the  colors  to  be  shown  under  the  red 
light.  The  lamp  used  is  an  ordinary 
colored  one  such  as  used  for  signs  or 
decorative  purposes. 
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Do  Too  Many  Models  Spoil  Hat  Business? 

So  Many  Styles  Thai  the  Fashion  of  Last  Season  Docs  Not  Look- 
out of  Date  -Stiff  Hats  Not  in  Demand,  and  Are  Not  Favored 
For  Spring,  Either — More  Conservative  Shapes  in  Rough  Ma- 
terials for  1915  Straws. 


THE  FEMININE  problem  of  the  selection  of  the  new 
Spring  bat  can  be  understood  to  some  extent  by 
the  male  who  endeavors  this  season  to  select  his 
fall  chapeau.  There  is  offered  for  his  selection  almost 
everything  that  his  imagination  could  cover  in  shape  and 
color — and  several  others  which  would  better  be  credited 
to  a  nightmare  than  an  ordinary  healthy  imagination. 

Although  there  has  been  developed  some  favoritism 
for  certain  colors  and  color  combinations — principally 
combinations-  there  is  a!  the  same  time  such  a  big  range 
that  almost  anything  goes.  In  fact  there  are  complaints 
in  the  trade  that  the  range  is  so  extensive  that  there  are 
many  men  who  are  brushing  up  the  hat  of  last  season  and 
putting  it  through  for  another  heat — and  the  point  is  that 
no  one  can  tell  the  difference. 

Must  Keep  Open  for  Last  Minute. 

It  looks  as  though  there  would  have  to  be  some  changes 
made  in  the  soft  hat  business  if  the  fashion  is  to  continue. 
Not  only  are  there  so  many  novelties  now  that  there  is 
nothing  distinct  to  a  season,  and  people  need  hardly  make 
a  change,  but  the  competition  between  the  manufacturers 
is  so  keen  that  retailers  are  not  able  to  put  any  faith  in 
the  future  market,  with  the  result  that  they  have  to  leave 
themselves  open  for  last  minute  supplies  and  orders 
which  would  have  been  placed  months  ahead  are  now  held 
down  to  so  many  weeks. 

Two-color  effects  are  having  a  good  sale  and  there 
appears  to  be  a  call  more  for  the  blues  and  the  grays  than 
other  shades — -with  the  greens  getting  weak  and  the 
browns  coming  into  the  range  to  a  limited  degree.  But 
there  are  so  many  shades  which  are  permissible  and  evi- 
dently correct,  so  many  shapes,  so  many  different  bands 
and  knots  that  almost  anything  goes.  Blue  and  pearl  have 
had  8  good  run  as  a  combination  but  this  is  too  loud  to 
last  for  any  length  of  time,  and  the  blue  and  slate  appears 
to  be  a  belter  effect. 

Yet  Stiff  Hat  is  Not  Gaining. 

And  yet  there  can  be  little  doubt  but  that  the  Spring 
of  L915  is  going  to  see  another  soft  hat  season.  There 
are  few  contrary  opinions  in  the  trade.  There  had  been 
predictions  that  this  Fall  would  see  more  of  the  stiff  hats 
but  the  increase  has  been  no  more  than  the  natural  devel- 
opment of  the  Fall  season ;  there  is  nothing  to  indicate 
that  the  stiff  hat  is  gaining  popularity  at  the  moment — 
but  what  may  be  the  result  if  the  freaks  continue  in  the 
soft  models  would  be  impossible  to  foretell.  The  bell 
shaped  in  the  stiff  has  gone  out  as  it  was  almost  certain 
to  do  after  a  very  short  run,  and  the  taper  crown  has 
more  to  recommend  it  from  the  standpoint   of  appearance. 

There  are  evidences  that  the  stiff  hat  manufacturers 
are  making  an  attempt  to  get  in  on  the  soft  hat  trade. 
This  is  to  be  seen  in  the  introduction  of  two-color  effects 
after  the  fashion  of  the  Milt  hats.  A  combination  of  black 
with  gray  binding  is  seen  and  an  extreme  model  is  a  dark 
blue  and  pearl  combination  winch  is  anything  but  a  thing 
of  beauty. 

English  Makers  Slow? 

There  is  a  complain!  in  some  branches  of  the  trade  of 
the  reluctance  with  which  the  British  manufacturers  Pol 


low  the  changing  styles  with  the  result  that  it  is  difficult 
to  handle  the  British  felts  in  Canada.  The  manufacturers 
over   there   are   turning  out    high-class   material   but   the 

styles   are   too    conservative   to   meet    the   demand    here. 
Models  can  be  duplicated  when  they  are  sent  over  but  the 
changing  conditions  are  such  in  the  hat  trade  at  the  | 
en t   tune  that  it   is  not  a  business  proposition  to  do  30  and 
get  a  share  of  the  demand  before  something  new  is  11 
on  the  public. 

A  Two-Color  Binding. 

In  some  of  the  Spring  models  which  have  been  shown 
to  the  trade  there  is  still  a  higher  crown  than  the  high 
crown  of  fall,  a  new  idea  being  the  elimination  of  the 
telescope  effect,  there  being  just  a  slight  dint  in  an  other- 
wise flat  top. 

A  novelty  which  has  been  shown  is  a  hat  with  an  em- 
phatically rolled  brim  and  with  a  two-color  binding. 
There  is  a  broad  binding  of  about  half  an  inch  round  the 
brim  of  a  color  matching  the  body  material  and  this  is 
edged  again  with  a  contrasting  color. 

Fedora  Crowns  More  Popular. 

It  is  predicted  that  the  Spring  will  see  a  return  to  more 
of  the  solid  colors  although  the  contrasts  will  continue  un- 
doubtedly strong.  There  is  also  an  indication  that  the 
telescope  and  other  forms  of  round  crowns  will  be  changed 
for  the  dented  fedora  shape  which  is  merely  a  different 
method  of  shaping  the  same  crown.  The  fedora  crown  is 
the  strong  feature  of  the  hats  which  are  now  being  shown 
on  the  continent. 

Ridiculing  Hat  Fashions. 

The  extremities  to  which  the  hat  designs  have  been 
carried  in  the  past  couple  of  seasons  and  more  particularly 
in  the  present  is  leading  to  a  certain  amount  of  ridicule. 
The  Washington  Times  remarks:  "The  straw  hat  of  this 
year  has  been  an  artistic  failure,  sometimes  in  color,  fre- 
quently in  altitude,  always  in  shape.  Of  course,  once  on 
the  market  it  had  to  be  worn.  There  was  no  way  of  send- 
ing the  crop  abroad  to  lie  eaten  by  the  horses  of  the 
I  lossacks  or  the  Lilians— which  would  have  been  the  proper 
late  for  mo>t  of  the  patterns.  Now  comes  the  felt  hat  of 
1914-15  with  all  the  possibilities  for  shapes  and  names 
afforded  by  the  war  idea.  We  shall  have  the  Kitchener, 
the  Kaiser,  the  Pau,  the  Grand  Duke,  the  Liege  (badly 
dented)  the  Volga,  the  Lemberg.  The  colors  will  emulate 
the  autumn  foliage  of  all  Europe,  with  dashes  of  London 
purple,  Parisian  blue.  Paris  green  and  magenta.  The 
derby  hat  is  a  sad  thing,  bard  to  the  head  and  a  mark  for 
wind  and  dust.  But  if  the  makers  do  not  become  more 
safe,  sane  and  conservative  in  their  future  products  it  may 
be  necessary  to  go  back  to  the  stiff  and  gloomy  derby. 
Nobody  looks  happy  in  it.  but  few  look  ridiculous.'' 

Saner  Straw  Shapes. 
Although  there  are  some  freaks  shown  in  the  straw  hat 
shapes  for  1915  the  general  tendency  is  for  saner  shapes 
than  prevailed  during  the  season  which  has  just  closed 
There  will  be  some  high  crowns  but  not  many  and  the 
popular  hai  promises  to  be  something  conservative  both  in 
erowi  and  brim.  Materials  will  usually  be  in  the  rough 
lather  than  the  smooth  effect  and  there  will  be  few  split 
straws  worn:  for  the  extremists  there  will  be  hats  which 
will  resemble  woven  rope  rather  than  straw. 
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Odd  Twists  and  Fancies  in  Men's  Fashions 


A  NEW  YORK  shirt  manufacturing  concern  reports 
that  there  is  a  big  demand  this  Fall  for  flannel  as  a 

material  for  fancy  waistcoats. 

*  *        * 

TIES  OF  KHAKI  of  different  shades  in  plain  tones 
are  being  made  for  the  trade  in  England,  and  samples 

have  been  received  by  Canadian  baberdashers. 

*  *        * 

SOMETHING  NEW  IN  SUMMER  shirts  brought 
out  by  a  St.  Louis  company  is  a  detached  and  adjust- 
able sleeve  constructed  with  a  tab  by  which  the  length 
of  the  sleeves  can  be  regulated  to  suit  each  man's 

needs. 

*         *         * 

A  NEW  COMBINATION  IN  SUMMER  UNDER- 
WEAR has  no  opening  at  the  crotch  lint  has  a  split 
in  the  leg  down  the  outside  extending  from  the  waist 
to  the  bottom  of  the  garment. 

*  sfc  4: 

A  "HIGH  SHOE  DAY"  is  advocated  by  some  of  the 
Chicago  newspapers,  a  fixed  date  when  the  low  shoes 
will  be  discarded  in  the  same  manner  as  the  straw 

hat  has  been  outlawed  after  a  certain  time. 

*  *        * 

ONE  OF  THE  BIG  STORES  IN  CLEVELAND 
tried  the  experiment  this  season  of  having  their  new 
men's  suits  exhibited  on  living  models  at  the  same 
time  as  the  new  gowns  and  cloaks  were  being  shown 
for  the  lady  patrons. 

WASH  TIES  WILL  be  strong  in  the  trade  next 
Slimmer  in  the  opinion  of  a  prominent  neckwear 
buyer  in  Chicago  on  account  of  the  dyestuffs  situa- 
tion, which,  if  unrelieved,  promises  to  interfere  with 

the  production  of  colored  silks. 

*  *        * 

THE  BUYER  OF  A  Philadelphia  department  store 
reports  that  there  is  already  a  change  of  sentiment  in 
regard  to  the  two-colored  hats  for  men.  Soft  felt  is  in 
demand  and  few  cloth  hats  are  being  sold;  some 
velours  have  been  disposed  of  to  women. 

*■  *  * 

CUSTOM-MADE  COLLARS  are  now  being  turned 
out  to  the  order  of  the  patrons  of  some  of  the  high- 
class  furnishing  stores.  These  are  made  of  the  same 
material  of  the  skirt  and  in  endless  variety  of  pattern 
and  color,  with  Madras  effects  becoming  popular. 
The  colored  color  influence  comes  direct  from  Eng- 
land. 

*  #        * 

THE  "EMERY  NORFOLK"  shirt  is  the  latest 
model  which  has  been  brought  out  by  the  big  Phila- 
delphia firm.  It  is,  as  the  name  implies,  after  the 
Norfolk  jacket,  with  box  pleats  front  and  back,  in- 
visible pocket  at  the  pleat  gathered  in  at  the  yoke 
and  with  a  belted  back.     The  collar  is  attached  and 

the  garment  is  specially  designed  for  outdoor  wear. 

*  '     *        * 

FIREPROOF  CLOTHING  is  advocated  by  a  Brook- 
lyn, N.  Y.,  physician,  for  girls  and  boys  in  view  of 
the  fact  that  within  sixteen  days  there  were  eighteen 
children  who  lost  their  lives  through  burns  in  that 
city  alone,  the  average  age  being  between  two  and 
five  years.  A  pound  of  ammonium  phosphate,  cost- 
ing 2oc  dissolved  in  a  callon  of  water  will  make  a 


child's  clothing  immune  to  fire.  This  fluid  will  not 
injure  the  fabric  and  the  effect  will  remain  until  the 

garment  is  washed. 

*  *        * 

PLA  I DS  ARE  VERY  strong  for  the  cape  of  the  Fall 
and  Winter  season;  in  fact  practically  nothing  else 

is  being  shown  by  the  makers. 

*  *        * 

THE  WHITE  DOVE  scarfpin  is  a  novelty  which 
has  been  brought  out  by  Lewald  &  Co.,  Chicago.    It 

is  particularly  timely  in  view  of  the  European  war. 

*  *        * 

THE  LATEST  DEVELOPMENT  in  the  colored 
collar  idea  has  been  seen  in  England  where  the  wing 
model  is  being  made  in  the  same  material  as  the 

shirt. 

*  *  * 

AN  ELASTIC  RIBBED  UNION  SUIT  for  Summer 
wear  not  only  has  an  expanding  insertion  at  the  waist 
but  there  are  also  hands  running  down  the  sides  from 

the  armhole  to  the  bottom  of  the  garment. 

*  *  * 

A  NEW  DERBY  has  a  medium,  high-tapered  crown, 
a  sharp  curve  and  nearly  flat  top  with  a  narrow, 
nearly  flat  brim  and  wide  puggaree  band.  This  band 
is  of  soft  green  and  black  silk  and  forms  a  contrast 

to  the  hat  proper. 

*  *        * 

A  STIFF  HAT  IS  NOW  BEING  MANUFAC- 
TURED in  the  derby  style  which  follows  the  style 
of  the  soft  hats  in  the  two  color  combination.  This 
is  distinctly  odd  and  it  is  not  expected  that  it  will 
command  more  than  a  limited  demand. 
»        •        * 

AMONG  THE  LATEST  fads  in  neckwear  is  the 
black  and  white  fashion.  There  is  a  big  variety  of 
designs  in  stripes,  checks  and  figures.  The  black 
and  white  fashion  may  be  expected  to  hold  if  the 
shortage  of  dyes  should  continue. 

A  BIG  CLOTHING  HOUSE  recently  made  a  show- 
ing of  ready  made  clothing  of  which  it  was  an- 
nounced that  the  materials  were  directly  imported 
and  that  there  was  only  one  size  in  each  line  and  only 
one  garment  of  that  size:  in  other  words  each  was  an 

individual  model. 

*  *         * 

A  NEW  DANCING  WAISTCOAT  which  has  been 
brought  out  by  a  New  York  designer  and  manufac- 
turer follows  the  new  idea  of  an  open  back,  there 
being  only  a  band  at  the  waist.  In  this  waistcoat, 
however,  silk  covered  clastic  is  used  which  adds  to  the 
flexibility  of  the  garment  and  prevents  uncomfort- 
able binding  with  rapid  movement. 

*  *         * 

DESPITE  THE  EVIDENT  effort  which  has  been 
made  by  neckwear  manufacturers  to  supplant  the 
knitted  tie  with  the  wide  silk  cravat,  a  prominent 
Boston  men's  furnisher  advertises:  "The  knitted 
scarfs  are  great  favorites  this  year  and  good  style. 
Both  the  self-ribbed  and  the  club  stripes  are  shown. 
Some  with  tiny  embroidered  figures  on  the  dark  bars. 
All  shapes  are  much  more  liberal  in  shape  to  fill  the 
collar  space." 
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Even  Wing  Collars  Now  Made  in  Colors 

Demand  for  Novelt}  Goes  to  the  Extreme — England  Sends  Many 
Shapes  in  the  Same  Material  as  the  Shirts — Collars  at  the  Moment 
Cover  a  Big  Range  <•('  Shapes  in  Plain  and  Fancy  Materials — Soft 
Collars  May  be  the  Means  to  Supply  the  Demand  for  Something 
Different  Next  Summer. 


A  FT  E  R  RUN- 
IX<;  the  whole 
gamut  of  possibi- 
lities in  collar 
design — and  the 
pasl  several  sea- 
sons have  been 
noted  for  the 
number  of  novel- 
ties in  shapes,  in 
stiff  and  also  soft 
models,  which 
have  been 
brought  out  by 
the  trad  e — 
the  manufac- 
turers are  filling 
the  demand  for 
something  differ- 
ent by  changing 
the  materials. 

The  first  relief 
from  the  pressure 
for  new  shapes 
was  found  in  the 
use  of  the 
Madras.  For  a  time  the  medium  stripes 
sufficed— but  only  a  short  time.  Soon 
there  was  a  variety  of  the  stripes  in  dif- 
ferent widths,  running  both  vertically 
and  horizontally.  These  were  best  suited 
to  the  straight  line  collars,  and  then 
came  the  introduction  of  madras  in  the 
collars  with  the  circular  openings,  and 
with  these  water-mark  and  clouded  ef- 
fects were  used.  New  patterns  followed 
from  time  to  time,  and  different  polka 
dots  and  other  small  figured  designs 
eame  to  the  front. 

Introduction  of  Colors. 
Bui  the  demand  for  novelty  did  not 
stop  here.  It  remained  for  the  introduc- 
tion of  colors  to  fill  out  the  cycle.  The 
extremes  which  ;ire  now  being  shown  by 
some  of  the  advanced  style  shops,  and 
which  find  their  origin  in  England,  seem 
likely  to  represent  the  extremity  to 
which  the  makers  can  go,  and  it  is  doubt- 
ful if  they  will  have  a  very  strong  run 
in  this  country.  First  the  color  was  in- 
troduced in  a  stripe  running  round  the 
collar  at  the  centre  and  small  colored 
spots  were  used  with  the  Madras  pat- 
terns, am]  then  came  the  stiff  collars  in 
the  same  materials  as  the  shirtings.  And 
in  England  this  color  idea  has  been  taken 
30  far  as  I  lie  win-  collars,  which  in  pat- 
terns   similar    to    the    shirts    with     which 

the\    are   worn   represent   a  combination 


of  popular  style  ami  conventionalism 
which  it  is  hard  to  imagine  a-  having 
anything  hut  a  narrow  demand  in  the 
general  trade.  The  win-  collar  repre- 
sents the  extreme,  but  the  same  idea  is 
also  worked  out  in  the  shape  fastened 
with  a  long  pin;  it  is  starched,  but  gives 
the  impression  at  the  same  time  of  be- 
ing less  rigid  than  the  usual  stiff  design. 
In  the  general  trade  at  the  moment 
there  is  a  big  range  of  collar  shapes,  and 
the  Madras  materials  are  having  a  good 
showing,  although  they  will  be  as  strong 
for  the  Fall  and  Winter  business  as  for 
the  Summer,  where  they  to  some  extent 
supplied  the  place  usuallv  taken  by  the 
soft  neck  band.  Outstanding  appears  to 
be  the  long-pointed  style,  which  comes  in 
a  large  number  of  shapes,  with  varying 
widths  of  vent  and  length  of  point,  but 
it  cannot  be  said  that  there  is  any  dis- 
tinct style,  and  makers  are  still  making 
a  strong  showing  of  the  round-cornered 
shapes,  with  varying  height  and  curve, 
the  wide  vent  and  the  model  with  the 
opening  of  the  fold  extending  to  the  top 
of  the  outer  band  and  the  V-shaped 
opening  on  the  inner  wall.  Wing  collars 
have  a  very  limited  demand,  but  may  be 


stronger  for  the  Winter  season,  with  the 
Ascot-shaped  tie  coining  in  again  with 
some  wearers. 

Soft   Collars   Returning. 

An  outstanding  feature  of  the  past 
season  in  the  collar  business  has  been  the 
weakness  of  the  demand  for  soft  collars. 
either  with  the  shirts  or  in  the  white — 
in  fact,  it  might  he  said  that  there  has 
been  no  demand  at  all.  For  next  Sum- 
mer, however,  there  is  a  tendency  on  the 
part  of  manufacturers  to  try  and  revive 
the  soft  collar,  and  this  may  solve  the 
problem  of  supplying  the  demand  for 
something  different.  A  new  soft  collar 
which  will  be  strong  comes  with  the 
shirt,  but  makes  no  attempt  at  standing 
up — an  effect  which  has  been  obtained 
in  the  past  by  the  use  of  a  cross  pin  or 
a  short  band  with  buttons  to  pull  the 
bottom  ends  together.  With  the  new 
collar  the  ends  will  be  loose,  and  will 
lie  flat  on  the  shirt,  somewhat  after  the 
fashion  of  the  old  attached  collar  on 
neulisree  shirts.  However,  there  is  a  dif- 
ference of  opinion  in  the  trade  regarding 
the  soft  collar,  and  some  opinions  are 
that  it  is  out  for  more  than  one  season. 


Hats  for  Spring  in  the  States 


THE  style  tendency  for  1915  is  at 
this  time  well  defined  and  buyers 
whose  judgment  is  reliable  can 
place  their  orders  with  confidence,  says 
The  American  Hatter. 

For  the  fine  trade  sennits  in  fancy 
patterns  and  fancy  rough  braids  will 
be  correct.  Crowns  will  be  full  and  the 
prevailing  dimensions  will  be  3%,  3% 
and  .!'!  [  inch  crowns,  and  brims  from 
2  to  2]/2  inches.  A  moderate  shape  for 
the  well-dressed  man  will  be  3%  by 
2-2%;  for  the  fine  trade  that  is  a  bit 
more  dressy,  besl  dimensions  will  be  3V2 
by  21/4-2%,  while  the  real  extreme  novel- 
ty will  be  .'!'L.  by  2|/1>,  which  provides  ;i 
\  ery  large  hat. 

for     the     popular     trade     the        slightly 
taper  crown,  ,'!:i  ,    and  4   inches   by   2   ami 
2x/8  inch  brims  will  lie  the  exact  dimen 
sions,  with  some  play    011    I1  |   inch  crowns 
for    an    extreme    style. 

The    extreme    I.-  per    crown    will    prob- 
ably   have    some    favor    in    the    smaller 
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towns  where  the  vogue  did  not  reach 
this  year. 

There  will  he  few.  if  any.  three-inch 
crowns,  and  none  under  three  inches. 

Split  braids  will  lie  staple  as  in  recent 
years.  3%   and   3%   by  2^-2'  i- 

Soft  braids  will  be  more  favored  than 
in  recent  years.  Leghorns  will  revive  a 
strong  vogue  for  the  better  class,  al- 
though it  is  questionable  if  the  very 
finest  trade  will  favor  this  variety  as 
Leghorns  were  quite  the  fashion  this 
year  with  the  real  society  men  in  the 
large  cities,  and  next  season  will  not  be 
so  exclusive. 

Bangkoks  will  be  unite  as  popular  as 
ever,  as  will  panamas,  both  duplicating 
the    new     QOVeltj     in    Sofl     felt    styles. 

Bows    will    he    side    or    three-quarter 

and  medium  width  bands  will  be  cor- 
rect. With  the  decadence  of  sash  bands 
in  felt  hats  there  will  be  a  genera]  dis- 
favor of  puggarees  oi  .its  At- 
tachable puggarees  will  be  left  in  stock 
'or   those  who  prefer  them. 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


To  Importers  of 

AUSTRIAN  and  GERMAN  COLLARS 

Your  Supply  Is  Cut  Off 

So  Send  Your   Adopted  Shapes  and  Quote  Price  You 
Can  Pay  to  _     mM    m.^^^<., 

R.  M.  MOODY, 

21,  Aldermanbury,  London,  England, 

Who  Will  Facsimile  Them — Their  Branding  and  Their 

Box.     High  Glaze  If  Desired. 


LONDON 


Factories: 
TAUNTON 


BRIDGWATER 


THE  HALL-MARK  OF 


Registered  No.  262.005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descend! 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 
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REGULAR 
STYLES 


ALL 

PRICES 


LINCOLN! 


SUSPENDERS 

Garters,  Arm  Bands,  Belts 

NOTEWORTHY  VALUES 

Lincoln  quality  is  unsurpassed.  Lincoln  values 
are  noteworthy.  From  regular  styles  at  $2,  $2.25, 
$4.25,  and  $4.50  to  our  $7.50  lines,  as  well  as  our 
individual  holiday  boxed  lines  at  $4.25  upwards, 
you  will  find  Lincoln  values  right.  We  also  make 
combination  sets  (suspenders,  arm  bands,  and 
garters)  at  $4.25  and  $7.50,  and  belts  and  garters 
at  the  same  prices.  Terms  2%  10  days  with 
60  days  dating.  Express  charge  paid  on  all 
orders  $25  and  over. 

Write  for  trial  order  or  samples. 

Lockhart  SuspenderCo. 

1307   Market  St.  Philadelphia,  Pa. 
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The  Effect  of  the  War  on  Styles  for  Men 

Speculation  as  to  Whether  Americans  Will  Diverge  Prom  London 
Standards  on  Account  of  War  Influence  or  Whether  Returning 

Tourists  Will  Demand  That  New  York  Tailors  Follow  English 
Styles — Advanced  Styles  Show  Cape  Coat  and  Form  Fitting 
Lounge  Models — Loose  Coats  For  Rough  Wear  Only. 


ALTHOUGH  it  is  generally  recog- 
nized thai  London  is  the  centre 
of  linn's  styles  just  as  Paris  is 
tlic  ureal  centre  of  creation  for  fashions 
mI  women,  Canada  sees  the  English  in- 
fluence only  in  a  modified  degree,  par- 
ticularly in  men's  furnishings.  But  for 
the  principles  of  style  we  get  back  to 
the  same  original  source,  lor  the  reason 
that  New  York,  the  fashion  centre  on 
this  side  of  the  Atlantic,  follows  the 
lead  of  London.  Well-dressed  men  in 
New  York  will  not  only  follow  the  Lon- 
don styles,  but  will  have  their  clothes 
made  by  Bond  street  tailors;  for  the  pop- 
ular trade  there  is  an  American  modi- 
fication of  the  English  models  and  it  is 
this  American  modification  that  is  much 
accepted   in   Canada. 

There  is  considerable  speculation  at 
the  present  time  by  those  who  keep  in 
touch  with  the  fashions  a?  to  the  ef- 
fect of  the  war  and  the  extent  to  which 
London  and  New  York  may  be  affected; 
also  whether  Canada  will  continue  to  fol- 
low the  lead  of  New  York  in  the  event 
of  a  greater  individualism  in  style  de- 
veloping  in   that    city. 

Somberness  of  dress  will  undoubtedly 
be  noted  in  London  as  the  effect  of  the 
war,  with  a  tendency  towards  military 
influences  in  styles  and  colors.  This 
will  be  noted  first  in  the  apparel  of  the 
women  and  then  in  the  clothing  of  the 
nun.  and  it  may  be  expected  that  the 
Fall  and  Winter  will  see  quieter  colors 
than  had   been   anticipated. 

Which  Would  Canada  Follow? 

New  York  will  follow  this  lead  for  the 
time  being  at  least,  but  there  is  some 
question  in  the  minds  of  authorities  on 
the  subject  in  the  United  States  as  to 
whether  a  continuance  of  the  war  will 
not  lead  to  a  wider  divergence  in  style 
opinions  between  the  Englishmen  and 
Americans.  To-day  New  York  tailors 
are  catering  to  men  who  have  previously 
had  their  clothes  made  in  London,  and 
this  may  he  the  start  of  a  more  pro 
nounced  American  tendency.  Then  there 
would  lie  the  question  as  to  whether 
<  lanada  would  continue  to  follow  the  lead 
of  i  lie  American  designers,  or  whether 
direct  connections  mighl  he  established 
with  London  bj    Canadian  tailor-. 

Bui  « Idle  ii  may  he  thai  NYw  York 
"ill  not  follow  London  in  som.  of  the 
st\  le  influences  thai  maj   resull   Prom  the 

War,    it     is    not     to    he    supposed    thai     the 


HOW   UPSTAIRS   GOT 
DOWNSTAIRS 

Iv  view  of  the  article  which  was 
printed  in  the  last  issue  of  The 
Review  regarding  the  policy  of 
Robinson's  upstair  clothes  shop  in 
Montreal,  the  met  hods  adopted  by  a 
similar  establislnnent  in  Chicago  to 
attract  business  upstairs  is  very 
interesting. 

The  Monroe  Clothes  Shop  in  Chi- 
cago is  situated  on  the  third  floor 
of  a  State  street  shop  building.  It 
is  the  only  establishment  of  its  kind 
in  the  Windy  City  and  during  the 
past  couple  of  years  has  built  up  a 
reputation  on  its  motto,  "Take  the 
Elevator  and  Save  Ten" — fifteen- 
dollar  suits  and  overcoats  are  sold. 

Chicago's  style  parade  is  on 
Michigan  boulevard.  Here  are  the 
high-class  stores  where  stylish  ap- 
parel for  women  is  sold.  Monroe's 
establishment  is  on  the  thii-d  floor 
half  a.  dozen  blocks  away.  One  day 
recently  a  display  of  clothing  ap- 
peared in  two  Michigan  boulevard 
windows.  There  is  not  a  men's 
clothing  establishment  within  sev- 
eral blocks.  In  connection  with  the 
display  was  the  address  of  the  Mon- 
roe clothing  sliop — and  the  fifteen- 
dollar  figure  was  emphasized. 

The  result  was  that  sales  were 
made  to  some  of  the  best  people  in 
Chicago  who  were  attracted  by  the 
display  in  the  center  of  the  fashion- 
able establishments  of  the  city.  In 
fact  the  management  of  the  store 
report  that  through  special  number- 
ing of  the  suits  displayed  theij  have 
traced  sales  of  thirty-five  to  forty 
suits  a  day  to  the  Michigan  boule- 
vard display  since  the  windows  were 
secured. 

The  display  was  made  in  the  win- 
dows of  a  store  which  was  vacant 
at  the  time. 


standing  of  London  as  the  style  centre 
lor  men's  clothing  i>  t"  be  seriously  im- 
paired. There  ha\  e  been  so-called  stj  le 
leaders    n  bo   hai  e   sel    i  hemselves   up   in 

New  York  before  this  and  endeavored  to 
Change  the  trend  of  the  fashions,  hut 
they  have  been  soon  proven  to  he  im- 
postors so  far  ;i-  m\  le  standards  are  eon 
cerned.  Fashion  creators  are  among  t  hal 
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class  of  men  who  have  a  full  knowledge 
of  the  luxuries  and  the  art*  of  the  world 
indulge  in  appropriate  changes  of  dress 
and  who  have  the  time  and  the  money  to 
harmonize  with  the  surroundings  and 
the  changing  influences  of  world  events. 
Contrary  to  the  views  which  have 
been  expressed  are  the  contentions  of 
some  of  those  who  are  students  of  style 
infiuenees  and  who  take  the  view  that 
tie  war  may  result  in  a  more  pro- 
nounced Old  Country  influence  in  styles 
than  before  on  account  of  the  large  num- 
ber of  Americans  who  have  been  abroad 
rfiid  who  are  returning  now — many  of 
them  without  baggage — with  definite 
ideas  of  what  they  want  the  American 
tailors  to  make  for  them. 

Cape  Overcoat. 

A  tendency  in  overcoat  styles  which 
was  slated  to  return  to  favor  this  sea- 
son to  some  extent  and  which  will  be 
made  more  popular  on  account  of  the 
military  tendency,  is  the  cape  overcoat, 
which  is  somewhat  similar  to  the  coat 
which  was  worn  fifteen  or  twenty  years 
ago.  However,  the  military  idea  is  not 
altogether  responsible  for  this  style,  as 
there  is  also  the  influence  of  the  cape 
coats  which  have  been  worn  by  the  wo- 
men and  there  are  some  particulars  in 
which  it  will  he  noted  that  the  styles 
of  men  follow  those  in  vogue  with  the 
other  sex.  One  of  these  coats  is  shown 
here  as  illustrated  by  ''Men's  Wear." 
New  York,  and  in  addition  to  this  model 
there  are  other  effects  including  a 
double  style  which  comes  around  under 
the  neck  and  is  rounded  off  to  the 
shoulders  alter  the  fashion  of  some  of 
the  coats  of  the  picturesque  [risli  gentle- 
men of  a  couple  of  centuries  ago.  The 
extent  of  popularity  of  the  cape  coat  is 
very  questionable. 

Another  revival  is  the  paddock  or  old- 
fashioned  racing  coat  with  the  form  fit- 
ting hack  and  skirl  effect.  There  are 
other  plainer  designs  also  of  body  formed 
coats    with    full    skirts. 

Advanced  styles  indicate  thai  except 
tor  storm  or  motor  use  the  voluminous 
eoal  i-  going  out.  Anything  approach- 
ing the  Balmacaan  for  lounge  wear  is 
a\  ored. 


Garside  &  White.  Toronto,  shoes,  have 
changed  the  firm  name  to  The  White 
Shoe  i'o. 


MEN'S   WEAR    SECTION. 
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Gold    or 

pearl 

uncut 

jewelled 

ornament. 

jewelled 

pin 

•n 

a   <b 

> 

01     o 

a  -2 

a   ~ 

Something 
very 
plain 

m 
«„ 

Sx) 
a  a 
V. 

Button,     kid 

tops, 

patents   or 

varnished 

lowers, 

plain 

cross  tips 

on    toe 

Buttoned 
patent 
leather, 

plain     tip 

Black     or 
brown,     plain 

or  fancy 
uppers, 

button   or 
laced,     plain 
Dr  cross   tip 

Black     or 
brown    lace 
[•alt,   low   or 
high     plain 
tip  or  full 
brogued 

■a 

03  O  — 
Cl 

•a 

a  o~ 
Do" 

Cotton,    wool, 

lisle,   shades 

in     harmony 

Wool    to 

harmonize. 

Wool  to 
harmonize 

leather 

looped 
leggings, 
Highland 

gaiters 

White  or 

grey  glace 

kid    or 

suede, 

white    buck 

a 
> 

0)  o 

a-s 

a  a 
09 

Tan,   red, 

chamois, 

colored   or 

white    buck 

Same    as 
above 

Once-over, 

or    four-ln- 

hand   or 

Ascot   in 

solid   colors, 

black,    white. 

grey  or 

pastel 

shades 

Once-over, 
or    four-in- 
hand  or  bow, 
same    shades 
as  above 

Four-ln- 
hand  or 
bow   In 

harmony 

a 
«o> 

to 

Poke 
or  wing 
or  plain 

band 

OlO 
o  P 

ill 

oTog; 
*£§ 
p&2 

White  or 

turndown 

to  match 

shirt 

White, 
single 
cuffs. 

White  or 

colored ; 

If  latter, 

cuffs,     white 

and    single 

White  or 

colored, 

single  and 

double 
cuffs,    may 

match 

Flannel     or 

Oxford 

suitings, 

double 

cuffs 

High    silk, 

with  broad 

felt 

band 

M 

•  "a 

s 

U 

°'o. 
►"£ 

XI  ". 

Q 

So. 

dSft 

o 

Black 

worsted, 
with    white 
or    colored 
stripes,    or 
dark    grey 
striped 
worsted 

■ 

Sp 
a  a 
09 

With    black 

materials, 

Striped 

trousers    or 

check, 

otherwise 

same  as 

coat. 

Same   as 
suit  or 
flannel; 
knicker- 
bockers   with 
strap    and 
buckle, 
knlcker- 
bocker 
breeches 

Same 

material 

as  coat, 

double 

breasted, 

or   of  fancy 

fabric 

Single 

breasted 

with    collar, 

but   without 

collar   If 
braided   and 
of  same 
material 
as  coat 

Single 

breasted 

like    Jacket, 

or  fancy  to 

harmonize 

1 

Single 

breast 

like   suit   or 

fancy  knitted 

lamb's 

wool 

Black    or 

grey    lamb's 

wool, 

undressed 

worsteds, 

plain  or 

braided 

edges. 

a 

a  ^ 

§| 
a  a 
03 

Flannels, 
worsteds, 
Saxonys 
Cheviots 

Tweeds, 
cheviots, 
homespuns, 
flannels 

Frock   or 
Cutaway 
Chesterfield 
overcoat, 
s.  or  d. 
breasted. 

Cutaway 

coat 

Same 

overcoat 

as  above. 

Single    and 

double 

breasted 

jacket  and 

walking 

coat 

Chesterfield 

Norfolk    or 

jacket, 

single  or 

double 

breasted 

Chesterfield, 

Raglan 

draped, 

Highland 

cape, 
s.b.    ulster. 

AFTERNOON 
CALLS, 
RECEPTIONS, 
MATINEES, 
DAY   WEDDINGS 

AFTERNOON 
TEA, 

PROMENADE, 
ETC. 

BUSINESS, 
LOUNGE   AND 
MORNING 
WEAR 

MOTORING, 
GOLF. 
COUNTRY, 
DRIVING 
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Formal  Dress  Wear  and  Some  of  its  Tendencies 

Evening  Suit  Has  Higher  Fashioned  Waist  with  Descending- 
Curve  to  the  Front — Shoulders  Are  More  Roomy  and  Braid  and 
Other  Fads  Going  Out  —  Same  Tendencies  Apply  to  Morning 
Coat — Frock  is  Not  Favored. 

By   a   St :i ff  Correspondent, 


THE  braid  fad  and  some  of  the 
oilier  fads  in  connection  with  the 
evening  dress  which  have  develop- 
ed to  some  extent  during  the  past  few 
seasons,  and  which  appeared  to  move  in 
witli  the  dancing  vogue,  will  find  a  weak- 
ening influence  this  Fall  and  Winter. 
Not  that  the  fads  gained  any  wide  popu- 
larity, for  the  man  who  considers  him- 
self dressed  in  strictly  good  taste  does 
not  follow  the  extremes — particularly  in 
regard  to  formal  dress — but  such  popu- 
larity as  these  little  eccentricities  did 
gain  is  on  the  wane. 

Changes  in  formal  dress  from  season 
to  season  are  not  radical,  but  there  are 
certain  new  intluences  which  are  fol- 
lowed by  discriminating  dressers.  For 
the  1914-15  season  this  new  influence  is 
seen  in  a  shorter  fashioned  waist,  with 
a  descending  line  from  the  back  to  the 
trout  to  give  the  length  in  front  of  the 
waistcoat.  This  waist-line  coming  down 
to  a  peak  in  a  curve  adds  considerably 
to  the  graceful  effect  of  the  garment. 

The  coat  is  also  distinguished  by  a 
concession  in  shoulder  width,  which  has 
changed  from  the  extremely  narrow  ef- 
fect, by  which  the  English  fashion  was 
accentuated  on  this  side  of  the  water,  to 
a  natural  width. 

In  the  lapels,  outside  of  some  general 
tendencies,  considerable  latitude  is  left  to 
the  individuality  of  the  wearer  and  the 
maker.  Generally  the  lapel  descends  in 
a  curve  outward  rather  than  in  a 
straight  line,  and  the  front  is  rolled 
gracefully,  but  the  shape  and  angle  of 
the  points  are  a  matter  of  discrimination. 
The  facing  may  be  of  corded  silk,  which 
lias  been  strong  for  some  seasons,  or  of 
satin  which  is  corning  back  in  some 
strength.  The  collar  proper  is  of  self- 
material.  Three  buttons  on  either  side 
sit  at  a  slight  angle  are  favored,  but  two 
are  also  correct.  The  cord  fastening  is 
seldom  worn  by  the  better  dressed  men. 

There  is  practically  no  change  in  the 
3hape  of  the  trousers,  although  there  is 
;i  slight  tendency  towards  more  roomi 
ness  with  the  more  "comfortable" 
shoulder.  Braid  on  the  side  seams  is 
correct. 

The  white  silk  waistcoal  with  four  or 
three  buttons  is  strictlj  corred  for  even- 
ing wear.  1ml  white  pique  is  also  fash- 
ionable, and  for  some  events  the  grej 
silk  is  in  good  taste.  The  while  starched 
bosom  shirt  is  worn   with  a  wing  or  band 


collar,  and  the  former  seems  likely  to 
have  the  preference.  White  bows  are 
worn  in  a  variety  of  shapes,  but  not  to 
such  an  extent  as  the  past  few  seasons 
have  seen.  Pearl  studs  are  correct,  and 
jewelry  is  not  favored.  Patent  leather 
shoes  are  correct,  with  the  button  given 
the  preference. 

Morning  Coats  in  Dark  Grey. 
For  the  morning  coat  also  there  will 
be  less  of  the  braid  binding  than  in  the 
past  few  seasons.  Braid  will  still  be 
worn  by  some,  but  this  effect,  which  is 
more  of  less  of  a  fad  is  passing  with 
dressers  of  better  taste.  Here  also  we 
find  a  more  roomy  shoulder:  nothing  like 


KNOWS  Tl'.l  )'  TO  BERLIN. 

The  war  contingent  has 
claimed  a  number  of  the  staff  of 
Tooke  Brothers,  Limited,  Mont- 
real, including  Copt.  White- 
head, who  has  had  charge  of  the 
neckwear  department.  "Tooke 
Talks"  says : 

"Capt.  L.  W.  Whitehead 
'Officer  Commanding"  t  h  e 
Tooke  Neckwear  Departnn  lit- 
is spending  most  of  his  time  in 
Europe.  He  had  hardly  re- 
turned from  his  spring  buying 
trip,  picking  up  colors  for  win- 
ter cravats,  wht  n  has  was  culled 
back  to  Europe  to  'pick  up  a 
few  German  colors'  as  captain 
in  the  famous  5th  Highlandt  rs. 
With  the  sunn  regiment  goes 
C.  B.  Muir,  of  our  offict  staff, 
mid  iii  one  of  /In  other  regi- 
ments goes  II.  Thorn  of  th 
Shipping  Departmt  nt. 

"Captain  Whitehead  is  fami- 
liar with  tin  battleground  of 
Euro/),,  having  visited  nearly 
all  the  places  now  being  rm  n 
tioned  in  di  spatcht  s. ,  Ht  is  no 
stranger  to  6?<  rmany,  wht  re  tin 
forthcoming  battles  will  I" 
fought  "in!  will  knon  'tin  way 
to  I'n  rlin'  from  pr<  vious  trips. 
Not  tl"  It  ast  of  Ms  r<  comnn  nd- 
ations  as  a  soldu  r  is  his  for<  - 
sight  and  pow<  r  of  '{nick  d<  ci- 
sion." 


wide,  but  natural  and  without  wadding. 
The  waist  is  form-fitting  and  somewhat 
higher.  The  favorite  material  will  be 
dark  grey,  which  has  generally  sup- 
planted black  for  this  garment. 

As  for  the  frock,  there  is  little  to  be 
said,  and  that  little  is  scarcely  neces- 
sary. The  same  general  tendencies  will 
apply  as  to  other  formal  apparel,  but  for 
several  seasons  the  frock  coat  has  been 
frowned  on  by  fashion,  and  it  is  very, 
very  seldom  that  there  is  a  call  for  this 
garment. 

@ 

HANDY  UMBRELLA  STANDS. 

The  early  bird  gets  the  worm:  so  also 
docs  the  bird,  which  gets  busy  after  a 
shower.  The  addition  to  the  old  adage 
is  made  to  apply  to  the  men's  wear 
dealers  who  handle  umbrellas.  When 
the  rain  is  falling  is  a  good  time  tor 
umbrella  sales.  Then  is  the  time  to 
make  use  of  the  umbrella  stand.  Dur- 
ing a  fall  shower  there  were  five  of  these 
stands  made  their  appearance  on  the 
street  line  in  the  retail  section  of  one  of 
the  large  Canadian  cit'es  in  the  space 
of  two  blocks.  They  were  of  a  variety 
of  shapes,  four  being  made  of  plate 
glass  with  wooden  frames,  while  the 
fifth  was  merely  a  stand  with  brackets 
and  not  enclosed.  These  stands  can  be 
brought  to  the  door  way  when  there  is 
a  shower  and  can  be  instantly  removed 
after  the  rain  is  over.  They  prove  a  hi<r 
factor  in  making  sales  for  the  man  who 
is  caught  in  a  shower  is  likely  to  act 
quickly   on   the  power  of  suggestion. 

$ 

DOUBLING   WINDOW   DISPLAY. 

The  men's  wear  store  of  Clarence 
Trull  at  Oshawa.  Ont..  has  a  narrow 
front  and  single  window.  To  make  the 
most  of  this  display  front,  the  idea  has 
been  used  of  a  two  deck  arrangement 
For  showing  goods.  The  window  has 
been  divided  into  two  stories  h\  a  large 
shelf  which  lit-  tighl  against  the  glass 
and  lights  are  arranged  so  as  to  make  a 
id    -bow  in-  both   above   find   below. 

-m- 


AN   OTTAWA   CHANGE. 
Sydney    Smith,  manager  ents' 

furnishing  department.  The  -  Mac-.  Ot- 
tawa, has  left  to  ••"  into  business  with 
the  Whitney  Pye  Co.,  Ranks  Street.  Ot- 
tawa. The  latter  are  opening  a  new  -tore 
at   the  corner  of  Rank  and   Albert  Sts. 
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Dry  Goods  Review 


NEW    YORK    MODELS    OF 
EVENING    DRESS 


No.  1 — For  formal  occasions. 


No.  2— The  Tuxedo. 
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Chinchilla  Overcoat   Strong   for  Winter  Wear 

Early  Sales  Indicate  Second  Season  for  Last  Year's  Favorite — 
More  Close-Fitting  Hacks,  with  Belt  Higher  Up  —  Balmacaan 
Onlv  for  Earlv  Fall. 


A  boy's  double-breasted  ulster,  which  but- 
tons close  to  the  neck,  haviug  a  belt,  and, 
in  some  cases,  stitched-down  cuffs.  It  also 
li.is    a    center    back   vent. 


E 


ARLY  sales  in  the  large  city  stores 
are  of  an  encouraging  character 
for  those  who  have  carried  over 
;i  large  stock  of  overcoats  from  last  sea- 
son, for  the  hulk  of  these  goods  in  many 
stores  have  heen  chinchillas.  The  early 
indications  of  a  popular  demand  for  this 
soft  cloth  with  the  pronounced  nap 
caused  dealers  to  buy  pretty  heavily  and 
the  subsequeni  mild  weather  and  light 
buying  left  heavy  stocks  on  hand.  The 
problem  with  most  was  whether  the 
chinchilla  idea  would  prove  a  fad  or 
whether  the  fancy  of  the  public  would 
come  hack  again. 

There  was  some  justification  for  the 
anxiety  over  the  "come-back"  for  in 
probably  far  more  than  half  the  coats 
sold    the  wearing  qualities   were   not    of 

the    best,    and    many    dissatisfied    custom 
ers    was    the    result    of   a    chinchilla    sale. 
and   probably   the  lives)     problem   of  the 


retail  •  eller  of  clothing  for  w<  eks  and 
months  alter,  was  that  of  allowing  a  re- 
fund or  not  on  a  chinchilla  with  the  nap 
worn.  The  fortunate  ones  were  able 
to  take  the  stand  thai  they  did  not 
guarantee  the  wearing  qualities  of  the 
coat,  any  more  than  they  would  give  a 
bond  that  patent  leather  would  not 
crack. 

Bui  here  it  is  again,  and  quite  as  fav- 
orable a  guest  of  the  store  as  one  year 
ago.  Once  again  the  chinchilla  would 
seem  to  be  a  one-two-three  proposition. 
It  is  one  of  the  most  attractive  cloths, 
soft,  and  dressy  looking,  and  outside  of 
the  frailty  of  all  naps,  it  is  logically 
one  of  the  most  likely  of  coat  cloths. 

Outside  of  chinchillas  there  is  a  modi- 
fication of  the  old  coarse  frieze  that  is 
going  well,  somewhat  after  a  melton  tex- 
ture. The  camel's  hair  cloth  of  last 
winter  is  not  coming  strong. 

The  word  ''chinchilla,"  of  course,  is 
now  applied  to  anything  that  has  even 
a  faint  resemblance  to  it,  and  the  cloth 
thai  was  known  familiarly  as  "the  one 
with  the  blue  nap"'  before  chinchilla  was 
a  recognized  term  in  the  clothing  dic- 
tionary, is  selling  well  this  year.  Many 
stores,  in  fact,  set  this  and  the  more 
legitimate  blue  chinchilla  as  the  best  sel- 
lers, with  greys  and  browns  following  in 
order. 

For  boys  the  chinchilla  promises  to 
be  just  as  popular  as  for  young  men. 
For  a  few  of  the  more  staid,  elderly 
men,  the  black  melton  with  the  velvevt 
collar  will  be  the  usual   standby. 

Tn  style  the  half  belt  for  men  is  the 
"only  thing  in  sight."  The  full  belt  is 
seldom  seen  except  in  boys'  coats.  The 
vosue  of  the  belt  has  been  one  of  the 
phenomenal  features  of  the  overcoat 
trade  the  last  two  or  three  years:  com- 
ing from  a  one-to-ten  position  to  one 
almost  universal  now. 

The  strength  of  the  half-belt  is  ordin- 
arily explained  as  due  to  the  tendency 
to  semi-fitting  styles.  "What  for  years 
has  distinguished  English  clot  him;'  has, 
in  overcoats,  crossed  to  the  States,  and 
some  extreme  styles  in  fitted  directions 
are  seen.  Canada  has  not  vet  adopted 
these   to   any   extent,  but   the   more   lifted 

overcoat  undoubtedly  is  replacing  the 
long,  looser  ulster.  The  change  is  seen 
also  in  the  belt  being  placed  in  a  slight- 
ly higher  position,  and  in  a  shortening 
of  the  skirt  of  the  coat,  but  not  to  the 
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extent  yet,  at  least,  of  the  extreme 
American   styles. 

The  place  of  the  Balmacaan  is.  as  in- 
dicated before,  not  strong  for  winter 
coats.  It  is  in  its  looseness  essentially 
a  fall  coal  and.  with  its  modifications, 
has  sold  well  for  Fall.  But  the  public 
has  considered  it  as  too  loose  for  cold 
weather,  as  it  has  a  suggestion  of  a 
chilliness  in  the  outward  sweep  of  the 
skirt. 

Cuffs,  it  i-  reported,  do  not  matter 
much.  Of  course,  few  would  look  at  the 
old  wide  cuffs,  but  given  the  narrower 
ones,  with  the  centre  cut,  little  is  said 
about  them. 

Little  is  seen  yet  of  a  military  ten- 
dency in  Winter  coats  except  in  a  young 
hoy's,  which  is  made  in  a  cloth  like 
khaki,  with  half  belt,  brass  buttons. 
epaulets  with  crest  and  crossed  fla^s. 
etc. 

Spring  may  see  more  of  this  for  every- 
body. 


Advanced  style  model  of  cape  coat,  which 
may  be  popularised  with  present  military 
Influence      Courtesj    Men's    wear.    New    York. 
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Special   Announcement 

TRADE  MARK  REGISTERED  —  =^=^=^=^^=^^^^^==^==^=^^=1=  TRADE  MARK  REGISTERED 

Having  purchased  the  business  of 

The  Durham  Glove  Co.,  Ltd.,  Bowmanville 

we  beg  to  announce  that  we  have  moved  our  office  and  sample  rooms  to 

73^   BAY  STREET,   TORONTO 

where  we  will  be  in  a  much  better  position  to  cater  to  the  requirements    of    our 
customers. 

We  shall  also  carry  at  this  address  a  completely  assorted  stock  of  all  lines  we 
manufacture  and  orders  entrusted  to  us  will  be  shipped  promptly. 

We  invite  you  to  call  and  inspect  our  range,  or  write  for  catalogue. 

A  continuance  of  your  esteemed  patronage  is  solicited. 

The  "Big  Four"  Glove  Company 

n%  BAY  STREET  TORONTO 

TRADE  MARK  REOISTERED  TRADE  MARK  REGISTERED 


Deacon    Shirts   for  Spring 

Distinctive,    Stylish,    Reasonable    , 

Our  travellers  are  now  on  the  road  showing  the  most  extensive  Spring  range  of 

Outing  and  Working  Shirts 

Boys'  Shirt  Waists 

Pyjamas,  Night  Robes 

that  we  have  ever  shown — perfectly  made  and  finished  in  every  detail.  Our  line 
of  shirts  completely  covers  the  wants  of  the  outing  and  business  man  as  well  as 
the  laborer. 

Be  sure  to  look  over  our  samples  when  one  of  our  representatives  calls  on  you. 
Samples  sent  on  request. 

THE    DEACON    SHIRT    COMPANY 

BELLEVILLE  ONTARIO 

61 


What_Is  Being  Sold  in  Better  Class  Stores 

Demand  Almost  Exclusively  for  Soft  Hats  —  Green  Shades 
Appcn  to  Lead — Demand  for  Round  Crowns  Falling  Off — Dark 
Bands  Better  Now  Than  Light — Knitted  Ties  Strong. 

Written   for  The   Review   l>y  Staff  Correspondent  In   Montreal. 


IN  high-class  stores  like  that  of  Max 
Beauvais.  Ltd.,  several  cases  of 
knitted  ties  are  being  shown,  prices 
ranging  from  $1.50  to  $3,  of  very  fancy 
sluides.  These  are  meeting  with  readj 
sale,  indicating  thai  knitted  goods  are 
coming  back  this  season.  They  are  made 
in  four-in-hand  shape.  Last  year  phi  in 
shades  were  being  worn  in  neckwear,  but 
this  year  they  are  inclined  to  be  gaudy. 
A  lew  (dub  stripes  are  selling,  but  the 
demand  is  not  nearly  as  heavy  as  was 
expected.  Prices  range  from  75c  to 
$1.50.  One  of  the  best  sellers  is  a  tie 
made  of  grenadine  silk,  of  English  manu- 
facture, a  tie  which  can  be  worn  for  six 
months,  every  clay,  and  still  give  good 
service.  Stickpins  do  not  leave  a  mark 
in  it.  It  is  enjoying  a  splendid  sale, 
probably  because  of  its  durability. 

A  four-in-hand  Irish  poplin,  reversible 
and  double,  is  selling  well  at  $1,  but  the 
average  poplin  is  only  in  fair  demand. 
Effects  of  the  depression  are  being  felt 
in  this  business.  Brokers,  real  estate 
men,  and  other  business  men  who  form- 
erly spent  $2.50  on  their  neckwear,  are 
now  content  with  articles  worth  75c  and 
$1. 

The  English  colored  collar,  which 
has  met  with  some  favor  in  the  United 
States,  and  was  recently  introduced  into 
this  country,  has  not  yet  found  its  way 
into  the  retail  store.  For  afternoon  or 
dress,  a  turn-down  collar,  with  round 
corners,  is  being  worn.  For  everyday 
wear,  a  collar  opening  in  a  V-shape  from 
the  button  up,  is  being  worn.  Another 
style  is  a  complete  close  over,  with  con- 
siderable cut -awn  v.     The  latter  are  now 


ORDER  FORM  AT  BEAUVAIS'. 

If  it  is  not  convenient  for  you  to  come  to 
our  store,  vie  will  be  pleased  to  give  our 
careful  and  prompt  attention  to  your  or- 
der  by  mail.  You  fill  find  tliis  ordei 
form   useful. 

Send   to    

Street    address 

City 

State    

Express   

Derby  or  Soft 

Color 

Style  Plate  No 

My  weight  is lbs. 

My  height  is feet inches. 

S:'ze  of  hat   

I  am  enclosing  $ 

N.  Y.  draft,  money  order,  cash 

Remarks :    


the  rage,  nothing  of  a  close-fitting  nature 
being  worn. 

The  demand  in  hats  is  almost  exclus- 
ively for  softs.  Sixteen  soft  hats  are 
being  sold  for  every  single  Derby.  More 
green  shades  are  being  worn  than  any- 
thing— moss  and  resida  green,  with  a 
thick  roll.  Fedora  or  diamond  shapes 
are  best  sellers,  the  demand  for  round 
crowns  falling  off.  Greyish  blue  and  a 
few  browns  are  other  colors  in  smaller 
demand.  Until  recently  ureen  hats  with 
light  bands  were  worn,  but  now  all  bands 
are  dark,  the  same  shade  as  the  hat. 
Quite  a  number  of  velvet  hats  are  being 
sold,  and  a  bigger  demand  is  expected  as 


ijon  as  the  weather  is  colder.  Tweed 
hats  are  nol  expected  to  be  in  vogue 
much  this  Winter. 

The  latest  caps  are  of  shepherd's 
plaid,  and  grey,  black  and  brown  checks. 
arc  rather  loud,  having  no  seams 
on  to] i.  and  of  large  shape.  These  retail 
from  $]  to  >_'.  Cheaper  caps  are  of  the 
same  cloth,  but  smaller  shapes. 

Winter  goods  have  arrived,  and  con- 
sist of  plain  Chesterfields  and  Ulsters. 
The  latter  cannot  be  beaten  for  cold 
weather,  and  about  the  same  demand  is 
expected  as  last  year.  Fall  coats  have 
been  selling  freely,  the  demand  not  being 
much  below   that   of  previous  year-. 

Economy  is  noticed,  particularly  in 
suits.  Two  or  three  years  ago  ir  was 
customary  for  a  man  choosing  a  $30  suit 
if  he  saw  another  in  the  same  row  that 
took  hi-  fancy,  to  take  them  both.  With 
h inkers  and  real  estate  men  missing 
from  the  financial  district,  business  has 
dropped  off  considerably.  Some  of  the 
better  (lass  stores  are  putting  on  spe- 
cial sales  of  $18  suits,  something  they 
have  never  done  before. 

The  latest  in  neck  scarfs  this  season  is 
the  bandana  silk.  Knitted  goods,  which 
enjoyed  a  big  sale  last  year,  have  en- 
tirely given  place  to  this  new  scarf.  Al- 
ready before  the  season  has  begun  they 
are  being  bought  eagerly.  They  retail 
from  $1.50  to  $5. 

Canes  are  in  fair  demand,  although 
not  being  carried  as  much  as  a  year 
ago.  The  newest  is  light  in  weight  and 
color,  resembling  bamboo  in  appearance. 
These  are  made  plain  and  mounted  with 
silver.  Partridge  wood  and  asli  in  rough 
finish  are  having  a  fair  sale. 


War  Interferes  With  Expensive  Cravat  Program 

Demand  is  More  Than  Ever  for  the  Cheaper  Lines — Anything 
Goes  in  Style — -Expensive  Ties  Should  Find  Sale  in  the  Holiday 
Trade — Costly  Imported  Silks  Being  Copied  in  Cheaper  Grades. 


W.\ K  has  changed  the  trend  of 
the  tie  husiness.  Not  that  the 
effect  will  'ie  very  noticeable  in 
the  usual  trade  hut  rather  is  the  matter 
one  for  consideration  of  the  manufac- 
turers. It  is  not  30  much  that  there  13 
an  actual  charige,  hut  that  certain  de 
velqpments  which  have  been  expected 
ate  not  likely  to  take  place  and  pi'O- 
i.ims   must    he   changed    accordingly, 


At  the  moment  there  is  no  particular 
alteration  in  the  style  outlook  except 
in  -nmc  minor  particulars;  it  is  rather 
in  the  matter  of  price  that  the  war  has 
made  a  change,  or  rather  has  acted  as 
preventing  a  change  which  had  been  ex- 
pected. 

Tie  makers  and  dealers  had  been  look- 
ing forward  this  Fall  and  Winter  to  a 
more  than  usual  demand  for  high- 
f.2 


priced  line-..  The  expectation  of  this 
found  ground  in  the  style  tendency  in 
favor  of  Large  all-over  patterns,  in 
scrolls  and  floral  designs  as  following 
i  mc  stripes  and  other  more  formal  ma- 
terials. These  patterns  find  best  c\ 
pression  in  high-priced  heavy  >ilks  t> 
retail  as  high  as  $2.50. 

A    worse    season    could    hardly     have 
- 1  lontinued  on  page  66.) 
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Its  the  cloth  in  your  over- 
alls that  gives  the  wear. 

TIFEL'S 

Indigo  Cloth 

Standard  for  over  seventy- five  years 

The  boot  on  the 
back  is   your 
guarantee 

r 


.s\ 
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75  years  continuous  sals  is  the  best  proof 
of  the  selling  quality  of  STIFEL'S  INDIGO 

Three  generations  of  wearers  have  found 
it  pays  handsomely  in  long  and  satisfac- 
tory wear  to  insist  upon  OVERALLS, 
JUMPERS,  SHIRTS,  etc.,  of  STIFEL'S 
INDIGO  CLOTH.  Every  washing  makes 
it  like  new. 


You  can  tell  the  genuine  in  a 
minute  by  this  trade  mark  «»- 
on  the  back  of  the  goods  inside  the  garments. 

It's  your  guarantee  and  your  customers'  guarantee 
against  imitation. 

Give  yourself  the  prestige  and  profits  of  the   world's 
standard  fabric. 

Cloth-  Manufactured  by 

J.  L.  STIFEL  y  SONS 

Indigo  Dyers  and  Printers 
Wheeling,  W.  Va. 

/  NEW  YORK     -------     260-262  Church  Street 

CHICAGO 223  West  Jackson  Boulevard 

SALES      I  SAN  FRANCISCO       -     -     -        Postal  Teleeraph  Buildine 
OFFICES  1  TORONTO  -     ------      14  Manchester  Buildine 

WINNIPEG 400  Hammond  Block 

(MONTREAL 100  Anderson  Street 


They're  Made  to  Wear 

Where  ordinary  boys'  suits  are  show- 
ing the  worse  for  wear,  Lion  Brand 
Clothes  are  practically  as  intact  as 
when  new.  This  is  a  strong  statement. 
but  the  fact  that  every  suit  of  Lion 
Brand  Clothing  is  reinforced  with 
double  knees,  elbows  and  seat,  will  con- 
vince you  of  its  truth. 
Get  in  a  few  samples  and  see  how 
readily  they  will  appeal  to  both  the 
boys  of  your  town  and  their  parents. 

Write  for  catalogue  to-day. 

The  Jackson  Mfg.  Company 

CLINTON,  ONT. 

Factories   at  : — Clinton,    Goderich,    Exeter,    Zurich 
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uppose  you  lose  your 
job  to-morrow 

have  you  a  side-line  that  will  help  out?  If  only  as  a 
side-line,  cardwriting,  as  taught  by  the  Edwards 
Short-Cut  System,  makes  you  practically  independent 
of  your  present  position.  Our  instruction  is  worth 
many  times  the  price  we  charge. 

Write  for  handsome  two-color  prospectus.  Write  to-day. 

THE  SHAW  CORRESPONDENCE  SCHOOL 

YONGEand  GERRARD  STS.,  TORONTO.       Mention  this  paper 


Silver  Cup  Winner's  Message  to  Trimmers 

Must  Command  the  Confidence  of  Employers  and  Department 
Managers  Should  Choose  His  Own  Merchandise  -Overtime 
Work  Often  Necessary. 

Written  £ot  The  Review  by   A.   W.   Murdison,   R<  giua. 


IT    gave    me    extreme    gratification    to 
learn    through   your   columns    thai    I 
had  won  the  annual  grand  prize  do- 
nated  by   The    Review    Por  the   six    besl 
displays  of  the  year. 

Show  windows,  in  my  estimation,  are 
decidedly  difficult  to  judge  (I  mean 
photographs  of  them  are),  as  the  feature 
of  color  harmony  is  lacking.  Very  often 
a  show  window  which  would  appear  at- 
tractive in  its  natural  garb  does  nol 
readily  appeal  to  the  eve  because  the 
color  combination  is  absent  in  the  photo. 
So  1  think  the  duty  of  a  judge  in  this 
capacity  is  a  very  difficult  one  to 
perform. 

At    this   point  I  would  like  to  ex- 
press, on  behalf  of   R.   II.  Williams 
&    Sons,   my    sincere   thanks   to   the 
judges  and  the  staff  of  The  Review. 
Generous  Appreciation. 

Window  display  in  the  last  three 
years  has  undergone  some  wonder- 
ful changes.  It  lias  advanced  with 
all  the  other  branches  of  up-to-date 
merchandise  methods  and  the 
cheesecloth  artisl  with  hammer  and 
tacks  is  no  longer  to  be  seen.  Sim- 
plicity  is  now  the  motto  of  every 
successful  display  man.  and  he  must 
adhere  to  that  motto  in  order  to 
hold  a  position  to-day.  The.  West- 
ern firms  generously  appreciate 
their  windows.  Every  up-to-date 
store  seems  to  demand  a  large  win- 
dow frontage,  thereby  giving  the 
displav  man  ample  scope  to  carry 
out    his   ideas. 

I  find  it  very  difficult  indeed  to 
manage  26  sections  averaging  !) 
feet,  usually  twice  a  week,  and  also  at- 
tend to  all  the  card  writing.  Sometimes 
a  niiio-hour  day  looks  pretty  short,  and 
a  I  Christmas  or  Openings,  thirty-six 
hours  is  a  short  period  to  finish  a  big 
si  retch. 

Getting  down  to  brass  tacks,  I  can 
only  give  a  few  suggestions  which  great- 
ly helped  me  in  overcoming  obstacles  in 
this  all-importanl  branch  of  the  adver- 
tising world. 

A  vital  assd  (o  the  window  man  is 
thai  he  must  command  the  confidence  of 
his  employer:  without  ii  he  is  like  a 
fish  oul  id'  water,  and  it  is  his  own  fault 
if  he  cannot  have  it.  He  is  directly  re 
sponsible  for  the  thousands  of  dollars' 
worth  of  merchandise  that  enter  his 
windows  every  week,  (Hence  keep  your 
w  indows  locked.) 

I  f  In-*   work    necessiti  I  es  overtime,  he 


lias  every  stock  at  bis  command;  unless 
in  some  stores  the  system  prevails 
whereby  the  goods  are  chosen  by  the 
department  s,  which,  too  often,  is  unsat- 
i- 1  actorj . 

A  displav  man  should  choose  his  own 
merchandise,  especially  yard  uoods.  He 
knows  or  ought  to  know  what  he  wants 
as  regards  color  and  accessories  to 
match. 

He  should  have  the  undivided  co-op- 
eration of  the  department  manager,  ad- 
vertising  manager  and  merchandise 
manager,   thereby   giving   him   every   op- 


A.    \v.    Murdison,   of   R.   II.   Williams   &    Sons, 
[iegina,    winner    of    The    Review's 

silver   cup. 

portunity  to  cany  out  Ins  ideas  and 
plans.  Each  department  manager,  of 
course,  is  of  different  temperament,  of 
different  ideas,  and  thinks  he  is  abso- 
lutely correct  in  his  view  of  tin'  store's 
campaign  for  business.  These  tilings  the 
display  man  all  over  the  continent  must 
contend  with.  He  must  lie  imparl  ial 
with  every  one  by  being  able  through 
his  almost  magic  power  to  give  each 
and  every  department  manager  the  front 
windows   all   at    the   same   time. 

And    now    let     me    state    here    that     the 

system    of   allotting   and    charging    win 

dows  now  in  use  in  the  Robt.  Simpson 
Co.'s  -tore.  Toronto,  is  the  best  in  the 
country,    and    any    display    manager    or 

merchant  would  find  it  a  ureal  assel 
if    they    adopted    il     or    one    similar. 
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Another  point  which  is  to  my  mind 
an  extremely  important  one  and  one 
over  which  there  has  been  a  uood  deal 
of   difference   of  opinion: 

It  i-  concerning  overtime  work.  I 
maintain  that  a  display  man  cannot  pos- 
sibly 'jet  out  of  it.  With  a  big  expanse 
of  windows  ..ne  must  do  a  great  deal 
..I  work  after  hours,  especially  at  the 
openings  of  Xmas.  Never  -isk  vour  em- 
ployer for  overtinie— for  you'!!  be  fur- 
ther ahead  in  the  lorn?  run  if  you  don't, 
and  you're  not  liable  to  get  it  if  you 
do.  It  is  really  not  a  part  of  your 
work,  but  nevertheless  it  must  be 
done,  and  don't  forget,  they  ap- 
preciate it. 

I  mia'ht  quote  here  a  trood  motto 
which  should  be  in  every  window 
trimmer's   room: 

"Hard  work  never  killed  a  man 
nor  gave  him  nervous  prostration, 
hut  improper  care  of  yourself 
while  not  working  is  what  rots 
the    rivets    of    your    boiler." 

»      «      » 

A-    second    vice-president    of    the 

C.  A.  D.  M.,  T  hope  that  every  mem- 
ber in  Canada  will  make  an  effort 
to  attend  the  X.  V.  convention  in 
1915.  Give  President  McNabb  and 
Secretary  Thompson  all  the  co-op- 
eration you  can.  It  will  benefit  you. 
and  make  you  worth  while  to  your- 
selves and  employer-. 

Here's  hoping  f.  r  a  banner  year 
for  Canada   display  men. 


STARTED  IN  BUFFALO. 

As     io     my     personal     experiences,     I 

started  my  window  trimming  career 
in  Buffalo  under  Mr.  Joe.  Hensinger,  <>\' 
the    11.     A.     Meldrum    Co.  I     worked 

through  the  day  paintins  cards  and  three 
nights  a  w.ek  in  the  windows.  1  might 
say  here  that  a  young  man  learning  the 
trade  can  never  repaj  his  display  man- 
ager because  the  assistanl  is  in  a  posi- 
tion Jo  secure  idea-,  layouts  and  plans 
of  windows  which  are  the  result  of 
years  of  hard  work.  At  Co'  same  time 
he  demands  to-day  a  reasonable  salary. 
although  I  started  on  $3  a  week,  and  I 
think  that  I  was  paid  well  considering 
the  amount  of  knowledge  and  experi- 
ence 1   gained  in  that  department. 

After  being  able  to  write  price  tickets 
I  Cont  inued    on    Page   70  "t 
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PASSING  , 
PAMERJ-BY  DON'T  EVEN   STOP 
TO  LOOK    IN     SUCH  A  WINDOW 


PAUSING  -  ENTERING  . 
ATTRACTED  BY  A  DLTPLAY  IN  A 
KAWNEER    STORE    FRONT 


maun;:  i     i     mi  wsmmsmmmum 

SATISFIED 
SHE    SAW  WHAT  SHE 
WANTED     AND      DOUCHT  IT 


It  Happens  on  Every  Street  Every  Day. 


Here's  a  picture  story  of  an  every-day  oc- 
currence. It  tells  the  truth  about  good  Store 
Fronts. 

It  tells  what  is  happening  in  Front  of  your 
Store  every  time  a  person  passes. 

To  sell  you  must  attract  and  interest.  You 
must  get  the  people  into  your  Store,  and  you 
realize  the  great  number  of  extra  sales  (see  Fig- 
ure 3)  made  after  the  customer  has  entered. 
As  the  result  of  interior  sales 
helps  most  people  make  extra 
purchases  after  they  have  en- 
tered the  Store. 

One  Merchant  says,  "Our 
old  Front  "was  fair  but  it  takes 
a  modern  K  A  W  E  E  E  R 
FRONT  to  get  the  business. 
One  of  the  best  arguments  for 
good  show  windows  is  the  fact 
that  one  can  sell  the  people 
what  he  wants  to  sell  rather  than  -what  they 
want  to  buy.''  Think  what  a  stock  free  of 
over-stock  -would  mean  to  you — think  of  the 
money  you    have    tied    up    in    over-stock.      A 

KAWNEER  STORE  FRONT  will  not  only 

clean  up  your  old  stock,  but    it    will    increase 
the  sales  of  the  new  lines. 

30,000   Proofs 

Do  30,000  proofs  of  one  thing  mean  any- 
thing to  you?  If  you  had  30,000  customers 
wouldn't  you  have  the  same  faith  in  your 
Store    that  we  have  in    KAWNEER  STORE 

FRONTS? 

You  may  go  from  coast  to  coast — stop  off 
at  big  cities  and    little    hamlets  and    you     will 

find  KAWNEER  STORE  FRONTS  making 

money  for  the  Merchants  behind  them.      Many 
of    the    keenest    and  most    conservative    Mer- 

tcawneer 

Manufacturing  Company 
Limited 

Francis  </.  Plym,  President 

Guelph,  Ont. 


chants  have  manifested  their  faith  in  KAW- 
NEER  STORE  FRONTS  by  adopting  them. 
During  the  past  sixty  days  more  than  1,000 
Merchants  have  -written  to  us  asking  for  more 
information  about  KAWNEER  STORE 
FRONTS    and  for    suggestions   for  their  busi- 


These  Merchants  have  investigated  thor- 
oughly  enough  to   know  that   their  businesses 

need  KAWNEER    FRONTS 

— their  initial  steps  (seeking 
information)  are  business-like 
and  that  s  just  what  we  want 
you  to  do. 

Send  this  coupon  for  "Boost- 
ing Business  No.  21"  and  see 
the  actual  photographs  of  many 
of  the  best-paying  Store  Fronts 
in  the  country.  See  the 
photographs  of  the  Fronts  be- 
fore alteration —  the  changes  are  truly  -won- 
derful. 

Your  only  business  reason  for  putting  in  a 
new  Front  is  to  increase  your  sales — be  sure 
you  adopt  a  I  ront  that  will  do  that.  In  mak- 
ing your  decision  let  the  experience  of  30,000 
other   Merchants  help  you. 

First  get  "Boosting  Business  No.  21"— 
it  s  free  for  this  coupon,  and  it  will  not  obligate 
you  in  the  least. 


COUPON 
Kawneer 

nufacturing  Company 
Limited 


C  ueij  h.   Out. 

K>^      Kindly   send  "Boosting   Business    No.    21' 
"  without  obligation  to  me. 

s'       Name 

S      Street  and  No. 
S*        City  or  Towi 
S      Business 
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Special  Merchants'  Day  for  Window  Trimmer's  Convention 

Talks  to  Display  Men  by  Live  Retailers — Reduced  Rates  From 
Besl  of  Wv  York  Ii<»tcls — First  Report  of  Program  Committee. 

Tin  Review  h  s  recei  eel  tht  following  initial  report  from  A.  E.  Hurst,  chairman  of  tin  Arrange- 
ment Committee  of  the  Canadian  Association  of  Display  Men  for  thi   1915  convention: 

Whilt  thi  next  convention  of  the  C.A.D.M.  in  New  York  City  is  many  months  away,  yet  the  Pro- 
grammt  (  om.mitte(  for  tht  C.A.D.M.  have  already  begun  their  work  by  securing  most  desirablt  accommo- 
dations for  /In  next  meeting  in  August,  L915,  at  the  Waldorf-Astoria  Hotel,  for  both  the  Canadian  Asso- 
ciation of  Display  Men  and  thi  International  Association  of  Display  Men.  The  magnificent  Grand  Ball- 
room in  this  building  will  be  used  for  the  convention  meeting  and  hunt/ml. 

The  sizt  of  this  room  is  ont  hundred  feet  square  and  forty  feet  high,  has  twenty-five  first  tier  and 
i  i<i  hi  i  in  second  tier  boxes. 

Directly  adjoining  the  annul  Ballroom  is  the  West  Foyer  which  will  be  used  for  reception  and  regis- 
tration rooms  for  both  Associations.  Leading  from  this  is  the  As/or  Hall,  Myrtlt  Room  and  other  rooms 
which  can  be  thrown  into  ont  large  exhibition  palace  and  will  give  us  amph  spaa  for  about  eighty  booths. 
A  large  room  has  also  been  secured  on  the  floor  for  the  special  use  of  flu  Canadian  Association  for  coiling 
any  meetings  they  may  desire  to  hold. 

Ont  great  advantage  that  this  location  will  have  is  the  fact  that  the  convention  rooms  are  on  the  sec- 
ond flour  and.  within  easy  access  of  the  strict. 

Special  rates  have  been  secured  for  the  am  coition  dates  to  all  of  those  in  attendance.  Six  hundred 
rooms  can  bt  st  curt  d  at  the  following  rates:  $2  per  day  for  room;  with  bath,  $3  pt  r  day. 

Tin  si  rooms  art  elegant  in  their  appointment  and  the  charges  during  th<  winter  season  run  from 
$4  to  $10  per  day. 

These  accommodations  were  secured  with  the  understanding  that  the  Association  will  be  put  at  no 
expense  for  the  exhibition  and  convention  halls.  It  is  understood,  however,  that  the  banquet  on  Wednes- 
day night  is  li>  be  held  at  the  Waldorf-Astoria.  The  object  of  the  Program  mi  Committee  is  to  make  this 
convention  of  unusual  entertainment  and  education  il  value. 

One  feature  which  has  already  been  decided  upon,  is  that  of  "  Merchants'  Day.  which  will  probably 
be  held  on  Tuesday.  At  this  time  all  the  demonstrations,  talks,  etc.,  toil!  be  equally  as  interesting  to  mer- 
chants and  buyers  who  may  he  in  the  market  and  it  will  give  the  display  man  an  opportunity  to  incite 
his  proprietor  to  the  convention  so  that  \e  may  form  a  better  idea  of  tht  calibre  of  nun  who  makt  wp 
these  organizations. 

Arrangements  are  note  under  way  to  secure  prominent  retail  merchants  of  Canada  and  the  States  to 
address  the  display  men  on  this  day.  By  such  an  arrangement  we  belli  n  that  the  retailer  generally  will 
more  fully  appreciate  the  value  of  the  convention  meetings  and  that  he  will  be  more  apt  to  consider  the 
exvense  of  sending  his  display  man  to  the  convention,  as  a  profitable  Investnu  nt. 

At  the  last  meeting  of  the  Greater  New  York  Display  Men's  Association .  It  was  decided  to  hart  tht 
entire  New  York  local  act.  as  reception  committee  to  welcome  all  visiting  display  mt  n  and  mt  rchants  daring 
the  convention  dates.  Taking  all  of  thi n  points  Into  consideration,  tin  Programmt  Committet  for  the 
C.A.D.M.  can  nport  much  progress  towards  making  the  next  convention  a  great  success. 


WAR  INTERFERES. 
(Continued   from  page  62.) 

been  chosen  for  extending  the  business 
in  high-priced  cravats.  Rather,  on  the 
contrary,  the  trade  is  preparing  for  a 
stronger  than  usual  demand  for  the  50c 
and  the  75c  lines — and  particularly  the 
former.  Look  in  the  windows  of  the 
stores  where  haberdashery  is  sold  find  it 
will  be  found  thai  practically  all  the 
price  tickets  hear  the  Ggures  50e.  There 
are  some  75c  cards  and  a  few  $1  ones, 
but  for  the  most  part  it  is  recognized 
that  the  50c  is  the  trade  bringer  to-daj 
and  that  it  is  advisable  when  the  price 
runs  to  $1  and  above  to  leave  the  price 
out    of    the    display    and     rather    depend 

on  salesmanship  after  the  customer  gets 

into     the     store. 


Ill  one  ol  the  high  class  stores  in  a 
leading  Ontario  city  the  manager  -tales 
thai  recently  he  put  on  a  tie  sale  offer- 
ing English  silks  which  were  worth  as 
high  as  +2.50  for  $1.25.  and  the  window 
display  did  not  even  draw  a  "bite." 
lie  now  shows  nothing  but  50c  lines  in 
his  windows. 

May  Take  for  Christmas. 

There  is  an  opinion  more  or  less  uen 
oral  that  there  will  be  a  demand  for 
the  high-priced  cravats  for  the  holiday 
trade,  and  that  there  will  he  no  falling 
oft'  here  from  the  usual  business.  The 
opinion   i-  based   upon   the   idea   that    in  a 

•jil'l  there  is  not  the  same  consideration 

of    the    matter    of    price    and    that    it    is 
usually  the  host   ties  that  are  sold.     War 
conditions   rmn    mean  that  the  prices  paid 
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for  some  gifts  are  reduced,  hut  the  shad- 
ing down  should  not  materially  inter- 
It  re  with  the  range  of  possibilities  of 
the  tie  as  a  gift.  The  high  priced  cra- 
vats may  be  found  to  appeal  to  some 
people  who  formerly  bought  jewelry  or 
other   more   expensive  articles. 

Anything  Goes  in  Style. 

It   would  be  difficult  if  not  impossible 

at  the  present  time  to  say  that  there 
is  any  one  style  of  tie  in  cither  shape, 
pattern  or  color  which  might  be  said  to 
be  the  hit  of  the  season.  Tin-  range  o\ 
possibilities  has  been  so  thoroughly  and 
so  rapidly  covered  during  the  past  few 
seasons  that  there  is  to-day  being  shown 
practically  everything  that  the  imagina- 
tion could  call  for.  There  are  hows. 
(Continued   on   page   73. ) 
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This    Store    Equipped    with    Taylor-made    Rack    System 


No.  33  LB. — Combination    Suit 

Hanger,  per  100   $7.50 

No.  33B-    Boys',  15  inches  wide, 

per  100   .  .' $7.50 

No.  74B— Combination  Suit 
Hanger,  wit'i  inserted 
Trouser   I  ar.  per   100    $15  00 

A  Perfect  Hanger. 


Made  of  Polished 
Steel  Tubing 

No  paint,  no  rust, 
no  tools  or  trouble  to 
set  up.  Shipped  crat- 
ed, K.D.  Ball  Socket 
Rollers. 
6  feet  long, 

6  post $10.00 

8  feet  long, 

6  post  ......   11.50 

10  feet  long, 

G  post  ......    12.50 


Made  of  Oxidized 
Steel  Tubing 

(>  feet  long, 

(i  post $13.00 

8  feet  long, 

6  post  .' 14.00 

10  feet  long, 

(i  post 15.00 

Suit  Racks,  5  ft.  high, 
26  ins.  wide.  Overcoat 
and  Ladies'  Garments 
6  feet  liiirli. 


Our  Complete  Catalogue  No.  84,  giving  splendid  ideas  for  the 
window  man,  free  for  the  asking.  Mail  Orders  filled  promptly. 
Send  us  your  order  to-day. 


The  Taylor  Manufacturing  Co., 


82    Queen    Street    North 
Hamilton,   Ont. 


Clothing  Methods  that  Won  Success  from  Failure 

Practical  Points  Applicable  to  Any  Business,  Large  or  Small — 
Keeping  Departments  Separate — Clerks'  Sales  Records  -Govern- 
ing Buying  by  Actual  Sales — Paper  by  Alfred  Decker. 


/'/'  is  seldom  that  a  convention  of 
business  men  produces  as  pointed 
and  practical  an  address  as  was 
the  oik  given  by  Alfred  Decker  be- 
fore  the  Wisconsin  Retail  Clothiers' 
Association  at  their  first  annual  con- 
m  ntion.  Canada  has  not  reached  tin 
point  of  population  probably  yet 
when  clothing  merchants  can  be  or- 
ganized to  any  extent  and  draw  suffi- 
cient attendance  to  make  a  national 
convention  feasible,  and  even  provin- 
cial meetings  in ig hi  be  found  difficult 
to  keep  going,  but  whenever  possible 
it  should,  be  attempted.  Across  the 
border  the  various  states  an  being 
organized  and  among  the  most  suc- 
cessful have  been  the  gatherings  of 
retail  clothiers. 

The   address   of   Mr.    Decker    which 

The  Review  reproduces  in  substance 
and  partly   verbatim   below  was  not 

THE  retail  clothing  business,  I  am 
told  (began  Mr.  Docker) — and  1 
am  convinced — ranks  anion-  the 
mosi  profitable  and  best-paying  trades. 
I  believe  I  am  not  exaggerating  when  I 
say  more  substantia]  fortunes  have 
been  buiH  in  your  line  than  any  other. 
I  know  you  will  allow  me  to  start  off 
from  thai  basis  on  my  discourse  this 
evening. 

We  find  greal  merchants  with  successful 
careers  and  large  establishments  that 
started — so  to  say — with  a  shoestring. 
This  not  only  applies  to  the  one  who 
was  favored  with  extraordinary  condi- 
tions, but  also  to  cases  where  the  most 
primitive  environment  prevailed.  Of 
course,    a-     in     everything    else,    their     is 

that  variety  of  ability  that  shapes  all 
out  destinies-,  luil.  gentlemen,  the  point 
T  wish  to  bring  out,  the  point  that 
swings  the  greal  pendulum  of  the  sue 
cesses  in  your  trade,  is  that  besides 
ability  and  good  location  and  surround- 
ings, I  lie  success  or  failure  of  (lie  retail 
clothing  business  is  due  to  strict  adher 
ence  to  or  due  to  the  lack  of  the  very 
first  principles  required  in  i lie  running 
of  any  business  even  a  peanut  stand. 
Half-cocked  Attention  to  Business. 

We    wlio    are    on    the    Other    side    of    the 

fence   see   these  cases   exposed    bo   often 

thai      it      makes     one     w  ruder     how     these 

very  conditions  can  exist.  Now,  1  don't 
u  an!  you  to  think  of  me  a  •  a  pessimisl 
or  calamity  howler,  for  my  friends 
I  h"\\  of  my  optimism,  but  when  you 
would    see,  as   we  do,    Hie   thousands   of 


only  valuable  in  prest  nting  princi- 
ples Unit  control  success,  but  in  hav- 
ing "  conspicuous  example  of  the  ap- 
plication of  these  principles  in  actual 

dollars  anil  cents. 

In  a  word  Mr.  Decker  gave  "»  in- 
stance of  where  a  deficit  teas  turned 
into  a  surplus  by  a  young,  newly  ap- 
pointed manager,  who  made  il  a 
point  to  know  what  was  going  on  in 
h  is  store. 

And,  what  did  he  insist  mi  know- 
ing? 

1.  Actual  value  of  stock  on  hand, 
and  a  knowledge  of  this  from  day  to 
day. 

2.  Profits  of  each  department : 
suits,  orcrcoats,  pants,  furnishings, 
hats,  shoes. 

3.  Daily  record  of  the  day's  busi- 

financial  statements  of  evidently  good 
clothiers,  who  started  with,  say,  $5,000 
or  $10.1100  capital,  and  after  15  to  25 
years  of  toil  show  a  statement  of.  say, 
$18,000  stock,  $:s.000  fixtures,  $5,000 
outstanding,  a  homestead  worth  *6.000, 
encumbered  lor  $2,000,  making  a  total 
of  $.'10,000  assets,  and  owing  (at  the  end 
of  a  season)  $5,000  to  the  bank  and 
$10,000  for  merchandise,  $5,000  ol  which 
is  past  due  on  an  annual  business  of 
$40  000.  <>nr  frequently  finds  examples 
like  this — while,  on  the  other  hand,  you 
will  see  statements  of  $.'10,000  assets 
and  $2,000  or  $.'!.000  bills  payable  from 
merchants  who  lived  and  worked  under 
the    same    conditions. 

RECORD  FOR  SPRING,   1912. 
Dep't.  Turnover. 

Suits    2.1 

Overcoats   2.1 

Pants    1.1 

Furnishings    1.6 

Hats    0.9 

Shoes    0.9 

Average   turnover    1.45 

RECORD  FOR  SPRING,  1914. 

Suits   3.2 

Overcoats   3.3 

Pants 1.9 

Furnishings 2.9 

Hats    1.9 

Shoes    1.6 

Average  turnover 2.4 
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compared     nit],  corresponding 

day  of  previous  year. 

1.  Daily  record  of  sales  by  each 
clerk,  with  percentage  of  salary  to 
sales  figurt  d  out. 

6.  NO    gOOdS    pat     into    store     a  a  til 

the  selling  price  conformed  to  the 
mark-up  decided  on  before  as  a  safe 
margin. 

7.  Refunds  and  exchanges  hand- 
led to  prevent  any  gains  to  clerks. 

8.  Records  of  sales  of  each  Hoe  as 
guide  for  next  season's  haying. 

The  net  result  was  that  the  Spring 
turnover  increased  from  1.45  to  2.4 
///  tiro  years. 

One  of  the  most  ml nable  of  the 
maxims  of  Mr.  Decker  was  this:  "No 
mi  reliant  should  buy  any  more  than 
In  knows  from  precious  years'  experi- 
i  nci    In    will  be  able  to  sell  the  first 

four   months  of  t  ach   ■-'  "son." 

My  point  is  thai  while  the  latter  con- 
dition can  be  accomplished,  the  former 
is.  unfortunately,  too  common.  The 
causes  of  these  mediocre  successes  are 
not  drink,  sickness  or  extravagance,  but 
a  combination  of  fair  ability,  half- 
cocked  attention  to  business  and  an  ut- 
ter disregard  of  one's  besi   interests. 

Now,  gentlemen,  T  don't  want  to  dwell 
on  generalities  alone,  but  here  give  you 
a  concrete  example  of  a  case  t'  at  was 
as  1  here  describe,  and  which  was  turned 
into  a  successful  issue.  This  occurred  in 
a  larger  city  than  thai  in  which  t ho 
average  merchant  resides,  but  there  is 
no  question  but  what  it  can  he  dupli- 
cated anj  where.  My  reas  r  quoting 
i'  is  t ' i .- 1 1  the  man  who  did  the  trick 
\\  rote  the  story  for  mi  .  and  thus 
plied  me  with  the  necessary  informa- 
tion. 

There  is  no  need  of  entering  into  de- 
tails as  to  how  this  concern  got  into  thi< 
condition.  They  were1  good,  honest  men. 
possessina  the  qualifications  of  Brst- 
class  salesmen,  but  with  no  ability  or 
patience  to  bother  with  the  essentia] 
details  ,>r  a  business. 

Due  to  Lack  of  System. 
The  man  who  finally  made  thf-ir  busi 
tu  ss  a  success  had  received  his  training 
in  a  first-class,  monei  making  retail 
clothing  house,  lie  had  heard  the  con- 
cern 1  am  describing  were  in  need  of 
someone    who   could    show   them   how    to 

inn   their  business  intelligently,  lie  asked 

for  an  nnnoinl  menl .  w  iiich  was  l-'  .;. 
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Dry  Goods  Review 


Seal  Parcels— Don't  Tie  Them 

PRINT-O-GRAPH  SEALED  PACKAGES  LOOK  BETTER  THAN'  THOSE  TIED  WITH  STRING 


1 


THE  PRINT-O-GRAPH   ADVERTISES  AND  SAVES   MONEY  BESIDES 


With  the  use  of  the  Print-o-graph  every  parcel  you 
send  out  is  securely  sealed  with  a  strong  fibre  tape 
printed  with  your  advertisement. 

Its  use  means  a  big  saving  over  the  old  string  way 
of  parcelling  when  you  consider  the  economizing  of 
time,  and  the  elimination  of  the  necessity  of  having 
your  name  and  ad.  printed  on  bags  and  wrapping 
paper. 

No  matter  what  size  parcel,  the  Print-o-graph  seal 
is  strong  and  your  ad.  stands  out  distinctly.     Easy 


to  operate — simply  pull  the  tape  and  your  ad.  ap- 
peals neatly,  clearly  printed,  and  the  gummed  side 
of  the  tape  moistened  ready  to  stick  on. 

The  price  is  remarkably  low  for  the  benefit  derived 
from  the  use  of  the  Print-o-graph.  Write  for  full 
particulars. 

Full  line  of  gummed  tapes,  all  weights,  widths  and 
colors  always  in  stock.  Lowest  prices,  consistent 
with  quality. 


FREER,  COLONEY  &  COMPANY.    LIMITED 

Sole  Canadian  Distributors,  801  Read  Bldg.,  Montreal 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store     Fixtures. 

WRITE    FOR  CATALOGUE 

H.  L.  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 


TO  MANUFACTURERS 
AND   WHOLESALERS 


Do   you  want  to  be  represented  in 
Quebec    or   Quebec  and    District  ? 


Apply  to  Box  104,  St.  Roch,  Quebec 


PUTNAM'S  IMPROVED  CLOTH  CHART     '-\?'™f 

Delivered  Free 


#111^ 


r-f  Duiv  a  A  Ix 


lt    SHOWS    «'. 
vards     in     bolts 
of  cloth,   or  rib- 
lion,       lace       or 
iTnhroHery.     We 
send    it    on    ap- 
pioval.        FREE 
of     all     expense 
to  you,  for  com- 
panion    with     any    device     whuh    you    may    be    using,    or   so   that    yon 
may    satisty    yourself    whether   this   sort    of    thing   may    be    satisfactorily 
tloue.     Our  machines   are   used  in   over  20,000  stores.     Let  us  show   you. 
A    larger    illustration    and    particulars    sent   on    request.  , 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


STORE      MANAGEMENT— COMPLETE 


16  Full-Pate 
Illustrations 


Store 
3     Manarfnt 


A    Cor, 


272   Pajes 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 
By  FRANK  FARRINGTON 
ion  book  to    Retail  Advertising  Complete 
$1  .00     POSTPAID 

"Store    Management  —  Complete"    tells  all    about    the 
lagement  of  a  store  so  that  not    only   the   greatest    sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  V.— The  Store  Policy— What  it  shonM  be 
to  bold  trade.  The  money-b«ck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  floods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBUSHED 

Send  us  (I  00.      Keep  the  book  ten  days  and   I  it  iao'l 
worth  the  price  return  it  and  get  your  money  !-«ck. 

Technical  Book  Dept.,  Maclean  Publishing  Co. 
TORONTO 


.-.-. 
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MEN'S   WEAK   SIOCTION 


displayed  his  wares  and  sold  his  abilitj 
for  a  aominal  sum.  It  took  a  couple  of 
-  oi  argument  -  bat  k  and  Eorth  to 
convince  the  firm  thai  it  was  their  lack 
of  system  which  had  caused  their  pom 
showing,  and  thai  a  business  could  be 
run  bj  statistical  records  handled  by 
somoone  who  knew  from  practical  ex- 
perience,  and  who  could  suggest  reme 
dies  by  reading  l  lie  figures.  These  men 
were  like  a  great  many  retailers  of  to- 
day, who  look  at  a  store's  success  from 
the  standpoint  of  the  volume  of  sales 
instead  of  whal  is  left  on  the  credit 
side  of  the  profit  and  loss  account  at 
the  end  of  the  season. 

What  They  Did  Not  Know. 

The  first  thins:  the  young  man  did 
after  entering  the  store  was  to  lake  an 
actual  inventory,  and  the  result  was 
that  he  found  them  head  over  heels  in 
debt,  and  owners  of  about  $15,000  worth 
of  merchandise  from  several  years  back 
that  could  not  be  sold  except  at  a  great 
sacrifice;  a  large  number  of  accounts 
receivable,  of  which  about  60  per  cent, 
could  not  be  collected,  and  other  worth- 
less assets,  altogether  an  amount  of 
$45,000.  which  had  to  be  written  off.  He 
also  found  that  Hie  store  had  lost  about 
$2,000  during  the  two  months  of  that 
season  prior  to  his  entering  the  business. 
Getting  all  these  facts  together,  he  called 
a  meeting  of  the  owners,  laid  the  facts 
before  them,  and  suggested  remedies  to 
improve    the    conditions. 

Except  at  inventors'  time  they  had 
never  known  how  much  they  had  made, 
and  at  that  time  they  only  knew  the  net 
profit  on  the  whole  store,  not  how  much 
they  had  made  gross  or  net  on  each  de- 
partment. They  did  not  know  which 
department  made  money  according  to 
the  stock  and  the  expenses  it  carried, 
or  if  stock  was  too  large  for  doing  the 
business  they  did.  They  might  have 
heard  of  turning  of  stock,  but  did  not 
know  what  it  was.  Now,  if  these  men 
had  prepared  themselves  before  they 
started  .out  as  merchants,  it  would  have 
saved  them  the  $45,000  which  had  to  be 
written  off  the  books  and  much  more 
than  that,  in  other  ways. 

The  new  man  started  out  by  cutting 
expenses  in  every  department  where  it 
would  not  jeopardize  the  business,  and 
suggested  judicious  newspaper  advertis- 
ing and  better  displays  in  the  windows. 
He  showed  them  from  day  to  day  by 
a  simple  daily  report  a  complete  history 
of  the  day 's  business,  compared  with  the 
previous  year.  The  marking  of  the  mer- 
chandise was  systematically  done.  The 
new  man  demonstrated  to  them  the 
correct    way    to    buy.     <>n    account    of    \'c\x 

records  having  been  kept,  he  had  to  find 

out  for  himself  how   far  to  go   in   buying 

merchandise    for    the    first    season.     No 

merchant    should    buy   any   more    than    he 


knows   from   previous  years'   experience 

he  will  tie  aide  to  sell  the  first  lour 
months  of  each  season.  Sou  must  know 
what  you  bonght  from  the  different  con- 
ic ins  last  year,  and  at  what  prices  you 
sold  these  suits  and  overcoats.  Never 
lia\e  suits  and  overcoats  in  our  depart- 
ment on  your  book-s.  Separating  them 
is  the  only  way  you  will  be  able  to  de- 
termine what  you  have  sold  intelligently. 
Do  not  have  pants  in  with  the  suits, 
but  have  a  separate  department  for 
them.  These  different  records  were 
kept  from  day  to  day,  and  he  knew  ex- 
actly how  many  suits  were  sold,  and  at 
what  price.  More  merchandise  was  added 
according  to  the  showing  of  his   fitrures. 

Change  in  Turnover. 
The  turning  of  the  stock   the"  first  six 
months  this  new  man  operated  the  store 
was  as  follows  for  Spring  season,  1012: 

Suits    2.1 

Overeoats    2.1 

Pants    1.1 

Furnishings 1.6 

Hats    .. 0.0 

Shoes    0.0 

Average    turnover    1.45 

Pint  for  the  Spring  season  of  1014, 
two  years   afterward,  it  was: 

Suits     3.2 

Overeoats    3.3 

Pants 1.0 

Furnishings    - 2.9 

Hats    .. 1.0 

Shoes    1.6 

Average    turnover    2.4 

The  turning  for  Spring  season.  1011. 
totaled  about  1.25.  This  is  figured  on 
average  stock  during  the  season,  not,  as 
erroneously  done  by  many,  on  the  mer- 
chandise at  the  end  of  the  season,  when 
the   stock  is  lowest. 

Weeding  Out  Old  Stocks. 
These  figures  show  what  can  be  done 
by  systematic  buying.  The  hat  and  shoe 
stocks  in  1012  were  practically  worth- 
less, but.  by  weeding  out  the  odds  and 
(lids,  little  by  little,  during  the  two 
years,  without  serious  consequences,  lie 
demonstrated  an  improvement  in  stock 
turning  which  is  surprising.  This  man 
uses  the  turnover  as  a  guide  in  deter- 
mining the  condition  of  a  stock.  It  is 
his  barometer,  which  is  guiding  him  to 
successful    merchandising. 

What  Each  Clerk  Cost. 
Then  the  efficiency  of  the  sale-   force 

was  looked  into.  Their  sales  appeared 
on  the  daily  report,  and  each  week  their 
salary  was  applied  to  the  total  sales  to 
find  their  selling  per  cent.  The  mark-up 
on  each  invoice  was  figured,  and  no  goods 
were  put  in  stock  until  the  selling  price 
was  right  according  to  the  per  cent. 
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mark-up    shown    on    the    invoice,    which 
had  to  be  large  enough  to  leave  a  profit. 

Refunds  and  exchanges  were  handled 
in  a  different  manner,  eliminating  any 
opportunity  for  clerks  to  become  rich 
through  these  medium-.  Actual  cost  of 
merchandise  sold  was  figured  from  day 
to  day. 

Through  his  records  he  was  alv 
posted  on  his  stock  on  hand.  He  knew 
exactly  how  far  they  could  go  in  price 
cutting,  as  he  knew  how  much  had  been 
made  in  each  department,  and  knew  a 
lived  per  cent,  had  to  be  made  to  pay 
expenses  and  leave  a   profit. 

Four  months  after  this  new  man  en- 
tered  the  store  the  inventory  showed  a 
profit  for  the  six  months  of  about 
$6,500,  or  for  the  four  months  of  his, 
leadership  a  profit  of  $8,500,  as  the  books 
showed  a  loss  of  $2,000  when  he  took 
the  store  over.  At  the  present  time — 
two  years  afterwards — the  concern 
stands   as  follows: 

Stock    $27,000 

Other   assets    38.000 

Total    .965.000 

Liabilities    18.000 


-    7.000 
Net  Profits  of  10.3  Per  Cent. 
Two  years  a'_ro  their  standing  was: 

Stock     $33,000 

Other  Asets   23,000 

$56,000 
Liabilities    40.000 

$16,000 
Their  sales  last  year  were  $1 84.000. 

Per  Cent. 

Gross   profits    $61,000         33.5 

Kxpenses 42.000         23.2 

Net   profits    19,000         10.3 

They  have  their  business  so  well  in 
hand  that  they  cannot  miss  the  ultimate 
goal  which  every  merchant  is  aimins  at 
— real  success  in  exchange  for  their 
earnest   efforts. 

@- 

STARTED   IN    BUFFALO. 

(Continued  from  Paire  64.1 

and  with  a  fair  knowledge  of  window 
dressing,  1  became  connected  with  one 
of  Buffalo's  progressive  stores,  -1.  M. 
Brecker  &  Co..  and  under  the  schooling 
of  an  experienced  man  with  modern 
ideas  and  a  tendency  to  keep  down  ex- 
penses— which  is  a  mighty  good  thing 
nowaday-.  1  soon  became  confident  that 
1  could  manage  a  set  of  v  indows.  My 
chance  came  with  the  same  firm  which 
I  was  connected  with  for  over  two  years. 
The  North-west  appealed  to  me.  ami  1 
started  for  Regina.  1  have  made  seT 
oral  trips  to  conventions,  etc..  which  1 
find   greatly   add   to  one's   knowledge. 
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Designs   of  Fall   cards  for   men's   wear  stores   by    It. 


Mnc-Don    l<l 


Types  of  Cards  for  Staple  and  Special  Occasions 

Narrow  Panel  Shapes  with  Lots  of  White  Space  Becoming 
Popular — Attractive  Ink  Sketches  to  Represent  Styles — Promin- 
ent Price  Mark — Stripes  on  Top  and  Bottom — Combination  of 
Roman  and  Italic  Lettering. 


THE  cards  reproduced  on  this  page 
are  seasonable  Fall  and  Winter 
announcements  and  illustrate  the 
prevailing'  tendency  towards  black  let- 
tering on  white  cards  for  men's  wear 
windows.  There  is  also  noticeable  the 
feeling-  in  favor  of  pen  lettering,  with 
lots  of  white  space  around  it,  and  the 
panel  style,  up-and-down  in  preference 
to  the  "landscape."  Short,  terse  word- 
ing" is  another  admirable  point  about 
these  cards,  the  work  of  R.  C.  MacDon- 
ald,  who,  it  will  be  remembered,  was  one 
of  the  judges  in  the  annual  competition 
of  the  Canadian  Association  of  Display 
Men. 

Drawing  is  a  Good  Suggestion. 

The  upper  illustration  contains  on  the 
extreme  left  and  right  two  announce- 
ment cards  for  Fall  and  Winter.  On 
each  is  a  neatly  designed  pen  sketch  as 
a  decoration,  the  one  of  an  overcoat,  the 
other  of  a  suit.  This  device  was  one  of 
the  features  in  the  prize-winning  card  of 
Gordon  Munroe,  of  Portage  la  Prairie, 
and  for  variety,  adds  greatly  to  the  ef- 
fectiveness of  a  card.  There  is  a  sug- 
gestiveness  about  the  drawing-  that  links 
it  up  profitably  with  the  made-up  goods 
or  the  piece.  Here  the  drawing  does  not 
dominate  the  card  to  the  dwarfing  of  the 
leading  matter. 

Free  Wrist  Movement. 

The   lettering  in   all   these   cards  is   a 

pen  stroke  with  a  free  wrist  movement. 

One  of  the  advantages  is  that  it  is  done 

very  rapidly,      as     Mr.   MaeDonald   has 


completed  one  card  in  five  minutes  or 
even  less.  This  is  a  big  consideration 
in  the  busy  card  man 's  choice  of  a  style 
of  lettering.  The  letters  themselves 
comhine  a  somewhal  eccentric  Roman 
style  with  Italic. 

Prominent  Price  Card. 
The  left  centre  sample  takes  the  form 
of  a  very  prominent  price  card,  unusu- 
ally prominent  compared  with  the  work 
of  most  card  writers,  but  the  figures, — 
the  only  brush  work  on  any  of  the  cards 
and  done  with  a  wide  flat  instrument — 
are  not  too  obtrusive  for  all  their  size. 
There  is  a  neatness  that  tones  down  any 
feeling  of  over  largeness,  and  the  con- 
densed form  so  far  as  width  is  concern- 


ed  serves  to  keep  them  practically  inside 
tic  width  allotted  to  the  lettering.  The 
dollar  mark  is  an  odd  one.  but  simple, 
effective    and    rapidly    executed. 

The  whole  inscription  including  the 
price,  is  kept  in  a  small  panel  space  in 
the  centre  leaving  abundance  of  white 
ground — one  of  the  best  features  of  all 
such   cards. 

The  right  centre  card  contains  a  uni- 
que layout,  with  a  small,  pen  line  panel, 
as  a  relief  to  the  inscription  which  is 
itself  of  the  type  of  a  regulation  formal 
announcement. 

The  cards  at  the  lower  end  of  the 
page  are  also  the  work  of  Mr.  MacDon- 
(Continued  on   page  T.'i.  I 
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Dry  Goods  Review  MEN'S    WEAE   SECTION 


Urging  Britain  to  Allow  Export  of  Wool 

Knit  ( roods  Firms  in  Replies  to  Query  of  The  Review,  State  That 
Conditions  Would  Soon  be  Serious — Supply  from  U.  S.  Would 
Increase  Prices — Much  Needed  for  Government  Orders. 

Th<  following  letters  have  been  received  by  The  f!<  view  from  knit  </oods  manufacturer*  indirating 
th<   urgent  need  for  rescinding  the  recent  embargo  on  the  export  of  wool  into  Canada- 

.MATTER   FOR    GOVERNMENT   ATTENTION. 

WE  have  your  favor  of  t lie  13th  inst.,  asking  our  opinion  on  the  effect  of  the  English  Embargo  on 
Wools,  and  in  reply  wish  to  say  in  regard  to  the  raw  wool  stuation,  this  embargo  if  maintained  for 
any  Length  of  time,  will  have  a  very  serious  effect  on  Canadian  business.  Jl  is  quite  true  that  we  can  go  to 
Australia,  New  Zealand,  or  South   America  for  certain  of  our  wools,  but  at  the  same  time  this  cannot  be 

done  in  a  week  or  a  month,  as  connections  must  be  formed  in  these  countries  and  it  is  doubtful  if  any 
could  be  got  from  New  Zealand  or  Australia  short  of  four  or  five  months.  In  the  meantime  the  Cana- 
dian supply  of  wool  would  undoubtedly  be  used  up  in  about  two  months  and  in  fact  Canadian  wool-  at 
the  present  time  are  very  scarce;  after  which  time,  we  would  be  obliged  to  go  to  the  United  State-  foi 
our  supplies,  and  recent  quotations  had  from  that  source  on  Crossbreds  have  been  anywhere  from  3c 
to  6c  per  pound  advance,  while  on  Woollen  Tops  they  are  asking  an  advance  of  anywhere  from  ~>c  to 
8c  per  pound.  This  being  the  ca.se,  of  course  those  concerns  who  are  tendering  for  contracts  for  Oovern- 
nient  work,  would  he  obliged  to  put  the  extra  price  on  these  goods  and  eventually  this  extra  price  must 
be  paid  by  the  Canadian  or  British  Government  for  their  supplies. 

We  think  this  matter  should  be  brought  very  seriously  to  the  attention  of  the  Canadian  Govern- 
ment with  a  view  of  having  matters  adjusted  in  some  way  with  the  British  Government,  so  that  sup- 
plies could  come  into  the  country  and  we  in  turn  would  not  he  allowed  to  export  in  the  raw  state.  This 
we  think  would  overcome  the  difficulty. 

PENMANS  LIMITED,    J.  Bonner. 

Pari-,  Canada.  Oct.  16,  1914.  General  Manager, 

*  *        * 

NEGOTIATING   WITH   BRITISH  GOVERNMENT. 

"D  EPLYING  to  your  favor  of  the  loth  would  say  the  embargo  placed  upon  wool  by  the  British  Gov- 
•^  eminent  will  certainly  be  a  very  serious  matter  to  all  Canadian  Textile  Manufacturers.  We  had  very 
large  quantities  of  Wool  specified  for  immediate  shipment  just  at  the  time  the  embargo  was  placed,  and 
we  have  been  unable  to  secure  shipment.  We  should  think  this  would  work  out  very  unfortunately  for  all 
Canadian  manufacturers.  Our  representative  in  England  is  negotiating  with  the  British  Government 
to  see  if  we  cannot  secure  a  license  to  have  these  shipments  come  forward,  as  they  arc  required  for  manu- 
facturing government  orders.  The  matter  is  also  being  dealt  with  from  Ottawa.  We  were  advised  by 
cable  a  few  days  ago  that  last  week  there  was  an  advance  of  14c  per  lb.  on  crossbred  yarns  in  England, 
so  the  situation  looks  pretty  serious  at  the  present  time.  This  year,  particularly,  all  manufacturer-  have 
been  running  with  as  light  stocks  as  possible  and  if  importations  of  wool  are  stopped  for  any  considerable 
length  of  time  present  stocks  would  very  quickly  become  exhausted. 

Dunnville,  Canada,  Oct.  17,  1914.  THE  MONARCH  KNITTING  Co.  LTD. 

*  »        • 

A  REPORT  from  Bradford  manufacturers  to  Messrs.  Wilson  &  Angus,  Toronto,  deals  thus  with  what 
■**    they  designate  as  the  extraordinary  position  prevailing  at  the  present  time: 

Practically  all  quotations  for  merinos  and  crossbreds  have  been  withdrawn,  and  all  we  can  do  with 
regard  to  values  is  to  give  the  price  last  made.  For  example,  17 l-->d.  has  been  made  for  40s.,  but  to-day 
it   i<  practically  impossible  to  buy  any  sort  of  crossbred  tops  or  even  merino  tops  at  any  price. 

Topmakers  have  had  to  buy  back  tops  previously  sold  to  merchants,  and  the  latter  have  made  good 
profits  on  the  transaction. 

The  trade  has  been  fairly  overwhelmed  by  the  enormous  demand  for  all  kinds  of  Army  material: 
indeed,  the  demand  is  greater  than  the  trade  here  can  supply,  and  big  contracts  for  the  French  Army 
are  going  to  America  and  Canada.  There  has  been  a  particularly  large  demand  during  the  past  few 
days  for  material  for  horse  rugs  and  all  sorts  of  low  wools  and  low  noils  have  been  practically  swept   up. 

All  spinners  who  have  adapted  themselves  to  the  altered  conditions  are  working  at  high  pressure; 
indeed  many  mills  in  Bradford  and  district  are  working  night  and  day, 

Even  merinos  are  dearer  than  they  were  a  week  ago  to  the  extent  of  a  half  penny  or  three  farthing-; 
but  it  is  hardly  possible  to  say  really  what  merino  values  are  until  some  wool  has  been  offered  in 
London. 

All  sorts  of  English  wools  are  also  in  great  demand,  especially  the  stronger  sorts,  and  price-  arc  on 
the  up  grade.  The  conditions  prevailing  during  the  war  of  L870  have  not  only  been  reproduced  hut  the 
demand  is  proportionately  greater  than  it  was  then." 

Sri'  also    next   page. 
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Harvey  Knitting  Co.,  Limited,  Woodstock,  Ont. 

t 


Ladies' 


Fine    Swiss    Kiblii  il 
Lisle    Vests. 


MAKERS  OF 

Ladies',  children's,  men's  and  boys'  Vests. 
Drawers  and  Combinations  in  Cotton.  J. isle 
and  Mercerized  Yarns.  Combinations  a 
specialty. 

Also 

sole  makers  of  the  AIRY  WEAK  knit  fabric. 
Most  perfectly  ventilated  garment  ever  made. 

Sold  to  the  Retail  Trade. 


Wait  for  our   Representatives   with   the 

HARVEY  BRAND 
OF  KNIT  GOODS 

The    riiiiKe    for    1!)15   is    the    finest    ever    shown    in    Canada. 


AGENTS:  British  Columbia  and  Alberta — H.  P.  Laing, 
col  Welton  Bldg.,  Vancouver.  Manitoba  and  Saskal 
(•he\van — Harvey  Bros.,  313  Fort  St.,  Winnipeg.  Ontario 
—J.  E.  McClung,  33  Mel  in  da  St.,  Toronto.  Quebec— 
P.  DeGruehy  &  Son,  207  St.  James  Street,  Montreal. 
Maritime   Provinces — F.   S.   White.   St.   Stephen,   X.B. 


I  LET 


(  otnlii  r-al  i>  :. 


W//////////,,,,,,S,,,SS,..,,/,*,,,,/////'/////////////<'''<'""""""""""""'^^^^ 


STOCKS    SOON    EXHAUSTED. 

\\T  E  are  in  receipt  of  yours  of  Oct. 
^ "  13th,  and  we  may  say  that  the 
prohibition  of  the  export  from  England 
of  wool  and  yarns  will  be  a  very  serious 
matter  for  the  knitting-  concerns  in  Can- 
ada if  this  prohibition  is  continued  for 
even  a  short  time.  We  think  that  your 
statement  to  the  effect  that  the  stock  of 
yarn  in  the  factories  and  mills  will  be 
largely  exhausted  by  Christmas  is,  in  all 
probability,  correct.  Something,  of 
course,  will  depend  on  the  condition  of 
business  between  now  and  Christmas, 
but  we  are  inclined  to  think  that  stocks 
in  the  hands  of  the  retailer  are  very  low, 
and  that  there  is  apt  to  be  a  very  con- 
siderable demand  between  now  and  the 
close  of  the  year.  This,  of  course,  will 
tend  to  use  up  the  available  supply  of 
raw  material.  Our  advices  are  to  the 
effect  that  an  exception  is  likely  to  be 
made  in  the  case  of  Canada.  We  under- 
stand that  the  Ottawa  Government  are 
negotiating  with  a  view  to  having  the 
embargo  removed,  so  far  as  Canada  is 
concerned,  and  we  think  that,  in  view  of 
the  fact  that  the  Imperial  Government 
are  asking  the  Canadian  mills  to  supply 
goods  for  the  Imperial  troops,  in 
all  probability,  the  embargo  will  be  re- 
moved, but,  as  yet,  we  have  no  definite 
information. 

In   reply   to   your   question   regarding 
the  advance  in  cost  of  manufacture,  we 


do  not  anticipate  any  advance  in  the 
cost  of  labor.  The  labor  supply  at  pres- 
ent is  very  plentiful,  but  there  will,  no 
doubt,  be  an  advance  in  the  cost  of  raw 
material,  even  if  the  embargo  is  re- 
moved. Prices  have  advanced  very  ma- 
terially during  the  last  month.  This,  of 
course,  will  increase  the  cost  of  manu- 
factured goods,  and,  on  the  margin  on 
which  knitted  goods  have  been  sold  in 
the  past,  corresponding  advances  in  the 
price  of  the  manufactured  article  will 
become  necessary. 

We  are  not  prepared,  just  at  present, 
to  answer  your  question  regarding  other 
sources  of  supply.  We  are  looking  into 
the  matter  and  preparing  to  meet  the 
situation  in  case  the  embargo  is  not  re- 
moved. 

R.  M.  BALLANTYNE,  LIMITED. 
(K.   C  Turnbull.) 

Stratford,  October  17. 


Messrs.  Fitzpatrick  and  O'Connell 
found  that  it  not  only  drew  attention  to 
the  goods  but  resulted  in  a  number  of 
inquiries  being  made. 

The  second  card  follows  the  line  of 
the  one  shown  above  with  a  prominent 
price  mark. 

The  third  is  a  novel  and  taking  card 
for  a  special  occasion.  Thanksgiving, 
with  the  turkey  itself  a  cutout  in  col- 
ors, and  the  section  of  the  circle  on  the 
top  also   in   two   bright   colors. 

The  fourth  has  the  lettering  like  the 
rest  in  a  narrow  panel  space,  with  the 
stripes  of  vivid  green  on  top  and  bottom. 

Mr.  MacDonald's  work  has  attracted 
considerable  attention  and  The  Review 
is  glad  to  be  able  to  reproduce  some  of 
his  typical    products  in   this  issue. 


TYPES    OF    CARDS. 

(Continued  from  Page  71.) 


.1 


aid,  and  three  of  them  show  a  variety 
in  treatment  from  the  simpler  ones  ap- 
pearing above.  Note  the  one  on  the  left, 
with  the  two  words,  "Just  Arrived.'' 
The  stripes  on  top  and  bottom  are  in 
grey.  This  is  a  very  terse  catchy  phrase, 
and  the  firm  for  whom  it  was  executed. 
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WAR  INTERFERES. 

(Continued  from  Page  66.) 

four-in-hands,  large  scarfs  and  knitted 
shapes;  there  are  club  stripes,  all-over 
desisrns,  checks,  polka  dots,  plain  colors, 
and  in  fact  almost  anything  that  could 
be  asked  for — and  they  are  all  in  good 
taste.  All-over  designs  are  getting  i  fair 
share  of  attention,  despite  the  fact  that 
the  higher-priced  lines  do  not  appear 
to  be  big  sellers  and  the  manufacturers 
have  risen  to  the  occasion  by  bringing 
out   similar   designs   in   cheaper   grades. 


Sold  Eighteen  Dozen  Tipperary  Ties  in  One  Day 

Semi-Ready  Stoic.  Toronto,  Puts  on  a  Special  Line  to  Meet  tn< 
Spirit  of  the  New  War  Song — A  Popular  Response    -Saturday 
Sales  Made  the  Event  the  Most  Successful  of  the  Kind  Ever  Held 
in  the  Stoic 


IF  everybody   is  singing  "It's  a  Long 
Way  I 'i  Tipperary,"  why  shouldn't 
thej   wear  a  Tipperary  tie?  This  was 
the  question  which  appealed  to  Manager 
Hay,   of   the    Semi-Ready    Store,    Yonge 
Si  reel ,  Toronto. 

There  is  no  connection  between  the 
particular  song  and  the  war,  and  yet  it 
has  become  the  British  marching  air  of 
the  campaign,  and,  it  is  said,  is  being 
taken  up  by  I  he  French.  The  sent  imenl  of 
the  lines  has  not!  ing  to  do  with  fighting; 
it  is  the  air  that  has  caught  the  spirit, 
just  as  the  Americans  in  the  war  with 
Spain  took  up  "There'll  Be  a  Hot  Time 
in  the  Old  Town  To-night."  But  there 
is  a  connection  between  the  soivj;  and  the 
cravat  which  .Mr.  Hay  lias  brought  out  ; 
ii  is  an  Irish  tie,  which  typifies  the  Irish 

air. 

With  everybody  singing,  humming  or 
whistling  the  war  air;  with  the  or- 
chestras in  every  theatre  playing  it,  and 
with  the  echoes  carried  up  and  down  the 
streets  by  gramaphogesj  Mr.  Hay  con- 
ceived the  idea  that  it  was  time  to  take 
advantage  of  the  fighting  spirit  to  help 
business.  He  went  to  a  tie  manufacturer 
and  bought  up  a  line  of  shamrock-col- 
ored goods,  which  he  had  made  up  for 
his  store  to  sell  at  the  popular  figure — 
50c.  The  material  was  a  green  mixture 
in  one  of  the  new  floral  patterns,  which 
at  first  glance  could  very  well  pass  for  a 
shamrock  design. 

That  Mr.  Hay  had  correctly  gauged 
public  sentiment  in  this  matter — that  he 
was  correct  in  his  opinion  that  the  popu- 
larity of  the  song  would  work  out  in 
neckwear — has  been  proven  by  the  sales, 
lie  reports  that  on  one  Saturday  alone 
there  were  over  eighteen  dozen  went  over 

il .miters,  and  this  is  a  remarkable 

showing  at  a  time  when  there  is  not  a 
very  strong  demand  for  haberdashery. 


This  window  dressed  by  Reid  Pepper  had  a  good  share  in  - . • : : i 1 1 ir  18  dozen  tics  in 
a  day.  These  are  shown  prominent  in  the  foreground,  while  the  card  proved  a  "Hit." 
as  well  as  a  "Tip."  In  the  background  is  a  drawing  of  an  Irishman  with  a  pipe.  The 
whole  window  has  the  natty  appearance  characteristic  of  Mr.   Pepper's  trims. 


The  big  selling  feature  was  the  window 
which  is  illustrated  here.  The  display 
was  one  which  was  designed  with  marked 
care,  and  was  bound  to  attract  attention. 
There  were  few  men  who  passed  who  did 
not  hesitate  for  a  moment  and  look  it 
over,  and  many  went  inside,  as  the  sales 
show.  Altogether  it  was  one  id'  the  most 
successful  efforts  of  the  kind  which  has 
ever  been  organized  in  this  store. 

A  companion  window  was  filled  with 
an  appropriate  display  of  Irish  home- 
spuns in  suits  and  coats. 


Since  the  outbreak  of  the  war  there 
have  been  a  lame  number  of  patriotic 
neckties  placed  on  the  market.  There 
have  been  tri-color  effects,  both  in  the 
flat  silk  and  knitted  cravats,  and  there 
have  been  a  large  number  of  emblems 
worked  into  the  scarf  ends  of  various 
shaped  ties.  However,  the  demand  for 
these  has  not  been  very  strong.  The 
Tipperary  tie  idea  seems  to  appeal  more 
to  the  taste  just  the  same  as  people 
would  whistle  the  tune  when  they  would 
not  find  occasion  to  stop  and  uive  three 
cheers  Tor  the  fla?. 


Official    Statement  from  Customs    Department  to  The  Review 


IN  order  to  settle  a  point  in  dispute 
as  to  what  goods  ordered  before  the 
war  are  eligible  to  enter  Canada 
now,  the  Editor  of  The  Review  wrote 
the  Commissioner  of  Customs  at  Ottawa 
and  received  the  following  reply,  settling 
also  the  point  as  to  the  manner  of  proof 
required  of  export  before  the  war: 
Department    of    Customs, 

20th  October,   1?14. 
Sir: 

I  have  the  honor  to  acknowledge  re- 
ceipt of  your  letter  of  the  13th  instant 


asking  for  a  statement  from  this  Depart- 
ment as  to  whether  it  considers  that 
German  pocds  which  left  Germany  after 
t>>e  declaration  of  war,  August  4th,  or 
Austrian  goods  which  left  Austria  after 
the  declaration  of  war  with  that  coun- 
try, on  August  12th,  may  enter  Canada. 
In  reply  I  am  to  state  that  this  De- 
partment holds  that  goods  the  product 
of  Austria  or  Germany  in  order  to  he 
entitled  to  entry  into  Canada  must  have 
been  exported  from  these  countries  pre- 
vious to  the  cutbre-v  of  war  with  each 
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country,  respectively.  When  goods  are 
shipped  from  these  countries  the  date 
of  the  foreign  bill  of  lading  is  consid- 
ered sufficient  proof:  and  when  goods, 
the  product  of  Austria  or  Germany,  are 
imported  through  a  neutral  country,  the 
affidavit  of  the  exporter  in  the  neutral 
country,  containing  the  above  facts,  is 
reouired. 

I  have  the  honor  to  be.  Sir. 

Your  obedient  servant, 
JOHN  McDOUGALD. 
Commissioner  of  Customs. 
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ROCKWOOD" 


A    SEASON'S    NOVELTY 
TO  RETAIL  AT  3  for  50c. 


Same  style  in  2  for  a  quarter 
quality  is  called 

BRIGHTON 


•■■• 


ASK     YOUR     WHOLESALER     FOR 
THEM= 


XZ&nikl 


VTlcmfoeae 
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The  Cooper  "Windless" 


— a  smart  young  mans  cap  that 
protects  the  forehead,  never  blows 
off,  adjusts  to  three  distinct  sizes 

Altogether  this  makes  a  profitable  line  to  handle,  the  selling  points 
are  many,  the  styles  are  unapproachable  and  the  values  right. 
Each  cap  gives  three  distinct  sizes  which  means  three  times  the 
assortment  with  no  more  stock,  or  one-third  the  stock  for  the  same 
range.  It's  a  real,  live  money-maker.  Look  into  the  Cooper  Cap 
proposition. 

THE  COOPER   CAP   COMPANY 


260  SPADINA  AVE. 


TORONTO 


V. 


w> 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Worth  While! 

At  the  present  time  it  would  be  worth  while  for  merchants 
to  see  our  stock  or  our  travellers'  samples  of 

Ladies'  Cloakings 

and  be  liberal  in  anticipating  their  requirements,  as  there  is 
every  possibility  of  a  big  shortage  in  the  better  selling  cloths. 

Linens 
For  the  Christmas  Trade 

We  are  giving  particular  attention  to  Christmas  Linens  and 
invite  an  inspection  of  our  stock  before  the  lines  get  broken 
up— 

Luncheon  Sets,  Plain  and  Damask 

Initialled — Hemstiched — Scalloped 

Embroidered  Pillow  Cases 

One  Pair  in  a  Box 

Fancy  Towels — Guest  Towels 

All  sizes  and  qualities 

&f  &Gu(d,£imi(ed 


Montreal  Toronto  Quebec 

') 
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Published 
Semi-monthly 


November  4,  1914 
Vol.  XXVI.    No.  21 
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What  more  appropriate  gift  can  you  suggest 
for  the  good  housewife  than  beautiful,  sun- 
bleached,    snowy-white  "Old    Bleach"   Linens? 

Make  "Old  Bleach"  Damasks  and  Towels  the 
central  display  for  the  Christmas  trade. 

Sorting  stock  in   Toronto  office. 


R.  H.  COSBIE 


IRISH  LINEN  AGENCY 
30  WELLINGTON  ST.  WEST 


TORONTO 


I  Crow/!/ OverAll 


Rooster  Brand" 


CANADA 

AND 

BRITAIN 


Produce  About  Everything  We  Require 

Purchase  all  you  can  in  Canada  and  our  factories 
will    run   full  time   and   much    hardship   be  averted. 

Be  British 

Our  Travellers  are  now  on  active  service  with  a 
splendid  equipment  and  ready  for  any  emergency 
for  assorting  and  Spring. 

White  Coats,    Shirts,    Overalls,    Pants 
Mackinaws,    Khakis,   White  Ducks 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MONTREAL:  501    New    Birks    Building 
MAGOG,    QUE.:    Branch   Factory 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jtustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $^,.50     Mailed  Free 

Specimen  Copy  nvill  be  supplied  on  application 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing  Office*: 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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Newspaper  Ads 
like  this  sent 

Free 

to  merchants 
handling 


TD 


DRESS  GOODS 


TD 


We   Specialize  in 
Fine  Dress  Goods 

YOU  might  look  through  the  finest  shops  in  Paris, 
or  London  or  New  York,  for  dress  goods  of  finest 
quality  and  most  fashionable  shades  and  fabrics — and 
in  every  case  you  would  find 


^Dress  Goods 


most  prominently  displayed  and  called  for  by  the  most 
select  trade  just  as  they  are  in  our  store  here.  For 
many  years  Priestleys'  goods  have  been  recognized  as 
the  best  in  all  parts  of  the  world. 

Oar  very  reasonable  prices  for  these  beautiful 
Priestleys'  fabrics  are  due  to  the  low  Canadian 
tariff  on  British  goods.  In  a  wide  variety  of  the 
newest  weaves  and  colors.  Be  sore  to  see  them. 

YOUR  NAME  HERE 


AS  part  of  our  advertising  campaign  for  Priestleys'  Dress 
Goods,  we  have  had  a  series  of  handsome  newspaper 
advertisements  made  up  in  plate  form  for  use  by  our 
customers  in  their  local  papers.     We  supply  these  electro- 
types free  of  charge.     They  are  sure  to  increase  the  dress 
goods  sales  of  every  merchant  who  uses  them. 

If  you  have   not  received  the 
proof-sheet,  write  for  it  at  once. 

Address  Advertising  Department 

Greenshields  Limited,  Montreal 

"Everything  in  Dry  Goods." 
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GINGHAMS  will  be  in  Good  Demand  in  1915. 

Stock  THE  POPULAR  BRAND. 

The  Range  of  "ANDERSON'S"  is  finer  than  ever 

and  will  be  shown  by  ALL  WHOLESALE  HOUSES  in 

SEPTEMBER  ^^^^  ^^^^  &  OCTOBER 


WM.  ANDERSON  &  CO.,  Ltd. 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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About  Your  Xmas  Trade ! 


LET  US  SHOW  YOU  AN  ATTRACTIVE  RANGE 
OF  CHRISTMAS  SELLERS.  GOODS,  INTEREST- 
INGLY PUT  UP,  IN  APPROPRIATELY  DECOR- 
ATED WRAPPINGS  AND  BOXES. 

THESE  LINES  WILL  BRIGHTEN  AND  DECOR- 
ATE YOUR  STORE  THEMSELVES  AND,  AS  THEY 
ARE  AMONG  THE  MOST  USEFUL  OF  WEARING 
APPAREL  AND  HOUSEHOLD  NECESSITIES, 
ARE  BOUND  TO  INTEREST  YOUR  CUSTOMERS 
MIGHTILY. 

THEN YOU  NEED  HAVE  NO  FEAR  OF  THE 

BUGBEAR,  "CARRYING  OVER  TILL  NEXT 
YEAR."  YOU  DON'T!  THEY  WILL  SELL  DURING 
ALL  THE  WINTER  SEASON. 

DUE,  IN  PART,  TO  THE  CONDITIONS  SUR- 
ROUNDING TRADE  AT  PRESENT  AND  TO  THE 
STATE  OF  THE  MARKET,  WE  HAVE  THIS  YEAR 
SPECIALIZED  IN  ARTICLES  OF  GENERAL 
MERCHANDISE,  THAT  SELL  FREELY  DURING 
THE  HOLIDAY  SEASON.  THESE,  PACKED 
SINGLY  OR  IN  SUITABLE  SETS  IN  REAL 
"CHRISTMASY"  WRAPPERS,  MAKE  MOST 
ATTRACTIVE  AND  USEFUL  GIFTS. 


John  M.  Garland,  Son  &  Co.,  Limited 


Wholesale  Dry  Goods 


Ottawa 


Canada 


i)  i;  v    coons   revii;  w 


your  supplies  are  stopped  of  Cotton  Webbings,  Bindings 
and  Tapes,  Boot  Loopings  and  Top  Bandings,  Woven  Name 
Labels  or  Loops  of  any  description,  Elastic  braids  or 
Webbings,  Mending  Wools,  Sewing  Cottons  and  Embroid- 
ery Yarns,  Braces  and  Hose  Supporters,  Cork  Insoles  and 
Wool  Slipper  Soles,  Corset  or  Boot  Laces  or  Wood  Lasts. 


.  .  WE  CAN  HELP  YOU  .  . 

We  are  Large  Manufacturers  of  the  above-mentioned 
goods,  having  seven  factories  in  different  parts  of  Eng- 
land. Send  us  samples  and  particulars  of  your  require- 
ments, and  the  same  shall  have  our  immediate  attention. 


FAIRE  BRO?  &  C?  I™  Leicester,  Eng. 

and  19  FORE  STREET,  LONDON,  E.C. 


J?fl*t  7f«w(e 
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When  buying  Hosiery 
ask  for 

HAWLEYS 

"HYGIENIC  BLACK 

There  is  no  better 
Dye  in  the  World. 

Lver<y  Pair 

Warranted  Fast 
to  Wishing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  England. 
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hw&c? 

UNDERTHtSHADOW 

OP 

ST.  PAUL'S 
CATHEDRAL 


Manufacturers  of 

Gowns,  Coats  and  Skirts,  Capes,  Millinery 

Specialists   in  Ribbons,   Lace  Goods,   Feathers,  Straws,   Children's  Costumes, 

Underclothing,   British  and   Foreign  Dress   Material, 

Printed   Cotton   Goods,   Silks 

Canadians,   when    visiting    London,   are    invited    to  walk    round    the   warehouse    and 

inspect  the  goods. 
Indents  sent  direct  have  special  attention.     Usual  shipping  terms. 
ABC  CODE,  FIFTH  EDITION 

Telegrams  : 

Churchyard,  London 


Factories,  10  and  11  Warwick  Lane,  E.C. 
Factories,  29  to  33  Warwick  Lane,  E.C. 
Factories,        Paternoster        Square,     E.C. 


St.  Paul's  Churchyard,  London 


ILLUSTRATED  BOOKS  AND  SAMPLES  SENT  ON  APPLICATION 
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TRADE 

MARK 

Cy/%*] 

\fm 

has  made  a  good 
name  for  itself  in 
the  stores  of  Can- 
ada. 

When  Noesting  entered  the  pin 
ticket  field  less  than  two  years  ago 
there  were  numerous  other  makes 
on  the  market.  That  at  the  present 
time  Noesting  is  used  exclusively  by 
many  of  the  largest,  progressive 
merchants  from  coast  to  coast  must 
mean  that  they  are  giving  better 
results  than  the  ordinary  ticket. 

Some  points  of  their  superiority  — 
reasons  why  they  are  making  new 
friends  every  day  are:  They  have 
rounded  points  which  do  not  jab 
the  operatives'  or  customers'  fing- 
ers. Noesting  Pin  Tickets  do  not 
tear  the  goods,  their  rounded  points 
safeguarding  against  this.  Let  us 
send  you  a  free  sample  box.  Write 
for  it  to-day. 

The   Copp,   Clark  Co. 
Limited 

495-517  Wellington  St.  West        Toronto 

British  Columbia  Agents: 

Smith,  Davidson  &  Wright 

Vancouver 


LiddelPs    Linens 

(GOLD  MEDAL) 

The     Christmas     Linens 

LiddelPs  Gold  Medal 
Linens  with  their  beau- 
tiful snow  y,  grass- 
bleached  whiteness, 
their  soft  texture,  make 
excellent  Christmas 
gifts. 

Let  us  suggest  that  you 
sort  your  stock  now. 

IRISH  LINEN  AGENCY 

R.  H.  COSBIE 

LIMITED 

30  West    Wellington    St.,    TORONTO 


BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 
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Guaranteed    by    the    B.D.A., 


and    sold    by   representative   dry    goods   establishments    the    world    over    s&    S&    S& 

Canadian    merchants    will    do    well     to    feature    British-made    goods — not    simply 

from     the     patriotic     standpoint,     but     because     of     the     quality,    reliability     and 

value     5$    5$    3$     The    world's    best    Mohairs    are    made    in    Bradford    3&    S&    S& 

The   symbol    of   The    Bradford    Dyers'   Association   was  created   for   your   guidance 

in     selecting     Mohair     Dress     Fabrics     that     are     absolutely    dependable     in     every 

way    5$   5$   3$    The    B.D.A.    guarantee    means    style    assurance,    selling    assurance 

satisfaction   assurance  5$  5$  $£  The  woman  who  makes  a  gown   or  dress   or  coat 

of    English    Mohair    guaranteed    by    the    B.D.A.    will    forever    remember    the    store 

that    sold    the    goods  as  a   place   to   depend   upon    3S    3$    3$    See   that    your  dress 

goods    department    is    well    supplied    with    these    ever -selling    and    ever -satisfying 

fabrics    of     British     manufacture  —  English     Mohair    guaranteed     by    the     B.D.A. 

THE    BRADFORD    DYERS'    ASSOCIATION,    LTD.,    OF    BRADFORD,    ENGLAND 


American    Bureau 


235    West    39th   Street,    New  York   City 


DRY    GOODS    REVIEW 


A  WORD  REGARDING 

LINENS 


HOUSEHOLD  LINENS  have  always  been 
an  important  feature  for  the  CHRISTMAS 
TRADE,  and  as  long  as  prices  remain  within 
bounds,  they  will  continue  to  be  so. 


There  are  indications  that  before  long  Linens 
will  be  such  an  expensive  Luxury  that  they  will 
give  place  to  something  else. 


There  has  been  scarcely  any  line  pertaining  to 
the  Dry  Goods  business  that  has  been  more 
affected  by  the  war  than  Linens. 


We  have  a  Splendid  Stock,  so  far  very  little 
affected  by  the  general  advance. 


Table    Cloths Unhemmed  and  Hemstitched 

Napkins,  Tray  Cloths,  Runners 
Huck  Towels,   Bath  Towels 

Towellings Plain  and  Fancy  Huck 

STOCK  UP  FOR  CHRISTMAS. 


The  W.  R.  Brock  Company  (Limited) 

Toronto 
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When  a  Princess  Bought  Sweaters  for  the  Soldiers 

Remarkable  Success  in  Ottawa  and  Montreal  of  "Red  Cross" 
Sales — Lady  Borden  Sat  in  Store  Office  Opening  Letters  and  Was 
Delighted  at  Cheque — Big  Turnover  For  the  Day. 

By  a   Staff  Correspondent. 


WITHIN  the  past  month,  two  of 
Canada's  big  department  stores 
have  been  managed  for  one  day 
by  some  of  the  highest  ladies  of  the 
land.  As  announced  in  last  issue  Lady 
Borden  took  over  the  management  of  A. 
E.  Rea  Co.,  Ltd.,  Ottawa,  aided  by  cabi- 
net ministers'  wives,  and  other  prom- 
inent ladies  of  the  Capital,  the  profits  for 
the  day  going  to  the  Red  Cross  Society. 
Then  shortly  afterwards,  the  store  of 
Dupuis  Freres,  Limited,  447  St.  Cather- 
ine street  east,  Montreal,  was  taken  in 
hand  by  Lady  Gouin,  wife  of  the  Quebec 
Premier,  assisted  by  leaders  in  Montreal 
society.  The  proceeds  on  this  day  went 
to  the  Belgian  Relief  Fund. 

In  the  case  of  the  Ottawa  store  the 
profits  amounted  to  $1,759,  and  in  the 
second  case  the  fund  benefited  to  the  ex- 
tent of  $1,000,  the  proprietors  of  the 
store  making  it  a  round,  figure.  In  both 
cases  it  was  a  huge  success,  the  stores 
being  crowded,  even  uncomfortably,  from 
the  time  they  opened  until  closing  time. 
While  these  are  instances  of  generosi- 
ty displayed  by  merchants,  it  is  interest- 
ing to  observe  that  the  events  proved 
splendid  advertisements  to  the  store. 
Mr.  Dupuis,  speaking  to  Dry  Goods  Re- 
view, was  very  frank  in  admitting  this. 
and  expressed  the  opinion  that  the  east 
end  of  the  city,  in  which  his  store  is 
situated,  had  benefited  by  the  event.  Mr. 
Brownlee,  manager  of  Rea's,  Ltd.,  when 
asked  if  he  thought  it  was  a  good  ad. 
for  his  store,  replied:  "I'm  not  think- 
ing," meaning  that  he  knew  it  was. 
However,  requests  were  made  lor  help, 
and  this  is  how  these  stores  replied.  The 
societies  received  a  good  subscription, 
and  the  stores  received  plenty  of  adver- 
tising. 

Emblazoned  With  Red  Crosses. 
It    was    a    Red    Cross   Day    for    Rea's. 
The    ad.    came    out    in    the    local    papers 


headed  by  a  red  cross;  the  store  was 
emblazoned  with  red  crosses;  a  red 
cross  banner  flew  from  the  flag  pole,  ami 
soldiers  and  nurses  were  worked  into  the 
window  displays.  The  red  cross  figured 
in  every  department;  every  pillar  bore 
one,  and  at  the  entrance  stood  an  eigh- 
teen-pound gun  and  a  Maxim,  both 
draped  in  flags  and  bunting. 

•  •     • 

Never  Such  Floor  Walkers. 

Never  were  there  such  floor  walkers 
as  upon  this  day.  There  were  four,  one 
a  cabinet  minister's  wife  Ladj  Foster 
— two  others  wives  of  ex-eabinel  min- 
isters— Mrs.  Frank  Oliver,  and  Mme. 
Rodolphe  Lemieux  -  ami  the  fourth, 
wife  of  the  moderator  of  the  Presbyter- 
ian Church — Mrs.  W.  T.   Herridge. 

The  managers  of  departments  were  no 
less  important.  The  finance  minister's 
wife  handled  the  silks  and  velvets,  lion. 
Louis  Coderre's  wife  sold  the  silverware, 
Mrs.  Frank  Cochrane  was  in  charge  of 
corsets.  the  labor  minister's  wife 
handled  the  fur  department.  Madame 
Pelletier  took  charge  of  the  meat  shop 
and  so  on,  almost  two  score  of  them. 
each  in  charge  of  some  department,  or 
performing  some   particular   task. 

#  *     # 

Lady  Borden   as  Manager. 
Lady    Borden    sat    in    the    manager's 

chair,  opening  letters  and  issuing  orders 
as  though  she  had  been  manager  of  a 
store  all  her  life.  Mr.  Brownlee,  the  real 
general  manager,  speaking  of  the  man- 
ager pro  tern  said : 

"The  whole  store  was  run  in  fine 
shape.  Lady  Borden  turned  out  to  be 
a  thorough  "businessman."  It  was 
ings  were  beyond  the  average.  It  was 
difficult  to  get  inside  the  store.  People 
came  in  merely  out  of  curiosity,  and 
once  they  were  in  they  had  to  buy.  I 
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feel  proud  of  the  way  it  was  carried 
out,  for  it  was  a  big  proposition,  but 
it  went  through  without  a  hitch,  which 
reflects  great  credit  on  the  institution 
because   without   perfect   organization 

it  would  have  been  impossible." 

•  •     » 

One  Order  for  $2,800. 
The  ladies  were  in  their  places  sharp 
on  nine  o'clock,  and  at  once  commenced 
the  day's  activities.  People  came  to 
buy  who  had  probably  never  been  in 
Rea's  before,  simply  to  assist  the  Red 
Cross  Society.  The  largesi  order  for  the 
day  was  for  $2,S00.  Two  others  amount- 
ed to  $1,800  and  $1,700  respectively, 
while  there  were  many  orders  of  several 
hundreds  each.  One  department  had 
taken  in  $3,000  before  10  a.m.  Ottawa 
men,  who  never  go  on  shopping  expedi- 
tions, visited  the  store  and  made  gener- 
ous purchases. 

•  •     » 

Princess  Purchased  for  Soldiers. 
During     the     afternoon,     Her     Royal 
Highness  Princes-  Patricia,  accompanied 

li\  Hon.  Katharine  Yilliers,  called  at  the 
store,  visiting  many  of  the  departments, 
and  making  numerous  purchase-,  includ- 
ing a  large  number  of  sweaters  and  seeks 
for  the  troops  at  Valcartier. 

There  was  one  proceeding  which  differ- 
ed considerably  from  the  ordinary  way 
of  doing  things:  the  managers  of  each 
department  were  chosen  by  casting  lots, 
so  that  none  had  any  choice  or 
preference. 

When  the  cheque  for  the  day's  pro- 
fits was  handed  to  Lady  Borden,  she  ex- 
pressed her  delight  with  the  result,  and 
attributed  much  of  the  credit  to  the  A. 
E.  Rea  Company,  and  their  employees, 
as  well  as  to  the  newspapers,  who  pub- 
lished lengthy  articles  to  acquaint  the 
public  of  what  was  taking  place. 
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Window  of   Allied   Nations   in   Help   of   Brave   Belgians 


All  the  window*  of  Dupuis  Freres,  Montreal,  on  the  day  when  profit*  were  given  to  the  Belgian  Relief 
Fund,  were  specially  decorated  with  flags  of  the  three  nations,  the  Belgian  flag  predominating.  The 
background  in  this  window  was  composed  of  British,  French  and  Belgian  flays,  with  a  modi  I  in  the  centre 
representing  Belgium,  one  to  the  left  representing  Britain,  and  one  on  the  right  representing  France, 
each  dressed,  in  silk.  In  addition  to  these  was  a  collection  of  Belgian  arms,  including  helmt  t»,  guns,  lances, 
shells,  swords,  while  suitable  curds  drew  attention  to  the  object  of  the  -sal/.  Tin  window  was  dressed  by 
J.  A.  Mongeon.  who  has  charge  of  this  work  for  Dupuis  Freres,  Limited. 


Department  Managers. 

The  department  managers  were  as  fol- 
lows:— 

Stationery — Mrs.  Monk. 

Dressmaking — Mrs.  G.  Read. 

Infants'  Wear— Mrs.  A.  D.  Cart- 
wright. 

Blouses — Mrs.   Wm.   Scott. 

Lace — Mrs.  Dewar. 

Fancy  Work  and  Patterns — Mrs.  J. 
W.    Robertson. 

Linens,  Staples — Lady  Egan. 

Groceries — Mrs.  H.  Thompson. 

Underwear — Mrs.   C.   Schreiber. 

Gloves     Mrs.   Alder  Bliss. 

Boots  and   Shoes — Mrs.  Anglin. 

Leather   Goods — Mrs.   W.   H.   Rowley. 

Restaurant-  Mrs.  D'Arcy  Scott. 

Drugs  and  Optical — Mrs.  McVeity. 

Dress  Goods     Mrs.  J.  W.  Woods. 

Wash   Goods     Mrs.   MacLachlin. 

Rug;s     Mis.  Arthur  Sladen. 

Corset5     Mrs.    Frank  Cochrane. 

Purs     Mrs.  T.  W.  Crothers. 

Silverware — Mme.  L.  Coderre. 

Silks  and  Velvets     Mrs.  W.  T.  White. 

Whitewear     Mrs.    Fred    White. 

Floral  Dept.— Mrs.  D.  C.  Scott. 

Soda    Fountain     Mrs.  Geo.  Desbarats. 

Carpets     Airs.  (\.  V.  O'Halloran. 


Men's  Dept. — Mrs.   A.  J.   Freiman. 

Furniture — Mrs.   Fred   Booth. 

Decorations— Mis.   K.   R.   McNeill. 

Hosiery — Mrs.   Adam    Shortt. 

Smallwares  —  Nursing  Sister  Mac- 
Donald;  Ribbons — Lady  Evelyn  Farqu- 
har;  Coats  and  Suits— Mrs.  Cromble; 
Embroidery — Mrs.  Lyons  Biggar;  But- 
cher Shop — Mme.  L.  P.  Pelletier;  Mil- 
linery— Miss  E.  MacPherson;  Trimmings 
and  Veilings — Mrs.  C.  J.  Burritt  :  Neck- 
wear— Mrs.  H.  M.  Ami. 
•     •     • 

Wife  of  Premier  Gouin  Was  Manager. 
The  special  day  held  by  Dupuis  Freres, 
Montreal,  was  conducted  on  similar  lines, 
the  department  managers  being  chosen 
from  the  best  known  society  ladies  of 
Montreal.  Lady  Gouin  proved  herself  a 
very  able  general  manager. 

- — © 

CONDITIONS    AT   LYONS. 

Reports  from  Lyons  are  not  so  favor- 
able for  future  supplies.  While  many 
of  the  mills  are  getting  out  goods  to  till 
contracts,  work  has  been  greatly  re- 
duced, and  during  the  month  of  October 
deliveries  in  most  cases  stopped  entirely 
owing    to    the     fad     thai     horses    and 

vehicles    were    all    required    by    the    mili- 
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tary  authorities.  Some  firms  have  turn- 
ed over  their  mills  for  hospitals,  more 
for  the  purpose  of  keeping  up  payment 
to  their  employees  than  making  a  profit. 
The  cocoon  market  is,  of  course,  prac- 
tically at  a  standstill,  as  few  lots  have 
been  received  from  Persia  and  Turk- 
estan. A  new  transport  service  is  be- 
ing organized,  however,  in  order  that  the 
commerce  of  the  city  shall  not  long  suf- 
fer from  the  requirements  of  the  mili- 
tary  authorities. 

© 

TORONTO  TO  FORT  WILLIAM. 

A  change  of  considerable  interest  in 
the  dry  goods  trade  took  place  late  in 
October  when  R.  E.  Walker,  of  Spadina 
avenue,  Toronto,  bought  out  the  well- 
known  firm  of  R.  Tl.  Knight,  Fort  Wil- 
liam, and  opened  up  at  the  head  of  the 
lakes  announcing  the  event  in  a  full  page 
adverl  isement. 

© 

THE  LATE  T.  M.  McINTYRE..  . 

Thomas  M.  Melntyre  died  suddenly  in 
Si.  Thomas  on  Oct.  L9,  aged  59.  For 
several  years  he  conducted  a  dry  goods 
business  in  Aylmer,  and  afterwards  was 
c  mnected  with  the  Mickleborough  tirm  in 
St.  Thomas   for  20  vears. 


Permanent  Business  Improvement  in  the  West 

All  Reports  Show  Growth  of  Mixed  Farming  That  Will  Keep  Up 
Average  of  Prosperity — Paying  off  Mortgages  Instead  of  Specul- 
ating— Preparing  for  Permanent  Occupancy  of  the  Land — Where 
Trade  Stands  to  Benefit. 


IN  the  last  two  issues  The  Review  has 
published  letters  from  the  West  as 
well  as  the  East,  and,  with  a  few  ex- 
ceptions, the  outlook  has  been  good  be- 
yond expectations.  In  this  issue  there 
appears  another,  quite  up  to  any  that 
have  been  quoted  before,  and  diffusing 
that  healthy  spirit  of  a  vigorous  hope 
that  makes  things  "go"  in  the  Western 
land,  where  else  pioneer  conditions 
would  have  impeded  progress  year  by 
year  until  civilization  had  taken  on  most 

of  the  frills  of  the  older  East.        

Weyburn,  down  in  Southern 
Saskatchewan,  is  in  the  centre 
of  one  of  the  most  prosperous 
farming  communities  in  the 
West,  where  crops  are  uni- 
formly of  a  high  average. 

But  the  Weyburn  district  is 
not  the  only  one  in  the  West 
where  the  heart  of  business 
beats  high  in  confidence  for  the 
future,  and  in  recognition  of 
fast  bettering  conditions  of  the 
present.  Reports  from  Winni- 
peg indicate  a  definite  improve- 
ment in  immediate  conditions 
of  trade,  and  prospective  ones. 
The  reports  of  the  wholesale 
houses  as  to  Spring  ordering 
are  quite  promising,  and  condi- 
tions make  it  clear  that  gener- 
ous sorting  business  waits  only 
on  a  colder  turn  to  the  weather. 
The  fight  during  the  past  year 
has  been  a  stiff  one  for  many 
but  rigid  scrutiny  in  buying  and 
in  selling,  in  the  lopping  off  of 
extravagances,  in  the  stopping 
of  leaks,  in  ingenious  expan- 
sions along  new  lines,  have 
made  the  vast  majority  of  mer- 
chants weather  the  period  of 
stress.  Now  they  are  down  to 
a  rock  bottom  basis:  loading  up 
with  stocks  has  ceased,  their 
shelves  have  a  fresher  look, 
their  credits  are  more  closely 
scanned,  and  their  whole  scheme  of  op- 
eration has  been  adjusted  to  the  new 
conditions.  The  testing  time  has  been 
severe,  but  from  it  they  have  emerged 
relatively  stronger. 

Tt  is  true  tNit  in  spots  crops  have  fall- 
en far  below  the  average:  in  a  few  dis- 
tricts almost  total  failure  is  reported. 
But  the  total  revenue  from  crops  for  the 
prairie  provinces  will  far  exceed  last 
year's  when  the  higher  prices  ruling  are 


taken  into  account.  While  quotations 
were  high  live  stock  brought  generous 
returns  and  all  over  reports  come  that 
the  gradual  development  of  mixed 
farming  already  is  producing  results  in 
more  normal  conditions  year  after  year, 
with  less  of  the  hazardous  Win-all,  Lose- 
all  element  that  was  fast  becoming  the 
curse  of  stable  business  conditions  in 
Western  Canada,  where  a  man  staked 
all  on  a  section  or  two,  and  was  "made" 
or  "broke"  in  a  couple  ot  years. 


WKYIil    HV  SASk. 


Oot.  13th,  1914. 


Meppre, 

The  Dry  Goode  Review, 

142-149  University    Ave.. 
Toronto.    Oit. 

Dear   Slrs-.- 

Replylng   to  yours  of  the  30th  ult.,    re- 
garding bueineer   in   thip   ceotion.      '.Ve  ere   pleesed 
to  eey   that    since    the   15th   of  September,    businepr 
with  nr  hap   been   exceptionally  food,    although  we 
hove  not   moved   very  much  Winter    n]  .thine,    owing 
to   the  weather   be  in?  quite   irtld.      7e    'onnfl    the 
flret   two  weclr   of  Pertenber  below  lret   year's 
records,    tut  we  have   every  ref.eon   to  relieve   t>»et 
there  will   fcc   a   larger  business    'one    thip   ^oll 
than  any   previous   year. 


Crops  in  this  dipt 
year,  and  owing  to  the  fee 
been  a  set  bac':  for  fourte 
are  in  pretty  good  share 
money  having  been  tight  fo 
three  years  and  investment 
tailed  accordingly,  that 
money  to  spend  than  they  h 
two  yeare.  The  only  thing 
in  this  dletrict  is  the  st 
chasers,    which  may    be   affe 


riot    were    fair   thip 
t    that    there  has  not 
en   years,    our    farmers 
and  we   believe   that 
r   the   ppst   tvo   or 
e  ha\  ing  been  cur- 
he   farmere  have   more 
ave   had    for  the    past 

that   we  have   to    fear 
ate   of  mind   of  pnr- 
cted    by   the  war   scare. 


Trusting  that    this   inform»t1on  will   be 
of  service   to  you. 


We  remain. 


Yonre  truly, 

MCEIJTCOirS   LIMITED. 


O.  y^-°t^ 


He— v.  D.Uc!;. 
A    WESTERN 


See.    Treat 


REPORT:    "A    BETTER    FALL    THAN 
EVER." 


The  Review  has  received  a  number  of 
it  ports  from  various  sections  that  throw 
gratifying  sidelights  on  improvements 
that  are  making  themselves  felt  in  sec- 
tion after  section:  not  yet  universal 
even  as  a  possibility  but  experiences 
that  will  exert  a  powerfully  leavening 
influence  as  the  results  become  known. 
A  communication  from  Red  Deer,  Al- 
berta, states  that  up  to  date  taxes 
amounting  to  $42,500  had  been  paid 
11 


compared  with  $34,286.69  to  a  corres- 
ponding date  last  year.  Here  is  the 
solid  explanation  given:  "People  do 
not  feel  like  speculating,  but  prefer  to 
make  a  saving  by  taking  advantage  of 
the  discount."  This  in  itself  indicates 
one  of  the  most  hopeful  signs  in  West- 
ern life:  the  crushing  blow  that  has 
been  delivered  against  unintelligent 
speculation — and  we  say  this  in  spite  of 
the  late  Calgary  oil  frenzy,  and  a  capi- 
talization of  "prospects"  that  promises 
to  exceed  $500,000,000. 

But  more  good  news  from 
Red  Deed.  Our  correspondent 
writes:  "Red  Deer  is  essenti- 
ally a  mixed  farming  district 
and  the  farmers  are  well  off. 
The  crops  were  better  this  year 
than  ever  before,  and  the  money 
circulated  in  Red  Deer."  There 
are  no  large  areas  of  subdivided 
farm  lands  in  the  town  that  do 
not  pay  taxes,  it  is  added. 

A  member  of  the  staff  of  the 
MacLean  Publishing  Co.,  who 
has  recently  returned  from  the 
West  reports  that  in  the  vicin- 
ity of  Alameda,  in  Southern 
Saskatchewan,  some  wheat 
averaged  45  bushel?  to  the  acre. 
a  pretty  good  proposition  at  $1 
a  bushel.  In  one  section  not  a 
pool-  crop  could  he  found  with- 
in ten  miles. 

One  man  received  $2,200  for 
a  single  shipment  of  hogs,  and 
the  renorts  from  the  show  rinar 
showed  a  2'reat  increase  in  the 
production    of  live   stork 

Paying  Off  Mortgages. 

The  manager  of  a  trust  com- 
pany in  Regina  reported  that 
this  year  money  was  being 
utilized  in  paying  off  mortgages 
"instead  of  being  sunk  in  real 
estate." 

Reports  from  Southern  Al- 
berta have  not  been  good  in  the  main 
owing  t<>  the  early  drought,  but  in  the 
northern  part,  and  particularly  the 
Peace  River  district,  crops  were  in  ex- 
cellent shape  and  no  frost  came  until 
quite  late. 

From    Manitoba    come    assurances    of 

better  crops  and  better  prices.     Here  the 

movement    to    mixed    farming    has    been 

accelerated,   and   carloads   of  wire    fenc- 

(Continued  on  page  51.) 


ELSEWHERE  in  this  issue  is  taken 
up  the  subject  of  Christmas  ad- 
vertising. Important  as  this  will 
prove  in  the  development  of  buying  in 
the  live  or  six  weeks  before  the  holiday, 
the  treatment  of  your  store, — externals 
and  stock, — will  bring  returns  far  great- 
er than   the  printed   page. 

What  you  do  in  your  store  is  your 
Christmas  Campaign:  the  ail  is  only  the 
announcement  thereof,  the  shadow  of 
the  original. 

Christmas  buying  stands  by  itself. 
Probably  no  other  merchandising  at  any 
other  period  of  the  year  resembles  it.  It 
is  buying  preceded  by  a  big  Question 
Mark.  The  public  gel  the-  Gift  Fever 
but  do  not  know  in  what  form  it  will 
develop  itself. 

"What  shall  1  get  for  Christina-? 
Please  somebody  tell   me!" 

The  universal  plea:  question,  <|iies- 
tion,  question,  and  the  merchanl  who 
answers  best  for  (he  most  people  is  the 
merchant  who  -  — .  Cut  win  finish? 
The   rest    is  obvious. 

Get   Christmas   Idea   Working. 

Something  to  draw  the  attention  of 
the  public:  to  gel  the  Christmas  Idea 
working  in  the  direction  of  your  -tore. 
Something  to  make  people  feel  t  hat  they 
can  be«1  till  out  their  list  in  your  store. 
To  what  lengths  have  merchants  not  gone 
lo  locus  people's  minds  on  their  places 
of  business  at   the  1 1 ■  > I i < 1 : 1  \    season. 

This  is  the  explanation  of  the  Christ- 
mas Bazaar  which  is  being  tried  out  so 
successfully   in   a   number  of   stores,  one 

or    two    nl     which    w  ere    described    at    some 

lengl  h  in  The  I.Y\  lew  .mi'  year  ago.  The 
-''Mi  of  the  successful  working  out  of 
this  i-  the  idea  of  concentration.  Goods. 
suitable  for  gifts,  are  gathered  together 
from  all  departments  into  one  sect  ion  of 


the  store;  subdivided  then  into  half  a 
dozen  or  mere  different  counters  or  cir- 
cles, ticketed,  and  presented  to  the  pub- 
lic as  "Here  you  are:  Choose  something 
here.  Anything  you  need  for  Christmas 
gifts  you  can  get  just  here;  no  traveling 
around  from  section  to  section,  picking 
out  from  a  lot  of  non-Christmas  stuff, 
what  is  a  useful  idea  for  a  friend." 

Then  there  are  the  fancy  touches  add- 
ed:  one  calls  it  a  Chinese  Bazaar;  an- 
other a  Japanese;  and  so  on;  and  fan- 
tastic paper  decorations  with  shaded 
lights.  Christmas  trees,  poinsettias. 
flimsy  adornments  of  various  kinds,  ar- 
ranged as  you  will.  It  all  help-  to  create 
the  atmosphere  id'  the  Special  Christmas 
Idea.     It    all  helps  to  induce  buying. 


THE  CHRISTMAS  BAZAAR. 

WHERE  SHALL  THIS  BAZAAR  be 
situated?  It  takes  up  some  room  to  be 
sure,  and  few  would  like  to  have  it  on 
the  main  floor  on  this  account,  as  there 
are  department  showings  that  would 
claim  attention  there,  and  after  all.  the 
Bazaar  is  mainly  for  the  miscellaneous, 
the  smaller  things,  of  medium  price;  a 
popular  centre.  Locate  it  on  the  -ecnud 
HOOT  and  people  \\  ill  go  Up  to  it.  Manx 
stores  have  it  on  the  third,  fourth,  fifth 
and  even  sixth,  with  a  special  elevator 
son  ice   directed    to    it. 

Space  for  it?  Lots  at  Christina-  time. 
Crowd  up  the  departments  where  trade 
must  be  light  no  matter  how  stronglj 
yon  push  it.    Your  ready-to-wear  is  one 

of    these,     women's    and     men'-    as    well. 

Your  carpet,  rug,  upholstery,  curtain  de- 
partments; your  staples:  your  dress 
fabrics.    Squeeze  these  up  to  make  room 

for  the  Real  Live  Department  for  the 
moment. 


Show  the  goods.  Don't  stack  them 
under  the  counter-  to  allow  room  for 
your  customers  to  rest  their  elbows.  Nor 
behind  the  clerks,  unless  they  show  up 
(dearly  there.  Stack  them  up  on  the 
counters:  the  more  there  are.  the  more 
likely  a  person  is  to  catch  siuht  of  some- 
thing   she    wants. 

Put  the  price  on  every  one:  not  i  i 
sarily  in  big  letter-,  but  plain  enough 
for  any  one  who  is  interested  enough  t" 
pick  it  up,  and  where  you  know  the 
values  are  special,  put  a  good  big  price 
mark,   to   draw   attention. 

Change  your  goods  around.  Don't  let 
this  section  look  the  same  three 
day-  cunning.  People  want  novelty; 
don't  let  them  think  they  have  seen  all 
there  is  to  see  in  your  bazaar  in  one 
\i-it.  If  you  can't  change  the  goods 
enough,  change  the  position  of  the  cir- 
cles,  or  the  grouping  of  the  departments 
m  each.     Anything  for  variety. 

Advertise  your  bazaar.  Put  up  siLrns 
all  over  the  store:  "'See  our  Christmas 
Bazaar  en  the  Second  Floor."  And  so 
on.  Take  a  good-sized  panel  for  your 
Bazaar  "bargains."  Some  day  use  the 
w  hole  ad  for  it.  <  >r  make  it  a  50  cent 
day  in  the  bazaar.  or»  have  a  25  cent 
booth  in  your  bazaar.  Or.  —  — .  ring  in 
i  ianffes  ex  erv  day  or  so  about  that 
bazaar.  You  will  find  it  will  draw  trade, 
that  the  -ale-  will  be  large,  and  that  you 
will  clean  out  countless  odds  ami  ends 
that  might  lie  on  your  hands  a  year  in 
the  regular  depart ment. 
•     •     * 

TWO    CHANGES   IN   BAZAAR. 

"ARE  YOU  GOING  to  hold  your 
bazaar  again  this  year?"  asked  The  Re- 
view of  Mr.  Robert  Brown,  Bargain 
Manager  of  The  Robert  Simpson  C:\. 
who    la-t    \ear   drew    large   crowds   and 
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DRY    GOODS    REVIEW 


Clever  Display  of  Wools  that  Will  be  Good  Christmas  Sellers 


rHE  Christmas  note  is  being  sounded  with  (/ratter  frequency  as  the  time  </<>< es  by  and  is  strong  in  the  win- 
dow illustrated,  early  as  it  is.  This  display  is  devoted  to  showing  various  kinds  of  wools  for  knitting  and 
crocheting,  as  well  as  a  numerous  collection  of  useful  and  fancy  articles  made  from  the  wools  in  the  dis- 
play. Even  the  main  feature  of  the  background  consists  of  wools,  for  opened  out  luniks  are  used  against  panels 
of  plush  and  pleated  white  silk,  and  the  different  kinds  of  wools  ore  shown  most  decoratively  in  groupings  of 
boxes,  balls  and  cartons,  variety  being  given  by  the  colors  of  the  u-ools. 

Knitting  and  crocheting  hare  received  a  big  re  rival  since  knitting  for  the  soldiers  commi  need  to  be  a  patri- 
otic duty.  Women  everywhere  are  busy  on  socks,  sice  piny  cups,  mittens  and  other  useful  articles,  and  in  con- 
sequence Scotch  fingering  in  grey  and  lately  in  khaki  is   having  an  immense  sale. 

Home-made  Christmas  gifts  will  be  universal  this  year,  and  what  is  more  natural  than  to  expect  the  woman 
who  has  been  busily  knitting  for  the  last  two  months  to  use  the  skill  she  has  acquired  in  making  her  Christ- 
mas gifts.  To  turn  her  thoughts  in  this  direction,  and  to  show  her  how  numerous  and  how  varied  these  gifts  can 
be  is  the  mission  of  this  window.  To  judge  by  the  crowd  around,  und  the  interest  cr<  uted.  this  window  will  bring 
business  into  the  department  not  just  at  the  present  time  alone,  but  also  on  many  a  future  day.  Note  the  great 
variety  of  useful  articles  shown  for  people  of  all  ages.  Tjtis  window  iras  designed  by  Mr.  Apted,  of  the  T.  Eaton 
Co.,  and  one  built  on  these  lines  should  prove  a  good  seller. 


made  big'  sales,  at  their  Chinese  Bazaar. 

Mr.   Brown 's   reply   was   convincing. 

This  bazaar  will  open  up  early  in  the 
second  week  of  November  and  go  right 
on    to    Christmas. 

"Will  there  be  any  changes  in  the  way 
you  run   it   this  year?" 

There  will  be  two,  in  the  main.  The 
toys  that  were  given  one  side  last  year 
for  several  weeks  will  be  absent.  They 
will  have  a  place  for  themselves  on  the 
fourth  floor  (the  bazaar  beins  on  the 
third).  It  was  found  that  toys  did  not 
work  in  very  well  with  the  other  goods 
as  on  busy  days  children  were  apt  to  be 
in  the  way. 

This  will  apply  well  to  the  larger 
stores  where  arrangements  are  made, 
usually,  to  devote  a  special  section  of 
considerable  size  to  toys.  In  the  smaller 
stores  there  is  little  reason  why  a  couple 
of  sections  at  one  end  could  not  be  given 
to  toys,  as  they  are  a  good  drawing  card 


for  the  mothers.    Hut  keep  them  at  one 
end,  not  the  centre. 

Change  number  two — sales  clerks  will 
be  transferable,  going  from  one  circle  to 
another  whenever  the  clerks  on  one  are 
too  busy  to  attend  to  all  who  are  wait- 
ing. 

"We  found  we  lost  a  good  many  sales 
last  year,  by  limiting  the  girls  to  their 
own  circle,"  Mr.  Brown  explained. 
' '  Sometimes  one  would  be  very  busy, 
and  there  would  be  a  slack  time  at  an- 
other. This  year  a  girl  will  be  trans- 
ferred as  a  relief  whenever  it  is  thought 
best." 

To  obviate  any  trouble  about  sales 
slips,  these  will  be  provided  with  the  de- 
partment left  blank,  so  that  the  clerks 
can  fill  it  in,  C.  K.  D.  R.,  and  so  on,  de- 
pending on  what  circle  they  happen  to  be 
in  at  the  time. 
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USING   SPECIAL   CLERKS. 
ONE   MORE   POINT   HERE,     at   the 

risk  of  crowding  out  some  others  through 
lack  of  space  in  this  issue.  Shall  spe- 
cial clerks  be  used  in  these  cases,  or  ones 
from  each   department? 

The  answer  in  the  Simpson  store  this 
year  will  be  "special"  clerks.  It  has 
been  found,  sometimes,  that  managers 
of  departments  object  to  loaning  clerks 
for  these  "extras,"  as  they  feel  it  might 
lessen  the  efficiency  of  their  regular  sell- 
ing staff.  Of  course,  this  would  not  ap- 
ply to  the  smaller  stores  where  the  sales 
force,  with  few  exceptions,  such  as  mil- 
linery and  ready-to-wear,  lias  the  priv- 
ilege of  selling  in  any  department. 

SANTA  CLAUS  AS  DRAWING  CARD. 
AND  NOW  TO  THE  SPECIALTY  of 
toys.      How   do  you   propose   to   concen- 
trate attention  on  your  store  as  the  Toy- 
continued  on  page  33.) 


Points  to  Follow  or  Avoid  in  Xmas  Advertising 

Should  Begin  in  November  and  Be  Rushed  From  First  Day  of 
December — Early  Lists  of  Gifts  Without  Prices  "Pure  Waste" — 
Special  Lists  at  50c,  75c,  $1  Good — Taking  Descriptions  With 
Each  Item. 


First  of  a  series  of  articles. 


BY  the  time  this  article  is  being  read 
it  will  not  be  too  early  to  plan  for 
Christmas  advertising.  The  ma- 
jority of  merchants  leave  this  off  until 
December,  and  many  do  not  even  give  it 
a  thought  during  the  month  of  Novem- 
ber, relegating  it  to  the  three  weeks  be- 
fore Christmas  as  if  nothing  could  be 
done  even  in  planning  in  the  month  of 
November  when  more  time  is  given  to 
the  merchant  to  make  preparation  for 
his   tut  tire   work. 

The  month  of  November  so  far  from 
being  too  early  for  planning  is  consid- 
ered by  many  successful  merchants  as 
the  besl  time  for  actually  commencing 
their  Christmas  publicity  work.  One 
large  store  in  Canada,  as  a  look  over 
newspaper  Hies  by  a  member  of  The  Re- 
view staff  showed,  started  in  on  Mon- 
day, November  .'5nl,  to  announce  goods 
for  Christmas.  On  that  day  they  open- 
ed their  bazaar,  and  from  that  time  un- 
til the  24th  of  December  set  it  in  a 
prominent  place  in  all  their  ads.  on 
Christmas  goods.  Another  large  store, 
while  not  giving  up  any  portion  of  their 
daily  advertising  space  to  regular  Christ- 
mas announcements  in  November,  yet 
featured  a  bazaar  in  the  latter  part  of 
that  month,  and  on  the  last  day  of  No- 
vember started  in  vigorosly  to  push  their 
Christmas  goods.  The  advertisements  on 
Monday,  December  1st,  announced  in  a 
line  running  the  full  width  of  the  page 
"Christmas  Specials  for  nine  o'clock; 
rush  selling  Tuesday,"  and  in  another 
portion  of  the  advertisement  was  the 
prominent  announcement  "Attractions 
in  Toyland  Tuesday."  But  even  before 
this,  for  instance  on  Saturday,  Novem- 
her  tin'  29th,  was  an  announcement  in 
their  advertisements  of  "The  first  day 
of  December  in  the  Fifth  Floor  Christ- 
mas Bazaar,"  which  occupied  a  promin- 
ent panel  in  the  page  advertisement.  An- 
other firm,  the  same  day,  announced  in 
prominent  type  "Christmas  Gifts  Bar- 
;iiii  Day." 

Some  November  Ads. 
A  mil  her  store  on  the  previous  day, 
that  is.  November  28th,  announced  the 
.  pening  of  the  new  Christmas  toys.  On 
November  22ml.  an  advertisement  of  a 
large  firm  carried  the  announcement  of 
■roods  for  Christmas  in  the  Christinas 
Bazaar,  among  which  were  toys,  hand- 
kerchiefs, child's  tea  sets.  etc.     The  an- 


This  Needed  the  Price  to  Make  It  a  Puller 


EVERYBODY'S  GOING  TO 

McLAREN'S 

THE  GREAT  CHRISTMAS  STORE 

•T*HIS  is  the  Great  Christmas  Store  of  Beautiful  and  Useful  Christmas 
1  Gifta  The  Holiday  SpintPrevades  every  Department.  Months  ago 
we  commenced  preparations  for  this  Great  Festive  season  and  Now  the 
Choicest,  the  Newest  and  the  Best  the  World  has  to  offer  is  here  for  Yoa 
and  Yours.  Do  not  wait  to  decide  what  you  shall  give  before  You  start 
on  your  shopping  Expedition,  just  come  and  pay  us  a  "visit,  and  suggestions 
like  friendly  faces,  will  greet  you  at  every  turn.  The  most  renowned 
Manufacturers  have  been  visited  in  our  search  for  Toys  and  Germany,- 
France.  England  and  America  each  contribute  their  best  to  our  high  trrade 
and  Fascinating  display  Whether  you  intend  buying  or  not  we  want 
you  to  be  and  to  feel  that  you  are  our  Guestsdunng  this  Holiday  Time. 
The  attractions  in  this  Store  are  so  numerous  it  would  tale  a  Newspaper 
to  describe  them  in  detail     As  suggestions  we  list  a  few 


* 


For. Mother 

'  '?per*  Bath  Rot*i  Kimonas 
Embroidered  Net  Scarf*.  Crept  de  Chtne  Motor 
Scan's.  Oiineh  Feather  Boa*.  Marabout  Set*. 
K.d  Clove*  Sued*  Gloves  5UkCkw«  Cuh 
mere  Gloves  Wool  Cloves.  Fur-lined  Clovea, 
Fur  lined  Mittt.  Silk  Hosiery  Coihmere  Bo»e 
Embroidered   t-Ule    Hosiery.    Silk    Waul*.    Net 


Laee  Hnndkerchieli 
wain  Pern.  Bra**  Candle  S««M 
Prayer  Book*  Bible*.  Leather 
•  Sir*.  IMp  Stationery,  P.n 
'    China,    Cut  Clai*  and  FumJ- 


n  ■  ,1 


Pt«K 


For  Father  and 
Brother 

Smoblnc  Jacket]  Bath  Robes.  Louncnf 
Robes.  Sveater  Cob  i  Fur  lined  Gbvca.  SJk 
Lined  Clove*.  Mocha  I.  own  Cape  Coves. 
Shirts.  SJk  Tie*  Linen  HandkereharJa.  Inaial- 
ed  Lrwn  Handkerche'i  Neck  Scarf.  Arm 
□and)  Carter*.  Braces.  OenUnalion  Sets  in 
eluding  one  pair  of  Garten  Arm  Bands  and 
IV.i-Dl  Umbrella*.  VVaJkirtgCano  and  Waft. 
Canes  and  Umbrellas  torrtaned.  Sun  Can 
Gob  Bees.  'Necktie  R-As.  Shawnc  Pada. 
MiLtarv  Brvnhe*  Card  Cases.  Collar  Bap 
Book*.  Play  in*.  Card*  and  Fountain  Pens 


For  Baby 


Covered  Coat  Rack*.    T. 

mmeten     Rattle    Bene* 
Rocking.   Own.    Hieh   C 


Cradles  Bat-. 
.  lov.erw^mesoielU.nd. 
Books.  K".  Ck>*es  Cash-net 
e.    Baby  t:,  Urmnkm  Seek 


For  Sister 

Snapshot  Alum  Mac  SaecStJs  Mraar. 
Cabsneta.  Bedroom  Bows  lesrd  Boses.  Draw- 
er Scarf*.  Cushion  Tors.  Hand  Bap.  Pcriiamt- 
Banhday  Books.  Praver  Books  Bttes  Suu» 

,-.  F  -.■■.-..■>—  Boofa  =.-i-«.iii'l| 
Hat  Pin*.  Hat  Pin  Hcsder*.  Fancy  Nccksrear. 
S*  Tks  Crochet  Tits  CoDar  and  CuA  Sets. 
Mabne   CoUarcttes  Fancy    Suede   Be  -.»  Haw 


c  S*  Cases  and  Out 


For  the  Home 


Down  Comforters  Satin  (omlonr-.  C* 
Dinner  S-t*.  Tea  Sm  l:cm  UyJwi  I 
Oekxk    Tea  Set*.  Mayonnaise  Utah**. 


s  Errtbrcadered  Bed  Spread* 
y<  Comforter*  Jardinieres 
am  Jup  Visa'  Berarla,  Rtl 
Tip  Jup,C*»e  Pjits.  Spoor. 


Kraft  Rests.  CKna  Cat-reiv    Ma*   Cat*. 
Earn    Oiaev    ComKnatun   Desk    and  Book  Case.  rUD  Rack*. 
brary    TaHcv    Mom* 


d  Gh  ,i»  Cabinets,  D.mr<room  Suruv  Fcec  Rests,  Brass  Beds,  Iron 
IVdv  Wooden  Beds.  ChiTorveres,  t>esser..  Dres»nc  Tab**,  Paper 
Kaekt,  Vekaur,  Tapestry  and  Chain  Porwix* 


id  Racks.  ■ 

tvUathar 
Aboard*  M 


An  attractive  ad.  with  the  Christmas  trees,  and  the 
words  For  Mother,  For  Baby,  etc.,  printed  in  red.  But 
it  has  no  price*,  although  used  two  weeks  before 
Christmas. 


nouncements  of  handkerchiefs  were 
made  before  on  the  20th  and  19th  and 
even  earlier. 

The  subject  of  "Toyland"  bazaars, 
etc.,  is  taken  up  elsewhere  in  this  issue, 
but  it  should  be  pointed  out  that  where- 
ever  one  of  these  departments  is  started 
-arid  this  should  ho  dune  some  time  in 
November  —  considerable  attention 
should  bo  paid  it  in  the  advertisement 
of  the  firm  and  special  items  mentioned, 
which  could  ho  procured  only  in  this  de- 
partment. 

Where  Prices  Were  Omitted. 

Coming  down  to  the  subject  generally 

of  Christmas  advertising  the  samples  of 

ads.    that    are   used    in    this   article   as    il- 
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lustrations  will  serve  to  show  the  mis- 
takes that  may  occur  in  connection  with 
t  'hristmas  announcements. 

For  instance,  one  that  is  very  promin- 
ent is  shown,  where  a  full  page  is  given 
up  to  an  announcement  by  a  firm  of  a 
detailed  list  of  gifts  suitable  for  mother, 
For  Father  and  brother,  for  baby,  for 
sister,  for  the  home,  etc.  From  first  to 
last  in  this  ad.  no  mention  whatever  is 
made  of  price.  This  advertisement  was 
submitted  to  Mr.  Eugene  Beanpre,  ad- 
vertising  manager,  for  the  T.  Eaton  Co., 
of  Toronto,  who  was  the  judge  in  the 
recent  advertising  contests  of  the  Cana- 
dian Association  of  Display  Men.  Mr. 
Beanpre 's   verdict      on      this      advertise- 
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Two  Strong  Christmas  Ads  Entered  in  C.A.D.M.  Annual  Contest 


^^r\Christma$  Specials 


Qn&tM 
tie 

U*  a<  lliS  'Mt  II J! 


r~  ti.ii 

JI.J5«Il»b9Sc 


51  Sustain  S*  75t 


Christmas  Specials  from  Toyland  on  Second  Floor 


s-         si.J9 


Furniture  Specials 

$4  50  Baby  Walker  only  S2.50 


™ """  moo 

515.50  **m  (tar  11195 


Christmas   Groceries 


6  Day  Christmas  Sale  of  Men's  Clothing 


:;■;-■  —  itzi 


(jrsobs  Spcdak 

»  Mi  Inn 

KMM»la*atH> 


_...  — $lsc 


S.-;:,:  — ■  $1.00. 


iVo.  1 — J  i/'/or/  selling  talk  well  balanced,  with  strong 
Christmas  flavor,  vivid  descriptive  matter  and  convinc- 
ing genera)  announcement.  Drawn  up  by  J.  McNichol, 
Moose  Jaw.  winner  of  silver  medal. 


No.  2 — A  type  of  ad.  that  generally  has  proved  effec- 
tive, one-piece  announcement  well  classified.  The  out- 
side sketches  take  the  place  of  "interior"  cuts.  Drawn, 
up  by  C.  Hansford,  Regina. 


ment  was:  "There  is  nothing  distinct  in 
it.  The  store  might  as  well  have  been 
Smith  or  Jones  or  anyone  else's,  good  or 
bad.  If  a  man  has  something  good  to 
say  he  should  say  it.  If  a  department 
has  goods  on  bargain  to  offer  they  should 
be  willing  to  say  so,  and  to  prove  it.  If 
this  advertisement  had  appeared  on 
December  23rd  when  the  question  of 
price  is  not  so  important  and  people  are 
often  at  their  wit's  end  to  know  what  to 
choose,  then  the  list  under  each  name, 
such  as  mother,  baby,  etc..  might  contain 
the  suggestion  that  was  required,  and 
draw  customers  to  the  store,  but  this  ad- 
vertisement appeared  on  December  11th, 
two  weeks  before  Christmas,  and  at  a 
time  when  people  had  some  leisure  for 
choosing  their  gifts.  We  have  tried  the 
general  announcements  and  long  lists  in 
connection  with  our  Christmas  advertis- 
ing, and  have  found  the  space  used  was 
pure  waste.  Price  is  as  important  at 
Christmas  we  find  as  any  other  time." 

As  regards  the  outline  border,  which 
was  formed  of  filled  stockings  alternat- 
ing with  a  Christmas  tree  in  red  ink,  Mr. 


Beaupre  was  favorably  impressed  with 
it.  The  cut  at  the  top  containing  an 
outline  of  a  store,  and  crowds  making 
towards  it,  also  carried  out  the  Christ- 
mas idea,  and  was  quite  appropriate 
and  suggestive.  In  fact,  the  general  lay- 
out of  the  ad  was  considered  good,  but 
the  price  was  too  important  a  feature  to 
be  ignored. 

A  useful  and  profitable  type  of  Christ- 
mas advertisements  particularly  for  the 
month  of  December  is  illustrated  in  one 
by  Mr.  Hansford,  for  R.  H.  Williams' 
&■  Sons,  Limited,  of  Regina.  It  was  a 
rather  unique  full  page  advertisement 
made  up  of  six  rows  of  panels  each  con- 
taining- an  item  on  sale  at  50c.  This  style 
of  advertisement  Mr.  Beaupre  has  tried 
and  found  to  have  good  results.  Another 
also  has  been  tried  at  $1,  and  various 
others.  The  panel  arrangement  has  its 
advantages,  separating  each  item  dis- 
tinctly, and  the  display  type  at  the  top 
makes  it  easy  to  be  read  and  followed 
up  column  by  column.  The  only  objec- 
tion that  may  be  taken  to  it  is  that  a 
firm  may   want  to  crowd   in   more  items 


into  a  genera]  announcement  like  this 
than  can  be  obtained  by  the  panel 
method,  for  two  or  three  different  lines 
could  have  been  mentioned  in  the  same 
space  as  is  occupied  by  the  panel. 

The  illustrations  at  the  side  carry  out 
the  Christmas  idea  very  well.  As  Mr. 
Beaupre  remarked,  an  ad.  can  look  "too 
commercial,"  and  these  drawings  bright- 
en and  cany  out  in  themselves  a  sugges- 
tion of  Christmas,  and  it  draws  the  at- 
tention of  the  reader.  In  place  of  these 
side  illustrations  the  page  could  be  re- 
lieved, as  it  often  is,  by  small  individual 
illustrations  scattered  throughout  the 
reading  matter,  and  referring  to  differ- 
ent items  mentioned  above  or  below. 
This  advertisement  contained  three  of 
the  four  qualities  mentioned  by  the 
judge,  namely  selling  quality,  appear- 
ance and  typography. 

Three  Strong  Points  in  This. 
A  more  general  type  of  Christmas  ad- 
vertisement   is   that   of   the   Allan-Cum- 
ming  Co.  of  Moose  Jaw,  Sask.,  the  work 
(Continued  on  page  51.) 


The  Clerk  as  a  Factor  in  Sales  and  Buying  Records 

Simple  Methods  Employed  in  Stores  at  Oshawa  and  Cobourg  by 
Which  Sales  People  Assist  the  Office  in  Making  Monthly  Records 
Krom  Daily  Reports  and  the  Buyer  in  Keeping  in  Touch  With 
State  of  Stocks. 

By  Staff  Correspondent. 


THE  modern  merchant  who  keeps 
abreast  of  the  times  recognizes 
the  inure  important  part  which  is 
being  played  in  business  every  day  by 
the  establishment  of  business  systems. 
lie  cannot  but  appreciate  the  advant- 
ages of  recorded  knowledge  of  what  is 
going  mi  in  his  store.  But  he  is  brought 
face  to  lace  with  the  problem  of  apply- 
ing these  modern  methods  to  his  own 
needs. 

In  the  retail  stores  of  the  average  On- 
tario town,  what  would  appear  a  trifling 
expense  to  the  large  city  establishment 
looms  as  very  important  relative  to  the 
turnover  and  profits.  The  merchant  who 
seeks  to  systematize  bis  business  must 
consider  what  it  is  going  to  cost.  Any 
thing  which  is  so  elaborate  as  to  mean 
the  employment  of  additional  help  is  not 
likely  to  meet  with  favor;  the  benefits 
may  be  material  but  they  might  easily  be 
outweighed  by  the  expense. 

What  the  average  town  merchant  is 
seeking  is  not  so  much  a  system  which 
will  irivc  him  more  information  about  Ins 
business  at  additional  COS.  as  to  sim- 
plify the  methods  of  getting  at  essen- 
tials. The  system  referred  to  here  ap- 
pears to  be  one  which  is  simple  and 
practical  and  it  has 
been  used  to  good  ad- 
vantage by  Scougale 
Brothers  in  their 
store  at  Oolborne. 
Ont.,  and  in  the  new- 
est a  b  1  i  sh  merit  of 
SebUgaleS  which  occu- 
pies the  old  Clarke 
premises  at  Cobourg, 
store  in  Cobourg,  Ont. 

The  Scougale  system 
was  particularly  de- 
signed Cor  a  store  do- 
ing a  general  business 
with  t!i"  farming  com- 
munity and  taking 
produce  in  exchange, 
for  merchandise,  but  it 
can  be  successfully 
adapted  10  other  con- 
ditions by  the  elimina- 
tion of  certain  col- 
umns, in  fact,  in  the 
Cobourg  store  the 
identical  sheets  be- 
ing used  and,  Ik  cause 
ibis  is  only  n  straight 
dry  goods  business, 
certain  columns  are 
ignored. 


The  idea  upon  which  the  system  is  based  shown    has  a   line   for  each   day   of  the 

is  keeping  record  of  transactions  through  month.     One  day's  entries  are  made  in 

the   clerks   -not    only   is  there  a   record   of  accordance    with    the    transactions   of    the 

what   the  different  clerks  are  showing  in  clerk  as  shown  on  the  -lady  reporl 

the    way    of    sales,    but    from    the     state-  in.     At   the  end  of  the  month   the  debits 


ments  prepared  there  is  a  general  re- 
cord of  the  business  of  the  store  from 
which  a   monthly  merchandise  statement 

can    be  compiled. 

Clerk  Makes  Daily  Report. 

The  system  is  worked  through  the  dif- 
ferent salespeople,  making  daily  reports. 
These  reports  can  be  made  in  a  very 
brief  space  of  time.  An  idea  of  the  re- 
port forms  is  given  in  connection.  They 
are  just  slips  about  four  by  live  inches 
on  cheap  paper  and  are  tilled  in  from 
the  counter  books  of  the  clerks  to  show 
the  cash  sales,  amount  paid  on  account, 
amount  paid  out  foi  goods  which  may 
be  returned,  amount  of  sales  charged  to 
account,  goods  let  out  on  approval  and 
returned;  also  where  desired  ttiere  is  a 
record  of  produce  taken  and  goods  given 
on    account    thereof. 

Monthly  Report  Compiled. 
From    these   daily    reports    there   is    a 
monthly    statement    compiled    giving   the 
daily    records   of   each    clerk. 


and    credit^    are    totalled    and    the    differ- 
ence shows  the  sales  record  of  the  clerk 
lor  the  period  covered.     A  general  • 
ment  can  then  be  prepared  for  the  whole 

store. 

This  system  will  be  found  of  great 
benefit  to  the  merchant  who  gives  his 
business  close  personal  attention  rather 
than  departmentalising — and  in  many 
cases  the  extent  of  the  turnover  dees 
not  warrant  the  latter.  It  lias  the  ad- 
vantage of  giving  a  complete  record  of 
sales  and  this  by  reduction  of  profits 
figured  on  a  fair  basis  will  give  stock 
turned  over  and  its  relation  to  the  stock 
on  hand  at  the  first  of  the  month.  By 
keeping  track  of  sales  throughout  the 
year  and  of  stock  purchases  made  there 
is  a  pretty  sate  gauge  for  judging  the 
volume   of  business   beinir  done. 

Memos  for  the  Buyer. 

In  the  store  of  Miller  &  Sons.  Oshawa. 
Out.,   there   is  a   simple   method  employ- 
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Die   sheet     ed   by  which  the  salespeople  aid  in  buv- 

ing.  This  is  another 
establishment  w  here 
the  different  depart- 
ments are  not  handled 
separately  except  that 
an  individual  check  is 
kept  upon  the  ready  to 
wear  section.  Geo. 
Miller,  the  manager  of 
the  store,  does  his 
buying  by  keeping 
closely  in  touch  with 
his  stocks  and  in  this 
he  has  secured  the  co- 
operation of  the  clerks 
by  a  very  simple  .sys- 
tem. 

Each  clerk  carries  a 
small  pad  of  memos 
upon  which  buying 
needs  can  be  recorded. 
Her,'  there  is  a  note 
made  of  a  line  that  has 
been  sold  out.  of  a  line 
that  is  running  short. 
or  of  goods  which 
may  be  asked  for  and 
which   are  not    in  stock. 

One  of  these  memor- 
andum    b  1  anks      i  s 

shown. 
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Mr.  Merchant! 

We  want  to  show  YOU  our  dress  goods 
for  Spring,  1915.  There's  a  splendid 
range — replete  with  very  desirable  lines 
that  we  know  will  please  you. 

Fabrics 

The  bulk  of  the  business  will  be  done  on 
serges,  gaberdines  and  voiles. 

Shades 

Light  or  bright  shades  will  not  be  popu- 
lar, the  dark  colors,  such  as  blue  (from 
saxe  to  dark  navy)  and  blacks  being 
favorites. 

Write.    A   card  will 
bring    our    traveller. 

The  W.  R.  Brock  Company  (Limited) 

Montreal 
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Night  Work  Near  Christmas 

'"pHE  time  of  the  year  is  at  hand  when  the  mer- 
■*■  chant  will  be  weighing  the  pros  and  cons  of 
keeping  open  at  nights  for  Christmas  selling,  or  clos- 
ing up  at  regular  hours.  There  is  always  a  tempta- 
tion to  keep  open  at  night  at  least  during  the  two 
weeks  before  the  holiday,  with  the  idea  that  many- 
people  who  are  employed  during  the  day  cannot 
otherwise  fill  their  needs.  Where  night  selling  has 
been  tested  it  has  proved  a  good  venture  in  many 
cases,  as  apart  altogether  from  any  question  of  ne- 
cessity there  is  undoubtedly  a  certain  fascination 
about  gift  buying  at  night, — all  except  on  Christ- 
mas eve,  when  the  pressure  and  uncertainty  of  choice 
are  too  great  for  any  thrills  of  pleasure. 

Against  the  practice  of  night  selling  for  one  or 
two  days  before  Christmas,  little  can  be  said,  for  cer- 
tainly it  proves  a  convenience  and  takes  care  of  much 
emergency  buying.  But  there  has  been  a  tendency 
to  carry  the  dates  too  far  back.  Nearly  every  effort 
of  late  by  retail  merchants  at  other  times  has  been 
in  the  direction  of  early  closing  and  the  principle 
should  be  applied  as  far  as  possible  at  this  festive 
season.  The  excited  and  dragged-out  customers  of 
the  day  time  are  wearing  enough  on  the  nerves  of 
proprietor  and  clerks  at  this  period  without  late  hours 
to  induce  further  weariness.  The  public  will  buy  all 
they  require  within  regular  hours — up  to  the  last 
day  or  so — without  forcing  the  store  to  extend  its  ser- 
vice into  the  fatiguing  hours  of  night, 

But  wherever  this  course  is  decided  on,  it  would 
be  well  for  the  proprietor  to  make  provision  for  his 
clerks'  welfare  by  lessening  the  day  hours  of  those 
who  will  be  on  duty  at  night.  There  is  a  slack  time 
when  they  can  be  freed  from  attendance  so  that  they 
will  be  more  fresh  for  the  evening.  When  they  con- 
tinue through  past  closing  time,  some  stores  see  that 
they  are  provided  with  substantial  refreshments,  and 
in  other  ways  look  after  their  comfort  and  health  in 
the  extra  exactions  that  business  demands  may  seem 
to  warrant.  There  are  no  Government  regulations  in 
Canada  to  cover  this,  but  the  wise,  as  well  as  con- 
siderate employer  will  require  no  law. 


True  Economy 

ALTHOUGH  business  men  as  a  whole  have  ac- 
cepted the  situation  with  resolution  amounting 
almosl  to  cheerfulness,  there  are  still  a  number 
who  are  pessimistic  to  the  point  of  panic.  This  is 
evidenced  in  penny  wise  pound  foolish  measures  of 
economy. 


Cases  are  known  where  merchants  have  stopped 
lighting  up  their  windows  in  the  evenings,  thereby 
saving  a  few  cents  on  the  light  bill  and  quite  as  cer- 
tainly cutting  many  dollars  off  the  total  of  future 
sales.  Some  have  reduced  their  advertising  appro- 
priation— and  their  sales  in  almost  equal  proportion. 
Some — a  very  few,  we  are  glad  to  say — have  declined 
to  spend  a  dollar  or  two  a  year  for  their  trade  paper ; 
and  their  loss  thereby  is  quite  out  of  proportion  to 
the  saving  effected. 

The  same  applies  all  around,  to  business  men  of 
all  degree.  Pinchbeck  economy  has  crept  in,  the 
inevitable  concomitant  of  unreasoning  pessimism. 
At  times  of  stress  and  uncertainty  there  are  always 
some  men  who  think  a  saving  in  hand — no  matter 
how  insignificant — is  better  than  two  sure  profits  in 
prospect. 

It  is  not  intended  to  assert  that  economy  is  not 
the  proper  policy  to  pursue  at  the  present  juncture. 
This  is  a  time  when  every  item  must  be  watched 
and  every  expenditure  guarded.  Lavishness  or  care- 
lessness would  be  highly  reprehensible  when  the 
ultimate  triumph  of  a  cause  depends  perhaps  on  the 
conservation  of  resources  now.  "Economy  with  effi- 
ciency" should  be  the  slogan  of  business  to-day.  But 
economies  which  hamper  legitimate  development 
hurt  efficiency. 


Reassure  "the  Early  Shopper" 

*TP  HE  early  shopper,  loyal  to  the  behests  of  retailers 
and  newspapers  seems  on  the  verge  of  revolt.  He 
fears  that  he,  or  his  wife,  has  been  shamefully  de- 
ceived in  past  Christmas  seasons.  He  has  bought 
early  to  avoid  the  rush,  and  save  sales-clerks  from  the 
pushing,  tiring  crowds,  and  now  discovers,  or  thinks 
he  does,  that  he  has  paid  dearly  for  his  thoughtful- 
ness.  Has  he?  The  Review  presents  ibis  question  to 
its  readers  and  asks  for  their  replies  to  the  news- 
paper letter  which  follow^ : 

"Your  editorial  in  Tuesday's  paper  on  doing 
Christmas  shopping  early,  sounds  excellent,  and  is. 
indeed,  a  very  meritorious  contribution  to  the  sub- 
ject of  social  welfare:  it  is  also  a  good  help  to  your 
notable  advertisers.  But  there  is  another  side — a 
regular  joker,  in  fact.  Last  year  my  wife  had  all  her 
purchases  for  Christmas  made  by  the  1st  of  Decem- 
ber, but  may  not  do  it  again,  because  practically 
everything  she  bought  was  on  sale  during  Christ- 
mas week  at  from  2o  to  33  1-3  per  cent,  less  cost. 

If  the  public  makes  an  effort  to  help  the  em- 
ployees of  the  stores,  the  employers  might  surely  help 
l>v  giving  a  square  deal. 

EARLY  SHOPPER." 
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More  Wheat;  More  Trade 

UCII  has  been  written  about  the  new  openings 
for  Canadian  manufacturers,  and  considerable 
has  been  accomplished  already.  Not  so  much 
prominence  has  been  attached  to  the  openings  be- 
fore the  Canadian  agriculturist  but  substantial  ad- 
vances have  been  made  in  this  direction,  also  along 
lines  that  will  exert  an  important  up-building  power 
upon  Canada's  prosperity  next  year.  The  ravaging 
of  the  crops  and  the  enormous  numbers  of  non- 
productive war  laborers  that  must  be  fed  in  Europe 
with  few  left  to  till  the  soil,  has  thrown  upon  Canada 
not  so  much  a  burden,  as  one  of  the  best  business 
propositions  that  ever  came  before  her.  "Grow  more 
wheat  for  Europe"  has  been  the  advice  from  all 
quarters,  and  happily  it  has  been  heeded.  A  report 
issued  by  the  Ontario  Department  of  Agriculture,  at 
the  end  of  October  estimated  the  seeding  of  fall 
wheat  at  over  1,700,000  acres,  compared  with  727,- 
400  acres,  one  year  ago,  or  more  than  double,  and 
the  yield  for  1914  itself  was  estimated  at  15,000,000 
bushels.  At  least  one-third  of  the  pasture  acreage 
has  been  sown  with  fall  wheat  and  the  Minister  de- 
clared that  the  response  of  the  farmers  had  been 
"magnificient,"  and  if  conditions  were  favorable. 
Ontario  would  have  a  crop  the  like  of  which  she  had 
"never  before  contemplated." 

Saskatchewan  reports  a  large  increase  in  the 
acreage,  and  Nova  Scotian  farmers  are  heeding 
Premier  Murray's  appeal  for  next  spring,  while  re- 
ports from  other  provinces  are  quite  encouraging. 
With  prices  of  wheat  certain  to  remain  high  the  pro- 
ceeds of  these  big  crops  will  mean  padded  bank  ac- 
counts for  the  farmers,  and  business  will  reap  its 
share  of  the  benefit. 


HIGH   PRICES  vs.  PURCHASING 
POWER 


Editorial   Briefs 

THE  SAD  PART  of  it  is  that  the  pessimists  never 

enlist. 

•        •        • 

COURTESY  IS  A  necessary  attribute  to  any  one 
dealing  with  the  public. 


GET  THE  Christmas  campaign  started.  Christmas 
presents  will  be  bought  "as  usual"  this  year. 

*  *        * 

IT  SURELY  SUGGESTS  stagnation  when  a  window 
display  is  left  too  long  to  the  view  of  the  public. 

*  *        » 

BUSINESS  is  going  on  "as  usual."  Looking  back  it 
does  seem  queer  that  we  let  ourselves  get  that  panicky 

feeling. 

*  »        • 

WE  DON'T  desire  to  appear  blood-thirsty,  but  there 
certainly  are  a  lot  of  people  pulling  for  the  prophecy 

of  Madame  Thebes. 

*  *        * 

WORK  HARDER  than  ever,  think  harder  and 
oftener,  put  more  willingness  into  everything  you  do. 
This  will  help  even  in  times  of  fear  and  uncertainty. 

*  *        * 

WATCHING  THE  official  actions  of  one  Von 
Bernstorff,  leads  to  the  definite  opinion  that  he  was 
not  cut  out  for  a  salesman.  Everything  he  says  brings 
exactly  the  opposite  result  he  expected. 
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SINCE  the  outbreak  of  the  war  there  has  been  a 
great  discussion  about  the  prices  of  foodstuffs, 
wearing  apparel,  hardware  and  general  merchan- 
dise.   One  might  be  tempted  to  ask :    Who  sets  these 
prices? 

The  first  reply  might  be  that  the  manufacturers 
or  importers  are  responsible.  But  this  is  not  right 
because  the  manufacturer  is  governed  by  the  price 
which  he  must  pay  for  his  raw  material.  However, 
the  first  consideration  is  turned  to  the  question  of 
production  as  governing  prices. 

Then  let  us  look  more  closely  at  the  whole  prob- 
lem. The  manufacturer  makes  goods  at  a  cost,  or 
the  importer  imports  them  at  a  certain  figure.  But 
is  that  figure  their  "price."  In  many  cases  it  is  not. 
Celling  is  just  as  important,  as  manufacturing,  or 
importing.  If  there  is  an  article  which  evidently  has 
a  certain  value  and  it  cannot  be  sold  for  that  figure, 
then  it  must  come  lower  in  price  or  go  off  the  market ; 
this  is  an  outstanding  feature  of  industrial  competi- 
tion. 

The  democracy  price — the  fact  that  the  people 
have  a  say  in  setting  it,  that  the  great  basic  principle 
is  that  of  supply  and  demand — has  been  illustrated 
in  many  ways  since  the  outbreak  of  the  war  in 
Europe. 

When  the  declaration  of  war  came  it  was  a  cyclone 
of  destruction  of  the  financial  and  commercial  sys- 
tem of  the  world.  There  was  a  serious  shock  while  re- 
adjustments were  being  made.  In  some  markets 
there  was  a  panic.  People  rushed  to  buy  foodstuffs; 
there  were  reports  that  hosiery  would  have  to  advance, 
that  there  would  lie  no  silks  or  embroideries,  that  the 
supply  of  show  leather  would  soon  be  exhausted,  that 
there  would  not  be  a  supply  of  wool  available. 

Prices  were  advanced.  Was  this  because  of  the 
shortage  of  goods?  No.  It  was  because  of  the  de- 
mand of  the  people.  In  the  wholesale  trade  prices 
were  advanced  where  the  retailers  bought  heavily  and 
the  same  in  the  retail  trade.  Foods  were  advanced 
because  of  the  demand;  shoes,  where  the  shortage  of 
supply  of  shoe  leather  would  soon  be  exhausted,  that 
rather  went  to  the  bargain  counters  because  there  was 
a  little  less  than  the  usual  demand. 

Right  from  the  first  it  was  the  demand  and  not 
the  supply  which  generally  ruled  the  price  changes. 
As  the  demand  weakened  prices  returned  to  normal. 
This  applies  generally  throughout  the  business  world 
in  relation  to  the  war. 

Now  continuing  this  theory  there  is  not  much 
reason  to  fear  that  there  will  be  the  phenomenal  ad- 
vances that  were  at  first  reported.  When  the  prices 
go  beyond  what  the  public  can  pay  then  there  must 
necessarily  be  a  readjustment — demand  must  be 
served. 

On  the  other  hand  it  will  be  said  that  in  many 
respects  that  the  war  will  interfere  with  supply.  True 
this  is,  but  it  is  questionable  if  the  supply  will  be  re- 
duced any  more  than  in  proportion  to  the  demand,  in 
which  event  the  principle  will  obtain  that  they  will 
come  to  a  basis  after  a  period  of  readjustment. 


Pattern  Hats  for  Spring  Arriving  from  France 

Flowers  Coming  Over  Fairly  Freely  as  Well — Canadian  Houses 
Taking  Advantage  of  Opening — Ribbons  Prominent  for  Spring 
Trimming,  Arriving  Kegularly. 


A    FUR-TRIMMED    MODEL 


Cossack  turban  of  nigger  brown  velvet  with 
line  of  sable  outlining  the  crown,  and  mount 
of  treated  est  rich.  The  mesh  vei'.  is  worn 
loose    and    flowing,    and    is    bordered    with    .1 

narrow    line   of   velvet    ribbon. 


THE  Fall  season  is  far  advanced 
now,  and  as  yet  there  has  been  no 
real  inconvenience  felt,  because 
goods  were  in  short  supply.  In  some  lines 
there  has  been  trouble,  but  it  has  been 
no  more  pronounced  than  in  seasons 
when  there  has  been  a  great  run  on 
some  particular  article  or  style.  Now 
that  this  season  has  been  safely  tided 
over,  what  of  the  Spring?  is  the  nexi 
question.  What  are  we  going  to  do  for 
pattern  hats,  silks,  braids,  feathers, 
flowers,  and  other  trimming  novelties'.' 
Of  course,  the  developments  in  the  war 
/one  may  change  everything  at  a  mo 
men!  's  notice,  but  so  far  as  present  pros- 
pects .j, 1  it  would  seem  as  though  all  the 
millinery  merchandise  that  will  be  want- 


ed,  unless  business  should  take  an  ex- 
traordinary   spurt,    will    be   forthcoming. 

Even  pattern  hats  will  arrive.  The 
Review  on  another  page  is  showing  four 
models  from  the  ateliers  of  leading 
modistes,  which  formed  part  of  a  ship- 
ment of  models  which  arrived  in  Toronto 
from  Paris  late  in  October.  Poiret  's  es- 
tablishment, after  being  closed  tor  a 
long  period,  is  open  again,  and,  besides 
the  gowns  and  cloaks,  hats  on  the  cape- 
line  order,  simple  in  line  and  trimming, 
as  well  as  striking  toques,  are  on  dis- 
play. 

Another  house  in  Paris  that  is  open 
and  producing  wonderfully  handsome 
and  original  millinery  is  Reboux,  and 
Madame  Leontine's  establishment  on  the 
Place  Vendome  has  never  been  closed. 
Now  that  the  tide  of  battle  has  rolled 
away,  practically  every  leading  model 
house  is  doing  business.  Therefore,  un- 
less the  fortunes  of  war  should  suffer  a 
great  and  a  grave  change,  the  Spring 
pattern  hats  will  come  to  hand  as  usual. 

It  is  equally  true  that  none  of  us  will 
be  out  of  employment  because  of  the 
lack  of  millinery  materials  and  trim- 
mings. The  French  manufacturers  of 
silks  and  ribbons  are  not  entirely  out  of 
business,  and  each  week  sees  a  widening 
of  activity.  Shipments  of  goods  are  com- 
ing in  regularly  from  Switzerland.  The 
greater  proportion  is  coming  through 
Germany  by  special  permission,  but 
goods  are  also  rinding  their  way  out  by 
way  of  Genoa.  This  means  that  an  ade- 
quate  supply  of  both  silk  materials  and 
ribbons  is  reasonably  assured  during  the 
coming  season.  "With  the  ocean  routes 
open,  there  should  he  no  difficulty  pre- 
sented in  the  securing  of  the  necessary 
straws  and  braid-.  The  hemp  braids 
come  from  Japan,  and  there  is  no  reason 
to  suppose  that  the  usual  supplies  will 
not  he  available.  Braids  also  come 
from  China,  and  Italy  furnishes  fancy 
braids,  Leghorn  and  bodj  hats,  and 
straws  and  braids  also  come  from  Swiss 
and  English  sources.  All  these  coun- 
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nils  are  able  to  produce  and  ship. 
Panama  hats  are  produced  on  this  con- 
tinent, and,  therefore,  the  supply  will 
not  be  interfered  with. 

As  far  as  flowers  and  feathers  are 
concerned,  the  present  season  has  been 
well  taken  care  of.  The  development  in 
the  feather  end  has  favored  ostrich.  Ex- 
pensive garniture  and  full-headed 
French  plumes  are  taking  the  place  of 
paradise  and  osprey  on  this  side  of  the 
Atlantic,  and  fancy  novelties  are  used  to 
trim  popular  priced  millinery.  This  in- 
dicates the  position  of  feathers  for  the 
early  Spring. 

Narrow  Metal-edged  Ribbons. 

Ribbons  will  be  largely  used,  and  the 
development  here  favors  the  stiff er  gros- 
grain  and  cords.  The  latest  idea  is  the 
use  of  narrow  ribbons  from  \x/i  to  2 
inches  wide.  These  narrow  ribbons  have 
a  metal  edge,  and  are  used  in  various 
new  ways  in  the  form  of  many  ended 
bows,  ribbon  ruches  and  pleatings.  Just 
a  ribbon  band  with  a  flat  bow  at  the  side 
is  another  late  season  idea  that  promises 
further  development  in  the  coming 
Spring.  Ribbons  in  suitable  widths  are 
showing  with  metal  stripes  or  striped  in 
three  broad  stripes  of  color.  When  the 
ribbon  is  all  of  the  one  color  medallions 
and  simple  figures  of  velvet  on  a  cord 
ground  are  shown.  Velvet  ribbons  pro- 
mise well,  and  the  newest  shown  have 
a  picot  edge.  The  girdle  and  the  hat 
trimming  to  match  looks  a  promising 
idea,  and  \er\  wide  ribbons  for  this  pur- 
pose come  in  Roman  stripes  and  in  broad 
vertical  -tripes  in  three  colors — that  is, 
two  shades  of  one  color  with  a  stripe  of 
a  contrasting  color  along  the  outer  edge. 
Thus  a  lettuce  green  and  a  full  leaf 
green   had   the  outer  stripe  of  navy. 

Velvet  Assured  for  Spring. 
Nothing  can    till   the   place   of   velvet, 
and.  as  velvel  is  becoming  a  Summer  as 
well    as   a    Winter   material,   its   promin- 
ence  is  assured    for   Spring.     Grosurains 
(  Continued  on  next  page.) 


Fur  the  Feature  of  the  Mid-Season  Hat 

Few  Hats  Altogether  of  Fur — Lines  and  Bands  Are  the  Popular 
Trimmings  —  Monkey  Fur  the  Real  Novelty  —  Fur  Tinsel  and 
Ostrich  a  Favored  Combination. 


THE  early  season 's  business  is  done 
in  millinery,  and  the  big  feature 
has  been  the  success  of  the  pop- 
ular priced  hat.  Economy  rules,  and 
even  the  woman  who  has  an  assured  in- 
come has  paid  less  for  her  hats  this  Fall, 
as  she  has  been  using  her  money  for 
patriotic  and  charitable  work.  Recently 
the  press  has  been  pointing  out  that  the 
cutting  down  of  expenses  where  not  ab- 
solutely needful  is  only  serving  to  in- 
crease the  evils  of  stagnation  and  un- 
employment. It  is  pointed  out  that  every 
hat  and  other  article  of  adornment 
bought  means  just  that  much  more  work 
for  the  wage  earners,  and  that  the  keep- 
ing of  the  workers  in  employment  is  the 
best  way  of  securing  the  regular  work- 
ing out  of  the  economic  system  by 
which  we  all  obtain  the  necessaries  of 
life.  This  advice,  no  doubt,  chimes  in 
with  the  wishes  of  many  women,  and 
now  that  purchasing  pretty  things  is 
put  in  the  light  of  a  duty,  the  millinery 
and  allied  trades  may  benefit. 

Even  if  the  woman  who  can  afford 
buys  as  usual,  there  will  be  much  trade 
cut  off  because  of  the  fact  that  buynig 
along  wonted  lines  is  no  longer  possible. 
Therefore  the  stores  are  offering  extra 
good  values.  This  means,  in  plain  terms, 
that  the  merchant  is  meeting  his  cus- 
tomers half  way,  and  is  making  such 
concessions  that  it  certainly  pays  to  shop 
now. 

Models  for  the  Winter  are  very  nrn-'i 
trimmed  with  fur,  and  just  as  soon  as 
the  weather  becomes  more  favorable  it 
is  expected  that  good  business  will  be 
done  on  hats  of  this  kind.  Already 
there  are  signs  that  trade  conditions, 
are  better,  and  if  only  the  weather  is 
favorable  and  seasonable  cold  arrises, 
there  is  no  reason  why  the  season  should 
not  end  even  better  than   it  lias  begun. 


Fur  trimmings  appear  on  the  majority 
of  coats,  suits,  and  even  dresses,  and 
therefore  the  hat  must  match.  It  is 
not  so  much  the  hat  of  fur  that  is  seen 
as  the  hat  that  is  trimmed  with  fur. 
Fur  is  used  in  combination  with  other 
trimmings,  and  fur  and  tinsel  is  par- 
ticularly smart.  Tinsel  roses  or  clusters 
of  berries,  and  other  ornaments  are  used 
with  bands  of  fur,  and  often  ostrich 
tips,  plumes  or  fancies  complete  the 
trimming    effect. 

The  popularity  of  fur  is  seen  by  the 
working  of  it  up  into  unusual  forms, 
such  as  fur  birds,  flowers,  bows,  etc.  The 
fur  birds  are  made  by  attaching  beaks 
and  birds'  eyes  to  round  bodied,  wing- 
less bodies  of  various  lengths. 

Monkey  fur  is  very  much  used  and 
may  be  said  to  be  the  fur  fad  of  the 
moment.  It  is  used  to  outline  the 
close-fitting  brims  of  the  new  turban-. 
Sometimes  it  droops  like  a  fringe  from 
under  a  band  at  the  top  edge  of  the 
brim,  or  it  is  used  standing  up  around 
the  pointed,  slashed  and  triangle  brims. 
This  fur  is  at  its  best  when  used  flat  on 
the  brims  of  the  large  sailor  models  so 
much  in  favor  for  tea  hats  and  dressy 
wear. 

© 

PATTERN  HATS  FOR   SPRING. 
(Continued   from  page  20.) 

and  failles  will  be  combined  with  velvet, 
but  the  real  silk  novelty  promises  to  be 
the  revival  of  satin  soleil.  This  satin 
somewhat  resembles  panne  velvet  or  hat- 
ter's plush.  High-class  milliners  are 
varying  the  velvet  vogue  by  using 
chutedo  and  other  velvet  or  plush  ribbed 
fabrics. 

Canadian  Makers  to  the  Front. 
The  biggest  flurry  is  in  the  floral  end 
of  the  market,  for  here  the  business  that 


SHEPHERDESS   <  WI'KI.I  NK. 

Phipps   model   <>t"  black   velvet   trimmed   with 
salmon   coque  Mini   metallic  galloon. 


has  gone  to  Germany  and  Austria  is  to 
lie  competed  for.  In  this  connection  the 
makers  of  artificial  flowers  in  this  coun- 
try are  coming  to  the  front.  Canadian- 
made  flowers  have  sold  well  this  Fall, 
and  sample  lines  for  Spring  selling  are 
now  in  process. 

French  Factories  Busy. 
French  flowers  will  be  in  fair  supply, 
lor  many  of  the  factories  are  working, 
though  many  more  are  closed  down  or 
completely  out  of  business.  The  factories 
now  working  are  exceedingly  busy  with 
orders  for  the  English  and  American 
trade,  and  if  the  Canadian  buyers  place 
their  orders  in  good  time  no  shortage  in 
French  flowers  need  be  anticipated. 


We  can  supply  your  requirements  in 

OSTRICH  FEATHER 

NOVELTIES  AND 

FANCY    FEATHERS 


PROMPT 
SERVICE 
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EXCELLENT 
VALUES 


We  specialize  in  all  kinds  of  ostrich  feather  novelties  am! 
fancy  feathers.  To  see  and  compare  them  with  others  is 
to  appreciate  the  excellence  of  our  values.  Quality  and 
workmanship  is  of  a  high  standard.  Write  for  sample  range. 

JOSEPH    LEONE   JR. 

314  NOTRE  DAME  ST.  W.  MONTREAL 
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ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  book  to    Retail  Advertising  Complete 

$1.00     POSTPAID 

"Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  shonld  be 
to  hold  trade.  The  money-b«ck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebatinf  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBUSHED 

Send  us  $1.00.  Keep  the  book  ten  daya  and  i  it  isn't 
worth  the  price  return  it  and  get  your  money  '  ^ck. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


FANCY  GOODS 

NOTIONS  &  TOYS 


Goods  that  Should  Prove  Christmas  Sellers 

Mesh  Bags  Lined  With  Brocaded  Silks— Toilet  Sets  at  Reason- 
able Prices — Celluloid  Lines  in  Great  Variety — New  Party  Cas<  - 
and  Hand  Bags — Dress  Shields  Coming  Into  Greater  Use. 


AT  a  time  like  the  present,  when 
every  dollar  is  of  importance,  it 
will  pay  to  give  special  attention 
to  the  small  wares  and  notions  depart- 
ment. There  is  good  profit  in  notions, 
and  a  properly  run  notion  department  is 
not  only  a  paying  proposition,  but  it  is 
a  great  trade  puller,  for  the  woman  who 
comes  in,  because  she  knows  she  can  buy 
what  she  needs  in  this  department,  as  a 
rule  stays  to  shop  in  other  departments. 
Moreover,  more  women  are  buying  the 
material  in  the  piece  goods  department 
now  and  making  up  their  own  garments, 
and  this  means  considerable  added  trade 
in  the  notion  and  allied  departments. 
Dressmakers'  supplies  should  be  fea- 
tured, and  if  the  articles  are  standard 
and  reliable  and  the  stock  is  well  assort- 
ed, there  is  no  reason  why  business  in 
these  departments  should  not  surpass 
that  of  a  year  ago. 

Service  counts  largely  in  making  a  de- 
partment popular,  for  even  if  a  woman 
is  only  expending  a  few  cents  she  wishes 
to  be  waited  upon  as  quickly  as  possible. 
Unless  the  help  employed  is  in  the  be- 
ginner class,  quick  and  efficient  service 
costs  considerable  money.  The  only  way 
to  get  round  this  problem  is  so  to  ar- 
range the  display  that  customers  can 
practically  wait  upon  themselves  by 
making  their  own  selections.  Then  the 
sales  girl  has  only  to  make  out  the  bill 
and  hand  in  the  goods  to  the  wrapping 
station. 

Dress  Shields. 

There  are  many  articles  sold  at  the 
notion  counter  that,  while  the  trade  is 
large,  seldom  or  never  appear  in  the  ad- 
vertising or  the  window  displays,  and 
yet  they  are  important  items  when  tak- 
ings are  totaled  up.  One  of  these  lines 
is  dress  shields.  There  is  always  a 
steady  demand,  and  this  is  likely  to  in- 
crease, because  the  waist  of  the  average 
dress  is  once  again  of  the  material  or  of 
velvet  or  satin;  even  when  transparent 
fabrics  are  used   thev  are  lined.       This 


Novelties  in  Christmas  handkerchiefs.   Shown 
by   Mclntyre,   Son  &  Co.,  Limited. 


means  both  that  the  shield  is  more  neces- 
sary, and  as  the  waist  material  is  heavier 
there  is  all  the  more  call  tor  dress 
shields.  There  is  a  very  large  variety  of 
dress  shields  on  the  market.  There  are 
shields  for  all  sorts  of  people  and  for  all 
kinds  of  uses,  and  there  are  all  kinds  of 
weights,  shapes  and  size.  A  o;ood  Belling 
shield  at  present  is  the  black  shield  that 
99 


does  not  crack.  These  shields  are  made 
of  mercerized  fabric  in  fast  color,  and 
are  interlined  with  pure  rubber.  The 
inner  lining  is  of  white,  and  the  white 
side  comes  next  to  the  body  and  under- 
wear, while  the  black  side  is  against  the 
fabric  of  the  dress. 

Of  late  years  a  considerable  business 
has  been  done  in  Christmas  lines  at  the 
notion  counter.  This  year  some  made-in- 
(Jermany  lines  may  be  absent,  and  any- 
way there  would  be  little  use,  in  the 
present  state  of  public  sentiment,  in  fea- 
turing goods  made  in  Germany.  Work 
cases,  leather  bags,  work  baskets  fitted 
with  spools,  bodkin,  scissors,  etc.,  at 
various  prices,  are  one  item  that  is  al- 
ways shown.  Pincushions,  hairpin 
cabinets,  fancy  boxed  sets  of  hose-sup- 
porters and  garters,  etc..  are  a  few  of 
the  regulation  lines. 

Fancy   Lines. 

The  articles  that  come  under  the  term 
fancy  goods  are  legion  at  this  time  of  the 
year.  Fancy  articles  of  metal,  such  as 
(docks,  jewelry  boxes,  photo  frames,  pin 
and  ash  trays,  desh  sets,  smokers'  sets 
and  other  articles,  are  extensively  stock- 
ed for  the  holiday  trade.  Such  lines  as 
vanity  bags,  mesh  bags  and  vanity  cases 
sell  all  the  year  round,  but  are  in  spe- 
cial demand  for  sift  purposes.  In  mesh 
bags  the  demand  at  the  present  time  is 
running  to  uun  metal  or  black  in  sym- 
pathy with  the  tendency  prevailing  to- 
wards dark  colors.  Perfectly  plain 
frames  and  elastic  meshes  are  the  other 
features  noted. 

A  new  idea  is  the  lining  of  mesh  bags 
with  brocaded  silks  in  high  colorings  in 
place  of  the  white  kid  that  has  hitherto 
been  used.  Mesh  bags  so  lined  are  also 
titted  with  pockets  and  vanity  articles. 
These  articles  are  either  gold-plated  or 
of  highly  polished  nickel  plate,  and  in- 
clude a  mirror,  a  silk  change  purse 
matching  the  lining  and  fastened  with  a 
snap  fastener.  Memorandum  tablet  and 
pencil,     hairpin     case    and    powder    box. 
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The  Highest  Grade  Cotton  for  Crochet  and   Embroidery  Work 

"PERI-LUST  A" 


MERCERIZED  COTTONS 


RETAIN  THEIR  LUSTER  AFTER  REPEATED  WASHING 


w, 


"PERI-LUSTA"  CROCHET 


(ART.  18) 


EecominiMiiled  for 
Crochet  Work,  Tatting, 
and  Fancy  Needlework. 
Absolutely  uniform  and 
even  in  working.  Has 
that  smoothness  so  much 
appreciated  by 
croeheters. 


•  / 


White — Supplied  in 
Sizes: 
1  2  3  5   10   15   20  30  40 
50  60  70  80  100  150 
Ecru — Supplied    in 
Sizes: 
1  2  3  5  10   15  20  30  40 
50   60    70    80 
Arabian — Supplied  in 
Sizes: 
20     40 
Light    Pink,    Medium 
Pink,    Light    Blue,    Me- 
dium   Blue,    Dark    Blue, 
Red,   Yellow,   Lavender, 

Black. 

Supplied  in  Sizes:   3   10 

30  50  70 

10   Balls  to  a  Box. 

"Peri-Lusta"  Convent  Cotton,  Art.  7— A  firm,  medium,  twisted  thread  with  a  high  luster. 
For  embroidering  French  and  Eyelet  Embroidery,  Initials,  Scallops,  etc.  Supplied  in 
white  and  colors  in  all  sizes.    36  skeins  to  a  box. 

"Peri-Lusta"  Filo-Floss,  Art.  2— A  soft,  smooth  and  lustrous  six-strand  embroidery  thread. 
Loosely  twisted.  Can  be  used  from  one  to  six  strands.  For  all  kinds  of  fine  embroidery 
Supplied  in  colors.    24  skeins  to  a  box. 

"Peri-Lusta"  White  Embroidery,  Art.  4— Unequalled  for  embroidering  on  Linen,  Flannel  or 
Sheer  Materials.  Has  a  high  luster  and  retains  the  pure  white  after  repeated  launder- 
ing.   Iii  sizes  A-B-C-D-E-F-G-H,  coarse  to   fine.    36  skeins  to  a  box. 


GLISTENS  LIKE  CRYSTAL 


"CRYSTAL  ROPE" 

(ART.   21) 

ARTIFICIAL  SILK 


f 


A  more  brilliant  and  effective  embroidery  material  than  silk.     Rich  effects  easily 
obtained  with  every  stitch.     In  all  leading  colors.     24  skeins  to  a  box. 

Campbell,  Metzger  &  Jacobson,  446New  voRKway 

Canadian   Distributors:      JENNINGS  &  WILSON,    63  Bay  Street,  TORONTO 
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each  case  fitted  into  a  separate  depart- 
ment, complete  t be  list  of  fit! bags. 

Boxed  toilette  sets,  military  sets, 
manicure  Bets,  Bets  of  clothes  and  hat 
brushes,  shaving  sets,  brush  and  comb 
Bets,  etc.,  come  both  in  expensive  and 
popular-priced  lines.  Some  of  these  sets 
are  decidedly  cheap,  and  some  of  them 
can  be  retailed  around  the  dollar  mark. 
K\en  the  cheapest  are  put  up  in  a  very 
attractive  form",  and  promise  to  be  good 
-'■Hers.  The  cases  are  of  imitation 
leather,  and  purple  or  peach-colored 
satin  or  velvet  is  used  for  the  lining.  The 
fittings  come  in  ivory  or  ebony,  with 
nickel  silver  shield  mounts,  and  also  in 
carved  and  embossed  metal. 

Variety  of  Celluloid  Lines. 

Celluloid  articles  arc  a  wonderful  line 
this  season,  and  some  of  the  best  very 
closely  imitate  real  ivory.  The  assort- 
ment of  articles  is  a  large  one,  and  in- 
cludes trays  for  brushes  and  combs,  mir- 
rors, shoe  horns,  button  hooks,  brushes 
for  eloth  and  velvet,  boxes  for  tooth  and 
lace  powder,  talcum  powder  boxes,  work 
boxes,  and  many  other  articles.  These 
goods  come  also  in  various  tints,  and  can 
be  had  to  match  the  color  scheme  of  the 
owner's  room.  Carved  ivory  is  beauti- 
fully imitated,  and  brushes,  etc.,  are 
decorated  with  more  or  less  elaborate 
monograms,  according  to  the  price  that 
is  paid.  Tortoise  shell  is  also  imitated 
in   celluloid. 

The  party  bag  and  case  idea  certainly 
has   caught    on,    and    the   manufacturers 


EMBROIDERED   TOWELS. 

\cu     patterns,    showing    the    prominence    •>! 

- i    stitch    in    tin'    season's    designs.      Shown 

by   Jennings  &   Wilson. 


have  helped  as  far  as  il  was  possible  by 
producing  a  big  variety  of  new  ideas  and 
combinations  in  various  sizes  and  quali- 
ties to  retail  from  $1.50  up.  Baas  come 
in  various  soft  leathers,  such  as  mocha, 
suede  and  kid,  and  some  of  them  are 
made  of  fancy  silks,  in  flowered  and  bro- 
caded patterns.  Silk  bags  are  made  with 
stiff  bottoms,  and  draw  together  at  the 
top  with  a  cord,  and  the  fittings  are 
placed  in  shirred  pockets  around  the 
sides  of  the  bag.  Resides  the  vinaig- 
rette, many  bags  and  cases  now  carry  a 


glass  perfume  bottle  with  a  screw  top  of 
metal. 

Party  cases  come  in  kodak  shape,  and 
are  carried  by  a  strap  handle,  but  the 
must  practical  idea  is  the  combining  of 
the  party  and  hand  bag.  The  bag  is  ex- 
actly the  same  as  any  other  hand  bair, 
but  it  has  in  addition  all  the  usual  vanity 
fittings. 

In  leather  baas  the  safety  catch  is  a 
big  feature,  and  one  which  forms  one  of 
the  best  talking  points  when  selling. 
There  arc  several  on  the  market,  and 
many  of  them  fully  answer  the  purpose 
for   which   they   were  designed. 

Something  that  is  really  new  in  table 
decoration  consists  "i  a  low  bowl  in 
crystal  glass,  and  the  decoration  is  made 
up  as  desired.  There  arc  decorative 
blocks  in  the  centre  for  holding  flower-, 
and  to  perch  on  the  blocks  and  on  the 
edges  of  the  bowl  are  pretty  stuffed 
Inn1-.  Either  natural  or  artificial  flow- 
ers may  be  used,  and  the  bowls  are 
either  round  or  oval,  and  come  l.'i  inches 
and  in  larger  and  smaller  sizes. 

For  the  book  lover  a  very  appropriate 
present  conies  in  the  form  of  book  rocks. 
These  rocks  come  in  pairs,  and  are 
designed  to  hold  books  in  place  on 
cabinet  or  table.  The  designs  arc  very 
artistic,  as  they  are  modeled  after  or- 
iginal conceptions.  Croups  of  cupids, 
the  studious  figure  of  a  monk,  the 
straining  figure  of  a  Roman  gladiator,  a 
boldly-modeled  ram's  head  and  chim- 
panzee are  some  of  the  numerous  de- 
signs. 


New  Stuffed  Toys  to  Meet  War  Spirit 

A  Bandy  Legged  Bulldog  of  the  "What  We  Have  We'll  Hold" 
Type — Character  Dolls  Follow  the  Military  Fashion  and  Soldiers 
and  Sailors  Will  Be  Popular  With  the  Children  This  Year. 


IT  is  a  far  call  from  the  battlefields 
of  Europe  to  the  floor  ol  the  nursery 
in  the  Canadian  home;  two  extremes 
could  not  he  more  emphasized  than  the 
awful  engines  of  destruction  being  used 
in  the  present  war  and  the  playthings  ol' 
children  and  yet  there  is  a  connection 
between  the  two,  and  in  tic  trade  it  is 
being  realized  that  the  European  con- 
flict is  going  to  be  an  influence  in  the 
toy  business  this  Christmas.  In  this  no 
reference  is  meant  to  the  toy  shortage 
on  account  of  imports  from  Germany  be- 
ing cut  off  but  rather  to  tin  tenor  ol'  the 
demand  as  influenced  by  Hie  world 
<\  ents. 

In    filling  the   shortage   ol    stuffed    toys 
caused     by     the     Cutting     off     of     imports, 

ninkcr-  on  this  side  of  the  water  have 
taken  advantage  of  public  sentiment  of 
tin-  moment.  Instead  of  making  the 
Teddy  Bear  there  has  been  modelled  a 
British  Bulldog  of  Hie  type  which  is  de- 


picted as  standing  on  the  Union  Jack 
and  representing  the  British  spirit  that 
"what  we  have  we'll  hold."  For 
these  there  has  been  a  good  demand  and 
they  will  undoubtedly  take  well  with  the 
public.  Also  there  has  been  a  change  in 
style  in  character  dolls  which  will  go  a 
long  way  to  make  up  for  'he  shortage 
in  the  range  of  china  heads.  These  new 
dolls  are  dressed  in  soldier  and  sailor 
uniforms  and  are  certain  to  appeal  to 
the  children.  The  uniforms  are  usually 
of  khaki  and  navy  blue,  but  it  may  be 
expected    that     there    will    be    a     range    of 

the  brighter  uniforms  as  soon  as  the 
manufacturers  gel  an  opportunity  to 
give    their    attention    to    the    matter. 

Lead  soldiers  started  to  -ell  well  with 
I  he  commencement  of  t  he  w  ;ii  and  I  here 
is  still  a  big  demand  for  them  which  will 
undoubtedly  continue  strong  into  the 
holiday  trade.  With  this  demand  there 
is  also  a  call  fot  toy  cannon-,  forts,  etc.. 
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which  are  factors  in  the  play  game  of 
war.  Also  the  war  spirit  and  the  ac- 
tivity of  the  navies  and  airships  should 
have  the  result  of  creating  a  demand  for 
toy  warships  and  diminutive  models  of 
the  monoplane  and  biplane,  which  have 
been  in  more  or  less  demand  since  the 
flying  vogue  becami  comparatively 
general. 

Kewpie  Dolls  Still  Strong. 
The  popularity  of  the  Kewpie  doll  con- 
tinues and  it  is  now  made  up  in  hun- 
dreds of  different  -ize<  an.  styles.  This 
doll  is  available  for  the  holiday  trade 
this  year  again  as  for  two  seasons  past 

and    will   no   doubt    be  a  seller. 

It  i-  significanl  of  the  way  in  which 
this  doll  has  taken  with  i  ie  public  and 
also  of  the  importance  oi  the  toy  in- 
dustry to  note  that  sine  the  Kewpie 
was  brought  into  the  market,  two  years 
ago.  the  -ales  to  date  have  aggregated  a 
million  dollars. 


PARTY    BOXES 


No.    !)!)3    Design. 

We  make  six  lines  in  this  style  and 
assorted  shades  to  se'l  retail  from  $2.25 
to  $5.00  each. 


No.    1000    Design.        No.   999    Design. 

A  good  line  for  winter — can   bo  carried 
with   muff.     Retail   from   $2.50   to  $4.50. 
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No.   2084    Design. 

With   swinging   mirror  and   white  ivory 
tabid.     Retail   from  $1.25  to  $3.50. 


FANCY  GOODS,  NOTIONS  AND  TOYS 

" 

Made  in  Canada 
by    Canadians 


Party  Boxes  and  Party 
Bags  are  having  a  big 
sale.  Send  us  a  sample 
order  —  they  will  help 
your  Xmas  trade. 

We  are  the  largest 
makers  of  Ladies'  Hand 
Bags  in  Canada  and 
have  a  complete  stock 
on  hand. 

We  also  make  Ladies' 
and  Gentlemen's  travel- 
ling cases  fitted  with 
Parisian  Ivory  and 
Ebony  Fittings. 

When  in  the  City, 

call  or  phone 

Hillcrest  2074 


The  Western  Leather  Goods  Co.,  Ltd. 

1191  Bathurst  Street,  TORONTO 


Dry  Goods  Review 

PARTY    BAGS 


No.    2516    Design. 

Pitted  with  various  useful  fittings.  Our 
b<  si  selling  lines  are  : 

2516 — Retail   .-it   $1.50   each. 

2506     Retail    al    $2.00   each. 

2509— Retail    at   $2.00   each. 

_'."ilV>  -Retail    at    s.'.T.".    tNM-h. 

2504  -Retail   at   $2.75   each. 
We  a'so  have  this  in  Real  Seal,  Russian 
Calf,   Morocco,  to   retail  at  $3.50  to  ?7.-">0 
each. 


No.   2422    Design. 

We  have  six  good  selling  bags  to  retail 
at  $1.00 — this  is  one  of  them. 
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Order    To-day 

Your  Jobber  carries   Duchess 
Hoops  and  recommends  them 


Over  18,000  dealers  sell  Duchess 
Embroidery  Hoops. 

It's  the  "Duchess"— the  Hoop 
with  the  Felt  Cushion,  women 
want    and   ask    for. 


Millions  of  Women  use  Duchess  Hoops 

for    embroidering    and    would    have    no  other,  because — 


-Duchess  Hoops  hold  thick  or 
thin  fabrics  equally  taut. 

-The  Felt  Cushion  protects 
the  embroidered  work  from 
injury  when  being  placed  in 
or  removed  from  the  Hoops. 


— No  springs  or  attachments  to 

catch  the  silks. 
—No  metal  about  the  hoops  to 

rust  and  stain  the  fabrics. 
— Made   of   selected    hardwood. 

smoothly     finished     with 

rounded  edges. 


The  Best  and  Most  Popular  Embroidery  Hoops  on  the  Market 

L  Eight  sizes  in   Round,  3,  4,  5,  6,  7,  8,  10,   12-inch. 

Three  sizes  in   Oval,  3x6,  4%x9,   6x12   Inch. 
THE  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A. 


The  Largest  Makers  of  Embroidery  Hoops  in  the  World. 


There's   Good   Business  to  be  Done 
With  "Everlast"  Coat   Forms 


MADE     IN     CANADA 


"Everlast"  Coat  Forms  are  one  of  the  best  paying  lines  you 
can  handle.  There's  profit  in  them  in  any  way  you  look  at  it. 
As  a  booster  of  sales  for  your  dress  goods  these  forms  are 
unexcelled.  They  remove  the  only  objection  women  have 
to  home  dress-making — the  difficulty  of  getting  coats  to  hold 
their  shape. 

Then  there  is  a  good  margin  of  profit  on  the  sales  of  the 
forms  themselves. 

"Everlast"  Coat  Forms  are  made  in  a  size  and  style  to  suit 
every  requirement.    Write  for  prices. 

Toronto  Pad  Co.,  Ltd. 


333  Adelaide  Street  W. 


TORONTO 


No.  501 


Western  Representative  : 
J.  W.  LEATHORN,  603  Mercantile  Bldg.,  Vancouver,  B.C. 
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Substitutes  to  Cover  Shortage  of  German  Fancies 

Few  Art  or  Toilet  Articles  Which  Cannot  Be  Found  in  Manufac- 
tures of  Other  Countries — Prices  Higher  But  Goods  More  Sub- 
stantial— Shortage  of  Tinsel  For  Decorative  Purposes. 

By  the  buyer  of  fancy  goods  for  a  supply  house. 


THE  tinsel  trimmings  and  orna- 
ments which  in  their  varied  colors 
of  bright  hues  lend  a  holiday  ap- 
pearance to  the  displays  of  the  Christ- 
mas season  and  decorate  the  Christmas 
tree  in  the  home  will  be  scarce  this  year. 
I  was  surprised  to  find  that  we  could 
only  get  about  half  of  our  order  filled  for 
the  reason  that  while  it  is  largely  of 
domestic  manufacture  the  raw  material 
comes  from  Germany,  and  the  supply  is 
short. 

Otherwise  the  fancy  goods  situation  is 
not  so  seriously  affected  by  the  elimina- 
tion of  German  goods  as  might  have  been 
expected.  A  shortage  there  certainly  is, 
but  when  it  comes  down  to  the  fine  point 
of  meeting  demand  T  find  that  the  Ger- 
man goods  are  largely  made  to  meet  com- 
petition; they  are  cheap  reproductions  in 
most  cases. 

When  the  war  broke  out  and  it  was 
known  that  German  importations  were 
to  be  cut  off,  consternation  prevailed — 1 
can  refer  to  our  state  of  mind  for  the 
time  being  in  no  other  term.  With 
toys  it  was  different  for  we  had  re- 
ceived the  bulk  of  our  European  ship- 
ments and  were  in  a  position  to  meet  the 
trade  for  this  season  and  to  look  round 
before  another  year,  but  of  fancy  goods 
we  had  received  practically  nothing. 

This  looked  very  serious.  But  it  is 
wonderful  how  the  situation  improved 
with  thorough  investigation.  When  we 
came  to  get  out  our  catalogue  we  found 
that  there  were  very  few  lines  which 
had  to  be  eliminated.  The  European 
goods  represented  a  large  proportion  of 
our  stock  and  yet  we  found  that  in  most 
cases  the  German  and  Austrian  manu- 
factures were  duplicated  by  British, 
American  and  Canadian  lines.  The 
European  goods  have  a  difference  which 
I  can  hardly  describe  and  which  can 
only  be  understood  by  placing  the  ar- 
ticles alongside  of  each  other — there  is 
a  distinct  difference.  There  is  a  differ- 
ence of  price  usually  in  favor  of  the  Ger- 
man goods,  and  there  is  something  more 
showy  and  less  serviceable  looking  about 
them. 

In  this  business  of  fancy  goods  the 
big  element  in  sale  when  it  conies  to  the 
fine  point  is  appearance;  that  is.  the 
goods  sell  on  sight.  If  there  are  certain 
lines  missing  which  would  have  been 
shown  had  the  German  goods  come 
through  few  people  are  going  to  notice 
the  difference.  They  do  not  miss  what 
they  have  never  known  about.  Likewise 
in  the  trade     there     are     undoubtedly  a 


number  of  new  lines  which  we  would 
miss;  but  not  having  had  them  we  hard- 
ly notice  their  absence. 

Then  it  must  be  remembered  that  the 
demand  will  not  be  so  heavy  this  season 
lor  goods  of  this  class.  In  fact  a  num- 
ber of  firms  which  had  placed  their 
special  orders  with  us  this  Spring  stated 
that  they  were  glad  that  the  goods  had 
not  arrived  as  it  would  give  them  an  op- 
portunity to  curtail  their  stocks. 

Making  a  Comparison. 
Speaking  again  of  the  difference  be- 
tween the  British,  American  (including 
Canadian),  and  German  goods.  I  might 
illustrate  by  referring  to  a  line  of  work 
hexes  which  come  from  all  three.  The 
British  box  is  finished  in  plush  and  the 
contents  are  complete  and   well   finished 


O 
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Top:  Celluloid  button  with  carved  centre  in 
two  shades  of  brown,  and  plain  rim  to  match. 

Second  row :  Celluloid  centre  in  two  colors 
and  silt  rim.     Oil t  olive. 

Centre:  Square  carved  mitton  in  small  check. 

Third  row  :  Carved  celluloid  in  stripes  and 
hand    centre. 

Bottom:  Celluloid  button  with  inset  carved 
medallions.     Shown   by   A.   Weyerstall   &   Co. 

to  the  smallest  detail.  The  American 
box  is  of  celluloid  and  the  contents  are 
not  so  thoroughly  made.  The  German 
box  is  of  cardboard  with  a  gaudy  pic- 
ture on  the  top  and  the  contents  are 
made  with  little  respect  for  the  finer 
details.  There  is  naturally  a  difference 
of  price  in  favor  of  the  German  goods. 
The  same  illustration  could  be  applied 
to  many  of  the  different  lines  we  handle. 

Domestic  Toilet  Cases. 

There  is  no  interference  with  our  line 
of  toilet  cases  which  are  "domestic"  in 
that  they  are  assembled  here.  However, 
many  of  the  fittings  are  imported,  but, 
fortunately,  largely  from  France.  The 
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best  of  the  ebony  articles  come  from 
Paris. 

Christmas  cards  are  not  interfered 
with  to  any  extent  for  this  season  as 
they  largely  come  from  England.  How- 
<  ver,  I  think  that  it  may  be  that  a  large 
proportion  of  these  are  printed  in  Ger- 
many for  British  houses  and  this  may 
make  a  difference  in  the  supply  by  an- 
other season — but  that  is  looking  a  long 
way  ahead  and  judging  from  the  manner 
in  which  other  difficulties  have  straight- 
ened themselves  out  there  should  he  little 
trouble  in  this  quarter. 

In  metal  toilet  and  jewel  cases  the 
'•eiinulu"  ware  which  is  made  in  the 
United  States  is  of  better  appearance 
and  quality  than  the  German  goods 
which  have  been  coming  over  to  us.  hut 
the  latter  of  course  are  cheaper. 

Ait  brass  articles  from  the  States  are 
of  somewhat  different  workmanship  to 
those  of  European  countries  but  this  dif- 
ference is  not  likely  to  be  apparent  to 
the  general  public. 


Knitting  in  Fashion 

Work  For  The  Soldiers  Has 
Made  This  Popular  and  Work 
on  Home-Made  Gifts  Will  Use 
Lots  of  Fingering. 

KNITTING  for  the  soldiers  has 
brought  knitting  into  fashion,  and 
knitted  articles  are  certain  to  be 
largely  included  in  the  list  of  home- 
made gifts  this  season.  An  instance  of 
the  far-sightedness  of  the  heads  of  de- 
partments in  the  big  city  stores  is 
brought  to  the  notice  of  the  readers  of 
The  Review  in  this  issue  by  the  window 
displaying  wools  in  hanks  and  skeins, 
etc.,  and  a  large  and  varied  collection  of 
articles  made  from  them.  There  are 
knitted  and  crochet  sets  for  small  girls 
up  to  six  years  old;  there  are  knitted 
and  crochet  cot  comforters  for  baby. 
One  of  these  has  a  stork  knitted  in  grey 
wool  on  a  white  ground,  while  another  is 
of  pale  pink  Berlin  wool  knitted  in  shell 
pattern  and  lined  with  a  quilted  silk  lin- 
ing in  exactly  the  same  shade.  Lining 
and  knitted  piece  are  bound  together 
with  a  wide  binding  of  silk,  and  there  is 
a  large  and  handsome  bow  of  satin  rib- 
bon on  one  corner  of  the  comforter. 
Hug-me-tights,  knitted  and  crochet 
scarfs,  aviation  caps,  and  numerous 
other  articles  knitted  and  crocheted  from 
wool  were  shown.  Decidedly  new  is  a 
doll    made    all    of    wool. 


Toy  Department  Requires  Close  Attention 


TEERE  is  a  story  told  of  the 
business  man  who  over-systema- 
tised.  After  he  had  been  operat- 
ing his  new  system  for  a  while  he  was 
asked  by  a  friend  as  to  how  it  was  work- 
ing out.  "Fine,"  was  the  reply.  "How 
is  business?"  was  the  next  question. 
"Oh,  we  have  quit  doing  business  to 
look  after  the  tiling  system,**  came  the 
answer. 

W.  11.  Watt,  for  twelve  years  ivith  the 
firm  of  Holland  &  Son,  Montreal,  who 
lias  charge  of  the  toy  department  which 
occupies  the  whole  second  floor  of  the 
establishment,  and  which  has  been  a  fea- 
ture of  the  business  since  it  was  estab- 
lished in  the  early  days  of  Montreal, 
does  not  believe  in  quitting  business  to 
look  after  the  details  of  his  stock.  And 
that  is  the  reason  he  advances  fo.-  not 
having  an  elaborate  system. 

Track  of  20,000  Numbers. 

When  toys  are  placed  in  stock  in  the 
Holland  store  a  record  is  made  of  the 
invoice,  but  there  is  no  attempt  to  keep 
track  of  the  individual  articles.  Mr 
Watt  tried  it  once  but  he  found  that  to 
work  out  a  system  he  would  need  to  keep 
tiack  of  some  20,000  different  numbers, 
and  that  it  was  not  a  feasible  scheme. 

In  this  store  stock  is  taken  once  a 
year  and   the  stock  is  estimated   at   the 


Belling  price.  For  this  there  is  a  reason. 
When  the  goods  go  into  stock  the  cost 
price  is  marked  on  the  case  probably, 
hut  after  this  case  is  opened  there  is  no 
way  of  keeping  track  of  the  individual 
articles.  It  has  been  found  to  he  much 
more  satisfactory  to  take  stock  at  the 
selling  figure  and  then  to  deduct  a  rea- 
sonable percentage. 

When  it  comes  to  a  question  of  buying, 
an  estimate  can  be  made  of  the  goods  of 
a  certain  line  in  stock  and  a  comparison 
with  the  figures  on  the  invoice,  a  handy 
record  of  which  is  kept,  gives  an  idea  of 
the  selling  power  of  the  particular  line. 

The  Holland  store  carries  a  normal 
stock  of  $20,000  in  the  toy  department 
and  during  the  holiday  season  this  will 
be  increased  to  about  .$.'>5,000,  but  Mr. 
Watt  states  that  in  his  twelve  years' 
experience  he  has  not  come  across  any 
detailed  system  which  can  be  adopted  to 
advantage.  One  great  difficulty  is  that 
it  is  a  business  of  a  season.  Ordinarily 
trade  is  slow,  and  then  when  the  rush 
comes  it  is  necessary  to  get  in  extra 
sales  people  who  are  only  there  for  the 
rush  and  who  are  trying  to  sell  as  much 
as  they  can  rather  than  keep  track  of 
details. 

Goods  are  often  reduced  in  value  ma- 
terially, from  the  selling  standpoint,  by 


damage  to  boxes.  Here  is  a  matter 
which  should  have  attention,  for  it  is  a 
serious  leak.  For  instance,  a  box  of 
blocks  to  sell  at  $1.25  would  not  be  worth 
more  than  75c  if  the  box  is  split.  This 
is  a  loss  of  50c.  And  yet  these  boxes  can 
be  replaced  at  50c  a  dozen.  By  making  a 
note  of  the  damaged  boxes  duplicates 
can  be  secured  when  another  order  is 
given  to  the  manufacturing  firm  or 
wholesaler,  and  the  result  is  that  a  $6 
loss  can  be  reduced  to  50c. 

Mr.  Watt  also  states  that  he  is  now 
endeavoring  to  have  all  games  parcelled 
separately  so  that  there  will  not  <ie  the 
same  danger  of  confusion  or  loss  by 
mixing   of   parts. 

© 

BEADS   ON  THE  WANE. 

'fhe  bead  tad  seems  to  be  on  the  wane 
and  there  is  nothing  like  the  demand 
now  that  commenced  with  and  followed 
the  introduction  of  the  "Tango"  neck 
decoration.  Dealers  believe  that  it  is 
perhaps  just  as  well  so,  for  while  the 
heads  for  the  most  part  were  put  on  the 
market  by  firms  on  this  side  of  the  water 
there  can  be  little  doubt  but  that  many 
of  them — probably  the  bulk — came  from 
Europe  and  were  only  put  together  on 
this  side. 


LONDON  WAREHOUSES 
51-52  ALDERSGATE  ST. 
E.C. 
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St. ALBANS 

REDBOURN 

HERTS 


MANUFACTURERS  OF 

SILK  THREADS,  SUITABLE  FOR 
WEAVING,  KNITTING  and  EMBROIDERY 

al>o  Italian,  China  and  Japan  Trams,  Organzins,  Sewings,  Flosses,  Spuns  and  Twists 
MACHINE  SEWING  SILKS     :     : 
EMBROIDERY  SILKS  and  FLOSSES 

ALSO  ARTIFICIAL  SILK  FOR  WEAVING,  KNITTING  and  EMBROIDERY 

CANADIAN  REPRESENTATIVE 

F.  A.  TURNER,    52  Bay  Street,  TORONTO 


LONDON  MADE  BRAIDS 

We  hold  a  large  stock  of  every  description 

APPLY   TO 

THE    MANUFACTURER 

HENRY  WARDEN,  11, Oat  Lane,  London,  E.C.,  England 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Revieu: 


See 
that 

hump? 


World's 
Flattest  Fastener 


DE  LONG 

Press  Button 

World's  Flattest  Fastener 

Made  in  America,  of  American  Materials 

Prompt  Deliveries 
Maintained  Quality 
No  Advance  in  Prices 

Notion  buyers  are  glad  to  realize  that  they  will  have  no  difficulty  in 
supplying  their  trade  with  this  most  satisfactory  of  dress  fasteners. 
The  De  Long  Press  Button  is  not  only  the  flattest  and  neatest  of 
fasteners,  but  strong,  secure,  and  very  durable  under  continued 
wearing  and  laundering. 

Shoiu  De  Long  Press  Buttons  attrac- 
tively at  your  notion  counter, — it's 
worth  while. 

The  De  Long  Hook  and  Eye  Company 

of  Canada,  Ltd. 
St.  Marys,  Ontario 


Guarded 
Coil 


Bless  thaH 
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MADE     IN     CANADA 


Salisbury  Shades 

Conforming  with  the  new- 
est ideas  of  decorating 

In  stocking  Salisbury  Shades  you  arc  not  risking  monej 
on  a  line  whose  popularity  is  on  the  wane — rather  these 
charming,  artistic  fittings  for  the  home  are  one  of  the 
cecent  dictates  of  fashion.  That  the  decorator  of  to-day 
has  taken  hold  of  lighting  and  is  embodying  it  in  hia 
color  schemes  ensure-  a  good  demand  for  these  eleganl 
fabric  shades  which  are  made  to  match  the  decorations 
of  each  room. 

Salisbury  Shades  make  practical,  inexpensive  Christmas 
gifts.  Get  in  a  stock  now  and  boost  them  for  the  holiday 
trade.    Write  for  catalogue. 

E.  F.  W.  Salisbury 

MANUFACTURER  OF  SILK  SHADES 
FOR     ELECTRIC     FIXTURES,      ETC. 

Gooderham    Building,    Toronto 

49  Wellington  Street  East 
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"SLIPPON" 

COIFFURE   FASHIONS 


Patent 


13 

Nets 

to  the 

Dozen 


Reg'd 
Copyright 


13 

Nets 

to  the 

Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net  which  adjusts 
itself  to  the  present  style  of  coiffure. 

NO  PINS         NO  WORRY 

Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 


LONDON 


Sole  Agent  in  Toronto 


ENGLAND 


R.  W.  R.  COWIE,  77  York  Street 

To  Pirate*: — 

This  envelope    i«   copyright,     deaign     registered,     and     net 
patented. 


ESTABLISHED  1849 


BRADSTREET'S 

Offices   Throughout   the  Civilized   World. 


OFFICES   IN   CANADA: 


Calgary,  Alta. 

Edmonton,  Alta. 
Halifax,   N.S. 
London,  Ont. 


Ottawa,  Ont. 
St.  John,   N.B. 
Vancouver,   B.C. 
Victoria,   B.C. 
Hamilton,    Ont. 


Montreal.   Que. 
Quebec,   Que. 
Toronto,  Ont. 
Winnipeg.   Man. 


Reputation   gained   by   long  years   of  vigorous, 
conscientious  and   successful   work. 

THOMAS    C.    IRVING,     ««•£  »«?«.„ 

TORONTO.  CANADA 


TO  MANUFACTURERS 
AND   WHOLESALERS 


Do   you  want  to  be  represented  in 
Quebec    or   Quebec  and   District  ? 


Apply  to  Box  104,  St.  Roch,  Quebec 
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Dry  Goods  Review 


XMAS  GOODS 


TOYS,  DOLLS, 

FANCY  GOODS, 

GAMES,  NOVELTIES, 

Druggists'  and 
Smokers'  Sundries 
Smallwares,  etc. 

China,  Glassware 
and  Crockery 


OUR   CATALOGUE   READY 

Our  catalogue  just  issued  illustrates  and  describes  by  far  the  largest  and 
most  varied  stock  of  Holiday  Goods  offered  in  Canada. 

SHORTAGE  OF  HOLIDAY  GOODS? 

While  our  assortment  of  stock  lines  is  still  in  splendid  condition  con- 
sidering import  conditions,  we  urge  early  buying,  as  all  our  sorting 
shipments  being  cut  off  will  cause  more  than  the  usual  number  of  "Sold 
Outs"  late  in  the  season. 

WRITE  FOR  CATALOGUE  TO-DAY. 

NERLICH  &  CO. 

146-148  Front  St.  West  (Opposite  Union  Station)  TORONTO 
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Dress  Shields 

are  guaranteed  against  damage 
to  the  gown  through  any  fault 
of  the  Shield. 

Of  every  million  GEM 
Dress  Shields  we  sell,  less 
than  three  are  found  faulty 
under  the  guarantee. 

Three  in  a  million  seems 
to  us  a  pretty  good  average. 

I.  B.  Kleinert   Rubber  Company, 

•721-723-7a5-7a7    Broadway,    New  YorK 
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Methods  That  Have  Proved  Helpful  in  Christmas  Merchandising 


land  of  the  town?  In  the  absence  of  any 
information  to  the  contrary,  The  Re- 
view is  free  to  confess  that  the  biggest 
Santa  Claus  ad  pulled  off  by  any  store 
in  America  is  Eaton's  "Arrival  of  Santa 
Claus,"  a  yearly  event  that  crowds  the 
main  north  and  south  artery  of  a  city 
of  close  to  500,000  people!  Many  of  our 
readers  are  familiar  with  the  plan:  San- 
ta Claus  starts  his  triumphal  entry  sev- 
eral miles  out,  and  advances — towards 
the  end  of  November  each  year — upon 
the  city,  drawn  by  reindeer  or  horses, 
with  boys  or  men,  in  changing  costumes 
each  year — scouts,  Indians,  soldiers,  etc., 
as  outriders  or  guards;  perhaps  led  by 
a  band.  Down  he  is  conducted  and  stops 
at  Massey  Hall,  where  a  children's  en- 
tertainment is  put  on,  to  which  admis- 
sion is  given  by  ticket.  From  the  Hall 
Santa  Claus  proceeds  to  the  store,  and 
scatters  souvenirs  as  lie  goes.  For  the 
next  four  weeks  or  more,  at  various 
times,  he  has  special  days,  or  hours  for 
visits,  and  walks  around,  holds  recep- 
tions, etc.,  and  the  Toy  Department  with 
the  visible  presence  of  this  Genius  of 
Childhood  takes  on  a  meaning  for  the 
children  that  becomes  the  most  powerful 
incentive  to  purchase  by  tens  of  thous- 
ands. 

*     #     * 

P.  O.  SENDS  LETTERS. 

THERE  ARE  MANY  VARIETIES  of 
this  Santa  Claus  idea  in  its  relation  to 
the  public.  The  John  White  Co.  of  Wood- 
stock had  a  visit  from  Santa  Claus  last 
year;  they  showed  him  in  their  window 
that  was  fitted  up  with  toys  and  he  re- 
ceived hundreds  later  in  the  store.  Out- 
side the  store  a  crowd  of  women  and 
children  inpeded  traffic  on  the  street. 
Capital   advertising! 

So  closely  have  a  few  stores  in  Can- 
ada identified  themselves  with  the  Santa 
Clans  idea  that  scores,  and  even  hun- 
dreds of  letters  are  sent  them  by  chil- 
dren.   "Santa   Claus.  care  ."   Even 

the  local  post  office  authorities  some- 
times send  them  letters  addressed  to 
"Santa  Claus,  care  the  North  Pole." 
asking  for  special  gifts.  In  every  case 
care  is  taken  to  send  an  answer,  usually 
in  the  form  of  a  pretty  card  acknow- 
ledging the  letter,  and  hoping  that  "he" 
will  be  able  to  fill  their  requests.  After, 
that  it  is  "up  to"  the  parents  to  deal 
at  that  store.      •     *     * 

TOYIAND. 

TOYLAND  MAY  BE  MADE  a  popular 
resort  in  the  store.  Give  it  that  name,  or 
a  similar  one.  show  goods  in  the  win- 
dows as  samples  of  what  they  can  get 
in  Toyland,  right  at  the  opening  of  the 
department,  or — where  it  is  kept  up  the 


(Continued  from  page  17.) 

SELLING  XMAS  BOXES. 
'T'RERE  is  one  line  that  is  seldom 
-*  found  and  which  in  all  stores 
would  be  a  great  seller  and  for  which 
the  outlook  is  particularly  promising 
this  season  as  so  many  Christmas 
presents  will  be  home-made.  The 
line  alluded  to  is  fancy  cardboard 
boxes  for  boxing  Christmas  gifts.. 

It  matters  not  how  cheap  the  arti- 
cles, nor  however  expensive  and 
dainty,  its  appearance  is  greatly  en- 
hanced if  it  is  put  up  in  a  fancy  box. 
Even  when  the  article  purchased  is 
boxed  by  the  store,  many  people  will 
purchase  a  box  of  their  own.  This  is 
because  the  box  the  store  supplies  as 
a  rule  has  the  name  and  address  of 
the  store  on  the  cover. 

Before  ordering,  the  notion  buyers 
should  size  up  the  articles  which  cus- 
tomers are  likely  to  box,  for  the  as- 
sortment of  boxes  should  include  al- 
most every  size  and  shape.  There 
should  be  boxes  small  enough  to  con- 
tain an  article  of  jewelry  and  others 
large  enough  to  contain  a  dress.  The 
articles  most  likely  to  be  boxed  are 
gloves,  ties,  neckwear,  handkerchiefs, 
hosiery  and  kindred  lines.  Boxes  as  a 
rule  come  in  nests,  and  this  manner 
of  putting  up  saves  space. 


whole  year  (the  wisest  policy) — when 
you  extend  the  space  given  to  it  and  open 
up  your  new  shipments.    The  middle  of 

November  is  none  too  early. 

*     »     • 

BRING  THESE  FORWARD. 

THERE  ARE  NUMEROUS  depart- 
ments that  come  naturally  into  promin- 
ence— if  they  are  bought — at  the  holi- 
day season.  Encourage  the  inclination 
of  the  public  for  these  goods:  toilet  ar- 
ticles, leather  goods,  many  other  fancy 
lines,  neckwear,  gloves,  handkerchiefs, 
men 's  furnishings,  etc.  Whenever  pos- 
sible these  should  be  given  as  conspic- 
uous a  position  in  the  store  as  they  can, 
allowing  other  lines  to  be  removed  tem- 
porarily into  the  background.  They 
can  afford  to  take  a  little  rest;  the  others 
cannot. 

Handkerchiefs  form  one  of  the  best 
linos  for  special  displays.  One  store 
moved  its  photographic  department  that 
occupied  a  spot  between  two  sets  of  en- 
trance doors,  and  set  a  handkerchief 
booth  up  in  its  place,  with  rather  sur- 
prising results.  Each  of  several  floors 
had  a  handkerchief  booth,  and  at  all 
the  business  was  good. 

Susarestions  like  this  might  go  on  in- 
terminably: for  instance,  one  store 
picked  out  toilet  soaps  and  made  a  spe- 
33 


cial  circle  of  them;  arranged  them  in 
attractive  combinations  and  colors,  and 
used  cards  suggesting  them  as  useful 
Christmas  gifts.  The  amount  of  soap  this 
department    sold    astonished    even      the 

man  who  worked  out  the  change. 

#  *     * 

MEDIUM  PRICED  GOODS. 
IT  IS  WELL  TO  remember,  too,  this 
year  especially,  that  there  is  a  feeling 
towards  economy  abroad,  and  the  buy- 
ers and  managers  of  most  departments 
have  been  striving  to  place  themselves  in 
such  a  position  as  will  permit  them  to 
show  good  values,  of  medium  priced 
lines.  From  toys  down — or  up — this  will 
be  the  strong  point  in  Christmas  sell- 
ing. 

*  *     » 

HOLD  TILL  CHRISTMAS  EVE. 

SHOULD  GOODS  BE  HELD  at  the 
store,  say  until  the  day  before  Christ- 
mas, and  then  delivered  at  the  request 
of  customers?  Some  stores  are  trying 
out  this  policy,  following  the  lead,  prob- 
ably, of  the  express  companies. 

There  is  much  difference  of  opinion 
as  to  the  advisability  of  this.  Some  say 
that  it  obliges  their  customers;  that  they 
are  willing  to  buy  early  and  set  it  over 
with,  if  they  can  be  relieved  of  the  need 
for  "hiding"  the  "Santa  Claus"  pur- 
chases in  cupboards  in  their  homes 
where  curious  children  may  learn  in  ad- 
vance of  Christmas  day  presents.  On 
payment,  even,  of  a  small  deposit,  some 
stores  will  hold  goods,  and  send  them 
up  C.O.D.  a  day  or  two  before  Christ- 
mas. 

Others,  a-ain,  condemn  it.  The  man- 
ager of  a  large  "holiday"  department 
told  The  Review  that  his  firm  would 
never  consider  the  proposal. 

"We  are  known  to  be  quite  free  in 
accepting  'returns,-  and  if  we  held 
goods  like  this  for  weeks,  ten  chances 
to  one  the  people  who  bous-ht  early 
would  see  something  else  later  on  and 
decide  to  take  it,  and  send  ours  back. 
Or,  again,  knowing  they  could  return  the 
goods,  they  would  order  anything  that 
took  their  fancy  and  return  the  rest. 
The  result  would  be  that  a  large  per- 
centage of  our  goods  would  come  back 
after  Christmas,  almost  useless,  on  our 
hands,  when,  if  we  had  had  them  in  stock 
we  could  have  sold  them  many  times 
over. ' ' 

In  this  case  the  negative  argument  ap- 
pears very  sound. 

In  smaller  places,  and  where  the  firm 
know  their  customers  fairly  well,  a  priv- 
ilege like  this  could  be  attempted  gen- 
erally, or  at  least  applied  to  a  section  of 
the  store's  clients.  ■  « 


Change  of  Type  Has  Comein  Women's  Footwear 

Shorter  Vamp  and  Higher  Heel  With  Round  Toe  Coming  —  A 
Neater  Shape  for  Short  Skirts — Laces  Also  to  Return — Colonials 
Predominate  for  Next  Summer  —  Men  Cling  to  Long  Shape  — 
Tans  Still  Good  for  Men — Smooth  Toe  and  Blucher  Cut  Show 
Military  Influence. 

Written   by  the  buyer  of  one  of  Canada's   l>ig  exclusive   shoe   bouses. 


STYLES  in  women's  footwear  give  indication  of  a 
general  change.  Perhaps  it  would  be  better  to  refer 
to  this  change  as  a  reversion  of  type  rather  than  a 
new  style  for  there  are  always  new  styles  while  only  peri- 
odically is  there  a  radical  change  of  design.  Not  suddenly 
but  gradually  will  the  new  influence  be  felt;  it  will  prob- 
ably have  the  attention  of  Canadian  buyers  to  a  STeater 
degree  a  year  from  now  than  in  relation  to  the  stocks  of 
the  Spring  and  Summer  of  1915.  I  refer  to  the  wane  of 
the  popularity  for  the  shoe  with  the  long  vamp,  the 
straight  last  and  the  recede  toe. 

The  shoes  which  the  women  have  been  wearing  for  the 
past  several  seasons  with  the  low  toe  and  long  tapering 
shape,  coupled  with  a  medium  to  low  heel,  will  not  con- 
tinuc  their  hold  upon  the  fancies  of  the  woman  of  fashion, 
lie]-  ladyship  would  probably  not  admit  the  reason  except 
to  herself  but  it  is  a  truth  that  this  shape  of  shoe  gives 
the  impression  of  a  large  foot.  For  this  long  vamp  and 
the  recede  toe  are  responsible  and  this  impression  is  em- 
phasized further  where  a  low  heel  is  used. 

Women  are  wearing  shorter  skirts  again.  The  neater 
shoe  will  follow.  Already  in  some  of  the  Spring  lines  is  to 
be  seen  the  higher  Spanish  heel  with  greater  arch  to  the 
instep  and  a  shorter  vamp  while  in  advanced  models  there 
is  a  return  to  the  high  toe.  This  will  be  much  more  pro- 
nounced a  year  hence.  There  is  a  tendency  also  to  give  a 
higher  shank  and  here  the  influence  of  the  shorter  skirt 
is  again  seen. 

The  war  will  undoubtedly  act  as  a  factor  in  effecting 
this  change  of  type.  This  will  be  seen  in  a  demand  for 
laced  slmes  which  are  practically  out  of  the  style  cata- 
logues at  the  moment — and  laces  are  a  harmonious  feature 
of  the  type  of  shoe  referred  to. 

Higher  Heels  for  Spring. 

For  Spring  there  is  the  first  indication  of  the  change 
which  I  have  predicted.  This  is  the  demand  for  higher 
heels  and  a  slightly  shorter  vamp;  however,  as  yet  there  is 
nothing  very  emphatic.  These  higher  heels  are  in  a  large 
number  of  different  shapes;  there  are  no  distinctly  new 
designs  and  height   comes  as  a  general  tendency. 

Practically  all  Spring  models  are  buttoned.  Cloth  tops, 
which  have  come  to  a  position  where  I  hey  represent  about 
a  third  of  the  high  shoe  trade,  were  to  have  been  a  little 
weaker  hut  the  shortness  of  leather  and  the  war  will  un- 
doubtedly have  an  effect  here.  Already  the  Palm  Reach 
shade  is  strong  in  tops  and  it  should  have  a  big  run  of 
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popularity  particularly  as  this  seems  to  be  the  color  upon 
which  hosiery  manufacturers  will  run  in  the  event  of  the 
shortage  of  dyes  continuing. 

Colonials  for  Summer. 

For  Summer  wear  the  colonials  are  very  strong  and 
overshadow  <■•  erythine  else.  Oxfords  are  not  shown  at  all 
but  there  are  a  number  of  different  strap  effects  which 
have  followed  the  dance  craze  and  have  an  attraction  for 
some  of  the  young  women  who  are  wearing  the  shorter 
skirts.  For  outing  shoes  the  low  heel  will  continue  to 
some  extent  but  not  so  much  as  heretofore. 

Women  will  not  wear  tan  next  Summer.  Black  will 
rule  in  either  calf  or  patent  although  what  effect  the  war 
may  have  on  the  leather  situation  is  hard  to  predict,  and 
it  is  quite  within  the  limits  of  possibility  that  we  will  find 
fashion  in  favor  of  kid.  It  is  a  material  of  which  there  are 
available  stocks. 

The  range  of  fancy  colored  patterns  is  likely  to  be 
limited,  although  there  is  reason  to  encourage  the  use  of 
doth.  When  cloth  is  used  it  will  generally  be  in  black  or 
quiet  colors,  such  as  Palm  Beach,  in  keeping  with  the 
hosiery. 

Some  women  will  wear  a  shoe  with  a  plain  toe  and 
mannish  last  which  is  evidently  the  influence  of  the  mili- 
tary tendency. 

Men  Cling  to  Straight  Last. 

Men  will  cling  longer  to  the  long  effect.  Here  we  find 
the  straight  last,  the  recede  toe  and  the  wedge  models  with 
the  wide  shank  and  the  low  heel  still  predominating  the 
fashionable  lines.  However,  it  must  be  remembered  that 
outside  of  the  city  trade  this  shape  has  not  been  popular 
and  the  high  toe  and  short  vamp  still  continue  a  strong 
hold  on  the  country  business. 

Military  spirit  seems  to  be  responsible  for  the  blucher 
cut  now  coming  stronger  and  this  style  is  seen  also  in  the 
Oxfords  although  it  is  not  admitted  by  designers  that  the 
present  style  of  shoe  is  very  adaptable  to  the  blucher  cut. 
Also  the  military  tendency  is  seen  in  the  plain  toe,  which 
has  never  before  been  very  popular. 

Some  cloth  tops  are  shown  and  these  may  he  expected 
to  become  stronger  with  a  continued  shortage  of  leather. 
Color  combinations  are  shown  in  some  sport  boots  but  are 
Paddy  for  street  wear  and  will  not  find  anything  like 
general  favor  in  this  country. 


Quiet  Hosiery  Likely  to  Influence  Shoe  Business 

Buyers  Will  do  Well  to  Consider  Absence  of  Bright  Shades  in 
Stockings  and  Costumes  for  Next  Season — Palm  Beach  is  Pre- 
dicted for  a  Continued  Run  of  Popularity. 


BUYING  the  Spring  stock  of  shoes 
presents  many  problems  for  the 
merchant.  Getting  past  the  ques- 
tion of  price,  which  for  the  next  season 
has  been  pretty  well  settled,  and  the 
worries  of  materials,  which  are  largely 
those  of  the  manufacturer  who  has 
changed  his  lines  little  for  prompt  de- 
livery and  is  working  mainly  on  stock 
which  was  due  in  the  country  before  the 
war,  there  still  remains  the  difficulty  of 
deciding  what  the  demand  of  next 
Summer  may  be.  In  an  ordinary  season 
the  samples  of  the  manufacturers  would 
pretty  well  decide  what  the  people 
would  wear,  but  this  is  not  an  ordinary 
season.  There  are  many  factors  to  be 
considered. 

It  is  always  well  for  the  buyer  to 
consider  what  women  will  be  wearing 
in  hosiery;  her  ladyship  is  almost  cer- 
tain to  wear  a  shoe  and  a  stocking  that 
will  match,  and  the  stocking  again  will 
be  in  harmony  with  the  costume. 

Then  the  buyer  should  be  guided  by 
the  fact  that  there  will  be  very  little 
colored  hosiery  next  season;  at  least 
the  big  Canadian  houses  have  bought 
very  little,  which  is  a  pretty  good  indi- 
cation— and  one  reason  that  they  have 
bought  little  is  that  there  is  little  avail- 
able. The  supply  of  colored  hosiery 
from  Germany  has  been  cut  off  and  Eng- 
lish and  American  makers  are  facing  the 
dye  shortage  problem.  This,  together 
with  the  fact  that  colors  are  goins-  to 
be  lacking  to  a  large  degree  in  dress- 
goods  indicates  a  quiet  season  in 
hosiery. 

Strong  for  Palm  Beach. 
Under  the  circumstances  there  is  al- 
most certain  to  be  a  continued  popular 
run  for  the  new  Palm  Beach  shade,  which 
is  a  natural  undyed  color.  Also  in  hos- 
iery blacks  with  white  clocking  and 
white  with  black  clocking  will  be  strong. 
Already  Palm  Beach,  which  is  between 
a  pale  fawn  and  champagne,  has  made 
a  strong  bid  for  popularity  as  a  color 
for  taupe  for  ladies'  shoes,  and  in  the 
early  Spring  it  is  almost  sure  to  con- 
tinue, while  it  should  also  play  a  strong 
part  in  the  two  colored   colonials. 

Other  quiet  colors  are  likely  to  be 
called  for  too,  but  the  outlook  is  that 
fancy  colored  patterns  will  not  be  in 
good  taste  with  the  hosiery  and  dresses 
which  will  be  generally  worn.  And  it 
should  be  remembered  that  tans  are 
dead  in  women's  shoes. 

Style  will  have  less  effect  on  men's 
lines.    Tans  here  continue  strong  in  dark 


Showing  patent  leather  foxing,  white  buck 
top,  narrow  patent  lace  stay  and  white  Ivory 
sole. 

browns  and  the  mahogany  shades  and 
will  be  found  both  in  shoes,  and  Oxfords. 
Cloth  tops  will  likely  come  stronger  if 
the  shotage  of  leather  continues,  but  that 
is  hardly  likely  to  be  an  influence  on  the 
Spring  lines.  The  smooth  toe  has  not  up 
to  this  time  been  very  popular,  but  it 
should  now  l)e  aiven  consideration  on 
account  of  the  war  sentiment  and  the 
fact  that  it  lias  a  distinctly  military 
appearance. 


NEW    CANADIAN    LINES. 

A  Canadian  firm  are  bringing  out  sev- 
eral distinctive  styles.  One  is  a  patent 
colt,  with  fancy  Paris  foxing,  kidney 
heel,  and  well  sole,  another  is  also  a  pat- 
ent colt,  London  foxed,  fine  black  cloth 
top,  and  a  turn  sole.  Both  have  narrow 
recede  toe,  a  third  is  a  low  shoe,  a  demi- 
glazed  calf  Colonial  pump,  with  grey 
cloth  insert,  panelled  quarter,  and 
Spanish-Cuban  wood  heel. 


Style  Notes 

From   our   Montreal    correspondent. 


THE  present  tendency  in  ladies' 
fur  jackets,  a  tendency  which  has 
been  in  evidence  for  some  time 
back,  is  towards  shorter  lengths.  Some 
manufacturers  have  been  showing  a 
kimona  sleeve,  and  are  sti'l  showing  it, 
though  it  is  not  meeting  with  a  great 
success. 

Muskrat  for  ladies"  coats  is  having  a 
good  run,  and  for  smaller  stuff,  wolf  and 
fox  are  in  keen  demand.  These  are  Can- 
adian furs,  and  cheaper  than  European 
stuff,  which  accounts  for  the  exceptional 
demand   they   are  enjoying. 

Alaska  sable  seems  to  be  reviving,  and 
is  lower  in  price  than  it  was  last  year. 
and  is  within  the  reach  of  the  masses. 
The  demand  for  Persian  lamb  is  only 
fair.  The  fact  that  it  comes  from  the 
Russian  market  makes  it  scarce,  and 
proportionately  higher  in  price.  Russia 
had  her  Leipsic  route  cut  off  at  the  be- 
ginning of  the  war,  as  well  as  an  outlet 
via  the  Baltic. 

It  will  be  interesting  to  know  whether 
the  entry  of  Turkey  into  the  European 
strife  will  cut  off  Russia's  outlet  for 
her  furs  via  the  Black  Sea. 

Canadian  manufacturers  are  now  vis- 
iting  the    fur   markets,    and    it   will   be 
-(tiie  time  before  the  effect  this  turn  of 
events    had    cm    Russian    furs    will    be 
known. 

Hudson  seal,  which  is  a  Canadian  fur 
dyed  in  France,  is  now  being  dyed  in 
Canada.  It  is  now  taking  the  place  of 
Persian  lamb  to  a  considerable  extent. 
and  can  be  sold  at  about  one-third  the 
cost,  and  makes  as  nice  a  jacket  in  out- 
ward appearance  as  Persian  lamb. 

In  men's  coats  there  is  practically  no- 
thing new.  Men  are  more  conserva- 
tive than  women,  and  styles  change  very 
little.  Fur  lined  and  coon  coats  are  be- 
ing worn,  and  there  is  some  demand  for 
beaver.  The  highest  call,  however,  is  for 
coon  coats. 

Generally  speakinsr,  the  public  this 
year  are  buying  staple  lines,  with  little 
demand   for  anything  in   special  lines. 


Extremes  in  men's  wear  for  spri.ig:  No.  1, 
patent,  with  recede  toe,  low  heel;  No.  2,  tan 
oxford,  high  heel,  high  toe,  and  showing  lat- 
est  tendency   to   pinking. 

35 


MAY  USE  ANYTHING. 

The   opinion      is      expressed      in  shoe 
circles   that   if   the   war   goes   on   much 
(Continued  on  Next  Page.) 


The  Making  of  Boots  for  Soldiers  at  Valcartier 


Willi  boot  and  .-Hoe  manufac- 
turers busy  getting  out  their 
Spring  stocks,  few  in  Canada  are 
on  the  look-out  for  orders  from  foreign 
governments  for  army  boots.  Quite  a 
number  of  inquiries  have  been  received 
in  Montreal  from  England,  but  so  far, 
nobody  seems  to  have  landed  the  orders. 
Some  weeks  ago,  it  was  reported  that 
the  city  of  Quebec,  in  order  to  secure 
work  for  the  shoe  factories  located  there, 
had  tendered  for  supplies  of  army  shoes 
required  by  European  governments. 

Of  course,  orders  for  boots  required 
for  the  Canadian  troops  were  distributed 
among  Canadian  manufacturers.  Criti- 
cisms of  some  of  the  footwear  furnished 
the  troops  have  been  heard  from  many 
quarters.  The  government  specifications 
called  for  winter  calf,  and  when  the  ord- 
ers had  been  placed,  it  was  found  that 
there  was  not  enough  of  this  leather  on 
the  market.  The  result  was.  it  was 
necessary  to  import  some  from  the 
United  States,  and  pay  more  for  it.  At 
the  contract  price  it  was  impossible  to 
make  the  shoes  of  leather  required  for 
a  good  shoe. 

The  price  paid  by  the  Government 
ranged  around  $3.85,  this  being  the  figure 
struck  by  most  of  the  manufacturers  at 
which  they  could  manufacture  the  boot. 
Government  specifications  called  for  a 
Winter  calf,  Blucher  cut,  plain  toe,  no 
box,  slip  sole,  and  unlined.  With  a  good 
serviceable  upper,  no  box  in  toe,  a  good 
oak  sole,  and  solid  leather  counter,  the 
shoe  should  be  comfortable  to  wear,  easy 
to  walk  in.  and  stand  considerable  ser- 
vice. Under  ordinary  conditions  such  a 
shoe  should  last  a  year,  bul  it  is  a  say- 
ing that  a  soldier's  shoe  is  <rood  only 
for  thirty  days.     This  if    about  the  life 


New    military    model    for    women. 


MILITARY    SHOE. 
Tan     willow    calf,     blucher    cut,     plain     toe. 
viscolized   slip   sole.     Courtesy    of  Slater   Shoe 
Co. 


of  some  of  the  shoes  sent  to  Valcartier. 
A  shoe  that  is  constantly  getting  wet, 
and  is  dried  quickly,  will  be  put  out  of 
business  very  quickly. 

Ordered  150,000  Pairs. 

The  Government  must  have  ordered 
dose  on  150,OOQ  pairs  of  shoes,  and  as 
each  soldier  requires  two  pairs,  there 
should  be  enough.  Thirty  thousand 
troops  could  not  have  been  outfitted  with 
50,000  shoes.  Then  shoes  were  required 
for  the  hundreds  of  men  guarding 
bridges  and  waterworks  all  over  the 
country. 

The  arrangements  with  shoemakers 
were  made  on  a  strictly  business  basis, 
and  very  little  trouble  was  encountered. 
Tenders  for  the  first  contingent  were 
ordered  by  telegraph,  in  language  simi- 
lar to  the  following:  "How  ninny  mili- 
tary ankle  boots  can  you  supply?  State 
delivery  and  price."  Since  then,  orders 
have  been  placed  by  telephone.  "Can 
you  make  so  many  shoes  at  such  and 
such   a  price?" 

Several  firms  have  made  shoes  for  the 
Government,  and  are  familiar  with  Q-ov- 
ernmeni  specifications.  Those  who  had 
never  made  them,  required   :i   sample. 

Officers  have  been   buying  Strathco 

liinl-.  which  were  firsl  made  here  at  the 
time  of  the  Roer  war.  These  are  17 
inches  high,  with  insert  lacing  on  the 
side  and   front,  made  of  winter  calf. 

In  order  to  ensure  that   boot-   were  up 
to  standard,  the  Government   placed  an 
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inspector  in  some  of  the  factories  where 
army  boots  were  being  made.  On  the 
other  hand,  some  of  the  boots  were  sent 
to  Ottawa,  and  inspected  there.  After 
they  were  passed,  the  Government  stamp 
was  placed  on  the  ton  of  the  quarter. 
Manufacturers  state  that  at  this  price 
little  profit  was  to  be  made,  yet  there 
were  no  bad  debts,  no  returns,  and  the 
orders  kept  their  plants  running  at  a 
rather  slack  period. 


MAY  USE  ANYTHING. 
(Continued  from  Page  35.) 

longer,  there  will  he  no  leather  for  any- 
thing, so  much  being  destroyed  in  the 
shape  of  harness,  etc.,  on  the  battlefield. 
With  banking  conditions  between  here 
and  South  America  hard  to  adjust,  it 
will  be  some  time  before  hides  can  be 
put  on  the  market  in  any  large  quantity. 
Then  tanners  are  curtailing  their  out- 
put, and  have  been  doing  for  the  last 
year  and  a  half.  Hides  are  advancing 
in  price. 


-» 

STILL  FOR  PATENT  LEATHER. 

Manufacturers  are  now  hard  at  work 
supplying  stocks  for  next  Spring.  The 
demand  is  very  heavy  for  patent  leather 
lines,  these  being  more  popular  than 
gun  metal,  and  black  cloths  are  more 
popular  than  light  ones. 


@- 

E.  F.  Leonard,  formerly  connected 
with  the  shoe  industry  in  Montreal,  who 
recently  took  over  the  management  of 
I  he  Newfoundland  Shoe  Co.,  St.  John's, 
Nfld.,  has  resigned,  and  returned  to 
Brockton.  Mass. 


si'Kiv;  s  n  Iks 

No.    1 — rump   with    dull    vamp,    patent    quar- 
ter and    patent    Inlaid. 
No.  '.'--rump  with  straps. 


FOOTWEAR     DEPARTMENT 


Dry  Goods  Review 


J/Sotg^ut^ 


The  many  orders  received  daily 
from  buyers  all  over  the  country 
prove  that  "Footgluvs"  will  be  big 
sellers  during  the  Holiday  Season. 

These  orders  are  flocking  in  from 
big  towns  and  little  towns,  large 
stores  and  small  stores. 

You  can  sell  your  customers  "Foot- 
gluvs" because  they  appeal  to  every- 
body. "Footgluvs"  pay  you  from 
50%  to  75%  profit. 


Mary  Jane  Footgluv — $18  per  dozen. 

The  artistically  subdued  colors  of 
the  embossed  floral  design,  the  deli- 
cate workmanship,  the  attractive 
corrugated  silk  lining  of  the  Mary 
Jane  Footgluv  will  appeal  to  every 
woman — whether  displayed  in  the 
shoe,  ribbon  or  any  other  depart- 
ment. 

"Footgluvs"  speak  for  themselves — 
both  to  you  and  your  customers. 

Write  for  Samples  To-Day. 

THE  SULTANA  MFG.  CO. 

CINCINNATI,  OHIO 
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Store  Management-Complete 
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Illustrations 
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Management 


272  Pa«M 
Bound  ill  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 
BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management — 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY- What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Send  us  $1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 


Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 
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EQUIPMENT^  DISPLAY 


Liberal  Window  Space  for  Useful  Xmas  Goods 

Public  Will  Need  More  Luring  This  Season — Types  of  Windows 
Described — Start  Early  With  Materials  for  Preparing  Gifts. 


MERCHANTS  are  face  to  face 
with  a  new  experience  this  year, 
and  while  business  is  to  be  done 
for  the  holiday  season,  it  will  take  a 
much  more  vigorous  campaign,  and  one 
that  is  just  a  bit  different  to  induce  the 
public  to  part  with  its  money.  People 
will  have  a  warm  welcome  for  the  sea- 
son of  peace  and  good  will  this  year, 
and  it  will  not  be  because  they  are  also 
less  generous,  that  they  are  more  dif- 
ficult to  interest.  Money  to  the  majority 
has  obtained  a  new  value,  and  the  great 
need  of  it  is  placing  an  added  respon- 
sibility especially  upon  those  who  have 
to  do  with  incomes  and  spendings. 

In  other  years  though  it  has  paid  to 
push  the  sale  of  staple  merchandise  in 
the  place  of  "gimcrack"  novelties,  a 
very  large  sale  of  articles  of  the  latter 
kind  always  took  place.  This  year  not 
only  is  there  a  shortage  in  merchandise 
of  this  class,  but  the  public  is  not  in 
a  mood  to  purchase  articles  of  doubtful 
use.  Therefore  the  policy  this  year  is  to 
push  the  selection  of  useful  things  for 
Christmas  giving. 

Another  big  feature  is  that  many  wo- 
men are  going  to  put  their  money  into 
materials,  and  are  going  themselves  to 
make  up  the  articles  they  give.  This 
means  that  an  early  start  is  desirable 
and  wherever  possible  tbe  hint  should 
be  given  that  the  gift  season  is  not  far 
off. 

Very  many  windows  put  in  from  now 
on  have  a  direct  bearing  on  Christmas 
trade.  A  window  of  this  class  is  the 
display  of  knitting  and  crochel  wools  il- 
lustrated on  page  13  in  the  present  issue 
of  The  Review  and  elsewhere  described. 
Another  window  even  more  unique  The 
Review  hopes  to  illustrate  in  a  succeed- 
ing issue.  This  window  featured  baby 
ribbons  and  baby  ribbons  alone.  The 
window  was  a  big  corner  window  and  the 
display  was  impressive  when  consider- 
ed alone  from  the  point  of  size.  It  was 
separable  however  into  units  that  were 
easily   reproducible  and   adaptable   to   a 


window  of  any  size.  The  ribbons  were 
cut  into  six  and  ten-yard  lengths  and 
formed  into  hanks.  To  do  this  is  at  the 
present  only  taking  time  by  the  forelock, 
for  every  store  sells  quantities  of  baby 
ribbon  cut  up  in  this  manner  all  the  year 
round  and  sells  ten  times  as  much  dur- 
ing the  holiday  season.  Baby  dolls  of 
all  sizes  were  used  and  were  shown  as 
frolicking  among  or  buried  up  to  the  neck 
in  hay-cocks  of  baby  ribbon.  There  was 
a  baby  carriage  that  had  been  showered 
with  the  knots  of  baby  ribbon  until  both 
carriage  and  baby  were  nearly  covered 
as  well  as  a  host  of  other  ways  of  show- 
ing the  ribbons  which  also  indicated  a 
use. 

Gift  Books  and  Toys. 
Besides  such  direct  windows  as  above 
described,  many  clever  indirect  touches 
are  seen.  For  instance  a  window  show- 
ing children's  dresses  is  given  a  season- 
able touch  by  using  gift  books  and  toys 
in  grouping  the  display.  One  «roup  shows 
a  rocking  horse  with  a  tiny  boy  held  on 
its  back  by  the  mother.  In  front  of 
the  window  is  a  group  of  children's 
books,  including  a  copy  of  the  adven- 
tures of  "Buster  Brown,"  with  a  brown 
plush  "Tige"  peeping  over  the  edge  of 
the  book  at  his  own  picture.  Another 
group  shows  two  small  girls  looking  at 
a  picture  book  in  the  hands  of  a  grown- 
up, and  the  children's  figures  are  late 
season's  models  and  show  dresses  of 
plaid  or  plaid  in  combination  with  plain 
cloth. 

Sales  Windows. 

The  majority  of  the  windows  at  pres- 
ent are  in  connection  with  sales  in  the 
waist,  dresses,  coat  and  suit  depart- 
ments. One  store  has  a  bier  double  win- 
dow showing  high  class  fur  trimmed  mil- 
linery. The  background  is  of  deep  rose 
plush,  and  the  floor  of  the  window  is 
covered  with  grey  felt  with  a  raised  plat- 
form covered  with  the  same  plush.  There 
is  a  dull  gilded  table  on  this  platform 
and  a  stand  filled  with  Autumn  foliage 
among  which  laree  fern  leaves  dyed 
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mauve  stand  out  conspicuously.  The 
hats  shown  are  small  military  models  and 
toques,  as  well  as  capelines  and  sailors. 
They  are  of  tete  de  negre,  purple,  beet- 
root mahogany  and  cedar  green  as  well 
as  black  velvet  and  all  are  trimmed  with 
lines  of  fur.  The  furs  are  skunk,  kolin- 
sky, fitch  and  ermine. 

@ 


C.  A.  D.  M.  EXECUTIVE. 

A  meeting  of  the  executive  of  the  Can- 
adian Association  of  Display  Men  has 
been  called  for  Monday,  November  9. 
when  arrangements  will  be  begun  for  the 
New  York  trip  next  August,  when  the 
association  will  be  the  guests  of  the  In- 
ternational at  their  convention,  and  hold 
their  business  sessions  at  the  same  time. 
Those  who  wish  to  get  any  information 
at  any  time  should  write  to  F.  J.  Thomp- 
son, secretary,  52  Stanley  Street,  St. 
Thomas. 


CHRISTMAS   BACKGROUNDS. 

In  its  next  issue  The  Review  will  pre- 
sent a  couple  of  Christmas  backgrounds, 
by  G.  A.  Smith,  that  any  window  trim- 
mer will  find  it  practicable  to  use  in  his 
displays  this  season. 


NOVELTIES  FOR  DECORATIONS. 

There  will  be  a  natural  tendency  this 
year  to  avoid  much  elaboration  in  Christ- 
mas decorations,  and  in  order  to  meet 
this  the  manufacturers  have  prepared 
comparatively  inexpensive  materials  both 
for  interior  and  window  trims.  One  firm 
has  broughl  out  a  new  line  in  Japanese 
wood  fibre  in  the  form  of  roping  and 
festooning.  These  come  in  bright  red 
ami  green  colors,  the  roping  going  to  one 
inch  in  thickness:  the  festooning  for 
the  heavy  work,  41 ._>  inches.  A  berry 
vine  is  another  novelty,  and  is  formed 
simply  of  a  stalk  and  red  berries  on 
slight    stem    without    foliagl 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


One  Merchant  Stayed— The  Other  Left 


Ever  see  a  "Cut  Price  Sale",  "Bankrupt"  or  "Receiver's 
Sale"  sign  nailed  to  a  KAWNEER  FRONT?  No.  your 
mind  picture  of  KAWNEER  FRONTS  is  one  of  action- 
one  which  shows   prosperity  and  big  business. 

And  there  is  a  logical  reason  for  that.  KAWNEER 
FRONTS  create  interest  on  the  part  of  the  passers-by — they 
make  the  people  stop,  then  enter.  After  all,  that's  the  true 
work   of  a  good  Store  Front — to  make  people  enter. 

Almost  every  day  we    see   just   such    a   condition   as   is 
shown  in  this  illustration — the  Merchant  with  the  old,  back- 
number  Store  Front  going  out  of  business  and  the  Merchant 
with  the    attractive,    busi- 
ness-producing    KAW- 
NEER FRONT  constantly 
building  up  his  business — 
It's    a  lesson    that    shows 
failure   and  prosperity — 
not  an  exception  but  an  ev- 
ery-day  occurrence.     Most 

people  do  not  enter  a  Store  and  make  purchases  simply  be- 
cause of  the  large  stock  carried,  or  the  cheapness  in  price 
— they  buy  because  they  believe  they  will  be  satisfied — they 
have  been  favorably  impressed.  How  can  that  feeling  of 
satisfaction  and  favorable  impression  be  produced  in  a  more 
logical  and  business-like   way  than   by   a   modern,    clean-cut 

KAWNEER  STORE  FRONT? 

30.000  Merchants  have  staked  their  belief  in  KAW- 
NEER by  installing  it  in  their  Stores — and  those  same 
30,000  Stores  are  today  pointed  out  as  the  most  successful. 
They   are  the   leaders — patronized  by  most  of  the  people. 

The  type  of  KAWNEER  FRONT  shown  here  may  not 
be  adequate  for  your  business,  nevertheless  the  underlying 
principles  are  exactly  the  same.  This  front  was  designed 
to  make  salet — to  keep  out  the  snow  and  rain,  to  let  day- 
light into  the  Store,  to  cost  nothing  for  upkeep  and  to  last 
indefinitely.  It's  one  of  the  30,000  that's  doing  it.  In  the 
largest  trade  centers  the  streets  are  lined  with  KAWNEER 
FRONTS  and  in  the  smallest  hamlets,  even  down  to  150 
people,  you  will  find  KAWNEER  FRONTS  making  money 
for  the   Merchants    behind  them. 

icawneer 


Let  the  experience  of  this  multitude  of  the  most  suc- 
scessful  Merchants  guide  you — don't  think  this  universal 
adoption  of  KAWNEER  is  a  fad — it's  founded  upon  the 
business  judgment  of  the  keenest  and  most  conservative 
Merchants  in  the  country. 

A  Particular  Type  For  Your  Business 

Every  one  of  you  million  Merchants  need  a  KAW- 
NEER FRONT — not  merely  because  it  -will  save  money 
in  repairs  and  paint  bills  or  act  as  a  protection  to  your 
displays,  but  because  of  the  sales — the  profits — it  will  make. 

The  type  of  Front  your 
business  requires  can  only 
be  determined  by  an  in- 
telligent analysis  and  to 
help  you  in  your  first  step 
we  ve  compiled  and  print- 
ed "Boosting  Business  No. 
21."  It's  without  question 
the  most  instructive  and  interesting  Store  Front  book  ever 
published.  Send  for  it  and  see  the  actual  photographs  of 
many  of  the  best-paying  Store  Fronts  (big  and  little)  in  the 
country — see  what  other  successful  Merchants  have  adopted 
to  increase  business  —  see  photographs  of  some  of  the  I  ronts 
that  paid  for  themselves  in  eight,  ten  and  twelve  months. 
The  book  also  contains  drawings  of  suggestions  that  will 
help  you.  I  ill  in  and  mail  this  coupon  today — no  matter 
where  you  are  located.  The  countrywide  KAWNEER  or- 
ganization enables  us  to  help  you.  1  he  coupon  will  not 
obligate  you  in  the    least. 
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Manufacturing  Company- 
Limited 


Francis  J.  Plym,  President 
Dept.  Q 

Guelph,  Ont. 
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COUPON 
Kawneer 

nufacturing  Company 

Limited 


Guelph,  Ont. 

^\QFyf      Kindly   send    "Boosting   Business   No.    21" 
without  obligation  to  me. 

•         Name .— ... 

++         Street  and  ?.o. 

t  City  or  Town 

Business _ 
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EQUIPMENT   AND   DISPLAY 


A  Tempting  Christmas  Toy  Window  Where  Santa 

Fairly  Beamed 


This  window  dressed  by  Herbert  Daniels,  Saskatoon,  first  prize  winner  in  The  Review's  Christmas  com- 
petition, has  been  reproduced  by  request.  It  carries  out  all  the  essentials  of  a  Christmas  window  for  children's 
goods  with  a  Santa  Clans'  head,  snow,  holly  and  poinsettias-  as  decorations,  a  hearth  as  a  Christmas  eve  sugges- 
tion and,  a  good  variety  of  toys  ranged  in  front. 


Window  that  Will  Suggest  Notion  Sale  for  January 


J^Wi* 
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It  is  not  too  early  to 
plan  ahead  for  the  no- 
tion sales,  for  womtn 
are  doing  their  own 
s<  wing  these  days,  and 
the  opportunity  to  sell 
notions  and  smallwaret 
is  exceptional.  Price 
tickets  should  always  be 
fr,  ,  ly  us,  d  in  dressing 
tin  .hi unary  notion  win- 
d0W.  This  window  illus- 
trating an  <  xcellent  cr- 
amplt  of  the  stocky 
window  best  adaptt  d  for 
this  purpasi  was  shown 
by     D  a  p  u  i  8    Freres, 

Montr,  al. 
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CKOSS-OVEB   DEOP 
STATION. 
Newest     cable     carrier.      Cash 
boxes    do    not    loop    drop    sta- 
tions. 


The   Business   Value   of   Good   Store    Service 

Customers  prefer  to  deal  in  a  store  where  service  is  rapid,  where  they  get  the 
undivided  attention  of  clerks,  where  sales  people  do  not  turn  their  backs  on  them  to 
"run  change"  from  a  local  till. 

Employees  relieved  of  the  strain  of  handling  money,  sell  more  goods  with 
greater  ease. 

"Lamson  Service"  is  the  result  of  thirty-five  years  of  specializing  in  store 
service  work.  It  covers  the  handling  of  money,  sales  slip,  and  parcels  from  the 
time  the  sale  is  made  until  the  purchase  is  completed. 

Lamson  equipment  centralizes  control  over  sales 
and  money  in  one  place,  relieves  clerks  of  the  responsi- 
bility of  handling  cash,  leaves  them  free  to  devote  their 
time  and  attention  to  waiting  on  trade. 

It  makes  uniformly  good  service  possible  in  every 
part  of  a  store  for  less  money  than  the  price  you  have 
to  pay  for  poor  service. 

Lamson  equipment  includes  wire  line  cash  and 
parcel  carriers,  electric  cable  and  pneumatic  tube  sys- 
tems, package  conveyors  and  light  elevators. 

Suggestions  for  improving  the  service  in  your  store 
will  be  made  free  on  request. 


AIR-LINE   SPECIAL 
PAECEL   CAEEIEE. 


THE     LAMSON    COMPANY 

Boston,  U.S.A. 
TORONTO  OFFICE:  126  Wellington  St.  West 


Used  to  carry  goods  and 
money  to  and  from  a  central 
point.  Saves  time,  labor  and 
money. 
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SERVICE 


Dip  GOODS  ECONOMIST 


Some    Big   Store  Needs    You — For    Important 
Work  at  a  High  Salary 

You  could  start  drawing  the  salary  to-day — if   you  knew  how  to  do  the  work. 

You  can  start  next  month,  or  next  year  if  you  know  how  then. 

For  good  men  are  scarce  in  the  retail  field.    They    are    always    in     demand;     always  employed; 

always  well-paid. 

We  have  written  a  book  that  tells  about  a  lot  of  men  who  have  learned  retailing  and  made  good. 

It  will  tell  you  about  the  opportunities  there  are  for  you — and  how  to  grasp  them. 

It  is  free  for  the  asking. 

Send  in  your  name  and  address  and  get  your    copy  at  once. 

ECONOMIST  TRAINING  SCHOOL 

Advertising,   Window    Trimming,    Salesmanship,   Sales    Management,    Show    Card    Writing. 

247-249  W.  39th  Street,  NEW  YORK  CITY 


No.   1 


Unique  Wire 

Specialties 

We  Illustrate  here  three  wire  spe- 
cialties which  will  appeal  to  the 
garment  manufacturer  and  mer- 
chant. No.  1  Is  the  wardrobe 
hanger,  strong,  neat  and  service- 
able, $15.00  per  100 ;  No.  2,  waist 
hanger,  $5.00  per  100:  No.  3,  hose 
stretcher,  $20.00  per  100. 
The  latter  is  a  rapid  counter 
seller,  being  used  by  the  house- 
wife for  the  proper  drying  of 
hosiery. 

Place  your  order  now. 

Ferrier  Wire   Goods  Co. 

613  King  St.  West 

TORONTO 


FACTS 


We  can  perform  more  functions  by  our  modern  'wire  carrier  system,  and 
with  a  greater  degree  of  dispatch  and  certainty  than  can  be  accomplished 
by  any  other  of  this  type  of  machine,  all  of  which  means  that  we  can 
reach  more  points  in  a  store  and  do  so  in  a  better  and  more  satisfactory 
manner  than  has  been  accomplished  heretofore.  Remember  our  ten  days' 
trial.    You  are  inrited  to  put  us  to  the  test.    Send  for  our  new  catalogue  G. 

GIPE-HAZARD  STORE  SERVICE  CO.,  LTD. 
97  Ontario  St.,  Toronto.  Canada 


A  big  department  store  as  lighted   by   the  indirect   system. 


Lighting  Store's  Interior  to  Avoid  Sharp  Shadows 

Introduction  Into  Bulb  of  Inert  Gas  Prevents  Blackening  and 
Increases  Brilliancy — Indirect  or  Semi-Indirect  Systems  Under 
(  High  Efficiency  Lamps — More  Attractive  to  Customer  and  En- 

ables Sales  Force  to  Work  at  Greater  Efficiencv. 


Third   of  Series  for   The  Review   by   A.   J.  Edgell. 


IT  is  generally  accepted  as  a  fact  that 
good  lighting  aids  selling.  The  sales 
force  i  more  alert  and  customers 
more  recep  '\c  in  a  well-lighted  depart- 
ment. .The  installation  of  improved 
lighting  has  frequently  turned  waste 
spaces  of  stores  into  profit-producing 
sections. 

A  few  years  back  but  little  business 
was  transacted  during  the  hours  when 
artificial  light  was  the  sole  illuminant. 
The  department  store  whose  location 
was  such  that  daylight  could  be  had 
was  able  to  make  much  capital  of  the 
fact.  The  poor  quality  of  the  light 
given  by  the  electric  lamps  of  those 
days  was  responsible  for  this  condition. 

The  efforts  of  many  scientists  and  in- 
ventors have  been  directed  toward  pro- 
ducing light  of  a  better  quality,  and  as 
;i    result    of    these    efforts    the    science    of 

illumination  has  made  tremendous 
strides.  The  improvement  in  lumps  and 
equipment   lias  enabled  the  merchant  who 

cannot  obtain  daylight  to  compete  with 
his    more    fortunate    neighbor. 

Prefer  Electric  to  Sunlight. 

The  newest  lamps  emit  a  light  that  is 

exceptionally    pleasing    to    the    eye,    and 

,tbe  appearance  of  the  store  under  this 

light   is   more   attractive   than    it    would 


be  under  daylight,  and  in  some  stores 
heavy  curtains  and  draperies  are  hung 
before  the  windows  to  exclude  daylight 
when  it  is  available  in  order  to  take  ad- 
vantage of  the  warm,  cheerful  glow  of 
present-day   artificial   lighting. 

The  new  high -efficiency  Mazda  lamp, 
as  it  is  called,  operates  at  an  efficiency 
33  per  cent,  greater  than  has  ever  before 
been  possible  with  an  incandescent  lamp 
for  standard  lighting  circuits;  in  other 
words,  it  gives  one-third  more  light  for 
the  same  current  consumption  than  the 
next    best   incandescent   lamp. 

One  feature  which  makes  this  lamp 
especially  valuable  for  the  lighting  of 
store  interiors  is  that  it  is  made  in 
larsre  sizes,  the  one  thousand  watt  lamp 
giving  a  light  of  over  1,800  candlepower. 

It  is  interesting  to  note  that,  in  spite 
of  the  35  years  intervening  since  the  in- 
vention of  the  incandescent  lamp,  the 
present  type  does  not  differ  in  an  es- 
sential  characteristic  from  the  original 
design,  and  the  latest  improvements  have 
not  changed  its  appearance  or  shape  in 
any  way,  as  the  accompanying  cut 
shows.  The  lamp  is  compact  and  so 
sturdy  that  it  is  not  affected  by  vibration 
or  the  ordinary  shocks  incident  to  ser- 
vice. 
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The  color  of  light  emitted  by  the  high- 
efficiency  Mazda  lamp  has  made  it  very 
popular  with  merchants  for  interior  il- 
lumination. The  color  is  much  improved 
over  that  of  previous  lamps,  as  mer- 
chandise appears  more  nearly  its  true 
color.  For  absolute  daylight  color  value, 
for  use  where  it  is  desired  to  match  deli- 
cate shades,  a  color-matching  booth  is 
available. 

Burning  at  Higher  Temperature. 

The  intense  brilliancy  of  the  light 
given  by  these  lamps  is  caused  by  the 
filament  burning  at  a  higher  temperature 
than  was  the  case  in  previous  lamps. 
This  high  temperature  is  made  possible 
by  the  introduction  into  the  bulb  of  an 
inert  gas  which  prevents  the  blackening 
of  that  part  of  the  lamp  bulb  through 
which  the  useful  rays  must  pass,  the 
blackening  ^\'  the  bulb  having  been  the 
limiting  feature  in  the  earlier  types  of 
Mazda  lamps  in  which  the  filaments  op- 
erated in  a  vacuum. 

These  lamps  may  he  had  in  sizes  rang- 
ing from  200  to  1.000  watts,  so  that 
lamps  nia\  he  -elected  o[  the  proper 
candlepower  to  furnish  illumination  of 
any  required  intensity. 

(Continued  on  page  44.) 
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Valances  for  Show  Windows 
Made  to  Order 

Carrying  out  any  design  or  trade-mark.  Made 
to  conform  with  any  style  of  front. 

We  also  carry  a  great  number  of  beautiful  stock 
designs  to  sell  by  the  yard  at  very  reasonable 
prices. 


Write  for  portfolio  of  sketches  and  price  list 

CLATWORTHY  &  SON,  LIMITED 


WRITE  FOR    OUR    CATALOGUE   OF    FIXTURES 

We   make   the  mosl  complete  line  of  Racks,  Mirrors,  Fixtures. 
Forms  and  Figures  in  Canada 


161  King  Street  West,  TORONTO 
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Dale  Wax 
Figures  Solve 
the  Problem 

How  to  overcome  the  tend- 
ency of  the  public  for  un- 
necessary entrenchment  is  a 
problem  giving  many  Cana- 
dian merchants  a  great  deal 
of  worry. 

Here's  an  idea — Display  your 
goods  so  tastily  and  tempt- 
ingly that  if  the  passerby  has 
money,  the  desire  to  buy  will 
dispel  all  thoughts  of  un- 
necessary economizing.  Dale 
Wax  Figures  are  made  with 
just  this  purpose  in  view — 
to  show  merchandise  off  in 
the  most  attractive  manner. 

Get  in  a  few  Dale  Wax  Fig- 
ures— they'll  solve  the  prob- 
lem. 

DALE  WAX 
FIGURE   CO. 

106  Front  St.  E.  Toronto 

Formerly  Dale  &  Pearsall 


using. 


It  SHOWS  tti 
vards  in  bolts 
of  cloth,  or  rib- 
bon, lace  or 
embroidery.  We 
send  it  on  ap- 
proval. FRKB 
of  all  expense 
to  you.  for  com- 
or   so    that    you 


parison     with     any    device     which    you    may    be 

may   satisfy    yourself    whether    this   sort    of   thing   may   be    satisfactorily 

done.     Our  machines   are  used   in   over  20,000  stores.     Let   us  show  you. 

A    larger    illustration    and    particulars    sent    on    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


The  Outlook  in 
Canada 

TRULY,  it  is  an  ill-wind  that 
blows  nobody  good.  One  Con- 
tinent's "down"  is  another  Con- 
tinent's "up."  The  industries  of 
Europe  are,  generally  speaking,  at 
a  standstill,  and  matters  will  be 
worse   before   they   can   be   better. 

The  whole  world  is  looking  to  the  North 
American  Continent — to  Canada  and  the 
United  States — for  much  of  its  provi- 
sions, machinery,  textiles,  boots  and 
shoes,  beverages,  vehicles,  cement,  brick, 
earthenware,  fancy  goods,  furs,  glass, 
garments,  paper,  soap,  tobacco,  wood 
products,  and  much  else.  Canada  must 
get  ready  to  meet  the  demand  made  upon 
her.  We  have  continued  prosperity 
ahead  of  us  if  our  manufacturers  and 
merchants  rise  quickly  to  take  advan- 
tage of  their  opportunity. 

It  is  a  time  for  business  hopefulness, 
not  for  business  gloom 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store     Fixtures. 

WRITE    FOR  CATALOGUE   

H.  L.  WOOD  &  CO. 

COR.   NOBLE  AND  STRICKLAND  STS. 

TORONTO 
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KQIIPMENT    AND    DISPLAY 


TWO   FAULTS. 

This    window    of    a 

western  store  shows 
i  fault  in  the  use  of 
such  heavy  goods 
in  draplag  that  the 
coal  did  not  sit 
well  at  the  bottom. 
Tin-  center  is  weak 
also  through  lack 
•  f  a  full  figure  or 
a  drape  or  acces- 
saries that  would 
'fill  in"  better.  Out- 
side of  these  points 
-     well     carried 


Induced  or  Semi-indirect. 

Because  of  the  intense  brilliancy  of  the 
filament,  it  is  essential  thai  these  lamps 
be  used  with  diffusing  glassware  or  re- 
flectors of  the  indirect  or  semi-indirect 
types.  While  the  size  of  bulbs  has  not 
been  changed  to  any  great  extent  and 
the  lamps  may  be  used  with  the  same 
opalescent  balls  and  bowl  types  of  semi- 
indirect  reflectors  with  which  the  former 
Mazda  lamps  were  equipped,  the  shape 
of  the  filament  and  its  position  in  rela- 
tion to  these  reflectors  is  such  that  radi- 
cal changes  in  distribution  of  the  light 
may  be  produced,  and  units  which  form- 
erly evenly  distributed  the  illumination 
will  be  found  to  give  too  much  light  im- 
mediately beneath  the  lamps,  etc.  Bet- 
ter results  will,  therefore,  be  attained  by 
the  use  of  reflector  equipment  especially 
designed  for  the  new  type  of  lamp,  a 
large  variety  of  which  is  not  available. 
Lamps  up  to  and  including  the  300  watt, 
are  regularly  supplied  with  standard 
median]  screw  base  which  makes  them 
suitable  for  nnv  ordinary  socket;  the 
400  watt  and  larger  have  the  mogul 
screw  base,  for  which  the  larger  size  of 
socket   is  required. 

No   Sharp   Shadows. 

The  first  photograph  shows  the  in- 
terior of  :i  laree  department  store  in 
New  York  city  lighted  with  indirect  fix- 
lures  Mini  the  new  high-efficiency  lamps. 
It  can  be  readily  seen  from  the  picture 
how  wonderful  are  the  light-giving  pro- 
perties of  this  type  of  lump.  The  light 
is  first  reflected  From  the  bowl  to  the 
ceiling  ana"  thence  diffused  downward, 
giving  a  soft,  uniform  illumination.  The 
light  sources  are  not  visible  and  shopping 
"'••i\  be  done  without  the  discomfort  at- 
tendant when  the  '.Hare  that  often  ac- 
companies poor  lighting  is  present.  Note 


the  absence  of  any  sharply  defined  sha- 
dows and  the  clearness  with  which  each 
detail  stands  out  under  this  illumination. 
The  store  lighted  in  this  manner  is  at- 
tractive to  the  customer  and  enables  the 
sales  people  to  work  at  greater  efficiency. 
Either  of  these  types  is  very  desirable 
and  both  are  in  extensive  use.  The  lamps 
used  in  the  second  installation  are  small- 
er than  in  the  case  of  the  first.  The  ex- 
cessively hi»h  ceiling  in  the  first  photo- 
graph requires  the  use  of  a  large  light- 
ing unit  in  order  that  the  illumination  at 
the  counter  level  may  be  of  sufficient  in- 
tensity. Then,  to,  the  general  practice  is 
to  have  the  lighting  on  the  street  floor  of 
a  higher  intensity  than  that  on  the  up- 
per floors  where  less  traffic   occurs. 

Larger  Units  for  Dark  Walls. 

When  dark  fixtures  and  walls  are  pres- 
ent or  the  goods  themselves  are  dark,  as 
in  the  case  of  outer  garment.  rug  and 
carpet  departments,  etc..  lareer  lighting 
units  must  be  used  to  produce  a  good  ef- 
fect than  where  light  cases  and  goods  arc 
the  rule.  The  reason  for  this  is  that 
dnrlc  surfaces  absorb  a  considerable  por- 
tion of  the  li^'ht  while  light  cases  and 
goods  reflect  it.  Keeping  the  ceiling 
clean  and  white  adds  greatly  to  the  ef- 
ficiency  of   the  lighting. 

All  liehtina-  fixtures  should  be  well 
dusted  frequently  and  taken  down  and 
washed  at  stated  at  intervals;  otherwise 
much  of  the  li'jht  is  lost  through  the  ac- 
cumulation of  dust  and  dirt  on  the  re 
fleeting  surfaces  or  exteriors  of  halls 
and  howls. 

There   is  little    reason    for   a    merchant 

to  i ■"  without  'jnod  lighting  when  such 
t  'lic;enl  equipment  can  be  had  and  fo 
much  depends  im  m  well-lighted  store 
interiors. 
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PERSONALS. 

T.  B.  Reynolds,  Walkerton,  Ont.,  has 
sold  his  general  store  to  I.  Plesky. 

M.  Fee,  Swift  Current,  Sask.,  will  open 
a  dry  goods  store  in  Salmon  Arm,  B.C. 

Malone  &  Hayden,  Tillsonburg,  have 
opened  a  men 's  wear  store  in  Norwich. 

R.  Finkleman,  Gainsboro,  Sask.,  has 
succeeded  A.  B.  Stuart,  general  mer- 
chant. 

A.  Laplante,  has  opened  a  new  men"s 
wear  store  at  170  Notre  Dame  street, 
Lachine,  Que. 

Mrs.  K.  McLennan,  Scotch  Line,  Ont., 
general  merchant,  has  been  succeeded 
by  J.  H.  Stewart. 

F.  L.  Guertin,  maker  and  repairer  of 
fur  jackets,  muffs,  stoles,  etc.,  has  open- 
ed premises  at  351  Lasalle  road.  Verdun. 
Que. 

Ephrem  L'Heureux  has  opened  a  new 
store  for  furs,  hats  and  haberdashery  at 
the  corner  Boulevard  Langelier  and  St. 
Joseph   Street,  Montreal. 

Ralph  Ashcroft,  advertising  manager 
of  the  Canadian  Consolidated  Rubber 
Co..  has  been  elected  an  honorary  presi- 
dent of  the  Montreal  Pies-  and  Adver- 
tising   Club. 

Charles  Hodgkinson,  Kamloops,  B.  C. 
has  taken  over  the  management  of  the 
John  Bull  dry  goods  store,  and  will 
have  the  store  renovated  And  the  stock 
increased. 


The  Deputy  Minister  of  Game  and 
Fisheries  of  Ontario  has  issued  a  regula- 
tion notifying  all  firms  or  persons  deal- 
ing in  pelts  or  skins  of  far-bearing  ani- 
mals, such  as  beaver,  otter,  mink  and 
muskrat,  to  secure  a  license. 


DRESS  FABRICS 

AND  SILKS 


Woolens  for  Spring,  Staples  Rather  than  Novelties 

Almost  Impossible  Now  for  Frarce  to  Produce  Goods  in  Time- 
Some  Goods  Sent  Out  in  Greys — Plain  Colors  Likely — Doubtful 
Still  as  to  Supplies. 


CANADIAN  jobbers  have  been  rude- 
ly surprised  at  the  effect  of  the 
war  on  woollen  lines  for  Spring. 
Nothing  in  the  way  of  novelties  has 
■come  through  from  France  or  Germany 
since  war  broke  out,  and  what  is  being 
shown  now  is  of  British  manufacture, 
and  includes  such  staples  as  voiles,  pop- 
lins, gabardines,  broadcloths,  etc.  Even 
though  the  war  stopped  right  now,  there 
would  be  little  chance  of  next  season's 
goods  coming  through.  In  France  every- 
body is  a  spoke  to  a  wheel.  The  men 
and  the  boys  are  there,  but  the  principal 
part  of  the  wheel  is  away  at  the  war. 
American  wool  firms  have  been  over  here 
endeavoring  to  sell,  but  so  far  their  lines 
have  been  considered  too  dear.  They 
seem  to  be  working  in  the  United  States 
on  plain  stuff,  though  under  the  circum- 
stances they  might  get  to  work  and 
create  something.  Americans  heretofore 
have  copied  as  a  rule  where  the  French 
created. 


Cheap  wool  has  gone  up  in  price,  as 
the  mills  have  been  using  so  much  of  it 
to  make  garments  for  the  soldiers.  Then 
the  dyers  have  been  compelled  to  limit 
their  shades  to  twenty,  with  a  limit  of 
80  lbs.  weight,  which  means  a  good  many 
pieces  of  shear  material.  The  result  is 
that  shade  cards  have  been  reduced  con- 
siderably. 

Coming  in  Grey  From  France. 

When  the  war  broke  out,  there  was 
considerable  stuff  on  the  looms  in 
France,  which  is  being  sent  through  as 
ready  in  the  grey,  and  which  it  may  be 
possible  to  dye  here.  Apart  from  this 
nothing  is  coming  through  from  France. 
Nothing  is  known  of  the  novelty  stuff 
that  was  ordered  in  France  and  Germ- 
any. It  is  hardly  likely  anything  will 
come  from  France,  as  Koubaix,  Lille, 
Tours  and  Rheims,  are  all  in  the  centre 
of  the  fighting  line,  and  many  of  the 
factories  must  have  been  demolished. 


Hard  to  Know  What  Will  Be  Worn. 

Under  these  circumstances  it  is  dif- 
ficult for  the  jobber  himself  to  know 
what  will  be  worn.  The  consensus  of 
opinion  is  that  black  and  whites,  navy 
blue,  and  blacks  will  be  the  big  selling 
lines.  As  far  as  was  known  before  the 
war,  this  was  going  to  be  a  plain  sea- 
son. Broadcloths  are  going  to  have  a 
good  sale,  but  it  is  difficult  to  secure 
any.  Supplies  will  have  to  be  secured 
from  England,  which  will  be  a  compara- 
tively new  line  for  them  to  manufac- 
ture. 

Jobbers  state  that  retailers  are  buy- 
ing up  whatever  staple  lines  they  can 
lay  hands  on,  such  as  whipcords,  pop- 
lins, serges,  gabardines,  etc.,  fearing  that 
they  will  not  be  able  to  secure  anything. 
Tlie  man  who  usually  bought  one  or 
two  pieces  of  blue  and  black  poplins  is 
now  buying  five  pieces.  Stuff  that  was 
new  last  season  is  likely  to  be  repeated  in 
new  colors. 


Why  Some  Dress  Fabrics  Will   Be  Off  the  Market 


OF  the  novelties  in  worsted  cloths 
contained  in  the  last  few  years 
of  new  season's  patterns  (collect- 
ed in  Paris),  a  striking  feature  has  been 
that  in  all  cases  the  cloths  were  pro- 
duced from  Continental-spun  yarns,  and 
possess  such  properties  as  are  only  sup- 
plied to  these  yarns.  On  this  account 
the  reproduction  of  these  styles  from 
Bradford-spun  yarns  has  been  prohibit- 
ed, says  the  Textile  Mercury. 

An  investigation  of  the  structure  of  a 
number  of  successful  Continental  worst- 
ed dress  and  coating  cloths  has  revealed 
the  fact  that  in  almost  all  instances  a 
medium  quality  of  material — low  bot- 
any or  fine  crossbred — is  employed.  The 
cloths  possess,  without  exception  a  fuller 
and  better  quality  handle  than  Bradford 


goods  produced  from  a  similar  type  of 
raw  material.  The  primary  reason  for 
the  improved  handle  of  the  Continental 
structure  is  to  be  found  in  the  fact  that 
single-twist  yarns  are  employed  as  warp 
and  weft — whereas  in  the  Bradford  pro- 
duct a  twofold  warp  yarn  and  single- 
twist  weft  are  employed,  both  of  which 
are  thinner  and  harder  twisted  than  the 
equivalent  count  of  yarn  spun  on  the 
Continental  system.  For  a  soft,  full, 
and  lofty  yarn,  the  Continental  system 
commends  itself  as  being  superior  to  the 
Bradford  system,  where  at  every  opera- 
tion twist  is  imparted  to  the  sliver,  con- 
verting it  into  a  type  of  hard  rope-like 
thread,  to  be  redrawn  and  retwisted  at 
every  successive  operation.  The  cost  of 
the  yarn  is  less  than  a  V^d.  per  lb.  more 
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than    the    ordinary    Bradford    cap-spun 
yarns. 

Bradford  vs.  Continental. 

In  manufacturing  a  worsted  yarn,  the 
object  aimed  at  in  all  processes  through 
which  the  material  passes  is  to  mix, 
draw  out.  and  parallelise  the  fibres  as 
much  as  possible.  In  the  Bradford 
system  of  producing  a  thread,  the  ma- 
terial is  doubled  and  drawn  at  every 
operation,  and  at  the  same  time  is  being 
twisted  by  a  spindle  and  flyer  and  wound 
on  to  a  bobbin.  This  process  is  con- 
tinued throughout,  according  to  the 
counts  and  quality  of  the  yarn  required. 

Tlie  Continental  system  of  preparing 
and  drawing  is  quite  different  from  this, 
there  being  neither  spindles  nor  flyers. 
On  this  account  no  twist  whatever  as  a 
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DRESS    FABRICS 


MATERIALS  FOR 
SPRING,  1915 

1.  Piece-dyed  worsted  in 
basket  check  weave. 

2.  Moire  weave  in  piece 
dyed  cloth. 

3.  Black  and  white  check 
in  silk  and  cotton  mix- 
ture. 

4.  Covert  suiting  in  Ox- 
ford grey. 

Shown  by  W.  R.  Brock 
Co.  Limited,  Toronto. 


rule  is  put  into  the  sliver  until  it  reaches 
the  spinning,  which  is  carried  out  chief- 
ly on  the  mule  hut  in  some  instances 
on  Die  frame.  The  material  is  brought 
to  a  suitable  state  lor  winding  and  un- 
winding, during  the  stages  of  prepara- 
tion and  drawing,  by  being  rubbed  into 
a  round  sliver,  by  means  of  endless  rub- 


Inn,:  leathers,  having  both  a  rotary  and 
lateral  motion.  For  this  purpose  it  will 
be  recognized  that  an  entirely  different 
type  of  machinery  will  be  required  from 
that  employed  in  the  Bradford  trade. 

Roubaix  has  an  output  per  annum  of 
88  million  lb.  weight  of  combed  wool, 
and  has  about  23,000  looms.  It  exports 
from  50  to  70  per  cent,  of  its  annual 
production.  Verviers  uses  46  million  lb. 
of  greasy  wool  each  year,  and  employs 
.'J40  Heilmann  combs.  The  greater  part 
of  the  tops  produced  are  spun  and  woven 
in  the  country,  but  about  5y2.  million  lh. 
of  lops  are  exported,  chiefly  to  Germany. 
In  Germany  the  export  trade  during  this 
last  ten  years  has  expanded  to  a  consid- 
erable extent.  In  1913  the  total  value 
of  the  exports  of  woollen  and  worst c<] 
fabrics  was  £13,542.600,  and  of  this  to- 
tal £10,011,500  represented  value  of  dress 
goods,  coatings,  etc.  The  remainder 
comprised  carpets,  velvets,  and  plushes. 
During  1912  the  value  of  worsteds  and 
woollens  imported  to  the  United  King- 
dom amounted  to  £1,422,000. 

Increased  Trade  for  England. 

As  a  fairly  large  percentage  of  the 
exports  from  Roubaix  and  Verviers  are 
to  England,  it  is  evident  that  Bradford 
does  not  monopolize  the  home  market. 
Further,  these  figures  indicate  the  pos- 
sibilities of  increased  trade  in  the  neu- 
tral markets  of  the  world.  To  all  ap- 
pearances the  war  is  to  last  for  some 
time,  and  to  incapacitate  most  of  the 
factories  in  France  and  Belgium  for  a 
certainly  long  but  indefinite  period.  In 
the  case  of  German  factories  at  present 
outside  the  war-stricken  area  there  is  a 
scarcity  of  wool.  German  sheep  may 
supply  a  little  wool,  but  not  enough  to 
keep  the  factories  of  Chemnitz  and  Sax- 
ony on  full  time.  To  obtain  a  full  sup- 
ply of  wool,  a  scheme  was  recently  hatch- 
ed in  Germany  to  buy  wool  in  London 
during  the  next  sales  to  the  order  of 
neutral  countries,  such  as  Holland.  Nor- 
way. Sweden,  and  Denmark.  The  board 
of  trade  is  alive  to  this  matter,  and  is 
taking  stringent  precautions  to  stop 
whereever  possible  the  export  of  wool 
for  Germany  through  neutral  countries. 
On  the  other  hand,  as  far  as  can  be 
seen  the  effect  of  the  war  will  not  he  to 
preclude  industrial  work  in  this  country. 


frequently  to  keep  it  in  order,  and  when 
trimmed  with  expensive  fox  or  skunk 
fur  it  becomes  a  most  luxurious  article. 
Fur  trimmed  suits  are  also  selling  exten- 
sively  and  the  women  who  are  wearing 
them  are  not  content  with  the  cheaper 
furs  as  a  trimming.  A  white  chinchilla 
coal  appeared  in  a  Canadian  city  the 
first  day  of  November. 


WHITE    CHINCHILLAS. 

A  New  York  correspondent  writes  that 
the  colder  weather  is  bringing  out  a  de- 
mand for  pile  fabrics  for  coatinsrs,  and 
the  opinion  is  that  they  will  he  big  sell- 
ers later.  Another  feature  is  the  grow- 
ing vosrue  of  white  chinchillas.  A  white 
chinchilla  coat  is  by  no  means  an  inex- 
pensive possession  as  it   must  he  cleaned 
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VOILE  AND   CREPE 

NOVELTIES,  SPRING 

1915 

1.  Striped  crepe:  tchite 
ground  with  black 
stripe  outlined  on  each 
side  with  a  line  stripe  of 
white  silk. 

2.  Shet  r  white  ''",7-  with 
J<  af  pattern  in  black. 

'■'>.  Printed  voile  showing 
well-spaced,  small  floral 
pattt  m  in  new  art  colors 
on  pastel  and  various 
colored  grounds. 

4.  Floral  all-over  pattern 
in  various  color  combin- 
ations on  a  white 
ground.  Shown  by  W. 
li.  Brock  Co.,  Limited, 
Toronto. 


DRESS    FABRICS 
THE  "RISING  SUN"  TICKET 
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YOUR  TRADE 

depends  upon  the  quality  and  price 
of  your  goods.     If  you  stock 

CRUM'S  STANDARD  PRINTS 

you  may  be  confident  that  they  will 
bring  customers  back  to  you.  They 
are  the  best  obtainable. 

Your  Jobber  will  supply  our  hand- 
some showcard  and  leaflets  for  the 
counter  with  your  order.        I        I 

•J  I  I  CIJE3E8   - 

Each  genuine  piece  bears  the  above 
"Rising  Sun"  ticket  and  the  stamp 
reproduced  below  on  the  outside  fold, 
as  well  as  the  name  "Crum's  Standard" 
stamped  along  the  selvedge. 


THE  STAMP 
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Cobourg    Store  Carries  $4,000  Linen   Stock 

Field  &  Bro.,  One  of  the  Oldest  Dry  Goods  Establishments  in  the 
Dominion,  Make  a  Specialty  of  High-Class  Imports  —  Patrons 
Appreciate  Reliable  Service — Fancy  Embroidery  Done. 


By  :>  Stall  Correspondent 


i(  7~yEOPLE  can  pay  more  for 
g^  their  linens,  but  they  will  get 
nothing  better  than  these; 
they  would  grace  a  king's  table,"  re- 
marked Mr.  H.  Field,  of  the  firm  of 
Field  &  Bro.,  Cobourg,  as  he  pulled 
out  some  high-class  imported  hand' 
kerchiefs,  table  cloths  and  serviettes 
and  displayed  the  rich,  substantial 
fabrics  with  their  silklike  gloss  and 
beautiful  rippling  patterns.  There 
were  handkerchiefs  at  $6  a  dozen, 
towels  at  $2  the  pair  and  table  cloths 
at  $18,  with  napkins;  truly  they 
would  be  hard  to  surpass. 

This  firm  has  made  for  itself  a  re- 
putation for  high-class  linens.  Im- 
porting direct,  the  finest  of  Irish  fab- 
rics are  carried.  Mr.  Field  states  that 
the  stock  usually  runs  about  $4,000 
— and  this  is  a  goodly  sum  to  be  in- 
vested in  lines  for  a  Cobourg  store. 


The  representative  of  The  Review 

was  rather  surprised  to  find  a  strive  in 
a  town  the  size  of  Cobourg  with  such 
a  heavy  stock  of  linens.  It  was  a  reve~ 
lation  of  the  possibilities  of  doing  a 
high-class  business  in  this  line;  pos- 
sibilities which  evidently  many  mer- 
chants are  neglecting. 

The  linen  business  is  one  which  is 
largely  built  up  on  reputation.  This 
is,  of  course,  a  factor  in  the  depart- 
ment of  Field's.  The  firm  is  one  of 
the  oldest  in  the  dry  goods  line  in  the 
Dominion  and  then  there  is,  too,  a 
percentage  of  high-class  trade  in  this 
tnim  which  is  not  possessed  by  some 
other  places  of  the  same  size — this 
refers  to  the  Summer  residents. 

The  house  which  wishes  to  extend 
its  linen  business  should  pay  atten- 
tion to  quality.   There  are  linens  and 


linens,  and  it  takes  an  experienced 
housewift  to  know  and  appreciate  the 
difference.  The  housekeeper  who 
takes  a  pride  in  her  home  wants  good 
linens  and  she  will  not  forget  when 
flu  haying  time  comes  where  she  can 
iji  i  quality. 

A  special  featurt  of  the  Field  linen 
department  is  that  when  purchases 
are  made,  arrangements  can  be  ef~ 
fected  for  having  different  kinds  of 
fancy  embroidery  done.  Mrs.  Craig 
who  takes  these  commissions  is,  Mr. 
Field  avers,  one  of  the  cleverest 
needlewomen  in  Canada,  and  is  able 
to  do  the  finest  stitches  in  a  style 
which  will  compare  with  goods  fin- 
ish <d  on  the  continent  where  a  spe- 
cialty is  made  of  this  kind  of  work. 
She  makes  a  specialty  of  monograms, 
table  sets,  doylies,  etc. 


Velvets  Sunk  with  the  Ship 


Supply  for  Canada  May  Be  Lessened 
Coming  Steadily  From  Switzerland. 


Silks 


ADVICES  received  late  in  October 
from  Switzerland  state  that  silks 
will  cost  about  the  same  as  last 
year,  though  dyeing  will  cost  extra.  Sup- 
plies are  coming  through  Rotterdam 
without  much  difficulty,  but  are  liable  to 
be  cut  off  if  the  Allies  £et  across  the 
liiiinc,  iis  these  goods  pass  through  Ger- 
many. It  is  also  rumored  that  the  Ger- 
man Governmeni  lias  ordered  the  expor- 
tation of  goods  from  Switzerland 
through  Germany  to  England  and  Do- 
minions to  be  stopped,  but  if  this  hap- 
pens, goods  may  go  through  Geneva  or 
Bordeaux,  but  the  cost  of  carriage  may 
be  higher.  Shipments  are  leaving  Zur- 
ich for  Canada  every  week,  but  are  Liable 
to  stop  at  any  lime.  Most  of  the  samples 
which  are  arriving  now  have  been  found 
to  be  the  same  as  goods  carried  in  stock 
here  this  year. 

Shipments  of  black  velvet  are  coming 
in,  but  are  being  sold  rapidly,  owing  to 
the  big  demand  Pot  black  velvet  hats. 
Prices  for  both  black  and  colored  have 
been  raised  by  the  only  British  manu- 
facturer, ten  per  cent.  It  is  understood 
in  Montreal  thai  big  shipments  of  vel 
rets  wer i  the  Manchester  Commerce, 


the  ship  which  was  sunk  off  the  coast  of 
Ireland.  Several  jobbers  are  expecting 
to  learn  that  their  supplies  of  velvets 
have   gone  down. 


RESUME    COTTON    TRADING. 

Members  of  the  committee  of  the  New 
York  Cotton  Exchange,  who  were  in  con- 
ference with  Sir  George  Paish  and  B.  B. 
Blackitt,  British  financial  representa- 
tives, were  impressed  with  the  ideas 
thai  the  two  British  financiers  expect  an 
early  resumption  of  trading  in  cotton. 

Sir  George  said  that  he  could  not  re- 
gard with  favor  the  proposal  that  En^ 
land  should  take  la  rue  quantities  of  cot- 
Ion  now.  to  be  paid  for  through  the  can- 
cellation of  American  obligations,  Eng- 
land, he  said,  was  certainly  in  no  posi- 
tion to  tie  up  .*1 00.000.000  in  cotton,  as 
had  been  suoraested  at  a  recent  confer- 
ence  in   Washington. 

-@— 

ENGLISH  MAKERS  SHOW  CHECKS. 

Checks   are    featured    very    extensively 

in    the    exclusive    lines    of    dreSS    fabrics 

sent   out   by    the   English    manufacturers 
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for  the  coming  Spring  both  in  novelty 
fabrics  and  suitings.  The  lines  include 
a  great  variety  of  patterns  in  both  small 
and  large  checks  and  overcheck>  in  dark 
and  light  grey,  blues,  browns  and  green 
combinations  with  white.  Blister  checks 
are  shown.  Plaids  and  overplaids  come 
in  many  designs  and  color  combinations 
mostly  in  quiet  effect,  though  some  of 
them  show  liars  of  vivid  red.  There  is 
a  decided  preference  given  to  coverts. 
and  it  is  said  that  they  will  be  intro- 
duced in  the  Spring  for  coats.  In  silks, 
English  buyers  are  Favoring  Lrros^rain 
Cot  dresses. 

-@ 

ORDERS    WELL    MAINTAINED. 

"The  Globe"  reports  the  Following 
interview  with  Mr.  John  Macdonald  of 
Messrs.  John  Macdonald  &  Co..  Limited. 
Toronto,  the  wholesale  dry  goods  firm: 
•'My  firm  carry  on  business  from  Hali- 
fax to  Vancouver,  and  the  reports  from 
our  travellers  do  not  point  to  hard 
times.  Orders  are  well  maintained,  and 
in  some  districts  are  above  the  average 
of  last  year,  so  1  cannot  see  how  this 
war  is  going  to  create  hard  times  if  Can- 
adians would  adopt  the  British  motto, 
'Business  as  usual.' 

-®- 

Lt.-Col.  Baker,  formerly  one  of  the 
largesl     general     merchants     in     Beau- 

harnois.  Que.,  died  at  his  home  in  Mont- 
real on  Monday.  October  26. 


DRESS    FABRICS 


Dry  Goods  Review 


How  about  Dyed  Linens  for  1915? 

This  is  an  opportune  time  to  remind  you  that 

The    ALL-BRITISH     HARRIS    LINENS 

are  recognized  leaders  in  the  market,  both  as  regards  quality  of 
linen  and  variety  and  excellence  of  colourings. 

We  produce  various  textures  and  widths  for  dress  and  general  pur- 
poses, and,  what  is  of  vital  importance  to  3^ou  just  now, 

We    can    deliver   at   once,  and   can   be   relied 

upon  for  repeats. 

We  can  give  you  this  exceptional  service  at  a  time  when  many 
sources  of  supply  are  seriously  interfered  with,  and  we  will  be  glad 
to  send  you  patterns  and  prices  either  through  your  usual  buying 
houses  or  by  mail  to  your  address. 

WRITE  US  TO-DAY 

Jon.   Harris   &   Sons,  Limited,    BoSSKLSSft 

ENGLAND 


KING'S 


Bttabli.bad  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian  Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


Why  Not  Open  a  Permanent 
Remnant  Dept? 

Home  and  Colonial  Drapers  will  find  one  to  be  a  valu- 
able adjunct  to  their  business.  If  this  be  imprac- 
ticable, buy  remnants  for  your  sales.  At  once  profit- 
able and  attractive. 

The  Best  House  in  the  Trade  for  these  is 

JOHN  STONES 

Shiffnall  Mills 
BOLTON,  ENGLAND 


I 
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I  ALL  WOOL  SPECIAL  FINISH 
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Wholesale  Agents  for  Canada  :  J.  B.  Henderson  &  Co..  Ltd 
439  King  Street  West.  Toronto 
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ROUBAIX  MAY  START  SOON. 

The  French  mills  are  under  a  great 
handicap,  it  is  reported,  but  more 
through  mobilization  of  principals  than 
lack  of  labor.  Fourmies  mills  are  work- 
ing- most  of  the  time  on  flannel  and  mili- 
tary cloths.  It  is  reported  that  the  mills 
at  Koubaix  and  Tourcoing  have  not  been 
damaged  by  the  Germans,  and  are  likely 
to  start  up  again  as  soon  as  the  enemy 
are  forced  over  the  frontier.  At  Rheims, 
however,  the  mills  owned  by  the  English 
have  been  destroyed.  In  Germany  the 
mills  are  kept  going  on  military  cloths, 
and  a  company  has  been  formed  to  buy 
up  all  the  suitable  wool  in  Germany  and 
other  places  controlled  by  German 
troops,  in  order  to  have  a  complete  sup- 
ply for  the  army. 

-® 

SEIZING  BUSINESSES  IN  FRANCE. 

THE  Review  has  received  an  in- 
teresting communication  from  one 
of  its  subscribers,  Messieurs  Elie 
Weill  &  Cie.,  of  Paris,  France,  a  French 
commission  house,  that  does  business 
both  in  Canada  and  the  United  States, 
an  interesting  communication  that  re- 
veals the  trenchant  business  treatment 
that  is  being  meted  out  by  the  French 
Government  to  Germans  and  Austrians 
in  business  in  France,  forcing  them  to 
close  their  doors  and  seizing  their  proper- 
ties. What  may  happen  after  the  war  is 
over  is  problematical. 

The    proclamation,    as    issued    by    M. 
Malvy,  Minister  of  the  Interior,  to  the 
Prefects,  reads  as  follows,  translated: — 
"The  Keeper  of  the  Seals  is  to-day 
sending  to  all   public   prosecutors   in- 
structions ordering  the  seizure  and  se- 
questration of  all  property,  real  and 
personal,   belonging  to   German,   Aus- 
trian and   Hungarian  subjects. 

"I  request  you  to  take  all  necessary 
steps  immediately  to  enable  the  judi- 
cial authorities  to  accomplish  their 
task.  You  should  draw  up  and  for- 
ward to  the  magistrates  lists  of  all  the 
commercial,  industrial  and  agricul- 
tural establishments  in  your  depart- 
ment which  belong  to  foreigners  of 
these  nationalities.  With  this  object 
in  view,  obtain  any  assistance  you 
may    deem    advisable    from    Chambers 


of  Commerce,  syndicates  and  all  other 
professional  associations  such  as  may 
be  able  to  supply  information. 

"I  would  point  out  to  you  the  great 
importance  of,  and  national  interest 
in,  this  measure,  and  I  beg  you  to  as- 
sist in  it  as  rapidly  and  as  thoroughly 
as  possible.  You  will  keep  me  in- 
formed  of  events. 


Fac-simile  of  :i  stamp  used  extensively 
through  Great  Britain  by  business  firms.  The 
cut   is   slightly   larger  than   the  original. 


"P.S. — This  measure  does  not  apply 
to  inhabitants  of  Alsace-Lorraine, 
Poles  and  Czechs. 

(Signed)      "Malvy." 


-© 


Working  Sundays 

Manufacturers     driven     nearly 
frantic  by  militia  authorities — 


An 


counter  effort. 


APART  altogether  from  the  ques- 
tion of  its  influence  on  the  supply 
of  goods  for  this  country,  condi- 
tions caused  by  the  tremendous  demand 
for  army  cloths  and  blankets  are  at  an 
interesting  point  in  England  at  present. 
The  "Textile  Mercury"  of  a  recent  date, 
under  the  heading  "Overworking  in  the 
Woollen  Trade,"  states  that  two  depart- 
ments ;it    lc-ist    of  the  Government   are 


driving  woollen  manufacturers  frantic 
by  their  demands  for  deliveries.  Cloth, 
it  says,  cannot  he  produced  fast  enough 
for  them,  and  at  that  rate  there  is  no 
time  for  the  ordinary  routine  of  paper- 
ing and  patching.  The  army  transports' 
wagon  is  at  the  door,  and  the  pieces  are 
snatched  away  to  the  clothing  factory 
without  the  loss  of  a  minute.  The  or- 
dinary restrictions  upon  working  hours 
have  been  revised  in  the  interests  of  the 
cation.  Mills  work  even  on  Sundays,  all 
consideration  being  subordinated  to  the 
supreme  need  to  get  the  goods  out. 

In  the  circumstances,  it  would  be  al- 
most amusing  to  learn  that  a  third  de- 
partment, the  Home  Office,  is  using  its 
powers  to  interfere  with  the  rapidity  of 
production.  The  article  goes  on  to  state 
that  the  mills  are  being  assessed  for  the 
excess  of  zeal  in  procuring  Private  At- 
kins his  blanket  or  his  necessary  great- 
coat. Factory  inspectors  confer  in  corn- 
ers with  busybodies  from  the  trade 
unions  to  hear  terrible  tales  of  how  wo- 
men have  been  asked  to  ' '  whip ' '  blankets 
at  home  out  of  mill  hours  instead  of  un- 
dertaking some  private  drudgery,  for 
which  they  would  not  obtain  payment. 
Government  departments  alone  can  af- 
ford such  comedies,  and  a  laugh  is  their 
best  reward.  After  all,  it  is  amusing  to 
be  told  that  in  case  a  man  by  desperate 
efforts  is  drowning  you  have  torn  his 
twopenny-halfpenny  shirt,  or  rumpled 
his  tidy  hair. 


HIGHER  DYE  PRICES. 

The  Bradford  Dyers'  Association  have 
issued  a  circular  stating  that  in  conse- 
quence of  the  serious  conditions  of  the 
supply  of  dye  wares  and  chemicals,  they 
regret  that  they  are  compelled  to  make 
some  alterations  in  terms,  etc.  For  all 
goods  and  orders  received  on  and  after 
October  12th  up  to  November  30th  of 
this  year  their  prices  for  dyeing  cottons, 
all  black  and  colors,  will  be  advanced 
5  per  cent,  compared  with  prices  on  Sep- 
tember 30th.  For  all  goods  and  orders 
received  after  December  1st  of  this  year 
and  until  further  notice  the  prices  of 
blacks  will  be  increased  by  10  per  cent, 
and  colors  20  per  cent.,  compared  with 
prices  on  September  30th.  The  associa- 
tion also  asks  for  indulgence  in  the  mat- 
ter of  deliverv. 


DRESS    FABRICS 


Dry  Goods  Review 


PERMANENT  BUSINESS  IMPROVE- 
MENT IN  THE  WEST. 

(Continued  from  page  11.) 
ing  are  a  testimony  to  the  requirements 
for   stock,   where   before   the   eye   could 
sweep  the  level  stretches  for  miles  with- 
out obstruction. 

The  Meaning  of  the  "Spreaders." 

An  Ontario  farmer  who  had  been  out 
West  in  1912,  and  again  a  short  time 
ago  told  The  Review  that  in  large  sec- 
tions before  he  had  never  seen  a  manure 
spreader:  now  they  were  in  common  use 
in  Manitoba  and  Saskatchewan. 
Going  Back  to  the  Soil. 

He  drew  this  conclusion :  For  years  the 
farmers  were  draining  the  land  to  the 
utmost;  letting  the  wheat  draw  off  the 
nutriment  of  the  soil;  making  no  return 
of  nourishment  to  sustain  it  for  future 
production;  showing  the  lack  of  fore- 
sight that  left  a  section  of  Manitoba  al- 
most sterile.  But  now,  they  see  their 
mistake.  It  is  no  longer  a  question  of 
get-rich-quick  on  this  parcel  of  land, 
and  leave  it  poor,  worn-out  for  all  who 
may  come  after.  The  constant  shifting 
of  occupants  upon  the  homesteads  is 
lessened,  and  face  to  face,  with  a  perm- 
anent occupancy  farmers  are  taking- 
steps  to  treat  the  soil  so  that  it  will 
bring  forth  its  crops  for  many  years  to 
come.  This  is  one  of  the  most  hopeful 
signs  of  a  steady  non-fluctuating  pros- 
perity that  is  manifest  in  Western  Can- 
ada to-day." 

Fewer  Set-Backs. 

The  result  for  the  men  in  business  is 
obvious.  McKinnons,  of  Weyburn,  re- 
port in  their  letter:  "There  has  not  been 
a  set-back  for  fourteen  years,"  and  "our 
farmers  are  in  pretty  good  shape."  and 
"we  have  every  reason  to  believe  there 
will  be  a  larger  business  done  this  fall 
than  any  previous  year."  So  it  should 
come  to  be  in  all  the  mixed  farming  dis- 
tricts in  the  West,  where  the  set-backs 
will  be  fewer  and  fewer,  and  one  after 
another  of  the  wideawake  business  men 
will  be  able  to  report,  "we  believe  that 
there  will  be  a  larger  business  done  this 
Pall  than  any  previous  year. 


POINTS  TO  FOLLOW  OR  AVOID  IN 
CHRISTMAS  ADVERTISING. 

(Continued  from  page  15.) 
of  J.  McNichol,  who  won  the  silver 
medal  in  the  ad  contest.  This  special 
sample  of.  his  work  presented  here  was 
credited  with  three  points  by  the  judge: 
selling  quality,  appearance  and  typo- 
graphy. It  is  "well  laid  out,  and  con- 
tains   a    strong    selling   talk." 

This  ad  was  one  of  two  pages  used 
by  this  firm  on  the  date  in  question, 
Saturday,  December  13,  "Christmas 
Specials."  The  ad  is  well  balanced  and 
has  attractive  and  pointed  illustrations 
scattered  throughout,  relieving  the  text. 


The  A.  E.  REA  CO.,  LTD. 

ANNOUNCE 

That  on  Friday-Tomorrow— Their  Store  will  be  given  over  to  the  'Women  ol  the 

RED  CROSS  SOCIETY 
wSc„  THEIR  ROYAL  HIGHNESSES 

THE  DUKE  and  DUCHESS  OF  CONNAUGHT 
THE  PRINCESS  PATRICIA 

Are  Patrons 

To    Sell    Merchandise    for    the    Benefit    of    the      RED      CROSS      FUND. 

The  following  Ledlea  will  act  as  Manager*  of  the  various  Department*  Friday  In  aid  of  the  Fund 

General    Manager  — LADY    BORDEN 

FLOOR  WALKERS-LADY  FOSTER.  Mrs.  OLIVER,  Mm*.  R.  LEMIEUX.  Mis.  W.  T.  BERRIDGE 
Department  Uanafen  lor  the  RED  CROSS  DAY: 


>U   LTD  flTTHII  *im<J*J.Wl    atra  D  Am  feau 

EVERY  MAN,  WOMAN  and  CHILD  In  OTTAWA 

Should  do  then  part  to  make  tola  Patriotic  effort  m  aid  of  the  Fund  a  Succeaa 
A  PERCETTAGE  of  EVERY  DOLLAR  Spent  11  Uk  A.  L  Ru  Stoic  Friday  Goes  U  tbc  RED  CROSS  FUND 


n  You  AnUclpate  Giving  a  Contract  ~A.E.REA.?£  To  Make  this  Day  a  Huge  Success 


•  a*  »  •  'A**  «•»«**« 


Type  of  ad.  where  the  personnel  of  the  "salespeople"  was 
rightly  considered  as  more  important  at  the  capital  than  a 
detailed   list  of  selling  values. 


It  is  well  to  note  in  this  ad, — for  the 
samples  given  are  good  illustrations — 
that  the  heading  in  black  type  contains 
the  gist  of  each  item,  and  is  grasped  at 
a  glance.  Take,  for  instance,  the  Toy- 
land  specials  in  the  upper  portion:  $3 
Teddy  Bear,  $1.89.  That  in  itself  is  a 
complete  announcement  and  will  catch 
the  eye  and  send  its  meaning  home  to 
those  who  read  only  the  "headings"  of 
ads.  and  skip  the  reading  matter,  just 
as  they  skim  the  headings  only  of  page 
after  page  of  a  newspaper — except  pos- 
sibly in  war  time. 

But  for  the  reader  who  has  more 
leisure,  and  reads  the  ad  through,  as  the 
best  buyers — women — usually  do,  if  they 
find  on  trial  that  a  reading  pays  them, 
there  is  good  descriptive  matter  in  the 
smaller  type:  unusually  good,  taking 
information, — one  of  the  essentials  in 
advertising.  What  a  picture  for  mother 
and  child  alike  is  this! 

A  doll  which  any  child   would  be 
happy    to   possess.     The    head    is    of 
fine   bisque,   with   sleeping  eyes   and 
rich,   curly    hair,     parted      nn    side: 
dressed   in   satin  dresses  in   six  dif- 
ferent  styles;    all   elaborately   trim- 
med   with    lace:    a    large    range    of 
colors  to  choose  from ;  muslin  under- 
wear and  white  or  colored  shoes. 
This    system    is    kept    up    throughout 
both  page  ads  and   is  infinitely  superior 
to    high-flown,    extravagant    generalities 
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that  repel  rather  than  win  the  attention 
and  confidence  of  the  reader. 

There  is  another  strong  point  in  the 
reading  matter  in  this  ad  worthy  of  no- 
tice:   the  introduction.    Introductions  of 
the  right  stamp  hold  the  reader  and  lead 
him  to  continue.   Here  is  a  case  in  point : 
The  unsurpassed  values  offered  in 
these    TWO    pages    are    the    result 
of    careful   planning   and   fortunate 
buying.    Our  ability  to  handle  large 
quantities    gives    us    access    to    the 
very   best  markets;   conducting  this 
business   on   a   CASH  basis   enables 
us    to    take    advantage   of   the    sub- 
stantial discounts  occasioned  by  the 
rise  or  fall  of  market  values. 
All    quite    true;    logical,      convincing, 
and  put  without  the  slightest  exaggera- 
tion or  inflated  claims  over  rival  buying 
organizations. 

At  either  corner  at  the  top  are  sea- 
sonable announcements,  now  used  by  a 
number  of  firms:  "Only  9  More  Shopp- 
ing Days  Till  Christmas.  Shop  To-day." 
And  a  special  one  in  the  other  end. 
"By  Paying  a  Small  Deposit  You  Can 
Have  Any  Article  in  the  Store  Set  Aside 
for  You  Until  Christmas  Eve." 

These  three  types  of  ads  will  serve 
to  illustrate  strong  and  weak  points  in 
Canadian  advertising.  In  the  next  issue 
other  samples  of  full-page  ads  and  of 
smaller  ones  will  be  given  with  comments 
upon  them. 


DRESS  ACCESSORIES 


Holiday  Lines  in  Neckwear  Sheer  and  Dainty 

Military  Ideas  Developed  in  Net,  Laces,  Net  and  Liesse,  Decor- 
ated With  Artificial  Flowers — Buvers  Very  Much  Interested  in 
Stiff  Collars,  Both  Plain  and  Embroidered— These  Worn  With 
Bows  and  Ties  of  Crepe  de  Chine. 


CONDITIONS  are  good  in  the 
ladies'  neckwear  Held.  Business 
has  been  increasing  ever  since  the 
season  opened,  and  manufacturers  are 
working  full  and  in  some  cases  <  vi  rtime 
ir  order  to  fill  orders.  The  outlook  for 
Christinas  business  is  full  of  promise, 
as  neckwear  is  always  an  exceptionally 
prominent  item  in  the  holiday  trade,  for 
it  lends  itself  so  well  to  the  purposes  of 
gift  service.  There  is  an  exceptional  op- 
portunity for  neckwear  this  season  as 
the  choice  in  so  many  lines  will  be  re- 
stricted. Therefore  there  is  an  excellent 
opportunity  to  feature  this  line,  as  the 
buyer  is  assured  of  an  adequate  supply 
of  beautiful  neckpieces  at  a  reasonable 
price. 

There  is  lots  of  novelty  in  neckwear 
this  season  for  besides  new  develop- 
ments i  n  roll-over 
collars  and  fronts, 
ideas  along  the  pleat- 
ed and  stock  line  are 
beinsr  well  accepted, 
and  the  buying  public 
is  evincing  great  in- 
terest in  stiff  and 
semi  -  laundered  col- 
lars, vestees,  a  a  d 
sets.  These  models 
■come  in  pique,  organ- 
die, linene  and  repp, 
and  are  both  embroid- 
ered and  plain.  The 
latest  novelty  is  the 
Liege  collar  and  cuff 
set.  The  collar  cuts 
slharply  away  from 
the  neck  in  front  ami 
is  square  behind  and 
sets  high  up  in  the 
back  of  the  neck.  Tin 
eulTs  arc  large  gaunt- 
lets of  organdie  tighl 
in  the  centre  ami 
flaring  both  over  the 
hand    and   at   the   top 


of  I  he  cuff.  The  flare  at  the  wrist  ean 
he  turned  back,  giving  a  totally  differ- 
ent effect  to  the  cuff.  The  collar  is  at- 
tached to  a  vestee  of  organdie  and  the 
whole  is  severely   plain. 

I'p  to  the  present  organdie  has  been 
I  he  leading  material  in  neckwear,  but 
with  the  development  along  the  more 
fanciful  lines  suitable  for  the  holiday 
and  the  Christmas  lines,  nets,  liesse  and 
net-top  laces  are  coming  to  the  fore. 
Strange  as  it  may  seem,  the  new  mili- 
tary ideas  are  being  developed  in  lace 
and  net.  though  a  few  are  being  shown 
in  white  satin.  Here  the  black  and  white 
idea  is  good  ami  a  high  stock  of  white 
attached  to  a  vestee  is  decorated  with 
covered  buttons  of  black  and  silk.  In- 
side the  sthaight  stock  is  a  pleating  oJ 
liesse    with   an    upstanding  row   of  black 


t  La  Miiituin-  iuu  military  collar  made  of  net  lace  This  collar  meets 
in  front  in  stock  Fashion  ami  ,11.'  points  turn  over,  like  a  man's  wing  collar. 
one  point  is  decorated  by  a  tlnj  bouquet  of  situ  Bowers.  The  high  back  is 
pleated,  and   wired,  and   spiralis   out    in   ruff  fashion  at    the  back   of  the  neck. 

•-'.     Variation   of  tin'  stock  and'  ruff  Idea.     The  double  pleating 
ami  tin-  stock  nf  Mark  moire  ribbon,     in   place  of  a   bow    Is  a   small   rose  and 
a    few   leaves.     These  collars   are  designed    for   wear   with    furs   ami   are  from 
tin-   Christmas   line   shown    by    it.    i>.    Falrbalrr    \    Co. 


(  strich  fringe.  Stocks  of  black  or  white 
satin  are  showing  shaped  to  the  neck 
with  stiff  pleatings  of  black  or  white 
tulle  attached  to  the  stock,  and  standing 
out  at  right  angles  from  the  collar  at 
each  side  of  the  neck  and  finished  with 
military  buttons  in  gilt  and  uun-metal. 
La  militaire  is  the  latest  and  this  is 
taken  to  mean  anything  that  fits  to  the 
neck,  even  if  it  breaks  out  into  pleat- 
ings at  the  back  and  tab-like  points  and 
wings  at  the  side  of  the  face.  All  these 
collars  are  high  and  fit  close  to  the  neck 
at  the  back,  and  finish  in  Queen  Eliza- 
beth  ruffles  across  the  back,  or  in  pleat- 
inns  that  turn  down  over  the  high  stock 
ii,  a  manner  that  reminds  one  of  the 
1'ireetoire  collars  worn  a  couple  of  years 
ago.  The  sixteenth  century  ruff  of  liesse 
ideated  full  around  the  face  and  finished 
with  a  band  of  black 
moire,  or  ribbon  vel- 
vet ending  with  a 
bow  at  the  side,  is 
very  piquait  when 
worn  over  a  V  necked 
dress,  and  is  most  bo- 
coming  to  some  faces. 
Double  ruffles  o  f 
liesse  or  net  very 
high  at  the  back  and 
comi ng  down  to  noth- 
ing at  the  side?  has  a 
stock  of  inch  and  a 
half  wide  moire  rib- 
bon  going  around  the 

Meek. 

Very  often  the  fin- 
is'', instead  of  a  bow. 
is  a  tiny  knot  of  ar- 
tificial  flowers.  Artifi- 
cial flower  knots  are 
placed  (in  many  of  the 
new  neck  pieces,  and 
a  tiny  kn.it  decorates 
the  lapels  of  many 
of  the  stocks,  the  idea 
being  to  afford  a  re- 
Con,   on   p.   54. 
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NECKWEAR  and  BAGS  V 


332E.     ,$9  00  Doz. 
5%  30  days 

IN  ALL  COLORS 


Flett, 


9890.     $2.25  iloz.  Seis 
5%  30  days 

MADE  OF   FINE    WHITE   PIQUE 


Our  Travellers  are  now 
on  the  road  with  a  com- 
plete line  of  Ladies' 
Neckwear,Belts,  Aprons, 
Handbags,  also  Laces, 
Trimmings,  Buttons  and 
Children's    Garments. 


MANUFACTURERS  AND  IMPORTERS 


336E.     $9.00  I><" 
Ni  i  30  days 

IN   ALL   COLORS 


Lowndes  &  Co.,  limited 

144  West  Front  St.,  TORONTO 
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No  Serious  Ribbon  Shortage  Showing  So  Far 

Stocks  in  the  Hands  of  Jobbers  Light— Large  Millinery  Vogue 
tor  Ribbons  in  the  Coining  Spring  —  Picot  Edges  in  Velvet 
Ribbons. 


NOTWITHSTANDING  the  fact 
that  France  is  actively  engaged 
in  the  presenl  conflict,  and 
Switzerland  has  her  army  mobilized  to 
guard  her  frontier,  there  has  been  no 
serious  ribbon  shortage  so  far  this  fall. 
Stocks  in  the  hands  of  importers  and 
jobbers  are  unusually  light,  but  the  war 
has  not  affected  the  ribbon  section  so 
much  as  was  at  first  expeeted.  Ribbons 
have  played  a  fairly  important  part  in 
millinery  trimmings  during  the  present 
Fall,  and  promise  to  be  a  big  feature  in 
the  coming  Spring.  The  demand  has 
centered  lately  almost  entirely  on  nar- 
row grosgrain,  and  faille  ribbons,  about 
one  inch  or  so  wide.  These  ribbons  are 
used  for  binding  the  brims  of  hats,  and 
also  for  making  flat  bows  with  numerous 
loops  and  sharply  cut  pointed  ends. 

Indications  of  what  may  be  expected 
for  Spring  maj  be  gleaned  from  novel- 
ties shown  by  Rhodier.  Large  flat  cape- 
lines  and  Gainsborough  sailors  are  ex- 
pected to  take,  and  these  are  trimmed 
with  ribbons  a  few  inches  wide,  with 
metal  edges  and  pleated  down  the  centre 
into  ruches,  and  these  ruches  are  used 
very  much  in  the  same  manner  as  the 
lines  of  fur  in  vogue  at  the  present 
moment. 

Low  flat  crowns  are  plainly  banded 
with  corded  ribbons,  having  spots  or 
medallions  of  velvet  all  in  solid  color. 
Wide  ribbons  will  be  fashioned  into 
sets — that  is,  the  hat  will  be  trimmed 
with  the  ribbon,  and  there  will  be  a 
girdle   to   match.        Wide   ribbons   show 


three  stripes  Lengthwise,  instead  of 
ai  i  iss,  two  being  shades  of  one  color, 
with  ;i  stripe  of  dark  color  on  one  edge. 
Two  shades  of  vivid  green  and  one  navy, 
and  canary  yellow,  combined  with  tan 
and  nigger  brown,  are  some  of  the  color 
effects  seen. 

Wide  grosgrain  ribbons  have  a  serge 
silk  stripe  at  one  edge  joined  to  the  gros- 
grain centre  with  a  stripe  of  metal. 

Another  revival  is  the  picot  edge.  Vel- 
vet ribbons  with  picot  edges  are  shown. 
The  colors  are  corbeau  blue,  navy,  mili- 
tary blue,  nigger  brown,  cedar  green, 
myrtle,  magenta,  cerise,  yellow,  leaf 
and  emerald  green,  and  putty  and  sand 
in  the  lighter  colors. 


Net  Top  Laces 

No  Real  Shortage  in  Laces  — 
The  Market  is  Well  Supplied 
With  Nottingham  Vals,  Clunys, 
Shadows,  Etc. — Chantilly?  the 
Vogue  in  Better  Priced  Lines. 

NET-TOP  lace  is  the  lace  of  the 
season,  and  there  is  no  real 
shortage,  for,  in  addition  to  the 
stocks  on  hand  at  the  beginning  of  the 
war,  regular  supplies  are  coming  from 
Nottingham.  The  market  is  also  well 
supplied  with  other  Nottingham  laces, 
such  as  Valenciennes,  Clunys  and  Tor- 
chons, etc.  Chantillys,  particularly  in 
black,  are  in  short  supply.  There  is  a 
»reat    and    a    growing   demand    for   gold 


STOCK  IDEAS 
STEONG  IN 
NECKWEAR. 

St  oik  novelty  collar  of 
organdie  with  embroid- 
ered edged  pleating 
across  the  high  back. 
The  cull's  consist  of  two 
lines  of  pleating  joined 
by  a  line  of  hemstitch 
ing.  Shown  by  Phoenix 
Novelry  Co. 


and  silver  laces,  chiefly  in  the  dull  finish. 
These  laces  have  had  a  wonderful  sale 
!<>r  millinery  purposes,  and  are  now 
coming  to  the  front  for  evening  and  for 
dress  trimmings.  Laces  with  the  pat- 
tern outlined  with  a  darned-in  cord  of 
either  gold  or  silver  are  another  lace 
thai   is  selling. 

There  is  a  decided  revival  in  the  use 
of  shadow  laces,  due  to  the  scarcity  in 
other  lines.  There  is  a  strong  feeling 
for  Paris  and  ecru  tints  as  well  as  white. 
Lovely  laces  spangled  with  mother-o'- 
pearl  cup  spangles  are  in  high  favor  for 
trimming  evening  gowns. 

Lace  is  used  for  tunics  and  for  the 
flounces  on  tier  gowns.  Many  models 
show  lace  used  under  net,  both  on  the 
skirt  and  for  draping  the  bodice  of  the 
gown. 

© 

HOLIDAY   LINES   IN   NECKWEAR 
SHEER  AND  DAINTY. 
(Continued  from  page  52.) 
lief   note  of  color  to  the  sombreness  of 
the  present   color  scheme  and  the  heavi- 
ness of  furs. 

Crepe  de  chine  is  made  into  bows, 
scarfs  and  Windsor  ties,  and  comes  in 
peach,  salmon,  begonia  pink,  and  ma- 
genta.  These  bows  and  ties  form  the 
latest  finish  for  the  stiff  collars  of  plain 
or  embroidered  pique.  Cuffs  by  the  yard 
made  of  organdie  or  net  bands  in  various 
w  idths  finished  with  narrow  pleatings  of 
the  same  on  one  edge  are  among  the 
novelty  lines  that  are  selling.  Organdie 
pleatings  with  an  embroidered  edge  and 
pleatings  of  tulle  and  net  are  placed  to- 
gether to  form  neck  ruffles  and  cuffs. 
Bernhardt  ruffles  made  of  pleated  tulle 
or  Hi  sse  with  a  high  pleating  around  the 
hoe  and  a  narrower  one  over  the  neck 
is  a  very  hue  model.  Three  ruches  are 
decorated  with  ostrich  fringes,  fur-cov- 
ered buttons  and  narrow  grosgrain  rib- 
bons with  metal  edges. 

Boxed  neckwear  is  always  a  big  Christ- 
mas item.  The  models  showing  are  very 
hard  to  box  attractively,  and  ill  such  a 
manner  that  any  idea  i-  given  as  to  how 
the  neckpiece  will  appear  when  worn. 
One  firm  has  gotten  over  this  point  by 
using  a  card  in  the  box  with  tongue- 
shaped  pieces  cut  out  on  each  side  while 
the  centre  shows  a  picture  of  the  collar 
as  worn.  There  will  be  les<  boxing  of 
cheap  neckwear  for  the  coming  holi- 
day season,  the  general  rule  being  that 
no  neckwear  selling  under  76c  at  re- 
tail   will   be  boxed. 
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Your  Ribbon  Orders 

can  be  filled  at 

Barry's 

With  the  arrival  of  good,  big  shipments 
each  week,  our  stock  is  now  in  a  par- 
ticularly favorable  position. 

We  are  in  the  ribbon  business,  we  have 
the  actual  stock,  and  stock  goods  are  not 
plentiful  in  Canada. 

You  will  require  nice  fresh  goods,  espe- 
cially in  narrow  satins  and  taffetas,  as 
well  as  baby  ribbons  of  all  kinds,  for 
Christmas  trade.  Our  stock  of  wide 
goods  is  always  well  assorted.  We  are 
the  Specialty  Ribbon  House  of  Canada 
and  can  deliver  the  goods. 

Send  along  your  mail  order.    We  guar- 
antee absolute  satis j action. 

Walter  H.  Barry  &  Co. 

Winnipeg  Branch  :  6  St.  Helen  Street 

222  McDermott  Avenue  MONTREAL 

"THE  SPECIALTY  RIBBON  HOUSE" 


^IW-'iX'A'W^Jl^l^l^'t^ 


55 


Dry  Goods  Review 


DRESS     A  C  C  E  S  8  0  R  I  E  S 


Braid  as  Trimming 

Tinsel  Braids  Selling  For  Mili- 
tary Trimming  Purposes  — 
Often  Combined  With  Fur. 

MILITARY  fashions  promise  to 
bring  braids  very  strongly  to 
the  fore.  There  is  a  big  vogue 
at  the  present  time  for  tinsel  braids  for 
trimming  millinery,  and  vests  and  neck- 
wear are  also  being  decorated  with  gold 
or  silver  braid.  The  big  development 
will  come,  however,  in  the  use  of  bind- 
ing, military,  and  novelty  braids. 
Soutache  is  also  coming  into  more  gen- 
eral use.  Paris  is  setting  the  fashion  by 
showing  models  strapped  across  the 
waist  in  military  fashion,  and  New  York 
is  taking  up  the  idea,  and  the  late  Win- 
ter and  the  early  Spring  should  see  trim- 
mings of  this  class  selling  freely. 

In  connection  with  braids,  fur  is  used, 
and  the  big  vogue  of  fur  promises  to 
continue  through  the  present  season. 
Fur  collars  and  cuffs  are  general  on 
coats  and  suits  and  bands  of  fur  trim 
not  only  outdoor  garments,  but  also 
evening  gowns. 

Floral  garnitures  are  prettier  than 
ever  this  season,  as  both  tinsel  and 
spangles  are  mixed  in  with  the  tiny 
flowers  and  leaves  of  silk  and  chiffon. 
Some  of  the  best  liked  garnitures  are 
wholly  of  dull  gold  or  silver  tinsel. 


Collar  and  cuff  sets,  made  in  Irish  linen. 
French  repp  and  fine  cambric.  Shown  by  the 
Williams,    Greene    &    Rome    Co.,    Limited. 

Beaded  trimmings  in  the  form  of 
flounces,  drop  fringes  and  bands  are  very 
fashionable,  but  because  these  articles 
all  come  from  the  countries  now  in- 
volved in  war,  after  the  stocks  in  the 
hands  of  importers  are  cleared  out,  no 
further  supply  will  be  available. 


Bomb   Buttons 

Military  Fashions  Showing  — 
Scarcity  Developing  in  Crystal 
and  Porcelain  Fancy  Buttons — 
Jet  in  Strong  Demand. 

THK  vogue  of  buttons  still  con- 
tinues, and  at  the  present  time 
the  demand  is  centered  strongly 
on  jet  and  crystal  and  porcelain  fancies. 
This  kind  of  button  is  made  chiefly  in 
Austria,  and  the  supply  is  running  low. 
There  are  factories  in  the  States  making 
it,  but  they  are  running  both  day  and 
night  in  the  effort  to  keep  up  with  their 
orders. 

The  new  ideas  come  in  military  but- 
tons, and  bomb  buttons  flattened  to  a 
ridge  and  olives  in  brass  and  nickel, 
very  highly  polished,  are  coming  into 
very  general  use.  Buttons  of  this  type 
are  largely  represented  in  Spring  lines, 
and,  in  addition,  the  new  buttons  are 
often  rimmed  with  gilt.  The  new  Spring 
buttons  are  beginning  to  be  shown,  and 
the  tendency  towards  odd  shapes  and 
sizes  is  still  strong.  Striped  plaid  and 
checked  effects  are  good,  and  mottlings 
in  two  or  three  colors,  so  that  the  button 
tones  in  with  the  cloth,  are  the  big 
feature. 


Profit  backed  by 
Style,Fit,  Comfort 
and  Durability 

Style  is  a  mighty  poor  substitute 
for  comfort  when  the  object  is  a 
pair  of  corsets,  and  likewise  com- 
fort alone  cannot  take  the  place 
of  style.  In  P.  C.  CORSETS 
both  style  and  comfort  are  gen- 
erously blended  together  with 
durability,  making  a  combination 
that  is  unbeatable.  The  smart 
lines  of  P.  C.  corsets  follow  close- 
ly the  style  tendencies  forecasted 
by  Parisian  couturiers. 
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Note  the  double  inter- 
lining which  encases 
P.  C.  corset  rust-proof 
steels,  ensuring  long 
wear  and  absolute  con- 
fort. 


Parisian  Corset  Mfg. Co.,  Ltd. 

QUEBEC 
Ontario  Branch:  77  York  Street,  Toronto 


— and  8c  per* week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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DRESS    ACCESSORIES  Dry  Goods  Review 

STYLES   RECENTLY  ADDED  !  ! ! 


Corrinne  collar   $2.00       Mae  collar    (pique) $2.00        Thekla  collar $2.00 


Corrinne  cuff  (width  6  inches) $2.00       Mae  cuff  (pique)    (width  7  inches)  $2.00       Thekla  cuff  (ividth  5  inches) $2.00 


V.   108.— Vestee    (pique) ^>4.u0       No.  2123  collar  (assorted  patterns)  $4.00       V.   109.— Vestee    (pique) 

Terms  on  all,  6/10—5/30 
If  you  have  not  received  one  of  our  circulars  showing  all  styles,  write  us  at  once 

C.  W.  FERGUSON  COLLAR  CO.,  Troy,  N.Y.,  U.S.A. 
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DRESS    ACCESSORIES 


A  BEAUTIFUL   LARGE  RANGE 

Of  Christmas  Ribbons 

Buy  "Made-in-Canada"  Goods 

DIRECT  FROM  THE  MAKERS 

Saving    Commissions    and    Middle    Men's    Profits 


RIBBONS 

very 
fashionable, 

you 
need  them. 

We      are      the 
only  manu- 
facturers of 
Ribbons  in 
Canada. 

Fancy 

Dresden 

Ribbons  much 

in  demand. 

Soft  Satins  in 

all  new  colors 

for  Fall  season. 


We  can  supply 

you 

at  once. 

Black  Moires 
in  all  widths. 


Black  cire  or 

stove-pipe 

finish. 


Taffeta,  black 
and  colored. 

The  largest 

range  of 
qualities  and 

prices  in  the 
trade. 


Ribbon  Girdles,  the  newest  fashion  out.     We  are  showing  a  good  range, 
Plain  and  Fancy,  all  made  up  ready    lor  quick  sales. 

Wait  and  see  our  values. 

If  our  traveler  is  not  around   when  you   require   ribbons, 
write  us  for  samples  and  prices. 

BELDING  PAULCORTICELLI  Limited 


Montreal 


Toronto 


Winnipeg 


Vancouver 
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D  R  E  S  S  -  A  C  C  E  S  S  0  R  I  E  S 


Dry  Goods, Review 


Perrin's  Gloves 


THE  GLOVE  SITUATION. 

THERE  is  no  section  of  supplies  hard- 
er hit  by  the  war  situation  than  that 
of  gloves.  Leather  gloves  come  from 
France,  Germany,  England  and  other 
centres  in  Continental  Europe.  Fine  kid 
gloves  come  from  France.  The  glove 
buyers  who  ordered  their  goods  to  be  de- 
livered early  are  decidedly  in  the  best 
position  as  they  have  already  received  a 
fair  proportion  of  their  orders  and  are 
not  guessing  as  to  where  they  are  going 
to  get  the  stock  for  the  main  part  of  the 
season,  for  it  is  just  a  chance  as  to 
whether  the  later  shipments  will  ever 
reach  this  side  of  the  Atlantic. 

The  outlook  for  the  Spring  season  is 
far  from  being  re-assuring,  and  the 
future,  look  at  it  as  you  will,  is  serious. 
Gloves  will  come  from  England  and  per- 
haps from  France,  but  with  the  heavy 
demand  from  the  rest  of  America  to  sat- 
isfy it  will  be  difficult  to  make  the  supply 
available  go  round. 

The  question  of  prices  is  a  complicated 
one  as  prices  on  orders  that  were  shipped 
before  the  breaking  out  of  hostilities  re- 
main at  the  original  figure,  but  on  those 
to  be  delivered  later  the  higher  rates  of 
transportation  and  insurance,  etc.,  will 
have  to  be  added  to'  the  import  price. . . 

From  D>-y  Goods  Review  of  October  21st, 
1914. 


The  above  important  information  puts  the  glove  situation  in 
a  nutshell. 

Merchants  who  are  postponing  buying  in  the  hope  of  better 
conditions  later  on  are  going  to  be  sadly  disappointed. 

The  merchandise  itself  is  bound  to  cost  more,  regardless  of 
increased  transportation  charges  due  to  the  war. 

Raw  material  is  at  a  premium  and  it  is  only  the  larger  manu- 
facturers who  have  strong  buying  arrangements  that  can 
get  anything  at  all. 

PERRIN  FRERES  &  CIE 


28  Victoria  Square 


Montreal 
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■ill 


Timely 
Hints 


for  Autumn  Needs 

New  shipment  just  to  hand 

French  Veilings, 

English  Laces 

&  Flouncings, 

Russian  Fur  Trimmings. 

Novelty  Collars  &  Cuffs 
&  Xmas  Goods= 


Mail  Orders  promptly  attended  to 

"BUSINESS   ASkUSUAL" 


my. 


®H 


wpsor?Lace  GA/eilinoJ^o 

i*^  LIMITED  ^BP^L 

lip 6 tor?  Si.West,Tor»or}trmOf^i 

° *     Ml 
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"^JTiat  some  tKif^<iiffef^ 

ertt  tn,t,s  ttm,e,i^>  riotK- 
tnimore/orle^s  tKan 
the  dcbtnti/  and  new 

trie  be<xiiti/rui,  ctt  ir\j 
ef-jfeats  m<xcle  from, 
Oroctna/te^Net  Lciee, 
Net^anctLetsae  wttrt 
ft  tie  pleating  preaofn- 
inalin^tnstttiee>  Iriat 
tone  from  rrxtittcitM^ 
tertcierbctce>Lo  almost 
cleci/ciecl  mtlitcinj. 
^e^  are  sKowino   ctrx 
exeellertt  rvxnoe  of 
new  fcitl  ana/mia^ 
pi 


citrxp  !/es>.  Tjbtet/* 
t 


re  now 


cttj^otjcr  service.^ 
^3ce  e>cxie,siTLerb/®^ 

Ladies'  Wear,  Limited,  Toronto 

W.  F.  GOFORTH,   President 
Branch  Offices: — Arts  and  Crafts  Building,  Vancouver,  B.C.  ;     Hammond  Building,  Winnipeg,  Man. 
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Staple  Styles  Uphold   Sweater  Coat  Business 

Opinion  of  Buyer  of  Big  Firm  That  Novelties  Will  Continue  to 
Have  Only  a  Short  Popularity  —  Has  Found  One  Garment  to 
Maintain  Leadership  for  Sales  for  Eight  Years  Without  Change 
in  Style,  Colors  or  Price. 

By   the   buyer   of  women's   sweater  coats   in   a   leading   retail   store. 


WITH  all  the  novelties— the  long 
coats,  the  belted  coats — the  silk 
coats,  the  various  shapes  and 
color  combinations — the  sweater  coat 
business  shows  little  change  in  the  main 
throughout  the  seasons  and  the  years. 
For  a  time  there  will  be  a  demand  for 
this  or  that  novelty;  there  may  be  a  re- 
sponse in  some  quarters  for  a  time  to 
put  the  sweater  "on  the  street,"  but  in 
the  end  it  comes  back  to  the  staple  coat 
in  the  plain  colors — an  athletic  garment 
which  the  girls  and  young  women  can 
wear  for  outing  purposes  all  the  year 
round. 

Eight  years  ago  I  pinned  my  faith  on 
a  certain  model.  To-day  that  same 
model  is  the  leading  seller  of  my  depart- 
ment. The  same  in  stitch,  in  collar  de- 
sign, in  shape,  and  with  the  same  range 
of  plain  colors,  it  has  been  sold  every 
day  of  that  period  at  the  same  price,  de- 
spite the  changes  in  the  market — and  it 
is  being  sold  more  than  any  other  to-day. 
It  is  a  serviceable  garment  for  outdoor 
wear.  Well  shaped,  it  has  a  collar  that 
can  be  worn  open  or  closed,  and  the  me- 
dium open  stitch  of  moderate  weight, 
combined  with  the  plain  colors,  make  it 
a  garment  which  can  be  worn  in  all  sea- 
sons of  the  year,  and  for  some  years,  too. 

This  coat  to  which  I  refer  hits  the 
price  idea  squarely  on  the  head.  There 
is  a  big  demand  for  the  five-dollar  coat, 
and  this  is  a  good  five  dollars'  worth. 
My  experience  has  proven  to  my  satis- 
faction that  the  five-dollar  line  can  be 
made  a  leader. 

A  Return  of  Popularity. 

For  a  couple  of  seasons  the  sweater 
coat  has  not  been  so  popular  witli 
women  as  it  was  for  a  few  years  prior. 
I  can  see  nothing  but  that  this  garment 
is  to  return  to  popularity,  and  probably 
before  long.       For  outing  wear  it  gives 


service  and  comfort  that  can  be  found 
in  nothing  else. 

The  efforts  of  the  manufacturers  to 
keep  the  knitted  garment  to  the  fore 
have  resulted  in  a  big  range  of  novelties. 
In  the  better  trade  there  have  been  the 
longer  coats  with  the  belted  backs  and 
fancy  stitches;  there  have  been  the 
brushed  effects  and  the  two-tone  com- 
binations; the  silks  and  the  knitted  out- 
ers with  a  cloth  lining — and  there  will  no 
doubt  be  others — but  they  generally 
have  only  a  short  run. 

I  cannot  see  the  Canadian  girl  wear- 
ing the  sweater  coat  on  the  street.  It 
has  been  accomplished  in  England,  and 
there  have  been  garments  imported  with 
which  it  has  been  sought  to  pave  the  way 
to  the  new  fashion,  but  there  is  too  much 
style  about  the  girls  in  this  country  to 
wear  such  garments  except  when  oc- 
casion permits.  And  it  might  be  com- 
mented here  that  there  is  usually  much 
more  style  to  the  square  inch  in  the 
sweater  coats  which  are  made  on  this 
side  of  the  water  at  that. 

Weather  Too  Warm  This  Fall. 
The  weather  this  fall  has  been  alto- 
gether too  warm  and  open  to  judge  of 
the  attitude  of  women  towards  the  sweat" 
er  coat.  Cold  weather,  I  believe,  will 
find  a  good  demand,  perhaps  better  than 
a  year  ago,  for  there  is  a  lot  of  service 
in  the  knitted  garment,  and  people  are 
buying  serviceable  apparel. 

For  the  Holiday  Trade. 
The  sweater  coat  can  be  made  a  good 
seller  for  the  holiday  trade.  And  there 
is  also  a  good  demand  for  knitted  vests 
to  be  worn  under  the  coat,  for  Christmas 
gifts.  There  is  an  advantage  in  this  de- 
partment as  in  others  during  the  holiday 
season  in  having  suitable  boxes.  I  would 
not  say  that  there  arc  many  direct  sales 
which  could  bo  traced  to  this  feature,  but 
62 


after  the  1st  of  December  many  women 
begin  to  ask  for  boxes,  and  they  want 
them  whether  it  is  intended  to  give  the 
garment  as  a  gift  or  not;  if  it  is  for 
themselves  they  will  take  the  box  any- 
way and  use  it  for  something  else. 


Embargo  Lifting 

Cable  Says  Canada  Will  Receive 
Wools  Under  Conditions  — 
Price?  Are  Soaring — Weights 
Will  Drop. 


A  STRANGE  uncertainty  hangs 
over  the  question  of  the  embargo 
on  wools  and  yarns  that  went  in- 
to effect  on  October  6  last,  the  first  day 
of  the  London  sales.  Asurances  have 
come  from  Ottawa  from  time  to  time 
that  the  difficulty  had  been  settled  satis- 
factorily and  an  exception  would  be 
made  in  favor  of  the  colonies. 

In  spite  of  this  cable  orders  failed  to 
produce  any  movement  of  wool  from 
England  and  stocks  in  Canada  kept  get- 
ting shorter  and  shorter,  and  some  sup- 
plies had  to  be  purchased  from  the 
Tinted  States  to  keep  the  mills  goinsr. 
At  the  same  time  definite  orders  for 
hundreds  of  thousands  of  sweaters  had 
been  given  for  the  War  Department  by 
an  English  buyer,  and  all  sorts  of  re- 
ports as  to  shirts,  socks,  khaki,  etc.. 
reeded  for  France  and  Russia,  as  well 
as  England  were  rife. 

Must  Sign  Agreement. 

The  last  day  of  October  a  cable  reach- 
ed an  importer  in  Canada,  stating  that 
shipments  would  he  made  from  England 
"as  usual."  if  an  undertaking  were  en- 
tered into  that  neither  the.  "raw"  ma- 
terials nor  the  manufactured  articles 
(Continued    on    Page    64.  ^ 
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Jerseys  in  the  Newest  Styles 
Now  Made  in  Canada 

"BEAVER 
BRAND" 


REPRESENTATIVES  : 
T.  H.  Allice      -      -      British  Columbia 
Thompson  &  Henselwood      -      Alberta 
Thompson  &  Henselwood,  Saskatchewan 
F.  G.  Rumble       -       -       -       Manitoba 


I_f  I(  JH-CLASS  jerseys  of  this  character, 
*  -*-  hitherto  chiefly  obtainable  only  as  an 
imported  product,  have  now  been  added 
to  the  well-known  Beaver  Brand  line  of 
knit  goods.  Be  consistent  in  your  display 
of  patriotism  and  place  your  orders  for 
knit  goods  with  Canadian  factories;  help 
keep  the  Canadian  wheels  of  industry 
turning  and  Canadian  workmen  em- 
ployed. 

These  two  new  jerseys  are  proving  ver}' 
popular.  One  is  a  pull-over  and  the  other 
is  buttoned  on  the  shoulder. 

We  have  increased  our  facilities  for 
manufacturing  these  and  other  knit  goods 
so  that  our  customers  may  depend  on  even 
better  service  and  goods  than  we  have 
been  supplying  in  the  past. 

Samples  of  these  new  jerseys  sent  upon 
request. 

The  prices  are: 


Size 
Price 


22 
$8.50 


24 

$9.00 


26 
$10.50 


28 
$11.50 


30  32 

$12.00       $12.50 


Write    us   for  a   trial   order. 


R.  M.  Ballantyne,   Limited 


Stratford 


Manufacturers  of 
Beaver  Brand  Knit  Goods 


Ontario 


H.  Cook       -       -     -       Northern  Ontario 

W.  Easson      1 

/->    d    it     .u    i      •     ■      Western  Ontario 

C.  B.  Heath   J 

J.  N.  Boyd,  373  Broadview  Ave.,  Toronto 
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A.  J.  Turnbull 
W.  C.  Brown 
J.  E.  Patte 
A.  Malo 


-     -      Eastern  Ontario 

26  Beardmore  Building 
Montreal 


Dry  Goods  Review 


KNITTED    GOODS 


Almost  Everything  Going  in  Men's  Sweaters 

Range  Seems  to  Cover  Almost  All  Possibilities  in  Stitch,  Collars 
and  Colors  or  Combinations — Serviceable  Garments  Find  General 
Favor — For  the  Christmas  Trade. 


From   nn    Interview    with   a   prominent   buyer. 


rll  ERE  appears  to  be  little  upon  which  the  sweater  outlook  can  be  gauged.   Buying  a  knitted  coat  is 
something  like  buying  a  neck  tie;  a  man  can  select  anything  he  may  choose  in  shape,  color  or  com- 
bination of  color  and  still  be  right.   Looking  to  the  fnture  reveals  little  new  to  indicate  that  the  pub- 
lic taste  is  to  fall  into  any  set  channel.  Stocks  will  cover  a  big  range  of  weights,  styles  and  colors. 

There  are  V-necks,  military  collar.^,  shawl  collar.*,  etc.  There  are  light  and  heavy  weights  and  a  big 

range  of  stitches.  There  are  colorings  that  would  make  Joseph'*  coat  look  drab  in  comparison.  In  fact 
it  might  be  said,  thai  daring  the  past  season  there  has  been  a  better  demand  for  high  color  combinations 
than  ever  before.  Nothing  could  be  set  down  as  finding  particular  favor  or  indicating  the  future  trend. 

There  does,  however,  appear  tc  be  a  desire  for  moderate,  serviceabh  garments — the  kind  of  coats  that 
have  been  popular  for  a  long  time.  The  best  sellers  are  of  moderate  stitch  with  a  collar  tliat  can  be  opened 
or  closed;  but  then  there  seems  also  to  be  a  tendency  more  than  ever  to  range  all  over  the  limits  of  pos- 
sibilities as  set  by  the  manufacturers. 

Novelties  do  not  seem,  to  hold  favor  for  any  very  long  period.  Two-tone  effects  in  checks  have  been 
offered,  but  they  have  a  limited  number  of  takers.  In  color  combinations  contrasts  are  now  used  in  many 
of  the  trimmings — that  is  two  contrasting  colors  instead  of  one — and  this  style  finds  a  good  sale  with 
athletic  organizations  where  the  colors  of  the  club  can  be  worked  out. 

THE    HOLIDAY  TRADE. 

There  is  a  place  for  the  sweater  coat  in  the  holiday  trade  and  it  should  be  pushed  as  a  gift  suggestion. 
Much  will,  however,  be  found  to  depend  on  the  weather;  a  mild  Christmas  will  make  all  the  difference  in 
the  volume  of  sales.  Holiday  boxes  will  be  found  to  help,  but  not  to  the  same  extent  as-  with  reference  to 
women's  coats — except  of  course  where  a  woman  is  making  the  purchase  of  a  garment  to  be  given  as  a 
present. 

In  price  the  five-dollar  line  is  always  a  good  seller.  Many  stores  find  it  their  leader  at  all  times.  A  man 
will  usually  be  found  willing  to  pay  this  price  for  his  garment  and  to  be  better  satisfied  than  if  he  got  the 
same  coat  for  less  money. 


EMBARGO  LIFTING. 
(Continued  from  pa<,re  62.) 
would  be  allowed  to  reach  any  other 
country  than  Britain,  France,  Russia  or 
Belgium,  the  three  allied  countries. 
What  delay  may  ensue  in  each  case  as  a 
reBull  of  this  is  not  certain,  but  the  in- 
dications   arc    that    shipments   will    s 1 

be  on  the  way. 

600,000  Sweaters. 
The  first  orders  for  sweater  coats  Eor 
Hi,,  [mperial  Government  amounted  to 
fiOO.ono.  and  were  placed  by  Frederick 
Stobart,  for  many  yea'--  engaged  in  the 
dry  goods  business  in  Winnipeg,  and 
now  welcomed  back  to  Canada  in  his 
new  position.  These  coats  are  now  being 
t  nrned  "id  in  se\  eral  Canadian  factories 
at  the  rate  of  several  thousand  a  day 
and  must  be  delivered  by  December  L5. 
The  average  price  per  dozen  ic  said  Lo 
be  $18)  so  that  the  order  represents 
about  $900,000.  An  additional  400,000 
will  be  ordered. 


While  this  order  sounds  large,  the 
actual  amount  of  wool  required,  not  more 
Mian  2,000,000  lbs.,  is  really  small  when 
compared  with  figures  as  to  total  con- 
sumption. Indeed  a  single  Boston  firm 
that  rushed  into  Canada  when  the  em- 
bargo was  placed,  is  said  to  have  40,- 
000.000  lbs.  stored  up.  Prices  charged 
here  are  10  or  12  cents  in  advance  of 
before-the-war  rates,  and  figure  out 
about  the  same  as  the  English  with  land- 
ing charges  of  every  description  in- 
cluded. 

Advance  of  15  Cents  a  lb. 

But  in  some  cases  even  greater  ad- 
vances arc  recorded.  On>  Canadian  firm 
of  manufacturers  paid  67  cents  to 
Canadian  spinners  for  yarn  that  cosl 
r  em  onlj  52  cents  a  short  time  ago.  and 
Hi  some  time  before  that.  The  extra  cost 
of  dyeing  is  now  net  at  •'>  to  7  cents  a  lb. 

An  English  firm  reports  thai  it  has 
agents  scouring  the  States  for  wool  and 
yarn,  and  large  quantities  thai  were 
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sent    over    from    London    have    been    re- 
turned at   a   greatly   increased  price. 

« 

WILL  LESSEN  WEIGHT. 

A  Canadian  manufacturer  in  discus- 
sing  the  increased  cost  of  wool  and  yarn, 
stated  to  The  Review  that  while  the 
actual  selling  price  would  not  be  raised 
there  would  have  to  be  a  decrease  in 
weight  in  the  manufactured  article  to 
compensate  them. 

Overs   850,000.000  Pounds. 

Some  ideas  of  the  enormous  quantity 
of  wool  thai  passes  through  the  London 
market  is  seen  from  the  official  figures. 
Tn  1012  the  total  imports  o(  wool,  al- 
paca and  goats'  hair  were  854,643,543 
lbs.,  and  in  11  months  of  1013,  the  fig- 
ures  were  776,729,022.  The  exports  in 
1912  were  343,245.183  and  for  eleven 
months  of  1913,  264.906,802.  Of  these 
totals  Australia  supplied  far  more  than 
halt'.  469,302,000  lbs.  in  1012.  and  416.- 
652,000  during  eleven  months  of  1913. 
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L. 2000-21 


Suit  lS-lO'j 
Sizes  22-20 


M.  159-12 


M.  108-15 


O. 454-13}^ 
Sizes  18-22 


N  illustration  from  the  catalogue  recently  gotten  out  by  the  Monarch  Knitting  Co., 
Dunnville,  and  without  doubt  the  finest  piece  of  printed  advertising  ever  produced  for 
any  one  line  of  goods  anywhere.  The  outstanding  features  of  the  work  are  the  confi- 
dence shown  by  the  Monarch  people  in  attempting  such  an  expensive  piece  of  advertising 
under,  to  say  the  least,  rather  depressing  business  conditions  and  the  cleverness  in  preparation 
and  excellence  of  execution  by  the  printers      The  Southam  Press,  Limited,  Toronto  and  Montreal. 
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Misses'  Hood  li— 9 


Misses' Aviation  1J  -A'i 


m\ 


NOTHER  page  from  the  Monarch  Knitting  Co.  catalogue.  There  were  thirty- 
two  such  quadri-colored  pages,  each  a  direct  photograph  showing  the  actual 
goods  in  their  actual  colors.  There  were  some  forty  odd  models  used  in  the 
photographing,  and  the  work  required  a  vast  amount  of  expert  care,  such  as  could 
be  supplied  only  by  a  concern  with  the  facilities  of  Southam  Press,  Limited 
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Dry  Goods  Review 


Advertised  throughout 

CANADA 


Are  you  taking  advantage  of  the  Domin- 
ion-wide advertising  of  Buster  Brown's 
Stockings  and  Buster  Brown's  Sister's 
Stockings? 


*r?  j?  tt(FTp< 


15IE< 


RESOLVED 
THAT  Tht  BUS TEfcBPOWN STOCKING 
IS    A  f30O/\/  T"0     ^OTHERS  anoA5NAP 

For   6a  mta  c  laus 

BU5TE.R.BROW/V 


TRADE     ndRK      I^fOISTERfP 


Order  from  your  Wholesaler 

QCfje  Cf)tpman=Holton  knitting  Co,,  Htmtteb 

Hargeat  Hosier?  iHanufacturers  in  Canaba 

Hamilton  ■  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 

EVERY    PAIR     OF 


Branch  Offices  : 
MONTREAL  AND    WINNIPEG 

HOSE  PROTECTED 


BY  THIS        <^£^/^>  TRADE-MARK 


Dry  Goods  R<  vu  u 


K  N  I  TT  I!  D    COODS 


efrom  MooctoD 

By 

Humphreys 


number"      nine 


Humphreys  Garments 
Give  Comfort 

Note  these  features 


A  GARMENT  depends  on 
more  than  the  fabric  for 
comfort.  The  permanent 
fit  is  highly  essential. 
Humphreys  shirts,  besides  be- 
ing made  of  a  delightfully  soft, 
non-irritating  wool  fabric,  have 
a  snug,  close-fitting,  soft  collar, 
which  prevents  chafing  the  neck 
and  sagging  of  the  shoulders. 
The  facing  is  full  width  of 
goods,  not  merely  sewed  to  edge 
of  bosom.  Seams  are  heavily 
covered,  cuffs  are  attached  to 
sleeves  and  drawer  legs  with 
several  rows  of  special  tuck 
stitch,  which  ensures  snug, 
elastic  fit.  Both  garments  give 
room  without  bulkiness. 


Send  for  sample  suit.    Look  it  over. 
E.  H.  Walsh  &  Co.,  Toronto 

Selling   Agents    for  Canada 

Humphreys   Unshrinkable 
Underwear,  Limited 

Moncton,   N.B. 


THE 


QUALITY  and  EXCELLENCE 


GOODS   makes  them  especially  suit- 
able   for         XMAg 

GIFTS 


See  our   new 
Catalogue 

for 
Suitable 
Presents 


ORDER   NOW 


Our  stock  at  present  is  well  assorted 


Dr.  Jaeger's  S£E  System  £ 

243  Bleury  St.,  Montreal 


ompany 
Limited 


Head  Office  and 
Wholesale  Warehouse 


If  You  can  talk  to  the  dry 
goods  merchants  from  Hali- 
fax to  Vancouver  for  only 
two  cents  for  each  word  with 
a  condensed  ad.  in  the  DRY 
GOODS  REVIEW. 
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Dry  Goods  Review 


Don't  Get  Burdened  with  a  Slow-Selling  Line 


A  slow-selling  line  of  Sweater  Coats  is  like  a  mill-stone  around 
your  neck.    What  you  want  is  a  line  that  you  know  is  dependable 
^m  ^^        because  made  right,  and  a  fast  mover 
1      ^^       because  popular. 


Sweater  Coats 


— for  Men,  Women  and 
Children  —  are  great 
trade-bringers  and  profit- 
makers.  Only  the  best 
selected  wool  is  used — the 
long-wearing  and  shape- 
retaining  kind. 


Penmans  Limited 


No  Sweater 
Depar  t  m  ent 
is  complete  or 
at  its  best  un-  Pe/? 
less  it  carries 
Penmans 
Sweater  Coats 


Ar    KNIT  GOODS   •* 


«*u«l 


Paris,  Canada 


^— 


Dry  Goods  Review 


K  N  [TTED    GOODS 


Garments  for  Winter  Wear 

With  our  vigorous  Canadian  winter  rapidly  approaching,  it  will  be  neces- 
sary for  you  to  order  at  once  your  stock  of 

Knitted  Skirts,  Toques 

Gloves,  Mitts,  Hosiery 

Children's  Suits 

Mufflers,  etc. 

We  are  in  a  position  to  handle  a  limited  quantity  of  repeat  orders  for 
early  delivery.  While  our  present  supply  lasts  there  will  be  no  increase 
in  price. 

Send  us  your  order  at  once.  It  will  receive  prompt  and  careful  attention. 

AVON  HOSIERY,  Limited,  Stratford,  Ontario 

Sole  Selling  Agents:   Richard  L.  Baker  &  Co.,  100  Wellington  St.  W.,  Toronto,  Ont. 


Factory 


The 


TIGER  BRAND  UNDERWEAR 


During   iin'  whole  of  the  year,  our  plant    bas   been    operated    ;ii    full   capacity.     We  are 
:i ii  excellent    position  !•■  tin  repeat   orders  promptly. 

THE  GALT  KNITTING  CO.,  LIMITED 

Gait,  Ontario 


behind 

the 

goods 


TIGFR  PR4ND 


v////////////////////////s/ssss/////////////ys/s//rssss/sss/zr/. 
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DRY  GOODS  REVIEW 


A  BOOK  THAT  SAVES  MONEY 

"Digest  of  the  Mercantile  Laws 
of  Canada" 


A  READY  REF. 
ERENCE    FOR 

^3E3$3sX&S^5$i& 

i 

TR£ASUK£S  OR  THE  LAV  OPTICS 

BUSINESS  MEN 
AND    THEIR 
ASSISTANTS. 

Digest  of  Canadian  - 
Mercantile  Laws 

A   GUIDE   TO 

THEIR    DAILY 
BUSINESS 

i 

IBGA1  AND  BUSINESS  FORMS 

1 

3332^cSl*S^Bc2 

IN  RENTING 
A  STORE,  PRO- 
CURING  A  LOAN 
OR  COLLECT. 
ING  A  DEBT, 
THIS  BOOK 
WILL  SAVE 
YOUMANY 
DOLLARS 


No  work  ever  published  in  Canada  equals  it  for  business  men.  A  veritable  consulting 
library  on  this  one  line  so  universally  needed.  Based  on  Dominion  and  Provincial 
Statutes  and  Court  Decisions.  Indorsed  by  barristers,  sheriffs,  magistrates  and  con- 
veyancers. 

Below  appears  a  few  of  the  questions  it  answers.  These  are  picked  out  at  random  from 
the  book. 


If  you  endorse  a  cheque  which  bank  cashes,  are  you 
liable  to  the  bank  for  the  amount,  if  the  cheque  were 
forged   or  raised? — 173. 

(The  figures  after  each  question  refer  to  the  section 
in  the  "Digest"  which  gives  the  answer.) 
Can  Interest  written  "one  per  cent,  per  month"  in  a 
note   be   collected   by   "legal   process?" — See    sections 
345.   185. 

In  going  security  on  a  note,  what  is  the  difference  be- 
tween writing  your  name  on  the  face  of  the  paper  or 
on   the  back? — 171. 

Why  is  it  that  a  verbal  agreement  to  buy  real  estate 
with,  say  $100  paid  down  "to  bind  the  bargain,"  does 
not  bind  either  seller  or  buyer? — 451. 
If  a  proposition  is  made  to  you  by  letter  and  you  accept 
it  by  letter,  do  you  know  the  exact  time  when  the 
contract   is  closed? — 39. 

How  many  years  does  it  take  a  promissory  note,  a  book 
account,  a  judgment  or  a  legacy  to  outlaw  in  your 
province?— 356,  359,  360,  367. 

How  long  may  the  drawee  legally  hold  a  draft  for 
acceptance  ? — 209. 

If  a  man,  in  the  presence  of  a  witness,  makes  a  verbal 
agreement  to  buy  a  wagon,  say  for  $53,  but  does  not 
take  possession  of  it,  will  the  sale  be  binding? — 500. 
What  effect  has  it  on  a  will  if  only  one  person  signs  it 
as   a  witness? — 815. 


If  the  wife  or  husband  of  a  legatee  signs  the  will  as 
a  witness,  what  is  the  effect? — 816. 
"A,"  in  paying  off  a  Mortgage,  gave  mortgagee  a 
marked  cheque  on  which  was  written:  "This  cheque 
is  given  and  received  as  a  full  settlement  and  dis- 
charge of  Mortgage  No. . "  Is  that  a  legal  dis- 
charge?— 410. 

If  a  person  goes  with  his  hired  man  to  a  merchant 
and  says:  "Give  this  man  the  goods  he  may  need  up 
to,"  say  "$15,  and  if  he  does  not  pay  you,"  say, 
"within  thirty  days,  I  will,"  will  the  promise  bind 
him?— 110. 

If  stolen  goods  are  sold  to  an  innocent  purchaser  for 
value,  can  they  be  taken  from  him? — 513. 
How  may  a  person  legally  add  "&  Co."  to  his  name, 
or  use  any  special  name  other  than  his  own  as  a  firm 
name,  without  having  a  partner? — 694. 
"B"  claims  that  the  Canadian  Bills  of  Ex.  Act  allows 
him  two  days,  in  addition  to  the  day  of  presentment, 
to  accept  a  sight  draft,  and  then  three  days  of  grace 
in  which  to  pay  it — six  days  in  all.  Is  he  right? — 
209,  217. 

If  you  rent  a  property  for  a  year,  the  rent  payable 
monthly,  and  remain  on  after  the  year  expires,  are  you 
a  yearly  or  a  monthly  tenant? — 580,  608. 
Can  you   garnishee   a    debtor's   money   deposited   in   a 
bank  if  you  know  it  is  there? — 885,  295. 


Forwarded  direct  post  free  on  receipt  of  price. 

Keep  the  book  ten  days,  and  if  it  is  not  worth  the  price,  return  it  and  get  your  money  back.  If  remitting  by  cheque  make 
same  payable  at  par,  Toronto.    Eastern  Edition,  Price,  $2.00. 


THE  MACLEAN  PUBLISHING  CO.  LTD. 

Montreal  Toronto  Winnipeg 


BOOK  DEPARTMENT 


143-153  University  Ave., 


TORONTO 


71 


Dry  Goods  /.'<  i  u  » 


KNITTED    GOODS 


AND 


MlrTa^l 


FINE 


/ 


/  /. 


7/ 


FOR 


;\ 


s\ 


\\ 


7/i 


n  n 


1 


\\  \ 


\ 


FALL 


have  the  full  approval  of  the  Canadian  Underwear  trade.  Don't  decide  on 
your  Fall,  1914,  stock  until  you  have  considered  well  these  three  popular 
brands  of  ladies',  misses'  and  children's  underwear. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 


Sole  Selling  Agents 


RICHARD  L.  BAKER  CO.,   100  Wellington  St.  West,  Toronto,  Ont. 


THE  HALL-MARK  OF  Refriitered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  utarting  with  TWO  THREADS 
in   the   TOP,  it   increase*;   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit- 
Guaranteed  Unshrinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 


"Better  Knit" 
Hosiery 

BETTER     KNIT  — THAT'S    WHY 

IT    IS    THE  BEST  HOSIERY  FOR 

WORKING  MEN 


- — njn 


The  war  lias  nor  Interfered  with  our 
production — we  can  supply  your  present 
and   future  needs. 

No  greater  values  in  heavy 
wool  hosiery  were  ever  offered 
the  Canadian  trade,  either  by 
foreign  or  local  manufacturers 
than  we  are  able  to  give  as 
a  result  of  our  modern  i 
i  les. 

W'ii b    operat ing    expensi  3    \ erj 
low    and   excellent   wo  .i-buyiug 
advantages    at     our    coin 
we  are  more  1  ban   aide  to  cope 
with    compel  Itlon. 

Our  heavy  natural  grej  work- 
ing men's  bos  offer  a  va  lue  1  bal 
Is    Bel d 0 m    seen  Eas  1 1 

Western        Canada.       and        will 

prove    1 0    be    g 1    buj  Ing 

merchants  n  bo  1  1  ke  care  of 
this  trade. 

It  w  ir  paj   5  ou  to  «  rite  to- 
day for  our  19]  1  15  sa  oipli  - 


Wallaceburg  Knitting  Co. 
WALLACEBURG,  ONT. 


Business  as  Usual"  —  Montreal   Men's  Confidence 


A  SERIES  of  interviews  has  been 
published  in  the  Montreal  Star, 
which  should  have  a  beneficial  ef- 
fect in  improving  public  opinion  at  the 
present  time.  These  interviews  were 
given  in  the  form  of  full  page  articles 
under  the  heading  "Business  as  Usual," 
and  the  sub-head  "Commercial  leaders 
direct  business  victories  which  will 
count  for  the  nation  as  well  as  naval 
and  military  plans." 

Some  of  the  statements  received  have 
been  from  many  of  the  best  known  men 
in  the  dry  goods  trade  in  Montreal.  One 
of  these,  W.  H.  Goodwin,  managing 
director  of  Goodwins,  Limited,  states 
that  while  business  was  not  to  its  level 
of  last  year  it  was  considerably  better 
than  it  was  some  weeks  ago.  "There  is 
no  semblance  of  a  panic  among  the  pub- 
lic now,"  said  Mr.  Goodwin.  "So  far 
as  the  volume  of  business  is  concerned 
I  do  not  believe  it  has  measurably  di- 
minished. By  that  I  mean  that  the  num- 
ber of  transactions  is  no  less  than  it 
was  some  time  ago.  The  quantity,  how- 
ever, of  the  purchases  has  altered.  Lux- 
uries are  in  less  demand  than  formerly, 
where  necessities  remain  as  usual.  We 
are  doing  business  as  usual  and  expect  to 
continue,"    he    concluded. 

Mr.  James  Morgan  declared  that  there 
was  no  reason  for  pessimistic  or  cala- 
mity cries,  while  on  the  other  hand  lie 
thought  that  the  public  should  realize 
that  it  was  going  to  take  some  time  to 
recuperate,  and  that  it  would  be  well  for 
all  to  be  economical,  something  that  in 
the  past  a  great  many  have  forgotten  to 
be. 

Better  Than  Last  Year. 

Mr.  Laberge,  of  Laberge,  Chevalier  & 
Co.,  furriers,  stated  that  they  had  done 
more  business  this  year  than  last  year 
at  this  time,  and  they  had  no  fear  for 
the  future.  It  was  true,  lie  said,  that 
one  had  to  make  more  of  an  effort  to 
get  business  under  ordinary  conditions, 
as  so  many  people  were  scared  on  ac- 
count of  the  war.  He  voiced  the  indi- 
cation that  they  were  looking  for  bigger 
business  in  the  future  as  found  in  the 
fact  that  they  had  recently  installed  ex- 
tensive modern  fixtures,  and  made  other 
improvements  to  enable  them  to  better 
handle  their  growing  trade. 

Sympathetic  to  Reports. 
Mr.  Holland  of  the  G.  A.  Holland  & 
Sons  Co.,  noticed  that  events  in  the  war 
found  immediate  responses  on  the  part 
of  the  public.  On  the  day  the  German 
retreat  on  the  Marne  commenced  he  said 
there  was  a  sharp  rally  to  business.  Quite 
a  good  business  was  done  that  dav.  and 


on  succeeding  days,  and  from  then  on 
it  looked  as  if  the  ebb  of  business  de- 
pression had  gone.  The  day  the  Ger- 
mans retreated  business  revived  and  in- 
stantly had  more  snap  and  life.  In  con- 
trast again  was  the  fall  of  Antwerp.  It 
was  a  dull  day  in  trade  followed  by  an- 
other reassuring  recovery  on  business 
from  the  better  reports  whicb  followed. 

Better  Than  Last  Year. 

Mr.  Marchand  of  Marchand  Freres, 
dry  goods  merchants,  stated  as  follows: 
"From  August  1st  until  about  the  mid- 
dle of  September  there  was  a  decrease  in 
our  business,  but  now  I  may  say  that 
confidence  appears  to  be  returning,  and 
for  the  last  month  business  has  been 
better  than  for  the  corresponding 
periods  last  year.  None  of  our  employes 
has  been  discharged,  nor  have  their 
wages  been  cut,  and  we  are  open  for 
business  four  nights  a  week.  With  this 
arrangement  our  employees  are  not  dis- 
satisfied." 

Stands  at  "Set  Fair." 

In  commenting  on  the  interviews  the 
Star  said:  "In  every  department  of  busi- 
ness the  same  healthy  spirit  of  optim- 
ism is  found,  which  takes  full  account  of 
abnormal  conditions,  but  refuse?  to  be- 
lieve that  a  temporary  slackening  of 
prosperity  brought  about  by  circum- 
stances unparalleled  in  the  memory  of 
the  present  generation  will  long  continue. 
Already  Montreal's  most  representative 
business  men  see  the  signs  of  good  times 
ahead.  Conditions  to-day  are  every- 
where reported  to  be  decidedly  better 
than  they  were  following  the  outbreak 
of  the  war.  Businesses  which  by  their 
nature  are  quickest  to  feel  depression 
are  already  showing  signs  of  a  recupera- 
tion, which  comes  only  with  a  general 
improvement  in  other  lines.  Other 
classes  of  business  report  financial  gains 
over  normal  times.  The  retail  merchant 
is,  of  all  classes  of  buiness  men,  the 
most  closely  in  touch  with  the  purchas- 
ing public.  He  is  the  first  to  feel  depres- 
sion as  he  is  the  first  to  note  improve- 
ment. His  business  is  the  most  accurate 
thermometer  of  trade  which  we  possess. 
At  present  that  thermometer  stands  at 
"set  fair"  or  as  the  man  of  affairs  ex- 
presses it,  "Business  as  usual." 


PATRIOTIC    SALE    AT    ROULEAU. 

A  patriotic  fund  sale  was  held  recent- 
ly in  Rouleau  by  Messrs.  Lowe,  Moore 
&  Worth.  The  firm  announced  that  a 
sale  of  men's,  women's  and  children's 
underwear  and  woolen  goods  would  be 
conducted  on  a  Saturday,  and  that  one- 
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tenth    of   all    the   receipts    would    go    to 
the  local  patriotic  fund. 


Alarm  for  Gloves 

( irerman  and  Russian  supplies 
commandeered  for  use  of  sol- 
diers and  to  U.S.  the  future  is 
dark. 

THE  Glover's  Review"  is  much 
concerned  over  the  question  of  a 
suitable  supply  of  the  various 
sources  of  fine  glove  leathers  for  Spring 
trade.  The  new  cause  of  alarm  has  been 
induced  by  the  announcement  in  the  press 
recently  concerning  the  use  of  sheep  and 
lambskin  and  glove  leather  by  the  Ger- 
man Government  for  army  purposes. 
This,  as  our  readers  may  remember, 
stated  that  the  Germans  had  bought 
two  million  sheep  and  lamb-skins  for 
Winter  Garments  for  the  men.  This  in- 
cluded the  purchase  of  all  skins  bought 
for  glove  making,  and  the  men  who  or- 
dinarily were  employed  in  the  glove  in- 
dustry have  been  withdrawn  from  the 
ranks,  and  now  are  working  day  and 
night  to  provide  those  in  the  fields  with 
skin  clothing.  For  the  cavalry,  the  des- 
patch went  on,  special  leg  protectors 
are  being  made  out  of  leather  intended 
for  gloves. 

"The  Review"  makes  this  comment: 
As  this  is  the  raw  stuff  from  which  the 
leather  for  a  large  part  of  the  men's 
gloves  of  Europe  and  the  Cape  gloves  of 
the  United  States  are  produced,  no 
guessing  nor  conjecture  need  be  in- 
dulged in  to  analyze  the  influence  this 
must  have  upon  the  chance  of  securing 
leather  for  glove  stuffs  in  1915. 

Although  no  like  announcements  have 
come  from  Persia,  another  source  of  raw 
supply  for  the  glove  industry,  it  is  un- 
likely that  similar  disposition  is  being 
made  of  a  considerable  part  of  her 
sheep  and  lamb  stocks.  But  even  if  they 
are  not  being  used  for  that  particular 
purpose  they  most  assuredly  will  not  be 
permitted  to  find  their  way  into  the  ene- 
mies' country,  and  the  chances  of  their 
getting  through  the  channels  of  neutral 
countries  are,  of  course,  quite  remote. 
It  is,  of  course,  true  that  raw  skins  of 
various  kinds  are  accumulating  in  coun- 
tries not  involved  in  the  war.  But  even 
though  the  difficulties  of  obtaining  some 
of  these  skins  are  overcome,  the  Ameri- 
can glove  leather  tanners  are  not  pro- 
ficient to  turn  out  the  same  leathers  in 
the  required  quantities  that  have  here- 
tofore been  procured  by  our  clove  manu- 
facturers  from   the   German    tanners. '* 


Few  Furs  Expected  from  Europe  for  Next  Year 

Greater  Demand  on  This  Continent  for  Local  Furs  Will  Prevent 
( 'ol lapse  in  Prices — Foxes  and  Wolves  Likely  to  Have  Brisk  Run 
— Persian  Lamb,  Hudson  Seal  and  Manv  Other  European  Treated 
Purs  Will  Be  Higher. 


APART  from  reserve  stocks,  Cana- 
diaii  merchants  will  be  compelled 
to  buy  much  of  their  new  stocks 
from  Canadian  and  American  lines, 
which  will  be  substituted  for  those  usu- 
ally imported  from  Europe.  This  fact 
should  offset  any  collapse  in  the  market 
which  would  naturally  have  followed  the 
outbreak  of  war.  However,  the  tendency 
for  fur  is  down;  American  and  Canadian 
furs  especially  will  be  easier,  but  this 
has  already  been  anticipated  in  the 
price  lists  of  many  firms,  although  the 
reductions  are  slight  in  comparison 
with  those  which  took  place  last  year. 

Present  conditions  are  not  conducive 
to  big  business  in  furs,  merchants  being- 
inclined  to  hold  back,  resulting-  in  a 
hand  to  mouth  business.  With  the  ar- 
rival of  cold  weather,  however,  business 
began  to  pick  up,  showing  that  merch- 
ants were  feeling  a  demand  for  which 
they  were  not,  prepared. 

Persian  lamb,  which  has  been  very 
popular,  is  one  of  the  lines  which  will 
be  scarcer  as  a  result  of  the  war.  There 
was  a  tendency  for  prices  to  drop  last 
Summer,  but  as  soon  as  the  first  of 
August  arrived,  prices  went  back  to 
their  former  level,  and  are  still  there. 
The  supply  for  next  year  is  unknown, 
and  the  same  applies  to  all  furs  which 
come  from  Russia,  Germany  or  Prance. 
It  is  stated  that  the  French  Govern- 
ment have  put  an  embargo  on  all  furs, 
which  is  a  serious  matter,  as  Canada  im- 
ports electric  seals  and  coney  goods 
from  France,  as  well  as  from  Belgium. 
The  latter  country  is  a  great  producer 
of  low-priced  electric  seals  and  coney 
goods.  Reserve  stocks  of  these  goods 
are  not   very  great. 

Apart   from  Persian  lamb,  other  lines. 

which  come  from  the  Russian  market 
which  are  affected  are  astrachans,  er- 
mines, and  Russian  sables.  Then  there 
have  been  a  large  quantity  of  Canadian 
mnskrats  dressed  and  dyed  in  Paris  and 


EVENING  SET  IN  ERMINE. 
Ermine  is  always  the  dressy  fur,  and  this 
lovely  set  shows  a  number  of  new  style 
features.  The  cape-like  capucin  back  lias  wide 
stole  ends  attached  under  a  fringe  of  ermine 
tails,  and  lias  a  high-standing  military  collar 
that  is  both  practical  and  decorative.  The 
muff  is  of  the  envelope  typo,  and  tlio  flap  is 
decorated  with  tails.  Prom  photograph  taken 
for  The   Review. 


surrounding  towns,  producing  what  is 
known  as  the  Hudson  seal.  It  is  quite 
natural  to  expect  that  this  trade  will  he 
affected,  especially  if  it  is  true  that  the 
French  (iovernment  has  placed  an  em- 
bargo on  fill's.  The  same  work  is  done 
here,  but  the  French  product  brings  a 
higher  price.      Under  these  circumstances 

an  impetus  should  be  given  to  our  own 
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furs,  and  special  efforts  should  be  made 
to  produce  a  Hudson  seal  in  Canada  to 
compare  favorably  with  French  goods. 

Boiled  down,  the  situation  is  this: 
In  Canada  there  is  an  abundant  supply 
of  foxes  and  wolves,  which  are  popular 
at  present  and  they  should  become  more 
so. 


STYLE  AS  A  SELLER. 

STYLE    is    to-day    the    big    factor    in 
selling  furs. 

There  can  be  no  doubt  of  this  so 
fai  as  the  usual  city  trade  is  concerned, 
and  even  with  the  country  business  it 
will  be  found  that  style  is  becoming 
more  and  more  an  important  factor.  The 
opinion  of  the  sales  managers  oi  a  num- 
ber of  fur  stores  is  that  style  is  the  first 
consideration — and  they  are  in  a  posi- 
tion to  know. 

The  demand  for  style  ;s  more  pro- 
nounced this  season  than  ever  before.  It 
is  not  so  much  a  matter  of  price — for 
in  the  end  the  general  public  knows  very 
little  about  the  prices  or  values  of  furs: 
nor  is  it  a  matter  of  material,  except  in 
so  tar  as  styles  is  an  influence.  If  the 
garment    is  up-to-date  it   will  sell. 

And  this  demand  for  style  extends  to 
the  freaks.  Limited  though  this  demand 
may  be  it  certainly  requires  attention. 
There  are  such  pieces  shown  as  a  combi- 
nation of  leopard  skin  and  Hudson  seal 
used  for  the  neck,  with  the  black  over 
one  shoulder  and  the  mottled  skin  over 
the  other.  There  is  certainly  little  of 
beauty  about  a  neckpiece  of  this  kind 
and  yet  there  is  a  demand  for  it — and  it 
is  good  business  to  sell  the  public  what 
they  may  want.  One  manager  instances 
a  Hudson  seal  coat  which  was  shown  this 
Fall.  It  was  a  Pans  model  and  very  e\ 
treme,  with  an  accentuated  flare  ami  a 
silk  girdle.  He  thought  it  was  going  too 
far  for  Canadian  trade  and  yet  short  1\ 
alter  that  coat  was  placed  on  display 
it  was  sold. 


CANADIAN    FUR    TRADE 


Drij  Goods  Review 


Our  Complete  Line  of  Stylish, 
Reliable  Furs  is  at  Your  Service 


Our  patrons  will  know  little 
of  war  conditions  as  far  as  furs 
are  concerned.  Our  stock  is 
very  large  and  well  assorted 
with  smart  styles  in  the  differ- 
ent grades  and  kinds  of  furs. 
Every  garment  is  reliable. 


In  appearance,  quality,  work- 
manship and  price  our  furs 
are  the  standard  styles,  are 
absolutely  correct  and  the 
values  leave  no  room  for  criti- 
cism. We  specialize  on  smart 
fur  coats  and  small  furs. 


Compare  our  values  with  others. 


LABERGE,  CHEVALIER  &  CO. 

Makers  of  Stylish  Furs 
509  St.  Paul  Street,        -         MONTREAL 


HOUSDFURNISHINGS 


Demand  for  Linoleums  Ever  Increasing 

War  Has  Had  no  Unfavorable  Effect  Here  —  Travellers  Have 
Booked  Spring  Orders  at  Usual  Prices — Being  Used  Extensively 
for  Floors  of  Modern  Office  Buildings. 


TO  those  who  take  note  of  the  trend 
of  the  trade  it  is  plainly  em- 
phasized that  there  is  an  ever-in- 
creasing demand  for  linoleums — lino- 
leums for  the  home,  for  public  halls  and 
buildings,  and  for  offices.  Buyers  for 
wholesale  houses,  for  large  retail  con- 
cerns, and  the  manufacturers  themselves 
will  confirm  this. 

The  wise  merchant  watches  the  way 
the  business  straws  are  blowing — if  the 
people  are  buying  more  linoleums  there 
should  be  an  opportunity  for  increased 
sales,  if  a  proper  stock  is  carried. 

And  the  war  has  not  interfered  with 
the  linoleums.  In  fact,  it  is  stated  by 
the  trade  in  the  large  cities  that  there 
has  been  an  improved  demand  since  the 
storm  broke.  This  seems  logical.  Lino- 
leum is  a  cheap  and  serviceable  floor 
covering — and  so  long  as  the  war  lasts 
there  is  a  certain  portion  of  the  consum- 
ing public  which  will  be  looking  for 
goods  at  moderate  prices. 

Not  Affected  by  the  War. 

The  war,  too,  has  had  no  effect  to  date 
upon  linoleum  prices,  so  far  as  the  trade 
is  concerned.  The  bulk  of  the  Canadian 
supply  comes  from  Great  Britain,  Scot- 


land particularly,  although  there  is  a 
considerable  amount  also  made  in  Can- 
ada. Spring  orders  have  recently  been 
taken  by  representatives  of  the  Old 
Country  houses  exactly  as  though  there 
had  been  no  war.  Orders  are  being 
sought  at  the  same  prices,  and  there  is 
little  doubt  at  the  moment  as  to  delivery. 

Importers  will  have  to  face  a  little 
higher  cost  on  account  of  increased 
freight  rates  and  insurance,  but  whole- 
salers are  showing  no  disposition  to  ad- 
vance the  prices  to  the  retail  trade.  Can- 
adian manufacturers  made  an  advance 
of  a  couple  of  cents  a  yard  following  the 
outbreak  of  the  war,  but  in  this  connec- 
tion it  should  be  explained  that  there 
had  been  a  reduction  of  this  amount 
made  in  the  month  of  June,  evidently 
the  result  of  a  desire  to  interest  business 
during  what  promised  to  be  a  dull 
season. 

Table  oilcloths  in  Canada  are  prac- 
tically all  made  by  manufacturers  in  this 
country.  British  imports  are  hardly 
satisfactory  for  the  climate,  many  deal- 
ers claim,  and  the  Canadian  makers  are 
able  to  keep  their  price  in  a  position 
where  there  is  no  chance  for  American 
competition. 


In  the  general  trade  lighter  effects  in 
linoleums  are  being  favored,  and  there 
is  a  marked  absence  in  the  stocks  of  the 
heavy  browns  and  other  dark  shades 
which  were  so  popular  some  years  ago. 

There  is  an  almost  limitless  array  of 
patterns,  but  for  the  most  part  the  con- 
ventional designs  seem  to  find  favor. 

For  Office  Use. 

The  use  of  linoleum  of  the  heavy  cork 
variety  for  offices  is  growing,  and  it  is 
also  becoming  more  and  more  popular 
for  hallways,  reading-rooms,  etc. 
The  modern  office  building  is  usually 
constructed  with  cement  floors  rather 
than  hardwood,  and  a  covering  of  this 
variety  is  found  to  be  much  more  satis- 
factory than  carpet. 

There  is  a  wood  effect,  too,  which  is 
becoming  very  popular,  both  for  the  of- 
fice and  the  home  where  it  is  desirable 
to  aire  the  appearance  of  a  hardwood 
floor.  This  is  made  in  the  natural  var- 
nish finish,  showing  the  piecing  of  the 
boards  and  also  the  grain,  and  can  either 
be  had  in  the  plain  or  with  a  convent- 
ional inlaid  border. 


Other  Firms  Ready  to  Supply  All  Rug  Needs 

Orders  Are  Being  Taken  for  Usual  Range  at  Old  Prices  for  Spring 
Delivery  —  Profits  of  Importers  to  be  Cut  Slightly  by  Higher 
Carrying  Charges — Decorators  Are  Working  for  a  Greater  Use 
of  Plain  Colors. 


BUSINESS  as  usual — only  more  so 
— is  the  motto  of  the  rug  manu- 
facturers of  Great  Britain.  The 
concerns  of  England  and  Scotland  have 
recently  had  their  travelers  in  Canada 
and  they  are  taking  orders  for  all  lines 
at  the  same  old  prices — and  they  are 
making  special  efforts  to  get  business 
too.  Additional  freighl  charges  and  in- 
surance may  raise  the  cost  slightly  hut 
the  increase  will  be  absorbed  bv  the  im- 


porters. Canadian  lirras  are  also  making 
every  effort  to  secure  a  portion  of  the 
former  Continental  trade. 

The  British  rug  makers,  with  their 
continental  market  largely  cut  off,  are 
making  special  efforts  to  continue  busi- 
ness as  usual  by  supplying  the  trade  with 
lines  which  were  formerly  secured  from 
Europe.  There  is  practically  nothing 
thai  has  been  coming  from  Europe  that 
cannoi  lie  duplicated,  in  fact  it  is  gen- 
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erally  conceded  that  the  British  goods 
are  the  superior  of  German  or  Austrian. 
There  are  some  of  the  big  rug  import- 
ers in  Canada  who  have  never  brought  a 
yard  of  floor  covering  from  these  coun- 
tries and  others  which  have  not  bother- 
ed with  the  German  business  since  the 
surtax  was  imposed  in  1004. 

Want    Serviceable    Patterns. 
Despite  the  influence  of  the  advanced 
art    in    housi    furnishing-?   il    is   stated    i:i 


KNITTED    UOODS 


Dry  Goods  Review 


Conditions  Now  Most  Favorable 
for  Dealers  Handling 


TRADE    MARK   REG.   U.S.    PAT.     OFF. 


Never  was  there  a  more  propitious  time  for  dealers  in  Canada  to  put  in  a  good  line 
of  CREX  Grass  Rugs,  Carpets  and  Runners. 

On  this  side  of  the  border- 
has  become  a  household  word. 


-from  Maine  to  California — in  every  section — CREX 


Conditions  in  Canada  are  not  unlike  those  in  the  United  States.    You  have  your 


seasons  the  same  as  we  do,  but  CREX  is  not  a 


"one-season" 


floor  covering. 


While  CREX  is  used  extensive- 
ly as  a  porch  covering  in  summer, 
it  is  also  used  to  a  large  extent  as 
an  all-the-year-round  covering, 
and  its  use  indoors,  for  every 
room,  shows  remarkable  increases 
each  year. 

Just  now,  with  a  great  Euro- 
pean war  raging,  with  the  doors 
of  most  every  other  nation  closed 
to  you  —  you  must  look  to  the 
United  States,  your  neighbor  and 
friend,  for  many  articles  which  go 
into  the  homes  of  your  people. 
Nowhere  else  can  you  purchase 
some  of  the  things  which  are  al- 
most necessities,  and  CREX  is  in 
that  class. 
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CREX  Rugs,  Carpets  and  Run- 
ners fill  a  long-felt  want.  They 
are  sanitary,  durable — so  artistic 
and  so  inexpensive  that  they 
naturally  appeal  to  the  housewife 
in  every  environment. 

CREX  is  not  unknown  in  Can- 
ada. For  several  years  we  have 
advertised  in  Canadian  magazines, 
at  the  same  time  reaching  thous- 
ands of  homes  through  our  ex- 
tensive list  of  leading  women's 
publications.  In  addition  we  have 
used  the  foremost  newspapers  in 
most  of  the  larger  Canadian 
cities,  so  we  feel  that  we  have 
already  made  a  great  number  of 
friends  in  Canada. 


Let  us  fix  up  a  sample  line  that  will  help  you  to  get  your  share  of  the  CREX  busi- 
ness.   You  can  carry  every  rug  pattern  at  a  very  small  outlay. 

The  following  assortment  of  80  rugs  in  40  patterns  and  colors  costs  less  than 
$100.00: 


2 

9x12  ft. 

Plain 

3 

54x90  in. 

Plain 

6 

27x54  in. 

Plain 

2 

9x12  ft. 

Figured 

3 

54x90  in. 

Figured 

6 

27x54  in. 

Figured 

2 

8x10  ft. 

Plain 

6 

36x72  in. 

Plain 

6 

24x48  in. 

Plain 

2 

SxlO  ft. 

Figured 

6 

36x72  in. 

Figured 

6 

24x48  in. 

Figured 

3 

6x  9  ft. 

Plain 

6 

30xC0  in. 

Plain 

6 

18x36  in. 

Plain 

3 

6x  9  ft. 

Figured 

6 

30x00  in. 

Figured 

6 

18x36  in. 

Figured 

We  will  supply  you  with  attractive  color  catalogs  to  send  to  your  customers.    We 
will  also  furnish  you  with  advertising  matter,  such  as  pennants,  signs,  blotters,  etc. 

WRITE  FOR  COMPLETE  PRICE  LIST  AND  FULL  INFORMATION. 

CREX  CARPET  CO.,  212  Fifth  Ave.,  New  York 

Originators  of  Wire  Grass  Floor  Coverings 


Dry  <  1  (khIs  Revii  w 


HOUSE  F  I    K  N  I  H  II  I  X  (IS 


the  trade  that  there  is  a  steadily  increas- 
ing demand  for  serviceable  patterns  of 
small  figured  allover  designs  which  are 
diffieull  to  soil.  To  these  designs  the 
oriental  patterns  of  the  conventional 
school  adopt  themselves  very  readily. 

"A  rug  like  this  Chinese  reproduc- 
tion, with  its  delicate  coloring  and  ir- 
regular pattern  is  all  very  well  to  put 
in  the  window  to  attract  interest  and 
bring  trade  off  the  street,  but  this  is 
what  the  same  customer  is  more  likely 
to  buy  in  the  end,"  remarked  the  head 
of  the  rug  department  of  a  leading  Cana- 
dian house  as  he  picked  out  a  dark  Feri- 
han  copy  which  with  its  all-over  figured 
pattern  and  rich  shades  would  defy  dirt 
to  mar  its  appearance  for  a  long  time. 

Where  colorings  find  favor  browns, 
tans,  greys  and  wood  shades  indicate 
the  tendency  of  the  public  demand  as 
the  importers  have  interpreted  it  for 
Spring  and  almost  all  patterns  are  of 
the  conventional  oriental  design. 

More  Plain  Shades. 

It  is  also  reported  in  the  rug  trade 
that  there  is  getting  to  be  a  better  de- 
mand for  plain  colors  --  greens,  blues, 
browns,  etc.  This  appears  to  be  largely 
the  result  of  education  on  the  part  of  the 
decorators  who  find  that  plain  rugs  are 
much  more  satisfactory  to  handle  as  if 


is  not  customary  to  carry  a  heavy  stock 
when  the  range  of  selection  is  cut  down 
and  it  is  possible  to  rush  orders  through 
to  the  makers  in   short  order. 

Plain  colors  are  also  being  used  in 
bedrooms  where  there  is  a  chintz  decora- 
tion in  the  hangings  and  where  a  quiet 
floor  has  the  best  effect.  These  plain 
floor  coverings  for  bedrooms  may  be  re- 
lieved by  a  border  of  chintz  design  to 
match  the  decoration  of  the  room. 

So  far  as  Oriental  rugs  are  concerned 
there  has  as  yet  been  little  interruption 
to  the  importations  although  the  costs 
are  somewhat  higher  on  account  of  the 
increased  freight  and  insurance  rates. 
However,  the  trade  is  not  counting  on  a 
very  great  demand  for  these  high  class 
floor  coverings  for  a  time  at  least,  es- 
pecially when  there  are  such  good  re- 
productions to  be  had  at  more  moderate 
prices. 
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THE   LATE   JAMES   McCLURE. 

The  death  occurred  on  Friday,  Oct. 
30,  of  James  McClure  at  his  home,  182 
Mance  street,  Montreal.  A  native  of 
Glasgow,  Scotland,  Mr.  McClure  had 
been  in  this  country  for  about  fifty  years 
having  been  in  business  on  Notre  Dame 
street. 


BULLETIN  BOARDS  IN  STORE. 
jn\URING  the  war  excitement  in  Mont- 
■^"^  real  the  demand  for  news  on  the 
part  of  the  public  was  met  at  Goodwin  *s, 
Limited,  by  the  installation  of  a  couple 
of  large  bulletin  boards  which  were  dis- 
played in  the  main  aisle  on  the  ground 
floor.  The  news  for  these  boards  was 
secured  by  a  service  from  one  of  the 
leading  newspapers. 

At  the  department  store  of  Henry- 
Morgan  &  Co.,  Ltd.,  one  of  the  leading 
newspapers  installed  an  immense  bulle- 
tin board  on  a  verandah  roof  which  ex- 
tends from  the  front  of  the  store  out  to 
the  sidewalk.  Here  the  bulletins  were 
written  as  the  news  came  from  the  wire 
and  by  an  installation  of  electric  lights 
the  service  was  continued  until  mid- 
night, while  immense  crowds  filled  the 
street  and  Phillips  square  upon  which 
the  store  fronts. 
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REVIVAL    OF    CREWEL   WORK. 

A  revival  of  crewel  work  is  reported. 
This  kind  of  work  was  a  favorite  in 
mid-Victorian  days  and  is  worked  with 
crewel  wools  in  many  colors  with  touches 
of  silk  to  bring  out  the  high  lights. 
Crewel  work  calls  for  considerable  skill, 
as  the  flowers  are  copied  as  closely  as 
possible  in  their  natural  shades. 


J  M  Asbestos  Mats  and      % 
Table  Covers 

Attract  Every  Woman  Who  Sees  Them 

PROMINENTLY  displayed,  they  practi- 
cally sell  themselves.    They  tell  their  own 
story — suggest  the  money  and  trouble  they 
save  by  preventing  hot  dishes  from  marring 
the  polish  of  the  dining-room  table. 

As  we  are  the  largest  manufacturers  of  asbestos  goods 
in  the  world  we  can  manufacture  J-M  Asbestos  Table  Covers 
and  Mats  at  a  price  so  low  that  you  can  sell  them  below  all 
competition  and  still  make  a  handsome  profit. 

Here  are  staples  for  the  fall,  trade.     Needed  in   every  home. 

Write  nearest  branch  to-day  for  our  special  dealer  proposition. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  LIMITED 

Manufacturers  of  Show-Oase.  Show-Window  and   General   Illuminating  Systems;   Asbestos 
Table    Covers    and    Mats;     ripe     Coverings;    Dry     Batteries;     Fire     Extinguishers;     Etc. 
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MONTREAL 
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Cotton    and    Down 

COMFORTERS 


To    Meet   Winter's  Need 

QUALITY  GUARANTEED 

Every  Winter  has  had  its  bedding  needs,  and  this 
Winter,  war  or  no  war,  will  be  no  exception. 

Swan  Brand  Comforters  are  of  guaranteed  quality, 
the  down  used  is  absolutely  new,  not  renewed. 
Nothing-  short  of  the  best  comes  up  to  the  Swan 
Brand  standard. 

A  wide  range  of  patterns  and  styles  to  choose  from. 
Let  us  submit  our  Samples. 

The  Toronto  Feather  and 
Down  Company,  Limited 

35  Britain  Street,  Toronto 
"Where  the  Reliable  Goods  Come  From." 

Eastern  Agent  : 
Mr.  D.  W.  COOK,  Room  27,  6  St.  Sacrament  Street 
Montreal,   Que. 


V 


\T  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 

DRY    GOODS    REVIEW 

Toronto 
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Plain  and  Semi-Tailored  Waists  Selling  Best 

Crepe  de  Chine,  Satins,  Fancy  Cottons  and  Linens  the  Leading 
Fabrics — Military  and  High  Back  Collars  Lead — Black  or  White 
With  Blue  Third  on  List  of  Colors — Sand  or  Putty  in  New  York. 


It  would  seem  as  though  the  blouse 
and  the  separate  skirt  are  firmly  es- 
tablished in  present  season  styles, 
and  added  to  this,  is  the  blouse  as  the 
third  piece  to  wear  with  the  suit.  De- 
cidedly the  best  selling  waists  come  in 
plain  and  semi-tailored  styles.  The  de- 
mand is  centering  largely  on  black  or 
white,  and  next  in  order  comes  blue. 
Satin  is  in  high  favor,  and  crepe  de 
chine,  and  to  a  limited  extent  taffeta,  as 
well  as  fancy  cottons,  and  linene  are 
the   materials   employed. 

The  models  shown  have  deep  yokes 
with  pleats  in  front,  plain  backs,  mili- 
tary or  high  back  collars  and  plain 
backs.  Many  of  these  tailored  models 
selling  at  present  are  being  made  of  good 
quality  habutai  and  for  Spring  the 
vogue  of  this  material  is  bound  t< 
crease. 

Dressy  waists  come  in  crepe  de  chine, 
Georgette  crepe,  chiffon  and  in  shadow 
lace.  Waists  of  this  type  still  blouse 
considerably,  though  they  are  by  no 
means  as  full  as  they  were  a  short  time 
back.  Black  lace  waists  over  white  chif- 
fon promise  to  be  big  sellers  for  holi- 
day season  trade. 

Buttons  still  form  the  leading  trim- 
ming in  spite  of  the  fact  that  fancy 
buttons  (if  the  kind  wanted  are  both 
scarce  and  dear.  Though  the  front  fas- 
tening is  universal,  what  is  possibly  a 
hint  of  a  change  comes  in  the  waists 
with  the  row  of  trimming  buttons  down 
the  bark. 

Models  to  wear  outside  the  skirt  mul- 
tiply, and  it  must  be  confessed  are  both 
new  and  attractive.  Also  they  are  so 
cleverly  contrived  that  they  almost  elim- 
inate the  alteration  problem.  Basque 
models  and  models  based  on  the  basque 
idea  should  take,  as  they  -jive  the  coat 
or  redingote  efiVrt  when  worn  with  a 
separate  skirt.  Many  of  these  blouses 
show  military  touches  as  they  have  mil- 
itary collars  and  are  bound  or  trim- 
med with  braid.  Juniper  and  vestee 
styles  come  in  satin  or  velvet,  with 
sleeves    and    yoke   of     transparent    ma- 


y?- 


terials,  generally  chiffon  to  match,  over  Sand   and   putty    shades   are   the   latest 

shadow    lace    or    net.     Blouses    of    this  colors  featured   in    New   York,   as   these 

kind  emphasize  the  straight  line  cut  and  colors    go    so    well    with    either    brown 

have  various  peplum   and   sash   finishes,  or  navy. 

Suit  Coat  Lengths  Still  Vary 

All  Lengths  Selling,  but  the  Majority  Lies  with 
the  Shorter  Length  Coats. 

THE  diversity  in  suit  lengths  is 
holding  right  through  to  the  end 
of  the  season,  and  while  the  long 
coat  seemed  to  predominate  at  the 
openings,  there  has  been  a  turn  in  favor 
of  the  shorter  models  during  the  past 
few  weeks.  In  spite  of  criticisms,  the 
majority  of  manufacturers  are  resolved, 
it  would  seem,  not  to  limit  themselves  to 
the  production  of  just  one  arbitrary  suit 
coat  length  each  season.  This  feature 
they  know  has  in  the  past  been  a  source 
of  endless  trouble  in  the  selling  end. 

Absence  of  variety  has  been  one  of 
the  standard  complaints  of  the  ready-to- 
wear  buyer,  and  the  absence  of  any  set 
length  to  the  suit  coat  certainly  goes 
far  towards  the  elimination  of  this  com- 
plaint. 

It  would  seem  as  though  buyers  this 
year  have  not  sufficiently  instructed 
their  selling  force  as  to  the  value  of  the 
change,  as  many  instances  where  sales 
were  lost  because  the  saleswoman  could 
not  intelligently  explain  why  suits  were 
equally  good  style  and  yet  had  coats  of 
totally  different  lengths.  The  buying  pub- 
lic has  been  trained  to  expect  standard 
lengths,  and  it  takes  time  and  tact  to 
overcome  a  situation  that  has  the  sanc- 
tion of  long  usage.  When  the  fact  that 
the  length  appropriate  to  the  particular 
model,  and  most  becoming  to  the  figure 
of  the  woman  buying  the  suit,  is  being 
substituted  for  a  standard  length  be- 
comes   known,    the    buying    public      will 

Smarl  girl's  dress  of  aatural  colored  linene,  welcome    a    change    thai    is    sure    to    re- 

and    military  red    and    white    striped    Galatea  ^    in    i,(,,tor   ;ln,i    more   artistically    de- 
The  vest,  collar,  .-nils  and  simulated  skin  ;iro 

of  die  stripe,  and   ii"'  waist,   tunic  and    Beau  signed    garments   being   pu<    on    the   mar- 

Brummel    bell    are   of  the   linene.     Buttons   of  , 

red   bone.     Shown   by   Flett,   Lowndes  &   Co.  kl'>- 
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The   Military   Coats 

Tendency  Established  Even  to 
Scarlet  Facings  and  Brass  But- 
tons— Cold    Weather     Needed. 

COAT  styles  are  very  varied  this 
season,  and  apart  from  one  or  two 
well-defined  style  points,  the 
variety  is  infinite.  To  this  variety  of 
leading  models  must  be  added  also  the 
number  of  coats  that  are  intended  for 
wearing  for  special  uses.  This  means 
that  a  representative  stock  must  of  ne- 
cessity be  a  large  one.  While  this  con- 
dition makes  for  sales  in  a  large  depart- 
ment, it  is  proving  a  serious  handicap  to 
the  smaller  stores. 

The  weather  is  always  a  great  factor 
in  making  sales  in  the  ready-to-wear  de- 
partment. Until  the  end  of  October  the 
weather  had  been  against  the  sale  of 
heavy  wraps,  and  conditions  were  such 
that  women  were  not  going  to  buy  until 
the  need  for  the  coat  was  apparent.  At 
the  present  writing  a  flurry  of  snow  pro- 
mises better  things. 

The  utility  coat  is  three-quarter  long. 
These  coats  come  in  boucles,  curls,  zibel- 
ines,  mixtures,  and  heavy  velour  cloths. 
The  new  models  have  the  long  basque 
back  joined  on  to  the  full  flaring  skirt 
by  a  low  wide  belt.  Better  priced  coats 
have  the  collar  and  wide  cuffs  of  fur, 
while  fur  fabrics  are  used  for  this  pur- 
pose for  the  cheaper  models.  A  new 
trimming  feature  is  the  use  of  an  under 
collar  often  in  contrasting  color.  The 
military  tendency  is  very  clearly  estab- 
lished even  to  the  extent  of  using  scarlet 
facings  and  brass  buttons. 
Motor  Coats. 

Motor  coats  and  coats  suitable  for 
both  motor  and  street  wear  come  in  rich 
dark  plaid  or  checked  velours,  zibeline 
and  blanket  cloths,  with  collars  and  deep 
cuffs  of  kolinsky  and  other  furs. 

For  misses'  wear,  Balmacaan  styles  in 
rough  tweeds  and  mixtures,  and  college 
coats  in  plaid  mackinaws  are  selling. 


DANCING  FROCKS. 

Now  that  the  social  season  is  ap- 
proaching, there  is  a  better  demand  for 
dancing  frocks  and  for  dressy  gowns  for 
afternoon  wear.  Dancing  frocks  are 
made  over  a  narrow  foundation,  which  is 
covered  at  the  foot  with  pleated  frills 
of  net  chiffon  or  lace,  above  which  is  a 
long  tunic  of  net  or  chiffon  edged  with 
fur,  lace  or  beaded  trimming.  Very  deep 
girdles  of  satin  finish  the  waist,  above 
which  is  drapery  of  net  or  shadow  lace, 
and  the  fur  and  bead  trimming  on  the 
skirt  is  repeated,  with  the  addition  of 
floral  garniture  or  a  corsage  bouquet  on 
the  shoulder  and  as  a  finish  to  the  girdle. 
In  the  newer  models  the  very  long  tunic 
leaves  only  a  few  inches  of  the  skirt  un- 
covered, and  is  exceedingly  full. 


Military  Basque  Blouse 


The  body  of  this  blouse  is  of  crepe  de  chine,  bound 
with  fine  military  silk  braid  and  the  long  sleeves  are 
of  satin  to  match;  high  military  collar  of  white  cord 
bound  with  braid.  The  back  terminates  in  a  postil- 
lion and  is  drawn  in  with  sash  ends  coming  from 
under  the  niched  sides. — Shown  by  Ladies'  Wear, 
Limited. 


White  Underwear  Promising 

The  New  Fashions  More  Favorable  —  Wider 
Dress  Skirts  and  the  Revival  of  Transparent 
Fabrics  Should  Influence  Sales  Beneficially  in 
the  Coming  Spring  and  Summer. 


IT  is  only  in  recent  years  that  fashion 
has  had  any  dominating  influence 
upon  whitewear.  In  the  good  old 
times  the  changing  of  the  trimming 
schemes  was  all  that  was  needful  in 
producing  a  new  line.  But  with  fashion 
busy  new  garments  are  introduced  and 
older  forms  eliminated  or  revived.  The 
trade  has  very  well  founded  hopes  that 
the  trend  of  fashion  will  lead  to  a  more 
extensive  sale  of  white  under-garments 
— as  a  fact  this  change  has  already  com- 
81 


menced  to  be  felt  in  the  specialty  and 
largo  departmental  stores.  This  revival 
comes  in  the  shape  of  an  increase  in  the 
sales  of  princess  slips.  This  is  because 
of  the  success  that  has  attended  the  sale 
of  coat  dresses  and  other  straight  line 
modes. 

The  outlook  is  also  much  more  prom- 
ising for  white  petticoats  in  the  coming 
Spring,   because   of  the   combination   of 
wider   skirts   and      transparent      cotton 
(Continued  on  page  84.) 
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New 

Military 

Model 


This  i(l<  (i  shows  how 
quickly  the  military  tend- 
<  nr  1 1  in  fashions  is  develop- 
ing. The  dress  is  d(  n: lop- 
ed in  fai/h  and  broadcloth 
in  dark  blut .  The  high 
collar  and  the  trim  mings 
of  flat  "ml  soutachi  />raid 
and,  the  clos(  row  of  ball 
buttons  down  the  front  are 
nil  ,,,  /r  military  touches. 
The  long -fitting  sit-in 
sli  i  ve  is  dashed  at  the 
i  Ibow  to  show  a  puff  of 
white  and  the  slash  is  out- 
lined with  a  row  of  ball 
buttons. 
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I  PETTICOATS 


The  Oldest  and  Largest  Petticoat  House  in  America 

WE   MAKE  A  GENERAL  LINE  OF  PETTICOATS,  IN  ALL 
SUITABLE  MATERIALS,  SUCH  AS 

Jerseys  (Silk  or  Wool),  Messaline,  Taffeta,  Crepe  de 
Chene,  Lace  Trimmed,  Cottons,  Mohair,  etc. 

OUR    NOVELTY    LINE    Comprises    All    The    Latest    PARISIAN    MODELS 

THE   FITTED  ADJUSTABLE  WAISTBAND  IN  ALL  OUR  PETTICOATS 
REQUIRES  NO  ALTERATION,  AND  IS  A  GREAT  FEATURE 


THE  ARLINGTON  SKIRT  MFG.  CO. 


119  West  25th  Street 


NEW  YORK 


We  issue  a  catalog. 


Little  Prince 

SEASON      1915 

Latest    Novelties 

in  Boys'  Wash 

SUITS 


OUR  REPRESENTATIVES 
ARE  NOW  TRAVELLING 
IN  THE  DOMINION.  Write 
for  Appointment. 

Call  on  us  when  

in  New  York 

Oppenheim  Roggen  Co. 

84-90  FIFTH  AVENUE,    N.W.    COR.  14th  ST. 

NEWYORK  -  -  -  -  N.  Y. 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
In  use  In  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  Is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting  Forms. 


DALE    WAX 

Front  St.  E., 


FIGURE    CO. 
Toronto 


HA  condensed  advertisement 
in  the  DEY  GOODS  REVIEW 
will  bring  good  results. 
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New    Corset     Models    Show    Suggestions    of    a    Curve 

Thev  Are  Cut  Higher  Above  the  Waist — Natural  Figure  Models 

The  Best  Sellers. 

wrrlTH  the  advent  of  the  basque  bodice  has  come  a  demand  for  a  com  t  for  full  figures  thai  gives  just  a 
yy  slight  suggestion  of  a  curve.  To  obtain  this  tht  new  models  have  to  be  cut  "ill,  a  UttU  hzghei 
bust  and,  instead  of  the  21-_>  or  3  inch  height  the  bust  is  now  cut  from  1  to  5  inches  high.  These 
models  hav<  full  r  hacks-,  and  the  slight  curving  in  at  the  waist  is  accomplished  by  the  manner  oj  cutting 
the  side  fronts.  The  top  is  made  full  enough  for  the  bust  to  sink  into  the  corset  when  the  w<  an  r  is  sitting 
down  so  that  there  is  no  push  in;/  up  of  the  figure.  With  this  type  of  corset  a  well-fitting  brassiere  is  in- 
dispensable, as  the  line  of  the  corset  is  very  apt  to  show  if  if  is  not  properly  held  to  the  figure  by  the 
brassiere.    This  is  the  latest  type  of  com  /,  but  lower  mod'  Is  and  girdle  tops  are  still  called  for. 

Many  women  have  adopted  the  natural  figure  and  will  only  buy  models  that  follow  natural  lines. 
Therefore,  the  long  straight  corset  with  closely  fitting  skirt  and  curving  to  the  figun  line  is  carried  in  all 
departments.  Corsets  of  this  hind  have  elastic  sections  introduced  both  in  the  hast,  and  in  the  skirt,  so 
that  perfect  comfort  and  freedom  arc  given  to  the  figun    having  the  full  diaphragm. 

When  the  new  model  with  the  high  hast  is  cho*<  n  the  saleswoman  'mast  make  it  clear  that  the  wear- 
ing of  a  brassiere  is  necessary,  or  dissatisfaction  will  result.  This  is  because  the  top  line  of  the  corset  is  so 
very  prominent  that  it  will  show  clearly  under  the  waist  an/ess  the  brassiere  is  used  to  hold  it  to  the 
figure.  More  attention  must  be  given  to  the  contour  of  the  figun  now  that  the  waist  follows  its  lines  in- 
stead of  Mousing  softly.  And  at  the  same  time  no  suggestion  of  stiff  corseting  is  tolerated  and  this  ejft  ct, 
it  is  for  the  brassiere  to  give.  Many  models  have  been  designed  for  this  purpose  and  some  of  the  most 
satisfactory  close  in  front  leaving  the  hack  flat.  They  also  come  down  to  the  waistline  instead  of  finish- 
ing just  under  the  bust. 

Another  idea  is  the  introduction  of  more  boning,  and  many  of  the  new  models  have  flexible  hones 
from  the  top  to  the  bottom  of  the  garment..  The  tendency  is-  to  cut  the  new  models  very  low  both  in  the 
back  and  the  front,  and  this  applies  both  to  popular  and  high  priced  brassieres.  The  expensive  models 
are  very  elaborate  and  are  made  of  lace  or  lace  and  <  mbroidery  combined. 


WHITE    UNDERWEAR   PROMISING. 

(Continued   from   page   81.) 

fabrics.  Very  wide  circular  skirts  with 
dresses  and  suits  are  spoken  of  but  the 
trade  is  reminded  that  though  put  out 
their  success  is  not  yet  assured.  After 
all  no  fashion  obtains  any  real  populari- 
ty without  the  full  approval  of  its  wear- 
ers, and  women  have  more  than  once 
turned  down  any  radical  departure  from 
the  straight  line  silhouette.  This  does 
not  mean  that  fuller  skirts  are  not  indi- 
cated: it  is  the  i<lca  of  extreme  fullness 
thai     is     deprecated.       With   skirts  wide 


enough  for  free  movement  and  made  of 
such  materials  as  voile,  crepe  or  rice 
cloths,  there  is  a  decided  place  in  the 
Spring  selling  for  white  underskirts  of 
conservative  width.  It  is  impressed  up- 
on buyers  that  the  models  required  will 
not  be  wide,  and  they  must  be  well  cut, 
and  conform  very  closely  to  the  straight 
line. 

Envelope  or  Chemise  Pantalons. 

In  combinations  the  envelope  or  chem- 
ise pantalon  models  sell  the  best.  These 
garments  can  be  worn  either  under  or 
over  the  corsets  as   the   wearer  desires. 


and  because  of  their  usefulness  and  com- 
fort are  growing  in  favor.  Of  course 
they  are  an  innovation  that  is  new  with 
the  more  conservative  trade,  but  when 
once  the  garments  are  introduced  sales 
rapidly   increase. 

A  sign  of  which  way  the  wind  is  set- 
ting is  seen  in  the  increasing  sales  each 
season  of  the  machine  embroidered  un- 
derwear that  is  turned  out  at  popular 
prices.  The  bi<z  line  for  Spring,  bow- 
ever,  is  lace  trimmed,  and  lace  trimmed 
underwear  will  form  the  bulk  of  the 
popular  priced  garments  for  Spring 
selling. 


€>     O 
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We   herewith   beg   to   inform  our  Canadian   customers   that    as  we  have  a  big  stock  in 

Swiss  Embroideries,  Nottingham  Laces  and  Curtains,  Linens  and  Handkerchiefs 

Ul.  are  able   to  give   pou  exceptional   bargains  as   usual,   in   spit.'  of  tliis  war.      Send  for  our  Samples. 

L.  TAUBER  &  CO.,  36  Houndsditch,  London,  E.C.,  England  Canadian  Office:  67  St.  James  St. 
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Ignoring  the  Retail  Merchant 

WHEN  Sir  George  Foster,  Minister  of  Trade  and  Commerce  decided  to  advertise  Cana- 
dian apples  for  Canadian  consumption  he  ignored  the  retail  trade  entirely.  This  was 
quite  unintentional  on  his  part.  Advertising  was  a  new  phase  of  business  to  him.  He 
called  in  an  advertising  agency  who  told  him  the  proper  thing  to  do  was  to  give  them  the 
money  and  to  spend  it  in  the  leading  daily  papers.  No  effort  whatever  was  made  to  explain  the 
situation  to  the  retail  trade.  The  result  has  been  that  the  retailers  were  placed  at  a  disadvan- 
tage as  the  public  were  not  properly  informed.  They  understood  that  apples  were  unusually 
plentiful  this  year  and  could  be  bought  cheap.  So  they  can,  but  apples  of  fine  quality,  such 
as  leading  grocers  sell  cannot  be  bought  from  the  farmer  at  low  prices.  When  retailers  who 
give  more  thought  to  their  reputation  and  the  value  they  give  for  the  money  were  asked  to  sell 
apples  at  about  $1  a  barrel — the  price  they  were  led  to  expect  from  the  advertising — for  which 
they  paid  the  wholesaler  or  farmer,  $2  or  $3„  the  consumer  naturally  believed  the  retailer 
was  robbing  him.  Right  across  Canada  in  consequence  the  feeling  has  gone  that  the  retail 
grocer,  who  has  probably  the  smallest  margin  of  profit  of  any  dealer  in  the  country,  is  mak- 
ing enormous  profits  and  is  the  man  responsible  for  the  high  cost  of  living.  Letters  are 
pouring  in  to  the  newspapers,  and  some  are  being  published  from  indignant  consumers,  who 
refuse  to  believe  the  explanations. 

The  Canadian  Manufacturers  decided  upon  a  campaign  to  urge  Canadians  to 
buy  Made  in  Canada  goods,  and  $30,000  is  being  expended  under  the  direction  of  another 
advertising  agency.  Again,  the  retail  trade  are  ignored,  and  so  are  practically  all  the  im- 
portant weekly  newspapers,  and  the  local  weekly  paper  is  as  carefully  read  in  the  small- 
er cities,  towns  and  villages,  as  is  the  Bible.  The  manufacturers  now  complain  they  are  not 
getting  the  results  they  anticipated  from  their  big  expenditures. 

The  theory  of  the  advertising  agency  is  that  if  an  article  is  strongly  advertised  the  retailer 
has  got  to  handle  it  whether  he  likes  it  or  not,  but  this  has  not  worked  out  in  practice.  The 
fact  is  that  no  article  has  ever  been  forced  on  the  retail  trade  permanently.  The  average  ad- 
vertising agency  is  not  equipped  to  deal  with  the  retail  trade.  They  do  not  understand  ques- 
tions  from    the   retailers'   standpoint   and    advertising  agencies  that  ignore  the  retail  service 


fc  are   not  giving    intelligent    service   to   their  clients.     As  manufacturers  learn  more  about 


advertising  they  realize  that  the  most  important  factor,  an  absolutely  essential   factor,   in 
selling  any  goods,  is  the  co-operation  of  the  retail  trade. 

The  National  Drug  and  Chemical  Co.,  who  are  members  of  the  Canadian  Manufacturers' 
Association,  are  to  be  congratulated  upon  coming  out  strongly  on  this  point.  They  pay  an 
annual  subscription  of  $70  to  the  Manufacturers'  Association,  but  announce,  in  a  circular 
to  members,  their  willingness  to  appi'opriate  $250  or  $500  a  year  towards  a  proper  adver- 
tising campaign,  provided  that  the  retail  trade  is  not  ignored.  In  the  circular  they  have  sent 
to  members  of  the  Manufacturers'  Association  they  say  "to  get  the  full  benefit  of  the  news- 
paper advertising,  it  is  necessary  that  each  manufacturer  should  make  every  effort  to  in- 
terest the  retailers  in  the  movement,  in  order  to  get  them  not  only  to  use  their  influence  to- 
wards educating  the  public  by  means  of  effective  window  displays  of  Made-in-Canada  goods, 
but  also  to  get  the  retailers  to  really  push  the  sale  of  goods.  Therefore,  too  much  stress 
cannot  be  laid  *  *  *  *  *  while  at  present  the  public  take  a  faint  interest  in  the  Made-in- 
Canada  movement,  it  would  with  the  retailers'  co-operation  take  a  very  decided  interest  in  the 
movement  and  would  be  anxious  to  purchase  Made-in-Canada  goods."  As  large  advertis- 
ers themselves,  they  say  further,  "that  unless  the  manufacturers  are  successful  in  interest- 
ing the  retail  dealers  and  getting  them  to  co-operate  in  the  important  movement  of  develop- 
ing the  sale  of  Made  in  Canada  goods  that  the  money  now  being  expended  in  the  public  press 
will,  while  creating  some  slight  attention  be  ultimately  lost,"  and  again  in  the  circular 
they  say,  "to  bring  the  present  movement  to  a  successful  issue  will  require  not  only  enthusi- 
asm but   continuous  hard   work   on  the  part  of  each  manufacturer  with  the  retail  dealer." 

These  two  national  experiences  are  of  great  value  in  opening  the  eyes  of  all  manufac- 
turers to  the  absolute  necessity  of  securing  the  co-operation  of  the  retail  trade  in  promot- 
ing the  sale  of  any  article. 

Advertising  agencies  are  a  very  useful  adjunct  in  national  selling  campaigns.  There  are 
some  able  and  brilliant  men  associated  with  the  agencies  in  Canada,  though  unfortunately 
many  of  them  lack  a  real  experience  in,  and  grasp  of,  business  affairs. 

Some  of  them  recognize  this  and  are  honest  enough  to  tell  the  manufacturer  frankly  they 
are  not  equipped  to  handle  campaigns  to  the  retail  trade,  and  advise  him  that  this  featnre 
of  selling  is  of  chief  importance  and  should  be  directed  by  the  manufacturer  himself  or  his 
general  sales-manager. 
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Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial    Flowers    for    Decoration. 

L.   Kallmann  &  Co.,  357  YV.  Chicago  Ave., 

(  hlcago,  ill. 
Schack    Artificial    Flower    Co.,    1739    Mi  1  - 

uaukee  Ave.,   Chicago,    111. 
Clatworthy  &  Sou,  Ltd.,  161  King  St.  W., 
Toronto. 
Bathing  Suit*. 

Home  <fc    Watts,   19  Duncan   St.,   Toronto. 
Allen    Mfg.   Co. 
Batting. 

Kobt.    Henderson   &    Co.,    181    McGill    St., 
Montreal,  Que. 
Beads. 

Ideal   Hair  Goods   Co.,  Toronto,   Ont. 
Belts,  Ladies'. 

K.     D.     Fairbairu     Co.,    100    Simcoe    St., 
Toronto,  Ont. 
Blankets. 

1'euiuans,   Limited,   l'aris,   Ontario. 
Fraser,  Mather  Co.,  Winnipeg,  Man. 
Wm.     Laidlaw     Cumledge     Mills,     Duns. 
Scotland. 
Boys'    Clothing. 

Jackson    Mfg.    Co.,   Clinton,   Ont. 
Geo.    C.    Poole    Co.,    Darling    Bldg.,    Tor- 
onto. 
Boys'  Wash  Suits. 

Home  &  Watts,  19  Duncan  St..  Toronto. 
Flett,    Lowndes    Co.,    Toronto,    Ont. 
Oppcuheim    &    Roggen,   84-90    Fifth    Ave., 
New    York. 
Boxes,  Fancy. 

Hercules  Boxes,   Ltd..  400   Richmond    W., 
Toronto. 
Braids   and    Cords. 

Moultou    Mfg.    Co.,   Montreal,   Que. 
Brassieres. 

H.  &    W.  Co.,  130  Fifth  Ave.,   New   York, 

N.Y. 
Parisian    Corset   Co.,   Quebec,   Que. 
Voss  &   Stuffmann,  Montreal,  Que. 
Burlap   (Dyed,  Oil   Coated  and   Sized). 

Stauntons,  Ltd.,  934  Yonge  St.,  Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co..    Montreal, 
Que. 
Buttons. 

Forsyth  Kimmel  &  Co.,  Berlin,   Ont. 
Moulton    Mfg.  Co.,   Montreal,   Que. 
Ashton    &    Pulford,    22   Black    Piccadilly, 

Manchester,    Eng. 
A.   Weyerstall  &   Co.,  145   Wellington    St. 
W.,    Toronto,    Ont. 
Buttons    (covered). 

Toronto    Plaiting   Co.,   Toronto,   OiH. 
A.    Weyerstall   &   Co.,   Toronto. 
Canvas    Coat    Fronts. 
Toronto     Pad     Co.,    569    Queen     St.     W.. 
Toronto,   Out. 
Caps. 
Cooper   Cap   Co.,   Spadina   Ave.,   Toronto, 
Ont. 
Carpets. 

\V.    K.    Brock    Co.,    Notre   Dame    St.    W  , 

Montreal,   Que. 
Greenshields,   Ltd.,   Montreal,  Que. 
J  no.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Cash    and    Parcel    Carriers. 
The    Lamson    Store    Service   Co.,    Boston, 

Mass.,   U.S.A. 
Gipe-Hazard    Store    Service    Co.,    99    On- 
tario St.,  Toronto,  Ont. 
Cash    Registers. 

National    Cash    Register    Co.,    285    Yonge 
St.,  Toronto,  Ont. 
Chiffons. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling    Co.,    59    Wel- 
lington   W.,    Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 

Children's   Dresses. 

Home  &  Watts,   19   Duncan   St..   Toronto. 

Ont. 
Fletr,    Lowndes  &   Co.,  Toronto. 
R.     D.     Fairbairn     Co.,     105    Simcoe     St.. 

Toronto,    Ont. 
Star   Whltewear   Mfg.   Co.,   Berlin,   Ont. 
(loth    Charts. 
A.    K.    Putnam   Co.,   Washington.    Iowa. 
\     s     Richardson    &    Co.,   99    Ontario    SI  . 

Toronto. 
Clothing    (Duck    and    all    Specialties). 
Defiance   Mfg.   Co..   College  and   Bathurst 

St.,  Toronto. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto 
E.   G.    Hachborn    Co.,   Toronto,   Ont. 


(oath    (White). 

Robert   C.    Wilkius   Co.,   Farnham,   Que. 
(  lothing    Hungers  and   Hacks. 

Clatworthy    &    Sou,    Ltd.,    101    King    St 
W.,   Toronto. 
Collars    (Waterproof). 

Arlington    Co.,   54    Fraser    Ave.,   Toronto. 

Parsons  &   Parsons   Canadian   Co.,   Ham- 
ilton,  Ont. 
Comforters. 

The   Toronto   Feather  &   Down   Co.,   Ltd., 
35  Britain  St.,  Toronto. 
Cork   Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Correspondence    Schools. 

The  Shaw  Correspondence  Schools,  Yonge 
and   Gerrard  Sis.,  Toronto. 

Economist   Training    School,    239    W.   39th 
St.,   New    York,   N.Y. 
Corsets. 

H.  &  W.  Co.,  130  Fifth  Ave.,  New   York, 
N.Y. 

1'arisian    Corset    Co.,   Quebec,   Que. 

Voss    &    Stuffmann,    Montreal,    Que. 
Corset    Clasps    and    Sanitary    Necessities. 

Parisian   Corset   Co.,  Quebec,   Que. 
Corset   Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton,   Linen   and   Elastic   Laces. 

1'arisian   Corset   Co.,  Quebec,   Que. 
Cotton   Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 

Cottons. 

Greenshields,   Limited,   Montreal,   Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
Cushions. 
The  Toronto   Feather  &   Down   Co.,   Ltd., 

35  Britain    St.,   Toronto. 
Dress   Fabrics. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Greenshields,    Limited,    Montreal,   Que. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto.  Ont. 
Law,   Russell  &  Co.,  Ltd..  Bradford,  Eng. 
Bradford     Dyers     Association,     Bradford, 

Eng. 

Dress   Fasteners. 

DeLong  Hook  &  Eye  Co.,  St.  Marys,  Out. 
Dress    Forms. 

Clatworthy    &    Son,    Ltd.,    161    King    St. 
W.,   Toronto. 

Delfosse  &  Co.,  Montreal,  Que. 

Dale   &    Pearsall,    106   Front    St.    E.,    To- 
ronto,   Ont. 

Hall-Borchert   Dress   Form   Co.,   41   Lom- 
bard   St.,    Toronto.    Ont. 

A.   S.    Richardson   &   Co.,   99   Ontario   St., 
Toronto. 
Display    Fixtures. 

Clatworthy    &    Son.    Ltd,    161    King    St. 
W..   Toronto. 
Dress   Shields. 

I.    B.    Kleinert    Rubber    Co.,    Wellington 
St.   W.,   Toronto,   Ont. 

Parisian   Corset   Co.,   Quebec,  Que. 
Dress    Trimmings. 

Thompson    Lace   &    Veiling    Co..   59   Wel- 
lington   St.    W..    Toronto.    Ont. 

Canada    Veiling    Co..    84    Wellington    W.. 
Toronto. 

The    Moulton    Mfg.    Co.,    Ltd..    Montreal. 
Dresses. 

Star   Whltewear    Mfg.    Co..   Berlin.    Ont. 

It      D.     Fairbairn     Co..     105     Simcoe     St., 
Toronto.   Ont. 

Germain    *    Smith.    Ltd..    Montreal.    Que. 

Livingston    &    Scott.    Toronto.    Ont. 

Louis  Stecher,  33  W.  34th  si  .   New  York. 

Federal    Coatnme    Co.,    53    W.    36tb    St., 
New    York.    NY. 

Dry    Goods. 

Tno    M.  Garland.  Son  &  Co.,  Ottawa,  Ont, 
Embroidered    Applique  Letters. 
Krauthelmer    &     Co..    20    Edmund     PL, 
Alderagate   St.,    London.    B.C.,    Fuji 
Embroideries. 
Sterling    Lace    &     Novelty    Co.,    Toronto. 

Ont. 
Tnnber    Bros.    &    Co.,    67    St.    James    St., 
Montreal.  Que. 

S6 


Fancy    Dry    Goods. 

Thompson    Lace    «x    Veiling    Co.,    76    Wel- 
lington  St.   W.,  Toronto. 

I  ralhers. 
Dominion  Ostrich  iV   Feather  Co.,  Toronto, 

(Jin 
Strachan,    Burden    &     Plaskett,    59     Wei 

jiugton    W.,    Toronto. 
Joa,    Leone,   Jr.,  3H   Notre    Dame   Street 

west,  Montreal,  Que. 
Flowers    for    Millinery. 
Continental  Mfrs.  Syndicate,  77  York  St., 

Toronto,   Ont. 
Strachan,  Burden  &   Plaskett,  59  Welliug- 

ton    W.,    Toronto. 
Prilling. 
R.     D.     Fairbairn     Co.,    105    Simcoe    St., 

Toronto,    Ont. 
The    Moultou    Mfg.    Co.,    Ltd.,    Montreal. 

Que. 
Fringes. 

Moulton    Mfg.    Co.,    Montreal,    Que. 
Furs. 
L.  Gnaedinger,  Son  &  Co.,  Montreal.  Que. 
Laberge  Chevalier  &  Co.,  Ltd.,  Montreal, 

Que. 
Tauber    Bros.    &    Co.,    67    St.    James    St., 

Montreal,    Que. 
Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal. 

Que. 
J.   H.   Bishop   Co.,   Sandwich,    Ont. 
Furriers'   Trimmings. 
The    Moulton    Mfg.    Co.,    Ltd.,    Montreal. 

Que. 
General    Dry   Goods. 
Mclntyre  Son  &  Co..  Ltd.,  Montreal,  Que. 
J.  &   N.   Phillips  &   Co..   Manchester,  Eng. 
Vassie   &    Co.,    Ltd.,   St.   John,    N.B. 
Cook,   Son   &   Co.,   London,   Eng. 
Debenhams,   Ltd.,   Montreal  and   Toronto 
A.  Racine,  Limited,   Montreal,  Que. 
Hitchcock,    Williams    &    Co.,    St.    Paul's 

Churchyard,  London.  Eng. 
W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,   Ont. 
W.   R.   Brock  &  Co.,   Montreal,   Que. 
Greenshields.    Ltd.,    Montreal,    Que. 
John   King  &   Son,  Glasgow,   Scotland. 
Mclntyre,  Son  &  Co..  Ltd.,  Montreal.  Que. 
Jno.  M.  Garland  Son  &  Co.,  Ltd.,  Ottawa, 

Ont. 
Ginghams. 
Wm.     Anderson    &    Co.,    Ltd.,    Glasgow, 

Scotland. 
Gloves. 
Perrin    Frere   &    Cie.,    Montreal,    Que. 
Germain   &   Smith,    Ltd.,   Montreal,   Que. 
Greenshields.    Ltd.,   Montreal,   Que. 
Mclntyre.  Son  &  Co.,  Ltd.,  Montreal. 
Gloves    (Working). 
Hamilton  Carhartt  Mfg.,   Ltd.,  535  Queen 

E.,  Toronto,  Ont. 
Big   Four  Glove  Co..  73%   Bay   St.,   Tor- 
onto. 
Gowns. 

F.    G.    Havward    Manufacturing    Co..    77 

York   St..  Toronto.   Ont. 
Crass    Carpet    Bugs. 
Crex     Carpet     Co..    377    Broadway.     New 

York.   N.Y. 
Hose    Supporters. 
The  Berlin   Suspender  Co.,   Berlin.   Ont. 
Faire   Bros.   Co.,    Leicester,   Eng. 
I.    B.    Kleinert    Rubber    Co.,    Wellington 
St.  W..   Toronto,   Ont. 
Parisian    Corset    Co.,    Quebec,    Que. 
House    Furnishings. 

W.    R.    Brock    Co.,    Bay    and    Wellington 

Sts..  Toronto,  Ont. 
Greenshields.    Limited,    Montreal.   Que. 
Stonards.   Limited,   7   Paternoster   Bldg-  . 

London.    B.C.,    Eng. 
Hosiery. 
Chipman,  Holton  Knitting  Co.,  Hamilton. 
Penmans.    Limited.    Paris.    Ont. 
Tauber    Bros.    &    Co..    67    St.    Jam- 
Montreal.  Que. 
Mercury    Mills,    Limited.    Hamilton,    On  . 
"Craftann." 

Perrin    Frere   &    Cie..    Montreal.    Que. 
GreensliioMs.    Limited.    Montreal.    Que. 
Goderich    Knitting   Co..   Goderich,    Ont. 
Mclntyre.  Son  &  Co..  Ltd..  Montreal.  Que. 
Dr.    Jaeger    Co..    Ltd..    243-5    Bleary    St.. 

Montreal,   Que. 
Wallaceburg   Knitting   Co.,   Wallaceburg 

Ont 

Handkerchiefs. 

Nisbet    ft     Auld.    34    Wellington     St     W.. 

Toronto.    Ont. 
Silks  Co..  58  Bay   St.,  Toronto.  Ont. 
Victor    Goldberg,    S7-S9    Notre    Dame    W.. 

Montreal,   Que. 
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Hats,    Straw. 

Crown    Hat   Co.,   Gait. 
Hooks   and   Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
Hair  Goods. 
Ideal   Hair  Goods   Co.,  77  York   St.,   To- 
ronto,  Ont. 
Hair   Nets. 
Ideal     Hair    Goods     Co.,     77     York     St., 

Toronto,    Ont. 
Hair    Ornaments. 
Ideal     Hair    Goods    Co.,    77     York    St., 

Toronto,    Ont. 
Walter    G.    Bretzfleld,    43    Leonard    St., 

New  York,  N.Y. 
Individual  Names  on  Tape. 

Narrow  Fabric  Weaving  &  Dyeing,  Ltd., 

Gait,   Ont. 
Infants  Layettes. 

Home  &  Watts,  19  Duncan  St.,  Toronto, 
Infants   Novelties. 

Rite   Specialty   Co.,  35  W.  36th   St.,   New 

York,   N.Y. 
Richard  G.  Krueger  Co.,  162  W.  21st  St.. 

New    York,    N.Y. 
Bailey    &    Bailey,   27   B.   22nd     St.,    New 

York,  N.Y. 
Indigos. 
Franklin    Mfg.   Co.,   260  Church  St.,   New 

York.   N.Y. 
Knitted    Goods. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Oreensbields,    Limited,    Montreal,   Que. 
Zimmerman   Mfg.   Co.,  Hamilton,   Ont. 
The    Monarch    Knitting    Co.,    Dunnvllle. 
R.  M.  Ballantyne,  Ltd.,  Stratford,  Ont. 
Gait  Knitting  Co.,  Gait,  Ont. 
C.   Turnbull   Co.,  Gait,   Ont. 
Goderich  Knitting  Co.,  Goderlch,  Ont. 
Schofleld  Woollen   Co.,  Osuawa,  Ont. 
Kingston   Hosiery   Co.,   Kingston.  Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent   Shirt    Co.,    Notre   Dame    St.    W., 

Montreal,  Que. 
S.   F.   Gibson  &  Co.,  East  Ham,   London, 

Eng 
Dr.    Jaeger's    Sanitary    Woollen    System 

Co.,    Ltd.,    243-5    Bleury    St.,    Montreal, 

F.  W.  Robinson  &  Co.,  Bathurst  and 
Wellington    Sts.,   Toronto. 

Wallaceburg   Knitting   Co.,   Wallaeeburg, 
Ont. 
Kimonas. 
Kassab     Klmona     Co.,     St.     Helen     St., 
Montreal. 
Knitting  Wools. 

Thos.   Burnley  &  Sons,   Nr.   Leeds,  Eng. 
Linoleums. 
The    Dominion    Oil    Cloth    Co.,    Montreal, 
Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Linings. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Ont. 
Bradford  Dyers  Association,  39  Well  St., 
Bradford,  Eng. 
Linens. 

Nisbet  &  Auld,  34  Wellington  St.  W., 
Toronto,   Ont. 

Wm.  Liddell  &  Co.,  Belfast,  Ireland. 

Old  Bleach  Linen  Co.,  Randalstown,  Ire- 
land. 

R.  H.  Cosble,  Wellington  St.  W.,  To- 
ronto, Ont. 

Greenshields,  Limited,  Montreal,  Que. 

Silks  Co.,  58  Bay  St.,   Toronto,   Ont. 

Alphonse  Racine,  Ltd.,  340  St.  Paul  St., 
Montreal. 

Mclntyre,  Son  &  Co.,  Ltd.,  Montreal,  Que. 

R.  D.  Fairbairn  Co.,  105  Simcoe  St., 
Toronto,   Ont. 

Novelty  Import  Co.,  76  Bay  St..  Toronto. 

Tauber  Bros.  &  Co.,  67  St.  James  St., 
Montreal.   Que. 

Laces   (Hand  Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 
Laces. 

Thompson  Lace  &  Veiling  Co..  59  Wel- 
lington   St.    W.,   Toronto,   Ont. 

Greenshields,   Limited,   Montreal,   Que. 

Novelty    Import   Co..  76  Bay   St..  Toronto. 

Sterling    Lace    &    Novelty    Co..    Toronto, 

Tauber  Bros.  &  Co.,  67  St.  James  St., 
Montreal,   Que. 

Canada   Veiling   Co.,    84   Wellington    W.. 
Toronto. 
Lighting    System. 

Can.  H.  W.  Johns-Manville  Co..  Toronto, 
Montreal,    Winnipeg,    Vancouver. 
Leather   Novelties. 

P.  W.  Lambert  &  Co.,  64  Lispenard  St.. 
New   York.   N.Y. 

Julian  Sale  Leather  Goods  Co.,  King  St. 
W.,   Toronto,   Ont. 

Western  Leather  Goods  Co.,  1191  Bath- 
urst  St.,   Toronto. 


Lingerie. 

Germain    &    Smith.    Ltd.,    Montreal,    Que. 
Sperling  &   Lea,  Herald   Bldg.,   Montreal. 

Ladies'   Bust    Forms. 
Toronto   Pad   Co.,  569  Queen   St.  W.,  To- 
ronto,  Ont. 

Leather   Novelties. 

Walter    G.     Bretzfleld,    43     Leonard     St., 

New  York,   N.Y. 
Men's   Furnishings. 
John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
W.    R.    Brock    Co.,    Bay    and    Wellington 

Sts.,   Toronto.   Ont. 
Alphonse   Racine,   Ltd.,  340  St.   Paul  St., 

Montreal,  Que. 
Regent   Shirt    Co.,    Notre   Dame   St.    W., 

Montreal,   Que. 

Men's   Neckwear. 
Crescent  Mfg.   Co.,   Montreal,  Que. 
W.    R.    Brock   Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
Greenshields,   Ltd.,   Montreal,   Que. 

Maekinau  s. 

F.     W.     Robinson,     Ltd.,     Bathurst    and 
Wellington    Sts.,    Toronto. 
Mitts. 

Reliance    Knitting    Co.,    King   and    Bath- 
urst   Sts.,    Toronto,   Ont. 
R.   M.   Ballantyne,   Ltd.,  Stratford.  Ont. 
Goderich   Knitting  Co.,  Goderich,  Ont. 
MalineH. 
Novelty   Import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington   W.,   Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 

Millinery. 

Debenham's,  Ltd..  Montreal  and  Toronto 

Morris  &  Saward,  21-22  Castle  St.,  Lon- 
don  W.,  England. 

Gage   Bros.    &    Co.,    Chicago.    111. 

D.  B.  Fisk  Co.,  225  N.  Wabash  Ave., 
Chicago,  111. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 

D.   McCall    Co.,   Toronto,   Ont. 

Montreal  Hat  &  Frame  Co.,  Ltd.,  Mont- 
real.  Qup 

Strachan,  Burden  &  Piaskett.  59  Welling- 
ton  St.   W.,  Toronto,   Ont. 

Marihou   and   Ostrich    Stoles. 

Germain    &    Smith,    Ltd.,    Montreal,    Que. 
Motor  Coats. 

National    Rubber    Co.,    Montreal.    Que. 

Defiance   Mfg.   Co.,  College   and   Bathurst 
Sts.,  Toronto. 
Motor  Scarfs. 

S.   F.   Gibson  &   Co.,  East  Ham,   London. 
Eng. 
Motor    Vehicles. 

MotoKart  Co..  1790  Broadway,  New  York. 
Nets. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 

Thompson  Lace  &  Veiling  Co.,  59  Wel- 
lington  W..   Toronto. 

Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Neckwear  (Ladles'). 

Ladies'  Wear.  Ltd.,  84  Wellington  St.  W.. 
Toronto.  Ont. 

Voss    &    Sfnffmann.    Montreal,    Que. 

Sterling    Lace    &    Noveltv    Co..    Toronto. 

The    Moulton    Mfg.    Co..    Ltd..    Montreal. 
Oil    Cloths. 

The  Dominion  Oil  Cloth  Co..  Montreal. 
Office    Systems. 

Copeland-Chatterson  Co.,  Kent  Bldg.,  To- 
ronto,  Ont. 

Ostrich    Feathers. 

S.    E.    Porter   &    Co..    Montreal.    Qup. 
.Tor.   Leone,   Jr.,  314  Notre  Dame  St.   W., 

Montreal. 
J.   Leone,  9  E.   20th   St.,   New   York. 
Overalls. 

Robert    C.    Wilkins    Cn„    Farnham.    Que 
Hamilton   Carbartt   Mfg.,   Ltd..  535  Queen 
E..  Toronto.   Ont. 
Ornaments    (Silk). 

Moulton    Mfg.    Co..    Montreal.    Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 
Home    Pattern    Co..    New   York.    N.Y. 
The    McCall    Co..    236    W.    37th    St.,    New 

York.   N.Y. 
The   Rutfprirk    Publishing  Co.,   Butterick 

Bide-..   New  York,   N.Y. 
Npw    Idea    Pattern    Co..    70    Bav    Street. 
Toronto. 
Pads. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  To- 
ronto,   Ont. 


Plated   Jewelry. 

Ideal    Hair   Goods   Co..   77   York   St.,   To- 
ronto,  Ont. 
Pin   Tickets. 
Copp,  Clark  Co.,  517  Wellington  St.  W.. 
Toronto,  Ont. 

Pillows. 

Canadian    Carpet   &    Comforter   Mfg.    Co., 
Toronto,   Ont. 

Toronto    Feather   &    Down    Co.,    Ltd.,   35 
Britain  St.,  Toronto. 
Quilts. 

Jonathan    Dearden   &   Co.,   11-13   Bridge- 
water   Place,   Manchester,  Eng. 
Ready-to- Wear. 

Greenshields,   Ltd.,  Montreal,  Que. 

Alphonse   Racine,   Ltd.,  340  St.   Paul  St., 
Montreal,  Que. 
Raincoats. 

C.   Kenyon   Co.,  23rd   St.   and  Fifth  Ave., 
New   York,   N.Y. 

Canadian   Consolidated   Rubber  Co.,  Ltd., 
Montreal. 

The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford,  Eng. 

National  Rubber  Co.,  Ltd.,  Montreal,  Que. 
New   York,  N.Y. 

Regent    Shirt    Co.,    Notre    Dame    St.    W  , 
Montreal,  Que. 
Ribbons. 

W.  H.  Barry  &  Co.,  Montreal. 

Belding   Paul   Corticelli   Co.,   Montreal. 

Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Suspenders. 

Berlin  Suspender  Co..  Berlin,  Ont. 

Lockhart     Suspender     Co.,     Philadelphia, 
Pa. 
Spool    Silks    (For   Manufacturers'  Use). 

Belding  Paul  Corticelli,  Montreal,  Que. 
Sanitary   Belts. 

Walter    G.    Bretzfleld,    43    Leonard    St., 
New   York,   N.Y. 
Staple  Dry  Goods. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto,   Ont. 
Smallwares. 

W.    R.    Brock   Co.,   Bay   and    Wellington 
Sts.,   Toronto,   Ont. 

W.    R.   Brock   Co.,    Notre   Dame   St.   W., 
Montreal,    Que. 

Greenshields,   Limited,  Montreal,  Que. 

Ideal   Hair   Goods   Co.,   77   York   St.,   To- 
ronto,  Ont. 

Jno.  M.  Garland,  Son  &  Co..  Ottawa,  Ost. 
Store    Fixtures. 

Jones   Bros.   &   Co.,   31   Adelaide   St.    W., 
Toronto,    Ont. 

Clatworthy  &  Son,  King  St.  W.,  Toronto 

Dale  &   Pearsall,  106   Front  St.   E.,   Tor- 
onto,   Ont. 

J.   R.   Palmenberg's   Sons,  710  Broadway. 
New  York,  N.Y. 

Pelfosso   &   Co.,   Montreal.   Que. 

A.    S.    Richardson    Co.,    99    Ontario    St.. 
Toronto,   Ont. 

Tavlor  Mfg.  Co.,   Hamilton,   Ont. 

Walker  Bin  &  Store  Fixture  Co.,  Berlin, 
Ont. 

H.  L.  Wood  &  Co.,  Noble  and  Strickland 
Streets.    Toronto,    Ont. 

Can.  H.  W.  Johns-Manville  Co..  Toronto, 
Montreal,    Winnipeg,    Vancouver. 
Safety    Pins. 

DeLong  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
Store    Fronts. 

The  Kawneer  Mfg.  Co.,  Niles,  Mich. 

Zouri  Drawn  Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 
Sweatercoats. 

Penrnans,    Limited,    Paris,    Ontario. 

Reliance   Knitting   Co.,    King   and    Batli 
urst   Sts.,   Toronto,    Ont. 

Monarch  Knitting  Co.,  Dunnville,  Ont. 

R.  M.  Ballantyne,  Ltd.,  Stratford,  Ont. 

C.   Turnbull   Co..   Gait.,   Ont. 

Ilarvev    Knitting    Co.,    Woodstock,    Ont. 

Dr.    Jaeger   Co.,    Ltd.,    243-5    Bleury    St., 
Montreal.   Que. 

F.     W.     Robinson.     Ltd..     Bathurst     and 
Wellington  Sts.,  Toronto. 
Sanitas    Wall    Covering. 

Stauntons,   Ltd.,  934  Yonge  St.,  Toronto. 
Skirts. 

Marcus    Roman,   Jacobs   Bldg.,   Montreal 

Arlington  Skirt  Co. 
Show    Cases. 

Delfosse   &    Co.,    Montreal,    Que. 

Grand     Rapids    Show    Case    Co..    Grand 
Rapids.    Mich. 

H.  L.  Wood  &  Co.,  Noble  and  Strickland 
Sts.,   Toronto. 
Skein    Dyeing. 

Narrow    Fabric   Weaving   &    Dyeing   Co., 
Gait,  Ont. 
Sashes. 

R.  D.  Fairbalrn  Co.,  105  Simcoe  St.,  Tor- 
onto, Ont. 
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Silk    Ornaments. 
Moulton    Mfg.    Co.,    Montreal,    Que. 


.Skirth    (Plaited). 

Toronto     I'luiting     Co., 
Toronto,    Out. 


U00     Yonge     St.. 


Scarfs. 
Novelty  Import  Co.,  76  Bay  St.,  Toronto. 

Shirtb    (Soft), 

Robert     C.    Wilkins    Co.,    Farnham,    Que. 

Summer    Clothing. 
Robert    C.    Wilkins    Co.,    Farnham,    Que. 

Silks. 

Belding,    Paul,    Corticelll    Co.,    Montreal. 
Louis    Koessel  &   Co.,  Ltd.,  64  Wellington 

Si.     W.,  Toronto. 
Silks  Co.,  58  Bay   St.,  Toronto,  Out. 

Hemstitched    Sheets. 


Victor    Goldberg,    87- 
Montreal,  Que. 


Notre    Dame   W., 


Silk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 

Scout    Suits. 
Defiance   Mfg.   Co.,   College  and  Bathurst 
Sts.,  Toronto. 

Shirts. 

Tooke    Bros.,    Montreal,    Que. 
Crescent    Mfg.    Co.,    Montreal,    Que. 
Deacon    Shirt   Co.,   Belleville,    Ont. 
Defiance  Mfg.   Co.,   College  and  Bathurst 
Sts.,    Toronto. 

Tablecloths. 

Victor   Goldberg,   87-89    Notre    Dame   W., 
Montreal,    Que. 

Toques. 

Reliance   Knitting  Co.,  King  &  Bathurst 

Sts.,   Toronto,   Ont. 
A.  Burrft  &  Co.,  Mitchell,  Ontario. 

Tailors'     Trimmings. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  Tor- 
onto,  Ont. 


Tweeds. 

Greensbields,  Limited,  Montreal,  Que. 
Taoselb. 
Moulton   Mfg.   Co.,   Montreal,  Que. 
Ashton     &     Pulford,    -1-1    Back     Piccadilly, 

Manchester,  England. 

Trousers    (Duck). 

Defiance    Mfg.    Co.,    Toronto,    Ont. 
Robert  i'.  Wilkins  Co.,  Farnham,  Que. 

Thread     (Silk). 

Belding     Paul     Corticelli     Co.,     Montreal, 

Que. 
.1.   Maygrove  &   Co.,  Ltd.,  5Vi  Aldersgate 
St.,    Loudon,    B.C. 
Thread    (Linen,    Carpet,    Machine). 

Walter    Williams    &    Co.,    Montreal,    Que. 

Underwear. 

S.   Leonard  &  Sons,  Dundas,  Ontario. 
Penmans,  Limited,  Paris,  Ont. 
Mercury    Mills,    Limited,    Hamilton,    Out. 
.Reliance   Knitting   Co.,   King  &   Bathurst 

Sts.,   Toronto,   Out. 
G.    Brettle   &   Co.,    London,   Eng. 
Zimmerman    Manufacturing    Co.,      Ilamil 

ton,   Ont. 
Humphreys      Unshrinkable      Underwear, 

.Limited,   Moncton,   N.B. 
C.    Turnbull   Co.,    Gait,    Ont. 
Harvey  Knitting  Co.,  Woodstock,  Out. 
Kingston  Hosiery  Co.,  Kingston,  Ont. 
Melntyre  Son  &  Co.,  Ltd.,  Montreal,  Qut. 
Dr.    Jaeger   Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,   Que. 
F.    W.    Robinson,    Ltd.,      Bathurst      and 

Wellington    Sts.,    Toronto. 


Umbrellas    and    Parasols. 

R.     D.     Fairbairn     Co., 
Toronto. 


105     Simcoe    St., 


Vacuum    Cleaners. 

Invincible    Renovator    Co.,    81    Peter    St., 

Toronto. 

Veilings. 

Canada    Veiling    Co.,    Toronto. 

Thompson  Lace  &  Veiling  C,  59  Wel- 
lington   St.    W.,    Toronto,    Ont. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 


\  ilw- teens. 
J.  &  .1.  M.  Worrall,  Limited,  Manchester 

Bag. 
•Louis,"  57  Newton  St.,  Manchester,  Eng. 
Vanity    Cases. 
Walter    G.     Bretzfield,    43    Leonard     St., 
New     York,    N.Y. 
Women's    Outer    &    Under    Garments. 
W.    E.    Brock   Co.,    Bay   iV:    Wellingt 

Toronto,   Ont. 
W.    It.    Brock    Co.,    Notre    Dame    St     W., 
Montreal,    Que. 
Woollens    and    Trimmings. 
John  M.  Garland  Son  &  Co.,  Ottav 

Wax    Figure-. 

Clatworthy    &    Son,    Ltd.,    161    King    St. 

W.,   Toronto. 

Dale   &    Pearsall,   106   Front    St.    E 
onto,    Ont. 

Dclfos.se    &    Co.,    .Montreal,    Que. 

A    S.  Richardson  Co.,  99  Ontario  St.,  Tor- 
onto,  Ont. 

.1.    R.    Palmenberg's   Sons,   710  Broadway. 
New    York.    N.    Y.,    U.S.A. 
Whitewear. 

F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 
Toronto,    Ont. 

Star   Whitewear   Mfg.  Co.,  Berlin,  Ont. 

Waists. 

Star   Whitewear  Mfg.  Co.,  Berlin,  Out. 
R.     D.     Fairbairn     Co.,     105    Simcoe     St., 

Toronto,   Ont. 
Ladies'     Wear,     Limited,    84    Wellington 
St.    W.,    Toronto,    Ont. 
Window-    Shade    Paper. 

Stauutons,   Ltd.,  934  Yonge  St.,  Toronto. 
Wool    Underwear,    Men's. 

I'lios.   Waterhouse  &  Co.,  Ingersoll,  Ont. 
Schofield    Woollen   Co.,    Osnawa,    Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 
Montreal,   Que. 
Woven    Labels. 

Narrow    Fabric    Weaving    &    Dyeing    Co., 
Limited,  Gait,  Ont. 
Wallpaper. 
Stauutons,     Limited,    944    Yonge    Street. 

Toronto,   Ont. 
The   Watson    Foster  Co.,    Montreal,    Que. 
Colin    MeArthur    Co.,    Montreal,    Que. 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard  Air   Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C  79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue,  Chicago,  III. 


lOCKgj 


•ATERSON 


L  IMITF.O 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


BUSINESS  CHANCES 


DO  YOU  WANT  TO  SELL  OK  ltl'Y  A 
business?  If  so,  write  Moore  Bros.,  Business 
Brokers,  S02   Lumsden   Bldg.,  Toronto,   Ont. 


AOFNC1FS     WANTKH  EASTERN     MAN! 

Cacturers   Looking  for  energetic  Western   agent 
to    handle    lines    on    commission;    best     refer- 


ences.    Apply  to  H.  S.  Mussett,  304  Hammond 
Bldg.,   Winnipeg,   Man. 


WANTED  TO  BUY 


WANTED  TO  HEAR  FROM  OWNER  OP 
good  Dry  Goods  or  General  Merchandise  Store 
for  sale.  Give  particulars  and  cash  price. 
D.   F.   Bush,   Minneapolis.   Minn. 


INDEXING  BUREAU 

Commercial  Filing  and  Indexing  a  Specialty. 
Reports  and  surreys  made  of  card  and  filing 
systems.  Business  systems  installed.  Clippings, 
reports,  pamphlets,  etc.,  classified  and  indexed. 
Private  and  business  libraries  arranged  and 
catalogued.  Service  system  arranged  for  by  the 
year. 

M.HULL,  220  B'WAY,  NEW  YORK 

Graduate  Cataloguer 


TWO  CENTS   PER   WORD 

You  can  talk  across  the  continent  for  two  cents  per  word  with  a  WANT  AD.  in  this  paper 


ss 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Ladies'  Collar 
and  Cuff  Sets 


MARX 


Revere   style,  lightly   laundered. 

Collars. 

No.  359     Fine  eambrfe,   bound,  •■?:;. 00. 

No.  360     Fine  i  ambrie,   i"  o-ply,  $2.75. 

Cuffs. 

No.  359.-  Fine  cambric,  bound,  $2.25. 
No     Ho     Fine  cambric,   two-ply,  $2.10. 
Note:    No.   415  cuff   matches   No.  360  collar. 


Lillj    Stj  le,    No.    r,:>.   s:: .no. 


\ 


LIGHTLY  LAUNDERED 
LINENS,    SOFT    PIQUES 


Made  in  Canada 


\  estees. 

No.  326     White  pique,   pearl   buttons,  $4.00 

No    :'.v7     Blai  k    and    n  bite,    Bedford    cord, 
Pearl    Buttons,  $4  00. 

No.  388     White    Pique,    bound    with    black 
and   trimmed   with  Jel    buttons,  $4.26. 

Note':    '  i'  it  ^    trimmed    «  LI  h    pearl    butti  us 
i..    match    No.   326  and    So.   3S7,  $2.25. 

Cuffs   i"    match    No.  3S8,  $2  '«> 


"Elite"    Collar,    starched. 

No    338     Laundered  Cambric,  $2.00. 

No.  339— French    Repp,    bound,   $2.75. 

No.  340— Irish    Linen,   bound,  $2.75. 

fun's. 

No.  410    Sauutletl  Cuff,  4>..  ins.  widi 

No.  411     Cavalier  Cuff,  5%    ins.   wide,  $2.0U 

No.  412     Hussar  Cuff,  7%   in>.   wide.  $2.10. 

These  cuffs  are  suitable  to   wear  with   the 

"Elite."  "Embassy"  or  "Lilly"'  collars. 


No    369— Pique  <  olla 

l'i<i >i<-  (  mi-    - 
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Our  Paris  Correspondent  With  British  Army 

Fashion  Writer  of  The  Review  Who  Was  Wounded  Will  Join 
British  Forces  as  Interpreter — Vivid  Pen  Pictures  of  France  at 
End  of  October — Knitting  for  Soldiers  Instead  of  Attending  to 
Fashions. 

DEADERS  of  The  Review  will  remember  the  publication  two  issues  ago  of  a  letter  from  Monsieur  H. 
Gagnereau,  its  Paris  correspondent  written  in  a  hospital  in  Marseilles,  to  which  he  had  been  removed 
when  wounded  by  a  German  shell.  M.  Gagnereau  has  recovered,  but  has  been  ordered  to  rejoin  the  Depot 
of  his  regiment  and  will  act  as  interpreter  to  a  section  of  the  British  troops:  In  this-  capacity  he  will  be 
followed,  we  doubt  not  by  the  good  wishers  of  readers  of  The  Review. 

Writing  from  the  "Hotel  du  Commerce,"  in  Saint-Brieuc,  France,  in  a  personal  note  to  the  editor 
he  says  in  a  quaint  commingling  in  a  ferv  cases  of  French  with  English  words: 

"I  thank  you  very  much  for  your  kind  lines  of  the  6th  inst.,  which  were  re-forwarded  to  me  here, 
where  I  have  joined  now  the 'Depot' of  my  Regiment.  These  Depots,  one  for  each  Regiment,  are  the 
places  where  all  the  valid*  soldiers-  are  concentrated,  awaiting  the  time  they  are  sent  to  the  front  to  the 
actif*  Regiment  when  renforts*  are  requested. 

"I  must  say  I  am  not  through  with  my  military  service;  however,  coming  back  from  Marseilles  1 
spent  a  few  hours  in  Lyons  and  in  Paris  before  reaching  my  actual  place  of  Ste  Brieuc  which  is  in  the 
west  of  France  near  the  sea-side.  I  have  gathered  a  few  notes  on  what  I  was  able  to  see,  which  1  have  put 
on  the  article  which  I  herewith  enclose.  Although  it  may  not  be  exactly  what  you  require,  I  hope  it  will 
meet  with  your  approval. 

"I  dm  pleased  to  say  that  I  feel  actually  no  ill  effects  from  my  wounds  and  have  just  passed  an  exami- 
nation to  act  as  interpreter  near  the  British  army.  I  have  been  appointed  and  am  now  expecting  new 
orders  telling  me  where  I  shall  have  to  join  the  same.  I  hope  by  this  to  be  of  some  assistance  to  our  strong 
A  Hies. 

"Kindly  continue  to  forward  me  any  communication  to  my  address  in  Paris  and  again  thanking  you 
for  your  good  wishes,  I  remain, 

Yours  very  truly, 

H.  GAGNEREAU. 
*  'convalescent,"  "active,"  "reinforcements." 

Below  appears  M.  Gagnereau' s  letter  containing  a  most  entertaining  account  of  conditions  in  France 
to-day. 


IN  Lyons,  writes  M.  Gagnereau,  many  manufactur- 
ers, printers  and  finishers  had  closed  their  factor- 
ies and  works  at  the  declaration  of  war.  How- 
ever, since  this  time,  a  few  of  them  have  been  able  to 
obtain,  with  the  men  non-mobilized,  also  with  the 
women,  a  certain  amount  of  work;  but  anyhow  the 
production  is  small  and  printers  and  finishers 
require  now  more  than  ever  a  certain  yardage  mini- 
mum. 

The  only  mills  working     with     full  speed  and 


especially  in  Tarare  near  Lyons,  are  those  making  the 
gauze,  employed  by  the  medical  corps  for  the  wound- 
ed, and  how  should  it  not  be? 

The  beautiful  exhibition  which  was  opened  in 
May  is  of  course  by  this  time  a  complete  failure.  At 
the  erection  of  the  various  buildings  the  greatest 
part  were  destroyed  by  a  tempest  which  blew  upon 
the  town,  and  the  principals  had  to  lose  no  time  after- 
wards in  order  to  have  everything  about  ready  for  the 
opening. 


DRY     GOODS    REVIEW 


EX  EIIBITED   GERMAN    <il  .\s. 

The  crowd  was  larger  during  a  few  days 


when 


thej  had  the  idea  to  exhibit  a  few  guns  which  were 
taken  from  the  Germans  at  the  battle  of  the  Marne; 
i  hey  were  put   in  fronl  of  the  "German  Building." 

Bui  not  far  from  there, — how  sad  to  look  al! — the 
"Attractions  Park."  Here  the  "Scenic  Railway," 
"Water  Chute,"  etc.,  are  completely  abandoned.  It 
looks  just  as  if  the  people  who  give  the  movement  to 
i  hoc  attractions  had  run  away  expecting  the  Ger- 
man-, like  all  the  poor  peasants  I  saw  so  often  on 
[he  roads. 

In  the  building  reserved  for  the  silk  fabrics  there 
are  in  certain  windows  some  wonderfully  rich  stuffs, 
specially  at  Messrs.  Anger,  Bianchini,  Ferier  et  Co., 
and  Condurier,  Fructus  et  Cie,  mostly  in  brocaded 
metal  (cold  and  silver.)  Among  the  printers  and 
finishers,  Messrs.  Latruffe,  Nesme  et  Cie,  are  also 
showing  some  very  rich  ideas  and  novelties.  They 
have  obtained  an  imitation  of  Crepe  Georgette, 
called  Crepe  Balkan  which  looks  absolutely  as  the 
real  one.  This  crepe  had  just  come  off  when  the  war 
broke  out  and  they  would  certainly  have  been  one 
of  the  great  novelties  for  Fall.  Outside  of  this,  small 
printed  floral  effects  were  to  be  also  in  strong  de- 
mand. It  is  useless  to  say  that  any  novelty  is  being- 
produced  actually. 

Business  in  the  country  is  completely  dead,  as 
well  as  town  life:  manufacturers  have  certainly  all  a 
certain  amount  of  stock  which  they  do  not  want  to 
increase  at  the  present  time.  Furthermore,  trans- 
ports between  certain  parts  of  France  are  very  diffi- 
cult and  very  slow,  railways  being  handled  by  the 
military  authorities.  Anybody  who  has  not  seen  by 
himself  the  actual  state  of  affairs  cannot  imagine  how 
it  is! 

AN  "ASPECT"  OF  PARIS. 

I  will  give  you  now  an  aspect  of  Paris.  There 
also  there  is  a  complete  change  and,  myself,  I  did  not 
recognize  the  town  which  I  saw  so  lively  so  often.  No 
motor-buses  in  the  streets;  they  are  all  on  the  front  of 
the  armies;  only  some  tramways  and  a  few  taxis. 
Many  shops  are  closed,  the  governor  of  them  being 


most  of  the  time  in  the    army:    everybody  in  the 
Streets  walk.-  with  rapidity. 

No  noise  also  on  the  "Boulevards,"  even  it  is 
not  allowed*  to  cry  out  the  names  of  the  papers:  in 
one  word,  everybody  seems  to  understand  how  grave' 
are  the  present  hours! 

And  then  where  the  change  is  more  ooticeable  is 
during  nighl  time.  At  8  o'clock  the  "Cafes"  musi 
close,  also  the  shops;  "Parisiens"  have  the  time  to 
dream  actually!  In  the  streets,  a  few  gas-light-  in 
distant  places  try  to  force  out  the  darkness,  which  i- 
wanted  as  much  as  possible  for  the  projectors,  which 
are  searching  all  night  the  r-ky.  watching  if  they  can- 
not find  any  German  aeroplane  living  over  the  town. 
No  theatres  are  opened. 

What  a  change  also  in  the  "Rue  de  la  Pai.x." 
which  is  considered  in  the  ordinary  time  a-  the  cen- 
tre of  feminine  fashion! 

Making  Winter  clothes  for  soldiers  instead  of 
seeing  fashionable  ladies  coining  out  from  luxurious 
motor-cars  and  entering  the  shops  where  they  are 
going  to  look  for  a  new  dress,  they  walk  now  in  a 
place  which  they  have  created  and  in  which  you  can 
see  a  lot  of  active  girls  working  on  sewing  machines 
and  making  wool  clothing-  for  the  soldiers  who  are 
sleeping  in  the  trenches  during  these  long  Winter 
nights. 

It  is  agreeable  to  see  the  amount  of  generous  gifts, 
both  in  money  and  nature.1  which  have  been  given 
for  our  own  soldiers. 

Conditions  of  the  battle  are  looking  better  for  us 
every  day  and  a  good  amount  of  people  had  left  the 
town  at  the  approach  of  Germans  are  now  coming 

hack. 

We  hope  soon  that  with  the  help  of  our  Allies 
and  our  friend-  of  Canada,  who  have  just  landed  in 
bn gland,  we  will  push  out  the  enemy  and  deliver 
the  poor  little  Belgium  who  is  supporting  heroically 
this  actual  terrible  time. 

H.  R.  G. 

*"It  is  not  allowed,"- — the  impersonal  use  so 
common  in  French,     t  "kind." 


Making  of  Toys  to  Replace    German  is  Started  in  England 


QOME  idea  of  what  "Old  Santa" 
}  costs  may  be  gleaned  from,  the 
statement  officially  made  that 
Great  Britain  alone  paid  £1, 200,000 
"/■  $6, 000, 000  to  Germany  and  Aus- 
tria last  year  for  toys.  Toy  m,aking 
in  these  countries  is  largely  a  home 
industry,  and  is  supplemental  to  tht 
regular  employment.  Large  quan- 
tities of  toys  come  from  th<  Black 
Forest  district.  Noah's  Arks,  and 
toy  soldiers  are  made  by  the  women 
mill  i- hi  hi  re  a,  of  the  family  between 
iln  intervals  of  other  duties,  while 
father,  after  his  day's  work  is  over, 
hints  out  the  larger  and  more  ambi- 
articles  such  as  rocking  horses 
and  'lull's  carts.  In  connection  with 
the  proposi  d  capturing  of  Gi  rmany's 
trade  the  Board  of  Trade  has  been 
holding  an  exhibit  of  German  made 


goods  in  London.  The  large  collec- 
tion of  ingenious  and  attractive  <•<  r- 
iii a n  toys  shown  has  givt  n  the  idea  of 
the  establishment  of  a  similar  indus- 
try in  the  British  Isles. 

There  was  plenty  of  help  available, 
for  right  in  London  there  were  many 
girls  ninl  intuitu  mho  had  been  em- 
ployed in  offices  and  workrooms  and 
in  ft  now  mil  of  work  and  ivho  were 
both  intelligent  and  excellent  necdh 
women.  Workrooms  hart  bet  n  es- 
tablished in  Baker  St.  Very  wisely 
nt,  attempt  has  been  math  to  copy. 
but  Ho  work  is  proceeding  along 
original  lines.  Mr.  II'.  . I.  Wildman, 
of  fin  Royal  College  of  Arts,  is  in 
thart/t .  and  besides  giving  a  course  of 
simple  instruction,  he  has  provided 
designs  for  toys  of  a  topical  and 
o 


whimsical  kind,  including  carica- 
tures in  wood  of  fan, tins  people  such 
iis  l.ortl  Kitchener  General  Joffre, 
Sir  John  Fn  nch,  as  W(  II  as  a  B<  Igian 
gunner,  "Tipperary  Tommy,"  and  a 
quaint  smiling  .lark  Tar.  A  practi- 
cal toy  maker  is  also  teaching  1h> 
making  of  battU  ships,  Noah's  arks 
and  animals,  and  litth  carts  and  taxi- 
cabs.     Ail  the  toys  intuit    ban   a  \ 

tt  r,  il  trade-mark— the  Lion's  elans. 

Tin  st     toys    art     In  i nu    siioirn    "ml 

sold  by  all  the  leading  London  stores. 
Besides  when  the  worker  acquires 
skill  th'  r<  will  be  a  sun  demand  for 
her  services  in  connection  with  th> 
making  of  other  lines  such  (U  Teddy 
bt  ars  and  other  plush  animals.     Toys 

Of  this  latter  class  OTi  now  math  in 
<  'ana, la. 


ODS  in  CHRISTMAS 

ma 


THE  Christmas  spirit  gives  signs 
of  triumphing  over  the  deadening 
influences  of  the  war.  Already 
there  are  perceptible  movements  re- 
ported, and  indications  are  numerous 
that  gift  giving  will  be  carried  out  this 
year  on  nearly  as  extended  a  scale  as 
in  previous  years;  not  that  so  much 
money  will  be  spent,  but  the  actual 
number  of  gifts  is  not  likely  to  he  less- 
ened materially.  The  merchants  are  be- 
ginning to  meet  the  economical  ten- 
dency by  emphasizing  the  usefulness  of 
the  gifts  they  are  showing,  and  the  re- 
sult is  likely  to  prove  surprising  in  the 
I'.ew  departments  that  will  bo  brought 
in  this  year  undei  the  teem  li useful" 
or  "practical,"  which  before  were  al- 
most scorned  as  unsuitable,  just  be- 
cause they  were  so  useful,  or  practical, 
or  even  homely.  Push  them  nil  now: 
for   the    public    are    ready    for   them. 

More  and  more  as  the  campaign  pro- 
gresses the  question  of  price  is  resolv- 
ing itself  into  one  of  tiw  marked  fea- 
tures of  selling.  This  holiday  season  will 
see  windows  fairly  loaded  with  price 
tickets;  show  cases  will  carry  them: 
ledges  will  show  them;  there  will  be  a 
price  ticket  for  nearly  every  article  if 
the  health  of  the  carrt  writer  can  stand 
the  strain. 

Something  was  said  in  la-t  issue  as  to 
the  effectiveness  of  installing  special 
booths  for  certain  popular  lines,  such 
as  handkerchiefs,  ribbons,  farcy  goods, 
etc.  These  can  be  constructed  cheaply, 
but  for  better  display  do  not  limit  the 
structure  to  the  ordinary  counter 
form,  but  have  an  overhead  arrange- 
ment by  simple  uprights  and  crosspieces 
if  you  like,  for  the  overhead  display. 
Decorate  these  with  draping  of  any  de- 
scription— colored  crepe  paper,  if  noth- 
ing else   suggests   itself  —   and   foliage. 


This  is  the  second  of  the  series 
of  articles  and  deals  with  the  re- 
arrangement of  .departments  in 
stores  for  the  Christmas  trade,  the 
goods  suitable  for  a  bazaar,  Santa 
Claus  methods,  featuring  practical 
ai  tides  this  year,  etc. 


Hang   up    handkerchiefs   there,   or   caps, 
or  aprons,  cshions,  or  art  needlework. 

Utilizing  every  corner  in  your  store 
for  a  special  line:  in  the  bend  at  the 
foot  of  the  stairs,  beside  the  elevator, 
the  few  feet  of  space  inside  your  doors, 
if  nothing  else  is  there,  and  if  there  is, 
and  it  cannot  claim  precedence  as  a 
good  Christmas  seller,  transplant  it  and 
let  the  live  Christmas  seller  usurp  its 
place. 

Tables  are  responsible  for  a  lot  of 
extra  selling:  set  out  in  aisles  or  where- 
over  else  there  is  space.  And  ticket 
every  article  with  the  price.  It  will  act 
;is  clerk  for  you  as  people  will  choose 
for  themselves  just  what  they  want,  and 
the  clerk  has  only  to  make  out  the  bill. 
Those  who  have  not  tried  this  to  any 
extent  will  be  surprised  at  the  possibili- 
ties of  extra  business,  and  it  will  save 
extra   clerks. 

In  an  early  issue  The  Review  will  deal 
with  the  remarkable  efficacy  of  "bar- 
'j.-iin    tables." 

Reference  was  made  to  bringing  in 
departments  into  this  season's  Christ- 
mas orders  that  were  little  heard  of  be- 
fore. Take  the  dress  goods  department. 
for  example.  Why  not  show  cut  lengths 
of  fabrics,  tied  with  pretty  ribbons,  with 
nnantity  and  price  marked  clearly  on 
it — for  presents  for  dresses,  skirts. 
"■lists,  etc.  Eminentlv  useful  and  prac- 
tical, surely.  Advertise  it  and  see  the 
response!  Indeed,  feature  usefulness  in 
most    of  your   advertising. 

Take  your  ready-to-wear  department, 
and  search  it  for  some  lines  that  you 
can  dress  up  attractively  into  Christ- 
mas "boxes."  It  will  help  to  work  off 
some  slow  selling  stock,  perhaps. 
*     *     * 

As  suggestive  to  those  who  may  be 
planning  Christmas  bazaars.  The  Review 
dives    here    the    layout    of    the    Chinese 


Bazaar  of  The  Robert  Simpson  Co., 
when  opened  for  business  on  Friday, 
Nov.  13,  of  this  year.  The  decorations 
were,  of  course,  strongly  Chinese  in  tone, 
yellow,  black  and  red,  with  yellow  as 
the  prevailing  background  on  walls  and 
circles,  and  innumerable  Chinese  lan- 
terns giving  the  needed  dash  of  bright 
color  to  the  whole  scene. 

At  one  end  were  infants'  and  child- 
re's  whitewear,  leading  into  the  dainty 
bassinette  department. 

Next  in  order  in   the  circles  were: 
Fancy    needlework    lines. 
Handkerchiefs   and   candies. 
Toilet   goods,   gloves   and    hosiery. 

and    electrical      (household)      appli- 
ances. 

Leather  goods,   purses,   umbrellas. 
Music,   wash  goods  and   ribbons. 

These    constituted    the    central    booths. 

Along  one  end  were  toys  and  dolls. 
These,  it  should  be  noted,  will  be  re- 
placed by  handkerchiefs  and  laces,  when 
the  toy  department  op^ns. 

Along  another  side  were  stationery 
and  Christmas  cards. 

Along  another,  bedroom  slippers,  sil- 
verware, jewelry,  etc.,  fancy  china,  and 
in  one  corner,  sick-room  appliances, 
such  as  hot  water  bottles. 

A  pretty  well  selected  assortment  of 
Christmas   gifts,    surely. 

Among  the  improvements  this  year 
was  the  use  of  the  upper  shelves  in  the 
centre  of  each  booth  for  display  pur- 
poses instead  of  for  storing  goods. 
These  were  placed  on  the  lower  shelves 
or  under  the   counters. 

There  was  an  excellent  arrangement 
along  the  sides  for  display;  instead  of 
the  shelving1  of  last  year,  straight  up 
and  down,  the  background  was  slanted 
and  Indited  by  electric  bulbs  and  the 
soods  set  forth  to  advantage  on  the 
sloping    surfaces. 


Large  Field  for  Merchants  in  Red  Cross  Supplies 

Motives  of  Both  Patriotism  and  Profit  Dictate  Such  a  Course,  as 
the  Goods  Needed  iu  the  Production  of  Red  Cross  Supplies  Arc 
Sold  in  Dry  Goods  Stores— Samples  Should  Be  Shown  and  Direc- 
tions Posted  in  Store  or  Copies  Printed  For  Distribution. 


WOMEN  in  the  old  land  and  in 
Europe  are  everywhere  knit- 
ting and  making  garments  for 
the  soldiers  who  are  wounded  or  at  the 
front,  and  as  more  contingents  go  from 
Canada  the  interest  in  the  British  Army 
deepens.  Here,  too,  the  movement  is 
spreading.  Already  women  are  busy  in 
the  large  centres,  both  for  the  benefit  of 
members  of  their  own  families  who  have 
■jhiic  to  the  front,  or  who  are  with  the 
first  contingent  in  England.  Many  more 
are  working  in  connection  with  the  Red 
Cross  movement.  In  the  smaller  towns, 
and  in  the  country  districts  there  are 
many  who  would  gladly  devote  their 
spare  time  to  this  work  if  only  they 
knew    how    to   set    about   it. 

Acting  as  Intermediary- 
Though  deprecating  any  idea  of  mak- 
ing a  profit  out  of  work  of  this  kind  the 
point  remains  that  dry  goods  merchants 
in  certain  sections  could  do  a  great  work 
Cor  the  Red  Cross  movement  by  acting 
as  intermediaries  in  centres  where  there 
is  no  regular  branch  of  the  Red  Cross 
society,  in  the  receiving  and  shipping  of 
the  made-up  articles.  This  is  peculiarly 
work  for  which  the  dry  goods  merchant 
is  adapted  as  he  knows  and  carries  the 
materials  to  be  used,  and  has  the  facili- 
ties for  packing  and  forwarding  the 
made-up  articles.  He  also  is  intimately 
acquainted,  though  only  in  a  business 
way.  with  the  majority  of  the  women 
who  would  become  workers,   and  also  it 


CONTENTS  OF  COMFORT  BAGS. 
Made  of  Cretonne,  4  Inches  x  12  Inches. 

Pad. 

Pencil. 

Envelopes. 

Post  Cards. 

Playing  Cards. 

Talcum  Powder. 

Soap. 

Wash  Cloth. 

Tooth  Brush. 

Safety  Pins. 

Handkerchiefs. 

ages  free  of  charge.  Charges,  however. 
have  to  be  paid  at  points  of  despatch 
and  the  receipts  forwarded  to  the  secre- 
tary who  will  in  due  time  make  a  general 
application   for  refunds. 

Women  organized  for  sewing  should 
spend  money  on  materials  for  such  gar- 
ments shirts,  pyjamas,  dressing  gowns, 
bed  jackets,  night  shirts;  or  on  wool  for 
knitting  into  socks,  wristlets,  mitts. 
cholera  belts  and  scarves,  or  kit  bags. 
All  of  these  articles,  it  should  be  im- 
pressed upon  buyers,  require  careful 
making.  Tare  must  be  taken  also  to 
make  these   articles    in    \vearnhh    sizes. 

Meeting  of  Knitting  Circle. 
There  are  so  many  points  of  this  kind 
that  if  possible,  and  space  is  available, 
it  would  pay  the  store  to  <rive  space  for 
the  meeting  of  a  sewing  and  knitting 
circle    in    the   store.        Tn    this    case    the 


DIRECTIONS    l'OB    THE    KEI>    CROSS    GARMENTS. 

I.     Patterns — The   garments   are   to   be   made  according  to  the  patterns  sen)  out  by  the  Red 
Cross  Society. 


■_".     Material    for   g; 

lrments  : 

Garment 

Material 

Amount 

For   largest    size 

Night  Shirt 

Unbleached  Muslin 

36  in.  wide 

t:'s  yds. 

P  i,Jamas 

Outing  Flannel 

Striped 

27  in.  wide 

0  yds. 

White 

36  in.  wide 

6  yds 

Blanket    Wrapper 

Outing    Flannel 

Striped 

27  in.   wide 

0  yds. 

White 

36  in.  wide 

6  yds 

Nightingale 

Outing    Flannel 

si  rlped 

27  in.  wide 

1   yds. 

White 

36  in.  wide 

.".:'v   yds. 

will  be  to  his  benefit  and  the  betterment 
of  his  business  to  come  in  contact  with 
those  who  are  no!  customers  in  his  store. 
Though  some  extra  trouble  and  work 
and  possibly  some  expense  would  be  in- 
curred, this  need  not  be  very  large  as 
almost  all  the  railways  and  express  com 
panics   are   carrying  "Red   Cross''  pack 


•For  full  Information,  application  should  be 
made  to  Secrptarj  of  the  Red  Cross  Societj 
for  Canada,  77   Klinr   SI     Fast.   Toronto. 


merchant  would  have  to  enlist  the  ser- 
vices of  some  woman  of  ability  to  take 
charge  of  the  whole  affair,  and  to  see 
that  the  garments  are  of  the  propeT 
size  and  properly  made.  The  Red  Cross 
Society  will  send  out  sets  of  live  pat- 
terns to  any  woman's  organization  ap 
plying  for  them.  While  other  patterns 
may  be  used  these  are  the  standard  as 
they  are  identical  with  those  approved 
of  by  the  British  Red  Cross  Society  on 


the  special  recommendation  of  Her  Ma- 
jesty the  Queen. 

Merchants  who  have  not  the  facilities 
gping  as  far  as  mentioned  above  into 
this  work,  can  help  in  a  more  limited 
form  of  forwarding  knitted  articles. 
Many  women  have  not  knitted  for  years. 
and  knitting  has  been  so  long  out  of 
fashion  that  many  more  do  not  know 
how  to  knit.  Even  when  the  stitches  are 
learned  they  do  not  know  how  to  shape 
the  articles.  For  the  benefit  of  the  yarn 
department  and  such  customers  The  Re- 
view prints  below  the  Red  Cross  instruc- 
tions for  knitting  the  wanted  garments: 

Knitted  Goods. 

Knitted  Cholera  Belts.-  Use  fingering 
yarn  No.  •">.  in  natural  or  pale  grey,  sift 
quality,  No.  L3  needles  (steel).  No.  i» 
needles    (hone);  4  needle-   in   each   set. 

Cast  on  150-200  stitches  i  a  three 
needles,  No.  13;  rib  2  and  2  or  :i  and  :? 
•'!  for  4  inches:  knii  on  to  t:  e  bone 
needles  and  rib  for  S  inches;  knit  hack 
on  to  steel  needles  and  rib  for  4  inches: 
i  asi  on  and  casl  off  loosely. 

Many  men  prefer  the  woven  belts. 
These  cost  about  35  cents  wholesale. 
Flannel  belts  are  also  used  for  some 
cases. 

Socks — Grey  or  khaki  yarn  oi  heather 
Mixture.  Socks  with  heels  are  prefer- 
ted.  but  those  without  heels  are  useful 
for  wear  during  convalescence.  Keedles 
size  12  to  14.  according  to  wool  used. 

Cast   on   from  64-72  si  according 

to  needles  used.  Lerr  should  be  13  or  14 
inches  Ion"'  from  top  to  rnrn  of  heel: 
either  ribbed  all  down  or  plain  after 
three  inches  of  ribbing.  Foot.  10V>.  11 
and  IV  '■■  inches  Ions.  Toe  must  not 
have  a  "ridge"  where  finished.  The 
best  way  to  finish  is  to  "darn  in"  the 
stitches  when  reduced  to  about  12  in  all. 
Break  off  the  wool,  thread  it  into  a  darn- 
in?:  needle,  and  take  off  one  stitch  at  a 
time  on  a  darning  needle,  and  darn  each 
stitch  into  the  toe  of  the  sock. 

Scarves — 72-90  inches  Ions-,  o_12  inches 
wide,  in  grey  or  khaki.  Loose  stitch. 
No.    7    or   8    needles. 

Sleeping   or   Balaclava   Cap  No.   0 

bone  needles    (41.  pointed   both   ends.     4- 

pl\   \  am  in  srrey  or  khaki. 

i  asi    on   56-64   stitches   with   one   pair 

or  needles.  Knit  plain,  back  and  forth, 
for  1  inches.  Do  the  same  with  other 
pair  of  needles,     -loin  together  the  two 

(laps  so  knitted  by  knittimr  on  to  four 
needles.     Knit  (i  inches  of  2  and  2  rib  on 


DRY     GOODS    REVIEW 


Here's  a  Group  of  Red  Cross  Supplies  for  Our  Soldiers 


This  is  a  special  illustration 
taken  for  The  Review  by  cour- 
tesy of  The  Red  Cross  Society 
of  Canada,  showing  scarf,  sleep- 
ing helmet,  wristlets,  miffs. 
socks,  cholera  hag,  and  ivash 
cloth  merchants  should  arrange 
to  display  samples  in  their 
stores  beside  the  wool  section. 


the  four  needles.  Cast  off  30  stitches 
and  leave  a  space  l1  '■_>  inch  deep  before 
casting  on  30  stitches  again — this  leaves 
the  hole  for  the  face — and  knit  as  be- 
fore 6  stitches.  To  shape  (he  top  divide 
the  stitches   equally  on   three  needles. 

In  the  first  row,  knit  together  first 
and  second  stitch  on  each  needle.  In 
second  row  knit  together  second  and 
third  stitches  on  each  needle.  In  third 
row  knit  together  third  and  fourth 
stitches  and  so  on  till  at  last  two  stitches 
on  each  needle  are  knitted  together. 
Then  begin  with  first  and  second  stitches 
again,  and  repeat  until  15  stitches  are 
left  and  darn  these  in  as  suggested  for 
socks.  This  shaped  top  makes  an  excel- 
lent spiral  toe  for  socks  with  no  rough 
ridges  or  seams. 

Yarn  may  be  shrunk  before  use  by 
putting  the  skeins  in  very  hot  water  and 
then  in  cold,  and  then  dry  thoroughly 
before  winding  into  balls.  This  shrink- 
ing' saves  the  necessity  of  washing  the 
socks,  belts,  etc. 

Wristlets — Grey  or  khaki.  4-ply  fing- 
ering.    No.  14  steel  needles.   (4.) 

Cast  on  about  (10  stitches;  rib  for  9 
inches.  Cast  off  looselv.  A  hole  for  the 
thumb  may  be  left  if  desired,  so  that 
the  wristlet  can  be  used  as  a  mitt. 

Mitts — 3  oz.  of  4-ply  yarn.  Grey  or 
khaki.     6  needles,  No.  14. 

Knit  like  ordinary  man's  glove,  but 
cast  off  finders  and  thumbs  after  knit- 
ting lVo-2  inches,  leaving  tops  open. 


Gave  Away 
Chocolates 

A  25-Cent  Box  as  Inducement 
to  Women  With  Each  $1  Pur- 
chase of  Men's  Furnishings. 

'TpIlE  fact  must  not  be  lost  sight  of 
during  Christmas  that  the  women 
do  considerable  of  the  buying  at  this 
time  of  the  year.  It  is  a  season  when 
the  merchant's  selling  methods  have  to 
undergo  a  complete  volte  face.  Whereas 
during  the  whole  of  the  year  he  has 
been  dealing  mainly  with  men,  he  must 
now  be  prepared  to  encounter  the 
idiosyncracies  of  the  other  sex,  and  his 
windows  and  goods  must  be  arranged 
to  meet  these  changed  conditions. 

Scott  Bros.,  St.  Catharine  St.  West, 
Montreal,  realized  this  last  year,  and 
in  their  displays,  united  boxes  of  choco- 
lates with  their  gents'  furnishings.  This 
caught  the  women.  They  figured  that  if 
they  bought  a  pair  of  gloves  for  Jimmy, 
the  box  of  chocolates  would  come  in 
handy  for  little  Mary.  A  box  of  choco- 
lates was  given  away  with  every  dollar 
purchase.  They  were  regular  25c  boxes, 
but  only  cost  the  firm  ten  or  twelve 
cents,  buying  in  large  quantities. 

Something  along  these  lines  should  ap- 
peal strongly  this  year,  as  many  people 
will  be  on  the  look-out  for  two  presents 
r> 


ho-  tie   price  of  one.  especially   the   wo- 
men. 


SHOWING  THE  LITTLE  THINGS. 

In  the  store  of  Miller  &  Sons,  Oshawa. 
Ont.,  there  is  a  long  counter  which 
faces  the  main  entrance.  On  the  face 
of  this  counter  and  some  inches  below 
the  level  of  the  surface  there  is  a  long 
line  of  small  open  compartments,  each 
a  few  inches  square  and  an  inch  or  so 
deep.  Here  are  kept  thread,  mending 
yarn,  thimbles,  pins  and  other  practical 
and  useful  articles  which  are  likely  to 
be  sold  by  being  brought  to  the  notice 
of  the  housekeeper.  On  the  outside  of 
each  compartment  there  is  a  small  brass 
card  holder  where  tickets  can  be  placed 
to  denote  prices. 


CHANGE  IN  COBALT  FIRM. 

The  firm  known  as  McDcrmoft  &  Sul- 
livan, exclusive  dry  goods,  Cobalt,  have 
dissolved  partnership,  and  in  future 
business  will  be  conducted  under  the 
name  of  J.  C.   McDerinott. 


John  Sandham,  formerly  manager  and 
buyer  for  James  Coristine  &  Co.,  Mont- 
real, died  in  Westmount,  on  Wednesday, 
November  4.  He  had  been  confined  to 
bis  home  throush  ill-health  for  a  year. 


GETTING  $2,000  BY  A  KEY. 

A  BEDDING  manufacturer  told  me  a 
good  story  the  other  day  which  il- 
lustrates clearly  the  different  attitude 
of  live  and  lifeless  merchants  to  the 
present  business  conditions.  There  were 
two  firms  whose  accounts  were  due,  and 
the    company    wanted   the   money   badly. 

No.  1  threw  up  his  hands  and  declared 
thai  under  present  conditions  he  was 
unable  to  pay. 

No.  2  said,  "Do  you  really  require 
this  money?"  "Yes."  said  the  com- 
pany, "we  must  have  something  to  help 
keep    thing's   going. " 

"All  right,"  said  ho,  "I'll  see  what 
I   can    do." 

Shortly  afterwards  they  were  sur- 
prised to  receive  a  cheque  for  two  thous- 
and  dollars. 

This  was  something  approaching  a 
phenomenon,  and  demanded  an  explana- 
tion :  so  the  firm  wrote  to  the  merchant 
and  ashed  him  how  he  managed  to  get 
the  money  together  in  so  short  a  period. 
Hi--  reply  should  inspire  the  despairins 
merchant.  Tt  is  an  example  of  how  an 
imaginative  mind  can  overcome  almost. 
insuperable  obstacles  in  war  time.  II" 
replied  something  aftei   this  fashion: 

"You  said  you  wanted  the  money 
rather  badly,  so  T  looked  over  mv  books 
and  found  an  unusual  number  of  small 
accounts  ranging  from  one  to  three  or 
four  dollars.  !  happened  to  have  a  kit- 
chen cabinet  in  stock,  so  I  bought  two 
or  three  hundred  keys,  only  one  of  which 
fitted  the  cabinet;  then  I  wrote  to  these 
small  creditors,  offering  a  key  to  everj 
one  who  came  in  and  paid  the  small 
amount  they  owed.  The  response  was 
surprising.  On  a.  certain  day  all  ap- 
peared at  the  store  with  their  keys,  and 
the  one  bearing  the  one  which  titled  the 
cabinet,   secured   it.       By   getting  these 

people  into  my  store  the  business  don.' 
on  this  day  was  away  above  the  aver- 
age, In  Ibis  manner  I  secured  the  two 
thousand  dollars,  the  cheque  for  which 
you  have  received." 

Traveling  up  and  down,  1  repeatedly 
come  across  these  two  types;  the  man 
who  declares  that  business  i^  goins  to 
the  dogs,  and  is  willing  to  let  it  go,  and 
the  man  who  realizes  that  business  is 
nol    .-is   1    ;is    usual,    but    by    iucreas'd 

energy,  originality,  and  advert  isintr.  is 
doing  bis  best  to  make  the  reduction  in 
turnover   as   small    as   possible.        It    is 


again   a  case  of  the  survival  of  the  fit- 
test. 

*     « 

CEASE  TO  BE  GERMAN. 

T^FFORTS  being  made  by  German 
manufacturers  and  their  agents  in 
New  York  to  secure  payment  of  Cana- 
dian accounts  and  renewal  of  business 
by  underneath  methods  have  not  helped 
to  improve  the  attitude  of  the  trade  to- 
wards them.  "While  denouncing  the  en- 
emy, however,  the  retailer  must  remem- 
ber that  many  Canadian  jobbers  still 
have  stocks  of  German  goods  on  their 
hands,  which  spell  almost  ruination  if 
sentiment  compels  them  to  remain  there. 
Many  of  these  goods  were  purchased 
months  ago,  long  before  there  was  any 
indication  of  war  breaking  out  The  re- 
tailer must  remember  that  he  is  in  the 
same  position  himself  to  a  less  extent. 
There  are  very  few  merchants  in  Can- 
ada who  have  not  some  lines  still  on 
their  shelves  marked  "Made  in  Ger- 
many. " 

1  was  speaking  to  a  prominent  merch- 
ant on  this  subject  recently,  and  be  put 
the  matter  in  a  nutshell  when  he  said. 
"Those  goods  cease  to  be  German  as 
soon  as  they  reach  this  store."  The 
same  might  be  said  regarding  goods  in 
the  jobber's  bands;  now  that  they  arc 
here,   they   are   Canadian    ^oods. 

And  what  of  many  of  (be  institutions 
in  the  Empire  which  are  trading  under 
German  names?  In  England,  old  estab- 
lished firms  of  Teutonic  origin  are  fall- 
ing over  themselves  in  their  efforts  to 
explain  to  customers  (bat  despite  their 
names,  the  firms  are  British  to  the  core. 
Seme  have  gone  so  far  as  to  change 
their  names,  especially  retailers.  Talk- 
ing  with  a  prominent  manufacturer  who 
is  known  to  the  dry  goods  trade  from 
coast  to  coast  by  a  name  which  is  ver\ 
German.  1  ventured  to  ask  if  this  was  in 
juring  his  business.  He  thought  it  was. 
and  said  be  bad  contemplated  drawing 
attention  to  the  fact  through  the  trad" 
papers  that  be  was  a  Canadian,  and  tha< 
bis  father  foughl  for  Queen  Victoria 
in   the  Northwest    Rebellion. 

THE  EARLY  SHOPPER. 
'TMIK  grievance  of  'be  "Early   simp 
per*'    formed    an    editorial    topic-    in 
the  la-t  issue  of  The  Review.    The  point 

made,    as    will    be    rem. "ubred.    was    that 
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she  bad  made  all  her  purchases  by  the 
first  of  December  last  year — barken- 
ing to  the  cry  for  relief  to  the  sales 
clerks— tint  found  that  during  Christ- 
mas week  "practically  everything  - 
bought  was  on  sale  at  from  25  to  33  1-3 
pii-  cent,  less  cost."  This,  she  held, 
was  not  a  "square  deal." 

Several  opinions  of  retailers  have 
been  given  The  Review  since  the  item 
nDpeared,  and  not  one  feels  thai  "Early 
Shopper"  is  justified  in  feeling  that — 
to  use  a  gossipy  or  slangy  phrase 
has  been  "stung." 

"In  the  first  place."  points  cut  one 
store  manager,  "there  are  reductions 
during  Christmas  week,  but  no'  on  de- 
sirable goods.  The  very  fact  that  the 
goods  she  bought  early  were  reduced 
.-'  ows  that  there  was  danger  of  their 
being  left  on  band  after  the  Christ- 
mas buying;  that  they  were,  in  other 
woids.  slow  sellers.  This  is  not  com- 
plimentary to  the  lady's  choice,  surely. 
Desirable  goods  are  not  reduced  during 
Christmas  week:  if  anything,  prices 
are  stiffened,  for  we  know  that  we  can 
get  even  more  for  them  as  the  demand 
gets  keener  for  '.rood  lines  of  gifts  the 
nearer    Christmas    day    comes. 

"The  'early  buying'  proposition,  as 
we  put  it  up  to  our  customers,  runs 
about  this  way:  Tf  you  bny  early,  it  is 
obvious  that  yon  ?ei  a  far  wider  range 
of  selection  weeks  before  Christ 
Thai  is  a  valuable  point  for  everyone, 
for  outside  of  filling  in  lines  that  are 
-obi  out.  lew  new  goods  come  after  the 
firsl  ,,f  December.  Moreover,  you  avoid 
the  crowds  and  shop  in  greater  com- 
fort. And  you  pay  no  more  for  goods 
that  are  saleable,  and  often  less — and. 
naturally,  you  would  not  want  to  think 
you  bought  lines  that  the  public  gen- 
erally rejected,  and  had  t"  be  'marked 
down'   later. 

"We  add.  of  course,  th°  nsual  argu- 
ments about  having  more  time  to  plan 
if  shopping  early,  and  'be  advantage  to 
our   salespeople. 

"On  the  other  hand,  yon  would  hardly 
pxpeel  anyone  to  complete  ''er  pnr- 
cbases  by  Dee.  1  :  she  mighl  well  gel 
the  bulk  of  them,  bul  miry  one  should 
reserve  a  few  small  thing*  for  Decem- 
ber. If  yon  don't,  you  miss  most  of 
the  'Christmas  spirit,'  which  is  not 
abroad  in  any  strength  until  the  last 
month. 


IsGYour  Pattern  Counter  100%  Efficient? 

Three  of  the  Chief  Causes  of  Inefficiency  —  A  Department  in 
Which  the  Success  of  the  Whole  Store  Depends  —  Its  Logical 
Location  Near  the  Dress  Goods  Department  and  Always  Prom- 
inent— Some  Drawbacks. 


THK  writer  was  being  conducted 
through  a  large  store  in  a  Western 
city  recently.  The  manager  was 
pointing  out  the  good  and  bad  points  of 
each  department.  When  he  came  to  the 
pattern  department  he  said:  "We  do 
quite  a  big  business  here,  but  the  space 
it  occupies  is  too  valuable.  We  propose 
to  move  it,  and  give  this  location  to  a 
more  profitable  end  of  the  business." 

If  such  a  change  was  made,  it  was 
probably  the  most  unstrategical  move 
that  store  has  made  for  some  time,  and  it 
will  not  be  lon°'  before  the  pattern  de- 
partment is  uiven  a  location  back  in  the 
centre  of  tilings.  As  it  stood,  it  was  just 
about  right — in  close  touch  with  every 
department  in  the  store.  It  was  on  the 
ground  floor,  well  equipped,  and  doing  a 
nice  business. 

This  man  had  became  obsessed  with 
the  idea  that  every  department  should 
show  good  results  in  dollars  and  cents, 
otherwise  its  location  ought  to  be  rele- 
gated to  a  floor  that  was  reached  by 
elevator,  and  certainly  not  on  the  ground 
floor,  where  space  is  valuable.  At  the 
same  time  he  did  not  begrudge  the  ex- 
penditure of  hundreds  of  dollars  on  a 
mezzanine  floor,  equipped  with  lounges 
and  everything  necessary  to  make  his 
customers  comfortable.  This  mezzanine 
floor  did  not  bring  him  any  revenue,  and 
yet  he  gave  it  a  good  location,  whereas 
he  might  have  utilized  every  inch  of  it  to 
good  advantage  by  covering  it  with  bar- 
gain counters. 

A  Contradiction. 
He  figured,  and  figured  rightly,  as 
many  sensible  business  men  do  to-day, 
that  by  giving  his  patrons  service  of  the 
rest  room  kind,  he  was  securing  splendid 
results  indirectly,  by  attracting  a  good 
class  of  customers  to  his  store,  and  yet, 
at  the  same  time,  he  was  figuring  on  mov- 
ing a  real  service  department  from  its 
logical  situation  (near  the  dress  goods) 
to  a  place  where  it  would  occupy  less 
valuable  space. 

The  pattern  department  is  a  sprat  to 
catch  a  whale.  The  woman  who  enters  a 
store  to  purchase  a  pattern  is  the  woman 
who  is  going  to  spend  a  lot  of  money  in 
other  departments.  The  road  from  the 
pattern  department  leads  directly  to 
counters  handling  silks,  dress  goods, 
laces,  ribbons,  notions,  millinery,  gloves, 
shoes,  and  corsets;  if  it  does  not,  it  ought 
to.  It  is  a  constantly  active  force  which 
can  be  used  to  boost  sales  in  everv  de- 


partment. The  purchase  of  a  pattern  is 
almost  a  certain  guarantee  of  further 
purchases.  This  department  should  he 
one  of  the  greatest  selling  influences  in 
the  store.  A  woman  has  only  one  reason 
for  buying  a  pattern — and  that  is,  to 
make  a  dress  with  it;  the  conclusions 
drawn  are  obvious.  And  yet  there  are 
dry  goods  merchants  who  use  low-priced 
employees  in  this  department,  who  see  in 
it  only  girls  handing  packages  of  paper 
at  15  cents  each  time. 

Well  Trained  Clerk  Needed. 

So  great  importance  do  some  wide- 
awake business  men  attach  to  this  end 
of  their  business  that  they  have  consider- 
ed the  suggestion  to  employ  a  well- 
trained  woman  as  intermediary  between 
the  pattern  department  and  the  piece 
goods:  a  woman  who  knows  the  stocks 
thoroughly,  who  can  suggest  suitable 
goods   for  the   dress   a   customer  has   in 


VERY   NECESSARY. 
Good  location. 
Well    Kept    Stocks. 
A  Capable   Clerk. 

mind,  and  after  making  these  sugges- 
tions, hand  the  customer  over  to  a  good 
salesman. 

Of  course,  such  a  departure  would 
only  be  practicable  in  a  large  store.  The 
merchant  who  cannot  go  to  this  expense, 
and  who  wishes  to  make  his  pattern  de- 
partment 100  per  cent,  efficient,  must  see 
that  his  help  at  this  counter  are  com- 
petent to  sell  more  than  the  pattern.  A 
srirl  at  six  dollars  a  week  can  sell  pat- 
terns, but  she  is  losing  money  to  the 
store  unless  she  is  familiar  with  the 
goods  in  other  departments,  and  by  her 
conversation  can  effect  sales  in  some  of 
the  departments  above  mentioned.  The 
girl  at  this  counter  should  know  what 
new  goods  have  arrived.  By  wise1  sug- 
gestions she  can  work  wonders  at  the 
counters  round  about  her. 

Three  Drawbacks. 

After  an  investigation  into  the  prac- 
tices of  various  stores,  the  writer  has 
picked  on  the  three  following  as  the 
chief  faults  which  militate  against  suc- 
cessful co-operation  between  the  pattern 
department  and  the  rest  of  the  store: 
First,  bad  location ;  second,  stock  in  bad 
shape;  and  third,  incompetent  help. 


Take  the  first — bad  location:  the  pat- 
tern department  should  be  on  the  main 
floor,  and  in  a  central  location,  and  the 
nearer  it  is  to  the  dress  goods  and  piece 
goods  the  more  efficient  it  will  be.  A 
woman  comes  into  the  store  with  the 
idea  of  making  a  dress:  her  first  idea  is 
to  buy  a  pattern.  This  should  be  handy, 
and  there  should  be  good  ligbt  to  enable 
her  to  see  the  books. 

Now,  the  question  of  badly  kept 
stocks:  many  salespeople  are  careless  in 
allowing  sizes  in  most  demand  to  run 
out.  The  consequence  is  that  customers 
are  sold  patterns  that  are  either  too 
large  or  too  small.  If  a  woman  has 
bought  a  34  where  she  wTanted  a  36.  it  is 
very  probable  that  she  does  not  under- 
stand how  to  allow  for  this  reduction  as 
an  experienced  dressmaker  would  know. 
In  any  ease,  she  cannot  get  lines  as  per- 
fect as  those  she  would  have  obtained  if 
the  saleswoman  had  had  the  correct  size 
in  stock.  In  many  cases  a  woman  would 
spoil  her  material. 

Then  there  is  the  question  of  incom- 
petent help.  There  are  some  girls  in 
charge  of  pattern  counters  who  would 
be  more  useful  to  a  store  if  they  were 
paid  twelve  dollars  a  week  to  stay  away. 
Merchants  who  have  pattern  depart- 
ments will  do  well  to  chose  their  sales- 
girls as  carefully  as  they  would  chose  a 
buver  in  another  department,  for  much 
de] lends  upon  her  ability. 

Dress   Goods   to   Correspond. 

A  word  in  favor  of  the  patterns  them- 
selves :  in  a  larse  percentage  of  cases 
the  woman  who  buys  a  pattern  will  stay 
in  tlie  store  to  purchase  the  material. 
The  merchant  should  see  to  it  that  he 
has  the  right  goods  at  the  right  prices, 
or  he  will  find  himself  doing  a  good  busi- 
ness in  patterns  and  his  competitor  pick- 
ing  the  plums.  Only  in  such  a  case  is  he 
warranted  in  giving  his  pattern  counter 
a  place  in  the  rear.  If  he  has  the  right 
goods,  a  competent  girl  selling  patterns, 
and  the  departments  located  so  as  to  be 
co-operative,  success  is  assured. 


HALF  A  CENTURY  OF  HARD  WORK 
Mr.  Robt.  Wright,  the  well-known 
dry  goods  merchants  ot  Brockville,  cele- 
brated his  72nd  birthdax  a  short  time 
ago.  Mr.  Wright,  although  he  has  spent 
over  half  a  century  in  hard  work,  is  the 
picture  of  health,  and  seldom  misses  a 
dav  from  his  store. 
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Feature  Useful  Gifts 

AT  NO  time  for  many  years  past  has  it  been  so 
incumbent  on  the  merchant  to  play  up  the 
practical  side  of  gift  making  as  during  the 
present  season.  People  are  in  a  strange  mood;  one 
in  which  most  of  the  former  element  of  "pride"'  has 
disappeared.  They  let  their  servants  go  because, 
frankly,  they  say  they  cannot  afford  to  keep  them. 
The  men  are  not  ashamed  to  be  seen  buying  15  cent 
lunches  in  a  cafeteria  where  they  co-operate  in  labor- 
saving  devices  for  the  proprietor  with  a  doubtful 
increase  to  themselves  of  the  size  of  the  helping  of 
pudding  or  the  slice  of  pie.  The  women  are  ready 
to  wear  last  winter's  suit,  and  ready  (almost)  to  re- 
turn last  winter's  hat.  It  has  become  so  fashionable 
to  plead  poverty  that  some  have  begun  even  to  glory 
in  it. 

The  merchant,  however,  must  meet  the  public  in 
the  mood  they  are  in,  much  of  it  legitimate,  much 
forced  and  needlessly  hurtful,— and  play  up  the 
economical  and  useful  side  of  his  wares.  .Luxuries 
and  novelties  that  obviously  will  have  a  short  life 
will  not  lie  as  strong  inducements  as  usual.  The 
most  ordinary  articles  can  be  brought  forward  and 
stamped  as  suitable  Christmas  goods,  provided  you 
add  a  touch  of  adornment  that  will  take  them  away 
from  their  accustomed  surroundings.  Tell  the  public 
yiiu  are  selliiui  Christmas  goods  as  cheap  as  last  year, 
wherever  you  can  truthfully,  and  in  the  great 
majority  of  case-  you  can.  Set  them  out  all  over 
your  store  on  tables,  counters,  ledges,  any  place  you 
can  find  and  label  every  one  with  the  price,  and  have 
as  many  price  tickets  as  your  long-suffering  card- 
writer  can  supply  you  with.  You  need  no  apology  for 
associating  the  gifl  with  the  price. 
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The  Red  Cross  and  the  Merchant 

ONSIDERABLE  attention  has  been  devoted  in 
this  issue  of  The  Review  to  the  opportunities 
afforded  for  work  on  behalf  of  the  Red  Cross 
Society.  Within  the  next  two  months  many  thou- 
sand- of  women  in  Canada  will  be  knitting  long 
-carl's,  wristlets,  socks,  milts,  cholera  bells,  and  hel- 
mets for  the  Canadian  an  '  British  soldiers  engaged 
in  a  Winter  campaign  in  France,  Belgium  and.  we 
trust,  Germany.  Enormous  quantities  of  yarn  will 
I c  required  to  meel  the  demand  of  these  loving 
workers,  and  il  be. •nine-  a  business  duty  of  the  dry 
goods  merchant  to  supply  the  materials  for  these.  In 
a  few  eenlre<  where  the  Red  Cross  Association  is  ac- 
tive, -ample-  of  the  go  >d-  required  and  directions  for 
making  them   up  will   be  readily  available,  but   in 


the  most  of  places  the  initiative  may  well  be  taken  by 
the  merchants.  The  Review  presents  a  photograph 
which  il  had  prepared,  of  the  full  line  of  knitted  Red 
Cross  supplies,  and  gives  also  the  official  directions 
for  making  these  up.  Our  New  York  correspondent 
also  has  forwarded  us  a  series  of  slips,  each  contain- 
ing directions  for  the  knitting  of  one  article.  These 
have  been  printed  in  large  numbers  by  John  Wana- 
maker  and  are  distributed  free  of  charge  to  custom  res 
at  his  store.  This  might  be  done  advantageously  by 
the  merchant,  and  in  addition  he  could  secure 
samples  of  the  made-up  articles  from  the  central 
association  in  Toronto  should  be  inaugurate  a  local 
campaign. 

We  would  suggest  setting  aside  a  special  place 
in  the  store  for  Red  Cross  supplies:  advertising  this 
in  the  papers,  and  securing,  where  possible,  the  co- 
operation of  prominent  ladies  in  the  town. 

This  is  a  new  movement,  and  one  that  The 
Review  believes  will  extend  to  large  proportions  in 
the  next  few  weeks.  Make  yourself  a  part  of  it.  and 
the  reward  will  be  doubly  vours. 


The  Nation  of  Shopkeepers 

AS  WEEK  passes  week  the  century-old  tauni 
of  the  Corsican  become-  the  amazing  and 
ever-growing  triumph  of  old  England.  The 
keeping  of  the  trade  routes  open  ha-  lone,  constituted 
the  world-task  of  the  Mistress  of  the  Seas.  This 
traditional  genius  of  the  "Nation  of  -hopkeeper-.'- 
kept  gloriously  operative  since  the  days  of  the  Ar- 
mada, now  upholds  England  as  the  dominating 
nation  of  the  world,  paralyzing  the  commerce  of  the 
enemy,  starving  him  from  his  food  and  munition 
supplies,  stretching  out  its  resistless,  protective  fore 
of  silent  grey  battleships  to  encircle  the  transports  of 
the  colonies  as  they  send  forward  their  sons  to  the 
field,  and  all  the  while  her  looms  keep  working,  ami 
their  product-  are  sent  aero--  the  seas  to  her  depen- 
dent customers  for  trading  day  by  day.  It  is  a  strange 
commingling  of  the  forces  of  business  and  war. 
doing  business  during  war.  and  all  the  while,  now 
that  war  i-.  making  war  her  business.  So  confident 
have  we  grown  in  her  illimitable  powers  to  keep 
business  moving  from  her  -bore-  over  the  wanted 
route-,  that  we  receive  day  by  day  the  cargoes  of 
merchandise  she  forward-  and  transports,  and  are 
jealous,  tearful  if  in  a  -mall  corner  o(  the  universe 
a  few  skulking  cruisers  -ink  a  merchantman  or 
overwhelm  a  more  lightly  armored  assailant. 

Power  and  impotence!   After  the  German  victory 
off  the  coast  of  Chili  a  correspondent,  wrote  in  glee 
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to  the  New  York  press,  "Germania  rule-  the  waves.'"' 
Quickly  flashed  back  the  answer  of  an  American: 
"If  your  correspondent  is  in  doubt  as  to  who  rules 
the  waves,  let  him  go  down  to  Hoboken  and  see 
whether  the  thirty-three  ocean  liners  that  are  tied 
up  to  the  dock,  afraid  to  go  to  sea,  are  British  liners 
or  German  liners.'' 

The  nation  stands  loyally  behind  its  shopkeepers 
and  its  shopkeepers  need  yield  to  none  in  their  loyal 
and  grateful  regard. 


Medals  from  the  Merchants 

THE  Review  urges  upon  the  merchants  support 
for  the  Canadian  Association  of  Display  Men, 
formerly  the  Window  Trimmers'  Association. 
in  their  campaign  for  membership  from  among  the 
employers.  It  was  a  wise  move  of  the  Executive  to 
set  apart  special  prizes  to  increase  the  efficiency  of 
the  display  men  in  the  type  of  window  that  appeals 
most,  and  rightly  and  naturally  so,  to  the  head  of 
the  establishment,  a  sales  or  merchandising  trim. 
The  aim  of  all  display  is  to  bring  the  merchandise 
before  the  public  in  a  way  most  productive  of  sales, 
and  the  real  nature  of  the  window  trimmer  is  in 
direct  proportion  to  his  success  with  the  materials  at 
his  disposal. 

What  really  is  aimed  at  is  that  the  three  medals 
shall  be  procured  from  the  membership  fees  con- 
tributed by  the  merchants;  of  far  more  service,  how- 
ever, will  be  the  practical  recognition  of  the  import- 
ance of  the  work  before  the  Association, — the  steady 
improvement  of  the  product  turned  out  by  its  mem- 
bers— and  the  evident  co-operation  that  member- 
ship implies. 

Settle  Accounts  as  Usual 

WE  believe  most  retail  merchants  realize  the 
need  of  keeping  business  as  near  normal  as 
possible  during  the  war.  A  few  com- 
plaints are  being  heard  from  authoritative  sources, 
however,  that  some  who  could  help  by  paying  their 
accounts  are  deliberately  holding  off  doing  so.  This 
is  not  only  an  injustice  to  wholesalers  and  manufac- 
turers who  are  straining  every  effort  to  keep  collec- 
tions up  to  normal,  but  it  is  calculated  to  cause  an 
immediate  money  shortage.  If  persisted  in  it  will 
defeat  its  own  purpose  and  dealers  who  deliberately 
hoard  up  funds  will  find  the  practice  will  speedily 
react  against  themselves.  They  cannot  injure  the 
community  at  large  without  involving  themselves. 
Our  advice  is  to  make  settlements  as  usual  and  help 
to  keep  business  normal.  You  cannot  conscienti- 
ously ask  your  customers  to  pay  their  accounts  if  you 
do  not  practice  what  you  preach. 


Five  Healthy  Maxims 

A  SECTION  of  the  Canadian  Credit  Men's  Asso- 
ciation has  sent  circulars  to  the  retail  trade 
suggesting  lines  of  policy  in  five  directions  that 
it  appeared  advisable  for  them  to  follow.  These 
were:  (1)  Prompt  collection  of  all  accounts  due;  (2) 
Limitation  of  credit  except  to  those  who  pay  prompt- 
ly ;  (3)  Exercise  of  care  in  buying  and  the  avoidance 
of  being  overstocked;  (4)  Keeping  the  stock  in- 
sured; (5)  Arranging  promptly  for  maturing  bills. 
These  are  the  best  of  maxims  at  every  season  when 
business  must  be  sought  for.  or  when  it  seems  to  come 
to  him  who  waits. 


Provincial  Licenses   Exeunt 

ONE  of  the  most  important  decisions  in  Cana- 
dian matters  of  recent  years  has  been  given 
by  the  Judicial  Committee  of  the  Privy  Coun- 
cil. For  years  the  extra-provincial  licensing  laws  of 
the  various  provinces  have  caused  annoyance  to  busi- 
ness firms  all  over  Canada.  A  Dominion  charter  did 
not  change  the  situation  any,  some  of  the  provinces, 
such  as  Ontario,  New  Brunswick  and  Manitoba  grant- 
ing licenses  to  Dominion  companies  for  example  only 
as  a  matter  of  discretion.  By  the  decision  handed 
down  this  week  a  company  having  a  Dominion 
charter  can  do  business  without  further  license  in  any 
province  of  the  Dominion.  Hitherto  a  company 
which  did  not  take  the  trouble  to  take  out  a  license  in 
every  individual  province  might  find  that  it  could 
not  collect  its  accounts  in  that  province.  As  the 
licensing  fees  in  most  cases  were  practically  the  same 
as  the  cost  of  getting  a  Dominion  charter  the  total 
cost  was  considerable  before  legal  status  in  all  prov- 
inces was  obtainable.  There  were  also  certain  for- 
malities in  the  various  provinces  in  the  way  of  reports 
and  the  like  which  often  made  it  hard  for  a  company 
to  know  just  what  was  its  position.  In  British  Col- 
umbia  for  example,  a  Dominion  company  was  sup- 
posed to  have  a  separate  head  office  for  the  province 
as  well  a-  a  resident  attorney.  These  licensing  laws 
were  moreover,  a  special  tax  on  limited  companies  as 
partnerships  were  not  include  1  in  their  scope.  Often 
the  fee-  chargeable  in  the  various  provinces  were  esti- 
mated on  the  whole  authorized  capital  whether  paid- 
up  or  not  and  whether  all  used  in  the  province  or  not. 
The  recent  decision  will  promote  inter-provin- 
cial trade  and  will  make  the  procedure  much  simpler, 
incidentally  the  decision  cuts  off  materially  the  rev- 
enues of  the  provinces,  all  of  which,  with  the  ex- 
ception of  Prince  Edward  Island,  had  extra-provin- 
cial licensing  laws.  The  decision  as  such,  however. 
does  not  prevent  the  provinces  from  taxing  corpora- 
tions and  the  provinces  may  overcome  this  aspect  of 
the  decision  by  changes  in  their  tax  laws.  Many  of 
the  annoyances,  however,  of  doing  inter-provincial 
lmsiness  are  done  away  with  by  the  decision. 


Editorial    Notes 
THE  JANUARY  SPECIAL  is  on  the  way. 

*  #  * 

GET  THE  "SHOP  EARLY"  slogan  started. 

*        *        * 

THE  RE-OPENINO  of  the  Massey-Harris  Works  i^ 
a  sign  of  the  times. 

THAT  COUPON   PLAN   of  the   St,   Thomas  store 
mentioned  in  this  issue  might  fie  worth  a  trial. 


THOSE  WERE  SIGNIFICANT  words  of  Premier 
Asquith  that  the  war  is  not  likely  to  last  as  long  as 
many  people  expected. 

s  *  * 

IT  WAS  A  SIM  BIT  of  true  sportsmanship  that  drew 
from  the  British  public  cheers  for  the  fair  and 
courteous  conduct  of  the  gallant  and  daring  captain 
of  the  Linden.  The  same  spirit  cheers  the  one  who 
beats  us  fairly  on  the  hall  field.  The  same  spirit 
enables  rival  merchants  to  co-operate  heartily  for 
mutual  business  advantage  or  civic  progress. 
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A   White   Summer   is   Promised   for    1915 

Sheer  Materials  and  White  in  the  Lead  for  the  Coming  Spring 
and  Summer — Voiles  Stand  First  and  Crepes  and  Kindred  Fabrics 
Will  Be  Good — Combination  Stripe  Ideas  Lead  in  Fancies. 


TEERE  is  very  little  change  in  the 
cotton  goods  situation  in  spite  of 
various  schemes  and  campaigns, 
which  have  for  their  object  the  increas- 
ing of  the  sales  of  cotton  fabrics  in  or- 
der  to  help  the  cotton  growers  in  the 
Southern  States.  This  is  hardly  the 
season  of  the  year  for  such  schemes  to 
make  any  impression,  but  it  is  entirely 
possible  that  the  outcome  may  be  an 
increased  cotton  vogue  when  the  legiti- 
mate season  for  the  wearing  of  cotton 
goods  comes  along. 

Sheer  materials  with  white  in  the  lead 
seems  to  sum  up  the  ideas  of  most  buy- 
ers for  the  Spring  and  Summer  season 
of  1915.  Voiles  are  coming  into  greal 
prominence,  and  a  very  large  proportion 
of  the  novelty  ideas  come  in  this  cloth, 
and  voiles  lead  in  both  plain  and  fancy 
cloths.  Crepes  have  by  no  means  worn 
oui  their  welcome,  and  the  sheerer  crepe 
voiles,  cotton  crepe  de  chines,  crepe 
voiles,  voile  neige  and  rice  cloths  of 
varying  degrees  of  sheerness  will  be 
featured    amom:    the   leading    sellers. 

In  novelty  cloths  voile  gabardine 
which  almost  exactly  reproduces  the 
w  o]  fabric  in  the  same  weave  is  the 
iHv  est  cloth  shown.  Lace  cloth  is  along 
tic  line  of  present  fashions  and  promises 
also  to  score  a  success.  Organdies  have 
been  very  much  in  the  lime-light  during 
the  past  Summer  and  al  the  present  time 
principally   Por  neckwear  uses,  and  as  a 


blouse  fabric.  In  the  coming  Summer 
they  will  he  well  represented  in  the 
dress  line,  but  will  hardly  rival  voiles 
and    crepes. 

Stripes  lead  in  novelty  cottons  and 
patterns  showing  tape  stripes  in  various 
widths  outlined  with  line  stripes  are 
very  much  in  evidence.  Printed  stripes 
in  solid  color  are  outlined  by  a  single 
or  a  group  of  line  stripes  in  contrasting 
color  or  the  outlining  stripe  may  be  of 
artificial    silk   or  looped   yarn. 

Heavier  goods  have  received  good  or- 
ders and  such  fabrics  as  piques,  cords, 
repp,  ducks,  drills,  and  various  weaves 
in  cotton  suitings  are  selling.  If  obtain- 
able the  revival  of  the  sale  of  linens  is 
predicted.  Tn  all  these  fabrics  white, 
natural  and  tans  will  be  very  much 
used  as  the  all-white  costume,  that  is, 
gown,  hose  and  shoes,  will  assuredly  be 
a  feature.  As  a  relief  sand  or  natural 
shade  also  with  hose  and  shoes  match- 
ing promise  to  he  prominent  and  in 
children's  and  misses  lines,  the  military 
combination  of  tan  or  khaki  with  red 
will   he  featured. 

Tn  colored  cottons  there  has  been 
much  copying  of  woolen  fabrics,  and 
practically  all  the  leading  wool  fabrics 
are   being   reproduced   in   cotton. 

The  outlook  for  ginghams  i-"  improv- 
ing. The  new  ginghams  come  in  stripes 
and  checks  in  delft,  navy,  light  ami  me- 
dium   greens,    fans,    lavender,    and    liarhi 


and  deep  pink.  Yellow  will  be  good  in 
the  better  priced  lines.  Hair  line  stripes 
of  black  on  a  white  ground  are  to  he 
very  good.  Tartans  are  showing  both  in 
Scotch  ginghams  and  in  crepe-. 


EARLY  SILK  ORDERS  FOR  SPRING. 

ORDERS  are  being  placed  for 
Spring  on  a  conservative  basis, 
for  there  seems  to  he  a  pretty 
well  grounded  belief  that  all  the  sup- 
plies wanted  will  he  obtainable,  at  any 
rate,  in  staple  silks.  As  for  novelties, 
they  will  he  feu  am!  tar  between,  and  if 
they  were  procurable  it  i>  doubtful  as  to 
whether  they  would  he  needed.  Buyers 
should  keep  in  mind  that  wear  condi- 
tions are  uncertain,  and  that  develop- 
ments are  always  possible  that  would  in- 
terfere with  the  present  shipping  ar- 
rangements— the  tide  of  hat  tie.  for  in- 
stance, might  cross  the  Rhine  or  other 
of  the  neutral  nations  might  join  the  na- 
tions at  war.  There  has  been  a  very 
considerable  drop  in  the  price  of  raw 
silk,  hut  the  effect  has  been  largely  off- 
set h.\  increased  expenses  in  other  direc- 
tions, one  of  the  most  important  being 
the  great  increase  in  the  cost  of  dye- 
stuffs.  Transportation  (harm's  are  high- 
er ami  insurance  is  on  a  war  hasi-.  and. 
therefore,  the  price  oi  the  finished  Fabric 
i-  practicalh   unchanged. 
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DRESS    FABRICS 
THE  "RISING  SUN"  TICKET 


Dry  Goods  Review 


THE  BEST  SELLING 

Prints  in  Canada  to-day  are  good, 
honest  value  for  money.  They  are 
manufactured  of  the  best  cotton, 
printed  with  fast  colors,  and  will 
bring  your  customers  back  for  more. 

CRUM'S  STANDARD  PRINTS 

is  the  name  in  full. 

Every  genuine  piece  bears  the  above 
"Rising  Sun"  ticket  and  the  stamp 
reproduced  below  on  the  outside  fold. 

The  name  "Crum's  Standard"  is  also 
stamped  along  the  selvedge. 

A  showcard  and  leaflets  for  the 
counter  will  be  supplied  by  your 
Jobber  with  your  order. 


THE   STAMP 
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The  Wool  Market   Dominates  the  Situation 

The  Demand  for  Wools  For  Army  Cloths  and  Blankets  Senas 
Prices  of  Raw  Wools  Higher — Yorkshire  Mills  Are  Busier  Than 
in  Years  Past — Wool  Embargo  From  the  Colonics  Also. 


THE  future  of  business  in  these 
days  depends  considerably  upon 
the  war.  and  as  war  develop- 
ments are  apt  to  be  uncertain,  it 
is  the  unexpected  that  often  hap- 
pens. This  is  just  what  has  taken 
place  in  the  wool  market,  for  it 
is  due  to  conditions  developed  by  the 
war  that  the  threatened  slump  in  the 
woolen  industry  has  turned  into  such  a 
boom  as  the  West  Riding  of  Yorkshire 
has  not  participated  in  since  the  mem- 
orable year  of  1872.  With  the  opening 
of  the  October  series  of  wool  sales  there 
was  a  small  decline  in  merino  wools,  but 
crossbreds  commenced  to  climb  because 
a  few  mills  had  booked  khaki  cloth  or- 
ders thai  promised  to  ke.-p  tiiem  bus\ 
Por  some  months  ahead.  Soon  it  was 
found  thai  khaki  cloth  could  not  be  pro- 
cured last  enough  and  the  British  Gov- 
ernment decided  that  the  new  army  now 
forming  should  be  (dot lied  in  blue  serge. 
This  older  not  only  cleared  out  stocks  on 
hand  bul  caused  a  heavy  demand  to  set 
in    for   certain    kinds   of   raw    wools. 


A.s  the  new  army  was  much  too  large 
to  be  accommodated  in  the  existing  bar- 
racks and  depots  they  are  being  housed 
in  hastily  constructed  wooden  huts  and 
for  the  time  being  tents.  This  has  led  to 
a  hurry  call  for  blankets,  and  the  im- 
possibility of  supplying  the  number  of 
blankets  needed  in  short  order  has  led 
to  a  call  for  any  kind  of  heavj  warm 
woolen  material  that  could  be  turned 
into  blankets.  Mills  that  had  on  hand 
accumulations  of  heavy  cloths — some  of 
them  of  years  standing- — have  sold  them 
al  a  ffood  price  for  this  purpose.  So 
great  was  this  demand  thai  for  some 
days  the  railways  were  totally  unable  to 
deal  with  the  traffic  and  quantities  of 
these  goods  were  sent  to  their  destina- 
tion by  road.  Larue  orders  for  similar 
g-oods  have  been  placed  for  the  French 
government,  and  furthermore  because 
of  the  situation  in  France  the  French 
Government  is  placing  orders  for  the 
blue-grey  cloths  worn  by  the  French 
army.  Orders  for  army  great-coat 
cloths   are    coming   from   Russia.        The 


mills  are  working  night  and  day  and— 
a  most  unusual  occurrence — the  women 
weavers  are  working  until  S  o'clock  at 
night. 

Business  is  becoming  more  brisk  in 
the  British  [sles,  and  better  sized  orders 
are  coming  in  from  the  home  trade,  also 
orders  from  abroad  that  have  been  can- 
celled when  the  war  broke  out,  are  being 
renewed — but  at  the  higher  prices  that 
rule  to-day. 

Because  the  demand  is  so  strong  for 
cross-bred  wools  some  grades  of  merinos 
are  being  substituted  in  the  production 
i  t  khaki  cloths,  and  because  of  this  and 
the  scarcity  in  the  coarser  urades  merino 
prices  are  being  firmly  held. 

Though  the  embargo  situation  is  not 
quite  clear,  and  just  how  far  reaching 
the  situation  created  by  the  irrantimr  of 
government  licenses  for  exportation  will 
be,  it  is  announced  that  Australia,  New 
Zealand  and  ('ape  Colony  are  declaring 
an  embarsro  upon  the  shipment  of  wool 
to  any  other  nation  than  Great  Britain. 
Continued  on  page  21. 


The  Outlook  in 
Canada 

TRULY,  it  is  an  ill-wind  that 
blows  nobody  good.  One  Con- 
tinent's "down"  is  another  Con- 
tinent's "up."  The  industries  of 
Europe  are,  generally  speaking,  at 
a  standstill,  and  matters  will  be 
worse   before   they   can   be   better. 

The  whole  world  is  looking  to  the  North 
American  Continent — to  Canada  and  the 
United  States — for  much  of  its  provi- 
sions, machinery,  textiles,  boots  and 
shoes,  beverages,  vehicles,  cement,  brick, 
earthenware,  fancy  goods,  furs,  glass, 
garments,  paper,  soap,  tobacco,  wood 
products,  and  much  else.  Canada  must 
get  ready  to  meet  the  demand  made  upon 
her.  We  have  continued  prosperity 
ahead  of  us  if  our  manufacturers  and 
merchants  rise  quickly  to  take  advan- 
tage of  their  opportunity. 

It  is  a  time  for  business  hopefulness, 
not  for  business  gloom 


KING'S 


Established   1775 


FAMOUS 


Sold  by  leading  jobber* 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece 

Hollands,  of  John  King  &.  Son. 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW.  SCOTLAND 


Canadian    Representatives: 

CAMPBELL,  SMIBERT  &  CO., 

Montreal    and  Toronto 


MIIvTyINDEY 


First  Showing  of  Models  for  Spring,  1915 


No.  2— New  sailor  shapt 
of  black  satin  with  under- 
brim  facing  of  pink  Milan 
straw.  Single  Killarney 
rose  posed  right  on  the 
edge  of  the  brim  in  front. 


No.  1. 


No.  1 — Smart,  three- 
corned  model.  The  crown 
is  of  black  satin  and  the 
brim  is  of  Leghorn  straw 
in  natural  shade  bound 
with  a  narrow  cord  ribbon. 
From  each  corner  hangs  a 
bunch  of  ripe  cherries 
threaded  through  a  loop 
of  the  ribbon. 


No.  2. 
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Brighter  Colors  Coming  in  Next  Spring's  Hats 

Colored  Velvets,  Crepe  Malines  and  Chiffon  Indicated  for  the 
Coming  Spring  Season— Biegs,  Putty,  Mastic  and  Tan  Shades  in 
Great  Prominence. 


M  J  1. 1. IX  KKV  models  are  usually 
shown  in  New  York  and  in  Paris 
and  London  for  the  people  who 
go  South  as  soon  as  the  holiday  season  is 
over  to  escape  the  rigors  of  the  North- 
ern Winter.  From  advance  information 
i;  can  he  gleaned  that  colored  crepes  in 
combination  with  velvet  and  tagel  will 
bo  employed  for  these  hats.  Tagel  and 
Milan  hemp  will  again  lead  in  Spring 
lines,  one  great  reason  being'  that  the 
braid  i"-  available  in  sufficient  quantity. 
1 1  is  quite  on  the  cards  that  colored 
\  el  vets  will  be  good  as  because  of  the 
preponderance  of  the  black  velvet  hat 
this  season  the  trade  is  left  with  colored 
velvets  on  hand.  The  colors  indicated 
are  rose  pinks,  shades  of  brilliant  red, 
various  shades  of  blue,  and. such  colors 
as  mastic,  putty,  beige  and  tan.  Tan 
shades  running  from  deep  creams  to  the 
lighter  browns,  and  putty  shades  deep- 
ening into  pearl  and  smoke  greys  are 
everywhere  regarded  with  favor.  Bright 
canary  and  golden  yellow  shades  are 
coining  to  the  front  and  one  hat  worn 
at  the  Ritz  Carlton  Fashion  Show  was 
of  golden  yellow  faced  with  black  and 
trimmed  with  yellow  plumes  to  match. 
This    model    was    worn    with    a    grown    of 


black  satin  with  panels  of  gold  lace 
over  yellow  satin. 

Colored  velvet  hats  are  being  shown 
in  many  of  the  leading  millinery  stores 
catering  to  the  more  exclusive  trade,  and 
where  black  is  used  it  is  beginning  to  be 
relieved  with  admixtures  of  bright  color. 
.Many  models  have  huge  loops  of  velvet 
as  their  sole  ornamentation.  These  bows 
show  generally  three  loops  and  one  end; 
one  loop  stands  high,  and  there  is  one 
spread  out  on  either  side  towards  the 
back.  Some  bows  show  a  mixture  of 
loops  and  ears,  but  the  general  arrange- 
ment is  the  same.  With  these  loops 
handings  of  fur  are  often   combined. 

Another  late  season  model  that  prom- 
ises to  continue  into  Spring  shows  the 
use  of  printed  chiffons  with  white 
grounds,  with  the  patterns  in  gay  col- 
ors for  the  crown  and  the  upper  brim. 
These  hats  are  faced  with  black  or 
brown  velvet  and  trimmed  with  bands  of 
beaver  or  skunk  fur,  and  a  cluster  of  col- 
ored berries  is  placed  either  on  the  brim 
or  on  the  crown. 

The  very  newest  materials  in  millinery 
are  panne  velvet,  and  panne  satin  or 
satin  soleil.  Very  smart  hats  are  of 
these    materials    in    white    trimmed    with 


bandings  of  fur  and  with  elustei  - 
white  velvet  berries  or  grapes.  Many 
of  these  white  hats  are  ermine  trimmed. 
This  fur  is  used  to  encircle  the  crown 
ami  is  formed  into  bows,  knots  and  loops, 
and  the  only  note  of  color  is  furnished 
by  the  black  of  the  tail. 

The  only  color  in  many  white  hat-  is 
given  by  the  tint  of  the  fur.  Many  hats 
hats  are  adorned  with  white  ostrich 
plumes,  or  with  white  ostrich  burnt  nov- 
elties. These  white  models  are  extremely 
elegant.  Monkey  fur  has  been  substi- 
tuted for  burnt  ostrich  novelties  which 
are  expensive.  This  long  haired  fur  has 
been  formed  into  mounts,  bows  and  other 
effects  and  is  taking  the  place  of  the 
burnt  novelties. 

Though  there  may  be  no  actual  flower 
shortage  indications  are  that  there  will 
be  no  decided  preference  for  any  par- 
ticular size  or  kind  for  buyers  are  tak- 
ing all  kinds  of  flowers,  in  the  effort  to 
have  full  stocks  for  spring.  Quantities 
of  (lowers  were  made  in  Germany  and 
Austria,  and  the  supplies  that  came  from 
these  sources  have  to  be  made  up  from 
other  markets.  Where  flowers  suitable 
cannot  be  procured  feather  effects  will 
doubtless  be  used  to  fill  the  gap.  and 
some  other  idea  will  be  substituted. 


New   York   Preparing  Early   Spring   Models 

Sailors  and  Small  and  Medium  Toques  Begin  the  Season — Satin 
and  Straw  Forms  the  Most  Usual  Combinations  —  Some  of  the 
New  Models  Are  of  Transparent  Fabrics  Trimmed  With  Pastel 
Flowers. 


LEADING  milliners  in  New  York  are 
intending  showing  models  to  the 
trade    at    an    earlj    date,    and    these 

i Ids  are  intended  to  take  the  place  of 

the    earlj     millinery      that     comes    from 
Paris.      These  hats  will   he  ready   to  show 

t"i  he  «  bolesaiers  in  millinery  lines  w  ben 
on    their    way    to    the    convention    to   be 

I  eld    nt    A  llant  ic    (  'ily.    ami    are    intended 

to    furnish    the    inspiration      for    earlj 
Spring  business.     These  styles  will   Pol 

low     more    or    less    the    tailored    lines    in 

mall   and   medium   shape-,  suitable   I  >i 

the  earlj  season.    Naturally  sailor  shapes 

mall  shape-  following  military  lines 


and  the  lines  of  the  toques  now    so  fash- 
ionable, will  be  shown. 

Satin  shapes,  with  Milan  facings,  and 
-at  in  crowns  with  the  brim  of  Milan, 
:einp,  Leghorn  ami  other  straws  are 
showing.  The  trimmings  ave  often  floral 
and  while  developing  no  idea  that  can 
he  strictly  termed  new,  are  different  to 
what  is  now  worn,  and  the  lines  are 
graceful  and  pleasing.  There  is  talk 
also  of  shirred  hats  such  as  were  seen 
at  the  Prix  de  Drags.  These  hats  will  he 
carried  out  in  malines.  chiffon,  and  crepe, 

and  Hi''  colors  favored  will  be  such  deli- 
cate  tones   as   beige,   putty,   mastic,   -and 
1  I 


and  tan.  The  trimmings  used  with  these 
colors  will  be  flowers  in  pastel  tints.  For 
this  purpose  American  tlower  manufac- 
turer.- are  showing  tine  flowers  in  pleas- 
ing  color   combinations. 

for  the  early  season  black  and  white, 
black  and  tan  combined  with  a  touch  of 
high  color  will  be  featured,  and  black 
white  and  cerise  or  American  beauty 
will  be  in  high  favor  -so  will  black,  tan 
and  cherry,  and  black,  tan  and  deep. 
pink  shades. 

Many  of  the  very  early  models  will  he 
I  rimmed  with  feather  mounts  and  os- 
trich novelties  will  lead  for  this  purpose. 


MILLINERY 


Dry  Goods  Review 


LATE    SEASON    PARISIAN    HATS 


No.  1 — Military  model  by  "Lewis,"  in   black  and   white.     Tin 
supporting   flipped    ostrieli    mounts,   one    black    and    one   white,    is 
ribbon,  and   flat  loops  of  the  same  are  placed   al    the   base  of  the 

No.  2 — This   is  a   "Maria   Guy"   hat   and    is   remarkable  because 
around    it    is   of  cerise   velvet,   and    the    plainly   covered    brim    has 
large    velvet    roses — one    cerise    and    the    other    purple — are    posed 
be   worn    well    tilted    to    cue   side. 

No.  3 — This  hat  is  the  familiar  "bonnet  de  police"  worn   by 
"nigger    brown"    velvet,    and    is    trimmed    with    a    band    of   sable, 
pleated   bow   of  narrow   grds-graln    ribbon. 

No:  4.-   This  is  a   lovely   Lewis  model  of  black  velvet  and  lines 
to   the  smooth    side   crown    by   a    narrow   band    of  ermine  and   a 
The  brim   is  dented    in   the  center  of  the  front   to   receive  a    wired 
embedded    in    silver    leaves. 

These   tour  models   were  selected   from   a    shipment   of  Paris 
rived    in    Toronto   late    in    October. 

Shown  by  special  permission  of  the  Harold   Ha!   Co.,  Turonti 


soft    crown    and    the   close    fitting    brim    ending    in    sharp    points, 
of  black  velvet.     The  brim  is  bound  with  narrow  black  grosgraln 

mounts. 

ef    Its    vivid    coloring.      The    smooth    oval    crown    and    the    band 
i    deep   Bange   of  purple  joined   en   under  a   cord   of  cerise.     Two 

en    the    flat     brim    well    to    the    back    :it     one    Side.      This    hat    is    to 

the    French    infantry.      It    is    an    Evelyn    Varon    model    and    is    of 
and    has    a    bow    like    mount    of    heron    in    front    centered    with    a 

of  ermine  fur.  The  soft  crush  crown  of  black  velvet  is  joined 
half  inch  of  tulle  joins  the  tilted  velvet  brim  to  the  ermine  edge 
ermine   bow    in    the   center   of   which    is   placed   a    small   pink   rose 


hats    from    the    work 


■  ins    uf    the    leading    modistes,    which    ar 
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The  End  of   the  Winter  Season   in   Sight 

Special  Sales  a  Feature — How  One  Department  Took  Advantage 
of  a  98c  Sale  to  Clear  Out  Shapes,  Ready  to  Wear  Millinery  and 


Trimming  Materials 


NOT  only  has  there  been  plenty  of 
materia]  to  cover  the  needs  of 
the  millinery  season  just  clos- 
ing, but  there  is  plenty  on  hand  to  fur- 
nish the  usual  bargain  sales  that  mark 
the  close  of  the  season.  Scarcity  has 
been  felt  in  some  earlier  lines,  but  later 
shipments  have  relieved  this  condition. 
WTing  and  leather  novelties  in  particular 
are  being  jobbed  off  at  sweeping  reduc- 
tions. 

The  usual  approaching'  end  of  the  sea- 
son devices  are  being  made  use  of  to 
clear  stocks.  Hats  are  being  trimmed 
free,  and  special  sales  for  which  a  num- 
ber of  models  at  a  price  are  prepared, 
ace  being  held.  Friday  and  Saturday 
are  the  favored  days  for  holding  these 
sales,  the  window  display  being  ar- 
ranged for  Thursday.  The  buying  public 
has  been  in  an  economic  mood  this  Fall, 
•and  special  allowance  is  made  for  this 
attitude  when  planning  these  sales,  and 
the  bargains  offered  are  indeed  tempting. 
For  instance,  among  a  number  of  hats 
offered  for  $G.50,  the  following  models 
were  typical: 

A  large  capeline  had  the  soft  crown 
of  forget-me-not  blue  crepe  and  side 
crown  of  the  same,  with  brim  of  black 
velvet.  On  the  centre  of  the  crown  was 
a  cut-out  large  velvet  motif  in  floral 
effect  in  soft  colors.  The  black  velvet 
brim  was  decorated  with  two  ostrich 
tips,  laid  backwards  with  the  end  curling 
up.  one   posed  to  the  side  of  the  front 


and  the  other  to  the  side  of  the  hack. 
Besides  these  tips,  shirred  motifs  in  bow- 
form  of  blue  crepe  decorated  the  brim. 
Another  capeline  had  black  velvet  crown 
with  soft  top  and  stiff  sides,  with  wide 
transparent  brim  of  metallic  lace  with 
a  flange  of  black  velvet.  Placed  Hat  on 
the  brim  were  bunches  of  mixed  flowers, 

with  pink  and  mauve  as  the  prod iriat- 

i"  "■  shades. 

A  small  toque  of  bottle  green  had  two 
full  headed   French  tips  as  a  decoration. 

All  t  Cse  models  were  made  up  in  good 
quality   material. 

A  Successful  98-cent  Sale  . 

Recently  a  big  department  store  ran 
a  98c  sale.  Advantage  was  taken  of  this 
sale  in  the  millinery  department,  and 
many  lines  were  placed  on  sale  at  this 
fimire.  These  consisted  of  children's 
millinery  and  ready-to-wear  hats,  also  of 
millinery  velvets  in  certain  colors,  velvet 
and  felt  shapes  in  colors  and  black  as 
well  as  an  excellent  selection  of  feather 
effects. 

As  a  further  inducement,  hats  were 
trimmed  free.  Judging  from  the  way  in 
which  the  department  was  crowded,  the 
response  must  have  been  excellent.  This 
sale  deserved  success,  for  it  was  well 
planned  in  every  way.  It  was  advertised 
both  by  booklet  and  through  the  daily 
papers,  and  by  effective  window  dis- 
plays. In  the  department  the  goods  were 
shown  in  an  attractive  manner,  and  were 


grouped  so  thai  customers  could  make 
their  own  selections,  thus  facilitating  the 
making  of  sales,  and  taking  much  of  the 
burden  from  the  shoulders  of  the  sales- 
people. This  is  a  very  important  point, 
and  one  that  makes  not  only  for 
and  satisfactory  service,  but  also  saves 

Cases  of  Millinery  on  First  Floor. 

Another  idea  that  many  stores  could 
adopt  is  the  placing  of  well-dressed  at- 
tractive  cases  containing  millinery  in 
some  conspicuous  place  on  the  lirst  floor. 
One  store  places  these  cases  right  in  the 
centre  of  the  main  entrance.  Sometimes 
the  hats  shown  are  the  very  latest  and 
choicest  models.  At  other  times  they  are 
bargain  lines  on  sale  in  the  department 
and  are  so  ticketed. 

In  planning  these  special  sales  at  a 
prii  e,  stores  are  up  against  the  very  good 
values  that  have  ruled  all  the  season: 
bargains  have  got  to  be  big  this  year  to 
move  the  goods.  It  must  be  remembered 
that  milliner*  i-  never  staple,  and  that 
it  is  wise  to  begin  to  cut  prices  while  the 
public  are  still  interested  in  the  goods  if 
you  wish  to  move  them  out.  The  stock 
left  over  is  seldom  saleable — that  is, 
generally  speaking,  another  season,  and. 
therefore,  the  value  of  the  groods  left 
over  must  stand  against  the  profits  of 
the  season  itself. 

It  takes  nerve  to  cut  prices,  but  a  cut 
that  pares  away  all  profit  on  the  article 
is  better  than   a   dead   loss. 


Ribbons   and    Ribbon    Crowns   for   Spring 

New  Ideas  in  Ribbon  Trimmings — Few  Loops  and  Bows  Seen. 
But  Crowns  Developed  in  Ribbons  Are  New — Narrow  Ribbons 
Very  Much  in  Favor — Capelines  and  Large  Picture  Shapes  Will 
Be  Adorned  With  Ribbons. 


ODITE  a  new  note  has  been  struck 
recently  in  ribbon  millinery  trim- 
mings. As  a  rule,  the  use  of  rib- 
bon is  always  associated  with  loops  and 
bows,  but  the  new  ribbon  trimmings  are 
quite  away  from  this  idea  and  decidedly 
original  in  form.  Many  of  these  new 
trimming  schemes  seem  to  be  based  upon 
the  use  of  a  crown  differing  both  in  ma- 
terial  and  color  from  the  brim  of  the 
hat,  and  are  designed  for  the  crown  that 
lias  been  so  much  featured  during  the 
latter  part  of  the  Winter;  namely,  the 
one  having  a  soft  top  and  stiff  side 
crown.     This  crown  piece  is  made  of  rib- 


bon about  six  inches  wide,  just  sewn  to- 
gether or  piped  or  joined  under  a  cord 
or  metal  braid,  or  under  any  device  the 
ingenuity  of  the  trimmer  may  suggest. 
The  same  ribbon  is  used  to  cover  the  side 
brim,  and  in  addition  a  trimming  effect 
formed  of  pieces  cut  diagonally  or  in  an 
inverted  Y  is  used.  These  pieces  are  cut 
in  this  manner  at  both  ends,  and  the 
centre  is  pleated,  leaving  the  ends  free 
and  placed  againsl  the  stiff  side  crown 
with  the  points  laid  flat  upon  the  upper 
brim,  and  even  with  the  top  of  the  side 
crown   above. 

A    narrow     ribbon,    about    inch    wide. 
10 


sometimes    with     a    metal     edge,   is 
where  the  pleating  ends  and  is  tied  on  a 
Hat  little  bow  on  one  side. 

Another  form  shows  the  ribbon 
mto  pieces,  and  the  corner-  creased 
across  and  turned  back  to  form  a  diam- 
ond-shaped" motif.  These  motifs  an 
around  the  crown  with  the  points  touch- 
Ing  or  overlapping.  Pink  moire  in  both 
shell  and  deep  coral  shades  and  forget- 
me-not  blue  in  combination  with  black 
velvet  forms  the  most  usual  combination. 
Further  trimmings  are  bands  of  monkex 
fur,  and   (lose  bunches  of  mixed   Mowers. 

(Continued  on  page  17) 


Many  Buyers  Will  Take  Their  Usual  Paris  Trips 

Paris  is  By  No  Means  Out  of  Business — New  York  Modes  Will 
Have  More  Influence  Than  Usual — Shipments  of  Paris  Models 
Coming  at  Regular  Intervals  to  Canada  This  Season. 


AT  an  earlier  date,  when  Paris 
was  theatened  by  the  German 
army,  something-  like  consterna- 
tion reigned,  as  buyers  expected  that 
fashion  information  from  that  source 
would  he  wholly  cut  off.  Not  only  would 
this  be  the  case,  hut  the  valuable  in- 
spiration of  the  foreign  trip  would 
not  be  forthcoming.  Since  the  great 
change  that  has  taken  place  during  the 
past  few  weeks,  buyers  have  re-made 
their  plans,  and  it  is  certain  that  very 
\'vw  of  them  who  make  the  trip  regu- 
larly each  season  will  pass  it  up  this 
year.  Some  may  alter  the  date  of  their 
sailings,  but  the  majority  will  be  eager 
to  see  what  Paris  has  to  show.  Even  if 
the  conflict  that  is  raging  so  near  has 
an  effect  upon  her  inspiration,  and  is 
turning  a  large  portion  of  her  attention 
from  such  minor  matters  as  millinery 
and  the  modes,  many  buyers  will  be  leav- 
ing during  the  latter  part  of  November, 
as  this  is  as  early  as  it  is  possible  to  ex- 
pect the  modistes  there  to  have  anything 
to  show. 

Though  the  majority  of  the  leading 
milliners  are  open  and  are  doing  busi- 
ness, they  are  doing  it  under  a  consider- 
able handicap.  Many  of  the  manufac- 
turers who  provide  the  novelties  these 
artists  require  are  still  doing  business — 
some  are  running  full  time,  while  others 
are  only  partially  able  to  keep  certain 
branches  open.  Therefore,  it  would  be 
idle  to  expect  the  usual  flow  of  ideas. 

In  all  probability  in  millinery  lines 
the  Canadian  market  will  to  a  great  ex- 
tent depend  upon  New  York  for  much 
of  the  style  inspiration  of  the  new  sea- 
son, as  well  as  tor  many  novelties  and 
novelty  materials.  To  a  very  marked 
extent  Canada  has  taken  the  selections 
and  adaptations  of  Paris  modes  that 
New   York    has   chosen,   and   in   a   year, 


when  ideas  from  Europe  promise  to  be 
limited,  it  is  only  natural  that  Canada 
should  turn  to  New  York.  But  not  alto- 
gether, for  there  are  firms  who  have  been 
receiving  importations  direct  at  stated 
intervals  during  the  season  now  in  pro- 
gress from  the  leading  Parisian  mil- 
liners. One  of  these  does  not  originate, 
but  sells  only  Paris-made  hats  and  copies 
of  the  same  made  in  imported  materials. 
Though,  of  course,  the  arrangements 
were  made  before  the  war  occurred,  the 
results  of  the  business  during  a  particu- 
larly trying  season  have  been  encourag- 
ing, so  much  so  that  expectations  are 
high    for  the  coming  Spring. 


RIBBONS  AND  RIBBON  CROWNS. 

Continued  from  page  lfi. 

Ribbon  ruches  made  of  both  narrow  and 
wide  ribbons  form  another  new  trim- 
ming idea.  Ruches  of  narrow  ribbon. 
either  with  metal  or  picot  edges,  are  used 
in  very  much  the  same  manner  that  lines 
of  fur  are  used  in  trimming  both  large 
and  small  hats.  Metal  edged  ribbons 
promise  to  be  prominent,  and  ribbons  of 
faille  or  grosgrain  come  with  a  satin 
edge.  Rich  dark  printed  ribbons  are  also 
used  for  hat  crowns,  or  when  the  crown 
is  of  fur  the  narrow  brim  is  plainly  cov- 
ered with  these  fancy  ribbons. 

Narrow  ribbons,  about  Pj  inches  or 
2  inches  wide,  are  used  for  making  flat 
hows  or  cockades  on  the  small  military 
toques,  and  also  for  binding  the  edges  of 
both  small  and  large  hats. 

Capelines  and  large  picture  shapes  are 
expected  for  next  Summer.  These  hats 
have  wide  brims  and  low  crowns,  and 
bands  of  ribbon  and  probably  streamers 
will  he  used  to  adorn  them.  As  a  rule, 
these  ribbons     are     all     in     solid     color. 


though  decorations  of  velvet  ovals  and 
medallions  are  seen.  Old-fashioned  picot 
edged  ribbons  are  also  appearing. 

@ ■ 

DAINTY   DANCING   CAPS. 

Boudoir    caps    are    firmly    established 
and  to  the  cap  line  during  the  late  Fall 
and   Winter  must  be  added  the  dancing 
cap.     These  caps  are  a  far  cry  from  the 
dainty  lingerie  effects  for  boudoir  wear, 
and   have  little     in  common     with  them 
save    for   the   fact   that    they   are   caps. 
Dancing   caps   are      made      of  gold   and 
silver   laces   and    nets   and   are   trimmed 
with    beads    and       spangles,      bead    and 
metal   tassels  and   ornaments,  and   flow- 
er, made  of  silk  and  chiffon.     They  are 
;:!l    close-fitting  and    are   so   worn    as   to 
disclose  pnly  a  portion  of  the  hair,  which 
I  onus   a    softening     finish      around      the, 
lace.      The    majority    of    these    caps    are 
worn  tilted  more  or  less  to  one  side  and 
they  all  have  dangling  tassels  and  drops 
mi  lie  side  that  droop-  the  lowest.  Some 
of  the  caps  arc  hood-shape  and  the  point 
is   pulled    over   and    fastens  low   on    one 
side. 

@- 

F0R  BELGIAN  RELIEF. 
■  I.  E.  Poutre,  Sherbrooke,  Que.,  donated 
the  profits  of  his  store  on  Tuesday  and 
Wednesday,  November  3  and  4,  to  the 
Belgian  Relief  Fund.  During  these  two 
days  the  store  was  in  charge  of  ladies  of 
t'e  local  committee. 


ON   THE    "GOOD   HOPE." 

A  son  of  H.  S.  St.  Clair  Silver,  of  W. 
&  C.  Silver  &  Co..  Halifax,  was  on 
11. M.S.  Good  Hope,  the  flagship  of  Rear- 
Admiral  Sir  Christopher  Cradock,  which 
was  reported  sunk  in  the  engagement  off 
the  coast  of  Chile. 


STORE      MANAGEMENT— COMPLETE 
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ANOTHER  NEW  BOOK 

By  FRANK  FARR1NGT0N 

|  A  Companion  book  (o   Retail  Advertising  Complete 

$1.00    POSTPAID 

"Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  salea 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.— The  Store  Policy— What  it  shonld  be 
to  hold  trade.  The  money-bock  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  day*  and  f  it  isn't 
worth  the  price-  return  it  and  get  your  money  !  -ck. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 
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DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  S'ADINA  AVENUE.  TORONTO 

Montreal  A  Brents: 
S.  E.  PORTER  it  Co..  304  M&ppin  Bide.  10  Victoria  Street 
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Hand-made  Gifts  Have  Come  Into  High  Favor 

Departments  Selling  Articles  That  are  Used  in  the  Preparation 
of  Hand-Made  Gifts  are  Very  Busy — Knitting  for  the  Soldiers  a 
Great  Source  of  Profit  to  the  Yarn  Department — Preparations 
for  the  Extra  Toy  and  Fancy  Goods  Business  Going  Actively 
Forward. 


HOLIDAY  business  may  be  said  to 
have  commenced  in  many  depart- 
ments, particularly  in  those 
which  have  any  connection  with  the  sell- 
ing of  articles  used  in  the  preparing  of 
hand-made  gifts.  The  department  that 
benefits  most,  or  in  which  the  benefit  is 
most  apparent,  because  it  comes  first 
hand,  is  the  art  needle  work-section.  This 
department  also  has  another  source  of 
profitable  business,  for  the  selling  of 
yarns  in  most  stores  is  carried  on  in  this 
section. 

In  common  with  the  women  of  Eng- 
land and  France,  Canadian  women  are 
spending  their  spare  time  in  knitting  and 
crocheting  for  the  soldiers  and  for  the 
numbers  rendered  homeless  by  the  war. 
Now  that  the  first  Canadian  contingent 
has  gone,  and  the  second  one  is  forming 
there  is  scarcely  a  town  or  village  that 
is  not  represented.  This  personal  inter- 
est moans  that  the  number  of  women 
taking  up  crocheting  and  knitting  is 
hourly  increasing,  and  the  yarn  business 
resulting  is  very  profitable.  The  colors 
wanted  are  chiefly  grey  and  khaki 
shades,  and  it  is  difficult  to  keep  these 
colors  in  stock.  The  increased  interest 
in  knitting  is  benefiting  the  yarn  depart- 
ment in  other  lines  of  wools  than  those 
wanted  for  soldiers'  wear.  Women  are 
becoming  interested  in  knitting  and  cro- 
cheting and  are  exercising  their  skill  in 
bhe  production  of  a  big  variety  of  art- 
icles made  from  wool  for  Christmas 
gifts.  The  women's  magazines  are  giving 
;i  Imsl  of  new  ideas  for  wool  articles, 
such  as  caps,  house  jackets,  hug-me- 
tights,  scaid's,  children's  sets  of  cap, 
sidle  and  muff,  hot-water  bottle  covers. 
and  a  hosi  of  other  useful  articles. 

The  business  is  big  and  is  worth  going 
after.  The  Review  showed  in  the  last 
i  ii-  a  yarn  display  window,  in  the 
departmenl   of  this  store  prominence  at 

IS    given    to    crocheted    and    knit- 


ted   articles,   displayed    on    the   counters 
and  in  cases. 

In  this  connection  mention  must  be 
made  of  the  benefit  resulting  from  the 
showing  of  finished  articles  in  the  art 
needlework  department.  Progressive 
stores  have  always  pushed  business  in 
this  way  and  have  found  it  most  profit- 
able to  show  specimens  of  the  finished 
article  along  with  the  stamped  goods 
and    the   material   for  working. 

Even  when  package  goods  are  dis- 
played this  rule  holds  good.  Some  mer- 
chants have  been  hard  to  convince  that 
this  was  a  necessary  expense,  but  when 
once  it  has  been  tried  out  in  a  depart- 
ment there  has  been  no  return  to  the 
old  way  and  nothing  but  eagerness  to 
buy  the  finished  article  for  display  pur- 
poses. Of  course,  direct  sales  result 
from  time  to  time,  but  often  when  the 
article  has  served  its  use  for  display 
purposes  it  has  to  be  sold  at  a  reduced 
rate.  This  does  not  moan  that  no  profit 
is  made,  for  quite  a  fancy  profit  is  usual- 
ly put  on.  This  not  only  permits  a  large 
price  reduction,  but  gives  customers  a 
hotter  idea  of  the  value  of  their  work. 
which  on  the  whole  is  not  fictitious,  as 
a  very  hisrh  figure  is  always  paid  for 
hand  needlework. 

Useful  and  Novel. 

Each  year  there  is  always  some  article 
that  looms  up  prominently.  Tliis  year 
an  article  to  command  al  ton)  ion  must 
have  usefulness  as  well  as  novelty  to 
recommend  it.  As  the  selling  of  holiday 
goods  progresses,  one  of  these  favored 
lines  is  seen  to  be  the  vanity  bags  and 
boxes,  Every  woman  has  use  for  the  so- 
called  vanity  articles — articles  which 
under  modern  ways  of  life  are  really 
necessities.  There  boxes  and  hags  pre- 
sent these  articles  in  a  compact  and  at 
tractive  form,  and  besides  being  aide 
to  Carry  them  around  to  party  or  enter- 
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tainment,  the  box  or  bag  comes  in  handy 
for  dressing  the  table  and  keeps  them 
in  place. 

A  very  practical  development  is  the 
hand  and  party  bag  combined,  when 
the  bag  is  not  made  too  small,  for  to 
the  usefulness  of  the  hand  bag.  which, 
as  is  well  known,  is  the  woman's  only- 
pocket,  is  added  the  convenience  of  hav- 
ing always  with  her  in  a  handy  form 
the  means  of  re-arran;rin2  her  toilette. 
The  articles  placed  in  the  handbags  are 
usually  a  powder  case,  pin  box.  for  pins 
and  hairpins,  a  memo  pad  and  mirror 
combined,  as  well  as  a   coin  purse. 

Besides  party  bags  and  boxes  various 
articles  in  leather  goods  are  selling, 
such  as  manicure  sets,  toilette  sets.  etc. 
An  attractive  way  of  putting  these  up 
is  in  a  folding  leather  case.  The  char- 
acter of  the  fittinsrs  is  also  a  feature. 
Fittings  of  chased  silver  and  mother- 
of-pearl  are  among  the  leadincr  sellers. 
but  Russian  ivory  fittings  and  fittings  in 
very  highly  polished  nickel,  gilt  and  gun- 
metal   are  shown. 

Macrame  embroidery  is  very  much 
favored  for  table  covers,  runners,  cen- 
tre pieces  and  cushions.  Tf  is  worked  on 
heavy  linen  in  natural  colors  with  a 
special  macrame  cotton.  The  medallions 
are  similar  to  Hardanger  work  and  the 
finish  at  the  ends  and  handsome  fringes 
are  knotted  in  macrame  patterns.  Not 
quite  so  handsome  and  effective  hut 
much  easier  to  do  is  the  similar  work 
with  the  medallions  crocheted  and  set 
in  and  with  the  edge  either  of  macrame 
or  crochet  lace. 

Cushion  Designs. 

Cushions  are  shown  in  numberless  de- 
signs, the  newest  beina  w  rked  on  crash 
or  repp  in  art  shades  and  the  long 
I  ilh  «  shape  is  betteT  liked  than  the 
regulation  square  cushion  Manv  pat- 
terns are  worked  in  tan  shades  on  dark 
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Flattest  Fastener 


DE  LONG 

Press  Button 

World'sjTlattest  Fastener 

Made  in  America,  of  American  Materials 

Prompt  Deliveries 
Maintained  Quality 
No  Advance  in  Prices 

Notion  buyers  are  glad  to  realize  that  they  will  have  no  difficulty  in 
supplying  their  trade  with  this  most  satisfactory  of  dress  fasteners. 
The  De  Long  Press  Button  is  not  only  the  flattest  and  neatest  of 
fasteners,  but  strong,  secure,  and  very  durable  under  continued 
wearing  and  laundering. 

Show  De  Long  Press  Buttons  attrac- 
tively at  your  notion  counter, — it's 
worth  while. 

The  De  Long  Hook  and  Eye  Company 

of  Canada,  Ltd. 
St.  Marys,  Ontario 
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brown,  and  tberi  are  effi  el  Lve  <  Ihrist- 
Mi  holly  and  poinsettia  de- 
signs, while  the  familiar  rambler  rose 
designs  appear  in  holh  colorings.  Pat- 
riotic designs  showing  the  flag  and  the 
British  bulldog  come  ia  variety,  both  of 
price  and  arrangement. 

rin-  stalely  Dresden  China  lady  con- 
cealing a  pincushion  under  her  volum- 
inous skirts  is  familiar  but  expensive. 
This  year  kewpies  arc  being  pressed 
into  service — one  of  three  dojls  was 
i hissed  as  a  Highlander  with  kilts. 
Scotch  bonnet  and  plaid,  while  the  bag- 
pipes formed  the  cushion.  Another  kew- 
pie  dressed  in  net  satin  and  spangles 
stood  on  a  large  yellow  satin  pumpkin 
which,  of  course,  funned  the  cushion. 

Recognize  the  Regiments. 

In  the  toy  line  metal  soldiers  repre- 
senting the  different  line  and  cavalry 
rejriments  in  the  British  array  come  verv 


uii  in  the  selling  ranks.  The  list  is 
wonderfully  complete,  and  even  in  the 
smallest  sizes  the  regiment  is  easily  re- 
cognizable: there  is  the  Black  Watch, 
the  Seaforths,  the  Dragoons  and  the 
Lancers;  the  artillery  and  also  the  ma- 
rines,   Beefeaters   and   Boy  Scouts. 

In  connection  with  these  toys  come 
forts  and  fortifications.  One  store  is 
making  an  effective  display  by  showing 
these  forts  built  up  into  a  large  one 
against  a  painted  landscape  background, 
while  beech  foliage  was  used  as  a  frame. 
and  units  from  the  various  regiments 
were  shown  in  marching  order.  Quite  at- 
i  r'ive  variations  of  this  idea  can  be 
worked  out  in  different  ways  and  even 
a  window  display  along  these  lines  would 
he  a  good  feature.  Because  of  the  war 
there  will  be  an  extra  demand  for  toy 
cannon,  rifles,  drums,  trumpets  and  otl  er 
military  toys  as  well  as  for  the  sets  of 
uniforms  of  the  various  regiments. 


Add  a  Gold  Fish  Section 


TURNING  to  girls'  toys,  if  dolls 
are  scarce,  there  are  plenty  of 
toys  connected  with  dolls  on  the 
market.  Dolls,  baby  buggies  and  car- 
riages are  shown  in  great  variety  and  at 
various   prices,    from   the    cheap    wicker 


one  to  the  expensive  carriage,  which 
costs  as  much  as  the  one  intended  for  a 
real  baby,  and  which  is  just  as  luxuri- 
ously finished.  Dolls'  brass  beds,  lacquer- 
ed and  finished  like  the  full-sized  bed, 
are  also  on   the  market.       Dolls'  ward- 


robes are  a  new  feature  and  contain  all 
the  articles  of  dress  a  doll  wears,  as  well 
as  a  doll's  millinery.  Dolls'  furniture 
am!  chairs  for  small  children  are  also 
shown.  There  are  the  cheap  kinder- 
garten sets  in  red  painter!  furniture,  and 
the  higher  priced  sets  in  white  or  grey 
enamel.  Newer  still  come  the  pretty 
rod  ers  and  arm  chairs,  with  table  to 
match,  made  of  irrass  rope  similar  in 
outline  to  the  Summer  cottase  furniture 
of  clita  grass,  only  the  child's  furniture 
on  the  market  for  Christmas  selling-  is 
dyed   in  art   shades  of  brown. 

A  new  indoor  game  is  quarter-back. 
This  game  is  based  on  football,  and  is  a 
game  of  strategy,  with  many  of  the  fea- 
tures of  real  football,  without  its  physi- 
cal features.  Two  may  play,  and  the 
game  is  both  exciting  and  interesting. 

Section  for  Gold  Fish. 

The  merchant  who  wishes  to  have 
something  different  for  Christmas  sell- 
ing should  try  putting  in  a  section  for 
sellinu1  gold  fish.  With  the  fish  is  car- 
ried a  variety  of  glass  aquariums  and 
various  articles  to  trim  it,  also  special 
fish  food,  etc.  A  clerk  should  have 
charge  of  the  section,  and  as  an  aquar- 
ium can  be  had  at  a  popular  price,  and 
the  fish  make  pets  that  are  attractive 
and  give  little  trouble,  the  feature  should 
he  a  profit  buyer. 


MADE  IN  CANADA 


Salisbury  Shades 

Conforming  with  the  new- 
est ideas    of  decorating 

Realizing  that  most  people  are  trying  to  select 
something  out  of  the  ordinary,  an  effort  has  been 
made  to  make  something  beautiful,  artistic  and 
useful  and  one  can  find  nothing  more  pleasing 
than  our  selection  of  silk  shades,  which  adds  to. 
the  beauty  and  comfort  of  the  home 
Send  for  full  particulars.  Shipments  can  be 
made  within  4S  hours  after  order  is  received. 

E.  F.  W.  Salisbury 

MANUFACTURER  OF  SILK  SHADES 
FOR     ELECTRIC     FIXTURES.      ETC. 

Gooderham     Building,    Toronto 

49  Wellington   Street  East 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 
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The  American  Model  Builder 

HUNDREDS  of  TOYS  in  ONE 

• 

THE  AMERICAN  MODEL  BUILDER  is  without  question  the  most  practical  toy  combining 
amusement  and  instruction  that  has  ever  been  designed  for  wide-awake  boys.  It  is  engineer- 
ing in  miniature.  It  makes  mechanics  and  mechanical  study  mere  play.  The  outfits  consist 
of  all  the  main  parts  used  in  machinery,  such  as  pulleys,  gears,  pinions,  axles,  beams,  machine 
screws,  etc.;  all  these  parts  are  standardized  and  interchangeable,  and  are  made  of  steel  and  brass 
nickel-plated  and  polished.  Each  one  is  as  accurately  made  as  parts  of  a  high-grade  gun  or  watch. 
With  these  many  parts  any  boy  from  6  to  15  years  of  age  can  construct  the  various  models  described 
in  the  complete  manual  of  instruction  furnished  free  with  each  outfit.  It  teaches  him  mechanical 
principles  which  could  never  be  made  clear  by  books.  It  trains  the  mind,  stirs  the  ambition,  de- 
velops the  imagination,  and  cultivates  the  inventive  faculties  of  Your  Boy— he  builds  big  things  on 
a  small  scale.  The  hand  and  mind  are  working  together  constructing  perfect  WORKING  MODELS 
of  Derricks,  Bridges,  Traveling  Cranes,  Aeroplanes,  Engines,  Aerial  Swings,  Fire  Ladders,  Auto 
Trucks,  etc.     He  builds  and  learns  while  at  play. 


Outfits     to    retail     from    75c.   each    to    $35.00     each 

WRITE  FOR  ILLUSTRATED  CIRCULAR  AND  TRADE  PRICES 


OUR  GENERAL  CATALOGUE  containing  over  350  pages  of   Holiday 
Lines    will    be    mailed    to    dealers    on    request.     Mention    "  Dry  Goods." 


NERLICH  &  CO. 


146-148    FRONT    ST.    WEST 

(Opposite    Union    Station) 

TORONTO 
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DRY    GOODS    REVIEW 

Methods    That    Have    Succeeded    in    Christmas    Merchandising 

(Continued  from  page  3.) 


The  Santa  Claus  idea  is  going  strong 
with  a  large  number  of  Canadian  firms. 
.Mention  was  made  in  last  issue  of  sev- 
eral forms  it  took.  The  G.  W.  Robinson 
Co.,  of  Hamilton,  have  tried  two  or  three 
methods  of  drawing  attention  to  their 
Santa  Claus.  In  one  case  they  had  him 
come  in  by  a  train  at  a  certain  time,  and 
had  him  met  by  members  of  the  firm  and 
other  officials  of  the  store  in  automo- 
biles, and  driven  up  to  the  store.  In  an- 
other case  they  erected  a  false  chimney 
on  top  of  the  store,  and  announced  in 
the  paper  that  at  a  certain  time  Santa 
Claus  would  come  up  the  chimney  and 
descend  again.  On  one  occasion  the 
crowd  was  so  ffreat  that  the  police  stop- 
ped the  exhibition.  As  soon  as  Santa 
Claus  dropped  down  the  chimney,  which 
let  him  out  upon  the  roof,  there  was  a 
rush  made  to  the  store  by  the  children. 
and  Santa  Claus  met  them  upstairs  in 
the  toy  department,  and  presented  them 
with  various  kinds  of  souvenirs.  Onco 
5.000  buttons  were  handed  out,  with  a 
picture  of  Santa  Claus  upon  it,  and  the 
name  of  the  store.  This  year  it  is  in- 
tended to  hand  out  children's  books  with 
colored  pictures,  and  an  advertisement 
of  the  firm  at  the  back. 

The  toy  department  itself  is  down  in 
the  basement,  but  will  be  move1  np  to 
the  second  floor,  and  the  room  given  to 
it.  greatly  increased.  It  will  be  here  that 
Santa  Claus  will  remain  for  the  five 
weeks  before  Christmas. 

The  firm  intend  to  hold  what  they  call 
the  "Anniversary  and  Christmas  Sale," 
in  honor  of  the  opening  of  their  store, 
that  is  the  upper  stories,  which  were  ad- 
fled  about  one  year  ago.  The  combina- 
tion of  the  word  anniversary  with 
Christmas,  and  both  used  in  connection 
with  the  sale  gives  the  public  an  idea 
of  special  prices,  which  they  appear  to 
appreciate. 

Evergreens  for  Decorations. 

The  interior  decorations  of  the  store 
this  year  will  consist  of  about  250  ever- 
green trees  of  about  fi  ft.  in  height, 
which  were  contracted  for  some  time 
ago,  at  a  very  reasonable  figure.  There 
will  be  80  on  the  first  and  second  floors, 
and  about  50  on  the  floor  above,  and 
some  on  the  top  floor.  Those  trees  will 
be  arranged  two  to  each  pillar,  and  will 
be  fitted  up  with  Christmas  bells.  The 
pillars  will  be  connected  by  green  rop- 
in«r.  There  will  he  several  large  circles 
made  up  of  red  and  green  Lettering  con- 
taining the  words  "Anniversary  and 
Christmas  sale"  distributed  here  and 
there   over   the   first    floor. 
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CHANGES  FOR  CHRISTMAS. 

This  rough  sketch  of  a  section  of  the  store 
of  Murray  Sons,  Limited,  Hamilton,  shows 
plans  for  doubling  of  space  for  ribbons, 
handkerchiefs  and  fancy  goods,  and  installing 
uf  toy   department. 


"Made  in  Germany"  Labels. 

Care  is  being  taken  by  the  firm  that 
the  words  "Made  in  Germany,"  do  not 
appear  in  view  on  any  of  the  goods  that 
are  displayed  in  the  store.  Special  at- 
tention is  given  to  goods  set  out  in  the 
windows  and  the  labels  that  passed  with 
the  public  a  year  ago  have  all  been  cut 
off  or  covered  over  in  some  way.  This 
will  apply  to  all  the  toys  that  are 
handled  in  the  toy  department. 

*  *  -'* 

Changing  Locations  for  Christmas. 

Several  ehanues  in  location  of  depart- 
ments for  the  Christmas  trade  cont em- 
plated  by  Murray  Sons,  Limited,  of 
Hamilton,  will  prove  of  interest,  and 
the  accompanying  plan  will  help  to  il- 
lustrate these.  Tt  will  be  seen  that  two 
of  the  main  sections  of  the  centre  aisle 
are  devoted  now  to  ribbons  and  handker- 
chiefs. All  of  this  space  will,  about  the 
end  of  the  month,  be  given  up  to  rib- 
bons, and  handkerchiefs  will  be  located 
in  the  lirst  section  devoted  to  dress 
goods,  while  these  will  be  moved  to  the 
back  of  the  store,  as  they  are  not  con- 
sidered so  important  to  the  Christmas 
trade.  The  fancy  goods  section  will  also 
be  considerably  enlarged.  The  depart 
menls  that  are  now  given  prominence 
near  the  front  will  he  left  where  they 
are,  fancy  linens,  umbrellas,  gloves, 
neckwear,  hoisery,  etc. 
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Toys  for  Christmas  Alone. 
Quite  a  change  will  be  carried  out  to- 
ward the  back  of  the  store,  for  a  large 
department  now  given  up  to  corsets  and 
other  whitewear,  will  be  cleared  out  and 
devoted  entirely  to  toys.  The  firm  do 
not  carry  toys  during  the  rest  of  the 
year,  but  consider  they  are  an  important 
addition  to  a  dry  goods  store  during  the 
Christmas  season.  There  will  also,  of 
course,  be  special  tables  down  the  aisles 
devoted  to  Christmas  gifts,  and  through- 
out the  store  a  liberal  use  will  be  made 
of  price  tickets. 


WAISTS    FOR    CHRISTMAS. 

CHRISTMAS  lines  in  waists  are  be- 
ginning  to  he  shown  in  the  ma- 
jority of  stores.  This  year,  though 
there  are  some  expensive  waists  shown, 
the  line  is  stronger  than  usual  in  medium 
and  popular-priced  waists.  This  is  due 
in  a  measure  to  the  simpler  styles  as  well 
as  to  the  desire  to  cater  to  the  wish  to 
economize  displayed  by  the  majority  of 
customers  to-day.  Crepe  de  chine  waists 
in  black,  navy  and  in  pastel  shades  and 
white  are  most  in  favor,  and  the  new 
colors  are  sand,  pearl,  putty,  gold  and 
peach.  Lace  waists  for  dressy  wear  are 
coming  to  the  front.  These  come  in  all 
white,  white  lined  with  flesh,  and  also 
black  over  white. 

Velvet  waists  and  satin  waists  are 
anions'  the  novelties.  The  new  satin 
waists  are  very  simple,  and  many  are 
plain  tailored.  The  white  satin  waist 
braided  in  military  style  with  white  or 
colored  braid  is  the  latest.  These  waists 
have  the  military  stock  and  often  show  a 
peplum  or  some  kind  of  panel  finish  that 
comes  over  the  waist  of  the  skirt. 

Basque  waists  of  satin  or  of  satin  and 
crepe  de  chine  are  very  well  liked,  as 
they  practically  make  a  basque  dress  of 
a  waist  and  skirt.  Velvet  waists  follow 
the  jumper  idea.  The  edges  are  bound 
with  braid  and  the  sruimpe  and  sleeves 
are  either  of  satin  or  of  chiffon  over  silk. 

Special  Christmas  Tables. 
Buyers  in  the  big  stores  are  already 
playing  up  waists  as  practical  Christmas 
sifts.  Tables  are  being  set  out  with 
waists  in  boxes  and  a  waist  on  a  stand 
is  placed  in  the  centre  or  at  the  side  so 
as  to  show  customers  the  style  of  the 
model.  Showy  waists  are  favored  in  the 
majority  of  up-to-date  stores.  The  ap- 
pearance is  attractive,  and  the  stock 
looks  large,  while  the  customer  can  make 
her  selection  without  palling  over  a  num- 
ber of  waists.  The  stock,  too.  is  kept  in 
better  condition,  and  is  less  likely  to  be 
soiled. 


Models  at  the   Ritz-Carlton   Fashion   Fete 

Skirts  Full,  Straight  and  Short  The  New  Feature  —  Yellow, 
Brown  and  Wine  Shades  in  the  Lead  With  Velvet,  Broadcloth  and 
Brocades  as  the  Most  Used  Materials. 


VELVET  AND  FAILLE  DRESS. 

Though  the  flare  skirt  is  the  latest,  straight 
line  models  are  also  new.  This  gown  of  grey 
and  black  striped  velvet  and  black  silk  is  a 
recent  Faris  production.  Reproduced  in  tho 
Review  by  courtesy  of  Ginibels,  Ltd.,  New 
York. 


THE  Fall  ready-to-wear  season  is 
near  its  close,  and  its  passing  will 
be  welcome  to  many.  The  war, 
and  the  conditions  it  has  created,  the  ex- 
treme fickleness  of  fashion  and  the 
launching  of  one  distinctive  style  before 
the  one  preceeding  it  was  barely  on  the 
market,  the  many  different  lengths  of 
the  suit  coat,  and  other  influences  hard- 
ly definable,  but  perhaps  more  than  all 
the  absence  of  early  cold  weather  have 
all  combined  to  produce  what  is  em- 
phatically an  off  season. 

The  time  has  come  when  preparations 
for  the  coming  Spring  season  must  be 
seriously  undertaken,  and  because  the 
necessary  style  information  cannot  come 
through  its  usual  channels  a  very  heavy 
responsibility  rests  upon  the  shoulders  of 
the  designer.  It  is  unbelievable  that  the 
late  Fall  race  meetings  in  Paris  will  be 
held,  or  that  there  can  be  any  gatherings 
of  the  fashionable  people  at  the  resorts 
in  the  north  of  France:  some  sort  of  a 
season  it  is  true  is  expected  in  the 
Riviera.  This  means  that  though  the 
model  houses  are  still  creating  advanced 
ideas,  Paris  cannot  develop  them,  and  it 
is  the  development  that  really  interests 
designers  on  this  side  of  the  Atlantic, 
for  this  development  eives  the  keynote 
and  points  to  the  styles. 

So  far  designers  have  been  working 
alon?  lines  already  laid  down  and  have 
been  producing  variations  of  the  fash- 
ions Paris  put  out  up  to  the  commence- 
ment of  the  Fall  season.  Tf  the  Spring 
season  is  to  score  a  better  success  than 
the  one  now  passing  something  fresher 
than  lone  tunics  and  moyenage  modifica- 
tions will  have  to  be  shown.  With  all 
due  deference  to  the  "American  fash- 
ions" movement  America  adapts  the 
ideas  Paris  creates — she  does* not  orig- 
inate. It  is  true  that  this  adaptation  is 
wonderfully  done,  for  it  takes  the  ex- 
treme Paris  mode  and  makes  it  suitable 
for  and  wearable  by  the  masses:  turns 
daring  and  individual  designs  into  var- 
ments that  can  be  manufactured  in  a 
23 


factory  in  graded  sizes  by  the  hundreds, 
and  still  retains  the  necessary  amount  of 
life  and  spirit  to  identify  it  with  the 
Parisian  type. 

New  York  is  attempting  a  step  farth- 
er this  year,  and  by  means  of  fashion 
fetes  such  as  the  one  held  at  the  Ritz- 
Carlton,  and  in  Washington,  she  is  en- 
deavoring to  develop  the  models  that 
Parisian  dressmakers  are  putting  out  so 
that  there  will  be  something  to  go  on  in 
the  production  of  the  Spring  models. 

The  fashion  fete  was  held  under  the 
patronage  of  prominent  society  women 
and  the  money  raised  went  to  the  reliev- 
ing of  women  and  children  left  destitute 
by  the  war  in  Europe.  The  demand  for 
tickets  was  far  in  excess  of  the  accom- 
modations for  many  members  of  the 
trade  had  looked  forward  with  interest 
to  the  event.  Washington  has  also  had 
a  fashion  show  and  also  one  to  popular- 
ize the  wearing  of  cotton  dresses. 

Broacaded  materials  and  chiffon  velvet 
were  favorite  materials,  and  all  the 
tailored  suits  without  exception  were 
trimmed  with  fur.  Among  colors  were 
many  yellows  and  browns  as  well  as 
twine  colors  but  as  a  rule  the  colors 
were  subdued.  Skirts  showed  a  straight 
line  silhouette  widening  from  the 
waist  down,  and  the  majority  were 
short.  Many  of  the  tailored  suits  were 
of  broadcloth  but  a  smart  tailored  suit 
by  Lucille  was  in  khaki  cloth  made  along 
the  lines  of  the  British  soldier's  uniform 
and  named  most  appropriately  "Tommy 
Atkins." 

From  the  standpoint  of  design  the 
palm  for  originality  went  to  Kurzman. 
The  model  was  taken  from  the  period 
of  1858.  The  skirt  was  bell-shape  and 
fell  in  full  folds,  and  was  perfectly 
plain  and  without  either  drapery  or 
trimmings.  The  bodice  was  Ion?  and 
smooth  fitting  and  came  to  point  in 
front.  It  was  cut  with  the  decollete 
round  and  low  and  showing  the  should- 
ers and  had  a  Bertha  of  the  same  fabric 
as  the  gown. 


Children's  Party  Dresses  for  December  Selling 

These  Dresses  Come  in  Swiss  Embroideries,  Val.  Lace  and  Lawn, 
Embroidered  Net  Over  Jap  Silk  and  in  White  and  Figured  Voile 
and  Crepe. 


TIIK  children's  department  has  ad- 
vanced so  fast  that  up  to  date 
merchants  now  ask  for  the  de- 
livers of  dainty  little  dresses  developed 
in  sheer  cotton  materials  early  in  De- 
cember. These  dresses  are  intended  for 
party  wear  and  for  wearing  at  the  num- 
erous functions  that  take  place  at  this 
season  of  the  year.  For  this  purpose  a 
dainty  white  washing  dress  is  always 
more  practicable,  as  well  as  being  moie 
suitable  and  more  becoming  than  one 
of  chiffon  arid  lace  or  satin.  The  price 
range  is  wide  and  varies  according  to 
the  ouality  of  the  miterials  and  the 
amount  of  elaboration.  Vfrj  attractive 
little  dresses  of  Swiss  embroidery  with 
panel  in  front  and  skirt  of  allover  em- 
broidery with  the  long  French  waist 
joined  on  to  the  skirt  by  a  belt  of  lace 
beading  through  which  is  run  a  ribbon 
which  fastens  under  a  chou  or  bow,  can 
be  sold  at  very  reasonable  prices,  and 
the  material  is  so  good,  and  the  style 
and  cut  so  clever  that  mother  could  not 
hope  to  make  it  for  the  same. 

Dresses  of  sheer  lawn  trimmed  with 
fine  Valenciennes  lace,  have  the  long 
French  waist  with  panels  of  embroidery 
set  in  with  lines  of  lace.  Smart  little 
frocks    have    a    lace-edged     tunic    with 


panels  at  each  side  inserted  with  lace 
while  the  drop  skirt  finishes  below  the 
tunic  with  a  lace-edged  flounce.  The 
woman  who  does  not  consider  the  Swiss 
or  lawn  frock  dressy  enough  can  buy  a 
model  developed  in  embroidered  net  and 
net  top  lace  over  a  slip  of  white,  pink 
or  blue  Jap  silk.  These  dresses  come  in 
the  long  waist  and  tunic  form  and  the 
slip  is  finished  with  a  pleating  of  net  at 
the  bottom. 

The  satin  girdle  or  sash  matches  the 
slip  in  color  and  there  is  a  cluster  of 
silk  rose  buds  on  the  shoulder. 

Dainty  little  dresses  come  in  white 
voile  simply  trimmed  with  lines  of  hem- 
stitching. Tn  place  of  the  belt  of  bead- 
ing slashes  are  cut  in  a  belt  of  the  voile 
and  button-holed  and  a  broad  black  vel- 
vet ribbon  is  threaded  through  and 
formed  into  a  bow  at  the  side. 

The  long  French  waist  with  a  two  or 
three-tiered  flounced  skirt,  the  flounces 
either  circular  cut  or  straight  and  shir- 
red made  of  small  patterned  printed 
crepe  or  white  crepe  with  pencil  stripes 
in  pastel  colors  and  with  sashes  or 
sirdles  of  narrow  black  velvet,  make 
pretty  and  inexpensive  dresses  for  less 
formal    occasions. 


Dancing   Dresses    Featured 

Many  Dancing  and  Afternoon  Gowns  Developed 
in  Blaek  Materials — Rose,  Begonia  Pink  and 
Robin's  Egg  Blue  the  Leading  Colors. 


MANY  stores  carrying  dancing 
dresses  and  gowns  for  dressy 
wear  have  a  separate  room  pan- 
elled off  from  the  department  where 
stock  of  this  kind  is  carried.  As  a  rule 
the  division  is  only  wardroiies  and  cases, 
hut  some  other  color  than  the  regulation 
green  is  chosen  for  the  carpet  and  fit- 
tings. Two  favorite  colors  are  Delft 
blue  and  orchid  purple  with  the  wood- 
work painted  a  delicate  shade  of  irrey. 
Wicker   furniture  painted   white,  and   a 

gilt    chair  or   two,   lend-   an    added    touch 

of  elegance.  The  cost  of  fitting  up  such 
a  room  need  not  be  great,  and  counts 
vefj  little  against  the  additional  sales 
made  because  the  irowns  look  much  bet- 
ter in  such  a  setting.  There  is  usually 
a  platform  in  the  centre  por  showing 
striking  models  and  a  number  of  models 
are  always  on  show  hung  upon  the  brass 
rods  thai    run  alonir  \'^c  upper  edge  <>!' 


the  wardrobes.  Gowns  and  other  gar- 
ments look  extremely  veil  when  shown 
in  this  manner,  and,  what  is  very  import- 
ant, do  not  receive  as  much  handling  as 
when  shown  on  revolving  racks. 

Satin,  net  lace,  and  chiffon  a?e  the 
usual  materials  for  dancing  frocks, 
though  here  and  there  a  model  of  soft 
taffeta  is  seen.  More  than  the  usual 
number  of  black  dancing  and  evening 
gowns  are  sellin<r,  hut  white  touched 
with  black,  robin's  egg  blue,  rose  and 
bcironia  pink,  and  pale  yellow  are  all 
selling.  Lines  of  fur  are  seen  on  many 
rowns.  and  monkey  fur  i<  very  smartly 
used    on    some  of  the  later   models. 

An  extremely  smart  eveninai  '•own  of 
ulack  satin  had  a  tunic  reaching  down  to 
the  hem  of  the  -own  of  black  net.     This 

''ur   top- 


Tume 


had  a    fringe  of  monkey 
im',1   with  a  hand  of  Mark 
ish    and    was    caughi    up 


eh  et    as  B   fin- 

a    Few    inches 


above  the  hem  a  little  to  the  side  of  the 
front,  into  graceful  drapery  .vith  an  or- 
nament of  jet.  The  bodice  was  draped 
with  black  net  into  a  deep  girdle  of 
black  velvet  edged  top  and  bottom  with 
monkey  fur.  In  addition  graduated  net 
strands  fell  from  the  waistline,  and  a 
spray  of  silver  flowers  ornamented  the 
girdle  across  the  front. 

A  very  dainty  dancing  frock  of  satin 
and  chiffon  combined  had  the  waist  and 
the  tunic  of  chiffon  edged  with  paillettes. 
The  tunic  idea  was  new  as  it  fell  from 
a  hip  drapery  of  the  satin.  The  skirt 
was  slightly  gathered  in  with  a  flounce 
below  giving  a  decided  suggestion  of 
Turkish  trouser  effect.  This  dress  was 
developed  in  black,  white,  blue  and  pink. 

Evening  gowns  at  a  popular  price  are 
made  of  shadow  lace  either  cream  or 
white  in  combination  with  satin  in  any 
one  of  the  above  named  colors.  Double 
flounces  each  flounce  edged  with  satin 
are  mounted  over  a  foundation  of  net 
edged  with  pleatings  of  net  or  chiffon. 
The  sheer  waist  is  lined  witli  net  and  a 
new  feature  is  the  full  length  fittimr 
sleeve  of  lace.  The  g-irdle  is  of  satin  and 
there  is  a  touch  of  high  color  introduced 
in  the  artificial  flower  placed  on  the 
shoulder. 

Afternoon  <_>'owns  are  made  of  soft 
i-ntins.  of  velvet  and  satin  combined,  and 
of  crepe  de  chine  or  bengaline.  The 
sleeves  are  as  a  rule  transparent  and  are 
of  chiffon  matching  the  color  dres*  lined 
with  shadow  lace  or  net.  The  collar  is 
made  of  net  lace  high  at  the  back  and 
with  low  "V'  openings  in  front.  The 
tunics  are  hung  within  a  few  inches  of 
the  bottom  of  the  skir^  and  are  very  full 
and  some  sort  of  uirdle  or  sash  finishes 
the  waist. 

Useful  models  in  =ergc.  pr.plin  and 
pieee-dved  cloths  in  navy  ami  black  have 
heen  the  best  sellers.  The  Ions?  tunic 
still  holds  in  dresses  of  this  kind.  The 
waist  follows  the  basque  outline  in  some 
models,  but  the  preference  is  for  the 
modified  blouse  cut.  The  sleeves  are  set 
ii;  and  are  of  the  plain  coat  variety  and 
full  length.  Various  vest  ideas  are  fea- 
tured. 

Dresses  are  appearing  with  the  tunic 
eliminated  and  with  a  circular  flounce 
pivinsr  a  Hare  effect  am1  making  a  modi- 
tied  bell  shaped  skirt.  The  waist  is 
slisrhtly  Moused  ami  trimmed  with  srroup"! 

of  buttons.  The  sleeve*  are  gel  in  and 
plain  and  the  neck  finished  with  a  mili- 
tary collar.  Collar,  cuffs  and  deep  slur- 
red girdle  are  o\'  black  satin. 
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Some   Notes   on    Styles    Popular    in   London 

Military  Coats  Large  and  Loosely  Belted — Redingotes  of  Blue 
Serge  Trimmed  Down  the  Front  With  Tabs  of  Braid  With  the 
Loose  Points  Turned  Over — Linings  of  Vivid  Color  Light  Up 
Models  of  Dark  Blue  and  Black  Cloth. 


MULBERRY  and  bordeaux  are 
two  colors  London  is  featuring 
at  the  present  moment,  and 
many  of  the  costumes  in  these  colors 
have  hats  to  match  while  the  relief  note 
comes  in  the  vest  and  the  gloves.  These 
vests  are  made  of  tawny  colored  bro- 
cades with  tinsel  threads  and  veinings 
in  gold  and  yellow  with  here  and  there  a 
bint  of  turquoise  blue.  Striped  silks 
and  Oriental  embroidery  is  also  used  for 
the  same  purpose  and  the  collar  and 
cuffs  are  of  darker  velvet. 

The  coats  and  wraps  arc  on  the  over- 
all order  cut  in  semi-military  style  large 
and  loosely  belted.  The  coats  intended 
for  motoring  and  driving  are  of  frieze 
or  homespun  simply  finished  with  rows 
of  stitching  and  buttoning  up  with  large 
horn  buttons.  Smarter  models  are  of 
fine  blue  serge  with  talis  of  wide  black 
braid.  These  coats  have  linings  of 
cerise  merv,  and  pipings  of  the  same- 
show  on  the  collar.  Military  redingotes 
come  in  serge  and  in  ribbed  cloths. 
These  coats  have  a  long  princess  top 
with  a  full  skirt  set  on  just  about  the  hip 
line,  and  the  trimming  is  formed  of 
tabs  of  black  with  the  point--  turned 
over  and  hanging  set  closely  together 
down  the  front.  These  serge  coats  have 
no  belt,  but  there  are  models  very  simi- 
lar in  style  made  of  such  fabrics  as  whip- 
cord in  fancy  colors  such  as  prunelle, 
have  sashes  of  soft  silk  starting  from  the 
side  seams  and  knotting  loosely  in  front 
with  ends  weighted  down  with  fringe  so 
that  they  hang  closely  to  the  figure.  The 
collar  and  cuffs  are  of  the  same  silk,  and 
the  crochet  buttons  match  the  fringe. 
Black  coats  of  serge  and  other  fabrics 


come  in  long  waisted  full  skirted  redin- 
gote  type  of  models  with  heavily  frogged 
fronts.  These  coats  have  t he  Napoleon 
((dlai'  and  cuffs  of  black  velvet.  These 
coats  have  linings  of  violet  satin  or  of 
such  colors  as  Saxe  blue,  cherry  red  or 
emerald  green. 

Much  soft  silk  and  satin  is  employed 
for  blouses  and  the  styles  are  well  suit- 
ed to  development  in  these  fabrics. 

The  raglan  shoulder  is  continued  into 
the  bishop  sleeve  and  many  models  have 
some  kind  of  a  basque  attached.  Other 
models  have  yoke  tops  and  inset  sleeves 
of  the  shirt  type  and  the  full  fronts  are 
crossed  and  adorned  with  three  large 
buttons  and  silk  loops.  The  collars  are 
simple  turnover  affairs  of  hemstitched 
organdie. 

Black  satin  and  taffetas  and  ribbed 
cloths  of  silk  and  wool  are  trimmed 
with  silk  braid  and  fancy  motifs  with 
the  front  opening  to  show  a  fancy  vest 
or  chemisette.  Bright  touches  of  blue 
or  rose  are  often  introduced  in  vest  un 
dersleeves  and  belt  but  they  are  often 
veiled  under  plisse  frills  of  black  net. 

A  coat  dress  of  corduroy  velvet  in  nig- 
ger brown,  had  facings  of  satin  to  match 
and  a  sash  of  the  same  iooosely  belted 
around  the  low  waist  and  with  falling 
ends  in  front  finished  with  tassels.  The 
V  shaped  opening  at  the  neck  was  filled 
in  with  tucked  almond  colored  silk.  The 
boots  were  of  brown  glace  kid,  and  the 
gloves  and  bag  of  almond  colored  leath- 
er. This  matching  of  gloves,  shoes  and 
accessories  is  a  feature.  Pateni  leather 
boots  with  buff  tops  and  gloves  to  match 
are  often  worn  with  black. 


Latest  Models  in  Junior  Coats 

New  Styles  Favor  Military  Ideas — The  Wide 
Armhole  With  the  Sleeve  Set  in  a  Practical 
Feature. 


CHILDREN'S  departments  find  it 
profitable  to  show  new  models  as 
they  appear,  and  merchants  who 
do  a  better  class  trade  are  now  showing 
models  specially  made  up  for  the  mid- 
winter and  holiday  trade.  These  coats 
are  cut  on  much  looser  and  more  flaring 
lines  than  those  manufacturers  put  out 
earlier  in  the  season  and  show  also  a 
combining  of  sport  and  military  features. 
Russian  ideas  are  shown  in  a  broad- 
cloth model  that  comes  in  sizes  from  10 


to  14  years.  The  front  is  straight  cut  to 
the  waist  and  is  joined  on  to  the  flar- 
ing skirt  under  a  wide  stitched  button 
decorated  belt.  The  back  treatment  is 
new  for  the  belt  is  cut  in  one  with  the 
back  panel  and  comes  to  a  point  in  the 
middle  of  the  back.  A  band  of  fur  forms 
the  straight  military  collar  and  is  con- 
tinued down  the  front  and  the  sleeves 
are  edged  with  the  same.  The  fur  used 
is  opossum  dyed  black  to  imitate  skunk. 
The  cut  of  the  sleeve  is  new.  Ii  is  set  in 
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CAPE  COAT  WITH  FUR  COLLAR. 
\<  w  cape  i  H  of  cheeked  zibeline  in  brown 
and  green  shades.  The  military  collar  is  of 
beaver  fur.  The  skin  is  cut  ou  full  circular 
lines  and  is  low-belted.  The  buttons  show 
l>  iid  suggestions  m  imies  matching  the 
i-l  otb. 


but  the  armhole  is  cul  wide.  This  makes 
the  coat  easy  to  slip  i  n  find  off  and  gives 
much  more  comfort  than  the  regulation 
arm-hole.  This  coat  is  silk  lined 
throughout  and  is  interlined  to  give  the 
proper    amount    of    Winter    warmth. 

Another  coat  for  a  child  of  the  same 
age  is  made  of  chinchilla.  This  coat  is 
military  in  cut  and  is  double  breasted 
and  fastens  high  up  to  the  neck,  and  is 
belted  low.  The  sleeve  is  cut  the  same 
Continued  on   page  28. 


ACCESSORIES 


Neckwear   is   Active    for    the    Holiday   Selling 

The  Demand  at  Present  Runs  Largely  to  Sets — -Stiff  Collars  Arc 
Accompanied  with  Cavalier  Cuffs — Pleated  Novelties  Promise  to 
Dominate  the  Holiday  Situation — Small  Bouquets  Are  Used  to 
Give  the  Touch  of  Color. 


NET  ami  SPANGLES. 
Evening  gowns  tbls  season  follow  Moyen 
.•!«.•  lines.  The  Foundation  of  this  is  sofl 
wiih  tunic  draperj  "i  cup  spangled  net. 
The  waist  takes  Ihe  torm  of  o  very  wide 
latin  girdle  with  draper]  of  lace.  Shoulder 
Kini]i«  "f  siiiin  and  a  scarf-like  drapery  of 
spangled    net    form   the   sleeves. 


THE  neckwear  department  is  one  of 
the  bright  spots  in  the  store,  for 
neckwear  is  in  the  limelight. 
Popular-priced,  medium  and  high-priced 
novelties  are  all  active,  and  the  manu- 
facturers are  loaded  up  with  orders  for 
the  holiday  season.  Collar  and  cuff  sets 
are  the  best  sellers,  and  in  consequence 
the  selection  is  large  and  varied,  as  every 
designer  is  putting  out  something  new. 

Stiff  collars  in  pique,  linen,  repp,  etc., 
are  accompanied  by  large  cavalier  cuffs 
with  points  in  many  cases  reaching  near- 
ly up  to  the  elbow.  Flare  collars  of  or- 
gandie have  cuffs  in  cavalier  and  fancy 
shapes,  some  of  which  are  joined  up  and 
are  slipped  over  the  hand  and  on  to  the 
sleeve  of  the  dress.  Collars  in  sixteenth 
century  fashion,  pleated  all  around  the 
neck  or  just  pleated  at  the  back,  have 
exceedingly  pretty  pleated  cuffs  to 
match,  and  so  strong  is  this  idea  that 
pleatings  are  big  sellers  by  the  yard  in 
effects  suitable  for  this  purpose.  These 
pleatings  come  in  all  the  neckwear  ma- 
terials— organdie  liesse,  net,  Malines,  etc. 
— net  bands  in  widths  varying  from  3  to 
6  inches  wide,  and  are  edged  with  a  nar- 
row pleating  of  net. 

The  new  vestees  and  chemisettes  are 
finished  with  a  pleated  frill  at  the  neck. 
or  have  a  stock  with  the  frill  turned  over. 
Side  frills  are  very  much  in  favor,  and 
straight  stocks  of  moire  or  black  velvet 
have  a  frill  of  liesse,  organdie,  Malines  or 
net  standing  up  around  the  face.  For 
those  who  do  not  like  the  high  back  col- 
lar there  arc  new  shapes  in  flat  collars 
cut  to  simulate  the  collar  and  revers  in 
one.  Models  ionic  in  organdie  with  hem- 
stitched edges  and  in  embroidered  Swiss 
and  net  combinations,  with  cuffs  to 
match.  With  the  pleated  collars,  cuffs 
with  a  section  of  ideating  let  in  arc 
shown. 

Quite    a    new    model    in    collars    is    the 

high  standing  cape     This  collar  hardly 

appears    at     the    front    of    the    neck,    hut 

hangs   like   a    cape   or  hood    at    the   hack. 
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Hood  collars  of  net  and  net  lace  are  long 
enough  to  touch  the  waist-line  at  the 
hack,  but  have  only  little  lapels  in  front 
and  the  high  flare  collar  as  a  neck  finish. 
Military  stocks  are  developed  in  black 
velvet  and  white  or  black  satin  trimmed 
with  gilt  or  gun  metal  buttons.  They 
are  finished  with  a  pleated  frill  of  or- 
gandie  and  the  regulation  turnover  wing 
points. 

Dainty  tulle  effects  in  band  and  dog 
collars  are  having  a  great  success.  The 
dog  collar  shows  a  plain  stock  in  front, 
and  the  stock  has  a  pleating  of  Malines 
across  the  back  which  is  continued  down 
the  side  of  the  stock  under  a  finish  of 
gilt,  gun  metal  or  jet  buttons.  When  a 
velvet  band  is  used  the  pleating  is  drawn 
in  at  the  side  of  the  neck  and  is  finished 
at  one  side  by  a  tiny  rose  or  small  bunch 
ol  mixed  flowers.  Tulle  ruches  reaching 
three  parts  around  the  neck  and  finished 
with  a  folded  tie  of  wide  ribbon,  which 
kimts  in  front  and  with  the  ends  finished 
with  a  floral  bow  and  fancy  drop  orna- 
ments are  the  latest  in  this  kind  of  neck- 
wear. 

Anything  that  is  high  and  which  en- 
circles the  throat  and  is  allied  to  the 
stock  or  choker  is  termed  a  military  col- 
lar. Some  of  these  collars  come  together 
in  front,  but  the  majority  do  not  meet, 
and  others  only  come  a  little  past  the 
side  of  the  throat.  The  shapes  are  not 
all  severe,  as  they  are  made  of  lace  or 
net,  or  organdie  and  lace,  as  well  as  all 
of  organdie.  Many  have  a  turned-back 
pleating  of  lace,  and  are  very  much  on 
the  type  of  the  Directoire  collars  worn 
some  seasons  ago.  These  collars  and  the 
collars  with  the  high-pleated  hacks  are 
specially  appropriate  for  wearing  with 
furs  and  with  the  high  close  collars  that 
of  the  suits  and  coats.  These  collars  are 
decorative  when  the  coat  is  removed,  and 
also  give  the  welcome  touch  of  white 
lace  «  hen  it   is  worn. 

Vestees    are    very    strong,    and    among 
Continued   on    page  28. 
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Dry  Goods  Review 


Christmas 
Novelties 

in 

Neckwear, 
Veilings, 
Collars 

New  Flouncings, 
"Ripplette"  Neck  Cords 

Good  Stock 
Quick  Shipments 

Mail  orders  promptly  attended  to. 


sop  Lace  feVfeilin 

LIMITED 

lir>6tor7  St.  West,  Torpor? 
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Nottingham  Sending  Out  Some  Novelty  Lines 

Besides  the  Regular  Line  of  Staples  They  Are  Turning  Success 
fully  to   Plaucii   Imitations  on  Orders— Nothing  Coming    From 
Continent — Bigger  Demand  For  Val.  Lace  and  Embroideries. 


SO  Car  there  has  been  uo  marked 
change  in  designs  in  laces  and 
embroideries.  Fashion  centres, 
especially  those  in  Germany,  have  been 
more  or  less  closed  up.  There  are  no  de- 
cided novelties,  and  it  is  too  early  to  say 
what  there  will  be  for  Spring.  Ruyers 
are  just  leaving  for  Europe,  and  will  not 
be  back  with  new  designs  until  late  in 
December.  Not  until  they  return  will 
there  be  anything  new  on  the  market. 

As  it  is,  everything  is  coming  from 
Nottingham.  The  German  market  is  en- 
tirely  out  of  the  question,  and  Calais 
factories  are  more  or  less  closed  up. 
Calais  shipments  coming  in  now  consist 
of  goods  made  before  the  war.  Prac- 
tically no  stocks  are  left  in  the  French 
city. 

Nottingham  is  working  full  time,  but 
they  are  not  yet  making  the  "nobby" 
goods  that  usually  come  from  the  fashion 
centres.  The  English  city  is  more  accus- 
tomed to  the  manufacture  of  staples,  but 
the  war  has  compelled  manufacturers 
there  to  attempt  something'  in  the 
novelty  line.  In  this  they  have  been 
very  successful,  and  for  the  first  time  in 
many  years  their  samples  show  signs  of 
the  neat  finish  which  in  former  years 
was  found  only  in  German  and  Swiss 
goods. 

Dealers  on  this  side  who  were  in  need 
of  imitations  of  Plauen  laces,  the  sup- 
lily  from  Germany  having  been  cut  off, 
sent  their  samples  to  Nottingham,  and 
the  imitations  were  so  satisfactory  that 
large  orders  were  placed.  Immediately 
prices  were  raised  20  per  cent.,  followed 
by  another  advance  for  further  orders. 
If  prices  go  much  higher  they  will  be- 
come almost  prohibitive. 

An  improvement  in  demand  for  Valen- 
ciennes lace  is  being  felt,  principally  for 
good  medium  and  better  class  lines. 
There  has  not  been  such  a  demand  for 

g 1  Valenciennes  for  six  or  seven  years. 

In  1905  and  1900  the  demand  was  good, 
but  suddenly  dropped  off  on  account  of 
fashion,  which  left  big  stocks  in  bands 
ill  both  wholesalers  and  retailers.  These 
have  been  carried  since,  being  reduced 
gradually  each  year.  A  better  feeling  in 
this  market  commenced  to  show  itself 
last  Summer  and  Fall.  It  can  be  attri- 
buted somewhat  to  wider  skirts,  which 
permit  of  more  underwear  being  worn. 

A  bigger  demand  is  expected  for  em- 
broideries and  cotton  laces  used  for 
lingerie.  Kmbroiderics  have  been  slow 
for  a  number  of  years,  but  will  pick  up 
again.     Supplies  will  improve,  as  Ameri- 


can manufacturers  are  coming  into  the 
field  with  more  determination  to  secure 
this  business.  Good  supplies  will  also  be 
coming  in  from  Switzerland  and  other 
neutral  countries. 

Black  laces  have  been  good  for  two 
years,  and  are  expected  to  be  in  demand 
this  year.  Shadow  laces  are  selling  well, 
particularly  for  evening  wear.  Veilings 
have  sold  better  this  Fall  than  for  some 
time,  but  cannot  be  termed  good  even 
<  et. 


On    Ribbons 


OPINIONS  vary  widely  regarding 
ribbons,  and  no  one  seems  to  have 
any  definite  information  regarding 
what  will  be  worn  next  Spring.  Certain 
dealers  are  carrying  stocks  of  certain 
lines  in  the  hope  that  these  will  be  in 
demand  next  year,  but  in  this  they  are 
taking  chances.  In  wide  stuff  as  yet 
there  is  nothing  new  beyond  what  was 
worn  in  the  Fall.  Many  dealers  are  re- 
fusing to  carry  fancy  lines,  being  afraid 
that  the  season  might  go  back  on  them. 

A  good  Spring  trade  is  expected  to 
open  up  as  usual,  but  what  people  will 
wear  is  the  question.  Usually  it  is  pos- 
sible to  predict  from  Paris  and  London, 
but  these  cities  are  out  of  the  running 
this  year.  When  New  York  people  begin 
to  show  their  Spring  hats,  and  it  is  seen 
what  trimmings  are  being  shown,  then 
the  public  will  begin  to  talk  about  what 
they  are  going  to  wear.  The  opinion 
holds  in  many  quarters  that  considerable 
black  will  be  worn  this  year,  and,  judg- 
ing from  catalogues  already  issued  by 
New  York  millinery  houses,  black  crepe 
and  black  moire  ribbons  seem  to  be  the 
prevailing  thing. 

Many  of  the  large  Montreal  houses  are 
carrying  big  stocks  of  moires  and  faille 
moires  from  last  season,  and  have  or- 
dered more  for  Spring,  confident  there 
will  be  a  demand  for  them.  These  were 
in  demand  last  Spring,  but  supplies  for 
Fall  arrived  in  September  instead  of 
August,  and  were  rather  late.  Black  and 
white  stripes  are  also  being  stocked. 

.lust  now  travelers  are  Bending  in  quite 

a  number  of  orders  for  narrow  goods. 
'which  usually  enjoy  a  big  demand  about 
this     time     in    readiness    for    Christmas 


trade.  fancy  ribbons  are  only  in  de- 
mand for  bags  and  the  like.  In  narrow 
goods  there  is  nothing  new. 


NECKWEAR   IS    ACTIVE    FOR    THE 
HOLIDAY     SELLING. 

Continued  from  page  26. 
the  best  sellers  must  be  classed  the 
severely  pleated  effects  in  organdie.  A 
little  less  sevei-e  are  those  with  a  stock 
collar  with  small  turned-back  wing 
points  decorated  with  a  little  touch  of 
embroidery.  Similar  embroidery  motifs 
are  on  the  vestee  portion,  and  the  edge 
is  either  scalloped  or  trimmed  with  fine 
Valenciennes  lace. 

There  is  always  a  call  for  color  at 
Christmas  time,  and  this  demand  this 
year  is  being  met  by  the  placing  of  a 
tiny  rose  or  other  artificial  flower,  or  a 
little  knot  of  mixed  flowers,  either 
mounted  on  the  band  of  velvet  or  placed 
on  the  edge  of  a  wing  or  revers.  Little 
bows  of  colored  ribbon,  silk,  crepe  de 
chine,  tulle  or  tinsel  are  all  used  for  giv- 
ing this  wanted  touch  of  color,  and  crepe 
de  chine  is  in  high  favor  for  this  pur- 
pose. 


LATEST   MODELS  IN  JUNIOR 

COATS. 

Continued  from  page  25. 

as  the  one  above  described  with  the  new 
large  armhole."       The  back  is  loose  and 

the  belt  draws  it  in  in  the  same  manner 
as  a  military  great   coat. 

A  chinchilla  coat  intended  for  mi- 
wear  is  cut  in  the  same  military  fashion 
only  the  belt  is  loose  all  the  way  round 
and  passes  through  straps  on  each  side. 
This  coat  also  lias  large  patch  pockets, 
and  can  he  worn  buttoned  up  to  the 
throat  or  open.  A  misses'  coat  suitable 
lor  street  or  evening  wear  is  developed 
in  wide  wale  corduroy.  The  black  is 
bell-shaped  and  is  belted  in  by  two 
stitched  straps.  The  sleeves  show  a  new 
kimona  cut  and  are  very  wide  and  loose, 
while  the  collar  is  high  at  the  back  and 
turns  over  forming  wing  points  that 
meet    at    the  base  of  the   throat    in    front. 

Another      misses"      model       developed 
along  the   same     loose      flowing   lines  is 

made  of  mixture1  tweed.  It  has  the  cor- 
rect flare  and  has  set-in  pockets.  This 
model  should  form  a  'z-^oA  substitute  for 
the  too  popular  Ralmaeaan. 


Unusual  Window   Background  Design  for  Christmas 


No.  1-^Speeially  designed  for  The  Review  by  G.  A.  Smith. 


Fig  No.  1 — The  entire  framework  of  this  setting  is  constructed  from  seven-eights  inch  soft  pine  or  cypress 
lumber  over  which  a  covering  or  composition  board  is  applied. 

In  constructing  the  three  panels  I  would  advise  making  these  from  a  very  widt  piece  of  seven-eights  inch  lum- 
ber, sawing  out  the  top  as  iltustrated.  Thisis  then  treated  to  a  coat  of  alabastine  in  greenish  metallic  tints,  the  lower 
portion  being  covered  with  imitation  onyx  or  marble  paper  of  a  corresponding  shade. 

Tin  embellishment  shown  at  the  bottom  of  the  three  small  uprights  can  be  mad(  with  th(  use  of  one-inch 
strips  combined  with  a  plaster  or  wood  ornament,  the  top*  of  three  uprights  being  embellished  with  a  tvood  or  plas- 
ter ornament  of  the  same  metallic  shade.  The  lines  can  be  painted  on  with  a  brush  or  stencil.  .1  stencil  can  also  be 
substituted  for  the  plaster  ornaments  if  you  find  it  necessary. 

Connecting  the  panel*  is  a  wide  sectional  design  which  is  cut  from  composition  board  and  treated  to  a  coat  of 
alabastine  to  harmonize  with  the  panels,  the  outline  of  same  being  made  by  painting  a  narrow  strip  on  same  with 
metallic  paint.  A  little  pine  tree  effect  can  be  stencilled  thereon  or  an  opening  can  be  left  in  the  top  and  a  small 
shelf  made  thereon  to  support  small  trees  secured  from  the  toy  department.  In  this  case  be  sure  and  back  them  up 
with  a  contrasting  material. 

This  design  is  of  a  very  unusual  nature  and  one  that  is  very  conservative,  though  it  can  be  adapted  and  used  in 
every  store.  The  expense  of  same  can  be  large  or  small,  just  as  you  see  fit  and  according  to  the  amount  of  appro- 
priation you  have  for  this  occasion. 

Appropriate  foliage  can  be  added  in  the  corners,  also  in  bases  as  you  see  fit. 

29 


Striking,  Original  Christmas  Backgrounds 

Unusual  Designs  Submitted  That  Are  Adaptable  to  Little  or 
Great  Expense  —  Ideas  That  Fit  in  With  Advances  in  Window 
Trimming — Trim  for  Posts  That  Harmonizes  With  the  Window. 

Prepared   for  The   Review   by   G.   A.   Smith. 


Treatment  of  Post 


Fig.  No.  2 — Presents  a  striking 
post  treatment  for  the  interior  of  a 
store  and  one  that  goes  hand  in  hand 
with  the  design  shown  in  figure  No.  1. 

First  construct  two  uprights  cut 
from  2  x  2-inch  lumber,  adding 
brackets  to  top  of  same  as  shown  in 
/ll a xtration.  The  brackets,  you  will 
notice  support  a  small  plaque  made 
from  one-inch  lumber  over  which  a 
small  pine  tree  is  placed.  The  tree  is 
made  in  conical  shape  and  can  be 
made  from  wire  or  thin  wooden  strip* 
around  which  roping  is  wound.  The 
trunk  of  tree  is  made  from  a  curtain 
pole  and,  wrapped  with  tailor's  mend- 
mi/  tissue  to  produce  the  desired  fin- 
ish. The  box  in  which  the  tree  rests 
is  '  mbellished  with  a  star  made  with 
a  stencil  or  one  of  the  new  effects 
that  has  recently  been  placed  on  the 
market.  BelU  and  roping  nttached^  to 
the  bracket  is  also  a  new  material. 
The  belh  heing  in  red  with  a  green 
rim.  Sni'il!  red  tappers  are  also 
shown    thereon.    The  roping  is  the 


new  Japanese  roping  ulcich  comes  in 
red  or  green  and  in  two  sizes. 

Draped  from  bracket  to  bracket 
across  the  face  of  the  post  is  a  festoon- 
ing of  holly.  A  band  made  from  rop- 
ing is  placed  around  the  top  of  post 
within  eighteen  or  twenty-four  inches 
from  the  beam.  This  is  also  addi- 
tionally embellished  through  the  use 
of  mw  of  the  stars. 

IN  present-day  window  display  work, 
it  is  noticeable  that  Simplicity  is  the 
prevailing  idea  used  by  every  prom- 
inent store.  This  style  of  treatment  is 
not  only  used  in  the  arrangement  oi'  the 
merchandise,  but  also  in  the  settings 
made   to   accompany   the   display. 

This  treatment  for  simple  displays 
has  been  for  several  years  trying  to 
work  its  way  toward  recognition,  but  it 
is  only  of  late  that  it  has  become  more 
generally  adopted. 

One  will  notice  windows  which  have 
been  treated  in  the  old-style  manner. 
These  windows  are  very  often  put  in 
by  display  men  who  have  not  been  pro- 
gressive enough  to  keep  up  with  present- 
day  methods.  The  display  man  who  is  so 
fortunate  as  to  be  employed  by  an  up- 
to-date,  broad-minded  concern,  can  very 
easily  persuade  them  as  to  what  kind 
of  displays  are  being  used  at  the  present 
time  and  also  that  it  is  practical  to  keep 
abreast  or  ahead  of  other  firms  in  dis- 
play work.  The  firm  will  very 
quickly  form  the  opinion  that  he  is 
interested  in  their  behalf  and  will  help 
him  along  towards  that  end.  His  ability 
will  also  be  recognized  in  the  way  of 
drawing  more  customers  to  the  store 
through  the  show  window,  and  in  this 
way  he  will  bo  able  to  demand  a  larger 
salary. 

Old-stylo  methods  have  had  their  day 
and  no  doubt  were  very  effective,  but 
they  will  no  longer  be  tolerated  in  the 
si  ore  of  the  average  merchant  to-day. 
Window  dressing,  as  everything  else. 
musl  advance  with  the  times  and  im- 
provements are  always  in  order.  Tn 
fact,  tin'  improvements  in  window  trim- 
ming have  been  more  noticeable  anil  are 
far  in  advance  of  any  ether  department 
of  commercialism. 

Tt  is  mil  si.  long  ago  thai  settings  con- 
sist imr  of  colored  scrolls,  gaudy  scenic 
paintings,  mechanical  displays  and  a 
mixture  of  artificial  foliage,  were  oon- 
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sidered  good  enough  for  the  public,  but 
the  public  in  general  is  becoming  more 
educated  in  that  respect  and  they  will 
pass  by  a  window  of  that  kind  nbwadays 
and  call  it  junky. 

The  settings  most  approved  at  the  pre- 
sent time  are  vastly  different  from  the 
ones  described  above  and  indicate  how 
tastes  have  changed  in  this  respect.  Their 
simple  yet  graceful  lines  have  a  tone 
and  character  that  is  very  pleasing 
to  the  eye  and,  as  a  rule,  they  carry  out 
a  decorative  scheme  that  brings  out  the 
merchandise  to  the  best  possible  adver- 
tising advantage.  The  colors  also  that 
are  introduced  as  decorative  features  are 
quite  in  harmony  with  the  whole  win- 
dow scheme,  merchandise  and  event. 

Everything  that  goes  into  the  window 
is  to-day  given  careful  consideration 
with  the  idea  that  there  is  to  be  nothing 
to  mar  the  effect  of  the  goods  on  display. 
Every  necessary  precaution  is  taken 
to  make  the  finished  display  pleasing, 
artistic  and  practical.  This  could  never 
be  done  with  the  old-fashioned  method 
which   was  largely  based   on   guesswork. 

Good  results  can  be  accomplished  by 
being  constantly  on  the  lookout  to  see 
what  other  progressive  display  managers 
and  firms  are  doing,  and  by  combining 
those  with  your  own  ideas,  some  won- 
derful results  can  be  brought  about.  The 
display  manager  of  to-day  is  not  the 
"I  know  it  all"  kind.  He  realizes  that 
he  can  never  know  it  all  and  is  glad  to 
take  advantage  of  the  smallest  hint  of 
how  to  improve  his  displays.  He  should 
make  it  a  point  to  read  all  magazines 
possible  on  display  management  that  he 
can  get  hold  of.  to  study  the  different 
periods  of  architecture  and  work  out 
designs  which  can  be  applied  to  his 
work. 

Both  timely  and  appropriate  helps  to 
our  readers  are  shown  in  the  accompany- 
ing sketches  illustrating  a  window  set- 
ting  and  a  post  decoration  for  the  ap- 
proaching holiday  season.  These  settings 
illustrate  what  can  bo  accomplished  by 
the  use  of  the  new  products  especially 
prepared  for  this  purpose  and  combined 
with  the  proper  motifs  and  up-to-the- 
minute  ideas. 

P.\  combining  the  various  motifs  with 
the  general  setting  along  the  linos  shown 
in  the  drawings,  the  result  will  not  only 
he  pleasing,  but  very  practical  at  the 
same  time. 


EQUIPMENT  AND   DISPLAY 

¥ 

oo© 


Dry  Goods  Review 


If  you  -were  buying  a  new  Store  Front — one  to  increase 
your  business  —  would  you  be  willing  to  make  your  de- 
cision by  the  inspection  of  samples  of  corner  and  division 
bars  or  by  complete,  finished  Store  Fronts?  Wouldn't 
30,000  actual  Fronts  of  one  make  tell  you  more  than  all  the 
samples  you  could  get  hold  of   ? 

To  prove  to  you  what  KAWNEER  FRONTS  have 
done  we  cite  you  to  the  30,000  Fronts  in  which  KAWNEER 
is  installed.  Among  the  thousands  of  Merchants  ■who  have 
adopted  them  are  many  of 
the  keenest  and  most  con- 
servative Merchants  in  the 
country.  When  they  made 
their  decisions  they  had 
samples  and   models     galore 

but   their   business   judgment  caused   them  to  judge  by  actual 
proofs — not  by  samples. 

If  you  were  to  buy  an  automobile  would  you  trust 
yourself  to  make  the  decision  upon  any  particular  make  by 
simply  looking  at  drawings  or  samples  of  [various  parts  of 
the  machine?  No,  you  -would  make  an  inspection  of  the  car 
itself — in  its  finished  form. 

And  so  it  is  with  Store  Fronts. 

Ask  the  Merchants  behind  KAWNEER  FRONTS 
what  they  think — find  out  if  their  Fronts  have  made  money 
for  them  by  increasing  business.  That's  the  kind  of  in- 
formation you  want. 

When  you  are  ready  to  buy  a  new  Front  we  want  to 
show  you  actual  proofs  of  our  work.  You  may  see  our 
samples,  too,  if  you  want  to,  but  we  prefer  to  let  our  fin- 
ished and  complete  jobs  represent  us. 


Which  Kind  of  Evidence  Will  You  Demand? 


Don't  risk  the  money  it  takes  to  build  any  kind  of 
Store  Front  until  you  have  seen  "Boosting  Business  No.  21" 
— unquestionably  the  most  interesting  and  instructive  book 
on  Store  Fronts  ever  published.  It  contains  actual  photo- 
graphs of  many  of  the  best-paying  big  and  little  Store 
Fronts  in  the  country — drawings  of  suggestions  that  will  in- 
terest you  and  ideas  that  have  made  money  for  a  multitude 
of  other  Merchants. 

One  Merchant  in  Rochester,  Minn.,  recently  installed  a 

KAWNEER     STORE 

FRONT  and  his  business 
jumped  30f/t.  In  a  letter  he 
states  that  now  he  is  able  to 
sell  what  he  wants  to  sell 
— not  -what  the  people  want 
to  buy.  He  also  states  that  he  is  able  to  conduct  his 
business  with  little  or  no  money  tied  up  in  dead  stock. 
Think  what  you  could  do  with  the  money  you  have  tied  up 
in  dead  stock— think  what  a  KAWNEER  FRONT  could 
do  for  you. 

Don't  take  another  step  in  this  matter  until  you  have  seen 
this  book — it  only  costs  you  2  cents  to  get  it  —  your  copy  is 
in  an  envelope,  stamped  with  a  5  cent  stamp  and  ready  for 
your  address.  Every  day  you  conduct  your  business  with- 
out a  KAWNEER    STORE  FRONT  you  are    losing     sales. 

Take  the  first  step  for  greater  business  today. 


neef* 


Prize  List  Drawn  Up  forC.A.D.M.  1915  Contest 

Special  Class  of  "Sweepstakes"  for  Best  Three  Selling  or  Mer- 
chandise Windows — Smaller  Places  Benefit  by  Changes  in  Classes 
The  Review's  Loving  Cud  Asrain  on  the  List. 


THE  Executive  Committ  e  of  the 
( lanadian  Associate  n  of  Display 
Men  arc  nut  wasting  any  time  in 
getting  I"  work  on  the  plan  for  the 
Fourth  Annual  Convention,  which  will 
be  held  at  the  Hotel  Wald'orf  Astoria  in 
New  York  City,  on  August  2nd,  3rd,  4th, 
and  5th  of  next  year.  A  preli  i  inarj 
announcement  appeared  in  "The  Re- 
view" a  few  week*  ago  from  the  New 
York  representatives  of  the  Assoc'ation, 
in  which  details  weir  given  oi  certain 
plans  thai  had  be<  n  made  for  the  pro- 
gram and  the  reception  of  the  Canadian 
members  at  next  year's  Convention. 
Th'ese  plans  were  heartily  endorsed  l>y 
the  Executive,  at  a  meeting  held  in  Tor 
<mto  on  Monday,  November  9th. 

It  might  be  well  to  point  out  here  that 
the  New  York  arrangement  has  been 
made  with  the  idea  of  giving  the  Cana- 
dian members  an  opportunity  not  only 
•of  enjoying  the  International  program, 
but  also  of  taking  advantage  of  the  op 
portunity  of  seeing  the  New  York  stores, 
and  meeting  the  window  trimmers  from 
a  large  number  of  the  cities  of  the 
United  States.  At  that  Convention  the 
annual  competition  will  be  held  as  usual 
along  the  same  lines  as  have  been  during 
the  past  three  years  with  separate  prizes 
to    Canadian    members,    liolh    in    window 


Cup  Again  on  the  List. 

trimming,  advertising,  and  card  writing. 
In  addition  there  will  be  business  sess- 
sions  in  which  the  affairs  of  the  Cana- 
dian Association  will  be  handled  by  tin 
Canadian  members  themselves.  The 
members,  however,  of  the  Canadian  As- 
sociation, will  have  the  privilege  of  at- 
tending all  the  meetings  of  the  Interna- 
tional Association  and  hearing  and  see- 
ing all  the  papers  and  demonstrations 
that  will  he  presented  in  the  four  days' 
Convention. 

Greater  Prominence  to  Sales  Windows. 
The  Executive  Committee  at  the  meet- 
ing held  in  the  second  week  in  Novem- 
ber, decided  upon  two  changes  in  the  list 
of  prize  contests,  one  of  which  will  give 
more  chance  to  the  window  trimmer  in 
the  smaller  towns  and  cities  than  possi- 
bly he  had  felt  was  given  him  in  previous 
programs,  while  the  second  will  give 
greater  prominence  to  the  idea  of  sales 
or  merchandising  windows  in  connection 
with  the  competition.  In  former  pro- 
grams the  prize  list  was  divided  up,  so  as 
lo  place  all  window  trimmers  in  towns 
and  cities  of  under  50,000  in  the  same 
class.  It  has  been  amended  and  under 
the  new  program  prizes  will  be  given  for 
windows  in  places  of  under  4,000,  others 
for  places  between  4,000  and  10,000,  still 
a    third    class    of    places    between    10,000 


and  20,0110,  fourth  das.-  between  20,000 
and  50.000.  and  all  place-  over  50,000 
will  be  grouped  in  one  class.  In  each 
case  the  prizes  will  consist  of  a  gold  and 
silver  medal.  Another  change  in  con- 
nection with  the  classification  is  to  in- 
clude in  the  list  of  available  windows, 
not  only  opening  or  special  displays, 
but  also  merchandising-  windows.  It  was 
thought  that  sufficient  attention  had  not 
been  given  to  this  in  the  competitions  on 
previous  occasions.  In  addition  to  the 
nine  regular  (lasses  that  have  been  par- 
tially outlined  above,  including  The  Re- 
view's "Loving  Cup,",  it  was  decided  to 
make  a  special  class  to  refer  to  all  mer- 
chandizing windows,  in  which  no  differ- 
ence will  be  made  in  the  size  of  the  place, 
but  all  will  be  grouped  together.  For 
this  special  class  three  medals  will  be 
given,  and  an  effort  will  be  made  to  in- 
duce the  merchants  of  Canada  to  make 
some  contribution  for  this  class  with  the 
idea  that  it  will  stimulate  the  class  of 
window  in  which  they  are  naturally  most 
interested,  that  is.  windows  that  sell  the 
merchandise.  Indeed  the  aim  of  the 
association  in  future  will  be  to  give 
greater  prominence  to  this  class  of  win- 
dows, while  not  neglecting  the  more 
artistic  side  in  opening  windows  or  those 
devoted  to  special  occasions. 


THE  PRIZE  LIST 


'T'llK  following  is  the  list  of  prizes 
■*  f hoi  tm  offered  hi/  the  Canadian 
association  of  display  men  for  the 
Fourth  Annan/  Competition  in  win- 
dan  dressing,  advertising  and  card- 
writing  for  nt  xt  year: 

WINDOW  DRESSING: 

Class  1  An  anal  Grand  Prize — Sil- 
ver Loving  Cup,  suitably  engraved 
for  tin  best  six  displays,  original 
window  and  unit  trims  photo- 
graph,  submitted  l>;i  a>ni< slants 
during  tht  year.  Cup  to  In  mm' 
property  of  tht  winning  decorator 
each  year.  Presented  by  Dry 
Goods  Revit  w. 

Class  2     For     holiday,     opening  or 

merchandising   windows,   opt  n   to 

all  trimmers  in  /due  s  up  to  1,000 

1st  prizt .  gold  medal;  '2nd  prizt . 

silver  medal. 

Class  3 — With  the  same  conditions, 
opt  n  in  window  trimmt  rs  in  places 


of  1,000  to  1<). >  population  — 

1st  prize,  gold  medal;  2nd  prize, 
silver  medal. 

( 'lass  4 — Open  to  window  trimmers 
in  places  of  10,000  to  20,000  popu- 
lation—lst  prize,  gold  medal,  2nd 
prize,  silver  medal. 

i  'lass  5 — Open  to  window  trimmers  in 
places  from  20,000  to  50,000  popu- 
lation— 1st  prize,  gold  medal;  2nd 
prize,  silv  r  medal. 

Class  6 — Open  to  window  trimmers 
in  places  from  50,000  population 
and  over — 1st  prize,  gold  medal; 
2nd  prize,  silver  medal. 

class  8 — Open  to  all  window  trim- 
mers in    Canada— 1st    prize,  gold 

mi  dal :  2nd  prizt  .  silv,  r  medal,  for 

most  <  ffectivt  window  arrangemt  nt 
of  ivinni  n's  rt  ady-to-wt  or  gar- 
ments. Mi  dais  donated  by  Aetna 
Publishing  t  'o. 

Class  7 — Open  to  all  window  trim- 
mers in  Canada—  1st  prize,  gold 
medal;  2nd  prize,  silver  medal. 
For  best  full-form  drape. 

class  9  Min's  Wear  windows,  open 
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to  mt  n's  mar  trimmers  in  Canada 
—1st  prize,  gold  medal;  2nd  p 
silver  medal.  Fur  best  nnn's  wear 
unit  and  furnishing  tables,  or  win- 
dons  dressed,  showing  arrange- 
in  <  nt  of  units  in  completed  trim. 

Class  \0-Spccial  prize  for  best  mer- 
chandising window  —  1st  prize, 
gold  me, la  I;  2nd  prize,  silver 
medal;  third  prize,  bronzt  medal. 
Open  to  nil  window  trimmers  in 
Canada. 

CARD-WRITING  CONTEST: 
Class  1    -1st  prize,  gold  medal;  2nd 

prize,    silv,  r    nt,  dal.        For    tht 

mest  artistic  pen  or  brush-lettt 
cards,  used  for  opening  or  special 
announct  mt  nts. 
Class  2      1st  prizt  .  silver  medal.    For 
tlti    six  best     plain-lettered    price 
cards,  used  to  indicate  the  price  of 
merchandise. 
ADVERTISING  CONTEST: 
1st  prize,  gold  medal;  2nd  prize,  sil- 
ver medal.    Awarded  for  the  best 
all-round     advertising,     including 
gt  iii  ral    publicity,      opening    and 
sab  announcements. 


EQUIPMENT    AND    DISPLAY 


Dry  Goods  Review 


Unusual  and  Original  Baby  Ribbon  Window  for 

Christmas 


rJ~'  HE  REVIEW  regrets  that  it  was  a nj'ortu nufe/y  nu j/o.ss,blc  iii  photograph  satisfactorily  what  is  in 
*■  many  respects  a  unique  holiday  window.  For  one  thing  tin  colors:  red,  yellow,  blue  and  pink  do 
not  lend  themselves  well  to  reproduction  for  red  and  yellow  darken  until  they  are  lost  in  the  background 
and  blue  becomes  white  in  a  photograph.  Moreover  th(  mass  of  detail  presented  makes  it  difficult  tu 
show  it  adequately  within  the  limits  of  an  ordinary  sized  illustration.  The  whole  idea  of  the  window  is 
a  play  upon  the  name  "baby  ribbon."  This-  is  done  by  using  a  host  of  babydolls.  The  ribbon  is  shown 
in  the  boxes  and  cartons,  and  also  cut  up  into  six  and  ten-yard  lengths  and  knotted  into  hunks. 

Baby  ribbon  put  up  in  this  way  is  always  on  sale  in  the  majority  of  stores  but  at  this  timt  of  the  y<  ar  if 
is  sold  in  such  quantities  that  if  is  difficult  to  keep  up  with  the  dem,and.  Women  buy  baby  ribbon  around 
Christ  inns  time  for  fancy  work  and  ii  legion  of  other  uses.  If  a  gift  is  made  at  home  t<  n  chances  to  one 
it  is  trimmed  with  baby  ribbon,  and  neatly  tied  into  shape  with  the  same.  Also  thi  final  tying  will  be 
with  red  baby  ribbon  instead  of  string. 

The  baby  ribbon  window  illustrated  is  a  In  rye  corner  window  of  the  Robert  Simpson  (',,.  with  an 
equal  frontage  on  two  streets.  Large  bay  frees  are  showered  with  baby  ribbon  tied  in  hanks  ami  also 
hung  in  loops  and  streamers  until  the  trees  themselves  are  almost  concealed.  The  tree  nearest  to  the 
edge  of  the  picture  is  covered  with  red  baby  ribbon;  the  one  at  the  eorm -r  of  tin  background  is  draped  in 
yellow.  Sealed,  between  the  two  trees  is  a  lady  busy  tying  up  boxes  of  presents  with  baby  ribbon.  The 
central  idea  in  the  front  shows  a  baby  doll  life-size  seated  in  a  wicker  carriage,  and  carriagt  and  baby 
look  as  though  the  ribbon  hanks  had  been  pitched  over  them  lik<  hay  in  tin  hay-field.  Between  the 
carriage  and  the  sealed  figure  is  another  life-sized  baby  doll  in  a  high  chair  playing  apparently  at  throw- 
ing about  hanks  of  baby  ribbon.  At  intervals  all  around  the  front  of  the  windotu  are  heaps  of  baby 
ribbon -hanks  piled  up  like  hay  cocks  and  playing  in  them  burial  up  to  the  neck  or  climbing  over  are 
frolicking  baby  dolls.  This  part  of  the  display  is  very  well  managed  and  should  bring  as  important  re- 
sults to  the  doll  as  to  the  ribbon  depart  mint.  Ribbons  on  bolls  and  in  cartons  and  boxes  com  pi  i  ti  this  dis- 
play.  The  background  is  draped  with  hangings  of  win*  n  d  plash  and  the  only  decoration  is  a  festooning 
of  baby  ribbon,  near  the  glasst     This  clever  window  was  planned  by  E.  /'.  Burns. 


Full  Figure  Drape. 

In  connection  with  the  draping  com- 
petition it  was  felt  that  a  change  in  the 
conditions  should  be  made.  The  rule  for 
last  year  read:  A  prize  "for  the  best 
grouping  or  drapes."  It  was  felt  that  as 
the  full  figure  drape  is  the  object  to 
which  most  window  trimmers  aim  and 
the  one  which  is  most  necessary  in  win- 
dow trimming,  that  a  prize  should  be 
limited  to  this  rather  than  throwing  it 
open  to  any  kind  of  drapes. 

A  suggestion  was  made  that  some  form 
of  competition  should  be  arranged  be- 
tween the  window     dressers  of  Canada 


and  the  United  States.  This  would  come 
up  at  the  Annual  Convention  when  the 
two  bodies  would  meet.  The  plan  men- 
tioned was  to  have  two  prizes,  probably 
in  the  form  of  medals,  given  for  the  besl 
showing  of  windows  open  to  the  window 
trimmers  of  both  countries.  It  was  felt, 
however,  that  competition  with  the  large 
cities,  such  as  New  York,  Chicago,  Phila- 
delphia, Boston,  etc.,  might  not  be  con- 
sidered as  quite  fair  to  some  of  the  Cana- 
dian men,  so  efforts  may  be  made  to  have 
competition  limited  to  cities  of  the 
United  States,  which  are  of  about  the 
same  population  as  those  of  Canada. 
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Possibly  an  arrangement  may  be  made 
by  which  cities  of  50,000  or  100,000  and 
over  will  be  regarded  as  in  one  class,  and 
cities  of  under  this  population  consti- 
tute another.  The  prizes  then  would  be 
awarded  to  the  best  trims  entered  in  the 
general  competition  of  the  International 
and  the  Canadian  associations,  from 
places  whose  population  corresponded  to 
these  two  classes.  The  members  of  the 
executive,  following  the  meeting,  made 
arrangements  for  the  making  of  the 
medals,  gold  and  silver,  which  had  been 
won  as  prizes  at  the  late  competition. 
A  letter  was  received  by  the  president 


Dry  Goods  Review 


EQUIPMENT    AM)    DISPLAY 


from  one  of  the  younger  members  of  the 
association,  and  a  most  energetic  mem- 
ber  oJ  I  In  executive,  Mr.  Roy  Root,  of 
Napanee.  Mr.  Root  suggested  that  the 
members  should  write  personally  am! 
testifj  i"  the  benefits  thej  had  received 
al  the  various  conventions.  He  thought 
thai  in  this  way  the  interest  would  hi' 
stimulated,  and  the  altendance  at  the 
conventions  would  he  increased.  An- 
other suggestion  of  Mr.  Root's,  which 
the  executive  decided  to  follow  up,  was 
that  a  campaign  among  die  merchants  of 
Canada  should  he  started  for  member- 
ship, and  that  a  list  of  the  members 
should  lie  published  from  time  to  time  in 
the  columns  of  The  Review.  The  execu- 
tive decided  to  endeavor  to  secure  the 
membership  co-operation  of  retail  mer- 
chants in  Canada  if  possible,  feeling  that 
if  they  took  sufficient  interest  in  the 
organization  to  become  memhers  that 
they  would  assist  their  window  trimmers 
and  ad.  men  to  attend  more  than  has 
been  done  in  the  past. 

Six  Cards  Instead  of  One. 
At  the  suggestion  of  the  judges  in 
the  card  writing  competition  it  was  de- 
cided to  change  the  terms  to  read  for- 
the  "six"  most  artistic  pen  or  black  let- 
tered cards  used  for  opening  or  special 
announcements,  first,  gold  medal;  second 
prize,  silver  medal.  Class  2  for  the  best 
six  plain  lettered  price  cards.  In  the 
last   competition  the  judges  pointed  out 


that  a  Bingle  card  was  eligible  for  the 
prize,  and  they  tell  that  it  should  hi' 
changed  in  order  to  give  more  variety 
to  the  entries  sent  in. 


HIRED  AEROPLANE  FOR  SANTA. 

LAST  Christmas  Goodwin's,  Limited, 
Montreal,  took  in  hand  one  of  the 
most  colossal  and  most  expensive 
methods  of  courting  publicity  for  their 
store  during  Christmas  ever  attempted 
in  Canada.  They  chartered  an  aero- 
plane  at  a  cost  of  $1,500,  and  hired 
Santa  Clans  to  fly  into  the  city  as  early 
as  December  (i,  alighting  on  Fletcher's 
Field,  where  he  was  welcomed  by  20,001) 
people,  bein^'  later  driven  to  Goodwin's 
store  in  an  automobile. 

Interest  was  aroused  in  the  matter  by 
publishing  a  series  of  telegrams  in  con- 
nection with  their  ad.  in  the  local  news- 
papers a  week  or  ten  days  ahead.  The 
idea  was  to  get  people  thinking  about 
Goodwin's  in  connection  with  their  toy 
purchases. 

The  machine  was  secured  from  New 
York,  and  included  in  the  cost  of  bring- 
ing it  here  was  an  item  of  $600  duty.  It 
was  a  costly  advertisement,  but  a  very 
effective  one.  It  also  had  the  good  effect 
of  starting  Christmas  purchases  early, 
as  many  people  nocked  to  the  store  to 
see  the  Santa  who  arrived  by  aeroplane. 
Goodwin's  have   another  startling  stunt 


this  year,  hut  at  this  early  date  were  not 
in  a  position  to  make  an  announcement. 

THE    WOOL    MARKET    DOMINATES 

THE   SITUATION. 

(Continued  from   Page  12). 

This  it  may  be  taken  includes  the  British 

colonies  also. 

Canadian     conditions     are     gradually 
improving  though  buyers  are  proceeding 
carefully    and    individual    order- 
not    large   are    frequent. 

Battleship  grey  is  the  new  London  col- 
or, and  this  color  with  black,  navy,  and 
other  staple  blues,  browns  and  greens  as 
well  as  khaki  and  tan  shades  are  to  be 
the  best  sellers.  The  dye-stuffs  scarcity 
is  going  to  influence  the  color  range  con- 
siderably. White,  snnd,  putty  and 
mastic  promise  to  come  into  prominence 
in  better  grade  materials.  The  sad 
necessity  for  wearing  black  is  going  to 
influence  the  selling  of  this  color  and 
dark  greys,  and  this  will  bring  dark 
colors  into  general  vogue  which  will 
merge  into  a  general  white  season  when 
the  Summer  comes. 

Fair  orders  have  been  placed  for 
Spring  though  neither  jobbers  nor  mer- 
chants  are  at  the  present  inclined  to  plan 
far  ahead,  nor  to  anticipate  beyond  the 
needs  in  sight.  The  cloths  selling  are 
serges,  particularly  on  the  French  and 
foule  order,  gabardines,  poplins  and 
covert-. 


Your  packages  would  look  like 
these  if  they  were  sealed  with 


THE     PRINT-O-GRAPH 

Do  you   waul   to  save  money? 

Do  you  want  to  save  clerks'  time? 

Do  you  want  to  send  out  neater,  individual  packages 

— sealed   packages? 

Then  drop  us  a  postal  to-day  and  let  us  prove  to  you 

thai   the  I'KINT-O-GRAPH  makes  all  this  possible, 

and  mon — it  gives  you  free  advertising — good,  free 

advertising. 

No  obligal  ion  \\  hatever. 

Real  Salesmen  will  do  well  to  gel  particulars  of  our 

selling  proposition. 

FREER,  COLONEY&  CO. 

Limited 

801  Read  Building  -  MONTREAL 

Sole  Canadian  Distributors. 

Full  line  of  gummed  tape  always  in  stock— prices 
right 


in  bolts 
of  .  loth,  or  rib- 
bon, lace  or 
embroidery.  We 
send  it  on  ap- 
proval,  FREE 
of  all  expense 
to  3  ou,  tor  eom- 

i. in-,  ii    unli    anj    devici     whii  o   j     be    using,    or    so    thai    you 

may    satisty    voursell    whether   this   sort    oi  -torily 

done.      Oui    machines    arc    used    in    over    20,000   Stores.      Let    us    sho* 
A    largi  i    illusl  ration    and    pal    c  Jars    Bent    on    n!Qi 

Thef  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


STORE     MANAGEMENT— COMPLETE 


16  Full-Page 
Itluslrniinns 


A  Co 


272    l'iii!«-- 
I  ton  u  ,1  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARR1NGT0N 
ion  book  io   Retail  Advertising  Complete 
$1.00    POSTPAID 

"Store  Management — Completa"  tells  all  about  tbo 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  V.-The  Store  Policy— What  it  shonldbe 
to  hohl  trade.  The  moiicy-b«c-k  plan.  Talcing  baelc  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  days  and  if  it  iso'l 
worth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


34 


DEVICES  OF  MERCHANTS 

Coupon  and  Test  Advertising  Sale 





£      . 


A  "NOVEL  advertising"  sale  is  the 
description  fittingly  applied  by 
Mr.  W.  E.  Maxwell,  of  St.  Thomas, 
in  describing  a  recent  enterprise  con- 
ducted in  connection  with  his  store  in  a 
description  to  The  Review. 

The  s?Je  was  based  on  advertisements 
in  the  daily  papers  of  St.  Thomas  in 
which  a  number  of  coupons  appeared,  en- 
titling' the  holder  to  the  reduction  in  the 
prices  of  articles  in  the  departments,  the 
discounts  being  graded  from  15  to  30 
cents.  No  one  customer  could  present 
more  than  one  coupon  in  each  depart- 
ment. Each  one  read  something  as  fol- 
lows :— 

This  coupon  is  worth  20c  on  every 
dollar's    worth    of   underwear,    cor- 
sets, and  umbrellas. 
The  sale  itself  was  called  a  "Test  Ad- 
vertising   Sale, ' '    and    apart    from    its 
value  as  a  trade  getter  it  looks  like  one 
of  the  best  schemes  yet  worked  out  for 
testing  the  comparative   values   of  rival 
newspapers   as  advertising   propositions. 

Must  Present  Coupons. 

Each  coupon  must  be  cut  out  and  pre- 
sented in  the  department  before  the  re- 
duction on  the  marked  prices  will  be 
given,  and  counting  the  coupons  from 
one  paper  and  setting  them  alongside 
the  coupons  from  the 
other,  and  add  each  up,  ■m^^^,^^a 
and  there  you  are.  This 
paper  was  responsible  for 
364,  the  other  for  471; 
therefore  the  one  is  that 
much  superior  a  medium 
than  the  other.  Of  course 
this  test  has  its  limita- 
tions, and  does  not  take 
into  account  a  difference 
in  value  between  one  class 
of  circulation  and  an- 
other, nor  the  chance  that 
may  have  favored  one 
paper  in  interesting  its 
ad.  readers  on  this  par- 
ticular day  when  the 
other  paper  fell  below 
its  average  of  effective- 
ness, perhaps  in  produc- 
ing   results.         But    in    a 


city  the  size  of  St.  Thomas,  "class  ad- 
vertising as  between  two  papers  of  the 
general  newsiness  of  the  two  existing 
papers  may  be  disregarded  pretty  well. 
It's  results  that  count  and  if  one  adver- 
tising medium  is  measurably  weaker 
than  another  a  test  like  this  will  prove 
satisfactory  for  the  most  part. 

It  should  be  noticed  that  the  initial 
letter  of  the  paper  was  used  at  the  low- 
er right  hand  corner  of  each  coupon,  for 
instance  T  for  Times,  and  we  presume 
J  for  its  rival  the  Journal. 

Goods  Not  Touched  By  Coupons. 

The  announcement  to  the  public  in 
Hie  ad.  will  clear  up  one  or  two  points. 
The  introductory  and  explanatory  para- 
graph read  as  follows: 

"We  are  spending  hundreds  of  dol- 
lars each  year  in  advertising  our  goods 
in  local  papers,  so.  to  test  the  strength 
of  printers'  ink  we  inaugurate  this 
Test  Sale.  Cut  out  these  coupons  and 
pass  them  over  our  counter  for  these 
two  days  as  cash. 

Note. — These  coupons  do  not  mean 
a  further  reduction  on  goods  appear- 
ing on  this  page,  or  special  clearing 
lines,  but  all  other  goods  in  store  not 
advertised.  Everything  in  store  comes 
under  the  reduction  as  stated  on  coup- 


ABSOLUTELY  THE  MOST  SENSATIONAL 

SACRIFICE  SALE 

Of  Seasonable  Goods  Ever  Announced  by  a  St.  Thomas  Store,  Costing  Us  Hundreds  of  Dollars  Which  Go  Into  the  Pockets 
of  Those  Participating  in  This  Great 

ADVERTISING    TEST    SALE 

Sale  Is  For  Two  Days,  Thursday  and  Friday,  Starting  Tomorrow  at  9  a.  m. 

We  are  spending  hundreds  of  dollars  each  year  in  advertising  our  goods  in  local  papers,  so  as  (o  tesl  the  strength  of    prinlers'  ink   we  inaugurate  this    TeSC 
Salt'.     Cut  out  these  coupons  and  pass  them  ovei  our  counter  lor  these  two  days  as  cash.      Note: — These  coupons  do  not  mean  a  further  reduction  oo    goods 

re  not  advertised.     Everythi 
be  grven  unless  coupons  are 


spending  hundreds  ol  dc 

Cut  out  these  coupons  and  pass  them  over  e 

nog  on  this  page,   or    special  clearing   lines,  t 

coupons  must  lie  presented  as  ihe  reductions 


power,u»wuh    the  price  rcdui 


ind  your  co-operation, 


;ountcr  (or  the 
all  other  good 
regular  lin 


take  this  the  greatest  sale 


of    printers'  inn    we   inaugurate 

not  mean  a  further  reduction  on 

n  store  comes  under  the  reduction  as  stated 

ven  as  cash,     Co-cperauon  of    The   Times 

listory 


20c 


25c 


Not  More  Than  One  Coupon  in  Each  Dept. 
Allowed  One  Customer  Each  Day 


C.OODS  BARGAIN  , 


fiwxK  Ih.  e°od* 


IBEX  BLANKETS 
t.  $1-33;  !&«,  H.S0.    C 


BKW  ADED  VI: 


LADIES'  AND  > 


mi-.  These  coupons  must  be  present- 
ed as  the  reductions  on  regular  lines 
will  not  be  given  unless  coupons  are 
given  as  cash." — "Not  more  than  one 
coupon  in  each  department  allowed 
one  customer  each  day." 

One  point  is  shrewdly  provided  for: 
the  provision  that  the  discounts  wTill  not 
be  allowed  on  any  special  priced  lines 
contained  in  the  ad,  but  only  on  the 
regular  goods  provides  a  double  purpose 
for  the  ad.:  a  container  of  "bargains" 
as  well  as  a  tester  by  the  use  of  discount 
coupons.  Otherwise  everyone  who  came 
to  the  store  with  coupons  would  be  en- 
titled to  discounts  on  all  articles  in  eacli 
department. 

Sold  Nearly  250  Table  Cloths. 

One  illustration  will  serve  to  the  po- 
pularity  of  the  ad.,  and  the  big  business 
done:  A  "special  coupon,"  was  inserted 
prominently  in  a  smaller  ad.,  the  even- 
ing of  the  first  day  of  the  sale,  announc- 
ing that  "This  coupon  and  $1  will  buy 
your  choice  of  table  cloths,  sizes  2  to  3 
yards  long,  regular  values  up  to  $3.50. 
Only  one  table  cloth  to  a  customer." 

Nearly  250  were  sold ! 

Mr.  Maxwell  in  a  note  to  The  Review 
says  the  sale  was  "a  great  success, .test- 
in  «•  the  real   value   of  the  daity  papers 
in   this  city,   from  an   ad- 

vertising     point     of  view. 

May  say  the  smaller 
space  was  used  for  a  fol- 
low up  on  the  full  page." 
The  Maxwell  store  was 
fortunate  enough  to  run 
a  half-page  in  advejrtis-  • 
ing  as  a  prize  during  the 
"national  advertising" 
display  week,  and  simply 
doubled  this  for  the 
coupon  sale  announce- 
ment. 


20c 


COATINGS   ll.SC 
id  64-Inch  CoMing,  ■ 


Thi»  Coupon  is 

20c 


Part   of   full-page   art. 


of  Maxwell's,  St.  Thomas,  through  which  a  most 
successful  two  days'  business  was  done  by  means  of  coupon  and  test  advertis- 
ing sale.     The  form  of  the  ad.  is  discussed   in   the  article. 
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In  his  letter  Mr.  Max- 
well suggested  a  criticism 
of  this  advertisement. 
There  are  a  couple  of 
points  that  suggest  them- 
selves in  the  construction 
(Continued  on  page  38.) 
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No  Longer  Official  Fur  Market  in  the  World 

\'<i  Sales  in  January,  and  State  of  Chaos  Continues  so  Far  as 
Market  is  ( loncerned — Although  the  Season  is  Open  Canadian  Fur 
Dealers  Have  Not  Yet  Issued  Price  Lists,  Except  Subject  to 
Change  Without  Notice  —  Exports  Cut  off  and  More  Natural 
Colors  Will  be  Used. 

Written    after    an    Interview    with   I.   A.   Lieghley.  of  John   Hnllain   Co. 


THE  fur  market  at  the  moment  is 
in  very  much  the  same  state  as 
the  stock  market.  In  other  words, 
just  as  there  is  no  stock  market,  there 
is  literally  no  fur  market.  There  is  prae- 
tieally  nothing  upon  which  the  values 
of  furs  can  be  based.  The  Leipsic  mar- 
ket has  been  closed  by  the  war;  there 
were  no  October  sales  in  London,  and 
the  outlook  to-day  is  that  there  will  be 
no  sales  in  January.  This  creates  a 
situation  without  precedent  so  far  as  the 
fur  dealers  arc  concerned,  and  each  has 
to  act  on  his  own  initiative  after  making 
his  own  observations  of  conditions  exist- 
ing and  prospective. 

There  are,  however,  two  general  ten- 
dencies which  rule  the  situation.  On  the 
one  hand,  there  is  the  fact  that  Canada 
is  a  fur-producing  country,  and  as  such, 
with  the  European  market  eliminated  to 
a  large  extent,  will  have  a  surplus,  and 
the  result  will  be  a  downward  tendency 
for  prices.  On  the  other  hand,  the  sup- 
plies of  European  furs  are  cut  off,  and 
with  a  shortage  of  dyes  there  will  be  an 
ascending  market  for  Persian  lamb,  mar- 
mot and  some  other  European  Curs.  To 
speak  more  definitely  just  at  the  mo- 
ment would   he  mere  guesswork. 

II  should  he  remembered,  in  addition, 
that    the   prices  are   not    regulated   alto 
gether  by  the  question  of  supply  and  de 
mand  in  relation  to  the  actual   furs,  but 
as  well  bj  the  influence  of  financial  con 
dit  ions  throughout   the  world.     Furs  be 
ine;  a  luxury,  and  being  sold  on  a  world 
market,   move   up  or  down   with     world 
prosperity.      For   several   years,   until   a 
couple  of  5  ears  ago,  there  had  been  a  bis; 
demand    for   furs  throughout    the  world, 
with    the   result     that    prices    reached   a 

in  ■ Hi .  Erom  --\  IhcIi  thej  began  to  fall 

w  it  h  the  I  urn  of  the  tide  at  the  time  of 
the  Balkan  war.  Therefore,  outside  of 
the   i  if   the   market     there 

present    the   downward    tendency    which 
id  be  the  result   of  the  war  on  the 


consuming  demand.  The  problem  of  the 
dealer  is  to  endeavor  to  gauge  this  down- 
ward tendency  in  keeping  with  the  state 
of  the  market,  which  will  not  be  revealed 
for  some  months  to  come. 

More  Natural  Colors. 
Looking  to  the  future  it  would  appear 
that,  with  the  supply  of  European  furs 
cut  off  to  a  large  extent — and  this  condi- 
tion will  prevail  to  some  extent  even  af- 
ter the  close  of  the  war — there  will  na- 
turally be  a  greater  consumption  in  Can- 
ada of  furs  secured  on  the  American 
continent.  At  the  same  time,  although 
some  dyeing  has  been  done  in  Canada. 
England  and  the  States,  the  bulk  of  the 
color  changing  has  been  accomplished  in 
Europe,  and,  even  when  the  work  was 
not  done  there,  it  was  done  with  Euro- 
pean dyes  which  can  now  be  secured 
with  great  difficulty.  This  will  un- 
doubtedly mean  the  more  extensive  use 
of  natural  colors. 

So  far  as  supply  is  concerned,  how- 
ever, while  there  mav  be  a  shortage  of 
some  varieties,  Canadians  generallj  need 
have  no  fear  of  being  unable  to  obtain 
furs  while  the  war  lasts  and  after,  and 
what  is  more,  they  will  be  able  to  obtain 
them  at  cheaper  prices  than  have  pre- 
vailed for  some  time.  The  fad  thai  the 
<  anadian  exports  in  im.'i  were  over  $5, 
000,000  and  those  from  the  United  States 
over  $16,000,000,  illustrates  that  there  is 
more  than  plenl\  on  this  side  of  the 
water  to  serve  our  needs.  What  is  worn 
is  largely  a  question  of  fashion,  and  if 
the  supply  from  Europe  is  cut  off  it  mav 

be  ex] ted  that   fashion  will  be  made  to 

dictate  something  that  can  be  supplied. 
The  figures  given  are  particularly  em- 
phasized by  the  fact  that  Canadian  im- 
ports were  $1,300,000  and  the  United 
States  over  -tl7.odO.ono.  which  almost 
,  ounterhalances  the  exports  other  fac 
tors  to  be  considered  in  con  junction  with 
these  figures  would  be  that  the  consump 
lion  will  be  reduced  under  the  present 
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financial  conditions,  and  also  that  a 
large   proportion  of  the   furs  which  are 

listed  as  imports  are  also  listed  as  ex- 
ports at  a  much  less  value,  as  they  eo  to 
Europe  to  be  dved  and  otherwise  trans- 
formed. 

From  what  has  been  written  it  should 
not  be  taken  that  there  will  be  no  mar- 
ket for  Canadian  furs  trapped  this 
Winter.  To  speak  a  paradox,  there  will 
be  a  market  for  furs,  while  there  is  no 
fur  market.  In  other  words,  the  deal- 
ers will  gauge  the  situation  to  the  best  of 
their  individual  ability  and  buy  accord- 
ingly. Although  at  the  present  time  the 
trapping  season  is  open,  only  one  Can- 
adian house  is  known  to  have  issued  a 
catalogue,  and  in  this  case  there  is  the 
qualification  that  prices  are  subject  to 
change  without  notice,  which  is  another 
way  of  saying  that   there  are  no  prices. 

While  dealers  will  not  be  able  to  an- 
nounce a  definite  schedule  for  a  couple 
of  weeks  yet,  the  general  statement  may 
he  made  thai  while  prices  will  be  lower 
than  in  the  past  few  years  they  will  not 
be  so  low  as  eight  or  ten  years  ago,  and 
should  still  provide  a  fair  margin  for 
the  trappers.  The  war  continuing  for 
another  year  would,  however,  affect  the 
markel  more  seriously,  which  can  be  un- 
derstood from  the  fad  that  as  high  as  85 
per  cent,  of  some  kinds  of  furs  which  are 
taken  in  this  country  have  been  exported 
to  Europe;  in  these  items  there  would 
naturally  be  a  heavy  downward  tendency 
with  the  export   market  cut  off. 

For  the  interest  of  trappers  and  others 
in  the  trade  it  might  be  mentioned  here 
that  there  appears  to  be  some  misappre- 
hension about  a  fur  dealer's  license 
which  has  been  imposed  by  the  Govern- 
ment.     This    fee   of  $2   does  not    anplv    to 

those  who  take  the  pelts  themselves,  but 

to  those  dealers  who  buv  from  the  trap- 
pers. There  was  some  talk  of  a  direct 
license  on  the  trapper,  but  this  did  not 
go  into  effect. 


CANADIAN     FUR    TRADE 


Dry  Goods  Review 


The  Line  That  Knows  No  War 

Ready  as  ever  to  meet  the 
Requirements  of  Canada 


n 


a 
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Despite  unsettled  condi- 
tions, our  range  of  high- 
class  furs  of  all  kinds  is 
excellent — the  values  and 
assortment  make  selecting 
interesting    and    profitable. 

The  Laberge,  Chevalier 
furs  set  the  standard  for 
smart  styles,  correct  in  cut, 
and  perfect  in  fit  and  finish. 

We  specialize  on  smart  fur 
coats  and  small  furs.  Give 
us  the  opportunity  of  show- 
ing you  how  we  can  bright- 
en up  your  fur  stock,  and 
keep  it  bright, 

Write  for  our  representa- 
tive to  call. 


Compare  our  values  with   others. 


LABERGE,  CHEVALIER  &  CO. 

Makers  of  Stylish  Furs 
509  St.  Paul  Street,  -  MONTREAL 
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Faith  the  Foundation  of  the   Fur  Department 

Buying  Public  Must  Depend  Upon  the  Reputation  of  the  House 
— Usually  Ignorant  of  the1  Question  of  Value — Purchasers  May 
Be  Fooled  Once,  but  Such  Sales  Are  Anything  but  a  Real  Benefit. 

Written   tor  Tic  Review  by  a  prominent    retailer  uf  furs   it!    Montreal. 


FURS  are  largely  bought  on  faith. 
Therefore,  the  foundation  of  the 
retail  business  is  to  secure  public 
confidence.  Alter  that  the  selection  of 
styles  and  meeting  the  fashion  demands 
are  comparatively  easy.  The  first  essen- 
tial is  to  satisfy  the  customer  that  he  or 
she  is  getting  value  for  the  money  ex- 
pended and  the  reputation  of  the  house 
goes  a  long  way  in  this  direction. 

The  average  person  is  endowed  with 
an  astonishing  ignorance  on  the  subject 
of  furs.  The  purchaser  may  know  the 
names  of  several  of  the  more  common 
furs  which  are  sold,  and  may  have  an 
idea  of  what  he  or  she  wants,  but  beyond 
that  dependence  is  placed  in  the 
fur  house.  Of  values  and  qualities,  of 
imitations,  of  substitutions,  of  tipping, 
and  many  of  the  other  little  kinks  which 
are  practised,  where  the  main  idea  is  to 
get  the  customer's  money  without  regard 
to  giving  value  or  satisfaction,  the  buy- 
ing public  knows  little. 

The  purchaser  seldom  determines  the 
value  of  a  garment  by  the  quality,  so  far 
as  he  or  she  can  judge,  or  by  the  price, 
except  in  relation  to  the  amount  which 
is  to  be  spent.  The  two  main  factors 
with  the  purchaser  are  these:  a  desire 
for  a  certain  class  of  garment  and  an 
appropriation  for  the  purpose — the  rest 
is  up  to  the  salesman  and  the  house  he 
serves;  quality,  the  faith  of  the  customer 
in  that  quality,  and  the  ability  of  the 
salesman  to  present  properly  the  gar- 
ment. 

The  purchaser  will  not  be  posted  on 
the  question  of  firsts  ami  seconds  in 
quality,  and  will  not  be  able  to  detect 
the  difference  in  most  cases;  the  reputa- 
tion of  the  house  must  staml  for  quality. 
If  the  salesman  so  desired  be  could  many 
times  ascertain  the  amount  which  the 
customer  had  appropriated  for  his  or  her 
fur  needs,  and  then  make  just  as  good  au 
impression  by  raising  one  garment  to 
thai  value  as  bringing  another  down  to 
it — the  average  purchaser  would  not 
know   the  difference. 

Style  and  appearance  will  be  found  of 
greater  importance  in  closing  the  sale 
than   the   value,  SO  lon»'  tis  that    value  as 

represented  in  price  is  about  what  baa 
been  appropriated  for  the  purchase.  But 
the  merchanl  who  bandies  furs  and 
hopes  to  make  a  success  of  the  depart 
ment  must  loot  further  than  mere  sales. 
Wh:,t  u, a>  be  passed  off  on  the  pur- 
chaser  at    the    time    the    motie\     is    taken 


must  live  up  to  the  reputation  which  the 
house  hopes  to  establish. 

For  example,  one  house  may  sell  a 
wolf  skin  set  at  a  much  higher  price  than 
another  may  offer  a  set  which  appears  to 
be  the  same.  The  customer  is  not  likely 
to  be  able  to  tell  that  one  is  wolf  and 
the  other  dog,  and  that  the  latter  is 
worth  about  a  quarter  of  the  former. 
But  let  the  lady  who  buys  the  dogskin 
set  get  out  in  the  rain  and  she  will  find 
out  the  mistake  that  she  has  made.  The 
merchant  who  made  that  sale  is  not 
likely  to  make  another  to  that  lady,  and 
is  likely  to  lose  a  number  of  sales  to  her 
friends.  Likewise  where  a  sealskin  coat 
of  the  Hudson  variety  is  sold  for  the 
real  Alaska  fur  there  is  going  to  be  a 
very  much  dissatisfied  customer  when 
the  difference  is  discovered.  Tt  is  be- 
cause of  these  possibilities  of  buying 
furs  that  are  counterfeit  that  reputation 
is  such  a  big  asset  to  the  merchant. 

Doctored  Furs  May  Fool  Merchant. 

To  go  a  step  further,  the  merchant 
must  also  be  careful  of  what  he  is  buv- 
ing.  TTe  may  be  fooled  by  furs  that  are 
skilfully  doctored.  The  case  came  to  my 
attention  a  few  years  ago  of  a  Western 
merchant  who  sold  a  sealskin  sacque  for 
Alaskan,  which  was  later  proven  to  be 
Hudson  seal.  The  discovery  was  not 
made  until  the  sarment  was  taken  to  a 
furrier  for  some  slight  alteration.  In 
this  case  the  merchant  himself  did  not 
know  of  the  deception.  He  had  bought 
the  garment  in  good  faith  and  sold  it  in 
good  faith. 

This  gives  an  idea  of  the  dangers  that 
must  he  guarded  against,  for  a  little  slip 
of  that  kind  is  likely  to  go  a  long  way  in 
upsetting  a  uood  reputation.  Women 
have  a  babrl  of  talking  aboul  such  things 
that  will  offset  a  lot  of  money  spent  in 
advertising  campaisms. 

My  advice  to  the  merchanl  who  de- 
sires to  handle  furs  is  to  buy  carefully. 
I,,  gel  style  and  value  and  esfahlish  a  re- 
putation  for  reliable  values. 

— @— 

COUPON  AND  TEST  ADVERTISING 

SALE. 

(Continued    from  page   35.) 
of  the  ad.,     the     others    being  typogra 

phical     and     concerned     rather     with     the 

newspaper  make  up. 

First,  there  is  a  double  name  to  the 
■  ale-   "Sacrifice  Sale."  and  "Adverti? 

iiiv    Test    Sale."      The     former    may    not 

have  been  — probablj    was   no!     intend 
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ed  as  a  sale  name,  but  the  word  "sacri- 
fice" stands  out  as  the  most  prominent 
in  the  ad.  The  latter  name,  "Advertis- 
ing Test  Sale,"  was  the  one  to  use  for 
the  largest  display.  In  any  case  why 
call  a  sale  a  "sacrifice"  sale?  It  is 
surely  suggestive  of  selling  out  a  busi- 
ness rather  than  mere  low  prices  or  good 
values  at  the  end  of  a  season,  and  has 
heen  cheapened  from  its  use  by  auc- 
tioneers. 

The  coupon  itself  scarcely  stands  out 
in  sufficient  contrast  with  the  rest  of  the 
items  in  the  ad.  These  are  the  big  thing', 
yet  the  type — a  black  face— is  the  same 
as  for  the  ordinary  items,  "velvet 
cords."  "coatings,"  etc.,  where  prices 
are  announced.  There  should  be  more 
contrast  between  the  coupons  and  the 
other  parts  of  the  ad.  This  might  have 
been  secured  by  setting  the  rest  in  Ro- 
man, instead  of  black  face,  or  using 
slightly  larger  type  for  the  coupons.  It 
is  quite  true  that  each  is  set  out  by  a 
panel,  but  here  asrain  the  border  looks 
dwarfed  by  the  heavy  border  around  the 
ad.  This  heavy  border  is  not  more  ef- 
fective than  a  lighter  one,  which  would 
permit  a  heavier  border  for  each  coupon. 

So  much  for  the  typographical  part  of 
the  coupon. 

Make  Each  Coupon  Distinct. 

There  is  another  point  worth  consid- 
ering: Is  there  not  too  much  sameness 
about  each?  "This  coupon  is  worth  20 
cents"  —  "This  coupon  is  worth  25 
cents."  What's  the  difference?  Of 
course  the  reader  gets  it  as  he  reads  oil 
to  the  rest  of  the  small  type  but  why  not 
make  each  distinctive,  individual,  by 
bringing  the  department  up  to  the  top: 
say 

DRESS  GOODS. 
This  Coupon  is  worth  20c. 
and   so   forth. 

Not  Compact  Enough. 

Another  point  about  the  whole  ad.: 
there  is  an  impression  one  '.rets  that  the 
different  pjarts  shov  too  much  white 
-pace  between  them;  say,  a  lade  of  com- 
pactness. White  space  is  a  very  valu- 
able quality  in  an  ad.,  if  it  is  distri- 
buted properly.  Suppose  instead  of 
having  the  reading  matter  crowd  so 
closely  on  the  outside  border,  one-quarter 
of  an  inch  more  space  were  left  all 
around:  thus  "pressin?"  the  ad.  in.  and 
making  it  more  easily  read.  White 
space  looks  better,  as  a  rule,  at  the  out- 
side than  the  inside  of  an  ad. 


CANADIAN    FUR    TRADE 


Dry  Goods  Review 


Three  Generations  in  the  Fur  Business 


WITH  the  advent  of  cold  wea- 
ther, which  has  unfortunately 
been  delayed  a  little  longer 
than  usual  this  year,  retailers  will 
be  paying  more  attention  to  their 
stocks  of  furs  for  Fall  and  Christmas 
sales. 

As  the  trade  is  well  aware,  the  price 
of  furs  did  not  make  any  advance 
during  the  past  year;  in  fact,  many 
lines  were  reduced,  and  retailers  are 
thus  enabled  to  offer  to  their  cus- 
tomers very  handsome  furs  within  the 
reach  of  many  pockets  of  moderate 
means. 

Jt  is  true  that  due  to  the  war  and 
consequent  financial  depression,  there 
may  not  be  as  large  a  demand  for 
high-class  furs,  but  we  certainly  be- 
lieve that  moderate-priced  furs  will 
sell  well,  if  retailers  will  put  sufficient 
effort  into  the  attempt.  Good  window- 
displays,  good  advertising,  with  prices 
plainly  marked,  etc.,  will  undoubtedly 
assist  towards  the  desired  end. 

In  this  contention  the  well-known 
house  of  L.   Gnaedinger,   Son   &  Co., 


corner  St.  Peter  and  Recollet  Streets, 
Montreal,  are  offering  some  remark- 
able values  in  Persian  Lamb  Coats. 
Mink,  Alaska  Sable  Muffs  and  Wraps, 
etc.,  lines  which  will  assist  the  retailer 
to  make  an  attractive  Fur  Sale. 

Patriotism  and  Sentiment. 

These  features  play  an  important 
part  in  business  at  the  present  time, 
so  it  is  only  fair  to  L.  Gnaedinger, 
Son  &  Co.  and  to  their  numerous 
customers  and  friends  to  announce 
that  though  their  name  is  German  in 
its  descent,  His  Majesty  King  George 
has  no  more  loyal  subjects  in  the  Do- 
minion than  the  proprietors  of  this 
ancient  fur  house.  The  present  firm 
is  composed  of  two  brothers  and  a 
nephew,  Frederick,  Theodore  and 
Victor  Gnaedinger,  all  of  whom  are 
Canadians  born.  The  original  founder 
of  the  house,  Louis  Gnaedinger,  came 
to  Canada  about  seventy-five  years 
ago,  being  then  about  20  years  old. 
The  original  house  was  established  on 
St.  Peter  St.,  Montreal,  almost  oppo- 


site the  present  commodious  quarters. 
The  illustrations  speak  louder  than 
weirds  as  to  the  steady  growth  of  the 
business  since.  Furs  are  turned  out 
in  their  entirety  under  the  present 
roof,  thus  doing  away  with  the  doubt- 
ful practice  of  farming  out  goods  to 
manufacturers  in  unsanitary  or  sweat- 
shop conditions.  Employees  work  in 
well-lighted,  clean,  well-ventilated 
workrooms,  with  all  the  latest,  mod- 
ern conveniences. 

Louis  Gnaedinger,  the  founder  of 
the  business,  died  in  1880,  and  a  few 
years  later  his  good  wife,  a  native  of 
Longford,  Ireland,  followed  him. 
Since  then  the  business  passed  into 
the  hands  of  the  three  sons,  Emanuel, 
Frederick  and  Theodore,  and  in  1913, 
upon  the  death  of  Emanuel,  his  son 
Victor  in  turn  took  his  father's  place 
as  partner  in  the  business.  Thus  for 
three  generations  the  Gnaedingers 
have  carried  on  the  manufacture  of 
their  famous  Moose  Head  Brand  of 
Furs. 
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Plans  of  Retail  Stores  for  Christmas  Trade 


(As  Told  to  a  Staff  Correspondent) 


TOYS  FOR  ORPHANAGES. 

T     IKK  many  other  large  stores,  Dupuis 

■'-'  Freres,    Montreal,   only   have  a   toy 

department  at  Christinas.  They  squeeze 
other  departments  together,  and  in  this 
way  find  space  for  toys.  However,  this 
company  is  cramped  tor  space,  and  have 
not  the  opportunity  for  special  displays 
thai  some  stores  have.  Last  year  the 
manager  purchased  a  moving  picture  ma- 
chine, intending  to  give  a  tree  show  for 
the  purpose  of  attracting  children  to  the 
store.  It,  was  found,  however,  that  space 
could  not  be  afforded  for  this  feature. 

They  have  an  annual  feature  which, 
while  it  does  not  bring  direct  business, 
impresses  forcibly  into  the  minds  of  the 
French-Canadian  population  of  Mont- 
real the  fact  that  Dupuis  Freres  are 
carrying  a  big  stock  of  toys.  Just  prior 
to  Christmas,  four  motor  cars  are  de- 
corated and  filled  with  toys  for  the  chil- 
dren in  orphanages  and  religious  institu- 
tions. These  are  led  by  a  car  carrying 
Santa  Clans  in  a  parade  through  the 
streets.  The  toys  cost  about  $100,  and 
the  advertising  secured  is  worth  it. 

This   year,   besides   the   above    feature. 


a  doll-dressing  competition  is  to  he  held, 

the  effect  of  which  will  be  to  start  the 
In)  season  very  early  in  December.  Con- 
ditions will  be  that  dolls  he  purchased  at 
the  store,  taken  home  and  dressed.  Two 
weeks  before  Christmas  they  will  he 
brought  to  the  store,  where  two  judges 
will  ehoose  the  twenty  best,  and  distri- 
bute prizes  to  the  successful  contestants. 
This  system  has  been  found  to  work  out 
successfully  in  American  stores,  result- 
ing in  large  sales  id'  dolls. 

L.  A.  Jannard,  manager  of  the  house 
furnishing  department,  handles  toys  dur- 
ing the  Christmas  season. 

BOOKLET  OF  USEFUL  TOYS. 

A  S  is  their  custom  every  year,  James 
-**•  A.  Ogilvy  &  Sons,  Montreal,  are  gel 
ting  out  a  booklet  containing  Christmas 
suggestions,  which  embodies  every  de- 
partment in  the  store,  paying  particular 
attention  to  toys.  These  are  mailed  to 
customers,  and  one  is  inserted  in  every 
parcel  leaving  the  store.  Their  toys  will 
be  more  in  the  nature  of  specialties  this 
year,  and  will  bear  the  announcement 
that    they    are    made-in-Canada     »oods. 


ALLEN    MANUFACTURING    COMPANY 
LIMITED 


Sale  by  Tender 


In   (tic  course   of  the   administration   of   the 
ImSI'A  I  E    OF    THE    LATE    A.    \V.    At. I, ION.    ol 
ii,,,  city  ol  Toronto,  Manufacturer,  lus  execu 
tors    and    trustees    berebj    offer    for    sale    by 

lender  the  shares  of  capital  stuck  of  the 
Allen  Manufacturing  Company  Limited,  the 
par  value  i  f  which  is  $250,000.  A  sale  will 
carry  with  it  the  following  assets  ol  the 
Company:  the  "Allen  Building"  at  Simeoe 
and    Pearl    Streets.    Toronto,    plant.    stock-Tn- 


And  instead  of  going  in  for  mec  anical 
toys,  they  will  devote  more  attention  to 
I aose    which   can   he   put    to  eh   as 

kindergarten  sets,  children's  bureaus  and 
chiffoniers,  etc.  This  will  be  necessary 
:n  many  stores,  as  the  supplj  of  German 
mechanical  toys  is  much  below  the  aver- 
age. 

(See    also    Page    34.) 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


trade    ami    the    good-will    of    tt«    Whitewear 
business    and    the    Swiss    Laundry    carried    on 
by  this  Company.     Further  particulars  may  be 
had    from    the    undersigned,    or     from 
TORONTO    GENERAL    TRUSTS    CORPORA- 
TION.     All    tenders    must    lie   in    writing,    ami 
must    be    delivered    to    The    Toronto    General 
Trusts    Corporation.   83    Bay    St..   Toronto,    on 
,,,-    before    the    19th    daj     of    December 
The  highest   or  any  tender  will   not   necessarily 
lie  accepted. 
Dated   at   Toronto   tlii*   loih   day   of   Novem 

her.    l'.tl  1. 

MOWAT.    LANGTO'N   .v    MACLENNAN, 
156  Yonge  St.,  Toronto. 
Solicitors   for  the  executors  and    tri 


GENERAL  BOTHA. 

A  cable,  dated  October  28,  from  the 
Jaeger  representatives  in  South  Africa, 
reads  as  follows:  "General  Botha  has 
been  equipped  with  Jaeger  day  and  night 
equipment,  subscribed  and  presented  by 
rive  hundred  admirers:  camel  blanket 
bag,  three  colics,  rug,  scarf  motor 
sweater.  Balaclava,  stockinet.  four 
shirts,  four  pants,  three  pyjamas,  six 
socks,  braces,  slippers,  pillow." 


BIANAGEB   WANTED. 

.SUVA  SCOTIA   IUJY    C'O'I'S   AMi    II    KMS11- 

Ing  firm  doing  $50,000  business  want  bustling 
young  manager.  Men's  furnishing  man  pre- 
ferred. Good  salary.  Apply,  with  references. 
to  C,  care  Dry  <l  ',,,is  Review,  Toronto 

HI  SINESS      (  IIAMES. 

fTo  ToT  WANT  TO  SELL  iiii  BTY  A 
business?  If  so,  write  Moore  Bros.,  Business 
Brokers,  '•OJ  Liiiiisden  Bldg..  Toronto.  Out 
AGENCIES  WANTED  —  EASTERN  MANl- 
facturers  looking  for  energetic  Western  agent 
to  handle  lines  on  commission;  best  refer- 
ences.  Apply  to  II.  s.  Mussett,  304  Hammond 
Bide.,    Winnipeg.    .Man. 
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MADE    IN     CANADA 

5\ntI/rac 


Trade 


Mark 


Registered 


"ONE 

GRADE 

ONLY 


—AND 
THAT 
THE  BEST" 


The  long  back 
the    tie     to 


The  easy  sliding  of  the  tie  is  a  matter 
of  great  importance  to  every  wearer  of 
collars,  no  matter  whether  the  collars 
are  ordinary  or  waterproof  linen.  The 
long  slit  over  the  hack  buttonhole  re- 
lieves the  pressure  at  the  point  in  other 
makes  where  the  tie  usually  sticks,  and 
allows  it  to  slide  smoothly. 


slit  allows 
slide  easily 


Along  with  the  many  other  exclusive 
features,  such  as  the  reinforced  hack 
buttonhole,  the  flexible  lip,  etc.,  this 
feature  of  Kantkrack  collars  gives 
them  a  strong  appeal  to  all  wearers  of 
waterproof  collars.  Kantkrack  col- 
Lars  save  laundry  hills. 


Order  your  stock  now  —we  sell  direct  to  the  trade. 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON,  CANADA 


MEN'S   WEAR  SECTION 


Dry  Goods  Review 


Its  the  cloth  in  your  overalls  that  gives  the  wear 

Stms  Indigo  Cioth 

QJ  Standard  for  over  75  Years 


i  Registered) 


mark 

stamped 

on  the  back  of  the  cloth  in 

Overalls, 

Jumpers, 

Shirts,  etc. 


is  the  bond  we  give  the  dealer  and  his  cus- 
tomers that  the  material  is  the  genuine  STIFEL  INDIGO, 
the  world's  standard  for  over  75  years. 

STIFEL  INDIGO  is  easy  to  wash  and  iron— nothing  can 
equal  it  for  service  and  satisfaction. 

Insist  upon  seeing  the  mark  which  protects  you  and  your 
customers  from  imitations. 


-Cloth  manufactured  bip 


t*S&. 


J.  L.  Stifel  &  Son 

Indigo  Dyers  &  Printers 

=Wheeling,  W.  Va. 

NEW  YORK  -  -  260-262  Church  St. 
CHICAGO  -  -  223  W.  Jackson  Blvd. 
SAN  FRANCISCO.Postal  Teleg'ph  Bldg. 
TORONTO  -  -  14  Manchester  Bldg. 
WINNIPEG  -  •  400  Hammond  Block 
MONTREAL      -    -      100  Anderson  St. 
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MEN'S  WEAR  SECTION 


Don't  Get  Burdened  with  a  Slow-Selling  Line 


A  slow-selling  line  of  Sweater  Coats  is  like  a  mill-stone  around 
your  neck.    What  you  want  is  a  line  that  you  know  is  dependable 
^ ii  ^^        because  made  right,  and  a  fast  mover 
£      ^^      because  popular. 

cM 


Sweater  Coats 


— for  Men,  Women  and 
Children  —  are  great 
trade-bring ers  and  profit- 
makers.  Only  the  best 
selected  wool  is  used — the 
long-wearing  and  shape- 
retaining  kind. 

Penmans  Limited 


No  Sweater 
Depar  t  m  ent 
is  complete  or 
at  its  best  un- 
less it  carries 
Penmans 
Sweater  Coats 


Ar    KNIT  GOODS   -i. 


^ 


Paris,  Canada 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


Selling  Poin 


£»*  <ajg 


Satisfaction  in  Service 


No.  10 


Style  without  service  produces  utter  failure  in  any- 
thing, and  service  without  style  and  appearance  is 
equa ..v  undesirable.  Arlington  collars  in  any  of  the 
six  grades  from  the  70c  and  $1.00  solid  stock  to  tho 
$1.25  to  $2.00  interlined  in  polished,  dull  ami  superior 
linen    finishes,    eome    in    the    most    wanted    styles   and 

The  Arlington  Co.  of  Canada,  Limited 

Eastern  Agent  :  Duncan  Bell,  301  St.  James  St..  Montreal 
Ontario  Agents  ;  J.  A. Chan  tier  &  Co.,  8-10  Wellington  E.,  Toronto 
Western  Agent  :  R.  J.  Quigiey.212  Hammond  Block.  Winnipeg 


give   absolute   service.     They  have   strong   buttonholes 
and  free  tie  space. 

Challenge   Collars   cost   $2.00.     Why  not   try  them   out 
now .' 

Samples  on  request. 


54-56  FRASER  AVENUE 
TORONTO,  ONT. 


ECLIPSE 


SHAMROCK 


IW  W  CP 


VIGILANT 


AMERICA 


ATALANTA 


"King  George' ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body     and 
Shoulders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


n 


THE  HALL-MARK  OF  Re^.tered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI* 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essential! y 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IM 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 
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MEN'S   WEAR  SECTION 


Hank 
says- 
No.  l 


"Worn   then 
Well  I  should 
sav  I  have! 


mm 


— and  longer  than  they  look  too, 
for  there's  not  a  rip  or  hole  in 
them.  When  Jones  sold  me  this 
pair  of 

Carhartt's 
Overalls 

he  gave  me  a  great  yarn  about 
the  reinforced  parts,  the  safety 
watch  pocket,  the  self-adjusting 
suspenders,  and  the  long-wearing 
qualities.  I  guess  he  was  right, 
for  they  haven't  give  out  yet,  and 
they're  mighty  handy  and  com- 
fortable." 


Our  Dealer  Proposition: 

We  will  send  a  trial  order  to  you  on  sixty 
days'  trial— sell  what  you  can,  pay  for  only 
what  you  sell  and  return  the  rest  at  our 
expense.    Trial  order  consists  of  Carhartt's 
Overalls,    Gloves,    Cor- 
duroy Pants  in  best  sell- 
ing sizes. 

YOU  CAN'T  LOSE,  SO  WHY  NOT 
WRITE  TO-DAY?  WE  WANT  AN 
U.KNCY  IN  EVERY  TOWN  AND 
CITY. 


^  i.  ■  ■■  %    M  i*  _  a. _  _-  I  —  -  ■  —  ^J  S 


Hamilton  Carhartt ,  Manufacturer,    Limited 

TORONTO  VANCOUVER 
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Selling  Furnishings  for  Christmas^Gifts 

This  Year  People  Will  be  Giving  Articles  of  Service  and  of 
Moderate  Price — An  Opportunity  for  Haberdasher  to  Extend  His 
Circle  of  Holiday  Shoppers — Encourage  the  Women  to  Come  to 
the  Men's  Store  at  This  Season — One  Store  Gave  Chocolates  Free 
— Prices  or  Not  in  Folders. 


THIS  article  is  written  with  a  particular  object. 
That  object  is  to  call  the  attention  of  the  man  in 
the  men's  furnishing-  trade  to  some  phases  of  the 
prospective  holiday  business  of  this  year  to  which  he  may 
not  give  sufficient  attention ;  to  impress  upon  the  retailer 
of  haberdashery  certain  features  which  are  unique  to  the 
Christmas  season  of  this  year  in  particular,  and  which 
may  be  made  to  benefit  business.  It  is  intended  to  convey 
a  certain  amount  of  optimism  at  a  time  when  optimism  is 
needed,  for  it  is  felt  that  there  is  reason  for  that  opti- 
mistic feeling  with  regard  to  the  holiday  trade  if  the  pub- 
lic demand  is  met  and  encouraged.  Interviews  with 
several  of  the  leading  dealers  in  furnishings  in  Canada 
support  the  attitude  of  this  article. 

It  is  no  news  to  the  trade  to  say  that  conditions  have 
been  very  quiet  for  some  months.  Furnishings,  particu- 
larly of  the  better  class  and  correspondingly  better  price, 
find  a  ready  market  when  great  prosperity  prevails — when 
conditions  are  quiet  men  will  wear  their  ties  longer  and 
when  they  buy  a  new  one  they  are  likely  to  pay  50c  or 
75c  instead  of  a  couple  of  dollars,  and  other  articles  in 
proportion. 

Naturally  there  has  been  a  stronger  proportionate  de- 
mand of  late  for  goods  of  moderate  prices.  With  regard 
to  the  holiday  trade  it  does  not  hold  that  this  state  of 
affairs  is  going  to  continue;  in  fact  in  the  high-class 
stores  there  are  preparations  being  made  for  a  Christmas 
business  as  usual — if  not  more  so. 

Logic  Says  Good  Business. 

Behind  this  idea  that  holiday  business  will  be  much  as 
usual — and  perhaps  a  little  better — there  is  business  logic. 
In  the  first  place  it  may  be  taken  that  even  though  people 
may  not  have  so  much  money  to  spend  on  their  gifts  as  in 
some  recent  years  it  does  not  necessarily  follow  that  they 
are  not  going  to  give  the  usual  remembrances  of  the  sea- 
son. Rather  will  it  be  that  there  will  be  a  more  careful 
selection  with  a  view  to  curtailment  of  price. 

Again  there  will  be  more  attention  to  the  selection  of 
gifts  this  season  from  the  fact  that  the  public  mind  lias 
largely  been  turned  from  what  might  be  termed  frivolous 
luxuries, — such  as  usually  find  a  big  sale  during  the  holi- 
day season — articles  and  goods  which  are  useful  for  show 
only  and  which  give  little  real  service. 

This  season,  then,  the  situation  appears  to  be  that  in 
buying  gifts  there  will  be  a  tendency  to  reduce  prices 
paid  and  at  the  same  time  to  select  something  which  will 
be  of  service  to  the  recipient. 


The  furnisher's  Opportunity. 

Here  then  is  the  object  of  this  article:  to  bring  to  the 
attention  of  the  man  who  sells  furnishings  the  situation 
as  regards  holiday  trade.  If  people  are  going  to  seek 
moderately  priced  presents  which  will  be  of  real  use  to 
the  recipient,  there  is  a  great  opportunity  for  the  haber- 
dasher to  sell  many  of  the  remembrances  which  will  go  to 
men  this  Christmas. 

As  to  the  quality  of  the  goods  likely  to  be  demanded, 
this  will,  of  course,  depend  to  a  large  extent  upon  the 
class  (if  trade  to  which  the  store  usually  caters.  Despite 
what  Iras  been  said,  however,  about  moderate  price  and 
service,  it  does  not  follow  that  people  will  be  seeking  cheap 
stuff.  A  present  should  not  look  cheap  and  with  articles 
of  apparel  values  make  themselves  apparent.  The  state- 
ment about  price  should  possibly  be  qualified  with  the 
word  "comparatively" — that  is  in  comparison  with 
jewelry  and  other  presents  which  have  been  the  vogue  with 
many  people.  One  would  not  send  a  man  a  pair  of  overalls 
as  a  Christmas  gift  even  if  he  did  wear  them  the  greater 
part  of  the  daylight  hours  of  the  whole  year. 

The  Christmas  Campaign. 

Much  will  depend  upon  the  manner  in  which  the 
dealer  puts  his  case  before  the  public.  The  public  will  be 
giving  consideration  to  the  matter  and  the  retailer  should 
endeavor  to  get  his  share  of  that  consideration.  There  is 
an  opportunity  to  extend  the  field  of  Christmas  shopping 
in  the  men's  store  and  the  public  should  be  told  of  the 
useful,  tasteful  holiday  gifts  which  can  be  secured  there 
at  comparatively  moderate  prices. 

Newspaper  advertising  can  be  made  useful  to  this  end 
as  well  as  a  neat  Christmas  folder  sent  through  the  mail 
to  a  selected  list.  This  list  should  not  only  include  the 
regular  patrons  of  the  store  but  others  who  might  be 
interested,  for  it  should  be  remembered  that  this  may  be 
a  good  opportunity  to  increase  the  circle  of  customers. 
Then  the  advertising  should  not  be  too  late,  for  the  con- 
stant hammering  home  of  the  early  holiday  shopping  idea 
is  having  its  effect  which  is  seen  more  and  more  from 
year  to  year.  People  are  getting  to  give  more  time  to  the 
selection  of  their  presents  and  are  beginning  to  appreciate 
that  the  time  to  choose  successfully  is  before  the  other 
people  have  done  so. 


Power  of  Suggestion. 


The  advertising  campaign  should   be  based  upon  the 
factor  of  the  power  of  suggestion  in  helping  the  public  to 
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xl  CHRISTMAS  BOOKLET. 

This  is  a  reproduction  of  a  four-page  folder  sent 
out  to  their  customers  by  Bilton  Bros,  lost  Christmas. 
Note  range  of  prices  quoted,  in  most  of  the  lines,  a 
useful  guide,  to  women  as  well  as  men. 


make  their  Christmas  selections.  The  idea  of  presenting 
"him"  with  something  to  wear — something-  that  he  will 
really  appreciate — has  not  been  very  strongly  impressed 
upon  "her";  although  many  women  and  girls  have  found 
that  (hey  can  get  gifts  for  sweethearts,  brothers,  fathers 
or  husbands  in  a  furnishing  store,  there  are  many  others 
who  are  more  likely  to  wander  into  a  jewelry  store  or 
some  other  establishment  where  some  ornament  can  be 
bought  which  will  probably  find  its  way  into  the  discards 
at  the  bottom  of  the  bureau  drawer. 

There  are  two  opinions  as  to  the  policy  of  advertising 
prices  in  the  holiday  season.  One  is  to  eliminate  figures 
altogether  and  merely  make  the  announcement  a  sugges- 
tion of  gifts;  the  other  is  to  make  a  range  of  prices  which 
will  give  the  prospective  purchaser  some  idea  of  what  may 
have  to  be  paid.  Between  these  two  there  does  not  seem 
to  be  any  great  difference.  The  one  is  purely  the  idea  of 
suggestion — which  is  the  main  desirable  factor,  the  other 
is  suggestion  with  Hie  added  advantage  of  giving  a  general 
idea  of  price. 

Apart  from  these  such  a  course  as  to  advertise  a 
definite  price  with  the  inference  that  it  is  a  bargain  will 
prove  :i  grave  mistake.  There  are  some  tilings  which  may 
be  bought  cheap  and  given  for  presents  but  cheap  haber- 
dashery docs  not  come  within  the  class,  for,  as  stated 
before,  the  value  is  hugely  shown  in  the  apparance.  No 
<mc  would  care  to  give  a  present  which  would  have  a  sug- 
gestion of  cheapness  about  it;  therefore,  people  who  are 
choosing  presents  are  not  likely  to  care  to  be  seen  in  a 
store  which  is  advertising  special  prices.  Again  a  window 
full  of  gift  articles  at  special  prices  would  be  almost  abso- 
lutely useless  for  the  reason  that  the  goods  shown  would 
be  branded  as  cheap  and  the  recipient  would  probably 
recognize  in  his  gilt  a  duplicate  of  an  article  shown  in  a 
bargain  collection.  No,  by  all  means  keep  away  from 
definite  prices  that  appear  as  special  inducements  in 
haberdashery. 


Some  of  the  Good  Lines. 

The  men's  furnisher  has  a  number  of  good  lines  for 
useful  gifts — and  the  big  range  of  quality  permits  of 
goods  at  a  variety  of  prices  to  suit  almost  every  pocket. 

There  are  neckties  of  good  value  and  various  prices 
with  the  better  quality  likely  to  be  found  the  more 
popular.  There  are  gloves  in  a  variety  of  grades.  There 
are  high  class  linen  handkerchiefs  in  fancy  boxes.  There 
is  silk  hosiery,  and  men  always  appreciate  hose.  There 
are  umbrellas  which  are  always  welcome.  There  are  muf- 
flers;  always  a  strong  line.  There  are  dressing  gowns  and 
smoking  jackets  very  suitable  for  family  gifts  to  father. 
And  there  are  canes  and  cuff  links  and  a  variety  of  others. 

Encourage  the  Ladies  to  Buy. 

The  men's  store  can  be  made  a  big  factor  in  solving 
the  problems  of  the  ladies'  holiday  campaign  as  well  as 
that  of  the  males.  Not  so  much  in  recent  years  have  we 
heard  the  time-worn  jokes  about  the  Christmas  neckties 
that  mother,  or  sister  or  grandmother  bought  for  "him" 
and  which  were  kept  as  souvenirs  of  the  distorted  ideas 
of  the  softer  sex  with  regard  to  the  wearing  apparel  of 
men — cravats  which  were  classed  with  the  Yuletide  cigars. 

Haberdashers  in  the  high  class  stores  will  explain  that 
this  was  a  condition  of  the  past.  That  with  the  exception 
of  little  individual  kinks  of  taste  the  women  can  to-day 
make  as  good  a  selection  as  a  man — in  fact  that  she  is 
likely  to  make  a  better  purchase  than  a  man,  except,  of 
course,  where  he  may  be  buying  for  himself.  This  is 
largely  due  to  the  better  class  of  neckwear  which  is  now 
turned  out  by  the  manufacturers  and  to  its  big  range  of 
possibilities  which  makes  almost  anything  that  can  be 
selected  stylish.  The  old  days  when  there  were  a  lot  of 
cravats  which  seemed  to  have  been  specially  made  for 
women  to  buy  to  make  their  male  friends  look  ridiculous, 
have  passed,  and  the  stock  now  carried  by  the  up-to-date 
stores  makes  a  selection  which  will  indicate  a  breach  of 
good  taste  for  any  man  almost  impossible. 

So  is  it  with  many  of  the  other  lines  which  are  sold  in 
the  haberdashery  stores.  To-day  the  stocks  carried  are  of 
a  much  better  quality  than  in  the  past  and  women  need 
not  fear  the  drawing  down  of  the  male  ire  by  buying  for 
"him"  in  any  up-to-date  men's  store. 

Put  Goods  Up  Tastily. 

In  the  holiday  trade  it  will  be  found  that  there  is  a 
demand  for  seasonable  wrappings  and  boxes.  These  may 
reduce  to  some  extent  the  profits  on  the  goods,  but  it  will 
be  difficult  to  satisfy  the  public  demand  without  this  little 
display  of  consideration.  After  the  1st  of  December  it 
will  be  found  thai  many  customers  in  making  a  purchase 
think  that  they  arc  entitled  to  a  "Christmas  box"  to  put 
it  in  and  they  are  likely  to  make  a  mental  note  of  the  fact 
if  they  arc  not  accommodated.  In  fact  it  will  often  be 
noted  that  customers  will  want  a  box  whether  they  are 
purchasing  the  article  for  themselves  or  not— they  will 
desire  to  make  use  of  the  box  to  wrap  up  something  else. 
perhaps  an  article  which  lias  been  made  in  the  house. 
Then  will  be  tunes  too,  when  the  man  of  the  house  will 
have  his  instruct  ions  from  his  good  lady  to  bring  home 
boxes  when  possible  so  that  she  will  be  able  to  Bend  off  the 
little  fancy  articles  which  she  has  been  making. 

Christinas  wrappings  cost  the  dealer  money  but  he 
would  be  belter  to  get  the  cost  of  I  In  in  m  some  other  way 

than  to  save  the  amount  by  not  accommodating  the  people 

in  a  manner  which  they  have  come  to  accept  as  part  of  t he- 
routine  proceedings  of  holiday  shopping. 
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ILLUSTRATING  GROUPS  OF  GIFTS. 

FANCY  gift  boxes  were  featured  in  a  large  sized 
folder  sent  out  last  year  by  the  2  Macs,  Ottawa. 
This  was  of  an  unusual  form,  each  page  being  7  by 
10  inches,  and  with  half-tone  cuts  at  the  upper  right  and 
lower  left  hand  corners,  showing  attractive  groupings  of 
Christmas  lines;  scarfs,  handkerchiefs  and  hosiery  in 
boxes,  dressing  jackets,  fancy  vests,  etc.,  and  a  spray  of 
holly  at  the  sides  of  each  cut,  as  reproduced  in  connection 
with  this  article. 

The  reading  matter  was  well  conceived,  with  only  a 
suggestion  of  prices,  not  for  individual  articles  so  much 
as  a  "range,"  75c.  to  $3  etc.  This  in  most  cases  will  be 
found  the  best  form  in  which  to  introduce  the  subject  of 
price. 

The  following  are  a  few  of  the  paragraphs : 
"Handkerchiefs  are  sure  to  be  well  received.    He  could 
not  fail  to  appreciate  a  box  of  our  pure  linens,  either 
plain  or  with  neat  initials.     All  in  fancy  boxes." 

A  Shrewd  Wording 

"Any  man  will  be  delighted  to  wear  a  fancy  vest 
though  it  might  never  occur  to  him  to  purchase  one  him- 
self. Our  stock  includes  all  the  newer  styles  as  well  as 
the  warm  knitted  variety." 

Note  the  shrewdness  of  the  words  "though  it  might 
never  occur  to  him  to  purchase  one  himself." 

"House  slippers,  the  gift  that  is  most  appreciated  by 
every  man.  Just  choose  a  pair  for  him  from  our  large 
stock  of  quality  slippers.     Prices  75c  to  $3.00." 

Single  Range  of  Ties  in  Window. 

A  Hamilton  furnishings  firm  uses  a  booklet  without 
specific  prices  and  finds  that  the  reminders  bring  in  trade. 
They  also  make  a  specialty  of  Christmas  gift  window  dis- 
plays, but  are  careful  to  run  a  single  ran°;e  of  ties,  say, 


Christmas  Lines 

Some  of  the  articles  carried 
in  the  men's  furnishing  store 
which  will  be  found  good  sellers 
in  the  Christmas  trade  are: — 

GLOVES, 

NECKWEAR, 

HANDKERCHIEFS, 

HOSIERY, 

UMBRELLAS, 

CANES, 

MUFFLERS, 

HOUSE  COATS, 

DRESSING  GOWNS, 

CUFF  LINKS,  ETC. 


leather  than  a  large  variety.  They  feel  that  the  display 
is  more  impressive  and  that  those  who  see  it  are  more  apt 
to  single  out  one  particular  tie  if  it  is  "isolated"  in  this 
way. 

Must  Have  Fancy  Boxes. 

This  firm,  also  stocks  up  with  fancy  boxes. 

"We  have  to  keep  them  especially  for  women  as  they 
ask  for  them  with  nearly  everything  they  buy,"  said  a 
salesman  to  The  Review.  "Of  course  we  only  give  them 
if  they  are  asked  for,  because  they  are  rather  expensive, 
and  mean  several  cents  reduction  in  our  profits  on  each 
purchase." 


Big  Advances  in  Cloths— Deliveries  Uncertain 

Many  British  Firms  Have  Withdrawn  Prices  Altogether — Army 
Authorities  Demanding  the  Output  of  the  Mills — Advances  as 
High  as  45%  on  Heavy  Goods  and  209?  to  25rv  on  Light  Materials 
— Indigoes  are  Scarce  and  Dear— 50  Cents  to  $1  a  Suit  Up. 

(Embracing   Opinions   of  Heads   of  Big  Special    Order    and    Ready-to-Wear    Houses. ) 


THAT  there  are  advances  of  as 
much  as  forty-five  per  cent,  in 
heavy  British  friezes  which  will 
be  wanted  in  the  clothing  trade  for  next 
Winter;  that  Canadian  manufacturers 
nave  advanced  prices  on  cloths  fifteen 
to  twenty-five  per  cent. ;  that  even  the 
imported  cloths  of  light  weight  re- 
quired for  the  trade  of  next  Summer 
have  advanced  twenty  per  cent. — these 
are  some  of  the  facts  of  the  present  sit- 
uation as  regards  materials  that  the 
clothing  manufacturers  have  to  con- 
sider. 

Conditions  represent  a  state  of  chaos. 
Importers  who  have  endeavored  to  keep 
in  touch  with  the  situation  are  largely  at 
sea.  Prices  have  advanced  with  a  rap- 
idity which  has  almost  paralyzed  the  im- 
port trade.    British   manufacturers  gen- 


erally have  withdrawn  their  ([nota- 
tions altogether  or  they  have  made  ad- 
vances and  will  take  orders  with  the 
understanding  that  they  will  deliver  if 
they  are  able. 

When  the  war  first  broke  there  was 
the  argument  advanced  that  cloths  would 
probably  be  cheaper  on  account  of  the 
Continental  market  being  cut  off  from 
England.  That  was  the  theory  then 
evolved  by  one  of  the  most  prominent 
clothing  manufacturers  in  the  Dominion ; 
it  seemed  sound.  To-day  that  authority 
states  that  he  has  quit  trying  to  grasp 
the  situation  and  is  merely  awaiting  de- 
velopments. 

The  Factors  at  Work. 

The   great   factor   in    the   situation    is, 
of   course,   the   demand    which    has  been 
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brought  to  bear  upon  the  British  manu- 
facturers for  clothing  for  the  men  on 
the  battlefields  and  in  the  training 
camps;  this  does  not  only  apply  to  the 
British  army,  but  to  the  other  armies 
of  the  allied  forces,  for  the  men  who  are 
fighting  for  France  and  Russia  are  also 
receiving  garments  from  Great  Britain. 

This  demand  bears  directly  upon  the 
coarse  woolens,  but  it  is  not  the  only 
factor  in  the  situation.  There  is  the 
shortage  of  dyes  and  the  increased  price 
of  wool  to  be  taken  into  consideration. 

The  Scarcity  of  Indigoes. 

The  shortage  of  dyes  has  created  a 
very  serious  situation,  particularly  with 
regard  to  indigoes.  From  six  letters 
received  recently  from  manufacturers 
who    supply    this    grade   of    blues    it    is 
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What   Manufacturers  Say  of 
Advances 

Communications  from  two  British  firms  which  are  typical  of 
ii  hat  have  been  received  by  Canadian  importers  from  the  cloth  man  u- 
facturers  in  general  in  the  United  Kingdom: 

Leeds, 
Dear  Sirs: — 

II  r  much  regret  that  owing  to  the  increased  and  unsettled  cost  of 
J  a  i  Ii  go  and  dye-wares  generally,  we  are  reluctantly  compelled  to  with- 
draw all  our  prices. 

We  shall,  however,  be  glad  to  quale  yon  for  any  of  our  cloths  as 
business  may  arise. 

Yours  truly, 

Holm  firth, 

Dear  Sirs : — ■ 

Owing  to  the  shortage  and  consequent  high  prices  of  materials 
and  dye-wares,  we  are  compelled  to  revise  our  price  for  all  future 
orders. 

Our  prices  are  advanced  for  cloths  up  to  3/2,  2d  per  yd;  3/3  to 
4/-,  3c?  per  yd;  over  4/-  4d  per  yd;  which  does  not  cover  all  the  ad- 
vance in  raw  material  and  may  have  to  be  further  advanced  later. 

In  the  meantime  all  orders  will  be  accepted  at  above  prices  if  we 
can  buy  material.  Some  shades  are  now  unobtainable  and  in  faivns, 
drabs  and  browns  we  cannot  promise  to  repeat  exact  to  shade  if  we  can 
do  them  at  all. 

Yours  truly, 


noted  that  four  of  them  have  withdrawn 
their  quotations  altogether,  while  where 
there  are  quotations  given,  the  price  has 
been  advanced,  and  even  shillings  on 
the  old  price,  which  was  in  the  neigh- 
borhood of  $1. 

Coarse  Woolens  for  Uniforms. 

The  output  of  the  mills  of  England  has 
practically  been  taken  over  by  the  Gov- 
ernment, and  without  the  consent  of  the 
military  authorities  there  can  be  no  ex- 
port at  ions  made  to  Canada  or  any  other 
country. 

The  result  has  been  that  some  im- 
porting firms  which  have  received  their 
samples  will  be  able  to  do  nothing  with 
regard   to   taking  orders. 

All  Lines  Affected. 

But    the    coarse    woolens    and    the    in- 

di s   are    not    the    only    lines    affected. 

So  strong  has  been  the  demand  for  these 
goods  that  there  has  been  an  advance  in 
sympathy  and  then  the  price  for  wool 
has  risen   to  a  very  material   extent. 

There  is  also  another  factor  which 
must  be  taken  into  consideration.  Out- 
side of  the  war  demand  the  markets  of 
England  have  been  cut  off  to  a  large  ex- 
tent. Canada  and  the  United1  States 
are  now  the  main  fields  which  are  left 
open  and  the  United  States  will  pretty 
much   look   after   herself.     The   result    is 


that  Canada  will  be  one  of  the  main  im- 
porters. This  will  mean  that  the  volume 
exported  from  England  will  be  greatly 
reduced  and  that  the  cost  of  getting  out 
patterns,  etc.,  will  be  materially  higher. 

Light  Materials  Also  Dearer. 

In  sympathy  with  the  general  condi- 
tions and  on  the  heavy  advances  in  raw- 
material,  lighter  cloths  have  followed 
the  market  and  there  have  been  advances 
made  of  about  twenty  per  cent.  This 
promises  to  affect  business  next  Sum- 
mer. 

So  far  as  the  Canadian  mills  are  con- 
cerned the  conditions  are  practically  the 
same  and  prices  have  been  advanced  20 
to  25  per  cent,  on  the  higher  price  of 
wools,  and  the  Government  demand  for 
the  output  for  war  purposes. 

Adjusting  Clothing  Prices. 

Higher  prices  for  clothing  are  inevit- 
able in  view  of  the  prices  nenv  being  paid 
for  cloths.  When  these  advances  will 
take  place  and  how  soon  they  will  af- 
fect the  trade  and  the  public  depends 
upon  the  attitude  which  is  taken  through- 
out and  the  amount  of  protection  which 
one  branch  of  the  trade  irives  to  the 
other. 

For  example,  if  a  manufacturer  has 
a  heavy  stock  of  made-up  Clothing  or 
of  cloth,  he  may  decide  not  to  make  an 
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advance  until  he  is  forced  to  and  this 
may  keep  prices  down  for  some  time. 
On  the  other  hand  there  are  some  de- 
partments where  prices  will  be  ad- 
vanced  almost   immediately. 

A  leading  special  order  house  makes 
the  statement  that  there  are  some  items 
which  will  be  advanced  a  dollar  at  once 
■ — others  will  remain  in  their  present  po- 
sition for  a  considerable  period  as  there 
is  not  tin'  same  demand  and  the  stock 
will   last   longer. 

A  big  manufacturing  firm  makes  the 
statement  that  prices  of  suits  for  the 
trade  next  Summer  will  be  advanced 
50c  to  $1  wholesale — on  the  head  of  the 
higher  prices  for  materials — and  that  for 
next  Fall  there  is  no  saying  what  the 
prices  may  be. 

These  high  prices,  however,  may  be 
delayed  to  some  extent  owing  to  the 
fact  that  there  are  generally  pretty  heavy 
stocks  on  hand,  and  the  condition  of 
trade  is  such  that  there  will  not  be 
higher  quotations  until  they  are  abso- 
lutely necessary.  Popular  low  priced 
lines  will  be  affected  first,  as  there  has 
been  little  advance  in  the  expensive 
good  s. 

Will  Mean  "Cheaper"  Quality. 

There  can  he  no  doubt  but  that  the 
increase  in  the  cost  of  materials  will 
mean  that  the  people  will  be  looking 
for  cheaper  goods  than  in  the  past  in 
the  sense  that  they  will  not  want  to  pay 
more  than   in   the  past — if  as  much. 

In  fact,  already  there  is  a  demand  for 
clothing  at  much  lower  prices  than  a 
few  months  or  a  year  a<ro.  and  here  is 
one  of  the  great  difficulties,  for  it  is 
difficult  to  meet  a  demand  for  cheaper 
2'oods  when  the  price  of  raw  materials 
is  advancing  rapidly — and  yet  demand 
must  be  accepted  as  a  factor  of  consid- 
erable importance  in  determining  price 
with  quality  reduced  until  that  price  is 
reached. 

Looking  to  the  Future. 

Tt  would  be  almost  impossible  to  fore- 
cast future  developments.  The  great 
factor  has  been  the  war  demand  and  it 
will  continue  to  be  so.  Then  fore,  the 
length  of  the  war  will  bo  a  determining 
factor  in  the  situation.  Rut  so  long  as 
the  campaign  continues  there  will  be  a 
demand  for  uniforms  for  the  increasing 
armies  in  the  field  which  will  be  likely 
to   keep   prices   on    a    high    level. 


-®- 


Lachine-Syndicate,  clothiers    and    fur- 
riers.  Lachine,   Que.,   have   closed    their 

store  in  that  city,  and  Mr.  A.  Goldstein 
is  now  devoting  his  time  to  his  store  tftt 
Notre   Dame    street    West.    Afontreal. 


Get  Boys  Interested  in  Clothing  Department 

This  is  the  First  Stone  in  the  Foundation  of  a  Successful  Little 
Men's  Trade — Style  and  Value  Both  Essential  in  Meeting  the 
Parent  and  Competing  the  Sale — Methods  of  Some  Managers  in 
Getting  the  Youth's  Interest. 

Specially     prepared    for    The    Review    by    J.  Willoughby. 


IF  a  merchant  were  to  ask  me  the  most 
important  stone  in  the  foundation 
to  be  laid  for  the  building  up  of  a 
boys'  clothing  department,  I  would 
reply — to  get  the  interest  of  the  boy; 
and  to  go  further,  maintaining  the  in- 
terest of  the  boy  and  developing  it,  will 
be  found  to  be  the  most  important  factor 
in  rearing  the  department  structure. 

The  question  is  how  to  get  and  main- 
tain this  interest.  This  has  been  the 
problem  which  has  had  the  attention  of 
the  managers  of  the  best  boys'  depart- 
ments in  the  country.  There  are  a  num- 
ber of  tips  which  I  can  give,  after  dis- 
cussing the  matter  with  different  spe- 
cialists, and  in  meeting  the  boy  in  rela- 
tion to  his  apparel  needs,  but  in  many 
instances  much  will  depend  upon  the 
ability  of  the  head  of  this  department  to 
gauge  his  own  trade  and  meet  the  indivi- 
dual conditions. 

The  interest  of  the  boy  will  be  found 
to  be  two-fold  so  far  as  the  power  of  at- 
traction is  concerned.  In  the  first  place, 
it  will  be  found  best  to  supply  some 
other  attraction  than  the  goods  them- 
selves— and  then  to  make  the  goods  in- 
terest. Of  the  two  the  latter  is  perhaps 
the  more  essential  for  the  reason  that  in 
that  connection  the  interests  of  the 
parents  are  to  be  considered  as  well,  and 
this  means  combining  the  style  which 
will  attract  the  boy  with  the  quality  and 
wearing  ability  which  will  satisfy  the 
parent.  This  is  a  combination  which  is 
sometimes  difficult  to  achieve  for  the 
reason  that  the  sale  of  a  boy's  suit  is  a 
sort  of  double-barreled  proposition  with 
two  parties  to  be  satisfied— and  each  is 
likely  to  be  very  critical.  And  do  not  for- 
get that,  getting  down  to  first  principles, 
it  is  the  parent  that  holds  the  purse- 
strings. 

Attractions  on  the  Side. 

One  of  the  best  means  of  interesting 
the  boy  in  a  particular  store  is  that 
which  is  employed  by  a  Canadian  city 
firm.  In  this  store  there  is  a  large  book 
which  is  used  for  a  register,  and  when 
each  boy  is  fitted  out  he  is  taken  to  the 
big  book  and  asked  to  sign  his  name.  He 
is  also  asked  to  put  down  the  date  of  his 
birthday,  and  on  that  day  an  attractive 
booklet  is  mailed  to  him.  Does  this  not 
appeal  as  a  proceeding  which  will  get 
and  keep  the  interest  of  that  boy? — and 
how  he  will  talk  to  the  other  boys.    Im- 


agine the  impression  on  the  lad  who  is 
formally  taken  to  sign  his  name  on  the 
register  and  then  the  effect  of  the  re- 
membrance at  the  birthday.  Boys  have 
good  memories  for  little  things  of  this 
kind. 

Similarly  where  there  is  a  list  kept  of 
boys  who  have  patronized  the  store  this 
Christmas  season  is  a  good  time  to  make 
a  small  expenditure,  which  is  likely  to  be 
worth  a  good  deal  in  keeping  up  interest. 
A  neat  card  or  other  small  souvenir  as  a 
holiday  remembrance  will  carry  a  great 
deal  of  effect  with  it. 

Getting  a  Mailing  List. 
In  connection  with  this  reference  to  a 
mailing  list,  let  me  mention  a  scheme 
which  has  been  adopted  in  connection 
with  a  boys'  department  recently  estab- 
lished in  Toronto.  Here  there  is  a  card 
system  which  gives  information  about 
the  boy  and  his  patrons  and  the  sizes  of 
his  different  garments.  This  card  is  filled 
out  at  the  time  the  purchase  is  made, 
and  not  only  does  it  result  in  a  fine  mail- 
ing list,  but  the  information  can  also  be 
put  to  good  use  in  getting  further  or- 
ders by  telephone  or  mail,  as  purchases 
can  be  made  in  this  manner  with  the  aid 
of  the  details  on  the  card. 

Getting  Initial  Interest. 

Particularly  for  the  benefit  of  the 
merchant  who  may  be  considering  plans 
for  opening  a  boys'  department,  let  me 
refer  to  a  scheme  which  was  successfully 
worked  out  in  connection  with  a  new 
department  for  the  little  men,  which  was 
located  on  the  fourth  floor  of  a  large 
store,  and  to  which  it  was  desired  to  di- 
rect the  attention  of  the  lads. 

Here  on  one  side  of  the  department 
was  fitted  up  a  little  gymnasium  for  the 
juveniles.  There  were  boxing  gloves, 
and  bars,  and  hand  balls,  etc.,  for  them 
to  play  with,  and  when  boys  got  started 
it  was  hard  to  get  them  downstairs 
again.  Such  an  event  makes  a  big  im- 
pression on  the  mind  of  the  boy,  and  he 
is  not  only  likely  to  remember  it,  but 
will  talk  of  it  to  his  cronies. 

Following  Up  Sport  Ideas. 
In  this  instance  the  appeal  to  the  ath- 
letic side  of  the  boys'  nature  was  so  suc- 
cessful that  a  further  step  was  taken  in 
the  Spring,  when  interest  was  centering 
in  outdoor  games.  A  supply  of  inex- 
pensive baseballs,  masks  and  gloves  was 
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secured,  and  with  each  purchase  of  a 
suit  or  overcoat  the  boy  was  given  his 
choice  of  any  of  the  articles.  It  should 
be  mentioned  that  this  was  an  attraction 
at  the  end  of  a  season,  when  it  was  de- 
sired to  clear  up  some  lines,  and  the 
manager  who  carried  it  out  is  satisfied 
that  it  had  a  better  effect  and  cost  less 
than  it  would  have  to  have  made  the  re- 
ductions from  the  regular  prices  which 
are  usually  necessary  to  clean  up  the 
stock  at  such  a  season. 

Was  Carefully  Considered. 

On  the  side  it  might  be  here  observed 
that  the  head  of  the  department  decided 
upon  baseball  goods  only  after  he  had 
made  inquiry  as  to  what  was  most  likely 
to  appeal  to  the  boy.  At  this  time  there 
was  an  agitation  in  favor  of  a  revival  of 
lacrosse,  and  he  first  consulted  with  a 
well-known  Canadian  sporting  authority, 
who  told  him  that  it  was  useless  to  look 
for  any  widespread  popularity  in  the 
national  game,  which  has  been  on  the 
wane  in  public  favor  for  some  years. 

As  to  this  course  of  giving  premiums, 
there  is  a  difference  of  opinion.  I  am 
not  going  to  take  one  side  or  the  other. 
The  information  given  refers  to  one  par- 
ticular incident.  Generally,  however,  it 
might  be  remarked  that  the  benefits  or 
evils  of  giving  gifts  of  this  kind  will  de- 
pend upon  the  manner  in  which  it  is 
done.  If  the  premium  is  going  to  cheapen 
the  store  in  any  sense  it  should  not  be 
si  von. 

The  Direct  Appeal. 

But  as  I  have  intimated  before,  it 
should  not  for  a  moment  be  considered 
that  a  boys'  department  could  be  made  a 
success  merely  by  giving  side  attractions 
after  the  manner  mentioned.  There 
must  essentially  be  satisfaction  and  ser- 
vice in  the  goods  sold,  for  in  this  connec- 
tion the  parent  is  the  big  factor.  The 
boy  may  look  for  style,  but  the  parent 
will  look  for  quality — and  if  the  quality 
is  not  there,  then  there  are  likely  to  be 
no  more  purchases  made  in  the  store. 

And  here  it  might  be  good  advice  to 
the  merchant  to  dissuade  him  from  the 
idea  that  price  is  the  great  factor.  Of 
recent  years  parents  have  been  buying 
better  clothing  for  their  boys — and  there 
has  been  a  big  improvement  in  the  cloth- 
ing which  is  being  made  too.  Educate 
your  trade  to  better  goods,  for  you  can- 
continued  on  page  55.) 
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Good  salt  hi  colored  collars 
to  mulch  shade,  though  not  pat- 
tern  of  shirt. 

Smart  soft  lint  with  hand  tied 
bow,  ni  diamond  telescope 
shape. 

Tweed 
popular. 

Jewelry  department  promises 
to  be  good  for  Christmas. 

Chamois  suede  gloves  fea- 
tured. 


hats     may     become 


MONTREAL,  Nov.  16.— Last  month 
I  paid  particular  attention  to 
the  lines  being  carried  by  some 
of  the  higher  class  stores,  particularly 
those  on  St.  James  Street,  where  the 
brokers  and  real  estate  men  trade,  or, 
rather,  where  they  do  not  trade  so  much 
just  now.  The  desire  for  lower  prices 
has  compelled  many  stores  to  carry 
cheaper  lines,  such  as  they  never  handled 
before. 

The  lines  carried  in  the  type  of  store 
that  caters  to  a  good  middle  class  trade 
differ  widely  from  those  referred  to  in 
our  last  issue.  Colored  collars,  with  a 
marked  cutaway,  have  made  their  ap- 
pearance, and  just  now  are  experiencing 
a  very  good  sale.  It  is  a  novelty,  straight 
from  London,  and  people  are  taking  to 
them  immediately,  especially  the  French- 
Canadians.  However,  most  of  the  very 
best  dressed  men  are  keeping  to  the 
white  (■(>!'••••.  It  is  not  thought  these 
colored  c  < "•'  s  will  remain  long.  Mer- 
chants will  I:  ■'■<  t'e  sale  considerably  by 
showing  them  t  igether  with  correspond- 
ing shirts,  and  ties  to  match.  It  is  no 
use  selling  a  pink  collar  to  a  man  with 
a  white  shirt,  and  if  this  is  pointed  out, 
it  is  easy  to  effect  a  sale  of  the  whole 
outfit.  A  pink  collar  looks  nifty  with  a 
pink  and  white  shirt  with  mushroom 
pleats,  and  a  black  Derby  completes  a 
smart   combination. 

•  *  * 

NECK  WEAR  OP  RIG  SHAPE  is 
more  popular  than  ever,  especially  with 
the  cutaway  collars,  which  are  now  worn 
very  extensively.  Retailers  are  featuring 
black  and  white  stripes,  of  messaline  and 
other  silks,  the  sale  of  which  should  be 
helped  considerably  by  present  demand 
for  these  colored  collars.  Wide  knitted 
ties  are  coming  in,  and  should  sell  for 
the  same  reason,  being  made  in  black  and 
white,  as  well  as  in  regimental  colors. 
Nice  knitted  g Is  just  now  are  not  dif- 
ficult to  sell.  Neckwear  of  all  kinds 
should    be   good    for  Christmas   trade,   as 

gifts  will  tend  towards  the  smaller  Cry; 

then,    again,    there    have    been    plenty    of 


What  Montreal  and  Toronto 

Colored  Collars  Are  Selling  Well  to  Match  Shade  Though  Not 
Pattern  of  Shirt— New  Type  of  Velour  Hat  With  Hand-Tied 
Bow — A  Look  Amongst  Moderate-Priced  Goods  in  the  Stoics. 


After  Vi-ii-  by  Stall 


style  changes,  and  something  new  is  com- 
ing in  all  the  time. 

The  Mushroom  Pleats. 

I  notice  most  of  the  stores  are  show- 
ing mushroom  pleated  shirts,  but  in  pro- 
portion with  staple  lines  they  do  not  cut 
a  big  figure.  People  seem  to  be  afraid 
to  take  a  risk  at  laundrying  them,  hav- 
ing had  painful  past  experience  with 
less  intricate  styles.  If  this  difficulty 
could  be  overcome,  I  feel  that  the  sale 
would  be  larger,  as  they  are  eminently 
suited  to  this  climate,  being  warm  for 
Winter.  They  were  not  a  pronounced 
success  in  New  York,  but  the  climate 
there  is  much  warmer  than  here.  They 
are  the  only  thing  in  dress,  on  account 
of  their  neglige  effect — that  is,  comfort- 
able when  dancing,  especially  the  dances 
of  to-day,  which  require  something  that 
will  not  force  the  collar  up  around  the 
chin. 

As  for  wool  shirts,  the  man  who  has 
accustomed  himself  to  them,  has  become 
educated  to  the  fact  that  he  must  pay  a 
good  price,  say,  three  or  three  and  a  half 
dollars,  if  he  is  to  get  any  satisfaction. 
The  cotton  flannel  shirts  are  less  in  de- 
mand, men  having  found  them  to  suc- 
cumb in  the  wash  too  quickly. 
»     *     » 

IT  IS  HARD  TO  FIND  ANYTHING 
very  new  in  hats,  and  it  is  hardly  likely 
there  will  be  now,  as  the  season  is  pretty 
well  over.  The  business  has  been  excep- 
tionally good  until  now.  but  is  falling  off 
as  November  progresses.  The  newest 
thing  T  have  seen  was  in  Whittle  & 
Roman's,  who  are  showing  a  smart  soft 


hat,  of  Mexico  shape,  known  also  as  a 
"Texas  Tommy."  It  has  a  band  of  a 
special  English  silk,  with  a  hand-tied 
bow,  and  is  being  worn  here  diamond 
telescope.  The  feature  about  it  is  the 
hand-tied  bow,  which  is  new  and  gives 
the  hat  snap.  I  fancy  these  will  be  seen 
in  large  number  on  this  market  next 
year. 

Tweed  hats  seem  to  have  been  a  par- 
tial failure,  so  far,  but  they  may  surprise 
us  when  the  colder  weather  comes  along. 
They  are  cheap,  got  up  nicely  with 
plenty  of  style,  are  serviceable,  but  lack 
snap.  It  is  the  first  time  these  have  been 
shown  in  Canada  of  this  block  for  some 
years.  Hard  rats  up  to  the  present  have 
not  been  much  in  demand. 

The  cap  trade  has  opened  up  well, 
especially  trade  in  children's.  There  are 
fewer  styles  being  shown  this  year  on  ac- 
count of  orders  for  velours  and  felts  in 
children's  hats,  many  of  which  come 
from  Italy,  having  been  canceled.  Italy 
is  not  at  war,  but  it  takes  a  long  while 
for  shipments  to  come  through,  and  it 
will  be  much  worse  now  that  the  British 
have  laid  mines. 

The  majority  of  merchants  seem  to  be 
feeling  their  way  carefully  for  next  year, 
and  the  hat  travelers  are  complaining 
that  business  is  not  coming  in  as  freely 
as  they  would  like.  I  would  advise  them 
not  to  delay  too  long,  or  they  will  get 

little  variety,  and  no  assortment. 

*     •     • 

MERCHANTS  WILL  DO   WELL  to 

take  a  look  at   their  jewelry  department 

before  the  end  of  the  month.    It  is  never 

(Continued  on  page  59.) 
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Fedoras  in  Soft  Hats  for  Spring,  With  Stiff  Hats  an  Uncer- 
tain Quantity — Will  Velour  be  Revived? — Diagonal  Stripes 
on  Shirts — New  Ideas  in  Dress  Wear,  in  Suits  and  Overcoats. 


Members  of  The  Review. 


IN  speaking  to  the  buyer  of  one  of 
the  largest  specialty  hat  houses  in 
the  country,  I  ventured  some  in- 
quiry about  the  Spring  styles.  His  re- 
ply confirmed  an  opinion  which  I  ex- 
pressed some  time  ago  that  the  rage  for 
variety  in  the  felt  headgear  had  taken 
the  makers  over  such  a  range  that  they 
were  now  facing  a  blank  wall  with  the 
only  hope  of  extending  the  business  fur- 
ther in  this  direction  lying  in  the  direc- 
tion of  novelties.  He  said  that  in  the 
Spring  stuff  that  had  been  offered  to 
date  there  was  nothing  new  and  that 
late  novelties  were  about  all  that  he 
could  see  to  give  spice  —  what  these 
novelties  might  be  lie  could  not  imag- 
ine and  I  could  give  him  little  help. 

I  might  mention  that  shortly  after  I 
talked  witli  a  representative  of  one  of 
the  big  importing  houses,  and  he  could 
give  me  absolutely  nothing  like  an  in- 
spiration regarding  Spring  styles  as  dif- 
fering from  those  which  the  trade  has 
already   met. 

Fedoras  with  Contrasts  Missing. 

The  outlook  is  for  another  season  of 
soft  felt.  There  will  be  some  new  ten- 
dencies such  as  a  further  leaning  to 
the  fedora  shaped  crown  and  the  elim- 
ination of  the  startling  two-color  effect, 
but  otherwise  there  is  little  room  for 
anything  in  color,  in  brim,  in  height  of 
crown,  in  knots  or  ribbons  that  has  not 
been  included  in  the  variety  which  has 
"been  shown  in  the  past  year.  In  fact, 
the  range  has  been  so  complete  that 
there  really  is  no  particular  style  that 
can  be  given  as  the  vogue.  The  trade 
which  made  a  good  thing;  of  the  rapidity 
of  the  changes  at  first  now  find  a  re- 
action in  a  view  that  "anything"  is 
good — and  there  are  many  people  who 
are    glad    that    anything    is    good    just 

TVOW. 

Call   for  the   Velour. 

Personally  I  have  been  wondering  if 
there  is  not  going  to  be  a  call  again 
for  the  velour,  difficult  as  it  is  now  to 
procure.  The  tendency  of  style  is  for 
something  different.  When  a  fashion 
hecomes  general  some  few  leaders  lead 
the  way  to  a  change  and  style  follows 
with  the  mob  after  it.  Tf  fashion  is  go- 
ing  to  remain  loyal  to  the  soft  felt  hat 
then  it  seems  that  the  velour  is  about 
the  only  avenue  which  style  has  not 
traversed  of  late.    One  of  the  biggest  of 


the  American   firms   is  showing    the  vel- 
our   as    something    "exclusive." 

What  of  the  Stiff  Hat? 

There  is  getting  to  be  a  stronger  ten- 
dency to  turn  to  the  stiff  hat  to  break 
up  the  run  of  the  soft  felt.  This  is  the 
effect  of  the  desire  for  something  dif- 
ferent and  there  will  be  a  following,  al- 
though to  what  extent  is  not  yet  ap- 
parent. Generally  speaking-,  it  looks 
like  the  soft  hat  for  the  crowd  for  a 
while  yet. 

Away   From    High    Straw. 

The  new  straws  are  to  be  more  mod- 
erate. From  the  high  crown  there  has 
been  a  reversion,  but  it  is  not  likely 
to  go  to  the  extreme  low.  Tn  fact, 
rather  the  idea  will  be  in  the  other 
direction  to  something  of  heavy  square 
appearance  and  made  of  rough  ma- 
terial. A  31/2  crown  with  2^  brim 
looks  like  one  of  the  strongest  shapes. 
»     *     * 

A  VISIT  TO  BILTOX'S.  Toronto,  is 
to  get  into  touch  with  many  of  the 
newest  tilings  which  are  being-  brought 
out  in  Canada  for  men's  wear.  I 
dropped  in  the  other  day  and  found  a 
number  of  the  latest  novelties  from 
London,  together  witli  several  new  ideas 
which  they  have  worked  out  for  them- 
selves to  give  individuality  to  their 
shirt  styles.  These  are  for  the  more  ex- 
clusive trade,  but  care  is  displayed  in 
not  going  to  extremes.  I  saw  nothing 
that  a  well-dressed  man  to-day  would 
not  he  pleased  to  wear — that  isi,  of 
course,   where   style  is  desired. 

Diagonal  Stripes  on  Shirts. 

I  saw  a  couple  of  shirt  models  which 
are  distinctly  individual  to  the  Bilton 
store.  One  was  of  fine  "French  flannel 
in  a  delicate  shade  of  pink  with  three 
tucks  down  either  side  of  the  front. 
These  tucks  were  not  large  and  would 
not  be  sufficiently  pronounced  except  on 
a  material  of  plain  tone  color  without 
pattern.  Distinctly  novel  was  a  piping 
of  black  on  the  Russian  cuffs  and  the 
front.  Another  shirt  noveltv  was  in  a 
striped  pattern  with  a  tucked  front,  but 
instead  of  the  stripes  running  horizon- 
tal or  vertical,  they  were  diagonal,  con- 
verging at  the  centre,  giving  a  V  effect. 
Other  haudsome  garments  were  in  striped 
French  flannel  with  strong-  colors. 
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Diagonal  stripes  in  shirts. 

Canary  piping  on  gloves. 

Raising  waist  line  on  sack  or 
lounge  coats. 

Three  buttons  placed  high 
with  considerable  skirt.  Lapels 
wide. 

Strong  in  tartans,  going  away 
from  blacks  and  whites. 

Double  breasted  overcoats. 

Balmacaan  not  strong  in 
heavy  weights. 

Return  to  velvet  collar. 

Canes  and  spots  corning  back. 


In  neckwear  one  of  the  latest  lines  is 
of  shot  silk,  which  has  not  been  seen  in 
ties  for  some  time.  This  comes  in  plain 
shades  with  autumn  tints  predominat- 
ing. Reds  also  get  a  strong  showing  in 
neckwear:  that  is,  of  the  darker  shades, 
such  as  magenta,  while  there  is  a  new 
color  called  "phlox"  which  has  that 
rich  purplish  tinge  which  is  noted  on  the 
surface  of  the  petals  of  the  flower  after 
which   the  color  is  called. 

A  new  muffler  is  shown  in  a  material 
of  bandana  pattern  witli  fringed  ends. 

Canary  Piping  on  Gloves. 

I  also  saw  siime  new  ideas  in  gloves — 
and  new  gloves  may  ho  looked  for  with 
the  European  trouble  cutting  off  sup- 
plies. There  was  a  walking  glove  of 
white  doe  skin  witli  heavy  coarse 
stitching  of  black  and  also  black  piping. 
A  new  evening  glove  departs  from  the 
conventional  white  to  the  extent  of 
canary  piping  and  points. 

Less  formality  is  also  shown  in  the 
black  dress  ties  for  tuxedo  wear  which 
are  relieved  by  the  introduction  of  large 
polka  dots  in  white  and  silver  or  stripes 
of  the  same  contrasting  color. 

More  fancy  canes  and  spats  will  be 
strong  this  Fall  in  completing-  the  well- 
dressed  effect  of  the  man  of  fashion. 


AT  HICKEY'S  THE  OTHER  DAY 
I  had  a  chat  on  the  subject  of  ready-made 
clothing  witli  the  proprietor,  who  is  one 
of  the  most  prominent  clothiers  in  To- 
ronto. I  found  evidence  that  the  lead- 
ing- clothing  manufacturers,  or  at  least 
some  of  them,  hare  taken  quite  a  stride 
in  the  direction  of  raising  the  waist  line 
on  the  sack  or  lounge  coats.  He  showed 
me  two  models  in  which  the  long  skirt 
was  the  big  feature  and  stated  that  he 
had  pinned  his  faith  in  these  not  only 
for  the  Winter  and  the  Spring-  trade,  but 
had  bought  into  next  Summer. 

(Continued  on  page  55.) 


How  Hat  Store  Lends  Umbrellas  on  Rainy  Days 

Whittle  and  Roman  Ask  for  Deposit  of  One  Dollar  and  the  Most 
Keep  the  Umbrellas — Fitting  a  Man  with  Head  Like  Inverted 
Equilateral  Triangle — Keeping  up  Class  of  Clothing  as  Well  as 
Hats. 

By  a  Staff  Correspondent. 


ONE  day  early  in  November  it  be- 
gan to  rain  in  Montreal.  Busi- 
nessmen who  had  gone  to  work 
without  their  raincoats  actually  stopped 
in  the  rain  to  look  at  a  hat  store  win- 
dow on  St.  James  street.  It  was  a  most 
extraordinary  thine: — a  storekeeper  giv- 
ing something  away,  and  that  some- 
thing an  umbrella,  the  very  thing  they 
wanted  at  the  moment.  As  a  matter  of 
fact,  Messrs.  Whittle  &  Roman,  in 
whose  window  this  announcement  ap- 
peared, were  aware  of  the  fact  that 
rain  was  falling,  otherwise  they  would 
not  have  made  this  startling  announce- 
ment. It  ran  thus:  "Umbrellas  Loaned 
Free." 

The  cynic  was  heard  to  remark : 
"Pooh!  That's  a  scheme  of  theirs  to 
get  people  inside  to  buy  hats."  He  hit 
it  on  the  head.  It  was  a  scheme  to  get 
people  inside,  and  in  some  cases  it  suc- 
ceeded. Of  course,  none  but  the  foolish 
expected  that  anyone  would  lend  an  um- 
brella without  a  deposit.  The  deposit 
amounted  to  a.  dollar — the  retail  price 
of   the   umbrella. 

Whittle  &  Roman  charge  this  up  to 
advertising,  and  it  is  very  good  advertis- 
ing. Tf  an  ad  will  bring  a  man  into  the 
store,  especially  a  men's  furnishing 
store,  it  has  paid  for  itself.  In  these 
days,  it  often  requires  well  thought  out 
schemes  to  draw  prospects,  and  the  firms 
who  cannot  afford  to  advertise  five-dol- 
lar hats  for  three  dollars,  must  think 
out  new  methods  to  draw\ 

It  would  appear  that  to  lend  a  man  an 
umbrella  during  a  shower  would  cost  a 
little.  Tt  depends  upon  how  many  have 
the  nerve  to  take  the  umbrella  back.  Ap- 
proximately forty  per  cent,  return  for 
their  dollar,  in  which  case  the  umbrellas 
are  put  into  a  special  case,  as  they  can- 
not be  sold  as  new.  but  can  be  used 
again  for  the  same  purpose.  So  that  if 
sixty  per  cent,  retain  the  umbrellas,  the 
advertising  costs  very  little,  and  brings 
big  results.  One  man  who  borrowed  an 
umbrella  remarked  that  he  was  so  cor- 
pulent, he  could  never  get  a  raincoat  to 
fit.  Couldn't  he?  Though  he  measured 
48.  Roman  fitted  him;  but  he  had  to  run 
over  to  the  stockroom  to  get  the  gar- 
ment. 

Like  Triangle  Upside  Down. 

Whittle  and   Roman   go  to  the   trouble 
of   lending   umbr -lias,   and    it    is   a    safe 


bet  they  never  let  a  sale  go  by,  even 
though  they  scour  the  Dominion  to  make 
it.  A  man  visited  them  recently  with  a 
face  shaped  like  an  inverted  triangle, 
the  base  of  which  required  a  size  8  to 
cover.  He  admitted  that  his  head  was 
large,  and  volunteered  the  information 
that  no  dealer  in  Montreal  to  date  had 
been  able  to  fit  him.  The  measuring  ma- 
chine was  placed  on  his  head,  but  it  re- 
fused to  measure  such  a  cranium.  So  it 
was  measured  by  tape,  and  an  outline 
sent  to  the  manufacturers,  who  prepared 
a  special  block.  He  bought  three  five- 
dollar  hats.  There  was  little  profit  in 
the  deal,  but  he  will  tell  his  friends  that 
he  secured  satisfaction  at  the  house  of 
Whittle  and  Roman. 

They  are  really  hat  specialists,  though 
they  carry  lines  of  gloves,  cans,  coats, 
canes  and  umbrellas.  Early  last  Sum- 
mer they  put  out  their  shingle  on  St. 
James  street,  did  a  good  business  in 
straws,  and  like  everybody  else,  are  not 
particularly  thankful  to  war  conditions. 
Mr.  Poman  says  he  can  stand  it  longer 
than  those  on  St.  Catharine  street.  He 
made  an  investigation  recently  and  found 
that  about  50,000  men  pass  his  store 
every  day.  so  that  it  is  a  strategical 
spot  for  a  hat  store.  Rents  are  100  per 
cent,  cheaper  than  on  St.  Catharine 
street,  which,  as  most  people  know,  is 
the   shopping  district   of  Montreal. 

The  Review  asked  him  if  lie  now 
carried  a  cheaper  grade  of  hat  to  meet 
the  temporarily  lower  buying  power  of 
the  public,  pointing  out  that  clothing 
stores  on  the  same  street  were  showing 
$15  suits,  who  handled  nothing  cheaper 
than    $30   normally. 

He  replied:  "What  would  happen  to 
Ryries  or  Rirks  if  they  began  to  stork 
a  cheaper  line  of  jewelry?  They  would 
lose  their  hie'h-class  trade.  The  same 
with    hats." 

Over  200  Styles. 

Ret  ween  the  months  of  September  and 
November  Whittle  and  Roman  show 
over  200  different  styles.  The  writer 
counted  64  stvles  in  the  showcases.  00 
on  the  floor,  and  others  had  been  dis- 
posed of,  or  are  coming  in.  while  there 
arc  '20  lines  of  caps.  In  the  hat  business 
to-dav.  says  Mr.  Roman,  you've  srot  to 
be  right  up  to  the  mark:  to  be  able  to 
judge  the  face  of  each  man  entering  the 
store,  and  supply  a  model  to  suit. 
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Travellers  for  hat  manufacturers 
showing  styles  for  next  season  usually 
find  them  already  on  sale  in  this  store. 
Every  manufacturer  will  not  sell  his 
hats  ahead  of  season,  but  Whittle  & 
Roman  declare  they  let  them.  They 
travel   after  them. 

Mr.  Roman  tries  to  buy  so  as  not  to- 
have  some  of  these  200  models  left  on 
his  shelves,  and  spends  much  time  con- 
cocting ideas  for  getting  men  into  his 
store,  believing  that  a  man  in  the  store 
is  worth  a  hundred  on  St.  James  street. 
This  umbrella  stunt  is  only  good  when 
it  rains:  he  is  planning  another  for  fine 
days. 

@ 

RECORD   OF    SHOE    SALES. 

"There  are  a  good  many  of  us  smaller 
dealers  in  the  retail  shoe  trade."  says  a 
prominent  shoe  man,  "who  fail  to  pay 
sufficient  attention  to  a  record  of  sales. 
We  receive  the  customer,  fit  him  with 
the  shoe  he  seems  to  like,  wrap  up  the 
package,  give  it  to  him  and  forget  all 
about  it. 

"Should  he  return  to  the  store  some- 
time later  and  ask  for  the  same  shoe  he 
bought  before,  it  is  impossible  for  the 
clerk  to  remember  it :  and  if  the  descrip- 
tion of  the  shoe  is  not  sufficient  accurate 
for  the  clerk  to  identify  it.  there  is  no 
chance  of  getting  him  the  same  style  and 
number. 

"T  know  it  is  impracticable  to  keep  a 
record  of  every  pair  of  shoes  sold,  for 
sometimes  a  customer  does  not  care  to 
give  his  name  and  address  with  a  cash 
sale:  although  a  system  that  calls  for 
this,  where  possible,  gives  a  dealer  a 
mighty  good  mailing  list.  Rut  there  are 
certain  regular  customers  from  whom  it 
is  possible  to  get  the  name  and  address, 
and  where  this  is  secured  a  record  of  the 
kind  of  shoe  purchased  is  a  very  valu- 
able aid  in  serving  the  customer  later. 
Resides  this,  such  a  record  gives  a  line 
on  the  amount  of  business  done  with 
that  customer,  a  feature  thai  is  worth  a 
•.rood  deal  to  the  retail  man  who  wants 
to  develop  his  business.  And  what  is 
equally  important,  it  is  a  mighty  good 
trouble  indicator.  Since  such  a  record" 
will  show  the  complaints  made  by  a  cus- 
tomer and  the  justice  of  them  or  lack  of 
it,  it  is  therefore  a  good  guide  for  future 
relations  with   that   particular  customer. 


MEN'S  WEAR  SECTION  Dry  Goods  Review 

Arranging  Glass   at   Different  Angles   in   a   Store   Front 


rJ~l HE  modem  idea  of  small,  individual  displays  in  showing  men's  furnishings  and  of  shallow  windows  so  as  to] 
*  bring  the  different  articles  of  haberdashery  close  to  the  eye,  thus  permitting  of  an  inspection  in  detail,  finds  ex- 
pression in  a  "different"  store  front  at  the  establishment  of  Max  Beauvais,  Montreal. 

Here  the  difficulty  of  working  out  the  small  display  was  accentuated  from  the  fact  that  the  store  has  an  unusu- 
ally large  front  and  it  was  not  desirable  to  make  more  than  one  entrance.  Also  the  uniformity  was  to  some  extent 
spoiled  from  the  fact  that  there  was  a  doorway  necessary   to  give  access  to  the  upper  floors. 

The  sketch  gives  an  idea  of  the  unique  method  in  which  the  problem  was  solved.  Not  only  were  the  windotuj 
spaces  divided  into  compartments,  as  is  often  done  where  there  is  a  wide  spread  of  glass,  but  additional  individu- 
ality was  given  to  each  display  by  arranging  the  glass  at  different  angles. 

Then  uniformity  was-  preserved  by  cutting  off  the  stairway  on  one  side  and  by  making  a  similar  section  on  the 
opposite  side  into  an  individual  window.  Thus  on  the  one  side  there  are  practically  four  different  windows  made  out 
of  the  one,  and  on  the  other  three  while  the  whole  front  is  uniform. 


GET  BOYS  INTERESTED  IN  CLOTH- 
ING  DEPARTMENT. 

(Continued  from  Page  51.) 

not  hope  to  be  a  good  and  a  cheap  mer- 
chant. Clerks  should  keep  in  touch  with 
the  styles,  and  be  able  to  talk  about  them 
to  the  customers  in  such  a  manner  as  to 
arrest  their  interest. 

Using  Window  Displays. 

Then  in  the  window  display  the  boys' 
department  should  have  its  full  share  of 
consideration.  Not  only  should  there  be 
frequent  showings  when  there  are  new 
styles,  but  there  should  be  a  full  window 
of  them — it  will  not  do  to  crowd  a  couple 
of  garments  into  another  display;  that 
is  giving  the  impression  that  the  boys' 
department  is  only  a  side  line,  as  the 
window  would  indicate. 

Keep  Up  in  Furnishings. 

I  have  recently  been  told  by  the  man- 
ager of  the  boys'  department  in  one 
store  that  he  has  doubled  the  business  of 
his  section  in  furnishings  within  less 
than  a  year.  This  has  been  done  because 
special  attention  has  been  given  to  this 
branch  of  the  trade.  In  these  days,  when 
so  much  attention  is  being  given  to  the 
minor  details  of  the  apparel  of  the  man, 
the  boy  should  not  be  overlooked;  he  is 
just  as  much  entitled  to  special  con- 
sideration with  regard  to  the  little  things 
as  his  father  or  big  brother.  For  in- 
stance, this  manager  has  special  fine 
flannel  pyjamas  made  and  special  shirts, 
different  from  anything  else  to  be  had 
in  the  city.  Then  he  copied  styles  of 
headgear  from  abroad,  and  had  them 
reproduced  on  this  side  of  the  water,  and 
worked  out  new  ideas  in  clothing  to  meet 


the  approval  of  a  certain  class  who  pre- 
fer the  English  influence,  going  so  far  as 
to  import  the  special  stockings  which  go 
with  this  style  of  suit.  These  are  some 
of  the  ways  in  which  a  live  manager  can 
meet  his  customers  and  build  up  his  de- 
partment. 

Give  Plenty  of  Space. 

Another  important  thing  is  to  give  the 
boys'  department  sufficient  space.  The 
customer  is  likely  to  judge  of  the  im- 
portance of  the  section  by  the  space 
which  the  merchant  devotes  to  it.  Then 
there  is  the  question  of  properly  display- 
ing the  goods.  The  time  has  passed  when 
boys'  clothing  of  good  class  can  be  haul- 
ed down  off  a  shelf  from  between  a 
couple  of  piles  of  overalls  and  made  to 
appear  up  to  its  worth. 

Finally,  take  this  advice:  one  of  the 
best  ways  to  develop  the  boys'  depart- 
ment is  to  give  it  the  encouragement  of 
vour  interest. 


WHAT    TORONTO    AND    MONTREAL 
MEN'S  STORES  ARE  SHOWING. 

(Continued  from  Page  53.) 

Using   Middle   Button   Only. 

Both  were  natural  shoulders  with  nar- 
row sleeves  with  the  section  below  the 
elbow  shaped  and  small.  The  skirt  was 
given  fair  length  in  addition  to  the  high 
waist  and  this  emphasized  the  effect  de- 
sired to  achieve.  At  the  same  time  the 
lapels,  although  rolled,  were  short  and 
wide,  and  the  three  buttons  were  com- 
paratively high.  The  waist  is  rather 
tightly  shaped,  and  only  the  middle  of 
the  three  buttons  is  supposed  to  be  used, 
55" 


the  top  being  lost  in  the  roll  and  the 
bottom  being  open  adds  to  the  shirt 
effect.  The  patch  pockets  were  used  on 
both  coat  and  vest  and  the  vent  of  the 
latter  garment  was  much  lower  than 
usual,  a  collar  being  used  on  it. 

The  other  coat  showed  a  greater  de- 
parture from  the  lines  which  have  been 
followed.  Here  the  shoulder  and  waist 
were  similar  but  the  high  waist  effect 
was  more  pronounced  owing  to  the  fact 
that  the  front  came  down  square  and 
the  three  buttons  were  placed  high.  This 
gave  the  impression  of  considerable 
skirt.  The  lapels  were  wide  and  had 
the  look  of  being  rather  flared  out  than 
rounded,  the  points  heinu-  quite  pro- 
nounced. 

Strong  in  Tartans. 

In  materials  Mr.  Hickey  has  passed 
from  blacks  and  whites  to  color  mix- 
tures with  the  tartans  stronsr  and  other 
patterns  with  similar  color  effects. 

In  this  stock  I  found  that  there  had 
been  a  distinct  change  of  opinion  with 
regard  to  the  overcoat  cut  and  that  in 
the  Winter  weights  practically  all 
styles  weTe  in  the  double  breasted  pat- 
tern with  form  fitting  waists  and  pro- 
nounced skirts.  The  length  is  a  little 
above  the  knee,  and  very  broad  lapels, 
almost  triangular  in  shape,  are  used 
with  a  general  return  to  the  velvet  col- 
lar. Materials  are  usually  chinchilla  or 
similar  light  thick  material  with  blue  a 
strong  favorite  in  color.  One  model  of 
the  balmacaan  persuasion  is  carried  but 
it  is  not  strong  in  the  heavy  materials. 
Evidently  London  is  being  followed  in 
relegating  the  loose  model  coat  to  coun- 
try wear. 


Beautiful    new   addition    In   2    Mars,    devoted    entirely    to    ready-made   clothinf 


Ottawa  Store  After  Farmers  as  Best  Prospects  Now 

Two  Macs  Are  Increasing  Advertising  and  Are  Using  Semi- 
Weeklies  Now — 100-Foot  Addition  to  Store  That  Now  Fronts  on 
Three  of  Capital's  Busiest  Streets. 

Written  after  interview  with    Mr.    Stewart    McClenaghan. 


IN  these  days  when  bears  openly  de- 
clare themselves  hears,  and  many 
merchants  are  curtailing'  their  adver- 
tising, it  is  encouraging-  to  find  a  firm 
like  "2  Mars,"  of  Ottawa,  increasing 
their  advertising,  and  at  the  same  time 
opening  a  new  wing  to  their  already  large 
establishment.  In  conversation  with  a 
representative  of  The  Review,  Mr. 
Stewart  McClenaghan,  the  proprietor 
of  2  Macs,  made  the  following  statement 
regarding  his  advertising  policy  since  (ho 
war    began: 

"You  must  have  a  reason  for  pub- 
lishing an  ad,  and  yon  must  work"  upon 
it  for  all  you  are  worth  to  a  definite 
conclusion.  You  must  convince  the  pub- 
lic that  you  arc  not  merely  playing  with 
words,  hut  that  you  mean  what  you 
say. 

"When     war    broke    out.    we    made    up 

our  minds  to  buy  close,  as  we  figured 
that  our  customers  would  buy  plose.  We 
do  not  think  that  there  will  he  much 
trade  done  with  the  higher  class  (dot  lies; 
therefore  we  meet  our  customers,  ami 
clothe  them  at   economical    war  prices. 

"We  have  made  up  our  minds  that 
we  must  spend  more  money  on  advertis- 
ing, and  have  alreadv  besun  i*.    The  rea- 


son we  advertise  is  to  force  business,  and 
it  will  require  more  forcing  in  these  times 
of  stress.  Here  is  where  a  mistake  is 
often  made  in  advertising:  the  slow  man, 
in  times  of  prosperity,  sees  no  need  for 
advertising,  as  he  claims  he  is  doing 
fairly  well  without  it;  when  times  are 
hard,  he  cannot  afford  it.  so  that  he 
never  advertises.  The  live  man.  on  the 
other  hand,  reaches  out  for  extra  business 
when  times  are  good,  and  when  times 
are  hard  he  advertises  in  order  to  uet 
as  much  as  possible  of  what  is  going. 
We  have  built  our  business  up  on  adver- 
tising. 

Farmers  Have  Full  Pockets. 
"From  now  on,  we  are  going  to  pay 
more  attention  to  the  semi-weeklies. 
which  go  into  (lie  country  districts  more 
than  the  city  newspapers.  We  believe 
that  the  farmer  is  the  onh  man  with  full 
pockets,  and  we  feel  that  if  we  can 
reach  them,  and  convince  them  that  we 
are  economists  we  will  get  them. 
Throughout  the  Kail,  until  Christmas,  we 
are  going  to  give  the  semi-weeklies  a 
trial.  Apart  from  that,  we  advertise  in 
the  daily  papers,  and  always  on  the 
sporting  mures.  Our  ad  lias  been  there 
for  twenty-five  years." 
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The  business  of  the  2  Maes  has  not 
been  built  only  on  advertising.  Behind 
this  were  honesty  of  purpose  and  men 
thoroughly  trained  in  their  business. 
Stewart  McClenaghan  has  been  in  the 
business  ever  since  he  was  a  boy.  He 
started  in  a  small  place  on  Wellington 
street,  first  in  the  made-to-order  tailor- 
ing business.  It  was  then  about  the 
smallest  business  in  Ottawa.  In  190:2.  a 
move  was  made  to  the  present  location 
al  the  corner  of  Bank  and  Sparks  streets. 
Today,  the  store  extends  100  feet 
on  Bank  street.  66  ft.  on  Sparks  street, 
at'd  :;:;  ft.  on  Queen  street,  with  two  en- 
trances on  Bank  street,  and  one  each  on 
Queen   ami    Sparks   streets. 

To  the  made-to-order  tailoring  busi- 
ness was  added  ready-to-wear  clothing, 
followed  by  gents'  furnishings  and  boys' 
clothing.  Then  came  hoots  and  shoes. 
and  sporting  goods,  as  well  as  trunks 
and  valises.  Recently  a  200-ft.  arcade 
was  made,  which  opened  the  store  right 
through  from  Bank  to  Queen  street,  so 
that  it  has  the  shape  of  a  large  L.  The 
building  up  of  this  store,  one  department 
after  another,  was  carried  on  by  baying 
one  store  after  another,  and  these  had  to 
be   run.   for  a   time— owing  to  the  con- 
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Plan  of  tlw  2  Macs'  reconstructed 
store,  the  addition  being  100  feet  long,  giv- 
ing a  frontage  on  Queen  Street  and  a  200- 
foot  depth  to  the  store.  The  original  store 
was  a  custom  tailoring  on  the  corner  of 
Sparks  and  Hank  Streets,  and  four  others 
on  Bank  Street  were  added  one  by  one. 
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struction   of   the   buildings— as   separate 
stores,    and    mostly    unconnected. 

The  latest  extension  became  neces- 
sary owing  to  the  rapid  advance  being 
made  in  the  ready-to-wear  department. 
The  claim  is  made  that  The  2  Macs  car- 
ry the  largest  stock  of  ready-to-wear  m 
the  city  of  Ottawa.  Their  slogan  has 
been:  '"Clothiers  to  Father  and  the 
Boys."  It  was  felt  by  the  management 
that  the  business  they  were  doing  war- 
ranted them  making  this  addition  as  up- 
to-date  as  the  largest  stores  of  Chicago, 
N,w  York  and  Montreal. 

Capacity  for  3,000  Suits. 

Accordingly  a  splendid  entrance  was 
made  on  Queen  street,  with  a  tile  floor 
coming  in.  The  department  was  built 
100  ft.  long,  almost  doubling  the  size 
of  the  store.  Fixtures  consisted  of  large 
silent  salesmen  cabinets  on  the  floor, 
with  dark  oak  wall  fixtures.  The  wall 
fixtures  contain  the  latest  type  of  revolv- 
ing racks,  and  have  capacity  for  3,000 
suits.  Tops  of  the  cases  are  used  for  dis- 
playing suits  on  mahogany  stands,  and 
valises,  aided  by  artificial  leaves  and 
ferns.  The  west  wall  has  open  shelving, 
and  carries  large   stocks  of  pants. 

The  basement  is  devoted  to  trunks. 
valises,  etc.,  and  sporting  goods,  but  the 
rear  is  partitioned  off  for  an  alteration 
department.  One  of  the  secrets  of  the 
success  of  this  concern  lias  been  in  hav- 
ing alterations  made  right  at  once— 
which  is  not  the  case  in  all  stores. 

Proprietor  in  Civic  Life. 
Mr.  Stewart  McClenaghan,  proprietor 
of  the  store,  is  president  of  the  Liberal- 
Conservative  Club.  He  has  been  a  mem- 
ber of  the  Board  of  Control,  is  a  mem- 
ber of  the  Library  Board  and  Collegiate 
Board,  and  is  active  in  all  things  per- 
taining to  civic  and  social  life  in  the 
Capital. 

(Continued    on    Page   60.) 


Four  Buttons  or  One  on  Sack 

Short,  Wide  Lapel  Contrasts  With  the  Long- 
Soft  Roll — Waist  Line  is  Being  Raised — Double 
Breasted  Styles  Coming  Stronger  —  Patch 
Pockets  on  Coats  and  Vests. 


TN  selling  clothing  this  Fall  and  Winter 
one  of  the  questions  which  is  likely  to 
have  to  be  decided  will  be  whether  there 
shall  be  one  or  four  buttons  on  the  sack 
coat. 

In  one  of  the  leading  retail  stores  of 
Canada  where  a  specialty  is  made  in 
keeping  up  with  the  style  market — or  if 
possible  to  be  a  pace  ahead  of  it — we  find 
that  there  is  unusual  latitude  allowed 
for  the  individual  tastes  of  the  man  who 
would  be  well  dressed.  There  is  a  big 
difference  between  the  two  effects  which 
were  shown — extremes  in  cut,  one  with 
foui'  buttons  and  short  roll  lapel,  and 
the  other  with  one  button  and  long  roll 
lapel  which,  while  being  fairly  wide,  has 
a  much  narrower  appearance  in  pro- 
portion. 

There  was  in  these  two  coats  a  big 
difference,  too,  in  the  waist  line.  With 
the  four  buttons  it  was  raised  up  pretty 
well  to  the  shoulder  blades  and  the 
shoulders  were  made  very  prominent; 
with  the  one  button  the  waist  line  was 
down  on  the  hips  and  being  well  drawn 
in  made  the  waist  very  loose  while  the 
roll  front  accentuated  this  appearance  of 
looseness. 

NEW    YORK    AS    FUR    CENTRE. 

The  interruption  in  the  fur  trade  with 
England  and  the  Continent  as  a  result  of 
the  war  has  started  a  movement  in  New 
York  for  the  opening  of  a  raw  fur  mar- 
ket, with  auction  sales  centred  there, 
and  plans  are  under  way  for  the  forma- 
tion of  a  million-dollar  company  to 
carry  this  out.  Efforts  will  be  made  to 
secuTe  the  co-operation  of  prominent 
furriers  in  Canada  as  well  as  the  Fnited 
States. 


The  four-button  coat  has  the  recom- 
mendation of  being  the  new  thing  and 
will  fee  the  stronger  seller,  and  it  has  the 
wide  short  lapel,  which  is  almost  triangle 
in  shape  to  which  reference  has  previous- 
ly been  made  in  this  publication. 

There  is  evidently  a  growing  popu- 
larity for  the  double-breasted  coat  which 
lias  been  passe  for  so  long.  With  this 
model  the  long  lapel  is  the  more  effective 
and  six  or  four  buttons  may  be  used. 

It  is  evident  that  there  is  going  to  be 
a  general  demand  for  the  patch  pocket 
on  nearly  all  garments  for  men.  It  is 
being  extensively  used  on  the  sack  suits 
for  Fall  and  has  also  made  its  appear- 
ance on  the  vests.  Collars  are  being  used 
extensively  on  the  vests  and  the  shape  of 
them  depends  almost  entirely  upon  the 
cut  of  the  coat  and  the  lapels.  With  the 
new  wide  lapel  the  vest  collar  is  very 
broad. 

Generally  speaking.  there  is  little 
change  in  the  cut  of  the  suits,  which  are 
still  highly  tailored  after  the  English 
fashion,  although  there  is  a  tendency  to 
raise  the  waist  line  as  is  the  case  with 
the  higher  class  of  imported  suits. 


KNIT  GOODS  FOR  ALLIES. 
A  corps  of  trained  buyers  are  said  to 
be  in  the  Fnited  States  from  France 
working  under  the  consul-general  to  se- 
cure supplies  for  the  French  army. 
Credit  has  been  established  with  J.  P. 
Morgan  &  Co.,  and  cash  can  thus  be  paid 
for  what  they  buy.  Russia  and  Germany 
are  among  the  new  comers,  both  buying 
many  other  supplies  than  textiles. 


Another  Upstairs  Clothing  Store  with  $15  Prices 

Claude  Pascoe  and  "Riley"  Hern  Join  Forces  in  Toronto  on  a 
"Take  the  Elevator  and  Save  $10"  Proposition — Handsome  and 
Convenient  Fittings — Big  Electric  Signs  on  Busy  Street — Made 
to  Order  if  Requested. 


iit  ¥  AVK  E  the  elevator  and  save 
$10''  is  becoming  quite  a  slogan 
in  the  clothing  business  in  Can- 
ada. In  a  recent  issue  of  The  Review 
an  a  count  was  given  with  illustrations 
of  the  Robinson  store  in  Montreal,  the 
first  example  of  a  clothing  store,  that 
is,  for  ready-made  clothing,  being  estab- 
lished on  an  upstairs  floor.  The  success 
of  this  store  led  to  the  opening  of  one 
or  two  more  in  Montreal,  and  now  Tor- 
onto lias  become  the  scene  of  an  up- 
stairs clothing  store.  Perhaps  it  was 
through  watching  the  trade  of  the  Robin- 
son store  that  Mr.  Riley  Hern,  an  old 
acquaintance  of  The  Review  readers,  de- 
cided that  it  would  be  a  good  idea  to 
start  one  in  Toronto.  Or  perhaps  he 
knew  of  the  success  of  similar  stores  in 
the  United  States.  Whatever  the  reason, 
he  took  unto  himself  a  partner  in  the 
person  of  Mr.  Claude  Pascoe,  or  Mr. 
Pascoe  took  Mr.  Hern  as  a  partner,  and 
the  two  opened  up  on  November  7th 
last,  Saturday,  in  a  prominent  office 
building  in  Toronto,  just  below  the  Robt. 
Simpson  Co. 's  store,  and  a  couple  of 
blocks  above  King  Street.  They  took 
the  corner  of  the  first  floor  with  a 
frontage  on  Yonge  street,  besides  facing 
Richmond  street,  and  started  the  "ele- 
vator and  $10"  slogan  at  work.  Judg- 
ing by  the  business  of  the  first  two  days 
the  experiment   will   work  out  well. 

All  at  $15. 

The  principal  underlying  the  opera- 
tion of  this  new  store  of  Pascoe  &  Hern, 
styled  "Men's  Upstairs  Clothing  Shop," 
is  that  they  are  enabled  by  the  much 
smaller  rent  which  they  pay  to  offer 
good  values  in  ready-made  clothing,  low- 
er prices  than  can  be  given  by  the  con- 
cerns on  the  ground  floor.  They  have 
adopted  the  price  of  $15  to  cover  all 
suits  and  overcoats  in  their  store.  There 
is  no  suit  above  this  figure  or  under  it, 
or  overcoats,  except  at  that  price.  One 
window  fronting  on  the  street  has  the 
lettering  "Clothes  for  Men,"  another 
"$25  for  $15,"  and  another  "Overcoats 
;il  $15."  The  partners  would  not  for  a 
moment  claim  that  a  men's  furnishing 
store  could  be  run  successfully  on  the 
second  floor,  as  the  majority  of  ties  are 
bought  by  men  dropping  in  on  account 
of  something  they  see  in  the  window, 
and  they  do  not  think  either  that  a  man 
would  come  upstairs  to  buy  a  collar. 
Will  Go  Upstairs  for  Clothes. 

But  their  claim   is  that  when  a  man 
wants  a  suit  of  clothes,  he  has  the  idea 


lixed  in  his  mind,  and  if  he  feels  that 
he  will  get  a  lower  price  and  good  qual- 
ity by  going  up  one  flight  of  stairs,  he 
is  quite  willing  to  do  so.  In  fact,  in 
order  that  their  theories  may  work  out 
successfully  in  a  trade  where  there  is 
very  strong  competition  like  the  cloth- 
ing business,  it  would  be  necessary  for 
the  man  to  prefer  going  up  the  one 
flight  of  stairs  to  save  his  $5,  or  what- 
ever they  claim  it  is,  rather  than  be  im- 
partial on  the  subject.  This  idea,  of 
course,  will  be  played  up  for  all  it  is 
worth,  in  all  kinds  of  publicity  that 
this  young  firm  will  use.  For  instance, 
they  will  have  an  electric  sign  on  both 
sides  outside  the  windows  of  the  store, 
and  on  this  will  be  the  slogan  with  re- 
gard to  the  elevator  and  the  $10,  as 
well  as  the  name  of  the  firm.  It  occu- 
pies a  prominent  position  in  the  open- 
ing ad  of  the  firm. 

The  firm  have  also  an  advantage  in 
the  fact  that  both  partners  have  a  large 
circle  of  acquaintances,  Mr.  Pascoe 
through  his  connection  with  the  firm 
of  Hickey  Pascoe,  and  Mr.  Hern 
through  his  prowess  in  the  sporting 
world. 

Two  Sides  Lined  With  Cabinets. 

The  store  itself  looks  more  like  a 
large  office  than  a  regulation  store,  but, 
under  the  circumstances,  this  is  in  no 
sense  against  it,  but  rather  gives  a  spiee 
of  novelty  to  it.  It  is  directly  opposite 
the  elevator  opening.  Two  sides  of  the 
store  are  fitted  up  wit.i  glass  will  cab- 
inets containing  racks  for  holding  over- 
coats, while  suits  are  contained  in  cab- 
inets with  glass  tops  in  the  centre  of  the 
store.  The  fittings  are  of  handsome 
fumed  oak,  and  the  floor  of  a  mosaic 
type.  Several  tables,  also  of  fumed 
oak,  are  set  out  conveniently  to  the  cab- 
inets for  holding  goods  that  are  being 
shown  to  customers.  At  one  corner  of 
the  room,  between  the  two  lines  of  wall 
cabinets,  is  a  trying-on  room,  with  a 
mirror  on  the  outside,  which  adds  great- 
ly to  the  appearance  of  the  rjom 

Mr.  Pascoe  in  conversation  with  The 
Review,  stated  that  the  main  argument 
For  drawing  trade  upstairs  that  the  linn 
would  use  would  be  in  the  saving  in  rent. 
which  allowed  them  to  make  a  consider- 
able reduction  in  the  price  of  their 
suits  ami  overcoats.  The  experiment 
had  been  successful  in  a  number  of  other 
cases,  and  he  was  satisfied  that  it  would 
work  out  well  in  Toronto.  The  firm  had 
already  contracted  with  a  number  of 
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manufacturers  to  supply  them  with  a 
good  quality  of  suits  and  overcoats. 
The  store  would  carry  only  one  price  of 
goods,  $15.  This  would  include  every- 
thing, and  also  any  alterations  that 
were  necessary.  These  would  be  done  in 
the  same  building.  Mr.  Pascoe  believes 
that  the  time  is  particularly  opportune 
for  a  selling  price  of  $15,  which  he  and 
his  partner  had  decided  upon. 

The  firm  also  are  showing  on  their 
table  in  the  centre  of  the  store,  a  num- 
ber of  samples  of  cloths,  which  they  will 
have  made  up  for  those  customers  who 
either  feel  that  they  cannot  be  suited 
with  ready-to-wear  clothing,  or  possib- 
ly do  not  accept  present  day  styles.  The 
price  of  these  is  not  limited  to  $15.  but 
will  depend  entirely  on  the  cost  of  the 
cloth  itself. 

5,000   Circulars  and  Papers. 

The  sending  out  of  5,000  advertise- 
ments, and  advertising  in  two  of  the 
city  newspapers,  one  morning  and  one 
evening,  which  are  cosidered  popular 
amongst  the  young  men  and  the  sport- 
ing element  irenerally.  constituted  the 
introduction  of  the  firm  to  the  public. 
The  advertising  that  was  started  will  be 
continued  twice  a  week,  and  in  addition 
from  time  to  time  there  will  be  sent  out 
four  or  five  thousand  circulars  announc- 
ing any  new  lines  that  the  firm  carry,  or 
seasonable   goods   from    time   to    time. 

A  Talk  on  Overcoats. 

The  overcoats  in  the  cabinet  are  ar- 
ranged in  the  order  of  the  young  men's 
first,  that  is  the  shorter  ones,  and  are 
followed  up  by  the  ones  more  suited  to 
older  men.  Mr.  Pascoe  in  discussing  the 
demand  that  has  shown  itself  so  far.  and 
judging  from  his  experience  in  the 
other  store  with  which  he  had  been  con- 
nected, stated  that  the  public  were  ask- 
ing for  the  closer  fitting  coats  with  the 
wide  lapels.  He  was  not  at  all  in  favor 
of  the  half  belt,  and  in  some  of  the 
coats  that  had  come  to  him  from  the 
makers  he  had  had  the  belt  removed. 
There  wa>  a  fairly  good  sale  of  the  Bal- 
macaan  for  Winter  wear  in  the  heavier 
weights,  hut  lie  felt  that  it  was  not  the 
warm  coat  that  the  ulster  was.  and  so 
was  careful  not  to  recommend  it  to  any 
of  his  customers  lest  there  should  be 
dissatisfaction;  and  he  should  lose  their 
trade  no\i  year.  At  the  same  time  re- 
ports from  several  of  the  cities  in  the 
States,    even    border    towns,    stated    that 
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Interior  view  of  Pascoe  &  Hern's,  showing  suits  in  centre    cabinets   of  fumed   oak,   and   overcoats   along   two   walls. 


ANOTHER  UPSTAIRS'  STORE. 

Continued  from  page  58. 

nothing  else  was  being  shown  but  Bal- 
raaeaans.  This  coat  he  considered  was 
the  dressiest  that  had  been  shown  in 
a  number  of  years.  As  for  materials, 
while  the  Chinchilla  was  selling  to  a 
certain  extent,  the  lack  of  wearing  qual- 
ity even  in  the  best  ones,  was  bringing 
in  a  harder  warp. 

Below  appears  a  reproduction  of  the 
circular,  which  was  sent  out  to  5,000 
possible  customers  for  the  opening  trade. 
This  still  features  the  pergonal  idea  of 
Pascoe  &  Hearn  that  Mr.  Hern  found 
so  profitable  in  his  Montreal  store. 

"PASCOE  AND  HERN  SPEAKING." 

"Pascoe  and  Hern  speaking- " 

We  have  spent  years  learning  what 
we  are  now  preaching. 

"Why  should  you  pay  ground  floor 
rents  when  you  buy  clothes?" 

It  is  hardly  a  new  idea  to  save  rental 
so  as  to  give  better  value  to  the  cus- 
tomer, but  it  is  a  new  idea  to  have  an 
upstairs  exclusive  men's  clothes  shop, 
where  at  least  $10  a  trip  is  saved  for  the 
customer. 

Our  standing  contracts  with  the  lead- 
ing Canadian  clothes  manufacturers  put 
us  in  a  position  to  give  our  customers  $25 
and  $30  suits  and  overcoats  at  the  low 
price  of  $15. 

Our  saving  on  ground  floor  rents  and 
other  overhead  expenses  enables  us  to 
create  a  men's  upstairs  $15  clothes  shop 
where,  by  making-  a  trip  to  the  first  floor, 
we  can  give  you  clothes  of  the  highest 
quality  and  latest  style,  with  a  saving  of 
$10  at  least  on  your  suit  or  overcoat. 


Our  formal  opening  is  on  Saturday, 
November  7th,  1914.  We  invite  your  in- 
spection. 

Sincerely  vours, 

CLAUDE  PASCOE. 
"RILEY"  HERN. 
Every  garment  sold  is  absolutely  guar- 
anteed. 


WHAT   MONTREAL   AND   TORONTO 
MEN'S  STORES  ARE  SHOWING. 

Continued  from  page  53. 

a  very  good  paying  end,  but  its  heyday 
is  at  Christmas.  It  is  a  time  when  it  will 
sell  by  itself  if  given  a  chance  in  the 
window  or  display  cases.  The  jewelry 
manufacturers  will  have  something  new 
in  the  way  of  specialties  for  Christmas 
boxes,  and  I  believe  gent's  furnishing 
stores  will  got  more  than  their  share  of 
the  business  this  year,  as  people  are  not 
flush  with  money,  and  will  avoid  the 
jewelry  stores  where  they  can.  Mer- 
chants, alter  selling  a  bill  of  goods, 
should  not  fail  to  draw  attention  to  their 
stickpins  and  cuff  links  at  any  time  of 

the  year. 

*     *     • 

SWEATERS,  I  NOTICE,  are  being 
given  considerable  display,  and,  judging 
bv  the  number  that  have  been  sold  while 


POLISH  YOUR  OWN  SHOES. 
At  the  entrance  to  the  shoe  depart- 
ment in  the  store  of  the  "2  Macs,"  Ot- 
tawa, there  is  a  table  carrying  a  display 
of  findings,  underneath  which  is  a  large 
card,  with  the  following:  "ECONO- 
MIZE! POLISH  YOUR  OWN  SHOES." 
At  a  time  like  this,  a  message  such  as 
this  is  likely  to  produce  good  results. 
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the  weather  is  already  mild,  there  should 
be  a  good  season  coming.  Apparently 
there  is  little  new  in  knitted  goods. 
Black  shot,  white,  blue  and  red  hosiery 
seems  to  be  selling  as  well  as  anything 
in  this  branch  of  the  trade. 

Chamois  suede  gloves  are  featured.  In 
these  hard  times  they  are  very  attrac- 
tive. 


$15,000,000    IN    WAR    SUPPLIES. 

It  is  estimated  that  <  bvernment  war 
contracts  awarded  at  Ottawa  so  far  to- 
tal $15,000,000.  This  includes  200,000 
uniforms.  The  cloth  for  this  has  been 
bought  by  the  Government  and  sold  to 
the  manufacturers  at  so  much  per  yard, 
$1.35  to  $1.00  according  to  weight.  The 
cost  of  the  completed  garments  aver- 
ages $9.50  for  a  great  coat,  $4  for 
trousers;  $7  to  $8  for  jackets.  $13  for 
cavalry  cloaks,  and  $7  for  riding 
breeches.  The  material  is  bought  from 
seven  Canadian  mills. 

About  200,000  pairs  of  boots  have  been 
bought  at  an  average  of  $4  a  pair;  150,- 
000  canvas  shoes  at  $2;  100,000  suits  of 
underwear  at  $10.50  a  dozen;  150,000 
blankets  at  $2.15  each,  and  150,000  for- 
age caps  at  $1.26.  The  average  price  for 
for  flannel  shirts  has  been  $1.35,  with 
200,000  ordered;  and  150,000  Eatigue  uni- 
forms for  rough  work,  cost  $2.35  each. 
There  have  been  200.000  sweaters  order- 
ed at  from  $1.75  to  $2  each. 


The  Mayer  Littner  Fur  Manufactur- 
ing Co.  has  opened  up  in  St.  Thomas, 
Ont.  Aside  from  manufacturing  fur  gar- 
ments, the  firm  will  deal  extensively  in 
raw  furs. 


Recording  Measures  to  Sell  Union  Suits 

New  Style  Underwear  Must  Fit  Properly  and  Correct  Size  Can 
Only  be  Decided  With  Tape  —  Measurements  on  Card  System, 
Together  With  Size  of  Hat,  Gloves,  Etc.,  Will  Aid  in  Making- 
Sales  Through  Women  Shoppers. 


WHEN  a  man  is  in  the  way  of  be- 
eoming  converted  to  the  union 
suit  underwear  idea  and  finds 
thai  one  maker  turns  out  a  34  which  is 
rather  large  for  him  and  another  manu- 
facturer has  on  the  market  a  36  which 
is  too  small  for  him,  there  are  diffi- 
culties in  getting  him  away  from  the 
old  "telescope"  garment  where  there 
are  several  inches  more  or  less  of  slack 
which  can  be  taken  up  in  lenglh  or 
girth.  And  yet  this  is  the  actual  experi- 
ence of  more  than  one  man. 

One  of  the  difficulties  with  the  union 
suit  is  in  getting  a  fit- — and  it  is  a  gar- 
ment which  "must"  fit.  Different  mak- 
ers will  work  to  different  standards. 
Under  the  old  method  this  did  not  make 
very  much  difference,  but  with  the  new 
suit  there  is  no  latitude — it  must  be 
neither  too  loose  nor  too  tight. 

Great  improvements  have  been  made 
in  this  direction  by  the  manufacturers 
since  it  has  been  shown  that  the  new 
garment  has  taken  strongly  with  the  pub- 
lic. Every  season  sees  more  converts  to 
the  new  idea  until  at  the  present  the 
wearer  of  the  old  two-piece  suit  can  be 
ranked  with  the  man  who  still  wears  a 
nightgown,  even  on  a  Pullman  sleeper. 
To  keep  up  with  the  movement  has 
necessitated  the  introduction  of  better 
standards  of  measurement  and  a  bigger 
range  of  shaped  garments  to  suit  dif- 
ferent   figures. 

The  result  is  that  the  man  who  tries 
to  buy  a  union  suit  by  size  alone  is 
likely  to  find  trouble.  A  good  salesman 
will  not  attempt  to  fit  in  this  manner. 
Tf  the  purchaser  is  inclined  to  be  stout 
he  will  probably  find  that  he  may  get 
a  slim  build  in  the  size  he  usually  wears 
which  will  be  smaller  than  another  suit 
a  couple  of  sizes  larger  in  another  shape. 
To  srive  a  proper  fit  requires  the  use 
of  the  tape  measure. 

Recording   Measurements. 

When  ■!  mar  is  "taped"  he  is  not 
likely  to  make  any  note  of  the  measure 

minis.     When    he    comes   to    buy    another 

suit  he  will  probably  think  if  somewhat 
of  a  nuisance  I"  have  to  submit   to  the 

inr;  linn--  again.  This  lie  will  he  in- 
clined to  charga  up  to  the  union  suit 
system.  The  recommendation  in  this 
connection  is  thai  it  is  good  business  to 
ma!  '  a  note  of  t  he  measuremi  nl  of  I  be 
customer  and  to  have  them  on  a  card 
bj  stem  handy  to  refer  to  when  hi  conies 
in    again. 


This  is  a  particularly  good  idea  where 
a  store  has  customers  who  are  busy  men 
and  who  might  appreciate  it  as  a  great 
convenience  if  they  could  merely  call 
up  on  the  phone  and  make  a  purchase 
from  the  size  records  on  file.  In  this 
connection  it  might  be  advisable  to  go 
a  step  further  and  place  on  the  card 
also  the  size  of  the  shirt,  gloves,  and 
other  furnishings  which  might  be  dupli- 
cated in  the  same  manner. 

Aiding  Women  Shoppers. 

Merchants  who  sell  men's  clothing — ■ 
particularly  in  the  larger  cities  where 
men  find  much  of  their  own  time  oc- 
cupied in  making  their  journey  to  and 
from  their  employment — are  recognizing 
that  more  and  more  the  buying  is  being 
done  by  the  women  of  the  house.  Store 
systems  and  stocks  are  being  arranged 
to  this  end.  Here  a  system  which  would 
keep  track  of  the  underwear  sizes  would 
greatly  facilitate  purchases  being  made 
by  proxy;  this  would  also  apply  to  other 
sizes  and  measurements  which  might 
be  kept  on  record. 

Securing  the  Records. 

There  are  a  number  of  comparatively 

simple  methods  by  which  these  records 
can  be  compiled.  They  may  be  secured 
from  men  who  call  in  the  store.  When 
a  purchase  is  made  the  size  of  meas- 
urement can  be  taken  down  and  at  tin- 
same  time  there  is  an  opportunity  for 
some  good  advertising  by  explaining 
the  idea  and  securing  other  figures  to 
put  on  the  card.  Thus  there  is  a  valu- 
able lever  towards  securing  further  ord- 
ers, for  the  customer  will  remember  that 
his  measurements  are  on  record  and  that 
he  can  secure  prompt  and  satisfactorj 
service.  Another  method  is  to  send  out 
a  blank  card  with  a  circular  asking  thai 
the  measurements  be  Billed  in  for  the 
store  records.  A  third  method  is  to  take 
a  note  of  these  particulars  at  the  wrap- 
ping desk,  and  this  could  he  followed  by 
-ending   out    a    circular   explaining   the 

use    being   made   of    the    measurements. 


2  Macs  Methods 


REMOVED  BY  DEATH. 

The    death    is    announced    of    Charles 
Shields,  general  merchant  of  Tamworth, 

Out.;   ('has.   T.    Wales,  of  C.  T.  Wales  & 

Son,  general  merchants,  St.  Andrews  E., 
Quebec. 

00 


i  See  also  Page  57.) 

THEY  call  it  "The  Busy  Store  on 
the  Busy  Corner." 
Or,  "Head  to  foot  outfitters  for 
men  and  boys." 

They  are  strong  with  the  sporting  com- 
munity. They  have  a  flagstaff  and  run 
up  a  ball  when  a  league  game  is  on. 

There  "Just  look  at  2  Macs  and  see 
if  there's  a  ball  game  to-day." 

They  issue  a  baseball  series  schedule 
free. 

They  have  one  of  the  largest  tailoring 
establishments  of  any  men's  wear  store 
in  Canada.  They  specialize  in  military 
outfits,  hoy  scouts  and  cadets,  clergy- 
men's suits  policemen's  and  chauffeurs'. 

Their  motto — or  one  of  them — "No  fit, 
no  pay." 

"Tf  you  are  not  satisfied  we  refund 
your  money:  we  never  argue." 

On  the  17th  March  they  usually  hold 
an  Anniversary  Sale. 

Each  man  in  charge  of  a  department, 
hats,  furnishings,  ready-made,  etc.,  is  an 
expert  in  his  line. 

"Can  we  fit  you  for  a  suit?"  the  hat 
man  asks,  and  if  the  answer  is  at  all 
affirmative,  he  takes  his  hat  customer 
and  introduces  him  to  the  head  of  the 
tailorinc  repartment  or  the  ready-to- 
wear. 

The  new  store  on  Queen  Street  is  only 
a  few  feet  away  from  a  car  junction. 

In  the  shoe  section  they  built  up  a  re- 
putation on  $4  shoes,  so  that  on  a  Satur- 
day frequently  customers  have  to  wait  to 
get  a  seat.  They  have  also  a  $5  line  that 
is  excellenl  value,  for  the  former  $4  line 
was  the  leader  before  prices  rose  so  high. 

©■ 

BUSINESS   FORESIGHT. 

A  firm  of  no!  ion  dealers  on  the  East 
Side  had  gone  oul  of  business  via  the 
bankruptcy  court,  and  the  attorney  for 
the  principal  creditors  was  going  through 
the  accounts  of  the  concern. 

In  the  hack  of  the  safe  he  came  i  n  a 
partnership  agreement,  drawn  up  by  the 
two  bankrupts  when  they  engaged  in 
commej i  e   and   jointly  by    them. 

The  second  clause  read  as  follows: 

■•In  the  e\  ent  o\'  the  failure  the  pro- 
tils  are  to  be  divided  equally." 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


Are  you  selling 

Clothing 
in  your  store? 


Perhaps  you  do  not  know  about  the  big  money  that  is  made  in  the  clothing  business  when  it  is  conducted  by  the 


SYSTEM 

There  is  absolutely  no  chance  of  loss  as  your  only  stock  consists  of  samples  and  a  few  lines  of  regular  sizes  which 
are  always  sold  early  in  the  season. 

Your  business  will  be  that  of  a  high-class  merchant  tailor.    You  will  take  the  measure  and  we  will  make  the  clothes, 
which  always  fit  and  satisfy. 

The  profit  is  a  certain  one  for  you  without  one  cent  of  risk.     We  want  an  exclusive  agent  for  Campbell's  Clothing 
in  each  town.    If  we  are  not  represented  where  you  are  located  write — 

The  Campbell  Manufacturing  Co.,  Limited 

MONTREAL 


Lion  Brand  Boys'  Clothes 

Double   IV ear Snappy  Styles 


Anything  that  is  a  saving  for  the  head  of  the  family  now-a-days  imme 
diately  attracts  his  attention.       When  he  can  get  suits  for  those  active 
young  sons  of  his  that  will  give  double  the  wear  of  ordinary  clothes,  he 
will  not  hesitate  to  take  advantage  of  such  an  opportunity.     Lion  Brand 
Boys'  Clothes  is  just  such  a  line  as  this.     Reinforced  with  double  knees, 

elbows  and  seat  they  outwear  the  ordinary  suit  by  many  months. 

And  they're  made  in  attractive  styles  that  will  appeal  to  the        T1!  |~    1_0  |\/I£        p 

Order  a  few  samples  to-day  or  write  for  catalogue.  CLINTON,  ONT. 


.Factories     at  : — Clinton,    Goderich,    Exeter,    Zurich 


WRITE  SHOWCARDS 


No  store,  large  or  small,  to-day  is  fully  equipped  to 
do  an  aggressive  business  without  a 

SHOWCARD  WRITER 

If  you  would  be  one  of  the  indispensables,  write  and 
ask  about  the  famous  Edwards  Short-Cut  System 
of  Cardwriting  as  taught  by 

THE  SHAW  CORRESPONDENCE  SCHOOL 

Yonge  and  Gerrard  Sts.,  TORONTO.      Mention  this  paper 
Write  for  Handsome  Two-Color  Prospectus.     Write  to-day 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store     Fixtures. 

WRITE    FOR  CATALOGUE 

H.  L  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 
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Cigars,  a  Soda  Fountain,  and  Men's  Furnishings 

Interesting  Experiment  Being  Tried  Out  With  a  Triple  Com- 
bination —  Displays  of  Colored  Shirts  and  Colored  Collars  — 
Selling  Tubular  Ties  by  the  Looks  —  Coming  Out  from  Behind 
Counter  to  Wait  on  Customers. 


HAVING  cigars  for  sale  in  a  men's 
wear  store  is  not  unusual,  but 
starting-  a  cigar  store  and  put- 
ting in  a  soda  fountain  and  drawing  in 
the  men's  wear  after  it,  is  an  unique 
event,  at  least  in  so  far  as  Canadian 
stores  are  concerned.  This  is  the  ex- 
periment which  the  United  Cigar  Stores 
are  trying  out  on  Yonge  street,  Toronto, 
shortly  above  the  T.  Eaton  Co.'s  store. 
While  the  original  intention  was  to  have 
the  men's  furnishings  occupy  the  space 
on  the  left  hand  when  entering  just  op- 
posite the  cigar  stands,  the  management 
later  decided  to  instal  a  large  soda  foun- 
tain, which  has  proved  so  profitable  in 
all  the  large  cities,  and,  in  fact,  in  nearly 
every  hamlet  in  the  country  during  the 
past  two  or  three  years,  and  on  this  ac- 
count men's  furnishings  were  relegated 
to  the  back  of  the  store,  occupying  the 
right-hand  aisle.  This,  of  course,  does 
not  give  the  men  the  opportunity  of  lo- 
cation that  would  have  been  secured  had 
the  former  arrangement  been  carried  out 
hut  they  have  the  advantage,  at  least, 
of  one  or  two  excellent  windows  for  dis- 
plays, and  a  large  sign  half  way  back 
draws  attention  to  the  men's  wear  ex- 
hibit, in  addition  to  what  is  done  cas- 
ually by  those  in  charge  of  the  two  de- 
partments at  the  front. 

Big  Business,  Cigars  and  Hats. 

The  addition  of  men's  furnishings  to 
the  cigar  store  has  been  tried  out  before 
by  this  firm  in  West  Toronto,  at  the 
most  prominent  corner,  where  Keele  and 
Dundas  streets  join.  Some  time  ago  the 
store  was  fitted  up  for  an  exclusive  men's 
trade,  adjoining  immediately  their  cigar 
store  on  Dundas  street.  This  is  an  un- 
usually good  corner  for  traffic.  The  city 
line  from  the  main  portion  of  the  City 
of  Toronto  runs  to  this  corner  and  Y's 
I  here,  the  car  passing  in  front  of  the 
-lure,  and,  in  addition,  the  suburban  line 
meets  this  line  at  that  corner.  It  is  no 
uncommon  thing  for  two  thousand  cus- 
tomers  to  pass  in  and  out  of  the  cigar 
1 1  He  on  a  single  day.  This  business  at 
this  point  has  proved  very  unusual,  for 
is  not  only  the  ordinary  trade 
during  the  day  and  evening,  hut  early 
trade  of  men  going  to  work,  and  on  this 
accounl  the  store  is  open  at  six  o'clock 
in    the  morning.    So   far   the   men  'a   wear 

store  has  not  attempted  to  open  earlier 

than    8   o'clock,   however. 

The  business  proved  so  good  in  the  hat 
store  that  the  partition  between  the  two 


was  torn  down,  and  an  extension  made. 
si i  that  now  the  hat  store  occupies  half 
the  double  room,  and  in  addition  men's 
furnishings  have  been  added.  One  of 
the  departments  that  is  given  prominence 
is  the  collar,  and  samples  of  these  are 
displayed  on  the  inside  of  the  door  at 
the  left-hand  side. 

The  store  down  town  in  Toronto,  part 
of  the  cigar  store  and  soda  fountain,  de- 
pends a  great  deal  for  attracting  the  at- 
tention of  the  men  that  come  in  for 
cigars  or  "sodas"  to  the  excellent  dis- 
play which  has  been  arranged.  There  are 
three  show-cases  set  out  in  a  diagonal 
position   along   the      centre,   and    show- 


SITTING  BEFORE  A  MIRROR. 
"I  was  once  in  a  store  where  they  had 
a  new  way  of  selling  hats.  There  was  a 
table  fitted  out  with  a  mirror  and  the 
customer  sat  down  beside  it.  The  clerk 
brought  over  all  the  hats  of  his  size  and 
he  tried  them  on,  looking  in  the  glass 
before  him  as  he  sat.  My  idea,  however, 
would  be  to  have  a  double  mirror  in  the 
centre  of  a  wider  table,  and  thus  allow 
of  two  customers  being  looked  after  at 
the  same  time.  This,  of  course,  would 
not  apply  to  the  store  where  there  is  lots 
of  room." — F.  Ewart. 


cases  to  the  right,  and  in  addition  large 
displays  of  ties  of  various  prices  on 
some  of  the  show-cases.  Immediately  at 
the  hack  is  a  large  mirror,  and  on  either 
sides  glass  cabinets  for  hats,  as  well  as 
a  display  of  hats  in  the  show-cases  in 
front  of  this.  The  firm  have  been  able 
to  secure  so  far  a  line  of  25c  ties,  which 
are  good  value,  but  they  feature  50c 
ties,  and  these,  as  in  most  stores,  are 
the  leader. 

"The  Review"  had  an  interesting 
talk  with  the  manager  of  the  men's  fur- 
nishing department,  Mr.  F.  Ewart,  who 
has  had  a  number  of  years'  experience 
as  traveller  for  men's  furnishing  manu- 
facturers, and  in  this  way  has  obtained 
an  insight  into  methods  used  by  hun- 
dreds of  men's  furnishers  throughout 
Canada.  Mr.  Ewart  is  now  endeavoring 
to  apply  the  information  he  has  gained 
and  will  adopt  some  methods  and  re- 
ject others,  which  his  own  judgment  and 
the  experience  of  others  has  shown  him 
are  beneficial  or  hurtful  to  the  building 
up  and  retaining  of  a  men's  wear  trade. 

Mr.  Ewart  is  a  firm  believer  in  the 
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selling  qualities  of  good  displays,  and 
those  which  he  has  in  his  store  are  taste- 
fully arranged,  and  are  of  a  kind  that 
bring  out  the  main  points  of  the  lines 
that  he  wishes  to  show,  specializing  in 
this  or  that  direction.  For  instance,  a 
trim  on  top  of  a  show  case  contains  four 
lines  of  collars  and  shirts,  and  on  each 
of  them  a  colored  collar — a  line  which 
is  proving  quite  popular  at  the  present 
time.  But  it  is  not  connected  with  the 
sales  of  the  colored  shirts  or  colored  col- 
lars— good  as  these  have  been — that  the 
point  is  made,  but  that  each  collar  was 
fitted  out  with  a  rather  narrow  tubular 
tie.  without  backing  or  seam.  This  shape 
goes  contrary  to  the  general  tendency 
now.  but  they  were  a  special  line  of 
dressy  looking  ties  in  good  colors  that 
Mr.  Ewart  had  secured,  and  he  de- 
termined to  try  out  the  sale  of  them  by 
a  tasty  display  on  top  of  a  show  ease. 
A  number  of  sales  in  a  couple  of  days 
proved  that  this  theory  was  correct,  and 
that  most  things  that  are  tasty  will  sell 
even  in  the  face  of  the  prevailing  ten- 
dency in  favor  of  a  rather  different  style 
of  tie  or,  for  that  matter,  most  other 
lines. 

Get  Close  Beside  the  Customer. 

"I  do  not  believe  in  selling  an  article 
over  the  counter,"  declared  Mr.  Ewart. 
emphatically.  "That  is.  I  believe  in  go- 
ing around  to  the  other  side  and  stand- 
ing beside  the  customer.  It  is  only  in 
this  way  you  can  get  really  closely  in 
touch  with  him.  figuratively  as  well  as 
literally.  For  instance,  supposing  I  am 
si  owing  a  line  of  ties,  and  want  to  try 

"i n.    TTou   awkward  it  is  to  reach  out 

for  (lie  tie  on  the  stand,  and  reach 
farther  out  to  display  it  to  the  cus- 
tomer, almost  overbalancing  oneself  in 
the  act.  Why  not  stand  just  beside  him. 
and  make  the  knot  in  the  tie.  and  show 
it  to  him,  just  as  lie  is?  TTow  much  bet- 
ter, again,  if  is  to  come  outside  and 
reach  for  the  hat  and  try  it  on  him 
yourself,  rather  than  allow  him  to  crush 
it  on  his  head  at  an  angle  that  takes 
away  from  the  real  style  of  the  hat,  and 
\erv  often  induces  him  to  reject  it  after 
looking  in  the  ulass.  I  never,  if  pos- 
sible, allow  a  customer  to  try  a  hat  on 
his  head  himself,  but  always  arrange  it 
as  T  think  will  he  hest  suited  to  the  style 
of  the  hat,  and  the  particular  appearance 
of  the  customer. 

Experience  of  a  Detroit  Store. 

"This  idea  of  serving  customers  out- 
Continued  on  page  73. 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


MADE  IN  CANADA 

From  finest  Australian  Wool  by  CANADIANS. 

A  TRULY  ALL-BRITISH  PRODUCT 


You  know  you  caunot  buy 
better  woolen  Underclothing 
than  "CEETEE' — if  you  hunt 
the  world  over. 

We  guarantee  every  garment 
and  stand  behind  you — it  is 
made  in  all  sizes,  for  men, 
women   and   children. 

If  you  have  not  the  size  or 
kind  in  stock  that  your  cus- 
tomer wants,  order  by  mail 
and  we  will  send  it  promptly. 


iCEETEE" 

ALL  PURE  WOOL  -  GUARANTEED  UNSHRINKABLE 

■■■■■■■■MM 


CONNECT  YOUR  STORE  WITH  OUR   HEAVY  NATIONAL  ADVERTISING. 

PUSH  "CEETEE"  NOW. 

Made  only  by 

The  C.  Turnbull  Co.  of  Gait,  Limited,  Gait,  Ontario 


Also   manufacturers   of    Turnbull's 
Shaker  Knit  Sweater  Coats. 


•ibbcd  Underwear  for  Ladies  and  Children — "M"    Bands    for    Infants     and     "CEETEE 


This  is  olio  (if  our  very  popular  lines  of  gauntlets  for 
general  use  which  we  make  in  several  leathers — a  very 
serviceable  gauntlet,  perfect  fitting,  wool  lined,  full  welted 
seams,   and   good   large   cuff. 

Our  prices  are  lower  than   most   other  manufacturers. 

Brown    Nappa    Tan,    per    dozen     $  fi.50 

Asbestos    Tan,   per   dozen    7.50 

Mocha   Tan,  per  dozen    9.00 

Buck    Tan,    per    dozen     9.00 

Cream    Horsehide,   per   dozen    13.00 

Brown    Horsehide,    per   dozen    13.00 

Indian    Tan    Buckskin,    per    dozen 13.00 

Unlined  $1  00  per  dozen  less. 

We    can    make    immediate   shipment    of    any    of    these    lines. 

The  "Big  Four"  Glove  Co. 

73^  Bay  Street,         -         TORONTO 


Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 
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Odd  Twists  and  Fancies  in  Men's  Fashions 


I  m  iCBLE-BREASTED  styles  are  now  the  vogue  for 
top  coats  for  both  dress  and  street  wear  in  England. 


A  NEW  IDEA  in  neckwear  brought  out  by  a  Boston, 
firm  is  a  cravat  with  a  little  gold  safety  pin  which  is 
used  to  hold  the  folds  of  the  wide  end  in  place. 


A  NECKWEAR  novelty  brought  out  by  the  Lor- 
raine Neckwear  Co.,  New  York,  is  known  as  the 
"Varsity."  It  is  made  of  silk  dyed  in  the  correct 
colors  for  all  colleges  and  universities  with  a  seal  and 
initial  in  the  design  which  appears  under  the  knot. 


The  latest  dress  collar  is 
an  American  model  to  be 
worn  with  soft  -  fronted 
shirts.  It  is  a  close  wing 
model,  but  the  novelty  is 
in  the  figured  tabs  of 
French  pique. 

An  American  pat- 
ent has  been  grant- 
ed for  a  reversible 
hat.  It  is  formed 
with  inner  and  out- 
er parts  and  a  space 
between  through  which  the  hat  may  lie  turned.  It 
is  not  stated  whether  the  idea  has  been  developed 
through  a  desire  to  keep  up  with  the  rapidly  chang- 
ing fashions. 


A  NEW  FEATURE  in  sleeves  has  been  brought  out 
by  a  New  York  firm.  This  is  the  introduction  of  a 
pleat  to  relieve  the  tightness  which  fashion  has  been 
demanding  and  which  in  some  cases  prevents  the 
desired  freedom  of  movement.  The  pleat  is  placed 
so  as  not  to  be  noticeable  and  permits  of  the  use  of  a 
sleeve  -mall  enough  to  closely  follow  the  contour  of 
the  arm  bul  which  at  the  same  time  allows  free  move- 
ment without  binding. 


A  aew  wing  collar,  designi'ii  par- 
ticularly for  dross  wear,  has  been 
brought  out  by  the  P.nrker  Collar  Co.. 
Troy,  N.Y.  The  wings  come  closely 
together  in   front. 


THERE  IS  REPORTED  to  be  a  tendency  for  a 
return  to  favor  of  the  fashion  of  wearing  different 
colored  trousers  with  plain  black  or  dark  blue  coats. 

•  *        • 

WHILE  THERE  is  a  tendency  to  return  to  the 
trouser  with  t lie  old  style  bottom  a-  compared  with 
the  cuff  it  is  not  expected  that  the  latter  will  quickly 
relinquish  its  strong  claim  on  popularity.  The  cuff 
has  hcen  effective  in  giving  a  proper  hang  to  the 

narrow  trouser. 

•  *        * 

A  N<  )VELTY  BEING  now  offered  to  the  Canadian 
trade  is  a  belt  with  every  appearance  of  leather  which 
lias  the  qualities  of  elastic.  It  is  made  of  a  composi- 
tion so  closely  resembling  leather  that  the  difference 
can  only  be  seen  on  close  inspection.  The  surface 
is  corrugated  which  no  doubt  assists  in  the  expansion 

and  contraction. 

•  *        » 

AN  AMERICAN  patent  has  been  taken  out  for  a 
union  overall  suit.  This  garment  is  made  in  one 
piece,  with  an  opening  from  the  crotch  to  the  neck  in 
front  and  with  a  flap  for  the  seat  portion  which  fast- 
ens at  the  side. 

*  *  * 

A  NEW  IDEA  in  a  blouse  for  boys  has  an  elastic 
strap  which  fastens  to  the  inside  of  the  waist  band. 
and  which,  being  a  trifle  shorter,  forms  folds  or 
plaits  in  the  waistband,  concealing  the  buttons. 

•  *        * 

A  NEW  SOFT  FRONT  shirt  for  tuxedo  wear  has  the 
novelty  "f  four  dark  pearl  buttons  and  between  each 
i-  a  small  floral  decoration. 

•  •        • 

A  NOVEL  WING  collar  for  semi-dress  wear  is  fig- 
ured in  a  watered  ellect  similar  to  the  material  in 
the   front  of  the  shirt. 


STITCH  l'.l  >  1 1  ATS  ;,re  reported  as  coming  into  favor 
again  in  England. 


WRITTN<,  FROM  London,  a  correspondent  of 
Men's  Wear,  New  York,  refers  to  a  tie  pin  which  has 
been  broughl  t<>  his  attention  which  could  be  con- 
verted into  eighl  different  pins.  It  consisted  of  three 
circles,  with  a  diamond  centre,  and  each  circle  was 
reversible — for  instance,  one  composed  of  diamonds 
in  front  had  rubies  for  a  back,  and  so  on.  By  an 
ingeniou-  contrivance  each  of  these  circles  can  be 
taken  out  of  the  original  stem  and  worn  as  desired. 


MEN'S  KNITTED  TIES  of  line  woven  yarn  are  now 
finding  favor  over  the  looser  knit-.  The  tine  knit  i< 
almo-i  as  stable  as  the  flat  silks. 


An  American  patent  has  been  taken 
mil  tor  a  combination  glove  ami  mit- 
ten, i  angered  glove  having  a  Bap 
adapted  to  b<  wrapped  around  the 
Bngers  !)••  flap  having  a  pocket  for 
the    Indes    Anger. 
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The  J^len  s 
Underwear 
That  sjVLaae 
in     Canada 


IMPEIKEAL 

PURE    WOOL    UNDERWEAR 

Its  quality  — and  it's  uniformly 
is  uniform  good,  pure  wool 
through  and  through,  the  result  of 
using  the  finest  grade  of  pure 
worsted  wools,  employing  expert 
operators  and  first-class  factory 
equipment. 

We  specialize  in  men's  wool  under- 
w  e  a  r  of  all  kinds. 

Write  for  samples. 

Kingston   Hosiery    Company 

KINGSTON,    ONTARIO 


Dry  Goods  Review 
^ 


i.  '{IMIMIiVMMlMIMIMIMI^IMIM^  5TErsj^M^!^!iyilMIMI!^M  M  MMM&2 


The  most  welcome  news 
to  your  competitor  is  the 
report  which  tells  him  you 
nave  stopped  advertising. 
rle  sees  in  your  retrench- 
ment   his    opportunity. 


I 
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A  Strikingly  Effective  Cabinet  Trim 


The  outstanding  feature  is  a  uniqui  shirt  model  on  the  right.  The  garment  w  of  pink, 
French  flannel  and  like  material  is  used  for  the  draping,  giving  an  appearance  of  unvfual 
warmth  against  the  dark  background,  and  set  off  by  accessories  in  black  and  white.  The  shirt  is 
distinctive  in  its  three  tucks  down  either  side  of  the  front,  which  xvould  be  weak  on  anything 
except  a  plain-toned  material,  and  in  the  use  of  the  Russian  caffs  and  the  black  piping.  The 
neckwear  shows  a  line  of  black  and  white  patterns  which  are  predicted  for  a  popular  run  with 
the  quieter  tones  which  may  be  expected  as  the  result  of  the  war.  Gloves  are  of  white  dneskin 
which  will  be  the  effective  thing  for  street  wear  this  Fall  and  Winter.  Display  bj/  Bilton  Bros., 
Toronto;  trimmed  by  S.  Yorke  Sleet h. 


Points  Behind  Success  of  Men's  Wear  Trimmers 

Color  Scheme,  Balance  and  Proper  Placing  —  Different  Color 
Draping  Better  Than  Window  Divisions — Be  a  Passerby — Pub- 
lic Respond  to  Distinction  in  a  Window. 

Written  by  S.  Yorke  Sleeth,  of  Bilton  Bros.,  Toronto. 


MUCH     has     been  written  on  the 
important  art  of  window  dress- 
ing; but  does  the  average  mer- 
chant fully  realize  the  wonderful  scope 
for     advertising     which     this     medium 
presents'? 

Windows  make  the  shop  in  the  same 
sense  that  clothes  make  the  man,  and 
the  really  clever  merchant  is  the  one 
who  encourages  this,  the  best,  form  of 
advertising.  The  writer  has  proven  to 
his  own  satisfaction  and  the  satisfaction 
of  others  that  the  public  are  attracted 
by  a  distinction  in  the  display  whether 
it  be  of  popular  or  exclusive  merchan- 
dise, and  the  trimmer  must  study  his 
work  from  the  observer's  point  of  view. 

Objects  to  Divisions. 

The  real  factors,  of  course,  are  the 
color  schemes,  balance  and  proper  plac- 
ing. One  may  have  only  one  huge  win- 
dow, and  to  display  the  different  lines  of 
merchandise  at  the  same  showing  will 
require  careful  study  and  planning  to 
procure  the  proper  attention  for  each, 
■  lit  an  appearance  of  conglomera- 
tion. Many  of  the  shops  follow  the 
custom  of  popular  fixture  divisions,  but 
if  the  i  rimmer  is  a  I  rue  art  ist,  much  be! 


Mr.  8.  Yorke  Sleeth. 

ter  results  can  be  obtained  simplj  bj 
placing  the  groups  well  aparl  and  using 
a  different  color  scheme  for  draping  as 
the  Inundation  of  each.  Nut  only  does 
the  average  division  look  unsightly  bul 
it  gives  an  impression  of  overcrowding. 
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Of  course,  where  a  store  has  a  large 
window  frontage  and  it  is  made  to  form 
a  number  of  different  windows,  as  it 
were,  it  is  quite  a  different  matter  and 
one  that  cannot  be  improved  upon. 

Frequently  exclusive  goods  are  badly 
sacrificed  merely  by  lack  of  proper  care 
and  knowledge  in  the  adjustment  or  in 
giving  the  proper  setting  by  the  trim- 
mer, lie  who  thinks  thai  passersby  sel- 
dom scrutinize  a  window  closely  enough 
to  note  the  minute  details  and  the  ad- 
justment relationship  of  one  object  to 
another  as  well  as  the  harmony  of  colors, 
is  indeed  mistaken. 

Be  a  Passerby. 
A   few    hints   to    the   aspiring   window 
artist : — 

1st — Be  a  passerby  yourself  once  in 
a  while. 

'2nd — Make   il    a   point    to  notice 
other   shop    windows   and   find    out 
strong  or   weak    points  as  if  it   were 
your  own  work. 

3rd-  Individuality    is    the    Eoren 
quality   for  a  trimmer  who  aspires 
become  a   real   artist.       Acquire  indi- 
\  iduality. 

Continued  on  page  68. 
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SPECIAL  DESIGNS   FOR  CHRISTMAS   POST    DECORATIONS. 

No.  1 — Made  out  of  compo  board,  and  then  rough  cast  with   sawdust  and   alabastine,  costing   about   $4   a    pillar. 
No.   2  is   a   simple   and   cheap   decoration   costing  about  $1.50  a  pillar. 
Designed  for  The  Review  by  Gerald  MacGregor,  Hudson's   Ray  Co.,   Winnipeg. 


Selling   Christmas   Gifts   by   Window   Displays 

Showing  Desirable  Goods  Properly  Can  be  Made  Big  Factor  in 
Holiday  Business  —  Shoppers  Welcome  Suggestions  —  Confine 
Showings  to  Individual  Lines,  and  Change  Often — Do  Not  Crowd 
Windows. 


THERE  is  no  time  of  the  year  when 
the  window  of  the  men's  wear 
store  should  have  more  attention 
- — when  more  thought  and  care  should 
be  given  to  display — than  during  the 
Christmas  season.  Christmas  shoppers 
invite  suggestions.  In  the  rush  of  buy- 
ing people  welcome  the  help  that  the 
well-dressed  store  window  can  give  in 
solving  gift  problems.  Now  is  the  time 
to  plan  the  holiday  display  series.  Christ- 
mas windows  in  the  men's  wear  store 
need  not  be  elaborate.  A  seasonable 
background  or  decorations  are  in  good 
taste,  but  they  are  not  necessary  or  es- 
sential to  a  good  selling  display,  and 
when  holly  or  other  decorations  are  used 
the  scheme  should  not  be  one  which  will 
in  any  way  detract  from  the  goods  them- 
selves. 

It  does  not  take  a  great  deal  of  artis- 
tic ability  to  arrange  a  holiday  display. 
Show  what  you  want  to  sell,  and  if  your 
selection  has  been  a  good  one  you  will 
be  showing  what  the  people  are  looking 


for.  Show  also  good  stuff,  for  when 
people  are  buying  gifts  they  may  re- 
duce the  expenditure,  but  not  the 
quality;  a  Christmas  present  wants  to 
be  good,  no  matter  what  the  price  may 
be. 

Not  Too  Varied  a  Collection. 

As  gift  suggestions  it  is  desirable  to 
show  a  considerable  range.  There  is  no 
better  time  of  the  year,  for  example,  to 
sell  high-grade  neckwear,  silk  hose,  fine 
linen  handkerchiefs,  gloves,  house  coats, 
silk  mufflers,  and  other  similar  lines  in 
which  quality  is  evident.  At  the  same 
time,  care  should  be  taken  not  to  show 
much  at  once.  The  idea  of  putting  any- 
thing and  everything  in  the  window  at 
once,  until  it  has  the  appearance  of  an 
over-decorated  booth  at  a  church  bazaar, 
is  a  great  mistake.  Showing  too  much  is 
emphasizing  nothing,  and  the  desired  ef- 
fect is  lost ;  besides  good  taste  in  window 
dressing  is  not  sbown  by  an  effort  to 
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make  the  collection  as  wide  and  varied 
as  possible. 

Where  the  window  is  small,  the  dis- 
play should  be  confined  to  one  line  or  to 
kindred  lines,  and  it  is  not  necessary  to 
put  in  more  goods  than  good  taste  sug- 
gests. For  example,  three  pairs  of 
gloves,  or  one  pair  for  that  matter,  can 
be  seen  to  better  advantage  than  fifty  of 
the  same  kind.  Numbers  usually  are 
confusing  and  not  emphatic.  Where  the 
window  is  large,  it  is  desirable  to  ar- 
range units,  either  by  grouping  or  by 
partitions.  This  style  of  arrangement 
also  permits  to  putting  the  display  near- 
er to  the  plate  glass,  and  this  is  very 
important  in  showing  furnishings;  goods 
which  are  more  than  four  feet  from  the 
eye  are  not  likely  to  permit  study  in  de- 
tail, and  at  the  same  time  a  large  dis- 
play cannot  be  put  so  close  to  the  glass, 
as  the  eye  cannot  take  it  all  in  at  once. 
Continued  on  page  69. 


Series  of  Patriotic  Window  Displays 

Regina  Retail  Firm  is  Running  a  Series  of  Patriotic  Displays 
Which  Are  Attracting  Immense  Crowds — Display  on  Trafalgar 
Day — Now  is  the  Time  to  Advertise. 

Written  for  The  Review  by   Norman  A.   Itnsc.    Publicity    Commissioner,    Regina. 


GOOD  window  displays  are  being 
recognized  as  a  powerful  selling 
force  in  every  line  of  retail 
trade.  The  window  dresser,  with  a  stock 
of  original  ideas,  is  coming  into  his  own, 
Some  retailers  at  the  present  depend  en- 
tirely on  window  displays  to  sell  their 
goods,  but  this  is  generally  recognized  as 
false  economy.  A  house,  which  repre- 
sents the  best  in  window  displays,  and 
widely  advertises  its  goods  by  means  of 
both  newspapers  and  street  car  banners, 
is  the  Glasgow  House  at  Regina.  This 
store  at  the  present  time  is  running  a 
series  of  patriotic  windows,  in  which 
goods  from  all  departments  of  the  store 
are  used.  One  of  the  best  of  these  dis- 
plays was  that  representing  a  naval 
battle.  A  painting  representing  war- 
ships in  action  formed  the  background 
for  this  display.  The  painting  was 
draped  with  Union  Jacks,  with  a  picture 
of  King  George  immediately  above  the 
painting.  The  main  part  of  the  display, 
or  the  attraction  as  it  might  be  called, 
was  represented  by  models  of  battle- 
ships convoying  a  transport  in  the  fore- 
•rroimd.  The  miniature  war  vessels  were 
properly  protected  by  toy  submarines, 
etc.  Dress  goods  were  arranged  to  re- 
present the  water,  so  that  the  scene 
might  have  a  natural  setting. 

The   miniature    battleship    and    trans- 


porl  ship  were  composed  entirely  of 
goods  sold  in  the  store.  The  sides  of 
these  models  were  composed  of  cross-cut 
saws.  The  gun  towers  of  the  two  battle- 
ships are  composed  of  small  tin  dishes, 
while  guns  are  represented  by  pieces  of 
pipe  with  emery  stones  protruding.  The 
funnels  are  composed  of  pipe  fittings, 
while  the  look-out  tower  is  represented 
by  a  circular  mouse  trap.  The  transport 
ships'  sides  are  composed  of  cross-cut 
saws,  while  the  upper  decks  are  repre- 
sented by  cash  boxes  of  various  sizes. 
Two  oil  stove  wicks  do  duty  as  funnels 
on  this  ship.  The  toy  department  is  also 
represented  by  a  display  of  toy  soldiers 
on  the  transport  ship. 

This  particular  window  display  was 
revealed  to  the  public  on  the  anniversary 
of  Trafalgar  Day.  Immediately  below 
the  painting  is  printed  Nelson's  state- 
ment: "Britain  expects  that  every  man 
this  day  will  do  his  duty." 

This  display  was  of  such  an  unique 
nature  that  thousands  of  people  saw  it 
during  the  week  it  remained  in  the  win- 
dow. At  no  time  during  the  week  was 
this  subject  lost  sight  of,  and  to  obtain 
a  good  view  of  it,  it  was  necessary  to 
have  the  photographer  take  the  photo 
after  midnight. 

Messrs.  R.  H.  Williams  &  Sons,  pro- 
prietors  of  the   Glasgow  House,   realize 


the  value  of  this  kind  of  advertising,  but 
ably  supplement  it  with  newspaper  ad- 
vertising and  street  car  advertising,  as 
previously  stated. 

"Now  is  the  time  to  advertise,"  Mr. 
J.  K.  R.  Williams  said  in  conversation. 
"A  little  more  advertising  than  a  com- 
petitor may  just  result  in  swinging  the 
balance  of  trade." 

The  display  was  arranged  by  A.  W. 
Murdison. 


SUCCESS  OF  MEN'S  WEAR 
TRIMMERS. 

Continued  from  page  66. 

The  best  results  are  obtained  by  study- 
ing the  window  or  show  case,  whichever 
it  may  be,  in  its  entire  bareness  before 
attempting  to  plan  and  trim  or  to  pic- 
ture in  the  mind  just  how  it  will  appear 
when  finished. 

If  you  have  a  window  of  small  propor- 
tions change  it  frequently,  with  the  ut- 
most care,  that  is.  feature  a  change  of 
merchandise  at  each  showing. 

Remember  as  the  right  or  wrong 
clothes  will  indicate  the  successful  or 
the  unsuccessful  business  man,  so  is  it 
with  the  window  or  show  case  for  the 
taste  in  which  they  are  trimmeddenotes 
the  character  of  the  shop  to  which  they 
belonff. 


Trafalgar  Day  Window-one  of  a  series    of  patriotic  trims  shown  by  the  Glasgow  House,  Regina,  Sask.    Note  the  real- 

iatic  back  around  and  the  men-of-war  hi    the  front. 
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Military  Models  the  Latest 

Man  O'  War  and  Sailor  Models  in  Big  Variety 
in  the  New  Lines  of  Boys'  Suits — Khaki  and 
Scarlet  Prominent. 


THE  small  boy  early  passes  the 
period  of  petticoats  in  these  days, 
and  the  mother  and  son  are  at  one 
as  to  the  need  for  smartly  cut  little  gar- 
ments. Few  boys  of  this  age  are  satis- 
fied with  home-made  garments  and  the 
development  that  has  taken  place  in  the 
manufacturing  of  small  boys'  garments 
places  small  suits  in  the  store  at  most 
reasonable  prices.  Prices  so  reasonable 
that  there  is  little  inducement  for  moth- 
er to  test  her  skill  in  their  production. 
Men's  wear  stores  are  coming  to  carry 
these  with  their  boys'  clothing. 

Not  only  are  the  garments  well  cut 
and  well  made  but  the  suitability  of  the 
materials  used  is  given  careful  consid- 
eration :  duck,  drill,  galatea,  and  various 
makes  of  cotton  suitings  that  will  give 
good  wear,  and  which  stand  the  constant 
tubbing  to  which  the  garments  of  the 
small  boy  must  be  subjected.  While 
pique  is  also  used  in  making  up  garments 
for  the  smaller  children. 

Many  garments  on  the  Buster  style  or 
having  the  long  straight  waist  and  kilted 
skirt  are  equally  suitable  both  for  the 
small  girl  and  the  small  boy.  Quite  a 
number  of  these  models  have  bloomers 
attached.  These  button  on  to  the  belt 
or  have  a  waist  of  cotton  which  also  car- 
ries the  shield.  A  number  of  these 
models  showed  the  raglan  cut  in  the 
sleeves,  and  various  fancy  collars  take 
the  place  of  the  sailor.  Some  necks  are 
simply  cut  square  witli  a  buttoning  flap 
at  the  side. 

The  regulation  man  o'  war  suit  cut  ex- 
actly like  the  one  worn  in  the  British 
navy,  and  the  many  styles  of  sailor  suits 
form  as  usual  the  main  portion  of  Spring 
range.  Man  o'  war  suits  are  made  of 
navy  serge  and  are  correct  in  every  de- 
tail. They  also  come  for  Spring  selling 
in  duck  and  drill,  in  navy,  cadet,  and 
white.  When  white,  navy,  cadet  or  scar- 
let is  used  for  collar,  cuffs  and  trimming 
bands  on  collar.  Embroidered  anchors 
and  chevron  stripes  also  decorate  the 
sleeve. 

Sailor  suits  come  in  a  big  variety  of 
styles.  Ducks,  drills,  galatea  and  cotton 
suitings  are  all  used.  Owing  to  the  favor 
for  military  fashions  natural  and  khaki 
shades  trimmed  with  scarlet  and  gilt 
buttons  promise  to  be  very  much  favor- 
ed. Striped  aralateas  in  black  and  white, 
navy  and  white,  cadet  and  white  and  tan 
and  white  are  prominent  in  the  range. 
Little  sailor  suits  of  black  and  white 
stripe  and  navy  and  white  stripes  come 
smart! v   trimmed    with    scarlet    drill.   The 


MILITARY    SUIT,    SPUING,    1915. 

Suit  in  military  effect  of  tan  due*.  The  tunic 
has  stock  collar,  single  revers  and  cuffs  of 
military  red  drill,  and  is  belted  in  red  leather. 
Roth  tunic  and  belt  have  brass  buttons.  Full 
knickers  of  tan  complete  the  suit.  Shown  by 
Flett,  Lowndes  &  Co.  Sketched  by  artist  of 
The    Review. 


collar  will  he  of  scarlet  with  bands  of 
the  black  and  while.  Tan  and  white  is 
usually  trimmed  with  plain  tan  and  the 
buttons  are  gilt.  Very  free  use  is  made 
of  scarlet  trimmings  and  facings  and 
when  these  are  used  scarlet  bone  buttons 
are  the  usual  accompaniment. 

Though  not  new  the  Oliver  Twist  suits 
introduced  last  year  are  again  rinding 
favor  and  are  developed  in  a  number  of 
combinations.  Many  children  look  ex- 
tremely well  in  this  quaint  little  suit  ami 
therefore  it  will  enjoy  another  season's 
run  of  popularity.  Military  models  are 
the  high  novelty.  These  suits  are  de- 
veloped in  khaki  drill,  with  tunic  and 
military  stock  collar  of  red  duck,  patch 
pockets  faced  with  red,  and  are  belted  in 
with  red  leather  and  trimmed  with  gilt 
buttons.  The  knickers  are  very  full,  or 
are  in  boy  scout  style. 
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SELLING   CHRISTMAS   GIFTS   BY 
WINDOW  DISPLAYS. 

Continued  from  page  67. 

Speaking  of  arrangement,  a  general 
hint  might  be  handed  out  here  with  re- 
gard to  the  scheme.  This  is  not  telling 
in  detail  how  it  should  be  done — that 
must  be  largely  left  to  the  individuality 
of  the  trimmer — but  one  thing  to  be  re- 
membered is  that  a  layout  which  shows 
a  regular  balanced  scheme  is  not  good. 
Balance  to  the  display  there  would  be, 
but  it  is  not  attained  by  suggesting  that 
the  main  effort  of  the  trimmer  was  to  ar- 
range  a  geometrical  design. 

Change  Every  Other  Day. 

To  cover  the  range  without  displaying 
too  much  at  the  time  makes  it  necessary 
to  change  the  windows  often.  During 
the  holiday  season  every  other  day  or 
even  every  day  is  not  too  often,  and  this 
can  often  be  done,  because  the  displays 
need  not  be  elaborate.  At  the  same  time, 
a  tasty  gift  suggestion  card  can  be  used 
in  connection  with  the  different  showing, 
enumerating  some  of  the  other  lines  car- 
ried which  would  be  suitable  for  Christ- 
mas remembrances. 

Do  Not  Let  Price  Look  Chief  Idea. 

There  are  different  opinions  as  to  the 
use  of  price  tickets  in  a  window  of  this 
kind.  This  advice  might  be  given  that 
where  a  price  ticket  is  used  it  should  not 
obtrude  on  the  display,  but  rather  ap- 
pear as  information  for  the  shopper.  A 
quiet  card  set  on  the  floor  of  the  window 
in  a  block  holder  stating,  say,  "Stylish 
cravats  for  Christmas  gifts,  $1.50,"  or 
something  of  the  kind,  is  in  good  taste. 
A  card  which  carries  the  impression  that 
price  is  the  chief  inducement  of  the  sale 
is  a  mistake  at  this  season. 

Where  the  store  is  giving  anything 
tasty  in  the  shape  of  boxes  for  gifts  it  is 
advisable  to  make  use  of  them  in  the  dis- 
play. And  these  boxes  will  be  found  to 
be  a  big  factor  in  the  sale  of  gifts.  A 
tie  sent  in  a  piece  of  wrapping  paper  is 
entirely  different  from  the  standpoint  of 
sentiment  to  the  same  tie  sent  in  a  neat 
box.  These  boxes  cost  money,  but  they 
are  what  the  public  is  looking  for.  Giv- 
ing a  five-cent  box  with  a  fifty-cent  neck- 
tie does  not  seem  like  a  good  proposition, 
but  there  are  furnishers  who  go  this  far 
and  consider  that  it  pays. 


THE   SECRET  OF   SUCCESS. 

The  man  who  uses  hook  and  line  pulls 
in  his  single  fish, 

But  who  joins  hands  to  pull  a  seine,  gets 
all  that  he  can  wish; 

And  each  man's  share  is  greater,  for,  in 
size  as  well  as  weight, 

The  secret  of  success  is  this:  CO- 
OPERATE. 


WAR  — And   Its  Influence   on    Men's   Apparel 

Military  Cuts  and  More  Sombre  Colors  are  Certain  to  Follow  in 
the  Wake  of  the  Conflict— London  Writer  Tells  Interestingly  of 
Changes  Already  Noted  and  Predicts  the  Military  Coat,  the  Pea 
Jacket,  Knickerbockers,  Four  Button  Lounge  Coats,  etc. 


THOSE  who  follow  the  devious 
ways  of  Fashion's  twisting  trail, 
and  those  who  endeavor  to  foresee 
where  her  fickle  footsteps  are  likely  to 
lead,  find  much  of  interest  in  speculating 
as  to  the  effect  of  the  war  on  men's  ap- 
parel. And  that  there  will  be  an  effect 
there  can  be  little  doubt.  The  extent  to 
which  styles  in  Canada  will  be  influenced 
remains  to  be  seen,  but  the  fashions  of 
men  the  world  over  are  too  much  in- 
fluenced by  the  London  designers  not  to 
feel  the  changes,  and  especially  is  this 
true  in  Canada,  where  we  are  a  unit  of 
the  great  Empire  which  is  playing  such 
an  important  part  in  this  supreme  Euro- 
pean issue. 

Generally  speaking,  there  undoubtedly 
will  be  a  military  tendency  in  the  cut  of 
the  garments,  and  different  features  of 
the  uniforms  of  the  many  military  units 
are  likely  to  be  introduced  in  the  mufti 
of  the  civilians  in  a  modified  form.  There 
also  will  be  a  tendency  towards  quieter 
colors  and  effects  and  a  distinct  de- 
parture from  those  fads  which  of  late 
had  raised  the  criticism  that  men  were 
becoming  too  effeminate  in  their  attire. 
Then,  a  civilized  nation  cannot  suffer 
what  Great  Britain  is  suffering  to-day  in 
loss  of  men,  and  not  show  the  effects  in 
many  ways.  There  will  be  so  many 
people  in  mourning  throughout  the 
United  Kingdom  that  colors  are  certain 
to  become  subdued;  this  apart  from  the 
fact  that  there  is  likely  to  be  a  shortage 
of  dyes,  which  will  prove  an  imperative 
means  to  the  same  end.  Black  and  white 
are  already  beginning  to  predominate, 
and  there  is  a  demand  for  khaki  shades. 
The  extent  of  this  sombre  influence  in 
Canada  will,  no  doubt,  depend  upon  the 
developments  of  the  campaign  and  the 
pari  played  by  the  Canadian  troops. 
Should  the  war  continue  for  some  time, 
the  Canadians  will  be  on  the  firing  line, 
and  should  the  loss  of  life  prove  heavy 
we  will  mourn  with  the  Mother  Country. 
To  some  extent  this  was  so  at  the  time 
of  the  South  African  war — more  par- 
ticularly, of  course,  in  England.  And  it 
lias  onlj  been  in  the  pas!  few  years  thai 
there  has  been  a  strong  demand  for  col- 
ors, a  demand  which,  by  the  way,  had 
aboul  reached  a  climas  about  the  time 
thai  Germany  precipitated  the  European 
conflict.  Under  the  circumstances  the 
reversion  to  something  decidedly  differ- 
ent will  n.it  be  altogether  objectionable 
to  the  public,  for  fashion  constantly  de- 
mands chaimc  And  what  is  more,  there 
are  those  who  believe  thai   the  influence 


will  be  a  lasting  one,  and  that  the  war 
will  be  such  that  it  will  not  be  forgotten 
in  years  or  its  influence  on  the  public 
mind  and  taste  lost. 

Short  Shrift  for  Loose  Coats. 

<  llothing  is  almost  certain  to  follow  the 
military  lines,  and  this  will  spell  short 
shrift  for  the  loose  coats,  which  have  been 
so  popular.  In  fact,  even  before  the  war 
was  declared,  the  death  warrant  of  the 
Balmacaan  had  been  signed  in  London, 
and  it  had  been  relegated  to  the  country 
for  outing  wear.  In  its  place  the  double- 
breasted  form-fitting  coat  was  being 
worn,  and  this  model  is  very  strong  in 
Canada  in  the  heavier  winter  coats. 

The  waist-line  is  certain  to  receive 
more  attention  if  the  military  influence 
is  far-reaching,  for  shapeliness  is  one  of 
the  outstanding  ideals  of  the  military 
uniform. 

Perhaps  the  Pea  Jacket. 

In  a  letter  to  Men's  Wear  of  New 
York,  Fairchild,  writing  from  London, 
speaking  of  the  pea  jacket,  says:  "It  is 
now  many  years  since  we  wore,  the  short 
covert  coat  which  reached  to  the  thigh. 
No  doubt  this  style  of  garment  is  better 
suited  to  more  elderly  men,  yet  I  should 
like  to  predict  that  in  twelve  months' 
time  we  shall  see  many  coats  modeled  on 
these  lines.  I  have  previously  referred 
to  the  greatcoat  worn  by  officers  of  the 
British  army.  Though  the  official  regu- 
lations laid  down  are  for  a  very  plain 
coat,  we  find  that  most  men  make  it  a 
decidedly  smart  affair.  Here  there  is  the 
shaping  of  the  waist  and  the  peculiar 
formation  of  the  double-breasted  front, 
which  all  adds  to  the  essential  point ; 
namely,  shapeliness." 

Fairchild  does  not  think  that  the  mili- 
tary cape  will  be  revived.    He  says  thai 


TRADE  IMPROVING. 
Dun's  Bulletin,  Nov.  14. — The  feeling 
in  business  circles  in  Toronto  has  im- 
proved during  the  week.  Money  and  ex- 
change show  signs  of  easing  up,  and  mer- 
chants and  manufacturers  are  taking 
a  much  more  hopeful  view  of  trade  in 
general.  The  progress  of  the  war  at  all 
points  is  most  encouraging  and  greater 
confidence  in  our  finances  is  the  result. 
Many  jobbers  report  increased  orders  for 
future  business  and  the  colder  weather 
has  a  beneficial  effect  on  sorting-up  trade 
in  merchandise.  .Prices  of  woolens  and 
linens  are  firmer. 
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the  service  coat  of  to-day  is  built  on  the 
lines  of  a  Raglan,  cut  quite  loose,  and 
buttoned  through  in  front;  that  is  so  far 
as  the  infantry  are  concerned.  The 
cavalry  uniform  is  cut  on  the  same  lines, 
but  with  a  great  deal  more  skirt  and  an 
apron. 

Military  Evening  Clothes. 
In  evening  clothes  this  authority 
points  out  that  the  correct  mess  coats 
worn  by  the  officers  of  the  British  army 
have  shawl  collars  and  some  with  the 
front  and  length  of  the  lapel  somewhat 
similar  to  the  evening  coat  worn  by  well- 
dressed  men  to-day,  the  two  additions 
being  the  wide  double-breasted  lapel  and 
the  handkerchief  pocket.  He  thinks 
that  the  war  will  have  the  effect  of  re- 
viving the  shawl  collar  on  the  evening 
coat,  and,  in  fact,  comments  that  he  has 
already  seen  the  Prince  of  Wales  wear- 
ing such  a  garment.  Military  braid,  he 
thinks,  will  be  used  on  the  dress  trousers, 
which  will  be  cut  closer  to  conform  more 
to  the  military  style. 

Higher  Lapels  for  Lounge. 
Referring  to  the  influence  on  lounge 
suits,  he  thinks  that  the  coats  will  be 
buttoned  higher  under  the  neck.  He 
foresees  the  return  of  the  four-buttoned 
coat  with  a  smaller  lapel  along  the  lines 
of  those  considered  correct  for  service 
jackets.  He  foresees,  too,  a  revival  of 
the  knickerbocker.  Many  of  the  men 
joining  the  colors  to-day,  he  points  out. 
have  not  worn  knickers  since  they  went 
to  school,  and  they  are  likely  to  get  ac- 
customed to  the  style  again  to  the  extent 
of  including  a  pair  in  their  wardrobes  in 
more  peaceful  times. 

In  Furnishings. 

Some  interesting  notes  regarding  fur- 
nishings are  contained  in  this  letter 
from  London.  Already  hosiery  knitted 
in  the  pattern  of  the  different  tartans  of 
i'ic  Highland  regiments  has  appeared, 
and  lias  made  a  smart  appearance;  neck- 
wear of  the  same  patterns  is  shortly  to 
be  offered.  Regimental  colors,  the  writer 
thinks,  will  be  very  strong  with  the  sol- 
diers alter  they  return  from  the  front. 
both  for  neckwear  and  hat  bands.  He 
expects,  too,  to  see  a  popularity  for  a 
cap  modeled  after  the  large  shape  worn 
by  the  cavalry  officers,  as  was  noticeable 
following  the  South  African  war. 

It  is  not  expected  thai  khaki  will  con- 
tinue a  popular  color  after  the  war,  but 
that  it  will  be  responsible  for  reviving 
natural  shades  in  general. 


Black  and  White  Strong  for  Spring  Neckwear 

Reaction  After  Wild  Range  of  Colors  and  Patterns — War  En- 
courages a  Sentiment  for  Quiet  Wearing  Apparel — Club  Stripes 
Will  in  Future  Take  Name  of  Regimental  Stripes. 


IT  is  a  pretty  safe  prediction  that 
that  black  and  white  combinations 
will  be  strong  in  neckwear  next 
Spring  —  stripes,  checks,  shepherd's 
plaids,  polkas  and  other  patterns.  There 
are  several  indications  that  the  trend 
of  fashion  is  going  to  be  in  this  direc- 
tion and  these  indications  are  backed  by 
reason. 

In  the  first  place  the  range  of  neck- 
wear of  the  past  couple  of  years  had  not 
only  covered  but  had  retained  almost 
every  possibility  in  pattern,  in  design, 
and  in  coloring.  There  has  been  a  riot 
of  high  shades  and  rich  mixtures.  A  re- 
action seemed  to  be  about  due.  This  re- 
action commenced  in  the  United  States 
this  Autumn  and  the  use 
of  black  and  white  in 
pattei-ns  and  designs 
is  reported  as  the  "pre- 
dominant feature  of  the 
neckwear  market  this 
Fall." 

Then  the  outbreak  of 
the  war  has  introduced 
new  factors  which  will 
favor  the  black  and  white. 
There  is  the  shortage  of 
dyes  and  difficulties  which 
will  probably  develop 
with  regard  to  foreign 
silks.  These  should  favor 
simplicity.  Not  only  is 
there  likely  to  be  nn 
actual  shortage  of  high- 
colored  silks  for  neck- 
wear but  the  indications 
are  that  the  whole  trend 
of  fashion  in  apparel  will 
favor  simple  shades  and  plain  colors. 

This  is  apart  from  the  war  sentiment 
which  it  is  predicted  will  have  the  effect 
of  creating  a  demand  for  simplicity  as 
compared  with  the  high  colors  which 
have  been  worn.  This  attitude  is  taken 
by  prominent  authorities  of  men's  wear 
who  think  that  the  loud  colors  which 
had  reached  the  height  of  their  popularity 
in  London  and  other  big  centres  will  be 
dead  for  some  years,  particularly  in 
England — and  London  has  a  broad  in- 
fluence on  the  clothing  worn  by  men  on 
both  sides  of  the  water. 

All  these  things  would  indicate  that 
black  and  white  should  be  strong  in  the 
Spring  demand  although  it  would  ap- 
pear at  the  same  time  that  the  period 
lias  passed  when  there  will  be  one  par- 
ticular style  of  neckwear  that  may  be 
considered  as  the  fashion  Men  now 
seek     individuality    to     a     large     extent 


where  they  used  to  follow  the  style  lead- 
ers as  a  flock  of  sheep  follow  the  bell 
wether. 

Regimental  Stripes. 

The  club  stripes  which  bed  such  a  good 
run  during  the  earlier  part  of  the  sum- 
mer, before  the  all-over  patterns  were 
shown  exclusively,  pr.jinis3  to  have  a 
new  lease  of  life.  But  in  being  born 
again  they  will  change  their  name  to 
meet  with  the  military  spirit.  They  will 
be  known  as  military  stripes.  In  these 
stripes  black  and  white  should  be  strong 
but  there  are  many  other  combinations, 
there  being  eight  in  all  in  the  line  being 
manufactured  by  one  Canadian  firm.     In 


Some  New  Bows. 

A  Canadian  authority  on  the  subject 
of  neckwear  is  pinning  his  faith  to  bows 
to  a  large  extent  for  next  Spring.  He 
claims  that  they  are  going  to  be  stronger 
than  ever  and  he  has  recently  designed 
a  couple  of  new  ones  which  are  now  be- 
ing offered  to  the  trade.  One  of  these  is 
illustrated.  The  novelty  is  the  contrast- 
ing border  at  the  ends  of  the  bow  which 
is  very  effective.  There  is  a  big  variety 
of  patterns  and  colorings. 

Another  new  bow  has  a  paddle  end. 
This  end  is  left  open  and  the  tie  being 
made  without  a  filler  gives  a  loose  and 
less  formal  appearance. 


Effective  use  of  stripes  which  illustrates  two  style  tendencies  in  neckwear 
that  are  expected  to  he  strong  in  the  advanced  winter  and  spring  lines — the 
black  and  white  fashion  and  the  regimental  stripes.  The  black  and  white 
idea  is  not  confined  to  stripes  nor  are  stripes  confined  to  black  and  white. 
In  black  and  white  there  is  a  big  range  of  patterns,  plaids,  cheeks,  figures, 
polkas,  etc.,  while  the  regimental  stripes  will  cover  a  full  range  of  colors. 
Shown    by    Sword    Neckwear   Company. 


the  width  of  the  stripes  there  is  a  con- 
siderable range  there  being  almost  any- 
thing desired  from  an  eighth  of  an  inch 
to  a  full  inch. 


FLAJSTNEL    FROM    THE 
STATES. 

A  scarcity  of  flannel  has 
developed  in  Canada  as  a 
result  of  the  heavy  orders 
for  shirts  for  the  War 
Office.  A  shirt  manufac- 
turer writes  The  Review 
stating  that  the  flannel 
for  the  Imperial  Govern- 
ment order  is  being  pro- 
cured in  the  Eastern 
States,  as  that  is  the  only 
market  for  supply  at  this 
time. 

"All  the  mills  and  fac- 
tories in  Great  Britain  are 
full  up  with  orders,  too. 
We  have  cabled  and  writ- 
ten factories  and  mills 
over  there  for  both  flan- 
nel and  shirts,  but  they  reply,  'all  full.'  " 


FROM  MEN   TO  WOMEN. 

Novel    bag    of    silk    for    dancing    pumps    or 

toilet   articles    put   on    the   market   to    be   sold 

to     men's    furnishing    houses    as     a    gift    for 

men   to  give  to  women.     Sword   Neckwear  Co. 
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SOME  BIG  RISES  IN  COST. 

The  war  lias  brought  about  some  strik- 
ing changes  in  the  values  of  textile  raw 
materials,  says  Dun's  Bulletin.  Cotton 
that  sold  from  12.3  cents  14V2  cents  a 
pound  last  season  is  now  quoted  from 
6y2e.  to  7e.  in  Southern-  markets.  Japan 
raw  silk  that  was  quoted  at  $4.20  a 
pound  three  months  ago  sold  at  $2.95  a 
pound  this  week.  Burlaps  that  sold  at 
71-!-.  a  yard  two  months  ago  are  now 
quoted  for  December  delivery  from  Cal- 
cutta at  29c.  a  yard.  Coarse  wools  have 
advanced  from  20  to  40  per  cent,  on  dif- 
ferent grades.  Flax  yarns  have  ad- 
vanced nearly  30  per  cent,  in  the  last 
two  months,  while  dyestuffs  and  heavy 
chemicals  have  risen  50  to  700  per  cent. 


Where  Will   Colored  Collar   Land  by  Spring? 

Coming  Fairly  Strong,  But  "Horsey"  Types  May  Spoil  It  For 
Well  Dressed  Men — Shirts  for  Spring  Show  Dash  of  Color  With 
Fine  Stripes  Popular — Nice  Demand  for  Silk  Lines. 


IIKN  one  discusses  siiirts  for 
Spring  with  the  manufacturers 
little  is  heard  of  the  subject  of 
a  possible  scarcity  of  patterns  due  to 
tin1  lack  nl'  dyes.  What  most  say  is 
thai  their  offerings  of  samples  cover 
sufficient  materials  on  hand  for  placing1 
orders;  if  repeats  come  in,  well  they 
must    take   their  chance. 

One  of  the  interesting  problems  for 
Spring,  as  yet  undecided  is  the  pleated 
shirt.  There  is  a  general  sale  for  it, 
travelers  report;  one  reason  perhaps  is 
that  it  looks  well  in  a  window  display. 
There  are  some  new  lines  shown  that. 
will  cause  many  a  passerby  to  stop  and 
look  in  and  comment  on  the  new  things 
So-and-So  gets  out.  The  pleated  shins 
come  in  the  cross  as  well  as  vertical 
stripes,  hut  may  come  to  be  a  Fall  line 
rather  than  a  Spring,  owing  to  the 
heavier  weight  due  to  their  construction. 
A  number  of  new  lines  have  been 
brought  out,'  for  Spring,  one  of  them 
showing  a  colored  "flat"  pleat,  set  in 
here  and  there  among  the  others  that 
are  set  more  closely  together. 

The  stripe  holds  its  own  in  the  or- 
dinary run  of  shirts,  as  it  has  year  after 
year.  The  finer 
lines  are  the  more 
popular  for  the  bet- 
ter class  trade  but 
numerous  samples 
show  cbmbinations. 
some  of  which  run 
into  quite  light  col- 
ors. Among  these 
are  black  and  pink, 
black  and  helio, 
black  and  mauve, 
brown  and  blue,  etc 
These  come  in  finer 
stripes  alternating 
but  a  few  are  seen 
with  one  of  the  two 
in  a  broad  stripe. 
The  ''candy  stripe" 
combinat  ions  a  r  e 
also  selling  in  many 

Sect  inns. 

There    is    a    g I 

d  em  a  ml  reported 
for  silk  shirts,  silk- 
fronts  being  well 
taken.  Among  the  materials  shown  by 
one  firm  are  silkines,  wool  taffetas,  plain 
shentungs,  untearable  Japanese,  ami 
some  tine  me  b  <  loths.  These  are  of 
more  delicate  stripes  but  sho^n  a  Eancj 
for  a  dash  of  color. 

The   shirts  with   the   soft    attached    col- 


lars coming  in  silkines  and  wool  taf- 
Review,  ventured  the  prophecy  that 
fetas,  for  golf,  tennis,  etc..  are  being  well 
received  agrain. 


Colored    collar    with    neat    vertical    stripe   in 
black.     Shown  by  Williams.  Greene  &  Rome. 


The  most  interesting-  point  probably 
about  Spring  shirts,  however,  is — to  use 
an  Irish  bull — not  the  shirt  but  the  col- 
lar. To  what  extent  will  colored  collars 
be  worn? 

At  the  present  time  the  double  linen 
collars  with  vertical  or  horizontal  stripes 
are  having  a  good  introductory  run,  with 
blacks  much  preferred  to  all  others. 
There  had  been,  of  course,  an  attempt  to 
work    in    others    with    a    heavier    stripe, 


A  well-known  expert  on  shirts  and  col- 
lars discussing  the  question  with  The 
"colored  collars  will  come  in  strong  if 
manufacturers  do  not  spoil  it  all  by 
bringing  in  loud,  'horsey'  lines.  Once 
they  get  a  certain  clas-  of  men  wearing 
them  they  are  done  for.  But  if  they 
keep  to  the  neat,  rather  quiet  lines,  I 
think  the  better  dressed  public  will 
adopt  them.  Of  course  the  neat  black 
stripe  will  be  the  most  popular  as  it  can 
he  worn  with  any  color  of  shirt  but  the 
more  delicate  colors  should  be  taken  up 
as  well.  One  of  the  practical  reasons  for 
this  is  that  the  colored  collars  do  not 
show  a  slight  soiling  that  often  compels 
a  man  to  change  his  collar  in  the  middle 
of  the  day.  particularly  in  the  winter 
when  his  overcoat  collar  touches  it.  I 
know  stores  that  refused  colored  collars 
one  week  and.  finding  a  call  from  the 
public,  asked  for  them  the  next.  It  is 
an  interesting  trend  to  watch  and  one 
cannot  say  which  will  be  the  better,  the 
vertical   or  horizontal    stripe." 

Soft  collars  are  being  made  up  on 
shirts  pretty  much  as  ever,  but  it  is 
certain  that  few  will  be  worn  in  a  real 
dressy  shirt. 


V'u  . i t > 1 1 . 1 .  -  of  million  pleated  shirts,  the  om  on  the  left  showing  a  distinct  color  ten 
tlency  in  a  "flat"'  pleat.  Pyjamas  are  more  popular  than  ever  a*  Christmas  gifts,  especially 
in   kemo  silks  and  cashmeres.     Shown   by   William-..  Greene  &  Rome. 


he  public   rather  fought   shy  of  it. 

now    colors    appear    to     he    coming 


hut 

But 

hack    in    finer    lines.        Some    makers   are 

showing  mauve,  pink,  tan,  blue,  brown. 
etc.,  as  well  as  black,  and  a   few  are  try 
ing   self   colors    as    well    as    stripes    on    a 

w hiie  ground, 
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A  FISH  STORY? 

"Why  don't  you 
advertise?"  asked 
the  editor  of  the 
home  paper.  " Don't 
you  believe  in  ad- 
vertising?" 

"I'm  ag'in'  ad- 
vert isin'."'  replied 
the  proprietor  of 
the  Ilaysville  Racket 
Store. 

"But  why  are  you 
against  it  ? "  asked 
the  editor. 

"It  keeps  a  feller 
too  durn  busy,"  re- 
plied the  proprietor. 
"Advertised  in  a 
newspaper  one  time 
about  ten  years  ago. 
ami  1  never  even  got 
time   to  go  fishing." 

-$ 

800,000  SHIRTS. 

The     Imperial    representative    in    Can- 
ada has  placed  orders  with  the  Canadian 
shirt    manufacturers    tor    800,000    shirts. 
and  a  committee  of  these  worked  om 
details   of  distribution. 


Is  Fashion  Destined  to  Kill  the  Knitted  Tie  ? 

The  Vogue  of  the  Flat  Silk  Cravat  in  Mixed  Patterns  Promises 
to  Stop  Sales  of  Knitted  Ties — Opinions  in  Canadian  Trade  That 
Neatness  and  Wearing  Ability  Will  Sustain  the  Latter  for  Many 
Branches  of  the  Trade,  Despite  the  Trend  of  Styles. 


WHAT  is  the  future  of  the  knitted 
tie?  Has  fashion  yet  signed  the 
death  decree?  There  are  some  of 
the  questions  which  are  being  asked  by 
men's  furnishers. 

It  is  certainly  evident  that  in  the 
centres  of  fashion  there  has  been  for 
some  time  a  tendency  to  favor  the  flat 
silk  cravat  and  designers  have  created 
a  big  variety  of  rich  designs  which  are 
being  made  up  in  large  shapes.  At  the 
same  time  there  is  a  question  in  the 
minds  of  many  of  those  who  are  in  touch 
with  the  retail  in  this  country  and  who 
know  the  strong  position  that  the  knit- 
ted tie  holds  with  the  public  as  to  wheth- 
er fashion  will  be  able  to  overcome  the 
demand  particularly  among  that  class  of 
well  dressed  men  who  do  not  follow  the 
devious  ways  in  which   fashion  leads. 

For  all  practical  purposes  there  has 
never  been  a  tie  which  fills  the  require- 
ments like  the  knitted  one.  Where  the 
silk  cravat  after  being  worn  for  a  com- 
paratively short  time  begins  to  get  out 
of  shape  and  to  soil  on  the  exposed 
edges,  the  knitted  neck  piece  will  hold 
its  shape  for  several  months  and  will 
show  but  little  the  effects  of  wear.  It 
is  always  serviceable  and  well  appear- 
ing. 

Tlie  present  tendency  in  neckwear  fav- 
ors patterns  and  designs  which  are  not 
adapted  to  the  knitted  goods  but  at  the 
same  time  the  color  combinations  and 
mixtures  which  have  been  made  by  the 
knit  goods  manufacturers  are  little  short 
of  wonderful.  Starting  as  a  small  string 
tie  with  a  single  layer  of  material  and 
little  to  recommend  it  in  shape  or  color- 
ing the  knit  tie  has  developed  and 
thrived  for  almost  a  decade  until  it  oc- 
cupied a  very  strong  position  in  men's 
apparel,  with  an  almost  limitless  variety 
of  colorings.  The  tendency  towards 
larger  shapes  which  commenced  a  couple 
of  seasons  ago  has  been  followed,  but 
the  present  call  for  varied  patterns  and 
color  mixtures  which  can  only  be  secured 
in  the  hish  priced  silks  and  this  and  the 
strong  but  limited  popularity  for  bow 
ties  has  worked  against  the  knitted  mem- 
ber of  the  tie  family. 

However,  no  matter  what  the  dictates 
of  fashion  may  be — and  it  must  be  ex- 
pected that  the  influence  will  certainly 
be  felt — it  is  pretty  safe  to  say  that  the 
popular  knit  tie  is  going  to  maintain  a 
share  of  its  popularity  and  will  continue 


Example  of  novelties  in  kuitted  neckwear 
being  brought  out  to  hold  the  popular  de- 
mand. This  is  of  finely  knitted  si:k,  which 
gives  it  a  solid  body.  The  iniique  feature  is 
the  raised  stripe  of  self  material,  knitted  Into 
the  design  .  Shown  by  R.  Score  &  Son,  Tor- 
onto. 


to  hold  at  least  a  good  portion  of  the 
present  demand. 


Gloves   Higher 

Tanneries  in  France  Mostly 
Closed  Down  and  Increase 
Seems  Certain  For  Spring. 


the  idea  of  risk  on  the  Atlantic,  declar- 
ing they  would  never  insure  their 
goods.  Their  confidence  often  rests  on 
ignorance.  Many  manufacturers  with 
large  shipments  are  taking  no  chances, 
and,  of  course,  the  retailer  and  the  con- 
sumer are  having  to  pay  for  this  insur- 
ance. 

The  trade  seems  fairly  certain  that 
prices  will  be  higher  next  Spring.  The 
tanneries  in  France  which  produce  skins 
for  gloves,  are  mostly  closed  down,  and 
as  manufacturers  have  little  in  sight  be- 
yond what  they  now  have  in  stock,  high- 
er prices  are  probable.  In  the  meantime 
large  consignments  of  gloves  are  arriv- 
ing from  both  France  and  England,  so 
that  there  should  be  little  difficulty  in 
securing  supplies  for  this  Winter. 


PRICES  of  leather  gloves  are  ad- 
vancing, and  must  advance  still 
farther  owing  to  trouble  in  Eur- 
ope, and  to  the  high  ;iost  of  transporta- 
tion, both  inland  and  ocean.  Marine 
insurance,  which  went  down  from  6y-> 
per  cent,  to  2  per  cent.,  has  begun  to 
rise  again,  and  is  expected  to  go  high, 
owing  to  the  fact  that  vessels  have  been 
torpedoed  in  the  English  Channel,  and 
because  of  mines  and  submarines  on  the 
trade  routes.  Some  people  pooh-pooh 
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THE    WOOL    EMBARGO    OFF. 

Definite  word  has  at  last  been  re- 
ceived in  Canada  not  only  that  the  Brit- 
ish embargo  on  wool  has  been  lifted,  but 
that  shipments  are  going  forward.  The 
outbreak  of  the  foot  and  mouth  disease 
in  the  States  has  made  it  necessary  to 
fumiirate  wool  coming  from  there  into 
Canada. 


THE  MILITARY  IN  MUFFLERS. 

The  military  note  is  present  now  in 
mufflers,  and  regimental  stripes  come  in 
the  silk  or  all-satin,  in  black  and  white, 
or  grey  and  white.  These  may  drive  out 
the  knitted  mufflers  so  popular  last  year. 


CIGARS  AND   SODA  FOUNTAIN 
FURNISHINGS. 

Continued  from  page  62. 

side  of  the  counter  I  found  carried  out 
best  perhaps  in  a  Detroit  store.  It  was 
a  very  narrow  store,  not  more  than  six 
feet,  but  extending  about  100  feet  in  the 
rear.  The  young  men  who  opened  this 
store,  arranged  the  fittings  so  that  the 
show  cases  fitted  into  the  wall,  and  the 
cabinet  or  shelving  on  top  stood  on  the 
show  case,  leaving  about  a  foot  of 
ledge  where  each  article  could  be  shown 
to  the  customer.  Thus  the  clerk  was 
close  beside  the  man  who  was  trying  the 
goods,  and  made  a  far  more  effective 
salesman  than  if  he  was  several  feet 
away.  The  success  of  this  in  that  store 
made  me  decide  to  follow  out  this  system 
if  over  I  entered  the  retail  business 
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A  BOOK  THAT  SAVES  MONEY 
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Digest  of  the  Mercantile  Laws 
of  Canada" 


A  READY  REF- 
ERENCE FOR 
BUSINESS  MEN 
AND  THEIR 
ASSISTANTS. 
A  GUIDE  TO 
THEIR  DAILY 
BUSINESS 
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Digest  of  Canadian 
Mercantile  Laws 


IBOAl  AND  BUSINESS  PORMS 
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IN  RENTING 
A  STORE,  PRO- 
CURING A  LOAN 
OR  COLLECT- 
ING A  DEBT, 
THIS  BOOK 
WILL  SAVE 
YOU  MAN Y 
DOLLARS 


m: 
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No  work  ever  published  in  Canada  equals  it  for  business  men.  A  veritable  consulting 
library  on  this  one  line  so  universally  needed.  Based  on  Dominion  and  Provincial 
Statutes  and  Court  Decisions.  Indorsed  by  barristers,  sheriffs,  magistrates  and  con- 
veyancers. 

Below  appears  a  few  of  the  questions  it  answers.  These  are  picked  out  at  random  from 
the  book. 


If  you  endorse  a  cheque  which  bank  cashes,  are  you 
liable  to  the  bank  for  the  amount,  if  the  cheque  were 
forged   or  raised! — 173. 

(The  figures  after  each  question  refer  to  the  section 
in  the  "Digest"  which  gives  the  answer.) 
Can  Interest  written  "one  per  cent,  per  month"  in  a 
note   be   collected   by   "legal   process?" — See    sections 
345,  185. 

In  going  security  on  a  note,  what  is  the  difference  be- 
tween writing  your  name  on  the  face  of  the  paper  or 
on   the  back? — 171. 

Why  is  it  that  a  verbal  agreement  to  buy  real  estate 
with,  say  $100  paid  down  "to  bind  the  bargain,"  does 
not  bind  either  seller  or  buyer? — 451. 
If  a  proposition  is  made  to  you  by  letter  and  you  accept 
it  by  letter,  do  you  know  the  exact  time  when  the 
contract  is  closed? — 39. 

How  many  years  does  it  take  a  promissory  note,  a  book 
account,  a  judgment  or  a  legacy  to  outlaw  in  your 
province?— 356,  359,  360,  367. 

How  long  may  the  drawee  legally  hold  a  draft  for 
acceptance  ? — 209. 

If  a  man,  in  the  presence  of  a  witness,  makes  a  verbal 
agreement  to  buy  a  wagon,  say  for  $53,  but  does  not 
take  possession  of  it,  will  the  sale  be  binding? — 500. 
What  effect  has  it  on  a  will  if  only  one  person  signs  it 
as   a  witness? — 815. 


If  the  wife  or  husband  of  a  legatee  signs  the  will  as 
a  witness,  what  is  the  effect? — 816. 
"A,"  in  paying  off  a  Mortgage,  gave  mortgagee  a 
marked  cheque  on  which  was  written:  "This  cheque 
is  given  and  received  as  a  full  settlement  and  dis- 
charge of  Mortgage  No. . ' '  Is  that  a  legal  dis- 
charge?— 410. 

If  a  person  goes  with  his  hired  man  to  a  merchant 
and  says:  "Give  this  man  the  goods  he  may  need  up 
to,"  say  "$15,  and  if  he  does  not  pay  you,"  say, 
"within  thirty  days,  I  will,"  will  the  promise  bind 
him?— 110. 

If  stolen  goods  are  sold  to  an  innocent  purchaser  for 
value,  can  they  be  taken  from  him? — 513. 
How  may  a  person  legally  add  "&  Co."  to  his  name, 
or  use  any  special  name  other  than  his  own  as  a  firm 
name,  without  having  a  partner? — 694. 
"B"  claims  that  the  Canadian  Bills  of  Ex.  Act  allows 
him  two  days,  in  addition  to  the  day  of  presentment, 
to  accept  a  sight  draft,  and  then  three  days  of  grace 
in  which  to  pay  it — six  days  in  all.  Is  he  right? — 
209,  217. 

If  you  rent  a  property  for  a  year,  the  rent  payable 
monthly,  and  remain  on  after  the  year  expires,  are  you 
a  yearly  or  a  monthly  tenant? — 580,  608. 
Can  you  garnishee  a   debtor's  money  deposited   in   a 
bank  if  you  know  it  is  there? — 885,  295. 


Forwarded   direct  post  free   on   receipt  of  price. 

Keep  the  book  ten  days,  and  if  it  is  not  worth  the  price,  return  it  and  get  your  money  back.  If  remitting  by  cheque  make 
same  payable  at  par,  Toronto.    Eastern  Edition,  Price,  $2.00. 
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"BLACK  PRINCE" 

The  Workingman's  Shirt  of  High  Quality 

The  Black  Prince  is  made  of  a  fleece-back  serge  which  is 
made  specially  for  this  shirt  and  confined  to  us  by  the  manu- 
facturers. 

The  Black  Prince  is  the  only  shirt  of  this  high  quality. 

The  shirt  is  cut  on  big  lines— plenty  of  length — long  sleeves 
— roomy  armholes— and  the  color  is  fast  black — the  color 
will  not  fade  out,  wash  out,  nor  even  boil  out. 

The  Black  Prince  is  the  kind  of  shirt  the  workingman  is  glad 
to  buy.  The  Black  Prince  has  the  quality — and  it  is  main- 
tained— the  Black  Prince  label  identifies  the  best  in  work- 
ingmen's  shirts. 

Ask  your  wholesaler  for  prices  and  samples. 


U3nM 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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The  Annual  Spring 
Number 

of  Canada's  only  dry  goods  paper  will  reach 
the  buyers  in  every  worth-while  dry  goods 
and  department  store  in  Canada  the  first 
week  in  January. 

You  know  what  our  former  special  numbers 
have  been, and  when  we  state  that  this  Spring 
Number  will  eclipse  all  previous  efforts  you 
should  not  hesitate  to  arrange  for  space  in 
this  issue,  which  will  be  replete  with  style 
news  and  practical  suggestions  which  the 
live  merchants  find  necessary. 

Advertising  forms  close  December  30,  early 
forms  go  to  press  December  20.  Reserve 
space  now,  so  as  to  be  sure  of  good  position 
in  this  fine  big  number. 
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No.  993,     Party   box.     This   style  ti 
retail    from  $2.00  to   $5.00. 


Manicure  sets  to  retail  from  $1.50  to  $5.00 
Fittings  are  of  chased  silver,  also  chased 
silver  fittings  combined  with  pearl.  Others 
\\  II  li   all   highly   polished  silver. 


J 


No.   999.    Party    box.     This   style   to 
:  et.iil  for  $2.50,  $3.00  aud  $3.50. 

We  have  a  complete 
assortment  on  hand  of 
these  ".Made  in  Can- 
ada" goods.  Send  us  a 
sample  order. 

WESTERN  LEATHER  GOODS 
COMPANY,  LIMITED 

1191  Bathurst  St.,  Toronto,  Ont. 

Night    messages  can   be   telephoned    the 

week   previous  to   Christmas    Day  up   to 

10  o'clock 

Telephone— Hillcrest  L'074 


Fitted    bags    t<.    retail    for   $1.50,   $3   aud    up    I 
ST. ."II.       Other     bags     with     mirror     ami     purse 
only  to   retail   from  50  cents   up. 
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Our  lino  are  specially  suitable  for  toning  up. 
Fine,  large  .-lock  of  Swiss  embroideries,  etc.  in 
our  new  Canadian  warehouse  in  Unity  Build- 
ing, Montreal. 

Wholesalers,  retailers  or  manufacturers  who 
know  and  look  into  true  values  invariably  give 
Thoma's  embroideries  the  preference  for  their 
quality  of  fabric,  workmanship,  appearance, 
and  their  remarkably  low  prices. 

We  are  pleased  to  submit  specially  assorted  samples 
of  newest  patterns  to  intending  customers  on  request. 

Manufactured    by 

(So  ¥»MA  &  C@, 

St.  Fiden,  St.  Gall  (Switzerland) 

Jgent:    J.  H.  Gannon,    Unity  Hui/t/insj,    Montreal 

;  tin  tin  tin  Si  «$  tin  tin  tin  tin  ti?i  tin  tii  tin  tin  tin  tin* 
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"Rooster  Brand" 


CANADA 

AND 

BRITAIN 


Produce  About  Everything  We  Require 

Purchase  all  you  can  in  Canada  and  our  factories 
will    run    full  time   and    much    hardship   he   averted. 

Be  British 

Our  Travellers  are  now  on  active  service  with  a 
splendid  equipment  and  ready  for  any  emergency 
for  assorting  and  Spring. 

White  Coats,    Shirts,    Overalls,    Pants 
Mackinaws,   Khakis,  White  Ducks 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MONTREAL:    501    New    Birks    Building 
MAGOG,    QUE.:    Branch    Factory 


DRY    GOODS    REVIEW 


Cloth  Dolls 
for  Xmas  ! 


Quick  Sellers — 
Big   Profit! 


YOU  can  make  from  100  to  300  per  cent,  profit  on  these  "made- 
in-Canada"  Red  Cross  Nurse  and  "Highlander"  cloth  dolls. 
Printed  in  fast  colours  on  heavy  cotton,  all  ready  to  be  cut 
out  and  stuffed.  Take  the  place  of  other  toys.  Patriotic  Fund 
Committees,  church  societies,  etc.,  all  want  them.  Great  for 
children's  Christmas. 

Dolls  are  16  inches  high,  8  inches  wide  —  four  complete  dolls 
(front  and  back)  to  the  yard.  Price  to  you  is  32c  a  yard,  or  8c 
a  doll,  in  15,  30,  or  60-yard  lengths.  Customers  are  retailing  them 
fast  at  from  15  to  30  cents  a  doll. 

Please  place  orders  for  these  dolls 
at    once.     They    are    going    fast. 

In  Other  Departments — 

YXT  E  have  completed  our  Fall  stock-taking,  and  our  ware-rooms  are 
rapidly  filling  with  new  Spring  goods.  In  anticipation  of  general 
price  increases,  as  a  result  of  the  war's  effect  upon  the  textile  industry,  we 
have  accumulated  ample  stocks  of  all  staple  lines,  and  are  prepared  to 
supply  all  requirements  of  our  regular  customers. 

Greenshields  Limited 

Montreal 

"Everything  in  Dry  Goods" 
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TRaDE  r^ARK 


No  More  Jabbed  Fingers 
No   More    Torn   Goods 


Noesting  Pin  Tickets 

These  features  have  revolutionized  the  pin  ticket  situation.  Merchants  were  not 
slow  in  realizing  the  superiority  in  Noesting  Pin  Tickets,  and  to-day  those  who 
have  tried  them  will  use  no  other. 

Are  you  among  these  aggressives  who  are  daily  proving  and  profiting  by  the  merits  of  Noesting? 
If  not,  a  free  sample  box  will  prove  to  you  conclusively  that  you  are  losing  money  in  not  ticket- 
ing your  goods  with  Noesting  Pin  Tickets — the  ticket  that  does  not  jab  the  finger  or  tear  the  finest 
material. 

Write  for  it  to-day. 


The   Copp,   Clark  Co. 
Limited 

495-517  Wellington  St.  West        Toronto 


If  through  the  War  m 

your  supplies  are  stopped  of  Cotton  Webbings,  Bindings  and  Tapes.  Boot  Loopings  and  Top  Bandings. 
Woven  Name  Labels  or  Loops  of  any  description.  Elastic  Braids  or  Webbings.  Mending  Wools.  Sewing 
Cottons    and    Embroidery    Yarns.  Braces  and  Hose  Supporters.  Cork  Insoles  and  Wool  Slipper  Soles. 

Corset  or  Boot  Laces  or  Wood  Lasts  — 


WE  CAN  HELP  YOU 


We  are  large   manufacturers  of  the  above-mentioned  goods,  having  seven  factories  in  different  parts 
of  England.      Send    us    samples    and  particulars    of    your    requirements     and    the     same     shall     have 
=^==^^^=^=  our  immediate    attention.  ~ 

FAIRE  BRO?  &  Co.,  Ltd.,     LEICESTER,  England, 

&  19  FORE  STREET.  LONDON.  E.C. 
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J.   MAYGROVE 

&  Company  Limited 

SILK  threads  for  WEAVING 

KNITTING  and  EMBROIDERY 

also  SEWING 

AGENT : 

F.  A.  TURNER,  52  Bay  St.,  TORONTO 


London  Warehouses : 
Sl/2  Aldersgate  St., 
EC. 


Mills,  ST.  ALBANS 

and  Kedburn, 

HERTS 


ESTABLISHED  1849 


BRADSTREET'S 

Offices  Throughout   the  Civilized   World. 


OFFICES   IN    CANADA: 


Calgary,  Alt  a. 
Edmonton,  Alta. 
Halifax,   N.B. 

London,  Out. 


Ottawa,  Ont. 
si    John,  N.B. 
Vancouver,   B.C 
Victoria,    B  C. 
Hamilton,   Ont. 


Montreal,   Que. 
Quebec,  Quo. 
Toronto,  <.'m. 
Winnipeg,   Man. 


Reputation    trained    by    long    years    of  vigorous, 
conscientious  and    successful   work. 


THOMAS 


C.    IRVING, 

TORONTO. CANADA 


General  Manager 
Western     Canada 
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ENGLISH  MOHAIRS 

Guaranteed  by  the  B.D.A. 

Succeeding  Spring  and  Summer  Mohair  seasons 
show  increased  sales — 

— because  retailers  know  that  "B.D.A/*  stands 
for  unvarying  reliability,  and — 

— because  Mohairs  are  not  a  "Seasonal'1,  risk, 
but  sell  steadily  in  Fall  and  Winter  alike. 

Ask  your  importer  and  wholesaler  to  show  you 
the  latest  productions  in  English  Mohairs  guar- 
anteed by  the  B.D.A. 

The  BRADFORD  DYERS'  ASSOCIATION,  Ltd. 

Of  Bradford,  England 

American  Bureau 235   West  39th  Street,  New  York 
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Display 
"Old  Bleach" 

to  increase  your 
Christmas  linen 
sales  this  year 


"Old  Bleach"  counter  and 
window  displays  will  be 
the  centres  of  attraction 
during  Christmas  buying. 

They  offer  the  widest 
range  of  Christmas  sug- 
gestions. They  meet  all 
requirements. 

Sorting  stock  in  Toronto 
office. 


R.  H.  Cosbie  Limited 

Irish  Linen  Agency 
30  Wellington  Street  West 

TORONTO 


THE  McKINLEY  MUSIC  CO.,  c^cwA%R^d 


now    offers    to    I  lie    dealer 


The  Greatest  Money-Making  Proposition 


that    has    ever    1> 


obtainable    in    the    history    of    the 
music  world,  in  the 


ROOT  POPULAR  MUSIC  ASSORTMENT  and 

THE   McKINLEY   DEMONSTRATOR 
A  HORNLESS  TALKING  MACHINE 

Fearing  the  necessity  of  a  singer  and  player  you  have 
always  put  off  starting  that  sheet  music  department  In  your 
store;  realizing  the  ensuing  expense,  in  maintaining  such  a 
department   up  to  the  standard  of  your  desire. 

In  the  McKinley  Demonstrator  we  have  turned  this  former 
actual  expense  Into  a  profit-maker.  You  arouse  the  Interest 
of  your  prospective  customers  in  three  articles  in  one  demon- 
stration —  Sheet  Music,  The  McKinley  Hornless  Talking 
Machine    and    McKinley    Velvet    Records. 

Assurance  is  given  the  dealer  of  the  elimination  of  dead 
stock  on  his  shelves,  of  any  piece  of  The  Koot  Popular  Music 
Assortment,    by    our   exchange    offer. 

The  McKinley  Edition  of  Ten  Cent  Music 

will  always  hold  first  place  as  an  Edition  of  Standard,  Classic 
and   leaching    Music. 

An  established  demand  for  this  line  of  music  exists 
throughout  the  United  States  and  Canada.  It  meets  the  require- 
ments of  the  Teacher,   Student  and   the  Accomplished  MusiciaD. 

It  has  proved  itself,  to  thousands  of  dealers  to  be  the 
best  foundation  for  a  sheet  music  department. 

Every  copy  of  The  McKinley  Edition  sold  means  a  profit 
of  over  200%   to   the  dealer. 

The  McKinley  Edition  conforms  in  every  detail  with  Can- 
adian  copyright   laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer" 
is  the  catalogues  bearing  the  dealers'  imprint  which  are  sup- 
plied with  both  of  these  Editions.  These  catalogues  will 
attract  more  customers  to  your  store  than  any  other  medium 
you  could   employ. 

Write   us   for   Samples   and 
Particulars  to-day. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet 
Music     House"    in     the     World. 

CHICAGO:   1501-15  EAST  FIFTY-FIFTH  STREET 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     S^.50     Mailed  Free 

Specimen  Copy  'will  be  supplied  an  application 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C 


Publishing  Offices  : 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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YOU  will,  frequently  during 
the  Christmas  rush,  discover 
that  you  must  have  certain  Lines 
"without  delay." 

Then  drop  us  a  card  or  fill 

in  one  of  our  Letter  Order  Blanks 
and  you   will  assure   yourself  of 

Prompt  Service, 
Careful  Selection 
and  Fair  Prices. 


We  have  a  a  large,  well-assorted 
stock  of  Smallwares  and  Fancy 
Goods  and  General  Dry  Goods 
— particularly  Wearing  Apparel 
and  House  Furnishings — attrac- 
tively packed  in  Holiday  Boxes. 


John  M.  Garland,  Son  &  Co.,  Limited 

Wholesale  Dry  Goods 

Ottawa  Canada 
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When  buying  Hosiery 
ask  for 

HAWLEYS 
"HYGIENIC  BLACK" 

There  is  no  better 
Dye  in  the  World. 

Every  Pair 

Warranted  Fast 
toAAfoshing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  England. 


r 


~\ 


Finest,  snowy-white, 
grass-bleached 
Irish  Linens 

—Liddell's  Gold  Medal 


— the  linens  of  nearly  one  hundred 
years  ago,  the  linens  of  to-day — 
handsomely-patterned,  beautifully- 
woven  Table  Cloths,  Napkins,  Irish 
hand-embroidered  Bed  Spreads, 
Shams,  Sheets,  Pillow  Cases,  Lunch 
Cloths,  D'Oylies,  Bureau  Scarfs, 
etc.,  will  pay  you  to  stock  for  your 
fine  trade.  See  the  1915  range 
now — write  for  samples. 


R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  West  Wellington  Street,  TORONTO 


^. 
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BATTING 


NORTH    STAR,   CRESCENT 
and  PEARL 

These  brands  represent  the 
batting  that  your  customers 
want. 

They're  made  from  long  staple 
cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come  in  big  batts  that 
open  out  into  strong  sheets  of 
even  thickness. 

it  pays  you  to  sell  these  brands. 


Order  of  your  Wholesaler. 
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GINGHAMS  will  be  in  Good  Demand  in  1915. 

Stock  THE  POPULAR  BRAND 

The  Range  of  "ANDERSON'S"  is  finer  than  ever 

and  are  being  shown  by  ALL  WHOLESALE  HOUSES 


/j "  t^iruie4v^f^i 


WM.  ANDERSON  &  CO.,  Ltd. 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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XMAS  9-teen  4-teen 


HANDKERCHIEFS 

will  no  doubt  be  one  of  the  principal  features  this  year  for 

Xmas  Presents.     WHY? 


They 


are  Sensible  Gifts 

are  Not  Costly  and  Always  Useful 


[  continually  Remind  the  Receiver  of  the  Giver 

See  our  list  of  prices  and  kinds  in  this  issue. 

Assortment  is  tremendous — Values  are  Ai,  both  in  Fancy  and  Staple  lines. 

Our  Box  Handkerchiefs  for  Children,  Ladies  and  Men  are  Unique,  Catchy,  Well  Selected 

and  all  PROFIT  PRODUCERS 


CHILDREN'S    HANDKERCHIEFS 
IN  FANCY   BOXES. 

Three  handkerchiefs  to  box. 

Fairy  Tales,  Chic  Poets $1.25  dozen  boxes 

Lucky  Charm,  Noah's  Ark,  Memo  Card  ....   1.80  dozen  boxes 

Sprimaid,  TJ2  and  W.M.2   2.00  dozen  boxes 

Nice   fancy   Box,   with   Game   of   Snap   in 

each  box   

Nice    fancy    Box,    with    Necklace    in    each 

box    

Nice  fancy  Box,  with  Watch  in  each  box. . 

Nice  fancy  Box,  with  Bottle  of  Perfume  in  ^$2.25  dozen  boxes 

each  box 

Nice  fancy  Box,  with  Game  of  Roulette  in 

each  box  

Nice  fancy  Box,  with  Mouth  Organ  in  each 

box 

XMAS  BOXES  FOR  LADIES. 
Each   box   containing  either  %,   1-3   or  V2   dozen   nice   Hem- 
stitched Handkerchiefs:  $2.25,  $2.75,  $3.00,  $3.50,  $4.00, 
$4.50,  $5.40,  $6.00,  $7.80,  $8.50,  $9.00,  $10.00,  $10.50,  $12.50, 
$13.50  and  $16.50  dozen  boxes. 
Boxes  are  all  new,  latest  ideas  and  are  very  charming. 

XMAS  BOXES  FOR  GENTLEMEN. 

Each  box  containing  either  ^  or  V2  dozen  nice  Hemstitched 
Handkerchiefs.     $6.00,   $7.80,  $8.40,  $8.50  and  $9.00  per 
dozen  boxes. 
TJ8  has  Six    Handkerchiefs  and   a  Nice  Pipe   in   each 

box at  $12.50 

LADIES'    WHITE    HEMSTITCHED    CAMBRIC. 

271/2c,  371/20.,  40c,  45c,  70c,  75c  and  85c  per  dozen 

LADIES'  INITIAL  HANDKERCHIEFS. 

Al  values,  g I  initials 85c  per  dozen 

y2-dozeii  Boxes,  New  Fancy  boxes, 

$2.25  per  dozen  Eandkerchiefs 

LADIES'    WHITE    HEMSTITCHED    LINEN 
HANDKERCHIEFS. 


Assorted  Vs  in.,  '  1    in.  and 


hems:     90c,   $1.10,  $1.25, 


$1.50,   $1.80,  $2.00,  $2.25,    $2.75,    $3.60  and  $4.50  per  dozen 


LADIES'  LACE  EDGE  HANDKERCHIEFS. 

421/2c,  62i/2c,  75c,  85c,  90c,  $1.10,  $1.25,  $1.50,  $1.80,  $2.00 

and  $2.25  per  dozen 

LADIES'   EMBROIDERED   HANDKERCHIEFS. 

Embroidered  corners:  40c,  45c,  90c,  $1.25,  $1.65,  $2.25,  $2.40 

and  upwards 
Scalloped  edges:   90c,  $1.10,  $1.35,  $1.65,   $2.00,  $2.40,   $3.50 

and  $4.50  per  dozen 
Scalloped    and    hemstitched    borders:    $1.10,    $2.25,   $4.50    and 

$4.75  per  dozen 

MEN'S  STRIPE  BORDER  HANDKERCHIEFS. 

75c,  $1.10,  $1.25,  $1.50,  $1.80,  $2.00  and  $2.25  per  dozen 

Nobby  Stuff.     What  the  Boys  Like! 

MEN'S    WHITE    CAMBRIC    HEMSTITCHED 
HANDKERCHIEFS. 

45c,  75c,  85c,  $1.10  and  $1.35  per  dozen 

MEN'S  WHITE  LINEN  HEMSTITCHED 
HANDKERCHIEFS. 

Assorted  ^4  in--  %  iQ-  and  Vi  m-  hems:     $1.25,  $1.50,  $1.80, 
$2.00,  $2.25,  $2.75,  $3.10,  $3.50  and  $4.50  per  dozen 

MEN'S    "EXCELDA"    HANDKERCHIEFS. 
An  immense  range  of  new  patterns  at 90c  per  dozen 

IMITATION   •'EXCELDA"   HANDKERCHIEFS. 

Al  patterns 80c  per  dozen 

Boys' sizes 46c  per  dozen 

MEN'S  INITIAL  HANDKERCHIEFS. 

a/2-dozen  Boxes  of  one  Initial.    Pure  Linen. 

Fancy  K>>x    $2.25  per  dozen  Handkerchiefs 

Mercerized.     Good  size  initial    $1.50  per  dozen 

•  •  Kxcelda  " $2.00  per  dozen 

MEN'S  SILK  HANDKERCHIEFS. 
Hemstitched:   $2.25,  $3.00,  $4.50,   $6.75   and   $9.00   per  dozen 

in  White. 
Hemstitched:    $4.50,    $6.75    and    $9.00    per    dozen    in    Black. 
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St.  Mary's  Store  in  Campaign  for  Soldiers'  Gifts 

Dicksons,  Limited,  Offer  One  Week's  Sales  Under  Wise  Condi- 
tions and  Women  of  Town  Accept  Eagerly — Proceeds  Will  Go 
Probably  on  Apples  for  Canadians  at  Salisbury  Plains. 

By  a   Staff  Correspondent. 


ST.  MARY'S,  Nov.  27  (Special).— 
One  of  the  most  successful,  as  well 
as  the  most  novel  sales  ever  tried  in 
this  town  of  4,000  people  was  staged  by 
the  St.  Mary's  Women's  Patriotic 
League  in  the  store  of  Dickson's  Limited. 
The  Review  has  described  several  varie- 
ties of  patirotic  sales,  but  not  one  just 
like  this. 

In  the  first  place  the  object  was  unique : 
to  raise  a  fund  for  the  purchase  of  a 
Christmas  present  for  the  Caoadian 
soldiers  on  Salisbury  Plain,  and,  like  as 
not,  that  gift  will  take  the  form  of  a 
finely-flavored   Canadian  apple! 

And  St.  Mary's  expects  to  hand 
not  one,  but  several,  to  every  mem- 
ber of  the  first  contingent. 

Some  hundreds  of  dollars  are 
looked  for  from  the  store  sale  on 
the  basis  of  ten  per  cent,  of  every- 
thing that  is  sold  by  the  ladies — for 
a  local  committee  is  actively  en- 
gaged as  sales  clerks,  managers,  and 
floor  walkers. 

Not  in  Some  Departments. 

There  was  one  point  that  will  be 
of  special  interest  to  the  merchant : 
certain  limitations  that  were  put  on 
the  extent  to  which  the  ladies  could 
carry  on  sales  in  the  various  de- 
partments. For  instance,  they  did 
not  measure  any  dress  goods,  nor 
sell  ready-to-wear  garments,  nor 
millinery.  These  departments,  as 
some  others,  required  special  train- 
ing and  technical  knowledge,  and 
the  only  result  would  have  been  to 
create  confusion  in  the  store,  while 
at  the  same  time  the  work  would 
be  irksome  and  unsatisfactory  to 
the  volunteer  sales  clerks.  This 
does  not  mean  that  the  ladies  were 
not  selling  goods  behind  the  coun- 
ters.    They    did    so    in    cases    like 


gloves,  neckwear,  fancy  goods,  etc.,  where 
there  would  be  no  danger  of  mistakes. 

Special  Tables  and  Bargains. 

In  addition  to  the  regular  departments 
of  the  store,  special  tables  and  booths 
were  arranged  for  the  ladies.  For  in- 
stance there  was  a  table  with  lines  of  no- 
tions just  inside  the  front  door,  marked 
5c,  10c,  15c  and  25c ;  there  was  a  special 
sale  of  kid  gloves  at  89c.  In  the  house 
furnishing  department  special  arrange- 
ments were  made  by  which  for  this  week 
only,  all  carpets  and  linoleums  ordered 
were  laid  free  of  charge  by  the  store. 
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ST.  MARYS  PATRIOTIC   LEAGUE 


Full   page  ad. 


run    by   Women's    Patriotic    League   in 
week  lies. 


The  ladies  themselves  in  some  cases  had 
special  articles  on  hand  to  sell.  In  the 
grocery  department  demonstrations  of 
serving  tea  and  coffee  helped  to  sell  both 
these  articles.  The  store  itself  was 
adorned  with  flags,  while  the  ladies  acting 
as  sales  clerks  wore  badges  with  special 
ones  for  managers  of  departments. 

The  sale  itself  drew  forth  an  enthusi- 
astic response  from  the  ladies  of  the 
town,  and  the  general  manager,  the  wife 
of  Dr.  Smith,  had  nothing  but  praise  for 
the  store  and  the  proprietor,  as  she  ex- 
plained the  details  of  this  plan  to  the 
Review.  The  president  of  the  league  was 
Mrs.  Dale,  wife  of  Professor  Dale, 
and  the  manager  of  the  advertising 
and  publicity  work  was  Mrs.  Mc- 
Alpine.  It  was  found  that  the  ladies 
were  very  faithful  in  attendance  at 
the  store,  most  of  them  being  pres- 
ent when  the  store  opened,  and  re- 
maining throughout  the  whole  of 
the  day,  and  this  continued  for  the 
week.  Moreover,  the  response  from 
the  town  and  surrounding  country 
in  the  earlier  days  of  the  week  gave 
evidence  of  largely  increased  sales 
which  would  add  considerably  to 
the  funds  of  the  league. 

10  Per  Cent,  of  Sales. 

The  basis  of  the  sales  was  10  per 
cent,  of  all  the  ladies  sold  during 
the  week.  This  was  expected  to 
amount  to  several  hundreds  of  dol- 
lars, and  as  Mr.  Dickson  had  figured 
it  out  that  a  box  of  apples  could  be 
secured  for  85e — sufficient  for  some 
sixty  soldiers — it  was  evident  that 
the  proceeds  from  the  sales  in  the 
store  alone  would  provide  some- 
thing for  practically  every  member 
of  the  first  contingent.  Arrange- 
ments were  being  made  with  the 
Dominion  Government  by  which  the 
(Continued  on  page  18.) 


both 


Three  Special  Lines  for  January  Whitewear  Sale 


Clean  Out  Surplus  Stocks  at  Bargain  Propositions,  Special  Lines 
as  Leaders,  From  Manufacturers,  and  the  New  Spring  Showings 
at  Regular  Prices — Dress  Windows  Right  After  Christmas  — 
Special  Decorations  and  Extra  Tables  Near  the  Entrance. 


1 !  < )  I  I ;  1 1  I  believe, ' '  said  a  white 
buyer,  "it  was  this  section  in 
the  store  which  first  started  the 
January  white  sale,  this  idea  for  bring- 
ing in  business  during  what  used  to  be 
an  off  month  was  too  good  and  too  suc- 
cessful to  be  long  confined  to  one  line, 
and  now  every  department  that  can  fea- 
ture white  merchandise  does  so,  and  the 
result  is  a  general  white  goods  sale, 
which  merges,  as  the  month  goes  on, 
into  a  general  January  clearing,  and  be- 
fore inventory  sale."  But  the  white 
Avear  sale  is  certainly  run  upon  different 
and  more  interesting  lines,  for  the  at- 
traction is  by  no  means  confined  to  bar- 
gain merchandise — in  January  is  shown 
the  new  season's  styles  in  white  wear, 
and  the  big  line  of  sample  garments  is 
always  put  out  hy  the  manufacturers 
with  a  view  to  being  put  on  show  at  the 
big  January  sale.  Logically  there  is  no 
reason  why  women  should  buy  white 
wear  in  January,  and  the  only  real  con- 
nection between  the  white  goods  sale  and 
the  month  is  contained  in  the  word  white 
— the  goods  are  white  and  January  is  the 
snow  month.  Women  as  a  rule  do  not 
buy  dry  goods  articles  before  the  time 
comes  to  wear  them,  but  in  this  case  the 
trade  has  managed  to  impress  the  fact 
upon  them  that  it  is  advantageous  to  do 
so.  The  fact  is  the  January  white  sale 
has  been  built  up  by  the  force  of  adver- 
tising, backed  up  by  genuine  bargains, 
and  it  is  to  the  giving  of  genuine  bar- 
gains, combined  with  the  right  kind  of 
advertising  and  attractive  display  that 
makes  the  January  sale  a  profitable  pro- 
position. 

The  buyer  has  three  distinct  points  of 
interest  to  feature  at  the  January  sale. 
He  lias  the  straight  bargain  proposition; 
he  has  good  values  in  popular-priced 
merchandise,  and  hiuh-class  novelties 
with  which  to  attract  the  high-class 
trade.  The  bargain  merchandise  is 
drawn  from  the  buyer's  own  stock,  aug- 
mented l>\  manufacturers'  samples,  over 
stocks  ami  broken  lines,  that  can  be 
bough!  at  a  reduction,  and  on  all  these 
there  should  lie  obtained  a  good  margin 
of  profit.  Merchandise  that  has  a  spe- 
cial value  can  he  procured  from  manu- 
facturers who  make  producing  it  their 
business.     These   manufacturers  concen 

tral i  garments  at  a  certain  price,  and 

build  t hen-  reputal ion  am!  t rade  upon  fchi 
giving  of  the  very  besl    values  pcssinle 

tor  the   money.        Manufacturers  doing  a 

genera]    white    wear    business   all    make 

ers,  ami   these  are  available   to   the 


buyer  who  orders  from  them.  By  no 
means  the  least  attractive  feature,  par- 
ticularly in  the  larger  stores,  is  the  offer- 
ing of  expensive  white  wear  that  has  be- 
come soiled  by  being  constantly  handled 
and  used  as  show  pieces.  These  goods 
are  heaped  on  bargain  tables,  and  are 
usually  sold  at  half  the  marked  price, 
which  on  this  class  of  merchandise  is 
just  about  cost. 

As  this  sale  is  really  a  forcing  of 
goods  out  at  a  season  of  the  year  when 
they  are  not  required  for  immediate  use, 
elaborate  window  and  interior  display 
and  unusual  advertising  space  are  need- 
ed. Many  stores  follow  the  practise  of 
dressing  the  windows  with  white  wear 
and  white  goods  for  the  reopening  of  the 
store  after  Christmas.  This  is  a  good 
prctice,  as  there  is  nothing  else  to  fea- 
ture, and  the  sale  gets  a  big  boost  from 
the  windows  before  the  commencement 
on  the  first  retailing  day  of  the  New 
Year. 

The  greatest  possible  attention  is 
given  to  the  proper  setting  out  of  the 
stock  in  the  department.  French  rooms, 
show  cases  and  counter  trims  are  all  ar- 
ranged as  attractively  as  possible.  A 
very  good  effect  is  gained  by  using  white 
wear  with  the  same  colored  ribbon,  head- 
ings and  trimmings  all  through  the  de- 
partment, and  by  using  tissue  and  crepe 
paper  to  match  for  covering  the  floors  of 
cases,  sheeves,  stands,  etc.  AVhere  there 
is  a  French  room  a  different  colored 
ribbon  might  be  chosen — say,  pink  for 
the  department  and  blue  or  white  in  the 
French  room. 

Usually  some  decorative  idea  is  fea- 
tured all  through  the  store,  or  on  the 
ground  floor  and  in  the  sections  partici- 
pating in  the  white  sale.  Sometimes  this 
takes  the  form  of  a  play  upon  the  white 
feature.  A  clever  idea  of  this  kind  was 
formed  of  ships  in  full  sail  cut  out  of 
compo  board  and  carrying  the  word  sale 
on  their  sails.  Last  .January  the  T. 
Eaton  <'o.  hung  a  blue  banner  from 
every  pillar  with  the  words  "January 
White  Sale"  in  silver  letters  on  a  Royal 
blue  ground.  Another  year  this  firm 
draped  each  pillar  with  white  cotton. 
Another  idea  for  attractive  pillar 
decoration  is  to  use  anj  foliage  that  is 
on  hand  for  massing  around  the  head  of 
the  pillars  over  which  cotton  batting  is 
dragged  to  represent  snow.    There  is  no 

real  need  for  costlj  decora!  ion.  for  this 
WOuld  Onlj  add  tot  lie  cost  of  putting  0D 
the  sale,  and  is  out  of  place  at  a  time 
when  the  bargain  element  must  lie  given 
10 


extra  prominence.  Moreover,  at  a  time 
like  the  present  no  merchant  will  be  will- 
ing to  spend  money  upon  decorative 
schemes  that,  while  they  are  pretty  and 
attractive,  are  also  expensive.  When 
business  is  good  and  there  is  no  question 
of  reducing  expenses,  it  is  very  nice  to 
have  these  features:  but  when  the  store 
and  its  customers  are  setting  out  to  econ- 
omize, something  that  is  not  so  expensive 
must  be  planned.  This  year,  though,  as 
always  some  decorative  feature  must 
mark  the  sale,  it  will  be  better  policy  to 
give  values  rather  than  decorative  fea- 
tures. 

A  new  feature  that  appeared  in  some 
of  the  stores  last  year  was  the  use  of 
space  on  the  ground  floor  devoted  to 
tables  and  sections  carrying  white  wear 
during  the  sale  period.  These  tables  and 
sections  were  located  near  the  door,  tak- 
ing the  place  of  fancy  goods  articles  that 
had  been  active  sellers  during  the  before 
holiday  period,  and  which  were  due  for 
a  quiet  period.  Special  bargains — not 
always  in  low-priced  garments— were 
carried   here. 

-@— 
SPECIALIZE  IN  TOYS. 
T  T  is  not  the  policy  of  Henry  Morgan 
*■  &  Co.,  Ltd..  Montreal,  to  attract  at- 
tention to  their  Christmas  goods  by  a 
fanfare  of  trumpets.  To  begin  with, 
their  stole  is  no!  large  enough  to  permit 
of  the  entertainment  of  crowds  of  chil- 
dren. They  do  not  consider  it  good 
policy  to  allow  crowds  of  children  to  in- 
terfere with  the  attention  that  customers 
require.  This  company  specializes  in 
Christmas  toys.  If  a  person  is  Looking 
for  something  in  the  electrical  line,  the; 
know  well  that  they  can  secure  some- 
thing good  and  up-to-date  at  Morgan's 

which  can  be  connected  with  the  light- 
ing circuit.  Unlike  manv  merchants, 
they  bough!  their  supply  of  Herman  toys 
early,  ami  had  their  storks  in  before  the 

war  broke  out. 


BELT  OF  ANY  SIZE. 
A    U.S.    linn    has   brought    out    a    new 
style  helt  which  it  is  claimed  will  simplify 
the  size  question.    There  is  a  detachable 

buckle  and  the  leather  can  be  cut   to  any 
desired.      Not    only   is   it   claimed 

to   have   an    attraction    for   the   pun 
but  there  is  the  advantage  that  the  deal- 
er  can   clean    up   his  stock   at    the   end   of 

i   ,    season  by   cutting  down  large  si/.es 
to  fill   up   the   smaller   lines. 


A  STAFF  member  of  The  Review  visited  a  number  of 
Canadian  stores  the  latter  part  of  November  and 
found  preparations  in  full  swing  in  most  of  these  for 
the  Xmas  trade.  There  was  a  feeling  on  every  hand  that 
"while  it  was  too  much  to  expect  business  to  be  as  good 
as  last  year,  it  promises  to  come  well  up  to  the  mark," 
and  there  were  several  usually  shrewd  merchants  who 
were  preparing  to  handle  a  turnover  that  would  approach 
very  close  to  the  1913  figures.  Reports  from  many  quar- 
ters showed  a  distinct  picking  up  in  trade  during  the  last 
half  of  November.  This  was,  to  an  extent,  due  to  the 
seasonable  weather  Which  made  overcoats,  underwear, 
and  other  cold  weather  comforts  the  necessities  of  the 
hour,  but  in  many  other  departments  improvements  were 
reported.  Altogether  a  better  tone  was  in  evidence  to- 
wards the  Christmas  campaign. 

*  *         # 

"DISPLAY"  MEANS  EVERYTHING. 

The  merchants  whose  reports  were  most  favorable 
without  exception  have  been  those  who  have  plunged 
into  the  DISPLAY  line.  The  word  deserves  capital  let- 
ters; in  too  many  stores  it  needs  capitals  to  enforce  it. 
Ask  any  merchant  how  he  is  going  to  sell  Christmas 
goods, — piles  of  them — and  he  will  tell  you,  "Get  them 
where  the  public  will  see  them."  It  sounds  simple, 
yet  a  large  percentage  of  merchants  do  not  know  what  it 
means. 

*  »         • 
SHOWING  UP   HANDKERCHIEFS. 

Take  handkerchiefs,  for  instance.  One  store  already 
has  set  up  handkerchief  displays  at  three  extra  points. 
In  one  case  there  is  a  pillar  of  handkerchiefs — formed  of 
scores,  lightly  fluffed  out,  attached  to  some  soft  cloth 
around  a  pole;  the  height  is  about  four  feet,  standing  at 
each  of  the  four  corners  of  the  "circle."  Around  a 
couple,  like  a  sash  in  the  centre,  are  tied  wide  red  rib- 
bons with  a  touch  of  holly.  These  handkerchiefs  pillars 
are  land  marks  in  that  section  of  the  store:  they  empha- 
size this  line  of  goods. 

In  another  case  the  handkerchiefs  are  attached  to  two 
boards,  circular  or  V-shaped,  meeting  about  four  feet 
above  the  counter.  Prominence  again  to  the  dainty 
Christmas  present. 

Sometimes  handkerchiefs  are  run  up  the  sides  of  the 
upright  supports  of  the  arches,  as  well  as  across.     But 


whatever  you  do,  show     a 
away  above  your  goods. 


'string"     of  them  up  high 


RIBBONS  BY  SUGGESTING  WAIST. 

What  of  ribbons?  In  the  Duncan  Ferguson  Co.'s 
store  in  Stratford  there  will  be  a  tremendous  sale  of  rib- 
bons. Along  the  front  of  the  store  no  fewer  than  four 
"sections"  are  devoted  to  them,  two  facing  two,  one  pair 
on  each  side  of  the  store  entrance.  One  show-case  is 
given  up  to  neckwear  but  the  top  has  ribbons.  Just  one 
illustration  here  as  to  selling  methods.  On  either  end  of 
the  show-case — on  top — is  set  up  a  waist,  a  waist  made  of 
eight-inch  ribbon.  This  waist  is  set  up  on  a  figure  and 
around  it  are  bolts  of  the  same  range  of  silk.  The  sug- 
gestion as  to  the  use  of  the  silk  was  responsible  for  very 
large  sales  as  soon  as  the  goods  were  displayed.  The  line 
was  a  particularly  attractive  one  of  50  cents  and  excel- 
lent value  at  almost  double  as  a  job  lot  had  been  bought. 

In   another   section   baby  ribbon   and   Christmas   rib- 
bons are  done  up  on  cards  and  in  hanks,  in  5  or  10-yard 
lengths  and  sold  at  a  certain  price. 
•         •         • 
SOME  FORMS  OF  USEFUL  GIFTS. 

This  year  more  people  than  ever  are  preparing  to 
siive  useful  presents — they  want  to  give  their  friends  some 
little  remembrance,  but  they  wish  it  to  be  something  that 
will  be  of  use  to  the  recipient.  Therefore  useful  articles 
from  the  general  stock  should  not  be  as  rigidly  excluded 
as  in  normal  years.  The  Robert  Simpson  Co.  have  very 
clearly  recognized  this  feature  in  holiday  business  and 
have  placed  a  popular-priced  glove  and  hosierv  section  in 
their  third  floor  Chinese  bazaar.  Another  section  carries 
blouse  lengths  of  popular-priced  silks,  delaine,  and  vari- 
ous cotton  fabrics,  also  lengths  of  printed  cotton  flan- 
nels for  kimonas,  bath  robes,  etc.,  the  latter  containing 
also  a  matching  cord  girdles.  A  big  business  here  is  being 
done  with  lengths  of  cotton  flannel  printed  with  ducks 
and  ducklings,  little  Bo-peep  and  her  sheep  and  scenes 
from  other  familiar  nursery  stories,  etc.  These  goods  are 
neatly  folded  and  tied  up  with  baby  ribbons  in  appro- 
priate colors,  Christmas  red  being  used  where  possible. 
The  boxes  are  very  attractive,  a  shadow  holly  spray  in 
grey  on  a  white  ground  with  a  big  bright  scarlet  poinsettia 
on  the  lid  being  one  pattern.  Another  shows  an  allover 
holly  or  mistletoe  covered  box.     Another  useful  line  car- 
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ried  in  this  bazaar  section  is  that  of  various  useful  hot- 
point  articles,  such  as  electric  irons,  toasters,  percolators, 
hair-curling  and  food-heating  outfits.  Cloth  and  house 
slippers  form  another  line  that  appeals  to  the  holiday 
shopper  in  search  of  useful  presents. 

The  Chinese  bazaar  is  very  similar  in  its  arrangement 
this  year  to  the  bazaar  of  the  year  before,  only  the  color 
scheme  is  more  subdued,  dull  orange  being  used  in  place 
of  bright  yellow  and  the  toning  color  being  black.  The 
booths  take  the  form  of  a  Chinese  pagoda  with  the  roof 
painted  orange  with  large  spots  of  black,  the  wood  being 
black  with  a  line  of  orange  combined  with  dull  Chinese 
red. 


TAKE  YOUR  SMALL  PARCELS. 

"Take  small  parcels  with  you"  is  always  a  request 
that  is  given  prominence  and  cards  with  these  words 
printed  on  them  should  be  placed  in  Prominent  positions 
around  the  store.  In  the  larger  stores  "keep  to  the  right" 
and  "keep  to  the  left"  cards  are  very  useful  in  securing 
a  freer  circulation  of  the  crowds  around  the  store.  Large 
cards  giving  the  location  of  the  different  departments  and 
the  different  sections  where  holiday  goods  are  to  be  found 
will  save  busy  salespeople  the  trouble  of  constant  interrup- 
tion to  answer  questions  as  to  where  the  desired  articles 
are  to  be  secured.  These  cards  should  be  placed  in  place 
early  so  that  customers  may  become  familar  with  them, 
and  will  know  where  to  look  for  the  desired  information 
when  the  rush  period  arrives. 


PROMINENT  PRICE  TICKETS. 
The  plain  marking  of  every  article  is  imperative  at  a 

season  when  so  many  extra  salespeople  are  employed. 
This  feature  as  well  as  the  grouping  of  articles  at  one  price 
and  the  prominent  placing  of  the  price  ticket  are  powerful 
aids  to  business.'  Many  sales  are  lost  because  the  pri< ■<•  1^ 
not  marked  on  articles,  and  it  is  wonderful  how  neglectful 
in  this  respect  even  large  stores  are  liable  to  become. 
When  the  price  is  plainly  marked  many  customers  will  wait 
upon  themselves  up  to  the  point  where  the  checking  of  the 
article  comes  in.  This  is  a  great  saving  of  both  time  and 
expense  to  the  store,  and  is  a  point  worth  remembering 
particularly  at  a  time  when  so  much  business  has  to  be 
crowded  into  a  few  days. 

With  selling  going  on  of  the  same  class  of  articles  in 
many  parts  of  the  store  some  arrangement  should  be  made 
for  keeping  the  stock  in  shape.  It  is  not  enough  that  sup- 
plies of  articles  sold  should  be  placed  in  the  department 
before  selling  begins  in  the  morning,  but  some  arrange- 
ment should  be  made  whereby  articles  sold  out  may  be 
brought  into  the  department  when  wanted.  Hard  and 
fast  rules  as  to  the  movement  of  merchandise  in  the  store 
may  work  out  all  right  at  ordinary  times  but  sales  should 
not  be  lost  because  quick  selling  articles  cannot  be  placed 
in  stock  when  sold  out.  Additional  hands  in  the  stock- 
room to  take  care  of  this  problem  is  the  usual  way  in 
which  it  is  worked.  Then  a  message  will  bring  the  goods 
quickly  all  ready  marked  and  ticketed  and  ready  to  put 
into  stock.  Where  these  are  not  employed  some  arrange- 
ment can  be  made  for  replenishing  quickly. 
Continued  on  page  25. 


Indian  Tribes  Invade  Stores  of  Macleod,  Alberta 

On  Receipt  of  Treaty  Money  They  Massed  There  to  Spend  It — 
Pitched  Their  Tents  on  Outskirts  of  the  Town — Stores  Did  a 
Thriving  Business  For  Some  Days. 


NOT  many  merchants  in  Canada  ex- 
perience the  class  of  trade  that 
visited  Macleod,  Alberta,  recent- 
ly, subsequent  to  the  receipt  of  Treaty 
Money  by  the  Indian  tribes  in  the  vicin- 
ity of  that  town.  Approximately  $8,000 
was  paid  by  the  Government  to  the  In- 
dians of  two  reserves  and  the  braves 
flocked  to  Macleod  to  spend  it.  The  fol- 
lowing dispatch  from  that  town  gives 
these  interesting  details. 

"The  payment  of  treaty  money  on  the 
Blood  and  Pcigan  Reserves  was  marked 
Hi  is  year  by  a  more  than  ordinary  in- 
vasion of  the  town  by  members  of  these 
tribes. 

"The  Peigans  received  their  money, 
some  $2,600,  on  Wednesday  of  last  week. 
while-  I  he  Bloods  were  paid  over  $6,000 
on  Thursday  and  Friday. 

"On  Friday  the  genera]  march  on  (lie 
town  from  tin'  Peigan  Keserve  was  com- 
menced, and  on  Saturday  and  Sunday 
Hie  Bloods  were  pouring  into  the  town. 
On  horseback  and  in  wagons  and  rigs 
of  every  description  came  the  head  chiefs 
with  the  minor  chiefs  and  tribesmen  and 
their    families.       Every     available    i k 


and  corner  was  quickly  taken  up  by  ve- 
hicles, while  the  Farmers'  Shelter  was 
crowded  to  its  utmost  capacity. 

"As  they  came  for  a  several  days' 
stay,  the  Indians  pitched  their  tents  at 
the  outskirts  of  the  town  and  repaired 
there  after  the  day's  shopping  was  over. 
The  town  itself  presented  a  very  ani- 
mated appearance  during  the  stay  of  the 
Indians.  The  stores  were  crowded  to 
suffocation,  and  at  every  turn  one  came 
across  men,  women  and  children  wan- 
dering around,  gazing  with  open-mouthed 
wonder  at  the  gay  display  of  goods.  Sev- 
eral of  the  stores,  notably  the  Hudson 's 
Ray  Co.  and  Reach  &  Co..  make  a  special 
feature  of  the  Indian  trade,  and  in  these 
two  stores  the  crush  of  purchasers  was 
very  noticeable,  the  clerks  being  kept 
on  the  jump  attending  to  their  needs. 
The  Hudson's  Ray  Store,  the  old  trad- 
ing post  of  the  Indians,  still  continues 
to  receive  the  lion's  share  of  the  trade. 
and  this  year  was  no  exception.  Inside 
this  store  thirty   assistants  were  working 

at  top  speed,  while  several  interpreters 
were  constantly    in    attendance. 

"As   in    former   days,    the    head    chief 
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from  each  tribe  and  their  minor  chiefs 
held  a  council,  to  which  R.  L.  Rarnet.  the 
manager  of  the  Company,  was  invited. 
Without  exception  they  all  expressed 
themselves  as  extremely  well  satisfied 
with  the  treatment  received  at  the  var- 
ious stores  in  town.  Following  out  the 
old  custom,  an  excellent  dinner  was  pro- 
vided by  this  Company  for  all  the 
chiefs. 

"Reach  &  Co.  did  an  enormous  busi- 
ness. They  supplied  the  Indians  with 
refreshments  and  their  store  was  con- 
stantly thronged  with  Indian  buyers. 
Every  department  was  busy.  Tie  small- 
er  si  ores  of  the  town  also  did  well.  Near- 
ly every  line  of  business  got  some  extra 
trade.  Macleod  has  always  been  looked 
upon  with  favor  by  the  Indians  from 
both  reserves,  as  here  they  can  obtain 
every  description  of  goods  required  by 
them.  Tn  fact,  this  town  fared  better 
than  it  has  for  the  past  seven  years. 

"On  the  two  reserves  between  $8,000 
and  $9,000  was  paid  out  and  a  very 
large  percentage  of  this  money  found 
its  way  into  the  pockets  of  the  Macleod 
merchants.' ' 


Prospects  Bright  for  January  Notion  Sales 

Special  Booth  Would  Attract  Attention — One  Has  Lettering  in 
Hooks  and  Eyes  and  Buttons — Tendency  to  Home  Dressmaking- 
Warrants  Special  Attention  in  Preparations  This  Year. 


AVERY  buyer  knows  that  he  has  to 
work  and  work  hard  to  get  the 
business  in  the  early  months  of 
the  coming  year;  for  not  only  is  ready 
cash  scarce  in  many  directions,  but  the 
people  who  have  it  are  afraid  to  spend 
much  of  it,  and  retail  business  is  being 
held   up   proportionately. 

There  are  many  elements  making  for 
economy.  To  swim  with  the  stream  is 
always  what  the  merchant  must  do  in 
order  most  easily  to  get  the  business, 
and  luckily  for  the  notion  department 
the  direction  of  the  stream  is  plain,  and 
it  runs  in  a  quarter  that  should  bring  in- 
creased business.  Home  sewing,  and 
home  dressmaking  are  popular  forms  of 
economy  at  the  present  time.  Women 
are  making  their  own  dresses,  and, 
therefore,  are  becoming  extra  good 
patrons  of  the  notion  counter,  and  to  get 
the  proper  share  of  the  home  dressmak- 
ing trade  should  be  the  objective  of  the 
notion  buyer,  not  only  next  January,  but 
during  every  succeeding  month  of  the 
year. 

Taking  one  thing  with  another,  the 
situation  in  the  supply  end  in  the  notion 
field  is  not  nearly  so  bad  as  it  was  feared 
a  few  months  ago.  Though  German  lines 
have  been  cut  off,  with  the  exception  of 
one  or  two  items,  there  is  little  trouble. 
Some  of  these  have  been  wholly  dropped, 
but  in  more  cases  articles  made  in  other 
countries  have  been  substituted.  And 
at  the  present  time  all  the  merchandise 
required  is  procurable.  This  leaves  the 
buyer  free  to  plan  advantageously  his 
January  sales. 

Bring  Out  the  Dead  Stock. 

No  doubt  much  has  been  done  already, 
but  there  is  still  time  to  fill  in  with 
broken  and  job  lines  that  can  be  sold  at 
particularly  attractive  prices,  and  still 
leave  a  fair  margin  of  profit.  A  careful 
going  through  the  stock  will  also  bring 
to  light  a  considerable  quantity  of  mer- 
chandise that  needs  to  be  moved  out. 
Dead  stock  is  always  a  live  problem,  and 
it  would  be  a  wonderful  department  in 
which  none  developed  after  a  period  of 
six  months'  selling.  No  matter  how 
clever  the  buyer,  he  is  safe  to  make  a 
few  mistakes  that  mean  slow  moving 
stock  that  is  hard  to  sell  for  some  reason 
or  another. 

In  the  notion  department,  however,  it 
is,  as  a  rule,  the  buying  of  goods  in 
larger  quantities  than  the  size  of  the 
store  and  its  outlet  warrant  to  which 
the    presence    of    dead    stock    may    be 


traced.  There  is  always  the  temptation 
present  to  buy  in  large  quantities  be- 
cause so  many  articles  have  a  staple  sale, 
and  because  quantity  prices  are  made  at- 
tractive. There  is  always  a  limit  to 
sales,  and  the  interest  on  the  purchase 
money  and  the  slow  turnover  will  be 
found  in  the  long  run  to  more  than  off- 
set the  saving  on  quantity  prices. 

It  is  the  quick  turnover  that  deter- 
mines the  ultimate  amount  of  profit  a 
department  makes,  and  a  small  profit 
and  a  quick  sale  is  infinitely  preferable 
to  a  big  profit  on  goods  that  remain  on 
the  shelves  for  a  longer  period.  In  one 
case  you  get  your  money  out  quickly 
and  are  able  to  re-invest  in  articles  that 
will  sell  again;  one  the  other  hand,  in- 
terest charges  on  the  money  tied  up  in 
slow  moving  stock,  even  if  you  do  not 
have  to  cut  prices  eventually  to  move  the 
goods,  makes  a  big  hole  in  the  ultimate 
profits  when  the  goods  are  sold.  The  man 
who  works  upon  the  quick  sale  &nd  small 
profit  idea  will  be  able  to  work  his  de- 
partment upon  smaller  capital  and  will 
make  more  money.  Moreover,  his  goods 
will  always  be  fresh  and  clean,  for  they 
will  not  stay  long  enough  on  his  shelves 
to  become  shop  worn. 

One  Notion  Window. 

A  sale  to  succeed  must  be  properly 
presented.  There  must  be  an  active  co- 
operation between  the  ad.  service,  the 
store  decorator  and  the  department. 
Very  few  decorators  like  putting  in  a  no- 
tion window  because  of  the  time  and  the 
trouble  required  by  reason  of  the  nature 
of  the  goods  and  the  size  and  number  of 
articles  to  be  handled.  For  this  one 
reason  alone  only  one  window  can  be 
reasonably  expected,  and  the  decorating 
should  be  done  in  the  department. 

Lettering  of  Hooks  and  Buttons. 

Special  booths  built  for  the  sale  al- 
ways draw  attention  .  The  illustration 
given  shows  one  style,  and  any  clever 
decorator  can  vary  it  by  original  fea- 
tures. The  booth  shown  has  the  pillars 
and  upper  parts  painted  white,  while  the 
counter  portion  is  stained  to  imitate 
mahogany.  A  row  of  electric  lights  is 
placed  below  the  cornice,  and  there 
would  be  no  objection  to  using  colored 
lights  here  in  place  of  white,  as  there  is 
little  or  no  matching  of  colors  in  the  no- 
tion departments.  The  lettering  of  the 
sign  is  made  of  hooks  and  eyes  and  but- 
tons. 

Tables  for  articles  or  groups  of  ar- 
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tides  sold  all  at  the  one  price  should  also 
be  employed.  Plenty  of  plainly  lettered 
price  tickets  are  of  great  importance,  as 
they  enable  customers  practically  to  wait 
upon  themselves  by  making  their  selec- 
tions before  they  approach  the  sales  girl. 

Besides  the  articles  advertised  in  the 
usual  way,  special  bargain  items  should 
be  prepared  for  each  day  of  the  sale, 
and  marked  with  a  conspicuous  ticket 
as  "special  bargains  not  advertised." 
This  idea  always  attracts  attention  to 
the  goods  and  means  extra  sales. 

Service  is  always  a  problem  in  this  de- 
partment, because  of  the  nature  of  the 
help  that  has  to  be  employed.  This  is 
emphatically  the  beginners'  department, 
and  the  general  staff  is  youthful  and  un- 
trained. If  price  tickets  and  display  are 
adequate  little  but  the  checking  of  the 
sale,  the  making  of  the  bill  and  having 
the  goods  parceled  remains  to  be  done  by 
the  girl  behind  the  counter.  It  is  neces- 
sary to  maintain  a  vigilant  watch  on  in- 
stances of  inattention  to  the  wants  and 
needs  of  customers.  When  such  an  act 
occurs  a  quiet  talk  with  the  offender, 
pointing  out  the  consequences  both  to 
the  store  and  to  the  influence  the  suc- 
cess of  the  department  has  on  the  salary 
question  will  do  more  good  than  a  public 
reprimand. 

One  large  store  endeavors  to  interest 
the  salespeople  in  this  section  by  offering 
a  bonus  of  5c  for  each  check,  no  matter 
what  is  its  size  after  a  certain  number 
of  checks  have  been  filled.  This  is  done 
in  a  large  department,  and  in  using  this 
bonus  idea  the  average  number  of  checks 
each  day  would  have  to  be  taken  into 
consideration.  This  idea  has  been  found 
to  work  well  in  the  store  making  use  of 
it. 


SUIT  OVER  HAT  BUSINESS. 

An  interesting  suit  was  settled  a  short 
time  ago  in  Toronto  when  James  Fish 
sued  Alexander  Fish,  asking  for  an  in- 
junction restraining  the  defendant  from 
using  the  name  of  A.  M.  Fish  &  Co.  The 
plaintiff  brought  out  that  Alexander 
Fish,  who  was  in  the  hat  business  on 
Richmond  Street,  had  sold  out  to  him  on 
the  understanding  that  he  would  not  en- 
gage in  the  business  again  within  a 
period  of  three  years.  This  was  two 
years  ago,  and  now  Alexander  Fish  is 
doing  business  on  Victoria  Street.  The 
judge  granted  the  injunction,  and  award- 
ed the  plaintiff  damages  of  $40. 


Store  Handed  Back  One  Complete  Day's  Sales 

Seventy  Per  Cent,  of  Sales  Slips  Refunded  in  Prince  Albert — 
When  30,000  Walked  on  a  Rug— "Made  in  Canada"  Sales  — 
Various  Devices  of  Merchants. 


30,000  PEOPLE  WALK  ON  RUG. 

AVERY  interesting  advertisement 
was  recently  published  by  the 
N.  S.  Furnishing  Co.  of  Halifax,  N.S.,  in 
a  two-column  ad.  The  statement  ap- 
peared in  display  type:  "30,000  people 
walked  across  $75  Khorassan  Saxony 
Rug."  In  small  type  it  was  stated  that 
this  rug  had  be,en  placed  on  the  sidewalk 
during  an  eleven  days'  sale.  It  had 
rained  hard  for  seven  days,  and  the  sun 
had  done  its  duty  for  the  remaining  four, 
so  that  at  the  close  the  rug  had  not  only 
rain  and  mud,  but  in  addition  "a  five 
days'  tracking  of  soot  from  the  sidewalk 
in  front  of  the  fire  district  in  the  next 
block."  When  it  was  taken  from  the 
sidewalk  on  Saturday  evening  it  was 
saturated  with  rain  and  the  pattern  was 
indistinguishable  from  the  mud  and 
soot.  "Surely  a  most  unusual  and  an 
extra  severe  test." 

"Can  You  Beat  It?" 

The  firm,  after  having  it  dry  cleaned 
at  a  local  laundry,  placed  it  in  their 
south  window  for  two  days.  They  de- 
clared that  there  was  not  a  blemish  on 
the  rug,  that  the  nap  did  not  show  any 
wear,  that  the  colors  did  not  fade,  and 
the  seams  did  not  give.  "Can  you  beat 
it?"  they  asked  in  a  display  line. 

They  went  on  to  state:  "You  must 
think  that  a  rug  which  will  stand  such 
hard  usage  as  this  one  was  subjected  to, 
and  still  be  even  in  a  fair  condition,  is 
remarkable.  So  do  we,  and  that  is  why 
we  make  a  specialty  of  made-in-Canada 
rugs.  We  believe  in  them;  they  are 
beautiful  in  color;  they  will  stand  the 
hardest  kind  of  usage,  and  hold  their 
beauty  to  the  end— splendid  materials 
and  workmanship  make  this  possible." 

They  also  displayed  a  rug,  which  was 
on  the  floor  of  the  made-in-Canada 
Irain,  which  toured  the  West  in  1913, 
and  which  was  walked  on  by  over  half  a 
million  people,  but  was  still  in  good  con- 
dition. 

They  afterwards  announced  that  they 
would  receive  offers  for  the  $75  rug  at 
auction  and  sell  it  to  the  highest  bidder. 
The  rim'  was  on  exhibition  on  the  Satur- 
day and  Monday,  and  bids  were  to  be 
sent  in  during  that  time,  and  at  six 
o'clock  Monday  evening  the  highest  bid 
would  be  taken  for  it,  no  matter  what 
it  mighl  lie.  This  device  was  carried  on 
in  connection  with  a  special  sale  of  rugs 
as  a  means  of  demonstrating  the  wearing 
qualities  and  fast  colors  of  the  rugs. 

Tt  should   he  mentioned   that   the  ad- 
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Patriotic  Sale 

3 
DAYS 
SALE 

showwc  "Made  in  Canada"  coom 

In  order  to  give  our  Customers  the  advantage  ol  early  buying 
for  the  Fall  and  iffinter.We  are  offering  the  following  list  of  "Spec- 
ialB"  for  three  days,  Oct.  27.  28  .29.     Every  item  la  a  Money  Saver 
COME  AND  BE  CONVINCED 

Ready-to-wear  Department 

Specials  on  the  Main  Floor 

WiS?"     .598 

aSSr..  ftsc 

Sit?.."*"! 

gSr-Tv* 

jew-S^ssi 

aS£c?"      L98 

sii'?"'*-" 79c 

,  J7~ 

S?X,'~       3.fl> 

WeSS**"1  2.79 

£,^r-°l*'l30 

.     "■— ~ 

•—  '•—  ■   3.08 
"•"    "—      5.98 

S",s^r""'  "1  j» 

£Hd* "  "19c 

:Sb:.'°       1.49 

.^".Tr"""  30c 

SJ-Sv""     98c 

BS'nllrT  '""  ""  96 

HafS6V™ . .  MS 

irjr#r'~ 

wo .'-'V*""* "fScD1*  '*""''         10c 

■SiSr,""      96c 

Don't  forget  the  date  J£~-~  »  Three  Days  only 

DAYS 
SALE 

Smith's  Limited 

624  Queen  Street 

f^ 

Bright    "Marle-in-Canada"    sale    ail.    of    Sault 
Ste.,   Marie   store. 


vertisement  looked  too  crowded  for  an 
ordinary  store  notice,  but,  of  course,  the 
interest  to  the  public  in  the  material  in 
the  ad.  made  up  to  a  certain  extent  for 
the  crowding  of  so  much  into  such  a 
small  space. 


win ise    merits    arc   obvious. 
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AS   MAIL   ORDER   HOUSES   DID. 

A  PAEMER  entered  a  store  the  other 
■**■  day  in  Bouleau,  Sask.,  and  began  tell- 
ing the  proprietor,  who  was  showing  him 
some  goods,  how  he  could  buy  the  same 
things  through  a  mail  order  house  cheap- 
er than  from  him.  The  merchant  re- 
plied:  "Perhaps  you  can,  but  if  you  will 
give  me  the  same  chance  and  pay  me  the 
same  way  I  can  sell  just  as  cheaply  as. 
the  mail  order  concern." 

He  added:  "If  you  will  make  out  a 
list  of  what  you  want  and  pay  for  it,  I 
will  give  you  the  goods  at  exactly  the 
same  price  as  you  can  obtain  them  by 
sending  away." 

The  farmer  took  the  bluff  and  handed 
the  merchant  a  list  of  his  requirements 
which  was  totalled  up  by  the  latter  and 
payment  requested.  The  money  was  im- 
mediately handed  over  and  placed  in  the 
till  by  the  merchant.  The  farmer  then 
moved  aside  and  waited  for  his  goods 
but  another  customer  came  on  the  scene 
whom  the  merchant  proceeded  to  wait 
upon.  When  his  wants  were  supplied 
another  came  and  was  similarly  treated. 
This  was  continued  for  some  time  till 
the  farmer's  patience  began  to  be  a  little 
strained  and  approaching  the  counter 
enquired  when  his  parcels  would  be  ready 
as  he  was  anxious  to  go. 

To  this  query  the  merchant  replied : 
"Oh,  I  have  a  week  to  put  those  things 
up  and  will  do  it  when  we  are  not  busy. 
If  you  had  sent  to  Winnipeg  for  this 
stuff  you  could  not  have  received  it  be- 
fore a  week  or  ten  days." 

The  farmer  saw  the  point  and  was 
game  and  good-naturedly  leaving  the 
store  he  returned  in  a  week  receiving  his 
purchases. 

© 

PAYING  COSTS  OF  ALTERATIONS. 
'T*  HE  problem  of  the  merchant  who 
•*■  handles  ready-to-wear  lines  as  to 
whether  lie  or  the  customer  shall  pay 
for  the  alterations  to  garments  where 
accessary,  and,  in  the  event  of  adopting 
the  policy  of  making  changes  free,  to 
cover  tins  expenditure  in  some  other 
way,  is  dealt  with  in  a  variety  of  ways 
by  different  merchants,  and  no  doubt 
this  will  continue.  Recently  an  inquiry 
in  a  number  of  Ontario  town  stores 
brought  out  a  greal  divergence  of 
opinion  on  the  subject.  One  merchant, 
in  stating  that  he  made  the  alterations 
free  of  charge,  remarked  that  the  way 
in  which  the  garments  are  now  made  by 
(Continued  on  Page  Is  I 
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NEW  SERIES  ON  CARD  WRITING 

Dry  Goods  Review  has  completed  arrangements  for  another  splendid  series  of  articles  on  card-writing. 
They  are  from  the  pen  of  R.  T.  D.  Edwards,  a  card-writer  of  well-known  ability  in  Canada  and  the  first 
will  appear  in  the  near  future.  All  those  interested  in  the  writing  of  display  cards  are  urged  to  watch  for 
the  opening  lesson  in  the  series,  for  we  can  confidently  state  that  it  will  prove  to  be  the  easiest,  most  prac- 
tical and  best  that  has  ever  been  presented  to  the  Canadian  trade. 

Because  Mr.  Edwards  has  ideas  of  his  own  with  regard  to  card-writing,  he  is  departing  much  from 
the  beaten  path  in  the  preparation  of  the  articles.  He  has  adopted  the  simplest  methods  in  the  work,  doing 
away  with  all  "red  tape"  which  worries  and  confuses  the  new  student.  The  series  will  therefore  not  be 
the  "lot  for  your  money"  brand,  but  simple,  easily  understood  and  readily  followed  lessons  that  can  be 
turned  into  actual  cards  in  a  short  time.  Little  time  will  be  wasted  by  keeping  the  student  at  too  much 
work  on  elementary  lines  and  curves  which  so  often  become  tiresome  and  non-interesting.  In  other 
words  readers  of  this  paper  will  be  presented  with  straight,  practical  pointers  on  this  all-important  sub- 
ject and  will  not  be  burdened  with  "dead  wood"  and  novelty  stunts  which  are  to-day  not  recognized  in 
up-to-date,  modern  merchandising. 

From  modern  Roman  figures,  each  article  will  be  carried  step  by  step  demonstrating  how  to  form 
each  letter  and  figure  with  the  least  possible  number  of  strokes  and  yet  obtain  the  best  results.  There 
will  be  outlined  Roman,  brush  stroke  Roman  and  different  styles  of  bold  face  lettering  suitable  for 
large  cards,  posters,  etc. ;  all  styles  of  pen  lettering  which  forms  a  big  section  of  modern  card- writing  will 
be  given,  including  the  uses  of  Round  writing,  Payzant,  music  pens,  etc.  There  will  be  a  readable, 
modernized  Old  English  script  type  and  the  Bradley  alphabet  shown,  and  some  modern  lettering  which 
Mr.  Edwards  has  recently  gotten  together.  Speedy  forms  of  the  alphabet  will  also  be  gone  into  thoroughly. 

One  feature  of  these  articles  is  that  each  will  contain  the  finished  show-cards  showing  the  effect  of 
the  lesson  put  into  actual  use.  The  cards  will  also  be  seasonable  so  far  as  they  can  be  made  applicable  for 
business  purposes  in  the  succeeding  month.  Economical  ways  to  use  and  mix  colors  properly  along  with 
many  little  kinks  and  wrinkles  that  help  to  simplify  the  work  will  be  discussed. 

One  article  will  deal  with  the  uses  of  cut-outs  and  their  proper  handling — how  to  make  a  silhouette 
and  spatter  drawings  without  any  knowledge  of  drawing  whatever.  Shading  will  be  described  as  all 
card-writers  should  have  a  knowledge  of  that  feature  of  the  work.  There  will  be  lessons  on  ornamental 
designs  and  illuminated  caps  and  also  on  the  best  systems  to  use  in  the  laying  out  of  show-cards. 

Air-brush  work,  with  its  dozens  of  different  uses,  will  be  gone  into  closely  towards  the  end  of  the 
series.  Shadow  script  lettering,  the  execution  of  air-brush  design  with  the  use  of  stencils,  and  drawings 
done  solely  with  the  air  brush  will  be  some  of  the  features  of  the  air-brush  work. 

In  addition,  the  Edwards'  series  will  include  many  minor  details  too  numerous  to  mention  here,  but 
which  will  be  taken  up  as  the  series  proceeds  and  the  proper  time  comes  for  their  insertion.  Clerks  wish- 
ing to  improve  their  usefulness  and  selling  power,  as  well  as  dealers  who  believe  in  the  power  of  the  show- 
card  as  a  silent  salesman,  should  follow  the  series  from  beginning  to  end.  The  first  lesson  may  be  ex- 
pected soon. 
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Getting   the  Calendar  into  Desirable   Hands 

Merchant  Should  Impress  Patrons  With  Value  of  His  Gift  — 
Excellent  Idea  is  to  Open  a  Register  for  Names  of  Those  Desiring 
to  be  Remembered,  the  List  to  Close  at  a  Set  Time — Another  Plan 
is  to  Give  When  Purchases  Are  Made  on  Stated  Da  vs. 


DECIDING  the  method  to  be  em- 
ployed in  the  distribution  of  the 
new  year  calendar  is  almost  as 
important  as  deciding  whether  or  not 
the  store  is  to  follow  the  calendar 
policy.  Starting  at  the  point  where 
the  merchant  has  decided  to  give  a  date 
guide  for  the  ensuing  twelvemonth, 
comes  the  problem  of  getting  the  most 
good  out  of  the  expenditure  decided  up- 
on; that  expenditure  will  be  decided  by 
the  style  of  the  calendar  and  the  num- 
ber to  be  distributed — matters  to  be 
governed  by  the  merchant  in  relation 
to  the  individual  business. 

One  of  the  great  difficulties  with  the 
complimentary  calendar  is  that  it  is 
not  likely  to  be  appreciated.  The  cus- 
tom has  been  carried  so  far  and  people 
get  such  a  number  that  they  are  in- 
clined to  place  little  value  upon  them. 
They  do  not  know  the  amount  they 
cost  the  merchant  and  do  not  appreciate 
that  each  time  he  hands  one  out  he  is 
giving  away  real  money.  In  fact,  there 
are  merchants  who  give  calendars  not 
because  they  expect  to  gain  much  by  so 
doing  but  rather  because  people  expect 
it  of  them,  and  they  want  to  keep  pace 
with  the  crowd. 

There  are  many  methods  of  distribu- 
tion. The  less  value  the  merchant  places 
upon  his  gift  to  the  customer  the  less 
the  customer  will  think  of  it.  The  one 
big  idea  should  be  to  dispel  the  idea 
from  the  mind  of  the  public  that  cal- 
endars cost  nothing  and  that  stores  are 
seeking  to  give  away  as  many  as  pos- 
sible. If  the  customer  can  be  im- 
pressed with  the  idea  that  the  gift  is 
one  of  value  it  will  be  appreciated  the 
more. 

It  is  this  idea  of  impressing  the  pub- 
lic that  has  led  to  radical  changes  in 
calendar  styles  during  the  past  few 
years.  Many  of  those  which  are  now  dis- 
tributed are  real  works  of  art  and  are 
a  credit  to  the  printing  craft.  Calen- 
dars are  made  more  artistic  to  impress 
the  public;  this  means  a  greater  cost  and 
the  necessity  for  discrimination  in  dis- 
tribution. 

A  Calendar  Register. 
One  of  the  best  suggestion  that  has 
been  offered  to  the  merchant  to  give  the 
desired  impression  to  the  customer  and 
at  the  same  time  srain  other  advantages 
is  to  open  a  calendar  register.  The  mer- 
chant Advertises  that  his  register  will  be 
open  up  to  a  certain  time,  say  the  10th 
of  December,  and   thai    he  will  arrange 


OUR  CALENDAR  FOR  1915. 

Believing  that  our  customers 
will  appreciate  a  calendar  which 
is  at  the  same  time  a  high-class 
work  of  art,  we  have  this  year  ar- 
ranged with  one  of  the  biggest 
producing  firms  in  the  country  to 
supply  us  with  a  limited  number 
of  that  beautiful  work  of  (name 
of  artist)  the  (title  of  picture). 

Owing  to  the  expense  we  have 
undertaken,  and  so  that  we  may 
not  be  called  upon  to  supply  a 
number  that  would  entail  too 
much  of  a  financial  burden,  we 
have  arranged  to  open  a  register, 
and  will  reserve  a  copy  for  each 
person  leaving  their  name  with  us 

before  the  15th  of  December. 

We  wish  to  our  many  customers 
a  happy  holiday  season. 
DAVID  HENDERSON  &  SON, 
Main  Street. 


for  a  calendar  for  all  sending  in  their 
names.  The  announcement  can  be  made 
more  impressive  by  a  reference  to  the 
artistic  features  of  the  calendar  with  a 
short  description  and  the  name  of  the 
artist — these  descriptions  are  usually 
given  by  the  manufacturers.  Even  a  bet- 
ter impression  can  be  gained  by  intimat- 
ing that  the  expense  of  the  calendar  is 
such  that  it  is  necessary  to  gauge  the 
number  required  and  that  the  order  will 
be  placed  according  to  the  number  of 
names  sent  in. 

Thus  we  have  the  customer  impressed 
with  the  gift  the  merchant  is  to  make 
him;  we  have  him  interested  and  look- 
ing forward  to  receiving  it.  Of  course, 
the  order  probably  is  placed  long  before 
any  reference  is  made  to  the  registration 
of  names,  but  the  customer  need  not 
know  this. 

Then  the  advantages  are  more  than 
the  impression  given.  The  merchant  is 
in  a  position  to  refuse  giving  calendars 
to  everyone  asking  for  them.  He  can 
merely  state  that  he  only  made  arrange- 
ments to  give  to  those  whose  names 
he  had  received.  At  the  same  time  lie 
can  probably  make  a  good  friend  of  an- 
other customer  by  handing  over  one  of 
his  souvenirs  with  the  explanation  that 
he  happened  to  have  8  few  over  and  had 
reserved  one  for  this  particular  person, 
despite  the  fact  that  his  or  her  name 
had  not  been  sent  in. 
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Another  advantage  is  that  the  persons 
desiring  calendars — the  system  need  not 
apply  only  to  regular  customers — come 
to  the  store  to  give  their  names  and  they 
also  have  to  come  again  when  the  de- 
livery is  made.  This  can  be  arranged 
by  setting  a  date  when  the  register  is 
closed  or  by  sending  out  advice  by  card 
when  the  shipment  is  received.  Two 
visits  to  the  store  at  the  holiday  season 
by  persons,  who  must  consider  that  they 
are  receiving  a  favor  from  the  merchant 
because  they  are  getting  something 
asked  for,  are  likely  to  result  in  busi- 
ness. 

Some   Other  Methods. 

There  are  a  number  of  other  methods 
which  can  be  employed  to  the  same  end 
— impressing  upon  the  people  the  value 
of  the  calendar.  Some  merchants  have 
adopted  the  policy  of  only  giving  calen- 
dars on  certain  days  and  then  when  a 
purchase  of  50c  or  $1  is  made.  This  gets 
the  distribution  through  largely  at  one 
time,  and  also  brings  business.  The 
merchant  also  is  able  to  gauge  the  value 
of  his  calendar  appropriation  in  this 
manner. 

Where  the  calendars  are  mailed  there 
should  be  a  letter  of  good  wishes  accom- 
panying, but  this  is  not  a  good  method 
for  the  retailer  to  pursue,  for  the  oftener 
he  can  get  the  people  into  his  store  the 
better. 

When  registration  is  not  asked — and 
another  advantage  of  the  method  might 
be  mentioned  in  that  it  results  in  a  valu- 
able list  of  names  for  the  retailer  for 
mailing  advertising  material — it  is  ad- 
visable to  send  out  an  announcement 
stating  that  arrangements  have  been 
made  to  present  a  certain  calendar,  of 
which  a  description  should  be  given,  and 
expressing  an  invitation  to  call  and  se- 
cure one. 

® 

1,900  R.M.A.  MEMBERS. 

The  Retail  Merchants'  Association  of 
Saskatchewan  has  now  nearly  200 
brandies,  and  a  membership  close  to 
1.000.  Of  these,  1.200  have  joined  during 
the  past  year,  due  to  the  vigorous  cam- 
paign that  has  been  carried  on  by  the 
two  traveling  organizers  of  the  Provin- 
cial Association. 

© 

Leu  is  &  Frizell,  Carleton  Place,  have 
succeeded  J.  E.  Lewis,  men's  furnish- 
ings. 
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A  small  section   of  h  crowd   of  many  thousands  of  children,  who  with  their  mothers,  followed   the  T.  Eal    :.   Co.'s  Santa  Claus 
procession   to   Massey   Hall,   where  three  performances    wore    witnessed    by    nearly    in, (Ml.     mostly     children.       The    event     is     a 

great   trade  drawer  to   the  toy   department. 

Proof  of  the  Drawing  Power  of  a  Santa  Claus 

Remarkable  Success  of  a  Department  Store's  Annual  Procession 
— Thousands  in  a  Procession,  With  Tens  of  Thousands  as  Spec- 
tators— Toy  Department  Crowded  Forthwith — Where  Even  a 
Minimum  Pavs. 


THE  Review  had  this  picture  taken 
of  a  remarkable  demonstration 
for  one  purpose:  to  drive  home  in 
the  most  effective  manner  what  it  lias 
been  contending:  all  along,  that  it  pays 
a  store  handsomely  to  identify  itself  in 
the  mind  of  the  child  and  the  mother 
with  Santa  Clans. 

One  may  be  permitted  to  draw  another 
conclusion  from  this  scene:  that  the 
"Christmas  spirit,"  as  it  is  called,  has 
really  been  little  deadened  by  the  events 
of  the  past  few  months,  and  there  is  a 
bright  promise  for  this  expressing'  itself 
largely  during  the  next  three  weeks  if  it 
is  nurtured  wisely. 

Just  a  word  about  the  Eaton  Santa 
Claus.  The  "arrival"  has  become  an 
annual  affair.  It  is  carried  out  in  a  man- 
ner that  appeals  to  the  childish  imagina- 
tion and  on  a  scale  commensurate  with 
the  size  of  the  city.  Along  both  these 
lines  it  is,  therefore,  adaptable  to  almost 
any  store  in  Canada. 

Even  a  Small  Effort  Pays. 

Take  in  contrast  an  effort  along  this 
line  that  may  be  described  as  a  mini- 
mum which  a  staff  member  of  The  Re- 


view came  across  in  a  small  town  in 
Western  Ontario  during  a  visit  the  last 
week  of  November.  For  ten,  twelve,  per- 
haps fifteen  years,  a  figure  of  a  Santa 
Claus  had  been  set  up  in  a  section  of  the 
store  where  once  a  year  toys  are  laid  out. 
That  old  figure  still  held  new  charms 
year  after  year,  ami  was  admired  as  the 
younger  children  grew  up  to  a  noticeable 
age,  and  continued  its  hold  over  the 
older  ones.  Year  after  year  a  pouch 
served  to  receive  contributions  of  Santa 
Claus  letters  from  many  a  boy  and  girl, 
and  altogether  helped  to  fix  that  small 
toy  department  in  the  child  mind  as  a 
Santa  Claus  centre,  the  only  one  they 
knew,  and  after  school  every  afternoon 
they  would  troop  up  to  view  it  and  the 
toys  around  it. 

Coming  back  to  the  plan  on  a  rather 
mammoth  scale:  tens  of  thousands  of 
women  and  children  turned  out  to  see 
the  procession  and  the  many  thousands 
marched  down  from  Queen's  Park  to 
Massey  Hall  behind  the  coach  and  its 
outriders.  The  packed  street  shown 
above  indicates  only  a  small  percentage 
of  the  procession,  for  it  had  swept  down 
the  avenue  and  filled  the  broad  grounds 
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of  the  Armories   from  end   to   end,  and 
side  to  side. 

Over  12,000  in  Hall. 

One  more  "crowd"  fact:  three  times 
during  Saturday,  November  21,  The  Day, 
Massey  Hall  was  packed  with  children 
and  their  mothers,  fully  12,000,  and  the 
demand  for  tickets  was  such  that  it  is 
believed  20,000  to  25,000  would  have 
been  required  to  fill  the  demand.  And  to 
every  child  and  mother  and  sister  and 
father  in  those  vast  audiences  and  huge 
procession  and  crowded  streets,  the 
event  was  identified  solely  with  the  toy 
department  of  one  particular  store. 

And  more:  from  the  very  day  on 
which  the  Santa  Claus  "opening"  took 
place  that  department  was  filled  many 
times  during  the  day,  over  one  month 
ahead  of  Christmas,  and  when  Santa 
Claus  himself  passed  along,  the  aisles 
were  crowded. 

How  invaluable  almost  has  the  Santa 
Claus  plan  proved  itself! 

The  details  of  the  event  are  compara- 
tively unimportant,  for  each  merchant, 
to  a  larse  extent,  would  be  compelled  to 
make  his  own  special  programme.     But 
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They 


iter   the  farmer   now. — Toronto   Star. 


let  it  be  noted  that  the  big  display  was 
not  expensive:  the  total  cost  would  sur- 
prise most,  owing;  to  the  small  figures. 
The  huge  chariot  was  an  inexpensive 
affair,  with  a  little  carpentering  and  a 
decorative  exterior  that  was  a  simple 
task  for  the  window  trimmer,  and  not  a 
single  performer  out  of  scores  of  chil- 
dren in  Massey  Hall,  it  is  understood, 
was  paid  for  his  services.  The  whole  pro- 
gramme was  under  the  direction  of  Mr. 
Eugene  Beaupre,  head  of  the  publicity 
department  of  the  store,  and  worked  out 
with  an  unusual  artistic  skill. 

The  procession  was  formed  at  York 
Mills,  well  outside  the  city  limits,  and 
came  in  by  way  of  Yonge  Street,  Bloor 
and  Queen's  Park,  passing  down  the 
avenue  and  through  the  Armories 
ground  by  the  Eaton  store  on  the  James 
Street  side,  over  Yonge  to  the  Massey 
Hall.  The  picture  was  taken  in  Shuter 
Street,  just  before  Massey  Hall  was  en- 
tered. 

As  will  be  seen,  Eat  nil's  Santa  is 
Santa  up-to-date,  for  an  automobile — or 
rather  two — took  the  place  of  the  time- 
honored  sleigh  and  reindeer;  also  Santa, 
like  all  the  British  world  nowadays, 
marched  to  "Tipperary. "  Santa's 
auto  was  banked  with  ice  and  snow,  and 
a  very  Russian-looking  band  in  furs  fur- 
nished the  music.  A  mounted  guard  on 
white  horses  and  dressed  in  big  Paddy 
green  capes,  trimmed  with  white  fur  and 
with  high  fur  capes,  rode  in  front  and 
behind,  and  a  guard  of  honor  furnished 
by  the  Eaton  cadets  in  rifle,  green  piped 
with  scarlet,  and  carrying  scarlet  pen- 
nants on  gilded  staves,  marched  on  either 

side. 

At  the  head  of  Queen's  Park  a  stop 
was  made,  and  any  child  who  wished  to 
do  so  was  invited  to  join  the  procession, 
and   was  given  a  pennant   of  scarlet   cloth 


on  a  gold  staff  with  "Santa  Claus  to 
Eaton's"  on  it  in  white  felt  letters. 

The  performance  in  Massey  Hall  was 
a  delightful  combination  of  nursery 
ideas,  a  fairy  play  and  a  patriotic  con- 
ceit ;  fairies  and  elves  dancing  to  and 
fro;  a  big  world,  with  representatives  of 
the  allied  and  other  countries  sliding 
down  to  the  stage  from  the  top;  Irish 
and  Scotch  dancing;  then  Santa  Clans, 
who  talked  to  the  children;  a  pretty 
scene  as  the  big  world  opened  up  of  a 
mother  and  a  child  rocking  in  a  cradle. 

A  programme  that  lasted  slightly  over 
an  hour,  and  kept  the  children  wide- 
eyed  with  expectation  and  appreciation. 

Yes.  "Santa  Claus"  pays. 
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ST.  MARY'S   STORE  IN   CAMPAIGN 
FOR  SOLDIERS'   GIFTS. 

(Continued  from  page  9.) 
local  weekly  papers,  which  was  secured 
by  the  ladies  at  a  very  low  rate.  The  pro- 
prietor of  the  store  took  it  upon  himself 
to  send  out  1,000  copies  and  also  3,000 
circulars.  The  ad.  itself  was  unusually 
well  drawn  up,  as  the  reproduction  here 
will  show,  and  it  took  on  quite  a  military 
tone  by  the  use  of  the  words  "surrender, 
beleaguered,  siege,  etc."  The  generosity 
id'  the  store  was  commented  on  in  the 
ad.  and  exhortations  made,  such  as, 
"livery  dollar  you  spend  will  mean  10c 
for  the  Christmas  box." 

Frequent  opportunities  will  occur  dur- 
ing the  next  few  weeks  or  months  for 
stores  of  Canada  to  co-operate  in  work 
of  a  similar  nature,  and  the  accounts  thai 
have  appeared  in  late  issues  of  the  Ke- 
\iew    should    prove  of  some  assistance   to 

merchants    in   working   out    the   details. 

The   Review   will   be  pleased  to  hear  fmm 

any    merchants    who    have    undertaken 

plan-  of  t  his  character. 
18 


HOW   ONE   STORE   GAVE  BACK 
FULL  DAY'S  RECEIPTS. 

(Continued  from  page  14. 1 
the  manufacturers  there  was  little  need 
for  changes  being  made.  Another  stated 
that  he  made  all  changes  without  extra 
charge;  one  of  the  girls  on  the  regular 
staff  was  able  to  do  this,  and  in  the  busy 
season  he  employed  a  dressmaker  for  the 
purpose  at  $7  a  week.  Still  another  dry 
goods  man  left  the  matter  to  the  circum- 
stances of  the  sale.  If  there  was  an  op- 
portunity to  get  the  purchaser  to  [jay  the 
costs  well  and  good;  if  it  was  a  question 
of  making  a  fit  or  losing  a  sale  then  the 
alterations  were  made  without  additional 
charge. 

@ 

REFUND  FULL  DAY'S  SALES. 

'"p  HE  Prince  Albert  Trading  Company 
undertook  a  novel  form  of  sale  cov- 
ering the  month  of  October,  in  which  it 
was  announced  that  on  a  day  to  be 
chosen  a  refund  would  be  made  to  cus- 
tomers on  all  sales  slips  bearing  the  date 
that  finally  was  decided  upon. 

This  date  was  selected  and  made  pub- 
lic, with  the  result  that  the  store  was 
called  on  to  "cash  in"  70  per  cent,  of 
the  amount  of  goods  purchased  on  that 
day.  The  proprietor,  in  a  note  to  The 
Review,  implied  that  he  had  expected  an 
even  larger  percentage  to  present  their 
sales  slips,  but  a  number  of  purchases 
had  been  made  on  the  day  in  question 
for  the  North  Country.  He  added  that 
the  sale  was  a  success  in  bringing  into 
touch  with  the  store  many  who  had  never 
dealt  there  before. 

This  device  for  increasing  trade  should 
be  studied  carefully,  The  Review  thinks. 
before  it  is  tried  out.  It  looks  like  a  big 
price  to  pay  tor  extra  business.  Giving 
away  goods,  as  this  is,  mav  not  have  the 
best  effect  on  the  public.  Reduce  prices; 
cut  them  in  two  on  remnants  or  hold- 
overs if  you  like,  but  give  away?  If  a 
merchant  could  hold  a  month's  sale 
without  reducing  prices,  simply  by  hold- 
ing  out  to  the  public  the  chance  of  this 
refund  if  they  did  business  on  the  lucky 
day.  as  a  percentage  reduction  it  would 
not  be  much-  one  day  's  sales  in  25,  and 
only  70  per  cent,  of  that  would  be  some- 
thing less  than  3  per  cent.,  but  the  store 
would  be  compelled  to  cut  prices  as  well 
as  do  the  refunding,  and.  in  any  case, 
having  1.000  people  feel  satisfied  over 
small  reductions  is  bettor  than  bavins: 
40  feel  elated  over  a  refund  surely. 

® 

PERSONAL. 

J.  M.  Fry  &  Son  have  succeeded  Fry 
Bros.,  clothiers,  in  Hartney,  Man. 

Henderson  &  Hunt.  St  .John.  X.B.. 
have  dissolved  partnership,  Donaldson 
Hunt  continuing. 


DRY     GOODS    REVIEW 


Your  sure  protection  against  lost  sales  is  to  have 
the  goods  you  are  asked  for.  This  season  you  will 
be  asked  for 

TIES  LADIES'  COLLARS 

MUFFLERS  LADIES'  TIES 

HANDKERCHIEFS  BELTS 

PERFUMES  HOSE  SUPPORTERS 

HOSE  RIBBONS 

for  Christmas  Gifts 

WE  CAN  SUPPLY  YOU— MANY  IN  INDIVIDUAL  BOXES 
LET  US  FILL  YOUR  ORDER 


The  W.  R.  Brock  Company  (limited) 

Montreal 
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The   Outlook  Brightens. 

HOW  sensitive  has  been  the  public  purse! 
Sensitive  to  a  favorable  or  unfavorable  re- 
port from  the  front.  Drawing  in  on  an  in- 
stant' or  loosening  up  the  strings.  Every  merchant 
has  observed  it,  perhaps  in  the  larger  cities  more 
than  in  smaller  centers,  as  in  the  one  the  reports  in 
the  press  are  followed  much  more  closely  at  stated 
periods  of  the  day  when  new  editions  are  available. 

It  has  not  been  surprising,  then,  that  the  late 
favorable  news  of  the  Russian  campaign  has  reacted 
almost  immediately  in  retail  and  wholesale  circles. 
The  general  public  now  have  come  to  the  conclusion 
that  there  is  absolutely  no  doubt  of  the  result:  that 
the  heaviest  blow  of  the  enemy  has  been  spent,  that 
the  strength  and  progress  of  the  allies  henceforth  will 
show  a  steady  advance,  and  the  weakening  and  final 
collapse  of  the  Germanic  resistance  be  corresponding- 
ly pronounced.  The  public  mind  now  has  ceased  to  be 
as  volatile  as  during  the  first  three  months;  a  plight 
reverse  no  longer  has  a  depressing  effect,  for  faith  in 
the  issue  is  now  firmly  fixed. 

Business  undoubtedly  is  beginning  to  pick  up; 
reports  as  to  this  are  almost  unanimous.  Take,  for 
instance,  Bradstreets'  statements.  In  Winnipeg  it  is 
slid  that  "there  is  an  appreciably  better  tone  preva- 
lent in  commercial  circles  this  week."  In  Montreal, 
"dry  goods'  jobbers  are  looking  for  a  very  consider- 
able stimulation  to  the  trade."  From  London,  Out., 
it  is  said,  "Country  retailers  are  buying  fairly  freely 
of  all  staple  lines  of  merchandise  and  collections  are 
about  normal."  From  Ottawa,  "Trade  in  dry  goods 
is  holding  up  much  better  than  was  anticipated  some 
weeks  ago.  The  demand  for  tributary  towns  is  good 
and  collections  in  the  main  are  satisfactory." 

With  the  chances  for  a  long  duration  of  the  war 
lessening  week  by  week  merchants  should  shake  off 
the  hand-to-mouth  attitude  in  their  policies  that  is 
governing  so  many,  and  plan  for  spring  with  the 
cheerfulness  and  confidence  that  are  essential  to  real 
progress. 

Cultivate  the  Country   Trade 

THERE  never  was  a  better  time  than  the  present 
for  the  hearty  and  systematic  cultivation  of 
the  country  trade.  The  facts  are  that  the  far- 
mers have  not  suffered  from  the  present  financial 
stringency    to  any  appreciable  degree.     During  the 


last  two  decades  the  farmers  have  not  secured  any 
sudden  wealth.  At  the  same  time  the  mortgage  has 
been  lifted  from  the  majority  of  homesteads  and  the 
great  proportion  of  farm  holdings  so  improved  that 
they  are  not  the  same  class  of  farm-  as  were  the  rule 
during  the  last  quarter  of  the  last  century.  The 
farm  home  is  quite  the  rival  of  the  better  class  of 
urban  homes  in  both  comfort  and  equipment. 

While  the  purchasing  power  of  the  farmer  is  al- 
most unimpaired,  and  often  even  improved,  the 
quality  of  the  merchandise  he  buys  compares  favor- 
ably with  the  city  customers.  Indeed  the  majority 
of  merchants  report  that  while  often  the  grade  of 
clothing,  for  instance,  is  rather  heavier,  and  the  style, 
perhaps,  of  a  more  staple  order,  the  purchasing  is  on 
quite  as  substantial  a  basis. 

The  present  situation  has  opened  the  eyes  of 
many  a  merchant  to  the  real  worth  of  country  trade. 
This  has  been  emphasized  by  the  fact  that  there  is 
scarcely  a  city,  town  or  village,  mainly  dependent  on 
rural  buying,  where  good  business  has  not  been 
steadily  maintained  during  the  last  five  months. 

The  difficulties  of  reaching  this  trade,  are,  of 
course,  considerable.  In  some  district-  it  has  been 
found  that  the  big,  cheap  city  dailies  have  supplanted 
much  of  the  local  weekly  circulation,  so  that  news- 
paper announcements  do  not  reach  more  than  a  com- 
partively  small  percentage.  The  rural  mail  routes 
are  being  utilized  as  supplementaries  in  the  way  of 
circulars,  although  some  merchants  complain  that 
farmers  will  not  read  mail  circulars.  To  circumvent 
this,  men  are  being  employed  to  deliver  circulars. 
house  to  house,  in  the  villages  and  surrounding  coun- 
try. Other  merchants  have  developed  a  weekly  bar- 
gain day  for  the  farmers  and  send  out  bills  announc- 
ing that  on  a  certain  day  such  and  such  a  line  will 
be  sold  at  a  certain  price:  this  at  that  figure;  and  so 
forth,  a  system  that  is  following  out  exactly  the  regu- 
lar city  bargain  day  program. 

Some  scoff  at  this  method  as  not  likely  to  draw  a 
vi-it  to  the  city  but  many  who  have  tried  it  have 
assured  The  Review  of  its  efficacy.  In  addition,  the 
linking  up  of  parcel  posl  with  rural  phone  is  a  con- 
tributing  factor  to  an  increased  business  between  the 
farmers  and  the  neighboring  stores.  And  it  should 
be  remembered  always  that  all  or  most  of  this  extra 
business,  is  a  saving  to  the  community  from  the 
drawing  oil'  of  money  for  the  more  distant  mail 
order  houses. 
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Shop-at-Home  Campaigns. 

WHEREVER  retailers  as  a  whole  are  finding 
business  a  little  on  the  quiet  side,  chiefly 
because  so  many  may  be  sending  to  the  mail 
order  houses  for  their  goods,  they  should  get  together 
on  a  vigorous  loyalty  campaign.  In  a  propaganda  of 
this  character  the  home  newspaper  will  be  found  al- 
ways ready  and  willing  to  lend  its  best  endeavors.  If 
there  is  more  than  one  newspaper  in  the  town  or  city 
get  the  cooperation  of  them  all  and  start  a  Shop-at- 
Home  campaign.  The  newspapers  will  do  all  in  their 
power  to  bring  the  people  into  the  town  during  the 
day  or  week  when  the  campaign  reaches  its  culmina- 
tion, and  the  retailers  should  do  their  part  in  advising 
the  people  through  advertising  and  window  displays 
what  they  have  for  sale. 

A  case  in  question  comes  from  Gait,  Ont.,  where 
recently  there  was  held  a  "Shop-in-Galt"  sale.  The 
paper  had  been  urging  the  people  weeks  before  to 
come  into  Gait  for  the  sale.  The  merchants  adver- 
tised convincingly  the  goods  they  had  to  offer  with 
the  result  that  the  campaign  proved  a  most  effective 
one.  People  came  in  from  miles  around  and,  because 
practically  every  merchant  endeavored  to  present  his 
goods  and  store  in  the  best  possible  light,  the  good 
people  in  the  vicinity  of  that  thriving  town  are  better 
acquainted  with  the  retailers  and  the  goods  they 
handle  than  they  ever  were  before.  They  now  know 
that  Gait  merchants  are  progressive  and  that  from 
the  standpoint  of  service  and  satisfaction  they  cannot 
do  better  elsewhere.  Where  the  newspapers  are  loyal 
to  their  own  communities  and  refuse  to  accept  the 
mail-order  house  advertising,  the  merchants  should 
be  loyal  to  the  newspapers  and  before  they  come  to 
the  conclusion  that  advertising  doesn't  pay,  it  should 
be  given  a  fair  and  just  trial. 

Try  out  a  Shop-atrHome  campaign  and  give  the 
people  reasons  why  they  should  deal  at  home. 


A  Series  on  Card  Writing 

THE  announcement  in  this  issue  of  a  new  course 
in  card  writing  by  Mr.  Edwards  who  won  the 
first  prize  of  the  C.W.T.A.  last  year  with  some 
remarkable  samples  of  cards  that  were  alike  effective 
in  opening  and  merchandising  windows  and  interior 
display,  will  provide  one  more  service  to  readers  of 
The  Review  that  is  sure  to  be  appreciated.  When 
to  this  are  added  the  articles  on  draping  of  Mr. 
Nowak,  and  the  backgrounds  by  Mr.  Smith,  and 
several  Canadian  trimmers  a  most  valuable  combina- 
tion for  display  men  is  assured  during  the  coming 
year. 


Editorial   Notes 

THE  CONFERENCE  and  co-operation  between 
grain  growers  and  manufacturers  is  one  of  the  most 

promising  features  of  western  progress. 

*  *        * 

A  GREAT  VARIETY  of  merchandising  articles — 
from  actual  experiences  of  successful  salesmen, — will 
appear    in    the    Annual    Spring    Number    of    The 

Review. 

*  *        * 

DISPLAY  YOUR  GOODS  and  put  price  tickets  on 
them  whether  in  the  store  or  in  the  window.  And 
the  price  ticket  attached  to  your  goods  in  all  your 
ads.  is  equally  valuable,  and  necessary. 


Patriotism  and   Giving. 

From  Financial  Post. 

"J7\  OR  a  man  who  has  $250,000  worth  of  shares 
l~i  in  one  big  dividend-paying  company  alone  to 
give  only  $10  to  the  Patriotic  Fund  is  worse 
than  'calling  with  an  ace  full.'  "  Such  is  the  charge 
made  by  a  weekly  paper  which  was  placed  in  the 
hands  of  The  Financial  Post,  by  one  of  the  latter's 
readers.  Whether  or  not  the  weekly  in  question  was 
correctly  informed  we  cannot  say.  A  man  may  give 
much  more  to  his  country  than  can  be  measured  by 
the  dollars  he  contributes  to  the  patriotic  fund. 
There  are  many  men  in  Canada  in  whose  name 
stands  stock  of  dividend-paying  companies  to  a  much 
greater  extent  than  $250,000  who  would  not  be  justi- 
fied in  giving  ten  cents  to  the  Patriotic  Fund. 

It  is  exceedingly  easy  to  flippantly  criticize  and 
condemn  contributors  to  the  patriotic  or  other  funds 
but  before  doing  so,  the  facts  should  be  known.  There 
are  to-day  many  "reputed"  wealthy  men  who  are 
now,  and  have  for  years,  carried  a  heavy  load.  The 
stock  which  is  credited  to  them  may  be  in  the  bank 
vaults.  To  get  it  from  the  bank  by  paying  off  the 
debt  due  the  bank,  is  the  cause  of  sleepless  nights  and 
shortened  lives.  At  no  period  has  the  strain  been 
more  acute  than  at  the  present  time.  Such  men  are 
not  justified  in  giving  large  sums  to  patriotic  and 
charitable  objects.  If  they  do,  they  are  giving  to 
these  objects,  money,  roughly  speaking,  not  belong- 
ing to  them. 

There  are  many  men  enjoying  regular  salaries, 
but  who  own  neither  home  nor  snares  in  dividend 
paying  companies,  who  are  in  a  much  better  posi- 
tion to  pay  $10  to  the  patriotic  fund  than  many  men 
whose  names  appear  in  stocks  and  share  lists  as 
holders  of  $250,000  or  more.  The  nature  of  the 
criticism  which  we  quoted  at  the  outset  of  this 
article,  calls  to  mind  the  case  of  the  late  Mr.  Massey, 
the  head  of  one  of  the  largest  manufacturing  inter- 
ests developed  in  the  Dominion.  When  his  project 
was  taking  shape  and  began  to  take  upon  itself  some- 
what large  physical  proportions  in  the  form  of  fac- 
tory plants  and  stocks  necessary  to  keep  it  going,  he 
was  appealed  to  for  contributions  to  every  kind  of 
philanthropic  purpose.  Perhaps  the  most  impor- 
tunate solicitors  were  those  from  the  church  to 
which  he  belonged.  He  was  obdurate,  however,  and 
succeeded  in  side-tracking  all  requests  by  the  promise 
that  some  day  he  would  do  something  for  them.  His 
co-religionists  used  such  language  even  in  his  pres- 
ence, as  implied  that  his  penury  was  mean  and  con- 
temptible. Externally,  his  business  was  of,  seeming- 
ly such  large  proportions  as  to  leave  the  impression 
that  he  was  immensely  wealthy.  As  a  matter  of  fact, 
he  carried  a  terrific  load  of  debt.  It  was  measured 
by  millions.  Out  of  unsuccessful  enterprises  he  as- 
sumed the  burden  and  responsibility  of  making  one 
that  would  be  successful.  To  do  so  meant  the  as- 
sumption of  a  vast  debt  and  its  contingent  worry. 
He  could  have  chosen  another  alternative  which 
would  have  permitted  him  to  retire  in  comfort.  But 
he  preferred  to  do  otherwise.  He  courageously  faced 
a  task  the  success  of  which  meant  more  for  his  coun- 
try than  for  himself.  That  he  could  not  have  done 
without  his  undaunted  faith  in  the  future  of  the 
Dominion.  His  faith  was  justified  and  in  time  the 
debt  disappeared  and  in  its  place  a  surplus  arose. 
Then  came  the  time  when  contributions  could  hon- 
estly be  made  to  worthy  objects.  Mr.  Massey,  when 
his  position  justified  it,  gave  liberally  and  his  estate 
has  ever  since  given  liberally  for  the  public  good. 
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DRESS  FABRICS 


AND  SILKS 


Voiles  and  Crepes  Will  Be  Staples  and  Novelties 

Double  Strength  of  These  Cotton  Fabrics  —  Organdie  of  More 
Substantial  Texture — Linens  for  Tailored  Dresses  if  Procurable. 


THERE  is  very  little  doing  in  the 
cotton  goods  market,  as  buyers 
are  putting  off  purchasing  as  long 
as  possible.  This  is  not  altogether  due  to 
the  cotton  goods  situation,  and  wish  to 
wait  until  the  market  touches  the  lowest 
possible  price.  It  is  also  due  to  the  fact 
that  there  is  very  little  demand  for  cot- 
ton fabrics  at  the  present  time;  the  buy- 
ing public  is  economizing,  or  through 
non-employment  is  unable  to  buy  the 
usual  supply.  Orders  for  cotton  fabrics 
which  under  normal  conditions  would 
have  been  placed  long  ago  have  still  to 
come  to  hand.  When  goods  are  wanted 
they  are  wanted  for  quick  delivery  but 
the  orders  are  very  small. 

Of  late  years  the  greater  part  of  the 
business  and  that  which  has  paid  the 
best  has  been  done  in  novelty  materials, 
and  some  of  these  materials  have  been 
quite  high-priced,  some  of  them  selling 
at  retail  at  $1.50  and  over.  In  the  popu- 
lar priced  trade  materials  selling  at  50c 
and  75c  have  become  common.  These 
materials  have  been  so  satisfactory  that 
there  is  little  question  as  to  whether 
they  will  sell  during  the  coming  year, 
and  as  the  value  of  raw  cotton  affects 
the  price  of  this  class  of  materials  very 
little,  as  it  is  the  price  of  production 
and  labor  that  counts  here,  there  will  be 
little  change  in  this  respect  in  materials 
of  the  novelty  class. 

Voiles  and  crepes  will  be  both  staple 
and  novelty  fabrics  in  the  coming  season. 
High  class  voile  novelties  take  the  lead 
for  the  coming  season.  Open  work  and 
lacey  stripes  are  new,  and  there  are 
many  embroidered  effects  that  are  fav- 
ored by  buyers.  The  season  is  favor- 
able In  printed  effects  particularly  in 
small  alienor  patterns  in  soft  tones  of 
Coloring.  Stripes  rank  very  high  and 
are  shown  in  every  variety  of  design — 
there  are  tape  stripes  and  stripes  out- 
lined with  one  or  nmre  narrow  stripes  in 
one  "i-  more  contrasting  colors.  Some 
of  the  now  stripes  are  broken  into  elus- 
ters  of  vari-colored  linos,  others  have 
fine   cords   of   silk    outlining  them,   and 


there  are  ombre,  broken  and  cluster 
stripes  and  a  varied  range  of  colors, 
forms  and  combinations.  Crepes  will 
closely  rival  voiles  and  many  of  the 
novelty  ideas  will  rank  with  the  newest 
fancies.  Stripes  come  in  artificial  silk 
and  line  stripes  of  this  kind  outline 
stripes  of  various  widths  of  another 
color.  Other  stripes  are  formed  of 
looped  or  knotted  yarns.  Block  checks 
are  strong  and  run  from  the  new  pin 
head  checks  up  to  half  inch  blocks. 
Checked  crepes  come  also  in  tartan  and 
fancy  plaids.  Printed  crepes  come  in 
soft  colors  and  small  designs,  and  there 
are  also  attractive  embroidered  effects 
showing. 

Organdie  is  on  the  list  of  dress  fab- 
rics, but  the  best  selling  will  come  on 
cloths  in  the  organdie  weaves  but  a  little 
more  substantial  in  texture  such  as 
lawns,   Swiss  muslins,  India  linens,  etc. 


It  is  some  time  now  since  such  fabrics 
were  fashionable  and  the  idea  that  some- 
thing a  little  stiffer  in  finish  will  be  re- 
quired than  has  been  worn  recently 
promises  to  bring  materials  of  this  class 
to  the  front.  Organdies  and  kindred 
fabrics  come  in  both  plain  colors  and  in 
printed  and  figured  effects.  Some  of 
them  have  cord  stripes  as  well  as  cross 
barred  checks.  , 

Linens  suitable  for  tailored  dresses 
and  suits  will  certainly  sell  if  they  are 
procurable.  Also  there  are  a  number 
of  heavy  cotton  materials  on  the  market 
suitable  for  development  into  this  kind 
of  garment.  Piques  rank  high  in  the 
list.  Also  there  are  many  attractive 
cord  such  as  cordeline,  Bedford  repp, 
etc  Very  effective  cord  effects  come  on 
thin  grounds  in  groups  or  singly  one  of 
the  newest  being  the  combination  of 
voile   and   garbardine   weave. 


High  Finished  Satins  in  1915 

Selling  in  Afternoon  and  Evening  Shades  With 
Velvet  to  Match — New  York  Favoring  Brocades 


-Will  Taffetas  Come  Again? 


AS  the  time  goes  on  the  trade  is 
more  confident  of  obtaining  the 
goods  needed  for  the  Spring  sea- 
son.  Europe  is  still  producing  and  ship- 
ments are  being  made  from  Switzerland 
and  France,  hut  not  by  direct  routes. 
Notwithstanding  the  fact  that  raw-  silk 
in  both  the  European  and  Eastern  mar- 
bets  has  dropped  considerably  in  value, 
the  price  of  piece  goods  remains  at  about 
the  same  love]  as  last  Spring.  This  i-  due 
to  the  increased  eosl  of  laying  down  the 
goods    in    wartime. 

Soft     textures    are    still    preferred    and 
satins  with   a   high   finish   are  in  tho  lead 

for  Spring.  Duchesse,  liberty,  paillettes, 
peau  de  soie  and  messalines  are  all  ord- 
ered. 

Silks  of  this  class  are  selling  in  aftor- 
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noon  and  in  evening  shades  and  are  being 
made  up  with  velvet  to  match,  or  chiffon, 
net  or  lace.  As  gowns  of  this  type  are 
the  first  to  show  the  more  extreme 
changes  of  the  mode  the  call  for  more 
material  is  influencing  the  yardage  sale, 
and  from  9  to  11  yards  of  material  36 
in.  wide  is  selling  for  an  elaborate  even- 
ing gown.. 

The  question  as  to  the  wearing  of  taf- 
feta in  the  coming  Spring  is  again  com- 
ing to  the  tii mt.  Now  that  economy  is 
SO  much  in  evidence,  the  trade  seems  to 
tee)  that  this  it  not  an  opportune  time 
to    push    the    -ale    of    taffetas.     This    silk 

iias  no  great  reputation  for  giving  good 

service,  and   can   only   be   relied   upon   to 

give    good    wear    when    tho    silk    is    high 

(Continued   on   page  •24.) 
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When  you  buy 

Cotton  Prints 

Make  certain  that  you  get  the  biggest 
value  possible  for  your  money — to 
make  this  doubly  certain  insist  on 
Dominion  Textile  Company's 

No.  "P"  Print 

^"^  31     —  32 

This  Canadian-Made   line  at  1 0  cents  a  yard  is  abso 
solutely  guaranteed  to  stand  washing  or  sunlight  in    b 
manner    unequalled    by    the  best    quality     of    imported 
cloths. 

The  proportion  of  duty  added  to  imported  prints  is  put 
into  the  quality  of  our  No.  "C"  Prints,  as  is  evidenced  in 
the  clear  designs,  fine  texture,  fast  colors  and  superior 
finish. 

This  line  is  made  in  hundreds  of  designs  and  color  com- 
binations— complete  sample  book  upon  request. 

Your  wholesaler  has  a  full  line  of  No.  "C"  Print. 

Dominion  Textile  Company 

Limited 

110  St.  James  Street 

Montreal,  Canada 
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Broadcloths  with  Coverts  Strong  for  Spring 

In  Latter  Case  Shades  Are  More  in  Accord  Now  With  Popular 
Fancy  Than  for  Years — Including  White  in  List  of  "Mourning" 
Colors. 


THK  dross  rubric  section  is  show- 
ing the  usual  between  seasons' 
dullness,  and  the  only  business 
doing  is  confined  to  a  few  sorting  or- 
ders for  stuple  fabrics.  Prospects  are 
decidedly  good  for  spring,  and  u  good 
old-fashioned  dress  goods  season  is  be- 
ginning to  be  spoken  of.  The  new  ten- 
dency is  towards  cloths  with  a  smooth 
surface  and  a  lustrous  finish.  First  in 
this  category  always  comes  broadcloth; 
and  broadcloth  in  chiffon  weight  and 
high  finish  are  growing  in  favor.  Other 
weaves  of  a  kindred  nature  are  coming 
to  the  front  such  as  Venetians,  and 
soleils  or  satin  cloths  are  also  selling. 
Both  London  and  New  York  are  taking 
to  cheviots,  and  cheviots  und  vurious 
choviot  effects  are  taking  the  lead.  An- 
other revival  is  seen  in  the  growing 
favor  in  which  coverts  are  regarded.  A 
very  determined  attempt  which  did  not 
meet  with  any  great  success  was  made 
a  couple  of  seasons  or  so  ago  to  revive 
coverts.  This  non-success  wus  duo 
mainly  to  the  facl  that  this  cloth  wus 
out  of  line  with  the  prevailing  finish  und 
color  tendency.  The  heavy  selling  so 
far  has  been  done  in  such  fubrics  as 
garbardine,  serges,  mainly  in  French  und 
foule  effects  und  weuves. 

In  spring  funcies,  checks  are  strong. 
They  are  not  as  indistinct  as  those  that 
are  now  showing,  and  come  in  a  very 
big  range  in  black  and  white.  Stripes 
are  also  good,  they  come  in  even  stripes 
in  black  and  white,  and  in  various  com- 
binations showing  both  white  stripes  on 
a  black  ground  und  black  stripes  on  u 
white  ground.  Pencil  stripes  ure  also 
good.  Mixtures  and  other  funcies 
strongly  favor  Oxford  and  black  and 
white  greys.  Open  weaves  are  becoming 
prominent  and  etamine.  and  voiles  in 
sheer  soft  draping  qualities  are  in  grow- 
ing favor.  With  pluin  weaves  selling, 
panama  is  again  a  wuntod  cloth,  Gar- 
bardine  voile,  and  voile  traverse  ure 
new  effects  in  light  weight  fabrics. 

Black  bus  been  returning  to  fuvor  for 
some  time,  and  the  very  general  wear- 
ing of  mourning  both  in  Europe  and  on 
this  side  of  the  Atlantic  because  of  the 
war  will  result  in  placing  black  mater- 
ials in  great  demand.  When  black  is 
not  chosen  dark  blue,  dark  brown,  and 
dark  shades  of  green.  When  black  is 
in  high  favor,  white  is  also  extensively 
worn,  and  the  fact  that  white  is  coming 
into  consideration  for  mourning  wear 
when  ordering  for  spring  is  under  way. 
should   not  be  lost    siirht    of.     When   the 


nature  of  spring  und  summer  weuther 
is  thought  of,  the  idea  of  including 
white  in  the  list  of  mourning  colors  is 
sensible  and  practical. 

Recent  developments  show  that  sand, 
putty,  beige  and  mastic  are  to  be  popu- 
lar shades  for  the  Spring.  These  colors 
are  being  taken  up  now  in  serges,  gar- 
bardines  und  broadcloths,  und  ure  com- 
ing along  for  Spring  in  coverts.  All 
grey  shades  from  Oxford  to  pearl  are 
sell  ins-. 


No  Hope  of    Linens 

Situation  Does  Not  Improve 
and  Scarcity  Will  lie  Great  — 
White  Leads  for  Spring. 

LINEN  is  the  most  unfavorably  sit- 
uated of  all  the  great  textiles,  for 
it  looks  as  though  the  trade  for 
some  time  to  come  would  be  absolutely 
dependent  upon  the  Irish  and  British 
mills  for  their  linen  supply.  Ireland  no 
longer  produces  a  tithe  of  the  flax  used 
in  her  mills,  and  it  is  well  within  the 
mark  to  say  that  not  more  than  10  per 
cent,  of  the  flax  used  in  the  Irish  mills 
is  produced  in  that  country.  About  70 
per  cent,  comes  from  Russia,  but  Russia 
needs  this  for  her  own  use,  and  has  in- 
terdicted the  exportation  of  flax,  and 
no  more  can  be  expected  from  Belgium 
for  some  time  to  come,  even  if  the  war 
should  come  to  an  early  conclusion,  as 
Courtrai  and  Ghent,  which  are  the  great 
shipping  centres,  are  right  in  the  zone 
of  the  heaviest  fighting.  Therefore  any 
flax  or  tow  is  held  at  extreme  prices. 
The  manufacturers  of  piece  goods  are 
busy,  particularly  those  making  the 
heavier  grades   of  goods. 

In  view  of  the  flax  shortage,  buyers 
have  placed  reasonably  good  orders, 
though  conditions  are  not  of  the  best  in 
the  retail  selling  end  of  the  business. 
The  greatest  activity  is  in  heavy  goods, 
and  the  Christmas  demand  for  linen 
handkerchiefs  has  been  fair  size.  All 
art  linens  are  popular,  as  more  than  the 
usual  amount  of  home  embroidered  and 
hemstitched  articles  such  as  bureau 
scarfs,  centre  pieces,  pillowslips,  run- 
ners, doilies  and  luncheon  sets.  etc..  are 
being  made  up  at  home  this  season. 

Linen  dress  goods  for  the  coming 
Spring  come  in  colors  and  white,  with 
white  very  decidedly  in  the  lead.  Many 
are  of  the  non-orushable  variety  and 
some  are  guaranteed  not  to  shrink.  Lin- 
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ens  in  medium  weight  are  expected  to 
sell  well  in  the  coming  Summer  in  na- 
tural <>r  sand  shade,  tan,  blue,  and 
pink. 

■© 

HIGH  FINISHED  SATINS  IN  1915. 

(Continued  from  page  22.) 

grade  and  therefore  expensive.    As  far 

as  can  be  seen,  the  new  modes  that  are 

being  put  out  are  favorable  to  taffeta,  as 

t     (     wide)-    hell    -l<  ii't  -    should    he   made   of 

u  material  having  a  slightly  stiff  finish. 
Taffeta  has  not  been  a  great  success  this 
Fall,  and  only  a  dancing  frock  here  and 
there  has  been  made  of  this  silk.  For  the 
Spring  many  houses  are  only  -tocking 
taffeta     in   black  as  a   suiting  silk. 

Cord  or  ribbed  weaves  are  gaining 
ground  and  in  the  better  trade  gros- 
grains  and  failles  are  sure  of  a  better 
representation.  Crepe  de  chine  is  firmly 
fixed  as  a  staple,  both  for  dresses  and 
for  blouse  and  lingerie  purposes.  Crepes 
in  other  weaves  are  also  ordered.  New 
York  is  showing  a  disposition  to  favor 
brocades.  At  the  fashion  show  at  the 
Ritz-Carlton,  many  of  the  gowns  were 
of  lustrous  satin  brocaded  with  metal. 
® 


WHITE   SATIN  FOR  WAISTS. 

Black  silks,  especially  satins,  cbar- 
meuse.  and  crepes,  are  sharing  the  vogue 
of  black  in  all  fabrics.  The  other  colors 
selling  are  all  dark,  and  such  shades  as 
navy,  royal,  nigsrer  brown,  Russian, 
green,  and  deep  purple  are  those  selling. 
A  midwinter  development  is  the  vogue 
of  white  satin  for  waists.  These  waists 
are  high-cl&ss,  and  satins  that  are  wash- 
able are  in  high  favor.  Good  quality 
Habutai  silks  are  also  increasing  in 
favor  with  the  waist  trade.  Crepe  de 
chine  and  chiffon,  both  accordion-pleated 
and  plain,  are  very  much  used  both  for 
making  waists  und   for  evening  dresses. 

Satins,  liberty,  eharmeuse.  messalines, 
crepe  meteor,  crepe  de  chine  and  other 
crepe  weaves  are  the  fabrics  meeting 
with  continued  favor.  Taffeta  is  selling 
in  high-grade  suiting  cloths  and  in  black 
only.  Changeables  are  talked  of.  hut  it 
is  very  doubtful  as  to  whether  the  iren- 
eral  trade  will  accept  this  silk  in  the 
coming  Spring.  If  there  is  anything  in 
the  nature  of  a  style  feature  it  is  the 
growing  interest  in  failles,  srros-^rains 
and  silks  having  a  little  more  stiffness, 
and  should  the  circular  skirt  in  boll- 
shape  flaring  at  the  feet  become  the 
fashion,  silks  of  this  kind  should  make 
a  decided  gain. 


DRESS    FABRICS 


Dry  Goods  Review 


Are  You  Ready  for 
the    Great   Silk 
Dress  Demand? 


i 


F  THE  busy  silk  worm  could  know  how  its  efforts 
are  appreciated  this  season,  it  might  spin  a  little 
faster,  with  glee,  for 

SILK  DRESSES,  always  good,  are  "Immense" 
now,  and  will  be  still  better  with  each  succeeding 
day. 

Are  you  planning  accordingly? 

It's  our  business  to  "feel"  such  fashion  tendencies, 
and  we  were  alive  to  this  one,  ahead  of  the  general 
market. 

We  knew  that  the  country's  best  retailers  would 
look  to  " Steelier "  for  what's  right  in  SILK 
DRESSES,  as  always.  We  knew  not  only  that  Silks 
would  be  "big,"  but  also  what  kind  of  Silks. 

So  we  got  there  before  the  "other  fellow"  woke  up. 

WE    BOUGHT    THE    CORRECT 
SILKS  WAY  UNDER  REGU- 
LAR VALUE. 

— all  high-class  fabrics — newest  of  the  new;  and 
because  of  our  large  clientele,  we  bought  in  tremen- 
dous quantity.  We  made  up  the  goods  according  to 
Steelier  style  and  standard — most  charming  models 
we  ever  designed. 

Because  we  bought  the  Silks  "right"  we  offer 
remarkable  values  in  beautiful  silk  dresses  for 
street,   party  and    evening — in   stock. 

You  Can  Sell  at  Prices  at  Which 
You  Usually  Buy 


Moral:    Get  in   touch   with   Stecher — quick! 
Write  for  samples. 

Louis  Stecher 

33  West  34th  St.,  New  York 

Oppenheim-Collins  Building 

420-24  Market  Street, 
Philadelphia 

CANADIAN  OFFICE 

LEDOUX,  O'BRIEN  &  COMPANY 

Princess  and  Bannatyne  Ave., 

WINNIPEG 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 


Canadian   Representatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


stains  Best 


WEADNOUUHT  "4 
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Why  Not  Open  a  Permanent 
Remnant  Dept.? 

Home  and  Colonial  Drapers  will  find  one  to  be  a  valu- 
able adjunct  to  their  business.  If  this  be  imprac- 
ticable, buy  remnants  for  your  sales.  At  once  profit- 
able and  attractive. 

The  Best  House  in  the  Trade  for  these  is 

JOHN  STONES 

Shiffnall   Mills 

BOLTON,  ENGLAND 
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FANCY  QOODS 

NOTIONS  &  TOYS 


Art  Needlework  Flourishing— Many  New  Designs 

Demand  for  Fingering  Wool  Steadily  on  the  Increase  —  "Bed 
Time"  Babies  Popular — Patriotic  Designs  Being  Featured  in 
Many  Departments — More  Harmony  in  Color  Combinations. 


ART  needlework  is  one  of  the  sec- 
tions that  has  boomed  in  spite  of 
the  war.  There  are  several  causes 
for  this.  For  one  thing  the  majority  of 
women  are  substituting  gifts  made  at 
home  for  one  bought  outright  in  the 
store.  They  are  putting  in  their  own 
time  in  figuring  out  the  value  of  the  gift. 
The  knitting  for  the  soldiers  direct  and 
for  the  Red  Cross  Society  has  also  done 
much  to  send  up  sales  in  the  art  needle- 
work department.  This  business  has 
come  so  suddenly  that  it  was  not  possible 
to  properly  prepare  for  it,  and  it  is  no 
unusual  condition  for  the  retail  wool  de- 
partment to  find  itself  totally  bare  of 
fingering  and  suitable  wools  at  the  end 
of  the  day's  selling,  and  this  after  nu- 
merous eager  customers  have  had  to  be 
turned  away  with  the  information  that 
it  is  uncertain  when  the  stock  could  be 
replenished.  Grey  shades  are  in  rather 
better  supply  than  khaki,  but  until  the 
mills  catch  up  with  the  demand  there  is 
going  to  be  considerable  strain  upon  the 
wool  department.  Jobbing  and  import- 
ing houses  have  cleared  out  all  the  stock 
on  hand,,  and  some  had  been  there  more 
years  than  the  head  of  the  department 
cared  to  remember.  Knitting  pins  and 
knitting  needles  are  also  included  in 
lines  that  are  in  scarce  supply. 

Showing  Articles  of  Wool. 

The  universal  knitting  of  socks  and 
other  comforts  has  turned  the  attention 
of  women  to  the  beauty  and  utility  of 
articles  made  from  wool,  and  they  are 
using  their  recently  gained  skill  with  the 
knitting  and  crochet  needles  In  good  ac- 
count in  the  preparing  of  gift  articles. 
I  p  in-date  departments  arc  making  hay 
while  the  sun  shines  by  showing  articles 
made  nl'  wool,  as  this  way  they  have 
found  by  practical  experience  is  the  mht 
one  to  bring  about  sales.  There  is  a 
growing  demand  Cor  fancy  wools  to  be 
fashioned  into  aviation  and  skating  caps, 
baliics'  caps  and  hoods,  liootees,  gaiters, 
baldes'  wool  jackets,  ladies'  and  chil- 
dren's sweater  coats,  house  jackets,  hug- 


me-tights,  children's  sets  of  muff,  stole 
and  cap,  covers  for  hot  water  bottles, 
and  last,  but  not  least,  wool  dollies  or 
"bed-time  babies"  as  they  are  called. 
These  babies  are  made  of  wool  in  various 
colors  and  combinations  of  color  wound 
smoothly  rund  a  wood  form  in  the  same 
manner  as  used  in  making  tassels.  The 
wool  is  cut  along  the  groove,  and  is  tied 
so  as  to  form  the  head  and  again  lower 
down  to  form  the  body.  It  is  then  let 
loose  to  form  skirts,  or  is  parted  and 
tied  again  when  a  boy  doll  is  suggested. 
Stitches  in  black  wool  form  the  eyes,  and 
in  red  for  the  nose  and  mouth.  Much  of 
the  character  of  the  doll  lies  in  the  skil- 
ful working  of  the  eyes,  nose  and  mouth. 
A  crocheted  cap  fitting  the  head  and 
drawn  to  a  point  finishes  the  baby.  These 
babies  usually  go  in  pairs,  and  have  a 
crocheted  cord  to  tie  them  to  the  railing 
of  the  small  child 's  bed  or  chair. 

Free  Lessons. 

Teachers  of  knitting  and  crochet  are 
on  the  staff  in  many  of  the  leading 
stores,  and  their  classes  are  thronged 
each  day.  Of  course,  as  in  the  other 
fancy  work  and  embroidery  classes  the 
materials  used  have  to  be  purchased  in 
the  department,  but  the  lessons  are  en- 
tirely free. 

Crochet  work  is  very  popular,  parti- 
cularly the  crochet  medallions,  patterned 
in  cut-work  or  macrame  patterns  in  the 
natural  color.  Though  D.M.C.  cotton  is 
practically  off  the  market,  as  it  comes 
from  Muelhausen,  there  are  other 
brands  available,  and  no  woman  who  is 
not  a  crank  need  stop  any  kind  of  work 
I  hat  calls  for  the  use  of  any  kind  of 
crochet   or  embroidery  cotton. 

Filet  Work. 
Ai'l  departments  are  giving  attention 
to  filel  work.  Filet  net  patterned  in 
medallions  is  darned  over  with  white  or 
ecru  cotton,  according  to  the  color  of  the 
net  used,  or  in  place  of  cotton  heavy  em- 
broidery silk  is  used  or  ribbonseno.  This 
latter  can  be  had  now  in  more  subdued 
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shades,  and  the  effect  is  decidedly  better 
than  when  the  cruder  colors  were  used. 

Patriotic  Designs. 

At  the  present  moment  there  is  quite  a 
featuring  of  patriotic  designs.  Hand- 
some pillows,  made  up  in  the  form  of  the 
Union  Jack,  the  flag  forming  the  whole 
or  one  corner  of  the  cushion  and  worked 
out  in  ribbons  in  appropriate  colors. 
These  cushions  as  a  rule  have  a  frill  of 
red,  white  and  blue  ribbons.  Tinted 
cushion  tops  of  crash,  repp,  and  other 
fabrics  have  the  flag  embroidered  in  the 
three  colors  with  an  appropriate  motto. 
Combinations  showing  the  flag  and  the 
British  bull  dog  are  also  numerous. 

Various  flag  designs  and  varidtas 
mottos  are  used  on  the  racks,  bags  and 
the  numerous  collections  of  kindred  ar- 
ticles of  the  same  class.  Since  the  war 
began  a  dove  of  peace  design,  showing 
the  dove  in  shades  of  soft  grey,  bearing 
an  olive  branch  in  her  mouth,  and  with 
the  motto:  "Peace  hath  her  victories." 
has  been  brought  out  . 

Cushion  tops  are  in  more  than  the 
usual  demand  and  more  than  the  usual 
variety,  and  there  is  a  distinct  increase 
in  the  artistic  value,  as  the  colors  are 
better  harmonized  and  the  designs  more 
studied.  Heavy  linens,  repp  and  crashes 
in  natural  grey  and  in  art  shades  of 
brown  and  green  are  used  for  the  back- 
ground. Very  few  square  cushions  are 
now  seen,  and  the  pillow  form  is  most 
general.  If  the  material  admits,  it  is 
ravelled  out  and  formed  into  a  fringe 
that  is  handsomely  knotted,  or  else 
fringe  exactly  matching  the  color  of  the 
cloth  is  used. 

Many  of  the  new  designs  come  in 
cross  Mitch,  but  all  the  easily  worked 
stitches,  such  as  darning  lajsy-daiay,  out- 
line stitch,  etc..  are  used.  French  knots 
for  tilling  in  are  very  much  used.  The 
newest  designs  show  a  tendency  to  come 
back  to  floral  patterns,  though  some  of 
the  best  are  slightly  com  entionali/ed.  or 
combined  with  conventionalized    motifs. 
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Worlds 
Flattest  Fastener 


ft 


The  Original"See  That  Hump 
DeLong  Hook  and  Eye 


is  the  World's  Standard  of  Quality 
in  Hooks  and  Eyes. 
Make  your  Notion  Counter  known 
as  the  place  for  reliable  goods.  With 
our  Canadian  factory  atyour service, 
you  should  never  be  without  full 
assortments  of  DeLong  Products 
-invariably  the  best  in  their 
respective   lines. 

DeLong  Hook  *h*  Eye  Company 

of  Canada,  Ltd. 
St. Marys,  Ontario 
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Fewer  brilliant  colors  are  used,  and  the 
whole  effect  is  more  subdued  . 

For  Spring,  so  far  as  can  be  learned, 
the  whole  tendency  is  towards  delicate 
schemes  of  coloring'.  Filmy  white  fab- 
rics are  decorated  with  soft  colors  in  em- 
broidery, or  when  filet  is  used  for  the 
ground,  the  pattern  is  developed  in  rib- 
bon stitches  and  the  lining  is  of  some 
pale  colored  satin. 

Photo  embroidery  is  new.  The  stamp- 
ing is  black  on  an  ecru  of  ivory  ground 
and  tlnj  pattern  is  worked  out  in  white 
silk.  The  designs  are  as  a  rule  those 
which  show  figures  of  children  at  play  or 
going  to  school.  Cameo  or  wedge  wood 
embroidery  shows  similar  figures,  only 
the  group  forms  a  medallion,  around 
which  is  a  very  highly  conventionalized 
border.  The  ground  is  ivory  white  or 
ecru  repp,  and  the  background  behind 
the  figures  is  tinted  delft  blue.  The 
whole  of  the  embroidery  is  worked  out 
in  white. 


boxes.  Each  sachet  is  covered  with  satin 
in  a  different  soft  pastel  shade.  Two 
pad  sachets  are  of  taffeta  or  satin,  or  of 
flowered  silk  edged  with  a  cord  to  match. 
The  pads  are  tied  together  with  a  ribbon 
and  decorated  with  a  cluster  of  ribbon 
roses.  Other  satehets  come  in  the  form 
of  a  pouch,  with  a  ribbon  drawstring  and 
a  bunch  of  band-made  roses  for  orna- 
ment. Then  there  is  the  bag  satchet 
adorned  with  lace,  and  last,  but  not  least, 
the  (dusters  of  six  heart-shaped  satehets 
on  pendent  narrow  ribbons,  which  are 
tied  together  into  a  large  rosette  and 
trimmed  with  lace  and  rosebuds. 


Christmas  Lines 


CORSAGE  BOUQUETS. 

Nearly  every  woman  wears  a  corsage 
bouquet  in  the  States,  both  on  the  street 
and  with  her  more  dressy  gowns.    In  this 
way   she   introduces   a   pleasing  note   of 
color  that  is  effective.    For  some  reason 
or  another  this  custom  has  never  caught 
on  in  Canada,  and  save  for  evening  wear 
very  few  women  wear  a  bouquet  of  arti- 
ficial  flowers.     This   is  not   because   the 
price  is  prohibitive,  for  very  pretty  cors- 
age bouquets  can  be  had  at  a  popular 
price.     Of  course,  there  are  lovely  bou- 
quets   that    rival    nature's    productions, 
but   these   are   the   work   of   the   clever 
fingers  of  the  Parisienne.    Roses  in  pink, 
jack  and  sunset  rose  are  sellers,  but  the 
smart   woman  is  more  apt  to  choose  a 
gardenia   or  an   orchid   in   purple   tones. 
Gardenias   come   combined   with    violets, 
but  it  is  the  purple  orchid  that  is  best 
liked.     A    single   natural-looking   orchid 
with   maiden    hair  fern  or   with   lily-of- 
the-valley  sprays  are  liked  by  every  one. 
These   bouquets   are   often   worn   on   the 
shoulder.       Tiny  single  blooms  are  used 
on  the    lapels  of  neckwear    or  fastened 
into   the  bow   of  velvet  or  ribbon   that 
finishes  the  band. 


FRENCH  SHADES. 

The  French  shade  has  made  a  place  for 
itself  now  that  so  many  houses  are  light- 
ed    by     electricity.      The    use    of   these 

PATRIOTIC   IDEAS. 


SACHET   PADS. 

Sachet  pads  always  form  an  acceptable 
gift,  and  this  year  there  is  an  unusual 
number  of  dainty  designs  shown.  Small 
square  pails,  done  up  in  bundles  of  six 
with  gilt  safety  pins,  and  tied  with  a 
ribbon,  into  which  a  small  flower  is 
thrust,  come  in  silk  covered  or  flowered 


the  person  in  bed.  The  tray  itself  is  of 
cretonne  under  glass.  On  each  side  is  a 
wicker  basket  that  can  be  used  for  extra 
table  silver,  as  well  as  reading  matter, 
newspapers  and  mail.  A  breakfast  set 
in  dainty  flowered  china  to  match  the 
cretonne  can  be  supplied  to  match. 


Patriotic  Ideas  are  strong  for  Christmas 
selling  in  art  needlework  lines.  This  tie  rack 
carries  the  Union  Jack  and  an  appropriate 
motto  embroidered  on  it.  Shown  by  Hambly 
&  Wilson. 


shades  is  to  soften  the  glare  of  the  bright 
light.  They  also  complete  the  color 
scheme  of  the  room  and  bring  the  light- 
ing into  harmony  with  the  surroundings. 
The  beauty  of  the  French  shade  depends 
upon  the  color  and  quality  of  the  silk 
and  upon  the  exquisite  neatness  of  the 
finish  and  the  general  dainty  effect  of  the 
trimming.  Shades  are  made  of  both 
plain  and  fancy  silk  and  ruches,  metal 
galoons,  fringes,  etc.,  are  used  for  trim- 
ming. Wicker  work  tinted  in  exquisite 
shades  of  grey  and  soft  art  shades  is 
used,  as  well  as  polished  and  gilded  wood 
for  the  lamp  stands. 

Wither  is  also  used  for  stands  for 
water  ami  refreshment  sets.  These  stands 
consist  of  a  rose  festooned  cretonne  un- 
der glass  tray,  with  wicker  divisions  and 
handle.  The  refreshment  basket  has  a 
removable  centre  tray  of  wicker,  with 
the  bottom  of  cretonne  under  glass; 
around  this  are  divisions  for  glasses,  un- 
derneath which  is  a  tin  for  holding  ice. 
A  very  useful  bedroom  breakfast  tray 
comes  in  white  enameled  wicker.  This 
tray  is  raised  so  that  it  can  be  set  over 
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LEATHER  NOVELTIES. 
Manuiacturers  of  leather  novelties  re- 
port good  business,  particularly  those 
firms  that  have  gone  into  the  making  of 
moderate-priced  and  the  more  expensive 
novelties  to  take  the  place  of  the  lines 
excluded  because  of  the  war.  Goods  of 
this  kind  have  sold  well.  The  majority 
of  these  novelties  are  modified  copies  of 
articles  that  were  imported,  but  which 
now  cannot  be  obtained.  To  make  up 
these  goods  the  manufacturer  here  has 
gone  to  considerable  trouble  in  procuring: 
better  leathers  and  handsome  fittings 
and  frames. 


FANCY  FABRIC  BAGS. 

Fancy  fabric  bags,  particularly  those 
of  the  soft  floppy  kind,  either  without  a 
frame  os  with  a  light  frame  covered  with 
the  fabric,  are  very  much  in  favor.  Novel 
shapes  are  best  liked,  such  as  the  pouch, 
or  oval  and  round  bags.  Beautiful  metal 
brocades,  cloth  of  gold  or  silver,  rich  cord 
silks,  with  beautifully  printed  floral  and 
fruit  designs,  brocaded  velvets,  Chinese 
and  Eastern  embroideries,  and  other  rich 
textures  are  used.  These  bags  have  bril- 
liant linings  of  satin  brocade,  which 
show  when  the  bag  is  open.  A  feature 
of  the  small  bags  used  to-day  is  the  wide 
opening.  The  bag  opens  flat,  disclosing 
all  the  contents  at  a  dance,  so  that  there 
is  no  groping  for  articles  in  the  bottom 
of  the  baar. 

— m — 

NEW   CASES   FOR   VEILS. 

New  veil  cases  are  on  the  market,  in 
which  the  color  of  the  veils  is  repeated 
not  only  in  the  leather  of  which  the  case 
is  constructed,  but  also  in  the  stone- 
si  ndded  veil  pin  that  holds  them  in 
place.  Many  of  these  veil  cases  are 
somewhat  in  the  shape  of  an  envelope 
before  the  flaps  have  been  pasted  to- 
gether. Morocco  seems  to  be  the  most 
popular,  and  cases  of  this  handsome 
leather  are  shown  in  a  variety  of  colors. 
and  are  lined  with  white  moire  silk. 
Within  the  part  that  would  be  the  en- 
velope are  folded  chiffon  veils  in  colors, 
secured  to  the  lining  of  the  case  by  an 
adjustable  silk  strap  and  pinned  across 
with  a  stone-set  veil  pin  3%  inches  long. 


The  Variety,  5,  10  and  L5-cents  store, 
2587  St.  Hubert  street.  Montreal,  will  go 
more  extensivelv   into  dry   goods. 
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QUALITY 

is  the  keynote  of  your 
success  as  a  merchant. 

QUALITY 

is  the  keynote  of  the  suc- 
cess of 


Dress  Shields 


Is  Our  success 

helping  You  ? 

I. B.  Kleiner  t  Rubber  Company 

TORONTO,     CANADA 
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FABRIC  SHADES 

For  Electric  Fixtures 

Rapidly  Growing 
In    Popularity 

These  beautiful  fixtures  have  some  features  that 
make  them  especially  suitable  and  profitable  to 
stock  at  the  present  time.  Many  people  are  now 
looking  for  something  out  of  the  ordinary  and 
are  turning  their  attention  to  these  charming, 
artistic  silk  shades,  which  make  such  effective 
and  inexpensive  fittings  for  the  home. 

Let  us  send  you  an  assortment  at  once.  Then 
suggest  them  to  your  customers  as  Christmas 
gifts — they're  practical  and  inexpensive. 

Send  for  full  particulars.  Shipments  can  be 
made  48  hours  after  order  is  received. 

E.  F.  W.  Salisbury 

MANUFACTURER  OF  SILK  SHADES 
FOR  ELECTRIC  FIXTURES,  ETC. 

Gooderham  Bldg.,  Toronto 

49  Wellington  Street  East 


BRITISH 
MANUFACTURE 


Electric  Shades 
Candle  Shades 
Lamp  Shades 


In  Linen,  Silk,  Cretonne,  Paper,  and  a 
Variety  of  DECORATIVE  ARTICLES 

This  season  : 
Special  Lines  in  PATRIOTIC  GOODS 

Send  for  Catalogue  and  Particulars  and 
call  at  our  Showroom  when  in  London 

HENRY  WOLFF  &  CO. 

13  Bunhill  Row,  London,  E.C. 

FACTORY:  LEYTON,  N.E. 

Suppliers  to  Large  Stores  and  Jobbing  Trade  only 


"SLIPPON" 

COIFFURE   FASHIONS 


Patent 


13 

Nets 

to  the 

Dozen 


Rei'd 
Copyright 


13 

Nets 

to  the 

Dozen 


The  "Slippon"  is  a  cap-shaped  hair  net  which  adjusts 
itself  to  the  present  style  of  coiffure. 

NO  PINS         NO  WORRY 

Made  in  two  sizes. 

Good  15c  and  25c  lines.      For  first  parcel  value  $50. 

Goods  Sent  Parcels  Post,  Carriage  Free 

BURNET  &  TEMPLE,  Ld. 


LONDON 


Sole  Agent  in  Toronto 


ENGLAND 


R.  W.  R.  COWIE,  77  York  Street 


To  Piratei:— 

Thi*  envelope    is    copyright,     design     registered,     end     net 
patented. 
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The  American  Model  Builder 

HUNDREDS  of  TOYS  in  ONE 


THE  AMERICAN  MODEL  BUILDER  is  without  question  the  most  practical  toy  combining 
amusement  and  instruction  that  has  ever  been  designed  for  wide-awake  boys.  It  is  engineer- 
ing in  miniature.  (  It  makes  mechanics  and  mechanical  study  mere  play.  The  outfits  consist 
of  all  the  main  parts  used  in  machinery,  such  as  pulleys,  gears,  pinions,  axles,  beams,  machine 
screws,  etc. ;  all  these  parts  are  standardized  and  i  nterchangeable,  and  are  made  of  steel  and  brass 
nickel-plated  and  polished.  Each  one  is  as  accurately  made  as  parts  of  a  high-grade  gun  or  watch. 
With  these  many  parts  any  boy  from  6  to  15  years  of  age  can  construct  the  various  models  described 
in  the  complete  manual  of  instruction  furnished  free  with  each  outfit,  It  teaches  him  mechanical 
principles  which  could  never  be  made  clear  by  books.  It  trains  the  mind,  stirs  the  ambition,  de- 
velops the  imagination,  and  cultivates  the  inventive  faculties  of  Your  Boy — he  builds  big  things  on 
a  small  scale.  The  hand  and  mind  are  working  together  constructing  perfect  WORKING  MODELS 
of  Derricks,  Bridges,  Traveling  Cranes,  Aeroplanes,  Engines,  Aerial  Swings,  Fire  Ladders,  Auto 
Trucks,  etc.    He  builds  and  learns  while  at  play. 

Outfits    to    retail     from    75c.  each    to    $35.00    each 

WRITE  FOR  ILLUSTRATED  CIRCULAR  AND  TRADE  PRICES 


OUR  GENERAL  CATALOGUE  containing  over  350  pages  of  Holiday 
Lines    will    be    mailed    to    dealers    on    request.     Mention    "  Dry  Goods." 


NERLICH  &  GO. 


146-148    FRONT    ST.    WEST 

(Opposite    Union    Station) 

TORONTO 
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HAND  BAGS  OF  LESS  SERVICE, 
[f  women  are  doing  without  the  larger 
eles  of  dress,  they  are  making  up  for 
it  by  the  attention  they  are  paying  to 
smaller  articles.  In  spite  of  the  fact 
that  the  hand  bag  is  the  only  pocket 
available,  it  is  becoming  more  and  more 
decorative  and  of  less  service.  Also  it  is 
becoming  more  of  a  vanity  bag,  for  small 
as  it  is,  quite  a  list  of  vanity  fittings  are 
demanded.  Hand  bags  are  decidedly 
dressy,  and  are  made  of  fine-grained 
novelty  leathers,  and  are  as  small  and  as 
flat  as  possible.  Some  of  them  are  made 
of  leather  and  fabric  combined.  The 
strap  handle  is  the  one  most  frequently 
seen. 

There  are  many  good  models  on  the 
market  that  are  combinations  of  shop- 
ping and  party  bags,  as,  besides  having 
room  for  the  purse,  bill  fold,  the  hand- 
kerchief and  other  small  articles,  pockets 
on  the  sides  contain  a  varied  collection 
of  vanity  fittings.  A  new  bag  of  this 
kind  has  a  removable  centre,  which  con- 
tains all  the  vanity  fittings.  When  the 
bag  is  wanted  purely  for  shopping  this 
centre  can  be  lifted  out,  making  more 
room  in  the  bag.  Fittings  in  party  bags 
and  party  cases  are  becoming  more 
numerous.  A  complete  list  of  fittings 
now  includes  a  button  hook,  nail  file, 
vinaigrette,  lip-salve  stick,  hairpin  ease, 
a  comb.  There  is  also  a  memorandum 
pad  and  mirror,  combined  with  pencil 
and  a  metal  powder  box,  in  addition  to 
the  coin  purse. 

Though  there  are  buyers  who  do  not 
believe  in  party  cases  and  who  predict 
that  their  run  will  be  a  short  one,  there 
is  no  doubt  about  the  fact  that  they  con- 
stitute the  popular  sellers  in  the  leather 
gOQfls  department.  There  is  no  question 
that  the  putting  up  of  vanity  articles  in 
this  form  fills  a  popular  want,  and  if 
the  partj  ease  in  this  form  should  lapse 
there  will  still  remain  a  permanent  de- 
mand for  the  sid't  leather  rases  in  com- 
bination with  a  purse  or  pocket.  Also 
vanity  fittings  in  shopping  bags  is  too 
good  an  idea  to  drop  oul  of  use  very 
quickly. 


Methods  in  Christ 

ntinued  f 

DANGER  FROM  FIRE. 
During  the  Christmas  selling  season   a 
greal   ileal  of  tissue  paper  and  other  in- 
flammable  materials  are  used  by  window 
trimmers  for  adding  artistic  touches  to 
window     displays,    interior    decorations, 
etc.     Care  should  be  taken  to  see  that 
there  is  no  danger  of  these  decorations 
coming  in  contact  with  fire.       Occasion- 
ally you  will  find  an  inexperienced  man 
who  tries  to  arrange  some  electrical  ef- 
fect in  his  window  display  without  tak- 
ing the  necessary  precautions  to  prevent 
fire  from  defective  wiring.  A  great  many 
fires  are  caused  as  a  result  of  defective 
wiring,  and  care  should  be  taken  on  that 
score.    It  is  also  a  good  plan  to  be  pre- 
pared for  fires.     Many  instances  could 
be  cited   to   show   how   many   fires   have 
started  as  a  result  of  accident,  but  have 
been  speedily  extinguished  when  the  pro- 
per appliances  were  close  at  hand.    One 
Ontario    merchant     who    has    his    store 
equipped   with   fire  tanks  has  saved  his 
store   from  fire  on  two  occasions.     The 
tanks  have  a  capacity  of  twenty  gallons 
and  contain  six  pails.    The  pails  are  self- 
filling  and  six  pails  of  water  can  be  lift- 
ed from  each  tank  in  rapid  succession. 
The  tanks  take  up  very  little  room,  and 
present  a  good  appearance.    They  can  be 
placed   in    any    part  of  the   store.     Fire 
bucket  tanks  are  sold  by  nearly  all  the 
large    manufacturing    firms    dealing    in 
metal-wares.      Hand    fire    extinguishers 
have   also   proven   their    value  in  many 

instances. 

•     *     * 

WHAT  IS  IN  THIS  BAZAAR? 

A  CANADIAN'  store  that  runs  a  suc- 
cessful Christmas  bazaar  each  year 
has  arranged  it  this  time  in  the  form  of 
eleven  sections  all  in  white  enamel,  each 
about  40  feet  long  by  8  or  10  wide.  The 
pillars  are  circular,  and  a  trellis  work  of 
inch  square  wood  connects  them,  inter- 
laced with  green  foliage  and  rowan  ber- 
ries, with  here  and  there  poinsettias, 
lending  a  dash  of  color.    Inside,  connect- 


mas  Merchandising 

rom  page  12.) 

Lng   opposite   eorners,   there   is   a   cross- 
work  of  colored  tissue  paper. 

The  following  are  the  divisions  of  the 
circles: — 

1.  Flags,  British  and  allied,  for  which 
there  is  an  increasing  sale. 

2.  Burnt    wood    work,    baskets,    beads, 
fans. 

'■'•■  Toilet    goods,  sachet    bags,  etc. 
4.  Handkerchiefs. 

■  ).  Perfumes,    manicure    sets,    shaving 
sets. 

6.  Candies,  loose. 

7.  Candies   in    fancy    packages,   china 
cups,  for  instance. 

8.  Confections,  Xmas  stockings,  etc. 

9.  L0  and  11.  Calendars,  cards,  etc. 


MORE  MATERIAL  IN  A  DRESS, 
One  of  the  chief  advantages  of  the 
present  style  of  dress  is  the  fact  that  it 
takes  a  far  greater  amount  of  goods  to 
make  a  dress  now  than  it  did  a  few 
months  ago.  Where  four  and  five  yards 
were  ample,  it  now  takes  nine.  it  is 
strange,  however,  that  this  influence  has 
been  little  felt  yet.  This  is  due  to  the 
very  areat  economy  women  have  been 
practising  during  the  last  few  months. 
Sfvles  have  allowed  thein  to  combine  two 
old  -owns  into  one,  or  an  old  sown  has 
been  made  over  with  the  addition  of  a 
fow  yards  of  new  material.  Therefore, 
this  larsrer  yardage  has  up  to  this  point 
counted  for  little  in  the  department.  For 
Spring,  however,  there  should  be  a 
change  and  the  increased  yardage  should 
form  one  of  the  stimulating  influences  to 
heifer,  business. 


BRIGHT  COLORED  SILKS  SELLING. 
''In  view  of  the  conditions,"  -aid  a 
Patterson,  N.J.,  dyer,  "we  have  been 
surprised  at  the  continued  call  for  colors. 
We  expected  a  demand  for  little  except 
black  and  white,  but  orders  for  bright 
colors  seem  to  mini'  about  the  same  as 
they  have  done  at  this  season  heretofore. 


LONDON  MADE  BRAIDS 

We  hold  a  large  stock  of  every  description 
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THE    MANUFACTURER 

HENRY  WARDEN,  11, Oat  Lane,  London,  E.C., England 
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Spring  Prices  Perplexing  to  the  Shoe  Merchant 

Will  They  Go  Up  or  Remain  Stationary?  —  General  Rise  Not 
Likely,  Though  Highest  Grades  May  Advance — Dealers  Prefer 
Half  a  Loaf  to  no  Bread,  and  Decreased  Profits  to  None. 


THE  heads  of  the  larger  retail  shoe 
departments  and  exclusive  shoe 
stores  frankly  admit  that  they  are 
in  a  quandary.  If  this  year  were  like 
others  that  have  gone  before,  the  prices 
for  Spring  would  be  definitely  known 
by  now.  The  dealer,  quoted  a  price  by 
the  manufacturer,  is  able  to  tell  what 
his  own  price  on  the  stock  will  be.  But 
this  year  of  1914  is  not  an  ordinary 
year.  When  nations  go  to  war  they 
show  a  heartless  indifference  to  the 
leather   market. 

Canadian  dealers  who  arc  trying  to 
decide  on  their  Spring  schedule  of  prices 
are  finding  the  "deep  blue  sea'"  as  one 
of  two  choices.  One  basic  fad  is  ap- 
parent to  all  of  them.  Leather  has  un- 
doubtedly risen  steadily  in  price.  As  a 
certainty,  it  is  to  he  observed  that  the 
rise  in  prices  is  by  no  means  a  thin" 
of  the  past.  Leather  is  still  °'oing  up. 
and  is  likely  to  keep  on.  One  dealer 
(piite  seriously  ventured  the  opinion  that 
the  public,  in  a  year's  time,  would  not 
be  using  leather  as  footwear  at  all,  be- 
cause prices  are  likely  to  become  pro- 
hibitive except  to  the  inoTiied  man.  One 
wonders  if  we  are  coming  to  sabots! 
At  any  rate,  one  of  our  allied  nations 
manages  to  cover  the  ground  witii 
wooden  shoes,  although  no  one  could  de- 
clare them  either  a  thing  of  beauty  or 
a   joy   for  ever. 

Prices    Lower   Than    Ever. 

Leather  has  gone  up.  What  will  the 
retailer  do?  So  far,  he  has  not  made  any 
alteration  in  his  prices.  Shoes  were 
never  as  cheap  in  Canada  as  they  are 
at  present.  Practically  every  big  mer- 
chant has  had  a  sale  and  sold  first-class 
stock  at  comparatively  low  figures.  But 
the  Spring  schedule  is  beimr  discussed. 
What   of  prices   next    Spring? 

Hard  to  Raise  Prices. 

Some  dealers  claim  that  they  need  not 
—and  would  not — put  up  their  prices 
for  the  reason  that  their  orders,  given 
before  the  outbreak  of  the  war  in  Eur- 


ope, were  placed  at  a  before-war  figure. 
This  is  particularly  true  of  the  older 
and  bigger  firms  whose  prices  are  fixed 
and  whose  goods  have  become  known 
to  the  public  as  "So-and-So's  $5  Shoe," 
or  whatever  the  price  may  be.  But  these 
dealers  feel  that  even  if  the  price  to 
them  from  the  manufacturer  were  to  be 
more,  and  in  most  cases  it  is  already 
anywhere  from  ten  to  thirty  cents  more, 
they  would  not  get  away  with  a  higher 
retail  price.  The  public  is  conservative 
when  it  suits  the  public's  pocket  so  to 
he.  The  man  or  the  housewife  who  for 
years  has  bought  footwear  of  a  certain 
name,  and  at  a  certain  price — both  as 
unchangeable  as  the  law  of  the  Me,!.  , 
and  Persians — would  not  pay  more  for 
that  same  line  of  footwear.  Rather,  il 
is   tell,  they   would  shop  elsewhere. 

Higher  Prices  Likely  to  Advance. 
So    it    seems   probable    that    this   class 
of  dealer  will  rather  bear  the  decreased 

Lace  Shoes  Coming 
Back? 

Has  the  ladies'  lace  shoe  come  to 
stay?  This  is  the  big  question  now  in 
shoe  departments,  bigger  than  the  ques- 
tion of  a  leather  supply.  It  has  been 
introduced  as  a  military  style,  and  so 
far  has  been  brought  out  only  in  the 
high  class  lines,  but  already  there  are 
rnrcors  that  manufacturers  are  planning 
a  revival  in  medium  and  even  low  grade 
lines. 

If  this  is  so,  and  the  public  responds 
it  will  be  a  serious  matter  for  the  re- 
tailer, as  it  will  mean  practically 
doubling  his  stock,  or  at  least  avoiding 
a  doubling  only  by  the  amount  of  but- 
ton lines  he  can  cut  off. 

While  the  public  mind  is  making  it- 
pelf  up  it  would  be  well  for  buyers  to 
go  easy  on  stocking  up  with  laceshoes, 
either  for  late  Winter  selling  or  for 
next  Fall. 
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margin  of  profit  that  occurs  by  reason 
of  his  keeping  his  price  stationary, 
though  he  himself  buys  at  a  higher  fig- 
ure, than  put  up  his  retail  price  and 
trusl  the  public  to  pay  it.  This  will  ap- 
ply largely  to  the  middle  and  cheaper 
grade  of  shoes.  As  to  the  more  expen- 
sive, it  seems  probable  that  the  price 
will  he  raised.  The  man  who  pays  seven 
er  eighf  dollars  for  his  shoes  will  not  find 
an  extra  fifty  cents  as  much  of  a  bug- 
bear as  he  who  buys  a  $3.50  or  $4  shoe. 
Better  grade  stock  will  be  higher  priced 
this  Spring. 

Generally  speaking,  the  dealer  who 
was  overstocked  in  anticipation  of  a 
good  Winter  trade,  on  the  principle  that 
half  a  loaf  i-  better  than  none,  will  cut 
I  is  price  and  retain  the  public's  half- 
loaf.  The  opinion  is  expressed  in  sev- 
eral quarters  that,  il'  this  is  done,  the 
grade  of  leather  will  not  be  so  good. 
The  retailer  will  not  lie  able  to  pay  as 
high  prices  to  the  manufacturer,  and  to 
break  even,  will  buy  a  shoe  of  cheaper 
material.  There  are  thus  three  possibil- 
ities. One,  much  decreased  profits;  two. 
considerably  less  business,  and  three,  a 
volume  of  business  more  or  less  the 
same,  but  depending  for  its  existence 
upon  the  fact  that  the  public  is  not  get- 
ting as   good    value   for   its  money. 

Business  is  reported  fair.  The  mer- 
chants are  agreed  that  the  actual  amount 
of  their  sales  is  considerably  less  than 
before  the  war  started.  But  it  is  an  ill 
wind  that  blows  nobody  <rrod.  People 
who  generally  bought  a  pair  of  shoes 
every  three  months  now  make  each  pair 
last  six,  by  havine'  them  repaired.  The 
repair  men  are  busy.  The  business  man 
who  flung  his  shoes  away  as  soon  as 
they  showed  any  signs  of  wear  now 
thinks  twice,  and  sends  them  to  the  re- 
pairers. Shakespeare's  character  who 
said,  "Truly,  all  that  1  live  by  is  with 
the  awl,"  is  thus  reaping  a  harvest  at 
the  expense  of  the  shoe  dealers. 
(Continued  on  next  page.) 


Demand  for  Gaiters  Caught  Dealers  Off  Guard 

White,  Pawn  and  Grey  Shades  Have  Become  Popular  Suddenly 
-Easiest  Means  of  Getting  Color  With   Black  Shoes— Short*  i 
Vamp  Getting  Stronger — Kid  Shoes  For  Men. 


AN  increasing  demand  is  being  felt 
for  shoes  with  the  garter  effect, 
especially  for  uppers  oi'  fawn 
and  grey.  The  arrival  of  these  on  the 
markei  has  stimulated  sales  of  gaiters 
to  a  surprising  extent.  Dealers  had 
failed  to  anticipate  the  demand,  with 
tin-  result  that  they  could  not  secure 
supplies  quicklj  enough.  It  was  neces- 
s,'ir\  for  some  to  buy  their  own  cloth, 
and  order  their  supplies  at  local  fac- 
tories. Women  saw  the  new  uppers  be- 
ing  worn,  and  having  black  shoes,  came 
as  near  as  they  could  by  purchasing 
gaiters.  From  the  looks  of  things,  the 
demand  will  continue.  White  gaiters 
have  been  very  popular  since  the  begin- 
ning of  the  season,  but  the  demand  is 
practically  ended,  and  will  from  now 
on  be  chiefly  for  fawns  and  greys. 

Tendencies  as  seen  in  the  stores  are 
towards  recede  toes,  but  it  is  pretty  gen- 
erally recognized  by  the  public  that  the 
short  vamp  is  coming  back  in  the  Spring 
and  Spring  purchases  have  been  influ- 
enced greatly  by  this.  People  who  have 
been  traveling  abroad  have  seen  short 
vamps  and  medium  toes  being  worn,  and 
even  in  New  York  the  better  stores  are 
showing  at  least  twenty-five  per  cent, 
of  short  vamps. 

The  laced  effect  is  also  coming  back, 
which  will  lie  made  with  blind  eyelets 
all  the  way  up.  Samples  are  coming  in 
from  the  United  States,  and  will  shortly 
be  made  steadily  in  Canada.  Retailers 
are  asking  for  them.  At  the  same  time, 
both  retailers  and  manufacturers  are  go- 
ing slow  for  Spring  on  fancy  stuff,  and 
confining  themselves  as  much  as  possi- 
ble to  staple  lines. 

Another  feature  which  is  in  evidence 
for  next  season  is  vici  kid,  in  fact  deal- 
ers in  several  cities  have  bought  exten- 
sively for  next  season.  Travelers  state 
thai  they  have  sold  more  kid  for  next 
season  than  for  the  last  two  years.  This 
applies  to  both  ladies'  and  men's  shoes. 

There  will  be  a  larger  demand  for 
business  men's  shoes  in  vici  kid  from 
now  on,  in  fact  many  are  being  bought 
to-day.  Medium  round  toes,  made  on 
fairly  straight  lasts  seem  to  be  in  vogue 
now  . 

Montreal  retailers  state  tuat  seventy- 
live  per  cent,  of  ladies'  shoes  beinu:  sold 
have    eravenette    uppers.     It    has    been 

noticed    thai    this    has    had    a    serious   ef- 
fect   "H    the    sale   of   ladies'    rubber    foot 
wear.       These     high     eravenette     fleece- 
lined    Shoes    are    warm    and    waterproof. 

the  '  ra\  enette  being  barked  to  keep  out 
the    wet. 


THE   UBIQUITOUS    SPAT! 

Styles  in  footwear,  like  styles  in  any 
other  sort  oJ  wear,  move  round  in  a  regu- 
lar orbit.  "Keep  a  thing  for  twenty 
years  and  it  will  come  in,"  may  be 
hackneyed,  but  it  is  none  the  less  true. 

Instance -the  spat.  Spats  arc  in 
again.  Everybody  is  buying  spats.  Time 
was.  a  couple  of  years  ago,  a  pair  of 
spats  seen  approaching  caused  all  sorts 
of  comment.  Not  so  now!  Hereto- 
fore, they  have  been  regarded  as  pecu- 
liarly English;  but  New  York  and  the 
Slates  generally  have  imported  spats  as 
they  have  imported  styles  in  suits  and 
headgear.  The  spat,  from  being  the 
sign  of  the  ultra  smart  has  become  very 
popular  with  the  average  well  dressed 
man  on  this  side  of  the  ocean.  The 
spat  has  at  last  become  ubiquitous:  for 
women  and  men. 

Dealers  report  an  ever-increasing 
trade  in  this  "finishing  touch  of  a  well 
dressed  man  and  woman.  One  merchant 
said  that  in  his  opinion  the  reason  was 
that  this  being  war  time  economy  had 
become  the  universal  watchwora,  and 
by  using  spats  the  defects  of  old  shoes 
were  well  concealed. 
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Rubber  Up  in  U.S. 

(  hving  to  Prohibition  of  Export 
Due  to  War — Canada  Imports 
.$4,000,000  and  Exports  $500.- 
000  Worth. 

THE  Ottawa  Government  has  made 
an  order  forbidding  the  export 
from  Canada  to  any  country. 
other  than  parts  of  the  British  Empire, 
of  rubber  and  graphite.  Canadian  im- 
ports amount  to  +' l.illMl.ililt)  of  crude 
rubber  yearly,  and  exports  are  about 
$500,000.  This  means  that  the  price  of 
rubber  footwear  in  the  United  States 
will  advance  considerably,  as  their  only 
sources  of  supply  are  Brazil,  Sumatra, 
and  the  Congo.  Thus  they  are  dependent 
on  primary  sources,  which  only  produce 
Hi  per  cent,  of  the  rubber  supply,  and 
this  will  not  go  around.  As  Canada  only 
imports  1  per  cent,  of  her  rubber  foot- 
wear from  the  United  Slates,  the  effect 
of  Ibis  move  will  not  react  here,  except 
that  the  effect  of  higher  prices  in  the 
United   Stales  will   be  to  advance  prices 

here   too. 
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IN  THE   CRESSMAN  STORE. 

In  I  department  of  men's  wear 

the  company  handles  only  the  five  and 
six  dollar  varieties.  In  concentrating  on 
these  two  they  make  a  point  of  having 
•  hem  very  complete.  Ail  sizes,  '''th  in 
lengths  and  widths,  are  handled  of  the 
cne   particular  last   that    they  carry. 

Unless  the  customer's  size  i-  known 
or  unless  he  is  positive  that  he  knows 
it,  the  foot  is  always  measured  to  insure 
a  perfect  fit.  The  extra  trouble  more 
than  pays  for  itself  in   the  lontr  run. 

In  the  ladies'  shoe  department,  which 
is  upstairs,  the  same  rules  hold  good. 
except  that  a  general  stock  is  carried 
there,  and  this  allows  of  the  carrying 
and  pushing  of  all  the  necessary  acces- 
sories. 

The  remnant  sales  in  both  men's  and 
women's  shoes  are  held  about  every 
three  months  in  order  to  clean  up  the 
Spring.  Summer,  Fall  and  Winter  lines 
as  the  time  comes  due.  On  these  oc- 
casions a  system  of  circularization  is 
largely  depended  upon  to  attain  the  re- 
quired results. 

© 

MEDIUM-PRICED    SHOES    NEG- 
LECTED. 

A  prominent  New  York  City  shoe 
salesman  recently  said:  "Too  little  at- 
tention has  been  paid  by  the  department 
stores  to  the  medium-priced  women's 
shoes — say  up  to  $4  grades.  In  conse- 
quence, this  extensive  trade  has  in  some 
measure  been  driven  elsewhere— to 
"sample  stores,."  the  specialty  stores  of- 
fering shoes  'worth  a  dollar  more.'  at 
$2.50,  $3,  etc. 


SPRING    PRICES    PERPLEXING. 
(Continued    from   page  33.1 

There  is.  latterly,  one  factor  which 
will  have  an  influence  on  business  gener- 
al! \  and  decisions  as  to  Spring  prices: 
the  probability  of  an  earlier  termination 
to  the  war  than  was  believed  possible 
in  its  earlier  stages  is  effective  in  per- 
suading the  dealer  that  if  he  has  to 
keep  his  price  where  it  is  and  be  eon- 
with  decreased  profits,  it  will  not 
be  for  lon>_r.  A  rush  ^\'  business  at  once 
immediate  and  large  is  looked  for  and 
confidently  predicted  just  as  soon  as  the 

war  end-.  And.  on  that  account,  several 
dealers  feel  that  they  would  be  wise  in 
accepting  smaller  profits  for  the  time 
being.  Some  of  them  are  in  the  curious 
position  of  doing  much  larger  turnover 
this  year,  and   yet   getting  considerably 

reduced   profits. 


No  Radical  Change  in  Rubber  Prices 

General  Situation  Somewhat  Improved,  as  Embargo  Will  Not      i 
Likely  Affect  Canada  —  Rubber  Heels  Likely  to  be  Stronger 
Than  Ever. 
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HE  demand  for  rubbers  during 
tbe  month  of  November  was  much 
better  than  a  year  ago,  and  was 
due  principally  to  the  fact  that  sloppy 
weather  made  an  early  appearance. 
There  are  some  people  who  believe  that 
present  conditions  will  have  a  good  effect 
on  business  this  year;  that  people  will 
be  more  liberal  in  their  rubber  purchases 
in  order  to  avoid  spending  money  on 
shoe  leather. 

Dealers  went  easy  on  their  rubber  pur- 
chases made  last  March,  and  were  not 
too  anxious  to  place  sorting  orders  in 
September.  They  were  a  little  afraid 
that,  as  a  year  ago,  the  weather  might 
turn  out  "good,"  and  stocks  would  be 
left  on  their  hands.  The  result  was  that 
as  soon  as  snow  fell  (which  it  did 
heavily,  all  over  Eastern  Canada,  about 
the  midde  of  November),  manufacturers 
were  inundated  with  telegraph  orders 
insisting  that  supplies  reach  them  the 
following  morning.  , 

Retailers  are  carrying  very  light 
stocks,  and  the  manufacturer,  who  is 
also  dependent  on  the  weather,  has  taken 
care  not  to  overload.     While  they  have 


stocks  sufficient  to  take  care  of  the  re- 
gular trade  under  normal  conditions,  if 
the  weather  severe,  it  will  be  necessary 
for  manufacturers  to  work  overtime. 
Prices  when  placing  orders  were  being 
solicited  in  March  were  considerably 
below  those  of  a  year  ago.  For  sorting 
orders,  prices  are  up  to  where  they  were 
last  year. 

Embargo  on  Rubber. 
It  is  reported  that  Great  Britain  has 
placed  an  embargo  on  crude  rubber, 
which  covers  rubber  originating  in  Brit- 
ish colonies,  such  as  Ceylon  and  the 
Straits  Settlements.  The  object  of  this 
is  to  prevent  manufactured  rubber  being 
sent  to  the  enemy.  It  is  hardly  likely 
that  the  British  Government  will  pro- 
hibit the  exportation  of  rubber  to  Can- 
ada, but  it  is  very  likely  that  the  ex- 
portation of  rubber  from  Canada  will 
be  prohibited.  This  will  undoubtedly 
have  an  effect  on  the  price  of  American 
goods.  The  United  States  will  be  com- 
pelled to  secure  rubber  supplies  from 
Brazil,  which  means  higher  prices.  How- 
ever, as  it  takes  about  eighteen  months 
for  crude  rubber  to  find  its  way  into  the 


retail  store  in  the  form  of  footwear,  it  is 
hardly  likely  that  any  radical  price 
change  will  take  place  in  Canada  just 
now. 

Footholds  or  Kidney  Heels. 

This  is  not  the  time  of  the  year  for 
stye  changes.  They  are  made  to  con- 
form with  the  shoes  being  worn,  and  as 
there  are  so  many  styles  on  the  market 
just  now,  it  is  like  a  Chinese  puzzle  to 
fit  them  all.  To  allow  for  kidney  heels, 
which  are  being  worn  considerably  this 
season,  footholds  are  being  sold. 

Rubber  heels  are  being  worn  more 
than  ever  before.  Also,  rubber  sole 
boots  are  meeting  with  considerable 
favor  this  Winter.  Owing  to  the  short- 
age of  leather,  something  must  be  done 
to  offset  the  poor  leather  that  is  likely  to 
go  into  soles.  Certain  manufacturers 
have  succeeded  in  making  a  rubber  sole 
which  will  out-wear  leather. 

The  outlook  for  next  year  is  more  pro- 
mising. It  is  indicated  by  the  fact  that 
placing  orders  for  outing  and  sporting 
shoes  for  delivery  next  Spring  are  40  to 
50  per  cent,  higher  than  they  were  last 
year. 


Only  a  few  days  more  to  Xmas  and  you  haven't  stocked 
those  rj  1 

r ootg/uvs 

We  know  that  you  want  some  of  them  and  we  are  prepared  for  just  such  an  emergency  rush.    Our 
stock  is  complete  and  we  can  ship  your  orders  within  24  hours  after  receipt. 


The  Hard-Soled   Folding   " FOOTGLUV ' 


We  have  perfected  a  hard-soled  Footgluv  which  is  a  com- 
fortable,   durable    and    dressy    slipper   for   travel    and    home 
use.     It  has  a  padded   insole,   silk  lining  and  carrying  case 
to  match.     Made  in  Eed,  Black  or  Tan  Kid  or  Calf. 
PRICE,  $18,  $24,  $27  per  dozen. 


Soft-Soled  "FOOTGLUV" 

Made  in  Red,  Black  or  Tan  Calf  at  $27 
per  dozen;  Red,  Black,  Tan,  Maroon  Kid 
at  $24  (silk  lining) — $18  (serge  lining) ; 
Red,  Black  or  Tan  Sheep  at  $12,  with 
Carrying  Case  of  the  same  color  and 
material,  in  standard  sizes  only  for  men, 
women  and  children. 


The  only  question  in   our  mind   is,   "How  Many  to  Ship  You?"  Write  or  Wire   Your  Orders  at  Our  Expense 

The  Sultana  Mfg.  Co.,  313  Findlay  St.,  Cincinnati,  Ohio 
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EQUIPMDNT«DISPLAY 


Interior  and  Window  Decorations  for  Christmas 

Simpler  in  Most  Stores  This  Year — Effective  Use  of  Circles  With 
Colored  Lights  at  Bas< — French  Shades  a  Pretty  Feature — Some 
Stores  Will  Use  Flags  in  Place  of  Evergreens. 


GBRISTMAS    decorations    for 
dows   and   interiors   will    be 
more  limited  scale  this  year 
for  some  past,  but  for  all  that, 
lacking   in    beauty   or   effective- 
ness.   Probably  the  ingenuity  of 
the   window   trimmer     is  taxed 
farther,  and  as  he  has  been  ac- 
customed in  years  past  to  mak- 
ing   the    best    of    things,    be    re- 
sponds  skilfully    to   the   test. 

Several  examples  of  interior 
decorations  have  been  given 
already.  Another  that  looks 
very  attractive  is  an  arrange- 
ment of  evergreen  foliage 
around  the  pillars  flanking  the 
main  aisles  of  a  store.  This 
tapers  off  towards  the  lop  in 
imitation  of  a  Christmas,  and 
is  dressed  with  "sr.ow,"  and 
crimson  "lamb's  tails,"  a  wood 
fibre  decoration,  hanging  down 
abi  ut  one  foot  and  brightening 
up  the  green  effect.  On  alter- 
nate pillars  is  Fall  foliage  wil  h 
the  leaves  turning  a  rich 
brown,  chosen  as  a  relief  to  the 
green,  although  it  is  not  clear 
thai    the   result    is   an    improve 

nient..  Along  the  centre  of  the 
aisles  suspended  from  the  ceil 
ing  is  a  wreath  of  artificial 
evergreens,  with  poinsettia 
woven  in  along  the  bottom, 
and  a  bell  within  the  circle. 
Quite  a  pretty  Christmas-like 
I  rimming  for  the  store. 

Will  Use  Flags. 
A   number  of  stores  have  de- 
cided   upon    an    innovation    this 
season,    and        instead        of    the 

typical  evergreens  will  make  a 
liberal  use  of  llaus.  Tins  they 
feel  is  quite  in  keeping  «  il  h  cir 
cutnstances  and  are  planning  a 
combination  to  include  the 
French,     Belgian     and   Russian 


THE   REVIEW'S  LOVING  CUP 


win-      along    designs      similar    to    that    on    the      here    and    there,    or    say,    a    couple    of 
on    a      front    cover   of   this   issue.        While   the      Christmas   trees    in   prominent    locations 

than      idea  is  an  excellent  one,  a  touch  of  green      in  the  store  would  be  well  placed.    After 

all  flags  are  suggestive  of  war. 
and  the  spirit  of  Christmas 
hates  war.  With  the  demon- 
stration of  loyalty  then,  com- 
bine the  Christmas  evcr-irreen : 
in  the  present  conditions  it 
cannot  be  incongruous,  and,  in 
a  sense,  the  green  foliage  will 
soften  the  effect  of  the  bright 
flags. 

A  rather  clever  arrangement 
id'  the  red.  white  and  blue  was 
seen  by  The  Review  in  the  store 
of  .1.  Mickleborough,  St. 
Thomas,  where  it  took  t'le  place 
of  the  usual  Fall  decoration 
and    was    much    admired.  In- 

stead of  the  ordinary  bunting 
the  red.  white  and  blue  were  ar- 
ranged in  t  he  form  of  a  shield.. 
witli  the  rrd  around  the  centre 
on  top.  next  white  and  the  long- 
est circle  in  blue.  Several 
pretty  panel  effects  wen 
cured  by  having  si  rips  of  I 
colors  running  up  and  down  in- 
side' a  wooden  frame  of  uilt. 
with  an  upright   p  i  -It    in 

some  rase-  in  the  centre.  These 
"panels"  were  placed  on  top 
of  the  ledges  here  and  there, 
and  in  addition  there  was  a 
liberal  use  ^\'  flags.  In  the 
store  of  W.  E.  Maxwell's  in  the 
same  place,  the  main  Christmas 
lines,  fancy  goods,  are  set  out 
in  the  centre,  with  arched  trel- 
lis work  above  them,  and  along 
this  colored  lights  are  set. 
Along  one  side  a  similar  ar- 
rangement is  made  for  the 
fanc\  linens,  thousrh  insurance 
reasons  pre^  enl  the  use  of  el- 
ectric liuhts  here  running  up 
againsl   the  wall. 

1 1  'on!  inued  on   page   l'_\  | 


This  is  a  photograph  of  ih>  silver  loving  cup 
that  was  won  l>;i  A.  II'.  Murdison,  of  R.  a. 
Williams  A-  Smis,  Regina,  as  tl<<  (/r<nt<l  prizi  in 
the  third  annual  G.A.D.M,  competitions.     Th> 

honor   mil   r,  mis  ; 

L912     /■-'.  /'.  Burns,  Toronto. 

L913     •/.  .1.  McNabb,  Peterborough. 

L91  l     .I.  II'.  Murdison,  Regina. 

315 


EQUIPMENT   AND    DISPLAY 


Dry  Goods  Review 


The  Peerl 
Closet  Set 


Increases  the  room  in 
a   closet   many   times. 

SIX  SUITS  OR 
DRESSES    CAN    BE 

HUNG  WHERE 
ONE  NOW  HANGS 

— a  whole  suit  or  dress 
on  each  hanger. 


Simple,    Convenient,    Inexpensive 

Six  Hangers  and  one  Closet  Bar 
in  the  Set.     Substantially  Made. 


Here  is  an  appropriate,  sensible  Christmas 
gift  suggestion,  which  will  be  appreciated  by 
almost  any  man  or  woman — a  Peerless  Closet 
Set  that  may  lie  attached  to  any  closet  door, 
as  shown  in  the  above  illustration,  to  increase 
the  handling  capacity  of  the  clothes  closet, 
■111(1    keeps   suits,   coats   and    dresses    in   A.l. 


condition.  A  whole  dress  or  suit  is  held  on 
one  hanger  and  each  piece  is  held  inde- 
pendently. 

Each  set  is  beautifully  finished  and  nicely 
put  up.  Write  or  wire  in  your  order  to-day. 
What  you  cannot  sell  by  Christmas  send 
back  to  us. 


Five  Sets  Sent  on  Approval 

One  Dollar  a  Set 

Show  these  in  your  nun's  clothing  and  women's  i-eady-to-wear  departments.    They  sell  for  $1.50  a  set. 

ORDER   NOW 

THE    TAYLOR   MANUFACTURING    CO. 

Hamilton,    Canada 
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Where  the  Display  Man  Can  Get  Best  Ideas 

Taking  Advantage  of  Atmosphere  in  Which  People  Live  al  Time 
War,  Horse  Show,  Etc. — How  Black  and  White  Craze  May  be 

Featured-    Stylish  Form  Drape. 

Fourth  of  Series  for  The   Review   l>\    (J.  J.    Xowak, 


T1IK  sources  from  which  to  gel 
ideas  for  window  displays  sur- 
round the  display  man,  but 
choosing  the  subject  that  will  give  the 
merchandise  the  strongest  atmosphere  is 
where  judicious  judgment  is  required. 
Prom  the  European  war,  for  example, 
many  new  ideas  will  be  introduced  into 
the  future  styles. 

As  a  good  example,  the  black  and 
white  fad,  that  is  sweeping  the  fashion 
world,  can  be  strongly  featured.  Illus- 
tration No.  1  shows  a  simple  and  effec- 
tive way  of  arranging  a  piece  of  checked 
black  and  white  silk  over  a  rectangular 
stand  12  inches  square  and  50  inches 
high.  The  stand  proper  is  first  coveerd 
with  black  velvet,  then  the  silk  is 
draped  over  the  top.  A  piece  of  statu- 
ary  is  placed  on  top,   with  dainty    foli- 


age. A  light  panel,  with  a  black  ground 
is  then  placed  in  the  rear  as  shown  in 
the  illustration.  All  this  sits  on  a  flat 
plateau,  4  inches  high. 

The  display  man  can  make  a  decide. 1 
hit,  by  getting  the  names  of  the  differ- 
ent shows  that  are  booked  for  his  town, 
and  such  subjects  that  are  appropriate. 
He  can  feature  their  coming  in  a  show 
window  with  the  proper  merchandise. 

Other  events  such  as  "Aviation 
Events,"  "Horse  Shows,*'  "Home 
Coming  Week,"  "Automobile  Shows," 
and  numerous  other  events  that  the  pub- 
lic is  interested  in,  appropriate  mer- 
chandise shown  at  these  times  carry  the 
strongest  appeal,  and  the  display  man 
that  is  not  awake  to  these  opportunities 
■'  misses  fire." 

To   make  progress  and  grow  and   es- 


tablish a  reputation,  one  must  be  origi- 
nal— he  must  be  the  first  to  execute 
things  new,  display  them  in  the  strong- 
est possible  manner,  must  understand 
appropriate  merchandise  for  each 
event,  but  never  miss  the  selling  points 
m   his  display. 

A  thorough  knowledge  of  color,  art 
and  optical  effects,  and  be  everlastingly 
on  the  "qui  vive"  regarding  the  com- 
ing  styles,  illustration  No.  2  will  give  an 
idea,  of  a  simple  and  effective  manner 
of  draping  the  full  form  featuring  the 
style  tendency.  This  is  what  every  wo- 
man is  constantly  interested  in,  and  a 
drape  like  fiis  <  an  be  arranged  in  from 
L5  to  Jt)  minutes,  and  will  be  found  the 
means  of  selling  yard  goods,  trimmings 
and  patterns,  faster  than  any  other 
means  < v  er  devised. 


For   description   of  No.   2  see   page  42. 


No.  L 


No.   2. 
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Every  style   o£    KAWNEER  STOREFRONT 

would  not  fit  your  business  —  the  Front  you  need  is  the 
one  -which  -will  enable  you  to  properly  show  what  you 
have  for  sale.  It  must  fit  your  business.  The  Clothier 
needs  a  Clothing  Store  Front — the  Jeweler  a  Jewelry 
Store  Front  —  the  Shoe  man  a  Shoe  Store  Front,  in  fact 
each  particular  Store  must  individualize  in  order  to  make 
the     Store    Front  investment    pay    profits. 

We  believe  we  are  competent  to  help 
you  build  a  new  Store  Front,  simply  be- 
cause we  have  specialized  in  this  work  for 
eight  years.  KAWNEER  has  been  in- 
stalled in  more  than  30,000  Store  Fronts  and  the  ideas  we 
absorbed  -were  developed  by  actual  work  with  progressive  1 
chants,  both  in  large  cities  and  small  towns. 


Why  not  put  in  a   KAWNEER   STORE  FRONT 

now?  It  won't  take  but  a  very  few  months  for  it  to 
actually  pay  for  itself  by  increasing  your  business.  That 
has  been  the  experience  of  thousands  of  other  Merchants 
and  surelv  your  condition  is  not  entirely  unlike  theirs. 
A  sale  over  the  counter  is  a  sale  —  no  matter  where  it  is 
made  or  under  what  conditions,  and  there  is  no  more 
logical  and   certain    way  to   create  sales   than 

a  KAWNEER    STORE  FRONT. 


We  -want  to  tell   you  more — just  send 
for  "Boosting    Business  No.    21."     It  -was 
compiled  for  you  Retailers.     See  the  photo- 
graphs  and  drawings  of    money-making   Store    Fronts        without 
obligation  to    you.      Each  day    your   business   is  conducted  with 
out  a  KAWNEER  STORE  FRONT  you  are  losing  actual  sales. 


Kawneep 

Manufacturing  Company 

Limited 

FrancU  J-  Ptym.  President 

Dept.  Q.  Guelph,  Ont. 


Christmas 
Business 
Is  Ahead 


This  is  the  mouth  when  the 
common  thought  of  Canada  is 
the  buying  of  Christmas  gilts. 
What  steps  are  you  takiug  to 
get  your  share  of  this  big  busi- 
ness? Attractive  displays  iu 
your  window  and  depart  incuts 
will  prove  a  very  effective 
way. 

To  get  the  best  results  from 
your  displays  requires,  of 
course,  the  best  display  equip- 
ment— such  as  Dale  Wax  Fig- 
ures and  Fixtures. 
Dale  Wax  Figures  and  Fix- 
tures are  scientifically  made  to 
sell  your  goods.  We  can  fill 
your  orders  promptly  and  in 
time  for  the  Christmas  dis- 
plays. 

DALE  WAX  FIGURE 
COMPANY  LTD. 

106  Front  St.  E.       TORONTO 
Formerly  Dale  and  Pearsall 


PUTNAM'S  IMPROVED  CLOTH  CHART     ''■«  s,'"° 

Delivered  free 


ol  I)ui>  and  Express 


it    SHOWS    tli. 
yards     iu     bolts 
of  cloth,    or  rib- 
bon,      lace       or 
embroidery.     We 
send    it    on    ap 
proval,       FREE 
at    all     expense 
to  you,   tor  com- 
parison   with    any    device    which    you    may    be    using,    or    so    that    you 
may    satisfy    yourseli    whether   this   sort    of    thing    may   be    satisfactorily 
done.      Our  machines   are   used   in   over  20,000   stores.     Let   us  show  you. 
A    larger    illustration    and    particulars    sent   on    request. 

The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


No.    1 


Unique  Wire 

Specialties 

We  illustrate  here  three  wire  spe- 
cialties which  will  appeal  to  the 
garment  manufacturer  and  mer- 
chant. No.  1  is  the  wardrobe 
hanger,  strong,  neat  and  service- 
able, $15.00  per  100 ;  No.  2,  waist 
hanger,  $5.00  per  100:  No.  3.  hose 
stretcher,  $20.00  per  100. 
The  latter  is  a  rapid  counter 
seller,  being  used  by  the  house- 
wife for  the  proper  drying  of 
hosiery. 

Place  your  order  now. 

Ferrier  Wire   Goods  Co. 
613  King  St.  West 
~\J  TORONTO 


No.2 


Beautiful  Display  of  Ribbons  for  Christmas  Work 


An  e.'iri.v  holiday  season  showing  '>f  ribbons  in  a  one-price  sale  that  drew  an  instant  response  and  brought   large  returns  to -The  Hamilton 
Co.,  of  Montreal.     The  attractive  draping  drew  attention   from   thousands  of  passers-by  and  is  a  graceful  and  effective  piece  ()f  work  by  .1     B. 

Coulombe.      A    variation   for  a   Christmas   ribbon   witidow   would   be  the    combination    of    the    ribbons    with    c Is    made    up    from    the    ribbons 

themselves.   Illustrating  the  principle  of  the  force  of  suugcstiveness  in    salesmanship. 


Attractive  Window  and   Door  Display  Featuring  Dolls 


This  display   "i   lie-  Beehive  store,  Victoria,  B.C.,  \\;i-  awarded   second  prise  during  carnival  week  tor  the  most  attractive  window 

nei  contains  b novel  Ideas  tor  a  Christmas  showing      This  store  specializes  in  this  work,   the  dolts'  dresses  being  made  by  Mr-. 

Fowler,  wife  of  W    Postgate  Fowler,  the  proprietor.     Nearlj   all  Mrs.  Fowler's  time  is  taken  up  in  tins  work  ,1-  a  Province-wide  bus! 

ness   has   been    built    up. 
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LAMSON 

Every  Cent  Protected — Every  Profit  Yours 

With  a  Centralizing  Store  Service  System  that : 


(1)  Pleases   your    customers; 

(2)  Helps    clerks    wait    on    trade    quickly  ; 

(3)  (Jives  an  air  of  activity  to  a  store  ; 

(4)  Costs    little    to    install    and    maintain,    compared    to    what 
it   does  ; 

(5)  Controls    all    money    and    sales    at    one    point; 

(6)  Permits   sales   people   to   give   undivided   attention    to   cus- 
tomers ; 

(7)  Does    not    tie    up    cash    for    change; 

(8)  Does   not   put   temptation   before   employees; 

(9)  Does  not   compel   clerks   to  waste   time  going  to  and   from 
tills; 

(10)  Does   not    scatter    responsibility    for   your   money    all    over 
your    store. 

If  the  system  you  an1  using  is  not  fully  protecting  your  inter 
ests.  helping  you  please  your  trade,  and  enabling  clerks  to 
complete  sales  quickly  and  easily,  there  is  a  Lamson  system 
to    meet    your    needs. 

Lamson  Equipment  includes  Wire  Line  Cnsli  and  Parcel  Carriers  ; 
CROSS-OVEB   DROP  Electric  ('able  and   Pneumatic  Tute  Systems ; 

„„  ,  _T_        MV*  Packmjc   Coneer/ors   and   Ltulit   Elerators. 

CIA  HUN. 

Newest     cable     carrier       Cash    Ask.  us  to  nelp  you  solve  any  store  service  problem.     We  can 
boxes    do    not    loop    drop    sta- 
tions. 

THE     LAMSON     COMPANY 


airlinIb  special 
parcel  carrier. 

Used  to  carry  goods  and 
money  to  and  from  a  central 
point.  Saves  time,  labor  and 
money. 


Boston,   U.  S.  A. 
TORONTO  OFFICE:  126  Wellington  St.,  West 


V. 


SERVICE 


J 


One   of   Richardson's 
Newest  Models 

Richardson  Forms  have 
been  noted  for  their 
strict  conformance  with 
the  prevailing  styles 
because  it  lias  ever 
been  the  aim  of  this 
old  and  tested  firm  to 
never  fall  behind  the 
times  and  never  to 
produce  a  fixture  the 
least  bit  out  of  date. 

And  this  No.  ;)7  E 
form  is  no  exception. 
It  is  one  of  our  newest 
and  best  for  the  effect- 
ive showing  of  your 
fine  »owns. 

37E  with  evening  fig- 
ure as  cut $48.00 

37E    with    square    bust 
and   V2-arms    ...$30.00 
Try     these     forms    for 
your  Christmas   displays 
prompt  attention. 

CANADA   FIRST 

A.  S.  Richardson  &  Co. 


Your  order   will   receive 


99  Ontario  St. 


TORONTO 


SHOW  CASES 

If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all     kinds     of     Store     Fixtures. 

WRITE    FOR  CATALOGUE 

H.  L.  WOOD  &  CO. 

COR.  NOBLE  AND  STRICKLAND  STS. 

TORONTO 


Advertising 

"Advertising  is  the  education  of  the 
public  as  to  who  you  are,  where  you 
are,  and  what  you  have  to  offer  in  the 
way  of  skill,  talent  or  commodity. 
The  only  man  who  should  not  adver- 
tise is  the  man  who  has  nothing  to 
offer  the  world  in  the  way  of  com- 
modity or  service." — Elbert  Hubbard. 
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INTERIOR  AND  WINDOW  DECORA- 
TIONS. 
(Continued  from   page  36.) 

All  the  windows  put  in  bj  the  big 
city  stores  lately  have  been  emphatic 
selling  windows,  and  the  price  ticket  is 
cr\  prominent.  Much  window  space 
has  been  devoted  to  ready  to  wear  lin- 
stocks are  heavy  and  extra  efforts  are 
needed  to  move  them.  Not  all  these  win- 
dows show  garments  that  have  been  in 
stock  for  some  time.  New  models 
bought  so  that  they  can  be  attractively 
priced  lure  the  customer  into  the  de- 
partment. Prices  are  so  remarkably 
low  on  much  of  the  ready  to  wear  mer- 
chandise that  'given  an  extended  spell 
of  real  cold  weather  a  very  considerable 
clearance  should   be  made. 

Another  line  that  is  being  actively 
pushed  where  juice  cutting  is  being  re- 
sorted to  also  is  the  leather  bag  line. 
Possibly  this  is  due  to  the  featuring  of 
so     many     novelties     and     new     designs 

THE  FORM  DRAPE. 
(See  Page   36.) 

Any  simple  pattern  in  your  pat- 
tern department  will  give  the  idea 
for  the  form  drupe.  The  material 
used  can  In'  silk  or  cotton,  or  line  a. 
materials  which  can  he  handled  to 
best  advantage.  Tiro  7-yd.  lengths 
are  required.  Fall  length  canlhoard 
sin  rex  are  used. 

The  skirt  is  formed  by  folding  one 
7-yd.  length  of  material  on  its  fall 
length  and  arranging  the  tiered  ef- 
fect around  the  form,  starting  a,t  the 
base,  fastening  the  selvage  edges  to 

tin    form  and  a  series  of  linij  pleats  to 

give  I  lie  desired  fullness. 

A  velvet  ribbon  is  then  laid  over 
the  selvage  edge,  the  folded  edge  of 
tin  next  tier  is  placed  so  that  pari  of 
the  velvet  ribbon  shows.  A  three, 
four,  or  five-tiered  skirt  can  be  form- 
ed us  th  sired. 

The  waist  is  next  formed,  covering 

full  length  sleeves  with  the  ends  of 
our  second  piece  of  material.  Tins, 
ar,  li  mporarili/  fastened  fo  the  form. 
Next  form  an  t  ml  by  doubling  the 
goods  and  bring  one  Hie  right 
should i  r. 

'I'he  collar  is  formed  by  turning 

the  silk  back  on  an  angle  and  arrang- 
ing around  tin    inch  to  tin    rear.   The 

left  of  tin  waist  is  formed  in  a  simi- 
lar man  in  r. 

With  appropriate  buttons,  and 
shoes,  tin   (I rap,   is  completed. 


[NEXPENSIVE    DESIGN    FOR   A    BACKGROUND. 

This  window  sketch  was  prepared  for  The  Review  by  Gerald  It.  MacGregor,  display  manager 
of  the  Hudson's  Bay  Co.,  Winnipeg.     The  cosi  will  not  exceed  $35, 


which  results  in  over-production.  The 
bag  line  is  a  big  line — there  are  leathers, 
and  fabric  bags  in  endless  variety. 
Then  women  are  all  wanting-  vanity  fit- 
tings and  after  it  is  the  bag  with  the 
most  fittings  that  sells.  Several  good 
windows  of  the  stocky  kind  have  been 
put  in  recently  featuring  either  a  col- 
lection of  bags  at  the  one  price,  or  a 
collection,  each  article  of  which  is 
priced    attractively. 

Bai  kgrounds  are  not  elaborate.  White 
China  silk  shirred  on  to  a  rod  top  and 
bottom,  between  stamped  velour  panels 
in  heavy  dull  gold  frames,  holly,  poin- 
Sfittia  and  dull  autumn  foliage  have 
been  the  general  scheme  in  several  win- 
dows. 

Quite  a  feature  has  been  made  not 
just  in  one  store  but  in  many  of  elec- 
tric lamps  with  French  shades.  The 
richness  of  the  subdued  lights  and  the 
beautiful  color  effects  evidently  have 
captured  the  store  decorators.  Some- 
lamps  have  curved  and  gilded  pedestals. 
others  are  of  polished  wood,  and  by  no 
means  the  least  attractive  are  ofwicker. 
enameled  m  sofl  greys,  greyish  greens, 
and   warm  brown  tints. 

In  one  store  a  rather  pretty  touch  of 
red  is  secured  in  the  background  by 
strings  of  red  leaves  hang  down  from 
the  top  over  a  background  of  white 
suspended  by  red  baby  ribbon.  Colored 
lights  are  used  at  the  lower  part  of  a 
circle  of  evergreen. 

The  windows  of  toys  and  fancy  goods 
are  built  up  usually  with  a  large  table 
to  secure  the  requisite  beighl  for  the 
trim  in  the  centre  and  smaller  tables  or 
stands  on  each  side,  to  gel  a  graduated 

us.-   in   I  be  articles.      Sometimes  a   (  'lirisl 

mas   tree  decorated   with   tinsel  appears 
at  either  side  of  the  window  at  the  hack. 


1).  .1.  Smith.  Welland.  has  adn  Hied  11. 
('  Diffin  to  partnership,  and  the  ne,\ 
linn    w  ill    be    stj  led    Smith    &    Diffin. 
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Card  Suggestions 


A    Remembrance  for  Santa   Him- 
self    Tie,  Pyjamas.   Muffler.  Glo     - 
etc. 

A  Tie  He  Would  Select  if  He  Had 

1  lis  ( 'hoice. 


We  Know  Men  and  Their  Likes — 
( lonsult  Us. 


A  Gift  He'll  Appreciate  on  a  Cold 
Winter  Xiq;ht — Pyjamas. 

He  Will  Need  One  of  These  for 
his  Dress  Shirt — Jewelry. 

It's  Only  Small,  but  it's  Good, 
Useful,  Appreciated — Cuff  Links, 
Handkerchiefs,  etc. 

A    Tie. 

A  Shirt.  " 

A   Muffler, 

Just  the  Sort  of  Remembrance 
Men  Like. 


We  Will  Lav  it  Aside  and  Deliver 
it  for  you  the  Day  Before  Christmas. 

He  Will   Always  Appreciate  One 
More   Like  This— a  Tie. 


li    Will   be  Told  in   January 
Without  Tlii-  Muffler. 


For  the  Christmas     Box     of  the 
Home  Provider — a  Tie.  ("doves,  etc. 

Quite  as   Acceptable  a  Christmas 
Gift  for  a  Man  as  a  Lady     Gloves. 

Solid  Comforl   After  Christmas- 
Pyjamas. 

Every  One  Will   be  Looking  for 
Something  Useful  This  Christmas. 


EQUIPMENT  AND  DISPLAY 


Dry  Goods  Review 


Retail  Merchants 
Exempt 

All  uncertainty  as  to  whether  retail 
merchants  would  be  included  in  the 
Workmen's  Compensation  Act  was  dis- 
pelled on  December  1  when  the  Ontario 
Cabinet  decided  by  Order-in-Council  to 
make  a  large  number  of  exclusions. 
These  among'  the  occupations  exempted 
are  wholesale  and  retail  mercantile  busi- 
nesses, hotel  keeping  and  restaurant 
keeping-,  public  garages,  livery  stables, 
auction  and  sales  stables,  also  making  or 
repairing  of  men's  and  women's  cloth- 
ing, whitewear,  shirts,  collars,  corsets, 
hats,  caps,  furs  or  robes,  carried  on  as 
part  of  an  exclusively  retail  business. 

Such  operations  as  coffee  grinding, 
meat-cutting,  drug  manufacturing, 
boot  and  shoe  making  and  repairing, 
watch,  clock  and  jewellery  making  and 
repairing,  harness  making  and  repair- 
ing, etc.,  when  carried  on  as  part  of  and 
for  the  purpose  of  an  exclusively  retail 
business,  are  not  to  be  considered  under 
the  act. 

Two  other  regulations  deal  with  ex- 
elusions  where  less  than  six  men  are  usu- 
ally employed.  Under  this  heading  are 
included  manufacture  of  cheese  or  but- 
ter, operation  of  creameries  or  dairies, 
construction  or  operation  of  telephone 
lines,  power  laundries,  dyeing  and  clean- 
ing establishments,  mining,  except  in  the 
case  of  producing  mines  where  the  work- 
men   are    in    the    employ    of    the    owner. 


operation  of  threshing  machines,  etc. 
Machine  shops,  repair  shops,  tinsmith 
shops,  blacksmith  shops,  upholstering 
etc.,  when  not  incidental  to  an  industry 
under  the  act,  are  excluded  unless  at 
least  four  men  are  usually  employed 
therein. 

@ 


THE    LATE    JONATHAN    HODGSON. 

One  of  the  best  known  of  the  older 
generation  of  business  men  in  Montreal, 
Jonathan  Hodgson,  passed  away  at  his 
home  on  Nov.  19,  at  the  ase  of  88.  He 
was  the   senior  member   of   the   firm   of 


Hodgson,  Sunmer  &  Co.,  and  had  re- 
tired from  active  business  only  a  few 
years.  The  late  Mr.  Hodgson  was  first 
employed  with  John  Steele,  general  mer- 
chant, Napierville,  but  five  years  later 
became  connected  with  the  firm  of  Wil- 
liam Moody,  a  dry  goods  house.  In 
1857  he  started  business  himself  with 
J.  Foulds.  The  latter  retired  in  1870 
when  Mr.  Hodgson  became  senior  part- 
ner.    In  1879  the  firm  was  reorganized. 

Mr.  Hodgson  had  large  commercial 
interests.  From  1887  to  1889  he  was  on 
the  council  of  the  Montreal  Board  of 
Trade;  a  director  of  the  Merchants 
Bank,  the  Merchants  Manufacturing 
Co.,  the  Almonte  Knitting  Co.,  the  Alli- 
ance Assurance  Co.,  the  Canada  Ship- 
ping Co.,  Victoria  Life  Assurance  Co., 
and  Herald  Publishing  Co..  of  Montreal, 
and  was  a  heavy  shareholder  in  the 
Elder-Dempster  Line.  After  the  reor- 
ganization of  the  Montreal  Harbor 
Board,  Mr.  Hodgson  was  appointed  gov- 
ernment member. 

He  is  survived  by  five  sons  and  one 
daughter. 


The   late   Jonathan    Hodgson 


AVOID    THE    GERMAN-AUSTRIAN 
LABELS. 

"The  Review"  wishes  once  more  to 
call  the  attention  of  the  dry  goods  mer- 
chant to  the  danger  to  his  Christmas 
trade,  and  the  future  connection  with 
the  public,  if  he  permits  any  mark  or 
(Continued  on  page  45.) 


Some    Big    Store  Needs    You— For    Important 
Work^at  a  High  Salary 

You  could  start  drawing  the  salary  to-day — if   you  knew  how  to  do  the  work. 

You  can  start  next  month,  or  next  year  if  you   know  how  then. 

For  good  men  are  scarce  in  the  retail  field.    They    are    always    in     demand;     always  employed; 

always  well-paid. 

We  have  written  a  book  that  tells  about  a  lot  of  men  who  have  learned  retailing  and  made  good. 

It  will  tell  you  about  the  opportunities  there  are  for  you — and  how  to  grasp  them. 

It  is  free  for  the  asking. 

Send  in  your  name  and  address  and  get  your    copy  at  once. 

ECONOMIST  TRAINING  SCHOOL 

Advertising,    Window    Trimming,    Salesmanship,    Sales    Management,    Show    Card    Writing. 


247-249  W.  39th  Street, 


NEW  YORK  CITY 


FACTS 


Allows  the  salesmen  to  remain 
with  customers,  often  to  make 
further  sales  by  introducing 
other  goods  while  parcel  i^  be- 
ing inspected  an  1   wrappe  I. 


A  Gipe-Hazard  Cash 
and  Package  Sys- 
tem will  centralize 
your  business. 

Guarantees  that  every  cent  taken  in  will 
find  its  way  to  your  cash  drawer.  Gives  a 
double   check  on   the  making  of  change. 

Assures  you  that  every  transaction  is  cor- 
rect  in   count,   measure   aud   price. 

Increases  the  value  of  salesmen's  services,  be- 
cause of  their  ability  to  give  their  full  time  to  the 
selling    of    goods. 

Assures  order  and  better  system  by  eliminating 
needless   crowding    through   the  store. 

Permits  the  wrapping  counter  and  cash  office  to  be 
taken  from  the  main  floor  and  elevated  into  less  valu- 
able  space. 

Many  years  of  experience  enable  us,   not  alone  to  antici- 
pate   your    requirements,    but    with    our    skilled    inventors   and   mechanics, 
to   produce    a    machine   unequalled    for   its    purpose. 

Level,     Grade    and    Perpendicular    Wire    Cash    Carriers,    Parcel    Carriers 
Pneumatic  Tubes.  Write    for   our   new    Catalogue    G. 

GIPE-HAZARD  STORE  SERVICE  CO.,  Limited.  97  Ontario  St..  Toronto.  Canada 


Prevents 
"shoplifting" 

by    the       constant 
presence    of    salesmen 
with  customers. 


Cable    Carriers    and 


When  writing  to 
advertisers  kindly 
mention  this  paper 
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Play  Up     Useful'    Gifts  in  Your  Advertising 

Take  Advantage  of  One  of  Strongest  Sentiments  of  This  Season 
— Full  Ads.  or  Special  Panels  or  Editorials — Types  of  Christmas 
Ads. 


w 


HAT  The  Review  has  been  iin- 
pressing  Eor  several  issues  past 
in  regard  to  the  prominent  dis- 
plaj  of  goods  inside  the  store  and  the 
featuring  of  these  in  bazaars  or  special 
eircles  for  the  Christmas  trade,  namely, 
impress  "practical,"  or  "useful"  goods 
on  the  public,  applies  with  equal  force  to 
advertising.  This  appeal  is  one  of  the 
strongest  you  can  make  this  year:  in 
many  cases  the  only  one  you  can  use 
successfully. 

The  movement  for  useful  gifts  this 
Christmas  is  one  that  is  gaining  ground 
in  more  directions  than  the  merely 
tacit  determination  of  individuals  to  be 
governed  by  this  principle.  Societies 
are  taking  up  the  question  in  the  form 
of  urging  members  to  refrain  from  the 
usual  "'useless"  gift  giving  this  year 
and  devoting  the  amount  to  those  who 
otherwise  would  fail  to  receive  the 
accustomed  Christmas  gifts. 
And  it  is  noticeable  in 
nearly  every  case  that  the 
element  of  usefulness  is  im- 
pressed as  the  keynote  to  all 
giving. 

Mention  has  been  made 
of  different  departments  in 
which  the  useful  gift  idea 
is  bringing  out  articles  as 
good  selling  propositions 
that  in  former  years  were 
relegated  to  the  categorj  of 
those  Hint  were  "too  prac- 
tical," "too  home-like," 
"too  plain,"  "too  much 
like  what  a  person  would 
buy  for  herself."  And  yet, 
this  year,  these  same  ar 
tildes  are  being  taken  up 
h\        the       public     already     as 

containing    the    very    merits 
tor     acceptance     this     year 
thai    led    to    their     rejection 
last   year. 
Full  Ad.  of  Useful  Gifts. 
It      follows,     then,     if     the 

■  in'  -  Is  department    can 

gel  busj  i  In-  \  ear  on  waist 
lengths,  -kin  lengths,  etc.; 
if  women's  wear  of  all 
kind-,     underwear,     sweater 

i  oal  S,  slippers,  etc. ;  all 
kind-  of  ari  needlework, 
goods;    furs   and    linens,    in    a 

great  varietj  of  most  use- 
ful, hotneh  ,  prai  In  al  tonus, 
and    so    furl  h,  are   coming  to 


the  front,  that  one  of  the  main  features 
of  the  Christmas  ads.  should  be  the  use- 
fulness of  this  or  that  line.  Feature  a 
full  ad.  of  useful  lines;  make  it  a  cate- 
gory of  articles  that  people  will  prize 
because  they  will  come  in  handy;  call  it 
a  "List"  or  "Directory"  of  "Useful 
(lifts  for  Christmas,"  and  divide  it  up 
into  various  classes — either  of  goods 
themselves,  or  of  articles  suitable  to 
men,  women,  children,  etc.  And  always 
give  the  price!  That  will  be  one  of  the 
most  useful  features  of  your  items. 
Or  a  Central  Panel. 
Or  else  if  there  are  certain  lines  that 
you  feel  the  public  will  buy,  irrespec- 
tive of  this  quality,  make  a  big  central 
panel  of  "Useful  Gifts"  with  a  crisp  in- 
troduction emphasizing  the  idea  you 
have  in  mind.  You  should  find  an  in- 
stant and  grateful  response. 

Manv    have    tried    the    Editorial    idea 


\   bright   Cbrlstmns  nil,  troin   Moose  Juw.     The  work  of  .1.   McNlchol 

featuring   Toylnnd,   but    keeping    nu   the  Cbrlstmns   gift    Iden 

in    everj    section. 


in  advertising.  Try  it  out  in  a  corner,  a 
side,  or  centre  of  your  ads.  now  and 
then,  duelling  on  this  larger  idea  of 
Christmas  giving  this  year,  which  passes 
on  from  family  giving  to  a  broader 
basis  of  providing  a  joyful  Christmas  to 
the  poor  and  needy;  those  who  are  out 
of  work,  whose  earnings  have  been  cut 
down;  children  of  those,  perhaps,  who 
have  gone  to  the  front  and  may  be  de- 
nied Christmas  remembrances  this  year. 
You  will  find  it  will  stir  up  impulses  in 
the  reading  public  that  will  fulfil  its 
more  praiseworthy  object  and  incident- 
ally provide  business  for  the  store  that 
can  fill  the  needs  of  the  new  policy  of 
giving. 

Use  an  Editorial. 
The   advertising  of  useful  giving  can 
be   stimulated,   at   your  request,   by    the 
paper  editorially   and   in   many  cases  it 
will  be  easy  to  have  the  paper  draw  at- 
tention   to    your    efforts    in 
this  direction. 

Despatches  from  Chicago 
refer  to  a  significant  move- 
ment over  there  that  is 
bound  to  find  a  prototype  in 
most  centers  of  the  land. 
For  several  years  past,  a 
quasi-social  organization  has 
been  operating,  possibly  in 
,-i  negative  direction:  "'The 
Society  for  the  Prevention 
of  Useless  Giving."  This 
has  keen  re-christened  into 
The  Society  for  (lie  Promo- 
tion "t  Useful  Giving.  In 
both  cases  the  initials  are 
the  same,  the  members  be- 
ing   known,    even    by    tin 

-el  1  1'-.    a-    1  he    "  "  Snu-s. 

Forms  oi  Christmas  ads. 
again  appear  in  this  issue. 
One  of  these,  of  the  Ander- 
son Co.  of  St.  Thome-,  ap 
peared  ■',i  *i>"  .io\-  iwo'..v.. 
Saturday,  Dec.  20  last  year, 
and  the  main  idea  was  the 
emphasizing  of  the  near  ap- 
proach of  Christmas,  with  a 
large  range  o\'  gifts  for 
"Christmas  Saturday"  buy- 
ing. It  should  be  noted  that 
I  he  Store,  as  all  wise  store- 
will,  decided  that  it  must 
clear  out  as  many  strictly 
Christinas  lines  as  possible, 
and  so  it  announced  a  cut 
m    price-,     a    ranee    of    de- 
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T  II  E    A  RT    OF    DISPLAY 


Dry  Goods  Review 


ductions  in  dolls  and  Teddy  Bears.  The 
list  in  detail  in  each  ease  is  a  good, 
persuasive  form  of  advertising'.  For 
example: 

"We  are  closing'  out  every  doll  in 
our  store  at  bargain  prices: 

$3 .  50  lines  for  $1 .  75 

2.50  lines  for  1.50 

1 .  50  lines  for  1 .  00 

and  so  on. 

The  others  were  treated  in  a  similar 
way.  In  all  this  firm's  ads.  at  this  time 
the  illustrations  carried  out  the  Christ- 
mas idea. 

Special  Evening  Values. 

The  ad.  of  W.  E.  Maxwell's  was  a  5 
column      one,      also      featuring      special 
values  for   the   Saturday  before   Christ- 
mas;  and   prices   here,   too   were   promi 
nent. 

The  Mickleborough  Co.  of  St.  Thomas 
— to  use  the  same  place — did  excellent 
work  in  featuring  their  "Toyland." 

On  Saturday  before  Christmas  week, 
many  stores  featured  an  announcement 
that  the  store  would  be  open  every 
night  before  Christmas,  and  some  ran 
special  values  for  each  evening. 


CHRISTMAS 
SATURDAY 

We're  Ready  to  Serve  \ 
You,  Promptly  and  Well 


*HrX.  KiW"  '  .  tl.n'uUM 

£*■"' ... '      ^j&m* ■?£■£■£ 

#rtATT»  COATS  90*  CU7TS 

>UI1tfMjprf>.S«  Ml«,  w  ,«,.,      *  t"><  M(  lUfl 

«d  ..    .    ,;,..._...„  ..  '' '  '"»*  »5t?» 


lohc  iMDui  ro«  aim 
coATinMcirrs 


&~" 


£K»JtOIO£l«£I>  CUSHION  1  ' 


The  Anderson  Company,  Limited, 


Four-column  ad.,  full  page  depth  for  Sat- 
urday before  Christmas.  Note  ranges  in 
prices  under  each  head,  and  scale  of  reduc- 
tions under  dolls  and  Teddy  Bears.  A  bright, 
effect  ive    announcement. 


MAXWELL'S I 


THE  CHRISTMAS  STORE 


J MAXWELL'S 


The  Last  Saturday 
Before  Christmas 


SILK  MlVTlXiU.  II  00 


Christmas  Neckwear,  Hosiery  and  Linens 


A  special  ad.,  5  cols,  in  width  that  featured  the  final  Satur- 
day   selling.     Sometimes   ad.   writers   prefer   "piling   up" 
the   offerings   for   this   day. 


AVOID    THE    GERMAN-AUSTRIAN 
LABELS. 

(Continued  from  page  4!i.) 
labels  ot  any  description  denoting  that 
the  goods  he  is  selling  were  made  in 
Germany  or  Austria  to  appeal-  on  the 
goods,  either  when  they  are  displayed 
in  his  store,  or  windows,  or  when  they 
are  delivered  to  the  public.  On  a  couple 
of  occasions  in  previous  issues  "The 
Review"  has  pointed  out  the  inadvisa- 
bility  of  allowing  these  trade  marks  to 
remain  on  the  goods,  and  suggested  that 
where  they  could  not  he  removed  readily 
that  some  label  should  he  pasted  over 
them,  so  as  to  cover  the  mark.  Investi- 
gations have  shown  that  a  number  of 
merchants  arc  following  this  course,  but 
others  still  show  that  they  do  not  esti- 
mate sufficiently  (lie  strong  current  of 
feeling  that  has  spread  through  the 
people  in  regard  to  goods  of  this  descrip- 
tion. From  the  merchant's  point  of 
view  it  is  quite  natural  for  him  to  argue 
to  himself  that  because  he  purchased  the 
goods  in  these  two  countries  before  there 
was  any  hint  of  war  that,  therefore,  lie 
has  as  much  right  to  sell  them  as  if  they 
came  directly  from  this  country,  or  Eng- 
land, or  any  neutral  manufacturing 
country. 

Strictly  speaking,  of  course,  he  is  cor- 
rect, but  he  must  be  prepared  to  yield 
to  public  sentiment  on  this  question 
as  on  practically  every  other  one  that 
confronts  him  in  his  dealings  with  them. 
The  public  generally  will  not  make  this 
distinction,  possibly  because  they  do 
not  and  can  not  easily  understand  the 
question  of  time  that  elapses  between 
the  period  when  goods  are  purchased 
and  when  they  are  put  on  sale,  and 
partly  because  they  are  disposed  to  re- 
ject all  goods  that  are  manufactured  in 
these  countries  regardless  of  the  time  of 
purchase.  This  feeling  is  certainly  not 
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eiic  which  is  prevalent  among  women 
less  than  amongst  men,  and  it  will  be- 
come more  firmly  rooted  once  the  Can- 
adian contingent  crosses  the  channel, 
and  some  give  up  their  lives. 

In  England  the  situation  is  even  more 
acute.  There  the  public  knowledge  of 
the  source  of  goods  is  wider  than  in 
Canada,  and  has  been  sharpened  by  the 
exhibits  of  German  and  Austrian  goods 
tor  tiie  purpose  of  interesting  manufac- 
turers in  taking  up  these  lines.  In  some 
cases  it  has  been  found  advisable  to 
omit  the  sale  of  some  lines  altogether 
in   draper   stores.     • 


=The    Toyland    Journal= 


"Princess  Perfect"  Invites  All  The 
Children  To  Toyland 


- 


THE  GREAT  NORTH  POLE 
^TELEGRAPH  COMPANY*. 


Section  from  a  full-page  ad.  of  Goodwin's, 
Montreal,  showing  the  clever  pictorial  method 
of  creating  an  interest  in  Toyland.  "Tele- 
grams" before  and  after  this  kept  the  children 
in  touch  witli  Santa's  preparations  and  mis- 
fortunes. 


HOUSDFUKNISHINQS 


Sudden  Drop  in  Linoleums  and  Oilcloths 

Canadian  Firm  Follows  Action  of  British  Manufacturers,  Rang- 
ing From  1  to  2  Cents  a  Yard — Surprise  to  Trade,  Who  Were 
Looking  for  Advances,  Due  to  the  War. 


THERE  has  been  a  sadden  drop  in 
linoleums  and  oilcloth. 
British  manufacturers  of  oil- 
dot  li  and  linoleum  suddenly  reduced 
their  prices  on  certain  lines  of  printed 
linoleum  and  oilcloth  to  the  extent  of 
two  cents  per  square  yard.  No  par- 
ticular reason  was  given  for  this,  but  it 
is  believed  that  the  demand  from  this 
country  for  linoleums  fell  off  to  such 
an  extent  that  a  move  of  this  nature 
became  necessary  to  stimulate  business. 
Immediately  Canadian  manufacturers 
followed  suit. 

The  Dominion  Oilcloth  Co.,  Montreal, 
have  announced  the  following  reduc- 
tions: 1 1 2c.  per  square  yard  on  No.  3 
floor  oilcloth,  lc.  per  sq.  yd.  on  8/4  E 
quality  printed  linoleum,  and  2c.  per 
sq.  yd.  on  16/4  printed  linoleum.  There 
were  various  proportionate  reductions 
in  stair  oil-cloths,  and  other  floor  cover- 
ings. 

The  wholesale  trade  was  astounded 
when  these  reductions  were  announced, 
particularly  in  view  of  the  fact  that 
tendencies  were  upward  following'  the 
war.  The  reduction  is  greater  consider- 
ing the  fact  that  marine  insurances  have 
gone  up,  and  are  particularly  hard  on 
heavy  goods  such  as  linoleums  where  the 
weigb.1  is  out  of  proportion  with  the 
value  of  the  goods.  One  of  the  reasons 
advanced  by  the  trade  here  for  the  re- 
duct  ion  in  British  goods  is  that  these 
Arms  who  are  the  largest  manufacturers 
of  linoleums  and  oilcloths  in  the  world. 
have  lost  so  much  of  their  continental 
trade  on  account  of  the  war,  that  they 
are  reducing  their  prices  in  an  attempt 
to   make   up   the  d i I'l'erence  in   other   parts 

of,  the   world. 

Table  oilcloths  do  aid  appear  to  have 
been  affected.  The  prices  of  these  have 
in, l   been  changed    for  many   years, 


thought,  in  Turkish  rugs.  One  of  the 
largest  firms  manufacturing  tlmse  rngsso 
arrange  their  business,  that  they  have 
several  warehouses  at  central  points  in 
different  countries,  and  considerable 
quantity  of  stock  is  kept  continually  in 
these.  That,  it  is  believed,  is  the  state 
at  present,  so  that  there  will  be  no 
scarcity  of  supplies  for  many  months 
to  come.  Of  course,  under  present  con- 
ditions, there  will  be  no  shipments  from 
Smyrna,  and  other  such  centres  until 
the  war  is  over. 


SUPPLIES   OF   TURKISH  RUGS. 
Tl  e  outbreak  of  the  w ar  with  Turkej 
i  ause    no    immediate    ad\  since,    it    is 


Materials   Lower 

Jute  and  Oil  May  Have  Caused 
Decline  in  Linoleums  —  All 
Buyers  Will  Benefit. 


TOE  announcement  of  the  drop  in 
price  of  printed  and  oilcloth  lin- 
oleums— a  drop  which  does  not 
include  inlaid  linoleum     by     the     way — 

ci ■  as  a  surprise  to  most  retailers  and 

wholesalers  as  well.  Shortly  after  the 
announcement  of  war  there  was  a  sharp 
advance  in  jute  one  of  the  main  consti- 
tuents of  oilcloth,  and  it  was  felt  that 
there  would  he  a  considerable  increase 
in  the  price  very  shortly.  However, 
there  has  been  recently  a  drop  in  the 
price  of  jute,  and  also  in  oxidized  oil, 
another  of  the  elements  and  this  it  is 
believed  is  to  a  certain  extent  responsi- 
ble  for  the  cut  in  prices. 

A  Canadian  buyer  discussing  this 
question  grave  it  as  his  opinion  that  an- 
other contributing  reason  probably  was 
the  desire  to  make  sure  of  business  now 
thai  Continental  fields  were  cut  off.  It 
is  fell  thai  prices  will  remain  the  same 
for  months  now.  » 

This  drop  in  prices  will  have  QO  effect. 

however,  upon  the  contracts,  which  have 
been  made  for  Spring  delivery.  The 
general    rule    with    English    and    Scotch 

manufacturers    is    thai    when    there    is    a 

cut  in  prices  prior  to  delivery  the  buyer 
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gets  the  advantage  of  it,  while  if  there 
is  an  increase  in  prices  subsequent  to 
the  order  being  given,  this  increase  does 
not  effect  the  contract  made  prior  to  the 
increase  going  into  effect.  In  this  way 
the  buyer  stands  to  gain  along  both 
lines. 


SERIOUS   WOOL   OUTLOOK. 

While  Canadian  manufacturers  will 
be  restricted  to  a  great  extent  by  the 
partial  lifting  of  the  embargo  on  the  ex- 
port of  wool  from  England,  United 
States  manufacturers  are  still  in  a  seri- 
ous position.  Until  very  recently  they 
depended  on  Australia  and  New  Zealand 
and  other  English  colonies  to  supply  a 
considerable  portion  of  the  materials. 
However,  now  that  an  embargo  has  been 
placed  on  the  exports  of  the  colonies, 
and  as  Russia  has  also  placed  an  em- 
bargo on  wool  with  the  impossibility  of 
securing  a  supplj  from  Tnrkev  and  very 
little  from  China,  the  situation  is  wor- 
rying the  manufacturers  and  dealers 
across  the  border.  There  is  some  chance 
of  Uruguay  selling  a  large  quantity  to 
the  States,  something  about  150  million 
pounds,  in  place  of  10  or  12  million 
which   it    sold  last   year. 

-©- 
BOX  CURTAINS  FOR  GIFTS. 

Just  about  everything  in  the  store 
seems  this  season  to  he  regarded  as 
suitable  lor  a  useful  Christmas  gift. 
Rugs  arc  so  ticketed  and  so  are  vacuum 
cleaners  and  carpet  sweep. ers.  and  some 
s  have  gone  so  far  as  to  show  the 
latter  boxed  in  holly  and  poinsettia  cov- 
ered boxes,  Surely  handsome  applique 
point  or  Marie  Antoinette  curtains  are 
equally  suitable  for  this  purpose  and 
would  make  a  gifl  that  would  delight 
mam     housewives.       A     few    pairs    boxed. 

and   -.\  pile  of  boxes  iii  the  department, 

would    convey    a    hint      that      would    help 
sales. 


HOUSEFURNISHINGS 


Dry  Goods  Review 


Conditions  Now  Most  Favorable 
for  Dealers  Handling 


TRADE   MARK   REG.   U.S.    PAT.     OFF. 


Never  was  there  a  more  propitious  time  for  dealers  in  Canada  to  put  in  a  good  line 
of  CREX  Grass  Rugs,  Carpets  and  Runners. 

On  this  side  of  the  border — from  Maine 
has  become  a  household  word. 


to  California — in  every  section — CREX 


Conditions  in  Canada  are  not  unlike  those  in  the  United  States.    You  have  your 
seasons  the  same  as  we  do,  but  CREX  is  not  a  "one-season"  floor  covering. 


While  CREX  is  used  extensive- 
ly as  a  porch  covering  in  summer, 
it  is  also  used  to  a  large  extent  as 
an  all-the-year-round  covering, 
and  its  use  indoors,  for  every 
room,  shows  remarkahle  increases 
each  year. 

Just  now,  with  a  great  Euro- 
pean war  raging,  with  the  doors 
of  most  every  other  nation  closed 
to  you  —  you  must  look  to  the 
United  States,  your  neighbor  and 
friend,  for  many  articles  which  go 
into  the  homes  of  your  people. 
Nowhere  else  can  you  purchase 
some  of  the  things  which  are  al- 
most necessities,  and  CREX  is  in 
that  class. 


CREX  Rugs,  Carpets  and  Run- 
ners fill  a  long-felt  want.  They 
are  sanitary,  durable — so  artistic 
and  so  inexpensive  that  they 
naturally  appeal  to  the  housewife 
in  every  environment. 

CREX  is  not  unknown  in  Can- 
ada. For  several  years  we  have 
advertised  in  Canadian  magazines, 
at  the  same  time  reaching  thous- 
ands of  homes  through  our  ex- 
tensive list  of  leading  women's 
publications.  In  addition  we  have 
used  the  foremost  newspapers  in 
most  of  the  larger  Canadian 
cities,  so  we  feel  that  we  have 
already  made  a  great  number  of 
friends  in  Canada. 


Let  us  fix  up  a  sample  line  that  will  help  you  to  get  your  share  of  the  CREX  busi- 
ness.   You  can  carry  every  rug  pattern  at  a  very  small  outlay. 

The  following  assortment  of  80  rugs  in  40  patterns  and  colors  costs  less  than 
$100.00: 


2 

9x12  ft. 

Plain 

3 

51x90  in. 

Plain 

6 

27x54  in. 

Plain 

2 

9x12  ft. 

Figured 

3 

54x00  in. 

Figured 

6 

27x54  in. 

Figured 

2 

8x10  ft. 

Flain 

(i 

3(3x72  in. 

Plain 

6 

24x48  in. 

Plain 

2 

8x10  ft. 

Figured 

6 

36x72  in. 

Figured 

6 

24x48  in. 

Figured 

3 

6x  9  ft. 

Plain 

6 

30x00  in. 

Plain 

6 

18x36  in. 

Plain 

3 

6x  9  ft. 

Figured 

G 

30x00  in. 

Figured 

G 

18x36  in. 

Figured 

We  will  supply  you  with  attractive  color  catalogs  to  send  to  your  customers.    We 
will  also  furnish  you  with  advertising  matter,  such  as  pennants,  signs,  blotters,  etc. 

WRITE  FOR  COMPLETE  PRICE  LIST  AND  FULL  INFORMATION. 

CREX  CARPET  CO.,  212  Fifth  Ave.,  New  York 

Originators  of  Wire  Grass  Floor  Coverings 
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Some  Spring  Novelties  in  Printed  Fabrics 

Jacquard  and  Warp  Print  Combinations  New  —  Cretonnes  and 
other  Printed  Materials  Show  Japanese  and  Bird  Designs  — 
[nteresting  Patterns  Look  Like  Crewel  Work  on  a  Linen 
Foundation. 


THERE  are  many  interesting  novel- 
ties included   in  the  new   lines   for 
Spring.     Quite  n   number  of  fab- 
rics have  a  jacquard  pattern  as  well  as 
a  printed  one.  Such  designs  as  festooned 
ribbon    motifs,    fleur-de-lis,    and    lattice 

patterns,  are  used,  and  these  appear  on 
both  sides  of  the  material,  hut  in  re- 
versed colors -that  is  to  say,  on  one 
side  the  pattern  comes  up  in  the  warp 
threads,  while  on  the  hack  it  is  made  by 
the  filling  threads.  The  printed  pattern 
is  warp-printed,  and  the  cloth  is  new 
and  effective. 

Narrow  fabrics  have  been  given  con- 
siderable attention.  Cretonnes,  M 
inches  wide,  come  in  shadow  patterns 
that  show  floral  and  foliage  effects  in 
all-overs.  The  colorings  are  subdued 
and  the  fabrics  are  reversible.  Japanese 

designs  are  numerous.  Many  of  these 
are  bird  designs,  and  some  of  these  are 
so  printed  as  to  look  as  though  they 
were  done  in  crewel  work  ;  festoon  and 
ribbon  designs  enclosing  a  pastoral 
scene   here  and   there. 


Thl'OUghout  the  Spring  line  color  ef- 
fects are  so  arranged  that  they  harmon- 
ize with  plain  fabrics  of  a  widely  dif- 
ferent texture.  For  instance,  it  is  pos- 
sible to  obtain  English  velvets  printed 
in  the  sane  patterns  as  the  cretonnes, 
and  these. again  will  harmonize  with  vel- 
vets, velours  ami  plushes,  and  a  number 
of    other    materials.  This    allows    the 

decorator  to  use  a  variety  of  fabrics  and 
still  maintain  a  uniform  harmony  in  the 
production  of  his  color  schemes. 

Jacquard  backgrounds  are  seen  in 
floral  prints,  and  warp  print  patterns 
come  in  a  big  range  of  Moral,  conven- 
tional  and   period    patterns. 

There  should  be  no  special  shortage 
in  upholstery  fabrics  because  of  the 
war,  though  sonic  lines  will  be  absent, 
for  plenty  of  goods  will  be  available 
from  districts  in  Europe  not  affected  by 
the  war.  Some  French  goods  promise  to 
be  available,  as  the  war  has  not  inter- 
fered with  the  ability  of  many  manu- 
facturers   to    make    regular    shipments. 


Turkey  and  the  War 


AX      interesting      insight    into   rug 
conditions   in   Turkey   as  a  result 
of    thi'    war    is    contained    in    the 
current   issue     of    ''The     Upholsterer," 
which  says; 

With  Turkey  taking  her  place  annum 
the  warring  European  nations  the  rug 
industry  of  that  country  comes  to  an  al- 
most    complete    standstill. 

The  rug  question  is  now  a  vital  con 
siileral  ion.  While  dealers  have  large 
stocks  of  imported  rugs  on  hand,  there 
is  a  feelins  of  concern  as  to  the  possible 
outcome  id'  Turkey's  part  in  the  war. 
Many  New  York  dealers  have  important 
interests  in  Turkey,  ('aided  reports  in 
the  press  tell  of  the  confiscation  of 
foreign-owned  manufacturing  plaids 
that   arc  scattered    from   Constantinople 

to  Smyrna,  the  latter  being  a  main  ship 
piic  point.  Bergamo,  Oushak,  De- 
mirdji,  Sivas,  [sbarta.  and  Meles  are  all 
sites  of  manufacturing  interests.  Frank 
Proctor,  of  Grullabi,  Gulbenkian  &  Co.. 
suvs : 

"Our  last  shipment  of  rugs  arrived 
here  September  23  and  that  is  the  last 
1 1 1 .- 1 1  we  expeel  now.  Conditions  in  Tur- 
key have  been  graduallj  growing  worse 
until  the  present  climax  is  reached. 
Shipping   from   that   country   is  now    al 


mosl  impossible.  Our  floods  that  reach- 
ed here  two  moid  lis  ago  were  brought  by 
caravan  from  Hammadan  to  Resht. 
There  they  were  put  on  ship  and  car- 
ried across  the  Caspian  Sea  to  Baku: 
then  by  railroad  to  Hatoum,  by  way  of 
Tillis.  and  finally  loaded  onto  the  ship 
that    brought    them    to    New    York. 

"Conditions  in  Turkey  arc  such  to-day 
that    cablegrams   cannot    he   sent    to   Con 
stantinople. 

"There  arc  lew  American  residents 
in  Turkey  at  the  present  time,  but  the 
English  colony  at   Smyrna  is  a  large  one. 

Quill  Jones  when  recently  completing 
Ins  seventh  trip  into  Turkej  and  Persia 
in  search  id'  nr;s  and  antiques,  received 
news  of  the  European  conflicl  at  the 
little  mountain  town  of  Ardehil  below 
Tabriz. 

'  '  It  was  days  before  I  could  'jet  to 
Constantinople.*'  said  Mr.  -Jones,  "after 
I  firsl  heard  of  the  war.  When  T  finally 
reached  that  city,  it  was  in  a  state  of 
"rent  excitement.  Although  this  was  in 
the  month  of  August,  there  seems  to 
have  been  even  then  a  foreshadowing  of 
Turkey's  latest  step.  The  large  hotels 
were  being  dismantled.  There  was  a 
general  exodus  t  rom  i  he  i  itj  of  the 
European  contingency.  My  old  friends 
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greeted  me  with  wonderment  that  I  had 
come  into  Turkey  at  such  a  time  and  ad- 
vised  me  to  go  quickly. 

"Turkish  industries  were  practically 
dormant  when  I  [eft  there.  Most  of  my 
own  purchases  1  managed  to  gather  to- 
gether in  Constantinople  where  I  baled 
them  for  shipment.  I  still  await  their 
arrival   in   New  York." 

The  poor  financial  condition  in 
Smyrna  is.  and  has  been  for  some 
months,  a  matter  of  deep  concern  to  the 
rug  dealers.  J.  W.  Jones,  of  Join-  & 
Brindisi,  -ays  that  his  correspondents 
there  have  dwelt  at  length  on  this 
stringency  of  finances. 

"  Not  only  is  the  rug  market  affected 
by  shipping  difficulties,"  says  Mr.  Jones, 
"but  the  scarcity  of  money  has  so  crip- 
pled the  industry  that  practically  all 
work  in  this  line  was  stopped  in  Septem- 
ber. These  advices  written  in  Se  ! 
ber,  told  that  Turkish  manufacturers 
were  looking  to  the  United  States  and 
England  as  the  only  markets  for  their 
output." 

Although  tlie  Black  Sea  may  In  closed 
io  the  shipments  of  Turkish  products. 
\Y.  F.  Cramer,  id'  Hie  Eastern  Ruu  and 
Trading  Co..  states  that  the  Persian  Gulf 
route  offers  a    possible   means   of   export. 

"If  Shiraz  or  Niris  in  lower  Persia 
can  be  readied."  say-  Mr.  Cramer. 
"o-oods  may  be  sent  to  the  Gulf  coast 
from  these  places.  This  is  not.  how- 
ever, a  popular  route  with  shipping  i 
panies  because  of  the  danger  from  brig- 
ands, and  but  few  attempt  this  route 
even    in    non-warring   time-.'' 

The  routes  principally  employed  for 
the  shipping  of  rugs  are  as  follow-: 
Hammadan  to  Resht,  steamship  to  Raku. 
railroad  to  Batoum  via  Titlis.  and  thence 
steamship   to   New  York. 

-@- 


SUNPR00F  FABRICS. 

T  ie  use  of  heavier  materials  for  eur- 
t-ii"-  is  gaining  ground.  This  is  due  to 
a  large  extent  to  the  improvements  in 
recent  years  in  dyeing  and  color  print- 
ing. New  processes  have  been  invented 
and  new  colors  which  admit  of  the 
-I  patterns  being  used,  and  the 
fabrics  are  sunproof  and  do  not  fade. 
Plain  reps,  damasks,  reversible  velours 
and  plushes  can  be  had  in  lovely  shades 
of  light  green,  dark  green,  rose.  blue, 
tabac.  fawn,  helio  and  grey,  and  all 
these  materials  have  the  unfadable 
qualities. 


HOUSEFURNISHINGS 


Dry  Goods  Reviev 


A  Suggestion 
Means  a  Sale 

A  suggestion    from    your    salesman,    when  a 

woman  is  purchasing   articles    for  her  household, 

will  almost  invariably   convince   her  of  the  need  of 

preserving  the  beauty  and  brilliance  of  her  dining  table 

or  buffet  with 

J  M  Asbestos  Table  Covers  and  Mats 

Hot  dishes  cannot  mar  their  shining  surfaces  when  protected  in  this  way. 

Dealers  make  an  especially  attractive  profit  from  J-M  Asbestos  Table  Covers  and  Mats,  because  of 
the  low  prices  we  can  give.  We  secure  Asbestos  from  our  own  mines  and  manufacture  these  products  in 
our  own  factories,  thus  greatly  lowering  the  cost  of  their  production. 

Large  stocks  are  unnecessary,  as  we  can  fill  rush   orders  from  any  of  our  numerous  branches. 

Write  our  nearest  branch  for  the  special  dealer  proposition  we   are  now   offering. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  LIMITED 

Manufacturers   of  Show-Case,   Show-Window   and    General   Illuminating  Systems; 
Pipe   Coverings;  Dry    Batteries;  Fire     Extinguishers;  lite. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


2807 


POPULAR  CURTAINS 


AT 


ATTRACTIVE  PRICES 

BRUSSELS,  IRISH  POINTS,  TAMBOUR 

AND  SCRIM  CURTAINS 


SPRING  LINE 

SHOWN  BY 

MR.  H.A.FRANK 

AFTER  DEC.  1st 

AT  OUR 

TORONTO 

OFFICE 

THE  ADDRESS 

WILL  BE 
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Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 


49 


Eugenie  Capelines  Will  Be  Strong  for  Spring 

Portrait,  Sailor  and  Small  Toques  Giving  Place — Ribbon  Trim 
mings,  Ostrich  Plumes  and  Rosebuds  a  Certain  Result — Colors 
Rather  Unsettled,  But  Beige,  Putty,  Tan,  Mastic  and  Sand  Shades 
Will  Be  Good — Strong  Feeling  Also  for  Bright  Colors. 


THE  portrait. sailor  lias  given  way 
to  the  eapoline  an,d  small  toques 
to  military  models,  and  as  Eugenie 
and  mid-Victorian  modes  are  hinted  at 
models  of  this  kind  are  among  the  most 
promising  of  those  shown  for  the  early 
Spring   season. 

There  are  many  sailor  modifications, 
chiefly  with  a  narrow  hrim.  A  good  deal 
of  the  variety  comes  in  the  crowns. 
There  are  high  crowns,  low  crowns,  soft 
crowns,  and  crowns  that  are  higher  on 
one  side  than  the  other,  and  there  is  the 
Derby  crown. 

Judging   from   the   new   lines   of   hats, 
hemps  will  hold  first  place  again  in  the 
coming  Spring,  and   the  Milan  hemp  or 
moire      hemp      introduced      last 
Spring  will  again  be  a  feature. 
Lisere   braids  and    splits   are 
again  showing  and  in  the  cheap- 
er trade  there  will  he  chips  and 
cotton   hemps.       Milans  appear 
every   season  and   should  be  ex- 
tra   popular  this  year.    Pyroxa- 
line  will  be  shown  in  the  shape 
of   braids    and    plaques,    and    a 
certain   amount  of  leghorn   will 
suggest  this  straw. 

Of  Transparent  Materials. 
The  hand-made  hat  is  going 
to  be  a  factor  and  many  of 
them  are  going  to  bo  made  of 
transparent  materials,  such  as 
Malines,  net,  chiffon,  crepe 
crepe  de  chine,  as  well  as  satin 
and  taffeta,  and  there  are  pos- 
sibilities of  the  all-lace  hat  ar- 
riving before  the  Spring  sea- 
Son    (doses. 

New  Flower  Ideas  from  France. 
French    flowers    will    certain- 
ly be  mi  the  market    though  it 
cannol   be  said  thai   up  to  date 

any)  bing    nev    has  arri\  ed.    N"\v 

thai   the  tide  of  battle  i 

in   the  north,  the  girl  and 
women    designers    are    ptroduc 
in-   urn    ideas   w  liich    booh   will 


be  available,  and  American  manufactur- 
ers are  showing  good  assortments,  par- 
ticularly in  the  line  of  fine  flowers,  and 
these  will  be  used  to  take  the  place  of 
the  lines  that  usually  come  from  Ger- 
many and  Austria.  Canada  is  also  en- 
tering the  field  as  a  flower  manufactur- 
ing nation  and  some  very  creditable 
flowers  are  on  the  market  of  domestic 
manufacture.  The  newest  ideas  in  floral 
lines  come  in  the  form  of  small  clusters 
of  mixed  flowers;  wreaths  come  in  mixed 
fine  flowers  and  also  in  large  and  medium 
flowers  mixed  with  foliage.  Mounts  are 
showing,  and  branched  effects.  Roses,  as 
usual,  come  in  all  sizes  and  in  natural 
and  novelty  colors. 


READ!     FOR    PALM    BEACH 

Large  capellne     tli own  Is  of  sage  green  satin 

brim  ol  straw  In  the  new  putts   shade,    Two  targe  roses, 

Blze  and  coloring,  are  laid   with  seeming  carelessm 

in  front,  and  apparent!]  give  the  curve  bj   reason  of  1 1  u  i r 
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The  trade  is  looking  forward  to  a  par- 
ticularly good  season  in  ostrich  feathers 
both  in  the  form  of  plumes  and  tips,  and 
hands  and  fancy  effects. 

Ribbon  Trimmings. 
Eugenie  capelines  should  mean  ribbon 
trimmings,  as  these  hats  were  trimmed 
with  velvet  or  ribbon  bands  around  the 
crown,  with  long  streamers  at  the  back, 
and  ostrich  plumes  and  rosebuds  in  clus- 
ters would  be  used  as  well  for  decorating 
these  models.  Crowns  banded  with  rib- 
bon and  long  streamers  will  mean  a  con- 
siderable output  for  medium  widths  in 
ribbon.  The  military  hat  will  keep  nar- 
row ribbons  to  the  front,  as  they  are  all 
bound  with  a  narrow  ribbon  at  the  edsres, 
and  military  garniture  is  sure 
to  take  the  form  of  cockades 
and  rosettes. 

The  Leading  Shades. 
The  color  question  is  unset- 
tled owing  to  the  non-arrival  so 
tar  of  the  usual  Paris  color 
cards,  though  the  syndicate 
card  is  promised  early  next 
month.  There  is  an  under- 
standing that  an  American  card 
will  be  put  out,  but  the  Amer- 
ican authorities  in  millinery 
have  not  put  out  one  up  to  the 
present  date.  Buyers  there- 
fore are  having  to  rely  upon 
the  somewhat  imperfect  deduc- 
tions that  can  be  made  from  the 
leading  tendencies.  There  is 
little  chance  that  anything  very 
radical  will  develop,  as  the 
whole  color  tendency  is  towards 
quietness  and  sedateness.  Beige, 
putty,  tan  and  mastic  with  the 
linen  or  sand  shade  an 
latest  coIot  ideas  in  fabric 
lines  and  as  they  tit  in  with  the 
Line  of  colors  always  pood  in 
spring      millinery      lines      these 

.  with  the      colors  can   he  put    down  as  lead- 
natural  In  ■,,.  ,, 

the  brim      (>r'"   Ul   nnlhnery   as   well.   (  Olors 

weight,  (Cotinued  on  nexl  page.) 


Early  Spring  Styles  Likely  to  Come  from  States 

Later  on  Paris  Will  Regain  Most  of  Former  Influence— Buyers 
May  Have  Difficulty  in  Getting  to  France. 


HOW  the  problem  of  Spring  styles 
is  to  be  met  is  the  question  be- 
fore the  millinery  trade  at  the 
present  time,  and  in  seasons  like  the 
present  there  are  sure  to  be  many 
opinions.  The  Spring  style  problem  is 
becoming  insistent  with  that  portion  of 
the  trade  that  has  to  put  out  millinery  at 
an  early  date  in  the  New  Year  or  before. 
It  is  easy  to  create  something  different 
if  it  were  not  for  the  fact  that  that  some- 
thing has  also  to  be  authoritative  enough 
to  sell  later  when  the  retail  season 
opens  up. 

The  usual  guides  to  style  tendencies 
are  absent  this  year,  not  so  much  because 
the  big  milliners  in  Paris  are  not  doing 
business — they  are  open  and  are  sending 
models  to  America — but  it  is  rather  the 
usual  means  of  showing  the  new  crea- 
tions that  is  absent.  There  have  been  no 
late  Summer  races,  and  no  last  minute 
millinery  for  the  north  of  France  sea- 
side resorts  upon  which  the  new  styles 
could  be  based.  Therefore,  the  Canadian 
trade  recognizes  very  generally  that  the 
early  styles  are  almost  bound  to  come 
from  the  United  States  for  Spring.  For- 
tunately there  are  houses  there  which 
have  sufficient  initiative  and  authority  to 
work  out  their  own  styles.  Later  on  the 
United  States  will  hardly  be  able  to 
supersede  Paris,  and  millinery  buyers 
are  already  wending  their  way  Paris- 
ward,  or  are  making  plans  to  do  so  at 
an  early  date. 

In  this  connection  it  would  not  be 
amiss  to  point  out  that  buyers  will  do 
well  to  provide  themselves  with  means 
whereby  they  can  clearly  establish  their 
identity  and  the  peaceful  nature  of  their 
errand,  particularly  if  their  first  or  last 
names  should  even  remotely  suggest  a 
German  origin.  It  is  said  that  there 
have  been  manufacturers  and  buyers 
with  German  names  who  have  gone  from 
the  big  country  to  the  south  of  us  who 
have  not  succeeded  in  getting  past  Liver- 
pool from  this  cause.  There  is  also  an 
impression  in  buying  circles  that  neither 
in  Paris  nor  New  York  will  the  makers 
of  fashion  nor  the  heads  of  the  manufac- 
turing houses  be  disposed  to  exert  them- 
selves to  provide  for  the  needs  of  any 
one  who  even  suggests  a  remote  friend- 
ship with  Germany. 

Very  few  firms  even  in  the  United 
States  will  be  prepared,  however,  to 
wholly  disregard  Paris,  and  to  solve  the 
problem  by  their  individual  cleverness. 
The  majority  will  accept  any  ideas  they 
can  obtain  from  either  Paris  or  London. 
Also  they  can  be  relied  upon  to  show 
some    millinery    that    will   interest   the 


FOR  SPRING 

Capelines  in  place  of  sailors. 

Military  shapes  in  place  of 
small  toques. 

Hemps,  Milan  or  moire,  in 
first  place,  with  some  Leghorns. 

Hand-made  hats  in  trans- 
parent materials. 

Good  season  in  ostrich  fea- 
thers, in  form  of  plumes,  tips, 
bands  and  fancy  effects. 

Ribbon  trimmings  strong. 

Delay  in  French  color  cards. 

Beige,  putty,  tan,  mas-tic  and 
linen  shades  of  straw. 

Decided  feeling  for  bright 
colors:  begonia  and  vivid  rose 
pinks  best  in  trimmings. 


trade.  And  what  is  more  to  the  point, 
it  will  be  developed  in  materials  that 
will  be  on  the  market  the  season  through. 
The  popular  and  medium-priced  trade 
will  accept  the  guidance  of  these  Ameri- 
can-made models,  but  the  high-class 
trade  that  can  afford  to  wait  will  still 
look    to    Paris   for    their    inspiration. 


Fitting  a  Hat 

The  Good  Millinery  Sales  Wo- 
man Fits  the  Hat  by  Altering 
the  Head  Size — This  Fitting  is 
Very  Important. 


TRYING  on  a  hat  is  a  misnomer — a 
hat  should  be  fitted.  It  is  not 
enough  that  the  hat  is  becoming. 
It  can  never  be  quite  so,  nor  can  it  be 
satisfactory  unless  it  fits  the  head  of 
the  wearer  perfectly,  nor  is  this  fitting 
to  be  properly  achieved  by  the  process  of 
poking  a  bandeau  that  fits  the  head 
itself  under  the  crown  of  the  hat.  It  is 
the  hat  itself  that  should  rest  on  the 
hair,  and  the  bandeau  only  holds  the  hat 
crown  further  than  ever  from  the  hair. 

A  Parisian  saleswoman  would  never 
think  that  the  sale  of  a  hat  was  closed 
unless  she  had  first  regulated  the  head- 
size  so  that  it  fitted  her  customer  per- 
fectly. This  is  one  of  the  little  details 
that  marks  out  the  fine  shop  and  ex- 
clusive department  from  the  store  or  de- 
partment doing  a  popular-priced  busi- 
ness, and  is  one  of  the  reasons  why  there 
is  so  much  "style"  about  the  millinery 
that  comes  from  one  store  when  com- 
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pared  with  the  hats  sold  in  other  stores 
or  departments.  The  saleswoman  who 
possesses  a  high  order  of  intelligence  at- 
tends to  this  and  to  other  little  points, 
and  so  gives  the  individual  smartness  to 
every  model  sold. 

The  really  good  millinery  saleswoman 
sizes  up  her  customer  well  before  begin- 
ning to  show  her  models.  Her  eye  is 
trained,  and  she  is  capable  of  judging 
which  of  the  hats  in  stock  will  be  most 
becoming.  Therefore,  she  endeavors  tact- 
fully to  guide  the  customer's  selection 
by  showing  her  only  the  models  she 
knows  the  customer  will  look  her  best  in. 
And  this  question  of  becomingness  must 
not  be  considered  from  the  front  view 
alone,  but  the  side  view  and  the  back 
view  should  also  be  taken  into  considera- 
tion. Many  customers  will  be  satisfied 
if  the  front  view  is  right,  for  it  is  the 
one  she  is  most  familiar  with,  but  this 
should  not  content  the  saleswoman,  and 
she  should  use  her  best  endeavor  to  im- 
press this  point  on  the  customer. 

French  milliners  have  been  known  to 
refuse  to  sell  a  customer  a  hat  that  did 
not  become  them,  and  though  a  milliner 
on  this  side  of  the  Atlantic  would  hardly 
proceed  to  this  length,  yet  the  idea  is  a 
right  one;  the  unbecoming  model  would 
be  but  a  poor  advertisement  for  the 
store. 

Details  and  niceties  of  this  kind  may 
seem  superfluous  to  many  saleswomen 
who  are  intent  only  on  selling  as  much 
merchandise  as  possible  in  the  shortest 
possible  time. 
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EUGENIE    CAPELINES. 

(Continued  from  Page  50.) 
of    this    kind    are    always    in    favor   for 
lira  ids  and  body  hats. 

Tuscan,  burnt  straw,  bamboo,  sea  sand 
and  dull  green  grey  putty  shades  will 
all  be  featured  in  the  coming  year. 
Brown  is  also  on  the  color  list  and  the 
caramel  of  last  year,  and  dark  and  light 
shades  of  nut  brown  promise  well.  Green 
combines  beautifully  with  the  shades 
above  indicated  for  straws.  Paddy  is 
again  to  the  fore,  and  dark  military 
shades  are  expected  to  be  good.  Bright 
shades  of  reseda  and  greens  on  the  sage 
order  are  shown  as  novelties. 

There  is  a  decided  craving  for  a  touch 
of  bright  color  and  for  this  purpose  the 
begonia,  and  vivid  rose  pinks  will  come 
first.  Then  there  is  American  beauty 
the  coral  pinks,  and  the  purplish  sweet 
pea  tones.  Blue  is  a  sure  color  and  all 
the  military  blues  from  king's  blue  to 
navy  will  be  strong. 


Distinctly  Better  Tone  to  the  Fur  Business 


Cooler  Weather 


and  Extensive  Advertising 


Have 


Drawn  the 
Public — "Made  in  Canada"  Will  Apply  to  Furs  —  Black  Fox 
Very  Strong  With  Persian  Weaker — Prices  Slashed  to  Get  Trade. 


"IV  /f  ADE-IN-CANADA"  wil1  soon 

\/  I  apply  to  furs  par  excellence, 
for  the  war  practically 
closed  the  European  countries  as  mar- 
ket-places for  Canadian  dealers.  Some 
business  may  dribble  through  from 
Europe,  but  merchants  are  not  depend- 
ing on  it.  Canadian  lines,  therefore, 
will  come  in  for  an  unparalleled  amount 
of  business. 

Canadian  furs  are  the  main  offering 
t his  year,  as  European  importations  are 
short  in  sets.  A  significant  decision  has 
been  arrived  at  by  many  dealers  with 
regard  to  domestic  stocks.  Usually  a 
goodly  portion  of  domestic  furs — fox, 
coon,  skunk  and  so  forth — is  shipped  to 
Europe  when  Canadian  houses  are  pro- 
vided for.  This  will  not  be  the  case 
this  year.  Canada  may  need  to  husband 
her    stocks. 

Exit  Persian  Lamb. 

Persian  lamb  will  not  be  in  great  de- 
mand this  year.  Tf  it  were,  prices  would 
be  considerably  higher,  because  it  is  an 
imported  fur.  But,  except  for  older 
ladies,  Persian  lamb  is  reported  not  in 
favor  this  season.  Black  fox,  which  lias 
been  steadily  gaining  popularity  for 
three  or  Four  seasons,  is  definitely  com- 
ing to  first  place  this  year.  This  is,  of 
course,  European  dyed.  The  red  skins 
are  sent  to  France  for  that  purpose.  A 
good  set  will  cost  about  $100.  although 
cheaper  sets  may  be  purchased  from 
$50  up.  It  is  thus  mi  cheaper  than  Per- 
sian  lamb. 

Mink  is  reported  as  sellinu'  well, 
though  the  prices  are  one-third  to  one- 
half  off  those  of  last  year.  Coonskin 
runs  in  about  the  same  proportion. 
Skunk  or  sable  is  less,  too.  $35  buying 
a  pretty  good  set.  Prices,  of  course, 
vary  with  dealers,  hut  the  figures  given 
are  usually  more  or  less  general. 

Run    on    Black    Wolf. 
For  younger  ladies  and  girls  in  their 
teens,  the  nearest   to  popular  favor  is  a 
set    of    black    wolf.      A    muff    and    neck- 
piece  id'   this   fur,   well    made   up.    is   very 


attractive,  and  dealers  report  a  very 
good  demand.  There  is,  moreover,  an  al- 
most inexhaustible  supply  of  this  fur. 
Dealers  agree  that  these  sets,  which  run 
about  $35  to  $40  up,  are  largely  bought 
by  the  middle  class,  if  one  may  talk 
about  class  in  Canada.  A  lower  grade  in 
the  same  line  is  worth  from  $25  up. 

Boom  in  Beaver. 

An  old  favorite  is  beaver.  It  pro- 
mises, now  that  we  have  had  an  indica- 
tion that  the  cold  weather  is  somewhere 
in  the  ol'ling,  to  hold  its  own  again  this 
season.  A  set  may  be  purchased  from 
$35  up.  In  this  line,  particularly,  the 
forced  reduction  in  price  is  marked.  A 
beaver  coat  which  last  year  cost,  retail. 
$250,  can  this  year  be  obtained  for 
$175.  Being  a  domestic  fur,  the  sup- 
ply is,  of  course,  good,  and  dealers  have 
simply  been  compelled  to  come  down  in 
price. 

The  best  selling  line  in  ladies'  cents 
this  season  is  Hudson  seal.  It  is  pro- 
phesied that  so  far  as  the  French  co- 
operation in  producing  this  line  is  com 
cerned,  the  embargo  pronounced  by  the 
French  Governmenl  will  put  a  stop  to 
that.  Canadian  production  will,  there- 
fore, be  stimulated.  The  situation  in 
Hudson  seal  has  been  that  while  Can- 
ada does  considerable  work  in  dressing 
and  dyeing  its  own  muskrat,  both  opera- 
tions are  more  effectively  performed  in 
Paris.  Hudson  seal,  made  in  Canada 
from  first  to  last,  has  its  market,  but  the 
French  product  has  hitherto  fetched  a 
higher    price.     Well — necessity      is      the 


mother  of  invention.  Hudson  seal  will 
have  to  be  produced  in  the  Dominion. 
Some  dealers  confidently  assert  that  the 
public  does  not  know  the  difference  be- 
tween Hudson  seal  produced  in  France, 
and  Hudson  seal  produced  in  Canada. 
This  year's  price  on  a  forty-five-inch 
coat  in  the  French  dyed  article  is  $125. 
This  is  approximately  last  year's  level. 
Ermine  is  still  popular,  thousrh  it  suf- 
fers a  trifle  this  year  because  of  the 
money  tightness.  For  evening  wear  it  is 
still  the  thing.  Price  is  much  the  same 
as   heretofore. 

Will  Business  Keep  Up? 

Retailers  seem  agreed  that  business  is 
considerably  better  than  they  had  anti- 
cipated. Selling:  furs,  which  are  more  or 
less  of  a  luxury,  is  a  sort  of  livelihood 

lioh  war  affects  first.  Undoubted!  v 
good  many  women  who.  in  normal  years 
would  go  out  and  buy  a  set  of  furs,  have 
decided  this  year  that  a  wool  coat  will 
lave  to  take  the  place  of  a  muff  and 
stole.  But.  on  the  other  hand,  prices 
have  dwindled,  in  some  lines  quite  mark- 
edly. The  fur  dealer  is  wise  in  his  day 
and  generation,  and  was  content  with 
a  less  margin  of  profit  on  his  goods  rather 
than  holding  for  a  big  profit.  charging 
n  price  which  was  prohibitive.  One 
dealer  reports  his  factory  continually 
busy,  and  you  could  <ro  into  any  of  the 
fur  stores  the  end  of  November  any  day 
in  the  week  and  see  quite  a  respectable 
amount    of  business  going  forward. 

Doubtless  the  cold  weather  and  exten- 
sive advertising  are  chiefly   responsible. 


Story  of  the  Persian  Lamb 


T 


HE  original  home  id"  the  Karakul 
sheep      which      produce      the      fur 
known    ns    Persian    Lamb.    Baby 
Lamb,  Astrakhan  and  Grey  Krimmer 
in  Bokhara.  West     Turkestan,     Central 

Asia.       However,     the      industry     has   so 

broadened  that  it  has  spread  into  Persia, 
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Afghanistan     and     neighboring      coun- 
tries. 

While    there    are    six    distinct    species 

of    the    Karakul     sheep,    three    of  them 

produce    skins    which    at    birth    are    jet 

black,    with   lustrous,   close,   tight    curl-. 

(Continued  on  Page  55.) 


CANADIAN    FUR    TRADE 


Dry  Goods  Review 


As  Xmas  Gifts- 


Reliable,  Stylish  Furs 


ru  rrurey 


de  I2 


TJixe 


©.Dcncie 


^-.-.B^ 
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300.  'Rue  S!"  "PauI,  Montreal 


European  Furs  Nearly  Cleaned  Out  in  America 

Price  Problem  for  Next  Fall's  Lines  Very  Indefinite  at  Present 
— Canadian  and  U.  S.  Skins  Likely  to  go  Still  Lower— Hudson 
Seal,  Black  Fox  and  Wolf  Popular  Sellers. 


IN  its  last  issue  The  Review  stated 
that  there  would  be  no  London  fur 
sales  in  January,  and  that,  in 
reality,  there  was  no  fur  market  in  the 
world. 

Broadly  speaking,  the  situation  is  this: 
65  per  cent,  of  American  furs  are  ship- 
ped to  London  every  year  to  be  sold  at 
sales  which  take  place  four  times  an- 
nually. There  are  three  big  auction 
houses  in  London,  and  all  of  these  have 
withdrawn  their  sales  this  year  on  ac- 
count of  the  war,  which  practically 
means  there  will  be  no  London  market 
this  year.  This  action  has  been  taken 
because  the  two  largest  buyers — Ger- 
many and  Russia — will  be  absent. 

This  clearly  shows  that  prices  of  Am- 
erican raw  furs  will  be  lower  this  year, 
though  perhaps  not  so  low  as  is  indicated 
by  prices  being  asked  at  the  present  mo- 
ment. The  fact  that  Russian  furs  are 
missing,  and  Chinese  furs  are  coming  in 
irregularly,  which  must  be  replaced  by 
American  furs,  should  have  a  good  effect 
on  prices. 


Should  the  price  of  American  furs  go 
very  low,  the  trappers  are  liable  to  leave 
the  business  until  conditions  improve. 
High  prices  usually  bring  big  crops.  If 
a  man  can  get  $2  a  clay  at  his  own  job, 
and  can  make  $5  a  day  trapping,  he  na- 
turally turns  to  trapping.  When  he  is 
only  making  a  dollar  a  day  trapping,  na- 
turally he  returns  to  his  regular  employ- 
ment. Hundreds  of  these  men  only  trap 
when  furs  are  bringing  high  prices.  Of 
course,  there  are  also  professional  trap- 
pers. 

American  Fur  Crop  Smaller. 

It  naturally  follows  that  the  incoming 
crop  of  American  furs  will  be  much 
smaller  than  usual.  Montreal  buyers 
who  have  been  in  New  York,  and  have 
seen  shipments  coming  in,  declare  that 
trappers  are  holding  off  for  better  prices, 
and  that  the  crop  is  only  a  quarter  the 
size  of  that  secured  in  1912. 

The  New  York  market  of  European 
furs  is  rapidly  being  cleaned  out.  There 
are   still    some   stocks   of  Persian   lamb, 


but  these  are  rapidly  disappearing,  and 
broad  tails,  as  well  as  other  lines  of 
European  furs  are  entirely  cleaned  out. 
Prices  of  these  lines  will  be  considerably 
higher,  and  American  furs  will  be  re- 
quired to  replace  them.  This,  however. 
will  not  prevent  prices  of  the  latter  from 
being  considerably  lower  this  year. 

Hudson  Seal,  Black  Fox,  Wolf. 

Hudson  seal  is  in  big  demand.  The 
best  sellers  reported  in  many  quarters 
are  Hudson  seal,  black  fox  and  wolf. 
The  lower  grades  of  black  furs  are  sell- 
ing exceptionally  well.  Mink  are  ap- 
parently being  neglected  pretty  much, 
and  the  demand  turning  towards  black 
long-haired  goods  rather  than  brown. 

At  present  it  is  difficult  to  state  any 
new  crop  fur  prices  with  any  degree  of 
accuracy.  Any  prices  named  now  are 
more  or  less  the  result  of  guess  work,  as 
prices  are  liable  to  go  considerably 
higher  or  considerably  lower.  How  hi<rh 
or  how  low  depends  on  the  demand. 


ENSORS  Limited 

6,  NEWGATE  STREET 

LONDON,  ENGLAND 


Wholesale  Furriers 

FUR  COATS  FUR-LINED  COATS 

SLEIGH  ROBES        FOOT  SACKS 
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THE   STORY   OF   THE   PERSIAN 
LAMB.* 

(Continued  from  page  52.) 

which  soon  after  open  out  all  over  the 
body  and  become  grey,  except  on  the 
face,  neck,  legs,  abdomen  and  end  of 
tail.  These  are  the  valuable  furs  that 
have  come  into  such  demand  in  late 
years. 

Another,  known  as  the  Afghan,  com- 
prises about  98  per  cent,  of  all  Karakul 
sheep.  Their  merino-like  wool  is  fine, 
short  and  lustreless,  and  is  often  com- 
pletely hidden  by  the  longer,  coarse, 
grey  Arabi  over-wool.  The  fine  wool 
makes  these  skins  almost  worthless. 

AVhen  the  vogue  for  black  Russian 
furs  arose  one  or  two  score  years  ago, 
the  first  traders  to  market  the  raw  furs 
were  the  Persians,  who,  being  Moham- 
medans, were  allowed  to  enter  the  land 
closed  to  Christians.  Hence  the  name 
"Persian  Lamb."  The  skins  were 
brought  out  by  caravans  to  the  Caspian 
Sea  and  shipped  by  water  to  Astrakhan. 
Thus  the  trade  name  "Astrakhan"  was 
adopted  by  the  European  merchants  who 
traded  there.  For  a  time  these  two  names 
were  used  to  describe  all  lamb  pelts  used 
as  furs.  In  the  last  dozen  years  the 
term  "Persian  Lamb"  has  been  applied 
to  all  black,  lustrous,  tight  curled  skins. 
"Astrakhan"  or  "Karakul"  has  been 
applied  to  open  curled  skin?  or  skins 
with  no  curl  whatever,  of  any  color  ex- 
cept grey.  All  grey  lambskins  with  tight 
curls  are  named  "Krimmer"  by  the  fur- 
riers. 

The  lambs  are  killed  before  they  are 
two  weeks  old.  If  a  fine,  close  curl  is 
demanded  the  killing  should  take  place 
within  three  days  of  birth.  If  open  curl 
is  desired,  the  lambs  may  run  for  six 
weeks,  but  when  size  is  in  a  eased  the 
value  decreases  greatly. 

The  "still-born"  lambs  and  those  that 
die  soon  after  birth  produce  skins  often 
valuable.  The  "Baby-lamb"  or  "broad- 
tail" fur.  which  is  made  from  still-born 
lambs,  is  one  of  the  costliest  furs  on  the 
market,  ranking-  among  the  precious  furs. 
It  is  by  far  the  costliest  fur  produced  by 
a  herbivorous  animal. 

*From  "Pelts,"  published  by  Laberge, 
Chevalier  &  Co. 


In  buying-  furs  an  acquaintance  with 
the  manufacturer  may  ward  off  many 
future  disappointments.  It's  not  at  all 
uncommon  to  find  two  hares  reared  by 
the  same  mother  pose  as  "white  fox" 
and  "black  lynx"  respectively. 


Cole  and  Welton,  Newcastle  Creek, 
N.B.,  have  succeeded  F.  D.  MacMann, 
greneral  merchant. 


An  illustration  from  "Big  Business  and  the  Private  Detective" 

A  Magazine  for  Business 

Men 

Why  does  MacLean's  Magazine  appeal  so 
strongly  to  business  men?  For  answer  look 
at  the  contents  of  the  December  number, 
which  contains  the  following  features  especi- 
ally prepared  for  business  men: 

The  Valuable  Work  of  Our  Upper  Chamber. 

An   article   on   the   part   that   the   Senate   plays   in   National 

legislation. 
Big  Business  and  the  Private  Detective. 

An  article  dealing  with  the  steps  big  Canadian  corporations 

take  to  detect  crime. 
Extracting  a  Fortune  From  Salt. 

The   fascinating  story   of   how   a   Canadian   built   up   a  sub- 
stantial fortune 
Some  Canadian  Women  in  Business. 

An   article  dealing  with      the     experience  of  various   clever 

women 
The  Business  Outlook. 

A  review  of  conditions  throughout  the  Dominion  by  the  editor 

of  The  Financial  Post. 
Making  a  Boy  to  Put  on  the  Market. 

A  strong  article  on  juvenile  training. 
The  Tortoise. 

A  serial  story  based  on  business  experiences,  and 
A  Selection  of  the  Best  Articles  From  the  Magazines  of  the  World. 

MacLean's  Magazine 

DECEMBER  NUMBER  NOW  ON  SALE 
MacLean  Publishing  Company,  143-153  University  Avenue,  Toronto 
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Run  on   Grey  Sweaters—Good  for  Xmas  Gifts 

Dealers  Surprised  at  Trade  Picking  Up  So  Well  With  Cooler 
Weather — Special  Colors  for  Special  Purposes — Wool  Prices  May 
Drop  Soon  if  Government  Contracts  Fall  Off. 


STYLES  may  come  and  styles  may  go 
— but  the  sweater  coat  goes  on  for 
ever.  It  is  never  out  of  fashion. 
Dealers  just  now  seem  surprised  bj  the 
demand.  There  was  a  feeling  before  the 
Winter  season  opened  that  sweater  coats 
would  not  go  so  avcII  this  year.  One 
buyer  told  The  Review  that  lie  thought 
thai  at  lasl  the  sweater  coat  was  going 
out,  and  the  view  seems  to  have  been 
more  or  less  general.  The  first  touch  of 
cold  weather,  however,  knocked  that 
opinion  on  the  head,  and  the  sale  is 
surprising. 

The  styles  do  not  vary  much  from 
year  to  year,  An  oven  nunc  marked  pre- 
ference than  usual  is  shown  this  season 
for  plain  grey,  and  dealers  report  large 
sales    in    this   color. 

Color  Depends  on  Use. 

The  buyer  in  a  departmental  store 
expressed  the  view  that  color  was  ma- 
terially dependent  on  use  or  purpose. 
He  said  that  most  mechanics  would  buy 
grey  when  buying  a  sweater  coai  that  they 
have  to  use  at  work.  The  more  brilliant 
sinule  colors  and  the  doubles  are  used  by 
young  men  for  sporting  wear.  Bordered 
lines  are  particularly  popular  with  this 
class.  Warm  reds  make  a  very  attractive 
house  coat,  and  are  again  in  general 
favor.  Blues  do  not  find  the  same  ac- 
ceptance  this  season  as  heretofore. 

The  heater  and  two-tone  coats  are 
popular  with  the  man  who  wants  to  be 
distinctive.  Tt  was  thought  that  there 
might  be  a  big  run  on  the  two-tone  this 
year  for  general  wear,  but  reports  from 
dealers  negative  this  opinion  consider- 
ably. Several  men's  wear  stores  are 
showing  attractive  offerings  in  this  style, 
the    price   rnngintr    around    $5. 

The  coat  with  a  military  collar  is  bav- 
in? a  fair  sale.  The  military  tendency 
which  is  having  its  effect  on  other  art- 
icles of  men's  dress,  is  showing  in 
sweater  coats,  too. 

A  good  demand  is  reported  in  many 
places    for   the   cheaper  lines,   for    work- 


ing or  knockabout  purposes,  at  $1.50  and 
$2. 

For  Christmas,  boys'  sweaters  are 
proving  the  best  sellers,  and  a  nice  trade 
is  opening  up. 

Next  Year's  Prices  a  Gamble. 
A  peculiar  situation  arises  with  re- 
gard to  next  year's  buying,  which  is 
usually  done  in  January  and  February. 
Buyers  of  wool  at  present  would  un- 
doubtedly have  to  pay  much  more  than 
heretofore  because  of  the  large  amounts 
required  to  fill  Government  contracts 
of  woolen  garments  for  the  soldiers. 
Not  only  is  this  true  of  the  English  mar- 
ket, but  also  of  Boston.  It  is  thought, 
however,  that  there  will  be  no  more  biz 
Government  orders  for  wool  placed  after 
Christmas;  contracts  should  be  pretty 
well  filled  by  then.  Tf  that  is  the  case, 
and  buyers  know  it.  big  jobbing  firms 
are  likely  to  jump  in  and  dicker  for 
supplies,  and  the  fact  that  everybody  is 
after  wool  will,  naturally,  send  the  mar- 
kef  prices  up.  If.  on  the  other  hand. 
purchasing  firms  hold  off,  there  will  be 
more  wool  than  demand  for  it.  and 
prices  will  be  made  more  or  less  to  suit 
the  buyer's  taste.  Next  year's  prices  on 
wool  are,  frankly,  a  gamble.  Another 
two  months  must  elapse,  and  conditions 
as  to  the  English  Government 's  require- 
ments be  made  more  definitely,  and  \\  idely 
known  before  any  schedule  of  prices 
can  be  regarded  as  fixed.  Tt  is  foolish 
to  prophesy.  As  a  buyer  told  The  Re- 
view, "You  might  as  well  play  the 
horses  as   the   wool  market   just   now!" 


SULPHUR   DYE   FOR  WOOLS. 

Every  one  is  interested  just  now  in 
the  discovery  of  a  new  process  by  which 
sulphur  dve  can  be  applied  to  wool, 
silk  and  other  fabrics.  These  have  been 
used   for  cotton   dyeing  previously,  but 

it    was    found    that    they    were    injurious 
to  wool  fabrics.     It   is  believed  that  some 
element     has    been    added     which    offsets 
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the  effect  previously  felt  from  the  sul- 
phur dyes  for  fabrics,  which  have  been 
il\ed  hitherto  by  aniline  dyes,  that  the 
Germany  industry  will  receive  a  severe 
blow,  and  British  manufacturers  will  be 
rendered  practically  independent  of  that 
country.  The  experiment  has  been 
tried  on  wool,  silk,  and  hemp.  The  dis- 
coverer of  the  process  declares  that 
these  sulphur  colors  include  every  range 
except  red  and  scarlet,  and  are  quite 
fast.  It  is  claimed  that  the  process  en- 
ables the  manufacturers  to  dye  both 
cotton  and  wool  in  the  one  vat.  It  is 
intended  to  place  this  process  on  the 
market,  and  allow  it  to  be  used  on  pay- 
ment of  a  royalty,  which  will-  be  the 
same  over  the  world,  and  based  on  the 
rate  of  the  material  that  is  dved. 


U.  S.  SWEATER  COATS  UP? 
Advices  from  New  York  State  that 
there  is  likely  to  be  a  rise  in  sweater 
coat  prices  for  Fall.  1015.  While  it  is 
true  that  business  has  not  been  brisk 
this  past  season,  and  many  job  lots  have 
been  sold  at  reduced  figures,  a  large 
number  of  the  factories  are  working  on 
war  orders  for  Europe  and  will  be  kept 
busy  well  into  the  turn  of  the  year. 
With  wool  prices  so  high  and  relief 
from  the  scarcity  of  supplies  not  in 
sight  it  is  improbable  that  last  year's 
prices  will  be  duplicated. 

® 

SLIGHT  DROP  IN  COTTON  GOODS. 
New  York,  Dec.  1. — There  has  been  a 
delay  of  nearly  two  months  in  bringing 
knit  goods  supplies  before  wholesale 
houses,  due  both  to  unsettled  general 
business  conditions  and  to  the  uncer- 
tainty as  to  wool  prices.  Owing  to  the 
slump  in  cotton,  which  most  believe  now 
has  reached  it-s  lowest  point,  there  will 
be  a  drop  of  5  to  10  per  cent,  in  many 
cotton  lines.  On  the  other  hand  the 
higher  cost  of  dyes  will  offset  the  nat- 
ural decline  in  the  raw  material. 


KNITTED    GOODS 
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NEW   HOME  OF    "NIAGARA    MAID"    SILK   PRODUCTS   AT   BRANTFORD,    CANADA 

You  Can  Now  Procure 

"MADE   IN  CANADA" 

Silk  Gloves,  Underwear  and  Hosiery 

This  announcement* is  of  vital  interest  to  every  merchant   who   handles  silk  gloves,   silk   underwear  and   silk 
hosiery,  because  it  provides  a  solution  to  the  problem  as  to  where  the  supply  is  coming  from. 

Throughout  the  United   States  ^ppfcto^T^k^7"     Silk  Gloves,  Underwear  and  Hosiery  have  earned  for  them- 
selves  an    enviable   reputation    for    quality,  fit  and  long  wear.     All  these  products  are  made  by  skilled  operators 
from  absolutely  pure  silk,  and  the  gloves  are  double-tipped  and  guaranteed. 

Now — they  are  to  be  "MADE  IN  CANADA,"  and  no  expense  has  been  spared  that  would  improve  them  in 
even  the  smallest  detail.     The  finest  materials  and  painstaking  workmanship  will  maintain  the      ^^^~v^   //?  .q- 

For  years  thousands  of  magazines  containing  our  advertising  have   been  going  into   Canadian   homes,  telling 
that     •/^S^aia^7V/a^fm   means  superiority  in  style,  fit  and  wear,  and  creating  a  buying  desire. 


\ 


At  your  request  <5ur  selling  agents,  Mclntyre,  Sons  &   Company.  Ltd.,  of  Montreal,  will  show  you  samples,  and 
will  quote  prices  that  allow  you  a  generous  margin  of  profit.     Goods  can  be  delivered  after  December  15th. 

NIAGARA  SILK  COMPANY,  Limited,  Brantford,  Canada 
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Stumbled  On  to  Old  Rose  Sweaters  by  Chance 

fecial  Line  That  Gladdened    Montreal    Dealer's  Heart — Pull- 
Overs  and  Hug-me-tights — Alpine  Caps  Promise  Well. 


HKill-CLASS  stores  handling 
Indies'  sweaters  report  an  ex- 
ceptional demand  for  garments 
with  convertible  collars,  writes  the 
Montreal  correspondent  of  The  Review. 
Since  the  war  broke  out,  a  large  number 
of  American  people  have  passed  through 
Montreal  on  their  way  from  Europe, 
having  crossed  the  Atlantic  on  any  old 
steamer  that  happened  to  be  coming 
this  way.  While  in  Montreal  their  at- 
tention was  drawn  to  the  Canadian 
sweater  with  convertilVle  dollars,  and 
they  took  them  across  the  border. 

The  demand  has  been  heavy  for  white 
and  colored  body,  with  band  down  front 
of  different  color,  running  to  twenty- 
five  shades.  Tannenbanm,  Limited,  have 
experienced  an  exceptional  demand  for 
old  rose  shade.  They  ran  into  this  busi- 
ness by  accident.  A  lady  came  in  one 
day  and  asked  for  a  sweater  of  old  rose 
color.  The  manager  decided  he  would 
order  three  dozen  for  speculation.  The 
lady  wlio  first  placed  the  order  never 
returned,  but  two  dozen  were  sold  quick- 
ly. A  case  of  stumbling  on  a  fashion. 
There  is  also  a  fair  demand  for  paddy 
green  and  khaki. 

Pull-overs  Have  Fair  Call. 

Pull-over  sweaters  are  now  being'  asked 
for,  though  it  is  still  a  little  earl  v. 
Manufacturers  expect  a  great  revival  in 
the  pull-over  garment  this  Winter,  and 
expect  to  dispose  of  three  to  every  one 
they  sell  of  coat  sweaters.  Many  re- 
tailers are  carrying  pull-overs  with  white 
body  and  colored  collar  and  cuffs. 

Knitted  "hug-me-tights"  are  good 
propertv  this  Winter.  Tell  it  not  in 
Oath,  but  they  are  made  in  Germany, 
and  it  seems  that  the  Germans  never  al- 
lowed the  machines  on  which  they  are 
made  to  leave  the  country.  Consequent- 
ly they  are  inclined  to  be  a  little  scarce. 
There  is  one  manufacturer,  however. 
who  is  showing  this  line,  and  declares 
they  are  manufactured  in  the  British 
Empire.  Retailers  are  asking  $1.50  to 
$1.85,  in  while,  black  and  slate  grey. 

Alpine  Caps. 

Thick  woolen  Alpine  caps,  manufac- 
tured in  Switzerland,  worth  $2.50,  have 
had    an    exceptional   demand   all    the   year. 

During  the  Summer  they  were  purchased 
by  tourists  embarking  at  Montreal,  to  be 
worn  on  cold  nights.  During  the  Win- 
ter they  will  make  natty  caps  for  girls 
when  skating.  Some  of  them  are  worn 
with    a    tilt.     Thev   come   chieflv    in    white 


and  Ian,  and  have  two  pom-poms  on  the 
side,  the  same  color  as  the  cap,  centred 
with    paddy    ureen. 


TOO  CROWDED? 
'TplIE  question  comes  up  regularly  at 
■*■  this  time,  can  a  store  be  too  crowd- 
ed'?  Some  merchants  hold  that  this  ex- 
treme can  hardly  be  reached :  that  so 
long  as  people  can  thread  their  way 
through  that,  they  like  the  crowded 
quarters,  while  they  themselves  gain  in 
the  extra  facilities  for  display.  Care 
must  be  taken,  however,  not  to  secure 
this  at  the  risk  of  making  shopping  un- 
comfortable. Far  better  to  remove  some 
of  these  tables,  if  they  are  much  in  the 
way,  and  get  room  for  your  Christmas 
goods  by  squeezing  back  some  of  the 
stock  in  departments  that  are  compara- 
tively neglected  at  this  time  of  year,  and 
using  the  vantage  points  for  your  good 
selling  gift  stocks. 


A  LOYALTY  CAMPAIGN. 

Loyalty  campaigns  are  being  conduct- 
ed in  various  towns  and  cities  through- 
out the  country,  and,  in  view  of  the  char- 
acter of  the  times,  with  a  good  deal  of 
success.  In  Vulcan,  Alta.,  the  mer- 
chants and  business  men  co-operated 
with  the  newspaper  of  the  town  to  con- 
duct a  campaign  along  the  loyalty  lines, 
culminating  during  the  week  commenc- 
ing Wednesday,  November  25.  The  news- 
paper there  printed  cards  bearing  the 
loyalty  cut,  as  shown  recently  in  Dry 
Goods  Review,  and  some  pithy  matter 
calling  attention  to  the  campaign.  This 
card  was  sent  out  by  the  paper  to  all  the 
people  of  the  district,  and  read  as  fol- 
lows: 

NEITHER  EMPIRE  NOR  VIL- 
LAGE 
Can  exist  without  loyalty.  Are  you 
loyal  to  your  district,  your  home? 
Von  are  invited  to  visit  Vuhan  dur- 
ing the  week  commencing  Wednes- 
day, November  25th,  and  we  will 
show  you  how  possible  it  is  to  be 
a  satisfied  trader  in  your  own  com- 
munity. 

We  shall  be  glad  to  see  you. 
THE    MERCHANTS    AND    BUSI- 
NESS MEN 
Vulcan. 

$ 

SOURCES    OF    MONKEY    FUR. 

Monkey    fur  i^  the   fur  id'  the  moment 

both   in   millinery   and  as  a   trimming   for 

dancing   and    dressy    gowns,    therefore    a 

description    of    the    different     kinds    and 

their  places  of  origin  will  be  of  interest. 
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The  best  know  variety,  the  variety  that 
is  most  widely  used  at  the  present  time, 
comes  from  the  west  coast  of  Africa, 
and  is  the  fur  of  the  monkey  known  as 
the  white  thighed  Colobus.  The  fur  of 
the  body  is  black  and  silky,  and  often 
reaches  the  length  of  four  inches. 

Another  valuable  fur  also  comes  from 
West  Africa.  This  is  the  fur  of  the  Di- 
ana monkey.  The  skin  is  about  Is  in. 
long,  and  the  back  is  a  rich  brown,  the 
sides  mottled  grey  and  black,  the  chest 
and  cheeks  white  and  the  belly  white 
and  yellow.  A  species  yielding  a  beau- 
tiful fur  comes  from  Abyssinia.  This 
monkey  measure-*  two  and  a  half  feet 
am'  has  black  hair  on  the  back,  and  white 
silky  hair  on  the  sides.  Another  variety 
has  still  thicker  and  finer  coat,  and  is 
said  to  come  from  the  higher  altitudes  of 
the   East   Central   mountains. 

From  the  Himalayas  comes  the  blue 
monkey  or  entellns.  the  valuable  fur 
of  which  is  very  thick  and  of  a  greyish- 
blue    color. 

Among  the  least  valuable  monkey  furs 
is  the  pelt  of  the  "Mona"  from  West 
Africa.  Tt  measures  about  IS  inches 
and  has  a  reddish-brown  back  and  i- 
white  underneath.  The  Campbell  monkey 
is  about  the  same  size  as  the  last  men- 
tioned and  is  dark  brown  about  the 
shoulders  shading  into  dark  blue  lower 
down. 


PAID  15  GUINEAS  FOR  LOSING. 

An  interesting  decision  with  regard 
to  the  liability  for  the  safety  of  articles 
lost  in  a  store  was  rendered  in  an  Eng- 
lish court  recently.  A  customer  wear- 
ing a  brooch  valued  at  20  guineas,  had 
taken  it  off  with  her  coat,  and  left  it  on 
a  glass  case.  She  then  went  to  another 
department  and  forgot  about  it.  and  fin- 
ally left  the  shop  without  going  back  for 
it.  On  thf  following  Monday,  this  be- 
in-  a  Saturday,  she  called  for  it  at  the 
store,  and  was  told  by  a  shop  walker  in 
the  department  that  the  brooch  had 
been  found  and  brought  to  him.  but  it 
did  not  look  to  be  of  much  value  and  he 
had  thrown  it  on  his  desk.  Now,  when 
he  went  to  look  for  it  it  could  not  be 
found.  An  offer  for  £10  from  the  firm 
was  refused,  and  the  judge  awarded  the 
plaintiff  1.")   guineas. 


NEW    EMBROIDERY    CLOTH. 

Resides  the  sheer  organdies.  Swisses 
and  voile  there  is  a  new  embroidery 
cloth  on  the  market  known  as  "batiste 
laineux."  It  is  a  very  line  cotton  cloth 
and    has    the    feel    and    finish    of   linen. 
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The  Snowman 
is  Coming! 

This  means  big  business  in  Penmans 
Sweater  Coats  during  the  coming 
months. 

There's  no  doubt  about  that  for  the 
merchant  who  features  Penmans 
Sweater  Coats.  We  say  Penmans 
because  the  name  carries  a  definite 
assurance  of  cosy  comfort,  fit  and  style  to  a 
multitude  of  men,  women  and  children  all 
over  Canada.  This  year  our  Sweater  Adver- 
tising is  more  thorough  and  sales-creating 
than  ever  before.     The  inference  is  plain. 


Sweater  Coats 

are  something  vastly  more  than  ordinary  sweaters.  They 
are  made  of  the  best  selected  Merino  wool — the  shape 
and  style,  for  which  they  are  famed,  are  knit  into  these 
classy  garments  the  Penman  way  to  stay. 

N.B. — Stocking  Penmans  Sweaters  means  more  than  the  cer- 
tainty of  sweater  sales.  Folks  who  visit  your  store  for  a 
Penman  garment  are  on  the  lookout  for  the  best  their  money 
will  buy.  j        i  4lJ 

ALL  PENMAN   PRODUCTS  ARE   MADE   IN  CANADA 

Penmans  Limited,  Paris,  Canada 
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Stra  iobai 

By 

HumpKreys 

TEN 


NUMBER 

Snug  Soft  Collar 

{that  never  sags) 

A  bad  collar  on  a  good 
shirt  lowers  its  value 
materially  and  curtails 
the  repeat  business. 

Humphreys  under- 
wear shirts  have  per- 
fect-fitting collars  — 
soft,  snug-fitting  col- 
lars that  give  the 
wearer  real  comfort. 
The  collar  does  not  sag 
or  irritate  the  neck.  It 
is  just  <»ne  of  the  many 
Hump  hrey  features, 
which  create  a  healthy,  profitable 
business. 

Sort   your   stock   now   and   place 
your  order  for  your   1915  stock. 


E 


jir.wi.ir/ynr 


I 


-the-Made-in-  Canada 
men  V  wool  underwear 

Send  for  sample  suit.    Look  it  over. 
E.  H.   Walsh  &  Co.,  Toronto 

Selling   Agents    for   Canada 

Humphreys   Unshrinkable 
Underwear,  Limited 

Moncton,   N.B. 


#ma£  anti  Jteto 
gear  (Greeting 

FOR  1914-1915 

Under  conditions  new  to  us  all 
we  celebrate  a  Festival  of 
Peace  amid  the  Tumult  of 
War. 

TO  DO  OUR  DUTY 

at  home  or  in  the  firing  line  is 
of  equal  importance. 

AS  A  LOYAL   BRITISH   COMPANY 

we  have  contributed  about  50 
men  from  our  Staff  to  the 
forces  of 

HIS  MAJESTY  KING  GEORGE  V. 

The  rest  of  us  in  Canada, 
Australia,  New  Zealand, 
South  Africa  and  England 
are  on  duty  distributing 

PURE  WOOL  GOODS 

for  the  Comfort  and  Health  of 
His  Majesty's  Subjects  in  the 

BRITISH    EMPIRE. 

We  extend  Hearty  Good 
Wishes  to  our  Agents  and 
Friends  in  the  Dominion  and 
rely  on  their  loyal  support  in 
the  Coming  Year. 


DR 


TS 


'sax/taw  woaLzvsrsrm 

cauHurjx 


243  Bleury  Street 


MONTREAL 
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Business  as  Usual? 


Those  who  are  combatting  the  tendency  to  business 
depression  by  additional  vigour  in  their  sales  methods 
are  really  finding  business  as  usual — even  better  than 
usual. 

For  instance,  when  cheap  hosiery  is  demanded,  it  is 
simple  to  show  that  the  wearing  qualities  of  better- 
class  hosiery  more  than  makes  up  for  the  little  addi- 
tional cost.  Then,  too,  use  strongly  the  argument  that 
hosiery  made  in  Canada  is  supporting  Canada  and  the 
Empire  at  this  critical  time.  It  becomes  a  prime  duty  to 

Support 

"  Made-in-Canada" 

Hosiery 

The  best  known  lines  are  made  in  Canada — "Little 
Darling,"  "Little  Daisy,"  Three  Eighties,  Buster 
Brown,  Buster  Brown's  Sister,  Princess,  Rock  Rib, 
Pedestrian,  Marathon  and  Silkoline. 

Push  these  lines.  Show  them  in  your  window.  Even 
the  customers  who  have  come  in  for  other  things  than 
hosiery,  may  need  hosiery  if  they  are  reminded  by  you. 

If  you  want  business  these  days,  go  after  it  hard. 

Order  through  your  Wholesaler 

ttye  Cfnpman=JMtcm  knitting  Co.,  Himtteb 

Uargeat  poster?  jflanufacturer*  tn  Canaba 

Hamilton  -  Ontario 

MILLS  AT  HAMILTON  AND  WELLAND,  ONTARIO 


Sole  Selling  Agents: 
E.  H.  WALSH  &  CO.,  Toronto 

EVERY    PAIR     OF 


Branch  Offices : 
MONTREAL  AND    WINNIPEG 


BY  THIS       <Z^"'i///s 


HOSE  PROTECTED 
TRADE-MARK 


Dry  Goods  Ilcview 
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have  the  full  approval  of  the  Canadian  Underwear  trade.  Don't  decide  on 
your  Fall,  1914,  stock  until  you  have  considered  well  these  three  popular 
brands  of  ladies',  misses'  and  children's  underwear. 


MANUFACTURED  ONLY  BY 


S.  Lennard  &  Sons,  Dundas,  Ont. 


Sole  Selling  Agents 


RICHARD  L.  BAKER  CO.,   100  Wellington  St.  West,  Toronto,  Ont. 


» 


THE  HALL-MARK  OF  Repiitered  No.  282.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE 
SISTING    PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Pertect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the   Leading 
Wholesale  Dry  Goods  Houses 


H  A  condensed  advertisement 
in  the  DRY  GOODS  REVIEW 
will  bring  good  results. 
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The  Issue  they  are 
waiting  for 

The  Annual  Spring  Number  of  Can- 
ada's necessary  dry  goods  paper  will  go 
to  the  trade  the  first  week  in  January. 

Plan  now  to  have  a  dominating  an- 
nouncement in  that  issue.  It  will  be 
worth  while.  We  are  planning  our  part 
now,  i.e.,  to  make  this  the  finest  and  most 
useful  issue  the  trade  has  every  received. 

Early  forms  close  December  20th.  Last 
forms  close  December  30th. 
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Good  Christmas  Season  Expected  in  Neckwear 

No  Special  Style  Favored,  Both  the  Frilly  and  Tailored  Types 
Selling-  —  Military  Styles  Very  Strong  —  Good  Prospects  for 
Spring. 


NECKWEAR  has  been  a  wonder- 
fully good  line  right  through  the 
Fall  season,  and  the  manufac- 
turers have  been  running  for  many 
weeks  right  up  to  their  full  capacity. 
From  now  on  to  the  end  of  the  year  is 
always  the  best  selling  period  of  the 
year  for  neckwear,  and  with  a  line  that 
is  full  of  novelties  and  high  in  selling 
favor  every  indication  points  to  a  record 
sale.  People  are  buying  useful  presents 
this  year,  and  there  is  no  question  ahout 
neckwear  being  included  in  this  cata- 
gory.  Therefore  the  buyer  who  is  hold- 
ing back  orders  until  the  last  minute 
stands  an  excellent  chance  of  being 
short  of  stock  when  the  holiday  rush 
is  on. 

For  the  time  being  the  stiff,  starched 
sets  are  being  pushed  into  the  back- 
ground for  outdoor  wear,  now  that  wo- 
men are  taking  to  their  furs.  There  is 
little  or  no  question  that  a  revival  is 
due  when  furs  are  cast  off  in  the  Spring. 
Revivals  seldom  come  in  women's  dress 
in  exactly  the  old  form  and  with  the 
Spring  sunshine  something  new  and 
striking  in  stiff  collars  and  sets  may  be 
expected.  Meanwhile  the  high  favor 
fashion  is  setting  on  sets  is  not  to  be 
disregarded  and  collar  and  collar  sets  to 
wear  with  the  indoor  gown  are  on  the 
market.  The  collar  is  Medici  in  form 
and  (inishes  with  a  flat  collar  that  lies 
on  the  dress  and  comes  down  in  front  to 
the  girdle  civing  a  vest  effect  that  is 
very  attractive.  Velvet,  fancy  silks  and 
gold  and  silver  braids  are  used  in  de- 
veloping these  sets  and  many  of  them 
have  the  high  collar  and  the  cuffs  edged 
with  fur.  Ermine  or  white  coney  is  most 
used   for  this  purpose. 

There  is  a  welcome  variety  in  neckwear 

this   season    and    what    is  better    still,   y<  >i 
cannot     pick    out     any     one    class    as    the 
first    favorite,    for    all    are    selling.     Of 
course,  a!   this  lime  of  the  yea-'  the  "fri 
volons"  and   the  "frilly"  is  first    in   the 
lime  light,  but    the  tailored  and   the  plain 
er    styles    are    also    steady    sellers.      Ma 
lines    are    selling    in    all    sorts    of    forms, 


I  loin  the  pleated  how  centered  with  a 
bow  of  ribbon  or  a  tiny  cluster  of  made 
(lowers,  to  the  elaborate  confections 
showing  full  close  ruches  and  pleatings 
of  velvet.  Military  bands  have  loops  of 
Marines  at  the  back  and  side  trimmings 
of  jet  or  gilt  buttons. 

Military  styles  lead  and  anything  in 
the  stock  idea  or  one  that  is  high,  tight 
and  close  is  called  "militaire. "  One 
of  the  newest  types  is  a  close  fitting 
band  of  net  with  turnover  of  net  lace 
fastening  with  tiny  black  button-  down 


MILITARY  YESTEE. 
Type  nf  military  vestee  with  cuff  sot  ol 
French  pique.  Also  comes  in  silk  popliu  <tn<l 
flue  English  vesting,  trimmed  with  either 
tpit,  black  or  pearl  buttons.  Shown  by  Wil- 
liams,  Greene  &    Koine  Co.,   Limited. 


the  front.  This  kind  of  collar  is  a  better 
seller  in  ecru  and  string  color  than  white. 
Oriental  and  net  laces  are  very  much 
used  for  neckwear,  combining  the  roll 
colar  with   fichu   effects  or  revers. 

Rufflings  and  Pleatings. 
RufflingS  and  pleatings  come  in  a  wide 
variety  of  styles.  Vast  quantities  of 
rufflings  by  the  yard  aie  selling,  side 
pleating  sells  best,  but  the  fluted  ruf- 
fling i-  tic  newest  and  smartest.  Neck- 
wear is  button  trimmed;  this  is  due  to 
the  growing  Strength  of  military  fash 
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ions  and  steel,  ui!t  and  jet  are  the  but- 
tons used.  Flower  garnitures  are  strong 
with  a  flower  either  on  the  stock  or 
perched   on   some  revere  or  lapel. 

Finished  With  Black  Velvet. 

Flare  and  turnover  collars  of  em- 
broidered organdie  come  finished  with 
a  black  velvet  string  tie  and  just  at  the 
side  of  the  neck  on  the  velvet  tie  is 
placed  a  tiny  rose  or  some  other  flower. 
The  edges  of  the  embroidery  are  an  im- 
portant feature.  They  are  cut  into  bat- 
tlements, and  in  the  case  of  the  flared 
collars   into   deep   scallops. 

Pleated  effects  are  still  strong,  par- 
ticularly in  neckwear,  to  sell  at  pop- 
ular prices. 

Vestees  and  guimpes  are  selling  and 
the  majority  are  finished  with  the  high 
stock  and  a  pleating  that  cither  turns 
'  ver  oi-  stands  out.  Of  course  the  pleat- 
ed back  and  wing  front  collar  and  other 
forms  giving  the  V  effect  in  front  are 
still    big   sellers. 

Organdie  and  lawn  guimpes  and  ves- 
tees sdl  better  than  net.  Vestees  made 
of  white  or  black  satin,  and  of  white 
cord  silk,  and  some  of  the  newest  col- 
lars are  made  of  white  satin  perfectly 
plain  and  untrimmed  save  for  the  band 
of  black  velvet  finishing  with  a  flat  bow 
of  the   same   in   front. 

@ 


Filets  the  Novelty 

Hexagons  and  Hair  Meshes  Are 
the  Best  Sellers  —  Extreme 
Models  With  Fur  at  Lower  End 


OPEN  weather  during  the  late 
Fall  means  a  long  season  for 
veilings,  and  up-to-date  veilings 
arc  doing  quite  well  both  in  high  priced 
novelties  and  in  popular  priced  piece 
goods.  The  vogue  of  the  all-black  hat 
is  responsible  for  the  great  Dumber  of 
black  veils  selling.  The  better  trade  is 
showing  a  tendency  to  take  very  dark 
( Continued  on  page  76.) 
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Corsage  Jf  lotoers  for  Christmas 


(MADE  IN  CANADA) 


(Cut  shows  one-third  actual  size) 


INDIVIDUAL  BOXES 


PROMPT  DELIVERY 
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The  LACE  GOODS  CO.,  Limited 

HANDKERCHIEFS        HANDKERCHIEFS 

for  Christmas  Selling 


If  you  are  short  any  lines  send  us  an  open  order  naming  your  requirements.  We 
will  give  it  careful,  personal  attention — and  send  on  approval.  We  have  stock  of: 

Plain  Lawns — Ladies ' 22%c  to  40c 

Plain  Lawns — Men's 42%C  to  90c 

Plain  Linens,  H.S.,  Ladies'  42V2c  to  $2.45 

Plain  Linens,  H.S.,  Men's $1.10  to  $4.50 

Fancy  Embroidery  Corners 35c — 57V2c — 97V2c — $1.25  and  up 

With  Lace  Edges $1.00— $1.25— $1.85— up  to  $12.00 

Ladies'  and  Gents'  Initial  Handkerchiefs — Children's  Colored  Border  Handkerchiefs. 
"Silkana"  and  Excelda  Handkerchiefs — and  some  odd  clearing  lots. 


Phone 
Ade.  2S34 


The  Lace  Goods  Co.,  Limited 


64  WELLINGTON  ST.  W. 


TORONTO 


Empire  Bldg. 
4th  Floor 


"MADE  IN  CANADA" 

We  do  not  depend  alto- 
gether upon  the  patriotism 
of  our  customers,  but  in 
keeping  with  a  reputation 
which  we  think  deserv- 
edly won,  we  always  give 

"Honest  Goods  at  Honest  Prices" 

Wm    ■   BRAIDS  FRINGES 

CORDS  TASSELS^- 

BUTTONS       ORNAMENTS 
For  Dress.Cloak  and  Fur  Trimming 

THE  MOULTON  MFG.  CO. 

LIMITED 

MONTREAL 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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Clear  Your  Ribbon  Stock  During  Xmas  Selling 

Made-up  Articles  Should  be  Show])  to  Help  Sales  and  Arrange- 
ments Made  to  Take  Orders  From  These  Articles. 


THIS  is  the  season  of  the  year  that 
presents  the  greatest  opportun- 
ity for  clearing  up  of  the  ribbon 
stock.  Not  only  can  the  general  stock 
be  greatly  reduced  by  attending  care- 
fully to  the  displaying  of  novelty  rib- 
bons in  show  cases  and  on  the  counter, 
but  a  big  clearance  at  remunerative 
prices  can  be  effected  by  showing  along 
with  the  appropriate  ribbons,  made-up 
articles.  There  are  always  new  articles 
made  of  ribbon,  or  elaborately  trimmed 
with  ribbon;  not  only  should  they  be 
made  for  taking  orders  from  these  ar- 
ticles for  customers  who  lack  either  the 
time  or  the  inclination  to  do  the  work 
themselves. 

This  should  not  be  hard  to  do  if  the 
store  has  either  a  millinery  workroom 
or  dressmaking  department  attached. 
This  is  between  seasons  with  both  these 
sections  and  they  should  be  glad  to  do 
the  work  as  it  will  help  to  keep  the 
staff  together.  The  fancy  ribbons  this 
season  are  very  handsome  and  are  par- 
ticularly adapted  for  making  into  tin- 
thousand  and  one  articles  that  are  de- 
veloped in  ribbon.  Bags  come  in  big 
variety  and  for  many  purposes.  Sachet 
pads  covered  with  plain  satin  ribbon  in 
pastel  shades  or"  dainty  flowered  rib- 
•  bons,  tied  up  in  half  dozens  with  a  nar- 
row satin  ribbon  and  packed  in  a  dainty 
fancy  box  make  an  ideal  Christmas  gift. 
Then  there  are  double  pads,  and  sachet 
pouches  and   bags  of   various  sizes  and 

shapes. 

Take  Orders. 

The  ribbon  department  can  share  in 
the  prosperity  of  the  neckwear  depart- 
ment by  showing  an  asortment  of  bows, 
string  lies,  ribbon  flowers  as  well  as 
larger  pieces.  Among  the  novelties  are 
neck  ruffs,  made  of  Roman  striped  and 
fancy  striped  ribbon.  The  ribbon  is 
pleated  into  a  band  of  velvet  high  at 
the  back  and  graduating  down  to  no- 
thing at   the  side  of  the  throat, 

The  velvet  passes,  round  the  throat 
and  finishes  with  loops,  and  ends  under 
a  ribbon  rose.  Sets,  including  collar 
and  cuffs,  made  of  striped  or  figured  rib- 
bon cut  in  popular  shapes  are  good  and 
,!„.,,.  is  quite  a  sale  for  handsome 
v-estees  made  of  ribbons. 

0ne  feature  thai  should  be  strongly 
brought  oul  is  that  ribbon  novelties  of 
(his    class    can    be    had    either    to    mate], 

Hi, uu  or  to  give  the  necessary  color 

touch  to  complete  the  costume. 

A.mong  the  delightful  bag  novelties 
aeen  wa  one  made  of  five  -mailer  bags 
t,,un  together  in  a  ring  and  mounted 
,,„  ;,  pound  of  card  board  covered  with 


should  be  piled  on  the  counter  or  on  a 
table.  A  large  ticket  should  be  sus- 
pended above  announcing  remnant  half- 
price.  This  forms  a  good,  not  other- 
wise advertised  feature. 

Baby  Ribbon. 
The  Christinas  week  always  brings  out 
a  big  selling  of  baby  ribbon  in  Christ- 
mas red  or  green,  and  also  in  pink,  blue, 
and  yellow.  This  ribbon  is  used  for 
parceling  up  presents.  Ribbon  printed 
in  holly,  Christmas  bells,  Santa  Claus 
and  kindred  patterns  also  sell  for  this 
purpose. 

-@ 


New    patterns   in   net   top  laces.     Shown    by 
V.iss    &     Stuffnnin. 


the  ribbon.  This  round  forms  the  base 
and  is  padded  and  Conns  a  satchel  pad. 
Each  little  bag  draws  up  with  a  ribbon 
draw-string  and  the  whole  forms  a  use 
fid  abiding  place  for  any  number  of 
small  articles,  or  would  do  duty  as  a 
work  bag. 

Cut  Down  the  Price. 

Slow     selling     colors     or     ribbons     that 
for    some    reason    have    remained    on    the 

shelves  should  be  placed  on  the  counter 
and  priced  so  thai  thej  sell.  Women 
are   seeking  ribbons  of  all   descriptions 

for  I'ancv  work  and  other  purposes,  and 
odd  colors  and  combinations  are  no 
drawback.  It  is  a  good  plan  to  hold  a 
ribbon  remnant  sale  early  in  December. 
The  remnants  should  be  ticketed  and  the 
length  and  price  plainly  marked  and 
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Shadows  are  Best 

Filet  Lace   is   Coming   to  the 

Fore — The   Laces   Selling  Are 

Still    all    on    the    Light  and 
Dainty    Order. 

OX  THIS  market  up-to-date  shad- 
ow laces  have  been  the  best 
sellers,  and  net  tops  and  Orien- 
tals, have  so  far  proved  somewhat  of  a 
failure.  There  has  been  no  shortage 
of  desirable  laces  nor  does  there  seem 
to  be  any  possibility  of  the  same.  The 
fashion  tendencies  in  laces  are  un- 
changed and  everything  that  is  light 
and  lacy  is  in   fashion. 

Eighteen  and  twenty-seven  inch 
Bouncings  are  the  widths  selling  and 
these  Bounces  are  used  for  dancing, 
evening  and  reception  gowns  in  com- 
bination with  nets. 

This  has  been  a  very  big  season  for 
nets  so  far.  Brussels  and  tosca  nets  are 
selling  well  and  so  are  silk,  and  the 
artificial  silk  in  gold,  silver,  and  flesh 
colors. 

A  revival  in  interest  in  Valenciennes 
laces  is  talked  of.  Valenciennes  has 
only  been  used  in  a  staple  way  for  the 
pas!  two  or  three  years.  It  is  now  com- 
ing into  better  demand  and  mainly  be- 
muse the  fabrics  which  have  in  the 
past  been  associated  with  Valenciennes 
are  again  coming  into  favor  buyers  are 
looking  for  a  return  of  this  lace  to 
favor.  Calais  manufacturers  are  taking 
spring  orders  but.  it  is  to  Nottingham  at 
present   that   the  trade  is  looking  . 

Should  flounces  arrive  with  Spring 
fashions  it  would  greatly  improve  the 
position  of  laces.  There  is  a  strong  in- 
clination that  points  this  way.  Some 
of  the  models  prepared  for  Palm  Reach 
wear  are  Bounced  up  Che  skirt,  others 
show  the  long  tunic  in  new  forms  with 
a  flounced  skirt  under  it.  These  flounces 
,  ome  in  shadow .  fllel  and  in  the  ne 
laces. 
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Dry  Goods  Review 


A  BEAUTIFUL  LARGE   RANGE 

Of  Christmas  Ribbons 

Buy  "Made-in-Canada"  Goods 

DIRECT  FROM  THE  MAKERS 

Saving    Commissions    and    Middle    Men's    Profits 


RIBBONS 

very 
fashionable, 

you 
need  them. 

We     are     the 
only   manu- 
facturers of 
Ribbons  in 
Canada". 

Fancy 

Dresden 

Ribbons  much 

in  demand. 

Soft  Satins  in 
all  new  colors 
for  Fall  season. 


We  can  supply 

you 
at  once. 

Black    Moires 
in  all  widths. 


Black  cire  or 

stove-pipe 

finish. 


Taffeta,  black 
and  colored. 

The  largest 

range  of 

qualities  and 

prices  in  the 

trade. 


Ribbon  Girdles,  the  newest  fashion  out.    We  are  showing  a  good  range, 
Plain  and  Fancy,  all  made  up  ready  for  quick  sales. 

Wait  and  see  our  values. 

If  our  traveler  is  not  around  when  you  require  ribbons, 

write  us  for  samples  and  prices. 

BELDING  PAUL  CORTICELLI  Limited 


Montreal 


Toronto 


Winnipeg 


Vancouver 
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Separate  Department  for  Grown-up's  Xmas  Gifts 

Henry  Morgan  and  Co.,  Montreal,  Have  a  Department  for  Adults 
as  Well  as  Children — Intended  to  Assist  People  in  Choosing  Gifts. 


By  a   Staff  Corespondent 


THERE  are  two  distinct  demands 
tor  Christmas  gifts,  and  each,  if 
possible,  should  be  handled  differ- 
ently. There  is  the  child  who  comes  in 
with  mamma,  screaming  with  delight  at 
every  little  toy  that  tickles  his  or  her 
fancy,  as  there  is  the  .grownup,  who 
wishes  to  purchase  as  quietly  as  possible, 
in  a  place  where  some  judgment  can  be 
exercised.  These  two  departments 
should  be  separte.  Henry  Morgan  & 
Co.,  Ltd.,  Montreal,  have  devoted  their 
third  floor  to  grown-ups,  and  their  fifth 
floor  to  children. 

Departments  for  children's  Christinas 
gifts  are  common  enough,  but  there  is 
something  new  about  a  department  for 
older  and  more  expensive  gifts,  which 
demands  attention.  There  are  good  rea- 
sons for  its  establishment.  Take  a 
young  man  who  enters  a  store  on  Christ- 
mas eve  intent  on  purchasing  something 
nice  for  his  sweetheart.  If  the  store  is 
a  large  one,  he  is  flustered  by  the  large 
number  of  people  rushing  around,  with 
never  a  clerk  disengaged  to  make  a  sug- 
gestion. He  may  buy  something,  some- 
thing that  is  not  appropriate,  and  get 
out  of  the  store,  having  purchased  about 
half  the  amount  he  would  have  done  had 
there  been  a  department  for  grown-ups' 
Christmas  gifts  on  a  separate  floor. 

Morgan's  have  realized  this.  They 
have  a  name  in  Montreal  for  diginity. 
which  is  realized  immediately  one  enters 
this  section.  Furniture  is  a  line  which 
is  not  selling  too  well  this  year,  and  this 
department  was  the  one  chosen  to  take 
care  of  Christmas  gifts.  By  a  process 
of  squeezing,  room  was  made  on  floor 
3.  Every  department  was  invited  to 
send  suitable  gifts.  For  instance,  the 
shoo  departments  sent  felt  slippers, 
evening  slippers,  carriage  boots,  baby's 
boots,  and  slipper  buckles,  the  last  being 
0    very    popular  line   at    Christmas. 

Section  for  Men's  Gifts. 

The  new  department  was  divided  up 
into  sections  according  to  price  and 
nature  of  gifts.  For  example,  one  corn- 
er was  devoted  to  suitable  gifts  for 
gentlemen,  prices  ranging  from  fifty 
cents  to  five  dollars.  Here  one  could 
find  a  collection  of  gifts  covering  a  very 
wide  assortment.  the  price  suited  to 
small  purses.  Tf  includes  neck  ties,  and 
several  representative  articles  from  the 
men's  furnishing  department,  smoking 
sets,  jewelry,  valises,  paddles  for  canoes. 


robes,  etc.  A  male  clerk  is  in  charge,  as- 
sisted by  ladies.  Thus,  a  lady  wishing 
to  avail  herself  of  the  saleswoman's  taste 
can  do  so;  or,  if  she  wishes  to  buy  from 
the  viewpoint  of  a  man,  he  is  there  bo 
give  her  assistance.  Employees  are  in- 
structed not  to  push  sales,  but  to  render 
all  assistance  in  their  power  to  make 
choosing  easy. 

Across  the  aisle  is  another  collection 
of  men's  gifts,  ranging  in  price  from 
live  dollars  to  one  hundred  dollars  and 
over.  Here  are  displayed  suitable  gifts 
such  as  trunks,  silk  hats,  dressing- 
gowns,  rifles,  traveling  cases,  sporting- 
goods,  Tuxedos,  scarfs,  smokers'  sets, 
gloves,  liquor  sets,  telescopes,  skis,  bil- 
liard tables,  motor  boats,  punching 
bags,  tents,  sets  for  automobilists  con- 
taining all  utensils  required  for  the 
table,  etc. 

Lines  for  Women. 
Farther  down  the  aisle  is  a  women's 
section,  with  gifts  costing  from  50e  to 
$5.  Such  lines  as  the  following  are 
shown  : — Handkerchiefs,  gloves,  clocks, 
fancy  collars,  jewel  cases,  work  baskets, 
fancy  baskets.  slippers.  nightgowns, 
shoes,  perfume  bottles,  scarfs,  writing 
sets,  jackets,  fancy  petticoats,  blouses, 
dressing  gowns,  kimonas,  silk  stockings, 
house  bonnets,  fancy  bags,  gaiters. 

For  More  Expensive  Gifts. 
There    is    another    ladies'    department 
cor  more  expensive  gifts,  such  as  fancy- 
cushions,    fancy      umbrellas,      vases,   cut 
adass,    toilet    articles,   electric    lamps   for 


Gifts 

for  Women 

$5.00  to  $50.00 


Type  .>f  eard  Bel   above  ••.eh  department 
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bureau,  opera  glasses,  fancy  shawls, 
barometers,  jewel  cases,  chafing  dishes, 
coffee  percolators,  handkerchief  and 
glove  boxes,  writing  sets,  work  tables 
and  baskets,  cushion  tops,  table  pieces, 
brass  jardinieres,  and  furniture  for 
various   rooms. 

Gifts  for  Soldiers. 
A  rather  novel  table  contains  gifts  for 
soldiers.  Customers  are  able  to  order 
gifts  for  the  troops,  and  have  them  de- 
livered free  of  charge  at  Salisbury 
Plain  or  at  the  Front.  Such  articles  are 
displayed  here  as  woollen  scarfs  and 
socks.  Balaclava  caps,  money  belts,  pipes, 
woollen  body  belts,  gloves,  portable 
writing  sets,  match  boxes,  swagger 
canes,  sweater  coats,  lockets  for  wives' 
pictures,  safety  razors,  fountain  pens, 
bandana  handkerchiefs,  automatic  cigar 
lighter,  pouches,  bags,  containing  all  ar- 
ticles for  repairing  purposes,  such  as 
thread,  tapes,  patent  buttons,  darning 
needles,  wools,  scissors,  safety  pins.  etc. 

Household  Gifts. 

Xext  there  is  a  household  department 
with  uifts  suitable  for  husband  to  wife, 
to  be  used  in  the  house.  These  are  main- 
ly in  the  form  of  electrical  devices. 

Then  there  is  an  Indian  department, 
carrying  nothing  but  curiosities  made  bv 
the  Indians,  varying  in  price  from  10c 
to  $10.  including  cushion  tops,  moccas- 
ins in  great  assortment,  fancy  boxes 
made  from  porcupine  quills,  baskets 
from  sweet  grass,  snow  shoes.  Tndian 
scarfs,  and  no  end  of  novelties. 

The  employees  speak  both  languages. 
The  tables  for  display  run  parallel 
along  the  room,  the  first  tier  beiiiir  about 
three  feet  high,  and  the  second  tier 
about  five  feet.  The  first  measures  4 
feel  wide,  and  the  second  IS  inches. 
They  are  covered  with  green  felt.  In 
each  section  there  is  a  tasteful  card 
naming  the  department,  and  stating  the 
range  of  prices  covered.  In  case  a  per- 
son asks  for  an  article  not  carried 
among  the  Christmas  goods.  she  is 
directed  to  the  department  where  this 
article  is  carried. 

-®- 

JET  TRIMMINGS  SCARCE. 
Jet  trimmings  are  particularly  pood, 
and  it  is  here  where  the  shortage  pro 
niises  to  come  tirst.  and  these  goods  will 
he  both  scarce  and  high  priced  in  the 
near  future. 
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After  the  War* 

SOME  twenty  years  ago  two  young  men  started  out  from  Toronto  for  the  City  of  Winnipeg  to  establish  a 
business.  They  had  little  money,  but  plenty  of  experience  and  determination.  They  started,  and  by  prac- 
tically living  on  their  machines,  they  managed  to  exist  for  a  couple  of  years.  One  morning  they  wakened  to 
find  themselves  flooded  with  orders,  and  the  business  was  given  an  unexpected  and  lasting  stimulus.  The  cause  of 
this  sudden  change  was  the  burning  down  of  the  plant  of  the  large  corporation  in  Toronto  who  controlled  and 
dominated  their  particular  line,  so  the  West  found  them  the  only  workshop  it  could  use,  and  from  that  impetus 
they  exist  and  flourish  to-day.  From  this  homely  and  nearby  experience  we  may  glean,  or  even  attempt  to  pro- 
phesy what  will  happen  in  the  world  of  commerce  when  the  swords  now  flashing  in  Europe  and  Asia  shall  be 
sheathed,  and  the  trade  winds  blow  once  more.  To  the  south  of  us  is  the  only  fully  manned  workshop  in  the 
world,  with  inherent  resources  greater  than  any  of  the  waning  nations.  The  shrewd  Yankee,  from  w^hose  clear 
brain  sprang  so  much  that  is  potential  in  the  world  of  trade,  is  fully  alive  to  the  situation  and  is  prepared  to 
dominate  it.  Already  his  factories  are  beginning  to  hum  with  orders  from  all  of  the  warring  tribes.  He  sees  a 
chance  to  gain  a  favorable  balance  of  trade,  to  do  such  an  export  business  that  soon  he  shall  be  able  to  buy  back 
all    the    American    securities    held    in    Europe,    and    instead   of  being  a   borrowing  nation    become  a  lending  one. 

I  know  this  a  gigantic  task,  but  the  times  are  ripe  for  it.  Europe  is  going  back :  America  is  going  forward. 
In  iron  and  steel  the  American  production  is  equal  to  that  of  Germany  and  Great  Britain  combined,  and  the 
growth  continues.  Now  America  is  getting  the  huge  export  business  which  Germany  and  Belgium  had  in  their 
lives,  and  being  paid  domestic  prices.  The  longer  the  war  lasts  the  more  business  will  come  to  her  and  once  estab- 
lished she  cannot  be  entirely  eliminated. 

Germany  and  Belgium  divided  between  them  the  export  trade  in  sheet  zinc  and  slab  zinc:  now  the  mills  in 
the  States  have  all  this  business  at  prices  beyond  the  dreams  of  avarice:  from  the  domestic  market,  they  have, 
at  one  bound,  sprang  into  the  World  market ;  at  least,  it  has  been  forced  upon  them. 

Our  common  window  glass  all  came  from  Belgium  five  months  ago:  Uncle  Sam  supplies  it  now. 

But  all  this,  you  say,  is  during  the  war,  not  after  it ;  true,  but  we  thought  it  advisable  to  show  the  tremen- 
dous lead  the  States  has  in  the  race  for  commercial  supremacy. 

After  the  war,  what  will  happen? 

An  interesting  study  in  economics  here  presents  itself.  The  end  of  business  is  profit,  and  profit  is  based 
on  costs.  The  altruistic  theory  of  business,  of  course,  is  the  division  of  labor,  but  we  are  not  concerned  with 
that  here. 

Now,  in  the  United  States  at  the  present  time  wages  are  uniformly  higher  than  in  European  countries,  be- 
cause living  is  dearer,  and  the  average  necessities  are  gT  eater.  To  offset  this,  natural  resources  are  greater,  with 
consequent  low  prices  in  raw  material.  Therefore,  we  may  deduce  from  this  that  the  longer  the  war  lasts  greater 
burdens  will  be  imposed  on  the  combatants,  with  the  result  that  European  costs  will  more  and  more  become  on 
a  parity  with  American,  and  it  is  conceivable  that  they  will  exceed  them,  in  which  case,  your  Uncle  Sam  will 
be  on  the  ground  floor,  so  to  speak. 

The  manager  of  one  of  our  leading  banks  said  to  me  when  talking  about  conditions  brought  about  by  the 
war,  that  Europe  will  be  put  back  fifty  years.  We  cannot  think  that  the  United  States  will  be  put  back;  quite 
the  reverse. 

As  far  as  Great  Britain  is  concerned,  we  assume  thai  the  Allies  will  be  victorious,  then  with  her  mercan- 
tile fleet  intact,  she  will  still  remain  the  great  shipping  power,  but  clearly  she  must  make  good  every  dollar  that 
has  gone  up  in  smoke,  no  inconsiderable  burden.  The  tight  little  islands  might  take  a  leaf  out  of  Germany's 
book,  and  hasten  to  consolidate  their  industries;  most  of  them  are  too  individualistic.  This  is  possibly  not  clear, 
but  an  example  will  show  what  I  mean.  Let  us  take  a  small  industry  in  Sheffield  making  a  full  range  of  their 
line,  and  employing  some  two  hundred  men.  They  are  competing  with  ten  other  firms  of  the  same  size.  Now 
by  combining  all  into  one,  enormous  economies  could  be  effected  without  the  slightest  loss  either  to  employers  or 
employees. 

That  is  the  German  system.  Repugnant,  you  say,  these  German  syndicates  (in  America,  Yankee  trusts),  let 
us  have  British  freedom  and  competition.  Very  well,  worship  your  fetish,  but  business  is  the  science  of  costs. 
And  what  of  "0,  Canada,"  that  land  of  great  undeveloped  resources,  ever  since  prospectuses  were  issued.  The 
war  has  furnished  a  peg  on  which  to  hang  the  hat  of  tribulation.  This  is  a  land  where  we  began  from  the  top 
downwards,  instead  of  from  the  ground  up.  We  start  with  the  stock  certificate  instead  of  the  ploughshare.  We 
shout  back  to  the  land,  and  then  watch  to  see  if  there  is  anybody  foolish  enough  to  start  back,  so  that  we  can  relieve 
him  of  any  loose  change  on  the  way.  We  have  borrowed,  not  too  wisely,  but  too  well,  and  the  war  has  served  us 
a  double  purpose— the  dark  one  to  conceal  our  weakness,  the  bright  one  to  increase  the  value  of  our  natural  pro- 
ducts, and  put  us  in  a  better  position  to  pay  our  debts. 

To  put  the  situation  in  a  nutshell,  we  are  in  the  position  of  a  company  which  has  increased  its  capital  and 
plant,  and  lessened  its  production,  and  we  do  not  need  a  political  or  cost  expert  to  tell  us  whither  we  are 
drifting. 

The  banquet  from  which  we  have  just  arisen  was  indeed  splendid,  the  viands  of  the  best,  the  wines  excellent, 
we  were  well  dressed,  had  a  cheerful  effrontery,  but  withal,  company  manners.  To-morrow  morning  early  we  must 
start   down  the  road  we  had   almost  forgotten   with  the  dinner  pail  in  our  hands. 


♦The  above  address  was  delivered  at  a  banquet  last   week   by  a    Toronto    business    man    who    is    closely    allied    with    the    retail 
$  trade  and  is  well-known   throughout  Canada. — Editor. 
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BEADY-TOWEAB 


Lingerie  Models  Prepared  for  Palm  Beach 

Long  Tunics  and  Three  Tier  Skirts  are  Developed  in  Circular 
Embroideries — Filet  and  Shadows  Are  The  Trimming  Lace — Net 
is  Used  and  so  is  Embroidered  Tulle. 


TEE  trade  is  talking  of  a  white  sea 
son  next  Summer.  With  while  dom- 
inant and  much  of  onr  fashion 
inspiration  coming  from  Xew  York  it 
would  seem  about  time  that  the  lingerie 
gown  came  into  its  own.  The  lingerie 
gown  is  a  garment  of  American  concep- 
tion and  even  when  fashion  frowns  has 
a  certain  sale.  In  preparing  for  Palm 
Beach,  Fifth  Avenue  specialty  houses 
are  giving  attention  to  the  production  of 
models  along  lingerie  lines.  Of  course 
in  this  connection  the  term  lingerie  is 
general  as  by  no  means  all  the  lingerie 
gowns  are  intended  to  wash,  and  the 
sheer  embroidered  batistes,  the  batiste 
embroideries  appliqued  on  tulle,  the 
tulle  embroideries,  etc.,  are  not  intended 
to  be  submitted  to  the  tubbing  process. 
These  beautiful  materials  are  made  up 
into  very  elaborate  dresses  that  are 
suitable  for  wearing  on  any  occasion 
save  when  the  formal  evening  gown  is 
imperative. 

The  laces  combined  with  these  em- 
broideries are  filet  and  shadow.  Wide 
godet  flouncings  are  used  for  long  tunics 
and  flare  skirts.  When  the  tunic  is  of 
embroidery  the  skirt  is  of  lace.  Many 
tunics  are  mounted  on  a  deep  yoke  of 
embroidery  with  two  or  three  rows  of 
cording.  Filet  flouncing'  is  used  in  a 
new  way  in  making  the  waist.  Instead 
of  the  edge  finishing  the  neck  and  front 
it  is  reversed  forming  the  armhole  and 
is  caught  together  under  the  arm.  The 
long  plain  sleeve  is  of  net  with  a  cuff  of 
lace  or  batiste  pointing-  over  the  back  of 
the  hand  and  the  net  forms  the  lining 
of  the  waist  and  forms  a  cross-over 
drapery  in  front.  A  lace  edging  about 
4  inches  wide  is  pleated  to  form  the 
collar  at  the  back  and  continues  down 
the  front  edging-  the  crossover.  The 
girdle  is  of  chiffon  or  cotton  crepe  in 
-dine  shade  such  as  begonia  or  coral  and 
a  flower  in  the  same  shade  is  placed  on 
the  girdle  to  one  side  of  the  front. 

Embroidered  flouncing  is  arranged  in 
jumper  effect  over  a  guimpe  of  net  and 
embroidered  tulle,  and  bands  of  the  tulle 


SAND  AND  PUTTY  SUITS. 

During  the  last  few  weeks  very 
simply  cut  a >nt  and  shirt  suits  in 
sand  inn!  putty  shades  hav<  come  in- 
to prominence  in  New  York,  and  so 
close  is  the  connection  that  almost 
simultaneously  they  have  been  shown 
in  the  large  departmental  and  exclus- 
ive specialty  stores.  These  colors  may 
be  best  described  as  neutral  tans  — 
sand  exactly  describes  this  color,  and 
putty  is  a  grey  white.  These  colors 
are  made  up  in  broadcloth,  garbar- 
dine  serge  and  even  velvet  ami  are 
trimmed  with  various  furs.  Skunk 
unit  hlucJc  fox  is  used,  so  is  kolinsky 
and  beaver  is  very  fashionable  on  a 
sand  shade.  Hi  cause  of  the  favor  in 
ivhich  these  colors  are  regarded,  cov- 
ert cloth  is  being  put  out  and  is  re- 
garded as  a  coming  cloth  by  many 
of  the  leading  buyers. 

These  cloths  are  made  very  sim pig. 
the  skirts  are  either  circular  or  gored 
mill  some  have  yokes.  Many  hare  a 
I >i i n<l  of  fur  from  six  to  eight  inches 
ut  the  edge  of  the  skirt.  The  coats 
are  short,  many  of  them  reach  just 
to  the  waistline,  while  others  arc 
about  finger  top  length  and  flare  de- 
cidedly. 


form  straps  over  the  shoulder.  High 
wired  and  pleated  collars  of  the  tulle 
finish  the  neck.  These  collars  only  come 
to  the  side  of  the  neck,  and  the  front 
shows  the  much-liked  V  outline.  A  fea- 
ture of  these  dresses  is  the  raised  waist- 
line defined  by  the  girdle  of  ribbon, 
satin   or  chiffon. 

Flounced  Dresses  of  Three  Tiers. 

flounced  dresses  made  of  godet 
flouncing'  as  well  as  the  straight  come  in 
three  tiers  and  in  rows  of  small  flounces 
up  to  the  waist.  With  these  flounced 
skirts,  long  sleeved  bolero  coats  of  em- 
broidery worn  over  a  guimpe  of  net 
are  shown.  These  guimpes  have  the 
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straight     stock    collar    finished     with    a 
pleating. 

Moyenage  Models. 

Princess  or  moyenage  models  come 
made  up  in  net  and  embroidered  tulle. 
Some  of  these  dresses  button  down  the 
back  and  the  skirt  is  trimmed  with  wide 
bands  and  tucks.  The  tunic  effects 
point  towards  the  sides  and  have  an 
edging  of  pleatings  of  net.  The  pleated 
collar  encircles  the  face  and  has  a  high 
stock  of  ribbon  and  there  are  often 
streamers  of  ribbon  reaching  right  to 
the   edge   of  the   tunic. 

This  band  or  tuck  trimming  promises 
to  be  very  much  in  favor  and  some  very 
new  models  are  made  of  three  flounces 
attached  to  one  another  by  bands  of  vel- 
vet. The  girdle  is  of  velvet  and  the  plain 
waist  is  fulled  into  the  belt.  The  sleeves 
are  full  bishop  with  stiffened  cuffs  and 
stock  collar  with  wing  points.  White 
crochet  ball  buttons  fasten  the  waist 
and  continue  to  the  top  of  the  first 
flounce. 

@- 

PLAIN   SLEEVES. 

Most  sleeves  will  be  very  plain,  the 
reflection  of  many  forerunners  over  a 
period  of  many  years.  The  gigot,  at- 
tenuated to  an  almost  unrecognizable 
extent,  is  one  model.  The  favorite  bi- 
shop will  also  he  slimmer  and.  in  fact, 
only  just  worthy  of  being  called  loose 
at    all'. 

The  tiered  skirt  will  be  wanted,  and 
its  edges  may  be  very  pronounced 
scallops  or  deep  pinking.  The  kilted 
over-skirt  has  come  to  the  fore  also, 
and  some  very  brief  versions  of  it  above 
a  close-tit  ting  plain  skirt  look  rather 
comic  at  first  blush,  and  cany  a  dis- 
tinct Highland  suggestion.  That  re- 
minds us  that  Paris  has  found  time  al- 
ready to  make  a  great  demand  for  "Ec- 
ossais. "  The  Scots  plaids  are  donned 
to  honor  our  Highland  regiments,  and 
there  will  lie  some  of  the  same  feeling 
displayed    in    England. 


New  York  Filling  In  During  Absence  of  Paris 

Late  Winter  Fashions  and  Types  of  Early  Spring  at  the  Ritz- 
Carlton  Show  —  Skirt  Draped  to  Suggest  Dutch  Trousers  — 
Extreme  Military  Costumes — Illustration  of  New  Types. 

ALL  the  trade  are  interested  in  the  question  as  to 
where  the  fashion  ideas  for  the  coming  Spring  are 
to  come  from.  It  is  not  so  much  that  the  Paris 
model  houses  are  not  open — they  are,  and  they  are  doing 
business;  it  is  that  Paris  for  the  time  being  lacks  the 
usual  means  of  placing  what  she  is  making  before  th© 
public  eye.  Women  themselves  are,  after  all,  the  real 
arbiters  of  the  mode,  and  at  present  there  is  no  means  of 
obtaining  this  collective  opinion  and  bringing  it  to  bear 
upon  the  new  developments  that  are  put  forth  time  to 
time  by  the  leading  model  houses.  It  is  to  help  to  keep 
things  going,  as  it  were,  until  Paris  can  again  present  the 
fashions  through  the  usual  channels  that  forms  the  task 
New  York  has  set  herself,  and  in  doing  so,  no  one  can 
deny  that  she  has  greatly  added  to  her  prestige  as  a  big 
fashion  centre. 

Women  are  always  interested  in  gowns,  and  are  always 
ready  to  take  advantage  of  an  opportunity  to  view  them. 
But  the  Ritz  Carlton  Fashion  Fete  did  not  wholly  depend 
upon  the  influence  of  beautiful  gowns  alone  in  securing 
an  audience.  Garment  manufacturers  and  dressmakers 
went  to  see  both  the  gowns  shown  and  what  the  smart 
women  in  the  audience  wore.  Women  who  buy  their 
gowns  in  Paris  were  interested  through  the  side  of  charity 
and  also  because  it  was  helping  American  business,  and 
the  unusual  character  of  the  fete  itself  drew  many  more. 
The  gowns  have  been  criticized  widely  because  they 
had  behind  them  only  Parisian  ideas — because  they  were 
not  the  exponents  of  any  original  feature.  This  was  all 
that  its  promoters  claimed  that  it  should  be  and  if  the 
fete  has  given  a  fresh  impetus  to  the  late  Winter  fashions 
and  developed  ideas  that  presage  what  is  to  come  for  the 
coming  Spring,  all  that  was  aimed  for  has  been  accomp- 
lished. Critics  are  invited  to  consider  how  much  more 
would  have  been  accomplished  if  Paris  itself  were  to  hold 
an  exhibition  at  this  time  of  the  year,  for  it  is  very 
certain  that  Parisian  dressmakers  would  not  have  made 
any  premature  disclosure  of  what  was  in  their  minds  for 
Spring  in  November. 

Extreme  Military  Model. 

The  tailored  models  showed  full  rippling  tunics,  or 
smart,  simply  cut,  short  coats,  and  plain  skirts  that  while 
full  enough  for  free  movement,  were  not  full  enough  to 
break  the  straight  line.  Military  trimmings  in  the  form 
of  braid,  frogs  and  metal  buttons  were  also  seen.  This 
fashion  carried  to  the  extreme  was  seen  in  a  suit  of  mus- 
tard green  velvet  with  short  coat  elaborately  braided  in 
front  in  hussar  fashion,  and  with  plain  skirt.  The  sol- 
dier's cap  to  match  was  trimmed  with  an  upright  brush 
and  silver  braid. 

A  Dutch  Costume. 

Of  the  fanciful  type  that  ofttimes  heralds  a  new  mode 
was  the  Dutch  costume.  The  skirt  was  of  white  broad- 
cloth and  draped  so  as  to  suggest  full  Dutch  trousers 
which  were  fashioned  over  the  blouse  of  blue  faille  with 
a  pearl  button  and  suspenders  of  broadcloth.  Over  the 
blouse  was  a  sleeveless  jacket  of  blue  and  white  brocade 
lined   with   white  lamb.     The   coat   which   completed  this 


WHAT   NEW   YORK   HAS   DESIGNED. 
The   latest   silhouette..     See   next   page  for   description. 

THE  NOVEL  FEATURES  IN  NEW  YORK. 

A  New  York  correspondent  writes  The  Review  as 
follows:  "All  fashion  authorities  witnessing  the  fete 
agreed  that  the  affair  was  rather  disappointing,  show- 
ing nothing  that  had  not  been  shown  before,  except 
just  those  models  from  Kurzman — two  afternoon 
dresses,  two  evening  gowns  and  two  wraps  for  either 
afternoon  or  evening  wear.  The  novel  features  in  the 
gowns  were:  An  entirely  new  decollete  producing  a 
sloping  shoulder  line  and  not  requiring  shoulder 
straps,  a  tight-fitting  bodice  tuith  long  waist  line,  a 
decided  innovation  in  sleeves  and  the  introduction  of 
a  full-gored  skirt.  The  style  in  my  idea  is  a  blend  of 
Renaissance  and  Louis  Philippe  period,  and  as  its 
development  requires  quite  a  good  yardage  of  mate- 
rial, manufacturers  would  probably  welcome  its 
popularization.  Of  course,  it  remains  to  be  seen  how 
the  new  fashion  will  be  accepted  by  New  York." 


(Continued  on  page  74.) 
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Coat  Sales  Are  in  Progress  in  Many  Stores 

New  Models  Embodying  the  Latest  Features,  and  at  Moderate 
Prices  Showing— The  Wide  Armhole  and  Kim-ma  Cuttings  Still 
Retained     [inducements  for  Clearing  Sale. 


Coat  of  white  broadcloth  out  on  Restoration 
lines  and  richly  trimmed  with  bands  of  black 
fox.  This  coal  fiiriiied  one  of  the  groups  of 
model    garments    all    taken    from    this    period 

:ind     was     shown     liy     Kurznian     at     the     Ritz- 

Carlton    Fashion  Fete. 


TEERE  is  no  denying  thai  stocks 
of  ready-to-wear  garments  are 
he*avy  in  many  departments  and 
thai  energetic  selling  will  be  needed  to 
move  them  out.  Within  the  next  week 
or  two  the  majority  of  stores  will  be 
holding  clearing  sales.  As  prices  are 
reasonable    and    nearly    all    the    winter 

went  her  ye!  to  come  there  is  no  reason 
wh\    these  sales  should   not  he  a   success. 

Manufacturers  too  are  clearing  stock 
and  are  cutting  up  the  materials  lefl  on 
hand,  now  thai  the  end  of  their  season 
is  at  hand,  into  smart  coats  showing  all 

the    newest    style    features.      These    coats 


are  being  offered  al  attractive  prices, 
and  a  tew  models  of  this  class  would  be 
a  good  investment.  They  would  draw 
people  into  the  department,  and  this 
would  help  the  sale  of  the  garments  that 
have  been  longer  in  stock.  Many  women 
are  attracted  by  a  coat  that  is  extreme 
in  style  who  would  not  wear  it,  but  the 
fact  that  she  is  willing  to  look  at  a 
coal  in  connection  with  a  special  price 
made  on  a  garmenl  that  is  less  extreme 
often   makes  a   sale. 

This  season  particularly  prices  have 
to  be  special,  as  people  are  not  in  a  buy- 
ing mood  even  where  the  practising  of 
strict  economy  is  not  imperative — econ- 
omy is  in  the  air  and  it  takes  some  in- 
ducement to  tempt  people  to  buy  at  the 
present   time. 

There  is  an  old  saying  in  the  trade 
that  the  first  loss  is  the  best,  and  the 
above  facts  should  be  borne  in  mind 
when  sale  prices  are  being  made.  On 
the  other  hand,  discrimination  should 
be  used  for  it  is  entirely  possible  to 
make  prices  so  low  on  a  line  that  the 
customer  passes  them  by  as  having 
something  wrong  with  them. 

The  majority  of  the  new  coats  are 
trimmed  with  fur — that  is  they  have  fur 
collars  and  cuffs.  Some  models  have 
the  collar  and  cuffs  of  velvet  with  an 
edge  of  fur  and  fur  finishes  the  edges 
of  the  garment. 

Plush  and  pile  fabric  coats  as  well 
as  coats  made  of  zibeline  and  chin- 
chilla and  other  pile  fabrics  come  trim- 
med with  fur.  These  coats  have  the 
long  straight  waist  and  are  belted  low 
and  have  flaring  skirts.  This  flare  is 
extreme  on  some  of  the  higher  priced 
coats.  Almost  every  coat  has  a  belt, 
hut  not  all  of  them  are  low,  and  some 
id'  the  ladies'  coats  have  the  belt  well 
above  the  normal  waist  line.  These 
later  models  do  not  feature  the  set-in 
sleeve;  on  t lie  contrary,  some  form  of 
kimona  cutting  both  the  sleeve  in  one 
with  either  the  yoke  or  the  back  or 
the  front  of  the  coat,  which  gives  the 
wide  comfortable  armhole.  is  most  tn\ 
ored. 


ILLUSTRATION   ON    PREVIOUS    PAGE 

This  gown  of  silver  brocaded  white  faille 
siTk  is  taken  almost  bodily  from  the  Re 
tton  and  i^iiis  Philippe  periods,  it  presents 
a  new  feature  thai  may  have  greal  Influence 
upon  Spring  fashions  ['he  bodi'e  is  dropped 
below  the  shoulders  and  lias  a  bertha  finish. 
The  waist  is  primilj  fitted  and  pointed,  and 
the  full-gored  skirt  is  perfectly  plain,  shown 
by  Kurznian  ii  the  Ritz  Carlton  Fashion 
Fete, 
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Women  like  the  coat  that  slips  on 
and  oft  easily,  therefore  the  comfortable 
wide  armhole  is  being  retained. 


NEW    YORK    FILLING    IN    DURING 
ABSENCE    OF    PARIS 

(Continued    from   page  73) 

costume  was  very  short  and  full,  and 
was  of  white  broadcloth  trimmed  with 
white   lamb. 

The  gowns  that  created  most  interest 
were  a  group  of  gowns  copied  direct  from 
the  Louis  Philippe  period.  The  fact  that 
they  struck  a  new  note  and  yet  one  that 
is  right  in  line  with  those  alon<r  which 
present  style  ideas  are  travelling',  was 
quickly  grasped.  These  gowns  (one  of 
which  is  introduced),  save  for  the 
changes  introduced  by  the  modern  type 
of  figure,  were  taken  almost  bodily  from 
the  gowns  of  the  period  copied. 

The  Dress  Illustrated. 
The  dress  in  the  illustration  shows  the 
new  outline,  to  t he  decollete  dropped  off 
the  shoulders  and  outlined  in  bertha 
fashion  by  folds.  The  waist  is  pointed 
and  the  material  is  fitted  to  the  fiaure 
by  pleats  drawn  into  a  V  in  front.  The 
wide,  flaring-  skirt  falls  in  heavy  folds 
and  .just  clears  the  ground,  and  there  is 
a  Quaker-like  simplicity  noticeable. 
sained  by  the  plainness  of  the  gown  and 
lie  complete  absence  of  all  trimmings. 
That  this  costume  as  it  stands  is  put 
out  in  all  seriousness  as  a  possible  fu- 
ture style  is  hardly  credible.  Hut  .1-  a 
type  to  work  from  and  as  an  influence 
to  guide  ideas,  it  certainly  has  great 
i  lossi'bilities. 


SASHES   ARE  A   FEATURE. 

Our  Parisian  friend-  who  are  now  our 
Allies  upon  the  field  o'i  battle,  and  have 
been    our   leaders    in    dress   styles    for   so 

nian.x  years,  have  a  greal  regard  for 
the    sash,    and    thej    rightlj    appreciate 

the  fact  that  it  always  helps  when 
draped  skirts  are  in  vogue.  There  are 
plenty  of  drapery  skirts,  and  the  man- 
ners of  their  draping  are  wonderfully 
diverse.  There  are  few  draped  styles 
that  will  not  he  helped  by  a  sash  of 
sort-:  whether  it  shall  quietly  accord 
in  color  and  texture,  or  whether  it  shall 
combine  or  contrast  in  a  richer  fabric 
is  a  matter  of  taste  (and  cost)  to  be 
debated  on  its  merits  in  each  individual 
instance. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Are  You  Ready 


FOR  THE 


Great  Silk 
Dress  Demand? 


IF  THE  busy  silk  worm  could  know  how  its  efforts 
are  appreciated  this  season,  it  might  spin  a  little 
faster,  with  glee— for  SILK  DRESSES  always 
good,  are  "Immense"  now,  and  will  be  still  better 
with  each  succeeding  day. 

Are  you  planning  accordingly? 

It's  our  business  to  "feel"  such  fashion  tendencies, 
and  we  were  alive  to  this  one,  ahead  of  the  general 
market. 

We  knew  that  the  country's  best  retailers  would 
look  to  "Steeher"  for  what's  right  in  Silk  Dresses, 
as  always. 

We  knew  not  only  that  Silks  would  be  "big."  but 
also  what  kind  of  Silks. 

So  we  got  there  before  the  "other  fellow"  woke  up. 


We  Bought  the 


Correct  Silks   Way 

UNDER   REGULAR  VALUES 


— all  high-class  fabrics — newest  of  the  new:  and 
because  of  our  large  clientele,  we  bought  in  tre- 
mendous quantity. 

We  made  up  the  goods  according  to  Steelier  style 
and  standard — most  charming  models  we  ever 
designed. 

Because  we  bought  the  Silks  "right"  we  offer 
remarkable  values  in  beautiful  silk  dresses  for 
street,  party  and  evening — in  stock. 

You'Can  Sell  at  Prices  at 
Which  You  Usually  Buy. 

Moral:   Get   in  touch  with  Steeher  —  quick! 
WRITE  FOR  SAMPLES 

Louis  Steeher 

33  West  34th  Street  New  York 

Oppenheim-Collins  Building 

420-24  Market  Street,  Philadelphia 

-  CANADIAN  OFFICE/  — 

LEDOUX,  O'BRIEN  &  CO. 

Princess  and  Bannatyne  Avenue  WINNIPEG 


We  issue  a  catalog. 


Little  Prince 

SEASON      1915 

Latest    Novelties 

in  Boys'  Wash 

SUITS 


OUR  REPRESENTATIVES 
ARE  NOW  TRAVELLING 
IN  THE  DOMINION.      Write 

for  Appointment. 

Call  on  us  when  — 

in  New  York 

Oppenheim  Roggen  Co. 

84-90  FIFTH  AVENUE.    N.W.    COR.  14th  ST. 

NEWYORK  -  -  -  -  N.   Y 


Manufacturers' 
Fitting    Forms 


We  wish  to  call  garment  manufacturers' 
attention  to  our  specially  constructed 
fitting  forms — perfect  In  figure,  strongly 
made  and  finished.  There  are  hundreds 
In  use  In  the  best  factories.  This  cut 
shows  our  style  C.  at  $9.  It  is  ex- 
ceptional value.  Write  for  special 
catalog  of  1914  models  of  D.  and  P. 
Fitting   Forms. 


DALE    WAX 
Front  St.  E., 


FIGURE    CO. 
Toronto 


STORE      MANAGEMENT— COMPLETE 


16  Full-Paft* 
Illustrations 


272  Paa>s 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  book  to    Retail  Advertising  Complete 

$1.00    POSTPAID 

"Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.-The  Store  Policy— What  it  shonld  be 
to  hold  trade.  The  money-b«clt  plan.  Talcing  baclc  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  days  and  I  it  isn't 
worth  the  price  return  it  and  get  your  money  !  »ck. 

Technical  Book  Oepl.,  MacLean  Publishing  Co. 
TORONTO 
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Preventing  Frost  from  Forming  on  the  Window 

M  cthods  That  Are  Used — Importance  of  Keeping  Windows  Clear 
From  a  Selling  Standpoint— Theory  of  the  Frosted  Window  and 
the  Removal  of  the  Cause. 


THE  accompanying  letter  from 
one  of  The  Review  readers  sug- 
gests an  article  dealing  with  the 
subject  regarding  keeping  windows  free 
from  frost.  The  time  has  once  again 
arrived  when  this  nuisance  presents  it- 
self, and  unless  it  is  effectively  checked 
throughout  the  winter,  the  window,  no 
matter  how  well  attended  to,  will  be 
more  or  less  of  an  expense  rather  than 
an  asset. 

Cause  of  the  Trouhle. 

The  basic  cause  of  frost  on  the  win- 
dow is,  of  course,  a  difference  in  tem- 
perature of  the  air  outside  the  plate- 
glass  and  that  inside.  When  the  air  in- 
side is  warmer  than  that  on  the  outside 
the  moisture  which  forms  comes  in  con- 
tact with  the  colder  glass  and  is  frozen 
on  it.  Occasionally  in  very  mild  weather 
the  air  on  the  outside  becomes  warmer 
than  that  inside,  and  frost  forms  from 
the  same  cause  outside  the  glass. 

When  a  doctor  has  a  patient  ill  with 
some  chronic  trouble  he  aims  to  deter- 
mine the  cause  and  then  to  remove  it. 
The  same  should  apply  to  the  frosted 
window  trouble.  First  determine  the 
cause  (and  this  is  given  above)  and  then 
find  a  suitable  method  for  removing  it. 

Gas  Flame  at  Window  Base. 

There  are  many  varieties  of  methods 
in  use  for  this  purpose.  Butcher  shops 
frequently  use  a  gas  flame.  A  gas  pipe 
extends  across  the  bottom  and  front  of 
the  window  on  the  inside.  This  contains 
several  small  holes  short  distances  apart, 
and  the  gas  is  kept  burning  all  day. 
This  keeps  the  plate  glass  on  the  out- 
side so  warm  that  the  moisture  of  the 
air  does  not  freeze  on  it.  This  method, 
however,  is  rather  expensive. 

Several  dealers  have  their  windows  so 
arranged  that  air  holes  at  the  bottom 
allow  the  colder  air  from  the  outside  to 
enter  and  keep  the  inside  air  at  the 
same  temperature  as  that  on  the  out- 
side. Better  results  are,  of  course,  ob- 
tained when  the  window  is  enclosed ;  in 
such  cases  it  is  easier  to  keep  the  store 
itself  warm  in   severe  weather. 

Air  Vents  on  the  Side. 
In  the  store  of  Stanley  Mills  &  Co., 
Hamilton,  Ont.,  an  original  idea  has 
been  used.  Small  openings  have  been 
provided  above  the  plate  glass  in  the 
sides  of  the  window,  as  shown  in  the  ac- 
companying illustration.  The  openings 
are  about  fi  x  l(i  inches,  and  are  hinged 
at  the  top.  They  swing  inward,  and  are 
operated   txova   the  interior  of  the   win 


THE   INQUIRY. 

DundoJh.  Ont. 

The  Dry  Goods  Review, 
Toronto. 

Dear  Sirs : 

Please  tell  me  where  I  can  procure 
information  on  keeping  store  show 
windows  clear  of  frost,  or  from  frost- 
ing over.  Is  there  any  way  this  can 
be  prevented? 

A.  M.  COULTER, 
Manager  and  Buyer  for 

J.  E.  Richards. 

dows.  They  can  be  kept  open  sufficient- 
ly long  to  maintain  the  temperature  in- 
side on  a  par  with  that  outside.  At  the 
same  time,  being  on  the  sides,  they  are 
not  exposed  to  the  dust  of  the  street. 
Neither  do  they  detract  from  the  ap- 
pearance of  the  store  front. 

The  Electric  Fan. 

Several  other  methods  have  been 
adopted  with  more  or  less  favorable  re- 
sults. A  good  plan  is  to  use  the  electric 
fan.  This  keeps  the  air  circulating 
throughout  the  window  and  compara- 
tively dry.  There  is  considerable  ex- 
pense attached  to  this,  as  electricity  is 
being  consumed  all  the  time  the  fan  is 
in  motion.  The  plan,  however,  is  fairly 
effective. 

Chemical  Remedies. 

Rubbing  the  glass  with  glycerine  has 
been  tried,  but  this  method  usually 
leaves  the  glass  smeared.  A  solution  of 
alcohol  or  methylated  spirits  is  also 
sometimes  used,  but  here  again  expense 
arises.  The  cost  is  too  high  to  make 
such  a  remedy  general. 

Still  another  method  is  found  in  the 
use  of  double  windows.  The  placing  of 
a  second  plate  glass  outside  the  per- 
manent one  making  an  airtight  compart- 
ment is  effective  in  preventing  frost,  be- 
cause it  keeps  the  air  between  the  win- 
dows at  a  sufficiently  medium  tempera- 
ture to  overcome  the  cause  of  frost. 
This  plan  has  a  disadvantage  in  that  it 
obscures  the  view  of  the  goods  dis- 
played to  a  certain   extent. 

The  Modern  Store  Front. 

On  account  of  the  loss  entailed  by  tin 
I  rusting  of  windows,  the  question  of 
proper  construction  of  the  store  front 
becomes  an  important  consideration. 
Theoretically  what  is  needed  is  to  re- 
duce the  humidity  and  thus  prevent 
moisture  from  condensing  on  the  srlass 
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surface  by  means  of  the  circulation  of 
cool  dry  air.  In  a  general  sense  this 
sums  up  the  situation,  but  several  con- 
ditions must  be  taken  account  of.  First, 
the  windows,  to  produce  best  results, 
should  be  enclosed  from  the  store  pro- 
per and  the  enclosure  should  be  practi- 
cally air  tight.  Second,  air  from  the 
outside  must  enter  the  window  near  the 
edges  and  at  the  surface  of  the  glass  in 
order  to  make  the  circulation  greatest 
at  the  glass  surface.  Third,  a  sufficient 
amount  of  dry  air  must  be  admitted  in 
older  to  absorb  the  moisture. 

These  conditions  are  being  borne  in 
mind  in  the  construction  of  modern 
store  fronts  when  vent  holes  are  pro- 
vided in  the  metal  sash. 


FILETS  THE  NOVELTY. 

(Continued  from  page  64.) 

colors,  such   as  midnight  blue,  seal   and 
very   dark   green. 

Filet  is  developing  as  the  popular 
mesh.  It  comes  in  various  sizes  and  in 
both  single,  double  and  plain  mesh.  This 
veil  comes  in  nose  veiling  widths  and 
shows  both  border  and  scroll  designs. 
A  novelty  in  this  class  has  a  woven-in 
silk  border.  Borders  worked  out  in  vel- 
vet or  chenille  dots  are  good,  and  many 
of  the  new  borders  are  in  shadow  lace 
effect.  Very  large  mesh  filets  up  to  half 
an  inch  square  or  over  come  in  extreme 
goods.  With  the  Glensrarry  caps  and 
small  military  toques  larce  drape  veils 
of  Chantilly  are  worn.  These  are 
arate  veils  and  are  simply  placed  around 
the  brim  of  the  hat.  fastened  and  al- 
lowed to  hang.  The  veil  with  a  velvet 
neckband  fastening  with  a  snap  fas- 
tener at  the  back  of  the  neck  has  an 
extreme  imitator  in  the  veil  with  a  band 
of  fur  at  the  lower  edge.  Not  content 
with  this,  some  of  these  veils  add  a 
flounce  of  lace  below  the  fur.  These  are 
ultra-developments  that  have  little  or  no 
influence  with   the  popular  trade. 

The  best  business  tins  Fall  has  been 
done  in  veilings  selling  at  a  popular 
price.  In  this  class  of  veilings  hexagons 
and  the  older  mesh  veilings  are  selling 
better  than  filets.  Hair-lines  are  par- 
ticularly good,  and  so  are  small  diamond 
meshes,  and  fine  meshes  with  any  kind 
or  neat   design  or  pattern. 

There  are  three  widths  of  veiling  sell- 
in?.  In  the  big  cities  the  narrow  nose 
veil  is  best  liked,  while  the  wider  widths 
sell  to  the  popular  trade. 


Get  Local  Papers  to  Start  Christmas  Giving  Campaign 


THE  Review  has  learned  of  a  num- 
ber of  instances  where  families 
have  made  an  agreement  not  to 
give  members  of  the  family  circle  the 
usual  gifts  this  Christmas.  Where  the 
earning  powers  have  been  much  restrict- 
ed, the  conclusion  is  a  reasonable  one 
and  will  prevent  a  lot  of  waste,  extrav- 
agance and  worry  that  can  well  be  dis- 
pensed with   this  year. 

On  the  other  hand  there  are  eases 
where  those  who  can  well  afford  it  have 
taken  advantage  of  circumstances  to 
free  themselves  of  a  great  deal  of  gift- 
giving  that  is  due  many  a  recipient  on 
the  basis  of  common  humanity.  More 
than  ever  this  year  there  will  be  homes 
where  no  gift  will  enter  to  gladden  the 
hearts  of  children  or  grown-ups ;  where 
poverty  will  interpose  against  the  long- 
ings of  parents  and  friends. 

It  is  along  this  line  that  the  "Even- 
ing News"  of  Montreal,  lias  sounded  a 
timely  note,  and  it  might  well  be  in  per- 
formance of  a  duty  as  well  as  a  legiti- 
mate method  of  improving  Christmas 
trade,  for  retailers  to  seek  the  support 
of  their  local  newspapers  for  a  similar 
crusade.  In  order  that  the  idea  of  the 
Montreal  paper  may  be  clearly  illus- 
trated and  perhaps  serve  as  a  basis  else- 
where, The  Review  gives  below  the  edi- 
torial in  full.  It  was  headed  "Christ- 
mas Thoughts,"  and  read  as  follows: 

There  is  a  mistaken  idea  in  some 
quarters  that  this  has  got  to  be  a  Christ- 
mas without  Christmas  presents,  because 
of  the  war.  Anybody  who  goes  to  work 
on  that  basis  will  surely  make  a  great 
mistake. 

We  do  not  propose  to  consider  the  ease 
from  the  standpoint  of  the  people  who 
value  a  gift  according  to  its  monetary 
value.  Such  people  are  not  worth  as 
much  as  the  hole  in  a  doughnut.  They 
place  their  affections  and  their  patriot- 
ism and  everything  else  on  a  dollars  and 
cents  basis.     They  are  just  Scrooges. 

The  people  who  count  in  this  world — 
men  and  women  and  children — are  those 
to  whom  friendship  and  affection  are 
still  the  most  sacred  qualities  to  which 
our  humanity  is  heir.  These  people 
value  a  gift  for  the  affection  that  it  rep- 
resents, not  for  the  money  value. 

There  will  be  families  in  Montreal 
this  coming  Christmas  who  have  a 
houseful  of  servants  and  more  money 
than  they  can  spend,  but  who  will  make 
the  war  an  excuse  to  avoid  the  giving  of 
presents.  There  will  be  other  families 
who  are  distressed  to  the  point  of  being 
short  of  food,  and  whose  only  consola- 
tion is  the  heavy  veil  that  so  mercifully 
hides  the  future,  but  who  will  find  some- 


how a  few  coppers  to  buy  presents  for 
their  little  ones  and  thus  keep  up,  al- 
most defiantly,  the  "Merrie  Christmas" 
that  means  so  much  to  them. 

Let  us  rather  consider  the  buying  of 
Christmas  presents  this  year  on  the  basis 
that,  no  matter  how  our  own  circum- 
stances are  crippled,  there  are  others 
with  far  greater  cause  for  gloom.  Per- 
haps we  know  of  such  cases,  and  if  we 
don't  the  Charity  Organization  Society 
can  quickly  give  us  a  case. 

Why  not  make  up  our  minds  to  give 
some  other  family  a  "Merrie  Christ- 
mas" this  year,  to  carry  a  little  sunshine 
and  happiness  into  a  home  where  it  may 
be  these  things  have  been  strangers  far 
too  long. 

That  is  the  sort  of  Christmas  resolu- 
tion to  make,  and  one  that  will  do  us  as 
much  good  as  the  people  whom  we  help. 
You  wouldn't  like  to  think  that  by  neg- 
lecting your  plain  duty  to  your  less  for- 
tunate  neighbors,  you  tacitly  wished 
Ihem  "A    Sad  Christmas." 


BRITAIN  AFTER  SILK  TRADE. 

That  a  serious  effort  is  being  made  by 
British  manufacturers  to  adapt  them- 
selves and  their  product  to  displace 
trade  which  formerly  had  been  going  to 
Germany  is  indicated  by  an  address 
given  recently  by  Mr.  Frank  Warner, 
president  of  the  Silk  Association  of 
Great  Britain  and  Ireland  before  the 
Textile  Institute  Congress  held  in  Man- 
chester. Manufacturers,  lie  said,  were 
on  the  move,  and  would  make  every  ef- 
fort to  capture  the  enemy's  trade  so  far 
as  it  was  to  their  interests  to  do  so. 
Some  German  trade  would  not  be  bene- 
ficial for  them  to  secure  for  they  had 
specialized  in  the  production  of  lower 
adulterated  cloths,  which  were  attrac- 
tive in  aspect  and  cheap  in  price,  and 
had  met  the  main  requirements  of  the 
public.  English  manufacturers  on  the 
other  hand  had  clung  to  the  richer,  purer 
qualities.  He  did  not  think  it  would  be 
possible  to  capture  German  trade  in  the 
lowest  grades  as  they  ought  to  start  at 
once  to  adapt  themselves  to  the  make 
of  superior  goods.  He  outlined  several 
methods  by  which  this  could  be  done. 
First,  substituting  power  for  hand-loom 
weaving  wherever  possible.  Second,  the 
use  of  heavily  weighted  dyes  in  place  of 
slightly  weighted  or  pure  dyes.  Third, 
the  manufacturer  of  goods  attractive  to 
the  eye,  and  sufficiently  good  in  quality 
to  wear  as  long  as  the  public  now  ex- 
pected and  required.  Fourth,  the  in- 
troduction of  other  yarns,  particularly 
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of  artificial  silk.  Fifth,  economies  in 
manufactures.  Sixth,  a  willingness  to 
sell  in  smaller  quantities  and  provide 
for  selection  a  large  range  of  designs 
and  colorings.  So  far  as  silk  was  con- 
cerned he  felt  that  the  reduced  wealth 
of  the  world  would  for  a  time  seriously 
affect  trade  in  luxuries,  and  that  the  re- 
covery of  trade  would  depend  to  a  large 
extent  on  the  energy,  foresight  and  abil- 
ity made  by  manufacturers  and  business 
men  generally. 


HINTS  TO  BUYERS 

From  information  supplied  br  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


HENRY  WOLFF  &  CO. 

The  firm  of  Hausmann  &  Wolff,  Lon- 
don. England,  of  which  Mr.  Henry 
Wolff  visited  this  country  last  Spring, 
has  now  changed  its  title  to  Hy.  Wolff 
&  Co.,  Mr.  Hausmann  being  deceased. 
Mr.  Wolff  during  his  stay  here  gathered 
all  the  information  he  could  as  to  the 
requirements  of  this  market  and  is  now 
able  to  meet  the  exact  demand,  and  in- 
vites buyers  of  fancy  paper  goods 
lines  to  call  when  in  London  at  the 
show  rooms,  13  Bunhill  Row.  E.C.  All 
lines  on  display  are  of  British  manufac- 
ture, being  made  at  the  Company's  ex- 
tensive  works  at   Levton. 


LOEB  &  SCHOENFELD  IN  CANADA. 

The  Canadian  market  is  attracting 
the  American  curtain  manufacturers 
who  see  opportunities  for  developing  a 
market  here  owing  to  the  difficulty  in 
securing  supplies  from  Europe,  and'  the 
higher  prices  as  the  result  of  more  ex- 
pensive freights,  insurance,  etc.  Loeb 
&  Schoenfeld  of  27-33  West  23rd  St., 
New  York  who  have  a  big  curtain  manu- 
facturing plant  at  Camden.  N.J.,  have 
appointed  H.  A.  Frank,  formerly  of 
Toronto,  to  the  Canadian  field,  to  repre- 
sent them  on  this  side  of  the  line.  Mr. 
Frank  left  New  York  the  end  of  Nov- 
ember for  Montreal  and  Ottawa  with 
spring  samples.  Loeb  and  Schoenfeld 
have  immense  plants  in  Switzerland 
and  manufacture  similar  curtains  on 
this  side  of  the  Atlantic. 


Monkey  fur  is  being  extensively  used 
in  millinery,  not  only  for  the  body  of  the 
hat  but  also  for  aigrettes  which  are  imi- 
tated by  using  the  long  hair  after  the 
fashion   of  a   plume. 


1>  E  V     GOODS    I!  E  VIE  \V 


Dry  Goods  Review  Buyers'  Directory 

Each  manufacturer  is  entitled  to  classification  under  five  heads,  it  being  impossible  on  account  of 
space  to  allow  a  more  extended  classification.     Prompt  notice  should  be  given  of  any  changes  desired. 


Artificial   Flower*   for    Decoration. 

L.  Baumann  &i  Co.,  357   W.  Chicago  Ave., 

Chicago,  111. 
Si  hack    Artificial    Flower    Co.,    1730    Mil- 
waukee Ave.,  Chicago,   111. 
Clat worthy  &  Sou,  Ltd.,  161  King  St.  W., 
Toronto. 
Bathing  Suits. 
Home  &   Watts,   19   Duncan   St.,   Toronto. 
Allen   Mfg.  Co. 
Batting. 

Robt.    Henderson   &    Co.,   181    McGill    St.. 
Monti  eal,   Que. 
Beads. 

Ideal  Hair  Goods  Co.,  Toronto,   Out. 
Belts,   Ladies'. 

R.     D.     Falrbairu     Co.,     105    Simcoe     St., 
Toronto,  Out. 
Blankets. 

l'eumans,   Limited,   l'aris,   Ontario. 
Fraser,  Mather  Co.,  Winnipeg.   Man. 
Wm.     Laidlaw     Cumledge     Mills,     Duns. 
Scotland. 
Boys'    Clothing. 
Jackson   Mfg.  Co.,   Clinton,  Ont. 
Geo.    C.    1'oole    Co.,    Darling    Bldg.,    Tor- 
onto. 
Boys'   Wash   Suits. 

Home  &  Watts,  19  Duncan  St..  Toronto. 
Flett,    Lowndes    Co.,    Toronto,    Ont. 
Oppenheim   &    Roggen,   84-90   Fifth   Ave., 
New    York. 
Boxes,  Fancy. 

Hercules  Boxes,   Ltd.,  400   Richmond   W., 
Toronto. 
Braids  and   Cords. 

Moulton   Mfg.   Co.,  Montreal,  Que. 

1 1  r;i s  s  i * ' r< ■ s 

H.  &   w'.   Co.,  130  Fifth  Ave..   New  York, 

N.Y. 
Parisian    Corset   Co.,   Quebec,    Que. 
Voss  &   Stuffmann,  Montreal,  Que. 
Burlap   (Dyed,  Oil  Coated  and   Sized). 

Stauntons,  Ltd.,  934  Yonge  St.,  Toronto. 
Burlaps. 

The    Dominion    Oil    Cloth    Co..    Montreal, 
Que. 
Buttons. 

Forsyth  Kimmel  &   Co..  Berlin,  Ont. 
Moulton    Mfg.   Co.,   Montreal,   Que. 
Ashton    &    Pulford,    22   Black    Piccadilly, 

Manchester,    Eng. 
A.    Weyerstall   &   Co.,   145   Wellington    St. 
W.,   Toronto,   Ont. 
Buttons    (covered). 

Toronto    Plaiting   Co.,   Toronto,   Ont. 
A.    Weyerstall  &   Co.,   Toronto. 
Canvas    Coat    Fronts. 
Toronto     Pad     Co.,    569    Queen     St.     W.. 
Toronto,   Out. 
Caps. 
Cooper  Cap   Co.,   Spadina    Ave.,   Toronto, 
Ont. 
Carpets. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W  , 

Montreal,   Que. 
Green sli leld s,   Ltd.,   Montreal,  Que. 
Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Cash   and    Parcel    Carriers. 

The    Lamson    Store    Service   Co.,    Boston, 

Mass.,   U.S.A. 
Gipe-Hazard    Store    Service    Co.,    99    On- 
tario  St.,  Toronto,  Ont. 
Cash    Registers. 

National    Cash    Register    Co.,    285    Yonge 
St.,  Toronto,  Ont. 
Chiffons. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto. 
Thompson    Lace   &    Veiling   Co.,   59   Wel- 
lington  W.,   Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Cashmeres, 

s    i  Thorough,     Nephew     &     Co.,     Halifax, 
F.ng. 
Children's   Dresses. 

Home  &   Watts,   19   Duncan   St.,   Toronto, 

Out. 
Flett.   Lowndes   &   Co.,   Toronto. 
R.     D.     Falrbnlrn     Co.,     105     Simcoe     St.. 

Toronto,   Ont. 
Star   Whltewear   Mfg.   Co.,  Berlin,   Ont. 
Clotb   Charts. 
A.   E.    Putnam   Co..   Washington.    Iowa. 
A.    S.    IMchardson   &    Co.,   99   Ontario    St.. 
Toronto. 
Clothing    (Duck    and    nil    Specialties). 
Defiance   Mfg.   Co..   College  and   Bathurst 
St..  Toronto. 
Clothing    (Made-to-measure). 
Crown  Tailoring  Co.,  College  St.,  Toronto 
E.   G.   Hnchborn    Co..   Toronto,   Ont. 


Coats    (White). 

Robert   C,    Wllkins  Co.,   Farnham,   Que. 
Clothing   Hangers  and   Hacks. 
Clatworthy    &    Sou,    Ltd.,    101    King    St 
\\\,   Toronto. 
Collars    (Waterproof). 
Arlington    Co.,    04    Fraser    Ave.,    Toronto. 
Parsons   &   Parsons   Canadian   Co.,   Ham- 
ilton,  Out. 
Comforters. 
The   Toronto   Feather  &  Down   Co.,   Ltd., 
35  Britain  St.,  Toronto. 
Cork  Carpets. 

The  Dominion  Oilcloth  Co.,  Montreal,  Que. 
Correspondence    Schools. 

The  Shaw  Correspondence  Schools,  Yonge 

and   Gerrard   Sts.,   Toronto. 
Economist  Training   School.   239   W.   39tn 
St.,  New  York,  N.Y. 
Corsets. 
H.  &  W.  Co.,  130  Fifth  Ave.,   New   York, 

N.Y. 
Parisian    Corset   Co.,   Quebec,    Que. 
Voss    &    Stuffmann,    Montreal,    Que. 
Corset    Clasps   and    Sanitary    Necessities. 
Parisian   Corset  Co.,   Quebec,   Que. 

Corset   Covers. 

F.  G.  Hayward  Co.,  77  York  St.,  Toronto. 
Cotton    Blankets. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cotton,   Linen   and    Elastic    Laces. 

Parisian   Corset  Co.,  Quebec,   Que. 
Cotton   Yarns. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Cottons. 
Greenshields,   Limited,   Montreal,   Que. 
The  Dominion  Textile  Co.,  Montreal,  Que. 
Cushions. 
The  Toronto   Feather  &  Down   Co.,  Ltd., 
35   Britain    St.,   Toronto. 
Dress   Fabrics. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 

Toronto,  Ont. 
W.    R.    Brock    Co.,    Notre    Dame    St.    W., 

Montreal,   Que. 
Greenshields,    Limited,    Montreal,   Que. 
Nisbet    &    Auld,    34    Wellington    St.    W., 

Toronto,   Out. 
Law,  Russell  &  Co.,  Ltd..  Bradford,  Eng. 
Bradford     Dyers    Association,     Bradford, 

Eng. 
Scarborough,     Nephew     &     Co.,     Halifax. 
Eng. 
DreBS    Fasteners. 

DeLong  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
Dress    Forms. 

Clatworthy    &    Son,    Ltd.,    161    King    St. 

W.,   Toronto. 
Delfosse  &  Co.,  Montreal,  Que. 
Dale   &    Pearsall,    106   Front    St.    E.,    To- 
ronto,   Ont. 
Hall-Borchert   Dress   Form   Co.,   41   Lom- 
bard   St.,    Toronto,    Ont. 
A.  iS.    Richardson   &    Co.,  99   Ontario    St., 
Toronto. 
Display   Fixtures. 

Clatworthy    &    Son.    Ltd.,    161    King    St. 
W.,   Toronto. 
Dress   Shields. 

I.    B.    Kleinert    Rubber    Co.,    Wellington 

St.   W.,   Toronto.   Ont. 
Parisian   Corset   Co.,   Quebec,   Que. 
Dress    Trimmings. 
Thompson    Lace   &    Veiling   Co..   59   Wel- 
lington   St.    W.,   Toronto.   Ont. 
Canada    Veiling    Co.,    84    Wellington    W.. 

Toronto. 
The   Moulton    Mfg.   Co.,    Ltd..    Montreal. 
Dresses. 

Star   Whltewear    Mfg.   Co..   Berlin.   Ont. 
R.     D.     Falrbalrn     Co.,     105     Simcoe     St.. 

Toronto.  Ont. 
Germain    *    Smith,    Ltd..    Montreal,    Que. 
Livingston   &   Scott.   Toronto.  Ont. 

T is  Steeher,  33  W.  34th  St..   Now   York. 

Federal    CoBtnme    Co:,    68    W,    36th    St.. 

New    York.    N.Y. 
Dry    Goods. 

Jno.  M    Garland,  Ron  ft  Co..  Ottawa.  Ont. 
Embroidered    Applique    Letters. 

Kr.uithclmer     ft     Co..     20     Edmund     PI., 
Aldersgate   St..    London.   E.C.,   Eng. 
Embroideries. 
Sterling    Lace    &    Novelty    Co.,    Toronto. 

Ont. 
Tnuher    Bros,    ft    Co.,   67    St.    James    St.. 
Montreal,  Que. 


J  ancy    Dry   Goods. 

Thompson    Lace   &    Veiling   Co.,   76   Wel- 
lington  St.   \V.,  Toronto. 
Feathers. 

Dominion  Ostrich  &  Feather  Co.,  Toronto, 

Out. 
Strachan,    Burden    &    Plaskett,    t>'j    Wei 

iiugton    W.,    Toronto. 
Jos.    Leone,    Jr..    ill    N  ■:.••    Dame    Street 

west,  Montreal,  Que. 

Flowers   for   Millinery. 

Continental  Mfrs.  Syndicate,  77  York  St., 
Toronto,   Ont. 

Strachan,  Burden  ic  Plaskett,  5'J  Welling- 
ton   W.,    Toronto. 
Prilling. 

R.     D.     Fairbairn     Co.,     105    Simcoe    St., 
Toronto,    Ont. 

The    Moulton    Mfg.    Co.,    Ltd.,    Montreal. 
Que. 
Fringes. 

Moulton    Mfg.   Co.,    Montreal,    Que. 
Furs. 

L.  Gnaedinger,  Son  &  Co.,  Montreal,  Que. 

Laberge  Chevalier  &  Co.,   Ltd.,  Montreal, 
yue. 

Tauber    Bros.    &    Co.,    67    St.    James    St., 
Montreal,   Que. 

Silver   Bros.   Co.   "Furs,"    Ltd.,    Montreal, 
Que. 

J.    H.    Bishop    Co.,    Sandwich.    Ont. 
Furriers'   Trimmings. 

The    Moulton    Mfg.    Co.,    Ltd..    Montreal. 
Que. 
General   Dry  Goods. 

Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que. 

J.  &  N.  Phillips  &  Co..  Manchester,  Eug. 

Vassie   &    Co.,    Ltd.,   St.   John,   N.B. 

Cook,   Son   &   Co.,   London,   Eng. 

Debenhams,   Ltd.,   Montreal  and   Toronto 

A.  Racine,  Limited,  Montreal,  Que. 

Hitchcock,    Williams    &    Co.,    St.    Paul's 
Churchyard,  London,  Eng. 

W.  R.  Brock  Co.,  Bay  &  Wellington  Sts., 
Toronto,   Ont. 

W.   R.   Brock  &   Co.,   Montreal,   Que. 

Greenshields.    Ltd.,    Montreal,    Que. 

John   King  &  Son,  Glasgow.  Scotland. 

Mclntyre,  Son  &  Co.,  Ltd.,  Montreal.  Que. 

Jno.  M.  Garland  Son  &  Co.,  Ltd.,  Ottawa. 
Ont. 
Ginghams. 

Wm.    Anderson    ft     Co.,    Ltd.,    Glasgow, 
Scotland. 
Gloves. 

Perrin    Frere    &    Cie.,    Montreal,    Que. 

Germain   &   Smith,   Ltd.,   Montreal,   Que 

Greenshields,    Ltd.,    Montreal,   Que. 

Mclntyre,  Son  &  Co.,  Ltd.,   Montreal. 
Gloves    (Working). 

Hamilton   Carhartt  Mfg.,   Ltd.,  535  Queen 
E.,  Toronto,  Ont. 

Big    Four   Glove   Co.,   73U    Bay    St.,   Tor- 
onto. 
Gowns. 

F.    G.    Hayward    Manufacturing    Co.,    77 
Y'ork   St.,  Toronto.   Ont. 
Grass    Carpet    Rugs. 

Crex     Carpet     Co..     377     Broadway.     New- 
York,   N.Y. 
Hose    Supporters. 

The  Berlin   Suspender  Co.,   Berlin.   Ont. 

Faire  Bros.   Co.,    Leicester,   Eng. 

I.    B     Kleinert    Rubber    Co.,    Wellington 

St.   W.,   Toronto,   Ont. 

Parisian    Corset    Co.,    Quebec,    Que. 
House    Furnishings. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,  Toronto,  Ont. 

Greenshields.    Limited,    Montreal.   Que. 

Stonards.    Limited.   7   Paternoster   Bldg?  . 
London.   E.C.,   Eng. 
Hosiery. 

Chipman,  Holton  Knitting  Co.,  Hamilton. 

Penmans,    Limited.    Paris.    Ont. 

Tauber    Bros.    &    Co.,    67    St.    James    S*  . 

Montreal.   Que. 
Mercury    Mills,    Limited.    Hamilton,    Oa  . 
"Craftana." 

Perrin    Frere   &-    Cie..    Montreal.    Que. 
Greenshields.    Limited,    Montreal.    Que. 
Ooderich    Knitting    Co.,    Oodertch.    Ont. 
Mclntyre,  Son  ft  Co.,  Ltd..  Montreal.  Que. 
Dr.    Jaeger    Co..    Ltd..    243-5    Bleury    St., 

Montreal.    Que. 
Wallace-burg    Knitting   Co.,    Wallaceburg. 

Ont. 

Handkerchiefs. 

Nishet    &     Auld.    34    Wellington    St     W  . 

Toronto.   Ont. 
Silks  Co..  58  Bay  St.,  Toronto.  Ont. 
Victor   Goldberg,   S7-S9    Notre    Dame   W.. 

Montreal.   Que. 


DRY     GOODS    REVIEW 


Hats,   Straw. 

Crown    Hat   Co.,   Gait. 
Hooks   and   Eyes. 

De  Long  Hook  &  Eye  Co.,  St.  Marys,  Ont. 
Hair  Goods. 
Ideal  Hair  Goods   Co.,  77  York  St.,   To- 
ronto,  Ont. 
Hair  Nets. 
Ideal     Hair    Goods    Co.,    77     York    St., 

Toronto,    Ont. 
Burnet    &    Temple,     Ltd.,     4.      Fitchetts 

Court,   Noble   St.,    London,   E.   C. 
Hair   Ornaments. 
Ideal    Hair     Goods     Co.,    77     York     St., 

Toronto,    Ont. 
Walter    G.    Bretzfield,    43    Leonard    St., 

New  York,  N.Y. 
Individual  Names  on  Tape. 

Narrow  Fabric  Weaving  &  Dyeing,  Ltd., 

Gait,   Out. 
Infants  Layettes. 

Home  &  Watts,  19  Duncan  St.,  Toronto, 
Infants   Novelties. 
Rite  Specialty  Co.,  35  W.  36th   St.,  New 

York,   N.Y. 
Elcbard  G.  Krueger  Co.,  162  W.  21st  St., 

New   York,    N.Y. 
Bailey    &    Bailey,   27   B.   22nd     St.,    New 

York,  N.Y. 
Indigos. 

Franklin   Mfg.   Co.,  260  Church   St.,   New 

York.  N.Y. 
Knitted   Goods. 
Harvey  Knitting  Co.,  Woodstock,  Ont. 
Greenshields,    Limited,   Montreal,   Que. 
Zimmerman   Mfg.  Co.,  Hamilton,  Ont. 
The    Monarch    Knitting    Co.,     Dunnvllle. 
R.  M.  Ballantyne,  Ltd.,  Stratford,  Ont. 
Gait   Knitting   Co.,  Gait,   Ont. 
C.   Turnbull   Co.,   Gait,  Ont. 
Goderich   Knitting  Co.,  Goderich,  Ont. 
Schofleld   Woollen   Co.,  Oshawa,  Ont. 
Kingston    Hosiery   Co.,   Kingston.   Ont. 
Reliance  Knitting  Co.,  King  and  Bathurst 

Sts.,  Toronto,  Ont. 
Regent    Shirt    Co.,    Notre    Dame    St.    W., 

Montreal,  Que. 
S.  F.  Gibson  &  Co.,  East  Ham,  London, 

Eng 
Dr.    Jaeger's    Sanitary    Woollen    System 

Co.,    Ltd.,    243-5    Bleury    St.,    Montreal, 

F.  W.  Robinson  &  Co.,  Bathurst  and 
Wellington    Sts.,   Toronto. 

Wallaceburg   Knitting   Co.,    Wallaceburg, 
Ont. 
Kimonas. 

Kassab     Klmona     Co.,     St.     Helen     St., 
Montreal. 
Knitting   Wools. 

Thos.   Burnley   &   Sons,   Nr.    Leeds,   Eng. 
Linoleums. 

The    Dominion    Oil    Cloth    Co.,    Montreal, 

Jno.  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
Linings. 

Nisbet  &  Auld,  34  Wellington  St.  W., 
Toronto,   Ont. 

Bradford  Dyers  Association,  39  Well  St., 
Bradford,  Eng. 
Linens. 

Nisbet  &  Auld,  34  Wellington  St.  W., 
Toronto,   Ont. 

Wm.  LIddell  &  Co.,  Belfast,  Ireland. 

Old  Bleach  Linen  Co.,  Randalstown,  Ire- 
land. 

R.  H.  Cosbie,  Wellington  St.  W.,  To- 
ronto, Ont. 

Greenshlelds,  Limited,  Montreal,  Que. 

Silks   Co.,  58  Bay   St.,   Toronto,   Ont. 

Alphonse  Racine,  Ltd.,  340  St.  Paul  St.. 
Montreal. 

Mclntyre,  Son  &  Co.,  Ltd.,  Montreal,  Que. 

R.  D.  Falrbairn  Co.,  105  Simcoe  St., 
Toronto.   Ont. 

Novelty  Import  Co.,  76  Bav  St..  Toronto. 

Tauber  Bros.  &  Co.,  67  St.  .Tames  St., 
Montreal.   Que. 

Laces   (Hand  Made). 

G.  &  S.  Kassab  &  Co.,  Montreal,  Que. 
Laces. 

Thompson  Lace  &  Veiling  Co.,  59  Wel- 
lington  St.   W.,  Toronto,  Ont. 

Greenshlelds,   Limited,    Montreal,   Que. 

Novelty    Import   Co..  76  Bay   St.,  Toronto. 

Sterling    Lace   &    Novelty    Co.,    Toronto. 

Tauber  Bros.  &  Co.,  67  St.  James  St., 
Montreal,   Que. 

Cannda    Veiling    Co.,    84    Wellington    W.. 
Toronto. 
Lighting    System. 

Can.  H.  W.  Johns-Manville  Co..  Toronto, 
Montreal,    Winnipeg,    Vancouver. 
Leather    Novelties. 

P.  W.  Lambert  &  Co.,  64  Lispenard  St., 
New   York.   N.Y. 

Julian  Rale  Leather  Goods  Co.,  King  St. 
W..   Toronto.   Ont. 

Western  Leather  Goods  Co.,  1191  Bath- 
urst   St.,   Toronto. 


Lingerie. 

Germain    &    Smith.    Ltd.,    Montreal,    Que. 
Sperling  &   Lea,  Herald   Bldg.,   Montreal. 

Ladies'   Bust   Forms. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  To- 
ronto,  Ont. 

Leather   Novelties. 
Walter    G.     Bretzfield,    43     Leonard     St., 

New  York,   N.Y. 
Men's   Furnishings. 
John  M.  Garland,  Son  &  Co.,  Ottawa,  Ont. 
W.    R.    Brock    Co.,    Bay    and    Wellington 

Sts.,   Toronto.   Ont. 
Alphonse   Racine,   Ltd.,  340  St.  Paul  St., 

Montreal,   Que. 
Regent    Shirt    Co.,    Notre    Dame   St.    W., 

Montreal,   Que. 

Men's   Neckwear. 
Crescent  Mfg.   Co.,   Montreal,  Que. 
W.    R.    Brock   Co.,    Notre   Dame   St.    W., 

Montreal,  Que. 
Greenshields,   Ltd.,   Montreal,   Que. 

Mackinaws. 

F.     W.     Robinson,     Ltd.,     Bathurst    and 
Wellington    Sts.,    Toronto. 
Mitts. 

Reliance  Knitting  Co.,  King  and  Bath- 
urst   Sts.,   Toronto,   Ont. 

R.  M.  Ballantyne,  Ltd.,  Stratford.  Ont. 

Goderich   Knitting  Co.,  Goderich,  Ont. 
Malines. 

Novelty  Import  Co.,  76  Bay  St.,  Toronto. 

Thompson  Lace  &  Veiling  Co.,  59  Wel- 
lington   W.,   Toronto. 

Canada  Veiling  Co.,  84  Wellington  W., 
Toronto. 

Millinery. 

Debenbam's,  Ltd.,  Montreal  and  Toronto. 

Morris  &  Saward,  21-22  Castle  St.,  Lon- 
don  W.,   England. 

Gage   Bros.    &    Co.,   Chicago.    111. 

D.  B.  Fisk  Co.,  225  N.  Wabash  Ave., 
Chicago,  111. 

Germain    &    Smith,    Ltd.,    Montreal.    Que. 

D.   McCall   Co.,  Toronto,   Ont. 

Montreal  Hat  &  Frame  Co.,  Ltd.,  Mont- 
real,  Que. 

Strachan,  Burden  &  Plaskett.  59  Welling- 
ton  St.   W.,  Toronto,  Ont. 

Maribou   and   Ostrich   Stoles. 

Germain    &    Smith,    Ltd..    Montreal,    Que. 
Motor  Coats. 

National    Rubber    Co.,    Montreal,    Que. 
Defiance   Mfg.  Co.,   College   and   Bathurst 
Sts.,  Toronto. 
Motor  Scarfs. 
S.   F.   Gibson  &   Co.,  East   Ham,   London. 
Eng. 
Motor    Vehicles. 

MotoKart  Co..  1790  Broadway,  New  York. 
Nets. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto, 

Ont. 
Thompson    Lace   &    Veiling   Co.,   59    Wel- 
lington   W.,  Toronto. 
Canada    Veiling    Co.,    84    Wellington    W., 
Toronto. 
Neckwear  (Ladies'). 
Ladies'  Wear,  Ltd.,  84  Wellington  St.  W.. 

Toronto,  Ont. 
Voss    &    Rtuffmann.    Montreal,    Que. 
Sterling    Lace    &    Novelty    Co.,    Toronto, 
The   Moulton    Mfg.   Co.,   Ltd.,   Montreal. 
Oil    Cloths. 

The  Dominion   Oil   Cloth  Co..  Montreal. 
Office   Systems. 
Copeland-Chattorson  Co.,  Kent  Bldg.,  To- 
ronto,  Ont. 

Ostrich    Feathers. 

S.   E.    Porter  &   Co.,   Montreal,   Que. 
Jos.  Leone,  Jr.,  314  Notre  Dame  St.   W., 

Montreal. 
J.   Leone,  9  E.  20th  St.,   New  York. 
Overalls. 

Robert   C.    Wilkins   Co.,    Farnham.    Que. 
Hamilton   Carhartt   Mfg..  Ltd.,  535  Queen 
E..  Toronto,  Ont. 
Ornaments    (Silk). 

Moulton    Mfg.    Co.,    Montreal.    Que. 
Printed    Cottons. 

The  Dominion  Textile  Co.,  Montreal,  Que. 
Patterns. 

Home    Pattern    Co.,    New    York,    N.Y. 
The    McCall    Co.,    236    W.    37th    St.,    New 

York,   N.Y. 
The  Butterick    Publishing  Co.,   Butterick 

Bldg..   New   York,   N.Y. 
New    Idea    Pattern    Co..    70    Bay    Street. 
Toronto. 
Pads. 
Toronto   Pad   Co..  569  Queen   St.   W.,   To- 
ronto,   Ont. 


Plated   Jewelry. 

Ideal    Hair   Goods   Co..   77   York   St.,   To- 
ronto,  Ont. 
Pin    Tickets. 

Copp,   Clark   Co.,   517   Wellington   St.   W., 
Toronto,  Ont. 
Pillows. 

Canadian   Carpet  &   Comforter   Mfg.   Co., 
Toronto,  Ont. 

Toronto    Feather   &    Down    Co.,    Ltd.,   35 
Britain  St.,  Toronto. 
Quilts. 

Jonathan    Dearden   &   Co.,   11-13   Bridge- 
water   Place,   Manchester,   Eng. 
Ready-to- Wear. 

Greenshlelds,   Ltd.,  Montreal,  Que. 

Alphonse   Racine,   Ltd.,  340   St.   Paul   St., 
Montreal,  Que. 
Raincoats. 

C.  Kenyon  Co.,  23rd  St.  and   Fifth  Ave., 
New   York,   N.Y. 

Canadian  Consolidated  Rubber  Co..  Ltd.. 
Montreal. 

The  Cravenette  Co.,  Ltd.,  Well  St.,  Brad- 
ford,  Eng. 

National  Rubber  Co.,  Ltd.,  Montreal,  Que. 
New  York,   N.Y. 

Regent    Shirt    Co.,    Notre    Dame    St.    W, 
Montreal,  Que. 
Ribbons. 

W.  H.  Barry  &  Co.,  Montreal. 

Belding    Paul    Cortlcelll    Co.,    Montreal. 

Silks    Co.,   58   Bay    St.,    Toronto,    Ont. 
Suspenders. 

Berlin   Suspender  Co..  Berlin,  Ont. 

Lockhait     Suspender    Co.,     Philadelphia, 
Pa. 

Spool    Silks    (For  Manufacturers'   Use). 

Belding   Paul  Corticelli,   Montreal,  Que. 
Sanitary   Belts. 

Walter    G.    Bretzfield,    43    Leonard    St., 
New   York,   N.Y. 
Staple  Dry  Goods. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,  Toronto,  Ont. 
Smallwares. 

W.    R.    Brock    Co.,    Bay    and    Wellington 
Sts.,   Toronto,   Ont. 

W.    R.   Brock   Co.,    Notre    Dame   St.    W., 
Montreal,    Que. 

Greenshields,   Limited,  Montreal,  Que. 

Ideal    Hair   Goods   Co.,   77   York    St.,   To- 
ronto,  Ont. 

Jno.  M.  Garland.  Son  &  Co.,  Ottawa.  Ost. 
Store    Fixtures. 

Jones   Bros.   &   Co.,   31   Adelaide    St.    W 

Toronto,    Ont. 
Clatworthy  &  Son,  King  St.  W.,  Toronto 
Dale  &   Pearsall,   106   Front    St.   E.,   Tor- 
onto,   Ont. 
J.   R.   Palmenberg's   Sons,  710  Broadwav, 

New  York,  N.Y. 
Delfosso   &    Co.,   Montreal,   Que. 
A.     S.    Richardson    Co.,    99    Ontario    St., 

Toronto.    Ont. 
Taylor  Mfg.  Co.,   Hamilton,   Ont. 
Walker  Bin  &  Store  Fixture  Co.,   Berlin, 

Ont. 
H.  L.  Wood  &  Co.,  Noble  and  Strickland 

Streets.    Toronto,    Ont. 
Can.  H.  W.  Johns-Manville  Co..  Toronto, 

Montreal,    Winnipeg,    Vancouver. 
Safety    Pins. 

DeLong  Hook  &  Eye  Co.,  St.  Marys.  Ont. 
Store    Fronts. 
The  Kawneer  Mfg.  Co.,   Niles,  Mich. 
Zouri  Drawn  Metals  Co.,  221  West  Schil- 
ler St.,  Chicago. 
Sweatercoats. 
Penmans,    Limited,    Paris.    Ontario. 
Reliance    Knitting    Co.,    King    and    Bath 

urst    Sts..    Toronto,    Ont. 
Monarch  Knitting  Co.,  Dunnville,  Ont. 
R.  M.  Ballantyne,  Ltd.,  Stratford,  Ont. 
C   Turnbull   Co.,   Gait.,   Ont. 
Harvey    Knitting    Co.,    Woodstock.    On  I. 
Dr.    Jaeger   Co.,    Ltd.,    243-5    Bleury    St.. 

Montreal,  Que. 
F.     W.     Robinson.     Ltd..     Bathurst     and 

Wellington  Sts.,  Toronto. 
Sanitas    Wall    Covering. 

Stauntons,   Ltd.,  934  Yonge   St..   Toronto. 
Skirts. 
Marcus    Roman,    Jacobs   Bldg.,    Montreal. 
Arlington  Skirt  Co. 
Show    Cases, 
5>elfosse    &    Co.,    Montreal.    Que. 
Grand     Rapids     Show     Case    Co.,    Gran.l 

Rapids.    Mich. 
H.  L.  Wood  &  Co..  Noble  and   Strickland 

Sts.,    Toronto. 
Skein    Dyeing. 
Narrow    Fabric   Weaving   &    Dyeing   Co., 
Gait,  Ont. 
Sashes. 
R.  D.  Fairhalrn  Co.,  105  Simcoe  St.,  Tor- 
onto,  Ont. 
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Mlk    Ornaments. 

Vfoulton    Mfg.    Co.,    Montreal,    Que. 

Shirts    (I'laited). 
Toronto     Plaiting     Co.,     600     Yonge     St.. 
Toronto,   Ont. 

Serges. 

Scarborough,     Nephew     &     Co.,     Halifax, 
Eng. 

Scarfs. 

Novelty   Import  Co.,  76  Bay  St.,  Toronto. 

shirts    (>oft). 

Robert    C.    Wilkins    Co.,    Farnham,    Que. 

Summer    Clothing. 

Robert    C.    Wilkins    Co.,    Farnham,    Que. 
Silks. 

Belding,    Paul,    Corticelli    Co.,    Montreal. 
I.   ii is   Koessel  &  Co.,  Ltd.,  64  Wellington 

St,     W.,   Toronto. 
Silks  Co.,  58  Bay   St.,  Toronto.  Ont. 

Hemstitched    Sheets. 

Victor    Goldberg,   87-89    Notre    Dame   W., 
Montreal,  Que. 

Silk    Woven    Labels. 

Colonial  Weaving  Co.,  Peterborough,  Ont. 

Scout    Suits. 

Defiance    Mfg.   Co.,   College   and    Bathurs; 
Sts.,  Toronto. 

Shirts. 
Tooke    Bros.,    Montreal,    Que. 
Crescent    Mfg.    Co.,    Montreal,    Que. 
Deacon    Shirt   Co.,   Belleville,    Out. 
Defiance  Mfg.   Co.,   College  and   Batburst 
Sts.,    Toronto. 

Tablecloths. 

Victor   Goldberg,   87-S9    Notre    Dame    W., 
Montreal,    Que. 

Toques. 

Reliance  Knitting  Co.,  King  &  Batburst 

Sts.,  Toronto,  Ont. 
A.  Burrft  &  Co.,  Mitchell,  Ontario. 

Tailors'     Trimmings. 

Toronto  Pad  Co.,  569  Queen  St.  W.,  Tor- 
onto,  Ont. 


Tweeds. 

Orecnshielde,  Limited,  Montreal,  Que. 
Tassels. 

Moultou    Mfg.    Co.,   Montreal,   Que. 
Ashton    &    Pulford,    22    Back    Piccadilly, 
Manchester,  England. 

Trousers    (Duck). 

Defiance    Mfg.    Co.,    Toronto,    Ont. 
Robert  C.  Wilkins  Co.,  Faruham,  Que. 

Thread     (Silk). 

Belding     Paul     Corticelli    Co.,     Montreal. 

One. 
.1.   Maygrove  &  Co.,  Ltd.,  5'/j  Aldersgate 

St.,    Loudon,    E.C. 
Thread    (Linen,    Carpet,    Machine). 

Walter    Williams   &    Co.,    Montreal,    Que. 

Underwear. 

S.    Lennard  &   Sons,    Dundas,   Ontario. 
Penmans,  Limited,  Paris,  Ont. 
Mercury    Mills,    Limited,    Hamilton,    Out. 
Reliance   Knitting   Co.,   King  «fc   Batburst 

Sts.,  Toronto,   Ont. 
G.    Brettle   &   Co.,    London,   Eng. 
Zimmerman    Manufacturing   Co.,     Hainil 

ton,   Ont. 
Humphreys      Unshrinkable      Underwear, 

Limited,   Moucton,   N.B. 
C.    Turnbull    Co.,    Gait,    Out. 
Harvey  Knitting  Co.,  Woodstock,  Out. 
Kingston   Hosiery  Co.,  Kingston,  Ont. 
Mclntyre  Son  &  Co.,  Ltd.,  Montreal,  Que. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St., 

Montreal,   Que. 
F.    W.    Robinson,    Ltd.,      Batburst      and 

Wellington    Sts.,    Toronto. 

Umbrellas    and    Parasols. 
R.     D.     Fairbairn     Co.,    105    Simcoe    St., 
Toronto. 

Vacuum    Cleaners. 

Invincible  Benovator  Co.,  81  Peter  St., 
Toronto. 

Veilings. 

Canada    Veiling    Co.,    Toronto. 

Thompson  Lace  &  Veiling  C,  59  Wel- 
lington   St.    W.,   Toronto,    Ont. 

Noveltv  Import  Co.,  76  Bay  St.,  Toronto, 
Ont. 


Velveteen*. 

J.  ic  J.  M.  Worrall,  Limited,  Manchester 
Eng. 

"Louis,"  57  Newton  St.,  Manchester,  Eng. 
Vanity    Cases. 

Walter    G.     Bretzfleld,    43     Leonard     St  . 
New    York,    N.Y. 
Women's   Outer   &    Under   Garments. 

YV.  R.  Brock  Co.,  Bay  &  Wellington  St>  . 
Toronto,   Ont. 

W.    R.    Brock    Co.,    Notre    Dame    St.    W  . 
Montreal,  Que. 
Woollens    and    Trimmings. 

John  M.  Garland  Son  &  Co.,  Ottawa,  Ont. 
Wax    Figures. 

Clatworthy    &    Son,    Ltd.,    161    King    St. 
W.,   Toronto. 

Dale   &    Pearsall,   106   Front   St.    E.,   Tor- 
onto,   Ont. 

Delfosse   &  Co.,    Montreal,    Que. 

A.  S.  Richardson  Co.,  99  Ontario  St.,  Tor- 
onto,  Ont. 

.1.   R.   Palmenberg's   Sons,  710  Broadway, 
New    York,   N.    Y.,   U.S.A. 

\\  hitewear. 

F.    G.    Hayward    Mfg.    Co.,    77    York    St.. 

Toronto,    Ont. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
Waists. 
Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 
K.    D.     Fairbairn    Co.,    105    Simcoe    St.. 

Toronto,    Ont. 
Ladies'     Wear,     Limited,    84    Wellington 
St.   W.,   Toronto,    Ont. 
Window    Shade    Paper. 

Stauntons,  Ltd.,  934  Yonge  St.,  Toronto. 
Wool     Underwear,    Men's. 
Thos.   Waterhouse  &   Co.,   Ingersoll,  Ont. 
Schofield    Woollen   Co.,    Osbawa.    Ont. 
Dr.    Jaeger    Co.,    Ltd.,    243-5    Bleury    St.. 
Montreal,  Que. 
Woven    Labels. 
Narrow    Fabric    Weaving   &    Dyeing   Co., 
Limited,  Gait,  Ont. 
Wallpaper. 
Stauntons,     Limited,    944    Yonge    Street. 

Toronto,  Ont. 
The    Watson    Foster  Co.,    Montreal,    Que. 
Colin    McArthur   Co.,    Montreal,   Que. 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The   Standard   Air    Brush  of  the   World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C  79. 

Thayer  &  Chandler,  Chicago 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Rushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The   Botanical   Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  III. 


!0CKgJ 


ATERSON 


LIMlTf  0 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


ALLEN     MANUFACTURING    COMPANY 
LIMITED 


Sale   by   Tender 


In  the  course  of  the  administration  of  the 
ESTATE  OF  THE  l.ATK  A.  W.  A'lVLEN,  oJ 
in,  City  "f  Toronto,  Manufacturer,  bis  execu 
tors  and  trustees  Lerebj  offer  for  sale  by 
tender  tin-  shares  of  capital  stock  of  the 
Allen  Manufacturing  Companj  Limited,  the 
par  value  of  which  is  .$-J.,0,000.  A  sale  will 
carry  with  it  the  following  assets  of  the 
lanj  the  "Allen  Building"  at  Simcoe 
and  Pearl  Streets,  Toronto,  plant,  stock  In 
i  rade  and  i  he  good  will  oi  the  w  hitewear 
buslne  a  and  the  Swiss  Laundry  carried  on 
by  this  Company,  Further  particulars  may  be 
bad    from    the    undersigned,    or     from      int 

TORONTO  GENERAL  TRUSTS  CORPORA 


ITON.      All    tenders    must    be   in    writing,    and 

must  be  delivered  In  The  Toronto  General 
Trusts  Corporation.  S,'{  Bay  St..  Toronto,  on 
or  before  the  19th  day  of  December,  lull 
Che  highest  or  any  tender  will  not  necessarily 
be  .' epted. 

Oiled   at   Toronto   this   10th   dav   of   Novem- 
ber, v.n  i. 

MOWAT,  i.A\i;i'ii\  &    \iaoi. i:\n.\n. 

156  Yonge  St.,  Toronto. 

Solicitors  for  the  executors  and  trustees. 


WANTED  TO  BUY 


WANTED  TO  BEAR  FROM  OWNEB  OF 
good  Dry  Goods  or  General  Merchandise  Store 
for     sale.       Give     particulars     and     cash     price. 

D.  F.  Push,  Minneapolis,  Minn. 


MANAGES    »  \NTEn. 


NOVA  SCOTIA  l'K\  GOODS  AND  FURNISH- 
Lng  Arm  doing  (00,000  business  want  hustling 
young  manager.  Men's  furnishing  man  pre- 
ferred.    Good  salary.     Apply,  with  references. 

to    C,    care    Dry    Goods    Review.    Toronto 

1U  SINESS      <  H.YNtES. 

no  VOT  WANT  TTi  SKI. I.  OR  HIV  A 
business?      If  so,   write   Moore   Pros..    Business 

Urokors,   MV_'    l.ninsdon    Pldg.,    Toronto.    Ont. 

AGENCIES    WANTED    --    EASTERN    MANT 
tacturers  looking  (or  energetic  Western  agent 
to    handle    lines    on    commission;    best    refer- 
ences.     Apply  to  H.  S,  Mussett.  :'<04  Hammond 

Rblg..    Winnipeg.    Man. 

SOCKS,   JERSEYS,   PANTS,   VESTS,  GLOVES 
and    kindred    goods    wanted    to    sell    on    corn- 
base      Established    1S82     Bos 

121,    The    Dry    G Is    Review.    SS    fleet    Street. 

London.    Eng 


SO 


DRY    GOODS    REVIEW 


y^l^t^l^^!^l^t^l^l^l^l^^lV84l!^tiS«[J!4lV8y 


DRY   GOODS    REVIEW 

The  Recognized  Authority  of  the  Canadian  Dry  Goods  Trade 


Vol.  XXVI 


TORONTO,  DECEMBER  2,  1914 


No.  23 


SPECIAL  ARTICLES. 

Page 

St.  Marys  Store  Aids  Xmas  Gifts  for  Soldiers 9 

Three  Special  Lines  for  January  White  wear  Sale 10 

Methods  in  Christmas  Merchandising — No.  3 11 

Prospects  Bright  for  Notions  Sales 13 

How  One  Store  Gave  Back  Full  Day's  Cash 14 

New  Series  on  Card  Writing 15 

Getting  the  Calendar  Into  Desirable  Hands 16 

Proof  of  Drawing  Power  of  Santa  Claus 17 

Play  Up  Useful  Gifts  in  Your  Advertising 44 

Separate  Department  for  Grown-ups '  Xmas  Gifts 70 

Preventing  Frost  from  Forming  on  the  Window 76 

Get  Local  Papers  to  Start  Xmas-Giving  Campaign 77 

DEPARTMENTS. 

Dress  Fabrics 22 

Fancy  Goods 26 

Footwear 33 

Equipment  and  Display  36 

House  Furnishings 46 

Millinery 50 

Furs 52 

Knitted  Goods   56 

Dress  Accessories 64 

Readv-to-Wear 72 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

JOHN   BAYNE  MACLEAN,   President  -:-  H.   T.   HUNTER,  General  Manager 

T.   B.   COSTAIN,     Managing  Editor 

(ESTABLISHED  188S) 

Cable  address:   Macpubco, Toronto;  Atabek,  London,  Eng 
PUBLISHERS  OF 

THE  DRY  GOODS  REVIEW. 


F.  M.  Alexander,    Manager 
A.  B.  Caswell,  Montreal  Representative 
F.  A.  Cockburn.  Toronto  Representative 
S.  S.  Moore,  Ontario  Representative 


H.  H.  Black,  Editor 
Miss  L.  Dixon,  Associate  Editor 
J.   W.  Tyson,   Associate  Editor 
Chas.  W.  Byers,  Associate  Editor 


CHIEF  OFFICES. 

CANADA— Montreal,    701-702    Eastern    Townships    Bank    Building;  Toronto,   143-149   University  Ave.,    Telephone  Main  7324;   Winnipeg 

34    Royal    Bants    Building,    Telephone    Garry    2313. 
GREAT    BRITAIN— London,    Eng.,    E.    J.    Dodd.    European    Manager.    88    Fleet    St.,    E.C.,    Telephone   Central   12960. 
UNITED   STATES— New  York,   R.   B.   Huestis,   115  Broadway,   N.Y.,  Telephone  Rector  8971.    Chicago,  111.,  A.  H.  Byrne,  6074  Stoney 

Island    Avenue.     Boston.    C.    L.    Morton.    Room   733.   Old    South    Bldg.,    Telephone    Main    1024. 
SUBSCRIPTION    PRICE— Canada,    Great    Britain,    South   Africa  and    the    West    Indies,    $2    a    year;    United    States,    $2.50    a    year; 

Other    Countries,    $3    a    year;    Single    Copies,    10    cents.      Invariably   in   advance. 


^/ffiiyflit?w^tf^ffi^ifr^^ 


81 


DRY      GOODS    REVIEW 


INDEX     TO      ADVERTISERS 


Australian  Draper 4 

Anderson,  Wm.,  Co 7 

B 

Bradford  Dyer 's  Assn 3 

Bradstreets    2 

Broek,  W.  R.,  Co.,  Toronto 8 

Burnet   &  Temple    30 

Belding  Paul  Cortieelli,  Ltd 69 

Broek,  W.  R.  Co.,  Montreal 19 


Copp,  Clark  Co 2 

Chipman-Holton  Knitting  Co 61 

Craftana 62 

Crex  Carpet  Co 47 


Dale  Wax  Figure  Co 39,  75 

Dreadnought  Serges 25 

DeLong  Hook  &  Eye  Co 27 

Dominion  Textile  Co 23 


Lennard,  S.,  &"Sons 62 

Liddell  's  Linens    6 

Lamson  Co 41 

Laberge,  Chevalier  &  Co 53 

Loeb  &  Schoenfeld 49 

Lace  Goods  Co 67 

M 

Montreal  Cottons,  Ltd 

Outside  Baek  Cover 

Maygrove,  J.,  &  Co 2 

Moulton  Mfg.  Co 67 

McKinley  Music  Co 4 

N 

Nerlich  &  Co 31 

Niagara    Silk   Mills   Co 57 


''Old  Bleach"  Linen  Co. 
Oppenheim  &  Roggen  .  . . 


4 
75 


Economist  Training  School 43 

Ensors,   Ltd 54 


Penmans,  Ltd 59 

Putnam,  A.  E 39 


Ferrier  Wire  Works   39 

Faire  Bros.  &  Co.,  Ltd 2 

Fairbairn,  R.  D.  Co.,  Ltd 65,  6(5 

6 

Garland,  John  M.,  Son  &  Co 5 

Gipe-Hazard   Store   Service  Co 43 

Greenshields,   Ltd 1 

Gagnon,  G.  II Inside  Front  Cover 


R 

Richardson,  A.  S.  &  Co. 


41 


Sultana  Mfg.  Co 35 

Stones,  John    25 

Salisbury,  E.  F.  W 30 

Steelier,  Louis 25,  75 


Henderson,  Robt.,  Co 6 

Humphreys     Unshrinkable      Under- 
wear, Ltd 60 

1  law  lev,  Alfred  &  Co 6 


Johns-Manville,    Canadian    H.     W. 

Co.,  Ltd 49 

Jaeger,  Dr.,  Co 60 


King,  John,  &  Son    25 

Kleinert  Rubber  Co 29 

Kawneer  Mfg.  Co 39 


Turnbull,  C.  Co 62 

Taylor  Mfg.  Co 37 

W 

Wood.  H.  L.,  &  Co 41 

Wilkins,  Robt.  C,  Co.  Inside  Front  Cover 
Western  Leather  Goods  Co 

Inside  Front  Cover 

Warden.  Henry '.V2 

Williams.  Greene  &  Rome 

Inside  Baiik  Cover 
Wolff,   Henry  &  Co 30 


82 


DRY     GOODS    REVIEW 

3£ma£  3Sobeltte£ 


military 
v;estee  sets 

LATEST  VOGUE 


No.  389 — Fine  French  Pique  Set  $12.23 
No.  390— Fine  English  Vesting  Set    8.75 


No.  391— Fine  French  Pique  Set  $11.75 
No.  392 — Fine  English  Vesting  Set  v." 
No.  393— Good  Quality  Pique  Set      6.50 


Trimmed  with  Gilt,  Black  or  Pearl  Buttons 


No.  369  -  -        Dozen  $4.50  No.  368  Dozen  $6.00 

Both  above  made  of  Fine  White  Satin,  latest    New   York  designs 


Military  Collar  and  Cuff  Sets 
No.  363— Fine  French  Pique.  Doz.  Set  $6.00 
No.  364 — Fine  French  Repp  "  6.00 

No.  366 — Fine  Silk  Repp  "  6.00 

No.  365 — Fine   English  Vesting     "  4.25 

All  Trimmed  with  Gilt  Buttons. 


ORDER 

NOW! 


No.  367— Fine  White  Satin,  Doz.  Set  $12.00 


THE   WILLIAMS,   GREENE  &  ROME  CO.,  LIMITED. 

BERLIN,  ONTARIO 
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TO  THE  RETAIL  TRADE 

This  month,  for  the   first  time,    all    important    stores 
in    Canada    will    be    showing    a    new   Home    Product 


□  □wwww 


The     "Allies"     Line 


United 

We 
Stand 


NAINSOOK. 


FOR 


Ladies  and  Children  s  Wear 


FINE   and  PURE 


0 


0 


TRIED  and  SURE 


□  n  ■mfiewwwtmrjnv  a  rcm-ws  twww  w«  wotto;  WiWS  WTMWWii 


.;..■'.  qd 


Ask  for  it  and  see  it,  whether  you  buy  or  not,  just  to 
get  acquainted. 

If  not  now,  you  will  require  it  later,  and  substitutes 
cannot  fill  the  want. 

"Allies"  Line 

(Trade-Mark  Registered) 

as  strong  and  worthy  as  their  name-sakes. 

FOR   SALE   BY   ALL   JOBBERS 
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^KHE  OLD  YEAK,  that 
^^y  has  left  its  mark  in  his- 
tory of  great  joys  and  as  great 
sorrows,  is  passing  out,  but 
the  New  Year,  as  it  comes 
to  meet  it,  bears  promises  of 
better  things  for  humanity,  a 
harbinger  of  a  new  order  in 
the  cycle  of  time. 

The  Keview  offers  the 
compliments  of  the  Yuletide 
season  to  its  many  readers, 
and  wishes  them  the  fullness 
of  prosperity  and  happiness 
during  the  year  that  is  ahead. 
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28  "  Service  "  ^ranches   Throughout    Canada 

•M  [NlOWl  ]  Canadian  Consolidated 

Rubber  Co.,  Limited 

MONTREAL,  P.Q. 


"DOMINION" 
RAINCOATS 

are  entirely 

MADE 

IN 

CANADA 

NO  OTHER  BRAND  IS 


Send  to  our  nearest  branch  for  prices 
and  full  information 


Canadian  Consolidated 
Rubber  Co.,  Limited 

MONTREAL,  P.Q. 

28  "Service"  {B'anchei    Tlnoughout    Canada 
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Eleventh  Hour  Suggestions  for  Christmas  Trade 

Keep  the  "Practical"  Gift  Idea  Working  up  to  the  Twelfth  Hour 
— Single  Out  Specially  Good  Selling  Lines  for  Individual  Booths 
or  Locations  —  Arguments  Canadian  Retailers  Are  Using  in 
Their  Ads. 


CHRISTMAS  business  with  the 
wintry  turn  to  the  weather  and 
the  nearer  approach  of  the  holi- 
day— backed  up  by  an  energetic  cam- 
paign on  the  part  of  many  advertisers 
and  some  newspapers — took  on  a  much 
more  favorable  turn  after  the  first  of 
December  and  reports  came  in  with  few 
exceptions,  that  there  was  a  distinct 
improvement.  This  was  noticeable  in 
the  clothing  business,  particularly  in 
overcoats,  and  in  furs,  the  determined 
assaults  by  low  prices  in  the  "latter  be- 
ing at  last  met  by  a  fairly  big  response. 
A  rush  to  advertise. 

Many  of  the  stores  that  had  been 
holding  back  rushed  in  with  big  displays 
and  almost,  it  would  seem,  forced  the 
public  into  taking-  notice  and  buying. 
The  appeals  were  along  shrewd  lines  in 
many  cases,  those  calculated  to  win  pub- 
lic support.  There  was  a  campaign, 
more  or  less  general,  to  discourage  the 
omission  of  Christmas  giving  this  year, 
pointing  out  that  the  needs  of  the  poor 
were  even  more  serious  than  usual,  and 
that  disappointment,  particularly  for 
children,  would  be  felt  keenly.  The  evi- 
dence is  unquestioned  that  appeals  of 
this  description  had  their  effect,  and 
deservedly  so  for  the  welfare  and  hap- 
piness of  the  community  as  well  as  of 
the  merchant. 

For  the  balance  of  the  time  the  merch- 
ant should  keep  up  his  advertising;  make 
the  introduction  retain  the  form  of  a 
general  convincing  talk,  play  up  useful 
gifts,  as  The  Review  has  advised  for  the 
past  two  months,  feature  definite  lines  of 
goods  with  the  prices  in  every  case, 
avoiding  generalities;  cut  down  prices  on 
lines  that  are  slow  sellers  the  last  few 
days  and  by  making  these  very  evident 
draw  in  enough  of  still  hesitating  busi- 
ness to  clear  out  the  most  of  your  Christ- 
mas stocks. 

Christmas  Tree  in  Toy  Window. 

For    n    special    toy    window    probably 


the  most  attractive  this  year  so  far  have 
contained  some  form  or  other  of  a 
Christinas      tree,      or     at   least  a   Santa 

i!IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIlllllllllllllllllllllllllllllllll^ 


I  When  They  Wake  ( 

on  Christmas  Morn 

s  will   there   be   any  gifts  await-  = 

1  ing    them    to   make    them    glad  |j 

=  they    live    in     Canada? 

|  Give  the  full  measure  of  Christ-  § 

I  mas    cheer    to    the    children    just  = 

=  as  usual.     Here  are  some  sugges  j 

j  tions  that  will  help  you  in  select-  g 

=  ing  gifts  for  your  young  friends:  = 


Red   Rocking  Chairs 
Rocking   Horses    (Shoo   Ply) 
Tin   Tea   Sets       - 


Trains,     Round     Track,    Engine 

and  Two  Cars       - 
Pop    Guns     (Stoppers) 
Dressed    Dolls 

Soldier  Suits 

Moving    Picture    Machine 
Slate    Desk    Blackboards 
Slate    Blackboard    (Easel) 
The   German   Menace    (mecl  ani 

cal    toy)        

Metal    Soldiers   of   all   countries 

now    at    war,    per    dozen 
Toy  Tool  Sets       ...       - 
Doll  Set.  consisting  of  1  rolling 
pin,  1   bowl,  1  potato  masher, 
1    pastry    board,   1   deep    pud- 
ding  dish 

Useful    Child's    Desk,    in    fumed 
oak   or  white  enamel   finish   - 

MARSH  &  SON 


25c 
70c 
19c 

75c 
25c 
25c 
35c 
$1.25 
$1.75 
80c 


15c 
$1.25 


35c 
$2.25 


I    The  "Original"  Store 


Windsor,  Ont.    = 


Here   is   a   toy   ad.   suggestion    with    plenty    of 
human   interest.     Note  the  war-time  items. 


Claus:  for  it  is  important  to  the  last 
degree  to  stir  up  the  public  to  the  feel- 
ing that  the  childish  expectations  must 
not  be  cast  down.  To  aid  this  several 
stores  have  worked  on  the  slogan 
"Christmas  as  usual."  It  should  not 
be  necessary  to  add — although  in  reality 
it  is  that  the  word  "war"  should  be 
banished  from  these  latter  pre-Christ- 
mas  ads. 

"Useful  Xmas  Gift  Club." 
One  of  the  best  ideas  along  the  prac- 
tical gift  idea  was  brought  out  by  Mur- 
ray-Kay. Limited,  of  Toronto,  who  ear- 
ly in  December  branched  out  into  full 
page  ads.  This  took  the  form  of  a  three- 
column  drawing  of  a  very  jolly  Santa 
Claus,  holding  a  scroll  on  which  was 
written : 

Canada,  Dec.   1914. 
Dear  Santa  Claus. 

Please  enroll  me  a  member  in  you* 
"Useful  Xmas  Gift  Club." 

I  understand  almost  everyone's 
heart 's  desire  this  year  is  to  get  some- 
thing Useful  for  Xmas.  It  is  a  most 
excellent  idea  and  I  am  urging  all  my 
friends  to  adopt  the  plan. 
Sincerely  yours, 

Mary. 
At  the  lower  left  hand  corner  was  the 
reply:  Everybody  says  the  same — "Use- 
ful gifts  this  year."— Santa  Claus. 

This  slogan  was  thrown  across  the  top 
of  the  ad.,  and  was  played  up  daily. 

An  Editorial. 
The  following  notice,  set  in  a  panel  at 
one  side,  was  also  good  reading: 

"This  store  is  in  active  sympathy 
with  the  spirit  of  economy  that  at 
present  is  influencing  the  expenditures 
of  a  large  number  of  persons  who  are 
desirous  of  distributing  holiday  re- 
membrances over  a  vaster  area  than 
ever  before. 

"That  our  sympathy  is  sincere  and 
tangible   is   evidenced   by   the  extraor- 


DRY    GOODS    REVIKW 


dinary,  not  to  say  almost  reckless 
price  reductions  which  we  have  made 
in  every  department,  and  embracing 
so  wide  a  range  of  desirable  and  use- 
ful merchandise  as  to  encompass  the 
wants  of  persons  of  every  age  as  well 
.  .as  in  almost  every  walk  of  life. 

"We  strongly  urge  our  friends  to 
keep  in  touch  with  our  bargain  offer- 
ings daily. 

"Our  window  space,  as  well  as  the 
newspapers,  will  be  used  generously 
to  give  the  desired  publicity  to  a  sale 
that  we  are  determined  to  make  the 
biggest  event  in  the  store's  history." 

"Christmas  as  Usual." 
W.  W.  "Wilkinson  &  Co.,  of  Gait,  feat- 
ured "Christmas  as  usual"  in  the  fol- 
lowing  introductory   paragraph: 

"Christmas  as  usual  should  be  the 
slogan  this  year  even  though  funds 
should  be  scarcer  than  usual  this  year 
Christmas  cheer  should  still  abound; 
good  will  is  not  so  much  to  be  found  in 
the  things  you  give  as  in  the  spirit  in 
which  we  enter  into  them.  "Christmas 
Gifts"  as  usual,  "hang  up  the  stock- 
ings," "everything  as  usual  even  if  it 
should  be  on  a  more  moderate  scale. 
Give  useful  gifts,  this  store  will  do  its 
best  to  assist  along  that  line,  every  de- 
partment is  now  crowded  witli  prac- 
tical and  useful  gift  good?  and  in  most 
cases  the  prices  are  lower  than  you  ever 
paid  for  goods  of  a  similar  character. 
We  welcome  you  to  look." 

"Keeping  Christmas." 
The     Robert     Simpson     Co.,     quoted 
Washington  Irving  as  follows: 

"I  love  to  see  the  day  will  kept  by 
rich  and  poor;  it  is  a  great  thing  to 
have  one  day  in  the  year,  at  least,  when 
you  are  sure  of  boimr  welcome  wherever 
you  go,  and  of  having,  as  it  were,  the 
world   all   thrown   open   to   you." 

"Buy  a  Gift  a  Day." 

The  Hudson's  Bay   Company   of   Van 

couver.  B.C..  spread   across  the  top  of  a 

page    the    words,    "The    new    Christmas 

Movement  -Buy  a  gift  a  day." 

Poinsettia  and  Holly  in  Ads. 

Otic  ad.  of  the  Eaton  store  in  Winni- 
peg,  made  an  ingenious  use  of  poinsettia 
and  holly  by  having  a  wreath  of  (lie 
funnel-    around    the    top    of   a    number   of 

their  illustrations  of  clothing  and  furs, 
and  (lie  latter  worked  into  a  light  shad- 
ed border.  The  ad.  began:  "What  a 
Christmas  business  we  are  having  — ■ 
everybody  happy  and  busy." 

Fairweathers,    Limited,    of    Montreal. 

urged:  "Make  Christmas  gifts  of  furs 
and  ladies'  attire,"  and  their  Toronto 
store  came  in  strong  on  (lie  "practical 
gift"    movement. 


"Buy  in  the  Morning." 
Smallman  &  Ingram,  of  London,  used 
the  words  as  an  opening  display  line, 
"The  Christmas  spirit  now  pervades 
this  store,"  and  followed  it  up  by  the 
following  suggestion  for  mornitiL;  buy- 
ing: 

"Every  section  is  sparkling  with  the 
spirit  of  the  holiday  season.  People 
from  all  parts  of  the  city,  people  from 
nearby  cities,  towns  and  villages,  and 
people  from  distant  points,  throng  the 
store  early  and  late,  inspecting  and  mak- 
ing their  selections  from  the  largest 
stocks  of  Empire-made  Christmas  goods 
ever  shown  in  this  city.  Wisest  people 
are  shopping  in  the  morning  hours,  they 
know  the  advantage  of  making  gift  sel- 
ections when  all  the  displays  of  each 
day  are  freshest  and  undisturbed.  There 
is  no  crowding  in  the  morning,  for  the 
store  is  big  and  spaces  wide  and  open 
everywhere.  Judge  for  yourself,  where 
is  the  real  and  greatest  Christmas  store, 
where  there  is  most  to  see  and  more 
room  to  see  it  in?  Judge  where  service 
is  best  and  truest,  and  deliveries  quick- 
est and  most  correct." 

"Toys  and  Dolls  Free." 

Suteliffes,  of  Lindsay,  had  a  special 
device.  "We  are  giving  toys  and  dolls 
free,"  thev  announced. 


"It  is  «»ur  special  Christmas  gift  and 
ue  hope  that  a  great  many  boys  and 
jrirls  will  profit  by  it.  Our  exceptional- 
ly good  holiday  values  mean  a  saving  to 
you  and  in  addition  the  10c  coupon  thai 
goes  free  with  every  dollar  purchase  will 
help  to  please  some  little  friend.  These 
are  two  strong  reasons  why  you  should 
do  your  Christmas  buying  at  Suteliffes, 
the  store  with  the  Christmas  spirit. 

"See  that  you  get  a  coupon  with  every 
dollars  worth  of  goods  purchased.  Every- 
thing but  furs  (which  are  now  so  re- 
duced  in  price)    are  included." 

The  C.  W.  Sherwood  Co.,  Limited,  of 
Regina,  Sask.,  announced  on  Dec.  5, 
"Our  Big  Wonder  Sale,— the  best  for 
less,"  introducing  "Christmas  merch- 
andise and  marvelous  values." 

The  sale  included  a  refund  of  railway 
fares   on  certain   conditions. 

Goodwins,  of  Montreal,  introduced  a 
novelty  in  printing  the  names  and  ad- 
dresses of  children  from  whom  "Santa 
Claus"  had  received  letters.  Was  it  a 
gentle  hint  to  their  parents  to  get  gifts 
for  them?  The  first  list  was  published 
on  Dec.  8. 

The  Review  publishes  these  "eleventh 
hour  suggestions."  with  the  idea  that 
some  may  prove  helpful  during  the  next 
few  days. 


Advertising — Persistent,  Definite 


A  RATHER  unusual,  but  very 
hopeful  sign  of  the  growing  spirit 
of  co-operation  between  news- 
paper publishers  and  retail  advertisers, 
was  indicated  at  a  recent  meeting  of  the 
St.  Lawrence  River  Counties  publishers 
in  Brockville,  at  which  an  address  on 
advertising  from  an  advertiser's  stand- 
point was  given  by  Mr.  George  A. 
Whight,  secretary-treasurer  of  The 
Robt.  Wright  Co.,  Limited,  of  Brock- 
ville. Mr.  Wright  is  in  charge  of  the  ad- 
vertising work  of  his  firm,  and  a  sam- 
ple of  his  "copy"  was  given  in  The  Re- 
view in  one  of  the  June  issues,  showing 
a  July  sale  circular. 

Persistent  and  definite  advertising  was 
(he  keynote  of  Mr.  Wright's  advertis- 
ing creed,  which  years  of  experience  had 
taught    him    was    the    correct    method    to 

produce  results.  Newspaper  space  with 
handbills  carefully  distributed  as  an 
auxiliary  constituted  the  best  advertis 
Lng.  Spasmodic  advertising  he  held  was 
of  very  little  use.  Even  large  spaces  in 
newspapers  if  used  only  occasionally, 
failed  of  the  desired  effect.  It  was  the 
persistent  advertising  that  caused  the 
name   of   a    firm    to    become    a   household 


word,  and  instantly  associated  in  the 
mind  with  daily  needs  of  purchasers. 

Another  principle  advanced  by  Mr. 
Wright  was  that  definite  advertising 
was  necessary  to  success,  and  the  quo- 
tation of  price-  a  great  factor  to  gain- 
ing public   attention    and   interest. 

Advertising  must  be  honest,  also,  for 
the  public  is  quick  to  discern  the  false 
from  the  true,  and  unless  facts  are  ad- 
vertised public  confidence  is  lost. 

An  interesting  point  was  advanced 
by  Mr.  Wright,  namely,  that  the  per- 
sistent advertiser  often  benefits  from  the 
advertising  of  the  occasional  advertiser. 
If  people  have  accustomed  themselves 
to  the  name  of  the  persistent  adver- 
tiser, they  are  often  found  going  to  the 
store  of  the  latter  for  goods  advertised 
in  some  other  firm  whose  name  appears 
only  occasionally  in   the  public   press. 


Russia  is  providing  her  prisoners  with 
German  newspapers.  Presumably  in  a 
kindly  effort  to  hide  the  truth  from 
them. 


Feature  Home  Dressmaking  Supplies  for  January 

This  a  Popular  Movement  at  This  Period  and  Store  That  Meets 
it  Will  Get  an  Increased  Business  in  Dress  Goods,  Trimmings, 
and  Nearly  Every  Other  Department  —  "Dressmaking  Week" 
Suggested. 


CULTIVATE  the  trade  of  the  wo- 
man who  is  planning  to  do  her 
own  sewing  in  the  coming  year, 
for  it  will  be  worth  while,  is  the  advice 
The  Review  would  pass  along  to  the  dry 
goods  trade,  as  one  of  the  late  develop- 
ments of  present  conditions.  There  are 
many  women  who  have  been  doing  their 
own  sewing  lately,  and  their  influence  is 
felt  in  many  ways.  But  tbe  number  that 
have  done  this  in  the  past  is  small  com- 
pared with  the  number  that  will  be  do- 
ing the  family  sewing  in  the  future. 

The  woman  who  does  her  own  sewing 
will  be  a  welcome  customer  in  many  de- 
partments. She  will  not  only  be  a  big 
buyer  but  she  will  buy  good  materials. 
The  chief  inducement  she  has  bad  in  un- 
dertaking this  extra  work,  and  the  rea- 
son why  the  condition  has  grown  is  be- 
cause the  woman  who  does  her  own  sew- 
ing finds  that  she  can  afford  to  buy  bet- 
ter materials  and  more  expensive  trim- 
mings because  she  saves  the  cost  of  mak- 
ing. Moreover,  she  finds  that  the  same 
amount  of  money  that  she  used  to  spend 
upon  one  ready-made  gown  will  cover 
the  cost  of  two  or  even  more  when  the 
«own  is  made  at  home. 

Turning  a  Difficult  Corner. 

The  Canadian  woman  is  being  called 
upon  to  turn  a  difficult  corner,  and  to 
face  a  situation  where  she  has  many 
calls  upon  her  purse  and  charity,  and 
she  has  to  meet  them  in  many  cases  with 
a  diminished  income.  Therefore,  she  is 
actively  engaged  in  making  a  dollar  bill 
go  as  far  as  it  can.  The  merchant's 
problem  is  to  help  her  to  do  this  and 
also  to  make  a  profit  on  the  transaction, 
and  the  key  to  the  situation  seems  to  lie 
largely  in  encouraging  the  home  sewer. 

Home  sewing  will  bring  the  needed 
business  into  many  stores,  for  it  means 
that  the  merchants  will  make  a  profit 
upon  every  ar- 
ticle that  goes 
into  the  home- 
made gown,  and 
that  many  de- 
partments will 
share  in  the  ad- 
ded b  u  s  i  n  e  ss. 
Also  it  means 
that  the  turn- 
over in  many  de- 
partments can  be 
increased  and  no 
i  n  c  o  n  s  iderable 


DRESSMAKING    WEEK. 

The  importance  of  featuring  dress- 
making supplies  has  already  been  recog- 
nized by  the  G.  W.  Robinson  Co.,  of 
Hamilton,  who  recently  announced  a 
"Dressmaking  Week,"  and  made  special 
displays  of  supplies  and  advertised  in 
the  papers.  In  the  store  a  large  sign 
announced  the  location  of  the  circle 
where  these  "notions"  could  be  secured. 

added   profit      can      be  made   from   this 
source. 

The  dress  department  should  benefit 
largely.  The  fact  that  more  material 
will  be  needed  for  the  Spring  gown  will 
be  a  matter  of  less  importance,  and  the 
added  cost  can  be  more  comfortably  got- 
ten over  with  the  woman  who  is  going 
to  make  her  own  gown.  Another  profit- 
able factor  in  this  department  is  that 
the  woman  who  is  going  to  do  the  work 
herself  will  feel  at  liberty  to  select  a 
better  priced  material,  ami  this  is  going 
to  keep  up  botli  the  takings  and  the  pro- 
fits in  this  departments. 

Many  Departments  Will  Benefit. 

Then  there  are  many  departments 
through  the  store  that  will  feel  the  im- 
petus of  this  added  business  right  at  the 
time  when  it  is  important  that  sales 
should  be  kept  up.  The  trimming  de- 
partment will  benefit  and  so  will  the  lace 
the  embroidery  and  the  ribbon  depart- 
ments. Notions  and  dressmakers'  find- 
ings should  have  a  large  sale  and  should 
make  an  added  profit  out  of  the  business. 

Moreover  this  will  be  clear  profit,  and 
this  profit  will  not  be  cut  into  by  ex- 
pensive displays  such  as  style  shows,  and 
living-model  exhibitions.  The  merchant 
will  have  to  go  after  this  business,  but 
he  will  have  to  go  after  it  from  a  differ- 
ent angle.     Tt  will  be  good  merehandis- 


Thls  illustrates  the  design  for  a  booth  in  a  Canadian 
store  which  might  well  be  adopted  for  Dressmaking 
Week.,  The  woodwork  was  painted  white  and  the  letters 
were  made  up  of  cards  of  hooks  and  eyes  and  buttons. 
Small  electric  bulbs  made  the  booth  stand  out  prominently. 


ing  and  good  buying  that  will  be  needed 
— the  giving  of  true  service  by  buying 
the  goods  that  have  value,  by  keeping  up 
his  assortments  and  having  the  goods  on 
hand  when  needed.  The  quality  of  his 
stock  will  have  to  be  well  looked  to  for 
women  will  be  critical  when  they  are 
using  the  articles   themselves. 

The  Pattern  Department. 

The  merchant  going  after  this  business 
will  find  he  has  a  valuable  aid  in  a  good 
pattern  department.  The  pattern  houses 
have  been  educating  women  along  the 
lines  of  home  sewing  for  many  years, 
and  the  merchant  will  find  they  are  more 
than  willing  to  co-operate.  Merchants 
should  look  well  to  this  department  and 
if  it  has  been  neglected  should  bring  it 
up  to  date.  In  many  stores  where  these 
ideas  in  retailing  are  in  full  force  the 
pattern  department  is  the  hub  of  the 
whole  matter.  Women  visit  it  first  to 
select  the  style  of  the  gown,  and  take 
the  lengths  of  the  materials  from  the 
pattern.  This  department  furnishes  the 
very  latest  style  information  through 
the  medium  of  its  fashion  sheets  and 
posters  and  the  merchant  who  is  contem- 
plating going  after  the  new  business 
idea  will  find  it  to  his  advantage  to  know 
what  the  pattern  people  are  doing. 

@ 

NOTTINGHAM  CONDITIONS. 

All  circumstances  considered,  the  Not- 
tingham lace  trade  appears  to  keeping 
up  fairly  well.  The  condition  of  things 
is  by  no  means  rosy,  but  they  might  be 
considerably  worse.  A  goodly  number 
of  orders  have  been  received,  largely 
from  the  United  States  and  Canada,  and 
the  home  markets  have  not  been  quifp 
idle.  It  would  not  be  correct,  however, 
to  describe  the  trade  as  good. 


The  latest  nov- 
elties i  n  hand- 
kerchiefs are 
made  of  French 
chiffon  in  white, 
pink,  blue,  laven- 
der and  ecru  col- 
or.  They  are  the 
last  word  in 
transparency  and 
sheerness.  They 
are  well  suited 
for   evening. 


Dry  Goods  Store  Replaces  Wet  Goods  Emporium 

Old,  Run-Down  Hotel  at  Trenton  Transformed  Into  Modern  Es- 
tablishment for  Meeting  Needs  of  Men  and  Women — J.  Sutcliffe 
&  Sons  Have  Put  Business  on  an  Extensive  Basis  in  a 
Year — Modern  Business  Ideas  Adopted. 

By    a    Staff    Correspondent. 


ON  the  1st  day  of  July,  1913,  there 
stood  on  the  main  street  of  Tren- 
ton, Ont.,  an  old  hotel  which  had 
so  far  served  its  days  of  usefulness  that 
the  license  had  been  cancelled  and  the 
last  spark  of  business  had  fled.  Little 
better  than  an  eye-sore  to  the  people 
of  the  town,  it  occupied  a  prominent 
position,  while  people  were  inclined  to 
cross  to  the  other  side  of  the  street  to 
pass  it.  On  the  11th  of  September  there 
was  opened  the  dry  good's  establish- 
ment of  J.  Sutcliffe  &  Sons.  From  a 
poor  hotel  building  there  had  1  ■ 
created  a  modern  retail  establishment, 
handling  dry  goods,  ready  garments  for 
women's  wear  and  house  and  men's  fur- 
nishings. 

On  the  11th  day  of  September,  1914, 
the  first  year  of  the  firm  in  the  new 
store  had  been  completed..  The  business 
which  had  turned  its  stock  in  the  first 
four  months  had  continued  to  thrive  and 
expand.  An  additional  store  bad  been 
added  for  the  accommodation  of  the 
men's  wear  department,  which  already 
1ms  taken  the  position  of  representing 
one-third  of  the  volume  of  trade — and 
has  done  this  without  detracting  from 
the  receipts  of  the  main  store,  of  which 
it    was  a   part. 

Purely    Cash   Basis. 

Of  the  development  of  the  Sutcliffe 
business  in  Trenton  there  is  much  of 
interest  to  be  said — and  not  the  least 
interesting  is  the  fact  that  this  store. 
like  others  which  the  firm  has  in  On- 
tario, is  conducted  on  a  purely  cash 
basis.  The  policy  upon  which  the  busi- 
ness has  been  buill  has  been  to  give  good 
value  and  ask  cash;  to  get  the  confi- 
dence of  the  people — the  great  asset  of 
retail  business — by  selling  dependable 
and  trustworthy  goods  rather  than  the 
things  which  are  cheap,  and  by  keeping 
the  motto  of  endeavoring  to  sell  the 
things  which  appeal  to  the  customers  of 
the   store    for   their   own    use. 

It  was  in  July,  1912,  that  the  Sutcliffe 
interests  located  in  Trenton,  but  the 
store   which    was    opened    then    was   de 

slroyed   by   fire   in    I  he    following  January 

II    was   while   waitins    Eor  flew  premises 

that     the     opportunity     came     to     secure 
•1 Id     hotel     property     and     this       was 

boughl    by   the   firm. 

Changing   Sentiment   Too. 
The  transforming  of  what   was  little 


short  of  a  wreck  into  a  modern  store 
was  a  big  undertaking.  To-day  the  main 
retail  section  is  situated  where  before 
there  was  a  dingy  bar.  Theu  too,  there 
was  the  sentiment  of  the  public  to  be 
changed.  Would  the  people  come  to  a 
store  which  was  on  the  site  of  a  build- 
ing which  had  been  shunned  by  many  ? 
The  public  answered  favorably.  Mr.  Sut- 
cliffe believed  that  they  desired  to  show 
their  appreciation  of  the  enterprise 
which  has  done  so  much  to  "clean  the 
face"  of  the  town.  He  considers  that 
no  one  thing  in  many  years  has  done 
so  much  to  improve  the  main  street  of 
Trenton. 

The  main  store  is  about  forty  feel  wide 
by  about  double  the  depth.  It  is  bright 
and  well  fitted.  Throughout  the  fixtures 
are  modern  and  designed  to  give  the 
best  of  service  without  being  elaborate. 
There  are  cabinets  for  the  ready-to- 
wear  garments  and  splendid  plate  glass 
silent  salesmen  for  the  small  wares 
which  are  shown  under  electric  light 
when  necessary.  Here  are  sold  the  gen- 
eral dry  goods  lines,  costumes,  etc. 
Housefurnishings  are  sold  on  the  2nd 
floor  and  the  men's  department  is  now- 
located  in  a  store  adjoining  which  was 
also  a  part  of  the  hotel  property. 

A  Rooming  Establishment. 

When  the  Sutcliffe  interests  bought 
the  hotel  property  they  took  a  pretty 
big  bite.  With  ninety  feet  frontage  it 
extends  back  from  a  hundred  and  ten 
to  about  three  hundred  feet.  All  but  our 
of  the  ground  Boor  stores  are  now  i  c 
cupied,  but  upstairs  only  the  section  for 
housefurnishings   is    used. 

The  balance  is  conducted  as  room- 
ing quarters  and  by  the  store  manage- 
ment. Efforts  were  made  to  rent  these 
rooms,  which  formerly  served  the  guests 
of  the  hotel,  but  it  was  not  a  good  time 
for  renting  offices.  The  other  course 
was  to  conduct  them  as  living  apart- 
ments. This  was  done.  The  furniture 
was  brightened  up.  A  woman  was 
placed  in  charge  with  quarters  on  the 
lloor.  Since  November  practically  all  of 
the  rooms  have  been  occupied  and  the 
firm  has  taken  in  rents  three  times  as 
much  a<  they  would  have  been  prepared 
to  take  to  let  the  quarters  to  other  par 
ties. 

A    feature   of   these   rooms    also    it    that 

there   is  splendid   accommodation    avail 


able  for  the  clerks  of  the  store  a  num- 
ber of  whom  have  taken  advantage  of 
the  convenience.  Formerly  this  bad 
been  one  of  the  difficulties  of  clerks 
coming  to  work  in  stores  in  the  town. 
Doing  Things  Differently. 
.1.  A.  Sutcliffe,  on  whom  has  devolved 
the  duty  of  building  up  this  organization 
— and  who  has  been  a  pretty  busy  man 
during  the  eventful  year  since  the  new 
-tore  was  opened,  is  a  man  who  believes 
in  doing  things  differently  (but  not  too 
differently).  He  does  not  stand  hard 
and  fast  by  the  old  rules  of  business, 
iie  has  ideas  of  his  own;  but  he  is  very 
careful  in  the  trying  out  of  new  ideas, 
for  he  appreciates  that  he  is  dealing 
with   conservative  people. 

Sand  Pit  for  Children. 
Mr.  Sutcliffe  believes  in  accommodat- 
ing  the  patrons  of  his  store  and  he  has 
arranged  many  features  for  their  con- 
venience. When  you  step  out  of  the 
hack  door  you  find  a  small  enclosure 
with  a  neat  little  green  fence  around  it 
and  an  easy  swinging  gate.  It  looks 
like  a  small  flower  garden  but  there  is 
too  much  sand  for  growth.  This  is 
where  the  mothers  of  Trenton  and  the 
vicinity  can  leave  their  children  while 
making  their  purchases.  There  is  •  hree 
feet  of  sand  here  to  be  dug  up  by  the 
little  folks.  They  are  accommodated 
with  pails  and  spades  and  are  as  happy 
as  clams  while  their  mothers  make  (heir 
purchases. 

A  Rest  Room. 

Then  there  is  a  comfortable  rest  room 
in  a  tastefully  appointed  balcony  at  the 
back  of  the  store.  Here  are  easy  sea 
grass  chair-  where  shoppers  can  sit  and 
view  the  store  and  a  neat  writing  table 
where  they  can  send  notes  or  pest  cards. 

There  are  many  people  who  come  a 
considerable  distance  to  the  town  to 
do  their  shopping  and  there  are  few 
places  where  the  women  can  go  and  rest 

hence  the  accommodation  is  greatly 
appreciated. 

Return  Tickets  on  $2  Purchase. 
For  the  Thanksgiving  sale  this  year 
Mr  Sutcliffe  decided  upon  an  unusual 
inducement  to  gel  outsiders  to  town  to 
do  their  shopping.  This  was  an  offer  to 
refund  half  the  railway  fare  to  any  one 
producing  a  return  railway  ticket  pnr- 
(Continued  on  page  5.) 


No  Guarantee  for  Linen  Delivery  After  March 

Much  Anxiety  Over  Flax  Supplies  and  Only  Early  Spring 
Orders  Are  Now  Accepted — No  Further  Advance,  However, 
During  Past  Few  Weeks  —  Staple  Lines  in  Fair  Shape,  But 
Special  Orders  Uncertain. 


THE  flax  situation,  and  therefore, 
the  linen  supply,  is  becoming  a 
problem.  From  the  best  informa- 
tion available  from  a  number  of  sources 
it  appears  that  Canadian  retailers  will 
be  fairly  well  protected  for  their  Spring 
supplies,  but  the  Fall  supplies,  and  prob- 
ably sorting  orders  early  next  year  have 
become  very  problematical.  Canadian 
representatives  of  some  of  the  largest 
manufacturers  in  Ireland  state  that  they 
are  continuing  to  take  orders  for  deliv- 
ery in  March,  and  that  so  far  there  has 
been  no  refusal  on  the  part  of  the  mills 
to  cut  down  on  the  orders,  but  their  in- 
structions are  not  to  take  orders  for  de- 
livery after  March  unless  both  orders 
and  prices  are  ratified  by  the  home  firm. 
Even  as  it  is  the  number  of  lines  have 
been  considerably  curtailed,  and  the  po- 
sition in  regard  to  special  orders  is  very 
precarious.  It  is  mainly  from  the  stocks 
of  made  up  goods  that  are  on  hand  that 
the  mills  will  fill  orders  in  staple  lines 
for  early  Spring  delivery.  The  advance 
in  quotations  still  averages  about  10  per 
cent.,  and  at  this  figure  most  Canadian 
firms  are,  and  have  been  doing  their 
buying. 

Two  Months  Late  in  Going  Out. 

The  booking  of  orders  for  Spring  de- 
livery in  linens  usually  commences  early 
in  September,  and  is  finished  about  the 
end  of  October.  This  year  it  was  nearly 
the  end  of  October  before  the  manufac- 
turers' agents  and  wholesalers  felt  able 
to  take  orders  with  any  surety  of  their 
being  filled,  as  the  situation  up  to  that 
time  continued  very  critical.  This  sea- 
son the  orders  have  been  taken  in  No- 
vember, and  travellers  are  still  out  and 
will  be  until  the  Christmas  season.  What- 
ever the  price  rises  to  for  next  Fall  job- 
bers do  not  look  for  cheap  linens  for 
several  years. 

Destroyed  Belgian  Mills. 

The  Canadian  agent  of  a  well-known 
Belfast  firm  stated  the  situation  as  fol- 
lows: As  you  have  mentioned  before  the 
manufacturers  depend  to  a  great  extent 
upon  Belgium  for  supplying  flax  yarns 
while  the  coarser  ones  come  from  Rus- 
sia, and  Ireland  itself  supplies  a  very 
small  proportion  of  what  is  used.  As 
far  as  we  have  been  able  to  learn  the 
export  of  flax  has  been  prohibited  by 
the  Germans  who  are  in  control  of  the 
situation  in  Belgium,  and  what  is  not  de- 
stroyed in  the  fields  by  the  armies  has 
been  gathered  and  sent  to  Germany  for 
the  use  of  the  Germans.     It  is  also  de- 


clared that  machinery  in  a  number  of 
mills  has  either  been  removed  or  certain 
parts  destroyed,  which  would  prevent 
the  mills  from  resuming  operations  even 
after  the  Germans  are  driven  out  of 
Belgium  and  France. 

Only  Sure  of  Staples. 

"Some  spinners  are  holding  the  yarn 
they  have  on  hand  for  prices  that  will 
be  in  conformity  with  the  big  advances 
in  flax,  and  manufacturers  who  do  not 
spin  will  soon  be  in  worse  condition  than 
ever,"  declared  a  Canadian  agent.  "All 
open  orders — that  is,  for  goods  not  re- 
garded as  staples — are  now  subject  to 
confirmation  not  only  for  making  but 
for  delivery.  For  all  samples  we  are 
showing,  however,  we  are  in  a  position 
to  supply  the  goods,  at  an  average  of 
10  per  cent,  advance. 

"Courtrai  is  the  centre  of  the  flax 
trade  in  Belgium,  and  you  know  what 
position  it  is  in  to  supply  flax. 

"It  is  said  that  a  few  shipments  have 
come  in  from  Russia  by  way  of  Arch- 
angel but  that  port  must  be  closed  in  by 
now  and  will  not  be  open  again  to  navi- 
gation until  late  next  Spring.  A  lanre 
quantity  of  Russian  flax  is  spun  ordin- 
arily in  Scotland." 

Advance  of  60  Per  Cent,  on  Flax. 

The  agent  of  another  mill  stated  that 
prices  on  some  shipments  of  flax  had 
risen  from  10s.  to  16s..  sixty  per  cent., 
and  it  could  be  supplied  at  this  advance 
only  in  small  quantities. 

Prices  for  coarser  linens  were  up  more 
than  finer  lines  as  more  labor  was  in- 
volved in  the  manufacture  of  the  finer 
lines  and  the  cost  of  yarn  was  therefore 
a   smaller  proportion  of  the  cost. 

Reports  from  Belfast  state  that  flax 
is  held  for  very  high  prices,  one  Russian 
shipment  selling  for  three  times  what  it 
did  before  the  war.  "The  bulk  of  the 
spinners  still  have  fair  stocks  but  more 
anxiety  begins  to  be  felt  about  the 
future. 

The  Textile  Mercury  in  a  despatch 
from  the  market  of  Dundee  states: 
"Linen  yarns  are  very  scarce,  and  both 
dry  spun  and  wet-spun  qualities  are 
dearer  than  ever,  but  sales  are  few.  In 
linen  goods  no  general  business  is  pos- 
sible at  extreme  prices  now  asked.  In 
Government  orders  makers  are  very 
busy. ' ' 

Indeed  the  government  needs  are  so 
urgent  that  the  United  States  is  being 
scoured  for  supplies. 

A   substitute  for  Rolsfian  flax  is  being 
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tried  in  the  finer  grades  of  Italian  hemp, 
but  a  difficulty  with  using  this  is  that 
the  spinning  machines  must  be  altered. 

Jute  Drops  Far. 

For  the  coarser  lines  the  jute  situa- 
tion gives  more  hope  since  the  removal 
of  the  "Emden."  A  report  from  Dun- 
dee reads:  "In  almost  every  position  the 
local  jute  market  is  easier.  The  prospect 
of  steady  and  safe  shipments  from  Cal- 
cutta has  caused  spinners  to  carefully 
consider  the  question  of  their  jute  pur- 
chases, and  with  present  reasonable 
prices  the  demand  for  raw  material 
ought  to  improve.  Sales  are  much  more 
numerous.  Spot  jute  is  held  for  £26,  but 
with  near  at  hand  parcels  of  first  marks 
available  at  £20  to  £22  the  hopes  for  the 
holders  at  £26  are  poor.  The  crop  is 
large  and  with  so  many  Continental  buy- 
ers out  of  the  market  the  general  idea 
is  that  prices  are  bound  to  be  low.  As 
it  has  fallen  from  £36  to  £16,  spinners 
are  naturally  more  interested  to-day. 
and  sales  are  more  active  than  for  a 
lonsr  time   back." 


DRY      GOODS      STORE      REPLACES 
WET   GOODS   EMPORIUM. 

(Continued  from  page  4.) 
chased   within   twenty-five  miles  of  the 
town  between  the  8th  and  17th  of  the 
month,  inclusive,  upon  a  purchase  of  $2 
being  made. 

He  states  that  he  had  proposed  to 
make  the  amount  $1,  but  he  was  afraid 
that  it  would  look  so  good  as  to  cause 
some  skepticism.  He  figures  that  any  one 
coming  twenty-five  miles  will  spend  a 
good. deal  more  than  a  dollar  and  that 
there  is  also  good  business  in  the  ad- 
vertising effect  of  getting  people  com- 
ing to  the  town  from  a  distance. 

One  of  the  awkward  features  of  the 
premises  is  that  there  is  a  lane  between 
the  main  store  and  the  men's  depart- 
ment. This  is  one  of  the  old  features  of 
the  hotel  property  and  there  are  land 
holders  on'  either  side  who  hold  the  right 
to  use  it. 

This  was  one  reason  why  the  firm  has 
acquired  property  back  three  hundred 
feet  and  an  effort  is  bemr  made  to  get 
an  outlet  at  the  rear  which  will  be  sat- 
isfactory to  all  concerned. 

Closing  the  land  would  mean  another 
front  store  adjoining  the  main  depart- 
ment— and  it  could  be  fixed  up  at  a  cost 
of  a  little  more  than  $200  according  to 
fisrures  which  have  been  secured. 


Retailers'  Relations  to  New  Compensation  Act 

They  Are  Excluded  from  Part  1,  Which  Compels  an  Assessment 
for  Every  Employee — Liability  for  Injuries  to  Sales  Clerks  Same 
as  Under  Old  Act — For  Other  Employees  Liability  Increased — 
Must  Pay  Assessment  for  All  Elevator  Men. 

From   Etaff  interviews  with   members   of  the   Compensation   Board. 


WITH  the  late  announcement  in 
the  Ontario  Gazette  of  a  series 
of  regulations  approved  by  the 
Board,  and  passed  by  an  Order-in- 
Council  of  the  Provincial  Cabinet,  the 
working  out  of  the  Workmen's  Com- 
pensation Act  begins  to  assume  more 
definite  shape.  In  this  article  an  effort 
is  made  to  present  to  the  retail  mer- 
chants the  main  features  of  the  Act, 
and,  in  more  detail,  its  provisions  as  it 
applies  to  them  directly.  These  are  the 
more  important,  as  it  is  understood  to 
be  the  wish  of  the  Board  to  include  all 
establishments  at  some  future  date  in 
the  active  control  of  the  Board,  and  in 
that  case  it  would  be  well  for  the  retail 
merchants  to  have  a  clear  understand- 
ing of  the  Act  as  it  now  stands  upon 
the  statute  book,  and  also  to  follow  its 
operations  in  order  that  they  may  be 
able,  if  the  time  comes  for  a  decision, 
to  reach  an  intelligent  conclusion  as  to 
their  future  attitude. 

Retailers  Not  Included. 

The  most  important  feature  probably 
of  the  new  regulation,  is  that  they  make 
it  clear,  once  and  for  all,  that  whole- 
sale and  retail  mercantile  business  es- 
tablislnnents  are  excluded  from  the  ac- 
tive operation  of  the  Act.  That  is  to 
say.  that  the  employees  of  retail  and 
wholesale  stores  are  not  included  in  the 
classes  for  which  the  employer  is  com- 
pelled to  pay  an  annual  percentage  of 
the  wages,  and  out  of  which  lump  sum 
the  Compensation  Board  will  pay  out 
the  specified  amount  in  ease  of  injury. 
So  far  as  employees  of  retail  stores  are 
concerned,  therefore,  the  position  re- 
mains, with  one  exception,  pretty  much 
as  it  was  before,  and  in  case  of  damages 
the  store  will  not  be  the  arbiter,  but  the 
case  must  either  be  settled  as  between 
employer  and  employee,  or  come  be- 
for  the  court  as  an  ordinary  action.  In 
other  words,  retail  as  well  as  wholesale 
establishments  come  under  Part  2  of  the 
A.t. 

Comes  Into  Effect  Next  Year. 

Tlic  Workmen's  Compensation  Act  of 
Ontario  was  passed  in  the  1014  session 
of  tlie  Legislature,  after  an  extended  in- 
. -I  i  at  h>n  by  Sir  Wm.  Meredith.  Tt 
■  hmts  the  question  of  compensation  for 
accidents  happening  In  workmen  in  the 
course  of  their  employment,  and  will  be 
brought    into   effect   at   the  beginning  of 


the  year  1915.  The  part  of  the  Act  to 
be  administered  by  the  Board  is  called 
Part  1.  This  does  not  apply  to  all  em- 
ployment, but  includes  a  very  large  num- 
ber of  industries,  chief  among  them, 
manufacturing,  building,  lumbering,  min- 
ing, transportation,  navigation,  the  op- 
eration of  public  utilities,  etc. 

In  the  case  of  all  employees  in  indus- 
tries in  Schedule  1  the  Board  levies  an 
assessment  and  collects  an  accident 
fund,  out  of  which  the  compensation  to 
workmen  is  to  be  paid,  and  employers 
are  not  individually  liable  to  pay  this 
compensation.  In  the  case  of  Part  2, 
the  employers  do  not  pay  into  the  general 


THE  R.M.A.  STAND  ON  EX- 
CLUSION. 

The  Retail  Merchant*'  Asso- 
ciation, Ontario  Branch,  op- 
posed the  inclusion  of  the  retail 
trade  under  the  Workmens' 
Compensation  Act  on  the 
present  time  retailers  could  se- 
cure accident  insurance  on  em- 
ployees from  insurance  com- 
panies at  a  very  low  rate.  At 
the  same  time,  the  Association 
states,  the  retailer  need  only  in- 
sure those  employes  whom  he 
thinks  are  liable  to  injury  and 
can  omit  the  others.  This 
means  that  whereas  if  the  re- 
tailer had  been  included  in  the 
Act  he  would  have  had  to  pay 
a  premium  for  every  employe, 
he  now  by  obtaining  insurance 
from  existing  insurance  com- 
panies has  only  to  pay  for  those 
he  wishes  to  insure  against  acci- 
dent. While  it  is,  of  course, 
impossible  to  say  at  this  early 
date  the  basis  of  the  premiums 
under  the  new  Act.  the  Retail 
Merchants'  Association  felt  that 
it  would  not  be  to  the  advant- 
age of  the  retailer  to  be  under  it. 

Another  consideration  was 
that  if  the  retailers  had  been  in- 
cluded, they  would  have  6e<  " 
compelled  t<>  insure  every  em- 
ploye, where  us  now  it  is  op- 
tional. They  felt  it  would  be  a 
stroke  against  the  freedom  then 
now  en  jo  ii. 


fund,  but  are  individually  liable  to  pay 
a  compensation  when  an  accident  oc- 
curs. 

The  compensation  for  the  injury  is  on 
a  much  wider  basis  than  under  the  old 
Act.  And  it  is  not  decided,  to  nearly  the 
extent  it  was,  by  the  question  of  negli- 
gence or  absence  of  negligence  on  the 
part  of  employer  or  workman.  The 
only  places  where  compensation  is  not 
payable,  providing  the  accident  arises 
out  of  and  in  the  course  of  the  em- 
ployment are  (1)  where  the  disability 
lasts  less  than  seven  days,  (2)  where 
the  accident  is  attributed  solely  to  the 
"serious  and  wilful  misconduct  of  the 
workmen  and  does  not  result  in  lasting 
or  serious   disablement." 

It  is  also  provided  that  there  can  be 
no  agreement  to  forego  the  benefits  of 
the  Act,  and  that  no  part  of  the  amount 
payable  to  the  accident  fund  by  the  em- 
ployer is  chargeable  against  the  work- 
man, nor  can  the  compensation  be  as- 
signed, charged  or  attached  except  with 
the  approval  of  the  Board.  It  is  also 
provided  that  the  employer  himself  may 
be  carried  on  the  list,  at  a  reasonable 
salary,  not  exceeding  $2,000  per  annum. 
and  compensation  may  be  paid  for  out 
of  the  general  fund,  like  the  case  of  an 
ordinary  workman. 

It  is  understood,  of  course,  that  com- 
pensation under  the  Act  prevents  fur- 
ther acts  under  the  common  law  for  the 
same  injuries. 

The  scale  of  compensation  is  given 
elsewhere  in  this  article,  and  it  is  an 
important  feature  of  the  new  system 
that  the  money  is  payable  periodically 
rather  than  in  a  lump  sum.  and  as  a 
rule  it  continues  during  disability  or 
dnrinsr  life,  as  the  case  may  be.  It  is 
also  provided  that  where  the  impairment 
of  earning  capacity  does  not  exceed 
10  per  cent.,  the  compensation  is  fixed 
by  the  hoard  in  a  lump  sum.  unless  the 
board  think  it  is  not  to  the  advantage 
of  the  workman  to  do  so.  In  all  other 
eases  the  hoard  may  fix  the  compensation 
at   a  lump  sum  if  it  sees  fit. 

The  general  division  of  the  operations 
of  the  Act  includes  No.  1.  which  re- 
quires all  question  as  to  the  right  of  the 
compensation  and  the  amount  to  be  de- 
termined by  the  Board  and  its  officers 
instead  of  in  the  court.  The  employer  is 
required    to    notify    the    Board       within 
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three  days  of  any  accident  happening  to 
a  workman  in  his  employ.  A  workman, 
on  his  part,  must  give  notice  of  the  ac- 
cident to  the  employer  as  soon  as  pos- 
sible, and  must  make  claim  for  compen- 
sation within  six  months. 

The  Old  and  the  New. 

There  are  several  important  points  in 
which  the  new  law  differs  from  the  old. 
Under  the  old  law  any  workman  had  no 
right  to  recover  anything  unless  the 
negligence  of  the  employer  could  be 
proved.  If  he  was  himself  guilty  of 
negligence  which  contributed  to  the  ac- 
cident, he  could  not  recover  any  dam- 
ages. If,  further,  he  was  injured  by  the 
negligence  of  a  fellow  workman,  he 
was  barred  from  recovery.  Moreover,  if 
he  was  presumed  to  have  voluntarily  as- 
sumed the  risks  of  the  employment,  he 
was  also  barred  from  recovery. 

The  new  law  allows  none  of  these  bars 
io  hold.  The  theory  is  that  where  a 
workman  it  injured,  his  own  misfortune 
or  the  needs  of  his  widow  or  children 
are  none  the  less  because  he  or  some- 
one else  was  or  was  not  to  blame.  He 
can  recover  or  his  dependents  can  re- 
cover, irrespective  of  negligence  or  any 
other  circumstance,  such  as  before  men- 
tioned, except  that  the  accident  must 
not  be  attributable  solely  to  his  own 
"serious  and  wilful  misconduct."  Even 
in  this  last  mentioned  case  he  or  his  de- 
pendents will  still  be  entitled  to  recover 
if  the  accident  results  in  serious  dis- 
ablement or  death. 

More  Equitable  Damages. 

The  other  great  advantage  of  the 
new  law  for  the  employee  is  that  former- 
ly a  lump  sum  of  damages  was  fixed  by 
the  jury  or  judge,  and  like  ordinary 
punishment,  varied  greatly  in  different 
cases.  Under  the  new  law  there  is  more 
equitable  rule,  because  all  of  these 
amounts  are  fixed  in  advance,  and  apply 
to  all  cases. 

The  advantage  of  the  periodic  sum 
over  the  lump  sum  payment  is  obvious, 
as  frequently  damages  recovered  by  a 
widow  or  children  have  been  badly  in- 
vested at  one  time  or  otherwise  lost,  and 
probably  they  would  be  dependent  in 
the  end. 

Another  advantage  is  the  prevention 
of  actiori  in  law.  These  frequently  last- 
ed a  long  time,  and  very  often  they  were 
appealed  by  the  employer  to  take  them 
from  one  court  to  another,  causing  heavy 
expenses  and  frequently  deterring  the 
employee  who  had  a  good  case  from  en- 
tering action  at  all. 

The  method  of  operating  the  Act  is 
to  require  all  employers  in  the  indus- 
tries quoted  in  schedule  one  to  send  to 
the  Board  a  statement  of  the  amount  of 
wages  paid,  and  expected  to  be  paid  by 
them,   for  their     individual     employees. 


SCALE  OF  COMPENSATION. 

If  the  accident  results  in 
death  and  the  workman  leaves  a 
widow  but  no  children,  the 
widow  is  entitled  to  a  monthly 
payment  of  $20  a  month. 

If  he  leaves  a  widow  and  chil- 
dren the  payment  to  the  widow 
is  $20  a  month  and  $5  a  month 
for  each  child  under  16  years  of 
age,  not  exceeding  $40  in  all. 

If  he  leaves  children  only,  the 
payment  is  $10  a  month  for 
each  child  under  16,  not  exceed- 
ing $40  in  all. 

If  the  workman  was  under  21 
years  of  age  and  his  dependents 
are  his  parents  or  one  of  them, 
such  parents  or  parent  will  be 
entitled  to  $20  a  month  until 
the  workman  would  have  be- 
come 21  years  of  age,  or  for  such 
longer  time  as  the  Board  may 
determine. 

In  the  case  of  other  depend- 
ents they  are  entitled  to  a  sum 
reasonable  and  proportionate  to 
the  pecuniary  loss  occasioned  to 
them  by  the  workman's  death, 
as  determined  by  the  Board. 

The  necessary  expenses  of 
burial  $75,  are  also  in  all  cases 
to  be  paid. 

All  the  above  is  governed, 
however,  by  the  provision  that 
in  no  case  is  the  compensation 
to  exceed  55%  of  the  workman's 
earnings  in  the  employment; 
and  all  provisions  for  compensa- 
tion are  subject  to  the  proviso 
that  no  salary  or  wages  of  a 
workman  shall  be  reckoned  at 
more  than  $2,000  a  year. 

In  the  case  of  a  widoiv  who 
marries  again  the  periodical 
payment  ceases  on  her  mar- 
riage, but  she  is  entitled  within 
a  month  after  her  marriage  to  a 
lump  sum  equal  to  two  years' 
payments. 

Where  the  accident  results  in 
total  disability  of  the  work- 
man, he  is  entitled  during  the 
continuance  of  the  disability, 
whether  for  life  or  temporarily , 
to  a  weekly  or  monthly  pay- 
ment equal  to  55%  of  his  earn- 
ings in  the  employment.  Where 
the  workman  is  only  partially 
disabled  he  is  entitled  to  55%  of 
the  impairment  of  his  earning 
capacity. 


There  are  many  classes  of  industries, 
and  out  of  the  assessment  received  for 
each  class  are  paid  the  damages  for  in- 
juries to  employees  of  that  class.  Each 
class  must  stand  by  itself.  Provision  is 
made  for  compelling  the  payment  of  com- 
pensation by  having  judgment  entered 
in  the  County  or  District  Court,  or 
otherwise. 

If  after  a  year  or  period  of  years  it 
was  found  that  the  payment  entered  up- 
on by  any  particular  class  exceeds  the 
requirements  for  payment  out  for  in- 
juries, the  rate  will  be  reduced  from 
time  to  time. 

Exclusively  Retail  Business. 
An  important  Tuling  as  announced  in 
the  Ontario  Gazette  relates  to  indus- 
tries that  are  carried  incidentally  in 
connection  with  exclusively  retail  busi- 
nesses; for  instance,  in  men's  and  wo- 
men's clothing,  whitewear,  skirts,  col- 
lars, corsets,  hats  and  caps,  furs  or 
robes. 

These  firms  are  excluded  from  the  op- 
eration of  the  Act.  Where  the  carrying 
on  of  this  business  is  a  manufacturing 
industry  it  is  included  in  the  operation 
in  Part   One  of  the  Act. 

Among  other  industries  carried  on 
and  part  of  and  in  immediate  connec- 
tion for  the  purpose  of  an  exclusively 
retail  business  which  are  excluded  from 
(he  operation  of  Part  1.  are  watch,  clock 
and  jewelry  making  and  repairing;  boot 
and  shoe  making  and  repairing,  harness 
making  and  repairing,  business  of  an 
optician,  tinsmithinsr  and  tinsmith  re- 
pairing, paper  cutting,  drug  maufactur- 
ine,  coffee  grindine,  etc. 

Connected  With  Retail  Business. 

Certain  industries  which  may  be  said 
to  stand  by  themselves  are  excluded 
where  less  than  six  workmen  are  usual- 
ly employed,  among  these  being,  manu- 
facturers of  cheese  or  butter,  the  con- 
struction or  operation  of  telephone  lines 
or  works,  the  manufacture  of  artificial 
limbs,  power  laundries,  dyeing,  cleaning 
or  bleaching  establishments;  the  opera- 
tion of  threshing  machines,  etc.;  manu- 
facturers of  feathers  or  artificial  flowers, 
confectioners,  etc. 

Another  clause  which  relates  to 
"side  lines"  carried  on  in  retail  estab- 
lishments provides  that  where  less  than 
four  workmen  are  usually  employed 
some  industries  are  withdrawn  from 
Part  1.  where  they  would  ordinarily  be 
included,  such  as  machine  shops,  repair 
shops,  tinsmith  shops,  blacksmith  shop, 
cabinet  work,  upholstering,  picture  fram- 
ing,  etc. 

Part  2  of  the  Act,  it  has  been  stated, 
includes  establishments  such  as  retail 
and  wholesale  businesses  in  which  the 
employers  are  not  required  to  furnish 
a  list  of  employees,  and  pav  so  much 
(Continued   on  Pasre  .'tt.) 
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Dry  Goods  Men  and  Compensation 

WOULD  it  be  to  the  advantage  of  the  dry  goods 
merchant  to  come  under  the  operation  of 
the  Workmen's  Compensation  Act,  or  is  it 
preferable  to  remain  outside  as  he  has  been  left  by 
the  new  Board?  The  question  is  not  an  aimless  one, 
inasmuch  as  the  present  legislation  which  excludes 
"a  wholesale  and  retail  business"  is  liable  to  be  re- 
considered after  the  Act  gets  firmly  established  on  a 
working  basis.  For  this  reason,  chiefly,  the  main 
details  of  the  Act  as  interpreted  by  the  Board  have 
been  presented  in  this  issue. 

The  principle  underlying  any  co-operative  legis- 
lation of  this  character  is  that  it  is  advisable  to  guar- 
antee a  fair  compensation  to  workmen,  or  in  the 
event  of  death  to  their  survivors,  for  injuries  received 
in  connection  with  such  occupations  as  involve  more 
or  less  hazard.  The  Provincial  Government,  with  a 
contribution  of  $100,000  a  year,  becomes  a  share- 
holder in  and  manging  director  of  a  mutual  insur- 
ance company,  wherein  every  manufacturer  and 
other  members,  are  compelled  to  contribute  a  certain 
percentage  of  the  salaries  of  all  employees  into  a 
central  fund  from  which  disbursements  are  made. 
The  advantage  to  the  employer  is  that  he  avoids  by 
periodic  contributions,  a  sudden  heavy  demand. 
while  the  workman  is  saved  the  element  of  costly  and 
doubtful  litigation  and  automatically  receives  com- 
pensation. 

For  those  who  are  not  under  Part  I  of  the  Act 
as  outlined  above,  but  under  Part  2,  it  is  provided 
that  the  employer's  liability  is  extended.  Under  the 
old  law  when  an  employee  was  injured  he  was  not 
entitled  to  compensation  if  personal  negligence  was 
proved  :  under  Part  2  personal  negligence  may  reduce 
damages  but  it  is  no  longer  a  "bar  to  recovery."  Thus 
it  may  be  concluded  that  the  employer  will  be  held 
liable  for  injuries  received  in  a  much  larger  propor- 
tion of  cases  than  before.  This  larger  liability  Cor  (he 
retail  merchant  applies  to  watchmen,  caretaker-,  de- 
livery men;  in  fact  to  all  who  are  not  engaged  in 
clerical  work  and  exempt  from  the  hazards  of  the 
business.  Eowever  for  most  dry  goods  stores,  the 
"clerical"  stall,  which  The  Review  was  informed 
officially  was  intended  to  include  sales  clerks,  aver- 
ages over  90  per  cent,  of  the  whole  staff  so  that  for 
these  the  liability  is  not  increased  over  the  old  law. 

One  special  provision  is  that  all  those  engaged  in 
connection  with  passenger  and  freight  elevators  must 
come  under  Part  1  of  the  Act  and  an  annual  assess- 
ini'iii  be  paid  for  them,  in  every  business. 


As  time  goes  on  the  retailer  will  be  able  to  figure 
out  fairly  definitely  wmether  for  the  few  cases  of 
injury  for  which  he  is  held  liable,  it  would  pay  him 
to  substitute  a  small  annual  assessment  on  all  his 
staff,  clerks  included.  At  present  from  the  financial 
standpoint  at  lea.*t  it  would  appear  that  he  is  better 
off  as  it  is. 


Movement  for   More   Staple  Fashions 

THE  National  Cloak,  Suit,  Skirt  and  Dress 
Manufacturers'  Association  are  to  be  congratu- 
lated on  the  resolute  stand  they  took  at  then- 
convention  this  month  in  Toledo  against  both  the 
whirlwind  changes  in  styles  and  the  freakish  ideas 
that  have  been  embodied  in  so  many  of  the  new 
creations,  that  even  in  their  makers'  minds  they  are 
certain  only  a  few  weeks'  existence,  before  their 
bizarre  character  palls  upon  every  class  of  the  public. 

To  keep  track  of  the  style  changes  has  been  al- 
most as  puzzling  as  following  the  wizard  movements 
of  the  sleight-of-hand  man  in  his  tantalizing  attitude 
of  "Now-you-see-it-and-now  you  dont."  The  effect  of 
this  lack  of  permanency  in  styles  even  for  a  single 
season  has  been  to  bring  a  condition  almost  approach- 
ing chaos  upon  the  plans  of  the  ready-to-wear  depart- 
ment and  has  entailed  heavy  losses  every  month  or 
so  through  the  necessity  for  sacrificing  garments 
that  were  out  of  fashion  almost  before  they  were 
brought  forward  into  stuck.  The  whole  procedure 
was  a  craze  partly  due  to  the  creators'  frantic  yearn- 
ing to  stimulate  trade  no  matter  under  what  condi- 
tions, partly  due  to  a  world-wide  restiveness  and  a 
longing  for  something  new  on  the  part  of  the  public. 
Women's  mind-  now.  fortunately,  are  in  a  better 
frame  to  listen  to  reason,  and  their  inclinations  to- 
wards economy  will  back  up  the  Association's  fight 
for  more  lasting  fashions  and  greater  simplicity  in 
design. 

The  wording  of  the  Style  Committee's  pro- 
nouncement suggests  a  vivid  realization  of  the  seri- 
ous disadvantages  of  present  conditions.  "The  wo- 
man who  buys  a  garment  will  be  assured  that  it  will 
not  become  passt  before  the  end  of  the  season." 
That  i--  one  consideration.  The  second  one  conies 
with  a  more  heart-felt  appeal:  "The  manufacturer 
may  likewise  proceed  to  make  up  his  stock  with  the 
certainty  of  a  market  before  a  capricious  fashion 
whim  tickets  it  to  the  shelves."  For  "manufacturer" 
Substitute  "retailer"  and  a  chorus  of  assent  will  break 
forth  all  over  Canada. 

There  is  a  section   of  the  report   where  the  wish 
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does  not  seem  so  likely  of  accomplishment.  This  is 
where  the  "creative  forces"  among  the  members  are 
called  on  "to  meet  the  demand  of  our  own  nation." 
Many  years  of  organization  sustained  by  copious 
national  advertising  have  failed  even  to  move  per- 
ceptibly the  fashion  genius  that  seems  inherent  in 
the  brilliant  Parisian,  and  the  belief  is  still  pardon- 
able that  the  French  couturiers  will  emerge  trium- 
phant as  before  from  their  present  enforced  inactiv- 
ity. But,  even  so  let  us  trust  they  too,  will  lend  a 
receptive  ear  to  the  pronouncement  of  the  National 
Association.  Perhaps,  indeed,  that  is  why  the  latter 
inserted  a  French  word  in  their  report. 
Success  to  the  movement! 


Play  Up  to  Home  Dressmaking 

WHATEVER  the  fashions  of  dresses,  coats  or 
suits  for  the  Spring  and  Summer  of  1915,  a 
large  section  of  the  public  have  become  con- 
vinced that  they  are  quite  as  well  able  to  turn  out  a 
presentable  garment  themselves  as  the  tailor  or  the 
dressmaker.  Not  only  have  recent  styles  removed 
much  of  the  basis  for  the  former  claims  of  the  pro- 
fessional garment  maker  as  the  only  one  who  could 
be  depended  on  for  a  proper  fit,  but  the  purse  is  not 
as  well  filled  for  many  people  and  they  are  forced  to 
expend  home  labor  upon  the  making  of  their  clothes. 

The  retail  merchant  is  at  once  the  slave  and  lord 
of  the  public.  He  cannot  force  goods  against  their 
will,  but  once  he  conforms  to  the  direction  of  their 
tastes  he  is  master  of  the  situation.  They  come  to 
him,  buy,  and  are  happy.  Follow,  then  in  the  direc- 
tion of  this  saving  tendency  and  you  will  at  once 
increase  your  turnover  in  dress  goods,  in  trimmings, 
staples,  patterns,  and  many  other  auxiliary  lines. 

It  would  be  a  good  policy  to  connect  these  "dress- 
making requirements"  up  in  some  manner.  Tf  possi- 
ble locate  them  near  one  another;  the  added  con- 
venience and  power  of  suggestion  will  both  aid  your 
salesman.  A  dress-making  window  could  easily  be 
arranged  with  dress  goods  as  the  leaders  and  the 
others  as  accessories;  associate  them  also  in  your 
advertising. 

Whatever  the  final  outcome  of  Spring  styles  there 
are  many  months  ahead  when  you  can  work  in  with 
the  dressmaking  tendency  to  boom  your  own  busi- 
ness. And  the  best  time  to  start  this  is  right  at  the 
beginning  of  the  year;  better  still,  launch  this 
campaign  between  Christmas  and  New  Year's. 

The  Empire's  Food  and  Canada's 
Position 

NOT  to-day  do  we  realize  the  importance  of  the 
service  which  Canada  can  do  in  feeding  the 
people  of  the  United  Kingdom ;  a  year  hence 
is  when  the  strain  will  be  felt.  The  war  has  not  in- 
terfered with  the  world's  harvest  of  1914  to  any  seri- 
ous extent;  what  the  harvest  of  1915  will  be  no  one 
can  foretell  at  the  present  moment,  but  everything 
points  to  a  very  serious  agricultural  disorganization 
throughout  Europe.  In  the  crisis  Canada  may  play 
a  more  important  part  in  supplying  wheat  than  in 
supplying  men  and  the  report  that  the  area  for  cul- 
tivation on  the  prairies  has  been  increased  by  twenty- 
five  per  cent,  (sometimes  estimates  are  50  per  cent.) 
this  fall  has  a  wealth  of  significance.  It  indicates 
that  the  people  "are  coming  back  to  earth." 

The  development  of  Western  Canada  must  neces- 
sarily be  agricultural.        Farming  is  the  one  great 


industry.  Realization  of  the  great  agricultural  re- 
sources of  the  country  brought  an  inrush  of  wealth 
and,  with  it,  a  tendency  to  discount  the  future. 

The  readjustment  will  be  complete  when  produc- 
tion catches  stride  with  the  rapid  development  of 
other  interests;  when  the  actual  money  is  being 
brought  out  of  the  ground  that  warrants  the  value 
which  has  been  placed  upon  it.  An  acreage  increase 
of  twenty-five  per  cent,  in  one  year  is  a  long  stride 
in  this  direction.  Our  rapid  advance  has  been  due 
to  a  considerable  extent  to  "what  the  country  can 
do" ;  "what  the  country  is  doing,"  is  a  better  basis. 

The  future  has  not  been  over-estimated  but  the 
inclination  has  been  strong  to  discount  that  future; 
to  realize  upon  an  asset  without  making  that  asset 
produce.    Now  we  are  to  have  the  production. 


Show  Cards  Made  Easy. 

READERS  of  The  Review  can  confidently 
look  forward  to  a  splendid  series  of  articles  on 
card-writing  which  we  announced  in  a  recent 
issue.  This  will  be  a  "Show-Card-Made-Easy"  course. 
R.  T.  D.  Edwards,  the  writer  of  the  series,  has  given 
his  best  endeavors  to  make  this  the  simplest  course 
that  has  ever  been  presented  to  the  readers  of  any 
business  paper  in  Canada.  He  has  cut  out  what  he 
terms  the  "red-tape"  in  card-writing  and  has  got 
right  down  to  business  from  the  drop  of  the  hat.  The 
lessons  will  be  so  prepared  that  the  student  will  be 
writing  cards  from  the  commencement  of  his  studies. 
Mr.  Edwards  is  himself  one  of  the  best  card- 
writers  in  the  Dominion.  Last  year  he  distinguished 
himself  at  the  convention  of  the  Canadian  Window 
Trimmers'  Association  by  winning  first  prize  with 
a  series  of  finely  written  cards.  The  first  article  will 
appear  in  the  first  issue  of  the  New  Year. 


Editorial   Notes 

FIND  A  WAY  or  make  one.  Everyone  is  either  a 
pusher  or  pushed.  The  world  always  listens  to  a 
man  with  a  will  in  him. 

*  #  * 

MISTRESS  OF  THE  SEAS  AGAIN !  Not  that  we 
weren't  before,  but  we  all  had  the  feeling  since  Nov. 
1   that  Germany  was  practising  the  art  of  treading 

"on  the  tail  o'  me  coat."    That  was  all. 

*  •        » 

WHEN  THE  sales-force  is  working  in  harmony 
with  the  merchant's  selling  policy,  and  his  other  mer- 
chandising systems  are  good,  he  may  be  sure  that  he 

lias  secured  a  maximum  efficiency  in  selling. 

*  *        * 

CHRISTMAS  AND  NEW  YEARS  both  will  have 
passed  before  we  meet  again.  Then  will  come  the 
Annual  Spring  Number  of  The  Review  that   will 

inaugurate  a  vigorous  forward  policy. 

*  *        * 

"OUR  BUSINESS  is  away  ahead  of  last  year."  re- 
marked a  country  merchant  the  other  day.  "And 
why  shouldn't  it  be,"  he  added,  "when  the  farmers 
have  more  money  to  spend?"  As  agriculture  is  one 
of  the  big  sources  of  wealth  our  faith  and  optimism 

in  Canada's  future  should  be  great. 

*  *        * 

A  FEW  complaints  are  still  heard  on  the  score  of 
business,  but  on  the  whole  the  atmosphere  has  clear- 
ed. The  storm  clouds  which  have  obscured  the  trade 
horizon  for  the  past  six  months,  are  being  dispersed 
before  the  rising  sun  of  confidence. 
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Advances  in  Wools  Heaviest  on  Coarser  Goods 

Merinos  Advanced  from  2y2%  to  5%;  Crossbreds  from  10%  to  15% 
—No  effective  Lifting  of  the  Embargo  Expected  Until  After  the 
End  of  the  Year — Germans  Reported  to  Have  Removed  Machin- 
ery and  Finished  Fabrics  and  Wrecked  Mills  in  the  North  of 
France — No  Continental  Novelties. 


STOCKS  of  wool  for  immediate  de- 
livery are  very  small,  and  plenty 
of  business  offering  for  quick  de- 
livery are  the  dominating  conditions  in 
the  wool  market.  Merino  prices  are 
slightly  easier  in  Australia,  but  this 
wool  will  not  be  available  before  the 
turn  of  the  year.  Cross-breds  are  dearer 
in  Australasia  and  English  wools  are 
tending  upwards.  This  is  Bradford's 
summing  up  of  the  wool  market.  The 
wool  embargo  is  tight  and  until  the 
Government's  needs  are  satisfied  or  the 
new  clip  begins  to  come  to  hand  in  larger 
quantities  from  the  colonies  stands  little 
chance  of  being  lifted.  Not  only  is 
Great  Britain  supplying  the  needs  of  her 
soldiers  at  the  front,  and  clothing  and 
outfitting  Kitchener's  army,  but  she  has 
on  her  hands  the  providing  of  Winter 
clothing  for  the  allies,  for  France,  Bel- 
gium and  Russia.  Unfortunately  for 
France  her  woollen  industry  is  located 
right  in  the  districts  where  the  heaviest 
fighting  is  or  has  been  going  on,  and  the 
German  soldiers  in  their  retreat  have 
taken  particular  care  to  demolish  all  the 


textile  mills.  After  what  has  happened 
at  Lille  and  Rheims,  when  they  finally 
clear  out  of  Roubaix,  Turcoing,  Four- 
mies  and  Verviers,  it  is  safe  to  expect 
that  here  also  they  will  also  leave  a  trail 
of  demolished  mills  to  mark  where  they 
have  been.  Also  they  have  com- 
mandeered all  the  raw  wool  and  finished 
material  they  could  lay  their  hands  upon 
and  sent  it  to  Germany. 

This  being  the  case,  France  will  have 
to  depend  upon  Great  Britain  for 
woollen  materials  to  the  end  of  the  war 
and  for  some  time  after  its  close. 

Applications  have  been  made  to  the 
Government  for  licenses  to  ship  wool 
and  also  for  modifications  of  the  present 
rulings  in  favor  of  special  wools.  It  is 
officially  stated  that  very  little  hope  of 
any  relaxation  can  be  held  out  at  least 
until  the  present  year  is  out.  Just  an 
order  here  and  there  for  cloakings  com- 
prises all  that  is  doing  in  the  market 
just  at  present,  but  with  the  turn  of  the 
year  the  attention  of  the  trade  will  be 
turned  wholly  on  to  Spring,  and  condi- 


tions   are    confidently    expected    to    im- 
prove. 

No  Novelties  From  Continent. 

Conditions  as  outlined  above  show 
that  no  novelty  fabrics  can  be  expected 
from  Continental  Europe,  at  any  rate 
for  the  present  Spring,  therefore  the 
Spring  business  must  of  necessity  go  to 
the  British  mills  or  mills  on  this  side  of 
the  Atlantic. 

The  only  new  feature  is  the  rapid  way 
in  which  coverts  are  being  taken  up,  and 
the  expectation  is  growing  that  this 
cloth  will  sell  not  only  for  the  Spring 
season  of  1915,  but  will  come  back 
strongly  for  the  Fall  also.  In  the  States, 
particularly  in  New  York,  high-grade 
coverts  have  jumped  into  favor  during 
the  past  month,  and  mills  making  them 
have  not  only  sold  all  stock  on  hand,  but 
have  orders  large  enough  to  keep  them 
running  for  some  months  to  come.  It  is 
the  resemblance  to  khaki  which  the  bet- 
ter grades  possess  that  has  brought  this 
cloth  to  the  front.  The  suits  made  from 
covert  have  the  patch  pockets  and  other 
features  of  the   military   type. 


Raw  Silk  Prices  at  About  the  Lowest  Level 


There  is  Very  Little  Business,  but  Prices  Are 
£0  Much  Lower  —  Canton  Reelers  Holding 
Figures — Tendency  to  Stripes  and  Checks. 

NEWS  from  the  European  silk  steam  filatures  are  firmer,  and  the  hold- 
producing'  centres  continues  to  ers  of  better  grades  are  holding  out  for 
reflect  the  abnormal  conditions  better  prices.  Tussahs  have  also  ad- 
cansed  by  the  war.  There  is  very  little  vanced  slightly,  hi  the  United  States 
business,  and  prices  quoted  are  very  ir-  the  improvement  in  financial  conditions 
regular.   Prices  are  being  adjusted  in  the     is  being  reflected  by  a  decidedly  better 

feeling   in    the  silk   industry. 

Another    reason    why    more    confidence 

is  icit  is  because  the  present  curtail- 
ment   in    production    is    resulting    in    a 

Complete    clearance    of    stocks    and     this 

is  preparing  the  way  for  a  return  to  the 

normal  demand  in  the  coming  Spring. 
For  the  coining  Spring  bright  Surfaced 
satins  stand  first,  and  duchesse,  liberty, 
paillette,    and    in    cheaper    grades    messa 

in 


Italian  market  on  a  basis  which  corres 
ponds  with  the  lower  levels  of  the  Asia 
tic  raw  silks.  The  Yokohama  market  is 
steady,  and  though  trading  is  light,  ship- 
ments both  to  Europe  and  the  United 
Stales  are  taking  place.  Some  of  the 
reelers  in  Canton  are  holding  ou1  for 
higher  figures,  and  production  on  this 
market  continues  to  be  greatly  reduced. 
Shanghai    tsatles     are    unchanged,     and 


Not  Expected  to 
Out    for    Higher 


lines  and  satin-de-chines  are  selling. 
Very  little  taffeta  has  been  sold  so  far. 
Crepe  de  chine  is  a  fully  established 
staple  that  has  many  uses  besides  mak- 
ing up  into  dress.'-.  This  fabric  comes 
into  extensive  use  for  making  into 
blouses  and  also  for  underwear  pur- 
poses. Very  sheer  crepes  ami  crepes  of 
heavier  weave,  particularly  of  bright 
satin  finish  are  good.  The  tendency  in 
light-weight  materials  is  towards  trans 
parent  fabrics  such  as  voiles,  etamines, 
chiffons,  ninons,  etc.  Materials  of  this 
class  have  sold  well  to  the  better  trade 

during    the    Winter    and    the    vogue    pro- 
mises  to   continue. 


Little  Change  Develops  in  the  Cotton  Situation 

Buyers  Playing  a  Waiting  Game — Price  of  Raw  Cotton  of  Little 
Importance  on  Novelties  at  25c  and  up  Per  Yard  —  Very  Sheer 
Organdies  and  Lawns  the  New  Fabrics. 


THE  situation  in  cotton  goods 
seems  to  be  that  the  buyer  of  the 
finished  fabrics  is  not  satisfied  to 
buy  at  present  prices,  while  on  the 
other  hand  the  manufacturer  feels  that 
under  present  circumstances  raw  cotton 
should  be  lower.  Business  conditions  are 
such  that  there  is  no  pressure  for  goods, 
and  therefore  buyers  can  afford  to  await 
the  development  of  the  price  situation. 

It  should  be  pointed  out  that  in  the 
past  four  or  five  seasons  there  has  been 
a  decided  alteration  in  the  character  of 
the  materials  selling"  in  the  wash  fabrics 
section.  Great  attention  has  been  paid 
to  the  development  of  the  selling  of  no- 
velty fabrics,  and  a  big  business  has  been 
built  up.  Women  have  taken  kindly  to 
these  fabrics  because  there  was  style  as 
well  as  real  practical  value  to  them. 
They  looked  well  and  made  up  smartly, 
and  at  the  same  time  there  was  no  sae- 
rifice  of  the  utility  of  the  fabric.  Bather 
was  this  feature  increased  because  the 
new  dyes  and  processes  produced  novel- 
Iv  colors  that  were  fast,  and  almost 
fadeless. 

Medium   Priced   Novelties. 

There  is  no  reason  to  suppose  that  the 


business  that  has  been  so  assiduously 
fostered  and  which  has  proved  so  profit- 
able and  so  satisfactory  will  suffer  any 
change,  save  that  the  medium-priced 
novelties  will  sell  better  than  the  more 
expensive.  In  this  class  of  goods  it  is 
the  labor  that  counts  and  the  price  of 
the  raw  cotton  is  but  a  negligible  factor. 
Therefore  the  fall  in  raw  cotton  values 
will  have  little  or  no  effect  upon  cotton 
fabrics  from  25c  to  75c  per  yard  and  up. 
Real  novelties  are  reported  scarce  and 
the  prices  for  them  are  high,  but  the 
buyer  who  has  the  trade  that  needs  them, 
fully  realizes  that  they  are  worth  it. 

All-white  fabrics  are  favored,  and 
have  been  extensively  taken  by  the  cut- 
ting up  trade.  White  piques,  cordalines 
and  all  cord  fabrics  have  sold  freely, 
and  so  have  voiles,  crepes,  and  the  newer 
organdies,  and  lawns  are  being  given  a 
tryout.  Voiles  promise  to  lead  both  in 
plain  and  fancy  effects.  Embroidered 
figures  and  finely  corded  stripes  and 
cross  bar  checks  are  very  much  favored. 
Small  printed  figures  on  a  white  ground 
are  also  good.  Ratines  in  white  have 
been  ordered  to  some  extent  for  skirts 
and    for  children's   dresses. 


Organdies  and  Lawns. 

Organdies  and  lawns,  very  sheer  and 
with  a  slight  finish,  are  the  new  fabrics. 
Crepes  come  in  unshrinkable  finishes  and ' 
will  be  extensively  used  for  lingerie  as 
well  as  for  negligees,  waists  and  dresses. 

The  movement  in  the  States  in  favor 
of  wearing  fabrics  will  undoubtedly  in- 
fluence the  sale  of  cotton  materials  in 
that  country  and  also  in  Canada.  The 
American  women  are  very  patriotic,  and 
this  movement  has  been  started  to  re- 
lieve the  cotton  situation  created  by  the 
war.  The  United  States  produces  three- 
fifths  of  the  cotton  of  the  world  and  two- 
thirds  of  the  foreign  market  inclosed  by 
the  war;  also  because  of  the  possibility 
of  cotton  being  converted  into  gun  cot- 
ton, it  is  a  contraband  of  war.  The 
American  crop  this  year  is  a  large  one 
and  the  price  has  fallen  from  12c  to  7c 
per  pound,  and  it  is  to  relieve  this  situa- 
tion that  the  effort  is  beinsr  made  to 
popularize  the  wearing  of  cotton  fabrics. 
Cotton  exhibitions,  and  fashion  fetes 
where  all  the  dreses  worn  were  made  of 
cotton  materials  are  some  of  the  new 
schemes. 
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KING'S 


Established  177S 


FAMOUS 


Sold  by  leading  jobber* 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  salable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead 
fast  dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son. 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most,  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON 

GLASGOW,  SCOTLAND 


Canadian  Reprecentatives  : 

CAMPBELL,  SMIBERT  &  CO., 

Montreal  and  Toronto 


— and  8c  per  week 
will  do  it! 

This  small  amount  invested  in 
the  Dry  Goods  Review  for 
each  of  your  department  heads 
will  mean  the  difference  be- 
tween a  wide-awake,  efficient 
staff,  thoroughly  conversant 
with  the  trade,  and  one  which 
consists  of  mere  order-takers. 
Worth  while,  isn't  it? 
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Association  for  Lasting  Fashions  and  Simplicity 

National  Convention  at  Toledo  Backs  up  Style  Committee  in 
Direction  That  Will  Be  Welcomed  by  Retailer  —  No  Definite 
Length  for  Coats  —  Both  Loose  and  Semi-Fitting  Skirts  Are 
Wider. 


THE  meeting  of  the  National  Cloak, 
Suit,  Skirt  and  Dress  Manufac- 
turers was  held  at  Toledo  on  De- 
cember 2  and  3,  and  because  of  the  ex- 
ceptional circumstances  in  the  garment 
situation,  the  style  review  was  of  more 
than  usual  interest.  The  important  fea- 
ture of  the  meeting  was  the  decision  in 
favor  of  creating  styles  that  would  last 
a  whole  season,  and  developing  these 
along  lines  of  greater  simplicity. 

The  address  of  Hugo  Stein,  chairman 
of  the  style  committee,  was  listened  to 
with  close  attention,  because  in  it  he 
outlined  the  manner  in  which  the  com- 
mittee arrives  at  its  style  conclusions, 
and  also  gave  some  idea  of  the  time  and 
thought  that  is  bestowed  on  this  work. 
Since  the  last  convention  the  style 
committee  has  held  twelve  meetings. 

At  the  first,  a  general  discussion  of 
style  tendencies  took  place  based  upon 
the  information  on  hand  from  all  the 
important  style  centres  on  this  con- 
tinent and  in  Europe,  and  the  pre- 
liminary recommendations  were  made. 
At  the  second  meeting  each  member 
brings  with  him  a  finished  suit  and  coat 
illustrating  the  preliminary  recom- 
mendations. Further  discussion  takes 
place  of  the  newest  style  tendencies, 
models  are  investigated,  and  a  second 
set  of  preliminary  style  recommenda- 
tions are  made  and  sent  out  to  the  mem- 
bers. 

At  the  third  meeting  both  manufac- 
turers and  designers  are  present  and 
bring  with  them  a  coat  and  suit  model 
showing  tlic  individual  ideas  and  con- 
clusions   arrived     ;it     I'min     the     previous 

recommendations.  The  European  repre- 
sentative is  in  attendance  and  shows 
late  models  and  describes  ideas  from  the 

different  fashion  centres  in  Europe.  Dur- 
ing the  entire  period  of  construction 
work,  letters  on  style,  cablegrams, 
sketches,  trimmings,  etc.,  are  constantly 
being  received  from  abroad,  and  passed 
out   to  tlm  members  of  the  association. 


Letters  of  inquiry  are  also  answered  as 
quickly  as  the  proper  investigation  will 
permit. 

Style  Stability. 

The  report  next  dealt  with  the  im- 
portant question  of  style  stability.  To 
bring  about  such  a  result  all  the  impor- 
tant markets  of  the  country  would  have 
to  co-operate  and  exchange  their  views 
continuously  on  style  tendencies. 

The  next  question  was  that  of  giving 
a  wider  publicity  to  the  work  of  the 
style  committee.  The  trouble  and  losses 
that  so  often  occur  in  the  cloak  and  suit 
industry  can  only  be  overcome  by  giv- 
ing the  widest  publicity  of  the  right  kind 
to  the  work  of  the  style  committee.  No 
matter  how  complete,  how  authentic, 
and  finally  how  widely  successful  the 
style  recommendations  are,  the  need  of  a 
great  deal  of  the  right  kind  of  publicity 
is  most  essential  to  make  a  season  secure 
and  successful.  The  intimation  was  then 
given  that  the  association  was  consider- 
ing this  side  of  the  question,  and  that 
funds  would  be  asked  for  to  carry  on  a 
thoroughly  successful  publicity  cam- 
paign. 

The  question  of  a  publicity  campaign 
was  generally  discussed,  and  t he  decision 
to  inaugurate  a  publicity  system  which 
would  bring  the  producers  into  close 
touch  with  the  retailers  and  the  con- 
sumers. The  different  speeches  and  re- 
marks of  members  proved  that  the  meet- 
ing realized  that  the  keynote  of  the  ef- 
forts of  the  association  was  publicity, 
ami  that  much  of  their  efforts  towards 
co-operation  is  wasted  because  the  re- 
sults of  their  work  are  not  extended  to 
all  the  people  interested  in  it.  This  pub- 
licity ''should  not  come  in  semiannual 
deluges,  as  in  the  past,  hut  the  si  ream 
to  he  effective  should  he  constant.*'  and 
should  carry  the  information  to  those 
points  where  it    will  do  the  most  good. 

While  the  idea  for  giving  greater  pub- 
licity to  the  style  ideas  was  unani- 
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mously  approved  of,  the  manner  in  which 
it  should  reach  the  desired  points  was 
not  clear.  The  scheme,  it  was  felt, 
would  need  careful  working  out.  It  was 
not  advisable  to  rush  into  this  matter, 
for  a  plan  only  half  worked  out  would 
mean  failure.  Therefore,  the  whole  mat- 
ter was  referred  to  a  special  committee, 
with  authority  to  work  out  a  plan  and  to 
finance  it  up  to  a  certain  amount  in  the 
way  considered  best. 

This  is  the  manner  in  which  the  style 
committee  started,  and,  while  the  be- 
ginning of  the  publicity  plan  will  be  on 
a  modest  scale,  it  is  believed  it  will  grow 
into  a  promotion  bureau,  with  as  much 
importance  and  influence  as  is  now  at- 
tached to  the  one  devoted  to  style.  The 
idea  is  to  work  to  a  comprehensive  sys- 
tem that  will  include  everything  neces- 
sary to  bring  the  work  of  the  association 
before  the  merchants  and  the  wearers  of 
ready-made  garments,  and  that  service 
will  be  of  the  greatest  mutual  value. 

To  the  majority  the  style  review  held 
on  Saturday  forenoon  was  the  most  in- 
teresting feature  of  the  convention,  par- 
ticularly at  the  present  time.  Speaking 
generally,  the  models  shown  were  of  a 
very  conservative  type,  and  were  de- 
veloped in  very  quiet  tones.  Simplicity 
in  line  was  advocated,  and  the  majority 
of  the  garments  conform.  There  were. 
however,  a  few  extreme  models  that 
were  still  in  line  with  the  recommenda- 
tions of  the  style  committee.  Frills  and 
trimmings  were  markedly  absent. 

No  Absolute  Length  to  Coat. 

Adhering  to  their  previous  policy,  no 
absolute  recommendations  governing  the 
length  of  the  coat  were  made,  the  matter 
being  left  as  before  to  he  settled  by  the 
judgment  of  the  buyer.  In  previous  sen- 
Sons  the  style  committee  has  pointed 
out  that  variations  were  in  line,  and 
that  almost  any  length  desired  was  pro- 
per. Upon  the  point  of  length  the  style 
recommendations   are   eloquently    silent. 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


FALL  1915 
New  Range  Colored  Lines 

Ready  Jan.  2,  1915 

CHILDREN'S  AND  INFANTS'  DRESSES 

This  is  a  range  in  which  every  number  is  a  feature. 

In  styles,  we  have  followed  very  closely  the  models  of  the  ladies' 
range,  making  an  assortment  of  very  attractive  children's  dresses. 

We  are  showing  the  Basque,  Gymps,  Oliver  Twist,  Military 
and  Top  Skirt  effects  in  a  variety  of  materials,  as  follows: 

Serges,  dress  goods  in  checks  and  stripes,  Galateas,  Ginghams 
and  Flannelettes.    The  ages  range  from  one  to  fourteen  years. 

HOUSE  DRESSES 

For  the  Fall,  1915,  showing  we  have  a  range  of  dresses  made 
in  the  very  latest  styles,  finished  off  with  new  and  attractive 
trimming  materials.  The  effects  produced  are  entirely  different 
from  anything  we  have  shown  before. 

The  following  are  the  materials  which  promise  to  be  the  big 
sellers:  Flannelettes,  Monoplane  Suitings,  Drills,  Percales,  Cham- 
brys,  Serges,  Dress  Checks.  This  range  will  enable  you  to  make 
a  selection  suitable  for  all  purposes. 

KIMONOS 

An  up-to-date  Range  in  stvles,  materials 
and  patterns.  We  will  show  some  new  de- 
signs, which  you  will  find  not  only  pretty 
but  practical. 

Materials  used  are  Velours,  Eiderdowns, 
Blanket,  Robe  Cloths  and  Delaines. 

This  range  you  will  find  particularly 
attractive. 


WRAPPERS 

A  distinctive  range  complete  in  every 
respect. 

UNDERSKIRTS 

We  are  showing  a  big  range  of  Moires, 
Egvptines,  Pailettes,  Messalines  and  Satins 
and  Sateens  in  the  accepted  styles.  It  is 
well  to  remember  that  the  tendency  in  style 
is  towards  wider  top  skirts,  which  enables 
us  to  show  a  much  larger  variety,  and  jus- 
tifies your  particular  attention  to  this 
department. 


NEW  RANGE 

FOR  FALL  1915 

Ladies'  and  Children's 
Flannelette    Underwear 

READY  JAN.  2nd,  1915 

The  range  we  are  showing  in  these 
lines  surpasses  all  our  previous 
efforts. 

The  quality  of  the  material  used 
is  the  very  best  the  market  offers. 
From  these  carefully  selected  ma- 
terials we  have  made  up  a  range  of 
garments  particularly  stylish  in  ap- 
pearance, well  made,  good-fitting  and 
comfortable. 

It  is  to  your  advantage  to  hold  your 
order  for  this  line  until  you  have 
seen  this  remarkable  range. 
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Official  Report  of  Style  Committee  for  1915 


Toledo,  Ohio,  Dec.  IQ—The  fol- 
lowing an    tin    recommendations  of 

I  In  Style  Committee  of  the  National 
Cloak,  Suit,  Skirt  and  Dress  Manu- 
facturers Association  in  its  report  to 
the  convention  in  reference  to 
women's  ready-to-wear  garments  for 
the  Spring  and  Summer  of  1915: 

"Beauty  in  simplicity  of  line, 
rather  than  in  elaborate  frills  and 
trimmings  will  be  the  keynote  of  the 
season.  The  American  woman  who 
seeks  to  combine  smartness  and  dis- 
tinction with  her  practical  needs  will 
find  that  her  wants  have  been  con- 
sidered. There  will  be  a  sufficient 
diversity  of  modes,  however,  to  satis- 
fy discriminating  tastes. 

"Because  of  the  European  hostili- 
ties, the  foreign  influences  that  have 
affected  American  fashions  for  so 
many  years  have  temporarily  dim- 
inished, foreign  creators  of  fashion 
have  turned  from  their  fashion  sheets 
to  war  maps-;  it  therefore  devolves 
upon  the  American  creative  forces  to 
meet  the  demands  of  our  own  nation. 

"American  styles  are  now  in  a 
transitional  period.  The  readjust- 
in  i nt  which  will  speedily  follow  will 


insure  beauty  and  stability  of  fashion 
which  nil  I  work  to  the  advantage  of 
<:o usii ni <r,  retailer  and  manufacturer. 
The  woman  who  buys  a  garment  will 
be  assured  that  it  will  not  become 
passe  before  the  end  of  the  season. 
Tin  manufacturer  may  likewise  pro- 
ceed to  make  up  his  stock  with  the 
certainty  of  a  market  before  a  capri- 
cious fashion  whim  tickets  it  to  the 
shelves. 

SCITS. 

"The  important  change  in  the  suit 
for  Spring  1915,  is  embodied  in  the 
wide,  full  skirt,  which  must  be  cut 
short  to  give  it  a  chic  appearance. 
Yokes  on  skirts  will  be  a  strong  fea- 
ture, and  plaits  and  bands  will  occa- 
sionally be  introduced  to  lend  vari- 
ety. 

"The  flare  of  the  new  full  skirt 
makes  necessary  a  comparatively 
short  suit  jacket  in  various  outlines. 
Among  the  tendencies  to  be  noted 
are  dip  fronts,  fullness  of  jacket  be- 
low the  waist,  belted  effects  at  normal 
or  raised  waistline,  and*  buttons  set 
close  together. 


<  OATS. 
"Separate  coats  will  be  in  medium 
and  short  effects,  not  to  exceed  knee- 
length,  nad,  will  be  distinguished  by 
flare  and  ripple  effects  <it  the  sides. 
Small  collars  will  take  preference 
over  large  ones.  High-waisted,  belt- 
ed, and  elose   buttoned  treatments,  3* 

well  as  a  varit  ty  of  patch  pockets,  will 
be  favored.     Dip  fronts  will  also,  be 

in  evident  <  . 

"A  notable  feature  of  the  styles 
for  the  coming  spring  lies  in  tin  ir 
simplicity.  The  garments  depend  for 
their  smartness  principally  on  the 
perfection  of  cut  and  tailoring  to  give 
the  desired  correct  and  pleasing  line*. 

MA  TERIALS. 

"Materials  to  be  employed  are  gab- 
ardines, serges,  poplins,  coverts,  nov- 
elty weaves  and  silks.  Gabardine 
voile  and  Chuddah  are  other  fabrics 
which  will  make  a  high  bid  for  fa 
Putty,  sand,  beige  and  'battleship 
gray'  will  be  the  new  colors,  althougli 
Navy,  dark  Copenhagen  or  Labrador, 
and  black  trill  be  extensively  fav- 
ored." 

No  style  report  was  made  on  separ- 
ate skirts  and  dresses. 


and  the  whole  matter  is  left  to  the  judg- 
ment and  taste  of  the  designer. 

The  elimination  of  a  set  length  ought 
to  he  a  benefit  to  the  retailer,  as  it 
means  that  all  lengths  are  fashionable, 
and  it  also  removes  a  bar  to  producing 
original  designs  from  the  path  of  the 
designer. 

The  models  for  the  most  part  had 
short  jackets,  running  from  about  20  to 
28  inches  in  length,  and  t lie  shorter 
jlengths  were  more  numerous  than  the 
■'longer  models.  No  Etons  or  boleros 
were  shown,  but  many  models  very 
closely   approached   this    style   of   coat. 

Coats  were  both  loose  and  semi-fitting, 
and  there  arc  other  types  that  cannot  be 
placed    under    either    category.' 

Pleats  and  tucks  are  a  new  feature, 
but  the  majority  of  the  models  are  very 
plain.  A  few  models  showed  yokes  cut 
in  various  ways  and  belted  models  were 
numerous.  Some  of  which  extend  around 
the  body  and  many  more  are  in  half  bolt- 
ed effects.  Fullness  below  the  waist  is 
almost  universal  and  many  of  the  newest 
models  combine  this  feature  with  the 
hi'_rh  waistline.  This  cut  is  rather  er- 
roneously referred  to  as  "Empire,"  for 
while  the  waist,  line  is  high  I  here  is  noth- 
ing of  the  Empire  period  about  the  gar- 
ment. Tin-  newest  idea  in  the  shaping 
if  the  coat  is  the  introduction  of  the  dip 


front  hut  many  models  are  cut  straight 
round. 

Narrow  Skirts  Gone. 

Skirts  show  a  decided  change;  all  the 
new  skirts  flare,  though  this  is  more  de- 
cided in  some  models  than  in  others.  A 
few  were  very  full  and  had  the  curves  at 
the  bottom  very  pronounced,  but  all  the 
skirts  shown  presented  a  decided  and 
striking  change  from  the  narrow  skirts 
and  long  tunics  now  in  vogue. 

The  length  oft  he  skirt  is  another  new 
feature  and  one  upon  which  there  seems 
to  be  considerable  difference  of  opinion. 
The  majority  were  cut  about  four  inches 
from  the  floor,  but  others  were  shorter 
than  this  some  being  shown  that  were 
quite  six  inches  from  the  ground.  De- 
signers were  cautioned  to  be  very  care 
ful  to  preserve  the  proper  relation  be- 
tween the  short  skirt  and  the  length  of 
the  suit  coat  for  if  this  is  not  done  these 
short  skirted  suits  can  be  made  extreme- 
ly unbecoming.  This  question  of  rela 
lion  in  lengths  is  a  most  important  one 
and  suit  buyers  should  pay  particular  at- 
tention  to   it. 

Circular  Cut  of  Skirt. 

Pleats,  yokes  and  bands  were  features 

introduced   into  the  make-up  of  the  new 
short    skirts.        A   few   skirts   were   seen 
with    wide    panels    at    the    side,    but    the 
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tendency  is  to  put  the  greater  part  of 
the  fullness  at  the  sides  leavimr  the  front 
and  back  flat.  This  also  relieves  the  cir- 
cular effect  to  some  extent.  On  all  sides 
it  is  conceded  that  the  circular  cut  of 
the  skirt  is  one  of  the  fixed  tendencies 
for  the  coming  Spring.  Remark  wa- 
made  also  about  the  variety  of  styles 
displayed  in  circular  cut  skirts.  Indeed 
variety  was  the  rule  in  both  suits  and 
skirts,  and  this  is  all  the  more  remark- 
able because  both  jackets  and  skirts  are 
very  plain  and  are  almost  altogether  de- 
stitute of  ornament. 

Separate  coats  are  just  about  the 
length  that  has  been  worn  all  winter — 
that  is  from  3S  to  A'2  inches  long. 
Straight  up  and  straight  down  back  and 
front  can  best  describe  them  and  they 
.ill  show  more  or  less  of  the  flare  and 
ripple  effect.  The  newest  models  button 
right  up  to  the  neck  but  the  presence  of 
revers  form  a  concession  to  the  popular 
taste,  and  no  matter  how  cut  in  the 
above  respects  they  all  have  the  flare 
collar,  but  it  is  cut  somewhat  lower  than 
those  on  the  late  Winter  models.  The 
majority  of  the  separate  coats  are  made 
with  the  high  waistline,  and  the  only 
trimmings  used  are  the  buttons  and  a 
few  tucks  and  pleats  and  these  are  used 
in  highly  original  ways.  The  regulation 
coat  sleeve  set  into  the  usual  sized  arm 
(Continued  on  page  30.) 


Late  Season  Ideas  that  May  Influence  Spring 

Long  Braided  Coats  of  Dark  Blue  Serge  Worn  in  London — Paris 
is  Not  Taking  Kindly  to  the  Full  Flaring  Bell  Skirts — Spring- 
Styles  Promise  to  be  Very  Simple. 


IN  London  long  coats  of  dark  blue 
serge  have  been  very  generally 
adopted.  These  coats  have  high  col- 
lars and  flare  sligtly  away  from  the  fig- 
ure, and  have  belts  placed  six  inches 
or  so  below  the  waist  line.  These  coats 
are  braided  in  more  or  less  military 
fashion,  and  are  worn  with  dresses  also 
of  serge.  These  serge  dresses,  instead 
of  having  the  waist  almost  wholly  of 
lace  or  other  transparent  material,  now 
have  it  replaced  with  satin  with  the  serge 
arranged  in  jumper  or  pinafore  fashion. 
In  many  instances  the  collar  is  a  stock 
encircling  the  throat  and  finished  with  a 
narrow  frill  of  lace.  Other  collars  go 
only  half  way  round  the  neck,  stopping 
beneath  the  ears,  and  having  the  two 
ends  caught  with  narrow  black  velvet 
ribbons,  which  fasten  under  a  small  bow 
in  front.  The  sleeves  are  inset  and  long, 
and  are  finished  with  a  narrow  white  frill 
to  match  the  collar. 

Nothing  Extreme. 

The  styles  which  are  favored  by  the 
Parisian  women  who  are  buying  gowns 
at  present  are  extremely  simple,  and  this 
simplicity  is  going  strongly  to  influence 
the  styles  for  the  coming  Spring  is  the 
opinion  of  many  authorities.  Nothing 
that  is  ultra  or  extreme  is  featured.  This 
extends  to  the  new  style  skirts.  The  ex- 
treme flaring  models  measuring  many 
yards  are  not  favored  by  the  best- 
dressed  women.  The  skirts  chosen  are 
either  circular  or  gored  and  are  only 
moderately  wide  and  are  cut  so  that  they 
hang  straight  or  are  laid  in  pleats  so 
as  to  give  the  straight  effect  from  waist 
to  hem. 

Many  fashion  authorities  favor  the 
pleated  skirt  but  predictions  are  plenti- 
ful that  these  exaggeratedly  flared 
skirts  are  going  to  exercise  a  strong  in- 
fluence on  the  Spring  styles.  Be  this 
as  it  may,  Callot,  Jenny  and  Doucet  are 
all  showing  pleated  skirts.  Callot  is 
showing  skirts  with  two  box  pleats  laid 
in  the  back  and  stitched  down  as  far 
as  the  knee.  These  pleats  place  the  full- 
ness where  it  is  needed  and  still  main- 
tain the  straight  line.  The  jacket  that 
goes  with  the  coat  is  drawn  in  at  the 
waist  and  flares  below. 

Jenny  is  showing  skirts  pleated  all 
round  and  mounted  on  a  yoke.  The 
material  is  laid  in  box  pleats  about  four 
inches  wide  and  the  pleats  are  so  well 
pressed  that  they  lay  perfectly  flat.  The 
Doucet  skirts  are  pleated  from  a  yoke, 
and  also  show  pleated  panels  at  the  sides 


only.  Jeanne  Lanvin  has  a  new  flared 
skirt  which  is  cut  more  like  a  two-gored 
skirt  and  has  the  seams  on  each  side. 
This  skirt  does  not  measure  more  than 
two  yards  at  the  bottom  and  the  top  is 
shirred  across  both  the  front  and  the 
back. 

English  and  Russian  Ideas. 

The  military  influence  is  sure  to  be 
strong  and  ideas  are  certain  to  be  bor- 
rowed from  the  uniforms  of  the  Allies. 
The  French  officers  wear  a  short,  tight 
coat  with  a  straight  collar  fastening 
high  at  the  neck  and  this  suit  will 
doubtless  inspire  many  models   that   will 


low  of  Russia.  The  Russian  influence 
will  be  seen  in  embroideries,  and  Rus- 
sian ideas  in  jewelry  and  in  enamel 
work   promise   to  be  popular. 


JUMPER  IDEA  IN  WAISTS. 

Many  of  the  latest  waists  show  the  jumper 
idea  This  waist  has  the  jumper  of  velvet  with 
the  new,  high  military  collar.  The  edges  are 
bound  with  silk  braid  and  the  sleeves  are  of 
shadow  lave  veiled  with  chiffon.  The  tucker 
filling  the  U  front  is  of  filmy  net  lace. 


be  lavishly  trimmed  with  braid.  The 
English  soldier  wears  a  sportsmanlike 
suit  of  khaki  and  the  coat  is  cut  on  the 
Norfolk  model  and  is  belted  in  at  the 
waist.  Ideas  borrowed  from  Russia  will 
be  taken  from  the  uniform  of  the  Cos- 
sacks. The  Russian  blouse  in  lengths 
that  do  not  reach  below  the  knee  will 
be   seen. 

Under  present  conditions,  both  English 
and  Russian  ideas  will  influence  the 
Parisian  designers  to  a  large  degree. 
Military  colors  are  sure  to  be  strong. 
There  is  the  red  and  blue  of  France,  the 
khaki  of  England  and  the  black  and  yel- 
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Style  Co-operation 

J.  P,  Hovland,  President  of  the 
National  Cloak,  Suit,  Skirt  and 
Dress  Association,  Says  the 
Trade  Would  Benefit  if  all 
Garment  Associations  Would 
Meet  to  Discuss  Style  and  Other 
Matters. 


SPEAKING  from  the  point  of  view 
of  the  garment  manufacturing 
trade,  J.  P.  Hovland,  president  of 
the  National  Cloak,  Suit,  Skirt  and  Dress 
Manufacturers'  Association,  said  that 
American  garment  manufacturers  were 
not  so  wholly  dependent  upon  Europe  as 
some  people  would  make  out.  The  cloak 
and  suit  industry  is  very  much  like  the 
newspapers.  If  you  give  a  reporter  a 
suggestion — a  "tip''  as  he  calls  it — that 
is  all  he  finds  needful  to  continue  his 
work.  It  is  just  the  same  with  the  cloak 
and  suit  industry ;  all  the  maker  needs  is 
the  risrht  sugestion,  and  he  then  has  suf- 
ficient ingenuity  to  complete  the  gar- 
ment. The  American  manufacturer  was 
concerned  only  with  practical  garments 
and  the  turning  out  of  such  garments  as 
the  average  woman  needed. 

Mr.  Hovland  is  of  the  opinion  that  if 
all  the  different  associations  throughout 
the  garment  trade  would  unite  in  holding 
meetings  for  the  discussion  of  style 
changes  and  other  important  matters 
which  influence  the  industry  all  would 
benefit. 

Another  opinion  expressed  was  that 
the  women  of  the  United  States  would 
not  take  too  keenly  to  styles  bordering 
very  strongly  on  the  military  type,  such 
as  Paris  is  expected  to  put  out  for  the 
coming  season.  Women's  garments,  he 
thought,  would  take  the  form  of  neat 
tailored    styles. 

Fall  business  in  the  West  Mr.  Hovland 
stated  was  improving.  Merchants  were 
beginning  to  understand  that  November 
and  December  were  the  months  when  the 
best  coat  business  was  done,  and  were 
finding  out  that  price  cutting  in  these 
months  was  not  in  the  best  interests  of 
the  department. 


Neckwear  as  a  Selling  Line  for  Christmas 

Proper  Attention  Paid  to  Display  is  of  First  Importance — Show 

Cases,  Fixture  and  Counter  Trims  Should  be  Changed  Often  

Rapid  Changes  in  Styles  Require  Turnover  to  be  Frequent  — 
Boxing  for  Gifts. 


TBERE  is  no  possibility  of  any  fur- 
ther fashion  development  between 
now  and  the  end  of  the  year  in 
neckwear:  manufacturers  are  too  busy 
now  to  give  attention  to  the  production 
of  novelties.  Therefore  The  Review  is 
devoting  a  little  space  in  this  issue  to 
telling  how  the  large  departmental  and 
exclusive  specialty  stores  are  handling 
women  \s  neckwear,  and  what  type  of 
neckwear  they  are  selling  and  showing 
Women's  neckwear  is  one  of  the  most 
active  at  retail  at  the  present  time,  and 
the  counters  in  this  section  are  among 
the  busiest  spots  in  the  store.  Thougii 
neckwear  is  booming  competition  is 
keen,  and  values  have  to  be  good.  Wo- 
men are  finding  neckwear  irresistible, 
but  the  desire  to  possess  a  pretty  piece 
of  neckwear  wars  with  the  feeling  that 
they  should  save — and  this  feeling 
should   be  allowed  for  in   the  pricing  of 

goods.  

35  and  50  Cent  Lines. 

Luckily.  25c  neckwear  does  not  figure 
as  it  used  to  do  a  few  years  ago,  though 
neckwear  a1  this  price  is  still  obtainable. 
The  strenuous  selling  does  not  come  on 
this  line.  There  is  some  disposition  to 
feature  35c  neckwear,  particularly  in 
one  of  the  larger  stores,  and  this  seems 
to  bo  a  compromise  between  lines  at  25c 
and  50c.  This  store  has  during  the  pre 
sent  season  frequently  pu1  on  bargain 
neckwear  at  this  figure. 

In  the  regular  way  of  business  the  big 
selling  comes  on  (ho  50c  and  75c  lines. 
Fifty  cents  is  a  favored  price  in  the  more 
extensive  departments,  and  the  Belling 
practically  begins  with  this,  and  any 
thiivj-  lower  is  either  soiled  or  off  style 
in  some  way.  In  these  departments  more 
stress  is  naturally  laid  upon  75c  ami  $1 
neckwear,  as  their  patrons  look  more 
closely  at  the  fineness  of  the  material 
and  the  quality  of  the  lace  and  other 
trimmings.  When  $1.50  is  reached  the 
limit   I.,  popular  Belling  is  reached  a'  n, 


though  of  course-  ;ill  the  large  depart- 
mental as  well  as  the  exclusive  stores 
carry  higher  priced  lines  and,  when  they 
take  the  form  of  real  lace  collars,  or 
neckpieces  trimmed  with  real  laces,  the 
price  runs  up  to  a  high  figuri  . 


LOOK  INC    TO   SPRING. 
Collar  and  cuff  set   of  cross-bar  check.     The 
collar  simws  new  lines,  and  either  shaped  cuff 
completes  the  set.     Shown  bj  Tooke  Bros.,  Ltd. 


Cheaper  Than  in  D.  S. 
When    the    price    question    i^    touched 
in  a   Canadian  store  comparison  between 
Xew    York    prices    and    these    charged    in 

Canada    are   always     made.      Canadian 
values  are  wonderfully  good  in  compari 

son  with   those  obtainable  in   New  York 
stores,  and   the  prices  a   New    York   wo 
man    will   pay    is  ;m   ,\ e  opener   I  o 
Canadian    buyer.       Of    late    years    there 
has    Keen    some    inipro\  ement     bu1     i '  ere 
is   a    big  field    in    Canada    in   populai 
(he    better    gradi  -    of      tieckweai        '  H 


course,  the  present  is  not  the  time  to 
start  any  campaign  of  this  kind.  But  ef- 
forts should  be  made  at  the  present  time 
to  hold  the  ground  that  has  been  gained. 

Min-ors  for   Trying   On. 

Display  is  half  the  battle  in  selling 
neckwear,  and  the  successful  depart- 
ment uses  every  inch  of  display  space 
to  the  best  possible  advantage.  All  the 
counters  are  show-cases,  and  not  only 
is  the  trim  changed  frequently,  but  the 
goods  are  displayed  in  them  to  the 
greatest  advantage.  The  ledge  trim  is 
also  important  and  figures,  neckwear 
stands  and  bust  figures  are  all  used  in 
building  up  attractive  displays.  Several 
mirrors  always  form  part  of  the  counter 
equipment,  so  that  prospective  custom- 
ers can  sec  how  the  neckpiece  will  look 
when  worn.  This  is  important,  as  there 
are  so  many  variations  of  line  that  it 
is  difficult  to  judge  as  to  the  individual 
becomingness  of  any  neckpiece  without 
trying  it  on.  The  latest  mirrors  for  this 
purpose  are  very  decorative.  They  are 
long  oval  mirrors  set  in  a  frame  of 
brush  brass  and  mounted  on  a  stand  of 
the  same. 

Using  Velvet  On  Counters. 

The  part  of  the  counter  where  the  ex- 
pensive neckwear  is  sold  is  cither  vel- 
vet covered  or  covered  with  a  velvet  pad. 
Some  stores  use  black  velvet.  while 
others  prefer  deep  purple  or  dark  olive 
green.  The  counter  should  have  a  rim  in 
front.  This  rim  often  prevents  soiling 
by  helping  to  keep  the  goods  on  the 
counter.  It  is  sometimes  omitted  in  the 
;ection  where  the  higl  .lass  neckwear 
is  -old.  but  it  is  almost  imperative 
e  bargains  are  sold. 

Speaking  generally,  ladies'  neckwear 
i-  not  bough!  far  ahead,  as  there  is 
constant  changing  in  styles  and  always 
something  new.  This  is  also  one  reason 
why  this  department  shows  such  a  lar.jre 
i  Continued  on  paire  150 
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DRESS     ACCESSORIES 


Dry  Goods  Review 


Not  too  late  to  order 


f{  CJjrtstmass 
JXtbbonsi 


/^\UR  stocks  are  all  fresh 
and  attractive — wire  or 
phone  order  will  receive 
our  prompt  and  careful  at- 
tention. Don't  miss  sales 
— sort  up  now. 

\\T E  extend  to  our 
friends  everywhere 
throughout  the  trade  our 
cordial  good  wishes  for  a 
Merry  Christmas  and  a 
Bright  and  Prosperous 
New  Year.  May  1915 
bring  you  your  full  share 
of  good  things. 

Walter  H.  Barry  &  Co. 

MONTREAL       and       WINNIPEG 

"  The  Ribhon  Specialists  " 

4 


Jflerrp  3£mas 

anb  a 

?|appp  iSeto  gear 


It  is  our  heartfelt  wish  that  1915  will  be  a  bumper 
year  in  the  history  of  your  dress  accessories  depart- 
ment. Let  us  do  our  part  in  making  it  such  by 
sending  yen  a  good  varied  assortment  of  fancy 
trimming  buttons,  also  crochet,  celluloid  and  cloth- 
covered  buttons. 

A.  Weyerstall   &  Co. 

Button  Manufacturers 
Head  Office  Branches 

TORONTO  Montreal        Winnipeg 

145  Wellington  St  W. 


Advertising 


Advertising  is  the  educa- 
tion of  the  public  as  to  who 
you  are,  where  you  are,  and 
what  you  have  to  offer  in  the 
way  of  skill,  talent  or  com- 
modity. The  only  man  who 
should  not  advertise  is  the 
man  who  has  nothing  to 
offer  the  world  in  the  way  of 
commodity  or  service."  — 
Elbert  Hubbard. 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


■^ 


[N  sending  our  greetings  to 
*  the  trade,  we  wish  to  extend 
our  thanks  to  our  many  patrons 
throughout  Canada  for  their 
splendid  patronage  during  the 
past  year. 

Though  our  service  has  met 
with  unanimous  approval,  we 
hope  to  be  more  deserving  of 
your  trade  in  the  coming  year. 

May  1915  be  a  year 
of  prosperity 

Remember  the  Made-in-Canada  goods  in  the  buff  boxes. 

Phoenix  Novelry  Company 

(FORMERLY  SANDERSONS  LIMITED) 
PEARL  STREET  -  TORONTO 
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Bazaar   Ribbons 

Popular-Priced  Linos.  Baby 
Ribbons,  Narrow  Silk.  Satin 
and  Holly  for  Bazaar — Remove 
Cut-Priced  Ones  From  Depart- 
ment. 

THE  big  stores  always  take  advan- 
tage of  the  last  few  weeks  before 
the  holiday  to  clear  up  the  odds 
and  ends  of  stock,  and  the  slow-selling 
lines.  They  do  not  confine  the  selling 
of  these  lines  to  the  regular  department 
— in  many  cases  they  remove  the  goods 
from  the  department  altogether  and 
place  them  on  bargain  tables  in  some 
other  part  of  the  store.  This  plan  has 
many  advantages:  in  the  first  place,  the 
selling  of  these  bargain  goods  does  not 
act  as  a  detriment  to  regular  sales. 
When  there  are  ribbons  on  bargain,  wo- 
men who  visit  the  department  with  the 
idea  of  buying  some  special  ribbon  see 
the  cheaper  line  and  pick  oul  something 
thai  she  can  substitute  for  the  ribbon 
at  the  regular  price  they  were  intending 
to  buj  and  the  department  loses  the  extra 
profit  on  the  regular  transaction. 
When    ribbon    is   put    on    at   bargain 

s  the   intention   is  that    it  shall  be 

something    extra    bought    because    it    is 
cheap,    and    this    idea    is    best    served    by 


removing    these    bargains    right    out    of 
the    department. 

Other  lines  that  can  be  profitably  car- 
ried on  tables  are  baby  ribbons  in  holly 
red,  pink,  blue,  yellow  and  green,  and 
narrow  satin  and  taffeta  ribbons  in  the 
same  shades.  The  baby  ribbons  are  us- 
ually cut  into  6  or  10-yard  lengths,  ac- 
cording to  quality,  and  are  knotted  into 
hanks  and  piled  up  in  heaps  of  each 
color.  Printed  ribbons  in  holly,  mistle- 
toe and  Christmas  bell  patterns  are  also 
good  at  this  time  of  the  year  both  for 
trimming  small  articles  and  for  tying 
Christmas  parcels.  The  T.  Eaton  Co. 
are  carrying  ribbons  of  this  class  as 
well  as  the  cheaper  novelties  in  the  mil- 
linery section  on  the  second  floor,  and 
also  in  their  Christmas  bazaar  section 
on  the  fourth  floor.  The  Robert  Simp- 
son Co.  have  a  section  for  cheap  rib- 
bons and  baby  ribbons  in  their  Chinese 
bazaar,  and  they  also  have  bargain 
tables  for  cut-price  ribbons  in  front  of 
the  elevators  east  of  the  Queen  street 
entrance,  as  well  as  a  section  for  sell 
ing  baby  ribbon  in  hanks. 


NECKWEAR   AS    A    SELLING   LINE 
FOR   CHRISTMAS. 

(Continued  from  page  16.) 

profit,  as  the  stock  is  constantly  turned 
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over.  It  is  not  so  much  the  profit  on 
each  article  sold  that  counts,  it  is  the 
frequent  turning  of  the  stock  and  the 
profit  made  on  each  turnover. 

Lines  for  Sales. 

There  is  always  material  for  attrac- 
tive sales  available  in  neckwear  lines, 
as  there  are  always  lines  that  are  slow 
sellers,  or  styles  which  are  going  off  the 
market  on  which  attractive  prices  are 
available,  and  these  with  the  merchant's 
own  stock  of  the  same  kind  can  be  used 
for  holding  special  sales.  Buyers  often 
make  mistakes,  or  lines  that  have  sold 
well  have  been  repeated  and  have  fallen 
flat.  When  these  conditions  develop  the 
neckwear  buyer  has  to  have  courasre  and 
make  a  clean  cut  for  the  neckwear  stock 
must,  above  all  things,  steer  clear  of  bad 
stock.  A  neckwear  department  where 
the  stock  is  not  kept  clean  and  up  to 
date  can  never  make  a  profit  or  build  up 
a  worth-while  reputation. 

Boxing  has  been  somewhat  of  a  vexed 
question  this  year,  as  the  majority  of 
the  manufacturers  have  refused  to  box 
neckwear  selling  under  50c  or  7,'ic.  The 
big  departmental  stores  box  all  the  neck- 
wear sold.  The  store,  as  a  rule,  has  an 
individual  box  with  the  name  of  the 
firm  displayed  not  too  conspicuously  on 
the  lid. 
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Tendency  is  Shown  for  White  and  Light  Colors 

White,  Pink,  Begonia  and  Forget-me-not  Blue  the  Late  Season 
Colors — The  Black  Velvet  Hat  Has  Become  Too  Popular — Pictur- 
esque Flaring  Brims  Coming-  in  to  Balance  Wider  Skirts. 


THE  vogue  of  the  velvet  hat  has 
continued  right  through  the  sea- 
son, though  the  colored  velvet  hat 
is  considered  to  be  smarter  than  the  vel- 
vet one;  counted  by  numbers,  however, 
the  black  hat  leads.  There  has  been  a 
very  extensive  sale  of  velvet  covered 
shapes,  and  these  shapes  have  had  a  big 
sale  both  in  the  department  store  and 
in  the  parlors  of  the  exclusive  millinery 
store.  There  is  a  feeling  for  lighter  col- 
ors in  hats,  and  white,  begonia,  rose  and 
forget-me-not  blue  are  very  much  seen; 
but  these  colors  are  almost  invariably 
combined  with  black.  White  kid  com- 
bined with  velvet,  the  crown  being  of 
the  kid  and  the  brim  of  the  fabric,  is 
new.  Silver  lace  brims  have  crowns  of 
velvet,  or  the  crown  is  of  the  lace  and 
the  brim  of  the  velvet.  The  high  military 
turbans,  the  tricorne  and  four-cornered 
shapes  have  all  taken  well;  as  a  matter 
of  fact,  any  shape  with  corners  has 
taken  this  season. 

The  large  flat  shapes  are  taking  on 
eapeline  lines,  and  there  are  signs  that 
picturesque  flaring  brims  are  to  come  in 
to  balance  the  wider  skirts.  These  large 
models  are  as  a  rule  reserved  for  teas 
and  dressy  wear,  and  the  street  hats 
come  in  military  shapes. 

Cossack  Turban. 

One  of  the  best  selling  shapes  is  the 
Cossack  turban  with  a  peaked  tam  crown 
and  a  high  close  head  band  that  is  either 
covered  or  edged  with  fur.  The  scout 
shape  is  another  good  one,  and  the 
Tommy  Atkins  cap  and  the  Scotch  bon- 
net are  shapes  that  are  growing  in 
favor. 

All  these  hats  are  developed  in  velvet 
and  are  trimmed  with  ostrich  wings  or 
fur.  Monkey  fur  used  as  a  fringe  is 
very  much  used  for  this  purpose.  Fur 
fabrics  are  used,  and  some  felt  as  well 
as  satin.  The  high-class  trade  is  using 
satin  soleil,  which  promises  to  be  a  fore- 
runner of  verv  bright  surfaced  satins 
for  the  Sprine:  trade.  Silver  cloth  is 
used    for   the    entire   hat    trimmed    with 


Saxe  blue,  or  begonia  pink  or  cerise  vel- 
vet, combined  with  either  ermine  or 
monkey  fur. 

Both  narrow  and  wide  ribbons  are 
used  for  hat  crowns  and  for  unusual 
trimming  effects.  Loops  and  bows  are 
not  much  in  evidence  at  the  present 
time,  but  narrow  ribbons  are  used  for 
binding  brims  and  are  pleated  up  into 
military  effects  and  cockades.  Many- 
ended  bows  with  the  ends  cut  into  sharp 
points  are  formed  of  narrow  cord,  Otto- 
man or  moire  ribbons.  A  little  jet  in 
the  form  of  bands  and  ornaments  is  also 
used.  Since  military  fashions,  silk 
and  frogs  have  made  their  appearance 
in  trimming  lines. 

Silk  Flowers,  Natural  Colors. 
Tinsel  in  the  form  of  braids  and  flow- 
ers have  given  way  to  the  use  of  velvet 
and  silk  flowers  in  natural  colors.  There 
is  some  use  still  for  the  white  velvet 
flower,  but  the  tendency  is  for  colors, 
and  cerise,  begonia  and  military  red 
shades  predominate.  There  is  some  call 
also  for  soft  rose  pinks.  Next  to  roses 
come  flat  camelias. 

Ostrich   for   Expensive   Hat. 

Ostrich  is  taking  the  place  of  aigrette 
and  paradise  as  the  trimming  for  the  ex- 
pensive hat.  Scorched  and  glycerined 
ostrich  is  worn,  but  first  place  must  be 
given  to  full-headed  plumes  and  to  ban- 
deau effects.  Little  tips  have  come  into 
use  in  the  late  season.  They  are  placed 
at  intervals  flat  on  the  brim  of  the  hat, 
or  are  used  for  the  under  brim  facing. 


NEW  VEIL  FITTED  TO  BRIM. 

A  new  idea  is  a  veil  which  is  fitted  to 
the  shape  of  the  hat  brim.  There  have 
been  quite  a  number  of  experiments  re- 
cently with  a  view  to  making  the  adjust- 
ment of  the  veil  an  easier  matter,  and 
this  is  one  of  the  most  recent.  This  veil 
is  intended  for  wear  with  a  turban  with 
a  shaped  brim  edged  with  fur,  and  the 
veil  is  so  shaped  that  the  edge  fits 
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smoothly  over  the  brim  under  the  line  of 
fur.  A  band  of  fur  is  attached  to  the 
veil  and  fastened  together  with  a  hook 
and  eye  at  the  back,  at  a  line  which 
holds  the  fullness  under  the  chin  and 
around  the  neck.  Some  veils  end  under 
the  band  of  fur,  in  others  the  veil  ex- 
tends in  the  form  of  a  frill,  and  has  a 
scalloped  or  a  border  finish. 

It  is  claimed  that  this  veil  does  away 
with  the  usual  untidy  appearance  when 
the  veil  is  raised,  as  instead  of  throwing 
it  back  over  the  hat,  it  is  folded  back 
against  the  brim  and  the  lower  fur  edge 
is  clasped  around  the  brim,  giving  the 
appearance  of  a  shirred  or  folded  brim 
edged  at  each  extremity  with  fur.  The 
same  shaped  veil  can  be  had  with  a  band 
of  velvet,  either  plain  or  ornamented 
with  sequins.  This  band  ends  with  a 
bow  and  the  veil  is  pushed  up  and  fast- 
ened to  the  hat  brim  as  above  described. 


U.  S.  COLOR  CARD  FOR  FALL. 

Millinery    and    Silk    Associations    May 

Unite  to  Bring  One  Out. 

Up-to-date  the  usual  French  color 
cards  have  not  come  to  hand,  but  the 
Claude  Freres  card  is  promised  for 
some  time  this  month.  Therefore,  there 
is  some  color  confusion,  as  there  is  no 
color  standard  arrived  at  yet,  and  the 
trade  is  guessing  more  or  less  as  to  the 
novelty  colors  that  will  be  featured  in 
the  coming  Spring.  So  far  the  ecrus, 
beiges  and  sand  shades  are  featured,  as 
well  as  blues  on  the  military  order, 
rose  pinks  and  begonia  shades,  and  later 
information  places  cherry  high  on  the 
list  of  Spring  colors. 

It  is  said  that  the  Millinery  Jobbers' 
Association  and  the  Silk  Association  of 
the  United  States  are  taking  steps  lead- 
ing towards  the  production  of  a  color 
card  for  the  Fall  of  1915.  This  card 
will  be  thoroughly  thought  out  and  all 
details  arranged,  and  will  draw  the  col- 
ors suitable  for  the  United  States  trade 
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Hats  for  the  South  Suggesting 

Spring  Ideas 


Hats  tliat  are  quite  large  and  with 
graceful,  picturesque  flaring  brims  are 
strongly  indicated  for  the  coming  sea- 
son. The  contrasting  facing  is  a  feature 
and  so  is  the  use  of  large  roses  and  foli- 
age in  natural  colors. 

Palm  Beach  Model  photographed  for 

The  Review. 


Sailors  are  suffering  no  eclipst  :  then 
art  showing  in  many  attractive  shapes 

in  Panama  and  fancy  straws.  This 
sailor  is  of  course  straw-faced  and  hand- 
ed with  white  silk,  and  has  two  white 
crochet  pom-poms  placed  on  the  brim  in 
front. 

Palm  Pench  Model  photographed  for 
The  Review. 
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Veils  are  Being  Shown  with  Late  Season  Hats 

This  May  Forecast  a  Further  Development  in  This  Direction  in 
Spring — Many  Advantages  in  Carrying  Veilings  in  the  Millinery 
Store — Cost  is  Small,  and  Selling  is  Mainly  Result  of  Introduction. 


ANEW  development  that  seems 
better  suited  to  the  Spring  season 
than  that  of  late  Winter  is  the 
selling  of  the  veil  with  the  hat.  The 
hats  that  have  this  veil  accompaniment 
are  usually  small  toques  and  military 
models.  What  is  the  connection  between 
a  hat  designed  on  the  lines  of  a  Cos- 
sack 's  toque  or  a  Tommy  Atkins  cap  is 
hard  to  see — possibly  the  idea  is  to  in- 
troduce a  softening  element  and  make 
these  models  really  becoming  to  other 
than  young  girls.  Some  veils  are  cut  so 
that  they  fit  smoothly  over  the  brim  of 
the  hat  just  under  the  inevitable  band 
of  fur — and  a  band  of  fur  goes  around 
the  neck  and  fastens  under  the  hair  at 
the  nape  of  the  neck.  When  it  is  de- 
sired to  raise  the  veil,  the  lace  or  net  is 
ruched  over  the  brim  of  the  hat  and  the 
line  of  fur  becomes  the  lower  edge  of  the 
brim.  Sometimes  the  place  of  the  band 
of  fur  is  taken  by  a  velvet  ribbon,  and 
often  this  ribbon  has  fancy  medallions 
woven  in. 

The  latest  development  shows  the  full 
drape  veil  hanging  straight  down  in 
folds  from  the  brim  of  the  hat  in  1830 
fashion,  and  instead  of  the  mesh  veil 
this  veil  is  of  Chantilly. 

A  New  York  model  of  putty-colored 
velvet  in  one  of  the  new  toque  shapes 
trimmed  with  a  pleating  around  the  brim 
has  one  of  these  full  drape  veils  of  navy 
blue  Chantilly  lace. 

Veils  of  hexagon  or  filet  net,  with  lace 
or  ramage  patterns,  with  heavy  border 
or  deep  hem  to  weight  them,  so  that  they 
will  hang  properly,  are  being  sold  with 
small  toques  in  high-class  stores. 

Worth  While  for  Every  Milliner. 

It  is  the  straws  which  show  which 
way  the  wind  blows,  and  this  late  Win- 
ter interest  in  veils,  which  is  now  con- 
fined to  the  very  high-class  trade,  will 
possibly  develop  in  the  coming  Spinner 
into  business  that  will  be  worth  while 
for  every  milliner  to  handle.  This  will 
mean  the  keeping  of  a  stock  of  veilings. 

Why  more  milliners  do  not  handle 
veilings  is  one  of  the  mysteries  of  the 
trade.  Some  milliners  go  after  this  busi- 
ness and  make  it  pay,  because  they  re- 
alize the  exceptional  opportunities  they 
have  for  selling  the  veil  as  well  as  the 
hat.  The  outlay  is  small  in  the  first 
place,  for  little  or  no  new  equipment 
would  be  necessary  to  handle  this  busi- 
ness. Selling  veilings  is  done  almost  al- 
together bv  introduction — the  woman's 
eye  is  caught  by  some  veiling  novelty  as 
she  passes  the  department,  for  it  is  very 


seldom  that  she  goes  shopping  with  the 
express  intention  of  buying  a  veil. 

If  the  milliner  carries  veilings  when 
the  hat  is  sold  it  would  be  an  easy  mat- 
ter to  bring  out  a  piece  of  veiling  or  a 
made  veil  and  drape  it  so  that  the  effect 
would  be  shown,  and  the  sale  in  most 
cases  would  be  made. 

Women  like  something  exclusive  when 
buying  a  veil,  and  once  persuaded  that 
you  carry  the  novelties  she  will  return 
to  supply  her  veiling  needs.  The  fact 
that  she  would  receive  more  attention  in 
the  exclusive  millinery  store  than  in  the 
usual  retail  veiling  department  would 
help  to  build  up  a  profitable  trade  in 
high-class  veilings.  To  compete  pro- 
perly with  the  many  departments  in  the 
dry  goods  stores  the  buying  will  have  to 


be  done  right,  and  stock  will  have  to  be 
turned  over  quickly  and  kept  clean.  This 
means  keeping  in  touch  with  the  veiling 
houses  and  stocking  the  latest  novelties 
as  they  appear. 

When  Millinery  is  Least  Active. 
Veilings  and  hats  are  so  closely  allied 
that  it  is  a  matter  for  speculation  that 
they  do  not  more  often  go  together,  as 
each  forms  a  selling  help  to  the  other. 
The  seasons  when  most  veiling  is  sold 
are  at  the  periods  when  the  millinery 
trade  is  least  active — when  the  milliner 
is  engaged  in  clearing  out  her  season's 
stock.  Prices  are  particularly  attrac- 
tive, and  the  woman  who  comes  in  for  a 
veil  can  often  be  interested  in  a  new  hat 
and  induced  to  buy  simply  because  the 
price  is  so  low. 


Late  Season  Ideas  from  Paris 


PARIS,  Dee.  1.— Though  there  are 
not  the  opportunities  of  seeing 
the  new  styles  in  Paris — for  only 
a  very  few  of  the  theatres  are  open — 
there  is  talk  of  a  general  reopening 
shortly — no  Auteuil  races,  and  no  meet- 
ing of  the  fashionable  world  at  the  smart 
restaurants,  where  so  many  of  the  new 
fashions  have  been  launched ;  Paris  is 
still  Paris,  and  merchants  and  manufac- 
turers all  the  world  over  are  still  anxious 
to  avail  themselves  of  all  Paris  has  to 
show  or  suggest. 

All  the  famous  dressmaking  and  mil- 
linery houses  are  again  open — many  of 
them  have  never  been  closed,  and  now 
that  there  is  a  certainty  that  the  Gov- 
ernment will  be  back  in  the  near  future, 
Paris  is  once  more  beginning  to  show 
signs  of  a  return  to  more  normal  condi- 
tions. Not  that  much  gaiety  can  be  ex- 
pected as  yet,  for  everyone  is  conscious 
of  the  ordeal  the  nation  is  passing 
through,  and  the  terrible  sacrifices  the 
war  is  inflicting. 

The  model  houses  plav  such  an  impor- 
tant part  in  Parisian  industrial  life,  and 
are    too    intimately    bound    up    with    the 

IN  PA  R1S. 

Capellnes  and  military  toques  the 
leading  mid-season  models. 

Beige,  mastic,  sand  and  cream 
white  hare  replaced  the  sombre  col- 
ors that  began  the  season. 

For  Spring  lisere.  tagel  and  Milan 
straws,  with  Leghorn  later. 
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productive  powers  of  the  French  nation 
to  allow  their  supremacy  to  be  question- 
ed even  for  a  short  season.  Therefore, 
the  buyer  who  makes  a  trip  across  the 
ocean  will  find  plenty  of  models  on  dis- 
play that  will  measure  fully  up  to  the 
old  high  standard. 

As  yet  there  are  only  late  season 
models  to  be  seen  in  Paris,  and  it  will  be 
past  the  middle  of  December  before  the 
new  Spring  models  will  be  shown.  The 
models  for  the  mid-season  all  show  the 
new  tendency  towards  greater  sim- 
plicity in  trimmings.  Large  generous 
mounts  of  expensive  paradise,  heron 
and  cross  aigrettes  are  no  longer 
of  generous  proportions — they  are  so 
small  as  to  be  almost  meagre,  and 
they  are  not  made  the  most  of  either, 
but  are  so  placed  as  to  be  inconspicuous. 

The  hats  Georgette  is  showing  at  the 
present  time  are  moderately  large  hats 
on  the  capeline  order  made  of  velvet, 
panne,  heavy  silk  or  lace,  and  finished 
with  a  contrasting  facing  and  a  band  of 
fur.  Pouyanne  is  showing  military 
toques  on  the  order  of  the  hussar's 
shako,  with  the  crown  of  scarlet  velvet 
and  brim  of  deep  brown  faille.  The 
festoons  and  cabuchons  are  of  passemen- 
terie, and  there  is  a  bushy  feather 
aigrette  in  front.  This  milliner  is  also 
showing  capelines  on  the  Empress 
Eugenic  order — one  was  of  champagne 
panne  velvet,  with  large  single  roses 
weighing  down  the  brim  on  the  left  side 
(Continued  on  page  23.) 


Clearing  Stock  has  Been  a  Slow  Process  this  Season 

Trade  Has  Been  Done  on  a  Few  Lines — Popular  Priced  Business 
lias  Been  Better  Than  the  High  Class  Trade — No  Shortage  Ex- 
pected in  Spring  Materials — Developments  on  This  Side  of  the 
Atlantic. 


TliK  end  of  the  season's  business 
has  been  very  slow  in  the  retail 
stores,  but  this  can  scarcely  lie 
charged  up  to  conditions  of  trade  alone : 
the  unusually  mild  weather  must  take 
its  share  of  the  blame,  particularly  in  a 
season  when  fur  lias  been  so  extensively 
featured. 

The  very  evident  intention  of  the  wo- 
men of  the  community  to  practise 
strict  economy  has  been  operative  right 
through  the  season.  This  has  limited 
the  pin  e  paid  for  the  majority  of  models 
to  those  considered  to  be  well  within  the 
limits  of  those  dubbed  as  popular.  The 
ten-dollar  hat  has  taken  the  place  for 
the  time  being  of  the  more  expensive 
model,  and  naturally  woman  has  search- 
ed for  the  best  model  to  be  had  at  this 
price  and  has  got  it,  too.  This  feature 
of  the  trade  has  caused  much  complaint, 
as  it  has  meant  very  low  prices  for  de- 
sirable goods. 

Concentration  on  a  Few  Materials. 

Another  feature  that  lias  not  helped 
has  been  the  concentration  upon  certain 
materials,  and  the  buying  of  these  ar- 
ticles to  the  exclusion  of  all  other  lines. 
It  is  the  milliner  doing  the  high-class 
trade  who  has  had  the  most  difficulty  in 
(Iditm  business  this  season,  for  the  ten- 
dency has  been  to  go  after  the  cheaper 
goods. 

Though  the  trade  evinced  a  tendency 
early  to  concentrate  upon  a  few  ma- 
terials and  a  few  shapes,  there  have  been 
no  sudden  style  changes  to  further  un- 
settle matters.  Though  the  jobbing 
bouses  may  have  fared  a  little  better 
than  the  retail  trade,  they,  too,  have 
felt  the  force  of  the  same  influences.  The 
trade  filled  in  sparingly,  and  mail  order 
business    has    been    onlv   fair. 


Preparations  are  under  way  for  the 
coining  season,  and  travelers  have  al- 
ready been  on  the  road  with  new  goods 
for  the  coming  season — but  the  advance 
business  has  been  scarcely  of  a  satisfac- 
tory nature  on  the  whole. 

.Many  of  the  features  of  the  present 
season  promise  to  be  duplicated,  for  wo- 
men will  be  again  disposed  to  count  the 
cost  carefully  before  buying.  Facing  a 
repetition  of  the  present  conditions,  the 
merchant  is  disposed  to  buy  carefully 
and  also  to  wait  until  the  last  moment 
before  placing  his  orders. 

Though  there  may  be  a  gap  here  and 
there,  there  are  special  lines  in  which 
there  is  no  possibility  of  any  shortage  in 
a  wide  sense.  The  absence  of  certain 
lines  of  flowers  and  other  novelties  will 
be  greatly  off-set  by  the  fact  that  model 
houses  will  only  make  use  of  such  ma- 
terials as  are  in  plentiful  supply. 

The  Millinery  Jobbers'  Association  in 
the  United  States  have  got  together  in 
convention,  and  are  agreed  upon  this 
point,  and  also  as  to  the  fact  that  the 
manufacturers  and  model  houses  would 
be  prepared  with  a  representative  line 
of  materials  and  models  when  the  buy- 
ers for  the  trade  visited  New  York  earl\ 
in  the  year. 

Developing  Flowers. 

There  is  little  doubt  that  the  absence 
or  shortage  of  certain  lines  of  foreign 
made  goods  has  given  manufacturers  in 
many  lines  on  this  side  of  the  Atlantic 
an  opportunity  to  show  finer  goods. 
Many  lines  of  flowers  now  showing  are 
made  in  the  States,  and  Canada  is  de 
veloping  a  flower  industry  of  her  own. 
The  liner  the  goods  the  better  they  sell, 
and  even  the  cheap  goods  are  finding  a 
ready    market.       Some    very    attractive 


flowers  are  shown,  and  colors  and  ma- 
terials are  in  good  supply — the  chief 
drawback  being  the  lack  of  competent 
help.  Ostrich  and  feather  novelties  are 
expected  to  be  good  for  the  early  season, 
but  foliage  crowns  are  to  be  good  when 
the  Summer  hat  comes  into  view,  and 
these  crowns  are  to  be  outlined  with  rose 
wreaths  or  garlands  of  small  flowers 
mixed  with  grasses  and  wheat. 


POPULAR   SHADES. 

Among  shades  that  promise  to  be  most 
prominent  this  coming  season  are  burnt, 
sand,  beiue.  regimental  blue  and  cherry. 


SPRING   STRAW  NOVELTIES. 

Among  straw  novelties  for  Spring 
come  rough  braids  or  barnyard  straws, 
as  they  are  popularly  termed.  Another 
new  straw  has  received  the  name  of 
lemonade  straw,  because  it  comes  in 
pipes  or  straws  shaped  like  those  served 
with    glasses  of  lemonade. 


SEARCHING  FOR  SPRING  IDEAS. 

The  buyer  of  an  up-to-date  depart- 
mental store  of  State  Street,  Chicago, 
who  had  just  returned  from  New  York 
was  asked  if  American  manufacturers 
were  going  to  rely  upon  American 
ideas  for  the  incentive  in  putting  out 
Spring  styles.  "That  is  a  very  difficult 
question  to  answer.''  was  the  reply. 
' 'Personally  I  know  of  many  designers 
who  have  left  for  Paris  and  London 
searching  for  ideas  for  Spring.  Just 
what  they  will  find  in  the  way  of  in- 
spiration  is  problematical  but  they 
think  it  is  worth  the  expense  just  to  go 
and   see. ' ' 
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ANOTHER  NEW  BOOK 

By  FRANK  FARRINCTON 

A  Companion  book  lo    Retail  Advertising   Complete 

$1.00     POSTPAID 

"Store  Management  —  Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greateat  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 
CHAPTER  V.-The  Store  Policy—  What  il  shonld  be 
lo  hoUi  Irnttr.  1  he  money-b^ck  plan.  Taking  baelc  gooda. 
Meeting  cut  rales.  Selling  remnants.  Delivering  (foods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1  00.  Keep  the  book  ten  daya  and  (  it  isn't 
worth  the  price  return  it  and  gel  your  money  !  *ck. 

Technical  Book  Dept.,   MacLean  fuhiixnn*  Co. 
TORONTO 
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LATE  SEASON  IDEAS  FROM  PARIS. 

(Continued  from  page  21.) 
and  the  traditional  velvet  ribbon  stream- 
ers in  bright  pink. 

Spring  millinery  will  not  be  ready  un- 
til the  middle  of  December  at  Lauvins', 
but  the  information  was  given  that 
lisere,  tagel,  and  Milan  straws  would  be 
used  and  later  Leghorn.  Quaint,  jaunty 
military  shapes,  but  in  larger  sizes  than 
have  been  worn  during  the  Fall,  are  ex- 
pected to  take  for  Spring,  and  they  will 
be  very  irregular  in  outline.  Oval 
shapes  that  are  long  from  the  front  to 
the  back  are  particularly  favored,  and 
the  trimming  will  most  probably  be  ar- 
ranged so  as  to  carry  out  this  idea. 

Evelyne  Varon  is  showing  some  beau- 
tiful hats  in  cream  white,  panne,  velvet, 
and  also  in  soft  light  beige  tones.  Mastic 
or  putty,  and  sand  or  sable  are  prom- 
inent colors,  and  this  new  sand  shade, 
which  has  a  tinge  of  pink  in  it,  is  ex- 
pected to  be  very  prominent  in  the  com- 
ing Spring.  Sailor  shapes  are  still  very 
fashionable,  and  models  in  the  Breton 
shape  show  the  brim  cut  into  large 
tabs.  Beige  is  combined  with  deep  seal 
brown,  and  white  with  deep  corbeau 
bine. 


Paris  and  Styles 

American      Style      Authorities 
Outline   the   Process    of   Style- 
Making — Why  Paris  Takes  the 
Lead. 

JUST  why  Paris  holds  such  a  supreme 
position  in  the  changing  panorama 
of  the  fashions  was  outlined  so 
neatly  and  so  concisely  by  two  men  who 
are  in  a  position  to  speak  with  authority 
that  their  remarks  upon  the  subject 
should  be  read  by  all  milliners  and 
others  who  are  handling  goods  influenced 
by  fashion  changes. 

At  the  recent  convention  of  the  Mil- 
linery Jobbers'  Association,  held  at  At- 
lantic City,  N.J.,  Frederick  Bode,  of 
Gage  Bros.,  in  the  course  of  his  re- 
marks, said  that  fashion  was  brought 
about  by  environment  and  movement. 
The  reasons  why  we  have  gone  to  Paris 
for  styles  is  because  of  environment,  and 
the  tribute  paid  her  by  the  world.  By 
"movement,"  he  meant  that  after  the 
Bulgarian  war  everything  was  Bul- 
garian in  color,  and  after  the  invention 
of  a  certain  balloon  we  had  the  torpedo 
shape.  In  some  seasons  Parisian 
modistes  would  design  a  style  that  was 
diametrically  opposed  by  others. 

In  Paris  they  have  a  syndicate  of  de- 
signers, manufacturers  and  consumers 
who  collaborate  on  shapes,  materials  and 
colors,  and  these  styles  are  accepted.  Mr. 
Bode  said  that  recently  he  made  a  trip 
around  the  world  and  visited  many 
(Continued  on  page  32.) 
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Senator    Lougheed,   leader   of   the 
Government. 


The  Senate  does  not  work  in 
the  limelight.  It  is  seldom 
heard  of  except  when  it  does 
something  that  a  section  of  the 
community  does  not  approve. 
Consequently  it  is  judged  not 
by  its  deeds  but  by  what  the 
public  is  prone  to  accept  as  its 
misdeeds.  So  much  attention  is  focused  on  the  more 
spectacular  proceedings  in  the  Commons  that  the  delib- 
erations in  the  Senate  are  not  often  featured  in  the  press 
and  the  Senators  themselves  are  not,  for  the  most  part, 
familiar  figures  in  the  public  eye. 

With  the  object  of  bringing  the  Upper  House  closer 
to  the  public,  the  leading  article  in  the  December  number 
of  MacLean's  Magazine  is  devoted  to  a  close  analysis  of 
the  Senate.    It  is  forcibly  and  interestingly  written,  and 

will  serve  to  give  the  public  a 
different  conception  of  the  value 
of  that  bodv. 


Other   Features: 

Canadian-born  Admirals  in  the 
Navy;  Big  Business  and  the 
Private  Detective;  Extracting  a 
Fortune  From  Salt;  A  selection 
of  the  best  war  articles  from  the 
leading  magazines  of  the  world; 
Four  bright  Christmas  Stories. 

MacLean's    Magazine 

DECEMBER  NUMBER  NOW  ON  SALE 

MACLEAN    PUBLISHING 
COMPANY,  LIMITED 

143-153  University  Avenue,  Toronto,  Ont. 


Senator    Bostock,    leader    of    the 
Opposition. 
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FANCY  GOODS 

NOTIONS  &  TOYS 


Patriotic  Novelties  are  Strong  in  All  Lines 

Post  Cards,  Christmas  and  Greeting  Cards  With  Patriotic  and 
Canadian  Scenes  and  Coat  of  Arms  Big  Sellers — The  Allies'  Flags 
in  Small  Sizes  Selling  for  Favors  and  Decorative  Purposes. 


THE  departments  that  are  doing  the 
best  Christmas  business  are  those 
in  which  articles  having  some  dis- 
tinct use  are  selling,  but  even  here  the 
bargain  idea  is  by  no  means  lost  sight 
of  and  there  are  more  price  tickets  in 
evidence  than  is  usual  at  this  time  of 
the  year.  This  does  not  mean  that  all 
goods  are  low  priced  but  rather  that 
values  have  to  be  extra  good  to  make  the 
sale. 

Among  the  many  novelties  that  are 
selling  freely  may  be  mentioned  silk 
flags  from  about  41/2  inches  by  3y2  up  to 
6  by  4.  These  flags  are  being  used  for 
many  decorative  purposes.  They  are 
used  for  favors  and  for  table  decora- 
tions as  well  and  will  be  used  along  with 
the  holly  and  poinsettia  to  decorate  the 
Christmas  dinner  table.  They  present 
quite  a  gay  appearance  as  the  colors  are 
quite  in  keeping  with  the  season. 

This  is  the  frivolous  view  but  their 
presence  will  also  have  a  deeper  signi- 
ficance. There  is  in  the  collection  the 
Royal  Standard,  the  Union  Jack,  the 
Canadian  flag,  and  the  flags  of  France, 
Russia,  Belgium,  Servia  and  Japan,  also 
the  red  lion  of  Scotland,  the  harps  of 
Ireland  and  the  St.  George's  Cross. 

These  flags  are  mounted  on  a  heavy 
gilt  wire,  pointed  so  that  it  can  be  easily 
inserted  into  any  object.  For  rhe  con- 
venience of  those  who  do  not  know  the 
colors  of  the  different  flags  the  iii forma- 
tion is  given  herewith  as  there  are  many 
limes  nowadays  when  the  information 
may  come  in   useful. 

The  Allied  Flags 
The   French    flag     lias     three  vertical 
stripes,    red.    white   and    blue:    the   Bel- 
gium flag  three  stripes  of  the  same  color, 

White  at    the  top  and   blue  and   red   below, 

while  the  Servian  flag  is  reversed  with 
the  white  stripe  al  the  bottom  of  the 
flag.  The  Russian  flag  shows  three  ver- 
tical  stripes,  red.  yellow  and  black. 

Flags  of  all  kinds  and  all  patriotic 
emblems  are  free  sellers,     In  Christmas 


cards,  and  greeting  cards  the  best  sell- 
ers are  those  showing  the  Canadian  coat 
of  arms,  the  coat  of  arms  of  the  Domin- 
ion and  maple  leaf  devices.  Some  of  the 
cards  have  in  addition  Canadian  scenery 
and  these  are  always  eagerly  picked  out. 
Bags  are  a  prominent  line.  There  is 
as  much,  fashion  in  bags  and  women  are 
as  discriminating  about  the  bag  they 
buy,  its  shape,  its  clasp  frame  and  fit- 
tings, as  they  are  about  their  hat  or 
gown.  The  woman  who  can  afford  it  has 
a  bag  that  goes  with  each  of  her  gowns. 
This  freakishness  means  that  shapes  are 
multiplied  as  all  cannot  sell,  and  the  dis- 
cards go  to  the  bargain  table  and  this 
also  explains  the  very  low  price  at  which 
some  of  these  bags  are  sold. 

Mocha  Leather. 
The  very  newest  bags  some  in  inocha 
leather  in  grey,  brown  and  black  and 
they  are  delightfully  soft.  They  are  lined 
with  heavy  cord  silk  or  moire  in  apricot, 
helio  or  reseda,  and  have  gilt  fittings. 
Tndeed  the  fittings  are  an  important 
point  this  year,  and  the  fittings  often 
mike  the  sale.  The  rule  seems  to  be 
just  as  many  fittincs  as  can  be  crowded 
into  the  bag  and  the  bag  must  not  be 
large.  Party  cases  have  einght  on  "nd 
are  selling  both  in  high  priced  and 
popular  priced   lines. 

The  Promenade  Case. 

The  party  bag  and  the  party  case  have 
a  rival  in  the  promenade  case.  These 
cases  are  of  crushed  morocco  or  some 
oilier  soft  leather  in  a  selection  of  num- 
i  rous  shades.  These  cases  are  oblong 
and  arc  softly  lined  with  satin,  and  con- 
lain  a  mirror,  memo  pad  and  pencil. 
puff,  round  vanity  case,  hair  pin  eases. 
vinaigrette,  comb,  nail  tile,  purse  and 
button  hook.  The  case  has  a  leather 
handle  in  strap  effect.  Some  eases  have 
a  flap  pocket  which  can  be  used  to  eon 
tain  a  veil  or  an  extra  hankerchief.  etc 
Some    of    these      cases      have    fittings    m 

French    ivory    or    in    pearl    and    chased 
2-1 


silver;  but  the  best  liked  fittings  come 
in  highly  polished  nickel   or  gilt. 

A  feature  of  the  selling  of  jewelry- 
lines  is  the  attractive  boxing.  Ear  rings, 
brooches,  lace  pines,  etc.,  all  come  in 
holly  patterned  boxes,  and  these  boxes 
add  in  no  small  degree  to  the  attractive- 
ness of  the  department.  New  ideas  in 
jewelry  are  coming  from  the  days  of  the 
Second  Empire:  black  velvet  necklets, 
and  wristlets  are  clasped  about  the 
neck  with  rhinestone  or  jet  clasps  and 
in  many  cases  there  is  a  long  jet  pend- 
ant which  dangles  down  in  front.  Black 
moire  ribbon  is  used  in  place  of  a  chain 
and  it  is  not  unusual  to  see  a  black 
moire  ribbon  used  to  suspend  a  pendant. 
These  ribbons  are  decorated  with  gold 
or  jewelled   slides. 

Watch  Fobs  for  Ladies. 

Watch  fobs  for  ladies  are  a  new  inno- 
vation; they  are  made  of  black  ribbon 
with  slides  of  jet  or  rhinestones,  or, 
more  rarely,  the  ribbon  ends  in  an  orna- 
ment of  carved  jade  or  amber.  The 
wearing  of  a  fob  means  a  pocket  for  the 
watch  or  that  the  watch  is  tucked  into 
the  belt,  hut  the  newest  way  is  to  wear 
the  watch  as  a  pendant  from  the  fob 
which  is  pinned  to  the  breast  with  a  pin 
to  match  the  slides.  With  t lie  watch  in 
view  lias  come  a  fad  for  watches  in  odd 
shapes. 

Hair  ornaments  are  quite  elaborate. 
Shell  pins  come  in  varied  shapes  many 
of  which  are  curved  to  the  shape  of  the 
head.  Square  topped  pins  are  the  latest 
and  bandeau  pins  and  side  combs  come 
in  sets.  Besides  the  rhinestone  settimrs 
these  combs  are  inlaid  with  gold  and 
the   patterns   are  often    very   elaborate. 

Glass  Ornaments. 
(Ilass    is   coming   into    favor   as   a    ma- 
terial    for    coiffure    ornaments.  Class 
tiaras    ami    spray S    come    in    dusters    of 

leaves  and  berries.  Tiaras  o(  rose  leaves 
and  bads,  and  white  daisies,  as  well  as 
clusters  of  oak  or  mistletoe  leaves  and 
berries  are  very  effective  . 
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The  OriginaluSee  That  Hump 
DeLong  Hook  and  Eye 


is  the  World's  Standard  of  Quality 
in  Hooks  and  Eyes. 
Make  your  Notion  Counter  known 
as  the  place  for  reliable  goods.  With 
our  Canadian  factory  atyour service, 
you  should  never  be  without  full 
assortments  of  DeLong  Products 
-invariably  the  best  in  their 
respective  lines. 

DeLong  Hook  *ns!  Eve  Company 

of  Canada,  Ltd. 
St. Marys,  Ontario 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


There  is  ;i  real  novelty  on  the  market 
though  these  articles  are  confined  to 
the  high  priced  trade  they  are  so  artis- 
tic  thai  they  arc  selling  freely  to  the  dis- 
criminating  trade.  This  novelty  consists 
of  metal  blocks  fashioned  into  an  endless 
variety  of  artistic  designs  and  their  use 
is  to  support  the  books  placed  on  a 
stand  or  table.  Antique  and  classic 
figures,  various  animals  such  as  the  bear, 
bull  or  monkey,  and  many 'other  designs 
calculated  to  suit  all  tastes  come  in  these 
figures.  The  majority  of  these  blocks 
are  from  five  to  six  inches  high  and 
about  the  same  width,  and  they  come  in 
a  bronze  composition  and  in  a  number 
of  metal   finishes  sucli   as  old   silver. 


For  January  Sales 

Stamped  Goods  Should  be  Fea- 
tured— A  Padding  Device  to 
Lessen  Labor  on  Scalloped 
Edges. 


THE  later  development  in  the  art 
needlework  department  enables  it 
to  take  an  important  part  in  the 
January  white  goods  sale.  This  is  due  to 
the  fact  that  there  are  many  articles  for 
personal  and  household  use  both  made 
up  and  only  requiring  the  working  of 
the  embroidery  pattern  to  make  the  gar- 
ment complete.  Other  articles  are  stamp- 
ed for  working  and  have  guiding  lines 
for  cutting  out  when  the  work  is  done. 
The  list  of  these  articles  is  a  long  one 
and  includes  gowns,  brassieres,  corset 
covers,  combinations,  etc.,  negliges, 
dressing  jackets,  caps,  tea  aprons,  pil- 
low  cases,  doileys,  and  a  host  of  other 
articles. 

Then  there  are  infants'  garments  of 
all  descriptions,  and  dresses  for  small 
children.  The  January  white  sale  draws 
attention  to  these  goods  and  means 
should  be  taken  specially  to  feature 
them.  This  was  done  by  the  lame  city 
stores  last  January  and  an  excellent 
business  resulted. 

Women  are  buying  more  and  more  of 
these  stamped  and  semi-ready  article- 
each  season,  and  the  sales  are  growing 
rapidly.  The  garments  follow  the  lines 
of  the  French  embroidered  underwear, 
and  have  all  the  elegance  of  these  high- 
priced    garments. 

A  Padding  Device. 
Women    who   are   quite     expert      em 
broiderers  find  it  is  quite  a  task  to  work 
scalloped    edges.     Hall'   of    the    labor    is 
eliminated  by  the  use  of  a  padding  de 
vice  made  of  3ome  preparation  that   will 
stand  the  wash  and  which  only  requires 
to   be    worked    over.     Initials    can    he    had 
made  of  the   same  composition    thai    do 
away     with     stamping    and     also    furnish 
the  padding. 


The  woman  who  will  not  go  to  the 
trouble  of  working  scalloping  can  be  in- 
terested in  garments  that  are  lace 
edged.  These  come  ready  made  and  with 
both  the  neck  and  sleeves  trimmed  with 
beading  and  edge. 

Package  goods  are  featured  in  many 
departments,  for  they  not.  only  make  the 
selling  an  easier  matter,  but  they  mean  a 
large  increase  of  profitable  business.  The 
profit  made  on  them  is  liberal,  and  they 
are  pul  up  in  attractive  envelopes  which 
form  an  excellent  counter  feature.  Near- 
ly every  article  that  is  carried  in  the 
art  needlework  department  comes  in 
package  goods.  The  line  of  pillow  and 
cushion  tops  is  particularly  good  and  a 
big  business  is  always  done. 

-@- 
HOW  ENGLISH     REPLACED     TOYS. 

Reports  from  England  state  that  the 
supply  of  toys  while  weak  in  a  few  lines 
yet  show  a  number  of  new  devices  due 
to  the  cutting  off  of  German  goods. 
The  Teddy  Bear  has  a  new  rival 
in  "Jolly  Jack,"  a  jacktar  with  a  move- 
able head.  A  dog  is  called  "T  am  Vic,'" 
representing  a  victor  after  a  fight  with 
a  bandaged  eye.  All  sorts  of  animals 
are  being  made  up  in  felt  materials. 
There  is  a  large  range  of  warlike  toys, 
including  soldiers,  maxim  guns,  flying 
machines,  sailors  and  warships.  The 
Japanese  have  s'ot  ahead  of  British 
manufacturers  in  reproducing  the  British 
navy  in  miniature. 

The  lack  of  German  dolls  has  been 
met  to  a  great  extent  by  British  hair- 
stuffed  dolls  with  the  English  china 
heads.  There  is  a  difficulty  still  how- 
ever, in  making  the  heads  and  faces  in 
which  the  Germans  were  so  skilled.  Doll 
houses  and  furniture  for  dolls  have  been 
made  to  replace  the  German  2'oods.  Tn 
mechanical  toys  there  is  a  shortage  as 
was  expected. 


Holiday  Aprons 

Dainty  lines  Showing  This 
Season  Trimmed  With  Real 
dun v  Lace. 


DAINTY  tea  aprons  are  always  in 
demand  for  holiday  selling,  and 
the  manufacturers  always  pic 
pare  new  lines  for  this  season,  for. 
though  aprons  sell  all  through  the  social 
season,  the  big  harvest  is  reaped  at  this 
time  of  the  year.  Apron  lines  are  just 
ahout  read}  to  show,  ami  the  variety  of 
styles  this  year  is  well  maintained.  There 
is  a  dainty  new  cotton  material  on  the 
market   called   lace  cloth,  which   is  a  new 

cotton  fabric  on  the  leno  order.  Sheer 
cotton  crepes  and  voiles  are  also  used, 
and  some  lovely  aprons  are  of  oruandie. 
Swiss   and   nainsook    arc   the  leading   ma 
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tenals,  and  Valenciennes  lace  is  back 
again  as  the  leading  trimming  lace.  Some 
beautiful  lines  are  trimmed  with  real 
Cluny  lace.  Shadow  and  other  novelty 
laces  are  also  used,  and  some  are  wholly 
of  this  lace.  Many  of  the  aprons  are 
machine  embroidered  in  fine  neat  sprays. 
Shapes  show  infinite  variety,  and  many 
of  them  have  bibs  that  are  both  decora- 
tive and  useful,  and  they  are  very 
lavishly  decorated  with  ribbon  trim- 
mings chiefly  in  pink  and  blue.  Bro- 
caded wash  ribbons  are  very  much  used 
lor  this   purpose. 


Braids  as  Trimmings 

Military  Fashions  and  the  Fact 
That  Braids  Can  be  Procured 
on  This  Side  of  the  Atlantic 
Lead  Buyers  to  Predict  Their 
Early  Return. 

IT  looks  as  though  the  trade  would  have 
to  depend  very  largely  in  the  near 
future  upon  trimmings  that  can  be 
made  on  this  side  of  the  Atlantic.  Both 
this  fact  and  the  growing  influence  of 
military  styles  point  to  a  freer  use  of 
braids.  Many  of  the  new  embroidered 
nets  and  tulles  come  in  paterns  that 
are  very  closely  allied  to  soutache  effects 
— so  even  if  braiding  has  not  yet  ar- 
rived it  is  in  the  air.  Already  a  number 
of  imported  models  feature  braiding 
both  in  the  form  of  soutache,  trimming 
with  binding  braids  and  military  loop- 
ing and  frogging.  These  garnitures 
fasten  with  olives,  and  braid  loops  and 
olives  decorate  the  collar  and  cuffs.  In 
the  extreme  form  loops  and  pendants 
hang  from  the  centre  to  the  left  shoul- 
der. Manufacturers  in  New  York  are 
featuring  only  effects  that  they  are  sure 
of  obtaining  and  as  braids  are  made 
both  in  the  States  and  in  Canada,  now 
that  so  many  trimming  lines  are  cut  out 
entirely  because  they  are  either  of  Ger- 
man or  Austrian  manufacture,  there 
should  be  a  distinct  opening  for  braids. 
There  is  a  growing  interest  in  wide 
military  braids  as  well  as  in  lace  and 
other  novelty  effects.  Braid  at  the  pres- 
ent moment  is  being  cleverly  combined 
with  fabric  furs,  and  real  furs.  The 
i  ording  so  fashionable  a  decade  ago  is 
also  being  revived.  This  work  is  done 
by  a  special  machine.  The  cord  is  ap- 
plied l.i  the  underside  of  the  (doth  form- 
ing a  well  on  its  upper  surface.  Any- 
thing in  the  form  of  jet  is  sidling  and 
iel    trimmings    in    an\    form    are    stromr. 


SOFT  CROWN  EFFECTS. 
Barnyard,    Lisere,    Milan    and    moire 

hemps  in  all  colors  and  combinations  are 

used   with    various  textiles  in   soft  crown 

effects. 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


Salisbury  Silk   Shades 


Soften  the  Glare 
of  Bright  Lights 

With  electricity  being  adopted  as  the  standard  lighting 

in  cities  and  towns  comes  a  great  demand  for  an  effective 
but  inexpensive  fixture.  Salisbury  silk  shades  were  made 
to  meet  this  need.  Their  beautiful  coloring  and  quality  of 
the  silk ;  the  exquisite  neatness  of  the  finish  and  the 
general  dainty  effect  of  the  trimming  will  lend  a  charm  to 
any  room  in  the  house — from  the  parlor  to  the  bed-room. 
Salisbury  Shades  are  made  in  colors  to  match  every  color 
scheme. 

Send  for  full  particulars. 

E.  F.W.SALISBURY 

MANUFACTURER  OF  SILK  SHADES  FOR  ELECTRIC  FIXTURES,  ETC. 

Gooderham   Building,  Toronto 

49  Wellington  Street  East 
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Don  t  think  you  can  jump  in 
when  trade  begins  to  boom 
ana  head  off  the  man  who 
stuck  to  nis  advertising  guns. 
It  cannot  be  done,  the  other 
fellow  has  too  big  a  handicap. 
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Many  May  Postpone  Whitewear  Sales  to  February 

Some  Orders  to  Jobbers  Call  for  Delivery  for  Middle  of  January 
Instead  of  December— Separating  Fine  Lingerie  From  Ordinary 
Merchandising  Showings — Winter  or  Spring  Foliage — Descrip- 
tions of  Some  Whitewear  Trims. 


T1IK  whitewear  sale  that  has  taken 
an  honored  place  in  a  large  num- 
ber of  Canadian  stores  in  Jan- 
uary the  last  two  or  three  years  may  in 
many  cases  be  shifted  into  February 
this  year.  At  least  that  is  the  verdict 
of  a  number  of  agents  for  whitewear  as 
a  result  of  travelers'  reports  and  "mail 
orders."  In  other  years,  the  deliveries 
for  the  whitewear  sale  usually  have  been 
December  15 ;  in  a  number  of  instances 
this  year  the  orders  have  called  for  no 
delivery  until  January  15.  This  indi- 
cates that  the  merchants  in  these  places 
have  decided  that  this  year  the  appeal 
to  buy  Spring  lingerie  in  January  is  a 
trifle  early;  that  women  will  not  be  ay 
likely  to  part  with  their  money  several 
months  before  they  are  ready  to  don 
the  articles  as  they  were  the  last  two  or 
three  years,  and   that  a   "splurge"  that 


gave  excellent  returns  before  might  fall 
just  a  little  flat  under  present  condi- 
tions. 

Everyone,  of  course,  must  reach  a  con- 
clusion on  this  point  for  himself.  So  far 
as  can  be  learned,  the  larger  city  stores 
are  adhering  to  their  former  plans  to 
spread  on  the  January  or  annual  white- 
wear"  sale  and  have  made  preparations 
with  that  in  view  as  usual.  The  window- 
trimmer  is  ready  for  either  decision.  Re- 
cognizing the  feeling,  however,  towards 
a  later  sale,  The  Review  will  give  in  its 
next  two  issues  samples  of  whitewear 
trims  that  will  be  used  in  January,  1915. 

Two  Kinds  of  Trims. 

In  building  up  whitewear  trims  a  dis- 
tinction should  be  made  between  a  show- 
ing of  the  finest  lingerie  and  the  regular 
stock    window    of     ordinarv    whitewear, 


tor  the  two  call  for  almost  as  different 
treatment  as  a  trim  of  the  finest  import- 
ed dress  goods  and  a  small  wear  window 
for  a  Christmas  selling.  In  the  former 
case  there  should  be  a  dainty  look,  an 
absence  of  crowding — one  had  almost 
said  an  absence  of  prices,  but  more  care 
as  to  excluding  these  must  be  taken  in 
these  latter  days.  It  follows  that  the 
background  should  not  be  too  elaborate. 
Some  whitewear  windows  are  spoiled  by 
what  can  only  be  described  as  being 
"plastered  up''  with  big  signs  at  the 
back,  that  really  do  not  impress  the  pub- 
lic any  more  than  a  single  neat  one  in 
the  centre  of  the  background,  or  in  the 
front  of  the  window-,  and  on  the  other 
hand,  give  the  whole  display  a  common 
look.  The  whitewear  in  the  window  car- 
ries itself  to  a  great  extent,  and  a  neat 
lettering,   raised   or  painted,   white   on   a 


a  tyj f  "whitewear"  display  that   will  be  usi 

The  rosea  .•mM  .i  dainty  effect,    One  "i   the   Hne 


I  in  January  and  Februarj    Bales,  where  linens  will  form  part  of  the  g 
new   windows  of  the  John   White  Company,   Limited,   Woo,dstoct 
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Why  Not  Buy 
a  Self -Paying  Store  Front? 


The  Merchant  next  door  may  have  just  installed  a  new 
Store    Front — it   looks    new    and   may    be   a   great    im- 
provement over   his    old   Front,   so   far   as   appearance  is 
concerned.      But   what   about  the   design?      Does     it  truly 
represent  him — is  it  individual  or  are  there  others  in  town 
just  like   it  —  is  he  able   to   show   every  line, 
every   day  and  is   his   Front  paying  jor  itself. 
Mere  newness   does    not   spell  the  success  o£ 
any     Store     Front,     nor    does     permanency     or     stability 
pay  big  profits.      Sales  is  the   thing   you,   as   a  Merchant, 
should   be   most    interested    in.      Your  business — your 
Store    requires  its    particular    type     of     KAWNEER 
STORE  FRONT.     The  only  way  in  which  a  new 
Store    Front  would  pay  you,  or  any  other  Mer- 
chant, is   to  increase   the   business   with  which 
it  is  associated. 

Count  the  number  of  people   who    pass 

your     Store     uninterested  —  then 

think     how     a     good    Front 

would    make    them 

your  customers. 


Kawneep 

■  ^-  Store  fronts  * 


For  eight  years   we   have   -worked  with  Mer- 
chants, Architects  and  Contractors,  in  (he  design- 
ing and  building  of  modern  Store  Fronts  and  today 
KAWNEER  stands  in  30,000  Stores— each  one  making 
sales.      Let   us    help    you  —  we  feel   competent  by   our 
specialized  experience. 

If  you  haven't  seen  the  most  interesting  Store 
Front  book  ever  published,  "Boosting  Business 
No.  21,"  send  for  your  copy  today.    It  shows  photographs  and 
drawings  of  many  of  the  best-paying  Store  Fronts  in  the  coun- 
try— both  in  big  cities   and  small  towns.     This  will  not  ob- 
ligate  you  in   the    least,   as   we    want    to    show    you    proofs. 

i^awneer 

Manufacturing  Company 

Limited 

Francis  J.  "P/ym,  President 

Dept.  Q.  GUELPH.  ONT. 


Obap  tf)c  Mew  gear  be  Move 

prosperous  tf)an  tf)e 

©Id  for  Jflou 


We  wish  you  the  fullest  measure  of 
joy  at  this  festive  season  and  that  you 
will,  in  the  new  year,  1015,  experi- 
ence the  greatest  prosperity. 

We  would  suggest  at  this  time  that 
you  plan  your  displays  for  the  Janu- 
ary White  Sales  and  anticipate  your 
need  of  good,  seasonable  display 
forms. 

Our  catalogue  fully  describes  and 
illustrates  our  best  forms  for  this 
important  sale.    Write  for  it  to-day. 
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A.  S.  Richardson  &  Co. 


99  Ontario  Street 


TORONTO 


Old  and  Tested 


May  the  New  Year  Bells 
Ring  in  a  Prosperous  1915 


The  Manufacturers  of  the  celebrated 
Dale  Wax  Figures  take  this  oppor- 
tunity of  wishing  their  many  custom- 
ers throughout  Canada  A  Merry 
Christmas,  and  1915  a  year  of  the 
greatest  prosperity. 

But — do  not  be  content  to  wait  for 
prosperity  to  come  knocking  at  your 
door.  Rather  get  busy  at  once  and 
plan  for  more  business  by  formulating 
trade-pulling  displays  for  your  win- 
dows and  department.  Do  not  over- 
look Dale  Wax  Figures — a  great 
factor  in  the  success  of   your  displays. 


WRITE  FOR  CATALOGUE. 

The  Dale  Wax  Figure  Co. 

Limited 

106  Front  Street  East  .'.  TORONTO 

Formerly  Dale  and  Pearsall 
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dark  ground  preferred,  as  the  most  sug- 
gestive, should  be  all  thai  is  required. 
A  favorite  of  window  trimmers  is  to  use 
a  panel  suggestive  of  a  Winter  scene. 
\aiious  terms  are  used:  January  or 
Annual  Whitewear  Sale,  White  Sale, 
Sale  of  Whitewear,  etc 

White  Grounds. 

It  is  probable  that  this  year  an  effort 
will  be  made  to  retain,  unchanged  as 
much  as  possible,  the  backgrounds  that 
have  served  for  the  holiday  displays  and 
make  them  do  duty  for  January  as  well. 
Several  window  trimmers  have  told  The 
Review  that  they  intended  to  use  the 
Christmas  white  backgrounds  for  the 
January  sale,  omitting  the  hoHy,  baby 
ribbon,  tinsel  and  other  Christmas  ac- 
companiments. Care  must,  of  course,  be 
taken  not  to  have  a  superabundance  of 
white,  lest  the  goods  themselves  lack  the 
relief  that  is  required,  to  make  them 
stand  out.  Many  trimmers  prefer  plush 
in  the  background,  or  will  use  their  re- 
gular wooden  backs,  mahogany,  or  other. 

Panels  of  White  Trellis  Work. 

If  the  dark  ground  seems  to  lack 
something,  a  favorite  device  is  to  use 
two  rather  narrow  panels  of  white  to 
break  it.  This  may  be  secured  by  using 
wood  and  white  enamel  it,  or  compo 
board.  A  rather  dainty  plan  sometimes 
seen  is  a  square  or  circle  on  the  top 
with  the  name  of  the  sale  upon  it,  and 
the  rest  of  the  panel  forming  a  trellis 
work.  This  makes  a  natural  stand  for 
the  use  of  foliage  or  flowers.  For  the 
smaller  window  a  single  panel  would  be 
sufficient,  or,  if  preferred,  one  at  either 
side.  The  two  might  be  connected  with 
foliage,  or  the  name  of  the  sale  hung 
between. 

Winter  or  Spring  Foliage? 

A  fairly  important  point  to  be  con- 
sidered is  the  effect  that  the  background 
decorations  are  intended  to  give.  There 
is  a  wide  difference  of  view  among  win- 
dow trimmers  on  this  point.  Some  in- 
sist that  the  date  of  tlic  sale  requires  a 


Winter  foliage,  frost  effects,  Winter 
scenes,  etc.  Some  use  cotton  balls  as 
decorations,  and  let  it  go  at  this,  without 
deciding  cither  way. 

Others,  however,  claim  that  as  the 
goods  are  intended  for  wear  in  the 
Spring,  and  are  only  an  advance  show- 
ing for  Spring,  that  Spring  decorations 
are  quite  necessary.  Instance  the  Spring 
opening  trims  in  late  Winter,  or  the  Fall 
ones  at  the  end  of  July.  For  those  of 
this  "school  of  thought"  there  is  no- 
thing for  it  but  lilacs,  apple  blossoms, 
wisteria,  roses,  carnations,  etc. 

If  there  is  anything  to  be  said  by  way 
of  a  decision,  most  will  agree  that  if  the 
sale  takes  place  in  February,  particu- 
larly late  that  month,  it  must  rank  as  a 
genuine  Spring  sale,  and  the  Spring 
decorations  are  by  far  the  most  suitable. 
As  for  January,  it  must  remain  a  toss- 
up. 

So  far  as  the  trim  itself  is  concerned 
an  effort  is  usually  made  to  show  two  or 
three  articles  on  full  figure  forms.  Prob- 
ably the  most  effective  setting  for  the 
finer  lingerie  is  a  bedroom,  or  at  least 
one  or  two  pieces  of  bedroom  furniture, 
such  as  a  dresser,  with  the  mirror,  a 
table  and  a  chair.  Toilet  articles  could 
be  set  on  the  dresser.  White  furniture 
is  often  selected.  The  full  figure,  which 
often  is  provided  with  a  boudoir  cap,  is 
the  highest  in  the  trim,  the  rest  being  at 
various  he;°;hts,  on  stands,  chairs,  and 
draped  lightly  on  the  floor  itself. 

Space  for  Each  One. 

Care  should  be  taken  to  avoid  over- 
crowding or  to  allow  one  piece  to  be  set 
up  so  much  in  front  of  another  as  to 
hide  it.  While  the  general  effect  is  im- 
portant, each  item  in  the  display  should 
be  regarded  as  important  enough  to  be 
given  a  worth-while  view  for  the  public. 

The  annual  "white  sale"  the  last  year 
or  so  has  been  extending  rapidly  in 
many  other  directions  besides  that  of 
whitewear,  and  this  year  linens  will  be 
featured  bv  manv  merchants.        Indeed. 


I  he     -ales     of    "•  wear"     will     DOt     i".i-]l     be 
limited    to    white    goods. 

Some  Suggestions  From  Trims. 

The    following    are    brief    suggest: 
from  Mime  actual  whitewear  trims: 

A  boudoir  view,  with  small  white 
dresser,  and  two  chairs,  two  full  figures, 
one  facing  the  other:  white  slippers  and 
toilet  articles  on  the  floor;  roses  and 
wreaths  of  foliage  as  decorations,  while 
the  background  was  of  dark  plush. 

A  background  of  several  white  panels 
with  rambler  roses  on  one  of  the  upper 
corners  in  each  case  to  give  a  Spring- 
like atmosphere.  Two  full  length  fig- 
ures were  used,  each  with  a  boudoir  eap. 

A  white  bed  was  introduced  in  the 
centre,  with  a  dresser  on  either  side. 
The  bed  was  used  for  draping  several 
articles  of  whitewear.  A  couple  of  full 
length  figures  were  used  also.  A  very 
natural  effect  was  secured  in  one  case  by 
a  half-open  drawer,  over  which  fell 
dainty  embroidered  underwear. 

A  display  where  any  bedroom  sugges- 
tion was  dispensed  with,  and  the  whole 
window  consisted  of  garments  alone,  on 
pedestals  and  various  other  fixtures,  in- 
cluding glass  shelves.  The  trim  was 
more  filled  up  than  usual,  but  as  here 
and  there  a  stand  raised  a  garment 
higher  than  the  rest,  there  was  a  certain 
break.  This  window  used  one  price  card. 

The  background  was  of  white  compo 
board,   with   oak   panelinirs. 


BOUDOIR  CAPS. 

Boudoir  caps  are  not  new.  but  they  are 
selling,  for  they  have  made  a  permanent 
place  for  themselves  in  the  wardrobe  of 
the  majority  of  women.  Will  we  dance 
this  Winter?  Assuredly  so.  for  daneing 
will  help  to  dispel  some  of  the  gloom  oc- 
casioned by  the  war.  Dancing  caps  are 
showing,  made  of  gorgeous  metal  laces 
and  pailletted  nets  ami  trimmed  with 
artificial  flowers  and  hands  of  fur. 
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The  A.  E.  PUTNAM  CO.,  Mfrs.,  Washington,  Iowa 


SHOW  CASES 

'  .If  you  are  interested  in  improving  your 
store  equipment  get  our  prices  on  Show 
Cases    and    all    kinds     of     Store    Fixtures. 

WRITE    FOR  CATALOGUE  

H.  L  WOOD  &  CO. 

COR.  NOBLE  AND  8TRIOKLAND  ST3. 

TORONTO 
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ASSOCIATION     SUPPORTS     MOVE- 
MENT FOR  SIMPLICITY  AND 
PERMANENCE. 

(Continued  from  page  14.) 

hole  is  used  both  for  the  suit  coat  and 
the  separate  coat. 

Expect  Covert  to  Be  Good. 

The  garment  manufacturers  of  the 
Middle  West  evidently  expect  covert  to 
be  an  important  material  for  a  very 
large  number  of  the  garments  shown 
were  developed  in  this  cloth.  Many  of 
these  were  simple  suits  of  tan  covert.  A 
very  typical  suit  had  short  jacket  semi- 
fitted  in  the  back  and  hanging  from  a 
high  waist-line  in  front,  the  skirt  had  a 
medium  flare  and  was  cut  about  four 
inches  off  the  ground.  Another  covert 
suit  that  was  much  remarked  had  the 
coat  cut  very  loose  in  the  back  and 
with  pleats  coming  from  a  yoke.  This 
cut  appeared  as  well  in  some  of  the  sep- 
arate coats. 

Another  suit  of  blue  gabardine  had 
had  the  waist  line  under  the  arms  which 
was  defined  by  a  band  or  belt  of  black 
velvet  finished  with  a  buckle  of  blue. 
Similar  bands  appeared  on  the  collar  and 
also  on  the  cuffs  of  the  sleeve.  The  skirt 
of  this  suit  was  very  full. 

A  new  outing  coat  model  was  shown 
to  take  the  place  of  the  sports  coat. 
These  coats  were  developed  in  check 
materials  particularly  in  shepherd 
checks  in  black  and  white.  These  coats 
have  an  extremely  wide  flare  and  have 
a  narrow  belt  right  under  the  arms  and 

STYLES,  1915. 

The  new  Spring  suits  according  to 
the  report  of  the  National  Association 
are  cut  on  simple  bat  totally  different 
lines.  The  skirt  is  short  and  full  and 
flaring,  and  the  circular  cut  is  diver- 
sified with  pleats,  panels  and  yokes. 

Suit  coats  are  short  and  are  loose  or 
semi-fitted  with  a  tendency  to  flare. 

The  dip  front  is  the  newest  feature. 

They  are  buttoned  up  close  and 
many  are  belted  above  the  normal 
waist  line. 

Separate  coats  do  not  exceed  knee 
length  and  have  flare  and  ripple  ef- 
fects at  the  sides. 

Small  collars,  high  waisted,  belted 
and  close  buttoned  treatments  as  well 
as  patch  pockets  are  favored. 

MATERIALS. 

Coverts,  gabardines,  serges,  pop- 
lins, novelty  weaves,  for  suits  and 
coats,  with  voile  gabardines,  voiles 
and  silk  materials  for  dresses. 

COLORS. 

Putty,  sand,  beige,  battleship  grey 
are  the  new  colors,  but  navy,  dark 
Copenhagen  and  black  are  very  much 
in  favor. 


finished  with  buttons.  Many  of  these 
coats  have  collars  of  ribbed  silk  or 
pique. 

President  J.  P.  Hovland  in  opening 
the  style  show  referred  to  the  fact  that 
the  lessened  number  of  Paris  ideas  that 
had  been  received  gave  a  great  oppor- 
tunity to  the  designers  of  America  to  de- 
monstrate their  ability.  The  American 
manufacturers  who  were  members  of  the 
organization  wished  to  stand  for  the 
ability  to  produce  original  styles,  but 
there  was  no  tendency  to  exclude  any 
good  ideas  from  foreign  sources  which 
would  aid  in  arriving  at  correct  results 
when  it  comes  to  formulating  garment 
styles. 

The  New  President. 

At  the  conclusion  of  the  business  ses- 
sion it  was  announced  that  George  For- 
ney, of  Schwarz,  Huebschman  &  Forney, 
Cleveland,  had  been  elected  president  of 
the  organization  to  succeed  John  P. 
Hovland,  of  F.  Siegel  &  Bros.,  Chicago, 
who  has  held  the  office  for  the  last  two 
years. 


RETAILERS'  RELATION  TO  WORK- 
MEN'S  COMPENSATION  ACT. 

(Continued  from  page  7.) 

per  annum  on  their  salaries  to  a  com- 
mon fund  for  this,  and  have  injuries  to 
their  employees  paid  out  of  this  com- 
mon fund.  Here  the  arrangement  stands 
as  it  did  under  the  old  Act,  by  which  in- 
juries to  employees,  the  amount  to  be 
assessed  shall  be  determined  between  em- 
ployer and  employee,  or  by  the  court  as 
before.  The  Board  itself  has  little  juris- 
diction over  the  Part  2  of  the  Act. 

Where  then  does  the  retail  merchant 
come  in? 

Retailers'  Clerks  Same  as  Before. 

The  most  important  point  to  notice  is 
that  so  far  as  nearly  all  his  employees 
are  concerned,  he  stands  in  exactly  the 
same  relation  as  he  did  before  the  Act 
was  passed.  If  one  of  his  clerks,  either 
one  employed  in  the  business  office  or 
a  salesman,  is  injured  in  his  employ,  he 
is  liable  to  damages  if  he,  the  employer, 
was  guilty  of  negligence,  but  if  it  was 
a  case  of  negligence  on  the  part  of  the 
employee  this  constintes  a  bar,  as  it  was 
before,  to  the  recovery  of  damages. 

The  clause  referring-  to  this  class  of 
labor  reads:  "Persons  engaged  in  cler- 
ical work,  and  not  exposed  to  the  haz- 
ards incident  to  the  nature  of  the  work 
carried  on  in  the  employment." 

For  Elevator  Men. 
On  the  other  hand,  there  is  a  greater 
liability  than  before  for  other  em- 
ployees, such  as  the  night  watchman, 
the  elevator  men,  delivery  men,  etc.  In 
their  case  a  special  provision  gives  the 
employee  a  greater  opportunity  to  re- 
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WHAT  PERCENTAGE. 

In  some  cases  where  the  risk 
of  injury  is  small  the  payments 
it  is  understood  will  be  "a  mere 
bagatelle."  In  one  case — so  far 
as  the  schedule  is  arranged  — 
where  New  York  charges  4.15 
per  cent.,  the  Ontario  rate  is 
only  2  p.c;  in  another  New 
York's  is  1.17  p.c,  and  On- 
tario's only  .8  p.c.  For  the  re- 
tail staff,  if  they  were  included, 
it  would  be  much  less  even  than 
.8  per  cent. 


cover  damages  than  before,  because  it 
takes  away  from  the  employer  the  de- 
fence which  he  once  had,  by  showing 
contributory  negligence  on  the  part  of 
the  employee.  Under  the  new  regula- 
tion, contributory  negligence  on  the  part 
of  such  employees  will  be  a  ground  for 
reduction  of  damages,  but  not  a  bar  to 
recovery.  In  this  case  the  liability  of 
the  employer  is  increased. 

Along  with  those  engaged  in  clerical 
work,  however,  which  are  exempt  from 
this  provision,  the  law  also  includes 
farm  laborers,  domestic  servants,  and 
outworkers.  This  particular  class  would 
include  delivery  men,  who  are  not  direct- 
ly in  the  employ  of  the  firm,  but  who,  for 
instance,  are  engaged  by  the  firm  at  so 
much  to  do  their  work.  These  are 
amone  the  staff  known  as  "outwork- 
ers." 

Another  important  clause  should  be 
noticed.  In  the  case  of  all  engaged  in 
the  operation  of  passenger  or  freight 
elevators  whether  it  be  in  a  building  con- 
nected with  an  industry  or  a  warehouse 
or  shop  or  office  or  other  building,  all 
are  brought  under  the  operation  of  Part 
One,  and  the  employer  is  required  to  fur- 
nish the  names  of  all  those  who  may  be 
engaged  in  the  operation  of  the  elevator 
to  the  Board,  and  to  pay  a  certain  per- 
centage per  year  on  their  salaries.  If  an 
accident  occurred  and  damages  were  as- 
sessed for  the  fault  of  the  person  not 
so  reported,  the  employer  would  be  li- 
able for  the  full  amount  of  the  damages, 
which  he  would  have  to  pay  himself. 
and  which  would  not  be  paid  out  of  the 
common  fund. 


' '  MADE-IN-CANADA ' '    WEEK. 

Big    Success   in   Windsor  —  Applebe's 

Store's  Novel  Window  Drew  Wide 

Attention. 

A  successful  Made-in-Canndr  cam- 
paign was  conducted  in  Windsor,  Ont., 
from  Nov.  14  to  21,  inclusive,  thus  tak- 
ing in  two  Saturdays.  Tt  was  launched 
by  the  Windsor  Board  of  Trade,  which 
made    all    the    necessary    arrangements. 


I>  1!  V     GOO  DS    I:  E  V  I  E  W 


For  two  weeks  or  more  preceding  the 
1  campaign  there  was  a 
spirited  advertising  program  through 
1  the  Reeord,  the  Board  of 
Trade  taking  display  space  and  the 
tin  ing  a  series  of  special  arti- 
cles in  the  news  and  editorial  columns. 
si  red  banners,  flags  bearing  the  "Made- 
in-Canada"  slogan,  and  stickers  were 
also  employed  to  arouse  interest,  which 
was  wide-spread.  The  effect  was  con- 
tagious. The  movement  became  decided 
ly  popular  and  was  heartily  endorsed  by 
various  organizations.  The  merchants 
dressed  (heir  windows  with  Canadian- 
made  articles,  giving  the  natural  prefer- 
ence to  the  products  of  manufacturing 
firms  in  Windsor  and  vicinity.  Several 
factories  made  displays  in  store  windows 
and  entrances.  One  of  the  features  was 
the  daily  appearance  of  three  elderly 
French-Canadian  ladies  who  industri- 
ously worked  away  in  a  window  of  the 
Applebe  dry  goods  store,  using;  an  old- 
fashioned  spinning  wheel,  as  well  as  giv- 
ing a  practical  demonstration  of  knit- 
tin"-  and  carding  wool.  The  attendance 
of  shoppers  on  the  opening  night  excell- 
ed all  records,  with  the  possible  excep 
tion  of  the  rush  during  the  Christmas 
season.  The  merchants  reported  in- 
creased receipts  and  the  utmost  satisfac- 
tion, more  especially  appreciating  the 
educational  value  of  the  campaign,  as 
the  trade  competition  is  exceedingly 
keen   in   a   border  city  like  Windsor 

@- 


The  bell  silhouette  is  popular  in  the 
more  staple  coats  being  the  outcome  of 
the  tendency  for  fuller  and  looser 
models.  Linings  are  more  beautiful  than 
ever. 


PARIS  AND  STYLES. 

(Continued   from  page  23.) 

shops  and  stores,  and  everything  shown 

was    from   Paris — Paris     creates    styles 

thai    arc    international. 

< '.  Kiir/.nian  said  the  remarks  made 
by  Mr.  Bode  were  the  best  on  the  sub- 
ject he  had  ever  heard.  Style  is  what 
one  wears,  creation  is  what  is  designed. 
It  is  difficult  to  launch  styles,  and  no  as 
sociation  or  manufacturer  can  do  this. 
Those  who  can  launch  styles  are  those 
who  have  the  customers  to  wear  them. 
Styles  in  Paris  are  shown  at  the  opera, 
the  races,  and  at  the  theatres.  These  are 
copied  by  others  and  often  improved 
upon.  Manufacturers  attend  these  func- 
tions and  secure  ideas  that  they  put  into 
execution  and  they  become  styles.  In 
America  we  do  not  receive  the  en- 
couragemeni  that  wo  should.  There  arc 
many  milliners  who  create  good  styles, 
but  who  lack  the  customers  to  wear 
them. 

When  Paris  is  visited  early  in  the  sea- 
son there  is  often  disappointment  bo- 
cause  nothing  is  shown,  but  the  trend 
towards  the  styles  of  the  new  season  was 
always  discernible.  Patterns  are  bought 
in  Paris  each  year  to  show  something 
new,  and  for  the  information  of  the 
trade,  and  after  they  are  seen  they  are 
forgotten.  A  popular  actress  wears 
something  different  upon  the  stage,  and 
at  once  it  becomes  the  rage — the  style. 
Style  committees  of  associations  cannot 
make  or  push  styles  without  this  class 
of  co-operation,  but  there  are  hundreds 
of  makers  of  trimmed  hats  who  place  de- 
signs upon  the  market  that  would  be- 
come styles  if  they  only  had  the  co- 
operation of  the  merchants  who  come 
East  to  buv  uoods. 


Latest  on  Linens 

No    Guarantees    Lor    Delivery 

After  February  —  Doubtful  as 
t  i  Fall. 

IN  a  letter  to  an  agent  in  Toronto,  a 
North  of  Ireland  iirm  engaged  in 
manufacturing  linen,  says  that  all 
orders  which  were  placed  for  delivery 
after  February  1st  must  either  be  con- 
tinued for  that  date  or  else  cancelled. 
<>ne  wholesale  linen  concern  in  Canada 
had  placed  orders  which  were  not  to  be 
lilled  some  of  them  till  August  next.  All 
these  have  to  be  advanced  to  February, 
or  else  not  relied  on  at  all.  The  reason 
is  that  the  Irish  houses  cannot  rely  on 
getting  yarns  after  the  February  1st 
date.  Indeed,  as  one  importer  in  Toron- 
to told  The  Review,  they  cannot  really 
rely  on  getting  them  even  so  far  ahead. 
Belfast  does  not  know  from  week  to 
week  whether  or  not  shipments  of  yarn 
will  continue  to  come  in.  And,  of  course, 
Toronto  depends  absolutely  upon  sup- 
plies from  Belfast  and  towns  in  that 
neighborhood. 

A  big  department  store  reports  that 
its  buyers  have  made  arrangements  for 
supplies  of  linens  right  up  till  next 
August.  "After  that,  we  don't  know 
what  we'll  do,"  they  say.  And,  as 
agents  say,  it  is  highly  problematical 
whether  or  not  they  will  get  the  supplies 
in  they  have  arranged  for. 


A  Directoire  bonnet  of  Hudson  seal  is 
lined  with  pink  chiffon  and  trimmed  at 
the  side  with  a  rose  made  solidly  of 
l>ink  beads.  It  is  matched  with  a  muff 
and  stole  both  id'  the  same  material  and 
trimmed  in  like  manner. 


CONDENSED     ADVERTISEMENTS 

BUSINESS   CHANCES. 

IK  I  Villi  WANT  TO  SEiLL  OR  BUT  A 
business?  If  si),  write  Moore  Bros.,  Business 
Brokers,  802  Lumsden   Rldg.,  Toronto,  Out. 

SOCKS,  JERSEYS,  PANTS,  VRSTS.  GLOVES 
and    kindred    goods    wanted    to    sell    on    com- 


mission or  purchase.  Established  1882.  Box 
121,  The  Dry  Goods  Review,  ss  Fleet  street. 
London,   Eug. 

ADVERTISER  WOULD  ENTERTAIN  A  PRO 

position  to  finance  a  light  manufacturing  en- 
terprise in  lines  saleable  to  the  retail  Dry 
Hoods  or  House  Furnishing  trade.  Have 
facilities  for  placing  goods  with  the  best  firms 
in  Canada  and  could  supply  power  ami  floor 
space.,     Box    123,    Dry   Goods    Review. 


FOR  SALE  IN  THE  OKANAGAN  VALLEY. 
B.C.,  Dry  Goods,  Ready-to-wear  and  Ladles', 
Children's  Boot  and  Shoe  business,  has  been 
run  in  connection  with  Department  Store. 
although  on  separate  premises.  Stock  about 
$9,000,  half  cash,  balance  arranged  or  better 
to  party  well  known.  This  is  an  exceptional 
opportunity,  practically  no  opposition.  Pres- 
ent tnrnever.  $36,000  per  annum.  For  full  par- 
ticulars, write  Hex   122.  Dry  Goods   Review. 
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MADE     IN     CANADA 
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The  only 
the  flexible 
doubles 


—AND 
THAT 
THE  BEST" 

collar  with 

lip,  which 

i  t  Is    service 


You  have  no  doubt  noticed  that  many  linen  collars  break  at  the  point  of  the  fold  in  the  front.  You  can  quite 
readily  understand  then  why  this  condition  would  prove  a  greater  drawback  in  the  stiff  waterproof  collars  and 
why  KANTKRACK  collars  wear  twice  as  long  as  others,  since  in  them  tins  fault  is  permanently  corrected  by 
the  attached  flexible  lip.  Though  this  lip  is  a  third  heavier  than  the  rest  of  the  collar  it  is  very  flexible,  because 
it  is  so  constructed  (covered  by  Canadian  patents)  that  no  strain  whatever  comes  on  the  front  fold. 
This  feature  along  with  the  many  other  KANTKRACK  features— the  long,  slit  back,  reinforced  back  buttonhole. 
etc.,  makes  these  collars  the  best  paying  line  to  handle.     Resolve  to  handle  only  KANTKRACK  i"   1915. 

To  tht  dry  goods  trade: — We  wish  you  man,}/  happy  return*  of  the  Nt  w  Year  and  a  flowing-ovt  r  n 
sun  of  prosperity. 

Order  your  stock  now — we  sell  direct  to  the  trade. 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON,  CANADA 


MEN'S  WEAR  SECTION 
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Cash  in  on  the  Popular  Tendency 


The  tendency  this  year  is  to  give  presents  that  are 
useful,  rather  than  the  usual  geegaws  and  frippery. 

You  won't  need  to  look  far  for.  confirmation  of  this 
statement. 

The  Penmans  line  contains  sensible  gifts  for  every 
one,  young  and  old,  men,  women,  boys  and  girls. 
Useful,  comfort-giving  presents  like  hosiery,  under- 
wear and  sweaters  will  be  sought. 

You  are  safe  in  stocking  up  heavily  with  Penmans 
lines  in  view  of  the  popular  movement,  and  the  magic 

word     crc/imU£lJ      w*u  make  the  sale  with  the 

least   effort  on   your 
part. 


HOSIERY         UNDERWEAR        SWEATERS 

All  Made  in  Canada  by 

PENMANS  LIMITED        -         -         -        PARIS,  ONT.    mi 
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Selling  Point  No.  1 1 

Challenge  Collars 

are  unequalled  in  value 

A  collar  that  is  fully  a  third  heavier  than 
any  other  waterproof  collar  on  the  market 
to-day  at  the  price,  that  is  made  of  the  first 
stock,  handsomely  finished,  with  exclusive 
features,  such  as  free  tie  space  and  strong 
buttonholes,  is  the  collar  you  should  handle. 
Challenge  Collars  cost  you  $2.00  dozen.  Made 
in  various  finishes  and  different  styles. 

Let  us  send  samples. 

Made  in  Canada  for  25  years 


The  Arlington  Company 

of  Canada,  Limited 
58  Fraser  Avenue,  Toronto 


Eastern   Agent:    Duncan   Bell,  301    St.  James    St.,   Montreal. 

Ontario  Agents:  3.  A.  Chantler  &  Co.,  8-10  Wellington  E.,Toronto 
Western   Agent:    R.  J.   Quigley,  212   Hammond   Block.    Winnipeg.         .> 


Wfyt  pest  of  Greetings 
to  tfje  l^raoe 

The  manufacturers  of  the  popular  Lion 
Brand  Boys'  Clothing  wish  their  many  cus- 
tomers a  Merry  Xmas  and  a  Happy,  Pros- 
perous New  Year. 

Let  us  get  together  early  and  plan  to  make 
your  boys'  clothing  department  a  greater 
success  than  ever  before.  This  can  be  done 
by  seeing  that  every  boy  you  clothe  wears  a 
Lion  Brand  suit.  They're  splendid  value— 
-nappy  styles,  good  materials;  doubly  rein- 
forced elbows,  knees  and  seat. 

Write  for  catalogue. 

The  Jackson  Mfg.  Company 


CLINTON,  ONT. 


Facte 


Clintc 


Goderich         Exeter        Zurich 


"King  George* ' 
Suspenders 


Retail  Price 
50c. 

Give    Free 

Movement 

of 

Body     and 
Shoulders 

Easily  the   best 
value  in  Canada 


Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


Selling  Methods  for  the  Week  Before  Christmas 

Points  for  the  Men's  Wear  Salesman  —  Importance  of  Chatty 
Suggestion  in  Window  Cards — Seasonable  Display  is  Important 
— A  Prognostication. 


THAT  well  begun  is  half  done  is  a  maxim  that 
applies  to  successful  selling  of  articles  for  men's 
wear  just  as  it  does  to  any  other  line  of  busi- 
ness. But  well  begun  is  only  half  done — there  is  the 
other,  and  the  latter  half.  Particularly  is  this  true 
of  the  Christmas  trade.  The  last  week  is  the  battle: 
the  week  before  Christmas  day  itself. 

It  is  an  axiom  that  the  public  is  all  for  gift-buying 
in  the  pre-Christmas  week.  Therefore  regular  lines 
are  the  harder  to  sell.  The  average  shopper  in  the 
holiday  season  wants  jewelry  or  other  purchases  as 
presents :  he  is  not  half  so  particular  about  suits  and 
raincoats  and  boxes  of  hose  and  dress  skirts.  More- 
over, unless  a  man  is  actually  in  need  of  those  things 
the  tendency  is  for  him  to  shrug  his  shoulders  and 
say:  "Oh  well,  I  have  waited  so  long,  I  might  as  well 
wait  till  after  New  Year's,  when  the  stores  have  bar- 
gains to  offer."  So  that  with  the  men's  wear  mer- 
chant the  Christmas  season  is  not  a  particularly  at- 
tractive time  to  look  forward  to.  Several  stores  told 
The  Review  that  the  week  before  Christmas  was  the 
worst  season  they  had.  They  were,  mainly,  clothing 
stores  only. 

SPECIAL  ATTENTION   TO   WINDOWS. 

It  is  apparent  therefore  that  men's  wear  stores 
have  to  offset  the  influences  which  make  against  a 
good  trade.    This  may  be  done  in  several  ways.    Un- 


doubtedly a  great  point  is  to  dress  the  window  well, 
and  attractively  to  the  public,  paying  special  atten- 
tion to  the  idea  of  impressing  people  with  the  notion 
that  great  things  as  you  have  in  the  window  make  a 
good  Christmas  present.  No  matter  how  indifferent 
we  showed  ourselves  in  the  early  weeks  of  December 
to  the  approaching  Christmas  season,  we  cannot  resist 
the  influence  of  the  last  week. 

"Week  before  Christmas!"  How  commanding  it 
is.  Everybody  rushes  to  buy  presents  that  they  have 
forgotten,  and  the  stores  reap  the  benefit.  Therefore, 
see  to  it  that  the  idea  that  what  you  offer  in  your 
window  display  is  peculiarly  appropriate  for  Christ- 
mas gifts  is  brought  well  out.  Use  "apt  allusion's 
artful  aid."  The  catchy,  homely  slogan  or  message 
often  does  the  trick.  A  card  in  a  store  window  caught 
my  eye  this  morning.  It  said:  "Has  he  got  a  Silk 
Scurf? — if  not,  we  can  sell  you  one!"  The  direct 
touch  between  that  card  and  what  the  shopper  is 
thinking  of  does  the  trick.  The  natural,  logical 
sequence  is  apparent. 

The  shopper  is  looking  for  something  to  buy  him. 
She  sees  the  window,  and  she  reads  the  card:  "Has 
he  got  a  silk  scarf?" 

"Why  no,"  she  thinks,  "he  hasn't." 

She  begins  to  consider  its  suitability  as  a  gift  sug- 
gestion, and  she  buys  the  silk  scarf. 
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Regimental  Ties  Invaded  the  Montreal  Field 


IN  MONTREAL. 

Xrcktrrar  in   reg 

mental  col- 

ors. 

Silk  ties  iiKtde  to 

order. 

Light  tan,  hand 

sewn,  wash- 

a  hit    cope  glove. 

Neiv  type  of  tapes,  hard  //"/. 

Red  snake  wood 

canes. 

Japanese  dressing 

gown,  with 

kimono  sleeves. 

MONTREAL,  Dec.  14.—  The  men's 
furnishing  field  suffered  a  rude 
invasion  early  in  December 
I  roiii  nineteen  different  regimental  col- 
ors in  the  form  of  neckwear.  Merchants 
were  a  little  shy  of  these  loud  colors, 
and  purchased  sparingly,  1ml  (he  demand 
was  so  good,  there  is  little  doubt  that 
this  will  be  a  popular  line  for  several 
weeks  to  come.  They  are  beinu  made 
in  good  silk,  retailing  around  $1.50,  al- 
though a  cheaper  line  is  probably  on 
the  market. 

Classy  Bands  for  Straws. 
With  the  neckwear  have  arrived  club 
hat-bands  of  the  same  silk,  but  mer- 
chants are  more  careful  with  these  than 
they  were  with  the  ties.  They  can  safe- 
ly be  delayed  until  Spring  and  Summer 
for  the  straws  and  light  grey  felts,  on 
which  they  will  look  extremely  classy. 
It  is  impossible  to  say  which  regiments 
are  most  popular.  As  a  matter  of  fact, 
choice  is  governed  by  color  rather  than 
regiment.  Some  of  the  colors  speak  loud 
enough  to  drown  any  love  for  a  par- 
ticular regiment.  However,  the  public 
never  was  in  a  better  mood  for  receiv- 
ing such   colors. 

*       *       * 

TIES  TO  ORDER,  $2. 
Max  Beauvais  has  something  that  ap- 
pears to  me  to  be  novel.  Even  with  a 
wide  variety  of  the  very  latest  designs, 
there  are  fastidious  persons  in  this 
world  who  are  not  satisfied,  but  could 
be  pleased  it  given  the  impression  that 
a  tie  was  beinu-  made  specially  for  them. 
Tins  succeeded  very  well  in  the  case  of 
shirts.  The  shirting  was  shown,  meas- 
urements taken,  and  certain  customers 
given  eminent  satisfaction.  To  meet  the 
requirements  "l'  some  of  his  clients,  Mas 
Beauvais  is  now  carrying  silk  squares, 
of  assorted  patterns,  each  square  hav- 
ing sufncienl  material  for  three  ties.  One 
i ie  ni:i\  be  ordered  if  desii ed.  This  cos! s 
two  dollars, 

These    constitute     the    latesl     in     neck 
wear.     Grenadine    silk,    which    lias    wnii 
dciTitl  durability,  is  si  ill  enjoying  a  good 
sale.    It    is  made   in    navv   and    white   fig- 


Hard  Hat  Something  Like  the  Taper  Straw  - 
Tweed  Cap  With  Flaps  That  Fold  in— Leather- 
Covered  Cane  With  Umbrella — Japanese  Lines 
Popular. 


nieil.  Royal  blue  and  figured,  and  red 
and  white  figured,  and  heliotrope.  Some 
excellent  four-in-hand  club  stripe-, 
black  and  red,  navy  and  white,  are  hav- 
ing a  good  sale  at  a  dollar. 


COLORED  COLLARS.  LESS  CUT- 
AWAY. 

1  suggested  two  months  ago  that  col- 
ored collars  were  not  likely  to  remain 
long.  Nevertheless,  these  are  being  fea- 
tured in  the  best  stores,  being  the  only 
novelties  on  the  market.  The  volume  of 
sales  is  not  marked.  The  white  turnover 
collar,  with  a  deep  V  in  the  throat,  is 
still  enjoying  a  good  demand.  White  col- 
lars with  a  pronounced  cutaway  seem 
tn  have  had  their  day,  and  have  given 
place  tn  a  cutaway  less  pronounced,  the 
demand    for    which    is    considerable. 


SWELL  THINGS  IN  GLOVES. 

In  gloves  the  swellest  thing  being 
shown  is  a  light  tan  hand-sewn  wash- 
able cape,  with  white  pearl  button,  and 
black  points  and  stitching.  Max  Beauvais 
is  introducing  this,  having  had  them 
made  to  his  own  pattern  in  England. 
They  are  worth  two  dollars.  Heavy  tan 
hand-sewn  chamois  gloves,  with  black 
points,  are  good  sellers;  also  white 
chamois  gloves,  with  plain  and  black 
backs.  But  the  demand  for  the  latter  is 
not  extra.  Something  very  new  are 
white  dress  gloves  of  perfumed  kid. 
white  and  black  silk  points,  pearl  dome, 
and  silk  fourchettes.  Heavy  prey  suede 
silk-lined  gloves  for  business  or  dress 
enjoy    fair    demand. 

Although  the  weather  has  not  been 
very  cold  up  to  the  end  of  the  first 
week  of  December,  mi  every  cold  day 
haberdashers  were  asked  for  woolen 
gloves,  angora  knit,  in  the  usual  shades 
sollins'  well.  A  nice  line  made  from 
llama  wool,  natural  and  grey,  with  one 
dome,    are    prospective    sellers    for    the 

Winler. 

•     •     • 

WHITE   MUSHROOMS   STILL   GOOD. 

As  many  people  expected,  the  day  of 

the  colored   shirt    with  mushroom  pleats 

has  pretty  well  gone,  few  of  the  better 

class    stores    showing    them    now    except 
of    unusual    design.     They    slill    retain    a 
firm  bold,  however,  for  dress.    With  turn 
over   soft    cuffs,   they    are    the   only    linn: 
i ti   demand    judging    from    the    records   "I 
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several  high-class  stores.  For  everyday 
wear,  a  stiff  front,  with  plain  blue  or 
narrow  black  stripes,  with  very  short 
bosom  and  round  at  the  base,  is  back 
again.  It  has  been  out  of  fashion  for 
years. 

A  plain  khaki  flannel  shirt,  with  mili- 
tary collar,  two  pockets  with  buttons, 
ami  suit  turnover  cuffs,  is  a  favorite 
with  the  soldiers.  Taffeta,  with  little 
new.  is  being  shown  for  the  Winter 
I  rade. 


•     •     • 


TAPER,  SQUARE,  HARD  HAT. 

In  hats  the  newest  thinp  in  the  retail 
stores  is  a  taper,  square  crown,  hard 
hat.  It  is  peculiar  in  appearance,  re- 
minding  one  of  something  he  has  seen 
before.  The  taper  effect  came  in  in  a 
straw  hat  last  Summer.  There  is  a  boy- 
ish effect,  however,  which  is  secured 
from  the  roundness  of  the  crown,  which 
was  missing  in  the  straw.  It  is  the  best 
looking  thing  I  have  seen  for  some  time, 
and  a  .young-  man  with  a  nice  overcoat, 
a  cane,  and  a  stylish  pair  of  gloves,  will 
have  some  class  if  finished   oft   with  one 

of  these   hats. 

•     •     • 

CAP  WITH  FOLDING  FLAPS. 

A  Canadian  linn  are  in  the  field  with 
a  tweed  cap  having  flaps  which  fold  in 
when  not  used.  Formerly  these  buttoned 
over  the  top  in  fine  weather,  and  under 
the  chin  when  stormy.  It  now  comes 
down  over  the  forehead,  ears  and  back 
of  neck.  It  is  being  made  in  chinchilla 
and  English  tweeds  and  sells  for  a  dollar 
and  a  half.  Whittle  &  Roman  put  these 
in  their  window  early  in  December,  and 
sold  out  of  several  lines  in  a  very  short 
period:  which  shows  that  the  public  con- 
sider them   a   nice  line   for  Winter. 


CANE-UMBRELLA. 
The  same  store  is  showing  a  cane-um- 
brella. In  England  and  the  Fnited 
siate-.  a  leather-covered  cam1  has  been 
very  popular,  and  this  cane-umbrella  is 
something  along  the  same  line.  In  case 
"f  a  shower  the  leather  case  can  be 
folded  and  pushed  into  the  pocket.  Red 
snakewood  cane  is  in  demand  now  in 
I  he  very  best  stores,  worth  $6.  Malacca 
wood  is  popular  with  the  soldiers,  but 
ash.  selling  for  a  dollar  t<>  a  dollar  and 
a    half,   is   llu-   most    popular  cane. 

(Continued  on  page  41.) 


Patriotism  in  Styles    May  be  Wise  or  Foolish 


.Scarves  With  Regimental  Colors  —  Military 
Tendency  in  Clothes — Khaki  Shirts  for  the 
Civilian  Only  Worn  by  Mr.  Malaprop  —  New- 
Ideas  in  Suits  and  Men's  Wear  Generally. 


I  SAW  a  model  at  the  Cambridge 
Clothiers  the  other  day  that  rather 
took  my  fancy.  The  eoat  has  but  one 
button,  instead  of  the  usual  three,  or 
two  at  least.  It  has  a  rather  tightly 
shaped  waist,  and  falls  away  in  dis- 
tinctly graceful  lines,  not  too  cut-away. 
The  lapel  is  similar  to  a  long  Tuxedo 
roll,  and  the  cloth  being  soft,  hangs  in 
an  attractively  neglige  manner.  But  the 
vest  is  the  thing.  This  has  a  lapel  which, 
contrary  to  the  models  that  have  been  in 
vogue  for  a  season  or  two,  is  a  soft  roll. 
It  is  not  jammed  down  on  the  vest,  mak- 
ing it  look  rather  impressed,  but  is  just 
a  sort  of  miniature  coat  lapel.  The  lapel 
is  fairly  large  and  wide,  giving  the 
equilateral  triangular  effect,  which  con- 
duce to  the  appearance  of  broadness.  It 
is  not  only  in  appearance  that  this  vest 
rather  interested  me,  but  from  a  point 
of  comfort  also.  It  is  known  as  the 
athletic  vest.  It  has  narrow  shoulders 
and  deep  arm  slides,  which  give  lots  of 
play  to  the  arms  and  keep  the  shoulders 
from  wrinkling.  There  is  an  outside 
breast   pocket   on   the   coat,   and    short, 

braided   sleeves. 

•  •     • 

AN  ATTRACTIVE  OVERCOAT. 

In  the  same  store  I  was  shown  a  model 
in  an  overcoat  which  is  just  being  shown. 
This,  too,  has  the  narrow  shoulder  effect. 
It  is  cut  with  a  plain  back,  and  is  along 
the  tight  side,  differing  radically  from 
the  Balmacaan,  which  has  had  such  a 
long  run.  This  coat  has  the  split  sleeve 
and  deep  arm-slide  that  I  was  talking 
about  in  the  paragraph  preceding  this. 
The  coat  drapes  very  nicely  from  the 
shoulder.  It  has  a  medium  fullness  in 
the  skirt.  The  idea  is  to  get  away 
from  the  looser  styles  which  have  been 
in  vogue,  largely  demonstrated  by  the 
popularity  of  the  Balmacaan,  and  to 
create  a  demand  for  the  tighter  fitting 
overcoat.  I  should  mention  that  the  lapel 
is  broad  and  deep,  lying  well  back  across 
the  chest.     It  is  made  of  velvet. 

•  •     * 

KNITTED  TIES  STILL  IN  DEMAND. 

I  had  a  word  with  several  houses  as 
to  the  popularity  or  otherwise  just  now 
of  the  knitted  tie.  Some  weks  ago  deal- 
ers seemed  to  think  that  the  knitted  tie 
was  out  of  fashion.  Talking  to  Aiken's 
and  some  other  stores,  I  learned  that 
the  last  month  or  so  has  refuted  this  im- 
pression. All  sorts  and  conditions  of 
knitted  ties  are  well  in  demand.     I  saw 


a  very  nice  thing  in  Aiken's  in  horizon- 
tal white  bars  upon  a  black  background. 
The  bars  are  narrow  or  wide,  according 
to  taste.  Pale  yellow  and  green  com- 
binations looked  very  attractive  too. 

One  kind  of  knitted  tie,  however, 
sems  to  have  been  relegated  to  the  limbo 
of  forgotten  things.  I  refer  to  the  plain 
black.  Two  or  three  seasons  ago,  both 
in  London  and  on  this  side,  black  knitted 
ties  for  all  sorts  of  wear  were  "the 
thing."  Nothing  ever  looked  nicer,  par- 
ticularly when  finished  by  a  neat  single- 
tone  pin.  But  now,  I  am  told,  the  black 
knitted  tie  finds  practically  no  pur- 
chasers except  for  mourning  wear.  It  is 
a  pity.  Most  men  would  look  well  in 
a  black  tie,  and  were  safe  in  buying  one, 
where  very  often  their  taste  in  colors 
was  sadly  wide  of  the  mark. 

In  connection  with  the  subject  of 
neckwear,  I  saw  a  very  new  and  pretty 
tie  in  Aiken's.  It  is  a  werner,  made  of 
Parisian  silk,  imported  from  London, 
where  it  has  had  and  is  having  a  large 
sale.  The  stripe  effect,  narrow  diagonals, 
in  pale  shades,  all  sorts  of  combinations 
being  used,  makes  a  very  attractive  thing 

indeed. 

•     ♦     * 

PATRIOTISM  MISAPPLIED. 

I  heard  a  rather  curious  thing  with  re- 
gard to  the  tendency  of  men-folk  to  be 
influenced  in  dress  by  the  military  ten- 
dency nowadays.  The  Aiken  store  is  fea- 
turing' a  well-made  khaki  shirt  for  offi- 
cers and  those  who  have  put  their 
patriotism  on  a  practical  basis.  Many 
ordinary  civilians  have  bought  this  shirt, 
however,  so  as  to  be  in  the  fashion,  just 
for  lounge  and  ordinary  wear.  As  the 
shirt  is  obviously  for  wear  with  uniform 
only,  the  man  behind  the  counter  is 
laughing  up  his  sleeve  at  this  instance  of 
patriotism  misapplied.  A  khaki  shirt 
for  business  or  afternoon  wear  would 
look  as  one  salesman  put  it — "like  the 
dickens." 

Several  houses  are  doing  a  good  busi- 
ness in  goods  with  the  military  stamp 
upon  them.  Canada  is  quick  to  follow 
London  in  this  regard.  There,  ties, 
scarves,  hose  and  other  lines  of  men's 
wear  displav  the  British  colors  or  those 
of  the  Belgians,  French  or  Russians.  A 
rather  neat  line  of  hose  I  happened  to 
see  which  had  just  come  over  from  Lon- 
don was  a  plain  black  with  a  clock  ter- 
minating in  a  rosette  of  the  Union  Jack 
colors.    It  looked  very  effective  . 
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IN  TORONTO 

Soft  roll  to  vest. 
A  taking  overcoat. 
The  triangular  lapel. 
An  attractive  new  glove. 
Striped  collars,  with   ties  to 
match,  in  great  demand. 

The  disappearing  Balmacaan 
Knitted  Ties  Still  Popular. 


STRIPED     COLLARS    MUCH    IN 
VOGUE. 

Ever  since  Lord  Haldane,  three  years 
ago,  revived  the  striped  collar,  which 
was  so  much  in  vogue  in  the  fifties,  this 
style  of  linen  has  been  very  popular 
throughout  England.  At  first  it  was 
chiefly  in  blue  upon  a  white  background, 
but  now  it  has  developed  into  a  variety 
of  shaded  stripe.  I  saw  a  line  of  black 
pinwire  stripes  the  other  day  in  a  King 
Street  shop  which  looked  distinctly  neat. 
It  was  on  a  background  of  white.  The 
all-colored  collar  has  not  much  vogue 
among  the  better-dressed  coterie,  though 
some  stores  catering  to  the  rank  and  file 
report  a  good  business  on  this  account. 
The  tie  to  wear  is,  obviously,  one  of  the 
same  shade.  A  black  stripe,  not  too  pro- 
nounced, goes  well  with  the  black  striped 
collar;  blue  stripe  with  the  blue,  and 
faint  heliotrope  with  the  collar  corres- 
ponding. The  popularity  of  this  style  of 
collar  is  growing  father  than  waning. 
The  shape  which  the  long  horizontal 
stripe  suits  best  is  more  or  less  hollow, 
and  well  cut  away  so  as  to  leave  ample 
room  for  a  big  bow  and  flowing  front  to 
the  tie.  This  cut  of  collar  is  very  much 
easier  to  the  neck  than  that  which  is  cut 
almost  perpendicularly. 
«  •  • 
THE  LATEST  IN  GLOVES. 

The  up-to-minute  glove  is  a  dark 
brown  kid,  which  is  hand-sewn  and  has 
buttons  instead  of  domes.  Domes  are 
not  fashionable  this  year.  At  least  there 
is  not  the  demand  for  them  among  the 
better  dressers.  This  glove  may  be  had 
in  chamois,  too.  There  are  no  points  on 
the  back.  It  is  a  quiet-looking  touch  of 
finish    to    the    quietly,   but   well-dressed 

man. 

•     •     • 

THE   REGIMENTAL   SCARF. 

This  promises  to  be  a  scarf  year,  but 
the  thing  which  the  man  who  wants  to 
be  a  little  better  dressed  than  his  fellows 
will  go  for  is  the  all  silk  muffler  made  in 
various  designs  to  suit  a  man's  predilec- 
tions for  a  certain  regiment.  I  saw  some 
(Continued  on  page  44.) 


The  Soft  Roll  Coat  and  the  Soft  Roll  Vest 

These  Will  go  Hand  in  Hand  in  Spring  Model  of  Men's  Suits — The 
Braided  Sack  Much  in  Favor — The  Bound  or  Straight  Fronted 
Coat;  Which? — Provision  for  College  Boys  to  he  More  Particular 
—Morning-Coated  Smartness  for  Men — General  Advance  Notes 
for  the  Well  Dressed  Man. 

Written  fur  The  Review  by  P.  Bellinger.* 


WITH  regard  to  the  Spring  styles 
in  suits,  we  have  our  plans 
made.  Some  of  the  models  we 
will  feature  are  decidedly  attractive,  and 
get  well  away  from  the  lines  upon 
which  suits  have  been  running  for  the 
past  season  or  two.  Sack  suits  will  be 
worn  very  much  for  business  and  gen- 
eral purposes,  as  usual.  The  dominating 
feature  of  the  Spring  models  will  be  the 
soft  roll  front.  Many  models  are  to  have 
patch  pockets.  Something  quite  new  is 
that  this  feature  is  to  be  reproduced  on 
the  vest  as  well  as  the  coat.  Of  course, 
this  style  of  thing  Avill  appeal  more  par- 
ticularly to  the  younger  men  and  those 
who  would  be  distinctly  a  la  mode. 

There  is  a  tendency  to  revive  the  out- 
side ticket  pocket.  This  is  a  note  be- 
loved to  Londoners,  and  the  general 
English  influence  will  likely  next  Spring 
make  itself  felt  in  this  regard.  Just  how 
popular  the  outside  ticket  pocket  will 
become  is  a  question.  But  Some  of  the 
advance  styles  that  I  have  seen  distinct- 
ly appealed  to  me. 

Round  or  Straight  Fronts 
Many  of  the  newest  English  importa- 
tions to  be  shown  have  the  rounded 
fronts,  whilst  some  two  or  three  have 
the  tendency  towards  the  straight  front. 
The  round  front  is  decidedly  more  con- 
ducive to  the  military  effect  which  dis- 
plays itself  in  the  waisted  coat.  Natural 
shoulders,  without  padding,  are  very 
much  in  evidence,  and  undoubtedly  the 
trend  is  towards  this  feature.  The  man 
who  desires  to  be  becomingly  and  well 
dressed  will  see  in  this  narrow  shoulder 
tendency  an  effect  of  precision  and  fin- 
ish that  the  old  square-built,  padded 
shoulder  never  could  reach. 

Soft  Roll  to  Vest. 

Many  styles  of  vest  are  shown.  The 
majority  have  the  new  soft  roll  to  cor- 
respond with  the  roll  on  the  coat,  whilst 
Hie  shoulders  of  these  are  in  many  cases 
cut  extremely  narrow  to  allow  ot  pro- 
per ease  and  comfort  to  the  wearer  of 
closely  fitting  clothes,   -lust  hov>  tins  line 

will   take,    fashion    experts   do   nut    like   to 

prophesy.  It  certainly  is  not  For  the  man 
who  must  be  careful  with  hia  clothes' 
appropriation,  because  to  keep  it   ship- 
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shape  will  involve  a  good  deal  of  press- 
ing. The  long  roll  either  on  the  coat 
or  the  vest  cannot  be  beaten,  to  my 
mind,  when  it  is  worn  for  the  first  half- 
dozen  times,  but  the  tendency  when  a 
tiling  is  slack  and  unconfined  is  for  it  to 
become  slacker  and  looser  and  give  a 
too  neglige  appearance.  But,  as  I  say, 
the  first  appearance  is  distinctly  smart. 
The  old  pressed  lapel,  particularly  for 
men  with  a  tendeney  to  slimness,  could 
never  compete  as  far  as  appearance 
goes.  The  soft  roll  will,  I  think,  retain 
its  present  place  in  the  favor  of  most 
men. 

Perfect  Straight  Lines  in  Trouserings. 
The  trousers  will  follow  the  English 
cut  even  more  than  previous  seasons. 
They  will  have  perfectly  straight  lines 
with  a  trend  towards  close  lifting,  shap- 
ing very  closely  to  the  hips  so  that  they 
may  be  worn  with  a  belt.  In  England, 
heretofore,  the  belt  has  never  been  worn 
by  any  class  of  men.  Its  use  has  been 
for  sports  only.  The  idea  of  using  a 
belt  instead  of  suspenders  lias  never  ap- 
pealed to  the  average  Englishman.  I 
see,  however,  that  some  of  the  London 
fashion  experts  are  speaking  strongly 
for  it  now,  and  the  military  tendency 
will  help  to  popularize  it.  A  rather 
unique  feature  about  the  trousers  for 
next  Spring  is  that  very  often  the  helt 
will  be  made  of  the  same  cloth  as  Mie 
trouser  itself.  They  will  have  cuff  but- 
tons, rather  shorter  than  heretofore,  so 
as  to  enable  them  to  fall  in  graceful  and 
comfortable  lines  over  the  shoe.  This 
is  a  big  point.  The  cuff  idea  is  to  be  fol- 
lowed out  in  the  coat  again,  too.  Coats 
without  these  will  have  two  or  three 
cuff  buttons  on  the  sleeve,  and  a  shorter 
vent. 

Enter  the  Braided  Coat. 

The  braided  sack  coat  is  at  last  com- 
ing into  its  own  on  this  side  the  water. 
7t  is  extremely  smarl  for  evening  and 
visiting  wear,  when  a  man  does  not  Feel 
he  wants  the  stiff-and-starchness  of 
evening  clothes.  For  young  men.  par- 
ticularly, this  style  of  coat  is  to  be  much 
in  evidence  this  Spring.  The  cloths 
principally  are  grej  cheviots,  rather 
dark.  The  trousers  have  the  very  close 
grey  or  black  and  white  alternating 
stripe,  while  the  styles  are  those  of  the 
-In- 


ordinary sack  I  have  described.  There 
is  no  doubt  that  this  suit  is  a  very  at- 
tractive thing.  It  looks  distinctly  fin- 
ished, and  will  probably  command  a  good 
deal  of  popularity  among  the  would-be 
Beau   Brummels. 

Clothes  for  the  College  Boy 
The  increased  tendency  on  the  part 
of  the  college  boy  to  develop  into  a 
young  man  at  a  very  early  age  has  made 
it  imperative  for  the  trade  to  give  a 
good  deal  more  attention  to  this  line.  In 
the  past,  styles  for  boys  in  their  teens 
have  not  had  much  of  the  fashion  ex- 
perts' attention,  because  boys  them- 
selves have  not  concerned  themselves 
very  much  about  how  they  looked,  so 
long  as  they  felt  pretty  comfortable. 
Now,  however,  they  are  growing  into 
young  manhood  so  quickly  that  the  best 
houses  are  putting  out  some  very  smart 
styles  in  their  sizes.  Spring  will  see  spe- 
cial demonstrations  of  young  men's 
models  in  the  most  up-to-date  styles. 

Morning  Coats  for  Formal  Wear. 

Morning  coats  for  evening  and  church 
occasions  will  retain  and  increase  their, 
popularity.  Amongst  older  men  there  is 
still  considerable  fondness  for  the  frock 
coat,  but  the  trend  towards  morning- 
coated  smartness  is  becoming  each  year 
more  marked.  The  other  details  of  a 
man's  dress  are  conducing  towards  this 
end.  Spats  have  become  adopted  by 
well-dressed  men  pretty  generally,  and 
in  the  main  the  et  ceteras  of  dress  are 
receiving  greater  attention  alone  the 
line  of  being  smart  and  chic.  Most  mod- 
els  For  Spring  wear  shown  in  the  morn- 
ing coat  are  of  the  one  or  two-hutton 
style  variety.  A  short  waist  effect  and 
a  long  soft  roll  which  [jives  very  graceful 
lines  to  the  wearer  of  the  garment  are 
the  leading  features.  The  whole  is  fin- 
ished with  a  narrow  braid  or  galoon 
binding. 

Really  -nod  clothes  were  never  as 
cheap  as  now.  What  effect  the  war  will 
have  upon  prices  after  the  New  Year 
remains  to  be  seen,  but  1  am  inclined  to 
think  that  the  man  who  can  should  buy 
now.  A  -real  many  of  the  very  best 
houses  have  some  attractive  sales,  when 
iesl  m  men's  clothes  could  be  bought 
cheaper  than    in   years. 


Quiet  Conservative  Colors  for  Spring  Overcoats 

The  War,  With  its  Result  of  Many  Deaths,  Will  Mean  Mourning- 
Note  in  Clothes  —  London  Already  Has  Taken  Note  of  This  — 
Sacrificing  Comfort  to  Style — Warmth  Given  up  for  Shapeliness 
— Some  New  Styles  for  the  Spring. 


THE  outstanding-  feature  of  the 
styles  for  next  Spring-  in  over- 
coats is  their  color.  In  the  opinion 
of  Mr.  Hickey  of  the  firm  of  that  name 
which  does  such  a  large  business  in 
overcoats  in  Toronto,  there  will  be  a 
general  tendency  to  discard  lighter 
colors  for  darker.  This  is  the  influence 
of  the  dark  side  of  the  war.  Many  peo- 
ple, even  in  Canada,  will  have  relatives 
at  the  front,  who  may  be  killed.  A  wave 
of  mourning-  will  sweep  over  the  coun- 
try. Even  now  the  movement  has  begun 
in  London.  Light  browns  and  light 
greens  and  greys  have  given  place  to 
the  darker  shades  in  those  colors,  and 
to  a  big  run  on  blacks  and  very  dark 
greys.  This,  Mr.  Hickey  thinks,  will  be 
repeated  in  Canada. 

Sacrificing  Comfort. 

Mr.  Hickey  had  a  significant  thing  to 
say  about  the  trend  this  Winter,  which 
will  apply,  he  thinks,  in  next  year's 
styles  too.  The  average  man  is  inclined 
to  sacrifice  everything  to  style.  This  year 
there  are  not  nearly  so  many  really  heavy 
overcoats  being  worn,  that  is,  for  .just 
ordinary  business  and  street  wear.  Most 
overcoats  that  even  look  heavy  on  the 
outside  have  no  lining,  in  order  that  the 
garment  will  retain  all  the  perfection  of 
close  fitting.  Heavier  cloths,  because 
their  very  bulk  conduces  somewhat  to 
loose,  ungainly  appearance,  have  been 
sacrificed  in  favor  of  the  cloth  of  thin- 
ner texture.  Warmth,  it  seems,  does  not 
matter.     Style  is  the  thing. 

Motoring  coats  and  coats  for  driving 
purposes  are,  of  course,  another  matter, 
and  the  above  cannot  be  said  to  apply 
to  them. 

Changes  in  Overcoat  Styles. 

These  are  of  vital  importance  to  the 
man  who  would  be  a  la  mode  The  Bal- 
macaan  coat,  so  very  much  in  vo°ue  this 
last  season,  will  be  seen  no  more  when 
Spring  goods  make  their  appearance, 
declares  this  authority.  It  lias  had  a 
deservedlv  lon<r  run,  for  it  is  very  pop- 
ular, but  it  will  be  relegated  by  the  well- 
dressed  man  to  use  on  occasions  when 
any  loose  and  comfortable  thing  will  do. 
rather  than  for  times  when  smartness 
is  pre-eminently  to  be  wished  for.  The 
preference  will  be  for  the  later  models 
which  feature  the  slip-on,  among  which 
two  very  smart  models  in  the  Fashion 
Craft  store  appealed  very  strongly  to 
the    writer.    One   had   the   shoulders  cut 


"WE'LL  BE  A  MOTHER  TO 
YOU." 

In  the  financial  district  of 
Montreal,  there  is  a  gents'  fur- 
nishing and  clothing  store  in 
the  window  of  which  is  a  ticket, 
which  says:  "We'll  be  a  mother 
to  you,  and  sew  your  buttons 
on."  This  brings  the  brokers 
in.  They  leave  their  coats,  and 
have  them  sent  to  the  office.  No 
charge  is  made,  except  where  a 
set  is  required  for  an  overcoat, 
say.  It  has  the  effect  of  bring- 
ing men  into  the  store,  and  un- 
doubtedly means  more  business. 
In  this  same  store  all  tickets 
bear  a  message  beyond  the  mere 
statement  of  price.  For  in- 
stance, "Nice  soft,  warm  coat" 
conveys  an  impression  that 
counts.  It  is  a  store  of  ever- 
changing  displays. 


very  narrow,  with  a  split  sleeve  substi- 
tuted for  the  Raglan  shoulder  which 
was  the  strong  point  of  the  Balmacaan. 

Another  was  a  chic  model  which  was 
well  waisted.  and  had  similar  shoulders, 
with  the  additional  interesting  features 
of  patch  pockets,  and  an  outside  ticket 
Docket.  The  skirt  was  very  loose  and 
the  whoh1  garment  was  made  absolutely 
without  lining,  except  so  far  as  the 
beeves  were  concerned.  The  edges  were 
double  stitched,  and  the  seams  cor- 
responded. The  lapels  on  this  and  the 
preceding  model — in  fact,  upon  all  the 
new  overcoats — were  wide  and  reached 
almost  to  the  shoulder,  forming  a  sort 
of  equilateral  triangle  with  the  joining 
of  the  two  lapels. 

Single-breasted,  close-fitting  Chester- 
fields, to  button  through,  in  a  variety  of 
styles,  are  amongst  the  better  class  of 
goods.  London  reports  quite  a  notice- 
able return  to  the  heavy,  double-breasted 
with  a  very  broad  lapel.  Whether  this 
will  be  taken  up  in  Canada  remains  to 
be  seen.  The  double-breasted  coat  is  the 
coat  for  warmth,  but  the  style  does  not 
predominate  so  much  as  in  the  single- 
breasted    model. 

Using  Up   Old   Overcoats. 

It    seems    to   be   the   general      opinion 
among  many    dealers   that    men    will    be 
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s'  v  on  buying  overcoats,  even  towards 
Christmas,  much  less  for  Spring  weai 
An  overcoat  is  obviously  an  easier  art- 
icle of  clothing  to  do  without  than  a  suit 
— that  is,  a  new  overcoat.  Many  men  will 
no  doubt  economize  by  making  their 
overcoat  wear  two  seasons — if  they  have 
heretofore  been  accustomed  to  a  new  one 
each  year,  and  where  a  man  has  had  one 
light-weight  and  one  heavy-weight 
overcoat  each  season,  one  will  be  made  to 
do.  That  is — in  a  great  many  cases. 
However,  things  may  be  a  good  deal 
easier  by  Spring.  Asquith  says:  "The 
war  will  not  last  as  long  as  we  at  first 
thought,"  whatever  that   may   mean. 


REGIMENTAL     TIES     INVADED 
MONTREAL  FIELD. 

(Continued  from  page  38.) 

JAPANESE  DRESSING-  GOWN. 

Beauvais  is  displaying  a  Japanese 
dressing  gown,  with  kimona  sleeves, 
measuring  22  inches  wide,  half  of  which 
is  sewn  up  and  hangs  down.  The  ma- 
terial is  dark  Scotch  plaid  towelling.  The 
garment  has  a  very  low  neck  with  the 
usual  cord.  In  New  York,  people  have 
gone  crazy  for  Japanese  styles,  and  these 
are  being  introduced  here.  Japanese 
pearl  is  being  worn  in  the  form  of  stick- 
pins. 

A  mixture  of  grey  silk  and  cashmere 
is  a  good  seller  in  socks,  while  there  is 
a  good  demand  for  merinos  in  assorted 
greys    and    tan    stripe.      Heavy   woolen 

socks  had  not  begun  to  sell  at  this  date. 

•  •     • 

BANDANA  HANDKERCHIEFS. 

Bandana  handkerchiefs  remain  the 
only  thing  in  high-class  stores.  Mufflers, 
measuring  19  inches  wide  by  60  inches 
long,  and  others  half  the  width,  are  be- 
ing  offered  at  $7.50  and  $3.50  respective- 
ly. They  are  made  of  foulard  silk,  with 
a  long  fringe  composed  of  the  various 
shades. 

@ 

The  young  man  with  initiative  is  the 

man  who  does  things  differently. 

•  '•     » 

It    is   in   your   own    interest    to    watch 

the  leaks  of  the  store  of  your  employer. 

•  *     * 

When  you  put  your  thinking  cap  on, 
you  can  see  all  sorts  of  improvements 
to  be  made. 


The  Temporary  Passing  of  the  Fancy  Hose 

The  Fashion  is  All  for  Plain  Blacks  and  Tans,  Nowadays  — 
Economy  Dictates  it — Mourning  Tendency  a  Secondary  Reason 
for  Quiet  Hose — The  Retailer's  Point  of  View  and  That  of  the 
Wholesaler. 

By  the  Man  About  Town. 


WHERE  is  the  fancy  hose  of 
yesteryear?  A  year  ago  every- 
body was  wearing1  fancy  hose. 
You  could  take  a  walk  up  any  street  and 
see  a  jumble  of  color  and  pattern  which 
had  the  spectrum  beaten  forty  ways. 
There  were  reds,  and  blues,  and  yellows, 
and  helios  and  whites.  There  were 
check  hose  and  tartan  hose.  Hose  with 
glaring  clocks  vied  for  prominence  with 
zebra  designs  worked  in  half  a  hundred 
different  shades  and  tints.  Joseph's 
coat  never  had  so  many  colors  as  the 
aggregate  hose  of  the  average  twenty 
men  you  met  on  Yonge  Street  a  year 
ago. 

Well,  where  are  they  now  ?  What  has 
become  of  the  fancy  hose?  I  dropped 
into  a  dozen  different  stores  in  town,  and 
for  one  pair  of  fancy  colored  hose  that 
is  being  sold  seven  or  eight  or  more  of 
plain  hack  and  tan  are  leaving  the  shelf. 
And  the  general  opinion  of  the  retailer 
is  that  at  present  there  is  no  sale  for 
fancy  hose.  Department  stores  even 
cannot  get  rid  of  them  unless  they  give 
them  away  practically.  Temporarily, 
fancy  hose  is  not  in  favor. 

An  Eternal  Cycle. 
There  must  be  a  reason.  A  retailer 
remarked  to  The  Review  that  the  real 
reason  why  the  hoisery  business,  from 
his  end  of  it,  is  so  dull  comparatively  to- 
day, is  simply  that  manufacturers  and 
wholesalers  are  not  providing  the  retail- 
er with  fancy  lines.  He  says  there  are 
too  many  staples  and  urges  that  as  .. 
reason  why  business  is  not  brisk.  Bui 
the  retailer,  when  lie  blames  the  manu- 
facturer for  not  putting  out  fancy  lines, 
only  gets  a  step  nearer  bhe  cause  of  the 
lark  of  fancy  hosiery  on  his  own  shelves. 
The  manufacturer  does  not  make  fancy 
lines,  because  he  finds  there  is  no  demand 
from  the  public.  The  manufacturer. 
even  more  than  the  retailer,  is  the  ser- 
vant of  the  public.  When  the  public 
pipes,  he  will  dance  to  the  tune.  Busi- 
ness is  an  eternal  cycle.  From  the  re- 
tailer to  the  manufacturer  is  just  the 
same  distance  as  from  th<   manufacturer 

to    the    retailer.      The    retailer   cannot    sell 

because  he  has  nol    the  stuck   from   the 
manufacturer,  and      the     manufacturer 

will   not   make   because   the   retailer  can- 
not  sell. 


The  Public  the  Dictator. 

The  public  does  not  want  fancy  hose 
just  now.  And  the  public  is  the  dicta- 
tor. Antony  found  that  out  when  he 
started  in  to  harangue  the  mob  about 
his  dead  friend,  Julius  Caesar.  Mobs 
very  often  have  neither  rhyme  nor  reas- 
on. But  their  sudden  dislike  of  fancy 
hose  is  quite  understandable. 

First  of  all,  it  is  not  disputed  that 
fancy  hose  do  not  wear  as  well  as  plain 
ones.  It  stands  to  sense  there  would  not 
be  the  wear  in  them,  because  the  manu- 
facturer has  to  expend  part  of  his  out- 
lay in  dying  and  patterning.  The  plain 
black  hose  is  just  a  plain  black  hose.  No 
money  is  taken  from  the  end  of  putting 
the  quality  and  wearing  power  in  it  to 
provide  the  fancy  color  and  the  freak- 
ish pattern.  Therefore,  plain  hosiery  is 
a  good  deal  more  serviceable.  And  just 
now  every  penny  counts.  The  man  in  the 
street  does  not  want  to  spend  a  cent  un- 
necessarily. Where  a  year  ago  he  would 
buy  half  a  dozen  pairs  of  hose  at  once, 
he  now  buys  three,  and  sees  to  it  that 
they  last  as  long  as  the  siv  would  other 
years.  To  do  that,  those  three  pairs 
must  be  as  good  as  the  six  pairs  a  man 
would  buy  other  years.  To  be  as  good, 
they  must  be  plain:  in  other  words,  sty- 
lishness must  be  sacrificed  these  days  to 
economy.  Tn  times  of  financial  straits, 
the  purchasing  power  of  the  public  is 
sreatlv  reduced.  Yet.  that  same  lviblie 
has  still  to  live:  the  difference  is  that  il 
has  to  live  with  less  money  to  do  it. 
Economv  is  therefore  the  great  watch- 
word. Any  retailer,  in  most  lines,  will 
tell  von  that  nowadays  customers  are  a 
•jreai  deal  men-  anxious  than  formerly 
to  gel  as  much  as  they  can  for  their 
money.  They  will  spend  longer  shom>in<r 
in  order  to  save  a  few  cents.  Tf  was  not 
ever  thus.  But  the  times  dictate  Im- 
policy. "Autres  temps,  autres  moeurs." 
Economy  is  the  greal   watchword 

The  War's  Influence. 
Then,  there  is  the  factor  of  the  war. 
The  military  influence  alone  would  be  on 
the  side  of  more  conservative  styles,  and 
plainer,    more    serviceable    colors.      Con 
servatism  is  the  outstanding  feature  in 
nearly  all  lines  of  men's  dress  this  year. 
Add   to  thai   conservative  tendency  the 
influence  thai  mourning  for  the  dead  at 
the  front   will  have,  and  you  gel   subdued 
tones  righl   throughout   the   whole  make 
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up  of  the  well  dressed  man  this  season. 
Already,  colors  in  dress  articles  have 
disappeared  in  England.  There  has 
been  so  much  mourning  by  those  at  home 
for  the  soldiers  who  went  to  the  front 
and  who  will,  alas,  never  come  back  that 
mourning  has  become  the  fashion — the 
fashion  of  a  terrible  necessity.  This  will 
undoubtedly  be  reflected  in  Canada. 
Canada's  men  will  go  to  the  front,  and 
they  will  not  all  come  back.  There  will 
be  an  era  of  mourning.  So  that,  as  well 
as  from  the  viewpoint  of  economy,  from 
that  of  necessity,  too,  fancy  hose  will 
continue  to  remain  in  the  background. 

The  Retailer's  Point  of  View. 
Undoubtedly,  fancy  lines  are  a  source 
of  profit  to  the  retailer.  To  begin  with, 
their  value  from  a  display  point  of  view- 
is  greater  than  that  of  plain  black  and 
tans.  You  can't  feature  black  hose  in 
a  window  and  refer  to  it  with  any  degree 
of  truth  as  an  attractive  window  display. 
The  absence  of  fancy  hose  is  bad  for  the 
retailer  in  this  connection.  But  it  is 
bad,  too,  from  the  point  of  view  of  profit. 
There  is  more  profit  to  be  made  in  the 
sale  of  fancy  hose  than  there  is  in  that 
of  plain  blacks  and  tans.  They  are 
known  to  the  trade  as  better  selling 
lines.  They  are  a  good  deal  easier  to 
push.  A  man  who  comes  into  a  store  to 
buy  some  shirts  very  often  finds  that  a 
range  of  hose,  temptingly  displayed,  will 
take  his  fancy,  and  he  will  buy  them. 
The  color,  the  style,  the  pattern — all 
these  catch  his  eye.  But  there  is  nothing 
attractive  about  plain  black  hose.  The 
chance  mist omer  is  never  lured  into 
spending  money  on  them — when  he  goes 
in  to  buy  other  things. 

And  the  Wholesaler  Loses,  Too. 
Follow  the  thing  back.  and.  it  is  - 
that  if  the  retailer  loses,  so  does  the 
wholesaler.  Wholesale  houses  will  tell 
you  that  up  to  a  year  or  less  than  that 
ago,  orders  from  retail  houses  always  in- 
cluded demands  for  fancy  lines  The 
wholesaler  could  go  to  the  buyer  any- 
day  in  the  year  with  something  new.  in 
Style,  in  color,  in  make-up.  and  the  no- 
velty of  the  tiling  would  appeal  to  the 
retailer    jusl    a-    it    does,    a    step    further 

on,  to  the     consumer.       It   seems  to  be 
prettj    certain   that    the   fancy    hose   is  a 

good    line    for      wholesaler      and    retailer 
alike. 

i  Continued  on  page  44A 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


Dress,  Vest   and   Tie   Must   Correspond 

Is  the  Popularity  of  Evening  Dress  in  Canada  Growing? — Some 
Reasons  for  its  More  Frequent  Use — The  New  Shape  in  Vests — 
Black  Edge  on  Both  Vest  and  Tie. 


Written    for   The   Review   by   H.   E. 


THAT  the  man  in  the  street  is  taking  up  evening 
dress  far  more  generally  as  the  seasons  pass  is  the 
opinion  of  a  number  of  men  prominent  in  the  men's 
wear  business  in  Canada.  There  is,  however,  a  long  way 
to  go.  The  dress  suit  does  not  get  its  proper  representa- 
tion in  Canadian  life.  In  this  country,  where  the  average 
man  has  more  surplus  money  than  the  average  man  in 
Great  Britain,  you  will  rarely  see  more  than  about  a  score 
or  so  of  dress  suits  at  a  theatre.  Men  are  willing  to  pay 
a  dollar  and  a  dollar  and  a  half  and  more  to  see  a  show. 
Their  women  folk  in  the  main,  are  in  dress,  and  yet  the 
average  man  who  sits  in  the  high-priced  seats  in  the 
theatre  does  so  in  a  lounge  suit. 

More  at  Concert  Than  Theatre. 

Why?  Why  pay  what  is  comparatively  a  good  sum 
for  a  show  and  then  not  bother  to  dress  for  it?  Even- 
ing dress  for  the  theatre  is  undoubtedly  de  rigeur. 
Men  concede  that  much.  They  confirm  it  by  dressing  in 
far  greater  numbers  for  a  concert,  for  instance.  I  heard 
John  McCormack  the  other  night,  and  all  around  me  was 
a  dress-suited  humanity.  Yet  at  the  theatre,  I  fell  con- 
spicuous in  a  dress  or  Tuxedo  suit !  It  is  an  inconsistency 
hard  to  account  for. 

Fashion  experts  tell  me,  that  Canada,  in  this  regard,  is 
in  the  throes  of  a  struggle  between  the  American  and  the 
English  influence.  They  think  that  we  are  gradually  get- 
ting more  British  in  our  clothes  etiquette  just  as  we  are 
getting  more  British  in  our  clothes  styles.  I  think  the 
dress  habit  for  the  theatre  ought  to  be  far-  more  general 
here.  In  New  York  many  men  may  be  excused  because 
they  live  so  far  from  their  office,  and  they  can  't  get  back 
to  dinner  and  dress  and  reach  the  show  in  time.  It  is  not 
so,  however,  with  Toronto  men.  We  have  no  widely-flung 
suburbs  yet.  The  dress  suit  ought  to  be  more  general. 
And  so,  for  that  matter,  ought  the  Tuxedo.  The  habit 
of  dressing  for  dinner  might  well  have  a  following  amongst 
the  class  who  are  so  keenly  alive  to  the  necessity  of  being 


au  fait  in  other  and  often  less  important  matters.  And 
the  wealthy  class  must  lead  in  this  crusade — if  the  general 
public  are  to  take  it  up. 

Corresponding  Tie  and  Vest. 

The  big  thing  in  dress  wear  for  men  this  year  is  the 
corresponding  material  and  color  of  the  vest  and  the 
dress  tie.  The  vest  which  has  been  widely  adopted  is  a 
nice,  soft  roll  style,  of  the  "V"  shape.  The  "U"  shape 
has  been  discarded  as  being  too  precise,  too  harsh  and  hard 
in  its  lines,  for  in  evening  wear  as  in  lounge  attire  every- 
thing is  to  point  to  looseness,  to  ease  and  a  comfortable 
negligee.  This  vest  has  a  thin  black  edge  to  the  main 
body  and  the  lapel  alike.  This  edge  should  be  very  thin. 
The  soft  loose  lapel  is  quite  in  contradiction  to  the  flat 
single  lapel  which  we  have  known  for  some  time.  That 
was  too  set,  too  orderly  and  sharply  defined  to  look  very 
comfortable. 

The  tie  should  be  of  the  same  material,  a  nice  French 
cord,  or  white  silk,  and  it  should  have  a  similar  edge  to 
that  on  the  vest.  The  black  tie  has  quite  gone  out  of 
fashion — except  for  waiters ! 

The  Mushroom  Pleat. 

While  considerable  latitude  is  allowed  a  man  in  the 
style  and  material  of  his  dress  shirt,  it  is  pretty  well 
onlained  now  that  the  pleated  shirt  is  the  thing  for  the 
man  who  would  be  well-dressed  "from  soup  to  nuts'' — 
as  one  fashion  man  colloquially  puts  it.  The  prettiest 
thing  in  this  pleated  shirt  is  the  mushroom  pleat,  a  very 
close  perpendicular.  A  finishing  touch  is  the  thin  black 
ribbon  which  hangs  across  from  the  right  shoulder  to  the 
left  pocket.  It  is  facetiously  supposed  to  have  a  monocle 
as  the  pendant,  but  in  this  country  of  democracy  a  watch 
is  better.  This  black  band  is  mighty  effective.  It  gives 
the  dash  of  contrast  to  the  white  expanse  of  shirt  (always 
supposing  that  it  is  white). 

The  trousers  have  only  one  new  feature  of  importance 
this  year  and  that  is  a  thinner  braid,  than  heretofore. 


43 


Money  Wasted  Recklessly  on  Misfitting  Hats 

Hats  and  Shoes  Are  Man's  Finishing  Touches — Many  Salesmen 
Are  Ignorant  of  Giving  Man  Suitable  Style  —  Copying  John 
Jones  a  Mistake — Careful  Study  of  Faces  Essential. 

Written  for  The   Review  by   the   Man   About    Town. 


Jl  DOING  by  the  number  of  men  go- 
ing around  looking  like  guys,  there 
must  be  a  large  number  of  incom- 
petent hat  salesmen  in  the  gents  fur- 
nishing stores  of  Canada,"  was  re- 
marked to  me  the  other  day.  True,  many 
of  them  are  fine,  respectable,  almost 
good-looking  citizens,  who  have  been 
very  unfortunate  in  their  hat  purchases, 
and  would  undergo  a  complete  trans- 
formation if  they  only  visited  a  good 
haberdasher,  and  came  under  the  notice 
of  a  clerk  who  knew  his  husiness. 

There  are  two  things  in  which  a  man 
should  be  careful  as  regards  his  dress — 
his  shoes  and  his  hat.  If  he  makes  a 
mistake  his  headgear  either  resembles 
a  pimple  on  a  mountain,  or  gives  one  the 
impression  of  being  pressed  down  by  a 
large  substance  on  his  head.  The  shoes 
and  headgear  of  a  man  are  his  finishing- 
touches.  Nothing  disarranges  a  man's 
set-up  so  much,  and  nothing  looks  so 
ungainly  as  a  badly-chosen  hat.  A  young 
man  may  put  on  a  swagger  fifty  dollar 
suit,  may  sport  a  cane,  and  carry  a 
classy  pair  of  gloves,  but  without  the 
right  hat,  he  lacks  finish. 

Blames   An   Ungainly   Head. 

It  is  an  uncontestable  fact,  which  can 
be  observed  by  anyone  with  eyes,  that 
money  is  wasted  recklessly  on  hats. 
And  nobody  is  more  conscious  of  the  de- 
fect than  tl  e  man  victim  himself.  He 
becomes  so  used  to  dissatisfaction;  he 
accepts  responsibility  for  the  defect 
himself;  lie  convinces  himself  that  he 
was  blessed  with  an  ill-proportioned 
face,  or  an  enormous  head,  or  an  ungain- 
ly figure.  The  average  man  hates  to 
give  trouble.  He  will  purchase  a  hat 
even  though  it  makes  a  guy  of  him 
rather  than  leave  the  store  without  mak- 
ing: a  purchase. 

It  is  bad  for  him,  and  bad  for  the 
store.  Roth  would  be  helped  immensely 
if  somebody  could  arrive  and  say:  "That 
hat  does  not  suit  you;  you'd  better  not 
buy  one  at  all.''  Then  the  reputation 
(if  the  stoic  would  lie  saved,  though  it 
would  be  much  better  to  give  him  ;|  hal 
to  suit. 

Use  Brains  to  Sell. 

Because  it  gives  a  man  finish,  the  hat 
probably  requires  more  brains  and  ex- 
perience to  sell  than  any  other  part  of 
man's  attire.    It   is  salesmanship  which 

requires    careful    study,    study    that     can 
not    be    learned    from    a    book.     Only    62 


pcrience  can  teach  a  man  how  to  sell  a 
hat — not  experience  in  selling,  but  in 
satisfying.  A  large  percentage  of  clerks 
on  the  arrival  of  a  customer  look  only 
at  the  size  of  the  man's  head.  It  is  in- 
dicated by  the  first  question:  "What 
size  do  you  take,  sir?"  As  a  matter  of 
fact,  that  is  the  first  idea  the  customer 
gets  into  his  head:  "I  want  a  hat  that 
will  fit." 

Having-  decided  that  a  hat  somewhere 
around  6'%  is  required,  the  question  of 
price  comes  up.  This  is  one  of  the  points 
where  the  customer  falls  down.  He 
takes  price  too  much  into  consideration. 
With  the  man  who  has  suffered  misfits 
for  years  and  years,  price  becomes  a 
very  secondary  consideration,  his  only 
desire  being  to  get  a  hat  which  will  give 
satisfaction.  The  man  who  insists  on 
paying  no  more  than  a  dollar  and  a  half 
for  his  hat  is  the  man  who  usually  gets 
a  bad  misfit. 

Forcing  Misfit  On  Himself. 

There  is  another  class  of  customer  who 
usually  forces  a  misfit  on  himself:  he  is 
the  man  who  insists  on  getting  a  hat  the 
same  as  John  Jones  is  wearing.  Jones 
has  been  satisfied  with  a  hat  and  Smith 
is  so  pleased  with  its  appearance,  he  has 
requested  the  name  of  Jones'  haber- 
dasher, and  is  determined  to  have  one 
just  the  same.  It  is  the  way  that  hat 
suits  Jones  which  has  taken  his  fancy. 
Whether  it  will  suit  him  is  a  matter 
he  does  not  take  into  consideration,  and 
he  is  the  hardest  man  in  the  world  to 
sell  a  suitable  hat.  Ten  to  one  Jones' 
hat  makes  him  look  like  a  guy. 

Having  satisfied  himself  regarding 
size  and  price,  the  inexperienced  clerk- 
proceeds  to  find  something  that  will  fill 
these  two  conditions.  If  he  can  find  a 
hat  at  a  dollar  and  a  half  which  sits 
nicely  on  his  customer's  head,  then  he 
has  done  his  part.  What  does  the  cus- 
tomer feel?  He  realizes  that  the  clerk 
has  done  everything  that  can  be  expected 
of  him,  but  somehow  he  feeds,  as  lie 
looks  through  the  mirror,  that  something 
i--  wrong.  What  is  wrong,  he  can't  say. 
He  comes  to  the  conclusion,  as  he  has 
oil  en  done  in  the  past,  that  his  face  is 
ill-shaped,  and  that  there  isn't  a  hat  in 
the   world    to   suit    him. 

Careful  Study  of  Faces. 

There  is  a  shape  for  every  man.  but    it 
is    very    few    stores    that    can    afford    to 
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carry  a  wide  enough  range  to  suit  every- 
body. Anyhow,  the  range  of  styles 
should  be  big  enough  to  prevent  dissat- 
isfaction. More  important  still,  a  sales- 
man of  hats  should  be  a  hat  salesman 
in  truth.  If  he  is  not,  he  should  at  once 
start  out  to  make  a  careful  study  of 
every  face  that  enters  his  store,  and  do 
his  best  to 'suit  his  hats  accordingly, 
rather  than  by  size  and  price.  Sizes  of 
brims  and  crowns,  whether  the  brim  has 
a  curve  or  not,  all  are  determined  more 
or  less  by  size  of  face  compared  with 
body,  length  of  face.  It  is  a  matter 
which   requires  careful  study. 
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THE  TEMPORARY  PASSING  OF 
THE   FANCY   HOSE. 

(Continued  from  page  42.) 

But  for  the  present,  they  are  dead. 
Some  dealers  think  that  if  the  manufac- 
turers would  make  a  big  splash  and  put 
out  an  abundance  of  fancy  lines,  the 
public  would  bite.  Some  more  dealers, 
however,  think  that  you  can't  force  the 
public.  Re-introducing  fancy  lines  must 
be  done  gradually.  But  it  seems  fairly 
obvious  that  even  gradually  they  can't  be 
re-introduced  just  now.  at  least  in  Eng- 
land and  Canada.  The  war  has  sobered 
us  all.  and  such  effect  is  apparent  in 
even  such  details  as  hose.  The  day  of 
the  revived  fancy  hose  is  not  yet. 

THE   MAN   ABOUT   TOWN. 


PATRIOTISM   IN    STORES   MAY    BE 
WISE   OR  FOOLISH. 

(Continued  from  page  39.1 

of  these — they  are  worth  about  four  dol- 
lars— and  they  were  beautifully  made. 
All  sorts  of  combinations  may  be  had. 
Therefore,  if  yon  are  particularly  fond 
of  the  Black  Watch  or  the  London  Scot- 
tish or  any  other  bunch  of  fellows  at 
the  front,  yon  can  wear  their  colors 
round  your  neck,  thereby  adding  to  your 
appearance  and  demonstrating  your 
patriotism  in  this  particular.  Probably 
Canadian  colors  will  be  represented  soon. 
Bright  colors  predominate  in  the  sales 
of  this  line  so  far.  The  scarves  are  made 
of  Spitalfields  silk,  and  are  well  finished. 


Derby  Comes  Back ;  Freakish  Soft  Hats  Disappear 

After  Many  Days  the  Stiff  Hat  Returns  to  Favor  —  Alpine 
Fedora  to  be  Popular  in  Spring — The  Last  of  the  Freak  Hat — 
Some  Dealers  Regret  They  Featured  It — Neglect  of  the  Cap: 
Why? 


GDNVERSATION  with  hat  dealers 
recently  ran  very  largely  upon 
the  return  to  public  favor  of  the 
Derby.  For  a  long  time  this  has  not 
been  very  popular  with  the  man  on 
the  street.  Soft  hats  of  all  sorts  and 
sizes  and  styles  and  shapes  have  had 
the  field  all  to  themselves,  to  the  elim- 
ination of  the  stiff  hat.  This  last  two 
or  three  weeks,  however,  has  marked 
the  reversion  to  type.  Dealers  tell  me 
they  are  selling  quantities.  The  situa- 
tion up  to  a  few  weeks  ago  in  this  line 
was  very  difficult.  Those  dealers  who 
bought  large  stocks  for  last  Spring  wear 
found  themselves  with  a  line  of  goods 
that  the  average  man  did  not  want.  No 
amount  of  advertising  could  boom  the 
bowler  or  "christy. "  It  was  a  white 
elephant — if  such  a  similie  is  allowable. 
But  the  mob  temperament  is  a 
changeable  quantity.  Without  any 
rhyme  or  reason  public  preference  has 
swung  again  to  the  felt  hat.  Or  course 
it  stands  all  weathers,  and  the  harder 
weather  upon  us  may  have  had  some- 
thing to  do  with  the  good  sales  which 
dealers  are  able  to  record.  There  is  no 
great  change  from  the  Spring  styles. 
The  higher  crown  and  narrower  brim 
is  good  style,  both  for  present  and 
Spring  wear. 

Elimination  of  Freak  Styles. 

It  is  strange,  but  freak  styles,  whe- 
ther they  be  in  shoes  or  hats,  or  any 
other  line  of  men 's  wear,  rarely  have 
any  but  a  short-lived  popularity.  Nearly 
every  hat  dealer  tells  me  that  the  ab- 
surd style,  a  cross  between  the  hat  the 
country-folk  wear  in  Wales,  and  a  sort 
of  super-telescope,  which  depended  for 
its  acceptance  largely  upon  the  con- 
trasting band,  has  had  its  day.  Judging 
by  the  rapidity  witli  which  the  sales 
followed  the  purchasing  of  this  line  in 
the  case  of  many  dealers,  it  seems  safe 
to  assume  that  the  trade  misjudged  pub- 
lic opinion  in  buying  so  largely  a  hat 
of  this  kind.  Generally  speaking,  the 
average  man  does  not  care  to  be  freak- 
ishly garbed.  One  dealer  told  me  that 
in  his  opinion  no  well-dressed  man  could 
have  worn  one  of  these  hats  that  I  refer 
to.  The  thins-  was  extravagant  in  color 
and  shape,  too.  Anyway,  dealers  in 
2'eneral  found  that  the  public,  if  it  took 
up  this  line  quickly,  dropped  it  with 
even  greater  speed. 
Conservatism  For  Some  Time  to  Come. 

The    tendency    is   to    swing-    from    ex- 


treme to  extreme.  Bight  now,  and  for 
some  months,  the  prevailing  note  will 
be  conservatism.  The  fedora  is  a  good 
old  stand-by.  As  one  dealer  put  it  to 
me,  no  other  shape  quite  suits  the  aver- 
age man  so  well.  A  man  who  can't  look 
well  in  a  fedora  had  better  join  the  No- 
Hat  Brigade.  As  to  color,  greens  and 
greys  are  to  be  the  leaders,  the  greens 
being  quiet  shades.  The  Alpine  hat  is 
being  featured  now  for  Christmas  and 
Spring  wear.  The  band  is  of  a  slightly 
lighter  shade  than  the  hat,  and  fairly 
high.  The  brim  has  a  curl  which  is  not 
too  pronounced.  The  crown  is  reason- 
ably high. 

The  Neglected  Cap. 

I  happened  to  mention  to  Jess  Apple- 
gath  that  I  did  not  see  very  many  caps 
worn  in  Toronto  nowadays.  It  is  his 
opinion  that  the  soft  hat  has  taken  the 
place  of  the  cap  pretty  generally.  Of 
course,  caps  are  nothing  like  so  univer- 
sally worn  on  this  side  of  the  Atlantic 
as  in  England,  and  never  have  been.  But 
there  is  nothing  more  comfortable,  and 
nothing  more  stylish  for  walking  and 
informal  wear.  I  saw  some  very  nice 
styles  in  Mr.  Applegath  's  store.  A 
thins-  he  is  featuring'  is  the  cap  made 
of  chinchilla  to  fit  the  run  on  this  kind 
of  overcoat.  Blues,  chocolate  brown. 
light  and  dark  grey  all  look  very  at- 
tractive. It  is  surprising"  that  caps  are 
not  worn  a  2~ood  deal  for  theatre  wear. 
The  man  who  can't  afford  an  opera  hat, 
or  won't  be  seen  in  one  (they  tell  me 
there  are  such  men)  could  find  nothing 
handier  or  better  than  a  good  tweed  can. 
A  quiet  cloth  and  shade  in  a  cap  is 
hard  to  beat.  The  styles,  as  we  have 
them  in  Canada,  are  by  no  means  ex- 
treme. 

Here,  There  and  Everywhere. 


EVERYTHING   FOR   MEN. 

The  Fair  of  Chicago,  recently  had 
what  it  termed  "the  greatest  sale  day  of 
men's  goods  it  has  ever  held,"  and 
used  double-page  advertisements  for  tin1 
announcement,  quoting  exclusively  men  ' 
wear  articles.  Its  announcement  read 
in  part : 

"That  The  Fair  has  developed  into 
Chicago's  greatest  store  for  men  is  an 
established  fact.  Habitually  careful 
men  have  followed  the  profitable  course 
of  coming  to  The  Fair  for  their  ' every - 
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thing,'  their  clothing,  hats,  furnishings, 
cigars,  sporting  goods,  shoes  and  sta- 
tionery. We  have  always  kept  faith 
with  the  men  of  Chicago,  we  have  dealt 
with  them  on  an  honest  basis,  giving 
honest  merchandise  at  honest  prices,  and 
we  have  crowned  our  efforts  with  the 
liberal  offer  to  change  a  purchase  when- 
ever a  man  changed  his  mind. 

"  'Convenience  of  departments'  has 
been  the  key  to  our  success  in  men's 
lines.  Realizing  that  Dearborn  street,  at 
Adams,  is  the  very  heart  of  the  men's 
district  of  Chicago,  we  established  our 
men's  sections  along  this  street.  On  the 
main  floor,  along-  Dearborn  street,  we 
have  men's  shoes,  men's  furnishings, 
smokers'  needs,  men's  hats,  office  sup- 
plies; on  the  second  floor  we  have  cloth- 
ing and  sporting  goods.  Everything  is 
so  placed  that  men  may  do  their  shop- 
ping- quickly  and  conveniently  at  The 
Fair." 

@ 

FLAG    ON    HOSE    A   DESECRATION. 

A  British  manufacturer  placed  on  the 
market  shortly  after  the  war  broke  out, 
a  stocking  with  an  American  flag  design 
in  the  material  just  above  the  foot.  Im- 
mediately the  stocking  became  the  rage 
.Miiung  American  women  in  London  and 
Paris,  and  its  popularity  grew  to  such 
an  extent  that  the  fad  threatened  to 
spread  to  the  United  States. 

The  American  Flag  Day  Association 
at  a  meeting  in  New  York,  went  on  re- 
cord as  opposed  to  such  use  of  the  em- 
blem, alleging  it  is  a  desecration,  and 
that  the  manufacture  or  sale  in  the 
United  States  of  hosiery  bearing  the  flag 
should  be  prosecuted.  The  association 
also  is  planning  vigorous  prosecution  of 
all  persons  who  may  be  guilty  of  misuse 
of  the  flag. 


PATENTS  AND  THE  WAR. 

The  number  of  applications  by  Can- 
adians for  the  suspension  or  revocation 
of  patents  held  by  Germans  and  Aus- 
trians  has  been  very  small,  as  also  it  has 
been  in  the  Old  Country,  where  an  enor- 
mous number  of  German  patents  are 
held.  However,  owners  of  such  will  not 
be  allowed  to  derive  royalties,  which 
will,  like  dividends  on  stocks,  he  held 
back  until  after  the  close  of  hostilities. 
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New  Series  on  Card  Writing 

THE     Review    has    completed    arrangements  for    another    splendid    series    of    articles    on    card- 
writing.     They  are  from  the  pen  of  R.  T.  D.  Edwards,   a  card-writer  of  well-known   ability   in 
Canada  and  the  first  will  appear  in  the  near  future.     All  those  interested  in  the  writing  of  dis- 
play cards  are  urged  to  watch  for  the  opening  lesson  in  the  series,  for  we  can  confidently  state  that  it 
will  prove  to  be  the  easiest,  most  practical  and  best  that  has  ever  been  presented  to  the  Canadian  trade. 

Because  Mr.  Edwards  has  ideas  of  his  own  with  regard  to  card-writing,  he  is  departing  much  from 
the  beaten  path  in  the  preparation  of  the  articles.  He  has  adopted  the  simplest  methods  in  the  work,  doing 
away  with  all  "red  tape"  which  worries  and  confuses  the  new  student.  The  series  will  therefore  not  be 
the  "lot  for  your  money"  brand,  but  simple,  easily  understood  and  readily  followed  lessons  that  can  be 
turned  into  actual  cards  in  a  short  time.  Little  time  will  be  wasted  by  keeping  the  student  at  too  much 
work  on  elementary  lines  and  curves  which  so  often  become  tiresome  and  non-interesting.  In  other 
words  readers  of  this  paper  will  be  presented  with  straight,  practical  pointers  on  this  all-important  sub- 
ject and  will  not  be  burdened  with  "dead  wood"  and  novelty  stunts  which  are  to-day  not  recognized  in 
up-to-date,  modern  merchandising. 


From  modern  Roman  figures,  each  article  will  be  carried  step  by  step  demonstrating  how  to  form 
each  letter  and  figure  with  the  least  possible  number  of  strokes  and  yet  obtain  the  best  results.  There 
will  be  outlined  Roman,  brush  stroke  Roman  and  different  styles  of  bold-face  lettering  suitable  for 
large  cards,  posters,  etc. ;  all  styles  of  pen  lettering  which  forms  a  big  section  of  modern  card-wrriting  will 
be  given,  including  the  uses  of  Round  writing,  Payzant,  music  pens,  etc.  There  will  be  a  readable, 
modernized  Old  English  script  type  and  the  Bradley  alphabet  shown,  and  some  modern  lettering  which 
Mr.  Edwards  has  recently  gotten  together.  Speedy  forms  of  the  alphabet  will  also  be  gone  into  thoroughly. 


One  feature  of  these  articles  is  that  each  will  contain  the  finished  show-cards  showing  the  effect  of 
the  lesson  put  into  actual  use.  The  cards  will  also  be  seasonable  so  far  as  they  can  be  made  applicable  for 
business  purposes  in  the  succeeding  month.  Economical  ways  to  use  and  mix  colors  properly  along  with 
many  little  kinks  and  wrinkles  that  help  to  simplify  the  work  will  be  discussed. 

One  article  will  deal  with  the  uses  of  cut-outs  and  their  proper  handling — how  to  make  a  silhouette 
and  spatter  drawings  without  any  knowledge  of  drawing  whatever.  Shading  will  be  described  as  all 
card-writers  should  have  a  knowledge  of  that  feature  of  the  work.  There  will  be  lessons  on  ornamental 
designs  and  illuminated  caps  and  also  on  the  best  systems  to  use  in  the  laying  out  of  show-cards. 

Air-brush  work,  with  its  dozens  of  different  uses,  will  be  gone  into  closely  towards  the  end  of  the 
series.  Shadow  script  lettering,  the  execution  of  air-brush  design  with  the  use  of  stencils,  and  drawings 
done  solely  with  the  air  brush  will  be  some  of  the  features  of  the  air-brush  work. 

In  addition,  the  Edwards'  series  will  include  many  minor  details  too  numerous  to  mention  here,  but 
which  will  be  taken  up  as  the  series  proceeds  and  the  proper  time  comes  for  their  insertion.  Clerks  wish- 
ing to  improve  their  usefulness  and  selling  power,  as  well  as  dealers  who  believe  in  the  power  of  the  show- 
card  as  a  silent  salesman,  should  follow  the  series  from  beginning  to  end.  The  first  lesson  may  be  ex- 
pected soon. 
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Beau  Brummel  Tags  After   Dame  Fashion 

One  Year  After  Introduction  of  Peculiar  Woman's  Style  Man 
Adopts  it — If  She  Flounces  Out  Her  Petticoats  He  Flings  Out 
His  Coat-tails — Unblushingly  Adopts  Follow-the-Leader  in  Color, 
Sleeve,  Vest,  Etc. 


THE  average  man  takes  a  great 
deal  of  pleasure  in  his  own  way 
in  making  fun  of  the  devotion  of 
the  average  woman  to  the  dictates  of 
fashion.  But  has  the  male  any  license 
to  do  so?  According  to  an  article  pub- 
lished in  "Fashions  of  the  Hour,"  by 
Marshall  Field  &  Co.,  of  Chicago,  man, 
who  smiles  at  the  new  fashions  of  the 
gentler  sex,  is  and  has  been  for  many 
years  following  those  same  fashions 
himself. 

The  silhouette  cuts  shown  are  taken 
from  this  publication  and  illustrate 
what  is  said.  Certainly  the  author  is  jus- 
tified in  believing  t hat  there  is  more 
than  coincidence  in  the  remarkable 
similarity  shown  in  the  styles  of  men  in 
relation  to  those  of  women  a  year  pre- 
vious.    This  article  says: — 

"It  is  plainly  to  be  seen  that  Beau 
Brummel  has  been  tagging  after  Dame 
Fashion  from  the  beginning  of  time,  at 
the  sly  and  artful  distance  of  a  twelve- 
month or  so. 

"Research  has  laid  another  burden  on 
the  lady's  maligned  shoulders.  She 
may  not  be  accused  of  having  led  the 
gentleman  on  shamefully  for  centuries 
— of  having  wilfully  encouraged  the 
poor  dear  to  all  the  extravagances  of 
costume  to  which  she  has  fallen  victim. 


Sartorial  Peregrinations. 

"Not  only  is  she  to  be  held  respon- 
sible for  all  the  foibles  of  all  the  fair 
daughters  of  Shem  and  Ham;  she  must 
now  assume  the  blame  for  all  the  sar- 
torial peregrinations  of  the  tagging 
male. 

"Never,  it  appears,  lias  she  flounced 
out  her  petticoats  to  prodigious  width, 
but  Beau  Brummel  has  flung  out  his 
coat  tails  with  equal  aplomb — a  year 
later;  never  has  she  puffed  out  her 
sleeves  to  make  her  shoulders  look 
broader,  but  he  has  puffed  out  his  shoul- 
ders to  make  his  chest  look  mightier- 
after  the  lapse  of  a  decent  time. 

In  Garments  Uninflated. 

"Let  her  acknowledge  that  nature  has 


a  few  good  points  and  array  herself  in 
garments  uninflated  and  undeceiving 
and  presently  the  watchful  dandy 
awakes  to  an  application  of  masculine 
pulchritude  that  requires  the  snuggest 
of  clothes  to  render  complete  justice  to 
lie   subject. 

"It  would  appal  a  less  frivolous  lady 
than  Dame  Fashion — the  thought  that 
never  may  she  introduce  some  pretty 
whim,  but  it  will,  in  the  course  of  time, 
he  subverted  to  unpoetic  masculine 
adoption.  The  hat  whose  crown  she  en- 
larges to  accommodate  twenty-five  dol- 
lars' worth  of  curls,  will  sometime  be 
the  object  of  the  bald-headed  man's  sil- 
ent blessing,  because  of  its  tenacity  of 
grip.  The  darts  she  takes  to  make  her 
figure  svelte,  spell  spindlebanks  for 
countless  thousands  of  mimicking  males. 
She  may  not  even  lift  her  pretty  petti- 
coats to  display  a  bit  of  silken  ankle  but 
the  length  of  trousers  is  regulated  there- 
by throughout  the  world. 

Waistline  to  Nth  Degree. 

"And  it  is  not  alone  in  generalities 
that  the  beau  plays  follow-the-leader. 
He  unblushingly  adopts  little  details,  of 
sleeve,  of  collar,  of  vest  and  of  color. 

"No  one  could  have  entered  more 
earnestly  into  the  mood  of  sobered 
Dame  Fashion  after  the  Restoration  of 
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Shortage  in   Serges  for  Spring,  Particularly  Medium  Lines 

The  Wool  Market  in  England  Still  Perplexing  Buyers  Here  — 
Soldiers'  Needs  a  First  Consideration — Gambling  in  Wool — Will 
the  Australian  Embargo  be  Removed? 

THE  wool  market  these  days  is  interesting,  and  productive  even  of  thrills  to  a  good  many  people. 
A  prominent  wholesaler  and  retailer  in  Canada  who  speaks  usually  of  what  he  knows,  says  that 
particularly  in  overcoatings,  there  will  he  a  scarcity  of  supplies  next  year.  These  heavy  woollens 
are  being  used  in  quantities  for  soldiers'  blanket  cloths.  Orders  are  increaHiiidy  hard  to  place,  and  when 
they  are  placed  it  is  touch-and-go  as  to  whether  they  will  be  filled  or  no.  Soldiers'  outfits  are  taking  all 
the  wool  which  can  be  supplied.  Particularly  is  this  true  of  the  shoddy  lines.  There  is  a  good  deal  of 
discontent  in  Britain  just  now  on  the  part  of  the  general  public  with  the  quality  of  the  cloth  which  goes 
to  make  up  Tommy's  khaki.  It  is  said  to  be  cheap,  shoddy.  The  manufacturers  reply  that  they  are 
handicapped  inasmuch  as  a  good  deal  of  the  cloth  they  would  use  for  this  khaki  in  the  ordinary  way  comes 
from  France  and  Belgium.  Without  it  the  manufacturer  in  Yorkshire  or  wherever  he  may  be  has  to  rely 
upon  the  shoddy  which  is  made  out  of  picked  rags. 

It  is  thought  that  so  far  as  Canada  is  concerned  the  shortage  in  wool  will  make  itself  most  felt  in  the 
medium-priced  line,  particularly  in  serges.  Several  houses  agree  that  there  will  be  a  dearth  of  good  serge 
for  Spring  wear.  All  wools,  from  the  cheapest  to  the  best  grades,  have  advanced  50  to  60  per  cent.,  says 
one  men's  w7ear  dealer  whose  business  is  on  a  large  scale.  Lots  of  lines  will  be  eliminated.  Not  only  will 
there  be  a  dearth  of  serge  of  any  sort,  but  there  will  be  much  less  choice  and  range  in  styles.  The  very 
cheap  serges  will  remain,  and  also  the  very  high-priced  ones,  but  the  mediums,  which  are  so  much  worn 
for  business  and  general  attire,  will  be  largely  a  missing  quantity. 

The  woollen  market  in  Britain  just  now  resembles  a  race-course — it  holds  all  sorts  of  surprises  for 
everyone.  It  goes  up  and  down  in  an  hour,  almost.  I  heard  of  a  man  who  bought  about  $30,000  worth 
of  tweeds  up  in  Yorkshire  one  day,  and  two  or  three  days  later  he  had  sold  half  of  it  for  a  profit  of 
$10,000.  Very  often  these  lines  can  be  bought  on  Saturday  for  25c  a  yard  and  by  Tuesday  or  Wednes- 
day they  wall  easily  sell  for  30c  and  31c. 

It  is  said  that  the  British  Government  is  even  now  dealing  with  the  embargo,  and  also  looking  into 
the  matter  of  the  embargo  placed  by  Australia,  New  Zealand  and  other  British  Dominions.  Naturally, 
these  colonies  would  see  to  it  that  Britain's  needs  were  looked  after  first,  before  any  exports  to  foreign 
countries  were  allowed,  but  just  what  need  Britain  now  has  wall  determine  the  continuance  or  the  cessation 
of  the  embargo.  Australia  does  so  much  in  the  wool-exporting  line  that  a  tie-up  there  is  catastrophic. 
Merinos  are  being  exported  from  the  Island  Continent  to  places  like  the  United  States,  and  the  general 
feeling  is  that  the  embargo  will  be  lifted  at  an  early  date. 

Incidentally,  we  have  it  on  good  authority  that  considerable  wool  has  reached  this  country  from 
England  during  the  last  two  weeks. 


1814  than  her  devoted  follower.  She 
favored  hats  of  sizable  crowns  and 
negligible  brims.  So  be  it.  The  wits  of 
the  hatters  were  put  to  work.  Voilal 
The  hat  of  the  Empire.  Her  waistline 
she  raised  to  the  Nth  degree — almost  to 
extinction.  Ascending  seams  on  Mon- 
sieur's coat  proclaimed  allegiance  to  her 
every  whim. 

"What  a  deceitful  duffer  was  our 
hero  in  the  sixties?  He  cut  off  his  gal- 
lantry with  one  hand,  so  to  speak,  to 
make  cruel  sport  of  the  crinoline  with 
all  its  upholstering  and  garnishing, 
while  nipping  out  his  own  coat  tails 
with  the  other  to  attain  the  fashionable 
girth. 

To  Avert  All  Suspicion. 

"Moderation  was  her  fetish  at  the 
end  of  the  century.  Outdoor  sports,  the 
craze  for  bicycling,  motoring,  and  '-oil'. 
I,:,,]  tempered  her  frivolity  to  utility. 
She  reefed  the  immense  balloon  sleeves 
and  subdued  the  (laic  of  the  bell  skirt. 
The  simplicity  of  her  attire,  be  it  said. 
wns   exceeded    only   by   the   sobriety  of 


masculine  garb  that  followed,  as  the 
night  the  day.  So  taken,  indeed,  was 
manly  fancy  with  one  of  the  garments 
that  she  sponsored  about  that  time — 
the  golf  cape — that  he  plagiarized  it 
cleverly,  changing  the  time  of  his  ap- 
pearance in  it  to  evening,  however,  to 
avert    all    suspicion. 

"The  last  thing  in  the  world  one 
would  expect  her  to  pay  the  slightest  at- 
tention to — comfort — was  the  motif  of 
Dame  Fashion's  early  twentieth  century 
demands.  Skirt-*  were  ample,  but  not 
bulky,  and  corsets  were  rational.  Sleeves 
were  roomy;  hats  performed  their  mis- 
sion of  shielding  the  face  adequately. 

"And  it  can't  be  said  of  Beau  Brum 
mel  that  he  failed  to  express  his  proper 
pride  and  appreciation.  He  went  so  far 
as  to  jot  down  her  good  points  and 
adopl  them  himself  as  soon  as  he  could 
gel    around  to  it. 

"Nothing    appears    to    discourage     his 

pursuit.     No  item  in   her  apparel   is  too 

trivial     for     his     consideration.       "Now 

checks   are   nice,"   said    she   some   time 

L8 


ago.  ' '  Nice, ' '  says  he  this  year.  ' '  Strong 
colors  I  must  have,"  she  insisted. 
"Strong  colors  we  will  have,  though 
hidden  in  plaids  and  stripes  and  two- 
toned  socks,"  he  is  demanding.  "Vests 
— fancy  vests,  I  adore,"  is  one  of  her 
latest  biddings.  "Fancy  vests  are  com- 
Lng  in,"  says  a  haberdasher  who  knows. 
"Have  a  care,  Dame  Fashion!  His 
sins  will  be  on  your  head." 

-®- 

BONDS  AT  STORE  OPENING. 

The  opening  of  a  new  clothing  store  in 
Newark,  N.J.,  was  marked  by  the  offer 
of  six  per  cent,  income  bonds  to  pur- 
chasers during  the  first  seven  days.  To 
«  veryone  making  a  purchase  on  the  open- 
ing days  and  the  six  days  following,  they 
issued  a  bond  for  six  per  cent,  of  the 
amount  of  his  purchase  for  three  years 
from    dale.       For    example,    if    one    were 

to  purchase  $50  worth  of  merchandise, 
Hial  person  would  receive  $3  on  Novem- 
ber 1    each  vear  for  three  years. 
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Sending  6  Photograph  Prints  of  Season's  Clothing 

Successful  Scheme  of  J.  C.  Coombes  in  Stirring  Up  Interest  in 
Clothing  for  Spring  and  Fall—Five  Thousand  Packages  Sent  Out 
—Nothing  But  Bright  Inscriptions  on  the  Back 


44    /\    NEW  scheme   for  drawing  at- 

/"A    tAition    to    our    clothing?"    re- 
peated    Mr.     J.     C.     Coombes, 
manager  of  Oak  Hall,  Toronto,  in  reply 
lo  an  inquiry  from  The  Review. 

"Yes,  here  is  one  that  we  are  finding 
very  successful,"  and  he  took  out  an 
envelope,  10  inches  long  by  6  wide,  with 
tlic  printed  words  upon  it  in  carbon 
script,  "Photograph,  Don't  Crush." 

He  opened  up  the  envelope  and  en- 
closed within  an  ordinary  photo- 
grapher's dark  brown  folder  was  a 
scries  of  six  photographs,  each  contain- 
ing a  view  of  a  special  line  of  suits  or 
overcoats  for  young  men.  This  package 
with  the  six  photographs  in  it  had  been 
sent  out  to  5,000  young  men  who  were 
on  the  mailing  list  of  this  firm.  This 
had  been  done  to  stimulate  Fall  trade, 
and  it  had  proved  highly  successful. 
How  They  Look  In  Real  Life. 
"It  is  something  different  in  the  way 
of  calling  attention  to  lines  we  carry," 
said  Mr.  Coombes.  "It  is  all  very  well 
sending  out  announcements  stating  that 
we  carry  this  or  that  line  of  clothing 
for  young  or  older  men  or  bovs.  but 
the  attention  of  the  reader  and  his  in- 
terest are  secured  to  a  much  greater  ex- 
tent if  we  can  show  him  the  clothes  as 
they  actually  appear  on  some  person 
of  about  his  own  age.  These  look  differ- 
ent, of  course,  from  the  ordinary  en- 
graver's cut  of  clothing,  and  have  the 
appearance  of  photographs  especially 
taken  for  each  of  the  lines,  as  indeed 
they   were. 

"As  a  matter  of  fact,  they  are  not 
photographed,  but  are  produced  rather 
skilfully  to  give  thai  impression,  and  to 
the  ordinary  person  could  not  be  dis- 
tinguished from  Hie  usual  photogra- 
pher's proofs.  Tli is  impression  is  in- 
tensified by  the  facl  thai  the  surface  is 
glossy.  Of  course,  you  cannot  always  tell 
whether  yon  gel  direct  results  from  this 
form  of  advertising,  but  in  this  case 
we  have  had  a  number  of  youn<j'  men  to 
whom  we  sent  these  packages  come  back 
with  one,  and  ask  for  the  special  coal 
which  was  illustrated  on  it." 

How,  then,  is  the  argumenl  of  the 
photograph  driven  home  by  this  firm? 
Comments  on  the  Back. 
Xi.  circular  is  senl  oul  with  these 
photographs,  as  it  is  felt  they  should 
be  complete  in  themselves.  However,  if 
the  person  who  receives  them  turns 
them  over,  and  he  will,  to  find  oul  where 
they  came  from,  he  will  see  on  the  back 
of  each  one  in  type  representing  script. 
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HERE'S   A   SAMPLE. 

This  cut  shows  a  partial  view  of  a  pboto 
graph  of  a  Balmacaan  overcoat.  <»n  the 
back    were    the    words   "The    Balmacaan    is 

going  to  ho  as  popular  as  a  paymaster  on 
pay-day."  etc.  The  lower  part  shows  the 
type   of   inscription. 


a  pointed  remark  aboui  the  garmenl  on 
the  other  side. 

Take  one,  for  example,  o!  in  over- 
coat. This  is  what  appeared  on  the 
hack  of  it:    •"Here  is  the  semi-fitted  knee 

length  coat  the  comer  in  the  style 
world.  Broad  lapel  tops  ii  ofl  in  greal 
shape.    Yours  truly.  Oak  Hall  Clothiers, 

cor.  Yonge  and  Adelaide  streets,  J.  C. 
Coombes,  Manager.  Smile  and  Hustle." 
This  lasl  clause  will  be  remembered 
by  readers  of  The  Review  as  a  slogan 
thai  had  been  adopted  some  time  ago  by 

this  store,  and   which   invariable    appeals 

on  the  bottom  of  the  pric<  tickets  both 
for  the  windows  and  inside  the  store,  li 
was  also  the  baRis  of  a  campaign  thai 
had  considerable  influence  on  the  work  of 
the  clerks  themselves. 
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The  Inscriptions. 
Take  another  one.  This  was  the  in- 
scription on  the  hack:  "Shawl  collar 
overcoat,  always  popular  and  service- 
able, never  tiresome.  A  coat  that  Win- 
ter winds  can't  penetrate.  Yours  trulv, 
etc." 

Still  another.     '-The  Balmacaan  u   \    - 
ing  to  be  as  popular  as  the  paymas* 
pay-day.  and  it  will  pay  you  to  see  ours. 
Jours  truly,"  etc. 

A  fourth  one.  in  describing  a  suit. 
"Von  won't  meet  your  douhle  in  this 
double-breasted  idea.  It  is  beins  made 
in  limited  editions  for  the  exclusive  few. 

A  fifth:  "A  model  that  will  catch  the 
fancy  of  the  young  man  who  likes  'pep' 
in  clothes,"  etc. 

Another  coat  had  this:  "Here  is  the 
way  we  are  appealing  to  men  who  are 
"stand-patters''  on  style,  a  conservative 
three-button  sack  that's  dismified  but 
not  dull.    Yours  truly." 

Used  in  Window  Display. 

But  a  further  use  has  been  made  of 
this  idea  than  the  mailing  list.  The  firm 
have  made  use  of  these  photographs  in 
their  windows.  This  was  done,  naturally, 
by  showing  the  overcoat,  and  beside  it 
the  photographs,  the  idea  being  to  indi- 
cate how  the  coat  would  look  on  a  per- 
son. 

The  photograph  scheme  can  be  worked 
twice  a  year  with  views  showing  the 
best  lines  for  young  men  for  Spring  and 
a  similar  set  for  the  Fall.  It  would  also 
be  in  line  to  send  similar  sets  for  older 
men.  business  men.  and  this  could  also 
be  done  and  worked  to  advantage  in  the 
ce-e  of  hoys.  Tn  the  manner  in  which  it 
is  carried  out  this  scheme  is  not  as  ex- 
pensive  as  it    may   appear   at    first   sight. 


NAME    ON    MAILING    LIST? 
Dupuis  Preres,  417  St.  Catherine  St.. 
east,    Montreal,   have   a    table   at    the   en- 
trance  to   their   store,  on    which   are  pen 
and  ink.  and  slips  of  paper  bearing 
following  : 
Is  Your  Name  on  Our  Mailing  List? 
If  we  have  not  yet  had  the  pleasure 
of  having  your  name  and  address  on 
our   mailing   list,    will   you   oblige    by 
giving  it  to-day,  and  we  will  send  you 
interesting  news  from  time  to  time  of 
our   special   days   and   sales. — Thanks. 
Then    follows      space      for      name    and 
Rddress, 


Views  of  Caswell's  Modern  Workingmen's  Store  in  Saskatoon 

To  cater  to  the  genuine  working  man ;  to  make  his  store  headquarters  in  Saskatoon  for  overalls,  leather 
and  cotton  gloves,  and  other  clothing  suited  to  the  artisan's  pocket,  has  been  the  object  successfully  achieved 
by  A.  W.  Caswell.  Canada  Building,  First  Avenue.  He  was  formerly  a  railwayman  himself,  and  a  member  of 
the  union,  so  that  for  this  reason  alone  he  has  always  found  favor  with  the  working  classes.  Moreover,  his  ex- 
perience has  given  him  a  knowledge  of  what  the  artisan  requires  in  clothing. 

It  might  be  thought  that  a  store  catering  to  this  trade  would  be  second  rate  as  regards  fixtures  and  general 
appearance.  On  the  contrary  it  is  exceptionally  well  equipped,  and  located  on  the  ground  floor  of  the  finest  and 
tallest  structure  in  the  city.  For  displaying  men's  furnishings,  expensive  show-cases  are  used,  and  up-to-date 
wire  racks  carry  stocks  of  shirts.  In  one  show-case  alone,  there  are  twenty-four  of  these  racks.  Hosiery  is 
displayed  tastefully  on  revolving  stands. 

The  genuine  working  man  is  as  susceptible  to  artistic  display  as  the  smart  young  man.  When  times  are 
good,  he  demands  good  clothes  and  furnishings,  and  is  willing  to  pay  handsomely  for  them.  Sometimes  he  is 
thought  to  be  afraid  of  stores  where  the  fixtures  are  par  excellence,  but  Mr.  Caswell  has  succeeded  in  gaining 
his  confidence  and  his  trade,  which  would  otherwise  have  gone  to  stores  of  a  lower  class.  A  story  of  this 
establishment  will  appear  in  next  issue. 


A  New  Idea  in  a  Christmas  Window 


AVERY  attractive  window  display, 
featuring'  articles  of  men's  wear 
as  Christmas  sifts  was  that  of 
the  Robert  Simpson  Company,  of  Toron- 
to. Its  attractiveness  is  in  its  novelty 
of  idea  as  much  as  in  the  way  in  which 
it  is  followed  out.  In  this  window  were 
all  sorts  and  conditions  of  things  that  a 
man  might  want.  Usually,  each  depart- 
ment in  a  large  store  would  make  a  dis- 
play of  the  things  which  it  sells,  and 
which  it  alone  sells.  That  is  to  say, 
there  would  be  a  window  display  of 
shirts,  and  collars  and  hose,  maybe.  Or 
possibly,  a  man's  jewelry  requirements 
would  be  featured.  Or  again,  boots  and 
shoes  would  be  shown.  But  this  Christ- 
mas window  was  a  complete  inventory  of 
the  accessories  of  a  man's  outfit.  With 
the  exception  of  suits  and  overcoats, 
pretty  well  everything  else  was  there, 
from  a  house  coat  to  a  shaving  mirror. 
The  floor  was  in  dark  red  cloth,  against 
which  a  variegated  but  quiet  rusj  stood 
out  well,  and  tastefully.  The  window 
was  almost  triangular  in  shape.  It  em- 
braced two  rectangular  sides,  being  on 
the  corner  of  two  streets,  and  the  back 
boundary  was  a  series  of  plush  curtains 


making  a  third  side.  These,  by  the  way, 
were  in  dark  green.  Standing  out  well 
against  each  was  a  dais,  with  steps,  well 
designed  for  display  purposes.  These 
were  covered  with  white  felt,  and  were 
well  back  in  the  window,  leaving  the 
front  fairly  free. 

Perhaps  the  most  outstanding  feature 
about  the  whole  display  was  that  while 
there  was  a  good  deal  in  the  window  it 
did  not  look  overcrowded.  The  predom- 
inating impression  was  one  of  airiness 
and  spaciousness.  This  comes  partially, 
of  course,  from  the  height  of  the  win- 
dow, but  much  of  it  was  due  to  the  suc- 
cessful arrangement  of  the  articles  dis- 
played. Well  towards  the  front  was  a 
table,  with  space  underneath  the  top 
for  books — a  sort  of  combination  table 
and  writing  desk.  On  it  were  one  or 
two  books,  some  pictures — one  excellent 
drawing  of  King  George,  by  the  way- 
and  here  and  there,  both  on  the  table 
and  off,  were  smoking  accessories,  ash 
trays,  match  holders,  and  so  on. 

On   stands  and  on  dark  red   floor   the 

goods   were      displayed.        There      were 

shirts,    and    ties,    and    hose,    in    new    and 

attractive   styles      and     colors  scattered 
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here  and  there.  A  shaving  mirror  in  one 
corner,  a  hand  bag  in  another,  a  set  of 
hair  brushes  in  a  third,  and  an  umbrella 
or  a  cane  in  a  fourth  broke  up  the 
monotony  of  showing  only  articles  of 
dress,  and  contributed  to  the  impression 
that  this  was  a  man's  den,  a  man's 
room.  Two  chairs,  one  at  either  side  of 
the  window,  holding  various  things, 
jewelry  or  canes,  or  a  house-coat  draped 
apparently  carelessly  on  the  back  added 
to  the  air  of  comfort.  There  was 
a  good  deal  in  the  window,  but  the 
profusion  was  well  dispersed  and  sep- 
arated. There  was  no  impression  of  a 
glut.  And  yet  there  was  a  lot  in  the 
window. 

Ribbons  of  Christmas  coloring,  and  a 
little  seasonable  decoration,  though  not 
very  much,  added  to  the  idea  that  this 
was  a  window  of  Christmas  offerings, 
while  two  neat  cards  fairly  laree  and 
of  good  text  informed  the  public  that 
these  were  "PRACTICAL  GTFTS  FOR 
MEN","— "HIGH  GRAPE  FURNISH- 
INGS AT  MODERATE  PRICES." 

The  whole  effect  was  one  of  the  best 
in  Christmas  windows  we  have  seen  for 
some  time. 


No  Stock,  Only  Models  and  a  Room  Upstairs 

Successful  Beginning,  to  Business  of  H.  A.  Irving,  Who  is  Seek- 
ing the  Usual  High  Class  King  Street  Trade  in  Toronto  —  The 
Low  Kent  and  Walk-up  Question  Again. 


THAT  no  one  is  in  business  for  his 
health  is  axiomatic.  Profit-making 
still  remains  the  first  aim  of  the 
business  man,  whatever  his  business  is. 
At  the  same  time,  the  public  has  a  way 
of  trying  to  get  as  much  as  it  can  for 
as  little  as  it  may.  This  applies  any 
time,  but  it  is  particularly  applicable 
just  now,  when  the  main  idea  is  to 
economize.  So  that  the  man  who  can 
find  a  way  to  save  people's  money,  and 
yet  make  as  much  profit  as  he  thinks 
legitimate  and  necessary  ought  to  stand 
a  fair  chance  of  getting  on.  It  stands  to 
reason  that  it  you  can  deliver  the  goods, 
as  good  goods  as  the  next  man.  and  do 
it  considerably  cheaper,  you  oughl  to  be 
getting  ahead  of  the  next  man.  But 
the  man  in  the  street  wants  the  thing 
demonstrating.  An  example  which  de- 
monstrates, is  Mr.  H.  A.  Irving,  of  Tor- 
onto. 

This  is  his  scheme.  He  is  in  the  cus- 
tom tailoring  business,  and  he  wants  to 
eater  to  the  best  trade.  Location,  there- 
fore, is  a  first  concern.  He  decides,  to 
|,„aie  on  King  street,  where  his  competi- 
tors are,  and  where  business  men  are 
continually  passing  up  and  down,  and 
can  run  in  to  their  tailor's  in  a  very 
little  time.  But  the  rents  on  King  street 
are  high,  very  high.  Tn  fact,  as  some 
disappointed.  would-be  purchasers  of 
hotel  sites  think,  they  are  inflated.  Mr. 
Irving  knows  thai  if  he  has  a  store  on 
King  street,  he  will  have  to  pay  King 
street  rents,  tlis  window  space  and  his 
general  store  space  would  have  to  be  paid 
for,  and  paid  lor  excessively.  And  to 
,!,,  that,  he  would  have  to  charge  as  much 
as  his  competitors  lor  a  suit  of  clothes 
or  an  overcoat.  From  his  point  of  view 
he  would  be  foolish.  Starting  a  new 
store  in  war  time,  when  nobodj  has  any 
nmiicx  (and  no  body  will  admit  they  have 
;n\  ).  one  has  to  be  prepared  to  stand 
some  expense  until  trade  conn-  along. 
l,,il  one  wants  lo  make  all  provision  thai 
thai    expense   be   as   small    as   possible.    Mr. 

rrving  solved  the  difficulty  by  going  up- 
stairs. He  is  on  the  firs!  floor  of  the 
building  at    the     north  wesl      corner  of 

King  and  Yonge  streets. 

One  Big  Room  is  All. 

All   he  lias  is  one  bis   room.      In   it   there 

, ,    model      and   samples  and   style  pic 
tures,      up  to  date      office      furniture 
and    Mr     rrvina      Tim-.    Mr.    Irvine 
duces  hi-  overhead  expenses  to  a   mini 

n   in  .    There  i-  no  big  window    jpa< '   and 


fronl   space  generally.     Electric  Lighting 

in  super-abundance  is  not  necessary, 
which  must  be  a  big  saving.  There  are 
no  assistants  to  pay  for  floor-walking: 
Mr.  Irving  is  the  only  person  in  the 
place. 

Samples  of  Cloth  and  Models. 
His  method  is  this.  He  is  an  agent 
for  a  large  manufacturing  tailoring 
firm,  one  that  does  high-class  work. 
He  has  in  this  single  room  samples  of 
all  their  goods,  copies  of  their  style,-, 
models  made  up  by  them.  When  you  go 
in.  you  see  the  style  and  the  cloth  and 
give  your  order  to  Mr.  Irving.  He  sends 
it  to  Montreal,  and  the  suit  is  made  up 
i  fere,   ami    conies  back    in   about    a    week'. 

Carries  No  Stock. 

Mr.  Irving  says  he  can  make  for 
£22.50  up  to  $28  suits  which  anywhere 
else  would  COSi  from  $30  to  $40.  He  can 
save  the  man  who  will  walk  upstairs  t  > 
that  room  of  his — and  it  is  obviouslv 
almost  as  easy  of  access  as  any  other 
store  on  the  street  itself  -30  to  35  pei 
cent,  in  his  price.  One  reason  of  course. 
is  the  small  overhead  expense  carried. 
The  other  is  that  Mr.  Irving  dee-  not  lose 
any  money  by  depreciation  in  st(  ck.  for 
the  simple  reason  that  he.  personally. 
does  not  carry  any  stock.  Most  tailors 
,-,t  the  end  of  their  year  have  to  have  a 
sale  to  get  rid  of  certain  surplus  and 
.  '!  of-date  cloths  they  have.  By  this 
lhe\  lose,  and  the  loss  is  written  off. 
Well,  it  has  to  lie  made  up  some  other 
time,  and  in  some  other  way.  The  pub- 
lic pays  for  that  loss  by  depreciation  in 
i  he  extra  money  they  pay  for  the  suits 
and  overcoats  they  buy.  With  the  elim- 
ination of  that  source  of  expense,  Mr. 
Trvinir  can  make  just  as  good  n  profit 
from  his  business  as  the  next  man,  but 
he  does  not  need  to  (diarge  as  heavily, 
hy  .ins'  -o  much  a-  he  saves  through  not 
liavina  t"  carry  large  stocks. 

Friends  and  Circulars. 

Tt    is     something     like     six  or   sevci 

weeks    since    he    -tailed     in    business     !'"'' 
himself.      He   has  done   no   newspaper   ad 

sing  whatever,  and  t hat 's  anothei 
thine  saved  I"  the  consumer.  He  has 
-imply  uot  hi-  personal  friends  to  starl 
him  alone-  the  way  of  the  idea  he  con 
eeived.  For  -nine  years  be  was  promin 
cut  in  a  larsre    elothine    manufacturing 

cm rn.   and    mi    lie   had    a    big   clientele. 

He  circularized  several  thousand  men  in 


the  city;  he  went  to  his  personal  friends- 
and  solicited  a  trial — and  that's  all.  Xo 
flare-up  in  the  papers  was  necessary  in 
the  opinion  of  Mr.  Irving.  '"I  didn't 
make  any  big  noise,"  he  said. 

Prove  It,  and  He'll  Come  Back. 

And  things  are  goim;  well,  although 
the  enterprise  i>  so  new.  Profits  are 
quick  and  good,  and  business  is  coming 
along.  If  a  man  can  save  ten  or  twelve 
dollars  on  a  suit  by  walking  upstairs  one 
flighl  or  taking  the  elevator,  and  if  you 
can  prove  to  him  just  why  he  does  save 
that  ten  oi-  twelve  dollars — he  will  come 
not    once  but   every   time. 

The  idea  has  looked  good  to  many  cus- 
tomers  who  want  the  best   in  elotl  ■ 
low    prices,   and      have      been   persuaded 
they    are   getting  that    best. 

And  it  doesn't  seem  to  be  anything 
but   a   good  thins   for   Mr.  Irvine! 


The  Popular  Cane 


A  COUPLE  of  years  ago  the  young 
man  in  a  Canadian  city  who 
would  carry  a  cane  was  rushing 
in  where  angels  feared  to  tread.  Canes 
were  for  older  men,  much  older  men.  and 
for  invalids.  For  a  young  man  to  carry 
one  was  to  place  himself  immediately 
upon  the  level  of  the  bespatted  London 
"sissy."  But  fashions  come  and  - 
Even  the  ••si-sy-'  may  come  into  his 
own.  There  are  few  young  men  who- 
consider  themselves  up  to  the  minute 
who  do  not  carry  a  cane.  And  since  the 
"giddy  multitude"  as  Sydney  Smith 
nsed  to  say  have  put  a  general  O.K.  up- 
on it,  what  wa-  regarded  in  Canada  a? 
the  mark  of  a  dandy  two  or  three  years 
ago  i-  distinctly  "de  rigeur"  now. 

The  besl  cane  to  carry  is  a  substantial 
one.  oi  fair  thickness.  The  slim 
■•-w  itchy-*  st  iik  i-  not  for  the  man  of 
action:  rather  for  the  afternoon  tea 
((linker.  A.sh,  about  an  inch  in  diameter. 
i-  a  good  wood.  The  handle  may.  of 
course,   be  either  square   or  crooked   to 

suit  the  wearer,  but  should  not  be  gold- 
topped,  nor  even  ornately  silvered.  A 
<rood  sorl  o\'  stick  for  a  manly  man  to 
,.ui\  i-  a  thick  a-h  with  a  larg<  handle 
terminating  in  a  knob,  which  i-  studded 
with  plain  silver.     This  In ..  >ming 

•'  the  thing"   in   the  State-. 


MEN'S  WEAR  SECTION 


Dry  Goods  Renew 


Ifs  the  cloth  in  your  over- 
alls that  gives  the  wear. 

TIFEL'S 

Indigo  Cloth 

Standard  for  over  seventy-five  years 

The  boot  on  the 
back  is   your 
guarantee 

r 


75  years  continuous  sale  is  the  best  proof 
of  the  selling  quality  of  STIFEL'S  INDIGO 

Three  generations  of  wearers  have  found 
it  pays  handsomely  in  long  and  satisfac- 
tory wear  to  insist  upon  OVERALLS, 
JUMPERS,  SHIRTS,  etc.,  of  STIFEL'S 
INDIGO  CLOTH.  Every  washing  makes 
it  like  new. 

You  can  tell  the  genuine  in  a 
minute  by  this  trade  mark  «s- 
on  the  back  of  the  goods  inside  the  garments. 

It's  your  guarantee  and  your  customers'  guarantee 
against  imitation. 

Give  yourself  the  prestige  and  profits  of  the  world's 
standard  fabric. 

Cloth  Manufactured  by 

J.  L.  STIFEL  &  SONS 

Indigo  Dyers  and  Printers 
WHEELING,  W.  VA. 

i  NEW  YORK 260-262  Church  Street 

I  CHICAGO 223  West  Jackson  Boulevard 

SALES      I  SAN  FRANCISCO       -     -     -       Postal  Telegraph  Building 

OFFICES  1  TORONTO 1+  Manchester  Buildine 

WINNIPEG 400  Hammond  Block 

'  MONTREAL     - 100  Anderson  Street 
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Season's 
Greetings 


AY  Christmas  be  a  day  of  joy 
and  New  Year's  the  forerun- 
ner of  a  great  era  of  pros- 
perity. 

Resolve  now  to  make  greater  efforts 
for  more  business.  Keep  in  mind  the 
great  merchandising  truth,  "Goods 
well  displayed  are  half  sold."  and  see 
to  it  that  you  have  the  necessary 
requirements  for  the  most  effective 
displays. 

The  Clatworthy  line  of  "Made  in 
Canada''  display  fixtures  is  complete. 
Write  for  catalogue  describing  them. 

Clatworthy  &  Son,  Ltd. 

161  King  St.  W.  TORONTO 
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THE  HALL-MARK  OF 


Regriitered  No.  262.005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCh 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had  from  any  of  the  Leading 
Wholesale  Dry  Goods  Houses 
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MEN'S    WEAK    SECTION 


BANK  OF  MONTREAL 

Annual  General   Meeting  Held  7th  December,   1914 


The  97th  annual  genera]  mceling  oi'  the  sliarcholders  of  the  Bank  of  Montreal 
was  held  in  the  Board  Room  of  the  ll<  ad  Office  of  the  Bank  on  Monday,  Dec.  7th. 

The  meeting  was  marked  by  complete  addresses  by  Mr.  H.  V.  Meredith,  the 
President,  and  Sir  Frederick  Williams-Taylor,  the  General  Manager. 


PRESIDENT'S  ADDRESS. 

In  moving  the  adoption  of  the  annual 
statement,  Mr.  H.  V.  Meredith,  the  Presi- 
dent, said: — 

The  statements  presented  to  you  will, 
I  trust,  be  received  with  satisfaction. 

While  profits  show  a  diminution  com- 
pared with  those  of  the  preceding  year, 
the  shrinkage  is  mainly  attributable  to  the 
fact  that  during  the  world-wide  disturbed 
financial  conditions  which  have  existed, 
we  deemed  it  prudent  to  forego  the  profit 
on  a  portion  of  our  liquid  reserves  ordin- 
arily carried  abroad  and  having  an  earn- 
ing power.  These  we  transferred  to  our 
vaults  to  provide  against  every  possible 
contingency,  and  to  support,  if  required, 
the  general  financial  situation  in  Canada. 

I  feel  sure  this  course  of  action  will 
meet  with  your  approval. 

The  year,  I  need  hardly  say,  has  been 
an    eventful   and   anxious   one. 

POSITION  IN   GREAT   BRITAIN. 

In  Great  Britain  the  period  immediately 
antecedent  to  the  declaration  of  war  was 
marked  by  considerable  ease  in  the  money 
market,  coupled  with  a  slight  recession 
in  trade,  following  a  long  period  of  unrest 
and  depression  caused  by  the  Balkan 
chaos  and  other  adverse  factors. 

The  outbreak  of  hostilities  brought 
about  the  collapse  of  the  whole  financial 
fabric,  the  closing  of  the  bourses  and  a 
world-wide  financial  cataclysm.  For  a 
time  at  least  a  condition  of  well  nigh  gen- 
eral insolvency  was  threatened.  The  steps 
which  were  taken  to  cope  with  the  crisis 
are  of  too  recent  occurrence  to  require 
reiteration. 

Britain 's  command  of  the  sea  was  un- 
doubtedly the  chief  factor  in  bringing 
about  a  recovery  of  confidence,  but  great 
credit  is  due  to  the  Government  and  their 
able  financial  advisers  for  their  bold  and 
statesmanlike  views  of  the  situation  and 
their  prompt  action  in  meeting  the  crisis, 
as  well  as  to  the  Bank  of  England  for  the 
courage  and  activity  with  which  the  plans 
of   the    Government   were    carried    out. 

The  great  latent  wealth  of  the  Empire 
has  been  demonstrated  by  the  patriotic 
response  to  the  recent  Government  loan, 
and  this  is  being  followed  by  the  removal 
of  barriers  to  trade  which  is  now  once 
more  approaching  a  normal  condition. 

What  the  consequences  of  the  war  will 
be  must  depend,  1  think,  to  a  large  extent 
on  the  duration  of  hostilities. 

Whether  a  long  period  of  depression  and 
economy,    in    order    to    replace    the    wasted 
wealth    of   the    world    will    follow   its   con- 
clusion ,   b  bei  bei    the   i  tvaa\  al   of   peine  a 
apprehensions  and  the  prospect   of  a 

if   peace   will   bring   about    an    imme 

dia  i  e    resl tion    oi    prices     ooi    ;i  lone   oi 

com  mod  itie  j.    but    of   stock    excha  age   and 
oJ    othei      ecui  Lties     it    u  ould    be    idle   al 

i  be    moment    t  o    predict. 

In  either  event,  all  borrowing  countries, 
including  Canada,  musl  ex] t  Hon   facili 


ties  to  be  largely  curtailed  while  the  wast- 
age of  war  is  being  repaired. 

POSITION  IN  CANADA. 

In  Canada,  a  period  of  several  yearo  of 
remarkable  growth  and  progress  was  ac 
companied  by  large— and  in  some  cases  im 
prudent — capital  expenditures  by  indus 
trial,  municipal  and  other  corporations 
and  an  ambitious  programme  of  railway 
construction,  made  possible  by  the  ease 
with   which   money   could  be   obtained. 

These  conditions  were  taken  advantage 
of  by  company  promoters  and  speculators 
to  bring  about  unduly  inflated  and  ficti- 
tious values,  and  the  extent  to  which 
these  were  carried  directed  suspicion  and 
distrust  of  our  economic  position  in  ths 
money  markets  of  the  world,  followed  by 
a  close  scrutiny  of  our  securities  and  a 
curtailment  of  money  supplies  so  essential 
to   our   development. 

The  ensuing  check  caused  embarrass- 
ment in  some  instances,  but  had  a  salutary 
effect  on  the  country  in  general,  as  it 
brought  us  to  realize  the  fact  that  un- 
productive expenditures  must  of  neces- 
sity cease  for  a  while,  and  our  efforts  be 
directed  towards  development  of  natural 
resources,'  accelerated  by  a  large  flow  of 
immigration. 

It  fortunately  happened  that  for  over  a 
year  previously,  our  manufacturers  and 
merchants,  preparing  for  such  a  contin- 
gency, had  entered  upon  a  period  of  cur- 
tailment and  readjustment;  and  our  econo- 
mic position  had  been  approaching  a  more 
normal  condition.  They  were,  therefore, 
the  better  able  to  meet  the  shrinkage  in 
their  turn-over  occasioned  first  by  re- 
stricted  demands  and   now  by  the  war. 

I  refer  to  these  somewhat  trite  matters 
because  the  halt  in  business  presently  ex- 
perienced may  create  in  the  public  mind 
a  more  gloomy  view  than  is  warranted  by 
actual  conditions.  It  is  well  to  remember 
that  for  a  decade  the  commercial  expan- 
sion of  Canada  was  really  abnormal. 

A  decline  in  the  foreign  trade  of  the 
country  had  set  in  before  the  outbreak  of 
war,  and  has  been  accentuated  by  that 
event.  In  the  seven  months  ending  Oc- 
tober 31st  last,  the  value  of  merchandise 
imported,  exclusive  of  specie,  was  $286.- 
800,000,  or  $103,700,000  less  than  in  the 
corresponding  period  of  the  preceding  year. 
On  the  other  hand,  the  value  of  Canadian 
produce  exported  has  been  fairly  well 
maintained,  having  been  for  the  seven 
month--  $226,75-7,000,  as  compared  with 
•"■50,000  a  year  ago.  The  adverse  bal 
ance  of  tradi  has,  then  fore,  been  reduced 
from  $145,000,000  to  $60,000,000  in  this 
period,  a  substantia]  Improvement  of 
oon.ono,  i  lie  mure  sal  isfactory  in  \  Lew  oi 
the  pracl  ieal  closing  of  the  London  mom 

t  to  Canadian  loan-.  The  transpor 
tation  nterests  of  < 'ana. la  have  also  beei 
benefited  by  an  increase  in  the  value  of 
exports  of  I  aited  States  products  through 

our    poits     from    $1:1,000,000     in     the    seven 

months  period   of   1913  to  $11,000,000  this 
3  eai 
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LEGITIMATE  BUSINESS  SOUND. 

I  am  glad  to  be  able  to  say  that  from 
the  reports  which  reach  me  from  all  parts 
of  the  country,  legitimate  business  is  fun- 
damentally sound.  While  trade  generally 
is  quiet,  and  in  many  branches  restricted, 
especially  those  dependent  upon  construc- 
tion work,  there  is  compensation,  in  a 
mi  asure,  by  activities  in  others  which  pro- 
vide the  vast  supplies  required  by  the  war. 

A  general  suspension  of  new  undertak- 
ings is  apparent.  Agriculture — the  back- 
bone of  the  country — continues  prosperous, 
notwithstanding  a  shorter  crop  yield,  ow- 
ing to  the  high  prices  being  paid  for  grain 
and  other  farm  products.  The  great  in- 
crease in  the  number  and  value  of  live 
stock  in  the  Northwest  is  especially  grati- 
fying- 
Farmers  are  preparing  to  increase  the 
acreage  of  land  under  crop,  and  manufac- 
turers are  taking  advantage  of  the  situa- 
tion to  extend  their  sales  where  foreign 
competition,  for  the  time  being,  has  been 
eliminated.  There  is,  moreover,  an  un- 
diminished confidence  in  the  future  which 
is  an  asset  of  no  little  importance. 

Considerable  unemployment  exists,  but 
the  extent  of  it  is  probably  over-estimated, 
and  I  think  our  position  in  this  respect 
will  compare  favorably  with  that  of  other 
countries. 

These  conditions  are  overshadowed  at 
the  moment  by  a  war  so  disastrous  and 
so  unexpected  that  even  yet  many  of  us 
do  not  grasp  the  full  significance  of  it  all. 
New  local  conditions  and  new  problems 
had  to  be  met. 

GOVERNMENT'S  WISE  COURSE. 

The  wise  and  timely  action  of  the 
Finance  Minister  in  providing  facilities 
for  rediscount,  and  in  making  Bank  Notes 
legal  tender,  had  a  steadying  effect 
throughout  the  country,  and  has  enabled 
the  Banks  under  all  circumstances  to  meet 
the  legitimate  demands  of  business  and 
to  keep  in  hand  ample  resources  against 
deposits. 

Power  was  taken  by  the  Government  to 
declare  a  moratorium,  but  fortunately  it 
has  not  been  necessary  to  put  this  into 
effect,  for  all  must  recognize  the  supreme 
consideration  of  maintaining  our  credit  in 
the  money  markets  of  the  world. 

The  war,  by  closing  the  financial  mar- 
kets of  all  countries,  has  precluded  us 
from  obtaining  capital  for  construction 
and  development  work,  and  so  long  as 
these  conditions  prevail  it  will  be  neces- 
sary for  us  to  conserve  our  resources 
rather  than  proceed  with  other  than  un- 
avoidable capital  expenditure. 

The  financial  fallacy  of  issuing  inflated 
currency  for  such  purpose — abundantly 
proved  by  experience  of  other  countries — 
is  well  known,  and  Canada  is  to  be  con- 
gratulated on  bavins;  avoided  the  miser- 
ies of  a   depreciating  paper  currency. 

In    this    connection     I     may    remind    you 
there    i-  a   homely   adage   that    "no   one   has 
in    lifting    himself    by    his 
boot   strap-.  ' 

Noi  should  ■;  bi  forgotten  that  we  have 
8     large     fori  -t     indebtedness     to 

be   liquidai  exports  or  new  borrow- 

Foi  thi    latter,  the  London  market  being 

new  less  available,  we  shall  have  to  rely 

partly     on     such     facilities    as    the     United 

-   tuarki  t    can  offer  and,   in   a   measure. 

upon  our  own  resources,  to  solve  the  prob 
lem  of  restricted  trade  and  shrinking 
revenue,  as  well  as  to  meet  maturing  inter- 
est, capital  commitments,  and  other  obli 
gal  ions. 


MEN'S  WEAR  SECTION 
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FOREIGN  RESERVES  VALUABLE. 

Our  reserves  abroad  have  proved  valu- 
able in  this  connection,  as  they  are  en- 
abling us  to  conserve  the  gold  supply  of 
Canada. 

Wai  and  other  adverse  conditions  are 
bound  to  retard  our  progress.  A  period 
of  rest  and  recuperation  may  be  expected, 
but  the  future  depends  to  a  great  extent 
upon  the  spirit  with  which  the  people 
meet  the  changed  conditions. 

Economy  and  prudence  in  the  matter  of 
expenditure,  and  an  earnest  effort  to  in- 
crease production  of  exportable  articles, 
will  in  time  usher  in  an  era  of  active 
trade  and  renewed  prosperity. 

There  is  no  question  in  my  mind  that 
after  a  pause,  the  duration  of  which  will 
be  determined  by  the  measure  of  our  pro- 
duction and  by  our  savings,  we  shall  again 
enter  on  a  period  of  progress  and  devel- 
opment, and  that  pause,  I  believe,  will 
not  be  long  continued. 

Mr.  R.  B.  Angus  seconded  the  motion 
for  the  adoption  of  the  Report,  which  was 
carried   unanimously. 

THE  GENERAL  MANAGER'S 
ADDRESS. 

Sir  Frederick  Williams-Taylor,  the  Gen- 
eral Manager  of  the  Bank,  then  made  his 
annual  address,  as  follows: — 

Gentlemen: — This  Bank  is  now  ap 
proaching  its  centenary,  but  never  before 
in  the  ninety-seven  years  of  its  history 
has  the  annual  balance-sheet  been  pre- 
sented to  the  Shareholders  under  such 
universally  perturbed  financial  condition^ 
as  exist   at   the  present   time. 

For  the  sake  of  consecutiveness  and  as 
a  natural  preface,  I  may  say  that  since 
the  outbreak  of  the  present  war  all  bourses 
have  ceased  to  transact  business.  In  con- 
sequence throughout  the  world  at  large 
Stock  Exchange  securities  have  become 
unrealizable,  except  by  limited  sale  and 
slow  process. 

In  a  sense  a  large  part  of  the  trading 
and  manufacturing  world  has  undergone 
a  course  of  declension  towards  first  prin- 
ciples. The  most  readily  salable  commodi- 
ties in  large  volume  now  are  the  necessities 
of  life,  either  direct  or  represented  by 
commercial  paper,  and  the  appliances  cre- 
ated by  man  for  the  destruction  of  life. 

As  the  President  has  ably  reviewed  the 
general  trade  and  financial  situation  both 
in  Canada  and  at  the  chief  centres  abroad, 
my  duties  are  confined  to  an  explanation 
of  the  most  important  features  in  the 
accounts  I  have  the  honor  to  submit  to 
you   and  the  points   arising  therefrom. 

It  is  pertinent  to  interject  that  the  in- 
terests of  the  Bank  of  Montreal  have  be- 
come of  such  an  international  character 
that  one  cannot  adequately  analyze  and 
comment  upon  our  balance  sheet  without 
at  least  reference  to  London  and  New 
York. 

LONDON. 

The  interest  taken  by  Canada  in  the 
London  financial  situation  is  due  to  a 
combination  of  firm  patriotism  and  mone- 
tary dependence.  Not  only  are  we  solici- 
tous for  the  welfare  of  our  Empire's  finan- 
cial centre,  but  the  Dominion  has  financed 
its  requirements  in  that  market  to  an  ex- 
tent obvious  enough  to  the  few  but  only 
recently  fully  appreciated  by  the  people 
of   this   country   as  a   whole. 

It  might  be  added  without  boastfulness 
that  this  Bank's  London  business  has 
steadily  increased  in  importance  step  by 
step  with  the  development  of  our  country 
until    we    have    attained    a    prestige,    and 


what  has  been  termed  by  others  a  unique 
position  among  Colonial  Banks  represent- 
ed in  the  great  metropolis,  that  you,  its 
Shareholders,  can  regard  with  a  measure 
of  national,  and  may  I  say,  individual 
pride. 

NEW  YORK. 

We  are  naturally  greatly  interested  in 
New  York  conditions,  as  not  only  is  that 
city  the  Clearing  House  of  North  America, 
but  also  the  channel  through  which  tli 
bulk  of  our  foreign  exchange  transactions 
pass.  Further,  the  financial  relations  of 
the  two  countries  become  more  intimate 
and  further  dovetailed  with  the  ever- 
increasing  establishment  in  Canada  of 
branches  of  great  American  industrial 
companies. 

POLICY-LIQUIDITY. 

It  is  common  knowledge  that  the  policy 
of  this  Bank  is  conservatism,  a  policy 
that  tends  in  prosperous  days  to  arouse 
in  some  quarters  a  measure  of  criticism, 
but  one  meeting  with  unstinted  approval 
in  times  as  troublous  as  those  we  face 
at  present. 

Thanks  to  a  reasonably  liquid  position, 
the  unexpected  outbreak  of  war  found 
us  not  unprepared.  It  was  an  easy  tran 
sition  for  us  to  convert  into  actual  cash 
and  bank  balances,  to  the  extent  w< 
deemed  advisable,  our  secondary  line  of 
defence  in  the  shape  of  other  reserves 
held,  as  you  are  aware,  in  London  and 
New  York. 

PROFITS— PATRIOTIC  FUND. 

As  banks  are  not  eleemosynary  institu- 
tions, it  is  our  duty  to  earn  for  the  share- 
holders such  measure  of  profit  as  is  com 
sistent  with  the  safe  employment  of  your 
capital  and  the  deposit  monies  entrusted 
to  our  care.  Under  normal  conditions  our 
first  consideration  has  ever,  as  you  know, 
been  safety,  but  with  the  financial  world 
out  of  joint,  we  have  felt  it  our  duty, 
both  in  self-protection  and  in  a  desire  to 
bear  our  share  of  the  national  burden  in 
safeguarding  the  general  situation,  to  take 
additional  precautions.  In  pursuance  of 
this  policy  our  cash  reserves  and  bank 
balances  have  been  brought  up  to  a  per- 
centage point  that  seemingly  precludes 
danger. 

Naturally  the  greater  volume  of  money 
unemployed,  the  smaller  our  profits. 
Nevertheless  we  are  gratified  lo  have  been 
able  to  comfortably  earn  our  customary 
dividend,  continue  the  semi-annual  bonus 
of  1  per  cent.,  and  at  the  same  time  to  have 
made,  in  our  opinion,  full  provision  for 
realized    and    prospective    losses. 

The  $100,000  gladly  voted  by  your  Di- 
rectors for  national  patriotic  purposes  was 
taken  out  of  the  year's  profits. 

DEPOSITS. 

For  obvious  reasons  iz  is  natural  that 
bank  deposits  throughout  Canada  should 
decline  as  they  have  done  to  a  slight  ex- 
tent, the  grand  total  of  ail  the  banks  to 
the  end  of  October  b-ing  $1,144,199,22-1, 
as  compared  with  $1,146,739,808  a  year  ago. 
During  the  same  period  our  own  deposits 
have  increased  by  $7,649,836.11  exclusive 
of  deposits  made  by  and  balancea  due  to 
other  banks  in  Canada,  which  have  in- 
creased by  $5,570,032.53. 

CIRCULATION. 

Our    notes    in    circulation    are    $169,837 
greater  than  a  year  ago. 
QUICK    ASSETS— CURRENT    LOANS. 

As  before  intimated  our  quick  assets 
have  increased  during  the  year,  the  ratio 
to  liabilities  to  the  public  being  55.17  per 
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cent,  at  the  end  of  October,  1914,  as  com- 
pared with  49.69  per  ceni.  at  the  same- 
date  in  1913.  It  is  satisfactory  to  be  able- 
to  state  that  this  has  been  aceomplir-nod 
without  restricting  the  legitimate  demands- 
upon  us  by  our  merchant  and  manufactur- 
ing clientele  in  Canada.  It  is  the  case  that 
our  current  loans  in  Canada,  which,  as  you, 
are  aware,  are  mainly  to  the  mercantile 
community,  are  lower  now  by  $10,172,653.- 
79  than  they  were  at  the  corresponding 
date  last  year,  but  I  lesire  to  make  it 
quite  clear  that  the  reduction  was  ante 
bellum,  and  that  there  has  been  an  in- 
crease of  over  three  million  dollars  in  sucb 
loans  and  of  over  thirteen  million  dollars- 
in  total  loans  in  Canada  since  the  out- 
break of  war. 

It  is  only  fair  to  add  that  the  wisdom 
of  keeping  our  secondary  reserves — viz.: 
our  call  loans — in  London  and  New  York 
instead  of  in  Canada  has  once  again  been 
strikingly  demonstrated.  If  the  war  had 
found  us  in  a  reverse  position  it  would 
have  indeed  been  a  serious  matter,  not 
only  for  ourselves,  but  for  the  entire  com- 
munity. In  other  words,  the  wisdom  of 
this  Bank  in  having  its  call  loans  available 
outside  of  Canada  in  time  of  stress  is  now 
being  splendidly  justified. 

MUNICIPALITIES. 

Our  loans  to  Municipalities  stand  at 
$9,017,324.26,  as  compared  with  $5,227,- 
905.74  at  the  corresponding  date  last  year. 
A  very  large  proportion  of  this  sum  has- 
been  advanced  in  anticipation  of  tax  pay- 
ments. 

Loans  have  been  made  against  the  se- 
curity of  debentures  in  certain  instances, 
but  only  as  a  matter  of  public  policy  to 
enable  our  civic  clients  to  pay  for  work  to 
which  they  were  committed,  or  where  the 
health  or  safety  of  the  citizens  was  at 
stake.  We  have  felt  it  our  duty  to  urge 
upon  both  our  Provincial  and  Municipal 
friends  the  wisdom,  if  not  the  imperative 
necessity,  of  refraining  from  committing 
themselves  to  fresh  capital  outlay  and  of 
limiting  their  expenditure  to  essential  un- 
dertakings. I  am  glad  to  be  able  to  say 
that  as  a  rule  our  advice  has  been  well  re 
ceived  and  in  most  cases  conscientiously 
followed. 

PROVINCES. 

I  would  now  like  to  briefly  recite  to  you 
the  situation  as  we  find  it  in  our  various 
Provinces: 

PROVINCE    OF    ONTARIO. 

General  conditions  in  Ontario  are  mod- 
erately satisfactory.  Crops  have  been 
quite  good,  with  high  prices,  and  profit- 
able results  have  accrued  generally  to 
those  engaged  in  agricultural  pursuits. 

The  lumber  trade   is  dull. 

The  production  of  silver  in  the  Cobalt 
District  shows  a  slight  falling  off. 

Manufacturing  has  been  quiet,  with  a 
material  reduction  in  the  labor  employed, 
particularly  in  those  industries  producing 
machinery  and  agricultural  implements. 

Wholesale  conditions  are  reasonably  sat- 
isfactory, but  retail  merchants  are  feeling 
the  decreased  volume  of  business  conse- 
quent upon  reduced  wages  and  pay-rolls. 

Urban    real    estate    is    inactive,    but    a 
lower  level  in  prices  is  inevitable. 
PROVINCE  OF  QUEBEC. 

Reasonably  satisfactory  conditions  pre- 
vail throughout  the  Province  of  Quebec, 
which,  if  less  progressive  than  some  of  its 
sister  Provinces,  is  also  for  the  same  rea- 
son less  liable  to  periods  of  depression. 

Agricultural  conditions  have  been  rea- 
sonably good. 

The  lumber  trade  has  had  an  average 
year    and    the    price      and    demand    from 
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Great  Britain  are  improving,  due  *o  tin 
closing  of  the  Baltic  and  the  curtailment 
of  the  cut  in  Russia  consequent  upon  mo 
bili/.ation. 

Manufacturing  industries  have  been 
quii  scent  with  fewer  operatives  employed, 
but  textile  and  certain  other  lines  are 
stimulated    by   orders   from   abroad. 

There  has  been  little  movement  in  real 
estate,  but  nominal  values  have  not  appre 
ciably  fallen. 

MARITIME  PROVINCES. 

Though  the  Maritime  Provinces  are  not 
enjoying  the  same  measure  of  prosperity 
as  a  year  ago,  economic  conditions  may  be 
summed  up  as  being  fairly  healthy,  and 
surprisingly  good  as  compared  with  those 
the  world  over.  This,  perhaps,  may  be  at- 
tributed to  the  fact  that  previously  there 
has  been  an  absence  of  inflation  and  ficti- 
tious prosperity,  and  consequently  no  se- 
vere reaction. 

The  farmers  are  more  than  usually  pros- 
perous. The  apple  crop  has  been  large  and 
of  excellent  quality,  but  this  unfortunately 
is  offset  by  the  low  prices  prevailing. 

Much  money  has  been  invested  in  the 
black  fox  industry,  but  this  business  has 
proved  hazardous,  and  the  possible  result 
of  a  marked  decline  in  prices  must  not  be 
overlooked. 

The  demand  and  price  for  lumber  de- 
clined during  the  early  part  of  the  year, 
but  the  foreign  trade  is  improving  with  a 
resultant  upward  tendency  in  prices. 

The  fishing  industry  has  been  less  sat- 
isfactory. The  catch  shows  a  reduction 
and  lower  prices  prevail. 

There  has  been  a  diminution  of  up- 
wards of  250,000  tons  in  the  coal  mined  in 
Nova  Scotia  as  compared  with  last  year, 
largely  accounted  for  by  the  partial  clos- 
ing down  of  steel  plants  and  other  allied 
industries.  This  unfavorable  feature  of 
the  situation  is  reflected  in  the  manufac- 
turing towns. 

NORTH-WEST    PROVINCES. 

In  the  North-West  Provinces  agriculture 
and  stock-raising  are  of  primary  import- 
ance, and  all  other  industries  and  busi- 
nesses are  more  or  less  directly  or  indi- 
rectly dependent  upon  the  success  of  the 
farming  community. 

The  results  of  the  crop  for  the  year 
1914  have  been  satisfactory.  Certain  dis- 
tricts suffered  severely  from  drought  at  the 
critical  period,  and  the  total  yield  is  conse- 
quently less  than  last  year,  but  with  the 
higher  prices  prevailing  the  value  of  the 
grain  produced  is  somewhat  greater. 
More  land  is  being  brought  under  cultiva- 
tion, and  owing  to  the  early  harvest  and 
a  favorable  autumn  it  is  expected  that  a 
record  acreage  will  be  under  crop  next 
year. 

Mixed  farming  is  receiving  more  atten- 
tion with  gratifying  results  and  more  live 
stock  is  being  raised. 

The  flour  mills  are  well  employed,  but 
other  manufacturing  industries  are  quiet. 

Trade  conditions  are  not  altogether  sat- 
isfactory, but  credit  is  granted  less  freely 
than  formerly. 

There  has  been  a  decline  in  realty  values 
with  few  transactions. 

The  North-West  Provinces  undoubtedly 
are  passing  through  a  period  of  stress,  but 
willi  their  greal  areas  of  good  farm  lands 
still  uncultivated,  capable  of  producing 
vast  food  supplies,  we  look  to  the  future 
with  :i  justifiable  measure  of  confidence. 

PEOVINCE  OF  BRITISH 
COLUMBIA. 

British  Columbia,  after  nearly  two  de- 
ludes    of     almost     continuous     prosperity, 


development  and  expansion  in  business  is 
now  suffering  from  reaction,  accentuated 
by  the  general  commercial  depression  and 
world-wide    (inancial    distress. 

Agricultural  conditions  continue  to  show 
improvement.  Crops  are  good,  but  the 
prices  for  fruit  have  not  come  up  to  ex- 
pectations. There  is  a  tendency  to  in- 
crease the  production  of  live  stock,  for 
which   the    demand    is   good. 

It  is  a  matter  of  common  knowledge 
that  the  lumber  business  has  been  in  an 
unsatisfactory  state  resultant  upon  over- 
production, restriction  in  building  opera- 
tions throughout  the  West,  and  American 
competition. 

It  is  estimated  that  the  total  mineral 
production  for  1914  will  be  75  per  cent, 
of  last  year.  Consequent  upon  the  inac- 
tivity of  the  smelters,  the  collieries  also 
are  not  doing  so  well,  and  the  output  of 
coal  has  been  greatly  diminished. 

The  fisheries  have  had  a  successful  sea- 
son. The  salmon  run  has  been  good,  with 
a  ready  demand  and  satisfactory  prices. 
The  halibut  catch  also  has  been  satisfac- 
tory, but  the  market  is  less  so. 

Provincial  and  municipal  expenditure  is 
of  necessity  being  curtailed. 

The    year    1914    has    marked    an    almost 
complete   cessation   in  real  estate   specula- 
tion with  a  general  decline  in  values. 
NEWFOUNDLAND. 

General  conditions  in  Newfoundland, 
England's  oldest  Colony,  cannot  be  de- 
scribed as  altogether  satisfactory. 

The  pulp  and  paper  industry  is  normal. 
The  catch  of  codfish,  the  great  staple  pro- 
duct of  the  country,  has  been  smaller  than 
usual  and  the  outbreak  of  war  practically 
demoralized  for  a  time  the  usual  markets, 
resulting  in  a  slackened  demand  and  low 
prices.  In  both,  however,  I  am  glad  to 
state  an  improvement  is  now  perceptible. 
The  seal  catch  was  almost  up  to  the  aver- 
age, but  the  lobster  catch  has  been  un- 
satisfactory. 

As  trade  conditions  in  Newfoundland 
are  governed  almost  entirely  by  the  re- 
turn from  fisheries,  business  generally  is 
affected  disadvantageously  this  year,  and 
the  immediate  outlook  is  somewhat  uncer- 
tain. Nevertheless,  it  is  well  to  bear  in 
mind  that  the  Island's  all-important  pro- 
duct is  a  staple  article  of  food,  and  it 
may  be  that  the  war,  so  far  disadvan- 
tageous, may  presently  prove  otherwise. 
MEXICO. 

Conditions  in  Mexico  continue  disturbed, 
with  business  practically  at  a  standstill, 
and  it  is  problematical  when  a  more  set- 
tled state  of  affairs  may  be  expected. 

The    business    of    our    office    in    Mexico 
City  has  been  reduced  to  the  lowest  pos- 
sible   limit    and    is    being    ably    conducted 
under   exceptionally   trying   conditions. 
THE   EFFECT  UPON  CANADA. 

Your  President  has  adequately  reviewed 
the  general  situation  in  a  masterly  man- 
ner that  makes  further  remarks  superflu- 
ous, but  perhaps  I  may  be  permitted  to 
say,  in  summary  of  my  own  comments, 
that  from  the  financial  point  of  view  the 
outstanding  result  of  the  war  upon  Canada 
lias  been  the  instantaneous  stoppage  of 
the  supply  of  British  capital,  to  which 
we  had  become  so  accustomed,  that  sight 
was  too  frequently  lost  of  its  importance 
as  a  factor  in  the  development  of  the 
Dominion. 

Money  from  this  source  flowed  to  us 
in  such  increasing  volume  that  during  a 
considerable  ante  helium  period  it  amount 

ed  in  round  figures  to  at  least  $25,000,000 

per  month.  Canadian  public  borrowings 
from    the    London    money    market    for    the 
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seven  mouths  ending  31st  July  were  $177, 
000,000.  Since  the  outbreak  of  war  the 
inflow  of  such  capital  has  ceased. 

This  monetary  deprivation,  coupled  with 
the  necessity  of  using  our  earnings  and 
income  for  the  purpose  of  paying  to  Great 
Britain  interest  on  our  indebtedness  of 
$2,800,000,000  to  London  has  brought  home 
to  us  the  extent  to  which  the  London 
money  market  and  the  British  investor 
have  been  our  friends,  indeed  our  part- 
ners, in  what  might  be  termed  this  co- 
lossal Canadian  enterprise. 
TRADE. 

The  trade  situation  we  are  now  facing 
is  that,  owing  to  our  present  inability  to 
borrow  by  public  process  in  the  London 
market,  we  seemingly  must  limit  our  im- 
ports to  the  approximate  volume  we  are 
able  to  pay  for  in  exports,  or  we  must 
borrow  elsewhere;  that  is,  in  the  natural 
assumption  that  we  wish  to  avoid  reducing 
our  cash  capital. 

There  is  an  alternative,  for  it  will  be 
obvious  to  the  most  uninitiated  that  if 
our  good  neighbors  in  the  United  States 
desire  us  to  purchase  from  them  in  any- 
thing approaching  the  volume  of  the  past, 
they  must,  at  least  during  the  war,  whilst 
the  London  market  for  public  flotations 
is  closed,  provide  us  with  the  wherewithal 
in  the  shape  of  loans  to  our  principal  pub- 
lic borrowers.  If  they  adopt  this  course, 
and  a  commencement  has  already  been 
made,  it  will  be  clearly  advantageous  to 
them   and   to   Canada. 

HOW  CANADA  IS  STANDING  THE 
STRAIN. 

In  conclusion,  the  financial  position  of 
our  country  now  is  that,  consequent  upon 
the  prompt  measures  adopted  by  our  Min- 
ister of  Finance,  and,  owing  to  the  elas- 
ticity and  excellence  of  our  Banking 
system,  Canada  is  standing  the  strain 
without  collapse.  We  are  adjusting  our- 
selves to  the  heavy  burden  thrust  upon 
us  without  warning  whilst  in  the  construc- 
tional stage,  and  though  here  and  there 
weak  spots  will  develop,  the  general 
structure  will  surely  stand  the  strain,  and 
we  hope  and  believe,  we,  as  a  country, 
can   safeguard   the   situation. 

It  is  obvious  to  everyone  in  the  Do- 
minion and  to  our  friends  abroad  that 
we  are  cast  upon  our  own  resources,  that 
we  are  on  trial,  and  that  our  future  de 
velopmeut  will  depend  in  no  small  measure 
upon  the  condition  in  which  we  emerge 
from  this  trying  ordeal.  The  longer  the 
duration  of  the  war,  the  more  will  the 
colonial  props  of  the  Empire,  including 
Canada,  suffer,  but  good  will  come  out  of 
evil,  for  our  energies  will  be  turned  to 
the  development  of  our  great  natural 
wealth,  particularly  our  vast  agricultural 
resources,  and  we  can  then  look  forward 
with  confidence  to  eventually  emerging 
from  present  conditions  a  wiser  people, 
with  our  affairs  on  a  healthier,  more  nor- 
mal and  sounder  basis  than  that  with 
which    we   were   threatened. 

ELECTION   OF    DIRECTORS. 

The  result  of  the  ballot  for  the  election 
of  Directors  was  declared  by  the  Chair- 
man as  follows:  Messrs.  R.  B.  Angus,  D. 
Forbes  Angus,  A.  Baumgarten,  Huntly  R. 
Drummond,  C.  B.  Cor. Ion.  E.  R.  Green- 
shields,  C.  R.  Hosmer,  Sir  William  C.  Mac 
donald,  Hon.  Robert  Mackay,  Win.  Mc 
Master,  II.  V.  Meredith.  M.  Morrice,  Sir 
Thomas   Shaughnessy,    K.C..  V.O. 

The    meeting   then    terminated. 

At  a  subsequent  meeting  of  the  Directors 

Mr.  II.  V.  Meredith  was  re  elected  Presi- 
dent. 


Annual  Stock  Taking  in  Men's  Wear  Stores 

Using  Slip  of  Paper  for  Each  Shelf  and  Deducting  Sales  as  They 
Are  Made  —  Keeping  Record  of  Month  Goods  Were  Bought  — 
Sane  Methods  in  Use. 


THE  taking  of  stock  this  year  will 
be  an  important  event  in  most 
stores,  and  is  likely  to  disclose  in- 
teresting situations  that  have  never  been 
encountered  before.  The  task  may  not 
be  as  pleasant  as  in  former  years. 
Nevertheless,  stocktaking  is  a  necessity 
in  well-managed  businesses,  and  it  is 
those  who  have  taken  stock  regularly 
and  have  acted  wisely  on  the  results  ob- 
tained who  will  find  the  task  a  pleasure. 
Stocktaking  is  an  operation  intended 
primarily  for  the  purpose  of  determin- 
ing the  standing  of  the  store.  Usually 
it  occurs  at  the  end  of  each  year,  in 
January  or  February,  when  business  is 
slackest.  In  larger  stores,  where  it  is 
more  difficult  to  keep  track  of  stocks, 
the  operation  is  performed  three  times 
a  year,  usually  in  January,  early  in 
August,  and  late  November. 

Systems  in  vogue  vary  considerably. 
Some  men  have  their  own  ideas  of  tak- 
ing stock,  but  the  primary  object  is  to 
find  out  the  number  of  articles  in  stock 
and  the  cost  price,  and  from  that  to 
work  out  by  multiplication  and  addition 
the  value  of  stock  on  hand. 

Counting  vs.  Measuring. 

In  dry  goods  stores,  where  there  is 
yardage  goods  in  bolts,  such  as  cloth, 
ribbon,  lace  or  embroidery,  the  operation 
of  measuring  is  facilitated  by  the  use  of 
a  machine.  In  a  men's  wear  store  this 
cannot  be  done,  and  the  merchant  must 
resort  to  the  system  of  counting  each 
article. 

It  is  rare  that  a  store  can  find  time 
to  perform  this  operation  in  a  single 
day.  More  often  it  is  done  in  spare 
moments. 

Deduct  Sales  From  Slip. 

As  each  drawer  or  shelf  is  counted,  a 
-slip  of  paper  is  left  somewhere  handy, 


bearing  a  list  of  articles  and  the  price. 
As  sales  take  place  during  stocktaking, 
it  is  a  simple  matter  to  deduct  the  num- 
ber sold  from  the  total  on  the  slip,  thus 
giving  an  accurate  idea  of  stock  on  the 
day  these  slips  are  collected. 

Indicating  Month  Bought. 

A  large  Montreal  store  attaches  a 
small  ticket  to  every  article  in  stock, 
which  bears  the  number  and  letter  of  in- 
voice, with  a  letter  to  indicate  the  month 
the  article  was  taken  into  stock.  For  in- 
stance, a  cap  would  be  marked  7050 
A  B,  the  B  indicating  that  the  goods 
were  received  during  February,  which 
would  be  entered  on  the  slip  7,  7050  A  B, 
at  8.50,  supposing  there  were  seven  in 
the  drawer,  the  latter  being  the  retail 
price  on  the  small  ticket.  From  in- 
voices the  office  staff  can  determine  cost 
prices,  and  the  number  sold. 

In  taking  stock  it  is  often  necessary 
to  use  discretion  in  regard  to  lines 
which  have  been  in  stock  so  long  they 
have  depreciated  considerably  in  value. 
In  smaller  stores  the  proprietor  himself 
can  decide  how  this  shall  be  marked. 
In  larger  stores  the  department  manager 
is  responsible  . 

There  are  firms  who  more  or  less 
govern  their  buying  for  the  next  season 
from  information  picked  up  during 
stocktaking.  For  instance,  a  house  finds 
they  have  sold  twice  as  many  shirts  at 
two  dollars  than  at  a  dollar  and  a  half. 
This  gives  an  idea  of  the  direction  in 
which  they  should  steer  the  following 
year. 


TRYING  IT  ON  THE  DOG. 

In  a  San  Francisco  men's  store  a  new 
idea  in  "living  models"  for  the  display 


of  goods  has  been  tried — as  a  "model" 
it  was  a  failure ;  as  an  attraction  a  great 
success.  In  the  window  was  a  good- 
natured,  well-trained  bull  dog  attired  in 
a  collar  and  cravat,  of  which  he  seemed 
very  proud.  "Trying  it  on  the  dog" 
seemed  a  satisfactory  recommendation 
for  neckwear  to  judge  from  the  sales 
which  resulted. 

© 


NEW  LINE   OF  USEFUL  WORK. 

A  system  of  welfare  work  for  the 
benefit  of  their  employees  is  carried  on 
by  B.  Altman  &  Co.,  of  New  York,  along 
somewhat  different  lines  from  most 
firms.  The  medical  attention  given  to 
employees  is  made  more  than  a  perfune- 
tory  inspection.  The  heads  of  depart- 
ments are  instructed  to  glance  at  each 
employee  when  the  store  opens  in  the 
morning,  and  if  they  show  signs  of  ill- 
ness they  are  sent  up  to  the  medical 
director.  Frequently  it  is  a  mere  ques- 
tion of  rush  or  needed  food,  but  often 
something  serious  is  the  matter,  and  in 
this  case  the  employee  gets  a  card  with 
t lie  doctor's  list  of  suggestions  by  which 
they  may  recover  their  health  again.  For 
those  who  require  immediate  attention 
there  is  a  hospital  with  nurses,  and  for 
all  employees  a  restaurant  with  food  of 
the  best  quality,  and  prepared  in  charge 
of  a  capable  cook.  The  firm  charges 
only  enough  to  cover  the  actual  cost  of 
the  food  and  the  management  of  the  res- 
taurant. A  rest  room  is  provided  for 
the  employees,  where  they  may  spend  a 
short  time  after  luncheon.  For  the 
younger  girls,  instruction  from  a  school 
teacher  is  »iven  for  a  part  of  each  busi- 
ness morning. 


LEARN  SHOWCARD  WRITING 


IN  times  of  war  prepare  for  the  prosperity 
that  is  sure  to  come,  when  peace  is  de- 
clared, by  learning  to  WRITE  SHOW- 
CARDS    through    the    Edwards    short-cut 
system.      This   course   will   put   you   in    the 
front  ranks  for  a  good  position. 

THE  SHAW  CORRESPONDENCE  SCHOOL 

Yonge  and  Gerrard  Sts.,  TORONTO.      Mention  this  paper 
Write  for  Handsome  Two-Color  Prospectus.     Write  to-day 
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Selling  Evening  Wear  Difficult  These  Times 

Tendency  to  Make  Morning  Clothes  do  for  all  Functions  Arises 
Out  of  the  Cosmopolitan  Character  of  Those  Functions  Just  Now 
— Patriotic  Concerts  Taking-  the  Place  of  Dinner  Parties,  and  Full 
Dress  is  Nof;  Needed — Window  Display  Ideas  for  After  Christ- 
mas and  February  Selling  of  Evening  Wear. 


IN  a  season  of  economy,  the  first 
things  in  which  thrift  is  exercised 
are  luxuries,  not  necessities.  They, 
like  Tennyson's  brook,  go  on  for  ever. 
When  the  money  markets  of  the  world 
become  tied  up,  the  sales  of  bread  do  not 
show  any  appreciable  difference.  But  the 
sales  of  automobiles  and  phonographs 
do.  You  can  live  without  a  player 
piano — it  might  be  as  well  for  their 
neighbors  if  some  people  did — but  you 
must  have  bread  to  eat  and  milk  to 
drink.  The  same  principle  applies  with 
regard  to  dress.  Obviously,  some  dress 
is  necessary,  but  new  dress  may  be  done 
without,  and  function  dress  is  side- 
tracked, while  all-round  attire  is  made 
to  serve  evening  as  well  as  day  pur- 
poses. The  men's  wear  stores  are  find- 
ing that  this  year  there  are  compara- 
tively few  evening  suits  being  sold.  Men 
are  buying  a  new  lounge  suit — if  they 
have  a  new  suit  of  any  kind — and  mak- 
ing that  do. 

This  policy  is  to  a  certain  extent  in 
line  with  circumstances.  Usually  by  De- 
cember the  "season"  has  commented.. 
Dinner  parties,  theatre  parties  and  the 
like  are  in  full  swing  by  Christmas,  and 
continue  right  up  till  early  Spring.  This 
year,  however,  it  is  not  so.  The  war  has 
made  the  difference.  To  begin  with, 
many  people  who  ordinarily  would  give 
a  few  dinner  parties,  are  giving  the 
money  or  a  good  part  of  it  that  they 
would  expend  in  this  way  to  patriotic 
funds  and  so  forth.  And,  moreover, 
people  are  spending  their  time  attending 
patriotic  concerts  and  functions  whose 
object  is  to  raise  money  for  the  soldiers 
and  Red  Cross  organization,  and  as  these 
embrace  people  of  all  sorts  and  condi- 
tions, and  have  an  appeal  to  everyone 
from    a    millionaire    downwards     or    up 


wards,  if  you  will — dress  is  not  worn  so 
much.  Consequently,  dress  is  not  sold 
so  much.  Dealers  agree  that  their  sales 
of  evening  wear  this  year  for  men  have 
been  comparatively  small. 

February  the  Best  Month. 

Of  course,  there  are  January  and  Feb- 
ruary still  to  come,  and  February  is  re- 
garded as  a  big  month  for  pushing  even- 
ing wear.  January  is  a  time  when  the 
windows  are  taken  up  by  displays  for 
sale  purposes,  and  after  they  are 
through;  a  special  effort  is  made  by  most 
retailers  in  February  to  sell  evening 
wear  in  particular.  Finns  sort  up  sizes 
for  Spring  selling.  Usually  the  Feb- 
ruary sale  of  evening  wear  goes  pretty 
well,  though  full  dress  is  a  much  better 
seller,  inasmuch  as  the  man  who  wants 
to  attend  all  sorts  of  functions — dinners, 
theatres,  card  drives  and  so  on — and  yet 
can  only  afford  one  evening  suit,  invari- 
ably gets  a  lull  dress  suit.  Para- 
doxically you  may  wear  a  full  dress  suit 
at  a  dinner,  but  you  may  not  wear  a 
tuxedo  suit  at  a  dance.  February  is  a 
good  month  for  pushing  evening  wear, 
because  it  is  a  big  month  for  functions, 
the  biggest  in  the  season  really.  And 
this  year  more  than  ever  the  tendency 
will  be  to  leave  all  entertaining  that  can 
possibly  be  postponed  until  late  in  the 
season. 

Attracting  the   Buyer. 

There  is  a  perpetual  discussion  as  to 
the  advisability  of  using  the  price  ticket 
in  the  window  of  men's  wear  stores. 
Whether  or  not  it  is  advisable  in  general 
apparel,  it  is  the  rule — more  or  less  gen- 
eral— to  dispense  with  it  in  the  case  of 
a  window  displaying  evening  wear  only. 
The  best  thing  is  a  well-done,  attrac- 
tively-worded large  card.  "Correct 
Formal     Dress     for     the     Well-dresse  1 


Man,'"  or  "Would  you  be  De  Rigeur? — 
then  See  Our  Window, "  or  something 
along  this  line. 

A  rather  attractive  ticket  was  in  the 
Cambridge  Clothes  Store's  dress  win- 
dow. It  was  a  white  card,  inset  in  a 
black,  about  9  by  6  inches,  bearing  the 
words:  "Correct  Formal  Dress,"  neatly 
printed,  leaving  lots  of  white  space. 
Then,  pinned  through  the  card  was  a 
white  flower,  the  finishing  touch  to  the 
severe  attractiveness  of  the  black  and 
white  evening  garb  of  a  man.  That 
flower  was  a  good  display  "stunt."' 
When  Ticket  May  be  Used. 

The  idea  of  dispensing  with  an  actual 
price  card  in  a  dress  window  is  because, 
in  the  main,  the  window  featuring  that 
sort  of  thing  is  attractive  to  the  man 
who  has  the  money  to  bother  with  even- 
ing wear.  And  if  he  has.  he  will  be  in- 
terested enough,  should  a  particular  dis- 
play strike  him,  to  enter  the  store  and 
make  enquiry  as  to  price.  At  the  same 
time,  when  a  retail  store  has  been  offer- 
ing its  wear  by  advertising  in  the  papers 
and  quoting  a  stated  price,  as  for  in- 
stance, "full  dress,  $30:  silk-lined,  $5 
extra,"  then  the  ticket  should  be  in  the 
window  to  show  the  public  who  have 
read  the  ad.  the  thing  talked  about 
therein. 

If  window  display  is  an  important 
thing  in  all  times,  "a  fortiori"  it  is  in 
times  of  financial  stress.  The  retailer 
has  to  out  forth  all  his  efforts  to  lure  the 
man  in  the  street  on  to  baying,  particu- 
larly anything  which  is  in  the  nature  of 
a  luxury.  T  am  told  that  there  will  be 
no  price-cutting  resorted  to  so  far  as 
evening  wear  is  concerned  to  catch  the 
business.  But,  then,  this  line  is  not  a 
staple,  of  course,  and  it  should  not  be 
necessarv. 


What  Montreal  is  Showing  for  Formal  Evening  Wear 


By   Staff  Correspondent. 


THERE  are  stores  on  St.  James 
Street,  Montreal,  which  display 
evening  dress  from  year's  end  to 
year's  end  with  the  knowledge  that  in 
the  financial  section  of  the  city  the  de- 
mand is  constant,  and  that  those  who 
display  also  sell.  The  day  when  one  par- 
ticular store  was  looked  upon  as  the  one 
and   only  place   for  evening  clothes   has 


gone.  It  has  come  to  this,  that  evening 
clothes,  like  ribbons,  hardware  or 
apples,  must  be  displayed  or  kepi  on  the 
shelves.  Some  of  these  stores,  following 
the  tendency  in  every  other  line  of  mer- 
chandise, have  been  displaying  garments, 
the  tickets  on  which  bear  two  figures,  of 
great  disparity,  the  upper  of  which  is 
disfigured   by   two  thick  red   lines.      Mer 


chants  admit  this  does  not  look  nice, 
especially  in  high-class  stores,  but  they 
cannot  help  themselves.  One  of  the 
largest  stores  on  St.  .lames  Street  an- 
nounces in  gigantic  letters  that  they  are- 
selling  at  January  prices. 

All    this    will    come    to    an    end    before 
Christmas,   when    these   stores    who    eon- 
( Continued   on   page   60.) 
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Artistic  Trim  of  Correct  Evening  Dress 

(Completed  Within  an  Hour) 


This  trim  of  formal  evening  wear  that  was  put  in  the  window  of  Fitzpatrick  &  O'Connell  (Cambridge 
Clothes  Shop)  for  The  Review,  by  R.  C.  MacDonald,  attracted  much  favorable  comment  during  the  short  time 
that  it  remained  in  the  window  and  was  indeed  a  distinctive  piece  of  work.  The  color  scheme  was  delicately 
handled:  puffs  of  old  rose  silk  over  the  neck  piece  of  the  forms,  gold  velvet  drape  with  the  palms,  light  oak 
background  (painted  out  in  the  illustration  owing  to  the  electric  reflections),  and  the  black  and.  white  of  the 
evening  wear  made  a  rich  combination.  The  whole  trim  is  well  balanced  with  two  dress  suits  and  an  over- 
coat on  stands  as  the  basic  units,  with  a  throw-over  and  tuxedo  on  Circassian  wTalnut  chairs.  The  finishing 
touches  consisted  of  white  gloves  with  black  facings;  a  white  vest  draped  with  a  cane  and  three  more  along 
the  base  of  the  trims,  and  one  most  artistic  device, — a  white  carnation  with  green  foliage  attached  to  a  black 
card  with  white  inset  and  gilt  edging,  on  which  was  inscribed:  "Correct  Formal  Clothes. "  A  highly  credit- 
able piece  of  work  withal ! 

The  central  unit  was  the  latest  cut  of  evening  dress;  the  coat  with  short,  wide  lapels,  with  soft  roll, 
made  not  of  corded  silk,  but  one  of  a  satiny  finish;  four  buttons,  closely  fitting  around  the  waist;  cuffs  on 
sleeves  bound  with  silk.  Vest  of  pique,  fancy  figured,  shaped  at  bottom  to  correspond  with  coat,  and  with 
similar  roll  lapel;  mushroom  shirt  with  double  cuffs,  semi-laundered;  black  piping  and  guard;  small  wing  collar; 
tie  of  silk  with  black  edging. 

A  white  carnation  completed  the  outfit,  while  the  old  rose  puff  added  the  requisite,  a  warm  and  rich  touch 
of  color.  - 

The  dress  suit  on  the  left  was  a  trifle  more  conservative ;  with  three  buttons,  no  cuffs  and  no  binding. 
The  cut  was  for  an  older  man.  The  rest  was  of  a  similar  cut  to  the  coat,  and  the  old  rose  puff  toned  up  the 
trim. 

On  the  right  was  a  Chesterfield  overcoat  of  dark  grey  cloth,  silk  lapels  and  three  buttons,  also  fitted  with 
a  puff. 

Upon  the  chair  on  the  left  was  an  easy  grouping  of  accessories,  silk  hat,  gloves,  and  a  very  handsome  but 
simple  throw-over,  of  dark  grey  cloth,  silk-lined,  bound   with  broad  band  inside;  straps  for  holding,  no  buttons. 

On  the  other  chair  was  a  Tuxedo,  wide,  high  lapels,  with  one  button. 

The  canes  used  were  of  ebony  and  mahogany,  with  silver  mountings. 

The  two  palms  were  mounted  on  oak  pedestals  about  18  inches  high,  and  draped  with  gold  velvet  to 
match  the  woodwork,  the  plush  covering  the  pots  and  falling  down  to  the  ground. 

The  fixtures,  it  will  be  understood,  are  such  as  not  to  clash  with  the  goods  shown. 

The  three  forms  are  of  papier-mache,  covered  with  black  cloth,  and  were  designed  for  the  firm  and  a 
beautiful  fit  is  secured,  as  on  a  live  model. 

It  should  be  noted  that  Mr.  MacDonald  makes  it  a  practice  to  use  small  sizes  in  the  windows,  34 's  and 
35 's,  believing  that  clothes  on  smaller  forms  look  the  neatest  and  never  seem  too  large  for  any  window. 

The  whole  trim  was  completed  within  the  hour. 
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WHAT     MONTREAL     IS     SHOWING 
FOR  FORMAL  EVENING  WEAR. 

(Continued  from  page  58.) 

3ider  evening  dress  a  staple,  will  remove 
their  cut-price  tickets,  and  dress  a  win- 
dow of  surpassing  excellence  that  will 
draw  customers  for  Christmas  gifts.  The 
average  store  has  not  yet  begun  to  think 
of  evening  dress  except  to  catch  trade 
for  a  few  dances.  Supplies  of  new  lines 
are  just  arriving,  and  manufacturers  in 
certain  cases  have  not  placed  their  goods 
in  the  hands  of  retailers. 

Black  Figures  on  Mushroom  Shirt. 

Whatever  the  cause,  little  new  has  ar- 
rived either  in  dress  suits  or  accessories. 
There  are  distinct  novelties,  however, 
both  in  waistcoats  and  shirts.  One  of 
the  smartest  things  is  a  white  mushroom 
pleated  shirt.  White  mushroom  shirts 
will  certainly  have  the  biggest  call  this 
year,  especially  among  the  young  men ; 
but  the  shirt  referred  to  above  has 
something  new  in  the  shape  of  small 
woven  black  and  white  figures  on  the 
bosom.  These  will  retail  from  $2.50  to 
$3.  Mushroom  pleats  will  be  worn  both 
for  dress  or  with  tuxedo.  There  are 
some  houses  who  have  not  taken  kindly 
to  the  mushroom  pleat  in  the  belief  that 
evening  dress  is  standard,  and  the  plain- 
er the  better.  It  is  a  fact  that  the  de- 
mand for  the  plain  white  shirt  will  en- 
joy a  large  sale  among  the  older  men, 
but  there  is  no  doubt  that  after  a  year 
the  mushroom  pleat  has  ingratiated 
itself  in  the  favor  of  the  younger  men. 

Waistcoats  of  V  Shape. 

Waistcoats  are  being  made  with  a 
more  perfe  t  V  opening.  Last  year  the 
shape  was  :  i  ire  like  the  letter  V.  One 
of  the  daintiest  tilings  being  shown  this, 
year  is  of  white  silk  containing  a  small 
flowered  pattern,  the  lapel  being  of 
white  satin,  which  is  in  marked  contrast 
with  the  flowered  silk,  and  gives  a  very 
pleasing  effect.  Besides  these,  the  usual 
cord  silks  and  fancy  piques  are  being 
shown. 

For  dancing,  a  black  silk  sock  will  be 
worn  considerably,  with  cashmere  heel 
and  toes.  These  were  introduced  last 
Spring,  but  are  still  good  sellers  for 
dancing.  As  the  toe  and  heel  are  the 
points  where  most  wear  is  encountered, 
cashmere  is  stronger  than  cotton  splic- 
ing. 

A  Taper  Silk  Hat. 

The  same  collars  are  being  worn  as  in 
previous  years  that  is,  straight  stand- 
ing or  small  wings,  the  latter  holding 
strongest.  Plain  white  ties  are  being 
carried  by  most  stores,  with  very  few 
fancy  lines. 

A    nice   new    idea    in    dress   gloves   is   of 

perfumed    kid,    having    silk     and    plain 
fourchcttes.       Moonstone  or  pearl   studs 


are  very  good,  some  nice  novelties  being 
shown  this  year  of  pearl,  with  gold 
finish. 

Plain-headed  mahogany  sticks  will  en- 
joy a  better  sale  this  year. 

The    silk   hat    this    year    differs   from 


former  years  in  that  it  is  made  with 
taper  crown,  having  the  usual  velvet 
band  for  dress. 

Nothing  strikingly  new  is  noticed  in 
suits,  except  that  they  are  a  little  more 
form-fitting  than  usual. 


Late  Winter  Types  of  Overcoats 


THERE  is  a  decided  tendency  to- 
wards shorter  overcoats  this  sea- 
son without  a  doubt,  especially 
with  younger  men,  who  place  smart  ap- 
pearance before  solid  comfort.  Models 
are  being  shown  with  sloping  shoulders, 
of  nap  cloth,  wide  lapel  and  deep  arm- 
hole,  and  horn  buttons.  Popular  fancy 
runs  in  the  direction  of  double  rather 
than  single-breasted. 

To  meet  this  tendency  for  shorter  gar- 
ments, the  Balmacaan  has  been  made  of 
heavy-weight  cloth  for  Winter.  This  is 
something  new  in  the  way  of  Winter 
overcoats,  and  it  is  doubtful  whether 
they  will  be  received  favorably  except 
byr  the  younger  men.  It  is  an  easy-fit- 
ting throw-on  coat,  with  wide  flowing 
sleeves,  and  is  made  with  the  military 
collar. 

A  New  Winter  Type. 

Some  idea  of  the  trend  of  fashion  can 
be  gauged  from  a  new  Winter  garment 
recently  put  on  the  market  by  a  well- 
known  Canadian  manufacturer.  Its 
chief  attractions  are  its  athletic  freedom 
and  the  broad  velvet  collar.  It  is  a 
double-breasted  topcoat,  a  three-button 
Chesterfield  type,  made  in  good  Winter 
weight  overcoatings. 

The  Canadian  ulster  is  on  the  market 
again,  and  will  enjoy  a  sale  equal  to  that 
of  former  years.  It  is  a  coat  that  seems 
to  meet  the  needs  of  the  average  Can- 
adian as  well  as  anything.  It  is  being 
made  with  generous  storm  collar,  two- 
piece  belted  back,  as  well  as  with  the 
storm  collar,  with  three  or  four  buttons. 

Green  Chinchillas. 

In  (dot lis,  chinchillas,  tweeds  and  naps 
are  being  used  extensively.  Grey  chin- 
chillas, judging  by  the  number  seen  on 
the  street  and  displayed,  should  be  good 
sellers.  Green,  however,  seems  to  be  the 
prevailing  shade,  and  some  beautiful 
broken  plaid  designs  and  shadings  of 
green  interspersed  with  greeny-blue 
shades,  are  among  the  designs  which 
were  popular  in  the  Fall,  and  will  be, 
no  doubt,  throughoui   the  Winter. 

Burberries  are  being  imported,  unlined 
and  loose  hanging,  which  wrap  around 
tlu1  figure  like  a  steamer  rug.     In  these 

the  cloths  are  mostly  naps,  with  small 
Subdued  checks  and  mixtures.  Some  arc 
lined  over  the  shoulders  and  sleeves,  ami 
have  a  wind-guard  in  the  sleeve  which 
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can  be  pulled  down,  and  which  snaps 
around  the  wrist.  This  makes  a  fine 
coat   for  riding  or  motoring. 


Electric   Suits 

French  scientist  says  we  can 
wear  electric  storage  battery  and 
keep  warm. 

THE  Xew  York  Sunday  American 
contains  an  interesting  account  of 
an  alleged  discovery  by  a  French 
scientist  by  which  heat  can  be  kept  in 
clothing.  Clothes  as  worn  now  do  not 
produce  heat,  and  they  keep  in  only  a 
very  small  percentage  of  the  large 
amount  senerated  by  the  human  body: 
"A  French  scientist.  Professor  M.  C. 
Herrgott,  of  Belfort,  lias  at  least  suc- 
ceeded in  producing  suits  made  from  an 
electrically  wired  fabric  which  meet  all 
practical  tests.  Experiments  recently 
with  them  at  Bordeaux,  under  the  direc- 
tion of  Professor  Bergonie,  the  dis- 
tinguished  scientist.  show  that  they 
have  nothing  to  be  desired  except  as  to 
their  cost,  which  is  altogether  too  hi«;h. 

"In  the  suits,  as  made  by  Professor 
Herrgott.  the  wiring  is  woven  into  the 
(doth  so  that  only  an  expert  would  know 
it  was  there,  and  so  that  it  does  not  in 
the  least  affect  the  appearance  of  the 
fabric  or  its  suppleness  and  wearing 
qualities.  The  metal  used  is  an  alloy 
which  is  very  li<rht  and  will  not  rust,  and 
the  construction  is  such  that  a  short  cir- 
cuit, with  the  consequent  shock  or  burn 
to  the  wearer,  is  practically  impossible. 
"One  of  these  electric  suits  can  be 
connected  to  any  electric  current  of  or- 
dinary voltage,  as  you  do  an  electric 
iron  or  a  fan  or  a  lamp.  Storage  bat- 
h  lies  carried  in  the  pockets  will  be  suf- 
ficient to  keep  the  suits  heated  for  short 
periods,  and  automobilists  can  make  con- 
nection with  powerful  batteries  in  their 
cars  when  thev  feel  the  air  is  too  cold." 

-®  - 
NO  CUTTING  UNTIL  FEBRUARY. 
Tn  one  of  tin*  leading  cities  of  Iowa 
the  men's  wear  stores  got  together  and 
a •rn  ed  not  to  cut  prices  on  clothing  un- 
til after  Jan.  1.  and  only  then  on  suits. 
Overcoats  would  not  be  cut  until  after 
Feb.  1.  They  claimed  thai  the  winters 
were  beginnine  later  oul  West  and  there 
was  now  a  fine  chance  for  selling  nil 
through  Januarv. 


Father  and  Son  Can  Wear  the  Same  Styles 


A  father,  about  forty-five,  and  son, 
who  may  have  cast  his  first  vote,  stood 
talking  together.  Both  were  clean  cut, 
well  built,  and  well  groomed.  Both  were 
noticeable  because  of  their  stylish  ap- 
pearance. 

But  here  is  the  odd  part:  THEY 
COULD  HAVE  CHANGED  SUITS 
AND  NEITHER  WOULD  HAVE  LOST 
A  BIT  OF  THEIR  SMART  APPEAR- 
ANCE. 


When  the  statement  is  made  that  a 
well-dressed  man  of  forty-five  and  his 
son  of  twenty-one  can  change  clothing 
and  both  appear  equally  well  dressed — 
and  the  accompanying  is  from  the  ad- 
vertisement of  one  of  the  big  American 
clothing  houses — we  may  stop  to  add  the 
proverbial  grain  of  salt,  but,  generally 
speaking,  we  must  agree  with  the  idea 
emphasized,  and  that  is  that  the  middle- 
aged  man  is  keeping  in  touch  witli  the 
young  idea  in  his  dress. 

Paraphrasing,  we  might  say  that  a 
man  is  as  young  as  he  dresses.  But  the 
average  male  when  he  gets  to  the  age  of 
forty-five  can  hardly  expect  to  change 
clothes  with  his  down-chinned  son.  The 
point  is  that  it  is  the  modern  tendency 
for  the  middle-aged  man  to  look  as 
young  as  his  b'out  with  time  and  nature 
will  permit.  Modern  business  demands 
a  man  of  smart  appearance,  and  the  im- 
pression of  aggressive  youth  is  an  im- 
portant asset. 

No  longer  is  it  necessary  for  the  man 
who  sits  in  a  swing  chair  to  wear  a  frock 
coat.  One  of  the  first  assets  of  the 
modern  business  is  aggressive  activity, 
and  we  cannot  picture  a  progressive 
merchant  or  manufacturer  wearing  a 
costume  such  as  is  usually  credited  to 
the  corn  doctor. 

Of  course,  there  is  a  marked  difference 
between  some  of  the  extreme  suits  of  the 
"college  boy"  variety  and  the  business 
sack  of  the  middle-aged  man.  But  the 
business  suit  of  the  young  man  cut  on 
the  latest  lines  varies  but  little  from 
that  of  his  father  except  in  those  de- 
partments where  changes  are  so  often 
necessary  owing  to  the  effect  of  the 
passing  years  upon  the  figures.  And  in 
the  materials  there  is  no  difference  what- 
ever. 

Remarks  more  or  lgess  suggested  by 
the  comic  papers  are  heard  commentory 
of  the  tendency  of  modern  woman  to 
defy  the  advance  of  years  by  dressing  in 
the  same  style  as  her  daughter.  There 
are  few  models  now  for  the  woman  of 
middle  age  which,  so  far  as  style  is  con- 
cerned,   would    not    suit    the    debutante. 


Man  in  his  dress  is  following  the  ex- 
ample of  the  weaker  sex  (no  dis- 
courtesy meant  to  the  militants). 

And  nowadays  there  is  no  reason  why 
the  father  should  not  buy  his  suit  ready- 
made  just  as  well  as  his  son.  There  are 
models  for  both.  Wonderful  strides 
have  been  made  in  the  past  ten  years  in 
the  making  of  clothing,  and  to-day  the 
man  who  wishes  a  suit  at  a  moderate 
price  usually  gets  better  satisfaction  in 
buying  a  good  ready-made  suit  than 
with  the  custom  tailor;  thirty  dollars  to- 
day is  just  as  often  paid  for  a  ready- 
made  suit  as  was  fifteen  dollars  a  decade 
ago — any  clothing  salesman  who  has 
been  in  the  business  that  long  is  well 
aware  of  this. 


Christmas  Windows 

These  Must  be  Depended  on 
Most  For  Sales  the  Last  Week 
— Prices  or  no  Prices. 

OF  course,  window  dressing  is  an 
important  feature.  The  great 
necessity  in  display  science  is 
novelty;  there  is  a  perennial  need  for 
it  But.  novelty  or  no  novelty.  Christ- 
mas  suggestions  in  holly  and  green 
stuff,  and  colored  bunting,  mock  snow, 
and  so  forth — all  this  attracts.  Once  the 
shopper  is  attracted  to  gaze  over  the 
windows,  it  is  more  than  likely  that 
he  or  she  will  see  something  that  takes 
the   fancy,  and    will   go   in   and   buy. 


A   NEW   TYPE   FOR   WINTER. 
This    has    a    certain    athletic   freedom    about 
it;    broad    velvet   collar,   three   buttons.      Cour- 
tesy of  Semi-Ready. 
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Ads  Last  Week  Don't  Count  Much. 

Most  retail  stores  in  the  men's  wear 
business  agree  that  advertising  the  week 
before  Christmas  is  not  much  good. 
People  are  too  busy  looking  at  shops 
for  what  they  want  to  bother  reading 
ads  in  papers.  Those  are  good  policy  at 
other  times,  but  Dot  when  the  shopper  is 
hustling  and  bustling  around  to  get 
through  the  Christmas  shopping  quick- 
ly and  yet  in  a  way  that  leaves  a  satis- 
fied   impression. 

When  Price  Tickets  Are  Wise. 

There  is  considerable  discussion  as  to 
the  question  of  price  tickets.  Many 
dealers  think  it  expedient  to  use  them 
with  the  articles  in  the  windows.  Others 
disagree.  Largely  it  is  a  case  of  where 
the  store  is  situated.  If  it  is  a  more 
or  less  exclusive  locality,  price  tickets 
are  superfluous,  if  even  they  may  not  be 
considered  bad  policy.  A  store  which 
has  a  high-grade  reputation  can  expect 
people  to  come  in  and  look  at  their  of- 
ferings and  ask  questions  as  to  price. 
A  store  on  a  street  which  is  the  'shop- 
ping Mecca  for  all  sorts  of  purses,  long 
or  scant,  should,  on  the  other  hand, 
price  the  goods  in  the  window.  It  i? 
safe  to  assume  that  the  great  propor- 
tion of  people  coming  up  and  down  in 
front  of  a  window  in  this  class  will  want 
to  know  quickly  whether  tbey  can  afford 
are  article  they  see  displayed  or  not. 
without   bothering  to  go  in   and  ask. 

It  seems  to  be  axiomatic  that  retail- 
ers of  men's  wear  articles  would  be 
foolish  to  cut  prices  just  before  Christ- 
mas just  "to  catch  the  trade."  The 
thing  to  remember  is  this:  while  you  are 
out  to  sell  your  offerings,  the  Christmas 
spirit  the  last  few  days  is  such  thai 
people  don't  haegle  over  prices  very 
much.  Christmas  is  in  the  air,  they  need 
goods  in  a  hurry  and  so  they  are  will- 
ing to  spend  their  money  in  many  cases 
lavishly,  and  in  the  majority  of  cases 
at  any  rate,  quite  freely,  and  they  won't 
insist  on  out-of-all-reason  cheapness. 
The  "Usefulness"  This  Year. 
There  is  this  one  thing  to  prognosticate 
about  the  pre-Christmas  week  this  year 
in  its  relation  to  men's  wear  salesmen. 
It  will  probably  be  a  satisfactory  time 
for  them  because  everybody  is  buying 
useful  things  as  gifts.  That  is  the  men's 
wear  salesman's  pull  this  year  Play  up 
the  idea  of  the  useful  present,  and 
play  it  up  big.  It  will  have  to  be  the 
order:  thrift  is  the  great  slogan  these 
days.  See  that  you  take  advantage  of 
it 


Odd  Twists  and  Fancies  in  Men's  Fashions 


WANAMAKER'S  HAVE  INTRODUCED  anew 
lmf  which  has  two  rows  of  cord  for  a  band  in  place 
of  the  usual  ribbon. 

»        •        • 

IN  JEWELRY  FOR  INFORMAL  evening  wear 
there  is  a  tendency  for  black  and  white.  Small 
diamonds  or  pearls  are  found  with  onyx. 

•  *        » 

IN  NECKWEAR  THERE  ARE  indications  that 
military  red  and  French  blue  will  be  strong  for 
Spring.  Blue  and  white  combinations  are  coming  in 
fairly  strong. 

»        •        • 

TWO  PREDICTIONS  FOR  SOFT  HATS  for  Spring 
are  gaining  support  recently:  the  pearl  colored  and 
black.  Dealers  are  reluctant  to  place  orders  with  the 
color  uncertainty  that  is  prevailing. 

•  •        * 

THERE  IS  LESS  OF  COLOR  shown  in  evening 
wear  than  usual,  but  in  New  York  there  is  a  mingling 
of  a  deep  purple  velvet  for  the  waistcoats  with  black 
coats.  A  few  deep  blue  coats  have  velvet  waistcoats 
of  the  same  color. 


THE  BALMACAAN  is  still  having  a  sale  even  for 
Winter  wear  and  order-  for  next  year  are  fairly 
liberal  a  number  of  mills  are  showing  a  wide  range 

of  materials  for  Balmacaans  for  next  fall. 

*  *        » 

MANY  PATTERNS  OF  SHIRTS  in  very  loud 
plaids  are  being  shown  in  several  large  U.S.  cities, 
both  plain  fronts  and  tucked,  and  the  merchants  are 

surprised  at  the  response  of  the  public. 

*  *        » 

A  REPORT  FROM  ENGLAND  states  that  the  bow 
at  the  back  of  soft  hats  has  been  tabooed  because  it 
originated   in   Austria.      The   same   fate   befel    the 

feather  in  the  band,  and  for  the  same  reason. 

»        *        * 

AN  UNUSUAL  TYPE  OF  JACKET  is  being  shown 
in  New  York  for  informal  evening  wear.  It  has  three 
buttons  and  a  straight  front  with  high  opening  and 
narrow  shawl  collar  faced  with  bright  satin.  This 
does  not  come  to  the  edge,  but  there  is  about  one- 
quarter  of  an  inch  of  the  cloth  there.  Narrow  cuffs 
are  treated  in  a  similar  way.  The  three  pockets  are 
horizontal.  Three  satin  stripes  run  down  the 
trousers. 


GIVING  EXACT  NUMBERS. 

Wanamakers  Tell  You   They   Have   528 

of  This  and  74  of  the   Other. 

It  has  long  been  a  custom  of  Wana- 
maker's,  New  York  store,  to  advertise  a 
definite  number  of  goods  on  sale  in  con- 
nection with  the  announcement  of  the 
reduced  price.  The  following  is  a  good 
example : 

"Two  of  the  most  dependable  and  en- 
terprising manufacturers,"  they  ex- 
plained, "anticipated  a  large  demand 
this  season  for  high  grade  clothing.  They 
bought  heavily  here  and  abroad  of  both 
overcoatings  and  suitings.  But  the  de- 
mand did  not  materialize;  and  the 
Wanamaker  store,  as  the  largest,  quick 
distributors  of  men's  clothing,  were 
privileged  to  secure  their  stocks.  We 
took  only  the  best — 3,784  fine  overcoats 
and  suits,  made  up  in  fabrics  selected  by 
us,  in  the  manner  specified  by  us,  at 
averaging  below  manufacturing  cost." 
The  stock  of  overcoats  which  they  offer- 
ed al  $24.50  measured,  they  said,  by  the 
prices  on  their  regular  stocks  of  cloth- 
ing, graded  up  as  follows:  "396  are  of 
$.'{5  grade;  401  of  $40  grade;  .37:!  of  $45 
grade,  and  20.3  of  $50  grade."  The  suits 
offend  at  $18.50  were  made  up  of  the 
following:  "294  of  $25  grade,  247  of 
$27.50  grade,  212  of  $30  grade,  and  248 
of  $35  grade." 


To  Mothers 


Dear  Madam : — 

"What  every  mother  knows"  prob- 
ably includes  a  realization  of  the  fact 
that  "Boys  are  hard  on  their  clothes.'' 

And  knowing  that,  she  wants  clothes 
sold  by  a  retailer  who  is  aware  of  the 
same  facts. 

We  are  makers  of  good  clothes  for  boys 
with  special  features  of  our  own  that 
you  will  not  find  in  other  makes.  Our 
new  styles  for  Fall  and  Winter  are 
ready  for  your  inspection  and  include 
many  novelties  that  are  sure  to  in- 
terest you  in  suits,  overcoats  and  reef- 
ers. 

Every  garment  has  been  marked  with 
a  price  that  means  full  value  for  every 
dollar  you  spend  and  with  the  full  un- 
derstanding between  us  that  your  money 
is  only  on  deposit  until  you  are  pleased. 
You  see  we  have  FAITH  in  our  gar- 
ments, in  our  methods,  in  our  salesmen. 
and  in  ourselves.  Can  you  imagine  any 
better  reason  for  our  success? 

With   all   good   wishes, 
We  are  yours  truly, 

OAK  HALL  CLOTHIERS, 
Cor.  Yonge  and  Adelaide  sts. 
J.  C.  COOMBES,  Manager. 
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WHOLESALE    PRE-INVENTORY 
SALES. 

Marshall  Field  &  Co.,  in  their  weekly 
review  of  the  dry  goods  trade,  say: 

"The  advent  of  cold  weather  has  pro- 
duced seasonable  activity  in  both  retail 
and  wholesale  dry  goods  business.  Orders 
for  cold  weather  lines  of  dry  goods  have 
materially  increased  from  road  salesmen 
by  mail  and  telegraph,  and  orders  for 
merchandise  for  Spring  delivery  show 
signs  of  improvement,  although  mer- 
chants continue  to  be  governed  by  con- 
servatism. 

"Active  preparations  are  being  made 
by  Chicago  wholesalers  for  the  semi-an- 
nual pre-inventory  sale  of  Monday,  Tues- 
day and  Wednesday.  November  30,  De- 
cember 1  and  2. 

"The  cold  weather  will  undoubtedly 
reduce  retail  stocks  to  such  an  extent 
that  we  anticipate  a  good  attendance  of 
buyers  at  this  sale. 


CLOSE    SATURDAYS    AT    6    P.M. 

James  Ramsay.  Limited,  large  depart" 
ment  store  proprietors  in  Edmonton. 
Alta.,  have  decided  to  close  their  stoic 
on  Saturdays  at  6  o'clock,  beginning  on 
December  26.  Extensive  alterations  have 
been  taking  place  recently  and  these, 
the  management  feel,  will  enable  every- 
one to  do  their  shopping  before  that 
hour.  This  will  mean  a  big  boor,  for  the 
clerks,  and  the  proprietors  are  to  be 
congratulated    on   this   courageous   step. 


Will  the  $2   Hat   Become  the   Most  Popular? 

Tendency  in  New  York  Appears  to  Be  in  That  Direction  and 
Some  Outstanding  Successes  Strengthen  This  Position — Manufac- 
turers Opposed — Opinions  of  the  Trade. 


ONK  of  the  most  significant  feat- 
ures of  the  hat  market  at  the 
present  time  is  a  pronounced  ten- 
dency toward  $2  hats,  says  "Men's 
Wear,"  New  York.  Apparently  hats  of 
this  particular  grade  and  price  are  be- 
coming more  popular  with  the  consumer 
all  the  time,  and  probably  more  of  them 
are  being  made  and  sold  now  than  ever 
before.  The  fact  that  interest  in  $2 
hats  is  gradually  increasing  throughout 
the  retail  trade  may  be  observed  in  more 
ways  than  one.  but  especially  is  it  re- 
flected in  the  growing  number  of  inquir- 
ies that  are  being  received  from  merch- 
ants in  various  sections  of  the  country, 
asking  where  they  can  buy  hats  to  retail 
at  this  price.  More  and  more,  it  seems, 
the  impression  is  being  created  among 
the  people  in  certain  localities  that  $2 
is  the  standard  price  to  pay  for  a  hat, 
and  while  this  may  not  be  in  direct  ac- 
cordance with  the  best  interests  of  the 
bat  industry,  there  are  unmistakable  evi- 
dences that  such  a  tendency  does  exist, 
nevertheless,  and  nothing  in  particular 
Is  being  done  to  counteract  it.  This  is 
<i  subject  in  which  every  retail  hatter, 
whether  he  sells  $2  hats  or  not,  ought  to 
be,  and  no  doubt  most  of  them  are,  deep- 
ly interested. 

No  Upward  Move  in  Hats. 

Why  should  a  man,  it  is  argued,  who 
wears  a  $25  or  $30  suit  of  clothes,  a  $5 
pair  of  shoes  and  a  $1  or  $1.50  tie  top 
off  all  these  things  with  a  $2  hat?  For 
some  time  past  the  tendency  in  other 
articles  of  wearing  apparel,  clothing, 
furnishings  and  shoes  has  been  distinct- 
ly upward — that  is,  toward  better  quali- 
ties— but  not  so  in  hats.  Even  the  un- 
usual economic  condition  that  is  prevail- 
in  <_>■  now  has  not  materially  affected  this 
order  of  tilings,  for  as  a  rule  men  are 
conl  inning  to  buy  the  same  qualities  of 
goods  now  that  they  were  accustomed 
to  before  this  depression  set  in.  though 
probably  not  so  frequently  or  in  the 
same  quantities.  Hats  are  the  only  ar- 
ticle of  men's  wearing  apparel  in  which 
the  popular  (rend  of  quality  and  price 
is  downward,  and  there  are  many  argu- 
ments against  this  course,  considering 
the  importance  of  a  hat  in  a  man's 
attire. 

Think,  for  instance,  of  what  women 
pay  for  their  ltats.  and  how  often  they 
buy  new  ones.  Compare  the  profit  rea- 
lized on  the  sale  of  $2  hats  with  that  on 
$3,  $3.50.  $4  and  $5  hats.  Manufac- 
turers of  high-grade  hats,  with  few  ex- 
ceptions, admit  that   a   stronrr  undercur- 


rent is  flowing  in  the  direction  of  popu- 
lar-priced goods,  but  none  of  them  are 
making  any  determined  effort  to  check 
ir.  Some  claim  this  demand  originates 
with  the  consumer,  while  others  declare 
it  is  created  by  the  retailer,  so  it  is  dif- 
ficult to  really  place  the  responsibility 
for  this  condition. 

"The  Cleverest  Man  in  the  Business." 

A  chapter  about  $2  hats  would  hardly 
he  complete  that  did  not  contain  some 
mention  of  Truly  Warner  and  the  re- 
markable success  he  has  made  with  his 
chain  of  stores,  specializing  on  $2  hats. 
This  man  has  become  a  power  in  the  hat 
business.  He  is  not  only  to  a  consider- 
able extent  setting  the  pace  for  style  in 
men's  hats,  but.  in  the  opinion  of  many. 
he  is  setting  the  standard,  too,  Tt  is  due 
to  his  efforts  and  his  way  of  doing  busi- 
ness,! probably  more  than  anything  else, 
that  the  $2  hat  is  now  receiving  such 
recognition  by  the  consumer  and 
throughout  the  trade.  There  are  sunn' 
manufacturers  and  jobbers  who  admit 
that  they  cannot  get  certain  customers  to 
place  their  orders  until  they  know  what 
Truly  Warner  is  going  to  show.  His 
styles  are  copied  far  and  wide,  and  by 
liis  progressive  advertising  methods  he 
is  teaching  men.  both  young  and  old.  to 
believe  that  $2  is  the  righl  price  to  pay 
for  a  hat.  His  influence  is  being  mani- 
fested throughout  the  country,  and  as  a 
result  thereof  $2  hat  stores  and  depart- 
ments are  being  opened  and  established 
everywhere.  There  are  other  concerns 
successfully  operating  chains  of  $2  and 
fcl.50  hai  stores  throughout  the  Vnite<l 
States,  particularly  in  the  larger  cities, 
but  none  of  them  is  given  as  much 
credit  for  popularizing  the  $2  hai  as 
Truly  Warner.  His  values,  style  and 
quality  are  generally  acknowledged  in 
the  trade  to  be  a  bit  superior  to  those 
of  his  competitors,  and  it  is  said  that  he 
is  giving  proportionately  a  better  value 
for  the  money  to-day  than  a  great  many 
*3  hatters  are.  Here  is  what  a  manu- 
facturer of  high-grade  hats,  who,  of 
course,  does  no  business  with  Truly 
Warner,  says  about    him  : 

"Truly  Warner  is.  without  doubt,  the 
cleverest  man  in  the  hat  business  to-day. 
Tie  stands  head  and  shoulders  above 
everybody  else  in  t''e  retail  merchandis- 
ing of  hats,  ami  although  T  hate  to  see 
any  business  thrive  that  tends  to  pro- 
duce a  lower  standard  of  goods,  T  would 
be  very  narrow  minded  and  prejudiced 
not  to  admire  his  aggressive  tactics. 
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There  are  probably  several  of  us  manu- 
facturers who  would  like  to  see  him  go 
out  of  business,  because  there  is  nothing 
in  the  $2  hat  business  for  the  manufac- 
turer but  that  does  not  reflect  upon  the 
fact  that  he  is  a  wonderfully  successful 
merchant." 

A  jobber  of  cheap  hats  made  this  very 
frank  statement: — "It's  the  man  on  the 
street,  the  consumer,  who  is  responsible 
for  the  increasing  demand  for  $2  hats." 

Consumer's  Attitude  Towards  $2   Hats. 

It  used  to  be  that  the  average  man 
who  wore  a  $2  hat  was  ashamed  to  ad- 
mit it,  but  now  his  attitude  has  changed. 
Try  to  ridicule  him  about  it  now  and  he 
will  answer,  "Yes,  I'm  wearing  a  $2 
hat.  What  of  it?"  A  prominent  busi- 
ness man  remarked  the  other  day:  "I 
bough!  a  $2  hat  this  fall;  a  fedora.  I 
am  conscious  of  having  paid  this  price, 
because  I  have  noticed  the  advertising 
of  a  prominent  $2  hatter,  have  been  in 
his  different  stores,  and  have  figured  that 
they  were  all  right.  I  have  argued  it  out 
this  way:  What  is  the  good  of  buying  a 
more  expensive  hat,  for  when  I  get  tired 
of  it  I  can  throw  it  away?  This  is  the 
first  hat  for  less  than  $5  that  I  have 
brought  in  five  years,  but  I  have  found 
it  very  satisfactory,  and  have  about  made 
up  my  mind  that  I  am  not  going  to  pay 
over  $3  for  a  hat  hereafter,  probably  not 
more  than  $2.  then  after  a  month  or  so 
T  can  throw  it  away  if  I  don't  like  it." 
That  statement  was  made  by  a  man  who 
can  well  afford  to  wear  hats  that  cost 
much  more  than  $2.  and  it  is  quoted  here 
because  it  is  quite  typical  of  the  reason- 
in-  advanced  by  the  average  man  who  is 
changing  from  a  high-grade  to  a  cheap 
hat.  Others  argue  that  not  one  man  in 
a  hundred,  excluding  those  connected 
with  the  hat  business,  knows  anything 
about  the  quality  of  a  hat.  anyway,  and 
that,  so  far  as  style  is  concerned,  that 
may  be  had  in  a  chen>  hat  as  well  as  in 
an  expensive  one.  To  the  manufacturer 
and  the  buyer  who  are  endeavoring  to 
build  up  a  high-class  trade  these  argu- 
ments may  -omul  somewhat  ridiculous, 
but  they  may  be  heard  time  and  aga'n, 
and  are  mentioned  here  to  show  the  atti- 
tude of  the  consumer  which  the  high- 
grade  manufacturer  and  merchant  have 
gol  to  contend  with.  It  is  reported  that 
some  $2  hatters  in  the  West  have  adopt- 
ed this  slogan  in  their  advertisements 
and  window  show  cards:  "Don't  pay 
$3.50  for  one  hat.  Add  a  half-dollar  to 
it  and  get  two.    Have  a  change  of  bus." 
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maj   not  appeal  to  a  Large  number 
"I   men,  but   il  is  bound  to  have  an  effect 
way  or  another. 

What's  to  Be  Done  About  It? 

''The  hat  is  one  of  the  most  important 
articles  of  man's  wearing  apparel."  said 
a  maker  of  high-grade  hats,  "and  there 
is  mi  reason  in  the  world  why  the  ten- 
dency should  he  downward  when  the 
trend  in  other  articles  is  upward.  Hats 
cost  more  to  make  now  than  they  used 
in.  and  manufacturers,  as  a  rule,  are 
giving  about  the  same  value  to-day  for 
$24  a  dozen  that  they  did  fifteen  years 
ago  lor  $30  a  dozen.  The  manufacturers 
cannot  advance  their  prices  on  account 
of  the  fixed  prices  at  which  the  retailers 
sell  hats  to  the  consumer,  but  they  can 
use  cheaper  materials,  and  this  they  will 
have  to  do  if  conditions  in  the  hat  mar- 
ket do  not  improve  soon.  However,  I 
believe  the  time  is  coming  when  prices 
will  he  advanced,  and  hats  that  are  sell- 
in-  to-day  at  $2  will  he  sold  at  $2.50,  and 
the  present  $3  hats  at  $3.50,  and  so  on. 
Something  like  that  will  have  to  be  done, 
hut  just  how  it's  to  be  accomplished  is 
a  question  that  only  time  can  answer." 

The  Wholesale  Price. 
Discussing  the  question  of  prices,  a 
jobber  of  high-grade  hats  said:  "Most 
of  the  $2  hats  sold  to-day  cost  the  re- 
tailer $13.50  to  $15  a  dozen,  minus  the 
regular  discounts,  comparatively  few  be- 
ing bought  at  $16.50.  The  retailer  could 
not  stay  in  husiness  if  he  had  to  pay 
this  latter  price  for  all  the  $2  hats  lie 
sells.  To  do  business  successfully  he 
must  make  a  gross  profit  of  at  least 
33  1-3  per  cent,  of  his  selling  price,  which 
does  not  leave  him  a  net  profit  of  much 
over  10  to  12  per  cent,  alter  his  selling 
expenses  are  deducted."  It  is  pointed 
out,  however,  by  others  in  the  trade  that 
the  selling  expenses  of  one  of  the  fore- 
most $2  halters  in  the  husiness  are  com- 
paratively low,  and  that  he  dues  pay 
$10.50  a  dozen  for  a  big  quantity  of  his 
Iials. 

Is  there  anything  thai  can  he  done  lo 
counteracl  this  tendency  toward  $2  hats? 
That's  the  real  vital  question  witli  which 
the  hisrh -class  manufacl  urers,  jobbers 
and  retailers  are  confronted.  And.  if  so. 
what  is  il,  and  how  can  it  he  aceom 
plished?  There  are  certain  facts  in  the 
situation  that  must  he  faced,  and  tin 
sooner  the  better.  One  manufacturer 
made  the  questionable  assertion  that  (he 
less  said  ahoui  this  subject  the  better  il 
would  he  for  all  concerned. 

High-Grade   Hat  Department  Won   Out, 

The  hat   buyer  lor  a  prominenl   retail 

men  's  wear  concern  in  New   York,  w  hich 

r.Mcs  several  stores  m  t|lr  metropolis, 

relates  the  \en   Lnteresi  ing  story  of  how 
the  firm's     high  grade     department   was 


established   and   made  successful  as  fol- 
lows : — 

"It  is  rather  dillicult  for  me  to  ex- 
press my  views  on  the  cheap  hat  busi- 
ness, because  I  am  interested  in  a  higher 
grade  of  merchandise  and  give  about  95 
pci-  cent,  of  my  thoughts  to  my  own 
husiness  and  5  per  cent,  to  the  other  fel- 
low's.  I  should  imagine  the  merchants 
who  have  become  so  interested  in  the 
cheaper  grades  of  goods,  instead  of  usi:r_r 
their  own  past  experience  to  benefit  their 
own  business,  are  devoting  5  per  cent,  of 
their  thoughts  to  their  own  store  and  95 
per  cent,  to  worrying  about  the  'fellow- 
down  the  block.' 

"I  am  associated  with  one  of  the 
foremost  New  York  retail  men's  wear 
concerns,  who  sell  hats  at  from  $3  to 
$10.  This  branch  of  our  business  was 
installed  four  years  ago,  during  the 
period  of  what  I  may  term  the  featuring 
of  sensational  styles.  I  was  asked  to 
consider  seriously  starting  our  hats  at 
a  $2  price.  I  gave  this  matter  consider- 
able thought,  and  fought  a  great  deal  of 
opposition  from  my  fellow  employes  who 
were  consulted  on  this  subject.  The  fact 
was  impressed  upon  me  by  my  employers 
that  T  must  never  forget  one  policy-  the 
maximum  of  quality  at  a  minimum  of 
price,  and  still  he  consistent  with  a 
policy  of  doing  business  with  a  well- 
dressed,  intelligent  public  on  a  hasis  of 
no  regrets.  We  decided  to  sell  our  hats 
at  from  $3  to  $10,  and  we  designed  and 
bought  our  hats  accordingly.  The  year 
1910  found  our  husiness  very  small  in- 
deed, hut  we  realized  that  the  foundation 
was  well  laid.  The  end  of  1914  will  find 
us  doing  just  seven  times  as  much  liar, 
business  as  in  our  first  year.  1910. 

"I  do  not  doubt  that  we  would  have 
an  additional  volume  of  business  if  we 
sold  a  $2  hat.  hut  1  do  not  think  our 
gain  in  volume  of  husiness  would  have 
given  us  the  foundation  we  now  find 
ourselves  possessed  of,  and  to  me  an 
ounce  of  standard  is  worth  a  ton  of  un- 
certainties in  building  a  new  branch  oi 
a  well-established  outfitting  husiness.  If 
we  were  in  husiness  for  a  minimum  and 
not  a  maximum  of  quality,  we  no  doubl 
could  sell  a  hd  of  good-looking  hats  for 
$1  each,  and  those-  hats  would  he  worth 
the  price  asked.  Bul  when  we  make  a 
-ale  we  make  it  at  a  price  plus  a  public 
confidence,  and  we  find  our  clientele  too 
intelligent  to  have  perpetual  confidence 
in  a  $3  hat  for  $2.  We  retail  a  $3  ha! 
for  $3.  Our  $3  hats  are  no!  worth  $4. 
They  are  as  »ood  ;is  any  $3  hat  sold  in 
America,  and  better  than  most  sold  at 
this  price. 

"  My  study  of  the  public  and  linn 
styles  to-day  gives  me  one  answer,  viz.  : 
The  sensationally  dressed  and  those  of 
simple  elegance.  My  aim  has  been  lo 
strike  a  medium  by  giving  those  favor 
64 


m-  simple  elegance  enough  style  with- 
out making  them     unduly     conspicuous. 

We  find   that    plenty  of  the  latter  ,,; 

to   pay      from     $3   to  $5  for  a  superior 

quality. " 

A  well-known  jobber  and  importer  of 
high-grade  hats,  discussing  this  subject, 
-aid  : — 

"It  strikes  me  that  the  reason  why  $2 
hats  are  becoming  more  popular  with 
the  consumer  is  simply  because  more  re- 
tailers have  got  a  notion  in  their  heads 
that  they  can  do  the  business  of  their 
city  if  they  sell  hats  cheap,  and  instead 
of  a  man,  as  heretofore,  going  into  a 
store  and  willingly  paying  -  .  -  ,50  or 
more  for  a  hat.  the  tendency  now  is  to 
offer  him  nothing  hut  $2  goods.  As  one 
customer  expressed  it  to  us,  his  reason 
for  this  is  because  he  did  not 
have  to  talk  much  to  sell  them.  <>; 
course,  if  a  man  is  in  business  to  have 
ins  day's  work  represent  a  minimum 
amount  of  energy  and  effort  rather  than 
money  in  his  pocket,  naturally  this  is  3 
good  situation. 

"There  is  no  good  reason  why  $2  hat- 
should  be  pushed.  Hats  are  costing  just 
as  much  to  make  as  they  ever  did.  Other 
lines  of  wearing  apparel  are  priced  high- 
er, and  the  retailers  are  netting  these 
higher  prices.  For  instance,  many  men 
used  to  think  that  50  cents  was  as  much 
as  they  ought  to  pay  for  a  necktie.  Now 
they  are  willingly  paying  $1,  1.50  or 
more.  Again,  many  standard  makes  of 
-'iocs  used  to  he  priced  at  $3.  Now  the 
consumer  willingly  pays  $3.50  for  the 
same  shoe.  Same  way  ii.  clothing—  all 
suits  are  sold  proportionately  higher 
than  formerly,  simply  because  the  style 
and  get-up  will  interest  the  man.  and  he 
is  willing  to  pay  the  price.  The  same  is 
true  in  many  other  lines,  but  the  mnch- 
maligned  hat  has  been  reduced  in  prir 
through  the  efforts  of  the  retailers,  not 
because  of  the  demand  of  the  consumer, 
and  now-  a  man  is  buying  a  hat  6 
when  he  could  just  as  readily  have  heen 
educated  to  buy  a  $3  or  $3.50  hat. 

"As  a  general  thing,  no  man  make- 
money  merchandising  downward.  Not 
onh  his  pocketbook  hut  his  reputation 
and  prestige  have  to  suffer.  If  a  furnish- 
ing goods  store  makes  a  feature  of  $2 
hats,  everything  else  that  is  offered  is 
apt  to  he  brought  down  in  the  mind  of 
tin-  prospective  customer  to  the  same 
low  level.  Alter  the  clerk  has  sold  the 
customer  a  shirt  at  $2.  a  cravat  at  -1, 
and  other  hiuh-class  furnishings  at  a 
proportionate  figure,  he  is  taken  into  the 

hat  department,  lie  i-  accustomed  to 
paying  $3  for  a  hat.  and  if  he  is  offered 

a  hat  at  $2  he  has  a  feeling,  whether  he 
expresses  it  or  not.  that  all  the  other 
merchandise  he  lias  bought  is  rather- 
high   priced. 

( Continued  on  paire  06. ) 


(greetings; 


HE  arrival  of  the  usual  period  for  an  exchange  of 
Christmas  greetings  this  year  finds  us  in  a  mood, 
not  for  the  casting-off  of  the  Yuletide  tradition, 
but  for  recognizing  in  it  a  sentiment  of  broader 
significance  than  has  yet  attached  to  it.  The 
Christmas  spirit  of  Canadians  in  former  years  passed  little 
beyond  the  bounds  of  the  Dominion.  To-day  all  Canadians 
instinctively  extend  these  to  their  Empire-contingent  on 
Salisbury  Plains  or  already  on  the  battle  lines,  fighting  the 
world's  fight  for  humanity  and  civilization.  Nay  more :  to 
our  kinsmen  over  the  seas,  and  to  the  allied  peoples,  knit 
together  by  the  shedding  of  blood. 

While  for  all  of  us  there  is  conquered  up  an  image  terribly  at 
odds  with  happiness  and  a  universal  feeling  of  good-will  that 
hitherto  has  marked  our  Christmas  tides — the  mortal  battle 
strife  and  the  sound  of  sorrow  subdued — it  is  all  but  the  pre- 
lude to  the  lasting  realization  of  the  Christmas  message  of 
old:  "Peace  on  Earth,  Good- Will  to  Men." 

For  the  year  that  is  near  at  hand  The  Review  bids  its  readers 
be  of  good  courage,  confident  that  ere  many  months  have 
passed,  the  arch-militarist  Empire  will  fall  crashing  amid  the 
ruins  of  militarism  and  that  commerce,  enthroned  again  as 
one  of  the  world's  fairest  arts,  will  yield  her  fruit,  unblighted. 
May  the  close  of  the  coming  year  see  the  words  "Happiness 
and  Prosperity"  written  across  the  books  of  the  dry  goods 
men  of  Canada." 
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SHOW  THE  GOODS  QUICKLY. 

4C  T  '  ",S  w,"'t'1  while  for  any  clerk  to 
learn,  right  at  the  beginning, 
how  to  show  the  goods  quickly," 
.said  an  experienced  hardware  dealer  the 
other  day.  "Quickness  of  eye  and  ear 
and  mind  are  very  necessary  qualities 
in  the  salesman.  The  clerk's  time  rep- 
resents  money,  and  the  clerk  who  is  ex- 
ceedingly slow  in  serving  customers  not 
merely  exasperates  the  customer,  but 
runs  up  the  cost  of  the  sale. 

"  T  had  a  junior  with  me  last  fall.  He 
was  a  good,  honest  fellow,  and  wanted 
to  do  what  was  right;  but  he  was  hor- 
ribly slow.  It  would  take  him  all  of 
two  or  three  minutes  to  drawl  "  Good 
morning,  sir,"  and  as  much  longer  to 
find  out  what  the  customer  wanted;  and 
ten  minutes  would  be  gone  in  most  in- 
stances before  he  actually  got  down  to 
the  real  business  of  showing  the  goods. 
Why,  I  had  another  man  behind  the 
next  counter  who  would  make  a  couple 
of  sales  in  the  time  that  chap  took  to  get 
under  way." 

Particularly  in  busy  seasons,  the  sales- 
man's time  counts.  Where  there  are  a 
large  number  of  customers  to  be  waited 
upon  within  a  very  limited  space  of  time, 
the  clerk  must  move  quickly.  Now  and 
then  a  clerk  tries  to  economize  time  by 
slighting  the  customer,  giving  him  half 
attention.  This  is  not  good  business.  It 
is  better  business  and  better  salesman- 
ship to  learn  the  knack  of  quick,  effi- 
cient, business-like  service  behind  the 
counter. 

Quick  service  doesn't  mean  inordinate 
haste,  and  constant  hustle  and  bustle. 
The  man  who  is  always  in  a  hurry  as  a 
rule  doesn't  get  there.  But  to  think 
quickly  and  act  instantly  and  with  deci- 
sion, to  say  the  right  word  and  do  the 
right  thing  on  the  spur  of  the  moment, 
and  to  keep  perfectly  cool  and  good- 
tempered  and  unexcited,  is  a  far  more 
important  and  far  more  essential  item 
in  the  making  of  sales. 

"  Briskness  "  is  a  word  which  de- 
scribes the  quality  of  a  live,  wide-awake 
salesman.  He  is  quick — but  he  doesn't 
allow  himself  to  become  excited.  He 
hurries  a  sale  along  without  appearing 
to  do  so. 

For  instance,  a  lot  of  time  is  wasted 
in  mere  gaps  in  the  selling  talk.  The 
salesman  shows  a  saw.  He  lets  the  cus- 
tomer look  it  over.  "Is  this  a  good 
■  7"  asks  the  customer.  "Will  it 
do  for  all  sorts  of  work?  "  The  clerk 
meditates  a  moment.  "  Yes,  you'll  find 
it   a   very  good  saw,"  he  replies. 

Yd  it  is  just  as  easy  for  the  clerk, 
while  handing  over  the  goods  for  inspec 
tion,  to  say:  "For  general  purposes, 
doing  ordinary  work  around  the  house, 
this  is  just  the  saw  you  want.  It's  ex- 
cellent value  for  the  money  and  ready 
to  use  just  the  way  it  is."     All  this  can 


J  CHRISTMAS  CIRCULAR. 

J)' nr  Madam. 

Win/  not  choose  unit,  good-look- 
ing, well-made  "Ties"  for  your 
"<  'hristmas  gifts." 

It  /.s-  hard  to  think  of  a  (lift  that  a 
mull  likes  better  limn  n  well-chosen 
"Tii" — something  he  always  lias  use 
for — something  h<  always  appreci- 
ates— something  which  always  keeps 
the  giver  in  mind. 

And  -sue I,  "Ties"  as  we  are  showing 
nl  half  dollar  to  $1  cannot  be  equal- 
led down-town.  But  you  will  appreci- 
ate this  when  you  see  them. 

Each  "Tie"  will  be  neatly  folded 
into  n  Dainty  "Xmas  Gift  Box" 
[without  extra  charge). 

Lei's  help  you — describe  "him"  to 
us  and  we  know  the  color  and  design 
that  will  be  most  becoming  to  "him." 

FAWNS, 

The  Neckwear  Specialist, 

411  Roncesvdlles  Are..  Toronto. 


be  said  in  the  half  minute  it  takes  the 
clerk  to  hand  the  saw  to  the  customer. 
It  saves  time,  it  answers  the  customer's 
questions  in  advance,  and — it  is  better 
salesmanship.  The  little  bit  of  sales- 
talk  which  accompanies  the  article  pre- 
disposes the  customer  in  its  favor. 

Put  in  a  good  word  for  the  goods 
when  you're  handing  them  out  for  in- 
spection. Don 't  wait  for  the  customer 
to  ask  questions — anticipate  him  by 
talking  up  the  selling  points.  That  is 
the  way  to  save  time  in  selling.  More 
than  that,  it  makes  it  decidedly  easier  to 
sell.  The  customer  feels  that  you  are 
taking  an  interest  in  him,  and  in  the 
goods,  when  you  volunteer  information. 
And  the  good  salesman  always  volun- 
teers information  that  may  seem  help- 
ful; he  doesn't  stand  behind  the  counter 
waiting  to  be  asked. 

Try  this  speeding  up  process.  Don't 
do  it.  with  the  primary  idea  of  hustling 
a  sale  through  for  the  sake  of  the  time 
you're  going  to  save;  rather  keep  in 
mind  the  idea  that  quick  selling  is  effi- 
cient selling.  Don't  spur  yourself  into 
a  frantic  hurry.  But,  keeping  cool  every 
minute,  just  fix  your  mind  on  the  sale: 
learn  to  hand  out  the  goods  quickly : -el 
the  knack  of  saying  something  about 
them  that  will  help  a  sale  as  you  hand 
them  out.  Speak,  not  rapidly,  but 
clearly  and  distinctly,  and  say  just  as 
much  as  is  necessary — no  more.  And 
put  a  touch  or  two  of  enthusiasm  into 
your  talk.  Try  to  make  your  customer 
feel,  from  your  tone  and  manner,  that 
you're  anxious  to  see  him  well  served, 
and  that  yon  firmly  believe  the  goods 
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you're   offering  him  are  the   only  goods 
that  will  fully  satisfy  his  need. 

A  pleasant,  interested  manner  has  a 
great  influence  in  inducing  sales.  I 
have  learned  that  from  the  buyer's  as 
well  as  the  seller's  side  of  the  counter. 
The  indifferent  clerk  is  handicapped  by 
his  very  indifference;  the  clerk  who  is 
thoroughly  interested  finds  in  his  inter- 
est a  powerful  ally  in  securing  sales. 


WILL    THE    82    HAT    BECOME    THE 
MOST   POPULAR? 

(Continued  from  Page  64.) 
"The  whole  idea  [g  wrong.  The  con- 
sumer doesn't  want  $2  hat?,  but  they 
have  been  forced  upon  him  by  retailers 
who  tl  ink  that  they  can  do  the  business 
of  their  town  by  following  the  lead  of  a 
certain  elass  of  merchants  who  operate 
chains  of  stores  throughout  the  country, 
and  who,  because  of  their  enormous  busi- 
ness and  large  buying  power,  are  able  to 
put  out  hats  at  $2  which  are  good  value. 
These  stores  sell  hats  at  a  very  close 
margin,  and  a  very  few  of  them  are  mak- 
inar  money.  Practically  every  other  re- 
tailer who  attempts  to  equal  the  values 
of  these  concerns  is  losing  money  day 
after  day.  whether  he  knows  it  or  not. 
To  put  out  a  hat  to  equal  the  goods 
shown  by  these  specialists,  or  large  op- 
erators, he  must  pay  at  least  $16.50  a 
dozen.  This  hat  sold  at  $2  represents  a 
profit  on  the  sale  of  31  per  cent.,  and  it 
is  probably  costing  that  man  anywhere 
from  24  to  28  per  cent,  to  do  business. 
And  hear  in  mind  lie  has  not  made  the  31 
per  ecnt.  profit  unless  he  sells  every  one 
of  the  12  hats  in  the  do/en  at  the  full 
price. 

"Retailers  do  not  realize  the  expense 
of  doing  business  nowadays.  They  do 
not  realize  as  they  should  that  every  op- 
portunity should  be  taken  to  sell  better 
goods,  on  which  there  is  more  profit, 
lather  than  follow  along  the  line  of 
least  resistance,  making  a  feature  of  $2 
hats  because  they  sell  easily,  and  when 
the  year  is  out,  wonder  why  they 
haven't  made  any  money,  or  possibly 
how  they  are  going  to  get  enough  money 
to  pay   their  creditors." 


SHORTAGE   OF   KID   SKINS. 
Glove    importers      are      beginning    to 
worry    because    the    British    Government 
ding  its  Indian  troops  on  the  fiedit- 
ing   line-    on    French    goats.        The   real 
point    of   grievance    is   not    that    the    In- 
dian   troops    "eat     'em    alive."    but    that 
ave  commandered  the  skins  to  lie 
on  in  the  trenches.     The  estimated  num- 
ber consumed   daily   is   over  ...000.     This 
i-    done    in    order    that    the    meal    served 
may  not   offend   their  religious  scruples. 
The  result  i-  a  likely  shortage  of  French 
kid   -kins. 


MEN'S  WEAR  SECTION 


Dry  Goods  Review 


The  Last  Day  of 
This  Year 

forms  will  go  to  press  on  the  Annual 
Spring  Number  of  Canada's  necessary 
dry  goods  paper. 

The  information  contained  in  this  num- 
ber will  largely  influence  the  buying 
for  Spring. 

Why  not  influence  this  buying  your  way 
by  telling  the  buyers  what  you  have  to 
offer  in  this  big  practical  number? 

You  had  better  arrange  now  for  space 
if  you  desire  good  position. 
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MKN\S    WKAU    SKCTION. 


"BLACK   PRINCE" 

TheWorkingman's  Shirt  of  High  Quality 

The  Black  Prince  is  made  of  a  fleece-back  serge  which  is 
made  specially  for  this  shirt  and  confined  to  us  by  the  manu- 
facturers. 

The  Black  Prince  is  the  only  shirt  of  this  high  quality. 

The  shirt  is  cut  on  big  lines — plenty  of  length — long  sleeves 
— roomy  armholes — and  the  color  is  fast  black — the  color 
will  not  fade  out,  wash  out,  nor  even  boil  out. 

The  Black  Prince  is  the  kind  of  shirt  the  vvorkingman  is  glad 
to  buy.  The  Black  Prince  has  the  quality — and  it  is  main- 
tained— the  Black  Prince  label  identifies  the  best  in  work- 
ingmen's  shirts. 

Ask  your  wholesaler  for  prices  and  samples. 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY   AVENUE  ^~ ~ 

TORONTO 


INFORMATION  WANTED 


DATE  191 


PLEASE 

TELL 

ME 

WHERE 

I 

CAN 

PROCURE 

NAME 

ADDRESS 

DRY     GOODS    REVIEW 


M  ay  H  appiness  be 
yours  this  Christmas- 
tide  and  Prosperity 
and  Health  attend 
you  throughout  the 
New  Year 


The  W.  R.  Brock  Company  (Limited) 

MONTREAL 


